














EDITORIAL

SUMMER SALES & JOBS

ow 1n MaY, al the risk of being

whimsical, we'd like to point

out that the Service Company
and the dandelion have a lot in com-
mon. Locok over the nearest dump,
lawn. or green pateh. and vou'll sec
it spotted with gold. Every May the
dandelion makes gold of whatever's
al hand — clay. ashes, or good rich
earth.

This spring the Service Company
is set 1o make gold out of whatever's
at hand — and RCA technicians can
have it for the piching. When you're
called in 1o check a TV sel. come
awayv with the contract of a custoiner
who has no contract — and 1wo bucks
extra for yoursell. When vou're there
to set a picture straight, sell a bigger
picture and galher another two bucks.
If the digging’s harder you may be
able to get only one dollar for the
special renewal, or pick up 50 cents
for a larger mask replacement.

Extra Cash

You'll collect vour extra cash on
all types of calls in all kinds of homes
and =pots, [rom people wha alreads
are RCA customers and manyv more
who are nnt mow under contrael
About here the similarity with the
dandelion ends.

The Service Uompany’s summer
program didn’t. like the dandelion.
inst grow, It was thoughl up. planned.
developed  wt greal cost — to keep
Service men on the payroll

Last summer, business slipped, con-
tracts lapsed: few remewals came in.
There wasn't enough work to keep
evervbady busy anid pay their salaries

so the lav-ofls,

This summer huge promotion
money savs the layofls won't come.

The idea of w service man being a
silesmumn isn'l new.

trery good

worker ir esentially a ralesman lor

the product he sceves: you can't help
plugging a thing vou helieve in. The
commission idea is mew, and the idea
of eachh man being responsible {ne
every ollier man’s working may be
new. Definitely new is the program
coneceived by vompany executives.
Summer Check Up
The special Summer Check Up,
which costs the customer only $4.95
i 10-point epecial) hLas been worked
out to the last penny’s worth, final
detail in material-cost and man-
hours. Also, i's a neat wedge for gel-
ting in to sce a prospeel for a renewal
vontract or changeover {from ten-inch
to 12l5-inch picture, Tncidentally, the
8495 may be applied 10 the cost of

IPlan Twoe? if

signedd at once or within ten days.

the vear’s conlract

Plan Two is the usual contract

whielh provides unlimited service
within the terms of the contract for
a vear. plus replacement of defective
parts amed  tubes f'im'ludin;_' picture

tube| for one vear.

Cut Rate

Plan One. the new contract renewal
idea, provides for service at a mueh
the
calls for 1‘{.")]:1(.'(31!1(‘11[ of any part or

lower rate Lthan standard  and
tube iincliding picture tube) neces-
sitaded by normal wear within the
vear il replaced by one of our iLech-
nicians during a service ecall: one in-
spection amil service call al any time
requesied. and o fat tate of £3.75 for
any additional calls.

This conversion is intended pri-
marify for RCA employvees, bul a suf-
freient number ol consersion kits are
available o accommodate a limited
number of customers also,

Owners of models 6030TS or 8TS30
lele recelvers can have their ten-incl
pictures replaced by 12Ls-ineh pie-
tures for only 35995 minus a 810 re-

6

fund il the old ube is in good usable
condition.

Uwners of models 87241, 81243,
8T24 may have a ten percent bigrer

picture for only 36.95, the price of u
larger mask.
ol

Big Promoftion

Everywhere branch managers huve
had meetings tn explain the Summer
Check Up to service men. Plans, pro-
cedures. adverlising and selling ideas.
forms covering all neecessary paper
work, have been received in brunch
oflices.

Plan Two contract renewal means
22 commission, il sold to a cuslomer
without a contract: Flun One, $1
t10t0-12V5-inch conversion ! : picture
conversion means 32; Jarger mask in-
stallation, 50 cents.

More important than the pickings,
lioweser, is the fact that every service
man figures in a major underiaking
o keep smmmer business solid. the
pavroll intaet,

Fundamentals

Excerpt from a recent Cambridge
Branch Bulletin:

*Time and time again afl personnel
have been warned to be extremely
vareful of whal is said te a customer.
Results of seemingly minor comments
are our largest source of trouble.

“It is absolutely essential that vou
make no commients on any sel as to
age or condilion. Do the job you are
there to do and have nothing to say
which could in any conceivable way
be misconstrued by the eustomer.

“Your manner and diplomacy. or
lack of 11, can be of even more im-
portance than vour technical knowl.
edge.”

Any service man reading these com-
ments probably will snort. The senti-
ments expressed are ones we all know.
work on every day.

Everyone knows better than Lo erit-
icize a sel lis company has put out.

Fvyervone knows better than to vom-
plain about the repairs being maile.

Evervone knows better than to he
unpleasanl o a customer,

That’s not the point. The point js.
be careflul of casual remarks. Be care-
ful of what vou say even 10 YOUR-

SELE.





















