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From the Journal's Mail Bag

“Enter us for three new subscriptions.  One to our ad-
dress here, as usual, one to our address, Lindsay, Ont., and
one to our address, Campbellford, Ont.""

The J. M. Greene Music Co., Ltd., Peterboro.

“Enclosed find cheque in payment of our subscription to
Canadian Music Trades Journal. We must add a line just to
say how thoroughly we appreciate the Journal.”

John Raper Piano Co., Ottawa.

*“*Send us six copies of the Journal in future instead of one.
We enclose herewith money order for $4.00 covering six copies
for one year. We have noted the improvement in Cana-
dian Music Trades Journal during the past year, the subjects
covering an amount of valuable information contained therein,
and we have thought it advisable to furnish the manager of each

deparlmrnl with a copy.
C. W. Lindsay Ltd., Ottawa.
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Columbia product to-day does
not merely produce bigger
profits, per sale, or per dollar,
or per hour, than almost any
other line of merchandise now
being sold, but it adds to the
appearance of a piano store
and to the standing of a piano
business.

COLURBIA

Graphophone Company, TORONTO
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Excellence
and
Elegance
Without

Extravagance

The Martin-Orme New Style ** E* Player

HEREVER the Player Piano is
used as a means of expressing the
noblest conception of music the
Martin-Orme is recognized in the

forefront of the highest development of

modern piano making.

Musically, mechanically, and in appear-
ance it is a leader. In representing it you
give your customers excellence and ele-
gance without extravagance.

Therefore, identify your business with
the Martin-Orme Player Piano.

THE
Martin-Orme Piano Co.

Limited

OTTAWA, - CANADA
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NEWCOMBE
PIANOS AND PLAYERS

“NEVER SUFFER BY COMPARISON"

EWCOMBE Instruments possess every essential that makes for quick sales,

permanent satisfaction and good profits. The distinctively sweet tone, beauty
of action and artistic design of the Newcombe, charm the music lover and win
the approval of the expert.
Newcombe Instruments stay in tune under the most adverse conditions. The Howard
Patent Straining Rods, on very Newcombe Piano and Player, counteract the immense
strain of the 228 strings,

Every Newcombe Piano carries aten vear guarantee and this means exactly

what it says, that we will absolutely guarantee the dealer or his customer
against defective material or workmanship,
————

A NEWCOMBE AGENCY IS A VALUABLE AGENCY.
DEALERS WANTED WHERE NOT REPRESENTED.

The NEWCOMBE PIANO CO., Limited

Head Office Factory
359 YONGE STREET 121-123 BELLWOODS AVE,

TORONTO, - - - CANADA
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A PROGRESSIVE SPIRIT

AND AN

EFFECTIVE ORGANIZATION

COMBINE TO}MAKE

The f3ell Piano

WHAT IT IS

A MUSICIANS’ PIANO

Dealers and Musicians are invited to write us for details about the good
points in the “Bell Piano” distinguishing it from other pianos.

™E Bell Piano & Organ Co., L
GUELPH . ONTARIO

Branches at TORONTO and LONDON, ENG.

——
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K| GLADSTONE

KARN S A lD . ONE EXAMPLE IS WORTH
PIANOS oA THOUSAND ARGUMENTS

M

MORRIS
PIANOS

Woodstock Factories Listowel Factories

For that very same reason, rather than give you numerous
arguments why you should handle Kam and Morris
Instruments, we ask you to test by placing on your floor

these four lines :

—KARN PIANOS
—KARN PLAYERS
—MORRIS PIANOS
—MORRIS PLAYERS

The KARN-MORRIS PIANO & ORGAN CO.

LIMITED
~, 7 HEAD OFFICES FACTORIES
WOODSTOCK
'!K WOODSTOCK m
PLAYERS ONTARIO LISTOWEL MORRSS
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The Gourlay - Angelus

Puts Magic
In the Songs of Old

In the evening of life when our musical fingers refuse to act with

the will, the Gourlay-Angelus with its simple expression devices

becomes indeed a cherished possession,

Its Human Appeal

All the old musical favorites can be played with a soul-stirring pathos
by the easy mechanism of the wonderful Gourlay-Angelus. The
sensitive Phrasing Lever throbbing with every note is the heart of
the instrument. By a gentle pressure of the right hand, individual

emotions can be expressed with marvellous human effect.

A Sympathetic Tone

Those songs of old from a Gourlay-Angelus reflect all the magic
for which they are famous. Fond memories are made vivid by the

rare sympathetic touch and tone of this instrument,

A clever Melodant device controls the accompaniment and predomi-
nates the melody to your own taste. All expression devices are
wide apart to allow an easy natural position of the hands, Its
staunch enduring construction is a triumph of perfect workmanship
and finest quality materials,

With a Gourlay-Angelus, a musical ideal is enjoyed forever,

Gourlay, Winter &
Leeming

ISS Yonge St. - TORONTO
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OLD FASHI°NED

—Yes, in one respect we are,. We believe

that the successful marketing of pianos and
player pianos boils down to a question of

quality and absolute value.

N nothing does time more surely prove the
presence or lack of quality than in pianos
and players. 'With Evans Bros. instru.
ments you pay for nothing but quality and
you, therefore, charge for nothing but quality.

™ Evans Bros. et s Coisn

INGERSOLL, ONTARIO

ORGANS

—_—_—
FOR

THE HOME
=y THE SCHOOL
g THE CHURCH

i L

——

THE
Goderich Organ Co.
LIMITED

Goderich, - Canada

Catalogues on Applieation.

————

We Employ no Travellers.

Orders Promptly Filled
STOOLS, BENCHES
MUSIC CABINETS,
. = RECORD CABINETS.
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PIANO

MATERIALS

AND TOOLS

FOR MANUFACTURERS, REPAIRERS, TUNERS AND DEALERS
CORRESPONDENCE INVITED

HAMMACHER, SCHLEMMER & CO.

4th Avenue and 13th Street

Julius Breckwoldt & Company

Manufacturers of

and Mouldings

ooooooooooon

tates

1, Brrckwornr, Pres Wo AL Breckwornr, Sec-Trea
Factory and Office Saw Mills

Dolgeville, N.Y, Fulton Chai

ClelsislsielelelalelalalalelulelalelaTeTelulnlnln

oooooo

§L.JMUTTYCO., % Boston Mass. §

We manufacture fine calender coated silks and nainsooks I

for Pouches and Pneumatic sy and special fabrics for Bellows

of every description.

Every kind of RUBBER TUBING is represented in our
line including extra large sizes covered with HEAVY FRi(.
TIONED TWILL, which is designed particularly to prevent

s splitting over connections

SAMPLES and PRICES furnished on request,

rreseon

BOONOoOnONNNONOLODNNNOONONNDONNN0Nc 0onnon

Piano Backs, Boards, Bridges, Bars, Traplevers a

Sole Agents for Rudolf Giese Wire in Canada and United

nd Tupper Lake
el-leleTulaTeTeTe T et Tel

NEW YORK, SINCE 1848

“Superior” Piano Plates

MADE BY

THE

SUPERIOR FOUNDRY CO.

CLEVELAND, OHIO, US.A.

TRE RERE TISRE G B

| Faust School of Tuning

IANO, Pipe and Reed Organ Tuning,
repairing, regulating, voicing and poli-
shing Player Pianos. Scale drafting. Oliver
C. Faust, Principal, for over twenty years
atthe head of the Tuning Department of
the “New England Conservatory of Music”
- 1000 Graduates, Factory practice if
desired. Illustrated Year Book free.

2729 Gainsborough St., Boston, Mass.
e ————————

We Specialize on
Player-Piano Cases and Prompt
Deliveries
We Guarantee and actually make deliveries on the exact date

designated,  This has been one of the reasons why our busi-
ness has shown phenomenal development,

THELOOSCHEN PIANO CASE Co.
Block 31st to 32nd Street, 11th to 12th Avenue
PATERSON, N.J. - - USA.

T. L. LUTKINS

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

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

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

40 SPRUCE STREET
NEW YORK CITY

D
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Your Customer Recognizes the Music

Roll With Snap and Sparkle

Every music roll you sell is a promise of enjoyment.
And if the pronuse is not JSulfilled when the home test

occurs, vou cannol look for that customer again.

€ Universal Music Rolls never disappoint; they influence steady

sales.

€ The Universal Roll is faithfully orchestrated. ~ This means that
when your customer plays the roll he hears the full melody graced by
the dainty touches of a correct orchestral setting.

€ He doesn't listen to a thin‘air overpowered by a heavy bass nor a
foggy orchestration in which the melody is swallowed up.

{ That such differences can be and are detected is one of the reasons
why the Universal Roll is conceded to be the “Standard of Excel-

lence.”

Have you received 2 copy of the special Themostyle list recently sent
out, if not, you should not delay writing us.  We will be pleasedto forward
you a second copy.  As a live dealer or manufacturer you should not be
without these rolls, and keep them in stock at all times, The list is com-
prised of special and best selling rolls of Dance music, Operatic, Popular
Rag Hits and Demonstration rolls that have proved winners.

THE UNIVERSAL MUSIC COMPANY

10X SHUTER STREET
TORONTO, - - - CANADA

NEW YORK CHICAGO SAN FRANCISCO
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HAINES BROS. LOUIS XV.

THE INSTRUMENT DE LUXE
MADE IN MAHOGANY ONLY

Height 4 ft. 4 in.; Width 4 ft. 10', in.; Depth 2 ft. 21, in,

As the illustration indicates this Piano de luxe is designed for people of artistic taste,
It combines the graceful lines that accompany all Haines Bros. Instruments, The design is
a most appropriate setting for the refined purling sweetness of tone that wins the instant
approval of tonal experts and persons of musical discernment.

——
Each piano has full brass-flanged action, best Weickert felt hammers; solid copper
Spun strings in bass ; finest quality ivory keys; solid mahogany trusses, pilasters and
mouldings ; noiseless cushion pedals.
———————————
DEALERS WITH THE HAINES BROS. AGENCY ARE
FORTIFIED AGAINST EVERY COMPETITIVE CRITICISM
- T =t 1IVE CRITICISM

FOSTER-ARMSTRONG CO.

LIMITED
HEAD OFFICE:

4 QUEEN ST. E. TORONTO

E. BIRCH, J. BETZNER, J. W. WOODHAM,

Superiotendent Accountant

General Manager

*‘—
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In musical instruments
finish is all important

Alter all,

very gmul |u.|gr\ ol tone,

not many |\<~n'l|r are
It takes
an expert to detect  the hne
struments underneath a poor or shabhy
hmish So the average buyer wisely
nods his head when you talk about
tone, and makes up his mind on what
he can see.  If the instrument looks

that's a good hall the sale

Dotiga I®/a rnish

will give your instruments the best

nght

finish the wood is capable of taking
It will work silently but well n ||r-|p
ing the salesman clinch an order.  |f
vou are >('|||nkv a lngh grade pano

then it de serves nnllllng less than

Dougall Varnishes

Il you are sv”mg a medium or
commercial gl.l«‘(‘ mstrument  then
n needs ever \Illlng that this most per-

fect of all finishes can give to its

appearances.

The Dougall Varnish Co.

LIMITED

MONTREAL,

QUEBEC

Associated with
MURPHY VARNISH CO., US.A

I'RADES JOURNAL

\

Established
1856

|

Built to
Serve

RATG pianos serve two cliusses the men who
have 1o sell them and the peeple who by
them for constant use

has becomg

vevery field of industrial endeavor Service

v basic necessity Soccesstul com
mercial activity s dependent, 1o large extent,

upon it

Perhaps in no business is Service more essen
tial than in the production of high grady pranos
We have fully realized the vital IMportance
of Service to those whom we would serve, Wy
e deeply conscious of the part it plays in our

OWN SHCCess

Results prove that the Craig factory Servie
has been appreciated, and with the approaching
months of renewed selling activity, the claim for
Lraig pranos — that they are built to serve — wiil

be of greater import to the trade than ¢ ver before,

==The

Craig Piano Company |
MONTREAL . - CANADA |

%
\
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T T MERE are no substitutes for Bohne Piano Hammers.
)| ‘E‘r’ Fhe characteristic quahity of all materials used, as well
)

W as the careful and « xperienced \\Ull\lllvlll\hlp throughout

every step ol then manutacture account for their reputation to

resist year in and year out the extra usage demanded of the plaver
prano,

Bohne Hammers covered with “Weickert German Felt'
are known and acknow ledged to he the best money can buy, ‘I hat
15 the reason they are used by manufacturers who consider quality
before price.

Bohne Piano Strings

e the  resultam produ ol a modern well-equipped

plant ; the class of we manship that goes hand in hand

ke the best materials that the
markets offer, and constant careful supervision

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

I134th STREET and BROOK AVE., NEW YORK.

with thorongh knowle

MENDELSSOHN
PLAYER PIANO
S ——

Player mechanism
thoroughly re.
sponsive.

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

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

MENDELSSOHN PIANO Co.

110 ADELAIDE ST. WEST TORONTO, ONTARIO

00
e
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GEO. W. STONEMAN & (0.
PIANO VENEERS

Maryland Walnut

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

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

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

846-861 West Erie Street

CHICAGO, - ILLINOIS.
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Style “G " 88 Note Player.

The Dealer who would make money and secure

The Player Trade

of his territory cannot overlook the

Distinct Selling Points

of
The “Wormwith Players”
We invite correspondence

The WORMWITH PIANO CO., Limited
KINGSTON - ONTARIO

e
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STERLING == STERLING
PIANO ACTIONS CANADA PIANO KEYS

First made in 1887 — Are Standard of Quality.

Home of Sterling Piano Supplies, Noble Street, Toronto.

may be had with either

S T E R L l N G single or double valve.

The single valve action

PLAYER ACTIONS has great power and repe-

tition.

STERLING ACTIONS & KEYS, Ltd.
TORONTO - .  CANADA

The oldest piano action manufacturers in Canada.

B

—
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STANLEY PLAYER GRANDS

NOW READY FOR DELIVERY

If you are asked for the Grand Player, don't say no but write us for prices,

OUR PLAYER TRADE IS BOOMING

WHY? You ask. Well we give VALUE in every piano and
our dealers make money.

TRY OUR LINE FOR 1914, GET BIG-EYES and increase your trade

ADDRESS :

STANLEY PIANOS, TORONTO

We manufacture a complete line of

Piano Stools

and Benches

NO. 7

Catalogues Furnished on Request.

The
THOMAS ORGAN & PIANO
COMPANY
Woodstock - . Ontario

NO. 15
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C. F. GOEPEL & COMPANY

137 EAST 13 STREET SUPPLIERS OF NEW YORK
High Grade Commodities

SOLE AGENTS TO THE SOLE AGENTS

o " PIANOwoPLAYER TRADE s  Cavana

Klinke’s Wagener’s
GERMAN GERMAN
Tuning Pins w w Music Wire

Player Accessories. Felts, Cloths,

(Q)

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

Rubber Tubing, Rubber Matting  for unc lngs

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

Leather.

Imported French and German, also Domestic
Bushing Cloth Hammers,

Send inquiries, accompanied by Samples, for
Pncel. stating Quamihes rrqulred,

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

SoftYellow Poplar Veneers

FOR

CROSS BANDING

Write to

The Central Veneer Co.
HUNTINGTON
200,000 feet daily. W. Va.
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SPECIAL TO THE TRADE

This is the Season for the organization of

Boy Scout Bugle and
Drum Corps

AND

Fife and Drum Bands

We are Headquarters tor ey erything in this line,
Our new Special * Boy Scout” B Flat Bugle
is unquestionably the best value on the market,
Itis exceptionally well made, from strong, heavy
brass, not easily dinted and very easy to blow,
When ordering ask for No. 38 “Boy Scout "

B Flat Buﬂle, this name is engraved on the bell
of each instrument,

We carry only The Genuine London Made
B Flat Fifes, with one, four and six German
Silver Keys and Rings.

D Ms We make and carry in stock o very lurge
variety of both Bass and Snare Drums,
Conswlt our gencral ¢ atalogue and save money,

Whaley Royce & Co.

Limited
237 Yonge Street s TORONTO
WESTERN BRANCH :

Cor. Donald and Cumberland Streets, WINNIPEG

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

SOSS

Invisible Hinges

Most Players Have Soss Hinges

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

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

Cemn ol e P gt
“Artistouch”

“Forster Artistouch
Expression Control”

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

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

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

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

THE INVENTQR

J. Leslie Forster
680 King St. West

TORONTO - - CANADA
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In the manufacture of

Piano Hammers

AND

Piano Strings

Our Aim Is
Perfection

D. M. BEST & CO.

455 King St. West
Toronto, - Canada

Manufacturers! Dealers! Tuners
Yellow lvory Keys Made White as Snow
‘ lan's Patent Ivory P olish * will do it. Samples
s mI $1 (dollar size will whiten four sets of
keys).  For further particulars write 1

HENRY CAPLAN 49 Sherman Ave,, Jersey Cnly N.J.,USA

(Patented 1904)

of Highest Grade

Canadian Agents for Rudolf

Bookl&eeplng
Geise's German Music Wire

by Mnchmery

A large

Toronto Piano String

Manufacturing Company

is the best investment

122 Adelaide St. West Toronto
Phone Main 5848

Umted Typewrller Co. See the
Limited Adding Typewriter
7 and 9 Adelaide St. E. in Toronto
Everywhere in Canada

Computing f
Typewriter
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HERE'S A NEW ONE

Quartered Oak
Double Doors
Nickel Plated Hinges
Top 17x17

Suitable for

Columbia Jewel

or any of the

Hard to beat as a combination.

Victor I. to VI

. Ready for Shipment about
Llne May 1st.
No. 68
L4 . L . .
Newbigging Cabinet Co., Limited
. L
Hamilton, . . Ontario
FOR FOR
Edison Amberola V., VI. e i 3
& VIl Spec:allsts Edison Amberola V., & VI
IN
Phonograph
AND
Player Roll
Cabinets
N Capacity 90 Record. NC";;“"O' 10 Records
0. 57—0ak 0. a
No. 58—Dark Malmﬂany

No. 60—Dark Mahogany
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Hidden Treasures |

IN the days of good Queen Bess when might was right and {
commercial industries were subject to the whims and ‘ ,

vagaries of ruling powers, men devoted their lives to the

search of hidden treasures—mythical stores of prescious

metals and stones, few of which were ever discovered.

In this day and age of industrial activity— the “reign of brain" as one might say— business-
men the world over are still conducting the same search for hidden treasures to swell their
dividends—undiscovered avenues of profits and expansion, awaiting the magic touch of

commercial cultivation,

Such a hidden treasure to the average musical instrument merchant is the band instrument

business in Canada.  Some merchants will devote time and

attention to the sale of violins
and pianos and music rolls, while two or three or four hundred dollars worth of band
mstrument business slips through their fingers into the offers of a Mail Order | {ouse or
some active foreign agent,

We have had called to our attention in the last few days no less than ten new bands
Just organized, all of which will necessarily buy instruments to the extent of $100

to $500, or 600, During the next two or three months this field will be

particularly active and profitable 1o progressive merchants who go 4/ (er i, and
with any such we will be glad
to co-operate, keep them in

touch with prospects and help

them in closing big deals,

If you are interested in **hidden
treasures" write for our Band Instrument
Catalogue with special dealers’ prices and
any information we may have asto bands

organizing or expanding in your territory

’

.0 o
- l Mlsiek SONSCO
ZRS. &§ LIMITED,

R R B L //l“ 145 Yowce Sr YORONTO
Zall |||||l|||||l|l||||||||||||||||||
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Credits in the Piano Trade,
greatest problems that constantly face the
this or any othe
I8 1 relation to the granting of credits
of the problem is materially aceentuated during a trad
period sueh as Canada has heen experiencing for th
past cight or nine months

With orders coming in almost faster than they ean
e filled, the manufacturer

NE of the

pramo manufacturer of

IS tempted to 1ot aceounts
slip past that he knows are accompanied by long chanees
He takes the ehance on the strength of the ready demand
and that Again
when business is loss buoyant and orders loss plentiful,
o take unwise chanees in order to keep

the dealer’s paper will prove good

heis tempted
volume up,

It is doubttul if there
in which the

is any other line of husiness
will  grant mug
nanimons credits to capitalloss dealers as will Piano mann

manufacturers stieh

facturers, Individual members have from time to tim
advocated the adoption of some kind of a eredit sehedule
that would be consistent and satisfactory.  The adoption
of sueh a sehedule, it is contended, would henefit hoth
dealer and  mannfacturer, and wonld prevent the un
fairness to the short term buyer that he is subjected to
in competition with the Joss substantiol man, but who is in
receipt of eredit considerations that give him the
sources of the manufacturer to fing

With retailers uniting

“on,

moa movement to get larger
cash payments and manufacturers adopting uniform and
reasonable eredit terms, the piano trade would he pe
lieved of a source of loss that in the aggregate must pe
present immense sums of money

Better Methods Needed,

!N a long letter discnssing piano conditions and piano

eredits, an American dealer covers many points that
are of similar interest in Canada Referving to the nesd
of hetter selling methods, he scores the manufacturers
for their unwise idiness to grant eredits w here eredits
should ot he granted, and where the
manufacturer in no other line
the piano manutaetuy
“1don’t see why s

wholesaler  or
would take the risks that
The correspondent SAVS
»manufacturers will permit theiy
pianos to be sold for Jusi any old price the dealer can
get out of them., The greatest trouble | see with the
manufacturers is that they all want too much husiness,

does,

They are willing
they can get the Dusiness ; they are willing to sell or
consign their pianos to any one who can put out u few
cach year and the more the dealer sells, whether his salos
are good or not, the hetter they like him; but, of course,
they like him to make In my opinion, the
time is not far distant, when there will he fewer mana

to employ any kind of salesmen Just so

good sules

Tacturers, fewer dealers,  Then It will mean a closer rela
tion of manufacturers, » closer relation of denler: and a
closer relation of manufacturer and his dealer, Take

the HJority of manufacturers to-day and see what re
gurd they have for th dealer, none whate only for
the money they can get out of them vach year, and if a
new dealer starts up o tervitory where g piano has
Feen handled for a few years and says, ‘1 will take fif'ty
of your pianos the fiest year and enter into a contract
to that effect.”  Now, if the manutacturer has only heen
getting twenty-five op thirty Aaroin that terri
tory, see how quickly he changes the agencies, although,
the old dealer has been paying cash, and doing a good
lonorable, ¢leg legitimate business while the new man
wWill buy on four, vight and twelve months time with the
privilege of renewing. A good cash aceount traded for
aeredit aceount, with the expectation of getting a greater
volume of husiness,
make the ehange
even though he o

sales o

and the manufacturer js cager to
get the volume of the present t* e,
s several thousand dollars in (he
of a few years

W wouldn’t it he better 1o manufacture  one
thousand pianos per year and have a net profit of only
#1020 piano, than to manufacture two or three thousand
pianos and take up a bunch of notes from dealers who
will never he in a position to meet them ; then on top of
it all, take, as collateral, o bunch of piano paper or
leases which will pay out in four, five or six years, if the
piano is kept, and the people live and have no had Iuek !
In the meantime, the dealer has gotten so hard up that
the ageney of the piano is changed, and, as a final result,
the net profit for the year will he reduced to three or
four dollars a piano. A hird in the hand is worth two
or even three in the hush.’ **

conrse

Walnut for Piano and Phonograph Cases.

lNI)I(X\'I‘IiL\'.\' that black walnut is to re ume its right-
ful place among domestic consumers of hardwoods
and to he properly featured in the manufacture of fur.

e
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nitare, interior finish and othe uportant lines have
recalled the fact that the music trades have always been
strongly in favor of the use of the wood says the ** Hard
wod Record,”

Many piano manufucturers have continued to give
prowanence to cases made of that kind of material, even
though they knew that 1l pranos would have to mak

their way by sheer eanty and in spite of lack of aceor

With their surroundings of hons finishing and furniture
The

helped the use of durk woods of all kinds and has made

vogne of carly English and mission styles however,

1 easier to maintain the use of walnut in that husiness

It is also said that th talking wachine manufactur
and that they

ave planning to feature it with mihogany and oak in the

ersare admivers and supporters of watlnut

production of their
Player Rolls in Public Library.

Ml SIC dealers of St. Louis have had put up to them

THNES

a possibility of perforated yolls being placed in
the city’s public libeary for v culation, just as hooks
are cireulated among the library patrons Presto’
publishes interviews with me nhers  of plano  row,"’
whose opinions are expressed as follows

It would be a good ides and a liberal movement for
spreading musical education

e trouhl
want some popular picee like *
and ther
sieh rolls in the library

would be that wonld
Too Much Mustard® when

wonld Iw

great CVErY O

1 would come out only a few of

‘Naturally, a public library is designed to meet the
needs of the masses vather than the classes, and 1 he
lieve the masses would demand the popular music,  How

ever, I believe the music dealers Wil help supply the de
partment. if it is started.””

One dealer who said that he would
tions if the roll department were started thonght
the public libeary, with its necessarily small stock
find it hard to supply the demands

“They would even find that people would often
mand a certain make roll for some one sel

make contribn
nsie

would

tion, as the

‘Sextet From Lucia,’ I said, “hecanse volls of  the
varions makes have a different interpretation for the
musie, just as every player inte rprets each picce aceord

g to his own personality.  But if the department conld

be started, it would help the musical tastes of the com

munity,’
Another deale that the people
player pianos the mor standard and classic musie they

said long:

own
buy for them, because they quickly tire of heaving the
latest vags played on them
the
thirteen

When we sell o player

pano, if buyer takes twenty-five polls he usually

selects rag not aannee

Iy

helieve

pieees, including th
But cach time
wets o larger
that at the
for the

nimbhbers that he comes back he s

proportion of standard musie |

public library the most of the calls would In

sonatas and other standard music
Why Do People Put Off Buying Pianos?

CHICAGO prize the
Planation of why people proceastinate in the pur

firm offered a for hest ox

chase of a piano.  The prize was won by the wife of a
“I’I'O'NIH_”

and salesmen of this « nntry,

police sergeant whose letter, as published in

will interest retailors as it
embodies just such eon

fronted with

problems as they ap
The letter follows:

daily
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I answering vour question I ocan teathfully Sl

that T bhelieve there are three reasons vhy people put off
gething a rano.
No. L—The fact that very fow have the ready

cashoon hand and they keep thinking that som day they
A salesman ealls and

1

Will have it, and then by ong

talks piannos and for o day or two # person thinks of

and then it slips their memory and then it is forgotten
until another salesman from som other house calls
But the main thing is the money. They haven’t the
cash, and reasons No. 2 and 3 wWill tell you, as far as |
know, why peaple hate o huy on ting

*No. 2—Lots ol people would buy Plano on timg
bt ave under the tmpression that while paying for it
the interest inereases and the result is they figure they
are paying more than the piano is worth and that is
Why they think we onght to wait mtil they can pay cash
and save their interest W T have talked to seversl
sitleswen and they all tried to sell me a piano. 1 have
noticed that they all say to buy on time it you can't
pay cash, but not one of them ever m ntion the interest
Now, can that interest I Climinated ! And if 1 am
wrong ahout the interest Part of it can’t yvour sales

e mention it and explain all about it ?

tulked with several people and 1
They want o prano and think
IS not complete, hut haven’t the
and don’t

I have this

got
answer from nearly all

every home without on

money to pay cash want to buy one on

account of the enormons interost charged and some Sy

they ar got out of work
behind and they might

lose the money paid and also the

afraid if they had sickness or
the piano payiment wonld got
piano,
0. 3—Just as soon us a Prano salesman calls and

tries to sell u piano people hegin to wonder right away
What friend sent him, and some people won't even talk
to the id they
are the ones to puy both the salesman and the friend’s
Then, no matter how hard that man tries,

e can never sell » piano to

man about 4 piano heeanse they are afr,
cotmmission
anyone who gets that idea
about a friend getting commission.  And some salesmen

make a big mistake by calling and trying to sell a piano

in the evening unless told to do so by the woman. e
canse most women think that the salesman takes it for
granted that the wman of the hous will he home in the

evening and would rather do business with him, hut if
the truth were known g Woman is responsible for 4 piano
Feing in the house

But all women aw

eptical about the commission

Now the above three veasons, | think, are the wain ones
I have talked
with friends and from their conversation | have an ideg
I think this wonld induee

wWhy most people put off huying piano

which might appenl to you

prople to huy pianos
“Suppose you give a piano away free to the person

landing you the lnrgest number of names and addresses
of people who do not own i
enter the contest as possible and, of
handed to you hy the

perty

Plano,  Get gs many to

course, all names
contestants wonld he your pro
Give the winner the piano, then get in touch with
the people whose names wore turned in, explain to them
where you got their names, and also that there is no one
getting $20 or $30 commission on the deal, and 1T have
no doubt but what you will sell many pianos and haye
And we all know that
customer is the hest kind of advertising, "

satisfied enstomers to deal with

i satisfied




CANADIAN NUSIC TRADES JOURNAL

A Double Barreled Player Piano

The
Sherlock-Manning

20th CENTURY
PLAYER PIANO

is double barreled.

It appeals to the people who want
a good player that is reasonable in

price.

It attracts the people who want a
reasonable priced player that is abso
lutely first-class

Style 120. Player Piano

The Success of the
Sherlock-Manning Players and Pianos

may be traced to the fact that they filled a distinct niche.

The Sherlock - Manning 20th The Sherlock - Manning 20th

Centur
Century y

is really moderate in price, and really
as you know is really first class. builds up the most desirable trade for

a dealer,
You, as a progressive dealer, face an entirely different problem from the problem of a few years ago.
Y ou must win —and hold public confidence

You must push aside the old selling scheme of getting as high a price as possible for an instrument bought
for as low a price as possible.

You must adopt the 20th Century selling scheme.

The Selling of Satisfaction

The most tremendous power in the world to-day is Public Opinion.

The Sherlock Manning Players and Pianos have won the confidence of the purchasing public who look
for honest value, and that is how we have been able to increase the output in the piano department alone |50
per cent. in eighteen months,

There is something about the Sher There is an inherent straightforward-
lock-Manning that inspires confidence ness about the Sherloc k-Manning propo-
sition as a whole, which carries convic
nat, tion.
We want your business. Let us prove to you that we ought to have it.

WRITE TO-DAY—NOW
THE

SHERLOCK - MANNING PIANO COMPANY

LONDON (NO STREET ADDRESS NECESSARY) CANADA

“—'
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Handling Lumber,

TIII'I ceonomical handling of luwmber is an important

item in the manufacture of pianos, A writer in
The Furniture Manufacturer, dealing with this subjeet,
siuys that one of the best deviees he has seen for handling
lumb = into a hox or flat car consists of an upright of
hardwood about three by six inches in size, at the top
end of which are attached two hooks set at an angle,
which are thrown over the edge of the roof of a box car,
or over the top of a car stake, About twelve inches apart
al
ternate eye-rings the two supports of a steel arm about
two and one-hall’ feet long, terminating in a roughened
point, fit.  The horizontal portion of the arm terminates
in a hook which fits into one eve-ving, while the hraeo

on the flat side of the piece are set eye-rings.  Int

of the arm fits into a sccond eyering below,  This arm
can instantly be slipped out or sed o higher eye
rvings, as the load of lumber is inereased in height.  The
arm is not construeted exactly horizontal, but at a slight
angle, so that its weight throws it out at right angles
with the car.  In use, a board about one-third of its
length from the man handling it, is lifted on the end
of the arm, and the other end pushed forward onto a
flat car or across the regulation roller into box car door,
This pushes it avound nearly parallel to the When
the hoard is released the arm drops back into position at
vight angles with the ear. It is helieved that with one
of these rigs one man ean handle more lumber off o

wagon, lorry or truek than two men can handle with
out its use.

Consider the Tuner,

HERE are those who maintain that the work of the
plano tuner is as important as that of the maker of
the instrument or the performer thereon,  Certainly
without the tuner there could he no piano industry, He
m-vupivs # most inportant position as the connecting
link between the public and the vetailer or manufacturer
In his particular position he has vast opportunity to
foster and encourage loyalty on the part of families
toward the particular instruments they use, and  his
power is just as great to undermine a family’s confi
dence in their instrament and to make them dissatistiod
and consequently antagonistic to the maker and the

retailer from whom it was purchased.

The importance of the tuner and his work is not
always realized by the retailer.  He goes about his work
quietly and effectively, and the very nature of his duties
does not bring him to the front, and he may scarcely he
known outside of his own cirele of friends. Some deal
ers have a wholly inadequate conception of his field,
e is no me evil or hill of ex-
pense.  He is the one man that can eause the instra
ment to give satisfactory service year in and year out.
It should he every dealer’s poliey to endeavor to keep in
service the pianos sold by them.  The deterioration of
tone so often complained of may not he the fault of the
instrument, but the result of lack of care. At one time
people did not realize that pianos required tuning three
or four times a year. The retailers did not tell them so.
They were too anxious to close a sale and pass on to the
next one to hother with so nuimportant a detail as tun-
ing. The progressive dealer now s the tuner’s work
from a different perspective. e realizes that a piano
always in tune and with the improved tone that should

Ljunet or necess;
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follow its careful use, is a part of his husiness asset.
In short, it is good will, and the good will of all his
customers is very desivahle

A tuner of gentlemanly bearing and irreproachable
character, in addition to his ability to do his work
thoroughly, can do so much for the house employing

him that his work should be made as pleasant as pos
sible. He should be made to feel that he is such an
integral part of the industry that |
pride in his work, and feel encouraged to suggest to the
owners of the instruments he may  tune those little
points of care and treatment that add so much to the
life and satisfaction of the instrament,

e will have a real

Some Player Piano Don'ts,
l\ selling player pianos a great many salesmen play
too mueh,™ declares Mr. I’ E. Conroy in a talk for
salesmen that appeared in **The Player Piano Journal,”
He then gave the following **don'ts’"
“Don’t play a piano or player to show your skill,
and work your fingers on a player as little as possible,
“Don’t show a player piano with the panel out, as
customers will look at the wh ete, and forget the
tone, 1t is too unsightly
“Don’t show a player piano with the sliding door
open, as customers are watehing the paper going through,
and lose the effeet you want to produce, The operation
of the paper going through and the mechanism can all
he explained hefore or after if necessary, hut you want
complete attention when you are playing,

s

“Don’t play anything they ask for unless you are
conversant with it, but always play something you know
and which you are positive will please them.

“Don’t always believe customers when they tell you
they “are just looking and wonld not buy to-day any
way,” but talk just as carnestly and tey to sell them then
and there

“Don’t let a customer leave without getting  his
name and address, if possible.  Every house has a follow-
up system which should vary according to each individual

CAse,

“Don’t try to close a sale until the proper time, and
don’t talk too much, as sometimes salesmen talk people
out of buying.  When your argument has reached the
proper focus always look your customer squarely in the
k in the most natural way possible if you
can send it out to-day or to-morrow.

“Always get your first payment, or all the cash,
hefore you go away from the piano. 1 have seen many
sales lost by people changing their minds while the pa-
pers were heing made out. Always get the money first,
and make out the papers afterwards,”

eves and

T. J. Barton & Son, the well known music house of
Brantford, Ont., are enthusiastic dealers in Columbia
lines.  This department of the business is the hobby of
Mr. Ed. Barton, and one that he most suecessfully rides
When calling on Musie Supply Co., of Toronto, recently,
he commented on the prestige given a retail piano house
hy the phonograph department, where a few VOArs ago a
retailer endangered his local reputation by countenane-
ing them in the store. Mr. Barton anticipates a con-
tinuance of spring business that has opened up very
satisfactorily,

T p——
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SOMETHING ABOUT LIENS.
‘‘Do liens require to be registered to make them valid?"’

HE above question, asked by a subseriber, opens up

1 subject that is of vital importance to all retailers

making instalment sales. 1t is a stuhjeet also, on which

the average business man is but meagerly informed, and

inquiry leads to the convietion that, exeept in special

cases, the retailer is ““going it Wlind’" in respect 1o his
liens,

The custom of selling musical nstrwments, agrieul
tural implements, houselold furniture and sewing nia
chines under lien agreements is @ common one all over
Canada, and it is this instalment method of doing husi
at makes many of the s
Each Provinee has its own special legislation cover
ing ““lien notes,” ** Conditional Agreements,”” **hive
ceipts, "t or whatever it is desired to eall these contracts
In the first place these conditional sales give the pur
chaser possession but not ownership, until the full pay
ments agreed upon are made.  The sales are binding
and enforced by common law, and there have heon Judg
ments to establish the law as defining that the vondi
tional agreement is a bona fide sale and the purchaser
cannot shirk respotisibility, even by returning the article
or goods in question,

les possible,

Neither can he legally sell such
article or articles, and the oviginal unpaid seller could
recover the goods from the third person

The special legislation  enaeted by the different
Provinees is in every ease designated to proteet the sel
ler, and in some cases to proteet innocent third parties,
cither purchasers or chattel Mortgagees,

In Ontario it is not necessary to register a lien note
to make it legal, but for the security of the he '
should be registered in the office of the County Court
within ten days of the execation of the rrecment, just
as a chattel mortgage would he regist «l, which must
he registered within five days.

Formerly Ontario legislation required that the lien
note taken for houschold furniture he registered  to
make it valid, but this obligation was removed by
amendment of 1911

However, for the vendor's own protection, he should
vegister the lien note, as stated, unless at the time the
sale is made the name and address of the owner or seller
of the article is printed, painted, engraved, steneiled or
stamped, or otherwise attached to the article

In Quebee Provinees these lien notes do not require
to he registered, There heing no such thing as a chattel
mortgage in Quebee law, the ownership of the goods
could not pass from the unpaid seller in this way, and
aceording to common law a sale to a third person would
be null and void, while the third person would have to

an

sold

give up possession of goods on which a lien note had
heen given, even though ignorant of the existence of steh
lien note.  He would have redress in the cour gainst

a person thus making the illegal sale,

All the Provinces except Quebec, as above stated,
and Manitoba, require that these lien agreements  he
registered, under certain cireumstances to protect the
vendor against “subsequent purchasers or nmortgagees
without notice in good faith.”’

In Alberta and Saskatehewan a *“lien note’ op “eon-
ditional sale’ or “hire agreement” op whatever it is
desired to eall the instrument, must he registered within
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30 days from delivery of the article
the seller

or goods to protect
This must be at the office of the Registration
Clerk for Chattel Mortgages in the Registration distriet
e which the purchaser resides, or where th
delivered. I8 the goods are afterwards removed to an
other Registeation Distriet, o new
quired o be made within 60 days

In New Brunswick it is required that a copy of the
lien note be filed in the office of the Registry of Dewds
within ten days of the delivery of the article or articles
in the distriet where delivery is made. 1t
quired that the seller's name he printe
the articles in question.

In Saskatchewan, as in Ontario, it is Unneeessary to
register the agreement if the article is marked with the
name and address of the owner or seller, provided he
has o permanent place of business within the Provinee
where | ion may he given voneerning the liahility
still existing at any time on any specifie contraet,

In British Columbia it is necessary to file the note
within twenty-one days to protect the seller agninst
subsequent purehasers and mortgagees, bt it is not ne
cessary that the seller’s name he attached to the chattel

In Manitoba the name of the seller upon the
protects him without the necessity of
agrecment,

In the event of a lien note not being paid at ma
turity, the seller, who is still the gal owner of the
goods in question, may sue on the not and failing to
colleet, seize the chattels,  In this connection it is well
to observe that force must not he used the possessor
of the goods resists, and incidentally
could be made the subject of some interesting experi
ences.  Not long sinee a earter was instrocted to eall
at a certain address for u piano on which payments
were incomplete at maturity.  Iis vinging the door hell
heing unanswered, he opened the door and walked in
There seemed to be no one about, so he removed the
piano without question.  is cmployer wondered if he
would he charged with theft, it he
threatened.

gonds are

Registration is re

is also

or stimped upon

article

registering the

OSSUSSIONS

WAS never even

It is a common mistake that the insertion in the
ditional agreement ™ or **lien note.”" of a elanse giving
the vendor the right to hrenk open doors and loeks,
actually make it legal for such to he done.  Criminal
acts cannot be made legal.  Where the POSSESSOr resists,
the goods must be secured by an “action of replevin,*?

When an article is repossessed  hecanse
and again sold, the orviginal contract is dissolved, hut
if the agreement provides that the first purchaser shall
he responsible for the balance, if any remain after re
selling, he may he sued for the halanee,

of arrears

Advertise and the world huys of you;
Renig, and you need o loan

If you never tell what you have to sell
You'll have troubles all your own,

A local band was one day playing at Dumfernline,
when an old weaver came up and asked the handmastor
what that was they were playing. ““That is the *Death
of Nelson,” ™ solemnly replied the handmaster, Ay,
man,”" remarked the weaver, ve ha'e given him an
awfu’ death.”

—‘—
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\
BOOKKEEPING FOR THE MUSIC DEALER. s |
5 - |
Article I s 3 ;‘_
‘ § &
Written for Canadian Musie Trades Jonrnal z & | 8
& H
Continued from February issne a T
Tllll Journal day book, as posted in Hlustration No 4
= s one in which a record of facts is fiest made = .
and s therefore called a book of original enfry Sueh &
are the only ones admitted as evidenee in a court of b
law, and for that reason, as well as for other reasons - R
TAs most important that there must be no erasures in ¥ <
them,  Any corrections necessary should be made in s s
stieh away as not to obliterate the first ontry u » _

Having made an analysis of the records of notes B o wl s -
give afts p ong or ¢ o T8 g = ®©4
given and deafts put throngh, for th posting ol the s K| il |
journal day book, the next step s to record them in =] - "l
the bill book. Thix is spoken of as an auxiliary hook, 2 g AN

: - 1O
becanse while it is a record of faets, yet from it no = @ S
" o | i
5 y - IR My .
ILLUSTRATION NO. 2 Sy B8l Tin
@ o, = wan zis
Cash Cashin till at 1 67 £2 oun( . = o ®
Proprictor Stocktaking Feb, 16, 1914 Ty 2 awy g B | Jedy
Bank Cash in bank at 617 14 = pady | +% = R
Proprietor Stocktaking Feb. 15, 1914 017 42 s et
Mddse Stock on hand at 4607 55 ol B 424
Proprietor Stocktaking 4607 54 44 | us{
Bills Receivable Notes and acceptances 1040 00 (Y} "
Proprietor Not matured Feb, 15, 1914 1040 00 8 E
Thos. Smith 315 0v ] =
R. F. Brown 3 3
Peter Long ! — |
Mrs. A. B. Shortt 3 c &
Wm. Robinson B ;‘
- £ & | gz 2
1040 00 s 8 | =.,§ ‘
—_— <
Real Estate Store  valuation t v
Proprietor “eh. 15, 1914 3450 00 | =
]
Fixtures Horses, harness, store | 911 10 K £ & o5
Piopristor fixtures, ete, 01l 10 % . % -
\. Hall Amount owing 22 13 s Pz & g=t
Proprictor Feb. 15, 1914 22 16 3 g8 £ b
B. McCall 37 40 & LI 2 | &8
Proprictor do 37 40 2 $ 3';: g | "_ .
C. Davis 06 10 2 g€ ;jf S8
Proprietor do 66 10 Fd o
D. Hayes 14 45 == Eds 5 §53
Proprietor do 14 45 - Eg,
Proprietor Amount of drafts ) g = 5%
Maple & Beaver accepted and not 2410 70 ¥ s $ ! -

Piano Co, Matured Feb. 15, 1914 2410 70 ol £8 sEnfe 2 | gy

Proprietor i Ba (ddd o N | «58%
Blank Talking Ma do 320 45 = E= £ - 2 w5b=
chine Co 320 45 > - 2 ” 58t
Proprietor 61 30 et = -« 2SS
City Mus, Pub, Co do 61 30 3} s Ba z il
Proprietor 17 10 w 2 &9 '
Round & Co. do n7 10 Bl b ¢ |BEu"E @ $ \
Ete Ete A RE4 |VpExZ ! g \
e ahie - g°w wr 3 .¢ = £
o A= | g‘—'-«.x & a
posting is done. The hill book enables the proprictor = swEyig = e
¥ 4 =V H
or the hookkeeper to see a ¢ mplete deseription of "“‘ﬁ-ﬂz £
cither hills receivable or payable with the minimum bof Aaded %
amount of trouble. Ilustration No. 3 shows the five L= Aad »
" g 4 : z ceb8E
entries entered in hills receivable, while the four bills a= |4:;;;
! . . v | s
payable are shown in Hlustration No. 4, the last two
colimns in hoth ex r left for completion at the £
- 5
due date of the notes To complete the posting, the é
amounts in Ilustration No. 2 must bhe transferred to <
their respective accounts in the ledger.” The result of
the stock-taking will be shown in the proprietor’s ae¢ v
. . £z - b | \
count. which would appear as shown in Hlustration s 2y 48 s 8
). 2 K] z 3
v e

When the other entries are posted in the ledger in oN | = W oN o

the same way as shown in the proprietor’s account, Ilustration No. 3, Ulustration No, 4,

R R R RRRRRRRRDRDRDRDDDm=
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DR. PROPRIETOR, cR
1914 Foho 1914 E Folio
Feb, | 15 | Maple & Reaver Piano Co. 2 2,410 |70 | Feb, |15 Cash ' 4 6y
Blank T, M. Co. 2 20 | 45 Rank ! 617 42
City Mus. Pub, Co, 2 61 3o Mdse. $ 4607 53
! Round & Co. 2 ur e Bills Receivable | 1040
Bank 2 300 Real Estate ' a5
| Sundry Parties 2 74 | 6o Fixtures 1 9 10
Capital 2 500 A. Hall 2 2 a3
B. McCall 2 37 4
C. Davies 2 66 10
D, Hayes 2 ' |as
3784 15
Present worth (In Red ink) ‘ 7028 by
10,812 Ky 1914 10,812 84
== Feb. 15 —_—— =
For'd (net worthat stocktaking ) 7,028 69

Hiustration No. g,

the total of all the debit bhalanees should agree to g
cent, with the total of the eredit halances, for s wis
stated in a foregoing paragraph, there must he some
aceount credited for every other account debited, |f
these totals agree, the work thus is proven: il they do
not agree the work must he gone over again 1o deteet
the error,

Now, the proprictor knows exactly how he stands
financially, and is in a position 1o continue his buyis

and selling.  During the day, particnlarly when husy,

JOURNAL DAY BOOK

Forward
Round & Co's invoice

Foliofl13,616/14 1301614

Mdse.

200
of 23rd March, gave
Bills payable note @ 60 days | 200
Cash yment on I 25|
G. Mann of $140 due- $25 | 25
Cash R. F. Brown's 28500
note due Apl. 13 J
Bills receivable prepaid | | 28500

llustration No. 6,

he will likely jot down in pencil the particulars of cach
transaction temporarily, and then in the evening or
during some other spare hour make the nec SSATY
tries in the books. In future records, the same prin-
ciple of cach transaction affeeting two accounts, holds
wood.  When %200 worth of goods are purchased, giv
ing a note or aceepting a draft in payment, debit mer-
chandise and eredit bills payable. 1f A 1all pays $2
on his account, debit cash and erodit A, Hall.  Before
maturity, R. F. Brown’s note of $285.00 is paid, then
debit cash and credit bills receivable, ete., ete, The
Journal day book would show the three foregoing
transactions, as in Hlusteation 6.

Discoloration of Piano Keys.
Tll IS is a phase of the piano husiness that most dealers
have had to contend wi a0 at some time in their
history.  Some dealers have had frequent complaints of
key discoloration, and others may never have had a com-
plaint, but there is no assurance that they will not at
some time,

A New York piano manufacturer recently
to this subject says:—The
having a lot of trouble with pink piano keys, and we
think it would he a good idea if you wounld eall attention
to the fact that this trouble is caused becanse some piano
manufacturers do not shellac the hottom of their key-

referring
piano trade in general is

boards and hardly any of the stool manufacturers shella
the hottom of their stools,  The consequence is that the
stuin comes off i the performer shonld in any way get
his fingers under the stool or under the keyhoard, o,
of course, the stain is carvied to the keys and diseolors
the keys so that they have to he replaced in most coases
St is getting to be a sevious matter, In talking with
the head of one of the largest key manutacturers he told
me that they were getting complaints from all over. |
noticed this trouble on my last trip, and in tryving to find
a reason for it diseovered that it was due to the stain.'

Night Work in Piano Selling.

SIC\'I‘IH.\I, piano men talking over varions phases of

the teade drifted into an argument relative to the
necessity of doing night work, and this in turn hrought
up the subject of honse to house canvassing.  ““In my
early days,”” said one of the group, “‘my day was as long
as 1 could find anyone to talk pianos to, hut |
changed my idens. 1t isn't ned ary to either go out
ringing door hells, or to spend ey ry night of the week
chasing ‘prospects.”  In fact, it isn’t necessary to spend
every other night and, unless hy special appointment, my
day ends at six o'clock.”

have

A younger member of the party disagreed with the
speaker, ow that you have your husiness established
it is not necessary for You to hunt for husiness like |
have to do,” said he. ““If 1 did not et out nights and
canvass | eould soon close up. Piano husiness with me
is no drop-in trade. Suecessful people in other lines are
the men who go out after husiness, and in many
like the piano husiness, the only time some people can
be seen is at night. 1 still helieve we have to work at
nights, and we in the cities have to ring door hells,””

One of the party, whose place of husiness was in a
small town, from which he worked the surrounding
country for twenty wmi in every direetion, advanced
the placing of instruments on approval as the partienlar
business tactics that he ohjected to, “Peddling,” he
termed the custom, and he deseribed it as the * poorest
kind of salesmanship.””  “Why should any  home  he
made a present of a valuable instrument for a month or
two?”" he demanded. “If T am solicited hy an automo-
bile salesman, T am not given a machine on approval,
On the other hand my cheque goes over the counter he-
fore I can take the car from the garage. Why can’t we
get a little nearver to that idea of business in selling
pianos?”  “Yes, why?" echoed the others present as
the party broke up.

lines,

_;
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The Band Instrument Trade.

WHI THER the vetuil mnsic dealers ave sharing in the

hand teade or not vests Lavgely with thenmselves

and whether they are or not the faet remmins that this

husiness is growing at « remarkahly encouraging rate

Public opinion is o great factor: it is the Faetor that is
responsible for » ge percentage of growth in band
trade.  Public opinion in Canada geadually  ovolved

from hostility towards hand organizations 1o indifforene
and from indifference to admiration and even o nthusiasm
and consequently bands are heing organized with gireaten
than There plentitul
supply of matervial from which skillod players may I

s myears gone hy IS o mor

evolved and it is mueh casior 1o seeure an appropriation

rom municipal funds

The public hand concerts in large contres are o fixed
nstitution and smaller places have taken their ene fron
the Jarge. The oceasional public coneerts that were one
given through the courtesy of the handsmen. have i
veloped into coneerts on fixed dates, and for which the
preople pay in their taxes.  The musicians ar being 1
conipensed as they should by

In all the growth and development of hands  and
hand business, it is interesting to see wher the retail
music dealers stand. Some of them stand in suel, g
nificent isolation so far as band husiness is coneerned
that they scarcely know whether the town has & band
or not

While the bandsman  dealey may have advantages

over the dealer who is not a bandsman, it does not tol

low that the dealer must he literally in the hand to hielp

it along or secure some of the husiness There ar
small goods dealers with exeellont orchestra players®
connection, who do not play in the orchestea They
take an interest, however, and enltivate the acquaint

ance of individual members, and are alw; s alert to give
to the members of the orehestra colleetively and

individually—at

ROV
a profit

Band business need not interfor with the dealers

offorts in piano selling it he is in the plano business
Fhere arve times when he has not a ‘prospect ™ in sight
and it he goes ona still-hant for piano prospects, he may
as well have an ear open for hand business. The s ts

man who goes after deer will not fox if
comes within gunshot, and neither need the piano man

pass by hand business profit

overlook a

In spite of unfavorahl
reports concerning hand teadi
an unusual

conditions in wmany lines

this season have note of optimism

Sheet and Book Music.
NFAVORABLE as many of the

existing conditions

in the sheet music trade ave, there is g deeided
trend toward better times.  There soom to have come
an - awakening to the fact that the business  had

descended to a level so far down that it could get no
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and that the only alternative was improvement
retailers in Canada have gradually adopted the atti
it et of Great
and  have en honestly  en

e Tack of knowledge, the
lealers in smaller contres, and more par
direet,
makes it diffienlt for the legitimate retailer to reconeile

that the Tmperial Copyy Britain

applies 1o this country,

deavoring to live up to it

competition «

tewlarly the competition of toachers huying

limsell to conditions as they
Probably  th

retailing

exist

hurdensome load in sheet and
Faet that
Institutions, convents and even private individuals buy
direet the

quantities of reprints that llu

most

hook s is the teachers, musieal

from Amervican publishers  sueh immense

dealer must not handl

hecamse

o being copyright infringements
While at th time it

to advocate an organization of vetailers and wholesalers

present may not he opportiun

ol sheet music in Canada to press the elaims of this
1 thie It appears that this would e
al thing to do when Canada e

Government

IS new
In the meantime action of the Govern
ment is heing looked forward to, while the de
to he ridieuled hy
madl varions reprints that the dealer dare not handle

copy
tight legislation

ers con

tini customers who can secure hy

Sheet Music Trade from a Dealer's Viewpoint.
dealer

N many vespeets the problems of the sheet music

e Canada ave identical with those of the dealer in
Engls The following letter by a dealer, which ap
the “*Music Trade Review™ of London, will
he vead with interest by sheet music men of Canada :
This which the all
doin the business, and endeavoring
The present
valuable  copy
been allowed to pass into the hands of news
agents in the form of cheap books; and dealers naturally
hesitate their stock of musie,
wWhich often hecomes useless after th lapse of a

ind

peared in

is o sub,

minds  of

oreupies
thinking men

to pay their way and inerease their profits

condition of things is

unsatistactory ;

vights have

hefore inereasing sheet
few
months

To those who carry heavy stocks the question of

huying is a problem requiring much serious thought and

caretul consideration.  Over-production has mueh to
answer for. Lurge sums of money are spent in adver
tising and paying royalties to tey and popularize works
which in many instances are quite unworthy  of the
artistes who sing them.  Hundreds of songs come into
heing in the conrse of a year, and for every one that
lives ninety-nine ave failures, and so the pile of useloss
paper continues to grow on the shelves of the unhappy
dealer who tries to keep abreast of the times.  Should
the dealer he an ‘luhx'nmnu man and push the sales,

heis penalized for his pains and industry, as the
antiquated system of on-and-off Journey

present
terms prevents
hime replenishing his stock, unless he is prepared to pay
an in
Travellers” visits ave necessary for the purpose of
colleeting accounts and introducing new works Their
the teade throughout the country is also
buyer, and their experience often of great
This, however, is no reason why the dealer should

ased price

knowledge of
useful to the
villne
lose his profits hetween jonrneys

Every  progressive

man who earries an np-to-date stock and buys all heé re
quires when the traveller ealls, should he allowed to
provided,

repeat any of the goods on the same terms,
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suy. ot Jess than four copies of one piece are ordered
Things gradually moving in this  direction, and
several good houses have already adopted the system
with mueh suecess

“Reforms are necded in the rank-and-file of the deal
ers before things can Le put on o satistactory and sound
financial footing.  The eutting of prices and large dis
counts are burning questions which vequir
vestigation.

close in

S When one considers that, on an ay
of the profits go to clear overhead e o
or nothing left as things stand at present
\ hook marked 2. 6d
13 (s 8d I the dealer is inoa position to by
77615 he gains, say, another 2d., reducing the price to
Is. 6d.: add 25 per cont. to this (the cost of overhiead
charges), and you bring the price up to Te. 1000l When
this hook is sold to the public at a discount of 24 in th
shilling, the margin of actual profit is 200 o 1 g teneher
buys it, and veceives a discount of 3 in the shilling
the actual profit is wil.  What about soiled and
copies, and loss of interest on aceumulated stock !
are hard facts which have to be fuced, and where reform
is not only ded,, bt

“The Music Trades' Association by their strenuous
work and untiving offorts, are doing wuch to minimize
many of the existing evils, and large sections of 1l
trade have already dervived immense henefits, especially
e some centres. 1 all the dealers thronghout the conn
try would only vally round. and sink their own petty
differences and opinio they  would discover
punacea for many of th ills, and eventually o lasting
and permanent eure,”

On Importing Merchandise.

CCASTONALLY a rvetailer of small goods hocones
imhned with the idea that he ean with profit pass
over the head of the johher and import direct.  Suel
dealers, it advised by this publication not 1o do it,
would no doubt eredit the adviee to interested persons
and pay no attention to it Against the supposed suving
of the jobber's profit there arve disadvantages, very

terinl to the vetailers’ interests and costly
For the henefit of other dealers the experienee ad
opinion of one man is here outlined,
is tersely expressed in the words i

‘_'.'»|..| cent
s, there s litth
rexample

net s purehased at o discount of

lhese

absolutely essentinl

SO01

ma

1l whose opinion
i when

the  first
Tohad to place sueh Targe orders 1o
secure favorable prices and favorahle freight vates that
I hought far beyond my needs. This not only tid up
an unprofitable amount of capital, but loaded me up with
goods that deteriorated.  For instance, many of our lines
here are highly polished. and it is well known that such
soon take on a dulled or shopworn appearanee that |
have no way of removing,

to his suceess in importing,  **In
osaid e,

plac

but that the large or whole
sale importer can remedy at a very small cost
S Again, there is always some little repair
It seems that no matter how rigid the
factory

required
inspection at the
is, there is always some little defoet that slips
through, or that may he developed in transit
department to take these, hut the large importer has
“When I got the importing idea in my head T did not
weigh the respective advantages and disadvantages of
ordering a year's supply of varions lines,  As | sitidd,
goods kept in the store too long take on a shopworn ap

I have no
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the
only be had when constantly turning over stoek, that is

and store loses that freshness which can

huying more frequently and in smaller quantities
The sum total of my importing experienee s that
the jobber n

only gets my business, hut wy sympathy
I have great vespeet for the serviee he renders us in
seouring the markets of Europe to gather up various
that with the
standing of his own house behind them, in Just  the
quamtities T need, and at less cost than 1 could huy my
self As 1 said hefore

lines of merehandise he delivers to

again.”’

What If

AT G every dealer in pianos, musieal instenments

never

or unusieal werchandise, should seleet o connter

of sheet music of fifty numbers, seh

them himsell to
suit his own taste and display them avtistieally in his
store

What it every

musie: o

atron of that store had any use for

doover the counter and its offerings, aml
asked the merehant’s opinion of the muombers thepe
What it some one wrote a good song, o really good
song, and advertised it in the teade Journals
Would the sheet wusic business pay the dealer, the
publisher, the journal, and the authors

What if—it should, it wonld, I quite a husiness
Prosto
Retailers and Mechanical Instrument Copyright in

England,
From the Phono Record of London
A RECENT case in the Tower Bridge Police Court
stuggests the possibility that retailers of dises and
other means of mechanical insteament reproduction may
not he fully alive to the conditions of the Copyright Aet,
which came into for
larly surprising, for hy
iy

ast year. Nor is this partien
general consent the Aet, which
the vesult of an attempt 1o
Please everybody, is so complicated that. as a matter of
Faet, it pleases nohody

referred to,

he said to have

In the ease one of the companies 1
presenting a large group of publishers and composers,

by nae the Mechani

al Copyright Licences Co., hrought
an action in respeet of five copyright dises which had
heen hought at a retail estabilishment withont hearing
stamps to show that the necesss

upon them

'y royaltios had heen paid
It was stated for the defendant that the
dises bad been purehased by T with the
the vendor that all copyright requirements had been ful
filled.  The magistra however, imposed a fine of 10,
with 5 guineas cost, and further ordored that all dises
of the pieees complained of which were found in the de
fendant s possession, should be forthwith destroyed,
With this decision Lefore him, it will

assurance of

he seen how
nocessary it s for the retailor to gunrd himself
possible

from

un
What is his position?  Under
the Copyright Aet he may find himself summarily pro
coeded inst. mot for having made the dise which is
the suby of infringement, bt for selling it or even
offering it for sale, e may he liable to a fine not ex
coeding 40s, for every copy dealt with, but not exceeding
£50'in respeet of the same transaction.
second or subsequent offence he is liahle
with or without hard Tabour for
two months,

serious loss in consequence of dealing  in
stimped copyright dises

In the case of a

to imprisonment
aterm not exeeeding

—;
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Ty be said that this is a matter i which the re
tailer could reasonahly expect to be protected by the
manutaeturer, bt it owust he romembored  that i Hl
manufacturer seeks 1o ovade his Jogal responsibility
1oas wot likely that he will put his mame and address
upon his productions vonsequently. procecdings have
o be taken against the only available person, and that

5 the retailer ME reputable: manufacturers no doul 1
are complying with the terms of the Aet. but ther anr
Weare atraid, always some hlack sheep in every fold
How, then, is a vetailer 1o giard himsell against snel
A proseeution as is outlined ahoye It would seem th
hest way is to distingnish between copyright amd non
copyright work, and in the former cos to stoek only
such dises, ete, which bear th royalty stawmp. 10 gy
such dises or rvolls are supplicd to him unstamped, |

should satisty himself by an ey through the vendor
that they ave not subject to roxalty

The manufacturer can v ryowell dook after himsell
Iis to the vetailer wi wonld give a word of warning
and adviee, which we think for 1 is own sake he will do

well to regard

BIRCH AND MAPLE IN MUSICAL INSTRUMENTS,
A expert of the forest serviee in the | nited States
Mr, . Maxwell, has given ont Some interesting infor
mation relative to the use of certain eommur 1l woods
from which are taken these oxe pIs concerning the uses
of bireh and maple in musical instruments
Its heauty, strength

i rigidity have made sweet
bireh prominent as a mat vial in the manutacture of
wusical instruments,  Its heauty, howeyer is considered
oftener than its other propertics, for it is usually th
outside wood.  In some cases, however its other prop
erties commend it, such as for prmo hammers, feame
work of pianos and piano players and pipes for organs
\most every kind of musical nstrument in which wood
is used has deawn upon sweet hireh for material,  Sp
cial mention might be made of gnitars mandolins, han
Jos and violins.  Such instraments show the wood most

frequently in the necks, although th mandolin is often
made of bireh and some light r-colored wood in altey
nate strips. . Dram makers hend a broad, thin hand of
bireh for the shell of this instrume ntoand in harps it is
often the frame, and is chosen for its rigidity,  In o
chestrions or large music hoxes, and when employed

for cases of pianos and plano players, and for

m
cases and musical cabinets its appearance is the chiof

considertion.  Piano stools and benehes are articles n
Which the fine qualities of well s leeted hiveh are seen
to advantag

The most difficult problom which th varly sawmill
man had to solve was to prevent birel lumber  from
warping.  Few woods hehave worse when attempts ar
made to season it in the old way.  The only process
known by the rural millman years ago was to pile his
birch and upon it stack thousands of feet of other
lumber. If he suceeeded in superimposing weight sufti
cient to hold the hirch straight it slowly seasoned and
gave no further trouble.  Modern mills using improved
meth
Bireh is believed to have heen the first wood employed

s have no especial diffienlty in seasoning hireh

as an imitation of mahogany in this country, but the
exact date is uncertain
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Violins were not abundant in this country in carly
times, but they wep oceasionally made, and the wma

tevial was largely figured maple. The makers of those

INStruments constantly kept ehoie maple in stock, air

drying it during several voars

\ Jarge use of maple wood for furnitur . musical in
Struments and interior house finish is due to » pleasing
wrowth ealled “hirds-eye,” which adds mueh 1o the
beauty of the wood when highly polished and curefully
matched, The most probable explanation of this figure
Is that it is due 1o buds which for some reason cannot
toree their way through the bark, hut remain Just I
neath it year after year during long periods

The young wood is disturhed cach stieeeeding sean
sou by the presence of the had and grows around it in
fantastic forms, When sueh o tree is converted into

lumber the saw cuts throngh i abnormal growths,

exposing the crumpled odges of the tilted  annual
rmgs. Curly and wavy maple are aecidental forms
which frequently ocenr and are highly prized hy furni
ture makers and other manufacturers of high-class
commanditios

When sugae maple is made the outside, visible wood
of pianos, bird's-eve or eurly growth is  generally

ted. Maple is rarely finishod to imitate any other
wood. The hied 's-ex maple is frequently seen in violin
sides and in other small instruments, bhut the culy or
wavy growth is usually p

wrred where the sur
an be displayed to better
advantage than th hird'scexve. Though oceasionally

exposed is small, beeause it «

accorded a prominent place as an outside wood in the

making of musical instruments maple is oftener hidden

within,  In piano construction it goes into the action
parts, the hridges and pin planks

Player pianos nearly always use some maple, It is
often found in banjos, guitars, mandoling and in music
hoxes and talking machines, Its use in musie cabinets,

ks, and in piano stools and henehes perhaps should
be disted as furniture,  The hoops of deums and the
shells also are frequently maple. Young growth, called
.

ond growth hy some manufacturers, is prefopred
for drnm hoops hecause it he nds more readily than old
wood. Some of the hest seloctod hird's-exe and eurly
maple is seen in expensive harps.
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ISR et reony SETEISHI o oy Sty iy

B Cltise. My Soul, Thy God Direets Thee Anth Waords
Pl N Darhy. Musde by Oharles B, Wheeter, F OG0 Whaley, Royer
& Co. Limited, Taront
Lucia By Dan. H. Caslar
Rube Bennett's Rogeedy Rag By Rube Bennett
Hummoer March TwoStep. By Harry J. 1
Al fureh TwoSten. By Hurry

At Twilight.''  Waltzes, Ry Harry J
rekses Reverie  Serenad By Harry

g the Gold (Basy form arrang

Words and Music by Louise 1

I Love the Ladies Words by Grant Clarke.  Music by
Danegal Ba Words by Joan €. Havezr, Musie by Honry

Blame Tt on the Blues."" (A Weary Blue). By Chas, 1

Dreams Words by Edgar Allan Woolf, Music by
Mackny Words by Stanley Murphy.  Music by
1 ary You're n Little Bit 014 Fashioned Words by

Marion Sunshine
e, G Willie Had a Motor Boat."'  (Putt-Putt-Putt-Putt). Words
by Stanley Murphy

S T ———
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2806 0o Mon Pays, Mes Atours Paroles de |
Hunore Frechette Wor Mereior. ) Moriier. Quidig
L, Phe G T'rail Mook ). Edward Camphll

Winnipeg.  (Interd

URATE, Words by Grant Clurke and Edgar
Lawhiv, ~ Music by

2R wine 1 Duet: Martin and Harry
(From the i by William Le Bavon. Music by Robert
Howd Howers

SR Boulevard Martin, Mars, Awne and Choros From

The Beantion™" ) Wards by Willinm Lo Taron. Music by Robort nod

Bowers

FNADL e Spain. ' Peincipals.  (From CThe Beauties' ) Word
by William Le War Music by Robert Hood Bowers

i \ The Beantie

LRI g
Words by Willinm L
2R

LY m Lon, d Musie by Aniee Tor

g
2RANT, P, The Benutiv
Waords by Wilti Bowers
SRG01, T wnlar
1 Music by Jdack Welis and

28502
Alfred Beyan
SHAOE. Theongh the Ficlds,
(Musie ). Whaley
The Mysterious
o Devil i H

0. Forsyth, O
Toronto

Wards by Grant

Own Hom

32, ' He
Clarke wnd Trving Berlin, - Music by Trving Berlin
20, CKewpie Doll. " Wards by Edward Madden.  Misie s

Al und Melville Morris,

[ Inoa Rose Gueden.'' Words by George Allen.  Music by
Fdward (. Nomix

4 Brazitinn Beaution.' By M. Kay e (Munic)

g Rone Bud, Rose Bud."*  (In My Little e hed), Wards
by Wi derome,  Musie by Bert Grant
o her, Stop thet Tango Wards by Joe Young and

UK inth
Hurry Williams,

hon  Tango  Huskin'  Bow Wards by Jo

Lu527 tthat Rew
Young and Harry Willinms,  Musie by Hort Grant

o ho High Lifo Rng'' “(Music).  Frank L, Nokes, Win
nipeg, Manitoba, 12th Mareh, 1914, (Interim Copy vigh
URGIE CL'm Makin' for Mavon in Georgin, . Words and Music
Kalmar
W They Don't Mesitate Any Mare Words by Bert Kal
ar’ Loslie.  Music by Hurey Puck
) ngo! Whait Have You Done to Mo Wards and Music
by Bert Kalmar
25 Nometime Words by Seymour Brown

Musie by An
USA, 2

Remiek & Compuny, New York

Friodund. Jevome
Mareh, 1914

1 For You (Medinm Key).  Words by John Harwood
Musie by Louis Merkel
4. “Wonderful Inle of Drenms. Words and Music by Mauds
‘
545, O, Mister Irond Man, Won't You Toke Mo Buck to
Alwbam 1 W by Stanley Murphy.  Music by Honry 1 Murshall
PLETH is Ojon Negeon," (o Your Wiaek Eyes). By Luis G
Flor
KO4T. CHappiness”' (A Hesitation Waltz), By CO Hess
(Music)
URGAR. When the Angelus ix Ringing Words by Jos Young
Music by Bert Grant !
KAA0. A Litthe More Pepper.' One or Two Step or Tango, Iy
Linealn
500 T Drewms ut Sunset Hesitation Walte. By ¥, H. Loy
CAngel Whispers Keverie Transeription, By Harry J
Why Did You Want to Leave Words and Muxic
e Kubil derome H. Remick & Company, New York, N Y

Here's w Girlie."  English words by B, A
an Briquet and Adalf Philipp,
Intermeszo Orientale, 1y
O Words and Musie by Tom Lyls
ngs By Richard A, Whiting
Words by Gux Kihn,  Music by

Oliver G Walluee

Eghort Van
Hours of Happi
& Company, New

dust 0 Moment,*
ove's Hesitation,'
Genest

Margaret Foy, Jerome
st March, 1914

¥ Eghert Vin Alstyne
Muurice K. Marks. Music

o Walte, By
ok, N.Y., U8

(Hesitation). iy
Words by

That things are often a whole ot worse than they
appear at fiest sight was demonstrated by a story told
hy Senator Heney Lippitt, of Rhode Island, ut
hanquet,

Some time sinee, aceording to the Senator, a man
wearing an ex edingly  thoughtful expression, entered
the office of a lawyer,

S Mr. Smith,”” said he, addressing the legal light, ““can
I bring suit against & man for calling me a rhinoceros?*

“You certainly can,” was the prompt reply of the
lawyer. ““When did he call you a rhinoceros?"’

“Let me see,”” reflocted the client, ‘It
Years ago last August,”’

“Three years ago!" exclaimed the astonished lawyer,
“And you are just thinki g of hringing suit 2"

“Yes, sir,” answered the client. “Yon see, it is this
way: I never saw a rhinoceros until yesterday.,”

at a e

was three
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NO SUBSTITUTE FOR BRAINS IN PLAYER
SELLING.

By Alexander McDonald, in The Player Piano Journal.

T

ot he

ainsaid there s a serious need for im

provement inretail player salesmanship, 1t is o
subject that deserves the careful consideration of the
manufacturer, the dealer and the salesman himself, Bt
Imust also be coneeded that there is no offhand solu
tion.  From time to time there seems to run through the

trade a current of ideas that it is alleged will solve all
the difficultios of the player salesmen Usually it is
warning not to do this or that.  Just at present it is
the fashion to say that the trouble with the player sules
man is that he plays too many rolls.  The natural in
ference that arises being that if the sulesman played
fewer rolls he would sell more players, Presumably, this
argument is based on the theory that the average sales
man plays a player so poorly that the less he plays the
less likely he is to queer the sale, Careying this to its
logical conelusion, if the salesman did not play at all, he
might sell a still larger mumber of players,

The weakness of this whole argument lies in its in
definiteness,  ow many rolls does a salesman have to
play to come under the definition of **too many " Shall
we say two or two hundred are too many ! 1t is not so
much a guestion of how many rolls are played as it is the
way in which they are played.  There is the test of player
salesmanship.  The number of volls must depend largely
upon the idiosynerasios of the eustomer and the condi
tions under which a sale is heing made

I have known sales to e made with the playing of
one roll, and 1 have known other instances where it
required the playing of a dozen or fifteen rolls, and in
one or two instances, where the purchasers knew what
they wanted, T have known the
playing any rolls at all.

Certainly 1 would rather see o salesman play rolls,
thereby demonstrating the use and purpose of the player,
than to have him take ont the front panel and endeavor
to talk about single and double primaries, when usually
he does not know what a primary looks like or what it
is for,

sule to be made without

What the Salesman Must Know.

There are two things a salesman must know He
must know his goods, and then know how to present them
to his customer.  The method of presentation must, of
necessity, vary with the temperament of the individual
customer,

As 1o the number of rolls to he played, that the sales
man must determine in each individual ense, Rolls
should he played to demonstrate the different musi-al
possibilities of the player, therefore, enough rolls should
be used to accomplish this. 1f you tell 4 man you ean
pick out any note in the hass and accent it with any
desired degree of emphasis, then you should have a roll
to demonstrate that point. Generally speaking, it is not
necessary to play any roll through : play just enongh to
demonstrate the point to he illustrated.  This, however,
is subject to the attitude of the customer. You might
happen to strike a roll he was particularly fond of, and
then it would be good policy to play it through, possibly
more than once.  This is a matter of judgment for the
salesman.  There is no substitute for brains. Rules and
regulations can never take the place of intelligence and

.




o Solo-Artist Records
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HAND-PLAYED MUSIC
FOR PLAYER PIANOS

Comprise all that can be had in player piano music. Sold
only under contract to retail at established prices—no price
cutting to interfere with retailers’ profits.
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SOLO-ARTIST RECORDS are so arranged that the tempo or time s cut in the

record.  Mechanical playing or wrong time is impossible, The operator cannot go
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wrong, and yet is not prevented from playing according to his own interpretation il Fe
wishes,

SOLO-ARTIST RECOR DS are the only hand played music made in Canada, provided
with side perforations which operate the Solodont or melody accenting device, There are

also perforations to automatically operate the sustaining pedal,

SOLO-ARTIST RECORDS ALSO HAVE AN ESPECIAL VALUE
\\

in demonstrating the player piano. They will bring out all
the capabilities of the instrument and ensure that favorable
first impression so necessary in convincing a “prospect.”
To give your customer that best service, through which you
can get all the possibilities out of the player music depart-
ment, you require

SOLO-ARTIST RECORDS

MANUFACTURED BY
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intelleet.  1f & man is so lncking in brains or intelligence
that he cannot adjust his selling ideas to suit  the
variable temperaments of customers, then he is no sales
man, and no amount of guidance can wake him one

In the player trade we are not suffering from u lack
of intelligence among our salesmen, 1t is the failure to
apply intelligence to player selling that is the diffieulty
Most salesmen fail to vealize the essential difference b
tween piano and roselling.  They fail to take cog
mizanee of the difference in point of contaet between the
Two instruments,

The Piano a Standard Article,

A piano has become a standard article of home fur
nishing the same as chairs, tubles, pictures, ote.  No
home is completely furnished w ithout it. A very large
pereentage of those who huy pranos cannot play, and do
not expect to get any direct henefit from having an in
strament, 1t is merely that they want their homes to I
furnished completely, A piano is o sign of prosperity,
or its absence is an indieation of inability to purchase,
and it is essential to keep ap the front

Another point is that pianos ave sold on talk alon
You can make any kind of elaim for the cheapest pinnog
and there is no way' 1o disprove it. It is this fact that
has enabled unserupulous dealers to obtain exorbitaut
prices for pianos of mediocre quality.

The Player a Specialty.

With the player it is altogether different, 1t is not
an article of standard home equipment. 1t is specialty,
and must be sold as o specialty. A man must first he
convineed that g player is what he wants, and then he
must be convineed that your player is the t for him
to buy.  You cannot do this with talk and claims, The
good points of a player can he demonstrated and fulse
claims can be exposed. Henee o man to sell players must
know players, and know all about them, not only the line
he is selling, hat al) other makes of players.  As an
illustration, | stopped in a retail wareroom in Pittshurg
a short time ago, and fell into conversation with a man
Who has a wide reputation as a salesman, He told me
about a case that he had handled that day in which the
customer had heen very muel impressed with his player,
especially the tone of the Piano. “But,” vemarked the
customer, I was in New York last weck and dropped in
to see the ——— and they have an aceenting deviee
that 1 like very wuel, " The salesman was nonplussed.
He did not know cnough ahout the to know what
this accenting deviee i, Instead of his having the
advantage of the customer by & superior knowledge of
players, the situation was reversed—the enstomer knew
things that he did not.  How, then, could he expeet a
buyer to e guided W himin the selection of an instru-
ment?  What is the peal function of the salesman from
the customer’s viewpoint?  To give expert advice on
a subject about which he is supposed to he thoronghly
informed and of which the buyer knows less than the
silesman,

It is said that Buying is the ¢limax of Confidence, "
IT this be true no man can sell an article to another un.
less he ean inspire in that other a feeling of confidence-
vonfidence in his honesty of purpose and his superior
knowledge of the goods that are the subject of harter,

In piano selling this hecomes 1y rgely a matter of talk,
That is, you make a claim for your piano and you do not

e
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have to give an ocular demonsteation of it,  Nor can the
opposing s

esiman disprove your statement.

With the player it is quite a different proposition

What you say about player must Iy proven,
A Case in Point,

To quote from an articl entitled “*Selling Goods
With What They Can Do, from the new ** Library of
Business 1"y Tissued by the publishers of NSy
tem, ™ which every piano dealer, salesman and manu
facturer could read with a deal of profit to himself

“When I go in to sell one of these husiness deviees |
am hable to wmeet g cold-blooded, hard-faced man-—a
man who thinks in fignres, Those figures are based on

serviee,  1e has hought labor, in som: ises, from th
time he was able to work himselt.  He does not eare
whether a givl, for instanee, who is to do his folding is
tall, or little, or hig, or this or that nationality. But
she must he able to fold, day in and day out, a
mumber of sheets, and do it acenrately ™’

“When this same man buys a husin

8 deviee he does
not care about the inventor’s pet point. He does not care
whether results are secured by a wheel, an axle, a wedge,
lever or an inelined plane,  All that he cares about is the
that the machine will render, He wants to know
that it will do so mueh work day in and day out, faith
‘ully and surely, and do it hetter than any other machin
there is on the market That is his greatest interest,’

" On this basis 1 sell. 1 do not talk the machine; that
15 merely the instrument by which he gots results. |
talk serviee; he cares about that, | arrange my talking
points so as to play up the service the deviee will give,
and 1 translate every argnment into terms of serviee,
I 1 can convinee the prospect that we were selling him
better serviee than any one else can offer, I get the ordor
The number of parts in the machine, how they work,
what the price is, are all minor matters when compared
with what the deviee will do. Service is what the buyer
wants, and service is what he will pi

“In the manufacture and sule of motor tracks, as
an instance, the customer is not buying a four-whe |
vehicle of a certain weight and equipment, and with a
specified engine to dpive it. Tle is buying the serviee
the vehicle will vender, The customer asks what
chine will do the hest work at the least cost, as viewed
from his particular requirements,’’

Service the Selling Point,

s the real selling point of a player
piano. The viee it will give: the se rvice being trans.
lated into pleasure and enjoyment, Tt is essential, there.
fore, for the salesman to know just what can be done
with the player and its expression devices,. What is the
Themodist ! What does the Phrasing Lever accomplish ¢
What is the funetion of the Acsolo Buttons? [Unloss the
salesman knows how is e going to impart the informa.
tion to the customer, Al this means study and applica-
tion.  But, if we want to get anywhere in this world
We must expect to study and to apply ourselves. Tt is
platitudinous to say that no man ean stand still; he
must progress or he will retrogress. Yot it is g platitude
that too many men fail to heed,

We live in the greatest plensure-loving age in the
history of the world, and never hefore was wealth so
widely diffused ; never v there so many people who can
afford to gratify their desire for pleasure, 1t is up to

(Continued on page 47)

This expres
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8 SPECIALTIES THAT -

SELL ON SIGHT—

Union Specialties
double the range

_

UNION

of your customers Soups hes

machines. Nickel. o
oxidized
400

UNION
Needle Box for
Edison
Machine, any
finish, so cents

ERE are eight profitable

specialties that will sell

to your customers on sight.

UNION No.1, for Edison , Why? Because
a

Gold Plated, $» 50
Nickel or oxidized, $2 so.

NOTICE:

UN]O Talking Machine ;\“ o
SPECIALTIES

U.S. list prices quoted here
Duty extra in Canada UNION
Modifier

for Edison

Machines

meet a long-felt demand ) (open)

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

UNION No 2 plays Edison records on a Victor
UNION No. 3 plays Edison records on a

Columbia.

Gold Plated
UNION Modifiers enable the owner of any $1.50. Nickel nrl
machine to get exactly the tone desired, using a oxidized, $1.00

loud needle  UNION Modifiers are a big aid in
selling new machines.

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

T Mtk o NEW ILLUSTRATED FOLDERS IN COLOR
:J:";’",’".‘,L\:(‘.’,i‘{ ";s Write for your copies to-day and see for yourself how

these handsome folders with full illustrations will interest
your customers and make profits for you,

Ynion o, 5 o The Union Specialty & Plating Co. gl
Nickel, ocidisad 58.00 409 Prospect Ave., N.W., Cleveland, Ohio, U.S.A. Machines
i s S —— DISTRIBUTORS

W. Doherty Piano & Organ Co., Ltd.
Calgary, Alberta and 324 Donald Street, Winnipeg
Fletcher Brothers, Ltd.

633 Granville Street, Vancouver, B. C.
Gerhard Heintzman, Ltd.
41 43 Queen St., West, Toronto, Can.
Layton Bros,
550 St. Catherine St. W., Montreal, Can

C. Robataille, "
320 Rue St. Joseph, Quebec. - At Pending i
%
Pat. No 770

l ( Modifier for
Columbia
‘ Machines
S ———
——

UNION No. 1 (shown in use with UNION

Pat Ponting USUAL DISCOUNT TO DEALERS i Sound Box in upper left-hand corne
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The State of Trade,
USINESS in this heaneh of the music industries con
tinues good, and, Judging from reports, the volume
for March was greater than for any previous Marel,
Financial conditions that haye heen unfavorable to piano
selling seem to have had the opposite effect on the talk
ing machine business, and thepe
this department full credit for
expenses of their stores sinee the heginning of the year,
Whether normal financial conditions wonld have pe
sulted in o greater inerease in the demand no one offers
an opinion; but if so, there would be a great shortage
of goods. Up to the, present the hig problem at the fae

tories has heen to get the orders filled,

The high class musical events so numerous in the
large centres during the season, and the improvement in
quality and frequency of musical events in smaller
centres, have heen contributing factors to talking wa-
chine development, and when dealers have heen ready
to take advantage of the interest erented by the local
appearance of artists, good record business has resulted,
Whether the present satisfactory trade wil] continue
into the late spring and summer, depends largely upon
the dealer,

are dealers who give
paying all the running

On Giving Recitals,

Tllla‘ readiness of people to attend talking machine

recitals during the season now drawing to a elose,
is in striking contrast to the indifference of six or seven
years ago. If people came at all it was out of curiosity
and to witness the performance of sceience, not to enjoy
a musical evening,  Then the talking machine had not
lived down the prejudice or indifference of the “hetter
people.”” and the dealey who had the temerity to give
a recital found the securing of an audience a disconrag-
ing proposition,

The readiness with which people will now aceept in
vitations to such musieal evenings shows how the talk-
ing machine has advanced as a musieal instrument, and
that people of culture and musical tastes endorse it, In
the larger centres the dealer who gives a veeital must
limit the attendance to persons receiving eard invitati
otherwise he would he unable to accommodate the

and only il feeling would result.  Persons invited to
these recitals have learned that they will not he im-
portuned to buy goods, nor even look at them, They

consequently feel free to listen and look around without
heing placed under any obligation to buy, and this is
one of the strong factors in the suecess  of o pecital,
Dealers who have not heretofore given recitals and con
template doing so, must hear this point in mind, and
strong as the temptation may be to have the salesmen
buttonhole some of the live ““prospects ** the selling must
be left for another oceasion,

That the recitals or musical evenings are valuable as
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an advertising factor there can Iy
musical programme,
a wonderful charm

no doubt, A gond
with an appreciative audience,

in dissipating  that

has

unreasonahle

prejudice still ehevished by some people toward  the
talking machine, It furtheriiore edueates the person
of a passive mind, who neither objects to the talking

machine nor has had an ambition to own one, while the
enthusiast will always hear some recopds that he
does not own and must have right away,

Know the Artists,
Wmml T some

or sh

knowledge of the

cords he sells, the
not fully equipped for his
conversant with the
and he able

artists whose re
talking machine salesman is
work. e may he thoroughly
make-up of the machines he sells
to give from memory the title of any record,
the number of which is given him, bat  that is not
enough,  Costomers are frequently interested in some
anecdote op biographical faet coneerning an artist, and
the fact that the salesman can toll them something in a
sort of incidental manner

While making a sale, is not
only appreciated, hut has the effeet of convincing the
customer that the salesman knows his husiness,

To be merely able to find the records
for is not enough, though one
alleged salesman with about this
Record huyers expect serviee, and the priees they pay
allows of service being given. Service is not merely
heing able to get the records they ask for, though this
is important, ton, S, e includes the courtesy of heing
assisted to make selections, of having one’s tastes studied
and even anticipated, so that not only are more records
sold but the enstomer js hetter served,

ks
finds an
limit of qualification,

i customer

oceasionally

Analyzing the Mailing List,

PH().\”’TI‘:I) hy something he had read in these

columns the manager of the talking machine de-
partment in a well known store stated that he under-
took to analyze the veturns from his mailing list. He
Was amazed to find that for some months several promis
mg customers had not made purchase,  He took some
of the names for personal investigation, One evening
he called at the home of the first name on the list. He
was cordially groeted and invited in to spend the even-
ing. Though he did not intend to stay more than a haif
hour, he stayed two hours, and was well repaid.  In ad-
dition to an enjoyable evening, he won back a good
customer, Through » mistake in his firm’s office the
man was hilled for an account paid, and being one of
those touchy persons he took offence. Te did not trans.
fer his trade elsewhere, hut simply  lost interest in
records.  The next day a seleeted list of new records
Was sent up, and he hought nearly all of them, He is
again a regnlar buyer,

The next Aclinquent customer seen had simply ne-
glected having his machine looked after, there heing
something wrong with the motor. e had intended hay-
ing it attended to “some day,” hut several  months
slipped by and “some day™* had not yot arrived, The
talking machine manager had the machine put in ordop
the next day, and another reclaimed customer was back
on the list.

The next delinquent was a little more difficult to
handle, Through some inadvertance his name had been
dropped from the mailing list, and the monthly supple.

D
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That Vast Army of Music
Lovers Waiting to be Told

In your own city there are countless people who love music
and yet have no way of satisfying their desire for music.
They cannot play, they cannot sing, and they enjoy good
music only at some friend’s house or at a public concert.

That is the great mass which you are not reaching unless
you are handling

Edison Phonographs

Here is a line of musical instruments upon which Thomas
A. Edison has bestowed his almost exclusive attention for
the past three years. He has made it capable of playing .
the best of the world’s music, vocal as well as instrumen-
tal. - He has given it a voice of wonderful sweetness, of
marvelous tone—a voice that brings out the myriad over-
tones in a way that makes it unique among song-reprodu-
cing instruments.

To the music-lovers of your city it will make an appeal on

a sheer basis of musical excellence. It offers you a wonder-
ful opportunity to reach thousands of homes where there
have never been prospective buyers until now.

Get in touch with the nearest jobber. Hear a recital, and
as a judge of musical instruments, draw your own conclu-
sions.

m’_\‘ 103 LAKESIDE AVENUE
a&’»m—. Orange, N.J.

INCORPORATED

T IR
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ments were not veaching him.  He did not lose his «n
thusiasm, but in some Way an opposition house secnupad
his name and was getting his teade.  In this ciuse e
simply apologized as hest he could, put the name back
on the list and left matters to adjust themselves., ** This
customer comes to us for some of his records, but where
we onee had all his trade, we now have only a 't ool
it," said the talking machine man, who then went on to
emphasize the value of the mailing list, and the neces
sity of frequently analyzing it

The Most Popular Song.
T has been stated hy Henry T, Finck,

American eritie, that in his opimon the most profit
able song ever written was “Listen to the Mocking
Bird,"" by which publishers in all parts of the world
realized $2,500,000, and which Wis
place from the composer for $35
Same puthority,
Waltz.”

The highest price ever paid for a song is the 11,200
which was paid a few Years ago at an auetion sale for the
copyright of Mascheroni’s ** For All Eternity.”  This
song then had nearly its full term of copyright to run,
and it shares with “Queen of the Earth,” the honor of
being  the  most popular  of  modern compositions
Curiously enough, ** For All Eternity” was refused hy
several publishers before a well-known firm agreed to
undertake the publishing of it, and the venture turned
out well.  The copyright of a song lasts forty-two years

“Farmer'’s Violin Tutor’ was sold for
simple though very pretty piano piece, ** Fairy Barque,”
consisting of six pages, realized $9,050—oyer $1.500 a
page. As a curious instanee of the
of the public, it is interesting to note that while this little
piano picce was sold for nearly $10,000 in 1893, the whole
of Verdi’s opera ** 11 Trovatore only reached the sum of
$2515. *For All Eternity " is 50064 of the Edison Dise
records sung by Mascheroni,
Monthly,

the well-known

have
hought in the first
And, aceording to the
$8O000 was netted from Arditi’s ** Kiss

musical peculipritios

tenor—Edison Phonograph

Treatment of a Main Spring,
N the Edison Phonograph Monthly for March appears a
reply to a retailer S query, re the main spring.  As the
information given applies with cqual pertinency to any
make, it is here reproduced for the benefit of the
nal’s readers. The question was,

Jour-
“What is the proper

treatment for the main spring of an  Edison phono-
graph !’
The main spring of a phonograph supplies the neces-

sary power for driving the record and is one of the most
simple ways of storing energy, Although it may  he
wound up almost any way, there is only one way which
gives the best results, both from the standpoint of re.
production and preserving the life of the spring.

In winding the spring, turn slowly (about as fast as
You would ordinarly count) do not wind it too tight, as
by over-winding, yon are liahle to canse the following
injuries

(a) Break the spring.

(h) Break one of the hooks to which it is fastened,
(¢) Force the lubrication, which is necessary, out from
hetween leaves of spring, therehy causing chugging,

Overwinding a spring while phonograph is playing
will change the piteh of reproduction,

_;
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The spring acts most efficiently

when it is not quite
fully wound,

as then the lubrication is well distributed
between leaves : and when well Tubricated, it will unwind
most freely, having the least friction to overcome, We
recommend that the spring he allowed to run down when
through playing phonograph, and when phonograph is
again 1o be played, it should be wound as stated above,
and then given a fow turns hetween the
cach record

It is not advisahle

reproduction of

to wind the spring during the pe-
production of a pecord, By doing so, it will often cause
change of pitel.  On phonographs having spring only
strong enough to reproduce one record with one complete
winding, the spring should be wound after reproduction
of each record,

Should phonograph set in a cold place or room, always
allow it to run down completely when through playing, as
cold will ehill the steel of which the spring is wade, and
at times cause it to break.

A spring, if handled as alveady mentioned and given
proper attention such as lubrication, ete., w il perform its
duty and last a lifetime

Get the Habit,

UCCESS is a habit,

some habits,
with you,

Every man, and particularly the young man, should
get the suceess habit, The right w to acquire it is to
vling steadfastly to “very: purpose formulated and every
task attempted unti) Yoware suceessful. Do this in little
things as well as in hig.

If you make up your mind to cateh the 845 train,
cateh it.  If you determine to learn a poem by heart,
learn it. 11 you lay your plans to get acertain position,
get it. 17 yon say that you will complete a certain Joh
hefore you go home at night, complete i,

In this way you will get the habit of sueceeding in all
things which you undertake, and when the hig thing
comes along you will not only tackle it with determina-
tion and enthusiasm, hut You will know hefore you hegin
that you are going to accomplish it,

I you let the train g0 and take a later one, if you get
tired of chasing after the position you want and Jet some-
body else get it, or, You say that to-morrow will do Just
as well, and fail to finish the task which you set for your-
self, you will get the failure habit,—

Wearing of Needle Disc Records,
A CORRESPONDENT in “The Piano Trade’ makes
the following observations concerning a very perti-
nent topic,

Why do needle dise records wear quicker at the ont-
side edge? Why does this wearing zone extend ahout
Yi-inch from the edge and then leave off more or less
abruptly 2 The answer given by most authorities is that
the outer edge of a dise record, travelling faster than the
inner parts, causes more friction bhetween needle and
record, and therefore quicker wears,  But is this the trne
explanation ! Suppose a 12-inch dise wears for 1y-ineh
inside the outer edge, and from this point is more or loss
free from wear, then, according to the above explanation,
a 10-inch dise, on which the recording commences well
inside the inner limit of the wearing zone of a 12-ineh
dise, should not wear at the commencement at all, In

It is not so casy to acquire as
but when you onee get ity it will stay
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THE VITAPHONE |

Ready for the Tango

VITAPHONE TYPE 28

Retails at $28 !

Equipped with Baby ““Music Master”

Horn $10.00 extra
Golden Oak, beautifully finished.
Motor can be wound while playing.

Plays any disc record,

Needle or sapphire.

S,
THE NEW VITAPHONE IDEA ‘

gives you another cinch on the dance trade that is going to
be a live proposition right through the spring and summer.
The Vitaphone is the one ideal instrument to furnish the
music,

Vitaphone No. 28 equipped with horn is still the little
easily transported instrument, but the big sound is still big-
ger for special dance occasions. Remove the horn and it
again becomes a cabinet machine so much demanded for
home use.

THE VITAPHO!

The results are nccomplished with the folle
. THE WOOD ARM-No other material is so re-

sonant as properly treated wood. Like the violin it im-

{ MEANS LIFELIKE SOUND

ng Vitaphone features

proves with age
4. REPRODUCING DEVICE—The Vitaphone re.
TATIONARY SOUND BOX—Rigidly fixed to producing device with solid wood vibrating arm, has
supporting frame, made of few and simple parts, per the indefinable quality of allowing only the musical
mitting use of tension spring to maintain the necessary tones to pass to the diaphragm.  The Vitaphone plays
pressure to hold the stylus in the record. every make of disc record, sharp and clear, without

surface noise or nasal twang.

{. PLAYS ALL DISC RECORDS Neither time,
tools, nor ingenuity are required to change from one
kind of ricord to the other simply alter the position of
the diaphragm spring, place the needle or jewel in the
needle arm and the operation is complete.

Canadian Vitaphone Company

LIMITED
W. R. FOSDICK, . General Manager

156-160 John St. - TORONTO, Can.
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other words, i it is the speed of surface which causes the
wear, and taking a 12-inch dise as onr erit
surface speed of a 10-ineh dise is nowhe
cause the quick we
hecause this wear

fion, then the
Fast enongh to
s noticeable at the edge of the 12-ineh,
m the 124ineh does not extend up to the
2me where the speed corresponds to that of the outer wdge
of a 1Wineh dise, | hope this is clear, Then again o
would think that a record would wear in evenly dimini
shing extent from start to finish it the speed was really
the true explanation.  But it does not, as | have L1
venture to offer another explanation of this wear at the
commencement of vecords.  To my mind it is due almost
entively to the faulty nature of even the hest needles
Th I believe, are more or less rough as turned out hy
the makers, and this roughness is polished off on this part
of the dise.  As one might ex
is completed somewlhat rapidly, and
ruptly, which explains why the torn-up surface at the
commencement of a record which has heen played many
times, always leaves off more suddenly than would he tle
case it speed of surface caused the wear. Also, why do
10-ineh, 12-ineh or L3 ineh dises all weanr ahout Y yineh
from outside edge, quite irvespective of surface speed. It
may be that the needles, if not rough to start with, do not
fit the recording groove correetly, but get ground to cor
rect shape after playing a ve ry short time. 1 give this
explanation for what it is worth, as 1 have not experi
mented yet in order to prove the correctuess or otherwise
of my iden. 1 helieve if every user of a needle dise
machine were to lot the needle vest on the hlank edge of
the record for a fow seconds while it is revolving, hefore
pushing it over on to the commencement of the recording,
he would lengthen the life of the edge of his record con-
siderably.  This would smoothen the needle and prevent
its tearing up the outside margins of the recorded part

t, the polishing Process
more or less ah-

""APPROVAL" PLAN IN BBLLING RECORDS,

From the Player Piano Journal,

NY man who serionsly studies his talking machinge
business comes qui IV to realize that after the
machine has been sold and the novelty hegins to wear
off, extra efforts must he put forth to keep machine
owners as regular buyers of records, In the first flush
of enthusiasm it is cusy to sell records to the new ma-
chine owner, e cagerly looks forward to the opening
day for the new record After awhile he becomes more
discriminating. A vecord must be particularly good to
strike his faney and he no longer hurries in on the
opening day to hear the new ones,

Various plans have heen worked, such as special
letters, post cards, ote., but no plan is so effective for
forcing the sale of records as sending them out on
approval,

Of course, this is not to he done indiscriminately,
ivery dealer has a goodly number of people on his list
who are well-to-do, can afford to buy if they want,
Strangely enough the people who can afford to buy are
the hardest to reach. They do not come to the store with
the same freedom as that class of people who buy the
cheaper records.  On the other hand, if they want
thing they will buy it. The difficulty is to get your
goods before them.

There is a talking machine man
city who has a list of people of this

in a neighhoring
class to whom he
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has made Dimself rsoually known.,  On - Saturday
morning he calls upa certain number of these

and offers to send them o s

prople

on ol records over Sun
ivered on Saturday after
In every vase u cortain

hais
noon and called for on Monday
mumber of the records ar

day. These records e
retained, thas making sales
without a wreat deal of ffort to prople who would not
by otherwise,  n addition 1o this the man is establish
ing a reputation for conurtesy and seeviee that will he an
asset of ever-inereasing value

This man also finds the approval method a good way
e
approval selections a cortain
number of the current Ceutonts,” and in this way
keeps that portion of his stock down. e finds, too, that
people who decline to purchase u certain class of vecord,
grand opera for instanee,
chine,

to dispose of vecords that hayve proven slow sellers,
always ineludes in fhese

when they first buy their ma
will subsequently purchase them very readily
After a machine has heen out for awhile the taste of the
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Figure

owner changes—hie hecomes musically educated, and he
will buy records then that ie did not care
the time of the original purchase,

for at all at

Nearly all goods that are sold
through a forced market.

in volume are sold
Some inducement must he
offered to the buyer, Department stores depend upon
bargains.  Records on approval is the talking machine
dealer’s method of forcing the market,

One important detail that has a good deal to do with
the suceess or failure of this aproval plan is the method
of keeping track of such records and sales.  Records of
such transactions must he kept in sueh a manner as to
obviate any possibility of the slightest controversy with
the buyer and to make sure that every record not pe.
turned is properly charged,

Herewith is shown a form in use by an Indianapolis
concern that takes care of this detail in o simple and
very effective manner,

Figure 1 shows the method of charging out the re-
cords. This form is in duplicate, the carbon copy being

e
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o‘wﬁ MUSIC SUPPLY CO.

J 36 WELLINGTON STREET EAST

TORONTO - CANADA

We now have the finest wholesale talking
machine warehouse in Canada, the lar!resl
stock and most efficient organization. We
carry everything in the COLUMBIA CATA- ‘
LOGUE and can always fill your orders

immediately.

Have you investigated the COLUMBIA
proposition ? The investment is small; turn-
over quick, frequent and continuous— the
profits cumulative. Our selling help is an
asset for the dealer.  All enquiries are re-
ferred to our nearest agency.

The COLUMBIA is the easiest line in
the world to sell, and anyone to whom you
sell a Grafonola talks Grafonola, and you
couldn’t keep him from talking Grafonola
if you wanted to

COLUMBIA RECORDS outwear any
other needle disc record made, and musically
they are without a peer.

We are Ontario Agents for Columbia-Rena Records
(old country recordings)—Permanent Ruby Needles—and
Canadian distributors of the International College of Langua-
ges Course on Columbia Disc Records. The Course includes
French, German, Spanish and Italian. The records fit any
disc machine. You can sell this Course. Write about it.

COLUMBIA

a y RECORDS
GRAPHOPHONES GRAFONOLAS
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included in the package that is sent to the custoner, so
that he also has a record of Just what is being sent him

The original is put on file and held until the records
are returned.  Then they are checked over and a line
drawn through the numbers that have heen returned
(Figure 2). The balance are charged to the customer
and a bill sent at onee.  After marking this memo. as
“eharged” on such a date it is filed away for reference
in case of any dispute, 1t can also he used as i memo,
for re-ordering the numbers that have bheen sold.

To illustrate the advantage of the approval plan:
A dealer in Albany o fow days ago remarked that a cor
tain doctor, a neighhor of his, never hought any records
from him. It was suggested that he call up the Doctor
and offer to send him on approval a selection that he
(the dealer) would personally make up.  The Doetor
was entire agreeable and  retained 10O worth of
records from the lot.
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Like any other merchandise records must be con-
stantly brought hefore the possible buyer. The huyer
follows the line of least resistance, which is not to buy
at all. It is up to you to overcome this by making huy-
ing casier than not buying.

[NEW RECORDS

EDISON RECORDS FOR MAY,

un BLUE AMBEROLS.

REGULAR
v"\lrl from The M

Vudran Edison Light Opera (
and Laughing Husband ern, Bari
nor Kathleen Kingston and Billy Murruy
In llw (nudln-lmill Brown, tralto and ten

Clark and y ¥
Fest Overture, Leutner dison O

E
When You're \II I)rn'n- nI ||i and No Place to Go-
Shop, Hein,
Ring on SBweet llrl

Miss You Mnn( of All, Mo
Coquetteri rice Brilliant, Nlllllh
son_Concert Band (Reed only)
2260 Won't You Come and Waltz wlth Mv-—'nn- Girl on the Fi
rano and Tenor
Mary Carson and Harvey Hindermeyer

Randolph
vert  Band
The Beauty
Billy Murray

. Baritone wnd “Tenor
Archibald and Royal Fish
. Manuel Romain

32

Birmay,
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2261 Song

the Mill—The Girl on the Film, Bredsehneider. Soprane
chotus Hzaboth Spencer and ¢'h
s My Own, Vinderpool, Tenor Tims W

d Pog o' My Heart, Fischor, Violin, hatp accompaniment

ank

D Almaing

Kult

Lve's Own Sweet Song— Suri

r Pl
Watuon Mised qu..u t
Walter Van Braut
wton Mucliffe, for duncing
National Promenade Band

Softly and Tenderly, Thomp
My Hidden Troasure, K
T Nights of Gladness— Wi

2268 Camp Meoting 1

1. Muir, oo
\rt

1ot
r Colling and Byron G, Harlun
Donald Chalmers

A\ Soug
Rebeeen

Steel, Spross, Baritons
Sunny Brook Farm, Gumbl Tenors
Alhert 0, Camphell and Trving Gillett

i the Heart of Marsland Medies ur
wtional Prom
moin June, Belmont, Singing and whi
Hilly Murray o

Sullivan, Contralto
A dones und Ty

' Droam A
eker, W Rul
Don \. Vo ,lllll Mule voices
ML for llu Girlie One step, Gilhert For dancing
ational Pron ade Bund
indaw, Norworth, Comie s ng
dward M
Male voi cher Qu
Tulking Cnl Stewart

. Harlan
s Quartet

77 U'm Getting Ready for My Moth

Moonlight on the Lake, White
Moving Duy ot Punkin Conte
B0 8i Perking' Barn Dunce,  Dr

nes and Len Speneer
arold duryis
Hund

Part 11

Wallace Bled, Burns,
¢ Tenor

Granier, Tenor

di (Nationa) Song of the Dominion)
rving Gillott

2288 Bonnie Dund,
89 Jessie, the F

iprano
Dunblane, ‘Soprano

COLUMBIA RECORDS FOR MAY,

12.INCH AIYHPI!OW DOUBLE-DISC RECORDS $1.60

AGBAT Hamlet ( S Chanson Bachique (Drinking Song).  Oseur
ugle,  In French, with orchestra
Paglineel (Luancavallo), © Drolapur o n

with .u.l..-nu

ASSAG Lo Boheme (1
ingston, Ten
o

Mimi's w0 flekl
Lowis Kreidier, ¥

M "
In English

arito

Even Bravest He
nglish, with orchestr
organ Kingston, Tenor. In English, with

" Lowis Kreidler, Bari

o
ABBID Asthore
Wh wan Has Rested (Lohr),  Morgan Kingston, Te
In English uuh orchestra
10-INCH SYMPH: outu DISC RECORD--$2.00.
A1505 \luu Illmvmur “lunmlu tu e pays™ (Know'st T
Olive Fremstad.  In Freneh,
i), Orma stammi a s, ||m %
Fremstad,  In Ttalian, with
10- mcn l!.n EL DOUBLE-DISC :wonmqn 00
Souye Arthur Gramm, Violinist
wmm, Vielinist,

A1502

A1508

o Club,
Tma Mnu- Club,
A1508 fuoerte Seo

iy ) Frank  Croxton, HBass
The

huv \umlu Van der
.
Bert \\Hllunu Bari

eer, Con
A1504 You Can't G
tone,  Orchestra aecom,
The Darktown Poker (lul. 1I|||\M and Williams),  Hert Wil
linms, Baritone. Orchestrn accomp.
'H BLUE-LABEL DOUILI Dl RECORD-—$1.50,
n \uu I Remember Me,
H English, uuh orches
rm-mlu-r Me Mnnllull) Ruby Helder, In Eng
with orchestra,
DOUBLE-DISC RECORDS85c.
AR ELL) Iirnkun l-l) Macurka (Strauss ). b
N Song (Mendelssohn). Kl Band
A 1500 F.um (Gounod).  When All was \unng Char
netist,  Orchestra e
|||l|l' (Arranged by Ri
Song Thrush (Hager),
lmmlw lnlkl (N

Mil T+
(Behwartz),

|Hn|h|

Ruby

% Leggett, Cor

¥ Calliery Band
\1501 Th

a,
Xylophone Solo with

Ol
io (m l
(Fair

dion Solo,

or
1506 O ﬂah.
¥ l‘l»!rn Deiro,  Aee

cordio

81 Love the Ladies (B hwarts),
Hyron arla
Fallow the Crowd  (Herlin)
Quartet.  Orchentra aecomp

1510 You Broke My Heart to Pass the "Time Away (Goodwin). Henry

Tenor,  Orchesten uccomp
res of Taly (Glogan and Plantadosi)
t Tenor, and Henry Burr, Second

Arthur Collins, Baritone, and
drehestra u
e Rose,

hor, and Peerless

Albert Camp
Orchestra

\1615 The Rl llm' l)rmull (linmlwm wnd Brown).

Orchestra neeo

Irish Tango (Brey

A1512. My Chain of Memor|

James ¥, Harris,

The Non‘ that Stole My
Tenor, Orehestra accomp.

A1514 What Do You Men u Didn't Want to Do it! (Donaldson).

dn Jones, Snprunu and Henry Burr, Orchestra

w8 Quartet

Orchestra uceomp.

Peerless Quarte
). abel West, Contralto, and

% (Ingraha
Ba

Henry Burr.

ﬁhru nn':rl ng Her Heart Away Hdllln Manuel R
Counter-Tenor. Orchestra aecomp,

_——— e
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LOOSE :CTIONS

nd KEYS

Real Economy in piano action
buying is represented in J M
Loose & Sons Actions.

!!!.”NH'!.‘.’!H!! i

Every hour of every day each de-
ESTABLISHED partment of Jour Factory concen- ESTABLISHED
OVER 25 trates on one essential—QUALITY OVER 25,
TEARS in both Actions and Keys. YEARS

/
7 W A e " ;
llllllm‘tllluh" i AN

Time has been the test, and Time
will be the test in showing up the
ability of Loose products to last.

J. M. LOOSE & SONS, Limited

CARLAW AVENUE - TORONTO
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MBI Wiy

is the
Boprano

You'r v and \ g

and Charles W Haurrison or Orel

ALSO This is the Life (Berlin), 1 < Quarty
Night e i M » (N Mehden )

Sin A ooy
ABOT Queen i When the Mo NIyly  Wink In the
Night) ( Filhert Iy urry Baritone and Chory

O o,
Queen of the Movies. Oh, Cocilin (Joun Gitbert).  Helon tard
Contralto on Wehestin weenmp,

12-INC:
\S540 Mareh of
Shurpsho

Band
A Now Series of Dances Recorded under
Hepburn Wilson

(Eilenberg Prines’s

the Supervision of Mr, G

ABRAY Heart o' Mine (Keiser und  Platzmunn Walte-Hesitution
Prinee's Bund
Hunguriun Rag (Lonzberg).  Onestep.  Prince’s Band
ABGAZ Suri (Kalman) tation,  Prince’s Band
Suri (Knlwan ) Prince’s Ha
Girl on the Film (Pon Walte Hesitation,  Prinee's Iand
Girl on the Film (Pen Grossmith Tango.  Tunga Musi
Prinee’s Band
AGBAL A oroni).  Tango Maxixe.  Prince’s Band
Mi Rosn (Curerie). TungoMuxixe,  Prince’s HBa
ASHAS Quetn of the Movies (Gillhert). Onestep,  Prinee s Band
op T My Thumb (Platzamann ). Onestep, 1 s Band

WINNIPEG LETTER.

< VIDENTLY money is more plentitul for the liquida
tion of existing obligations, as the dealers
port an improvement in colleetions
chase of new pianos and pl

here ye
Money for the pur-

ers, however, does not ap
pear to be more plentitul, and up to the present thepe
is no remarkable improvement in trade reported. Win-
nipeg business men ape looking forward to the fall
season being one of the hest on record, though not an-
ticipating much change for the next three or four
months.

Mr. Thompson, representative of Chappell & Co., To-
ronto, was a recent vi

isitor to the trade

Mr. J. R. Tucker, head of the Tucker
visited Toronto and other castorn
month,

The Winnipeg Piano (o, have Just received their
new car, a Windsor 6 eylinder, seven passenger car, 1914
maodel,

Mr. Tennant, of the T. B, Harms Co.. New York, re
cently paid a visit to the various Winnipeg dealers,

The busy old stork has been very attentive to the
piano selling staff of the ., J. 11 MeLean Co., Ltd., pre-
senting Capt. J. W. Bush and Mr. Le Mert G, de Forest
cach with a hoy, each boy heing the finest that ever
happened.

Mr. N. J. Lindsay, of the Lindsay Piano Co.,
returned from a trip cast,

Mr. Greig, representing Hawkes & Harris, spent
about 10 days in town, looking after his firm's intere
regarding the copyright question: also introducing the
firm’s novelties, for which he secured a number  of
orders,

Mr. J. R. Douglas, formerly manager of the Western
Gramophone Co., has severed his connection with that
firm, and will in future he connected with the Western
branch of  Canadian Vitaphone o, Ltd., recently
opened up in Winnipeg by Mr. W. R. Fosdick, vico-
president and general manager of that firm, whose head-
(quarters are in Toronto,

Miss Margaret Tennent (late of Glasgow), who has
been connected with the Winnipeg Piano Co. for some
time as stenographer, was presented hy the staff with an
entree dish and silver stand, with cut glass bowl, on the
oceasion of her leaving to he married to My, Gourlay
Harvey, of Dunecan, B.(. The best wishes of the firm
follow Mrs, Harvey to her new home,

Piano Co,,
points during the

has just

i
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Mr. Stanwood, western  mamnger ol the Doherty
Piano Co., is at present visiting  the Toronto  house
where a special piano sale is I g condueted My

Stephenson and My
Western Branch as sulesimen, are in
Stanwood

Bulknap, also connectod with i
Toronto with My
The Tatter gentlemen wer reported as hay
ing a narrow escupe in the Woodbine Hotel fire, wher
they My
De Angeli, who is in charge of the phonograph dept. of
this firm, reports good business heing done in the Edison
Columbia and Vitaphone lines,

Mr. ¥. Swith, Western manager for Whaley
& Co. has just returned from visiting a number of deal
ers in the West
proved Dealers thronghout the
Mr. Smith states, are talking very optimistically regavd
ing future business. My, Smith was very pleased to noti
the wniversal demand for various hook
lished by Whaley, Royee & (o,
of their popularity as money

Business with the T,

Were staving when the conflagration started

Royee

He reports conditions considerably im

Weostern Provinees,

and folios pub
which is ample proof
getters,

ker Piano (o

is reported as
being up to the mark, hoth in the phonograph and piano
departments

Messes. Fowler & o report collections improved dar
ing the month of Mapch Piano business is still a little
quict, although a number of sales of Willis pianos were
made duving the month.  Miss Spea late of  the
T. Eaton Co, sheet musie dept., is now in charge of the
phonograph dept. of Messrs. Fow ler & Co,

Wray's Music Store are removing from 3053 Fort St
on May 1st, to their new premises 247 Notre Dame Ave
This  firm  will increased  accommodation
handling their sheet music and small goods

Mr. Fiteh and wife gre leaving for a month’s Vi
tion to visit their ranch at Bellingham, Wash, They
will also visit friends at New Westminster, B, My
Fiteh, who is Western manager for Babson Bros, phone
graph dealers, reports local husiness as good, but mail
orders a little slow

Mr. E. ¢, Thornton, general manager of Karn-Mor
ris Piano Co., visited the firm’s Western bhranch
spent a few days looking into trad
found quite satisfactory,
of this firm,
leetions,

have

and
conditions, which he
Mr. Mevrell, Western manager
has no complaints to make in regard to col-
which he says are coming along nicely,  The
Karn-Morris firm vemoved on April Tst to their fine new
loeation, cor, Smith and Graham Sts, where they will
have an abundance of window space, as (he windows
front on hoth Smith and Graham The size of
this store is about 50 x 60 ft.

Mason & Risch, Ltd., expect to move shortly to the

premises ently oceupied by Porte & Markle, 300
Portage Ave. This store will make excellent piano ware.
rooms.  This firm report husiness up to the mark, and

have complaints in regard to collections,

On the evening of Mareh 16, Mr. D. J. MeCuteheon,
manager of the Calgary branch of Heintzman &
tendered his staff o banquet at Cronn’s Rathskeller,
Short speeches were made by Messrs, Sam. Edmonds,
G. E. Childs, F. J. Vinnicomhe and . 0. Whitten, Fol.
lowing the singing of the national anthem and three
cheers and a tiger for the host, the party adjourncd to
the firm’s show rooms, at 322 Eighth Ave, West,

D
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The Willis of
To-Day

4§ Piano men are interested in the present. They
are interested in the products of to-day, and the
WILLIS PIANO of to-day is a subject of never-
ending interest in music trade circles.

§ The dignity of the WILLIS NAM E has always
been maintained in the business world. This stand-
ing of the WILLIS redounds to the advantage of
the dealer and the customer who purchases a

WILLIS,

§ The WILLIS is a hall-mark of culture and re-
finement and so considered by the public generally.
Its presence in the house bespeaks taste and discri-
mination.

¢ It embodies the cumulative effects of conscientious

endeavor in artistic piano construction, and musical

propaganda, of straightforward clean business

dealings and of progressive business methods, and

The Crest the net result is an instrument which is in every
of sense ‘‘The leader for the dealer,

Quality § At the dealer's disposal is placed all the various
forces which go to make up the WILLIS ORGANI-
ZATION ; unrivalled in its scope and influence.

q The WILLIS PIANO ofto-day affords the dealer
a trade opportunity unparalleled; it givesto his busi
ness a sales-making strength which the progressive
piano merchant appreciates, and backed as the pro-
duct is by a broad and comprehensive policy, it
means that the WILLIS PIANO of to-day will re-
tain its force— its proud position and its invincible
strength, i

We have the sole selling rights in Canada of

the celebrated Knabe Grands and Uprights. !

WILLIS & CO., Ltd.

Head Offices « |
580 Si. Catherine St. West |
MONTREAL, QUE.

Factories:

Style “K* ST. THERESE, QUE,
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The Trade in Montreal

Some Improvement Noted. J. W. Shaw & Co.
R to New Premi

HE chronie pessimist, who when business is improv-
ing along permanent lines, admits the apparent fact,
but eries out, ‘it is too good to last,”" is fast being
crowded into the background.  Business conditions in
Montreal are by no means homing, but the gain of the
past few weeks is of a sort that breeds confidence und
eventually ereates more stable profits than a  hoowm,
Loval dealers are gradually increasing their stocks in
the same gradual ratio to the increasing purchases of
the ultimate buyer.

As intimated in the last issue of the Journal, J. W
Shaw & Co., local representatives of the Gerhard Heintyz
man line and manufacturers of Shaw pianos, have out.
grown the capacity of their present quarters.  To remedy
this evil they are removing to their own building a few
doors cast of their present location,  The building, a
three storey one, has heen remodelled to meet their pe
quirements, and when complete will include  eleetric
passenger and freight elevators, piano, player and talk-
ing machine parlors, They will oceupy the entive build-
ing themselves

Mr. G Couture, the well known musician of thi ity,
has completed his oratorio dean le Precursenr,”’ on
which he has been working during the vaeations of the
last three or four years. 1t is a work of considerable im-
portance divided into three parts: the Nativity, the Pre.
dication and the Martyrdom ; the verses were written by
the elever Freneh-Canadian poet, Albert Lozeau, from
texts gathered from the life of St. John the Baptist by
the late Abbe Lebel, hrother of the local tenor,

“dean le Precurseur” is now in the hands of the
engravers, under the supervision of My, (. Joubert, one
of the best known publishers in Paris, and the seores will
probably be delivered in Montreal early in May, when
rehearsals will begin in earnest. The St. Jean Baptiste
Association and some loeal citizens are sponsors for the
editing of this composition, and they have decided to give
it a public hearing some time next fall, with the assist-
ance of an orchestra of 60 musicians and soloists of
repute.

It may be recalled that Mr, Couture condueted the
Montreal Philharmonie Society for 22 vears. Ie has
been teaching at the High School for 28 vears, and is the
choir master of the St James® Cathedral,

It’s the values that create the record demand for
Columbia talking machines, said the Canadian Grapho-
phone Company, and thepe is no diversity of opinion as
to the above, We ape busy and the demand, as stated
may times in these pages, is being confined to the more
expensive types of machines,

In regard to your correspondents’ query as to ** How’s
business ?** .J. H. Mulhollin replied, **Fine, could not he
better.””  This gentleman, by the way, is a strong be-
liever in the Evans Bros, product and said, “They are
made so well this generation, it will remain the next
generation’s favorite,”’

The Leach Piano Company, Limited, have heen in
receipt of a nice influx of business lately for Bell, Gour-
lay and Leach pianos,
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Charles Culross is handling the Martin.-Opme line to
excellent advantage.  These goods have only been the
hasis of hoosting with Me, Culross for a little while, but
the innate value of the instruments, and the factory s
unusual faeilities in filling orders, are great factor in
assisting him to secure this business

The Laurentian Summer Homes Limited, are giving
away in a contest ax first prize. a Willis piano purehiased
from the House of Willis & Company, Limited. and as
seeond prize a Pathe Phonola, hought from J, A Hurtean
& Company, Limited.

Layton Brothers ave devoting considerahle HEWspaper
space in the interest of the Thomas two manual pedal
organ,

Mr. Thomas Quinlan, Managing  Director  of the
Quinlan Opera Company, who recently played a fow
nights’ engagement in Montreal, writes the Leach Piano
Company, Limited, as follows :—* 1 have great ple
in stating that the Leach pranos used by our reper
for rehearsals, have given us the utmost satisfa ion,
the quality of tone heing excellent.  Both of onr con
ductors were also highly delighted with the instrn
ments,

A Willis piano was recently supplicd to the Windsor
Hotel for the use of dulin Culy the  famons Licder
singer, who delighted so many lovers of sweet SOngs
while in recital here the past month

“Waste not your time, and you'll want not the
business.”” This seems to be the motto adopted and put
in force by Layton Bros, Local trade conditions improve
with the weather, and day by day both are getting bhetter
slowly tis teue, bhut getting hetter just the same. We
still have the feeling that the business is going to be
good for the spring and summer, and we are working
toward that end with spirit and enthusiasim, said this
house.  Mason & Risch Grands, Colonial and Lonis XV
styles have bheen in good demand of late, while player
goods of this make are enjoying a niee steady run of
husiness,

Gervais & Whiteside are always  most  optimistic,
and in their reports to the Journal never use any infla
tion as regards business conditions, Commenting upon
the past month s trade, this firm state that while there is
still a deposit of snow., Spring is in the air, and pre-
parations for a much higger volume of sales than last
Year are indubitably under way. The chances for good
weather and bhad constitute the only element of hazard
whic hmay in the least interfere with the present de-
mand for the Karn-Morris goods, concluded My, White-
Ni'll'.

asure
urs

It is a good indication  of business at  the  Ste,
Therese factory of Willis & Company, Limited, that
future delivery orders for Spring trade have heen com-
ing in so well of late, and if indications count for any-
thing the house will certainly have a good run during
that season. The foree on the manufacturing floor,
one of very large proportions, is being added to, and
conditions in this department compare very well with
those of the holiday time, although, of conrs not
exactly up to the rush Just prior to Christmas, Some
very healthy shipments of Willis uprights and players
are heing made to various parts of Canada, and imme-
diate delivery calls of the past - month have heen par-
ticularly good.

_
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NORDHEIMER

N

PLAYER-PIANOS

W e T
w»ﬂu - !
al

STYLE 15

TORONTO, . .

The success of the Player Piano begins
first with the piano. The Nordheimer
Player Piano embraces all those features
of excellence that has made the
Nordheimer Piano the artistic standard
of Canada. Combined with it is a
player action, selected with the utmost
precaution which we can endorse,
With the Nordheimer Player Piano
is a special feature by means of which
the operator controls the tempo with
perfect precision. In accompaniment
playing it is possible to follow every
variation the artist may wish to make,
There are other special features that
make the Nordheimer Player Piano
Agency valuable, and much sought after
by dealers,

NORDHEIMER P& CO.

LIMITED
15 King Street East
CANADA

ESTABLISHED 1840

|

LOWENDALL'S |
FAMOUS VIOLINS

PERFECTION OF TONE AND
WORKMANSHIP

ASK YOUR DEALER

CANADIAN
REPRESENTATIVES

== Williams
& Sons Co., Limited

WINNIPEG

CALGARY

MONTREAL TORONTO

III

Established 1852 Call Telephone M, 55

Musician’s Demands

Satisfied in every way at our store,
We have a most complete stock of
String, Wood, and Brass Instruments,
also a full stock of Sheet Music
Don’t forget, 100, our expert repairing,

CHAS. LAVALLEE

Agent for—Bemon & Co., of London. Eng.
Pelimon Blanchot & Co,, of | yons, France
W. York & Sons, of Grand Rapids. Mich

J
35 St. Lambert Hill - Montreal

NOTICE

The product of this Company is controlled and
licensed under Canadian Patent No, 135295 and other

against any person or persons infringing by making,

selling or offering for sale without license, the product

covered by these patents,

THE

CANADIAN VITAPHONE CO.
LIMITED
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Speaking on enrrent business conditions, Foisy Freres
report the sume exeellent “*Men
growing day hy duy, and is not con
fined solely to Montreal, and as outside trade is always
a high tribute to the elling ility of a merchant, larger
results than evep may therefore he looked for

Hurtean, Williams & Company, Limited, are taking
a pardonable pride in the record which they have wain
tained since Jan, 1st in the number of New Seale Wil
liams pianos disposed of,

Their sales in the
delssohn™ piano ar

and have every hope of con
tinuing the same

Exceedingly gratifying reports as to the outlook for
Spring and Summer is advaneed hy C. W,
Lindsay, Limited, who with the
high grade representations they
do husiness

business
varied assortment of
cannot help hut
they have one of
in the city, It is

have,
As is generally known,
the most prominent and central spots
almost an aceentuated corner. Everybody in the ity
passes it several times day. The intrinsic value of the
location is constantly hefore them, and they keep their
show windows working day and night with atteactive
ings. *‘Foy persons vealize the value of show win
dows."" said this house A window reveals cither the
strength or the weakness of a store.”  On the
graphical principle that a “dead advertisement tells no
lies, "™ they keep their windows new and fresh all the
time, and believe it adds 30 per cent, to their volume of
sules cach month,

off

typo

The Weber is growing in popularity constantly, the
reason heing supreme exeellence, said J, A, Hurteau &
Company, Limited, the local distributors.  This com
pany has a large following, and with this make are mak
ng a distinet success,

NO SUBSTITUTE FOR BRAINS IN PLAYER
SELLING.
(Continued from page 33).
s to take advantage of the opportunity. To study our
goods and our game; to know our goods and to know
how to present them to prospective buyers in their most
attractive form,
Outside Competition,

While it is true people have money to spend, there
are plenty of people to show them how to spend it, The
automobile salesman, the motor hoat, pleasure resorts,
railroads and steamship companies are a1 competing with
You for the surplus cash, a swift one, and
You must step lively or you will be left in the pear
There is no time to complain  or il against the
strenuons o fiodern conditions.  There is but one thing
to do—know your goods and know your game,  Study
the allurements of your merchandise and then present
them in an intelligent manner,

Wherever you turn there is a ery for salesmen, But
it is a cry for men who can sell; men who know their
goods and how to reach the people that have the money
to huy.,

Strangely o wough dealers, while railing against the
inefficieney of salesmen, make no offort to train sal
men in the right direction or even to inform themselves
as to the elements of player salesmanship. There can he
but one answer—the climination of the unfit; the sup-
vival of the fittest,

The game is
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Men “‘Who Know'' in Demand
There never was a time when men “who know*
mesueh demand, and it is not bavd or impossible to know
All that is required s intelligent application to a de
finite purpose. 1t is no harder to do a big thing than
It is only a question  of |

wer

stall one
knowledge

Study your game, Read all the player literature you
can lay your hands on: oy ry folder, hooklet, alogue
or trade paper article that comes to your notice, Ky
periment with the player—Ilearn what it will do. When
NOu get a new argunment try it on your next eustomer to
see how it works, Re mentally energetic as woll s
physically,  Remenher that more minds rust out than
wear out

confidence

To sum it all up, a good player salesman must know
the player—must know what can he done with it and how
to make it appeal to the customer, 1t is a matter of in
dividual effort, No one can tell you how to do it by
rule, It iy presumptuous to try to do so. Al that ean
be done is to make general suggestions which You your
self must apply.

NEWS OF THE TRADE,

In a voting contest, Jas MeNulty & Co.,
of Trogquois, Ont., gave away a piano,

A loeal exchange states that the Uxhridge piano fae-
tory has started operations,

The new organ of Westminster Chureh, Regina, has
been installed and o public organ recital was given Mon
day, Mareh 16.

The Roman Catholies of East Peterborongh are to he
provided with a new chureh, which will he named the
Chureh of the Tmmaeulate Coneeption,

The new Sacred Heart Cathedral that
decided to build at Prince Albert,
finest churches in the west,

Among recent visitors to
Seythes,

shoe dealers

it has heen
is to be one of the

Fort William was My, |, €,
western managing director for the Williams
Piano Company, who attended the Friedham rocita)
An automobile concern has made good use of a de-
ve teem horvrowed from the piano trade. A two
Passenger car has heen extensively  advertised as a
“haby grand limousine.**

A 7,000 organ is to he purchased by the congrega-
tion of Knox (‘hupe Stratford, for their new huilding,
contracts for the erpetion of which have Jjust heen let,
The contraet price is $65.250.

The John Raper Piano Co., Ottawa, report trade in
that city to he on the move upwards again and they are
looking forward to a better year than last, which was
their hanner year. This company  held their second
recital of the season on the evening of Mareh 30,

Mr. Harold Jarvis of Toronto, and wel] known in
musical and social cireles in that city, is among the new
additions to the Bdison list of artists, 1lis first records
appear in the May list, with two of his best songs, *“The
Gift"” and ““Seots, Wha Ha'e wi’ Wallace Bled.””

Mr. J. L. Cote, local manager of the Williams Piano
Co., very kindly placed & piano at the disposal of the
members of St, Paul’s Church choir, Kingston, during
the dinner given them by the Rev, and Mrs, W. F. Fitz.
gerald, in the Rumlnlph hotel.  The members greatly
appreciated Mr, Cote’s courtesy,

Ser

D
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THE HUPFELD PHONOLISZT - VIOLINA

A Marvelous Invention That Opens up a
Big New Field for Retail Music Dealers

The Phonoliszt-Violina here illustra
ted has three violins and 88-note p'a)’ﬂ— |
piano, pla)‘('d auloman(a”y. It makes
possible the most human-like music, the
four instrumenits synchromsmg In a man-

ner impossible by hand

I'he player piano may be operated

separately or played manually.

No other instrument makes possible

$0 |<ng: and varied a repertoire of the

world's finest music,

Canadian critics who have heai dthe |
l'hnlur||<l|—\"m||na. marvel at the won-
derfully life-like playing and the ease with
which the instrument is handled. It is
equipped with either a|lemal|ng ordirect

current motor,

Used in private homes in Europe,
South America, Asia, United States and |
Egypt.

MODEL “B” OPEN.

The Hupfeld factory is the oldest and largest in the world manufacturing
automatic musical instruments, All “upfeld articles are sold at established priccs
and through the retailer only. Place orders now for fall delivery. The factory
requires at least three months to fill orders.

MANUFACTURED BY
LUDWIG HUPFELD CO., Limited, Leipzig, Germany |

SOLE CANADIAN REPRESENTATIVES

. MONTAGNES & CO., 324 Jarvis Street, TORONTO

Importers of all Lines of Musical Instruments and Musical Merchandise
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At a meeting of thy
& proposition was introduced with

at Embro, Ont.,
HVIeW to starting the
but aftey
ided not to enter into

Soard of Trads
manutacture of talking machines, giving the
matter some thought, the board de
the venture at the present time at least

Mr. W. N. Manning, of the Sherlock-Manning Piano
Co., London,
Manning, has

accompanied by his daughter, Miss Gladys

Just returned to his home from an on

Joyable vacation in Atlantic ity Mr. Manning spent
some days in New York, and while there met My, Wi
Thompson of Vancouver., Who had just arvived from

Glasgow en route to his ( anadian home

Mr. Arthur PP Biggar, until recently on the selling
stafl of the R. S, Williams & Sons ( 0.’ phonograph e
partment in Toronto, has gone to Sudbury to take charg
of a phonograph department opened up hy Herlept 8
Young, druggist of that place. Oy leaving the Toronto
firm Mr. Biggar was presented by
with a handsome gold
seribed.

his fellow employees
monogram wateh, suitably in

The new retail premises recently purchased at 291

Yonge Street, Toronto, by Frank Stanley, are now the
subject of litigation on the part of the former owne
and the agent who negotiated  the  deal R W, K

Burnaby, who was some
Sell Piano Co,
recover $2.875 from

Years ago on the staff of th
has entered action at Osgoode Hall to
The Hughes Owen Co, Ltd., heing
commission claimed on th to Mr, Stanley at
$115,000

The first public evening of the
Dramatic Club, of which My
Honorary President, hrought

sule made

ronto Musical and
Albert Nordheimer is the

out a capacity house to

Witness the presentation of 4 laughable operetta, **The
Nautical Nut.”* My Arthur Baxter, of the Nordhenner
selling staff, was musical conductor, On 1y SHMe even
ing was given “Sentiment and Native,” a twenty minut.

faree, written by My
Lap of the Gods,"’ hy the same author
Mr. Dolbe salesmanager Thos, A
a recent Pacific Cogst trip in the
visited Vancouver,
beer made the following yeferene to
ity :—*“In Vanecony y BLC the
excellent business despite the
in other lines, and there I8 every
good results from that territory

Saxter; also a one get drama, ** The

Edison, Ine., on
interest of Edison lines
his trip, Mr. Dol
the  Canadian
idison dealers reported
‘t that it had heen slow

reason for looking for

The jobber is not only
optimistic, hut every one of his associates are enthusiastic
over the Edison Diamond Dige phonographs and records

Charles Rundle, of Tempo, believes that he has
genuine Stradivarius, and so firm
purposes sending the violin to Hill in London, England,
for appraisal. The instrument hought hy My
Rundle many years ago for a small amount of cash, Re
cently during a visit of Jan Kubelik, the noted violinist
to this city it was shown him. - After Kube!ik had played
on it he said it was one of the finest he had ¢ ver handled.
He expressed an opinion that it might he worth as mueh
5,000,

C.w. Lindsay, Limited, piano  dealers,
opened their Cornwall, Ont « showrooms in the )
& Camphell Block, under the
Donald, for some time with
terior of the store has heen greatly improved, and with
the large stock of player pianos and pianos, presents a
very attractive and inviting appearance.  Miss Kmma

In an account of

a
is his belief that e

was

recently
lelntyre
J. Me-

management of |
W. G. Stoddard, The in

B s T Ty
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Gervais of Embrun, had been engaged as demonstrator

and during 1l opening week the showrooms were the
thagnet for many who wished to hear the player plano
Under Mr, MeDonald s anagement, the business of the

Lindsay firm at Cornwal Wil no doubt show a econ

siderable inerease

FOLLOWING THE BAND.
attachment for moving pieture machines makes
for a hand behind the seenes to play a tune
exact time with the apparent playing o

\ new
it possihle
a band shown
resereen, It ean be varied for many
other musical offects

on the moving pict

steh as the singing of o solo, fo

mstance.  The moving preture maching which throws the
seene on the sereen
audienee, 10 a sereen which
back, a picture of th

ductor conducting the

also sends, ontside of the view of the

can he seen by the hand in
bandmaster or

'l

orchestra

hand

eon

which

s is e

This picture or Arthur Friedheim, the Kreat pi
ing 10 his recerds on & Columbia Grafon
Newton Johns, Oshawa, Ontarir, w

factories of the Williams P

pupil of Lizst, listen.
in the store of R

Ot visit to the

td

picted on the sereen played oviginally to the leading of
this bandmaster, and then when the seene is given in the
theatre the
to obey the motions of this bandmaster in order to be in
perfeet time with the picture

substitute band hehind the sereen has only

PARCEL POST AND EXPRESS SCHEDULE,
The traffie department of the Toronto  Board of
de has issued o schedule giving comparative rates by
parcel post and express from Toronto, to points in eve
provinee,  While designated for the use of firms in
Toronto, this schedule is of interest to customers of these
firms who may be in the habit of receiving
cels by mail or express,

In the small goods branch of the
parcel post is used to some extent,
small pareels of musie rolls for player piano, the parcel
Post can in some instances he used to advantage,

While parcels post comes ilong as an interesting com.
petitor of the CXpress companies, the rates of the latter
are in some cases less, The advantage of pareel post is,
however, strikingly illustrated in the shorter distances,

small par-

music trades the
and in forwarding
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AS A

RETAILING
PROPOSITION

the Dominion player piano
stands pre-eminent. With all
the merits of the *‘Old Reliable"
plano as a foundation, and
unhandicapped by having to
bear any share of any un
necessary overhead expense,
you can deliver it to your cus
tomer at a saving of $160, or
more. Itis mechanically right
musically true and architec-
turally pleasing.

Three Features

which make for sweetness and purity o1 tone

Appreciated at Home
in each Dominion Piano are :
— Wanted Abroad I. Master Designing

Every device that makes for perfect sound

. . : production is incorporated in the

BV capturing people’s desires for posses- Dominion piano. The firm stringing,

sion the Dominion Organ wins its way solid framing and easy action are all care-

: . fully adjusted and brought into working

everywhere. In South Africa, Australia, Great harmony, with a skill that is born of
Britain, and other countries of different climate experience,

to Canada, the *Old Reliable” Organ endures. 2. Our_Patent Cupola lon Arch Plate Frame

Unchanged in tone and strength of manu- This device takes up the tension of the

L springs, holds the piano firmly together,
facture, it S”T’“ the does away with wooden posts and frame,
owner year in and eliminates shrinkage, and insures a per-
year out, and there manence of pitch.
is the secret of the 3. The Case
demand for Do- The case of a Dominion Piano is not only

beautiful to look at, but it is made of a
perfectly seasoned wood, which naturally
export trade adds to the resonance of the tone of the
instrument,

minion Organs for

=—THE ——
DOMINION ke ¢ Limited
Bowmanville - Ontario
Canada

Manufacturers of Pianos, Player Pianos, Organs,
Stools and Benches
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For example, the rate from Tovouto to Oakville, whicl

15 10 the 20 mile zone, is 25 conts by express for a on

pound parcel, and 5 conts by Post. . On a six pound

parcel the express rate is 30 conts and 12 cents by
parcel post

From Toronto to Fort William o five pound parcel

will go for 26 cents by parcel post, and 65 cents by
The cleven pound parcel, which is the maxi
wam weight, will go from Toronto to Fort William for 50

vents by post, and 95 conts hy

CXPress.

CXPress,

From Toronto to Gue Iph the express rate is 25 cents
is 10 cents for one
On

up to 5 pounds, By post the rate

pound, and increases to 26 cents for 5 pounds

eleven pounds the post rate is 50 cents, against the ex
From Toronto to Kingston the

On-a one pound parcel is 2

press rate of 30 conts.

CXPress rate ents, and 10

ents by post; on five pounds it is 40 cents by express
and 26 cents hy POSt; on 11 pounds it is 45 cents by ex
press and 50 conts hy post

From Toronto to Montreal the
pound packag
on 5 pounds it

rate on the 11
is 70 cents, against 45 conts by express;
18 34 conts iy

post

Post, and 40 cents by ey
Press: on one pound, 10 eents by post and 25 conts hy
express
THE LATEST.
The talking machine vompanies advertise the follow
ing records for Mayel

|
“That’s the Fellow |

Want to Gt Minnie M
Giffin
“Old Folks at Home. " Lester Patrick and Jack
Marshall
“Gee! But This is a Lonesome Town, N.HoA

players spending summer season in Quebee

“What Good is Water When You'r Dry \llan
Davidson,

“That Mysterious Rag." Federal League pennant
chusers,

‘Voice of the Western Wind. " Monologue by Frank
Patrick.

“We Should Worpy and Get Wrinkles, Ontario
Hockey Team

“1I'd Rather be a Lobster than a Wise Guy, " Sum
Lichtenhein

“Don’t Wake Mo Up, I'm Dreamin’," Punch

Broadhent Ottawa Free Pregs
THREE YEARS OLD.
On March 81, The Musie Supply (.,
tributors of Columbia lines, ended the
their existence, so that they are now in
year. Sinee forming theipr

Toronto, dis
third year of
their fourth
partnership, Messrs. Sahine
and Leake, proprietors of this firm, have participated in
a very material development of Columbia business in
Canada.  The line has been taken up and featured by
reputable dealers, who have appreciated the
additions to the Columbia list of artists, and Columbia
advertising, The Musie Supply (o’ purchases from the
Columbia Graphophone Co, for March,
for any othey single month in their
The Musie Supply Co, are
their new warchouse, where they have greatly inereased
facilities for handling husiness With lmnnlsonwl‘\' ap
pointed show rooms and greater storage capacity, (%
lumbia dealers in Ontario can look forward to better
service than ever,

continual

were larger than
history,
now completely settled in

TRADES JOURNAL 5

LIKES TO SEE WHoO HE IS DOING BUSINESS
WITH,

The

show

new letterheads used by the Music Supply Co,,
trademark, a student

The cut comes Just under

the International ( ollege
listening to » language record

Mr, Leake's name, which appears on the right hand side
of each letterhead, My being on the left
Ong idea that this was My
e's ]nlmluur';.'nh an amusing letter, ex
pressing his pleasup photo, as he **liked

to see he was doing business with,””

Sahine’s name

hand sid. dealer got the

and wrote
at seeing the
what kind of people

He also suggested that My
given on th

Sabine’s picture should he
the letterhead. The Musie
FepOrt numerous sales of these sets in

other side of
Supply Compuny
Ontario and Quehec, and they are ready to give exclusive

agencies in the West and in the Maritime Provinees

M. F. H. Wray’ proprietor Wray
to 847

unic Store’ Winnipeg removing on May st
tre Dame Ave.

EDISON DISC IN CHURCH,

Announcement of a phunnurnph being used at a
church seryice Creates no surprise coming from the
United States: hut when a staid, old, orthodox Preshy-
ian congregation in Ontario stands for the innovation
*is hope for the opening up of another fruitful
market for this class of musical instrument,

According to the Williams Echo for April, an Edi-
son dise phonograph was actually at a church service in
St. Andrew’s Church, Chatham, on Sunday, March 22,
when 3,000 people  attracted by the announcement,
listened with profound amazement as the inspiring
strains of ““Negpep My God to Thee and “Dreams of
Galilee,” played on the Edison Dise Phonograph, rose
and filled the chureh with rieh harmony.

The plnmngrn,»h was used at hoth morning and even-
ing service, and has created so mueh enthusiasm that
T Tyrrell, the Edison Dealer, *Xpeets to close a sale
as a result. But the advertising is itself worth a great
deal.

D
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H

DOHERTY
PIANOS

WITH AN
IMPROVED

SCALE

The “Popular” Piano. Style 20, Mahogany.

MADE FOR EXTENSIVE DEALERS,

IONAE e iary

All “POPULAR” Pianos |
will in future be equip-
ped with the

Perfect : N i’
Doherty :
Scale No. 3
Backs

DOHERTY

Piano Co,

LIMITED 4 . .
CLINTON, ONTARIO &,

Ilustrating Improved Scale No. 3 in DOHERTY Pianos.
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ORCHESTRION RECITAL
The Phonoliszt 1oling ently |
by Messes, |

Canada

Montagnes & (o from the Hupteld fa

tory in Germany, has b ted by

Inspe many interested
persons in and out of th trade Phis instrument and
anorchestrion from the same factor were first seen in
Peration at the Gerhard Heintzman show rooms.  The

Violina veceived special commendation, and Spe nws

marvelled that human iy

ity could wmake possibile thy
Man

for privat

automatic playing of Prmo and three violins
persons visited the Gerhad Heintzman stop
demonstration of thes

On the

wondertul instraments
March 24, My, W Knapp

anager of Heintzman & ('o.'s talking wmachine

evening of

ment, gave a4 public pocital WIth these instruments
Printed mvitations wit) Programmes, were sent to

selectod list VIth the result that the recital hall w I8
well filled. P playing of both instruments Wils en

thusiastically applanded.  Both Moesses L. Moutagnes

New Columbia Grafonola Department in Scroggie

lepartmenta

and E. H. van Gelder wer
where they had th Al espert from the Hup
feld factory, T Nnging of Miss Edith Walsh was an
additional attraction

- attendanee at the recital,

SCrVices of

and her singing was o greatly ap

preciated part of the programn

For use in hotels cates, clubs, restaurants skating
rinks and othey public places, as well as for use in

ther

Mossrs

private homes,

Instrinments

IS o growing

demand for automatie
Montagnes & (' consider that the

prospects for trade in ( anada justify theip looking foy
ward to hig orchestrion husiness

Mr

many,

Montagnes sails m the near futup
and expects to peturn in May with his family,
having decided to hecome A Canadian. . He purposes also
arranging for the Canadian representation of other (Jop

man houses

for Gy

The programme of the
as follows,
Aida

Bereens

recital referred to above,
being in two parts

Verdi
Tendre Dawmderfy
Nolo Selected hy Miss Edith Walsh,
Accompanied by Miss V.
Ponchielli

was

Orchestra
Violing

Walsh

La Giocanda Orchestra

nusic

tore, M
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I the Shadows Finlk Violina
Fales of Hoffan Offenbach Oreliestra
Poen Composed and played 1 Kubelik Violina

Walts

Solo Selected Iy

Estudianting Waldteutel Orpel
Miss Edith Walsi

Accompanied Iy

estra

Miss V. W
Piano and Violing
Phe Maple Leaf for Ever

Willinm 1ol

ssing

EXPECTS GOOD
\sked by the Jo
Ottawa as they have

SPRING TRADE,
wnal  regarding conditions  in

C. W Litd

business depression s

found 1y
\the

Lindsay

n
oF that eity said wigh the

general we have hoon able to show 4 Laie margin
over the preceding I'his, ho ere was found no
light task, as 1912 | ord Year, and in 1913
WIS Necessary 1o put fort) iter efforts We foel

however, that with the opening of spring thep will he »

general

feeling of

Huprovement

ntreal. A row of cight sound proof parl

NOTHING BUT ¢As ERS.

sin the back J

Piano mannfaeturers o

others interested in custers
should get catalogue Ny 93 From Hammacher, Schlom
mer & Co., Fourth Ay, and Thirteenth  Styeet New
York. This catalogu shows nothing but  custers and
caster  accessories,  Thew are 190 illustrations  dis
tributed over 38 pages.  These show a) the varying

modifications of

Ther
player piano castors
Sehlemmer & ('

24 distinet styles
are tour pages devotod ex lusively
which the

Lo prano and
for firm of Hammacher
an enviable reputation in
the piano trad. Piano manutacturers will also e in
terested in that portion of the

truck easters and casters for other

have alveady

atalogue devoted to

general us

Mrs. Annie Glen Broder
words and music

of Calgary, has written the

of two songs, Canadian sul
Ject, ““The Song of the ( hinook, "
paniment
The

women’s choruses of )y

upon a
With pianoforte aecom
Founts*
named song has already

and  ** Faney 'y unaccompanied
been given by the
Ninclair and My Allan Gill,

Westminstr Abbey under Siy

last

and by the ehoip hoys of

ederick Bridge,

—
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Important to Music Dealers

DeBeriot’s Violin School, Vol. I.
(Ed. Peters, No. 2987.)

An entirely new edition of this
standard and favorite instructor for
the Violin—newly revised and edited

all explanatory remarks and in-
structions in English and German
—Price $1.00.

Other Violin Methods in Edition Peters :-

HERMANN'S VIOLIN SCHOOL (in two Volumes)
(Ed. Peters No. 1897ab) each volume, 75 cents.

HOHMANN'S VIOLIN SCHOOL (in 5 volumes) (Ed
Peters No. 2692a/e) con;glcu in one volume, $1.50, or
separately, per volume, 50 cents,

RODE, KREUTZER, BAILLOT VIOLIN ME-
THOD (Ed. Peters No. 1983) price, 75 cents.

Liberal Trade Discount.
Send for complete catalogue of Edition Peters.

Sole Agents for Canada.
THE
NORDHEIMER P CO.

Popular Dance Music

Tres Moutarde, The Famous Dance Cecil Macklin
Aaticipation. A Hesitation Valse Cecil Macklin
That Whistling Rag. One-step Cecil Macklin
The Cockney Crawl. One-step Cecil Mackiin
Paradise. A Hesitation Valse Dovothy Forster
Bonita. A Southern Dance (Tango) Dorothy Forster
Bumps, Valse Georges Cowvelart
Gloria. A Hesitation Valse Cecil Macklin &
Montague Jomes

Montague Jones
Tony Castle

Rosemaiden. Valse

Charivari. Professeur Cook's New Dance
Amoroso. Tango

She Had Her Spatson. One-step
Lodestar. Valse

Dance of the Disappointed Fairies
La Flamme. Valse

The Butterflies' Ball. Air de Ballet

Jacques Henri
Meredith Kay
Spenser Dickinson
E. La Touche
Clara Evel)
Clifford Higgin

CARY & CO.

13 and 15 Mortimer Street
LONDON W. .

TORONTO

LIMITED

England

n Agents: HAWKES & HARRIS CO., Toronto

Liza Lehmann
‘1 send you my heart'’

““The Dustman’’

Guy d’'Hardelot
oses of Forgiveness''
"he little White Town '’
“From Paradise’’
‘*A Summer Song’’
Teresa del Riego
““T'he Reason’’
““Little Brown Bird "’
“‘Hayfields and Butterflios"*
Florence Aylward
““The Call of Life’’
*‘Morning—and You!’’
*‘Sunshine and Daffoaus’’
Dorothy Forster

““I heard a sweet song’’
““Were 1 some star’’

Leslie Elliott
““The Summertime Moon ™’
"() l.nnuly Pines’’
“‘Hayoma'’
““The Whisperin' Wheat ™'

¢ *Oh, bother!” ‘sang the thrush '’

““On the day I get to Heaven'’

‘“Dearest, I bring you daffodils’’

““Wonderful garden of dreams’’

CHAPPELL & CO., Limited

Kennedy Russell
“*Lochleven’
“*At Santa Barbara’'’
““The Blue Dragoons’’

Eric Coates

‘All mine own’'
“Dick’s Quandary ™’
“‘ Melanie ™’

““The Grenadier’’

Frank Bridge
““Easter Hymn "’
Edward German
“Lady Mine'’
Hermann Lohr
O Faggots''

‘“Little grey home in the West"'

““The Port of ‘ Au Revoir’
““There’s a hill by the sea

““Where my earavan has rested’’

8. Liddle
“Lead, Kindly Light'’

Robert Coningsby Clarke
“The Blind Ploughman '’
““The Little Girl from IHanley

way'’

““I be hopin® you remember '’
““Red Devon by the Sea’’

347 Yonge Street

HOUSE OF CHAPPELL

Latest Songs and

Ballads

Moss

““The Floral Dance’’
Haydn Wood

““Summer Dreams'’

’ vd make thee mine'’
he Dewdrop and the Sun’’
“a Song of Hope''
¢ Fairy Waters'’

Hubert Bath

““The Call of the Woods"''
H. Lyall Phillips

““Colinette’’

Herbert H. Nelson
““Wolfgof the Bowman''

Alfred Harriss
““Rosebuds in the rain *
“ My hidden rose'’
Graham Peel

““Loveliest of Trees'

**In Summer-time on Bredon'’
Montague F. Phillips

2 es of Blue’

“Wake Up!’
‘“Nature's Music
“The Stars’*
I'he Enchanted Forest'’
‘“Starry woods'’

TORONTO, ONT.
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CLOSE CANADIAN FACTORY.
Perforated Music Company Remove to Chicago.
Perforated Musie Co., manufacturers of Tperial

Linenized Rolls, have closed up their Canadian factory
in Toronto and have shipped the plant to Chicago
They purpose opening up in the latter city on an ex
tensive seale, supplying their Canadian customers from
the new factory, through a local representative with
headquarters in Toronto.

Mr. W T, Sibley spent some days in Toronto closing
up matters heve, and also visited Montreal. The braneh
in that eity was purchased by A, Rampsbirger, who has
been manager of the branch sinee it was opened,

Mr. Hartman, who sueceeded Mr, Sibley in the man
agement of the Toronto branch, in October last, has
removed to Chicago, and Mr, Fisher will also be identi-
fied with the new proposition,

The Canadian factory was started during the sum
mer of 1911, but the building being destroyed by fire
soon atter opening, the plant was removed to Carlaw
Ave. A retail branch was opened up last Year in the
Yonge Street Arveade and is still heing conducted

HAVE BOUGHT HALIFAX BUILDING.

N. 1L Phinney & 'Co., Ltd,, whose headquarters nre
at Lawrencetown, N.S., with branches throughout the
Provinee, have recently purchased the building in which
their Halifax branch is located. This is the Wright
Marble Building on Barrington Street. It is a four.
storey building, handsomely finished, with a frontage
of thirty-four and one-half feet and a depth of seventy
feet. Tt is especially adapted to the requirements of a
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music house sueh as N. 1L Phinney & Co., who at the
preseut time are oceupying three Hoors in the building
The

piane department is located in the top storey, the

There is elevator connection to the varions floors

player department in the second, and the phonograph
department in the first

A MONSTER ORCHESTRION.

On another page is shown the monster orehestrion
now  being installed in Shea’s Hippodrome, Toronto,
and which play house is to he opened this month, The
orchestrion is nine feet high and will oecupy o spaee
fifteen feet across.  This orchestrion still further em
phasizes the development of automatic musical instro-
ments for use where himan players wounld ot herwise he
It was manufactured by Hupfeld & Co. of
Leipzig and supplied to the Hippodrome by Gerhard
Heintzman, Ltd,

0 necessity.

TEN HOURS PER DAY,

“We have nothing to complain about as to husi
ness, " stated Mr. J. W, Alexander, presideat Dominion
Organ & Piano Co., Ltd,, Bowmanville, it response 1o
the Journal’s query as to business conditions; “*we
have been running our factory full time of ten hours
right along.”

Mr. Alexander recently entertained Mr. A, P, Wil-
ent of Willis & Co. Ltd, Montreal, and Mr, (.
D. Patterson, director of 1 who paid their an
nual visit to *The Old Reliable™ factory, The Willis
firm have been featuring the ** Dominion*’ for
many years,

lis, presi

make

A GUARANTEE TO MUSIC DEALERS

“EDITION WOOD "
VIOLIN and PIANO
MusIC

publisher.

246 SUMMER ST.
BOSTON

We are known to every important Music Dealer in America. Why ? Because our
publications sell, and we stand behind every guarantee given with the sale of our catalogues,

For $50.00

Invoiced as June 1st, 1914, Account

We will send to any reliable dealer a carefully selected stock of our “EDITION WOOD," every volume ina
neatly printed shelf-wrapper for convenience in re-ordering, together with one each of the 241 compositions containedin
our latest “ SUPPLEMENT " to the ** Teacher's Book of Samples " and one each of our best selling songs and violin
and piano compositions (all copyrights excepting Edition Wood) —all for $50.00. Easy terms of payment.

All music sent in this stock is permitted to be sold in Canada. Not copyright infringements upon any

AT THE END OF ONE YEAR from date of purchase, take out those you find unsaleable (if any) and return
them to us. WE WILL EXCHANGE, upon a basis of price for price, for music which you have found by your own
experienee WILL SELL. WE TAKE THE RISK ! To all dealers handling our publications we furnish a liberal
supply of catalogues imprinted on the title with the dealer's name.

The B. F. Wood Music Company

ALSO AT LONDON AND LEIPZIG.

EASY PIANO
TEACHING MUSIC
STANDARD SONGS

Write to us at once !

29 WEST 38th ST.
NEW YORK CITY
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CANADIAN MuUSIC

TRADE NEWS.

Mr. L. O. Kerr, formerly connected with the supply

trade in Canada, but now of Chicag ) Was ent vis

to Toronto

Mr. J. Markle well known in Hamilton Ont., in con

nection with the plano business has joined the selling
staff of Mason & Riseh, Ltd

Mr. J. J. Thomas, superintendent Bell Piano and
Organ Co, factories at Gue Iph. was a patient at the To
ronto General Hospital, where he underwent o suecess
ful operation on one of his eyes

Mr. W, D, Stevenson, of the Sherloel Manning Piano
and Organ Co.,, London, was a recent vi tor to Toronto

on his way from Eastern Ontario

I'he Sherloek-Mun

ning factory is one of the few in Canada that can port
busy

Mr. John Hanna, manager of Anglo-( anadian Music

Co., Toronto, has just left on a business ty p to
where he will the
his firm is featuring in Canada

Ist

London

Visit viarions publishe

My

s whose works

Hanna expeet

return about June
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While in New

piano supply

this season
of the
there a familin

A new eabinet
Newbigging Cabinet (o
inet I'his
especially designed for Columbia
Vi
with double doors and nick:

My
L.,
his recent
S

\
houses
of
disc ords s announced by the
Ltd., of Hamilton
s catalogued No

Mr, la
ineidentally
in trade

ork wse visited some

and observed
lael buoyaney

who are cah

speciailsts [ 68 and

Vietor 1 1o
It is of quartered onk
I plated hinges

Sterling

i
Jewel

The top is 17 by 17 inches

Jack Henderson, of Aetions and Keys

Toronto, is still acknowledging

My
viee-president

congratulations on
marriag Henderson
of the
in wedloek with Miss Gladys Smith
dale lady
States included a visit to
The Musical Monthly
e monthly published

who is a son of

Henderson firm, was joinel
Park
he honeymoon teip to the Southern
Washington

15 the title of an interesting
Jomtly by The Porter Art and
Music Co., Ltd., and the Assiniboia Musie ( Moose
Fhe Musical Monthly onsiderahle

tention to Edison and (

un estimable

young

0. of
Jaw devotes

at

lmbia lines v addition to the

A view in the Grafonola Parlor
The Music Supply Co., who recently
taking, report to the trade in

stock is in first elass shape

completed stock
a cirenlar letter that their
with every Columbia record
- stock, although their Mareh trad
greater than for the sume month of last year.

The Quebee branch of ( W
plans out for a new building, the
PUrpose commencing on May 1st
oeeupaney by December 1st
for March of this year
last year,

Mr. J. Bouchard
subscription

was 70 per cent

Lindsay, Ltd., have
erection of which they
and for
reports trade
I excess of the same month of

completing
This hous

of St. Hyacinthe, in renewing his
to Canadian Music Trades Journal, said
“husiness has heen very good with me for the last few
months.””  Mr. Bouchard has purchased a large bloc
La Framboise Street, which he will transform
general musie store to he opened on June 1st

Mr, J. M.

piano action

k on
nto a
Loose, head of J. M. Loose & Sons, Ltd.,
and key manufacturers, has returned to
Toronto from a vacation in Florid Among the sonth
ern points visited hy him was St Augustine, well known
to Canadians, and where a disastrous hote

! fire occurred

of Winnipeg Piano Co., Winnipeg

various prano and player agencies controlled by the com

panmies i whose interest it
Under the distinguished patronage of
Highnesses the Duke and Due

Djane Lavoie-Herz will ive

IS ISSHeG,

Their
hess of Connaught, Madams
a piano recital in the Cha
tean Laurier concert hall Ottawa, on the evening of April
21st. Madame Lavoie-Herz, who is the wife of Mr, Hers
of the Nordheimer Piano and Musie Co., Toronto, has
been a protege of Lady Laurier, and this «

Royal

ision is her

first recital after returning from six years' study in
Europe. A Stienway piano from the Ottawa salesrooms
of C. W. Lindsay, Ltd., will be used

A catalogue of Columbia-Rena records for the
adian trade is being prepared |
Co. and will be
early date.

Can
w Columbia Graphaphone
in the hands of the distributors at an
As Columbia dealers know, these
all of Old Country recording and are in high favor with
the thousands of English, Irish and Seoteh who have
come to Canada as permanent residents
records are already well and favorably known. "The
catalogue referred to is a 48-page publication listing some
400 titles, embracing all classes of musi

records arve

Columbia-Rena
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A Roman Catholic cathedral to cost $250,000 is to be |
ereeted in Edmonton this year

The Methodist Church at Norwood, Ont has decided
to buy a new pipe organ, the cost to be ahout 3,000

A member of the Methodist congregation at Tilson
hurg, Ont., is presenting the chureh with a pipe organ

Mr. ¥. W, Winter, of Gourlay, Winter & Leeming,
Toronto, has returned from a holiday trip to Bermuda

Mr. W Clarkson, of Clarkson & Cowan, sheet
music and small goods dealers of Montreal Was a recent
trade visitor to Toronto

Mr. E, Whaley, head of W haley, Royee & Co., Litd.,
Toronto, is again able 1o be at his desk after being con
fined to his home for some weeks through the effects of
Seluticy

“Business has been very dull, but we expect it to

ln musical instruments tmprove from now on,”" is the trade report in a recent

vommunication from Mr. John T. Menzies, the well

ﬁnish is all important known music dealer of Sydney, N8

The Preshyterian Chureh at Lunenburg, NS, has

decided to purchase an organ at a cost of WO, Of

After all, not many P€°P|€ are this amount the Carnegie Corporation has agreed to con
very good judges of tone. It takes tribute one-half, A correspondent states that Lunen
an expert to detect the fine in- burg has more musical talent than any other town of

equal population in Nova Scotia.
struments undemeathapooror ‘hnbby " Business is very promising with us at present,”

finish.  So the average buyer wisely reports the Willis Piano & Organ Co., of Halifax, N.S

nods his head when you talk about " Prospects for a big season are very good, although col

tone, and makes up his mind on what l‘m-lums have Iru-.u poor in this distriet during the past
. few months, Wq hope, however, that money will he

he can see. If the instrument looks casier now that spring has opened up and everyone in

right - that's a good half the sale. this locality is optimistic of a prosperous season,’’

The death is reported of Cy Warman, author, whose

works are well known in Canada, where the late Mp
DOl:l\g al®/a rn i Sh Warman had many personal friends and admirer My

Warman was the writer of the song ‘‘Sweet
which had such an immense popularity some years ago,

will give your instruments the best and which, it is stated, netted Mr, Warman about $6.000

finish the wood is capable of taking. in royalties,

It will work ,i|em|y but well in hclp- A new dise talking machine is being put on the
" . market by Sharkey Novelty Co., Toronto. This is a
ing the salesman clinch an order. [ : :

small, hidden horn machine, constructed entirely of

you are sellmga hlgh gradc plano— metal and weighing only nine pounds. The Sharkey

then it deserves nothin less than Novelty Co, are arranging for the Canadian ageney and
8 h & : .
Dougall Varnishes. purpose selling the machine at $13.50 on payments of
one dollar down and one dollar per week.  The machine
If you are sellin a medium or lays standard dise records of the side groove type. It
you g o I cords g |
commercial gradc instrument then has been named the Victoria,

Mr. A, G. Farquharson, general manager of Co- \
lumbia Graphophone Co.’s husiness in Canada, was a
fect of all finishes can give to its guest at the wedding of Miss Gertrude Lyle, daughter
appearances, of the Columbia  Company’s general manager, Mr.
Geo. W. Lyle, whose home is at Hackensack, N.J. The
. wedding ceremony was held at the Second  Reformed
The Dougall vamISh Co' Church of that city, Miss Lyle was married to Mr,
LIMITED Richard Arnault, of Bridgeport, Conn., who is con-
- nected with the Columbia factories,
Mr. Wm. Long, the well known music dealer of
Queen Street: West, Toronto, has returned from a six
W ation in the Southern States, where, accom-
panied by Mrs. Long, he visited a number of the leading
winter resorts, At St Petershurg My Long attended )
a gathering of over forty Canadians, at the invitation of |
a local merchant, Asked about piano business, Mr, Long

in needs everything that this most per-

MONTREAL,

QUEBEC

8" vae

Associated with
MURPHY VARNISH CO., US.A.
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stated that business at home was in capable hands dur-
ing his absence, and he found everything in good shape
on his return,

The R. 8. Williams & Sons Co., Ltd. Toronto, is
featured on the *“Who's Who Among Edison Jobbers,”’
in the Phonograph Monthly for April. A page is also
devoted to portraits of the president, vice-president,
salesmanager, department  managers  and  branch
managers at Montreal, Winnipeg and Calgary. The
R. 8. Williams & Sons Co. was established in 1849 The
small goods and phonograph departments were added
ahout 1897, by Mr, R. 8. Williams, Jr.. now president of
the company,

Mr. C. 8. Dolbeer, sales manager of Thos. A. Edison,
Inc., has severed his connection with that firm to accept
the management of a New York braneh being opened up
hy Babson Bros., the well known Edison jobbers, whose
headquarters are in Chicago, They also have a branch
in Winnipeg. Mr. Dolbeer is held in high esteem with
those members of the Canadian trade that have come in
contact with him, as well as by the United States trade,
where he is, of course, much better known. e has many
friends in both countries, whose hest wishes 2o with him
for success in his new proposition,

GOOD BAND BUSINESS.

Spring trade has opened up very satisfactorily with
Whaley, Royce & Co., Ltd., and they report an unex-
pected activity in hand business, in view of general
financial conditions, Many organizations are securing
new equipments, and this, with old outfits heing re-
modelled, has proved satisfactory business. The sheet
and hook music department also reports good business
with an increased inquiry for the better works.  The
company’s own folios continue in popular demand, and
their retail trade in Toronto shows a decided tendeney
for the bettér class works,

TALKING MACHINE PEOPLE IN SPORT.

Considerable interest was aroused in Toronto trap
shooting circles by the visit here during Easter week of
Miss Jessic Thorpe, the sixteen-year-old daughter of Mr,
Walter Thorpe, president (anadian Vitaphone Co,, Ltd.
A special shoot was arranged for Good Friday morning
by the Balmy Beach Gun Club, in which Miss Thorpe
was a contestant, and she also participated in the regular
Saturday afternoon shoot. In the words of a loeal
sporting editor **Miss Thorpe made some of the veterans
with whom she was competing sit up.”’

A number of visitors turned ont to see the shooting
of the young lady, whose skill is well known in trap
shooting circles in the Eastern States. Her score of 85
per cent. in competition with old and practiced shots
evoked hearty applause and the admiration of the club
members and guests,

Interviewed by the local press, Miss Thorpe expressed
her convietion that every woman should learn to shoot,
It is a healthy sport, heing entirely in the open air and
an unequalled developer of quick thinking and a sharp
eye. Miss Thorpe inherited her love for trap shooting
from her father, who is an expert with the gun,

The officers of Canadian Vitaphone Co., Ltd., and
members of the staff, are now so enthused with trap
shooting that they are contemplating forming a gun
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club. Mr. Fosdick, general manager of the company,
surprised his friends with a one hundred per cent. seore,
they being unaware that he was skilled in this sport. In
a competition with Mr. Fonehell of the vitaphone sell
ing stafl, Mr. Fosdick won out by one lird, and is
naturally elated over making a “possible,”” which is a
rare accomplishment at the trap.

VIOLIN SCHOOL OF MUSIC.

One of the specialties in the stock of the Nordheimer
Piano & Music Co.’s sheet  musie department  is De
Beriot’s Violin School, in the Edition Poters, This is an
entirely new edition, one that M, Sexler, manager of
the Nordheimer sheet music department unhesitatingly
recommends, and the repeat orders for the works of this
standard instructor show that his recommendations
entirely justified.  An important point is that all ex-
planatory remarks are in English, as weli as in Gery i,

Other violin methods obtainable in the Peters edi-
tion at the House of Nordheimer, are “Hermann s
Violin School,” in five volumes. Nordheimer Piano &
Music Co. have the exelusive Canadian ageney of the
Peters edition, and since securing it have had greater
difficulty in keeping the stock on hand than in securing
the orders for the various works included,

are

PLAYER DEMONSTRATION ROLLS.

Mr. H. H. Fiteh, manager of the Canadian branch
of Universal Musie Co., at Toronto, reports a very pleas-
ing trade in Themostyle rolls, their hand played musie.
Mr. Fitch has prepared and sent out a list of those se.
lections in stock, and which ean he shipped immediately
on receipt of order. It will be noticed from the list,
which appeared in the Journal for March, that the music
is classified and placed under different headings.  For
example, the best demonstration rolls are grouped, and
this suggests that retailers do not always take advantage
of the roll maker’s help in selecting the hest demonstra-
tion rolls. The importance of music used in demonstrat-
ing the player to a prospective customer cannot he em-
phasized too strongly.

TAKES HOLIDAY IN ENGLAND,

Mr. A. G. Mortlock, superintendent of the Stanley
piano factory, Toronto, has Jjust sailed for England on
a twelve weeks' vacation. “George,”” as Mr. Mortlock is
more familiarly known in the trade, is accompanied by
Mrs. Mortlock. As it is some time since he has had an
extended vacation, Mr. Mortlock states that he wonld
not care to undertake the strenuous duties ahead in
view of their removal to the new factory. Mr., Mortlock
refers to the purchase by Mr, Stanley of the large fae-
tory on Carlaw Ave. alveady referred to in these
columns,

Just prior to leaving, Mr. Mortlock was made the
recipient of a valuable club hag by the factory and
office staffs. In order to have him carry away a sub-
stantial reminder of the pleasant relations existing be-
tween superintendent and men, the latter purchased an
unusually valuable bag, rvichly fitted, which they pre-
sented with their good wishes for a hon voyage. Mr,
Stanley supplemented this with a purse of gold, by way
of making Mr. Mortlock’s vacation still more enjoyable,

e
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THE PLAYER IN ACCOMPANIMENTS.

That the player piano can be used in playing accom

paniments has heen effectively demonstrated to several
thousand people in
by Mr. D

Refer

Toronto during the past few months
R. Gourlay, of Gourlay, Winter & Leeming
¢ has already bheen made in these columns to a

concert, at which all the accompaniments were played on
the Gourlay-Angelus by Mp During  the

season he played at a number of coneerts for which he

Gourlay

also supplied the voealists and arranged the programmes.
Early in the season his offer to come to the assistance of
a church organization endeavoring to raise funds, was
promptly accepted. This was followed up by numerous
requests for the same programme, hut only a few could
he taken care of

Mr, Gourlay succeeded in not only showing that the
player piano can he suce sfully used in accompaniment
work, but that it may be played with ease and grace by
anyone who will practice, even though never having re
ceived instruetion in manual playing or in reading musie

TORONTO RETAILERS ORGANIZE,
As a result of the meeting of the Toronto piano re
'S, arranged hy the Canadian Music Trades Journal
wl, and fully reported in this publication for
March, an organization of the Toronto retailers has heen
effected

The title of the new association is

“Toronto Retail

Piano Dealers’ Association.”” The officers are: Presi-
dent, Mr. 1. (. Stanton, vice-president  and  general
manager the R. S, Williams & Sons Co, Ltd.; Viee

President, Mr. 11, B Wimperly, manager Toronto hranch
Bell Piano o, ; Seey.-Treas., Mr. Paul Hahn, liead of
Paul Haln & Co., Ltd. The Executive Committee con-
sists of Messrs. H. H. Mason and T. J Howard, in addi
tion to the above named officers

The meeting that resulted in this organization was
called for the purpose of endeavoring to overcome an
unsatisfactory condition of retailing player piano music
The subject has heen taken up at subsequent meetings,
but up to the time of going to press the Journal under
stands that a unanimous conclusion has not been reached,

POPULAR DANCE MUSIC,

With manufacturers of player piano rolls, talking
machine records and publishers of sheet musie all cater-
ing to great demand for dance musie, that demand will
not fall off for the want of attention. In fact it ap-
pears that the coming summer will he something of an
exception in that the dancing eraze will continue on
through the season. In every civilized country, accord-
ing to reports, dancing is in greater favor than ever he-
fore, and the eraze is one of considerable profit to the
musie trade,

Cary & Co, of London, who are represented  in
Canada by Hawkes & Harris Co., of Toronto, are pro-
minent among the English publishers who are featur-
ing pounlar dance musie in addition to their high class
songs and instrumental musie

A selected list of Cary & Co.’s dance music appears
in their announcement in this issue, headed by the now
famous ““Tres Moutarde,”’ hy Ceeil Macklin, which is
deseribed as ““the rage of the world.”” “The Cockney

Crawl™ is another hit hy the same composer, and has
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caught on in England in o manner that surprised even
the publishers,  This is danced by Phyllis Monkman and
Clyde Cook

Cary & Co. have also secured the
“Charivarie,” a new dance hy Professor Cook. This
publishing house by mo means confines itself to dance
music, having many excellent songs, and among those
HJOYING: present popularity are noticed :—** Hullo Miss
ingo,”’ Dr n-Wilkinson; ““The Rag
Time  Policeman,” by D. Green-Wilkinson ; ** Lady
Mine,” by Edmund D. La Touche; **Ever Since,” by
Paul Astor; Thy Fair Face My Fanny,” hy Cyril
Jdenkins; * Flowers of Blue,” hy Godfrey Mulling

world’s rights for

music by

A FEW SONGS FROM OVER THE SEA.

A pamphlet with the ahove title, recently issued hy
Chappell & Co,, Ltd., will interest sheet music dealers
and sheet music department managers.  The House of
Chappell invites attention to seven seasonable selections,
as follows : ‘Oh, Bother’ Sang the Thrush,”” Liza Leh
mann;  “Dearest 1 Bring You Daffodils, Dorothy
Forster; ** Colinette,”” 1 Lyall Phillips; “The Port of
‘Au Revoir,” " Hermann Lohr; “Were I Some Star,"’
Dorothy Forster; ** Roses of Forgiveness,”” Guy 1’Har
delot; *“All Mine Own,” Erie Coates,

Messrs Chappell & Co, also offer a eyele of four songs
of the Southern Isles. The music of these songs is by
Herman Lohr, and is printed in low, medium and high
keys.  Hermann Lohr has been particularly suceessful
in his compositions of English songs, he having the
happy faculty of w riting music attractive to the general
publie,

At their Canadian braneh, 347 Yonge St reet, Toronto,
the trade can secure from Chappell & Co., Ltd., full
particulars concerning “*Songs of the Southern Isles, ™
and A Few Songs from Over the Sea,”’

TWO EYES OF GREY,

One of the greatest song suceesses of the season in
England was “Two Eyes of Grey,” put on the market
by Messrs. Leonard & Co., the well known London pub-
lishing house. This sold - immense quantities in Eng
land and has also been a good seller in this country,
being featured by AngloCanadian Music Co, of
ronto, who have the Canadian ageney of Leonard &
Co.’s works,

Other song successes from the firm of Leonard &
‘o, are **A Sea Legend’ and “Your Love is AllL"

THE VITAPHONE DEMAND,

“Orders for Vitaphones through our teavellers and
hy mail are most pleasing to us and much in excess of
our brightest hopes,”’ reports Mr. W. R. Fosdick, vice.
president and general manager Canadian Vitaphone (0.,
Ltd,, Toronto. *“‘Our greatest problem,” said he, “‘is
to get our factory capacity up to the demand, and this is
rapidly being overcome.”

From their announcement on another page it will he
noticed that Vitaphone, Style 40, can bhe equipped with
a horn for dancing if it is found that the hidden horn
does not carry sufficiently for the purpose, The makers
of the Vitaphone emphasize that it will play any dise
record,
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CANADA'S MUSIC TRADE IMPORTS.
For the fiscal Year ended March 31, 1913, «
imported musical instruments and parts of all kinds to
the value of $2,045.282. as against 1 740 the
twelve months ended Maveh 31, 1912
The items are given in the Blue Book as follows :
Year ended Mareh 31

anada

for

1912 1913
Quantity Value  Quanity Value
Brass band instruments and

bagpipes $81,805
g cabinet 138 877 24481
parts of 13,405
, pipe 0 ' 6,536

machines and finished
including records 40,417

) y e

140

Pinno parts

Piano and organ parts
Other musical
N. O P,

In addition to the above are

instruments

187,011
the
“printed musie, bound or in sheets, and musie for me
chanical players' fog the year ended March 31

Importations  of

1912

1013

$ $286,436
It will be noticed that the customs department con
tinues to include the figures of player piano musie im
portations with sheet music figures, so that there is no
way of arriving at definite figures of
these two items.

Importations ol

CANADA'S MUSIC TRADE EXPORTS.

For the fiscal year ended March 31, 1913, Canada's
exports of pianos, organs and other musical instruments
totalled in value ¥ 04,012, as against $279.976 for the
previous year., The figures are as follows :

1912 1913
Quantity Quantity Value
Organs 2,040 #180,824
Pianos 219

Other musical instraments

4,005

GOOD PLAYER PROSPECTS,

Mr. Thomas Coates, of Prescott, Ont,, reports a grow
ing interest among the musical people of his section in
the player piano, and what musical accomplishment it
is capable of. ““There is not a doubt,”” said Mr. Coates
““that in this line the sales will continue to inere We
have a number of prospects and expect to do a good
sprine trade in players,”” Mp. Contes has the local
Edison I’II-mmzrnph ageney, and trade in this line, he re-
ports, steady and satisfactory. e also earries wing
machines and does quite an extensive trade in this line

S0

NOT GIVING UP REPAIR MEN AND DEALERS.
Hammacher, Schlemmer & Co. Dispel Illusions in This
Connection,

With the approach of spring
statements, pro and con. abont changes in business
policies, business locations and otherwise, and Ham
macher, Schlemmer & (o., New York, announce that in
their particular lines there are no material changes and
that they are better prepared than ever to supply
tuners and repairmen and dealers with the supplies
necessary in these branches.

have come rumors and
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They can ship to tuners everything required in the
way of high-grade
of materials,

tools and all requisites in the line
from a set of pedals to an Empire top
hinge, a set of hammers a strip of felt or punchings
of any kind,

Hammacher, Sehlemmer & Co have made a specialty
of supplying the celebrated Felten & Guilleanme wire
n patent quarter pound clamps for many yvears, and can
also supply the Fly Brand tuning pins in packages of
250 in the sizes required by the repairmen, such as 30
and 4,0 and in the various lengths

Repairmen need have no fear but that they will he
able to procure anything and everything reguired, as
Hammacher, Schlemmer & (o have always expressed a
willingness and a desire to handle the
this business

general run of

CHEERFUL REPORT FROM PETERBOROUGH,
J. M. Greene Music Co. Increase Sales and Collections.
With re
vieinity, My
Greene Music

rence to trade conditions in Peterboro and
M. Greene, general manager of the J, M

Co., stated to the Journal that he con
Mr. J. M. Greene, Peterboro.
sidered them better than in other parts of Ontario. **In

fact™ said Mr. Greene, ““if it were not that people had
heen talking tight money, ete, and had we
away by we would have supposed general
with trade and industries simply

heen shut
ourselves,
conditions excellent,
hooming, "’

This firm’s year ended on
the largest in their history,

wis

February and
Mr. Greene reported that in
February, they doubled their sales of the same month
of 1913, He also quoted figures that showe substan-
tial increase in sales, and cash payments and a reduction
m repossessions.

During the year The J, M. Greene Music Co., opened
up a branch at Madoe which controls the Tweed section,
and this move on their part, they state, is working out
very well indeed. The company look forward to an jm-
proved money market and a good spring, summer and
fall business. The farmers, they find, are in very good
condition and invariably prepared to meet their obli-
gations. Collections they report excellent,

R
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SOLO-ARTIST RECORDS,

The April list of solo-artist records, the hand played
masie being provided by the Otto Higel Co ltd., com
prises a particularly desirable selection,  As the trad
already knows the hand played records by the Otto
Higel Co. are provided with side perforations to oper
ate the solodant, They are also provided with perfora
tions to automatically operate the sustaining pedal of
the piano. The list above pef red to is as follows

No. 500363—Along the Lane that Leads to Lexing-
ton (Durand), T5e.

No. 500375—Captain Cupid (J. W. Bratton), $1.23

No. 500336 —Harlequin, Valse Lente  (Roherts),
*1.50.

No. 500326 —Impromptu, Op. 90, No. 3 (Sehubert
%1.50,

No. 500385—Isle d'Amour (Edwards), $1.:

No. 500316—Little Love, a Little Kiss  (Silesn
$1.50,

No. 500347 —Valse Brillant. Op. 34, No. 1 (Chopin),
$1.75

No. 500356 Valse de Concert, Op. 3 (J. Wieniaw
ski), $1.50

No, 0406 —Valse Parisicnne Roberts), $1.50

No, 500307 Vampire Walty, Coney), $1.75

MONTREAL PIANO MEN VISIT TORONTO.
A. P, Willis and C. D. Patterson Make Annual Call on
Supply Houses,
Mr. A. P. Willis, president of Willis & (., Ltd
Montreal companied by Mr. €', 1), Patterson, a diree
tor and sales manager of the firm, spent ten days in

Toronto during the month visiting the various mem
bers of the supply trade and meeting Willis agents, My
Willis and Mr. Patterson, who were guests at the King
Edwar

SO spent a w end at St. Catharines, wher
Messes. Avery and Hara give Knabe and Willis lines
representation

Mr. Willis® visit to St Catharines was particularly
mteresting to him, as it was the forty-first anniversary
of his last visit to that eity, Referrir

to Messrs, Avery
and Hara, he spoke in flattering terms of ' o memhers
of this firm. My Avery, a veteran of th, [t r War,
was at one time an employee of the Willis firm, and
Mr. Hara is a well known business man m St. Cath-
arines and the Ni
ested in a numb

ara Peninsula, where he is intor
of enterprises. They have recently
added a large illuminated sign in the shape of an up
right piano, showing the keyhoard from cither divec

tion of approach, On the gable and across the hottom
the Knabe and Willis lines are featured in large letters,

Before veturning to their homes in Montreal, M
Willis and Mr. Patterson visited the Dominion Organ
and Piano Co., Ltd., of Bowmanville, whepe they were
the guests of My, JJ W. Alexander, president of that
firm

Mr. Willis* annual visit to Toronto is a fixed insti
tution. and he states that cach suceeeding Year requires
Just a little longer time in this city, not only visiting
the supply firms, hut transacting husiness with Willis
agents and representatives of various firms,

Speaking of trade conditions and prospects, Mr,
Willis considered the poliey of extreme caution the
wise one, though he anticipates good fall business if
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crop results prove satisfactory. In the meantime he
looks for the opening up of spring to bring the usual
improved demand, with, however, no very great expec
tations for the summer months

The new factory of Willis Piano Co., Ltd., at
Therese, of which firm Mr. Willis is also the president,
has made a very great increase in their output possible,
though the firm do not expect 1o attain to the factory
capacity lor some time to come.

Before returning to his home in Montreal Mr, Willis
expressed to the Journal his very great appreciation of
the courteous treatment he had re ‘ived while in To
ronto, and of the efforts of busy men here to make his

VIsit pleasant in  spite of somewhat disagreeable
weather,  He had purposed visiting several of the lo
cal retail warerooms as per his usual custom, hut was
unable to spare the time. As a result of his visit Willis
lines will probably he on display at the Canadian Na
tional Exhibition in Toronto this year,

WILL DISCUSS MUSIC ROLL PXOBLEMS.

“How the music roll can be profitably handled 1y
dealers,” is one of the subjects to be discussed at the
meeting of British nousic dealers, to be held next month
The dealers meet in connection with the annual con
vention of the British Music Trade Exhibition, to be
held at Bournemonth from May 7 to 12,

“Factory

asting” is one of the main topies to he
taken up at the manufacturers’ sessions, and “piteh ™’
is another of the problems to receive attention

There will also he me tings of the Supply Trade As
sociation, joint meetings of manufacturers and dealers,

CHAPPELL & CO. MAKE TALKING MACHINE
RECORDS,

“Not for many a day has there occurred anything in
talking machine circles to aronse such keen interest
as is evineed by the announcement of the issue of dise
records hy the great sheet musie publishing house of
Messes. Chappell & Co., Ltd. New Bond Street, W
says London ** Music Trades Review”: ““It is the out
come, we nnderstand, of their desire to ensure the pub
lication in reord form of the original scores of their
own musical siccesses in conformity with the com
poser’s personai Judgment, 1In giving permission for
the work to he mechanicaly produced, the copyright
owner is within the statute of the Aet in claiming the
right to indicate in what manner his work shall he
given to the publie Messrs, Chappell c¢laim that some
selections have hoen so mutilated as to be almost un
recognizable in relation to the original score, and this
being detrimental to the author’s reputation, they felt
compelled to issue their own record, and so establish
permanently the form in which the work shall be re
corded. To this attitude there ean be no reasonable
objection, for in all such matters, if there he stand
ard, it should certainly rest with the person responsible
for the composition.’

The Toronto Piano String .\luunfnvlln-ilm Co., owned
by Mr. Arthur Jackson, has assigned to J, P, Langley &
Co., Toronto, A ereditors’ meeting is called for April
17, This business was started in 1900 hy W, B, Eccle-
stone. Three years later Mr. Jackson became a partner,
buying out the husiness in 1904,

S —
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ORDERING IN ADVANCE VS, HURRY.UP
ORDERS,

By H. G. Stanton, Vice Pres. and Gen') Mgr. The R. 8. Williams
& Sons Co.,, Ltd,, in Bdison Phonograph Monthly for April,

HE importance of a plan that will insure delivery of

goods when most desived i unfortunately over
looked by wmany dealers, for lack of one successiul
element in business— looking ahead. So many mer

chants form the hahit of leaving everything to the last
minute instead of anticipating the future as far ahead as
they can, laying their plans out to meet it suceessiully,
and thus be always ready.  Many dea no con
ception of how the step in anticipating their wants or
planning ahead will simplify matters for them, inerease
their business, increase their profits, and relieve the
worry, confusion and loss which follow inevitably as a
result of “serambling.”  Lack of preparvation, confined
specifically to placing of advance orde
result of lack of capital, resulting in
stocked and unable to meet
dence in the goods you are

rs have

y I8 usually the
ar of being over
obligations; lack of confi
selling, and the ability of
your organization to sell them, or lack of ordinary husi
ness observation covering local trade conditions,  Any
man in business, with ordinary business prudence, should
be able to estimate with reasonable exactness
machines and how niany
in advanee,

how many
records he will sell six months
and still more exactly what his sales will he
for three months in advance Many deal
give this phase of the husiness no conside
they meet theip
tion

L however,

ition, hecanse
requirements with reasonable satisfae
As a result of this, when the heavy Fall and
Christinas season approaches, the habit of placing orders
only as actually required is formed, and the
of anticipating requirements
is not taken seriously by
this, there is what might
Jobher,

thought
for Fall and Christmas
them. Ag a consequence of
be termed g am, to the
to  the manufacturer, to the transportation com-
panies and to themselves, which results in aggravating
delays, serious loss of business and an unknown hnt
undoubtedly serious Joss of future patronage,

We contend that anywhere from 75% to 959 of
this trouble can he climinated by the placing of advance
orders.  This can be done by every dealer, and instead

CARD SHOWING ORDERS

Type AMBEROLA Vv $100.00 Style
In Stock | Order Date Rec'd | Date
|
3 May 19
3 10 Aug. 1-14 ' 4 May 28
4 6 Sept. 1-14 6 June 10
3 25 Oct. 114 For shipment
13 rush
[ 12 Nov. 1/14

of placing an order for what he will he requiring to-day
or to-morrow, place one order now for what he may want
for immediate shipments, another order for what he may
want for shipments the fipst of next month, and another
order for what he may want on the first of the second
month, and so on, as far ahead as loeal conditions may
warrant; this depending, of course, largely upon his
distance from source of supply, transportation facili.
ties, ete. The only problem that presents itself in order-
ing in advance (and this is a slight one) is that of pro-
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perly recording orders placed,
added to or in any way alte
confusion either to the degler or the jobber
are placed ahead, and then want of
are not recorded, but left 1o memory, and later on the
order duplicated, confusion will, of course, follow ; hut
by having a card system or a hook so areanged that each
type of machine is represented, the page so
headed, the number of machines on order, the whole
proposition is simplified and results in having improved
husiness and many other henefits to the satisfaction of
all concerned,

To permit of onr travellers co-operating with our
denlers, in placing advance orders, we furnish our repre
sentatives each week with # record showing the amount
of monthly business done by each dealer in the town
visited.  With this knowledge brought to the dealer’s
attention, it is a simple matter to show him that his busi
ness should run 101, 1o 20¢,
(or whatever percentage of
conditions in theip

8o that if they are to be
At can be done without
I orders
Some system

for

ahead of the previous year
increase or decrease trade
Judgment, warrants) and ordering
a proportionately greater or lesser amount than was done
in the same month of the previous year,
ied out in the most conservative

Even if this
manner possible,
twWo or three months ahead
stant points, four months ahead ) and dealer
subsequently requested to add as much again to each
month’s order, there is a decided gain: even if, finally
his advance order js for only one-half, that assists us
materially,  We are supe every dealer will appreciate
these facts if brought home to him hy his jobber; the only
condition which wop ngainst it is the lack of system
Therefore we think if » card system, sueh as
shown, wepe adopted it would  pelieve the situation
inlly and it would he highly appr ed by johber,
dealer and publie,

I the same plan were followed in connection with
records—-Standing Orders for S0 many ‘h of new
INSUes, 80 many each of any special issues, the same con
venience would apply to these

This problem has heen such serions one with phono
graph dealers for so many y
can hest he et by each

placed for one,

herein

s, we believe the situation
Jobber reaching his trade
frequently and persistently throughout the months of
August and September, so that when his traveller
calls during September and October, material increase
in “‘Advance orders’ would he made; and if & |ittle
improvement is made this year and developed along still
better lines next, undoubtedly conditions will improve to
the advantage of gl).

The above conditions would apply to every
whether he is the exclusive Edison dealer in his town or
has numerous competitors; hut where thepe are compe.
titors, certainly the necessity for placing advance orders
will he even greater than where there js a limited or no
competition,  Why one dealer will permit his opponent
to exeel him in the matter of service when it is so simple
to anticipate wants thirty or sixty days ahead, we cannot
account for, unless it is that the negleetfu] dealer deli-
herately tries to help his opponent, for we know of few
better ways of doing this than to be out of stock of
popular selling types of machine or records when your
competitor has them

The placing of advanee orders for New Issue records
is of such vital importance to the development of the

dealer,

e
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trade that we think it should be the dealer’s first duty
after the establishing of a alership
The regular dealer’s order sheet  for New Issue
dirvect the factory, and the forms
generally used hy dealers in placing their advance orders
for New
we have found that dealers sometimes mislay or neglect to
place their advance ord rs, 50 that in addition to the form
refereed to from the factory,
bearing our address on one
following ;
“Kindly enter my order
of the New Issue records until | notify you
to discontinu
which we send to each of o Edison dealers, accompanied
hy a letter, deawing his attention to the advisability of
hecoming acquainted with the new records that are being
issued each wmonth, 1t permits of his more intelligently
ordering for his regular stock requirements, and at the
same time to permit his customers to know that on a cor
ach morth they can hear the
list of New Issue records, ull of which means better

records, sent from

Issue records are undoubtedly good ones, but

we have a special posteard
side and on the veverse the

for eieh

tain day or evening of
entire
sery
ness for him,

When the cards are returned to us, we place a stand
ing order on our files for the quantity of records men-
tioned. These records are sent out on the date of ship
ment, but in the meantime should we receive one of the
order blanks from the same dealer (who overlooked he
had placed a standing order with us for one or two or
three of each record each month ) e would take his order
blank, but not ine heyond his standing
order if it was for Just two records.  But where he
ordered four or six or ten, we would send this quantity,
In any event, by his returning the post card placing a
standing order with us for one or more of each record,
he would be assured of receiving the quantity specified
promptly on the New Issue dates

Where advance orders cannot e ained and the
Jobber has to depend upon “Hurey up” serviee, it is
e ry, of course, that the Johher anticipate his own
wants.  Sufficient stock room space in which
veniently arrange records for the quick filling of orde s,
and an efficient staff of ordor clerks and shippers must
be kept available; hut it s hard to accomplish all this
without some check upon service and despateh. To ob.
tain this, we have a time stamp with which every order
received is not only dated but timed as to the minute of
arvival.  The order of ““Write off™” to the department
is also dated and timed, and the schednle of the depart-
ment: provides that every order received in i
partment up to 2 pan. must he shipped that day
freight order, and up to 430 pan. if an expre order,
and there must he sone very good reason for deviation
from this sehedule,

Many dealers wire orders or indicate a special ne-
cessity for their being rushed, in which case special at-
tention is given them from the time they are received
until the time they leave our shipping room, They are,
in other words, given express service,  They are specially
marked when written off, they are specially  followed
through by the senior clerk of the department, and they
are specially marked when they reach the shipping room,
8o that if they reach that department after the hours
above specified, they are given special attention.

y better satisfaction, to his patrons and more busi-

wase his order

to con

more than half the
all and Christmas season will be

If the card system was adopted,
worry during the
turned into pleasure

Follow our Announcements
Monthly and you will have
the Winners,

This is a Daisy :

“Two Eyes of Grey”

By Daisy McGeoch

Apply ANGLO-CANADIAN MUSIC CO,
144 Victoria Street, - - Toronto

LONDON

T.\

MESSRS,
BOSWORTH @ CoO.

Beg o inform the Profession and Trade
tion of a few items disposed of at the rec
logue and Publishing Business of Mysans.

WICKINS @ co.

Mussus, Bosworti & Co. have therefore acquired,
works, the following, which have a lurge Saic
colonies ;

LEONARD & CO., . .

bave, with the excep
urchased the Cata

mong the 3.000
especially in the
RAPID PIANOFORTE "UTOR,

RAPID VIOLIN TUTOR.

HEMY'S ROYAL PIANOFORTE TUTOR
DR. ALLUM'S SCALES,

GROSV OR MUSIC BOOKS,
ANTHEMS. “SUNBEAM" MUSIC BOOKS
VIOLIN MUSIC BOOKS, Erc,

The Copyrights of the STEINGRAEBER EDITION and the FOX

MUSIC PUBLISHING CO. were also recently acquired.

Sole Agents for Canada

MUSGRAVE BROS. @ DAVIES
114115 Stair Bld y St. TORONTO

When you want Sheet or Book Music
Keep Our Publications in Mind

THEY don't stay on your shelves—they
sell. People ask for them. Dealers should
keep a good range of our numbers ready to
fill orders promptly. That's the way to make
the most of the sheet music department.
We are constantly in receipt of New Songs as s

English vocalists. Catalogues sent on request and mu
proval on receipt of satistactory references.

for Edwin Ashdown, L.,
Leonard & Co, and other

the leading
sent on ap-

Bole A
Elkin &

Anglo-Canadian Music Publishers’
Association, Limited
(Ashdown's Music Store)

144 Victoria St. - .

Enoch & So

gents ns,
Co. English houses

Toronto
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“BUILT BY A MASTER"

The

Gerhard Heintzman

Agency

is much more sought by the Dealers
of Canada to-day than was ever the case in
the past. The chief reason is that after
a half century of unbroken honest en-
deavor the Gerhard Heintzman Piano
stands recognized in every province as
the ideal Piano for the home. The
practical men know it contains the most
up-to-date mechanical features and im-
provements,

Gerhard Heintzman

TORONTO - - CANADA

Factory Head Office
41.43 Queen St. West
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THERE ARE thousands of people who
refuse to invest in quality mediocre or un-
known. They emulate the wisdom of
their forebears and buy the piano of our
make because of its intrinsic value in every
detail, large and small!

AND SO—
It's well for you to remember that “when

you sell a Mason & Risch Piano, you sell
the Best Piano Built.”

Mason & Risch Limited

Toronto




