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 INSURE YOUR SUCCESS

The Steger Institution has a plan
of sound financing and  sales-
prometion.that will stabilize and
vitalize the piano business of
the dealer, who merits appomntment
as the representative of artistic
pianos and player pianos.
because of his standing
in his ‘community.
Conservative. constructive and
consistently progressive, the
Steger policy guarantees
Success and prestige
for capab]e business builders.

~ STEGER & SONS

Diano Manufacturing  (ompany

+ Tounded by John'V. Steger 1879
Steger ' Building
Chacago - Steger, Illinois.
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Trade Paper Advertising Pays

Steger Publicity in Business Magazines Produces
Profitable Results

By Charles E. Byrne, Secretary-Treasurer, Steger & Sons Piano Manufacturing
Company, Chicago

This article was published in Class Magazine for April

which aims at national distribu-

tion of any product through mer-
chants, it is imperative that a large
proportion of the publicity be di-
rected to reach the dealer. He is an
important link in the sales-plan, be-
cause of his econtact with the retail
buyer.

Impressive mnational magazine ad-
vertising by the manufacturer, backed
by foreeful direet-mail publicity,
exerts a strong influence on the pros-
pective dealer, but when it comes
right down to a close analysis, it will
be found that well-planned prestige-
building trade-journal announce-
ments are by far the most important
factor in securing new accounts.

My strong eonvictions as to the
value of properly directed business-
paper publicity are based on many
years’ experience in handling the ex-
tensive Steger Piano and Phonograph
campaigns. Carefully tabulated rec-
ords show remarkable results from in-
tensive advertising through the
columns of the many excellent jour-
nals serving the interests of the musie
industry.

It is interesting to know that in
one notable year the Steger trade
magazine campaign was credited with
producing cash sales of more than

‘[N a merchandising campaign,

5,000 pianos and player-pianos and
10,000 phonographs.

This, of course, does not give an
adequate conception of the annual
output of Steger instruments; on a
peak production basis it is possible for
us to produce 18,000 player-pianos,
12,000 pianos and 30,000 phonographs
in twelve months.

The totals of 5,000 pianos and play-
er-pianos and 10,000 phonographs
represent directly traceable returns.
It is consistent to believe that the
indirect returns were equally as large.

Though the powerful Steger pub-
licity addressed to piano and phono-
graph merchants includes direct-mail
pieces and other effective forms of
advertising, the trade-paper an-
nouncements are really the backbone
of the entire campaign.

So satisfactory have been the re-
sults from the latter thaf, where a
choice is to be made between trade-
journal advertising as against all
other forms of publicity, from the
standpoint of interesting dealers, I
would recommend the business-
papers.

Trade-paper advertising reaches a
select class of buyers. Every dealer,
who might properly be styled ‘‘pro-
gressive,”” reads one or more of the
journals serving the interests of his-
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particular field of activity. In no
other way can he keep himself fully
informed on matters pertaining striet-
ly to his line.

Enjoy Confidence of their
Readers

It is inevitable that high-class busi-
ness-papers should enjoy the high re-
gard and confidence of their readers.
Hdited by men, who are well versed
in the fundamental principles of the
trade and in touch with changing con-
ditions, it is only natural that they
should be readily accepted as authori-
tative. A trade-journal, in common
with newspapers and magazines, has
a definite character or personality
that determines its pulling power. A
representative magazine, which en-
joys the confidence and good-will of
its readers, is naturally a splendid
advertising medium.

From the standpoint of cost, trade-
paper publicity is comparatively in-
expensive. An attractive folder, a
striking broadside or a fine catalog
sent to a select list of names would un-
doubtedly be several times more ex-
pensive than a well-planned trade-
paper advertisement circulated among
the same class of readers.

I do not intend to eonvey the im-
pression that I consider trade-paper
publicity valuable simply because it
1s inexpensive for, after all, that form
of advertising is least expensive (re-
gardless of cost) which produces the
most profitable results. It is my be-
lief that a direct-mail campaign to
dealers is most effective only when
it is launched in conjunction with
strong trade-magazine support.

Good-Will and Name Value
Important Assets

In judging the value of the trade-
press as an advertising medium, we
must consider the matter from the
angle of indirect returns as well as
in terms of traceable sales. The good-
will that persistent, consistent, month-

in and month-out business magazine
publicity builds up for a firm and
the name-value it creates are assets
of inealculable worth. This s dem-
onstrated in many ways. Everything
being equal—prices 0. K, quality
satisfactory—the firm which ig favor.
ably known by its trade-paper puh.
licity has a big advantage over com.
petition.  Business magazine an-
nouncements pave the way for travel.
ers. The prestige they create serves
as an influential introduction for a
company’s salesmen,

It is vitally important to Temerm-
ber that trade-paper advertising, in
common with other forms of publicity,
must be carefully prepared. Busi.
ness-paper announcements offer won-
derful possibilities for results only
when they are attractive in make-up
and newsy in contents. Slip-shod,
hastily prepared, unattiractive ads
have no more place in a trade-paper
than a make-shift announcement
would have in a national magazine or
daily newspaper,

Yet, when we pick up the average
trade-paper we are almost certain to
find many examples of ill-conceived
publicity—plain  displays prepared
with stock borders, severe type faces
and space-filling copy—bearing all
the ear-marks of hasty preparation
and lack of thought.

Must Be Carefully Thought Out
and Attractive

The difference between sueccess and
failure in trade-paper advertising lies
in the attention given to writing
powerful sales-producing, prestige-
building copy, consideration of an ef-
fective layout and the selection of ap-
propriate art-work. Advertising is
news; and, as news, should be pre-
sented as vividly and impressively as
possible but with dignity.

In the preparation of Steger cam-
paigns, every effort has been made
to follow a distinetive and definite
plan. Methods of presentation have

-
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i ifferent styles of copy have
;:;edfeaglred and a wide range of
art-work emplo;_,red. Although dis-
tinetive and orig_lnal, every am_l_ounc}f-
ment has been 1m harmony mt]:} t e
rest of the campalign, by emp_ha.smmg
in one way Or another the artistic apd
musical excellence of Steger-made 1n-
struments, the Steger plan of dealer
co-operation and sa_le_s-promotmn and
the powerful financial strength of the

eoer Institution. i
St;%eha.s been our determination to

make every advertisement impress
upon the reader’s mind our slogan
“If Tt’s A STEGER—It’s the Most
Valuable Piano in the World.”’

From the suceess of the Steger cam-
paigns in the music-trade magazines,
T am convinced that were I to handle
the publicity for any othe.r sale.s-or-
ganization in any other line of ac-
tivity, to reach the dealers my first
step would be to plan a campaign to
run in the trade publications peculiar
to that field.

i ition for the
derful Tone-Arm Which Has Won Recognition :
g&egg 211; ‘?'}he Finest Reproducing Phonograph in the World

Top: Steger tone-arm set to play
a laterally cut record. Bottom: Ready
to play a “hill-and-dale” type. The small
lever near base of tone-arm varies the pres-
sure on the needle point.

HOSE who are familiar with the
Tvarious leading makes of phono-

graphs know that the pressure
of the tone-arm on the needle peoint
differs in each make. )

In phonographs which play with a
round, jewel-point needle, the weight
of the reproducer must be heavy, in
order to make the ball point follow
the grooves of the record.

‘With a phonograph which employs
a diamond-pointed needle the pres-

sure of the tome-arm is necessarily
light, while all phonographs which
use steel, fibre or brass needles play
best with a medium weight on the
needle

Consequently, as each make of rec-
ord requires a definite pressure to give
the best results, a phonograph which
is designed to play all records must
be so adjustable that the weight of
the tone-arm may bhe varied con-
ventently af will.

The Steger Phonograph has gone
the ordinary ‘‘talking machine’’ one
better, because the pate.nted Steger
weight-regulating device, incorporated
in the Steger tone-arm, controls the
pressure with which the reproducer
rides on the record.

This feature, exclusive in the Steger,
not only prolongs the life of the rec-
ords, but permits the playing of all
_makes of records with the exact pres-
sure on the needle point, just as they
would be played on the phonograph
they were originally intended for,
thereby insuring correct reproduction
of every tone and shade of souqd.

The weight of the reproducer is ad-
justed by means of a small le:ver on
the elbow of the tone-arm. This lever
is set by pulling out the knob and in-
serting it in the proper slot. There
are no parts to change.
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Not More, But Less, Taxes are N eedful,
Says Chicago Piano Man

Discusses Proposed Illinois Income Tax and Other Imposts
in Letter.

The following is an extract from a
letter written by a member of the Chi-
cago piano trade concerning the pro-
posed State Income Tax for Illinois:

Thanks for your letter of March
13th, in which you inquire if we are
in favor of a state income tax, in
addition to the other forms of taxa-
tion provided for in the proposed new
state constitution. We are not in fa-
vor of it,

On the first page of the Chicago
Tribune one day recently, it was
stated that Mr. Herbert Hoover an-
nounced that President Harding’s at-
titude towards the Genoa Conference
was summed up in the following mes-
sage to the European nations:

‘‘Reduce your armies, balance your
budgets, lower the tax burdens of your
people and establish political stability,
then we will enter into an economic
discussion with you.’’

It would be difficult for anyone to
find fault with that ultimatum. How-
ever, on the same page another inter-
esting item regarding the proposed
state inecome tax appeared, reading
as follows:

““Constitutional convention votes
income tax. Plan new basic law to
raise more revenue. $500.00 to be
maximum exemption.’’

A prominent statistician has said
that ‘““Our total tax bill—federal
state and municipal—is probably $5,-
500,000,000 higher than in 1913. With
the total value of the United States
manufactures running at about $50,-
000,000,000, this means—a direct ad-
ditional 10 per cent levy which the
consumer must pay. Our first job is
to get these taxes down.”’

If it is true that taxes are toa
degree responsible for the high co%:eg:'
living and if we want foreign nations to
keep their taxes down, why should we not
practice what we preach?

Several years ago, a Prominent citi-
zen asked an audience, composed of
men, how many had voted for the
federal income tax. Every man raised
his hand. He inquired why they had
voted for it—and not one of them was
able to give a satisfactory answer.
The best excuse offered was the asser-
tion that, ‘I thought it would malke
the rich people pay.’”’ The average
person will vote for additional taxes
and bond issues without asking any
questions, on the theory that the
““other fellow’ will be required to
pay for them.

The result of the inordinate craving
for new taxes directly affects the pub-
liec. It is not only the manufacturer
and merchant who suffer—the ulti-
mate consumer carries 75 per cent of
the load. Federal, state and muniei-
pal taxes should be reduced rather
than increased. It would he inter-
esting to find out how much of every
dollar is spent for taxes. The present
gystem of taxation may not be equi-
table—but it certainly will not make
it more equitable to keep on increas-
ing taxes.

At any rate, while we are pronoune-
ing the law for other nations, let us
take a little counsél ourselves, remem-
bering that, once a new tax is placed
on the statute books, it is never re-
moved.

—from the Music Trade Indicator

If it’s a Steger—it’s the finest repro-
ducing phonograph in the world.

L
e —

Should the Legislature Act?

I zine is going to devote some space in the
fut1.1r1¢°:ht1()S l::laﬁillalysis 0% th(;tDT relationship of the Chicago
Title & Trust Company to trust e_states. -

The Editor of this magazine is of the opinion that
there is a vast difference between the lcglslatlgn Egovlcrn-
ing the Chicago Title & Trust Company and the laws

governing the banking trust companies, in their respec-

tive operations. . . .

Persons wishing to contribute information or stgi
tistics to enable us to fully discuss this subject, n;lay mai
such information to the Editor, Sherfmn Ml.er y.

The insidious activities of the Chicago Title & Trust
Company disclose officers of that corporation aspiring t(;
places on boards of trustees and boards of .dlrectogs o
corporations that come within the scope of its broad 1n-
fluence and operations. =T

The trust companies of banking institutions are pre-
vented from so pertinently control‘hng.and diverting the
assets of one corporation in the direction of. anc.)thcr. _

Through our efforts, maybe other publications will
see merit in our contentions and bring about legislation
that will protect the public from this constantly grow-
ing evil.

The Federal Law prohibits a stockholder of a cor-
poration from acting on boards of directors beyond_a
certain limit. Why can the Chicago Title & Trust Com-
pany be given unlimited authority to control bqard_s of
trustees and boards of directors? We think the legisla-
tion on that subject needs remodeling and closer solidifi-
cation. . .

Succeeding issues of this magazine will disclose
specific instances of this condition of affairs. '

Where the will of a deceased merchant gives the
court power to appoint a trustee, the law should not in
our judgment permit a monopoly of such appointments
to be created, because it places too much pressure on the
integrity of the trust company having that powerful in-
fluence on various boards of trustees and directors.
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Steger National MagaZine P Ublicity features both the piano and phono-

h slogans and the interchange
s;asl,)logans makes each individual ad

doubly effeetive.

Every Sale Counts!

Are you watchful for piano, player-
piano or phonograph prospects? 1f
The extensive Steger Pi . o not, you are missing a splendid op-
Phonograph ﬂdveftisﬁna cl;ﬁl(;aiagl:g ggll}:;il, JEXhlblltOii " Herald, Catholie portunity to show your spirit of co-
: ot ourna Ga T : : : .
which have been gathering momentum sion Magazine ,anduiqltc R‘T?(‘E:IEXten- ;I;L;I;tmﬂ S, S, N A
’* ‘nolas. { : £5) 2 .

Many Insertions Scheduled For Leading Periodicalg

during the win-

e s The moving season is beginning.
Perhaps some of your friends are
packing up to make a change. If they
are planning to buy a new piano,
player-piano or phonograph as soon
as they are settled in their new home,
why not suggest that they save the
cost of transferring their old piano
or player-piano?

We will be glad to call for their old
instrument before they move and ac-
cept it as part payment on any new
piano, player-piano or phonograph
they may wish to select later. This
will save them the cost of moving
their old instrument.

All names of prospective buyers
should be turned in to Mr. Scheiwe,
Mr. Newquist, or Mr. Volkman., If a
sale should result, you will receive full
credit.

«“One Best Way Booklet”

Steger salesmen who intend this
year to make the most of every oppor-
tunity to sell Steger Instruments ean
profitably devote time to a study of
the new Steger sales manual, ‘‘The
One Best Way To Sell the Steger
Piano.’”’ While not intended to be
regarded as the ‘‘Only Way” the
““One Best Way’’ is a very successful
method. Tt is based on the collective
‘experience of leading Steger sales ex-
perts and offers many valuable busi-
ness-building ideas to city and eoun-
try representatives alike.

A limited edition is available for
distribution. Write for your copy to-
day!

ter months are
to continue with
unabated vigor.

New and at-
tractive lay-outs
have been pre-
pared and pow-
erful selling
copy written to
add fresh em-
phasis to the
Steger story of
artistic and mu-
sical excellence
which has been
persistently
featured month
after month for
Years in the
foremost publi-
cations of mna-
tional  cirenla-
tion.

The attractive
Steger Piano ad
reproduced on
this page, which
is typical of the
many dignified
a n nouncements
scheduled, is to
appear in the
current number
of Columbia.
The full list of
publiecations
which are to
carrysimilar
and equally

—— =

STEGER

Fhe most valuable  plano in the world

PICTURE to yourself a piano,
embodying all the fine musical
qualities distinctive of a truly
great instrument, and you will ap-
preciate the ideal that has inspired
three generations of skilled piano-
makers to create the superb Steger
—a piano of beautiful tone and
guaranteed reliability.

Write for Steger Piano and Player Piano

Style Brochure and convenient terms.
Steger dealers everywhere.

STEGER & SONS

Piano Manufacturing Company

Founded by John V. Steger, 1879
Steger Building, Chicago, Illinois
Factories at Steger, Illinois

If it’s @ Steger—it’s the finest reproducing
phonograph in the world.

At the same
t;me Impressive
Steger  Phong.
gl‘ap]tl l(;;lis}?)laj-'s
are to bhe <
li.shed in a.np‘;lt;-
tirely  different
group of maga-
zines, The pho-
nograph an-
nouncement il
lustrated on the
opposite page is
planned for the
April number of
Etude while
other ads will
appear during
the month in
Munsey’s Maga-
zine, Photoplay,
Review of Re-
views, Serib-
ner'’s and
World’s Work.

The “‘tie-up”
between the
piano and phon-
ograph cam-
paigns is a valu-
able feature of
Steger magazine
publicity. ‘ All
Steger Piano an-
nounecements
bear the inserip-
tion below the
signature, ‘‘If
it’s a Steger, it’s
the finest repro-

forceful Steger Piano announcements
during the next thirty days includes:

Thq American Legion Weekly,
American School Board Journal, Arts
and Decorations, Association Men, Co-

ducing phonograph in the world”
while all Steger Phonograph ads
earry the slogan, ‘‘If it’s a Steger,
it’s the most valuable piano in the
world.”” Thus each announcement

— the Finest Reproducing Phonograph in the Werld
THE delight of hearing the incompar-
able Steger surpasses the enjoyment
to be derived from any other phono-
graph. For the patented exclusive Steger
reproducer brings out all the music
from any disc record. The marvelous
balanced Steger tone-arm faithfully
conveys the tones to the Steger tone-
chamber of even grained spruce and thus
you hear from the Steger the absclute
and perfect reproduction of every tone
of the original voice or instrument.
Hear and play the artistic Steger at any Steger
dealet’s. Write us for the Steger style book.

Phonograph Division

STEGER & SONS
PIANO MFG. COMPANY
STEGER BLDG, CHICAGO, ILLINOIS

Factories: STEGER, ILLINOIS, wheré the
ST icaln' and ' Dixie" Highways mieet
441 it's a Steger, it’s the most valusble piano in the world"’

The Steger Piano and Phonograph
magazine campaigns have prompted
requests for catalogs from every state
in the union as well as from other
parts of the world including Canada,
Mexico, Europe, South America and
the orient. All inquiries are referred
to the dealer from whose territory
they emanate.

““The man wio halted on third base
to congratulate himself failed to make
a home run.”’
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TEGER. Pianos and

Player Pianos of
Beautiful Tone, Artistic
Excellence and Guar
anteed Reliability are
Recommended and
Sold on Terms to Suit
Your Convenience

&

Schwan Piano Co.
I101-103 Tenth Street

at Washington and Stark Streets

This announcement which recently appeared in the Portland Oregonian

indicales the characler of mewspaper advertising featured by Steger
Representatives. pap g f y Steg

g

¥
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Quality Before Quantity

Dev

elopment of Steger Stool, Bench and Music Cabinet Line

An Interesting Story

OME years ago, when we began the
manufacture of high grade stools,
penches and music cabinets, the W_ork-
ing creed “‘guality before quantity”’
was adopted and its ohservance has
pecome inflexible in the Steger Faec-

tories.

Primarily, the manufacture of these
accessories was undertaken by the
Steger Institution to supply Steger
representatives with artistic stools,
benches and music cabinets, that
would adequately harmonize with the
beautiful design and excellence of fin-
ish of Steger-made Pianos and Player-
Pianos.

In the past there has been a strong
tendency among purchasers selecting
3 handsome piano or player-piano to
give scant attention to the proper
choice of a stool, bench or music cabi-
net to be used with it. Yet, the im-
portance of making a suitable selec-
tion cannot be overlooked.

We have consistently believed that
a stool, bench or music cabinet not
only should be for ultility but also
attractive in design and pleasing to
the eye. To insure satisfaction, an ar-
tistic design, beautiful finish and sub-
gtantial construetion—in short the
same high quality should be demand-
ed in the stool, bench or music cabinet,
as in the piano or player-piano it is to
accompany.

The wisdom of this policy has re-
ceived universal approbation. Custom-
ers are displaying more ecritical
Judgment while dealers, quick to ree-
ognize the changing standards in
piano-buying are looking about for
the proper means of supplying these
essential items,

The Steger Stool, Bench and Music
(abinet Line offers a complete high
orade selection made in the extensive
Steger Factories at the ‘‘Piano City,”’
Steger, Illinois. They are character-
ized by their up-to-date designs,
graceful lines and sturdy durability.
““Piano-veneers’’ and ‘‘piano-fin-
ishes’’ feature their construetion.
They represent Steger Quality and are
excellent in every respect.

The prices asked for Steger Stools,
Benches and Music Cabinets are low,
quality eonsidered. That faet is due
to unusual faecilities for economical
manufacture. The primary principles
of the Steger manufacturing poliey,
unsurpassed and unequaled value, are
as rigidly carried out in the manu-
facture of Steger Stools, Benches and
Music Cabinets as in the production
of the other great Steger Lines.

In shipping, every precaution is
taken in packing and erating, so that
the stools, benches and music cabinets
will reach destination in perfect con-
dition. FEach is shipped separately,
in a double-strength corrugated paste-
hoard box, ready for instant use.
Every dealer appreciates this method
of packing. These corrugated boxes
are absolutely dust-proof. There are
no nails to seratch or mar the stool.

* Another feature that makes these

boxes preferable is the fact that they
are so convenlent to handle.

It is important to remember that
Steger Stools, Benches and Musie Cab-
inets are just as desirable for use with
other makes of pianos and player-
pianos as with Steger-made Instru-
ments. A good variety of pleasing
designs is offered with a choice of
standard finishes.




teger Stools and Bench

’

igned

Piano Veneeys and Piano
Finishes Exclus-
ively in § fanufacture

Style 636

Seat 23x11% inches, 23% inches high. Fancy
figured, double veneered and cross banded on
both sides, polished and rubbed. Veneered in
Mahogany and Walnut with hardwood finished
base, also in quarter-sawed Golden Oak, with
solid oak base.

Style 640

Fancy figured; veneered in genuine Mahogany
and Walnut with hardwood base. Polished or dull
rubbed. Seat 37%%x15% inches 21 inches high.
Music compartment under seat with combination
attachment on seat for use with player-piano.

Style 600

Seat, 14% inches. Brass
claw feet, tipped Wwith glass
balls. Rubbed and highly pol-
ished. Finishes: [ahogany,
Walnut and solid Golden or
Fumed Oak.

for the Céi'eful Buyer

Style 638—Player-Piano Combination Bench

Seat, 26x14 inches. Height of bench, when
used as a player piano bench, 22% inches.
Height, when used as a straight piano bench,
191 inches. Fanecy figured seat, double veneered
and cross banded on both sides, polished and
rubbed. Veneered in Mahogany and Walnut,
with hardwood finished base, also in quarter-
sawed Golden or Fumed Oak, with solid oak
base.

Style 639—Duet Bench 8
Fancy figured; double veneered and cross banded inside
and out and highly polished. Veneered in genuine Ma-
hogany and Walnut, with hardwood base, also 1n quarter-
sawed Golden, or Fumed Oak, with solid oak base. Seat,
36x14% inches, 21 inches high, Music Compartment under

- seat,
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Steger Magazine

Published from time to time by Steger
& Sons Pilano Manufacturing Company.
Founded by John V. BSteger, 1879.

Officers
0. G Bleger.,....vovswevnscass President
Charles E. Byrne..... Secretary-Treasurer
Henry J. Burbach. ... Assistant-Treasurer

Edward H. Jahnke....Assistant-Secretary
General Offiees: Steger Building, Wabash
and Jackson, Chicago, Illinois,

Factories: Steger, Illinois, where the
“‘Lineoln’’ and ‘‘Dixie’’ Highways meet.

Sherwin Murphy, Editor
Elizabeth Hobart, Assistant Editor
Associate Editors
Wm. A, Scheiwe Edward J. Duify
Harvey P. Newquist George Buttell

This publication, originally the Steger
Journal, is in its tenth year.
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A Time-Honored Slogan

No expression has ever been more
forceful, more generally used, more
distinetively American than the terse,
emphatic slogan, ‘Do It Now!’" In
three words are summed up a wealth
of wisdom that years of painful ex-
perience oftentimes fail to teach.

Success is not a matter of wishing,
hoping or expecting. Success is
largely hard work with the ability
to grasp passing opportunities. The
man who does not acquire the ‘‘do
it now’’ attitude is seldom the man
who makes his mark in the world.

Putting off until tomorrow and
“‘hoping for the best’’ may be easy
ways to side-step worry but they sel-
dom qualify a man as a go-getter.

Certain piano dealers are sitting
back and taking life easy apparently
consoled by the thought that ‘‘busi-
ness will be good next fall.”’ It may
be; that we are umable to prediet.
But one fact we are sure of is that,
if business is good in the fall, the
lion’s share will go to those piano
merchants who are fighting for it
aggressively now.

Success becomes a matter of habit.

The dealer or salesman who is ae.
customed to getting maximum results
in quiet times is bound to get maxi.
mum results when business is ““good, *

Many music houses are reporting
very satisfactory sales totals while
their immediate competitors are voie-
ing pessimistic sentiments—and slack-
ening up their sales efforts. Dealers
operating in the same territory haye
the same general list of prospects to
work on. Where one sueceeds and the
others fail it is a certainty that the
former has the right system which
in the majority of cases will be found
to conmsist in constant plugging,

Why wait? If you are falling be-
hind the pace set by the man across
the street, why not apply his suceess-
ful methods and go after business
harder than ever?

Do it now!

Friendly Comment

Editors, though appearing at times
to be far removed from earthly inter-
ests, are only human and, like other
everyday mortals, are never dis-
pleased in receiving congratulations
on the suceess of their work.

‘When the Steger Magazine made
its bow 1in its new and improved form,
we experienced the varying emotions
of an impresario on a ‘‘first night.”
Eagerly we awaited the forthcoming
mails. And we were not disappointed.
Qur contemporaries have been fmost
generous in their commendations, as
have our many representatives and
other friends. We have enjoyed
reading the letters of approval and
praise which have come to our sanec-
tum and desire to thank our corres-
pondents for their kindly expressions.

Among pleasing tributes received
there is none more valued than that
of Mr. Herbert C. Elwes of 65 Broad-
way, New York City. Mr. Elwes, who
is general manager of the American
Express Company, says:
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T was very much interested in re-
ceiving a copy of the Steger Maga-
zine and, as I have made quite a study
of house magazines, I want to compli-
ment those responsible for the fine
work being accomplished.”’

A Valuable Tribute

Benjamin M. Conklin, baritone, di-
rector of the vocal department of the
Ziegfeld Musical College, is one of
Chicago’s best known younger musi-
cians. As a teacher and soloist, his
fame is nation-wide. Nearly two
years ago we had the pleasure of sell-
ing him a Steger Grand for his home.
His selection of the Steger was deemed
a strong endorsement of its artistic
and musical excellence.

BeEngaMin M. CoNELIN

Mr. Conklin’s favorable opinion of
his Steger has evidently not dimin-
ished as may be inferred from a re-
cent statement :

““When I selected a Steger Grand
Piano for my home, it was only after
I had studied in detail the merits of
all the world’s best instruments.

“I have used the Steger continu-
ally for the past year and a half in my
studio and my admiration for its
wondrous wealth of tone beauty, its
resonance and delightful responsive-
ness of touch increases from day to
day.

“I am proud of my Steger Grand
and feel convinced that its superb
beauty of tone, quiet dignity of de-
sign and other qualities of excellence
are unsurpassed. For voice accom-
paniment I sincerely believe it has no
superior.”’

“Bengamin M. Congrin.”’

Safety Notes

At the last meeting the Safety Com-
mittee was pleased to note the large
number of suggestions that were of-
fered by the employes. The Commit-
tee also wishes to thank Dr. Wicken-
seimer and our nurse Mrs. Bond for
the safety suggestions they handed in.

The foremen should take special no-
tice always to see that the tools used
by the men are in good condition.
Mushroom head tools should never be
used.

If you notice that a machine is not
working right or is not in good con-
dition, notify your foreman at once.

Do you ever try practicing safety
in your home?

It pays to practice ‘‘safety.’

> Care-

- lessness means only the loss of time

and money and sometimes the loss of
life. Who can afford to lose any of
these?

Deep Stuft

““Some folks are so blamed stingy
that they won’t smile for fear they
will give you a look at their gold
teeth.”’
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Office and Factories News in Brief

Among those
who have recent-
ly been on the
sick list are
Frank Schim-
mick, Harry
Bruno, and Mike
Ciarlo. They are
all now back at
work.

The stork has
been working

overtime in Steger of late. Clyde
Braman is wearing a smile these days.
The reason is Warren Clyde born
February 8th and weighing 714
pounds. Harry Steere announces the
arrival of a daughter Bernice Lillian,
born on the same day, and who weighs
914 pounds.

Frank Spellbring has returned
from Bragzil, Indiana where he was
called by the death ef his brother.

Oscar McAdam, formerly employed
as a chef in the cafeteria was around
visiting old friends.

Vincent Sylvester was married to
Mary Cherumbolo at St. Liborius
Church. Mrs.  Sylvester is  well
known about the Factories, as she was
formerly employed in the Player De-
partment, Mr. Sylvester and his
bride will make their home in Steger.

Verne Ennis of the covering depart-
men took a prize as the ““Best Dressed
@irl’’ at the Masque Ball. From all
reports we understand that Verne was
some doll, and also that there were a
number of boys disappointed when he
took off his mask.

Plans are now under way to organ-
ize the Indoor-Outdoor League again
this year. The meeting to discuss
plans will be held in April to ascer-
tain how many of the employes are
interested so that the teams may be
formed. A schedule will be drawn,
umpires appointed and officers for the

year will be elected at this meeting.

A notice will be posted on the de.
partmental bulletin boards announe-
ing the date when this meeting will
take place, so that all employes who
desire to play this year may attend
and be assigned to the various teams.

Horseshoes

The first individual horseshoe tour-
nament will be held some time in
April, the date to be announced later,
So far, 25 employes have entered their
names for this tournament.

Chicago Office Chat

Loawrence Tsan and Tom Leach giving
new Steger Magazine the once-over.

Juanita Yates our obliging eleva-
tor operator seems to keep close to the
first floor lately at about the time the
mail is collected in front of the Steger
Building. : The cause; it was dis-
covered, is an attractive mail collec-
tor.” Juanita-assures us, however, that
she is not interested in Mr. Mailman,

StTEGER MAGAZINE 17

as there is a noted baseball pitcher
who has come into favor.

Donald Steger, son of Mr. C. G.
Steger is now in the offices being ini-
tiated in the mysteries of retail sell-
ing. He is becoming a star-salesman.

Signs of spring! Miss Schulz and
Miss Nicholson airing their Haster bDon-
nets on the “Boul Mich.”

Mr. E. H. Moran was absent from
his desk for a few weeks on aecount
of illness. He is much better now and
back at work.

Miss Clara Spillane was on the list
of ““flu” victims last month. Fortu-
nately, she had a light attack, and was
gone only a week. All were glad to
see her again.

The Tuning and Repair Depart-
ment has had a number of its mem-
bers on the sick list during the last
month. Among those ‘‘laid up for
repairs’’ were Art Krause, Bill Kana-
packos and John Seiter. It didn’t
take long for them to get ““tuned up’’
again, and they are now all back at
their posts.

We wish to extend sincere sym-
pathy to Charles Anderson, whose

mother passed away recently and to
Al Cody, whose wife died.

Miss Hall was made happy a few
weeks ago by a visit from her mother.
She was kept busy for about a week
showing her mother the sights.

The New York Central Railroad
Company promises in the near future
to attach a dining car to its suburban
train leaving Park Manor at 7:45
a. m. This will avoid extra delay to
passengers departing from this sta-

Everybody happy! Mrs. Bond and
Miss Koenigsman welcome our first warm
aay.

tion, who now have to wait at home
for breakfast. The innovation will
also enable the train erew to reach
destination on time. We are sure
Mr. Eckhardt of the aceounting de-
partment will hail this change with
delight.

Steve Dunn—F‘Is Steger the next
stop ?”’

Porter— ‘Yes Suh, brush you oft
suh?”’

Steve—"‘No. I’ll get off myself.”’
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Complaints

Steger, Illinois, is a real ‘‘Piano
City’’—and it has not only a Mayor,
but a Board of Trustees. It is their
duty to be vigilant and conscientious
in looking out for the best interests
of the people of Steger.

Many complaints, however, have
been voiced recently by citizens to
the effect that the ‘“‘Piano City’’ has
more than its share of real evils—
such as bootlegging, gambling devices
and slot machines, which rob the
workman and his family of their
money.

If such conditions exist, the re-
sponsibility for failing to enforce the
law rests upon the Mayor and Board
of Trustees of Steger, Illinois—and
it is up to the citizens to hold them
responsible until they wipe out the
evils that menace and endanger the
community.

Bowling

Herman Hank and John Kutz won
the first prize in the 2Z-man tourna-
ment at Kleist’s alley with a score
of 1182. Several teams are entered
in the State Tournament which will

be held at Chicago. The Hamilton
Piano Company defeated Ed Dunn’s
Stars at Kleist’s Alley by 9 points. In
the return game the Stars rolled
the Hamilton’s at Sheehan’s Recrea-
tion Parlor at Chicago Heights and
came out the vietors by 15 pins, There
still remain three more games to be
contested.

Steve Dunn’s Comets, the members
of which are Charles Stein, John
Kutz, Harvey Newquist, Walter New-
guist and Steve Dunn, lost a hard
fought game to Ed Dunn’s Stars by
54 pins. ‘

The Steger Business Men defeated
the Comets by 269 pins. The score
is as follows:

Comets—
S. Dunn 170—143—209
C. Stein 123—160—129
H. Martin  157—125—200
J. Kutz 167—141—119
H. Newquist 151—172—174

Total 768 741 831—2340
Business Men—
R. Moore 166—161—191

L. Solomon 234—148—223
J. Hoitimt 129—143—144
C. Kleist 173—193—210
H. Ruwaldt 153—159—182

Total 856 804 950—2609

Steger-Méde_ i’layer-Pianos

How to Remove Upper and Lower Actions

The extreme simplicity of the per-
fected Steger-made Player Action has
merited the approval and admiration
of thousands of tuners and repair
men., Hvery part is designed to func-
tion as easily as possible and the en-
tire action is a splendid achiévement
of attention to detail in player-piano
construetion.

A clear and definite illustration of
the manner in which the simplicity
keynote in design has been developed
is found in the following instruetions
for the ready removal of the Upper
and Lower Actions:

To remove the upper player aection:

1. Diseonnect music-box brace-rod
by removing serew at side of musie-

box. This brace is on the left side
of the musie box and is turned into
the pin plank at the back of the piano.

2. Disconnect the motor tubing -

(A) (Shown in Cut I) and the large
tubing (B) on bass end leading from
the bellows to the Upper Player Ac-
tion (Shown in Cut IT).

3. Unfasten screw on pouch-board
brackets (C)—the screw which holds
the brackets to arms or cheeks.

4, TUnfasten center screw on
brackets (D) supporting Upper Play-
er Action, -

5. Disconnect motor rod at point
(BE) on right or treble side of Spool
Box.
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§. Disconnect tempo indicator wire
at point (F') on left or bass side of
Spool Box.

7. Lift Upper Player Action by
placing left hand around side of Spool
Box and right hand underneath Up-
per Player Aection. Raise gently,

unfasten screws inthese blocks which
secure them to the feeders (H).

2. TUnfasten the two upper blocks
(J) which are fastened to under side
of keybed.

3. Disconnect Tempo Lever wire
at point (K).

Cur 1

N

Cur 2

moving it slightly forward.

CAUTION—Do not grasp brackets
on outside of Spool Box.

To remove the lower action:

1. Unfasten the bottom (vertical)
screws (one in each block) in the two
large blocks (G) which conneet to
bottom board of case (I). Do not

4. Disconnect Rewind Wire at
point (L).

5. Raise up slightly, move slowly
to right or treble end and lift out.

The Upper Player Action and the
Lower Player Action can be replaced
by reversing these directions.
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A New Field for the Piano

Dr. Balatka Successfully Presents Weber’s Concerto With

Brass Band Accompaniment at Local Recital

An unusual musical performance,
an innovation in musical arrangement
which made the piano the solo instru-
ment supported by an accompaniment
of fifty-five brass pieces, was given in
the Apollo Commandery, Medinah
Temple, Chicago, Ill., on Saturday
evening, March 11, before a large and
enthusiastic audience, largely com-
posed of musical artists, students and
eritics.

The experiment proved a big suc-
cess and established the fact that the
piano, used as the principal instru-
ment under proper management, has
a place on the musical platform as a

solo instrument equal to the eharm of
an operatic principal with the chorusg
support.

Dr. Christian F. Balatka, son of the
late distinguished Hans Balatka, and
himself a pianist with studios in Chi-
cago for forty-six years, was the orig-
inator of the idea. Firmly believing
that the piano could be strengthened
with a proper accompaniment, he
composed the brass band arrangement
for the March and Finale of Weber’s
Coneerto given at the entertainment.
His convietions went so far as to lead
him to give the recital, even in face
of the criticisms of many of his musi-
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cal friends, who contended that it was
a musical impossibility. The suceess
of the recital has answered his critics.

“‘The success of this experiment
opens a new field for the piano,’’ said
Dr. Balatka to a representative of the
Musical Times. ‘‘ Heretofore the piano
was limited to two fields—piano solo
work and its adaptation as an orch-
estral supplement. Now the success
of this experiment makes it possible
for the piano to take its rightful place
as a solo instrument with brass band
accompaniment or to be used with the
brass band as it is now used with the
orchestra.

“Of course, much of the success
of this achievement was due to the
tone volume developed by my fa-
vorite instrument—the Steger,’’ said
the doctor.

““Through a constant use of and
acquaintance with the Steger piano
in my studio work, I felt confidence
in the instrument. My deductions
proved correct, the Steger piano more
than fulfilled requirements. Its tone
and volume carried it through, even
against the fortissimo passages of the
fifty-five brass instruments.”’

—from the Musical Times

The other day Ed Reinick went into
the First Aid room and said: ‘‘1 want
one of those plasters you stick on your
back.”’

Mrs. Bond— ‘I understand you
mean one of those porous plasters.”’

Ed Reinick—'‘No Ma’am, I don’t
want one of your poorest plasters, T
want the hest one you have.”’

The list of recent sales of Steger-
made Pianos to schools includes a
Thompson Instrument sold by the
Logan Music Company, Clay Center,
Kansas, to the McKinley School of
that ecity.

If it’s a Steger—it’s the finest repro-
ducing phonograph in the world.

The Story in a Nutshell

You're enjoying good health—
That’s fine.

You want to remain well—That’s
natural.

You may be careless—That’s pos-
sible.

You may have an accident—That’s
probable.

You sincerely hope mnot—That’s
obvious.

Then practice ‘‘safety first’’'—
That’s wisdom.

—The Mill.

Steger Elevator Operator
Ordained a Minister

Michael Wollos, for four years an
elevator man in the Steger Building,
resigned his position during March to
take up his [duties as a clergyman of
the Russian Orthodox Church.

Joe Frale (left) and Jimmy Krusa
(right) congratulating “Mike.”

The announcement of his ordina-
tion is the eulmination of many years
of patient work. ‘‘Mike’” began his
preparations in a Russian Seminary,
and when he eame to this country con-
tinued his studies, working days in
the Steger Building and poring over
his theology at night.

Rev. Wollos has been assigned to
a Pittsburgh Church and will leave
shortly for the east. His former fel-
low workers and other friends extend
to him their best wishes for success in
his new activities.

““Many a man has his wishbone
where his backbone ought to be.”’
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Steger Grand at Motor Club Frolic

Festival Quartette, Chicago.

Left to right: Jane Ferguson

Strutz, soprano; Ward H. Pound. tenor; Veronica Condon Krebs,
contralio; Franklin Frederick Horstmeier, baritone: at piano,

Alice Mead Pound.

On the eve of Washington’s Birth-
day anniversary the Chicago Motor
Club held its annual entertainment
at the Coliseum, Chicago. After a
brief business meeting, a short musical
program was rendered, followed by a

dance. The attendance was 10,000.

The feature of the evening was the
appearance of Chicago’s popular Fes-
tival Quartet. A Steger Grand Piano
was used in accompaniment by Alice
Mead Pound.

Nation Spends Million Tele-
graphing Word ‘‘Please’’

The bulletin of the Standard il
Company of California calls attention
to the faet that $1,000,000 in tele-
graph tolls is said to have been in-
vested last year in the use of the one
word ‘‘Please,”” and concludes that
courtesy is a national characteristic.

If it's a Steger—it’s the finest repro-
ducing phonograph in the world.

Whatever I have tried to do in life.
I have tried with all my heart to do
well; whatever I have devoted my-
self to, I have devoted myself to com-
pletely; in great aims and in small,
[ have been thoroughly in earnest.
Dickens. ___

Among recent sales announced by
Mr. L. L. Carlock of Gibson City,
Illinois, is that of a Steger Piano,
Style 21, to the Reverend William
Hainsworth, noted Chautauqua lec-
turer.

PLAYER ROLLS
are BETTER

The Dealer Who Recom-.
mends QRS- Player
Rolls Is Protectin

Your Musical

Welfare

’!f you don’f own a
player-piano, you are
denying yourself tha
most whuﬁmme enjoys
ment in the world

The best Player Piano in the world can’t
get good music out of a poor player roll—

Q=
PLAYER ROLLS

are Better
and Q'R'S dealer cooperation Sellsplayer rolls for you.
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