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Featuring the first color touch screen for DJs, the

CDJ-700 represents a brand new dimension of control.
Select your tracks, or execute effects with the same intuitive
touch found on popular smart phones and tablets.

Playback options include CDs, SD cards and USB memory
devices in all popular file formats. And the CDJ-700 delivers
full MIDI capability, DSP effects and an

adjustable, touch-sensitive jog wheel. Scratch, Reverse and
Slip Mode also provide maximum creativity and command
Professional features and innovative design are all at your
fingertips with the CDJ-700.

To learn more go to geminidj.com/cdj-700
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Wmner Hello MUSIC Wlshes You ...

Thanks to our manufacturer partners and the Music Inc. staft
for recognizing us with this year’s Retail Excellence Award.
We'’re deeply honored and look forward to working with you
in the new year.

HELLO \

MUSIC!

AWESOME OPPORTUNITIES FOR MUSICIANS

SERVED FRESH DAILY

Want to work with Hello Music? Contact our business development team at bizdev@hellomusic.com
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JOIN A GROUP — OR
START YOUR OWN

‘m always surprised how many retailers don’t take advantage of sharing
groups. To me, this is like sailing across the Atlantic without a life raft. A
sharing group can be a treasure trove of great business ideas and often the
backbone of your support system.

Don’t wait to be invited to an exclusive organization. Reaping the benefits
of sharing groups can be as simple as picking up and going to The NAMM
Show. I'll bet you can take home five great business
ideas just talking shop with a fellow retailer at the
Marriott bar in Anaheim. You can also develop an
invaluable peer network.

Once, Music Matters owner Aaron Soriero told me
about his peer/mentor relationship with columnist
Pete Gamber. They’d met at a NAMM show soon
after Soriero opened his doors and bonded over a
mutual passion for music lesson programs.

“Tust knowing he was a phone call away made all
the difference,” said Soriero, who went on to grace
Music Inc.’s July 2009 cover.

Don’t stop with NAMM. Drill down a little
deeper, and you’ll find a wealth of more specific

o industry groups. Among them, Independent Mu-

) sic Store Owners (iMSO) is one of the industry’s

fastest-growing organizations and open to all brick-

and-mortar retailers. And one of its recent initiatives revealed a great use
of sharing groups: promotional muscle.

This past holiday season, iMSO held its third annual Strings for Food
event. A canned food item got customers free string changes at participat-
ing dealers. (See page 17 for the full story.) The promotion not only raised a
total of 11,772 pounds of food for charity but, for several participants, also
brought new traffic into their stores and made them community heroes. Up-
town Music alone changed 160 sets of strings. Just think of the foot traffic.

Then there’s niche groups, such as the National Association of School
Music Dealers and the Retail Print Music Dealers Association (RPMDA).
These are much broader in their focus and membership than you might
think. Over the last decade, I’ve watched the annual RPMDA convention
transform from a print music expo into a three-day peer-to-peer intensive
workshop on business strategy. It’s still one of the industry’s best-kept secrets.

All of these groups got off the ground because of the ingenuity, persever-
ance and need of a few retailers. Like them, you might even want to form
your own group — maybe a regional association. I checked in with Gordy
Wilcher, owner of Owensboro Music Center and current head of iMSO, who
has been with the organization since its inception.

“The biggest thing I would advise would be to be prepared to commit
personal time,” he said, adding that he put in an extra 10 hours a week dur-
ing iMSO’s early days. If that sounds like a lot of work, think what it could
ultimately mean to your business.
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Cymbual technology has caughtup with edrum technology.
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LETTERS

Thanks From
Sam Ash

hank you for the generous

article you did on Sam Ash
Music in your December “The
Best of 2011” issue.

We appreciate you highlight-
ing our efforts to keep on im-
proving and making our stores
better for not just the customer
but my staff, as well.

The year 2012 promises to
have a number of surprises and
improvements still to come. We
are in the process of building
more lessons schools and im-
proving even more stores.

Just one correction, though:
We have been around for 87
years, not 45 ... but who’s
counting?

COO
Sam Ash Music

Deep Concern Over
REX Winner

cannot help but express my
extreme disappointment in the
December “The Best of 20117
issue of Music Inc. To praise
a “retailer” like Hello Music,
which received a Retail Excel-
lence Award, for being inventive,
successful and a model retailer
for the industry is just outright
disgraceful.

To highlight the fact that
Hello Music has a good rela-
tionship with high-volume sup-
pliers, or partners, is a sham
and a disservice to the customer.
This is a clever way of saying
that it is purchasing its prod-
ucts sideways from “partners”
rather than through the proper
channels.

Hello Music is not an au-
thorized dealer for most of the
lines it sells. It is admittedly a
third party in the transaction.
This results in customers not
being offered a warranty for the

I MUSIC INC. | FEBRUARY 2012

. » DADDY’S CLOSES ALL 12 STORES PAGE 13
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products they purchase.

Hello Music violates copy-
right agreements by using these
unauthorized brand logos and
products on its site, and it puts
real dealers — who work hard
to support the products they sell
and follow all the guidelines and
rules set out by the manufactur-
ers — in a hole to deal with Hello
Music’s shortcomings.

Even more upsetting is the
fact that Rick Camino, presi-
dent of Hello Music, mentioned
that Hello Music’s employees
“often refer business to local
brick-and-mortar retailers due to
the company’s lean inventory.”

What’s more likely is that
they will guide a customer to a
local music store that has much
more extensive knowledge of
products and the MI industry

SUPPLIER

*AAA SX p

RETAILEXCELLENCE remumc: PRODUC

tBEST

OF2°11

+ Alto Music

~ + Hello Music
+ Sam Ash Music

+ Evola Music

+ Sweetwater

+ Memphis Drum Shop
+ Melodee Music

+ Quinlan & Fabish

+ Guitar Center

+ Bertrand'’s Music

i: The 10 Best Suppliers
and 20 Best Products

to support the products they
have sold.

This is not to say that pure
Internet retailers are bad.
Unique Squared and Sweetwater
are two great examples to be
followed and admired.

Hello Music is taking sales
from these hard-working busi-
nesses, not having an additive
effect on them, and putting their
dirty laundry in local MI retail-
ers’ baskets.

Hello Music’s marketing
tactics might be ingenious and
effective, but at a time when
we should value our local MI
retailers that work hard to sup-
port, inform, educate and assist
customers day in and day out, a
retailer that takes a “lean” ap-
proach to save themselves money
and dump the work on others

should be the last retail model
being praised, especially in an
industry magazine.

Seek and Ye

Shall Find

Since running our story,
“Optek Seeks Dealers,” in

Music Inc.’s January issue, we've

seen amazing sell-through by

our dealers — multiple guitars

per week.

We know that Fretlight’s
value is outstanding, and we’re
working to drive customers into
stores. Independent music deal-
ers have been very responsive to
our unique dealer program, so
it’s shaping up to be a huge win
for all involved.

CEO
Optek Music Systems

Cover Story Praise
would like to thank Music Inc.
and its editor, Zach Phillips, for

highlighting our company, Wil-

lis Music, on the cover of the

January issue.

My team and I look forward
to receiving the magazine each
month and have learned a great
deal from your articles and writ-
ers. On behalf of the music prod-
ucts industry, please keep up the
great work.

President
Willis Music
Florence, Ky.
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3i-4217-18 Acoustic Dreadnought
Guitar Case

3i-4214-OP Open Cavity
Eleetrie Guitar Case

" 3i-4214-66 : 3i-4214-56 LP
Tele/Strat Style Guitar
Style Guitar Case
Case

All American Family

The SKB family of injection molded
watertight flight cases continues to grow
with the new Acoustic Dreadnought Guitar
case. The i-Series is a truly unique American
Innovation developed to protect your
favorite guitars from moisture, dust and

| baggage handlers.

See more at www.skbcases.com
Visit us at NAMM 2012 Booth #4210

3i-5014-44 J/P Style

3i-5014-OP Open Cavity 200! M Bass Case

Bass Case B A

SKB CORPORATION Orange CA




Inside

Guitar Center
Fights MAP policies
PAGE 16

iMSO Members
Collect 11,772 pounds of food
PAGE 17

West Music
Welcomes Jojo Mayer for clinic
PAGE 19

Portland Retailers
Unite to hold Drum Fair
PAGE 21

THE MUSIC FARM |

RETAIL

pparently, Brian Rob-
inson, owner of The
Music Farm, didn’t
get the memo about
2012. As futuristic
as the year may still sound, the
Orrville, Ohio, retailer has pre-
pared for its next phase of busi-
ness, in part, by going old school.

Robinson launched The
Music Farm in 2004 as an e-
commerce venture. As the com-
pany began to grow, he decided
to forgo conventional wisdom
and, in 2007, opened a brick-
and-mortar store, largely to keep
pace with that growth.

“We honestly just needed a
bigger warehouse and found a
place that we couldn’t not open a
store inside,” said Robinson, who
employs nine people. “It was a
gorgeous 7,500-square-foot fur-
niture store with a warehouse.”

COMMUNITY JAM
But invading the tangible world

of brick-and-mortar means
more overhead and, oftentimes,
more headaches. That said, Rob-
inson acknowledged there have
been fewer migraines since the
transition. He mentioned that he
sorely needed the extra space and
figured he’d also use the physi-
cal realm to bolster community
outreach and his company’s pres-
ence in its own backyard.
The Music Farm does that, in

I MUSIC INC. | FEBRUARY 2012

large part, with the Rock ‘N Blues
Jam, a biweekly freestyle jam ses-
sion. Launched in October 2011,
the event is held in the store’s
1,000-square-foot performance
area. Rock ‘N Blues Jam is “not
a big money maker,” according
to Robinson, but it gets people
in the door. (Some drive from
as far as three hours away to
attend.) And his company seals
the deal with that walk-in traffic
by offering low prices.

“We’re an online retailer that
will cater to our local customers
with online discounts,” he said.

Not only does the store cater
to clients, it nearly pampers them

PLOWING FOR PROFITS
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Brian Robinson

with service. “We receive over
250 e-mails daily and reply to
each one, within minutes usually.
That generates repeat business.”

ONLINE OVERHAUL

t press time, The Music
Farm was relaunching its
website, which was 18 months
in the making. It’s not only aes-
thetically pleasing but also of-
fers such new features as a “best
offer” option on certain items.
“A customer has three op-
tions when landing on a particu-
lar product: add to cart, add to
wishlist or make offer,” Robinson
said. “We review the offer, contact

the customer and make the deal.”

Eighty percent of the compa-
ny’s revenue still comes from its
online customers. This doesn’t
diminish the role of service in
helping face-to-face clients,
though. And Robinson’s crew
is a well-oiled service machine.

“We don’t employ different
staff for the retail shop,” he said.
“The same people who create
content for our site are the same
people who answer the phone.”

Since October, some of those
people have also donned driv-
ing gloves to take The Farm
Wagon around town. It’s both
promotional vehicle and mobile
showroom and came about “as an
idea to promote the website and
store without having to think
too hard,” Robinson said. The
Wagon is an 18-seater bus, a
cross between a limo and mu-
sic store, and it’s fully stocked
with guitars on the walls, amps
ready to rock, flat-screen TVs
and custom-built leather couches.

“We took it to the Cleveland
Browns game and received great
exposure,” Robinson said. “Cus-
tomers came in the next day and
said they saw The Farm Wagon
at the game.”

So that’s one more thing
from the past that The Music
Farm has embraced: fossil fuels.
Sometimes, the best ways are
the old ways.
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RETAIL

FROM STAGE TO SCHOOL

dam Kary had little

business experience

when he founded

BlackCat Music. A

ormer drummer for

the band God Lives Underwater,

he opened the Berkeley Springs,

W.Va., combo dealership in 2008,

at the height of the economic
decline.

“Everyone thought I was kind
of crazy to open a music shop
then,” Kary said. “But I believed
in the store.”

Kary’s experience in the mu-
sic business turned out to be an
asset in building his dealership,
and in 2009, he moved his one-
room shop down the street to
a 2,000-square-foot location on
the main drag of the tourist-
heavy city.

“There were no other music
shops around at that time ex-
cept for a small guitar store,”
Kary said. “The owner [of that
guitar store] decided he wanted
to focus on teaching and giving
music lessons. So, we partnered
up, and he now teaches here at
BlackCat.”

ROCKER, RETAILER & TEACHER

lackCat’s lessons program is

still a work in progress with
about 40 students per week, but
a School of Rock is helping drive
its growth.

The school is held every three
months and includes about six
students between the ages of 14
and 18 per session. Kary also
books two or three local gigs
for his students, providing them
with what he called “real-life
playing experience.”

Kary, whose band toured
internationally with the likes
of Sublime, 311 and No Doubt,

I MUSIC INC. | FEBRUARY 2012

said he believes being a profes-
sional drummer has added to the
experience for students in the
School of Rock.

BlackCat Music partner Jonathan McBee
(left) and owner Adam Kary

“I spent many years on the
road playing live in all kinds of
venues, from small clubs to huge
arenas,” he said. “Young kids in
my School of Rock have dreams
of touring in a band, and I of-
fer them advice on how to get
there, as well as inspire them
to go for it.”

His experiences have also
transferred over to help him
become a knowledgeable busi-
ness owner.

“I learned so much [on the
road] that it now helps me help
my customers,” Kary said. “I
learned so much about the gear
used on tour and what worked

well or what didn’t. This has
helped me inform my custom-
ers better when they’re choosing
what to buy.

“From drums and guitars to
stage monitors and light shows,
I’ve had experience with them all.
I think my customers respect that,
and they feel good about buying
from BlackCat because of it.”

And while a new store owner
might be tempted to pocket his
first profits, Kary continually
reinvests in his company to
nurture its growth.

“I put everything right back
into the shop,” he said. “I always
do that. And we are continuing
to broaden our horizons, as well
as our suppliers.”

BlackCat, in fact, has gone
from selling used gear to becom-
ing a dealer for such suppliers
as Sabian, Zildjian and Godin
Guitars.

So what sets the company
apart from other retailers and
helps it gain momentum dur-
ing a downturn? Again, Kary
claimed it’s all in his street cred.

“|Experience touring] is
something we offer that many
of the big-box and online stores
do not,” he said. “I think most
customers would choose to buy
from someone who has used the
product and can help them find
the right gear for their needs
rather than search through pages
online just to save $5.”

BlackCat also offers custom-
ers a laid-back, comfortable
atmosphere, with a couch and
coffee table for parents.

“We don’t have any signs in
the store that warn customers
to not touch the guitars or mer-
chandise,” Kary said. “We invite
everyone to play everything.”
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GUITAR CENTER FIGHTS VENDOR MAP POLICIES

n Dec. 16, 2011, Guitar
Center sent a letter to
its vendors stating it might
advertise products below
vendors’ minimum adver-
tised price (MAP) policies.
Signed by John Bagan, GC’s
executive vice president and
general manager, merchandis-

ing and supply chain, the letter
explained that GC becomes
uncompetitive and wastes
significant resources when MAP
“is inconsistent with actual
market pricing.” The statement
also mentioned that the chain
retailer spent $75 million in 2010
to promote products, and it will

take “whatever actions it deems
appropriate to maintain its com-
petitiveness in the marketplace
and to achieve a fair return on
its substantial investments in
its vendors and products.”
“These actions may include
competing with and matching
the lowest prevailing advertised

price in the market, seeking
vendor chargebacks or other
concessions to restore [GC’s]
expected return on invest-
ment, canceling purchase
orders, terminating some or all
product lines of a vendor, or
taking any other action it deems
appropriate,” the letter read.
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ODM Applications and Direct Replacement
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WHITE HOUSE OF MUSIC |

White House
(Goes Boutique

hite House of Music recently
took its stringed instru-
ment business to the next level with
White House String Shoppe.

Located within
the dealership’s
Waukesha, Wis.,
headquarters, the
newly  designed
string boutique of-
fers educators and
musicians expert
service and a deep
selection of orchestral instruments, acces-
sories and sheet music.

The company hosted an open house
for White House String Shoppe on Nov.
14, 2011.

“White House of Music’s five loca-
tions will continue to offer educators,
students and hobbyists the full inven-
tory of products and outstanding ser-
vices we always have, but the White
House String Shoppe allows us to
provide our string customers the spe-
cific services and products they deserve
in a unique, focused way,” said Chris
White, company president and CEO.

White House String Shoppe boasts
such aesthetic touches as hardwood
floors, track lighting and a wooden
table. According to White, the room
was designed to feel like “an inviting,
comfortable, welcoming room in your
house. Unhurried and quiet. An oasis
for string players to audition instru-
ments for themselves and students.”

White House String Shoppe




From left: Watermelon Music’s Erin Wall, Mica
Phan, Mayya Vereschagina and Jeff Simons

IMSO | COMMUNITY

STRINGS FOR
FOOD HITS
RECORD

ndependent Music Store Owners (iMSO)
recently completed Strings for Food 2011.
iMSO members participating in the initia-
tive offered free string changes to custom-
ers who donated canned goods. Each mu-
sic retailer then donated the food to the
food bank or charity of his or her choice.

This year, participating retailers col-
lected 11,772 pounds of food and changed
1,573 sets of strings. According to iMSO
representatives, this is the highest num-
ber of collections to date. D’Addario, Curt
Mangan Strings, Planet Waves and SIT
served as sponsors for the initiative.

Jim Nardi, owner of Uptown Mu-
sic in Keizer, Ore., changed 160 sets of
strings, and the staff of Watermelon
Music in Davis, Calif., changed 154
sets of strings. Jacksonville, Fla.-based
Discount Music of Jacksonville owners
Clark and Lisa Kirkwood collected the
most food, with a total of 1,500 pounds.

“This year, with the help of D’Addario
and Curt Mangan, we changed around
60 sets of strings and collected 1,500
pounds of food,” Lisa Kirkwood said.
“We are very proud of our local musi-
cians and supporters of this yearly event.

“In the past two years, iMSO
member stores changed more then
2,500 sets of strings and collected
more than 13,011 pounds of food.”

“This was our best year yet with
donations — about 250 pounds,” said
Glen Giles, owner of Gorilla Guitars
in Columbus, Ga. “Someone even
brought in two cases of canned green
beans! We had several bring in dona-
tions but no guitars. That’s okay.”

»> RETAIL

K.C. STRINGS VIOLIN SHOP | OUTREACH

K.C. GIVES TO JOPLIN

Last August, K.C. Strings Violin Shop of Mer-
riam, Kan., donated more than $17,000 in or-
chestral stringed instruments to the Joplin School
District in Joplin, Mo. The company delivered nearly
50 violins, violas, cellos and basses to help students
as they recovered from the tornado in May 2011.
“Your thoughtfulness is sincerely appreciated, and
we value your continuing support of our efforts,” said
Dr. C.J. Huff, superintendent of Joplin Public Schools.
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FULL COMPASS |

FC GETS REAL WITH
COLLEGE STUDENTS

Full Compass of Madison, Wis., re-
cently hosted a tour of its facility for
Rotaract members. Rotaract is a branch
of Rotary for college students, designed
to help them develop as leaders in their
workplaces and communities.

Participants included students from
University of Wisconsin-Madison and
Edgewood College.

Roxanne Wenzel, vice president of

sales and marketing for Full Compass,
began the event with a company over-
view. She also led the group on a tour
of the facility.

Afterwards, students gathered in
Full Compass’ largest studio for a
30-minute Q&A session with Jona-
than Lipp, company owner and CEO.
Lipp spoke openly about the company’s
origin and future.

Jonathan Lipp
speaks with
college students
in Rotaract

GIST PIANO CENTER I ANNIVERSARY  “

Gist Celebrates 40th

M AGNESIUM

M-POWERED PERFORMANCE

www.dunnett.com NAMM BOOTH 3066

"RAVELER GBUITAR

TRAVELERGUITAR.COM
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Social Media
Milestones

weetwater’s social media program

recently hit three milestones. The
company’s Facebook “likes” surpassed the
100,000 mark in mid-December 2011. For
680 videos posted on YouTube, total up-
load views also recently surpassed 10 mil-
lion, and channel views exceeded 250,000.

Sweetwater posts at least twice each
weekday on its Facebook page. These
posts include special offers, product demo
videos and unique features. Each Friday
morning, a Sweetwater Minute video,
hosted by Mitch Gallagher, the com-
pany’s editorial director, features product
demos, interviews and announcements.
Most Sweetwater YouTube videos

are product demos and embedded on the
appropriate product pages at sweetwater.
com. Videos range from interviews with
artists and producers to performance
footage. The company’s Twitter feed,
which has more than 11,000 followers,
functions as a gear forum for answer-
ing customer inquiries. Tweets include
deals and new product updates.

Hello Mobile

ello Music has a3 p00AM

launched Hello
Music Mobile, a free
iPhone app that
provides immediate

»> RETAIL

WEST MUSIC |

JOJO BRINGS MOJO TO CORALVILLE

On Dec. 1, 2011, West Music held a clinic with drummer Jojo May-
er at the Coralville Center for the Performing Arts in Coralville,
lowa. More than 80 drum and percussion enthusiasts showed up.

During the clinic, Mayer presented some of his signature influences and
techniques, such as reverse engineering, where he plays programmed jungle
drum and bass rhythms on an acoustic drum kit. Afterwards, Mayer an-
swered audience questions, and Sabian sponsored a product giveaway.

access to the com-
pany’s products
and services. The
app delivers each
day’s new “Awe-
some Opportuni-
ties” on music
gear and musician
services, such as

ESP / LTD GUITAR
V Series V-300
§ 375 DEAL 56%01

Ovarview >
Spocifications >

Warranty >

studios, mastering and digital distribution.
“We know how fast-moving and un-
predictable the life of a musician can be
— we’re musicians ourselves,” said Rick
Camino, CEO of Hello Music. “Bringing
the Hello Music opportunity marketplace
to mobile enables us to bring success to
even more musicians and better serve
a highly mobile membership base.”

What's on Your Wall?

The Recording King 06 Series is 2012’s best
investment for your acoustic room. Now
more than ever it's essential to stock cutting
edge values - solid tops and unique body
designs backed by an industry-leading
lifetime warranty.

The Recording King 06 Series available in
\ over a dozen different styles and shapes and
W starting at a MAP of $289.99.

What’s on your wall?

VISIT US AT
NAMM BOOTH #5476

000-Style

0-Body CutwayElectric I;F ret

OM:-Style 000-Style
THE

MUSIC
L “ N K www.themusiclink.net * Toll Free 1-888-552-5465 || _{ E

www.recordingking.com

visit us on
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GUITAR CENTERI

GC EXPANDS
IN NEW YORK

uitar Center hit 224 stores on Dec. 15, 2011,
with the opening of its newest retail loca-
tion, Guitar Center Ridge Hill in Yonkers, N.Y.
The store marked the company’s 10th open-
ing of the year. The location features GC Garage,
the company’s on-site guitar repair services.

To celebrate the opening, GC hosted a grand-
opening weekend featuring exclusive savings,
gear giveaways and free events. Throughout the
month, it also offered free restrings or 50-per-
cent off first setups on any stringed instrument.

“The New York City metro area is one of the
most important music markets we serve,” said
Gene Joy, executive vice president of stores for GC.
“With the addition of our Yonkers location, musi-
cians from Westchester County and beyond will
now have easier access to Guitar Center’s vast
assortment of new and used gear at great prices.”

GC also opened a new Orange, Calif., loca-
tion on Dec. 1 and a store in Stafford, Texas
— near Sugar Land — on Oct. 27. Both feature
Guitar Center Studios, GC’s in-store music les-
sons and rehearsal facility, and GC Garage.

g Cadp
! B

Inside Guitar Center’é
new Ridge Hill store

=Brand Guitar Parts
and Hardware...

- .y Friendly,
&5 - r=Knowledgeable
o = L Staff...

i ”i” Safe, Secure
= "~ Dedicated B2B
" ““0On-Line Shopping...

,?f Prompt Shipping
and High Fill
Rates...
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'I'm making music
for the first time

www.lowrey.com



Daniel\Glass performs at
the Portland Drum Fair
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REVIVAL DRUM SHOP, RHYTHM TRADERS |

PORTLAND DRUM DEALERS
HOLD LOCAL DRUM FAIR

GREATS

GREATS.
' ' GARZONE

.\

RATION

NEXT GENE
PLAY ALONG

GREATS KENNY

WERNER |
’ .’;

WWW.JODYJAZZ.COM

BULLET™
GUITAR JACK

TIGHTENER

Patented Grip - Tip™ holds Jack
while tightening, preventing
damage to wiring and solder joints!

Works With Most
Recessed and Surface Mounted
Jacks, Effects Pedals & Mixers
Metric & S.A.E. Nuts
Engineered Plastic

“We can tighten loose nuts;
but we can't do anything about your deummer”
BSOS (ALMPARTS)
MFG. USA (713) 466-6414
PAT. PEND.© 2010 www.allparts.com/bullet

Half the weight
of an original Shubb Capo

Now available in a variety of

COLORS!

info@shubb.com * www.shubb.com
707-843-4068
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NAMM News

Note
from Joe

Innovation, NAMM U and a Few Words
about the Show

“Marketing and innovation are the only two factors that
generate business, everything else is an expense.”
-- Peter Drucker

Many NAMM Members are reading this at the show in Anaheim,
or just upon returning home. I'd like to thank you for being
with us and hope your investment pays off in the year ahead.
Support of the NAMM Show fuels your association's “Circle

of Benefits" business model and creates year-round efforts to
promote music-making and music education, represent your
interests with policymakers and provide world-class education
through NAMM University.

Our industry has always thrived on innovation, and it seems
to me that based on what we've seen here in Anaheim, this
year could be one of the most important in memory for new
products and new ways of doing business. We began this
year's NAMM Show on Thursday morning with a Breakfast of
Champions session focusing directly on the theme of innovation
and featuring NAMM Member companies that are reinventing
the products we use—and how they're bought and sold. Our
goal was to inspire and challenge everyone to apply the theme
of innovation to their own business so they can find success
in today's rapidly changing economy. To me, innovation refers
to anything (technology or otherwise) that brings greater

ADVERTORIAL * FEBRUARY 2012
visit us online at www.namm.org

advantage, access, impact, interest, connection, trust and
buying motivation to the customer. Innovation can apply to
manufacturing, retail, distribution, marketing, and even how
music is taught.

I'd especially like to say a few words of thanks to those who
sacrificed and traveled long distances to attend. We understand
how hard it can be to make this happen, especially considering
the challenges of the past few years. In fact, a good friend wrote
to me just before the holidays saying he may not make it to
Anaheim this year. He owns a small community music store and,
in many ways, is the quintessential NAMM Member Retailer. |
told him | understood and indeed had been in his shoes before,
starting with my first NAMM Show 30 years ago!

Interestingly, the economy in January 1983 looked a lot

like today. We had just been through a bruising recession;

the government seemed incapable of solving anything; and
technological innovation was changing the industry dramatically.
But the owners of Andy Penn's Drum and Guitar City decided
to send their two young staffers to the NAMM Show! In spite
of the tight cash flow—I was the bookkeeper and painfully
aware of how challenging the year had been—Scott Cameron
(who is still in the industry with DW Drums) and | flew from
Sacramento to Anaheim where we were able to meet with our
vendors, gain some new product and marketing ideas, and
come back completely motivated for the year ahead. I'm sure
our customers noticed the difference, and the experience and
lessons from the show helped us create a successful recovery
as the economy picked up that year. As it is for so many NAMM
Members, that first show also started a life-long commitment to
this industry that continues to this day.

Innovation starts with a spark, and there is no better place to
find that spark than at your industry's trade gatherings. | hope
my friend decides to come—it's surely an investment he

won't regret!

Joe Lamond ¢ NAMM President/CEO
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LAYbaEit Digital e-newsletter

hed by NAMM. To keeb 2
sign up for our P
ckdigital@namm.oré.

NAMM News is publis

? King industry news.
|atest breaking at playba




Summer

NAMM
2012

FEATURING

2012

July 12-1 Navill

| NASHVILLE CONVENTION CENTER

Take it

Top

NAMM




Inside

Sabian
Celebrates 30 years
PAGE 28

Hal Leonard

Partners with Blue Microphones
PAGE 29

D’Addario

Debuts Music Starts Here campaign
PAGE 30

Yorkville

Distributes Los Cabos in Canada
PAGE 32

CORDOBA |

SUPPLY

CORDOBA'’S CRITICAL MASS

ordoba isn’t just try-
ing to sell guitars.
It’s trying to sell a
whole new product
category. And that
means turning the public’s idea of
a nylon-string guitar on its head.

“T always tell dealers to call
our product ‘nylon-string guitars;
not classical guitars, when ad-
dressing customers,” said Jon
Bingham, the company’s national
sales manager. “And a number
of times, I’ve heard dealers say,
‘T can’t believe that really works.
It made the difference’”

It’s certainly made a difference
for Cordoba. Last year, the Los
Angeles-based manufacturer saw
a 40-percent spike in revenues.
According to Tim Miklaucic,
company CEO, it drove that
growth through positive online
buzz, attractive price points
and, of course, niched product:
nylon-string guitars that are as
easy to play as their steel-string
counterparts.

“I think it’s a critical mass
thing,” said Miklaucic, who
founded the company in 1997.
“The category’s beginning to
grow, and I think we’re also the
only game in town that’s re-
ally creating a brand and brand
awareness.

“No longer do you need to
be a classically trained musi-
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cian to buy a nylon-string guitar.
We’re trying to tell the story
differently.”

INDIE OPPORTUNITY

hese days, the company’s
team is trying to tell its story

to more independent retailers.
“The indie part of the busi-
ness is where the real growth

is happening right now,” said
Jay Morrissey, director of sales,
key accounts, who added that
Cordoba has a robust interna-
tional and chain-retail business.

“Over the years, we’ve refined
our product line and developed
more models that work for the
indies,” added Jon Thomas, man-
aging director. “And our goal is
to increase that as a percentage
of our business.”

A few of those models include
the popular GK Studio (pictured),
used by The Gipsy Kings, and
Fusion, which is ideal for steel-
string players looking to transi-
tion to nylon. Both fall into the
retail-friendly $200-$1,200 price
range, a sweet spot Cordoba has
been catering to more recently.

Instead of blanketing dealers
with inventory, the company can
also stock retailers with selec-
tions cherry-picked for their
particular markets. “We’re not
going to put a $3,000 Spanish
classical guitar in a rock shop,”
Morrissey said. And Cordoba’s
sales team continues to educate
dealers on how to sell nylon-
string instruments.

“We make the guitars very
easy to play,” Miklaucic said.
“We’ve done that by making
sure the necks are perfect with
a very light truss rod and very
precise fretwork.”

MEETING DEMAND

ut maintaining high quality

during a growth spurt poses
its share of challenges. Miklaucic
pointed out that scaling up man-
ufacturing can be especially dif-
ficult when building handmade
guitars — among other reasons,
materials need to be seasoned
over time. To manage growth,
the company recently opened a
new warehouse and hired more
quality-control professionals.

“When we grow 40 percent
and we have to make 40-per-
cent more product, we’re not
just borrowing a little more of
the capacity from a huge pro-
ducer,” said Miklaucic, adding
that his company has factories
in Spain and China. “We’re
building guitars by hand. This
is hard to scale.”

Chances are, it’s a challenge
that’s not going away any time
soon. Bingham mentioned that
consumer demand for nylon
keeps rising.

“When you get guys starting
to reference popular music art-
ists, ranging from Alex Lifeson
of Rush to even James Hetfield
of Metallica, those guys have all
recorded over the course of his-
tory with a nylon-string guitar at
one point. That really broadens
the perspective of what you can
do with the instrument.”



Wanda Jackson
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PRESONUS |
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reSonus’ dealer rela-
tionships are much
like its products — ef-

ficient and extremely
flexible.
“Small, medium or large, any
dealer can do business with us,”
said Rick Naqvi, PreSonus’ vice
president of sales.

Lately, PreSonus’ success has
stemmed from the large-installa-
tion category, a thriving market
even in a lukewarm economy.
But the company has also cast
a larger net, aiming to lure in
more recording neophytes with
affordable dealer programs and
a bevy of online content.

NEW PROGRAMMING

aqvi explained that one of
PreSonus’ most attractive
incentives for new dealers is
its retail programs, which take
into consideration the burden
of inventory costs. By using the
company’s new Virtual Stock
Software Distribution (VSSD)
program, dealers can stock
PreSonus software and elimi-
nate inventory costs altogether.
“We program with freight
considerations, as well as display
considerations,” Naqvi said. He
added that all PreSonus hard-
ware ships with Studio One
Artist, an entry-level version of
the company’s signature DAW
software. This creates built-in
customer demand for software
upgrades, such as Studio One
Producer and Studio One Pro-
fessional, which dealers can sell
with a nominal inventory cost.
“It’s a great add-on sale for
dealers, and because they can
carry the upgraded software
without the inventory cost, it’s
pure profit,” Naqvi said.

I MUSIC INC. | FEBRUARY 2012

Adam Levin of Chuck Levin’s
Washington Music Center in
Washington, D.C., explained that
the inclusion of Studio One Art-
ist software with such PreSonus
products as StudioLive 16.4.2
and 24.4.2 mixers has enhanced
their value for customers. “It’s
a great bonus for the customer,
and it makes PreSonus products
highly appealing,” he said.

By bundling its hardware with
Studio One software, PreSonus
has also boosted the merchan-
dising potential of its products.
Chris Basile of South Jersey Music
in Sewell, N.J., even cross-mer-
chandises the PreSonus AudioBox
44VSL bundle with Blue record-
ing microphones — he called this
his “most effective display.”

All PreSonus hardware is
also tightly integrated with the
same Studio One software, so
dealers can cater to all custom-
ers, regardless of skill level or
gear setup.

‘{K“h“““:‘:‘: -‘ :
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“You just cannot be a full-
rounded musician today if you
don’t have recording as part of
your skill set,” Naqvi said. “We
make products for the total be-
ginner to the total professional.”

SUPPORT GROUP

ince last year’s winter

NAMM show, PreSonus
has debuted a wireless digital-
mixing app, a trio of mixers and
a feature-filled second version of
Studio One. But the company
is also driving its success with
dealers through a new website
— a multichannel online sup-
port system that has exploded
with content.

At any given moment, en-
gineers and developers read-
ily participate in the website’s
community forums to take the
guesswork out of troubleshooting
software and hardware. And in
addition to the more than 150
live clinics that PreSonus con-

SONIC PARTNERS

PreSonus’ Rick Naqvi working
in his studio with a StudioLive
mixer and Studio One software

ducts at dealerships and schools,
the site features a wealth of on-
line webinars and events.

“When you install our soft-
ware, it comes with an hour of
video tutorials that get installed
on your computer,” Naqvi said.
“When the store or PreSonus tech
support is closed, the customer
can click on some videos, even if
they don’t have Internet access.”

TechTalk Live, PreSonus’
technology Web “show,” recently
made its way into actual retail
locations, where it was broad-
cast live. Dealers are reaping the
benefits of the webcast, especially
with customers outside of their
immediate regions.

“It brings people into the store
and exposes the dealer to people
who may not be in their city,”
Nagqvi said. “It’s like a clinic, but
it’s not just the people who show
up live. It’s all of the people on-
line, and that becomes a resource
for the dealer.”



Introducing iQ Flash from PianoDisc

ianoDisc’s New iQ Flash front-end is a modern, flexible MP3 player system specifically designed for use
with PianoDisc’s iQ technology. Features include 1,024 levels of dynamic expression playback per note,
built-in SD Card and USB slots, wireless connection and One Touch Record and playback options.

FEATURES

= MP3 files from USB, SD or
MMC flash memory

= Record your own
performances (with
optional Performance Package)

= Integrated balance control for just the right mix
of piano and accompaniment

m 1,024 levels of Playback Dynamic
Expression per note

m Repeat & Shuffle features let you
choose how to listen to your music

= Easy to read high-contrast blacklit LCD display
m Wireless remote control

= Wireless audio OptiOH (future expansion)

SPECIFICATIONS

= Power 5 VDC, 1A

= Display 1.75” (44mm) blue LED backlit

m Line-in stereo RCA

m Line-out stereo RCA

= Media types: USB Flash, SD/MMC Flash

= File format: MP3 (256 kbps recommended)

= Remote control IR credit-card style

PianoDisc

www.PianoDisc.com — 916.567.9999
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SABIAN CELEBRATES 30-YEAR RIDE

From left: Stacey Montgomery-Clark, - Faee] | = r’_),, S abian is celebrating its 30th
Andy Zildjian, Nort Hargrove, Robert Zild- L Py - ¥
jian, V\ﬁ“i Zildjian and Peter Stairs

anniversary this year. The
introduction of AAX and HHX;
the early signing of such endors-
ers as Larry Londin, Phil Collins
and Harvey Mason; the Signa-
ture series; and the “Sonically
Matched” professional-level box
sets are just a few of the land-
marks in the company’s history.

“It’s been quite a ride,” said
Sabian President Andy Zildjian.
“Having been here from the very
beginning to watch our growth
firsthand, | can say that our spirit
of innovation, the quality of our
products and the relevance of our
brand have consistently been our
focus from day one. And | can
confirm that will never change.”

Sabian has also launched
“Obsessed,” a new advertis-
ing and brand campaign that
celebrates the company’s
endorsees. {sabian.com}

BUNDY PARTS ARE NOW AVAILABLE FOR ALL REPAIRS.

support@bundymusic.com

. It's that easy.

SAXOPHONE CLARINET FLUTE PICCOLO TROMBONE TRUMPET
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Switch for Free!-

HAL LEONARD | DISTRIBUTION

HAL LEONARD GOES BLUE

al Leonard has entered an agree- Mics are a natural progression,

ment with Blue Microphones to and Blue mics are just cool. We
distribute select mics and acces- are proud to be associated with this
sories to the U.S. market. The deal well-respected company on the rise.”
went into effect Dec. 1, 2011. Hal Leonard will distribute spe-

“Audio and technology products cific Blue lines, including the Essential
have been a massive growth area for Hal | series, the enCORE live performance
Leonard,” said Doug Lady, the com- series, a full range of desktop USB
pany’s senior vice president of sales. mics and a variety of accessories.
“We’ve gotten into the game with all as- Blue will continue to offer sup-
pects of gear — hardware, software, in- port to its retailers directly through
terfaces, speakers, how-to books — and | its Technical Sales Regionals, prod-
we’ve seen many of our retailers expand | uct support team and service center.
their recording departments as a result. {halleonard.com; bluemic.com}

OVATION I CONTEST

Ovation Guitars Rocks the Top

Qvatlon Guitars recently held the “Rock = o- o 77 2007 T0mm.

the Top” design contest, which invited i

designers to flex their creativity for a chance en AU iy, s, i
to have a design featured on the next Ova-

tion guitar.

Contest designs had to be submitted by
Jan. 12 in order to be chosen as a finalist
and eligible for public voting.

At press time, a panel of Ovation judgdes
planned to choose the top five designs based
on overall impact, creativity, memorable con-
tent and reflection of the Ovation attitude.
The amount of social media buzz generated
by each design was also to be taken into consideration.

The grand-prize winner gets his or her design featured on the top of Ova-
tion’s new Elite series guitar, a Wacom Intuos4 large tablet and an Ovation
soft guitar case. {ovationguitars.com/rockthetop}

UNIVERSAL PERCUSSION | EVENT

BREAKING RECORDS

U niversal Percussion has been officially entered into the Guin-
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ness World Records in the category of musical instruments. For appointment or info
The entry is for a unique set of wind chimes, created with the help 1.800.691.8172
of Treeworks Chimes. It features 1,221 chime bars mounted on 21 . 2 bttt
hand-finished hardwood bars supported by 21 metal tripod stands. mfo@retallup.com

In order to be eligible for the record, the instrument had to be
played during a live performance. The performance took place
Aug. 28, 2011, when Universal Percussion hosted its second an-
nual Drumfest at Firestone Park in Columbiana, Ohio.

A notarized videotape of the performance was sent to the Guinness ]
Book’s publishers, ultimately earning the chimes and Universal Percussion WebSIteS POS Success

the title of “World’s Largest Wind Chimes.” {universalpercussion.com}
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PREMIER |

Premier Takes on KD Drums

Premier recently acquired KD Drums. The acquisition will
see the formation of The Premier Drum Co. Ltd., which
will be the research, development and U.K. manufactur-
ing operation for Premier Music International Ltd.
The Premier Drum Co. Ltd. will operate and manufacture from the
new factory premises in Lancashire, England, starting in February.
“As Premier celebrates its 90th anniversary in 2012, we are
excited that this acquisition kick-starts the celebrations and sees
Premier return to its natural heritage of manufacturing high-quality
products in the United Kingdom.” {premier-percussion.com}

From recording to mastering, get online audio training
from industry pros at lynda.com/audio. Iynda.com

Stop by booth 4711 (Hall C) and enter our iPad raffle. You can learn it
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O Addaria Music Starts Here - Fasturing Bryce Dessner of Tha National

D’ADDARIO |

D’Addario Unveils
New Campaign

D ’Addario has introduced its Music Starts Here
campaign. The company launched a viral video,
which conveys the parallels between how music
starts on D’Addario’s factory floor and with the
musician. This is the first in a series of minute-long
videos showcasing D’Addario’s commitment to its
artisan manufacturing processes and artists.

“More than a campaign, Music Starts Here is
the company’s philosophy,” said Jim D’Addario, CEQ.
“Committed to excellence in manufacturing, creating
jobs in the United States and ultimately giving a
voice to musicians worldwide, Music Starts Here is
the true purpose of the company.” {daddario.com}

The Great Tone Treasure Hunt

wemrw TanaHunt.com

Seymour’s
on the Hunt

S eymour Duncan recently teamed
up with Godin, Cort, Rich-
mond Guitars, Schecter Guitars,
Jarrell Guitars and U.S. Music to
unveil The Great Tone Treasure
Hunt, an online scavenger hunt.
Launched Jan. 1, the hunt is con-
ducted through tonehunt.com. Each
hunt has three clues, and when a
user has solved them, he submits
his answers through the “Dig for
Treasure” menu. Once a winner is
chosen, the prize and the answers
will be announced. {tonehunt.com}
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Thank you for your contributions to the
music industry. You will be missed.

SUPPLY «

Blaze I\/Iékes a Move

fter six years of crafting guitars in Kona, Hawaii,
Buddy Blaze and his wife, Joyce, are relocating the
Buddy Blaze Guitars production facility to Kansas.

The couple is teaming up with Jake Willoughby,
longtime retailer of Buddy Blaze, to enable Blaze to in-
crease production while reigning in shipping costs.

“The opportunity to centrally locate production and
bring in someone with Jake’s experience was too good
to pass up,” Buddy Blaze said. {buddyblaze.com}

ADJ’S
DAVIES
HONORED

S cott Davies, general manager
of American DJ, was recently
awarded the first-ever Crystal Disc
Lifetime Achievement Award by
DJ Zone magazine at the 2011 LDI
Conference in Orlando, Fla.

Sid Vanderpool, publisher of
DJ Zone, presented Davies with
the award for his contributions
to the DJ industry and bring-
ing affordable lighting and au-
dio products to the market.

“This award is such an honor
since most of my life I have been
a part of this industry, and this
industry means so much to me,”
Davies said. {americandj.com}

It |

BRUBAKER MUSICAL INSTRUMENTS

Unleash the Power
In Your Performance!

We're obsessed with tone and
quality and we know THE BRUTE
will create the musical words
you want to say.

That’s why my name is
on it...Kevin Brubaker
(master luthier)

Booth #4860 (Hall C)

Brubaker Brute Series is a Division of AP International. For More Information, Call 732-919-6200 or visit www.brubakerguitars.com
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YORKVILLE & LOS APPOINTMENTS

CABOS JOIN FORCES Yomaha

n Jan. 1, Yorkville Sound became the exclusive dis-

tributor of the Los Cabos drumstick line in Canada.

Los Cabos Drumsticks is the newest addition to es
Yorkville Sound’s growing distributed brands cata-
log. The company also recently added Mapex Drums > -
and introduced the Granite Percussion line to Canada. It U Eric Aparicio
{loscabosdrumsticks.com; yorkville.com}

amaha recent-

ly made chang-
es to its upper
management. Jay
Schreiber, former
Band & Orchestral
(B&O) division
general manager,

For Rich Dynamic Sound | yiiveees

general manager

of the Pro Audio
P p| Mw & Combo (PAC) division.
ros d y Garth Gilman, recently as-

sistant general manager of the

\

) For years Guy Hawkins mouthpieces PAC division, has been promot-

& | have been the choice of pros for their ed to general manager of the
rich harmonic sound and unsurpassed B&O division. John Shalhoup is
playing response. Whether you prefer the moving from his position as na-

tional sales director of the PAC
division to director of admin-
istration for the B&O division.
oo Eric Aparicio has shifted from
J J I;CI.H)‘:H.T the B&O division’s director of
www.jjbabbitt.com admin to the PAC division’s
director of administration.
Shoji Mita has left his position
as planning director of the YCA
customer sales and market-
ing group to accept a new role
with Yamaha Corp. Japan.

handcrafted hard rubber or a forged metal
model, the sound will be uniquely yours.

MOUTHPIECES FOR ALL CLARINETS AND SAXOPHONES

B&C Speakers has brought
on Benett Prescott as its new
U.S. sales manager.

Prentice Practice Pads re-
cently named William Lud-
wig Il marketing director.

Vic Firth has promoted Jim
Doyle to vice president of fi-
nance and administration.

Bob Moses, longtime Audio
Engineering Society (AES) mem-
ber and officer, has been named
executive director of AES.

Cavanaugh has hired Jan Sum-
ner as its director of sales.

5 BRUCE LANGTOMN

I MUSIC INC. | FEBRUARY 2012



Feature Rich... You don’t have to be!

, ‘ $199
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® Dual recording (safety track)
==

Handheld 4-track Recorder

INTRODUCING THE ALL-NEW DR-40 LINEAR PCM RECORDER
XLR/TRS balanced MIC/LINE inputs
e MIC inputs with phantom power
e +4dBu LINE inputs
4-track recording
* Built-in mic + external mic/line
* Dual recording (safety track]
* Records a stereo track to existing stereo recording file

* Mixdown [4-track to stereo track]
17.5 hour battery life

N AMM, visit us at NAMM, booth# 6491 TASC AM

® 2011 TASCAM a division of TEAC AMERICA, INC. | tascam.com

facebook.com/pages,/Tascam,/156388484378789 TEAC PR 0 F Ess I O NAL




HIGH PERFORMANGCE BRANDS...

beyerdynamic))])) KURZWEIL FOStEex ALPer[

beyerdynamic, the Introducing the Fostex Alpine MusicSafe Sonomax introduces
German audio specialist, AR-4i Audio Interface Classic™ contains the Eers custom molded
continues its strong for iPhone 4. Designed two different and earphone system that
tradition of quality as to enhance the video interchangeable sets fit perfectly in your ears
it celebrates the debut you capture with your of music filters with isolating ambient noise.
of its new Touring Gear iPhone 4, the AR-4i outstanding sound View live Eers fitting
microphone series, provides professional characteristics, perfect sessions at our booth.
A complete product stereo audio quality for medium and high

range of more than 25 for iPhone videos attenuation rates. These

different microphones complete with special music filters

for live performance, LED input level guarantee optimal

the Touring Gear metering, gain control protection without loss

Series showcases a and headphone of clarity, while at the

new uniform and mmitoring_ same time ensuring a

pleasurable listening
experience

elegant design, top

specifications, and a
clear, easy to understand
classification system.

PRODUCTS FROM AMERICAN MUSIC & SOUND
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Wharfedale Pro Turbosound

Vestax is launching New offerings from Xone will be debuting

introduces the their newest MIDI DJ Nord include Nord announces the several new world class

next generation Contraller to the US Drum, a unique and introduction of the product entries in the
of legendary market, The VCI-400. full featured drum MIO 10" 2 way professional DJ arena
performance A big hit at the recent synthesizer module as active loudspeaker including the DB2
with the Kinetic BPM show in the UK. well as the Nord Piano to it's popular line of mixer and K2 compact
and Delta series Vestax Corporation 2 and Nord Organ Milan series portable controller module.
passive loudspeaker manufacturers the finest C2D. Nord continues to loudspeakers.

systems. Since 1932, and most innovative DJ lead the pack when it Turbosound is also

Wharfedale has gear on the planet. comes to task specific proud to announce

been at the forefront instruments. the return of the TMS

of loudspeaker 2 LFOs plus many Series to it's lineup.

technology - these additi pe TMS is a modular

seventy-five years and effects pr 3 way portable

of experience in loudspeaker system.
the design and
manufacture of
audio systemns make
Wharfedale Pro
Products second to

none,

WWW.AMERICANMUSICANDSOUND.COM BOOTH #6464, HALL A
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Korg helped define the tuner category with the 1975 release of the WT-10; the world’s first hand-held electronic guitar tuner.
Now, over 35 years and tens of millions of tuners later, Korg continues to innovate. Join us in celebrating another year of being
the #1 tuner brand in America.

See 2011's #1 Selling Brand™ of Tuners & Metronomes at Booth 6440.

KORG.COM/TUNERS “nnﬁ
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ast November, my busi-

ness partners and I felt
compelled to participate

in a national Small Busi-

ness Saturday program.

The theme, “Shop Small,” was
intended to resonate with the
masses on Black Friday week-
end, when deep-pocket big-boxes
drown out local retailers with
$39 Blu-ray doorbuster deals
and Thanksgiving Day news-
paper circulars that require a
wheelbarrow to get in the door.
It was a noble idea, and I'm
never opposed to the local guy
tooting his own horn. That said,
D’ve also never felt guilt was the
best motivator to capture a sale.
I believe small business mer-
chants do themselves a disservice
when they rely solely on pluck-
ing that home team heartstring.
Yes, there’s probably a remnant
die-hard, loyal customer fan base,
but if we’re truly good enough
and they’re in a buying mood,
aren’t we already tight with
them? It’s likely we’ve already
lost the battle with the chronic
coupon shoppers, so it’s really
the in-betweeners we need to be
chasing. The poor-me underdog
mentality is unattractive in dat-
ing, and it doesn’t fare well in

attracting shoppers either.

So what are the components
necessary to attract new custom-
ers? Obviously, we need to play
from our strengths — a care-
fully chosen, smartly stocked,
competitively priced inventory
(blah, blah, blah). Then, there’s
something patently illusive we
call service.

What too often escapes us
is a painfully honest look at

what service means. Nobody
denies the power of a handful of
doorbusters and traffic-building
events, but what do you do with
customers once they actually
show up? How are they treated?

A tangible personal touch
ought to be our best foot for-
ward. A small business should
be famous for intimacy with the
customer, but is your sales staff
equipped to meet customers’
needs? It’s the little things that
matter. Say a customer asks for
a product, and the store is out.
Is your answer: 1) We’re out?
2) We’re out; how soon do you
need it? 3) We’re out; was there
something else like it we might
have, and in what circumstances
are you needing it?

These three answers illustrate
the spectrum of customer service.
No. 1 is how a clerk responds,
with pedestrian “yes” or “no”
answers. Clerks work for big-box
operations and shouldn’t work
for you. No. 2 is a commonplace
salesperson, but No. 3 goes the
next step to engage in dialogue
and dig to know the customer
better. Service isn’t just ringing
up sales or answering questions
about price or amp wattage. Ser-
vice is investigative, prescribing

SMALL-MINDED

solutions and giving helpful ad-
vice that enhances lives. If we
aren’t doing this, no matter how
“home team” we are, we aren’t
any better than a box store.

Of course, we can tip the
scales in the wrong direction and
be overbearing. We hire musical
experts for our team who know
the product and customer but
get pushy with their own well-
meaning advice. We owe it to
customers to put the advice out
there and let them decide. “The
50-watt would be better for your
situation, but if you can only
afford the 30-watt, that’s still a
good value.”

Technology and multichannel
marketing have even blurred the
concept of local. Is it town, state,
country? Is it money that goes
out of town but still gives local
citizens a viable livelihood? Is
an independently owned fran-
chise local?

We should never let size be
an excuse for poor performance
in competing for our customers.
Small businesses that do are just
that. Small.

Ted Eschliman is a 30-year veteran of
music retail and co-owner of Dietze Music
in Southeast Nebraska. Mel Bay published
his book, Getting Into Jazz Mandolin.
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O YOU

n the days after our most recent event, I heard from two doctors
who were suffering from “Physicians’ Talent Show withdrawal.”
Only 90 days earlier, these same professionals were telling me
how busy they were and that they didn’t know if they had time
to commit to the show.

They weren’t the first performers to crash after a gig. Any-
one who has ever participated in community theater, a church
Christmas cantata or even a simple piano recital
knows the feeling. When people come together in
a creative endeavor, something magical happens.

Certainly, the nervous stomach and adrenaline
rush of performance are powerful, but the effect of
the group dynamic is more profound. Performers
and crew become friends, and strong emotional
bonds are formed. Even political and religious dif-
ferences disappear — or at least become irrelevant.

ESPRIT DE CORPS

f there’s a scientific term for the magic that happens
when individuals join in a creative effort, it has
escaped my research, but it is magic nonetheless.
Any artistic collaboration requires courage and a
certain sublimation of ego. People who are rehearsing
make mistakes, and artists searching for something
great produce a lot of failures along the way.
Experimentation, imagination and construc-
tive criticism encourage risk, and freedom to
fail fosters trust.

Trust, incidentally, is an interesting human
invention. Once we develop trust in one area,
it broadens and generalizes. We like people
we trust more than we trust people we like,
so by the time the show goes on, new friend-
ships have been formed and we have what
the French call esprit de corps.

Human collaborations also require lead-
ership. We tend to develop emotional bonds with those who
lead us. We remember our high school band, chorus and drama
teachers’ names decades after the memory of other fine teachers
has faded. Maybe, because they led us through a creative group
endeavor, they left a stronger impression than those who just
imparted knowledge.

Baleve In Magc”/

FOCUS ON THE DREAM

ur customers come to us

with a vision. Maybe it’s
their daughter performing at
Carnegie Hall. More likely, it’s
her performing in a recital or
playing Christmas songs for the
family. But it’s probably not all
about lessons and practice. Prac-
ticing a musical instrument is
not an end. It’s a means to an
end. We err when we focus on
lessons and practice rather than
the pure joy of making music.

Many perceive the study of
music as a solitary effort. While
private practice is necessary,
the real magic happens when
we start playing music with and
for others. Whether it’s the wor-
ship team or choir at church,
open mic night at a local pub, a
ukulele circle, or jamming with
friends and family in our home,
everything changes when we
start to play.

Taking music lessons and
practicing are admirable activi-
ties, but playing is what really
matters. This is a message we
need to take to our customers
and parents.

And there’s an obvious finan-
cial benefit for dealers who get
people playing. This year, docs
returning to our Physicians’
Talent Show had new electric
guitars, a new Selmer soprano
sax, a very expensive custom fla-
menco guitar, four new ukes and
countless accessories. We sold
one Steinway to a doc before the




show and have sold two more
since. NAMM’s Wanna Play?,
Weekend Warriors, New Hori-
zons and other programs are
proven, turnkey methods you
can use to get your customers
playing right away.

‘We err when
we focus

on lessons

and practice
rather than

the pure joy of
making music.’

In the classic film about our
industry, “The Music Man,”
Marian the Librarian perfectly
captures the essence of being in
the band in her climactic de-
fense of the hapless professor
Harold Hill.

“It all happened just like he
said: the lights, the colors, the
cymbals and the flags. It was
in the way every kid in town
walked around this summer and
looked and acted.”

When we talk with our cus-
tomers, let’s stay focused on the
dream. Magic really does happen
when a kid joins a band (grade
school or garage), when a soc-
cer mom joins the worship team
or, as I saw this fall, when an
85-year-old physician picks up
a ukulele he hasn’t touched in
decades and joins the fun.

The key to turning first-time
customers into lifelong custom-
ers is getting them playing and
performing with others. Unlike
professor Hill, let’s make sure
there really is a band for them
to join.

Greg Billings whispers to customers at
the Steinway Piano Gallery in Naples, Fla.
He welcomes questions and comments
at greg@steinwaynaples.com.

OREAL-LIFE MAGIC
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_ove You, Goodbye

ast week, I opened my latest Hal Leonard new issues and

found a vocal score of Stephen Sondheim’s “The Frogs.”

I knew a customer who would be thrilled to see it, so I

did what we all do and alerted him. He said he would

come by the next day to purchase the music. And he did,
and I was happy that he was happy to be the first one to get the
new score. A job well done by a local music store.

But the next day, he e-mailed me and expressed
how much he wanted to support my business. Then,
he told me that after purchasing “The Frogs,” he
looked it up on Amazon.com, which sold the score
for $37.42 — almost 40-percent less.

“If it were a difference of $5, or perhaps even
$10, I’d feel it was worth it unquestionably to sup-
port you,” he said. “But in this case, it feels as if
I'm basically making a donation of $22.58 to your
store to purchase this single item.”

Here we go again: I love you, I love you, goodbye.

SUPPLIER MUSCLE

—‘_his scenario plays out every day for us. I for-
warded the e-mail to David Jahnke, vice president
of sales for Hal Leonard, to get his perspective. He
responded immediately:

“Welcome to the wonderful world of the
Internet! Amazon sets their own pricing, and
they can list it and sell it for whatever they
want. If they can stay in business by only
making 8-10 percent on an item, that’s their
choice, and there’s not too much we can do
about it. They also have the advantage of
supplementing their operational costs by sell-

ing ad space, referrals, affiliates, etc.
“Amazon is a discount retailer, and their
business model is based around selling huge
amounts at low profit margins. Point out to
your customer that, as a local retailer, you’re offering a service to
the community and you’re adding to the needed tax base, as well.
Remind him that Amazon can supplement their operational costs
by selling ad space, affiliate programs and having additional revenue
streams that aren’t really available to brick-and-mortar retailers.”
I forwarded David’s response to my customer and told him that

I would give him a store credit
for the book. (There was no way
on earth I was going to give him
a refund.)

He responded: “Thank you
for taking the time and making
the effort to pursue this as far
as you have. As I said before, I
treasure you and Middle C Music
and do indeed wish to support
you. While I appreciate the offer
of a store credit, I will not take
you up on that kind offer. The
fault — if there is any fault — is
mine. And I do plan to continue
shopping at Middle C. Please
don’t hesitate to call me again
when something you think might
interest me comes in. It’s that
kind of thoughtfulness that makes
the price difference worth it.”

Well, my friends, what have
we learned? There are many
words that come to mind, none
of which I should use in an ar-
ticle. I know you are all feeling
and have felt my pain. But it’s
important to remember that we
have some muscle behind us.
The response from David Jahnke
was extremely helpful in dealing
with the situation — and better
than any response that might
have come from me.

Today, my customer called
to order the vocal score for “A
Little Night Music.” “Be sure
to tell Myrna that I made this
order,” he said. All’s well that
ends well. Until next time.

Myrna Sislen owns and operates
Middle C Music in Washington, D.C.



Live X

Designed for the most demanding live performance applications, the new
Live X family of loudspeakers sets new standards for portable sound.

Everything Electro-Voice has learned making audio systems for the world's

biggest events is built into Live X: our latest precision-engineered components;
durable, lightweight solid wood cabinets; best-in-class SPL output and

frequency response; and stylish, stackable designs — all at a price point
previously unheard-of for loudspeakers of a similar pedigree.
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nventory Isnt Wine,

ast month, I discussed the all-too-common mistake of
focusing on recouping an investment in slow-moving
inventory instead of creating cash flow by stocking quick-
turning items. It’s a natural impulse. I certainly did it
before I learned my lesson. Having “invested” in inventory,
you expect a return on that investment. The problem you run
into is that tastes change, the market shifts, and sometimes the
whims of the buying public are just unpredictable.

Here’s a simple truth: Once inventory goes bad,
it’s unlikely to get better until decades later, when
it might acquire vintage appeal. In fact, it’s likely
its value will keep eroding. So the faster you ad-
dress the issue, the more likely you’ll be able to cut
your losses.

I can hear it now. “I put my hard-earned money
into that widget, and I’'m not giving it away!” The
fallacy is that money is all but lost when the slow-
moving inventory sits on your sales floor. Selling
the inventory at any price creates cash that you
can use to buy items that will sell quickly, over and
over again — earning the return you sought on your
original investment.

So how do we make that inventory go away?

Here are a few practical tactics you can put
into place immediately.

COMMIT TO AN ITEM

’:or starters, define your tolerance for in-
ventory turnover. If you’re not a numbers
person, work with your accountant to deter-
mine how many times you need to turn your
inventory to realize your financial performance
goals. Once you define how much time you
will give your inventory to sell, you can have
a dispassionate formula for what to do and
when to do it. For instance, if your goal is
four turns annually, then as you approach three months, it’s
time to take action.

There are several forms that action can take. First and fore-
most, there needs to be a firm commitment to do something. The
passive resignation that lets excuses creep into the conversation
is a sure-fire formula to end up with a store full of old inventory

and poor cash flow.

One course of action is sim-
ply to focus on the item. How’s
about a new display? A new
position in the store? Better
signage? Or, maybe it’s a home
page spot on your website with
an improved editorial descrip-
tion. When a product moves
slowly, we’re quick to blame the
product, when the solution is
sometimes our own ineptness
in displaying and promoting
it. Give everything you carry
the full force of your market-
ing muscle, and slow turns may
never be an issue.

On the other hand, some
products never get traction,
despite your best efforts. Some-
times, you’ve chosen a product
that doesn’t match your clien-
tele’s tastes. Some of your better
suppliers may be in a position to
help if the inventory is still in
new condition. Don’t hesitate
to ask about stock balancing,
an oft-forgotten tool. And don’t
be shy. It’s in your suppliers’
best interests to be sure all their
products move well.

THE POWER OF EBAY

f all else fails, it may be time
to adjust the product’s price.
On occasion, you can decide to
motivate your staff with spiffs,
and that little extra push may get
the job done. If it comes down
to discounting, a little knowl-
edge goes a long way. With few
exceptions, everything will sell



at a certain price. That price is
determined by a combination of
what competitors are doing and
what customers will pay.

You can experiment to find
the right price, but that can be
an arduous, slow process. The
easiest and most accurate tool
is eBay. Whether or not you’re
using the auction site to sell, it’s
a fabulous research tool.

Look up the item in question,
and search for completed auc-
tions. eBay is an open market
comprised of millions of shop-
pers and sellers. You have the
power of these sheer numbers
to help determine the current
market value of almost anything
imaginable. Use this as a guide-
line, and you’re well on your
way to finding a home for your
inventory.

THE SECRET WEAPON

he final tool I'll offer is a

little secret weapon I used
as a retailer. I shared it many
years ago with fellow Music Inc.
columnist Alan Friedman, and
he requested permission to write
about it in his column. I had
reasons at the time to deny his
request, but I'll now share this
trick. This is the piece that Alan
would’ve presented.

It has long been accepted that
paying commissions based on
profitability is the most powerful
way to improve your business’
profitability. It occurred to me
that, likewise, I could improve
inventory turns by tying them
to commissions. The truth is,
it’s easier to sell when you have
tons of inventory. Conversely, it
takes more talent to sell from a

IDEAS

compact, controlled inventory,
and salespeople deserve to be
rewarded for their extra effort
and skill.

Here’s how my system
worked. At the beginning of
each month, I looked at inven-
tory levels. From that, I calcu-
lated a series of plateau goals
based on inventory turns. Each
sales associate was given specific
sales targets at the start of the
month. Each target got progres-
sively more aggressive and was
rewarded at a higher level.

For instance, if the sales as-
sociate sold X dollars, that would
equate to Y turns annualized,
and the associate would receive
a multiplier added to the gross
profit-based commissions. To be
a little less abstract but hypo-
thetical in the numbers, if he

hit the sales plateau that was
equivalent to four turns, he
would receive 110 percent of
his normal commission. If he
hit the next plateau, he’d get
120 percent of his commission,
and so forth.

The result was a sales staff
that focused simultaneously on
profitability and clearing out
inventory on hand. The team
was less excited about having a
warehouse full of stuff and more
motivated to be solid contribu-
tors to the company’s financial
well-being. Think about your
business. Wouldn’t that be a
refreshing change? M

Gerson Rosenbloom is managing director of
Wechter Guitars. He’s former president of
Medley Music and a past NAMM chairman.
E-mail him at gersonmusicinc@gmail.com.

Visit us at NAMM booth 4258

www.fishman.com

He's ready. Are you?

Introducing the new Loudbox Artist. It's the evolution of acoustic amplifiers.
Incredibly lightweight and portable, it packs 120 watts of ultra-clean, bi-amped
acoustic power. Featuring two versatile input channels with Fishman's legendary
tone and feedback-fighting controls. Plus, a new dual digital effects section,
balanced XLR outputs and 24V phantom power make this the ultimate acoustic
amplifier for the serious musician. And best of all, the street price is under $500.

FISHMAN

Acoustic Amplification

LOUDE«X ARTIST
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n my last article, I outlined my 10 new year’s resolutions. Now

that T have those carefully planned, I like to establish a set of

short-, mid- and long-term goals. These may go hand in hand

with my resolutions, or they become something that will indi-

rectly help achieve an end result. Resolutions often fade, but
goals can stand as mini-resolutions year-round.

SHORT-TERM GOALS

hort-term goals may include putting a fresh coat
of paint in the bathroom at work, cleaning out a
file cabinet or rearranging your store’s floor plan. The
point is to set a small task to be completed outside of
your daily routine, so you feel the accomplishment
immediately. (Do not delegate these goals.)
Developing your short-term goals will help break
the cycle of procrastination and monotony. Don’t
enter these items in your iPhone, iPad or BlackBerry
— it’s too easy to silence the alarm when it goes off.
Write the goals down in pen, so you have a daily
list. Once you accomplish an item, check it off.

MID-TERM GOALS

ometimes, my short-term goal directly in-

fluences my mid-term goal. Case in point:
I started painting that bathroom in one of my
stores and liked the look of it so much that I
decided to paint the entire store. The prob-
lem was time and budget. I didn’t have time
to paint the entire store by myself in a few
weeks or the budget to hire a crew. Besides,
1 like doing things myself.

So, it became my mid-term goal to paint the
entire 6,500-square-foot store. I would have
the store painted in six months by breaking
it into sections. This way, it didn’t look like
a construction zone the whole time, and cus-
tomers wouldn’t have to see partially painted walls.

Unlike short-term goals, your mid-term goals have some flex-
ibility. As other issues came up, I had to find time to paint here
and there. The payoff? I learned that quality takes time and to
be patient. Instead of taking six months to complete the job, it
took me eight, but I finished it — and it looks pretty darn good.

—esolUtions, Fart

LONG-TERM GOALS
M y long-term goals change all
the time, and yours probably

do, too. Long-term goal-setting
is what keeps many businesses
going. You may decide that your
goal for 2012 is to reach a cer-
tain number of students in your
music lessons program, or you
might want to increase your total
guitar inventory over the course
of the year. If you have to adjust
your numbers a little, that’s OK.
The goal may change to reflect
more realistic principles at play
that you can’t control, such as
the economy.

My painting project started
to look as if it would become a
long-term goal, but I finished it
and kept working on another
long-term goal I'd started at the
top of 2010 — overhauling our
entire retail strategy from the
ground up, which we did.

Sometimes, long-term goals
aren’t as defined as you think,
and you realize that your short-
and mid-term goals actually
turn into something long-term.
In 1992, 1 started my company
out of the back of my car, and
my long-term goal was to stay
in business and make enough
to get a storefront. That was 20
years ago. Now, my long-term
goal is to write another article
updating you on how my goals
fared between 2012 and 2032.

Billy Cuthrell owns and operates Pro-
gressive Music Center. Contact him at
billy@raleighmusiclessons.com.
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One company, one catalog, one simplified way to buy.

1.855.417.8677 » kmconline.com
Please visit us at NAMM Booths 5420 & 5720
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IDEAS)

THE LESSON ROOM |

very new year, | evaluate the evolution of our music
lessons program. January and February tend to be a
good time to look at what’s working and not work-
ing well and infuse new ideas for the coming months.
L Mind you, evolving a program is a bold challenge, but
it’s necessary.

A critical part of this process is getting your teachers involved.
They are in your lesson rooms every day, so they’re
important to the success of your evolution.

EVOLVE WHAT WE TEACH

his is the time to work new elements into our

music lesson programs. Can we include more work
from famous musicians? Can we add more styles of
music into our teaching? Can we incorporate some
new, up-and-coming artists?

Lessons can also include more instruction on
instrument maintenance. Drum lessons could focus
on tuning a drum kit and changing heads. Likewise,
guitar instructors could teach changing strings, and
vocalists could focus on microphone technique.

Then there’s teaching guitarists alternate tunings,
drummers brush technique and trumpeters how to

play in tune with a mute. Are your teachers
doing this?

Other options include adding a tech track,
a songwriting course or a recording class.
The point is to come up with topics that
enhance lessons and charge your program
with new excitement. Make sure to call on
your teachers to help develop these ideas and
implement them.

EVOLVE HOW WE TEACH

N ow’s the time to evaluate new print mu-
sic methods and songbooks that can be
incorporated in the teaching process. These materials should cor-
respond with the new ideas discussed earlier.

How about recording lessons and giving students MP3s that
they can reference while practicing the following week?

Also, consider starting a monthly group lesson, so different
private-lessons students can perform together. Maybe you need

—VONVE YOUr Lessons

to be more recreational in your
teaching approach.

EVOLVE STUDENT EVENTS

valuate whether you need

more student showcases. Are
you hosting a piano festival? A
songwriting contest? A blues
jam? How about an adults-only
showcase? Once again, this is
where your music lessons staff
becomes invaluable.

Plan cool stuff for the summer
months especially. What do you
need to improve upon? Again,
ask yourself what will enhance
the students’ music lessons ex-
perience when they have a little
more time on their hands.

EVOLVE OUR MARKETING

H ow you evolve your student
events will directly affect
what you promote. This area
of your business sets you apart
from the competition, which is
likely doing the same old stuff.
Posting events on YouTube,
your website and your Facebook
page really bolsters your music
lesson marketing. You need to
be Google-able! If someone does
a Web search for “cello lessons”
or “rock guitar lessons,” you
need to be found. In fact, you
need to be found in a search for
everything you teach. 2012 is the
year to make this happen.

Pete Gamber is the owner of Alta Loma
Music in Rancho Cucamonga, Calif.

He welcomes questions and com-
ments at pete@altalomamusic.com.
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EXCITEMENT

A Proven Profit Builder For Youl!

Proven Products That Generate Excitement in The Market,
Produce Quicker Turns and Healthier Profits!

Ymup of Companies /

LED Stage & Club Special Effects,
Lasers and more

: Follow Us On:

oty I . Jube Contact us today: 800.333.0644 or sales@americandj.com

e ORI S e arl www.americandj.com

twitter.com/americandj
‘youtube.com/adjlighting



Plan for Profits:
sSet Up a Lewy’'s Plan-o-gram

“Glen, I just wanted to touch base with you on our new Levy’s Plan-o-gram.

The response has been very positive. The main comments have been that
the straps are easy to find and that we have a better selection.

On my end, it is much easier to keep the rack looking tidy. Everything
has a place and the customers have indicated that in the past they simply
gave up looking for what they wanted because everything was all over the
place.

Our sales have increased for sure. ] am not sure by how much just yet
but I would say 40% at least.”
Kris Tischbein

Pinnacle Music Studios

Find out how a Levy’s Plan-o-gram can do the same for your store.
Visit the Levy’s booth at #4658 and ask Glen or one of our other representatives
about The POG!

Your guitar 1s worth it.

www.levysleathers.com
Find Levy's Leathers on:

You

==

NAMM Booth # 4658

NORTH AMERICA TOLL FREE PHONE & FAX

1-800-565-0203 1-888-FAX-LEVY (329-5389)
Levy's Leathers Limited 190 Disraeli Freeway, Winnipeg, Manitoba, Canada R3B 2Z4 Tel: (204) 957-5139 Fax: (204) 943-6655 email: levys@levysleathers.com



THEGEARGUIDE

YOUR FIRST
LOOK AT 2012’S
NEW PRODUCTS

SCHILKE
S$22C-HD TRUMPET

50 GUITARS, AMPS &
ACCESSORIES
Ibanez celebrates 25th
anniversary of RGs

71 AUDIO & RECORDING
Shure rolls out its first
open-back headphones

85 DJ & LIGHTING
Gemini CDJ-700 gives
DJs total control

89 DRUMS & PERCUSSION
Dixon snare boasts
Australian hardwood flair

95 PIANOS & KEYBOARDS
Yamaha Arius digital geared
to a broad user base

101 BAND & ORCHESTRA
DaCarbo crafts new
trumpet with carbon fiber

105 PRINT & MULTIMEDIA
Hal Leonard reveals
guitar hero gear secrets
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GUITARS, AMPS & ACCESSORIES

IBANEZ | RG

Pink Attack

banez is celebrating the

25th anniversary of its RG
by releasing fluorescent pink
and yellow versions of the
guitar. The RG features a
five-piece walnut/maple Wiz-
ard neck and an American
basswood body. The guitar
also boasts Ibanez’s Edge-
Zero Il tremolo with Zero
Point System 3 Fe. MSRP:
$1,267.99. {ibanez.com}

Photo by Karen Solem
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FENDER

Superior
Selection

ender has unveiled the
Fender Select series. The
five guitars and two basses
in the lineup feature choice
tonewoods, figured tops,
striking finishes, and figured
and quartersawn maple
necks with compound-radius
fretboards. The
instruments also
boast specially
voiced Fender Se-
lect pickups that
deliver a powerful
tone. The Select
series is made in
the United States.
{fender.com}

=
i

ESPI

Rock
Legends

SP Guitars has added

the ESP Rob Caggiano
and his LTD RC-600,
along with the ESP Frank
Bello and his LTD FB-4, to
its Signature guitar series.
The ESP Rob Caggiano
and LTD RC-600 are of-
fered in a See Thru Purple
finish and boast
an ash body.
The ESP Frank
Bello and LTD
FB-4 are based
on the ESP
Vintage-4 model
and customized
to Bello’s speci-
fications with
a black satin
finish. {esp
guitars.com}

HAGSTROM |

\What the Deuce

agstrom recently added the Tremar

Deuce-F to its line of Deuce
models. In addition to being equipped
with Hagstrom’s Tremar system, the
guitar also features a Graph Tech
Black Tusq nut, T-O-M roller bridge,
Hagstrom Custom 58 pickups, dual
volume pots and tone controls with
independent push-pull coil taps
for each pickup. The Deuce-F also
boasts a set mahogany neck, semi-
hollow mahogany body and maple top
complete with customized Hagstrom m
F-hole. {hagstromguitars.com}

FEBRUARY 2012 | MUSIC INC. |




GEARP:

GUITARS, AMPS & ACCESSORIES

SCHECTERI

Syn City

checter has released the

Synyster Custom-S. The
new Syn guitar features the
Sustainiac, a unique system
that resides in place of the
neck humbucker and provides
controlled feedback sustain
at all levels. The guitar also
features a mahogany Avenger
body with a set-in 25.5-inch-
scale mahogany neck,
24-fret ebony fingerboard,
Floyd Rose 1000 locking
tremolo system and Seymour
Duncan Custom Syn Invader
humbucker. MSRP: $1,649.
{schecterguitars.com}

Photo by Karen Solem
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Strings-

40th Anniversary

SMART CHOICE

Electric, Acoustic, Bass, Mandolin, Banjo, Classical,
Polish, Polish Cloths, Amplifiers, EFX Pedals.
No matter what it is . . . Dean Markley makes the best.
Dean Markley—always a Smart Choice.

BOOTH 5710

Dean Markley Labratories « 3350 Scott Blvd. #45 « Santa Clara, CA 95054
1-800-800-1008 » www.DeanMarkley.com
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The Superstar
in the band

This is what a cult classic looks like: microphone
stands from K&M. Why, you ask? Because profes

ar warranty - Made in Garmany

www.k-m.de/us

N\ o
K&M KONIG & MEYER

Jistributor: CONNOLLY MUSIC COMPANY
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PEAVEY |

Making Headlines

Peavey’s new Headliner is a rackmount-
able bass amplifier head with matching
enclosures. The Headliner packs power and
tone into a lightweight 10-pound package.
The unit is a 600-watt max head that features
a seven-band graphic EQ spaced at opti-
mized frequencies, with each slider provid-
ing 15 dB of cut and boost. Other features
include a pre-shape contour switch, bright
switch and footswitchable optical com-
pressor. MSRP: $499.99 {peavey.com}

ORANGE |

Vintage Amp

O range Amplifi-
cation recently
reintroduced its OR50H.
Featuring a traditional
single channel with a
three-stage gain section,
the OR50 also boasts
HF Drive control. As
users turn the control
clockwise, they can

hear the power amp
presence increase while adding an extra dimen-
sion of power amp gain. The new OR15H offers
an alternative specification for those looking for
a 15-watt Class A guitar amp but still delivers
the vintage Orange tone. {orangeamps.com}

HUGHES & KETTNER |

Transcendent Tone

Hughes & Kettner 2
recently unveiled

the TubeMeister 5. This
amp delivers immedi-
ate response thanks to
the single 12BH7 dual
triode push-pull power
section — two tubes
housed in a single glass
vacuum. The ultra-
compact TubeMeister

5 combo delivers the
same response and
tone as the head and comes loaded
with a newly developed Celestion 8-inch
speaker. {hughes-and-kettner.com}




HEAR
THE NEW SOUND
OF PEAVEY IPOWERED

PV® Series enclosures are legendary for
their sound, reliability and profitability—
and now these best-sellers are powered.

PV® 215D/PV® 115D

Amazing power and clarity in 2-way &
quasi-3-way enclosures!

800W max class-D power section
15-inch premium Peavey speakers
Titanium diaphragm compression drivers
60x40 constant directivity horns
Exclusive DDT™ speaker protection
$499.99 MAP/$299.99 MAP

PV® 118D

A mighty, booming powered sub with
crossover!

300W max class-D power section
18-inch premium Peavey speaker
Built-in 120 Hz crossover & thru output
Built-in Bass Contour

Exclusive DDT™ speaker protection
$499.99 MAP

PV® 15PM

Powered monitor with premium Peavey
features!

200W max class-D powered monitor
15-inch premium Peavey speaker
Titanium diaphragm compression driver
Exclusive DDT™ speaker protection
$419.99 MAP

ENGINEERED FOR
SUPERIOR SOUND
AND RELIABILITY.

Grow your business with the best-selling PV® Series
from Peavey. Contact your Sales Representative or
call us today at 1-800-821-2279.

WWW.PEAVEY.COM [NNOVATION. AMPLIFIED."



% ACCESSORIES

BAM L'ORIGINAL |

REUNION BLUES |

Midnight Madness

eunion Blues recently expanded the

RB Continental line with the Midnight
series. The cases use the same drop-tested
construction that has made the line popu-
lar for travel but also feature numerous
design refinements incorporating user
feedback gathered over the last two
years. Available for guitar and bass,
band and orchestra models are

set to arrive in the second quarter

of 2012. {reunionblues.com}

Bam I’Original Cases has
introduced its Made-To-
Measure lineup. Designed in

temperature changes.
Made of a three-ply
structure, the cases
are an ideal solution
for traveling musi-
cians. MAP: $695.
{bamcases.com}

France, all high-tech cases by
Bam are lightweight and offer
protection against shocks and

Made 1o Last

Handwired Pedal-Friendly Preamp Design, Switchable 12 or 20 Watts,
Reverb, Tremolo and a 9V Power Supply for Your Favorite Pedals.
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DEPTH TREMOLD SPEED REVERB

VOLUME
PULL BOOST

L2/20RT i

PULL DEEP

Starting at a MAP of $649

VHT — THE WORLD LEADER IN AFFORDABLE HANDWIRED AMPLIFICATION

www.themusiclink.net = Toll Free 1-888-552-54865 = vhtamp.com
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Simplicity of a pedalboard. Flexibility of a multi-effects.

s P B _1 0 PROGRAMMABLE
I PEDALBOARD
The iPB-10 unleashes your ability to create and control guitar effects like never before. Create the
ultimate pedalboard by simply dragging and dropping up to 10 different pedals, in any order, to each

pedalboard. You can even add an amp and cabinet to each setup. By harnessing the power of the iPad®,
the iPB-10 combines the simplicity of a pedalboard with the flexibility of a multi-effects. It will change

the way you think about guitar effects forever. Download iPB-Nexus for free. Get more at digitech.com.

Eigllach,

iPB-Nexus app

for iPad




LEVY’S LEATHERS |

Green & Groovy

Levy’s Leathers has unveiled
a line of printed hemp guitar
straps. They’re 2-inch heavy-
weight straps that feature
genuine hemp. Pictured is
model MSSH8P. The straps
are available in six original
designs. {levysleathers.com}

PLANET WAVES |

American Masters

lanet Waves

has added
custom-designed
American Stage
to its line of ca-
bles. The series
features In-Out
technology for
optimum signal
transparency, in-
line solder joints
for conductivity
and strength, and
the patented
Geo-Tip design
for improved fit
in all jacks. The
cable’s 22AWG
oxygen-free
copper cen-
ter provides
enhanced signal transfer.
MSRP: $39.99-$69.99.
{planetwaves.com}
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And we'll deliver the sound, pure and clean.

The new HH transmitter from Lectrosonics delivers the sound of your
favorite capsules, without companding artifacts and distortion, using our
award-winning Digital Hybrid Wireless® technology. From top to bottom,
the legendary Lectrosonics quality abounds - from the dropout-free
performance to the all-metal case and the intuitive interface. Not only
that, but you'll love the slim, elegant and lightweight design. Check one
out today and see for yourself.

Choose Lectrosonics and raise your wireless standards.
Check out the HH transmitter at NAMM, booth 6329.

LECTROSONICS
Made in the USA by a Bunch of Fanatics

Scan here to learn
more about HH.

* Accepts industry standard
thread-on capsules*®

* Selectable RF Power

» Mute/Talkback button

* Innovative antenna design
* Digital Hybrid Wireless®

* Made in the USA

“Some capsules require a 3rd party adapter. The
capsule likenesses, brands and product names
pictured here are properties of their respective
companies and copyright hoiders and have no
direct relationship with Lectrosonics.

Visit www.lectrosonics.com
In the US, call 800-821-1121
In Canada, call 877-753-2876



ALL NEW PRS SE ACOUSTICS

PRS® SE ACOUSTICS
solid spruce top + proprietary hybrid X-bracing
solid mahogany back (Standard) or solid rosewood back (Custom)
mahogany (Standard) or rosewood (Custom) sides

optional electronics package

© 2012 PRS Guttars - Photo by Mar



toneprint

Beam any TonePrint wirelessly in seconds.
Fuel your creativity anytime anywhere!

tc electronic

NAMM Hall E booth 130
mokuukes.com

DISTRIBUTORS Jr

RETAILERS
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LAG GUITARS | TRAMONTANE

Expanded
Acoustics

-------- : Lég Guitars has ex-
panded its Tramontane
nylon guitar offerings with
such new models as the
TN200A14CE (pictured).
These models offer a
modern alternative to the
classical guitar. Each is
designed to offer rich nylon
string tone. All Tramontane
nylon guitars fea-
ture a comfort-
able, compact
neck topped
with an Indone-
sian rosewood
fingerboard.
{lagguitars.
com}

TANGLEWOOD |
TCC CLASSICALS

True
Classics

Tanglewood recently
introduced TCC clas-
sicals to North America.
The instruments are an
extension of the company’s
Evolution series. The TCC'’s
features include the choice
of a spruce or solid cedar
top, rosewood back
and sides, a ma-
hogany one-piece
neck, maple bind-
ing, and a bone nut
and saddle. MSRP:
spruce top, $229;
cedar top, $379; ce-
dar top with Fish-
man Isys, $499.
{tanglewood
guitars.com}




ST. LOUIS MUSIC | ALVAREZ
MASTERWORKS

Masterful

Models

t. Louis Music’s new
Alvarez Masterworks
guitar series is made up
of 11 models, woods
and body shapes. All
Masterworks guitars
have an open-pore
finish to the back
and sides.
The top and
neck feature
a satin finish.
{stlouis
music.com}

LPD MUSIC | PARACHO
ELITE GUITARS

Fishman
On-board

PD Music has equipped
its Paracho Elite guitars
with Fishman Presys on-
board pre-amp systems.
The pickup enhances the
sound of the handcrafted
guitars, which feature
wood from Paracho,
Mexico. The Para-
cho Elite line
includes a full
array of Latin
instruments.
{Ipdmusic.com}

INTERNATIONAL

Since 1963

Visit us at NAMM
Booth 4278
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PRSI

Limited Supply

RS has released its Signature

Limited line, a 400-piece run of
guitars. The instruments feature artist-
grade figured maple tops, mahogany
backs and necks, Paua Heart bird
inlays with mother of pearl outlines,
and sinker mahogany necks. The
Signature Limited also boasts a
proprietary Signature/408 pickup
system designed to extend the
guitar’s tonal spectrum and
musicality. {prsguitars.com}

PROROCK GEARI

Working
Man’s Gear

roRock Gear recently released a

line of heavy-duty cases, gig bags,
stands and accessories. The road-
worthy cases are designed with the
working musician in mind. The cases
include a hard-wood-enforced shell and
thick foam interiors. {apintl.com}

=, 0
JONE CENTER
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THE EMINENCE TONE CENTER

MUSIC TO YOUR EARS — AND YOUR BOTTOM LINE!

Loudspeakers are an incredible accessory
item for any music store! The poor
economy and the consumer’s desire to
maintain or upgrade their equipment, rather
than buying new, makes it even more
important and lucrative to consider.

As with all viable accessory items, dealers
can enjoy significant margins. Those that
creatively display loudspeakers often enjoy
thousands of dollars in additional sales
volume. What's more, sales of loudspeakers
are a new segment of the market for most
dealers...a segment that tends to flourish
when sales of other products are down.
They also provide dealers an option for
consumers who just can't financially swing
a new amplifier.

thaN
HEAR THE EMINENCE TONE CENTER IN ACTION AT

The Eminence Tone Center is a 4x12
cabinet loaded with four uniquely voiced
guitar speakers, and utilizes a foot switch
to allow the consumer to play through a
selection of speakers using any amplifier
of their choice. With full color graphics and
product information cards for each model,
this attractive retail display makes

a consumer’s purchase decision easy.

i
EMINENCE®

The Art and Science of Sound

www.EMINENCE .com

MM® BOOTH 4334

ShoeWs
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CORDOBAI

Steely
Composure

ordoba recently re-
leased the new Orches-
tra CE, which combines
the feel and playability of a
steel string guitar with the
warm sound and construc-
tion methods of a nylon
string. The model features
a thinner neck, thinner
nut width and radiused
fretboard. MSRP: $905.
{cordobaguitars.com}

VINTAGE GUITARS |

Hot Model

intage Guitars has col-

laborated with designer
Paul Smith to release a
limited-edition compact
acoustic model.

B The Vintage Paul
Smith guitar fea-
tures a spruce top
matched to a ma-
hogany body. Avail-
able in a rich purple
finish, the guitar’s
rosette features
the Paul Smith

signature stripe.

{ihs.co.uk}

i

RECORDING KING |

Come visit the Guitdoorbell

Booth 1617, Hall E to see it in action!

O0rseLL.

music for your door =
The Guitdoorbell ™ is a fully — = |

functional 1/2 size acoustic guitar

mounted over any inward opening 2

doorway with a striker assembly that E

strums when you open the door! Ve [l T8 o

g
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$129.95 US 8

Suggested = | %

Retail Price “ = a8
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HONUUKULELE

The Dound of Heawaii

& inthe ( /] / rr!/ ’

1kulele
i Koa

Join in on the boomi
market with a
Wood supplier f
We used oun
e s ukulele
le for every

level of player.

NAMM Booth #1318

www.bigislandukulele.com

Recor%g King recently
introduced the all-solid
RD-310 with Adirondack top.
The guitar also has a solid ma-
hogany back and sides for a
traditional dreadnought sound.
The instrument features a thin
C-profile mahogany neck
and 1 11/16-inch nut
width, along with

| deluxe Grover Roto-

[ matic tuners to keep
the guitar in tune
after hours of play-
ing. MAP: $499.99.
{recording

king.com}
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EXTREME ISOLATION.
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In thé Deep End

mptweaker’s new SwirlPool

Tremolo/Vibe pedal can duplicate
different types of modulation tones and
invent new ones. The two footswitch
buttons provide bypass and speed
control, letting users switch
between two different speeds
and vibe settings while
sharing a Tremolo control.
{amptweaker.com}

Funky Fission

ishman recently launched the

Fission Bass Powerchord FX
pedal. The unit lets any bassist
lay down beds of power by add-
ing stacked harmonies over bass
lines. A set of controls and foot
switches lets several combinations
of octaves, fourths and fifths above
the root note combine to produce
power chords or octave-up ef-
fects. The pedal also features four
footswitch LEDs. {fishman.com}

MIGHTY
BRIGHT

O icove

6 LED Music Light

Come see us
at NAMM
Booth 1525

www.mightybright.com/music
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Your Best Bet for Sweat

Tap into the fitness market with the best products
for the job. Fitness Audio Products are designed and
built specifically for fitness use. Give your customers
the Fitness Audio products they've been demanding.

MT-US8
Aeromic
E-mic
Cyclemic
Aeromix

Fitness Audio NAMM Show
Portable Sound Booth 1825

Baqua - Aquatic Mic
WES - Cardio Entertainment

....................

For Dealer/Distributor Information Contact:

ol
1/ = ~° Fitness Audio, LLC
J { ‘%aUd 10 831 458-1800 www.fitaud.com
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Get II:uzzy

Jim Dunlop’s new Eric John-
son Signature Fuzz Face

pedal was developed with Fuzz
Face guru Jeorge Tripps and
inspired by Johnson’s personal
Fuzz Faces. The pedal features
hand-selected BC1883 silicon
transistors for higher gain,
custom ’68-"69 knobs and a
vintage-style hammertone finish.
The result is a dynamic, expres-
sive pedal. {jimdunlop.com}

geaManuM
DIODES

Rocktron on
Overdrive

ocktron has released the

ODB (Overdrive Dynamic
Blues) stomp box. The ODB
provides blues tone and dy-
namic control in a pedal pack-
age that lets users tweak the
subtlest nuances. The unit
also features Germanium
clipping diodes that can be
independently assigned to
provide “soft knee” clipping
compression applied to the
positive cycle of the over-
drive output, negative cycle
of the overdrive output or
both. {rocktron.com}

info@usbandsup

[ﬁ\t' Louis

U s | c

Supplying 10,000 products from 150 of the world'’s leading brands to music stores across the Nation.

es.com

To request a dealer catalog or to arrange a visit from one of our
sales representatives call us now on 1-800-727 - 4512

www.stlouismusic.com

SEE US AT NAMM BOOTH #4000
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GHSI

Packed Up

HS Strings has introduced Phosphor Bronze acoustic guitar strings
in a resealable five-pack. The GHS five-packs are sealed at the
factory for freshness in a tamper-proof package that includes a built-in
zipper lock. This lets users remove only the packs required at a given
time and reseal the package to maintain freshness. {ghsstrings.com}

a Seymouifg_ uncan Pickup
is sold.

Why? Because we offer you,

21 Day Exchange Policy,

Next day order shipping,

Great dealer margins,

Pickup models for any customer,

And the best customer service around.

Call us and start selling Seymour Duncan pickups today.

&= Seymour
Duncan.
ow

R TONE.

800-5-DUNCAN
sales@seymourduncan.com
www.seymourduncan.com
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ACOUSTIC GUITAR STRINGS
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DEAN MARKLEY |

Love in
the Air

ean Mark-

ley recently
reintroduced its
original guitar care
polish, Love Potion
#9. Gentle enough
for daily use, Love
Potion #9 is a
simple, efficient
way to care for all
wood-crafted in-
struments. Applied
daily, the con-
centrated formula
provides streak-
free shine and ex-
tends the life of an
instrument. MSRP:
$5.95. {dean
markley.com}

MEDIUM
013-056
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Classical Guitar

EJ44TT + Extra Hard Tension
Silverplated Wound
Titanium Trebles

Made and printed in USA

Flexible Fes

’Addario has unveiled Pro-
Arté Dynacore classical guitar
strings. They have a new core
construction that delivers a more
flexible feel and quick response.
The strings offer a rich round
and full tone. {daddario.com}

I
Quick Fix
Rotosound has launched a new

spring-loaded guitar capo.
It’s designed to be used with one
hand for ultra-quick changes
during onstage playing. Made
from magnesium alloy, the capo
is small, light, and easily applied
and removed. Once squeezed
into position, it stays in place and
gives players complete control
over where it’s positioned. MSRP:
$24.95. {rotosound.com}

asteropecom
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KORG |

On the Beat

org now offers its Pitchclip and AW-
2G clip-on guitar and bass tuners
in eight limited-edition colors, includ-
L - ing, violet, indigo, blue, green, yellow,
Clip-on Tuner [Pe-i-cP] | orange, red and pink. The Pitchclip’s
= LED display can be angled up to 120
degrees and inverted. The AW-2G relies

?‘.;' ‘ ‘ ‘, & ‘ ‘ é " on either piezo-electric vibrations or

the built-in microphone. {korg.com}

HORG &

THE CAPO COMPANY

THE NEWPORT Cf-\F‘O

WEIGHT - LO

JACKRABB] r

Are you and your customers tired of paper registration? M
Allow your customers to register and pay online! 2000+ C||ents
Concerned about switching systems?
Free import of your current customer data.
View Online Training Videos & User Guide

Web-based Music Lesson Mgt Software

“As soon as | log in, the Jackrabbit dashboard
gives me an immediate check on the health and
status of my business. | know exactly how I'm ~
doing and what needs my attention that day. J
Jackrabbit has put me in control of my business
and saves me time”

— Theresa Case - PianoCentralStudios.com

FREE trial: (JackrabbitMusic.com) .

I MUSIC INC. | FEBRUARY 2012

STRING SWING |

Hang With Me

tring Swing has debuted the

CC54 ukulele rack. Available
in three configurations, the CC54
can hold eight, 16 or 24 ukes in
a 30-inch-diameter circle. The
rack can also be ordered to ac-
commodate the same number of
violins. All String Swing fixtures
are available to order with different
cradles to display any instrument
properly. {stringswing.com}
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BURRISS AMPS |

Updated
Bluesman

urriss Amps has introduced

the Royal Bluesman v2. The
hand-wired, all-tube 18-watt amp
maintains all the quality, tone and
power of the original but brings a
more aggressive gain that retains
a clean character based on touch
response. {burrissamps.com}

ELECTRO-HARMONIX |

Warm Up

lectro-Harmonix has

released the Analogizer,
an effect pedal designed
to warm up the harshness
of a digitally processed
guitar or thicken up an
already warm sound. The
pedal provides the organic
tone and feel of an analog
delay, without the long
delay times. The Analogizer
features four controls: gain,
spread, blend and volume.
MSRP: $139.80. {ehx.com}

electro-harmonix

MADE IN NYC, USA

CUSTOM SHOP PERFORMANCE
WITHOUT THE CUSTOM SHOP PRICE

Assembled by Hand in Hayward, California

“remarkable value in a guitar with
appointments typically found on

Uppraesl instruments many times its price.”

Classic Models starting at $299 MAP www.themusiclink.net - Toll Free 1-888-552-5465

- PREMIERGUItar

VISIT US AT NAMM - BOOTH #5476 |u(sic

LINK
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CLASSIC GUITAR COMBO GETS HERITAGE TREATMENT
The Ampeg Heritage line focuses on the premium. So much more
than the average re-issue, we take legendary pieces of gear from
Ampeg’s rich history and breathe new life into them. This year, we
are excited to offer a recreation of a legendary Ampeg guitar combo
— the Heritage R-12R Reverberocket. Delivering the authentic
tube-driven reverb and smooth, sweet tremolo that made the original
one of the most revered guitar combos ever, the Heritage R-12R is
simply amazing. Plus, the limited edition Heritage B-15 is back for
2012. With expanded production and plans for worldwide availabil-
ity, this exclusive bass rig offers an unmatched experience for any
bass player who plugs in.

MEET THE MINI FRIDGE
The Ampeg Micro-CL
Stack delivers 100 watts
of Ampeg tone into any
situation. It features a
tough, 2x10" cab and
tools like a stereo input
and output for silent
practice, effects loop and
direct out for recording.
It's everything you want
in a full stack, micro-
sized to fit perfectly into
your life.

1 B %L
—

PLUG INTO AMPEG’S FULL LINE OF

| TUBE GUITAR AMPS — GVT SERIES

The comprehensive line of Ampeg GVT
Guitar Amps range from an ultra-compact
5-watt head, all the way up to a gig-friend-
ly 50-watt, 2x12 combo. GVT heads and
combos are all-tube by design, including
6V6 and 6L6 power tubes for unmistak-
able American feel and tone. Featuring
Ampeg's legendary Baxandall EQ circuitry,

which provides unmatched flexibility, the guitarist has a much
wider range of tones than competitive amps. Both GVT exten-
sion cabinets feature Celestion® Vintage 30 speakers, perfect for
translating the feel of the all-tube GVT amplifiers. Plus, rugged
build quality ensure years of use out on the road.

CALL YOUR LOCAL REP FOR MORE
DETAILS ON NEW AMPEG PRODUCTS

L TR
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SHURE|

Shure Opens Up

hure has expanded its headphone line with

the company’s first open-back models: the
SRH1440 and SRH1840. The SRH1440 features
40-mm neodymium drivers, which deliver full-
range audio with rich, controlled bass and detailed
highs in a sleek design. The SRH1840 boasts
an aircraft-grade aluminum alloy yoke
and stainless-steel grills for durabil-
ity and lightweight design. MSRP:
SRH1440, $399; SRH1840,
$699. {shure.com}

Photo by Karen Solem
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LINEG |

Wire-free & Clear

Line 6 recently launched the XD-V75
(pictured), XD-V55 and XD-V35 series
digital wireless microphone systems. With
24-bit, 10 Hz-20 kHz compander-free
performance, XD-V series digital wireless
systems provide full-range audio clar-

ity and license-free operation. Designed
for professional vocalists and perform-
ers, the new flagship XD-V75 includes
handheld, lavalier, headset and bodypack
digital wireless systems. {line6.com}

CH 1:THH12

i 8:00 [iuBul] [inaui]
XD-V7/8

Z4EH: DIGTAL WIRELESS DYSTEM

CH I
8:00 =

MOE SELECT
&

(BN S
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FHE | SMB/I5MB-D

FPH SERIES

| LAS ifler, high power, low

speaker, high sensitivity,
high SPL

 Bigg power ¢

= Light we z (12AN]) and 20.5kgi 1 5AN]

FHE2 LI

FHEIZA

FHE SERIES

FHE sctive speakers are the optimal
selection for: fixed instaliation
reinforcement and touring show
system. High sensitivity, power and
effichency.

FPHIZAN

|

FPHI55A

—

FPHISAN

Expect to see you in winter NAMM on booth #6000

SOUNDKING GROUP (SOUNDRING ELECTRONICS & SOUND COLLTIL)

wwwsondking oom

128 Channels Expandable to 256

LIVE Production Digital Console

tadac $)

www.cadac-sound.com

CADAC unveils it's new flagship digital live production consale, the CDC Eight. Specified for high end sound
touring and fixed installation applications, the consele boasts a unigue ‘high agility” user interface, accessed via
two 24 inch 16:10 high definition LCD touch screens; a further centre focated 6 inch LCD touch screen accesses
the system control and automation. Combined with a far less menu dependent operating system than other
digital consoles, the CDC Eight is exceptionally smart, nimble and intuitive in operation.

The CDC Eight features a high I/O count for a desk at this price paint. offering 128 channels expandable to 256

inputs, and a standard 48 outputs.

Two frame sizes offer 16 or 32 faders: Built upon th

processing power, as the name implies, udeﬂ\emdbyn}lo-'bh

Mastorized Touch Faders Contral C

ry DSP mibx platf

e PN b e e Cleas & intuitive 24" high

Touch Screen

ercoders for pasametes contrel FOORIGN KRS

IT'S ALL ABOUT THE MUSIC

CADAC Holdings Ltd.

One New Street, Luton, Bedfordshire, LUT 50X England  Tel: 444 (0)1582 404202 Fax; +44

(0)1582 412799 Email: infor@cadac-sound.com

~ VISIT US AT "NAMM_ LAl A - 6756

Digital Piano Series

New to the Carisbro range are a series of beautifully crafted
digital upright and baby grand digital planos. Offering superb
bulid quality, high quality musical instrument sounds, and the
touch and feel that Is remarkable at the competitive pricing.
Combine all this with an attractive contempory style to show
that we have truly enterered the instrument market.

Carlsbro Guitar Amplification
Carisbro have been producing world class M|
products since 1959, Looking forward into 2012
we now have an impressive new and improved
range of market leading guitar amplfiers retaining
that British tone and quality.

www.carlsbro.com

Electronic Drum Kit & Amplifiers
Contruing our entry into the musical instrument
market, we have launched a brand new
professore decthonc chum M and conrpmentary
drum ampiifier range for the demanding
professional drummer. With the feel and
durabilty expected of a high quality kit, and
drum modue featires to sut even the most
experenced drummer. The EDA seres dum
amps feature up to a massive 200watts,
perfect for your lve perfonmance

. T

Audiolmage
‘speaker sel

ary flat
In a unique

tudiorhaster

Horizon 2000 series

The Horlzon 2000 series is the latest
development by Studiomaster in thelr
history of world renowned powered
mixers. Featudng a colossal 2000
watts of power, twin DSP effects,
dynamics processors, buit in 2-way
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1 A-DESIGNS AUDIO
JM-3001 A-Designs
Audio recently intro-
duced the JM-3001,
which features a versa-
tile pre-amp equalizer
and instrument input
housed in a single-rack-
space frame. Hand-built
in the United States, the
new A-Designs device
features three inputs:
microphone, instrument
and EQ/insert, which
may be used together
or independently. The
unit offers two inde-
pendent transformer
balanced outputs.
{adesignsaudio.com}

2 DBX S SERIES Har-
man’s dbx has updated
its S series. Products in
the updated line feature
a platinum front panel
and four-color packag-
ing with informative
application suggestions
for each model. The
dbx S series includes
the following models:
231s dual 31-band
graphic equalizer, 215s
dual 15-band graphic
equalizer, 131s single
31-band graphic equal-
izer (pictured) and
266xs compressor/
gate, among oth-

ers. {harman.com}

&5
f 4]

3 KORG MONO-
TRIBE Korg’s new
System Version 2 for
the Monotribe Ana-
logue Ribbon Station
greatly augments the
sequencer functions of
Monotribe, in addition
to other new features.
The Korg System
Version 2 update is
available as a free
download from Korg’s
website. Highlights of
Monotribe Version 2
include a drum roll ca-
pability, and connected
sequences let mulitple
Monotribe units play in
rotation. {korg.com}

4 SOUNDCRAFT Si
COMPACT Soundcraft
has expanded its Si
Compact range with
the release of the Si
Compact 32, which

is capable of deliver-
ing 40 inputs to mix.
The unit features 14
main busses — all with
dynamics, delays and
BSS graphic EQs —
four matrix buses, four
dedicated FX buses,
four full-time Lexicon
effects engines and

a range of option
cards to interface

with other systems.
{soundcraft.com}

5 YAMAHA 01V96i
Yamaha’s new 01V96i
digital mixer offers
one-cable connection to
computers and is ideal
for studio, live recording
and installation setups.
The mixer includes USB
2.0 connectivity, new
multitrack recording
features and improved
sound quality. The
01V96i includes 110 dB
of dynamic range and
incorporates a full suite
of the latest preinstalled
Virtual Circuit Modeling
and REV-X reverbs for
a full spectrum of tonal
colors. {yamaha.com}
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URBANEARS |

Quilted Comfort

rbanears has introduced a

Quilted Plattan model
for its recently launched
Editions range of head-
phones. The Quilted
Plattan features a
padded headband
and comfortable ear
cushions wrapped
in all-over quilted
stitching, just like
the kind you’d find
on a favorite jack-
et. MSRP: $80.
{urbanears.com}

¢ High Margin
¢ Freight Programs
¢ Hundreds Of Case Solutions

P: 813-221-4191 F: 813-221-4181
sales@gatorcases.com

I MUSIC INC. | FEBRUARY 2012

Partnership - Profit - Protection

® Superior Customer Service
¢ Limited Lifetime Warranty
¢ Fast Delivery

www.gatorcases.com

V-MODAI

Say What"?

-Moda has unveiled Faders tuned
earplugs, the first of several
protective offerings under Ear Armor.
Constructed from top-grade metals
and medical-grade silicone fittings,
Faders protect users’ hearing by
reducing harmful noise by 12 dB
evenly across the frequency spec-
trum, while still letting them
enjoy clear music and speech
in a club, concert or festival set-
ting. MSRP: $15. {v-moda.com}

NUMARK|

Making Waves

umark recently released its

Electrowave headphones.
These isolating headphones are
designed for comfort and extended
use. The phones feature a 50-mm
driver in each ear cup, providing full
bass that lets users feel the music,
as well as hear it. The phones
come with a detachable 1/8-inch
cable. MAP: $149. {numark.com}
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PUSH HARDER. FEEL THE RESPONSE. TAKE CONTROL.
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LIVE TO PLAY LIVE* {Z2¢arzderp.) JIMDUNLOP.COM
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NADY |

Wireless \Wonder

he new Nady U-800 wireless system

features a 120 dB dynamic range. The
800 channels ensure interference-free
operation anywhere with open frequen-
cies selectable either manually or with
the convenient Autoscan. The ASC
infrared link syncs the selected chan- : @
nel between the receiver and transmitter. UNEF,
Choice of transmitters includes hand- L
held mic or bodypack. {nady.com}

Solid like a ROCK!

..the way it’s supposed to be.

ProRockGeatr line of cases,
bags, stands and accessories.
Designed by musicians for
musicians who want the best

at an affordable price!

For Dealer inquiries and
a free product catalog,
Email:info@apintl.com
or call:732-919-6200

See Us At

“NAMM

-
SIS Booth #4860 (Hall C) Qfﬂj—s/

INTERNATIONAL

I MUSIC INC. | FEBRUARY 2012

I. For More Information, Call 732-919-6200 or visit www.apintl.com

SYSTEMS
INC.

MOJAVE AUDIO |

Mojave’s Pair

M ojave Audio
recently
introduced the
MA-101SP. It's a
matched pair of
Mojave’s MA-
101fet cardi-

oid condenser
microphones. The
MA-101SP is an
ideal choice for
recording acoustic
instruments, such
as drum over-
heads; capturing
room ambience;
and general stereo
recording. The mi-
crophone’s warm
FET circuitry and
externally polar-
ized capacitor mic
element combine
to deliver low
noise and high-
quality perfor-
mance. MSRP:
$1,195. {mojave
audio.com}




SONY |

Crystal

Clear

ony has released

the MDR-7520
headphones and new
all-digital wireless mi-
crophone system (pic-
tured). The MDR-7520
headphones deliver
accurate, uncolored
sound reproduction
with comfort, while the
wireless microphone
solution opens new op-
portunities for capturing
performances under
challenging condi-
tions. {sony.com}

ISOACOUSTICS |

FHoating
Speakers

soAcoustics

has launched
the ISOL8R155,
a line of speaker
stands that let
speakers “float”
in free space. The
stands address
the three elements that optimize speaker
performance: placement, isolation and
focus. The patented isolation system
decouples low-frequency vibrations
from the supporting surfaces, while
providing ideal midrange audio imag-
ing as it encourages all movement to
remain on-axis. {isoacoustics.com}

Inst-ument cables
PUTC'I cahle=s
:Jumpcr' cahles
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WAL MAY CRY I oM

Any seasoned pro will tell you...

It's all in the

| Bedore You Play

Instant pH balancer and hand conditioner for musicians.

Protects your instrument, hardware and strings from acidic hands.
Maximize playing performance, slide, glide and comfort.

Fast absorbing and non-greasy

“Visit us at NAMM 2012 at booth 5920 hall B”

Before You Play
L

o
o
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RADIAL ENGINEERING |

NPT Top-performance
- Monitoring

Radial Engineering has debuted the MC3
studio monitor controller. A straight

wire passive monitor switcher and head-
phone amp, it’s designed to provide smaller

LARGE MALL  988BHS BY2SEC

o ydn. A [ { i il i ) production studios with a cost-effective yet
= ; , high-performance monitor, sub and head-
Reload Reverb Typs Predslay  ReverbTime  Diffusion Reflection Rolloff ix phone management system.

{radialeng.com}

LEXICON |

Classic Reverb

exicon recently introduced the MPX

Native Reverb plug-in. It offers
seven different acclaimed Lexicon re-
verb types, including small plate, large
plate, small hall, large hall, small cham-
ber, large chamber and room, as well
as more than 100 studio presets — all
accessible via a single-screen inter-
face. MAP: $199.95. {lexicon.com}

UL TINT AT E AN

s UPPORT NEW!

THE STRENGTH OF INNOVATION-®

troducing the V-Stand® Pro
The Cure for the Common X-Stand!

V-STAND PRO

Professional V-Style
Height-adjustable Keyboard Stand

Extraordinarily Versatile — Use in sitting
or standing position!

Incredibly Portable — Folds up into
acompact 19" x 9.5" x 6" space!

u

- e
[P L et

s

Heavy Load Capacity — Great for
workstations, large mixers, heavy
slab pianos and DJ equipment!

L TINAT E _\ 800.525.5628 e www.ultimatesupport.com

S U P P O R T

LIMITED LIFETIME WARRANTY




EMINENCE SPEAKER |

Eminence Empire

minence Speaker recently unveiled

three advanced, high-power additions
to its Professional series: the Impero 12A,
15A and 18A. Using high motor strength
with balanced VAS and MMS, the Impero
series plays extremely loud and low in
compact vented designs. Advancements
include a half-inch-thick by 7.5-inch-
diameter machined top plate, one-piece
machined T-yoke and 4-inch deep-wound
fiberglass voice coil. {feminence.com}

ROCKTRON |

High-def Cab

ocktron has released the R112

High Definition speaker cabinet
in a wedge design. The R112 is fitted
with a Celestion Vintage 30 12-inch
high-definition 16-ohm speaker. The
cabinet incorporates a ported design
for a focused low-end response, pro-
viding greater punch and definition.
The arrayable trapezoid shape of the
R112 eliminates midrange notch-
ing. MSRP: $499. {rocktron.com}

L VISIT US AT
'—i5®%  NAMM2012
|-+ SUITE 208B

all the others just got booths ...

MTP Performance

Microphones ;
We celebrate the world-premiere

i of our two best-in-class tube mics,
r'es S the LCT 840 and the LCT 940.

AL || | - Join our endorsers in Suite 208B,
5 ; meet true product specialists and
. : i get a first hand impression of how
' N DTP Percussion Austrian-designed recording and

Microphones studio microphones sound in their
natural habitat. On stage.

= \ Live 4 times a day, 4 days long.
Unaltered. Authentic. Memorable.

www.lewitt-audio.com
visit us on facebook and YouTube
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TASCAM | IM2

The IRecorder

Tascam has debuted a pocket-sized iM2

stereo mic for the iPad, iPhone and iPod

Touch, which turns them into high-quality

stereo recorders. A pair of condenser

microphones plugs into the dock con-

nector of the Apple devices. The micro- AUDIX |
phones are adjustable over 180 degrees for

optimal sound placement. {tascam.com} I\/la.l<e|ta.
Combo

Audix recently rolled out
its new TM1 Plus. The
combination kit includes
the TM1 measurement
microphone, a threaded
acoustic windscreen, a
shock mount clip, a half-
inch calibrator adapter
and microphone calibra-
tion data on CD. MSRP:
$450. {audixusa.com}

“NOTHING
IS MORE BEAUTIFUL |
THAN A G U ITA R’ Welcome to the launch of

Titanic Guitars Limited Editions

8 commemorative models — 4 acoustic, 4 electric

SAVE PERHAPS TWO.

~Frederic Chopin

Mi-Si Acoustic Amplification Solutions.
Save the beauty of your instrument and the sound will follow.

Battery-Free Technology
Visit us.at NAMM Booth 3535

www.mi—si.com . — Designed by a skilled team in Belfast, Ireland

www, titanicguitars.com
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WAVES AUDIO |

Kramer's Bundle

aves Audio’s new Tape, Tubes &

Transistors is a bundle of plug-
ins that recreates the audio chain of
producer and engineer Eddie Kramer.
The bundle features three meticulously
modeled vintage plug-ins, including
Kramer Master Tape, HLS Channel
and PIE Compressor. All three recreate
Kramer’s golden audio chain, which
he used to
record such
icons as
Jimi Hendrix
and Led
Zeppelin.
{waves.
com}

EDDIE KRp MER

TAPE, TUBES & 1f

AKG I

Highly
Diversified

KG has launched the

IVM4500 IEM in-ear moni-
toring system. The unit offers a
diversified system, including a
high-end radio electronic and a
manual radio signal attenuator
for more RF dynamic. Other fea-
tures are enhanced frequency
setup to show the number of
free channels and supported TV
channels and quick frequency-
change functions. {akg.com}

TRI-TECH

WWW.TECHNOLOGY4RETAILERS.COM

Come see us at
NAMM BOOTH #1300
and find out what's new!

>>

* Point of Sale

* Lesson Scheduling & Billing
* Inventory Management
*Instrument Rentals .«
*Web Hosting

*eCommerce

* Marketing Services

*IT Services

7

=  4Scan
’) for AlMsi
details

STREAMLINING YOUR BUSINESS? WE CAN HELP!

GIVE US A CALLTODAY 800.670.1736
PROVIDING TECHNOLOGY TO MUSIC RETAILERS SINCE 1984

FEBRUARY 2012 | MUSIC INC. |



e o.-_'”owc.ar‘-l
— - crotby stills 2nd Nask
A\ = 1L e Reliaion
T, slinkidz
" T Little Feat
Forever the Sickest Kids

g Hot T una
X5 A L) Moonalice
- O1Galactic
o - ermleai‘ World
ol n PDiFrance

B Shooter Jdenningd
e - _ B0 Leorae Strait
- Stra r ht ®oun
fex sand

T he Doobie ®rothers
Thc Academy l§...
Alanis Morissette
Buckcherr

The ﬁccchbcf‘i&i’?
Willie Nelson

MXPX

BSonnie Raitt

Katie Melua

AF|

MICROPHONES

WHWW.dudixXuSad.com

FOR A DEALER NEAR YOU CALL 1-800-966-8261 TEL: (503) 682-6933 FAX: (503) 682-7114 www.audixusa.com
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DJ & LIGHTING

GEMINI | CDJ-700

Take Control

G emini’s new CDJ-700 gives us-

ers versatility and control. Features
include a fast-loading slot-in CD-ROM
compatible with audio CDs, CD-Rs and
MP3-CDs; a USB input for flash drive; and
an SD card slot. The unit also boasts a
full-color 3.5-inch TFT touchscreen with
contrast adjustment and comprehensive
waveform display. {geminidj.com}

Photo by Karen Solem
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AMERICAN AUDIO |

Encore, Encorel

merican

Audio has
introduced the
Encore 1000
and the Encore
2000 dual CD/
MP3 player/
mixer units.
Each of these
all-in-one com-
bos includes
everything DJs
need to play
and mix MP3s,
CDs and
CD-Rs. Both
units contain
two playback
decks for
audio or MP3 CDs, along with a built-in
two-channel professional audio mixer.
MSRP: Encore 1000, $499.95; Encore
2000, $699.95. {americanaudio.us}

NUMARK|

Four's Company

umark recently launched the N4, a
four-channel DJ controller with built-
in mixer. Featuring four decks of software

control plus a built-in mixer that can be
used with or without a computer, the N4
is designed for DJs who want power-
ful capability in a lightweight, portable
package. The controller boasts large,
touch-sensitive platters; four decks of
software control with loop and effects
controls; a built-in USB audio interface;
and a comprehensive mixer section
with EQ and gain. {numark.com}

ggéed of
Sound

hauvet’s new MotionDrape LED

and MotionFacade LED include
sound-activated, automatic pro-
grams and can be operated using
eight channels of DMX or in stand-
alone mode. The MotionDrape LED
is an animated 9.8- by 6.5-foot
drape powered by 176 tricolored
SMD LEDs. The MotionFacade LED
is an animated, 6.5- by 3.3-foot
front board drape system powered
by 66 high-output, tricolored SMD
LEDs. {chauvetlighting.com}

AKAI PROFESSIONAL |

Stand Up

kai has debuted the Laptop

Stand, a rugged, portable
laptop platform for production and
performance. Featuring a light-
weight design, the stand is also
fully collapsible, disassembling and
packing into the included transport
case in seconds. MSRP: $99.98.
{akaipro.com}
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AMERICAN DJ | STANTONDJ |

merican DJ recently launched the

Flat Par CWWW?9 (pictured) and Flat tanton has unveiled ver-
Par CWWW18 LED par cans. These sion 1.2 of its Scratch
high-output professional pars let users DJ Academy Mix! software.
create white tones, ranging from a warm Mix!’s audio playback
tungsten glow to the whit- engine has been redesigned

est shade of pale. The
units also produce
any shade of white
imaginable. MSRP:
CWWW9, $279.95;
CWWW18,
$379.95.
{americandj.
com}

and optimized to provide
accurate synchronization
and smooth audio transi-
tions. Users can now drag
mixes, add songs and save
work without interrupting
playback. Version 1.2 also
adds automation of the
most common DJ mixer
controls. {stantondj.com}

MUSIOUIP

We're one of North America’s fastest growing distribution companies.
Discover how our best-in-class brands can help your retail business grow.

M3\ (Bgucte

MUSIQUIP.com |
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THEGEARGUIDE

DRUMS & PERCUSSION

| ARTISAN ROSE GUM

-Gum N’
Roses

ixon Drums has launched

the Artisan Rose Gum
share drum. The company
consulted respected drum
craftsman Chris Brady on
the design, and he selected
the Australian hardwood for
this model. The snare drum
is offered in 6- by 13-inch,
5.5- by 14-inch and 6.5- by
14-inch sizes and features
die-cast hoops, a Dunnett
throw-off and Evans drum-
heads. {playdixon.com}

Photo by Karen Solem
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EVANS |
Advanced Screening
i vans recently introduced its new
j/ i ’ Control Screens. Designed for march-
: ing snare drums, the Evans Control

Screen offers an effective way to
reduce overall volume without
sacrificing tone, articulation or
v feel. Fitting neatly underneath
the drumhead, the Evans
Control Screen is simple to
install and remove as
needed. It’s available
in 13- and 14-inch
sizes. MSRP:
$19. {evansdrum
heads.com}

PROTECTION RACKET |

Pearly \Whites

Protection Racket has
released its cases
in a brilliant
white, tough
Racketex
finish. The
cases
feature a
soft, fleecy
lining and
contrasting zips
and fasten-

ers, capable of
surviving choppy
journeys. The
white color is now
available in addition
to the regular black,
Aero Brown, Funky
Green and steel gray.
{protectionracket.com}

BOOMWHACKERS |

The Whack Pack

Boomwhackers has debuted the Boomo-
phone XTS Whack Pack. These instru-
ments expand the versatility of the BWDG
8 Note Diatonic Set, letting it be played like
a xylophone. The XTS Whack
Pack comes with the XyloTote
tube holder, a songbook,
a pair of mallets and a
set of Octavator caps,
which lower the
pitch of a Boom-
whacker tube by
a full octave.
{boomwhack
ers.com}

GIBRALTAR |

(Gibraltar B|g Soﬂy

ibraltar’s new Softy drum
throne boasts side panels
outfitted with an exclusive Delmar drum
wrap covering, available in Black Diamond
and White Tiger Striped Pearl colors. The
throne incorporates a 5-inch-thick cush-

ion on its 13-inch round seat with an
\ outer layer of plush Cordura fabric

\ to create a soft, comfortable

\\ sitting surface. MSRP: $250.

)Mﬂ \ {gibraltarhardware.com}

CYMPADII

Cympad Gets Colorful

Cympad recently launched Chromatics cymbal
pads in orange and blue. Joining

Cympad’s original black models, the
pads offer drummers more color
choices. Chromatics are made
from an advanced premium-
grade cellular foam to
provide superior
cymbal sound

and perfor-

mance in a

variety of drum-

ming styles

and situations.
{cympad.com}
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| ibgro |l oro-mar...
Bissonette

- Beat negro Il pro-maeK...

ic Firth has released
the Gregg Bissonette PRO-MARK |
“Backbeat” Signature
l stick. It features a hickory '
5B shaft with a front-end 1 S g 'I: Styl
. loaded neck and tip for a I na ure e
full sound on the bell of a ro-Mark has debuted the Horacio
ride. Slip-resistant Vic Grip “El Negro” Hernandez Signature
provides superior hold for drums‘tlck. ]t’s 16 inches long and
a confident backbeat and a half-inch in diameter. The wood
big drum sounds. MSRP: tip is small and versatile, ideal
$20.50. {vicfirth.com} for jazz and fusion. It also works
well for pop and R&B drummers.
MSRP: $15.15. {promark.com}

MA

4
A

HLALL DIA

bgro | [ oro-mark.
hgro |l pro-wark.

Hl

1v3igxova

1v3aaMova

]
Fifay

PROFESSIONAL COMPACT DRUM  HiD Booth #2554 @’ SAKAE

www.sakaedrums.com
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GRETSCH DRUMS |

Renegade Drummer

G retsch Drums re-
cently unveiled the
Renegade entry-level
drum series. It includes
double-braced
hardware,
stylized Gretsch
Renegade pedal boards,
a comfortable throne,
and 13-inch hi-hats and
18-inch crash/ride brass
cymbals. All shells are
seven-ply poplar
with 45-degree
bearing edges.
Other features
include ball-style
tom holders,
adjustable bass
drum spurs and
metal BD hoops.
{gretsch
drums.com}

SAKAE DRUMS |

Compact Kit

akae Drums has released the

PD-4 compact drum kit. It’s
designed to maintain the same
power and sound of regular-sized
kits but with more portability.
The kit includes a 16- by 16-inch
bass drum, 11- by 13-inch floor
tom, 7- by 10-inch tom, 5.5- by
12-inch snare drum, bass drum
raiser and hardware. It's avail-
able in orange, sonic blue and
black. {sakaedrums.com}

PEACE DRUMS |

In Your DNA

Peace Drums’ new DNA series
combines 800 series heavy-duty
hardware with nine-ply lacquered
North American maple drums. The
package also includes rims-mount
toms, low-mass lugs, die-cast
claws and brass vents, among
other standout features. The series
is offered with chrome or black
hardware and custom sizes and
finishes. {peace-drums.com}
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TRX CYMBALS |

Handcrafted
Masterpieces

RX Cymbals recently released
the NRG series, a new class
of handcrafted cymbals
developed to meet the
needs of hard-core
and metal drum-

. cmx CIRX CIRX
mers. Featuring

- extreme weights, _ —
tapers and pro- ¥
ZILDJIAN| files, along with ) - \
b special lathing CIRX =
New Additions N0
ildjian has added two new rides re:ﬁ;nag% g;?ﬁ; itro .) ._ \
to its K Constantinople line. 1E|)'e Juencies : »TRX P ‘T\
Developed in conjunction with jazz l[ijﬁ):{rg:; mqbals ’ » Y \ J
drummer Adam Nussbaum, the 22- boast gn oxtra- W ) o
inch K Constantinople Renaissance ’ T

ride (pictured) works well in small- to brlght';felxtra— d ’
medium-size settings. The 20-inch K powe ubsciun : N

Constantinople Bounce ride features {trxcymbals.com} =
traditional K Constantinople ham- NRG NRG

mering and eight cluster hammer
marks on top. {zildjian.com}

HUNTER u“nlITv BA“n First reioi:ﬂonury multi-functional drums se_r. |
NEW YORK IHSTn“MENTs JPE: Jazz, Practice, and Electronic.

FROM HUNTER

Please visit us at Booth
3000 at Winter NAMM

Provide your customers with the highest quality instruments
and the best possible price points. Hunter offers a full line
of instruments that are made to the best standards.

Call us today to find out how you can profit
from Hunter Musical Instruments.

Fast shipping available from our New York warehouse.

HUNTER MUSICAL INSTRUMENTS

3300 Northern Blvd. Long Island City, NY 11101
(718)706-0828 M FAX (718)706-0128 MUSICAL COMPANY, LLC'

www.huntermusical.com NAMM 3470
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PIANOS & KEYBOARDS

YAMAHA |

Universal Keyboard

amaha’s new Arius YDP-C71PE console

digital piano is geared toward everyone from
adult intermediate players to advanced hobby-
ists. The keyboard’s sound and graded hammer
action make it ideal as a practice tool, while also
able to handle heavier use at institutions. Features
include a polished ebony finish, damper pedal with
a half-damper effect and two-track
song recorder
for captur-
ing musical
ideas.
{vamaha.
com}
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PIANOS & KEYBOARDS

KORG |

Vibrant Keyboards

Korg has updated its SV-1 stage
vintage piano with two new color
variations. Each option is available
for both 88- and 73-key models.
The SV-1 Black has a black body
that’s matched to black endcaps.
Creating a retro vibe is the SV-1
Reverse Key Limited Edition,
which boasts a red body and gray
endcaps. MSRP: SV-1BK88 and
SV-1R88, $3,000; SV-1BK73 and
SV-1R73, $2,700. {korg.com}

PIANODISC |

Piano IQ

he new PianoDisc 1Q Flash

features key MP3 files
from USB, SD or MMC flash
memory. The unit lets users
record their own performances
with the optional perfor-
mance packages. The IQ
Flash also boasts integrated
balance control for the right
mix of piano and accom-
paniment, while repeat and
shuffle functions let players
choose how to listen to their
music. {pianodisc.com}

ACORN INSTRUMENTS |

The Key Master

corn Instruments recently added

the Masterkey 61 to its Master-
key line of USB keyboard controllers.
The Masterkey 61 offers five octaves
of full-size, synth-action keys intend-
ed for more elaborate two-handed
playing styles. The Masterkey 61 of-
fers seven fully MIDI-assignable con-
trols, including two rubberized ex-
pression wheels used for pitch bend
and modulation, four control knobs,
and a mixer-style fader. MSRP:
$149.99. {acorn-instruments.com}
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Sustain Single Pedal

Two in One!

For controlling stacked
keyboards!

J——-1Y
b .
{ © AMY NICHOLE HARRIS

£

Normally Closed/
Normally Open Contacts:

Yamaha, Roland,
M-Audio, Kawai, Akia,
Kurzweil, Nord...

Korg, Ensoniq , Alesis,
Casio, Studiologic, Fatar,
Novation...

Created by keyboard players for orany ﬁombiﬂatiﬂﬂ ofa
keyboard players. The Dual Sustain B Eloces
Single Pedal is @ new sustain/control polarity.

pedal for Keyboards, Synthesizers and

Workstations that sustains two

keyboards with one pedal!

Something really unique you can't find
elsewhere. All brands ARE COVERED!

Of course you can use with one
keyboard as well. When you're ready to
play stacks simply, plug the other line in
and you are ready to go! Use for
controlling guitars as well!

= Durable steel case with powder
painted finish.
= \Wide, low-profile shape makes it easy

on the user.
= Heel rest on the floor when using. “The new DSSP is so useful! Makes

= Non-slip feet for all surfaces. playing music all the better with this
= Made in USA. simple to use, yet big accomplishment

for the keyboard world.”
Kandace Springs

I think of one word when you talk about DSSP, "WOW"!
This pedal is simply amazing! This has been a great

1,

addition to my Korg rig on BET

s Bobby Jones Gospel!

I'm using two in my rig. It has changed the way

| play stacked keyboards.
This is the ONLY pedal | will ever play!
Anthony Williams —BET Bobby Jones Gospel

WEBSITE: http://dssp-pedal.com/
EMAIL: dualsustainsinglepedal@dssp-pedal.com
CONTACT: 864-541-3951 Message Center: 864-576-1936




GEARM

LOWREY |

Virtually Sleek

Lowrey recently debuted Virtual Orchestra,
a new digital product line. The instrument
marks a sleek, new look and approach
for keyboard instruments. The Virtual
Orchestra series is characterized by

a streamlined look and new Per-
former technology. {lowrey.com}

NEKTAR TECHNOLOGY |

Panorama
——— Pandemonium

Gfg Bags . , ".a ™ ektar Technology has announced
‘ ‘ the Panorama P4, the first dedi-
Deluxe Bags - cated keyboard controller for Propel-

case company

PO{'y~FOGm lerhead F}eas.on. Panorama P4 uses a
communication protocol that has been

P.‘.’yWOOd custom-designed for Reason 6, putting
every control at the musician’s finger-

ABS Molded tips. Panorama also features traditional

MIDI controller capabilities, including

Fiberglass
g a MIDI output. {nektartech.com}

carbon Fiber

FREE CASES!
Hall E - Booth #1236

one case to ROCK them all...

Professional Racks, Cases, Stands, Cables, Bags, Trussing, Staging & Tuners
iz

LINEG |

Keys on
the Move

ine 6 has released its Mobile

Keys premium keyboard con-
troller for iPad, iPhone, Mac and
PC. Mobile Keys 25 and Mobile
Keys 49 are a pair of new, light-
weight portable keyboards de-
signed to control iOS music apps
and perform double duty as USB
MIDI controllers for Mac and

Professional digital
Tuners

NOLLMTOS dInmos 3HL

I Heavy Duty [, Windows computers. Both mod-
Spring Loaded Latcher [BRNSS e els have full-size keys and solid
Dealer territories & distribution opportunities available keyboard action. {line6.com}
USA. 305-934-4430 | INTL. 305-740-7454 www.prolok-usa.com
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=EXAPERIENCE
Total Organ Power

C-230 Classical Keyboard

ROUL:

AT-350C Gospel/Rock Organ AT-900 Home Organ Pipe Combination Organs

“RS & Roland

VISIT THE TOTAL ORGAN POWER EXHIBIT IN ROOM 205A AT THE NAMM SHOW

www.rodgersinstruments.com —™~ www.rolandus.com



ARE YOU RFADY FOR THE NEXT
BRITISH INVASION?

GUITARS
ARE

BACK!

CUSTOM ELITE: DREAM SERIES

« Figured maple top on alder body

« Bolt-on neck with scroll peghead

« 22-fret ebony fingerboard with tortoise

edge binding

« Gold hardware

« Locking machine heads

« Gear-o-Matik® micro adjustable truss rod

« Rez-o0-Matik® ENR noiseless pickups

« Smooth action Rez-o-Tube® Tremolo
he first British Invasion of the early 1960s changed the face of music ~ SYStem
forever and the next wave is sure to change the way we think about

electric guitars. More than 50 years ago, an innovative designer by the

name of Jim Burns began making truly distinctive and innovative guitar

designs based on the concept of mass produced one-offs. Ever since

then, these guitars have been found in the hands of influential musicians,

and in collections worldwide. Now it's your chance to put one in your Saga Musical Instruments - So. San Francisco, CA

hands. Visit your local Burns dealer today and prepare yourself for the www.sagamusic.com + Connect with us on £ &)

Next British Invasion! DEALER INQUIRIES INVITED!

'BL-2510-CS BL-2510-SBL “BL-2510-TRS

Exclusively Distributed By

” the source.
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BAND & ORCHESTRA

DACARBO | TRUMPETS

Carbon Hom

aCarbo recently introduced a carbon-

fiber trumpet. The instrument is easy
to play and allows for powerful articula-
tion, while producing a warm, rounded
tone across its entire range. Plus, the tone
doesn’t fade away in the upper registers.
DaCarbo trumpets can play one whole
tone higher without extra effort on the
player’s part, helping trumpeters maintain
endurance during concerts. {dacarbo.ch}

Photo by Karen Solem
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LEGERE REEDS |

Remarkable Reeds
: Légére Reeds has introduced a new Signature
Dexter's

series model for the soprano saxophone. De-
signed to the most exacting specifications, the
reeds deliver depth and warmth and are ideal
Ve OWn for elite players. The Signature series reeds are
ry available in quarter strengths. {Iégére.com}

RS BERKELEY |

S Berkeley and Drake
Mouthpieces have
added the Dexter Gordon

mouthpiece to the Legends
series. The mouthpiece is
an exact reproduction of
Gordon’s original gold-
plated model. Each unit
is finished in deep, rich
24-karat gold plating.
As part of the process,
pieces have subtle inclu-
sions that contribute to
the individuality of each
model. {rsberkeley.com}

ngyé/'e'

e nl
. | "_;I.-zmtm.e S eAles
J

D’ADDARIO |

Rich Sounds

’Addario has unveiled the Kaplan
Orchestral Double Bass Set.
The bass strings use a stranded
steel core. The bass G string is
titanium-wound, the A and D strings
are nickel-wound, and the E and
C-Ext-E strings are stranded steel
core/tungsten-wound. This set

P produces a full, clear tone that offers
mvw-teamlnﬂco-com a rich and beautiful sound. MSRP:
$405. {daddariobowed.com}
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TROPICAL MUSIC | SCHILKE |
ropical Music’s new chilke has released the Heavy Design
Prolok Stand line S22C-HD C trumpet, which offers a classic
features a full range American orchestral sound with articulation
of models, including clarity and maximum projection. The S22C-HD
music stands, keyboard includes a 0.463-inch large bore, redesigned
stands, guitar stands, mouthpipe taper and receiver, square-shaped
and lighting and speaker tuning slide bow, and heavy-gauge one-
stands. All Prolok stands piece “seamed” yellow brass bell. HD models
are packaged in heavy- ship with a hard case and Symphony series
duty, informational boxes. M3 mouthpiece. The instrument is avail-
{prolok-usa.com} able in silver-plate, lacquer, raw brass or

gold-plate finishes. {schilkemusic.com}

JAZ

DOES NOT BELONG
TO ONE RACE OR CULTURE

BUT IS A GIFT

THAT AMERICA HAS GIVEN THE WORLD

THIS IS OUR GIFT BACK

St. Louis

MUSsSI|IC

FEBRUARY 2012 | MUSIC INC. |



The Piano Business
Does Have Its Benefits...

| A ¢ulbransen

Bergmann Q071 Sasex:

'I’J' ‘*1,t ' - _..S'TF{?_‘
KAWAI xvrzweir < %  NORDISKA  PianoDisc L
¥ o8 X Fearl) River.
‘f,‘ﬂiamlm‘_ i
— "‘h-ﬂ--\"k
PETROF FSI_}E\_IGOMATION . SHIGERY, KAWL
[=Roland

UHeber Weinbach wyMAN @YAMAHA ... %, .uc

STORY & CLARK

Join the Piano Manufacturers

Association International today!

The benefits of joining PMAI are numerous...

v Shipment statistics v Access to our web site,

v Major market statistics www.planonet.com

. v Piano retailer programs
v Piano market surveys e

v Retailer & Manufacture Code ¥ Regreational MusicMaking

of Ethics v Communications with other

v PMAI member website members

To learn more about the benefits of joining PMAI please contact us.

&7, (972) 6250110
|5|:||||||:|'# don@dondillon.com

www.pianonet.com

Membership in the Piano Manufacturers Association International
is open to manufacturers of piano products.
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HAL LEONARD I ‘GUITAR GEAR OF

RS GUITAR GEAR OF THE GREATS
(Gear of BY DAVE RUBIN

the Greats

al Leonard recently de-

buted Guitar Gear Of The
Greats: The Guitars, Amps
& Effects Behind The Sound
Of 100 Players. Written by
music historian and instruc-
tor Dave Rubin, this book
and CD pack surveys the
gear, tones, licks and lives of
100 top guitarists, teaching
a quintessential lick that en-
capsulates the sound of each
player. The release includes
rare photos, bios, tablature
and an audio CD featuring
every lick in the book. MSRP:
$19.99. {halleonard.com}

ND OF 100 PLAYERS

AL SLEGNARD® e
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Forty Progressive Etudes

for Trumpet

Performances by Christopher Moore

™ kulele Toolbox

HOMESPUN |
DVD

_Ll_-Jkel,g . '.., I(J:[Ccr{dmprehfmsi:i\g (,;E,SE ‘|
OO OX 1 or Mastering the Uke

omespun has re- tuight by

leased The Uku- : 'y §Eeb biozman
lele Toolbox, a two-DVD | & )
instructional set by Bob . ! i
Brozman. The world-
traveling roots music
virtuoso starts at the be-
ginner level but moves
through a variety of
styles and techniques,
taking the learning
player into intermediate
and advanced territory.
{homespuntapes.com}

CARL FISCHER»

CARL FISCHER

Top 40

arl Fischer recently unveiled Sig-

mund Hering’s 40 Progressive
Etudes. The method contains 40 etudes
that are perfect for the trumpet. Ideal
for intermediate students, the etudes
are organized in a progressive manner,
challenging students as they improve.
MSRP: $17.95. {carlfischer.com}

ALFRED |

Strummin’ in the Fast Lane

Ifred has introduced

| edsy ouiAR AR EDITION ¢45y QUITAR 1AB TDITION the new Guitar World
11! K’P [S dy ) ﬁpﬁtssway instructional songbooks with
E“IT Z 10 ACOUSTIC ROCK. WORLD Z T0 CLASSIE ROCK the release of Expressway To
e Acoustic Rock and Classic
25 acoustic rock guitar standards with matching 25 classic rock hits with matching Rock ed itions, each featur-

STEP-BY-STEP lessons to get you playing fast! STEP-BY-STEP lessons to get you playing fast! . .

ing 25 of the most important
 Take the guesswork out of playing your favorites!  Take the guesswork out of playing your favorites! i X N
% Easy-to-play arrangements in notation and TAB 5! Easy-to-play arrangements in notation and TAB and signature guitar-driven

@ CDs with sound-alike recordings included, featuring exclusive < ! CDs with sound-alike recordings included, featuring exclusive i -
TNT (Tone "N’ Tempo) Changer software that lets you: TNT (Tone "N’ Tempo) Changer software that lets you: Songs matChed Wlth Step

* Mute guitar for play-along - - Mute guitar for play-along 2 - i
* Mute voeals to hear guitar clearly =~ * Mute vocals to hear guitar clearly by Step lessons. This new
- Set loop polnts . - Set loop paints

TS ; e I = . ; series offers easy-to-use tab
i o ey N ; 3'““"‘“"“‘"“’ arrangements and is de-

: signed to place intermediate
and novice players on the
fast track to mastering many
of the greatest guitar songs.
Each song is accompanied by
a detailed lesson that focuses

Pl s = 4 3 on critical guitar parts by

Guitar World Editor Jimmy
Brown. The two included CDs
contain full-length soundalike
demonstration and play-along
recordings. {alfred.com}
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{JZXLIBRARY! LEARN TO PLAY...

I(IllSWITl}II
GAGE

Guitar Workshop with Fixation On The Darkness |
note by note tutorials My Last Serenade | Rose Of
to five tracks by Sharyn | The End Of Heartache |
Andy James My Curse

LICK LIBRARY |

| earn Metalcore

ick Library has debuted Learn To Play

Killswitch Engage, a collection of tracks
to help musicians learn the best riffs and
solos from one of the founding metalcore
bands. Metal guitarist Andy James shares
his knowledge in this easy-to-follow guitar
tuition double-DVD set. {licklibrary.com}

CHERRY LANE |

Good Playing | S Oon the Way

herry Lane recently

released John Mayer
Legendary Licks, which
examines Mayer’s
signature guitar parts
and solos. Author Toby
Wine presents the parts
in bite-size pieces for
easy comprehension.
This book-and-CD pack
teaches Mayer’s approach
to soloing, rhythm parts
and songwriting by explor-
ing songs, such as “Back
To You,” “Good Love Is On
The Way,” “Gravity” and
“Neon.” MSRP: $22.99.
{halleonard.com}

AN INSIDE LOOK
AT THE GUITAR STYLE OF JOHN
MAYER

ARTIST

Store Necessities -Music Gift Accessories _
attraction B> sales B profit '

WWW.,

For Show Specials!

gifts.com

1.800.233.2800

Albert Elovitz, |
SfOp By s it #4223 300€1! Pen?Ave::e

412.683.2900 NO MINIMUM ORDER
Fax:412.683.3110 Sales@aimgifts.com
Pittsburgh, PA 15201 subject to availability

Dealer Net Pricing
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LIPS OF
STEEL

22 Endurance E&.‘ldes
for Trombone

(and Baritone *))

David Baldwin
Revised and edited for Trombone

by Alan Raph

& PRESSER
THEODORE PRESSERI|

Read My Lips

heodore Presser has released

Lips Of Steel for trombone.
The book addresses endurance
and strength in brass play-
ing, and pedagogue Alan Raph
has adapted trumpet virtuoso
David Baldwin’s Lips Of Steel
method for the trombone. Now,
trombone players can experi-
ence satisfaction when reach-
ing the end of a piece with
strength, resilience and breath
remaining for that last note.
MSRP: $19.95. {presser.com}

/

SAUCE* ./

" /
= i
y - -

www.BigBends.com
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HUDSON MUSIC |

Top Knowledge

udson Music’s new release, The

Methods And Mechanics Compan-
ion Book by drummer Todd Sucher-
man, is based on his first DVD release
of the same name. The DVD contains
note-for-note transcriptions of his
performances on eight songs and
five drum solos. The songs represent
Sucherman’s playing with Styx, Jerry
Goodman and Taylor Mills. All eight
songs and four play-along tracks
are contained on the included CD.
MSRP: $19.99. {hudsonmusic.com}

AIM GIFTS |

All That Glitters

im Gifts has debuted its new

line of “Bling” piano jewelry. The
crystal designs provide a look that
sparkles and glitters with movement.
Pictured are the four- and seven-row
bracelets. Keychains and lanyards
are also available. {aimgifts.com}

SCHOTT |

Sounds of China

chott Music has debuted Melodies Of

China, folk music from Chinese prov-
inces and ethnic groups for solo piano. The
songs have been arranged by Zhang Zhao,
an expert Chinese arranger. An accompany-
ing CD helps users familiarize themselves
with the characteristics of Chinese music.
MSRP: $17.95. {schott-music.com}

¢

MELODIES OF CHINA




MARKETPLACE

© Rates: Classified display: $25 per column inch. Reading notices: $1.00 per word; $15 minimum charge. All ads are prepaid. VISA
© Payments: Send check or charge it on MasterCard, Visa or discover.

© Deadlines: Advertising closes the 15th of the month, six weeks prior to issue date—i.e. the May issue would close March 15.

© Send your advertisement to: Music Inc., 102 N. Haven Road, EImhurst, lllinois, 60126: or FAX your ad to: (630) 941-3210.
© Questions? Call Theresa Hill at (630) 941-2030, Ext. 119.

BUYERS WANTED

| WE BUY

* Guitars °

Mandolins

* Banjos °

From all known
makers, especially
GIBSON « VEGA

MARTIN  FENDER

Elderly Instruments
PO Box 14210
Lansing, M148901

(517) 372-7880x102
swerbin@elderly.com
www.elderly.com

FERREE’S TOOLS, INC.

“Worlds largest manufacturer of quality
band instrument repair tools”

Check us out online at www.ferreestools.com
for our catalog and up to date price lists

W3 _Tog
<

1477 E. Michigan Ave.
Battle Creek, MI 49014-8950
Ph: 800-253-2261 Fax: 269-965-7719
Email orders to: ferreestools@aol.com
Tech: repairtips@aol.com

CONTACT US TODAY FOR
A FREE CATALOG

You can place an order 24 hours a
day by phone, fax or email

BAND REPAIR TECHS
Join us for our Annual
NAPBIRT Conference
April 13-16, Normal, IL

Info at www.napbirt.org

@ymﬁﬂ@mﬁ(m »

o ¢

“Togs for?G'wtans _
I .=

Beau oIIto Jesk
,,0 €.

(574) 255-6100

www.hsarolltops.com

Fine Wood Furpishings for the Music, Audio &
Video Systems in Your Studio, School or Church

FEBRUARY 2012 | MUSIC INC. |



BUYERS WANTED

Make Money Renting School
Band & ﬂrchestra |IISII‘IIIIIBIIIS

Shopping rental programs? Do your homework & compare!

Educator-approved name brands and a wide variety of instrumentation

Rental brochures distributed to your schools at no extra cost to you

No collections headaches: We handle all customer billing & collections

High-percentage commissions PLUS a per contract bonus paid monthly

No startup costs, inventory outlay, shipping expenses or franchise fees

Rent or sell our instruments. We also buy rental accounts & inventory

No recourse to you when your customers become delinquent

Continued repair & marketing education at our training facility

Never a conflict of interest: We have no retail stores of our own

We’re not part of a larger corporation and/or in competition with your combo business!
For more information, scan the QR code, visit www.veritas-online.com or call 877-727-2798 Ext 4

Veritas Instrument Rental Incorporated

Proud Member of NAMM mﬂ NAPB'HT

RETAILERS: NAMM IS JUST
AROUND THE CORNER!

GET ALL THE INFO YOU NEED TO PLAN YOUR
TRIP TO ANAHEIM AT UPBEATDAILY.COM

I MUSIC INC. | FEBRUARY 2012




BUYERSWANTED 2 SERVICE

www.pmwoodwind.com 1
Py Make Money Renting Band Instruments

- — — = Band and Orchestra Rentals
—— * Mew and Like New Educator-Approved Brand Name Instruments
WOOdWInd < = Personalized Rent-To-Own Program
—- — — = No Franchise Fee or Inventory Investment
Chicago's Best Store for Saxophones I S « No Shipping Costs

& all other Woodwinds. Great Selection. Expert Repair. I,I_l .Ll S 1 C : :ii:;?::‘:i;i:;::aid the 1st of Every Month
Acn“stics rirst® Our Business Is Growing Your Business!

N~ 888-765-2900
Materials to Control Sound PHEPEH

and Eliminate Noise™

http://www.acousticsfirst.com "Fﬁ ‘ﬂ; drB (ﬂ;

VISIT |-

UPBEATDAILY.COM %

Start Your Rental Business Out On The Right Note!

For more information call (908)790-0400
www.kandsmusic.com
61 Industrial Rd. Berkeley Heights, NJ 07922

RENTAL

High commissions paid — compare!
No fees, shipping charges or chargebacks.
You set the rental rates.
You take the profits on step-up instruments.
We pay for all repairs.
We carry only top brands.
Your area is protected — we don’t operate retail stores.
N\ You may quit at any time without penalty.
Special discounts with large catalog companies.
We pay our commissions on time, every time.

H 1.800.356.2826

WILL SIMMONDS AT EXT. 105
17725 NE 65th, Suite B235

HARMONY gedmond, Washington 98052
wsimmonds@photoboothservices.com

FEBRUARY 2012 | MUSIC INC. |




RENTAL

Affiliate Rental Program

Join the most successful, fastest growing
instrument affiliate network in the country!

&
Afflllate » A dedicated affiliate management team providing sales
PARTNERS and online support

} Proven Sales and Marketing support with collateral

Everything you need to run a successful rental program:

¢ Expert repair and refurbishment

 Exclusive student and upgrade lines from top
manufacturers

we help grow + Educator-approved name brand instruments
your business.

At Music & Arts we are your partner:
Enjoy special partnership rates for many of your business
expenses
The rental is just the beginning; we help you grow your
lesson, retail and repair business

Let our retail experience help you capitalize on every dollar

For More Information, Contact:
Dale Thompson
\/.P. Affiliate Sales

1-800-759-2221
dthompson@musicarts.com

VISIT
DOWNBEAT.COM

TODAY?!

I MUSIC INC. | FEBRUARY 2012



BUYERS WANTED

American DJ.. 47
American Music & Sound..

Asterope Cables... 67
Audix ......... .84
Big Bends.. 108
Big Island Ukulele. ..63
Brubaker-.... .31
Casio ...... .94
Connolly & Co. .54
D’Addario ...... .15
Dean Markley. .53
Digitech ..... .57

Direct Sound..
Dual Sustain Sing . .
Dunlop......ccceeeune 77
Dunnett Drums.
Electro-Voice ....
Eminence Speaker ..

Fender ......cccovvnns 3
Fishman Transducers .43
Fitness Audio.

G7th........... .
Gator Cases .. .76
GCi Technologies . s
George Ls ..... .79
Gig Gear ... ..60
Graph Tech .79
Guidoorbell .63
Hanser-.... .75
Hello Music e
Hunter Musical Products .93
Jackrabbit Technologies. ..68
JJ Babbitt ...... .32
Jody Jazz ...... .21
Kingstar Enterprises .98
Korg USA... ..36
Kyser ...... .17
Lectrosonics.. ..58
Levy’s Leathers. .48
Lewitt............ .81
LM Products.. .61
Loud Technology .. .70
Lowrey........... .20
LPD Music. .61
Lynda.com..... .30
Materion Electrofusion .16
Mi-Sl.oiiiiiiiiiiieeees .83
Mighty Bright Gold Crest .64
Moku Ukukeles.... ..60
Muse/Ministar ..30
Music & Arts .. .28
Musicorp ... .45
Musiquip Inc.. .87
NAMM .... 22-23
P. Mauriat ...108
PMAI.......... 104
Paul Reed Smith Guitars .59
Peace Drums.... .93
Peavey....... o5)
Piano Disc . .27
Pro Rock Gear .. .78
Radial Engineering ...8
Retail Up Music.... .29
Rodgers Instruments .99
Roland............ 2
Saga Music 100
Sakae Drums. .91
Samson..... 116
Sennheiser..... 115
Seymour Duncan.. ..66
Shubb Capos .21
SKB Cases W11
Soundking ..... .73
St. Louis Music. .65
Tascam.......... .33
TC Electronics .. ..60
Team International 102
The Music Link.... .13
Titanic Guitar.... ..83
Traveller Guitar . .18
Tri-Technical .. .82
Tropical Music .. .98
Ultimate Support .. ..80
WD Music Products. .20
Zildjian

Zildjian GeN 16 ...ooeevieieieeieeee e 9

USED
GUITARS & AMPS

+ AGGRESSIVE WHOLESALE PRICING
+# 10,000 USED Guitars & Amps in stock

% 30 Top Quality Name Brands Ok AO|
¢ All instruments “Ready to sell”

# Monthly and Daily Specials O] . -1
:_ ‘Mention this AD |
FREE GUITAR
(800) 573-9865 | | Rer curmAR:

www.mircweb.com / MIRC

POSITIONS AVAILABLE

N - Authorized Area Representative

Position Available for Louisiana,
Arkansas, and Southeast Texas

Candidates should possess the following skills:

® Music industry experience
¢ Ability to train and motivate others
e A proven track record of
sales accomplishments
e Well-developed verbal and writ-
ten communication skills
e Superior time management skills
e Self-motivated
e Overnight travel required
e Computer literacy

Send resume and salary history to
HRDEPT@peavey.com

Line of digital tuners and proprietary
stringed instrument accessories.

g Many open territories; band and orches-
tral instrument line available as well.

ncmag Contact Neil Lilien
= 1.201.233.3025; nrlilien@gmail.

PLACE YOUR AD HERE!

CONTACT THERESA HILL AT 630-941-2030, EXT. 119 TODAY!

FEBRUARY 2012 | MUSIC INC. |



ASK THE

RETAILER

>

Rick Santos
Rick’s Music World
Raynham, Mass.

he hit of 2011, hands down,

has been the Snark tuner. We
started selling it halfway through last
year, and it really took off, being an
extremely accurate tuner. Prior to the
Snark’s release, tuners would kind
of waver a little bit. The colors of it
are very easy to see. All its features
can be easily demonstrated quickly.

Another strong seller was the
Fishman Loudbox Mini acoustic
amplifier. You get a lot of power
for the money, and it’s very clean
and not big. These days, people
are tending to go to smaller prod-
ucts than they used to. We just
told people about it at our open
mic night because we have a lot
of acoustic customers here.

They’d see it and ask about it, or
we’d just mention it from the stage
as we hosted the open mic. It was
a perfect fit for us because a lot of
these guys were going to go out
and just play in a smaller [venue].
We would also pitch it to people
who wanted a mini PA. system.

>

Bernie Fryman
Audiolines
Chicago
ur biggest product had to be the
Denon MC-6000. It works out
of the box yet requires a little bit of
hand-holding from the dealer, which is
good for us. It calls for enough hand-
holding that a person who is decently
versed in computerization can install
it themselves. We’ll also install the
software ourselves free of charge.

You have to have a good, a bet-
ter and a best, and we have that
comparison — featuring the Denon
mixer — on the front page of our
remarketed website under “Rec-
ommended DJ Controllers.” The
Denon MC-6000, overall, has been
very reliable. At our new location,
it's on display with speakers and a
monitor, and we show music videos
with it whenever anyone comes
in. It’s situated in the middle of our
large light and audio showroom,
and we also have one rig when
you walk into our actual offices.

We also sell a lot of Gator and
Odyssey bags. You can fit every-
thing, from your laptop to your
controller, in just one of them.

>>

Bradley Boynton
Rhythm Traders
“=»= Portland, iOre.

-
. .

.
ol

What was your hit

product last year?

Cajons still have a lot
of traction for us. We
have to order them from
suppliers by the pallet now.
It’s due to a few factors,
price point being chief
among them. There’s so
much between $99 and
$199, which makes them
more affordable than most
congas or djembes.
Cajons are an approach-
able instrument for begin-
ners and blend with nearly
any genre of music. Add
to that the fact that manu-
facturers are now coming
out with aftermarket ac-
cessories, such as snares,
castanets, pads, cases,
instructional DVDs and
pickups, making cajons
even more versatile and
appealing to the customer.

Plus, we now have lots of
potential add-ons that we
didn’t have before to keep
the customer coming back.
The LP Finger Shots
have been hot all year.
They’re small, unique
and inexpensive. But they
aren’t just for drummers.
Kids especially like them,
and the applications are
endless. We keep a little
POP display by the cash
register, and have a buy-
two-and-save sign. It’s sur-
prising how many times I
look to find the box empty.
They sell themselves.
Bebop kits have been
a consistent seller for us,
especially the Yamaha
Stage Custom Birch bop
kit, which is a three-piece
set. The Sonor Bop kit is

also very popular, and it
MAPs out at $399. These
sets are great for beginners
and band students for the
price, but they are also
great for pros as a backup
kit to leave at the rehearsal
space.

Three- and four-piece
kits have been a good tool
for us to be able to offer
something  affordable.
Prices have come down,
and there are definitely a
lot of cool finishes in both
classic wraps and natural
lacquers.

Gretsch, Mapex and
Tama drums have also
been very strong. What
that means is that it’s easy
for us to fully outfit our
customers for under $1,000
out the door.

apar] 24 q 0joud
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NEW!

SENNHEISER
XS WIRELESS

INTRODUCING

XS WIRELESS

YOUR ENTRY INTO THE WIRELESS WORLD

Rugged, reliable and easy to use, XS Wireless delivers renowned Sennheiser sound
for small to medium-sized venues, conference rooms or houses of worship. With
true diversity reception, 960 available frequencies and a convenient mute button,
XS Wireless provides up to 10 hours of worry-free operation.

-

The system is quick and easy to set up due to its frequency management and
synchronization via remote channel. Professional True Diversity technology
ensures optimum reception, anytime and anywhere. Learn more today at:

www.SennheiserUSA.com/XSwireless

[/ SENNHEISER



Graphite 49

No looking back.



