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Preface

The year 1913 marks the end of one phase of acoustical sound reproduc-
tion. The outside horn was discontinued in favor of the inside version, the
main reason being that thelady of the house liked the looks of it. The first
efforts toward it were a little less than satisfactory but by this year, 1913,
the inside horn has come of age—the Edison School machine being the
only outside horn machine left.

The Edison factory, lead by its founder, entered into this new age with
much enthusiasm—Ilooking for the time that they again would be the un-
disputed leader in recorded entertainment. Time shows that this would not
necessarily be true—competition had been given too much of a head start
and Edison would be forced to take a more or less equal position in the
history of recorded sound.

It would have been interesting to have observed all these happenings

‘but since we had no chance to do so, we do appreciate the next best view—the
availability of the E.P.M. made possible by the foresight of our own
“Mac” McMillion.

Wendell Moore
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~Mr. Edison and his staff pass judgment on a prospective release in the playback
room—adjacent to the music room.
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WORKING ON THE DISC

HE picture on the cover shows Mr. Edison

listening to one of the new Disc Records on

which he has been working steadily for such
a long time. It has been a long, hard grind, but
those who heard the sample Records at Fifth Ave.,
New York, Boston and other places agree that it
has been more than worth while.

Manufacturing conditions are, of course, extreme-
ly slow at the start, but we will soon be able to
make regular shipments of machines and Records
to the trade.
in the hands of some of the Jobbers and they are all
enthusiastic over the new product. It has been
our experience that “To Hear is to Enthuse.”

Qb
THE SONG IN THE SILENT HOUSE

E are reprinting below an article which ap-
peared in the Southern Agriculturist, Nash-
ville, Tenn., because it seems to us to be an
excellent treatment of the subject. There is a pos-
sibility that some Dealers may make use of a part of

We have already placed a few samples

it for advertising purposes—they at least will derive
pleasure and perhaps some benefit from reading it:

“The grime and sordidness of the Silent House
seemed to have vanished since her appearance there
—the shadows of gloomy events that haunted the
lonely and desolate apartments—the heavy and
breathless scent which Death had left in more than
one of them—these were less powerful than the
purifying influence of one youthful, fresh, whole-
some heart. For Phoebe possessed the gift of song
and so naturally that you would as little think of in-

quiring who had taught her as of asking the same
question about a bird. The- children who had
shunned the repellent shadows of the Silent House
stopped as they ran past—listened, laughed, and
either crept closer or ran on with happy faces.”—
Hawthorne: ‘“The House of the Seven Gables.”

There was never a more clever reader of human
nature, especially of child nature, than the New
England genius who drew in unforgettable lines the
impressions of a timid and sensitive boyhood. The
Silent House! How many of us, children of a
larger growth, have felt the depressing influence of
silence. Upon the plastic child-mind the mark is
ineffaceable. Silence and shadow—sunshine and
song—the associations of these ideas has become
more than arbitrary. Human nature has pronounced
them inseparable.

It 1s the Silent House of the neighborhood, where-
ever and whatever it be, that throws its shadow
over all life that touches it. There may be no par-
ticular sadness or morbidness about it—its silence
may be a mere negation of sound. But all the same
it repels. Itis a dead house—dead in the sense that
associates life with laughter and music and the
sound of pleasant voices.

But let these things be brought into the Silent
House and how quickly it is galvanized into life.
Send a song ringing through the quiet halls, let the
swing of a bright bit of music break the stillness,
and the feet that were swift to escape the haunting
gloom of the doorway will be the first to come throng-
ing back. Music is a magnet—and the world holds
no other that draws hearts with such irresistible
force.

Modern inventions have done wonders in lighting
up the dark places of the world, but no skill has
done so much as that which has brought to the
Silent House the power of song. To many a home
where a lack of time, or money, or talent has for-
bidden a liberal musical education to any of its in-

(Continued on Page 6)
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SPECIAL PRICE ON MODEL “N” AND ARMS

AVE you some ‘Fireside’” and
H ““Standard” models in stock
equipped with “C,” “H,” “K” or

other reproducers with small diaphragms?
If so, you will be anxious to avail your-
self of this opportunity to get the Model

“N” with sapphire point and special
arms at the following special prices:

In U. S.

For Fireside, Dealer— $2.25. List $2.50
For Standard, Dealer—2.75. List 3.00
In Canada
For Fireside, Dealer—$2.93. List $3.25

For Standard, Dealer—3.58. List 3.90

Be careful, in ordering “N” Repro-
ducers and arms for either models, to
specify for what horn equipment they are
to be used as it may be necessary to sup-
ply crane parts and metal elbows for
horn connections. :

Of course, the small diaphragms will
play the Blue Amberol Records, but as you
already know, the heavy Model “N”’ gives
much more satisfactory results with the
new hard Records. If you equip the ma-
chines you now have in stock with the
Model “N” you will unquestionably place
them in a more salable condition and
greatly improve upon the impression
which the Blue Amberols make when
played by the same machine with the
small Reproducers.

Look up your sales and find out how

many of your customers have “Fireside”
or “Standard” Phonographs equipped
with any of the small Reproducers and
tell them of the new special price. You
will naturally select those who have al-
ready bought Blue Amberol Records and
notify them first, but do not fail to get in
touch with every Phonograph owner who
has one of these models. This is the best
kind of a follow-up on your Blue Amberol
Record prospects. Some of those whom
you approached probably did not buy
the Blue Amberols because they were not
impressed by them when they were
played with small Reproducers. Now
they can obtain the heavy Model “N”
with its large diaphragm at very small cost.
Though even the Model “N” is not equal
to the diamond Reproducer it is a vast
improvement over the small models and
the big difference in price between it and
the diamond points makes it all the more
desirable.

Play the Blue Amberols with the Model
“N” for these people—the wonderfully
improved tone and the very low cost of
the speaker are bound to put the unbreak-
able Records in a new light. The expend-
iture of about $3.00 gives them what
might be called a new Phonograph, so
great is the difference.

In view of the fact that we are no longer
making the wax Records every Dealer
will see the importance not only of getting
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new customers but of making the old ones
buy the Blue Amberols. This special
price will help you to do that. Remem-
ber that every Edison owner who has not
bought a diamond speaker is a prospect,
whether he buys Blue Amberol Records
or not. If he has been buying them and
using the small diaphragm you can in-
crease his enthusiasm and Record-pur-
chases by selling him a Model “N.”

B Q b

SUSPENDED LIST, DEC. 23, 1912

HIS name is supplemental to the Suspended

Lists which appeared in the June, 1908, and

succeeding issues of the EpisoN PHoNOGRAPH
MonTtHLy. These are still in force and must be
given the same consideration by the Trade as if re-
printed in full herewith.

N. Y., St. Johnsville—Henry Taubman

Jobbers and Dealers are asked not to supply the
above named with our apparatus, at address given
or any other address.

i Gt

RECORD RETURN GUIDE FOR
JANUARY, 1913
a FTER January Ist, 1913, U. S. Jobbers (A

to L) and Canadian Jobbers may return to

the factory for credit under the conditions
stipulated in Phonograph Sales Department Bul-
letin No. 118, dated September 17th, 1912, such
wax Records as may be in stock to the extent of
15 per cent. of their Blue Amberol Record pur-
chases and 714 per cent. of their machine purchases.
At the same time, U. S. and Canadian Dealers
may return, under the same agreement, such wax
Records as may be in stock to the extent of 109,
of their Record purchases and 59, of their machine
purchases.

It is understood that any Wax Records may be
returned under this agreement regardless of num-
bers and without reference to their being Amberol
or Standard. Jobbers and Dealers are also cau-
tioned that the return allowance on machine pur-
chases extends only over a period of six months
from the time of the initial shipment of Blue

Amberol Records.
FomesQ.Coroon

Your customers will be interested in the many
selections from popular New York shows. Invite
them to your store to hear “what they are hearing
on Broadway”’—they will buy.

HELP! HELP!

Harger & Blish,
Des Moines, Ia.

Gentlemen:

We have 10 numbers of Blue Records
left. What’s doing? Half the town is
waiting to hear these Records. We sent
out 140 lists Wednesday, we had 61 calls
to hear these Records during Thursday,
Friday and Saturday. Now we are
cleaned out. When do you expect some

more?! Help! Help! Help!!!
Yours truly,

E. W. Coburn & Son.

That is what the Blue Amberols did in Waterloo,
Iowa. The place certainly belies its name as far as
the Blue Amberols are concerned. The big per-
centage of calls which they received in the first
three days, after their announcements went out,
shows clearly the care they used in selecting their
mailing list. And look at the result! Wasn’t that
care worth while?

Harger and Blish in forwarding the letter to us
said in part:

“He called us up by long distance telephone and
instructed us to go right through the Record order
which he had on file for additional November Rec-
ords and double 1t on every quantity, with further in-
structions to take his December order and to treble
it.

We hand you herewith another letter from him,
dated November 15th, in which he sets forth the
fact that his Record buying retail trade at Waterloo
is so enthusiastic over this new product that his
customers are selecting Records from the Dealer’s
advance list and paying the money cash down in
order to be sure of getting out of the first lot of
December Records that he received, those particular
titles that struck their fancy.”

Mr. Coburn’s letter states that the December
Records were sold from the list in the November
MonTtHLY! He says at the close of this remarkable
letter that ‘““‘this is something for every Dealer and
Jobber to think about.”

And we echo that sentiment. There is nothing
strange about the soil, climate or other physical
properties of Waterloo which makes these people
crazy over Blue Amberols. The simple fact is that
these Records are just what they want—they satisfy
the musical appetite as no other Records have ever
done.

Admitting that “Des Moines Does Things” and
that the same spirit has undoubtedly spread to
Waterloo, this scramble for the Blue Amberol Rec-
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ords is not explainable as the ordinary way of doing
business in this town. The only explanation lies
in the merits of the new Records and in the manner
in which the Coburn people have repesented the
Blue Amberol subject to their customers.

There is no “luck” in that big percentage of
callers—it is simply an example of careful study and
thought in the making up of the list. In preparing
your own mailing lists you will find, just as the
Coburn people do, that a little extra thought is

fully repaid.
Fomasa Eboonr

READING NOTICE FOR FOURTH
LIST

‘ ‘ T E suggest the following copy for a reading

notice to be inserted in local papers by
Dealers when they receive the fourth list:

The New Edison Records which go on sale (Dealer
fill in date) offer an unusual variety of selections
including fifteen grand opera, two concert and twenty-
five regular Records. The grand opera Records
are offered at the price of the concert selections in
accordance with a plan adopted by the company
last month—that of offering grand opera at popular
prices. It is the belief of the Edison people that
there are a great many lovers of grand opera who will
be glad to avail themselves of this opportunity to
secure these magnificent Records at 75¢. each.

Among these opera Records are selections from
“La Bohéme,” “Pagliacci,” “Martha,” “Rigoletto,”
“Orfeo ed Euridice,” “Romeo et Juliette,” ‘“Tosca,”
“La Traviata,” “Otello,”” “La Forza del Destino”
and ‘“Ballo in Maschera,” the various selections
being well known passages from the different
operas.

Christine Miller and Orville Harrold, the famous
tenor, contribute to the concert list, singing “Afton
Water” and “Mary (Kind and Gentle is She),” two
exceptionally beautiful songs.

The regular list contains a number of selections
from popular New York shows, among them “My
Best Girl and Me” and “I’m Smiling at de Moon dat
Smiles at You” from “My Best Girl;” “Just That
You are You” from “The Merry Countess;”’ “Row,
Row, Row” from “The Ziegfeld Follies of 1912;”
“A Little Girl at Home” from “The Lady of the
Slipper; ” “When was There Ever a Night Like
This” from ‘“The Passing Show of 1912 and “The
Venus Waltz”” and “Everything’s at Home Except
Your Wife” from “Oh! Oh! Delphine.”

The Frank Croxton Quartet presents the beauti-
ful Quartet from ‘“Rigoletto;” the Metropolitan
Quartet sings the Bridal Chorus from “Lohengrin.”
Two other well known selections are the bass solo
“Rocked in the Cradle of the Deep,” sung by Frank
Croxton and “Her Bright Smile Haunts Me Still”
which is sung by Charles W. Harrison.

The “Dialogue for Three,” presented by flute,
oboe and clarinet, makes a delightful selection.
““The Spirit of Independence,” played in the dashing
manner of the New York Military Band, has an
irresistible swing and the American Standard Or-
chestra presents the “Orpheus Overture” in charm-
ing vein. Then there are a number of popular selec-
tions by favorite singers, such as “Red Wing” by
Frederic H. Potter and chorus accompanied by the
New York Military Band, ‘““The Preacher and the
Bear” by Arthur Collins, “Who Puts Me in My
Little Bed?” a kid song, by Ada Jones; “When the
Old Oaken Bucket was New” by Manuel Romain;
“Ill sit Right on the Moon” by Edna Brown;
“Take Me to That Swanee Shore” by Collins and
Harlan and the old favorite “You’re the Flower of
My Heart, Sweet Adeline” by Royal Fish and Cho-
rus. Ed Meeker delivers the ‘“Ragtime Soldier
Man” with his usual vim; Arthur Lichty sings the
charming “Sleepy Rose” and Joseph A. Phillips
completes the list with “At the Gate of the Palace
of Dreams.”

masQCdion
“WATCH OUR WINDOWS?”

OT long ago there appeared an advertisement
which had for its caption “Watch Our
Windows.” That is to say, the people who ran

the ad figured that their window displays were so
important that they spent money advertising them.
They knew that they could make their windows
tell their story and they proceeded to do so. Now
it is hardly to be expected that any Dealer would
go to this extreme and advertise his window-dis-
plays, but it does show in a striking way how im-
portant the windows of a store are if they are
properly handled.

Of course, every Dealer, in the country will
make some special effort to dress his window during
the holidays, whether he uses our regular display
service or not. But why not continue to give the
window periodical attention? Is not the fact that
everyone trims his window during this season an
acknowledgment that
recognized as an asset?

attractive windows are

If it is worth while to
decorate a window at a time when every one else
is doing the same thing, how much more effective

it is to decorate that same window during the rest
of the season when others are not doing so.

We have talked a great deal about window dis-
plays lately and it is very gratifying to see the
steadily increasing number of Dealers who have
gone in for them. Our window display department
i1s working to the limit to keep up with the orders
which have been steadily coming in. But whether
you use our regular service or not, don’t stop with
the Holiday windows as most of your neighbors will
but keep right on going throughout the year. Make
the people “ Watch Your Windows” and you will
find that it pays.
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EDISON WINDOW DISPLAY No. 27—PRICE $2.50

EP[EAT the [= = — __ =

goodness of the P SR

Edison Phono- | © .. ?
graph often. You [ "° -l
cannot tell it too of- |’ FoL

ten. You cannottell |~ < -
it all at once. Win- |* -
dow display adver- | . -

tising should be con- '
tinuous to be suc-

WE HAVE THE -

a competitive dealer
for $2.50? No! You
would giveitachance
to make a sale for
you, that the Dealer
without display will
not get. You order
stock regularly to
sell. 'Why not order

cessful. displays regularly to
EDISON = help sell more stock?
Have you used one BLUE AMBEROL RECORDS -~/ P o

Edison Display dur- | -
ing the past year?
You should have
used a dozen. There’s
nothing prohibitive
so far as price is con-
cerned. This stock
display we offer you
at $2.50. It tellsits
mission at a glance.
It can be easily set
up and forms an at-
tractive centre piece
in a window as small
as 3 ft. wide.

We do not think
there’s an Edison
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This setting is hand-
somely colored and
certainly deserves
your attention. Why
did you look at the
photographic repro-

i duction? Simply be-
1 ED SON cause it confronted
PbOﬂOQF&Dh you and appealed to

your curiosity. Are
there any curious
money spenders in
your locality? Plenty
of them; everybody
i1s on the lookout for

Dealer on the map
who would care to be placed on record as saying
that his show windows are of no value to him.
You can make them of more value by expending a
reasonable sum for Edison displays.

Doesn’t it need the “life’”” that a new display
gives it ? If this display was this minute in
position in your show window would you sell it to

something new,
something interest-
" ing.

Perhaps you arrange more attractive displays
than Edison ready-made ones. How do you do
it and keep at it without expense? Why not try
a new way. Let us do your planning and keep
you supplied with new ideas. Shall we ship one
of these hand-made displays to you through your
Jobber?

THE SONG IN THE SILENT HOUSE-Continued from page 2.

mates, the coming of the music-making machine,
which we call the Phonograph, has been a true god-
send, bringing as it does the products of the world’s
highest talent within the walls of peasant and prince
alike. The great things that used to be only for
great people have by its means become as much a
part of the evervday world as the songs of birds and
brooks and little children. Did the man, whose long
hours of thought and toil resulted in this wonderful
invention, dream of what he was doing for mankind
—for the tuneless hearths that sat sadly by the
world’s wayside? Did he know how that God-
given inspiration of his would open doors, and
lighten hearts, and call home wandering feet? Did
he know how it would raise the whole plane of exis-
tence for music-hungry hearts to whom such things
were once hopelessly denied?

There used to be some excuse for the Silent House
—now there is none. Even where there are no
young lives to brighten, there are those who need

the cheer of music in their later years. For the one
there is the gay lilt of the march and the bright little
song of the hour—for the other there are haunting
melodies of olden times, songs made precious by
treasured memories.

And so the Silent House is made a place of song.
It only needs a few simple touches, this wonderful
delicate mechanism that has been put in the place
of human hand and voice, and these touches any
hand can give. It is never “too tired” when its
skill is invoked—it has no “moods” that must be
flattered and cajoled. It does not take years of
training to bring out its best—those were all passed
through once for -all while the thought of the mar-
velous thing lay like a beautiful dream in the brain
of its inventor. It comes to us perfect, ready to
give us not only its own best but the best of the
whole world.

God bless the man who has brought to the Silent
House the power of song!
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HAVE YOU A BARREL HOOP?

OW are you disposing of the new attractive
advertising matter furnished you to aid
in boosting your Blue Amberol Record sales?

Have you given any particular attention to its
distribution into places where it will do the most
good?

We show you one way to call attention to it
through your show window and at the same time
display a Phonograph and Records. There isn’t
anything particularly hard about building this dis-
play, just a little determination and willingness to
try. There isn’t any expense to it unless the grocer
charges you for a barrel hoop, and that isn’t likely.

Here is the way to build the framework that
forms the foundation. Secure two pieces of soft
pine 6’ long and two pieces 3’ long about 3" wide
and 14" or 74" thick. Lay the two 6’-pieces to-
gether and nail them at one end. Spread the oppo-
site ends and nail on one of the 3’ flat pieces. The
photo shows how this stands up and when you have
fastened the remaining 3’ piece across at a height
that is just even with the top of the horn crane you
have a pattern of the letter ‘““A” with a shelf across
its face to set the records on. Use small cleats to
fasten this shelf to uprights. The circle of card-
board at the top is 2’ in diameter and if you do not
care to cut one out of heavy cardboard a barre!
hoop neatly wrapped with strips of crepe paper will
answer.

The photo shows clearly how to arrange the
booklets and Records and if you wire the shelf to
the crane upright you have a substantial frame-
work.

Remember this is just one way to use the free
matter to aid in window display. You have our
permission to arrange one your way that will put
this simple effect to shame. By all means do
something, make some effort to attract unusual

F
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EDISON
Blue Amberol

RECORD

attention. Isn’t this setting suggestion of a little
more life than your present displays? 13,000 win-
dows as attractive as this (even if it is only a simple
one) will lend aid in general publicity that any new
commodity needs to push its sales. Try this one
idea if you haven’t a better one and we are sure
that you will try the naxt.

KEEP THEM BUYING
THE following letter shows that purchasers of

small machines sometimes make good pros-

pects for the larger models. With the Blue
Amberols to help you, there ought to be a number of
similar changes made among your regular custom-
ers. It is well worth trying at any rate:

“l am truly an Edison enthusiast. I first
owned a ‘Fireside,” and after about seven months
of real enjoyment from the ‘Fireside’ I am
now the proud owner of a “Triumph.” All
my friends found pleasure in spending hours
listening to the ‘Fireside,” and two of them—being
‘stuck’ on the kind of machine are now owners of
‘Standard’ and another I sold the ‘Fireside’ to.
Since I have the ‘Triumph’ everybody who has
heard it, says 1t’s the sweetest and most natural
talking machine they have yet heard. Truly
your Model ‘O’ reproducer is a ‘gem’ and the ‘Music
Master’ horn a real melodious beauty.

“Last night we had an Edison Concert—‘Tri-
umph’ and ‘Standard’ alternately. We kept an
audience of no less than thirty friends and relatives
enraptured. We ended the concert, by singing and
recording the first verse of ‘God Save the King,’
the entire company joined—piano accompaniment,
and concluded the Record by raising three hearty
cheers for ‘Edison.’

“The Record reproduced was a beauty and all
agreed that Edison’s machines are the best.”—
Arthur L. Laurence, Spanish Town, Jamaica.

Ko At
EILER’S GIVES CONCERT

EATTLE was given a great musical treat when
Eiler’s Music House gave a Phonograph con-
cert in their Recital Hall during the Christmas

shopping season. It was of course a direct bid
for the Christmas trade and it proved to be an
excellent advertisement. The concert was given
liberal notices by the press and was a big success.
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TWO MORE STOCK ELECTROS

You are always prepared
for company if thereisan |\ 2\ Y : I
EDISON K= = @_ !
PHONOGRAPH ~ LA j/ JJ=
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The magnificent tone of the unbreakable Edison Blue Amberol Records
places the Edison on a plane above all other talking machines as an entertainer.
To hear Edison Records is to hear great artists and clever performers at
their best.

JOHN BROWN
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Old age and childhood have few pleasures in common except

music. That is why the

EDISON PHONOGRAPH

ought to be in every home. Not only will it entertain every one
in the family, but the children can be taught to appreciate beauti-
ful music which they might not hear in any other way. Edison

Phonographs range in price from $200 to $15.

JOHN JONES 120 Main Street
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CAN YOU USE THENMI?
TOCK electros numbered 873 and 869, shown

on the opposite page, are now available for all
Dealers. We are prepared to furnish them
free: to all Dealers who will send us copies of the
ads in which they are used.
Like the other electros offered in our December
issue, they are made in three sizes, as follows:

Large Medium Small
Grandmother.............. 869 872 863
Men.....ooiiieeiiiinee. 871 873 860

Dmar Qoo
THE GOLD MINE

HERE are some who become Edison Dealers,

and then sit down and wait—thinking that

just because they’ve put a certain amount of
money into the thing, that it is going to run itself.
They know how popular the Edison Phonograph is,
they know how well the line is advertised, and they
think that because they have taken ‘the step”
and invested in a stock, that the sales are going
to come pouring in.

Well, did you ever know of a gold mine that just
handed out the gold? No, it has to be worked, and
so it is with this. You must “Dig, Dig, Dig.”
The more you dig, the more of a gold mine it will
be for you.

There are thousands of Dealers to-day who are
finding it a very gold mine, and they tell you with
great enthusiasm how the business is growing, but
they also tell you that you have-to stick at i’f; that
you must dig out the gold for yourself, in order to
make a success, and to keep on making a success of
it. So if you happen to be one of those (there are
not many) who hasn’t found the thing just as rosy
as you pictured, stop and think: How much energy
have I put into it? Have T gone-about it in the
right way? I know the Edison is a wonderful
entertainer; I know that nearly anyone hearing the
Edison played properly has a great desire to 6wn
one. Have I been putting it before the public in an
attractive way? Have I read what other Dealers
are doing? Am I adopting such plans as they are
finding successful? These and many other questions
you should ask yourself to good purpose.

Think over them, and answer them for yourself,
too. It will make you take hold of the Edison
enterprise with a firmer grip, and you will see
ahead of you so many ways of popularizing the
goods, that you will hardly be able to wait till
you can get right into it. Why, anyone who hears
the latest machine is sure to want to have one for
himself; this is certainly a big help towards mak-
ing the “sale,” for people to want the instrument.

First, then, let it be heard, and the proper place

is right in your prospect’s own home—or, in the
fine summer weather, at your prospect’s home, for
the Edison is great when played out of doors. It
is great on the lakes, the rivers, the summer camp
is just the place for it. Now, sit down and think
out a plan whereby you will bring before all these
people the Edison with the winning ways. Other
people are taking it easy during the summer. You
go and dig away at your gold mine. Work hard
in summer and you’ll have a pile of pretty good
stuff mined when they get back to business again
themselves.

Talking about working hard in the summer time.
Ever think how it figures out? Well, nearly every
one lets up a bit, they say—things are slack during
this season. Your competitors let up, too. So
that if you keep going full steam ahead, you are
going to steal a march on the other fellow, and,
instead of the summer being a slack season, it will
be busy and remunerative for you. Go at it with
determination; make it your best season.—‘“DIG.”

—Williams’ Echo.
oman Qb
PHONOGRAPH USED AT FUNERAL

HE Boston Journal recently printed the
following account of the unique part played
by the Edison in the funeral of a Melrose

The ceremony, or lack of ceremony, proba-
bly has no parallel in history, and it is significant
of the esteem in which the deceased man held the
Phonograph:

No Prayers or Singing at
Obsequies of Daniel
Evans Caswell.

No minister will read a ritual at the funeral
of Daniel Evans Caswell, late of Melrose, at noon
today. There will be no singing, save that of a
Phonograph, and there will be no last prayers.

The body will lie in the room of the home at
221 Franklin Street. The doors of the house will
be open, but there will be no one of the family
in view. At noon an attendant will enter the room
where the casket lies and will take his place at
the Phonograph that will stand at the head of the
coffin. At the first stroke of twelve he will start
the mechanism, and for one hour the Records loved
by Daniel Caswell will be played.

At one o’clock the doors of the house will be
closed. The Phonograph will stop, and quiet will
prevail unbroken until tomorrow morning. Then,
before the people of Melrose are astir, the coffin
will be taken to the Wyoming Cemetery, and in
the presence of only his nearest relatives, all that
remains of Daniel Caswell will be consigned to the
earth. His “silent funeral” will have been carried
out in accordance with his last wish.

The Iver Johnson Sporting Goods Company of
Boston, in forwarding the account of this remark-
able funeral, stated that F. J. Scherrer of Melrose,
Mass., is the Dealer through whom Mr. Caswell
obtained his Records.

man.
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HAYES HAS ATTRACTIVE WINDOW

HE Hayes Music Co. of Toledo, Ohio, ran an

advertisement in the Toledo papers using this

cut as an illustration. The ad was an
excellent one, written in the form of a news
item and the picture of the window display made it
very effective.

The central announcement ‘“Musical Talent
Wanted,” is bound to attract attention, and the
small card stating that amateurs are included in the
offer dispels any notion that they are merely in
search of professional artists.

Of course, the window refers to our Home Record-
ing Outfit and alludes to our booklet ‘“Making

Records at Home” and “The Modern Blarney
Stone.” And by using the window display to illus-
trate the ads, they get double value. Moreover,
they fix in the minds of their readers the exact ap-
pearance of their window. When they pass within
sight of that window, no matter whether they are
near enough to read the announcement or not, they
will recognize the Hayes Window at a glance as the
place where they can make Records at home on
Edison Phonographs.

Incidentally, though this extremely retouched
cut fails to do it justice, the window itself is a de-
cided credit to the Hayes Music Co.

GOLDEN AND HUGHES IN THE SOUTH

OLDEN AND HUGHES, whose popularity
as Edison comedians is a fact of long standing
have been touring the south in vaudeville

and they never lose sight of their Edison connection
and are known as the ‘““Phonograph Boys”’ in their
advertisements.

They always make a point of looking up Edison
Dealers in the various towns in which they appear

and they are always glad to co-operate with Dealers
in any way they can, figuring correctly that they
get good advertising both as Edison artists and
vaudeville performers. Edison Dealers will always
do well to get into communication with these boys
as there is no question but what their advertise-
ments and numerous reading notices are valuable
to every local Edison Dealer.
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INVESTIGATE THE PARCELS POST

S you are aware, the Parcels Post

Law went into effect on January

Ist. This law was primarily de-
signed for the benefit of small shippers
and individuals who have no means of
delivery of their own.

Many Dealers will find the Parcels Post
a great convenience and no little saving
in the shipping of Records and machine
parts.

We, therefore, urge every Dealer to get
in touch with his local postmaster at
once and find out exactly to what extent
he can use the new system to advantage.
The postmaster will be supplied with
maps and literature which will give the
desired information. The country being
divided into zones which, so far as each
individual is concerned, have his home
town or city as a center,it remains for him
to determine how far he can send a pack-
age of any given weight and effect a sav-
ing over the rates of theexpress companies.

marQ s
EARLY GIVES CONCERT
HE Early Music House of Fort Dodge, Towa,

has_begun a series of Artists’ Concerts which

are given under their auspices. Christine
Miller, the popular Edison contralto, was the singer
upon this occasion. They write that “Miss Miller
exceeded our expectations and completely captured
her audience.” During the day ‘the contralto
visited the Early store and heard some of her own
records on the Edison. )

“She seemed as much pleased with them as we
have been,” writes Mr. Jon.

Keep in mind the list of Miss Miller’s engagements
which we printed in the December issue if you are
located in any of the places mentioned on it. The
singer will invariably make a great success of her
appearance and it is up to the Dealer to reap the
benefit of her popularity.

homasQ oo
TO THE TRADE]

We are informed that Dealers are writing
Jobbers for the special envelopes for the first Blue
Amberol Catalogs (Form 2280). We have com-
pletely exhausted our supply of these special
envelopes and, unless your Jobber has a small
supply on hand, there will be no more available.

THE SECOND STREET-CAR CARD

Come to our store and hear

G/:e new EDI SON
Blue Amberol

Record

You will be surprised

HE second car card is now ready for shipment.

All those who used the first one will undoubt-

edly want the second which is illustrated
above. Like the first card it will, of course, be
mortised for your name and address. We will do
the imprinting at our expense and you pay the
transportation charges as formerly.

There are still a few of the first cards in stock.
If you decide to do some street-car advertising you
can also make use of them together with this second
card. And we are sure that you will find it profita-
ble to advertise in the street-cars of your town or
city. If you have never done any advertising
through this medium our offer of these cards gives
you an opportunity to try it at very small cost.

At any rate give the idea a trying out and order
your cards now.

oniaGEtoms
RECORD ALBUMS

ET your customers in the habit of keeping

their Blue Amberol Records in Record al-

bums. Though there is no particular danger
of the Blue Amberol Records being injured—unless
the piano or the ceiling should fall on them—it is
much more convenient and far neater to keep them
together in an album than to have the Records
and cartons scattered around the room.

In the case of many of the old Wax Records,
this haphazard treatment has undoubtedly been
disastrous and you will find a number of your old
customers who will be glad to have just such a
means of protecting and arranging their wax selec-
tions.

The albums are especially designed for use on the
Amberola III. Three of them, each holding 30
cylinders, can be placed on each machine. This
enables the owner to have a goodly number of
Records right at hand and arranged in a most con-
venient and orderly manner.

These albums will be furnished at the following.
prices:

In U. S. In Canada
$1.50  $1.95

2.00 2.50
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You Will Never Know a Lonely Moment
if You Own an

EDISON PHONOGRAPH

It will play to you and sing for you the music
that you love best. It makes no difference how
varied the musical taste of your family may be—
from grand opera to coon ‘shouts’ the Edison

will satisfy every requirement.

The Blue Amberol Records are not only prac-
tically unbreakable, but they possess a richness
and roundness of tone that is a revelation to those
who hear it for the first time. The permanent
Diamond-pointed Reproducer which does away
with the nuisance of changing needles, gives a

clear full tone because of its fineness and weight.

Come in and hear Edison Blue Amberol Records

played by the Edison Diamond Reproducer.

JOHN BROWN 120 Main Street

THE EDISON
FOUR ELECTROS PHONOGRAPH

i offers a greater value
HE tWO CICCtI‘OS on thlS page than any other sound

and corresponding sizes can be reproducing machine.
The wunbreakable Blue

Amberol Records make

Department for newspaper and other it possible to use a real
diamond point on the

Reproducer which is,

obtained from the Advertising

purposes without cost. We have

suggested copy to accompany them. of course, indestructible

Use these electros and send us copies f"nd never needs chang-
ing.

of your ads. The Edison is the only
Phonograph upon which

Group, large...........ccoue... No. 798 you can make your own

Records at home.

Group, small.........c. No. 799 Sig o el g e
Woman, large.........cc No. 800 we make Records.
Woman, small............. No. 801 WILLIAM SMITH

30 Broad Street.
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Edison

ROYAL FISH
(Tenor)

FTER studying for
several years under
his father, Stephen

Fish, who was a well known
tenor, Royal Fish continued
his training under several
of the best teachers in Chi-
cago and New York.

He has sung leading tenor
roles in nearly all the stand-
ard operas and includes in
his repertoire the best of the
oratorios, classic and modern songs.

He has ap-
peared with the leading societies of the country from

Maine to California. As the director of Denman
‘Thompson’s “Old Homestead”” Double Quartet, Mr.
Fish won country-wide fame.

He is at present soloist of the First Presbyterian
Church of Brooklyn and is engaged in concert and
oratorio work. His sister, Minnie Fish Griffin, is
the most prominent soprano soloist in the Middle
West in the concert field.

B Eaoone

ANTONIO GIAMMATTEO
(Clarinetist)

R. GIAMMATTEO
was born in Italy
and came to this

country when twenty years
of age. He began the study
of music at the age of eight
under the instruction of
Italy’s famous bandmaster,
Alessandro Vessella, Direc-
tor of the Municipal Band
of Rome, and later with F.
Pontillo, the famous clari-
netist and teacher in the Royal Conservatory of
Naples.

When but twelve years old he won the first prize
in a solo competition conducted by his native city
in which ten bands were represented. At sixteen

Artists

he had gained still further distinction by winning
many contests given by the Military and Municipal
band for the position of first clarinet soloist and
only his extreme youth prevented his enrollment.
Since his arrival in this country he has appeared as
soloist with many well known organizations.

oman Q. Edomna

FELIX SANTANGELO
(Oboe Soloist)

R. SANTANGELO
was born in Italy in
1882. At the age of
eighteen he went to Naples
completing his musical edu-
cation under the celebrated
oboist Signor De Rosa,
teacher in the Royal Con-
servatory of Music. Four
years later he enrolled in the
army, serving until he was
twenty-three years of age.
During that time, by special permission of his supe-
rior, he had the opportunity of playing in many opera
houses, under such famous musicians as Mascagni,
Mugnone, Campanini and Barvue. He also ap-
peared under the celebrated Rev. Perosi, composer
and conductor of the Sistine Chapel in the Vatican.
Since coming to America at the age of twenty-
four he has played under the direction of Sofonoff,
Rockmaninoff, Damrosch and others, appearing
with the Russian Symphony Orchestra, Volpe Or-
chestra and the New York Philharmonic Society.

mn O

BLUE AMBEROLS IN CHURCH

H. H. Miner, of Dunham, Que., writes that he
took a “Home” model and a few Blue Amberol
Records to an entertainment at the Methodist
Church. While the audience was gathering he

played several selections and received generous
applause.

Within one week he had several very promising
inquiries and was assured of two sales. He writes
that he feels well paid for the time spent and that
he has already arranged for another concert. He
is enthusiastic over the Blue Amberols.
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EDISON BLUE AMBEROL RECORDS

FOURTH LIST
THE Edison Records listed below will be shipped to Jobbers about February

Ist. Jobbers may and should immediately re-ship to Dealers. The Records

may be placed on sale as soon as received. Supplements and Phonograms will
be shipped with Records to Jobbers, who should in turn re-distribute to Dealers.
Bulletins will be mailed to Dealers direct from the Advertising Department. This
printed matter may be sent out and displayed as soon as received. Jobbers should
place orders for these Records at once, to insure prompt shipment when the third
list of Blue Amberols has been disposed of.

THOMAS A. EDISON, INC.
ORANGE, N. J., U. §. A.

BLUE AMBEROL GRAND OPERA LIST

75 cents each in the United States; $1.00 each in Canada

28120 “Ich schnitt’ es gern in alle Rinden ein” 28135 “Che faro senza Euridice” (I have lost

(Impatience) (Franz Schubert)
Heinrich Knote
Tenor solo 1n German, orchestra accompaniment
28121 “Pagenarie”—(Page song, You would be
hearing)—Maskenball (Verdi)
Melitta Heim
Soprano solo in German, orchestra accompaniment
28122 “Mi chiamano Mimi”—(My name is Mimi)
—La Boheéme (Puccini) Lucrezia Bori
Soprano solo tn Italian, orchestra accompaniment
28130 ““Eri tu” (Is it thou?)—Ballo in Maschera
(Verdr) Ernesto Caronna
Baritone solo in Italian, orchestra accampaniment
28131 Ballatella, ““Che volo d’angelli!” (Ye

birds without number!)—I Pagliacci

(Leoncavallo) Marguerita Sylva
Soprano solo in Italian, orchestra accompaniment
28132 “M’appari” (Ah! so pure)—Martha
(Flotow) Aristodemo Giorgini

Tenor solo in Italian, orchestra accompaniment
28133 “Caro nome’ (Dearest name)—Rigoletto
(Verds) Selma Kurz
Soprano solo in Italian, orchestra accompaniment
28134 “Prologo” (Prologue)—I Pagliacci (Leon-
cavallo) Carlo Galeffi

Baritone solo in Italian, orchestra accompaniment

my Eurydice)—Orfeo ed Euridice (von
Gluck) Marie Delna
Contralto solo in Italian, orchestra accompaniment
28136 ““Ah! leve toi soleil” (Arise, radiant sun)
—Romeéo et Juliette (Gounod)

Gaston DuBois
Tenor solo in French, orchestra accompaniment

28137 ““Vissi d’arte, vissi d’amore” (Love and
Music)—Tosca (Puccint)
Adelina Agostinelli

Soprano solo in Italian, orchestra accompaniment

28138 ““Dei miei bollenti spiriti (Wild my dream
of youth)—La Traviata (Verdi)
Elvino Ventura

Tenor solo in Italian, orchestra accompaniment

28139 “Ave Maria” (Hail, Mary)—Otello
(Verdr) Maria Farneti

Soprano solo in Italian, orchestra accompaniment

28140 ‘‘Morte d’Otello” (Death of Othello)—
Otello (Verdi) Florencio Constantino

Tenor solo in Italian, orchestra accompaniment

28141 “O tu che in seno agli Angeli” (Thou
Heavenly One)—La Forza del Destino
(Verdi) Carlo Albani

Tenor solo in Italian, orchestra accompaniment

BLUE AMBEROL CONCERT LIST

75 cents each in the United States; $1.00 each in Canada

28128 Afton Water (Hume)

Contralto solo, orchestra accompaniment

Christine Miller

28129 Mary (“Kind and Gentle is She”’) (Rick-
ardson) Orville Harrold

Tenor solo, orchestra accompaniment
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BLUE AMBEROL REGULAR LIST

50 cents each in the United States; 65 cents each in Canada

1510 My Best Girl and Me—"“My Best Girl”
(Crawford) Edward M. Favor and Chorus
Song and chorus, orchestra accompaniment
1512 I’m Smiling at de Moon dat Smiles at
You—“My Best Girl” (Crawford)
Irving Gillette and Chorus
Tenor and chorus, orchestra accompaniment

1513 Just That You are You—‘“The Merry
Countess” (Strauss) Walter Van Brunt

Comic song, orchestra accompaniment
Rocked in the Cradle of the Deep (J. P.
Knight) Frank Croxton
Basso solo, orchestra accompaniment
1528 Quartet “Rigoletto’ (FPerdi) Croxton Quartet
Mixed voices, orchestra accompaniment
1529 Row, Row, Row—‘Ziegfeld Follies of
1912” (Monaco) Collins and Harlan
Comic song, orchestra accompaniment
1530 A Little Girl at Home—*The Lady of the
Slipper” (Herbert)
Elizabeth Spencer and Harvey Hindermyer
Soprano and tenor, orchestra accompaniment
1541 When was There Ever a Night Like This?
—“The Passing Show of 1912” (Hirsch)
Charles W. Harrison
Tenor solo, orchestra accompaniment
1543 Red Wing (Kerry Mills)
Frederic H. Potter and Chorus
Tenor and chorus, acc. by New York Military Band
1560 The Preacher and the Bear (Arzonia)
Arthur Collins
Tenor solo, orchestra accompaniment
1611 Who Puts Me in My Little Bed? (Harry
von Tilzer) Ada Jones

K1d song, orchestra accompaniment

1612 Spirit of Independence March (Holzmann)
New York Military Band

1517

1613 At the Gate of the Palace of Dreams
(Schmid) Joseph A. Phillips
Baritone solo, orchestra accompaniment
Bridal Chorus—‘“Lohengrin” (W agner)
Metropolitan Quartet
Muxed voices, orchestra accompaniment
When the Old Oaken Bucket was New
(Cooper) Manuel Romain
Tenor solo, orchestra accompaniment
Dialogue for Three (Hamm)  Spindler,
Santangelo and Giammatteo
Flute, oboe and clarinet
Sleepy Rose (Andino) Arthur C. Lichty
Baritone solo, orchestra accompaniment
Ragtime Soldier Man (Berlin) Ed Meeker
Baritone solo, orchestra accompaniment
Her Bright Smile Haunts Me Still (#righ-
ton) Charles W. Harrison
Tenor solo, orchestra accompaniment
Venus Waltz—“Oh! Oh! Delphine”
(Caryll)  American Standard Orchestra
Everything’s at Home Except Your Wife
—“Oh! Oh! Delphine” (Caryll)
Walter Van Brunt
Tenor solo, orchestra accompaniment
Orpheus Overture (Offenbach)
American Standard Orchestra
I’ll Sit Right on the Moon (Monaco)
Edna Brown
Contralto solo, orchestra accompaniment
Take Me to That Swanee Shore (Muir)
Collins and Harlan

Coon duet, orchestra accompaniment
You’re the Flower of My Heart, Sweet
Adeline (Armstrong)
Royal Fish & Chorus

Tenor and chorus, orchestra accompaniment

1614

1615

1616

1617

1618

1619

1620

1621

1622

1623

1624

1625

Foreign Records

BRITISH AMBEROL FOR JANUARY

Selection from Florodora, Leslie Stuart
National Military Band
The Spaniard that Blighted My Life, Merson
Billy Merson
I Shall Never Cease to Love You. Bennett Scott
Glandon Roberts
Follow the Footprints in the Snow. Murphy €8 David
Jack Charman
Come Sini to Me (Cornet Solo), Thompson C. Leggett
Hybrias the Cretan, Elliott Peter Dawson
We’re Here Today and Gone To-morrow, Staunton
& Flynn Florrie Forde
O’ a’ the Airts the Win’ Can Blaw  Archie Anderson
It’s a Grand Old Song is Home Sweet Home, Godfrey
8 Williams Billy Williams

12518
12519
12520
12521
12522
12523
12524

12525
12526

for January, 1913

12527
12528
12529

The Merry Widow Lancers. Figs. 1 & 2., Lehar
National Military Band
The Merry Widow Lancers. Figs. 3 & 4., Lehar
National Military Band
The Merry Widow Lancers. Fig. 5, Lekar
National Military Band

GERMAN AMBEROL FOR JANUARY

Risi-Bisi-Marsch, Potpourri, Morena
Johann Strauss Orchester

15269

15270 “Klingende Meteore’—Potpourri, F. Meysel
Stettiner Sanger
15271 Ansprache des Landgrafen, Wagner  Th. Lattermann

15272 Faszinations-Walzer, Marchetti

Johann Strauss Streich-Orthester




Jobbers of Edison Phonographs and Records

ALA,, Birmingham—Talking Machine Co.
Mobile—W. H. Reynalds.

CAL., Los Angeles—Southern Cal. Music Co.
San Francisco—Pacific Phonograph Co.

COLO., Denver—Denver Dry Goods Co.
Hext Music Co.

CONN., New Haven.—Pardee-Ellenberger Co.
D. C., Washington—E. F. Droop & Sons Co.

GA., Atlanta—Atlanta Phonograph Co.
Wayeross—Youmans Jewelry Co.

IDAHO, Boise—FEilers Music House.

ILL., Chicago—Babson Bros.
James 1. Lyons.
Peoria—Peoria Phonograph Co.
Putnam-Page Co., Inc.

Quincy—Quincy Phonograph Co.

IND., Indianapolis—XKipp-Link Phonograph Co.

IOWA, Des Moines—Harger & Blish.
Sioux City—Harger & Blish,

MAINE, Bangor—S. L. Crosby Co.
Portland—Portland Sporting Goods Co.

MD., Baltimore—E. F. Droop & Sons Co.

MASS., Boston—FEastern Talking Machine Co.
Iver Johnson Sptg. Goods Co.
Pardee-Ellenberger Co.

Lowell—Thomas Wardell.

MICH., Detroit—American Phono. Co.
Grinnell Bros.

MINN., Minneapolis—ILaurence H. Lucker,

St. Paul—W. J. Dyer & Bro.
Koehler & Hinrichs.

MO., Kansas City—]. W. Jenkins’ Sons Music Co.

Schmelzer Arms Co.,
St. Louis—Silverstone Talk. Machine Co.

MONT., Helena—Montana Phono. Co.
NEB., Omaha—Schultz Bros.
N. H., Manchester—John B. Varick Co.

N. J., Hoboken—Eclipse Phono. Co.

Paterson—James K. O’'Dea.

N. Y.. Albany—Finch & Hahn,

Buffalo—W. D. Andrews.
Neal, Clark & Neal Co.

Elmira—FElmira Arms Co.
Gloversville—American Phono. Co.

New York City—Blackman Talking Machine Co.
J. F. Blackman & Son.
I. Davega, Jr., Inc.
S. B. Davega Co.
Greenhut-Siegel-Cooper Co.

Oswego—Frank E. Bolway.
Rochester—Talking Machine Co.
Syracuse—W. D. Andrews.

Utica—Arthur F. Ferriss.
William Harrison.

OHIO, Cincinnati—
Cleveland—Laurence H. Lucker.
Columbus—Perry B. Whitsit Co.
Newark—Ball-Fintze Co.
Toledo—Hayes Music Co.

OKLA., Oklahoma City—Schmelzer Arms Co.

OREGON, Portland—Graves Music Co.

PENNA., Philadelphia—Louis Buehn & Bro.
C. J. Heppe & Son.
Penn Phonograph Co.
H. A. Weymann & Son.

Pittsburg—Buehn Phonograph:Co.

Scranton—Ackerman & Co.
Technical Supply Co.

Williamsport—W. A. Myers.

R. I. Providence—]. A. Foster Co.
J. Samuels & Bro.

TENN., Memphis—F. M. Atwood.
O. K. Houck Piano Co.

TEX.. Dallas—Southern Talking Machine Co.
El Paso—W. G. Walz Co.
Fort Worth—1I1,. Shepherd & Co.
Houston—Houston Phonograph Co.
San Antonio—H. C. Rees Optical Co.

UTAH, Ogden—Proudfit Sporting Goods Co.
Salt Lake City—Consolidated Music Co.

VT.. Burlington—American Phono. Co.
VA., Richmond—C. B. Haynes & Co.

WASH.. Seattle—Eilers Music House.

Spokane—Graves Music Co.
WIS.. Milwaukee—Laurence McGreal.

CANADA. Quebec—C. Robitaille.
Montreal—R. S. Williams & Sons Co., Ltd.
St. John—W. H. Thorne & Co., Ltd.
Toronto—R. S. Williams & Sons Co., Ltd.
Vancouver—M. W. Waitt & Co., Ltd.

Winnipeg—R. S. Williams & Sons Co., Ltd.
Babson Bros.

Calgary—R. S. Williams & Sons Co. Ltd.
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MR. EDISON FURTHER HONORED

FEW years ago Emile Rathenau, the presi-

dent of the Edison Electric Works in Berlin,

employing more than 60,000 men, established
a foundation for a gold medal to be awarded each
year to the man who, during that year, had invented
the greatest life-saving device. This medal was to
be presented through the Society of National
Safety.

Because of the adaptability of the Edison Stor-
age Battery to many users in mines and places
where dangerous gases might be ignited, the award
this year was made to Mr. Edison on Friday,
January 24th, at the Society of Engineers Building,
New York City, and was witnessed by many eminent
scientists, inventors and others, who have been
interested in or associated with Mr. Edison.

Among these present was Andrew Carnegie,
who, upon learning of the object of the “Society of
National Safety,”” made the occasion more memora-
ble by a substantial contribution to its treasury.

Mr. Edison, being unable to attend, was repre-
sented by Mrs. Edison.

The supplements for the Fourth List have
undoubtedly reached you by this time and you have
marked the fact that they are the first to review
the previous lists—they contain all the Blue
Amberol Records listed up to that date. A copy
of that supplement should be in the hands of every
customer.

A VANCOUVER WINDOW

E have just received a photograph of the

Christmas window of M. W. Waitt & Co.,

Vancouver, B. C. These people always
have had a knack of producing exceptionally attrac-
tive windows—the kind that make people “stop,
”» It so happened that this was
their golden jubilee, for their prosperous business was
passing the half century mark.

So they started planning early, determined to
outdo even themselves. The space used was 12 ft.
wide and the window was extended into the store
10 ft., making the display very large and elaborate,
having a 12 by 20 ft. space to dress.

It was a snow scene. The foreground showed a
Cariboo Elk drawing a large sleigh upon which
was a piano, Phonographs and two sacks filled with
Records which had been scattered over the snow on
the ground. On the sides were picket fences cov-
ered with snow, giving the whole affair a most
realistic appearance.

The background showed a house with Santa
Claus just about to climb down the chimney with an
Edison Gem, and through the window could be seen
a little boy looking into a brilliant red fire. The
window had extra lights—about 720 C.P. in all—
and so was very bright and attracted attention even
from the crowds across the street. But the main
fact i1s this—in describing the window Mr. Kent,
secretary of the company, closes his remarks by
saying that a number of sales of Phonographs and
Records were directly traced to the window display.
It pays!

look and loosen.
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THE BLUE AMBEROLS

ITH this issue we are announcing

the fifth list of Blue Amberols and

the new Records have graduated
from the so called experimental class and
are now an  institution.” They have
proven themselves to be all that we have
claimed for them, and, judging by the
letters we have received from Dealers
and customers, they have made a tre-
mendous “hit” wherever they have been
heard. .

One enthusiast asks that we mail his
Phonogram earlier because he lives fif-
teen miles from a Dealer and by the time
he gets to town, there is not much left
to choose from. Another wants to know
why one of our biggest Dealers could
not supply him with all the selections
he ordered, and there are many similar
“complaints.” In every case we have
assumed the entire responsibility and
assured the customers that the Dealers
were not at fault.

We are still unable to catch up with
our orders though we are working night
and day. Shipments are being made
just as rapidly as we can get a quantity
of Records together, and we are doing
our best to work back into the old sched-
ule, but with the present demand, we
cannot promise to do so for some time.

Keep right on pushing the Blue Am-
berols in your territory, however, because
you will be able to take care of all your

customers, new and old, in time. In
the meanwhile, build up a good solid list
of prospects and don’t let their interest
lag. Give a few Blue Amberol concerts
—they will help both the Records and
the machine. By the way, has it occurred
to you just how much of a plank the Blue
Amberols have added to your selling
platform? When we were making the
old wax Records, Dealers frequently had
to meet objections concerning their
brittleness, and consequent lack of per-
manence. The Blue Amberols, on the
other hand, have completely reversed
that situation and the Dealer can now
make the wonders of the new Record
one of his chief points. Where, in a
sense, he formerly had only one point
of approach, he now has both the Record
and the machine, and we find the Blue
Amberol being used as a means of selling
many machines to new customers.

Don’t wait until you have a stock of
Blue Amberols on hand before you
begin selling them. ‘“Lay your pipes”
in advance by making good use of a few
samples, and when you get a shipment of
Blue Amberols they will hardly even
hesitate in their course through your
store into the hands of your customers.

You are doing great work now—our
sales records show that—but with the
Blue Amberols to push, you can do even
better.
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KEEPING TABS ON A CUSTOMER

HILE the Blue Amberols are still compara-
tively few in number, let us make a sugges-
tion which we believe will be of value.

Get an ordinary cheap note book and in it write
the name of every purchaser of a Blue Amberol
Record. The main object is to keep track of the
kind of Record which each person buys. Divide
the various selections into classes and designate
them roughly as follows:

Grand Opera—G. O.; Classical—C.; Sacred—S.;
Vaudeville Sketches—V. S.; Musical Comedy—M.
C.; Ragtime—R,, etc.

Mark the number and the initial of each Record
that you sell opposite the name of the buyer. Then
you can tell at a glance just what style of selection
appeals most strongly to each customer.

When a new list of Records comes in you know
just what Records to recommend to Mr. Smith.
You see that he has bought six musical comedy
selections and not more than one or two of the
various others. If he does not come in shortly
after receiving your printed matter, write a little
note calling his attention to the musical comedy
selections in the new list. 1f that does not produce
any results, take a few of the Records up to his
house some evening and play them for him.

You will find that almost every customer has some
favorite kind of selection and, after you have been
“keeping score” for a little while, you will be able
to'judge pretty accurately just what he will buy if
left to his own devices. After you have sold him
all of his “first choice’ that you can, take up those
in the class which he likes next best and boost them.

In a few months, look over your note book and
select those who seem to be concentrating on one
particular kind of Record—those who are buying
more popular “hits” than all other kinds combined.
You may find that some are hardly buying anything
else. Go after these people and explain that they
are not getting what they ought to out of the
Edison. Broaden their musical horizon a little—
it means more Record sales for you and a far more
enthusiastic customer.

It makes no difference how fond a person may
be of one kind of music, he is sure to tire of the
Phonograph if he gets nothing but that particular
sort of selection. Don’t let your customers get
into the “one idea” rut—it is the first step toward
lost interest; that is, lost sales.

If you have a note book such as we suggest it
will help you to remember your customers by name
—always a good point to cultivate. When a cus-
tomer enters your store, a glance at the book will
tell you what he is buying and you can anticipate
his wishes by playing just the kind of Record that
is most likely to make a strong appeal. You know
how pleasant it is to have anyone so interested in

you that he knows what you will like. It is flattery
pure and simple, but it pleases just the same.

Of course, you cannot approach every customer
with the “just what you want” line of talk, but you
can always modify it to “I think this will interest
you.” Give the note book a fair try out, keep it
accurately for six months, and we are sure that you
will not give it up at the end of that time.

ONE WINDOW, ONE DEALER,
ONE SONG!

UT in South Dakota they have a way of
O doing things that brings tangible results.
In Mitchell, one enterprising Dealer made a
handsome Edison window, and as a result drew
many to his store. One gentleman, in particular,
was so interested in the Home Recording outfit
that he asked to have it demonstrated. This the
Dealer did most cheerfully, and further, allowed his
“prospect’” to make a Record himself. This so
pleased the man that he bought the outfit at once,
together with 15 blank Records. The sale further-
more suggested a canvass in the purchaser’s neigh-
borhood, which was promptly undertaken with good
results.

Learning that the 16 year old daughter of the
man to whom he sold the outfit was seriously ill,
the Dealer decided to suggest to the father that his
daughter make at least one Record. For this
purpose he loaned the father a recording horn.
Under a strong stimulant, the daughter sang one of
her familiar songs, accompanying it with the organ,
then collapsed. The Record was a success. A few
days later, under an operation, the daughter died.
Now the family treasure the Record more than any-
thing else the girl left them, for they can hear her
sing her favorite song even though the natural
voice is hushed forever.

GOING FOR BUSINESS AT 16
BELOW ZERO

NE enthusiastic and enterprising Edison

Dealer in South Dakota writes us:

“l heard of a ‘prospect’ last week in the
country, and drove 40 miles, with the thermometer
16 below zero to secure the order. And I got it!
I sold a Standard with Diamond reproducer and
two dozen Blue Amberol Records. Then I drove
back again in the bitter cold night. Strange to
relate, after I had secured the check for $52 00 the
weather moderated, and became warmer. So did
myv heart, for I had made the sale and secured a
permanent customer.”

Is it any wonder that some people succeed ?
And yet some of us will not take the trouble to
work out a window display.
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INSURANCE TACTICS IN SELLING PHONOGRAPHS

T sounds like a far cry from insurance to Phono-
graphs, but we are all engaged in one thing—
selling, and for that reason we can learn some-

thing from one another. That the big insurance
companies have made great successes no one will
deny. Let us look into their methods a little.

The insurance agent’s articles of faith are primar-
ily two: 1st. “I believe that the man who carries
insurance already, should carry more.” 2nd. “I
believe that every man, woman and child was
created to be insured, and ought to be insured, must
be insured.” That’s a pretty comprehensive
creed, and 1t gets the business.

Now let us take up article No. 1 of this Insurance
faith. Every man who carries insurance now is a
live, not a dead ‘“‘prospect.” It is easier to sell a
man more insurance than to convince an uninsured
man that he ought to be insured; in the first in-
stance he admits the argument, and regards more
insurance in the light of an investment, along lines
he has already persuaded himself are sound and
conservative. Rodman Wanamaker carries a mil-
lion and a half dollars of insurance. Don’t think
he acquired it all at once! Large policies are
easier written than smaller ones, when you find
the prospect.

Just here is a point for Phonograph and Record
salesmanship. You make a mistake when you say
“Mrs. Brown already has all the musical facilities
she wants and wouldn’t buy a Phonograph at any
price.” Mrs. Brown is a fine prospect. You don’t
need to convince her about the desirability of music
in the home; she admits all that already in her
very decided musical tastes and expenditures.
What she is looking for is more music; quality is
the key to her pocketbook. Approach to her
should be an appeal to greater facility to enjoy
music of the very highest quality and from the
most perfect of musical recording instruments—
the Edison Phonograph. g -

The second article of faith of our insurance friend
1s certainly carried out to perfection in the indus-
trial form of insurance. Babies born to-day are set
.down in this insurance man’s memoranda for insur-
ance one year hence—the earliest possible date
being one year old. Now, what does our insurance
man do? He congratulates the young mother,
makes much of the baby and gets her to promise
him the policy. He never loses sight of his “mite
of a prospect,” and in due time writes the policy.
What think you of this, Mr. Dealer, for starting
business early and following it up? Suppose you
discover a child, of say ten years of age, fond of the
Phonograph—and what child is not? Here is a
prospect, a lead, if you choose to call it so, to a home.
"Through that child you can doubtless sell the whole

family. Follow it up; tell her mother you want to
send a Phonograph to the home on trial; then pull
heavily on the educational line—that music is the
best of educators for the young. You will land an
order.

Still another good insurance practice is available
in the sale of Phonographs. Large industrial
insurance companies group their policy holders into
“debits;” thatis, within a given district bounded by
streets and avenues, they embrace under one agent’s
care all who are to be called upon weekly for their
premiums. The result is an acquaintance between
the agent and policy-holder almost as close as the
pastoral relation. He becomes the accredited agent
of the company, the confidential adviser when more
insurance is needed; he avails himself of this rela-
tionship to secure introductions to others in the
same house or block. That is the prime reason
for weekly collection of premiums.

Apply the above to your business; sell on the
instalment basis; it brings you into contact with the
family. Collect the payments yourself, and each
time you collect, take along some new Records and
play them. Call in the evening when all the family
are home. Your coming will be looked forward to
with delight and the payments promptly made.
Then work the same scheme the insurance fellow
does; get these customers to introduce you to others
in the house or neighborhood. The sale of Records
will inevitably increase; you get right into the heart
of these homes.

One thing in particular about the insurance
agent’s work cannot fail to be of value to every
salesman, whether behind the counter or out on the
road—viz, he follows up every possible clue. The
blushing maiden who naively admits she “has a
fellow” 1s tactfully led to confide the probable date
of her marriage. Then an introduction to her
prospective husband becomes an opportunity to
talk upon the insurance plan for their future. The
payment of a death claim is made by the agent
that thereby he may impress upon the uninsured
of the family the desirability of taking insurance
at once. So every incident in life becomes ‘‘a
lead.”” No wonder
grow greater!

Salesmanship to-day no longer can be effective
unless new methods and up-to-date practices are
employed. The store may be the depository for
the goods, but the sales-counter now is within the
family circle. Individualize your prospects; call
upon them in their homes, learn of some of their
forth-coming events, such as a marriage, a tea, or a
sewing circle. Then see that a Phonograph with
some choice Records is brought to their attention.
Go after the business.

great insurance companies
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EDISON SPRING WINDOW DISPLAYS
YOU NEED “NEW LIFE” IN YOUR SHOW WINDOWS

HERE’S “new life” in Edison musical prod-

ucts. There’s “new life”” in our display mate-

rial. We show here material for three dis-
tinct displays at 85 with a 109, discount to stand-
ing order patrons. Not sold singly as portions of
one are necessary to assist in the construction of
another.

Are you planning for Spring, Easter and the
revival of new interest in Edison products? This
material will prove a valuable asset during the
Spring months.

No. 28A is a dignified centerpiece in dainty
Spring colorings, with pretty artificial flowers, rich
gold moulding and dainty onyx paper shades

§ o - We unde you tobevs &
: The Latest and Best
¢
4

f i ot the season.
SProwt of the New Life In

No. 28 A

embellished with sparkling metallic flitters. Let-
tering in gold and white with green shading. In
keeping with the fittings of the most modern store
front.

No. 28B is daintily executed with spring blossoms,
brilliant birds and an attractive cupid with cym-
bals. It is strongly constructed and framed with
a neat design white and green moulding. In it
you have a display piece that, in a convincing
manner, calls attention to the feature of Grand
Opera Records at 75 cents.

No. 28C is designed to introduce the booklet
on home recording entitled “Confidences concern-
ing the modern Blarney Stone.” The attraction

here 1s a nobby scenic setting portraying the Castle
Blarney shown on the book cover. This castle is
a cut out with cloud background and is daintily
embellished with moss and ivy. The windows
and prominent high lights reflecting with sparkle.
and brilliancy of bright metallic ornamentation.
In the foreground are ferns and grasses, and the
sign is cleverly worded to interest any adult.
Every one who enters your store to secure a booklet
becomes an Edison prospect.

Do you not see the value of these units at a cost
of $1.50 each? We tell you frankly that the originals
cost us $25 each to design and originate. Do not

We

compare these with any previous material.

-
¥
ol
Vo w?s;:“
ol » MR,
R, .,};ﬁb fragrant Bloom! {:;ﬁ,‘gf‘
< -

have pledged improvement. Here it is. Note that
these and future issues stand as shown without
accessories and are thoroughly strengthened with
every detail carried out with precision. Why not
place a standing order through your jobber for
this and future issues throughout the year thus
securing a 109, discount and enabling this depart-
ment to produce- better material at a lower cost
to you. Act promptly. All previous display mate-
rial is out of stock. No back numbers can be
supplied.

Think, Mr. Dealer, of securing three individual
attractions of the highest order at $1.50 each.
Think of the “life” these will give your store front.
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Think of the benefit of enabling your window to
“speak” to every passing adult.

This material is timely and can be used to advan-
tage in a small window without showing a machine
or in a large window surrounded by every Edison
type.

All future material will be of this nature. It
is the only practical solution of the problem of
furnishing material of benefit to all Dealers.

Give us the opportunity to prove that you can
use these units to advantage and that they will
interest enough prospects to more than repay you
for their cost.

Your order must be sent to your Jobber to-day.
We cannot supply delayed orders.

-

IN UNION THERE IS STRENGTH

AY we ask you to think seriously of joining
your brother Dealers and assisting us to
furnish you with handsome show cards and

window display attractions at one-fifth their actual
worth?

To do this, simply write your Jobber stating that
you desire to place a standing order for future
window display material.

If you will do so, we grant you a concession of
109, from list prices. We greatly desire that you
use the material regularly throughout the year and
the apst figures about 10 cents a day.

If, after a fair trial, the material does not fully
meet your requirements, you may cancel your

standing order by giving us notice thirty days in
advance.

It is not necessary that your windows be larger
than three feet square and it is not necessary that
you purchase any accessories as future material
will be complete and can be arranged as shown by
anyone.

If you will join this standing order list now,
beginning with material shown in this issue, you
will lend valuable aid in enabling us to furnish
better future attractions at a less price. Just say
“l am with you.” In union there is strength.

ARRANGE

EW have outgrown the childhood -curiosity
of being attracted by pictures. Our handsome
new catalog will prove interesting if displayed

in the manner shown.

Just make a frame out of strips similar to laths
3 ft. square and at the top in the center nail a 1 ft.
length extending upwards. Now cut 5 circles a
foot in diameter from thin cardboard, blue, green,
Tack these and booklets to frame as
shown and be sure to open out booklets to different
pages in the foreground as shown. To insure these
standing up, place a piece of cdrdboard back of
them bending it into the shape of an inverted letter
V. The sign you can have made locally, size 11x14
inches.

It is safe to assert that many will be attracted
by the pictures in this booklet that would pass a
complete line of genuine machines without a thought
of their being something different.

As this is an arrangement calling for practically
no expense and is quickly and easily assembled,
won’t you try it and note that it will attract more
attention than the mere placing of a line of machines
on display?

Advertise the new models through use of your
show window.

or white.
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HIS is the last of the
> , series of six stock elec-

tros which we have
been offering in the De-
cember and January issues
' i of the MONTHLY. Like the
] =0 /=N ‘ others, they are furnished
in three sizes, the third

17 157

being 476" x 115
Bring the latest musical comedy hits, the best in In each case we have

classical music and the most famous grand opera drawn up provisional copy

suggested by the cut. How
many of these cuts have

selections into your own home.

THE EDISON PHONOGRAPH you used? They are all
line cuts and can be used
will play them all for you better than they have ever for newspaper work.

been played before. The variety of entertainment Why not run a series of

ads in the local paper, using
these six electros as illus-
trations? In that case 1t
would be a good idea to
devote each ad 1n the series
to one point of Edison
superiority and have the
last one sum them up.

These electros are num-
bered as follows:

afforded by the Edison makes it indispensable to any

home.

The Edison Blue Amberol Record, being practically
unbreakable, permits you to play any selection as

often as you wish. It will not wear out.

Played with the Diamond point Reproducer, the
Blue Amberol Record gives clearness and roundness
.of tone, resonance to the lower notes and delicacy and

steadiness to the highest soprano voices.

You will never know what “tone’’ means until you

hear the Edison. WO  THREE

FIGURES FIGURES

Large......... 870 867

JAMES SMITH Mediunm........ 874 875

120 Broadway Small........c.cccc.... 862 861

TATTEE
THE EDISON PHONOGRAPH =l ' Zyilll's
in your home permits you to bring up @EI | |,E: 5
your child in an atmosphere of beautiful i el S |4 W
music. The taste thus cultivated will be K& '\\Q';}, N
QR S

a source of greatest happiness In years to

come.
The superb tone of the unbreakable Blue Amberol Record gives a rich,

mellow quality to voices that is obtained on no so-called talking machine. The
Diamond Reproducer, with its extra weight and fine point, is the most per-
fect that has ever been devised.

JOHN BROWN Main Street
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DIAMONDS ADJUSTED AT
ORANGE

O all your Diamond Reproducers give perfect
satisfaction? We have found that the ivory
buttons on a few of the first Diamond Re-

producers have worked loose and cause a rattle.
If you received any of them, do not try to re-adjust
them yourself, no matter how expert you are at
such things.

Send your Reproducers direct to us by Parcel
Post and we will put them in proper condition for
you without charge. We have eliminated the
trouble in the Diamond Reproducers now being
shipped with machines, and we can repair those in
your possession if you will send them to us without
attempting any repair work of your own.

Ship direct to Orange and advise us by letter
when the shipment is made, giving serial number
and type of Reproducer—whether cylinder or disc.

A FEW SUGGESTIONS

ECENTLY we received a letter from a pros-
pective purchaser in Foss, Oklahoma, asking
about Edison Phonographs and Records.

We at once got busy, wrote the party and referred
the letter to the Gladish Music Co., the nearest
Edison Dealers, located at Elk City, Okla. Word
comes back that theyv at once took up the matter
with this prospect and now are able to report a sale
of over $45.00 with good chances to sell more,
beside securing a permanent customer. Business
is built up by attention to just such details.

VERY owner of a Phonograph is more or less
of an enthusiast. He is always eager to
know about new Records each month. He is

anxious to be informed about improvements being
made in Edison goods. He is keen for news from
the Edison Laboratory and concerning Mr. Edison’s
work. All this and much more he can secure in
The Phonogram. It is just the publication needed
to keep alive this interest and to bring the pur-
chaser into intimate personal relations to the
Dealer. Dealers who use it find it profitable.
Why not send an order at once for a supply of the
March issue, now ready?

O over the Edison catalog and special lists
occasionally and pick out special Records,

such as the Catholic and Christian Science
hymns and the Masonic list, the “Songs of Long
Ago,” and advertise them. Make them the subject
of a special window card. Bring them to the atten-
tion of your customers. Send for circulars giving
these list separately, and, keep these circulars avail-
able in a drawer or rack. Many of your customers,

especially the new ones, have never heard these on
the Phonograph. They will help you specialize
your selections and adapt them to the tastes of
your prospects.

O not let a bundle go out of your store without
enclosing a piece of advertising matter of
some kind in it—the Blue Amberol list, one

or mcre of our special list circulars, the Home
Recording Outfit circular or your own announce-
ment.

TART to-day making preparations for your
store concerts with the Blue Amberol Records.
See that a space is given for a few chairs—
that your Records are on easily accessible shelves
and everything where you can put your hand on it
without a moment’s delay. Then announce a
special concert by a placard in your window. Try
this plan and watch results.

HE new Parcel Post will certainly facilitate

the delivery of Records and Machine parts.

Your local postmaster will furnish you {full
particulars. It will pay you to investigate this
matter at once.

HE Record Albums are designed for the

Amberola III. Three of them, each holding

30 cylinders can be placed on each machine.

They will be furnished at $1.50 to Dealers in the

United States and $1.95 to Canadian Dealers; list
$2.00 and $2.50 respectively.

HE numerous letters we receive, asking for
advice on the subject of Home Recording,
and the increase in the sale of blank Records

prove that owners of Edison machines are greatly
interested. The making of amateur Records is
not only a profitable source of revenue in itself for
the Dealer, but it serves to maintain the owner’s
interest in his machine and thus works to the
Dealer’s benefit in other ways. It certainly will
pay you to foster and encourage home-made
Records. No Dealer should be without a supply
of blank Records and of our booklet “How to Make
Records at Home.” A copy of this booklet should
be placed in the hands of every Edison owner at
once.

We wish to call your attention to the fact that
the British Records listed on page 15 of this issue
are Blue Amberols. Two of them are by the inimit-
able Harry Lauder who never fails to make a hit
wherever he appears, and there are other clever
selections on the list. Read it over carefully.
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SHOWING THE BLUE AMBEROLS
To the Editor:

No, this is not another tale of woe—I am writing
to tell you about a window which arrested my atten-
tion the other day. And I am sure that the Edison
Dealer who trimmed that window is going to make
a big thing of the Blue Amberol Records, for he has
started right and that is half the battle.

In the first place the window was as clean and
dustless as good hard scrubbing could possibly
make it. The entire floor of the window was cov-
ered with white crepe paper which gave it a bright,
cheerful and very clean appearance. The white
paper also formed the background, and against it
was placed the two placards “The Edison Blue
Amberol Record can be played,” etc.,, and “Mr.
Edison announces his new Cylinder Record,” etc.
The blue in these placards made a striking contrast
to the white so that they stood out like the bay
window on a New York Policeman.

In the center of the window stood a mahogany
Amberola, and though the combination of red and
blue probably might not pass muster in an art
school, still it certainly impressed me as being de-
cidedly effective. On each side of the Amberola
was a small pyramid of Blue Amberol Cartons and in
front were a few of the first Blue Supplements and
some Blue Amberol Records.

As you see, that window was simplicity itself,
the only accessory being the white paper, and yet
it-caught the eye and held it. The cheerful bright-
ness suggested the pleasantness of Edison music,
and the Blue Amberol was indelibly impressed upon
the mind both by the color scheme and the placards.
The statement that it can be played three thousand
times cannot escape notice, and is sure to make an
impression.

So, there we have an excellent display at the cost
of a few cents. Of course, it could have been
more artistic and more elaborate, but it was effect-
ive, and that is all any one can ask of an inex-
pensive display.

I will watch for other displays and matters of
general interest, and drop you a line concerning
them from time to time. The simplicity of the
display referred to here seems to me to make it
worth while considering.

THE VAGABOND.

DELIGHTED!
FRANK E. BOLWAY, Oswego, N. Y., writes

enthusiastically of a recent sale to Willard

D. Straight. So delighted was the new owner

with his Edison that he returned to Mr. Bolway’s

and purchased another Edison which he very kindly

presented to the local branch of the Young Men’s
Christian Association.

The Association is enthusiastic over its new

acquisition, and a special concert was given on New
Year’s Day, for which an excellent program was
arranged. The Association is now advertising for
more Records, a note on the bottom of the program
reading as follows:

“The Association will appreciate the gift of
Records or contributions toward their purchase.
The gift of the instrument has made it possible to
supply good music and the addition of new selec-
tions will greatly increase the educational and en-
tertaining value of the Phonograph.”

Aside from the genuine enthusiasm which the
qualities of the Edison have inspired in the owners
of both machines, the advertising which the Edison
has received—and will continue to receive—will be
valuable to the Dealer. We expect to hear of
more sales growing directly out of this one.

RECORD RETURN GUIDE FOR
FEBRUARY, 1913

FTER February 1, 1913, U. S. Jobbers

(M to Z) may return to the factory for credit

under the conditions stipulated in Phono-
graph Sales Department Bulletin No. 118, dated
September 17th, 1912, such wax Records as may be
in stock to the extent of 15 per cent. of their Blue
Amberol Record purchases and 734 per cent of their
machine purchases. It is understood that any
Wax Records may be returned under this agree-
ment regardless of numbers and without
reference to their being Amberol or Standard.
Jobbers are also cautioned that the return allowance
on machine purchases extends only over a period of
six months from the time of the initial shipment of

Blue Amberol Records.

MAKE UP AND KEEP REVISED
MAILING LISTS

NE of the most profitable methods that a

Dealer can employ is that of going after

prospective customers. Start a mailing list
to-day! In fact make two lists in one. Thatis
use two cards, one tinted and one white. Let the
tinted card carry the names of those who already
own Phonographs; let the white card carry the
addresses of those who can be considered “pros-
pects.”

Send each month a copy of the Phonogram and
list of new Records to all on the tinted card; add also
a card of invitation to call and hear some of the
newest Records.

The other list should include every family in your
neighborhood who might be induced to own a
Phonograph, and these should be followed up with a
letter. Those who have given mailing lists a good
trial find them very profitable in increasing their
Edison business.
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WILLIAMS OPENS NEW HOME

ALES Manager Dolbeer and Mr. Phillips re-

presented the Edison interests at the opening

of the palatial ten-story building of the R. S.
Williams Company at 145 Yonge Street, Toronto,
on January 21st and 22d. The Toronto Mail and
Express, the leading paper there, says:

“The building 1s not rivaled by that

of any similar firm on the continent. As

the home of one of the most prosperous

musical instrument firms, it i1s the em-

bodiment of the ideal. From the general

offices on the tenth floor to the first

sales room at street level, every detail

evidences careful planning and unstinted

outlay of capital. Especially does this

apply to the art floor, which contains one

of the rarest and most valuable collec-

tions in the world of antique musical

instruments, old volumes, autographs, etc.,

connected with musical subjects. In this

one feature alone a fortune is represented,

while an equally priceless group is that

of old violins on the first floor.”

In contrast with these old relics are the sales
rooms, each the acme of modern excellence, each
with its own attractive settings. A large portion
of the third floor is devoted to small luxuriously
furnished piano sales-rooms. A large portion of the
second floor is given over to Edison Phonographs,
with several sound-proof demonstrating chambers
where each Edison may be heard free from extrane-
ous sounds.

But the one thing which attracted special atten-
tion on this floor was the Edison Disc Phonograph
which was shipped to them in order that it might
be featured during the festivities. Describing this
new-comer in the music field, the same journal says:

“By means of its Edison diamond repro-
ducing point and new form of arm, it
renders selections with a brilliancy that
portrays the slightest tremor in a singer’s
voice with an accuracy entirely convincing.
The absolute superiority of this instrument
over even the more recent types of sound
reproducer will be demonstrated during
the formal opening reception and will be the
only Phonograph so featured.”

We extend to Messrs. Williams Company our
heartiest congratulations upon their entrance into
these new and substantial quarters. With these
increased facilities they are sure to expand their
already extensive business and enter upon an era
of still greater prosperity. The handsome new
building is a fitting monument to the progressive
spirit of the House of Williams which has placed
both itself and the Edison in the foremost rank in
the Canadian music world.

THE THIRD STREET-CAR CARD

The Bluc Amberol
is practically unbreak
able. It wall play over
3000 times with the
same perfect effect.

’A concert at home by an

'EDISON PHONOGRAPH

pa 1n

Blue Amberol Records

| will give you more real enjoyment than
| you ever dreamed of. Hear the Edison at

|

L

This is the third in our series of street-car cards.
Like the others, it is done in two colors and is
mortised for your name and address. It is very
gratifying to note the number of Dealers who have
taken up street-car advertising. Are you one of
them?

READING NOTICE FOR THE
FIFTH LIST

E give below a reading notice for the
Dealers’ local newspaper. Either clip or
copy it, but be sure to see that it is not

overlooked, for most all local papers are glad to
print free such music information, and, if requested,
will add your address:

Edison’s Blue Amberol Opera Records at 75

cents each have certainly struck a responsive chord
in the hearts of those who hitherto could not well
afford Opera Records. There will be on sale———
(date to be supplied by the Dealer) another new
list of nine choice selections from ‘“Tannhiuser,”
“Il Trovatore,” “La Tosca,” “Mignon,” and other
well-known operas. Among the artists who will
sing are, Slezak, Kurz, Heim, Galeffi, Constantino,
Delna, etc. The Blue Amberol Records on which
these selections are rendered afford the purchaser
keen enjoyment of the opera at a merely nominal
price.

The new list of Concert selections, embracing
four Records, is most happily chosen, and includes
a violin solo from Chopin by Kathleen Parlow, a
contralto solo by Margaret Keyes (‘“The Old Folks
at Home”), a baritone solo from Tosti by Thomas
Chalmers and a contralto solo by Eleonora de
Cisneros (“Home Sweet Home”). Each one of
these will doubtless prove a favorite in the home.

The new Regular list of Edison Blue Amberol
Records consists of 25 selections, exceptionally
varied and entertaining. The first is a rousing
good one by the New York Military Band and the
Premier Quartet, entitled ‘Patriotic Songs of
America.” Everyone will wish to own this Record
if for no other purpose than to play it on Wash-
ington’s Birthday, Decoration Day and Fourth of
July. Then there are a number of love-songs, with
orchestra, violin, ’cello, flute or harp accompani-
ment. There are comic and vaudeville selections
and a coon song by Billy Murray. One innovation
this month consists of two Records containing
Scripture Lessons with Hymns. The Scripture is
read by Rev. Wm. H. Morgan, while the Edison
Mixed Quartet renders the hymns with organ
accompaniment.
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THAT WINDOW OF YOURS

‘Y MRST impressions are deepest and most last-
ing” so runs an old adage. It applies with
special force to your store window. By the

window’s appearance passers-by judge you and
your business methods. What impressions are you
creating by it upon those who go by every day?
One way—a sure way—is to note if many stop and
look. If not, you are missing an advantage. If
they are not attracted to the window, will they
be likely to be drawn within? It is easy, especially
at night, to tell the enterprising merchants by the
brightly-lighted attractive windows. Are you in
this class? )

4

Window display requires time and study. Real-
izing this, we long ago took up the matter in earnest,
and created a distinct Department and put in
charge a man of long and successful experience.
It has already outgrown its first quarters and been
given much more room to expand and develop.
We offer only such displays as can be arranged by
the Dealer at a minimum of expense and trouble.

Finding that many Dealers were unwilling to
spend even two or three dollars a month for window
displays, we started the series of suggestions for
trimming windows at almost no cost whatever.
Have you followed any of the suggestions? Better
not let the opportunity slip by—look over the back
1issues of the MoNTHLY and try out these suggestions.
We are the last people who would urge an Edison
Dealer to gamble and our request that you give
your windows a chance to pay dividends on their
rents is based on our firm belief that they will repay
the expense and trouble.

THE PHONOGRAPH IN CHURCH

PROMISING field for a Dealer to canvass

is that of the clergymen of his neighborhood.
Every church can profitably own at least one
Phonograph, if not several. Take the Pastor him-
self. What better method to memorize his next
Sunday’s sermon than to talk it into the Phono-
graph, and then listen to his own delivery? It is
the easiest and most expeditious way, for it obviates
the necessity of writing out his sermon, or employ-
ing a stenographer.

Furthermore, he is enabled to judge his own
sermon from the audience’s standpoint, thereby
studying his own delivery and strengthening and
emphasizing points that the Phonograph makes
apparent. The advantage of being able to dictate
his sermon at any time, day or evening, to leave
off where he must be interrupted, to take up the
sequence again by starting the Phonograph, are
advantages that merit considerable attention,
particularly by the young preacher, desirous of
acquiring a good delivery.

Then, there is service that a Phonograph may
render to the sick, or the “shut in.” A church that
owns one or more Phonographs can readily arrange
to have them left on Saturday at the homes of the
sick or aged, together with Records containing the
pastor’s sermon (or parts of it) or a personal Record
from the pastor himself together with some religious
selections, hymns or a solo. One of the largest and
most influential churches in New Britain, Conn.
has just inaugurated a service of this kind and it
is meeting with great success.

Then there is the Church Parlor that needs a
Phonograph as much as an organ or piano. It
will entertain the various auxiliaries that meet
there, and add much to the enjoyment of their
gatherings during the week. =

Then, again, there is the Sunday School, par-
ticularly the primary classes. As an aid in teach-
ing or a substitute for an absentee pianist, it will
more than prove its worth.

It 1s a promising field as yet unworked. Who
will be the enterprising Dealer to start one church
in his neighborhood, to using the Phonograph?
Other churches will readily follow.

MEMORIZE YOUR CUSTOMERS’
NAMES

T makes a whole lot of difference how you

greet a familiar face in your store. Merely

to say ‘“‘good morning” is cold and perfunc-
tory, but to step up briskly, extend the welcoming
hand, and say ‘“Mr. Smith, good morning,” is
decidedly good business practice. Memory is
certainly at a premium in making and keeping
customers. It is a pleasure to be identified and
called by name.

A good memory can be cultivated and a poor
one made better by just two observations: fix the
name in your mind on first acquaintance. The
trouble with most of us is at the start; we fail
to memorize then and there. It’s a good plan to
jot down a customer’s name while booking his
first order. Be deliberate and get the address
also and then engage your customer in conversa-
tion while commenting upon the location he has
given you—how far away it is, how reached or
near what well known home or institution.

By so doing you bring into play the law of
association. To further fix it, call upon your
customer. Take a few Records of the kind which
his first purchase showed that he favored. The
Phonograph being a‘novelty in this family, the new
Records will be hailed with delight. Learn more
about his home, his family, his business. Then
when he calls again at your store you can inquire
after his family. It’s a business asset to do this
and to greet your customer by name.

Take your own experience as a purchaser. In
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dealing with a store that has a number of clerks,
wouldn’t you rather buy from the one who takes
the trouble to remember your name? You feel
that he is interested in you—that he is giving you
his undivided attention and that the proper filling
of your order is a personal matter with him. Inci-
dentally, you are rather pleased that you have
made sufficient of an impression on him to make
him remember your name—he i1s a nice chap,
wide-awake, up-to-date and a hustler and you will
do business with him in the future.

If it works that way with you as a buyer, it
will work that way with your customers. Get
their names.

PHONOGRAPH REPAIRS

IM to have every one of your customers’
Phonographs in excellent repair. Your
Record sales will be brisker if the owners of

Phonographs are getting the maximum of pleasure
out of their Edison machines. You can do a lot
toward this end by placing a card in your window
and another in your store, reminding customers
that you desire to serve them in this matter. Some
of these repairs—if slight—you can make yourself.
Where parts are broken, or new attachments are
needed, send to us and we will give the request
immediate attention.

To obtain the quickest service, bear in mind
every Phonograph, or in fact everything sent us,
should have a tag attached bearing your name and
address. Write a letter giving explicit directions
what is needed. Don’t put directions for repairs
in the same letter with other matters, like orders or
requests for advertising matter. Such matters are

handled by separate Departments. We aim to give
all requests for repairs immediate attention.

SUSPENDED LIST, JAN. 20, 1913

\HESE names are supplemental to the Sus-
pended Lists which appeared in the June, 1908,
and succeeding issues of the Epison PHono-

GRAPH MoNTHLY. These are still in force and
must be given the same consideration by the Trade
as 1f reprinted in full herewith.

Iowa, Boone—E. E. Chandler
M. J. Lockard

Jobbers and Dealers are asked not to supply the
above named with our apparatus, at addresses
given or any other address.

Have you noticed the large number of selections
from the popular New York musical shows which
we have been listing in the Blue Amberols? They
make an excellent “‘entering wedge”

STORE AND HOME

N selling Edison Phonographs and Records, the
I Dealer has two principal channels for demon-

stration—the store and the home. Each has
its advantages, varying according to circumstances.
Summarizing the situation, we should say that the
store is the magnet which draws all kinds of inquir-
ers into its concert-demonstrations, without obli-
gation—solely to please the ear and, if possible,
gratify the taste enough to effect a sale. That’s
the usual way of looking at it.

But the live Dealer makes it a means to an end,
and that end is not consummated until he demon-
strates in the home. His store concert should be
regarded somewhat in the light of a music-revival
meeting—to draw, to impress, and to convince,
en-mass; the “after meeting” is the one that tells,
and this should be, if possible, in the inquirer’s
own residence.

With pencil and note-book, ascertain the tastes
of as many of your store-concert attendants as
possible, taking their addresses at the same time.
Permission may or may not be asked at that time
to bring into the home a few selected Records;
that must be decided by the Dealer, who can readily
see when such permission might be expected. How-
ever, the new Records constantly coming out, offer
abundant opportunity to secure such special con-
cession at a later date, and doubtless an evening
can be arranged to the entire satisfaction of the
family and the Dealer.

Now, the advantage of home demonstration lies
chiefly in the fact that you can specialize your
Record selections. In your store demonstrations,
you usually have but on¢ member of a family
present, in the home demonstration you have all
the family. There are the children—they will
want the jolly, romping song, the funny story;
there is the young lady who will probably want a
grand opera selection; there is the possible invalid
who will incline to the religious solo or the grand
old hymns; there are the older people who will
have other tastes.

Beside all this, you have become better acquainted
with the family and are thereby enabled to count
them among your best customers. Work along
these lines, and resultant sales will not be wanting.

Don’t overlook the importance of our window
display announcement. Many Dealers have not
entered their orders for the regular window display
service because they required fixtures. The new
series will require no fixtures and the displays will be
a big improvement over the past offerings in every
Every standing order helps us to reduce

Give the new series your support.

respect.
the price.
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EDISON BLUE AMBEROL RECORDS

FIFTH LIST
THE Edison Records listed below will be shipped to Jobbers about March

15th. Jobbers may and should immediately re-ship to Dealers. The Records
may be placed on sale as soon as received. Supplements and Phonograms will
be shipped with Records to Jobbers, who should in turn re-distribute to Dealers.
Bulletins will be mailed to Dealers direct from the Advertising Department. This
printed matter may be sent out and displayed as soon as received. Jobbers should
place orders for these Records at once, to insure prompt shipment which will be

made after the completion of orders for the Fourth List of Blue Amberols.

THOMAS A. EDISON, INC.
ORANGE, N. J., U. S. A.

BLUE AMBEROL GRAND OPERA LIST

75 cents each in the United States; $1.00 each in Canada

28146 “Elucevan le stelle”(The Stars were Shin-
ing)—La Tosca (Puccini) Leo Slezak
Tenor solo in Italian
28147 “Una voce poco fa” (A Little Voice I

Hear)—Barbiere di Siviglia (Rossini)
Selma Kurz
Soprano solo in Italian, orchestra accompaniment

28148 “Il Balen” (The Tempest of the Heart)
—1II Trovatore (Verdi)  Carlo Galefh

Baritone solo in Italian, orchestra accompaniment

28149 ‘“Voci di Primavera Valse” (Voices of
Spring Waltz (Strauss) Melitt’ Heim
Soprano solo in Italian
28150 “Ah! Non credevi tu” (Ne’er Did the

Maiden Dream)—Mignon (Thomas)
Florencio Constantino
Tenor solo 1n Italian

28151 ““Mon coeur s’ouvre” (My Heart at Thy

Dear Voice)—Samson et Dalila

(C. Saint-Saens) Marie Delna

Contralto solo in French, orchestra accompaniment

28152 “Blick Ich Umher” (Gazing Around Upon

This Fair Assembly)—Tannhauser
(Wagner) Walter Soomer

Baritone solo in German

28153 “Non la Sospiri” (Our Cottage Secluded)
—Tosca (Puccint) Maria Labia
Soprano selo in Italian
28154 “O Kehr’ Zurick” (O Come Back)—

Tannhauser (Wagner) F. Eginieff

Baritone solo in German

BLUE AMBEROL CONCERT LIST

75 cents each in the United States; $1.00 each in Canada

28142 Nocturne E flat, Op. 9, No. 2 Chopin)
Kathleen Parlow
Violin solo, piano accompaniment by George Falken-
stein
28143 Old Folks at Home (Foster) Margaret Keyes

Contralto solo, orchestra accompaniment

28144 My Dreams (7ostr) Thomas Chalmers

Baritone solo, orchestra accompaniment

28145 Home, Sweet Home (Payne)
Eleonora de Cisneros

Contralto solo, orchestra accompaniment

BLUE AMBEROL REGULAR LIST

50 cents each in the United States; 65 cents each in Canada

1626 Patriotic Songs of America
New York Military Band and Premier Quartet
1627 When I Met You Last Night in Dreamland

(Williams) Helen Clark and Edwin Skedden

Mezzo soprano and baritone, orchestra accompani-
ment

1628 . Non e ver “’Tis Not True”—(Matite)
R. Festyn Davies
Tenor solo, orchestra accompaniment
1629 T’ll Love You Forevermore (Frantien)
Harry Anthony
Tenor Solo, orchestra accompaniment
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1630 How Could I Forget Thee—Gavotte
(Schuster) Neapolitan Instrumental Quartet
Violin, ’cello, flute and harp

1631 Sweet Antoinette (Gray)
Harry Anthony, James F. Harrison and Chorus
Tenor and baritone, orchestra accompaniment

1632 Fables (Helf) Rob Roberts

Comic song, orchestra accompaniment

1633 Rock of Ages (Hastings)
Edison Mixed Quartet

Sacred, orchestra accompaniment

1634 Kiss Me, My Honey, Kiss Me (Berlin and
Snyder) Ada Jones and Billy Murray

Conversational duet, orchestra accompaniment

1635 A Day Dream (Strelezki) Helen Clark

Mezzo soprano solo, violin and ’cello obligato
1636 Mattinata (Tost1) Charles Hackett

Tenor solo, orchestra accompaniment

On the Mississippi—Hanky Panky (Car-
roll and Fields) Billy Murray and Chorus

Coon song, orchestra accompaniment

Belle of New York March (Clark) and 2d
Reg’t. Conn. N. G. March (Reeves)
New York Military Band

Waltzing Doll (Poupée Valsante) (Poldini)
Venetian Instrumental Quartet
Violin, ’cello, flute and harp

1637

1638

1639

1640 Venetian Song (Tostr) Alan Turner

Baritone solo, orchestra accompaniment

1641 St. Luke 23: 33 to 38 and Calvary (Sweney)
Rev. Wm. H. Morgan, D. D., and Edison Mixed
Quartet
Scripture lesson with hymn, organ accompaniment
1642 St. Mark 4: 35 to 41 and Peace! Be Still!
(Palmer)
Rev. Wm. H. Morgan, D. D., and Edison Mixed
Quartet
Scripture lesson with hymn, organ accompaniemnt
1643 The Yiddisha Professor (Berlin)
Maurice Burkhart

Comic song, orchestra accompaniment

1644 TUnlucky Mose Golden and Hughes
Vaudeuville sketch
1645 Down in Dear Old New Orleans (Conrad

and Whidden) Premier Quartet
Vocal selection, orchestra accompaniment
That Syncopated Boogie-Boo (Meyer)
Premier Quartet
Male voices, orchestra accompaniment
Nearer, My God, to Thee (Mason-Himmel-
reich) Ferdinand Himmelreich
Piano solo with chimes effect
1648 Dixie (Emmett)
N. Y. Military Band, Fife and Drum Corps and
Chorus
1649 Gipsy John (Clay) Albert A. Wiederhold
Baritone solo, orchestra accompaniment
1650 (a) Menuett (Beethoven); (b) Gavotte
(Gossec) The Tollefsen Trio

Violin, ’cello and piano

1646

1647

Foreign Records for February, 1913

BRITISH BLUE AMBEROL FOR FEBRUARY
23001

23002
23003
23004
23005
23006

23007
23008

23009

23010
23011

23012

Poet and Peasant Overture, Suppe
National Military Band
Thora, Adams

Peter Dawson
Roamin’ in the Gleamin’, Lauder Harry Lauder
Poppies and Wheat—Barn dance, Hucke  Olly Oakley
Take a Pair of Sparkling Eyes, Sullivan  Ernest Pike
Keep on Swinging Me Charlie, Long and Scott
Florrie Forde
Off I Went to Doctor, David £ Fragson Jack Charman
March, Strathspey & Reel, Bagpipe
Highlanders Bagpipe Band
Come Along, Be One of the Boys, Lawrence Wright
Stanley Kirkby
The Kangaroo Hop, Godfrey &8 Williams Billy Williams
Fight the Good Fight, Reo. . Boyd
Williamson & Kinniburgh
My Heart is With You Tonight, Mills €3 Scozt
Hardy Williamson

The Bells of St. Malo, Rimmer National Military Ban
The Singer Was Irish, Murphy & Castling

Peter Dawson
I Must Go Home Tonight, Hargreaves Billy Williams
The Broken Melody, Van Biene, Violoncello

Jean Schwiller

Breakfast in Bed, Lauder Harry Lauder

Muleteer of Malaga. Trotere T. F. Kinniburgh

23019 Joshu-Ah, Arthur £ Lee Stanley Kirkby
23020 Regimental Marches No. 3

National Military Band
GERMAN WAX AMBEROL FOR FEBRUARY
15273

23013
23014

23015
23016

23017
23018

Wir prasentieren, Marsch, Hans Eilbout
Johann Strauss Orchester

15274 “Die grosse Kanone,” Paul Lincke Stettiner Sanger
15275 *“Man wird ja nur einmal geboren,” 4. Lortzing

Eduard Lichtenstein
15276 Moosroschen, Walzer, Boso

Johann Strauss Streich-Orcheste

N practically every large city there is consider-
able of a foreign element. Even where this
constituency has become Americanized, they
retain a love for the songs and the melodies of their
native land. Take for instance the Germans?
What a home-loving, jolly people they are! One
Phonograph Dealer down in Texas did a thriving
business in German Records, and has established a
permanent German clientele. A little study of

EDISON RECORDS IN FOREIGN TONGUES

your own locality will doubtless reveal a fruitfu
field. We issue Records in German, French, Ital-
1an, Norwegian, Finnish, Danish, Russian, Polish,
Welsh, Swedish, Portuguese, Hungarian, Bohemian,
Holland-Dutch, Greek, Hebrew, Chinese and Hawa-
lian.

What are the chief foreign elements in your terri-
tory. Remember that these are wax and can be
sold at reduced pric<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>