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*“Your paperis O,K. and | would
not be without it for twice the
price."”

H. Bell & Co.,
Sault Ste. Marie.

““The Journal is becoming a very
interesting publication, and should
be read by every dealer in Canada.
We wish to congratulate you on
your success in publishing a purely
Canadian paper of this character.’

H. C. Wilson & Sons,
Sherbrooke, P.Q.

*“The Journal is getting better
all the time and is greatly appre-

ciated by us.’

C. B. Clarke,
Prop. Gerhard Heintzman Parlors,

Calgary.

‘‘Please keep sending the Jour-
nal right along and remind us when
we forget to pay up, for we appre-
ciate it very much indeed.”

G. A. Black & Co.,

Barrington, N. S.

‘I take great interest in reading
the Journal and would not be with-
out ig,"

John T. Menzies,
Sydney, N, S,

The Canadian Music Trades
Journal continues to be full of inter-
est to those engaged in the worthy
calling of supplying the homes of
the people of Canada with pianos,
organs, talking machines and other
musical instruments and much profit
may be derived from it, by a close
study of each issue,

J. H. Robinson,
Wetaskiwin, Alta,

MONTHLY $1.00 PER ANNUM IN CANADA, 5s IN GREAT BRITAIN, $2.00 IN OTHER COUNTRIES.
Published by Fullerton Publishing Co., 56-58 Agnes St., Toronto, Canada

Telephone Main 3589
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What Vernon Castle says of Columbia Grafonolas
and Columbia Dance Records

COLUMBIA GRAPHOPHONE (O,

Gentlemen’: - *'I want to congratulate you on the excellent
dance records you have recently issued ; they are the best I have
heard. I am using a Columbia Grand Grafonola and Columbia
Records at Castle House, where they are athacting extraordinary
altention.  The records are played in perfect dance time and are
frequently encored by our patrons.”’

Yoonm C ot

and when Mr. Castle wrote this letter he was
not in our employ

COLURIBEA

Graphophone Company, TORONTO
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Martin-Omme Style *'B’" Player Martin-Orme Style “'E’" Player \

Martin-Orme Style **C"'¢ Player

MANY STYLES - ONE QUALITY Wy

Valuable territory open for progressive agents

Aliractive terms. We invite correspondence. ‘ \
THE \ ft
MARTIN-ORME PIANO CO. g
LIMITED ‘ ) d
(Manufacturers of Pianos and Player Pianos of the Highest Grade only.)
OTTAWA - - - CANADA
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You can meet every requirement of Piano

.\e-”mg with the

NEWCOMBE

They are high grade in every respect and enjoy
additional reputation for distinction in Piano Con-

struction,

We illustrate here three of our latest designs.

Mission “B"

The only plano equipped with Howard
Patent Slmlmng Rods which counteract the immense
strain of the 228 strings and ensure purity and

permanence of tone,

T BT

—

—

OUR PLAYER PIANOS
WITH HUMAN - LIKE CONTROL

Contain all the latest improvements

and devices. They are perfect in

tone, artistic in design and capable of

life-long service.

Style 72

We invite inquiries from places where we are

not already replesenled

Get the Agency for the Line
in which there is Bie Money.

THE

NEWCOMBE PIANO CO.

LIMITED
359 YONGE ST.

Style 20 TORONTO - " uf CANADA

T~
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LATEST

AND

BEST

= Bell Player Piano

IN A NEW SIZE

ONE OF THE SMALLEST
MOST COMPLETE

AND

MOST SUCCESSFUL
PLAYERS

IN THE TRADE

WRITE US FOR PARTICULARS

" Bell Piano & Organ Co., L

GUELPH . ONTARIO
TORONTO, ONT. LONDON, ENG.
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THE PERMANENCY OF ANY
PLAYER PIANO

is determined by the value that it embodies. Karn Player Pianos offer that
same extraordinary value that has made the Karn Piano famous. The Karn
Player Piano has all the elements of superiority that distinguish the Karn Piano.
It is built better than necessary, and has ample reserve power to stand up to the

strain of excessive playing and will stay in tune.

The Karn factory management watches the little things as well as the big
things, and the result is a finished product of such superlative qualities that

owners of these instruments always recommend the Karn.

woonstoex  KARN - MORRIS o=,
AN Piano and Organ Co.  ontario
LISTOWEL LIMITED CANADA
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Gourlay Tone
—A Revelation

THE marvellous rich tone

that pours forth from the
Gourlay with beli-like sweet-
ness has proved it a musical
revelation in modern piano
construction,

¢ The production of Gourlay
tone is the result of scientific
knowledge on the part of ex-
pert artists in every depart-
ment. Co-operative attention
to every smallest detail by
students of tone-production
who work with only the finest
materials procurable, has de-
veloped a high grade piano
with long life, great powers of
resistance, and a clear, mellow
singing tone.

q The Gourlay is universally
endorsed by authoritative mu-
sical critics who know a piano.
To know a Gourlay is to ap-
preciate the wonderful accur-
acy of workmanship possible
for human skill to produce.

THE degree of perfection to
which science has brought
the Gourlay Piano the success
in producing that ideal tone—
places it in the front rank of
the world's famous pianos.

€ The performer on the Gour-
lay feels the inspiring influence
of a masterpiece. It lends
itself to varying temperaments
of different players with a re-
sponsiveness and sympathetic
softness that charms.

€ This wonderful tone-control
is of prime importance in the
purchase of a piano. It is the
basis of Gourlay popularity
among enthusiastic friends

g We invite you to investi-
gate for yourself the wonder-
ful possibilities of the instru-
ment that has established a
modern revelation

beautythe Gourlay.

in tonal

GOURLAY, WINTER & LEEMING

188 YONGE STREET

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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STERLING =  STERLING

PIANO ACTIONS CANADA PIANO KEYS

First made in 1887—Are Standard of Quality.

bl

Home of Sterling Piano Supplies, Noble Street, Toronto.

may be had with either

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

he single valve action

PLAYER ACTIONS has great power and repe-

tition.

STERLING ACTIONS & KEYS, Ltd.
TORONTO - .  CANADA

The oldest piano action manufacturers in Canada.

.
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The Wormwith Piano Co.

LIMITED

KINGSTON - - . ONTARIO

Wish to announce that lhoy are now

making this
Attistic Piano, Style *C,” Colonial Design, in

both Mahogany and Walnut.

Height 4 feet 8 inches, Width 5 feet 3 inches, Depth 2

2 feet 3 inches.

Each piano has Elastic Repeating Combination Metal Rail and Brass Flange Action,
best Weickert Felt Hammers, solid Copper wound Bass Strings, first

uality Ivory Keys and Patent noiseless Pedal Action,
q ) Yy Rey

WRITE FOR PRICES
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In the manufacture of

Piano Hammers

AND

Piano Strings

Our Aim Is
Perfection

D. M. BEST & CO.

455 King St. West

Toronto,

. Canada

Style 429, P'T, “THOMAS”

_—

Thomas Organs
Are Built Worthy to Lead

Divine Worship

This claim is not made lightly
or without due

se of respon-

sibility

d

Its for
experi

n rests upon long
d endeavour 1o
maintain  artistic worthiness of

n

production,

It is justified by the evidence
of church authorities, eminent
musicians, and all who are inti.
mately acquainted with

Thomas Organs

Thomas Organ & Piano

Company

WOODSTOCK, . ONTARIO
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Myr. Dealer
Mr. Tuner
Mr. Repairman

You should have our new
list,

price list of Piano Repair Materials, an abridged
conveniently arranged for quick reference.  Ask for circular No. 3195,

HAMMACHER, SCHLEM MER & COMPANY
PIANO MATERIALS AND TOOLS
NEW YORK, since 1818 Ith AVENUE and 13¢h STREET

DDDUDDHDDD"IDUDHUDDDGDUD[]U[lll[ll.ﬂﬂ[]ﬂlll‘DUDKHH.S
a . 9 ~
g Julius Breckwoldt & Company g i i %o X
g Somtenns o g | “q P Pl
8 Piano Backs, Boards, Bridges, Bars, Traplevers | upenor 1ano ates
8 and Mouldings 8
g Sole Agents for Rudolf Giese Wire in Canada and United F,
] States a 2 py
8 ) Breckwornr, p W A Brackwounr, Sec-Trew, 3 MADE BY
B Pactory and O Saw Mills a
g Dolgeville, N.Y Fulton Chain and Tupper Lake g THE
DDDDDUUD[‘H1UDDUEHDDDDUDDDDHUUUDDDUDHDUUDUH”
. on SUPERIOR FOUNDRY CO.
91-93
L.J. MUTTY CO., % Boston, Mass.

CLEVELAND, OHIO, USA.

for Pouches and Pneumatic s, and special fabrics for Bellows
of every description

Every kind of RUBBER TUBING Is represented in our
line including extra large sizes covered with HEAVY FRIC.
TIONED TWILL, which is designed partic ularly to prevent
splitting over connections

g We manufacture fine calender coated silks and nainsooks

SAMPLES and PRICES furnished on request,
IR mcny

Faust School of Tuning

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

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

SOSS

Invisible Hinges

Most Players Have Soss Hinges

2729 Gainsborough St., Boston, Mass.

We Specialize on
Player-Piano Cases and Prompt
Deliveries

We Guarantee and actually make deliveries on the exact date

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

designated.

PATERSON, N.J.

This has been one of the reasons why our busi.
ness has shown phenomenal

THE LOOSCHEN PIANO CASE Co.

Block 31st to 32nd Street, r1th to 12th Avenue

development.

The SOSS INVISIBLE HINGE CO., Ltd.
104 Bathurst St. Toronio, Can.
USA. )
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137 EAST 13 STREET

SOLE AGENTS
US. & CANADA

PIANO s PLAYER TRADE

Klinke’s
GERMAN

Tuning Pins

Player Accessories.

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

C. F. GOEPEL & COMPANY

SUPPLIERS OF

High Grade Commodities

TO THE SOLE AGENTS

U.S. & CANADA
FOR

Wagener’s
GERMAN

EFFICIENCY

Felts, Cloths,

.
Punchings
Of every description, comprising Name-
board,  Stringing, Polishing, Mufiler,
Straight and Tapered, in Rolls and Sheets,
ete., Stripped to Width and Length as
wanted.

Imported French and German, also Domestic
Bushing Cloth Hammers.

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

Soft Yellow Poplar Veneers

CROSS BANDING

Write to
The Central Veneer Co.

200,000 feet daily.

HUNTINGTON
W. Va.

NEW YORK

Music Wire
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TR MHERE are no substitutes for Bohne Piano Hammers.,
" E‘{’ I'he characteristic quality of all materials used, as well
J\_ as the careful and experienced \\nlkm.m\lnp throughout

every step of their manufacture account for thejr reputation to
resist yvear in and year out the extra usage demanded of the player
piano.

Bohne Hammers covered with “Weickert German Felt’
are known and acknowledged to be the best money can buy, That
is the reason they are used by manacturers who consider quality
before price.

Bohne Piano Strings

are the resultant products of a modern well-equipped
plant ; the class of workmanship that goes hand in hand
with thorough knowledge ; the best materials that the
markets offer, and constant careful supervision

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

134th STREET and BROOK AVE., NEW YORK.

MENDELSSOHN
PLAYER PIANO

Player mechanism
thoroughly re-
sponsive,

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

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

MENDELSSOHN PIANO Co.

110 ADELAIDE ST. WEST TORONTO, ONTARIO
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Doherty
*Superior” Organs

Style 50 Mahogany

I'o meet the constant demand we have

prepared a supply of these beautiful

Piano Case Organs

LA ]

in Mahogany finish, 1 hey are ready for

-

shipment now.

Send Along Your Orders

Doherty

“Huron” Organ
Style 10 Mahogany

Four Sets of Reeds Thirteen S
Hass )

Doherty

The High Grade
Pianos
Player Pianos
Player Attachments
Parlor Organs
Piano Benches, Chairs
and Stools

Doherty ,Piano Co.
LIMITED
Clinton . - Ontario
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“Getting At” Your Man

ALESMEN may have their sales talk down
pal.  They may cram every sentence full of
points that count when dealing with a pros-

pect.  But—unless they have a piano which in the
last analysis is quality through and through, their
selling efforts are wasted,

Salesmanship is of vital importance. The
Price is some consideration.  But to “get at” your

man week in and week out you want the piano.
Your chances are 4 / if you represent the

Evans Bros. Line.

Wiite Us About Your Case.

™ Evans Bros. {’.‘.‘.’.‘3:.‘3‘.'.,;.,, Co.,1u.

INGERSOLL, ONTARIO

ORGANS

FOR
THE HOME
THE SCHOOL
THE CHURCH

THE ?
Goderich Organ Co.
LIMITED
Goderich, - Canada

Catalogues on Application.

We Employ no Travellers.
Orders Promptly Filled.

STOOLS, BENCHES
MUSIC CABINETS,
RECORD CABINETS. )
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Player Troubles Minimized by the Exclu-
sive use of

Universal Rolls

BECAUSE
UNIVERSAL ROLLS

are double punched producing a clean edge perfection, no fuzz 1o be
sucked through the trackerboard into the pneumatics.

UNIVERSAL ROLLS

are cut to a positively accurate scale, assuring perfect alignment.

UNIVERSAL ROLLS

are mounted with mathematically correct end chucks, preventing un-
evenness of paper over trackerboard.

UNIVERSAL ROLLS

are equipped with a *‘fool-proof"” adjustable flange—no rasping of
paper and turning under the edges.

UNIVERSAL ROLLS

are made with paper with every requisite quality for music rolls—
strength and durability, but with expansion and contraction reduced
to a minimum,

It is to the dealer's best interest to adopt UNIVERSAL ROLLS
and use them exclusively.

Dealers are Assured Prompt Deliveries

THE UNIVERSAL MUSIC COMPANY

10 SHUTER STREET
TORONTO, - - - CANADA

NEW YORK CHICAGO SAN FRANCISCO
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HAINES BROS.

Chippendale Design

MADE IN MAHOGANY ONLY
Height 4 Feet, 4 lnches
W drh 4 Feer, 100 |,
Depth 2 Feer, 24, |

E ACH pisno containsfull Brass. Flanged
Action, best Weickert Felt Hammers
Solid Copper-Spun Strings in bass, Finest
Quality of Ivory on Keys, Solid Mahog
any Trusses, Pilasters and Mouldings,
New Noiscless Norris Cushion Pedals

This piano, delicate, refined and har
monious in every detail, in both body and
soul is of the highest class The tone
is winsome an | melodious not a discor-
dant note in it. Dealers can heartily re
commend it,

FOSTER-ARMSTRONG CO.

LIMITED
HEAD OFFICE
4 QUEEN ST.E. - - TORONTO
E. BIRCH, President J. BETZNER, Account J. W. WOODHAM, General Manager.
—_—

Pratte Pianos
%

ARTISTIC - DURA BLE

FOR 20 years the PRATTE has been the recognized leader of

the Canadian Pianos, and is used exclusively by the most

prominent teachers and musicians in Montreal.

GRANDS ”
J

AND - . ) ~ .
PLAYER Territories opened in Ontario, Manitoba and British Columbia
PIANOS to responsible parties needing a Leader.

FOR PARTICULARS A DDRESS

ANTONIO PRATTE
2502 ST. LAWRENCE BOULEVARD
MONTREAL
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Some New Ones

IN THE

:

- NEWBIGGING
'. - FAMILY

;_ ; OF

=L = CABINETS

inche
ing

- Height 50 inches. Widih 33
ted with o
itted

Top 18 x 22}
A NEW CABINET
That will be a Lea

No. 68 GOLDEN OAK
Top 17 x 17
Col

NEWBIGGING CABINET COMPANY

LIMITED

HAMILTON . . CANADA
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— Established 1852 Call Telephone M. 55
We wish to announce to our distributors and

: " . . [}

their friends that we have discontinued to supply uslclan s eman s
any more of our Permanent Jewel Needles, until .
such time as we will be in a position to make them Satisfied in every way at our store.

We have a most complete stock of

String, Wood, and Brass Instruments,
is that the present Jewel is too soft to stand up, also a full stock of Sheet Music

As soon as we will have perfected our arrange- Don't forget, too, our expert repairing.
ments to supply you with the needle made with CHAS LAVA[ I EE
# Jewel that will st ad up, we shall announce the b4
A Avent for - Bemon & Co., of London. Eng
tidings through thi medium to the trade and by Pelisson Blanchot & Co yons, France

with a stronger Jewel, for it seems the only fault

qof

!
York & Som, of Grand Rapids. Mich

)
35 St. Lambert Hill - Montreal

mail to our distributors.

Any dealer or user of our present needle that

finds the service not satistactory and that the needle

became detective, return them to us for exchange

ithi Bookkeepin
free of cost within the guaranteed period, viz: 1 by M ;p 8
year's service, y achinery
A large

says: “Our
Condensed Bill
writer and

you devised t

in the best in

Permanent Phonograph Disc Needle
Company, Inc.

we ever made. The
machine saves the cost

every four months.

United Typewriter Co. See the
1128 N. Winch X = " e Limited Adding Typewriter
¥ ————" A Ghicaaa, sa. 7 and 9 Adelaide St. E. in Toronto Compuiing
Everywhere in Canada Typewriter

\“
When dictating specifications for pianos
that bear your name
remember that three quarters of the appearance depends I
upon the Varnish—and the majority of sales depend

upon appearance. Moderate-priced instruments need
the help of

Dougall . Varnish

—expensive instruments deserve nothing less.

Dougall Varnish Co., Limited, Montreal
Associated with Murphy Varnish Co., US.A.
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LOOSE
KEYS

MADE IN CANADA

Absolute
Reliability

in materials and workmanship is
the chief recommendstion for the
piano actions and keys made by
J. M. LOOSE & SONS, During
the past twenty-five years a reputa-
tion has been built up around that

point which to-day is your guarantee.

Carlaw Ave. TORONTO

LOOSE

Actions

MADE IN CANADA
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ESTABLISHED 1840 S ———————————
%
Established
1856

[——————=Nordheimer Style “B", Colonial Design ==

Built to
NORDHEIMER Serve

“QuALITY ToNE"PIANOS

I
"YRAIG pianos serve two ¢l 158¢s—the men who
HE, Nordhelmt’r line, of which Style “B.* (_/ have 10 sell them and the people who buy
- . .. 4 them for constant use
(ulumal [)('.\'Ign 15 a pnpuhn' Sl_\'ll‘ with
dealers, lends an air of refinement to any sales- In every field of industrial endeavor Service
. has become a basic necessity Successful com-
oom and with them the dealer nced have no
¥ L mercial activity is dependent, to a large extent,
lear of competition. upon it.
Nordheimer instruments have a character Perhaps in no business is Service more essen
and dignity all their own— that peculiar indes- tial than in the production of high grade pianos, {
F s
cribable seme'hmg which lifts ther, on a plane We have fully realized the vital importance
by themselves, of Service to those whom we w ould serve, We
) are deeply conscious of the part it plays in our
Ever since the production of the irst Nord- oOwn success, '
i i [ y -
heimer Piano our faclory methods have embraccd Results prove that the Craig factory Service
the most modern and proven principles known has been appreciated, and with the approaching ‘
in the piano-making world months of renewed selling activity, the claim for ’
Craig pianos -— that they are huilt to serve will |

be of greater import to the trade than ev er before,
Catalogues and dealers terms furnished on request,

THE ==The

NORDHEIMER Plﬁzglimgg. Craig Piano COmpany

15 KING ST. EAST TORONTO MONTREAL - = CANADA

Branches and agencies throughout the Dominion
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THE RETAILER’S ASSISTANT

Biimful of interest are the business ventures of /. J. Phaenix, both as retailer

and as president of the Bradley Knitting Co. of Delevan, Wis.

Relating

the story of his business life in an authorized interview published by Printer’s
Ink in the issue of May 7, NMr. Phoenix included these Jrank statements
on the role played by the trade paper in his own commercial success.

OU see, as retailers, we subscribed
for the leading trade journals and
used them and the service of the men

connected with them in every possible way.
On my twice-a-year New York buying
Journeys, | always went to the offices of a
big trade paper and advised with its men
regarding our store and the best way to
conduct it. In this way, | got to know
them intimately and went right to them
when we undertook the knitting business,

G “Ard, by the way, let me say that | con-
sider th= trade paper one of the principal

factors in successful retailing. The mer-
chant who reads and studies a good trade
paper and takes advantage of its assistance,
like we did and still do, has everything in
his favor. He can thus find out from an
authentic source the latest and best and
most economical methods by which to con-
duct his store. He learns what others are
doing. He can find out everything about
the merchandise he sells.  And he's able
to get the personal help and advice of ex-
perienced, able ren.

9 “To try to run ¢ retail store without the
trade journals is to close yourself off from

almost all that is new, «nd to ignore the ex-
The Bradley Dry

Goods store owes much of its success to the

perience of others,

trade papers. It was practical advice of
these trade papers which | immediately
sought when we undertook to operate the
Bradley Knitting Company ourselves,

G “It may appear that | am unduly preju-
diced in favor of the retailer because I have
been one so long mysell, and am still a
retail merchant. It may be so; but let me
tell you that by pursuing this policy of put-
ting every possible effort on the dealer to
win him over, our company owes its very
existence to-day.

€ “The advice of the trade-paper men to
use their publications was quickly acted
upon.  We know just how carefully we
studied the advertisements in the trade
journals and how we were influenced to
buy goods for our retail store because of
such advertising. I doubt if you can find
a better demonstration of the value of the
trade paper than the campaign of the
Bradley Knitting Company. The trade
paper and the salesmen were, and are now,
our only means of approach to the retailer,
From the reports of our salesmen and from
the inquiries and orders from our trade-
journal advertising, we can see definitely
and tangibly the results this advertising
is bringing.”
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|L\—‘A MS;: aMAN
(s HRY sALK PPLIES
|SUN D Now b W

b a1t
f usichk - PRICE ST

F=>=-m»

Mre>umrQoxsE

© - e mCcr» <
e ~“nwdn

Retail, $19.30
Trade Price, $6.80 0
almost 300 per cent. profit i

THE “IDLE” MINUTE Make it work for you

Four times out of five when a customer comes into a store he has at least minute to himself before being
attended to. He comes in with the definite idea of purchasing some article If during this idle minute
he is reminded of another purchase —by a suggestion on your counter— you make two sales grow where
only one grew before.

Williams’ Sundry Salesman Will Do This For You

It will not sell everyone who comes into the store, but it wi// remind those in need of the articles it contains
and sell #hem. The outfit contains :

t Doz. Guitar E Steel Strings t Doz Violin D Steel Strings 1 Doz, Violin Bridges
“ B w “ . .

R I 1 ¥ 5 e L 1 Bundle Violin E Gut Srings
i 2t g e % § » ' G wound on gut = o e %
w v g L i i " Autoharp Picks Y% * “ D
e " A @ b A *“ Violin Bow Hair 2 Doz N Pegs
s ¢ R A o 4 o o Mutes B o s better
I Violin E « g o ‘“  Rosin ! Tail-pieces
TR “ A "
Sundry Salesman, Retail Value, $19 30, Wholesale Cost, $6.80, About 300 per cent. profit,

This complete outfit is Put up in an attractive box, the cover of which w hen opened, serves as a showcard
to attract attention,

Trade prices plus equalization of transportation for Winnipeg and Calgary delivery

™ WILLIAMSSsosa

WINNIPEG CALGARY MONTREAL TORONTO

Co : - .- - = 2 - = = —— - ._




CANADIAN MUSIC TRADES
JOURNAL
Issued Monthly

In the interests of the Musical Industries in Canada, including Piano,

Organ, Player Piano, Supply, Talking Machine, Musical Merchandise,
Sheet Musc and il kindvd rades.

$1.00 per year in Canada; 5s. in Great Britain; $2.00 in other countries
PuBLIsSHED BY
Fullerton Publishing Co.
56-58 Agnes St. - Toronto, Canada
TELEPHONE MAIN 3580

John A. Fullerton, « Proprietor
Residence phone Gerrard 965

Harvey A. J *  Awssociate Editor
Residence phone Gerrard 2267

CANADIAN PIANO AND ORGAN
MANUFACTURERS' ASSOCIATION

OFFICERS FOR 1914,
F. Bull, Oshawa, David Allan, Guelph,
Pres: t e Pres.

Hon. 18t Vie
Henry Durke, Toronto, G. Y. Chown, Kingston,
President 2nd Vice Pres,

F. Killer,

Tre

NOMINATING COMMITTEE:

Fred Kill
S, . &

Toronto,
urer.

«
Harry
EXECUTIVE COMMITTEE:

Robt Toront Henry H. Mason

8. Gourlay
Alhert Nordheimer

Torunto.
Manning, London,

Heintzman, I

James G. Merrick, 4 Queen St. B, Toronto,
Secretary,

Vor. XV.

Toronto, JUNE, 1914,

Player Demonstrator-Salesmen Needed.
HE one outstanding handieap of the player piano
trade in Canada is the paneity of skilful demon-
strators and competent repair men, In spite of this
handicap the trade has made progress gratifying to those
satisfied with that progress, but the total of which is far
short of what it should be and could he with more sales-
men qualified to show the player piano as it should he
shown,

The demand over the country is irregular. In some
sections the player piano is a comparative rarity, while
in corresponding sections in other parts of the country
it is found in a fair proportion of the homes, The ex-
planation of this irregularity is invariably in the lack
of men competent to demonstrate, and who consequently
cither do not believe in the instrument, or fearful of
consequences, refrain from attempting to feature it.

Ambitious men in the retail field, whether employers
or employees, are under no handicap of a want of op-
portunity.  The player piano business offers opportuni-
ties never before equalled in the music trades. The un-
developed market can be compared with an orchard in
which the ripe fruit is dropping to the ground and
rotting for the want of pickers.  Scattered over the
country, in large warerooms and small, are young men
who need to rub the seales from their eyes and got
busy. The manufacturer of the player piano they are
supposed to be selling will be only too happy to gratify
an ambition to see the instrument in course of construe-
tion.  Back of him again is the manufacturer of the
player mechanism, who also is willing and anxions to
assist ambitious young men in acquiring a knowledge of
what the player is, how it is made and what it can do.

It is regrettable that so many piano men, otherwise
hright and aggressive, cannot realize their medioerity or
downright incompetence in player demonstration. The
word demonstration might suggest the necessity of some
rare eapacity of hypnotizing a customer, but it is not
s0. The accomplished demonstrators making a suceess
of player selling are otherwise ordinary individuals, hut
who have realized the necessity of knowing the instru-
ment from castors up and, having that realization, have
worked and studied and questioned and practiced, and
are continuing to do so,

What hetter way to spend this year’s vacation, than
to get under the tuition of someone who knows players
and how to demonstrate them ?

Need for Repair Men, Too.

sli("k\'l) only to the need of qualificd salesmen in the
player field is the seareity of tuners and repair
who know how to handle the player piano, It is no
m that tuners and repair men, otherwise competent,
have blundered and bungled over some trifling adjust-
ment in a player for hours, and then confessed to defeat
by calling in an expert, who located the difficulty in
stantly, and put it to rights almost as quickly,

Service is the one great peg on which hangs the pub-
lic demand for player pianos. Service ean he considered
in as broad terms as you please, but it must inelude all
that Mr. . B. Publico is entitled to for his money and,
in the unclassical words of modern colloquy, **then
some."”" At any rate Mr. Publico is waiting to be shown
why he should purchase a player piano, and his hrothers
who have hought, most of them on their own initiative,
are still waiting to be instructed in the playing of the
instrument.  The experience of a number of these buyers
also, is that the average tuner is bluffing his way when
it comes to adjustment of player mechanism, or locating
trifling difficultios that should he immediately apparent.

Even greater are the opportunities of the ambitious
tuner than are those of the salesman in the player field.
By reason of his mechanical training, he should more
readily acquire a familiarity with the player mechanism
that is so valuable an equipment in making sales, and in
keeping sales made.

On Losing Sales,

SOINE thing that 1 never do,’ said a salesman in re-
counting some of his experiences, **is to lose my
head when | lose a sale. On the contrary, 1 can tell yon
of sale after sale that I have made as the result of one
lost.  Even though 1 know I have lost a sale | always
make it a point to go back, not to get the customer dis-
satisfied, but purely as good business policy, and here is
the way it works out,
ST T can conscientiously do so, T tell the customer he
or she seenred a good instrument, and that the price is a
very fair one.  Then in the politest and most sineere
manner | know how, I ask the eustomer Jjust the reason |
did not get the sale. It will be a personal advantage to
me, 1 explain, to know why 1 failed to eonvince you, so
that I may not make that mistake again, ete, ete, Nine
times out of ten the net result is that 1 have that per.
son’s good will—out of sympathy, friendship, confi-

— M
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dence—aor whatever You like, bt good-wil) anyway to the

pomt of working for me. Pime after time steh persons
I bonght o Blank piano, hat

would buy from So and So.°

have said to their friends,
i were buying again |
The fellow who sold is off the jobh, he
thing else
and his indifference to his CUstomer’s interests,
heneeforth is just my golden opportunity,
and it wonld be wmaeh better for the piano trade at large
Wl salesmen would adopt

IS AWAY 0N Non
having no further interest in the sale made,
s shown

hy his negleet,

a poliey of this nature, in

stead of knocking

Ringing Door Bells,
AI.HI"I‘ the least attractive proposition to the
‘ringing bells.* Many
men absolutely refuse to participate in this mi

pPrimo
sitles

Hane

salesman s door

ols wassing, known us ringing door hells,” con
sidering it a sort of wmenial peddling,  beneath  the
dignity of the man who has graduated beyond the ne

SV of securing  his prospects™ in o that way
Whether attractive or not, house-to-house canvass must
be undertaken, in order 1o seetire all the  business

available

Discussing this phase of the business one salesinan
stated that when he first started out ringing door bells
he disliked it anything he  had
tackled., Realizing that the apprentice in
work had many unpleasant ty
full fledged Journeyman, he
wassing could he mg mstruetive and
P He even sehooled himself to
certainty of the work. He learned from experience how
to instantly vead the woman of the house, who in
variably came to the door, and get his thrust in first, and
get it in so forcefully
her attitude
failure to get a hearing, he
to discover where he

heyond previously

niey

mech

ks before he b

ized that house-to-hous
useful ex
relish the un

as to surprise the woman ont »f
After a conversation, or a
thought over the experience
erved, or where he was weak, or
where he was strong, in order that he could approach
the next house with the advantage of more experienee
The unecertainty of what was walting for him was just
the element that aroused his sporting instinet of
wanting to tackle another one.

Opinions differe as to the necessity or suecess of hel)
ringing., but this particular salesman
cessary to round out the experience of the salesman who

would like

of defence

wWays

considers it
to be an all-round suecess

Advice to the Salesmanager.
“Nl ) 'I;I:l'll whirlwinds on my staff, ™

cmphatically de
as he finished reading o
ation from a man who had made a mar
during his one year with the house he

“His sales are too abnormally hig to
he good business, and 1 don't think he conld keep up
the pace. Furthermore, it is the and third year
that counts, not the first. | judge a man as much by his
repossessions and the trouble, op otherwise, over the col-
lections we have to make on his sales.”

The salesman who was present and heard the pe.
marks but said nothing, afterwards observed that he
doubted the husiness sagacity of some salesmanagers he
knew,  ““In their greed for business,'’ said he, *“they
want their men to get it quick, get it at the expense of
someone clse, any way at all, only get it, Personally [

da salesmanager,
letter of appl
velous show ng

wanted to leave

second
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anenot a Cwhirlwind® nor g “strong-arm salesman,” hat
I have never sold to a man or woman that I cannot look
stradght in the eve with the full consciousness of having
given a With no misunderstanding pos
sible, no come-back, and yot does my record impress the
salesmanager like the sales ol one “whirlwind® we had ?
He stayed one year and made the higgest showing, in
sales, of any man that was ever on our staff. e was
lauded as an example to copy: the figures of vach
il in many ways
right bower in sales

square deal,

month's sales wore passed out to us,
We were made to think he was the

wanship,  He stayed one year, then the

‘possessions of
his sales commenced,  Th salesmanager overlooked tell
them,  Gradually
realized more and more
Waus a greater
asset to me than the methods of our ‘whirlwind” friend,
On principle 1 believe in giving the house the very hest
that is in me every day and all day, and 1 find it good
poliey. 1 endeavor to make sales that will give a mini
mum of trouble, and "prospects” that in my estimation
would prove poor payers, and stll worse advertisements,

L still think it would
be better for the plano trade in general if some sales-
managers would revise their methods ol judging sales
men's vesults and consider what follows the sale, as well
as the sale itselr, "

g us of these, but we Loaprd ahont

my courage came back, and |

that my somewhat conservative poliey

I leave for some other fellow, but

The Employment of Salssmen,

EADING a paper on this stthjeet at the annual con.

vention of the Indiana Piano Merchants® Associa-

tion, Mr, Fred 1, Paige gave, among other things, his

views on “salesman cost '’ and “out-of-town husiness,’’
He said:

“The employing of salesien results

sive on the part of

ness as his capital

from the de-
the employer to do as mueh busi.
warrants, and sometimes from his
personal inability as a salesman or his lack of ambition
in that Whatever may be the reason the
employing of salesmen seems to he a vepy necessary part
of the piano husiness, and to get, ma id keep good
men s certainly one of the largest problems of the
employer

esen are employed under varions forms  of
contraet, their compensation depending on their ability
to sell goods, to do a cloan husiness and to maintain for
their employer reputation which admits of no eriti-
cism. While there ape many in the trade whose qualifi-
cations along these lines fail to measure up as they
should, there are still o limited number of those hright
intelligent fellows particularly endowed with powers of
argument and persuasion, and possessed of
of honor and morality,
a house may

direction

a keen sense
making them salesmen of whom
Justly be proud,

COur experience with salesmen 8 heen somewhat
limited, as we have not hired prom ously and have
for the most part taken young men and edueated them
along the lines of our own methods and house policy.
We have usually hired on the st raight salary hasis, feel-
ing that with our one-price system and simple organiza-
tion our interests are host served hy this arrangement,
We pay salaries ranging from $12 per week up, and
expect of a salesman sufficient husi s during a period
of six months or year to make the *salesman cost’ from
15 10 19 per cent. While we must confess we fall short
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ENTHUSIASM ENTHUSIASM

That's What Sells Sherlock-Manning 20th Cenlury
Pianos and Players

Ever notice how easy it is to sell a prano or a player when your selling talk rings true ?  When yvou

are really enthusiastic and have confidence in the instrument you are offering ¥

ENTHUSIASM ENTHUSIASM

STYLE 75, MAHOGANY OR WALNUT,
We believe this enthusiasm on the part of Sherlock-Manning deulers, accounts largely for their suc-
cess and ours,
When you offer your prospect a

SHERLOCK-MANNING 20th CENTURY INSTRUMENT
“Canada's Biggest Piano Value"
you have confidence that you are offering all there is of piano value,
TONE, BEAUTY, FINISH, MATERIAL, WORKMANSHIP, IDEAS AND DURABILITY,
all are the best obtainable or that money can buy
No wonder Sherlock-Manning Dealers have

ENTHUSIASM ENTHUSIASM

T'he Sherlock-Manning 20th Century is the kind of piano that secures re-orders for the dealers., They
do not disappoint,

From the dealer’s standpoint, the value of the Sherlock-Manning agency, lies in making two or three
sales grow where only one grew before.

INA COOLBERTH said :
“To-morrow is not, yesterday is not, to-day alone is— and to-day is thine.”

To-day is the day to arrange for the Sherlock Manning Agency or to place a re-order,

DO IT NOW
THE SHERLOCK-MANNING PIANO COMPANY

LONDON (NO STREET ADDRESS NECESSARY) CANADA

_¥—'
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of this ideal and still vetain the services of the man, it

I8 hecaise of the charactor of his business and his ability
to make himself of service in many other ways outside
of selling. 1 believe that there  are many  salesmen
Whose serviees are valuable 1o their employers who ar
ot producers of hig husiness

The outoftown husiness we lind cannot he pro
dueed on as low g Per eent. as the city husiness, amd
s o grave question with us if the out ol“town husiness
I at all profitable excopt s an advertisement and for
s swelling the number of salos made and incidentally
assIsting the manufacturers (o dispose of their stock, |
believe the business has undergone some vadienl changes
duving the past fow vears, and in one way this is seen
i the doing away by some houses o outside canvassers
or the vinging or door hells, as it 18 commonly ealled, and
the business of today is heing hrought in to the hotise
more and more

A salesiman must work over with the aim of closing
his sales to the hest advantage as to terms, not heing
content with simply following the line of least rosist
inee, and elosing on the minimum terms, just hecause o
customer thinks it to he to his ad tage to make the
terms low, e should use extreme care in the selection

of his sales, yot exercise a Judgment horn of experionce,
and wot be afeaid to make a sale even it the payments
are low, providing it ean he safely made and ot a sufhi
vlent profit to justity,  He must he able to dis riminate
hetween the eustomer who pleads poverty and talks for
low terms, when an mvestigation will show that ther
ix absolutely no reason for his not paying cven hetter
terms than asked for**

How He Sold the Piano.
"C.\I GHT him with his defences down, "

the somewhat indefinite explanation of a loeal
salesman in reply to the query as to how he sueeeeded
in landing 1
particnlarly erusty enstomer, Several of the hoys knew
bt conld make no headway towasd
closing a deal. He would EIVe 1o opportunity to pre
Sent a proposition uneeremoniously eutting off in the
middle of a sentence anyone who had the temerity to

This was

tain music who was known as a

he was a prospe

call about a piano deal

The man who finally landed the sale hecame more de
termined after each froitless atte mpt, but he could think
of no avenue of approach until late on afternoon he
was sitting at his desk mentally and physically tired
after a strenuons day, A frosh, breezy book agent cane
along, and in five minutes had his signature for a
twenty-tive dollar subseription work that he had not the
remotest idea of buying.  After the agent departed he
st wondering why he bought, and carsing his folly for
doing 0. Suddenly it flashed upon him that hecanse
he was too tired to protest
the hook agent, who was fresh and untived. 1f he conld
he handled that way, why could not otheps ?

The next day he rested until five-thirty. At that
hour he walked in on the musician he had grown to con.
sider in the light of an enemy. The latter was tived out
and looked it. The plano man went at him so hard as to
give him a jolt. He saw his advantage and followed it
up rapidly, “*Now," he said, **the mstrument that |
wve selected for you is our Style —— for which the
I8 $—— and just as the hook ageut had said

was easily overcome by
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nign here he said, 1 have the contract already filled
i, the details can he arvanged Tater,"  And," said the
silesman in telling of it later, **ho signed and | went
out so jubilant that | nearly fell downstaivs, hut the
two lessons 1 learned were to leave a * prospect* alone it
You ave tired out and not it to meet his will power, and
the socond was to catel o hard *prospect’ with his de
fences down, and go after him hard.

A Dealer's Editorial,

N American doaler in @ communication to Prosto,
has voiced an opiion that is often  diseussed in
Canada when theee or four prmo wen get together for
i teiendly chat,  The point s so clearly expressed that
the dournul here passes on the dealer’s letter without

comment

S seems to me 1o be had business for pinno dealers
to resort to the practice ol putting on display a com
petitor™s piano (and one that s of a good reputation ),
and showing it in its worst“condition, for the sake of
casing the publie to Jodk Upon it as a sample of the
Kind of piano it really is not

st it a little thing for a dealer, who in supposed
to be a hrother Pramo man and o wman of respect, to
do?

It s the greedy kind of dealer, fhe one who has
* Teeling for any other deale v the one who is frying
ceive the publie with w rong impressions, who nses
these methods to sell his pianos. e has little eare for
the trae deceney and dignity that should he the wateh
words with the husiness man who is respectahle

“Iis a diabolieal, base, sneaking aet and the ras
cal who tries to *got away with it’ isn't worthy of the
support of his fellow heings,

Ut s gratifying to sy that“the larger majority of
conservative: piano men would not belittle themselves
with sueh toeties, for they have long sinee learned that
they don’t have to be mean to be prosperous, 1t is only
avaricious men, lacking in moral stamina, who are the
guilty ones,  They imagine that it is wisdom, and the
proper thing for them to do, to show a good, reliahle
piano that is not heing sold by them, up in a deplorable
condition

et it be hoped that the piano trade, as well as
other trades, will meot upon the higher ground, with
more respect for one another than by these unprin-
cipled, unchristian, unfraternal customs,

“The writer firmly bhelieves that the time is fast
approaching when this hetter feeling will he paramount,
Respeet is one of the greatest weapons in business, and
the gentleman who wields it hest is the one deserving of
all good things,"

Idle Capital a Menace,

Tll.\T idle cpaital is a menace to any business is one

of the points that the dealer should keep vividly
in mind in the conduet of his talking machine husj.
ness.  There is a constant temptation to load up with
more stock than the turnover justifies and the pos-
sibility of an exchange inereases the temptation, The
point is not that the records, which may become un.
saleable, can he exchanged but that they represent
money with a market value of Six to eight per cent,
It is just as essential to keep the stoek moving as to
have on the shelves anything a customer may ask for,
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Appealing to the Individual in Player Selling

By Alceandor MeDonald,

Nocclearly has My, MeDonald analyzed this
subject in the Player-Piano dowrnal, show
ing the varivus points of contact in player
sclling, that the Jowrnal recomme nds the
study of this subject by all those interestod
i the promotion of player salvs
Editur’s Note,
I'THIN & comparatively recent  time sulesmanship
has heen very largely o Spigein-the-bag affair
That is, men with a cortain native shrewdness have heen
sueeesstul in selling, without knowing why or attempting
to find out,

With the increase in competition and the intensificn
tion of methods, analysis of selling elements has hecome
essentinl, - Not only is it necessary to do a thing, but we
must know “why ™ it we are to enlurge the field of our
activities

In other words, headwork has hecome more essentinl
than foot work, The day has come when men must think
they must study the underlying principles and motives
of the buyer the more intelligently to suceesstully cope
with conditions,

In o dim kind of way we have realized that there were
various elements in a sale, such as the appronch, the close,
ete, bt these were mere general formulas rather than
specifie applieations to our partieular kind of salesman-
ship.

Consider the matter from the point of the value in
volved. You have for sale an article that is not essentinl
to-comfort or happiness and that costs a large sum of
money, say from $500 to $2000. Take the minimum
sum—$500, It is quite a large amount eyven for a man of
fair income, Yot we are asking a man to spend it for
something which, up to the time the sulesman approaches
him, he may never have eyvon thought of purchasing. If
we look at the matter from this point of view we will
realize that there is room for a great deal of study and
thought to determine how to make the largest number of
siles,

To put the matter in plain language, you have a
player pinno and you are looking for some one with $500,
Having found such a person, it is your selling problem to
induce him to exehange that #3500 for your player piano,
How are you going to get him to do it ? You may stumble
along in a haphazard way and make some sales, hut 1t
stands to reason that if you make a thorough study of
your proposition, if you know the various elements, not
of salesmanship in general, hut of player salesmanship in
particular, you will ke able to make more sales,

The first element to consider in a player sale is the
point of contact with the individual—its uppeal.  Ask
yourself: ““What is there ahout this instrument  that
would make me feel justified in spending $500 for it 2"
The man whom you expect to call on to-morrow ahout a
player piano is the same kind of a being as yourself, [e
has the same general likes and dislikes ; his mode of liv-
ing and thinking is pretty much the same as your own;
he is the same kind of a human being that you are, and
the point of contact is very much the same, When you
ask him to spend $500 with you he is going to ask yon
very much the same question that you would ask under

the same cireumstanees Swhy P and your auswer must
establish the point of contyet between him and — the
player piano.  1F you are unable 10 tell hime why," if
you cannot present the player so us to fit his individaal
temperament and desives, you will not make o sale

u player sale is lost, not heenuse the man would not
bt hecause the salesman was unable to advan
reason why a purchase shonld be made.

Many
by
uny good

This point of contaet with  the individual,
though it may be vedued fo the four general heads shown

in the dingram.

viries

How are you to estal lish which one of these
point of contact in the individual instaneo Yo quite
naturally ask ! By presenting your subject in o general
way, giving the customer every chamee 1o talk when he
manifests any intention to do so, and while he s talking
he will give yon the ene

is the

It is a0 faet that many saleswen want to do all the
talking. The hest suceess is achieved through getting the
customer to talk, and then hecome o listener Arouse in
the average man sufficient interest and he will tulk ; give
him: the opportunity and he will tell all about himself,
what his likes and dislikes are, and in that way the alert
salesman can see
appeal most,

Ohviously the man who is fond of ragtime ean never
he interested in o player by telling him how wonderfully
classic musie can e played, and viee versa

Genevally speaking, the point of appeal or contact of
the player with the average individual is in one of four
ways.  Love of Music, Amusement, Pride of Ownership
and the Children. 1t is the exceptional individual that
cannot be reached by one or the other of these four points
Study well the dingram herewith and you will soon ¢ ¢
how these points can he applied to the various individuals
you call on,

Having established the four general points of player
appeal—Love of Music, Amusement. Pride of Ownership
and the Children—we note that these in turn are suhject
to numerous subdivisions, | we find that love of musie
is the point of appeal that interests g particular in
dividual, we can inspire u greater degree of interest if
we bring our point of contact down to the specifie kind of
music that interests him, The closer your application of
the purpose or henefit of the player to his individual
views the greater your chanee for making the sale. 1y ery
man has his own ideas s to the kind of music he likes,
and one of the most important clements in player sales
manship is to impress him with the idea that he can have
the music he likes the way he likes it,

Too often stress is laid upcn the point that the “old
masters’ ean be played just like Pederewski plays them,
What should he impressed on the eustomer is that he
can have the old masters, or the new ones, just the way
“he' likes them. That the player is his instrument. to
be played according to his taste and fancy,

The same idea applies to those who might he in-
terested in a player for the sake of amusement,  Not
everyone cares enough for musie for its own sake to invest
the price of a player. Such a person might be indueed
to buy a player to furnish danee music.  This is particy.

what line of player possibilities will

e
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larly the case during the present dance eraze.  Has it develops a line of selling argument on this point may he
ever oceurred to you, os o salosman, that the player is  assured of many sales not otherwise obtainable

the ideal instrument for dance musie ! s perfeet ead As an aid to the ehild that is learning to play hy
ence and the facet that the after | s can be em- hand the player is invaluable By playing over on the
phasized makes player music the hest musie for danecing player the composition to be learned, its form and tech
However well you may know this, the man You are talk-  nigue may |

absorbed before heginning  to study  its
g to knows nothing of it : Vet it might be the one point  fingering, therehy cuabling the child to start ont with a
abont the instrument that would appeal to him, Al you definite and mtelligent idea of the goal to he attained
could say about the kind of wmusic that can be played, or Any salesman who will «
ahout personal renditions, might not he of th least in- the player

refully consider the points of
ting the ehild will have an entirely new

terest, and this one point might got you the sale. 1tisall  Jine of attack that will enable him to close siles that now

i matter of analyzing the selling pomts and applying  seem impaossible

them 1o the individusl customer It is o ease of putting Yourself in the other man's
The same thought applies to the playing decompani- - place,  You have to hoar i mind that the reason you

ments for popular songs.  To some people the choicest  would have for buying a player is not the same as Jones
musie s the sentimental hallad or the rollicking song of - would have, and when yYou want to sell Jones you must
the hour. T them the appeal of the player would be the get his viewpoint hefore You ean do so.
ahility to play accompaniments for these SOngs, The time has come when the salesman, to he g se-
There is no ehord that the thoughtful sulesman can coss in the host sense of the word, must use his mind to
use to hetter advantage than that of vanity,  Oftimes A the utmost,  He can no longer rest satisfiod  with the
person will purehase through vianity where no  other selling ideas he has, but must constantly add to his stock
argumant would reach them, There is i class of people — in trade He must analy he must go hack of off

Points of
Player Appeal

‘ Love of Music | Amusement

l Children , Vanity

Classic D i Inspires Social
\I oy Love of Music Supr::.cy
Popular Accompani- Aid to Pride of
Ragtime o Education Ownership
\———
Religious Emulation

who want to have everything new.  To them ** Pride of and aseertain the eause that produces the effect, It is
Ownership™ is the one appeal that  reaches; likewise only understanding the eause—the foibles and  wenk-
those who desire to outshine socially, or to emulate those nesses of human nature—that he can be capable of that
who are of the social eleet These are all emotions that creative work that is to he the indispensable element in
the skilful salesman may capitalize to his own advantage, selling suecess,

Another point of contact is the children, A great S————— -
many people can he induced to buy anything that they Will Drum Sales Increase?
believe will be of henefit to their children that they would EALERS in musical merchandise are among other
not for a moment consider purchasing for themselves, things interested in the requirements of drummers,

This phase of player appeal is one that has never heen  gnd Judging from the statement which recently appeared
exploited to any degree, and it is suseeptible to a great  in print, the demand for drums is likely to increase,
variety of treatment. The 1 is invaluable as a A well-known dram authority is credited with remarking
means for creating a musical atmosphere in the home—  that “the style of music that is demanded by the
to inspire love of music in the children.  Those who patrons of the popular restaurants and calés, make the
appreciate good music hest are thos who have lived with drammer a nec ity in almost any combination and |
it—who have had it as a part of their daily lives. The personally know of many café orchestras using a drum-
player is ideal for this purpose. Its removal of every  mer this season when tl Y have never done so hefore,
limitation of technique, its unlimited repertoire and the A good combination of instruments for g drummer to use
case with which the most pretentions works may be in- in café orches ra work is double drums, traps, bells,
terpreted by anyone, especially with the artist-made or  cathedral ehime . fympani and xylophone. This makes
hand-played rolls, makes it possible for music to he a an outfit that is very effective for either popular or clas-
part of the heritage of every child, The salesman who  sical musie, "’
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Small Towns Spend Mouey on Bands,

B.\('K in February the Journal ealled attention to the

importance to the wusieal instrument  dealer of
going alter the band and orchestes business this season,
To supplement this it would he interesting to keow what
s is spent annually in Canada on band and orehestral
instruments, While these figures are not recorded the
are seores of individual instances to show what a I
sum these expenditures must he in the aggregate,

Take the case of the Citizens' Band in the town of
Port Credit, Ont,  The auditors reported the expendi-
tures for the past year, which were within the receipts,
of §720, which is quite « respectable  amount
village of 1,100 population,

Humboldt, Sask., a town of 3,000, recently voted their
band $250 to purchase new instruments and prepare
u busy season,

And 50 one might continue enumerating similar in-
stances all tending to show the importanee of the hand
and orchestra trade to even the dealers in towns out from
the prineipal cities.

Small Instruments and Piano Tuning.

AI.'I'IHII' I the Journal has never heard it argued

that increased earnings in the piano tuning depart
ment are due to the advanees made in small goods sales,
yet it has heen expressed that there is a connection he-
tween the two,  Musicians appreciate the fact that a
piano should he kept well tuned, but householders as a
class are not just as keen on that point as should he the
case and it is just doubtful if the musical instrument
retailers are doing what might be done to educate the
public up to the desirability of having their pianos fre
quently tuned,

With musicians the field there is for tunings is exten-
sive.  For example there is a case cited of a member of
an average orchestra who complained that his playing
was mostly in orchestra work in which were used pianos,
and most of the pianos were so flat he could not get down
to the piteh. “*Can 1 get barrel joints to meet the dif-
ferent pitches " said he, **or should 1 get a low piteh
clavinet " An old hand at the game gave him this
reply: “It will always he very unsatisfactory to play
with pianos unless they are tuned at least once # month
and not once a year to the piteh of the elarinet. You
should possess extra harrel joints, one shorter and one
longer by 14 of an inch, to meet the different pitches,
A low piteh elarinet would probably be hetter, but if
the pianos are half way between high and low piteh
You would have the same diffienlty.””

Selling Auxiliary Instruments to Drummers,
M()l)lilb\' orchestrations require certain effects that

render the drammer a far more important man to
the small goods dealer than he used to he, Whereas the
drummer once was merely to emphasize the rhythm he
has during recent years broadened out into one of the

for a

for
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most versatile and ene of the most needful members of
the orchestra,

It has been pointed out by one who is in elose toueh
with orchestra work, that *“to meet the demands of
modern orehestrations many effects entir Iy foreign to the
carlier forms of music are requited. The proper pro-
duetion of these gives to the music that snap and hrilli
aney without which it often horcers on the verge of mono
tony. In addition to providing himself with snare and
bass drum, bells and the small traps required for mo-
mentary effeets, the wide-awake orchestea drummer is
ever on the alert to meet the demand of the
variety,  The adoption of auxiliarvies of e
range and se
tion and prog

publie for

ter musical
are the undeniable evidences of ambi
s, Such insteuments, if the ehoice is a
wise one, at onee elevate the drummer to the position of
soloist, ey are the opportunity constantly knocking
at his door,”

Removing Dust and Oiling Flute.
T is a eredit to the musical instrument  dealers of
Canada that such an interest iy displayed in all in
formation relative
ments,

to the care of the various instru
It establishes confidence with the public gen
erally when they feel that retailers and salesmen are dis
posed to throw out hints on the proper care of the
articles they endeavor to sell. To thus show an interest
in the customer heyond the mere making of a sale costs
the merchant very little, and the policy shows good
results.

In this conneetion the Journal noticed a reply to a
couple of questions asked the authority who conducts
the flute department in Jacobs® Orchestea Monthly, The
questions were:  Dust settles heneath the erank rods,
springs ete., of wy flute,  How can | remove same with
out injury to the mechanism ? Should the pads and in-
side of the flute he oiled ?

The reply was:

Procure at any drug store a camel’s
hair throat hrush, preferably one with hair almost an
inch long.  These are ve Y soft and prove exeellent for
removing dust, ete., from all parts of the mechanism.
Lightly oiling the hore of the flute with sweet 0il, about
onee every year, will keep the instrument in fine condi
tion, although this operation is unnecessary. Great care
should be exercised when oiling the hore, to refrain from
coming in contact with the pads, which must he kept free
of oil and moisture,

A Glance Backward,

Wlllhl-} on the subject of the eare of hand and

orchestral instruments readers of this Journal will
remember that in the March issue there appeared two
paragraphs which went fully into the question of caring
for the cornet.  This information may be located hy
referring to pages 29 and 30 of the Journal for March
last.

This period piano pun hails from British Columbia,

““1once entered a store, and the salesman pointed ont
to me a ‘used’ piano, badly in need of repairs,

““That there, sir,’ he said, impressively, ‘belonged
to Louis Cross-Eye, King of France.’

* “Louis Cross-Eye?’ said 1. ‘Why there’s no such
person.’

YHOb, yes, there is, sir,’ the salesman replied, and
he showed me a ticket marked ‘Louis XT."

—;'
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Developing Canada’s Sheet and Book Music Trade

The Outlook Hopeful —Folly of Price-cutting Heading off Outside Opposition—Dealers and Publishers
Need More Co-operation—Other Topics.

S’l'l'l)l NTS of history know that what we eall his.

tory is in one respeet a reeital of nations and cus-
toms swinging from one extreme to the other. This is
exemplificd by the contrast in the people’s daily life
when one looks at the thoughtless free-from-restraint
manner of living of those who in a comparatively short
time—short in the life of a nation—hecame extremely
striet Puritans,

The history of business is very little different. While
it may not eome with a rush, the Journal feels confi-
dent that with reasonable effort expended, the sheet
and book musie teade of Canada will swing from its
past most regrettable state to become a profitable and
pleasant branch of the musie trades,

Others Look For Improvement.
OR in this opinion does the Canadian Music Trades
Journal stand alone, There are far-seeing dealers
who see hetter things ahead of the sheet musie depart-
ments in Canadian stores, Presto, the Ameriean trade
paper, commented editorially along the same line in a
reeent issue.  Conditions in the United States are in
some respeets similar to those in Canada, and he would
be shutting his eyes to the true state of affairs who
does not see that Canada has suffered in the sheet and
book musie trade from the undesirable methods which
prevailed in the republie to the south, 1t is therefore
encouraging to read of the improvement which is al-
ready noted in that country,

Regarding the past, Presto says: “The sheet musie
business has heen pushed about, beaten down and
abused for a very long time. The first of the fake
‘song poems wanted’ schemes appeared as far back as
I883. The first musie publishing pirate thrived before
that time. It was when a Philadelphian made it a prae-
tice to wateh ¢ picee of musie that appeared and
grew into popularity only to steal it, hody, boots and
breeches.  He had a spy in Washington to deteet any
possible flaw in the copyrights. He employed a staff

THE TARGET TO AIM AT.

8 outlined in the first of this series of articles
A which appeared in the last issue, what the Journal
would like to see is the numerous small and medium-
rized music departments throughout the different Pro-
vinces enl and s piano
£tores livened by the of a music
and in each case the department yielding the dealer a
reasonable profit on every sheet of music or book
handled, which would warrant that branch of the
business getting the attention and giving the service
it should.

To accomplish this at least six things are needed,
iz.:

v

(1) The revision of retail prices.

(2) More thcroughly trained salesmen.

(3) Active interest of exclusive piano men,

(4) Closer co-operation between dealers and pub-
lishers,

(5) Well-planaed publicity for the sheet music
department.

(6) The disposition on the part of all to help in
this movement.

of morally hankrupt ‘composers,” who revamped all
such songs as were really proteeted by eopyright. And
he did an immense husiness, to the undoing of the hon-
orable members of the musie publishing business, Every
one of the reputable musie houses of his time felt the
sting of his vandalism. Then eame the other eut-rate
publishers, who soon ruined the business, to he followed
by the top-story, back-office herd of song-publishers who
have flourished ever since, to the utter degradation of
the popular taste and ruin of a onee great branch of the
musie trade,””

Continuing, that paper expresses the hope that the
musie publishing business will he returned to its herit-
age. It says the task is a possible one, and construetive
work is already bringing forth fruit. Following sueh
progress the editors says it will pay the piano dealers
to get into the sheet musie business—and to get into it
right, as it demands but a comparatively small invest-
ment,

Mr. Profit Murdered.

EEN competition exists in Canada to-day in retail
talking machine and record cireles—but not on
the ground of priee.  The freight rate war recently
waged by Atlantie steamship eoncerns evidently has
petered out.  Other merchants have sold eertain lines
with too little or no profit.  Yet in so many cases the
better judgment prevailed, and priec-cutting was called

off before the situation beeame too eritieal,

While many sheet musie dealers sell at a good rea-
sonable profit, or not at all, there are still those who
argue that cut prices are necessary to draw people to
the musie store, and ehoose sheet musie and hooks as
the most favorable objeetive point.  According to the
statements of dealers themselves, there are distriets
where slashed priees not only cut the heart out of sheet
music profits, but lop off the head, feet, arms, and every
other part, so that *““profit”* emerges from the operation
absolutely a nonentity—and for what reason ?

There is no reason given, because a reason is ““a Just
ground for an action,” and if any person attempted in
the name of common-sense retailing to  justify the
course pursued by some dealers in sheet musie, he
would be holding a brief for a elient who had an ex-
tremely diffieult ease. Of course, there are execuses.
These excuses, though, should at the present time to a
very great extent melt away if only the dealers as a
body would take a firm, definite, united stand in a de-
termination to get the sheet and book musie trade on
a solid basis,

There will always be certain difficulties, There will
always be those who will not line up in a movement for
advaneement. But he is a weak merchant who will not
put his shoulder to the wheel to improve where im-
provement is possible,

A Type of Encouraging Situation,
PEAKING with a certain music dealer, one of the
Journal editors was told this: “In our town there
are two of us doing practically the whole sheet and

-
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hook musie trade. Our eonditions under which we
work are fine—away above the average. We are free
from price cutting beeause 1 eannot afford to eut, and
consequently my competitor does not have to."

Such a case only needs to be eited and moralizing
is unneeessary.  Sinee that eonversation took place a
third store entered the sheet musie field, and now all
three are doing a good business at a good profit and
without undue fear of one another. The third to enter
sheet musie retailing eireles in that eentre does not eut
prices evidenty because he saw no need for it,

Who Does the Business and Why?

FI{(L\I whom do the people in Canadian communities

buy their sheet and hook music? Well, in some
cases it is from the man who runs a hook and stationery
store. In other eases it is from a painter, paperhanger
and general decorator, who has the ageney for a cheap
imported edition of “‘doubtful”’ musie. In other eases
again, it is from a 5, 10 and 15 eent store, which han-
dles fifteen eent musie only, alongside 5 cent knick-
nacks, 10 eent jewelry and 15 eent dry goods, where
the eustomer ean also get some funny posteards and a
half-pound of molasses eandies on the way out.

These merchants have a perfeet right to sell sheet
musie if they so choose, as no man or elass of men have
any “eorncr’’ on sheet and book musie retailing.  But
is the publie satisfied with the serviee that stores in
which musie is a forcign line ean give? Where retail-
ing is in the hands of such merchants, is the sheet musie
industry being helped and developed by their methods?
True it is that in eertain quarters the musie stores are
not blameless for allowing a considerable portion of
the sheet musie trade to drift away from them. In
some ways the musie dealers are not to be taken to task
for so doing, for it is common knowledge that many un-
attraetive things went hand in hand with the eonduet-
ing of a sheet musie department. The point is, how-
ever, that many objeetionable features of musie selling
have heen removed, and others are disappearing, so that
the claims of the sheet musie department press anew
upon the trade’s eonsideration.

Hlustrations are numerous to show that exelusive
musie stores in Canada profit direetly and indireetly by
carrying a sheet musie department, and it seems now
acknowedged by those who have studied the situation
that this branch of the trade yields results just in pro-
portion to the amount of intelligent attention it re-
ceives,

Their Interests Bound Up Together,
HAT 60 per cent. of the troubles and wmisunder-
standing which exist in the sheet music industry
may be traced to a lack of co-operation between the
dealers, publishers and wholesalers, is a statement
which recently appeared in print, and is one that causes
every thoughtful member of the trade to stop and think.

Shutting out of view econditions in Great Britain
and in the United States, and studying the Canadian
situation, no publisher or wholesaler ecan expeet to
build up a business which will make a maximum of sue-
cess, without the assistance of the retail dealer, and, on
the other hand, no dealer ean make the most of his busi-
ness without the help of the publisher or wholesale

TRADES JOURNAL K1

It s sometimes hinted that the retailer as a
o in business is on the deeline, and that the tend-
eney is towards a * from producer direet to consumer’
poliey.  But the trade is little disturbed by sueh ru-
mors, as it is vealized that the retailer, as does the joh-
ber, performs a eertain neeessary useful funetion, and
will eontinue to do so. The value of the retailer of
sheet musie in our Dominion is even mueh greater than
the man who sells household commaoditios that are na-
tionally advertised, sueh as tea, soap, hreak
ete.

fast Toods,

The retailers of Canada have it in their power to
build up an immense asset in the sheet and book musie
field, and the future theee ean be for the publishers in
this country is a certainty.  But neither of these goals
can be reached without dealers and publishers vealizing
that a frank honest treatment of cach other is the only
way to win out.

Start These Balls Rolling.
MINS Blank a few evenings ago rendered in publie
a eertain instrumental wumber for the piano. It
is by a French composer, published by a Freneh firm in

THE Journal’s suggestion in the May issue, that
there should be some readjustment in sheet music
retail prices, is meeting with unqualified approval of
by far the larger proportion of dealers throughout
Canada. But avproving is not encugh. Action is neces-
sary. The Journal repeats its opinion expressed on
page 28 of the March issue, viz.: ‘‘There should be a
blish hol and retail-
ers, and, rightly handled, such a meeting or meetings
¢hould mean much to the sheet music business.'’

Paris, and as far as the Journal knows has not been
strongly featured by any publisher or wholesale house
in Canada, The number in question may he or may not
be an outstanding eomposition from the elassieal eritie’s
viewpoint, but it is good musie, and POSSeSSes a certain
attractiveness to the ordinary lover of the better musie.

Within a week afterwards at least six other per-
sons had purchased a eopy of the same thing, four more
took down the title and composer’s name to obtain it
the next time they were down town, and three owners
of player pianos were enquiring for that seleetion in
player rolls.

From the dealer’s standpoint the interesting thing
is how did Miss Blank happen to play that particular
solo? Did the head of any sheet musie departnrent
have any part in suggesting it in the first instance, or
was it just a hit-or-miss purchase that proved a ““hit”’
instead of a ““miss,”’ the eredit going to what is com-
monly ealled luek. The Journal is not in possession of
that information, but the ease is sufficient to emphasize
to every salesman that a really good instrumental picee
or song or book works for the store after it leaves the
dealer’s shelves,  When others like it, the small outlay
necessary to purchase a copy for themselves makes fur-
ther sales easy. The aim of this paragraph is to further
impress the desirability of taking an interest in getting
musie used, to which an extended referenee was made
in the last issue of the Journal.

.
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“Tone plus tone control’ comes as near as ever you will
get to a nutshell definition of what the Columbia is offer-
J ing and what Columbia customers are wanting,

You cash in on that

o

—S() do “Y() Columbia**Eclipse '8 2 &

EOPLE require tone and tone control in the talking
machine they decide to buy.  Ontario dealers are
able to supply both in any type of Columbia Grafo-
nola—through us.

Columbia Favorite 865
Columbia Jewel similar to

Every genuine Columbia Grafonola is equipped with the exclusively Colum-
bia tone-control *‘leaves,”’ (not mere doors.) These in conjunction with the
wide variety of Columbia needles, the new Columbia tone-arm and the new
Columbia reproducer, provide a means of tone-control which, for efficiency and
simplicity of operation, is not equalled in any make of *‘talking machine.’

With any Columbia Grafonola you can get tone sufficient to flood a lurge

hall - or you can subdue it to the acoustic requirements of your 6 x 10 "\hn i
The perfect natural purity of tone has made the Columbia Grafonola famous, Columbia Mignonetie
$150

We now have the finest wholesale talking machine warchouse in Canada,

the largest stock and most efficient org:

Columbia  Leader $100 Columbia Catalogue and can always fill your orders immediately,

zation, We carry evervthing in the

Investigate at once if you haven't already done so.

MUSIC SUPPLY CO.

36 WELLINGTON ST. EAST

TORONTO - CANADA

We are Ontario Agents for Columbia- Rtnn Rr(nnﬁ (old country recordings)— Permanent Ruby

8 « Needles —and Canadian distrib of the | College of Lang Course on Columbia Disc
Cole od  Model Records. The Course includes French, German, Spanish umi Ttalian. The records fit any disc machine.
same price. You can sell this Course. Write about it.
|
Have you recently investigated the margin of profit on l
Columbia Double-Disc Records? You should, Columbia o |
[
Records outwear any other needle disc record made, and J
musically they are without a peer. Note
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Summer Business.

HE suitability of the talking machine for the sim-

mer home or camp is so well known that the
dealer searcely needs spend time in educational work,
With the eamper or dweller at the summer resort it
is not a question of “*Would a talking machine be a
good means of entertainment?”” but the question is
“From whom will T buy or rent one?"” or **Who can
advise me just what records to select?””

With everybody in the family dancing, from the
four-year-olds to the grizzled old grandfather, it is
an easy matter to seleet records.  This modern
dancing eraze has opened a riech new market for the
talking machine trade and it is only a little ageres-
siveness on the part of the dealer that is needed to
get him the business, The dealer who may not he
able to compose a suitable letter for civenlarizing sum-
mer cottage and hotel owners, or may think he cannot,
has only to ask his wholesaler for assistance and he
will receive immediate help. By all means cirenlarize
the summer cottages, hotels and elubs that may be
within shipping distance,

It is worth emphasizing that the summer trade is
by no means confined to summer resorts. The stay-
at-homes, and they are by far the largest proportion,
want entertainment, and now-a-da) sntertainment’’
means music.  Business men, farmers, mechanies and
their wives and families can appreciate the talking
machine and take pleasure ont of it during the summer
as well as in winter months.  The guestion is what are
you, as a retailer, doing about the summer business?

The Whelesaler’s Duty.

HEN the wholesaler's vepresentative secures the

dealer’s signature to an order that means the
opening up of a new ageney, his work in connection
with that ageney has just commenced. Ile has not
done his whole duty to the new dealer, to his em-
ployer nor to himself if he does not exert his ability
to get the new agency away to a good start. Of
course, he is not expeeted to hecome his enstomer’s
salesman, nor go out through the city or country
drumming up *‘prospects,”  He ean, however, show
the dealer and advise with him in the arrangement
of the stock, impress npon him the need of window
display and, incidentally, help in arranging a window.
It is as important to the wholesaler’s representative
as it is to the dealer that the latter should get his
goods hefore the public intelligently and impressively.

If the new or old dealer has not a realization of the
value of a mailing list, it is surely the duty of the
wholesaler, throngh his representative, to school the
dealer until a well selected mailing list hecomes the
“apple of his eye.”” He can have no form of adver-
tising so effective and inexpensive unless possibly the
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show window. Every wonth each person or family
represented on the mailing list should reeeive the new
record supplement and other appropriate advertising
matter that may he sent with it
Admitting that it is the privilege and doty of the
wholesaler's representative to assist his enstomer in
every legitimate way to make a snecess of his depart-
ment, it is also his privilege and duty to take an

ney away from a dealer who does not do it jus-

1
heen placed with dealers simply

It is a fact that agencies in days gone hy have
latter
did not have energy enough to refuse them, and have

beeause the

never sinee developed sufficient enecgy to make the
department a live one. With alert business men ready
to take an ageney and with the aggressiveness to give
it proper attention, the lackadaisical dealer having
misused his opportunity shonld lose the ageney.

In the Movies.

HE proprietor of a moving picture show recently
invested in a talking machine as an experiment.
His expectations of the value of the talking machine
in his husiness, he states, have heen more than ful-
filled.  Accompanying part of the reel showing the
Battle of Waterloo, for example, was an appropriate
hand selection giving an effeet that the pianist could
not attain to,  For many of his reels he had secured
suitable records, and simply repeated the ord, or
part of it, in any case where it was not of sufficient
length for the reel,  For the class of trade heing
catered to by the partienlar moving show referred to,
the talking machine has proved an effective musical
instrument.

We'll Deliver It To-day.
“M\ inability to promise delivery on the day of pur-
chase is one of the weakest points in my busi-
ness,”’ confided a western merchant.  “But 1 have
solved this diffieulty,”” he eontinued, ““by putting on a
motor wagon for deli v purposes, and our slogan
now is—we'll deliver to-day, Many sales were
actually lost beeause of the uneertainty of prompt
delivery. Now we ean positively insure delivery before
night of articles hought up to four o’clock, and in some
cases later. Even those who really eould get along
without immediate delivery, will ineline toward the
store where they can get it.”
How is that for a suggestion for talking maehine
houses—“We'll deliver it to-day "’

Will Continue Cylinder Line.

CSOYIN severnl oceasions we have been told that a

rumor is abroad to the general effect that we
intend ultimately to abandon the manufacture of Edi-
son exlinder phonographs and records, and that there
will he a diminishment of onr activity in respect to
these produets,”” writes Thos, A, Edison (Ine). “We
wish to deny this most emphatically.

“The confidence of this company in the continued
demand for the Edison eylinder product is proven by
the enormons investment wé have made in recent
months in the improvement of this line and the further
expenditures that are now being made with the same
purpose in view,
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Including those of most

discriminating taste
When it can be said of The Edison Phono raph that it

appeals to everyone, including those of most 1scriminating
taste, in your city, there is very little that need be added.
For those who have a real appreciation of music are the
final judges, and if the Edison pleases them it must have
the merit that will meet the approval of all others.

The Edison Diamond
Disc Phonograph

has aroused such interest from the severest critics because
it is really a revelation to them. [ts principle of reproduc-
tion does justice to the most difficult masterpiece by the

ure, clear voice of melody which has the benefit of a
Eackground of infinitely small tones and overtones, gener-
ally impossible to a phonograph. Mr. Edison’s three
years' work in perfecting this instrument have not been in
valin. It is different, it 1s masterful—above all it Is musi-
cal.

How many homes in your city does this new instru-
ment open up to you for actual new sales? Communi.
cate with your jobber or with us,

m—\l 103 LAKESIDE AVENUE
' a&»m. Orange N.J.

L T
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“We expect to push the sale of the Edison Blue
Amberol records and the Edison Diamond Amberols
with renewed vigor, and are at present investigating
several new methods of sales exploitation in order to
find those best suited to this produet.

“Such methods as test out satisfactorily will be
submitted to the trade in due time. We expect to
make an unusually vigorous campaign—commencing
during the coming season,’’

Too Full of Argument to Sell.

HERE was once a phonograph dealer whose men-

tality was cluttered up with arguments, He was
muscle-bound in his mind.

Whenever a customer came in to be shown, Mr.
Dealer turned on the conversation. e called special
attention to the fine old Circassian walnut in the
cabinet and less stress on the graceful lines,

Then he would open up the phonograph as if he
were going to take it apart. e would call over the
customer and hold a clinie, going into every .phase of
its anatomy,

Every time the customer started to say something
he would interrupt with, “*Just a minute, please,”” and
then he would be off on another discourse; this time
a technieal rhapsody about motors,

Following which came several speeches from Mr.
Dealer on the subject of acousties. Overtones and
timbre were all mixed up in the customer’s mind and
he was looking for a chance to break away and come
up for air.

Suddenly Mr. Dealer was called away to answer a
‘phone eall. The customer beckoned to an assistant.

“Do you know how to work this phonograph?”’
said he.

The assistant allowed he did,

““Then make it play something,’
tomer.

Mr. Dealer was gone quite a while and he didn’t
see the smile of appreciation that broke over the cus-
tomer’s features. When he finally came back, he
found that the assistant had made a sale and had the
money in the cash drawer. Also, he found a note left
by the customer. It read:

“1 came here to get a musical instrument, not a
eross between a mechanical top and a piece of furni-
ture. Your assistant helped me to find what I
wanted.”’

Moral : Hearing is Believing.—Phonograph Month-
ly.

)

urged the cus-

Right of Manufacturer to Fix Prices,
AT the annual dinner of the Eastern Talking Ma-
chine Dealers’ Association in New York, Dr. Lee
Galloway, professor of Commerce and Industry of the
New York University School of Commerce, Accounts
and Finance, gave an address on the *‘Principles of
Price Maintenance.”

In support of his arg that manufacturers
have an inherent right to fix the resale price on a
trade-marked and advertised article of his manufae-
ture, Dr. Galloway said: *‘The manufacturer who
spends millions of dollars in advertising his goods to
the public creates, as we say, in the minds of the public
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a disposition to buy and to trust the concern which
makes them. An important part of the advertising
and an important element in establishing good will is
the fixed price which is put upon the article. The
community began to associate a certain article with a
certain quality at a certain price. The right to this
favorable social impression is regarded by the manu-
facturer as a good will property right, and he eclaims
that when he disposes of his goods to the retailer he
cannot in the nature of the case transfer to him also
the right to dispose of or sell his reputation or good
will at the same time. Therefore he wishes to divide
the idea of possession which accompanied all goods,
namely, the property right in the physical goods and
the property right in the good will, The first of these
he is willing to sell to the merchant, but the second
he is unwilling to surrender unconditionally into the
hands of any other person than himself. Thus he
claims that when he sells a razor or a watch with his
trade-mark on it, he is not giving the merchant abso-
lute title to all the property rights connected with it,
and hence maintains that he should be permitted to
name the resale price to the merchant. In this way
the manufacturer can protect the name of his adver-
tised goods against the price cutter, who, by selling it
lower than advertised prices, creates an impression
that the quality of the goods is not as advertised and
80 destroys the good will of the manufacturer.

““The whole question of price maintenance is close-
ly associated with advertising. No man can afford to
put a brand upon his goods and then spend millions
of dollars in advertising if he is making a poor com-
modity and expects to remain in business. Every dol-
lar he thus spends is advertising inferiority rather than
establishing for himself a valuable property right and
good will. Advertising in its early stages was almost
a synonym for sharp practice merchandising, and the
patent medicine advertisement was a type which was
very prevalent. However, with the inerease in trade-
marked goods, advertising became more dependable,
and to-day few reputable magazines would dare to take
advertising which was palpably frandulent. Thus the
trade-marked goods have not only established stand-
ards for the consuming public, but they have set
standards for the advertising world. The special bar-
gain, the fire and removal sales, ete., which have built
up the fortunes of many big department stores and
their like, are to-day briging these stores more and
more into ill-repute with the publie.

““Thus we prediet that within a few years laws will
be proposed and passed which will define fraudulent
advertising, and severe punishment will be meted out
to those who attempt to build up a business on the
ignorance of a credulous public. And when this time
comes, we will see more plainly than ever the part that
the standard trade-marked goods are playing in ele-

vating business ethics and ereating a broader field of
dabl "

o1 A
cial dey

The Montelius Piano House, Ltd., who have two
piano stores in Vancouver, last month conducted an
extensively advertised fire sale as the result of a fire
in their warehouse in November,
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The Hub of
Your Summer Trade

san be
TYPE NO. 28
(13 Yo 99
1taphone
TO RETAIL AT $28

Equipped with Baby **Music Master™ horn
$10 extra.

Vitaphone Type No. 28

IT'S SUITABLE o Wl
CAMP, SUMMER Motor can be wousd oime ‘playing
COTTAGE, OR CANOE on b gt g il

W

th This New Vitaphone Idea

you can round up the dance trade that will be a ljve proposition
right through the Summer, The \'i(.‘lphom‘ is the one ideal instru-
ment to furnish dance music,

Vitaphone type 28 equipped with horn
instrument, but the big sound is still bigger for special dance

occasions.  Remove the horn and it again becomes a cabinet
machine so much in demand for home use.

y is still the little portable

The price $28 (retail) enables everyone to own one plays any
disc record whether needle or sapphire, or whether from outer edge
to c2atre, or vice versa. Neither time, tools, nor skill necessary to
to change from one kind of record to the other, By simply altering
the position of the diaphragm with thumb and finger the operation is
complete.

Wood Tone Arm and Stationary Sound Box produces

A sweet resonant sound with an entire absence of surface noise or
scratching,

Write for Terms and Discounts,

The Canadian Vitaphone Co.

LIMITED
156-160 John Street

TORONTO - W. R. FOSDICK

General Manager
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HANDLING COLLECTIONS OF

ACCOUNTS.

By Benj. Switky.
Wllll B deploring the inroads wade

fitable cash business by the tempting instalment

indueements held out, the objeet of this diseussion is
to deal with collections,  Still, one cannot discuss eol-
leetions without pointing out that difficulty in colleet-
ing is the direct result of reckless extension of credit.
Reckless extension of eredit ineludes selling on long
time even to people who can be elassed as good risks.

INSTALMENT

pen good, pro

Most stores seem too anxious to write up a 200 or
$300 -nmlml Just beeanse it makes a good showing on
the da) On the other hand, in the effort to
nunuun.l themselves with the comforts and the plea-
sures of life, many individuals and families forget to
ask themselves whether they ean really afford these
things which they are buying.  How many of them,
when they are about to sign a contract for a piano, or
a talking machine, or a fine parlor suite, ever stop to
realize that they are placing a mortgage upon their
humble earnings—and that the mortgage is to run for
a period of one, two or three years? How many per-
sons ean confidently elaim that they will meet their
payments regularly and honorably during one, two or
three years without interference from unexpected mis-
fortune sueh as sickness, unemployment or other un-
foreseen causes?

Although the work of colleeting does not bhegin
until after the deposit is taken and the goods delivered,
nevertheless it is part of the work of colleeting to have
at hand certain data that will help to throw light on
the aceount.  For this purpose | wounld suggest that
every dealer provide himself with a quantity of “‘ap-
plication branks —a regular printed form, which can
be made up very cheaply,  (Specimen application
blank follows.)

APPLICATION BLANK.

(No Contract executed with a minor.)
Name in full
Residence How Long!
Former residence How long!
Business address How long!
Married or single

Goods desired

s sheets.

Terms .
References:

Remarks :

The application blank, after being carefully filed in,
should be pinned to the signed contract. In many
cases, when an account becomes uncollectable after a
year or two, particularly if the party has removed,
you ean trace him through friends who knew him at
the old address, or through business associates, ete, If
your customer is married and has children, you can
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loeate their new whereabouts by inguiring of their
playmates, or get the information at the public school
which issued the transfer to another school

Furthermore, in the course of verifyving the faets
and references given vou will get a pretty good idea
of the character and veracity of the applicant,

At the time of signing the contract you should im-
press on your eustomer the fact that the instalments
are payable at your store,  Tell him that you have no
ular collector, first of all becanse of the expense,
and secondly, becanse you wish to proteet him against
the ingquisitiveness of his neighbors, who might gossip
abont the eollector’s visits.  Impress upon him, how-
ever that you will be after him should he allow his
payments to lag,

Keeping Track of Payments,

Besides your regular method of hookkeeping you
must have a system by which the names of customers
will be brought automatically to your attention on the
day when the payment falls due.  For this purpose 1
wounld suggest that you or your hookkeeper have on
the desk a little ealendar pad.  You can obtain one
from your stationer for about fifteen cents. The pad
is mounted on a metal stand and fastened by a serew,
There is a separate leaf for each day of the year. Each
leaf has on it the day and date, with a blank space
above for memoranda.

Every time that a new account is posted in the
ledger, the name should also be entered on the pad as
follows: Say the sale was made on Monday, Jannary
8, .nnl payments arve to be weekly., Write the cus-
tomer’s name on the leaves ol the pad bearing the dates
of Tuesday, January 1: and Febroary 3, 10, 17
and 24, After that the entries on the pad need appear
enly twice a month, say about the tenth and twentieth,
In this way you keep close wateh on the accounts for
the first two months.  They cannot be overlooked.
When a payment is past due a statement should be
sent.  When two payments are due together, the eus-
tomer should have his attention ealled to the faet.
Ordinarily, it is not necessary to send statements to
weekly accounts, except as a reminder,

Accounts payable monthly should likewise he en-
tered on the pad, unless the payment falls due on or
about the first of the month. The presumption is that
all accounts in the ledger are reviewed monthly on the
first, at which time statements are mailed,

Method of Collection.

As previously stated, it should not be necessary to
ineur any expense other than stationery and postage
in colleeting the bulk of the accounts. 1 find too
many dealers neglecting their stores in order to eall
on accounts, ninety per cent. of which could be
handled from the office.  Others, again, employ irre-
sponsible collectors, placing themselves at the merey
of poor devils whom they cannot afford to pay liber-
ally because it eats too deeply into the margin of
profit,

Many a time | have heard the remark, *‘It’s no
use, you've got to go after it.”” True. The man who
does not look after collections aggressively has no right
to do instalment business, for he cannot get results,
On the other hand, a man cannot devote most of his
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WE

syt L MONTAGNES & CO, r2sm

PEALERS  RYRIE BLDG.  vongrssworen TORONTO PEALERS

GENERAL CANADIAN HRI'“I(NI‘.NTATI\'I‘:h

LUDWIG HUPFELD, Limited, LEIPZIG, GERMANY

MANUFACTURERS oF
Orchestrions, \'ioliu-l’innnn. l'hulmliuzt-\'iulilm. Automatic Player Pianos,
Grand and Upright, Artists’ Rolls for 88 Nofe Player-Pianos.

THE ORCHESTRION

Herewith Ilustrated THE HELIOS 1R 37,

is one of the most attractive in the Hupfeld line and s one
that music dealers should get full particulars about,

Oak Cabinet with projecting temple and lighted figure., Special side
carving, bevelled mirror and two pair of sconces.

Equip nt.—Overstrung Piano, soft and forte pedals, crescendo
¥ and decrescendo, all expression is obtained through the pneumatic Piano
l Player, and not direct from the hammer rests, Wonderful Mandolin effect,

Flute resister. Violins, Flutes and Cello with crescendo and decrescendo
Chimes, Beating instruments consisting of Bass Drum, Cymbals, small Concert Drum, soft and forte,
The Violin and Flute register can be made to play imlvpcndenll). thus adding to the charm of the effect,
It desired the Xylophone can be added to the equipment,

Meast REMENTS—Height about g ft.; Width about 6 ft.; Depth about 3 ft. 10 in,

We are direct Importers of Musical Instruments and Musical Merchandise of all
kinds and have the exclusive Canadian representation of a number of leading German,
Austrian and French factories.

Brass Instruments.— We carry the high-class productions direct from the factory
of F. X. Huller of Graslitz, Austria, the only firm privileged to use the Austrian
coat of arms, which is a proof of high quality.

Violins.—You can meet any requirement from our stock, which includes such reliable
makes as Hermann Todt of Markneukerschen, the leading violin centre of the
\Vnrld.

Phonograph Needles for every make of needle disc. Put up for the retailer in
packages of 150 and boxes of 200 and 300. Write us about the best value in
needles ever offered to the Canadian trade,

High-Class Strings for all stringed instruments, including such reliable and well-
known makes as “ Herold" and ‘“Cloister.”  To use them once is to use
them always,

For Fall Delivery Orders Should Be Placed With Us Now

Talk With Us About Your Requirements For Fall Trade
—__8 About Your Requi
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time and energy to colleeting alone, e must find
time to look after the selling. I have known dealers
to go out collecting while leaving a boy or girl of
about fourteen or fifteen years in charge of the store,
These may serve as monitors, but they eannot sell,

The time for you or your clerk to call on the de-
linquent payer is after the postal service has failed to
bring you results. Nor do I favor unnecessary letter
writing. When a monthly payment falls due, or a
weekly payment is past due, send a statement. The
name of the weekly payer should be entered on your
memorandum pad so that your attention will be called
three or four days later. The monthly payer shonld
be allowed a week or ten days, and entered on the pad
accordingly. (Some dealers use o card system, advane-
ing the card from one space to another; but often the
cards are accidentally misplaced and confusion re-
sults.)

If the remittance has not arvived within the time
allowed, mail another statement showing the amount
of payments due. On the statement write: ““Second
request,  Please remit.””  Allow from three to five
days. If even then yon have received no remittance,
mail another statement, on which you write: “‘Final
request.  Unless remittance is received by return mail
we shall be obliged to take action.”” This third state-
ment should be sent by registered mail.  Mark your
envelope so that the post office will send you a card
showing the signature of the addressee.

Fifty per cent. of the delinquents yield to the “‘sec-
ond request’” statement. Of those cases requiring reg-
istered “‘final request’’ statements I have found that
positively nine out of ten respond with a remittance,
The receipt of a registered letter, also the fact that
they are required to sign the return card, impresses
them with the seriousness of the whole matter, You
will find some of them waiting for you when you open
the store the following morning.

So far it has cost you either two, four or sixteen
cents to obtain the remittance. In the last case, it is
still cheaper than spending time and carfare,

Handling collections by mail 1 have found to be
better in many cases than through collectors. Personal
contact with the debtor makes it hard for the collee-
tor to deal sternly with some cases, and gives an un-
scrupulous customer a chance to jolly or impose on
him,

While T do not advocate harshness or heartlessness
in handling instalment collections, nevertheless, in
view of many experiences, I think it well that you emu-
late the proverbial landlord in the matter of exacting
prompt payment. It is no uncommon occurrence for a
collector to make fifteen calls and find only five “‘at
home.””

Once we lost track of a customer, Statements were
returned by the post office marked ‘‘removed—ad-
dress unknown.’”  After diligent search we located her.
She had changed addresses twice in the interval and
now lived on the outskirts of Brooklyn. Of course she
was glad to see us. She claimed to have worried great-
ly because we did not call, although she overlooked
notifying us of change in address, She admitted that
her husband was a motorman, but she could not pay
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anything that day (Friday). However, she very gen-
erously explained that if we would call every Thursday
afternoon hetween one and three o'clock, when her
hushand came with his pay, she would give a dollar
regularly every week hereafter. To quote the lady
herself :

“*Me moike, he gits paid ivey Thorsdy; an’ thim as
calls on Thorsdy afthernoon between one and three
o'clock gits ther money.”

As it was impossible to make a special trip every
Thursday, 1 suggested to the lady that I would send
her a quantity of self-addressed stamped envelopes
with her name written on the back, and requested that
she put a dollar in an envelope every week and have
Mike mail it between one and three p.m. Thursday. 1
also instructed her to wait for a receipt for each dollar
before sending the next one.

It is a good idea to inclose a self-addressed stamped
envelope for the next payment when mailing receipts.
This will often facilitate prompt remittance,

Just a final word about professional pullers and
collection ageneies. Most of them are either erooked
or incompetent, and some of them both,

MARITIME DEALER VISITS ONTARIO FAC-
TORIES

H. V. Smith on Annual Trip West,

Mr. I V. Smith, of Smith & Smith, Sydney, N.8.,,
recently spent a couple of days in Toronto, where he
was registered at the Queen’s Hotel.  After a visit with
the Toronto firms with whom he does business, Mr.
Smith left for Chicago, visiting the Karn-Morris Piano
and Organ Co,, Ltd., at Woodstock, and the Sherlock-
Manning Piano Co., at London, on the way. e pur-
posed returning home hy way of New York and Mont-
real.

Mr. Smith, who pays a yearly visit to the firms
whose agencies he controls, was a little later than
usual this year, but saw the portion of Ontario through
which he passed at its best. He purposed being home
in ample time to make preparations for July and
August—the best months for doing business in his ter-
ritory,

The laying off of many hands at the large steel and
iron works has affected piano trade in Cape Breton,
stated Mr. Smith, but he reported a wonderful devel-
opment in talking machine trade, his firm having the
local Columbia agency. The Grafonola has proved a
favorite with employees of the coal mining and iron
companies and the large number of Scotch and people
of Scotch descent has been an influence in the record
business. Mr. Smith is personally impressed with the
value of the talking machine as a means of bringing
up children in an atmosphere of music and to make
them appreciative of their homes.

Player piano business, Mr. Smith stated, had not
yet assumed important dimensions in his territory be-
cause of the people not being educated to pay the
amount the instrument represents and because his
firm had been loth to feature them until they were
able to have one of their own men thoroughly informed
on player construetion.
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: NEW RECORDS

Advauce lists
for July

[ SIS
BLUE AMBEROL REGULAR—65¢.
2325 Fourth of July Patrol (with Chorus)
New York \Ilmu\ Band
2326 Fourth of July at Punkin Center (Stewnrt)-—Talking

Cal Stewart

Favorite Atrs from Ernani (Giuseppe Verdi)
Bdison Light Opera O
Orchestrn accomp
I Love the 1, (Jean Schwartz) Irving Kaufman
Tonor, orehesten aocomp
2820 Gippsland Mareh (Alex. 1. Lithgow)
New York Military Tand
B0 Lawve's Hesitation—The Boauty Shop (Chas, J. Gebest)
Hizabeth 8 d Vernon Archibald
Soprane and barit oy

& Rock . Ix Taby to M (Webh Long)

eretenor, orchostea accomp.

'u-\"ILhI Bay (W Willinms)
Helen Clark mnd Emory 1

and tenor, or

On With the

Will Oakland
2082 On the 1 mkx ol
Randolph

Contralto
S5O With the Old Love

arroll)

Walter Van Lirunt
Tenor, orchestra ace
2334 Hesitate Me Around, 1511 ¢ Malvin I ranklin
Arthur Collins and Byron G, Hartan
mic duet, orchestra aecomp.
2385 He's \\wll\lm. in the Movies Now (Henry Lodge)
Billy Mu
Comie song, orehestra recomp
2336 In the Heart of the City that Has no Heart (Joseph M. Daly)
nd Irving Gilletu
ontralto and tenor
8 Ihe Wodding of {he Rose
ndard Orchestra
2338 Norah MeNamara (1 O'Har Bugene Bmmett

Fenor, orchestra

ceomp.

283 () Truamerel (Schumann); (b) Romance humunn)
as lircoskin
Violin
340 Sans Rouci—Maxixe Bresilienne |\Hlnu N. Groen)
National Promenade Band
‘or .IuyutlIL
ZHL A Farewell |.\‘umm1 Lide

|1nuv\ 1
nor and chorus

Randolph and Chorus

Heve Me if All Those Endearing Young Charms
(Thomas Moore) Kitty rger
Har th
13 Passing of Salome—Walts Hesitation ( Archibald Joyee)
National Promenade Hand

For .lml in

11 On the Shores of Italy ( Kk Glogau
Albert H. Campbell and Irving Gillette
nor duet, orchestra accomp

Oleott's

hameen Dhy

46 Dream Girl i
3 Reed Miller

Mine—Chauncey
Cuss )

Freeborn
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12 INCH BLDI I-A.IIL DOUBLE-DISC RECORDS—$1.50.

\abid Carmen (1 Overture  and Intermezzo,  Columbia
Bymphony n-.tu~lvx Fellx Weingartner, Conductor
LAArlestenne Suite (Blzet),  Prel and Adagictto, «

lumbia Symphony Orchestra, Felix Welngartner, Con
duetor
10.INCH leLI.DIIC RECORDS—85¢.
VIGET Southern Zephyrs ( Loy Prinee’s Orchestra
Warbler's Farewell ( |.‘|um.. George Stehl, Violin; Mar
shall . Lufsky, Flute, and Charle chuetze, Harp
Summer (Chaminade),  Walter  Lawre Boy-Soprano
Orchest t
A Spring Morning toral) (Carey).  Walter Law
renee, Boy-Boprano,  Orchestra accompaniment
VIGZN Through the Panama Canal (Von der Mehden), Prince's
Liund
From Ocean to Ocean (Smith), Prinee's Tun
\l " It You Can (Noel),  Alexander Prince, Con-
Roses (Lavalle), Pletro Deiro, Accordi
(Devonne),  Marry  MeClaskey, Tenor,  Orp-

ipaniment

Callin'? (Caro Roma)

o Orchestra accompaniment

12.INCH DOv‘Ll-Dllc RECORDS—§1.25.

Medley of Old K& CArranged by M. Smifth)

Prince’s Bund
A

Frank Coombs

One-step

Kitty e kn\ll'llﬂ/.lu:tnl Hesitation-Waltz w's Band
A6l Joan S yer Maxixe (Stagliano) Prin
Al \Iwm-l for Dixie Land (Cobb) « Prinece’'s
nd
AGGG2 llu ln\\ll Walk ( Burope nd Dabney) Prince’s Band.
stle's Half and Half (Burope and Ilulmn\i Prince's
A LN H ‘st le Innovation Waltz) (e Mesquita)
Prine Band
Pepper Pot (Ivers). One-step,  Prince’s Band.
c CORD:! 3
AGE2 Whe | fyr Mrs. Rip V Winkle? (Bryan
and Fischer),  Bily Watkins, Tenor. Orchestra ne
compuniment
Follow Up the Rig Brass Band (Reed) Peeerless Quar-
tette Orchestra accompaniment
IG5 He'd Push It Along (Abrahams), William Halley, Dari-
tone aecompaniment
They Don't Any More (Puck). Willlam Halley
Baritone wehestra accompaniment
A 1536 Harmony herman), ‘eerless Quartette.  Orches-
it

nes (Carroll) bert Campbell, First

Burr, Second Tenor.  Orchestra ac-
npaniment
\ \ngelus is Ringing (Young and Grant), Peor
less Quartotte. Orchestrn accompaniment
Inthe Valley of the Moon (Branen), Helen Clark, So
prano, and Henry Burr, Tenor. Orchestra accompa
ment
ALGEE Mo {ha Mandy Lee (Mills). Arthur Collins, Baritone, and
ron G, Harlan, Tenor,  Orchestra accompaniment
When 'n.v\ Christened Brother Johnson's Child (Tracy
and Jentes).  Peerless Quartette. hestra accom-
paniment
VIGEE 100 Were the Ocean and You Were the Shore and
Wells). Henry Bure, Tenor. Orchestra aceompani
ment
Just a Little Bit of Green (Branen and Lange). John

leyer, Baritone

stra accompaniment

F. Minnegan’s opening was well attended by
lacehurg citizens, who greatly admired his stock
of pianos, talking machines and sewing machines. Tis
phonograph recital was gr atly appreciated.

Tenor, orchestra muump
2846 He'd |I:n~ to Get 1 et Out and Get Under Medley
urkey Trot National Promenade Band
w 4Iuml|lL
2347 Chicken Reel (Jos. M. Daly v Edward Meckoer
Coon song, o ccomp,
2348 Pepper Pot One-step (Harold l\-. )
National Promenade Dand
‘or_dancing
Six Blue Ambero! ‘locorlll— By Homer 65 ch.
If Your Heart Keeps Right (1 I\ Ackley)
I Walk With the King (13 Ackley)
,\Inﬂ\ll'\ Pray ) D. Ackley)

(
H. Gabriel)

ed I
4 Some hw!\ Cares 1![..m: r Rodeheaver)

23

COLUMBIA RECORDS FOR JULY.

n.nc% SYMPHONY DOUBLE.DISC RECORD!

1.50.
1 Th n Has Raised Her Lamp Above (Benedict). Mor-

I l\ll ton, Tenor, and Louis Kreidler, Bariton
In Hsk, with orchestra,
The lmﬂ Watch (Pinsuiti) Morgan Kingston, Tenor
In English, with orchestra
12.INCH SYMPHONY SINGLE.DISC RECORDS.
36883 Will Ye No Come 'k Again? (Nairne) \lmmn:l \\mu!
row Wilson, Soprano. In English, with orchestr
12.INCH § ONY UBLE. CO! 3
AGBAN 1 lur||n||| (Bellind).  “Suoni la tromba” (Sound the Trum-
fector Dufranne, Baritone, and Henri Secott
l.u~~ In Italian, with orchestra.
Thais (Massenet) “Voila done la terrible eite” (Behold
the Terrible City) lector Dufranne, Baritone, In
French, with orchestra,
10.INCH BLUE L DOUBLE.DISC RECO; 1.00.
1552 Prolude t (||: Deluge  (Saint-Saens) Arthur Gramm

Spanish Dance (Rehfeld). Arthur Gramm, Violinist

Our New Better-Class Songs

are constantly coming in fresh
from winning success in the
concert halls of Britain,

New Songs, Piano Music,
Violin and Organ Music, An-
thems and Choruses in great
variety. Liberal discounts to the

trade.
Sole Agents for Edwin Ashdown, Ltd., Enoch &
Elkin & Co. Leonard & Co., and othér English houses

Anglo-Canadian Music Co.

144 Victoria St. - . Toronto
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TALKING MACHINE COMPANY AND PUBLISH.
ERS CROSS SWORDS IN INTERESTING
TEST CASE.

The recording of * Where My Caravan Has Rested,””
the well-known song by Hermann Lohr, on dise records
for talking machines, has been the hasis of a test case
in London, England, and around this legal action has
centred a great deal of interest hoth in musie publish-
ing and talking machine eireles, In this aetion an
injunetion was sought by Chappell & Co., Ltd., plain-
tiffs, to restrain the defendants, the Columbia Grapho-
phone Co. from infringing the plaintiff’s copyrights in
the song above mentioned.,

The defendants alleged that the song was first pub-
lished in 1910, and that in Mareh, 1913, they gave the
plaintiffs and Hermann Lohr notiee of their intention
to make graphophone records of the song; that the
notiee was given in the manner required by the Copy-
right Royalty System; that in conformity with such
notiee had the musie recorded on dise records in the
form of an orchestral accompaniment of the said song
and had paid in the preseribed manner the royalties
required by the copyright aet, in respeet to all dises
sold by them; that for the purpose of recording an
orchestral accompaniment the defendants purchased a
copy of the song with piano acecompaniment and eaused
a manuseript orchestral arrangement to be made there-
from, and that the said musie had not been published
before in the form of an orchestral accompaniment;
that the making of a manuseript orchestral accom-
paniment was reasonably neeessary for the purpose of
recording the musie with orchestral accompaniment ;
and that the plaintiffs were well aware of what the
defendants were doing, and the former had acquieseed
in the making of records.

The solicitors for the plaintiffs econtended that al-
though the defendants were entitled to make records of
the song the latter were not entitled to make a manu-
seript orchestral accompaniment which was a clear in-
fringement of copyright.

The solicitors for the defendants elaimed that the
defendants were entitled to make records and to make
reasonable alterations to suit particular instruments,
and that what they had done was reasonably necessary
to produce the proper results in records and was not an
infringement of copyright.

In granting the judgment asked for by Chappell &
Co., Ltd., in brief Mr. Justice Neville said this:

The adaptation of the song with piano accom-
paniment for an orchestra in a written score would
in itself be an infringement of copyright. Does
the purpose for which the copy was made exon-
erate the defendants? The act gives a limited right
to the author or owner of a musical work in re-
speet of records created for the purpose of
mechanieally reproducing musie. In the case of
an assignment before the aet of 1911 this right is
given the author and not the assignee. Assuming
what the defendants have done to have been no
infringement of the author’s right in respeet to the
record can that alter or limit the right of the
assignee to the protection for the musical work
which vested in him at the date of assignment?
1 do not think it ean. The act of 1911 does not
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purport to affeet or diminish the copyright of the
assignee and 1 think that such vight is not altered.
Therefore the plaintiff’s action should suceced, and
they are entitled to the velief they ask for, and to
the costs of the aetion,
EDISON DEALERS AND DISTRIBUTORS TO RE.
CEIVE LEGAL PROTECTION.

Suit Entered by Victor Company in the United States.

“We stand ready to asswine the defense of any pat-
ent suit brought against any jobber, dealer or user,
based upon the sale or use of any of our dise phono-
graph apparatus,”” states Thomas A. Edison, Incorpor-
ated, in a letter to the trade, which was issued in reply
to a eireular letter sent out by the Vietor Talking Ma-
chine Co, of Camden, N.J., announeing that they had in-
stituted legal proeeedings in the United States against
Thomas A. Edison, Incorporated, for alleged patent in-
fringement.  Other companies are also heing proceeded
against,

The Edison letter to the trade, signed by Mr. C. H.
Wilson, viee-president, dated May 26th, is as follows :—

““Our attention has been called to a eirenlar issued
by the Vietor Talking Machine Co., under date of May
the 20th, 1914, and addressed “To the Trade.’ It con-
tains a statement to the effeet that the dise phonographs
and attachments for playing lateral eut records put out
by this Company are infringements of three United
States patents upon which suit  has been brought
against this Company in  the United States Distriet
Court for the Southern Distriet of New York.

““We wish to assure the trade that a careful examin-
ation of these three patents has been made by our Pat-
ent Counsel, and that in his opinion there is no basis
whatever for any charge of infringement by reason of
the use or sale of our apparatus. Jobbers and dealers
should not be alarmed or misled by any eireularized
setatements of this character, and in case of any suit
being brought against them or of any threats being
made, they should immediately communieate with us.
we stand ready to assume the defence of any patent
suit brought against any jobber, dealer or user hased
upon the sale or use of any of our dise phonograph ap-
paratus.”’

BRAMPTON PIANO MAN BLREAVED,
Daughter of Mr, W. K. Elliott Deceased.

It is with sincerest sympathy that the many friends
in the trade of Mr. W. K. Elliott, the well-known musie
dealer of Brampton, Ont., learn of the bereavement in
his family. The death oceurred at the home of Mr. and
Mrs. Elliott of their daughter, Mrs. Alice (Allie)
Evans, wife of Mr. Craig Evans, manager of the Union
Bank at Hagersville, Ont.

Mrs. Evans, who was a graduate nurse, had been
married less than a year, and added pathos surrounds
her untimely decease in view of the skilful assistance
rendered to so many grateful patients during the prae-
tice of her profession. She died of pneumonia, and was
only in her twenty-seventh year. Besides her parents
and husband, the late Mrs. Evans is survived by one
brother, Kenneth Elliott, in Saskatoon, and two sisters,
Mrs. Birss, of Brampton, and Miss Mae Elliott, at home.
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Three Willis Characteristics
Guarantee the Willis Agency
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—The Tone
—The Name
—The Durability

Most pianos and players offered you look fine—
else they would not sell. But anyone who has an ear
for music will readily recognize the rare quality of
pure sweet singing tone in WILLIS instruments.

Yet no matter how little visitors to your show-
rooms may know of piano tone, they know the WILLIS
name and have confidence in it.

The instrument as you place it in your customer’s
home endures —tone, case, keys, action, strings are
chosen to last a lifetime, and all the while giving plea-
sure and absolute satisfaction.

We are also sole Canadian rep-
resentatives for the celebrated

Knabe Piano

WILLIS & CO., Ltd.

Head Offices

Y &
The Crest

of
Quality

580 St. Catherine St. West
MONTREAL, QUE.

Factories
ST. THERESE, QUE,

The Crest
of
Quality
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Montreal Letter

Movement to Repeal Early Closing By-law—Posters
May be Taxed - Business Little Below Normal
But Outlook Bright—Personal Items,

USINESS with the retail piano dealers for the past

month has been a series of flurries, A fair demand
would suddenly eome up and then would eome a lull,
and the loeal manufacturers have heen working very
hard to keep the output up with last year’s. Just now
better feeling is in the air, and some dealers report that
within the past week orders have been coming in with
more aetivity than for some time. Even with this de-
mand business is somewhat helow the normal, but the
outlook at present is brighter than it has been, A feel-
ing of confidenee exists, and it is to be hoped that this
will inerease and that June will prove to be a better
month than the opening days would indieate,

The “Martin Mareh’” is the name of the latest com-
position whieh has appeared in the musieal world, At
the sitting of the Board of Control recently, the eity’s
chief magistrate reecived two copies of the march, on
the front page of which was the smiling likeness of
Montreal’s Mayor. His Worship handed it over to Con-
troller Hebert, who is a musician, for trial, but as no
piano was available, and as the words were lacking, the
musie, which was composed by Mme. Irma Poirer, was
not heard, There will probably be a demand for this
musie at the open air band coneerts in the eity parks
this summer. His Worship was undoubtedly pleased at
the honor done him, and everybody will now he anxious
to know what the mareh is like,

Believing that the loeal storekeepers themselves
would appreeiate such a change, Ald. Thos. 0'Connell
prepared  for submission to the council a  motion
usking for the repeal of the early closing by-law.
If the wmotion ecarries, and  Ald. O’Connell has
canvassed  his  colleagues  with  favorable results, it
will mean that all stores throughout the ecity may re-
main open on Wednesday and Thursday evenings with-
out fear of prosecution. It was at the earnest request of
the Retail Merchants’ Assoeiation and other bodies that
the council about three years ago decided to adopt a
by-law making early elosing on the evenings of Wed-
nesday and Thursday eompulsory. Efforts were later
made to inelude Friday, and an energetie campaign to
bring this about was launched by the Early Closing As-
sociation. The proposal was not adopted, however, and
now Ald. 0’Connell wants a return to conditions which
existed before the present early elosing by-law went
through. The early elosing by-law will affeet between
fifty and sixty thousand elerks in Montreal stores.

The Legislative Committee of the Montreal City
Couneil is to study the possibility of placing a one-cent
tax on all posters displayed, with the object of obtain-
ing profit from amusements. The suggestion is being
transmitted also to each alderman with the objeet of
having the question thoroughly studied, the idea being
to place the funds thus obtained at the disposal of char-
ities in this eity, and thus relieve the city budget of an
item that each year runs into thousands of dollars.

The Montreal Board of Trade is taking no part in
the proposed amendment to the bill now hefore Parlia-
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ment to prevent misrepresentative advertising, nor has
the subjeet heen before the couneil.  Several Boards of
Trade throughout the Dominion, however, have dis-
cussed the matter, and eome to the conelusion that the
hill does not fully meet the requirements of the situa-
tion, The amendment suggested, drawn up by Ameri-
can advertisers, will so provide that practically every
kind of printed matter will come within the scope of
the law, and anyone who issues any statement, whieh is
untrue, with a view to inereasing the sale of an artiele,
is liable to a misdemeanor.

No better indieation ean be given of the degree of
popularity to which the Willis pianos have attained
than the increasing number of sales recorded daily.
The numerous additions to their manufacturing faeili-
ties from time to time demonstrate the piano-buying
power of the publie,

At the reeent annual meeting of the Montreal Asso-
ciation for the Blind, Mr. Philip E. Layton was re-eleet-
ed a member of the executive.

“With the large number of people invading their
country homes, there is no denying the fact that it in-
ereases the demand for Columbia Talking Machines
and records,”” said the Canadian Graphophone Com-
pany, “‘and we can safely say that we are on the thresh-
old of as profitable a swmmer business as we have ever
seen.”’

C. W. Lindsay, Limited, recently sold a Wurlitzer
Motion Pieture Orchestra to the Empire Theatre, Ot-
tawa, which plays twelve different instruments at the
will of the musician. This is the first of its kind to be
used in Ottawa, and those who have heard it are unani-
mous in praising it. The Wurlitzer Motion Pieture Or-
chestra combines a regular piano with the different in-
struments that make up an orehestra. C. W, Lindsay,
Limited, are representatives in Eastern Canada for the
Waurlitzer Motion Pieture Orchestra,

William Lindsay Leach, eldest son of W. H. Leach,
recently graduated from MeGill University with the
full-fledged title B.S.C.

“We are looking forward to coming days with pleas-
ant anticipation,”” said Gervais & Whiteside, **Our May
business was all and more than we expeeted, and shows
what can be done in the way of handling an A1 produet
such as Karn-Morris instruments,”’

““‘Business is improving,”’ said Layton Brothers,
““and the past month with us has been a good one, espe-
cially in our Player Department, and with the usual
large contingent of June weddings and our large pros-
peet list on hand we have enough to keep us busy.””

Hurteau, William & Company, Ltd., are eondueting
one of their Piano Club Sales with good success.

W. H. Leach, of the Leach Piano Company, has de-
veloped a eraze for antiques and ancient paintings and
studies of art, and has gathered together a representa-
tive eolleetion of both, one that would do eredit to an
expert and old experienced collector.

C. W. Lindsay, Limited, have purchased a site in
Kingston, and are remodelling the store and expeet to
take possession in August when complete. The ware-
rooms, from all accounts, will compare most favorably
with anything in Eastern Ontario. The new Quehee
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Dominion

Dominion
Quality Price is
is More
Economy Economy

Ten years ago you sold a man an ““Old
Reliable’’ Piano — To-day you
can go back and sell him an
““Old Reliable’’ Player

OU could not do that with an inferior make.  But he has confidence in the

DOMINION Piano. You can present argument after argument showing ex-

plicitly the advantages in owning a player piano—how the music of the whole
world is at the command of the ordinary man and woman—classical, sacred, or

ragtime, your player prospect can enjoy it unconcerned about technical difficulties.

Following this up you can prove to him that the DOMINION Player is
simply the “Old Reliable”’ Pjano with all its merits recognized wherever the British

flag floats, equipped with the most perfect player action to be had on the market,

See about “DOMINION" territory before it is too late.

THE
DOMINION ORGAN & PIANO COMPANY, Limited
BOWMANVILLE, ONTARIO, CANADA

Manufacturers of PIANOS, PLAYER PIANOS, ORGANS, STOOLS and BENCHES
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building is also under way, the ground having been
broken. They expeet to take over the building some
time in November next.

The seleetion of a Martin-Orme piano for the heauti-
ful new Masonie Temple, possibly the most splendid
strueture of its kind in Canada, is another signal mark
of appreciation for this popular instrument which oe-
cupies a plaee of honor in a large number of Ottawa’s
institutions,

The last musieal recital of the season, demonstrat-
ing separately and in eombination the Steinway Grand
Pianola piano and the Edison Diamond Dise Phono-
graph, drew a large and appreciative audienee to the
warerooms of Layton Brothers,

The many friends in the trade of R. A. Willis, viee-
president of Willis & Company, Limited, will be pleased
to hear that at present writing “Bobh’” is able to leave
the hospital for home after an operation for appendi-
citis followed by an attack of pneumonia. With proper
care a speedy recovery is assured.

“There is a feeling in the piano industry that the
trade at large will accomplish during the last six
months of 1914 exaetly what it did during the last half
of 1913, That is, piano manufacturers are looking for
the really material improvement of the year to mani-
fest itself during the months remaining, Faetories in
practically every important distriet of the country are
gaining a little here and there, or perhaps taking on a
few hands, with that the industry seems normally ad-
vaneed for the season, and promises even more distinet
improvement as time rolls on,”” said President A, P.
Willis, of Willis & Company, Limited.

Foisy Frerves are holding their own with the Men-
delssohn produet, and report a splendid trade eovering
all lines of this make.

J. A. Hurteau & Company, Limited, are finding a
good healthy demand for New Seale Williams and En-
nis instruments, and have of late put through some nice
clean business, with a large proportion made up of eash
sales,

J. H. Mulhollin pegs away and says nothing, but is
sawing wood all the time. When the writer ealled for
his usual report, he was just about elosing the sale of a
player piano, and had just time to say ““business is not
so bad.”” Mr. Mulhollin handles Evans Brothers’ goods,

W. H. Wormwith, the well-known piano manufae-
turer of Kingston, was lately eleeted president of the
Queen’s Bowling Club of that eity.

“Our business keeps up splendidly,”” stated J. W,
Shaw & Company in a recent chat with the Journal.
““Our factory is working to full eapacity, and we note
a steadily inercasing demand for Shaw Pianos, and in
the face of such demands we are naturally decidedly
optimistie in our predictions for the balanee of the year
as regards future sales of Gerhard Heintzman and Shaw
produets.”’

C. W. Lindsay s, Ltd., new talking machine depart-
ment will soon be ready. The ever-inereasing business
of this department has necessitated its enlargement.
No money has been spared to make the new department
an ideal one, with numerous bright sound-proof dem-
onstration rooms, which offer every comfort for the se-
lection of talking machines and records,
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W. W. Bohne, of the well-known piano hammer and
string manufacturing firm of W. B. Bohne & Co., To-
ronto, reeently visited the loeal trade,

Mr. C. R. Coleman, manager of the R, S. Williams
& Sons Co., Ltd,, loeal hranch, has returned to his desk
from a eonference of his firm’s branch managers at
headquarters in Toronto,

Winnipeg Letter

Selling Staffs Working Hard—Collections Fair—
Talking Machine Business Keeping up

Satisfactorily L
PP:l(-\'IH'l'l‘:X'I' and consistent effort on the part of
selling staffs is required to get what business the
dealers are booking in piano and player sales, In this
respeet Winnipeg and vieinity probably does not differ
from other centres, and the lack of spontancity has
had no depressing effect as the dealers are invariahly
cheerful as to the early return of more favorable trad-
ing conditions. Colleetions are reported fair. The
talking machine business has kept up remarkably well,
and the past couple of weeks has brought an added
demand for outfits for eamps and summer homes. The
talking machine is now recognized as neeessary for the

complete enjoyment of the summer outing,

Mr, F. 8. Jost, Manager of the Doherty Piano Co's.
Calgary store has resigned and gone cast to engage in
the automobile business.  For the present Mr. A. A.
Hill, Manager of the Edmonton store and formerly
Assistant Manager at Winnipeg, will have charge of
both the Edmonton and Calgary branches.

Mr. Walter Porter, accountant with Winnipeg Piano
Co., visited Rochester for the purpose of consulting a
specialist in regard to a serious internal ailment.

Mr. Fred Morris, of Prince Edward Island, recently
visited the warerooms of the Winnipeg Piano Co., and
delighted his friends with one of his inimitable piano
solos.

Two employees of the loeal Mason & Riseh branch,
have reeently entered into a partnership with the best
wishes of a host of friends. Miss May Agnew of the
office staff was married to Mr. Gerald H. Steel, of the
firm’s tuning staff. The wedding ceremony was per-
formed at the Young Methodist Chureh by the Rev. A.
Whiting.

The Karn-Morris Piano & Organ Co. report city busi-
ness a8 heing quiet, but have no complaints in regard
to country trade.

Mr. O. Wagner, Manager of the R. 8. Williams &
Sons Co. loeal branch, has just returned from a visit
to headquarters at Toronto where the branch man-
agers, sales managers and officials of the company met
in a week's business conference.

Mr. W. H. Freeland, who has been in charge of the
phonograph department of the Messrs. J. J. H. MeLean
Co. for some time is now on the road with Columbia
lines,

Mr. Redmond, of the firm of the J. J. H. McLean
Co., left recently on a three months visit to his summer
home at Pieton, Ont,

Mr, E, C. Seythes, Manager of the Williams Piano
Co., Western Branch, is on a business trip to the Coast,

D
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Eight easy sellers—

WRITE FOR THE NEW DESCRIPTIVE FOLDERS

Union waix Specialties

UNION No. s, for Edison
Machines

Gold Plated, $1.50
Nickel or oxidized, $a.50

UNION
Needle Box for
Edison

Machine, any
finish. o cents

UNION

T Union Specialties double the range
§.| of your customers' machines,

UNION No. 1 enables owners of Edison Disc
Machines to play Victor, Columbia and other

similar records on an Edison. It adjusts in-
stantly and easily without alterations

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

UNION Modifiers enable the owner of any
machine to get exactly the tone desired, using a
loud needle  UNION Modifiers are a big aid in
selling new machines.

The UNION Sound Bo: new advance in tone-reproduc-
tion designed to eliminate scratching.

NEW ILLUSTRATED FOLDERS IN COLOR

Write for your copies to-day and see for yourself how
these handsome folders with full illustrations will interest
your customers and make profits for you

The Union Specialty & Plating Co.
409 Prospect Ave., N.W., Cleveland, Ohio, U.S.A.

DISTRIBUTORS —
W. Doherty Piano & Organ Co., Limited,
Calgary, Alberta, and 3ay Donald Street, Winnipeg
Fletcher Brothers, Limited,
633 Granville Street, Vancouver, B.C
Gerhard Heintzman, Limited,
4143 Queen Street West, Toronto, Canada.
Layton Brothers,
550 St. Catherine Street West, Montreal, Canada.

difier f C. Robataille
v b 3% Rue St. Joseph, Quebec
Machines
NOTICE
gn'f‘f.f.)m. ':4".'( Lo U.S. list prices quoted here
Gold Plated, $9.00 Duty extra in Canada
. Nickel, oxidized, $8.00 -

Pat Prnding
0
(open)

USUAL DISCOUNT
TO DEALERS.

UNION
Sound B x
Gold plated
$5.00,

.00,
Nickel, or
oxidized
4 00,

UNION No. «

(shown in use with
UNION Sound
Box in upper left-
hand corver.)
Gold Plated UNION
$1.00. Nickel or Modifier
oxidized $1.00 for Victor
Machines

UNION No. 2 for
Victor Machines.
Gold Plated, oo
Nickel, oxidized, $8.c0

Pat. Pemding
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Mr. W. Stumps and Mr. T. E. Callahan, represen-
tatives for Whaley, Roy ¢ Co., Ltd., Western Branch,
are preparing for their western trip.  They are antiei-
pating a good fall trade,

Mason & Risch Co., Ltd., are now established in their
new store at 302 Portage Ave. The painters and deco-
rators are very busy converting this store into most
delightful piano and talking machine parlors. Mr.
Jus. G, Whiteaere of this firm, with headquarters at Van
couver, is on a business trip to Toronto,

The Fowler Piano Co. report business as slightly
improved, but are not looking for it beecoming normal
before fall.  Mr. D. 8. Cluff, western representative of
Willis & Co., paid the company a visit during the early
part of May. Cellections are reported by Mr. Fowler
as being slow.,

The Winnipeg Piano Co. report a slight improve-
ment in sales and colleetions. This firm have just re-
ceived a handsome concert grand of the Gerhard
Heintzman make and also a shipment of the larger
styles of Columbia Grafonolas, a weleome acquisition to
the graphophone department.  The talking machine
departments reports better business in Edison and
Columbia lines, due in part to eamping preparations.

The Doherty Piano Co., Ltd,, have just received
samples of their new “*Solo™ Player, a complete player
action installed in a regular size piano case.  This
firm report piano business as not by any means brisk,
but state that eolleetions are coming in fairly well with
phonograph business keeping up well in spite of trade
depression, many campers outfits being sold. Mr.
Stanwood, Western Manager of the Doherty firm has
removed to his handsome new residenee, eor. Grosvenor
and Wilton Sts.,, Creseentwood.

Mr, Fiteh and family have returned after an enjoy-
able month’s holiday spent at their ranch in Belling-
ham, Wash. Mr. Fiteh, who is the Western Manager
for the Babson Bros. Edison Phonograph dealers, re-
ports business as being fair with his firm.

Wray's musie store are making no complaints in
regard to trade. Their old customers are finding them
at their new stand, also a number of new ones.

SASKATOON DEALERS BENEFIT BY MUSIC
FESTIVAL.

Many musical people and lovers of music visited
Saskatoon on May 25th, 26th and 27th, during which
days was held the great musical festival of the Saska-
toon Musical Association. The loeal musie houses made
special preparations for the reception of visitors, and
through newspaper advertising opened their warerooms
to them, and offered the free use of instruments for
practice,

WANTED—Piano salesman to take complete charge of piano
department, Apply W. B, Jennings Furniture Co,, 8t. Thomas,
Ont.

WANTED—A good retail piano salesman to sell in the
Ontario field. Permanent position with good salary. Apply
The Williams Piauo Co., Ltd., Oshawa, Ont.,
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COLUMBIA DISTRIBUTION IN WEST.
Western Fancy Goods Co. Enlarge Organization.
Robert Shaw in Charge of Columbia Department.

Western Faney Goods Co., wholesale distributors of
Columbia Graphophone Co’s, lines in Manitoba, Sas-
katechewan, Alberta and British Columbia, are ma-
terially enlarging this branch of their business. Mr.
Robert Shaw, of Winnipeg, well known in the west,
has recently assumed the management of the grapha-
phone department, and is already busy in an aetive
campaign to enlarge Columbia business throughout
the Western Provinees.

As the western trade knows the head offices and
warerooms of Western Faney Goods Co, are loeated in
Winnipeg, and they have had for some years a branch
at Vancouver. The Journal understands that other
distributing points will be opened up for the Columbia
line in the near future, including Saskatoon and Cal-
gary.

Mr. J. E. Williams, formerly associated with Mr.
Shaw in the talking machine business, and in which
line he is thoroughly experieneed has been added to the

Mr. Robert Shaw

Western Faney Goods Co. organization and will have
charge of Alberta Provinee with headquarters at Cal-
gary, where his office address will be at 325 Eighth Ave,
West.  He will have a staff of competent assistants in
thoroughly working his territory and in providing
an “‘immediate shipment’’ serviee to dealers.

Mr. Harley Henry, with headquarters at Ontario
Ave. and 24th Street, Saskatoon, will look after Colum-
bia distribution for the territory of which Saskatoon is
the logical distributing eentre. He will have two trav-
ellers to assist him in eatering to the wants of Columbia
retailers.

The Vancouver branch at 562 Beatty Street is in
charge of Mr. C. H. Fraser, who carries a complete
stock of grafonolas and record to give British Columbia
dealers a factory serviee,

In Manitoba a number of new Columbia agencies
have been opened up by Mr. D. K. MeCrae, who has
developed into an enthusiastic and eapable Columbia
man. Mr. W. H. Freeland, until recently with J. J. H.
MeLean Co., is also connected with the Western Faney
(Goods Co. organization.

Mr. Shaw, whose talking machine experience dates
back to the ineeption of the industry has always been
an enthusiast, and contends that every home in Canada

e
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should have this ageney of musical education. A part

of his poliey in his new capaceity is to give Columbia
dealers every possible assistance in selling as well as in
the prompt delivery of their requirements,  Closer eo-
operation with the Columbia factory at Toronto has
been arranged so that regular shipments will always
he made to the westorn distributors,

R. 8. WILLIAMS' BRANCH MANAGERS VISIT
HEADQUARTERS.
Spend a Week in Business Conference,

During the last week of May, the branch managers
of the R. S, Williams & Sons Co., Ltd., visited head-
quarters in Toronto, and spent the week in conferenee
with officials of the company and departmental mana-
gers

In former years it has heen the eustom of the gen-
eral manager, Mr, H. (i Stanton, who is also viee-presi-
dent of the company, to personally inspeet the branches,
but it was thought advisable to have the branch mana-
gers this year eome to Toronto and get in eloser touch
with the organization that Mr. Stanton has heen 80 sue-
cessful in effeeting

A programme had heen prepared in advanee, so that
no time was lost in waiting or deciding what subject to
take up next.  Conferenees wore held to diseuss prob-
lems of the various departments and of the various
branehes, and there was such an exchange of ideas,
systems and plans that is hound to greatly inerease the
officiency of the service that is always the first consider-
ation of the general manager.

The business sessions were punctuated with reerea-
tion features, including golfing, baseball, theatre parties
and a visit to Niagar, Is. The programme also pro-
vided time for the vi ng managers to !lmrulluhl}‘ in-
speet the Williams building at 145 Yonge street, and
visit every department,

The visitors were Mr, (. R. Coleman, manager of
the Montreal hranch; Mr. O, Wagner, manager of the
Winnipeg branch, and Mr, Charles Clarin, manager of
the Calgary branch. The official eonference of the visit-
ors and department managers was brought to a close
with a banquet at the Ontario Club, at which Mr, R. 8.
Williams, president of the company, presided.

J. W. ALEXANDER OPTIMISTIC,

When seen in Toronto recently, Mr. J. W, Alexan-
der, president of the Dominion Organ and Piano Co.,
Ltd., who had motored up from Bowmanville, stated
that so far they had been kept running full time, with
orders coming in very satisfactorily in view of existing
conditions. Export business in organs his firm have
found particularly good, having just lately received
some large orders for immediate shipment. Mr. Alex-
ander pointed to the deeline in railway earnings as an
evidenee of the falling off in general shipping business,
but anticipated an carly revival to normal conditions,
With no deercase in the country’s natural wealth, and
this year’s erops looking so well, he eould see no rea-
son for other than a most hopeful view of the outlook.

Mr. C. Rehder, Manager of the Bowmanville Foun-
dry Co., Ltd., of Bowmanville, Ont., has returned from
a business trip to Cleveland, Ohio,
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VIOLIN HOUSE PERSONALS.

Mr. Walter Beare, of Beare & Son, the Old Violin
House, London, England, has returned home from his
annual visit to Canada and U, 8 points,  Mr. Beare
Spent some ten days at the firm’s Canadian headquar
ters in Toronto, where he found satisfactory progress
being made under the management of My P. Bone.
During his brief visit Mr. Beare was succossful in
closing a number of important sales of old fiddles e
erowded considerable business into a short stay, as
immediately on his return to London there awaited
him the supervision of an extensive new eatalogue the
firm are issuing,

Me. W, H Henstridge, who has represented e
& Son on the road in this country for almost a ye
during which period he has travelled (% ada from
coast to eoast, has returned to London, England, to
assist Mr. Walter Beare with the inside work at the
firm’s head office, Mr. Honst ridge hooked his passage
on the ““Alsatian.”

Mr. 8. A. P Clarke, an experienced traveller, who
is wellknown in the drummers’ fraternity, has heen
appointed to suceced Mr, Henstridge, and is at present
covering Ontario with Beare & Son’s lines. In the near
future it is Mr. Clarke’s purpose to cover the territory
both in Eastern Canada and the North-West Provinees.

NEWBIGGING CA BINZH‘S TO BE TRADE MARKED,

Mr. R. P. Newhigging, president and general man-
ager of the well-known eabinet manufacturing firm of
Hamilton bearing his name, has decided to trade mark
all Newbigging cabinets, and this fact is of interest
to musie dealers.  The objeet is to proteet dealers
against cheap imitations, and the trade mark indicates
that the manufacturer guarantees his products. 1f a cah-
inet leaves the Newhigging plant with defeetive work-
manship tle makers stand ready to replac s ¢h defeet,

The Newbigging Cabinet Company's New Trade Mark.

The Newbigg » g Cabinet (o, s aim 18 10 make an ar-
ticle that will be in every way suited to the surround-
ings of the home in which it may be placed, and dealers
will be able to draw attention to the trade mark as an
evidenee of the manufacturer’s faith in his produet.

Among original ideas adopted by the Newbigging
Cabinet Company in player roll and talking machine
record cabinets, are the patent  key-hoard, adjustable
metal shelving, nickel-plated trimmings, gliders on feet,
ete,

C. A. Grinnell, head of the prominent musie house
of Grinnell Bros., of Detroit, with branches in Western
Ontario, has left for Europe on the steamer ““‘Tmper-
ator.”  Mr. Grinnell was accompanied by Mrs. and
Miss Grinnell,
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TWO OFFICERS PROMOTED.

At the annual meeting of the Williams Piano Co.,
Litd., held in the company s office, Oshaw a, on Thursday,
May 14th, 1914, two important appointments  wepe
made, Mr. Wi, Puekett to the position of Treasurer,
and Mr. Chas, F. Serviss as Seerctary of the company

Both are bright young men and are « wminently quali
fied for these positions. Mr. Puckett was with the
Standard Bank until 1910, when he aceepted the posi-

MR. CHAS, F. SERVISS.
Secretary Williams Piano Co., Ltd., Oshawa

tion of aceountant with the Williams Piano Co.  He
soon showed marked ability in that work, and his ap-
pointment as Treasurer, filling the vacaney caused by
the death of the late 1, (. Cassels, was no surprise to
those associated with him, My, rviss has been in the
employ of the company for some cighteen years, and
has gradually risen from office boy, and now fills one
of the most important offices of the eompany. Mr, Ser-
viss will still attend to the buying, a pesition in which he
has shown remarkable shrewdne NS,

SOLO-ARTIST RECORDS,
Further additions have heen made by the Otto Higel
Co., Ltd., to their list of solo-artist records, which as the
trade und: rstands are hand-played records for player
pianos. 1 ese are provided with side perforations
which operate the Solodant or aceenting deviee. There
are also perforations which automatieally operate the
sustaining pedal of the piano. The June list of solo-ar-
tist records, which are issued in addition to the Solo-
dant musie rolls, inelude the following :—
500453 Adele Briquet and Phillips $0 75
From Opera Adele,
500468 Fifth Nocturne Leybach 2 00
500414 In the Candle Light Flota Jan Brown 1 00
500423 Little Church Around the Corner
Harry Carroll
00475 Love's Old Sweet Song Molloy
500445 Mine. Song Alfred Solomon
500434 Sparklets Walter E. Miles
H00485  Sweetest Story Ever Told Stults

e
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TRADE NEWS,
The contraet has hoen let for the e etion of the new

chureh of the Tmmaeulate Coner ption at Peterboro, Ont
Mr. J. M. Fortier, of the . T, Le gare piano house,
Quebee City, was a recent trade visitor to New York
City
Mr. George Werner has opened a musie store at

Prinee Rupert, B, to carry  pianos, organs, sheet

musie and small goods

Work has been comme need at Lethhridge, Alberta,
on e new chureh for the Leth! vidge Ward of the Chureh
of Jesus Christ of Latter Day Saints.

Mr. Ferguson, of Bayley & Fo rguson, musie publish
ers of Glasgow, Seotland, is expeeted to reach Toronto
shortly on his way home to Britain from Australia

Word is reecived that Mr. John J Bru
bought out the sheet musie and orehestra de

eman has
irtment
of the Weyhurn Music Stor of Weyhurn, Sask., from
Mr. William Brown

A site has been purchased for the ereetion of a new
chureh for Mack Strect Methodist Congregation of
Peterboro, Ont, 1t is not the purpose to commence the
new edifiee this year

W. M Dunlop, of the Thomas Organ Co., has re-
turned from his semi-aunual trip through the Maritime
Provinees, where he was cordially reecived by the many
representatives of the Thomas Co.

H. Astley, of the Astloy Piano Co., Edmonton, hes
reecived the appointment as a Commissioner to the
General Assenibly of the Preshyterian Chureh to be
held in Woodstock, Ont., June 3

Mr. Walter Saville, of J B. Cramer & Co., Ltd., the
London, Eng., piano house, is on this side of the Atlan-
tie for an extended visit in Canada and the United
States.  Mr. Saville arvived on the “Lusitania,”

Bishop Seollard, who reeently spent a Sunday at
Port Arthur, stated that the new Roman Catholie

MR WILLIAM PUCKETT
Treasurer Williams Piano Co., 1.1d., Oshawa.

Chureh would be built this vear. It is the purpose to
call for tenders as soon as the plans are approved. The
cost is to be $100,000.

During May Walter F. Evans & Co., Vaneouver,
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B.C., eondueted a Piano Club Sale The advertise

ments announced instruments regularly priced at $500

for $372 or terms of $20.00 eash and $2.20 per week,
mstruments regularly priced at $400 for $288 with
$10.00 cash and $1.90 per week. The speeial privileges
granted to elub members ineluded free delivery, fred
tuning, life insurance and exchang: privileges
The Johnson Piano Co., of Hollis 8t., Halifax, N.S.,

introduced a **poemette’ in their vecent local adver
tising (with apologies to Robert Burns (7)), This is it

Mid sehemes and counter-schemes

Where'er you may roam,

There is no place like Johnsons’

To get a good Piano for your home

Mr. B. L. Hyam, of the Musie Supply Co's. selling

stafl. recently returned to his firm’s headquarters in
Toronto from a visit to the Maritime Provinees in the
interests of the Columbia grafonolas and records. A
gratifying  feature of his castern trip, Mr. Hyam
stated, was the demand for the higher prieed types. He
visited Prinee Edward Island as well as Nova Seotia
and New Brunswick and opened up a number of new
Columbia &

ZONCIeS,

Mr. J. W. Woodham, General Manager Foster-
Armstrong Co., Ltd,, manufacturers of Haines Bros
and Marshall & Wendell lines, has returned to Toronto
from a tour of the Maritime Provinees. Mr. Woodham
reports the results of his trip mueh better than he
antieipated, although castern industries are feeling the
financial stringeney as in other parts of the country
There seemed to Fe no luck of interest in fox ranching
and no lack of funds for investment, Maritime dealers

are looking forward to a good fall season

TRADES JOURNAL

Mr. R. B. Allen, the well known musie dealer of
Napanee, Ont.,, when seen by a journal re presentative
in Toronto recently, stated that business in his terri
tory did not fluctuate greatly, hut that good erop pros
peets would materially assist.  Mr. Allen works an ex-
tensive territory with Napanee for the eentre and is
well known among the farmers whose confidence he
has been sueeessful in seeuring. Speaking of the talk-
ing machine trade, Mr, Allen who handles the Colum
bia line, expressed the opinion that the manufacturers
in advertising prices should emphasize that the prices
are for cash, so that prospective purchasers would re
alize that there must be a difference between eash and
time prices.  Talking machine trade he states has
developed into an important branch of his business,
though a large proportion of it is instalment business,

neeessitating a elose wateh on eolleetions.

PATENT IVORY POLISH.

The Caplan Manufacturing Co., 49 Sherman Ave,,
Jersey City, NJ., report splendid suecess in repeat
orders for their patent ivory polish. . & J. Camphell
of Philadelphia, reeently wrote them as follows: *“ Your
polishing powder was recommended to us by the Sehu
mann Piano Co., of Rockford, 111, for taking stains
from piano keys and would be pleased to reeeive a sam
ple of this powder from you and your lowest prices to
us.  We may use a considerable amount of it in our

wareroom and among out patrons.””  Other piano firms
who have used Caplan’s Ivory Polish recommend it

highly

THE DICTAPHONE AT THE RECENT BUSINESS SHOW IN TORONTO

dvn.
's predecessor. Mr. J. H. Willson, Dictaphone Sales
is soen seated to the right of the picture dictating to a Dietaphone

Mr. A
Bradt, Mr. Far
Graphophone

. Canadian Manager Columbia Graphophene Co., seated in the foreground dictating to a Dictaphone. To the lef of the picture is Mr, Jax. P
] eris standinglin the centre of group.  Mr. Utis C. Dorian, Assistant Manager Columbia
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A TWO MONTHS' SLEEP UNNESSARY.

“We must not be contented with the quiet time which
returns to the sheet musie department with the month
of June,” said a sheet musie man to the Journal the
first week of this month, Continuing, he said: “It’s a
caution what ean be dug up in sheet musie trade with a
little extra effort—the sending ont of a few post cards
each week ealling attention to a ecrtain song; or doing
any little stunt to stir things up a bit,

““Just let every musie dealer try it for himself, At
this time of the e it may be a little harder to get,
but it will eome if only we can get out of the habit of
letting things slide until fall,”

MR. HANNA HOME FROM ENGLAND.

Mr. John Hanna, manager of the Anglo-Canadian

Musie Co., Toronto, just landed in New York on his re-
turn hnm a month's business trip to London, England,
III time to hear of the awful disaster which befel the
Smpress of Ireland’’ and her passengers,
Mr, Hanna returns to Canada after making arrange-
ments for the distribution of a good list of novelties
during the coming season, and regarding which the
dealers will be advised from time to time, He intimated
to the Journal that the British publishers arve l||r~p||l\-
ing much more interest in affairs musical in Canada.
Mr. Hanna also eited many improvements which had
taken place in the old City of London sinee his last visit
six years ago.

Both going and coming Mr. Hanna had a splendid
voyage, although he guardedly made provision for that
exeeption—the usual “day or so.”

VICTOR AIMARD'S TEACHING COMPOSITIONS.,

Vietor Aimard’s teaching compositions are featured
on another page of this issue by Evans & Co., the Lon-
don publishers. The series of six Miniatures Musieales
are attraetively gotten up, published with eontinental
fingering only, and present a variety of material for
pupils requiring eomparatively easy numbers. They
are: “Rondo,”” *“Valsette,” ““Mazurka,” ‘“March,’ “A
la Gavotte’ and ““Polka.”’

Even a wider variety of teaching material is furn-
ished in a seleetion of high-class piano solos, also by
Vietor Aimard, but published with both English and
continental fingering. These include: ““Abendlied,””
““Air de Ballet,”” “Caprice des Fées,”” “Chant d 'Avril,”
“Chanson  Pathetique,”  ““Danse Negre,” “Humor-
esque,”” “Hungarian Danee,” “Impromptu in A Mi-
nor,” “La Rosée du Soir,”” “Morgenlied,”” ““Marion-
ette Danee,”” “Polichinelle,”” ““Rondo Capriecio.”

Messrs. Evans & Co., who charaeterize themselves
as the ““home for modern teaching compositions,”” state
that they will be glad to furnish specimen music free to
dealers desiring catalogue and trade terms.

“‘PALS"’ OF ‘DEWDROP TIME."

May H. Brahe’s *Dewdrop Time,”” which was men-
tioned in the last issue as a popular Enoch & Sons’ song
in Canada, is reported by the Canadian agents to be
much in demand this month, as is also *“The Voice of
Home,” by H. Lane Wilson.

Singled out from the other publications which have
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won their way into Enoch & Sons’ “‘suceessful list,”
are these, which Canadian dealers are selling in pleas-
ng quantities:

“Follow the Piper,” A. Herbert Brewer ; ““Sunshine
and Butterflies,”” Herbert Bunning; ““Jean,” H. T. Bur-
leigh; ““The Silver Ring,” C. Chaminade ; *“Swing My
Cherub,”” G, H. Clutsam ; **The Way, the Life,”” Teresa
Del Riego; *“The Captain’s Eye,”” Perey E. Fleteher;
“Brian of Glenaar,” Herbert Graham ; “Rose-Way,”
R. Leoneavallo; ““My Rose,” Jeanne Maleolm ; * Down
in Love dasthope Martin; ** Fairings,”’ East-
hope Martin: *“Cherry Blossom Time,”” Herbert Oliver
“A Memory,” Edna R. Park; “Down in the Forest,”
Landon Ronald; **O Lovely Night!" Landon Ronald ;
“For the Ye " Edward Teschemacher; “* An
Emblem,” Jaek Thompson ; ““Love You Have Made Me
a Garden,”” Jack Thompson; “The Nightingale and the
Rose,” Jack Thompson; “You—dJust You,” Jack
Thompson,

s Lane,

to Come,

ERNEST CRAMPTON'S COMPOSITIONS.

In addition to “Lackaday” and ““An Old-World
Garden” mentioned in the last issue of the Journal
there are a number of other songs with words and
musie by Ernest Crampton for which Cary & Co., the
London publishers are experiencing an aetive run,  One
of the British erities has pointed out Mr, Ernest Ceamyp-
ton as one who is to be congratulated upon his happy
knack of turning out tuneful haunting melodies and
lilting verse,

These other Hlll«w! Crampton songs are
dred Years Ago,”” **An Old Spinet,” G
Mamma,”" “The Oak Gallery,” ““The Sedan Chair,”’ all
belonging to the Gavotte series,

“Grey Shadows:™ a ballad  to suit Contralto  or
Baritone, CAfterdays:” a sentimertal song  to suit
any voice,  **Nore a light ballad with a swinging
refrain.  “Little "Uns:” a book containing five small
songs of a quaint type. 1. The ships that don’t come
home: 2, Dates; 3, Dada'’s Pipe; 4, Grown-ups ;
Twenty-one.

“Summer  Message:™ o osong  for  all  voices,
“Argentine:™ a breezy Waltz Song for Soprano, Tenor,
or high Baritone. **Dear Little Hands:" o dainty ex-
pressive ballad.  **They Think I'm Grand ;" an oviginal
type of humorous-pathetic song. **An Ancient Story ;"
a new song rather of the Gavotte series type. ** When
Love Calls:”" a waltz song.

Cary & Co's. danee music also includes several
numbers that are ““in the swim."”

BNT!RTAINING THE CHILDREN.

The corporation of Glasgow, Seotland, some time
ago entertained nearly 200,000 children in the eity
parks, and in announcing the event the daily papers
said: The publishers of “Kerr'’s Guild of Play’ have
been asked by the Corporation authorities in charge of
the entertainment arrangements to provide hand parts
for several specially seleeted singing games from that
publication for the Children’s Day celebrations. The
games seleeted are: “Jing-ga-Ring,”” ““Lubin Lioo,”
“Nuts in May,” “Dree, Dree, Dropped it,” ““Broken
Bridges Falling Down,”” ““Bee-ba-Babity.”” Two other
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HOUSE OF CHAPPELL

To Sheet Music Dealers

The following songs of recent publication have been re-ordered throughout Canada, and we would recom-

mend them to, and invite all Dealers to specially look over the numbers during the “off time" with a view

to stocking for next Fall business.

Liza Lehmann

“* 4Oh, bother!’ sang the thrush '’
Guy d'Hardelot

““Roses of Forgiveness'’
Teresa del Riego

““The Reason'’

Y'8ink, Sink, Red Sun
Florence Aylward

““The Call of Life'’

*“Morning—and You!'’

“Three''

he Little Girl Next Door'’
he Port of * Au Revoir’ '’
a hill by the sea

Leslie Elliott
*“The Summertime Moon '’
‘O Lonely Pines''
‘“The Whisperin' Wheat '’
Kennedy Russell

tle grey home in the West '
onderful garden of dreams’’

wy caravan has rested '’

Paul A. Rubens
““1 Love the Moon''
Haydn Wood
“*God make thee mine'’
““The Dewdrop and the Sun’’
“a Song of Hope'
““Fairy Waters
H. Lyall Phillips
“Colinette’”
Herbert H. Nelson
“*Wolfgof the Bowman''

Dorothy Forster

*“Dearest, I bring you daflodils’’
rd a sweet song’’
I some star’’

“The Ba
Laxton Eyre

ST Then !

rher of Turin ' Alfred Harriss
*“aly hidden rose’’

Graham Peel

A Pralm of Love Sivori Levey *“In Summer-time on Bredon'’
Eric Coates ““He Met Her on the Stairs'’ Sheridan Gordon

.";\‘“ mise own’'’ Charles Willeby A Fat Li'l" Peller Wid 1His

“The Grenadier YA Heap of Rose-Leaves' Mammy's Eyes'

CHAPPELL & CO., Limited

347 Yonge Street TORONTO, ONT.

Popular Dance Music

Cecil Macklin
Cecil Macklin
Cecil Macklin
Cecil Macklin
Dorothy Forster
Dorothy Forster
Georges Couvelart
Cecil Macklin &
Montague Jones
Montague Jones
Tony Castle
Jacques Henri
Meredith Kay
Spenser Dickinson
£, La Touche
Clara Evelyn
Clifford Higgin

Tres Moutarde. The Famous Dance
Aanticipation. A Hesitation Valse
That Whistling Rag. One-step
The Cockney Crawl. One-step
Paradise. A Hesitation Valse
Bonita. A Southern Dance (Tango)
Bumps. Valse

Gloria. A Hesitation Valse

Rosemaiden, Valse

Charivari. Professeur Cook's New Dance
Amoroso. Tango

She Had Her Spatson. One-step
Lodestar, Valse

Dance of the Disappointed Fairies
La Flamme. Valse

The Butterflies' Ball. Air de Ballet

CARY & CO.

13 and 15 Mortimer Street
LONDON W. . England
an Agents: HAWKES & HARRIS CO., Toronto

EVANS & CO.

The House for Modern Teaching
Compositions
Music Dealers are invited to write for Free Speci-
men Copies, Catalogues and Terms.

A selection of high-class pianoforte solos for teach-
ing, by VICTOR AINARD, with English or Continental

fingering.

ABENDLIED HUNGARIAN DANCE

AIR DE BALLET IMPROMPTU IN A MINOR
CAPRICE DES FEES LA ROSEE DU SOIR
CHANT D'AVRIL MORGENLIED

CHANSON PATHETIQUE MARIONETTE DANCE
DANSE NEGRE POLICHINELLE
HUMORESQUE RONDO CAPRICCIO

Six Miniatures Musicales
(VICTOR AIMARD)

NO. 1. RONDO NO, 4. MARCH
“ 2. VALSETTE " 5. A LA GAVOTTE
" 3. MAZURKA * 6. POLKA

Continental fingering only.

EVANS & cCo.

24 Castle St, Oxford St. LONDON, W., ENGLAND
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popular games are also given—*“The Grand Old Duke
of York,” and *“he Jolly Miller,”—and these will he
played at intervals by the bands engaged.

The Guild of Flay veferved to is that published hy
James 8. Kerr, of Glasgow, and is a hook containing
over 40 of the most popular singing games, each with
words and musie, and with the game fully deseribed,
The sol-fa notation is given in addition to the staff and
the piano arrangements have been kept simple so as to
be within the technical ability of the young folks them-
selves,

NATIONAL OVERTURES BY CARL VOLTIL

A series of overtures containing the well-known and
popular national melodies arranged for the piano or
orchestra are published by James 8. Kerr, of Glasgow,
Scotland.  These are eomposed and arranged by Carl
Volti and the instrumentation consists of 1st Violin,
2nd Violin, Viola, "Cello and Basso, Flute and Pieeolo,
1st and 2nd Clarionets, 1st and 2nd Cornets, Eupho-
nium, Bass Trombone, Drums,

The series is:

No. 1. “Roderick Dhu.”

No. 2. “Fair Maid of Perth.”
No. 3. “Humours of Donnybrook.””
No. 4. “Kenilworth.”
No. 5. ““A Nicht wi’ Burns.”
No. 6. “Prince Charlic.”
No. 7. “Harpers of Wales.”
No. 8. “Gathering of the Clans.”’
No. 9. “The Union Jack.”
No. 10, “Medley.”
No. 11. “Irish National.”
No. 12. “Killicerankie,"’
e
NEW MUSIC g |
tawa
ISR ST O 1 MO
“Les Lilas Valse Legere,

Poesie de Chapman.
nireal, Que.

28727, ;
Musigue de A. Lamourcux, )
8728, “If 1 Had You" W

7 rds and music by Irving Herlin

28729, “Along Came Ruth.” Words and music by Irving
Rerlin,

28731, “They're Words and

on Their Way to Mexico.”
ving Berlin,

music by Tr
2 5.

“Canadians AlL” A Toast (Song). By David H
. John, N.B,

2 “La Gloconda." Waltz. By Alfred A. Walker, To-
ronto, Ont.

28747, “Canada, My Canada.” Words and music by Daley
and Eaton. Hilton Eaton, Orillia, Ont

8T “Fra " Words by W. Chapman. Music by Xavier
Mercier,  Francois Xavier Mercier, Queber, Que.

28750, “Please Do My Family Favor (and Love Me)."
Words by Grant Clarke. Music by Maurice Abrahams.

28751, ‘If You Don't Want My Peaches.” (You'd Better
Stop Shaking My Tree). Words and music by Irving Berlin,

28762, *

‘In the Channel of Beautiful Loy
E. Vaugh and Tom Franklin,
28768, “Rock of Ages." Words by A, M. Top-
lady. Music by E. R. Bowles. Anglo-C nadian Music Publish-
ers’ Association, Limited, London, En, and Toronto,
287 g‘h
h,

" Words by R,

“All He Does Is Follow em Around.” Words by

usic by Maurice Abra
3 Estelle B.

Clark. M
. “Dites Mol (Tell
n

ams,
Waltzes.

By

“By the Susquehanna Shore.”
Music by Louis Silvers.
28772, “Loves Me Like the
Words I1u' Ge
8e8. ¢

Words by Jean Havez.

Ivy Loves the Oak Tree."
Music by Richard A, Whiting,
Words by Elsie Janis. Music

uinn,
he Valley of Dreams.” Words by Edith C. Watts,

C. Havez.
K775, “That's Why Girls Leave Home."
J. Gray. Words by Raymond Walker.
6. Back to India
Music by Egbert Van Alstyne,
777. “The Silver Tip." Rag Dance,

28778, “Two Lots in the Bronx.”
Edward A. Paulton. Musgic by Adolf

28779, “My Darling
Paulton. Music by Adoiph

J. Moria:

corge 3
“The i(‘u(le Wal

Words by Thos.
" Words by

Gus

By Frederick Owens

A English words by
Philipp.

Wife" English words by Edward A,
Philipp.
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28780, “Here's To Us” English words by Bdward A. Paul-
ton. Muste by Adolf Phili

T8 'm Fond of You—You're Fond of Me” English
words by Paulton.  Music by Adol

2878 o Makes the World Go “Rou English
words by Edy A. Paulton.  Music by Adolf Philipp.

English words by Edward A

ars Hence.
Adolt Philipp.

Paulton.  Music

INTRE PR Life and Melodrama.”  English words by
Edward A, Py . M Adolf Philipp.

28705 Water-Li Dance. By H. R. Ressler. J, B
Belair, Montre ue

N7, “Marche Martin.” Par Mme, Irma T. Poirler. lrma
T. Poirier, Montreal, Que

ZNRON. “Priere a la Sainte Vierge” Poesic de Sr. M.I

Musique de Arthur Pruneau
SR0, S|

Ive Regina.”

Paroles  Francaises
u, Montreal, Que

Musique de

Arthur Pru
XN 10

"n Thousand Times Ten Thousand.” Anthe
Words by H. Alford. Music by Frank €. Gaved. Whaley Roy
& Co, Limited, onto
L Z?MI “The Steeple Chase.” March Galop. By Harvy J
dncoln

SN15. “A Woman Without a Heart.” Words by Carl Love-
land. Music by Harry Lincoln
28816, ¢ e That You
Musie
D w

2 English words by
Edward A
28818,

A. Paulton,
: o

2K8 19,
Words by
2R8 20

words by Edward

Dixie
Alst

0" (Through
sie by Egbert Van
I the Seas Were

Land.)

2RN 2 the Pearless Pearls™
Words by James Weldon Johnson Music by Will Marion

28821, “One Day”  Words by Jean . Haves
Music by Louls Silvers

28822 ‘Ch on Parade.” Words by Jean O Haven
Music by Gus rds.

X823 “There's Lots of Things You Never Learn at Col-

Words by Jean C. Havez. Musie by Louls Silvers

28824, “Dig Up a oy for Me.," Words by Jean €. Havez
Music by Louis Silvers

28825, “Buenos Dias” (Good Morning.) American Max-
xe. By Kathryn L. Widmer

28826, “If Daisies Won't Tell Ask the Man in the Moon."

Waltz Song. Words and Music by Anita Owen,
28827, “Hoo Hooray! Hip, Hip, Hooray! I'm Glad She
Didn't Mar Words and music by Max Hoenlg.
28828, U1 Want to Go to Mexico.” Words by Edward Mad-
. Musie h
832, “The Haunted House.

by Gus Bdwards
Words and Music by Irving

n.
28833, “Along the Yukon Trail” Words by Grant Clarke
. Kay Jerome

o SDanse du Diable”  (Dance of the Devil) Com-
posed by Helen Trix
RENEWAL OF COPYRIGHT.

2596, “Darby and Joan" So Words by F. B. Weath-
erly. Music by J. L. Molloy. The Anglo-Canadian Musie Pub.
lishers' Assoclation, Limited, London, Iing., and Toronto

9. “The Lost . Z

Chord Son ds by

Adelaide A

Proctor. Music by Arthur Sullivan, The Anglo-Canadian Music
Publishers’ Association, Limited, Lond .. and Toronto,
“The Midshipmite.”  Song, rds by Fred E. Wea-
therly. - Music by Stephen Adams. Anglo-Canadian Music Pub.
lishers' Assoclation, Limited, London, Eng. and Toronto,
The express companies of the United States evi-

dently do not consider shipments of sheet music suf-
ficiently valuable collateral in the event of the con-
signee refusing the goods and consequently refusing
to pay express charges. In the new express rates,
effective in the States on February 1st, last, it is
required that musie publishers prepay express charges,
The new schedule, ordered by the Interstate Commerce
Commission, makes reduetions ranning as high as
forty-five per cent. The sheet music publishers con-
sider the prepayment of charges a serions matter,

PATENT NOTICE.

Canadian Patent No. 124,668, of March 20th, 1910, for
Mechanism for Holding and Driving Music Carrying Rolls for
Mechanical Musical Instruments, owned by The Cable Company
of Chicago, U.S. The above invention is for sale or use at a
reasonable price John H. Hendry, Bank of Hamilton Chambers,
Hamilton, Canada.

PATENT NOTICE.

Canadian Patent No, 116,986, dated March 2nd, 1909, for
Controlling Devices for Musical Instrument Me, owned
by The Cable Co., Chicago, U.8. The above invention is for
sale or use at a reasonable price. John H. Hendry, Bank of
Hamilton Chambers, m, Canada.

PATENT NOTIC!
Canadian Patent No. 124,739, of March 20th, 1910, for
Musical I by The Cable Co. of

P owned

Chicago, United States. The above invention is for sale or use

at a reasonable price. John H. Hendry, Bank of Hamilton
Hamilton, Canada.




E———

54 CANADIAN MUSIC TRADES JOURNAL

Important to Music Dealers NOTICE

s _ap ) The product of this Company is controlled and
DeBeriot's Violin SChOOl- Vol. 1. licensed under Canadian Patent Nz. 135205 and other
(Ed. Peters, No. 2987.) pltenllh Ia;:e;: lJld pcllndlng -lmlch|lull‘y covers and pro- ‘
" " 4 tects the basic Vitaphone pr nciple of sound recording &
An entirely new edition of this and reproducing ; also the registered trade mark “Vie
standard and favorite instructor for taphone,” and we will institute legal proceedings |

Inst any person or persons infringing by making,
selling or offering for sale without license, the product
covered by these patents.

the Violin—newly revised and edited
all explanatory remarks and in-
structions in English and German

-Price $1 00 THE
CANADIAN VITAPHONE CO.
Other Violin Methods in Edition Peters :- LIMITED
HERMANN'S VIOLIN SCHOOL (in two Volumes)
(Ed. Peters No. 18g7ab) each volume, 75 cents. |
HOHMANN'S VIOLIN SCHOOL (in 5 volumes) (Ed \
Peters No. 2692a/e) complete in one volume, $1.50, or
separately, per volume, 50 cents, ;olln; ourdAnnonnclelm;nu
RODE, KREUTZER, BAILLOT VIOLIN ME- WEERY S on mit s
THOD (Ed. Peters No. 1983) price, 75 cents, the Winners.
Liberal Trade Discount.
Send for complete catalogue of Edition Peters, “My Love's Grey Eyes”
Sole Agents for Canada. by Daisy McGeoch
THE
) 3 1A
NORDH EIMER | i Apply ANGLO-CANADIAN MUSIC CO.
144 Victoria Street, - - Toronto
TORONTO
LEONARD & CO., . . LONDON

“What's The Use”

of trying to make your music counter pay you the right profit if you do
not carry in stock at all times the publications your customers are most
interested in? The “Whaley Royce” Publications are known from
coast to coast as the “live wire business getters” of the Trade. Look
over the following list,

“Empire Song Folio” “Mammoth Folio” “Church and Home” (sacred)
“120 Scotch Songs” “Bellak Methods” “Orpheus Male Quartettes”
“Royal Crown Folio” “Toronto University Songs” “Vogt Piano Technique”
“Jousse Catechism” “Reed’s Easy Piano Method” “Youthful Fancies”
The Famous “Imperial Line” of 50 cent Music Books
“First Pieces in Easy Keys” “Melodious Recreations”
“Primary Classics” “Famous Classics”

That Teachers, Students and Colleges are using everywhere, everyday.
Can you afford to be without them ? Join in the glad ranks of prosperous,

satisfied, and “up to the second dealers” and send us your orders for the
best friends your music department could possibly have.

WHALEY, ROYCE & COMPANY, Limited
WINNIPEG . TORONTO
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TRADE NEWS,

Mr. A, L. Lovick, of Gideon Hicks Piano (o, Vie
toria, B.C., was a recent visitor to Toronto,

The furnishing of the Hamburg-American  line's
“Vaterland,”” the largest passenger vessel afloat, includes
five Steinway pianos.

Mr. Frank Stanley, piano mannfacturer of Toronto,
was in Montreal for the second week of June, and was
able to punctuate business with a day’s fishing,

Mr. Roy Osgood is now the Mason & Risch repre-
sentative at Preston, Ont., where he has a representa-
tive line in his new store opposite Central Park.

Mr. Albert Cox, who is so well known in Oshawa
48 4 piano expert, is now associated with Bradley
Bros, as salesman, says the Oshawa Reformer,

Visitors to the General Assembly of the Preshyterian
Chureh in Canada, which was held in Woodstock, Ont.,
received a special invitation to visit the plant of the
Thomas Organ & Piano Co,

J. 1. Howden has rented the vacant store of Mrs,
Earl, on Caithness street, Caledonia, Ont., says a re-
port from that place, and intends opening up a piano
and musical instrument business,

Patrons of the Chicago Public Library are to have at
their disposal a department of music to comprise a prae-
tical selection of orchestral and voeal scores, and of the
standard compositions and classical collections for vari-
ous instruments,

Mr, Otto Higel, president of the Otto Higel (o,
Ltd., Toronto, and Mr. H. A. Smith, secretary of the
same firm, were among the Canadians who attended the
annual convention of the National Piano Merchants’
Association, held at New York,

The Merchants’ Association of New York has set a
good example for other cities in the matter of advertis-
ing.  Members of the association will use a New York
trade mark on all packages shipped from New York.
The design which was the selection in a competition is
copyrighted,

Delegates to the recent National Conference on
City Planning, held in Toronto, were addressed on
“Basic Principles of Waterfront Development,”” by
Mr, R. S. Gourlay, of Gourlay, Winter & Leeming, who
is a member of the Toronto Board of Harbor Commis-
sioners,

The various associations in the music trades of Great
Britain met in annual convention at Bournemouth from
May 7 to 12, There were sessions of the pianoforte
manufacturers, the retailers, the supply houses, the sheet
music interests, the organ manufacturers and combined
meetings.

At a meeting of the Gum Lumber Manufacturers’
Association, held in Memphis, the secretary reported the
results of advertising. An analysis of inquiries re-
ceived showed that one piano manufacturer inquired,
Piano men do not enthuse over the possibilities of gum
lumber in piano manufacture, though used extensively
for furniture,

Mr. H. G. Stanton, vice-president and general
manager of the R. S, Williams & Sons Co., Ltd., is one
of the Toronto delegates to the International Associa-
tion ef Rotary Clubs at Houston, Texas, Mr, Stanton is
one of the active members of the Toronto Rotary Club,
being a thorough believer in the object of the organiza-

D —
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tion, viz.: more efficient serviee and a better understand-
ing among business men in all lines of business,

An organization of German talking machine record
manufacturers is reported to have for one of its ohjects
the fixing of retail prices. It is also proposed to control
the various distributing sources, and it is proposed to
supply no one not on the approved list, It is stated that
the intention is to have dealers hind themselves to handle
exclusively the products of the association mgmbers,

Edwin I Lemare, the well-known English organ-
ist and composer, will give a series of one hundred
pipe organ recitals during the Panama Pacific Exposi-
tion at San Francisco in 1915, Festival Hall, in which
the recitals are to he given, is now in course of erce-
tion. The organ is to he 71 feet high, 40 feet wide,
20 feet deep, with 113 stops. It is to he a five-manual
instrument and furnished with power by a 35 horse-
power engine,

Mr. Henry Durke, proprietor of the Mendelssohn
Piano Co., Toronto, is now homeward hound from a vaca-
tion and business trip of several weeks, Mr. Durke's
return from California was by way of the Canadian
West, which he had not hitherto had an opportunity of
visiting, and he is calling at the various centres from
Victoria to Winnipeg. Mr. Durke’s party spent May 23
at Ocean Park, Santa Monica, where many Canadians
attended an Empire Day celebration,

A new addition to the Thomas line of organs will be
ready for July 1st delivery.  This is designated the
“Royal” model, and may be had in either walnut or
mahogany finish, It has automatic swinging fall board
and full length music rest, nickeled pedal frames and
removable front above pedals. 1t is 69 inches high, 58
inches wide and 23 inches deep. 1t is a six oetave in-
strument, C or F scale, Interested dealers should com-
municate with Thomas Organ & Piano ('o., Woodstock.
Ont,

Mr. J. H. Secobell, Ottawa, superintendent  of the
Eastern Division for (', W, Lindsa Limited, attended
the National Piano Dealers’ Convention in New York,
representing the House of Lindsay. Mr. Scobell is one
of the most successful piano salesmen in Canada, and
has had wonderful success on his ground in the last
few years. He has been in the business sinee he was
fourteen years old, and is a practical piano man in every
sense of the word. Mrs. Scobel] accompanied Mr, Seo-
hell,

Patrons of the Toronto Street Railw y who are com-
pelled to wait for cars at the corner of King and Bath-
urst Streets are indebted to the Otto Higel Co., Ltd., for
a handsome and practical shelter. The Otto Higel Co,,

~whose premises are at this Corner, some years ago

erected a seated shelter, and thi year enlarged it, do-
nating it to the use of the public with their compli-
ments.  There is ample seating capacity for persons
waiting for cars, or who may desire temporary shelter
from a passing shower,

Yellow Ivory Keys Made
T White as Snow ™

*“*Caplan's Patent Ivory Polish™ will do it. Samples 50 cts. and $1.00 (dollar
size will whiten tour sets of piano keys.) For further particulars write to

HENRY CAPLAN, 49 Sherman Ave., Jersey City, N.J.
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THE

OTTOHIGEL CO.

LIMITED

CANADA’S LARGEST
MUSIC TRADE SUPPLY HOUSE

Player Piano Actions Player Piano Records
Grand and Upright Piano Actions
Piano and Organ Keys Organ Reed Boards

The OTTO-HIGEL Individual The OTTO-HIGEL Automatic

Brass Flange Action Player Piano Action

(PATENTED) (GUARANTEED)
is an important improvement over the old style Is the choice of those who want the best. It is
of flange. It is more durable and when a repair the choice of the leading player piano manufac-
is necessary the Butt can be removed from the turers in Canada, Germany, France and England.
action without taking the same out of the piano, It is smooth-running, has great flexibility and
The screw does not require to be removed, simply permits the finest shading and phrasing. It is
loosened enough to allow the bent part of the made to a standard and every part inter-
flange to pass the groove. changeable,

SOLO-ARTIST RECORDS

comprise all that can be had in Player Piano Music

These Records are HAND PLAYED, and
provided with side perforattons, which operate
the SOLODANT or accenting device.  They
are also provided with perforations which auto-
matically operate the sustaining pedal of the

piano,

THE

OTTO HIGEL CO.

KING and BATHURST STS.

TORONTO : CANADA
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PLANNING TRIP TO LONDON,

Mr. William J. Roberts, of Chappell & Company’s
Toronto branch, is planning to sail for England on
July 9, on a combined business and pleasure trip, for
six or seven weeks. Mr. Roberts will renew acquaint-
ance with friends at his old home, London, as well as
spend some time at his firm’s head office on New Bond
Nt., getting in close toueh with Plans for the new issnes
to he hrought out this coming season,

Like all others who have erossed the Atlantie, Mr,
Roberts was greatly shocked at hearing of the tra edy
which befell the **Empress of Ireland’’ and so many
of the passengers,

MUSIC MAN AND DAUGHTER LOST.

Mr. A, E. Mullins, of Barnes & Mullins, London,
Eng., who has been tonring Canada accompanied by his
wife and daughter, took his return passage on the ill
Fated ** Empress of Ireland.”  Both Mr. and Miss Mul-
lins are reported among the lost, Though Mrs. Mullins
was saved, she is said to he among the injured and is
Iying in the hospital at Quebee suffering  considerable
pain,

FOCUSING ATTENTION ON SACRED SONGS.

There is available for distribution a very attractive
little hooklet gotten out by Chappell & Co., Ltd., To-
ronto, featuring a number of standard  sacred SONES,
Such promotion literature should he of value to all
sheet music departments,  This one contains the words
and the fiest musie page of fourteen sacred songs, includ-
ing the three settings of Cardinal  Newman's “Lead
Kindly Light,"" one hy  George  Aitken, another hy
Teresa del Riego, and the third by 8. Liddle,

There is also Florenee Aylward’s “Great Lord of
Life, in which this is the last stanzu

And when the Perfeet Day shall by

And earthly gloom forever cense to he

in splendour,
Great Lord of Life, Thy Love so strong and tender,

Still he our Light, through all E rnity.

Also ** Easter Hymn," by Frank Bridge: *“The
Light that Guides,”" hy Jack Thompson: *“The Perfect
Prayer” and 0, Loving Father,” by Teresa del Riego;
CLift Thy Teart,” by Frances Allitsen: At Set of
Sun”" by Hermann Lohr : “The Way to Heaven," hy
d’Auvergue Barnard ; My Beloved is Mine,” by S
Liddle, and **Nearer to Thee,” by Avthur B, Godfrey,

The simple thought in the words of “God's Garden,”
by Frank Lambert, add to the piece, The last four lines
“are:

The Kkiss of the sun for pardon,
The song of the birds for mirth—
One is nearer God's heart in a garden
Than anywhere else on earth.
SONGS OF THE DAY,

In Leonard & Co.’s new and popular songs are
noticed four good numbers, the musie for which was
written hy Amy Woodforde-Finden. These are “A
Request.” words by William Mudford; ““Song of the
Lotus- by Marie Corelli: “Florida Love Song,”
by May Gillington, and “dessamine,”” by James Bow-
koer,

Katharine Barry also has written musie for sey-
eral Leonard publications of morit, including ““Time’s

Roses,” hy Alice Gillington ; ** What is in Your Eyes?";
“Lilies,” and 1 Hear a Whisper,” all with words hy
Lilian Scott; ““Tell Her,”" by Thomas Moore: and **A
Lullaby™ by E. Grace Merriman

LEGAL ACTION OVER SONG HIT.

A despateh from New York suys that *“the action re
cently brought by M., Witmark & Sons to enjoin T. 18,
Havms, Francis Day & Hunter from publishing ** Pretty
Little Peggy.” one of the musical numbers in *lole,””
and in which action Fred, Peters, the composer of the
piece, was also named, was decided in favor of Witmark
& Nons. The Witmarks, at the time of the production
of “lole,” elaimed that they were entitled to the pub-
lishing rights of all the compositions of Fred Peters,
as he was under contract to write exclusively for them
and had collected royalties in advance. When the show
opened it was discovered that “Pretty Little Peggy,”
the hit of the piece, was from the pen of Mr, Peters, and
hence the suit,  In his defense Peters claimed that the
Witmarks had not seen fit to publish any of his works,
but the conurt held that the publishing Louse was within
its rights in publishing or not publishing a composition
according to its desires,””

THE WESTERN ONTARIO MU: ICAL FESTIVAL
ASSOCIATION.

The Western Ontario Musical Festival Association
being organized, has for its ohjects the promotion of
musie throughout Western Ontario by means of annual
musical competitions and  festivals, held  under its
anspices.  Three organization meetings have been held
in London, Ont., and the prosident,  seeretary  and
treasurer for 1914 have heen clected, in the persons of
Rev. Canon Tucker, Messes. J, 11, (", Woodward and 1. ¢
Killmaster, vespectively,

It is expected that the first annual gatheving will he
held in London in May of 1915, when a general meeting
of the members will e also held to decide upon the time
and place of the next annual gathering and to elect g new
set of officers for the ensuing Ve The promoters have
met with great success in their efforts, and already pro
minent musicians in London and throughont Wester
Ontario are taking up the
promoters take a hroad v

1
work with enthusiasm, The
"W ool the situation, and it is
expected that the first s of competitions will he on
a large and comprehensive seale

It is already practically decided that the following
branches will he provided for: chureh choirs choral so-
s, glee elubs, quartettes, hands, orchestras and in-
dividual soloists and instrumentalists. The work of com-
posers resident in Western Ontario will he taken notice
ofand special prizes will be sfored for new compositions
from which will be selected works for future use in the
Association,

Mr. Frank J. Bowers, special representative of Pathe
Freres Pathephone, Ltd., has completed a tour of Canada
from Winnipeg to Victoria, and states that the outlook
for his line is v v bright. A wholesale distributing
agency in Winnipeg is heing arranged,

WANTED,
Good, live, experienced, piano salesman, capable for city
or road work, age 30 to 35 preferred, good position for right
man. C. W. Lindsay, Limited, 189 Sparks 8t., Ottawa,




58 CANADIAN MUSIC TRADES JOURNAL
MASON & RISCH AT STRATFORD. ant of the firm, and the staff took this opportunity of
Further referving to the new branch recently opened  showing their appreciation of his serviees during the
in Steatford by Mason & Risch Lad., as reported in the time he has hoen with the company 1 presentation

last issue of the Journal, a Stratford daily in an acconnt was made at six o'clock, both Mr, and Mrs. Long heing
of the opening of the new store in the Alhion Block, present
under the management of Mr. €. K. Pardy, said Mr, W, G F. Seythes, the head of the firm, made
"The store has heen attractively fitted up with a  fow pemarks in which he spoke of the ostoem in which
View to the comfort and convenienee of the patrons of the  Mr. Long was held by the members of the staff He
firm. The well-known Mason & Riseh high-grade line of  wished both Mr and Mrs, Long the greatest happiness
pranos and player pianos are displayed, as well as a in their new home,  Mrs, Long was formerly Miss Minnie
full line of talking machines and pe s Gray, of Winnipeg
“The manager of the store, Mr. ', E. Purdy, is o
well known and popular husiness man. e has
the piano "Halln'\.’\ |||| Steatford for many years and, with PLAYER PIANO HARDWARE
his long experience thus attained, he is valuahle The Journal is in receipt of a well illustrated hook '
Acquisition to the Mason & Riseh, Limited, forees With  let on player piano har s assued by the well known
Me. Purdy’s » Hammacher, Sehlemmer &
come of his energy

wen in

A oas o suecosstul salesman—th out- New York supply house of

nd geniality—the future of the new  Co,

store is assured.  The enterprise of the firm in opening By way of introduction in the hooklet, this firm an

up a store in Steatford is to he commended. 1t is also  nounces that the variations in player parts make it im

to be congratulated on its efficient staft and handson possible to catalogue with any degree of standardization,

parlors,*’ but they present names and numbers for identification of
Mr. Purdy has the assistance of Mr. W, E. Avthurs  sueh parts as they have sold in the past, and which they

and Jas. Farvow from the London branch, both of whom —are prepared to furnish to order

have taken up their residence in Stratford This firm also state that up to the present moment

cireulars of player hardware have heen scarce, for the

STAFF OF SCYTHES MUSIC STORE MAKE reason that there has never héen any concerted effort at

PRESENTATION. standardization, and our cireular attempts to show not

Mr.and Mes, J. 1 Long, who have veturned to Re- only the various parts that we have made, hut gives a

gina after spending their honeymoon in the cast, were  very good idea of the general hardware requirements for

presented with a set of handsome fumed oak, leather  the making of players. We cannot vet hope to carry any

covered chairs by the management and staff of the  amount of these items in stoek, because of the lack of !
Seythes musical firm, My, Long is the popular account uniformity of requirements,”

GET WISE

to the many advantages the STANLEY line

offers, don't delay, but write at once for latest
catalogue and prices of Players, Player Grands
and Uprights.  We have no salesmen on the
road, and still our Factory is unable to meet
the demand. Doesn't that mean something ?
We expect to have the facilities shortly where-
by our present output will be more than {
doubled, and will require more agents. Get
in touch with us immediately. We have with-
out doubt the most profitable line offered in
Canada. Do it now.

FRANK STANLEY

Head Office-14 TEMPERANCE ST.
Factory - 121.135 DE GRASSI ST. f
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MUSIC HOUSE STAFF ON EXCURSION.

The annual excursion and picnic of the R. 8. Wil
linms & Sons Co., Ltd., was held to Niagara-on-the-Lake
on Thursday, June 11, This outing is cagerly looked
forward to from year to year by the officials and em
ployees of the company alike, for it is the one day of
complete velaxation from business worries and that
The big te “Home of Music"’
closes down for the entire day, and the stafl, with their
wives and prospective wives, go abonrd the nine o elock
hoat.  The outing is run on a perfeet system, with each
member of each committee knowing his part, so that there
is no confusion.

The big event of the day is always the hotly con
tested ball game hetween bachelors and henedicts,  The
house has a particularly good ball team this year in the
“Bush League,”" a loval league of business houses, The
season wix opened on May 17, when the Williams hoys
trimized the Toronto Star players, Mr, R. 8 Williams
is president of the league.  The Williams nine is cap
tained by the irrepressible Tresteail, ¥. M. Shelton is
manager, and H. Y. Claxton, seeretary.  Opponents of
this team, which has won every game played this season,
are puzzled as to where the hoys get all their speed in
sprinting to bases.  The seeret, however, is that in the
practice games they are paced hy Jeff Ford on his 85-
miles-an-hour motoreyele,

everyhody plays story

GALT PIANO MAN BUYS BUILDING.

A very important business and real estate transaction
was completed, by which Mr. A. 8. Taylor heeame the
owner of the block and business of Mr. Robert Struthers,
Main Street, says the Galt Reporter, My,
the possessor of the entire Phoenix block, f
hy Mr. A, T, H. Ball.

When interviewed, M Taylor made known the com
pletion of the transaction. He said it was the inten-
tion to sell off the stock of the Struthers' store and then
to completely overhaul the Struthers’ property,  hoth
lower and upper flats, und make it up-to-date,  The
building would then he rented.

The Phoenix block is one of the most valuahle in
town, and although the pr paid for the Struthers
part and business was not made known, it is understood
it was in the neighborhood of $35,000. In disposing of
his business and Main Street property, Mr. Struthers,
who has heen in poor health, retives after a
cessful career in Galt,
known tradesmen,

Mr. Taylor is one of Galt's most progressive busi-
ness men, and in his latest purchase he
dence in a greater future for the town, Mr, Taylor first
sturted in the photograph husiness in Galt, and then
branched into the musical business in both of which he
has heen most successful, and in the past has  hought
wisely in Galt's real ostate, and is a real home hooster,

Taylor is now
merly owned

most sue-
He is one of the oldest and hest

displays confi-

PATHE RECORDS AND PATHEPHONES IN
CANADA,

Mr. M. W. Glendon, well known to the music trades
in Canada, is discontinuing the retail piano business, hay-
ing taken the wholesale distributing ageney for Ontario
of Pathe Records and Pathephones. This ageney is the
result of a visit to Canada of Mr. Frank J. Bowers, spe-
cial representative of the firm Pathe Freres Pathephones,
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Limited, who have factories in England,
Belgivm,  Mr. Glendon has sub-let his store on Yonge
Street for the unexpired portion of his lease and has
taken office and showroom space in the Ryrie
at the corner of Yonge and Shuter Streets

A shipment of Pathephones and Pathe
the way Mr. Glendon expeets to open up with a
well seleeted catalogue for the Canadian trade in a very
short time. e is very enthusiastic over the Pathe line
in Canada, owing to the extensive list of leading artists
and Pathe goods being well known in Canada as well as
throughout the world. Pathe Records are in 10, 12 and
14 inch size, and Mr. Glendon states tht the
'II'U\I'

Franee and

Building

Records is on

prices will
very attractive to the Canadian consumer.

Pathe Records, unlike other dise records, play from
the centre towards the outer odge,
made wherehy Pathe pe
of dise machine, Al r

but an attachment is
wds can be played on any type
ords are double sided

IN NEW PREMISES,

Montagnes & Company, Toronto, import
ers of musical instruments and merchandise, have pe.
moved from 324 Jarvis Street to premises in the new
Ryrie Building at the corner of Yonge and  Shuter
Stre They are carrying here o stock of the various
lines from the German factories, whose sole
representation they have,

Mr. Montagnes and his partner, Mr. Van Gelder, have
definitely decided  to hecome permanent  cj
Canada, and the former’s family recently arvived in
Toronto via New York. The firm are arranging for a
display at the Canadian National Exhibition this year
of the Hupfeld Orchestrions,  Dealers communicating
with this firm should note the new address

Messrs, 1,

Canadian

S in

PROGRESS OF THE VITAPHONE,

In the Canadian Vitaphone
ment in this issue it will he
their type
sions to he

Company's annonnee
noticed that they emphasize
for summer trade Type 28 is of dimen-
asily transported, and adapts itself  for
camp, summer cottage, and hoat use
MOSt necessary

It has become al
for the complete enjoyment of a summer
vacation to have the cqaipment inelude o talking ma-
chine, and on this account the Canadian Vitaphone Co
announce that their customers gre featuring this parti
cular type at this season.

It is expeeted that in the near future this firm will
have an important annonncement to make to the trade
coneerning a new | wtory location, as well as coneerning
the appearance of Vitaphone records. Mr, W. R. Fo
dick, vice-president and general manager of this firm, is
v enthusiastie over the reception heing tendered the
Vitaphone in all jarts of Canada,

Whaley, Royee & Co,, Ltd., Toronto, who in their
trade announcement this month refer to Whaley-Royee
publications as “‘live wire business getters,” are also
experiencing satisfactory trade in their band instru-
ment and supply department.  With the advancement
in both the number and character of Canadian bands
this firm find consequent additional requests from all
over the country for their ** Imperial,” *Sterling”" and
“Ideal” band instruments,

For ““Imperial”” strings and ** Imperial”
is also reported a steadily inereasing demand,

rosin there

_‘—
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PIANO MAN TO ADDRESS CONFERENCE FOR
THE BLIND AT LONDON,

Among the passengers who sailed on the RS
“Megantic™ was Mr, Philip E. Layton, of Layton Bros
ion for the
Blind, who is erossing to Liverpool en route for Lon

Montreal, president of the Montreal Associ

don, where he is to deliver a lecture at an International
Conference for the Blind

Mr. Layton was asked to prepare a paper on the
subjeet of piano tuning as a profession for the blind,
and how to make it a suecess.  As a graduate of the
Royal Normal College for the Blind. the head of which
is Sir Francis Camphell, he is eminently fitted to give a

practical lecture on so important a subject, having heen
most suecesstul in this profession in Montreal for a num
her of years, and has given great attention to the subject
of piano tuning for those without sight in conneetion
with the blind of Canada

Mr. Layton is accompanicd by Mr. Patvick Gray,
principal of the Montreal Blind School, and My, Edward
Austin,d musi¢ master of this institution, and it is through
the efforts of Mr, (. Arthur Pearson, who recently lost
his sight, that funds a
ment for the blind.  The conference is heing held to
draw publie attention to the stthjeet, and decide upon

* being raised to provide employ

some organized method of providing educative cmploy
ment for those who, through accident or from birth, are
without the sense of sight

Mes. Layton accompanies Mr, Layton on the Me
gantic,and will vead the paper prepared by her hushand
at the conference

NEW QUEBEC HOME FOR C. W. LINDSAY, LTD.
Work of Building Now in Progress.

Work has just heen commenced on the new home of
C. W, Lindsay, Ltd., on the corner opposite their pre
sent stand at the corner of 8t John and St. Bustache
Streets, says a Quebee report.  The new building, when
completed. will he one of the finest in the eity of Quebee,
and the highest building on St. Johin St

It is interesting to note that the entire work of putting
up the building is being carvied on by Quebecers,  The
Lindsay firm has head offices in Montreal, but neverth
less, all the work on their new building is being done hy
local firms, under the supervision of My, Rene Lemay.
the architect

The new building will he five storevs in height, and
will be built of MacDermott stone, and granite, having a
steel framework thronghout

The basement, fivst, second and part of the third
floors will be used by the Lindsay Company., while the
balance of the building will be rented onut as offices, The
hasement will he use

as a store

room for pianos, the first
floors as a main showroom, while the upper floors will
be used as showrooms and repairing rooms respectively

A feature of the new showrooms will he a number of
separate rooms for the exhibition of pianos. These will
doubtless ke found of great advantage hy those desirous
of trying pianos

The building will be equipped in the most up-to-date
manner.  There will he two elevators, one for freight and
one for passengers.  There will be running water in all
the offices,

The Lindsay Company’s office will be located on a
mezzanine floor, in rear of and over the main show-
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room.  There will he a two storey vault in connection
with the office

The outside of the huilding will have o de ided]y
ance,  Although built for an office huild
ing, and therefore naturally of a rather plain character,
the lines of the building will certainly make a valuahle
addition to the seenery of St. John Street

A distinet feature will he the main entrance on the
corner of the building, with a semi-cirenlar door, and
handsome canopy in artistic ironwork

A word of praise for Mr. A, C. Hurteau, loeal man
ager of C. W, Lindsay, Ltd., is by no means out of place,
for it is largely due to his energies that the new building
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is heing erected. The company has found their present
quarters too small for their rapidly growing husiness, and
have consequently started the new building to allow foy
expansion. It is expected that the new building will he
completed by the middle of next December, and. inelud
ing the price of the site, will cost ahout K100,000

MME. NORDICA'S COLUMBIA RECORDS,

The late Mme. Lillian Nordiea, who died in Java re
cently, made a number of vecords for the Columbia
Graphophone Co, and  the voice of this colobrated
operatic prima donna will live in the form of these re
cords for many years. There are a large number cover
ing the rvoles in which she made hop Zreat  Sueeesses
Mme. Nordica is one of the first of the great operatie
stars to pass away sinee the talking machine has hecome
such an important factor in the reproduction of  the
chrities, and it is to he expected that there
will be a very conside

voices of

able demand for her records for

many years to come

The plant and stock of the Toronto Piano  String
Manufacturing Co., who assigned in May, has heen pur
chased hy Do M, Best & Co., prano hammer and string
manufacturers of Toronto.  This caquipment s in addi
tion to the plant purchased by D. M. Best & Co.. when
they added the steing manufacturing branch  to their
business.  They have now the Canadian ageney for the
Rudolph Geise musie wire, and Mr. Best states they shall
make importations direet from Germany

A promising young piano man has just passed away
in the death of Mr, Reynolds Sheldrick, of the Mason &
Risch Toronto staff.  Deceased was a son of Mr. Mark
Sheldrick of Hamilton, and his death oceurred in the
hospital in Toronto.
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Consider These Qualifications

—Delicacy and Softness of Tone
—Responsiveness

—Strength but not Stridency

~Tonal Harmony with the Singing Voice
—Endurance

—Beauty of Appearance

These are the qualifications of a Piano for the home.
An instrument possessing all these in the greatest
measure is the

Gerhard Heintzman

“Canada’s Greatest Piano.”

Because this is true the Gerhard Heintzman Agency
is more sought after by the dealers of Canada then ever
before.

Gerhard Heintzman
LIMITED

TORONTO, . - . CANADA

Factory: Head Office:
75 Sherbourne Street 41-43 Queen St. West
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2 HE success of the Mason & Risch Piano is the

PR result of combining the right intent in building with

§ the right materials built in.  Every scientific re-
source of this day and hour is appointed to create
the perfect result; THE PIANO THAT COULD
NOT BE BETTER IN ANY DETAIL.

Through all the years of our existence, the
demand for pianos of our make has steadily grewn
because of their winning combination of tone, beauty

and quality.

They are good pianos to sell.

They are good-selling pianos.

Mason & Risch Limited

Toronto




