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Music in the Home

“J am a believer in education . . . but
people do not go to concerts from the
education they have received inthe Pub-
lic schools: they go because they are
hearing music.” M. Adhur Farwell,
before the Canadian Club, Toronto

Chere is an argument for more music in
the Public schools. Why shouldn’t a
Public school education make people
want music; make them feel the need of
it in the home?

Monthly $1.00 per annum in Canada, 5s.
in Great Britain, $2.00 in other countries

Published by FULLERTON PUBLISHING CO.
"6-58 Agnes Street, . Toronto, vanada
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i Here Is One Industry That

Eﬁ

g War Cannot Harm |
j In times of stress people want music more than ever. There

3 is another phase of this war besides that which means sacrifice

:3 to so many of us, and that is the phase which deals with its

£ effect on business.

-';'4 Based on past experience it is a safe and sure prediction that

- Columbia business will not only hold up under stress of war,

but it is likely to GO AHEAD!

< This business is SAFE —that at least is certain; and if we are
3 to be guided by parallels at all, Columbia dealers can rightly
look forward to a great and unusual prosperity

D N S N N N N Y Y Y N S o N S O Y e O Y O Y N Y Y YO O Y Y Y o e S e o R T S

(B BV

Columbia Graphophone Company

Factory and Headquarters:

Toronto, . Canada
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R. F. H. BLAIR i
M the musical world a
most finished type.
distinction of being organist of St. Paul's Pres-

byterian Church, Montreal,
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s known throughout
s an artist of the

He also holds the

quality of its music and for its famous choir.

noted for the

He is ¢

y in d d as acc

by all the well known artists visiting Montreal.
Mr. Blair filled with enthusiasm his audience
at a recent concert of the Ottawa Morning
Music Club, where he accompanied his friend,
Mr. F. ii. Rowe, the well known baritone, re-
cently of France and ltaly.

The Martin-Orme Plano Company, Limited

Ottawa

“Manufacturers of Pianofortes of the highest grade only.”
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Karn-Morri
Trade Murk l

I'he Karn
Established
in 1867

Merit Survives s

“Ben Jonson was esteemed greater than Shakespeare at one time,” someone has
said, “but nobody hears as much of him now.” Time tells. It is the test—the
proof—the corrector of mistaken |udgmt~nl.~

In the piano world it is the same as in fifty years a consistent quality has been

dramas. The tone of merit,—the really maintained and a consistently good

best methods of construction, — the piano has been offered the puh]ic by

policy of a house of integrity; these Karn dealers all over Canada.

stand. Their duration is written in de- {

The 1917 Karn Piano embodies all the |

cades rather than years, 5
advantages of that experience, coupled

The establishment of the Karn Piano with all modern improvements, that |
dates back a half century. Through have proved their superiority. !
I'he Karn—"built on honor, sold
on merit.”  One of its chief 9
features is its lasting musical tone 1 l

The KARN-MORRIS Piano & Organ Co., Limited

Head Office—WOODSTOCK, ONTARIO
Factories—WOODSTOCK and LISTOWEL
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During the lifetime

1

of a piano or player

The Otto Higel Action

has an absolutely definite mission to perform. lIts
makers know exactly what is required of it and they
proceed to build each action with all the assurance
and success that results from a clear purpose and
long experience

THE HIGEL METAL PLAYER ACTION

is a brilliant example of what resourcefulness and
Initiative can accomplish when time, labor and
money have never been spared in research and ex
periment to make the OTTO HIGEL PLAYER
ACTION the world's leader

It is Internationally known for its being easy to
operate, carefully made, and dependable in every
climate and condition of weather

The Otto Higel Co. Ltd.

King and Bathurst Sts.
TORONTO . CANADA

Upright Piano Actions
Grand Piano Actions
Player Piano Actions

Player Piano Rolls

! Piano and Organ Keys
Organ Reeds and Reed
Boards

!

H -

The Otto Higel Single Valve Metal Action, Model K.
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he f3ell Biano

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

The difference between the old time Wooden Back and the Bell
etal Back is illustrated above.

The BELL Patent
Sustz‘iining Frame
possesses | HREE
MANIFEST
ADVANTAGES :

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

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

3. Decreased susceptibility to
climatic influences,

The Bell Piano

& Organ Co., Limited d

GUELPH, ONT., and LONDON, ENG.

(Some valuable territory yet available for live

Dealers).

IMPORTANT

to write us.

We are manufacturing Piano and Player Benches for the Trade, and
if you have not yet received illustrations and prices, it will pay you
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The Key to a New Field
for Gourlay Agents

Gourlay salesmen are finding that the Gourlay-Angelus
Player Piano is a man's instrument. Some dealers
think always of the piano's being purchased for the
women folks. But remember—

Men have little time for becoming skilled at the piano, so
they have come to believe either that they are unmusical, or
that hearing good music will satisfy their soul-craving for it
Then some day a man finds himself at a player piano. And
at once music is his! Within himself he feels the stirring of a
power of expression before unknown.

Never again will he be satisfied with less than actually playing music
himself. To all men who love music you can offer, as a means of
personal pleasure, the Gourlay Angelus. It is a man's instrument. It
fills a vacant spot in his busy life. It teaches him the world's greatest
music with the least possible delay and trouble. He will come to love

it—love it for its beautiful tone, tremendous range and power, ex

8_=_o_0
e = :Ld

quisite expression. As the two widely-known names on the key-board

=

show, it is a combination of the splendid pioneer player and the

.
Gourlay Piano. D

Gourlay agents can
interest the men.

e Y
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. . m
Gourlay, Winter & Leeming
Limited [
Head Office and Factories: Salesrooms: m
0]

309-353 Logan Ave. 188 Yonge St.
Toronto Toronto
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GEO. W. STONEMAN & (0.
PIANO VENEERS

Maryland Walnut

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

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

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

845-861 West Erie Street
CHICAGO, - ILLINOIS.




R R =

CANADIAN MUSIC TRADES JOURNAL 7

The Home of Sterling Made-in-Canada Piano Keys and Actions

Stands for

STERLING

—the genuine article—
—100 per cent. value—
—reliable to the core—

It is therefore a most suitable name to describe our piano actions and
keys—the products of Canada's oldest piano supply manufacturing
house,

The materials and workmanship are the finest specialists can secure.
The result is a product that meets the most exacting requirements,
No strain, no test, no continuous use of long duration can create a
condition that the makers did not provide for in Sterling Actions.
The best grade of ivory, the most skillful matching and the greatest
care in making are all taken for granted when you say “‘Sterling
Keys."

Sterling Actions & Keys

LIMITED
Noble Street i Toronto, Canada
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Trailer |

THE FOX
TRAILER

For Moving Musical Instruments

Pianos, phonographs,
records can be delivered quickly and
safely if you own a Fox Trailer.

music rolls and

This trailer carries an 1,800 pound load.
It uses very little extra gasoline, and be-
cause of its direct draft from the trailer
axle, bumping is minimized.

The Fox Trailer has an angle steel
frame, solid rubber truck tires and artil-

lery wheels. It is a strong, serviceable
trailer for all kinds of delivery work.
Model F. 6, shown above, with 6 ft.

box $85
Model F. 8, with 8 ft. rack body 95

Prices F.O.B. Windsor, Ont.

Ask your local automobile dealer to show
you the Fox Trailer, or write us for free
descriptive booklet.

Fox Brothers & Co., Limited, Windsor, Ont.

In the Manufacture of

Piano Hammers and Strings
OUR AIM IS PERFECTION

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

D. M. BEST & CO.

455 King Street, West,

SOLE AGENTS IN CANADA 'ono

FELTS

E. V. Naish Felts,
England.

market.
the most even an
quality procurable.

E. V. NAISH FELTS
WILTON. ENGLAND

Made in  The
These goods are
the “last word” in the felt
They are positively
finest

TORONTO

Sole Agents in Canada for

WIRE

celebrated Latch &
Batchelor English wire, which
is unexcelled by any other for
perfectness in tone and uni-
formity in every particular.

i

T

£
ﬁ,
5
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A new complete list of all SONG ROLLS to date, including the May
Bulletin is now ready for mailing.

The UNIVERSAL
MAY BULLETIN

is replete with snappy, up-to-date selections, including an
especially impressive collection of

Universal Song-Rolls

The musical arrangement of Universal Song-Rolls is responsible for their instantaneous and

continued success. Every roll is hnd-plly.d by the right pianist for that particular style

of music, The word: are printed in clean-cut letters and placed directly opposite the cor-
pondi Every roll is also equipped with expression lines.

JASS and SAXOPHONE

effects are used where adaptable in just the correct proportion—never overdone—never
offensive.

Among the MAY BULLETIN SONG-ROLLS
are the following excellent examples of this type of roll

2009 Because. (Arndt) D'Hardelot $1.02 #2159 Oh Johnny, Oh Johnny, Oh! (Erle- >
#2147 Hawaiian Butterfly. Fox Trot. Jass bach and Hesseg) e M
Arrangement (Morse and Rees) #2161 Pale Yellow Moon. One Step. Jass
Santly 96 Arrangement (Erleb-cl\ and Her-

9

#2155 Far Away in Honolulu. One Step, 208) i
ass Arrangement (Erlebach and #2163 Peruvian Maid. One Step. Jass Ar-
erzog) B. & F Leighton .96 rangement (Wilson and Burdo)

2127 Forgotten. (Arndt) Cowles 1.20 N""f“ o

2129 1 Hear You Calling Me.  (Arndt) B Renty, (i) Nevis A4
arsl 1.20 2089 Somewhere a Voice is Calling.

#2157 Naughty! Naughty! Naughty! Fox (Aral) i
rot. Jass Arrangement (Erle- 2151 Would You Take Back the Love

bach and Herzog) Vincent .90 You Gave Me? (Paris) Ball .96

*These rolls can also be used for dancing.

We urge your trial of them, provided you have the best interest of your Player Depart-
ment and Player customers at heart—otherwise it won't matter.

Send them to the Universal office nearest you.

Orders d promptly and 1
THE UNIVERSAL MUSIC COMPANY
OF CANADA

208 Victoria Street, Toronto
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If you think of the finest Cana-
dian hammers and strings every
time you see this trade-mark, you
will be impressed with the
strength of our registered trade-

Bohne Piano Hammers and Strings

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

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

Our string department, added early in 1913, is con-
forming to the same policy, which policy, and none
other is ever linked up with the name of Bohne
& Co.

241 YONGE STREET
TORONTO

mark.
W. Bohne & Co.
516 Richmond St. W. TORONTO, CANADA
and also at 134th St. and Brook Ave., New York
) Established 1896
We are jealously guarding our qual- TORONTO

ity standard and are determined
that no matter where costs climb,
that the Stanley Quality will
be maintained. Dealers are asked
to take this increasing cost into
their calculations for the future.

STANLEY PIANOS

Write for our prices or a sample,
your orders will be appreciated.
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ings THE END OF YOUR SEARCH
g If you want a line of pianos and players that represents quality from top to bottom,
inside and out ~-that means 100 per cent. value for every cent of their cost—that will
Agement meet every side of the demand for
er indus-
: pnp\ll(\r pand instruments — that
making
will do all this and put a sub
he finest stantial prnﬁt in your bank account
ant  real for every sale made—then your
searc h 18 f'"df'd
I8 con- s
nd none That line is the EVANS BROS.
Bohnr :\pun from immediate needs it 1s
well to know all about such a line
Get particulars now
Evans Bros.
Piano & Mfg. Co., Limited
Ingersoll - Ont.
—
—

. “To start the day without a Wright Piano
Y in my window is like a newspaper
going to press with blank sheets’’

. so spoke an enterprising Wright dealer the other day. He also added that to
neglect changing the window frequently was like the paper going to press with the
same type each issue, having John Smith and
Eliza May Brown married among a perfect forest
of flowers and orange blossoms every week for
a year

A growing list of up-to-date dealers like this
gentleman are making the Wright Piano their
leader—and it is proving a successful leader. To
be a Wright dealer means prestige, profit and
pleasure. The merit of the piano is such that
good business men like to be identified with it

Resolve now that some day you'll
be a Wright agent.

Wrigh

T Piano Co., Ltd. s™4fyrov




12 CANADIAN MUSIC TRADES JOURNAL

Don’t Let Tradition
Hinder your Progress

Improvement and progress
are  constantly knocking
time-honored ideas and
customs into the proverbial
cocked hat. Old ways go to
the scrap-pile, and give place

to the most modern

LONSDALE

pianos are modern. They embody every
known advancement in piano construction
But rest assured we never sacrifice any es-
tablished principle until it is proved out-of-
date The good old methods are adhered
to until a known improvement comes for-
ward. When its being an improvement is
assured you get it in the LONSDALFE.

Don't take our word—judge
for yourself. Order a trial
piano and player

®
Wonsdale Piano €o.

(mecisTERED)
TORONTO.

Office and Factory
Brooklyn Ave. and Queen St,

Lonsdale Style M Louis

Your Aim

—Success, prestige, profits, or call it what

you will, can be readily won and held if
you are representing pianos and players of
the quality and price represented in the

name

LESAGE

LESAGE

instruments are no experiment. They em-
body all the advantages of a practical and
musical experience dating back to 1891,
Their record in itself commends them to the
dealers all over Canada in both great and

small centres.

A. LESAGE

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

ST. THERESE, . P.Q.

‘* Bstablished in 1891 '

i
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Chomas Pipe Toue

‘ Single Manual
""'*"' ’ Keed Organ
N—

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

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

Praise

We shall be pleased to send

specifications and price on re-

quest

Symphony Model

—Chomas Organ & Piann @n., wooosrock onr. e

Newcombe Pianos

Established 1870

“ Never Suffer by Comparison”'

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

This means that Newcombe Pianos have
always lived up to their reputation for un

usual all-around service,

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

In no other piano can you get the "Howard Patent Straining Rods,” which ensure additional
strength and the piano's staying in tune.

Head Office, 359 Yonge St.

Newcombe Pia,no Co. Ltd. Factory, 121-131 Bellwoods Ave.

Toronto, Canada
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MATERIALS FOR

PIANO MANUFACTURERS

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

CORRESPONDENCE INVITED

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

THE GODERICH ORGAN §itinthe

ORDERS have exceeded our expectations.

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

Dealers keep alive, handle the winner.
If you have not a copy of our latest catalogue, Send for it
Prices on stools are withdrawn. Quotations given on -
appllcatlon.
We employ no travellers. Do business by mail.
Send us your orders, we will take care of you.
The GODERICH ORGAN CO., Limited
Factory and Office, GODERICH, ONT.
guﬂﬂnuuunnﬂaﬂc:ﬂur UDUUUUDDDDUﬁnﬂnﬂﬂﬂﬂﬂuﬂng
E Julius Breckwoldt & Company g “Superiorn Piano Plates
8 Manufacturers of 8 s
8 Piano Backs, Boards, Bridges, Bars, Traplevers 5 :
E and Mouldings E MADE BY ,
E Sole Agents for Rudof Giese Wire in Canada and United é THE
g meckwoLoT, Pres W. A. Breckworor, Sec-Treas. O -
ffremeioy s ¢ | SUPERIOR FOUNDRY CO.
o Delgeville, N.Y, Fulton Chain and Tupper Lake 5
g i CLEVELAND, OHIO, USA. ]
o o
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PIANO »» PLAYER TRADE

iqtll ‘lui

Player Accessories.

I'racker Bars, Transmissions, Brass and
Rubber Tubing, Rubber Matting for
Pumper Pedals, Pumper and Player Pedals,
all Special Hardware formed or cast,
Leather Nuts, Push Buttons, Special
Punchings cut from Cloth, Felt, Fibre,
Paper, Pasteboard, and all character of
Leather.
Send inquiries, accompanied by Samples, for
Prices, stating Quantities required.

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

C. F. GOEPEL & COMPANY

SUPPLIERS OF New York

High Grade Commodities

IO THE

Felts, Cloths,

Punchings

Of every description, comprising Name-

board, Stringing, Polishing, Muffler,

Straight and Tapered, in Rolls and Sheets,

etc., Stripped to Width and Length as
wanted

Imported French and also Domestic
Bushing Cloth Hammers

To Bui ilano
uild a Pian

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

Established 1856

Montreal B -

and the immediate margin of profit is
most attractive to the business man.

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

The Craig Piano Company that now—this month, is the time for you

to take up the matter with us. We can
come to terms with responsible agents

Manufacturers of all Styles of Pianos and Players wanting a clean, straightforward piano

proposition,

Canada

e
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All Gut Violin Strings listed below
gut. Every care is taken in their manu

andl strings $3.00

ard praction

andle, 40 strings $4.00
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“Made in Canada ™
Made in Canada” Vielin Strings will prove a business builder for you
are “Made in Canada” from specially selected and prepared English
facture. Our strings are favorably known in every city and town in Canada
wu,Luuu rmLHAnuomc STRINGS ‘‘Made in Canada
Ench string's sing lut witionn, very durable and produces swe How
’ Pr
N 1—E String " th. knotted end Per |
N A 1
No. #06—1 5
RELIANCE STRINGS Made in Canada
\ g ] in wel ide and will nd w Jot of use, u dealer ¢ wtr
1 No. 118K Strings 4 gthe parat velug ‘or by
No. 118 .
No 1 n 2y
JOACHIM STRINGS ‘‘Made in Canada
Will give every sutisfaetion 1 Wlinist who is playing in theatre or d v for
Noo 124 E Finest qualit 4 length ] i I " or b
| No. 12333 '
No. 126—1)
WILLIAMS' ARTIST
A must velinble’ str '
No. 104—Artist par nveloy .
ardl b r by
1 Amn ' par 1oy b bundle put up i d
26
No. 106 Amu » ing In separate envelope, cach bundle put up in daint
8H MADE G or dth STRINGS
No. 145 Reliance—Spun un gt ished w quality b ostring i separate
. ape Each
No. #07—Philbarmonic—Spun on gut or silk. silver plated. barnished wite, cach string i siraight
Tengt s
No. 144—Joachim—Spun on gut cial bell metnl wire, i rute envelupe
No. 167—Vareni—Spun on gut, p silver wire, burnishid, b tring on the market at this price

Send your order to the nearest branch for prompt service

wirza THE Wl LLIAMS 8sons

el LIMITED.

' 165
$0.20 Dosen $1.08
26 1.76
26 1.98
25 1.98

MONTREAL
TORONTO

Experience Not Needed to Apply
| Cross Furniture Polish

Here is a polish that does not depend upon experienced application to get per
Any piano owner can apply this polish and get as good results as an

experienced polisher
WHAT IT DOES
It cleans and gives a beautiful polish to Pianos (the ivory keys as well),
Phonographs, other musical instruments, Furniture, all Highly Finished Woodwork,
White Enamel, Picture Frames, Show Cases; in fact all varnished or enamelled
surfaces; but particularly the fine quality surface of Pianos and Phonographs.

GUARANTEE

fect results.

FURNITURE
POLISH

SHAKE THOROUGHLY|

This Furniture Polish is manufactured strictly according to the instructions
and formula of the late Emile Deboucier, of Paris, and is remarkable for its clean
ing properties and lasting lustre, and is ABSOLUTELY NON-INJURIOUS

DIRECTIONS
MOST 1\||unr\\r”
the

hl I I sH \h I )

PRICES BN v ity

Trade Retail second time to  POLISH

No. 5— 4 oz bottle $2.00 per doz.  25c. he bether." N, second ‘cloth

No. 10—12 oz bottle 4.00 per doz. 50c. o o ”_'4",'3: ::':"“":;W\r

Order a trial shipment to-day. Send to your nearest branch for prompt delivery. iy A ::.":.'."1‘.':.|1" use

winwess THE W LLIAMS &S0Ns @

CALGARY RS, sz s wauiry— LIMITED.

——— rome

MONTREAL
TORONTO
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— Canadian Music Trades Journal

Issued monthly in the interests of the Musical Industries of Canada, including Piano,

Musical Merchandi

and Sheet Music.

Organ, Player Piano, Supply, Talking Machi

$1.00 per year in Canada; 5s. in Great Britain and Colonies;

British Representative

DUNCAN MILLER

PUBLISHED BY

FULLERTON PUBLISHING COMPANY

$2.00 in other countries.

JOHN A. FULLERTON
HARVEY A. JONES

Editors
17 Little Tichfield St., Gt. Portland St 56-58 Agnes Street, - Toronto, Canada Vidiphoss
London W., England Main 3589
VOL. XVIL. TORONTO, MAY, 1917 No. 12

Toronto Piano Retailers’ Annual Meeting.

Banquet at National Club.
“The One Price—the Right Price to Everybody"—Eloquent Address by E. H. Droop, of Wash-

ington, D.C.—Open Discussion on “One Price," “Tuning Schedule,"

“Cartage"

and “Packing”—All Officers Re-elected

AT the annual meeting of the Toronto Retail Piano

Dealers’' Association, held on the evening of April
30, one of the most stirring and forcible addresses ever
listened to in the music trades of this or any other country,
was delivered by Mr. E. H. Droop, who came all the way
from Washington, D.C., in acceptance of the invitation
extended to him, The theme of Mr. Droop's address, which
the Journal reports verbatim, was “The One Price—The
Right Price to Everybody," and was the sentiment of Mr.
Droop’s own experiences during the past nine years in
which the firm of E. H. Droop & Sons, established over
6o years ago, have conducted a One Price System of re-
tailing pianos and players.

The annual meeting of the local association was held at
the National Club at 6.30, when about forty members of
the local trade sat down to dinner. While the meeting was
well attended, it is regrettable that a number of others,
particularly those engaged in retailing exclusively, and who
consider themselves among the smaller firms, did not take
advantage of the opportunity offered, not only to meet
in a social way, but to participate in the exchange of ideas
and opinions and the transaction of business having to do
with the continued betterment of trade conditions and the
objective of which is to eliminate those unnecessary
Sources of inside competition, doubly serious when forces
outside of the trade are so numerous and insistent in their
appeal to the public purse as to require all the co-operation
that it is possible to generate.

Those in Attendance

The members of the trade present and the firms repre-
Sented were as per the following list, copied from the
Tegister:

C. A. Bender, Heintzman & Co., Ltd,

E. C. Scythes, Nordheimer Piano & Music Co.,, Ltd.
Robt. 8. Gourlay, Gourlay, Winter & Leeming, Ltd.
L. Gassard, Nordheimer Piano & Music Co., Ltd.

J. A. Fullerton, Canadian Music Trades Journal,

N. H. Conley, Mason & Risch, Ltd.

C. L. Gray, Mason & Risch, Ltd., London.

C. N. Bender, Heintzman & Co., Ltd.

Chas. Heintzman, Heintzman & Co., Ltd.

H. J. Ragen, Heintzman & Co., Ltd.

Ernest D. Gray, Heintzman & Co., Ltd.

H. A. Jones, Canadian Music Trades Journal,
Burdick A. Trestrail, R. 8. Williams & Sons Co., Ltd

ed U 0.

Arthur T. Villiers, R. 8. Williams & Sons Co., Ltd.

Chas. W, Boyd, R. S. Williams & Sons Co., Ltd.

J. A. Hassall, R. 8. Williams & Sons Co.,, Ltd

C. Fredmong, R. S. Williams & Sons Co., Ltd.

Wm. J. Smith, R. 8. Williams & Sons Co., Ltd.

R. H. Doughty, R. 8. Williams & Sons Co., Ltd.

T. J. Howard, Newcombe Piano Co., Ltd.

G. H. Parkes, Newcombe Piano Co., Ltd.

H. G. Stanton, R. §. Williams & Sons Co., Ltd.

Henry H. Mason, Mason & Risch, Ltd

E. L. Brown, Mason & Risch, Ltd., Hamilton,

H. Durke, Mendelssohn Piano Co.

H. J. Carson, Mendelssohn Piano Co

H. McEntee, R. 8. Williams & Sons Co., Ltd.

R. J. Mitchell, Nordheimer Piano & Music Co., Ltd.

Addison A. Pegg, Nordheimer Piano & Music Co., Ltd.

S. Lavoie Herz, Nordheimer Piano & Music Co., Ltd.

Freeman Wright, Nordheimer Piano & Music Co., Ltd.

T. C. Wright, Nordheimer Piano & Music Co., Ltd.

A. H. Gourlay, Gourlay, Winter & Leeming, Ltd.

D. R. Gourlay, Gourlay, Winter & Leeming, Ltd.

F. Hahn, Paul Hahn & Co.

R. J. Lackie, Gerhard Heintzman, Ltd.

C. S. McDonald, Gerhard Heintzman, Ltd.

Frank 1. Wesley, Gerhard Heintzman, Ltd.

8. F. Baulch, Gerhard Heintzman, Ltd., Secretary.

The chair was occupied by the President, Mr. E. C.
Scythes, and to his right was the guest of the evening. At
the speakers' table also were Mr. R. 8. Gourlay and Mr.
C. A. Bender, president of the Canadian Piano and Organ
Manufacturers' Association,

Dinner served and cigars lighted, the chairman promptly
called the meeting to order and proposed the toast “The
King,"” which was followed by the singing of the National
Anthem, Mr. Scythes then referred to the great honor
done the local trade by the guest of the evening, Mr. E, H.
Droop, himself an exceedingly busy man, coming so great a
distance on his own time and at his own expense out of
the goodness of his heart, to lend a helping hand to the
Canadian trade in its endeavor to establish a one price
basis of piano retailing.

President's Address

The president then reviewed the work of the Associa-
tion during the year, which was done altogether in com-
mittee, no general meeting having been held.

The “Music in the Home" movement was emphasized




CANADIAN MUSIC

as the most notable enterprise of the Association's year of
activity, and for the starting of which Mr. Scythes
claimed credit for the Toronto Retail Piano Dealers’ Asso-
ciation. The organization work preliminary to the incep-
tion of the “Music in the Home" movement and the estab-
lishing of the Canadian Bureau for the Advancement of
Music, was outlined.

Mr. Scythes pointed out that a fund had been raised,
a working director or secretary had been appointed, and
the work of securing readable human interest articles with
which to supply the newspapers had been ¢ d. Al
ready seven dailies and some hundred weeklies were get-
ting the service. In bringing about this campaign, Mr.
Scythes paid tribute to the activities of Messrs. Gourlay,
Mason, Bender and Stanton.

Referring again to the progress of the Toronto Retail
Piano Dealers' Association, the president remarked upon
the comparative absence of complaints of infractions, there
being only two during the entire year, a material decrease
over previous years. This he considered an indication of
the co-operative spirit being developed and fostered by
reason of the organization.

The speaker paid a tribute to the wisdom of the pioneer
officers of the Association in not attempting to legislate
upon too many subjects, and referred to the satisfactory
conditions arising out of the uniformity in terms of cartage,
tuning and packing. Reference was also made to the suc-
cess of active measures to suppress dot and puzzle contests
in piano retailing, which success is of specific advantage to
the trade, not only in Toronto, but throughout the entire
country.

In concluding his address the president remarked on his
good fortune in having the co-operation of an active and
energetic executive. He particularly referred to the work
of the secretary, Mr. 8. F., Baulch.

Secretary-Treasurer’s Report

The secretary-treasurer's report was next asked for,
This Mr. Baulch gave in concise form, and showed the
Association to be in satisfactory financial condition. Mr.
Baulch urged the various bers to id h Ives
recruiters for membership in the Association, and to ask
their fellow dealers, when opportunity offered, to come into
the Association,

The Food Supply Crisis

That the seriousness of the situation with respect to the
food supply is appreciated by those in the music trades,
was evidenced by the subject having a place on the pro-
gramme. Mr. Henry H. Mason, who has been taking an
active part in the Toronto Board of Trade's campaign to
increase the food production by co-operating with the
farmer in getting help for the latter, was called upon to
speak to the subject.

Owing to the amount of business before the meeting Mr.
Mason made his address a short one. He emphasized the
very serious crisis with which Canada, as well as every
other country, is confronted in facing the matter of food
shortage. He invited attention to a pamphlet which had
been placed at each plate. In this pamphlet interesting
facts were pithily compiled, showing the real state of
affairs. Such authorities as Lloyd George, Premier of
England, President Wilson of the United States, Lord
Deavonport, British Food Comptroller, were quoted in
emphasizing that “famine and world hunger are on our
threshold.”

Mr. Mason asked that employers in the music industries
do as is being done in other industries, viz.,, while making
due allowance for fact that staffs have been stripped of
male help owing to enlistments, that as far as possible the
men be given three weeks' vacation during the summer,
instead of two weeks, on condition that the vacation be
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spent in giving assistance to farmers. Employees were
urged to consider the seriousness of the situation and give
their help.

A local feature in which every man could help, even if
only for a few hours, was the work of digging back-yard
gardens for the wives and dependents of absent soldiers
There are thousands of gardens not ordinarily cultivated
that could in this way be made to yield vegetables, helping
to solve the vital problem of food.

Mr. Mason pointed out that those who could put in time
on the farm could get the fullest particulars from Mr
Trimble, Secretary of the War Production Club at 93%
Yonge Street, or those who would co-operate in the digging
up of the gardens of the dependents of absent soldiers could
obtain the names and addresses of those by applying to
D. H. Gibson, c/'o Gordon MacKay & Company. He said,
however, that if letters of inquiry, or applications, were sent
in to him, he would be glad to forward them.

Proposed Dominion Legislation

Mr. C. A. Beader, president of the Canadian Piano and
Organ Manufacturers’ Association, brought to the atten
tion of the meeting the possibility of legislation that would
upset the fixed price principle of merchandising, such as has
made a clean and successful industry of the talking machine
business. The Knowles Bill, reproduced by the Journal in
a previous issue, was read by Mr. Bender, who quoted con-
flicting opinion as to the probability of its ever becoming
law.

The bill introduced in the Dominion House by Mr.
W. E. Knowles, Member for Moose Jaw, to amend the
Criminal Code, is as follows: L

“Any manufacturer, wholesale merchant, dealer, agent,
or commission merchant who either directly or indirectly
stipulates, agrees or arranges that any goods, wares or
merchandise sold or otherwise disposed of by, or to, him,
shall be sold by any purchaser thereof at a price not less
than one prescribed by him, or who in any way endeavors
to prescribe a price below which a purchaser shall not sell
the same, shall be guilty of an offence, and shall be liable
upon summary conviction, to a fine not exceeding five
thousand dollars, or to imprisonment for a term not ex-
ceeding three months, or to both fine and imprisonment.”

Mr. Bender urged a careful watchfulness upon any pro-
posed measure that would jeopardize the principle of sell-
ing at retail at prices fixed by the manufacturer, and which
guaranteed all consumers buying at the same price.

Mr. E. H. Droop Introduced

The chairman at this juncture introduced Mr. Droop,
with a flattering eulogy as to his ability to handle the sub-
ject on which he would speak, and the innate courtesy that
caused him to accede to the request of the local Associa-
tion, through its executive, to come and address its mem-
bers. Mr. Droop was received with resounding applause
and listened to most intently through the delivery of every
sentence of a masterful and eloquently delivered address
which, as stated, is reproduced in full on page 21.

Questions Asked

Following Mr. Droop's address a number of questions
were asked as to the experience of his house in getting the
one price system in effect, the treatment of exchanges, com-
missions, terms and prices, etc.

Mr. Droop explained that on their staffi were only five
teachers, who had been with the house over twenty-five
years. These were looked upon as a part of their organiza-
tion, and to whom commissions were paid only for actual
service rendered, otherwise no commissions are paid to
anybody, though they have lost some sales because of ths
policy.

(Continued on page 27.)
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Style Louis XIV.

Selling Tone

The Mendelssohn Way

In these days of musical advancement, of
music in the home, of a wider desire for
the child’'s musical education, the ques-
tion of tone becomes of supreme im
portance

The piano is no longer wanted for a fur
nishing, for prestige, for custom's sake—
it is wanted for music, and tone is the
foundation of music,

Therefore you find an inc reasing inclina-
tion on the part of dealers to buy tone,
talk tone and sell tone.

Style “30" Player

Toronto .

New Style “E"

There is no better way of selling tone
consistently than the Mendelssohn way.

The Mendelssohn way is a true, pure,
singing tone in every note of every
octave, whether the volume be great or
small. This standard is maintained in
every piano and player produced in the
Mendelssohn factory.

Coupled with Mendelssohn tone is a 20
years' reputation for fine casework, parts

of the highest grade, unusual lasting quali-
ties and a square deal every time.

Cottage Style

MENDELSSOHN PIANO CO.

110 ADELAIDE ST. WEST

- Canada
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A Question of Sales

To go after sales is one thing—every piano dealer

can do that—BUT to GET them is not so easy.

What is the surest way (o accomplish this?  Pros-
pective piano purchasers are like the dealer in this
respect—they buy where they get the best quality
for the lowet figure.

A good thing to remember is that HALF THE
SELLING OF A PIANO IS IN THE
BUYING.

Think it over. If this subject appeals to you,

write us.
L
i
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The Sherlock - Manning Piano Co.
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One Price The Right Price to Everybody

Address by E. H. Droop of Washington, D.C

R. Cheirman and Gentlemen of the Piano Trade of
Toronto It is with a deep sense of gratitude that
I acknowledge your friendly and cordial greeting on this,
the occasion of my first visit to your beautiful city, and
coincident with my expression of thanks and appreciation
I deliver to you fraternal greetings and best wishes from
your brothers-in-the-trade at Washington
I must honestly confess, that when a short time ago the
postman brought me Mr. Scythes'—our good friend's spec
ial delivery letter containing the flattering invitation to be
present on this occasion, and hold forth for a little while

to the Toronto Piano Dealers’ Association

ever before in its history, and as a result, on all sides we
find and taking place; old
methods and old systems are being thrown into the dis

reorganization reconstruction

card,—questionable business practices are rapidly being
eliminated and giving way to a cleaner, clearer and more
comprehensive understanding of the relations that should
exist between buyer and seller; a Higher Power is direct
ing our footsteps and quietly but surely turning them into
channels that lead toward the lands of Open View, A Clear
Conscience and “No Regret.'

In every business circle of the world there is more or

on the subject, “One Price: The Right Price to Every less unrest of a mental and moral character, and men are
body"—1 received one of the real surprises of my life, for asking themselves: “Am I proceeding properly?” “Have
I am only a plain busi I clearly analyzed my
ress man, extremely fond business methods from
of my vocation, but not the standpoint of cause
given much to public and effect?” “Am 1 giv
speaking; when the first ing full measure of ser
thrill was over, this vice to my patrons and
thought flashed through the public?” “Am I, and
my mind: “What can 1 s my organization as cap-

say to that body of repre-
sentative business men
that they do not know, or
what has not already been
said on the subject by
others, more capable than
I?

Realizing my short
comings, the first im-
pulse was to decline, but
out of the trenches jump
ed thought number two,
and fond memory carried
me back to a Convention
time in Detroit eight
years ago, when as presi-
dert of the National As-
sociation of Piano Mer-
chants of America, I had
the privilege and pleasure
of meeting and fraterniz-
ing with many fine, suc-
cessful piano men of the
Dominion of Canada, and
remembering the gracious
consideration which they
accorded my efforts, a re-
solution seized upon me Mr. E. H
to come and renew, as it
were, the “diplomatic relations”; so you see, my friends,
you have brought this hour on yourselves, and you must
take me for better or for worse! 8o, with your kind per-
mission, I'll get on the firing line at once and release a few
thoughts on a subject which 1 regard of vital importance
to every business man who wishes to rear his structure upon
the foundation of permanency.

We must not forget that we are living in an age that
has brought us face to face with more problems than have
confronted any previous generation, in consequence of
which men and women of all countries have found oppor-
tunities for service never before encountered or dreamed
of. There is greater efficiency in the world to-day than

able as either can be
made?"—and last, “Am |
living the life—am 1
treating my fellow-man
with the same considera
tion I should like to re
ceive from him?"

Oh, my friends! These

are  burning questions
and I venture the opinion
that there is not a man

present who has not ask
ed himself o..e or more of
them, and

similar ones,
and let me emphasize
that he is all the better

for having done so, for
questions of this nature
would not crop out in the
mind if there were not a
small voice away down in
the conscience, crying
out and clamoring for re-
cognition

Don't  brush  these
whisperings aside lightly;
listen to the voices; take
up these questions, one
by one, for serious con-
sideration, for in their very essence lies hidden the suc-
cess, the mediocrity or possible failure of your business
enterprise. At this point let us recall the famous rotary
slogan: “He profits most who serves best.”

In ail thing animate and inanimate—spiritual and phy-
sical, mental and moral,—there are two distinct principles
constantly at work; they never rest, they never sleep. It
has been so since time began and will continue through all
eternity. The one is constructive, or positive, the other de-
structive or negative; these antagonistic forces may be
designated by the one word “Evolution,” but for the pur-
poses of this little talk let us use the former classification

The constructive or positive element is ever at work

Washington, 1
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moulding, building, improving,—steadfast in its effort to
uplift, to strengthen, to beautify, to create, to perfect—to
bring to successful fruition its untiring and ceaseless labor.
It may be symbolized by all that is good, useful, beneficial
and beautiful in nature and man; it is light and truth!

The destructive or negative element is equally hard at
work to disintegrate, to destroy, to annihilate; this negative
element is also fear, envy, hatred, malice, jealousy and dis-
honesty. Its symbols are darkness, dissatisfaction and
despair!

From the viewpoint of our physical well being, we know
that if we poke our finger into the fire it will be burned,—
if we play around the habitation of venomous snakes we are
apt to be bitten; if we drop a spark into keg of powder
it will blow up and probably take us with it! Consequently
we give the danger zone as wide a berth as possible; we do
this from an innate sense of self-preservation.

Many examples could be cited to show that each day
we side-step one thing or another, because we know it to
be destructive and that it holds for us the positive ele-
ments of physical danger and discomfiture.

This being true and admitted, then 1 ask why do we
not make a more rigid application of this law of self-pre-
servation to our moral and mental well being? We know
by the same token, that if we steal, lie, deceive, are dis-
loyal or play false in any degree, we are justly the object
of distrust and contempt! Why then say, do or publish any-
thing that even in its remotest sense might be construed as
savoring of untruth, when it is so easy and far more natural
to travel the warm, sunny road to the south?

Why persist with business methods that will not stand
the test of keen, unprejudiced, modern-day analysis,—

hods which ionably contain germs that may
ultimately develop an impairment of confidence and lower-
ing of business standing and integrity; methods that are
surely leading some houses in the trade into early
oblivion!

T say that every man in trade, if he has not already
done so, should immediately make an earnest, conscious
effort to place himself and his respective institution on such
a high plane of business honor and ethics, that only favor-
able criticism can result,—that he should forthwith apply
the law of self-preservation morally and mentally as well
as physically.

In attempting to build an ideal business structure (in
which the qualities of mind and heart should be regarded as
of equal importance with the finances), it is well to remem-
ber that it is only through proper education of the unit
that we can hope to prosper in bringing those in our employ
and the masses generally to a standard of efficiency, and
that the necessary education to a new or an old principle
must begin primarily with yourself (the personal unit) ;
the higher your position in this dear old world, the greater
your responsibility. Whenever we meet a merchant of
recognized ding in a ity, one who is respected
and looked up to by his fellow men because of his integrity
and ability, we know that we are face to face with a man
of character, and wherever we find a man with character,
there will be found character in his methods,—and right
here let me say that your character and your methods are
reflected in your business establishment, and by your per-
sonnel and the merchandise you carry!

One of the steps, in fact in my humble judgment the
most important step toward throwing off fetters that may
bind you to methods of yesterday, and a step that will
prove invaluable in building your new structure, is the
incorporation of the “One Price System” in your business,

You may not all agree with me; to those who do not I
say, don’t condemn it before you've tried it! Let us apply
this simple reasoning—that what yesterday you believed to

be right, may seem wrong to-day when viewed from a dif-
ferent angle, and that the new conclusion may have the
effect of changing the entire current of your life!

It is only natural that as you grow older and gain in
experience you should from time to time change you view
or business policies; not to do so, would not be human, and
no reproach can possibly attach for this; on the contrary,
the added years have brought added knowledge, and in
reaching the change you have undoubtedly taken a step
upward and onward; all the more credit to you then, if
without fear, favor or affection you can speak the simple
truth and say: “Yes, I realize now that my methods are
wrong—I1 will change them forthwith,—I'll bury the old
ones and forget them forever; from now on my business
shall rest on the granite-pedestal of modern-day-approved-
methods, where, subjected to the powerful searchlights of
public opinion, no flaws can be detected in the new struc-
ture.”

This, then, is the constructive principle morally, men-
tally and physically applied, and it conquered you because
its ally, the small voice, would not rest until you had
listened attentively and given heed to its warnings! The
day you adopt the One Price Principle in your business
you are paving the way for future peace of mind and trade
increment!

We should all become imbued with the right principles
of selling, and surely “One Price” is the fundamental, un-
derlying principle of all big, modern-day business suc-
cesses! You can undoubtedly call to mind many instances
without citation on my part. Principles are rules of action
that shape and control our conduct,” and we should en-
deavor always to conduct our affairs with a rigid adher-
ence to those principles which our reason commends as
fixed and sound.

From personal experience extending over a long time,
I know that the One Price System is absolutely sound in
theory and practice, for has not our house been thriving
under it for years?

One Price is predicated on the assumption that the exact
law of reciprocity obtains in your business; that there is no
selfishness, no taking advantage by you because of superior
keenness, but a straightforward, manly and honest deter-
mination to give a “quid pro quo”—100 cents of value for
every dollar received in payment!

But my goods friends, don't think for a moment that you
will not pass through some trying times once you have de-
termined upon adopting: “One Price—The Right Price!”
Its introduction into your business will not be a pink-tea
affair! For a while you will go up against disappointment,
suffer some loss of trade and a reasonable amount of worry;
it will be a new, untried measure,—an innovation with you,
and perhaps you may feel inclined to test it before final
adoption,

My advice is, do all your testing by careful analysis,
do your thinking and investigating beforehand! Convince
yourself absolutely that it is the right thing to do, then cast
the die, and “once you start to cross your Rubicon, don't
stop in the middle, for if you do, you'll get hell from both
sides!”

Know, that when you adopt the One Price System you
will have to mark every instrument in plain figures, at its
final, rock-bottom cash selling price; that you must revise
your present-day figures and base your new prices on factory
cost, plus overhead, plus a fair and reasonable profit; that
you cannot make fictitious allowances for old “trade-ins,”
because you have no “elastic” prices on the new instru-
ments; that you must advertise your pianos at their true
value; that on this new basis you should, if possible, cut
out by its roots that cancerous growth, the commission
evil; that you cannot afford to sell a single instrument on
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the instalment plan unless you charge and collect interest
on each and every payment; that it requires moral courage
of the highest order to refuse cold, hard cash in lesser
amount than that named on the tag; you will see customers
waver in their decision because they cannot get the accus-
tomed discount, and say: “We will call again, we are only
looking around to-day”; you will see them g0 across the
street to a competitor who thrives on the “Get-all-you-
can” plan, and presently emerge with a satisfied grin on
their faces, and a side glance at your shop (that's the mo-
ment when you say things that are not fit to print) ; you'll
g0 home at night with fear in your heart that you've made
a mistake, torn with the thought that you are losing trade
which might just as well be yours; worried almost sick
when a salesman comes in with his tale of woe about the
loss of a sale, which would have been his, “but for that
miserable, fool-thing the ‘One Price System,’ which might
be all right for some houses or some sections, but won't do
for you!" etc., etc.

All this and more of “kith and kin" will fall to your
lot for a little while, but I say, old man, don't worry; don't
be discouraged! Was anything ever worth having that was
not worth fighting for? Was anything big ever “put across”
that did not involve certain elements of courage and sac-
rifice?

Just when the business horizon seems darkest the light
is breaking through, and all you need do then is take a
hitch in your belt, throw back your shoulders, hold high
your head, and face the world with full courage born of
the deep-rooted and matured conviction that you are on the
right track and intend to stay there forever and a day!

Determine bravely on the One Price System,—be inex-
orable in its application and execution, and do not depart
from it on any ground of expediency.

Never mind what the other fellow is doing! Plough
your own furrows straight,—sow good, wholesome seed,—
root out the weeds,—and wait for the harvest! It will come
just as sure as the sun rises and sets, and then you will
wonder how you ever managed to raise crops by any other
methods.

That's what happened to us in our business, and to-day
our much advertised slogan: “Strictly One Price to Every-
body,” is so well known in our territory that it is most un-
usual for any one to ask for a rebate; the rebates are all
deducted before the instrument is offered to the public,
and the salesmen get the marked price or nothing.

Of course our merchandise is so graded in respect to
quality and price that we have no difficulty in catering to a
meagre, as well as an affluent purse; when the customer is
responsible, we gladly make terms that dovetail as nearly
as possible with his ability to pay.

As we all know, there is no cut-and-dried rule in respect
to terms, neither in my judgment can one be formulated
that will be acceptable to and agreed upon between dealers,
After all, terms are purely personal and individual incidents
to a sale, and as each case must be handled purely on its
merits, they should be left entirely to the discretion of the
dealer and his salesmen.

Another thought—having after mature consideration de-
termined on the One Price System you will face for a time
a more or less tedious period of reconstruction in every
department of your business, but don't let that trouble you
for a moment, in any manner, shape or form. The great
Napoleon said: “There is no genius like the genius of labor,
no reward like that which comes to energy, system and per-
severance.” This means, that whatever is worth doing at
all is worth doing thoroughly; throw the entire weight of
your energy and personality into the balance when starting
in with One Price.

The men in your employ,—you “boys” as it were, who
believe in you, who look to you for guidance and advice,—

TRADES JOURNAL

who are imbued with loyalty to you, your business and its
traditions, should and must be made your intimates in every
phase of the new Situation; spend several evenings with
them, a week or more if necessary, and take them into your
confidence; explain carefully every detail of the new policy;
80 in with the “why's and wherefore's” and lead them pa
tiently but firmly to the conviction that the new policy is
not only right and just, but that it is positively the only
method by which cveryone gets the square deal. Your
“boys” must have firm ground to stand on and should be
made to know and feel that the “boss” has real back
bone and stamina,—that under no circumstances may they
come to him with requests for a discount; fortify them with
sound arguments and counsel them not to flinch or show
uneasiness if a few customers do not as readily jump to a
“decision” under the new order of things as under the old!
Impress them with the fact that you intend to main.
tain your premises at all hazards—that they are not em.
ployed to sell “prices,” but that you will look to them to
sell as many, aye, more pianos than they ever did before
and at the respectively tagged figures which your judgment
and your experience have taught you to be absolutely fair
and equitable, To you, the Executive, I say: be willing at
any time to leave your office and come forward with words
of wisdom and encouragement to help the salesmen main-
tain their position with the c ; and to the sal
I say: When you feel that you are nearly at the end of
your rope, with arguments—when you feel the ground giv-
Ing way under you—don't wait until you are in the quick-
sands up to your neck, but send for the “Boss"—post haste !
There's nothing like team work when
and I will be badly mistaken if you'll not find that your men
will enthusiastically fall in with your ideas and the new
policy, if you will only be sure of yourself and not vas-
cillate! The winning over of your men to this new, and
as far as your house is concerned untried, yet unassailably
sound, sane busi policy of i able value, will be
another evidence of the constructive principle at work,—
this time, in transfusion of education along higher lines,—
from the personal unit to many units,

and have consistently refused to be fooled; on the other
hand it will be disappointing to that class of buyers who
are ever on the alert for so-called “bargains”—who gloat
in the belief that through their shrewdness they purchased
a real $400 article for $208, saving for themselves $102 in
coin of the realm!

Don't worry about that class of buyers, or about the
prestidigitateur, known in the trades as the “price-juggler”;
if a few big houses will get together and adopt the One
Price System, boldly and concertedly advertising its ad-
vantages to the buyer, the dyed-in-the-wool price-cutter
should come to a reasonably speedy end,—for he cannot, be-
cause of his long association with the destructive principle,
bring himself into alignment with clean, straightforward
methods of competition, Let me remind you at this point
of the immortal Lincoln's famous saying: “You can fool
some of the people all the time, and all the people some of
the time, but you cannot fool all the people all the time!"

The “price-juggler” is never a business-builder and fear-
less exposure of his methods at every opportunity will
surely shorten his career, or let us hope, it will bring him
to the realization that to live on and prosper, he must line
up with the constructive principle and conform to recog-
nized and accepted methods of modern-day merchandising '

Some years ago I was taught:

vinces more than assertion, and a modest and courteous de-
rude and positive logic
to the present moment

monstration will succeed where a
will fail.” Applying this wisdom

“Suggestion often con.




CANADIAN MUSIC TRADES JOURNAL 2

ur business and its
intimates in every
rral evenings with
ake them into your
of the new policy
and lead them pa
the new policy is
ositively the only
juare deal. Your
on and should be
" has real back
1stances may they
fortify them with
to flinch or show
readily jump to a
as under the old!
| intend to main
they are not em
| look to them to
~ever did before
ch your judgment
ve absolutely fair
ay: be willing at
'ward with words
e salesmen main.
| to the salesman

Otto Heineman Phonograph Supply Co.
25 WEST 4;:1;‘SI:I‘I\QE£T,‘ NEW YORK
FACTORY, ELYRIA, OHIO

TORONTO
CHICAGO ATLANTA sEATRE Lumsden Building

ANNOUNCEMENT

Re Canadian Branch
To the Trade:

We beg to announce that we have opened
our Canadian branch and are now settled in per-
manent quarters at the Lumsden Building, Yonge
and Adelaide Streets, Toronto rooms 302 and
303, Phone Main 3054.
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At this address, right in the heart of
Toronto’s business section, we are carrying a large
and complete stock of Heineman motors—knpwn
all over the continent as the “ Motors of Quality.”
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»ol" buyers who . . .
. Another feature of our Canadian policy is
g the maintenance of a service department, in charge
of a motor expert whose co-operation is at the dis-

posal of the Canadian trade direct from Toronto.
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We are at your direct service with quality

products, quantity production, and prompt ship-
ments.

President
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IANO dealers desirous of securing an attractive
and beautifully finished line of pianos, who
want a contract that will enable them to make
money readily and steadily, should secure the exclu-
sive agency ér Mozart pianos. The opportunity
1s yours to-day.

Write, wire or telephone

NATIONAL PIANO COMPANY LIMITED

Warerooms: 266 and 268 Yonge Street
TORONTO

me

you
the:
It i
is t

bus
sive
stee
‘
onir
ing
sery
any
cisi
(
One
ness
it
I
will
grov
repu
your
she
“Suc
scinf
the
from
your
over
thusi
have
foun

It
ins d
differ
replie
pect
In hi
men
consu
valua
price
them:s

Hi
ness
deales
a pros
excha
hand
worth
which
purch
this v
elimin
closel,

- P



CANADIAN MUSIC

let me say, if, after this trespass on your time, 1 have suc
ceeded by suggestion and a few illustrations in converting
only one to my belief, that in all dealings with our fellow
men we should be actuated by the higher sentiments of
human nature—that we should strive earnestly and con-
scientiously to place ourselves and our respective business
institutions on a plane that is beyond pale of unfavorable
criticism or reproach, then my purpose through this feeble
effort is accomplished.

In conclusion, I ask you men of the piano trade to let
me impress you with all the power and earnestness at my
command, that the One Price System is here to stay, and
you had better get in line with it if you are not already
there! It is no longer an experiment, neither is it a theory!
It is a recognized, guiding principle in honest business! It
is the New Pole Star in the firmament of merchandising !

Unerringly, and without variation, the needle in the
business compass points toward it, and the most progres-
sive houses in every trade are shaping their courses and
steering by its direction to all ports of the world!

Will you continue to navigate by old charts and reck-
onings which do not reveal all the hidden shoals and lurk-
ing dangers, or will you adopt the new soundings and ob-
servations and fearlessly travel the oceans of trade under
any and all conditions? You are the captains, and the de-
cision rests with you!

Once more I beg you to accept my assurance—that the
One Price System is a distinct uplift to every man's busi-
ness, and you cannot estimate its value until you have tried
it

If fearlessly conducted and consistently adhered to, it
will make you more independent; it will make business
grow; it will inspire greater confidence and add to your
reputation; it will provoke the respect and admiration of
your fellow-men for your integrity and foresight,—and as
she buffets the waves of commerce, headed for the port
“Success,” to which you are being guided and welcomed by
scintillating rays from the beacon of “Clean Methods,"—
the sails on your ship of business will fill out and expand
from the force, and plenty of the trade winds that blow
your way, and once safely at anchor,—you will look back
over the interesting journey, and with genuine love, en-
thusiasm and satisfaction born of the consciousness that you
have done what is right, you will joyously exclaim: “I have
found my business salvation!”

Toronto Piano Retail Dealers’ Meeting
Concluded from Page 18
In answer to a question as to whether in valuating trade-
ins different men of his sales staff ever happened to make
different valuations on the same instrument, Mr, Droop
replied that system could easily prevent this. Every pros-
pect and all particulars could be recorded on a card index.
In his own firm salesmen reported every night. Sometimes
men made valuations themselves, and in other cases they
consulted with the firm and then went back and gave the
valuation. He prophesied that in the adoption of the one
price system trade-ins and commissions would take care of
. themselves.
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Vote of Thanks to the Speaker

Mr. R. 8. Gourlay moved a vote of thanks to the guest
of the evening. In doing so he remarked that a number
of local firms were doing a large part of their business on a
fixed price basis and were working toward the total adop-
tion of one price, a cardinal principle of service and ethics
in the piano business, or any other business

Mr. Gourlay urged the recognition of responsibility to
the buyer in giving service, in quality of product at right
prices. Another principle emphasized by him was that no
firm had the right to give the use of funds which the firm
might be able to centrol by reason of his connection with
the bank, without mak ng an adequate interest charge. One
of the difficulties to be overcome in estabi iing fixed prices
in Canada he pointed out to be the resuly of a large part
of the retailing in Toronto being factory to warehouse
business, and therefore no freight charges to add to the
price of the instrument, as is necessary in shipping to dis-
tant points, where it might be necessary to add a consider-
able amount because of transportation costs. Mr. Gourlay
looked back to what he aptly termed the “lightning rod"
ways of doing business now gone forever, when “the man
who trusted you was the man you sometimes soaked.”

He hoped the result of the very able and eloquent ad-
dress of Mr. Droop, so forcibly presented, would be the
establishing of the principle * The one price—the right
price, and get your interest.”

Mr. H. G. Stanton seconded the vote of thanks, and
observed that Mr. Droop's coming was a generous tribute
to what one piano man will do to help another. Said he,
"We know Mr. Droop as the first celebrity to come among
us, and we will all live to love our first love.”

Canadian Piano Quality Commended

In acknowledging the rounds of applause of his audi-
ence and the tributes of the mover and seconder of the re-
solution of appreciation, Mr. Droop took occasion to pay a
compliment to the quality of Canadian pianos. During the
day he had visited several of the local warerooms, played
on the pianos displayed, and was amazed at the good round
quality of tone and the magnificent quality of the pianos
all the way through. He was inclined to agree that the
goods were of a higher quality than the lines of the same
class of United States manufacture. He was also im-
pressed with the considerate way in which the heads of the
various concerns spoke of the products of their com-
petitors.

Urges Maintenance Standard

This suggested to Mr. Gourlay the great danger against
which he urged Canadian manufacturers to be very careful,
viz,, the lowering of the standard of Canadian manufac-
ture because of the difficulty of securing materials and
their seriously high cost, co-incident with which is the
temptation to accept substitues urged upon them. He
feared that already in some cases standards had declined,
but this, he hoped, would prove only a temporary condi-
tion. Mr. Gourlay remarked that in addressing the Na-
tional Manufacturers’ Association of the United States at
Detroit, he took occasion to tell the manufacturers there
that the standard of quality in Canadian manu-

He told of a plan being tried out in the bile busi-
ness by a number of dealers in a certain centre. The
dealers decided to discontinue handling trade-ins. When

a prospect with a used car comes along he is referred to the
© exchange that has been formed to take care of the second

hand cars. The exchange values the machine at its actual
. worth, issues to the owner a voucher for the amount, and
~ which voucher he turns in as cash on the new car he may
- purchase. The dealer from whom he buys then exchanges
~ this voucher for the cheque of the exchange. This plan
~ eliminates the used car problem, and the plan is being
~ closely watched by the piano trade in the vicinity,

3

factures of all kinds was much higher than in the United
States, and this was not evidenced more in any industry
than in the manufacture of pianos, notwithstanding the
sparse population, limited market and heavy selling costs
in this country. Turning to Mr. Droop he said, “This
Canadian standard which surprises you is the highest in
the world, and the piano trade of this country produces no
thump boxes.”
Election of Officers

A precedent having been established for the re-election

of officers to a second term, the nominating committee's
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\\f; ciation of the Grand Piano is
NN g growing stronger and stronger,

it is particularly gratifying to
be able to announce further im-
pr ts in the Nordhei

Grand — improvements that
place this instrument in a posi-
tion of unquestioned suprem-

acy. The New Nordheimer 1
Grand embodies the Duplex principle in Grand Piano construction — a
marvellous development of tonal beauty. -

This signal triumph in piano-making reflects favorably on the Nordheimer
dealer. A piano merchant may get sales on a cheap piano — but a high- (
grade instrument such as this is the only real foundation for business building.

This new develop t in the Nordhei , together with the prestige of the e
name " Nordheimer,” cannot fail to place Nordheimer dealers in an advan- 1
tageous position. It means much to the merchant to be able to meet the most it
exacting requirements in a Grand of Canadian make.

NORDHEIMER PIANO & MUSIC COMPANY

Corner Yonge and Albert Sts. . Toronto "
e .
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fecommendation that the president, vice-president and
Secretary-treasurer be re-elected, was unanimously carried

The officers for the ensuing year are:

President—E. C. Scythes.

Vice-president—Wm. Long

Secretary-treasurer—8. F. Baulch.

Executive Committee—Henry H. Mason,
Hoare, H. G. Stanton

Nominating Committee—D. R. Gourlay, C. A. Bender,
R. F. Wilkes.

Schedule of Charges for Tuning Pianos

John E

The question of increased cost of piano tunings was
Brought up, and the following schedule of charges, after
@ short di ion i ded for adoption
By the local trade. These prices represent a slight increase
in tunings for players only.

ly rec

Single tuning, upright pianos $2.00
Three tunings per year, upright pianos 5.00
Four tunings per year, upright pianos 6.00
Single tuning, player pianos 3.00
Three tunings per year, player pianos 8.00
Four tunings per year, player pianos 10.00
Single tuning, grand pianos 3.00
Three tunings per year, grand pianos 8.00
Four tunings per year, grand pianos 10.00
Repairs per hour 1.00

Re Free Tunings

The suggestion that the practice of giving any free tun-
dngs with a piano sale be discontinued, provoked consider-
able discussion. It was agreed that as a matter of service
%o the customer, and as a help in educating the public to
the necessity of tuning the piano, it should be tuned at
least once without charge. Opinion was divided as to
Whether this free tuning option should be open for a
year, or not extended beyond two months from the date
of delivery. It was finally decided, on vote, that the free
tuning be given within six months, after which all tunings
be charged for.

The former resolution re pianos on rent at con-
Bervatories, colleges, musical schools, etc., be tuned free,
Wwas re-affirmed. The “musical school” is defined as having
ot less than five instruments for teaching purposes.

It was brought to the attention of the meeting by Mr.
D. R. Gourlay, that the rates of transportation to the Island
had been raised two dollars per instrument. It was there-
fore found necessary to advance the charge for Island
Meliveries from eight dollars to ten dollars,

It was decided also that increased cost of packing
pianos required the charge for this service being raised
from $6.00 to $7.50, plus the regular cartage charge.

Regarding free tunings, it was pointed out by Mr, E. L,
Brown, manager of the Mason & Risch branch at Hamilton,
“who was present, that the dealers in that city had done
fhw-y with free tunings and had placed a limit on the
‘amount of commissions paid on sales, these being $5.00 on
‘second hand instruments, $10 on new uprights, and not
‘more than $15 on player sales.

L' T. J. Howard of the Newcombe Piano Co., thought it

ould be a mistake to discontinue the custom of one free
tuning with the piano, as it was a service that he thought
the customer entitled to.

Mr. H. G. Stanton agreed with Mr. Howard, and referred
to the policy of service in the motor car industry as tend-
ing to educate customers to the need of caring for the car.
Similarly, tuning the piano for the customer tends to em-
phasize the need of caring for the piano.

Mr. A. A. Pegg of Nordheimer's, thought the free tun-

ilege should not be extended beyond two months.

Mr. E. D. Gray of Heintzman & Co., thought that to be
of service to the purchaser the latter should have at least
@ year to exercise the free tuning option.

It was then decided that the free tuning should not be
given after six months, as above stated.

Mr. C. L. Gray, manager of the London branch of Mason
& Risch, Ltd., offered the suggestion that tuning charges
in Toronto should not be less than in London, where they
are $2.50 for uprights.

This brought the business of the meeting to a conclu-
sion, and in honor of the guest the gathering rose and sang
“My Country 'Tis of Thee,” followed by “God Save the
King,” after which the gathering dispersed.

Use Your Bank

M ETHODS of financing employed by retailers show

that some of them are not using the service that it
is the business of the banks to give. A bank should be, and
is, more than an institution in which to deposit money for
the purpose of checking out again.

There has been a revision of the status of piano paper
within recent years, and the music dealer who conducts
himself and his business as he knows that both should be
conducted, can secure advantageous service from the bank
that will compensate for limitations of capital.

Why is talking machine paper so much more acceptable
with banks than piano paper? Every dealer knows the
answer, and at that there are, too, a lot of them leaning
on their wholesalers, asking for long datings and frequent
renewals instead of getting money in a business-like way
from the bank and taking advantage of every cash discount
in paying for goods bought.

What it means to have money when making purchases
the dealer knows better than anyone can tell him. Money
is a powerful persuader. The wholesaler has a high regard
for the cash buyer, nor would he be humane if he did not
It is natural that the cash buyer will get service and at-
tention in countless ways that the debtor who is being
constantly prodded for payment has no right to expect.

The retailer of musical instruments, particularly of
talking machines, is not limited to the business that can
be done on his cash capital of a thousand, five, ten or
twenty thousand dollars, or whatever he has.

He can use the bank. The bank is there for that pur-
pose. But, one retailer may be able to borrow up to
eighty per cent. of the face of the collateral offered, while
the banker would not give the slightest encouragement to
another applicant for a loan. The latter may, or may not,
be given a reason by the bank, but should know without
being informed that he is not a good moral risk,

And what is a good moral risk? Just what some piano
men are not, and that is not the bank's fault. What is the
logical requirement of the banker when asked to discount
the music dealer's notes? What influences him for or
against your paper? He demands what any good business
man knows is right; that the borrower be of good moral
character, that he is a man of his word, that he attends to
business, that he is a good buyer, that he sells at a profit,
that he extends credit only to safe accounts, that he gets
substantial down payments, and makes only obligations he
can meet, or if he cannot meet a maturity obligation in
full will make provision for it. Also remember that the
banker is partial to short date paper.

“Next t' a good resturint th' hardust thing to find is
yisterday's papur,” says Kin Hubbard. From what the
trade is saying the Journal thought it was good salesmen.

A piano tuner in Poughkeepsie has had a street in that
town named after him. Doesn't that look as if tuning is a
dignified profession?
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Talking Machine and Record Section
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Cases of Wrong End Foremost

‘A RECRUITING officer who sees the funny side of

things, is said to have remarked, on seeing a fine look-
ing, but terribly round-shouldered young man: “If his
head were on the other way, wouldn't he have a whale of a
ghest?" There are still some men in the trade who cannot
discern between the chest and the round shoulders. They
would need to have conditions reversed to make their view-
point correct,

The talking machine industry is very largely based on
the sale of records, for without the music there would be
Bo call for machines of any description. Yet there are
salesmen who are not sufficiently impressed with what the
fecord sales really amount to. The other day, just before
lunch, a salesman said to the Journal, “As long as I sell
the machines 1 don't care who does the record business.”
Just after lunch that day a gentleman told the Journal, “I
bought $70 worth of records just before Christmas, and I
guess it's about time I was selecting some more.” He
owned a $130 machine, and here was one purchase of
fecords of over one-half that amount. The man who
doesn’t care who sells the records isn't worried about good
business going to a competitor.

As time goes on the opportunities in the record end of
the business become more apparent. The good music that
has been issued by the record companies has educated the
masses, which in turn has created a larger demand. “It
would astonish you to hear what our boys go around
whistling,” said the manager of a large out-of-town paper
factory. “You don't hear so much popular stuff as you
Wsed to. It's the great airs that they become familiar
with through the phonograph records.” A writer in the
Toronto Globe's “Music in the Home" page, said: “To-
day in non-musical homes there is a broader knowledge of
©pera than in the musical homes of 20 years ago.” For this
and other reasons given, he says, “the upturned nose of
the professional musician at the mention of ‘canned music,’
- s unwisely tilted.”

For the thousands whose enjoyment is in the popular
Music, the records offer the latest hits in remarkably good
time, and as for dance records, their success has been so
Roteworthy that comment is unnecessary.

Indeed, if the trade could collect the reasons why
People buy machines, it would surprise those who think
always of the machine's creating a demand for records, to
learn in how many cases the records have sold the machine.

=

L=

Less travel, less formal social functions, less
show and more music in the home—isn't that one
of the lessons of the war?

T

§ Combatting the Scarcity of Help
i WO suggestions have reached the Journal dealing with
phases of the shortage of competent salesmen. One
rty pointed out that in an effort to keep farmers' sons
n the land, investigators found that the great majority
f farmers who had sons with them on the farm, paid them
n the same way as they would a hired man. It was advised
hat this method should be superseded by taking the sons

nto partnership,

T

How many talking machine men are planning to take
their sons into partnership? The status of the business of
selling musical instruments was never as high as it is to-
day. The industry is calling for men of the greatest in-
tegrity, ability, energy and ambition. The future of the
industry warrants the investment of all these, and capital
as well. It has also been pointed out that it is worth while
to keep an eye on the young fellows finishing their high
school education for recruits for the selling ranks in talk-
ing machine stores.

The second suggestion came from a man who saw a
leakage, due to the letting out of certain men who were
steady and reliable, but considered “square pegs in round

"' Uplift' is what someone thinks people should
have, and that is theory. * What the people want’
is what someone thinks they want. and that again
is theory. We don't know these things. How do
people know whether they want good music until
they know what it is? "—Mr. Arthur Farwell, be-
fore the Canadian Club, Toronto.

holes.” "Often,” said he, “you may have an office man that
cannot make good in the routine of bookkeeping. But
before you accept his resignation make sure you are not
losing the makings of a good salesman. Or you may have a
man who cannot win success in the piano field, Perhaps he
would be a crackerjack in selling records. A poor sales-
man is not necessarily a poor credit man or a poor col-
lector, and so on.”

With the recent advance in the cost of selling there is a
corresponding increase in the cost of hiring and firing;
80 that it is costly to let a man BO, as a misfit, if he could
make good in another department. “When unable to se-
cure male help,” said another dealer, “the fact of fixed
prices in the talking machine field made me decide to try
a saleswoman, and I consider the experiment a success.

Place of the Talking Machine in the Life of the
World's Most Influential Newspaperman

EVERYBODY'S Magazine for April contained a very

interesting sketch by Isaac F. Marcosson, of Lord
Northcliffe’s life and work, particularly since the war, The
appended extract gives a glimpse of the great newspaper-
man in an hour of recreation in his home: “There is one
definite rule in Northclifie’s scheme of life that the over-
worked American millionaire may well heed. Save in a
great national crisis, his work for the day ends when the
time for dinner begins. No guest in any of Northcliffe’s
houses will talk ‘shop’ from that moment on. Then you
see Northcliffe the Boy—the dynamic Peter Pan who will
never grow up!

“I like to recall an evening at Elmwood, the smallest
of his country places, but the one to which he is most at-
tached by sentimental ties, because he bought it out of his
first large earnings. There were only a few of us down
there. After dinner Northclifie said: ‘Let's have the
phonograph.’ He stretched himself on a huge couch, puffed
away at a great cigar of the dreadnought size that j A
Morgan used to smoke, and luxuriated in American rag-
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time that ranged from ‘Down in Tennessee' to ‘Alexander's
Rag-time Band.'"

Men both humble and great find music in the home a
real necessity

The Talking Machine Needle Industry in England

THE London Music Trades Review says: “The girls
of Sheffield are very smart at learning new trades
Two industries which promise to become established in-
stitutions in this country, are doll-making and the making
of talking machine needles. What we are especially in-
terested in is the fact that Sheffield girls have learned to
make talking machine needles. At one time the millions of
talking machine needles required in all the countries of the
globe were provided principally by Germany and America.
Then a Sheffield firm of hackle-pin makers ten years ago
bethought themselves of entering into competition, and did
so successfully up to two years ago. The demand for
hackle-pins, which, by-the-bye, a e used for combing tex-
tiles, has now been so increased by Government require-
ments tHat the output of gramor! . re needles has had to be
curtailed.
" ‘Yet," says the principal par:ner of the above-mentioned
Sheffield firm, ‘one talking machine firm alone has

Only by training little childien to love and to
Fnow what is good can we hope to accomplish real
musical piogress in America—]oseph Stransky.

offered to take 25,000,000 needles a
daresay we could sell 40,000,000 Or 50,000,000 a week
if we could produce them.” 4,000,000 or 50,000,000
a week must give employment to many people and
is another indication of the trade that will be ours if
we only go the right way to work to secure it. The ordin-
ary man has simply no idea of the number of needles used.
One company alone, we are told, will order up to 25,000,000
a week, and in Russia there is a demand for many millions.
‘I daresay,’ says the representative of the firm mentioned,
‘there would be enough work in the making of needles to
employ 4,000 or §,000 people after the war.'

“The Sheffield Daily Telegraph gives this account of
girls helping with needle-making: ‘It is dirty work, but
the girls evidently enjoy it, and a sound of singing mingles
with the whirr of the machinery. Hackle-pins and talking
machine needles are identically the same thing, except for
the question of length, and girls are responsible for the
sharpening of the points and cutting the wire to the correct
lengths. Such process as hardening in a red-hot furnace
must perforce be done by a man.

week, and I
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“'The final task of scouring or cleansing the needles
requires machinery, which is also in charge of a man, thoug!
a girl has recently been put to the work of unwrapping the
blackened bundles of many thicknesses of cloth in which the
needles are packed to undergo this process. As an outlel
for feminine labor after the war this work seems to offer
valuable possibilities. In this essential matter of making
preparations to start factories immediately on the close
of the war, there seems, however, always to be one ap
parently insurmountable barrier—the difficulty of getting
the necessary machinery made. We can hardly pretend
to be competent judges of the matter, yet it does seem tc
us that forethought absolutely demands that some provision
should be made, if possible, for the supply of such ma.
chinery.' "

The Univercal Appeal of Good Records

THE widening liking for good records is set forth by

William Braid White in this extract from an article
in Talking Machine World: “It is well to remember that
while the sound-reproduc ng machine is a ‘talking machine,’
it is quite as much a singing machine, a playing machine—
a machine that reproduces anything and everything in sound
Will you, then, let me begin by insisting that our various
makes are tone machines, as well as talking machines; that
they are more interesting, more valuable and a hundred
times more saleable when we concentrate on the ‘tone’ side?
Let us get that fixed to begin with,

“Now—what has made our sound machine worth while
as a sales proposition? Plainly, the record. If you could
not get Carusos, the Lazaros, the Muratores, the Ciccolinis
and all the rest of them, the business would not be worth
much. It is the fact that the creators of the modern de-
velopment of the talking machine saw this, and banked on
it, that makes the business of to-day possible. Yet this
very fact, this one great overshadowing fact, is often ne-
glected by the rank and file of retailers.

“The simple fact is that the record sells the machine and
the machine sells the record, but that neither can sell itself
or command a sale of and by itself. Therefore, to sell
many machines we must sell still more records; and con.
versely, to sell the right number of records we must sell
the right number of machines. At the present moment, |
want to confine the discussion to the record.

“What makes a record saleable? Some people will glibly
tell you that the advertising is what sells them generally
and that people frequently pay high prices for the privilege
of listening to a great voice when they really do not appre-
ciate its beauties. We are told, in short, that it is not ne-
cessarily the intrinsic merit of the record, but the fact that
it has been boosted nationally that makes it a hit. Is this
true?

Established 1870 Incorporated 1917

W. H. BAGgsHAW Co.

LOWELL, MASS.
Why ?

Known the world over
Used the world over

Why ?

-
Bagshaw Needles

Use Our No. 1279

sauncins Cover Support

It is noiseless, perfectly balanced, easily applied, and
inexpensive. Send for sample.
We make a full line of

TALKING MACHINE HARDWARE

Tone rods, needle cups, needle rests, all styles of
cover supports, knobs, continuous hinges, etc
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“Partly, no doubt, but quite as much not so. Adver- "
tising, just remember in passing, will start anything; but it
takes merit to keep it going! The records of fine singing
may get their first start through the cleverly conceived
publicity of the makers; but not all the publicity in the
world can keep them going unless the public really like
them. And, in fact, the longer you think it over, the more
you will see that people who never took a singing lesson,
who cannot sing a note, who will candidly tell you that
classical music bores them stiff, nevertheless do like to
hear fine voices and will buy records of such voices.

“Keep a systematic set of memoranda regarding your
sales, the kind of persons who buy records, the kind of
records they buy and the changes in their taste indi
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of familiarity with the art of music that stands in their
way when the question of record-buying comes up. At the
same time, we all know that when once a purchaser has
been induced to listen a few times, the lure of art-singing,
art-playing and art-music in general begins to be felt; and
then the cheap stuff is never quite as alluring as before.
How, then, can we get our purchasers who know nothing
of the best in music to make the plunge?

“In short, the best, easiest and quickest way to sell high-
class records is to encourage an interest in those records
above and beyond the mere fact that each of them repre-
sents a reproduction of the voice of the violin playing of
Signor So and So. Again: In this great and glorious coun-

by changes in the types of records bought. Do this in one
hundred selected cases. Keep the records for a year, noting
each purchase made, in detail, with the date of buying.
At the end of a year check up the results and you will find
that the average shows a steady ascending curve in taste-
indication; a curve steadily climbing from the silly to the
sane, from the rag to the rhapsody, from the ideals of the
Great White Way to those of La Scala and Bayreuth. The
progress is not always rapid or easy, but it is steady.

“Mark this fact: The talking machine and its records
of great music are doing more than is being done by any
other one agency to spread the gospel of musical taste.
And then note this: All investigation proves that the real
money in this business comes from intelligently pushing the
sale of the best records and from putting all the boosting
power, all the salesmanship and all the brains into this side
of the record department.”

The Child's Education a Basis for Selling
CONTINUING, Mr. White says, that the principal ob-
stacle in the way of high-class record selling lies in

lack of public familiarity with music, with musical terms
and with the art in general. “I said that it is people’s lack

R Bt
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try b is or, d for the women and the kids. You
cannot go wrong if you cater to them. If you cater to
men's partiality for the gentler sex and said gentle one's
partiality for the children, you are likely to make a hit. 1
have a friend who bought a talking machine some years
ago when his boy and girl were quite young, twelve and
ten, respectively. He is a man whose musical taste is na-
turally clean and sane, although he has had no musical
training at all in the ordinary sense. But he is a type of
the thinking business man. When he got his talking ma-
chine, he might not have used good judgment in selecting
records. If he had thought only of what would amuse
the kids at their then age, he would have bought some
pretty poor stuff. But he was advised by a broad-minded
dealer to buy a stock of good records; and the advice was
backed up by practical help in selecting.

“My friend has deliberately used his record library to
help educate his children in musical appreciation. For in-
stance, both of those young ones are familiar with the
whole opera of ‘Tannhauser, know almost all the ari s,
know the overture by heart, and even know the names of
the most famous singers who have taken the principal parts.
They can rattle off the list of Verdi's operas and know
the story of each one, not to mention humming the airs.
They have a working acquaintance with the ‘Messiah’' and
can tell the difference between Elman’s and Powell's rendi-
tions of Dvorak's ‘Humoresque.' In a word, my friend has
educated his young people in musical appreciation so practi-
cally that, in the case of the daughter at least, some
originally unpromising material has been turned into real
talent, and she has taken intelligently to musical studies
with most encouraging results to date,

“Now, every mamma and almost all the papas in
this broad land will be eager to follow my friend’s example,
but most of them do not know how to set about Here,
friend dealer, is your opportunity, if you but can see it. Go
after the parents on the side of their love for their chil-
dren. Don't rest content with mere talk, spasmodically in
advertisements, about bringing the great masters into the
home; but show the fathers and mothers that it actually
pays to give their children every opportunity to live in an
atmosphere of the very best that music has to offer. Re-
member that in your record stock you have an unique, un-
rivaled, unsurpassable collection of great music; and you
have to tell people that such music pays a thousand times
over when approached intelli y, and intelli; y ap-
preciated. Such intelligence is positively more usual in
the fresh childish mind than in that of the adult.

“There is the idea in two parts: First, encourage in-
telligent” thought about music; second, show the educative
value for the children.”

Creating Interest Through the School Children
COMPENSATNG advantages come to the children who
have to live in Kalamazoo, Mich. The School Teach-
ers’ Club of that city determined to have a violin recital
for the children, and engaged Maud Powell, the eminent
artist. Madame Powell sent on ahead a list of the com-
ions' she probably would play, and the children were
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THE INSTRUMENT OF QUALITY
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CLEAR AS A BELL

The Highest Class Talking Machine in the World
It Brings the Cash Sales

SONORA is a leader in the phonograph world, and has always been prominent in the
nn(ewurlh)‘ advance of the industry.

In reviewing the progress made in the last few years it is interesting to observe that
Sonora was

I. The first to make a cabinet model under 5. The first to have a motor meter
$200 6. The first to produce a 30 and 45-minute
F
2. The first to utilize a tone modulation motor—and now latest
3. The first to employ an automatic stop The first to produce an acceptable
4. The first to develop a jewelled disc record Portable Model

Sonora has been, and will continue
to be, the first to introduce import-
ant improvements that are of value
in the use and in the operation of
the modern phonograph.
—
X

“0'0"."4:"70"‘.‘ / Sonora is remarkable for its tonal
| | beauty and truthfulness of reproduc-
| | tion. The external appearance of
! Pk

.04040“0‘\0‘ the Sonora makes it appropriate for
\L{ the very finest of homes. 1he work-
| I manship is of the very highest char-
| acter—nothing ' good enough " is
ever permitted to pass the examin-
ing inspector. From the bottom tip
of the cabinet leg to the last coat of
polish on the top, everything that

goce to make the Sonora is right.

That ic why Sonora is invariably
preferred when heard in compari-
son. The Sonora is made up to a
standard and not down to a price.
The Sonora through merit com-
mande cash. The Sonora buyer
buye the Sonora—the price and
The Benore method of payment are never pri- The Sonora
“ Imperial ” $137 mary considerations. * Supreme " $1,500

TEN SUPERB MODELS EXCLUSIVE CANADIAN DISTRIBUTORS
$65.00 $75 $102 $137 $205
$240 $265 $300 $475 $1,500 ° A
o ‘Mr;;‘";:*";’ byh Co SHUTER and YONGE STREETS
onor; ograp rp.
New York RYRIE BUILDING TORONTO
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encouraged
phonographs.

to try the pieces on their home and school

The children became interested at once.
noon of the recital more than 2,000
listening with 4,000 ears
Mozart, Mendelssohn, Chopin, Massenet and Vieuxtemps
stole from the sweeping bow of the artist the children
were on the pinnacles of delight. Their applause was thun
derous. Said Madame Powell, * This is one of
attentive and appreciative audiences of my career

Here is an idea for Toronto, and what applies to To
ronto could be worked in scores of other Canadian centres
Toronto has, under Mr. Rees, a public school musical or
ganization that could hardly be bettered Once a year we
have in Massey Hall a remarkable concert, when the various
school choirs and double compete for primacy in
singing. The rivalry between the several schools and the
musical supervisors of them is keen and wholesome. Yet
the whole attention of the children is centred on vocal
music. Suppose a piano recital were given, or a violin re
cital, solely for the young folk, Let the music to be pre-
sented at such a recital be played for the children on suc-
cessive Friday afternoons on the phonograph. Then give
the recital with blank programmes. Let the children fill in
the name of each composition played by the recitalist, and
give a couple of prizes to the best scores returned. The
advantages of a competition of this sort would be too
many to count. Not only would the artist find an excep-
tional and eager audience which would draw the best out
of him, but the growth of general interest in good music
among the cousins and the aunts of the children would be
remarkable. Perhaps, also, but this is only whispered, the
dealers in phonograph records and sheet music might profit
from the competition. So far as one can see no one would
have the slightest reason for objection

On the after
little folk were present
As the well-beloved strains of

the most

trios
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Formal Opening of New Pathé Department in
'indsor

The rapidity with which the Pathe Company is signing
up some of the live firms in the country indica
tion of the appeal the Pathe line is making to the trade
The latest Important firm to be launched on the Pathe list
of dealers is the retail furniture house of Baum & Brody
of Windsor. The Pathe Company is congratulating itself
on obtaining such Strong representation there. Messrs.
Baum & Brody will handle the Pathe line exclusively.

is an

The formal opening of the department took place on
Saturday, April 21st, after weeks of work in getting the
department ready. Mr. R. W. Burgess, the tireless Pathe
representative, was given carte blanche by Messrs. Baum &
Brody, and the artistic department which they now have is
due in a large measure to his work. The opening was suit-
ably advertised in the local paper, and a large crowd
thronged the store during the day to see and hear the new
instrument

Although a large stock was provided for the opening,
the firm report that every machine was sold before three
p.m., the last delivery being made at one-thirty in the morn-
ing, when a machine, which had been sold earlier
in the day and retained as a demonslralmg machine, was
sent home. The results were very gratifying to all con-
cerned, and necessitated an entirely new stock being sent

The Department will be in charge of Mrs. Mercer, who
has had a long experience in the talking machine trade,
and who should quickly make the Baum & Brody depart-
ment one of the most up-to-date and profitable ones in
Windsor. Baum & Brody purpose carrying a complete line
of Pathephones and Pathe records, and will have the exclu-
sive right to these products in their city.
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The Secret of Our Success

When we open an account we say: “ We'll help you make a success
of your Columbia Department—or your money back.”

That shows our confid in the Columbia line. We don’t know of
any other product sold on that basis—do you?

Before opening a talking hine department we invite you to consult
us—it may save you thousands of dollars.

THE MUSIC SUPPLY CO.

36 WELLINGTON ST. EAST TORONTO

“Canada’s Largest ‘Distributors of Columbia Products.”
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New Phonograph Firm

A charter has been granted the Playola Phonograph Co
Ltd., with an authorized capital of $40,000, made up of 4,000
shares of $10 each. The head office is to be in Toronto

and the provisional directors are: F J. Foley, barrister;
R. J. O'Reilly, law student, and A J. Bell
Maritime Province Pathé Jobbers
As announced in the last issue of the Journal, arrange

Hew
have taken the distributing
records in the maritime pro

ments have been completed whereby the firm of H. L
son & Son, Ltd., Amherst, N.§.,
of Pathe Pathephones and
vinces.

H. L. Hewson established the Hewson Woolen Mills at
Amherst in 1902, and successfully operated them until they
were sold out in 1912 to Halifax capitalists Hewson
woolen products became a household word from one end
of Canada to the other, and embraced knitted sweaters and
underwear, as well as the famous * Hewson Tweeds.” As
president and general manager of this concern, Mr, Hew
son established a wide and very valuable connection with
the wholesale and retail trade of Canada. After leaving
the mill in 1912, he, with his family, travelled extensively
in Europe and Egypt. He always kept an eye open for the
latest improvements, not only in his own line, but in every-
thing that might be profitably produced in Canada Having
thus recovered by rest and travel his ordinarily good health,
which had become somewhat impaired with the years of
strenuous activity in mill life, Mr. Hewson decided to put
his selling experience into active operation. With this in
view he saw the great possibilities in promoting the sale of
Pathe phonographs and records. A company has recently
been incorporated with authorized capital of $100,000 to
carry on a selling business, with the Pathe lines as leaders.

The “Son” in the firm is Lieut George Ellis Hewson,
at present with the Royal Flying Corps in England. Lieut
Hewson has seen service in the air over the Hun lines, and
doubtless some of the bombs dropped by him have made
themselves felt in an uncomfortable way. His business

training in The Royal Bank of Canada, and then in the
Mr. H, L. Hewson, Amherst, N.§
American Woolen Company's offices in the U.S, fits him

for this new work which he expects to take up “after the
war."

Both H. L. and his son are “ Bluenoses,” and have un-
bounded faith in the great future that lies before the Mari-
time Provinces,
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Mr. Thomas B. Kenny, who has had a long experience

in both the talking machine and pilano business with some
of Toronto's leading houses, will be the firm's wholesale
traveller, covering the territory of Nova Scotia, New
Brunswick, Prince Edward Island, and Newfoundland. The

initial experience in selling Pathephone and Pathe records
through Mr. Kenny are such as to give the greatest en

P——

Mr. The 1 Ke

couragement for a very big business. Personal service and
close attention to detail have always been strong points in
connection with Hewson products, and the same will apply
to the conduct of this new line of business.

“If the people hear their familiar street music
of course they will respond. But that does not
mean they will not respond ten times as hard to
music which is ten times as great, if they hear it
under proper conditions!"—Mr. Arthur Farwell,
before the Canadian Club, Toronto

MONTREAL TALKING MACHINE NEWS

HE Berliner Gram-o-Phone Co., Ltd., are removing
their 415 St. Catherine St West store one door
west, where they will have at their disposal considerably
more space and greater all-round facilities for the dis-
playing and handling of “His Master's Voice” products

The Rossignol Talking Machine Co., 51 St. Paul St
West, purpose handling on a large scale parts and acces-
sories, which will be a decided advantage for dealers as-
sembling their own machines. They will also specialize in
Swiss motors. They report good business throughout
Canada for the Rossignol, which is manufactured in a
number of models,

The Fulford Manufacturing Co., Fulford, Que., believing
that there is a good opening in Canada to-day for the manu-
facture of talking machine cabinets, have started business,
and state that to date the amount of orders placed with
them has been away in advance of their most sanguine
expectations,

Owing to the increase in their talking machine business,
and in order to give service to their numerous customers,
C. W. Lindsay, Ltd., have had to enlarge their Victrola
department. They have practically doubled their floor
space, and have now eleven demonstration booths, as
against five before. At the recent annual meeting of the
shareholders of this firm the Victrola department, under
the management of Norman F, Rowell, was shown to have
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increased nearly one hundred per cent. in volume of busi
ness over the corresponding year. In view of the com-
pany's fine statement the directors voted a ten per cent
cash bonus to the staff at all branches, payable May 1st,
to all employees who have been in continuous service since
March 1st, 1916, and are still in its employ on May 1st
The usual dividends were declared, viz,, 7 per cent. on
the preferred and 8 per cent. on the common shares, and a
handsome amount carried to the reserve fund

Harry R. Braid, of Layton Bros., reports a good Edison
month, and states that they recently placed their order for
Edison machines with the Canadian representatives, which
was fifty per cent. in excess of their order a year ago. Co
lumbia sales reported as showing a large increace in volume
of business.

“We anticipate the returned soldiers' trade will be
worth cultivating," said a local dealer the other day. The
soldiers at the front learned that music was an absolute ne-
cessity, and they found how the talking mach.ne could
meet that necessity

A well known local dealer had the experience recently
of a customer taking up two hours of the salesman's time
demonstrating records, and then requested that he be al-

Music in the Home
“ The setting sun and music at the close,
As the last taste of sweets is sweetest, last
Writ in remembrance. mare than things long
past.” ~Richard I1.

lowed to take along with him some forty odd records on
approval. To clap the climax he left the store without
making a purchase of even one record. Needless to say
this dealer is now a strong booster for the non-approval
plan,

Miss Vezina, in charge of Almy's Limited talking
machine department, voiced the opinion that the demand
for the higher priced Grafonolas was increasing at a rapid
rate.

The Canadian Talking Machine Co., 217 St. Lawrence
Boulevard, are building up a nice business in foreign
records, especially Polish, Roumanian and Russian, which,
they say, is showing a handsome increase monthly.

G. A. Holland & Son, local representatives of the
Aeolian-Vocalion, report a noticeable closing of sales fo
the more expensive models. They find that the Vocalion
is appealing to the discriminating buyers in Montreal

N. G. Valiquette, Ltd., advertise 25,000 Pathe records to
choose from. With the large clientele this firm enjoy of
the better class of buyers they have placed a large number
of Pathe machines locally and out of town.
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J. A. Hurteau & Co., Ltd, the oldest firm in Montreal
handling Pathe product, are well satisfied to date with the
amount of business closed, and like many of the trade are

expecting heavy summer business in place of a fall off, as
is usual during the summer months.

Pathé Briefs

A new department has been created by the Pathe Com-
pany which might be termed a sales service deepartment
It is in charge of Mrs. D. M. Pike, an expert talking ma-
chine saleswoman and Pathe enthusiast. Mrs. Pike will
visit the new dealers who take on Pathe representation to
coach them on the arrangement of the department, order-
ing and handling stock, window displays, following up pros-
pects, distribution of sales literature, etc., etc.

At a recent meeting of the shareholders of the Pathe
Co., Hon. J. L. Perron, the well known Montreal lawyer,
and Mr. O. C. Dorian, general manager of the Company,
were elected to the Board of Directors.

The Journal representative on calling at the Pathe fac-
tory saw samples of the three new period designs which are
now ready for showing to the trade. They are William
end Mary, Queen Anne and Louis XVI types, made in
¢!ther walnut or mahogany finish. The trio certainly repre-
sent splendid cabinet work, and cannot help but appeal to
the higher class buyers. Dealers will be introduced to

these new models through illustrated descriptions shortly

Columbia with a big “ C.”

It's not only the great names in the Columbia record li
the uniform high average of every record in it that spells

Columbia Graphophone C.

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

Factory and Headquarters
Toronto . -
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London Piano Dealers’ General Meeting.
Tuning Schedules Revised—Talking Machine Rental Agreement Rescinded—Music-in-the-Home

Propaganda

A GENERAL meeting of the London Piano Dealers’

Association was held at the Tecumseth House on the
evening of Thursday, May 3. The business of the meeting
was preceded by a dinner in the “ French Room " of that
hostel, at which the guests were seated at a round table,
so that the discussion that followed was literally a " round
table talk.”

Those present at the meeting were the President, Mr.
Ed. Crawford, manager, Heintzman & Co.; Mr. Frank Wind-
sor, manager, Nordheimer Piano & Music Co.; Mr. Wm.
McPhillips; Mr. A, M. Douthwright, manager, Wright
Piano Co., Ltd.; Mr. D. Frank Smith, late manager, Gour-
lay, Winter & Leeming; Mr. E. J. Wright, Strathroy, man-
aging director, Wright Piano Co.; Mr. W. D. Stevenson,
who, with Mr. John A. Croden, have now the local Gourlay
agency; the Secretary, Mr. C. L. Gray, manager, Mason &
Risch, Ltd., and Mr. John A. Fullerton, of Canadian Music
Trades Journal, who was the guest of the evening in his
capacity of Director of Canadian Bureau for the Advance-
ment of Music,

Charges for Tuning

One of the items of business had to do with the schedule
of charges for tuning. Mr. Gray, who had been present at
the annual meeting of the Toronto dealers, presented the
schedule adopted in the Queen City. Owing to the seriously
advanced cost of tunings it was unanimously decided that
single tunings should be increased from $2 to $2.50, or three
per year for $6.00; player and grand piano tunings $3.00, or
three per year $7.00.

Talking Machine Rentals

The local trade last fall decided that it was being im-
posed upon in the matter of lending talking machines. The
musical programme of various local events were supplied
at the expense of the dealers who loaned machines. It was
decided to make a charge of three dollars per night, which
it was found no more than covered the cost of cartage,
demonstrator’s time, etc. This, of course, did not apply to
machines placed on approval pending a sale.

As there seemed to have been some misunderstanding
concerning this rule it was on motion rescinded.

K The One Price System

One of the members asked for some information con-
cerning the one price system of piano retailing, and what
was being done in other centres. The Secretary, Mr. Gray,
and Mr. Fullerton, were able to tell of the discussion at
the meeting of the Toronto trade, and which is reported in
this issue.

Mr. McPhillips volunteered the opinion that it was the
right system, and one that he would gladly fall in line
with. The fixed price principles of the phonograph busi-
ness he considered responsi for the of that line,
and one that the piano trade could well copy. The meeting
readily concurred in Mr. McPhillip's views, although it was
pointed out that the margin of price-cutting is necessarily
very small in comparison with former years. The trend of
the trade is automatically by the force of competition, pub-
lic education, and desire of square dealing on the part of
the piano man towards one price.

Music in the Home
Mr. Fullerton was next called upon to inform the meet-
ing re the “ Music-in-the-Home " propaganda, which was
1 hed by the organi of the Canadian Bureau for
the advancement of Music at a general trade meeting in
Toronto in March. The movement, he stated, was the out-

Explained

come of conditions making necessary some active measures
to counteract the pernicious criticism that has been levelled
at the music industries as producing non-essentials and the
need of educating the public to the place of music in the
home. Particularly has this been so since the outbreak of
war, since which time economists, recruiters, financial mag-
nates, and others have, on the public platform, relentlessly
criticized the purchase of pianos and talking machines as
unpardonable extravagances. The musical education of the
rising generation had been seriously interfered with by
the war causing a decrease in the purchase of pianos for
educative purposes.

Then there was the activity of the motor trade, the
moving picture theatres, and various other interests com-
peting so vigorously for the public money that this alone
required co-operative measures to widen interest in better
music, and especially music in the home, which would in
consequence extend the market for musical instruments.

The Canadian Bureau for the Advancement of Music was
finally organized to comprise membership from piano and
organ manufacturers, the supply trades, talking machine
firms, sheet music interests, retailers, educationists, and
others interested in the welfare of the country through an
increased interest in music, particularly in the home,

The purpose of the Bureau, which is supported by vol-
untary contribution, is to secure the co-operation of the
press, teachers, preachers and any other available agency in
prosecuting the aims and objects.

It was explained that although in operation only a few
weeks arrangements had been made with a number of news-
papers to introduce “ Music-in-the-Home " sections once a
week, toward the editing of which the Bureau supplied
readable, interesting articles such as are designed to get
the attention of the average reader, the professional musi-
cian, or " musical highbrow " being already looked after by
the papers.

Discussion

The subject was thrown open for discussion, the differ-
ent members agreeing that the propaganda was most praise-
worthy. Mr, Fullerton was asked a number of questions
concerning the work, and finally it was decided to inter-
view the local papers, which the Secretary, Mr. Gray, had
already seen in this connection. Accordingly the Presi-
dent, Mr. Windsor, and Mr. McPhillips were deputed to
accompany Mr. Fullerton in the morning to lay the pro-
position before the local dailies.

Following a resolution of thanks to Mr. Fullerton for
coming to London to lay before the local Association par-
ticulars of the “ Music-in-the-Home " movement the meet-
ing broke up.

The Papers Interviewed
The following day the C

ittee met and interviewed
the management of the * Free Press" and of the “ Ad-
vertiser.” As a result both dailies agreed to inaugurate
* Music-in-the-Home " sections, the editors realizing the
advantage of the high-class articles supplied without cost
to the papers. As a result of Mr. Gray's previous inter-
view the “ Advertiser " had already issued with a special
music page headed clear across the page, “ Music in the
Home Makes More Happiness.”"

LONDON TRADE GOSSIP

Mr. J. Frank Sherlock, of the Sherlock-Manning Piano
& Organ Co., is again able to be out after an illness of
several weeks at his home here.
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38 Fipp
Cecilian
Concertphone

A Word to the Wise Dealer

“The success of your phonograph department will
depend on the class of instrument you handle.”

By class we mean “ NAME AND QUALITY.”

The name “ CECILIAN," for the past 35 years, has stood for
the highest conceptions in music. That means an established
, Teputation, one that instantly suggests a high musical standard

to the prospective buyer.

CECILIAN quality has never been dis-
puted, and the CECILIAN CONCERT-
PHONE possesses every feature that ap-
peals to the most critical buyer. Sheer
beauty of tone, artistic design in cases,
ball bearing universal tone arm, perfect
tone control, simple and effective stop-
ping device, all added to the most power-
ful, silent and efficient motor on the mar-
ket, make the CECILIAN CONCERT-
PHONE the most perfect and highest
grade phonograph ever offered to the
public.
The success of the CECILIAN CON-
CERTPHONE since being placed on the
Canadian Market has been nothing short
of marvellous, and dealers will be wise to
secure territory at once for this incompar-
able phonograph.

The CONCERTPHONE plays all

makes of disc records, and plays

e pertecty "Il e

e p m e
world. rite at once for catalogue
and full information.

247 Yonge Street, -

THE SUPERB
$138

Musical Instruments Ltd.

Toronto 4;
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Cecilian
: World-Famous

Established 1883

If you purposed
building a

House or Store

You would give the contract to a
builder of established reputation. By
looking ahead a few years, you would
see the benefit of having honesty, ex-
perience, and the best of materials go
into your structure.

By the same token your chief business
need is a piano with an established re-
putation. The name Cecilian always
signifies efficiency in tone-production.
Treble or bass—it's the same high
quality, resonant, pure and capable of
any volume.

The Cecilian cases suggest elegance
without extravagance, and are there-

S i The Cecilian Co. Limited

The Cecilian appeal is an all-round ap- MAKERS OF THE WORLD'S FIRST ALL-METAL PLAYER PIANOS

peal. It will prove that to you if you Head Office and Showrooms - 247 Yonge Street, Toronto

give it a chance. General Offices and Factory, 1189 Bathurst Street, Toronto
Established 1883

World-Famous

Cecilian
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M C. L. Gray, manager of the Mason & Risch branch
here, motored to Toronto, where he was present at the an-
nual meeting of the Toronto Retail Piano Dealers’ Associ-
ation. He found the Hupp means of transport more pleas-
ant and interesting than via railway

Mr. Wm. McPhillips, the well known pioneer music
dealer, has a fleet of Ford cars in commission in connection
with Edison business. He has had the rear seat of the
cars converted into movable seats, so that they may be re-
moved, giving the entire space in the tonneau for carriage
purposes. Mr. McPhillips, originally one of the most con-
servative converts to the phonograph business, is now one
of the most enthusiastic.

The local Gourlay agency is now in the hands of Messrs.
John A. Croden and W. D. Stevenson, both former Lon-
doners, who have returned to this city from Toronto. They
have taken over the lease of the Gourlay, Winter & Leem-
ing premises at 261 Dundas Street, which are handsomely
fitted up and furnished, having been recently remodelled by
the former tenants. There is a series of demonstration
rooms, and a handsomely decorated main display room.

Messrs. Croden and Stevenson recently formed the Can-
adian Phonograph Supply Co. to distribute Starr phono-
graphs and Starr records, the Canadian rights of which they
secured from the manufacturers, the Starr Phonograph Co.
of Richmond, Ind. They decided to make London their
headquarters because of the superior shipping facilities of-
fered by this centre. They purpose carrying a complete
stock of records and phonographs, and have already received
a most encouraging lot of inquiries for agencies.

Mr. W. N. Manning, of the Sherlock-Manning Piano &
Organ Co., accompanied by Mrs. Manning, spent an en-
joyable vacation at Atlantic City. On their return journey
they stayed over in Philadelphia to help celebrate the visit
of “Papa" Joffre, the famous French general.

At the Nordheimer warerooms, Frank Windsor, man-
ager of this branch, waxes h ic over the Aeoli
Vocalion. Mr. Windsor has had good success in placing
the Vocalion in a number of London's best homes, and re-
commends the line to his customers with all the confidence
of a tone expert's knowledge. Mr. Windsor is not only a
practical piano builder, but is a bandsman of long experi-
ence. He is a violinist of skill, and helped in orchestra
work at a recent concert here.

The Wright Piano Co., Ltd., at Strathroy, are adding a
motor delivery outfit, which will probably be used to de-
liver stock to the London retail store, as well as for de-
livery in the county. Mr. A. M. Douthwright, manager of
the London branch, has been disposing of piano stock faster
than the factory can supply via the railway, hence he wel-
comes the new motor delivery.

Mr. Ed. Crawford, manager of the Heintzman & Co.
branch, is not only a piano and Victrola enthus: , but
gives time and energy to choir and orchestra work. He is
well known among local musicians, many of whom have
become equally enthusiastic admirers of the Victrola
through his influence. Mr. Crawford has the happy faculty
of knowing just the class of records his musical friends
appreciate, and looks after their particular wants accord-
ingly.

The Rayola ph ph is being f ed in Lon-
don by the London Phonograph Co. This Company is con-
trolled by Mr. Wray, a well known and successful retail and

manufacturing jeweler of this city. The Company's head-
quarters are at 234 Dundas treet, where the line is retailed,
and from which address the whol busi is handled
Mr. Wray has also arranged for the distributing rights in
Canada of the Crescent Phonograph of New York.

Mr. J. J. Callaghan, a well known man in business
circles, and formerly in the piano business, here, has become
interested in the £ e of ph The Lon-
don Art Woodwork Co. Ltd., in which he is interested,
are turning out the Lawcola Phonograph.
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TRADE TALK IN VANCOUVER

Gala Day in the City—Walter F. Evans to Move

AT

the time of writing Vancouver is wearing her gala
dress. For once the gods have foregone any mali-
cious pleasure, and the fair occasion, the city's first car-
nival, has been blest with sunshine

The thronged streets have presented all day long a spect-
acle radiant with color. No passing shower brought the
droop to smiling lips, or made hearts anxious for their
gay apparel.

Streamers, bunting and flags decked the main streets
in profusion. Store fronts vied with one another in artis-
tic decoration, and, needless to say, the music fraternity
were no whit behind their other commercial brethren.

Bandsmen in uniform, military and naval musicians, and
the police pipers in their colored tartans, all formed part
of the procession which was included in the day's pro-
gramme. Very well indeed did they perform their duty.
Messrs. Fletcher Bros., and Kent Piano House, are to be
congratulated on the tastefulness of their window displays,
both of which made most charmingly attractive fronts,

The addition of the American flag to those of the other
allies was very noticable on all sides, in fact the predom-
inant feature in many of the schemes for decorations,

The carnival, which is to continue from the and to the
sth inst. inclusive, is for the purpose of raising funds for
the charitable organizations in connection with the war.
The voting for the Queen of the carnival, which took place
previously, has been the means of raising fifteen thousand
dollars.

Mr. Switzer, manager for Messrs. Fletcher Bros., re-
ports that collections have shown a slight improvement,
while business on the whole has been satisfactory, although
there has been a little let up on that of the past month.

Mr. Bowes, of The Bowes Music House, Hastings
Street, reports a satisfactory trade done in all lines.

Mr. Walter F. Evans, of Hastings Street, reports that
his firm, after twenty years' residence, will be vacating
their present premises about the 15th May, and occupying
657, 659, 661 Granville Street. These stores have been in
the contractor’s hands for some time, undergoing entire
alterations. They are being remodeled acording to the
requirements of the firm's business, and when completed
will be one of the handsomest music houses in the city.

Mr. Evans says business has been very satisfactory gen-
erally, and has been better in piano sales during the past
month,

From Mr. Thomson's, on Robson Street, we learn that
business has shown little alteration from last month,

Mr. Kent, of the Kent Piano Co., Ltd., Granville Street,
says that with the close of the month just past their total
year's business has past the mark for the same months of
last year,"and thi despite the freight congestion at eastern
points, which has tied up stock en route.

Mr. Kent remarks that business in general in Western
Canada is showing a big improvement, and is increasing
steadily. That in his opinion from the present outlook this
year's chief difficulty will be getting the stocks from the
West.

The report of continually increasing business comes
from this firm's exclusively Edison store in Victoria. Last
month they had to increase the accommodation of their
record racks in order to carry more of each record in
stock owing to the large demand.

Mr. James Callaghan, manager of the piano department
for the Kent Piano Co., reports that the trend of piano pur-
chasers for the past month has been for higher priced instru-
ments; that the call for the cheap second-hand class has
diminished to a large extent. He considers this a very
healthy sign for the piano trade, as it is a decided improve-
ment over what dealers had to contend with last year.
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Reach Out for Bigger Business
with the Brant-Ola

You can get the Model C is extreme

mosi substantial beauty combined

trade with the Brant with  extraordinary

Ola  arguments

Models A and B

capabilities, at a

very moderate price

Style C

The Phonograph you handle is inseparable from the institution that built it. In buying a watch
you do not attempt to pass ]udgmnnl on the qualil_v of the case or the mf*rhanism—y()u re]y on
the maker's reputation

Likewise you will make no mistake in banking on the name Brant-Ola. The cabinet reflects the
piano-case maker's art in every detail. The motor, tone-arm, sound-box, turntable, winding
crank,—every part is the most modern and of the |mz|\esl standard on the market,

The Brant-Ola plays every
make of disc record. It com-
mands attention. It easily
wins a preference. It pays the
dealer well.

How many shall we book for
you?

Brantford

| :

| Piano Case Co.

‘ Limited

Brantford, Ont.

; Style B Style A
A0 oo 300000 O i
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WITH THE WINNIPEG TRADE

News of the Men in Khaki—Expansion of Local Phono-
graph Mlnulaclurus—]astnh Tees Moves
—Personals
WINNIPEG business is running about the same as last

month, though in some cases, conditions were not
quite so favorable as in the previous month. In common
with some other centres Winnipeg dealers mention a
shortage in talking machine needles.

The Winnipeg Piano Company had a visit from Mr.
Geo. H. Suckling of the house of Nordheimer, on his way
West, and expect a return call from him in about a month.
They have added another automobile for their tuning staff,
in order to try and cope with the increased work offered.
Their accountant, Mr. Proctor, received word that his son,
of the 12th Canadian Artillery Brigade, was in hospital
wounded in the head, and they were notified that their
shipper, Bert Dixon, of the 144th Battalion, was in the
Scottish Red Cross Hospital, Cardonald, Glasgow, with a
fractured leg. Mr. Smith cabled over to his daughter, who
is in the Old Country for her musical education, and hap-
pened to be in Glasgow for the Easter holidays, to call and
pay him a surprise visit. She was able to cable back for
the satisfaction of his mother that he was doing well. The
firm reported April conditions rather quieter than in March.

Word has been received by the J. J. H. McLean Piano
Co. of the death of Mr. E, E, Douthwaite in France, on
April 1oth. Mr. Douthwaite was in the collection depart-
ment of this firm previous to enlisting.

Mr. H. P. Bull, manager of Cross, Goulding & Skinner,
Ltd., has received a letter from Mr. H. H. Main, who pre-
vious to enlisting was connected with the firm's phono-
graph department. Mr. Main states he is now off his
crutches, and intends going back to the trenches as soon ag
able. Mr. Bull was well satisfied with April business, but,
as he said, “It took some going after.”

A hearty vote of thanks was extended to Mr. J w.
Kelly, retiring president of the Retail Merchants’ Asso-
ciation at their recent meetng, in recognition of his ex-
tremely successful efforts in the past year in the interests
of this organization,

The Western Gr h Co. are ly awaiting a
shipment of Victor machines which were shipped on March
14th, but which have been lost in transit. This firm are
carrying a complete stock of records.

While in “His Master's Voice” demonstrating parlors,
your correspondent had the pleasure of listening to one of
this month's records, namely, “Aloha Oe," sung by E. K.
Rose, who was one of the Hawaiian Quintette of the
“Bird of Paradise” Company. This record should prove a
big seller.

Mr. Joseph Tees, well known music dealer, has re-
moved from 206 Notre Dame Ave., and will occupy space
with Murphy Bros., newsdealers, 235 Portage Ave. Mr.
Tees is well pleased with his new quarters, which had
been fitted up by Frank Morris, who handled Columbia
Grafonolas, and was also a newsdealer, but who retired
from business. Mr. Anson Grundy is associated with Mr.
Tees in the piano business. Mrs. Field, who is well ex-
perienced in selling Columbia goods, having been with
Mr. Morris and the Columbia Grafonola Co. for some
time, is now in charge of Mr. Tees' phonograph depart-
ment.

The Chopin Piano & Talking Machine Co., with its
large factory in Chicago, is indeed making phenomenal
progress since opening in Winnipeg, some five months ago.
Arrangements have now been completed to open up a
branch in Montreal, under the capable management of Mr.
James T. Upton, well known in Eastern Canada threugh
his connection with Goodwins Limited of Montreal.
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The Chopin Piano & Talking Machine Co. report they
are in a position to supply demands, having a large stock in
Winnipeg in phonagraphs and records, in addition to which
large stocks will be on hand at Montreal and other
branches, just as soon as it is possible for their Canadian
salesmanager, Mr. J. §. Sawyer, to complete arrangements.
At the present time he is in Montreal arranging suitable
offices, storage, service, etc, and as soon as complete and
satisfactory service is given by the Montreal manager and
his staff of experts, Mr. Sawyer has instructions to open up
in St. John, N.B.,, Halifax, N.§., Toronto, Ont., and Van-
couver, B.C.

Mr. N. Jerlow, factory superintendent, will shortly
visit Canada to make sure that good expert service is being
given by each branch. The Chopin Piano & Talking Ma-
chine Co. are devoting all time to phonographs, and within
two months expect to be able to put on the market a record
such as will be second to none. Experimental records have
2lready beer tested

The Ladies’ Auxiliary of the Army and Navy Veterans,
have purchased a Mason & Risch grand piano for the use of
the Soldiers’ Convalescent Home, Tuxedo Park.

Mr. J. 8. Smith, well known to the Toronto music trade
for some years, has joined the city sales staff of Mason &
Risch.

Mr. Robert Shaw has returned from a trip to Saska-
toon. While there, Mr. Shaw opened a Columbia Grapho-
phone department for the J. F. Kearns, Ltd,, department
store, with a complete stock of machines and records.

Recent trade visitors to this city include Mr. W, J.
Stumph, of Beare & Son, Toronto, who is returning home
after a successful trip west,

Mr. Fitch, manager of Babson Bros., has returned from
a five weeks' vacation spent at his summer home at Bel-
lingham, Washington. Mrs. Fitch and family will not re-
turn until about June 1st. Mail order business is excep-
tionally good in the Edison lines.

With Fowler & Co., piano business for the month of
April was a little quieter than for the past three months.

Mr. G. L. Stanwood paid a visit to Chicago, New York
and principal points, visiting the various factories in con-
nection with the phonograph business.

Mr. O. Wagner, manager of the R. §. Williams Co., has
completed a business trip as far west as Calgary. Business
is very good with this firm.

Mr. Geo. McMillan, with W. G, F. Scythes of Regina,
has joined the 243rd Battalion, Regina, as Sergeant Bugler.
Mr. McMillan is well known to the Winnipeg music trade.

With Whaley, Royce & Co., mail order business is boom-
ing, but city trade is a little quiet.

Player piano business has been very good with Karn-
Morris Piano Co. this month, Collections are reported as
first class.

LONDON PHONOGRAPH CO.

234 Dundas Street
LONDON, - CANADA

RAYOLA PHONOGRAPHS
Crescent Sci.l:::n'l:::h;’:onoznphn
Good Discounts to Trade
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Willis=

A Review of Willis Progress

teems with evidences of foresight, initia-
tive and leadership. The tone-quality—
with all its power and brilliance, the case
work of beauty and durability, the quality
and exact precision of each of the parts,
the organization—what it means to Willis
dealers to-day, with its manufacturing,
selling, publicity and advisory co-opera-
tion—

All these form but the climax of a series
of achievements.

They all unite to spell power, capital, and
good financial returns to dealers and sales-
men.

| Do you not see what is involved
in having the Willis Agency?
We are also sole Canadian whole-
salers of the famous Knabe up-
rights and grands.

Willis & Co., Limited

| Head Offices: Factories:
580 St. Catherine St. W. ST. THERESE
The Willis Crest of Quality MONTREAL QUE Que.
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MONTREAL TRADE NEWS

Quebec Government to Encouragé Musical Education—
Dealers’ Association Again Active—Music Trade
Bowlers' League Mooted

FOR generations the Prix de Rome has had a special at-
traction for music students in Paris. The fact that
Rome has ceased to be an important educational centre so
far as music is concerned has nothing to do with the dis-
tinction of obtaining a travelling scholarship of such value
and with such historic associations. Undoubtedly the Gouin
Government of the Province of Quebec had the Prix de
Rome in mind when they founded a scholarship providing
for three years’ European study for the most promising of
the young musicians of the Province. This scholarship is
called the Prix d'Europe, and the examinations are to be
held in Laval University, Quebec City, on June 30 next.

The fact that any Canadian Government extends any
financial support to music whatever is in itself most satisfy-
ing. Still one may r bly ask if the blisk of
such a scholarship is the best means of encouraging music
study. For the past ten years it has been brought home to
our people that the custom of going abroad “to finish” was
more of a habit than a necessity. Except for the specialized
study of opera singing there is little to be obtained by a
European sojourn, save that broadening of spirit which
travel always brings. The system of piano and violin teach-
ing has been fairly well standardized all over the world,
and when experienced teachers can be found on this side of
the Atlantic, why should anyone go travelling? The possi-
bility of building up our own institutions, developing the
great opportunities which lie before us, and giving Canada
a chance to build an artistic reputation, is recognized by
many of our most eminent musicians,

Quebec is to be congratulated on what has been done
by the Government, yet as other Provincial Administrators
begin to realize the importance of encouraging music, they
would perhaps be better advised if they stimulated it at
home.

Much to the satisfaction of many in the trade the local
Dealers' A ion has r d its iviti Several
meetings have been held recently, chiefly over the great evil
in the trade of the illegitimate piano sales made by people
outside of the trade from private house addresses. One
man recently bought seven pianos on the installment plan
side of two weeks from the different piano stores, and
sold them all to one party. He has been tried and con-
victed. Steps are being taken to ask the newspapers to
suppress the advertisements of these people.

The Montreal Publicity Association has appointed a
special committee to enforce the Honest Advertising Law,
and Mr. Gustave Dutaud, B.A., B.C.L.
has accepted the appointment as legal advi
committee. The law referred to is as follows:

“406a.
Every person who knowingly publishes or causes to be pub-
lished any advertisement for either directly or indirectly
promoting the sale or disposal of any real or personal move-
able property, or any interest therein, containing any false

or false repr which is of a character
likely to or is intended to enhance the price or value of
such property or any interest therein, or to promote the
sale or disposal thercof, shall be liable upon summary con-
viction to a fine not exceeding two hundred dollars or to
six months' imprisonment, or to both fine and imprison-
ment."”

March 3oth was an eventful occasion for Mr. and Mrs.
Robert A. Will daughter being born to them on that
date. R. A. was the happiest man in Willis & Co.'s vast
establishment, and almost lost the use of his right hand in
being congratulated.

Mr. A. P. Willis, president of Willis & Co., Ltd.
companied by Charles D. Patterson, director and ware-
room manager of the same firm, recently visited New York,
and upon their return Mr. Willis was interviewed by your
correspondent. He found New York all aglow with the
talk of war, and enthusiasm most rampant. Mr. Willis is
of the firm conviction that United States will never be able
to get an army by the voluntary system, notwithstanding
the fact that they have the money~—that they can build the
ships, and that they have the right kind of enthus and
it is no doubt, said he, that selective conscription will have
to come right away. Mr. Willis found the United States
going through the same feeling that Canada did in August,
1914, a certain depression being noticeable, but which Mr.
Willis offset by displaying the most optimistic viewpoint
of business in general. Mr. Willis being asked as to raw
materials, stated that materials he found a little easier to
obtain. He noticed in the atmosphere a temporary lull,
which he said was wel d by the ers, as it
gave them a chance to catch up on orders. All manufac-
turers visited displayed a buoy and i spirit, and
reported having had a fairly good year to date, and while
not as good in volume as last year, as a whole will, in all
probability, before the close of the year show signs of in-
creased activity. Mr. Willis was very much impressed with
the system in vogue at the offices and factory of the Knabe
Co.

. Mr. Willis had the pleasure, whilst in New York, of
meeting with Mr. J. F. Willis, Jr., of the Willis Piano &
Organ Co., Halifax, N.S., who spent a few days in New
York, chiefly in studying the business of the executive
offices of the Knabe firm.

David & Michaud have registered in Montreal as manu-
facturers of pianos.

The annual meeting of Shareholders of C. W. Lindsay,
Limited, which was held at the head office of the Company,
was largely attended. The president, Mr. C. W. Lindsay,
was in the chair. The annual statement presented to the
meeting by the company’s auditor, Mr. A, K. Fisk, showed
that the corporation is ih a most flourishing condition, and
experienced one of the most successful years in the history
of the House, notwithstanding the war. In view of the fine
statement, the directors voted a ten per cent. cash bonus to
the staff at all branches, payable May 1st to all employees
who have been in continuous service of the Company since
March 1st, 1916, and are still in its employ on May 1st.
The usual dividends were declared, viz., 7 per cent. on the
preferred and 8 per cent. on the common shares, and a
handsome amount carried to the reserve funds.

A pleasant feature of the meeting was the attendance
of all the managers of the different branches where the
company carries on business; viz: Ottawa, Quebec, King-
ston, Belleville, Brockville, Cornwall and Three Rivers, in
addition to the two warerooms in Montreal. The Directors
of the old board were re-elected, viz: Messrs. C. W. Lind-
say, Alfred McDiarmid, A. E. Brock, H. R. Hale and J. A.
Hebert, with Mr. C. W. Lindsay, as president and general
manager, B. A. Edward, secretary, and E. Hamilton,
treasurer.

The directors and branch managers were afterwards en-
tertained to dinner by Mr. C. W. Lindsay at the Ritz Carle-
ton Hotel. At this gathering it was practically agreed to
adopt the one price system. Mr. Lindsay is a strong sup-
porter and believer in this mode of doing business, and the
same will be put in operation, to apply at all their branches
and head office.

Bowling has taken hold of the employees of C. W,
Lindsay, Ltd., and on the teams are figured the following
well known names in pianodom: Hebert, Edwards, Poulin,
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\\\ Starr Phonographs /

promptly win favor with

Canadian Dealers

The instantaneous response from Canadian Dealers
—and Canadian Dealers who have had years
of experience—is highly gratifying to this
Company as Canadian Distributors
TALKING POINTS that are

REAL FEATURES

Starr
Phonographs

and
Starr Records

are products of

The Starr Piano
Co., with fifty
years of musical
instrument
manufacturing
knowledge to
their credit.

The Difference

is in the Tone

30,000
Starr
Phonographs

1,000,000
Starr Records
Sold Yearly

Prices from

$20.00

to

$400.00

Discount Liberal

William and Mary Style VI

Starr Phonographs and Records
Please Canadian Dealers

To quote the Dealer's own words:

" The Starr Phonograph has talking points
not found in other makes.

" The handsome design, the wonderful piano
finish, attract attention,

" The smooth natural tone captivates all who
h(’tl’ ".”

Sample shipments have resulted in repeat or-
ders from dealers.

London

It means something to the dealer to have a
line with a reputation of 50 years to its credit

It means service and satisfied customers to
sell the product of a manufacturer such as The
Starr Piano Co., Richmond, Indiana.

Dealers are getting in line now with a view
to being protected on their Fall requirements.

Attractive agency arrangements may be made
during our organization period.

WRITE TO-DAY FOR FULL PARTICULARS

The Canadian Phonograph Supply Co.

261 Dundas Street

Canada
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et al. The selling and office staffs recently met, and we'll
leave the matter in your mind as to whom the winners
were. There is some talk of a league being formed, to be
drawn from the piano fraternity We understand that

Layton Bros. and the Berliner Gramophone Co. could put
in the league teams that would make records.
Lieut. Ingliside Willis, who recently enlisted as a gun

ner with the R.C.H.A,, sailed from Halifax, and as far

as
is known at present writing, is somewhere in England. Be
fore leaving Montreal he was given a most enthusiastic

send-off, and was presented by the stafi of Willis & Co

Ltd., with a silver wrist watch suitably engraved

Layton, Bros., like others in the trade, are having their
own troubles with regard to removals, and are only taking
orders from their own customers. In order to cope with
increased business they have annexed the two upper floors
of the building adjoining, which, we understand

utilized

will be

as a player piano department
Mrs. Cowan, wife of T. M. Cowan, of the Cowan Piano
& Music Co., recently had presented to her as a wedding

gift the Steinway grand which was used and autographed
by Mischa Elman, on his recent recital whilst in Montreal

Gervais & Hutchins recently held a week’s piano sale,
in which they sold out the remaining Hurteau, Williams &
Co., Ltd,, stock

Mr. P. E. Layton, of this city, is the composer of a
new Canadian war song, “Soon You'll Be Coming Home,
Lads,” which should receive attention from those who can
appreciate a rousing martial melody. Words and music are
both the work of Mr. Layton, the first verse of whose song
which is dedicated to the Right Hon. David Lloyd George
reads

TRADES JOURNAL

The joyful sound of victory is heard on every hand
It comes across the ocean, it comes from distant land

Our hearts are filled with hope and trust, the strife will soon
be o'er
And soon will end the sorrow and truggle of the war
Choru
Soon you'll be coming home, lads
You've been so brave and true
Nothing's too good for khaki
Nothing's too good for blue
We're proud of our boys in the trenches

We of our sea
Fighting for home and honor
Fighting for liberty

boast lads at

Mr. Layton's song was presented by Miss Dorothy Lut
ton at the choral concert in St. Andrew's Church Hall
Beaver Hall Hill recently There is an additional chorus
arranged for part singing. All the profits of the song are

to be devoted exclusively to the blind soldiers

Ottawa Music Trade Man Married

A quiet wedding took place in St. John's Church, Peter
borough, on Tuesday, April 17, when Estella Bessie Adelina

eldest daughter of Mr. and Mrs. Jas. Collinson, of that
city, was united in marriage to Martin Orme. younger
son of Mr. and Mrs. Matthew Orme of Ottawa. The cere
mony was performed by Rev. Canon Cornish. Mr. and

Mrs. Orme left
points Upon their
Argyle Ave., Ottawa

Mr. Martin Orme
of Messrs. Orme, Ltd
elsewhere the trade
married life

for a honeymoon in New York and other

return they took up residence on

is a director and assistant manager

ilis many friends in Ottawa and

in him a

wish long and prosperous

Model B
Retail Price $55.00

The Melotone Talking Machine Co.

235 Fort Street .

NOW

is the time to [)I(l('(‘ your coniracts
for your season's business

From all indications there will be .
greater s]mrl&l_u" in machines this
coming fall than ever )
Order samples on our money back
guarantee

Model C is our best seller—42 ins
high, 18 ins. wide, and 22 ins. deep
Retail price $65.00. Get our dis-
counts.

The ** Melotone " is as well con
structed as any phonograph made,
regardless of price.

AND

The ** Melotone
them all.

is the sweetest of

Send in your order to-day.

Limited
Winnipeg, Man.
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Regal Phonograph Co.

Limited
145 Church Street, - Toronto

MAKERS OI

Sdeal
PHONOGRAPHS

Invite dealers and prospective dealers when visiting
Toronto to visit our new salesrooms and inspect the
different models of Ideal Phonographs.

We have an agency proposition that we are sure will
interest you if we are not now represented in your town
and district.

Our Model No. 75 is a winner. The retail price, $75, J
will at once interest a prospective purchaser, and the

instrument will compare favorably with other phono-

Model No. 76—875.00

graphs sold at $102 and up. PHONOGRAPH
If you do not expect to be in the city in the near future e o iy ol
write us regarding our proposition to Dealers. T Width 19 inehies

oLdeas

PHONOGRAPH Ideal

Phonographs
play all
makes of
records
without Height
attachments

or extra

sound boxes

Model No. 2—8$25.00

Muh Finish Only
B Depth 15% inches

Width 14% inches

Model No. 50—8$45.00

Mahogany. Fumed

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

inche
Width 17
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Otto Heineman Phonograph Supply Co.

INCORPORATED

25 WEST 45th STREET, NEW YORK
FACTORY, ELYRIA, OHIO

CHICAGO ATLANTA SEATTLE TORONTO .
Lumsden Buildin,

There is a

HEINEMAN MOTOR
For Every Type of Phonograph

 We have concentrated on the production of
motors that will meet every requirement In
their respective fields.

q Each style of

Heineman Motor

is particularly adaptable for a specific type of
phonograph ; and every HEINEMAN MOTOR
1s the BEST in its class that can be manufactured.

 We have just introduced a new motor, Heine-

man No. |, for GOOD low-priced machines.

Let us send you details and a copy
of our new 1917 Catalogue.
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WHERE CHOPIN TALKING MACHINES ARE MADE

Has Anyone In Your Town or

District Secured This Most
Valuable Talking Machine Agency ?

THE CHOPIN TALKING MACHINE

If not—or even if you're not sure—write us at once. It's the Best Agency
on the Market to-day—and it's a Money Maker.

Every City, Town and District Must Be
Represented

—and our representative must be a wideawake,
energetic business man—a business builder.
To such a man we will give every assistance.
EXCLUSIVE AGENCIES for this wonderful
Talking Machine are now being granted. If
you are to represent us, don't delay another
minute. Write us now—ask us about our
proposition. Catalogues and Samples will be
sent you immediately
NOTE THIS—The city of our Factory is
day—and they are
reason.
DELIVERY—Our agents can rely absolutely
on shipments. No orders are held up. In
fact, our organization is so great and efficient
that we can fill orders same day as received!
Just think for a minute what this means—NO
DISAPPOINTMENTS! This  Service we

guarantee our representatives.

The Chopin Talking Machine

—A truly superb instrument, high-class in
every respect, but retails at a moderate
price.

~Every model substantially built and beauti-
fully finished; a selection of six models
now—more later.

—Every model shows many new and re
markable improvements.

—Plays any make of record—no exceptions.

—Until Chopin Records are on the market,
we are handling and have very large
stock of English-made Records, which
retail at low cost.

—One Agency in each city, town or district.
Let us hear from you.

The Chopin Piano and Talking Machine Company

KEEWAYDEN BUILDING, WINNIPEG, MAN.
MAPPIN & WEBB BUILDING, MONTREAL, QUE.
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NEW RECORDS

New Pathé Records

No.
9001 The Twi enadiers (Schumann), David Bisphoam, baritone 12
lhln Wi red Down the Mountain Side (Cluy ). Duvid Iisphom

huri 12

L 5: a-Pacific March (Alford), Pathe Concert Orcliesten
a

12
ane Arabe (Goeslett) Pathe Concert Orchestra 1]
T AND FLUTE S0LOS
#0114 The Children's Home (Cowen)
Plunm lnnnm Gavotte (Muguet)
tury Hand
10065 The iu and the Gray (Finch). Harrey ¥
i

Cornet Bolo, Nergeant Leggett
fute sl Pathe Mili
Humphrey, elocu

Jim Bludsos (Hiy ) Harry ¥
10069 Bl Otario (Martinet),
4

wphirey. elocutionist
uet, Wills and Lawrence

0 Ha Troupe
20147 Dance and Grow T Fox trot. Wilhur Sweatman
d his Juss Bu
ie

(Swen

v vln. )
Withur Sweatman und his

it Me For? (M«

win ). Fox trot
»
20144 Wh

‘u ] u Want o luo ﬂwu Byes
‘wrthy
he's Dix

nml M ngton, b
All ( l . W temington, hari
20048 Callins uid

. Harlan
(Murshil)

t
From llcr- to Shanghai (Berlin) . duet
hat Fun) Arthur

from Dixieland
Collinn. 1
20088 Bachelor Girl Girl from W unl
berg). Elida ) S vy Hurr.

H: 1), Jack Ok
20141 And 1 Am o Heart
MeClaskey, tenor
You ald Something (Kern) Dt
and Lowis 1. Winseh, baritone

(Rom

EMors Stunford

Vlctor Records lor June

0-INCH RECORDS- 90 CENTS
182351 lnﬂlnu ~ﬂ|.-rhuu T'rio,

An’ L Albert Compl
1H2066 Iu: ohnun ®  Harmony
Green

ol Henry Burr
md  (Brooks Abrahiams)
f the lnu‘ﬂm o o Straight )
18269 'l'nn - Something Nice About the loulh
l'ﬂ{' in Bmmlnln (They've Got ti
and Schenek

15270 I Wonder Why (From Mike'")
Murray.
Nesting 1 Time in Flatbush (From
urra
18271 wnn Grandma Sings the Songs She Loved At The Bnd of a
ert Campbell Henry  Bury
lly )!wn- Bless Your Wedding Day. \lbert Camphell Henry
furr,

Love o Murion Harris Billy

Oh Boy'' ). Ada Jones Billy

'('vlllw Trin.
s Down in Dixie (and the Moon Begins to
Rise). ss Quartette
70 Because You r- Irish. \m.n.u..
can Quirtette

Oh Johuny, Oh John
18281 Wonld Yon Take Iu‘ lha x.on You Gave Me?
o

Wl) 1d And Its Gold. Stewart Jackson
s Oalling Me. Orphons GQuartetts
= "NTH-UII
ey Fox T He Will Understand
In>4-||ly o ~ Smith and his Orchestrn
tep (Jwmes \. N Caruso),  Joseph . Smith

Quartette

Chntles Hur

Hear the

Mister lumny
275 You

Yo n re in la

and
and hix Orchest
18209 luﬁ Scouts of America—March (John Philip Seusa)
litary B ;

Blue-White
15264 Se

Vietor

tor Military Band

arch. n
t (Gabriel Marie) ™ (Violin

Cello and  Piano)

Viotin, “Collo and Piano). Me

Trot. | ing
and Whe the

Dlmly I“Iu Fox Trot.
‘unlll There's u Little Bit

When the
Swianee  Kiver

Sun Goes
Flows

Introducing **Honolulu
of Bad in kver

America Loves
¥ Good Little
I Mavgin).  Felix Arndi
Marionet! dt).  Felix Arndt
18200 u.eom. nl orul Commoner Markhum)

(Edwin Hurry K

(Memorial Dy Speech) (Col. R, G, Ingersoll)
o Rye (014 Scoteh Air).  Master Cla
! Sing! Birds on nu Wing (Leslie CookeGodfrey
aster Claude Tsunes
18276 Our Hired Girl (Poem by

ly Man (From
teomb Riley )

(2) Three Blind Mi,
Green l'nnlnp Baker.
Bui

i
vening.
»

Taunes
Nutting)
Jumex. Whiteomb Riley )

Sally Ham

Rhymes of Childhood ") n by
H

Nally "
ly (3) Good Night. (0l
Rounds )
¥ Row Your
ml.l Rounds. ) u...u Duntup Ba
15285 Free Trade and ¢ Misty ( From
from Eileen Com ) Hnmhulnl by the
Blossom-Vietor I{'rrl. '), Greek Evans
hn Irish Have a oun D-y To-night (From “*Kileen
rus from n Company ) (Conducted by the Comy
t Welsh,

Boat.

0-INCH unonnl -$1.25
e Wln an lrulln ans by *

MarcFarlune
Won't Yez Kape Iu nenplny'l rige

ivorge
MucFarlane

i Dnul to .I. Only With Thine Eyes
srrenvath
l) Lovely Oelia
+ Lo, Her

(Od Euglish).  Reinald

Old Englisl I Werrenrath

tle Lark! (» wre—Henry R
1 ive Kline
\llul.hvm Nong), (G, H

Bishop)
Clutsam)

B n.. Star npanuha Bauner Male

awinel A rnold

with Charus Francis Seott

W I\uu\» Carrie Jucobs Bond
mor - Minuetto Elman und Messrs
Risstund and Nagel of Boston Symphony Orchextra). Mo

[ lr-llnd l(y Sireland (When Shall T Again Ser
ki (Conducted by the ¢ gmponer)
ey Blossom-Vietor He
(From ' Fileen')
Blossom Vietor bert
Herbert: Witherspoon

Trelund). — (From

Tohn MeCormack

s \sthore )
“ Henry

Haan !'no l Black Mare.
therley W, H m i

&lOH RECORDS- §1.60

i28 The )lnnnlulln lllckl Boola Boo - Medley Fox Trot

nd Fill Up Your Pipe —Medley One-Step.

Alanna, (Conducted by the

bass, ¥, K. Wea

Vietor Mili

13640 Ob Boy— Medley Fox Tro
T the Clowds Koll II\
Blmo - On

loseph (€

Smith and his Orchestra
and Like You

Ah s
" Inlnml \nml,. Among thy

Part 2 (Hewry Bloss
oser), N A
lh-uu Tvish ¥
land, My Nireland—Duet
o Lady—Salo and Chorus
\lone,
1an2e llolll .lun Bill's Defense
1
The HoM -Up at Buck Run (1

Bingham
12 INCH - $2.0
T428 At Wiedersehn! (From Th m... ulin
contralte (in_ English).  He o »-Rigmund uumlur;
74514 Barber of Seville-—Largo al Pactotum (Jnom for the Fartotun).
iuseppe de uca’ Davitone (in Talian) . Rossini
74522 Bolvejg's Bomg (Chansom de Solvejg). (From * Peer Gynt
Ameditn alli-Cures soprane (in French),  Edvard Grieg
12.INCH —$2.60
A, Matilde, io t'amo ¢ amore
Murtinelli Mareel

el 3

I Want
ening—Chorus, 1
Decision)

(A Georgin Court Ralph

Stution Agent's Story). Ralph

paradize’') Culp,

12 Willlam Tell
hee).  Giovanni
Talian).  Kossini

(Matilde, 1 1

12.INCH
Bullcno Onegin —Alr da Lienski

ho lointain de ma jeu
int Eeho of My Youth o Gluck, s )
Alma IHu<L 5o
Bellin

Al

wky
$4376 Norma—Mira o Norma (Hear ).
prana; Loslse Humer, conteaito (i Teelan)
8541 Der Splelmann (The Minstrel, Op, 15 1)
woprano; Efrem Zimbalint, violinikt (in Gorman)

ch
- NEW VICTOR FRENCH RECORDS
10-INCH—90c.
,Abt Qui me passera le bois?
nadiun lull\‘ o

no wi

o Gluck
Engen Hil

6o (2) En roulant
Arr. by An 1
Eva

erranf
with \|n\»

Columbia Recox’da for June

6 CENTS
An-ncln l-puhllc lnrch 1lnl||(nnmm March). Thiele. Prince's
Thl lu'im:lhl agle March (Nousa) Band
\2210 I'm & elve o (ﬁocl Fellow In a llnc o' Olocl Town (Hurry
Von Tilzer).  Byron G Orchestra accompuni

ment
With His Hands In His Pockets And His Pockets In His Pants
-\-m Tilzer). Myron G. Harlan, tenor, Orchestra secompani-

Agga2 Thu wma Began When I Met You (Gumble)
Irehestrn m:nlnpn"!lm nt
l‘ the W wrry Von

Harlan, tenor,

George Wilkon,

Tilzer),  Robert Lewis,
n|mmm

a

To lu Lonesome (\!
0

Male

Von Tilzer). Sam Ash,
it
ker Quurtette. Orchestra
ge ) Andres Sarto, baritone, and
e, Ore tra mpaniment
(Berlin A Meyer). Knie
ompaniment
amberg). Charles

Boy Like You (H

Orchestrn w

Harrison,

The Mother O Von
Empire (Voeal) Male ompani

Butterfly (Haskette
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\2104 Bull Frog Blues (HBrown Shirley)
wxtoty

Swanee Ripples (Blaufuss).  Suxo Sextette.  Saxophone sextette

Miss Springtim l cmu in the Air'' ( ). Baxo Bex

'What

Suxo

Saxo Sextette.  Suxophon

hy ln'll on and M.

To .lkl 'l'h B At Me
Suxophone sextette

Gwine To & Home Bye Ann ly Arranged by

Hurry . Browne. haritons rless Quartetts

.| by Harry . Hrowne

buritone, and Peerloss

with banjo effect by

Do You

haco)
P Sextette

'or?"*

Brahan)

uar
Harry

Traditionsl music
aritone. hestra npaniment
llolly Braunigan (ou lrhh I-lody George
t s {..nmmu
e Stack of Barley (Traditional !mn
Wheeler.  Accordion and han,
The lnuky IM to Dublin ‘l‘rllmonll Irish)
born und Jumes Wheeler, rdion and banj
ristian Soldiers (Suilivan) uhia
Quartette.  Orchestra aocompan
In The Sweet Bye And Bye
Robert Hood Bowers). Cotum
ompunied
Ros; (Nevin)

George
Potter, bavitone
Edward Herborn and
Her

Male

Edward
Stellar

nt
Webster)
st

l\lrunx-d by
Mule Un

Quirrte
Harrison Orchextra e

Churles tenor.

Charles Harrison, tenor Or

Tacobs Bond).  Tda Garvdner, contralte
nent
Lullaby.
pniment
Pn Usrnlttol (Carnation Flower).
P‘ Waters). Helen Louise

Pl-llllln Blues.
R4007 Hats
8i

Namnette Flack, soprano.  Or
(Wiliwili Wat."!

Tntroducing
nk Guitar

und nl rera

und Fra
o King Wl

Madden)

Guitar duet

Helen 14 --lm«- Fe
d ] T White).  Andres

on Y to the Flag
Brellar Quariette
Xl.l Ooml Back to You (F. 0.

Vllcll 8 £ o
mands In-llu Ty l Humpl
Rally to the Oall, Boys Il‘uu’ )
seriptive.  Prinee’ (3 il
Holiday '
Hidden."" »

Knickerbocker Quar

in omp llIn‘l'Y! (Com
Prince’ s

cun

Descriptive

M.m h Song. De
Katinks (Frini) ah
Are Pairest When n.y T

Poor lummy (Hubbell)
A-mean l'nml| (Meacham)

i
Call 01 l ati dling)
Unuceompanied,
Fopulat Hits of the Day
For Me and My o-l (Mayer) 0
tra puniment
rt and Hope to Die
rehestry m « umpumvn- nt
w cn the Black-Byed 8 Grow (Whiting)
rehe a llpulmm oat,
Mur You've Had Your W
chestra o O panimest
lhc) Dixie e Time (Tierney)
«

Von

Tntrotiueing
xo Se

Suxo Sextotte, saxoph

Suxo Sextette, saxophone sextefte

Saxo Sextette. saxophone sextette

2190 ‘onnell, tenor,  Orches

(Yon Tilger) Ada Jones.

Sam Ash, tenor.

ay (Howard). Sam Ash, tenor.  Or

George H. 0'Connor, tenor

it (H Tilzer),  Sum Ash, tenor

\2208 rnr luch Star in Old Dlory (Burse) Arthur
Tapaceompaniment
Love (lall)

baritone

George Wil
Orchestra ae

Fields.

g W
¥ "urllNlll
and (Flotow) Arthur
mpaniment
4|hu kman and  Smith) George H
Tilzer) George
tenor, Orchestra accompuni
I 'I Ovt the Sweetest Girl in Maryland (I)nunldmvln
hmlur Male Quartetie. Orchestra aeco
et You Dear In Dreamland (Herk)
ni

and Robert Lewis,
Knicker
tenor

Ash.

pool).  Sam

Mother's Prayers H
henver, buritone.
ce J

Homer A, Rode

e Homer A, Rode
ritone

: Cohen Telephones From Brighton (Hayman)

Lompuny, hum keteh ae

o Haymun and

Hn,\mnn llulum
renade (.

Berenade (Moszkowsky
2197 Can: nn IN1hl|llH

Ohimes (Rollinson)
ly Lan aster

]
e ranserip by Tobuni).  Prince’s Or
Prince’s Orchestra
Time (Kegn) uuh Burton, e

\2198 va:lfn oF,
ptal whistling by Miss Sibyl

and hmun Hall,
Nanderson Fagan.
Beautiful Bird Sing
Miller, tenor.
Accompagiment
\2109 Be rmn Jmln (Godard)
Bund nru-mpnnl en
he Palms (Fuure) Herbert L
companiment
\2200 Medley of Hawailan Melodies.
Two-Three'’ (Aluu). "ll-l

(Hopkins)
io lo&hy Fox t
elike)
ged by H
Wll.h IC) H

baritone.  Ine
Orchestra o
owe me: , tenor, and Reed

With Bird Tmitations by Joe Belmont. Orchestra

Herbert L. Clarke, cornetist,
Clarke,

Wnl” "

cornetist,  Band a¢

Introducing 1. ‘‘One-
ha). 1. ' Sweet

Introduein

ho_

No Mean'
Kaluluhi

) Hiki \
Sehlam),  Biltmore Hawanilan  Or-
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\2206 Poor Bu Charlos

terfly (Hubbell)
niment
For You (Ball

Hurrison. tenor.  Orchestea

Charles Hurrison, tenor.  Orehestrs
accompaniment
Poor Butterfl

accompunied

(Hubbell).  Guido Deiro, necordion solo,  Un

Madam Butterfly

Unuecompan

12 llvl! $1.26
al ( er

Selections. Giuido Deiro, nccordion

wolo,

“‘Yaddie,
tury Girl ¢ Alice ‘onderland.’*
ing lrnuwny Ohlckm 'llx' (Berlin}
Prinea’s Orchestra
(Herbert) Waltz 'You Belong To Me.''
T el Privee’s Orchestra
( ) altz, — Prince’s Orchestra
ru S You Wm lo (Long and Pelhay )
trodu You Made Your Moth
\\ " ) ‘It's Lonesome Hon"

“ ln, lol in Bcotland (Riggs and Porter)
Immdmln olo'’ (Timberg). Prince’s Band
IY‘ l-nnu lnnnmn (Gilbert and Morgan). Fox trot. Prince's

and

One-step.  Tn
'ome
(Milford)

One-step

(Gilbert and Morgan) One-step.
¥).  Columbia Sym or

Me "
.ln;mn uud .l. 'i..-m. In Latin.  (With bird voices by
Bybi
ata. Minuet. (Arranged by
& ‘‘You're the

Johnson and Me
Hold a Million
band

co's
One-step.  Tntro

Prince’s Band
One-step.  Introducing
(Buck und Stamper) (Ar

Pischer ) in
945 Allah's Holiday.'"
‘T Want to ."& Male Quartette.'’
Girls, If You Bver Married (Grant)
“‘I've Saved All My Love For 'ou
'lnunnl by l:rnnn I 1

Songs o
m ‘here
Re r:l

companiment
king This Way (Van De Venter)
James F. Harrison, haritone,  Orga
Salut a Pesth (Kowalski) (Arra
; h

Minuet. Oplu 14, No. 1 (Pa
Hun an Rhapsody o, 8 TLinet),

neing

ul!
in ly Ory

Harrison,

. Jun
dumes ¥, Orehonten

Harry Anthony, tenor, and

LRI Hml LuLo ) Hun

T
5041 A
ungarian Rhapsody No. 2 (Liset). Part IT.
12-INOH—$1.50
LRIty r (Key). Lonis Grave

u animent

America. My Country 'Tis of The
«n.l..m. nuumpllnllmul

The Trinmphal Ents f the losunn (Halvorsen)

N\mvhnm Ore i\.mu U the direction of Dr.

wld.
Coppelia Ballet No. 2 (Delihes)
cinnuti Symp! Orehestra
Kunwald
ll\u Dlunbc Waltz (Strunss)
Luey Gates, sopras
Quurmu Orchestra necon
s Waltz (Wilson)

t
(Schubert:Liszt)

Prince’s Orchestra

baritone.  Or

Louis Graveure, bari

5948 Cincinnati

Ernst Kun

‘'Waltz of the Hours.''
Under the direction of Dr.

Cin
Ernst

— oeting
hin Stellur Male

woprano.  Orchestra ae

Josef Hofmann, pianist.  Unae

mol (Moszkowski). Josef Hofwann, pianist. Un

AS8a0 (Bnar-H Eddy vielinist
Brow violinist
Andante. I'D\lllmrm

irt
(Under the direction of

Part II. Andante.
(Under  the dire

Rrown,

uima
thoven )

Pl
h Symphony AH g
ork

Orchestra New
Btransky )

Fifth Symphony (Heethoven)
Orehestra of New York
Stransky

‘hnnhlnur (W uumn “Ab-ndmrn" (Evening Star).
Casals, “collist rehestern wecompaniment

Larghetto From “antnu in D Major'' (Mozart)
W |ul|th Clarinet and Strings Quartett
o lna'y Breasted Pearl (Robinson). Os

hestra nce ment

. |I'|u||un.|

viment

(Mollay)

A5954
Philharmonic
fon  of Josef

AGORS Pablo
Pablo Cas-

mpaniment

r Beng

(Welsh air,)

Osenr Seagle, bari

Helen Stanley, soprano. Orchestra

y Sally Gardens. Helen
stra necompaniment
12-INCH—$3.00
'Tis The Last lon o( llllllnlr w).  'Qui
Vnr.in m In Ttalian,

Pnrl ol lruu (David).  “‘Gentil Augel'' (Ch:
rientos, soprano. In French, with «
ligato, by Marshall B Lufaks.)
‘avorita (Donizetti)
(A Vision of
Ttalinn,

Stanley, soprano,  Or

s Bola,
with
iz Bird).
(Flute
Un Angiol Di Dio’"

ipolito Lazare, tenor. In

rming
estra
I8749 La Una
Appearing).

uty
with orchestra.

It is now affirmed that the fourteenth wedding anni-
versary is the “ivory” wedding. But don't wait until a
couple are married fourteen years before you sell them a
piano or a talking machine. They should have music in
the home right from the start.
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Edison Blue Amberol Records for June

CONCERT LIST $1.00 EACH
Father O'Plynn. Arvunged by (. Villlers Stanford. buss
ace. Arthue Middloton
" Las Filles de Oadix. Soprany
et

REGULAR LIST—70 CENTS EACH
Broken Doll. _Hurris Tute hor, oreh. wee
Buzzin' the Bee,

in French, orch, ace.  Alive

qry

Munuel Romain
1IN nee

tenor and har
Harlun

. derome Kern.  Soprane and tenor
toamd JSilly Mureny
7 Ha dorome Kern.  Tenor, oreh. wee, Billy
178 ou‘ oeting Hour. Durothy L Soprany, oreh Gladys
i
174 Tho' Tm Not the First to Oall You ‘‘Sweetheart'' (Ploase Let
Mo Be the Last). Tenor, orch, arc. (lenrge Wilto Bullurd
192 Where Susans Grow. itich \. Whiting. Tenur
Hahl
For dancing. Jaudas’ Band
derome Kern: for dancing.  Jundux
It Hugo Frey.  For dancing,  Jaudas
180 Aloha Sunset Land.  Toane Kawelo,  Waikiki Hawniiun Or
chestra
181 Kaena. Ford Huwuiinns.
191 Cot Sousa.  New York Military Band
{177 Marche Lorraine. L. Gunne.  Creatore and His Band
1182 llor'nmm loo’n and Nigi 4 Overture, \'. uppe. Xylo
phone, orch. aee,  ( )
08 A Walk i Fore: w-De Filippis
Mandolin_ Orchestra
V145 Can't Yo' Hear Me Callin' Caroline? (uro Koma,  Tenor, orch
ace. Vernon Dalhart
172 In She Gloaming. Annie Fortoscue Harrison. Soprane, orch
e ve Shepherd
No, Mixed voices, oreh, wee,  Metropoli
Oorner Where You Are. (Cly Gabriel.  Male
voices, orch. wee, Apy Quartette of Boston
G Austin Miles.  Male voiee ch. ace. Apollo
Hoxton
Hore, It's a Wonderful Place. Seymonr Furil
me, orch. ace.  Adi Jones.
1101 Come Out of the Kitchen Mary Kendis Buyha,  Comedi
enne, orch. nec.  Ada Jones and Chorus

Par-O-Ket Records in Canada

As a result of the visit to Canada of Mr. A, P. O'Brien,
president of the Paroquette Record Manufacturing Co., New
York, active measures are being taken to market Par-O-
Ket records in this country. Mr. O'Brien stated that
owing to war conditions he was not sanguine of much
business in, Canada, but has been surprised with the orders
secured and the number of inquiries received. He reported
that the business of his firm had already grown to a point
requiring increased manufacturing facilities in order to
maintain a policy of making complete shipments within two
days of filling the order.

The Symphonola

In their annpuncement in this issue the Canadian Sym-
phonola Co., Ltd., Toronto, illustrate one bf their models.
Other illustrations of the different styles are coming
through, and will be ready for distribution to inquiring
dealers at an early date. A sample of the Symphonola has
been on exhibit in the Wm. Long piano salesrooms, and
has been readily approved by those who have inspected and
listened to demonstrations with various makes of records.
The Symphonola is designed to play any make of disc
record, and the sound chamber, or horn, is of metal of pro-
portions that the makers have found to give the best re-

sults. The cabinet is the prod of men d to
piano case work, and is of admirable workmanship and
finish.

Motors and Tone Arms

The Canadian Symphonola Co., Ltd,, Toronto, of which
Mr. Wm. Long, the well known piano man, is the organizer
and principal shareholder, announce that they have secured
the exclusive Canadian agency of the motors, tone arms,
sound boxes, etc., manufactured by the Thomas Manufac-
turing Co. of Dayton, Ohio. In his investigation of the
market for supplies before putting the Symphonola phono-
graph on the market, Mr. Long tested a variety of makes,
and finally adopted the Thomas motor. He was impressed

TRADES JOURNAL 59

with the quality of this motor to the extent of not only
using it, but as a product to recommend fo other phono-
graph manufacturers, consequently negotiations were com-
menced for the Canadian rights,

Thomas motors are in five different styles, and the Sym-
phony tone arm in four different styles. The Canadian
Symphonola Co., Ltd., are now open to supply the complete
line of accessories to the phonograph manufacturers, in-
cluding motors, tone arms, sound boxes, turn-tables, wind-
ing cranks, etc.

Mr. Russell Teeple, who is associated with Mr. Long,
visited the Thomas plant at Dayton, and was greatly im.
pressed with the facilities for manufacture and the policy
of service and quality behind the production of these
goods.

A Victor Record Enthusiast

Mr. T. Nash, the energetic manager of His Master's
Voice, Ltd., Toronto, and who is a consistent and logical
exponent of the good business that is for dealers to feature
records unceasingly and energetically, every season of the
year and every day of the season, paid a visit to the plant
of Berliner Gramophone Co., Ltd,, Montreal, the home of
“ His Master's Voice " products, earlier in the month.

Tiffany Phonograph Motor In Canada
Newbigging Cabinet Co. Have Agency

On a recent visit to New York, Mr. R. P Newbigging,
president and manager of the Newbigging Cabinet Co.,
Ltd., Hamilton, arranged for the Canadian agency of the
Tiffany electric motor. An improved type of this motor
has just been brought out to play 3,000 records on one
set of batteries,

The manufacturers of the Tiffany motor are satisfied
that they have solved the problem of an electric motor that
will give absolute even running of the turn-table from start
to finish, positively no variation in speed, and at a cost of
operation that a year ago would not have been credited.
Being operated by battery motive power it can be used
anywhere,

The Newbigging firm express their pleasure at being the
first in Canada to have this motor, Mr. Newbigging, who
has been a close student of all phases of the phonograph
field for many years, has given close attention to the elec-
tric method of operating as against hand winding,

Good Advice for Live Wire Dealers

" His Master's Voice” Bulletin for May 1st has some
mighty good suggestions for the dealer enterprising enough
to capitalize them. For example, why is it not good busi-
ness to give the sales staff a little extra inducement to
work off the slow sellers? Slow selling records are usually
so for the want of a little boosting.

“Just S'posen” is the title of one of the nuggets of
wisdom in the Bulletin referred to, and here it is in full:

*“ Suppose you keep your records in a proper record rack
and

“ Suppose each compartment in the rack bears
ber of the record on a movable card, and

“ Suppose you have most of the numbers on white cards,
and

* Suppose you have some blue and red cards as well, and

“Suppose you find that some of the records you have
are to be cut out, or that some of them are not selling well,
and

“ Suppose you change the white card for a blue one on
the prospective cut outs and for a red one on the slow
ones. and

“ Suppose you tell your salesman that a little extra com-

the num-

R -
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CANADA'S PREMIER PHONOGRAPH

SYMPHONOLA

“I never wanted a
phonograph in my
own home until I
heard the Sympho
| nola' says a dealer
who has been sell-
ing  phonographs
for ten years

The
Symphonola

Plays all makes of
disc records. And
brings out all the
expression and

tone irrespective

of make of record.

With Automatic Stop

SymphonolasAttract Cash Buyers
Instalment sales covering long periods of
time are bad for all parties concerned.
ymphonola Co., Ltd., let you give a 10 per
cent. discount for cash.

You get a liberal dealers’ discount.

usic men have been waiting for this for
years,

eople will pay cash if given some in-
ducement.

ow can you afford to tie up your capital on
small instalments.

ur machines are full of talking points for
the salesman.

Nothing finer could be produced in the way
of cabinets.

Our motors are the most silent and durable
on the market.
isten to the tone created by the reproducer;
you would think the living artist was in
the room.

11 these points carefully weigh up, then
send in your order.

In Seven Models. Prices from $30.00 to $160.00.

A NEw TONE ARM
SOUND BOX

The new Thomas Symphony tone arms and
sound boxes are the outcome of years of care-
ful study, investigation and experimenting,
climaxed by actual experience in building
talking machines. The Thomas tone arms
and sound boxes fill a real need in the trade
because: 1. The Thomas Symphony tone
arms and sound boxes are of the “universal”
type. The parts are all properly weighted
and a compensating device makes it possible
to play any make of record perfectly.
2. They are made by a large organization
which can guarantee prompt deliveries in
large quantities. 3. They are made in Dayton,
the “City of Precision,” which is famous the
country over for its skilled mechanics.

Four Styles, Get Prices

THE D AYTON MOTOR

The Dayton Motor is a "Precision-made
Motor. It is manufactured by the Thomas
Mfg. Corp., Dayton, Ohio. Manufactured,
assembled and tested under one roof by the
people who have a reputation for precision
work.

The Dayton Motor has interchangeable,
lubricant-tight spring drums, also full float-
ing type, worm governor drive, heavy cast
grey iron frame, nickel plated, noiseless
winding device, absolutely noiseless when in
operation, fully guaranteed.

Write to-day for prices and samples.
Sole Distributors for Canada.

The Canadian Symphonola Co. Limited

406-408 Yonge Street, Toronto
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mission will be theirs for the quick selling of red and blue
ticketed records.

“Do you think the red and blue racks will remain full
long? Do You?"

Another suggestion is about clubs—not the kind to swat
with, but the kind of clubs people join. These are mostly
for recreation, and of course without music they are not
at all complete. Clubs are buying talking machines and
records, but more of them are not. The advice “H. M. V."
Bulletin editor offers is: * Get right after the clubs in your
neighborhood, Mr. Dealer, and see that they have a Vic-
trola. If they have, fill 'em up with new records which
will actually re-create as they are intended to do—not only
the music, but the people, by reason of the pleasure and
relaxation they give. There is a big field here in some
localities. If it is your locality, get busy."

Then there is a paragraph about hotel business, and in-
cidentally hotels here and there through the country are
realizing that their guests do appreciate some good records
with their meals. The suggestion the “ H. M. V." Bulletin
offers in this respect is good. Here it is:

“ See first that every hotel in your territory has a Vic-
trola, and second that the stock of records they have is
up-to-date and kept so.

* Enter into a conspiracy with the hotel man to ensnare
his guests so that they'll never want to leave because his
records are all right up to the minute and kept so because
you have his standing order for, the best of each month's
list.

“You'll pick up a lot of good business that way—and
don't forget the guests themselves; they'll buy any good
record they learn to like, just to take home.”

Bowes " Proposal "' Calendars

Friends, patrons and prospective patrons of the Bowes
Music Co., Ltd., Vancouver, are receiving each month of
this year a dainty little calendar. There are twelve in the
series depicting * Popping the Q ion.” The i i
are reproductions from paintings by Harlod Brett, an artist
whose talent for telling stories in picture has made him
famous. Further interest attaches to the calendar by rea-
son of the original and appropriate verse by Mr. J. W,
Bowes that accompanies each. Mr. Bowes is the poet of
the music trades. The calendar for May shows the sailor
proposing, and Poet Bowes' poetical observation is the fol-
lowing toast:

“Here's to the Girl, the May Day Girl.
Sure we all her virtues sing.
The girl with laughing, hazel e
And tresses blown to sunlit skies,
On the scented air of spring.”

The poet further observes the sentiment of this girl con-
cerning the Willis piano, to be * that the tone is as pure
and sweet as the murmur of the rippling brook on a joyous
spring morning.”

Machine Shortage Now Past

Mr. John A. Sabine, of The Music Supply Co., Toronto,
the distributors of Columbia products, visited New York,
and early in the month was able to write his dealers from
there giving them good news regarding prospects of im-
proved service.

Mr, James P. Bradt, who was recently promoted to the
position of assistant to the president at New York,
accompanied Mr. Sabine on his return, and spent a
couple of days in Toronto conferring with Mr. Ralph
Cabanas, of the Company's C division.

Mr. Sabine now announces that so far as the Columbia
products is concerned the shortage of machines is a thing
of the past. When the Journal man called at his office he
showed a clean order fyle except for a few machines of
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one or two types. With records coming more freely, and
plenty of machines, the proprietors of The Music Supply
Co. are feeling quite sanguine of a satisfactory year's busi-
ness in the matter of service as well as sales

"Til The World Is Free

A new song which is in the Journal's list of new Can-
adian copyrights this month, and which is creating con-
siderable stir, is “'Til the World is Free," the words and
music of which are both by H. 8. Bee, a Montreal com-
poser. This patriotic number is being heard by thousands
of people attending the various theatres where it is being
sung. Numerous orchestras are including it in their pro-

TiL THE WoRLD 15 FReE

PATRIOTIC SONG

Words and
J«u‘sic by

H.S.BEE

PRICE 0O CENTS

MASTER'S VOICE LTD.

ONTO

grammes, and band scores-are being prepared. Having
gotten off to a remarkably good start it is anticipated that
“Till the World .is Free” will have a very large sale. It
is published by His Master's Voice, Limited, Toronto, and
the Journal understands that already applications are being
received from parties desirous of securing the copyright
for Canada and Great Britain.

Columbia dealers have been advised that owing to in-
creased cost of labor and materials the retail price of
twelve-inch records has been advanced from $1.25 to $1.50
each. The new prices are in effect.

*“ Sales, both retail and wholesale, have exceeded expec-
tations, and prospects are decidedly encouraging,” said Mr.
W. D. Stevenson, of The Canadian Phonograph Supply Co.,
London, Canada, who, reported in the last issue of the
Journal, have the Canadian distributing rights of Starr
phonographs and Starr records.

Continual cheerfulness is a sign of wisdom.
Luck will carry a man across the brook, if he is not too
lazy to leap.
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U.S. War Tax on Pianos
Vigorous Protest by Manufacturers

The United States Government proposes to put a war tax
on musical instruments. The basis reported to the House
of Representatives is to place a tax of five per cent. on
the “price at which sold.” The clause of the War Tax
Measure affecting the music industries is as follows:

“ Title VI.—~War Tax on Manufactures.

“8ec. 600. That there shall be levied, assessed, col-
lected and paid—

“(b) Upon all musical instruments sold by the manufac-
turer, producer or importer for more than $10 each, and
upon piano-players, gr h h hs, talking-
machines and records used in ¢ with any ical
instrument, piano-player, graphophone, phonograph or talk-
ing-machine sold by the manufacturer, producer or im-
porter a tax equivalent to 5 per centum of the price for
which so sold.”

An energetic protest is being waged by the music in-
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Since reorganization the management report orders have
been received that will keep the factory running at full
capacity for some time to come, and future orders should
be placed well in advance of requirements to insure de-
livery.

United States Trade Conventions

From May 19 to 26 the annual conventions of the various
branches of the music trades in the United States will be
held at Chicago in the Coliseum. The different organiza-
tions that will meet are: N: | Piano Manuf; ers’ As-
sociation of America, National Association of Piano Mer-
chants of America, National Association of Piano Travel-
lers, American Guild of Piano Tuners.

In connection with the convention there will be a Na-
tional Music Show, in which every branch of the music
business is to be represented. There will be exhibits of
pianos, organs, players, talking machines, string, brass and
wood instruments, and sheet and book music.

dustries throughout the United States and repr
men gathered in Washington to personally protest against
the measure. The National, New York and Chicago Piano
Manufacturers’' Associations, Music Industries Chamber of
Commerce, sent delegates. Members of the Government
had been inundated with telegrams and letters from manu-
facturers, retailers and employees urging the injustice of
the proposed measure.

Arguments presented to the Senators included the in-
formation that a “ down payment” of $10 on the average
piano was high; that $200 was above the average piano
price, and that the usual purchase period was carried over a
period of three years.

The need of the U.S. war measure is to make up a de-
ficiency of from $200,000,000 to $300,000,000. It is pro-
posed to eliminate the free list of the Underwood-Simmons
tariff law and place an ad valorem tax of 10 per cent. on
the articles now coming in duty free.

To increase by 10 per cent. the duties on articles now
on the dutiable list in the Underwood tariff.

Income tax payers will be required to pay one-third
more than they have already paid.

* The Doherty Piar;o Company, Limited,” Suc-
ceeded by * Doherty Pianos, Limited "

The new Company, “ Doherty Pianos, Limited,” Clinton,
Ont,, makes its bow to the trade, and announces that
having purchased the assets of the old Company an entire
reorganization of the old business has taken place. The
new Company enters the field with a new management, new
equipment, and new policy, and announces that it will do
business with and through dealers only.

Situated as the factory is, in Clinton, Ont., where the
business was established in 1875, most of the employees
have been connected with this line for years, and most of
them own their own homes, and a considerable number of
them other people's homes. This means that all are in-
terested in the quality of the production, and assures exact-
ness in fit and finish.

Fortunately a large stock of the highest grades of ma-
terials was on hand, and the Company find there will be no
necessity to use any of the substitutes now being offered,
so that Doherty dealers can have confidence in the products
of thie Company's factory.

Mr. George E. Dies, known from coast to coast, retains
the sales end of the business, and Mr. William Jackson,
of Clinton, financially interested for many years, is now
the president, with Mr. H. R. Sharpe as vice-president, and
Mr. Charles H. Ivey of London secretary-treasurer.

The new board, comprisin, s it does, men of known
ability and integrity, and financial standing, augurs well for
the success of the new Company.

PIANO MAKER WANTED FOR AUSTRALIA

Advertiser is open to receive applications from men
practical in every of to
g0 to Australia to organize a factory for large import-
ing house there. State salary required, in addition to
expenses of transportation, for a two year engage-
ment. Replies will be treated with confidence. Must
be British born. Box 11 Canadian Music Trades
Journal, 56-58 Agnes St. Toronto.

No Relief in Sight

There is considerable speculation as to the effect on
piano trade in Canada as a result of the United States
lining up with the Allies in their fight for the world's free-
dom. The fear is expressed in some quarters that the sup-
ply of materials, and particularly those into which metal
of any kind enters, and which must of a necessity be im-
ported, will become still more difficult to obtain. That
prices have not receded is only too true, and again the
Journal gives an indication of the serious extent to which
piano and organ manufacturers’ raw material has advanced
in price by reproducing the following list sent by one manu-
facturer to his customers, and which enumerates only a
fraction of the materials affected. This list takes no ac-
count of increase in labor cost, ‘which is represented in a
higher wage, as well as a reduced output, but emphasizes
the remarkable shrinkage in the buying power of the dollar
since August, 1914.

MATERIALS THAT IN 1914 COST $100 NOW COST
AS FOLLOWS:
In 1914
$100.00
100.00
100.00
100.00
100.00
100.00
100.00
100.00
100.00
100.00
100.00
100.00
100.00
100.00
100.00
100.00

Now
$135.00
145.00
170.00
172.00
285.00
155.00
290.00
190.00
172.00
162.00
230.00
340.00
750.00
265.00

Lumber, Hardwoods
., Lumber, Box Pine

Veneers ..
Leather .
Brass Goods PSR,
“Coppered Steel Wire
Screws N
Nails Wl
Sand Paper ..........
Methylated Spirits .. ..
DO o oo v fvn's
Shellacs
Stains ...
Glue .....
Coal 150.00
Mirrors ... 172.00

Almost all other materials have advanced in price from

25 to 75 per cent.

Laziness travels so slowly that poverty soon overtakes
him,
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What Does It Cost To Retail a Piano?

AT a gathering of piano men, including city dealers and

country dealers, the above question was asked. The
figures given in reply varied all the way from $50 per in-
strument to one-third of the selling cost. Those who have
studied this question agree that the latter figure is nearer
to the actual cost,

It is a fact that there are dealers who do not pretend to
know what it costs them to do business, and many others
are working on a basis that is not only erroneous but finan-
cially dangerous. For example :

A certain Ontario retailer in another line of business
that brought him in contact with a number of encouraging
piano prospects concluded that a piano agency would be a
good thing for him. He negotiated the agency. At the end
of a year he was congratulating himself on a profit of
nearly $1,400.

He had bought a car for his piano business, to which he
personally devoted a couple of days per week.

Asked what salary he charged the piano business for his
time, he replied, “ Nothing.” Also he charged no rent for
the portion of his store occupied by the piano department.
He charged the piano business with none of the cost, none
of the upkeeps, and none of the depreciation of the car that
he bought purposely for the piano business.

There was nothing charged for the time of the dealer's
office help for book-keeping and collecti ng, nor for p
i light and b tax.'

An accurate analysis of this dealer's piano business
showed that he actually lost nearly two hundred dollars in-
stead of making nearly seven times that amount as he

hougth Does your hod of ing get you to any
more accurate a basi:

U.S. Music Dealers’ Convention
Chicago, May 27 and 24

The pr for the b and entertain-
ment features of the annual convention at Chicago of the
National Association of Piano Merchants has heen an-
nounced. Elaborate provision for the entertaininent of
guests has been made.

On Wedne;dly. May 23, there are to be business ses-
sions at 10 a, and 2.30 pm. On Thursday, May 24, tiere
are to be business sessions at 10 am. and 2.30 pm. Un
both days there v Il be round-table d cussions, At 6.3¢
of the second evening will be the annual reception and din-
ner. The programme includes orchestra, quartette, necro-
mancer, moving pictures, violin selections, etc. The ban-
quet is priced at $7.50 per plate and ladies are invited.

Otto Higel Co.'s May Bulletin of Player Rolls

SOLODANT ROLLS

011864 Beautiful Chim: Sunset.
411924 Bonnie Sy lection No. 3.

(2) Will Ye No
e Scotland Selection No, 4.

i (2) Flora MacDonal

azeldean

Morceun Churn
Long Ago. Illud

Reverie
Intro : (1) Bonnie
Come Again? (3)
(GBI Introducing (1) Land o'
Lament; (3) Jock o'
ARG "R
013914 Tnterp
4190 Ballad,  Ukulele Interpolutions.  Keiser
013K Valte.  Ukulele Tnterpola Raberts.
" Doll. .
Mygran
Hesitation Waltz,
LO ARTIST ROLLS
Rternherg
#20.

+ Tate
1 Ll
O14KTH Grey
Reynard
ch o
Reverie.  Pitz Patrick sese
Ballad.  Ukulele Interpoiations
The Love You Gave Me?

STAR MUSIC ROLLS
Stones. Waltz song. ottler.

e and I{, L Fox tr
loha Land. Huwniinn waltz
Ragtime Jingles. Itug for dancing.

Song.

Meyer.
ulele Thter)
Markigen

ions.  Herger
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Ukulele Tnterpolations. Wilson
Walte so Ukulele Tuter

weetest Girl i Maryland. Fox trot.  Donaldson
Fox trot.  Baskotte and Santly

When seen in Toronto the other day Mr. W. B. Puckett,
vice-president and manager of the Williams Piano Co., Ltd.,
Oshawa, commented most favorably on the work of the
* Music-in-the-Home " campaign. Mr. F. A. Trestrail, ad-
vertising manager, who has been confined to his home
through illness, is also an enthusiastic advocate of the idea
of the press co-operation in advancing interest in music.

The Old Harmonica
By H. S. Haskins, in Grit.

Don't talk about your orchestr.
Your operas and your chants.

Your fiddles and your trombones and
Your drums to make folks dance !

No instrument that climbs the scale
Of “do, re, mi and fa "

Can hold a patch for making tunes
To Joe's harmonica,

He put it "twixt his teeth, like this,
He puffed his cheeks out, so !

Where could yon find a sweeter tone
On earth? 1'd like to know.

He “tongued " it, thus, to keep the beat,
And oh, it seemed to sound

When that small cuss got under way
Like angels flying round.

My little Joe was smart, all right,
What would I give to-day

To hand him his harmonica
And listen to him play?

WANTED
Two first-class piano salesmen wanted at once by old established piano
house for Hamilton, Will pay good salaries ive experience and
references, A‘nl, Box 137, l-nuun Music Trades
Agnes Street, Toronto.
WANTED
Player plano repair man; one who can also repair ay
ments preferred. Permanent position with progressi: b
experience, references, and salary ox when P 3
R. 8. Williams & Sons Oo, Ltd., 145 Yonge Street, Toronto

Journal, 5668

PIANO TUNER WANTED
Must be a high-class tuner with temperate habits; honest, and a man
who can handle all mtx of repair work. First-class wiges and
& perm, nc::‘mmu, pply to Heintzman & Oo., 66 Ouellette
sor.

Avenue, W
PIANO SALESMAN WANTED
lmrrﬂc salesman, capable of assisting in closing sales. Must be
jonest and nm‘n and a business getter. Good opportunity for
w! high ianos.  Apply at
te Avenue, Windsor.
WANTED
A first-class piano tuner and repair man for Brockville and vicinit
good 0} rs:ln‘lty for the right man, Apply C. W. Lindsay, l.ui
i e, Ont.

TWO SALESMEN
Wanted —Two n‘lonneod‘ live-wire plano
and one for Hamilton. Apply Heintzman & Co., 9
?. oll Ay, city manager), any morning between the hours of © and
.30.

PIANOS WANTED
A well-established firm in Trinidad would like to hear from Canadian
manufacturers of pianos. Apply ‘‘Inquiries Branch,'' chmml
of Trade and Commerce, Ottawa, quoting reference No. 735
A firm in Trinidad, in the piano business, is o to represent a Can-
adian make. Apply ‘‘Inguiries Branch,'' artment of Trade and
Commerce, Ottawa, quoting reference No. 739

the right man who has ability to
once to Heintzman & Co., 66 Ow

-one for Torouto
(E.

A wide-awake 0 . B. €. A good rmon
with a ts the man that can fill the bill. o old,
‘worn-out nted. Must be young and energetic and mnot
afraid of . This is a rood opx:nnnk]. Apply to Box 13, Can-
adian Music Trades Journal, Toronto, Ont.

Splendid it 5

ent opportunities

’ Ltd., one of the lead:
aj

of
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Sure to Make

More
Money For You

PAR —Q(? — KET
Reiai RECORDS

All phonograph owners are eager to buy Par-O-Kets—to obtain six quality
selections for the price of two—by the same artists who sing and play for
the best high-priced records.

Par-O-Kets mean to you miore sales per customer, more customers and more
profit per sale.

Par-O-Ket Quality Records are all double disc, seven-inch, and Hill-and-Dale

cut. They are played by long tapered, medium-tone steel needles,

The few machines that do not play both vertical and lateral-cut records can
be made to do so with a simple attachment. This means that every phono-
graph will play Par-O-Kets.

Wherever you can sell one high-priced record you can sell at least three Par-
O-Kets. You can surely more than double your monthly record profits, make
new customers and help the sale of phonographs by featuring Par-O-Kets—
the Quality Record that pays.

Don't be another week without Par-O-Kets. Send to-day for a trial assortment.

Paroquette Record Mfg. Company

47 West 34th Street, - - New York

Distributors Wanted in Every Province— Write.
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Victrola Recital at Collingwood

One of the livest music centres in Ontario is Colling-
wood, Ont. The desire for and appreciation of good music
on the part of the people of Collingwood and vicinity is in
no small measure due to the activity of the proprietors of
Manson’s Music Store, who are great believers in spread-
ing the gospel of good music.

Manson Bros. are consistent exponents of * His Mas-
ter's Voice " products, being one of the livest dealers on
the Victor list. Below is reproduced the grogramme given
by Manson Bros. at a well attended Victrola recital on
the evening of April 30, and in which local artists partici-
pated. The public was invited through advertisements in
the local press. Miss McLeod, who has charge of the
firm's Victrola department, has arranged for a series of
recitals for the balance of the season, and there is no doubt
her enterprise will be not only appreciated by local resi-
dents, but will be of direct advantage in increasing sales.

PROGRAMME

1. Piano duet, “ Schubert’s Unfinished Symphony,” Mr, Law-

rence Blacknell and Miss Hughes.

“ Rigolette Verdi," Tetrazzini Victor Record 88205,

Solo (a) “Invictus” (Bruno Huhn), and (b) “ When My

Ships Come Sailing Home " (Frances Dorel), Mr
Austin Thornley.

. Violin solo, “ Humoresque " (Dvorak Mischa El)
tor Record 74163,

- Solo, “ Good-bye Tosti " (Reginald Werrenrath), Victor
Record No. 55065,

. Accordion solo, * Bridal Overture " (Lavalle Peitre. Vic-
tor record 35345.

. Schumann’s Concerto, Op. 54, for two pianos—Mrs. Man-

son and Miss Helen Patterson.

Quartette, “ Carry Me Back to Old Virginny," Alma

Gluck and Male Chorus. Victor Record 74420,

. Chorus, “ Pack Up Your Troubles In Your Old Kit Bag,”
Victor Record 18222

10. Violin solo, * Souvenir Morceau " (Maud Powell)
tor Record 64074.

11. Orchestra, “ Poor Butterfly, Victor Dance Orchestra
Victor Record 18422.

12. Solo, Rect, and solo, “ With Rushing Winds,” from
Song Cycle, “ The Morning of the Year” (Charles
Wakefield Cadmann). Mr. Austin Thornley.

13. * The British Bulldog's Watching at the Door,” Harry
Lauder. Victor Record 6o138.

God Save the King. Accompanist, Miss Hughes.

ww
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Sonora Price Changes

Price changes have been made affecting four models of
the Sonora line of phonographs. From May st the follow-
ing are effective: Melodie, $65; Barcarolle, $75;: Trouba-
dour, $102; Imperial, $137.

I. Montagnes & Co., Toronto, are bringing out a small
model Sonora to retail at about $35.00. This is a special for
Canada only, and is in response to the demand of Sonora
dealers for a low-priced type. Mr. E. van Gelder, of this
firm, has recently returned from a visit to the Maritime
Provinces. Between trips Mr. van Gelder is qualifying as
expert chauffeur with a new seven-passenger Studebaker,

Mr. Montagnes has returned from a combined business
and pleasure trip of ten days to New York and Ottawa,
a ied by Mrs. M g!

Among the latest recruits to the art and science of
motoring for pleasure is Mr. B. A. Trestrail, salesmanager
R. 8. Williams & Sons Co., Ltd., Toronto. After a month
of Overlanding Mr. Trestrail discourses as picturesquely
and entertainingly on motor idiosyncrasies as when he tells
of the piano sale that he didn't make.
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Heineman Canadian Branch

Upon the return from New York of Mr. C J. Pott, Can-
adian salesmanager of the Otto Heineman Phonograph Sup-
ply Co., Inc., this firm's Toronto branch has been opened
Premises have been secured in the Lumsden Building, where
a lease has been taken of Rooms 302 and 303. The floor
space here provides for attractive offices, and the carrying
of a complete stock of motors and parts, also for the service
department in charge of a thoroughly practical motor
mechanic

The Lumsden Building is one of Toronto's leading of-
fice buildings, being centrally located at the north-east
corner of Yonge and Adelaide Streets, which visiting mem-

oo for Cannda of the Ot

Mreo €, Port, sule
Heineman 'l

bers of the trade will find within a very few minutes’ walk
of the leading hotels and handy to the music stores. While
in New York Mr. Pott had several conferences with Mr.
Heineman, the firm's President and the factory manage-
ment, so that he returns to Canada with the knowledge that
the requirements of the Canadian trade will be well taken
care of. Mr. Pott reports that their immense plant is run-
ning to full capacity, and that such a condition reflected
the general prosperity of the phonograph industry. By the
same token the permanent blish of the Hei
branch in this country is further evidence of the growth
of the industry throughout the Dominion of Canada.

In Accord with “Music-in-the-Home"

Because of increased phonograph business J. Kellestine,
music dealer of Owen Sound, recently enlarged his store
to a depth of over one hundred feet. The extra space was
utilized for enlarging the Edison department, in which
three new demonstration booths have been built.

Concerning the “ Music-in-the-Home " propaganda, Mr.
Kellestine expresses his hearty accord. He has found that
almost invariably he hears from his customers this unsoli-
cited testimonial, viz.: * Since we purchased our piano, or
New Edison phonograph, the young folks and the children
remain at home a great deal more in the evening, and find
their pleasure and delight in the music provided for them
there.” Mr. Kellestine features the Nordheimer, Bell and
Evans lines of pianos.

Toronto music houses have put in effect the usual early
closing hours for the summer. Commencing May 1st the
various salesrooms close at five o'clock each day, and at
one o'clock on Saturdays.
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YO;J Stake the Sale

on the Demonstration

The result of the recommendations of satisfied owners,
your circulars, recitals, and all the talking machine ad-
vertising is in the bringing of prospective buyers to your
store

Then it's up to your phonograph. Everything practically
depends on the demonstration. Salesmen appreciate
that point, and that's why the Phonola is so popular with
the boys on the floor.

The Phonola wins out in the demonstration. It appeals,
pleases, convinces. It shows the would-be owner of a
machine that the Phonola, reproducer, tone-arm, sound-
box, motor and every part work harmoniously together
to get all the music out of every record. It displays the
presence of a full, pure, accurate tone, and the absence
of scratching and discordant sounds.

Model Prince
Price $175

The range of designs in the Phonola line is a strong point
There is a Phonola at a price to suit every person. Each
model represents the maximum of value for the price,
and in each there is an ample profit for you.

How many do you need? Prices from $18 to $250.

Model A
Price $65

Pollock Manufacturing Co.

Limited
*“ Makers of the Phonola”

Kitchener - - Canada Model Prncen
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Regal Firm Moves to Larger Premises

Church Street, Toronto, which has in recent years grown
to be quite an extensive business street, has added another im-
portant firm by the removal to number 145 of the Regal
Phonograph Company, Limited, formerly of 43 Queen Street
East. This firm, who are manufacturers of the “ Ideal "
phonograph, have taken a lease of the entire three-storey
building at this address, opposite the Metropolitan Church,
and three minutes’ walk from the corner of Queen and
Yonge Streets. The premises, which has a frontage of

New home of ‘‘Ideal’’ Phonographs.
some 24 feet, extends right through to Dalhousie Street,
providing a most i hippi on that

street. The Regal firm are having the place remodelled and
redecorated, which will give them a spacious and well laid
out building for factory and offices and showrooms.

Mr. E. A. Stevenson, president and manager of the Com-
pany, states that the d d for Ideal hi is showing
an appreciable growth, and with the greatly enlarged facil-
ities for assembling he looks forward to a very material en-
largement of business from now on.

TALKING MACHINE NEWS BRIEFS

Mr. A. T. Pike, of the Cecilian Co., Ltd., Toronto, has
returned from a successful tour of several Ontario points
where active Cecilian campaigns resulted satisfactorily.

Mr. Pike made the trip by motor car. His observation
among the farmers seen was that they were optimistic in
view of high prices for their products, and in spite of the
fact that some fall wheat has been winter killed. Although
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the shortage of help is worrying the farmers, they are in
many cases increasing their crop acreage.

Mr, James P. Bradt, assistant to to the president of
Columbia Graphophone Co., New York, spent a couple of
days in Toronto with his firm's Canadian division. As a
result of Mr, Bradt's visit arrangements have been made
whereby Canadian dealers of Columbia lines will secure a
much better service than has been possible for some time.

Mr. J. Leo Grant, who some months ago resigned from the
selling staff of the Robt. Si Co., Ltd., ph ph de-
partment, is now a distributor of Par-O-Ket records. Mr.
Grant's office is temporarily at 55 Alcorn Avenue, Toronto.
He reports quite an active interest in the Par-O-Ket, which
retails in Canada at 40 cents.

TRADE NEWS IN A NUTSHELL

Mr. F. T. Quirk, manager, Sterling Actions & Keys,
Ltd., visited Chicago recently.

Mr. J. E. Hoare, president, Cecilian Co., Ltd., Toronto,
was among recent Canadian trade visitors to New York.

Mr. C. A. Bender, general manager, Heintzman & Co.,
Ltd, Toronto, was among the week's trade visitors to
Montreal.

Mr. T. A. Birdsall has joined the selling organization
of the National Piano Co., Ltd, Toronto. Mr. Birdsall has
equipped himself with a motor car, and is going after Mo-
zart sales with his characteristic energy.

Mr. Geo. C. Hei presid Hei Co,, Ltd,,
who is back from a vacation of some weeks in the south,
is still reminiscencing on the attractive climate left behind
and regretting that rheumatism prevented his indulging in
his favorite game of golf.

Mr. Frank Stanley, the well known Toronto piano man,
is enjoying a fortnight's vacation in the south. Taking

d ge of the letion of al ion in his salesrooms,
and the fact that “the boys” are thoroughly capable of
looking after the business, the head of the house put into
effect his policy of holidaying whenever convenient.

Mr. Albert Nordheimer, president, Nordheimer Piano &
Music Co., Ltd., Toronto, will visit the annual convention
of the United States Music Trades at Chicago between May
21 and 24. Mr. Nordheimer is the State Commissioner for
Canada for the National Piano Dealers’ Association, the
membership of which is open to the Canadian trade.

Mr. Robt. 8. Gourlay, president, Gourlay, Winter &
Leeming, Ltd., Toronto, has been unanimously elected to
the presidency of the National Club, Toronto. The Na-
tional is Toronto's leading business men's club, in which
membership is a very desirable privilege and, by reason of
an always lengthy waiting list, difficult of attainment.

want more music—vocal music.

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

Thousands of families that won't buy pianos do want good
music—Columbia music. Hundreds more who have pianos still
Why not make these prospec-
tive thousands of families customers of yours?

Cabunddid

Graphoph C

Factory and Headquarters
Toronto - - Ca
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Peterboro Music Dealers Form Association.

Unanimously Endorse One Price System—Vote Fifty Dollars to “Music-in-the-Home"
Campaign—TFirst Trade Dinner

HE music dealers of Peterboro have organized them-

selves into an ass: cunon with the object of improving

local diti of doing b and to take advantage

of the benefits that naturally result from competitors get-

ting together on a basis of friendly relations and better
understanding.

The decision of the Peterboro men to orx-mu is a
direct result of the "M the-Home " re-
cently inaugurated. In April John A. Fullerton, director
of the Canadian Bureau for the Advancement of Music,
visited Peterboro. Mr. J. M. Greene, general manager of
the J. M. Greene Music Co.,, and Mr. B. H. Britton, man-
ager of the Heintzman & Co. branch there, and Mr. Fuller-
ton, interviewed the two local daily newspapers. The edi-
tors in each case evidenced their desire to co-operate in
the advancement of public interest in music by agreeing to
accept the Bureau's service, which is without charge to the
papers, and is open to newspapers all over the country.

It was thought desirable to call a meeting of all the
local dealers at a later date and apprise them of what had
been done, and to enlist their approval and co-operation in
this movement to stimulate local interest in music.

Accordingly the local dealers were invited to meet at
luncheon at the Empress Hotel on Tuesday, May 8. Inci-
dentally it is of interest to travellers visiting Peterboro
that the city affords such excellent service and good hotel
accommodation as Mr. Graham, proprietor of the Empress
Hotel, “ your home on the road,” gives.

Unfortunately an engagement at Campbellford prevented
Mr. Cunningham, proprietor of the Peterboro Music Co.,
being present, as it was quite impossible to motor the
round trip of seventy miles, transact his business, and
return by noon, Mr. J. O. Fife was also unable to be pres-
ent by reason of a prior engagement.

Those who responded to the inviation to discuss
* Music-in-the-Home "' were Messrs. J. M. Greene, Frank
Whitehouse, H. B. Britton, and J. W. Stuart. At the con-
clusion of the lunch Mr. Fullerton thanked those present
for their attendance, and proceeded to lay before them a
synoposis of the reason, the origin, and the aims of the
Canadian Bureau for the Advancement of Music. The
dealers were already aware of the local papers’ decision to
help along the movement to create a wider interest in music
by adding * Music-in-the-Home " sections to their papers.

Those present heartily concurred in the movement as
tending to be of great advantage to everyone in the music
business, as well as being of real service to readers of
the papers, who would be given a class of articles designed
to be educative and instructive. The newspapers would
also benefit. The matter of finances was asked about, and
the visitor explained that the Bureau was being financed
by voluntary subscription, and still required funds to assure
the work being carried out for the year. The meeting
favored the Peterboro trade participating in the financial
support of the Bureau. as its work was of direct local ad-

g It was ly decided to contribute fifty
dollars.

Arising out of the ** Music-in-the-Home was
an informal chat over “ The One Price System" in piano
retailing, which subject is evidently uppermost in the minds
of dealers over the entire country. The subject suggested
the recital of various undesirable experiences in sales that
should have been unnecessary, and would not have occurred
under a one price system. The gentlemen present unani-
mously agreed that if the manufacturers would fix the
prices at which their instruments should be sold the re-

tailers would welcome the new conditions and promptly
adopt them.

The Peterboro dealers did not see in trade-ins an objec-
tion to the one price system. On the contrary, they agreed
that the one price system would regulate trade-ins and eli-
minate the too prevalent custom of over valuations for old
instruments taken in exchange.

As those present found that they were each striving to-
ward the same standards, and that the difficulties encoun-
tered in ordinary business experience were general and not
peculiar to any one dealer, they concluded that a local as-
sociation would be of great advantage. Mr. Greene there-
fore offered a r ded by Mr. Whiteh
that an asso on be formed, and that a subsequent meet-
ing be held at an early date to decide on a name and to
elect officers. This was carried unanimously.

Mr. Greene was elected chairman pro tem, Mr. Britton
vice-chairman, and Mr. Fife secretary.

A vote of thanks was tendered Mr. Fullerton, represent-
ing the Canadian Bureau for the Advancement of Music, for
his explanation of the purpose of that organization, and to
the Peterboro “ Examiner” and the “ Review” for their
espousing the * Music-in-the-Home " cause.

PETERBORO TRADE NOTES

The great Quaker Oats plant here destroyed by fire last
year, and in which twenty-five lives were lost, is to be re-
built. Already building operations have commenced on
the old site, and the management proposes to give Peter-
boro the finest cereal plant in the world. The citizens are
pleased that they are retaining this industry, and the fact
that other industries are likely to be attracted to Péterboro
by the facilities offered manufacture:

There are many Canadians unfamiliar with the fact that
the greatest lift lock in the world is located at Peterboro:
This lift takes an entire ship with its load, or a couple of
ships and a fleet of small craft, elevates them a distance
of sixty-five feet in seventy-five seconds without the pas-
sengers even noticing a motion.

The veteran dealer of the place is Mr. Cunningham, pro-
prietor of the Peterboro Music Co., who has been here for
many years, and is known to everyone in the city as the
Mason & Risch and Bell exponent. His right hand man,
Mr. Hike, has charge of a local choir, and is meeting the
difficulty that is with all choi s at present,
viz,, scarcity of voices for the male section. The firm's
store is particularly well located in the business centre, and
ie a rendezvous for local musicians.

The J. M. Greene Music Co. have added another branch
to their list of stores. This latest is at Kingston, where
they have secured an attractive corner location, Extensive
alterations to the premises are being made, and the Belle-
ville branch is also being remodeled. Including their head-
quarters at Peterboro the J. M. Greene Music Co. have now
five retail stores. The same lines are handled in each place,
and the same system is in operation in all five stores. It
will be seen that a manager from one place would be equally
at home in any other branch, the stock arrangement, prices,
terms, etc., being identical. This firm features New Scale
Williams pianos and players, the Edison Diamond disc and
Columbia graphophones, as well as Edison cylinder ma-
chines. They aim to carry every record in the Edison
catalogue and every 10-inch record in the Columbia
catalogue.

Two sons of Mr. J. W. Stuart, who handles Willis &
Co. lines. are now at the front, one holding a lieutenant's
commiss’ Mr. Stuart, who also handles sewing ma-




CANADIAN MUSIC TRADES JOURNAL Oy

chines, was formerly in this line exclusively, having head-
quarters at Lakefield. He later removed to Peterboro to
take charge of the Singer business. On resigning this man-
agement he took on pianos with the retailing of sewing
machines. Mr. Stuart insists that the excessive allowances
made on trade-ins is a matter of salesmanship. His ex-
perience is that the buying public appreciates a fair allow-
ance for the exchange, knowing that an excessive allow-
ance is taken care of by an inflated price asked for the new
instrument. Mr. Stuart, like the rest of the Peterboro
trade, is an enthusiastic booster for Peterboro and the nu-
merous advantages of residence in that city.

Peterboro has an active and energetic Board of Trade
that seeks to keép out of its membership “ dead ones.”
Mr. Frank Whiteh the local § y and Nordheimer
dealer, who has been in the piano business since he left
school, is vice-president of the Board of Trade. At the
music dealers’ meeting reported above his reference to the
work of the Board brought him three new memberships
from among his trade confreres. Mr. Whitehouse, who
uses the motor car to good advantage, as most piano men
now do, is a strong advocate of the one price system as
the only means of elevating the trade to the status that
should be characteristic of marketing musical instruments.

Mr. B. H. Britton, manager of Heintzman & Co.'s
branch here, is justly proud of the new premises into which
he has just moved in the Royal Building. This gives him
a store 50 by 100 feet, with a basement of the same size.
Three handsome sound-proof rooms have been built for the
Victrola department, which is a strong branch of the busi-
ness. The booths are the product of the Unit Construction
Co., the headquarters of which firm are at Philadelphia.
The booths were shipped k.d., and fitted together in the
store. They have the advantage of being portable, are
attractive in appearance, and of uniform design. Above
the regulation partitions the walls are of double glass. The
main showroom is handsomely tinted, artistically lighted,
and the entire front is of plate glass.

In addition to featuring Gourlay lines, Mr. J. O. Fife has
an extensive ticket agency and real estate business. His
motor car is a familiar one on Peterboro streets and on
the county roads, radiating in every direction from that
city. .
The newest addition to the local list of piano retailers
is Mr. R. J. Williamson, formerly of Port Perry. Mr. Wil-
liamson has secured the agency for the Mozart Piano Co.'s
lines for Peterboro and district.

Mr. H. Williamson, of the National Piano Co., Ltd.,
Toronto, was among recent trade visitors to this centre,

CALGARY TRADE REPORTS

ALBERTA weather continuing unsettled, cold and raw,
with occasional light snowfalls, has, up to the pres-
ent, had a tendency to retard farm work, and the local men
who utilize  gas buggies " find the roads difficult to travel,
but warm weather may be expected shortly, when condi-
tione will improve rapidly.

The Alberta Piano Company report an increased de-
mand for pianos and players during the past month, while
the sale of small goods and sheet music slumped some-
what. The Victrola department continues to show good
results, and collecti are very isf: y.

Manager “ Charlie” Clarin, of R. 8. Williams & Sons
Company, claimed business could hardly be improved upon,
and as proof produced a hat band with the significant slogan,
“ Going the limit," emblazoned on it. Mr. Clarin mentioned
the fact that there was a heavy demand for patriotic and
Hawaiian records, also as having sold a great number of
Ukuleles to the trade recently. Mr. Nicholson, who has
charge of the accounting department, reported collections
excellent.

With the exception of the name and address, which are
changed for obvious reasons, we reproduce an amusing let-
ter received a short time ago by Messrs, Gourlay, Winter
& Leeming, Limited.

* Bruderheim, Alta.,
* February 3, 1917.
“ Gourlay, Winter & Leeming, Limited,
“Calgary, Alta,

“Dear Sirs,—The orgle we received from you about a
month ago is alright except one key in de middle of de
orgle.

“It always sounds a little to late, and de middle stop
don’t works, but otherwise it is yust the orgle I wanted to
have and have a nice tune in it.

"1 should have write sooner but could never find time
to do it.

“Then or boy's are anxious to learn to play it, and I
hav not one instruction book or lesson book, and dont no
where to get it eather. Could you help me with it plese
and oblige,

“MRS. LENA HUDELWEIL.

" P.8.—If there sometimes comes a tuner from you rond
here, send him plese to us and there was no little key to
open or close de orgle.”

Mr. Rupert MacMurray appeared to be satisfied, both
with the sale of Gourlay products and Edison Diamond
disc hi one sal, having di d of five Edisons
in the country and two in the city inside of one week.

Willis & Company also find no cause for complaint,
business being fully up to the mark. With the advent of
warmer weather they expect to equal, if not excel, their
record business of last year.

Mr. E. R. Mathews, the veteran manager of the Mathews
Music House, Limited, recently received a shipment of
upright and grand pianos, which included several Ludwig
& Co. grands, one of which he sold to a well known citizen
of Champion, Alberta. This firm also handle New Scale
Williams, Martin-Orme, and Ennis & Co. pianos, as well as
conducting an up-to-date sheet music and small goods de-
partment.

The Western Gram-O-Phone representative, Mr. Giles-
pie, is kept busy trying to fill orders, so has neither time
nor reason to get the “ blues.”

Messrs. Young & Kennedy continue to obtain their fair
share of the talking machine trade—a number of good deals
in Edison Diamond Disc and Columbia machines having
been effected recently,

Hardy and Hunt Piano Co. are advertising extensively
and effectively, and in addition to handling such well known
makes of players and pianos as Steinway & Sons, Nord-
heimer, Brambach, and Sherlock-Manning, are gradually
building up a trade in Pathe Pathephones and Aeolian Vo-
calions. Mr. Hunt reports sales and collections as satis-
factory.

Mr. C. B. Clark, local manager for Gerhard Heintzman
Co., when seen expressed the belief that the coming season
would show an increase of piano sales to the farmers
throughout the Province. Several shipments of instruments
had been unpacked during the past ten days, and he was
well prepared for any increased business.

Mr. D. J. McCutch for Hei & Co,,
Limited, had just returned from a country trip, wherein
results had proved satisfactory to him. Prospects were
never brighter, nor were collections any better, and with
the drying up of the roads he predicted a repetition of last
year's business.

The music department of The Hudson's Bay Company
enjoyed a brisk sale of sheet music while the School Teach-
ers' Convention was in session here, and the talking machine
department likewise benefited correspondingly.

Mr. G. D. Venini, manager for Mason & Risch, Limited,
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reported several of his efficient staff as being away on va-
cation. While the season was backward, said Mr. Venini
there was little to feel alarmed at as yet, it being a signi-
ficant fact that in several years of late, wet spring, Alberta
crop returns were satisfactory. The history of this Pro-
vince has shown that the dry, early spring was not so
resultant in big crops as the present condition prevailing,
because we enjoyed such an amount of warm sunshine
throughout the best part of the season that grain ripened
very rapidly in consequence.

The sympathy of the trade is being extended Mr. W. J.
R. Switzer, the well known piano tuner, who suffered the
loss of his father, Mr. John Switzer, of Edmonton. The
deceased gentleman was for many years a resident of To-
ronto, having taught school in Ontario for a decade, coming
to Alberta seven years ago to take up land.

Mr. Fred Cross, western general superintendent for The
Williams Piano Co., Limited, who was in Calgary at the
time, and who was a warm friend of the family, hurriedly
returned to the northern city and was present at the
obsequies.

Wednesday, May 2nd, was the first legal mid-week holi-
day in Calgary, all stores now being required to close at
one o'clock pm. each Wednesday until the end of Sep-
tember.

Piano Salesman Gets Factory Experience

Mr. W. Carmichael, of the Geo. A. Fletcher Music Co.,
Nanaimo, B.C., has returned to his home after spending
six months gaining practical experience in the Gerhard
Heintzman factory at Toronto. Mr. Carmichael came to
Toronto in November, spending the winter here, and which
experience he emphatically declares he will not repent. To-
ronto's winter does not appeal to Mr. Carmichael, accus-
tomed to a climate where the people decorate their Chris-
mas dinner tables with flowers grown in their own gardens.

In the Geo. A. Fletcher store Mr. Carmichael’s specialty
is the phonograph and small goods department, also looking
after advertising, which includes publicity in two local
dailies and the papers of two other towns.

As a result of his hard work in the Gerhard Heintzman
factory Mr. Carmichael returns to his duties equipped with
not only a good practical knowledge of piano construction,
but is capable of caring for the most difficult tuning job of
piano or player.

NEWS NOTES

Mr. D. R. Gourlay, vice-president, Gourlay, Winter &
Leeming, Ltd., Toronto, is absent on a visit among Gourlay
and Gourlay-Angelus dealers.

Mr. D. 8. Cluff, of Clinton, Ont., well known in music
trade circles in Canada, was renewing old acquaintances in
Toronto recently.

Mr. C. Harris, the well known superintendent of the
Karn factories at Woodstock, and a veteran in the trade,
was among recent out-of-town members of the trade seen
in Toronto.

“ The labor market and supplies and prices of materials
continue very unsatisfactory,” remarked Mr. R. H. Ea
vice-president of the Otto Higel Co., Ltd., Toronto, in
cussing trade conditions. * The demand, that under normal
conditions could be taken care of very y, gives us a
great deal of worry owing to difficulties in manufacturing.”

The Bell line of pianos has been added to their list of
agencies by Mason & Risch, Ltd., Toronto. In announcing
this fact to the general public Mason & Risch, Ltd., used
large newspaper space. The Bell is one of the best known
instruments in Canada, and the placing of it in the Mason
& Risch salesrooms is an important transaction in which
the trade has evinced considerable interest.

on,
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The Toronto Telegram's war correspondent in a cable
from London made the following reference to Captain Roy
Nordheimer, only son of the late Samuel Nordheimer and
cousin of Mr. Albert Nordheimer, president of the Nord-
heimer Piano & Music Co., Ltd, Toronto: "1 hear that
Captain Roy Nordheimer, Toronto, is making a keen cav-
alryman, participating in many forays during the enemy
retirement.”

Save the Waste in th? bl:yer Piano Panel

Some manufacturers, who are engaged in making player
pianos, cut out the small door in the front panel where the
music roll is inserted and throw it away, then make a new
door to fit the opening, matching the grain as best they
can. They have done this for several reasons, chief among
them being the fact that the door would be too thick for
practical use, and another reason was because of the diffi-
culty in cutting out the piece without spoiling it.

A prominent manufacturer in the middle west, who spe-
cializes in player pianos, has solved the problem of using
the same piece for the door without extra labor, thus pre-
serving the grain design and effecting a large saving in

1.

The longitudinal cut, A, as shown in drawing, is made
by setting the stops on the saw table at the proper dis-
tance and dropping the panel, inside down, on a small, fine
circular saw. The cuts, B B, are made on the band saw,
about 5-in. being left uncut at each corner in order to hold
it in place. After these cuts are made, the whole panel is
sanded, then the small door is taken out and resawed, then
glued together again, which brings it down to about 7-16 in.
in thickness. It is then put in the dry room and weighted
down to prevent warping while drying.

When thoroughly dry, these doors having veneer and
cross-banding on each side, besides being glued in centre,
will never warp nor change their shape in any manner.
When put back in the panel, the molding broken around the
door covers the saw cut, and the door and panel, being of
the same piece, make a neat and finished appearance.—

(Veneers,) =
Do You Believe This?

The store that does something for the public conveni-
ence, something to make itself useful to people whether
they buy there or not, is going to secure more or less of
their business ultimately. There are many things that peo-
ple want occasionally ,but that few can afford to own.
And there are things one wants for an emergency. Having
a few such things that can be borrowed without incurring
any obligation will help make friends for the store. The
things may range anywhere from a tally card punch to an

ile pump, pref , bearing some rela-

tion to the business of the store. One store loans success-
fully a phonograph for dances, another a vacuum cleaner.
It might pay to make a small charge for the use of the
articles, but there is little or no money to be made by the
renting and the free loaning produces a large return in
good will.—Canadian Hardware Journal.




How One Dealer Solved the Commission
Problem

By Alex. McDonald, Chai Press C National
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No secrecy here. The house pays commissions, and in
each case the individual customer must know absolutely
that the teacher who selects the piano is to receive a com-

Association of Piano Merchants

ROBABLY no greater problem has presented itself to
the retail piano trade than the commission evil. That
it is an evil, lnd one of large proportions, is admitted by
all. That it is legiti under certain
cir It is the abuses which
have crept into vhn would otherwise be a legitimate prac-
tice which have made it an evil instead of a means for
promoting sales.

Various remedies have been suggested. Some have ad-
vocated and indeed put into practice a positive no commis-
sion rule. Generally those who have adopted this rule have
found it advisable to do by indirection that which they
would not do directly, or they have found the rule a barrier
to co-operation of great value in selling high grade pianos
especially. It has remained for a very quiet and unassum-
ing retailer to put into practice an idea which offers a
solution that is workable and absolutely above board. This
gentleman is Andrew Meiklejohn, of Providence, R. 1.

The Meiklejohn Co. had a positive no commission rule
from which there were no exceptions, and they had gone on
record publicly to this effect in their newspaper and other
advertising, as well as in their sales talk. Nevertheless,
there were many sales made under circumstances which
would justly entitle a third party to a commission because
of active ance in making the sale.

This fact impressed itself upon Mr. Meiklejohn persis-
tently, until he finally determined to go to the bottom of
the commission question, and by a process of analysis de-
termine what there was about the commission idea which
was wrong in principle. It did not take very long to find
the real :vnl—und that was the element of secrecy in the
pay of Her d that the wrong came
from the fact that the purchaser was unaware that the
music teacher was to receive a commission. In other
words, that it was the element of deceit that made the
whole practice fundamentally wrong. If the purchaser
knew that the teacher was to receive a commission for his
or her service in selecting the piano, the transaction would
be open and above board. In other words, deception was
the element which made an evil of the payment of com-
missions which otherwise would be legitimate.

To the point that the customer might object to the
payment of a commission if he knew about it, Mr. Meikle-
john pointed out that this open and above board commission
idea was based on the equally fundamentally honest prop-
osition of a one-price policy, to which his house is com-
mitted and rigidly maintained. In other words, if the price
of the instrument is absolutely fixed so far as the purchaser
is concerned; if he realizes that whether a commission is
paid or not, the price to him remains a transaction wherein
all the cards are face up. Any other policy, Mr. Meikle-
john contends, is illegitimate in principle and in practice.

The usual way is to make the customer believe that the
music teacher is impartial—has no financial interest at
stake and recommends a particular make because of per-
sonal preference. Mr. Meiklejohn takes the position that
this is a dishonest premise from which springs all the
evils of commission paying. It is characteristic of the man,
having determined on a solution, that he should come right
in the open and tell the public exactly what he proposed to
do. Having advertised that no commission would be paid,
a change in policy involved a reciprocal obligation of telling
his public exactly what was proposed to do. Hence an ad-
vertisement giving details of the new policy.

for doing so0, not paid by the customer, but by the
house to an “Associate salesman” who is known or made
known to the No decep no chi y or
favor, but a broad daylight transaction open to the world.

The objection was made that high-class teachers might
not want it known that they received commissions. On
this point, Mr. Meiklejohn speaks without equivocation
when he says: “If a teacher objects to the purchaser know-
ing that a commission is to be paid for his or her service
in the selection of a piano, it must be because of a feeling
that there is something wrong about it. The wrong is in
the deception practiced on the purchaser, who is not re-
ceiving impartial jud, but i d r d
tion, and is entitled to know that fact. No professional
person who is absolutely honest can have any objection
to a transaction which is carried through with absolute
frankness between all the parties in interest.”

The plan has been in operation for a matter of six
months or more, and it has worked out to the satisfaction
of the Meiklejohn house, whlch is one of the most aggres-
sive in New England. A i y sol of this prob-
lem which does substantial justice to all the parties in in-
terest means a great deal to the trade. The Meiklejohn
plan has its honesty and lack of deception to recommend it.

Universal Song Rolls to Date
The following list comprises all the song rolls to date,
including the May bulletin issued by the Universal Music
Co., to which dealers can add the new monthly issues as
they come out:
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What Dealers Say About The One Price System
in Piano Retailing

HERE is a sincere and earnest desire on the part of

retailers throughout Canada to see the fixed price
system established in the business of selling pianos. Many
of the manufacturers strongly favor the system as the only
means of putting the business on the level of ethical trading
that the status of this line demands. Indisputable argu-
ments can be advanced in support of “ the one price—the
right price " principle, but readers of the Journal are more
interested in the ideas and opinions of others.

The Toronto Retail Piano Dealers' Association, the
Canadian Piano and Organ Manufacturers’ Association, and
the Canadian Piano and Music Retailers’ Association, are
already on record favoring the system,

Below are reproductions from letters received at the
Journal office. The discussion at the general meeting of
the Toronto trade in March, when Mr. C. W. Lindsay, of
Montreal, spoke so clearly and convincingly on this subject,
have been widely read, and have provoked interest_such as
no other subject has done. The topic is a most pertinent
one,

In this issue is reproduced the speech on this subject of
Mr. E. H. Droop, who came from Washington to address
the trade in Toronto at the annual meeting of the local
Association. Below are reproductions from letters received
at the Journal office inspired by what has been published
in this connection and at the invitation of the Journal.
The Journal's columns are open, and it is hoped every re-
tailer and every turer will not hesi to volun-
teer his opi as to the desirability and ity of the
trade adopting “ the one price—the right price " principle
of retaili ical instr Names of writers of
letters have been omitted when requested.

H. Kent, President. Kent Piano Co., Ltd., Victoria, B.C.

“1 have been very much interested in reading the
address of Mr. C. W. Lindsay, appearing in your March
issue on the vital question of “ One Price” in regard to
the retailing of pianos, and I agree with all this experi-
enced gentleman says in favor of the system. I am not
new in this ‘agreeing' line, for probably you will remem-
ber that as long ago as in June, 1906, you published a letter
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“1 could write at considerable length on this subject,
but your space is valuable, and in conclusion I only warmly
express the hope that the manufacturers will take immedi-
ate steps to put the one price system into effect as far as
the retailing of their instruments is concerned.”

N. H. Phinney & Co., Ltd., Halifax

“We are very much interested in the articles appearing
in your Journal referring to the “ One Price System," and
may say that we have been consistently following this plan
for some time with the very best results,

“ The aim of every dealer is ‘more business’' and * bet-
ter business.’

“In one very able article in your Journal a short time
ago a very prominent dealer, after a long and wonderfully
successful career, states that it has been his experience that
business will increase under this system. This statement
coming from such a source should be of particular interest
to every piano man who looks forward to the betterment
of his business.

“ It would appear that larger business has been the ex-
perience of dealers generally who have adopted the system,
and in view of the fact that these conditions seem to be
recognized by the trade, surely there is a solution that is
practical.

*“ There seems to be a rather general opinion that there
should either be a manufacturers’ agreement or an agree-
ment among the retailers in regard to price, in order to
make the “ One Price System " effective.

* Personally I do not believe that any such arrangement
is necessary, although in certain instances a dealers’ ar-
r might be p ble and helpful. The writer
was speaking a short time ago with the manufacturer of a
high grade piano who believed there would have to be an
arrangement by a number of the manufacturers in order
to make this system of selling pianos effective. This does
not appear to me to be the right stand or the right solu-
tion. If a few or all of the manufacturers of strictly high
grade pianos will adopt a rigid system in regard to price,
those that make this stand will, in my judgment, find that
they will have the support of the trade, and will be the
stronger by taking such action. Why wait for another to
make the move? The time has about arrived when the

f; er who stays out will lose out, for the dealers

that I wrote you on this subject.

“1 have been a strong advocate for the one price, al-
though I am free to admit I have not had grit enough to
adopt it entirely with regard to the selling of pianos, al-
though many times discussed with my sales force.

“ My opinion is that the turers are the ones to
put this system into effect, but they, like myself, have evi-
dently lacked grit when it lﬂetn the retailing of their
goods. Manuf; ers of 1 to state have
a one price for wholesaling their goods; why not in re-
tailing? A piano dealer once a year figures out how many
pianos he should sell in the course of six or twelve months,
and figures on making certain profits. If on fifty per cent.
of those sales he allows pianos to be cut in price to meet
competition, or a close buyer, or for some other reason,
it is evident that the lost margin of profit on such sales
has to be made up on the other fifty per cent., conse-
quently half of his customers, whom some dealers delight
in “soaking,” have paid him larger profits to offset his
other sal e at reduced profits.

“ This distinctly unfair and unbusinesslike, reflecting
not only on the dealer but also on the manufacturer, be-
cause it establishes the fact that pianos have a value only
in accord with the ability of the customer to bargain well
and to his advantage.

“As Mr. Geo. Suckling stated, it is a reproach to the
piano trade that people have become educated to the fact
that they can purchase pianos at their own prices, not at
the dealer's or manufacturer's price.

surely will realize the advantage of selling a line that is
out of competition as far as price is concerned and gives
better profits.

- lhnuhcmrerl of the lower priced pianos in their ad-

ver i make as
to the quality of their product, and rm;ht feel that a
tionalized price which would have a tendency to give their
instruments their proper status would not be to their ad-
vantage. It would also be much more difficult to adopt a
uniform price that would be accepted by all dealers.

“The ‘One Price’ idea may still be carried out by a
dealers’ agreement to cover certain districts, or with pro-
per territorial restrictions, without an agreement, and each
dealer making his own price based on his own selling costs
and other conditions.

*“ Improper allowances for exchanges is a difficult prob-
lem, and affects other trades, such as phonographs and auto-
mobiles. When a salesman grasps the importance of the
selling argument embodied in the “One Price System"
he will realize that the square deal part of it is what par-
ticularly appeals to the customer, and if the customer gets
this point in connection with the price of a new piano he
is ready to adopt the same arguments in connection with
the exchange. He will understand the one price is cash or
ite eouivalent.

“Under the present plan we often take pianos that we
would formerly allow $40.00 or $50.00 for, and send them
to auction and allow the cunonnr the net returns. In some

we have all d only a fraction offered by com-
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petitors, and the customers were better satisfied, as it really
helped to convince them that they were getting a square
deal both ways.

“There is no question but that the public is sick and
tired of the old method of selling pianos. The ordeal of
buying a piano was something to be dreaded, and rightly
s0. Misrepresentations seemed to be part of the game. It
is possible by adopting fair and uniform prices
to elevate the selling of pianos into a dignified and most
desirable profession.

“If there is to be a dealers’ convention in Toronto
during the second week of the Toronto Exhibition, could
not this be opened to all the provinces? "

A Nova Scotia Dealer
“In regard to establishing the one price we find this
very hard to do, though we have tried very hard to do it
ourselves, and could have done so had it not been for others
who would not be square in the matter.”
A Saskatchewan Dealer
“ Like all other retailers we are decidedly in favor of
the one price system, but, in our estimation, the only way
this can be ished is by the ers fixing the
prices and making the retailers adhere to these pr ’ ¥
We have only to turn to the talking machine and automo-
bile manufacturers as great examples of the one price
system."”

J. €. Down, Strathroy
“1 think the one price system is the only way to sell
pianos, and I think the only way to bring this about is to
get the manufacturers interested in it. If they would set
their prices the same as the phonograph and bil
manufacturers do, and advertise these prices, the public
would then know what they were doing.”

An Ontario Dealer

“For the big fellow the one price system would be
OK, and if only one make of piano were manufactured it
would be a snap—but a numerous variety and the little
fellow never.”

C. W. Lindsay, Limited, Brockville

“We are thoroughly in sympathy with the one price

system, having adopted -it in this branch.”
John Walsh, Mitchell

“1 heartily approve of the one price system as long as

worked out on a business like basis.”
The Dickson Building Co., Limited, Dundas

“We have had very little experience in the piano busi-
nuf. but from what we have had, and our knowledge of
business in other lines, do not hesitate to say it would be
the best thing possible, providing details can be worked
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out 8o as to make it next to impossible for the cheap fellow,
or man who wants business at any price, to get away with-
out the penalty. To this end think deposit or guarantee in
some form that is'collectible should be arranged.”

E. E. Nugent, Fort William

“The report in the Journal for March of the meeting
at which the one price system was discussed was to me one
of the most interesting trade articles I have ever had the
pleasure of reading, having always been a strong advocate
of the one price system. I presume this also proposes that
pianos in the future will be sold in their class. This has
been one of the greatest evils in the trade both from the
dealers’ and the consumers' standpoints,

* Regarding the stand taken by one of the speakers at
the meeting, it is hardly fair to compare the matter under
discussion in the piano business with that of the kodak or

h h i These ies started off on the
one price system, and have not had the evils to overcome.

“ Personally, I think it is up to the manufacturer to set
the price at which his particular line is to be retailed, and
that the penalty for disregarding this should be on the
same basis as the talking machine companies, which would
mean the loss of the agency. Furthermore, I do not agree
that a few of the firms with sufficient capital should lead
off. It is generally conceded in the piano trade that the
one price is the only legitimate plan, and think if all dealers
went heart and soul into this move it would be a great
success. Those having handled talking machines would not
find it hard, as a great many customers have been taught
through this agency that there is no use bantering over
price.”

“1 take much pleasure in enclosing one dollar in pay-
ment of Journal subscription. Could not get along without
it now, and I have every copy I have received. I often re-
fer back to them."—]. C. Down, Strathroy.

“ We look forward to the arrival of the Canadian Music
Trades each month, as it is a valuable Journal, and helps
to keep the dealer up to date."—]. Kellestine, Owen Sound.
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L.J. MUTTY C0. cyié Boston, Mass.

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

Every kind of RUBBER TUBING is represented in ou
line including extra large sizes covered with HEAVY FRIC
TIONED TWILL, which is designed particularly to preven
splitting over connections. $

SAMPLES and PRICES furnished on request. i
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it's time you thought it over again. Every moment's delay
means good profits passed up.

(Write for ** Music Money,"" a book ** full ‘Col
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of meat'’ for those dealers interested in
quick and frequent turnover of ecapital.)
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ASCHERBERG, HOPWOOD
@ CREW, LIMITED

CERTAINTIES FOR THE TRADE.

SONGS
DREAM BOAT . By Ivor Novello

(From See Saw,  Composer of "Till the Boys Come Home
Comedy Th. London.  i.e., Keep the Home Fires Burning

BELLS OF ST. MARYS, By Emmett Adams
Composer of God Send You Back to Me.

MY HEART'S IN MY HOMELAND
By Kennedy Russell

Mus. Director of the Pavilion, London

JOGGIN’ ALONG THE HIGHWAY

Words dy Arthur Anderson

By Harold Samuel

16 MORTIMER STREET, LONDON, W., ENG-

Canadian Agent
LEO. FEIST, 134 W. 441h St., New York,

JOSEPH WILLIAMS Ltd.

Announce their
ALBUM SERIES
OF PIANOFORTE MUSIC
(Easy to Moderately Easy)
Price
A C. MACKENZIE N

Six Pieces for Chilidr 16t set) Op. 22 16

HUIEIT lAT
THOMAS F DUNHILL

Threo Short Pieces, Op. 46 16

Without Octaves

MARY LOUISA \VHITE
FIEDERIC MULLEN

st Beandinavinn Suite

Lyric Pieces, Op. 41
FRANK JFJ’HSO

Nix Ensy Bix Petites Esguisses

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

House of Chappell

Established 1811

SPECIAL NOVELTIES

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

“Perfect Melody” .
“Medusa” Waltz "

(Composer of "

NEW SACRED SONG
“Cast Thy Burden” -

Piano Solo .

Geoffrey O’Hara, 60c.
- Armand Vecsey, 60c.

The Waltz We Love ')

Bernard Hamblen, 60c.

Dealers: Send for sample copy at special rate

Excellent Songs Readily Selected by the Profession from Recent New Issues

G Morning, Brother Sunshi
A Song of Love and June

Liza Leh

When the Dream is There

Guy D'Hardelot It Is Only a Tiny Garden

Guy D'Hardelot
Haydn Wood

Any Place Is Heaven If You Are Near Me - Hermann Lohr

CHAPPELL @ CO., Limite

347 YONGE STREET
TORONTO

LONDON NEW YORK
MELBOURNE
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Discussions at the Dealers’ Convention
HE fourth annual convention of the National Associa-
tion of Sheet Music Dealers will be held at the Hotel
McAlpine, New York, June 11 to 14. The directors state
that the following matters will be taken up for considera-
tion at the convention:—
1. Prices and Discounts:

(a) The upholding of a unif retail di of 33173
per cent on copynlhl lhect music, together with the es-
i of of 1, and '4 on regular

orders for same.

(b) The reduction of retail discount on so-called “net”
books so that the present * teachers' discounts” of 20 per
cent, or 25 per cent. will be charged to a maximum of 10
per cent, and proper representation to the various pub-
lishers to the end that they will co-operate in this move-
ment by a corresponding change in the teachers' column of
their trade lists.

(¢) Question of action to be taken against a certain pub-
lisher of popular music who has openly sold music to the
10-cent syndicate well knowing that they would retail such
music at less than this publisher was charging even his
largest wholesale customers.

(d) Orchestra Music—To consider the improved condi-
tions in this branch of the business with the hope of secur-
ing still further betterment of conditions and the general
recognition (which has not always been given) of the im-
portance of the music dealer as a distributor of orchestra
music.

(e) The of the lled ity di on
octavo music and such representations and showing as may
be necessary to secure the withdrawal by certain publishers
of open quotations on octavo music that are as low, or
nearly so, as their wholesale rates.

2. General Conduct of the Business—Exchanging of Ideas
and Reports as to:

(a) Cost of d a retail sheet i

(b) As to average gross profits and the necessity that
these should average approximately 100 per cent. if the
business is to be a dignified and permanent calling.

(c) Stock Records—Wrappering and best methods of
classifying a music stock, also the advantage of extensive
card-index system as aids in finding titles.

(d) Report of the year's work toward the formation of a
National Co-operative Credit Bureau (a plan has been
worked out and approval or modification is desired).

(e) Consideration of the “out-of-print” question with
such r i to the publishers as may help to
avoid the increase of this evil.

Dealers who have been in touch with the activities of
the Association during the last four years will note how
many things formerly set out under this heading have been
accomplished, i.e.:

1. Change of retail discount on *
third off.

2. Change of retail discount on copyrights to one-third
off.

3. Reduction in size of sheet music.

4. Great reduction in the volume and general improve-
ment in quality of new issues.

5. Reduced freight rates.

cheap " editions to one-

6. H i relati b
and through the trade as a whole.

7. The creation of a large and growing class of popular
music handled by the 10-cent stores.

8. Steps toward more sensible conditions in the orchestra
business, etc.

“Putting Over” Popular Songs

EADERS of the American Magazine have been given a

peep behind the scenes in the popular music publishing
field, by E. M. Wickes, in a recent article, “Putting Over
Popular Songs.” The following are extracts from it:

“Many business men have a habit of looking with some-
thing akin to contempt on the popular music industry; but
when one firm can sell more than a million dollars' worth
of sheet music a year, and pay out more than eighty-five
thousand doll-u in roynlty to writers, as one firm did in
1915, the b serious id Some
business men have tried entering the song field to pick up
a little money, and all they picked up was sorrow and ex-
perience.

“About ten years ago a wealthy man left his own in-
terests in the hands of clerks and plunged into music pub-
lishing with the expectation of making a new fortune.
Thousands upon thousands he paid out whlle waiting for
the elusive hit. Gradually his other b fell away
and his hoarded wealth di ed. Song publishi is
one of the greatest gambles in the whole world, Fortunes
are won and lost in a change of the moon, and for reasons
which no one seems able to forecast. If anyone can prove
his ability consistently to select songs which will capti-
vate the ears of his hundred million fellows, he can become
the official picker of hits for any number of big song pub-
lishers. As for his salary—well, he can name a figure that
will make him considerably better paid than the President
of the United States.

“It is hard to analyze Songland's problem of problems.
If a popular song were a complex creation, like an opera
or a symphony, we could understand the situation better.
But it isn't. The popular song is one of the simplest things
in the business world. It conforms to certain elementary
unwritten laws, and is aimed at a specific type of people.
With few exceptions, its musical range is limited to one
octave, so that anyone with the average vocal powers can
sing it without difficulty. Publishers have found that lovers
of popular music take to the ‘line of least resistance’; as a
rule they do not care for music that taxes voice, memory,
or playing ability.

“Nor does a hit need to be original. In fact, many of
the most successful hits are merely rehashes of other hits,
with a little different tempo or rhythm thrown in to
guise the relationship. Under various guises the public
sings, hums, and whistles from year to year the same tunes
that were popular two decades ago. If song writers stray
outside the plain, familiar paths they are likely to confuse
the public, just as a ten-year-old boy would be confused by
a problem in plane geometry.

“A month or a year from now, ‘Nearer, my God, to
Thee,’ which has been used for popular purposes again and
again, could be twisted about a bit and turned into a rag,
a march, or a waltz, and the public would take to it with
avidity, never dreaming that it had already hummed itself

dealers and publishers
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Canada’s Greatest Music House

Why not try these? They are quick movers

HAWAIIAN GUITARS

FLAT BACK MANDOLINS
BANJO-MANDOLINS, VIOLINS,
“IMPERIAL"” STRINGS FOR ALL

“IMPERIAL” BAND INSTRUMENTS
“IMPERIAL” BUGLES AND DRUMS

Sheet Music—All the latest hits and
standard publications in demand.

50-cent edition has no

collection

Whaley, Royce & Co., Limited

Contractors to the British and Canadian Governments

PECIALS at prices that will save you money.

lished 1888

OF FAIR DEALING

AND ACCESSORIES

The

book

contains the
obtainable any-

Vielin

TORONTO, Ont.

237 Yonge Street
that are REAL

They list “Specials"

Flat Back Mandolin

ENOCH & SONS

Recent Successes
“SPEED THE PLOUGH Ensthnpe Martin

Keys Eb, F,

“CARRY ON” Elsa Maxwell
Keys D, E, F

ik SING TO YOu” Jack Thompson
Keys C, Eb, F

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

“YOU. JUST YOU” Jack Thompson
Keys A, Bb, C, Db
FARE YE WELL MY BONNIE LASSIE

Jack Thompson
Keys G, Ab, Bb

“DOWN HERE” . May H. Brahe
Keys Eb F,
“A JAPANESE LOVE SONG"
May H. Brahe

Keys D minor, E minor, F minor, G minor

“BRIAN OF GLENAAR” .Herbert Graham

F minor, G minor
Published by
Enoch & Sons, London, England

and
The Anglo-Canadian Music Co.
144 Victoria St, TORONTO

Selected List of New Songs

GOD BRING YOU HOME AGAIN
(Jack Trelawny)

ROSEBUD (Frederick Drummond)
IRIS (Gwynne Davies)
COME HOME TO ME (Harry Hague)
THE CALL (Herbert Oliver)
O DAY DIVINE (Herbert Oliver)
FAIRY REVEL (Herbert Oliver)

THE SCENT OF SWEET LAVENDER

(Herbert Oliver)

BUY MY LOVELY ROSES (Cecil Baumer)
THE LOVELIGHT IN YOUR EYES

(Charlwood Dunkley)

SLEEP AND THE ROSES (Arthur F. Tate)

COME BACK SOME DAY (4. F. Tate)
KEEP YOUR TOYS, LADDIE BOY

(A. W. Ketclbey)

J. H. LARWAY

14 Wells St., Oxford St., LONDON W., England

Selling Agents for Canada:
THE ANGLO-CANADIAN MUSIC COMPANY,
TORONTO

144 Victoria St.
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tired of the tune many times before. If you stop to con-
sider that the majority of the half million popular songs
put out in the last ten years have been written in one octave,
you will see the difficulty of composing an entirely original
melody. Most of the so-called Hawaiian music that has
captured the public to-day is simply the old ‘coon’ melodies
with a new name.

“The simpler and clearer a lyric is, the more chance it
has of getting across. To carry simplicity to its limit,
words of one or two syllables are almost invariably es-
sential to a popular song hit. The writer has to think in
the same terms as the great mass of the people. So the
picking of a song-hit may well look like child's play to
the layman. Incidentally, if you are thinking of applying
for the job of ‘official hit picker,' be quite sure that you are
thoroughly familiar with the evanescent fancies and shifting
emotions of young women. For they buy practically all the
music, and what they do not buy is usually purchased by
some admiring friend or repentant relative.

“Songland is always h d by trouble. One of its
necessities is the paying of vaudeville and other profes-
sional singers to use its songs. Another is the demand for
a promiscuous distribution of professional copies. The
public seldom takes to a song without first heam\; it from
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How to Put a Head on a Drum
By H. Y. C. in The Canadian Bandsman

THE head or skin should be wet enough to make it

pliable, but not soaked until it becomes too flabby.
Therefore, to properly wet the head, put it in a tub of cold
water for a short time, probably from three to five minutes.
Some heads will become pliable by wetting in less time than
others, while some require being soaked a greater length of
time. Heads that are more impervious to water and require
more time to become pliable, make the best heads after
they become dry, as it will not be so ready to become slack
in damp weather, as the more pliable heads are.

After the head has become sufficiently pliable lay the
flesh hoop on it; be careful to draw the head evenly and
have as few wrinkles as possible in the skin. Tuck the
edges of the head under the flesh hoop, which can be done
by a blunt instrument or the handle end of a large spoon.
After the head is properly tucked in all around the flesh
hoop, put it immediately on the drum shell, while wet, so
as to become properly stretched. Allow the head to dry
siowly; if the weather is clear and the air dry, the head will
dry naturally without heating. The cause of a great many
of the breakages of drum heads is lack of care. If the drum

the other side of the footligh The lishers,

this, often pay theatrical performers for |in|in; thcn- lonn

is to the sun or kept near a ..ove or in a warm
place, the head will naturally contract and the rope should
be slackened and tigh d again when the drum is in a

The rate of payment ranges from five to one hundred dollars
a week, depending on the performer’s standing. Now when
a publisher plunges to the extent of buying up two or three
hundred acts (as some of the big ones do), he stands to
lose a goodly sum if the song does not make a big hit. Not
every act in the show business is paid for singing pub-
lishers’ songs. Some artists refuse to handle a song unless
it suits them, and when they find one that does they are
happy to sing it with further i But the vast
army of performers who are paid are an ever-present drain
on the pockets of the publishers, and have been contributing
factors in more than one bankruptcy.”

A Band or Orchestra in Every Town
THAT every town and village should have either a band

or orchestra is the contention of a contributor to the
Canadian Bandsman. He says in a letter to the editor of
that paper: “Some, no doubt, have given this a thought,
but the fact that aid could not be obtained from the munici-
pal government has made them a liftle afraid to attempt it.
In these times of prosperity, government aid is not needed
in keeping a band h 1l are prosp enough to
buy what instruments and eq\upmam lrc necessary. All
that is ing is a little b and energy
to start the bnll a-rolling, and, coupled with a little consci-
entious practice a band or orchestra could be whipped into
shape and pay its own way.

“The United States to-day is rapidly growing in the
band field, and the bands are being recognized as a good
asset by the financial grants received from the munici-
palities. The majority of them were organized at first
by substriptions from willing townspeople.

“This can be done in Canada with equal, if not better
success. We have the means and prosperous times to our
advantage, in spite of the war, so why not get busy before
we get left in the background and find ourselves invaded
by foreign bands. Canada is a music-loving country, and
any town ing the 1 hing of a band should
have no trouble in getting financial help from the citizens.
In a recent issue of the ‘Musical Courier' it stated that
‘Cities are beginning to be judged by the kind of orchestras
they maintain.' That hits the nail square on the head. A
good band or orchestra is a town ‘booster.’ Let's get on
the musical map. Why not a band in every town?”

moderate temperature. The same applies when a drum
head becomes wet by rain or moist weather; it will expand.
In such cases the rope should be tightened. To keep the
drum in proper condition, care should be exercised in the
manner in which the head is tightened or slackened. The
proper way is to tighten or loosen, as the case may be,
every other drum ear, until you get right around the drum,
and in this way you tighten the head gradually, and the in-
strument will produce a better tone and the heads last much
longer.
Back From the South

Mr. E. Whaley, president Whaley, Royce & Co., Ltd.,
Toronto, returned home in time for May Day, after a five
weeks' vacation in the south. Mr. Whaley spent part of his
holiday in St. Augustine, Florida, and so attractive was the
climate, the foliage and flowers, that he thoroughly believes
our custom of holidaying in summer instead of in winter, is
wrong. He is also convinced of the folly of the man who
can get away during our late winter and early spring not
doing so. In fact he did not have a cold all winter until his
return from the south.

As to business; he was quite well pleased with affairs of
his own firm when he arrived home. Conditions arising
out of the war have made it necessary to manufacture lines
formerly imported, -nd thll his firm are doing with con-
ly Mr. Whaley is an ardent
+ exponent of increased food production, in which everyone

should co-operate.

The latest monthly Bulletin issued by the house of
Whaley, Royce & Co., Ltd., an advance notice of which
appeared in the last issue of the Journal, has been mailed
to the trade. This one is a double-header. The purpose of
the bulletin is to offer a selected list of attractive buys, in
all kinds of sheet music and small goods, at regular inter-
vals. These selected lists in Bulletin No. 6 are very in-
teresting suggestions, and there are two little items that
a number of people would be interested in were dealers to
mention them. These are two new Kamiki Methods, one
for the Ukulele, and the other for the Hawaiian Guitar,
These present complete instructions for the playing of
these popular instruments, and include a selected repertoire
of solos and accompaniments.
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Torpedoed Men Sang “Pack All Your Troubles™

A survivor of the torpedoed hospital ship, “La France,”
in a lengthy and vivid account of their rescue, said: “After
we got all straight and tidy some of the wounded went to
the piano and began to sing, They were wonderful. It
made us feel queer to hear them sing ‘Pack up your troubles
in your old kit-bag.' Miss Waldegrave went to them and
said she felt they ought to give thanks for being safe—
would they join in a hymn? Every man came to the piano,
except one, who was too bad to move. When the worst
cases had been taken away they sang most wonderfully,
‘God, our help in ages p: and Miss Waldegrave said a
short prayer. One man said, ‘Might they have a prayer for
those in peril on the sea and for their mates, as they did
not know where they might be’ I never heard anything
like it. Many broke down in the middle. When cars came
to take them away they finished the hymn and said good-
bye.” ———

House of Chappell News

Chappell & Co. have announced their securing of the
sole publishing rights for Canada and the United States of
“Your Eyes Have Told Me So,” by E. Carr Hardy. The
ballad will be issued in three keys, F, G and A, also as a
vocal duet in two keys. The song is in the press, and copies
will shortly be ready.

“ Cast Thy Burden" is a new Chappell sacred song by
a Montreal man, Bernard Hamblen.

* The Perfect Melody,” a charming piano solo by Geof-
frey O'Hara, is now issued for orchestras, as are * Medusa
Waltz,” by Armand Vecsey, and * Any Place is Heaven If
You Are Near Me,” by Hermann Lohr.

Two new octavo numbers have been issued. They are
T.T.B.B. arr of the well-k songs, “O Dry
Those Tears,” Teresa del Riego, and “ Rose of My Heart,”
by Hermann Lohr.

In announcing Joseph Carl Breil's * Dramatic Music for
Motion Picture Plays," Messrs. Chappell say: * Mr. Breil
has had ten years’ experience in active association with
Daniel Frohman, Adolph Zukor, and D. W. Griffith’s, the
latter producer of the " Birth of a Nation" and * Intoler-
ance” two of the largest films ever shown; for both of
these productions Mr. Breil arranged and composed the
score. On these facts alone we feel that in offering this
series to the pianist and leader a broader and more musi-
cal conception of film interpretation is exhibited than in

R
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the so-called movie picture music now being offered. The
numbers contained in this collection are loose leaf, and
are indi ble to ici playing for vaudeville,
drama or photoplays. They are arranged that they can
be played as a piano or organ solo, or by any orchestral
combination either large or small; there is no turning of
pages, no searching for the proper number; you arrange
the loose sheets just as you want them to follow the act,
reel or show, and you have them right there on the spot.”

Selected Larway Songs
J. H. Larway, the London publisher, has issued the fol-
lowing selected list of new songs:
It Will All Come Right in the End (Herbert Oliver).
Come Home to Me (Harry Hague).
Molly Morgan (Herbert Oliver).
The Call (Herbert Oliver).
In God's Good Time (Jack Trelawny).
Come Back Some Day (A. F. Tate).
Thank God You Came (Margaret Wakefield).
Rosebud (Frederick Drummond).
O Canada, March On! (Margaret Wakefield).
God Bring You Home Again (Jack Trelawny).
Keep My Love Safe in Your Heart (Jack Trelawny).
Happy Bird of Love (Jack Trelawny).
I'm Waiting for a Lonely Soldier Boy (Margaret Wake-
field).
Your England, and Mine (Nellie Simpson).
Your Song (Herbert Oliver).
The Surest Love of All (A. F. Tate).

New Enoch Vocal Music

The recent list of new issues of vocal music by Enoch
& Sons, London, is as follows: Buttercups are Blowing, F
(B flat to F) and G, Claude B. Yearsley; A Cradle Song,
B flat (C to E flat), Landon Ronald; Little Bit of a Man,
B flat (B flat to D) and D, Jack Thompson; A Little Love
Serenade, E flat (C to E flat), F and G, Landon Ronald;
The Long White Road, C (C to D) E flat and F, Francis
Adair; Love's Homage, D (A to D or E) E flat and F,
Jack Thompson; A Mother's Heart, E flat (B flat to E flat),
F and G, May H. Brahe; Roses all the Way, F (C to D or
F) G and A flat, Jack Thompson; You took me to your
Heart, A (C to E) and C, May H. Brahe. Anglo-Canadian
Music Co. is the Canadian agent for these songs.

and consider the demand you should have for
Flutes, Drums, etc., for 12th of July trade.

your stock over well and let us know your
wants.

Listell | to the satisfied comments from users of our

famous instruments.

BEARE & SON, 117 King St. West, Toronto

And London, England.

MR. DEALER !
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SUCCESSFUL
—SONGS —

“IN GOD’S OWN KEEPING”
By Henry E. Geehl
Keys C, D, Eb, F.
“SAILORS OF THE KING”
By Theo. Bonheur
KeysC, D, F.

“I'LL SING TO YOU.” By Jack Thompson
Keys of C, Eb, F.

“THE HOME BELLS ARE RINGING”
By Ivor Novello
Keys of Eb, F and G.

“VALE” (Farewell). By Kennedy Russell
Keys of F, Gb, Ab, Bb.

“SOME DAY YOUR VOICE WILL
ANSWER.” By Wilfrid Virgo
Keys of Db, F and G.

“FARE YE WELL MY BONNIE LASSIE”
By Jack Thompson
Keys of G, Ab and Bb.

“TILL DADDY COMES HOME"
By Cynthia
Keys of Eb, F and G.

“CARRY ON.” By Elsa Maxwell
Keys of D, E and F.

“ROSEBUD.” By Frederick
Keys of C, Db, Eb, F and G.

“GANG AWA’ BONNIE LASSIE”
By Fred Gibson
Keys of G and A.

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

The

~Anglo - Canadian Music Co.

Limited
144 Victeria St., Toronto

Sole Agents for
Edwin Alh‘o\n. Ltd., Enoch & Sons, Leonard & Co.,
H. Larway, and other Houses.

News Notes

Mr. Holmes Maddock, of Whaley, Royce & Co., Ltd.,
Toronto, has succumbed to the siren voice of the automo-
bile, and has purchased a 1917 McLaughlin. He threads in
and out through the traffic of Toronto's narrow streets as
if he had been doing so all his life. Of course the pedes-
trians have no way of knowing such is not the case, or per-
haps they would not be so trusting.

The new song cycle, “The Philosopher and the Lady,”
by Easthope Martin (Enoch), was given a delightful ren-
dering by Mr. Arthur Blight's pupils, at his recent recital,
This work seems destined to become a real favorite.

“Junk. Discard your junk and see us about a new in-
strument,” is the text of a display card in a novel store
window, which was full of old cornets, horns, drums, etc.
The old brass instruments were green with age, and the
idea made a forcible appeal.

The English press announces that the husband of Teresa
del Riego, the well known composer, has been killed in
action.

New Choir Numbers

The newest additions to the Anglo-Canadian series of
choir music for mixed voices are: Our Blest Redeemer,
Edward Wodson; Praise the Lord, Bertha L. Tamblyn;
Nelrer my God to Thee, R. G. Stapells; Saviour breathe an

ening blessi W. H B
keep us safe lhu night), F. Wrigley; Benediction (The
Lord Bless Thee), C. M. Passmore; Vesper Hymn for Time
of War, Edward Wodson; Holy Father cheer our way,
Bert F. Couper; The Souls of the Righteous, Edward W.
Miller.

Other recent popular anthems are: The Way of Life,
del Riego; The Radiant Sun, Lightwood; Shadows of the
Evening Hour, Fletcher; Roseate Hues of Early Dawn,
David Dick Slater.

New Ascherberg Music

From Messrs. Ascherberg, Hopwood & Crew, Ltd., Lon-
don, the Journal is in receipt of these numbers: * Dream
Boat,” by Ivor Novello; * Bells of St. Mary's,” by Emmett
Adams; “ My Heart's in My Homeland,” by Kennedy Rus-
sell; and “ Joggin' Along the Highway,” by Harold Samuel.

Regarding some recent Ascherberg numbers Musical
Opinion says: “ From Charlot's successful musical play,
‘See-Saw,' issues forth ‘Dream Boat,' a captivating con-
ceit characterized by simplicity and sweetness. The op-
tional two-part chorus fcr ladies’ voices rises to the per-
vading emotion, and it should be sung whenever possible.
‘Dream Boat' has already found great favor, it having
come to be regarded in the light of a favourite number from
this particular play. Iver Novello is the composer.

“The stamp of musicianship is found on most of Lao
Silesu's compositions, and the song, ‘Most Wonderful of
All’ proves to be no exception to the general rule. We
do not hesitate to affirm that * Most Wonderful of All " will
be regarded by vocalists as a worthy companion to the com-
poser's ‘Love, Here is My Heart' and ‘Shadows on the
Wall.' The song has been issued in four different editions.”

From Joseph Wllllamu Ltd.

The month's parcel of music from the House of Joseph
Williams, Ltd., London, contains * Beethoven's Sonata,” Op.
22, No. 11, edited, phrased and fingered by Stewart Mac-
pherson; also six numbers in “ The Vocal Garland,” a col-
lection of works arranged for two female voices; six Rus-
sian songs arranged by Ernest Newton—" A Russian Lul-
laby,” “ The Nightingale,” *“ The Troika," * The Cossack's

ps; Vesper Hymn (Lord -
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Song,” " The Wanderer,” and “ The Troika Driver's La-
ment."”

In the Berners Edition there are “ Progressive Studies,”
Grade VI, Intermediate, Book 3, special pianoforte studies
for the development of touch; “ Mozart's Minuet,” from
Divertimento in D, arranged by R. Corbet for violin and
piano; “ First Pianoforte Studies,” nine pianoforte studies
by Edith Rowland.
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Anticipating the 12th of July

Messrs. Beare & Son, the old violin and musical mer-
chandise house, with commendable enterprise are antici-
pating the dealers' requirements in flutes and drums for
Twelfth of July parades, by raising this subject in their
trade announcement in this issue. In a recent circular to
the trade this house has also drawn attention to regula-
tion military copper drums, military snare drums, and their
various lines of violin strings. This firm have remarked
upon the good luck that has attended their shipments across
the Atlantic, enabling them to maintain their stock in the
desired quantities.

“ The nightingale, if he should sing by day,
When every goose is cackling, would be thought
No better musician than the wren.

How many things by season seasoned are
To their right praise, and true perfection!”
Merchant of Venice.

The deacons and other officers of the church had met
to discuss the best method of getting rid of a pastor who
had worn out his usefulness. One brother, who was a good
deal of a wag, said: “ I tell you what to do. Let's pay him
all his salary in arrears an' raise him a thousand a year an’
he will drop dead.”

Established 1852 Call Telephone M. 554

Musician’s Demands

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

CHAS. LAVALLEE

Agept for—Resson & Ca. of London. Eng,
Pétisson, Guinot & Blanchon of Lyon, France
ork & Sons, of Grand u.pu. Mich

35 St. Luwnneo Blvd. - Montreal

Columbia product never disappoints.

It is the product that the

public wants— before they buy, and by the same token after

they buy, too.

(Write for ** Music Money,"" a book ** full Columbia Graphoph

of meat® for thosc dealers interested in
quick and frequent turnover of capital.)

Factory and l'rudqu-rlon T
Toronto . . Canada
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“The price is unusually low for quality so unusually high”

The Greatest Need To-day

in Canadian Homes

is Music— the medicine

[imes there are when the petty worries of everyday loom
large in our minds and leave us depressed. Other times
there are when our joy knows no bound—we seek a

fitting outlet for our glowing enthusiasm

And there are other moments when clouds of sadness
take the sunshine out of life, when a profounder, richer
medium of sympathy is needed to kindle new warmtk
to our feelings. Yet another time will come when we
feel the breath of companionship, rejoice with the

friendly presence of good company
At every moment we instinctively turn to—music

How readily we move to the piano when the meal is
through! Entertainment of friends becomes so ex
quisitely natural when we have the common bond of

music

Broad and changing as human feelings are, there is this
one boon at least to satisfy us. Music speaks every feel
ing—it is the heart's very language. Music—who will
say that he does not love it? It is life itself—the better
part of life—the most human and glorified gift to man

kind. It is—the medicine of the mind

of life

The
Gerhard
Heintzman
Dealer

is in the
most
desirable
position
to supply
this need
with
Canada’s
greatest
piano

Gerhard Heintzman Limited

Toronto 75 Sherbourne St

Canada
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