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The most significant
trade-mark in the world
of music == == ==

What do the two tied music notes mean to
you as a dealer?

Musical sounds—that's what they meant,
and that's all they meant, until we put
Columbia on them and then put them on
Columbia products.

Soundness—that's what they mean right
now: merchandising soundness—soundness of
manufacturing method, soundness of selling
policy.

The Columbia twin music-note, trade-
mark, this prosperous month of October, 1916,
stands for prestige—prestige of dealer and
manufacturer, in equal quantities, on equal
terms.

We don't need to tell you to keep your
eye on it—you have unmistakably been doing
it.

Columbia Graphophone Co.
365 Sorauren Ave, TORONTO
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The MartinQrme

is a personal piano

S the famous violins of Stradivari, or the
furniture of Sheraton and Hepplewhite,

are personal, so are the pianos of Owain
Martin, the inventor of the * Violoform."

Every Martin-Orme piano is built under the personal
supervision of this master piano builder. Each re-
ceives its final inspection and

** voicing "' from his own hand.

The Martin-Orme

Company could save

thousands of dollars a

year by producing an im-

personal piano-—- built in

large numbers by mach-

inery. But such an in-

strument could never be

worthy of the personal

pride taken in the excel-

A Recognized Genius  lence of the Martin-Orme.
This instrument, under the guidance of a recog-
nized genius of piano construction, is the handicraft
of artisans who have proved their fitness in the
special branch in which each is engaged. The use
of machinery is limited to the tasks wherein machin-
ery can obviously excel. Expert hand labor is the
basis of the construction of the Martin-Orme.
Martin-Orme tone lives. Years cannot mar its

charm. Itis the result of a life of study of the theory
and practice of acoustics and construction.

We are interested in hearing from dealers in open
territory.

Let us send you a catalogue which differs somewhat
from the ordinary.

The Martin-Orme Piano Co., Limited
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The Gourlay Piann

MAGIC

IN A NAME

Names there are which will recall to your mind

achievements that stand out in their own

class.

Turner means to you all that is rich and won-
derful in the world of color. Chippendale
means all that is charming in the furniture-
craft. Pheidias all that is great in sculpture.
And Gourlay—Gourlay will bring to your
mind the magic of rich, inspiring music.
Magic you'll find in the artistic symmetry of its
design. And more than magic you will dis-

cover in the enduring perfection of its tone.

Gourlay, Winter & Leeming

LIMITED

% Eu of !tﬂlr;ﬂb

Copyright R

188 Yonge Street
TORONTO
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@ As Canada Continues to
Develop Musically

the already large place that KARN
and MORRIS pianos hold nation-
ally is bound to become larger.
This must mean an ever-increasing
sale for these leading makes, which
in turn must mean more business
for KARN representatives.

At the present time KARN and
MORRIS pianos are being readily
bought, and every indication points
to a good fall turnover for the
piano dealers of this country.

We would appreciate a chance
to get down to quotations. Will
you let us do that? We can pro-
mise figures that will interest you
—and the quality is always a fea-
ture of our goods.

The Morris Piano
The earlier you get a
Karn Player on display and
demonstrate it the better it

will be for your Fall and
Winter trade.

o

The
KARN-MORRIS
Piano & Organ
Co., Limited

Head Office
WOODSTOCK, - ONTARIO

Factories

WOODSTOCK and LISTOWEL

The Karn Piano J
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LESAGE PLAYER, Siyle Louis XV

A. LEsAGE

Established in 1891

ST. THERESE - QUE.

Manufacturer of Pianos and Players of the very finest grade

LESAGE Tone, and the
Child’s PianoPractice

The piano is no better than its tone. Musi-
cal tone is not in ivory keys, strings, ham-
mers, sounding boards or actions; but
chiefly in the right quality of that material,
in all these and other parts each adjusted
with exquisite delicacy

“LESAGE" pianos are in the very first rank
for tone—pure, music ally exact, and lasting.

Now is the time to interest parents in the
musical education of their children. The
evenings are long for the boys and girls to
practice. Every mother wants her children
to play, so that here is a splendid field to
build up piano sales on a firm basis,

You cannot sell a more pleasing piano than
the “LESAGE"—you guarantee complete
satisfaction to your customer, and your own
profit is a good one

The Two Sides to

ONSDALE

ERE is a distinct attraction in the piano
H business. On one side the LLONS-
DALE retail proposition means a
piano that to demonstrate is to sell—and to
sell is to please, and to satisfy,
On the reverse side is square treatment,
generous margin, co-operation, and moderate
prices,
Either side is outside!
Either side is inside!
Both sides touch your success closely. Small
wonder then that our factory is working nights

in an endeavor to keep our order fyles clear.

You know the moral—

Get posted on LONSDALE

STYLE E

Lonsdale Piang Co.
ToRONTO.
Manufacturers of the
Highest Grade Upright and
Player Pianos
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| THE PIANO ACTION

When the piano case has become worn and shabby,
checked and scarred after a generation of use the action
should still play with all its original regularity, evenness,
elasticity and power. If built as it should be it will con-
tinue to do blameless work indefinitely. Such is the Otto
Higel Piano Action.

Unreasonable performance is invariably expected of
the action, and it is that ever-present possibility of excessive
use that the Otto Higel Action is built to outlast. The
Otto Higel Action has strength, resiliency and durability
far in excess of any demands of performance or climate
that can be put upon it in piano service. The Otto Higel
Piano Action in constant use in every part of the civilized
world is the proof positive of permanent, efficient service.

But it is in the player piano that the action carries the
“peak load.” To every member of the household the
player piano is available, and of it is expected unbroken
service under the heavy pedalling of the powerful man,

the erratic and irregular performance of the boy or girl,
and the deft and delicate touch of the feminine foot. In
the player the piano action is put to the supreme test of
endurance. It is here that the extra quality, stamina and
the even balance of the Otto Higel Action is particularly
appreciated. It never disappoints in repetition and in
demonstration of piano or player the Otto Higel Action
can be depended upon in the most exacting test of repeti-
tion, runs, arpeggios and trills.

To manufacture and market pianos and player pianos
built with the Otto Higel Piano Action is the one “safety
first” measure for maker, retailer, and consumer.

The Otto Higel Co., Limited

Toronto , K xd ~— Canada

T U —
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GE. W. STONEMAN & (0.
PIANO VENEERS

Maryland Walnut

The new walnut with the figure
and soundness of Ameri in
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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Doherty Pianos are Quick Sellers

“Don’t buy goods that will sell slowly and
uncertainly just because you can buy them
at a low price. Consider saleability before
you consider price.”
This is an experienced man's advice on buying, and it points out concisely one of the
main ways in which DOHERTY instruments are profitable to handle.
They keep moving so that you can turn your stock over frequently. Three important
things make this possible :
Ist. The consistently pure, melodious tone of the Doherty never fails to make the
desirable favorable impression upon all who hear it.
2nd. The dainty yet substantial appearance of our case designs with their beautiful
finish make the Doherty a credit to any home, no matter how elaborate.
3rd. The old established firm, dating back to 1875, is in itself a guarantee that its pro-
ducts are of the highest order.

Is that not a line worth pushing?

Liano L

Established HEAD OFFICE and FACTORY Over 70,000

1875 CL[NTON H ONTAR]O Doherty Owners
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Thomas YPipe Tone
Single Manual
Keed Organ

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

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

We shall be pleased to send
specifications and price on re-
quest,

Symphony Model

—Thomas Organ & Piann o, wooosroex onr S——

The House that Stanley Built

Established 1896
THE NAME THE PIANO THE RECORD
Historically British Highest grade only 5,000 in use

a good old name

STANLEY

TORONTO

Stanley Players pioneered the way in 1906 and to-day
pioneer the way to right prices with latest aluminum actions,

WRITE NOW-—Get after the player trade—IT PAYS
241 Yonge St. - Toronto, Canada
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‘“Modern business is the simple game of dominoes with a college
education,” says Elbert Hubbard

You Dealers are in the Modern Business Game. You

have the Experience. The winning Dominoes are—

UNIVERSAL PLAYER ROLLS

Try this Hand for October :

tadosi L]
ubbell 120
Meyer

ox Tr i
t he He My Mother

Theve. . ..M folnson & ¥
ROSTYLE-THEMODIST (88-note)
Flyer.  Fox Trot Mediey

fr
MET!
916 A-High

4 \lmost Home
02006 A-Kippler.  One

K. Wilson $1.2¢

The New Metrostyle-Themodist and Metro-Art July, 1916,
Supplementary Catalog is now ready for distribution. How
many can you use among player owners in your district ?

The Universal Music Co.

The oldest and largest Music Roll Company in the world
29 WEST 42nd STREET, NEW YORK
CANADIAN BRANCH 10',; SHUTER STREET, TORONTO
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——C. F. GOEPEL & COMPANY

137 East 13 Street SUPPLIERS OF New York
High Grade Commodities

TO THE

PIANO «w PLAYER TRADE

©

Player Accessories. Felts, Cloths,

Iracker Bars, Transmissions, Brass and P h'

Rubber Tubing, Rubber Matting for unchings

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

Leather

Imported French and also Domestic
Bushing  Cloth Hammers

Send inquiries, accompanied by Samples, for
Prices, stating Quantities required.

Soliciling MANUFACTURERS' TRADE ONLY, not Dealers, Repairers, etc,

To Build a Piano

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

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

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

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

o 4 that now—this month, is the time for you
The Cl'alg Plano Company to take up the matter with us. We can

Established 1856 come to terms with responsible agents
Manufacturers of all Styles of Pianos and Players wanting a clean, - straightforward S
proposition,

Montreal - - Canada
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Co-operation with
the dealer

is with us as important as our efforts to
make our piano the Best of a"-
We work in complete harmony with
our friends in the trade but we have a
natural desire to make new acquaint
ances, leading to new business friend

ships.

Foster-Armstrong Co.,

Limited
Head Office:

4 Queen St. E. - TORONTO
J. W. WOODNAM, General Manager

E. BIRCH, J. BETZNER,
Factory Superintendent Accountant

New Louis XV, Haines Bros. Player

W

|
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Music Cabinets

Piano Benches

Player Benches

Piano Stools

S ] ] [—— =] ——l ——=] ]

==

Che Goderich Organ Co., L,

Goderich

Canada

REED ORGANS

Selling more than ever from Coast to
Coast.—The Favorite Everywhere.—
Send for Catalogue and Price List.—
Special designs of Cases made for
large dealers, with name on, of firm
requiring these.

S E = —— = —— 0= —Jlo[—]
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MATERIALS FOR Q

PIANO MANUFACTUR ERS

PINS, WIRE, FELTS, CLOTHS, PUN( HINGS, HIN

GES, PEDALS AND GENERA PIANO HARDWAR}
CORRESPONDENCE Isviten
HAM )IAC"]‘:“. SCHLEMM ER & com PANY
NEwW YORK, since IS8
4th AVENUE and 13th STREET

—

Leave Your Piano Cases
To Us

Don't worry over Your case department, You
have troubles enough getting help se those men §
for other work and let Brantford make your cases
You then know your cost to o cent and it saves ;
ing up capital.  We can submit designs or work 8
from your own draw s, (3
\

Brantford Piano Case Co., Ltd.

S. PHELPS, President and Ge a
give you perfect satisfaction LPS. Py * a0d General Manager

record, player roll and sheet BRANTFORD - - CANADA

We can also
'n piano benches,
music cabinets,

Newcombe Pianos and Players

ITH a past dating back to 1870,
W the Newcombe product of to-
day embodies all the musical
!mprovements and mechanical ad-
vancements that make for a_ strictly
high-grade piano of the “Leader”
class.

The Newcombe agency offers to you as
a business man a sound proposition
UPon generous terms, |f this line is
not being handled in your territory we
can talk business to your advantage,

And remrmber—only Newcombe
Pianos are equipped with the “Howard
Patent Straining Rods' which counter-
act the great strain of the Strings,
giving strength to the Pianos, and by
relieving the immense strain on the
strings they make a better tone pos-
sible.

N E w C o M B E HEAD OFFICE, 359 YONGE STREET

PIANO CO., LIMITED “”°¥I,’.{f,’;il,f"“c‘f,’f{’;[_""“‘
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OUR AIM IS

Qur reputation has been made

In the Manufacture of

| Piano Hammers and Strings

PERFECTION

and is being maintained by supplying

Hammers and Strings of the highest quality for the Canadian ‘I'rade.

risd D. M. BEST & CO.

455 King Street, West, TORONTO

Sole Agents in Canada for

FELTS
E. V. Naish Felts, Made in England
SOLE AGENTS IN CANADA FOR These goc e the “last word” in
2 5 the felt market. They are positively

the most even and finest quality

procurable,

E. V. NAISH FELTS
WILTON. ENGLAND

The celebrated Latch & Batchelor
English wire, which is unexceiled by
any other for perfectness in tone and

uniformity in every particular

WIRE

Wright—

Style 65

That name on a piano is another way of saying “The Leader.”

Order design 65, here illustrated. It is one of
those splendid combinations of style, merchan-
dise and value which have made the name
WRIGHT stand for “Leader" pianos.

Order this instrument and secure a seller—a
profitable prestige promoter.

Our dealers know that from raw materials to
shipment an unremitting care is exercised in
the production of WRIGHT Pianos.

When you order WRIGHT Pianos you can
~—-—depend upon them now.
~———depend upon them later.
——depend updn them always.

The unlimited guarantee assures this,

Wright Piano Co., Limited

STRATHROY
ONTARIO

,\
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Bohne Piano Hammers and Strings

O
4%' 40# For over 33 years—a generation—the management
of this firm has been engaged in the hammer indus-
try, 25 years of which have been spent in making
high-grade hammers for Canadian pianos,

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

REG. service,

If you think of the finest Cana. Our string department, added early in 1913, is con-
dian hammers and strings every forming to the same policy, which policy, and none
time you see this trade-mark, you other is ever linked up with the name of Bohne
will be impressed with  the & C
strength of our registered trade- o~
"ltlrk
W. Bohne & Co.
516 Richmond St. W. TORONTO, CANADA

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

The Door That Opens to Confidence ls No Secret

Door—It is the

Commonsense Plan of
selling the highest quality
at a reasonable price,

Evans Bros. Pianos and Players
enableyou toestablishconfidence

Without these nstruments in your store and
on display, you are handicapped for your
best sales results. Let ¢ e Evans Bros. line
help you stop the leakage through lost sales.
Many people hesitate just now to invest what
to them is a large sum in view of war con
ditions, they are inclined to let the getting
of a Piano wait. With an Evans Bros. Piano
at hand, you can show what unsurpassed
quality can be had for a really very moderate
outlay.

With an Evans Bros Player you have a

Evans Bros. Piano and
M'F'G. COMPANY, LIMITED
Ingersoll - O i

. 0 et

1
1
4
3
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o

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

This is the oldest piano supply manufacturing house in
Canada and the products of this factory have a reputation for
durable service that dates back to the delivery of the first action.

The Sterling Individual Brass Flange Action
has strength and durability above the requirements that will be
put upon it. In the event of a repair being necessary the work
is done easily and quickly. This action is especially adapted to
meet the extra work put on the action of a player piano.

For less costly instruments the Sterling ordinary wood flange
action will be found to possess all the advantages of high class
materials and accuracy in workmanship.

Nothing but the best ivory, nothing but the
most skillful matching, nothing but the most
competent workmanship goes into “Sterling”
Keys.

They are made “right” in every detail and do
credit to the highest grade Canadian pianos

Sterling Actions & Keys

LIMITED
Noble Street : Toronto, Canada

B e Bobir

o A e e
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Oct. 16th to 21st is Edison

Do you know that over 600,000
people are now employed in indus
tries founded by Thomas A. Edison?
Next week is being observed by
many of these industries in recogni-
tion of Mr. Edison's scientific achieve-

ments,

We observe the week in our retail
department by giving an Edison re-
cital every day at our store and also
by making it possible for a certain
number of people in this community

to compete in the

$1,000 Prize Contest

for the best descriptions of the enjoyment and
musical education derived in the home from Mr.
Edison’s favorite and probably greatest invention

What are YOU Planning to do?

What are you Edison dealers planning to do to celebrate Edison Week? One thousand
dollars in cash prizes are not offered every day of the year. So give the people of your
town a chance to compete—both owners and those who hear

Zhe NEW EDISON

at your store or on trial. Don't deprive anyone of the chance of competing merely because
you run out of entry blanks, or they don't arrive i time. Take the name and address of
the person competing, put down where he heard the NEW EDISON, and have him for-

ward this information along with his manuscript (not (o exceed 200 words in length), to
Edison Week Prize Contest,

THOMAS A. EDISON, Inc. . Orange, N.J.

THE W] LLIAMS 50N 0

RS. LIMITED.

WINNIPEG CALGARY MONTREAL TORONTO

S JENPPNSY
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British War Minister Advocates Music Festival
Even in War Times.

Recognition of Music Being a Necessity Will Put
Musical Instrument Selling on a Hi

er Plane.

EN in the street who choose to eriticize the Cana

dian publiec for their present-day extravagances,
making use of the way in which people are buying
player pianos and talking machines to illusteate their
contentions, are wrong.  Officers of our great finaneial
institutions, who in urging people to economize, con-
demn the purchase of these instruments as wasteful
luxuries, are wrong.  The Government, that secks to
curtail business in music and musical instruments as a

war time measure, is wrong.  They are all wrong

The fact of the matter is people are drifting into
the mental rut of aceepting the belief that musical
instruments are things that can he done without, and
are, therefore, rightly classed as luxuries.  Music is not
even just a convenience as are methods of locomotion
which plays such an important part in the marketing
of automobiles.  Music is one of the chief expressions of
man's life, and is a necessity—something indispensable
to life.  Whenever a person takes time to stop and
think about this there is no debate at all e diffieulty
is that those engaged in the music industries have never
set auhout to put their wares in the proper light in the
public eye. That the trade is realizing the necessity of
this is apparent from the unusual interest evidenced in
recent articles that the Journal has had in this con
nection,

Just along this line it is well worth noting the publie
utterances of Mr. Lloyd-George a short time ago. After
having to face a good deal of opposition the National
Eisteddfod has heen held this year as formerly by the
Welsh people.  Those who objected to its continuance
in war times failed to understand that this ancient
gathering was no ordinary amusement.  For long it has
heen u very necessary expression of the life of the
Welsh people, meaning almost as much to them as the
air they hreathe

Had it been, as some short-sighted people would
have us believe, that this great musical event was a
very nice thing under ordinary cirenmstances hut quite
a luxury in these times, the British War  Minister
would have been the first to discourage it, but Mr.
Lloyd-George vindieated the holding of the event, and
the following short extraet from his public speech on
that occasion is well worth quoting:

“1 know war wmeans suffering; war means
sorrow.  Darkness has fallen on many a devoted
houschold.  But it has been ordained that the
hest singer among the birds in Britain should
give its song in the night, and according to
legend, that sweet song is o song of triumph
over pain

1 make no apology for advocating the hold
ing of this Eisteddfod in the middle of this
great conflict, even althongh it were merely a
carnival of song, as it has been stigmatized, The
storm is raging as fiercely as ever, but now there
is a shimmer of sunshine over the waves, there
is a rainhow on the tumult of the surging waters
The struggle is more terrible than it has ever
heen, but the legions of the oppressor are heing
driven back and the hanner of right is pressing
forward,  Why should we not sing? 1t is trae
there are thousands of gallant men falling in the
fight, but let us sing of their heroism,  There
are myriads more standing in the battle-lines
facing the foe, and myriads more hehind ready to
support them when their turn comes, Let us
sing to the land that gave birth to so many
heroes.

“Our soldicrs sing the songs of Wales in the
trenches, and (hey hold the little Eisteddfod be-
hind them,  Here is a telegram which has been
of the Eisteddfod from
vs: ‘Gireetings and hest
wishes for success to the Eisteddfod and Cymanfa
Ganu from Welshmen in the field, Next Eistedd-
fod we shall be with you.” Please God, they will.
That telegram is from the 38th Welsh Division.
They do not ask us to stop singing. There is not

received hy the seeret

them.  The telegram s

one of them who would not be sorvy if we gave
up our National Eisteddfod during the war,
They want to feel that while they are upholding
the honor of Wales on the hattlefields of Europe,
Asia, and Af we are doing our best to keep
alive all the institutions—educational, literary,
musical, religions—which have made Wales what
it is to them. They want the fires on every
national altar kept burning, so that they shall
he alight when they return with the laurels of
victory from the stricken fields of this mighty
war.  That is why I am in favor of holding this
festival of Welsh litevature and of song in the
middle of Armageddon,”
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The attitude of one of the very few
Ereatest men toaday

of the world’s
n this connection shows that music
N not something that can be done without even in the
lives of the most humble people.  In times of great
trouble instead of heing less DECOssary it s more neces
Ny

Everyone knows that the thought of music being a
NOCORSItY cannot be separated from musical instruments
heing a necessity s and it remaing for every member of
the trade to do his utmost n his own locality 10 impress
this thought upon the people,  Ap oceasional reference
IS not cnongh. 1t st e driven home time and time
agrain, first in one way and then in another The time
wWill come when musical instruments will he generally
recognized as necessitios and it is havd to coneeive of
anything that will put the business of musical instra
ment selling on o higher plane than steh o beliof he
coming universal

Make Collections Your Middle Name.,

HAT does it profit in business to make many sales

and few colleetions ! | there is one
than another coutributing to failupe in
foree is probably negleet of colleetions,
discase is this negleet of colloetions that
businessos otherwise excellently

foree more
husiness that
So insidious a
It worms into
managed and appar.
ently sueeesstul bat fop o chronie state of poverty more
generally eredited to Jack of capitul than lack of ag-
Erossiveness in collecting,  8q intense is the interest
and the effort in making sales and heating records that
the velation of colloetions to the suecess of the husiness
i overlooked,

There has necessarily
provement in going

heen o great and vadical im
after collections by large houses
and small as o vesult of husiness conditions so generally
aseribed to the war, but in many cases the improvement
wis so long delayed that serions finaneial losses have
resulted

S When foreed 1o the neces
I lave boen surprised hy iy
respeet.” said one dq

ity of making colloctions
accomplishments in this
lev in discussing 1his subjeet with
the Jdournal, “and neve again will 1 be as lax as |
have been. 1 am strictly putting into practice a theory
that 1 always knew was vight, bt did not enfor
Viz, that your customers will have more respect for
You it you keep them up to the mark in making their
Payments. If the instalment purchaser who attempty
to evade any one of his first half dozen payments is
pulled up short there will he no further trouble, 1t is
ot a question of being hard on him it is simply a matter
of discipline. In future my middle name is collections,
concluded this dealer,

The financial man in one of the largest manufac-
tories in the piano trade in emphasizing not only the
iportanee of collecting hut absolute necessity to sue-
vess referved to dealer after dealer whose downfall was
the direct result of negleet of collections On the other
hand he was able to refer to other men making god
whose chief asset was not so much strong selling ability
as strong collecting ability,

Better sales, oven if fewer, and eloser collecting is
the poliey that many houses have inangurated and are
faithfully carryving ont to their satisfaction and profit,
Make collections Your middle name,

TRADES JOURNAL

Is Player Business Being Neglected?

HAT the ratio of player piano sales to the total of

Piano and pla " selling s less than before the w ar
is the assertion of a mumber of interested men who
charge up to the dealer this condition,  Of the lers
movarious parts of the country asked by the Journal
a8 to their experience in this conneetion they have with
but fow exciptions admitted disinelination 1o urge
the player piano where customers appear to he predis
posed to buy the playerless piano.  Beeause of lack of
confidence in their own ability to follow the sule with
a satistactory  serviee they have followed ghe line of
least but still believing that nny
sales could be vegistered instead of the pinnos sold

In some quarters the earlier enthusiasm for the
player has apparently worn off a little, w hich is unforty
nate though donbtless only temporary, hut the (question
naturally arises as to why this is the case It is ad
mitted by dealers that becanse of not heing cquipped to
properly look after the player when it is sold and to
give the customer an adequate roll serviee to say noth-
ng of arranging for some member of the new owner's
family to learn to play the instrument with some degree
of proficieney they have not gone after player husiness
a8 aggressively as the attainment of the instrument
musically and the commercial exploitation i
ceived warrant,

It is probably true that the player pianos already
sold are not the influence in making new sales that one
wonld naturally expect or that, for example, s the
case in the talking machine hraneh of the husiness, I
this is the ease the inability of the owner to play well
or his lack of enthusiasm must be the reason, [ player
Pine owners enthuse over their instruments in the
knowledge that 1) Vo play well enough 1o impress
themselves, their 1 Is and persons passing by on the
street they are going to he an influence in making other
sitlos,

resistanee phiyer

has re-

Observations of the
phase of the player huy
retarded,

dournal indicate that in this
1088 ity (e pment is heing
It is a condition entirely in the hands of
that braneh of the 1 rade coming into divect contact with
the publie, that is to say the rvetailer, 1t is his mission
1o get the player into the home, to arvange that it will
he played intelligently, to give a roll serviee and an
adequate tuning serviee—all at a commensurate margin
ol profit of course,

The Needed Change in Player Roll Methods.
A Breezy Address by Paul J. Stroup at
the Convention of Ohio Piano Merchants,
MONG the numerous suhjects that have ¢ cupied the
attention of the retail piano trade during the last
few years, and particularly so sinee reduction in list
prices scemed to he necessary, is that of musie rolls at
retail.  Unlike ity associates, many of whiel have heen
successfully settled, it seems to be as far from a st is-
factory disposition, exeepting here and there, as it wepe
dect ignored.  Just why this should he it is diffi-
eult to conceive, for, surely, the merchandising of music
rolls requires no hetter quality of gray wmater than does
the profitable marketing of other commoditios connected
with the retail piano business, and who is there among
you that has not achieved varying success in the talking-
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Wl. are working overtime every night

to supply the demand for

Williams Piano

ENDORSED By GREAT MUSICIANS

Sweet-toned Ennis and Everson
Pianos and Player Pianos

We are leaving no stone unturned to give
our friends SERVICE; to manufacture
sufficient instruments to meet the imme-
diate large demand for our instruments,
and to make shipnwnls promplly.

We feel sure that in order to co-operate
with us, our many friends will see the
wisdom of anticipating their needs for
November and December in advance, and

notifying us as soon as possible of their

requirements,

This will assist us greatly in making
prompt deliveries.

The Williams Piano Co.
Limited

OSHAV/A, . ONTARIO
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MENDELSSOHN :

Pianos and Player Pianos ;

A dealer's prosperity depends on his ability to offer
to the public:
An instrument that they want, at prices they will
pay; provided that those prices yield to himself a
sufficient margin of profit.

SELL THE MENDELSSOHN

and you will quickly discover that it attracts trade; i

allows for a splendid margin of profit, and ¢
Builds up a Business that |”
is Permanently Profitable

il

We are busy, but not too busy to give service that b

inspires confidence. \I\

| ta

p

. g :

The Mendelssohn Piano Co., | ¢
110 Adelaide Street West l

il H p
TORONTO | ey CANADA ! ;
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machine record department, the small goods departwent

and even the sl musie department !
The fact of the matter is, that while the voll depart

ment from time 1o time—mostly inventory  thme-—m

ceives acute attention from ““the boss,™ it seldom is the
recipient of that continuous, analytical and intelligent
survey accorded other departments of the institution,
50 necessary to bring about favorably effective changes
ashamed to look the

knowledged

The chances are the hoss is
subject in the face, because of his self
negleet of it.  The proverbial step-child treatment has
heen its lot, and he knows it
wment, or sub-cellar, if one is available, or up in the attic,

Deep down in the base

a city block away from the “elevator™ is this ** Cinder
ella” of the player business usually housed.  An ex
shipping elerk may bhe too old to hit a nail on its head,

1 the house he

not James, the onee offied

but hecause of faithful serviee rende

must be eared for; or Jimmy
hoy, whose rvapid physical growth renders him unfit
for *‘huzzer duty,”” but whose tender years makes him
ineligible for immedinte gre
quiet haven in this roll department—the  former  to
peacefully spend his declining  years—the  latter  to
adolesee in solitude and await the time when he shall
have outgrown the confines of his eramped quarters
and give way to another member of either a departing

ter things, usually finds a

or 4 coming generation

Why not place the voll department in as an accessible
location as  your
Why not make it a cheerful, comfortable place for your
customers whose investment with you is represented
by many hundreds of dollars, ns compared with the few
dollars spent for a talking machine, and to the pur
chasers of which is generally given such splendid facili
ties for easy record huying

Make your roll department a subject for comment

record or sheet-music  department ?

among the player owners in your community I'he
chanees are it is already a target for comment, but not
of the right kind. This is one ease where every knock
is not a boost. A well-arranged, intelligently-run, easily
aceessible and comfortable roll department is one of the
hest assets of a player department.  Try it and see.
The player is here to stay.  Naturally the roll remains
with it.  Preparedness, the national watchword, applied
to husiness, is Why not
place your roll department in order, on a plan that will
auntomatically expand with the expansion of your player
husiness and seeure your share of the trade.  These
spasmodic awakenings to your duty not only to your
player customer, hut to yourself, while hetter than con-
tinual somnolence, get you nowhere,

What rolls are you handling, and why? Philan-
thropically speaking, no one should eare, except that
they be of a quality commensurate with the rather ex-
acting requirements of the pl and its owner. One
camnot run a high-grade motor with low-grade gasoline,
Neither can one use slovenly-made rolls, musically and
structurally, without grave danger. The day of the
cheap music roll is, we hope, past and gone forever.
We have seen the meteorie earcer of the 10-cent roll
and will in time witness the demise of the quarter roll.
Not only is the margin of profit to hoth manufacturer
and dealer far too small for safety, but the very exis-
tence of them has a strong tendency to cheapen the
entire player industry.

mere common  horse-sense.
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The traveling player salesman approaches the dealer

dealer will quizz him
angle, showing an
vitals of the player

on his player proposition "hie

wechanical and tonal
with the

his trade will tolerate nothing but

from every
amazing antnuaey
He will that
the hest in the

knows so much about the entire player game and shows

very
hoast
varions grades of prices—indeed, he
such a high quality leaning, that the salesman is pro

foundly impressed.  Prieg seems to be a secondary con
the deal is « the dealer
knows from positive knowledge that he is receiving full
asked.  On the hand—the
either Mr. Dealer is too busy

with weightier things to see him

wed,  hecause

sideration and

value for the price other
roll salesman approaches
in which event he is

turned over to the tender mercies of James or Lizzie,

the salesman dis
want of

who, after hours of wasted

make out

energy,

covers can only the order—or for

something more interesting to do, Mr. Dealer will see
him himself,  There is no preliminary  skirmish—Mr.
Dealer  bluntly  growls—*What’s  your discount !"

Tremblingly (wholesale roll salesmen are always timid)
he is told
“Not enough,” s Mr
me 80, 20 and 5 per cent. for cash ninety days.”
SWell, but my produet'—starts the salesman
“Don’t know anything about those things and don’t
Dealer, “*1'm buying rolls at rock
wre to meet the other man 1 may give

Dealer, **So-and-So gives

replies Mr
I you
you a trial order for five or six

hottom
otherwises ‘raus
Whether the earload order is placed is of no moment
The sad and important feature is the faet
that the contact of the dealer with rolls dates back to
his introduction to the player.  His knowledge of the
player is well nigh authoritative, while that of the roll
is negligible and ofttimes he actually
Happily, the dealers’ attitude toward the roll proposi
tion is rapidly
men possessed of as mueh intimate roll knowledge as
the manufacturer of them himself.  Also, it is a fact
that the average dealer is hecoming a keen listener to
the salesman's “quality talk,”” wherein lies much hope
for the conscientions manufacturer of high-grade musie

at this time

boasts  of it

changing and there are among them

rollg

So much has been said and written with respect to
the elose relation between the rvoll and the player that
further disenssion of it would he but vepetition. In this
advanced stage of the player industry the urely can
he no dealer blind to its signif Like the school
boy's summary in his essay on the “Pleasures of Va-
s0 are the ramifications of this subject
numerous to mention.””  The few phases tonched upon
are homely in character, but represents the fundamentals
of most retail roll troubl

No outsider ¢an run your roll business for you. The
character of the class of trade to which you eater must

cation”’ —*“too

be considered and can only be properly done through
intimate relation with it.  The selection of the proper
person for handling the department must he most care-
fully made,

Such a person represents the connecting link be-
tween you and your future player business. The de-
partment’s location must be duly considered.  The
roll department must be run on the same methodical
Monthly bulleting should he
The fact of your having a roll

hasis as its associate

sent out regularly.
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There is about the Cecilian Player an atmos-
phere of individualiam. | radiates  good
breeding, |y !mpresses with its even balance
of design, its ric h, rippling, tunefy] melody, m
delicacy of touch, ane it surplus of power
The Cecilian distin:tiveness js the result of a
studied aim, that the Cecilian should stand E
apart and be made conspicuous by its inherent
worth,  Eyery part of every Cecilian instru-

I ment must measure up 1o o standard that js m
i, Tl really better than need be,
The retailer with the Cecilian Player and the
Cecilian Piano has more than ordinary 1 -ofit m
and good-will possibilities, s 1S an extra-
ordinary proposition
Let us talk over the Cecilian Proposition with m

you

THE CECILIAN COMPANY, Limited

Makers of the Werld's First
ALL-METAL PLAYER PIANOS

GENERAL OFFICES AND
FACTORY
1189 Bathurst " . Toronto

RETAIL SALESROOMS:
420 Yonge N Toronto

Every CECILIAN pisnocon
tains all necessary interior ad
Justments and “suppons 1o
receive, at any time, the famous
Cecilian non corrosive,  al.
metal player action
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department should be noted in every player advertise-  well also to make a4 note on each card as to the rating
ment you run. Cat-rate methods should not be toler-  of eustomers.  This will have its value in more wavs
ated. They are cheap and detrimental to good business,  than on

You cannot accomplish mueh with a mailing list

Make the rvoll department a departinent of which thos
conneeted with it ean justly feel proud

The roll manufacturers have recetly formed an asso
ciation, the idea prompting its formation being of a
helpful to both manufacturers and dealers

without using it, and if you work hy plan you will get
better results than it you do not. Oet. 1, Nov. 1, Dee, 1
Jan. 1, Feb, 1, Mareh 1, April 1 and May 1, literature
deseribing the musical value of the music rolls should
be sent out. Manufacturers supply departments with
enongh high-grade liteeature that there will be no trouhil
to seeure all of the co-operation of this charaeter that
Then, if you send out at stated intervals

character
Many pernicious methods have evept into the wholesal
end of the roll business, some of which, and it is said

been actuated hy a lack of

with all due respeet, ha
co-operation on the dealer’s part and his apparent un
and suceessful mer this liter
and this kind of attention will pay

you may desire
ure, your customers learn to depend upon you

willingness to helieve that correct
chandising can only he accomplished when both manu
faeturer and dealer obtain his merited and necessary
profit for handling the article involved, always assum Feature Rolls in Window Display.
Featuring one special voll in the window each week
that should he selling. with a eard deseribing the voll
does not take up mueh space and brings in
indexed and

ing that the ultimate consumer obtains full value, hoth
as to quality and quantity for the price he pays, which
in music rolls is the hasis for computation

It is to he hoped that hecause of co-operation hetween

and pr
many new customers who may e eard
husiness at the

wWhich  means considerable additional
end of the year. This should be done regularly cach
week, as it s also to the interest of the player piano

the dealer and the roll association a mueh desived uni
leva

formity of wholesaling will obtain, and that the
tion of the vetail end of the business, accomplished only
by the intelligent application of proper merchandising
the mueh libeled roll on the pl
of dignity, where it belongs and give hoth manufae
turer and dealer the just rveturns for their efforts in

as well as the roll
Then th or four times a year a large and repre
sentative window display should be made that will im
press the publie that you are prepared to vender the
hest possible service in your music roll departinent
The window is a powerful advertising asset, and if

methods, will pla

its production and ultimate disposition,

The Successful Way to Merchandise Music Rolls. the character of the music roll and music roll serviee
are the factors that maintain the interest in the player

Counlinuen " Neple XU 0
ulinwed from September Tesy piano, then a certain amount of window space should

Card Index Your Mailing List. be used each week to impress this fact upon the public
" + U
There is absolutely no doubt that one of the impor “”“‘l .

¥ Small mention in the newspaper of the same roll you

musie

fant features contributing to the suceess of a
feature in the window, giving musical reasons why

roll department is a live and comprehensive mailing list o ikl s e w g Kiopig B
of player piano owners. We sy live hecunse every el Stould own the voll s ubso fine. This cn be in
siailing Bt whionld be vevised least onee every yoar, wded in the corner of I|\‘w piano advertisement or run
People in both cities and country move about each year, singly, and is “'I"' i benefit to the player piano as well
end lists will change anywhere from 15 to 40 per ™ to the roll department.

o No one should attempt to underestimate the value

of the greatest

cent, due to deaths, e¢hange of vesidence and  other 5 oy
of newspaper publicity—it is a power

causes, We say comprehensive hecanse how ean we find | f b | |
\ valve i operly . A e p

new prospeets to hetter advantage than throngh satis | v I"';'" I' '"'"| |' i "" m where some
y seriptive feeling olor o . U ’ r

fied player piano owners? We ought to make it o husi.  (AeSriptive feeling and color can be used inpainting
the picture of the musical value of the roll, It interest

ness point to see that they arve satisfied, that is certain 1 | \ tukained & i
- : ¢ iy i in th ayer pid e maintaine . .
Phen in making up the list, make it as complete as ¢ player plino must he maintained theough the

music roll and musie roll department, advertising that

possible and, without fail, if you are to make a real ; 3
tends to this end simply means more  player  piano

siecess of this work, eard index your list with name, | ) il & ) | | |

address, "phone number, date and amount of purchase, ™ "‘ and shoutd he cha i" partly to ; N'k general ad
g 4 vertising it io or 3 ] »

character of music bought, together with space for r SHIE spamIpration 0 vrinGs. the ari%e

paper in advertising musie rolls and your music roll

marks of salesman.  Then, what is of extreme impor
. erviee

tance, s customers purchase rolls, fasten a little metal S
Buy Best Selling Rolls in Quantities.

elip on top of card and you can instantly tell just who

Both voeal and instrumental rolls that are known to
he standard sellers should he hought in several numbers
of cach voll, vather than attempting to spread out in a
large way, in buying one number each, If they are
customer is  looking

is and who is not buying, as every ¢lip is a huyer and
as those without are not, your eard record tells you who,
Just how mueh and what
This gives you absolute knowledge that makes it pos
sible to handle your lists with the hest rvesults and  bought one at a time and the
I Mrs. Smith has not been in for six  throngh a stock and does not see these rolls he
it Mrs. Jones only  eause they ave depleted by daily sales, you can under
i Mrs.  stand that they will not he suggested to the purchaser
Buy heaviest where yon can rest assured you will have
In fact, all your information is so condensed that it the heaviest demand. By buying several numbers ench
is of the hest numbers of these rolls and keeping the

without waste
months, your card tells the story:
buys standard musie your card tells the story:
Lee buys only ragtime musie, your card tells the story.

will be of the greatest possible serviee to you. It

T LN R L PP S R P A PRLTNY UPIS T L.
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BELL PIANOS

are made by

A British Company, employing
British Workmen

Musicians find in the
Bell Piano the Em-
bodiment of all that ig
Best in the Piano-
Makers' Art.

Dealers find in the
Bell Piano the perfect
quality which makes a
ready seller, and brings
further orders by force
of réecommendation.

The Bell Piano and Organ Co., Limited

GUELPH - ONTARIO
and
LONDON - ENGLAND

0 0
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proper stock record you can prevent what otherwise
would be a very considerable leak in your business
The purpose of the stock card is that the dealer may
always have on hand rolls that are in demand and also
may have a gange wherehy there shall he no exeuse
for being out of stock A general outline is given
of this card which is carried out on the plan of **goods
ordered,”” “‘goods received’ and *‘goods sold.’’ The
column on the right is also used for comparing sules
of the present year with those of the past year. A
monthly arrangement is greatly to be desired because
of the fact that certain seasons in the year a larger
k is ned This form of keeping track of same
ables the dealer to order ahend in sufficient quantity
Title, composer, price and number of the

stos CSSHTY .

oll appear
at the top and are arranged in the form that is most
convenient to handle.  Add to this system of keeping
a stock record the fact that your stock is alphabetically
arranged as it should be, and it bhecomes very easy to
invoice your needs almost at once

It is a very great mistake to join the musie roll and
talking machine departments. ping the departments
separate gives an opportunity for concentration of the
mind of the customer upon the article to he sold, which
is important and esential in any sale. It is an injustice
to either the phonograph or the music roll to join the
departments,

Special Attention Is to Be Given to New Purchasers of
Player Pianos.

Making a right heginning with any new customer is
a wonderful advantage in developing the future busi-
ness of that customer.

First, limiting the number of rolls given with the
player piano sale is important as the indiseriminate
giving of music rolls surely must create the idea *‘that
they are not worth very mueh.”” 1If the policy of the
store were changed so that the customer were compelled
to buy rolls outright with the player piano, it would
be a very great step forward in promoting the proper
respect for the musie roll

Other forms of attention to he en customers from
time to time are shown elsewhere in this plan.

Every salesman should familiarize himself, through
practice, with several standard songs and instrumental
rolls and learn to play them with enough expression to
make the owner of the player piano understand that
there is much to player piano technic. On top of every
demonstrating player piano should be several of the
best selling numbers so that they are within easy reach
of the demonstrator and customer,

One verse and one chorus is enongh to sing and play
with every sale, then attempt to make the sale, close
the order and proceed with another. Do not overlook
the good numbers in the catalog. In making up selec-
tions do not consider your liking so much as the liking
of the eustomer. 1f the salesman falls in love with a
very few numbers, many valuable numbers will he over-
looked that wonld appeal greatly to the ecustomer.
Furthermore, when a customer is in the store an effort
to sell several numbers should always be made. [f the
salesman has the rolls so arranged that they are of easy
access, this can almost always be accomplished.

After your card index is in good working order so
that your mailing list will tell you just who your good

what they huy, it exeel
lent idea to send out a halt or a dozen musie rolls on
trial for so that they

may he A note or phone message aceom

customers are and is @ most

some time limit, say two days
tried over
panying the order will most often result in a purchase
of at least half the rolls, if the practice of sending
them out is properly timed and the music is of good
Much valuahle

this way and a progressive and serviceable feature of

selection business can he seenrved in
this kind of a department is greatly appreciated by

eustomers,

WINNIPEG LETTER.
By Our Correspondent.
INNIPEG

lines, exude an atmosphere of optimism in notiee

music dealers, like merchants in other
able contrast to their appraisal of conditions even a year
ago.  While the erops are not all that was earlier ox
peeted, the high prices in a considerable measnre offset
the decre

ased vield. Sales are more numerons and satis
factory while collections show a pleasing loosening up
of currency

Mr. . AL Grimsdiek, m
Organ Co., Ltd., Guelph, vecently spent a few days in
this city on his way West.  This was Mr, Grimsdick's
first trip through Western Canada on which oceasion he
the conditions and
He is visiting the larger centres hetween Winni
peg and the Coast

Miss Margaret Smith, only daughter of **Jock"
Smith, of the Winnipeg Piano Co., has left for Europe
for the purpose of taking a three year course in the
Royal College of Music at London

ger of the Bell Piano &

made close observations of
peets,

pros

For a time she will
be with her hrother who has been in England for over
in the British
He is now awaiting an appointment

a year and has received his commission
Field Artillery.

Mr. A, G. Farqubarson, until vecently manager of
the Western Gramophone (o., has with his
family to Los Angeles, where My Farquharson resided
prior to coming to Canada several years ago. During
his short residence in Winnipeg Mr. Farquharson made
many warm friends in and out of the trade who sin
cerely regret his departure.

Mr. Redmond, of the J. J. 0
at business much and energetic
than ever after a vacation spent at his summer home at
Picton, Ont.

Mr. John De Angeli, former resident of this eity,
where he was a well known member of the music trades
and where Mrs. De Angeli’s musical talents made her
well known, is now with the Columbia Co, in Detroit.

The J. J. H. MeLean Co, are opening up a branch
at Dauphin, Man
ful as floor salesman at headquarters, will have charge
of the new branch. Miss Wildgoose has joined the
company’s local selling staff, in the sheet musie depart
ment,

A Vietor distributing warchouse has heen opened
up at Calgary hy the Western Gramophone Co, for hetter
service to the Alberta and Seskatchewan trade. M.
T. Nash, of Toronto, manager of His Master's Voice
Gramophone Co. of that eity, recently spent some days
with the local Vietor distributing house on his way to

removed

MeLean Co., is back

refreshed even  more

Mr. Stark, who has heen so success
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UCCESSFuUL salesmanship in the pian |

industry is made possible when the productp,

handled js one of distinctive Quality like theP
———0 : ——"° Juality

WILLIS, which for long has occupied ay,

Pre-eminent position in the musical and trade ¥
worlds,

Willis Style «p» Player

The Such an instrument is a great help to the dealer

in selling—not only in selling but in holding the #
Pre-eminence |
of the Willis,

Customer’s trade and good will.

1
Dus to Its The quality of the WILLIS, is pot only ™
distinctive, but this quality is universally acknowl- ,
Distinctive edged, which is a still greater help to the dealer '
as We" and significant jn its importance. :‘
as ACknOWI' The general recognition by the trade, the musician £
edged and the public of the remarkable musical qualities ha
- v

Musical ‘of the WILL]S, whether in uprights or players,

Qualities, a

t A = !1!‘
Factor of CoEmunity H
lntere.t and In these days when real values are recognized as I,
Value to never before, the individual quality and acknow). i I\'nl
he Pi edged quality of the WILLIS should be ever
the — kept in mind, for therein are to e found the '}l.i‘
Merchant who vital trademaking powers which the Progressive
merchant cannot well afford to overlook. hu

Desires to camnot overlook.
pli
Score a hi
E—— 8

Success ——

Willis & Co., Limited "

HEAD OFFICES.

FACTORIES; W
580 St. Catherine St, W, ST. THERESE 8 or
7 MONTRI-ZAL‘ QUE, QUE., u
The Willis Crest

of Quality
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ipen up the new middle west distributing house
fises have heen the  Northern E
Building.

Mr. Poisson, mar

secured in

ger of the Canadian Phonograph

he i i Sapphire Dise Co., has returned month's
P an§mnv.~n trip to Toronto, Montreal and New York., My

e Eroduc oisson states prospects are very bright for securing
like the’snhv goods.

Winnipeg Piano Co. vreport both sales and colleetions

Cupled Attor ”ml“ : Four grands
nd tradeWere numbered among piuno sales for September

Mr. Thos. Mallory, with the Winnipeg

Piano Co, has just returned from Clandeboys Bay,

Lake Manitoba, where the present King spent several

@uys when Prince of Wales, and who said it was the

e dealer greatest duck shooting resort in the world. My, Mallory

i ill no doubt say the same for he had splendid laek,

dl—ng the ;nnging back 225 duck

Mr. €. Lo Avery, who has been with the Winnipeg

for the lest has taken over the

Lecilian lines on his own account for the provinee of

from a

for some considerable time

silesiman

ten

ano o, years,

ot Raskatehewan,

SO BN Makaes Mk, the woll Baawn hasbiune; s
cknowl- Foined the selling forees of the Winnipeg Piano Co. as
b

wountry salesman
Mr. G. L. Stanwood, of Stanwoods
freturned from a business trip to Ch

> dealer )
Lad., has just

go. Mr. Stan-
swood has enlarged his phonographic parlors and is also
securing more able assistants

usician Mr. Walter Belknap, until |'m-»-||.1|'\ with Mr. Stan-
S swood, in charge of the phonographie parlors, hut now
ualities L handmaster of the 223rd Battalion Band was a recent
»layers' | visitor to Stanwoods, Ltd. )
rch | Mr. R. (. Willis, Western manager Doherty Piano
. ant " Co., Ltd., rvecently rveturned from a trip to the Coast.
in his Mr. Willis visited Okanagan Valley, Vancouver and

Willis ealled
;u! the company’s branches at Calgary and Edmonton.
5 e reports collections and husiness as being very good
}

| principal points.  On his return trip Mr.

Messrs. Fowler & Co. report an excellent month’s
zed as | husiness. At w riting, this firm had only three pianos
nowl- left on the floor, A earload shipment being ex
S—— shortly. A special room has been installed for

ever ¥ Pianos and players.  This is being fitted up in splendid
1 the style with Jacobean furniture.  Some splendid pictures
ssive furnished by the Knabe Co. decorate the walls. Mr

Fowler states indications are for a good fall and winter
husiness in the northern part of the provinee

The  Williams Maester-Art  electrie
r piano was displayed at the recent Eleetrie Ex-
hibition in the Industrial Bureau. A scareity of stock
is the complaint of the local Williams representatives,
Cross, Goulding & Skinner, aceording to Mr. Bull, man-
ager of that firm,

Mr. W, I, Stumpf, manager of Beare & Son, Toronto,
was a recent visitor in town.  Mr. Stumpf reports a
very snecessful business trip.

When the writer called on Mr, Frank Smith, manager
Whaley, Royee & Co., he was very busy filling fall
orders taken by their traveller, Mr, Callahan, who has
just returned from a successful trip as far west as the
Coast,

The Columbia Graphophone Co. still feel the short-
age of machines, the supply not being equal to the de-

Piano  Co.’s

pla
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<

mand, according to the Western management who re
Ther

heing stocked
for

port sales materially ahead of last year has heen

a good demand for forcign records, thes
in. Winnipeg as per the special forcign eatalogue
Canadian trade,

Mr. D, K. MeCrae
Manitoba, and Mr. D, 11
and Alhert

from these points

Columbia  vepresentative  for
Elliott, representative for Sas
katehewan hoth report splendid  business
Bahson Bros. report Edison phonograph business as
fair, althongh the wet weather throughont
the West which delayed threshing has also delayed the

mail order

heing very

husiness of this firm,

MONTREAL LETTER.

By Our Correspondent.
HEN talking to the music
with the new—or
seized them onee more

dealers one is struck
rather old-time—spirit that has
Pessimism has given way to a
bright and cheery outlook for the future though it is
not expected that the business path will be entirvely
strewn with confidence the
prospect of a thorough clearing of the bhusiness atmos.
phere in the near future participates equally with the
present improvement of husiness

roses.  In this revival of

“Business with us is at the present permeated by a
healthier tone than for a long time,”" said Manager A
E. Moreland, of J. W. Shaw & (‘0. **The sale of Ger
hard Heintzman and Shaw instruments has inereased
materially and we are looking forward to a hrilliant and
ssful autumn and winter business,’

“We are all veady for a big rush of trade this fall,”
suid Wi, Lee, of the house of Wm, Lee, Ltd. Sinee
opening their doors a few months ago this firm is greatly
pleased with the amount of business done and they
feel confident that trade this fall will be very good and
they are prepared to handle it. Speaking of the Martin-
Orme which is this firm's leader, Mr
“for tone and construction there is nothing in Canada
to compare with this make. We are getting our share
of husi " continued Mr.
Talking machines

suee

Lee states that

s and we are here to stay
Edison Amberola and Columbia

going strong.

“The judgment of the music loving public is that

the Vietor people have entively sueceeded in what they

set out to do, namely to give the public dollar for dollar

value, the result heing that our volume of husiness in

Vietrolas shows a large increase every month,” said
Manager Norman F. Rowell, of (. W. Lindsay, Ltd.,
Vietrola department

C. W, Lindsay, Ltd., Ottawa Branch have diseon-
tinued their eireulating library of music rvolls and in
future will continue the handling of music rolls at
retail

(', W. Lindsay, Ltd., donated a Vietrola for the
British Sailor’s Relief Fund which recently held a week’s
entertainment at Domiuion Park, Montreal

An additional piano tuner has heen added to the
staff of H. (. Wilson & Sons, Ltd., Sherl . Que.
They will now e in a position to attend more promptly
to all orders both in the eity and surrounding country.

That music is as important an accomplishment to
hoys as to girls is the opinion of Montgomery Camphell,
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principal of the Commercial
Montreal, and consequently
taught that subject,  Last Yo
but now they are to pee

Voiee culture,

CIve ¢
part singing, ote

heen receiving
Business is not only

good at the
sulesrooms of fhe

Berliner Gram
the demand of the
volume for all sizes of the

product
orders for o

livery during the
Nenson assures brisk operations

“We nre very mueh impres
from now on uuti) sprin
and steadily improye, ™

«
¢ business will he satisfactory
suid Miss Lapierre of J. |
Hurteau & o, Ltd., referring to New Seale Willian
Pranos and Pathe and Sonora Talking Mach
 Business with us is unusu
ereasing. Old Man Grouely’
ciples have loft the
not coming hack,
husiness—.

ines
ally brisk and steadily in-
and his twelve gloom dis.
city and from all we can learn are
And why shouldn’t we have good
who wants work is hard at it and
as we consider we have the finest line
Karn-Morris instruments we ape per
OUE representation,” said W, ).

C. W Lindsay, Litd.,
some eatalogne illustratin

yvone

in Canada in

‘tly satistied in
Whiteside,
have just had printed a hand-
2 Lindsay pianos and players
Layton Bros, have received numerous Mason & Risch
hibition models including 4 nnmber of
all of whieh have been the e
ness continnes exten fine
ments and the outlook ahe,
during fall and winter
Mr. Philip B, 1
the prizes an
the

“Grands,”
Wy of many an eye, Busi.
with this firm in all depart-
ad for very active ope
is apparent,
ayton, of Layton Bros,,
| cortificates at the
pupils of Miss 1, A
The Leach Piano ( i
September had on view
amongst them wepe
two cottages, one
SiX inches,  These instruments wy
England, nearly one hundred years
The tendency tow
pronounced at the
volume of orders receiye
product and the heavy
constitute conelusive

rations

distributed
pianoforte recital of
wheld the past month,
Ltd., during the last weok of
@ number

one squg

of antique pianos,
Y oone Bahy Grand and
Six feet high and the other

three feet
¢ made in London,
ago

ard continued prosperity s very
wy of Willis & Co., Ltd., as the
«l throughont Canada for Willis
shipments now going forward
evidence

that the Canadian piano
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and Technical High Nehiool,
his year the hoys are to he
a beginning was made
ty the same training in
« that their sisters have

Tactory and retail
O-Phone Co., Ltd., but
Past month has heen of extra heavy

The volume of
fall and Christmas trade

wWith the idea that

A

I8

]
;

industry is in for 4 big year and this firm in partienly

Surface, tone, recording,
quantity,

the October list of Columbia Records,
Great Records Ever Issued.”

(Write for **Music Money"* a book ' full

of meat”" for those
dealers interested in quick as

nd frequent turnover of capital. ")

== =

variety—you have plenty of things to talk about in

Layton Bros expeet that the formal opening of thei :‘Il
new de Luxe Talking Machine department will tak A
place during Edison week, My, Henry Hamlet, adyiy Ay
tising and w; oom manager of this firm, who hy ,'_','
every branch of the husiness at the tips of his fingerd -
e spite of his onerous daties, has returned from a vacy lind
tion, also a visit to the Edison plant in Orange, N.J . #
Experimental Shop at  East Orange, and the Fify )
Avenue Shop of the Edison Co. in New York, and wy bew
vory much impressed with what he saw, The rest hay bor |
given a new impetus to his up-to-date ideas and we'| ol
look forward to se g Layton Bros, capture the firs -
prize n the Edison Window Dressing Contest to Iy 1
held during Edison Week age
The Leach Piano Co., Ltd., are showing exhibition ':nnl
styles of Gourlay, Gourlay-Angelus, New Seale Williams :wnm
and Bell instraments Particular attention has heen | ki n
drawn to a Jacohean style Gourlay in upright fory ept
which has heen most favorably commented upon, tod]
Mr. W, B, Puckett, treasurer of the Williams Piano o
Co., Ltd., Oshawa, and Mr Cordingley were recent trade -
visitors to Montreal, S
C. W. Lindsay, Ltd., have had on display in their Can
handsome show windows # most attractive Grand Piano w
made to special order in Cireassian Walnut for one of ].',‘,;
Montreal’s leading finaneiers, i resident of Sherbrooke o
St. West, 1 tyine
According to last reports Corporal Fred S, Leach, e
son of W. H. Leach, president of the Leach Piano Co.. B 1va
Ltd., is progressing favorably townrds recovery, ol;'\
They say Wally O'Hara of Layton Bros. ean e u l""“'
hargain with any one but when it comes to driving 4
motor car that’s a horse of another color, He gots
away beyond the speed limit allowed by law—result o
motor drive to the coupt house and a fine,
Business is keeping up well at the warerooms of J T
1. Mulholli , the Evans Bros, exponent, and the outlook s (
is considered most vorable for g continuance of the W,
good times now existing, | & 0
Trade conditions ape very favorable and the wave his
of ity which has heen apparent has evidently dova
struck Gepy, & Hutehins, as they claim » greatly in .
sed busines in Cecilian and Mendelssohn pianos, o
Charles Culross pred & record business for fall cent
and winter and has now on hand an inflow of orders for 1908
Columbia and Sonora machines for immediate delivery firm
Mr.
fron
|
had
reprodudion—big names, new artists, ;
are
Stan
at t
the “Greatest List of ‘
inte
acti
is
Columbia Graphophone Co. stoe
365 Sorauren Ave., Toronto .
fron
ville

Kar
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$ud a large number of prospeets who will close hefore

e holidays
Mr. Leopold A, Poulin, who has been associated with

Lavton Bros, for a number of years as head of their
French department, severed his conneetion with that
$rin on October 1st to become connected with ¢, W

Lindsay, Ltd

§u the piano sales world and his determination and

Mr. Poulin is coneeded to he a top-noteher

affable disposition will stand him in good stead in his

pew position.  That he will make good there is no douht
Jor he has the enviable quality of superlative geniality
Fombined with a thorough knowledge of the merchandise
e sells

I'he

Bages a

the
autumn

remurkable activity of Passing summer

most  sueeessful and  winter bhusiness

and the daily sales of Columbia Grafonolas indicates a
weason rvich in its possibilities from every view point
“Iu all our departments we anticipate a season of ex
ceptional activity and with our exceptionally attractive
stock on hand to meet

the outlook hright and that there

every requirement we consider
will exist a heavy de
lively

the

mand for Columbia merchandise.  There is
right concluded My
Canadian Graphophone Co

o very

demand now Depocas, of
An unusual ceremony took place at the Maisonneuve
Preshyterian Chureh the past week when the new organ

was solemnly dedicated under the name of the ** Ballan

tyne Organ,”” in honor of the pastor. The new organ
is & very fine instrument built hy Cassavant Freres, St
Hyacinthe, at a cost of $2.200. It is helieved to he the
only ehurch organ in Montreal to he named after the

| pastor

Pioneer Piano Man Deceased.
D. W. Karn Died at Toronto.
S'|‘||4|. another the industry of
Canada has passed over the Great Divide, My, D
W. Karn, formerly president of the Karn-Morris Piano

pioneer in s

& Organ Co., Ltd., of Woodstock and Listowel, died at
his residence in Toronto on Sept. 19th at the age of
seventy-four, after an illness of several weeks

The late Mr. Ka
manufacture of pianos and organs for nearly

n, who had been identified with the
half a

century, gave up active connection with the business in

1909 when the amalgamation of the Karn and Morris

firms were effected under the general management of

Mr. E. (. Thornton who has continued in that office
from that time in addition to the presidency
Last year Mr. Karn removed to Toronto where he

had purchased a fine residence in Rosedale

The only surviving members of Mr. Karn's family
are Mrs. T. Drew Smith of Toronto and Mrs. ', B
Stanbuiy of London, England. Interment took place
Woodstock.

Concerning the late Mr.
interest to the Journal’s readers hy reason of his long
active connection with the following
is reproduced from the ‘‘Sentinel-Review' of Wood
stock

“The grandfather of Mr, Kn'rn eame to this country

al the Baptist cemetery,

Karn's career, which is of

the music trades

from Pennsylvania and settled in the woods near Beach
ville in the early days.
Karns throughout the county and these are members of

There are numerous families of

.,*_._———é
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the second and third generation.  The father of D, W
Kurn settled in the Township of North Oxford, where
the latter was horn on the 6th day of February, 1843
and where he passed through all the vicissitudes of bush
life and eventually eleaved his own farm of timher

He was both musically and mechanieally inelined
which is evidenced by the faet that some of his leisure
hours were ent in constructing violins, It is worthy
of note also that he hought a melodeon with the first

forty dollars he ever carned.  As a young man he studied

musie and taught singing school
He married and remained on the farm until 1869
then moving to Woodstock and joined a Mr. Miller who
was contsructing on an average one cabinet organ a
THE LATE D. W, KARN
week, It was here that Mr, Karn found scope for his
mechanical genius and progressiveness. At the end of

was dissatistied with the out-of-date methods
In the early part of 1872

Gunn &

a year he
of his partner and left him
Mr

As soon as the full control came into his hands

he hought out Miller and subsequently
Stabler
he put a small stegm power and machinery plant
little brick place near the market
that he had to

He purchased the threestorey Gordon block

ina

house and inereased

the output so rapidly procure larger

premises

on Dundas Street and almost yearly added other build

ings and machinery till it became one of the largest
factories in Canada

“On three oceasions the premises  were
badly damaged by fire and twice were completely de
stroyed, and with no insurance in the first instance, [t

was these frequent burnings that established Mr, Karn's

reputation as possessing an indomitable will to over
come all obstacles and foree suceess. 1t might he said
that almost hefore the smonldering ruing were cold he

had his plans perfected for larger operations, and while
most men would have been fretting over such frequent
losses, he got machinery to work more smoothly and
rapidly than ever. Prior to the entire destruction of
the factory in the centre of the town, he had purchased
the large premises known as the Woodstock Hotel in the
East End which had been intended for a separate piano

ness there, adding very largely to the plant

factory had, however, to transfer the organ busi
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HON()L/\»se“mg knows no season. It goes on every bn |
month of the twelve. But this fall is going to be a the |
record-breaker for talking machine sales, and the i
different PHONOLA models give you the finest possible "
line to get the lion's share of the trade. .
Model D, o
The smooth sweet tone, the noiseless durable motor, and "
the elegance of design and finish all commend the tuker
o : Joh
PHONOLA to the musical public, .“"
Our dealers' terms make the PHONOLA Agency the most ji‘\‘"‘”
attractive on the market. Fvery day's delay in getting par- d platf
ticulars means something lost, Write to-day. bl
of th
1 o0
g linan
Model C, § dent

ODEON 2
Double Disc Records i

B Voo
10-INCH — 11.INCH — 12.INCH

8 ot

90 CENTS TO $3.00, j Vema

In Odeon Records Yyou get the finest talent in the } 1
world at lower prices than anywhere else—Emmy Des- md
tinn, Leo Slezak, Carlo Albani, Frieda Hempel, H. M. i
Grenadier Guards Band, Paris Grand Symphony Orches- o
tra, and others, ‘I ‘“'
Odeon popular records furnish a variety of music to tion
suit all manner of tastes, Hosp
Write for our list of Odeon Records, ‘t"”:‘\.l

- )

] O

nem!

The Pollock M'f’g. Co. Ltd
- go .y . o ron

Model “Princess” BERLIN : CANADA "
hy M




. . an

CANADIAN MUSIC TRADES JOURNAL ]

Subsequently he purchased a large property opposite
#ud erected the necessary buildings for a piano factory
#here that branch of the trade developed wonderfully
I later years a large pipe organ factory was evected
;h. firm having gone into that bhranch in 1897, while in

900 he began the manufacture of piano-players
While devoting his time and his energy to develop
ng his own business, Mr. Karn never failed to respond
Bo the eall of public servie Although an extremely
time to lend his services to the
He held practieally
very municipal position in the gift of the rvatepayers
of the eity, from Ward Councillor to Mayor As the
wehiel exeentive officer of Woodstock he set on foot many
Dur
ing his regime Woodstoek was developing into one of
the leading towns of Ontario. and up-to-date methods
were necessary to uphold the town's reputation

sy man, he found

Jrroblems of municipal government

hovements calenlated to henefit the municipality

For
§instance, there were the numbering of the houses, chang

S the names of streets, the licensing of eabs, ote., all

Sof which saw their inception during Mr. Karn'’s oceu
paney of the Mayor’s chair.  The older business men
and Jeaders of munieipal affairs in Woodstock will e
call, perhaps, the hottest mayoralty contest that has ever
tuken place here, when, in 1880, My, Karn van against
dohn White and landed the Mayor's position

The larger issues of the day also received his atten
tion, and in 1896, he North
Oxford’s Conservative candidate on the National policy
platform for the House of Commons.

“Having demonstrated his and
ability in the establishment, development and control

1892, and again in wils

business executive
of the piano and organ enterprise, Mr. Karn was sought
to co-operate in many other commercial
finaneinl enterprises

industrial and
He was a Divector and Viee-Presi
dent of the Dominion Permanent Loan Company. and
Vice-President of the People’s Life Insurance Company,
Viee-President of the Woodstork Valley &
Ingersoll Eleetric Railway System. also a divector on the

Thames

exventive hoard of the Home Life Insurance Company
and was dire

tly conneeted as stockholde

e as o mem

her of the g

srning body of various soe
President of the Woodstock Board of Trade, and of the
Horticultural Society, and in 1897 was Presidont of the
Canadian Manufacturers’ Association

ties, e was

while at one time
e was o provisional director of the Sovercign Bank of
Canada
il S

He was o member of the Board of Governors
wte of MeMaster University

and of the Exeen
He did valuable work
as Chairman of the Kleetrie Light & Waterworks Com
mission, while in hospital civeles he was looked upon as

tive and Investient Committee

one of the prime movers in the ereetion of that institu-
tion.  He was o member of the Trastee Board for the
Hospital, and was an Honovary President of the Western
Bowling  Association, while his fraternal velations em
hraced connection with the Masovic Lodge, A, I
oML The Canadian Howe Civele, and the Aneient
Order of United Workmen, e had heen a prominent
member of the Baptist Chureh, where e was one of the
Board of Deacons,

His love of ontdoor sports made him
prominent inoeurling and bowling eiveles, ™

An Appreciation.

The following appreciation of the late Mr. Karn is

by Mr, B, . Thornton, president and general manager

of the Karn-Morris Piano & Organ Co
many

Ltd
Karn

and for

years an intimate associate of Mr

The passing of Mre. D, W, Karn carvies my mind
hack through the years | was associated with him. It

but it

as a boy, 1

seems but a short time
her, 1889, that wploy, and
during all the years that have intervened our relations
In fact, | cannot recall
having ever reccived a look or word of disapproval or
fanlt-finding from him with My
ar after year as | did, |

was on the 21st of Octo
entered his

were most pleasant and cordial

Coming in contaet

Karn day after day and y
learned 1o know him in the best sense of the word,  In
fact, | frequently remarked that 1 could tell hy
looking at him what he was thinking about

Mr. Karn kindly

strong personality, possessing ability and ready to take

have

was # man of disposition and
advantage of opportunities presenting themselves. e
was always willing to aceept and adopt suggestions if
they appealed to his favorable consideration, but 1 never
knew Mr. Karn to submit to anything which looked to
him like an injustice, and when he onee made up his

mind and passed his word, it was unalterable.  As an
Hlustration | need only to refer to his suit against the

Grand Trunk Railway in connection with the St (

W
fought them through one court after
another until only the Privy Council was left,  In veply
to their threat that if he did not aceept a certain amount
they wounld appeal. his answer Wallaee,
time, 1 e
Go ahead ;|

aceident, when Iy

through Judge
who was then his solicitor and, at the
his elosest personal friend
W or nothing.’

“Mr. Karn was a great lover of his home, and when
away would many times, at great inconvenience, make
for Woodstock in order to he He took and with

hard knocks,

s
lieve

tuki

Wi, will

stood, during his husiness e %
but 1 think the hardest blow he ever received was when
the death of his only son, Frank, oceurred,  They wer
more like chums and companions than father and son
and naturally he had plans for the future, which wer
frustrated, and

many

for some weeks he was very mneh de
pressed ; but with his characteristic will-power, he appar
ently shook off the depression. and the ontside world

knew nothing of his sorvow and disappointment.”

gooopoooooRaoesnooonoopoonopnoooooonERnonn

Julius Breckwoldt & Company
Manufacturers of
Piano Backs, Boards, Bridges, Bars, Traplevers
and Mouldings
Sole Agents for Rudolf Giese Wire in Canada and United
States

oooaooooo

J. Breckworor, P
Factory and Offic Mills :
Dolgeville, N.Y. Fulton Chain and Tupper Lake

alalelainlelolalalululelalalalniatalalala]alalolelelaluafe sTalaTolale oo e o o)

W. A. Breckwornr, Sec-Treas.
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L.J. MUTTY €0. co:é%. Boston, Mass.

Street.

We manufacture fine calender coated silks and nainsooks
for Pouches and Pneumatics, and special fabrics for Bellows
of every description.

Every kind of RUBBER TUBING 1s represented in our
line iacluding extra large sizes covered with HEAVY FRIC-
TIONED TWILL, which is designed particularly to prevent
splitting over connections,

SAMPLES and PRICES furnished on request
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Keep Talking Machine Business in the Music  our very best selleps,”” The second read: “We have 4
tore, F200 machine we Want to exchange for sSome  smal|

URIC doidors, wise elosely olsorve the trend of af- machines, Send us foup cheap models for the hiu!m‘
fairs that may affuet the present or the future of - Priced machine, Oyp trade won't purchyse anything
their husiness are viewing with Some concern the trend '""‘“,"'l these cheap m:mlvu." z ¢ e B
of drygoods Liouses, Jewelers, hardwape men, furniture ‘\"'“""“-‘_ "“"'"'j No. 1 Was making the hig profits
dealers and other merchantys to connect witl business in 0 that pnr.lu'ulur city. _.”"' "_"er‘ ,""wr””‘v wom'hml_'
the sound reproducing field, i merchants are heing  the lulh-r. from dealer .\n_' 2, Immediately wrote him
encouraged and urged theough and by their recpective ‘l.-!!n-r Which hrnnu'hl the following r--pl_\ .“". next day ;
trade publications and in othey Ways to go after this ._\""" lett received—along the line of '\'j"”' sugges
business, Pl profits yre elowingly and alluringly pie tn'nn» e wold 'Al"l 2““.""'1 took an “'.(I".r for another
tured. It i pointed out that the manufucturors by We will make It & point to talk these high grade ma

means of extensive gud persistent advertising fave  chines, ,“ Ay, Bl o ¢
ereated u great franehin Tht the public appetite for _ “hn View of the above it s teresting to read th
Johhy

S letter, which wag a8 follows: ““Oyp Blankton

machines and pecopds means casy selling s cmphasized 4 2 &
s sales force gre adepts gt selling the Ligher

and altoget)oy this business in presented with  com.

pelling fore priced machines, Ay salesmen, no doyht every one of
The wusic dealors are not all viewing this raid on  You dealers js cqually adept. AN You need is a hint,
their logitimate business with quict indifference,  The We never ask y man what priced Instrament by

MOre progressive gpe getting the public car and support  Wants, ) _w“ tuke him '_'_'.”!""‘“”"'l“' to """""""Ill-“ "."‘
hy advertising, by window display, hy representative  PMayed "'.“', """‘"‘"' '\""“" is kept on this "'”""""" "f" {
stocks, |y «!.-umnslr;nilm under favorghle conditions, by demonstration, We play it ‘f' onee and no time iy
wood M':h. arrangement and general efficient sor -y nHm‘\'ml.llu-'vunhn.lu-r.lu mlk.prm-. The salesman shows
They ure doing theiy part in sharing in the field devel.  the fascinations of this sty lo.mlsu-mn.n-m. Ilf- talks T»I'lhv
oped by the manufacturers, but the future will require  NOrmONs tone chamber, artigtic design, delights of snel, 4

Ve more strennons effopt aninstrument iy the home und at this point (one always
heing in his pocket) produces g order hook and peneil.
Sell High Priced Machincs. The salesman who attacks the day’s duties without an

HAT hotter margins, Joss i,.,.{,’_,”'”,.“_‘ in colleetions, nlwh'r l‘mnk does not deserve the title, Produced at the

i minimum of complaints and 4 more satisfactory  rvight time ':" ""'. right way it will Win many a hattle,
business in ey EY WAy are coincident wig), the sales of At """‘ POt we mention 1l price—$350—and
the higher priced maehi a8 contrasted with the husi. ‘:‘nnpur«: it \\'I”l. tllu- #3500 or $600 the man would pay
ness in the cheap machines & probably generally con.  for a plano, pointing nu_l that the 350 purchases the
ceded, But it is not generally coneeded in cither many. Very epitome of perfection and that it hrings sueh a
facturing or petail vireles that the cheap instrument s Wide range of music., 1T customer Savs here that $350
i detriment to the business eyey though the margin I8 hare than l{" CATCS 10 pay at present we have a 200
is almost negligible for the maker and the dealer’s  or 22":"{ flanking the grand and offer these types with
profit It a small figure, the prn'xlvm-l of 4:xv||nnuimz for a grand within ninety

The cheap machine has its champions in men who  days—and nine times out of eleyey we n«-ll‘nl the very
argue that jts ownership results in an aceumulation of "'_“"' "»”“f or 150 and very often the 200 nstead of a
records and though not initself gl that its purchaser 35 or 50,
expeeted he is still not discouraged but on the contrary On FiXEd Prices.
his nliwn-u 1o own a good lllnf'llilll‘ has ’.uwu. inereased A“(”vx“ the dinner tahle the conversation of a group

Whether the “heap machine, by whiel 18 Mmeant one of music trade deglops naturally drifted to a disens.

retailing at twenty-five dollars or under, is "l"“‘ cial " gion of the various phases of retuiling talking machines,
i business Way each dealer must figure "'_" for '"f"""“‘ “1 don't like the idea of heing tied up to fixed
but there can be no douly about the Wisdom of con prices.” complained one, I think we ought to he
centrating on the hotter types and Cneouraging interest free to sell a line that we pay for gt any price we like, Bl
in them to the extent that the possible ""~“.'""‘ s eially with all the pew makes coming on the mar-
clate the faet ll!uI a vllulv‘lll‘llt' helow twenty-five dollars ket with no fixed price,”
“ss worthy of consideration thay one atove one hun. The grizzed warrior of the party put down his soup The
dred dollars, ) ) spoon, sat hack and looked at the complaining party. r
A Practical Hint, ]

“How long have you heen selling talking machines 7'
ORE than passing interest attaches 10 two Jotteps he finally asked.,

received by o talking wmachinge Jobber from two ““Nearly four years,”’
dealers in the same eity.  One pead: ¢ Send us some “Making good at it, 1 suppose 2
more 200°s and 350, These higher priced machines ape “Yes, doing first rate.””
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 the I is a matter of regret 10 us that for the pre
le : sent we cannot take on any more dealers,
i

pay the reason ht'mg our mabiln_\' to ade-
I‘I" quulP|_v fill the largf’ orders of our present
N a

350 trade.

200

vith When our output again begins to equal the
ety demand for His Master's Voice products we
ery

fa shall ask you to join in the prosperity of those

selling this famous line.

BERLINER GRAM-O-PHONE COMPANY, Limited

HEAD OFFICE AND FACTORY

The Famous Vietrola MONTREAL Victor Records
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“Well, that's the answer isn't it 2" and the grizzled
one attacked his soup again, but presently had another
thought. **Ever sell pianos!"" he shot at the complain
ing member,

“*No, 1 never have,”

“Well let me tell you something. 1 have bheen sell
ing pianos for thirty-seven years and talking machines
for seven. Now on the hrink of the grave when 1 look
hack over that thirty-seven years and think of the state
ments 1 have made to sell pianos in contrast to selling
talking machines I wonder why 1 ever stay in the piano
business. No, sir, the fixed prices of talking machines
is a great thing about the business and that they are
fixed high enough to let the dealer make a good profit
is even greater. 1 anything the prices should be higher
not lower. In my store we push the higher-priced
models and we always find people to buy them.”

Use the Literature.
E was finally compelled to admit defeat, When the
house  which him  with  machines  and
records cived still another request for the renewal
of a bill that should have heen settled long ago the
management decided to et him out.  His stock was
appraised and taken off his hands.

An examination of the premises brought to light a
considerable collection of supplements, eatulogues, leaf:
lets, ete, prepared and printed at considerable cost
and for the purpose of hoosting sl These had heen
collecting dust under the counter for months,  They
were not only useless but a waste.

Their discovery, however, confirmed the opinion that
the man did not deserve the opportunity he had.  His
location was good, so were his store and show window
He had all the assistance the wholesaler could possibly
give him, but when that wholesaler saw that he did not
have gumption enough to use the literature supplied him
free of charge he deeided that he should be out of busi-
ness and so he is. It is not here insinuated that be-
cause he neglected to use the literature he failed hut
because he had not sufficient enterprise to appreciate
the purpose and value of the literature, Use the litera-
ture and use it intelligently,

Mail Order House Machines.

RHHHH'I' Shaw, manager of the Western  Faney

Goods Co. graphophone department, says to their
dealers: ““T have told you—oh so often!—that in this
line, the machine is the salesman and the business is
records and supplies—yet in last mail | got a complaint
from an agent that fourteen mail order house machines
had arrived at his station last week.—And the agent
was kicking.—Gee Whizz—I1f | were retailing as you
are, and found fourteen brand new record buyers in a
week, T wouldn’t complain, 1'd get busy.

T eame pretty nearly phoning that fellow.—Would
have only it was $1.40 for two minutes and 1 conld talk
cheaper here,

““Listen '—You Saskatchewan agent—and all of you,
Listen !!—If fourteen machines (that are next to use-
less without the records you sell) arrvive in your terri-
tory in any one week—find who got them-—that’s all—
then put me next—I"ll make you thank the mail order
houses, not cuss them,

supplied

“This is the one line where you have the drop.
This is where you can get mail order houses working
for you—They will work up the demand, you supply

it—If you know how,”
Have What They Want.
UITE frequently people write in from small towns
something like this, says ** His Master’s Voice Bulle

fin

S Please send me your ¢ log and say if 1 ¢an huy
records from you direet,  We cannot get
want here,”’

It quite often happens that in the very small towns
from which these peaple write, there are duly qualified
““His Master's Voice™
deal of astonishment

records we

dealers (1) and it ereates a good
here to think that any Vietrola
owner in a town where there is a dealer should write
us in this manner

Dealers receive ench month a supply of advertising
matter covering every new record and ean obtain an
additional supply at any time from their distributor
upon application,  There is, therefore, no reason at all
why any dealer cannot quickly supply anybody with
any record in the catalog,

Every record sale lost hy a dealer means just that
much money dropped and none of us are dropping any

more money than we can avoid these days, To avoid
it in this i 80 casy that surely no one will do it.

Simply make use of all the aids supplied.  Make up
your mind that no man, woman or child within trading
distance of your store will ever he ignorant of the faet
that Vietrolas and Vietor Records ave sold by you. And
impress the fact that you supply every record,

Aggressive work of this kind will be a big help to
every dealer, even the hundreds who are now hustling
s0 hard.  Don’t forget to yell for help if you need it.
We are always glad to do everything we can.

How Talking Machine Needles Are Made.
ILLIONS of needles are used annually by talking
machine owners and in view of this some details
regarding their manufacture, from the time the earbon
steel rods threesixteenths of an inch in diameter are
reveived at the factory to the time the finished needle
is ready for use should prove interesting, and especially
so to those in the trade. The importance of the man
who just drops in for a package of needles is now
generally often  through conversation
with him the salesman gets the names of other promising
prospects in addition to an opportunity of talking
records.

One can often work in some hrief deseription of the
manufacture of certain parts of the machine, explain
in an interesting way the process of making needles, or
in some similar way get closer to the customer hy
letting him see you know the goods you arve handling.
For this reason the Journal gives this description of
needle-making by The Talking Machine World.  The
operations are as follow: The rods arve first heated in
an annealing oven and then slowly cooled in order to
soften them. In this heating and cooling process they
become oxidized or coated with seales. To remove these
they are tapped with hammers, after which they are
““pickled” in a solution of acid and water, and again
heated in another oven much cooler than the first to

recognized  for
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THE TRADE MARK

Afternoon and evening, week in week out, every month
in the year the little rooster, familiar to millions the world over,
is being flashed before countless thousands of Canadian people
in moving picture theatres over the entire country. On the film
it ir the guarantee of the best in drama and the cleanest in
comedy

All that the rooster on the film signifies is amplified and
multiplied with reference to Pathe Pathephones and Pathe
Records. Pathe lines are not a new proposition, though we
have a new proposition to offer you here in Canada. Pathe
lines have twenty years of success behind them They are now
to be manufactured here in Canada

Get identified with the Pathe line. You will be proud of
it and delighted with the demand and the profit. Get the
Pathe trade mark on your store front. Let it announce your
alertness to the value in musical qualities, in dollars and in ser-
vice of the Pathe line. Put out the trade mark where "he who
runs may see’’ that in your store you are offering something
different and better

PATHE DISCS.

Pathe Discs are recorded in every musical centre in the
world by artists of international and American fame—such artists
ac Ruffo, Muratore, Cavalieri, Fitzui, De Cisneros, Slezak, Weil,
Ober, Urlus, Parvis, Boninsegna, Koralek, Giorgini, Constan-
tino, Lauder, Sammarco. Nothing is spared in the construction
of these records to make them the most durable, and at the same
time, the truest to the artists' original renditions. They are
most practical because they never lose their musical tone quali-
ties—they never wear out. They are the largest discs made.
The large disc makes possible long sound waves. Long sound
waves give truer music,

PATHE SAPPHIRE BALL.

The highly polished Sapphire Ball which is used to repro-
duce Pathe music, cannot dig nor wear the disc and after being
played over a thousand times, there is no wear that can be
noticed even with the use of the microscope. The polished
round ball and the semi-circular groove in which it travels, are
two of the secrets of really natural sound reproducti

Send your telegram to-day about agency proposition, or
get us by long distance telephone.

PATHE FRERES PHONOGRAPH CO.
of Canada, Limited
Toronto 22 st 2 Canada
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remove the effects of pickling They are then taken to
the wire-drawing machine, where the three-sixteenth-
inch soft rod by being dreawn through a die plate about
one-cighth inch in diameter is reduced to No. 8 wire.
Drawing compresses and hardens the metal, making it

CASATY 10 repeat the annealing process hefore another

uction in diameter is possible,  Therefore, these
operations must be vepeated about five times hefore the
requisite reduction to one-sixteenth ineh or No. 16 wire
s obtained

The long coil of small wire is now passed to a form-
ing machine, in appearance like a lathe, which in spin
ning around the wire as fed through it, straightens and
euts it into rods about cighteen inches in length

These
rods are gathered up and taken to a grinding machine,
an ingenious special mechanism, which points the ends

about 150 of them at a time
ways and are held in exact position, fed through and
turned as they grind against the stone by means of
One set of ends being
pointed, the rods are veversed and again fed to the
grinder to point the opposite ends.  The now double-
pointed rods pass to the eutting machine, Its operator
seizes a handful (about 1001 pushes the ends against
a plate to even them, places them in the eutting machine
against o gauge plate sot five-vighths inch from the
shear, and toueh a lever euts off 100 rough needles at a
stroke.  Turning the buneh of rods end for end 100
more necdles drop into the hopper
pass to the next grinder 1 thenee to the next eutter,
and so on until the rod is about used up

The now rough needles are spread evenly to the
depth of an inch over the surface of a heavy iron plate
or tray, and while on this tray are heated cherry red
in a special furnace, on heing removed from which they
are at once thrown into large double cans containing
whale oil to harden thew. These cans are kept in a
water tank for cooling purposes. The inner cans have
strainers at the bottom, so that when removed with
needles in them the oil drains back into the outer cans,
which always remain in the water,

The needles, perfectly shaped and hardened, but
still in the rough and gummy with oil, are placed in a
huge pan or trough, which slides hack and forth with
jerking motion (somewhat like that of an ordinary ash
sifter) on the top of what may be called a ““washing
machine.”” Here they are treated to a bath of soft soap,
or soda and water, as they roll abont in the bottom of
the pan.  After a thorough shaking up in this seapy
mixture they are drained, and while still damp are
placed in a tumbling barrel or, in other words, a slowly
revolving harrel, pivoted at an angle of about forty-five
degrees.  Ahout double their bulk in dry sawdust is
mixed with them, and in a short time dries them thor-
oughly. They are then separated from their sawdust
towel hy a rather ingenious contrivance, which sucks
off the dust and leaves the needles,

It is now necessary to prepare their surfaces for the
final polish, and to do this they are scoured, A hateh
numbering several thousands is mixed with a pasty look-
ing compound, and the mass is wrapped into a eylin-
drical canvas packet about five inches in dinmeter and
two feet in length. Several ““packets” tightly hound
around with strong rope are placed in a machine ealled

They are fed to it side

rubber tived wheels or rollers,

The shortened rods
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a “tmangler,”” in which they are rolled back and forth
between two slabs as one would make a roll of butter

After this careful rolling or massage treatment is
continued for some time, the needles, by rubbing against
cach other in the seouring compound, arve thoroughly
cleansed and smoothly surfaced, and are taken from the
packets. They are then given a rinsing in clear water
and another turn in the sawdust barrel, aft which
they are for the last time packed into sausage-like can
vas casings and rolled this time with a fine polishing
compound.  From this last mauling they emerge as fin
ished product, and are sent to the stockroom to be
weighed (not counted ) into packets of 100 or more

There are about sixteen processes hetween the stecl
rod and the finished needle or, if we count the number
of operations necessarily vepeate the wire drawing,
annealing process, pickling, hammering, ete., there are
about forty-two handlings in all. and yet in no case is a
needle handled singly as such.

Eskimo Records.
RITING in a British daily Dr. Anderson, leader of
the Stefansson Canadian Arvetie Expedition, re-
lates, after deseribing mueh of his valuable seientifie
researches and experiences, the fact that about one hun-
dred talking machine records were taken of Eskito
songs and chants, with careful transeription and trans
lations.  To most of us in this civilized part of the
world they will no doubt he a revelation. People will
no doubt he looking forward to the pleasure of a
demonstration of these unigue and wonderful records
from the land of snow and ice,
This is just another evidence of the variety of high
class  entertainment  available  for talking machine
owners,

Competition in Better Grade Machines Being

Stirred up by Sales of Low Priced Goods.

N several occasions the Journal has directed atten-

tion to the energetic efforts being put forth to
interest retailers of all lines of merchandise in talking
machines and records. Such a movement tends to create
keen opposition for the music dealer. The following
article from the Dry Goods Economist is here published
not because the Journal is in accord with its conten-
tions but because it shows how competition for the
music dealer in higher priced machines might result
from the selling of cheap machines by other retailers.
Anyway the dealer should be posted on the points being
brought to the attention of possible future competitors.
The article in question is as follows:

Some merchants hesitate about featuring low-priced
talking machines as toys. They figure that such a policy
will inter with the sales of higher-priced instru-
ments,

“Everytime 1 sell a toy talking machine,” argued
a merchant, “‘1 kill off a prospect. The toy machine
will do practically what the big machine will do, even
if it will not do it as well. Why should T feature $5 or
$10 machines, when 1 can just as well sell $50 or 100
instruments?"’

Experience has proven this line of reasoning to he
faulty. The sale of toy talking machines is one of the
hest means of ereating husiness for the finer grades of
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NEWBIGGING LINE

Dealers will be well ad-
vised to place orders for More
cabinets ahead of require- s
ments for the balance of FORH
this year, as there is an over
undoubted shortage of You
skilled labor, and all man. get a
ufacturers are feeling iit. Ti
Remember these are war
times. Prody
these
ways
) SLEMRELRK with 1
No. 44 BIRCH MAHOGANY

g Cabinet Co,

HAMILTON . ONTARIO
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Record Cabinets

for all makes of
achines.

Write us about your
requirements.
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ELECTRIC

More value for your cus-
tomer and more profit for
yourselves than you have
ever had before.

You have to look ahead to

get an agency for

THE MUSICPHONE

Production is limited in
these war times, but it is al-

ways wise to get in touch

with the best.

MODEL F $175

: Cab

~d Hamilt
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MODEL E $160

ELECTRIC

Beautiful Tone.

Choicest Woods.
Handsome Designs.

The latest word in Univer-
sal Tone Arms.

Permanent Needles that
play all records without
change.

A Guaranteed absolutely
even running Electric Mo-
tor, so easy running that no
oiling is necessary.

Manufactured by

Newbigging

Limited

inet Co.

on, Ontario

ELECTRIC

Every objectionable feature
n I)'l(lll(’}llx\')ll\ '141\ I"'(‘“ re
moved by the manufacture

of The Musicphone.
Self Balancing Hood

Self contained electric
power; no trailing wires

can be used anywhere.

Universal Tone Arm; no at

tachments, and the needle

:l]\N(l)\ in the right place.

Permanent Needles that

play any records.

Splendid Tone Control oper-
I ¥

ated from outside.

MODEL G $200
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What is Home
Without Music ?

Columbia Grafonolas
$475 to $20

Double Disc Records

Made in Made in
Canada 85c up Canada

““HEARING IS BELIEVING "

The Columbia dealer nearest to you will gladly
demonstrate.
Send for new free catalogue.

Columbia Graphophone Co.

‘‘Creators of the Industry."”
‘' Pioneers and Leaders in the Art.”
‘' Owners of the Fundamental Patents,”

Canadian Factory, Toronto

TORONTO DEALERS IN OOLUMBIA GRA
FONOLAS AND RECORDS

\dums Furniture ( City Hull Squar
Burnett Gra . [

¥, (
The
I'hos, ©

thing
m

one h
nuelen
ups o
maehi
This is a sample of the advertising that the Music Supply Co step
do throughout their territory- in co-operation with the dealers. as |

MUSIC SUPPLY CO. ot 1

Largest Columbia Distributors in Canada - :I‘
36 Wellington St. East, - - Toronto antil
he fol
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thing. the grown folks become quite as mueh interested

in it as the yvoungsters Ihey begin buyving  records,
one here, one ther for the kids.,” until they have the
nucleus of a fairly good colleetion.  Then these grown

ups decide that they want something better than the toy

machine for reproducing those records. It is only a
tep from that decision to the purchase of a fine machine
as o musical instriment

For this reason the far-sighted store manager insists
that a record he kept of all purchasers of toy talking
machines during the Christmas selling

This list of toy machine purchasers should he held
until the lull in February and March

he followed up with an offer to allow the full purchase

and should then

OF course, it is out of the

equal to that

question to get tone pro

duetion in a $10 wmachin of a %100 instra

ment For among other requirements, space to pro

perly amplify the sound is one of the prime reguisites

for a good tone in a talking machine.  There s, however
plenty of opportunity for the exercise of sound g
ment in the seleetion of low-priced machines

Having made sure of the tone quality of the toy

machine, the next feature to be examined is the motor

The buyer who, in his anxiety to undersell all competi

tors, glosses over this important piece of talking machine

mechanism is storing up trouble a-plenty for himself

As we mentioned before, in most cases the small

machine will play the same record as the expensive
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NT OF QUALITY

HEN you see this trade mark on a phonograph you know
and the public knows that it is the name of the instrument that

Won the highest score for tone
quality at the Panama Pacific Ex-
position.

Has a Swiss-made silent motor
that runs nearly twice as long as
do motors in similar priced ma-
chines.

Is characterized by extremely
graceful lines due to the patented
“bulge” cabinet construction.

Has a sound box which doesn't
deteriorate with time,

Plays all makes of disc records,
being designed (not adapted) to
do this.

Controls tone volume at the
sound source—the proper place
—without the slightest blurring or
marring of the accuracy of repro-
duction.

Is so marvelously beautiful, so
sweet and expressive as to make
each machine sold a wonderful
salesman for other Sonoras.

The Sonora is The Highest Class Talking Machine in the World.

It is the instrument which
you should sell.

Write us at once if you are interested in the agency for your territory. Act
quickly so as to get your shipment in time for the heavy, profitable, holiday trade.

TEN SUPERB MODELS
$62.50 $80 $100 $135 $200 $270 $265 $300 $475 $1,500

Manufactured by
SONORA PHONOGRAPH CORP., NEW YORK
Get agency terms, discounts, etc., from the CANADIAN DISTRIBUTORS

. MONTAGNES & COMPANY

Ryrie Building, Yonge and Shuter Sts,, TORONTO
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instrument ; therefore, each of the purchasers of these
toy machines is a prospect for record sales, The man
who sells talking machines should always keep in mind
that when he sells a machine he sells the customer the
privilege of constantly coming hack for records.

This, of course, suggests the following up of pur-
chases of any machine, no matter what its price, with
announcements of new records from time to time.

It also suggests the advisability of handling some
of the cheaper lines of records in the toy department.
There are a number of good records which retail at
from 10 cents to 35 cents. These are the ones which
the people who buy low-priced machines will he most
likely to purchase—at least for the first few months, A
man who has paid $5 for a talking machine is not likely
to pay $3 for a record.

This fact has led some merchants into thinking that
the featuring of cheap machines and cheap records may
hurt the sale of the finer records. Again the facts have
shown the contrary to be the ease. Even the purchasers
of expensive talking machines usually begin by bhuying
rag-time records, but they soon demand better music,
The rag-time serves as the kindergarten to the classics,

In the same way, the people who buy #5, $10 or §15
machines for the youngster hegin hy picking up low-
pr records,  Then they hear some beautiful voeal
or instrumental record played on a machine helonging
to some friend, and they decide to try it on their own
machine, It gives a fairly good result. The inevitable
result is that they hegin buying more of the higher-
priced records.  Next, having the good records, they
want a machine that will give more satisfactory results,
This has been the history of the sale of many a fine
machine.

Then, again, it must be remembered that the talking
machine of to-day is more and wore coming to he con-
sidered as a picce of fine furniture,

The woman with the well-furnished living-room is
no longer satisfied with the cheap little talking machine
over in the corner. She wants a fine cabinet that will
look as well as any- other picce of furniture in the room.

Her toy talking machine is at first only an amuse-
ment for children; but soon it is used for entertaining
the family. Once the family hegin playing the machine
they begin to find it necessary to apologize for it to
friends, with the result that sooner or later they feel
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the necessity of getting a machine for which no apolo
gies will e Ay

The pushing o
simple matter.  Indeed, they push themselves
from the usual newspaper advertising which would e
given to any toy, it is only necessary to have the machine
played constantly in the department.  **Musie  hath
charms’ not only “*to soothe the savage hre " but
to attract the tired shopper.  You will never fail to find
a erowd around a talking machine that is heing played,
whether it is a big machine or a little one

Unlike other toys, low-priced talking machines and
records should not be considered merely as toys for
children, but as a means of cducating the grown-ups to
the possibilities of a fine machine for the production of
music in the home

Methods of Boosting Business.

LACING instruments in homes on approval, prefer-

ably over a week end is advocated by one dealer
who elaims to have met with good results in this way.
OF course the machines are not placed promiscuously
but in homes selected as offering reasonably good pros
peets of a sale,  This same dealer states that an instra
ment is always kept playing in the store during husiness
hours so that passers-hy may hear it
exelusive one for this department is used constantly to
apprise customers of certain new records or to ask for
the privilege of placing a machine on approval,

Still another dealer tells of selling a sufficient num-
ber of outfits in adjoining territory to more than justify
the method, viz, a machine is loaded into a light motor
truck with a gencrous collection of vecords and demon-
strations given in private hemes and at stores of other
merchants, ete,

Noon hour concerts in industrial centres where there
are factory employees with a half hour or more in which
they have nothing to do but amuse themselves are usually
productive of good results. There is no cost attached
and with music played that appeals to the listeners con-
siderable steady record business can be counted on as
a result. But at such recitals it is not grand opera that
will he found most attractive to the audience, The latter
can be encouraged to suggest titles to play, particularly
if made to feel that suggesting seleetions does not carry
an obligation to purchase, Neither should the dealer’s

the toy machine is a comparatively

Aside

The telephone, an

Prove it by Number A5844!

Anyone who thinks a whole

lymphonyordndniuimpouibleofneording ought to hear
Grieg’s tone-masterpiece, “Spring,” the initial Columbia record-
ing of the Chicago Symphony Orchestra.

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

e C o C

365 Sorauren Ave. Toronto
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er policy that gives
the merchant
licensed to sell the
New Edison every
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demonstrate that
no more dealers
are necessary
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operations inorder
to secure the max-
imum results from
that zone.

THOMAS A. EDISON

INCORPORATED
103 Lakeside Avenue,
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anxiety to sell a machine be display e,
object is to get people to the store

Recitals are employed by a dealer who gets local
interest by employing home talent to assist.  The recitals
are given at the store and the public invited through
the regular advertising space in the local paper and hy
invitation cards.

The primary

Another dealer has a valuable employee in a mechani
cally inclined young man who is quite capable of mak
ing any adjustment or repair that a machine might need
He visits the homes where his store has sold machines
On arriving at a house and announcing that his mission
is to inspect the machine he is promptly invited to enter.
He plays over some records by way of entertaining who
ever may have time to listen and leaves a list of records
that the store recommends because they are desirable
and beeause they are in stock.

One dealer makes a specialty of lending machines to
chureh and lodge entertainments and even to private
parties without charge. e formed the habit by chance
some years ago. He was importuned for a donation to
some little local affair and only thought of courteousl
disposing of the supplicant when he volunteered to | o'
a machine for the evening.  To his surprise the macline
found a purchaser as a direet result and this led him to
look into the possibilities in this direetion,

At the Edison Experimental Store at East Orange
there is a “Childeen’s Hour™ every Saturday. This
is an idea any dealer can work anywhere and if each
dealer will stop to think he will remember the kindly
feelings developed toward the merchant who noticed
him as a child and will likewise remember the resent-
ment which he never quite ontgrew toward the merchant
who looked upon the boy or girl as an unavoidable
nuisanee and not a human being.  For the **Children’'s
Hour™ some person aceustomed to entertaining or hand-
ling children should receive them and show them to seats.
The latter might be arranged in a semi-cirele if' space
will permit so as to he somewhat informal and the pro-
gramme opened and interspersed with little informal
chats on music, musicians and composers that will give
the children a more intelligent interest.

The children should be encouraged to put the names
of their friends on cards supplied for the purpose so
that invitations can he sent for the next recital,  Natur-
ally the dealer and his representatives will mingle among
the children and parents at the close of the recital for
the purpose of getting into conversation. The dealer
need not worry about the results.  They will follow.

W. H. BAGSHAW

Lowell, Mass., U.S.A.
Oldest and Largest Manufacturer of

Talking Machine Needles

WORLD'S RECORD SHIPMENT OF

63,000,000

NEEDLES IN TEN DAYS

TRADES JOURNAL

The Frosty Window.

TH overcome the frost on the window it is neee

to do away with any warm air in this window.
This warm air, as soon as it strikes the cold plate glass,
condenses and forms cither steam or frost in the win-
dow. I the air in the window is the same temperature
as the air outside your trouble will he over.  To aceom
plish this you will have to have your window closed so
that it is air-tight from the hack, with openings in front
50 that the cold outside air can ventilate through the
window,

The old method of letting the outside air into the win-
dow was to hore holes through the sash, or pipe the air
in throngh the bulkhead and up through the floor. This
has been greatly improved upon hy setting the glass in
a metal moulding in which are small holes that serve
both for ventilation and for drainage

If the show window is enclosed and separated from
the store proper, no ventilation is required other than
this metal sash, provided the show window enclosure is
made absolutely air-tight In order to do this, the
floor of the show window, the ceiling and the partition
should he double and lined with huilding paper, and the
door entering the show window should be made similar
to that of an ice-hox, having double rabbets and rubber
weather strips.  Where glass is used in the partitions
it should be set with putty.  We have made a careful
stidy of the problem of ventilating the show windows
80 as to prevent the steaming and frosting of the win
dows, and it is our earnest opinion that no ameunt of
ventilation will accomplish this result under certain
conditions unless the show window is enclosed from the
store proper and made absolutely air-tight.  The show
windows are such an important part of the store that
too much attention cannot be paid them.  Many mer
chants realize in a measure the importance of their win
dows and try to meet the need by hiring good window
trimmers and putting in elaborate displays and hack-
grounds.  These same merchants often overlook the s
that in order to have this work most effective, that they
should first of all put in a modern and practical set of
show windows.

Few merchants have had mueh expe in show
window building and this part of the new store build-
ing is apt often to be badly neglected.  The window
trimmer is a valuable man to take this matter up with,
as he has given the subject much thought and is apt
to know just how to plan windows hest snited to your
purpose.—Retail Equipment,

ry

The Messenger of Honest Trade.

AT a recent salesmen’s Congress Hugh Chalmers gave

a Chicago newspaperman a good tonie for the sales-
man or the employer of salesmen.  Whether or not one
agrees with each point, there is a great deal for talking
machine men to think over. Mr. Chalmers said: *‘Sell-
ing is the crown of civilization, The savage is a burglar,
a murderer, a robber. He takes what he wants—if he
can—and gives nothing. The salesman is the messenger

of honest trade—he is more than the messenger: He is
the pilot and the monitor.
““Never hire a man in a single interview, A man

looking for a job is like a man courting a girl—on his
best behavior the first time he calls, shot full of ready
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material to boost his own

ne and wearing his Sunday
clothes. He should be interviewed not |
or four times, and then 1 always have seve ral wen pres
ent to look him over, heeause three men

ess than threc

an think bet
ter than one man

“One rule that | maintain as inviolate is that an
applicant must be able to furnish « surety  company
hond.  That may be eruel sometimes, |
necessary for

it it s absolutely

afety.  If a man cannot furnish a bond
there is some good reason for it

“And, on this topic, let me add that o man must I
firm in such matters for his own sufety and for the
safety of his fellow merchants, 1 maintain that it
my privilege to fire with the same readiness with which
I hire, and 1 make this a vule. And it goes for my
wife's relations and my friends’ sons, Wi n 1 odis
charge a man 1 tell him why. I don’t congh and serateh
my head and say we are entting down or w

is

aking changes

I tell him he failed, or he was caught. or e

wrong trade. That may do him some good
“And 1 never give a man a letter of

I8 i the

recommenda
tion. T will not arm a man with a cortificate of char
acter throughout the vest of his life. no matter what
that life is to he. 1 gladly answer inquiries about men
I know. And 1 answer them teathfully, and | wish |
could get the same courtesy in return, instead of the
milk-and-water generalities from wmen who are soft
hearted or afraid and who help to load me up with in
competents and thieves

““Another point that 1 regard as important is—did
the man do any work as a boy ? 1 respect a colloge edu
cation, but it has heen my misfortune to conclude that
it is a great problem to overcome some of the advan
tages of civilization. Give me a boy who was trained
to hard work, who knows it, feels at home with it and
respects it—mayhe even loves it

“The next question is—are his habits good? 1 don’t
ask a man to he perfeet.  None of us ar And 1 prefer
a man whose imper

ections are chuy

ed up and min
gled with his goody-goody qualities as against the man
who is a saint in streaks and a dovil in other streaks, |
don’t like that zebra kind of man. We're all a sort of
slatey gray, 1 guess. Well, a man has to he at least
slatey gray for mine

“T sometimes ask a man to give me three reasons
why 1 should hire him. That tests his quick thinking,
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his salesmanship and his familiarity with the goods he
is selling And it he can’t talk that goods—his own
merits—what can he sell

\nd, furthermore, I want to know, and know very
thovoughly, why he is out of a job

One of the things that I observe while 1 gia look
ne an applicant over is—ecan he listen as weli as talk?
Sulesmen, as well as railroads, need terminal facilities
The only further requirement that 1 insist upon is u
buoyant enthusiasm. 1 love a man who bubbles with
the glee of his work

\ man who doesn’t love his work should find some
other kind, or he should b

2, or starve. e is a coward
for getting into it and a waster of his own time and
another man's money for staying in it
Modern commerce has no time for the trifler, 1
will not tolerate him. 1 love my work and you ean't
express that love in figures, either
God doesn’t put us on earth cquipped to sell

things.  Less than that does He put us here to sell any
one thing.  We must know that thing first and how to
sell it

It is diffieult to convinee another man of the merit of
something which you yourself do not understand, And
it is hard to be a super-salesman unless you are so con
versant with your goods that you can think instan
tancously and answer with 100 per cent. accuracy.

“When the salesman reaches that stage—if he has
enthusiasm, energy, charact courage to work and all
the other requisites T have set out—he is ready to be a
great salesman i he gives his work the last fine toneh,
the hig

1 light to make the picture perfeet and com
plete—that one thing in which we Americans are most
sudly lacking—conrtesy.”

Demand for the Better Goods.
Otto Heineman, head of the New York Phonograph
supply house hearing his name, in a forecast of 1917

conditions says: ““During the past year or so quite a
number of concerns have entered the talking machine
field in this country, bt the leading manufacturers

still continue to iner their sales totals month after

month, and are closing a greater business than they
have ever done in the past

“The new companies are also doing a very large
volume of business, and the buying power of the Ameri

England’s greatest 'celli

violin genius.

( Write for ** Music Money,"" a book **full of meat ** for those C

Two new notes on the Columbia strings—W. H. Squire,

, and Frank Gittelson, America’s

lumbia Graphoph C

dealers interested in quick and frequent turnover of capital. )

365 Sorauren Ave., Toronto
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can public is so vast and tremend th ' plent
of business fi talking machin nu turer
vho conduet r ong sowm profitabl 1
and give thenr and the pul m nd |
for the money d
In my opinion the great proportion 1 talking

nachine husiness to In wmstmmated in 1917 1
sist of the better elass of machines, 1 heli that guit

few concerns who are nov to m | 1
cheap class of trade will find their production serious
curtailed during the coming yvear and eventua |
either he obliged to make better machines or retir o
the field altogether The public is asking for nachin
that is well finished and well equipped, and gua
must he apparent hefore the il purel n instru
ment for their homes

The talking machine has become an absolute

sty Its incalenable value from an education stan
point has been the subject of extensive comment in tl
leading newspapers and magazines, and as time goes on
the true value of the talking machine is being recognized
hy every factor of onr modern life Phe demand for
talking machines in 1917 is eertain to he far and beyond

that of any other previous year
Sonora Catalogue
I'he Canadian distributors of Sonora  Phonographs
Messes. |, Montagnes & Co., Toronto, has issued a n
catalogue illusteative and deseriptive of the various
types of Sonoras. The eatalogue is a made-in-Canada
production, heing from the printery of Armac Press

Ltd., Toronto. In design and execution it is in keeping
with the line featured

The different ‘models of the Sonora arve pictured in
the various rooms of the home in which they ould
naturally be placed, the room interior forming a light
hackground to show up the design in half-ton Al
ready 1. Montagnes & Co, have received complimentary
letters from dealers concerning this evidence of their
enterprise which is found to be a useful selling help

General Manager Appointed by Pathe Freres
Otis C. Dorian, of Columbia Co., Goes with New Canadian
ouse

After a connection with the Columbia Graphophon

Co. extending over twelve years and embracing experi

ence in practically every department of
and marketing, Mr. Otis (
of the Canadian
aceept the office of

Phonograph Co. of

manufacturing

Dorian, assistant manager
resigned to

Pathe

division at Toronto, has

neral Freres

[ manager of
Canada, Limited

The Canadian Pathe firm was incorporated this year
with head offices in Toronto,
in the

heen stated
"athe

company s

as has alrveady

distribute
Il

has a strong directorate of

and
Pathephones and records in Canada

Journal, to manufacture

amply finaneed successiul

husiness men, and purposes going after husiness aggres

sively, and in a large way

A factory has been purchased in Toronto, the com
pany having secured the Kindel Bed Co. premises at
{ and 6 Clifford Street. This is a solid hrick three
storey and hasement building, giving thirty thousand

feet of floor

ing fitted up under the supervision
Mr, K sing | just recently come from New
York t n the Pathe organization in the capacity of
e superintendent Mr. Kearsing is a pioneer in
I " o dise r wd manufactur
| general manager, Mr. Otis C. Dorian, is a
oung 1 th wide and varied experience, and un
ted confidence in the future of Canada, and the place
Pathe Pathephones and records.  In 1912 he came to
Canada I Philadelphia, where he was assistant man
ger of the Columbia Col’s branch, to take the same posi
m i inad ith the wider duties and larger respon
hilit ol tl cturing plant her
Mr. Doria etically born into the business
18 e s only five ars old when his father, Mr, Marion
Dorim nter e Columbia service, and the phono
reaph T of his daily diet.  Some time after
that My Sr.. was appointed manager of the

M. Otis €. Dorian

Paris, France, office of the Columbia, and took his voung

son along as part of his household effects. They lived

in France for over five years, and the boy divided his

time hetween school and the Columbia store, He is
sure that a large part of the suceess of that office was
due to the proprietary interest he took in the business

after sehool hours and on holidays

His father heing promoted to the position of Assis.
tant European General Manager, with offices in London,
England, young Dorian transferred his attention to that
end of the

business, also after school hours, as for some
unaccountable reason, and to his bitter disappointment,
the “‘powers that he'” couldn’t see what a big addition
he wonld be to their staff

At last after spending a couple of years at Univer
College, London, he was placed on the Columbia
payroll at the magnificent salary of $5 a week. Shortly
after he was promoted to the position of Secretary to

sity

¥
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1 1 wle good ther
1l r Pt I fon | " |
had just 1 I ! rk
nd mor | 1 " nd | tin
] Vork as Seeretary to 1) I
president t | te Mr. E. D. Easton, |
i char I routin rk of tl
1etor mtin
Referving Ir. Dorian  says
\ny " | ! tun wrk

weker, stoek
caving 1l erson
noconnection with running talki
that e hadu't tackled, they badn't e
ip to that tim
From Paterson | Vas  transtorred  hael

York as sort of assistant to the Treasurer His duties

there were various, and had to do with the

perations of the company. 1

financial
was then sent to Phila
clphia as assistant  manager. having ol
routine of th

rge of the
business and in full charge of the retail
ind instaliment

n 1912 he took over complete management of th
Philadelphin store, and remained

m charge until that

stor following the policy of the Columbia to gradn

ally confine their efforts to wholesaling—was disposed

of to the Pennsylvania Talking Machine (o
He was then sent to Toronto where he  has had

targe of all manufacture in addition to the thousand

and one other duties of this position
From all of the above it will be seen that his talking

machine teaining has heen g comprehensive one, e

tically every branch of the husiness

He has been actively in the

bracing pr

game for over twelve
ars and has seen the phonograph develop from the
little toy

to the superh musical instrument it is to-day
with sales running into millions of dollars every

year
and he is confident that th

enormous possibilities of
the field are only heginning to he realized

TRADES TOURNAL

Columbie Items

P Cabanas, manager Columbia Grapho

phone
siness, has returned to his |

ecadguar
I'on N York. M

Cabanas

firm at Bridg

ines hehind in e
additions that have
September sales of

ger than for any other

il management

Mr. F. R, Hoffmay

has heen able to keep record deliveries even with the
demand but has found it impossible to meet the dealers’
requirements in machines, although shipments show

a
surprisingly large increase over last y

ir’s business
A\ newcomer in the Columbia organization is Mr, F

R. Hoffman, who suceceds Mr, Otis (

tant

Dorian as assis
manager, the latter having resigned to accept the

management of Pathe Freres Phonograph Co. of Canada

==

“Columbia.” A name that has meant

more and more with

every year that has gone by. And it has been some time since

it began to stand for “most”—most in fone, most in value, most

in popularity.  And most in profits, too—don’t forget!

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

P s

Columbia Graphophone Co.

365 Sorauren Ave., Toronto
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How Is It With You?
Reprinted from '‘His Master's Voice for September
TIDI ar is just two-thirds gon It is only a few
veks sinee our General Manager announeed that
business with us s stthstantially ahead of the corres

ponding period lust year Fhat's how it is with us. o

was then,  Sine

more, but

then it has

inereased still
How Is 1t With You

Fhe other day we asked the contraet department for

the question is

information as to the estublishiment of new dealers, and

wis We are
hundred

the answer turning down applications

by the That is done because it is absurd to

establish new dealers when you cannot supply existing

dealers with all the produet they could use.  In the past
few years we have spent millions of dollars—actually
millions—in inereasing our output, It is evident, then

that a good many people must he making a lot of money
His Master’s Voiee™ products.  But the ques
How Is It With You?"

It's a fine thing, a splendid thing. to be engaged in

out ol
Hon s
a business with a line which is the best of its kind, which
is backed by a strong and efficient organization and for
which the demand
supply : but the
ot of it?

is always many laps ahead of the

question is: Are von making money

1 gin ask wi
w ther e thousand Peo | " e 1)
The lealers 1 ) Hione deas nd
Phe publ " ) pecesstull Il
kno s well as the dealer knows ether he's got con
den n his business or whether has hasn I the
o that he hasn't, wi hen 1l lack confidence too
ind business which could be hae sty | dealer who
had the required amount " nee andd enthusiasm
I go doar | lnvks  thos NOCEOSSIT)
malities
When 1 e ny "t wl to bhuy anything
rom # hat to a hol hor on deal witl piker
1 do Yo 4 L\ ' that s a stor that
weries o stoek which permits you to exercise some chioi
and where you believe the people know something about
the goods they handl
For the Colonel’s Lady and Judy O'Grady
Are sisters—under their skins
wrote Rudyard Kipling, and we are disposed to think

he knew what he was talking about.  Haman nature

very much the same, whether it is being blistered in the

Nahara or petrified in leeland, and when
other fellow, th
to do it is to ask yourself how they look to you
under the
will act

yvou want to

know how things look to th hest way
hecause
same sort of conditions, all men and women
much the
trade at a

There are

in pretty
Peopls
their confidence

SAMEe way
that
several elements which eon
First
of all comes stock, then appearances, service and so forth

won't stor doesn’t inspire

tribute to the necessary building up of confidence
When a man intends to let go a fistful of good **dol

that
wants to feel that he'll get the hest that's to e

brow, he
had for
11 begin to back toward
looks small.  He feels that he'd
elsewhere, and so you have an un
which

lars™’ he's earned by the sweat of his

and sure as fate he
the door if the
get a hetter

the money
stock
choie
necessary obstacle to overcome was erected by
vour own had judgment

Welearn slowly, but the dealer with only a few years’

B e ——
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experience must have found out by
huwu-m man whe is willing to
Voice’

now that any good We've
go after **His Master’s
 big way will ip a rich harvest,
That is a statement which can he verified with the ut-
most Big as business up to now has heen, the

is still a bigger business to he won from the re
months of the year

every individual

Been Married Just One
uek  Churman
Mother's Rosary
Soprano wolo, oreh
\ Savannah Lullaby
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Columbia Distributor Visits New York.

Mr. John A. Sabine, of the Music St wply Co., Tor-
onto, has returned from a visit of several days to the
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The Otto Heineman Phonograph
Supply Co., Inc.

25 WEST 45th STREET, NEW YORK
Factory, Elyria, Ohio

More Than

7 000,000 Motors

of the

Heineman Type

Are in Use in All Parts of the World

Does this not convince you that

is the World’s

Standard Phonograph Motor?
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R i e —
CHARLES © EDWARD

T A i g

B B e -

An Appreriation

Died at Charlottetown, P.E. 1., on

Saturday evening, October 7th, 1916

For nearly thirty years the members of the
Sherlock-Manning Piano Co. have been in
association with Charles Edward Tanney.
Close association for this number of years gets
men pretty well acquainted with each other
and it is a pleasure to say that the longer we
knew Mr. Tanney the better we liked him.

He was a good fellow right through. Faith-
ful to his employers without sacrificing the
interests of the Trade, upon whom he has so
often called. As one man said who knew him
well, "He was all gentleman."

He was a man of many parts. From boy-
hood he had been interested in music; one of
his early experiences was filling the role of
the end man with a minstrel troupe. For
years he led a church choir in the singing of
praises to his Maker. He was a master in the
art of tuning an organ. The qualities he would

J. FRANK SHERLOCK

London, October 11, 1916

produce from a brass reed were almost beyond
belief. He was equally at home with the piano
merchants from one end of Canada to the
other.

His associates of a lifetime standing bear
tribute to his splendid qualities as a friend
and a man. He loved his home and family
and it was his pleasure to share it with his
friends. Who would not desire to pass away
as he did? He enjoyed his work to the last
minute.  Although he was away from his
family he was with friends, who through busi-
ness dealings had learned to appreciate him.

We, his employers, desire to express our
sorrow at his death. We have lost a friend
as well as an employe and this page is to ex-
press our appreciation of our friend's qualities
as well as to notify the Trade of his pass-
ing on,

WILBER N. MANNING

TANNEY

Mus
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Victor Records tor November.
rorml SONGS —10-INCH 90c.
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DANCE ¥OOIDI
X 90¢
tmbling Rowes,  Fox T

L
18148

ot (8. R Henry), Conway's

Trot (Harry Jente Conway's Band
Fox Trot (M. | ‘s Band
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THE NORDHEIMER PIANO
A REAL AID TO BUSINESS-BUILDING

The customer who is easily pleased may seem as good a business asset as the difficult-to-

please buyer—better, sometimes, because of the smaller amount of time the transaction re-

quires. But in reality it's the particular people who make it possible for you to build a

successful business.

Because they demand much in a

give it to them,

This class of people seldom quibble over price—it's quality they seek.
ese connoisseur customers can o

a truly high grade instrument.

The Nordheimer Piano, with its many improvements, its tone equalizing bar, and its sure ap-
peal to the musical ear, is an instrument well calculated to win this desirable class of patronage.
Some territory still open for properly qualified representatives,

The Nordheimer Piano & Music Company, Limited

Corner Yonge and Albert Streets - Toronto

piano, they know how to appreciate quality when you

nly be won by those who cater to their demands with
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(Ball).
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e
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rus and Manager.
& Beautiful Girl (Snyder),

AZ0RO
George
racter singer.  Orchestra _uecomp,
A2078 (Rogers and Vodery). Hert Williams, comedion
aire So0oRtD.
I'm Gone Before I Go (Carroll),  Rert Williams, comedinn.
wtrn_ accomp.
A2075 Angels Mewt Harry €. Browne

e ot the Crossronds (Hays)
hurito Orchestra accomp. with Banjo effect by

Harry

Orehestra

Ang

5 wie
Gabriel (Stewart). Harry . llrm\nv haritone.
np. with Banjo effect by Harry Hry e

12.INCH DOUBLE-DISC
nda—Dance of the Hours

RECORD! H .26,
Part T (Ponchielli).  Prince's

Yy Orchestra,
Danee of ﬂw Hours

y l\rrh
ot.

Part 11 (Ponchiolli).  Prinee’s
it mation Mareh
¥ Orvlwulrn

Rusticnna
¥y Orchestra,

0-INCH DOUILI DISC RECORDS —86c¢
1|"ru| m tional ﬂxamnh Ibn

(Meyerbeer).

Prince’s Sym-

Intermezzo  ( Mascagni) Prinee's Sym

Infantry

AZ090 7nruluu
I

" or.
Amorose (Pranco). und of Havana.  Luis
[
A2074 Little Symphony  Orchestra.
ed by H. Mouton). Little
Barrere, conductor.
12-INCH DOUBLE.DISC RECORDS-$1.50.
ASBT0 O Lovely Night! (Ronald). Louis Graveure, baritone. Piano
and ‘eelln accomp.
A l"lr\wu-ll (Liddle).  Louis Graveure, baritone. Orchestra
co
A3803 Onaway, Awake. Belaved! (Coleridge-Taylor). Morgan Kingston,
tenor,  Orchestrn accomp,
“Judas Maccabacus' - Sound Alarm  (Handel).  Morgan
Kingston, tenor. Orchestra accomp.
10-INCH DOUBLE-DISC RECORDS-—85c.
A2071 Rose_of My Heart (Lohr). Grace Kerns, soprano and Reed

iller, ‘tenor. ~ Orchestra wccom|

Kilkenny,  (An Old Irish Air.)
Rudolf 'I"hllrr)

A2078 O Iy Father (M
ont ncnm X
We Thlnk Thee, O God,

lr.rmnmnd and arranged by
‘hlrlu lerl-nn tenor. Orchestra accomp.
Columbin Mixed Quartette. Or-

, For a Prophet (Fowler and Norton).

Sarto, baritone.  Orchestra  ae:
A2077 l\nllllhll Hawaiian Medle of Hulus. !n'rnrll cing (1 I{
onolulu Tom Ro; (5

2) My Honoluly Hula om"
n _the Beach ki 4)
and. Kflimat),
Onhu{VT accomp.
u

Cunha
"l'l“l'l

luhi's lemlln

“‘-In L- . Frank Ferera and Sam Kainoa.
A2079 lea Prince’s Band,
Sta nllr‘ Bearer March rhach). Prince’s Band
A2089 ﬂv"l‘ Genevieve l'l‘ﬂrlmvi Taylor Trio. Violin, “eello and
piano ace

Silver Threads rmunl the Gold (Danks).

Violin,
‘eello and piano aecomp.

Taylor Trio.

How To Plan a Talking Machine or Player
iano Store.

By Rayburn Clark Smith, President Unit Construction Co.,
Philadelphia, Pa.

FFICIENCY should have first consideration in the

development of any plan.  While the ““general ef-
feet,” a term which covers a multitude of sins, should
he such as to ereate at onee in the mind of the prospec-
tice purchaser a favorable impression, the value of this
first impression will he greatly lessened, if not entirely
lost, should the serviee afforded hy the talking machine
or piano department prove to be inefficient,

An efficient store plan is one which will facilitate the
handling of a maximum amount of business with a mini-
mum foree of employees. Demonstrating rooms should
he arranged along the side or across the rear of the store
or department and record or player roll stock located as
centrally as possible and within easiest access to the
rooms.  Placing of stock in a long. narrow passageway
hack of the demonstrating rooms is not, as a rule. an
efficient arrangement,

A room six feet by nine feet will accomodate from
8000 to 9,000 records or from 3,000 to 4,000 rolls, and
when placed midway in a battery of rooms makes the
stock aceessible not only to the demonstrating rooms hut
also the entire department. When demonstrating rooms
are arranged in batteries on opposite sides of the depart-
ment it is often advisable to have stock rooms on cach
side.  Where space is available and the amount of busi-
ness justifies it is, of course, desirable that the depart-
ment be sub-divided into a record or roll section, but
when so divided the seetions should still be within easy
access of each other.
ch demonstrating room should have but one door,
as extra openings produce confusion and reduce the
capacity of the room. Never have communicating doors
hetween adjoining rooms.  The salesman, by having to
step ont into the department to seeure additional records
or rolls, is given an opportunity to not only speak to any
waiting customer, but also give attention to other custo-
mers in adjoining rooms.  An alert salesman is often
able to wait on several customers at the same time, pro-
viding the department is planned with this end in view,

Where volume justifies the maintenance of a demon-
strating library entirely independent of the sales stock
the most efficient arvangement of the record or roll sec-
tion consists in grouping a series of trial rooms around
a central lobby in which the demonstrating library is
cataloged.  With this arrangement one or two sales
people may often cover, with absolute efficiency and
satisfying “‘come again’’ service, a series of six to ten
demonstrating rooms, and this in a minimum space,

The location of the department naturally has a very
direct effect on talking machine, piano, record or roll
sales.  Wherever possible the department should be
located on the main or street floor. We have had many
instances where the sales of a department have been
more than doubled by moving it from either the base-
ment or an upper floor to the main floor. This applies
with especial foree to roll or record sales. Where it is
not practicable to locate department on main floor, en-
deavor to place it on second floor with good elevator
accessibility, and always avoid a basement or mezzanine
loeation.
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Make a distinet separation of talking machine and
piano departments from sheet music, as the latter inter
feres greatly with sutisfuctory  demonstration of  the
former

Accessibility is the most hnportant factor to he con-
sidered in the location of the department

Simplicity and dignity should he the keynote of the
decorative seheme,  Avoid claborate ornamentation in
demonstrating rooms and furnishings. The store treat
ment should, of course, he harmonious in color and i
sign throughout, hut highly ornamental fixtures and
furnishings distract attention from the merchandise

The dealer should remember that he is selling pianos
or “talkers” and not store equipment

Subdued rather than bold, the color scheme throngh-
out, while pleasing to the eve, should he neutral, not
positive.  Enamel finishes such as ivory, French gray,
or white, are preferable to the more solid hardwood
finishes.  The contrast of these neutral  bhackgrounds
emphasizes the beauty of design, wood and finish of the
instruments on display, makes impossible any elash of
color and concentrates the eustomer’s attention on the
merchandise,

In passing it should be noted that enamel finishes
should always be applied on hardwood such as hirch or
cherry, as the cheaper soft woods do not offer the proper
cither for high-grade finish or durability
itilation should also receive thorough considera-
tion in the planning of a store or department.  Where
demonstrating rooms can he installed against or near
walls having exterior window openings, or in a space
already well ventilated, additional ventilation is usually
unnecessary,

If, however, it is necessary to install the rooms in o
space already poor in ventilation, they will, during the
period of demonstrating, become oppressive and not only
dampen the buying ardor of the average customer, hut
also leave an unpleasant impression which may lessen
the probability of his future patronage.

Adjustable sash in transom or cei ng will sometimes
overcome this diffieulty, but only at the expense of sound-
proofness.  Where ventilation is necessary an electically
driven blower system is the only efficient system,

Economy is the secret of the suceessful plan,
of time, money and space, An economical investment
should be measured by the proportionate return on
amount invested, Ve often the dealer feels that the
local carpenter can, for the least expenditure, take care
of his demonstrating room requirements most economie-
ally with old style built-in partitions turned ont at the
local mill.  This is in reality false economy. Not only
does the local man as a rule know nothing about sound-
proofing, dust-proofing. ventilation, refinements of de-
sign and finish, ete., but it also is readily apparent that
a single special order cannot he produced at as eco-
nomical a cost as will obtain where production is on a
larger scale,

Furthermore, the dealer who invests in the old style
Iuilt-in rooms has very little live asset in those rooms
after their installation, as the cost of rearranging them
in size, plan and location will very nearly equal their
first cost. In adopting the Unico system of Unit con-
struction rooms he has a permanent asset which is not
depreciated by any number of changes, and these changes

Honomy
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can be made not only without expense but also withont
losing the use of his rooms and without confusion in his
store. Being manutactured on # large seale, Unico rooms
offer at no greater cost cabinet construction and finish
throughout. The Unico system therefore offers the dealey
quality plus efficiency minus excessive cost, while prompt
shipments from stock makes possible installation  of
cquipment without delay

African Mahogany Market.
Reprinted from ‘‘Veneers'' for October.
UTSIDE of the very fow American importers of
mahogany who honght their logs on the Afri
coast, all logs from that territory have come to Ame
by way of Liverpool, where mahogany markets were
maintained.

It was either necessary for the buyer in this country
to make the journey to Liverpool and seleet his logs, or
employ a Liverpool hroker to purchase for him. It is
hardly necessary to add that in some cases the brokers
hore considerably more in mind their five per cent. com-
mission on the sale than the interests of their clients,

The European war foreed two conditions on the
Liverpool mahogany trade which practically pat a stop
to imports and exports. The transportation of food-
stuffs and munitions raised ocean freight rates to a point
where they were prohibitory for logs, and the British
government, as a war measnre, placed an embargo on the
importation and exportation of timber and lumber,

This cutting off of the regular channels has ereated
what is practically a famine in African mahogany, and
materially advanced the price on what little was to he
had. There is still a condition of exorbitant ocean freight
rates to be overcome, hut some of the concerns inter-
ested in the trade have arranged for shipments of ma-
hogany logs to he made direct from the Afriean coast
to Constantine & Co., Lewis and Seventh Sts., New York
City, who act as selling agents for Liverpool firms,
iverpool methods of measurements will prevail,

This will insure a limited supply of fresh African
mahogany logs in the New York market, and enable
Ameriean consumers to #o to New York and make their
tion of logs.

As the shipping rates from Afrien to New York
should not equal those of the double shipment from
Africa to Liverpool and from Liverpool to New York,
there should he a saving in freights, hesides the five per
cent. commission paid to the English hrokers and the
expense of rehandling the logs.

In view of the fact that the United States is such o
very large consumer of African mahogany, New York
would seem to he a logical point for 5 market. That it
will be so, at least until the end of the war, seems to he
an established fact,  Whether conditions will revert to
the old plan of double shipments, an extra handling
and hrokers® fees after the war, is a question which only
the future can decide, hut every effort should be made
by American buyers to have a  permanent  African
mahogany market established at some convenient port in
the United States,

Mr. Otis . Dorian, general manager Pathe Freres
Phonograph Co., Toronto, paid a visit to the plant of
Pathe Freres, New York,
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Publishing Canada’'s War Songs.

ERTODICALLY the public is given a peep behind
the seenes in the world of songs. In a recent issue

of the Toronto Star, a writer three
columns to a raey sketeh of the publishing of Canada's
war songs from which the following is extracted :

“The present war has been productive of almost as
many songs as casnaltios.  How many casualtios have
been caused by the songs is not known, Some of the
latter are veritable atrocities.  Others, fortunately, are
in a different class, and if not great or immortal, are at
least pleasant and harmless,

It is estimated that, sinee August 1st, 1914, nearly
one thousand new songs, ‘inspired’ directly or indireetly
by the war, have been written and published in Canada,
Enough energy has gone into their making to carry the
hattlements of the Somme, and enough money to build
a new wing to the Government, House. Music pub-
lishers have hroken every known law of the labor unions
in their efforts to get them out, and their shelves ara
groaning to-day under such an aceumulation of patriotie
ink and paper called ‘music’ as the world has never seen.

“Is there, then, such a demand for new patriotie
sstuff 27 Or are the ‘musical artists’ of Canada simply
trying, like some war contractors, to make the most of
an oceasion?  Without prejudice this answer is given:
A little of the first, a very great deal of the second,
The war has, indeed, ereated a demand for war songs.
It has revived a number of old ones, and popularized
a number of new. Sales of patriotic music of all kinds
were probably never greater than now. But there is
something more than mere patriotism in all this; some-
thing more than the soul of a nation, stirred hy the
strange, deep passions of conflict, striving to express
itself in rhyme and melody. People, other than prin-
ters, publishers and musie dealers, actually are trying
to make money out of patriotic songs. A few have sue-
eeeded. Hundreds have failed. There would be fewer
failures if a few fundamental facts were known,

“Ninety-nine per cent. of these new songs are pub-
lished at ‘owner’s risk.” Ninety per cent, of them never
pay the cost of publication. Not one in a thousand, so
far as records show, attains to any popularity without
a lot of preliminary ‘plugging.’

“Let a musie dealer, himself one of the largest pub-
lishers in the city, tell his own story : ‘Look at the stuff!’
he exelaimed, pointing to the shelves. ‘Tons of it!
Actually tons of it! And the half will never sell!’
Sadly he contemplated those piled up masses of melody,
and then continued : *We are plagned to death. People
of all classes—men, women, boys, and girls—some of
whom have never before penned a line of verse or a
har of music—come to us wanting us to publish their
songs. Their faith is sublime and pitiful.  ““This will
sell,”” they say: 0, 1 know this will sell.”* Our part

devoted  almost

in their opinion is to assume all risks; theirs to pocket

the royalty checks, Gently but fiemly we decline, and
ask them whether their object is to sell the song or
merely to see their names in print,  If they express a
desire to sell, we advise them candidly regarding their
chances of succeess; we point out the risks they run, the
labor that confronts them. 1f still they desire to pro-
coed, and if they have the money to spend, we publish
the song.’

UUF they have the money to spend.’”  Aye, there's
the rub.  To publish a first edition of 1,000 copies of a
new song costs from %60 to $75. To popularize and sell
the song after it is published costs—well, never mind;
you may keep right on spending.  The thing must he
advertised—through the newspapers—hy  circulars—in,
one hundred and one other ways. Testimonials must be
bought and paid for. Band scores must be arranged,
and band masters ‘tipped” to play them.

“Theatre managers must be ‘persuaded’ to allow
the song to be sung in their theatres—terms: cash in
advance,  Ocecasionally space is rented and a tent erected
in some Exhibition ground. But above all, the thing
must be given away. Singers, musicians, and musieal
authorities in all parts of the country must he presented
with copies, ‘With the compliments of,” and requested
to ‘try them over.” As many as ten thousand copies
of some ‘hig sellers” have been disposed of in this man-
ner. These schemes apply more particularly to the said
‘hig sellers’—the songs which run into, say, 100,000
copies annually.  They have heen marvelously successful
at times in making ‘big sellers” out of some very poor
stuff.  For the ‘little’ author, trembling on the verge of
his first song venture, there remains one sure method—
hard work. He must sell the song himself. He must
work till he does it. ‘Hard work will sell 1,000 copies
of any song in existence,” remarked the dealer already
quoted.””

Canada Waiting for an Immortal War Song.

HE writer of the preceding paragraph closes his

sketeh by saying: “Out of every great war in the
past hundred years has sprung some immortal battle
song. some strain that erystallized the sentiments and
memories of a nation.  France has her ‘Marsellaise’ and
her ‘Pourtant pour la Syria’; the United States her
‘Battle Hymn of the Republic,” her ‘Marching Through
(eorgia,” and “John Brown’s Body Lies A-moulding in
the Grave,” with others almost as popular; England, Ire-
land and Scotland their garlands of beautiful lyries
which need not be even named ; Canada—but what has
Canada?  One Canadian song alone has the earmarks
of immortality— The Maple Leaf Forever.”

“Others may live, but not becanse the principle of
immortality is in them. Of the present day war songs,
where is the one that will endure beyond the occasion?
A strange condition of affairs, truly. The stage is set;
passions and emotions heyond precedent have heen
aroused : Canadian blood flows like water on foreign




CANADIAN MUSIC TRADES JOURNAL

r ASCHERBERG —

HOPWOOD & CREW, LTD.

“SOME" SELLERS

SONGS
WHEN WE GATHER ROUND THE OLD HOME
FIRES AGAIN Sterndale Bennett,
THE LAND OF GRAMACHREE. A real success.

ewis Barnes.
MY HEART IS IN THE HOMELAND.

Kennedy Russell.

WHEN THE GREAT DAY COMES Ivor Novello.

JUST A JACK OR TOMMY. Iver Novello.

WHEN SHE WORE A TULIP AND | WORE THE
RED, RED ROSE.

The favorite song of the Canadian Soldiers.
ELAINE. The Great Moving-Picture Song.
PIANOFORTE
MIND THE SLIDE. Albert W. Ketelby,
NAVYLAND. Selection (14 pages) St. Quentin.
LITTLE WOODEN SOLDIERS,

Danse Humoreske.
erlin Morgan.

FOR KING AND COUNTRY Ord Hume,
DORIS INTERMEZZO. From “Romance.”

Napoleon Lambelet.
LOVE'S MYSTERY. Waltz. oyce.

MANHATTAN WALTZ. The Prince of Wales Theatre

Success Arranged by Be tram Lestrange.

TOTO. Waltz. Joyce
Published at 1/6 net cash, Ususl trade terms.

16 MORTIMER STREET, LONDON, W., ENG.
Canadian Agent, LEO FEIST, 134 W. 44th St,, New York J
N

BEARE & SON
OLD VIOLINS

are synonymous terms throughout the

Musical World
We have them from $40.00 Up

We are always pleased to send them
to our clients “‘On Sale” so
that prospective buyers
may have an oppor-
tunity of trying
them out,

Write Us For Descriptions and Price List

BEARE & SON

LONDON; ENGLAND
117 King Street West, TORONTO

An Instantaneous Success !

“I'll Sing to You"

Answer 1o the famous Song,
“COME, SING TO ME."

Sung by Leading Vocalists

This beautiful song has all the charm of Mr.
Jack Thompson's other fameus songs, and forms
a most appealing answer to “'Come, Sing to Me.""

It is certain to become as great a favorite,

Published in 3 Keys
PRICE 60c. NET

Published by
Enoch & Sons, London, England

and
The Anglo-Canadian Music Co.
144 Victoria St, TORONTO

J. H. LARWAY

the following Publicati
SONGS

Somewhere a Voice is Calling.
(The  most ssful s m veent
still

.. Arthur F. Tate
i big wel
Some Day Your Heart Will Answer . . . +++.Virge

(Another song great merit, which is rapidly

‘ g to the front)

May Day Morn . N
Who'll Come a'Maying . . seieaaeas Slater
e PO . Frederick Drummond
Your Heart Will Call Me Home cserssanss Tate
Keep Your Toys Laddie Boy cooeeies Ketelbey
In God's Good Time iae
The Call oy

. Slater

veesse Tralowney
i . Herbert Oliver
The Sentinel .........0000 0 000" Herbert Oliver
Voice of the Shepherd ... .. 000 e Glynn

PIANO SOLOS
With Beautifully lllustrated Titles
Somewhere a Voice is Calling (Waltz).
Crimson Sunset (( haracteristic piece)
Silver Cloud (Intermezzo) .,
Where's the Sergeant? (Entr'acte) . .,
The Ringmaster's Daughter (Entr'acte)

J. H. LARWAY }¢ Weliest, Oxtord surert

London, W., ENGLAND
Publisher also of Piano Solos, Sonatinas,
etc., by Ernest Austin, Paul Ambroise, Mau.
rice Telma, etc., etc,
Selling Agents for Canada
THE ANGLO-CANADIAN MUSIC COMPANY,
144 Victoria Street, TORONTO
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battleficlds.  Perhaps somewhere in the noisy ity or
amid the peace and plenty of rural fields the mind is
forming which shall be the great fraitful one, that still
bring forth an enduring song. Canadat is still waiting for
her immortal war song."’

Thickness of Violin Strings.
SM.I*}N.\IHN whose work includes selling violin strings
will be interested in the adviee given violin students
hy the editor of the Violinists” Department in the Etude,
That authority says:

The average violin pupil pays very little attention to
the relative size of the strings as best suited to his violin,
and, as a rule, buys strings without paying any atten-
tion to their gange, In this he makes a great mistake,
for the tone of his violin would he vastly improved hy
heing strang with strings of the proper size, and as a re-
sult his playing would also be improved, for, heing -
tomed to deawing a good tone from a string of a certain
size, he would not draw as good tone if a string of differ-
ent size were substituted, at least not until he got aceus-
tomed to it.

It is of the utmost importance, if the violin is to sound
at its best, that it he strung with strings of the proper
size. Violin strings of the same kind are made slightly
different in thickness, sinee some violins sound better
with thin, others with thick and others with medium
strings,  For ascertaining the exaet size of strings a in-
tle instrument called o string gauge is used.  This con-
sists of a thin plate of hrass or other metal fitted with
slots of different size or with tapering slots marked with
numbers, into which the string is slipped, and the proper
gauge ascertuined.  The correet gauge onee learned,
strings of the proper size can be ordered from the dealer
by number.  Strings of the same gauge should always
he used when onee the hest thickness has been learned.

An expert professional violinist learas hy experience
the exact size of strings which suits his violin hest, but
the student or amatenr is rarely competent to judge in
this matter. It would he worth many times its cost for
him to take his violin to his teacher or any good expe-
rienced violinist, for the latter to experiment with, in
order to ascertain the size of each string B, A, D, G,
which suits the violin best.  The size of the strings
makes a very great difference in the tone of the violin,
Many violing which sound comparatively well with thin
strings would be insufferable with very thick., Again,
it does not follow that all the strings should he propor-
tionately thin or thick. Very few violins arve perfectly
even in tone, and the violin often has to be humored as
to the size of strings.  Some violins might stand a com-
parat heavy B and D, but vequire a thin A; in
faet every violin is a law to itself, and much experiment-
ing must be done to get at the exact size of each string
which make it sound hest.  One of the prime essentials
of a good violin is one with a perfeetly even seale, from
the open G to the highest note on the E, but such violins
are very hard to find and command a very high price,

The great violinist Spohr says on this point: ““In
order to obtain a full and powerful tone, the largest
strings the instrument ean hear are generally preferrved
—sneh as will easily and quickly produce all tones with-
out at all damping the sounds of the instrument. But
if a violin loses nothing in the quality of its tone hy

using smaller strings, those of middling size arve to he
preferved, for, hesides their full and effective tone, the
player has more command over his instrument, and can
add elegancé and taste to his performance. The rela-
tive proportion of the power of the strings must be such
as to give every one an equal share of richness and vol-
e of tone,  Experiment is the only guide in this mat-
ter.  An unevenness in the tone of a string, which could
not he remedied hy the sound-post and bridge, may
sometimes be equalized by the greater or less tone of
another string.  When the size of the strings is onee
fixed, let it not be changed. A frequent alteration from
small to large is detrimental both to the player and to
the instrument,  The strings which are purchased ought,
therefore, always to be the most suitable to the instra-
ment, for which purchase a string gauge can be used.”

The Tubas.
By Ross Hickernell, Mus. B., in Jacobs' Orchestra Monthly.
Al/l'"“l’(ill the last to he admitted to the orchestra,
not the least in importance of the wind instruments
is the tuba.

The tuba is the worthy successor of the serpent and
ophicleide—both now obsolete.  The tuba, following the
form of construetion peeuliar to all saxhorns, is the in-
vention of one Wieprecht, a bandmaster of Berlin in the
year 1835, and stands in the pitches of B flat, E flat and
contra I3 flat, the last named being the only one in gen-
eral use in the orchestra, The E flat tuba was for
years the only representative in military bands furnish-
ing the fundamental bass, but this is fast being super-
seded hy the contra tuba in B flat. The B flat tuba
as a fundamental bass seems to have lost its place even
in the military band. but under the name of baritone
and euphonium, with slightly broader tube and wider
proportions, it maintains a very important place in the
military and concert hand, corresponding in a very
marked degree to the “cello in the orchestra.

The tuba is provided with four valves and, as in the
case of the euphonium or tenor tuba, sometimes with
five.  The fourth valve lowers the fundamental piteh
from B flat to ', which in combination with the usual
three valves fill out the chromatic seale between the
fundamental tone and its first harmonie, an octave above
the fundamental.  This fourth valve, however, was not
originally intended for this purpose, and when so used
it will he found that those tones between the low I and
fundamental B flat are intolerably sharp, this fact
being due to reasons of construction quite heyond con-
trol, but which may be easily explained.

Presupposing that the student is alveady familiar
with the theory of tone production on the brass wind
instruments, it is but necessary to state that the lengths
of tubing controlled hy the first, second and third valves,
and which lower the piteh of the instrument respectively
one, two and three semitones, would have to be shorter
for the B flat instrument than for the one in F. It will
readily be seen, therefore, that when these lengths pro-
vided for the B flat tuba are used in combination with
the fourth valve, which virtually places the instrument
in IV, they are far too short, sounding the tones so pro-
duced sharp.  And it is only when the player appre-
ciates these conditions that he may rightly judge of the
intonation of the fourth valve. When this is under-




The Philosophy Song of the Allied Armies

“SMILE, SMILE, SMILE”

(Pack All Your Troubles in Your Old Kit-Bag)
By FELIX POWELL Price 60c.

Also published for Band and Orchestra

By special arrangement with Messrs. T. B
Harms and Francis, Day and Hunter.)

The popularity of “TIPPERARY" is world-
known —we think “PACK ALL YOUR
TROUBLES " will equal that famous num-
ber.

CANADIAN MUSIC TRADES JOURNAL

House of Chappell

ESTABLISHED 1811

TRADE INTEREST FOR OCTOBER

The Phenomenally Popular Chansonnette
Marche

“MON SOLDAT "
(My Soldier Lad)

Published with attractive title page and with
French and English words,

Also for Band and Orchestra,

This is a great stock number with Eastern
y aggregate

dealers, whose orders alread
many thousands,

CHAPPELL & (0., Ltd.

347 Yonge St., LONDON,

ToRoNTO MW MEL BOURNE

Is making big money for the music trade
mendous selle

Ours is the advertised music, Sells on sight
title pages, printing and get up
It will pay you

Thompson Publishing Co.

“When Your Boy

Comes Back to You”

By Gordon V. Thompson

A tre
Was played and sung by 37 massed

bands before the Duke of Connaught and 30,000
prople at Toronto Exhibition

Canadian Edition 50,000 copies.

English or French Words.
OTHER BIG SELLERS

I Want to Kiss Daddy Good-night
(a child-song sensation)

When Jack Comes Back,

Songs of the Homeland (8 titles)

For King and Country.

Khaki—Sons of Canada.

Life Songs—Heart Songs.

Days of Peace Waltzes.

March of the Allies.

Best of
Write us for prices

75 Bay St., Toronto

JOSEPH WILLIAMS Ltd.

BOOKS OF

Progressive Studies

FOR THE PIANO
Price 1/- net each
Grade 1. (a)—PRIMARY,

a8 Studies by Gurlitt, Wolr, ¢

Branner, Lemoine

Grade 1. (b)—PRIMARY.
350 Studies by Loeschhor
it Le Counpey, Hery B ini,

Grade Il.—ELEMENTARY.

Woid ies by Heller, Lo Couppey, Kobler, Guriiy,
Wolll, Elliont Bertini, et

Grade II.—HIGHER ELEMENTARY.

23 Studies by Duverney
Lemoine. Burgmuller oo

enl, Elliott, Caerny, Gur
le

Ceerny,  Hellor, Gurlitt

Grade IV.—INTERMEDIATE, Book I
21 Studies by
Cz

Roubier, Sehmirt, Gurling
zorny, Lemoine, st

v Couppey

Grade V.—INTERMEDIATE, Book 11,
24 umdu:n by Cae
muller, Heller, T

Crades V1. and VII advanced), in the press.

A Thematic Catalogue (40 pp.) of over 350 Musical
Extracts of Piano Music forwarded on application.

Lemoine, Bennett, Wolff, Burg
owsky, ot

LONDON: .
Joseph Witliams Ltd., 32 Great Portland St. W, Eng,
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We Have Never Had

A Better Offering
of Songs than
this Season

Here are Some of the Leaders:

“PLL SING TO YOU”
By Jack Thompson
Keys of C, Eb, F.
A worthy successor to “Sing Me to Sleep,”
and “Come Sing to Me.”" Written in the com-
poser's most popular vein.

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

A new song by Ivor Novello. Already an
established success. Orders are pouring in
from all parts of the country for this splendid
song.

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

A remarkable song. Sung by Louis
Graveure, the Belgian baritone, and other
leading singers.

“SOME DAY YOUR VOICE WILL
ANSWER"
By Wilfrid Virgo.
A beautiful ballad for concert and home.

A worthy successor to ‘Somewhere a Voice is
Calling.”

PIANO SOLOS

| Three splendid examples of Elgar
at his best.

Carillon
Carissima

We have a large and complete stock of
piano, violin and piano and organ music.
Catalogues and lists on request.

The
Anglo - Canadian Music Co.
144 Victoria St., Toronto o
Sole Agents for

Edwin Ashdown, Ltd., Enoch & Sons, Leonard & Co.,
Elkin & Co., J. H. Larway, and other Houses.

stood. however, these tones may be largely corrected by
intelligent manipulation of the lips
Phe fifth valve is tound only on the tenor tuba, or
euphonium, when this instrument s a duplex one—a
double bell, and the fourth valve having the same oftic
as that of the contra 13 flat tuba above deseribed
While the tone of the tuba has been deseribed as
graff and harsh—frequent reference heing made to the
manmer in which Wagner used the tubas in **Die Wal
Kure™ to typify the fieree chavacter of the brutal Hund
ing—this quality is hy no means its only or hest quality.
In the hands of an experienced player of good taste and
judgment, its tone may be made sufficiently soft and re
fined to accompany the strings with exeellent effect
Indeed. it has heen used suecesstully in the accompani
ment for a violin solo

In the orehestra it is employed for the deepest bass
neert hand it supplies the
fundamental bass (string bass) of the orchestra

Unlike the string bass, which sounds an octave
deeper than notated, the contra hass tuba is notated for
in actual piteh

to the brass choir.  In the

Heard Around the Music Stores.

Mr, Chas. M. Passmore, of Boosey & Co., is on an
extended teip throngh the Canndian Western provinees
and will also eall at several United States points.

Owing to the illness of Mrs, R. S, Willinms, Sr., at
Atlantie City, M, R, S, Williams, president RS, Wil
liams & Sons Co., Lid., Toronto, was ealled to New York

Mr. B Roberts, well known to the sheet music
trade in Toronto and a hrother of Mr. W. J. Roberts
of Chappell & Co., is in the hospital at Gloneester, sul
foring from wounds caused hy a high explosives gas
shell hitting him in the shoulder.  Mr. Roberts is @
member of the famous Brd Battalion CE.F

Jun van Roosmalen, the violin expert who has lived
in Toronto for several vears and who was conneeted w ith
the house of R 8. Williams & Sons Co, Ltd., has gone
to New York to take charge of Wurlitzer's Old Vielin
department,  Before coming to Canada Mr. van Roos-
malen was partner in the firm of Van der Meer and
Van Roosmalen, violin makers, in Amsterdam, Holland.

The newest addition to the R. 8. Williams & Sons
Co.. Ltd., selling staff at Toronto is Miss Herity of Belle
ville who has joined the retail musical me shandise
department of the nhove named firm's business.  Miss
Herity was for several years connected with the . B
Riggs business at Belleville and is thoroughly conversant
with musical mer
voealist and pianiste

Mr. A. L. E. Davies, who has heen connected with
the Canadian sheet musie trade for many years, has
heen appointed manager of Denton, Cottier & Daniels
sheet musie department in Buffalo.  Besides heing well
known in trade circles Mr. Davies was a prominent
musician in Toronto for long. He was closely connected
with the Mendelssohn choir and a member of its exeeu-
tive hoard sinee its organization. He has sung at every
concert the choir has given. His most notable work
was the direction of the children’s chorus in the per-
formanee of **The Children’s Crusade.”

After o twenty-cight year experience in the musie
husiness, first as a retailer and publisher, then as a

Aandise.  She is also an accomplished
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wanager, and later for nearly ten vears as road wman
for G. Schirmer. covering almost the whole of the United
States and Canada, Henry White has settled down m
the little town of Northampton, Mass.., and
gaged in the selling of wusic over the counter,

Mr. A, E. MaeNutt, Moncton, N.B the well known
writer of ““We'll Never Let the Old Flag Fall” and
other popular songs, has heen hor aved by the death of
his brother Manford Walter MacNutt killed in
‘Somewhere in France,™

g en

action

Bravery on Part of Chappell Staff.
Word comes from England that Mr, K. «
(Chappell & Co., Ltd.) eldest son, M . E. Goodman
attached to the Queen’s Westminsters, was wounded
in the legs during the pecent Somme fighting, Befor
going abroad he was in the music department at the
New Bond Street store, We hope that he will make »
speedy recovery

ioodman’s

Two further casualtios have to be added to the
Chappell Roll of Honor, naking up to date fourteen
men killed in action. At the same time as that informa
tion was conveyed it is also stated that Sergeant Den
ton, a Chappell employee, had heen awarded the Mili
tary Medal—the second one won by Chappell men.  He
displayed great bravery and ability while in charge of
a hombing party, and, with four men out of a party of
cighteen originally, reached an advanced  post, and
hombed the ene my for fi id a half hours. His action
was of the utmost value in the retention of a certain part
of a trench,

CANADIAN MUSIC TRADES JOURNAL

Music That Is Selling.
The Journal is informed that the sole selling vights
of the “ philosophy song,” ** Pack 1 p Your Troubles in
Your Old Kit-Bag," have heen secured by Chappell &
Co. from T, B. Harms and Francis, Day & Hunter, and
the former house are publishing the song under the
title of “*Smile, Smile, Smile,"*
tion for a sub-title
Messes. Chappell have also s cured the publishing
rights of Louis Payette's popular chansonnette mareh
song, “*Mon Soldat,*’

with the original cap

and ave dssuing it with  hoth
French and English words, 1t I8 unusual for th
House of Chappell to mention figures but the Journal
learns that the sales of ** Mon Soldat "’ are already ove
12000 in Quebee and the Maritime Provinees

The novelty se

o for Chappell publications has
opened and s marked by repeat orders for ““Wait*
d’ delot), “*Sunshine and Cloud ™ (Lohr), *God's
Love —suited  for  Christian  Sejehee use—( Ward
Stephens), a voeal areangement of Easthope Martin's
celebrated Evensong ealled “Light of the Sunset Glow "
(Leslie Taylor

and a voeal arrangement of Francis
Popy’s ““Sphinx " valse “Ol You Haunting Waltz."

Durothy Forster’s ** Love's Valley™ is being asked
for from all provinees, 1t is especially suited for all
ladies voice Another  popular number s Jacohi’s
CSyhil” fox-trot.  Two mstrumental pieces stand ont
“The Waltz We Love™ and “Amaryllis” Waltz, hoth
by Armand Veesey

" h of the Nations'* is a stirring organ arrange
ment of “Keep the Home Fires Burning"” ly Gatty Sel

Boomoooooo o CoioOoOoooo W

Heralded Abroad

—The Superiority
of Whaley-Royce
Made - in - Canada
Band Instruments

Dealers Should

a good account of
what she could do,

enough to have its

In this day of strenuous comperit

Tventy-eight years ago we bega
We niet with discouragement, abuse, ar? slander. W,
wre had the best and would ultimately prov. it
I'he “Mad Canada™ cry attracted busine
but the ol prejudice that good instrumen were not

ion be'ow described is being advertised in the leading
St. Jokn, Moncton, Montreal, Quebec, Ottawa, Torouto,
peg, Regina, Saskat, Calgary, Ed and V.

Take Advantage of This Adver

ng Campaign.
n Canada is meeting the world and giving

herself.  This ¢ conflict gave the opportunity to show
not only on the battle field, but in the factory

the manufacture of band instruments
e persisted, knowing that
The war gave us our opportunity
" to us, more than we could handle,
made here was strong

effect, and the foreign-m. 's instruments had the call,

And then we did the unheard of thing. We beat the world with

“Imperial” Band Instruments Winning 4 out of 6 Prizes

At Toronto Military Camp, with twelve of the best bands
of Military District No. 2 competing, judged by such authori-
ties as Lieut. John Slatter, Bandmaster of the 48th High-
landers; Lt. John Waldron, 10th Royal Grenadiers, and J. M.
Dawson, Governor-General's Body Guard (now with Kit-
chener's Own), the band of the 170th Batt., fully equipped
with “Imperial” instruments, was placed first, The band of

Toronto, Ont.

the 198th Batt., almost wholly equipped with “Imperial”
instruments, came second Again at Borden Camp band con
test, where eleven of the best of thirty odd bands competed,
with Lt. Slatter alone as judge, “Imperial” band instruments
again won the day by the band of the 166th Batt. getting
first place, and the 170th Batt. taking third prize.

Both were
fully equipped with “Imperial” band instruments.

WHALEY, ROYCE & CO., Limited

Contractors to the British and Can

an Goversments

Winnipeg, Man.
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tars, the  world-famed
Hall (London
Nothing hut pr

tions of the opera '

arganist-composer of  Queen’s

CONCerts,

se s heard of the recent produe
detty " in Rochester and New York,
The leading numbers by Pearl A, Rubens, published by
the House of Chappell, are: * Dance With Me,” |

Feel 8o Happy,'" and ~Cinderella.”

NEW MUSIC “"iie

Boys From

VP61, The Marehing Song,  Words and
)
Music Janior Planeforte Grade
ary of Musie.  Whaley, Royes

o H. Loret, Op 18, No. 6, (Music)
Limited, Toranto
J Pavissienne Walk Words by Nat Vineent.  Music by
Herman Puley
987 Tiddle Do Winks (Fox Trot) By Melville Morris
SIONR, Man durdin de Roses (My Rowe tGarden,) By Her
man K. Rehults
b e Words by Elisabeth W, Ohilds
Danmark

\h.m lr\ I(.l.,
! o Seldier Doy

» and Music by Hor
and Music by Mrs. 4. B

Cannda’'s
Parker
Weil and
Hoyer & Co

I Music by D

ronce

W
Parquet.  Musie by Limited

Toronto, Ont

Ernie Burnett,  Whaley

o Star in the East Words by Roger Lewis
Erdman

n Pearl Words by Dave Allan. Music by Hob

Olden Goldon Days, Words by Dave M. Allan, Munic

The Army of the Fmpire Wards by 1, dndd

Music by "Horace W Fdward
30 Hats OF to the Fla

l-\ Will 0. White,  Arranged m
nt

Audd,
agt wnid the King
Taton tirnsit, Musgrave

Vuheouy
Words
Brox

and  Music
Torento.

12006 Maple Lonl Words and Music by
M. Adums Raw

#2087 an Hymnal A Colleetion of Hymns
(Book.) Toronto,  Ont

A2OUR, Canadinn il alleetion of Hymns

)
Tarontn, Ont

1 t
(Book.)

and Musie ™ Wittiam Mrigen

Cary & Co. Organization Enlarged.

Mr. I, Breville-Smith has joined the firm of Cary
& Co, |Allll|llll. England, as a partner.  This gentleman
will be known to the trade as the composer of the popu-
lar songs ** There's Only One England™ and “*The \‘nnu
of the Waggoner.”" He was for many years at the New
Bond Street depot of Messes, Keith, Prowse & Co., and
has also had an extensive conneetion with the Player
World.  The amalgamation with M, Cary is a
happy one, as the partners were scholars together at
the same school,

Lo

Established 1852 Call Telephone M, 55

Musician’s Demands

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

CHAS. LAVALLEE

~Besson & Co. of |
n Blanchot & C.
) V\' V-wh & Sons, of Grand Ray

35 St. Lambert Hill -

Agent la
ell

Montreal

Coneerning Cary & Co, British eritie
suys: A fine song from the pen of Frederick Drum-
mond, **Love's Wonderland ™' —of have just
received an advanee reveals this eminent writer
at his best, for suceesstul of his songs which
have preceded it we con do not reach a higher stan-
dard. A big demand for it is certain, and the trade
will he wise to secure adequate supplies in good time
Another e¢hoice one-stanza
Blue are your Eyes,”
welodions in style and gracious to sing.  An impressive
song is **Into the Dawn,”* by ¥, 8. Breville-Smith, set
to a finished little poem of R. . O'Reilly’s. The melody
is broad and dignified in character, and will appeal to
contralto and mezzo-sopranos who have the necessary
emotional feeling to do it full justiee,”

HeW  IRSHes @

which we
copy

the mos!

for the approanching season.

song of Drummond’s is ** sweetly

The Tr;iil That Lead; to Home.
West & (¢

A writer in the Pianomaker says of
number: “Phe Trail That Leads to Home'—a
Herbert Mackenzie's just issued—is  in our
opinion even more attractive in a melodie and Iyrical
There's a Long, Long Trail.’
We are aware the output of the latter has been almost
phenomenal in extent, but judging this fresh essay of
Herbert Mackenzie's entirely upon its merits we shall
he surprised if it does not exceed in world-wide popu-
larity even its famous predecessor

new
song of

sense than its companion,

We warmly com
mend an excellent song-cyele, At the Sign of the
Dragon,’ by Herbert Mackenzie, recently issued, the

verse Helen Taylor's. The series comprises songs, ‘At

the Sign of the Dragon,” “Strangers’ Song,’ The
Lark’s in the Sky,” and “The Pedlar’s Pack,” the com-

poser expressing the Lreezy optimism and English atmos-
phere of Miss Taylor's elever lyvies with true artistic
instinet and with entively satisfactory  vesults,  The
melodies have a traditional flavor that adds much to
the attractiveness of these pretty songs.”

Sales of 54,000 Since July 6.

But few songs get off to such a start as has **When
Your Boy Comes Back to You,”" by Gordon V. Thomp-
son.  This picce which ercated such interest at the
Toronto Exhibition when played by the massed bands
hefore the Duke of Connaught, was introduced at Camp
Borden by Mr. Thompson himself who was leading the
singing at the Y ALCA, there, That was only on July
6 and already over 54,000 copics have hoen disposed of.

“When Your Boy Comes Back to You™" is published
by the Thompson Publishing Co.. 75 Bay St., Toronto.
whose other popular sellers inelude: *“Days of Peace,”
valse, ““Shadowlgnd,” *“Where Is My Boy To-night,”
“Mareh of the Allies.”” ““For King and Country,”
CKhaki,” “Boy in Blue,”” ““Song National,”” **March
National™* and others.

“Songs of the Homeland,” a of 8 titles hy
Gordon V. Thompson also are in constant demand.
They are: “Do Your Bit,”” *“Red Cross Nell and Khaki
Jim,” “Buttercup,”” “That Ol Tipperary Tune,”
“Ryery Soldier is My Sweetheart,” “Fly the Flag,"
“Remember Nurse Cavell” and “ Dreaming of Home

The Thompson Publishing Co. are adopting the sys-
tem of having all the musie of many of their issues on
two sheets doing away with the centre insert.
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The Victoria Cross. E. Lowman: * Canada For Me.” Ky Iyn Guune; **They

The Victoria Crom,” u new song, words by A, Heard the Call of the Motherlond. Edward W. Mille
Coleman Hicks, music by Jueques Brske, is a tribute * Were All for Johnny Bull,” Walter J Pon ; *“ T
to our brue soldiers who have won the coveted distine.  17ish Laddies to the War Have Gonr, Jules Brazil

tion. . The words of the first verse are as follows I Come Back to You,” Jules Brazil

You who have won it

How can we praise, A New “Peace” Song.
Heroes, you'll treasure it

While our minds are naturally filled in these
All through vour dayvs

days

of strife and struggle with thoughts of war, there ure

Righteous the cause, for it few that are not longing for the happy time when th

Nobly you've fought days of peace will return, My A E. MaeNutt has
Danger and death itself

given expression to this feeling
the World Has Pegee Again,”" a little song which will
soon find its way into the homes and hearts of Canada
The Anglo-Canadian  The Anglo-( anadian Musie Co publishers,

in his new song, ** When
Holding as nanght

The music is for high and low voices and it will
make a splendid coneert number
Music Co. publishers

J. H. Larway Publications Otto Higel Player Rolls for October,

SOLO ARTIST RECORDS
Jack Trelawny's new song, “God Bring You Home 502

54 Ohr-santhemunis

Tntermenz Penn § .7
- : . ? 2 Erstwhile Susan. Wit M ]
Again,”” with its plaintively touching refrain, will make I Dy Rung Johnxon
" 24053 n Medley No. 3 i
a wide and suceessful appeal to all classes of the publie cing: (1) The Solid Back: (2) A1 il the
Nix of this writer’s most popular songs have heen deftly s T8 ome LB) Gt "0, Thux s (8) What
arranged for piano soli in hook form. The volume in o tleart i Honoluly el T oy
chudes *“The Woman Who Stave t Home," “*In God's nd Khadows | Ton " Keiser
= pres . oxe From the Valley of Drenme. Song ilson
Good Time,” “Iappy Bivd of Love,” ete. It is an n It il 7
¥ When | Dream of Killrney and You Neunton
e that will he appreciated by players of the piano

i SOLODANT MUSIC ROLLS
who have not singing'' voices. The Land at the araten Heackinh,  One Stop

Back of the Moon”

: . 3 2L Tm o the Rond 1o Huppine Bong Solmnn
I8 a nmaive and  faneiful offort DERINL Let's Be the Same () Sweethonrts,  One Step.
o Bellin und Livermash
of Herbert  Olivey which  should speedily  make  o1asea Line ninie Fox Trot ]
. "™ . o Love and Honor Degr 4 Dad e N " b
s way into favor. This writer also contributes two |} Kowe Garden (Mon gargre’ g tae Vals Resr
dainty songs, ** Night and Delight ™ and “* Fairy Revels,” p AT AR e
hoth charming in their sparkle and flow.  Further evi fanti Sutls B Boe o Tammeie . '“"“‘l‘\
dence of his marked ability as a writer of song is appar. . piV Pleture "‘\‘I ‘\\-r*w“‘ oves. Howt
3 E v o’ A4 13174 Prepuredn ilitury aveh lones 70
ent i a new volume from his pen, * Eight Balladettes, WEELAE That Frolic “of Mine. " 'One Biop Gumble
for low and high voi a choice collection of attractive 14191 Tink ol o
or lo f' il high ve "t.s_ a chowee colleetion of attrac v STAR MUSIC ROLLS—25c each
songs of much melodie charm, and so casy to vocalise X248 Beautitul Inle Where the Shyarry Grows.  Waltz Song,  Bloye
4 g B, X240 1l Coy K to You When My Fighting Iays nre Phrough
that we are sure a full meed of appreciation will he ae £ Madden

corded them hy all patrons and

idmirers of his com
positions,  **Silver Cloud,”’

a deseriptive and effective

X
\ War Have Gone March Song Madden
X x Tr
X
mntermezzo for piano, hy Albert W Ketelbey, with pleas %
X
X
X

Burnett & Burks
£ Manley

ing themes and a rhythmie attractiveness that will ensure
It a warm reception wherever played
lished as a duet for piano, for

k To Erin, Mona Da
3T The Boys from Cunadg
It is also pub- 8 Vankn Hula Hickey Dyl
violin and piano, and

orchestral arvangements ean he obtained

Progressive Studies and Studies in Transposition.
o A important part of the Berners Edition is the six
Anglo-Canadlan Notes. hooks of ** Progressive Studies™ in
grades 1A and 1B (primary I

casy flowing  (higher clementary) IV and v
melody and splendid elimax make It one of the wmost

desirable coneert songs. 1t is especially  suitable for
men’s voices, and is heing sung hy Gravenre, the ¢
brated Belgian baritone, Hollinshead,  the
tenor and other celebrated singers

“The Home Bells Ape Ringing,”” Ivor Novello's new
song, is already singing its way into the
Canadian people and bids fair 1o be one of his greatost
successes.  The Anglo-Canadian  Musie ("o,
ereasing sales of this popular number,

planoforte  music
(elementary 1
intermediate Each
of these contain from 20 to 38 studies

Also in the Berners Edition
by Chopin, Books 1 and 11
Canadian iy Transposition,*’ hy
CXer

Vale™ (Farewell), by Kennedy Russell, is one of
the outstanding sougs of the yvear, The

are ** Four lmpromptus '
“Elementary  Studies
Ernest Newton Many of the
ses and examples in the latter two can he used
a8 exercises i osight-veading,  The mereasing  demand
for the Berners Edition is no surpise for it is but natural
that such a comprehensive and carefully published
report in- edition as the House of Joseph Williams, Ltd., issue in
the Berners mnst steadily widen its field of usefulness,
New additions to The Anglo-Canadi Messrs, Joseph Williams, Ltd., also are featuring
series of songs and ballads are: “Two Album Leaves,” for planoforte, hy Alee Rowle
“When the World Has  Pogee 2

Agiin Albert  and o cradle song, “*Sweet Dreams form a Shade,” |
MaeNutt; ““Daisy Lane,”’ o pretty love ballad, A, G, Charles H. Lloyd.
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T. A. Birdsall Goes with Layton Bros

Mr. T. A. Birdsall, well known to the Torouto trad
throngh his conneetion with the R 8 Willinms & Sons
Co.. Ltd.. and the T. Eaton Co., Ltd., has severed his
connection with the former firm to ept an important
position with Layton Bros. Montrea

Mr. Birdsall eame to the RS Williams house 4
Hamilton seven ago and . s later took
charge of the T. | Coos
he continued to spe i n r busii heing
an enthusiast in this particular departine I Is

M, T, A ¥
conducted a number of largely attended recitals of
high order

He returned to the Williams firm last year, resigh
ing at the heginning of the present month to go to Mon
treal

Lavton Bros. is one of the old established houses ol

Montreal and among the most reputable in the country

having in thirty-five years grown to its present propo

“Superior’’ Piano Plates

MADE BY

THE

SUPERIOR FOUNDRY CO.
CLEVELAND, OHIO, USA.

wons 1 vy sl beginning, the actual Tounda
m | 1l iness My 17}
i ignificat
of this firm 1)
uning thirt s
My, Layton
\ Iready stated in 1l Jourt the firm have ¥
11l their sal onstroct an entirely new
~ (8] n "8 r 1 j\‘ul\w‘,"<<|" ‘
pary ut hl heer joved to the ground floo
| meh as | itk siano and player depart
weuts HHor business more aggres
sl than ever
In this conneetion Mr. Birdsall will have ample
r his capabilities and no donbt a series of player
phic recitals he an important part ol
He has 1 elose study of thie ‘.L.\-v
ples and s a great believer in the fature
the instrament
On leaving the 1. 8. Williams firm his former asso
ates presented Mre. Bivdsall vith a magmbicent meer
sehaum pipe. The presentation was made by Mr. . A
I'restreail, salesima vho assured Mr. Bivdsall that
| arried | | wishes for lns Tuture sue
11 his former associates
John H. Kydd Deceased.
I'he sudden deceas 1 former member of the musi

nidustrios of Canada, Mr. John 11 Kydd, is reported
f're hallos, Cubia, M Kydd was at one time a part

ner of the Dominion Organ & Piano Co., Lid., Bow
nanville, in whiceh fiem he sold his interest to the present
liead of that o any. Me. J. W, Aexander My, Kydd
was for eight years in char of the Bell organ factory

Guelph, previous to which he as manager of the
action department of the © Dominion ™ factory at Bow

manvill

A is suevived by a widow, two sons

and ong

Choir Model Organ.

I'he Choir Model™ is the newest addition to th
Ihiomas line of organs and is Leing introduced at a time

ar when ehurch committees are likely to on
sidering the purchase of just stich an instrinment

Phe *Choir Model™ s in quartered onk in the new
rolden onk ““art finish It is larger than the ** Chapel

which it replaces and is fitted with spe inlly large
The
Wood

an
for a lady
&

will send particulars on request

hellows, making it very eas) to play

manufacturers, Thomas Organ Piano Co., ol

stock, Ont
Lad Montreal
rtificates redecmed at full faee

advertise

J. A

Hurteau & Co

ks or piano «¢

value on the regular priee of any piano or player piano
in their entire stoek.””  The advertisement says So
as 1o interest evervone who has the intention of making
the acquisition of a piano, the firm of J. A Hurteau &
Co.. Limited, offer to accept at its full value—not ex
eeding one  hundred and  twenty-five dollars—any
cheque or certifieate whatever its character, the place or
the reason it has heen issued.  This offer, good for thirty
davs. affords the purchaser the oceasion to choose a

piano amongst the most varied and complete assortment

of high-grade instruments in the provinee
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Trade Advancement Being Considered by
Canadian Trade.

ANADA is to bave a * Music in the Home™ move

ment. - A Start has been made on this landable agi
tation which should have the ungualified support of
every person and firm in this country directly or in
direetly interested in the advancement of the musie
industries and the art of music

At a reeent meeting of the Toronto Piano Dealers’
Association this **Musie in the Home" idea which is
NOW receiving extensive  propaganda in the United
States was informally discussed. 1t was decided to eall
A meeting of retailers and manufacturers to go further
into the proposition

This was done, At this Joint meeting representing
manutacturers and retailers a Committee was appointed
o prepare a plan to be submitted to the annual meeting
of the Canadian Piano & Organ Manufacturers’ Asso
ciation.  The following were appointed to this Com
mittee: Messes. R S, Gourlay, . A, Bender, 11, 1
Mason, Fred Killer, H. G. Stanton and £ ", Seythes,
convener,

The proposal is 1o commenee some active movement
to foster musical development and to disabuse the pub
lic mind of a too general nupression that music is a non
essential to the individual or public. welfare and con
sequently a luxury,  In this movement the co-operation
of the daily and weekly press
counted on

Alrveady influential metropolitan dailics of the United
Stutes have hecome interested in this movement to the
extent of turing a weekly section devoted to the fur
therance of music, They are not impelled by philan
thropic motives hut are influenced solely for husiness
reasons,  The musie page is heing made a human intere
page. As a result it has inereased the sale of advertis-
ing space to musical instrument firms, who in turn bhene
fit from the results of an influence that is constantly
impressing upon the public the ne ssity of musical
education and musical environment for the child,

Those who follow the movements of the trade in the
United States will vecall that the chief activity at the
convention of the various trade associations over there
this year centred on this “Music in the Home™ or
“Trade Advancement' movement. A fund was created
and an organization known as the trade advancement
committee which had been formed, was authorized to
take over this work.

CoM. Tremaine was made secretary of the commit
tee. He has opened up an office in New York and the
attention heing devoted to the subject hy metropolitan
dailies is very enconraging. It is significant that the
first hig forward step has heen made for the incorpora-
tion of “*Music in the Home'" pages in the daily papers
throughout the country through the Evening Mail Syn-
dicate. A representative of the syndicate has started
out on a trip to syndieate the page with other news-
papers,

In an article on this subjeet Mr, Tremaine said:
“The members of the trade have heen devoting all their
energy against each other rather than concentrating a
share of it in a general campaign against competition
from outside sources—other and more Toreibly presented
appeals for the public’s money.

ind the magazines is
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“Competition is hoth neeessary and desivable; it is
the life of husiness and the stimulus to effort, But limit
ing effort to a narvow ficld limits results,

“We now purpose to enlarge our scope of operations
The response given to the report of the Trade Advane
ment Committee at the convention in June showed that
the trade has now awakened 10 a realization of its com
munity of interests, and if my understanding is correct
it has carnestly undertaken to see what it can aceom
plish by all members pulling together for a common
purpose. It has organized for construetive work, an
office has been opened, and a staff has heen employed
whose sole effort and thought are devoted to inereasing
the musie husiness of every one, rather than of any indi
vidual manufacturer or dealer.”

Mr. N. H. Conley, of Mason & Risch, Ltd., Toronto
was among recent visitors as far cast as Quebee

Mr. D, R. Gourlay, vice president and salesmanager
Gourlay, Winter & Leeming, Ltd. was among  the
month’s trade visitors to Montreal,

Mr. €. L. Avery, of Winnipeg, well known in the
music trades there, while in Toronto recently arvanged
for the Cecilian agency in Manitoba, My Avery has
exceeded his expectations and surprised the Ceeilian (o
with the amount of business alveady signed up.

Mr. 1. A, Grimsdick, who visited the West in the
interests of the Bell Piano & Organ Co,, Ltd., has re
turned to headguarters at Guelph,  Mr, Grimsdick was
well received wherever he visited and he thoroughly en
Joyed this his first visit to Canada’s great west,

Mr. Joseph Tees, one of the pioneers in the music
trades in Winnipeg spent a couple of wecks in Toronto
recently visiting old friends, of whom he has many in
the cast,  Mr, Tees, who is a popular vocealist and well
known concert manager, was in business in Winnipeg
prior to the rebellion of 1885 and has many interesting
reminiscences  concerning the ups and downs of the
music trades in Manitoba and those connected with it

Mr. James . Whiteacre, the w known western
manager for Mason & Risch. Ltd., visited the east dur
ing the month and spent a few days in Toronto. He
also visited several of the firm’s Ontario branches which
are under the management of Mr. N, 1. Conley and was
much impressed with the attractive and up-to-date sales
rooms that characterize these Ontario hranches,

Mr. . E. Hoare, president of the (e lian Co,, Ltd.,
Toronto, accompanied by Mrs, Hoare, visited New York
recently spending Thanksgiving in that city.  Business
with the Cecilian Co, is reported exeellent, shipments
in fact heing considerably hehind, especially in  the
player branch.  With the firm’s retail manager a daily
demand for goods is a regular part of his programme,
while Ceeilian agencies in rious parts of the country
are also demanding more pianos and more playe

Mr. R. 8. Gourlay, president Gourlay, Winter &
Leeming, was to have heen with the delegation of Ontario
business men that visited Quebee with the idea of pro-
moting more friendly relations between the people of
the two provinees but owing to illness was unable to go.
Other members of the music trades included in the dele-
gation were Mr, W, 11, Shapley, of Sterling Actions
& Keys, Ltd., Toronto, and Mr, (i, Y. Chown, of Worm-
with & Co., Ltd.. Kingston,
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A. P. Willis Back From West.
Completed Trip from Coast to Coast.
NTHUSIASTIC and in good health Mr. A, . Willis,
President of Willis & Co., Ltd., Montreal, stayed
over a couple of days in Toronto on his return trip from
a visit to the Pacific Coast.  Mr. Willis left Montreal
on his Western trip in August with the thermometer
registering ninety-two in the shade. When he reached
Winnipeg it was cold enough to put a thin layer of ice
on exposed water,

Referring to business conditions in general Mr, Willis
found them good and concerning his own particular
line he mentioned that the factory would not he able
to ship more than two-thirds of the orders hooked by
him on this trip. In the Willis factory they are thirty-
five men short of the full complement and sinee the
tenth of July have been running until ten o'clock at
night.  Mr. Willis stated that they were simply doing
the best possible under the circumstances and would
not consent to changing the materials used to cheaper
lines preferring to let the quantity suffer rather than
the quality.

In the West Mr. Willis heard some complaint among
piano men of the law that prevents them repossessing
pianos from the wives of soldiers without their consent.
Mr. Willis deprecated the removal of a piano from the
home of a soldier, when there is a boy or girl to receive
musical instruction. He further considered it unwise
to push this class of business. Collections, wherever he
went, were in a more atisfactory state than a year ago,
accounted for by the returns from last year's crops
and the assurance of this year which with wheat at
$1.60 per bushel will give returns greater than in a
normal year,

In Southern Manitoba crops were a good deal blight-
ed by rust and destroyed by hail, but in Northern
Manitoha wheat was very fair. In Saskatchewan oats
were a superior erop this year, running as high as 120
hushels to the acre, with 110 quite common. In
Northern Alberta early frosts did considerable damage
but in the southern part of that provinee last year's
vield is exeeeded.

Mr. Willis referred to a man whom he met in
Southern Alberta who had 30,000 bushels of wheat left
over from last year’s harvest which he was unable to
market owing to the railway congestion. This wheat
he sold this season for seed at $2.00 per bushel.

The Peace River country Mr. Willis found ereating
a great deal of interest among the Alberta farmers.
With railway communication established, a delightful
climate beeanse of the Chinook winds, with little frost
and late winter and a splendid wheat growing country
this has been found an attractive section of the country.
The Peace River country is well adapted to stock rais-
ing and in many sections mixed farming is being ex-
tensively gone into,

Mr. Willis” return to Montreal completed a personal
tour across the entire country, he having visited the
Maritime Provinces in June,

TUNER WANTED,

Wanted first class plano tuner for a well established busi-
ness. Apply O. W. Lindsay, Ltd., 121 Princess St., Kingston,
Ontario.
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VANCOUVER LETTER.

EPORTS from this district show that husiness has

heen generally satisfactory.
fidence in the future holding a steady improvement
upon prevailing conditions, and a wmore healthy tone is
noticeable everywhere,

Mr. James Fleteher, of Fletcher Bros., 633 Gran
ville St., who has just returned from the East, expressed
himself very pleased with his visit, declaring he was
astonished at the improvement to he seen in husiness
condition everywhere in the East.  He stated that busi
ness was very satisfactory in every possible way with
his firm.  Mr, Fleteher also said that they were clearing
out all smallwares to make room for a large supply of
new talking machines. He felt confident that the im
provement he had seen in the East would spread rapidly
through the West,

Mr. Kennedy, manager for Mason & Risch, Gran
ville St., also spoke of the optimism abroad and ex
pressed confidence in the future

Mr. Montelius, of the Montelius Piano House, 728
Granville St., reports a very fair business for the past
month. He states that they feel so mueh confidence in
the future that they have taken over a large four storey
building in a central location, which is now heing re-
modelled.  The ground floor has a frontage of thirty-two
and a half feet, while the upper storeys and hasement
have a frontage of fifty feet. The floors are of hard
maple of the first grade and the whole building is to
be handsomely decorated.  Elevators, hoth  passenger
and freight, will connect the different floors,

The ground floor will he given up to the small goods
department, records and talking machines.  General
offices will he placed on the mezzanine floor, while the
piano department will oceupy the second and third
floors, where handsome parlors are being constructed

The Montelius Piano House has heen hampe for
four years hy not having sufficiently good premises
Now they look forward to having the finest and host
appointed music house in British Columbia, and they
intend to make a special effort for it to he known as
such.

Mr. Montelius states that they will feature prinei-
pally the Williams New  Seale  Pianos,  Broadwood,
Chickering & Sons, Haines Brothers and other high
grade popular Canadian makers,

Mr. Bowes of the Bowes Musie House, Hastings St.,
reports September as having been a fairly favorahle
month and is optimistic as to the future,

The Thomson Music Store, 614 Robson St.,
experienced a very favorable month of September;
while the Ajello Piano Co. on Granville St. is not he-
hind the other firms in expressing confidence in the
future,

Mr. Daryl H. Kent, of The Kent Piano Co., Ltd..
reports the piano and Edison phonograph outlook for
this winter as very steady and improving from month
to month. He states that September was a little slow
on account of the provineial elections, hut that the
month as a whole was up to their expectation.

Mr. Kent says that early in October his firm will he
opening an exclusiv» Edison Store in Vietoria, the con-
tractors having full charge of the huilding at the present
time. The store is heing entively remodeled snd when

Deulers express con

has also
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finished will be up-to-dat. Fhe phonograph  parlors
heing as sound-proof as it is possible to make them

Mr. W Carson, formerly with Thomas A Edison
Ine.. has hoen engaged as manager and from present
indications Mr, Kent considers the business outlook for
the Edison in Victoria is very promising and expects a
very good showing for this winter.

Mr. Kent also states that his firm
fortunate in adding to their stuff Mr. James ( allaghan
Who was for years connected with Nordheimer's Heintz
man & Co. and later organized the firm of Dyke, Evans
& Callaghan of Vancouver. My

has heen very

Callaghan is pleed in
entire charge of the piano department, and My Kent
I8 quite confident that

e is the right man in the right
place,  Mr. Callag

han states, vegarding the piano e

sartment. that he considers the outlook as very woniis
I I
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player action plants in the world and in it are found
many conveniences not only to facilitate
hut
the gr
graded and laid owm

manufacturing
0 for the benefit of the employees, At present
unds around the factory are

being attractively
At the vear a large sign has been
erected on g cement base which can he seen easily from
the trains which pass by on the Harlem division of tl
New York Central.  The Sign painters are now working
on this mammoth display advertisement which will fore
fully mark the home of the Metalnola player action
The factory has been so construeted that the work
is done in the most progressive manner, 1t is equipped
with the most up-to-date machinery which could I pro
cured and is so situated that even in the centre of the
floor there is no need for artificial light A interesting

feature of the plant is the direetors” room in the fower

———

Duniel \rmand Nelda Givrhard
AMONG THE DAISIES
Children of Mr. Armand Heintoman, vice-prosident Gerhurd Hointzman, Lid, who is the anls
f r. Gerhurd Heinteman, head of that firm

ing for a greatly inereased piano buisness heing done
this winter

W. W. Montelius, head of the Vanconver, B.C., firm
of Montelins & Sons, Ltd.. who hought the Seattle, Wash..
husiness of Eilers Music House on oceasion of his recent
visit to Seattle stated that the war was so affecting con
ditions in the provinces that he had decided to come
hack to the United States, says the ** Musie Trades" of
New York. Mr. Montelius was in husiness in Denver,
Col., for many years,

New Higel Factory in Operation,
The new factory of the Otto Higel Co., 238th Street
and Bronx Boulevard,
the extent that practic

‘w York, has heen completed to
Iy every department of the busi-

ness is in operation. The factory is one of the finest

msultations
may be held in perfeet quietude. The exceutive offiees
were finished las

Otto Higel, head of the firm, is now making his head
quarters at the New York factory, as well as his son
Ralph Higel, treasurer of the firm, Edward P, Mason,
sales manager of the concern, stated to a representative
of The Review this week that they have hoen making
record progress and the ontlook for fall husiness is most
promising.—Music Trade Review

which is absolutely sound-proof, and when

week and are now heing put in order

American Trade Journal Change.

“The Player-Piano Journal” of New York has
changed hands and is now under the ownership and
editorship of that wide-awake, original and versatile
personality Glad. Henderson, Mr. Henderson is natur
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ally brimful of ideas and he has been adding to these
along with a sober experience of many years in music
trade journalism in the United States, He recently
vesigned a luerative conneetion with the husiness organi-
zation of ** Music Trade Review'' and **Talking Machine
World™ in order to give the trade over in the United
States *“the National Journal of Piano Salesmanship®
as he styles “The Player-Piano Journal.™

In his introductory announcement ax editor  Mr.
Henderson says: ““1've been close to things in this
industry for eleven years and you will read u paper
that will inerease your income.”’

A winning personality, long expericnce, extensive
conneetion and a passion for hard work all ensure Glad.
Henderson the suecess his numerous friends heartily
wish him in handling the destinies of **The Player-
Piano Journal™™ at one dollar per year. The office ad-
dress in New York is 2720 Grand Central Terminal.
Get your subsceription in before it oceurs to him to an-
nounee two dollars to Canadian readers.

Otto Higel Spends Thanksgiving at Toronto.

M. Otto Higel, head of the Otto Higel Co.. Ltd.,
cnme over from New York to spend Thanksgiving in
Tovonto.  He remained for a part of the following week
with the Toronto plant of his firm and expressed his
satisfaction with the state of trade other than the diffi-
enlty of seenring materials,.  The great seareity of all
materials and supplies as well as of wmen is making
greater demands upon the resourcefulness of manufae-
turers than ever hefore,

Having completed the ereetion of the New York fae-
tory Mr. Higel plans to make more frequent visits to
Toronto, staying longer each time, until finally able to
return permanently to the city in which he has made his
bome for a quarter of a eentury.

C. E. Tanney Deceased.
Valued Member of Sherlock-Manning Organization Died
at Charlottetown.

While on a husiness trip in the Maritime Provinces
Mr. €. E. Tanney. of London, Ont., a valued member
of the Sherlock-Manning organization, died at the hos-
pital in Charlottetown, P.E.I.  Mr. Tanney was on his
usual fall trip in the cast where his serv have been
greatly appreciated by retailers at the exhibitions in the
principal eastern centres. He was assisting Mr. Allan
Forsyth, of Miller Bros., at the Charlottetown Exhibi-
tion when he had an attack of heart failure necessitating
his removal to the hospital. He was making favorable
progress toward recovery and his early departure for
home was predicted by the physician attending him
when he died.

On the morning of Saturday, Oct. Tth, he was feel-
ing so well that he sat up in his room in the hospital
and requested pen and paper that he might write his
eustomers in Nova Scotia and New Brunswick l"(plﬂlll
ing his delay in visiting them as arranged. At nine
o’clock that evening (. E. Tanney had passed away.

No better tribute could be paid to the sterling worth
and manly integrity of the late Mr. Tanney than the
appreciation expressed on page 52 of this issue of the
Jowrnal by his former employers, Messes, Sherlock and

Manning. Those who knew My,
heartfelt affection for him.  He had a kindly disposition,
was generous in time, ability and money to his friends
and was always glad to see the other fellow getting along
Unambitious for himself he ddy loyal to his
firm in whose was o contented, loyal,
dependable will  he
keenly felt

Mr. Tanney’s quiet and unassuming personality, his
ready willingness to help at any time and on any ocea
sion built for him and his firm a strong a
nection among the dealers of
Canada.  On his taking ill Mr. Forsyth did everything
in his power for Mr. Tanney and Mr. C. F. MeDonald of
Truro immediately went over to Charlottetown to see if
he could be of assistance to his personal friend in his
illness.  Messes. Smith & Smith of Sydney, NS,
among those to wire their profound sorrow at Mr
ney s demise

The rem,

Tanney best had a real

was inten
ovganization he
and  efficient

member whose loss

1 loyal con
tervitory.  Eastern

his

were
Tan-

s of deceased arvived in London on the
10th inst. accompanied by Mr. Tauney's son who went
to Charlottetown. Interment took place on the 12th
The late Mr. Tanney spent his lifetime in the ren-
dering or making of music. He joined the Sherlock-
Manning Co. on the establishment of that firm and
tuned the first Sherlock-Manning organ built.  Previous
to this he had n t|l|p]ﬂ\¢'l| with the Doherty (o, at
« Inmm and had experience in Woodstock and London
s. He was a versatile musician, being an organ-
st and conductor of merit, and was particu-
larly suceessful in conducting choirs of young people.
For years he conducted cantatas in different places,
“Queen Esther™ being his favorite and his many friends
will never forget his suceess as a minstrel end man.
When an opening on the outside force of the Sher-
lock-Manning firm presented itself it was quite natural
that the refusal of it should have heen first offered to
Mr. Tanney. Learning that it was the firm’s wish that
he should undertake this line he acquiesced without a
moment’s hesitation and was a success from the start.
He literally died in harness as he would have preferred
and while far from home he was under the immediate

care of as kind and considerate friends as man could
have
Personals.
Mr. Paul J. Stroup, manager of the Universal

Music Co.. New York, paid the Canadian branch of
this firm at Toronto a short visit recently.

Mr. W. Bohne, the well known manufacturer of
piano hammers and strings, accompanied by Mrs, Bohne
and Mr. Bohne, Jr., have veturned from a business trip
to New York made by motor car. The return trip was
made without mishap and Mr. Bohne is enthusiastic
over the seenery en route and the magnificent roads
never affected by the rains of the fall season.

PIANOS WANTED IN THE WEST.

Western house with close connection in retail music trades
wants wholesale representation of reliable line of moderate
priced pianos. This is a live proposition for manufacturer
ambitious to get good business in the West.

Box 13, Canadian Music Trades Journal
56 and 58 Agnes St.

Toronto, - Canada
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Formal Opening of Mason & Risch Branch at “A darge and well lighted room at the rear of the

Kitchener. Hamilton Store Also Being store is used for the receipt and shipping of merehan

emodelled. dise; it is also used as a repair department for the com-

N Saturday, Oct. Tth, the formal opening of the re- plete m-'.‘rh""h"" ",' used "mr""w"h." "
modelled music store of Mason & Risch, Ltd.. at Kit. The Mason & Risch store at Hamilton is also under

chener was held, when the management was *‘at home'' 0ing r",’"'""'""'" designed to increase the efficiency "‘_
to several thousand visitors. Several times during the the service to patrons and enhance the appearance of

evening it was necessary to elose the doors so great was the prvmim;n, The Vietrola department is heing removed

the press to gain adaiitbuiono to the main floor, where a number of demonstration
The firm have had a branch at Kitehener for some  '00MS are "‘,'i“" added.  An 'f'l'“""" i_" also being

time, having bought out the Wanless Music Store, but erected to |“_I“‘ ";'. necessary increase in floor space

it was only recently that the necessary enlargement and ~ demanded by the W =

alterations were completed An addit 27 hy 45 At the company’s head offi building and show-

feet, has been erected and the store interior n-nﬁrvl\‘ rooms in Toronto the contractor’s services have also heen

ieconstructed and hrought up to the standard of the P rvtmmmun‘ Some nlh-nnm_lm have been effected, in

Mason & Risch Ontario branches creasing show room space, while the decorator has very
The guests of the firm at the formal opening were much enhanced the general interior appearance,

tendered a splendid musical programme.  The contri-

Iuting artists were Mrs. MeAllister of the Mason & Proposal for Dealers to Go Out of the Business

Risch Vietrola department and a well known Toronto of Handlmg Used Pianos.

soprano, and Mr. Karl Boehmer of Kitehener, ‘“f'- Paper by H. J. Wamelink Read

Stachler, a loeal pianist, delighted his audience with his Before the Ohio Dealers’ Convention.

m-q'nlll'lullimvll! and solo f\urk. using one of the heauti- T]”.; subject assigned to me is doubtless one which

ful Mason & Riseh ar.r{.d instruments. The Iuvvnl nr:-lu-fi- has demanded some meditation on the part of each

tra, under the leadership of Mr, Howard, provided music  of you in the conduet of your business. It is a part of

throughout the afternoon and evening. our husiness, which seems to consist wholly of disad-
Mr. H. 1L Mason, general manager of the Mason & vantages.

Riseh firm, was present at the opening as was Mr. N. H.
Conley, under whose special charge these Mason & Risch
Ontario branches have made such progress. The Kit-
chener branch is in charge of Mr. B. . Schreiner, who
has heen transferred here from St. Catharines, where
he is sueceeded in the management hy Mr. Wm. Arthurs.

The following description of the remodelled premises
is extracted from a report of the opening that appeared
in the *“News Record.”

“Entering the store through an arch and grille of
pleasing design the visitor first passes through a depart-
ment devoted to the display of a variety of designs of
grand and upright pianos.  Then he passes several
heautiful show cases devoted to a display of smallgoods,
hehind which is a mahogany cabinet divided into scores
of subsections for the carrying of the many classes of
sheet music. instruction books. ete,

“The next apartment to attract attention is a very
complete one devoted to the Vietrola and Records. Hun-
dreds of the latter are carvied, affording a splendid

ion to patrons. A unique feature of this depart-
ment is that there are in it a number of heautiful, small,
sound-proof rooms where records can bhe tried over hy
any one interested even if not a patron or a prospective
customer,  This feature has been a prominent one in
Mason & Risch stores throughout the country, but this
is the first opportunity our citizens here have had to
hear vecords under ideal conditions.

“Then there are half a dozen larger vooms for the
display of hoth piano and player pianos where these
instruments may he heard under very similar to home
conditions,

““Another department in this seetion of the store is
devoted to the sale of perforated musie for the player
piano.  This department is sure to prove a hoon to
owners of player pianos as a large variety of the roll
is carried.

When a customer comes to one of us and proposes
to trade a used piano, we immediately begin to ““four-
flush™* (if T may employ a term which 1 have to assume
many of you may not understand), and put a fietitions
value on his ancient instrument because we hesitate to
disclose the percentage of profit on which it is necessary
to conduet the piano business, and then to make mattors
worse, your competitor edges in and raises the ante,
which in turn you have to meet or perhaps raise, and
presently instead of attempting to sell goods on merit,
the battle has hecome one of raising the ante, in other
words disguised price entting, until the customer es.
capes with the profit on the sale.

In a sale made under such circumstances, not only
is the profit diminished, but the dealer loads himself
up with used pianos, which he is then compelled to dis-
pose to enstomers to whom he might sell new pianos at
a profit of which the second-hand goods will not permit.

I venture that a majority of the transactions, where-
hy used pianos are taken in trade, are characterized hy
lax business methods, compared to the standard by
which the balance of your business is conducted. The
trade-in is a purchase of goods to put in stock. By
whom is it made? A salesman.

In this instance you are employing to do your pur-
chasing a man who has heen selected on account of his
qualifications for salesmanship.  How many salesmen
are qualified to appraise and to purchase pianos?  How
far different are the requirements for a suecessful sales-
man and a successful buyer? You employ a professional
salesman, and an wateur buyer, and what is the result ?
Beeause the salesman is obsessed with the idea of selling,
the prospeetive purchaser often proves himself to he the
hetter salesman of the two, and sells to you his second-
hand goods at a hetter advantage than yon sell your
new goods to him. f

How many times does it oceur that dealers by their
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allowanee pay more for a second-hand piano than it
them And all that is allowed
of the second-hand piano is a direet e
duetion from the price of the goods yon sell,

should yom diseriminate n

would have cost new !

over the valu

and why
favor of the man who has
a piano to trade in against the wman who has not! |
«abmit that this is not a proper way to conduet 2
husiness

The average piano salesman figures when he buys
a piano with profits he is not buying with real money
but it is real money, and every time you allow more
than its value for a trade-in, you are declarving a divi
dend in favor of that part
in against your other purchasers and
contrary to the interest o yur stockholder, and this
dividend which is thus diverted from your stockholder
1 believe, upon carveful estimate, will prove to be
substantinl one,  How long are you going 1o pay divi
dends to the publie that helong to your stockholder?

You are thinking that this is a necessary evil ineident
to the business, that it is impracticable to urge upon
the salosman that when he is allowing for a trade-in
. and that competition com
pels o large allowanee for a tradedin, even though it
amounts to a eut in the price of your goods,

Well, gentlemen, if that is so | suggest that
eradicate the evil. 1 propose that we all go out of the
business of handling second hand pianos It is a poor
business for us the way we eonduet it: the profits are

of the piano-huying public
diserimination

i very

he is buying for the hou

we

small, and it entails the carrying of a shop foree to re
furnish the pianos we take in.

I propose that we take in no used pianos at all. You
answer that outside of the individual who
luy a second-hand pinno,
the goods of which it is necessary for the prospective
purchaser to dispose hefore he is able to buy a new
piano,  Then et us provide him with a market, Lot
us organize a company for the sole husiness of dealing
in rebuilt pianos.

The operation of such a company would be as fol-
the company and to provide for the
ownership of future profit let us subsceribe among our-
selves for sufficient eapital to carry the expenses of the
company until it can sell enough goods to pay its own
expenses,  This company is not to buy any pianos at all
except with obligations issed to the dealer in
pianos, who send it used Planos

The proposed method of handling trade-ins to he
this: when a prospeetive customer conmes into the ware
room of any one of you and states that he has an old
piano which he wishes to turn in, you explain to him
that your honse, as well as other concerns, has retived
from the second-hand business, as you found it un
profitable, and you wished to devote your energy solely
to the selling of a few lines which you knew and could
recommend, hut that there was a concern in the eity
which made a business of dealing in us ul pianos, and
vou had an arrangement with them wherehy you could
allow the amount of their appraisement of the used
piano, and that you could take the piano and turn it
in to them.,

Then the rebuilding company upon  your order,
would appraise the piano and give the customer a
written form stating make, number, date of appraise-

wishes to
we are the only eustomers for

lows: To start

new
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This the eustomer will turn in where
that house will take the
old piano, deliver it to the rebuilding company and take
from it sipt which would be, at the
same time, the obligation of that company 1o pay to you
an amonnt of money in the sum of the appraisement
Thus the rebuilding company would have the piano
and would carry the against it.  There
would doubtless he a market for these obligations, or
bonds,  These would be retived by the relmilding com
pany as follows:
Periodically,

ment and value
he purchases the new piano

in exchange, a re

you aveount

when that company had funds arising
from the sale of the rebuilt pianos heyond the amount
necessary for current expenses, it would pro-rate such
funds over its ontstanding obligations and each dealer,
which had become a ereditor hy reason of having turned
dved in exchange eertifie
debtedness, would present such certificates
ment
the 1 fractional obligations and
taking up of the original

Thus the money taken in hy the new company over
expenses will be constantly divided among you in pro
portion to the

over pianos and re tes of in
ret

endorsement of fractional payments there

for
or n.

or the

issuance of

values of the pianos you have turned over
until that day comes when the profits of such company
have grown to the point where it ean turn over to you
the money for your pianos immediately upon delivery,
and if their customers’ accounts do not expand too
greatly it may declare divi lends in addition,

diant finds suecess in life
ever will until
sells the goods that won’t come hack

To customers that will

This is not a patent remedy which T am offering as
a speeifie for all ills of the piano business, but 1 have
endeavored to seize the opportunity given in the privi-
lege of addressing you, to be of some service, and ad-
vanee a theory which will promote discussion
and perhaps provide a foundation upon which some of
you, who are more ahle than myself, may build. 1 want
to do more than gaze helplessly at the hole in which we
find ourselves, after the manner of the little girl who
was called to the telephone by her father Lifting the
little one up to the instrument the mother watehed her
expression change from hewilderment to wonder and
then to fear. It was surely her father's voice, She
looked at the telephone ineredulonsly, and after examin-
ing the opening of the little hole in the telephone she
sohbed—** How will we get him out of it?"”

some

The newest addition to Toronto ** Piano Row " is the
Cambridge Piano Co., Lid.. located at 363 Yonge Street
This company organized by Mr. M. G. Beatty, formerly
in business in Alliston, Ont.. and whose piano experience
was gained in Toledo, is featuring Cambridge pianos
and phonographs.

Mr. W. K. Elliott, the well known Brampton dealer.
peports good business sinee the Toronto Fair. Mr
Elliott uses a forty horse power car to gond advantage
in getting among the people with his lines, Haines
Bros. and Dominion

’ —




AUG 31 1956

72 CANADIAN MusIC

Are High Gloss Finishes Coming Back?
By L. K. Starks, in Woodworker.

HE tendencey of furniture manufacturers and other
cubinetmakers has heen away from the gloss finishes
which marked the products of other days, and one who
has looked over the displays of the leading factories at
the exhibitions and e would hardly he prepared
to say that ther any chance of this tendency heing
reduced in the s future. On the contrary, the advent
of period designs, which seem destined to hold the centre
of the stage, particularly in high-class goods, for some
time to come, would suggest that dull finishes, whether
secured with water stains or with rubbed varnish, are

stronger now than ever hefore
The general opinion seems to he that there is nothing
quite so hideous as *“golden oak,”” and just as the over
varnished appearance of American walnut twenty-five

sew he

yeurs ago was the signal for its dismissal from public
favor, so the high gloss finishes still heing applied to
mueh of the oak furniture may be put forward as a han
dicap to ity development.  The oak vencer and lumber
manufacturers have frequently complained that  con-
sumption is not what it ought to he, and that trade and
public fail to appreciate the true value and beauty of
the wood.  Perhaps this is so, and perhaps the ugliness
of “golden oak.”” with its shining varnish surface, is
one of the reasons

The walnut interests, or, more exaetly, the manufae
turers who have again taken up walnut, are not repeat
ing the old mistakes, but most of it is heing shown with
the dull, flat finish, which is characteristic of the time,
and which seems more suitable for the period styles,
which are now so popular. Yet a leading varnish manu-
facturer said recently that he believed the day of the
high gloss finish is far from being over, and that it is
likely to come back even more strongly in the near future,

“You hear a great deal of talk about dull finishes
und the effects which are seeured with stains,”” he said.
“and yet gloss varnish remains the staple of staples
Immense quantities of it are used by the chair manu
facturers alone, and in the piano trade the demand is
still for the heantiful gloss, which has always heen con-
sidered the finishers greatest achievement.

“You will never find the piano trade departing from
this method of finishing. Why? Because a piano is
intended for use not only this year, hut for many years,
and cven to be handed down to the next generation
Henee the manufacturer of this instrument wants a
finish that is not only heautiful, but one whieh will pro-
teet his product

“This is a feature which consumers may not have

taken into sufficient account in studying the finishing
question.  Varnishes really protect the wood, and save
it from the deterioration which is likely to come when
the wood is exposed to damage throngh lack of a hard,
protecting coating like varnish,
Dull rubbed surfaces are heautiful, and right now
em to he liked better than anything else, but person-
Hy T admire the gloss finishes, and cannot help he-
lieving that one of these days you will find that sort of
treatment heing applied more gencrally.  But, as 1 have
said, high gloss varnishes are not out of it hy any means,
though the spot-light may have been turned on other
methods for the time being. " —Waoodworker
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A Credit Man's Suggestions.
“Rl'}.\ll‘l‘\lltlil( that the delinquent is your friend
Without him you would perhaps be minus a joh,
He has his problems, just as you have yours. If you ean
help him with his problems, do it, and it will help you
to get your money

“Talk to the point, but not pointedly
difference,

“Don’t follow the beaten paths too religiously.  As
Louis Eyetinge says, *Put yourself into your letter and
seal the flap.”

“Don’t tell your debtor that the reason you are ask-
ing him to pay is that you need the money., He won't
helieve you, or, if he does, it will not inerease his respect
for your firm.  The chances are that such an appeal
Will miss fire nine times out of ten

“Don’t indulge in sarcasm. 1t has no place in a
business letter. Do not write a spineless letter, but
give it backbone that will enable it to stand up in front
of your delinguent just as if you were talking to him
face to fac

SO your debtor is found to he tricky or dishonest,
don’t tey to meet him on his own ground. You would
only be lowering yourself to his level.  Fighting the devil
with fire is o dangerous expericnce at best.”

There is a

The United States Consul at Johannesburg, South
Africa, supplies the following import figures:
Values of imports, with the sources of origin, for
the fiseal year 1915 were:
MUSICAL INSTRUMENTS,
Countries 1914 1915

United Kingdom $228,648
Canada 2,016
France 5474 9,933
Germany B 166 21,778
United States 43,769 52,519
Other Countries 8hd 6,847

$321,740

Total

PHONOGRATHE, GRAMOPHONES AND ACCESSORIES,

Countries 1914 1915
United Kingdom 334,363 $61,727
Franee 9,497 3,830
Germany 24,167 1.348
United  States 5031 1.567
Other Countries 7514 2,156

Total $IBO5T2 470,627

Mr, . B, Tremaine, president of the Aeolian Co., in
an interview in the New York Times on his return from
England is eredited with having stated that among busi-
ness men and the better informed people of England,
Americans are rvegarded with a feeling of contempt
which he believed wonld require generations to overcome,
Mr. Tremaine spoke of the vesentment in England of
the United States attitude in not protesting against the
invasion of Belginm. e also rveferred to the feeling
that Awericans are only concerned in making money
out of the war,

Edison Week which has become an annual event with
Edison dealers, is this vear fixed for Oct, 16 to 21,
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THE
Gerhard Heintzman
(Canada’s Greatest Piano)

is the “first choice™ of buyers who do not
let the initial cost decide their choice.

Gerhard Heintzman pianos are above the
“price” atmosphere. They may cost a
little more, it is true, but the perfect
mechanism and finish, and the guarantee
of lasting tone quality and satisfaction is
beyond any difference in price.

The “first choice™ of Canada's best musi-
cians and thousands of discriminating
buyers command your careful considera-

o o S

——
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i

tion.

-

The new Gerhard Heintzman metal-action
player piano is the supreme attainment in
player manufacture. It will interest you
and help you “close” your hardest player

0

-

prospects.
These facts make the Gerhard
Heintzman agency the " first
choice” of many successful
1 dealers.

GERHARD HEINTZMAN, Limited

75 SHERBOURNE STREET - TORONTO, CANADA
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Mason & Risch Pianos have stood the LONG
test, the HARDEST test of all: THE TEST
OF TIME. V

We built our first Piano nearly half a century

ago and, year by year, during that long period,
sales have steadily increased, until to-day the
Mason & Risch Piano can be found here, there l

and everywhere.

It is the evidence of LEADERSHIP.

Mason & Risch Limited 3
230 Youge Street
Toronto




