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Canadian Bureau
for the

Advancement of Music

is your organization. It exists
for your benefit. It is active
in creating and stimulating
public interest in music. It
stands for more music and
better music in the homes and
in the schools, in the churches
and in the clubs, in the parks
and in the public halls, in the
factories and in the stores.
With labor demanding and re-
ceiving more time for recrea-
tion the responsibility and the
opportunity of the Music In-
dustries to supply the means
of music increases.  This
Bureau is the association
through which all branches of
the Music Trades co-operate
in making Canada a musical
nation. The Bureau is en-
titled to your active and finan-
cial support. Are you giving
it? Address the Bureau at
66-68 West Dundas Street,
Toronto.

Published by Fullerton Publishing Co., 66-68 West Dundas St., Toronto
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A 2 \ In Every
Grafonola Gr&?q School

At the Toronto Convention of the Ontario Educational Association,
April 21-24, the following resolution was unanimously adopted:

“THAT THE PUBLIC SCHOOL SECTION OF

THE O.EA. REQUEST THE MINISTER OF
EDUCATION TO CHANGE THE REGULA.
TIONS SO THAT A GRAFONOLA WITH A
SUITABLE NUMBER OF APPROPRIATE
RECORDS FOR EACH CLASS-ROOM BE
MADE PART OF THE COMPULSORY EQUIP-
MENT OF PUBLIC AND SEPARATE
SCHOOLS.”

The resolution was sub tly ded by omitting the words “for
each class-room.”

The Minister of Education for the Province of Ontario authorizes a
course in music

“TO CULTIVATE IN PUPILS A TASTE FOR
GOOD MUSIC, TO PROVIDE AN ENNOBLING
MEANS OF EMOTIONAL SELF-EXPRESSION,
AND TO AFFORD AN AGREEABLE CHANGE
IN THE ROUTINE OF SCHOOL WORK AND
THE OCCUPATIONS OF DAILY LIFE.”

The Educational Department of the Columbia Graphophone Co. is
very extensive and plete—covering the entire field from the kin-
dergarten to the completed high-school education. Records especially
made for: Singing Games, Rhythmic Games, Tone Marching, Danc-
ing, Marching, Flag Drills, Story Telling, Patriotic, Penmanship, Lan-
guage, Interpretative Dancing.

Are you, Mr. Columbia Dealer, putting Grafonolas and Columbia
records in the schools of your district? Can we aid you to close more
sales?

COLUMBIA GRAPHOPHONE COMPANY
TORONTO
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— Another Exclusive Feature of
Martin-Orme Construction
Worth Knowing

BODY OF BRIDGE CAST IN

EMI-STEEL AND GROUND T0
FIT THE PLATE AT THE £X
ACT DISTANCE REQUIRED.

[ TWO ROWS OF POWERFUL
BOLTS RANGED ON OUTSIDE

{

) OF ANTI#RICTION ROD PER

MITTING SAME 10 BE CON.

TINUOUS.  THIS 15

NOT PO

£ IN ANY OTHER BAR

BUY

MUM OF FRICTION

A

Vings S°

DUPLEX BEARING BAR

The bearing point for the strings is a bronze rod running between the feet and under-
neath the centre of the bar.

This continuous bearing point shows a radical improvement on the older methods in
its elimination of nearly all friction and absolutely all danger of rust, that fruitful
source of broken strings, and is rendered possible by the staggered feet through which
the bolts pass in holding down the bar. From a musical standpoint, another strong
feature is the added solidity and clearness of tone.

The system has been patented by Mr. Owain Martin, and is used in Martin-Orme
instruments exclusively.

T Martin-Orme Piano Co.

Limited
Ottawa - Canada




BELL
PIANOS

PLAYERS

ORGANS

RENOWNED
THE
WORLD
OVER

55
YEARS'
SUCCESS.

The BELL PIANO

& ORGAN CO., LIV:TED
GUELPH, ONTARIO
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N EVER is a Piano or Player

Piano billed from the Gourlay
factory until it has undergone
the most rigid tests—musically
and mechanically.

This inspection is the last step which
proves all the other steps are right.

Gourlay, Winter & Leeming, Limited
Toronto, Canada

Head Office and Factories: Salesrooms
309-325 LOGAN AVENUE 188 YONGE STREET
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“—Kumg\HE musical demands of the Canadian public
gﬂ | are more exacting to-day than ever they
1= %} were. Families do not buy pianos for pride
%} or merely to keep up with their neighbors.

\7 WS They buy them for music’s sake.
11
y

exacting people are, the more the
piano appeals to them.

The Mendelssohn is pr duced by highly trained men,
careful, honest and conscientious in every detail of their
work under the daily supervision of the manufacturer
himself, who has spent & life-time in the various branches
of piano building.

The more
M 1.) "

Back of every Mendelssohn piano sold is an enviable re-
putation of 31 years.

These are the main reasons why it pays to sell Men-
delssohn pianos and players.

If the Mendelssohn is not represented in your territory,
you should inquire about the agency.

Mendelssohn Piano Co.
110 Adelaide St. W. - Toronto, Canada
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Record Cabinets

Pla;'er Roll
Cabinets

No. 80, Golden Oak

No. 81, Mahogany

No. 82, Fumed or Mission
For Columbia or Victor

No. 68, Guiden Oak

No. 43, Fumed or Early English
No. 44, Birch Mahogany

Manufactured by

NEWBIGGING
No. 83, Golden Oak CABINET CO. Payer Roit Cabinet, No. 61,

No. 84, Mahogany o LIMITED Solid Mahogany
No. 85, Fumed or Mission i
Top 19 ins. x 26 ins., Height 394

Shaped Top to Fit Base of Victor IX Hamilton, Canada ine,
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OUR THREE SPECIALTIES

Piano Hammers, perfect in make, tone and quality
Piano Strings “ “ “ “
Piano Music Wire “ “ .

SOLE AGENTS FOR CANADA

E. V. Naish, Hammer Felts, Wilton, England
Latch & Batchelor, Music Wire, Birmingham, Eng.
Webb Wire Works, Music Wire, New Brunswick, N.J.

D. M. BEST & CO.

455 King St. West - Toronto, Ontario

We Admit

we're enthusiastic over Lonsdale
Pianos. But we can't help it It
comes to our attention so frequently
that the Lonsdale quality at the
Lonsdale price is winning out in
competitive sales

Our policy is giving the buying pub-
lic what they want—a first class in-
strument—at a cost that includes no
extras for excessive overhead.

The Lonsdale is as good as a piano
can be. It is sold under a most at
tractive proposition to dealers,

There are six designs—four
pianos and two players.

Lonsdale Piano
Company

Office and Factory
Queen St. E. and Brooklyn Ave.

TORONTO, CANADA

Lonsdale Style W.
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No Player Piano is Better
Than Its Player Action

The Player Piano with the Otto
Higel Player Action

is marketed in the certain knowledge that it embodies the greatest degree of action
efficiency; that its execution, its indifference to time, wear and climate will be a
daily satisfaction to the owner of the player as long as the instrument is used.

Cost never retards improvement where improvement is possible. Quality is our
primary consideration, always. Satisfactory materials and workmanship are never
good enough if more satisfactory can be obtained.

The Higel Player Action has a reputation for dependability, reliability and accuracy.

Otto Higel soo ais Word - Rolls

are the big thing in player music. They sell more new player pianos—they
keep up the interest of present player owners. Stock these selections:

W13—Blue Bird Waltz Song $1.10  W92—Perfect Day 1.00
W22—Till We Meet Again (Waltz W101—Aloha Oe, Aloha Oe 90
Song) ... 1.00 1 12—Carry Me Back to Old Vir
W32—Kisses (Fox Trot) 1.00 po e AR 1.00
W43—I'm Always Chasing Rainbows 1.10 W |2|—Beautiful lsle of Somewhere 90
W52—Beautiful Ohio (Waltz Song) 1.00  W131—Sweet Genevieve 90

W63—I'll Say She Does (Fox Trot) 1.10  W142—1I'll Take You Home Again

W72—That Tumble Down Shack in Kathleen 1.00
Athlone (Ballad) 1.00  W152—That Red Cross Girl of Mine

W82—Mickey (Ballad) 1.00 (Fox Trot) 1.00

The Otto Higel Co., Limited

The British Empire's Largest Music
Trade Supply House

King and Bathurst Sts. Toronto, Canada
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+ THE MOMENT OF OPPORTUNITY FOR
RETAIL MERCHANTS %

HE next few years will mark a tremendous The Ford One-Ton Truck makes
Portunity, It is motor transg

le this op
t low cost
ow first cost, low maintenance coat. fow operating

change in the business of retailing

A Here and there out of the mass of small busi cost

o gy stail establishments will & A large investment in equipment is not needed
nesses, big retail establishments wi spring up Every ‘business that is paying cartage bills or main o
Every community will see some fow stares ros cconobsicuilivery system can employ Ford Troos:

economicall
rapidly above Ordinary Success to Big Success e o8 will motorize your deliveries and s

portunity is knocking now at every e e to you the opportunity for busines, expansion
o ey s b i o i 4 Complete Ford Trucks in Two Standard Body
 expneie handicap that once set a limit to o . A
" 2 ansion no langer exists. The trading oou, Types Now Ready for Immediate Delivery. o
which is the area to which gocds may be delivered

profitably, has been greatly’ <Lo02s. The Ford Truck Chassis is being used with hundreds

of special body types in every line of business, But,
The atore in the centre of the town can serve cus ordinary hauling and delivery work can be best
[omers on the outskirts. The east end store can de adapted to two standard types.—the Stake Body and
o liver goods in the west end the Express Body )
The whole co it bl . § These two body types are kept in stock by Ford
mmunity is laid open to ompetition Dealers and Ford Branches, ready for immediate de -
And in this fair field the live merchant must win livery. They insure the maximup efficiency from the "
Railway Transportation revolutionized trade. It made Ford Truck. They give the buyer of a Ford Truck
Yig Business possible. fy 2Ning up distant ey the recognized benefits of Ford production
kets, by moving goods rapidly at _comparatively 1o Both types have the Enclosed Cab with the two-way
cost, Railway Transporter.r built up big. conton) windshield which gives the driver Proper protection
# successes. from the weather This Cabea Ford feature—.is
Motor Transportation, now reduced 10 Jow.con ordan. 4™ Winter and cool in summer, It may be
basin, will produce, in local trading, results similar to ordered with or without doors as desired i

those effected in national markets by Railroad Trans See These Complete Trucks

portation

As men everywhere grasp this idea, s they seize the No question affecting the future of your business s
opportunity for business growth that now presents quite as important as this Question of motor deliveries
o itsell, the retail business will e operated on a higher, Gan you afford to evade it Wil Jop wait until your
more efficient plane. The publye bl L e | sompetitors force it on you as a defenur. measure?

g it vd k i be ofored Seize the opportunity to enlarge your field of business #
ey a0l more varied stocks will be of red for sale Consult the Ford Dealer. Let him solve your delivery

Better and bigger stores will appear problem. Act. To day

Ford One-Ton Truck (Chassis only) $750.00 f.o.b. Ford, Ont.

Freight charge 1o London, $15.00; Tore 817.00; Montreal, $22.00; gt John, $31.00
i Winnipeg, 847.00; Regine $63.00; Saska $66.00; Calgary, $77.00: Vancouver, $93.00

For either Stake o Express
Body. in lead cont with eqp but
without doors

For either Stake or Bxpress
Body, in lead coat with cab but
without doors
$#14 F.OB. Winnipeg
#1400 Fon

=




-

-

CANADIAN MUSIC TRADES JOURNAL 9

== - = = - == == = -

Matchless

Tone

In the McLagan Phonograph noth-
ing has been spared to produce that ¢
wonderfully rich, mellow, velvety
tone which can come only from a

sound chamber of wood delicately and correctly shaped and insulated from sur-
' rounding parts. Reproducer, tone arm and sound chamber are harmonized per-
fectly. The result is tone unsurpassed.

=

o

M 35

Solid Mahogany and
Black Walnut

Dealers will have reason for genuine pride in showing the

e
i agara,

“\H for here are the truest interpretations of the
| Periods, fashioned with the most extreme care
and rare nicety of cabinet work in rich wood
finished in the most modern tints. They are
the product of men whose experience repre-
sents thirty-five years of sincere and faithful
study.

M 40
Solid Mahogany

Write to-day for catalogue and prices.

The George McLagan Phonograph Division
(The George McLagan Furniture Co., Limited)

Stratford, Canada
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LET YOUR EAR BE THE JUDGE

Otto Heineman Phonograph
Supply Co. Inc.

25 West 45th Street, New York

FACTORIES:
Canadian Branch ELYRIA, OHIO
NEWARK, N.J.
172 JOHN STREET PUTNAM, CONN.

SPRINGFIELD, MASS.

TORONTO

BRANCH OFFICES:

CHICAGO, ILL.
PORTLAND, ORE.
CINCINNATI, O.

SAN FRANCISCO, CAL.
TORONTO, CANADA
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Otto Heineman Phonograph Supply Co.

INC.

25 West 45th Street, New York

THE KEY

To satisfactory motoring is good engine equip-

ment. The car may be comfortable and beau- FACTORIES:

tifully designed but | otion depends on the ELYRIA, OHIO

engine. NEWARK, N.J,
PUTNAM, CONN,

Heineman - Meisselbach | ===
Motors and Tone Arms | sncn ormces

Are the key to good f e —rl The cabinet CHICAGO, ILL.
may be Al, but it is the motor and kindred PORTLAND, ORE.
equipment upon which you rely to get the most CINCINNATI, o,
out of your records, SAN FRANCISCO, CAL.
TORONTO, CANADA
. -
Heineman - Meisselbach

Motors, tone arms and accessories are made by Canadian Branch
the world’s largest manufacturers of phono- 172 John St.
graph supplies,

They are wor'd-leaders,
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MODEL B
$215

A MINUET IS A MINUET—

an overture an overture, a chorus a chorus, a fox trot a fox trot, a monologue a4 mono-
logue, and a song “hit" a song "hit."

BUT—They all sound better on a

Gerhard Heintzman Phonograph

For over 50 years the makers of Gerhard Heintzman pianos—Canada’s greatest piano
—have worked unceasingly to produce the best piano tone money could buy—and to
house that tone in fitting case work, This same organization and factory is pro-
ducing the Gerhard Heintzman Phonograph.

The Gerhard Heintzman is equipped as follows:

Plays any disc record Self-operating electric light for record chamber
Has quiet, smooth-running motor Cabinets double veneer on three-quarter inch
Acoustically correct tone chamber of genuine solid core, built by piano case craftsmen.

All cabinets on casters.
Made in mahogany, walnut, Circassian, fumed
and mission oak

piano sounding board spruce
Reproducer that conforms.
Perfect nuancer

Special designs to order.
Automatic stop. It is & wonder instrument in attracting sales of
Automatic lid support the highest class.

GERHARD HEINTZMAN, LIMITED

Head Office and Factory

Sherbourne St. TORONTO Canada
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STERLING

Piano Actions -- Player Actions--Keys

economy in the long run—when one’s name must

TO-DAY. when piano buyers know that quality is
be associated with the good product—

When the piano is more closely and critically examined
by the prospective buyer than it ever was before, the
name STERLING is a guarantee of reliability. Every
piece of material, every operation in manufacturing is
right, and it is closely supervised to see that it is right
before leaving the factory. Sterling (Made-in-Canada)
piano actions, player actions and keys are in keeping with
Canada’s high-grade pianos, and are the product of Can-
ada’s oldest piano supply manufacturing house.

Sterling Actions & Keys

LIMITED
Noble Street Toronto, Canada

l\l RPEANL 2

:
o Ty,

TP LA

WHERE STERLING MADE-IN-CANADA,
PIANO ACTIONS, PLAYER ACTIONS AND KEYS ARE MADE
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C. F. GOEPEL & COMPANY

137 East 13 Street

SUPPLIERS OF

High Grade Commodities

PIANO »» PLAYER TRADE

Player Accessories.

Tracker Bars, Transmissions, Brass and
Rubber Tubing, Rubber Matting for
Pumper Pedals, Pumper and Player
Pedals, all Special Hardware formed or
cast, Leather Nuts, Push Buttons, Special
Punchings cut from Cloth, Felt, Fibre,
Paper, Pasteboard, and all character of

EFFICIENCY >

Felts, Cloths,

Punchings

Of every description, comprising Name-

board, Stringing, Polishing, Muffler,

Straight and Tapered, in Rolls and Sheets,

etc.,, Stripped to Width and Length as
wanted

New York

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

Imported French and also Domestic
Bushing Cloth—————Hammers.

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

“DOHERTY”

Identifies a piano that has been a con-

tinuous successful proposition since

1875

Identifies a piano that has always been
noted for having a tone that pleases
critical musicians.

Identifies a piano that is distinctive in
appearance, rich in finish, and possess-
ing a durability that comes only
through using the choicest materials
and the most experienced workman-
ship

Have you the latest Doherty catalogue?

DOHERTY PIANOS

Established 1875 LIMITED
CLINTON - ONTARIO PIANOS

DOHERTY
ORGANS

BENCHES
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—
GEO. W. STONEMAN & (0.
PIANO VENEERS

Maryland Walnut

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

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

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

845.851 West Erie Street

CHICAGO, - ILLINOIS
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Your Customer is

CERTAIN of a

First Class Piano

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

There isn't the necessity for much “‘talk’

about Evans Bros. quality, because it is al.

ways taken for granted. Quality is

known to be a certain and invariable fac .

. 9 N

Evans BI‘OS. Pllno and M f’g. CO., Ltd. tor in Evans Bros. Pianos and Players
lngerloll J Ontario E.vans prices are reasonable.

A Solid Wall of Good-Will

has been built up by Craig Pianos during the time since they were established in 1856. For
that length of time they have represented the best in piano building. The dominant note behind

the line has been always that of Quality—the maximum quality at the minimum cost.

You can therefore sell your best customers with a

feeling of pride, knowing that they will be
thoroughly satisfied with their Craig piano

Nothing goes into the construction of our pianos and

player pianos that we cannot thoroughly recommend

Men in the Trade who know Pianos like a book, and
musicians who understand tone in a critical way,

recommend the Craig pianos

The Craig Piano Co.

Manufacturers of a complete line of
high-grade pianos and player-pianos

MONTREAL . QUEBEC L_
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The Two-Fold Dominance

Wright Pianos

THE STRAIGHT PIANO In the thick of com
petition the Wright is a leader Every month
sees more dealers giving it the first place on their
floors on the one and only basis of dominant
value. With the first glimpse of the Wright your

- it N
e el it

no

.
. prospective buyer senses its beauty and charm
. we

part- With the first few chords struck that inimitable
iano . tone, which compels the approval of the musical
-y ’ Style 65 ear, is forcibly impressed Years of constant use

il find both beauty and tone unimpaired

g is

n in THE PLAYER—What it will do for the home,

and not price, is the basis for selling Wright

. . players Money cannot buy your prospect any
Ik rlg t lano O. greater, more lasting pleasure to brighten the
|

evenings after the tiresome routine of a monoton-

al- Limited ous day's work.

is
: . The appeal of what the Wright plaver will do,
:' Stl’alhroy - Ontarlo plus the demonstration of it, gets the order,
—

Music is the Universal Language which
appeals to the Universal Heart
of Mankind,

Weber
Kingston

Are worthy of earnest consider-
ation where quality counts and
satisfaction guaranteed.

The Weber Piano Co., Ltd.

Kingston
Successors to oo S——
The Wormwith Piano Co., Kingston Style A Player
Pianos and Player Pianos We' have, others to suit”all Jcomers.
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Tl IE piano is no
better than its

tone Musical
tone 1s not in 1vory
keys, strings, hammers,
»\()ll“d”lu .)l)rl’(l»\ or ac
tions; but chiefly in the
best selections of these
and other supplies all
adjusted with exquisite

delicacy

"LESAGE" pianos are

in the very first rank

LESAGE Piano, Fumed Oak, 4 ft. 6 in

for tone—pure, musi

B iy exact and lasting _A. LESAGE_

ST. THERESE . QUEBEC

Manufacturer of Pianos and Player Pianos of the very highest grade

The

Newcombe

VER since away back in 1870, the
Newcombe Piano has been rendering

efficient service in hundreds of homes

throughout our land

To-day, the Newcombe Piano is recognized

as a product that embodies all the musical

improvements and mechanical advance-

ments that make for a strictly high grade

piano of the "Leader” class

Every Newcombe Piano has an important A Leader for 49 Years
constructional feature possessed by no other “Never suffers by comparison.”
piano, viz.,, the "Howard Patent Straining SE—

Rods.”" These give added strength and en- 4

durance to the instrument. Also they keep The Neﬂwefdog:ﬁ?'e le:’n": Slco.’ Ltd.
it in tune longer Factory: 121-131 Bellwoods Ave.

TORONTO - - CANADA
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TORONTO Established NEW YORK
516 Richmond St. W. 1891 134th St. and Brook Ave.

W. BOHNE & CO.

Manufacturers of

Pianoforte Hammers
nd

Covered Bass Strings

For the better grade manufacturer
Proved by 27 years' experience

grade, W ST Y

VAV AV VBV BV

CHURCH ORGANS

These illustrations show two of our latest designs for Churches, Chapels and Society
Rooms. The cases are Quartered Oak, in the new “Art" Finish,

The CHOIR Model is made w

A b8y BV AV VNN BV BV AN BV

ith five different sizes of actions, these having from four

The SYMPHONY Model is a
larger organ with ten sets of
reeds. This action has been
specially designed. It has a tons
of a rich pipe like quality, and the
many combinations of the various
sets must be heard to be appre-
ciated. We also build larger
organs with two banks of keys and
pedals.

Write for catalogue and specifi-
cations,

Choir Model Symphony Model

Thomas Organ & Piano Co.. Woodstock, Ont.

e ————]
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Piano & Player

Ask for Catalog No. 182

New York, since 1848

Julius Breckwoldt & Company

Manufacturers of

Piano Backs, Boards, Bridges, Bars, Traplevers

and Mouldings

Sole Agents for Rudolf Giese Wire in Canada and United
States

J. Breckworor, Pres.

Factory and Office

Saw Mills
Dolgeville, N.Y.

CANADIAN MUSIC TRADES JOURNAL

Hardware, Felts & Tools

HAMMACHER, SCHLEMMER & CO.

W. A, Breckworoy, Sec-Treas

Fulton Chain and Tupper Lake

Phonograph Cabinet

Hardware
Ask for Catalog No. 183

4th Ave. & 13th St.

“Superior” Piano Plates

MADE BY

THE

SUPERIOR FOUNDRY CO

CLEVELAND, OHIO, USA.

This Bench has
an Enviable Sales

Record

We will have a stock of these ready for
May shipment also:

No. 203, 204 and 210.
Mahogany and Walnut Finish

The prices are exceptionally low for a
strictly high grade line.

Make your customer satisfied by fur-
nishing a high grade bench that does
not cost you any more than one of in-
ferior quality.

THE GODERICH ORGAN COMPANY, LIMITED

GODERICH

No. 202 Duet Bench

A Y PR

ONTARIO
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’ CECILIAN
World-Famous (Est. 1883)

INDIVIDUAL GRAND AGRAFFE SYSTEM, found only in
grand pianos of other makes, i

ALL-METAL UNIT VALVE SYSTEM in Cecilian Players, mak-
ing them leak-proof absolutel:

e the pians oy 3 COMVERTIBLE, 10 that o ay
The Cecilian Company, Limited

Makers of the World's First All-Metal Action Player Pianos
247 Yonge St. . Toronto, Canada

21
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~ CECILIAN
 CONCERTPHONE

Is shown to be a superior
Phonograph by every test

TEST is a proof---a manifestation
of a fact-a trial---subjugation to

conditions to show the true char-
racter of things in a set particular.

S —

i

I3

5

The Alexandra, $124 |
e T ————————————————

The Cecilian Concertphone, when put to the test, meets the most
exacting conditions. Its cabinet compares admirably with the
piano case standard. Its tone stands the test of the most critical
ear.

Cecilian Concertphones are equipped with our wonderful ball-
bearing tone-arm; patented electric stop; modulating tone-con-
trol; and the all-wood amplifier. Each Conce:tphone design is a
“leader” in its field.

The Cecilian Company, Limited

Distributors for Canada
of the Cecilian Concertphone
‘@N 247 Yonge Street
Canada

Toronto,
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American Steel and
Wire Company’s

PERFECTED

EL 2y, B SALEL & Wip,
¥ PERFECTED %\ CROWN "o
$ MUSIC WIRE 5\\USIC WIRE %
& z

'./p_ J

Complies with all mechanical and acoustic
requirements; and the
acoustic engineer are freely offered to assist
in bringing these together.

services of our

United States Steel
Products Co.

New York

Montreal

New Glasgow, V.S,

Winnipeg, Man. Vancouver, B.C.

Stanley

Pianos

Play

yer
Pianos

A full line of beautifully
finished, rich toned instry-
ments with the guarantee
that goes with the word

STANLEY.

Give us the opportunity of
interesting  you in the
STANLEY piano and
you will agree it is a
splendid line to link up
with your sales.

Write for 1 rices and catalogue

Stanley Pianos
241 Yonge St.
Toronto
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ARE YOU READY

for the

Summer Band Season?

Special Summer Announcement
CORNET? ’

stationary
valve tops

$18.50
12.32

No.
Wholesale 10.50

PLATING

Cmne!n o be pmm at the following oxtra A\Idl’ﬁ!
pla vl st owatin finish, sily

25.00
16.38

Williams' Cluss B, wi e to A, all

No. 90

ul ass with

fi C B te A
ll.'lm

2.00

extru Kegular price $25.50
3.00 Wholesale 17.00

HUMANATONE

The New Musical Wonder

Man, woman, or child «

an play this instrument without teach
Has Lv at beauty of tone, immense power

grees of piteh, capacity of expression unlimited
nly hours, where other instruments require years for
ory

tremendous

Each  $0.20
Doz 1.20

Wholesale

Gross 13,60
Above are trade prices plus equalization of
Transportation for Winnipeg and Calgary delivery
WM LIMITED.
CALGARY WINNIPEG MONTREAL TORONTO
308 Eleventh Ave. East 421 McDer ottt Ave. 59 St. Peter Street

468 King Street West
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Lumbermen and Fruit Growers Have Joined the
Ranks of the Collective Advertisers. Will
the Music Industries Go at [t Sericusly?

C ANADIAN Musie Trades Journal has on various o

casions directed attention to the co operative adver
tising that has been done by florists, brokers, confection
ers, bankers, coal dealers, and others By judiciously
using a good-sized sum of money made up of very modest
contributions from each individual firm these branches
of industry have stamped on the public’s memory such
slogans as, 1y it with Flowers,”’ “Candy is a Food,"
““Buy and sell bonds only through recognized hro erage
firms,”” “‘Order coal now,” and so on

Another example of co-operative advertising comes
to the Journal's attention, which makes it appear more
than ever that the music industries should have heen at
it on a representative seale long ago. Lumber interests
after some experimenting are on the Jjob in a hig way
It would seem that their in ntive to take up collective
advertising has been the active campaigns of firms fea
turing wood substitutes, The lumber people now have
their “‘burean.”” Take the White Pine interests, for ex
ample. “‘Our main object," they say, “*is to advance the
interests of White Pine, but only for these specifie huild
Ing uses for which it has, through centuries of huild-
ing experience, proven its superiority over other woods
and substitute materials. 1t is not our intention to re-
commend its use for any purpose for which another wood
is better adapted or for any purpose for which its nse
is not_commercially practieal. There is so much work
to be done, however, that we feel that 2 @iod deal of our
efforts are strietly educational and are as important to
the entire lumber industry as they are to White Pine.’

For the first time in lumber history, it is said the
manufacturers of one particular kind of wood gre. them
sclves, standing sponsor to the architect and to the con
samer and recommending to them the proper use of the
produet of their mills,

Then there are the Southern Pine companies. Thou-
sands of hooklets are being mailed out, setting forth the
various uses for the wood, from floors to silos. An in
teresting feature of this campaign has heen the highly
efficient news service, The service bulletin of the asso-

tion, in a recent issue, ays of this: “One of the
pleasing signs of the times is the decided change in the
attitude of the press toward the luml industry. In-
stead of the old antagonism and suspicion, a spirit of
friendly interest and appreciation has begun to mani-
fest itself within recent months, ‘Lumber trusts,” ‘lum.
ber barons’ and such stock phrases which were eneoun-
tered on all sides in the newspapers a few years ago,
seldom eonfront the lumbermen to-day.””

Some expenditures for colleetive lumber advertising
are as follows:

Southern Cypress Manufacturing Asso.
Single Branch, West Coast Lumbermen
North Carolina Pine Association
California Redwood Association
Northern Hemlock & Hardwood Asso.
American Oak Manufacturers Asso
Gum Lumber Manufacturing Asso

$75,000 a year
$60.000 a year
$40,000 » year
$40,000 u year
$40,000 a year

One of the big fruit associations put aside an ad
Vertising appropriation in 1914-1915 of about 1.2 per
cent. of the gross receipts from the sale of their I
duets,  Other expenditures for collective advertising
of fruits are;

Northwest Fruit Exchange
California Walnut Growers
California Fruit Distributors

$70,000
$40,000
$30,000

This is all perfectly legitimate and good business
Yet none of the industries advertising colleetively have
a8 good a cause to espouse as the music trades,  There
is the hun. n appeal in music that is a tremendous ad
vantage to begin with, If a firm manufacturing yeast
can afford to advertise hread to sell yeast, the musie
trades can afford to advertis musie to sell musical
instruments.  Ave the Music Trades to be the last of
the industries to take up collective advertising in a hig
and a serious way ?

Two Ways of "C;”ir;g" a Man

PITANO traveller, not long since, walked into a

tain music store Instantly he realized that there
was something doing. The boss was in a fury, “ealling
one of their repair men for fair,” as the road man put
it. That the “ealling”” was being done in a lusty voice
did not matter so much as the fact that it was done be
fore a couple of salesmen and a customer or two. And
the surprising thing was that this hoss had, himself,
risen from the hench. “The fellow may have deserved
twice what he got and more,” remarked the traveller,
“hut it’s poor mar gement to correct a man or g
him a talking to hefore a customer or before other em-
ployees.”’

In contrast to this method of checking up an em
ployee the Journal recalls an incident in the life of a
suecessful manager of men, who rose from the position
of driver on an ice waggon to the general manager of a
large ice company.  One day he chanced to notice that
one of his drivers was spending too much time loitering
about a certain saloon, to the neglect of his work. In-
stead of sending for the man to come to the office, the
general manager himself went right to the saloon where
the man was. He bought himself a ginger ale and then
nudged over alongside the driver, whom he engaged in
conversation,

“My name’s So-in-s0.” said he.

“T happen to he

the general manager of the company vou work for, and
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I wish you wouldn't drink while on duty. You see, all
the time that you have during working hours you have
already sold to me, and 1 have resold it to our customers
IF you steal a little of it to loaf in here, you are just as
dishonest as if you gave short measure of any other com
modity.  Now, when a saloon keeper encournges a man
to waste time that he has sold to somebody else, that
saloon keeper is doing just so mueh toward putting him
sell out of business. The people who are waiting for
this man's service do not feel kindly toward the saloon
keeper who encourages him to steal the time that has

heen sold to them, and at the first opportunity they will
vote saloons out of the way.”’

Such, substantially, was his argument—said in a
pleasant way that ba
through hoth the drive
his side.

el antagonism. When he got
and the saloon keeper were on

Coming True

IONS have been expressed to the Journal by
men more than on lately that one thing
the popularity of piano musie, and,
fore, of pianos, is more piano recitals and concerts,
illy by artists who know how to really interest
the general public in piano music. 1 that be so, there is
encouragement in a remark by the editor of Musical
Courier.  Referving to the musical life of New York
the past season, he said, It was distinetly the winter
for pianists.  Never hefore have we heard so many new
good ivory ticklers as in 1918.19."" 1t looks as il the
spread of piano music has started on a wider seale than
ever Fefore,  May it continue

To Continue a Good Wark

A SMUSIC Service League™ has heen organized in

the United States, to give the healing and cheery
benefits of music to the inmates of the country’s Jails,
asylums, hospitals and similar institutions.  The idea
ix to make possible the placing of pianos, player planos,
phonographs and other musical instruments in these in
stitutions, which, of course, includes a library of musie,
records and rolls in each.  The work proposed hy this
organization is the logi outeome of the activities in
furnishing music and musical instruments to the mili
tary camps at home and overseas and to the men of the
navy

New Way of Paying Factory Men

ORD Leverhulme, of Sunlight Soap fame, and a

large employer of labor, who has always heen pro
gressive in launching out into new paths that look like
improvements to a business mind, has introduced a
new way of paying his factory hands. 1t is under
stood that instead of handing each employee a pay en-
velope containing cash, the firm will give the hank a list
of wages due each employee together with one cheque
covering the entire pay-ro’l.  The bank then debits the
company 's account with the cheque, the corresponding
eredit being made up of deposits to the men’s acconnts
of the amounts of their wages,

Thus. each employee has a bank account. 1t is in
tended that that will be an advantage to the workmen
in teaching them thrift and business methods, It also
saves much time on pay davs. Other advantages are
apparent on the surface. There may be some disad
vantages—one or two of them may look like serious di
advantages—hut times and customs are changing rapid-
ly. A new system is more readily introduced than ever
was the case before. Lord Leverhulme's scheme of
payment is worth thinking over,
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Could Discontinue But Won't

could discontinue gll our advertising,”’ sy
the salesmanager of an important firm, whos
coneern it is to dispose of the factory’s output at a pr
fitable price, “and sell all of our produet that we ca
make this year. This same condition would hold throuy
A part, at least, of next year. For these reasons w
have had to regard our advertising on a somewhat d
fevent basis than we would in normal times, It is
for the purpose of selling goods now, that we advertis
but the insurance and proteetion in a future which
sure to come
“In othe
vertising rej

words, we are going to continue our a
irdless of being oversold and the strong
commercial demand, bee convineed that fo
every thousand dollars we spend now, our competito
Will have to spend five thousand later to get withis
hailing distance of us,”

Success a Duty

" M\' honest helief is that there is no way in which ¢
man can be of greater public service than b
running a legitimate and successful business.”’ That is
the statement of an eminently suceessful man, who was
born in Omemee, a little village near Peterboro, left
orphan when a mere child, and now head of the great
Sherwin-Williams paint concern with interests all over
the world. Walter H Cottingham hit on a truth wort
while saying with emphasis every now and again.

It is a serviee to the community to run a legitimat
and snccessful business, whether it be manufacturing
Jobbing or retail. In justice to oneself the business must
he legitimate and suceessful. The music and musica
instrument husiness has no superior as far as legitimae
is concerned,  Our industry is unique in this respect
The music business so intimately affects the welfare of
mankind that it is sometimes viewed in a light that mag
nifies the art end of it and dims the commercial end

To make your music business suceessful is a duty
to yourself first; to your family next; and then to your
ereditors, your customers and your community,

Debit Piano Dept. and Credit Roll Dept. With
Wholesale Price of Rolls Given Away
With the Player Sale

WIH'].\' a player piano is sold and the $10 worth of
rolls given with that sale, it is well for the piano
department to include that time in its cost of making
the sale of that piano and in its cost of doing husin
The ideal way would be to check the wholesale price of
the music to the cost of selling the instrument and to
eredit the music roll department with the wholesale pric
of the music rolls given. In other words, the piano de
partment buys at wholesale from the music roll depart
ment the music that it finds is necessary to carrying on
ite business, and the item is figured as a loss only in
the one department where it actually is incurred.
This places the music roll department in the position

to show a real earning, whereas in many establishments
where this system is not used, the loss is not only figure
into the cost of selling the piano but is also cheeke
awain as a loss to the music roll department. This is
one of the ehief causes for dealers looking upon th
music rolls as an unprofitable venture,
This. in substance. is the method advised by the heas

of a western house, who urges the adoption of thoroug!
husiness principles in the player roll department. This
dealer also says: “‘By checking this business in the cor
reet manner, it will be found in many instances tha

NN
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254

Canadian Piano Dealers

Sell
Williams-Made Players

No greater tribute could be paid to the excellence of the
PLAYER ACTION being made by THE WILLIAMS
PIANO COMPANY than the fact that it has the confi-
dence of 254 Canadian Piano Dealers who, on their part,
can guarantee the unexcelled satisfaction these players
give to the buying public.

If there is any one particular reason as to why THE WIL-
LIAMS PLAYER ACTION has reached such a high
standard of excellence it is perhaps due to the fact that
THE WILLIAMS PIANO COMPANY have not had their
opportunities for advancement in PLAYER ACTION
MAKING curtailed by the presumed mechanical knowl-
edge of PLAYER ACTION supply houses.

THE WILLIAMS PIANO COMPANY have been able to
make corrections, improvements and additions to their
PLAYER ACTION construction any hour or day when
there was an apparent need for them, therefore, THE
WILLIAMS PIANO COMPANY have been the
MASTERS of their own Creation and in the development
of it.

Made Right to Stay Right

The Williams Piano Company are shipping this

] :"l],"],“',"l month, player pianos to South Africa, New Zealand

rying on and Australia.

only in

ed

position Canadian Territory Rights are rapidly filling up. If there is no dealer in your district, make
shments application.

figured

checko

This is oYy B . .

i, The Williams Piano Co., Limited
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OSHAWA . CANADA
The Oldest and Largest Piano Industry in Canada
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"MOZART PIANOS

XTI

Small Louis XV. Style T.
Height 4 ft. 4 in.

This design fully meets the requirements of those who want a smaller piano in
a fancy design

The artistic quality and superlative excellence of construction and tone
possessed by every Mozart Piano, is found in the fullest degree in this small
Louis XV design.

|
Dealers handling Mozart Pianos make an appeal to the most critical customers |
in the country. ‘

Do you want to learn of our profitable proposition?

Write, wire or telephone.

NATIONAL PIANO COMPANY, Limited
Warerooms: 266-268 Yonge St., Toronto
Factory: Mozart Piano Co., Ltd., 94-110 Munro St.
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the music roil department is not costing the dealer nearly
® much to maintain as he lmagines that it is, lHe is
under the lmpression that he has given something away
® make a sale—and he has. But that loss should he
ehecked and borne hy the piano department and carried
Bhere in its entivety vather than for a portion of it to
Be checked upon the books of the roll department

““This stock carried must he carefully culled at least
ance a month and the non-salable goods discarded ; for

It is permitted to accumulate, it is sure to eat up the
. Profit by oceupying valuable space and will in a short
' anw inerease the investment of the dealer out of all
To keep

' Proportion to the business that he is doing,
: s rolls, the

e player-piano owners interested in the musie
% dealer must keep his stoek elean in respect to the salable

d nonsalable goods.  The new cuts must be kept com
rm i at regular intervals. The dealer by keeping his
gustomer posted through the mailing list of player-piano
Owners created the interest in the new musie that is ne
{ @essary to successful handling of the department

““The customers like attention, and this sort of at
tention, of calling to their notice the new offerings that
the dealer has in stock, is not discarded as A mere eir
eular advertising some unneeded article, It is read and
Remembered that the service that the dealer is extending
to them is just what they want and what they expect
When they buy a player plano.  The titles mentioned
8tick in their memories and the customer soon hegins to
feel that he would like some of the musie recently placed
in stock by the dealer. The result is that this method of
ealling the offerings of the department to the wmind of
the customer will not only create | husiness for the
music roll department but by bringing the eustomers
into the store again and again for selections is bhound to
dncrease the collections of the piano department and the
percentage of lapses will be less than those that would
otherwise be inenrred,

“One of the best methods employed in handling the
music roll department is to regard it as a separate insti-
tution from the piano busine The floor space that it
requires can easily be estimated to be costing a certain
amount of money per month. The salesman or saleslady
n charge of this department adds so much in salary to
“the overhead that this department must necessarily carry.
"The advertising, light and so forth are additional costs
Hfor the department that are, and rightfully should he,
separate from the piano department. The dealer by
Jooking upon the department in this manner, as a i-
wion distinet from the piano business, can then
compute the net carnings each month that the mus!
department certainly brings.”’

1
ily
roll

. Does the Customer-Always-Right Policy Pay?

- HETHER or not ““the customer is always right”’
policy is a good one to adopt is frequently debated
in the piano stores, The last time the Journal heard it
being thrashed out was in the “back room’’ of a western
SOntario musie store where the boys had congregated
“about nine p.m.  Cases, galore, are cited of unreasonable
“people who make ridiculous claims about the piano’s
finish, or some other fancied wrong.
. In other lines of business, examples of leading mer-
 chants who are strong on *‘the customer always right'’
idea are not scarce. It is good business to study policies
Sof other lines of trade occasionally for fresh viewpoints,
| So frequently you see it quoted that success in business
is dependent on studying human nature. One outstand-
ingly suceessful merchant says it is better to he human,
He puts himself in the buyer’s shoes whenever a dis-
pute arises,
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Here is the case of o
Journal’s attention
sort, went into the

Jeweler that lately came to the
A man, one of the elderly, finicky
store one day and told of his dissat

wlaction with a fountain pen he had purchased for
Hinety-cight cents a year and six months hefore, The
proprietor, standing near hy, listened while the customer

told the clerk that the Y pen had seratehed ever sinee he
had bought it."" Then, hefor the clerk could reply the
hoss stepped up and suid

“'m sorry

this pen hasn't snited you; but you
should have e

returned it mueh sooner
The customer did not answer, hut |y
out of sorts
Without further parley, he
man a dollar in exchange for
“The two cents ¢
turned  away

was plainly

told the ¢lerk to give the
the pen

Nogo as interest,” he remarked,

and
Later the elerk came and protested :

guy put something over you,"

“No, he didn’t; he only thinks he

“But that old

did,”" chuckled

How do you make that ont **

“dust this way, That old fellow,
table and hard to please he may he, has friends, He will
have to tell them that my store gave him a square deal
Out of self-respect he won't tell them that he put some.
thing over me, That dollar is cheap advertising, "

At the Statler hotels one of the riles of service is
that the guest is always right If he complains that
the soup is cold or that the waiter has brought tea when
he ordered coffee—even though the complaint is not in
order at all, the waiter must not argue the point, Of
course, few are unreasonable. The good-will created by
the rule more than overbalanees any loss through an
oceasional grouch swearing that black is white

One more illustration: A Woman came into a depart
mental store with » wedding ring that she said her hus
band had purchased there, The ring had tarnished
badly and she anted to exchange it, as she helieved she
was entitled to, for g good ring
“Where did your hushand
the manager.

“From this store,”

“But—""

"I know he did, because it was in one of your hoxes

The manager told the clerk to give her another ring,
and while the measurement of the woman’s finger was
heing taken, he said to her:

“This ring you have returned,
which we have never carvied.  The only way | can ae
count for your hushand's getting it here is that some
one slipped it into the ease Your hushand Just hap
pened to be unfortunate enough to get it, ' glad yon
returned it, because T wouldn 't want you, or any of yvour
friends, to think that our store carrvied such rings,"””

When the woman had gone out satisfied,
said to the elerk:

“That woman’s hushand never
me.  Perhaps, the night before he was to be married,
he went out for one last good time with the boys and
spent most of his ready money.  Then he hought the
cheapest wedding ring he could find He got one of
our hoxes somewhere and put the ring into that, But
had 1 insisted on that point, the woman would not have
believed me.  She would have told her friends that we
were erooks; her hushand would have stayed away from
here.  As it is, she will 2o home and tell her hushand
that we gave her a real ring in exchange for the bhrass
one.  He, knowing where he hought the ring, will he
under obligations to us, That's how to make customers,’’

no matter how irei

buy this ring?" asked

madam, is of a stock

the manager

hought a ring from
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Its Reputation makes the Sherlock-M anning
easy to sell to public institutions

HE group of buildings shown above simply represents more instances of dealers “‘cashing in"
on the reputation of our pianos,

The splendid singing tone which lasts indefinitely even under the extra heavy usage a piano
gets in a school, church, or other public institution, coupled with the durability for which our in-
struments are known, makes it easy for dealers to land these orders.

~. " 20% Century Piano -
ke Pano worffy" of any Home'

Since so many different people have a voice in the choosing of a piano for the average public
building, it is evident that the Sherlock-Manning has made its impress on the minds of many
throughout Canada.

Get this reputation working for YOU, Write us regarding the agency for this all-C anadian make.

The Sherlock-Manning Piano Company

London . . Canada
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TPiano Sales Helped by Having a Small Goods Department

Dealer, who writes asking man high up in piano manufacturing world for advice
on installing small goods, is advised to “go ahead"—The ideal piano store handles

small goods.

HE Journal lately happened across some interesting

correspondence. A piano dealer, who has formed the
Babit of making things go, wrote a member of a piano
Wanufacturing concern, with whom he had done a re
Spectable amount of husiness, asking his personal opin
on on the advisability of adding a small goods depart
ment in his store.  The reply to this letter was as follows :

I On more than one occasion lately 1 have urged
I dealers of ours in different parts of the country,

I where they could afford it, to put in a stock of small
goods. 1 have told them that it would pay their
rent, if nothing more. 1 regard the musi mer

chandise department as a splendid asset for any re
tail piano business. Certainly the roster of those
piano dealers who feature musical merchandise is,
for the most part, one of the really suceessful men
of the trade

‘I recall perhaps the most ideal retail piano
store | know of. 1 say ideal beeause the piano is
intelligently and conspicuously featured in a busi
ness policy that pays careful attention to the pos
sibilities of the small goods and sheet music trade
and that derives a splendid ineidental profit there
from,

“You enter the main wareroom which nmeasures,
I should say, about 50 x 100 ft., and in the double
windows upon either side of the entrance are pianos,
Down the length of the room, on either side, are
demonstration rooms and veritable departments de
voted to the several leading makes of pianos repre.
sented, greet you as you enter and greet you upon
every hand to the rear of the establishment, while in
handsome showeases along the aisles are every man
ner of musical instrument—violins, guitars, hanjos,
and brass goods and accessories But turn from
these and you face a piano, There are convenient
cases of sheet musie, systematically and tastefully
catalogued and economically arranged, while at the
rear are many shelves of sheet music. But, again,
turn from this array of stock, and you face—pianos,

“This firm did not make the mistake of sustitut.
ing talking machines for pianos in the best and
most advantageous positions in their warerooms
when the talking machine progress first developed ;
instead, they fitted up fine talking machine hooths
in the hasement, and even there one turns from

talking machines to pianos. In other words their
establishment is first and foremost a piano store,
but it is also the musical merchandise centre of the
town

“If a musician wishes to purchase a violin, or a
‘cello, or any small instrument or its accessory, he
thinks of that store, but he never thinks of that
store without thinking also of pianos; and it is a
safe wager that nine out of ten patrons of the store
who buy anything from the harmonica to a hass
viol will one day buy a piano there.

““Just as sure as fate, the piano business is going
to return to first principles, it may be a slow process,
to he sure, but it will come. Small goods certainly
provide a very desirable and profitable acquisition
to the stock of any retail piano house.’

Another Piano Man Favors Small Goods

This correspondence recalls the opinion of another

i{ piano man, who once said to the Journal: “I am in

favor of the greater establishment of musical merchan
dise departments in the prano stores of the country, |1
regard a violin, for example, as a symbol of music ideals,
and its presence in a display window or in a wareroom
as does that of any other of the smaller instruments
undoabtedly lends lustre to any piano establishment

“You will find that wherever a piano retailer has a
good assortment of musical merchandise, his standing
18 exceedingly high in his community, With a stock simp
ly of pianos and players, a rvetailer might re dily he con
fused with the merchandising of furnitur of picture
frames, of sewing machines, or of any other commaodity
but the inclusion in his stock of small goods means that
his store is not only a centre, but the eentre, of the
musical life of his community, and that he is looked to
as an authority upon musical instruments of every char
acter and upon the tone of those instruments

*“Not only that, but the small goods business operated
in conjunetion with the retail piano trade is very profit
able.  Nowadays, many dealers make o specialty of the
sale of old and high-priced violins upon the instalment
plan. The only difference hetwoen the time payment
upon the old violin and that upon a piano is that in the
former case, the first payment down covers the cost of
the instrument to him and the remaining payments ave
‘elear velvet,’

“It is remarkable how, oftentimes, the most insig
nificant sale of musical merchandise will directly affect
and benefit the piano husiness of a wareroom, | remem
ber an instance of this character which struck me very
forcibly

“When T was out in the west | happened into the
warerooms of a dealer, and 4 wan came into the place
and bought a 25-cent mouth organ for his little hoy
While waiting for his change, he looked about the shop,
and remarked idly ;

“ *You have a nice lot of pianos here. T am think
ing of buying a piano myself within a few weeks.”

“Well, the upshot of that idle remark was that the
man was in the store for half an hour, and at the end
of that time the dealer had his name signed to a con
tract for one of the finest instruments in the place, and
the original payment in the cash register

“Then, too, a violinist may come in for a new E
string, or a tail-piece or chin-rest for his fiddle. and
from his visit there results the sale of a piano, if not
to the fiddler himself, to a relative or fr nd, or wealthy
patron.  The small goods department of a piano ware
room may hecome a val stablishment
as a rendezvons for diseriminating musicians and pro
fessional folk.”’

Habit has been called a sort of chattel mortgage on
a man’s suceess.

MORE MUSIC
—THE TRADE'S SLOGAN

“More Music” means—

More Pianos More Phonographs
More Rolls More Records
More Sheet Music More Everything

)
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'HE IMPROVED CASE DESIGN OF THE

NORDHEIMER

APARTMENT UPRIGHT

UGGESTIONS made by some of our Dealers,
S have induced us to make a slight change in
the design—which those familiar with this
popular model will at once note in the illustration
above. This new design provides the advantages
of a longer music desk.
This Nordheimer style is already justly famous from
Coast to Coast; and, at its price, has established a

new standard of piano value

The Dealer who is fortunate in controlling the
Nordheimer line is equipped with a leader of estab-
lished supremacy. Its value as a trade builder is

unquestioned, and fully appreciated by progressive
dealers.

NORDHEIMER PIANO & MUSIC COMPANY
Limited
TORONTO
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Is It Practicable to Standardize Piano Actions? butt center and the steel strings should be approximatel

o sundie S by US. tra o tha 215 inches, 1f You set an action with those measure
‘.‘dni‘", oty .':r':n' f‘" peo Py -hnd-rdi'u!ion— ments, you will always get it right, regardless of length
One speaker likens action makers to the Custom tailors

the hammer is 214
rom center of shank horing to the
ee of piano techni- fuce of the hammer. Like many other things, many
cians in New York, under the chairmanship of Mr, "”“"_‘f,““"""" do this not knowing why -

¥. E. Morton, of the American Steel and Wire Co., the The front of the rail Saining aa {”'ul" of 97 de
Guestion of piano action standardization was up for Erees when the ""': center is 315 inches from the string,
discussion.  One speaker in favor of the proposal asked the Wip center is 14 inch closer to the string than the

of shank, providing the horing of
| ~—Their work is all made to order, not ready made. inches in the treble, f

} T the final session of the confer

Wiy u dozen piano manufaeturers making tweive 4 ft,  Putt center, The position of the action rail lug, the ham
R in pianos had twelve different heights of actions? ™Mer rest and spring rail rest should he standardized
*This,"" he said, **necessitated the buying of all these Assuming that we did standardize these three points,
Rifferent Im”“r“'\ " v they would be of no avail unless the action is set 214

Another opinion expressed was this Standardiza-  Mches from the string. I the butt center is 3 inches
tion involves many problems which must he met, There rom the steel string and we still have a blow of 17,
mre probably in active service to-day 2 /K0 different ge.  nches the contact point on the butt is higher than when
tion hr 8. Those gates cost about #26.00 apie set at the proper distance

E You must raise your ham

500000 invested wiich at the pre.  mer rail to meet your shank—more !Alu\\ felt is vequired
el time: represents the brackets requived for vavious  W0der the hammer rail and a loss of power ensues
makes of pianos. The minute you change you must
throw away $55,00000. None of the action mannfae
turers is able to give a reasonable explanation for these
variations,  Before you can do much with the action
faRers you piano manufacturers must get together, Ay
other thing, no two actions are made in the United States
with same center,”

It was the general belief after the discussion that the
problem was to get the factory superintendents inter
ested, and work for standardization through that me
dium

One of the piano manufacturers present said : ““That
move proposed would mean a saving to the action maker
which would probably come back to the piano manufae
turer and if they could devise a standard hracket that
we could use we would like to adopt it.  There would
be two points which would have to by determined—the
overstrung bass and the treble bar.' Still another
party said: ‘I can’t see any reason why it should not
be standardized above the rail. Every manufacturer
has a different striking point and the bracket must he
therefore regulated to that.”

Mr. F. H. Abendschein then proceeded with an in-
teresting contribution to the discussion, ‘A number of
years ago I made a drawing, which 1 have with me,”” he
said. ““It is my belief that the hracket can he made
standard above the aetion rail. The action must he al-
ways the same distance from the strings. The drawing
shows the set up of the action.

"“The three most important centers of the action are
the butt, wip and fly. The distance between the butt
and wip is 314 inches; that covers at least twenty-five
actions of different makes and ages. 1t has always heen
314 inches in well built actions, This drawing shows
that the wip is 14 inch n r the strings than the hutt
center,  The velocity diagram automatically works out
that distance. When the action is set so that the wip
center is 14 inch to the rear of the butt center, this -
mits the front of the action to assume an angle of ¢
degre o

That weans about %

“Many houses use the same
get different thicknesses of felt
hecause they don’t get the proper distance from the
butt iter to the string—setting the action as they do
from the front of the case. 1f they were to gauge their
cases, when received, the distance from the front of case
to a line dropped perpendicular from the striking point
they could always set their actions the same. If yon
piano manufacturers are willing to do this, it will he
one of the higgest steps to help along standardization

Unless you will do this, all talk of standardization is of
no avail.”’

bracket but continually
under the hammer rail,

After considerable discussion regarding the action
details that might or might not he standardized, Mr
Morton said ; * Assuming standardization was considered
seriously by the trade, Mr, Abendschein, would the con-
struction at the break and bar prove a handicap? Ts
that a factor?”

F. H. Abendschein: “I don’t think 0.
ment’s sake let us assume we had twelve plates where we
wanted to standardize the position of the top bolt, Sup-
pose we had a blue print of each of these, The right

his insures a maximum efficiency of the action
movement. With this setting the face of the butt flange
stands at an angle of 90 degrees.  All these angles are
reckoned from the bed which is assumed to be horizontal.
The blow distance of 17 inches seems to be adopted hy
all manufacturers—the correct distance is 2 inches but
an allowance of 14 inch is made for the wear on the face
of the hammer. The distance between the butt center way to arrive at a conclusion would be to lay one blue
and striking point should be 3% inches, This has been  print over another hut have the blow lines one xactly
used in grands right along, but no manufacturer has over the other and then through the center of the holt
ever given a reason for that,  The distance between the holes in the top blue print drive a needle through the

For argu-

lg
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Edison Message No. 42 =

The Secret of

Success

Somedne once said, “The first requisite of
success is not to achieve a dollar, but to

confer a benefit."”

“To confer a benefit" should be the guid-
ing principle of every Edison dealer. To
acrompllsh that, it is necessary to realize
and to believe thoroughly that by the sale
of every Edison instrument and RE-
CREATION, you are indeed conferring a

benefit.

THOMAS A. EDISON, inc.

Orange, New Jersey

Official Laboratory model New Edison—
William and Mucy Cabinet,
Executed in Walnut.
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twelve; then examine each hlue print individually

and see where the positions of the holes are,  lmagine
the wide disere pancies shown.  Who is going to act as i
Judge as to which position is correct—who is compe
tent !

The chaivman noted the iportance of getting at

this from the right angle It was not a one man Joh,
he suid.  Each plano manufacturer must do his share
The action makers have shown a willingness to come half
way in ration. A mvestigate the
Proposal on a scientific basis and report back at some
future time

A member of a prominent prano manufacturing firm
looked at the question a little differently : “*1 don’t think
we will get anywhere by talking details of standardiza
tion,"" he stated. 1 think action makers have
the attitude of tailor.  They
order instead of ready to use, It looks to me

committee to

co-0p

was suggested

oceupied
tions to
though
siandardization must come from the action makers, not
from piano manufacturers, Every piano manufacturer
has a different idea as to what he wants,  If T wen
customer in, I would tell

i custom made 4

making actions and a came

him that 1 would make what he wanted for so much
money, but that if he would take standard actions |
could sell them at a less price, If the action manuf

turer would consider it possible to offer a price differ
ential on what he ealls his standardized action I believe
it would he possible within a reasonable length of time
1o get a large proportion of the prano manufacturers to
adopt that standard to save that price even if as small
a8 25 conts, or as fair as 50 cents, or if it wWere as attra
five as a dollar an action, 11 4 manufacturer can use
SO0 or 1,000 actions with a saving, which is a profit, he
would himself gravitate toward that standardization,”’

Player-Pianos

The monkey with the longest tail gets the biggest
cocoanut. The salesman with the shortest tale gets the
biggest business. Watch your tale, Mr. Salesman.

(2) It does not take a smart person to distinguish the
difference between the ring of a good silver dollar and that
of a counterfeit.  Neither should it take a smart person
to distinguish the difference between the ring of the talk
of an honest salesman and that of a dishonest one,

(3) How absurd to think a 100 per cent. perfect piano
can be bought at 75 per cent. perfect price! Any article sup-
posed to be 100 per cent. perfect does not have to be sold
with an imperfect price. A price that cannot stand firm is
an imperfect price; in other words, it has a dent in it and
anything with a dent in it is imperfect. Yet some sales-
men stick to their argument that they have a perfect piano,
but how about the price? Get wise, make a dent in such an
argument,

(4) The most important part about a piano to the buyer
is the part they can't see—mechanism. The most impor-
tant part of a piano to some dealers—and which the custom-
€r can see—is the price, see?

(5) The best way for a salesman to keep from losing
his money is to investigate before selling. The best way
for a customer to keep from losing his money is to investi-
gate before buying. The whole business proposition in a
nutshell,

(6) If a “dutch cock-tail” is a glass of sour beer with
a fly in it, then a bad player-piano must be a “big noise”
with nothing in it.

(7) If it is against the law to make a round dollar
Square, then I should be in prison, for I make all mine
that way,

(8) The salesman who gets, and keeps, the confidence
of a customer, takes a step forward, The salesman who

(1)
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gets, then loses, the confidence of a customer, takes a step
backward. Which do you choose, Mr. Salesman? There is
Just one way to hold the confidence of a customer Treat
all alike, one price to all

(9) The differerce between a hole in a silver dollar
and a hole in the price of a piano is this. You know the
value of a dollar is equivalent to 100 cents and you won't
accept one with a hole in it under any conditions, Now,
honest, will you? Most people will accept a piano with a
hole in the price and the bigger the hole the bigger the
bargain—so they think, but every time a hole is made in
the price of an article, it makes a hole in the
value of the article. If people knew the value of a piano
as they know the value of a dollar, more holes would be
looked into, I'm thinking. Honest now, don't you?

(10) If a doughnut is a hole surrounded by bad cook
ing, then a bad player-piano must be something surrounded
by disgusted people.

No one will deny the fact that it takes a good reputa-
tion to make a good name, Please tell me, then. how any-
one can agree with those chesty salesmen who delight in
telling people, “You're simply paying for the name." Any
intelligent person can draw his own conclusions as to what
salesman has to offer you who will “knock"
a good reputation. Very explicit, don't you think? It's only
a matter of detecting the “flaws,” that's all.

You have heard many salesmen make the remark that
they have better goods than their competitor—and for less
Now less money means less value, so this is the
reason that you never hear these same chaps say that
they have a $5.00 bill that is better than their competitor's
$10.00 bill. Same thing, only reversed.

Another old trick some salesmen employ—they butt
in with the remark that they have a piano at the freight
house and have no place to put it. Such false statements
should be met with a reply something like this: “All right,
if you have a ‘Weary Willie' you may bring it in the back
way and set it on the back porch. This is the way we
receive all ‘Weary Willies' here and we make no excep-
tions to this rule. (Remark: Very, very few pianos of value
are shipped without having some definite destination.)

If you have a dealer in your town who makes a practice
of advertising long time payments why not head him off
with an advertisement explaining long time interest. Tricks
in all trades, you know.

When you have a salesman tell you that you are getting
a sample piano, make it an ex-ample not to buy it.

Every time I see a piano i i
poor Harry Thaw. Let's see,

It would be very interesting to me indeed to have a
letter from any dealer or salesman who does, or who does
not, agree with my methods of conducting the piano busi-
ness.—W. F. Bradford, in Music Trade Indicator,

—

Commerce

I come no more in grey disguise
With grasping hands and greedy eyes
Living on lare ny and lies

» longer does my mighty host
OF ministers and servants hoast
OF giving least and getting most

greed cannot blind,
and willing mind
to mankind

But now with eyes
With open hands
I live in serviee

And hold him first among the rest

Who hears this motto on his hreast ;

He profits most who serveth hest !
—C. Henry,
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Vacation Model A
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make a good vacation better. b 4
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Your customers who take one e
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36 Wellington St. E. - Toronto
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More people will dance
to Columbia Records
this summer than ever
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before.
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A Box For Memos re Odd Jobs Needing
Attention Around the Store
Little Helps in Management

A MANAGER of a suceessful store has adopted a plan

for getting odd jobs done about the store that has
worked out most satisfactorily Up until he adopted
this plan, this manager would notice as he went ahout
the store little odd Jobs that should be attended to—odd

Jobs as we call them, little things the clerks should do
when not busily engaged with the more important de
tails.  But if all clerks were busy at the
would slip his wind and consequently it was not done
when it should have heen, and as this manager did not
spend all his time on the floor, he was not always right
on hand when the clerks could possibly attend to thes
little jobs. But with the adoption of this system i
has no trouble in getting these little details done

He has a box which is divided into two departments

time this jobh

fastened to the door-sill Just outside his office door, and
a8 e goes about the store he make a note of things he
finds that should be attended to on a card which he
has provided especialy for that purpose, and he drops
this card in one of the apartments of this box. The

elerks have been instructed regarding the purpose of
this box and when they are not busily engaged in other
|Work they should wateh this hox for things the manager
Whnts done.  When the elerk starts to do the work as
otlined on this card he removes the card from the hox,
and when he has completed the task he signs his name to
the card and returns it to the hox and deposits it in the
other apartment

Through this plan this manager gets the odd
done without taxing his memory with them nor neither
docs he have to he on hand just at the moment the clerk
i idle in order to have it don id he is free to devote
his time and attention to more important details

By having the k sign the card when he has com
pleted the job he can tell Just which clerks are inclined
10 he willing to co-operate with the management, Some
dlerks are inclined to lay down on the job if the *“hoss’
it watching thein and lot the more willing clerk do the
work. The clerks are unconscious of the part this little
astem playvs in their promotion, vet this manager is
wather inclined to favor the clerks who apparently find
tie to get more of these Jjobs done than the others and
8till keep their sale records equal with the rest. These
Jobs are not always the most desirable, and if a clerk
W inclined to be a shirker he will keep busy at some trifl
g job until some other clerk has performed the duty

jobs

Prizes For Teams Beating Last Year's Record

HE proprictor of a large retail establishment has in

use a plan whereby he has stimulated a great interest
aong his clerks in an effort to heat their sales records,
He has divided his sales foree in two teams, cach team
having an equal number of elerks and are as evenly
divided as possible,  That is, he has used great care to
88 that one team does not have all the best salesmen,
Bach Monday morning each clerk receives a card upon
Which is a record of their sales for each day of that
Week for the ye previous and each clerk puts forth
ap cffort to beat his own record

As a special incentive this merchant offers a prize of
#10 to be equally divided among the members of the
Winning team. As this merchant has ten salesmen, five
@b cach team, this means an extra $2 a week to the mem-
Bers of the winning team. The only condition attached
0 the offer is that the total sales of the winning team
must he greater than the total sales of its members for
Qo corresponding period the year previous,

37

this merchant
the

total sales of each member of

On the wall of his office
which he
giving the

and the

has a chart

upon enters the results of previous day

the two teams

clerks may consult this chart cach day to see

how they are progressing
This merchant reports that his elerks take g great
iterest in these contests and they have resulted in in

vreasing his sales hetter than 25 per cent. And hecause
the teams ar divided the prize goes hack
and forth team and the next week to
the other team and as neither toam has a sure thing of it
and the results are well

80 equally
one week to ong

it keeps their interest alive
worth the costs

Ottawa Company Holds Annual Meeting

Tha
the Joln Raper Piano Co.,
at the head offices of the company, 179 Sparks St., Ot
tawa. The Secretary-Treasurer’s report showed a splen
did year and the affairs of the company to he in a very
Hourishing condition, A dividend of 7 per cent. was de
clared and g large amount carrvied to the reserve fund

The President, Mr, John Raper, in remarks,
pointed out that the past year had been one of the most
prosperous in the history of the company, but that if
present indications count for anything, the coming year
will he hetter still

The retiving Board was re-elected to office
lowing is a list of the officors and directors:

dohn Raper, president; and G, Clegg, seeretary
treasurer. Divectors: Mrs. John Raper, H. A. Leach,
dames 11 Kelly and Jean Bell Sharp

Sympathetic reference was made to the demise of
Mr. John Raper, Sr, which oceurred during the past
Near,

Annual Genergl Meeting of the shareholders of
Ltd,, took place recently

his

The fol

Nova Scotia Piano Manufacturers Show Progress

The financial statement of Ambherst Pianos, Limited
Amherst, NS, has hoen sent to shareholders, 1t shows,
according to the Financial Post, a “trading profit’” for
the year of 7,745, which, after deducting expenses and
charges of $53,736, leaves net profits for the year $44.009

J. A, Macdonald, president, on behalf of the direc
tors, said in his address to the shareholders ;

“In the opinion of the directors this statement show
g a profit for the year of over $44.000 and a surplus
of assets over liabilities of over $93.000 reflects a pros.
perous condition of the company and justifies the con
servative policy of the management during the years of
the war,

“Those shareholders who have attended the annual
meetings have received an understanding of the prices
for materials and higher wr, and the necessity
for carrying a mueh s rger stoek on hand They there
fore agreed with the directors that the cash resources of
the company shonld not he « ssipated at a time when
capital was urgently needed in maintaining efficiency
and produetion.  This co. operation has assisted us in ox
hibiting the good position of the company as shown to
you herewith, and we believe the promise of future pros
perity is therehy indicated,’’

NBI

costs of

A few can touch the magic strings
And fickle fame is proud to win them;
Alas for those who never sing,
But die with all their music in them
—Oliver Wendell Holmes,

Wanamaker made his piano business a success on the

one-price poliey
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Talking Machine and Record
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Basis on Which Some Southern Dealers Sell

Phonographs
NIFORMITY in charg have
been reached by the Tri-State Vietor Dealers’ Asso
The Jonr
nal s in veceipt of detailed partienlars coneerning these
terms, The winimmm terms in which
talking machines will hereafter be sold by the members
ol that

sehedules seems to

clation, whose headguarters are in 8t. Lonis

following are the

association
Schedule of Terms
$45, %5 down, %4

F60, $10 down, 5

Machines up to
Machines up to
Machines up to %100
Machines up
Machines up

monthly
monthly
lown, %7 monthly
down,  $8 monthly
down, $10 monthly
down, $12 monthly
down, $15 monthly
Machines up . #50 down monthly
AL contracts to bear interest at the rate of 6 per
cent per annum from date of purchase unless paid in
full within ninety days from date of purehas

Machines up
Machines up

Allowances
No allowanees whatever to be made on old style horn
and talking
square planos, organs, piano players and musie hoxes
Onchony upright pianos, old style fret work panel
the

machines obsolete types of wachines, or

planos, an allowanee not to exeeed 10 per cent. o
price of the allowed
Onmodern type pianos and 65-note player-pianos, an
not to execed 20 per cent. of the sale price of
the talking machine to be allowed

On S8note player-pianos, an allowance not to exeeed
0 per cent, of the sale price of the talking machine to he
allowed

AlLof the above allowanees to
and not to apply
talking maching

On talking machines of makes not handled by the
dealer making the trade, and said machine is of modern
type listed in the eurrent catalog, an allowance is to he
made to exeend 50 per cent, of its original value

Whenever a smaller talking machine orviginally sold
hy dealer is to he taken in exchange hy same dealer on
a larger talking machine, full value will be allowed if
exchange is made within sixty davs from original pr

sitle talking machine to In

allowane

*taken out in records
against the purchase price of the

chase date. After sixty days they will he aceepted with
reduction of a rvental charge of 2 per cent. per month
from date of purchase, and  cartage to and  from
customer’s home

The following uniform charge sehedule has been

adopted :
Service Charg
The following are labor charges covering any plaee
that can be reached with a six-cent street carfare,  Ad
ditional charges for out-of-town services.

GUARANTEE AND SERVICH
Covers replacing of all factory defeetive and hroken
parts and adjustments for six months free of charg
Complaints on case or finish of same must he made
within three days from date of delivery or it will he
assumed that everything is perfect
Aveessories covered under maker's guarantee only

Reram Cuakaes
Minimum eha
%1.50
Time
cents per

Winkgs

v Cestomer's Hovse

s Tor treip of vepair man for any ki
covering up to one hour, in custome
over p

FL25 per hour (thirty -

of work
house one hour

quarter-houy

Moror Is Brovanr Ixto Snuo
To Us
Clean motor, graphite springs, oil and regulate, «
and two-spring motors, $3.50; three and four spring u
tors, $4.00 (any type of hand-wound motor

Witeke Moror Is Brovanr In ani
TAkEN Away ny Costomex

Wb Reregs

Suor Clakaes

Clean motor, graphite springs, oil and regulate, o
and twosspring motors, $1.50: theee and  four spril
F2.00. Al other work done in the shop at t
rate of $1.25 per hour

motors,

Mareria

Broken parts supplied at catalog prives

Would Renting Phonographs Lead to Sales?

UITE incidentally, the editor of the Journal ove
heard a conversation the gist of which was as {4

lows, A city professional man, in receipt of a fair
good and steady salary, had arvanged to entertain son

voung people on a certain evening. A couple of da
hefore the affair he and his wife decided to see if the

could rent a small type phonograph for the evenin
They made ar rements with a suburban dealer
rent the machine for three or four days.  This led

the professional man's purchase of a good averag pricy
machine shortly after

Retailers of phonographs have adopted many of 1)
selling plans that have heen suecessful in inereasing th
volume of piano sales.  But with a few exceptions 1l
retail trade does not appear to have featured the rentin
of phonographs in order to secure access to the home
of possible buyers.  Many a piano sent out on rental
sold itself or a hetter instrument
prano dealers have enconraged renters always featuring
the inducement that the amount paid in rental up 1
a couple of years would he applied on the priee in 1
event of a purchase

It may be that the phonograph dealer can got
the business he requires withont renting machines, or i
may he that he does not appreciate vecord sales to th
extent that he would rent a machine in order to ere
a regular record buyer.  Whether renting reposses
or “trade-in'' W i order ate customers i
good business the dealer can decide for himself, but i
relation to the selling price of the instrument the phoo
aph will command a greater vental than the piano, il
addition to the advantage of making an opening fo
records which will only be sold on a eash hasis.

Word comes from Washington that the dealers ther
are actively discussing the same plan as followed in th
rental of pianos. **That the plan has many good poin s
and will within a short time hecome as universal as '
sending out of pianos on monthly vental, is admitted
vractically all the dealers,”” reads the despateh
fact, at least one of Washington's leading music houses

consequently  son

machit o«




s Hovsy

nan tor any |
rom Custome
our (thipty

id regulate, |

four-spring 5

vGuT In o ang

spri

to Sales?

Journal

mple of da
ece al tH
evening

i dealer
This led §

Crage price

the rentin
) the honme

‘ntal up
e an t

CPOSSESS
istomers i
AF, but
the phor
' piano, i
ening o

lers then
ed in th
Wl poin's
al as t

nitfed y
ch,  “y
i house

CANADIAN MUSIC TRADES JOURNAL

M

T O T T

[T

LTI

W T O T

i

)

=

l




CANADIAN MUSIC TRADES JOURNAL




CANADIAN MUSIC TRADES JOURNAL 11

has alveady entered upon the renting of talking
chines as a regular branch of its business. and reports
that the idea has justified itself in every way and that,
conducted within the proper limitations, is proving pro
fituble.  Practically all the talking machine dealers here
are ready to enter upon the renting of machines as soon
as they are able to seenre a sufficient stock to meet pre
cumulated orders,””
the house of Droop & Sons, Washington, of which
Mr. KL Droop is well known in Canada. ** There is no
substantial reason why talking machines should not be
rented and many rveasons in their favor,”’ they say, “‘we
are renting them rvight along, and in most cases on hot-
ter vental terms than pianos.  The advantages are ma N
you ereate a record eustomer at once and this is cash,
you have a talking machine sale prospect which in a
great many cases buys, you make a friend for your house,
you get terms which will pay for the machine in a year
or a little more.  These are the direct advantages, hut
there are others almost as important,  Take the short
time rentals, sometimes a night or an afternoon for a
dance or a few days for a special purpose. This opens
the way to sell $5 to 10 worth of records these are
never rented or loaned.  Some of these short-time renters
raise the objection that they will have no use for the
records after the machine is returned.  The answer to
this ix that it wonld be an interesting *stunt’ to sell
them of an anetion to the dancers or company—a fine
chanee for the amatenr comedian auctioneer who is al-
ways found in every gathering.  This *huneh® goes nearly
every time, and frequently proves to he one of the hig
features of the function,  We are renting new talking
machines, and applying five or six months’ rental on the
purchase price if the customer so desires—halance eash.”’

Another dealer expressed the view: We are not
giving much attention even to renting pianos, having a
lot of trouble to get instruments for our sales trade, In
faet, we are trying to break away from the renting idea
entirely.  However, if conditions were normal and we
had the stocks of talking machines to enable us to do so.
it is easy to see that there are decided advantages in
renting talking machines, even greater advantages than
in renting pianos, inasmuch as vour talking machine
renter must have records for eash, and in a good pro
portion of cases will be a talking machine buver. The
seheme has more good points than had, and we will prob.
ably see it put in operation before a great whi'e.”

Still a third said: ‘1 would iust as soon vent out a
talking machine as a piano, and 1 am satisfied that the
idea will be generally adopted hefore long,  The upkeen
cost of a talking machine may be slightly in excess of
that of the piano, but vou ean get sufficiently larger
rentals to cover that. 1 would be in favor of having
the renter sign an agreement to buyv records as are
wanted of me it 1 rent the machine. Main thing, right
now is to get the machines,”

One dealer sees an ohjection to the plan of renting
talking wachines in the fact that a renter can **got
away" with a machine much easier than he could wet
ont of reach with a piano. *‘However, considering the
advantages and that as good or better rental terms ean
he had on a talking machine as on a piano.”’ he said.
o wd sales for cash, and a good prospect to sell the
machine or a better one—these
worth thinking of.”’

advantages are  well

See that a smile is part of your face value,
A piano in every home means hetter eitizenshin
A friend is a fortune on which there is no income tax

To dodge difficulties is to loss the power of decision

Installment Paper in Your Safe Does Not Assist
in Replacing Phonographs on Your Floor.

By Harrison Durant, Financial Supervisor of Thomas A.
lison, Inc.
l"' is o well-known eustom of the Chinese to pay their
physician a fee for every day in the year a patient ™
is kept well, There is an exeellent thought to he gained
From that old idea. If we could always manage to avoid
ills rather than seck a method of cure, we would be fi
hetter off.

The same principle would apply equally well to
modern business, A merehant who fails to prepare in
advanee for the diffienltios that are hound to ar
storing up trouble for himself,  His lack of foresight
will cause him a lot of worry and probably a lot of
money.  From time to time we have laid considerabl
emphasis on the necessity for Edison dealer to
caleulate in advance just what financial assistanee he
requires in order to meet the demand of the install
ment branch of his phonograph shop—a very important
and highly profitable adjunet to his business if properly
condueted

Every installment sale

absorbs a portion of the
dealer’s working capital.  1f he is to veplace the inst -
ments sold, it will he for him to find from
some source an amount equal to the difference hetween
that replacement value and the initial payment received
from the customer on the installment business presents
an ever-inereasing finaneial problem, and it should he
constantly met in advance,  Installment paper in your
safe does not ist in replacing phonographs on your
floor.  Money can be horrowed at six or cight per cent
per annum.  The loss of a two per cent. cash discount
on your johber’s hill of goods represents a per annm
charge of Z4 per cent. Don’t wait until you are at a
loss as to which way to turn in order to finance vour
installment sales.  Get the habit of horrowing sufficient
funds cach month to replenish your stock and use the
funds so obtained for that purpose only

Apparently many phonograph dealers find it difficult
to make an actual forecast of their requirements, It
is really a simple matter, Make a concise statement of
your monthly receipts for the last 12 months, recording
the initial payments, cash sales and installment pay
ments separately—making sure that you carry forward,
under the respeetive months, the proper number of in
stallments due on contracts previous'y made and which
are represented by the initial payment alveady recorded.

I you will add to this partial forecast of next year's
monthly receipts the respective total monthly receipts
received last year, your figure will give you the esti-
mated total cash receipts for the next 12 months, month
by month, providing there is no increase or decrease in
vour sales. It is natural to assume an inere; In
this case fix on an arbitrary percentage as your probahle
inerease 20 per eent., 50 per cent. or 100 per cent., what-
ver sum seems most probable to you—and inerease last
vear's monthly receipts by that amount bhefore adding
them to the foreeast of the next 12 months. In other
words, last year’s monthly eipts plus the estimated
increase and plus the installment payments carried
forward will approximately represent your monthly re-
ceipts for the next 12 months

By making this forecast of your next year’s husiness
you will he in a position to know on what funds yon eu
absolutely count on each month for the payment of your
ohligations to your hank, but you can also readily fignre
what additional assistance over and above these receipts
vou will require in order to keep your stock up-to-date

HOCESS LY

It has been my experience that the average merchant
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KoNaT;

CLEAR AS A BELL

The Highest Class Talking Machine in the World

EALERS who sell the “Sonora™ are
D placed above the necessity of offering
“easy payments” as a leading at-

% traction.
The SONORA appeals to people who
are able and ready to pay cash for

IMPERIAL the phonograph they choose, and the
SONORA is offered and bought for
what it is—the method of payment is

always a secondary consideration.
The magnificent matchless tonal
beauty of the SONORA, and its
many important exclusive features of
construction make it the most won-
derful of all phonographs. That ex-
plains its tremendous sales, and its

ever growing popularity,

INTERMEZZO SONORA  SEMI - PERMAN.
ENT SILVERED NEEDLES
are in great demand. They
are used on all makes of steel
needle records. Play 50 to
100 times, and increase the life
of the records.

I. MONTAGNES & CO.
Sole Canadian Distributors of the
s Ph ph and S Needles
TROUBADOUR Ryrie Building - TORONTO
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who approuches his banker for a loan unsuccessfully is
himself entirely to blame for failing to get the accomio
dation he desires. By not being perfeetly familiar with
his own business he has been unable to instil into the
banker’s mind sufficient confidence to grant the exten-
sion of credit necessary.

The phonograph business for the next 12 months is
going to he especially good. Our production at the fae-
tory is greater than at any pre-war period, The dealer
who fails to anticipate his financial requirements is
going to he unable to take full advantage of the pros
perity ahead. He will be unable to take full advantage
of all the installment sale prospects which offer them-
selves. Sell all the phonographs you possibly ean on a
strictly cash basis, but on the other hand, doa't lose a
sale to a competitor because you eannot afford to sell on
long terms.

Finding Lost Profits in Record Salesmanship

Laszl, Sehwuhi Advonﬂ-t Manager Otto Heineman
o ¢ honograph Co., Inc. =

NE day I tried to explain this pet adopted theory

of mine to a saleslady on the foree of one of our
retailers, but she snapped back: *‘Yes, but how can |
tell when I've lost a selling opportunity?” And that
is the very heart of the selling problem, Is there a way
of telling when a salesman or saleswoman has lost an
opportunity to sell?

“Decidedly yes!"

And may I strenuously remark right here, that the
main difference between an efficient and scientifically
trained salesman and a haphazard or slovenly one con-
sists in the possession or in the lack of these powers,

Let me illustrate with concrete examples:

Saleslady No. 1, let’s say, Miss Littlebraign, waits on
Mrs. Dawhall, who is *‘just crazy’’ about this or that
latest fox trot. Miss Littlebraign plays the record and
Mrs. Dawball says, “Wrap it up, please,”” *‘Cash!"
““Good-bye!”" and the transaction is closed.

I hope no one—at least no sober person—has the
nerve or self-confessed stupidity to eall this business
deal “‘good salesmanship.”’

That sale is no more the result of good salesmanship
than if you drop a penny into a chewing gum machine—
push the button and get your peppermint flavored gum.

And yet—there would be hope for Miss Littlebraign—
or Nobrain, She may yet redeem herself during the
next five or ten minutes 1F—yes, 1F—she would stop
long enough in primping herself to review the nature
of the last business transaction in which, instead of
playing the major—she played but the most insignificant
automatic-push-the-button part.

Now, let’s be frank with ourselves. How many of
us have acquired the habit of reflecting for a few seconds
over our lost sales during our spare moments so as to
diagnose them, and through timely discovery, be in a
position to find our lost opportunities; then, to
make them yield the greatest achievable results in the
next sale?

Have you ever thought of this, Mr. Salesman or
Miss Saleslady ?

There are authentic statistics on this vital subject
proving that not three salesfolk out of a hundred ever
give any of their sales a second thought after the buyer’s
money is in the cash drawer.

These are the salespeople who never—NEVER—find
their lost sales opportunities. Consequently, they ecan
never hope to make up lost opportunities,

If Mrs. Dawball should return to Miss Lesshraign
for the coming thirty years, she'll sell her not one thing
more than what Mrs. Dawball is ‘‘just crazy about’—
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Miss Nobraign will never realize that the thing Mrs
Dawball is ** just erazy about'” is merely one of her many
fads—DMiss Nobraign will never realize that fads are
created through repeated and effective suggestions, And
whether the medium for suggesting the “new fad™ is
a 24 sheet poster or just a few well chosen and cffee
tively spoken words from the mouth of a clever siles-
lady makes no difference—none whatsoe . For a
matter of fact, if we want to be real finicky about the
relative value of the selling powers of the “*spoken
word’" and that of **24 sheet poster,”” just let's ponder
for one moment over these fow questions.

Do the manufacturers of newspaper printing ma-
chines sell their product through posters or through
highly efficient expert salesmen? Yet, these sales run
into hundreds of thousands of dollars.

How about the builders of railroads and locomotives,
and street cars and elevators, ete,? Is the selling done
through posters or through wide awake salesmen ®

Now, someone may sy : Yes, but there is a difference
between selling Jocomotives, printing presses, ham and
musie !

For instance, if Mrs. Dawball came in to buy ham from
Miss Nobraign, one could hardly expect the young lady
to load her up with a dozen boxes of paprika. At the
best, instead of selling her a fow slices of ham, she may
convinee her that it's to the customer’s (indirectly also
to her employer’s) advantage to buy a whole ham.

Nor does the ham versus musical selling controversy
end here.  For let it be understood that the saleslady
selling phonograph records has a thousand and ¢
handicaps in her favor over the salesman selling ham,
printing presses, ete.

To begin with, no matter how many varieties of
dishes chefs may concoct for the use of ham, after all,
it is made and sold only to satisfy a material craving—
to appease & material hunger. In other words, it's an
article with but few selling talking points, On the
other hand, music is related to almost every minor and
major phase or act of life.

Talk of birth—you need cradle songs !

Mention a wedding! You must have love songs, a
wedding march and dances!

And a funeral ! How about *‘Nearer My God to Thee"’
and the ““Funeral March''?

These are only the three main stations on the road
of everyone's life, but how about the thousand and one
other instances when music is as indispensable as chicken
in the chicken-pie!

Get the idea?

The big idea in selling music is to educate your
customer to appreciate music not merely as a medium
for pastime, but as an absolutely indispensahle Spiritnal
and Intellectual Food—a life tonic which eannot he re.
placed by any substitute,

Next time Mrs, Dawball comes in to Miss Nobraign's
phonograph hooth, let the young lady benefit hy her
customer’s weakness for fads. Let Miss Littlebraign
help Mrs. Dawhall to incorporate a new fad or two into
her system. If it cannot. be a fad for operatic records, Jot
it be a fad for humorous records or a fad for Hawaiian
records or whatever Mrs. Dawball’s musical apprecia-
tion ean digest properly.

That’s Salesmanship !

It is legitimate! It is mutually beneficial, for her
ladyship will broaden her musical horizon beyond the
fox trot range, and incidentally it will increase the sales
of the record department,

All of us are inclined to be conceited over our own
ideas.
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Here’s the Wonderful Three-in-One

Brunswick “Ultona”
“ - ‘ AoJu:jrniE wnuT

PERMANENT
JEWEL POINT

This Remarkable Achievement plays all records correctly

Due to the adjustable weight in arm

There's a satisfaction in selling Brunswicks, because you know you
can stand behind your assertion that the Brunswick actually does
recognize the fact that different makes of records require different
weights, to properly produce all that is in the record, and still have
no fear of destroying the life of any record. The Ultona allows for
the requirements of each type of record, to be played correctly.

The simplicity of the Ultona, and convenience for all makes of records,
play an important part in your phonograph sales. No other phono-
graph but the Brunswick possesses this wonderful invention—that's
one reason why the Brunswick immediately increases the sales of the
phonograph department.

Then there's the built-like-a-violin OVAL Brunswick Amplifier, also
exclusive to the Brunswick, and an important factor in the superior
tone quality secured by this ALL-RECORD instrument.

You cannot offer these features to your customers unless you sell the
Brunswick. Its superiority has proved a vital selling force for the
many progressive dealers, who are constantly adding the Brunswick
line.

Increase your sales this Fall. The Brunswick will do it. NOW is the
time to secure this Agency. Write TO-NIGHT.

THE MUSICAL MERCHANDISE SALES (0

G I Offices: Excelsior Life Bldg., Toronto.
Western Office: Eastern Office:
Winnipeg: 145 Portage Ave. M I: 582 St. Catherine St. W.
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Capitalizing the Idea of “Summer Records”

The continuance of that withering effect of the summer lull in musical circles
headed off by the Phonograph Trade—Show people there is such a thing as light
summery music— l'ake advantage of the dance record prospects—Even those who
know nothing of dancing are always partial to a good waltz—Third of a series of

articles on record selling.

W all used to be chronie sufferers from a fever
known as the Summer Lull in Music.  No matter
where we lived in Canada we caught the disease. It
came as regularly as hay fever, 1t took from May to
September to run its course.  During that time its vie
tims were almost as dead as Dicken’s door-nail. Orders
for music and musical instruments; musical activities,
both in the home and in public, simply walked out the
hack door without so much as giving ten days’ notice
and there we were stranded high and drey with nothing to
do hut wait,

OF course people
redeeming featur
on its feet at fir

ways survived, that was the only
ery community was a hit wobbly
To get into the swing of things again
took some time.  Some localities recovered sooner than
others but cat-like we always came hack.  Doctor Phono
graph was really the physician who came along with
the right preseription.  He advised large doses of Snm-
mer Musie,  He gave it to the people in conversation,
through magazit the daily papers.  For some
years Summer Music has been poured down our throats
in liguid form, in pills, in capsules, and all sorts of
mixtures,

Doctor Phonograph must have heen a specialist with
many post-graduate courses to his credit for his cure
began to work. The country has not heen all perman-
ently eured of this yet, by any means, but the
disease now comes in a much less virulent form, it does
not last nearly so long, and some sufferers seem al
together better.  When a cure is working and showing
progress Leyond the shadow of a doubt it is a poor
poliey to change the medicine, 1t is equally unforgiv-
able to give the medicine irvegularly.

The conclusion, therefore, is to keep on with the
Summer Musie treatment,  Sell summer records all sum-
mer. It may be like pulling a bout upstream to urge
upon customers just now the heavy operatic records, or
the involved orchestral records, or any other classes of
seleetions that require the listener’s close attention, But
there are so many records of light music that you hear
without effort, that take one’s mind off the extreme heat,
that ca a laugh, that seem to fit in with the spirit of
velaxation and hoiidays and the general disposition to
take it easy for awhile.

But are there summer rds as opposed to winter
vecords?  Certainly.  The white or grey summer suits
and the navy blue serge for fall and winter are both
cloth, both have buttons, pockets, and a similar cut to
them, and yet there is a gréat difference betwoen the
two, It is largely a question of weight and color.  So
it is with records. There are suitable summer records

s and

as against the musiec of the musical and it s
possible to follow up the summer phonograph advertis
g with the display and demonstrs
cords.

Salesmen  might profitab.y  centre their
attention on summer vecords,  Tell the man who comes
in to the store that if he wonld like to leave the pur
chase of further grand opera, choral and instramental
classies until the fall you would recommend to him cer
tain records that he will delight to take home to play
on the verandah or at the summer cottage when he has
his coat, collar and vest-of-the-year manners off.  Take,
for example, such records as the following.  Tastes and
opinions differ but it these suggestions start the young
men and women, who sell records in the Canadian phono
graph ste thinking along this line the object will have
heen attained :

Acolian-Vocalian  Records “Aloma, "
Joyee) by Yerkes Jazarimba Band (No, 12104
ment Musicale™ (Sehubert
Pilzer (No. 22017)

NCUNON

1on ol sunimer

customer s

Fox-Trot
: Mo
Violin Solo, by Maximilian

Brunswick Records— Medley of Scoteh Air Av
cordion Solo, hy Dan Boudini (No. 5238 ; *Tales of
Hoffman, Barcarolle™  (Offenbach), by the Ewmpire

Band (No. 5000,
Columbia Records—""The Butterfly ™ (Bendix o Flute
and Clarinet 1 (No, A19%4) ; ““T'wo Spanish Danees

from *Carmen (Bizet) by Chicago Symphony Or
chestra (No. ABRGO

Edison Dise Records—*Night Time Little taly,”
Fox-trot, by the Frisco Juzz Band (No. 505150, and

SLTArdita Magnetie waltz (Arditi
son Fagan, whistling (No. 80453

Gennett Lateral Cut Records—'* Hindustan,”" Fox
trot (Wallace and Weeks), by Milano Orvehestra (No.
4504 ) ; and ** Me-Ow,”" one-step (Kaufman o, by the Gen
nett Ovehestra (No. 4511)

His Master's Veoice Records—"The Royal Vaga
bond, " medley fox-trot, by Joseph . Smith's Orchestra
(No, 18541) ; and ** Oh, Susie, Behave,”” Medley one-step,
by Van Eps Trio (No. 18556)

OleH Records—*Castillon Echoes™ (Siegel i, Man
dolin Solo, with Ukulele accompaniment (No. 1175 :
and “Carmela,”” Waltz (Valle), by Masa’s Blue and
White Marimba Band (No, 1190,

Pathe  Records—*NMy  Desert
(Reid), by Palais Royal Orahest
“Irish Medley of Reels and Jigs,
Beudini Brothers (No. 22092,

Phonola Records—** Mummy Mine,” Fox-trot (Roxe),

by Sihyl Sander

Fantasy.” Onestep
(No. 22101); and

Accordion solos, by

The statement in this article that there
such a thing as light, summery dance music
for the phonograph is strongly confirmed
by the view taken by Mr. H. Palmer, one
of Judge's artists. Doesn't it look as if
such records would be easy to sell?
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Complete Stocks
WINNIPEG

and
CALGARY

is WHY “His Master’s Voice” Western Dealers get the
same 100', COMPLETE OVERNIGHT SERVICE, as
though his store were within a stone’s throw of the
Montreal factory.

Western Gram-o-phone Co.
Calgary Winnipeg

Northern Electric Bldg 122:124 Lombard St.
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Green Bros. Xylophone Orchestra (No, 1188); and 1
Love to be a Sailor’” (Lauder), Character song, hy John
MeDermott, with Cabaret Orchestra.

The dance has become a sort of summer institution,
too.  All the record makers have shown enterprise in
eatering to that inereasing number of people who use
the phonograph for little dances in the home and to
whom the latest dance records have a specific appeal.
perusal of the various monthly bulleting of new
reveals a large and easily cultivated field in danece selee-
tions,

The waltz is always popular. Its attractiveness is
reinforeed hy the summer surroundings. On the poreh of
the summer hotel or out in the canoe in the still sum-
wer evenings, there is a something about a good waltz
that goes to the right spot.  There have been devotees
of the Turkey Trot, Mavixe, Tango, ete., but while these
have come and gone the waltz, like the hrook, goes on
forever. There are thousands of people who could not
get one foot past another as far as a dance of any kind
goes, but whose heads will sway with the easy flowing
rhythm of the waltz, causing them to forget the heat
and the worries of the day. Every man and woman
is a good prospect for selling waltz records.

Proof of the waltz's power to remain popular is be
yond controversy. A great sensation was ereated in ling

land when the waltz was introduced about 1811, The
Freneh elaim that this form of dance music originated in
the court of Henry Il at Fontainbleau in 1555, It en-

Joyed a great run throughout France and even made its
way to Seotland, where there was very strong opposi-
tion to it.  Mary Stuart onee exhibited her agility in
dancing a waltz, but she was careful not to repeat the
demonstration, The Germans also ¢laim eredit for the
institution of the waltz

If a salesman or saleslady will only take the time
to pick out a few good waltzes, get a good stock of
them and then bring them to people’s attention by talk-
ing up summer records in general and a certain waltz
in particnlar; if a salesman will explain the easy flow-
ing summery rhythm of waltz music as against the
heavy elassical forms of music that are more suited for
winter evening entertainment, the sale of summer re
cords can be greatly increased.

Then think of the popular songs, novelty recopds
like xylophone and flute solos, and much of the light
musie, Think it over carefully and see if you da not
realize there is such a thing as making a strong, specific
and profitable drive an summer records,

“Keep Oversold” Is Chalmers' Policy

MONG others, there are two special objects in ad-
vertising. One is to sell your goods, The other is

to establish a good name and insure a continuance of
trade. Keen business men in England, some of them
in the piano field, kept up their advertising during the
war though they had little to sell and no difficulty in
disposing of what stock they could produce. But they
looked ahead. Now they stand to profit from a wise
policy.

A successful antomobile man who is sound on the
doctrine of keeping oversold is Hugh Chalmers, whose
views on merchandising always earry weight,
some people say when you are entirely sold out y

want to quit advertising,” said Mr. Chalmers. **There
was never a greater fallacy told to husiness men. One
of our stockholders said to me not long ago, ‘Are you
reasonably sure of selling your year’s output ?* I said,
“Yes, sir.” ‘Then why don't you quit advertising !’ he
said. e asked, ‘How much can you save between now
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and a certain date?” | said, * Between 60,000 and $75.
000" “Then why don’t you save it 2* he said. My an
swer was that it | were dead sure we had all sold this
year and up to two years he I owonld not spend a
dollar less. 1 am speaking not only from the standpoint
of the advertising, but of the man who buys the s
and pays the hiil.

YAy being in business is not confined only to next
year and 1 am a firm believer in keeping oversold.  You
have got to deal with human nature and it always has
wanted and always will want those things which are
hardest to get. *Now, then.' | said to this gentleman,
“look at that fountain; see the water coming out. |t
gets its source of supply from the river a mile and a half
distant.  You can get the superintendent 1o shut it off,
but you will not notice any diffe right away ; yon

will notice it go down a little at a time until th is
no more water supplicd.  You shut off the source of
supply when you stop advertising.”  You must send

the best possible appeal to a million minds and you must
keep on appealing. You must keep on if you wish to
keep up your business. There is no mystery ahout this
advertising and selling goods.  Some would have vou
think so and some do not take it up heeause they think
it is too hard. 1t is nothing but plain common sense
plus printer’s ink, and some of the best copy 1 have
ever seen was written by men who were never known as
advertising men, hat they sold the goods and made their
copy accordingly.”

Fire Loss Too High

OSS hy fire affects either directly or indivectly the

whole community.  When a store or luctory is
wholly or partially destroyed by fire the result is more
far-reaching than it would appear on first thought. In
«h before a group of Canadian business men, Mr
rove Smith, Dominion Fire Commissioner of Ottawa,
alleged that Canada had the highest per capita five loss
in the world, viz., $4.25. This, he went on to say, conld
be redueed in three years by fifty per cent. if his de
partment received the support necessar “We must,”
he continued, ““have some way of overcoming political
or other influence.  One way perhaps is to amend the
eriminal code so as to make it possible for any who
causes fire by negligence to be prosecuted in the proper
courts.”’

Continuing, he said, *‘Instead of going directly to
the root of the trouble we have heen applying palliatives,
We must go to the souree of the trouble as quickly as
possible. Teaching children in schols is good work; tell-
ing the wmen to be eareful with matehes is good work,
but the big losses are in our business districts,  From
a community point of view, if a man's premises are a
fire hazard the community should have sufficient interest
in the matter to make him remove the menace by mak-
ing improvements, We have legislation, There is Do-
minion law and Provincial law. and municipal statutes.,
No one is responsible, and we are getting nowhere. There
is too much division of authority and the laws are not
heing enforced. In a broad sense all fires are local. They
come right down to us as individuals every time. We
have, T suppose, about 4,000 fire halls and departments
in Canada, What we want is that these men should he
sent out to prevent fires hefore they start.  Splendid
work can be done in this direction.  These firemen should
inspect and advise property owners and reduee to a min-
imum the possibilities of fires starting. It takes trained
men to get the best vesults in this work, and the men
who do it should be efficient.””
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LOOK*’ROUND

Look around at the various phonograph propo
sitions that are offering—analyze their agency
arrangement—compare their selling appeal—
study their record releases and you will find
Pathe the most liberal in terms, the leader in pro
duct and always first with the latest hits

lh“r(‘ may l)(‘ a l)(llll(" agency open In your
vicinity—it's worth investigating

- Pathé Freres Phonograph Sales
4-6-8 Clifford Street ‘
TORONTO

MONTREAL

‘#ﬁ»
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The big hand is behind
Gennett

A\ Records

~

of
Service

'\

B

They’re writing and wiring us

Y VERY day, since the publication of the May issue of this journal, announc ing our
ability to supply dealers with Lateral Cut GENNETT Records, we have received
letters, ‘phone messages and telegrams with opening orders

It doesn’t take the Canadian Dealer long to see and grasp such an opportunity as we have provided for
profit.  Get in early or you may be regretting it later We will deliver our well-known service in
this matter an in all other transactions

S ervice
Every time—

the past 48 years to

Records that
N.B.—The Starr Com . .
g, A Vltahze trade,

put the highest possible quality
into their output, have doubled

their ‘appraprizten for, recording ncrease

purposes in New York, without

increasing the proportion of new records

ustomers an
This means that twice as good a record will be

given for the same money, and as a starter, they

have engaged on exclusive contract the famous l

MADAME NADINA LEGAT, Coloratura Soprano, n ar c
Andrea Arensen, Tenor, and Harry E. Humphrey,

Actor, Entertainer and Lecturer. your

All the newest hits are found in GENNETT RECORDS, includiig °
the tremendous success, "EYES,” which will surely equal “‘Smiles"" pI'OfI‘S

in popular favor,

The Starr Company of Canada Lonvow

e o

n—

e
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Where the Polishing and
Bufling is done in the
Elyrin factory

Employees at work
assembling  Heineman

Sound-hoxes

Showing some of the
\utomatic Serew

Machines at work in the

Heineman Elyria factory
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Adjusting the speed of the Ste
phenson Precision-Made Motor

so that it agrees with the speed
regulator, is as casy as setting

As Easy s

Y = It is done from the top of the

table board after the table board

/45‘ ksettl”g nur has been secured in the cabinet
.. . and this assures an casy,

W[lt&b quick, and accurate adjustment

and one that will stay put.

This is an exclusive feature of
the Stephenson Precision-Made
Motor-—one reason why it is a
Precision-Made Motor.

STEPHENSON
OneWest Thirty-fourth Street
New York City
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NEW RECORDS

“His Master's Voice” Records For July

Inch, Double Side

way

90c.

Pollorin

Pellerin

) American Quartetie

Down in Sunny Alabam') lrving

260024 La Jolie Avunn

| Ao
l»ullom

ly W- ing oone. 1" . «fu..rmn
The Boys Who Won't Come Home. Henry Hurr
.nu ack ‘r derful Arthur  Fields
azz
18560 When See Amur Sweetie Hanging Around. \dele Row

Tnnd
Mamm \d. le Rowland
18556 Oh,

y O' Mine.

) Van Eps Trio
Van Eps Trio,

Bl Bmith's Orchestra
18569 lul Bvlllun Arthur Pryor’s um-v
Jlm of lu ’udanu .ll‘l!h Con

185, k No. 2 1"10‘“. Horupipe'')
muulunnn ctor, Military Band,
Virginis ‘Miss McLoud's Reel'’; 2. ‘‘Old Dan
ucker "Popnouuu Wuul" (Bu 1) Vietor Mm
tary Hand
10 Inch, Red Seal—§
i-luul Sorter Miss You (( Bmith) (Soj
Gan12 Juanita (Hon, Mes. Norton) (Bar

Tt
i“l- The Quilting Party (Fleteher) (o
BT 'lortinlr “Pourquol !n Yeveiller (Oh, Wake Mo Not) ((aniun's
) (T Giovanni Martinelli
(TLIE 'lu Yuu‘ hok m the Heart of a Rose
(Tenor) Joh o
GARLD lonnlt

(Gillespic Mothven)

Mot
H“!um Drdln)  (Vielin)

Efrem Zimbalist
12 Inch Doub) bt

15690 Ob, ly Dear!  Mediey Fox A . Bmith's Orehestra
y s Sweetheart Good Morning, Jud, Medley One

m... 3 €. Bmith’s Ore ..;m‘
74501 La u Flow's Beloved) (Donisetti)

i

(
74500 Noet - Withelnj) Mischa
i

: L
e in D Flat (Opus. 27, No. 2) (Ch

ette in C Major—Fugue (Op. 69, No. 3) (I
anley Quartette,

rthoven )

New Edison Dilc Re-Creations

‘men
nor,

my mother) i

84
R2H60 P-rl- 0i de ma mere (ln
Noprano and

:
) Nna” Case”and” Ratph

bien-aimee (Vainly, my well beloved) —Le Roi
Kalph Errolle x. s, in French

of
hrl ulle,

Vnumm -l
a'vs )

inn Lazrari

83,51
H2157 Dn old ru n' lln- (Rire) ‘rhuum- Chalmers,
Oold Ground (8. €. Foste

Art Ilur M iddi

Ilm tone
Car

( ..mmh

R2158 g{{u’

( Adw ) hou' ")
“nru' |(u|l|mhl p - ben Lasssri, Boprs ralto,
§:
#0453 L'Ardita—Magnetic Walts l,\rvlin\ Nibyl  Sanderson  Fagun,

Hager) Sibyl San
g AN Ringing,
Allen, Baritone.

derson_Fagun _and Hary: on,
You (Ihuhup) Edward
1) Marie Tiffany. S
n \wn:-n !

D Nup‘ go and Contrs
8y, an (Donne)

ol M.ml V A v .
EE :-Mn—ounul Intes

rmeszo (Moret) Peerless O ra
ion Dance (An Oriental Fantasy) (Friedman) Peorloss Or
chestra,
50510 hn in Idleness—! th) levrn'- Band
edding March (Bouss) No ork Mili .
mn- Hunt. Billy den and Ihll\ Hein
Preach d_the Bear (Arzonin) Arthur Collins
50521 I'm lorq ! um You ory——-hn Fox Trot (Clexi) Barl Fuller's
Famous Jarz Band
Sand Dunes AL Star Trio, Saxophone, Xylo

Shone and Plan

Edison Amberol Records For July

SPECIAL RECORDS- 90 Cents Bach
L (De Voll) Gladys Rice and Marion
Soprano and Contralto,
’lv Aye (Ke

e,
¥ Quartette,
« Come From Hong lou) (Weeks) Premier Quartetie

Voices, l)rrh ,\ ee.

d (Cohan) Gladys
Soprano and

inson) Negro Me

Evelyn

reh, Ace.
dy) Arthur Fields and Choros,

Mixed Voie

0%
#777 All Those in ‘fl"l'

Orch.

M
4770 In

Rice,
ELEE § “nt s

I

rnest Hare, Orch, A
(Jmmw) Rachael Grant, ¢
Ory (Gottler) G

4766 Jazz ln:l

L _Aee,
4767 Kiss Th rge Wilton Ballard, Tenor,
Oreh,

ce.
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o000 Bmmet's Lullaby | Smmet )

53

edo Dance Orehosteas

4779 Mary—Fox Trot (Frey) Tux

$T80 ou hvdy (Something's Done Got Between luuuunr and
(Crenmer Laxton)  Ada Jones, Oveh
4T58 -nm ? Wonderful Mother of Mine  ((iuwdwin) Will Oakland
Counter Tonor, Oreh. Aee
1771 When the Cherry Blossoms Fall—Royal Vagabond  (tioetsl)
ho and Tenor, Oreh. Aec

Lol Lueey and Char
AL PUIPLI IIOOIDI $1.50 Bach
a Hempel ool Critorion Quar
Voiees, Oreh. Aee
29031 Valnement, ma biof ee (Valuly, my well bclovn) Le Rol
a'Ys (Lalo) llnlplo Errolle, Tenor, in French, b, Aer
LIST 00 Cents Each

totte Boprano aud Nale

1708 Ivonuu lnu' Rest and You (Mishop) Edward Allen, Baritone
5 Olo"oxn I'h (Laneke) We Girls Quartette e
In the Secret of His Presence (Ntobhins) Charlos Hurt and
Kot \hnn Tenor and Baritone. Oreh ve

iety Orel
Bron

Step (Kuufmun) For |
Fo: ot

ng. duudan’ N
mmy luu (Rose) i
wvelly

Dancing

\\n.u., Al Bernard, Opch
and Narcissus A.nm ~.|n| Nanderson
Oech, Aee

Bells. Joln ¥
(Johmwon)  Peerless

o
ol Vu\eo (Floating Down tl

Burekhardt, Oreh, Aee
Orchesten

Slee) ) (A, Vu
ar) Gladys, e and S ernon g B o ML
reh
1704 Yoln Yo Braaking My Heart With ‘‘Good-Bye'' (Olman) Leals
ueey, Soprano, Ore
New Columbia Records For July
10 INCH, VOCAL—t0c.
% Longing. wling Trio Male Triv,
Lullnby llnu (In the Bvening) American Quarette, Male Quar
20 lu(un 1 Grew v? To_Love You. Henry Burr, Tenor Solo.
body's Waiting For Someone. Cumphell wnd Bure, Tenor

n
Bilty Mureny and Awerican Quartedte
ldol (Jnn Let ln Worship You) Young and | m, Tenor Duet

l‘r-nch Oome to Yankee Land \rihnr l|1|||- Baritone
reaking Baby Doll.  Billy Murray Solo
26 ln- “That Say I Love You. Irving and Jack “Kaw Tenor
D
Bees Make Honey Pown in Sunny Alabam’. lrving

Tenor Duet
erless Quartotie
¥ ‘Charles Har

2 Anﬂlllll is 'lu if it Comes Pn- Dlxhhnd

nerer
Blame the Girlies At All (They All Want to Marry
Arthur ds, Haritone Solo.
10 INCH, INSTRUMENTAL — 60c
2730 w.mn. —Medley Fox-Trot. (olumbin Saxopl
Chong (He Come From llon( Kong) — Medley
nything In Nie Tt Comes From
lululnl:m x..\..,.n. .
ul v

Make, Quartotte

Rolo.
Hurry Fox, Char

You 0
a loldlor)

x-Tre
Disietand’

\\

tru

b Orehos
Bweet €

Intro,

ar
Swentman's nn mul
hll \

Trot, Swentman's Oviginal Jusz Band
hu~lu ‘rrot Fulle tector Novelty Orchestra
Intro.: “Dry Your Tears.'

hewtrn
Russion Bulalaikn Orehe
Russinn Halalaikn Orehes

Ity
E2860 lou of the Volga Boatmen,
Longing for Ou'r‘ Country.

10 INCH- ll 00
Barbara Maurel, Nol
Burbara Manrel, Mezzo Soprano Solo.

INGLE —$1.00

24 At Dawning.
The Rosary.

10 INCH,
Toscha Seidel,

TH18% Orlentale. Violin Solo.
2 INOH-$1.60
AG106 Trumpeter. Louise Gravenre, Buritone Solo
areillaise. L--lmu Buritone Solo.
A6105 King Ootton Mar Pr d
i lelool Cllnl M Hand
\6107 The Royal Vagi Step. |n|rulh|-nu( ()
“Good-hye mrumm‘ (2) ow Thin
We are Al Together,'
The al — um (1)
¢ Cherry Bloxsoms Fall'’ the Ral
o () A Kingdom of Our Own Jockers  Danee

AG1O8 He v 'h (hnn Keep 'Em Down on m rnrn1 ~ Medley One-
Introdue (1) ““Don't Cry nehy, Don't Cry'';

Papn."" " Yerkes l,.,..mm-.. unp..,,.",,

Trot. Introd

Jttle Girl, Don't Cry

Fox.' () “n
Don'y Ory, 1 " Yorkes
Inzarimba llnl» i3 S~

SINGLE !
-

Core’ ngrato (hmhln.u II

ari, Baritone Salo,

New Aeolian-Vocalion Records

2 INOH--$2.76
May

1
Carmen—] 8 Air (Biz

5401 M
lion Orehestra A nm’unimr t

Soprano, V

Peters

INCH
40020 11 Trovatore—I1 lnun (Verdi) G
lion or-.lu-nlrn P Accompaniment

1 Bohs
iz

0 Rimini, Baritone, Voea

Marie

Sundelins, Noprano,

tion

FFlorence Eawton, Boprano, Vo

Peterson, Soprane, Voealion Orehestra

0 IN( 1.40
Shall Meet (Banderson) Colin O More, nor, Voeslion
Orchestra

Accompaniment
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=
What Do YOU Get---

Record SERVICE

or Apologies ?

Every “His Master’s Voice” dealer ALWAYS
receives 1007, Complete Record Delivery
Service, and his orders are ALWAYS filled

the same day as received.

HIS MASTER’S VOICE, Limited

Sole Ontario Distributors of His Master’s Voice Products

196-198 Adelaide St. W. - Toronto

(Corner Simcoe St.)




(Hadyn Wood) Colin 0" More,
Accompaniment
endelssohn) Maximilion Pileer, Violin, Piano Ace
Maximilian Pilzer, Violin, Piano Ace

In P Tenor, Voealion
Orchestra

Waits

omunxuﬂ.s-'.n.T Orchestra Ace.
212 a A ‘enor, rehestra
T T ek i the Springtime, Mollie (King Ash Hager) Sam
Ash, Tenor, Ul‘t'h Ace.
12121 When Oherry Blossoms Fall (Love Is Love) (from ‘“The Royal
") (Dunean Ihwlll» Arthur Burns, Tenor, Oreh, Aee
Love You (Fred Fisher)

(Chipin)

thur Burns, Tenor,

Orch, Aco.
l-;lh, Oome to Yankee Land (Erlich-Conrad) Irving Kaufman,
Oreh, _Ace
Dol‘:- Wi Jubilee (Stept) Kaufman Brothers, Orch, Ace
(Jones Btern) Premier Amer! Quartette, Male Quar
tette, Oreh. Ae
Lullaby  Blu

Hul«-
12124 Shake,
Al Bernard,

Idol (Intro.:
Fiye.

o8 (Kobinson Inrnl
Quartette. Oreh,
Rattle and Roll

Premier American  Quartette,
morn.ray Played by Novelty Five with
“In Soudan'') (Rose-Osborne) Played by Novelty
How'ye Gonna Keep 'Bm Down on the Parm? O Btep
(Intro.: "My Harney Lies Over the Ocean,'' ¢ (
Papa’’) Donaldson-Leslie Ruby ) |'l-‘wi by Dabney'
Sometime'’ 1?

( rot (bnm
by Dabney's Band.
12126 An‘ln Ni o Step Played by

Dance Orchestra.
Confession—Walts (Morgan) Played by Acolian Dunce Oreh

(David Hewitt)

Aeolinn

a6207

2 INCH 82 00
Pu\ Peasant (Von Suppe) ll-;-d by V.
Stradella Overture uhm-w» Played by
0 l'vl—‘l.ll
Al(&lll‘ Is Nice If
or) Murray Qunm-n -)« Quartet
o Another Poor Man Gone 'nu (\'nn ’I‘lln'r) Billy Murray,
Be Lonesome (Kendis Brockman

It Means T
lrvinl l\uulm-n Oreh, Ace,
:,.l Water (Brennan Edwards Oy unningham) Irv.

Aee

irling. v\.mrh-h; Hi

(Cal de Voll) Hany
l 0

wlion Concert Band
ocalion Concert Band.

12114 (Clark-Meyer-

u\
Orch, Ace,
Vincont
America ‘

ln Kll'l\ln

uh-w. Orch, Ace.
u!m, and” Bhaw Greh hon
. ry x-Trot lrdlv:) (Intre,
(Donaldson-Jerome) Novelt Fiv
Blues (Ragas) Played by

(Marf  Earl)

(Tierney ¥
roun: i
"layed by
rot) (Zam

Rovelly Five with Al
Played by

) One Step Medley, Intro.:
I(ip Van Winkle Siept With
ian Dance Orchestra.

nik) Played by Aeolinn Dance

12118

Aeolian

‘A HIHInn Girls

um- Eye O
12119 My Cairo
Orchestra.

Trombone (One (Fillmore) Played b, x
Band (With Ziegleld's Midnight Frafie), T1*7ed by Dabney's

Pathe Records For July

10 INCH—90c, »
l'n O't Pair of Swinging Doors l Lead Right Into
" . leart, .n- ‘'Good Morning, Judge'' (Girant) Arthur l»‘--lrl-
aritone

',.m o--p Fire (Wenrich) Invincible Four.
Another Sweetie Hanging Around (Donaldson)

the Morning (Chadrow DeCosta) Adele
Rowland, So e .
‘Il Say Sh , from ‘‘Sinbad’*
B-rllun

! Lawdy! (Creamer-Layton) Billy Murray, Tenor

22006 Au (David-Hewitt) llrphrm\ Trio (\'m-nl Trio)
m “Bast Is (Bowers) \'.mni-

22095

v Moy Towland, Soprano.
in Indiana in

S

(Knhn-Jolson) Ernest Hare,

<hrr Contralto,

22003 Yo Still an of Mine (Whiting) Tenor Duet,

lmwh Jumes and Charles le!
-Down  Shack

Athlone
Roe, u.ru-m

22097 Some Day I'll Make You Glad (R?ulr-n Henry Burr, Tenor.
W Goodwin) Aeme Male Quartette
22100 A Musical ot H Russell Hunting and Dea-
con Treadway, wm- \Inlln Piano and Clarinet
edley Old Time Country Dances) Descon
.;l'vil.d.::‘y,’l'llnn h‘lmlr
(Reid) One Step,
(D. Bherbo, l)l‘r’vrlnri
iamese m.rll Fox Trot,
Rherho, Director,
Full 0' Pep *Im’u) ‘One Step. Joseph Samuels’ Dance Orehestra,
lnuo h own (Arden) T«... Trot.  Joseph Ssmuels’ Dance
rehestra.

22000 Slim Trombone (I"lllmnr-} 'l)m- Step.  Synco Jazz Band,

ray) Fox Trot, Synco Jazz Ban
22092 !mm u I-b. (Accordion Duet) Boudini urmhn-
22081 A lnl-

Accordion Duet) Boudini Brothers,
22088 Saved
The

(Carlo-Banders) Turner

22101 Palais Royal Orchestra
Pulnis Royal Orchestea (D,

22008

(A
(anll'r) lhymnnd Hunter, Baritone,

“‘{‘Hﬂ&hl) glrla A wna- Trmv.:,

(Sumer) Earle

Owln Accompaniment.
ilde, Tenor, Organ
Accompaniment,

22102 Slavery t;h-urt’nrln:.i; (lh|rah llmp«rllnll lln"lnlry ‘I:Ang
immer) with Chimes, Tmperi t
22001 Divorcee (l"nn) mﬂu uyn‘;hony om..’:' L RNy -
ivotte Mondaine ( Bonnet) Pathe Nqu.hnny Orchestra,
22000 ll:;:n“ X “Iulhun Hager) Henry Burr, Tenor, Whistling by
‘agan.

S— ."l?A the Birds (l;-ler) “Illlil&h‘ 8y bll F-

frain lq Lieut, Noble Bissle.
‘Jars'

'mlldloll)
By Llen .H- Europe

Famou,

{an David-Hewitt 3
“"“.'_'l!:?‘.( wvid-Hewitt) By Lieut. Jim Europe's Famous
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22085 !ln Moaning Trombone (Bothol) By Lieut. Jim Europe’s Famous
aphis lln: (lhndy) By Lieut, Jim Europe's Famous *'

duzz"
Band.
22082 lnd'l' Medley, Intro.: (1) “'I've Got the Blue Ridge
Blues'™ ; 12; 'l-dl (3) Tl We Meet Again 4)
* Smiles. Lieut, Jim Europe’s Famous “Jaz ' By
Ja-Da (Carleton ) By Lieut. Jim Europe's hmuuu Cdare'' Band,
22081 u.mm Medley, By Lieut. Jim
l.un o's Famous *Ja
& (Onivas) By Lleat. dim l-,un-w  Famous *‘Jnzz’’ Band
22084 I.MI. Your Har ogro Spiritual.’ Lieut
\-.M. Sissle, und Lieut. Jim Fur Singing Serenaders
01 (Cook) Jubilee Son, g ‘reighton Thompson and
Lieut, Jim Europe's Singing Serenaders.
12 INCH§1
52041 Tb{_ Flatterer (La Lisonjera) (Chaminade) Piano Solo, George
Tuc.
Amun (Chaminade) Pin 2. pdeorge. True
40161 Valss (Hollman) ' Vieloncelto ef Hollman, Pisno
Arrumpnnlme
(Hollman) Violoncello Solo. Joset Hollman, Pisno Ace,
40154 *s Lull (Roberts) (V Refrain by Arth
Walte, P (b, S lhn-rn-n
Heels (Jerome Kern) lmrn‘ (1) *'The Big SBhow'";
(2) “‘Head Over Heels.'' Medley Fox Trot, l'lluln Royal
Orchestra_(D. Sherbo, Director)
40162 Oh, ve llhnw(nm-ni One Stop. Palais Royal Or
chestra (1. Sherbo,
(Cohan-Goetz lnu\r : When the Cherry
Hlnnumn Fall'': (2) ' on Know Won't Hurt
l.dlv; Fox Trot. I‘nlnlnl (mlmnr. (D, Sherbo,
l)ln-riurL
52039 Little Road (Kramer) Pe n-ruum-
Radi; llY-n ‘u (\mulhl) re
40159 'Illlu Come True ( n) Lowis .l-nm
A Kiss and You (\nhur) Lewis James, Tenor,
40160 Ballet Sylvia un-m.u) “Les weresses.’'  Garde Repub
liening Band of Fra
) P'M‘ 1l!ol|hn-nv “Pigzionto."’  Garde Republicaine
o
40163 hu' ln (Suppe) Overture. I'lln‘nrf State Military Band
" (In the Mill) (Gillet) Intermess Empire State
Military Band, o INON—81.
25020 ll- Confession (Thnmri \'|nlm ano Alexander Debruille,
ano  Accompaniment, Geor, True
homas) *‘Gavotte.' \lnlm Nuh- Alexander Debruille,

inno Accompaniment, George Tru
25028 Smilin' (Penn) Almn Beck, l'nn!rlllm
Ah! 'H‘M’tﬂl (H.rlvy} Alma Beck, Contralto,

2 INCH 82,20

59074 m lnny\mu’ ('I|lo||oyx l'lﬂln:trl de (umrna Mezzo Boprano,

(Norton) Eleon

54029 11 Trovatore (Verdi)
Rosy l'lnhmll In Italian,

pr
lI

r.[ Fly On

: q
New H OkeH R
173 Tumble Down Shack in Athlone (Pasco, Carlo Sanders)
m.-riln. Trio, Voeal Trio, with Orch
Grand ‘s Flute (Wllnnn Hm-mmn Henry Burr, Tenor,
1174 By the Babb) rook (Hager) nry Burr and “Sybyl Sander
won Fagan, Tenor u-rd ummm it
r (Ring Hager) Sybyl ll.mh-rnnn Fagan, Whistl
Novelty, with Orel
1175 om Echoes (Riegel) Mandolin Solo, Ukulele Ace
alse Caprice (Siegel) Samuel N<-Im-| and Marie Caveny, Mandolin
Bolo, Ukulele Amrun’uniun
1176 I'd From Lester’’') (Cort m-nhl-nl Orlob)
Helen' Clark “and Joe Phillips, Voeal Duet, with Orch
( “Listen, Lester'’)  (Cort Sioddard Orlob) Joe
Phillips, Baritone
1177 Prelude (Rachmaninoff) Paul Eisler, Piano Solo
(n) umleat (Cesar (Cui); Papillion  (Butterfly) (¥l
Greig) Paul Eisler, Piano Solo,
1178 Vi ) 0220) (Popy Roberts) Park Quartette, In
strumenta mumm-
ltr-Qu L, ade (Chaminnde) Park Quartette, Instrumental
uartette,
1179 Look This (Bacred Duet) (Van de Venter) Miller and
Wheeler, Ve Duet

with Oreh,

(Sac) Duet)
et, with Orch,
Duet) (Gould)

(Cary-Ambrose)
Meyers and Gillette,
1180 Jesus, Miller
Wheeler, Vocal Duet, with Orch
v . ) (Rodney) Meyers and Gillette, Voeal Duet
e
Love, is My Heart (Ross-Silesu) Geo. Lambert, Tenor,
Orrhnlrl
llu l- ) Blumber (Hugo-Gounod) Grace Kearns, Roprano,

1182 Iy ou Kentucky Home (Foster) Marie Morrisey, Contralto,

Voeal T

and

with
1181 with
181 . with
with
With Thine Eyes (Jonson) George Lambert,

(Stanton-Nevin)

u Me Only
Tenor, -nh Oreh,
1185 Mighty Lak
with Orch

1154 The l.:l”;ln
Tenor, with Orch,

1 You Glad (Freedman-Squires) Sum Ash, Tenor,

of Mine (Huger-Goodwin) Henry Burr,
Time (Boyle-Von Tilzer) Charles Hart,
- (Gillespie-Brown) Royal Dadmun, Baritone,

and Shelll (Spero and Peck)
one, with Orch,
“'Tl (Yellen ll-i;pr) Arthur F‘irldl Raritone and

Bert” Harver, Betion o Orch, A Reps-dgw)

Marie Morissey, Contralto,

ra-Nevin) George Lambert, Tenor. with Oreh
Ory (Burns Fiald-|l4vllln>r} Henry Burr,

wi(h Oreh,
1185 That Wonderful
. Tenor, vllh Oreh,

o Tenor, wllh

'Ii ()rrh

Royal  Daduun,

1187 Je
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The most wonderful Talking Machine of the present age at the
price. An Instrument of Supreme Value, Tone and Quality.

J

i 5 é SPEAKS FOR ITSELF

No. 250—$125 No. 200—$100 150—$85

The Cleartone has become very popular because of its quality, splendid value and the
advertising and sales campaign that now stands in back of it. Dealers! Watch us
grow—write for our agency and grow with us.

SUNDRY DEPARTMENT

oh turntable, p RECORDS - POI'ULAR
ng 105 rnta . tor

GENUINE DIAMOND POINTS, |
$1.75 each

SAPPHIRE POINTS, for |
SAPPHIRE BALLS, for pluying

MS AND REP \ SAPPHIRE BALLS, for

. ¢ No. 4. § NEEDLES "

o quantity buyers in Cunada and

LUCKY 13 PHONOGRAPH CO., 46 East 12th Street, New York

T
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118 Mummy Mine (Rose) Fox Trot
How Ya' Gonna

Chorus
Tnst

sphone Oreh
1) One-Rtep.
Nt an (0

Green Brothers, Xy
"Em Down on the Farm ((
My Marney lies over th
" |

«
oadway Butterfly
Chorus from * Monte Chr
tette, Tntramental
1190 Oaliopia ( Betancourt) One Stop.
Hand, Instrumental

]

. Xylophon
Sehwartz) P
v

Oreh
ox Trot
an Eps

Quar
Mata's Blue and White Marimba

alle) Waltze,  Masa's Blue and White Murimba

ars
Band, Intr

1191 The Minstrel Boy (
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NOTICE

WHEREAS certain parties, claim-
ing to represent Japanese and other
firms, have approached dealers, of-
fering to illegally duplicate our

records, we hereby respectfully
notify the trade that we will vigor-
ously prosecute actions against
parties engaging in such traffic
with our respective products.

Columbia Graphophone Company
Berliner Gram-o-phone Company Limited

To Everybody Who Asks and Receives Credit

An Edison dealer down in Fall River prints this
announcement ““to everyhody who asks and
eredit’” on all his bills sent out from the store

A leading Boston merchant calls attention to the
fact that it requires more people and time to record and
handle eredit transactions than to make the actual sales
Few realize the extra time and cost of waking charge
slips. posting the hooks, verifying accounts, auditing,
balancing, making out itemized bills, paying postage and
collecting, and sometimes mailing bill after hill.  And
speaking of the cost of postage—who of us can go to
the Post Office and get eredit ! Who of us can go to the
depot and get a railway ticket charged ' Nov: merchants
can no more afford all this extra cost of aceorcmodating
the publie than ean the Government or the vailrond com
pany.  The Boston merchant referred to has taken this
great additional cost of charge aceounts into considera
tion, and heginning a certain date will make additional
charge for eredit

And why not?!  Bookkeepers do not work for no
thing; why should the merchant give eredit for nothing !
Banks do not lend money free of charge. nor do they
lend it at all without good security, Merchants do not
demand security, as a rule, but more and more they are
looking up the reputation of those to whom credit may
he allowed. 1 have it from good authority that one of
the first acts of the New Chamber of Commerce will he
to establish a Credit Rating Burean for compiling a
list of ““prompt,” ““slow’" and ““risky"’ people.  No one
wants to he rated as slow or risky; all wish to have a
good rating, and the only way to get that is by prompt
payments.  The above reasons and the shortage of help
and increased cost of doing business have prompted me
toprint this statement on the back of all my hiltheads and
to ask all who have received eredit of me, or of other
merchants, to follow the Golden Rule and pay as
promptly, when a hill is rendered, as we extended lit
when you asked us to trast you.  Therefore, won't you
please pay this account as promptly as you would wish
to be paid if 1 owed you the same amount ?

“Trusting that you will comply with this reasonable
request,

receives

“Respeetfully yours,
“(Signed) W. D. Wnyor.”

Lucky 13 Co. Enlarges Stocks

The Lucky 13 Phonograph Co., New York, of which
David Bartelstone is president, has concluded deals re
cently, according to a despatch from that city, for the
substantial amplification of its stocks of needles, springs,
tone-arms, sound-hoxes and other metal equipment which
only in the past few weeks have reached anything like
normal production thronghout the country, subsequent
to the many restrictions and embargoes in foree upon
metal consumption in the music trades during the war.

Mr. Bartelstone's establishment at 46 East Twelfth
street, which the company purchased shortly after fhe
first of the vear, has been departmentized throughout and
larger facilities than ever in the firm’s history are avail
able for the supply of everything from a jewel or |
needle to the complete Cleartone talking machine he
Lucky 13 headquarters is in the immediate vicinity of
one of the real musical centers of New York

Many spoil much good work for the lack of a little
more,

It is never safe to look into the future with the eyes
of fear,
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Making Friends

Willis Player Style “L.”

AKING friends is, after all, the final test of any manufactured
article. In every province of Canada you will find Willis Pianos
are regarded with respect and confidence

They have that peculiar something—called personality in men—within
them that makes friends everywhere and on all occasions.

Willis Pianos make friends with the dealers, with the salesmen out in
the field, and with the ultimate purchasers.

The Willis Agency is a valuable one.

We are also the sole Canadian wholesale
agents for Knabe and Chickering Pianos.

Willis & Co., Ltd., Montreal

Head Offices: 580 St. Catherine St. W.
Factories: St. Therese, Que.
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Gossip Heard Around Montreatl

T a meeting of the executive committee of the Mer-

chants’ Association of Montreal held recently, 4 re
port from the committee of interested merchants was
approved, and as a vesult, the association will under
take the prosecution of parties who defraud their eredi
tors.  The matter of frandulent failures has always hoen
a serious problem with merchants, and the Merchants’
Association is now putting on foot a movement intended
to effectively deal with it. A sum of %25,000 will he
available to proseeute any frandulent debtor.  The fund
will not he actually collected, but 500 merchants will sub-
seribe $50 each, subject to eall as required. The fund
will not be called on until it has all been subseril
but the committee in charge does not anticipate any dif-
fieulty whatever in this direction,

It is stated that Montreal will shortly have a Hippo-
drome and if so, the building will be used for important
musical production.  Montreal at the present time is
badly in need of a concert hall. If this materializes
it should about fill the hill.

(. E. Lavergne has registered as a dealer in pianos,
ete,

Alex, Saunders, of the Goderich Organ Co., was
among the recent trade visitors to Montreal and we
understand carvied away a goodly number of orders
for stools.

David Michand & Co., piano manufacturers, have dis-
solved partnership and a new firm formed under the same
style

Jim Arthurs (better known as the Wild Irishman)
is coming from Winnipeg to take charge of the Mon-
treal branch of the R. 8. Williams Sons & Co., Ltd.,
replacing Mr. Moore, who has been transferred to the
Wost,

A new tenor has arrived at the home of W. W,
O'Hara. It is reported that the young man has al-
ready done considerable vocal practice.

Walter Esdon, who has been finally discharged after
more than two years in uniform as a wireless operator
with the Canadian Siege Battery, is back again at his
old post in the main offices of €', W. Lindsay, Ltd.

(', W. Lindsay, Ltd., have re-arranged the interior of
their warerooms in sueh a manner that they now have
more open floor space available at the front entrance,

Miss Pierce, of Almy's Limited, music roll Dept., re-
ports heavy sales in Otto Higel word rolls.

Mr. Albert Willis. superintendent of the Willis plant
at St, Therese, Que., has invested in a new antomobile,

J. A, Hebert, genperal manager of (. W. Lindsay.
Ltd., recent'y visited the Three Rivers warerooms of
this firm and was much elated over the continued pro-
gress this branch is making,

Frank Layton, son of I1. A. Layton, is expected hack
home any day now after an absence of over two or three
vears at the front,

Layton Bros. have decided on Saturday, June 14th,
as picnie day, and have chartered a boat to take the
employees to Lavaltrie.  Their warerooms will Fe closed
for the entire day in order to let all participate in the
day's onting.

. W. Lindsay. president, and Dr. MeDiarmid, viee-
president of €. W, Lindsay, Limited, recently enjoyed
a week’s recuperation at Waterbury lon, Vt,

J.J. Flynn has had one ambition of his life realized
in the occupancy of uptown piano warerooms at St
Catherine St. West, where he is fitting up modern quar-
ters for the handling of the complete line of Williams
new seale pianos, of which he has the agency for the
west end, also Gerhard Heintzman phonographs and

Vietor records.  With ample room  for demonstration
parlors for players and phonographs he is going after
business in a most aggressive manner and will handle
the Williams line exclusively for the west end,

The Invietus Phonograph Co., Regd., E. V. Lister.
Manager, have opened a retail salesroom at 204 St
Jumes St where they are specializing on Pathephones
and Pathe and Okell ds.  They are careying in
stock a large listing of French and Eng ish elassical and
popular selections.  Mr. Lister is a music teacher and is
very enthusiastic over the possibilities of the phonograph
as a medium of educating the people to the proper value
of music

Hanna, of J. W. Shaw & Co., is known as a ripping
good piano salesman, and if we know anything he will
make that farm of his produce or know the reason why,

R. A, Willis, vice-president of Willis & Co.. Ltd..
was one of the ent commanders with title as Liout
in the Kiwanis Club seetion who had teams working on
hehalf of the Y. M.CLA. Drive for funds,

Charles Culross was a member of one of the leading
teams in the recent Red Trisngle Y. M.CA, Campaign,

Licut, Fred 8. Leach, viee-president of the Leach
Piano Co., Ltd., returned to Montreal recently as a
member of the famons 24th Battalion Vietoria Rifles
Lieut. Leach saw service abroad for five years and was
in many of the important and decisive conflicts on the
Western Front.

Geo. L. Duncan, treasurer of Willis & Co., Ltd., a
most devoted disciple of Isane Walton, was very much
disappointed in his last holiday cateh, which he says was
awav below his usual average,

We find Ed. Hamilton, of €. W, Lindsay, Ltd., once
more back of his MeLaughlin six busy studying the road
maps. making inquir ete, as to the hest roads avail-
able for his contemplated week end trips.

George, son of Philip E., and Armitage. son of 11 A
Layton. have hoth returned from the front after doing
their *“hit"" in the recent war, hoth feeling fne and fit
Armitage remarked that among the most welecomed things
he received while in France was an oceasional copy of
the Canadian Musie Trades Journal and says he now has
A wonderful familiarity with the advertisers in the Jour-
nal and a higher appreciation than ever hefure of its
value as a trade magazine,

Benjamin Edwards, seeretary and auditor of (', W,
Lindsay. Ltd., recently made a tour of inspection, visiting
the various branches of the firm. e reports a decided
healthy tone to business and expressed himself most em-
vhaticallv that prohibition will prove an important ‘e
tor in the piano industry as applying partienlarly to
the colleetion end of the business.

Willis & Co.. Ltd., are heing entrusted with a large
amornt of repair work. Quite a number of customers
ave nlacing their instruments with them for a thorongh
everhanling during their absence from the city. The
demand for summer rentals is considerably larger than
last vear,

Manager Leopold A. Poulin, display manager of (',
W. Lindsav. Ltd.. is showing this week in this firm's
handsome show windows a Lindsay player piano in full
aetion displaving the various part and mechanism. The
snoothness of operation prompted considerable curiosity
en the part of the public who blocked the sidewalk in
their endeavor to see the player working. Owing to a
elever contrivance on the part of Mr. Poulin the motor
is concealed.

Gunner Inglis Willis, son of President A, . Willis
& Co., Ltd., and who has been a member of the Tth Siege
Battery has been mustered out coming home direet from
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Happy music is music that makes you
happy. Columbia Records have it. Happy
\| customers are customers that come often,

|

\ Columbia Graphoph C

\ 54.56 Wellington St. W.
Toronto . . Canada

& e

Your customers will be proud
to own an

“IMPERIAL”

PHONOGRAPH

Pride of ownership is an instinct as old as the human race
itself. The features which go to make up the pride of owner-
ship of the Imperial Phenograph are—

The Imperial has a distinctive throat design

The Imperial plays all makes of disc records.

The Imperial gives delightfully sweet and clear
toned reproduction

The Imperial is equipped with the highest qual
ity motor made in the worl

The Imperial is the result of 20 years' manufac-
turing high class cabinets

The Imperial is a quality product through and
through

We want one agency only in each district

There is now, and will be more noticeable in a month or two, a big short
age of high class instruments. Don't hold your order until it is too late.

Imperial Phonograph Corporation
(National Table Co'y, Ltd., Manufacturers ) e
Owen Sound . . Canada

Mabogany Walnut

Order from us “Gennett” Lateral Cut Records—we are headquarters for all Phonograph Supplies, Needles, Jewel
Points, and everything required for a phonograph at right prices
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Phinney Recital at Halifax

Two features marked ne ol the final twi
ight recital in the piano the N, 1L Phinney
Marble building, Halifax I'o the » wonum
hers hich hav lwa of Edison Diamond
Dise Records 1l nta hy Philip
Shieh, violinist, and ve solos by Miss Laura Arnold
leading lady of the Players,  Mr. Shieh is well known as
v ple ¢ artist with the king of inst nents Miss
Arnold has been heard on theatrical in musical
play v specialties, which have he ayvs well re
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| encore number.  The Twilight  Recitais, which  have
| proved a genuine this vear and have done much
| to foster the love . musiec and to eultivate taste

will be vesumed in the fall, when the house of N, 1

Phinney promises to introduce several new features that

will enhanee the value of the new series
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Quick Results Wanted
Phe Journal is in receipt of the fol 2 in

entered a Canadian piano store and purchased a piano

After heing assured by the salesman that it

piano, he said that he was very anx 1o §
teacher and made it strong with the s
teacher must he a first ss man as | the purehaser

Frida 1"l

was to play at a wedding the following

salesman took in the situation and wound up hy
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Music De;lers and
Orchestral Leaders

These are the four numbers you
hear on all the best orchestras from
ocean to ocean,

(1) “DREAM OF THE BALL”

Valse Intermezzo. ARCHIBALD JOYCOE

he ballroom are
ide

tr
they are worth

(2) “JOGGIN’' ALONG THE HIGHWAY”

Words by Arthur Anderson. Music by HAROLD SAMUEL
Hurold Samuel's big success - the
from the front'" will recognize

(3) “THE BELLS OF ST. MARY'S”
Words by Douglas Purber. Music by A. EMMETT ADAMS
Au Emmett Adams which hrought the house down in
thin year's Drury Ly me, London.  Chappell's are
putting it over finely ™

song ull your boys *‘back

(4) “MATE O’ MINE”

Words by Leslie Cooke. Music by PERCY ELLIOTT

A churming song—just roud over the splendid words, The
music, if possible, is better than the words

Write for pasticulars of numbers 1 and 2 to Leo Peist, Inc
York, and numbers 3 and 4 to Chappell & Co, Ltd
New York and Toromto,
ASCHERBERG, HOPWOOD & CREW, LIMITED
16 Mortimer Street, LONDON, W.1I., England

, New
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A selection of

Enoch and Sons’ Songs

which are in general demand
Landon Ronald

“SYLVAN"
(From “Five Canzonets” )
“COME TO THE FAIR"” Easthope Martin

(From “Three more Songs of the Fair')

“SPEED THE PLOUGH" Easthope Martin
“THE OLD ‘VINDICTIVE’ ” Easthope Martin
“A CAROL OF BELLS” C. V. Stanford
“DOWN HERE” May Brahe
“I PASSED BY YOUR WINDOW” May Brahe

(From “Song Pictures™)

“A PRAYER IN ABSENCE” May Brahe
“ILL SING TO YOU”
“GOD SENT YOU TO ME” Jack Thompson
“GARDEN OF HAPPINESS” Daniel Wood
“SUNSHINE ALL THE WHILE” _ Daniel Wood
“SONNY” Arthur Meale
“HOME IS WHERE YOU ARE” _ Archur Meale
“THE HOME BELLS ARE RINGING”

Ivor Novello
“MY DEVOTION”

Published in Keys to suit all voices

Jack Thompson

Ivor Novello

Enoch & Sons The Anglo-Canadian Music Co.
London, England *nd 144 Vietoria St, Toronto

Steady Selling Songs

We are experiencing a steady demand for the following
numbers. They should be stocked by all live dealers.

THE HOME BELLS ARE RINGING Ivor Novello

SUSSEX BY THE SEA Ward-Higgs
GOD SEND YOU BACK TO Mk Emmett Adams
VALE Kennedy Russell

FOLLOW THE GOLDEN STAR . F. T. Latham

“MUSIC MADE EASY”
By Lascelles Graham
A splendid piano method for beginners.
BELLAIR’S MELODIC AND RHYTHMIC
PRIMER

for piano. An instruction book of great educa-
tional value.

The Anglo-Cagnlngian Music Co.

144 Victoria St., Toronto

Sole Agents for: Edwin Ashdown, 1td.; Enoch & Sons: Enoch et
Cie, Paris; Leonnrd & Co.; 0. H. Larway, and other houses

Larway Best Sellers

One Day Nearer Home

(! 4 Keys, F, G, Ab and Bb)
BY ATHLEEN FORBES

The Sun is Shining
Somewhere

(In 4 Keys, C, D, E and F)
BY KATHLEEN FORBES

Follow the Golden Star

(In 3 Keys, C, Eb and F)
BY FRANK T. LATHAM

J. H. LARWAY
14 Wells St., Oxford St., London W. 1., England
Belling Agents for Canada:
ANGLO-CANADIAN MUSIC CO.
144 Victoria St., Toronto
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A Welcome Customer

TRIKES are not the only things they grow out in

Manitoba.  Better products of that provinee
good sheet music customers, whose ideas of a sheet of
musie are above the price level,  In confirmation of this
comes the incident alleged to have taken place in a rural
Manitoba music store

“Have you a suitable piece, a mareh or a waltz, for
my little girl who is taking piano | asked a
woman of the saleslady.

SCertainly,”” veplied the saleslady, *“we have a very
popular piano solo, *Such-and-such waltz,” hy Brownin
ski, and 1t is at a veduced price, 30 cents,”’

“Oh, Marguerite is farther advanced than that,”’
quickly returned the customer, ““why, last week
had a piece that cost 60 cents.  Haven't you got some
thing at about a dollar?”’

And then clerks in sheet music stor
say you cannot sell anything but low-priced music!

Some Music Publishers Incline to the Belief That
Vaudeville Artists Are Beginning to Lose Their
Values as Pluggers for Popular Songs

are

ons !

she

sometinies

HERE secms to be a feeling among publishers that

vaudeville is losing some of its prestige as o means of
plugging songs. according to the editor of the Musie
Trade Review's sheet music page. 1t is the opinion ol
many that the past season has shown a big falling off
in the number of singing acts placing popular songs in
their catalogue.  And then, too, they do not
ceep the numbers in their programme as long as was
formerly their wont
numbers, of course, are due to the fact that the music
publishers have hranches and representatives in every
large city in the country,”’ this writer, “*which
sometimes leads to constant changes of song numbers by
vandevilie singers who can easily procure new material

“On the other hand, both the motion picture houses
and the orchestras are heing used to a greater extent as
medinms of popularizing songs and instrumental selee
tions.  Vaudeville will always be a means of populariz
ing musie, and no doubt the past season could not he
cited as a eriterion as to the amount of value that
be derived from that source by popularizing songs, "’

Advocates Band Concerts

ORONTO Saturday Night, in the course of an article

on the work of the president of the local Couneil
of Women and Welfare work, says: ** Another means
of recreation are the summer band concerts, Instead
of grumbling at the cost of these—rveally a very small
one—why not recognize that there is nothing more ele-
vating than music! Admitting this to he the case, let
the Municipality supply it, knowing full well the hene
fits that will refleet back to itself as it encourages a
higher grade of morality, together with a better type
of eitizenship.”’

seem 1o

“Nome of these changes ol song

NAYS

an

Looking inward gives you mental strabismus, a pee-
vish personality and an ingrowing disposition. Look
out.

Getting at the Root of the Trouble With
“Whistling” Clarinet Reeds and
“Stuffy” or “Dull” Tones

“Of late | have had a great deal of trouble with reeds
that seem to ‘whistle’ when producing certain tones on

to these questions is furnished in Jacob's Orchestra
Monthly, by Rudolph Toll, a clarinet authority.
Tn get at the root of this trouble, first, test whether the
clarinet is airtight by blowing throngh it Better
still, blow smoke through it then if there arve any leaky
pads or joints you can easily discover them
In the first place, it is absolutely important to have
good, cork joints that fit fairly tight so that no air can
This applies to the cork on the mouthpicee, s

RN

f y‘h H‘s.
» perturhed
well as on the upper and lower joints, It is a very bad
habit  with many moisten  the cork with
saliva, either on the mouthpicee or on the joints for the
purpose of swelling it.  Moisture should he kept from
the cork as much as possible by keeping the joints well
greased with mutton tallow, hecause moisture dries and
hardens the cork, and onee the moisture gets under the
cork it will soon work loose and finally come off

A better way to swell the cork is to heat it by hol

players to

a lighted mateh to it, turning the cork-joint slowly mv;n«
little

to heat it all around without hurning it, then a
grease should he rubbed will into the cork. This p
will give the cork prolonged life, and may be repeatod
often without heing in the least detrimental. The point
is that, onee the cork come off, a bit of thread usually is
wound around the it to make it fit tight, but whieh is
not always airtight.  Another bad  feature with th
thread-joint is that the moisture is ahsorbed hy the
thread, which is certain to swell the wood and may cause
it to split.

My ela
still have the

5. Which were purchased ten years ngo,

ints, are always airtight and
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fit perfeetly tight, 1t is a wistaken idea that, Just he
cause the joints seem to fit fairly tight they must also
be airtight—especially with thread Joints

A dittle judgment must be used when applying grease
to the joints, expecially 1o the centr Joint, A superflu
ous amount of grease is apt to cause the joint to turn in
ity socket while playing or the lower Joint might slip
from its socket and drop to the floor during a moment 's
rest. At it happens 1o be without support of the hand
This is often the case when the instrument is held only
by one hand on the upper joint, Ounly a very little grease
s really needed, but it should he applied every day or
every time before playing, and when through playing
all the joints should he wiped dey. 1t is well worth the
trouble to give the clarinet this litt’e attention and care

I some of your tones have suddenly or only lately be
come “stuffy " or “dull,” it most likely is eansed by the
pads, or possibly divt has collected in the holes lix
amine the pads to see if any of them are worn through
to the extent that the felt or cotton filling has come out
This naturally would elog up the holes and cause the
tones to be stuffy.  Remove all dirt or fuzz that may
have colleeted in the holes by swabbing the instrument
Be sure that the pads are of the hest quality—felt-lined,
bladder-covered and flat; and not too thick. so as to
allow for plenty of air-space (opening) hetween the pad
and the hole, The pads should raise at least one-cighth
of an inch above the holes, in order that all the tones
may respond clearly.  Old, dry and hard pads should he
replaced with new ones hecause they are apt to cause an
air-leakage, which also may e the ise of the
ance vou experience s heing o sort of ** whistle, "’

A thin reed is frequently responsible for this whist]
ing effect, or a reed which is uneven on the flat side and
does not fit the lay of the mouthpiece snugly enough to
make it perfectly airtight.  Some reeds are so warped

TRADES JOURNAL

that,when adjusted to the mouthpiece and played upon
the air eseapes at the sides of the reed—that is to Ny
between the lay of the mouthpicce and the reed. This
indicates that, most likely, the opening between the
mouthpiece and reed extends beyond the point where the
reed and the lay of the mouthpiece should Join and fit
perfectly airtight,  In other words the opening extends
heyond the point where the lips close around the r
and mouthpieee

In order to test whether or not the reed is airtight
when adjusted to the mouthpiece—eclose the lower end of
the mouthpiece with the finger, insert the tip and reed
in the mouth and then draw the air in as in the act of
sucking.  The suetion of air will elose the reed on the
lay of the mouthpiece and it will open with a sort of
snap a few seconds after it is withdeawn from the mouth
A few trials probably will be necessary hefore you get
the knack of this test. This same also will generally
prove whether a reed is stiff or soft. If it is stiff, the

Established 1852

Musician’s Demands

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

CHAS. LAVALLEE

Agent for—Besson & Co., of London, !nf
Pélisson, Guinot & Blanchon of Lyon, France.
J.W. York & Sons, of Grand Rapids, Mich.

35 St. Lawrence Blvd. - Montreal

Call Telephone M. 554

Piano and Vocal Music of all kinds —Solos and Duets—
popular, classical, etc. And all the **HITS'' when they
are ‘'HITS."

The WHALEY-ROYCE series of ‘‘IMPERIAL'' 50c.
music books, the finest collection obtainable anywhere.

Mammoth Folio  (Iustru Melodious Ree
mental) Primary Classies

Empire Song Folio Famous Classies

Chureh and Home (Sacred  Conservatory Elementary
Solos) Grade Books

Bellak Method (Piano)

Read's Ensy Piano Method

Orpheus Male Quartettes

Jousse Catechism 3 tic Songs

Elementary Classics \ ic Songs

First Piecos in Easy Keys  And many others

tions

Read's Organ Method

WALL EANE and MAGNEDO NEEDLES
Wall-Kane- Each ncedle plays 10 records. Dealer's
$10.50 for carton of 100 packages,

dnch noedle plays 10 records,  Dealer's
90 for carton of 60 packages.

WHALEY, ROYCE

311 Fort Street
WINNIPEG

Order Everything in Music and Small Goods from

CANADA’S GREATEST MUSIC HOUSE

Established 1888

Contractors to the British
and Canadian Governments

BAND INSTRUMENTS

We have a limited quantity of first quality band in

struments, both new and nd hand, at exceptionally

low prices,  Write us for details,

MOUTH ORGANS
Swiss Manufacture, Finest Quality

No, 010 single holes, 20 reeds, heavy nickel cover.
$5.50 per doz,

No. 110 double holes, 20 reeds, heavy nickel cover,

No. 113—**Osecishaphone,’’ 16 double holes, 32
$7.25 per doz.

TALKING MACHINE NEEDLES
Loud tone, high grade steel needles, 76 cents per 1000
““Ideal’’ needles, per earton of 60 jackages, §6,85,
‘‘Black Diamond'’ needles, per earton of 100 pack
ages, $10.
‘“Tonofone'' needles, per box of 100 packages, $10,

RECORD ALBUMS

No. 1—Imitation leather, metal back and index, to hold

12 ten:inch records ...........00000.. each $1.20
No. 2—Imitation leather, metal back and index, to hold
12 twelve-inch O s oo anaunds wndid each $1.356

Quantity prices on albums furnished on application

@ CO., LIMITED

237 Yonge Street
TORONTO
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reed will snap open very quickly, it soft, the suction of
air will hold it a few seconds longer hefore it opens, and
then the soft reed usually does not open with the same
snap as does the stiff reed.

Ottawa Man Passes Away After Short lliness
W. H. McKoclmiodWOrﬁod Unceasingly For Promotion
wa

Music in

Again death has invaded the ranks of the music
trades, careying off Mr. William Hall MeKechnie, the
well-known Ottawa sheet music and small goods dealer
of 175 Sparks St. He had only heen ill a little over a
week when he passed away at his home, 452 MeLeod St.

The late Mr. MeKechnie, whose business was known
as the McKechnie Music Co., was unusually widely
acquainted in the sheet music and small goods trade.
In September, 1913, at the formation of the Canadian
Musie Deale Association in the organization of which
he was active, Mr. MeKechnie was elected treasurer,

As a youth Mr. McKechnie started with the old
firm of J. L. Orme & Son and grew up with the business.
Several years ago he took over the sheet musie and
small goods part of the business, conductiog it under
the name of the McKechnie Music Company latterly in
conjunction with Orme, Limited, Sparks street.

He was conneeted with practically every musical or-
ganization in the eity, particularly with the Orpheus
Glee Club, and gave his time freely and without thought
of recompense to anything that would further the cause
of music. He was very aetive in social cireles, heing
a Mason in high standing, Rotarian, a former secretary
of Highland Park Bowling Club and a member of th
Board of Trade. During the recent Red Triangle Drive
he was captain of one of the teams.

Surviving him is his widow, who was formerly Ger-
trude May Kelly, and one son, Laurie, aged 13 years.
Three sisters and one brother also survive, heing Mrs.
R. J. White, Nursing Sister Linnie McKechnie, still over-
scas; Miss Minnie MeKechnie, accountant for the Me-
Keehnie Musie Company, and Frank, of Toronto,

Aluminum Wound D Strings

The advantages of aluminum wound D strings are
thus outlined hy a violin teacher: ** Aluminum strings
play easily (i. e., respond readily to the touch of
the how), vibrate sympathetically with other strings
and tones, and act as an ideal neutral agent between
the soprano qualities of the upper strings and the deeper
notes of the G string. In other words, its tone, although
somewhat more trumpet-like in character than that of
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the gut D string, possesses the qualities that are essential
in a good string and blends well with the others, It
augments the tone quantity in an instrument, and de
velops and strengthens the vibrations throughout the
violin, clearing and assisting to activity the dormant
or “foggy" tones that lurk in the majority of instru
ments,

“It is generally conceded that the D string is the
weakest (or at least the most stubborn and dull in tonal
quality) of all the violin strings. but an aluminum one
can be recommended to enliven the vibrations, to im
prove netes of inferior quality (neatralizing them so
they are passably good and dependable), and it not in-
frequently corveets all fanlts.  Harmonies respond well
from the aluminum string, heing produced with notice-
able comfort and security. Considering the fact that
alwwinum is a lighter metal than silver, it is advisable
to use a 1) string that is a trifle larger than the G

Newsy Briefs

The Queen’s Hall Ballad Concerts, long a popular
London *‘institution,”’ have been taken on an experi
mental tour, and it is said the results have heen so
satisfactory that, despite the heavy expenses involved,
Chappell & Co., Ltd,, the managers intend to repeat
the venture. An orchestra of fifty, together with six
leading singers and a pianist, were sent out to Birm
ingham, Manchester, Liverpool, Bradford, Newcastle,
Gilasgow and Edinburgh.

Arrangements have been completed by the Parks
Commissioner of Toronto for the holding of fifty-six
band concerts in the various city parks throughout the
summer months.

On the oceasion of his retirement from the post of
organist at Westminster Abbey, after 44 years’ ser-
viee, Sir Frederick Bridge was entertained at dinner
by the Music Club of London. In proposing the health
of the guest, Lord Ernie said that Sir Frederick had
sustained and aroused musical interests in many thou
sands of people, yet they would never speak of their
guest as **Old Westminster Bridge.”

Messrs. Chappell & Co., Ltd., the London, England,
music publishers, are offering a prize of £100 for a light
orchestral suite. The composer must be British bhorn
and must not have had previously produced in publie
any orchestral work, The suite is to consist of three
short movements; the whole suite not to take more than
from 15 to 18 minutes in performance. The following
are the judges: Sir Frederie H. Cowen, Mr. Edward
German and Mr. Landon Ronald.

Sell some Vacation models of Grafonolas

now, and give your patrons a pleasant
summer. Make your windows work for

you.

Columbia Graphophone Compan:

54-56 Wellington St. W.
Toronto . - Canada
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Five Standards Which All Special Piano Sales
Should Square With

FANO merchants down in Cleveland, through their

local association, are arvanging to combat all unde
sivable piano advertising, the Journal notices.  Natural
Iy, s doing this, there arvises the question regarding
newspaper advertising of spe in legiti
mate and what is not. The Cleveland dealers, as an or
ganized body, do not appear to have formulated any de
finite rulings in the matter, but in view o
sions that might possibly arise, the Music Trade Indi
cator secured the opinions of one, said to be looked upon
as an expert on piano merchandising.  As a defender
of the legitimate special piano sale this party states his
which condensed is as follows, and which ineluded
every special sale should measure

al sales—w

18

five standards tha
up to ’

U Nearly every business must have some means of
quick outlet for undesivable, surplus, or special merehan
dise,”" he sa Sand the newspaper medinms through
special sales advertising afford this prompt and ready
relief. Special sales are used in nearly every line of
merchandising, so why not by the piano merchant 7 Is
it any more legitimate for others to dispose of their
wares, or stimulate husiness by these methods, than for
the piano dealer? »

“Nome may say that the piano business is different
from any other husiness, that there are no undesirable,
or surplus pianos or player-pianos, which 1 will admit
e most rare at this time, owing to existing conditions.
Nevertheless, this is not always the ease, hut simpiy an
exception, and 1 am speaking of things in general, nor
mally

Among other lines, with few exceptions, what

greater proportion of stock hecomes more undesirable, or
of surplus acewmulation, than in the piano business ! Is
not a greater part of the merchandise as staple, and
salable practically any time, next season as this scason,
il they eare to hold it over ! Have there been any radical
changes other than by war conditions in the last fow
vears in shoes, dry goods, hardware, jewelry, rveal estate,
automobiles and essories, business clothing, groceries
and scores of other things that would lead us to helieve
that under normal conditions they would not he as
salable next y as now ! s it not a real faet, however,
that any merchandise becomes undesirable that is not
sold when it should be, or remains in stock too long?! Do
you think it is desivable to have money tied up too long
in merchandise?  Can you make money on unsold goods !
Is it not an acknowledged faet in all industries that the
quick turning of capital, even at a mueh lower profit, is
good business !
y wrly all piano stores are run on practically a
fised overhead expense, such as store rents, floor sales
wen, office foree, and general incidentals, whether yon
do much business or little. 11 you wish to ine your
sales to a marked degree, you must look to outside pro-
duetive methods

“Now, 1 elaim special piano sales when properly
conduet are as legitimate as any other methods of
selling pianos, and produce as good or hetter results.
You can reach nearly every piano purchaser through
the newspapers, for less money than in any other man-
ner.  How much would it cost, if it were pessible to
tell your story every day, or two or three tines a week,
to the piano buying publie through salesmen, by llli!i|<
telephone or by any other method? During a special
sale, practically every day, these prospects ars worked
from nearly every conceivable, legitimate angle, Fow
outside salesmen could deliver your message in deta’l,
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as clearly and foreibly. This silent salesman is working
constantly, scientifically and simultancously in thou
sands of homes, perhaps through the kiddies or mothers
to get dad to buy thew a piano, hefore the sale eloses

I is a very diffieult and long provess to work up
# harmonious, productive sales foree. 11 is also ver
expensive to pay their salavies through dull, unprodu
tive months

VSome people say that special sales business is fored
business.  Weil, let me ask what kind of piano selling
I8 not more or less forced selling? How many deals an
closed without wuch effort ! Is a customer forced into
a store more hy reading an advertisement, than by a
salesman who camps on his trail vight and day. like a
grim shadow of death? No, not even the most reliahle
dealers ask very mueh about how you got the sale, hut
did you get it}

Sood sales copy, besides its direet rosults, is also

fine publicity advertising,  What piano dealer docs not
desive the public to know him as a good vaive aned
termgiver on veliable goods, also that he is a live wire
and after business, heeause, yon know, ‘Nothing sue
ceeds like succeess,’
“Which would bring him the wost sales and least
- especially until he hecomes established, $25.000 4
year spent for rvent, or $20.000 a year saved in rent
alone, and used in special advertising ?

“Do not in any way think | mean to infer that fine
stores, high rents, large sales forees of the hest caliber
dignity and art in advertising, and in all things, are
not of the highest, most honorable and commendable
methods for any piano house, 1 am simply trying to
prove that special sales, properly condueted, are also
Just as honorable for any and all dealers; furthermore,
that any dealer who thinks he can best serve his pre
sent or future interests hy a low fixed overhesd expense,
and use his money in speciy advertising, or any othes
legitimate means, enjoys the same rights and privileges
in his legitimate methods as any other dealer

“Iiomy judgment all special sales should be at loast
up to the following standar

Ist.  There must he a just reason for the sale

2nd. AN instraments advertised must le in
stock

Srd. Al used pianos must be so advertised

#th.  No terms or conditions ad
he denied legitimate, responsible pur

Sth. Everything must he as advertised

tised arve 1o
hasers

“In special sales copy for hest results You must not,
in the language of musie, play to your andience the
heavy symphonies, nor the trashy musie, but give them
the highest class music you think they will appre
and understand ; for you are after the high class 1
not the clusses.  Nevertheless, this kind of music is en
Joyed by the very highest classes, when aceompanied
hy a fine piano or player-piano bargain,

“Special sales greatly inerease your volume of husi
ness on your regular fised overhead expense, with prac
tically no additional expense, except vour extra amount
of advertising and special salesman's commission, il
you have one.  Thus your selling cost is distributed
over a large number of sales, which reduces your selling
cost per unit. What piano dealer with capital could not
handle twice his present husiness on regular over-

head expense, if he could only get the customers into
his store to sell?

“*Special sales copy written to fit in with the poliey
of your house will bring in the very class of trade that
you are always after, and they are just as salable as
though a salesman brought them in. If they are no

s
1l
al
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don’t sell them
other time
oy

good, any more than you would at any

estimation there is normally only argu
ment against legitimate piano sales, and that is lack of
capital ; even then | think 1 can prove to you that by
using properly condueted piano sales, at least two or
threee thme a
at o much less expense

NEAT, YOI G SeCUre YOur present voltuie

33 1-3 Import Duty to be Retained.

Imperial
Preference
From the Pianomaker, London

In his Budget speeeh My n
nounced that it was intended goods wannta
tured in the British Dowinions preferential treatment
and in the list of articles mentioned by him musics | in
struments and parts were included. 1t is proposed to
preference of onethird of the present inport

duties on goods coming from the Colonies, so that musi
cal instraments and parts thereol will inport
duty of a fraction slightly more than per cent., bt
which in actual tiee will probably approxinate
per cent. to 271, vent., as the
port duty on the invoice value,
and shipping charges.  The

Austen Chamberlain
to give

give a

hear
90

Customs levy the im
plus freight
impost of the

nstranee
B per

cent, duty on invoice value and e.if. charges during the
past year or so has worked out at 40 per cent. ol the
invoice value

The Chamecllor of the Excheguer gave no indication

as to whether the duty was to be permanent or aot, hat
personally we do not think the British market will in
future he the dumping ground for the Huns and ofhers

The preference comes into effeet on Ist Septendier
next

When the eity ““Musie-in the-Home'* enthusiost goes out to m Jauiet
country for u week-end jaunt how does he feel the first night
Life's artist throws out this suggestion
Business With South Africa

Before the war Canada had an  established  con-

nection with South Africa in the exporting of musical
instruments, especially organs,  However, with the great
European struggle, came a sudden dropping off in these

exports.  In a review of the South African imports,
Canadian Trades Commissioner, W, J. Egan, of Cape
Town, says that during last year (1918) only four or-

gans to the
Africa from

value of $190 were imported into South
wda.  During the same period of time
560 pianos totalling $80.400, 96 organs totalling $4.55
and other musical instruments to the value of §
were imported into South Ameriea from United States,

This would mean that the average price per instru-
ment going into South Africa from the States would he
$144 for each piano and $46 for each organ.
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New Idea in Music Roll Cabinet

Eight claims have been granted W, R
Birmingham, Alabama music rolls
hearing patent No, 190524, A hriel deseription of same
S Claim 1. I deviee of the elass speci
fiedd, a plurality of receptacles for holding roll records
for use on top of a player piano or other device, and a
cover for the piano or other deviee having the receptacles
secured thereto to prevent the receptacles from heing dis
arranged

“2

Danghitry, of

on a cabinet for

is as follows

A musie roll holding cabinet comprising a plur
ality of receptacles arvanged side-by-side in a horvizontal

plane, each receptacle having one end thereol open, in
combination with a textile sheet seeured to the series
of receptacles along the upper face of the Jatter, said

sheet heing adapted to cover the open ends of the music
holding receptacles to normally hide said music roll
holding cabinet wherehy a neat and pleasing appearance
is presented

5. In the

foregoing musie roll holding eabinet and

having a curtain portion normally over-ying the open
ends of the receptacles, the curtain portion being slit at
transparent

intervals, a strip of material - inserted

[ 52

54

through the slits of the curtain portion and regularly
exposed exteriorly to form a series of t irent shields
and lahel ll|\||l\|m\l'l| in rear of the exteriorly exposed
portions of the transparent strip and in front of the
several receptacles,

Valuable Work on Piano Tone Building l

In a trade that is so badly in need of use l'lll technical
text-hooks as the piano trade, the appe Vol. 1
of ** Piano Tone Building,”” which is a n-unl of the pro
ceedings of the Piano Technicians’ Conferences at Cln
cago in 1916, 1917 and 1918, is an event. The hock
comes out under the sponsorship of the aconstic depart
ment of the American Steel & Wire Company, which is
highly appropriate, as the iden emanated from that quar
ter, and the sessions were presided over by Frank E
Morton, the company’s chief engineer,  Dis.
cussion was largely led by him and many of the biggest
ideas presented came from his active b

The hook is bound in heavy cloth, cont 202 close
ly printed pages, and is illustrated with diagrams and
half-tone ents,  An interesting feature is the frontis
piece, made up of small pictures of some of the leaders
of diseussion at the Chicago meetings.  The reports were
re-edited by Mr. Morton in such wise as to increase their
value. The value of this work can hardly be over-esti
mated. There is not a member of the piano trade whom

acoustie

it will not pay to read it, as the problems of piano huild-
ing ave interestingly as well as instruetively handled,
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The Piano—An Instrument for the Home

By Bart Kennedy in the Pianomaker, London, England

AM proud to be able to procliim the fact that the

plano—most complete and beautitul of al! wusical
mstraments—was invented by a man of WY OWH name
one Bartholomew of Padua. ~ And therefore is it *hai |
tuke an especial interest in it

History is silent as to the personal appearance of
Bartholomew. It tells us not as to whether this genins
of musical mechanies was tall or short, stout or thin,
blueeyed or dark-eved.  For all 1 know he may have
had blue exes.  Indeed, in 1 mbardy, where the city of
Padua has its being, there are many Italians who are
Fair of hair and blue of o Yes, Bartholomew may
have had blue eves and he may have heen a stout person
History is silent as to this important watter

But the work of a man is by far the greater part of
him. —And the work of Bartholomew of Padua lives us it
never lived hefore,  That wonderful expression of his
genius—the piano—is sounding out in all places, 1t s
heard throngh the length and breadth of the whole awids
world It matters not where yYou go; it matters not
in what hole or corner of the planet you find yourself,
you will hear the piano,

It is the king of all musical instruments, Or, per
haps, it would be hetter to say that it is the queen, 1t
is an etherealised combination of many instruoments,  An
instrument at times soft and tender, at times strong and
resonant in tone, It is at once suitable for playing hy
the fireside, and for playing in the vast eor
Though, to tel the truth, | am convi
piano is heard at its best by the fireside. Its inner
RENIS, 10 me, seems to come out more. It is essentially
an instrament for the home

Let me confess it. 1 care but little for the playing
of the long-locked virtuoso. To my mind, he is too se
vere.  Usually he 1ifts his hands aloft. and he Comes
down with these hands upon the poor, unoffending piano
na manner that invariably makes me shudder,  The
piano has done nothing to him, and still he smites it as
i he were trying to break its face—its keyhoard. Vi
tuosic playing Really, it ought to he suppressed by
Act of Parlinment.  But tastes are so different, Points
of view are so different.  There are many e who
will go and pay real money to sit and listen to the eries
and shricks of a piano whilst it is heing assassinated hy
a callous and eruel virtuoso.  However, let me he fair
and admit that 1 have heard a virtuoso playing now and
then in a humane and easy manner—DPaderewski, for
example, - But this does not happen often,  As a rule a
virtuoso is a hardened offender.

ert room
I that the
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A instrument for the home ! That is what the plano

5 You hear it at its hest when You are sitting hy th
fire,  And the one who is playing it need he no virtuoso
Moderate skill will serve—and serve well. The soumd
of the magical instrument hrings up to you tender phe
tures of the pust, as you sit and listen,  Pictures that ar
Set at times in oo frame, as it were, of sadness. 1t mat
ters not if a note be missed now and then, 1t matters
not it a phrase be slurred.  The soul of the beautitul in
strument is evoked.  The home surroundings have he Iped
to bring it forth. Of all places, the place to hear the
Plano played is by the fire

Absolutely the hest ( hopin player 1 have ever heard
was one whose technique was not always sure.  When
she played, it was as if she were telling a story of haunt
g and tender beauty and missing out a word here and
there,  The lost words affected in no way the transeen
dent magic of the story. The whole of the tone pietur
was practically being woven, It mattered not if o strand
or %0 of it were missing.  The listener supplied it. Tl
whole effect of the haunting tone-picture lived around
one,

The piano is a perfect work of art, even when it is
regarded but as a picce of furniture,  There is nothing
i a house that can compare with it—ueither eabine
nor chest of drawers, nor table, nor anything e¢'se. No
thing that comes from the hand of man is more heaut,
ful to look upon. How white and shining are its keys

the keys that summon forth the sonl of this glorious
Instrament of harmony ! Its appearance as a whol
suggests at onee power and solidity and delicacy, It
stunds, a bulanced, shining, powerful, harmonions ent 1)
An entity that encloses within it music’s tenderest and
most alluring magic.  That encloses within it drenms
and the very sonl of dreams. Look at it! See it as it
reflects the shine of the fire! And as you look at it, ther
comes to you the memory of the harmonies von hayve
heard it giving forth. There comes to you the memory
of the haunting, tender, mysterious melodies of Ch pin

Chopin who understood this divine instrument as no
one has ever understood it. To look at it is to fecl {ha
you have here in the room a genie that awaits bt a
touch to bring forth enchanting wonders of sound.

And the player who is to summon forth this gene
needs be no virtuoso.  Indeed, it will be all the et
il the player he but one of moderate skill.  For such o
one will be apt to possess the modesty that allows not
the obtrusion of self in the playing. Sueh a one will 1o
apt to allow the music itself to be dominant

And now let the player begin,  Let her call forth
the genie that lives in this most perfect and beautiful
of all the instruments of musie.

Display your portable Grafonolas before
the people have gone away. All the joys
of vacation days are redoubled when music

is taken along.
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Twenty-fifth Anniversary Otto Higel Co., Ltd.

June 4, of this year, was the twenty-fifth anniversary
of the founding of the Otto Higel Co., Ltd,, the largest
piano and organ supply house in the British Ewpire
The business was established hy Mr. Higel, who, on the
date of the opening up, was able to e t eighty dollars
in the bank. The business continued to grow and ex
pand and the head of the firm is even more enthusiastic
over the possibilities for expansion than he was on the
day the business was launched.  There is a branch fae
tory at London, England, and one at New York, the lat-
ter manufacturing player actions only, with a capaeity
that would supply a player action for every piano turned
out in Canada.

The player piano department and the player roll de
partment are branches of the Canadian business that
did not exist twenty-five years ago and sinee which
time the Canadian output of pianos has reached pro-
portions that vepresent a more general co ption on the
part of the Canadian public that the home is incomplete
without a piano

A number of the Canadian trade who happened along
to the Otto Higel Co.'s exhibit at Chicago during the
Convention were invited by Mr. Higel to an informal
luncheon at the Auditorinm Hotel in honor of his husi
ness anniversary.  Mr. Higel was congratulated on the
progress he had made in both Canada and the United
States, and his guests predicted that the next twenty-
five vears would see even a greater growth in the husi-

ness of this firm.

Ontario Workmen's Compensation Report

The rveport for the fourth year's operation of the
Ontario Workmen's Compensation Aet, which is now
printed. contains mueh interesting information concern-
ing industry, workmen, and aceidents in the provin

During the year $3.514.648.47 was awarded for com-
pensation, or $11.600 a day, and $369.346.37 for medical
aid, or $1.219 a day, the number of cheques issued per
day heing 248 for compensation and 139 for mediceal aid.

Payment was made for 40,930 aceidents, 382 of these
heing death cases, 2549 causing some degree of perman-
ent disability, 25446 causing only temporary disability,
and 12,553 involving only medical aid.

11 is estimated that aver 500,000 workmen are covered
hy the provisions of the Act,

As the disability in serious aceidents often continues
into and sometimes heyond the following year, complete
statisties can only he given for the prior year

These show that about 75 per cent, of the injured
workmen were British subjects and 25 per cent. foreign.
614 per cont. heing Austrians, 6 per cent. Italians, 5.
per cent. Russians, and 214 per cent. eitizens of the
United States.

The average weekly wage of injured workmen was
$19 06, and the average age 3407 vears, :

The total time loss from accidents during the year
< H65.526 davs: the average length of temporary dis-
tv was 21 days.

Machinery caused 32 ver cent, of all the accidents:
the handling or moving of obiects, 28 per cent, and falls
of workmen, 10 per cent.  The most prolific individual
eanses were saws, which caused 892 aceidents; lathes,
RO1: presses, 813; hoisting apparatus, 785; abrasive
wheels, 781: be'ts. pulleys. chains and sprockets, 390,
of which 7 were fatal : planers, jointers, and edgers. 260 ;
shavers, moulders. and headers, 121; shafting. couplings,
and set serews 75, of which 6 were fatal. Falls from
vehicles canse 260; collapse of support, 276: hot and
inflammable substances caused 1,018 accidents; falling
ohjects caused 1,256 ; and runaway animals, 98,
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Sundridge Piano Tuner Contributes Article to
Local Paper on Piano Sense

Mr. N, L. Kion, a piano tuner, who has located in
Sundridge, Ont., hag written an article on ' Piano
Sense,”” whic happeared in the Echo, the weekly paper
of that town. Mr, Kion's arguments for the care of
the piano are as follows:

“The ravest sixth sense is Piano Sense,

“ A man will buy a dollar wateh and take care of it
but he will buy a five hundred dollar piano and neglect

e will tune up his wateh every day by winding,
but the piano may go untuned a year at a time. Yot
the mechanism of the piano is finer than that of the
wateh—its work is as exacting—and the value to
preserved is many times greater

“Piane sense s business sense, artistic sense and
common sense combined and elassified.

“PBusiness sense sees that tuning, regulating, adjust
ing at proper intervals saves dollars that must otherwise
e lost in the depreciated value of the piano or be paid
out in repair hills

S Artistie sense pereeives that a piano out of tune
yields discord, but no musie. A tom-tom would be more
musical and less embarrassing.  For wealth is judged
by the outward appearance of the piano, eulture hy its
tone,

SCommon sense enters into piano sense is this way,
common sense will take as good care of a %500 piano
as of a $500 horse. When the horse is neglected it
suffers alone: when the piano is neglected its owner’s
friends and the whole neighborhood suffers, and the
piano suffers also

“Piano sense knows better than to let a tramp tuner
tamper with a piano.”

T follow some references to Mr, Kion's experience
in voicing, regulating, repaiving and finishing pianos
and organs.

Miss Heintzman's Songs Recorded
Two songs, the music for which was composed hy
Miss Cornelia Gerhard Heintzman, have been recorded
on player rolls by the Otto Higel Co., Ltd These are
“The Wind's Laughter™ and “To My First Love ™
Both are among the new Solo Artist Word Rolls recently
issued.

New Musi;.

Among the recent new musieal numbers entered for

convright at Ottawa are:
45498 ‘‘Alabama Ball.''  Words by

Willinm on Falls,  Musie by

AL W Beatty. The Tdeal My Toronto
45409 *“That Red Cross Girl of Mine. ds and Music by K. (
wanon.  The Tdesl Music Co
15086 asil the Great.'' Words by R Dollard.  Music
Healey Willan.  William K Draper o
"Ry (Words and Music.)  Whaley

1, nto
rt. Wolfe Gilhert and Joseph Cooper
rids and Musie.) ley,

st By L. Wolfe
Music.)  Whaley, I

|
d N ords and o

Limif ).
AG61K “Drnm( Amagon.'" Wolfe Gilbert, Darl MacBoyle and
. Nat Vineent Arrn hy J. K i (Words and
Music ) Whaley. Ro imited, Toronto.
2 ‘A Soldier's Dog.'' W nest Brown. Music by Jules

Brazil.  Ernest Brow
4 *‘On the Rainbow Tr

4
' By Bdward Madden
Platzman (Words  and  Music,) Whaley. R
Limited, 'T'
‘‘Hindu Lad; Whaley

(Words and Music.)
0.

By Arthur Watson.
ds P, O M

Missisnn

J Irish  Coll )

usie by G ( Donuld onto.
“‘Marfon Walts.' Tames Kyle, West Luther,

Ont,
“‘Leave it all to Mother England.'" Song

15609

Words and Musie

by Roy Pierson, Cainsville, Ont
45656 *‘Clarke’s llv-cn\lt( Studies for the Cornet.'' First Series
By Herbert L. Clarke, Huptsville, Ont.
" Sunbeam ' Song, Words and Music

e Sun
by Arthur Earl Mayes, Toronto.
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United States Convention at Chicago

NNUAL conventions of the various associations in

the music trades of the United States were held in
Chicago during the first week of June,  These ineluded
conventions of the manufactur tailers, travellers,
tuners, player-roll - manufacturers, band instrument
manufacturers, organ builders and the Music Industries
Chamber of Commerce, a comprehensive organization of
the whole,  Up to the present the phonograph and record
manufacturers and the sheet music industries have not
allied themselves with the Chamber of Commeree, though
it is expected they will do so. At the final session of
the Chamber of Commerce a motion was made that “*a
strong committee be appointed by the chair to wait on
the talking machine manufacturers . . . and that this
committee be composed of johbers of the different instru
ments manufactured.”’

There was no official exhibition in conjunction with
the conventions this year, although a number of firms
made individual exhibits in the rooms of the Auditorium
Hotel, adjoining the Congress in which the convention
sessions were held.

“Music Show” in New York Next Year

The Conventions of next year are to he held in Ne
York and it has been decided to hold a **Music Show
in connection,  Instead of holding the conventions in
June as has heen the eustom for so many years, the
different associations voted favorably on a resolution to
convene next year in February, which it is considered
will be the most favorable time for the ** Musie Show.™
The date is to be fixed by the executive, but will follow
the Annual Motor Show and will be within forty days
after January first,

A Business Convention

While visitors were royally weleomed and well enter-
tained by the Chicago trade sociability was not allowed
to predominate.  The convention was for business and
husiness was not detracted from by the social funetions,
These consisted of an informal dinner by the Manufae-
turers’ Association, a heefsteak dinner by the travellers,
a hanquet hy the tuners and a monster hanquet by the
merchants at the Congress at $8.00 per plate,

The golf tournament was held over until the second
week so that the pleasure of the golf enthusiasts could
not be marred by business and the proc ngs of the
convention sessions would not he neglected through tie
delegates vielding to the irrvesistible links,

The Canadians Present )

Although taking quite a warm interest in the acti-
vities of the U. 8. musie industries the attendance of
Canadians was not large. This was probably because of
there not heing a regular ** Music Show."

Mr. R. 8. Gourlay, president of Gourlay, Winter &
Leeming, Ltd., Toronto, who has many intimate per-
sonal friends in the U, 8. trade, enjoyed the opportunity
of renewing old acquaintances. Mr. Gourlay was the
guest of the Manufacturers Association at their banquet
and was invited to address the meeting, which he did in
his masterly and finished style. He was accorded an
ovation on rising to his feet and the address delivered
by him made a profound impression, many of the
1. S, manufacturers commenting upon his staunch ad-
voeacy of the excellence of Canadian musical instru-
ments.

Mr. Alhert Nordheimer, president of the Nordheimer
Piano & Music Co.. Ltd., Toronto, who is the Commis-
sioner for Canada of the Music Merchants’ Association.
was in attendance. The House of Nordheimer is well
known throughout the United States through Steinway

and other trade connections and by reason of Mr. Nord
heimer being a regular attendant at the annual con
ventions

During the sessions of the Music Merchants’ Asso
ciation, to which the name of what was formerly a
purely piano man's organization has been changed, My
Nordheimer was introduced by the president,  As Com
missioner for the association, Mr. Nordheimer gave a
brief resume of conditions in Canada.  In his address
he observed that in spite of the immense sums of money
spent in the United States by Canada, ©* We have heen
able to raise the many millions necessary to finance our
share of the war costs, and in the large Government
loans that were called for, the people of Canada showed
their patriotic spirit by substantially oversubsceribing
the ohjectives,”

With reference to  manufacturers’ problems, My
Nordheimer laid particular stress on the searveity of ap
prentices, which he characterized as a serious menace to
the future operations of the piano manufacturing in
dustey. 1t brought up the question of where the future
piano operatives were to come from unless through the
teehnical sehools skilled labor would be provided

Other of the Canadians present were My, W. N
Manning, of the Sherlock-Manning Piano and Organ
Co., London: Mr. Owain Martin, president of the Mar
tin-Orme Piano Co., Ltd., Ottawa; Mr. R. 1. Easson,
vice-president of the Otto Higel Co., Ltd., Toronto; Mr.
Fred Lundberg, superintendent of the Otto Higel Co.'s
player action department; Mr. J. W. Woodham, man-
ager of the Foster-Armstrong Co., Ltd., Kitchener, who
stopped at Chicago en route from a visit to the Pacific
Coast, and John A, Fullerton, of this Journal.

Twenty-five Cents on Each Piano to Finance Music
ancement

The budget of the Chamber of Commeree calls for
$50,000, of which the Merchants' Association is to raise
$10.000,  As this amount is in excess of the amount
raised by the annual fee of %10 it was proposed that a
fund be raised by the dealers, paying 25 cents on each
piano hought, the money going to the Chamber of Com
merce to support the Music Advancement Burean, the
Better Business Bureau and the other departments,

The proposition was advanced by the retailers who
advoeated the purchase of stamps by the manufacturer,
he to affix to the invoice a twenty-five cent stamp for
each piano, the dealer to pay for the stamp in addition
to the price of the piano, In this way the manufacturer
would be the collector.  For convenience and so that
figures of the number of pianos sold by a manufacturer
would not become public the purchase of stamps was de-
cided upon. -1t is estimated that this will raise a fund
of $75.000 and seeure the active interest of every piano
merchant in the association, even though not a member.

“The Stamp Act”
resolution  which some member facetionsly
“The Stamp Aet,”” was adopted as follows, the
member introducing it and his supporters emphasizing
that the 25 cents per piano is to be a voluntary contribu-
tion hy the retailers—not a tax—but collected by the
manufacturer as a matter of convenience,

““In order to advance the cause of musiec and to ex-
tend its influence among the people and to inerease our
own prosperity in so doing, it is apparent that all those
who are to profit thereby should pay the small sum ne-
cossary to carry on the work. As a means of providing
our share of the money rvequired, and as an evidence of
our sincerity in wishing the work of the Music In-




dustries Chamber of Commeree to continue and expand

we, the undersigned, hereby request the Manufacture
Association to take official action whereby its members
agree to pay for and place upon all their invoices a
twenty-five cent stamp, properly inseribed, for each in
strument ineluded in the invoice, and to add the cost
of the same to the amount of the hill, We, the under
signed, hereby further agree that in the event that this
general idea is vatified by the National Piano Merchants’
Association, we will pay the cost of such stamps upon
the hills of the manufacturers from whom we buy pianos
for a pertod of one year from July 1, 1919, and that we
will make no complaint to such manufacturers of such
charge.”’

Endorse Price Maintenance

The Merchants’ Association in convention adopted
the report of the Committee on Resolutions, which in
cluded the following :

“Whereas, we firmly believe that the interests of the
ant and manufacturer are hest safe
guarded by maintenance of uniform standard prices at
retail and wholesale,

“Therefore, be it resolved that we, the National Asso
ciation of Piano Merchants of America, in convention
assembled in the City of Chicago, this 4th day of June,
1919, do hereby reaffirm our confidence in the principles
enunciated in the Stephens-Ashurst Stand Price bill and
respectiully urge upon Congress the early enactment
into law of the aforesaid bills

“Furthermore, be it resolved that a copy of this re
solution be forwarded to the President of the Senate
and the Speaker of the House of Representatives at
Washington, D. (!

CONSHINer,  mere

%

Repeal of Tax

The merchants also put themselves on record as op
posed to the five per cent. tax by adopting the following
resolution :

Whereas, the last Congress of the United States in
the last Revenue Bill, Section 900, assessed a five per
cent. manufacturers’ tax upon musical instruments, and

Whereas, this tax imposes a burden upon education
al and cultural development in lessening the opportun-
ities for musical training enjoyment ; and

Whereas, this tax imposes a burden upon an industry
which supplies the merchandise for musieal develop
ment a8 a necessary factor in education and eulture:
therefore he it

Resolved, that the National Association of Piano Mer
chants goes on record to urge the repeal throngh Mr.
George Pound by our present Congress of Seetion 900
of the Revenue Bill insofar as it applies to musie
instruments.
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Bill to Repeal War Revenue Tax
At a Chamber of Comme meeting a member ex
pressed the opinion that efforts should he made to have
the law taxing pianos repealed. The meeting was in
formed that a bill to repeal the War Revenue Tax had
already been introduced in hoth the Senate and the
House, referved to committees and would probably b

Pass

School Boys Get Piano Training

Warren . Whitney, president of the A, B. Chas
Co., of Norwalk, Ohio, urged that the piano manufac
turers get hehind the movement started to permit school
hoys heing taught various divisions of piano work un
der the jurisdiction of the schoolhoards. Mr. Whitney
stated that a number of schoolboys work a week at a
time in his company's factory, learning the various
trades and that the State has installed machinery in
the manual training departments so that piano cases
can be huilt complete in the schools

Carol Singing

At the Merchants’ Convention, Mr, . A. Grinnell, of
Detroit, gave an interesting talk on Carol Singing. My
Grinnell fathered a movement in Detroit last fall that
resulted in ten thousand carol singers going about De
troit streets on Christmas eve, a pouring rain preventing
thousands of others coming out.  The sum of #5000
was raised by the singers and given to one of the most
deserving charitable organizations

Mr. Grinnell urged organization for Carol Singing
“*Now,"" he said, *“do not wait until December for your
carol work. Start at least three months hefore Christ
mas time.”’  So many requests had come to My, Grin
nell for information about carol work that he found
it impossible to reply to all of them. e volunteered to
put the information in booklet form if the association
would supply the members with copies.  This offer was
unanimously accepted

George W. Pound

Without a doubt the busiest man at the convention
was George W. Pound, who was again elected to the
general managership of the 1. 8. Music Industries
Chamber of Commerce. The Canadian trade has a spe
cial interest in Mr. Pound in view of his so generously
coming to Toronto to address the musie industries on two
oceasions, these being the annual meetings of the Cana
dian Bureau for the Advancement of Music this year
in 1918,

Mr, Pound had recently returned from a trip to the
Pacific Coast, stopping at the principal cities, meeting
the members of the trade and making as many as five
addresses in a day. At the Chicago Conventions he

Columbia Record Service Fixtures do not
replace Salesmanship, but they are a power-

ful aid to selling.

C
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Toronto . - Canada
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delivered addresses to all the different associations, and
at the banguet answered innumerable  questions  and
was constantly in demand for his advice on the problems
of the trade
Chamber of Commerce Officers
President—R. 13, Alderoftt, New York.
Viee-President—James F. Bowers, Chicago
Viee-President—William J. Keeley, New York,
Seeretary—Harry J. Shale, Norwalk, O
Treasurer—John G, Corley, Richmond, Va,
Assistant Secretary and Treasurer—Herbert W, 1,
New York
Counsel—George W York.
Piano Merchants Elect Officers
President—0P. E. Conroy, St, Louis, Mo,
Ist Viee-President—E. Paul Hamilton, Brooklyn, N.

Pound, New

Yy
2nd Viee-President—W, €. De Foreest, Sharon, Pa.
Secretary—(. L. Dennis, Milwankee, Wis,

Treasurer—Carl A, Droop, Washington, . ('
Manufacturers Elect Officers
President—Kirkland . Gibson, of Ivers & Pond
Boston,

Otto Sehulz, Chicago
Conway. of Hallett &

First Vice-President

Second  Viee-President—(',
Davis, New York

b etary—(', (!
Chicago.
Treasurer

York

Chickering, Chickering Bros, Co.,

Charles Jacob, Jacoh Bros. Co., New

Convention

The National Association of Piano Tuners held their
convention and banguet at the La Salle, an hotel much
favored by the Canadian trade because of its central
location, exeellent accommodation and reputation for
carefully looking after the interests of its guests. It
is also reputed to he one of the best family hotels in
Chicago. )

The Seeretary’s report showed the Tuners’ Associa-
tion to have a membership of 350,

It was intimated at the Convention that certain
tuners had been advising prospective piano buyers to
wait until after the first of the year, in order that they
might secure instruments containing tuning pins, felts,
ote,, of German make. The insinuation provoked a very
heated condemmation of any tuner who could be so un-
patriotic and un-American, _ ;

Frank E. Morton, of the American Steel & Wire (o,
the well known acoustic engineer, addressed the tuners
at their hbanquet and gave an instruetive and illuminat-
ing address. He urged the necessity of co-operation,

The officers elected by the tuners are:

Charles A, Deutschmann., Chicago,
resident—Emil Koll, Cincinnati.
President—C'. L. Merke!, Milwaukee,
retary and Treasurer—W. F. MeClellan, Vincennes,

Ind.

International Pitch

The Piano Manufacturers’ Association adopted the
following resolution :

“Resolved that the National Piano Manufacturers’
Association of America does adopt as a standard, Inter-
national Piteh of A-435 Double Vibrations per second;
that any manufacturer making tuning forks pitehed at
A-435 or any semi-tone proportion of this frequency he
permitted to stamp upon such products the following
words: ‘ Authorized by the National Piano Manufactur-
ers’ Association of America.’
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It is further resolved that any manufacturer de
parting from the above named standard shall be refused
the right to use the stamp of authority of this assovia-
tion."’

Made-in-Canada Decalomania Transfers

Co., Ltd., Toronto, is now
and settled in new premises at
West, where the office and works
This firm is making a specialty of decaleomania
transfer name plates and trade marks for piano and
phonograph manufacturers and dealers.  Notwithstand-
ing the fact that Decaleomania transfers have been manu-
factured in the Dominion for eight years, many of the
readers of the Journal may be still unaware of the fact
and may have heen sending business out of the country
frequently which this firm elaims means paying higher
prices than a superior elass of goods could be hought
for in our own Dominion, besides often losing time and
expending unnecessary sums upon  duties and  other
charges

The business to which the present company is the sue-
cessor was begun in 1911 and had shown steady develop
ment until 1918, when the inereasing demand in the
country for Decaleomania products led to the estab.
lishment of a new company under the name of the **Can
ada Decaleomania Co., Limited,”" working under Domin
ion charter and with a greatly inereased paid-up capi
tal.  The plant and equipment was enlarged and the
facilities for turning out high class work much improved,
to that to-day Canadian users of transfers can feel as-
sured that the highest class of Decaleomania work ean be
had here in this Canada of ours, and at a considerable
saving in cost as well, it is claimed,

Every part of the work required hy this intricate
and interesting process is done in this factory by Cana
dian eapital and Canadian skill, A large staff of highest
class artists and engravers are retained, all specialists in
their respective lines.  The officers of Canada Dee;
mania Co., Ltd., are A. O, Johnson, president; (.
Jagger, vice-president and treasurer; and J. C, lewin, in
charge of sales promotion,

Canada  Decaleomania
comfortably quarte
364-370 Richmond St
are,

No Drop in Small Goods' Prices Expected
Everything Points the Other Way

“Business men are going to find out that the elever
man is not the man who waits, but the one who finds
the new price facts and acts accordingly.”  This asser-
tion was made recently hy Professor Irving Fisher, of
Yale University, who a'so said that the business man
who is holding back waiting for the old prices is chas-
ing a rainhow.

This looks like a peculiarly apt summary of the
small goods situation. The Journal has heard of Cana-
dian importers placing orders for musieal merchandise
with American manufacturers at an advance of 5 per
cent, to 20 per cent. in price and in no single case was
the cost lower than the price of the previous order, In
one instance an order had been placed and accepted for
fall delivery at a definite price when the manufacturer
wrote the Canadian house that advanced wages and
other items in the cost of production had foreed them to
raise prices 10 per cent. all around. This applied on
all orders already on the hooks as well, and the only
loophole was the suggestion, *“You can cancel if you
wish. "’

A French firm of makers of the cheaper grades of
band instruments, who have many of their men hack
and who find the materials easier to get, have quoted
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prives 160 per cent. more than their former figures
Another French maker of wood instruments quotes 15
per cent. higher than formerly.  So, while the percent

varies there is an inerease all along the line, and

H. man who hopes for an early dreop has nothing visihle
on the horizon on which to found his hopes Buy
now "’ looks like a g

ad motto for the small goods trade

Former Toronto Sheet Music Man Takes
Management of Chain of Western
Phonograph Shops
Mr. J. . Fisher, who for eleven years oveupied an im
portant position in the sheet musie department at Nord
heimer’s, Toronto, and who went to Calgary two vears
ago to take the management of the music and musical
instriment department in the Hudson's Bay Co. store
has just assumed the post of general manag

rof a pro
Jjocted chain of stores in the West to be operated hy

1. F. Fisher, Calgary

the Grafonola Shops, Ltd.  In this company Mr. Fisher
has secured a financial interest 1 president of the
Grafonola Shops, Ltd., is Mr. R. J. Lydiatt, a keen husi
ness man who is also manager of the Grand (Orpheum
Theatre and the Western Canada Productions Co., Ltd

This company has been operating the Calgary shop
sinee last October and has consequently had an oppor
tunity of studying the field and how the most can In
made of the proposition with the Columbia Gratonola
and record line, which they will strongly feature, In
view of the splendid location of the Calgary Grafonola
Shop on the busiest section of the main street next door
to the Pantages theatre and also of Mr. Fisher's long
and varied experience in the sheet music trade, a music
department will be added and run in conjunction with
the Grafonolas and records

Prior to joining the staff of the Nordheimer Piano
& Music Co., Mr. Fisher was assistant superintendent of
the player roll factory of the Orchestrelle Co., the Lon
don, England, branch of the Acolian Co., New York
Previous to that he was with the publishing house of
Bosworth & (o, and the old firm of Patey & Willis,
with whom he first engaged in the musie business, Mme
Patey, the celebrated contralto who has been dead many
years, was the wife of the former member of this firm
which closed ont its busines some years ago and distri
buted its valnable catalogue to various publishers, of
whom Messrs, Ashdown & Co., represented here hy the
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Anglo-Canadian Music Co., was one of the biggest pur
chasers
Mr. Fisher's many personal and business friends

wish him success in his new undertaking

Almost a Fire

When Mre. €L Pott, manager of the Canadian Divi
sion of the Otto Heineman  Phonograph Supply Co
Toronto, entered his office on a recent Monday morning
he was surprised to find the place fall of smoke,  Som
time bhetween Saturday night and Monday spontaneons
combustion set fire to some oil-sonked waste that had
been used in the workshop.  This set fire to the work
beneh, which burned itself out, the building heing fire
prool construction alone preventing  further  damag:
Not the slightest damage was done to the stock in the
warerooms

Don’t let the workmen throw oil-soaked or Lreasy

waste or rags about promisciously,” advised Mr, Pott
to the phonograph manufacturers Have a metal ve
ceptacle in which to deposit them or put them wher

they can be safely hurned.”

Montreal Piano Cartage Charges

A sehedule of charges for plano cartage has heen
adopted by the trade in Montreal,  The eity has heen
divided into ten distriets and a comprehensive sehedule
of rates printed, with a chart of the city Avcompanying
cach set of prices

The lowest figure that the public ean have a piano
moved for is %5, and this is from one point to another
within distriet number one: or from one point to an
other in distriet number three,  For the period of \pril
16 to May 10, inclusive, this is inereased to $6.00, 1%
it known that May-day is the annual moving day in
Montreal, and carters a ged with moving orders
immediately preceding and following that date. To have
a piano moved from one address to another in district
cight will cost eight dollars.

The dealers who do not maintain carting outfits have
a working arrangement with the master carters of the
vity for deliveries of new instruments and for house-te
house eartage that they may handle

The schedule charged the publie is here given
House-to-House Rates for all Times, Except Fvom April 16th

to May 10th Inclusive of Each Y

» b

FROM

TO 1 g 4 l 5 6 4 8 o 10
1500 600 600 600 T.00 700 K00 T.00 900

600 600 650 6.50 .00 000 K00 10.00
bB00 650 500 6.50 G50 K00 650 9.00
| G630 630 600 800 D00 700 000 T.00 900
5 G50 500 800 700 800 10,00 1100 1000 10,00
I TO0 700 9.00 00 700 7.00 10,00 .00 10.00
7T 7 TO0 650 700 10,00 700 7.00 800 T.00 9.00

SOR00 000 K00 9000 11,00 10,00 800 800 0.00 11.00

0700 KO0 650 01000 800 T00 900 600 900
100,00 10,00 900 9.00 10.00 10,00 9,00 1100 10.00 9,00
I x-kmw Box Reutal  Swinging

Upright or Organ 30 800 1.00
Bahy Grand, Square 200 12,00 5.00 1st 3,00
Large Gramd 3.00 14.00 7.00 Uil 2,00

House-to- Hou-e Rates From April 16th to May 10th Inclusive

TO 1 2 3 1 B 0 7 8 910
FROM

1 600 7.00 K00 800 800 0,00 800 10.00

2700 7.50 TAO K00 K00 1000 900 11.00

5700 6,00 D00 KO0 70 000 750 10,00

1700 750 700 900 10,00 8,00 10.00 8,00 10.00

o RO0 TS0 0.00 900 800 9,00 11,00 12,00 1100 11.00
6 800 K00 800 10,00 900 800 800 1000 900 11.00
7800 800 800 11,00 800 K00 6,00 800 10.00

5000 10,00 10.00 1200 1100 9,00 9.00 10,00 12,00
500 K00 1100 900 800 10,00 7.00 10.00

10 10,00 1100 10,00 10,00 1100 1100 10,00 12,00 11,00 10,00

9 K00 9.00
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Packing  Box  Rental Swinging
Upright or Organ 2,00 S0 5,00
Baby Grand, Squar L0 1200 300 Ista00
Large Grand S0 1400 700 2nd 200
Two pianos in one load for same address, or one

going to and one coming from same address, charge iy
one single rate plus 50 per cent

Bahy Grand, charge $1.00 more than regular rate.
Pianos requiring two sets of wmen, charge double rate

Pianos, not concert grands, moved within own pre
mises, to he done when teams are in the district (Op
tional ), charge halt the hauling rate

One pinno to and one from same address, hooked to
be done together and requiving swinging at exchange
point, reduce each of the exchange swings by H0¢

A charge will he made for all unforescen work re
quired to permit instrument entering building

Empty boxes to or from warehouse, Hoe
piano or hoxes for shipment by rail or water, 25¢

Billing

A Fast Running Motor

“Ten dollars and costs,”” adjudged the magistrate
in the Toronto Police Court, to Mr, . J. Pott, manager
of the Canadian Division of the Otto Heineman Phono
graph Supply Co., who, summoned hefore the Beak,
admitted that he might have heen driving his car a
little faster than the dizzy vate of fifteen miles per hour,
that is the limit on Toronto’s streets. **How can 1 give
service at that speed ' counters Mr. Pott, who is more
coneerned about Heineman and Meisselbach motors get
ting to the public via high grade phonographs than in
petty speed limits,  In faet his ear is so attuned to
its driver's temperament that it just naturally travels
faster than the law is supposed to permit.

Last Year Canada Imported 986 Pianos Valued
at $198,000
&

ANADIAN imports of pianos, which have been run

ning almost 2,000 instruments a year, were down
last fiseal year to 986, The detailed statement which
the Journal got from the Department of Trade and
Commerce, Ottawa is as follows:

1917 118 1y
Quan: Value  Quan- Value Quan- Valu
tity L] tity L tity *
Pinnos and organ lay
ers, mechanieal
United Kingdom
Unitedd States | 15 3426 5 INTH
Other Countries
Totals | 275 15 8426 5 1878
Pinnos
United Kingdom 1 1
United States NN 1,207 232,051 985

Other Countries

Totals 51 986

Piano Parts
United Kingdom
United States
Other Countries

198,027

244,805
800

248,061

Totals

Piano and organ parts
when  imported by
manufacturers — of

piano  keys, netions,

hammers, base damp

ers and organ keys

United Kingdom

United States

Other Countries

REEXEIE)

14,401
124,820

18,273
144,081

Totals
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Little Change in Organ Imports
OIK(-‘.\\ imports into Canada seem to keep abont the

same,  The total number shows little change in
three years and the total is comparatively small. Figures
seenred from the Department of Trade and Commeree,
Ottawa, for the last fiscal year as compared with pre
vious periods show as Tollows:

m7 1918 1919
Quun- Value  Quan- Value Quan Value
tity . tity ] tity #
Organs, Cabinet
United Kingdom
United Stutes (i 1,2 ATH O 2oosl M5 20400
Other Conntries 1 208

Tota's LU R L H 1T ooNl B45 0 21417

United 2 LR [T ¥ L (1
Other Countries

Totals ] W7 U5 [T | BAN0

Organ Parts

United Kingdom 108
United Ntates NN 1an
Other Countries

Totals LR 1147

Canada Imports of Phonographs and Records
$2,186,000

VER two and one-quarter million dollars’ worth of

phonographs and records were imported by Canada
during the last fiseal year.  Practieally all of this
amount came from the United States,  Details of the
figures obtained by the Journal from the Department of
Trade and Commerce, Ottawa, are as follows:

17 1918 191y
Value Value Value
L L]

Phonographs, Graphophones,

Gramophones — and finished
) uding eylin
der and records therefor

United  Kingdom
United States
Franee

Other Countries

Totuls

2,186,680

Canada’s Small Goods Imports

HE Journal has secured from the Department of

Trade and Comme Ottawa, a comparative state
ment of the Canadian wmusical instrument imports up
to the end of the past fiscal year, March 31st, 1919, The
portion of the imports affecting the small goods trade is
as follows:

1918 1919
Value Value
* $
Brass  Band  Instruments  and
Bagpipes
Tnited  Kingdom
States
Franee
Other Countries
Totals .
Other Musical Tostruments, not

ineluded nx as pinnos,
phonographs, ete., amd any part
of

United Kingdom 11,000 10002
United States 67876 FUOSIEY
France 11,

Other Countries

50,480

Total

N7,708
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Exports of Canadian Pianos and Organs

L.\N'l' year the Canadian trade exported 301 pianos
and 236 organs, according to the Government sta
tistics which Tollow :

7 1918 1919
Quan- Value Quan- Valoe Quan- Value
tity * tity * tity §
Pianos
United Kingdom 2 (] 1 00
nited States 156 45,14 137 49013 100
Newfoundlind " 1,530 L] (LT A B
Other Countries 241 ANANE 280 SOA26 188
Totuls 05 WANGT a2 2 M T2
EXPORTS
w7 1918 1919
Quan- \ Quan: Value Quan- Value
tity - tity #  tity -
Organs
United Kingdom 2 2,00
Unitend States 1IN ISSO0 15 46,844
Newfoundland I8 108 791
Other Conntries 200 13 s4a0
Totals ony L8NG 206
1918
Value
#

Other Musical  Instruments and
irts of

nited Kingdom

United States

Newfoundland

Other Countries

Totals HTNTH 101,464

Victoria Piano Man Visits Toronto
Fletcher Bros., Ltd., Take on “His Master's Voice” Lines

Mr. James I, Fleteher, head of Fleteher Bros., Lad.,
the well-known music house of Vietoria and Vancouver,
is in Toronto, wi he is a guest at the King Edward
Hotel with Mrs, steher, who accompanied him on his
castern journey.  ““Jim"' Fletcher is one of the hest
known and best liked men in the trade, and although
he endeavors to visit Toronto yearly it is two years since
he was here,  His visits are looked forward to and his
many friends in the trade always endeavor to make his
stay enjoyable.  Mrs, Fletcher, who has not visited To
ronto for ten years, spoke appreciatively of the man
ner in which she was entertained and how she enjoyed
her stay in Toronto, notwithstanding the extreme heat
that prevailed during her sojourn in the Queen ity

Asked about husiness conditions on the coast, Mr,
Fleteher had only cheerful reports to give, *Business, ™’
he said, **is exce lent, cash sales are more numerous and
there is an improvement in payments on time sales, ol
leetions are good, too, but there is a serious shortage of
instruments,

The shipbuilding industry on the coast is giving em
ployment to large numbers of well-paid men, the sol
diers ave returning, and in all branches of industry the
is o healthy activity. Increasing numbers of people are
finding out the attractiveness of British Columbia from
a climatie, commereial, industrial, educational and social
standpoint.  The people themselves are hoosters, and the
men in the music trades of the provinee not the least
active in movements, such as inangurated by the Board
of Trade, Rotary Club, ete., for the welfare of the pro

and the profession to give music the public status to
Which it is entitled

While in the East, Mr. Fletcher arranged to take
on ““His Master’s Voice™ lines in his firm’s two stores
in both of which are large well-laid out departments for
the handling of an extensive record and  phonograph
business, A complete stock of **His Master’s Voice'
records will be carvied in both stores, and an energet e
advertising campaign put on
Mr. George Fleteher, of Nanaimo, and who has
whes at Ladysmith and Cawberland, is also expected
in Toronto en route to the convention of Edison dealers

in New York

New Pathe Appointment
W. N. Wade Joins Staff as Comptroller

An important addition to the head office staff of th
Pathe Freres Phonograph Sales Co. is My, W. N. Wade
who has assumed his new duties as comptroller, **This
appointment was made,”” said Mr, O, ', Dorian, general
manager of the company, **as another link in the chain
of Pathé plans to give the maximum service to Pathe
dealers in every one of our departments.””  As has heen
previously announced in the Journal, the Pathé Mon
treal and Winnipeg branches have heen organized to
look more closely than ever after the interests of the
company’s eastern and western dealers, and now My
Wade's chief' concern will be to maintain at its height
officiency in Pathé service throughout the whole organi
zation

That Mr. Wade is well qualified for his work is well
attested by the important posts he has held with some of
Canada’s leading manufacturers such as Tudhope Motor
Co.. Standard Chemical Co., and Gunn's, Ltd.

When seen by the Journal, Mr, Dorian had  just
returned from a trip to Montreal, which he had taken
with Mr. W, J. Craig, the company's secretary-treasurer,
motoring around hy the American si Mr. Dorian in
timated that other announcements wonld shortly follow
that would prove of interest to Pthé dealers,

The Higel Play;r Exhibition

OF all the exhibits at the Chicago Music Trades Con
vention, the Canadian piano trade visitors were na
turally most interested in the display of the Ofto
Higel Co., Ltd., Inc, of New York, the parent firm
of which, as all the trade knows, is a Canadian insti
tution, located at Toronto. The exhibit was at the Audi
torium Hotel in charge of Mr. Higel and his firm's fac

Y superintendent, Steve B, Battner. Mr. R, 11
isson, vice-president of the Canadian firm, and My
Fred Lundberg, superintendent of the player depart
ment at the Canadian plant were also with the exhibit
There were several player pianos shown with the Higel
all-wood unit valve action installed

The display was visited hy all the leading piano
manufacturers in attendance at the Convention, hy re
tailers from all parts of the country and by tuners and
repair men.  The action was subjected to the most
rigorous tests, but in every way was equal to the trials
to which it was imposed. Tts flexibility and reserve of
power were enthusiastically commented upon and the
experts remarked upon the ease with which the player

vinee. operated and that any degree of shading and expression

Mr. Fleteher is deeply interested in the **Musie in
the Home™ movement. and in spite of the demands of
n laree business is able to find time to assist any legi

was secured entirely with the feet without touching any
huttons or levers,
Simplicity is the slogan of Mr. Higel, who has per-

timate means of increasing public interest in musie. The sonally concentrated on players for the past fifteen years

newspapers on the coast are

operating with the trade  and, as he states, *“The elimination of all unnecessary
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parts and inereased output will make possible a ma
terial reduction in cost.” Mr. Higel predicts great acty
vity in the player business in Canada where it is now
of the total output of
pianos, heing only a fraction of the United States per
centage

British Industries Fair, London, 1920

Any wmember of the Canadian piano, organ phono
graph or other musical instrament trades who would con
sider sending samples of their line to the British In
dustries Fair. 1920, will be interested in the
following information rveceived the Journal
F. W, Field. British Govermment Trade Commissioner
for Ontario, The fair will he held in theee different
cities—London,  Birmingham and  Glasgow—but  the
wusical instrument exhibits will be confined to London
“Phe British Industries Fair, 1920, will he very con
siderably extended in its scope,” said Mr. Field. **The
arrangements so far make it probable that there will he
sufficient space for the manfactures ol suitable Dowmin
jon firms to be ineluded,  The Fair is confined to Bri
tish manufacturing firms, and the definition of a Bri
tish firm, in this instance, is a firm whose principal works
and head offices ave situated within the British Empire
and which is not controlled by foreign interests,  Cana
dian manufacturers, therefore, coming within that de
finition, will he eligible as exhibitors

“In order to assist mannfacturers who have no 13
tish representatives to arrange for the erection of *1
stands, my Department (Deparfment of Overseas I
Development and Intelligenee) will undertake the work
on their beha'f, but it will he necessary for firms who
have no representatives to pay in advanee not only 27,
in the case of the Fairs held in London and Glasgow, and
3/6 in Birmingham, per square foot of floor space applied
for: hut, in addition to the above, per square foot
for the ereetion of their stands or example, a firm
making application for 100 square feet at London or
Glasgow, would have to pay in advance the total sum of
firm requiring 100 square feet at the Bir
mingham Fair would have to pay £32.10.0

Shor the coming Fair in London the department has
hoen so forfunate as to seeure the Crystal Palace, the
larwest exhibition building in the world

L. J. MUTTY @ CO.

175 Congress Street BOSTON, MASS.

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

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

SAMPLES and PRICES furnished on request
Refer all enquiries to Dept. T.

only # very small pereentage

slated for

hy from
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“The British Industries Fairs ar Exivihtions.
They are Trade Fairs, to which admittance is restrieted
to hona-fide trade buvers seriously interested in the par

not

ticipating trades, and admission is by invitation only.”

The Fair witl he open on Monday, 23 February, and
close on Hth Mareh. Copies of the vegulations and full
particulars with regard to the coming Fair, as well as
catulogues of the Fair just held, may be the
offices of the British Government T Commissioners
in Canada

seen at
ade

Application for space from eligible manu
facturing firms in Canada can be received only through
the British Government Trade (
as follows:

numissioners in Canada

Montreal, 367 Beaver Hall Square, (G, T. Milne
O.BE
Toronto, 260  Confederation Life Bldg., (F. W

Field ‘e
Winnipeg, 610 Eleetrie Railway Chambers, (L. B
Beale

Eastern Music Men Visit Toronto

The names of 11 W, Phinney, Halifax; C. 11 Town
shend, St John, and John Samuels, London, appearing
together on the King Edward Hotel vegister at Toronto
caused the Journal to inquire if the appearance of the
trio portended some development or other Assuranee
were given that such was not the case and that the three
joined company on a trip from the Atlantie Coast to
put what enjoyment they could into the journey il tray
elling at this season could possibly he made enjoyable

Mr. Phinney is President of N, 1L Phinney Ltd
whose head offices and salesrooms ard Halifax, but
who have branches throughout the Provinee

Mr, Townshend is head of the ¢, 1. Townshend Co
who have stores at St. John, Moncton and Fredericton

Mr. Samuels is the eastern representative of the
sherlock-Manning Piano & Organ Co. and  belonging
neither to New Branswick nor Nova Scotia, was the offi
cinl arbitrator of the party in the disputes r arding
the respeetive merits of these two provinees, and par
ticularly the velative importance of St. John and Hali
fax as sea ports.

Mr, Phinney and Mr. Samuels visited the §
Manning plant at London and the Thomas O
at Woodstoek, while Mr. Townshend took a day off t
give Niagara Falls a look over They also had numer
ous trade interviews to make in Toronto, Ottawa and
Montreal

Incidentally, their stay in Toronto was not delayed
five minutes longer then absolutely ned in view
of the intense heat that made the Atlantie sea hreczes
even more delicious hy contrast,

The Maritime end of the country is holding its end
up industrially and financially affirmed these gentle
men, and musieally they considered the people of their
respective provinees as appre iative and well edneated
as in any other part of the country The demand for
pianos and phonographs is good, with collections the
same, but stock uncomfortably hard to get

wrlock
n Co

NSHTY

“] tell you 1 wouldn’t give a certificate to any teacher in Canada, who couldn’t teach
her pupils to read music and sing.”—Lieut.-Col. John Pringle, D.D., the newly elected
Moderator of the General Assembly of the Presbyterian Church in Canada, in speaking

of what music meant in the lives of the Allied troops in France.
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Here and There All Over

Mre. 1. Moore, of J. 0. 11

Peg, wWas among recent trad

MeLean Co, Ltd., Winni
visitors to Toronto

A new England nisno manufacturing firm annonnces
its poliey
price. "’

One player piano, one style, one size, one

Mr. R. L. Chilvers, general salos manager Berliner
Gramophone Co,, Lid, Montreal was among recent trade
visitors 1o Toronto

Mr. Jdohin Skilling, of Teeswater, Ont,, a
of the music industries, has returned to Neepawa
after spending the winter in the east

Me. . Buchanan, office manager of the Otto Higel
Co., Ltd, Torouto, with a party of hrethren from To
routo, attended the Shriners” Convention at Indianapolis.

Mr. A, E. Switzer, sales manager of the Martin
Orme Piano Ca, of Ottowao, recently took a trip through
the Maritime provinees, ealling on’ Martin-Orme dealors
there

veteran
Man.,

Mr. dames Dunlop, head of the Thomas Organ &
Piano Co.. Woodstoek, Ont., was in attendanece at the
sessions of the Canadian Manufacturers’ Association in
Toronto,

Assiniboin Jewelry and Music Co., of Moose Jaw, of
Which A, Bloss is proprietor, has acquired the husiness
formerly known as the Assiniboin Music o,
owned by Mr, N, W Porter

Geo. T Domelle, of the National Piano Co.. Lid.
Toronto, has heen pocketing some nice orders for Mozart
pranos down in the Maritime provinees, where he has
been for u fow woeks ealling on the trade

Mr. Clande 1. Bull, direetor and western manager
of the Willinms Piano Company, Ltd., has just com
pleted a Pacific Const trip and reports husiness on the
Const 1o he very extensive

which was

Mr, Fred Cross, western representative of the Wil
Piano Co., Lad., is back on his tervitory again
alter a few months of holidays and is breaking his past
records in sending in business to the head office

liams

The employees of the Willinms Piane ( ‘ompany, Lid.,
Oshawa, have started on a nine hour day at a ten hour
day pay ; working hours from eight a.m, to 6 pan; elos
ing Saturdays at twelve o'clock noon

Holmes Maddock, manager of the Whaley, Royee &
Cols  wholesale  music department, was  among  the
month’s visitors to New York, where he attended the
sheet music men’s convention at the Hotel MeAlpin

Mr. G, F. LeRoy, teaveller of the Williams Piann
Co., LA, Oshawa, has completed a tour of the Maritime
Provinees and had the honor of bringing hack the hest
results from his trip that any teaveller has had for some
years,

Layton Bros., one of Montreal's leading piano and
phonograph houses, are extending their phonograph de
partment by the requisition of 552 8t. Catherine Street,
which they will ocenpy in addition to their present ad
dress at number 550

Mr. 1L G Stanton, viee-president and general man-
ager of the RS, Willinms & Sons Co., Ltd., Toronto,
who has heen confined to his home for several weeks
through illness, has sufficient!y improved to permit of his
getting ont to the delight of o wide cirele of business and
social friends.  Mr. Stanton is president of the Toronto
Rotary Club, whieh he will represent at the Interna
tional Convention of Rotarians at Sault Lake Uity

Mr. W, Lawson, formerly on the Fort William staft
of Heintzman & Co, Ltd., is now in charge of that
firm’s Peterborough branch, sueeeeding Mr, 13 I, Brit
ton, who returned to his home town, Tulsa, Oklahoma
to reside, owing to the poor health of his parents

There is mueh talk of the Williams Piano Co.'s con
templating bailding phonographs, It is no seeret that
they have heen experimenting for some time and the
possibilities are that in the future they will manufacture
phonographs.  An announcement may be coming forth
any day

Miss Jessie Plaxton. manager of Beare & Son's To
ronto hranch, has returned from a two weeks’ trip to
Columbus, Ohio, where she attended a convention and
other points.  Going, Miss Plaxton took in Buffalo and
Cleveland, and returning spent three or four days in
Detroit

Mr. Vineent Pue, of Edmonton, is leaving the Masters
Piano Company to engage in farming in the Carstairs
distriet.  Mr. Pue will be sueceeded by Mr. E. Waool
man, who has been in the employ of the Alberta Piano
Company (Masters’) ever since his return from
seas last June

ovel

Mr. Chas. E. Cartman, of Southport, England, who
visited Canada recently, has arrived safely at his hom
Mr. Cartman believes that in spite of the high tarift and
exorbitant freight rates he will he able to place all the
pianos of the Canadian makes for which he seenred the
agencies, that he will be supplied with this year

glish piano makers are represented in the Federa
tion of British Industries, whieh includes 16,000 manu
facturers in all lines of trade and which has $25,000,
00000 capital behind it. By July 15 the federation ex
peets to have a representative in every important cen
tre of every country for the purpose of extending Bri
tish trade overseas

The annual pienic and exeursion of the employees
of the R, S, Williams & Sons Co.. Ltd., Toronto, is heing
held to Queenston Heights on Thurs dune 19, The
store and wholesale warchouse will closed for the day
so that every member of hoth sts can participate in
the enjoyment of the day. A report will he given in
the next issue of the Journal

The Montelins Piano House, Ltd,, of Granville St.,
Vancouver, announce that they are retiving from husi
ness. As the premises which they have heen oeenpying
have been taken over by a large mercantile establish
ment, they say that it was to their peeuniary  inferest
to ha Howed the new lessees to take possession of
the building by June 1st, Aceordingly, they decided to
withd from the music business and to place on sale
their entire stock of pianos, player pianos, sheet music
and small goods.  The Montelins Piano House was
ablished in

Mr. J. F. Sherlock, of the Sherlock Manning Piano
& Organ Co., returned to headguarters at London re
cently from a business trip to the Pacific Coast. Mr
Sherlock, who has an extensive acquaintanceship in
the trade from coast to coast, met with his usual good
success in the sales of Sherlock-Manning pianos and
players. At Edmonton, however, he heeame ill and was

confined to his room in the hotel for more than a week
While out an unexpected snow storm eaught him with
out rubbers and prompt medical attendance and good
nursing made it possible to proceed on his eastward
Journey,

S—————
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Three of Australia’s most prominent piano men re-
cently landed at Vancouver, from where they set out to
visit various piano manufacturing centres in the United
States.  Their names ave Geo, C. Allan, who is repre
senting Messrs, Allen & Co. Py, Ltd., of Melbourne,
Australin: Mr. W. W, Stodart, representing Nicholson,
Lad., of th. Western Australia; R. C. Reid, of the
Pianola Co. Pty., Ltd,, of Melhourne

Mr. Frank Whitehouse, the Nordheimer dealer at
Peterhoro, motored into Toronto the other day to urge
more pianos.  Like all the trade, Mr. Whitehouse realizes
and regrets the unavoidable under production of instru
ments. e works a large agricultural community and
finds that, thanks to the motor ca good roads and rural
wail delivery, the farmer is as keen on musical eduea
tion for his ehildren as is his eity brother. Education
also makes him @ buyer of a piano on hetter s,
observed Mr. Whitehouse

In the interest of higger business in player roll, a
prominent United States dealer suggests an improve
ment in the printing of word rolls. The word rolls are
the popular sellers is a vecognized fact in the trade To
improve the printing for the words on the rolls would bhe
a distinet point, this house believes, 11 is suggested that
the musie roll manufacturer use larger and more legible
type in the printing of the word rolls,  Complaint is
heard that in the majority of word rolls the type is
conall and glossy and cannot casily be read.

Mr. Fred Bull, president of the Williams Piana Co.,
Ltd., Oshawa, is now taking a more active part in the
company 's husiness affairs—his  health being tremen
donsly improved.  In honor of Mr. Bull's return to the
wetivity of the business, the directors have 1+ specinl
efforts 1o get his business den in order, and ave making
for him in the factory something very elaborate in an

“International’ Motor

is the silent running motor, built in Canada on the right

principles, best of material and correet workmanship. It

1 not u cheap imitation but a highelass production,

manufactured hy

INTERNATIONAL MACHINE & MFG. CO., LTD.
111 Adelaide St. W., Toronto, Ont.

Enquiries solicited,

PIANO SALES MANAGER
WANTED

Exceptional opportunity open for a thoroughly ex-

perienced and capable man-—active and progressive

0od 1 lass salesman. We

want a ‘‘come a hard worker, and are '\lllnﬁ to

pay what you are worth now and in the future. [ust
RPaak both French and English Auently

We handie the Gerhard Heintsman line of
and ood makes of

many
1 utation.  We are also al dists
the Gerhard Heintzman, Columbia and P
graph:

We have stores in all the leading towns of the Pro.
vince of Quebec and agencies in n::{ community.  All
communications rlmnly confidential, Addrs PT
Legare Ltd, 273 St. Paul, Quebec, Canada.

Pianos and
well estab-
butors for
e Phono-
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office desk in the hope that his strroundings will he an
indueement to his more active participation in future
husiness developments,

Mr. Otto Higel, head of tae Otto Higel Co. Ltd.,
Toronto, and the Otto Higel Co., Ine., New York, visited
his home in Toronto en route from the Chicago Conven
tion 1o his New York plant. The New York plant is
erowded to capacity in the production of the company s
Unit Valve Player Action for the United States trade
Player sales in the United States have grown rapidly
and are now estimated to be from seventy to ninety per
cent. of the total output of upright pianos, a condition
that player enthusiasts in Canada avdently hope for and
helieve ean be brought about hy an aggressive produe
tion and sales policy on the part of manufacture
tailers and salesmen.

N, e

Canadian piano men  doing business in the large
citios will be interested in a New York despatel aving:
“Phe old-established and distingnished house of Sohmer
& Co. will move from their present retail quarters on
Fifth Ave. to a location on West Fifty seventh Street,
where they will ereet an artistic home, It is in line with
the general movement uptown. 1t may he remembered
that Steinway & Sons contemplated a similar move not
long ago, though the deal fell throngh for legal reasons
1t is also in line with the poliey to recognize that a high
class retail piano business ean be more suceessiully con
ducted on a side str leading to a great thoroughfare
than on the great thoronghtare itselt"”

Montreal Piano Man Deceased

Dies at His Home

Isaie Cri

To My, J. Osear Craig, proprietor of the Craig Piano
Co. Montreal, the sympathy of the trade goes out on the
decoase of his brother, Mr, Isaie Craig, who for many
veanrs had ¢harge of the produetion end of his brother's
business,  The deceased, who was only 57 years ol age,
suffered a ehill while doing some work in the hasement
of his home, What was at first thought to he a passing
ailment rapidly developed into a serious illness, resulting
in his death v very few days,
The funeral was held from the late home of de
wed, 415 Stuart Ave., Outremont, Mont to St
Viateur Roman Catholic Chureh and thenee to Cote des
Neiges Cemetery, A widow survives

The late My, Craig was highly es ned by those with
who he did business, e was a hard worker awd of
unquestioned integrity Ie took almost a propriclary
interest in the factory and business of his  younger
hrother and was proud of the firm that he had seen
grow from a very humble heginning to one with t
connections from const to coast

Mr. Craig's death will in no way interfere with the
business of the Craig Piano Co., of which My, J. Osear
Craig has always been the sole owner, and the con tuet of
which will continue to be in his hands as it has heen
from the company's inception.

Mr. Walter Beare Sailing for Canada

Mr. Walter Beare, of Beare & Son, the old violin
and musieal merehandise London, England, house, is
expeeted to sail for Canada about June 21, Mr. Beare
will visit the firm’s Canadian hranch in Toronto and
renew many personal friendships that he has made on
the occasion of his frequent previous trips here. It
is expected that he will be accompanied by Mrs, Beare,
to whom the journey will have all the novelty of her
first trip to Canada.
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PIANOS WANTED
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= time  Provine Newt Wostern  und  Easters MADE IN CANADA by

—

Ontar th s r “. . " r “""“ ““ "“” line CANADA DECALCOMANIA COMPANY,. LTD
f ‘“\\ ri \‘ o v s e W 0 g o ‘\ J"‘ 364-370 Richmond Street West, TORONTO, OANADA
i il perial Phonograph Corporation ( National Tab

Co., Ltd.), Owen Sox Ontar

OP P ORTUN]TY Don(':tm;:::smi‘tc eui: :'I!g: tiit'm;rrives ‘
HERE IT IS
Beare & Son’s Offerings for June

CORNETS
No. 31—Bb in brass, all complete, mouthpiece rack
and D and Bb shanks, perfect in tune, easy

blowing $17.50
No. 44—Case—American cloth, lined, English made,
built to wear $2.75

CLARINETS

No. 13—Bb in high and low pitch, grenadelle wood,

13 keys $17.25
No. 15—Albert model, Bb, high and low pitch, grena
delle wood, 15 keys $21.00
No. 18—Albert model, Bb ebonite, 15 keys  $26.00
No. 25—Albert model, Bb ebonite, 15 keys, 4 rings
! and rollers $33.00 Y
Bb FLUTES
No. 80—4 keys, cocoa wood, English made $3.50 No. 116—S5 keys, ebonite, English made $5.00
No. 117—6 keys, cocoa wood, English made $4.00 N"',,If.‘.)..(" lute  mouthpieces, brass, heavily ;B.k.r,'i)]

BEARE ¢ SON 117 King St. W,, Toronto

and London, England
(Wholesale Only)
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HROUGHOUT Canada three genera- — "
tions of Canadians have learned to love

the lasting beauty and fascinating
sweetness of the Gerhard Heinzman piano. It
is a possession of which many of Canada’s best
homes make their proudest boast.

Th e This nation-wide honor, this half-century-old
reputation does not come by chance. Canada’s

Great Piano has won this dominant preference
Ge rh a rd simply b of its outstanding merits.
The first Gerhard Heintzman piano made was

Hei ntzman the best piano of its day. Year after year—

as its skill and experience widened, as its study

P . of tone-production revealed new ideas—the
la n O Gerhard Heintzman organization has produced
a better, a more refined piano.

To-day the Gerhard Heintzman ranks high
among the world’s greatest pianos.

To-day the agency for the Gerhard Heintzman
piano is the most sought after agency.

Gerhard Heintzman Ltd.

Sherbourne St.

Toronto - Canada

M
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Quality of materials, con-
struction and finish are the
factors that govern our pro- I
| ducts.  We know that our
l Pianos will give service and
satisfaction and our prices
are as low as possible, con-

sistent with such quality.

Mason & Risch-

f.mited

230 Youge Street
Toronto




