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We have set just one limit on the
Columbia programme for 1914

A minimum limit of 100/ increase
of Columbia record business.

We are going to doto the record
business of this country just what we
have already done to the machine
business.

Watch it !

We are ready to-day to tell you
some of the details of our 1914 cam-
paign for doubling the sales of a
record retailing at 5 cents less than
any competitive record, yet carrying
a larger percentage of profit on each
record sold.

And if you operate with us you
can count on our placing in your
hands the means of securing the
name of every active talking machine
user in your locality.

The owner of a talking machine,

ofany make, only needs to know that
Destinn records are available to

want these Destinn records, and
Bonci records, and Fremstad records,
and Josef Hofmann records, and
Ysaye records.

And more than that, the owner
who buys dance records needs only
to hear such true-tempo tangos as
ours to go somewhere to get them.,

And all the way between the
Opera and the One-step, the guaran-
teed tone quality and the reproducing
quality and the endurance of Colum-
bia records make a buyer every time
the owner of a talking machine hears
the first Columbia record.

Here's this year:

We intend to make two Colum-
bia records sell where one sold before.

We intend toturn two dollarsinto
Columbia dealers’ pockets where one
dollar was turned in before.

We intend to bring one new regular buyer
of Columbia records to a Columbia dealer’s
door for every one who opens it now.

Watch it !

But watch it from the inside looking out,
not from the outside looking in.

The view is much better from the inside.

So if you are interested in the larger side
of the music business this year, write for par-
ticulars,

Columbia Graphophone Company

TORONTO, .

Creators 5f ths Talking Machins Indastry,

Pioneers and Leaders in the Talking Machine Art.

- ONTARIO

Owners of the Funda-

mental Patents.  Largast Manufacturers of Talking Machines in the Wor, .
write for confidential letter and a free copy of our book ““Masic Money.” M

Dealers and prospective dealers
[ sof the ppec h £

o
e e s e
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THE FAME OF
—
MARTIN-ORME PLAYERS

18 not the result of any sensational push-

ing
accounts for the steady

Absolute excellence and that only
progress made
from the inception of the Martin-Orme
Now

the

principles in player piano form.
that Gold,

highest form of the country’s coin can-

player is a Leader

not buy a superior instrument,

WU'SIC TRADES JOURNAL

THE YEAR GONE BY

has served to strengthen materially the

Martin-Orme *piano in its position  of

Leadership, Never resting on their oars

the makers of the Martin-Orme piano

have during 1913 made little improve-

ments here, achieved a little

higher
results there making the piano offered

the trade now our most advanced effort,

L
Martin
- Orme
The Key to Piano Success for 1914

THE VIOLOFORM SYSTEM

in piano and player building is an ex-
clusive Martin-Orme feature.  This is a
logical application of acoustic principles,
and is a registered feature in the Martin-
Orme.

This is one of the several ideas

employed that bring out a pure, me-
lodious singing tone, entirely untainted
by harsh or metallic suggestion that char-

acterizes unskilfully made instruments.

The Martin-Orme

Ottawa

GET THIS POINT
——

The Martin-Orme Company has won
distinction by its special designing de-
partment, which is equipped to prepare
special plans for customers who desire to
have a piano or 4 player piano built to
correspond with the interior furnishings
of their rooms.

AND THIS ONE TOO

Character and the Martin-Orme Agency
are two main items in a piano man's list
of assets that will assure success for him
in 1914.

Piano Co., Ltd.

Canada
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ARCHITECTS
OF MUSIC

I‘J vou piano retailers and sales

men the Newcombe Company
15 what the skilled architect is to
contractors.  Our claim to produc-
g planos  and  player pianos,
planned musically and conforming
to the highest modes of designing
by the efforts of master architect

founded on the experimental and in-
ductive knowledge gained in con-

tinuous manufacture since 1870.

Newcombe i

wted for staving intune. It stands

truments  are

to reason that the immense strain
of the 228 strings in a piano pull 88 NOTE PLAYER STYLE 74
ing on the frame must cause some LOUIS XIV. DESIGN

Ready 10 Operate Automatically
MAHOGANY OR WALNUT

so slight, the tone is affected de- SIZE. ~Height, 4 ft. 6 in.; Width, 5 ft. 4 in.; Depth, 2 ft. 412 in
trimentally, F'o counteract that

bending of the frame, and be it ever

strain has been one of the problems of piano building for years, resulting in numerous
useless devices— and numerous devices have been and are now being used. There is,
however, nothing quite so simple and effective, and quite so easily explained to the

customer as the

HOWARD PATENT STRAINING RODS

with which each Newcombe —and Newcombes only —is equipped.

™ NEWCOMBE P1AN0,C0 Limite

Factory . 121-123 Bellwoods Ave.

Agents wanted where not represented.

e ———————————
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How an Important Nova Scotia Piano

House feels about the

MORRIS

Player Piano

In the

Halifax Chronicle

—

The Morris
Player Piano

has every device known for
giving the operator com-
plete control. It is very
strongly built and has a
very beautiful quality of
tone.  Morris instruments
have been sold by this
house for many years and
we cannot recommend them
too highly. They are sold
at reasonable prices and we
shall be very glad to have
you drop in and look over
the new styles. If this is
not convenient, write us.

MORRIS_PLAYER'PIANO

Th

Karn-Morris Piano & Organ Go., Ltd.

Head Offices: Factories :

Woodstock, Ont. Woodstock and Listowel
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The Gourlay - Angelus

| | Puts Magic
~ In the Songs of Old

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

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

becomes indeed a cherished possession.

Its Human Appeal

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

emotions can be expressed with marvellous human effect.

A Sympathetic Tone

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

rare sympathetic touch and tone of this instrument. !

A clever Melodant device controls the accompaniment and predomi- 1
nates the melody to your own taste. All expression devices are
wide apart to allow an easy natural position of the hands, Its

staunch enduring construction is a triumph of perfect workmanship

and finest quality materials,

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

Gourlay, Winter &
Leeming

’ ISS Yonge St. - TORONTO
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Everyone who has an
acquaintance with

The BELL PIANO

recognizes its individuality,
its surpassingly good
features : and accord it

the praise it so well merits.

Its special features are

many, but the

Illimitable Quick

Repeating Action

and the

Sustaining Frame (metal back)
elicit special praise from

all who know the Bell Piano.

No Musician and no Dealer who
has discovered this instrument
1s content without a Bell.

The BELL PIANO
& ORGAN CO., Limited

Branch Warerooms at Factories at
146 Yonge Street, Toronto GUELPH, ONTARIO
49 Holborn Viaduct, London, Eng. And LONDON, ENG.

RS S
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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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What
About 19142

\re you going to start right in
and make it the biggest vear you
ever had ?

Don’t wait until February or
March, start to day, Many a big
year has been spoiled by a late start.

Don’t Get in a Rut

[t is the easiest thing in the
world to do, and gives your competi '
tor the chance he has been looking —

tor. Style 120, 88 Note

Keep Up To Date

Investigate new propositions,

KAy

One question the progressive dealer must give serio

sideration for 1914 is the
Player question.

'he dealer who would make meney and secure the player trade of his territory must

look the question of player piano quality straight in the evye,

The SHER LOCK-MANNING 20th Century Player Piano

has Made Money for the Dealers who pushed them during 1913
THEY WILL DO IT FOR YOU IN 1914,

The Sherlock Manning Player represents quality,

nothing but the best materials are used throughout

It contains the best regular action money can buy and is equipped with the latest and best Otto Higel

Player.
It is the sort of player that spells profits for the dealer

It Will Play Easily and Properly. It Will Require Minimu

It Will Give Permanent Satisfaction. It Will Mear Future Sale

Mr. Ashman purchased a Sherlock Manning Player at Toronto Exhibition, this year.
expressed in letter below gives a good idea of the general opinion of purc

Attention.
S,

The opinion
hasers,
The Sherlock-Manning Co,,

London, Ont
Dear Sirs :

Markham, Ont
Oct. 20, 1913
I was delighted and iny pired with your 20th ( entury Player Piano, the first time I heard
L F 3 3 4

ago, while visiting in Montreal. I always expressed a desire to have one, so I am pleased to state
one you have just installed in our home,

All who play your piano can but thank you, as I also do.

it and that was a year
we are delighted with the

Yours truly,
(Signed) W. E. ASHMAN, Markham, Ont,
It pays to handle a player that brings letters of this kind.
It Means More Sales. It Means Bigger Profiis.
SEE ABOUT IT TO-DAY.

The Slmrlock-]\[anning Piano Co.

Lond()“ (No Street Address Necessary) Ol"ﬂrio
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MENDELSSOHN
PLAYER PIANO

Player mechanism
thoroughly re-
sponsive.

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

Music  lovers satis-
fied by its un- 5
limited capacity
for expressing
musical feeling.

MENDELSSOHN PIANO Co.

110 ADELAIDE ST. WEST TORONTO, ONTARIO

e ——————
WIRIGHT - PIANO S

Bx\'l\illll{.\' YOUR SI10CK. If you would have ’ !

<|lll}'lCli\t‘ PCUPIK’ come to your store to see attractive

and sweet-sounding Piands that will remain vear in !
and year out sweet-toned and attractive-— Just brighten your
floor with

WRIGHT INSTI UMENTS
| AN { A ‘i N
Qurs are products out of the nnlin‘n'.\. Alx‘\ignr\l
and built with care that seems to be just a little more than
necessary, but at prices that are well within the moderate
limit.
Fhey are demonstrated result-producers.

YOU put them to the test.

Wright Piano Co.

| LIMITED
Strathroy, - - Ontario
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B T R

THREE
DISTINCT MODELS

which are creating a big demand in our “ Player” business.

THE WORMWITH PIANO CO., LIMITED

KINGSTON -  ONTARIO

III. I |I - - .
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C. F. GOEPEL & COMPANY——

137 EAST 13 STREET SUPPLIERS  OF NEW YORK
High Grade Commodities
SOLE AGENTS IO THE SOLE AGENTS
Us & CWADY T PIANOQaw PLAYER TRADE ~ US & CANADA
Klinke’s

Wagener’s
GERMAN

GERMAN
Tuning Pins Music Wire

Player Accessories. Felts, Cloths,

Fracker Bars, Transmissions, Brass and P h'

Rub he Fubing, Rubber Matting  for unc lngs

Pumper Pedals, Pumper and Playver Pedals, Of every description, comprising Name-

all  Special Hardware formed or cast, board, Stringing, Polishing, Muffler,

Leather  Nuts ish - Buttons,  Special Straight and Tapered, in Rolls and Sheets,

Punchings cut from Cloth, Felt, Fibre, etc., Stripped to Width and Length as

Paper, Pasteboard, and all character of wanted |

Leather Imported French and German, also Domestic

Send inquiries, accompanied by Samples, for Bushi Clott ihmmiin
ushing Cloth .

Prices, stating Quantities required

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

SoftYellow Poplar Veneers

FOR

CROSS BANDING

Write to

The Central Veneer Co.

HUNTINGTON
200,000 feet daily. W. Va.
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The Home of Sterling Piano Parts.

WHETHER IT IS

Piano Playver

Actions Actions
OR

Piano Keys

Your Guarantee is in

the Name

STERLING

(MADE IN CANADA)

=

[ Sy

STERLING

Actions and Keys, Ltd.
NOBLE STREET )
TORONTO - CANADA

The Oldest Piano Action
Manufacturers in Canada.
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Established
1856

Built to
Serve

RAIG pianos serve two classes — the men who
have to sell them and the people who buy

them for constant use,

In every field of industrial endeavor Service
has become a basic necessity Successful com-
mercial activity is dependent, to a large extent,
upon it,

Perhaps in no business is Service more essen-

tial than in the production of high grade pianos.

We have fully realized the vital importance
of Service to those whom we would serve. We
are deeply conscious of the part it plays in our
own success.,

Results prove that the Craig factory Service
has been appreciated, and with the approaching
months of renewed selling activity, the claim for

Craig pianos — that they are built to serve — will
be of greater import to the trade than ever before.

==The=—
Craig Piano Company
MONTREAL - - CANADA

TRADES JOURNAL

Perfection in Finish

IS OBTAINED
WITH

Jamieson’s
Varnishes and Stains

NONE BETTER CAN BE
PRODUCED

R. C. JAMIESON & C0., Limited

Established 1858
MONTREAL AND VANCOUVER

Over Fifty Years of Experience Guarantees the Quality of
Our Products

“Artistouch”

Artistouch
Control”

“Forster
Expression

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

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

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

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

THE INVENTOR

J. Leslie Forster

680 King St. West
TORONTO - -

CANADA
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Piano
Strings

(Patented 1904)

of Highest Grade

Canadian Agents for Rudolf

Geise's German Music Wire

Toronto Piano String
Manufacturing Company

122 Adelaide St. West
Phone Main 5848

Toronto

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

SOSS

Invisible Hinges
Most Players Have Soss Hinges

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

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

TRADES JOURNAL

STANLEY
PLAYERS

RESOLVED: That I will

give my customers a
fair opportunity to test the
STANLEY PIANOS in
PLAYERSand UPRIGHTS
and let the pianos speak for
themselves.

HIS resolution is a fair
equitable suggestion for
adoption in the NEW YEAR
just before us, and I trust you
will allow me to submit our
prices and a samp'e at an
early date.

With Every Good Wish for 1914,

Frank Stanley
TORONTO




.

14 CANADIAN MUSIC TRADES JOURNAL

NORDHEIMER Hammers

In supplying the highest grade
piano hammersto the Canadian piano
trade, we aim at

PERFECTION

Felts

We are agents in Canada for
E. V. Naish & Co. the world’s gold
medalist for fine felts, The best

European and American makes car-
ried in stock.

| Plays Like the Natural Hand —_—

The success of the Nordheimer Player

is the crowning achievement of our long

Q o .
| N
and successful record of manufacturing ( LN trl llgb

high-grade pianos,

The best procurable machines,
Dealers who are looking for an instru- and an up-to-date plant, in charge
ment that will appeal to customers who . .

) of a master string maker, are turning
wish to purchase a Player on account of . B - . .
out in “Best Strings” a strictly high

its artistic qualities and durability, will

find it in the Nordheimer. grade product,

Noexpense has been spared in the con-

struction of a Player Action which would

be thoroughly in keeping with the high c@heWorld’S Be st
ﬁdﬂo dmmers

standard of the Nordheimer Piano, |

Dealers wanted in unrepresented territory.

MANUFACTURED BY

D.M.BEST & CO. f

The NORDHEIMER P& CO.,Ltd.

Head Office

15 King St. East, . TORONTO

Branches and Ageacies throughout the Dominion.

455 KING ST. WEST
[J!_’, TORONTO CANADA
|
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Themo Art

“What They Are, And What They Mean to The Piano Man"

HE Themo-Art Rolls are produced from the recor-

ded performances of pianists of high standing;

they portray with wonderful fidelity the distinctive

characteristics of hand playing, and with side per-

forations for the purpose of melody note accenting,

automatic sustaining pedal, and the line of interprera-

tion.

HEMO-ART Rolls are a great
success because many player
merchants havediscovered the

various ways in which they contri-
bute to success in player selling.
They are really a necessity to every
piano man who is devoting his
energies to the increasing player
trade.

O renew the interest of old
player owners, Themo - Art
Rolls present avery fine means
fo- enlivening the interest cf all
player owners in theirinstruments,
thus making them music roll buyers
and prospect producers. The per-
fection of Themo-Art Roll cannot
be surpassed.

THEMO-ART ROLLS
Played by FELIX ARNDT
41626. International Rag. by
Irving Berlin. $1.25
41628, La Lettre de Manon by
Ernest Gillet. 1.50
41632. Nights of Gladness. by
Charles Ancliffe. - 1.75
41634. Peg O' My Heart, by
Fred Fisher. - 1.50
41636. Where the Red, Red
Roses Grow, by Jean
Schwartz. - 1.25
41624. La Boheme, by Glacomo
Puccini. - 1.50

These are the Cream of the Player Rolls for January Trade.
Every dealer in Player Pianos should have them on hand.

THEMOSTYLE ROLLS

41755. International Rag, by

Irving Berlin, - $1.00
41759. There's a Girl in the

Heart of Maryland by

Harry Carroll. 1.25
41763. 1Isle d'Amour. Valse by

Leo Edwards. 1.25
41767. Peg O' My Heart by

Fred Fisher. 1.28
41777. Sweethearts, by Vlctor

Herbert. - 1.50
41783. Brides! and Buttcrﬂles,

by Neil Moret. 1.50
41785. Mpysterious Kiss, by Wm

F. Peters. - 1.25

Universal Music Company

10: Shuter St. -

NEW YORK

CHICAGO

. TORONTO

SAN FRANCISCO
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YOUR IDEAS

Down on Paper are Worth Money

TO,THE
Boys on the Floor
And in the Field :

You men are so chuck full of
Ideas on your pet subjects that if
amember of our staff were having
a chat with you he could fill his
note book in about 20 minutes,
with mighty interesting material,
Before such ideas can be of use
they must be put down in black
and white - you can do that very
thing in your own natural style.
That's what the other fellows
like to read-They often tell us
that.

The Journal offers a $2 bill
for every ‘short article accepted.
These would occupy from 2 3 of
a column to a column and a half.
you know about what that repre-
sents, 400 to 9oo words.

Pick out your subjects from
the appended list and send them
along. It isn't as difficult as it
looks. These titles will suggest
thoughts and experiences to you.
Fasten them down on paper and
send them in.  For each sketch
accepted you will receive

CASH and one year's sub-
scription to*‘Canadian Mu
sic Trades]ournal"makinz

Inside or outside Sales.
women are aseligible asthe men.

THE EDITOR

Suggested Topics

I. A Sale I Lost and What it Taught
Me.

2. What Helps Most to Win the Cus-
tomer's Confidence,

3. The Result of Talking Machine Re.
citals

4. What is Gained by Special Piano
Sales,

5 The Field for Specially Designed
Pianos

6. Should the Salesman Make Collec-
tions.

7. My Most Difficult Player Sale,

8. How I Assist Customers in Selecting
Records.

9. Knowledge of the Piano Parts in
Selling

10. How to Meet Mail Order House
Competition.

11. Where the Traveller is of Greatest
Help to Me.

12, Special Events in our Town and
How they Affect Sales,

13. How we Keep in Touch With the
Buyer After the Sale is Made.

14. Talking Points in the Small Piano,

15. The Best Means of Securing Pros-
pects

16. Where Talking Machine Cabinets
Fit in

17. Suggestions for Easter Prepara-
tions.

18. Keeping the Sheet Music Trade at
Home

19. Handling the Farmer's Trade.

20. Methods Guiding Window Displays.

21. Displaying Stock on the Showroom
Floor

22. My Attitude Towards Instruments
Offered in Exchange.

23. Getting Business From Bands and
Orchestras

24. Window Displays for Special Occa-
sions

25. The Value of Newly Married Couples
as Piano or Player “Prospects.”

Canadian Music Trades Journal
56-58 Agnes St.

- TORONTO
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The Newbigging Cabinet Co.

Wishes to thank the I'rade for their many courtesies

|
|

during the past year, and take this opportunity to

wish each and all

A HAPPY AND PROSPEROUS NEW YEAR

‘x JE are planning for a big year in 1914, as we see no reason why
business should not be good.  Certainly there will be more Talking
Machines sold this year than ever, and our Cabinet line will be

added to and kept right up to the minute. 7he Christmas trade depleted

some of our lines, but we are already hard at work filling up same and can
ship promptly in most lines.

Phonograph and Player Cabinets

for Every Make of Machines

Player Roll Cabinet FOR
Fitted with -.u;'ﬁj‘;’.‘;’:z«ble Steel Rod Edilon Amberola V. & VL

|

L

~No. 61, Selid Mahogany Capacity 150 Records
Fop 19 in. x 26 in, | leight 39" iy No. 59— Oak
Capacity about 100 Rolls No. 60— Dark Mahogany

Newbigging Cabinet Co., Limited, Hamilton, Ont.
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Link Yourself Up

With Evans Bros. Pianos and Players for 1914

Those who have profited by making a similiar resolution
some years before have found in the *Evans Bros. Line”
the agency that helps the piano dealer “make good.”

The Evans Bros.»»’i‘:::;:_:."u..ng Co. Ltd.

INGERSOLL . ONTARIO
You You
Pay For Ch;v‘e
2 or
Nothing Nothing
But But
Quality Quality
——— e St ne

ORGANS

FOR
THE HOME
THE SCHOOL
THE CHURCH

Goderich Organ Co.

LIMITED
Goderich, - Canada

Catalogues on Applioation.

We Employ no Travellers.
Orders Promptly Filled

STOOLS, BENCHES
MUSIC CABINETS,
RECORD CABINETS.

e T
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g Julius Breckwoldt & Company & Ak W 0 .
o Manufacturers of a s P Pl
n Piano Backs, Boards, Bridges, Bars, Traplevers o upenor lano ates
B and Mouldings ]
g Sole Agents for Rudolf Giese Wire in Canada and United S
a States g
B 1 Brrckwoun, Pres WA, Burckworor, Sec-Treas, B MADE BY
G _ Factory and Office Saw Mills : o
g Dolgeville, N, Y, Fulton Chain and Tupper Lake g THE
fOOOnonOnCoONNONNNNNNNNNNNNNE BEODoDOOaNn O
&wmw*w&m wewsmemmweny | SUPERIOR FOUNDRY CO.
91-93
L. Il- MUTTY Co.. ?1"":::" BOSton, MaSS. CLEVELAND, OHIO. USA.
ﬂ We manufacture fine calender ¢ outed silks and nainsooks
for Pouches and Poeumatics, and special fabrics for Bellows
of every description.

|

f

CANADIAN MUSIC TRADES JOURNAL

9

PIANO
MATERIALS AND TOOLS

FOR MANUFACTURERS, REPAIRERS, TUNERS AND DEALERS
CORRESPONDENCE INVITED

HAMMACHER, SCHLEMMER & CO.

4th Avenue and 13th Street

BOO0NNONONND LONLODONNOONNOODONONRADNOND

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

SAMPLES and PRICES furnished on request.

EISEE CISRE SN HISe mons

NEW YORK, SINCE 1848

Faust School of Tuning

PIANO, Pipe and Reed Organ Tuning,

repairing, regulating, voicing and poli-
shing Player Pianos. Scale drafting. Oliver
C. Faust, Principal, for over twenty years
atthe head of the Tuning Department of
the ““New England Conservatory of Music”

1000 Graduates.  Factory practice if

desired. Illustrated Year Rook free.

27-29 Gainshorough St., Boston, Mass.

T. L. LUTKINS

Piano Player and Organ
Leather Pneumatics, the
Best Bark Packing made
—Alum Packing—Alum
and Suede Valves—and
all special tanned bellows
leather,

Special tanned chamois _that
will not scratch any highly

PATERSON, N.J. - - USA.

We Specialize on
Player-Piano Cases and Prompt
Deliveries

We Guarantee and actually make deliveries on the exact date
designated. This has been one of the reasons why our busi.
ness has shown phenomenal development,

THE LOOSCHEN PIANO CASE CO.

Block 31st to 32nd Street, 11th to 12th Avenue

polished surface.

40 SPRUCE STREET
NEW YORK CITY
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lilliams Bugle

Short Talks to Live Dealers About Business

particular dealer

Boston Bull Pup,” said the lady

What size shirt does he wear,”

item in the success of any merchant

= E year of 1913 has been a memorable one
w in our history, from a standpoint of pro-
gress and volume of business And by the
e token it has been the same for Williams
rs as they are the ones that make the
wrofit tor us backed by our advertising and co-
ration
Tessts. R, S, Williams & Sons Co., Toronto. Dear Sir
We are obliged to you for your letter of the 14th inst
g us name of prospect, Messrs, Port Arthur
W get after this party at onee and report to you
Yours very truly, Tucker Piano and Music Co,

JUMEN we receive aninguiry regarding musical

instruments or phonographs, we look up
e names of our active dealers in that town and

vird the prospects to them and write the pros

pect a letter direct explaining 1o him Williams'
Instruments and directing him to our dealers in

s town In this way the customer comes
lea

ito the dealer’'s store with a preconceived

of purchasing, and is kindly disposed toward the

1 I'his is the reason our dealers

write letters to us like this

R o, Gentlemen, — Thank
reference 10 a Band instrument prospect r

ed to-day. 1 sold him a drum-head and still have a
Mr for an instrument.  Yours truly, G. H

Ramsden, Midland, Ont

A lady went into a store to purchase a collar
-

for her new pet dog. The young man be

hind the counter had formerly worked in a haber-

wshery store. 1 want a collar suitable for a
‘Yes Mam !
absently replied

the clerk as he gazed out of the store window

\ttention, and prompt attention at that,

to customers’ needs and their requests is a big

Customers
re not familiar with the goods like you are and

they may ask questions that sound foolish to vou
but which are very serious matters with them
It is up to vou to take them seriously., We do
mnd  we explain all matters fully by mail to
prospects, in addition to drawing them to our

dealers

The R. S. Williams & Sons Co., Ltd,  Gentlemen
received your letter of the and, with a prospect fora
staphone sale.  We found Mrs and took her

order.  She wants it sent along as soon as possible and

TE WILLIAMS

ijwwmmmwmaumr o4
WINNIPEG

CALGARY

i, We thank you
Yours truly, James S

expects there will be some music wit
very

ich for the prospect

Compton, €

@HI

Fo get, vou must give, and the dealer or

rouble with many dealers is that they do
not uppreciate the value of co-operation

manufacturer who expects to get co-operation

from the other without giving it in return is

doomed to failure It is because our dealers
appreciate our earnest desire to help them that
they in turn help us, This is team work and

makes for success
Messrs, R, S, Williams,  Gentlemen,— With reference
to yours of November 14th, would say that we have closed
with My Chatham, Ont,, for a No. X Amberola
and ontfit. That was a good one and we were pleas.d
to receive this prospect trom you and hope to recive some
more as good Thanks. Yours, |. A, Tyrell
‘lX a recent issue of the Williams' “* Echo,’
our little house organ to our dealers, ap-
peared an article on how to price goods, that has
created quite a furore among Music Dealers and
so in other lines, and we have been kept busy
supplying surplus copies. The ** Canadian Music
Trades Journal " is very kindly reproducing ihis
article for the benefit of our dealers, as our
supply of the ** Echo " has given cut. But this
same ‘‘Echo”
articles from time to time and it pays all music
Are you? If

contains other equally good

dealers to be on the mailing list
not write us for a sample copy

R. S, Williams & Sons Co., Toronto, Ont. Re your

Protective Policy.  Gentlemen,—1 have your letter stat
ing that My bas been inquiring for a Violin and 1
will take the matter up with him and report the result as
per the card you attach. I thank you for putting this my

way, but even though a sale is not consumated, |
you that r
truly, J. C. Chalmers, Copper CIiff, Ont

ted trials are bound 10 bring results.  Yours

The above letters show : First—That we
arrying out our policy of referring all in-

are
quiries to dealers and not attempting to do
business direct when it possibly can be done
through our dealers ; and Secondly—That our
dealers appreciate this policy and are co-operating
If you are not a
ims' dealer, either for small instruments or

with us to increase business
Willi
for Edison Phonographs, write us to-day for
particulars.

880"8(0 145 Yonge Street,
l 'MlTED TORONTO

MONTREAL
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Canada’s Piano Importations,
TGURES of Cana
that these continue to merease, and that the aver

VS importations of Phittos show

age value of the instruments miported continnes 1o d

ase. As nearly as it is possible to estimate, the patio
of imported instruments 1o those of Canadian mak "
mains about the syme The steady decline in the
average value of the iported instrament is not with
out significanee worthy of serions thought on th part
of the Canadian trade.

The trade in this country has heen fortunate in the

absence of the Seheap piamo, as the

nos under

stood in its application 1o certain greades of foreign
make, The trade in this countey has been fortunate in
the absence of mand for this class of istriment
The figures showing the ports, however, indicate an
inerease in the demand for the
slight it may he

Ceheap,” howoeyep
As this country 'y imports do not
embrace the whole line from cheap to high grade, hut
rather the instruments at the extreme ends of the
range, the inference is that thepe is either a falling off
in the imports of the higher priced makes, op an in
erease in the imports of the Jow priced des,

Piano Imports Into Canada for 8ix Years,

Year, Quantity, Vil Average Priee
1913 FA70.605 $172
1Mz 176
1911 180
1910 186
1909 192
1908 213

Canadian Pianos in Australia,

IR 1912 Canada’s piano trade with Austealia foll oft

from 40 uprights valued at $6.200 10 )
viovs, to 21 worth %3.600 This shows an in
the average price of from ¥158 to 173 Regarding the
situation there, onp Canadian Trade Commissioner in
Australia, Mr, D, 1. Ross, states that ““the importation
of Canadian pianos is at present a fluetnating and un.
important trade, although some manufacturers in the
Dominion may find encouragement in the growth of the
exports from the United States to Australia, To intro-
duce a new line of pianos wonld probably mean eon.
siderable advertising and consigning initial s ipments
for realization, which course is open to serions ohjection

CXEEptan the case of reliable fipms tisposed 1o
stieh terms Nustealia's tota) mportations in w

and uprights for 1912 4y

eated $2665.000, 41 oy
over the previons year of F209.000

It is interesting 10 note from Mr, Ross® statennns

that “*German upright pianos comtinue to control i
bulk of the trade and the effoct of 1y competition s
i direet hegri pon the imports from other connt ries
e of the cheaper instruments now sold in Austealiy
are purchased as low as $6:.13 at the factory in Gy
many, plus cost of cusing and inland charges to [y

burg or Antw rptt
The 2210 pianos sent in from Great Britain in 1912
d - price $145 cach, while the 637 From 1l
United States duving the sani period, avernged $184
caeh The following  tuli outlines the  details o
Australin’s piano port trads

COUNIRY OF Oriciy N i N

Grand and sem gramd

United Kingdom 24 15360 14 119
Germany 1 20 151 i
United States 2 " 2 il
France : ) I
17 11,500 iy {0

Upright Pianos

United Kingdom
Canada,
Relyium

Germany AT2,058

United States W 1n,.34

Other Countries, V K]

France....,, W 131

Inpan 7 i
19,548 61614 20,85 DL ]

Canadian Organs in Australia,

N 1911 Australia tmported 1457 house and chureh
organs, valued at 68,800 This does not fak into
account pipe organs,  The next vear, 192, the figures
were 1,423 organs, worth 70,500,
Canada’s share in this business in 1911wy 246
organs, valued at $11.700, or an average priece of $47.50
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each. The following year the number was reduced to
146, valued at $7,200, or an average price of $49. Re.
garding the Australian trade from Canada’s viewpoint,
Mr. D, H. Ross, Canadian trade commissioner there,
says: “The demand, although comparatively limited, is
4 constant one, and Canadian organs are well known
throughout the Commonwealth, The decrease in imports
from Canada is attributed to an advance in prices made
by the principal exporters, which compelled Australian
buyers to seek other sources of supply.*”

The United States manufacturers of organs sent in
1,059 organs in 1911, valued at $49,200, and the next
year increased this number to 1,130 organs, valued at
,200.  From these figures it will be seen that the
average price of the American instrument  inereased
from $46.50 to $48, which looks to he in about the same
proportion as the Canadian-made ones.

The manufacturers in Great Britain it is surprising
to find in the years above quoted, only furnished 135 and
133 organs espectively, which averaged almost each,
in 1911, and practically $58 each the next Year.

The Trade Name.

TRADE name or brand,

with a reputation that is

good, and that is well known, is a greater asset
than a protective tariff, Tariffs may be altered or re-
moved to the Jeopardy of the business built entirely
dependent upon their support, and it is possible to sur-
mount tariffs with imported goods.  Only the owner
of the trade mark or trade name can cause it to fall
into disrepute, or to become obsolete, Quality is the
foundation upon which the favorable reputation is
built, and only the person or persons responsible for the
quality of the article being marketed can interfere with
it. In this age of advanced marketing ideas quality is
not enough, There must he advertising to let the pur-
chaser know of that quality. The majority of adver.
tisers lose sight of the t'runwhisv-lmilllinp_r value of ad
vertising, having only in mind direct inquiries or sales
that may result,

With a well established name or trade mark, upon
which effort is never relaxed to make it hetter known,
imported artieles which a customs tariff does not keep
out, can be successfully competed against,

In the piano business these manufacturers who
adopted and continued a policy that did not admit of
their making stencil instruments, are securing the ad-
vantage of theip foresight. It is not impossible to make
a suceess of manufacturing steneil pianos entirely, hut
by reason of pianos ranking in the specis ty class, and
not as ordinary merchandise, the man who specializes
in steneil instruments is keeping himself aloof from the
consumer, and consequently is not developing the most
valuable trade asset, The custom of the dealer who
buys the stencil instruments is characterized by the
same unstability as the trade of a general merchant
who handles unbranded or unnamed footwear or over.
alls, There is nothing to connect the maker with the
consumer, and the dealer may decide to change his
account at any time he may be offered what appears to
be a better price,

With an established trade name it is different,
Dealers are anxious for the agency, and in the hands
of reputable retailers the trade name is being futher

TRADES JOURNAL

made valuable for the manufacturer, and at the same
time the retailer profits.  Given a square deal, and a
contract free from cateh clauses, retailers in good re-
pute in their own localities can give a line prestige that
no amount of advertising could do, per se,

The stencil piano referred to is the instrument of un-
known origin, and for which the maker does not
stand sponsor, In it he has no interest other than
to get it delivered and colleet his money, and to hold
the retailer’s trade certainly, if he can, hut he has
ho weapon of defence against competition, except price,
From the standpoint of either retailep or manufacturer
there are many reasons why it is not desirable to foster
a business in unbranded and unknown instruments

They make it possible for the unserupulous to take
advantage of public ignorance of piano values, and
this is a curse to the trade. Honorable salesmen and
retailers of to-day are working under a constant handi-
cap of publie prejudice that th are in no wise re-
sponsible for, Unfortunately there are still retailers
Who will take five hundred dollars for a piano on which
the profit would be legitimate at half the money, but
this occurs less frequently with known instruments,

Refusing to Sell a Poor Prospect,
HEN a Journal representative dropped into a re.
tail piano house the othey day he found the pro-
prietor in a humor to moralize on what he termed
“one of the rotten features of the trade,’

“I have just refused a player piano sale,”
““because 1 did not consider the man had any right to
buy one. He came to me, and finally 1 secured his
agreement to buy with twenty-five dollars down. He
came back with only fifteen, which T would not accept.
In the meantime 1 made further inquiries, and found
that he was earning only fifteen dollars a week, His
position was sure and his income steady, but with a
wife and two children he had absolutely no right to a
player piano bought on the instalment plan, and [ told
him so.”

The prospective purchaser took his lecture, but
said he conld buy in several other places, Ile seemed
surprised that there was anyone who would not aceept
his fifteen dollars, The retailer quoted said, Yy
know you can buy in other places, but I am not going
to load you up and have to make a repossession in two
or three months, which is the inevitable result of such a
sale,””

said he,

Selling What the Customer Can Afford,

HE  general tendency in merchandising is  the

shortening of time, which naturally results in bet-

ter paper and a healthier class of business, The piano

trade seems to be the exception. Automobile dealers

et cash because they will not sell otherwise, but the

piano man discourages cash business by emphasizing

the trifling payment down and the trifling payment per

month, and then he grumbles about the deplorable re.
sults of reckless competition,

One of the beneficial effects of a period of tight
money seems to he an awakening to the fact that re.
tailing in prosperous times, on a basis that makes re-
Possessions a certainty in case of a slump, is not good
business, During the past seven or eight months there
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have heen repossessions that would probably not have
heen made if conditions of 1912 had continued,
There would he fewer repossessions i the buying

ability of customers was more carefully studied. It is
A monstrous injustice to everyone diveetly or indireetly
concerned, to load up a fifteen-dollar-n-week amily
man with a seven hundred dollay instrament, and it is
very poor business. 1t is a fact that charity has heen

dispensed in homes where over ambitious salesmen have
heen suceesstul in persuading the suseeptible parents
that a piano is an absolute necessity

Where it is known that the customer can afford it
every effort should be used to sell lim the high grade
mstrument, but there would undouhtedly he a healthier
tone to business it move interest were shown in selling
the customer what e could afford,

Asking Legislation to Aid Collections,
Tllh'lll GH their association  the retailers of the
Provinee of  Alberta have petitioned  the  loeal
legislature to facilitate the collection of money where
Judgment has been given and remains unsatisfied

Legislation is asked for, making it possible for any
party having an unsatisfied judgment against any person
in the provinee, to obtain from the clerk of the District
Court a subpocna to be served upon such person requir-
ing him to appear before the Judge of the court, to
N8
ments as requested; the defendant to be examined upon
oath touching the property belonging to him, or alleged
to belong to him, the cirenmstances under which he con-
tracted the debt, and as to the means and expectation he
then had, and the property and means he still has of
discharging the debt. The costs of such summons and
all proceedings thereunder shall he in the diseretion of
the judge.

It is further asked that if upon such enquiry it ap-
pears that the defendant, debtor, or other person
ordered to pay is in receipt of a s
cient for the support of himself and hi family, and also
to allow a weekly or monthly payment to he made out
of sneh salary or wages, to the plaintiff or other person
having the said ovder for payment, or if it appears that
the defendant has a trade or a calling which would en
able him to carn money sufficient for the above pur-
poses, then the judge may make an order directing the
defendant to pay to the plaintiff such weekly or monthly
s as the said jue may see fit, and may in such order
authorize the plaintiff to give notice, in the form of
Schedule “ A" hereto set forth, to any person, whether
then known to the plaintift or not. by whom the de-
fendant is or may theveafter he cimployed, requiring the
employer to deduet cither w kv or monthly from the
wages or salary of the defendant snel w cekly or monthly
sum as the said judge has so ordered the defendant to
pay, and upon receipt of such notices from the plaintiff,
together with a copy of the said order, the said employer
shall withhold the said sum, weekly or monthly, from
the money carned hy the def ndant, and pay the same
fo the plaintiff,

Sehedule “A°" mentioned above served upon the em
ployer reads as follows:

In accordance with the terms of an order of this
Court, a copy of which is hereto attached, you are noti-

such things and to produce such hooks or docu-

ry or wages suffi
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fied that you must withhold from th above-named de
fendant and pay the whove-named plaintil the sum of
L) eneh week or month heveafter, ont of the wiages or
salary of the defendant until 11 sithn of § , owing by
d
iud

the defendant to 11 Plaintif, is fully paid and satisfi

You ave also vequived to make amd mail prepaid
registered to the undersiencd o statement showing ;

(a The weekly or monthly salary or wages of the
Sendant,

(b) The times when the same is payable,

() The amount now carned hy and unpaid to the
defendant
German Eyes on Canada.
A CONTINENTAL corvespondent to the Musie Trades

Review of London, 1

gland, suys: “*In spite of

Canada’s own growing wanufucture of pianos  and
organs, and the proximity o

United States manufac
turers, your Bervlin cont wmporary, the Vusik Instrumen-
len

ctlung, considers that prospects there for the sale
of European instruments are of the most promising na
ture. The Dominion has as et comparatively few large
cities, and numbers of settlers still live in sparsely po
pulated distriets and on isoluted Farms.  The most
favorite solace these people turn to in their leisure is the
piano.  Next in favor come the violin, harmoninm, zither
and concerting Recently, of course, the phonograph
i colossal vogue, a wid variety of records
heing aceeptable to the catholic Canadian taste, inelud
ing not only songs, hut also pranoforte selections and
even recitations, speeches, ote, In the big farn ing dis

has acquir

triets it is not unusual for small amatenr orehestras or
hands to he formed They meet together on Sundays,
and are often in the market for simple but good quality
instruments, Loth steine and yoss Competition is, of
course, keen, but there are good prospeets of suecessful
business in every district.  The hest method is to make

sure of a good agent. with as wide a knowledge as pos-

sible of the different instruments, who would, where
possible, work in conjunetion with smaller firms,’

Is 90, Too High?
Pl‘IR('HN'I'.\H are usually pretty diffieult to esti
mate, particularly as conditions vary in different
communities.  The 90, quoted in th following hy My
D. 0. Nolan, a retail piano department manager, writ
g in the Music Trades Review of New York, was con
sidered too high a figure hy a member of the trade in

’7

Camada, to whom the article was shown The latter
gave as his reason that the difference in price bhetween
the average piano and the avernge player made it im
to convert 907 of their
piano eustomers into playoer purchasers in any reason
able time.  This retailer, thongh, did consider My, No-
lan’s contention a good one, and worthy of emphasis,
apart from the actual proportion cited, The opinion in
question is:  “With the present remarkable growth in
popularity of the player piano the aggressive and ener.
getie sales staff can turn 90 per cent. of their piano eus-
tomers into player |
a ve
husiness properly.  The averpge man who purchases a
piano has in mind the possibilities it will offer his ehild
or children in the pursnance of the study of music. e

possible at the present st

o purchasers within the space of
short time. provided the salesmen go after this
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purchases a piano with this idea - wind, bt when
the child does not progress sufficient Iy i a few months
to produce some pleasing musie and the piano necessarily
lies idle the greater part ol the time, the purehaser

gins 1o feel disconraged and to
an that the Family
could play while the ehild was loaring to play manunally
He is then in a state of wind wh re he helieves that he is
th
wtune time for the energetie player

liad D

members  of

wish that he

mstrument other

nou getting full value from purchase of his piano

und this is the opy
salesman to start the foundation for a player piano sal
As i rule the customer has paid about six months’ instal
ments by the time he begins to feel discouraged, and an
proposition for a player prano at this time is

almost certain to he suceossful.’

exchange

Too Many Rolls in Demonstrating.
STRUCTION and interest abound in this aceount of
demonstration methods and the 1 essential relation to
er piano selling, which have grown out of the ex
nees of the writer mentioned in the
graph: “Player piano sulesmanship s
various ways

preceding para

improving in
I believe, coutrary to many members of
the trade, that the most important factor in selling a
player is the monstrating.  The player should be de
monstrated the way the eustomer wants it, not the way
the salesman prefers,  There should be special sales-
men who have made a study of
form this important part of the

demonstrating to per-
sale, and all our player
men on the floor have heen teained to aet as expert de
monstrators.  The ontside salesman is hardly in a posi-
tion to close his player

had sufficient p

sales on the floor, as he has not
wetice at the art of demonstr; ting to
make a strong impression

“One of the chief faults of the present-day player
salesman is that he plays entirely too much. An inei
dent at our store last Saturday illustrated this fact to
me in a most convincing manner. A lady
department who had been in three or four times hefore,

entered the

and as all the salesmen were busy I waited on her per
sonally. We talked
of the player piano,

about a half hour on various phases
and after a general vesnme of the
o we were diseussing 1 secured hep order for the
o without having played a single roll, or havir
played it hy hand

This impressed me so foreihly

I told our salesman about it
that
player sale,

as an example of the fact
insistent playing is havdly necessary 1o close a

“Asa rule the player salesman when handling player
prospects leads them first of all to the
room, ple

demonstration

‘o8 them in comfortable chairs and then starts
to play and play, forgetting that he
player piano,
How much more satisfactory it is for the
man to talk with the for about fifteen or
twenty minutes hefore going near the player piano, find
out what their ideas are in conneetion with a player
piano, how much they think they ean afford on the pur-
chase of a player piano, and have a general talk on the
edueational value of the player piano before putting in
a roll.

“T have never found it necessary to play more than
one complete roll in demonstrating player. T may,
of course, use sections of three or four rolls, hut | very

is there to sell a
and not to exhibit his demonstrating ahili
ties, sales-

prospects
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ravely take more than this number of rolls to the
monstrating voon. These four rolls 1 present what the
average prospeet cannot help enjoying, and rtainly

afford sufficient opportunity to demonstrate the player

Many salesmen perform aetnnl v mmastios at the player
prano when demonstrating 1

mstrument,  This is not

only nnnecessary, hat gives th prospect a foreefu! and
damaging impression as 1o the diffienlty to e en
countered in using the player As o rale | ouse hand
played rolls in demonstrating, never use the levers or
buttons at o demonstration prmp with only one foot

and make it a point to talk with the prospect while play
This is all intentional and
prospect with the extreme simplicity of operation
can learn to use the levers at

ing SePVes o dmpross the
They
home, Tt this ohject les

son in simplicity at the first demonstration eannot fail

to leave a powerful tmpression on the minds of the
I make it a rvule not to tell the
I am going to do. hut first do ity and et

about it after it is all finished

|)I'H\
peets customers what
them find out
“The average player salesman talks too muel in try
ing to sell 4 player pis

v Let the prospects ask ques

“After the day’s hunt "—David A Taylor, a well kn

n Calgary Piano Salesman
in front of his summer cottage on

Lake, Alta

tions, and the salesmen need only answer them intelli
gently.  The prospects will find out for themselves just
what they want to know, and appreciate this infor
tion far more after finding it out in this personal way.,
The avoidanece of all gymuasties will prove far more con
vineing than all the small talk conveyed by the average
player salesman,”
Doubling Player Music Sales,

A CERTAIN pe

his New Y

quite seriously.

asked as to
s resolutions, took the question
He extracted from his pockethook a
card on which was inseribed over his signature this
inscription, **Resolved that 1 will two rolls of
‘r music this year for every roll | last

il salesman, Jokingly

sell

sold

“Looks quite a proposition,”” admitted the sales.
man, who by the way, is something of a player en-
thusiast, and has begun to realize the value of the ““in-
tangible assets’’ wrapped up in the future of the
player music business. He has gone at the proposi-
tion in quite a rational way and, according to
analysis, “‘it is not as big a proposition as it looks.

“Until two or three months ago,”” he said, “our
roll department has heen sidestepped by everyone in

his

_;
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the place.  The boss put it up to me and 1 didn't feel
very good over the idea until 1 hegan to look into this

I soon found out that 1 had a lot to

part of my joh
learn, and would like to tell every other man or wo
man retailing rolls that they have to be able to Sy
something to a customer besides ** here’s a swell roll,””

When o Madame Refinement comes in she does not
want to be told that a certain title is “swell,” or is a
‘heaute,” and yet 1 have heard just such remarks
come from seemingly intelligent people,”

“1 consider the biggest part of my job is playing
the music over and getting acquainted with the titles
Though not musically educated, 1 have a very fair ear
This is a help. 1
'ry opportunity I get to hear a skilled pianist. 1
that I hear played arve in stock, and they
usually are, T practice those pieces. My practice to
date has made it possible for me to help several of our
et rolls, and they are higger buyers
as a result. Tam quite sure I can double our last year's
sales. I make it a point not to let a single day go hy
without learning something new about a selection or
the composer, and T am getting to know just what class
of music to feature with the different customers.”

No Success Without Hard Work.

YOUNG man oceupying the top position in an im-

portant wholesale and retail house, which, with
its several branches, does the largest trade of its kind
in Canada, is a close observer of the kinks and foibles
of human nature, In fact one of the requisites of his
position. as is the case with all executive positions, is
the ahility to choose not only good men, but hoys that
will make good men. e is surrounded by a staff that
is a credit to his judgment. e takes no eredit to
himself for this fact, nor for the fact that the office
he so suceessfully fills came to him.  He did not go
after it. He did not commence his apprenticeship with
the ambition to own the business. The ambition he
put into execution the day he was put on the pay roll
that he now controls, was to learn all he could about
the business, and conscientiously earn every cent in
his pay envelope and a little more. He regularly got
the little more,

The observation of this man is that boys and young
men are unwilling to properly build the foundation
upon which to ereet the superstructure of their ambi-
tions.  They seem to expeet promotion to the more im-
portant and better paid positions without cheerfully
tackling the steady hard work that is necessary to a
thorough acquirement of capability for bigger things.
As all human beings not equally gifted, some must
perform the duties of the jobs lower down. The man
al
nana is in his. Each cog in the wheel has a special
importance, and the breaking down of one cog effects
the whole machinery.

There is a too prevalent discontent with the posi-
tion occupied, and a tendency to blame the unkindness
of fate. In that connection the following aneedote has
a very obvious moral :

“You ought to be ashamed of yourself for grumbl-
ing as you do. You might have been born blind or deaf
or lame.”

and can remember a tune or air

customers to se

lower down is as important in his sphere as the gene
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Yes, | know, |1 suppose it is wrong for me to com-
plain, but 1 can’t help thinking that my case has heen
a very sad oue, 1 never had any chance to get an edu
cation.’

“What was the matter?
afford to send you to school?”

Couldn’t your father

“*Oh, yes, he sent me to school all right, but | never
seemed to be able to learn anything without studying.”’

Why Good Salesmen Are Scarce.
F' such general interest is the particular suhject
here discussed that the Journal passes along in
full the remarks of the editor of **The Arrow,” the
house organ of a well known piano hou
“On every side among piano dealers is heard the
call for salesmen, This me
men, for there is never a searcity of the other kind
“Why is this call so universal, and if it is founded
on a real want, why does not the supply more nearly
mateh the demand?

in Boston

18, of course, good sales

" Prices ave controlled always by the law of supply
and demand, A short crop brings a high price, If
there is a real shortage of piano salesmen. the good
ones have no need to worry about securing lueratvive
positions,

“Beyond all question there is a shortage of good
men. Whose fault is it? Ts it that young men do not
see opportunity in piano selling either in not recog-
nizing the possibilities and beeause the dealer does not
show them, or that the dealer is hesitant about hreak-
ing in new men!

“The common query of the dealer is ** Where can
I find a good man?’" The nature of this question indi
cates that the man must already he one of experience.
Being a good man of experience he probably is in a
good position from which he must be taken.

“This can be accomplished sometimes with mutual
henefit as in gaining a broader field with more oppor
tunity for advancement than for the former position
offered. But as a rule, the original employer of the
man can efford to pay him as much as any one, and
often a little more, for seldom does a man reach his
highest value for some time after taking a new posi-
tion

““Many salesmen are continually moving from one
dealer to another, somehow having the faculty of
getting a living with very little in the way of produe
tive qualities. Dealers are foolish to hire such men
OFf course now and then a good man might have made
frequent changes before landing right, but the case is
very, very rare. Such a man not only does not bhring
profitable results in the way of money returns, but
almost invariably hurts the dealer in another way

“There is only one real remedy f
salesmen, and that is to make more salesmen.  When
this advice is offered to dealers, they reply that just as
soon as the man begins to be valuable and before per
haps he has really made them any profit, another dealer
comes along and takes him away. This will happen

or the searcity of

now and then.

“There is a law of ave in human nature which

i

will never fail, and all people will not do as they know
they should, hut in the main a dealer can keep his em-
ployee if he wants to. To a man whom he wants, he
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can afford to pay as much, or a little more than an-
other ean. Such a man can he reasoned with,  Ie can
be shown where it is for his interest to stay, and the
dealer should be able to see for himself where it is
for his own interest to keep a good man if possible by
every reasonable inducement. Treat him in such a way
that he has just as much interest as though the business
were his own ,

‘A desirable man under these
wants to change. He realizes the advantage of staying
in one territory identified with one dealer,

“Any dealer who has the elements for sue
if he choose leet employees who can he developed
to form an organization of well nigh invineibility.

““Many dealers say that they don’t want to wait to
do this, but it is usually far more economical for them
than taking men from the rank and file
can be hired at any time from others.”

Special Articles Announced,
ARI\';\NHE.‘”CN'I‘-\' have been  completed whereby
readers of the Journal are to he given the advan-
tage of a course on show card writing. This series of
illustrated articles commences in this issue, and as they
are the work of one of the most competent specialists
in show card writing in Canada, their importance to the
staff of the music stores is obvious,

The instruction is so simply and ¢l arly given that
any elerk can follow them without difficulty. Never has
there been such a large use for price tickets, window
cards and display signs in the music store as there is to-
day. Many a salesman has a little spare time each week
which could be spent to the mutual advantage of him-
sell and his employer, by preparving such cards for
various uses. Frequent changes assure freshness in the
window and in the show room, which fact makes doubly
valuable the services of any employee who, in addition
to his own work, can prepare show cards for the store’s
use.

This series of articles is also commended to employ-
ers who should profit by interesting at least one or two
members of their staff in show ecard writing.

Price Maintenance is Not Price Fixing,
Extract from ‘‘Cutthroat Prices,”” by Louis D. Brandeis, in
Harper's Weekly.

THI‘) independent producer of an article which bears

his name or trade-mark—he he manufacturer or
grower—seeks no special privilege when he makes con-
tracts to prevent retailers from cutting his established
selling price. The producer says in effect: *‘That
which I ereate, in which 1 embody my experience, to
which T give my reputation, is my property. By my
own effort T have created a product valuable not only
to myself, but to the consumer; for 1 have endowed
this specific article with qualities which the consumer
desires, and which the consumer should be able to rely
upon receiving when he purchases my article in the
original package. To he able to buy my article with the
assurance that it possesses the desired qualities, is quite
as much of value to the consumer who purchases it,
as it is of value to the maker who is seeking to find
customers for it. It is essential that the consumer
should have confidence not only in the quality of my
And

conditions seldom

S ean,

of those who

product, but in the fairness of the price he pays
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to accomplish a proper and adequate distribution of
product guaranteed both as to quality and price, 1 must
provide by contraet against the retail price  being
cat.”’

The position of the independent producer who ¢
tablishes the price at which his own trade-marke
article shall be sold to the consumer must not bhe con-
fused with that of a combination or trust which, con
trolling the market, fixes the price of a staple article,
The independent producer is engaged in a business
open to competition. He establishes his price at his
peril—the peril that if he sets it too high, either the
consumer will not buy or, if the article is, neverthe-
less, popular, the high profits will invite even more
competition.  The consumer who pays the price es-
tablished by an independent producer in a competitive
line of business does so voluntarily ; he pays the price
asked, because he deems the article worth that price as
compared with the cost of other competing articles.
But when a trust fixes, through its monopoly power,
the price of a staple cle in common use, the con-
sumer does not pay the pri voluntarily. e pays
under compulsion. There being no competitor he must
pay the price fixed by the trust, or he deprived of the
use of the article,

Commissioner Herbert Knox Smith found after the
claborate investigation undertaken by the Federal
Burcau of Corporations that :

““One of the most effective means employed by the
Standard 0il Company to secure and maintain the large
degree of monopoly which it possesses, is the cut in
prices to the particular customers, or in the particular
markets of its competitors, while maintaining them at
a higher level elsewhere,”

A good indieation of the special fields opened up
for talking machine dealers are the two special Co-
lumbia records which were announced in the advance
list in last month’s Journal. These are of special
inte to every member of the 10,01, being
valuable in leading the musical ex ses of that fra-
ternity.  Each is recorded hy solo tenor voice, with
organ accompaniment. The records are “Opening
Ode No. 1, and “Installation Ode No, 1" “Opening
Ode No. 6, and “Closing Ode,”’

Mr. F. E. Wilson, manager of the talking machine
department of Young & Kenne ly, Ltd., at Edmonton,
is quoted in the Talking Machine World as follows :—
““Edmonton is a good centre for the Columbia line,
our city is growing rapidly, and 1 might say so is our
business, and some day we hope to compare very fa-
vorably with these departments in your own city,””

In a review of the past year's business, Mr, Frank
Stanley, Toronto, stated that his records showed a
substantial increase over the husiness of 1912, There
was a slight falling off in the number of instruments
sold in December, but this was more than offset by the
increase in the total vear's business, The factory
staff takes considerable satisfaction out of the fact that
the Stanley output for 1913 was inereased over 1912,
and preparations are heing made to prepare for an
increased demand in 1914, Mr., Frank Stanley per-
sonally desires to thank Stanley dealers for their
loyalty and support during the past year.
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Course in Show Card Writing—Article 1.

Written for Canadian Music Trades Journal

TIII. narvellons sty dein advertising in 11 wgood show card writers

past fi reat d oung man who can letter and writ
for letterers and shoy rd rit | 1 show card and price ticket, is not
have beca 1 noy to secure and hold a situation, hut wil
renerally con ded b Pt naned hetter salary than if he lneke It qn
date business wmen,  For lend tions
ar o completeness akin to t nishir tonel m This course will give i sertes of lessons SO plain and
artst completes his pictu I pable ol understandable that beginners will have little difti
in iking rapid progress vight from the start I'l

ill he the greatest possible advaneement with the

possible effort The lerk or student  in eard

writing has not an abundance of time o is disposa

therefore it is important that the most rapid PPOLress

he madi No this conrse s designed 1o assist the

student to hecom proficient i the work in the most
rapid manner, for “Time is the cssence o toend
WEIer's Stueees: to paraphrase a legal sentence
Material Needed

Fhere is Little material necded for b ginners

though we shall aim to @

even
t them started as soon as
possible with actual worl For practice worl procun

some sheets of manilla wreapping paper or blank news
papers a raler; pencil and good rubber.
(uire two or three red sable hrushes tha

mee and flat. These bushes ar

e will e
will worl
stzed by numbers
ut unfortunately there is no standard md no two
makers number and size theiy brashes the sam You
will need them to worl

from one-sixteenth of an inel

- width to half or five-cighths of an inel Witl
sayimg el in little

| y t
and silently saving it all 1 little practice you will be able to manipulate a hrusl
t i 0 dhispl ] ] 1
time they m n display In faet wmany nerchants 44 work at v wrious widths,  For example, the hroash
recognize show eards to he as important part of their

with which you can do a
ertising or e

husiness as their hiving ¢,

' stroke you will he abl
do a 1 in. stroke Figure 1 shows the

brushes you will need.  These will

newspaper ad actual size
of |vhlrn.-n r help. gurde you in mal
There are many people

ing your selection. Do not buy cheap hrushes,  The

and most rapidly

Who possess enongl

of 1l
necessary talent to hecome

ery proficient in this most

spensive brushes work the hest
and remunerative apf. if tl

Interesting, fascinating

vear the longest, give the best all round satisfuction
had the opportunity to obtain instraction.  "The demanid and ave by far the cheapest in the end
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1 phabet of plain let
Making the Colors, e Numes of letters or different styles of alphabets
M the colars you will need for awhile is black, You are hard 1o determine, as authorities differ an this
e make a splendid jet black color that dries quickly, matter. However, the name oF aletter is not so import
lows Treely, and leaves an intensely flat, black surefie ant as its proper formation,  Plate No Tis called hy
Fake shellae, 4 oz, ; borax 2 oz water one quart, and  some, the Egyptian type, by othe the ** Plain Bloek
hoil till disolved.  Add 2 oz gum Arabic disolved in For practie e your serihbler or other plain piece
, obf paper, and rul top-and bottam lines about %, of an

*

m———

o—

of the brushes

hot wate bon

b oz of liquid mueilag will answer

\dd Tamphlack, about 2 oz, and dissolve about « half
package of hlack dy according to directions on the
package, and stiv it into 1 mxture, Boil this for five

minutes
clent]y

md steain through g
cool to hand)

coarse eloth when sufhi
Styles of

It is important that th
writers should s

Letters

styles of Tetters show cand
should be those that ean he casily

and quickly mad.

as this will insure rapidity.  The
beginner is too liable to make too faney letters and
too faney cards. 1t must he remembered  that  he

cards most in demand to-day
neter, that can I

are those

plain in chay
They should he
main ohjeet of a eard is
I the
s or over elaborate in design, then the
attention is detracted from the main object of the eard

the to that of the artistieness

The styles of letters show nin Plates 7 and 8 are ox

read at a
lacking in fussiness I

nt

zlance.
for 1
to make

an
artistie, or

announeen

card is made too

Fussy

announcement

ceptionally good for practice work, 1t an be said
that these two styles are the foundation of all other
alphabets or styles of letters \ny faney letters u

are but embellishments of

these
known as

Capital letters
and small letters as “lower

“upper case,”

meh apart, Then make the alphabiet with single strokes
ol your |

ad peneil. This is to familinriz yoursell

With the formation of the letters Mter you are quity
sure of the formation, tey to make them with yvour
brush. Rule upper and lower lines thout theee inehes
part on your manilla or ot hey paper. Lay ot roughly

With single strokes of the load peneil, the lettops you
WISh 1o make. DO NOT lay the letters out carefully
with the peneil Mevely a suggestion of 1l shiang
Fhe letters of Plates Tand 8 were all wad with th
brush without one strok oba pencil Tay-out, exeept the
upper and lower ruled lines, Take vour widest hrush
nd after dipping into the color spread it out well
18 shown in Fig. 2, turning it gently baek and forth
IS You press it down.  This will make It stay in g
spread”™ shape or flat, which is necessury for good

work,  After dipping your hrush i color always flatten
O Smooth it out on a picee of cardbonpd Note this
Prece of hoard iy | Purn one edge of this cand
up about 5 of an inel e cut two or theee V shaped

Fig. 3. Materials and how to begin work

notehes in it to lay
This prevents them
the fl

the brushes in when not in s
from rvolling ovey your work
¢ top Your
ontinued on page

or
work table should

on oor, T of
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PIANO MEN AND SHEET MusIc.
By ‘‘The Hired Man.’'

IANO

ten thues as much interest

and organ wen generally should take about

as they do in sheet

Musie, even from a selfish wmotive.  This statement is
neither superficial nor irrational, as 1 think a compara
tive examination of the subject will show

both manutac
m our trade papem
They say by all
high standard for th

Take the ideas expressed of late by
turers and retailers, which we se
Canadian Music Trades Journgl
marketing of
This is not purely for the sake of the roll
industey, but first of all for the . mtinued advaneement
of the player Piano, “Work for
the success of th player music roll department—tq keep
the player sold By that was meant, keep the publie
sutisfied with good players hy ensuring good musie, sold

means obtain g
player rolls

One dealer was quoted

by good methods
With that view | heartily agree.  But
single reason why ordinary instrumental
songs are not just as vital to the
are to the self-playing piano?
piano men assume such g disinterested attitude to sheet
I know of instance after instance where quantj
ties of sheet musie trade have drifted to the depart
mental store, the 5, 10 and 15 cent store, the book and
stationery store, and other
foreign line, I want to be fair in my judgment, hut the
prano dealers » not blameless for these conditions.
If Canada is to advance musically, part and pareel
of that progress will he band musie,
songs, anthems, piano compositions, et
one channel throngh which this trade
that is from the source of supply through the
dealer, wherever there is one to the buying public
plano man should encourage
sheet musie, by not unduly limiting him
Also he shonld give the
ence in window
side work with musicg
assist the sheet music
As a matter of
utterly at sea on the
when we are ally entitled to theip adviee,

support in different ways

Want New Copyright Law
A'l' the recent important meeting of the Ontario Bar
Association, the report of the committee on law
reform referred to the present copyright law in Canada
#% heing in an uncertain and most unsatisfactory condi-
tion, especially since the amended law was passed in
Gireat Britain, which came into operation there on July
1. 1912, Regarding the Ontario Bar Association’s atti.
tude to the proposed new Canadian legislation, the

18 there one

music  and
piano as player rolls
Then why do so many

musie ?

stores where music is a

orchestral A
There is only
should flow, and

musie.

local
The
whoever has charge of his
i ordering,
sheet music reasonable promin
displays, local advertising, and hy ont
I programmes, to make them all
sales

fact the piano men generally are
sheet music questions of the day,
interest and
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Journal communicated with Mr. Frauk Denton, K.C.,

wWho submitted the Law Reform Committee's report
Mr. Denton said their report stated that it s hoped
steps will be taken in the near future to mike the Ca
dian Law 1o aceord with the Taw in foree in Great
Britain

Copyright List Well Under Way,

T was intimated in th July
(Eng
had decided to prepare
copyrights whieh are

18sue of the Journal that

Music Publishers’ Association

a special list of British
being reprinted in the United
ates and in many cases illegally imported into Canada.
The list the first
proofs having reached Owing
to the intricate dmount of work entailed
in publishing such a work, it will yet he
time hefore the

the London

those

referred to is now well under way,
Toronto from England
and innnense
considerable
Its use, how-
trade will appre

book is ready for dealers,
and the
assistance that it will furnish

Sheet Music Orders Not Held Over Night,

N out-of-town dealer

ever, is not

the

questioned

his  sheet
Journal that one of the
for months was in holding a cus-
tomer’s order for a4 fow days, or a week, until he would
get other orders, and then s nd them all in at one
He did this thinking it was ceonomy,  But now he has
adopted the plan of sending off his orders to the puh
lishers and jobhhers every night, He says, ‘1 am ap-
plying the same ide a of service to sheet musie as to other
lines, and find that it To do this T had to re.
areange my prices. 1 am not giving away songs to in-
I and see our pianos, or hear our

Sheet music and musie
and when a person wants
I get it for them at once.
very day, and my method is
of don’t under-
value the indipect advantages of having people come re-
gularly to the store for their sheet music, but 1 make
some of the advantages direct ones,”’

who has improy
music business, told tie
mistakes he made

pays.

duce people to come
players and talking
hooks stand on their own feet,
A song or instrumental pic
Their order goes in that
hecoming widely known

machines,

course |

Price Tickets on Small Goods,
HY did you buy that at So-in-so’s store?
ber of the Journal stafl
(quaintance who had

A mem-
put that query to an ac-
Just hought a mandolin,  **We]],”
answered the one questioned, ]
which had a display of small musical instruments in
their windows, As far as | was concerned, each of the
four was a reputable house Each would give you
value for yvour money.  There was very little difference
in the attractiveness of the window, But after looking
at all the windows, 1 eame hack to the only one of them
that had a price ticket on every article. T don't like
going inside a store pricing this, pricing that and prie-
ing something clse I want to look over the goods in a
window as | go through a catalogue, seeing the article
and price side by side,”

Theories differ as to the wisdom of using price
tickets, but there are several progressive houses whose
management is on record as opposed to displaying any

went past four stores

article of merchandise without an accompanying card
giving the price.
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HOW TO PRICE GOODS.
By '‘The Man on the Street,”' in The Williams Echo,

OMY time ago | worked in a store
town

in a busy Ontario
The store was large and well situated, and
in its line received the greatep part of the trade, Yot
in spite of large sales this merchant met his ohligations
with the greatest difficulty, though his personal ex-
penses were comparatively small, In fy hard work
and large sales vielded him only a hare living. At the
time, 1 didn’t know the reason for that condition of
affairs, but 1 have sinee come to the conclusion that
he really didn’t know how to properly put a price on
the goods he sold,

I remember that on receiving
he arvived at the selling
adding 25

a shipment of goods,
price of the different lines by
to the cost price as shown on the invoice,
He may have expected that that would give him o profit
of 25'; on his selling price. 1f he did that was his first
mistake,  Then, in addition, he didn’t know what it
cost him to conduct his business, Those expenses must
have amounted to nearly 2000 of his sales, so he wis
doing business for almost nothing. 1 have more to tell
you about him, but first let us o more fully into the
two big mistakes that made his business unprofitable,

The first is, the mistake he made in adding 25/ to
the Cost Price, and expecting that his gross profit would
be 25% of his Selling Price, Lot us take an illustra-
tion—Suppose you had decided that you wanted a £ross
profit of 25% on your Sales or Selling Price, An
article costs you $1 and you add 25¢; . making the sell-
ing price, $1.25, now a profit of 259 on $1.25 is 31
cents, 8o you see, you have added 6 cents too little to
the Cost price to give you the desired profit. This dis-
crepancy may seem small, but when multiplied hy the
sales made in g year, it assumes very serious propor-
tions,

Before going farther,

let me say that it is usual, and
is better, to figure Kross profits on Sales or your Sell-
ing Price—when you say that your sales were $12,000
last year you do not mean that is what the goods cost
you, but that amount is what you sold them for, and
that is the amount from which you naturally figure your
profit. If you want » profit of 209 of your Selling
Price you must add 25'0 to the Cost Price—if you want
25% add 331-3¢; . and so on, 1f you examine the ex-
ample at the end of this article you will see how this is
figured. We algo append a table showing the per-
centage to be added to the cost price to seeure from
to 50 on the selling price,
Right here is another point which is often over
looked. The cost of a consignment of goods ineludes
the net cost of the goods as shown on the invoiee, plus
package charges, if any, and plus the freight paid on
the shipment. Fop instance, if you receive g shipment
of goods invoiced to you at 100, and you are charged
in addition $1.00 for 4 ease and you pay $1.50 freight,
then the $100 worth of goods have cost you $2.50 more
by the time they reach your store.  That is 215% of the
invoice, and unless You are prepared to take care of the
amount in some othey way, you should add 2149 1o
the cost of each separate item on the invoice. That
will give you the Gross Invoice Cost of each.

The next great pitfall is that of “Overhead Ex.

2%
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peuses,” and a proper understanding of them is vitally
ssential to business success.  **Overhead Expenses™
L EVery expense in connection with the sale of your
That includes all salaries (including your own .
taxes, fuel, light, insurance, advertising and
miscellancous expenses, such A8 paper, twine, sta
tionery, ete. You can find out by going over your
books for the past year what those expenses totalled
Compare that amount with the amount of your total
sales for that period and You can casily figure out what
percentage of the Selling Price was in cach sale, eaten
up by your Overhead Expenses.  You might find that
those expenses, or the cost of doing hus‘ness, amount
to 259 of your sales.

Now, you should next figure on a Net Profit,
is a clear profit as all expenses, ineluding your own
salary, are included in the O rhead Expe
the sake of illustration, we will say that you v
business to yicld you a clear profit of 1214
amount of your sales,

goods

rent or

This

of the

Now, let us see what we have your Overhead Ex-
penses are 259 —your net profit is to he 12 -80 to
cover those you must make g gross profit of 3714 on
your Selling Price, To get a profit of 3759 on the
Selling Price, it is necessary for you to add 609 to the
Cost Price. By going over the example shown below
this will he clear,

As a review, this addition of 609 to the Cost Price

PAYS every expense in connection with your husi-
ness—pays you a salary—and should leave you at the
end of the year a net profit of 12159 of the amount of
your sales,

Some may consider this a lot of additional work,

but that is a mistake. The method outlined here is of
the simplest deseription, and this or a similar method
of placing a cost on goods should be used by even the
smallest retailer, As to its importance, in many ecases
it means the difforence hetween suceess and failure,
At least it did to the merchant whom T was  dis.
sing. He saw where he was making a mistake and
he substituted knowledge and system for guess work.
Now he has a hook-keeper to look after that work for
him, and three busy elerks in his store, which he now
e aceomplished this change in his affairs in »
little more than three years, and T consider it was due
to a proper knowledge of how to price the goods he
sold.

“l

owns,

Example of Figuring Selling Price,
Assume in this instance that “Overhead Expense
o and profit is 12140 of Selling Price as men-
tioned above, and that Gross Wholesade Cost of article
is #2.00,
The Selling Prie
cquals e
Cost of doing husiness is
Profit desired

are

as it includes everything

Totul overhead and profit equals s
No the Gross Wholesale Cost equals 621597 of Sel)-
ing Price. If $2.00 is 62155 of Selling Price, then
Selling Price is $3.20.
Gross Wholesale Cost is. .. .. 621
Cost of doing business is . ... 25%

or $2 00
or 080

e
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Profit is

Nelling Price is

Gross profit is 20
This amount $1.20, is 371 of Selling Priee, hut
B0 of Cost Price ($2.00

Table of Percent 1ges
When Overheand Expense, plus desived profit, equals
40 of Selling Price, add « 1o Cost Price

it 2.3
50 ¥ 100
\rticle

total equals 37

Example
desired 12151, 2o Run down table to
0500, then aeross and vou see that 60 must he added

costs ¥2, Overhend is & profit

to obtain 37

1o cost price (&2 L on selling price, so
selling price would he $3.20

Continw '
he ahout level with the hottom ol your elhows when

you arve seated at work. This gives vou great freedom

with your arms. Now take the brush in your hand, as

shown in Fig. 3, and proceed to make the lotters von

have voughly Taid ont with th peneil. Note the arrow
marks on 1he alphabets of Plates 7 and 8, Thes are
mumbered in the order the strokes are to he e \

quick movement is hest in making the strokes as it not

only gives you speed, but von will learn to make a
streaighter Tine than it you wade the move ment slowly
These Tetters were all made with on stroke of fhe
brush.  For letters of this siz rest vour hrnsh hand
on the other one, as shown in Fig This position has

many advantages. 1 wives vou wrent Frecdom of movi

ment. It also raises your hensh the proper height from
whieh

Practie

your work
letters

IS very Smportant in workine Iy
these letters in Plates 7 and 8 until
you are

very familine with their construction

Never leave your hrushes for length of time

Do this with

any
after using without thoroughly cleaning

ar. cold water by shaking

with a eloth

them in it and drying

A German wusician has invented a machine which
he states, antomatically
the piano.  The

invented by an Ttalian and used by Mascagni in writing

sters the notes emitted by

new machine has the same olject as one

his operas, but it is a larger
by electricity.

nstrument and is operated
Into the machine is inserted a
paper, and the composer seats himsel|
and executes the composition that he desires to give to
the public.  The machine faithfully registers every note
produced, so that the musician does not have to depend
upon his memory.—IHarper's Weekly.

roll of
Lefore the piano

Vs
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Records Gave Him a Start,
ECORDS are in
talking wmachine dealer
acknowledgment fy

the
Now and then is heard an

themselves money-makers for

moa retailer in a countey town. or
in the suburbs of our large citios, that the vecord trad
is O.K. for the hig honses, hut his ¢hicf work is dispos

mg of the machines. Ong

the past two years’ experience of o

answer to sueh o statement is
who now
had

Wis

merehant
has a good business, hut to obtain which to n
gin at the beginning, and his starting
Be

had a live wailing list of nearly 500 names,

re even faking on the vesponsibility of o stor he

from which

he averaged the sale of one vecord o month to at least

450 to 400 talking machine owners from which he made

his Tiving, The emine ntly satisfactory vesults from this

outlined clearly to him tl possibilities in the talking

machine business.  With records as o hasis he made
progress month by wonth, until he found the necessity
of getting more machine sales to ereate more  record
customers,

In recounting this dealer’s advancement to o wem
her of the trade, he jokingly pointed out that the talk
ing machine and the record were like the hen and the
cgg—which was first ! Of course there is no debate on
that point.  The machine sales are the foundation of
the talking machine teade, wholesale or vetail. Yot
with the thousands of people thronghout the various
provinees, who own different makes of talking wma
chines, the vecord husiness is worthy of every con

the dealer and his salesmen

Effect of Chean Records in England.

AI Lomembers of the trade who keep informed on the

tendencies in talking machine cirelos to know

sideration hy

what is helpful and what introduces harmful practices
nto the marketing of this particular elass of instru
ments and musie, are following the situation in Eng
land. On different oceasions the Journal b s referred
to the complicated conditions in 1he English  vetail
trade,  Supplenienting this is the following summary
«iving the London Music Trade Review’s ohserva
tions Inquiry of prominent traders and in talking

machine cireles generally elivits pleasing information

as to trade operations throughout the country, there
heing in most contres a distinetly sitles

The

from what one

siatisfactory

and records,

condition both in respect to maehing
increased demand for machines, apart
ny
hutable to the pecent cheap re

onably expeet at this period, is partly attri

wd issues. They have
assuredly hrought talking machines within the reach
of a larger public,
along the line.

and the tendeney is expansion all
This c¢lass of trade however, leaves

much to he desived. Tts incidence one is forced to de

plore, for the reason that, as a separate commereial
proposition, it can only he justified hy economy at the
factory end, a state of things which unfortunate

y does
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not exist, Al sections of the
if any profit from the sal

of cheap records; extra ma
chine sales may to

Some extent make good yet w
cannot deny its bad influe

ney People who buy chea
e

Wil not easily

ords, broadly spenking

wersuade
to the merits of those

while the shilling

ate operates

“In this belief many dealers cither pefuse
records helow cighit e npenes

v il they do, bring then
To concentrate on the
ter-class dises is certainty
pecially in view of the

which some of the leading manufacturers are

out. . This trade stimulant should he
in the press for preference

out only on request sitle of het

tocommendable plan, es

supported locally
Boom the goods that show
i respectable profit, the other kind casily looks after
Its own welfare

“Half-crown sales, whils not
seem to be pretty satisfactory, all thing considered. [t
is true a number of dealers complain of the position
they oceupy, and there is unquestionably some ground
for dissatisfaction when consideration
fact that the cheap record move
without due warning, immediately following the
change period. In taking advantage
change schemes it

progressive,  would

IS given to the
Was sprung upon them
ex
ol record ex
15 often nee ssary to
stock than usual. New stock
places unsaleable records but,
always a blessing,

Ty more
of up-to-date titles pe.
as in this case, it is not
Indeed, some

dealers find it a
serious disadvantage unde

r present conditions, for theip
freedom of action in reg; rd to ehe

restricted in the face
erown dises,

aper records becomes
of unusually heavy stoe
They naturally hesitate to fo
and obviously unrelighle
compelled to do the hest
stances.  Whether the partial sethack to the better
class trade is likely to become perimanent one would be
hold to say, but the fact remains that overlo,
of half-crown records place the dealer in o position of
great diffienlty at the present time, limited capital and
a conscientious regard for {he best interests of the
trade considered.’

ks of half.
ature a new
proposition, and perforee are

possible under the cipeum

aded stocks

The Season of Record Trade,
MUIH‘I than ever should th fivst three months of 1

Year show big results in talking machine pocopds
The pre-Christmas trade of sound ey
ments was greater

record husine:

woducing inst ey
for 1913 than evep
88 follows in natur,
has heen shown that retailers do not always do their
part in merely supplying the initia)
that the customer

before, and hig

al sequene \gain it

order of peeords

way select unaided, The tai'or or
his salesman can promptly size up the customoer and
draw a vightiul cone lusion as to whether I IS open to

suggestion.  Nine out of ten new huyers ape

estion, hut actually want he
their first seloction of p

not only
apen to sugge

Ip in making
ceords
The natural impulse of th

new buyer, who may he
a man

without musical edneat fon

or strong musical
tastes, is t

o lead up with titles that stril
execedingly amusing the first time he
bat of which |

fe him as heing

hears the songs,
e will soon tire, I may seleet hand
music of the newest hits, of which |

e will also soon 1

trade reap very litthe  weary for

costing more, and certainly not

to stock Now that the deale rs have

newspaper  advertisements  sales
pay

putting

to the home selling ¢
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many of the modern
1 lasting than some of th
e On th

SOHUES are no mor
modern novels
«other hand good music that

can e heard
Poooverand ovip ae,

A without jarring upon the list

enep's
d  susceptibiliiics, is what

It pays the dealer to sell, To

keep up a customer’s Interest in his purchase is to keep

ipermanent record customoer.

many new record eus

v tomers on their lists it hehoove
and not yield to a mope

or less natural inclination to
curtail purchasers to o

pomt that may injure record

Know the Records,

UITE seasonable and morder is the retail talking

sulesman’s resolutic n to know
o records this ye,

maching his stock

aras he never knew it hefor ‘How
It any hetter than | do
question asked hy ope
lattor

can 1 know now "’ was th

man of his salesmanager, The
replied by asking him how

many records thepe
were on the shelves that he ha

I never
confessed the

ed or heard

A many silesman,
The salesman's admission of
cords that he had

EXPrTIenes

there heing many re
not played nor heard is
The large proportion of Ni
Fmiliae with only a limit

logue is one of the re

no rare
tesmen who are
ed range of titles in the cata
asons that so many titles ape
\ great deal of very
recorded that the publis
are titles that do not
buyer, and heeause
himself with these
gestions other th
I he would

nevery
fine music has heen
S onot familiar with, Thepe
convey anything to the

demanded

average
familiari
1 never oceurs to him to make sug
an of picees with which he is Familiar
avoid the oft repeated
customer, 1 have that,"" op
salesman will take op
over a few unfamiliny
with diff

the salesman has not

resporse of the
I do not like that,” the
make th apportunity to play

records ever day. playing them
rent necdles, or und

r other conditions that
hest results
Musical Homes Good "‘Prospects. "’
STATISTICS compited by jife
show that it is
msuranee than it

wWill enable him to get the

msurance companies
asier to sell an insured m
IS 1o weite'
lot of conving g, th
been convineed, W hat
HAYS

an more
now-insured,  The
v
application of insurance
#es 1o the talking maehine
this.—that heeayse

latter needs o other has alres

I8 th

husiness
a household has pl
musteal instruments,
as some salesmen have

Simply
ayer piano and
it does not follow,
been heard to assort, that the
not a good talki

possibly oty

siid household is
pect,”

£ machine *“pros
IF the household s an average one and the
Prano or player has just heen hought, the additional in."
vestment would probah red immediately
But the experience of the past two or three
houses are ready
They want them, n
ment, but for instroetion,
rendering of

1y not he conside

years is

that musiea] purchasers of talking

maehines merely for entertain
to sehool themselves on the
certain musical works b
of training and skill

\s the insured

Y certain artists

man knows the valye of insurance,
so musical persons already have an appreciation of the
use of the talking machine, Where the sale
alking machines he
wed not spend time convineing

sman goes
knows that e
people who have musi.
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The New

Talking Machine Proposition

HE “VITAPHONE" is making big headway in
the Canadian market, by virtue of the fact that the
tone is without question unexcelled, by any other
make, and the company are mar-
keting their productat fair prices.
The Vitaphone means a life-like sound:

It faithfully rende s the soft vibrations of the
violin, the sweet cadence of the 'cello, the full

melody of the orchestra and band, and every

VITAPHONE NO. 40, $40 RETAIL ) :
Golden Oak, Mission and Mahogany voice modulation of the great artist.

These Results are Accomplished with the
Following Exclusive Vitaphone Features

1. THE WOOD ARM No other material 3 STATIONARY SOUND BOX- Rigidly
is so resonant as properly treated wood. Like fixed to supporting frame, made of few and
the violin it improves with age simple parts, permitting use of tension spring
to maintain the necessary pressure to hold the
stylus in the groove of the record

4. PLAYSALLDISC RECORDS - Neither
time, tools, nor ingenuityarerequiredto change

2. REPRODUCING DEVICE The Vita-
phone reproducing device with solid wood
vibrating arm, has the indefinable quality of
allowing only the musical tones to pass to
the diaphragm. The Vitaphone plays every
make of disc record, sharp and clear, without

from one kind of record to the other— simply
alter the position of the diaphragm spring,
place the needle or jewel in the needle arm
and the operation is complete

surface noise or nasal twang
SEND FOR CATALOG.

Canadian Vitaphone Company

LIMITED

W. R. FOSDICK, General Manager

156-160 John St. - - TORONTO




CANADIAN

wsie

cal instruments of the place of musie in the home
part of his work has been done

T'H\
Therefore it is not the

home entirely without musie that is always the hest
prospect for a talking machine
Only Fringe of Trade Been Touched.
ARIOUS talking machine deale rs are in the habit
of taking much credit to themselves for the

amount of business they are doing. With great unetion
they dilate upon the increased husiness cach year and
the numbers they sell of this type and of that type
They flatter themselves that they are very successful
with their talking machine departments.

To some of these merchants it has not oceurred that
they have done nothing but carry
records and needles for the
buy

a stock of machine
people who come in to
They have not gone out after business and have
done nothing to create a demand
business comes it would ce rtainly seem fallacy to go
out after it, but the point is that only the fringe of the
possible business has been done

So long as sufficient

It has been estimated
that less than fifteen per cent, of all the
Canada ar equipped with talking machines
gests an immense field for the activities of
Who are not content with the business that
ereated for them by the manufacturers

The Talking Machine Stock.
SUCCESSFUL me
on stock, T

homes in

This sug
retailers
has heen

handising is primarily dependent
know just what kind of stock to
and how much of it, is a problem reckoned diffi-
cult by some Canadian dealers, particularly men just
commeneing or planning to open up a retail talking
machine business, In a somewhat lengthy
of the management of the retail store,
of Benj

carry

discussion
from the pen
Switky, a prominent distributor writing in
Machine World, that gentleman offers
advice concerning the carrying of stock ‘Of course,
the ideal condition is to carry

Talking this
i complete line of pe
cords and machines. That is. it is ideal inasmueh as it
enables you to meet every requirement of every cus.
The work of selling under sueh
rendered much casior
at it from the

tomer. conditions is

But then again we
standpoint of investment

must look
Each city or
town presents certain peculiar conditions that require
speeial handling.  In fact, different streets of the same
town require different treatment. 1f
stock suffices to do 95 per cent,

f the catalogue
of the record business
18 a question whether it would he wise
to double the investment in records merely to cateh the
other 5 per cent.  The dealer in a town of from 5,000

of the store,

to 10,000 inhabitants cannot afford to carry a complete
stock, hecause the turnover would be too slow The
returns wonld not he commensurate with  the in-

vestment
“On the other hand, Just as surely as yon cut down
on the higher-priced stock you are wilfully
sacrificing a certain class of trade that should not be
allowed to escape you. The problem with the dealer
this: He does not do more
business hecause he does not carry the stock; and he
better stoek because he cannot get
enough business in his town to justify
“However, one thing is certain :

record

m small towns is simply

does not carry a
carrying it,
It’s hard to sell

TRADES JOURNAL 15

something that you haven't got: and most dealers are
guilty of carrying less stock than their husiness r
quires. This is particularly true of foreign
Many dealers will lose sale
the fact that there is a demand for records of a certain
language, due to the fact that
in their town

records
after sale without realizing

a foreign colony exists

It is a mistake to think, because you

have passed up five or six Swedes or Greeks without
supplying their needs that you have lost only five or
six sales You that

and the many subsequent purchases whiel

By no means! have lost many

customers

they and their recommended friends would have made
at your store Every jobber will t Il you that ve ry
often, of two dealers similarly located, one will do

a big foreign or grand opera business, while the other
finds his record sales confined to the cheaper popular
selections,’
The Used Machine Problem

l.\' Detroit a music dealer has given some thought to

the retail talking machine business with a view to
warding off second-hand machine dq als
is this: A good many prospects desire
of the old-fashioned hox and
payment

His argument
to turn in one
horn machines as part
modern, high-priced one
First,
old style will command

for a There are
a second-hand machine of the
a very low price in a store full
of new ones, hardly enough to make it worth w hile to
sell it if it were all profit ondly, if a prospect r
tains a lot of old records, that
hesides heing so familiar to the owner that they have
begun to pall a little, the new machine will not make
as good an impression as it would
bunch of hrand-new

three objections

perhaps are worn out

if operated with g
and  the purchaser is
likely to think that he has not done a very wise thing
in trading. He will tell his friends so; and,
quently, if they have heen thinking of buyin
machine, they may change theip

records

COns.
1 new
Thus the
for a new one may

minds
trading in of an old talking ma hine

Kill some business. The third reason is an amplifieation
i the prospect sells his old machine
and records, his purchase of

of the second one
a new one will mean the
records

"It is easier to sell a second hand talking machine
from the home of the owner

purchase of a lot of new

than from a store People
have a tendeney to think that in huy Ing anything what
ever at a store, they have to combat some hidden wiles
who are paid for selling goods and must
get away with it. 1f they buy of some neighhor, they

think the article has been tried out and found to be all

of salesmen,

right—provided the neighhor ves a good reason for
selling.””

It is the latter point that especially  causes the
dealer in question to induce purchasers of new talking

machines to sell their old ones themselves

An Essay Suggestion.
PI'I'ILN in one of the schools in an American town
are writing essays on “Why we should have pic-
tures in the school-room,” and the incident is cited
as a piece of good promotion work, the ¢predit for which
is given a loeal picture dealer. There can he no douht

as to the advantages of well selected pictures in edu.
especially in public and high
schools, but the suggestion applies with equal if not

cational institutions,
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PROFITS FOR
CANADIAN JOBBERS—

Union Specialties
double the range
of your customers’
machines.

SPECIALTY !
PLATING €

HERE are seven profit-

able specialties that
will sell to your customers
e on sight. Why? Because

Edison Machines.
Gold Plated, $s o

R i UNION PHONOGRAPH ?
ogaemvmate | SPECIALTIES b

meet a long-felt demand.

Sound Box

Gold plated
$5 00
Nickel
oxidized

4.00

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
UNION No. 3 plays Edison records on a Modifer |
Columbia - Ao

(open)
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 Boxis anew advanceintone-
reproduction designed to eliminate scratching.

UNION No. 2. for FREE CATALOG - “Two Phonographs in Cne "

Victor Machine
| ﬁf{'i"rl‘":x‘l"w‘ﬁ %0 Write for your copy to-day and see for yourself how this
» simple but detailed booklet with full illustrations will interest
your customers and make profits for you,

UNION o 1 The Union Specialty & Plating Co. e,

Nickel, oxidies 356 s 409 Prospect Ave., N.W., Cleveland, Ohio, U.S.A. Machines
DISTRIBUTORS

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

633 Graaville Street, Vancouver, B.C.
Gerhard Heintzman, Ltd.

41 43 Queen St., West, Toronto, Can,
Layton Bros,

550 St. Catherine St. W., Montreal, Can

C. Robataille, I
320 Rue St. Joseph, Quebec. ]
Pat. Pending

etual sisr UNION No. 1 (shown in u!
Sound Box in upper left-ha

Ny

UNION
Modifier
for Victor
Machines

with UNION
nd corner.
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greater foree to music.  Considerable discussion has
been divected 1ot subject of talking machines in
and yet in Canada the dealers as a whole have

not grasped the immense importance of what a su
cesstul working out of this problem means to the busi
ness, both direetly and indivectly, 1t may be that the
NlUL

gestion instaneed above could he worked out in
some localitios by offering prizes in the sehools for the
hest essays or compositions on ** How Music would help
in the Sehool,” and the prize compositions in smaller
towns would he good material for the loeal papers to

publish

Successful Salesmanship.
Hl:l.'l‘:\\l'ru are reproduced some extracts from a

talk on salesmanship by the general manager of
the United Coreal Mills, Ltd.  While not  addressed
specially to the talking machine teade, the points e
phasized are as applicable to this as o any other line

It is not possible for a salesman 1o know too mueh
about the goods he is selling \equiring this know
ledge and information, of course requires some hard
work and study upon our part, but it s well worth the
effort.  The at trouble with the most o
we want to t

us is that
ke life too casy—we are not willing to
work hard enongh

“Have you ever stopped and thought, when you saw
the splendid suceess heing made by some man of the
opportunities in his life, how far short the most of
us come from working out the potential possibilities
that are ours!

“There is no royal road 1o success in husiness Sue
cess for the great wajority of us is gained over
rocky road of difficultios, and our only chanee lies in
heing able, by hard work and steady application to the
task in hand, to overcome these diffienlties, and win
suceess by putting to their best uses our natural and
acquired abilities

“There is to my mind a at difference in the
quality of salesmanship. By this 1 mean that there is
somethi

2 more to making the sale, than getting the
order, and the signatnre of the buyer upen the dotted
line

A good salesman will so explain to the huyer the
superior qualities of his goods and the advantages to
be derived by the purchaser in buying these goods that
he has—not only made a sale—but he has also made a
salesman of the purchaser, with the result that when
the goods are received they represent to the buyer de-
sirable merchandise, in whose qualities he has confi
dence, and he immediately sets ahout recommending
them and selling them to the retailer, or consumer, as
the case may be,

“There is a decided difference between a sale. made
in one instance by intelligent, edueational work, and
upon the other hand, by bull-dozing, brute-foree and
hypnotism. In the first instance the goods hought, re-
present in the buyer's mind desivable merchandise, to
be enthusiastically recommended and resold. 1In the
second place, a reaction sets in when the selling in-
fluence is removed, and the purchaser feels that he has
heen imposed upon and is very apt to take hut little
interest in the resale of the goods.

TRADES JOURNAL

To be a suceesstul salesian the man should be a
gentleman,  The day of securing an order by buying a
drink, or telling o questionable s oryois o day that has
gone in business vireles  never to return

It is of wtmost importancee that our salesimen fake

good care of their health, he of wood habiis and so

order their conduet the evening hetore that old RE

Morse— will not sic with them at the breaklast tuhle
the morning after, an unbidden and unweleome enest

We should all vemember that there is no asset so
vitluable to a suceosstul salesman as o ey, opfimism
and enthusiasi, vadinting from o e ol elear oyes,

and a healthy, wholesome countenanee mads possible hy

I condition

heing in “the pinl

T Bugersoll, Oute, viere were at this venr's seeent
cleetions thivteen candidates for six councillon seits
One ol the sueeesstul men was My, M, Comiskey,
seeretary of the Evans Bros, Piano & Mig. Co. My
Comiskey's many fricnds in the teade know that the
citizens of Ingersoll wade o wise choice |
him

novlecting

The elosing wonth of the old Year was marked at
the Willimns Piano Co’s factory in Oshawa by the
shipment of three New Seale Williams player pianos to
afirm in Maly. This, together with enquiries the firm

have from South Nmeviea and other for wn cotuntries,

I8 an evidenee of the widespread interest epeated by the

Meister-Touel," teatured in their player pianos

The Mendelssolin Choir of  Toronto under  th

leadership of Dr. A, S, Vogt, will give concerts in Mas

sey Hall on February 2,3, 4 and 5 \ bhooklet has

been prepared, giving particalars of the coneerts and
fentative prog

annes,  Persons desiving further in
formation should address their lotters, The Secretary,
Mendelssolm Choir, Toronto

An interested visitor at the Colinnhia Giraphophon
Co.’s factory in Tovonto was Mrs Johinston, o

Lios
Angeles, whose hushand is a music dealer there, heing
formerly in the same line in Hawilton, W hen on a
VISIt to friends in the Iatter eity, Mps. Johnston cinme
over fo Toronto to visit the Columbia plant My
Farquharson, manager of that concern had formed a
strong friendship with M, and Mes Johnston during
his residence in Los Angeles.  As a souvenir of her
visit the Tatter took home a Columbia vecord that she
herself pressed

NOTICE

The product of this Company is controlled and
licensed under Canadian Patent No, 135205 and other
patents issued and pending which fully covers and pro-
tects the basic Vitaphone principle of sound recording
and reproducing ; also the registered trade mark “Vi-
taphone,” and we will institute legal proceedings
against any person or persons infringing by making,
selling or offering for sale without license, the product
covered by these patents.

THE

CANADIAN VITAPHONE CO.
LIMITED
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Dealers should remember that we are Dominion agents for “Foreign Language
Disc Records” and Ontarie agents fir * Permanent Ruby Needles,” and Columbia
Rena (imported ) Records

The L ogical Place

for the music-loving people of Ontario to find these types of
The Columbia Grafonolas is in the piano dealers' stores of the

COLUMBIA various towns and cities

Records by Columbia Artists

will be asked for by the hundreds of people who got Talking
Machines at Christmas - Stock Columbia records and get your
share of that trade.

Be sure to send for the NEW Demonstration Disc,
value 85c. which we supply to the trade to retail
(@ 30c.—1It is the greatest busines -getter ever
$100 produced. We'll gladly send any piano dealera free
sample,

Jewel - $45

Favorite - $65

Leader -

Mignonette $130 - . -
The Music Supply Co.

88 Wellington St. West

TORONTO, - . - Canada

Sole Ontario wholesalers of Columbia products and Columbia-Rena Records

These designs will get
your 1914 sales off to a
good start.

—[E M

et 1 The Serennde (Herbert Selections, Prince’s Orchestra !
10-INCH DOUBLE-DISC RECORDS—85¢ |

NEW RECORDS Advance lists AI447 Borney O'Hew  (Lover),  Willlam Thomas, Temor. Orchextra

for February accomp,
; When You and T Were Young, Maggie, Archie Anderson, Bar |
tone.  Orchestra accomp.
V1448 Rendezvous—Intermezzo (Aletter).  Prince's Orehestrn
n Peu d'Amour (A ittle  Love A Little Kiss) Nilesu

COLUMBIA RECORDS Prince’s Orchestrn
FOR FEBRUARY. \1880. Mariettn Twostep and

A Ferita Suite (Lucon
\1458 Tres Chic (Caslar Prince's Band
He'd Have to Get Under, (et Out and Get Under ( Abrahams
Prince’s Band

Tka  (Sterny-Courquin),  Ellery Band
L Zarzuels.”"  Ellery Bund

SYMPHONY DISC RECORDS.
$3.00

ABSZ1 Tristan and Txolde (Wagnor) o's Liehestod'" (Isolde’'s  A1452 On & Good Old-Time Sloigh-l (Gumble),  Poerless Quartet
L Song) In German, with hestra Orchestra 4
Don_ Carlos ( Verdi) O Don Fatale' (0 fatal gift), Flow Along nessee  (Gumble and  Wells).  Alhert
Ttalian, with orchestra Camphell, or, and Henry Burr, 2nd  Tenor. (n
#2.00
\VIASE Die Walkure (Wagner Ho-doTo-Ho' (Brunnhilde's Battle  A1453 (Berlin).  Arthur Callins, Baritone, and
Ty).  In German, with orchestrn Tenor.  Orchestra necomp,
Die Walkure (Wagner) Du bist der (Spring now i Arthur Collins, Baritone, and Ryron
here). In Gernnn, with orehostra Orchesten accomp,
12.INCH SYMPHONY DOUBLE-DISC RECORD—$1.50 1455 ¢h Around the Corner (Carroll). Nora Watson, Con
\G518 O Divine Redeemer (Foote), Charles W. Clark, Baritone, Or and Henry Burr, Tenor.  Orehest comp.
chestra necomp, id T'm Beginning to 1 You (Goodwin und Brown:
Elijah  (Mendelssohn) It is Enough Charles W. Clark T Orchestra necomp,
Baritone.  Orchestra accomp. V1456 T'm Just Cryin You (MeCarthy and Monaco). Ed. Morton
10-INCH SYMPHONY DOUBLE-DISC RECORD—$2.00 Baritone. Orchestrn aceomp |

V1446 The Last Dance (Ware). In English, with orchestrs. By Ber

 Pasquali
Call Me No More (Cadman). In English

Bernice de Pasquuli

1
10.INCH BLUE-LABEL DOUBLE-DISC RECORDS—$1.00

Daddy Did a Wonderful Thing (Meyer). Billy
Orchestra accomp.

with orchestea. It V1457 He'd Have to Get Under, Got Out and Get Un

Willism Halley, Tenor. Orchestrn accomp.

Pussy Cat Rag (Gill). Ada Jones, Sopruno, an
\1445 Marche Mignonne (Poldini). Leo Ornstein, pinnist et. Orchestra_nccomp.
Papillon (Butterfly) (Greig), Leo Ormstein, pinnist \1459 Madeap Duchess (Herbert). “‘Love is  Sto

\1449 Orpheus (Gluek).  Dance of the Blessed §
Fluutist.  Orehestra
L'Arlesienne Suite, No
Flautist.  Orehestra

A1450 Sing, Smile, Slumber

Ir., Mandolin Solo,
Souvenir of Venice (Place),  William Pla
A58 T Miss You Most of All (Monneo). Munu

enor.  Orchestra necom
k

Would You Take Agnin? (Morris).  Manuel Romain accomp.
Counter-Tenor._Orchestra necomp Song Without Words  (Goltermann) Cello

12.INCH BLUE-LABEL DOUBLE-DISC RECORDS—$1.50. Schwiller. i
A5516 The Mistletoe Bough (Bishop). Mildred Potter, Contralto, Or  AB522 Little Cafe (Caryll) fust Becuuse It's You

chestra
Rocked in

Minuet

(Gounod )

Cradle of the Deep Knight)

Agnes Kimball, Soprano, and Chorus. Ore
Madeap Duchess (Herbert), Selections. Prinee

George Bar

George Barrere

Willinm  Place \5515 "Tis Not True (Non ¢ ver) (Mattei). Mrs
Contralto.  Violin_and harp accomp.

Jr.. Mandolin Solo Will You Love Me When I'm Old1 (Ford)
Homain, Counter Contralto.  Violin and harp aceomp
' Day (Lassen). Cornet Solo by Charle

Soprano, and Chorus  Orchestra accompuni
Little Cafe (Caryll).  Waltzes.
\5524 L' Amour—One-step (Christine)

Frank Croxton

Watkins, Tenor
der (Abrahams)
d Peerless Quar
ry That's Old

stra
% Ore

12.INCH DOUBLE-DISC RECORDS-§1.25.

A. Stewart Holt
Mrs. A, Stewart
s Leggett.  Band
Solo by Jean

Grace Kerns

Orchestra omp n )
\5518 Tn the Sweet Bye and Bye. Columbin Mixed Quartet.  Organ Hesitation Waltz (8haw). Prinee
wecomp. A5525 Dresming—Waltz (Joyee).  Prine Orchestra
Thousand Years. Columbia Mixed Quartet. Organ accomp. Isle d'Amour—Waltz (Edwards). Prince's Band

Serennde (Herbert) Vocal Gema
Company.  Orchestrn necomp.

Columbia Light Opera A5526 La

mba—Tango (Brymn). Prince's Band
ible—Tango (Logatti). Prine

u
Mauriece Trresi

s Band



NEW

2145

CANADIAN MUSIC

EDISON RECORDS.

FOR FEBRUARY.

REGULAR LIST-66c

idn Mareh (G, Verdi) Kdison Concert Band

2146 The Kerry Danee (Jumes L. Moliox Elizsbeth Spencer
Sopry comp,

2147 On the Banks of the (Paul Dresser)
Archibuld and Chorus
Buritone und ehorus, orchextra aceomp
2148 Kins Me Good-night (Goodwin and Treen Billy Muera
o song. orchestrn nceomp,

2149 The Nightingule (Ed, Moilenhaner) Henry  Heidolberg
Yiccolo, orchestrs necomp

80 When Kiss the Rose Good-night (Henry W

the Twilight Comes to
Petrie)

George Wilton Ballard

Tenor, orchestrs aceomp.
2151 Bweet Anna Marie (Theodore Morse)
Albert H. Campbell and Trving Gillette
dus uccomp.
2152 (a) A Little Christmas Busket: ( Howdy! Honey y
(Puul Lawrence Dunbar) Edward Sterling Wright
Reading
3 (a) When de Co'n Pone's Hot: (b) 'Possum (Faul Lawrence
Dunbar) Edward Sterling Wright
Itending
54 Our Volunteers Waltz (Wm H. Bantelmann)
n States Marine Band
2155 Would You Take Me Buck Again? (AMfred Solman)
Manuel Romain
Tenor, orchestra accomp.

2156 There's Lots of Stations on My Railroud Track (Leo Edwards)
du

T Ruy Blas Overture

i
21568 Samson and Dalilah— My Heurt ut Thy 8

nes and Billy Murray

Conversational duet
(Mende Issohn)

Contralto, orchestra accomy

2150 Underneath the Tango Moon

2160 Flee

a8 o Bird (Mrs

Orchestr
5 M

Vietor Herbert and His Orchestea
weet V (Saint Saens)
Mury Jordun

(Hurry Carroll)
Arthur Collins and Byron G, Harlan

a4 wecomp,

B. Duna) Helen Clard

Contralto, sacred, orchestra accomp
Lo Bella Cubanera (M. L. Lake)
Nutional Promensde Band
For dancing
* How Long Huve You Been Married? (Rennie Cormack)

Billy Murray

Comic song, orchestra accomp.
2163 Ever of Thee (Foley Hall) Venetian Instrumental Quartet

Violin nd harp

2164 Just Bocause it's You

Sopr
2165 Tres Chic One-step (Dan H

2166 The ‘'Honest'' Hold-up Man
andevil
2167 Dinah (Henry I. Marshall)

voices,
in

2168 When it's Springtime

Barito ore

!
2169 Under the Double Engle

2170 Saw Ye my Saviour—Commun

Christinn Seience Hymn,
La Gio

2171 Dance of the Hours—

2172 'Tis But o Little Fuded Flo

Tenor
2178 Lead Me to That

oon sonj
174 King Karl March (C. L,

Beau

2 nrath
2175 The Bonnic Blue Flag. .. . Polk
Banjo
2176 Laughing Song
Guitar

2177 What a Time

Guitar
2178 The Watermelon Party
Guitar

vialineello, flute
he Little

). orel

orchestra ac
Virginia (

chestra o
March

e (Ivan Caryll)
Elizabeth Spencer

hestra aceomp

Caslar) ... Nutional Promenade Band

or dancing

und “Billy Beans'*
le specinlty

Murray K. Hill

erless Quartet

omp

Erdman)
Owen J

McCormack

pmp.
Wagner)
New York Military
nion Hymn (Mary Baker
“dison  Mix
organ_accomp.
(Ponehielli)
v York Military

us)
1. Wheeler

. F
Band
dy)

1 Quartet

con

Band
. R

wer

yp.
tz and Berlin) . Stella Mayhew

|
t

rehestrn accomp,

York Military B
Old South Qua

) New
Miller and His
accomp,
Polk Miller's Old South Quartet
accomp.
.- Polk Miller's Old South Quartet
aceomp.

Polk Miller's Old South Quartet
aceomp.

BETTER THAN IT SOUNDS.
A meeting between Wagner and Bill Nye must have
left the composer in rather a puzzled frame of mind,

In his “Then and Now,’
chester, relate
liant as the best, whose e
and whose tragic death 1
told me that when he m¢
‘Your music is heyond m

the late Dean Hole, of Ro-

“Nye, the American humorist, bril-

medy never fails to charm,
shall never cease to mourn,
't Wagner he said to him:

y comprehension; hut 1 al-

ways feel sure when 1 hear it that it is really much

better than it sounds.’
equivoeal,

Here is the compliment
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In Love's Garden, Just You and 1 Words by Arthur
Music by Nat. Oshorne
In u Little Cottage by the Railrond Track Words and
Blanche Merrill
Nirvang Waltzes. By F. H. Losey op. 344
The Vivandiere Polka Caprice. By F. H. Lowey, op
The Minstrels'' March TwoStep. By AL J Whyte
"Little Miss Killarney ords by Jean Havez,  Music
Edwards
Miss Bell of the  Telephone Words by Jean Havesz
Gus. Edwards
Tango de Yango.' Composed by Jamos ©. MoCah
Ave Maria.”" Par €. 0. Reneenl. 1. E. Belair, Motreal

28107, T Want u Ragtime Bungalow Words und  Musie by
Bert Kalmar,

IS115. CBong of Bt Francis Navier's College Words by
Kappa Music by J.'W. Tickup, B.A. W, P 3. Ken dy, An
tigonish

116, “The Dawn of Pence Composed by George E. Hurding,
Ont
‘Daddy, Come Home Words and Music by Irving
24, *‘Momoriex Thee Words by Isabells B. Watson
Jobn Adumson
5. “'Canada and Motherland Words by Isabella B. Watson
Rag.'" By Irving Berlin
T
In Love with the Mother of My Best (irl Lyrie
Music by Eghert Alstyn
Deiro Ia, A H. E. Schultz
d By L. L. Moore
% of a Girl Lyrie by Jeun Haver Music by
6. “'Nocturne in P, Mujor By Henry  Cooke Hamilton
Ont
“He Ran Upstairs Words and music by Bert Kalmar

N1 “The Whole Way Long."" (e Long de In Route) Words
by Lily F. Barey, Music by P. Douglus Knowles Royal Edward
Institute, Montreal,  Que

168, *‘Bud Eagle of the U8 For Orchestra. By Herbert
Kendre ferbert Kendrey, Peterborough, Ont
t of the Bells Reverie for Piano. By Re
sinal urgrave Bros. & Davies, Toronto, Ont

fonny Thom i You.  Bong. Words by Walter Bruce, Musi
Uy Heury Thomas. The Delmar Music Compuny, Limite Montreal
Que

i Vo e Common School Book of Vocsl Musie.”" By Eleanor
Siuith. A One Book Course of Song and Stady for wee in & hools of
Mixed Grades

Joiea. let's Dunce.'” A Rag Turkey Trot. By Wallie Herser

164. 'Puss the Pickles.'' Tn By Grace Le Boy

oy 20 "'Was Kostet Amerika.”"" Words and Music' by Adolf
Philipp.

28106, ' Ich Liebe Dich?"  Words and Musie by Adolf Philipp

28167, My Darling Wife Words and Music by Adolf Philipp.
English Lyric by Edw. A. Paulton.

28168, ‘1 Want to go Back to Disie Land Words by Jean (
Havez,  Music by G d

28169. By the Rio Grande Mexican Serenade.  Words by A
Seymour Brown. Music by Anntol Friedland and Johunn ¢ Schmid

SLT0. “"Heaux Esprita.”’ " (Gay Spirits). One Step. Ry G 7
Tompkins

8171, *“The World is Mine, While I have You." Wards by J, K

fu 0 C, Sehmid
um und Links heram Words and Music by
P
78. “‘Some Buby One Step, Two Step or Turkey Trot, Ry
Tulius Lenzherg

28200. *‘Old Folks at Home ‘God Save the King'' J W

Mansfield.  Edmonton, Al
—————

Mr. E. C. Corbean, the wel] known musie dealer of
Regina, was a recent visitor to several eastern centres,
including Toronto and New York. My, Corbean, who
is an old Ontario hoy, has had enough fat years in
the West to make a lean year or two comparatively
incidental. The West, Mr. Corbeau says, is 0.K., and
by the end of the year will he going ahead better than
ever,

In appreciation of the good work and long hours of
their employees during the Christmas rush, The R, 8.
Williams & Sons Co. arranged to give them each a
couple of days off, in addition to the statutory holiday.
The  department managers divided their respective
staffs so that one-half took the extra vacation imme-
diately after Christmas, and the other half immediately
following New Year's. Needless to say, this act of
generosity was appreciated,

.
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A host of new friends, and the
old ones more loyal than ever
The line of Edison Phonographs at
your disposal to-day covers every pos-

sible situation that may arise in your
phonograph business.

With the coming of M. Edison's most

recent achievement—the

EDISON
Diamond Disc Phonograph

scores of patrons whom you have never been
able to interest are now achve prospects for you.

The new diamond reproducer is a perfect
jewel of a talking point. Think of being able to
show this wonderful gem and to tell your patrons
that it removes all the ceaseless bother of constant
changing, Itisa permanent point that never wears
and the argument will wear as long as the dia- \
mond lasts—forever.

m_\' 103 LAKESIDE AVENUE
! a&iuon. Orange, N. J.
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WINNIPEG LETTER,
F' general public interest was the formal opening of

Winnipeg's magnificent
Hotel, recently completed by the Grand Trunk Pacific
Railway The  opening hrought
gathering of representatives of the

hostelry, the Fort Garry

together a larg
Various 'll‘n'l‘\\lﬂll\
trades and schools of learning, and there were present
government

officials and railway officials,  There was

a tour of inspection of the huildi luncheon wud

much speechmaking, T'he opening of the hotel was em
phasized as a landmark in the progress of the West,
Fort
The furnishing
handsome grand piano manu
factured by Mason & Risch It was designed to har
monize with the architecture and furnishing of the
room, which is in old English design, with fumed oak
finish,

One of the most teresting rooms in the new
Garry Hotel is the lar banquet hall
of this room includes

For some months the W innipeg Piano Co. have been
casting about for suitable premises in anticipation of
the expiration of the lease of their present store, Ne
gotiations have resulted in their securing the magnifi
it corner formerly occupied by Canada Furniture
Manufacturers, Ltd., for western show rooms.  This is
at the corner of Portage Ave. and Hargrave Street,
and there is an immense window frontage on hoth
thoroughfares, The company expect to remove ahout
February first, and in the meantime are planning ex
tensive alterations and
terior that

lmprovements to the store in
will give Winnipeg Piano Co
finest music houses in the West

one of the

A window showing a piano and a phonograph, with
attracted much attention to the
Doherty Piano Co. store, The musical instruments in
Circassian walnut were backed by a parlor suite of the
same finish,

Mr. E. C. vthes, of the Williams Piano (‘o re
ports a number of sales to dealers, and on the whole
business is considered as good with this firm

The Fowler Piano (o, report that December was a
very good month with them
slow, and they bhelieve will not improve until well into
the New Year. They have recently added the local
Knahe ageney to their line. They supplied a concert
grand of this make to Mme, |
the Metropolitan Opera Co,,
nipeg.

At the Doherty Piano Co.’s opening recital of the
season, held just prior to Christmas, the following
artists were heard by a eapacity house: Mps McLaskey,
soprano; Mrs. De Angeli, contralto; Mr. Sutherland,
tenor; Mr, Irving, hasso, and Mr. Stephenson, accom-
panist. The Edison dise phonograph, and the Columbia
Grafonola were demonstrated at this recital, with
the result that many inquiries were received,

The formal opening of the new Fort Garry Hotel has
aroused much interest in the interior construction and
furnishing of the magnificent buildin. The provision
made for the entertainment of guests neludes a Nord-
heimer cabinet grand piano of special Louis design in
Circassian walnut, This was supplied by the Tucker
Piano Co., Ltd,

With the J. J. H, McLean Co.,

home surroundings,

Collections are as yet

nees Alda, soprano of
who appeared in Win

piano and player

TRADES JOURNAL 4
trade was quite up to theiy peetations for Decem
by Mr. Freoland, managor o talking machin
department, stated that his byl businiess had
& busy time making deliveries of pi tses Tor Chirist
mas gilts

Phe Lindsay Piano o, 't big December busi
Ness e pranos.  Colleetion 1 re a litth
slow, but improving

Miss Jolinston, of | Tucker Piano & Music (o
phonograph depart et S no complaints in oregard
to Christmas teade in her dep they having had good

Christmas husiness

Me. C. E. Gardoer, who las be nocovering the West
i the interests of Edison phonographs and records for
the last theee wonths, lelt for a holiday at his home in
Washington

The Toeal managenent of Mase n& Riseh, Ltd., wer
pleased with the vesults of fheip Priano and player husi
ness in December, showing as it did o material improve
ment in local trade.  This hraneh also reports an im

provement in collections
Mr. Charles |
nected with the

Crandall, who has lately been con
Baldwin Co., of Chies
the position of manager of silos for Cross, Goulding &
Skinner, Ltd. My
with the Acolian (o
St. Louis, for six years

2o, has taken

Crandall has also been connected

and was also with Theehes Co, of
The employees of the

Golding &
with a

firm of (ross

Skinner, Ltd., prosented Miss Lily Jackson
handsome set of silver cutlery on the

Mr. E. C

very

oceasion of her
Seythe

appropriate g

leaving to be wmanrried president of

the company, made o
Mtracted | and
Jewelry in the windows of Bahson Bros.. the well known

ldress,

Y oa hreilliant display  of watehes
Edison phonograph dealers, on the corner of Portage
and Carlton Steeet, o thief smashed the heavy plate
after appropriating five watches,
undetected at an early hour,

D MeColl, of the W mmipeg Piano Company, one
of the eandidates for coun illor in Ward 4, of the muni.
cipality of Assiniboia,
district for the

glass window, and,

made his getawny

Who has been a vesident of the
past four and a half years,
year offered the offiee hy

was last
acelamation.  Had he ae
cepted he would have been the first representative, ag
it was in 1912 that {he ward was ereated, hut owing
to the fact that he was Just ving on a visit to the
old country, he was forced to refuse,

Mr. (i, L. Stanwoo,
Co.’s Winnipeg branch,

manager of the Doherty Piano
is absent on a visit to eastern
points, including Chicago, Montr al and Toronto, My
Stanwood will also visit and head
quarters at Clinton

his firm’'s factory

The ealendar sent out by the Wormwith
Ltd., Kingston, for 1914,
ciated by eve ry

Piano Co.,
is one that will he appre
recipiont of a copy
titled, ““ Amusin® the
color phulngmph‘\,
Dobson, the fop

The picture, en-
reproduction, by
from an oil painting hy Henry .1,
Nost painter of old Scottish life and
character, 1n its make up the is an artistic
prduction, creditable to the diserimination of the
donors, and one that particularly appeals to any who
have had experience in the subject portrayed,

Bairn,"" is a

salenc

.
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WILLIS
TRUTH

HERE is an inherent straightforwardness about
the WILLIS Proposition as a whole which
carries conviction.

Truth in WILLIS advertising propaganda of
every description and the honesty of purpose of its
makers have been of incalculable value in building
the unassailable reputation of the WILLIS,

The Crest This Atmosphere of truth and integrity has be-
of come so much part of the WILLIS business activities |
Quality that it exerts an influence upon prospective customers |
even without their knowledge.
It gives them the instinctive feeling that the
dealer or salesman speaks with authority when he
tells of the WILLIS points of superiority,
This feature is one of the many reasons why the
WILLIS has not only been a leader in the sense of
What better move reputation and prestige, but has added dignity and
could you make to commanding position to the dealer who has controlled
- d Y, & as pr ) bstantial financiz
augment your present the agency, and has produced substantial financial ]
; . - results,
business than in mak- ‘
ingimmediale;arrange- ——
P |
ments for the
WILLIS We have the sole selling rights in Canada
) of the celebrated Knabe Grands
line in your and Uprights.
5 ity ?
community > l. ., C d
o
Willis & Co., Ltd.
HEAD OFFICES FACTORIES
580 St. Catherine St W, ST. THERESE

MONTREAL, P.q. Pr.Q.
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MONTREAL LETTER.

IANO men generally in Quebee have grown heart
sick of the continual dabbling and meddling of the
legislature of the provinee in all laws affecting liens on
goods sold by instalment. So much so that they have
heen willing for the last two or three years to give it
all up, resting all theip faith in the landlord law, so
called, or notification law, which when legally acted
upon, saves the piano from third parties claiming it for

debts due by the purchaser,

Some time ago a bill was introduced into parlia
ment, requiring that no repossessions be made unless
the merchant repossessing the piano was willing to re
fund four-fifths of the amount paid by the instalment
This bill was fought strenuously by the piano men,
under the leadership of Mr, A, P, Willis, president of
Willis (., Limited, and was thrown out. Last year,
another bhill was brought up, which was then defeated,
but it has been brought forward this session with
double force and determination that it shall pass the
legislature.  This is the hill that many piano men have
allowed to give the go-by, However, in the opinion of
Mr. A, P. Willig, it is a very bad and injurious bill,—
the thin end of the wedge that would eventually break
up the whole instalment system.  Asked by the Journal
to define the practical result of this bill if it ever he.
came law, Mr. Willis said : “Well, it is just like this:

You sell goods, hut You cannot colleet for them out-
side the distriet in which you reside, that is the peal
meaning of the ‘Domicile Bill,” for that is the name
of the bill before parliament. This bill is in the in
terest of country lawyers and country court-houses
who have no business, who are briefless, and who w h
to encourage litigation in their own distriets, without
any regard to the interests of trade in general, Under
the present system, a merchant in Montreal op Quebee,
doing business 500 miles away, within the provinee, can
elect Domicile at Montreal or Quebee.  Under the pro-
posed law, the country people snap their fingers at the
manufacturer or merchant, because they know it would
never pay a man in Montreal to go far away from home
to the lawyer or the court-house to attend a law suit.
In this way, numberless customers may refuse to pay.
Balances on pianos, $50, $25, $10, people would say,
‘well, we have paid enough on that piano, 1 guess they
will not want to come and sue me here, 300 miles
away,” and so the very profits, the only profit in the
transaction would he Jjeopardized. The whole diseus
sion in Quebee Parliament has brought up all the ol.
Jjectionable arguments that are ever raised against the
instalment system,’’

In conclusion Mpy, Willis stated that he was ably
assisted in the fight, by Mr. J. H. Fortier of Quebee,
and Alderman Lavigueuer, both veteran piano men
The bill is now before the legislative couneil, and My,
Willis is in hopes that it may be killed.

“Make up your mind to get a profit and a legiti.
mate profit on every sale you make, That’s the basis
of suecess in any business,”’ said W, J. Whiteside, of
Gervais Whiteside, This firm are ree iving their usual
share of orders for Karn-Moris goods, notwithstanding
the ery from many quarters that business is quiet,

““As the result of excellent underlying conditions

TRADES JOURNAL 13

the New Year is starting out in g
promises for the industry hereahouts, (speaking  for
ourselves),”” said President W. I Leach, of the Lench
Piano Co., Lad.,

fashion  whieh

“the higgest business condueted upon
the best basis ever known before.  Gourlay and Bell
lines Inereasing theip popularity with our elicntele
cach succeeding Season, and indications point 16 a con
tinuancy of A-1 business.’

firm

"is the story vouched by this

J. W, Shaw & Company feature to the best possible
advantage the Gerhard Heintzman lines, and a all
times lay particular stress upon the high stunding and
prestige this product enjoys
this house was well within the
during the corr mding month » year ago

Mr. A, P. Willis, president of Willis & Co., Ltd., haus
at heart at all times the interests of his employees and
agents scattered all over the different parts of Canada,
Every Christmas he orders a car load of big, fat, Juicy,
tender, stall fed turkeys, which he distributes to the
aforesaid. This princely and appropriate gift was duly
appreciated by the many recipients throughout the
Dominion.

December husiness with
record mark established

There is no complaint of hard times heard at the
piano parlors of J A, Hurteau & Co., Ld,, nothing is
allowed to exist here but optimism of the highest order.
Weber pianos are responsible for this existing state of
affairs, this products being in great demand of Jate

Mr, Otto Higel, president of the Otto Iigel (0.,
Ltd,, the well known supply house
recent trade visitor to this centre,

It is rumored that Montreal will in the near future
have anothep large retail music house, It iy stated
that a well known manufacturing firm not satisfied with
the representation now given its lines, will open up ity
own retail branch,

“With us,”” said Layton Bros., ““the situation is one
of normal, extremely healthy business. Oup receipts
are not subject to inflation from temporary influences,
as in the case of the desirable Christmas hoom, and
present conditions, accordingly, may be said to be all
the more satisfactory, Mason & Risch instruments
were especially  popular during December, and we
moved quite a number of grand pianos, in addition to
uprights and players of {his make, and taking every
thing into consideration, u most favorable omen exists
for 1914.”

The banquet recently held by the staff of C. W
Lindsay, Limited, and reported in a previous issue of
the Journal, was duly considered the hest in the history
of the firm’s many enjoyable events, and all were loud
in their praise of My, B. A. Edwards, the secretary-
treasurer, to whom the staff largely credit the banquet s
success,

Hurteau, Williams & Co., Litd., are keeping up their
monthly average sales, and find that 1913 December
business was greater than that of December twelve
months ago, and that the opening month of the year
at present writing gives every promise and indication
of excellent business .

Looking around the warerooms of J, H, Mulhollin,
the Evang Bros. representative, his stock showed
signs of Christmas and New Year's depletion, *‘Ppog.

of Toronto, was

e
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Dominion
Players

have the same artistic case
design, the same pure tone
that characterizes Dominion
Pianos, and have the sta
bility to stand up to the
more - than - ordinary usage
to which a player piano is

put in the home.

Ihe mellow sweetness of Dominion tone

that has characterized Dominion P

1anos since

the introduction of the Cupola Iron Arch Plate

frame is the result of this frame which supports

DOMINION

Organ & Piano Co.

the immense string strain without the necessity

of unsightly posts which interfere with the sound

LIMITED . .
as well as marring the appearance of the piano
Bowmanville Thisis why Dominion T :
’ back. Thisis why Dominion Tone is the tone
ONTARIO

of a grand piano. Dominion pianos are made

CANADA

like grands, and this

grand - piano plate

frame is exclusively
a Dowminion feature. This is one of the re

asons why Do-

minion instruments 0 successfully withstand the extremes

of climates,

DOMINION ORGANS

for home and export trade are know

n and admired in every

province of Canada, throughout the British Empire, andin

many foreign lands. The

y have the tone, the endurance of
climate and the appearance that wins friends both in the

trade and among the ge

neral public,




CANADIAN

Musie

Mulhol

volume of

peets for 1914 could not he better,” said My
lin,"" and we an entively satisfied with the
business transacted during 1913,
ward to bigger and hetterp
“With general 1o
mprovement, we
mand
report the Canae
find the call
might exist,

and are looking for
results during 1914,
il business conditions showing

experienced g highly gratifying de
tor Colmnhbiy talking and
e Graphophone Co “We

tor cheaper models which we
but people se

records, "’
did not
thought
med prosperous and wanted
the largey and highep priced machines
the next couple of months g unusually bright, Jape ly
of the hetteped general conditions. '’
Leo Slezak the tamous tenor,
of artists tured by the
joined the Nationa) Opera Co., and was heard for the
first With them in Montpea) during Christinas
week,  The National Opera Co, is booked for a4 week
in Toronte,

Mr. William Hartmann, Canadian many
Perforated Musie Co., Toronto, was

machines

Prospects for

hecause

who appears on the

list Columbia  Co., has

thoe

r of the
in Montreal enply

e January on g business trip

Mr. William Clarkson, of Clarkson & Cowan, the
well known shieet musie and small goods dealers, and
who is Ist viee president of the Canadian Musie Deal-
ers” Associntion
ing on the sheet nusie

Toronto, eall
and small goods louses

Mr. . R Coleman, loeal manager for the R, S
Williams & Sons Co, 1ad., is wel) pleased with the
showing of hiy branch for 1913
musical

Was a recent visitor to

The increased use of
mandolins,
considers a splendid ang

stieh  ax
guitars, violins, ete,, he
for 1914 business The appearance
plmnuumplr during the year also had » marked effect
on phonograph business. Wit Edison dise
now heing regularly supplivd Edison dealers ape look
ng forward to hig things in this hraneh

Foisy reports of theip
ness for Decembor, heing considerably in exeess of the
same month of 1912, This firm consistently

mstruments, hanjos,

of the Edison dise

records

Freves give favorahle busi

feature

Mendelssoln Panos and players, whieh they  have
given wide publicity in Montreal Foisy Frepes, us
already reported, have added i department fop the
sile of Columbiy grafonolas and records, and this
branch ig giving an excellent tccount of itself,  The
fact that members of the Canadian Opera Co. are ex.
clusive Columbiy artists, has given quite an appre

ciable impetus to local sales of their records,

PIANO 0ASE MANUFACTURER
BRANTFORD,
Mreo M, S Phelps, referred to in the
pateh from Brantford, Ont., had for
under consideration the establishing of 4 piano case
manufactory in Canada, He had looked into the ad.
vantages offered hy various cities, and in fact had con-
ducted negotiations » your ago. He has made a cnn-
vass of the piano trade, and is convineed that there js n
field here fop specializing in high grade pPiano cases,
Mr. Phelps was attracted to the market here hy
reason of his heing a Canadian, though he has lived
in the United States for the past twenty years,
“Another important industry has heen secured for

TO LOCATE AT

following dis.
Some  months
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this ity through the efforts of the Greater Branttord
Board. 1t is the Brantford Piano (axe Company, which
has secured the land adjoining the Buek
Stove Works, upon Which the Industrial Realty Com
pany will ereet a two-stop Y building 225 x 64 feet, the
which already  been prepared, It s
hoped 1o push the work of coustruction, so that manu
facturing operations wmay e gtaptd next spring

euterprise is My, M N

necessary

plans for have

The chiof promoter of thy
Phelps, of Who has been engaged in
line of many acture

Rochester, this

siune S, making a

The merit of th

for some 20 y

line of goads well known in Canady
products of this fipm has been well  testod by the
Greater Brantfopd Board, and there is no house in
Canada producing this line of goods. My Phelps, it is
understood, will Separate himself from the Rochiester
business and come 1o Branttord,  Outside of the huild
ing and site, y capital of $40,000 for plant and working
capital his heey subscribed, one halt heing
Mr. Phelps, and the balance subseribed locally,  Some
0 hands, all skilled mechanios, will it js expected he
employed from the start confidence js foly
that a very important addition to the manufactuping
enterprises of the city

secured by

Great

has heen secured, ™

EMPLOYEES GAVE FRANK STANLEY CHRIST.
MAS GIFT,

The kindly relations

Stanley, Toronto,

on Christmas eve

existing  hotween Frank
and his employees, way exemplified
when the factory

staffs surprised him with a handsome
This was in the form of a silver Thermos set, in cut
My Stanley presented his co-workers with the
usual Christmag bonus, cach apprentie

and - warchouse

Christmas gift,
glass

receiving five

dollars, and older employees and foremen in pro
portion
PRESENTATION TO PIANO MAN,
John Raper, Ottawa, Honored by Staff,
The good I'o-llu\\'ship existing between stafy and

S of the

John Raper Piano Co.,
was shown on Christinas eve, when My,
head of the fipm, and Mrs, Raper, wope cach presented
with h;nnlsmm-l)' cquipped travelling hags, The mem
hers of the staft desired to show their appreciation of
the many courtesies extended by My, Raper during the
Year, and took this way of doing so. I making the
presentation they assuped him: of theip interest and
loyalty.

lnt'ilh-mnll,\: it is of interest that the John Raper
Piano (', report the last four months of 1913 the hest
they have had in the history of the business. W, had

of Ottawa,
John Raper,

a big demand for players in December,” i Mr.
Raper, ““and had the finest suecess with the Mason &
Riseh, increasing  the sules considerably gyep last
vear,

BOSTON FIRM DEALERS’ POLICY,
On anothep page will he gpen the initial trade
nouncement from the B. F. Wood Musie Co.,
ing attention to their *“Edition Wood.”
whose head offiee is in Boston,
York, London and Leipzig,

an-
direet.
This firm,
with branches in New
state that they are one of

D
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HERE are no substitutes for Bohne Piano Hammers,
I I'he ch.uun'rcn\m' qll.llll) of all materials used, as wel|
f as the careful and experienced \\'nrknmnshlp throughout
every step of their Manufacture account fo their reputation 1o
resist vear in and year out the extra usage demanded of the playe;
PI.”N’.

Bohne Hammers covered with “ Weickert German Felp’ !
are known and acknowledged to be the best money can buy, Thay 1
1S the reason they are used by manufacturers who consider qualit,

before price.
. .
Bohne Piano Strings
‘re the resultant pProducts of 4 modern \\t'll~u(lupped
plant ; the class of \\.nl\m.unlnp that goes hand in hand

with thorough knowledge ; e best materials that the
markets offer, and constant carefyl supervision

W. BOHNE CO.
316 RICHMOND sT. W, . TORONTO

134th STREET ang BROOK AVE, Ngw YORK.

are to be a specialty with usin 1gig.
There is demand for » massive
church organ Mtaining an action i
with a Real Pipe Tone; we have
1tin our model 429 P. T,
.
Our model style O, R, is just
what you need for Schools ; our
models style 286, or 288D, for
medium priced chapel organs.
\

Get in line for sSome profitable
chapel organ business by looking

up the line made by

Thomas Organ & Piang Co.
WO0oDSTOCK, ONTARIO

STYLE 420 p, T THOMAS
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the youngest of the large
having established a large
i less

standard music publishers
and extensive connection
With

a8 a slogan, they

than  twenty-five
through and with the Music Dealor

helieve

years *Business
their suecess is due to keeping good faith with
all musie dealers who handle

The ** Edition Wood®
dealers who contemplat

their publications

I8 intended to interest music
patting in a line of standard
works in casy teaching music for the plano, sacred and
secular songs, ete., and the publishers of this edition
announce u special proposition for those w ho wish to

add a stock on special terms of payment, in all such

cases a bona fide sal rantee being given to guard
against loss to the deale

From the B. F,

Wood Co.'s office in London, Eng
land, their ten hing compositions  for teachers and
pupils are shipped to all points of the British Empire,
ineluding Jamaicn. New Zealand and smania, thus
showing there is truth in {he adage that **all the world
is akin in the realm of music at least

MUSIC PUBLISHER PUNISHED FOR WRONG
USE OF MAILS,

Charged with using the

Kellogg, president of the

York, was found wuilty

wails 1o defraud Robert
Kellogg Music Co. New
and sentenced  to  thirteen
months in- penitentiary A\ New York despateh ex
planatory of this case suys: U Kellogg condueted o
publishing husiness and made a specialty of advertis
ing for song poems, which he would set to musiec and
publish upon the payment of the sum of $21.  For
this sum he advertised to secure a copyright on the
song, deliver 100 copies to the author and
its sales \ithough the defense was able
number of witnesses who professed themselvos
satisfied with the serviee Kellogg had rende
the Government showed that in many instanees there
had been no adequate return for the fees paid
idea as to the number of ambitious
country who wepe welling

also to push
to produg

Some
poets throughout the
to finanee the publishing of
their works can he obtained by an adinission made hy
Kellogg on the witness stand, to the effect that his
business along these lines netted him at least $800 per

month.  He also admitted that he never paid  any
dividends or royalties to the writers of these songs,
exeept in one instance, when an author received 36

cents. One of the most damaging pieces of evidence
addueed was that, although he had undertaken to copy-
right the compositions for their authors, of all the mass
of songs issued by him, he had obtained a copyright on
but six. 1t was alleged at the trial that over 500 poets
sent their verses to the Kellogg company, together
with various sums of money, and all they ever received
were a few copies of music

“This case

set to some old tune

has attracted much interest thronghout
the entire world of musie publishing, as it is elaimed
that the practice of publishing songs for amateurs at
their expense is one which tends to bring the entipe
publishing industry into disrepute According to the
claims of the Government inspectors, the Kellogg com-
pany and others which make » specialty of business of
this sort have published no less than 50,000 composi-
tions during the Past &ix or seven years, which have
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writers of the country a fortune
according to the mspectors, none ever
received a profit on the nvestment.  Kellogg was re
leased on his old bond of 00, and an appeal from
the verdiet will be argued.”

It is understood that a
be brought to trial shortly
one above referred to,

cost the aspiring song
“or this outlay,

Washington concern will
on a similar charge as the

CATALOGUE OF STANDARD MUSIC OUT,

Ten-cent music is now being featured to Canadian
dealers by o Canadian publishing house, as a result of
the decision of Whaley, Royce & Co., Ltd., Toronto, to
sue an edition of standard music at that price. Their
new catalogue along this line is out,
prehensive list of standard piano solos, songs, duets,
ete,, all at 10 cents each, with the exception of double
numbers, specially marked. which of 20
cents.  In the catalogue attention s ulso drawn to
“Little Footprints,"” a seleetion of popular melodies
casily arranged and fingered for the piano, by Wil.
lim Smallwood ; “*The Note her,” by Dion Petros :
“Children’s  Action Songs’': “‘Rosie's Musical Al
bums™ : **Mareh Albums’* “Sehool Drills and Mareh
Book™: ““Piano  Album “Children's Merry Waltz
Album™*; ra Read's Easy Pianoforte Method '’ ;
“Operatie Selections’” ; **The Excelsior Orchestra (o).
leetion,”” and other important works

containing a com-

course are

STANDARD WORKS TAKE IN CANADA .

Those who are lamenting that the Canadian people
are following in the footsteps  of  their American
cousins in letting the ragtime eraze carry them to ex-
tremes that are out of all reason, would feel encouraged
at the report of My, A, J Seyler, manager of Nord
heimer’s sheet musice department, at their Toronto
headquarters, My, Seyler had a firmly fixed idea when
his firm arranged for the **Edition ters'" agency
that this music wonld find a ready sale throughout
Canada, but his expectations have heen more than
surpassed in the | w months sinee his firm received
their first shipment of stock,

The ** Edition Peteps’ embodies
& list of novelties:
prano solos and duets ;
choruses ;

a large and splen
methods and studies for violin :
vocal solos, duets, quartets and
numbers for the organ, violin, cello, zither,
guitar, flute, carionet, oboe, horn, bassoon: and many
other works of merit that music dealers should become
Aacquainted with

A member of the United States supply trade who
recently visited Canada, is reported in a U, S, con-
temporary as follows.—**There is no doubt in my
mind,”” he stated, “that there are good times coming,
That is the opinion of the members of the trade visited
onmy recent trip.  There has been some laxity of trade
throughont Canada, but taking the year as a whole
the piano industry in the Dominion has not suffered
and they have all done more than they did last vyear,
They are all optimistic about the future of their busi-
ness.  The manufacturers of high grade pianos and
player pianos are all do'ng a good husiness, the de-
mand being for this type of instrument,”

_'
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INVESTIGATE
It Will Pay You

SENT FREE TO ALL MUSIC DEALERS IN CANADA our latest Canadian
catalogue of “EDITION WOOoD,” containing over 400 volumes of the best known
Standard Classics and Teac hing Material, which are not infringements upon
Copyright Editions. YOU IAKE NO RISK SELLING THE VOLUMES

CONTAINED IN THIS AUTHENTIC LIST. It contains all
standard works by Beethoven, Chopin, Concone, Liszt, Schumann, etc

Also SENT FREE 1o any dealer all our various catalogues, including THE
MATIC CATALOGUES OF EASY MUSIC FOR THE PIANO, SECULAR and
SACRED SONG Thematic Catalogues, also GRADED and CLASSIFIED
HANDBOOK OF TEACHING COMPOSITIONS.

OUR DISCOUNTS ARE RIGHT—They allow a good margin of profit for

OUR POLICY

Having no retail department, we sell only to the music dealer
business solicited, except in co-operation with the dealer,

The B. F. Wood Music Company

29 WEST 38th ST.
ALSO AT LONDON AND LEIPZIG NEW YORK CITY

246 SUMMER ST.
BOSTON

— — —

the well-known

No teachers’

Popular Ten Cent Music Catalogue

ERE isa chance for dealers to stock songs, Vocal Duets, Piano Solos and
Duets, Violin and Piano, Mandolin and Piano, Banjo and Piano, that will sell
like hot cakes Our new catalogue of popular ten-cent music is without any ques-

Music Books,
Albums,
Collections,
Methods and
Instruction
Books
at correspond-
ingly low rates.

Whaley, Royce & Co., Linis

237 Yonge Street
TORONTO

tion the largest list and best edition of Stancard ten-
cent sheet music ever placed onthe Canadian market,

It is printed from large size engraved music plates by the
lithographic process on excellent paper, and all have beautiful
title pages. In appearance it is equal to the standard English
50-cent and 6o-cent editions of sheet music

People will be asking for this new Whaley-

Royee edition. Anticipate the demand and
get your order in—at once,

Donald and Princess Sts.
WINNIPEG
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SHEET MUSIC IN GERMANY V8. ENGLAND AND 1814-1914, My a, has composed the
CANADA, for a song entitled **Th Two Flag

Journal’s remarks concerning the This is copyrighted and published, with 4 striking
Canadian  Music Dealers’  Agsoc lation, which was colored cover design, whic b blends the idea of P
tormed to he an intluence in the sheet and bhook music and patriotism After cach of the

trade of this country, were referved to by the Editor this chorus
of the British Piane Journal, who Siys
& similar association

J. A, Cote of Ottaw
words and music

Some of this

IWo stanzas comes

“In Germany Britons braye sons of
1 has existed for some time, The Your glorious Hags
book trade and the sheet musie trade in that country is
a combine, which, gecor

Columbia unit
are one;

Land and sky 1o the eagle and the lion,
ling to the best information at The world for peace
our disposal, is a most successful — organization, Among the new copyrights listed in this issue s
Probably at no distant date something of the same sort  ““The Lament of th Bells,"”” a piano reverie by Regin
will have to be arvanged in this country—that is, if ald E, Webh, copyrighted by Musgrave Bros. & Davies,
the music dealer, as we understand the topm, desires  of Toronto, Thope are also two songs hailing from
10 continue the sale of sheet musie. It would almost Montreal “The Whole W ay Long,"” words by Lily
Seem 1o some that there is, at uny rate a remote chance E. F, Barpy and music by P Douglas Knowles; ]
of the tr m the sale of musice selecting the line of Want You," words by Waltop Bruce,
least resistance and tlowing entirely in the channels  Thomas, copyrighted hy the Delmar Musie Co., Ltd.
of the hookseller and stationer. W hat is wanted at Judging from the order sheets from the different
the moment in this country is & man of sufficient  Canadian mugie dealers,

preseience and ability, and one enjoying the confidence  on new mysie made hy
of all those mterested in the

s won

music by Henry

and also from the comments

musicians, a number of Chap
sale of sheet musie, to  pell & Co's recent publications ape singled out for

study the whole question disinterestedly ang evolve a  more than an ordinary run, g “The Port of
scheme,** Au Revoip, My Hidden Rose’"; <« <oy Brother,”
———— Sang the Trush''; “The Grenadier’” “Wolfgof the

THIRD COPYRIGHT DECISION GIVEN, Bowman'’; “Nature's Musje (The Pipe of Pan i He

\ recent decision by Justice Latehford in the Single “'_"' Her on the N“‘!r"”: “Dearest, 1 Bring You Dafro
Court, Toronto, confirms the contention of the music ‘I'."‘"' and two editions of ( """“""‘\". ”}I‘“ Valse
publishers of Great Britain that copyrights in this D’A 4 “_""'"] edition of this “harac
country are subjoct to the Imperial Aet In other ter l'l‘v'lu"h‘ valse, with vl:nuhsh \\nr:ls.‘ nd the
words the European publishers who copyright in Lon. other .- addition to the **No Dance Musie avail
don, automatically secure copyright in’ Canada able, These latter two gpe not widely known to West.-

Sheet and book musie retailers in Canada have al- - ern denlers,
ways acknowledged o Very vague insight of the copy- ——
right law, and have heen largely governed by custom URGING INTEREST OF BRITISH MANUFAC.
and the fact that the qauestion seldom came up. TURERS,

A couple of years ago, however, {he English pub.
lishers commene, an agitation to prevent the importa-
tlon in Canada of American reprints of British copy-
rights.  The decision of Justice Latehford above re-
ferved to, is the third that has been secured by the
London  Musie Publishers® Association, The particu-
lar title mvolved in this case was the somg, A War-
rior Bold, " by Stephen Adams The action was one
by Chappell & Co., Ltd., against Bell Piano & My
Co.  The Judge decided in favor of the
granting a perpetual injunction and costs,

Although the majority of dealers are anxious to
avoid infringing, and are refusing to handle doubtfyl

lour”’—one heing

Sir Richard MeBride, Premier of British Columbia,
while in Great Britain some time ago, addressed o wel|
known elub, ang a4 portion of i remarks i
hrought specifically to the attention of the members
of the different branches of the music trade in Eng-
land, by the British Piane Journal, Reviewing the
Premier’s pemark s the Editor of this publication says
“He informed hi hearers that about 40 per cent. of
Canada’s eXports went to the United Kingdom, w hile
only about 20 per cent. of theip imports came from the
Mother Country. This statement ig of sufficient i
portance to give food for reflection, and one that should

stimulate us into activity, Thes plain-spoken wopds
reprints, the Engl'sh publishers claim tha there is should act as an incentive to inereased efforts on the
much musie illegally imported and sold in Canada, anq part of British manufacturers ang eXporters.  Prohahly
they state that they will prosecute offendin the most important remark made by the Colonja) Pre-

P EE— mier was contained in the following words: ‘Do not

SHEET MusIc DOINGS. send us merely things You make, hut

Mr. Walter Eastman, head of the Toronto and articles we pod, and if you have not 2o
New York hranches of Chappell & (., Ltd., recently them.” Tt would,
paid a brief visit to Toronto, where he found the firm’s
business progressing satisfactorily

Mr. William .J, Roberts, Mp, 7T,
the staff at the Toronto headuarte
Co., Ltd., celebrated the arrival of
stocktaking, commeneing this work

Apropos of the much discusse.

sie
plaintiffs,

£ concerns,

send us the
t them, make
therefore, seem that the manufae.
turer and exporter should at onee take steps to pe.
organize theip methods of ascertaining the require-
ments of this important market, and set to work to
'8 of Chappell & make the goods required,”’
the new year hy The above is another indication of the renewed in.
early in January,  tepast being manifested by British piano manufacturers
d Peace Centenary, ip the Canadian market,

D. Thompson and
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CHAPPELL & CO.'S PUBLICATIONS

Popular Valses of the Day

“A Little Love, A Little Kiss” Valse Lao Silesu
‘“Little Grey Home in the West" Valse

Hermann Lohr

The Sensational Dance of the Season

TANGOS

The Argentine Tango
(With full instructions for dancing.)

The Phyllis Tango
El Clavel Tango

(Carnation)

Paul A. Rubens
“Old Cremorne" Valse Gordon Davson
“The Marriage Market" Valse
“La Valse d'’Amour”

“The Girl on the Film” Valse

Paul A. Rubens Victor Jacobi

Pedro De Zulveta Octave Cremieux

Albert Sirmay

NEW AND POPULAR VOCAL DUETS

Little Grey Home in the West Herman Lohr Yesterdays Frank Lambert

Where My Caravan has Rested  Herman Lobr I Wish I Were a Tiny Bird Herman Lohr

Rose of My Heart Herman Lohr Crossing the Bar Herman Lohr

Sweet and Low \lfred Hollins The Day is Done Herman Lohr

When the Daisy Opes His Eyes  Havdn Wood Gray Days Noel Johnson
CHAPPELL & CO., Limited

347 Yonge Street - - - TORONTO

LOWENDALL'S
FAMOUS VIOLINS

PERFECTION OF TONE AND
WORKMANSHIP

ASK YOUR DEALER

CANADIAN
REPRESENTATIVES

»s Williams
& Sons Co., Limited

WINNIPEG CALGARY

MONTREAL TORONTO

An Apology

Owing to the unprecedented de-
mand for EDITION PETERS, and in
spite of the large and varied stock laid
in by us when we acquired the sole
agency for Canada, we find ourselves
with some of the numbers already out
of stock. We ask the indulgence and
forbearance of the Music Trade until
the arrival of further consignments now
on the way from Europe, when we hope
to be able to execute a/ orders fully and
promptly

Dealers who placed stock-orders
with us in the fall, have already sent
in repeat orders, thus testifying in the
best possible manner to the easy-selling
qualityof EDITION PETERS.
Schools, Teachers, and Students prefer
it to other Editions, hence it pays the
Dealer to carry it. The discount, too,
makes it a profitable Edition for the
Dealer to handle. Catalogues gladly
sent on request.

THE
NORDHEIMER PY

TORONTO

¢ CO.
LIMITED
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IN THE MARITIME PROVINCES,

Mr. W. 1 Henstridge, representing the Canadian
headquarters of 13, are & Son, visited Halifax and other
Eastern Canadian points carly in the New Your,

Mr. W, p Fishleigh, o \mherst Pianos Lad., Am
aerst, N.S., and formerly o p sident of Toronto, spent
the Christinag holiday season with his tamily in th
latter city Mr. Fishleigh lLas charge of the firm's
player departient and reports that theip line is being
well received locally, as well as in other parts of thy
country

At a recent grand opera testival by noted staps of
the Boston Opera Company, held in St John, N.B.. a
Sherlock-Manning Plano was especially seloeted 1y the
nrtists taking part. This instrument was Hurnished hy
the well known o al dealer, Mre, W, 1y Bell, of Gep
main St

Next September will b the 50th anniversary of
the first Conlederation Conference at Charlottetown,
P.EL, and plans are being framed to celehpnt, that
memorable event

The vierehants of Summerside, PR, wep
pared tor thé holiday treade, with large stocks
tively displayed

e
attrae
The results are consid, red satista
tory, one dealer reporting that his holiday sales wep
larger than ast v
per cent. bhettep ¢

s, and that these closed a year 25

i 1912 Beae MeKay & (' Ltd.,

i it strong feature of Edison Phonographs, whil.

R.T. Holman, Litd., emphasized hoth talling

and small musiea) Instruments as seasonah),. goods
The Halifax braneh of N, 11 Phinney & ., L.,

say regarding Christmas trade

maehines

“This year we had in
Our warerooms g particularly large stock of plianos fo
the Christmas trade which we wope quite sure would
be sufficiont to meet the demands,  Nog only have we
been” sold out of stock, but » In number of gy
friends in a1l parts of the Provinee gpe showing theip
appreciation of the instruments we sell by
until we can delivep their pi

Walting
anos from the faq tory

Mr. H. W Phinney, of the well known firm of N 1
Phinney & Co,, Ltd., of several places in Nova Seotia
spent a few days in Toronto while on a p
Ontario

ent visit to
The headquarters of this firm  ape
Lawrencotown, the  birthplace  and
founder, My, N, 1 Phinney, M., he headguarters
of Mr. I1. v, Phinney, who is a son of the head of the
firm, are at Halifax, whepe they have an portant
hranch

al
home  of  the

Mr. Phinney visited the factory of the Columhia
Graphophone (Y., and was mueh interested in the man
ner in whieh Columbin records are produced My
I":n'n]uh:n'mm. manager of this firm, made i tour of the
city with My Phinney, so that he was able to get some
idea of Toronto’s size and the beauty of (he residen
tial distriets,

Mr Phinney was also shown through {0 R 8
Williams & Sons ten storey house of BN
pressed his appreciation of the policy of this fipm in
giving customers service.  Like al] visitors to this
house he wag much impressed with the
nificence of the building,

Regarding conditions in the country’s  extreme
east, Mp, Phinney had only favorahle reports,

musie, and ¢

size and mag

Trade
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he said, in 1913, Lad been viry satisfactory in pianos,
organs and  phonographs, 7|

Maritime Provinees
he pointed out, had not suffered

from the effects of
Heht money sy other Parts of the country had, [e
also endorsed favorable veports concerning the dq
velopment of the st that have veached all through
Canada

Mr. Enoch Blundal) tormerly in bhusiness in To
routo, and now conneetod With Nwherst Pianos, Ltd.,
\inherst, NS, visited his home in Queen ity
during the New Year vacation Me. Blundall wade
his trip one of business and pleasure combined,
States that the Amherst firm by, i

been i their pow
Lactory over a month

and have a staff of Over 50 ey
He considers the ontlook very

and stated that Mariting
heen particularly hright

bright tor theip lines

rovinees oy mand has

QUEBEC CITY LETTER.

Iportant public works Proceeding in Quehe
Cty, which it is stated will contribug, Lo an inereas

I the music husiness of this historie contp The 1

Mense terming| undertakings fope mvolve extensiyve
Car SHops, now in course of construction at St, Malo
# western suburh ;: also g o wion depot and freight

\].4‘\”!1!‘..! reighi vard ar Ny
to be built hetween the

the Tarho Iront

Foye, and o tunnel

HWion station and the one on

The inerensed business a1 Wuehee hranch of
LA Lindsay, Lid., on SEodohn St has obliged thay
rm 1o secure lapgop premses. . The vesuylty of their
negotiatons was ) purchasing of » property on Nt
dolin 21, just opposite their present stope On this
planning to huild
A five storey huilding of st, Fstructure, wit)
tive front, an o vittor
The new building will e

the arehifee cployed hy

2 square foet of g und they ape

an attra

Lall modern convenienees
commenced in May next, g
the Lindsay fip expects to
have th building completed by Doeember Ist next
This branch, who carry Novdheimer, (3 rhard Heingy
man and Lindsay lines, in addition to St mway instry

ments and talking machines report most sitisfactory

results from last year's business, last i nth being thejy

higgest trade sinee the opening of the store in Quehee

A PIECE OF ARTIETIC WORK,

\ most appropriate art calenday,

hearing a genn
e 11

noprint from the origingl painting )0
Groves Were God's First Temples, by Edwin La

masure, has heen issned by the Centra) Veneer Co,,
of Hhuntingdon, W Va., the suppliers of soft yellow
roplar vencers fop the piano trade,

‘\n't'nnlln.'lll_\'ill"'
the calendar are these lines hy W, (. Bryant
“The

OVEeS were God's  fipst temples,  Kpe
learned

To hew the shaft, and lay the architrave,

And spread the roof above them,—epe he framed

The lofty vault, to gather and yoll ),

man

ek

The sound of anthems: in the darkling wood,

\mid the eool and s'lence, he knelt down,

And offered to the
plication.”

Mightiest solemn thanks and sup
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CLOCK TURNg OFF WINDow LAMPS.

One cannot afford t ran the window lights al)

night, but it is not difficult o arrange so the lights will
be cut of Atomatically ¢ any desired hoyp, says
Fran) Farvingtoy \ simple method iy gy follows
\ttach a cord 1o the lever yged or switching off the
lights, op it , bhutton is used, have » lever installog in
stead,  Fasten the other end of the cord to the wind
up key on the hyek oF an alarm eloek the key that
Winds up 1)y alarm papy Fasten thy, clock firmly to

the loor op te a block iy such g Position that the cord
wWill be tight and not tog long, St the alapm at the
hour it jg desived 1 cut off the lights When th
alary

s off and the key turng around it wiy) wind
up the gopd and pull the |, ver, thus cutting out )y,
lights in du. COUPrse

ANTWERP SALES op IVORY,

United Stagog Consul-Genepy) Henry W Diederich
Writes from \ntwerp, Belgium, a4 follows, At the
fourt) quarterly jvory ga), OF 1913, held at \ul\\vr]l
on Novemlep yand 6, th amount handled wgay 04,174
Pounds, ag vompared with 218 710 pounds In 1912, of

Which the ( IO supplied 184 666 Pounds ang \ngola

82182 pounds The demang was active fop hard ory
and 280,000 Pounds wepe go14 at generally fipy, prices
The decling m soft jvopy caused thy Withdrawal |e
fore the wuction oF two-thirds of the supply.  The stock

oF Ivory on hand is ahout forty.one tons, ag compared
With 124 tons iy 1912, The next quarterly vory sale
will take place on l-'rlrl'll:u_\ L1914 Presto
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Bookk eeping
by Mlchinery

A large manufactures
Y8 ¢ Our Underwood
Con

sed Billing Type.
writer and the system
youdevised to go with it
s the best investment
We ever made, The

machine saves the coxt

every four months

United Typewriter Co. See the
Limited Adding Typewriter
7 and 9 Adelaide 5, &
Evory\vhlr. in

Toronto
a

OVER 65 YCARS'
EXPERICNCE

Taa;

Copvriaurs &e.
Anmmﬂ!n'lllﬁr‘hnnd doncy n m
Qlllﬂklr Ascortain Our o, frey B
ity wmat
. YA b
or necu

o
on

A bhandsomely Ulustratog Yoekly. Largest or.
fulation of any scientps Joarnal, *grme G
Ol Postage prepaa, *Hngy by

17— York

Fee, Washingron,

HERE

while trying

IMPERIA],

ROLLS

is surely worth while,

Get in touch with us
at once—we'y| tell you,

anada
Factory ; Carlaw and Eastern Aves,
'l‘()HUNTU. - .

Montreal Wholesale Depot, 510 St Catherine St. Weat.

IS a feature which alope makes it worth
LIN INIZED MUSIC

OU don't need telling of the importance
of the *‘tap" staying on You know that if
the tab comes off it is very rarely replaced cep.
tral in the width of the sheet therefore roll

with a tab on ag securely as this\].-

Perforutml Music Co

CANADA

o
I e
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FREEMAN WRIGHT, oF WANAMAKER'S NEW
YORK, APPOINTED SALESMANAGER IN

MONTREAL,
Mr. Freeman W right, who has heen connected with
John Wanamaker New York, tor the Past nine years

i their piano salons has joined the organization of
Messes. Hurtean, W lliams & Company, Ltd,, St, Cathy
erine Street West, Montreal, as siles manager,  Aside
from Mr. Wyight ' « Hing abilities in th prano trade,
he ds the possessor of o very vich barvitone voiee, and
New York's loss Will he Montreal 's g, as hoth e
and Mres. Wright, who I8 the well known violinist

(Anita Marquisee), have I oprominently engaged
1 some of New York's leading concerts, as we Il as the
\uditorium concerts of John Wanamaker Mr. Harry

N. Briggs, the general manager of Messrs Hurtean,
Williams & Company, Ltd., was formerly associated
with Mr. Wyight for a number of years in the ana
maker orgamzation, and bhig vesnlis are anticipatod
from this team of hustlers,  Both My Briggs and My
Wright apre of English  descent, wit), an  extensive
Amerie
field

anexperience in the plano and playey plano

HOW TO PRICE GOODS,

In the November 1ssue of the Willinms®

cho, ™" a
little monthly magazine published by the R S, wil
liams & Sons Co., Ltd., for its dealers, there iy g very
illuminating and educational apticl on “How to priee
goods "' —y subject that is worthy of a gpreat deal of
attention, and the importance of which many dealeps
have not come to realize,

i full in this is
Sue, explaing why some dealers, thougl doing a splen

The article, whicl is reprodug

did business, ape loosing money, and gives an instane

of one deg

T Who inercased his profit many fold witl
out increasing his business simply through learning
how to price woods correctly,

\ copy of this number of the Williams* ** Bl
will he sent to any of the Music Trades readers on pe
quest, which should e addressed to the S, Williams
& Sons Co,, Ltd., of 45 Yonge Street, Toronto,

|
NEW MUsic TRADE FIRM,

Messes. I, Montagnes & Co., who considered e pros
peets in the musie business in Canada sufficiently hright
to warrant theip opening up here, haye temporary
offices and sample rooms at 424 Jarvis Street, Toronto.
The members of this firm state that the results of theip
canvass for husiness during the past seven months
have heen very encouragi

g, and that they wil) soon he
under the necessity of opening Up permanent wype
rooms,

One of theip specialtios will e orchestrions and
automatic playeps, they having the sole Canadian pe
presentation of the Ludwig Hupfeld factory of Leiy
An important transaction recently closed wil] place
$25.000 orchestrion in Toronto,

In addition to the Hupfeld ageney, other firms and
lines for whiel, | Montagnes & (o, have the sole (ana
dian representation, are Pay) Losehe, Leipzig, electrie
player pianos ; Herman Todt, ,\l;n-km-nl\n'-'lwu. violins ;
F. X, Huller, Graslitz, wind instruments ; Deutsche
Signal Instrumenten fabrik Pfretzschnep & Martin,

TRADES JOURNAL 53
Markneukivehen dohs.  Link, Weiss nfels,  drums
Hevold  Monnig Markneukirehon strings:  Gustay

Englehardt Leipzig, cases: 11 Forster & Leipzig

grand pithos; Hans Rolz, Graslitz, mouth harmonicas
mark *Mein Stolz

The firm have also under consideration the sile of
talking machines records and aceossories They have
already sold severy) millions of needjes, and while they
are n the meantime giving other lines theiy undivided

attention, the talking  maehing trade will also
seriously  considepsd Moessrs Montagnes & Co. om
phasize tha they are wholesals only, and will undep
no consideration sell 1o the consumer.

EDMONTG rikl'S NEW STORE.
The Journal is m receipt of this s spateh from
Edmonton, Alhepta With the completion  of the
alterations to theip Store on Jasper Avenu West, the

Masters Piano Company will have one of the finest
Musie stores in the West An addition of filty feet to
the former stop has just heen completed, whicl gives
mueh needed space 10 the store proper, and at the
Same time has allowed them to install & number of
salesrooms, s rooms are fitted as living roows,

thus affording the ntending purehager an opportunity
of judging the Appearance a partienlay Plano would
have in the home room. It also gives full scope to
Judge of the tone of the different mstruments

‘In the hasement are comfortahly furnished talk
g machine rooms, whepe

the patrons of the stores
may see and test the Various types, or sit in comfort
and hear the latest records

“Here, too, are the store room and the workshop
the workshop heing o plano factory ip mmiature, for i
IS cquipped to build o PIano if necessary \nother
feature of mterest is the Violin repair 1|-»|uu'lnn-m

‘One particularly interosting mstrument which th,
company received in stoek a few days ago is an or
chestra player,  This instrument is designed to take
the place of »

wular ovehesten in theatre wopk, These
IMstruments are pow I use in several of the American
theatres, and wij) o douht shortly hecome quite as
popular on this side of the lige, particularly iy the
Moving picture honses **

LANGUAGE S1UDY ON COLUMBIA
GRAFONOLAS,

In the last I8ste of the Journal appeared the an
nouncement of A, A Sehreibop, Toronto, of 4 course in
foreign languages The Music Supply (., Toronto,
NOW announce that fhey have taken ovep this business,
and will hepefpep carey: what should prove an jm-
portant feature of the talking machine husiness,

A number of dealors have already purchased pe.
cords for the Freneh and German courges, In view
of the inep asing numbers of persons who desire to
acquire a second or third language, this course shouid
he well eeeived. The set of records, with hooks, re
tails at £50.00, {hepe heing a discount to the trade that
makes this a profitahle line,

Dealers will do well to secure particuales of this
language course, ag in every community there are num.
bers of persons that can he considered live “prospects”’
for something of this nature,
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THE OTTO HIGEL
PLAYER ACTION

Higel Features to Remember:

Easily operated and expressive pedalling. Fiye point motor of unsur-
passed merit, Direct attack. Perfect control. Abundance of reserve

power and great flexibility, Capable of the most delicate Pianissimo to
the grandest Crescendo,

All parts are made to an exact standard, Every part is made under our
Own supervision in our own factory.

THE OTTO HIGEL CO., LIMITED

King and Bathurst Streets, TORONTO, CANADA
Manufacturers of SOLO-ARTIST RECORDS, Hand Played Music for Player Pianos

@@@@@@@@@&@@@&
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SUCCESSFUL FORT WILLIAM DEALER.

Mr. E. E. Nugent, of
of the Heintzman & ('
turned
other points

Fort William, Ont
branch in that city, has

after an absence of ten days in Toronto and

Mr. Nugent visits his firm’s headquarters

at least once a year, and always takes advantage of
such opportunities to call ou other dealers and ex
change experiences.  Phes interchanges of ideas he
finds interesting ax well us useful

Speaking of 1913 trade, Mr. Nugent stated that
Fort William and Port Arthur kept up well, in spite
of the mueh talked of adverse finanei conditions,
and he looks forward to a good year's trade for 1914
Last spring Mr. Nugent added an automobile 1o his

cquipment, and found it one of the hest

he has made

mvestments
it being a valuable
people to the store and say mg time for the salesmen
Mr. Nugent the Fort Willinm
newspapers as a prohable aldermanic candidate for the
local couneil,

adjunct in getting
was spoken of hy

but he declined the honor, hei

& unable
to spare from the business the time that sucl an office
would demand, My, Nugent IS a r
Canadian Music Trades
forward to its visits,

ar reader of
Journal, and r ularly

looks

INTERVIEWED MR, EDISON.

Mr. R. 8. Williams and Departmental
Edison Plant.
Mr. R. S Williams,

Managers Visit

president of the R 8. W illiams

& Sons (o, Ltd., has just returned from a visit to
New York, Accompanied by three of the depart
mental managers of his firm.  These wepe Mr. B. A
Trestrail, advertising  manager, Mr. Glen Peteh,

manager Edison wholesale ¢ partment, and Me. Joffpey

Ford, 'ma iph department

The party spent a day  at the plant in
Orange, NI, and wen fortunate in finding Mp. B
son, himself, free to give Their intey
view with the great mventor was naturally concerning
sound reproduction, and My,
phases of this combined
why the application of
proved reproduction, in order
the qualities of 4 voice, or tones from a musical instry
ment, hut the relative value of the
to the notes of another, as in the
tette.  The synchronization of
different instrumey

retail phonog

Mdison

them an hour

Edison explained many
art and seience.  He showed
selenee is necessary for im

to determine not only

notes of one singer
personnel of a quar.
different and
818 a feature upon which My, Edi
son made countless experiments, hefope putting out the
present high class Edison dise record

voices

The Toronto
ing plant, and w, e
saw and heard they
fited.

¢ oalso visited the Edison record
reatly

interested with what they

v a8 well as heing greatly hene

IN TREBLE CLEFF.
Included in the
house was g
Treble Clefr.
The shipping elork wants to know
it, or is he only a joker?'

order received by the wholesale
request for a “Tambourine Method in

“Did he mean
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TRADE NEWS,

Mr. James Martin, of Brampton

Ont., has heen

featuring small musical instrum nis at reduced prices
The R. 8. Williams & Sons Co,, Lud headguarters

in Toronto say that banjos have again come into theip
own, and the demand for them I8 Increasing vapidly

The Musie Supply Co., of Toronto, report the pe
sults of their efforts in distributing Columbia products

and Columbia Reng records to the dealers in Ontario

for the month of December last to be 50 per eent. in
advanee of December, 1912,

Mr. James G Merrick, sec retary of the Canadian
Piano & Organ Manufacturers’ \ssociation, has heen
clected chairman of Canadian Olympic  Associa
tion.  Mr, Mervick has always taken an active interest

m amateur athleties

On New Year's eve Mp John Alexander ( amphell

tenor of New York ( Yy, gave a recital in the theatre
of the Normal Sehool. Toronto, My Camphell was
assisted hy Mr, and Mps Jolin Adamson und a New
Seale Williams Plano, Louis design, was used

Mr, E. P Hawkins, who is well known to th
Canadian trade, has resigned his position as  salos
manager of the Fostep \ristrong  Division of the
American Piano Co., 1o become the viee president and
general manager of the Louismann Copen Co,

The business of T L. Lutkins, New York, who is

well known ag g specialist in fine loathers for piano

Lut
company s

player and organ work,

(' is 1o he known as T L.
kins, Ine

The capital stock of the new
$25.000, and the meorporators, M, |
Lutkins, and ¢ F. Brown

Mr. Arthur Baxter, of Nordheimer's Toronto staff,

Lutkins, T, 1,

recently suffered bereavement in the death of his
sister, Owing to this the first of the produe
tions by the Toronte Musical and  Dramatie Club,
which was to have taken place this month, and for
which rehearsals were in progress under My Jaxter’s
direction, has he n postponed

December was the largest cabinet month in the

history of Newhigging Cabinet Co,, Ltd., of Ham‘Iton

Their PEport was that husiness would run ahout 40 per

cent. higher than for December of 1912 “Does not
look like hard times, does it commented My, R, P
Newhigging, president of this fiem

The Music Supply Co., sole Ontario wholesaleps of

Columbia products gpe offering the trade
$100 * Loadep? type grafonola to the de
the hest

@ prize of a
aler who makes
to help the Columbia line.  The
of the Columbia €y S to he the

suggestion

manager

The Mason & Risch hranch at St Catharines, Ont,,
is oW under e management of My, B, Schreiner,
formerly of Hamilton. Ay Sehreiner is well versed in
the piano business, has had an excellont training, and
goes to St. Catharines With every confidence of making
 8uccess with the Mason & Risch line,

Among some

out-oftown dealeps noticed in To
ronto recently wepe Mp. Louis Bloch, Owen Sound ;
Me. T.J Barton, Brantford ; Thos. Anderson, Hami
ton: B, E. Nugent, Fort William . C Corbean, Re
@ina; 1, W Phinney, Halifax NS.: AL Garth

waite, Hamilton
Montreal

N. Coram, Rogina : William Clarkson,
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The newest wember on the staff of the Canadian
Vituphone Co., Ltd., Toronto, is Mr, Ernest Sharp
Mr. Sharpe commenced the New Yeur with this firm in
the road
connected with the
attracted to this line by the

capacity of man. Though not previously

talking machine business, he was
great possibilities that he
SeeN

Mr. Avmand N Heintzman, Viee-president of Gep
hard Heintzman, Lid, Toronto, is the lucky
owner in the piano trade
“wlentine’s day he
‘Nobby Tread*
tistics collected by the makers of * Nobby Tread
more people are bhorn on February 14 than on any
other day in the year.

motor
was horn on St
Dominion

Because he
was presented with g
tire for his cap, According to sta

" tires,

The management of the
headquarters in New York
result of negotiations with Marshall Fiold & Co., the
large departmental merchants of That firm
is adding » complete line of Columbia Grafonolas and
records,  Th
their talking machine department the finest of its kind
to he found anywhere,

Mr. Frank W, Bull,
linms Piano Co,, Ltd

Columbia Graphophone Co
I8 Justly elated over the

Chicago

Marshall Field cone opurpose making

seeretary-treasurer of the Wil
Mrs. Bull, spent

‘companied by

the first week of the New Year in Now York City
While there My, Bull oceupied his time in e¢lose observa
tion of trade conditions, and particularly  to  new
achievements of player piano « mstruction, My, Bull

feels highly gratified at the intepest taken and the
overtures made for the Meister-Touel player action

Mr. Robt, A, Fleming, the well known piano dealey
of Markham, Ont., and the wis
re-elected Reeve of that town by acelamation,  The
local papers spoke highly of Mp. Fleming’s work dur
ing the past year in the mterests of the citizens

The people of Aurora, Ont., reaflimed their con
fidence in Mp, 1. 11, M. Hulse, the well known local
music trades man hy again clecting him to their town
council for 1914,

Among the attractive calendars for the pew year
that the Journal gladly finds space
walls is one from the Neweombe Pigno Co, Ltd. The
subject of this is particularly appropriate for a piano
house, being reproduction of ** [loar 's Melody,™ o
pastel by Lester Ralph. My Ralph portr V8 @ vivaei
Ous young woman seated at » Plano playing ** Heapt 's
Melody ™ with hep o8 as well as upon the
Being the choiee of the Newcombe Piano (.,
doubtless playing upon a Newcombe ingtrument

Mr. Paul Hahn, the well known Toronte plano man,
Who organized the fiym of Paul Halin & (., Ltd., dur
ing the latter part of 1912, reports very satisfactory
trade, considering his Mr., Hahn
has heen oceupying somewhat limited quarteps at 750
Yonge Street, until his own store,
of the street could he completed
practically completed theip work, and M, Hahn hopes
to remove to his permanent store by January 15, Ag
already stated, he has local Mason & Hamlin ageney,
and is featuring Sherlock-Manning Jines,

Solo Player Piano (0., Ltd., i
tion in the music trade of (

son of a piano dealer,

for on it office

ivories

she is

temporary premises

on the opposite side
The contractors have

s the youngest corpora
anada,

This firm, with

TRADES JOURNAL

headquarters at Clinton, Ont., is capitalized at $40,-

000, **ty Manutacture, buy and sell player piano ae
tons, pianos, player pianos, organs, orchestrions and
other musien| Istruments, with stools, henehes and
other musieal aceessories and parts,”

The provisional divectors are the following in
vorporators, all of Clinton Paul von Rohl, Fped, J.
i, Harry boger, Thos, J MeNeil, and John W,
Moorc

The industrial viterprises of Bowmanville, Ont , dre
again back to theip regular husiness gait after holiday

mterruptions  and municipal  election excitement
18 the Dominion Organ & Piano Co.,
i few days for theiy
n
nt orders still on
Mr
who is a close
gradual

relgn demand

Chiel among these
Lad. "This fipm closed down for
annual stocktaking, Tiprovements to plant, ete
OPeRIng up again they reported suffic
hand to ki P the factory

running for some time
J. W, Alexands o president of the fipm,
student of financial questions, antic
mprovement in trade The f
for organs they find very satisfactory.

ites o

in Canada,

A feature of *Phe Christmas Echo' of London, was
a tull page pen and camera deseription of the Shep
lock-Manning ‘tory there.  Only

Y about
have London citizens realized the importance
of their eity iy Canada’s music trade industry, Sher
lock-Manning planos and players ape manufactured
under The workmen have uninter-
rupted light on al) sides of the buildings, and which,
With the higl ceilings, ensures 2 healthy atmosphere
for the men.  The plant lacks nothing in the way of
machinery that the firm consider is an advancement,
and that tends to 4 better product, Iy their purchase
of materials priceis always subservient to quality,

Mr. A L. Garthwaite,
hraneh in Hamilton,
fault to find with the
cember, he

sinee
three

pPiano  mam

this firm hegan loeal retail  bhusiness

years ag

ideal conditions,

Heintzman
when seen in Toronto, had no
state of trade in his city.  De-

manager of the

Was a first class month's business, es-
figures

satidl,

pecially in players and talking machines, 7T)
he cited as his receipts for one week in e ords and
needles were an amount that emphasizes the value of
ving as complete o stock as possible,  Mp, Garth-
waite also volunteered the opinion that there was still
plenty of scope to improve the player voll vetail situa.
tion. e expressed the heliof that price maintenanee
in music rolls was essential to good Hing methods,
and placed the ponsibility for ceing that prices
maintained with the roll manufacturers,

The friends and customers of Musie Supply Co.,
Toronto, who are the Ontario distributors of Columbia
in receipt of very practieal evidence of that
firm’s good wishes for a happy Christmas and a pros-
perous New Y Their “note’* explaining  theip
sentiments was encloged in a genuine moroceo pocket
wallet and card case, The name of each person receiy.
ing this was embho, Lin gold. On the outside of the
Was stamped in gold one of the Columbia trade

The gift, useful, well made and of good ma-
S, 08 appreciated by everyone receiving it. The
wallets wipe supplied by the Sharkey Novelty Co., Mail
Blde., Toronto, who have supplied many advertising
novelties for the musie trades,

were

lines, are

purse
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PIANO MAN SELLS ovuT.

Mr. W, P. Blair, of St Catharines, Ont, one of the

alers in thie Ning

posed of his husiness 1o Me, 1. 11

ra Peninsula, has dis

oldest musie ¢
\very of that ity
onuected with the O
tawa branch of Willis & Co, Ltd., was more recently

in charge of the Mason & Riseh braneh at St. Cathay

Mr. Avery who was formerly

mes. Mr, Blair had the local agency of Heintzman
lines, and also handled Martin-Opme and Mendelssohn
makes,  The Journal understands that My \very will
have the Knabe and Willis agencies, My Blair's pur

POSE 18 Lo retire from active business

WINNIPEG FIRM To HAVE NEW STORE,

In the Winnipeg Letop m this issue is vecorded 1
fact that the Winnipeg Piano Co. have leased new
premises at the corner of Portage Ave. and Hargrave
Street.  This store is Just opposite the .. J, 11
Co. store, and i
Eaton (o
or a bloek and a half from the Winnipeg Piang (o s

wan
ally across the street from The T
The corner is five hlo ks from Maip Street,

present store, which js located in the eentr of the
bloek

The premises taken by Winnipeg Piano (' have
a frontage of 40 feet on Portage Ave, and a depth of
121 feet to a lane, The entire frontage on hotl streets
is of plate glass There is a ful) sized  basement,
floored throughout The alterations now under way
czanine floor, which will he devoted to the
phonograph department, this firm heing distributors of
Columbia Graphophone Co.’s lines The offices will he
located on the ground floor, whepe will he the piano
and player show rooms,

Mr. W, Smith, son of Mr. John Swmith of this
firm, and who is an active member of tlhe staff, has pre
pared plans and drawings for the alterations, proving
himself quite an efficient architeet

Consolidated Musie Stores, 1ad
have seeured premises
building for their musie
business

include a me

s understood,

in the Winnipeg Piano (.’

al merehandise and sheet musie

PLAYER AND PLAYER MusIc TRADE.

With the exception of a feow days at the b nuning
of the New Year the hig manufactory of the Otte
Higel Co,, Ltd., Toronto, has continued to puy without
mterruption in the various departments, The s
business has proved quite satisfs ‘tory to the 3
ment, and beyond “xpectations.  The annual duty of
stocktaking was one of the January accomplishments
at the factory,

The announcement of hand recorded music  fop
player pianos, by the Otto Higel Co., was received with
favor in the trade, and the de ision to place *“Solo-
Artist Records,” g this music will he known, on the
market at fixed prices, is generally approved. The
growth of player trade, and the consequent increase in
demand for player musie, emphasizes more than ever
the folly of the policy, so widely prevalent, of (is.
tributing player musie at any price, regardless of
profits. Pregent indications ape toward a still greater
increase in the Proportion of player pianos to be de.
manded this year,
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UNITED STATES ITEMS BOILED DOwN FOR
BUSY READERS,
\n estimat, places the value of tusical instruments
and supplies wan i tured in New York at 95 316,000
The Chicago Tribune estimates the value of the pro
duction of wusicg) mstruments in that ity for last
year to he $48.8 000, or an nercase of $4 150,000 over
1912

It s announeed that Happy Lander, whos songs

are now being pecordod on Edison dise p ords, has

Just closed a Glasgow engg

ement at €1,125 per wook

Harey Lauder JUSE recently began his SIXth American
tour at the Casino in Now York
Jo AL Pavnha, well known to many in the Capg

dian trade, who for the past seven years has heen con

neeted with Hardman Peck & Co., has resigned from
that  firm to hecome  viee president  of  Kaollop &
Campel)

\ recent decision of the United Statos Court of
\ppeals cong erning the right of manufacturers 1o fix
prices at which theip commodities shall he retailed, iy
in line with g4 Judgment of the United Stafes Supreme
Court to the effect that the manufacturer of 4 patented
or copyrighted article cannot fix the retail price The
latest decision is in connection with u spi brought by
the Waltham Wateh (o agamst a jewelry fipm, to pre.
vent their selling the watches at less than advertised
or established prices, ) courts decided agninst )0
company,

The United States Mano trade is very wyel in

in the progress of what appears to he 5
government solution of the illegitimate steneil proposi
tion.  Congress is to take up at the pres

Nt session the
enactment of legislation that will aim te prevent fraud
in interstate commeree, and that wi) seek to aceom
plish it by compelling very manufacturer o con
spicuoushy place his name or label on every manufae
tured produet shipped from his factory,  Though the
proposed law was not agitated hy the Prano trade, it
is stated that pianos form one of the lines directly
aimed at, A Special committee hag been formed to
handle the question, and piang manufacturers gand
dealers ape being given an opportunity 1o present theip
views

Congressman Campbell, whe mtroduced the b,

specifically reforped to Planos as ap example of looge
merchandising methods, e emphasized the injury
done 4 customer when the latter is persuaded to buy
a piano "iust as good*’ U8 one costing twice g mueh,
which does not giy

ervice, and on whicl, jg nothing to
show its place of origin,

by

Company of Chicago, UBSA. The above invention ig for sale or
use at reasonable Price. John H, Hendry, Bank of Hamilton
Chambers, Hamilton, Canada,

Manufacturers! Dealers! Tuners!
Yellow Ivory Keys Made White as Snow

~Caplan's Patent Ivory Poligh will doit. Sampley
50 cts. and $1 ( dollar Size will  whiten four sets of
Piano keys). For further particulars write to

HENRY CAPLAN, 49 Sherman Ave,, Jersey City, N.J., UsaA
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LOOSE
KEYS  ACTIONS

“In Constant Use They Wear for Years”

The Ivory in these Keys is of These Actions make as little
guaranteed grade and skilfully work as is possible for the
matched. repair man.

IR AN NS
il ll'l'l'!l!!'h!lil':hl‘“‘,\a.!

The very high standard attained and maintained by Loose Actions
and Keys is in great measure due to the fact that each step of their manu-
facture is accomplished under the constant supervision of a master action
andlkey maker.
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J. M. LOOSE iwm

; ESTABLISHED OVER 25 YEARS.

CARLAW AVE. - - TORONTO
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TRADE NEWS,
Mre. A, Windsor, supevintendent of the Karn Morris

Co., Listowel the Wood

Wils a visitor at head officee
during the

Geo, 1
Steinway

in New

minda

stock holidays
Suckling

the

Edwonton, representative  of
Nordheimer
spend o
returning to Kdmonton

Aecording to a cabl dispateh Mme, Lillian Nordica
Is seriously il at Queensland as a result of the strain
she underwent in the grounding of the Duteh steamer
sman near Thursday Island, in the Guif of Papua
Woodstock, agent Bell
Gerhard Heintzman, and Mason & Riseh lines, received
the third
election

and
York

hefor

house of

will

I8 at present

and short time in Ber

Robert: Montgomery for

largest

for 1914
Industrial City

Mark Paul, gencral agent for the Wright Piano Co.,

at Woodstock, received the largest number of votes for

number of votes at the aldermanic

Boh is a general favorite in the

tions,

alderman at the Jannary ele Mark is a hustler
and is mueh interested in Woodstock's progress in
dustrially and otherwise,

The assignment of Weatherburn & Gliddon, 313
Yonge Street, Toronto, to N. L. Martin & Co., is an
nounced. Under the ownership of Mr. Joseph Gliddon,
this firm has for many years specialized in band in-
struments and musical merchandise,  They oceupied
premises in the store of the Mulholland-Neweombe Co.,
Litd

As the results of financial worry and other troubles,
Chas. Cameron of Toronto, took his own life on the
morning of January 10, by hanging. Mr. Cameron
who was a moulder by trade, had taken a $3.000 in
terest in the Blundall Piano Co. before that firm sold
ont. To seeure this interest, it is stated, he mortgaged
his home, a place valued at $12,000

Sterling Actions & Keys, Ltd,,
ports of trade,

give favorahle v
nd though this firm does not expect
to see an immediate return of the rush that char
ized business for 1912, they are favorahly
with the outlook
dicates an inereased use of the player piano for the
present

Their player action department i

year,

\ Daughter of the Vikings'* is reproduced on an
attractive calendar sent to the trade, with the compli-
ments of the Newhigging Cabinet Co., Ltd., Hamilton
Music dealers who have not rveceived a copy should
drop a postal vequesting one,  When in Toronto this
month Mr, R. P, Newhigging, head of this firm. spoke
most enthusiastically of trade results in eabinets for
records and musie rolls, and looks forward to great de-
velopment in the talking machine business,

The Glendon Piano Co., Toronto, who took on the
local ageney for Phonolas, the line of talking machines
manufactured by Pollock Mfg. Co., Ltd., of Berlin, re-
ports a most pleasing Christmas trade in these. Mr.
Glendon’s only complaint was inability to secure a suffi-
cient supply. The Pollock Mfg. Co. are making ar-
rangements to materially inerease their output, and the
trade is also expecting from this firm an early an-
nouncement concerning a new line of dise records.

Mr. J. M. Loose, head of the firm of J. M. Loose &
Sons, Ltd, key and action manufacturers, Toronto,
accompanied by Miss Loose, is absent on the firet
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holidays he has had for twenty-five and

Miss Loose left for the Southern States and expect to

years. My

be absent several weeks, The business is in the offi
clent chavge of the other wembers of the fiem, Messes
Jos. jr. and L. 1L Loose. The factory is running full
time, and Messes, Loose report business wueh hetter
than indications carly in the season led them to « Npeet

Mr. € €0 Durgin, of the 13, | Waood Musie Co

Boston, was smong January visitors to the Toronto and

Hamilton sheet wmusie dealers Business is all right,”’

said e hut of course money is tight, Was ther
ever d time when it wasn 't Mr. Durgin has a warm
regard for the Canadian trade, among whom he has

many personal fricnds

A DISREPUTABLE PRACTICE.

A Philadelphia correspondent to the Music Trade

Review of New York writes of a condition that
been referved to in the Journal more than onee

has
For
tunately for the Canadian trade our piano salesmen, as

a class, are above any action such as is here referred

nd yet isolated cases are oceasionally complained of
The writer mentioned above savs The report has
cropped out again this week that 1 peferred to som

fime ago of the helief among piano men that there is o
l‘llll\'lll'.’u'.\ atoot among som
O

of the salesmen of selling
prospects of the firms here canght a man selling
prospects the past week, and they immediately fired
him. Did he suffer any inconvenienee?! No.  Another
with his prospects.  And then
certain piano men wonder why there is dishonesty in
the piano business

firm took him right in

All the dealers should get together
and root out this evil; and the Piano Trade Associa
tion conld do no hetter thing than to tuke this subject
in hand and have every de

' who finds a dishonest
man of this character notify the seeretary of the asso
ciation and have him blacklisted. This wonld stop the

practice, There are a elique of piano

and ver,

quickly
salesmen in this city to-day who are selling prospects,
Root them out. There are piano men in this city who

are trying to huy underhand
cently | of a
a certain firm had of seeuring prospects on the

first floor of their establishment

prospects in an way.

They should be exposed. R was told

seheme
A young lady had
these prospeets in charge, and a piano man approached
her with a proffer of good money if she would turn
them over to his coneern,”

NEW HORNLESS VITAPHONE.

In this issue the Canadian Vitaphone Co., Ltd.,
Toronto, announce still another member of the Vita
phone family. This is their Style 40, to retail at $40,
being a eabinet machine with with the
various other Vitaphone features. 1t has the wooden’
tone arm, used exclusively in this make, and plays all
makes of dise records. whether side-groove or up and
down recording.
sion or mahogany

Mr. W. R. Fosdick, manager of the Canadian Vita
phone Co.. Ltd. expresses himself well pleased with
the interest of the trade in his line, and is ar ranging
for an output that will make
always possihle

Number 40 is in golden o

mis-

immediate deliveries
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DEATH OF MR. WILLIAM CROSS.
Valued Member of Mendelssohn Piano Co. Staff.

In the death of Mr. William Cross. on Saturday,
January 10, a life oronto, the Men-
delssohn Piano Co., of this city, loses a highly valued
and efficient member of its manufacturing staff, The
late Mr. Cross was to Mr. Henry Durke, proprietor of
the Mendelssohn Piano Co.. more than an employee, be-
ing his right hand wan in the factory for the past
sixteen years, during all of which period they were

ng resident of T

warm personal friends

The trade of the deceased gentleman was fine tun-
ing and tone regulating, but he had a valuable gen
eral knowledge of all branches of piano manufacture
He was efficient and dependable, and until prevented
by illness was always at his place, cheerfully perform
ing all duties allotted to him, and neglecting nothing,
though it might mean toiling for hours after the re
gular closing time of the plant

Among the workmen about him Mr. Cross had a
remarkable influence by reason of his high ideals and
elean life.  Though never parading his Christianity,
to come in contact with him was to realize the genuine
ness of it. e was an active church and Sunday sehool
worker in Clinton St. Methodist Chureh

Deceased’s illness extended over a period of nearly
a year, and for nine weeks he lay in the Victoria Me-
morial Hospital, and though he had the best medical
attention obtainable, it was seen that a serious opera-
tion could not be avoided. At times he suffered the
most excrutiating torture from a malignant tumor,
‘h eventually cansed his death at the age of fifty-
eight years. Besides a widow, Mr, Cross leaves five
sons and one daughter. Mr. Durke and Mr. John Wes
ley, accountant of the Mendelssohn Piano Co., in their
remarks of deceased. pay the highest tribute to the
memory of one for whom they had the deepest respect
and affection.  Prompted by his warm interest in de-
ceased, Mr. Durke was a constant visitor at his bed
side during his illness
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GERVANGELINE'S PROGRESS.
Mrs. Briggs was no exception to the general rule
She believed implicitly in the heaven-sent genius of
her offspring—and there were five of them

Above all, w
horn to charm the best audiences by her
playing

s she cenvineed that Gervangcline was
gift for piano

So at the age of ten Gervangeline was sent twice a
week to the expensive academy of Herr Poppanfizzel

At the end of the first term the proud mother ealled
on the great man, in order to give him an opportunity
of holding forth on Gervangeline'’s genius Said
she

“Now, professor, how long will it be before my
daughter is a

Iy great pianist !
Here Poppantizzel thought for a few minutes. At
last
“Dot is a ding imbossible 1o dell.”” said h
“How’s that?"" said Mrs. Briggs, in a mother-
fighting-for-her-young sort of voice, **I'm sure she has
the necessary qualifieations, hasn't she now?”
“Vell, matam.” said the professor, *‘she haf two
hands!”*

Established 1852 Call Telophone M, 55

Musician’s Demands

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

CHAS. LAVALLEE

el e e
1NV ork & Sons, of Grand Rapids. Mich

35 St. Lambert Hill - Montreal

MESSRS.
BOSWORTH @ CO.

Beg 1 inform the Profession and Trade that they have, with the ex
tion of a few items disposed of at the recent Sale, purchased the Ca
logrue and Publishing Business of Mussks

WICKINS @ CO.

8. Boswoutn & Co. have therefore acquired, among the 3,000
he following, which have a large Sale, especially in the

RAPID PIANOFORTE TUTOR,
RAPID VIOLIN TUTOR.
HEMY'S ROYAL PIANOFORTE ']
DR. ALLUM'S SCALES.
GROSVENOR MUSIC BOOKS,
ANTHEMS. “SUNBEAM" MUSIC BOOKS
VIOLIN MUSIC BOOKS, Erc.

The Copyrights of the STEINGRAEBER EDITION and the FOX
MUSIC PUBLISHING CO. were also recently acquired.

Sole Agents for Canada
MUSGRAVE BROS. @ DAVIES
114-115 Stair Bldg., Bay St. TORONTO

When you want Sheet or Book Music
Keep Our Publications in Mind

THEY don't stay on your shelves—they
sell. People ask for them. Dealers should

keep a good range of our numbers ready to

fll orders promptly. That's the way to make

the most of the sheet music department.

t of New Songs a

ent on request o
actory references.

We are constantly
English vocalists,  C:
proval on receipt of sa

& by the leading
pusic sent on ape

Bole Agents for Edwin Ashdown, Ltd., Enoch & Sons,
Elkin & Co, Leonard & Co., and other English  houses.

Anglo-Canadian Music Publishers’
Association, Limited
(Ashdown's Music Store)
144 Victoria St. - - Toronto




CANADIAN MUSIC TRADES JOURNAL

H OUSEHOLDERS of wealth and critical tastes
i select Gerhard Heintzman pianos and pplayer

pianos—not because they are the most ex-

pensive but because money cannot secure better ones.
Constructed according to the highest principles, and all

govened by a Master Mind for the past half century
has placed the

Gerhard Heintzman

where it is to-day—

Canada’s Best Piano

Dealers have in the Gerhard Heintzman player
piano a splendid opportunity of putting within the reach
of every home in their respective teritories the means
of attaining an intimate knowledge of the world's best music.

GERHARD HEINTZMAN

LIMITED

TORONTO - - . CANADA

FACTORY HEAD OFFICE

75 Sherbourne St. 41-43 Queen St. West
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During November, we placed this adver-
tisement in the Toronto papers :

“To own a Mason & Risch
Piano is to possess The Best
Piano Built.”

Mason & Risch, Limited

We did not evolve this sentence out of our inner consciousness,
adopt it as a Slogan, and then through persistent reiteration try to
convince others and ourselves of its truthfulness, BUT —

“‘often hearing it applied to the instruments of our make by
musical colleges, musicians of note and others having an
intelligen! knowledge of what a Piano should be, we simply
adopted it, and it therefore reflects I/]eamion of others,
and is no! a mere stafement on our part.”

And so it's worth remembering that when you sell a Mason
& Risch Piano, you sell “ The Best Piano Built.”

| MASON & RISCH Limited, Toronto




