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The Most Popular Uprights
On the Market Today

The $102.00 Columbia Grafonola is a sight draft on any prospect's bank account if
he wants the instrument that shows most for his money-—tone, appearance, finish and
size. The $112.00 Columbia Grafonola: the tremendous selling power of the $102.00
Grafonola, plus the great popularity of the Columbia Individual Record Ejector.

The $135.00 Columbia Grafonola is the best value in any man's money as an artistic, ‘
perfect instrument—measured by any standard of tone craftsmanship, finish or ap

pearance. $145.00 with the Individual Record Ejector—the convenience that helped to

sell a considerable percentage of all instruments sold since its first introduction

e

I'he $200.00 Columbia Grafonola is convincing evidence that the Columbia is incom- I
parable as a musical instrument. The highest tone-quality, with every refinement of ‘}‘
mechanism, form and finish to correspond.

The $250.00 Columbia Grafonola is the apex of achievement in upright instruments.

Tonally, mechanically, artistically, it is the utmost perfection of the reproducing art.

From the $21.00 model for the trade that demands a great big value for little money,

to the splendid $250.00 instrument built for the buyer who wants the best, every instru-

ment in the Columbia line is made to meet a special demand; to meet it so completely

and so effectively that the growth of Columbia business is the wonder of the entire in-

-

dustry. The facts—and how they affect you as a dealer—are yours for the asking,

to-day. L]

COLUMBIA GRAPHOPHONE COMPANY 3

Factory and Headquarters:

Toronto, . Canada i,
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o ? F you had your choice of two beautiful vases, the one factory-made, '
@ ] | stiffly and coldly correct; the other a hand-made vase, but making

| visible in its every graceful line the soul of an artist-craftsman, which
e

would you select? We are very sure you would be charmed by the
#incerity and personality of the skilled craftsman’s handiwork. When you select
your piano, remember it will be for a lifetime. Put your faith in a player-piano that @
is the personal achievement of a recognized genius in the art of tone-production.

Each individual Martin-Orme Piayer is the personal pride and enthusiasm of
a master-artist-craftsman to whom anything short of the highest ideals in player-
piano building would be unthinkable. Every Martin-Orme Player is made in
sincerity under the personal supervision of Owain Martin, the creator of many
innovations which have since become “standard” in high-class piano construction.

The Martin-OgnSv Piano Co., Ltd.

(The above is a sample of Martin-Orme publicity now ap-
pearing in many Canadian cities—our dealer's name being
featured in each case. Correspondence solicited
dealers in open territory)

from




CANADIAN MUSIC TRADES JOURNAL

It is Human Nature

when a man approves of any piano, to derive satisfaction from knowing that its merit is
generally recognized by others.

When you sell a man a “Karn" you may rest assured he will be thoroughly satisfied with
his buy—and he will be further pleased in the knowledge that his friends consider the
“Karn" a leading make.

The “Karn" has been winning friends and cementing friendships for fifty years. Its suc-
cess is your opportunity.

The KARN-MORRIS Piano & Organ Co., Limited

Head Office—WOODSTOCK, ONTARIO
Factories—WOODSTOCK and LISTOWEL

e
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Our
Trade - Mark

What a piano or player action is—
what service it gives—is just what
the maker builds into it.

The Higel trade-mark stands for
thoroughly modern plant, expert
workmanship, grade Al materials,
service, specialization, research—
for a combined practical and scien-
tific knowledge of action require-
ments, all built into the Higel
action.

The Higel guarantee is written in
results, known the world over in
the piano industry.

Th

Otto Higel Co. Limited
King and Bathurst Sts.
TORONTO - CANADA
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i Gourlay

\ Pianos
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There’s Personality
in the Gourlay

That Personality is your Safeguard.

When you represent the Gourlay Piano you
become proud—enthusiastically proud of an
art creation.

Only a lifetime of experience in piano craft
can produce construction so sound, design so
dignified, tone so resonant.

It is a personal product, made by those whose
name it bears, by those who take pride in its
enduring perfection—and whose pride in their
product is your safeguard.

Gourlay, Winter & [eeming

Limited
Head Office and Factories Salesrooms :
309-353 188 Yonge Street
Logan Ave., Toronto Toronto
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BELL
PIANOS

Organization of Agencies

Our last advertisement
brought many responses,
but we still have
valuable ground
open for the
progressive
dealer

OVER FIFTY YEARS

{ eb“)
IN BUSINESS

(%

V

MAKERS OF PIANOS
OF HIGH MERIT

THE BELL PIANO §gRgAN co

GUELPH, ONTARIO

& LONDON, ENGLAND
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The Home of Sterling Made-in-Canada Piano Keys and Actions

%Standsfor
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 e Toronto, Canada
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GEO. W. STONEMAN & (0.
PIANO VENEERS

Maryland Walnut

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

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

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

846-861 West Erie Street

CHICAGO, - ILLINOIS.
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The new time
and dollar
Saver

OR piano or phonograph cartage,
the FOX TRAILER is just what

you've been inquiring for

Attached to your car it hauls any load
from 1,500 to 1,800 Ibs., and is most
convenient for piano moving, because
the box is just the right height from
the ground and special FOX TRAILER

.E;ra_

Traller

construction prevents any bumping or

jolting

It is much cheaper than horse delivery
because the reserve power in your car,
which goes to waste in ordinary driv-
ing, pulls the load with only a few
cents extra cost for gasoline

Ask your local automobile dealer, or

write for catalogue and prices to

Fox Brothers & Company, Limited
WINDSOR, .

ONTARIO

In the Manufacture of

Piano Hammers and Strings

OUR AIM IS PERFECTION

Model
Fé6

with
6 fi. box
price

$85

f.0.b. Windsor
Ont.

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

D. M

455 King
Sole
FELTS

E V. Naish Felts, Made in The celebrated Latch &
SOLELASENTS 0 CANABA POR - 1 e goods are  Batchelor English wire, which
3 the “last word” in the felt is unexcelled by any other for
market. They are positively perfectness in tone and uni-

the most even an
quality procurable

- p—
E. V. NAISH FELTS
WILTON, ENGLAND

. BEST & CO.

Street, West, TORONTO
Agents in Canada for

WIRE

finest  formity in every particular

WARRANTED pEarecT || S

MUSIC WIRI

PENNER HAY

ey

&

—
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SIX SONG
SENSATIONS

Six up-to-the-minute Popular songs, with hand played accompaniments, Jazz and

Saxophone arrangements and with the

——WORDS PRINTED ON THE ROLL——

Now ready for immediate shipment. They will be sung and played from Coast to

Coast. Anticipate your customers' demand and order NOW,

UNIVERSAL SONG ROLLS

2133. Poor Butterfly. Hubbell & 2099. M-I-S5-5-1-S-S-I-P-P-I.  Tierney .90

Golden $1.20 Played by Composer (Saxophone arr. Asst. by
Played by J. Williams (Saxophone arr. Asst. by R. O. E)
R. O. E.)

2131. Hong-Kong. Von Halstein &
2101. Sometime. Harry Tierney .90 Sanders .90
Played by Rudolph Erlbach (Jazz arr. Asst
/. H. R.)

Played by Composer (Saxophone arr. Asst. by A
R. O. E) "

2135. Everybody Loves a Jazz Band.

2083. She’s Dixie All the Time. Leo Flotow .96
Tierney 90 Played by Rudolph Erlbach (Jazz arr. Asst
Played by George Gershwin by W. H. R.)

THE

Universal Music Company

OF CANADA

P 208 Victoria St, - Toronto ~“UN
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C. F. GOEPEL & COMPANY

137 East 13 Street SUPPLIERS OF New York
High Grade Commodities

TO THE

PIANO «» PLAYER TRADE

Player Accessories. Felts, Cloths,

I'racker Bars, Transmissions, Brass and 2

Rubber Tubing, Rubber Matting  for PunChlngs
Pumper Pedals, Pumper and Player Pedals, Of every description, comprising Name-
all Special Hardware formed or cast, board, Stringing, Polishing, ~ Muffler,
Leather Nuts, Push Buttons, Special Straight and Tapered, in Rolls and Sheets,
Punchings cut from Cloth, Felt, Fibre, etc., Stripped to Width and Length as
Paper, Pasteboard, and all character of wanted
Send - l'""‘?’a by Sinabic 3 Imported French and also Domestic

nd inquines, accompanied by Samples, for Bushing Cloth Eannes.

Prices, stating Quantities required.

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

To Build a Piano

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

The entire Craig Line conforms to this
high aim. Each instrument has that de-
pendable quality—that distinctive tone
—and that subtle appeal of style which
command attention,

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

We would cordially urge the claims of the
Craig Line upon your attention believing
. . . . .
that now—this month, is the time for you
'I'he Cralg Plano Company to take up the matter with us, We can
Established 1856 come to terms with responsible agents

wanting a clean, straightforward piano

Manufacturers of all Styles of Pianos and Players &
Proposition,

Montreal - - Canada

-
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Your Customer is
Certain of a First

Class Piano

when he buys an Evans Bros., because
we make certain. For years past, we
have bent the energies of every depart
ment to making certain that in each piano
leaving our factory the materials, work-
manship, finish, tuning and regulating is
right up to the highest standard known
in the trade

There isn't the necessity for much “talk”
about Evans Bros. quality, because it is
always taken for granted Quality is
known to be a certain and invariable
factor in Evans Bros. Pianos and Players

Evans Prices
are reasonable

EVANS BROS. PIANO & M’F'G CO., LIMITED

Ingersoll : : Ontario

STANLEY % PIANOS

at it TORONTO

es is

da. Canada’'s Pioneer Player Piano
t de-

tone

hich

erci-

Although costs are increasing almost
daily, we can assure our customers that
no unnecessary advance will be made
in our prices,

Write for latest prices.

OFFICE AND
b & SALESROOMS:

the 241 YONGE STREET,

ing TORONTO :
you Yours for service,
can

ents FRANK STANLEY

ano
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"~ When Your

| Customer Balks

at paying a substantial sum extra for “just

a name your argument is the

LONSDALE

Lonsdale Style “M"”

Superior quality and nifty design, always
coupled together in our minds, are linked
together in our pianos

A large percentage of pianos are “‘selected”
by women. There is an exclusive style note
about LONSDALE Instruments which makes
an irresistible appeal to the woman who de-

sires to follow close to Dame Fashion

This style creates the desire to possess—
the tone and price strengthen the desire, and
the opinion of any LONSDALE owner

clinches the sale

Really the LONSDALE
is easy to sell Try it

®
Iﬂnnzhalz]ﬂlmm @o.

Brooklyn Ave. and Queen St.

A Popular LESAGE Player

(Equipped with Metal Action when desired)

EXPERIENCE

and a complete understanding of present
day piano requirements are reflected in
every LESAGE Piano and Player
The fact that purchasers of our pianos em
brace many of the most exacting music ians
and piano dealers, proves that our excep
tional quality of work, prices and policy are
appreciated

We can do as much for

you. Let us know your

requirements

A. LESAGE

MANUFACTURER OF PIANOS
AND PLAYER PIANOS

" THE ULTIMATE IN PIANOS
I ! ST. THERESE . P.Q.
g “‘Established in 1891

" S
_ K}

A LESAGE Winner
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Bohne Piano

A,
S)
T NG

REG.

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-
mark

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 hammers 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.

W. Bohne & Co.

516 Richmond St. W.

TORONTO, CANADA

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

is inevitable.

extended, making the

than ever.

piano in tune.

HEAD OFFICE,

TORONTO, CANADA

“Newcombe Pianos Never Suffer by Comparison”’

The trade is not offered any other piano
equipped with the "Howard Patent
Straining Rods,” which are so effective
in adding strength and keeping the

NEWCOMBE
PIANO CO, LIMITED

359 YONGE STREET
FACTORY, 121-131 BELLWOODS AVE

Basically the Same-—Yet Continuous Improvement

Fundamentally the Newcombe Piano of to-day contains all the same mechanical and
musical principles that have denominated it ““a leader since 1870
the hands of experts in every department the process of betterment month by month

But passing through

There isn't much said about this aspect of the Newcombe, but musicians and those who

know Piano Quality find it out.
Newcombe

agency a more Vﬂl\ldl)le l)usiness asset

Newcombe reputation is thereby maintained and
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Chomas Pipe Toue
Single Manual
Keed Orgau
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 rec ommending to
Churches requiring an instru-
ment for leading the service of
Praise.

e .y We shall be pleased to send

specifications and price on re-

quest

Symphony Model

WRIGHT TOWERING ABOVE

the merely good piano is the Wright. It has
been made “the leader” by a goodly number
of enterprising merchants.

These dealers have put the Wright to the test—
found it measured up to all expectations—and
now Wright quality is never questioned.
Others may work like mad in a sort of foot-
ball scrimmage for the local first place in
piano retailing—but the man with the Wright
Agency is thoroughly equipped to get and
keep that place.

We're at Strathroy.

Where are YOU?

PIANOS 77ar.zae e
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MATERIALS FOR

PIANO MANUFACTURERS

PINS, WIRE, FELTS, CLOTHS, PUNCHINGS, HIN

GES, PEDALS AND GENERAL PIANO HARDWARE

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

Leave Your Piano Cases
To Us

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

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

Brantford Piano Case Co., Ltd.

M. S. PHELPS, President and General Manager

BRANTFORD - - CANADA

We can also give you perfect satisfaction
in piano benches, record, player roll and sheet
music cabinets.

| —

THE GODERICH ORGAN §itin he

ORDERS have exceeded our expectations.

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

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

Prices on stools are withdrawn. Quotations given on
application.

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

The GODERICH ORGAN CO., Limited

Factory and Office, GODERICH, ONT.
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Is There an Edison
Diamond Amberola

Dealer in your Town?

Mo, il yont @)
I'hen here's your chance

ihe New Edison Diamond Amberola has been built to meet a partic ular

need—to give your customers a genuine Edison Phonograph at a
7 &
e
[Z moderate price
So well has Mr. Edison accomplished this aim that the New Edison Diamond Amberola has been
declared superior, by actual tests, to “talking machines” selling at three times the price

“Tests that Prove”

In the ballroom of the Hotel McAlpin, new York City, on June 23, 1916, six hundred and
fifty phonograph experts heard a $68.50 EDISON DIAMOND AMBEROLA played behind a

curtain in competition with a $137 “talking machine.”

Numerous comparisons were made

These phonograph experts voted on each comparison, without knowing the names of the in-
struments for which they were voting

They were UNANIMOUS on every comparison for the $68 50 EDISON DIAMOND AMBEROLA.

In Indianapolis, on October 2nd and 3rd, a
similar “blind" test was made and the

AMBEROLA was the UNANIMOUS choice

On October 4th and 5th, a similar test was
made in Syracuse, and the EDISON AMBER-
OLA was again the UNANIMOUS choice

Your Opportunity

So do not delay. There is a tremendous de-
mand in your locality for the Edison phono-
graph at moderate price—and you can fill
that demand with the Amberola—permanent
Diamond point, no needles to change. Deal-
ers in towns of 100 population are doing a
profitable business. Act quickly. Write to-
day for catalogue and terms

Model 50 New Edison Diamond Amberola

WINNIPEG THE Wl LLI AMS &SONS(0.  monrreaL

CALSARY S. s ey LIMITED. TORONT©

R ——
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“ Music in the Home ™ Propaganda Off to a Good Start
Organization Meeting Well Attended

Manufacturers, Retailers, Supply Houses, Talking Machine Interests Represented. Canadian Bureau for the
Advancement of Music Enthusiastically Launched.

ANADA'S * Music in the Home " propaganda has been
successfully launched, and the Canadian Bureau for
the Advancement of Music is an accomplished fact. For
many months observant members of the trade have been
concerned with the serious interference with musical edu-
cation of the country's youth, when in the formative period
of the rising generation's mind such education is so neces-
sary to individual and national development. This tend-
ency, apparent before the war, has developed menacing influ-
ences under the stress of mistaken ideas of thrift, but more
particularly as a result of such counter influences as auto-
mobiles and the “movies” These, and the same unrest
that make light fiction preferable to books of character,
that have temporarily relegated drama to the background
for shady or pointless plays, have prevented, or at least
interrupted, the advanced interest in and development of
music that should characterize a modern nation such as
Canada

Of more direct and selfish interest to the music in-
dustries than the national importance of a keen interest in
things musical is the serious competition that the music
industries face in the gratification of extravagant desires
and demands for pastimes without mental or physical
exertion.

That earnest and intelligent action to foster * music in
the home,” and propag musical here should be
immediate was the logical conclusion of those who realize
the serious menace to trade interests and the public weal
that a decreased interest in music is.

Discussions at meetings of the Canadian Piano and
Organ Manufacturers’ Association, and the Toronto Piano
Dealers' Association, and in the columns of this Journal,
finally resulted in the calling of a general meeting of the
trade to make a decision.

GENERAL MEETING HELD.

This general meeting was held at the National Club,
Toronto, on the evening of Monday, March 5. The attend-
ance of over forty included representation from manufac-
turing supply house, retailing, and talking machine inter-
ests. The meeting was preceded by a dinner.

Mr. C. M. Tremaine, of New York, Director of the Na-
tional Bureau for the Advancement of Music, and who
had promptly and courteously expressed his willingness to
help the cause in Canada when asked to address the Can-
adian trade, was present. Mr. C. W. Lindsay, head of the
well-known Montreal firm of C. W. Lindsay, Ltd., with

branch stores at Ottawa, Quebec, Sherbrooke, Three Rivers,
Kingston, Brockville, and Belleville, addressed the meet-
ing on * The One Price System," a topic very apropos and
vitally interesting. Both addresses are here reproduced

Those present and the firms represented were:

E. C. Thornton—Karn-Morris Piano & Organ Co., Ltd,,
Woodstock.

J. F. Sherlock—Sherlock-Manning Piano & Organ Co.,
London.

A. Nordheimer, E. C. Scythes, Addison A. Pegg, R. ]
Matchett, Geo. H. Suckling—Nordheimer Piano & Music
Co., Ltd., Toronto.

H. G. Stanton, B, A. Trestrail, H. D. Kresge—The R. 8.
Williams & Sons Co., Ltd,, Toronto.

W. Bohne—W. Bohne & Co., Toronto

John E. Hoare, A. T. Pike—The Cecilian Co., Ltd,
Toronto.

C. W. Lindsay—C. W. Lindsay, Ltd., Montreal.

Chas. A. Bender, Chas. T. Heintzman, G. B. Heintzman
—Heintzman & Co., Ltd., Toronto

C. M. Tremaine, Director National Bureau for the Ad-
vancement of Music, New York City.

Henry H. Mason, N. H. Conley, George Stanley Wehr-
ley—Mason & Risch, Ltd., Toronto.

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

H. A. Smith—The Otto Higel Co., Ltd., Toronto

F. T. Quirk—Sterling Actions & Keys, Ltd., Toronto.

Walter R. Winter—Gourlay, Winter & Leeming, Ltd,
Toronto.

R. Cab C bia Graphoph Co., Toronto.
John A. Sabine—The Music Supply Co., Toronto.
W. D. Ste The Mendelssohn Piano Co., Toronto.

G. T. Domelle, Cecil N. Sinkins—The Mozart Piano Co,,
Ltd., Toronto.

Fred Killer, F. I. Wesley, 8. F. Baulch, Chas. Ruse—
Gerhard Heintzman, Ltd,, Toronto.

Frank Stanley, F. H. Clark—S8tanley Piano Co., Toronto.

1. Montagnes, Ernest Stock—I. Montagnes & Co., Toronto

R. F. Wilks—R. F. Wilks & Co.,, Toronto.

F. Hahn—Paul Hahn & Co., Ltd., Toronto.

J. G. Merrick, Secretary, Canadian Piano and Organ
Manufacturers’ Association, Toronto.

H. A. Jones, J. A. Fullerton—Canadian Music Trades
Journal, Toronto.

COMMITTEE'S REPORT.

Mr. C. A. Bender, President of the Cdnadian Piano and

Organ Manuf; ers' A iati pied the chair, and
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called the meeting to order at 8 o'clock He immediately
called upon Mr. E. C. Scythes for his report. This report
was the finding of a joint committee appointed by the
Manufacturers’ and Retailers Associations to make recom-
mendations concerni 18 " Music in the Home advance
ment
REPORT OF COMMITTEE

At the last annual meeting of the Toronto Retail Piano
Dealers’ Association 4 committee was appointed for the
purpose of securing publicity for those engaged in the
music trades that would in Some measure counteract the
effect of the wide publicity given tc
Pictures, etc., which undoubtedly benefits those engaged in
such enterprises

This committee was comprised of Mr Stanton, Mr

automobiles, moving

1 S, Gow n the Mo of Canadinn Buresn
Vdvancement of My

Long and Mr Pegg. They had not gone very far, how
ever, before they realized the Importance and scope of such
a4 movement, and it was suggested that we should have a
committee that would be more representative, comprised
of the piano manufacturers as well as the dealers, The
executive of the Piano Manufacturers’ Association called
a meeting for the purpose of discussing the matter, and a
Joint committee was appointed to investigate and report
The following gentlemen comprised the committee: Messrs
R. 8. Gourlay, H. G Stanton, C. A Bender, H. H. Mason,
Fred Killer, and E. C Scythes

In presenting this report of our investigation it will
hardly be necessary to enlarge upon the need of such a
work, or the benefits that may accrue to those engaged in
the musical industry; yet the subject is such a broad one
that your Committee have concluded that the success of
the propaganda depends first of all upon the support given
it by the members of the music trades, in which we include
such groups as piano manufacturers and dealers, and
phonograph manufacturers and dealers, and we recognize
also the value of having a sympathetic and moral support
from musical institutions and members of the musical pro-
fession; and, indeed, probably no class can render a greater
service in the preparation and procuring of interesting
articles for publication

Very few business men to-day require to be convinced
as to the power of advertising, or the value of favorable
publicity, and everyone realizes that the public press is
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one of the most forceful agencies ir moulding public
opinion

Our first aim therefore, in this movement IS to secure
favorable publicity for the music industries, which we be
lieve can best be done by an indirect method. To do so in
any other way would be impossible without the expendi
ture of a sum of money so large that it would stagger us.
Mi. Tremaine will Eive particulars as to methods

Your Committee believe that an effect can be secured
the results of which would be beyond our most hopeful ex
pectations if we have united action and the hearty sup
port of the trade as a whole

Your Committee also believes that through launching
this movement in Toronto that we will have good reason
to expect an extension to other principal centres throughout
Canada; and that thereby an impression will be created in
the minds and hearts of the people, the results of which
€ven in a commercial sense, would be beyond our most
hopeful expectations

To go to a publisher asking assistance in arousing musi
cal interests in order that we may sell more pianos or
phonographs we would meet with scant courtesy They
would point to their advertising columns and say, " They
are open to you or anyone else who has anything to tell
the public,” and that * surely they are under no more obli
gation to help us than any other meritorious cause.”

We are, however, fortunate enough to have the means
of inducing them to help us, for music fulfils a human need
but in order to get into the news Pages we must demon
strate our right to be there: we must make musical news
so that it will really interest the public at large. We must

Mr. H.H. Mason, on the Board of Cun
\dvancement of Mu

stir up local musical activity, and we must both stimulate
and circulate a national musical activity

* The music industry already has the tools by which the
great educational work can be carried through. It spends
enormous sums for advertising, but this advertising appeals
only to the occasional person who already is a music lover.
The music industry can ask—and legitimately ask—that the
newspapers regard music as a basic need Bovee has given
us the motto, “ Music is the fourth greatest essential need
of human nature—first food, then raiment, then shelter, then
music.” This is the motto of our music page. Your Coin-
mittee believe that it is in our power to insist that the
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There is but One Answer to This
Continued Preference TONE

Miss Case appeared in Toronto

i for the first time on Feb. 20th
She selected for her PERSONAL

USE, in preference to all other

Canadian Pianos the famous

“Artist's Choice” "“Williams,"

New Scale Piano

Miss Case's name will be added
to the many other great artists
who have shown their preference
for the truly Canadian, WIL-
LIAMS.

ANNA CASE

Over 85/ of ALL the Great Artists Coming
to Canada, Select the

Williams Piano

Mur xSeale

ENDORSED BY GREAT MUSIRIANS
Read what Lina Abarbanell

Think of the opportunities for appealing to )
says of this famous piano.

your prospects when you have testimonials

such as these to prove the tone quality of the

2 !, 2 King Edward Hotel,
piano you're selling. T Fo . 1917

’ . ~, s : Gentlemen :i—
When you represent this truly Canadian in- May | offer you my thanks for the Williams,
strument your store radiates Quality and New Scale Piano, which 7ave me great joy
]) : during my stay in Toronto

restige. The warmth and sweetness of its tone, an
B g i . . ! bal h « f
The Williams is the oldest piano made in :‘.::,l:”"’ ﬂ:’t’(:,:g,:.:ﬂ‘,:m:': PSR e
Canada to-day. Very sincerely yours,

. . NA ABARBANELL.

You've got something to talk about when S‘I;I, e s F\ﬁ,_ Bella Co
you sell the WILLIAMS.

ADD 'this piano to your line TO-DAY. Werite to-night for Dealers’ Selling Helps and illustrations.

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

THE OLDEST PIANO MANUFACTURERS IN CANADA
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The Reason I am a

Sherlock-Manning

Dealer

When | decided to retail pianos on my own

account | considered the most important mat
ter was the selection of the piano | should
feature. | wanted to build a successful and
enduring business—and | wanted to do busi
ness with a company with a reputation for
honest dealing and financially strong enough
to take care of its product

‘A thorough investigation resulted in my se-
lecting the Sherlock-Manning. This investiga-
tion included a visit to the factory, where |
found the very latest equipment for efficient
manufacturing Ihe careful attention to
manufacturing details, combined with the very
best of materials, seemed to me to warrant the
claim that the Sherlock-Manning was 'Can
ada's Biggest Piano Value," and hence my de-
cision to feature the Sherlock-Manning

| found the factory one of the very few in
Canada making one grade of piano only and
that the highest. Every piano bears the name

of Sherlock-Manning and the attention of the
workmen, superintendent and executives was
not distracted by having to look after two
grades of instruments, There was no danger
of material of an inferior grade being put into
the high grade

For years | have had wonderful success in ex
hibiting the Sherlock-Manning at Halifax Ex
hibition. Every year the business secured
warranted the expense, and nearly every piano

sold brought me business during the year

| have been a Sherlock-Manning dealer for
ten years now—each year it is easier to make
sales, and | find the Sherlock-Manning value is

becoming one of my biggest assets.’

v r”
St s F P

Gbars”. V7 77y

C. F. McDONALD & COMPANY,
Halifax and Truro,

s P
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editors of papers recognize this fact. A newspaper can
set aside a page for the discussion of musical subjects
once or twice a week. This page can deal with all phases
of musical topics, interviews or sketches by great musi
cians, wherein they can tell of their own experiences, ol
their attitude towards the public It can discuss the de
velopment of the interests of these people for things musi
cal. Another section can deal with the training of very
young children, can point out the rhythmic selections ap
propriate for the first years of life; can discuss records and
music for every age, for the various holidays, and for the
seasons as they come in the revolving cycle of years

The effect of this music page could not help but make
that newspaper a much more desirable medium from an

M. E. O Seythes ident, Canad I

advertising standpoint, because the readers would be pre
pared through the other pages for the advertising appeal

Already the pr of Canada is awakening to the fact
that the stereotype notices of musical events have little in-
terest for their readers, outside of musical students, mem
bers of musical professions, and followers of matters musi-
cal, yet they realize that there is a growing inierest on
the part of the public in musical matters

Articles have appeared during the pa
many Canadian mediums devoted to musical subjects. The
Toronto Star has been featuring the syndicated articles
written by Dr. Addison Bruce, which deal with music as
a human necessity

The Vancouver Sun on January 13th brought out a
musical section of five pages, while the Grain Growers’
Guide at Winnipeg have been featuring in each issue contri-
butions by well known western musicians.

The Canadian Courier gives special prominence to musi-
cal subjects, and occasionally has a special musical number.

The importance of the subject itself has commanded
attention on the part of the publishers, but they complain
of the difficulty in securing suitable articles, and we have,
therefore, reason to believe that through proper organiza-
tion we can obtain the desired results.

Your Committee have interviewed the managers of three
well known Toronto papers, and have been promised the
support of two, namely, the Globe and the Star, and the
third has not yet definitely refused. However, we think
two such mediums quite sufficient for a beginning, espe-
cially as the papers must be shown that for their sympathy

ew months in
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and support of the movement it will be to their advantage
in the way of bringing increased advertising from the
various music houses, etc

The plan is to have a musical section or page once a
week This page will be under the supervision of the
editorial staffi of the paper, but we will have the privilege
of, and will be expected to submit, matter for publication

This Committee have had many meetings, and as a re
sult of their investigation and thought on the subject have
much pleasure in submitting for your consideration and
approval the following report and suggested plan of oper
ation

The organization of a permanent board or committee, to
e known as

The Canadian Bureau for the Advancement of Music

Its scope shall be national in character, and although
the movement is being launched in Toronto it is intended
to encourage the extension in the other principal centres
throughout Canada

The board to be appointed to consist of six members
who shall be representatives of the piano manufacturers,
Toronto piano dealers, and the phonograph interests. This
board will have authority to add to its numbers by includ
ing members who will act as representatives in the different
cities. This board shall also appoint a sub-committee, who
will act as an executive as well as a board of censors to
supervise, inspire, and if necessary, edit articles before
they appear in the press

To ask subscriptions for a fund of $5,000 for the meet
ing of expenses incidental for carrying on the work and
for the procuring of articles by well-known writers, and

Mr. C. A, Bender, Viee President, Cay
Mu

for the Advancement of

for the engaging of a permanent paid secretary, who shall
promote the interests of the movement, and as the duties
required for such office are very onerous we have much
pleasure in recommending ] A. Fullerton, of Canadian
Music Trades Journal, whom your Committee feel is quali-
fied for the work, and we believe he will meet with general
favor with the members of the various associations.

It is expected that each contributor will support the
publications that agree to co-operate with us in the move-

i e e
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It is physically impossible to write tone
and durability into q piano—they must be
built into ir—

-and they are in every piano bearing the name Cecilian,

a name established a
generation ago. The uniformity of tone

and quality in Cecilian instruments, piano

after piano, month in and month out, has given Cecilian-selling a momentum,
which now by its own weight and driving force is certain to roll up good business
for any dealer who invests reasonable time and energy.

While the Cecilian was the first and always the highest quality all-metal player
g 1 ! play
produced, it has followed that inflexible law of nature, viz.—nothing stands still,
It has been developed and erfected by the most competent tone and action
P P

engineers, until to-day you cannot possibly err in making it your choice

The Cecilian Co. Limited

MAKERS OF THE WORLD'S FIRST ALL-METAL PLAYER PIANOS
General Offices and Factory

1189 Bathurst Street, Toronto
New Retail Salesrooms - . .

- 247 Yonge Street, Toronto

Cecilian=World-Famous

Established

1883 Established

1883




ne
be

K

CANADIAN MUSIC TRADES JOURNAL 23

ment, because, naturally, we cannot expect the newspapers
to give generously of their valuable space unless they can
see that they are getting the support from the trade through
their advertising columns.

The board to be appointed is to have the authority to
draft a plan of control, or it might be called constitutional
by-laws of the association, but we feel that this is some-
thing that can better be undertaken after we have had some
experience.

Following the presentation of the Committee's report
the Chairman introduced Mr. Tremaine of New York. He
told the meeting of Mr. Tremaine's immediate response, and
his great courtesy in coming all the way from New York
to give the Canadian trade the benefit of his advice and
knowledge gained from experience

THE MOVEMENT FOR MUSIC ADVANCEMENT.

By C. M. Tremaine, New York
Mr. Chairman and Gentlemen of the Canadian Music Trade:

It is a great pleasure for me to meet the members of
the music industry on this side of the border, and I bring
greetings from the New York Association. We are with
you heart and soul in this great work you are about to
undertake, for I understand this gathering is for the pur-
pose of launching a Canadian " Music in the Home " move-
ment.

When Mr. Scythes extended to me the honor of be'ng
present to-night, and invited me to address you, it was be-
cause he thought you would be interested in hearing wha.
we have been doing in the * States” rather than in any
hope of entertainment, and I can assure you this is m
only reason for trespassing on your time,

The name of our organization is the “ National Bureau
for the Advancement of Music,” and we endeavor to carry
out all the name implies. While there are many phases of
our work, newspaper publicity is uppermost in our minds,
so I shall treat this subject first.

To give you an idea of what we have done in this
direction I will read you an excerpt from my report before
the New York manufacturers on February 13th.

Since the first of January, 1917, we have appointed over
one hundred active representatives of the Bureau in nearly
as many cities, and thanks to their very valuable assist-
ance we have been the means of establishing a * Music in
the Home " page once a week in the following cities, in
addition to the pages established before January first:

St. Louis, Mo. The St. Louis Globe-Democrat
The St. Louis Star.
The Hawkeye.
The Argus-Leader.
Two papers.
Toledo Blade.
Cleveland Plaindealer.
Pittsburg Times-Gazette.
The Newark Call.
Boston, Mass. The Boston Journal.
Philadelphia, Pa... . The North American.
Charleston, 8.C. The Charleston American
week).

The Charleston Evening Post.
New York City ... St. Nicholas Magazine (several pages).

Besides the full *“ Music in the Home " pages, we have
had articles from this Bureau published (or assurances
that they would be published) in seventeen papers in the
following cities:

Texarkana, Texas.
Portland, Me.
Charlotte, N.C.
Battle Creek, Mich.
Omaha, Neb.

Burlington, Ta.
Sioux Falls, 8.D.
Milwaukee, Wis.
Toledo, Ohio
Cleveland, Ohio
Pittsburg, Pa.
Newark, N.J.

(twice a

Dayton, Ohio.
Ann Arbor, Mich.
Kansas City, Mo.
Nashua, N.H.
Asbury Park, N.J.

Little Rock, Ark
New Castle, Ind
Albany, N.Y
Memphis, Tenn.
This makes the total number to date thirty-twou
papers, in twenty-nine different cities, actively co-operating
in this " Music in the Home" movement since January
first. Since this report was made a good many more papers
have been added. The last mail before 1 left New York
brought news of the co-operation of two Chicago papers

We have had our difficulties, and you will have yours—
in fact, we are meeting difficulties every day. The princ:
pal trouble with us has been that many of the papers, und
the trade itself, have been slow to grasp the kind of pub
licity we seek.

They have the wrong impression of the character of
the musi: page we desire. A great many papers throughout
the country have the idea that we wish them to give more
attention to music along the usual lines, or to the present
musical element. But this class has always been well taken
care of by the notes of the music critics in all large papers

Norwalk, Ohio.
Stroudsburg, Pa
Bangor, Pa

Mr. H. G. Stanton, on the Board of Canadian Buresn
for the Advancement of Music

As the musical element is small in itself, the papers take
the position that they are already doing their full duty
We are not, however, basing our appeal to anyone solely
on the ground of duty. We appeal as well to the business
judgment of all those from whom we ask assistance.

The class we want to reach is the general public—the
masses—the people in whom musical taste and desire exists,
but in whom it lies undeveloped. Anything which inter-
ests the masses is of direct interest to the papers. It is
to this great class that our appeal is directed. We want
to make music a popular idea, and the most familiar house-
hold god. Our best way of doing this is to attract the
attention by snappy, newsy, interesting articles in the news
papers, rather than by additional music criticisms or note
for the people who are not reading the musical notes put
lished to-day are not much more likely to read them even
if the papers devote twice the space to them.

Beginning with these items of general musical interest
the people will become more interested in music, and will
go on step by step, till they become the class that must
have music in the home, that forms the concert and opera
audience, and in short that will dually transform us into
a musical nation. I am speaking in reference to my own
country, and do not wish to imply that Canada is not musi-
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cal at the present time, but I believe it can be made
more so.

The progressive papers in the States have come around
to the indisputable fact that anything which interests the
masses must of necessity be taken on by the newspapers.

We have studied this end of the subject, and have
worked out a plan to supply the newspapers weekly with
several articles which present music items in an interesting
style, having the one aim in mind, to attract the attention
of the general public. With no charge for our service, we
supply these “ popular " articles, treating music in the home
from various angles, giving “live " stories that touch on
music about well-known persons, discuss musical instru-
ments in a newsy manner, give full reports of, and com-
ments about, the popular musical movements which are
being taken up th h the § h as i
choruses, music school settlements, popular priced concerts,
neighborhood orchestras, etc. These are movements made
up by the people and for the people, and hence these are
the movements they want to read and know about.

The publicity phase of this work is but one way of
stimulating musical interest among the people. The field
is replete with ideas and suggestions. The only trouble is
we cannot get around fast enough to try them all out—so

pend are the possibiliti One very successful ex-
periment has been a recent music guessing contest, which
was conceived to interest the children. It is self-evident
that what interests the children interests their parents.
This experiment was a competitive event in which the
school children had to guess the name and composer of
a part of a long list of classics they had been drilled on
for two months. For two months we had music interest
running high in the town, had the hearty co-operation of
the school authorities and the papers in this educational
proposition—in short, we gave one big boom and stimulus
to music for an extended period. Such beneficial results
can be duplicated everywhere.

One field which is as yet undeveloped is the matter of
school credit for music studied by High school and college
pupils outside of school hours. This work has been gone
over to some extent in New York and a few other cities,
and we contemplate arousing a great deal of agitation on
this score so that this matter will receive the support of
the highest author In thousands of families music
drops out of their lives because the children grown up to
High school age have to give up piano lessons because of
the press of other studies.

It is of great importance to us to see that the schools
recognize music studied outside and give credit for it. If
outside work is properly standardized and kept under
school supervision, the beneficial results are self-evident.
The child is thus enabled to keep up the refin'ng influence
of music, and it is well known that his tastes and desires
form while his mind is in an impressionable state. Thus
you can readily see the possibilities for the trade in this
field.

Another of many channels which offers great possibili-
ties to the increase of interest in the home is the clergy.
The Church is naturally interested in developing home life,
and music is one of the most elevating and delightful forms
of home pleasures. We are endeavoring to secure the co-
operation of the clergy in advocating music in the home,
and we have already received very encouraging indications
of their attitude.

Another idea we have in mind is a “ National Music
Week " in the Fall. If we can focus the attention of the
people all over the country on music for six days, think of
its effect upon the piano business and the business of
everyone engaged in music. Its stimulating influence will
last throughout the winter. Pittsburg is to have a Music
Boosting Week " in April.
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“A Piano in Every Home"

There is one other phase of our work about which I
should like to speak to you, if 1 am not consuming too much
time. This relates directly to co-operative advertising.
Advertising might be divided into two classes—construc-
tion advertising, which creates a desire, and competitive
advertising, which is designed to supply the demand or
desire already created. Most piano ads. combine both, but
one advertiser lays emphasis upon one general advantage
of the piano or the player-piano, and another advertiser

hi another ad , thus creating confusion in
the public mind, or at least clouding the impression. If
the trade would concentrate upon one creative point at a
time the public would get that point.

Think of the effective use and the cumulative benefit
even if all the piano advertisers in a city should devote
but fifteen or twenty per cent. of the space to this collec-
tive attack on the people's minds. Then think of the ef-
fective use which each individual advertiser could make of
the other eighty-five per cent. in a purely competitive argu-
ment, directing attention to the particular merits of its
own instruments.

The high cost of doing business, as well as the high cost
of living, admonish us to cut out waste, and in business
surely co-operation is the most effective way of cutting out
waste. Our Bureau inaugurated a slogan, “A Piano in
Every Home.” We have had electrotypes made, and are
sending them to all advertisers who wish them. There is
nothing clever or striking about the slogan, but it suggests
a piano in the home to the person who has no piano in
his home, and it is up to the balance of the ads. to se'l
him one.

Gentlemen, 1 thank you for your attention, but before
1 sit down 1 wish to ise one or two thoughts in con-
nection with the entire music advancement movement. The
first is the importance of united support. Your director,
whoever he may be, can accomplish little by himself. He
derives his influence from the force which is behind him.
How great that force will be depends upon you.

Our success will be dependent on the support we re-
ceive, and your success will be dependent on the support
given to your Music Advancement Bureau. The right kind
of support can come only from faith. You must believe
the proposition of the trade working together to arouse
musical interest is sound—that is practical, and it will be
profitable to each one of you, and therefore worthy of both
your time and money.

1 wish you every success.

A happy thought introduced by the suggestion of Frank
Stanley was to have every man present get up, tell his name
and business, as a number present were unacquainted with
each other.

BOARD OF DIRECTORS.

On motion it was decided to proceed with the campaign,
and that the C ittee's r d that a board of
six, with power to add to its numbers, be appointed.

Messrs. R. 8. Gourlay, C. A. Bender, and H. H. Mason
were nominated to represent the manufacturers; Messrs. E.
C. Scythes and Wm. Long to represent the retailers, and
Mr. H. G. Stanton the phonographic interests. There being

DECALCOMANIE (Transfers)

Specially designed Name Plates, Fall Board Names, Warranties,
etc. Send copy for sketch and quotation. 10 year warranties
and price transfers carried in stock.

GLOBE DECALCOMANIE CO. 76 Mostgomery St., JERSEY CITY, K.,
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Otto Heineman Phonograph Supply Co.

INCORPORATED

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

Give Your Dealers Every

Possible Selling Point!

Phonograph manufacturers using the

HEINEMAN MOTOR

give their dealers an opportunity to talk motor service
and quality to every prospective purchaser.

THE

HEINEMAN MOTOR

is recognized as the world's Standard Motor, and has been
adopted for exclusive use by the leading manufacturers.

Equip your product with the

HEINEMAN MOTOR

Wirite for a copy of our 1917 Catalog—
Just off the Press
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is steadily growing in popularity. And no wonder,
every customer is a booster, and is glad to tell his or
her friends about their good fortune in choosing a
Musicphone.

THEY POINT OUT
The Self-contained Electric Power, no winding.

The Universal Tone Arm, so perfect no attachments
needed, playing Edison records to perfection, as well as
all others,

The Self balancing Hood, as light as a feather compared
with others,

The large all spruce Sound Chamber, giving beautiful
full tone.

The moderate prices that are charged, and yet the
dealer gets more than from any other line,

Get in touch with us to-day MODEL F $200

Newbigging Cabinet Co.

HAMILTON .  ONTARIO

Record Cabinets for all makes of
Machines

Player Roll Cabinets

1
This is going to be a hard year for cabinet factories, :
help is growing scarcer as the war continues. Dealers i
are well advised to place orders well in advance of their i
requirements, !

wnammee  NEWBIGGING CABINET Co.,, Ltd.

No. 81, MAHOGANY
No. 85, FUMED OR MISSION
ne Cabinet

A B with

Hamilton, - Ontario

base of
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no other nominations the above were declared elected un
animously

Mr. Lindsay was then introduced by the Chairman, It
may not be generally known that Mr
of sight, but in spite of this has made a phenomenal success

Lindsay is deprived

etailer of musical
instruments in Canada, and one of the largest on the con
tinent

of business, being the largest exclusive

THE ONE PRICE SYSTEM

By C. W. Lindsay, Montreal
When 1 was in Toronto last Januaiy, and on a previous
occasion, I had an interview with
re the One Price System, and rece

yme of the piano makers

tly wrote some of them

on the subject, and the outcome my appearance here this
evening

I take this opportunity of thanking you for the compli
ment you have conferred upon me in asking me to give

you a talk on the One Price, when I know there are many
more better able to do this than I am, but perhaps 1 am
in favor of it as strong as anyone else in the trade

Re Leading Business Houses

If you point me to six of your leading retail business
houses in Toronto, 1 am safe in saying you will point to
six One Price houses. Their system may differ one from
another, for examgle, take our leading jewellers, with stores
throughout the Dominion, and their policy is ten per cent
thirty days, but if the accourit runs over thirty days there
is no discount, and they are satisfied to give their customers
time on these conditions. Our leading departmental store
in Montreal gives no discount for cash, and charges six
per cent. after thirty days. 1 consider both of these One
Price houses with a different system

I find some in the trade give a discount of $25 for cash
on upright pianos, and $50 for cash on grand and player
pianos, and others make a much larger discount for cash
and some quote the cash price only without any discount
and add six per cent. on time sales, and there are many
other different plans different makers and dealers work on

Among the suggestions offered, one is to quote the price
with an understanding that the salesmen have the right to
take off $25 in cases where they are obliged to. Anothes
suggestion is to quote the price and make a discount of
$25 on an upright and $50 on a grand or player piano for
cash, and the third suggestion is to quote the cash price,
which is the one and only price, with interest at six per
cent, on the installment plan. The latter is the plan we
have adopted at our head office and all our branches, and
we believe it is the best system, taking it all in all, after
everything is taken into consideration

The majority of customers buy pianos on the install-
ment plan, and many of them want to feel that they are
not paying much more than the cash customer, and when
we point them to the cards in our various salesroors
which state, “ One price only
time sales,” it helps in many cases to close the sale. If
there was a cash discount, it would interfere with closing
the sale, and again, if it is a cash customer, and they sce
the sign “ One price only,” it also helps to close the sale
at the One Price.

We realize we may lose some business in adopting any
policy, but believe we will lose less in standing for One
Price only than in any other way, and at the same time
add to the dignity and reputation of the business and
Company

Interest at six per cent. on

Automobiles.

I told the New York Music Trades that I expected to
be here this evening, and asked them for an expression re
the One Price System, and in reply they sent me a long
article published in their issue of September 16th last, by
Eldridge Reeves Johnson, President of the Victor Talking

TRADES JOURNAL 27

Machine Company, a man whose opinion is worth having
and 1 am pleased

leave the article with you for your
inspection, as it is somewhat lengthy to read. He refers to
the automobile industry and to the One Price system they
maintain. This should be a lesson to the piano makers
and dealers. He also states that there has been no increase
in automobiles, talking machines, watches or cameras
Some years ago I had an interview with Mr. John C
Freund, Editor of the New York Music Trades, and among
other things he stated that the piano makers and dealers
did not understand their business, and should take a lesson
from the departmental stores in the way they sold piancs
He referred to the Wanamaker Company, and others in
New York, who sell pianos on a large scale at fair prices
on the One Price System only, with interest on time sales
I think Mr
understands a whole lot about the piano business.

Talking Machines
The makers of talking machines, like automobiles and
piano makers, have many different styles and prices, but
put a price on each of their various styles, and have an
understanding with their representatives that they all must
sell their goods at the same price and One Price only. The
question of interest on time sales is left to the discretion

Freund was right in his statements, and he

Mr €. W

Lindsay, Montreal

of their representatives. The penalty sometimes means the
loss of the agency if the representative reduced the price
Would it not be a fine thing if the piano makers and
dealers had an understanding like this?

Penalty.

It has been suggested by some that if an understanding
is arrived at between the piano makers and dealers to sell
the different makers they represent at One Price that a
penalty should form part of the agreement in cases where
there was a breach of contract. This might keep some
from entering into such an agreement. The talking machine
people would withdraw the agency.

Exceptions.

No doubt there would be some exceptions to the One
Price. It takes the exception to prove the rule, and a
man might be disposed to sell one of his relations or one
of the staff an instrument at a reduced price. The same
thing might apply to any first-class house doing business
on the One Price basis, but this would be an exception,
and might justly be tolerated, and it would not be a matter




28 CANADIAN MUSIC TRADES JOURNAL

SUCCESS

And The

Mendelssohn

Are Close Allies

In The Fight For Business

e A Dealer Featuring sithasaiatiodd

MENDELSSOHN PIANOS AND PLAYERS

Is Assured of the Assistance of the Ally—SUCCESS

CANADIAN PACIFIC R'Y C0'S TELECRAPH !

NIGHT LETTERGRAM

With this combina-

These two powers

$0vrme 17HL - o
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Success comes in different forms from time to time. Just now it is
coming to the Mendelssohn Co. in the form of Carload Orders

SUCCESS SUCCESS

Success not only attends the Men
delssohn Dealer while he is on the
offensive, but assists him in consolidat
ing his position to withstand any
counter attacks. A Mendelssohn sold
is a trench captured, and by pushing
the Mendelssohn a dealer extends his
gains until he routs the opposition
entirely
Dealership connection with this profit
able line means to you commercial
success and profits

Some territory yet available

Information gladly furnished

Mendelssohn Piano Co.

110 Adelaide St. W.
Toronto - Canada

Style Louis XIV. Cottage Style
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of competition, because in such cases the sale would go to

the dealer who wished to make a concession to his rela

tion, or a man might be disposed to give his goods free

or at a reduced price to a philanthropic institution
General Remarks.

1 had an opportunity of hearing Sir Thomas White, Fi-
nance Minister for Canada, in an address last month., His
text was, “ Self-Sacrifice and Self-Denial and Increased
Production and Economy.” His remarks suggested to me
that it might be advisable, considering existing conditions,
to allow our retail prices to remain as they are if the One
Price System is adopted in spite of all the increases that
have taken place in the wholesale cost of pianos. This
would be sacrifice. We do not wish to give the public, nor
the press, nor the Government, any reason for taking any
exception to the prices we are selling our goods at, or the
way we are conducting our business.

Again, if the One Price System is adopted, would it not
be advisable to advertise it throughout the country, and
advise all who are selling pianos to have cards printed and
placed in their various salesrooms, " One price only and
interest at six per cent. on time sales,” and have price
placed on each instrument. If this was done, I think the
piano trade would soon forget that they had anything but
One Price, and fall in line with the automobile and talking
machine makers. It would no doubt take a little time to
get everyone to think the same way, but cutting out the
drape, free cartages, extraordinary allowances on old instru-
ments offered in exchange, and the six per cent. interest
we are now getting which we never used to have on time
sales, are some of the reforms that have taken place in
connection with the piano business, but I think the One
Price will do more to uplift the piano business than any-
thing else.

The Piano Makers.

In offering the above suggestions, I am talking from
a dealer's standpoint, but trust the makers will agree with
me, because I believe it is the makers who should advise
and suggest to their dealers the advantages to be gained by
putting in force the One Price system, but unless the
makers endorse the One Price system without any discount,
the dealers will not hold to it in the same way and get
the best results.

U.S. Makers and Prices

We have recently got catalogues and prices from two
large American houses for player-pianos, and their quota-
tions show an advance of ten dollars on player-pianos over
and above the price we bought them at two or three years
ago.

Letters From Makers

I have received a number of letters from some of the
leading makers on the subject of the One Price, and I may
say they are all unanimous in advocating the One Price
system without any discounts. I have referred the matter
to all of our different managers, and the majority of them
are in favor of the One Price without any discount. One
of the latter remarks that “ Right is Might.”

I have no hesitation in recommending all the above for
your serious consideration, and highly appreciate the op-
portunity you have afforded me in bringing this matter to
your attention, and trust the leading makers and all others
in the trade will see their way to adopt the One Price
system,

Thanking you for your kind attention,

ONE PRICE THOROUGHLY DISCUSSED.
The conclusion of Mr. Lindsay's address provoked an
i d di i pi were freely offered from
both retail and manufacturing viewpoints. While it was
agreed that a condition of fixed prices would be desirable
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in the piano trade the meeting was not unanimous as to its
immediate accomplishment. It was finally decided to bring
up the question for discussion at the next meeting of the
Manufacturers' Association. It was suggested that in the
meantime the retailers be asked for an expression of opinion
upon the advisability of adopting the fixed price method in
retaling pianos

Mr. Geo. H. Suckling opened the discussion by volun
teering his strong conviction that it was only a matter of
time until the fixed price system would be general. He
agreed with Mr. Lindsay from A to Z He mentioned

visits to Chicago and Detroit stores where all prices are
net with 6 per cent He urged get
ting away from methods that were a reproach to the trade
and that caused people to say
own price.”

interest on time sales
We can get pianos at our

Mr. H. G. Stanton agreed that the system was desirable
but candidly opined the impossibility of its adoption by
general consent. ** There are many concerns,” said he, * who
might be favorable, but lacked the capital to permit of

adopting the plan.” He thought manufacturers in accord

with the idea, and with sufficient capital, should lead off
The kodak and phonograph firms, he remarked, did not ask
for the co-operation of competitors in fixing prices.

Mr. Fred Killer agreed with Mr. Stanton. He also ob
served an in:reased desire on the part of retailers for fixed
prices

Mr. H. H. Mason cited satin finish as evidence of what
can be accomplished. It was at one time argued against
a more general use of the satin finish that the dealers
would not co-operate, and yet the manufacturers were pre
sented with a resolution of the Toronto retailers endorsing
and requesting the satin finish. As to fixed prices of pianos
Mr. Mason alluded to the ease with which comparatively
inexperienced girls can sell talking machines because of the
one price, which will do more than anything else to make
piano selling easier

Mr. Tremaine had interviewed many U.S. firms re one
price who would not go back to the old system, nor would
their salesmen.

Mr. C. A. Ruse, who has had extensive experience in
both retail and wholesale, had been for a long time feeling
the pulse of the trade on this particular subject. Of all
the dealers interviewed by him only one had expressed dis-
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Quality » Terms .

The Sonora phonograph has never been featured other than for its quality

ANY dealers mistakenly believe that that growing evil—the “easy-payment-plan”
is a necessity—that it is the main feature and the only sales method by which

phonographs are sold. This may be so with some phonographs.

Whatever may be the case regarding other phono

graphs, Sonora has never been sold with installment
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payments as the leading inducement.

Sonora sells on merit alone. Terms are secondary.
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T'o buy quality, the public now realizes is more im-

portant than buying terms .

Every dealer has realized the danger to himself of
tying up large sums in a long-time payment system.
Sonora dealers are happy because the Sonora is the
phonograph that demands cash. And its sales are
increasing by great leaps.
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tavor to one price. Incidentally Mr. Ruse offered the
opinion that the one price method would be a good way
to get capital.

Mr. B. A. Trestrail opined that there were as many
kinds of one price systems as there were piano houses., He
toresaw in fixed prices the possibility of evasion by the
dealer through ¢ and h He thought
these features had to be first solved

Mr. Albert Nordheimer mentioned that at a meeting of
the United States manufacturers some months ago he was
struck with the similarity of their problems with those of
the Canadian manufacturers. There they are endeavoring
to raise the status of the trade as we are doing in Canada,
and they have effected a music advancement propaganda
as one of the results. The one price system he thought the
means of raising the status, and he believed general co-
operation was needed to make it effective.

Mr, C. A. Bender contended that the one price system
would regulate the problem of exchange allowances .

Mr. Suckling told of one Detroit house that allows
nothing for old squares, but charges $1.00 per month for
storing them on end.

Mr. Mason, re the objections of one of the speakers to
fixed prices because of exchanges, asked if it would be
more difficult to enforce talking machine one price basis
when exchanges became numerous.

Mr, Stanton replied that the policy of the talking ma-
chine department of his firm was to allow nothing in ex-
change for old types, and never more than half of the
original price of the more modern types, which must be
in good condition or nothing will be allowed for them.

Mr. Bender spoke of the movement of Mr, Chas. Biehl
of Galt to get the dealers of Ontario together at an early
date for the purpose of organizing, when, it might be sug-
gested that this subject be taken up.

Mr. Scythes believed the maker of an article should fix
the price,

Mr. Tremaine thought the difficulty over allowances for
exchanges the very reason why prices should be fixed.

It was then decided on motion of Mr. Nordheimer, sec-
onded by Mr. Mason, that the matter be brought up at the
next meeting of the Canadian Piano and Organ Manufac-
turers’ Association.

VOTE OF THANKS TO SPEAKERS.

Mr. Nordheimer moved that a hearty vote of thanks be
tendered the speakers of the evening, and he paid a warm
tribute to the earnest efforts of both Mr. Lindsay and Mr.
Tremaine. This was seconded by Mr. Frank Stanley, who
suggested that “we can all bear tribute to the man with
an idea” The campaign proposed he considered a good
one, and one that would be effective.

Just before adjourning, Mr. Suckling paid a tribute to
the Canadian Music Trades’ Journal, which paper he read
with continually increasing interest and with greater inter-
est than he read any other music trade paper

Mr. J. A. Fullerton, of the Journal, acknowledged the
graceful compliments of Mr. Suckling, and modestly agreed
that “ we do not boast of the Journal being the best of its
kind in the world, we admit it.” In connection with the
duties of director of the new Bureau for the Advancement
of Music he urged the difficulties of securing good
articles that newspapers could be asked to publish, as well
as the advantage to the trade why the movement should
have all the asistance it could possibly receive from every
interested person

The singing of the National Anthem then brought to a
conclusion one of the brightest and most enthusiastic trade
meetings ever held

The Problem of Salesmen
PROBLEM in the music trades requiring serious ef-
fort at solution relates to the scarcity of salesmen
That there is not only a comparative but an actual scarcity
of good men for the retailing of the products of piano,
organ and talking machine factories is more than a theory

The industry, in prestige, in ethics in commercial im-
portance warrants those in it definitely and deliberately
planning to have their own sons come into it and share in
its upbuilding and emoluments. In many concerns the sons
are making good, and have a very real and justifiable pride
in the line.

Scarcely a business day passes that some employer,
either orally or by letter, does not emphasize to the Journal
the scarcity of reliable and productive salesmen. They
want men that are clean cut, men healthy in mind and
body that can come in contact with a variable public and
leave a good impression even if unsuccessful in the par-
ticular transaction in hand, men that can earn good salaries
for themselves and profit for their employers,

Whether the salesmen are to be recruited from the fac-
tory, the High school or university, or other lines of
business, or from among returned soldiers or the families
of men now in the business, this is a problem that insist-
ently demands action. If the present need is imperative,
how much more so will it be in the development of the
trade during the next decade, when it is reasonable to ex-
pect the country's industrial and agricultural oportunities
to be of unprecedented magnitude.

Loud arguments often benumb the listener's skull but
seldom penetrate it

be got elsewhere. No other

The Columbia dealer markets a line of merchandise that cannot

ive. People

substitutes.

(Write for **Music Money'' a book ** full of meat "’ Sor those
) dealers intetested in quick and frequent turnover of capilal. ")

want it—and a competitor cannot easily satisfy them with

—

Columbia Grﬂ)hophone Co.
Factory and Headquarters
Toronto - . Ci
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Truly—
AN ACHIEVEMENT

Nl'.“' lustre has been added to the name of Nordheimer by our recently
completed achievement in Grand Pianos. Added prestige—not only

for ourselves, but for all our representatives—must follow in the wake of such

a wonderful advance on former standards of Canadian Piano construction.

In the new Nordheimer Grand, we offer an instrument high above the accepted

standards of Canadian Grands—a Piano that is all music—rich in tone,

beautiful as to case—a marvellous piece of piano workmanship.

The Piano Dealer—
How Does it Affed¢ HIM ?

HE wide range of artistic Nordheimer Models—uprights, grands and
player pianos—strengthens the hand of the dealer by affording a wide
choice of instruments, at different prices, to the prospective buyer.
The prestige of the Nordheimer has brought to all Nordheimer dealers the
better class of piano business—and with it larger cash payments—an im-
portant factor in financing.
Some few good territories are still open for representation. Write us to-day.

NORDHEIMER PIANO & MUSIC CO.

LIMITED
CORNER YONGE and ALBERT STS., TORONTO
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IT HAS REVOLUTIONIZED
THE INDUSTRY

this wonderful new phonograph

l\ musical quality and in physical beauty, this phonograph offers far

more than you have ever thought possible. Every phonograph owner
—every dealer—everyone who cares for music—must be interested
n at
The Aeolian-Vocalion is being widely advertised both in United States
and Canada. The advertising is convincing the people of the fact that
this phonograph possesses features never before incorporated in a
*honograp
No one will want any lesser make, once they have heard it play
To take the Graduola—the Vocalion tone control—and with slight, instinc- s
tive pressures to shade each tone or phase, to make the music live with !
your own feeling and thought, is the test decisive. It is the test which -
without exception gives a broad and instant vision of the inner and greater \ “
pleasures of music, brings home the gripping interest of the power of | H
expression in music, | 1)
The Aeolian-Vocalion is made in many Art and Period Models. It is also
made in a splendid series of popular cabinet models. The prices range
from $50.00 to $2,000
There are still many towns in Canada where representation has not been
arranged. Responsible dealers who want to handle this unusual proposi-
tion should write immediately to the

NORDHEIMER

PIANO & MUSIC COMPANY LIMITED
Corner Yonge & Albert Sis., - - Toronto
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Attacks Price Maintenance
Bul Intreduced in House of Commons,
FIXEI) prices for the re-sale of merchandise would be
made criminal if W, E Knowles, member of the Dom-
inion House of Commons for Moose Jaw, should get his
bill through the House, which is very unlikely, Mr,
Knowles proposes to amend the Criminal Code by enacting
that:
“ 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 dis-
posed of by, or to, him, shall be sold by any pur-.
chaser thereof at a price not less than one pre-
scribed 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 impri-
fonment for a term not exceeding three months,
or to both fine and imprisonment.”

The Dominion Retailers' Association, which organiza-
tion has headquarters at Ottawa, promptly objected to the
proposed legislation znd interviewed members of the Gov-
ernment in this connection to protest against Mr. Knowles’
bill.

The fact that the bill is sponsored by a private member
of the Opposition whose constituency is one of western
farmers does not suggest that he is serious, or will be
taken seriously, and consequently interests that otherwise
might be impelled to lively action in opposition are not a

Co-incident with reading about this letter the Journal
was discussing the past, present and future phases of the
talking machine trade with a progressive dealer, and was
told this in a sort of resume of his experience in retailing
talking machines: “ Six years ago I put in a t:lking machine
department. I don't think I was hard to convince that it
was good business to do so. I believed in the future of this
instrument, and went into the handling of it with more than
the ordinary amount of enthusiasm,

* Fortune favored me I was pretty successful in selling

a good number of machines. Later on | got to thinking
that I had sold about all the machines possible in my ter-
ritory, and that perhaps after all 1 had overestimated the
stability of the industry. Would it last, or was it just a
mirage of water and trees appearing to a traveller in the
desert only to vanish?
“While I was in doubt a brother dealer came along
awakened me out of my dream. He was a friend of
mine, and when talking shop cleared my mind of uncer-
tainty, Not only did he show me that the sale of machines
would go on and on and on, but that the real talking machine
business was to become the record end of it. Then I got
my second wind—and incidentally this happened away from
home, so it pays to 8O visiting sometimes. I returned with
my mind full of records, and lost no time in planning to
feature records strongly.

“The results show I made no mistake. It was a big
surprise when I began finding out what people really
wanted. Some were almost daft on violin records: others
had their favorites; records began to sell, and sell in a big
way. These record sales 1 found began to create machine

bit perturbed. The proposition to appoint a
having jurisdiction over inland trade also suggests that Mr,
Knowles' infant will never be allowed to grow, as such
commission would hzandle agreements that he would have
declared illegal.

Getting His Second Wind

THERE recently appeared in one of the magazines a

private letter from a successful business man to his
son dealing with three periods in the former's life when he
came to the crossroads, when success hung in the balance.
The second one was when he got his second wind.

At that time he was doing some deep thinking, and
running over the lives of the men he knew in business he
found they eventually divided into two classes, Most of
them had given promise of success; they had made pro-
Eress up to a certain point. At that point one class stopped
—the others seemed to take a fresh grip of themselves and
forge ahead even more rapidly. This father said to his
son: “Why had the first group stopped? It wasn't lack of
ability: the two groups didn't seem to differ at all in talent
or opportunity. It was nothing more noy less than this—
the first class had become satisfied. They had settled down,
were happy and contented; they ceased to struggle, and
hence cesed to grow. They lacked a divine discontent.

“I heard of a big industrial concern that increased the
general manager's salary to $50,000 per year. The G. M. ,
was pleased; he thanked the directors, and said he had
achieved his ambition, and was entirely satisfied. Within

buyers ically, so that my talking machine depart-
ment took a new lease of life,"

Perhaps it would not be wrong to say the entire trade
of this country is getting its second wind, and the second
wind is record business. If the machine shortage proves
the cause of the trade getting its second wind then the
shortage will be a blessing in disguise,

Talking Machine Paper

NSTALMENT business in the talking machine trade has
resulted in repossessions so few as to be scarcely
worthy of consideration. This 18 8o even when machines
have been sold with so small a down payment as nothing.
The dealer with the capital greater than his business can
possibly need can, of course afford to accept business on
terms that would be doubly unwise for the dealer of limited
capital, both because of risk of losses and because of money
being tied Up In accounts receivable; also because these
would be less interesting to the bank.

The difference between terms in talking machine and
piano retailing are very marked, and it is to be hoped that
the influence of example will be to the advantage of piano
business and not to the detriment of talking machine trade.

Ideas may differ as to what is safety margin in a time
sale of a talking machine, but it is generally accepted that
not less than ten per cent. of the purchase price should be
paid down. With one-tenth down and one-tenth per month

until paid it is easy to see that talking machine paper is

a vear the directors had to replace him, His d was
the fact that he was entirely satisfied.”

a ing influence with the banker from whom money
It is not probable, however, that all

is being requested
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His MASTERS Voiok
R EG~AG~-DER

I' is with regret that we have to postpone
4|u,\hl\\||-_‘ the hundreds of shrewd mer
chants who are anxious to be placed on

our dealers’ list

Even though our output has enormously in
creased the demand for “"His Master's Voice

products has more than kept pace with it, an
consequently we have to defer adding to our
list for the present, but are strongly hopin

for greater supplies in the not too distant

future

BERLINER GRAM-O-PHONE COMP/

HEAD OFFICE AND FACTORY

The Famous Victrola MOI IR’.:/\I ! Victor

NY, Limited

Records
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5 MASTERS VoICE
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The most famous Trade Mark in the World

are Wholesaled by the Following Firms
ONTARIO QUEBEC PROVINCE
His Master's Voice, Limited East of Quebec City
208 Adelaide St. W

C. W. Lindsay, Limited
Quebec City, Que

Toronto, Ont

West of Quebec City
MANITOBA Berliner Gram-o-phone Company, Ltd
ALBERTA Montreal, Que
SASKATCHEWAN

Western Gramophone Co NEW BRUNSWICK
122 Lombard St ) & A. McMillan
Winnipeg, Man St. John, N.B

Western Gramophone Co., NOVA SCOTIA

\nrlhe"n Electric Building, Fastern Talking Machine Co
Calgary, Alta Halifax. N.S

OTTAWA VALLEY: BRITISH COLUMBIA

C. W. Lindsay, Limited, Walter F. Evans, Limited

Ottawa, Ont Vancouver, B.C

HEAD OFFICE AND FACTORY

MONTREAL
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bankers have outgrown their early prejudice of music trade
paper, and they may have to be shown what a rarity a re-
possessed talking machine is

The dealer who is passing up business
cramped financial resources may have a great deal to gain
in knowledge and increased business by a heart-to heart
talk with his banker, and as a consequence have less oc-
casion to lean on his wholesaler

Paid To Be Short of Stock

“ HERE are times when it pays to be short of stock,”
observed the talking machine salesman to the Journal
man who entered just as a customer went out The Journal
man indicated his interest, and the salesman proceeded
“ Notice that lady just gone out?” The Journal man
had noticed. * Well, she just now left two hundred and
fifty dollars on a deal that was to have been not more than
one hundred and fifty. She and her daughter came in a
few days before St. Valentine's Day. Months ago, it seems,
they had decided that they would have a machine in time
for their St. Valentine's party this year. This affair is an
annual event in their circle, and they very wisely decided
that the talking machine would be a good help in enter-
taining. Their outside limit was one hundred and fifty
dollars, but they preferred to keep under a hundred
* Finally they decided on a mach'ne in mahogany. Much
to their disappointment, and my own, we couldn’t supply
mahogany; not one in the place. However, they agreed to
a-substitute until T could deliver the one they bought. It
came within a week, but 1 let them have a full month with
the better one. When I sent it up I gave instructions to
the delivery man to forget to take the other one away 1
knew they could afford the more expensive machine that 1
substituted, and that they likely would if they had it in
their home a few days. The lady you saw going out just
now left nearly one hundred dolars in addition to her for-
mer ‘very outside limit' of one hundred and fifty. The
s, when you substitute do so with a higher priced

because of

moral

type.”
Intensive Selling
ON the theory that to confront a customer with too
great a variety of titles is likely to confuse and
cause less business a Washington dealer has introduced a
plan of featuring one record a day for fifty days. That is,
a selection of fifty records is made, and each one in turn
played up strong. Fifty squares have been laid out on one
of the walls of the showroom, with a record in each square.
Under each record is the date on which it is to be fea-
tured at a special recital. The selling staff is instructed to
feature it. This method of intensive selling, the dealer re-
ports, has given beter returns than mere promiscuous
selling.

Court the Newspaper
EWSPAPERS are in business for the same basic réa-
sons as retailers of talking machines. Their saleable
commodity is white space. Their space is to them as re-
cords and machines to the dealer. You would consider a
man a fool if he asked you for records without charge,
and you would consider yourself more of a fool if you gave
4
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can be in your store every day and see what you see, hear
what you hear, and know what you know.

The dealer in the small town has advantages over the
city dealer in this respect. What the city editor would not
consider for a minute would be live news in a small place
The town newspaper can use the name of a local merchant
in connection with an event where the city editor dare not

A talking machine recital in a city store has no news
value to the city editor, but would have to the town paper
His readers would be interested in who were there. If
a city dealer adds a motor truck for delivery he has to pay
advertising rates if he wants the people to know about it
The town paper might consider this news. It is the un-
usual that is news and events—usual in a city is frequent-
ly unusual in a town

It is up to the local dealer to court the newspaper; on
the assumption that he advertises in it, of course, but as
to asking free insertion of publicity that has no news value
he should be above it

Port
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A Country Dealer's Experience With Mail-Order
Competition

THAT the present wane of mail-order competition will
be a substantial benefit to many dealers, because it

will make them hustle harder for business and show them
how to extend and perfect their service, is the opinion of
a successful country dealer whose experiences are outlined
in The Phonograph. Incidentally, it will prove to them
what a tremendous essential service is in the retail trade.
In support of this contention, this dealer introduced at
once an incident of common occurrence, in which he had
been able to turn a hotly-competitive mail-order sale into
a boomerang. He had been working for some months, he
said, upon the musical sensibilities of a wealthy farmer
three miles and a half outside of the town of X—. He
considered this prospect in the light of a $250-cash pur-
chaser, and since he had several daughters everything was
in favor of a steady source of revenue in record sales be-

them. Now don't expect your local to

over your suggestion that he print an article telling the
people that you are the logical man from whom to buy
records, that your store is the rendezvous of the musical
people, that you carry the full catalogue of —— records
and every type of machine, etc, etc.

But—get into your head that the local newspaper editor
would be delighted to co-operate with you in influencine
his constituents musically. He knows that it is to his ad-

ge to busi but it is i ible that he

pap

ing developed at that farm. Time and .again the head of
the household and his children had been in the dealer's
store to listen to demonstrations, and time and again they
had walked out with the assurance that when “ that little
deal was closed along toward the first of next month " they
would actually purchase. Because the agriculturist—as are
so many of his class—was an exceedingly shrewd buyer
but at the same time a big one, he brooked no over-insist-
ence on the part of the merchants of the town, and the
phonograph man hesitated to * push " him. The “ nerviest”
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THE PATHE RECORD PLUS
THE PATHEPHONE

An Irresistible Combination

Because it represents the ideal method of sound
reproduction.

Because it gives a reproduction more clear, more
true, and with more volume than can possibly be
obtained in any other way.

Because the dealer has so many good talking
points. The Pathé Permanent Sapphire Ball
which takes the place of sharp, destructive
needles—saves the bother of changing needles
every time the record is played—does not rip,
cut, or wear the record.

The Pathé record itself whose wide grooves per-
mit all the tone vibrations (music) to be taken
from the record instead of only part.

The Pathé record library which opens up a whole
new world of music to the buying public.

Not only records by famous American artists, but
remarkable records by celebrated European
Court favorites who have never been here.
Uniquely beautiful records by Hungarian and
Sardinian orchestras—Gypsy Violinists—instru-
mental soloists—chamber musicians—and an un-
equalled library of similar delightful foreign

opportunity to capture the “class” patronage of
his neighborhood.

The Pathephone itself with its famous ‘'violin"
sound chamber of resonant wood.

The splendid prestige of the name “Pathé,” a
name that in two entirely distinct fields—Sound
Reproduction and Film Reproduction (motion
pictures) has become a household word the world
over.

Dealers everywhere are selling attachments to
play Pathé Discs on machines built for needle
played records. Such attachments serve their
purpose in a way, but—

The dealer who wants to keep his patronage—
who wants to give s 1007 satisfacti
won't be satished to sell an attachment of this

kind and then stop.

He will keep after “‘attachment” customers until
they finally exchange the machine they have for
a Pathephone. He will prove to himself that the
Pathé Record played with the Pathé Sapphire

Ball on the Patheph makes the sup musi-
S

novelties, all give the Pathé Dealer a splendid

cal ¢ ion.

Pathé Freres Phonograph Co. of Canada, Limited
Factories and Head Office, 4.6-8 Clifford Street, TORONTO, Canada
Western Distributors : R. J. Whitla & Co., Winnipeg, Man.

Ty
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thing the dealer had ever done in the entire proceedings was
to load a Style —— into the back of his car one day and
take it out to the farm in the hope that after a few tunes
he would drive home accompanied solely by a check on
the —— Bank. But the old hard-shell had been proof
against this blandishment, for after giving the dealer some
sweet cider and telling him he would call at the store * one
of these days now," he stalked briskly off in the direction
of the cow-stable

It was only a month later that the talking machine man
received a call from the youngest girl of the family. She
admitted, not without some embarrassment, that they had
bought an instrument but couldn't make it go. It had been
in the house a week, and nary a tune therefrom Would
Mr. Smith mind coming out to see what was the matter?
Mr. Smith minded considerably, and the thought of the
drive out of town to favor so regenerate a prospect was
tolerably bitter, but upon reflection he decided to go out
and see what could be done—maybe the thing was a uni-
versal player and he could cut in on some record business

The dealer went out to the farm, met the owner of it
with a hearty greeting and every assurance of his assist-
ance, which showed the farmer that the merchant was at
least without petty malice in his dealings, and as soon as
the v sitor saw the instrument he said, * Mail-order!™ Yes,
the daughter admitted, papa had been looking over the
catalogue one night and the very next morning had gotten
a big circular from the mail-order people announcing a
cabinet phonograph for little or no money, in comparison
with what the dealer wanted for his. So pa let Jane write
off for particulars about the thing, and a few days later
the order had been placed.

With a grim sense of what would happen to him if
many more of his prospects were led astray in this fashion,
the dealer grasped the crank to give the motor a turn It
wouldn’t budge. With the view of lifting off the turntable
and having a closer look into the instruiwent’s vitals, he
went to work and the first jar the machine received there
fell out of the sound-chamber a spirit-lamp! The phono-
graph man knew that even mail-order houses had not added
domestic utensils to the standard equipment of their mer-
chand'se, so he said, * What the Tom, Dick and Harry is
this? * * Oh, I must have left that in there,” said the girl.
“We read in the instructions that came with the machine
that it might be somewhat chilled, and to be careful in not
attempting to play it until the mechanism had thawed out,
so I put mother's lamp on top of the thing that turns
around and put mine in there!” * What day was it de-
livered? " asked the dealer. “ Thursday,” the girl replied,
“we had to leave it at the station until then, although it
got in Monday, because the freeze was so bad that papa
had to keep all the men here on the farm to keep the water
system going for the stock.”
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“Ah, ha!" said the phonograph man, just like that

After ten minutes with the screwdriver and pliers, and
by the time that the “old man " had come into the room
to gaze ruefully at the new instrument in its then state, as
the lawyers say, the dealer had the motor spring out of
its barrel and in his hand. *“ See that? " he said, pointing
to a tiny, jagged silvery rivulet in the metal of the coil
“You didn't do that with the spirit-lamp. Some freight
handler at a depot did it. By the time this instrument

Livut. Juck Deviin, brother of W C. Devlin, Ottawa
whose during work as avintor was recorded in last issue

was subjected to six or seven days of weather at six
degrees below zero, while it was en route to you, that
spring got more brittle than a potato chip and every jar
she got produced one of those breaks. There is not as
much uniformity of tension for motive purposes in that
spring now as there would be in a dog-chain—it's got these
cracks all the way through, and if you want me to let 'er
go out of the case, I can prove it. 1 also see that the
finish throughout this sound-chamber is checked by the heat
and pretty soon it is going to flake. Then, the place where
the music comes out of will look like a throat with diph-
theria in it to anybody looking at the machine. I should
also say that the joints in the upper part of the cabinet
have been pretty well sprung by the sudden application
of direct heat, but perhaps some glue can fix you up in that
respect.”

“ Oh, pa, what are we going to do? ” said a moist voice

“ Why, send 'er right back and demand a new one!”
papa declared unanimously. It's not our fault. They said

THE THOMAS MFG. CO., -

Buy Your Tone Arms and
Sound Boxes Direct

Four Styles—Get Our Prices
Special features — Quality — Production.
Special designs for distinctive machines
made to your order and made by Highest
Type of workmen in Dayton, O, “The
City of Precision.”” Write for Catalogue

No. 8.
DAYTON, OHIO
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What do you
Understand by

“PREFERENCE” ?

Apart from the tariff aspect of it, “Preference” is the
instinct that makes the boy pick the rosiest apple, the
biggest piece of pie, the corner piece of cake with the most
icing on it,

—It’s the favoring of one product,

—It's the decision of dealers in our territory that Columbia
Grafonolas and records head their list of money-makers,

—It's the doing of business in the knowledge that the
Columbia record catalogue offers the finest collection
of music for the home in the world,

—It’s the banking on Music Supply Co. service as a result
of having tried it out,

—It's the using of our co-operation—executive and
publicity.

—It's the assertion of an Ontario dealer that Columbia
products are the most generously and effectively ad-
vertised in this province,

—In short it's this trade-mark which at

once inspires confidence and promises

big things to both dealer and consumer, -
Truly it's the symbol of PREFER. &
ENCE.

THE MUSIC SUPPLY CO.

J Largest Columbia Distributors in Canada
ot 36 WELLINGTON ST. E., - TORONTO
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to thaw her out and we thawed her—I don’t know anything
about springs—I didn’t even know there was one in it—be-
sides, the thing's no good anyway and—"

“We will admit that it's no good anyway," cut in the
talking machine man, “ because it is no good for you—the
owner of Hazlewood Farm—you are not the kind of man
to try to get a $250 instrument for about $3c to put in
your house. You know it can't be done. If a man comes
to you and wants to buy pasteurized milk from your best
cows at 14 cents a quart, you know you can't give it to
him. You've got to give him skim. It's not in the cards.

“ Another thing is this,” continued the dealer, who saw
he had the old man on the run. * Don't forget that when
you buy any other technical or what 1 might call delicate
apparatus, you don't buy it by mail and trust to the Lord
to run it. You didn't buy your automobile by mail and
take chances on a dealer in X—— teaching you how to run
it. You didn't buy the gas engine for your pumping outfit
sight unseen and you didn't try to install it and start it off
yourself, because a gas engine will blow up. No, siree,
Mr. , you bought both those machines from the local
agents who could come out here and see that they were
right when delivered and then teach you how to operate
them. It's the same in principle with a phonograph. This
is the easiest instrument in the world to run—much easier
than an auto or a gas engine, although they are easy enough
—but you've got to start right. Otherwise, this mech-
anism that is contrived to reproduce the sweetest and most
delicate sounds in the world is going to quit on you. Would
you consider a musical instrument tougher than a piece of
farm machinery? Am I not right, Miss Jane? »

There was enthusiastic assent.

“How much did this thing cost you, Mr, ——2"
asked the dealer.

“$31.50."

Established 1870 Incorporated 1917

W. H. BAGSHAW CO.

LOWELL, MASS.

Fine records on quality machines require
needles of acoustic merit.  Bagshaw
needles have won their international re-
putation because of their superior artistic
acoustical properties.

Best Because They Are Bagshaw

and Graveure draw great audiences,
Columbia dealers.

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

As surely as Barrientos, Lazaro, Ysaye, Casals, Parlow, Sembach

Columbia Records by these self-same artisis draw business to
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“Well, I am going to make a proposition to you, be-
cause 1 know you are a big enough man and a big enough
business man to see it. 1 suggest that you charge $31.50
off to experience and let me bring that Model — that
Miss Jane and you have been looking at out here this
afternoon. 1 will set it running right and keep it running
right for as long as you have the instrument. 1 will give
you my personal guaranty to that effect. And, to show
you I am willing to give quid pro quo 1 will give you $10
cash for that cabinet. I can probably get my money back
out of it by selling it with a small talking machine to one
of the negro families over in the Hollow. That will make
your loss on the deal only $20."

The farmer bought the $2s0 phonograph.

This dealer pointed out that it is literally a physical
impo! ility for the mail-order houses to cut in on the
established record trade. Records are sold by aural demon-
strations, he pointed out, and not one person in a hundred
will buy as many from a catalogue as when approached by
a dealer either for a home or a store demonstration. It is
also a fact, this dealer said, that farm folk, to whom the
mail-order people make their principal appeal, do not hear
the popular selections in or in ing-picture
houses like city folk do and hence the mere titles of new
music in the mail-order catalogues mean nothing to them.

“The mail-order appeal,” concluded this dealer, ™ is
going to be based purely and simply upon price and there
is not a thing under Heaven with which the dealer can
combat this element except the two factors of quality and
service. One incident of a frozen machine, or merchan-
dise unsatisfactory in any other respect, is the best talking
point against mail-order phonographs that the local agent
can wish, and he should not be slow to avail himself of
this value. At the same time it is essential for him to
talk quality and give service. The aggressive phonograph
dealer ought not to be worried seriously about mail-order
competition, no matter where he is. He is selling some-
thing that cannot be reduced to catalogues for the general
public. At the same time, I do not doubt that this new
element is going to make some of our non-aggressive
dealers very progressive and the entire trade will benefit

thereby.”

O N your daily calendar pad have you marked the expiry
dates of your insurance policies two weeks or so in

advance so you will have plenty of time to arrange for

the renewals? Can you locate your policies easily? In

case of fire would they be safe?

Keep Protected

Mr. W. J. Craig, secretary-treasurer, and Mr. O. C.
Dorian, general manager, Pathe Freres Phonograph Co., of
Canada, Ltd., Toronto, visited New York recently.

so surely do the exclusive

Columbia Graphophone C
Factory and Headquarters,
Torento . Canada
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PERFECT 7OowNnE .

A Money-Maker for

Progressive Dealers

Are you interested in a Mahogany Cabinet
instrument that retails at $75.00

Our new model No. 75 is now ready.

Write for particulars.

The Ideal Linc is no experiment, but eve,y machine
embodies quality in every detail, cabinet, parts and tone
We can make prompt deliveries of all models, and are
offering the trade a line of machines that will fill every
requirement

MODEL Hru uu or M,u.o.umy Finish
ENSX

Huight m 18 inek

Retml Pnre‘ sllmuu

Every Ideal Phonograph is
guaranteed for a period of
one year and a written guaran-
tee is delivered with each
instrument.

The Ideal dealer will make money
as we do not give the agency to

more than one dealer in a town,
MODEL 50—Oak or Mahogany Finish

NSIONS
Are you going to be that dealer ? o 14 .:n ’\\.mn

Depth. . .19 inches
DIMEN

- " Our discounts are very liberal. Retail Price, $456.00
Depth

e This model is exceptionally good
5 ,
Retail Price, $26.00 Write to-day for proposition. value.

REGAL PHONOGRAPH CO. Limited
43 QUEEN ST. EAST, TORONTO

7 inches
MODEL NoO. 2 Hl!mlluy Finish :

Height
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Future of the Talking Machine Depends Upon
Educational Side

Extracts from an Addiess on the Meichants' Short Course
in connection with the Umversity of Kansas

By Frank E. Morton
“ NLIKE the automobile, taking people away from the
home, the talking machine brings all the family within

the domestic That is small argument in
these days, when, in the view of many, family life is dis‘n
tegrating, drifting toward the cafés and boulevards, As a
business condition, it has its corollaries, for the building
up of the home life leads to further expenditures in the
beautifying and humanizing sphere

“It is well known that at one time dealers who handled
pianos were suspicious of the talking-machine trade. They
argued superficially that their sale would reduce the de
mand for musical instruments. Now they realize that the
voice machine, both from the home atmosphere it fosters
and the musical acquaintance it creates
the piano demand It
mediums as pianos for their full expression

“ For the last fifteen years those conservators of vocal
energy, commonly known as talking machines
purveyed in such numbers that the impression might well
obtain to-day with those not familiar with the
possibilities of our racial activity that the point of satura
ticn has been reached. 1 say possibilities, for racial ac
tivity is not necessarily spontaneous, and the talking ma
chine trade does not bud, blossom and bear fruit without
proper nurturing

“Locally, this point of saturation is being reached be
cause of failure to develop soil for future absorption
Dealers in such localities face not only loss of trade, but
a general lowering of the educational development of the

circle no social

actually enhances

inspires ideals demanding such

have been

unlimited

This is our No

No. 18 Motor

The lever shown on top of motor is the underneath turntable governor
A Speed Indicator and Dial is furnished with this motor

brake stop
Exceptionally silent win,
chanism and silent running
By the turning of one screw, the
spring cup can be removed. When
you see this motor it represents the
highest quality, for it has been made

ing me

T,

Nevark 1

TONE ARMS

19 QUADRUPLE SPRING MOTOR. Will play nine 10-inch
or six 12-inch lateral cut records with one winding. Worm-driven governor
{his motor will fit the same borings in your cabinet as our No
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For it n
the

community reality, a

cation that reatest
tunity to

be fostered

talking machine offers oppoi

the dealer. An educational influence must need

not

It is not enough that a talking machine

able in its lineage, attractive in its appearance, even en

thralling in its tonal effect be placed upon the market

Such merchandising policy will bring a certain dead leve

of returns, but it will not expand and develop the trade

For that propaganda is needed. The product may not
merely be offered to the purchaser; be offered
that
indispensable for the happiness and uplift of himself and

family

reasons must

sufficient to convince the article is requisite; in faci

“ Among these educational —a
though neglected—looms largest All
homes are these educational agents in most cases reg
As fads
are neglected, forgotten, discarded
ing machine lives a fast life and a merry
one. While its novelty obtains
land night and day, then gradually
mentally, goes to the ' junk heap.

* But uplifter, it
tive value. It is like a library, usable at any time and the
more frequently the better. If it is discarded at
to give place to a more highly developed substitute 1t
becomes a family institution. We may
been the effect the intellectual development of
purchasers? In what manner what extent
talking intellectual progression? A
humanity enable us so to

arguments the

around us in our
arded
run their little

Many a talk

one; also a

as toys or fads. toys and they

course
heard

its voice is

ceases, and, a

as an educator, an has a cumula

all, it

inquire what ha
upon the

and to has the

machine made for
phonograph's-eye-view of may
compute relative values that the realization of t worth
whileness of its manufacture and distribution may “rove an
inspiration to an increased and more intelligently directed

effort

concern that has thirty
perience in this We also manufac
ture other styles of MOTORS. TONE
ARMS, SOUND-BOXES and parts.

Prices on application

Motorability of Meisselbach Motors

Do you like a hive of bees mixed in with
your music? Do you think your customer

by a years' ex
line
16 and

other

would?
No noise from Meisselbach Motors.

ot a sound

All you hear is Music, provided you have
done your part in the development of your
phonograph ere isn't the slightest
fraction of an inch of variation in the
cutting of the gears used in Meisselbach
Motors. Each motor is built properly and
efficiently, and is super-tested

The satisfaction of Meisselbach Motors
has been responsible for doubling
plant again and again

Pioneers in the development of
talking machine motors.

A F.Meisselbach @Bro.

NEWARK, N.J.

our

quality

MEISSELBACIH
MOTORS

SOUND BOXES
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* Man's productive energy is in direct proportion to
his rate of vibration. The higher his rate of vibration, the
more energetic and forceful his performance. Man's rate
of vibration is increased by intensive, selective listening,
which increase is retained through his w.il power. In
listening, man is at his zenith of concentrat.on Carrying
it to extremes, he becomes oblivious of all exiraneous sur-
roundings. In listening he is 100 per cent. there

" The well-travelled man is responsive, mentally alert
and comprehends and apprehends quickly, not from having
viewed peculiar formations of the earth known as scenery;
not because he has loked upon straw hu.s, iepees, bunga-
lows or marble palaces; not because he has observed the
activities of men from mountain fastness 10 towering sky-
scraper, but because he has been talked to by many and
various races of earth, and has, consciously or uncon-
sciously, accepted viewpoints other than his own; he has
established more points of contact with his environment,
he has developed an interest in more th'ngs. With this
multiplicity of viewpoints thus acquired, he can think
straighter and express his thoughts with greater confidence
and consequent freedom.

" The talking machine is one of these real world tours
in tabloid; as a traveller's guide it penetrates all lands; it

tory, the music, the scholarship of the present, it can pre-
serve the voice of one age for gratification and enlighten-
ment of another. In its diminutive theatre the forensic
and harmonic leaders of the world perform on one stage.
Beside one's own fireside Oone may occupy a reserved seat
before an array of talent such as no inflated prics in the
grandest of grand opera houses would command.

“ And, naturally, it is in the home first that the talking
machine appears as an educator. Properly introduced, it
becomes a welcome inmate in every household—in city or
country—where there is any striving for intellectual ad.
vance, not merely to be switched in for a bit of ragtime
for the sport of an idle moment—though it also has that
value—but to bring within reach of all the family the
treasures that are preserved on its vulcanized tablets,

“And these need not necessarily be confined to the do-
main of music. Too much has this been the case, but why
let the talking machine delight and instruct and elevate
with its rhythmic outpourings, and muzzle it for all other
utterances? As a hpi for the ped: gue, the philo-
sopher, the , the sociol gist, the , it would
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possibilities present themselves in the domain of clubs and
ne yhborhood organizations.

“ Perhaps the widest path of development, at present
Llocked by indifference and inertia, is in the schools and
colleges. What valuable records for the classroom if this
agency for instruction were more generally employed!
The humblest pupil might lLsten to the most learned
savant.

“ The talking machine in every schoolroom! The sug-
gestion would stagger some of our pedagogues. To them
it would sound like having a jazz band concert for opening
exercises and a cabaret performance at recess, but it is a
probability strong probability for the near future, espe-
cially if enterprising merchants are wide enough awake to
lead the procession.

* When the placing of sewing machines in schoolrooms
was first suggested, there was doubt as to its value and its
relationship to pedagogy. The place for a sewing machine
obviously was in the home. Now they are as natural in
many schoolrooms as the time-honored globe or the oc-
casional human skeleton. It was the same with the sug-
gestion that pianos be used in schoolrooms for teaching
tone values. It is the overcoming of the original inertia
that is difficult, and that is the problem for the far-sighted
dealer to-day.

“ Along with its pedagogical value, the talking machine
has unrecognized possibilities as a recorder of sounds.
When your ear records a sound, it records it momentarily ;
then the sound is gone. There is no impression left of
exact relative composite intensity; no tracings of its vi-
brations,

“ When a sound wave energizes the delicate diaphragm
of a talking machine, its whole history is inscribed, and
minutely too, for the ear of a talking mlching hears more
than does the human auditory organ. The markings of
these sounds are most interesting and valuable, For the
student, for the expert, for the investigator, the talking
machine, indeed, becomes a clinic in tone analysis.

“These are but a few of the educational fields the
talking machine may invade. You see what you have within
your grasp. You have man in his most receptive attitude,
that of listener; you have him pitched on his highen mental
octave. Here are a few practical and simplé suggestions
for sustaining the diapason:

“(1) Any dealer may cultivate the desire of a possible
clientele by a series of concerts, entertainments, talking

exiend the limited audience of each to vast dimenisons.
This is a natural and sequential development as the intel-
lectual possibilities of this ‘ parlor plaything ' gain recog-
nition.
" Outside the home, the avenues for the talking machine
as an instructor branch out in all directions. Limitl

r p hat you will. The response will be
surprising and the appreciation of the opportunity given
will be widespread. With constant care shown in the selec-
tion of the programmes, the gatherings may easily be made
notable in the community, and a genuine interest in the
talking machine and its offerings be aroused.

“(2) Suppl y to the hine's own part in the

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

For every argument that might occur to you as to the efficiency
of Columbia Grafonolas and Columbia Records in your store,
wewilllhowyounletterfromndulawhohsgoﬂenbydw
argument stage and has the proof right in his bank book.

Columbia anbﬂl::lc Company
+  Canada

Factory and
Toronto -
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Otto Heineman Phonograph Supply Co.

INCORPORATED

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

THE HEINEMAN MOTOR

stands alone as the one motor which has met the requirements of
the phonograph manufacturer throughout the world. Its supremacy
is becoming more apparent day by day, and is recognized by manu-
facturers and dealers everywhere.

Service  Quality  Construction

THE HEINEMAN MOTOR

needs no introduction to the talking machine trade. The dealers
know they can depend upon it. It is this confidence which has made
it a world-wide success.

Be sure the i v handl
are equipped with the Heineman Motor




CANADIAN MUSIC TRADES JOURNAL

A few days after

" BRANT-OLA

was on the market a dealer said to us: “Well, what's Your talking point?” Now, rest
assured we do not ask you to make Brant-Ola sales on any one talking point Its
reputation is not founded on a device., Its popularity is
not growing because of a new feature. Its progress is not

due to a patented this or that

The Brant-Ola’s Strength

is that it is a highly developed all-around musical instru
ment—just what people want, and at a price they will pay
for a superior make. The dealer knows from experience

the salient points of a phonograph.

Take a look at a Brant Ola—finish inside and out—try
out the motor—examine the tone arm, sound-box, etc,
Go over the machine part by part and you will see quality

i\l'ld care in every nrmk «lnd corner,

Style B Say the word and we will have a representative call.

Brantford Piano Case Co.

Limited

M. S. PHELPS, President and General Manager

Brantford - . Ontario

Style A Style C
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programme should be discussions and open forum on what
is presented. People become really interested when they
begin to contribute themselves to the programme. To get
a heterogeneous audience coalescent up to the point of en-
gaging in a debate or a conversazione may look impossible,
and it may not be accomplished without some tactful social
influence, but it can be done, and when it is accomplished,
you will have the talking machine on speaking terms with
the best society of the community and in a fair way to be
introduced into the daily life of all as an established
necessity.

*(3) Development of interest by the local press is an aid
not to be disregarded. Frequently it is possible, in connec-
tion with a small advertisement, to obtain as much as a
special page once a week to be devoted to special articles
along this line. Such a programme bringing successful re-
sults in many papers, even in the metropolitan press, is now
being carried on by the National Bureau for the Advance-
ment of Music.

“(4) Most important of all, draw an absolute dividing
line between destructive and constructive competition.
Price cutting not only cheapens your article in the public
estimation; it eliminates the possibility of putting back pro-
fits into progressive improvements.

“ This, of course, is primarily an argument to the manu-
facturers. Make them compete in rising quality, not in
falling price. It is a mistake to aim low. You hit the
ground sooner or later. In the other direction you have
a blue sky limit.

“ This idea of the talking machjne multiplying its sales
through its own educational efficiency and the receptiveness
of the purchasing public is not a mere vision. It need not
be dismissed as soraething desirable, some time, but un
feasible now. If it were, it would have been an i

may hear the music by placing the receiver against the
ear. The recorder is inaudible unless the receiver is held
close to the ear, and consequently one patient may receive
entertainment while the patient in an adjoining bed may
sleep without disturbance.”

A Wholesome Discontent

OBSERVATION among the selling staffs of many talk-
ing machine houses has led a traveller to remark that
in his opinion the greatest drawback to progress in sales-
manship was the spirit of contentment. He found that the
foremost salesmen were continually studying, keeping in-
formed on all matters pertaining not only to the makes of
machines they were selling, but also to competing makes.
Tkey never let slip an opportunity of adding to their know-
ledge of every phase of record-selling—composers, artists,
and general musical information bearing in any helpful way
on assisting customers in their selections. And on the
other hand, he found salesmen who were marking time, or
gradually becoming back numbers, were satisfied with their
present knowledge, satisfied with their present ability, and
satisfied with their present accomplishments in selling.
To these latter might well be recited the old fable of
the heir born to a certain king. Eleven fairies each brought
the heir a gift. One brought health, another beauty, a
third riches, and so on. The last came with her gift—dis-
content. The king was very angry at fairy No. 11 for
bringing such a gift, and refused to accept it. When the
young prince grew up he was healthy, rich, good to look
upon, and all the rest of it, but somehow or other he never
accomplished anything worth while. For one with his pos-
sessions he proved a failure, and the reason was because
he had lost the gift worth more than all the others com-

waste of time to spread its pleasing, but inaccessible, pros-
pects before you.

“The matter rests in your hands right now. It is not
something that must be brought in from the outside. It is
not something you can have somebody else develop. If
you want the talking machine made a live issue in your
town, if you want it added to the equipment of your schools,
you are the men of influence there. When you want some-
thing else, you accomplish it. Put into this the interest
and energy you put into paving your streets or putting
through any municipal project.

“Such plans as I have suggested are easily workable,
and many others suggest themselves. You merchants may
analyze and determine what there is in them that promises
profit and prestige. Ahead the road runs straight and clear
to the desired expansion—so clear as to be almost ridicu
lously easy, except for one pitfall.

“By lowering your standards, by yielding to the lure
of temporary trade gains through price-cutting, you may
wreck all. Selfish or destructive competition, even when
successful, is atrophy; co-operative, or constructive, com-
petition is progress.”

Silent Music for the Sick

A SYSTEM whereby music is provided in one hospital

is thus described in “ Hospital Management” It
consists of a spring-motor cabinet with a turntable similar
to the ordinary phonograph without a horn Annched to
the cabinet is our special i , €orr
to the tone-arm and reproducer on the ordinary yhono
graph. The transmitter is energized by the vibrations of
the needle travelling on the record, and transmits these
electrical vibrations over a system of wires throughout the
hospital. The wiring terminates at outlet jacks alongside
of patients’ beds. The patient can be furnished with a
head receiver attached to a cord and plug. When the plug
is inserted in the jack alongside of the bed, the patient

bined hol discontent.

7
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Trade News Briefs

Mr. H. 8. Berliner, vice-president Berliner Gramophone
Co., Ltd., Montreal, was among February trade tors to
Toronto, where is located the Ontario distributing house
of their lines, His Master's Voice, Limited.

Mr. James P. Bradt, general sales manager, Columbia
Graphaphone Co., New York, surprised some of his| To-
ronto friends on the occasion of a brief visit to this city,
where he was registered at the King Edward. Mr. Bradt,
who is perhaps moré keenly interested in Canada than he
would otherwise be, by reason of four or five years resi-
dence here, is delighted with the extraordinary increase
in Columbia demand, which is quite up to the increase re-
corded at the head offices of the Company in New York.

The most recer
A\ track just
and Music Co.

Nordheimer_delivers service
wslon Nordheimer  Piano
aronto.
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'HE NEW EDISON IN FRENCH GOTHIC CABINET
(Ouk) 7 feet long and 7 feet | inch high

Reproduced from a celebrated cabinet of the reign of Louis X1I, now the property of the French Government

The Edison business is a big business, growing bigger all the time.
Back of the Edison business is a wonderful, new ideal—

MUSIC'S RE.CREATION

an ideal with unlimited possibilities,

NEW EDISON

sale represents in dollars and cents three times as much as the average
talking machine sale,

The average

Do you get the significance?

THOMAS A. EDISON, INC.
103 Lakeside Ave. . Orange, N.J.
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NEW RECORDS

Victor Records for April
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« « . . “Well Nellie, if Joe is
going to get you a phono-
graph by all means get a
Phonola. Ours is such a
fine one. We wonder now
how we ever got along
without it—and the children
have become so fond of
music.”

Such is often spoken over
the 'phone. A boost for
talking machines in general
and the Phonola in parti-
cular.

The Phonola “Prince”

That's how a big proportion of Phonolas
are sold. A satisfied owner, an entirely
disinterested party, recommends it and the
inflyence of one sale goes on and on.

The latfsl l)honol'd l"abl"f‘[s are a real
credit to the furnishings of a patlor, living
room or den. In tone, which a(‘('urding to
the particular record is a soft falsetto
tenor, the full, rounded out, heavy volume
from a chorus, or the pleading strain of
the ‘cello, harp or Hawaiian music, the

Phonola is always clear, always true.

-

The Phonola “Princess”

Our agency terms, co-operation with deal-
ers, and the margin in Phonola-selling for
our dealers, are all on a most generous

scale.

Have you investigated?

Pollock
Manufacturing Co.

LIMITED

Kitcfnener, - Canada
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Opening Canadian Branch

Mr. C. J. Pott, general sales manager for Canada of the
Otto Heineman Phonograph Supply Co., New York, who
has been in Toronto for the past month, accompanied by
Mrs. Pott, has received instructions from headquarters to
open up a Canadian branch. Premises are being arranged
for in Toronto. In the meantime Mr. Pott can be com
municated with at the Prince George Hotel, this city

Mr. Pott, who has also visited several Ontario centres,
is much impressed with the rapid development of the talk
ing machine industries in this country, and the number of
firms in the market for motors and supplies. The demands
of the trade here convinced this firm that their policy of
service demands a Canadian division of their Company,
from which all their business in this country will be han
dled A mechanical expert will be permanently located
here

Mr. P. K. Wood, from the firm's faciory at Elyra, an
expert in motor construction and principles, visited
Toronto recently

also
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Auronolas, Limited

Auronolas, Ltd, is the name of a new talking machine
company announced in the Ontario Gazette, organiz ng tc
manufacture and deal in both a wholesale and retail way
talking machine cabinets and accessories, etc The capi
tal is $40,000 400 $100 each, of
which 200 are preference shares. The head office is to be
in the town of Aurora, Ont., and the provisional directors
are Samuel King, Oscar Heuman King, barristers, William
Cherry, caretaker, and Eva Olive Reid and Gertrude Pittis,
stenographers

divided into shares of

Canadian Symphonola Co
One of the latest firms organized to manufacture talk
ing machines is the Canadian Symphonola Co., Ltd. This
firm is capitalized at $50,000, and the head offices are to be
at 406 Yonge Street, the address of Mr. Wm Long, the
well known piano dealer

Associated with Mr. Long in the organization of the

Officials of
Regal Phonograph Co
Limited

President
and  Manuger

Regal Firm Incorporates
Regal Phonograph Co., Toronto, has been formed into
a limited liability company with a capital stock of $40,000,

one-half of which is in preferred shares. This firm was
established in 1915 by Mr. Edwin A Stevenson, who has
been active in the phonographic industry for the past
eleven years. Mr. Stevenson, who is president and man-
ager of Regal Phonograph Co., Ltd., has for the past two
years energetically featured the Ideal “ Perfect Tone"
phonograph, which name he trade-marked. The business
established by him continued to grow and expand until he
found it advisable to branch out in a larger way, and the
ncorporation is the result.

Larger premises are being arranged for, and the firm
propose materially enlarging the output of the Ideal line

Mr. Stevenson has now associated with him Mr. W. J
Greenfield, Port Hope, and Mr. A. E. Foster, Toronto. The
latter was engaged in another line of business, but was
attracted to the talking machine trade by its phenomenal
growth. Mr. Foster is secretary of the company.

Mr. W. J. Greenfield assumes the office of treasurer
He is a well known capitalist of Port Hope, where he has
resided for many years

Mr. A, K. Foster, Seerotury
above named firm are his brother, Mr. A Long, Mr
W. Dyer, and Mr. J. H. McDonald, and several others.

It is the Company's purpose to have their designs on
the market early in April. These are to run from $60 to
$150 retail. The Symphonola is to play any record, and
will be wholesaled throughout Canada

Mr. Long, who has been identified with the piano trade
for many years, in which he has made a signal success, has
watched the progress of the talking machine and observed
the demand develop to a point where he believes there is
a field for the high grade product his firm proposes to
introduce

John

The Melodia Company of Canada is being organized
with headquarters at Montreal, to manufacture a line of
talking machines to retail at from $45 to $350.

Announcement is made in the Ontario Gazette that the
name of the Ideal Furniture Co., Ltd., has been changed to
that of the Classic Phonograph Co., Ltd

There are fifty-five separate makes of talking machines
listed in a trade directory published by Talking Machine
World  There are twenty-one makes of records, and forty-
seven firms supplying parts.
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Red Rooster Crowlets

N. G. Valiquette, Vice-President of the Pathe Company,
was in Toronto last week to attend a meeting of the Board
of Directors. He expressed himself as being highly de-
lighted with the progress made by the Pathe in Canada,
and predicts a big future for his Company. Mr. Valiquette
owns and operates one of the largest house furnishing
stores in Montreal, and, of course, has a big Pathe de-
partment. He is, therefore, in a position to know the
enthusiasm with which the public is greeting the Pathe-
phone and Pathe records

In common with other large manufacturers the Pathe
Company has experienced a shortage of records. This has
been due to three causes: Extraordinary demand, freight
congestion, a2d the moving of the American Company into
their new and up-to-date plant in Brooklyn

Some of the officials of the Pathe Company made a spe-
cial trip to New York for the purpose of speeding up
shipments, and were successful in making arrangements
whereby the record shortage will be immediately relieved
In addition, the Canadian plant is now fully installed and
ready to operate. As soon as this plant is working, Pathe
dealers can count on excellent service.

Mr. Robert Burgess, the enthusiastic Pathe road embas-
sador, reports that he is meeting with a very gratifying
reception wherever he goes, and is signing up some of the
most desirable accounts in Ontario. He has just recently
closed with some live dealers in Sault Ste. Marie, Sud-
bury, North Bay, Windsor, Oshawa and Chatham.

Mr. H. N. McMenimen, managing director of the Pathe
Company, New York, made a flying trip to Toronto last
week.

Negotiations are now under way for the formation of a
company to job Pathe in the maritime provinces.

The new Pathe instruments are nearly ready to be an-
nounced. The Journal reporter was informed that they
would be entirely different in design and construction to
any other machine on the market, and should meet with
a good reception,

Trade News Briefs

Mr. M. 8. Phelps, vice-president and general manager,
Erantford Piano Case Co. Ltd., which firm manufactures
the Branto-Ola Phonograph, on a recent visit to New York
arranged for a large quantity of supplies.

Mr. H. R. Braid has resigned the management of the
Music Studio of the Robert Simpson Co., Toronto, in
which Pathe and Edison lines are featured, and has joined
the selling organization of Layton Bros., Montreal. The
latter firm feature Edison lines, and have an extensive
phonograph department. Mr. J. Leo Grant, also connected
with the Simpson Co.'s phonograph department, has re-
siened his position.

It is estimated that the consumption of lumber for the
making of talking machine cabinets in 1916 was 75,600,000
square feet of manufactured hardwood Ilumber and
50 0co 000 square feet of veneer.

Mr. T. Nash, manager, His Master's Voice, Ltd, To-
ronto, i it to the Western Gramophone Co. of
Winnipeg and Regina.

Four new Billy Williams records are added to the Vic-
tor list, and in Canada go on sale March 15. Billy Williams
has for years been recognized as one of the leaders on
the English vaudeville stage, and his records are popular
in this country.

Number 17645 on the Victor list is one that has a
strong appeal for Canadians. This is “ My Soldier Lad"
with * When Your Boy Comes Back To You" on the re-
verse. The former is an English recording, resulting from
the sudden popularity of “ Mon Soldat,” which has been
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especially popular among French-Canadians, not only on
acount of its title but because of the beauty of the melody.

Number 17653 on the Victor list is by the Canadian
pianist Eckstein, so popular with patrons of the Strand
Theatre, Montreal. This is “ Valse de Luxe,” and is al-
ready assured of a good demand for dancing

Back from California

Mr. Wm. Long, the Toronto piano man, has returned
to Toronto from a five weeks' holiday at Long Beach and
Los Angeles, California. Mr. Long was accompanied by
Mrs. Long and their daughters. The party returned by way
of Vancouver, Winnipeg and Chicago.

Asked as to piano houses visited, Mr. Long stated that
as he was on a holiday he kept away from any suggestion
of business with one exception. He visited a dealer, whose
announcement he noticed featured one price. “ Like my-
self,” said Mr. Long, “he would not change to the old
system. And not the least advantage that I have is that |
can go away any time and stay as long as I like, knowing
there is no problem of policy to come up thav I need to

Mr, and Mrs. Wai Long 6t Long Beaeh, Cal

be here to decide. The boys know what to do, and go
ahead and do it.”

Mr. Long's method is to mark all instruments with the
time price, on which there is a ten per cent. discount for
cash. To prevent arrears there is a charge of one per
cent. per month.

The five-storey building being erected for Mr. Long in
the next block south of his present location is an im-
posing structure, though, as Mr. Long observed, “ the con-
tractors have made slow headway.” He expects to move
into the new place in time for fall trade of this year.

As stated elsewhere in this issue, Mr. Long is inter-
ested in the Canadian Symphonola Co., Ltd.

Mr. H. ]J. Wharin, of W. Bohne & Co., Toronto, the
well known hammer and string manufacturers, suffered a
bereavement early in the month in the death of his father,
the late William Wharin, one of Toronto's pioneer business
men. Deceased, who was in his 88th year, came to To-
ronto from Kingston in 1852, and established a jewelry

i which he inued until his death. He was a
veteran of 1866, having taken part in the Battle of Ridge-
way as an Ensign in the No. 3 Company, Queen's Own
Rifles.
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WILLIS ART PIANO
STYLE E LOUIS XV

—Principals of Conservatories.
—Conductors of Orchestras.
—Vocalists of repute.
—Music Teachers

—Solo Pianists.

—and scores of people who sing and play only for their own amusement.
—these classes all over Canada accord unstinted all-around praise to

THE WILLIS PIANO

The fact that this make of piano is bigger than loca]ity——is beyond sectional
use—is above any such limits—the fact that the Willis appeal is national
means a big item to every dealer.

Are you in unrepresented territory so you can make this
work to your advantage? If so, let's have a line from you.

WILLIS & CO.,LIMITED

Head Offices : Factories :
580 St. Catherine St. W, ST. THERESE
MONTREAL, QUE. QUE,
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MONTREAL TRADE GOSSIP

ONSIDERABLE interest attaches to the strike of local
cloak and garment workers and employees of clothing
manufacturers. The strike also reflects upon the busin
of various merchants, including music dealers, there being
many th ds of persons upon the activity of
the clothing trades for their livelihood. The interests of
the employers are being looked after by Mr. James G.
Merrick, Toronto, Secretary of the Employers’ Association,
who is also Secretary of the Canadian Piano and Organ
Manufacturers’ Association.

“Collections are good,” reported the manager of a pro-
minent music house, “ and the fact that many twenty-dollar
bills are proffered in payment of accounts shows that muni-
tion workers are well paid.” * These workers,” he con-
tinued, “ buy carefully and get value for their money, and
are not a' all the irresponsible spendthrifts that so many
of their critics would have us believe. They appreciate
music in their homes, and work the better for it."

The annual meeting of Willis & Co., Limited, share-
holders, was held in the head office of the company here
recently. A satisfactory statement for the year 1916 was
presented to the directors. The following officers were
elected for the year 1917: Mr. A. P. Willis, president; Mr.
G. H. Willis, treasurer; directors, Messrs. C. D. Patterson,
F. G. Sharpe, W. D. Willis, and 1. Willis,

Layton Bros. had lately a very interesting display in
their windows of a Mason & Risch piano in course of con-
struction. Everyone of the thousands of parts that go to
make a high-grade piano were shown. Details of construc-
tion that are generally hidden were exposed to full view,
d ing the ialties and scientific perfection of
Mason & Risch construction. This interesting mode of at-
tracting attention has already borne fruit. Mr. Henry Ham-
let, the firm's advertising man, was responsible for the idea.

“A Constant Reader,” in the Montreal Star, has appar-
ently been the victim of the sliding scale of prices so
much in vogue in piano retailing. Here is “ Constant
Reader's " complaint and query, to which the Star's Editor
of “Notes and Queries” reply was: “No, you must keep to
vour agreement, whatever it is.” “Sir,—I bought a piano
from a firm for $275 on instalment plan; neighbour bought
one from same firm, identical in every respect, for $250,
$25 less. According to your judgment, can I stop paying
when I have paid the same amount as my neighbor? 1 can
prove the two pianos are exactly alike in every way."”

Mr. J. W. Bowes, head of the Bowes Music Co., Van-
couver, which firm features Willis pianos and players, paid
a visit to the headquarters of Willis & Co., Ltd.,, spending
four days with the directorate and management. Mr.
Bowes was gretly pleased with the result of his visit, and
the advantages gained by the more intimate relationships
resulting. This was Mr. Bowes' first visit to Montreal,
and he was fortunate in arriving just as the severe cold
wave, for which he was adequately prepared, was dissipated
by the rays of a warm spring sun. Mr. Bowes reported
business much improved on the Pacific Coast. On his
homeward trip he visited old business and social friends in
Toronto, Hamilton and Chicago.

In an interview, Mr. A. P. Willis, President, Willis &
Co., Ltd,, remarked that the firm's factory began work for
1917 on January 6th, starting off with 4oo pianos behind in
their orders. They are still 300 behind. In the first place
it is impossible to get men. “ We could easily do with fifty
more men,” said Mr. Willis, “and as for material, it is
generally two or three times the normal price, and a favor
at that to get it. Then we are up against the railways not
being able to deliver the shipments. If the weather im-
proves perishable goods and munitions of war would get
through, which would give us a chance. Recently we had
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a large shipment of plates at Toronto Junction from Feb-
ruary 4th. These were hourly expected, and we were in
immediate need of them."

Layton Bros. report a large number of inquiries for
rentals the past month, and have experienced considerable
difficulty in getting enough pianos to supply the demand.

J. A. Hurteau & Co., Ltd,, report an active demand for
New Scale Williams product, and fully anticipate that the
year 1917 will largely exceed any year in the Company's
history.

The Berliner Gram-o-Phone Co., Ltd., made a donation
of $3.000 to the Patriotic Fund and Red Cross Victory

i This in to the large number of Vic-
trolas which they have donated to the training camps and
those sent overseas.

Hershbain Bros., 444 St. Lawrence boulevard, are whole-
salers of talking machines and parts, and also specalize in
repair work.

Gervais & Hutchins are selling quite a number of cab-
inets for talking machine records in mahogany, fumed oak.

Gervais & Hutchins are handling in addition to the
Cecilian, the Columbia and Operaphone machines.

Vezina, in charge of the talking machine depart
ment of Almy's, Limited, reports no let up in Columbia
business sales for January and February in machines and
records, being equal to December, which was looked upon
as a splendid month in volume of business.

Ysaye's recital at Monument National recently, which
was greeted with an overflowing house, was a great success.
and Columbia dealers report an exceptionally good call for
this artist's records.

J. A. Hurteau & Company, Limited, are well satisfied
with the volume of Pathe business to date this year, and
Miss Lapierre, of this firm, is of the opinion that this
year will eclipse all previous years in the popularity of
the * Talker.” They report a large demand for imported
Pathe records, of which they make a specialty.

A. Renaud & Son, 196 Peel Street, are offering the De
Luxe-a-Tone phonograph at wholesale and retail.

Charles Culross, Sonora & Columbia representative, has
taken in exchange recently a number of high grade pianos
for Sonora tone players and phonographs.

A short time ago Mr. and Mrs. Sinclair installed a New
Edison at Racquet Court, Ottawa, Ont,, for use in dance
instruction and for the entertainment of their patrons. Mr.
and Mrs. Sinclair called at The Phonograph Shop, 167
Sparks Street, Edison Headquarters in Ottawa, and demon-
strated to the staff a few special dance steps, an illustration
of which appeared in the Ottawa papers.

VANCOUVER NEWS

All dealers report that February has been a very fair
month from a business standpoint, both collections and
sales being considerably better than for the corresponding
period of the previous years.

The visit of the Rotary Club, of America, added a fes-
tive touch to the general appearance of the principal busi-
ness thoroughfares of Vancouver, in whose honor most
store fronts had special displays, based upon the motive
suggested by the Club's title.

Mr. Kennedy, manager for Mason & Risch, of 738 Gran-
ville Street, expressed himself as well pleased with the
month's business, both collections and sales having been
very good.

Mr. Bowes, of the Bowes Music House, Ltd, Hastings
Street, at the time of our visit was away on a business trip
to the east, from which he is expected to return about the
15th March. Mr. Bowes, junior, reports that business with
their firm has ueen very fair, though not quite up to that
of January.

dditi
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Mr. Switzer, manager for Fletcher Bros., of Granville
Street, was also away in the east on business, and among
other centres visited New York, Ottawa, and Toronto. We
learn that this firm had also experienced a very good month
during February.

Mr. Kent, of the Kent Piano Co., of Granville Street,
reported business as having been fine for the past month,
their chief difficulty being the replenishing of their stock,
owing to the congested state existing on the C.P.R.

Mr. Walter F. Evans, of Hastings Street, gave a favor-
able report on the business of the past month, which he
spoke of as having been very fair indeed.

At Mr. Wm. Thomson's, 614 Robson Street, the im-
provement noticable lately upon the corresponding period
of last year continued through the month of February, and
all indications seem favorable for the future.

British Columbia Dealers Visit East
“Jim" Fletcher and T. A. Switzer in Toronto.

Mr. James G. Fletcher, Victoria, B.C., and Mr. Thos.
A. Switzer, Vancouver, president and managing director
respectively of Fletcher Bros., Ltd., spent a few days in
Toronto on their return from a visit to New York. The
firm of Fletcher Bros, Ltd., is one of the oldest and
best known music houses in Canada, and to no visitor is
a more cordial and sincere welcome extended when he
visits the east than to “ Jim " Fletcher. They have large and
handsomely appointed warerooms at Victoria and Van-
couver.

Concerning trade
complaints to register, and were decided con-

o

neither
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tion of the welcome extended to him by so many on the
occasion of. his visit. Mr. Fletcher and Mr. Switzer re-
turned via Chicago.

J. W. Bowes of Vancouver Visits East
Endorses Fixed Prices for Piano Selling.

For the first time in nineteen years Mr. J. W. Bowes,
of Vancouver, during the last week of February, paid To-
ronto a visit. Mr. Bowes visited this city en route to and
from Montreal, where he spent four days with Willis &
Co., Ltd., whose lines his house has featured for the past
three years. Mr. Bowes, who is the poet of the piano
trade, and who is known by innumerable personal friends
as “Daddy " Bowes, enjoyed his visit east, both from a
business and a holiday standpoint. Mr. Bowes is a native
of Hamilton, where he has many relatives, but went west
many years ago. He also lived some years in Australia. On
his return trip Mr. Bowes purposed visiting brothers in
Chicago that he had not seen for over thirty years.

Discussing British Columbia trade diti Mr.
Bowes remarked upon the improvement which has been
particularly noticeable during the past six months. The
serious depression suddenly precipitated by the outbreak
of war is now a memory, and able-bodied men need not be
out of employment. The mineral output has doubled, and
other resources of the country for which the market tem-
porarily dropped off, are again in active demand.

In a discussion of fixed prices for marketing pianos,
Mr. Bowes strongly commended the plan, and expressed
the belief that the manufacturers would have the ready co-

y op
cerning the possibilities of development in British Colum-
bia. Like other dealers in that province they felt the
severe drain on their population early in the war and de-
creased buying power of the people in general. This had
changed, however. Work has become plentiful and people
are returning.

At both the firm's stores the phonograph business is an
extensive department, this Company being British Colum-
bia distributors of the Columbia line. This branch of their
business has developed to a point that a couple of years
ago would have been thought impossible, and Mr. Fletcher
looks forward to a still more wonderful evolution in this
line.

Before returning home Mr. Switzer visited his parents
at Ottawa, his old home city. A letter from Victoria to
Mr. Fletcher attractively pictured the charms of green
grass and flowers in bloom in his own garden, so that he
was quite ready to leave behind the less congenial climate
of the east, though to the Journal he expressed apprecia-

P of the retail trade if at any time they adopted
the plan found so successful in the sale of talking machines
and records.

Mr. A. L. Ebbels, of the American Piano Supply Co.,
spent a part of the month visiting the Canadian trade.
While in Toronto Mr. Ebbels was a guest at the Prince
George.
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L.J. MUTTY 00. cyé Boston, Mass.
We manufacture fine calender coated silks and nainsooks
for Pouches and Pneumatics, and special fabrics for Bellows
i# of every description.

: Every kind of RUBBER TUBING is represented in our
line im:ludinvllu large sizes covered with HEAVY FRIC-
TIONED TWILL, which is designed particularly to prevent

splitting over connections,

SAMPLES and PRICES furnished on request.

Columbia Record list.

dealers interested in quick and frequent turnover of capital. )

Don’t wait until your nearest competitor has seen the big sales
there are in Columbia “Lazaro” records before you start pushing
them. A new one—the famous aria from “Faust”—in the March

(Write for **Music Money, "’ ll“‘k' * full Vd' :'C’ "" for those |lm5i:.£fylﬂmc° ¥
. . Canada

Toronto




WINNIPEG TRADE NEWS

BONSPIEL week, now a matter of history, brought many

visitors to the city. In some respects trade results
were disappointing. On the whole, however, the activity
in commercial circles, and the amount of money in circu-
lation, indicates solid conditions. Music dealers are facing
serious competition in the activity of other lines of in-
dustry, notably in the demand for motor cars, motor boats,
and other amusements.

Harold Reeves, a local jitney driver, was in the police
court committed for trial on six charges of obtaining
money under false pretences and of forging. Among the
six merchants victimized was Mr. Joseph Tees, music
dealer, 206 Notre Dame Avenue, and a well known citizen
In the police court hearing Mr. Tees testified that he had
given a $23.50 cheque as first payment on a $67.00 phono-
graph.

While crossing Portage Avenue Tuesday, Mr. D. C.
McColl, of the Winnipeg Piano Co., slipped on the snow
near the car track, spraining his ankle, and narrowly es-
caping being run over by the car he was about to board
He was taken to his home. Mr. McColl is ex-reeve of
Ass'niboia.
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M. Belknap in the loss of his wife, who died on February
22nd. Her death will be a great shock to Mr. Belknap,
who is at present overseas as Bandmaster with the 223rd
Battalion. Mr. Belknap has been associated with the piano
and phonograph business for some years. Until leaving
he was in charge of the phonograph department of Stan-
wood's, Limited.

A number of their local agents visited the Karn-Morris
Piano Co.'s warerooms during Bonspeil. Business and col-
lections are reported as very fair for the month of
February.

Messrs. Whaley, Royce & Co.'s Western branch are
now at home in their new quarters at 311 Fort Street, and
business is going along smoothly. During Bonspeil Mr.
T. C. McQuarrie, music dealer, of Minnedosa, and Mr. H.
O. Sutton, of Portage La Prairie, were visitors to the
firm's new headquarters here.

Mrs. J. Roddy, of St. Paul (ne Miss Harerty), who
was associated with Whaley, Royce & Co.'s Western
branch for a number of years, mourns the death of her
aunt, Mrs. Burke, who died during February.

Mr. and Mrs. G. L. Stanwood, and son, have returned
from a delightful trip to Los Angeles, San Francisco, San

Through the generosity of the Western Gr
Company, Winnipeg, in donating a Victrola with records
to the General Hospital, the soldier boys in military ward
F are now enjoying delightful music. The gramophone de-
partment of the T. Eaton Co. also donated records, which
have been much appreciated by the convalescent soldiers
in the institution, '

Lieut. Lou Redmond, son of Joseph Redmond, of the
J. J. H. McLean & Co., Ltd, and who has been associated
with the firm for five years, left on February 2and with
Lieut. Jerry Aldous in charge of a draft of 100 men, the
third draft sent from the 76th Battery. Lieut. Redmond
holds artillery qualifications from the Royal School of Ar-
tillery at Kingston, is a qualified cavalry officer, and holds
an appoi as sub-li in the Royal Navy Aux-
iliary Motor Boat Patrol Service. Before leaving Lieut
Redmond was presented by the staff with a prismatic
compass.

The readers of the Journal will sympathize with Walter
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Julius Breckwoldt & Company
Manufacturers of
Piano Backs, Boards, Bridges, Bars, Traplevers
and Mouldings
Sole Agents for Rudolf Giese Wire in Canada and United
States

W. A, Breckwornr, Sec-Treas
Saw Mills
Fulton Chain and Tupper Lake

J. Breckworor, Pres.
Factor Office
Dolgeville, N.Y.
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“Superior’” Piano Plates

MADE BY

THE

SUPERIOR FOUNDRY CO.

CLEVELAND, OHIO, USA.

Melenn & Co,

Low Redmond, of 1. 0. H

Livut

Diego and Mexico. Mr. and Mrs. Stanwood motored over
Southern California, and were not at all anxious to return
to our jo below zero weather after visiting these sunny
climes.

Mrs. Good is a new acquisition to the phonograph de-
partment of Stanwoods, Ltd. Mrs. Good is in charge of
the record department. There has been a good sale of the
new electric Sovereign machine by this firm during the
past month.

Mr. H. P. Bull, manager of Cross, Goulding & Skinner,
Ltd., accompanied by Mrs. Bull, is on a visit to the Wil-
liams Piano Co., Ltd., at Oshawa. Mr. Bull took with him
a pleasing report for February and early March business.

Mr. C. B. Moore, of the R. J. Whitla Co,, Ltd., Pathe
distributors in the west, is anticipating the receipt of ship-
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ments of made-in-Canada Pathe records and Pathephones.
The firm have opened up a large number of agencies, and
are aggressively pushing “ The Red Rooster " line.

“ Columbia demand is still ahead of us,” reports Mr.
Robert Shaw, whom, the Journal correspondent believes,
is the most enthusiastic Columbia man in the business.
“ But," said he, “we have studied the interests of our
dealers to the extent of getting the American factory at
Bridgeport to help us out with records.” The coal short-
age in Toronto temporarily interfered with the Columbia
factory's i but the there has the situ-
ation now provided for, with the result that Columbia rec-
ords are coming through more freely.

During Bonspeil week the numerous dealers in
“H.M.V." throughout the West who visited the 'Speil took
the oportunity of calling on the distributors, The Western
Gramophone Co., 122 Lombard Street, among whom were:
Mr. G. E. C. Roudeau, Somerset; Mr. H. Forster, Presi-
dent Assiniboia Music Co., Medicine Hat, Alta.; Mr. 8. G.
H. Vickers, Bredenbury, Sask.; Mr. A. G. Vickers, Salt-
coats; Mr. B. R. McNaught, Hamiota, Man.; Mr. Geo.
Goulding, Sidney, Man.; Mr. G. O. Koons, Minitonas,
Man.; Mr. Harry King, Strathclair; Mr. C. H. Hasselfield,
Deloraine, Man.; Mr. David F. Erms, Rosenort, Man,; Mr.
F. G. Fear, Delisle, Sask.; Mr. Thompson, Thompson's
Phar.,, Wapella, Sask.; Mr. G. P. Tripp, Oxford, Sask.;
Mr. L. Erk, Gretna; Mr. Turriff, McTavish & Turriff,
Cordale, Man.; Mr. R. A. Porter, Cabri Drug Store, Cabri,
Sask.; Mr. W. R, Stewart, of W. R. Stewart & Co., Hagh-
ton, Sask.; Mr. Swan, Carlson, Pierceville; Mr. Ven Allen,
Morden, Man.; Mr. G. A. Fulkerson, Shoal Lake, Man.;
Mr. C. H. Cougdon, Newdale, Man.

The Winnipeg Piano Company report sales and collec-
tions as fair during February, the Bonspiel being disap-
pointing compared with what was expected of it. The
marriage of James Rowe, one of their tuners, to Miss Lil-
lian Rambridge, of Devonshire, England, took place on
Wednesday, February 28th. The firm and staff took the
opportunity of presenting him with a dinner set and elec-
tric grill and electric iron as a token of their esteem.

With Messrs. Fowler & Co. February business was
hardly up to the month of January. Mr. Fowler is leaving
during March for a business trip to New York, Philadel-
phia, and Chicago. While absent Mr. Fowler will secure
his spring stock of pianos.

Mr. Bowes, of the Bowes Music Co., Vancouver, repre-
senting Willis & Co., in that city, called on the Fowler
Piano Co. on his way east.

Mr. Alex. Andrews, city salesman of the Mason &
Risch staff, continues to improve after the attack of pneu-
monia with which he has been suffering, but is not able to
return to his duties yet.

Mr. D. F. Cordingley, representing the Aeolian Co.,
New York, was a recent visitor to the Mason & Risch
warerdoms here.

Mr. Whiteacre, western manager, Mason & Risch, Ltd.,
is at the time of writing visiting the Winnipeg branch.

Anna Case, of the Metropolitan Opera Co., of New
York, is expected in concert here shortly. Case will
give a tone test in connection with the new Edison. Mr.
Jos. M. Tees is making arrangements for her concert here.

Messrs. Babson Bros. are now busy with alterations to
their store front. They intend to devote both windows
to the display of Edison phonographs and records. Until
recently one window was occupied by the display of
watches. With this object in view they are remodelling
their front windows so as to secure more space.

Mr. Patterson, manager of the Columbia phonogranh
denartment of the 1. H. Ashdown Co., reports a good Bon-
sveil trade. but difficulty in securing all the Columbia rec-
ords he requires,
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Mr. Fred 8. Cross, western wholesale representative of
The Williams Piano Co., Ltd, has completed a trip
through British Columbia, where he reports business im-
proving. Mr. Cross, due to his jovial disposition, has been
nick-named Mr. “ Never " Cross by his western friends.

NEW PATHE RECORDS (Continued from Page 51)
2010 My Louely Lola Lo Mnr.nu d Solman). Sterl

ing Trio, Lo

My

ore
ry Bure, tenor
20081 || and Nehwarz.

(8
woprano

nger nd
n Mae

¢ Martin
201 eda dack
oreh.

ce
son and Frost).  Arthur Colling, bari

20134 ula (Sonny Cunbin),  Henry
and Forera Huwiian arch. “ace
Dear Old Homolulu (Sonny Cunha Marie Narelle, so
Prane |..:_.H‘£u.| 54...‘.“'.1;:.“...’.’(.‘.. arch. uce
NCE RECORDS
l'h mu of Romance, “ Misy  Spring time
erich  Kulman ) an_ Republic Band
on o( nn Oradle toand Friedland, One or
w ¢ Wand
Hubbell ),

Burr, e

20108 from
i

2002 Cantlos

wx-trot
by the Ses o
Topsy (Hugh Frey). «
by the Sea ™' llul
ing dirl, from
‘Iln\vu: md  Hubhe

v pul
II omu ln the Al

¥ Twe siep, Sherho's

o Hig thu "R ¥
One or Twostep.

Custles

i
A

20108 M

Miss Spring time " (lorame
), Fox-trot n Kepublie Band
e wnemu Hour Fox-trot Van Kps Banta
Dance Orcliestra 12
Bugged Thoughts (Von de Mehden), One ‘o Fwo step
Foihe Dance. Orchosten 12

1100

CALGARY TRADE REPORTS

BUSINEBS in sunny Southern Alberta is satisfactory,

prospects encouraging, and a season surpassing that
of 1916, is the general impression to be gathered from the
comments of Calgary dealers.
Mr. G. D. Venini, manager for Mason & Risch, Limited,
has hing to about, being steady, col-
lections A1, and prospects bright. The embargo on wheat
is the best thing all around, as it allows more conservative
buying on the part of Mr. Farmer—spreading the buying
over the whole season instead of giving him the total pro-
ceeds from his crop in a lump sum,

As it is, not more than 60 per cent. of last season's
crop has been delivered, conservatively speaking, which
will tend to make business heavier throughout the early
portion of the summer.

Mr. Venini's remarks will doubtlessly be of interest to
Eastern dealers, and give them an idea of what conditions
had to be faced in the past.

Mr. E. R. Matthews, of the Matthews Music Company,
declares his sheet music and small goods trade for the
months of January and February equalled that of Decem-
ber, minus a few dollars, and his phonograph business is
increasing each month. The piano department is holding
its own, a Ludwig & Co. grand being sold to a prominent
farmer last week.

Gourlay, Winter & Leeming, Limited, report satisfac-
tion with present business, not only in the piano section
but equally as well in the Edison department, Mr. Mac-
Murray was so busy during the latter half of February
that he had barely time to get home and sample the haggis,
while the only real meal he could take any enjoyment out
of was breakfast, when he could take sufficient time to
devour several plates of “ parritch.” The rest of the clan
were kept eaually busy, and the chances are, if sales are
plentiful as the prospects are bright, the chief, with his
entire clan, will be in the featherweight class before the
season is ended.

Willis & Co. find sales and collections fair, the country
trade being overly brisk for this time of year. Mr. W. M.
Howe, the local manager, stated that men would be tearing
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up their old floors in a few days and replacing them with
maple, which, with other improvements, should give them
one of the finest stores in the city. A new style Willis
piano, finished in walnut and similar to the style “J" Knabe,
was on exhibition in the window attracting favorable com-
ment.

Mr. C. B. Clark, manager for Gerhard Heintzman, Ltd.,
reports business as satisfactory, collections fair, and pros-
pects brighter than ever. As soon as the roads are in
shape for motoring, sales will come in rapidly, as the
country is in fine shape, and the farmers are feeling pros-
perous.

The Alberta Piano Company have little to complain of,
especially in their sheet music and small goods depart-
ment. Pianos and Victrolas are selling well for this time
of year, and prospects are encouraging for 1917.

Hardy and Hunt are enjoying good business, prospects
never looked brighter, and collections being brisk. A very
choice collection of pianos adorn their pretty warerooms,
which, ere long, no doubt, will enrich the homes of many
prosperous farmers.

With R. 8. Williams & Sons Company, according to
Mr. Charles Clarin, the Alberta manager, trade is good;
not only in the country, but the city trade is equally brisk.
The only cloud upon the horizon is a shortage of cars,
caused by freight congestion. Edison lines are greatly in

demand, and the business of filling orders is taxing the
Incidentally the proud and haughty appear-

ctaff greatly

- P T
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Back From Bermuda

Mr. Henry Durke, proprietor of Mendelssohn Piano
Co., Toronto, has returned from Bermuda, where he and
Mrs. Durke spent several weeks, enjoying the balmy tropi-
cal climate while Torontonians were worrying over the
coal problem. The trip from New York, which is usually
done in 48 hours, was on the occasion of Mr. Durke's
visit one of the roughest in the history of the navigation
company. The boat was many hours overdue, and was
forced to remain outside of the harbor over night. Many
persons cancelled their passages owing to the submarine
scare. The season was also a disappointment to resort
owners who purchased large supplies in anticipation of
heavy tourist traffic. It was thought that the cessation of
European tourist trade would have brought an unusual
number of people to Bermuda.

On his return Mr. Durke found climate conditions in
very unpleasant contrast to the land of three crops per
year, and where new potatoes are not a luxury.

The Trailer for Piano Deliveries

The general use of the bile in the piano
has impressed upon dealers the ease and rapidity with
which pianos and talking machines may be delivered by
motor power. Many dealers, however, are not warranted
in adding a motor truck. For these dealers the trailer of-
fers a solution. The use of the trailer still permits the

A Fox Hro

ance of the hard worked manager may be attributed to
the fact that his better half, Mrs. Clarin, captured the first
prize for fancy skating at the Banff Carnival, bringing back
a handsome medal to her hubby. * Charlie” is all swelled
up and ready to crow as readily as he does of his Edison
products.

Heintzman & Co. continue to do an active business
under the direction of Manager D. J. McCutcheon, who
has been at the helm for many years.

This firm has one of the largest and most handsome
warerooms in Western Canada, with splendid show win-
dows, in which at present is featured the large new grand
piano to be used at the “ Cherniavsky " concerts.

The Western Gramophone Company are doing splen-
didly, and the increasing b is of deep isfaction to
them.

Mr. D. J. Young, of the firm of Young & Kennedy,
states they are meeting with great success in their talking
machine department, the total amount of business during
the past years being equal to that of the three years pre-
vious business put together. The firm devotes a whole
floor in their spacious building to this branch of the music
trade, handling both Edison and Columbia lines.

Did you ever hear a piano salesman tell of the sale he
lost to the other fellow? Of course not. There is no such
piano salesman.

-
truiler for piane delivery

touring car to be used for business or pleasure, and with
a trailer accessible the dealer is not tempted to make talk-
ing machine deliveries in the tonneau of his car and
thereby injuring it.

On page 8 Fox Bros. & Co, Ltd, of Windsor, an-
nounce their trailer, which in weight and carrying capacity
is particularly fitted to the work of the music dealer. The
style illustrated has a guaranteed carrying capacity of
1,200 pounds, and weighs only 400 pounds. It has roller
bearings, and is fitted with solid rubber tires. The trailer
proposition offered by Fox Bros. & Co. should be investi-
gated by music dealers.

Mr. T. A. Switzer, Manager of Messrs. Fletcher
Bros., Limited, Vancouver, Pays
Visit to Capital

Mr. T. A. Switzer's relatives and many friends in his
home town, Ottawa, were delighted to receive a visit from
him after five years' absence.

Mr. Switzer observed the great progress made in the
development of the Capital, since the time when, as a mem-
ber of the famous Rough Riders' football team, he helped
uphold the honor of the city. He also paid a visit to
the centrally located factory of the Martin-Orme Piano
Co., Ltd., and to the ware-rooms of Orme, Limited. Mr.
Switzer left to join Mr. Jas. C. Fletcher in Toronto on
their way west.
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Cecilian Co. in New Salesrooms

The plate glass front with black walnut trimming and
interior decorations and appointments of the new retail
store of the Cecilian Co., Ltd., at 247 Yonge street, To-
ronto, impress upon one that it is all in keeping with the
business of marketing high grade lines. When the Cecilian
Co. disposed of their retail warerooms, located in To-
ronto’s “ Mystery Block,” the management considered sev-
eral locations, finally deciding upon the building that they
have now remodelled. The property has a depth of 135
feet to a lane upon which the receiving and shipping room
opens.

The front entrance is into the main show-room, which
runs back sixty feet. At the front of the store to the left
is the desk of a young lady, there for the purpose of re-
ceiving inquiries At the rear of this main show-
room is the office of Mr. A. T. Pike, under the
mezzanine gallery, which carries offices. Under the gallery
which is of quarter-cut oak and attractive architecture,
is an arched entrance to a passage running to the rear of
the building, and from which the demonstrating rooms
open. There are five of these rooms, separated from each
other by partitions plastered on both sides. In the room
arrangement the period idea has not been followed, but in
each are both pianos or players and phonographs. The fur-
nishings, carefully selected and in keeping with the decor-
ations, the lighting, the floors, and general atmosphere of
the place, heighten the effect of quality

Just to the rear of the mezzanine, and dividing the
building about midway, are stairs to the basement and
upper floors. The head offices of the firm, and the private
office of the president of the Company, Mr. J. E. Hoare,
are being removed from the factory to the retail sales-
rooms.

The show window floor has been elevated just three
inches above the main floor of the store, and a brass rail
prevents customers or visitors wandering into the window
display. Carefully selected and appropriate curtains, of
good quality, and color blending with the decorative
scheme, enhances the appearance of the front. The show
window proper is made more impressive by the panels of
bevel-edged plate glass above it and across the full width
of the building. The sign is in a raised plain gold letter
on black. A large electric sign is also being arranged for

In addition to the Cecilian piano, in which the player
may be installed at any time, the Cecilian all-metal player,
and Farrand lines, the firm are featuring Cecilian and Col
umbia phonographs.

Mr. Pike reports that already they have had substantial
evidence of the wisdom of their new location in the drop-in
trade that their old location did not attract.

Piano Salesmen Entertain Themselves

About every six weeks or so, just as the spirit moves
them, the piano department of the R. §. Williams & Sons
Co., including salesmen and executive, gather together at
one of the men's homes for an evening of pleasure and
entertainment.

The acompanying photograph shows this group at the
last gathering just after their arrival before the evening's
fun started.

These meetings have no definite object; they are not
managed by the Company, or by the men particularly; they
are not inspired to accomplish any wonderful purpose, but
just a desire among the men themselves to meet, as men,
and forget all their little troubles and difficulties in their
evening of good fellowship and fun

It has been the means of smoothing out the rough edges
that arise between men, and has done a great deal to pro-
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mote a feeling of mutual helpfulness, without destroying
friendly competition

In connection with this friendly competion, the R. §.
Williams Sons have held several sales contests for their
outside salesmen that have been productive of good re-
sults. From October to December there was a three-
months’ contest, with prizes each month, and a grand prize
of a beautiful gold watch for the three months The
monthly contests were won by: H. J. McEntee, W. J. Smith
(two months), and C. W. Boyd. The grand contest was
won by C. W. Boyd, who you will see in the photo-
graph showing the watch presented to him by Manager
Trestrail on that occasion. This contest was based on
volume, quality and repossessions

During the Williams Piano Club two prizes were award-
ed for sales efforts, and these were won by C Fredenburg

The men fro
the

munng )
superintendent of the  Repair
wnfortunately il at the time of

and C. W. Boyd. All of these prizes were presented at
the gathering represented in the above photograph, but the
losers were just as enthusiastic over the results as the
winners, showing a fine feeling of sportsmanship.

Mr. C. W. Boyd, the big prize winner, has been with
the R. 8. Williams Co. for over seven years, and is the dean
of their piano department.

The remark that caused the broad smile so apparently
genuine on every face was, we are informed, some of Mc-
Entee's characteristic Irish humor

That Canada is gaining a world-wide reputation for the
manufacture of pianos is evidenced in a recent order from
Shanghai, received at the office of the Williams Piano Co.,
Ltd., Oshawa.

Mr. D. R. Gourlay, vice-president and sales manager,
Gourlay, Winter & Leeming, Ltd., Toronto, was among the
numerous local victims of grippe, being confined to his
home for several days

Mr. 8. D. Huff, who represents Williams new scale
pianos in Chatham and vicinity, will have the sympathy of
many friends in the recent bereavement suffered by him in
the death of his father early in March

Mr. H. P. Bull, manager, Cross, Goulding & Skinner,
Ltd., Winnipeg, who feature Williams pianos and the Mae-
ster act reproducing piano, came east early in the month
to visit the Williams factory at Oshawa. Mr. Bull reports
satisfactory conditions in the west.




CANADIAN MUSIC

Ontario Music Dealers to Organize
Movement to Get Together for Trade Betterment

Elimination of T.ade Evils to be Undertaken—Meeting
Called for March 22 by Chas. Biehl, of Galt

As reported in the last issue of the Journal there is
a movement on foot to get the retailers of musical instru-
ments in Ontario together for the good of the trade and
those in it. The letter of Mr. Chas. Biehl, of Galt, sent
out in February to a hundred Ontario dealers, asking if
they would attend a meeting to be called at a later date,
was enthusiastically received. This letter, which was re-
produced in the February issue of Canadian Music Trades
Journal, brought replies by mail, telephone and telegraph,
and clearly indicated the interest of reputable dealers in
Ontario in any movement toward trade improvement and
the elimination of evils

As the Journal goes to press we learn that a meeting
is being called for March 22 at 2 o'clock in the afternoon
at the St. Charles Hotel, Bay and Richmond Streets, To-
ronto. In the event of any retailer not receiving a direct
invitation from Mr. Biehl, he is asked to consider himself
personally urged to be present at the meeting, and co-
operate in whatever efforts may be made to advance and
improve the interests of the music trades in the Province

Every retailer can appreciate the number of topics to
which intelligent discussion can be given with benefit to
everyone interested. While at the time of going to press
a definite programme is not available, this is being
looked after. Retailers are asked to intimate by letter or
phone to Mr. Biehl whether they will attend or be repre-
sented. If time does not permit getting a communication
to Galt any message to Mr. Biehl, addressed in care of
the Journal, will be delivered to him

Put the date and address in your diary now—Thursday
March 22, at 2 pm,, St. Charles Hotel, Bay and Richmond
streets, Toronto.

Stanley Wareroom Improvements

A very decided improvement to the Stanley piano ware
rooms at 241 Yonge Street, Toronto, is the new plate glass
front just built. The ground floor front is entirely rebuilt,
and the main entrance removed from the centrz to give
a narrow window for talking machine display, and a large
show window for pianos. The floor of the window, slightly
elevated above the main floor of the store, is in hardwood
with marquetry border

A mezzanine runs the full length of the main show
room and level with the top of the main show window
Above the show window is space that may be used for
salesmen's office, or for demonstrating purposes. From
the floor to the ceiling is plate glass, giving additional dis-
play space

In the Stanley warerooms alterations the plans provide
for six demonstration rooms for the talking machine de-
partment, with a record room in addition. These rooms
are reached by a stairway at the rear of the main show-
room, which leads also to the record room or to the player
room at the rear of the building

The basement, which has an exceptionally high ceiling,
is used for piano display and sales, as is the second floor,
on which it is Mr. Stanley's purpose to have a recital hall

Mr. Norman Kallaway, sales manager, and Mr. H. E.
Pratte, in charge of the talking machine department, are
enthusiastic over the improved facilities.

Mr. Stanley recently visited New York, where there is
a noticeable shortage of pianos owing to the curtailed out-
put, a result of labor and supply shortage.
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I'rade News Briefs

Mr. Frank Stanley, Toronto, was among recent trade
visitors to New York. While in that city Mr. Stanley
noticed a decided shortage of moderate-priced instruments,
and less anxiety on the part of manufacturers for pur
chasers than formerly

Mr. C. T. Heintzman, sales manager at the Heintzman
& Co., Toronto, sales rooms, has been advanced to the posi
tion of assistant to the general manager. Mr. Ernest D
Gray, a well known organist and choirmasier, and a mem
ber of the above named firm's selling staff for a number of
years, is now promoted to the city sales managership

The piano man that Mr. Robert Johnson, of the Lons
dale Piano Co., Toronto, purposed introducing to the trade,
happens to be a girl. But Mr. Johnson is not a bit disap
pointed. The little lady is exceedingly winsome, and co
incident with her arrival was a streak of extra good busi
ness with the usual proportion of cash that has character-
ized Mr. Johnson's business from the first

Mr. Jos. Robitaille, of Robitaille, Ltd., the well known
distributing house of Quebec City, whose leader in their
piano department is the Mason & Risch, spent a couple of
days in Toronto in the interests of his firm. In their recent
fire the firm's loss was covered by insurance. The phono
graph department, in which Columbia lines are featured,
was practically untouched

Mr. Willium Long n the Board of Canadian Burean for
th Vdvancement of Music

Harold Houston, a Toronto piano salesman, charged in
the police court with obtaining money by false pretences,
was committed for trial at the sessions. Judge Coatsworth
allowed him out on suspended sentence until the May
court, as he had made restitution and had enlisted. Hous-
ton obtained the money by turning in a time contract and
keeping the money paid on a cash sale.

The building at 14 Temperance Street, Toronto, owned
by Frank Stanley and occupied by his retail warerooms
prior to removing to his Yonge Street building, was dam-
aged by fire to the extent of $10,000. The building is
occupied by the Art Metropole, who also suffered heavily.
Mr. Stanley's loss was fully covered by insurance. Inci-
dentally Mr. Stanley carries a separate policy with a sep-
arate company, ensuring him against loss of rental that
might occur as a result of fire. In recognition of the good
work of the firemen in fighting the blaze, Mr. Stanley pre-
sented their Benefit Fund with twenty-five dollars.




O

CANADIAN MUSIC TRADES JOURNAL

—~ ASCHERBERG -

HOPWOOD & CREW, LTD.

THE LEADING HOUSE FOR DANCE MUSIC
& PUBLISHERS OF THE FOLLOWING NEW
& SUCCESSFUL MUSICAL FLAYS & SONGS

THEODORE & CO. Gaiety Theatre.

YOUNG ENGLAND. Daly's Theatre.

THE MAID OF THE MOUNTAINS. Daly's Theatre
MR. MANHATTAN. On Tour.

MY LADY FRAYLE. On Tour.

TOTO. On Tour.

SEE-SAW. Comedy Theatre.

BACK TO BLIGHTY. Oxford Music Hall.

SONGS

O-TH Sung by Miss Annie Ree
WHEN WE GATHER ROUND THE OLD HOME FIRES AGAIN
Bung by Miss Bdith Beans
LOVE, HERE IS MY HEART. Sung by Miss Violet Bssex
LADDIE TN KHAKI et by Miss Alice Lakin
QUEEN OF ROSES. ' Sung by Miss Piorence Smithson
MOST WONDERFUL OF ALL Sung by Miss Ruth Vincent
MATE O' MINE. Sung by Miss Ruby Heyl
THE LAND OF GRA-MA-CHREE. Subg by Miss Bthel Keymish

PIANOFORTE
DORIS lNTBlIElZO Tl’nln . llnmllu'!
¥ SIDE. A New Dan

Selection
ER KNOW THAT OLD HOME TOWN OF MINE

Price 1/8 each, of all Music Dealers, or direct by
post from—

16 MORTIMER STREET, LONDON, W., ENG.

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

JOSEPH WILLIAMS Ltd.

Announce their

ALBUM SERIES
OF PIANOFORTE MUSIC
( Easy to Moderately Easy)

A. C. MACKENZIE
Jotings. " in Two Boo

Ky ptiun Sk

ol
THOMAS F DUNHILL

"TEPAN ESIPOFF '
MARY' LOUISA WHITE

Lyri

FREDEI‘IC .MULLEN
st Renndinuvian Suite
ndinuvian  Suitg

HARRY FARJEON

o Abum  Lewves. Op, |

czoncr: T?OTF‘”‘. :

LIONEL ELLIOTT '
teen  Little Preludes

FLOFIAN PASC L
MAUD ulLSON

Ohildeen's  Purty

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

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.

“PLL SING TO YOU.” By chk Thompson
Keys of C, Eb,

“THE HOME BELLS ARE RINGING”
By Ivor Novello
Keys of Eb, F and G.

“VALE” (Farewell). By Kcnnedy Russell
Keys of F, Gb, Ab,

“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 Bishop
Keys of Eb, F and G

“CARRY ON.” By Eisa Maxwell
Keys of D, E and F.

“ROSEBUD.” By Frederick Drummond
Keys of C, Db, Eb, F and G.

“GANG AWA’ BONNIE LASSIE”
By Fred Gibson
Keys of G and A.

PIANO SOLOS
Apple Blossoms ............. .. .. Lacoste
3 4is 88 Vi hn . .Elgar
ol Be"nnl
. Marchetti
Telma
. Ambroise
Hitz
Douste
We have a large and cumple!e ulock of
piano, violin and piano and organ music.
Catalogues and lists on request.

The

Anglo - Canadian Music Co.

144 Victoria St., Toronto

Sole Agents for
Edwin A-Ildown, Ltd., Enoch & Sons, Leonard & Co.,
Lnrvuy. and other Houses.
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Songs and Musical Advancement

LAUNCHING Canada's campaign for the advancement

of music in the home referred to elsewhere in this
issue will carry with it the moral support of all sheet
music men. The development of the average people, the
masses, mus -lly. und the increased sale of music, are in-
are at the very root of
the matter. The song or the piano number comes before
the player roll or the talking machine record. Without
the written music pianos, players, talking machines, violins,
cornets—all musical instruments, in short, are useless.

Everyone is familiar with the g ion: “If I may
compose the songs of a nation I care not who makes its
laws.” That saying involves the acceptance of the fact
which the trade has been so slow to realize and utilize,
viz., that music is a necessity in the life of people, which
of course means in the home. Such a movement as is al-
ready being planned, aiming at a development of the masses
along musical lines, should have a special bearing on the
market for songs.

In one chapter of Herbert Antcliffe's book, Living
Music, the author says: “ It is the shortness and simplicity
of modern songs, compared with the great choral and in-
strumental forms of opera, oratorio, etc., that makes them
appear less significant and less o be reckoned with than
they really are. We are liable to be misled also by the fact
that the giants of musical art have devoted a large pro-
portion of their energies to these larger forms. It is easy
to agree that a work which has taken months, perhaps
years, of the short life of a man of genius must be of
greater importance than that which has occupied but a day,
or only a few hours, for its composition. But this is often
quite the reverse in fact. The primary reason for the im.
portance and significance of songs is their universality.
Therefore the song must ever remain as it ever has been,
the most influential and the most useful of all musical

forms.”
Why Stores Lose Trade

YSTEM, the business magazine, has been investigating
the causes why customers stop buying at one store
and go to another. These reasons are of interest to sheet
music and small goods dealers, not only because of a lost
customer, but in many cases the customer’s unsatisfactory
experience dated back several years, and still rankled in his
mind; consequently his influence in the course of several
years would turn considerable other trade away.

This papar found that three per cent. made a change
b of ig of salespeople concerning their goods;
twenty-three per cent. owing to indifference of salespeople;
nine per cent. owing to errors; seven per cent. for un-
necessary delays in service. Other reasons were also listed,
but the foregoing are perhaps the most vital to the sheet
music and small goods department.

In “errors " there would likely be lack of watchfulness
in sending a song in the right key, getting mixed in two
pieces with similar titles, and other such things that might
cause a good deal of inconvenience. Indifference on the
part of sal le, often uni ional, may arise out of

lost for unnecessary delays in service is likely too generous
for the sheet music business. The proportion in some
stores would be a good deal higher. Where there is no
to a repr stock of music falure
to gnve prompt service in sending for required pieces at
once stamps the store as unprogressive and unsuccessful.
An out-of-town dealer who has improved his sheet music
business told the Journal that one of the mistakes he
made for months was in holding a customer's orders over
for a few days or a week until we would get other orders,
and then send them all in at once. He did this thinking
it was economy. But now he has adopted the plan of
sending off his orders to the publishers and jobbers every
night. He says, “1 am applying the same idea of service
to sheet music as to other lines, and I find that it pays.
To do this I had to rearrange my prices. I am not giving
away songs to induce people to come in and see our pianos,
or hear our players and talking machines. Sheet music and
music books stand on their own feet, and when a person
wants a song or instrumental piece I get it for them at
once. Their order goes in that very day, and my method
is becoming widely known. Of course I don't under-value
the indirect advantages of having people come regularly
to the store for their sheet music, but I make some of the
advantages direct ones.”

The Musical Critic
F one of the foremost musical writers on the staff of
the London Times, it is told that “ Punch” said:

“There was a J. W. D,

Who thought a composer to be;

But his muse would not budge,
So he set up as judge

Over better composers than he."

Looking Ahead to- Summer
CONVERSING with an energetic young salesman the
Journal was given his idea of one way in which to
stir up summer business a bit. He assumed that the re-
sults of the efforts on the part of the talking machine trade
to “carry on” all summer were most encouraging. It is
well known that as a general thing the mid-year lull is an
accepted fact in the sheet music trade. Causes contributing
to this lull are the schools and colleges being closed, music
teachers letting up for a couple of months, and so many
people living away from, or outside, their home.
A similar reason is advanced that because it takes
people out of their home the automobile is hindering music
sales for even a longer period of the year than the vacation
months. The in iders that the auto-
mobile has developed the summer cottage idea to a large
extent. The family spend the whole season at the summer
cottage, and the man motors up for public holidays, week-
ends, and his own ion period. C ly the cot-
tage is more completely furnished than formerly—in so
many cases, indeed, the piano is taken along, or a second-
hand piano bought for sole use at the summer cottage. As
the necessity of music in the home is more generally re-
cognized music will plly a larger part in summering.

lack of thorough knowledge of the goods. From wh
cause it be, indifference is something for which there is
no excuse at all, The estimate of seven per cent. of buyers

This sal 's ion is that the trade should pre-
pare lists of songs lnd piano numbers recommended for
summer use, and see that such a list is brought to the at-
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ENOCH & SONS

Recent Successes
“SPEED THE PLOUGH" Easthope Martin

Keys Eb, F, G
“CARRY ON”

Keys D, E, F
“I'LL SING TO YOU” Jack Thompson

Keys C, Eb, F
“COME SING TO ME'

Keys Eb, F,
“YOU, JUST YOU”

Keys A, Bb, C, Db

FARE YE WELL MY BONNIE LASSIE

Jack Thompson
Keys G, Ab, Bb

“DOWN HERE”

Keys Eb, F, G

“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

Elsa Maxwell

Jack Thompson

Jack Thompson

May H. Brahe

Selected List of New Songs
GOD BRING YOU HOME AGAIN

(Jack Trelawny)
ROSEBUD (Fredeiick Drummond)
IRIS (Guwynne 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. Ket:lbey)

J. H. LARWAY
14 Wells St., Oxford St., LONDON W., England

Selling Agents for Canada:
THE ANGLO-CANADIAN MUSIC COMPANY, 144 Victoria St
TORONTO
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tention of all those preparing to go off to their summer
homes. He believes that a good list of suggestions could
easily be made up, and that if sheet music salesmen would
suggest to every family going away for the summer the
taking of a parcel of new music substantial sales would
result.

Status of the Small Town and Village

H AVING the status of small towns and villages brought
for investigation before the Dominion Commission
of Conservation recently is a subject not to be overlooked.
This country is not without those who hold that all con-
ditions favor the mail order houses of the large centres,
and they accordingly fold their arms in that belief and
wait for the day when the business done in towns and
villages will be no more. Others with less pessimism
have looked with concern upon the decline of many of
the smaller centres as factors in the world of reunlm;
The expert adviser to the Conservation C
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in selecting and experimenting with the combination of
raw materials to get the best results.”

*In every direction one can see the evidence of the in-
creasing popularity of the saxophone,” is the opinion given
out by an American writer to orchestra players. He says:
“ The increase in the popularity of the saxophone in the
last few years is nothing short of marvellous. The inher-
ent qualities of the instrument are forcing recognition.
It should be borne in mind, however, that it legitimate
instrument—the main tent and not the side show.”

The saxophone is the only distinctly different kind of
instrument that has been made during the past three hun-
dred years. The violin was perfected during the sixteenth
century. Flutes, clarinets, oboes, horns, trombones, have
been in use almost as long. Unlike the violin they were
very imperhc(. and have been changed in their funda-

beli that the devel of small towns industrially
is of great importance to the whole country. The adviser
has reached this conclusion after exhaustive study in many
countries.

Two things particularly bring this matter into the lime-
light just now. First lltemp!m. to solve the after- the-
war problem of providing ploy for our r
soldiers many feel that the chances are small for estab-
lishing soldiers on the land as farmers on any large scale,
that the cities cannot assimilate all the labor, so there
arises the necessity of creating more and developing the
ing industries in the towns and villages of Canada.

Secondly, with the added attention urgently needed in
developing our agricultural activities it becomes evident
how large a place the town has in the farmer's life. Not
only should it be a centre for the selling of his produce
and buying his supplies, but to keep the farmer's sons on
the farms it must be made his social centre. There is
presented the challenge to the “ powers that be" to make
every effort to have the towns and villages prosperous
and attractive.

This whole question means much to retailers in small
centres, and here again enters the “music a nec T
idea, for the development of rural communities is im-
possible in its best sense without music playing a large
part.

It is said that music was probably first printed about
the year 1600. The first copper-plate music printer was
Simone Verovio, who died in Rome in 1604.

An expenenced orchestra player advises that 1l4 inch

1 d rubber xyloph s give the best results
for a four-octave xylophone, bars two inches wide, with
resonators. But he says 1-inch hammers are best for
speed.

A music student, on asking a music dealer if it is de-
sirable to put oil on the rod of a metronome where the
weight slides, was told not to do so unless the rod was
very rusty. Too much oil on the rod might cause the
weight to slip down by its own weight.

The other day a Journal representative overheard a
small goods salesman talking with an amateur violin player
who was using common rosin for his bow. The salesman
said: “ You would get much better results from prepared
rosin. In the prepared rosin various ingredients are added
to get the exact degree of hardness for best violin results.
Double bass rosin is much softer than violin rosin. The
manufacturers of violin rosin have spent a great deal of time

mental pr

About 1849 Antome Sax, a Belgian instrument maker,
conceived the idea of putting the mouth-piece of a clarinet
onto the body of a brass instrument. The clarinet is what
is known as a “single-reed " instrument. The thin strip
or reed in the mouth-piece vibrates when the performar
blows into the instrument, thus producing the sound. The
saxophone has a full, rich, mellow tone, suggestive of both
the violincello and the clarinet. Soon after its invention,
the saxophone family was heartily welcomed by brass
bands, especially among the French. Only recently, how-
ever, has it found place in symphony orchestras.—The
Tuners’ Magazine.

New Music From J. H. Larway
“The Rose Eternal” of David Derwood’s, is one of the
few English songs the great Caruso has added to his re-
pertoire, and of which he has given most impressive rendi-
tions. This fact alone places a hall mark upon it that
stamps it as a song of high standard, which it certainly is.
No tenor should be without it. Two sweetly melodious
songs of Herbert Oliver's, “ Your Song” and “ Yellow
Roses,” recently issued, have been very successfully intro-
duced to the public by the new tenor, Mr. Sydney Pointer.
Both are excellently written, the melodies most graceful in
their ﬂow, and the climatric effect of both extremely im-
pri e. They are published in keys to suit voices of all
registers. “Thank God you came " is a setting of touching
verse by Teschemacher. A contralto voice would best give
its fine broad melody the fullest expression. Two other
sweet songs by Herbert Oliver appear, “ The Garden I
fashioned for you,” and “ The Scent of Sweet Lavender "
—written with his usual huhty and skill in the production
of song themes, f: gly taking and singable, both de-
serve wide popularity. “ A Lickin' sometimes does a fellow
good,"” Riddell Hunter—a jolly and tuneful song, for which
there should be a big demand. Impressive little love songs
of pleasing quality are “ Night of Memories,” Cecil Bau-
mer, and “ Waiting for you,” Margaret Wakefield.
“ Whistling Lil,” another gay and vigorous dance of the
Fox Trot order, by René Monard, completes this month’s
issues.—The Pianomaker.

The Journal understands that with the appearance of
some i spring-like Mr. E. Whaley, head
of Whaley, Royce & Co., Ltd,, has expressed his agreement
with the view of that accomplished scholar, Sir Henry
Wotton. This friend of Izaak Walton, and Ambassador of
King James 1. to Venice, was accustomed to say he would
rather live five May months than forty Decembers. The
reason was—D ber is ically a dead month in the
angler's calendar.
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Words and mwusie by Bort and
Words and music by
by 4R Shannon

\\.ml,. by Marvin
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the Moon Shines in lnuu

by Bert Peters.  Whaley  Koyee &

' America Needs Yo!l Like a Mother.''

Al Words by Gt
Music by deun Bebwa

From Joseph Williams, Limited

A lament (Life's Lesson), by James Whitcomb Riley,
has been set to music by York Bowen, and appears under
the title, “ A Lament,” in the new issues from the London
house of Joseph Williams, Limited. Two other songs are
by Harry Farjeon, “ My Father's Close,” words by Ros-
setti, from the French, and “ My Love Shall Be The Tender
Flower.”

The piano music includes * Humoresque "
“ Ballade ™ in G minor, by Oscar Beringer; * Tinkabel,”
intermezzo, by H. Scott-Baker; “An Evening Reverie”
(Morcean de Salon), for violin with pianc accompaniment,
by Frederick Manns; “ A Children's Party,” an album of
six little pieces by Maud Gilson; “ Festival March," piano
duet, by Eaton Faning, and “A Tiny Suite," four easy
pieces by Thomas F. Dunhill,

in D and

About New /{;hdow;l Numbers

“G. L." in the London Pianomaker. has this report on
some promising new Ashdown issues: "' Pleasure Time,
by James Lyon (ten easy pieces, Books 1. and 11.), the
first consisting of simple two-part movements, quite ele-
mental in form, and those of the second book a slight step
forward in difficulty. The contents of both are commend-
ably above the average of their type, tunefully fresh in
idea, and in the playing of them young beginners will find
pleasant relaxation and relief from the dry monotony of
scale and finger exercises. ' Miniatures,' by the same com-
poser, are five charmingly melodious pieces including a
Gavotte, Valse, Tarantelle, and a concluding little tone-
poem, ‘Song of the Leaves' admirably adapted for the
same purpose as the volumes named above for pupils in
a more advanced stage. ‘ Woodland Scenes,’ Hubert Bath
~—four impressions for piano of medium difficulty, fanci-
fully delicate in character and pleasureable in effect. * Romi-
ley Wakes,' a brilliantly written humoresque for piano, by
R. Orlando Morgan, its themes strikingly English in char-
acter. Rendered with the velocity of the marked tempo and
necessary digital agility, it will be found impressively ef-
fective. Two gracefully-conceived pieces out of the beaten
track are ‘Amour Tendre' and ‘ Valse Fantaisie,’ by Jean
Douste. Other volumes just issued are ‘ Shadow Pictures,’
Pierre Lescaut, and ‘ Country Life, L. A. Cane.,"—Anglo-
Canadian Music Co. is the Canadian agent for Ashd:
music.

More Good Ones From Messrs. Enoch
“Two of Easthope Martin's songs from his cycles,
‘Songs of the Open Country' and ‘' Red-Letter Days,’ are
now published separately—from the former his lovely
‘ Wayfarer's Night Song,' the best of the series, and from
the latter ‘The Brightest Day,'" advises “G.L." in the
Pianomaker, who also says: “ Both are exquisite settings
of the tender lyrics, impeccable in delicacy and taste. ' The
Land of Happy Hearts, by Arthur Meale, is written in
merry vein, and gives just the right melodic and rhythmic
Ionl:h to the quaint verse of Elrdl:y Wilmot's in a manner
i Herbert Grah the writer of that
‘ Brian of Glenaar,’ which has enriched the re-

pertoires of many baritones, now adds to his laurels in
‘The Watch Below,' a song that will be received with as
wide favor,

In it the ‘sailorman’ relates with dry humor
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that it's all very well to talk of the ‘ocean blue’' and
‘stormy winds,' etc, but in the vigorous refrain he indi-
cates there are compensations as he trolls out—
‘Then here's to the life afioat,
That sets our hearts aglow ;
Eight bells, my lads, and a tot o' grog,
A foc-stle bunk and sleep like a log,
In the four hours' watch below.'
It is a thoroughly racy sea song of a genre that, when sung
with the necessary ‘' vim ' and clarity of enunciation, is sure
of an enthusiastic reception. ‘' The Watch Below ' will not
miss the mark. ‘At the end of the Lane,' Lois Barker—a
well-written song with a pleasing lilt and flow that is worth
possessing. The stanzas tell of weariness of the roar and
rush of the street, and of heart-longing to fly
‘To that quaint little village again,
Build a dear little nest,
With the one 1 love best,
By the stream at the end of the lane.’
It has a charm that the majority of folk who find delight in
naiv: and simple essays of this chlucter lnd lrend will re-
ceive with the most pr d
Bruske's song, ‘' The Victoria Cross,' is a pn-n of prun
to our heroes whose splendid deeds have won them the
Victoria Cross. The melody is diatomically broad and mar-
tial, with a refrain that gives the right point and emphasis
to its impressive lines—
‘Only a cross, but what undying glory
Brave men have earned, and lost their lives to gain;
When all is told of every gallant story,
Those who have gone will not have died in vain.'
All baritones and tenors (of medium vocal range) will wel-
come it as a sure means of securing the appreciavion of
hearers, and moreover, there are no vocal difficulties to
contend with." The new Orphée edition of the cla

Announcement

If
you are
looking for
VIOLINS, BOWS
or STRINGS that you can
unhesitatingly offer to your best
customers, write us for
quotations on our new
lines which have
just come to
hand

We feel Sure we can Satisfy you
BEARE & SON

London, England
117 King St. West, - TORONTO
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being published by Messrs. Enoch was referred to in a
previous issue of the Journal. The Anglo-Canadian are
Canadian wholesalers of Enoch & Sons music.

Shipments Reach Beare & Son

The management of Beare & Son's Toronto branch are
elated over several shipments of violins, bows and strings
that have just reached their warehouse. When war broke
out Mr, Walter Beare placed large orders for different
lines of musical merchandise, and his firm is now reaping
the benefit from his foresight in the shipments being re-
ceived from time to time.

It is a matter of pride at the Beare & Son Canadian
headquarters that through all the submarine scare they
have never lost a shipment of in-coming goods. This firm
also has an excellent assortment of ‘cellos in stock.

Chappell News

Mr. Walter Eastman, manager of Chappell's New York
branch, recently made one of his periodical visits to the
firm's Toronto office. Mr. Eastman has many trade friends
in Toronto whose regret is that he does not come oftener
and stay longer,

Mr. H. Culverwell, formerly of Winnipeg, now of Chap-
pell & Co., New York, has set out on his second business
trip across Canada, where he will visit the retail sheet
music dealers from Halifax, N.S., to Victoria, B.C.

The Journal learns that owing to the largely increased
cost of production of music, and the necessity of shipping
by mail or express while the freight shipments are inter-
fered with, Messrs. Chappell & Co. are making a slight
increase in “ Production Music.” The slight advance is in
this class of music only, on which they are compelled to
pay heavy royalties, in the hope that the cost of production
will become normal again.

The much-talked-of musical comedy, “ Chin-Chin," is
billed for the Grand Theatre, Toronto, for the week of
April 2. The popular vocal numbers are: “ Good-bye
Girls, I'm Through,” *Love Moon,” “ Rag-time Temple
Bells," and “ Violet.

Several Ontario cities are this month being entertained
by the “ Little Cafe” company, who are featuring * Just
Because It's You" and “ Thy Mouth is a Rose.”

The new novelties issued by Chappell & Co. are: “A
Maytime Garden” (M. F. Phillips); “Down Along in
Cloverland” (R. Coningsby Clarke); *“One Lone Star”
(Hamish MacCunn); “The Palace of Roses” (Eric
Coates) ; “ Memory's Roses " (James W. Tate);  Birth of
the Flowers," female octavo 8.8.C.C. (Liza Lehmann);
“Bowl of Roses,” mixed octavo, S.A.T.B. (Coningsby
Clarke) ; “ Pack Up Your Troubles in Your Old Kit Bag,
and Smile, Smile, Smile," mlle octavo, T.T.B.B. (Felix
Powell), and Ward-Stephen's “ M 1 Setti of Sacred
Words,"” album for high and low voices.

“Day and Night" (Wilson); “ There's a Girl in Kil-
dare” (Norton); “ Robin Dale” (Johnson); “ Green Hills
of Somerset” (Coates); “ When the World's a Garden”
(Lohr); “In Exile" (del Riego); “ There Little Girl"
(Lehmann); “Rose of My Heart” male octavo; “Dry
Those Tears,” male octavo, and Joseph Breil's book of
piano music, *“ Dramatic Music for Motion Picture Plays.”

Some sacred songs are suitable for the use of soloists
in churches of certain denominations, but owing to both
text and character of music are quite unsuitable for other
denominations. In the album, “ Musical Settings of Sacred
Words,” by Ward-Steph a promi ganist in New
York, the P has theref: made a sel of texts
that are in his opinion, not only admirably suited to any
church service, but, because of the varied character of the
words and music, should make these six songs a very useful
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contribution to the church singer's repertoire. Particular
care has been taken with the accompaniment, which may
be played on either the piano or organ without losing its
life on the one or sound.ng jerky on the other. The sel-
ections are: “ Praise God For Life Made New " (Illumin-
ation) ; “ Shepherd Take Me By The Hand”; “ Love Never
Faileth"; “In My Father's House Are Many Mansions " ;
* Love Not the World"; * Awake Thou That Sleepest.”

At Whaley Royce Headquarters

Mr. E. Whaley, head of Whaley Royce & Co., Ltd., is
enjoying a winter vacation in Florida.

This firm's musical merchandise department has some
fine offerings in ukuleles, Hawaiian guitars, flat-backed
mandolins, banjo-mandol iolins, violin accessories, and
of course the “ Imperi rand of band instruments and
strings for all stringed instruments continue to add to their
already established reputation.

In the sheet music department the steady call for the
* Imperial ” edition of so-cent music books is gratifying
to the management. This house is also successfully fea-
turing several delightful songs published by Lewis Mathias
& Co., of London, England, for which they are Canadi;
agents. The two latest to reach Canada are * The Trail
That Leads to a Perfect Day,” by Emil Bronté, and * Sun-
shine of Peace,” by Cyril Thorne, both in two keys. The
former is being introduced in Toronto churches. The
words are very fine, as will be judged by the second stanza,
which goes:

It's a long road to travel
Ere you reach the journey's end,
Where a home awaits the homeless,
Where the friendless find a friend.
So onward, ever onward,
Through the darkness of the way,
For the long, long trail will lead you
To the light of the Perfect Day.
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Four other important Mathias issues mentioned in the Jour-
nal previously are: “ Venetian Carnival,” by Emil Bronté;
“ Someone,” by Eileen Marchmont”; * Golden Land of
Love,” by Wilfrid Virgo, and " In Yonder Deep,” by Hor-
ace Templeman.

New Boosey Issues

Expectations are running high for the popularity of
another song by Charles Marshall, of “ 1 Hear You Calling
Me " fame, entitled “ Oh! Virgin Rose,” which has been
selected by John McCormack for his repertoire. “ Oh!
Virgin Rose " is published in four keys. Other new issues
by Boosey & Co. are: “Out of the Past,” also by Charles
Marshall; * The Hills of Donegal,” by Wilfrid Sanderson,
and “ March On, Canada!" by Harold Craxton.

Royalties on * Robin Dale " to Go to the Late
Noel Johnson's Widow and Family

“ Robin Dale,” which is listed elsewhere in this issue
as one of the new songs being introduced by Messrs. C -
pell & Co., is by the prominent musical composer, the late
Noel Johnson. It was one of the MSS. unpublished at the
time of his death, which the trade will remember was a
touching case in that it left Mr. Johnson's widow and
six little children unprovided for., Through the efforts of
Mr. E. Goodman, the well-known director of the House of
Chappell, London, a fund was raised by voluntary subscrip-
tions from composers, publishers and dealers for the sup-
port of Mrs. Johnson and his family. The amount raised
is now exhausted, but the royalties from the sale of “Robin
Dale” will go to Mrs. Johnson, and it is hoped they will
total a substantial sum. The song is a pleasing one, and
shows every promise of selling extensively.

Any Tournal readers who would care to subscribe any
amount to the fund for Mrs. Johnson and her family may
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send the remittance to Mr. Wm. J. Roberts, c.o. Chappell
& Co., Ltd, 347 Yonge Street, Toronto, for forwarding to
Mr. Goodman in London, who will greatly appreciate any
such kindness, and such remittance might be marked * Noel
Johnson Fund."

Three Songs

In addition to those new songs of merit mentioned else-
where in these columns as being received from Britain by
the Anglo-Canadian Music Co., are Henry E. Geehl's “ In-
God's Own Keeping,” published in four keys, and a sacred
song, “ Light After Darkness,” in three keys, by Caleb
Simper. A new number on the list of Anglo-Canadian
“Popular Songs" is “Britannia We're With You,"” words
and music by Wm. C. Henderson. This has been sung with
success by Jethro Warner of Mutt & Jeffi Company.

African Natives Fond of the Organ

* African music trade until war broke out was the dump
heap for all classes of German pianos, and 1 am told that
in pre-war times a good German piano could be retailed
for £45 cash in South Africa,” said Mr. John R. Nicol, writ-
ing from Johannesburg. * Of course the higher grade Ger-
man makes brought in a great deal more. Anyway, this
trade with the Hun has now perished.

“It is up to Canada and the Homeland to deliver the
goods, this is not a manufacturing country as are other
Colonies. We are not self-supporting, therefore British
goods for British people. U.8.A, has a big trade down
here, and I trust the Dominion shall in future receive the
bumper share. We sell a great many pianos and organs,
the average Dutchman and native being very fond of the
latter instrument.”

Mr. Nicol, who is a tuner by trade, went to South Africa
from St. John's, Newfoundland. He states that there is
found “ the usual rag of a tuner, and that scarcity of labor
makes it impossible to handle all the available work in
the tuning branch of the business.”
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Martin-Orme Employee
Now Prisoner of War in Switzerland.
Pte. Thos. A. Akeson, formerly a valued employee in
the veneer laying department of the Martin-Orme Piano
Co., Ltd., of Ottawa, who was captured by the Germans

Akeson

Pre. Thos. A

on June 6, is among the lucky Canadian prisoners trans-
ferred to Switzerland for internment on neutral soil for
the duration of the war.

Pte. Akeson enlisted in August, 1915, and went overseas
in October. He had been in the trenches six months when
he was wounded and captured. He was shot through the
hand, and also lost the sight of the left eye. After spend-
ing five months in a German prison camp he was sent to
Switzerland. He writes that he and his companions re-
ceived a warm welcome from the Swiss people. They are
stationed at Hotel Jungfrau, Murren, where they are well
cared for, and enjoy the tobogganing, skating and skiing,
for which the country is famous. Pte. Akeson has sent
home for his skates and boots, and Pte. Akeson's friends at
the Martin-Orme factory are certainly glad to know that
he is once more in pleasant surroundings.
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The New Minnes Firm in Hamilton

As announced in the last issue, Hamilton has an addi

tion to its retail dealers in the Messrs. Minnes Bros., who
have opened up piano warerooms at 17 McNab Street
South ]

Mr. S8am Minnes has been in the piano business a great
many years, and has a very thorough knowledge of the
practical end of the piano trade in almost all its branches.
He has built up a substantial tuning and repair connection
in the past fifteen years, which will stand the Minnes Bros
in good stead in their new enterprise. This Mr. Minnes is
having leader of different
at present having in charge

also a splendid musician been

orchestras during that time

—_— |

Mr. doseph Minnes

what is admitted by professionals to be one of the best
theatre orchestras on the road

Mr. Joseph Minnes, the other partner in the firm, has
for some twenty odd years past been in the employ of one
of the old established piano houses in Hamilton, having
charge of the repair and tuning department, and demon-
strating players, in which latter line he is an expert. He is
also a pianist of no mean ability, and has had extensive ex
perience in demonstrating pianos and closing sales

It is the intention of these gentlemen to sell only
pianos and players in all their variety. The lines chosen
are those of the Knabe and Willis. With the added pres
tige these lines carry, it is not too much to expect that
the Minnes Bros.' aggressiveness and experience will
bring them to the front rank of piano dealers, and although
having only been in their new store for about two months,
they report a splendid number of sales, one of which being
that of a Knabe Mignonette Grand to the Savoy Theatre,
Hamilton. The trade is cordially invited to call at the
Knabe and Willis warerooms in Hamilton at any time

PIANO SALESMAN'S OPPORTUNITY
Energetic Piano Salesman, capable of taking charge, wanted for
good centre in Central Ontario. This is a good opportunity for the
right man to take charge of established business with a high grade line
Box 7, Canadian Music Trades Journal

WANTED

A wide-awake piano salesman for Vancouver, B. C. A good posi

tion with a good salary awaits the man that can fll the bill. No old.
worn-ont has-beens wauted. Must be young and energetic and mnot
afraid of work. This is a good opportunity. Apply to Box 13, Can
adian Music Trades Journal, Toronto, Ont
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R. C. Willis Visits Ontario Centres

Toronto and other Ontario points, including Ham
ilton, St. Catharines, and the home office and
factory at Clinton, had a visit this month from Roland C
Willis, of Winnipeg, who looks after the Doherty Piano
Co.'s interests in Western Canada. Mr. Willis, in talking
with a Journal representative, said he expected the West
war conditions more quickly than On
tario, because they in the prairie centres were not directly
concerned in a business way in the making of munitions,
but rather in food-production and the distribution of life
necessities. Mr. Willis also a remarkable de
velopment due to so many young men who went to the
war with youths' ideas returning with the man’'s viewpoint,
gained in their experiences while away in another part of
the world

His western conditions
confidence in the business future of the west, the only note
of concern being about the small amount of ploughing done
last fall, if not materially increased this spring
would lead to a grave crop situation. The farmers, how-
ever, were looking for an early spring after the long, steady
cold winter, and hoped to get the necessary help for more
spring ploughing

Mr. Willis, who was a guest at the Prince George while
in Toronto, planned to leave for his home via Detroit
Chicago and Minneapolis. Incidentally life in the West
was not a novelty for “ R. C.” when he went out there for
the Doherty firm, as he had spent seven or eight years there
as a boy

London

to recover from

looks for

views of were dominated by

which

M

Ottawa Lady Marries Officer
A cable dispatch to Ottawa announces the marriage in
London of Miss Marjorie, second daughter of the late
George L. Orme, of Ottawa, to Lieut.-Col. Gault Mc
Combe, M.A., of Dublin. Mrs. McCombe is well known
in Ottawa, where she has many relatives and friends. She
has resided in London for several years

r. Sam Minnes

A Toronto departmental store is taking advantage of the
back of their cash register receipt slips to feature five
outstand'ng 35-cent songs.

Of twenty-one lines of business advertised in a United
States farm publication during 1916, musical instruments
received the third smallest amount of publicity. Automo
biles received the greatest. The spaces used were 81,095
lines for the latter and 5,684 for musical instruments,
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National Piano Co., Ltd.

C s are in ion of the Yonge Street build-
ing leased by the National Piano Co., Ltd., Toronto, for
their retail salesrooms. As stated in a previous issue of
the Journal the National Piano Co., Ltd., recently organ-
ized, have taken the premises at 266 and 268 Yonge Street,
where they purpose opening up an extensive retail busi-
ness in pianos and talking machines.

Mr. Cecil R. Sinkins, who will be in charge of the
warerooms, is having extensive alterations made, and ex-
pects to be doing business by the first of April. This firm,
which now controls the Mozart Piano Co., Ltd., Toronto,
is taking the output of that firm's factory.

Urges Early Ordering by Retailers

On returning from a trip to New York, Montreal, and
various Ontario centres, Mr. M. 8. Phelps, President,
Brantford Piano Case Co., Ltd., emphasized to the Journal
the serious shortage of supplies and materials that the
piano f er is ding with. This, with the
shortage of labor, makes it necessary in the opinion of Mr.
Phelps, for retailers to get in their orders for pianos much
earlier this year than ever before, or they will surely be
short of stock.

In Montreal and vicinity Mr. Phelps found every piano

f er insi ly d di li all  their
stocks of finished goods being low and available supplies
limited.

In Ontario conditions were much the same. Manufac-
turers are badly handicapped in the matter of supplies and
labor, but continue to maintain quality.

“Concerning my trip to New York" remarked Mr.
Phelps to the Journal, “ I found the matter of supplies the
greatest worry of all musical instrument manufacturers.
Tuning pins, strings, hardware of all descriptions, and glue,
of which there is a great scarcity, have increased enor-
mously in price, and the quality of these, as well as veneer,
is below normal. In fact the veneer houses do not know
what the future will be. We were very fortunate, as I
purchased enough of veneer with what we had already
bought in New York to carry us through this year. The
demand is a great deal larger than the supply, in fact piano
case manufacturers in the United States are now deliver-
ing what they promised to deliver last August, Septemb
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How Music Trade Employees Can Help Win
the War
Plan of R. 8. Williams Co. Staffs.

The Dominion Government's efforts to get everyone,
especially salary and wage earners, to co-operate in win-
ning the war by the purchase of war certificates, or in
other words lending the Government money, found active
response in the staff of the R. 8. Williams & Sons Co.,
Ltd., Toronto,

The war certificate was explained in the February issue
of the Journal as follows:

“The Certificates, which mature in three years, are issued
in denominations of $25.00, $50.00 and $100.00, and may be
bought at any Bank or Money Order Post Office. The
prices are $21.50, $43.00 and $86.00 respectively—that is to
say for every $21.50 lent to the Government now, $25.00
will be returned at the end of three years. The discount
of $3.50 constitutes a most attractive interest return,

“Provision is made whereby the certificates may be
surrendered at any time during the first twelve months at
their purchase price, after twelve months, but within
twenty-four months, at $22.25, and after twenty-four
months, but within thirty-six months, at $23.25 for every
$21.50 paid. This means that the longer the certificates
are held the higher the rate of interest that will be ob-
tained.

“ Each Certificate is registered at Ottawa in the name
of the buyer and, if lost or stolen, is valueless to anyone
else. Individual purchases are limited to $1,500.

“For full information apply at any Bank or Money Order
Post Office.”

The R. 8. Williams employees founded a *
Association,” as the result of a plan worked out by Mr.
B. A. Trestrail, the Company's promotion department man-
ager, with the assistance of the department managers,
Messrs. Claxton, Kincade, Ford, Shelton, and Dinsmore.

Mr. Trestrail conceived the idea that if twenty-one of
the employees got together and agreed to pay $1.00 each
week for twenty-one weeks they could buy a certificate
each week with the $21.00 turned in, and in 21 weeks every
one would have a certificate by paying only $1.00 a week.
This idea was proposed to the departmental managers, who
were so enthusiastic about it that they immediately started

and October, so you can readily see in what a condition
the musical industry is in the United States.

“ The d d for ph ph lies is enormous. We
made arrangements while 1 was in New York for all the
supplies we would require for about three thousand phono-
graphs for this year. We have purchased larger and im-
proved motors, tone arms, sound boxes, as well as several
other improvements that we are working on for our Brant-
Ola, which we expect to have on the market in the next
few months, and we know that our dealers will greatly ap-
preciate the improvements that we are putting in.”

In the London, Ont., campaign to raise $375000 for
patriotic and Red Cross purposes, Mr. W. N. Manning, of
the Sherlock-Manning Piano & Organ Co., headed one of
the Rotary Club teams. His team brought in the handsome
total of $18,686. The Sherlock-Manning firm contributed
a cheque for $1,000. The London campaign showed great
generosity on the part of the people of that city.

Mr. R. H. Easson, vice-president of the Otto Higel
Co., Ltd, Toronto, is on a business visit to the firm's
United States branch at New York.

The Music Supply Co., Toronto, have advised their cus-
tomers that shipments of Grafonolas are coming from the
Columbia Co.'s American factory to help relieve the short-
age here. k)

a of the ply with the result that instead of
one group they enrolled 84 memberships, so that four certi-
ficates are purchased each week and drawn for as described
in the following by-law, which any firm are at liberty to
adopt if they wish, Several of the employees are taking
from two to five memberships, and the plan is being ex-
tended to all the branches.

1. This Association shall be known as the R. 8. Wil-
liams Employees’ War Loan Association.

2. Its object shall be the purchase of War Savings Cer-

fi from the Dominion Government.

3. Membership shall be limited to those in the em-
ploy of The R. 8. Williams & Sons Co., Ltd., at time of
joining the Association.

4. Each employee can take out as many memberships as
desired, each membership carrying an obligation to pay,
as outlined in Clause 5.

5. Each member shall pay $1.50 when joining, and after
that $1.00 per week, to the treasurer, for a period of
twenty weeks.

6. War Savings Certificates shall be purchased each
week with the money received from members.

7. A draw shall be held each week, the method to be
decided by the executive, to determine in whose name the
certificates shall e made out.

8. Members winning such a draw are not eligible to
draw again.
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9. The Certificates, as received each week, shall be de-
posited with the R. 8. Williams Co., Ltd,, until every mem-
bership shall have paid in $21.50 and each one drawn a
cernﬁcne. at whch time they shall be distributed and the

ion shall ically cease, unless the members
vote to continue.

10. Members leaving the employ of this Company during
life of the A iati shall be itled to as
members until they have paid $21.50, or can withdraw and
have their money refunded, except as provided in clauses
1 and 12,

11. Members winning a draw, and having a certificate in
their name, may not withdraw from the Association until
they have paid the total of $21.50 to the treasurer, at which
time their certificate shall be given to them.

12. Members withdrawing before their third payment has
been made shall forfeit amount paid.

13. The R. 8. Williams & Sons Co., Ltd, will assume
the obligations and privileges of members who withdraw

at any time.
14. The officers of the Associaticn shall consist of an
honorary presid h y vice-presid president,

vice-president and secretary-treasuier, who shall act as
executive.

15, It shall be the duty of the president, or vice-president
in his absence, to preside at the meetings and supervise
the affairs of the Association.

16. It shall be the duty of the secretary-treasurer to col-
lect and pay out all money, secure all Certificates, and
keep records of same.

Mainly Abou! Ourselves

THE change of type face in the letter press of the
Journal is now permanently adopted. This is in line
with the practice of thrift arising out of war conditions,
although actually adding to the Journal's cost of produc-
tion. It is an improvement, according to type experts,
The thrift is represented in paper conservation. Obvi-
ously the printer requires more time to set the greater
number of words represented in the smaller-sized type; the
proofreader requires more time to read it; therefore the
cost is greater. And, really, the Journal is not using less
paper, but less than if we continued the former type. This
paper saving then is, unfortunately for us, more than offset
by the increased type-setting charge, but that the supply
of paper will last a little longer is important. That the
quality of coated paper has deteriorated is something users
of it cannot control. This publication is considered for-
tunate so far in paying for coated paper only g2 per cent.
advance on pre-war pri We continue the use of coated
paper so long as it is available. Among periodicals the
Journal has a reputation for clean and attractive make-up.

Aiming towards a dard in k with the prod
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of the industries served requires continued improvement.
This is only made possible by the firms using the Journal's
advertising columns.

More than a year ago the dead line in production costs
was reached by us, but we continued to absorb the in-
creases until the end of 1916. The alternative of cheapen-
ing the Journal or advancing advertising rates could no
longer be evaded. The latter was decided upon, and in
not a single instance were the Journal's representations
questioned nor paying the advanced rates demurred in, a
confidence equally encouraging as the much needed increase
in the Journal's revenue.

The Journal management takes this method of putting
on record appreciation of the ready approval of an ambi-
tion to keep on improving the Journal, and an equally
prompt and courteous acquiescence in higher advertising
rates in spite of the multitudinous and severe advances that
our £ ers and wholesalers have been faced with
during the past two and one-half years,

Selling Soldiers’ Famlhes

RE music dealers justified in ging b
with soldiers’ families? lmpoulblc as it may seem

to some, there are dealers in ical instruments rel
to make a profit out of soldiers' families simply because
they are soldiers’ hlmhel To adopt a pohcy dlleren-
tiating b ldiers’ ili and civilian
where the risk is good is not only unwise but unhu'. It
may even be a hardship, especially where there are children
to be ically ed: d or who d d the talk-
ing machine to relieve the severe strain imposed by the
danger of loved ones overseas.

On the platform, in the press, and privately, the improvi-
dence of the soldi favorite topic. These self-
appointed arbiters of what is extravagance for the family
of a private should keep in mind that the s ldier's wages,
or the separation allowance to the family, carries with it
no more right to stricture than does the income of any
civilian. That in some cases it is improvidently used can-
not be doubted, but even a business man, previously thought
level headed, can be made a fool of by a sudden accession
of wealth, and in a great many cases the income of the
soldier's wife is more money than she ever before had.

After all, is not extravagance a matter of personal
opinion? Furthermore, there are families of privates with
other incomes than the Government pay. It is quite pos-
sible that the soldier's wife can afford the nine-dollar boots
that the wealthy capitalist publicly criticized her for buying
just as readily as he can his limousine and servants.

If in the judgment of the vendor the soldier's family is
a good risk for piano or phonograph, he is to be censured
for not placing the instrument where it is a real home
need. What the women of Canada have given up to make
it ible for their men folk to go to the front surely

PIANO & ORGAN

MUSIC e

POPULAR and CLASSIC
Vocal, Op Choir, Orch 1

LARGE
STOCK

Banadendd

etc., etc.
STOCK MUST BE SOLD
Splendid opportunity for Dealers to obtain
quantity of good standard Music at bargain
price.
The Bell Piano & Organ Co., Ltd.
GUELPH :: ONTARIO

entitles them to the unrestricted privilege of doing what
they like with their money, which is small enough com-
pensation for what they are doing.

Milk before melody was probably the idea that prompt-
ed a woman of Rossel, Man,, to advertise her piano for
sale or in exchange for cattle.

Boris Hambourg and Redferne Hollinshead, who re-
cently completed a concert tour of the West, assisted by
Gerald Moore, the popular English pianist, used a Wil-
liams new scale grand for the entire tour. Concerts were
given in Manitoba, Saskatchewan and Alberta.

8 MANAGER

SALE! WANTED
y Toronto :nnn Iunn 'luu an attractive proposition offers to
an llmuuln an
co-operation of good uhn-n
56.58 Agnes Street, Toronto.

can_handle customers and get the
ln 15 mndlln Music Trades Jonrnal,
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This is a sample of
the advertisements
being run in the
daily papers with
large circulations.

A Great Big Place
in Your Every-day

’ I YHERE are hours at home that seem empty—

when weariness of the day's toil brings on
the “'blues’” and the heart craves after the
restful and stimulating. Those are hours when
music wields its greatest charm, wins greatest ap
preciation

This publicity is
creating business for
Gerhard Heintzman
dealers.

Thus there grows a great, big place in your every
day for a piano—a good piano. Good music is
good medicine—and good music is satisfying only
when expressed by a good piano

When the moment comes for you to buy we feel
sure that the Gerhard Heintzman will fill that big,
vacant spot in life as no other piano could. It
is genuine 24-carat goodness through and through,
good for 365 days' pleasure each year—for many
years to come.

T —

In tone it has the bewildering richness that is ever
a new inspiration. Sweet and soothing, mellow
and sound, broad and fulsome—whatever the
mood of the player it has an answering tone-
quality that fascinates

For it is Canada’s Greatest Piano—built to-day
with the same integrity as fifty years ago, with the
added skill that comes of half a century’s piano-
craft

Master artists have produced each design, master
) craftsmen have built each Gerhard Heintzman
“The price is model. So it is a piano whose charm and finish
enrich the refinement and distinction of any home

unusually low

for quality so Hear the Gerhard Heintzman—its enthralling

unusually high” | beauty of tone is instinctively appreciated even
by ordinary ears. See for yourself how dignified
is its strength, how charming its delicacy. Mark
it as the piano whose outstanding merit wins for
it the honor of filling that big, vacant place in
your life and in the life of your family.

We welcome your inspection always. You know
the convenient location of our comfortable,
quiet showrooms. A courteous salesman is ready
to give you every kind of patient attention

Gerhard
Heintzman Ltd.

75 Sherbourne St.

Gerhard Heinizman

Canada’s Greatest Piano
Toronto, Canada
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Of the few Master Pianos which dominate
the musical world, the Mason & Risc h is one
for it combines all the features which are the
lnrl'nlglnl of pilanos of the very 'Ilghr‘.\l gmdr'
only. No amount of money could build a
piano of intrinsically greater worth. In rare
H . purity of tone, in distinctive features tending

to the highest musical efficiency, in superb
finish of all the details large and small, the
Mason & Risch Piano stands in a niche by
itself as an emblem of ingenuity and skill in ‘
the piano maker's art

strument at a standard price, the Mason &

If you want to sell and handle a standard in ’
Risch is the Piano for YOU!

Mason & Risch Limited
230 Youge Street L
Toronto




