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QUEEN OF THE TURNTABLE All-ELECTRONIC COLOR TELEVISION 
DEMONSTRATED BY RCA SCIENTISTS 

Electronic color tc lcvi ion picture , produced by all-electronic 
m ean , were d emon lraled publicly for lhe first time by RCA's 
Princeton Laboratories on October 301h. The exh ibi t ion proved 
lhat flickcrle , all-ele Ironic color te lcvi ion is practical with o ut 
rotating discs or other moving parl • 

REAL TUBE VALUE 
Dealers and ervicemen can be 

sure of customer sa ti fa ·tion 
when they e ll RCA tube , and 
here's a story lo prove ii. 

A new color slide 1elevision cam· 
e ra developed by RCA and u ed in 
the demonstration, produces signals 
from 35 mm. Kodachrome slides. 
Tran mis ion of the pi cture on the 
fide i achieved in natural colors 

when a li ght bea m from a kinescope 
i focu ed throu gh the slide and 
eparated into component colors 

by a y te rn of mirror and pholo· 
electri c cell . 

The rece iving el is equipped 
with three 3-inch kine copes, which 
separately receive the ignal s repre­
entin g red blue and green . This 

tri o of kine cope i called a Trino· 
Po11uf4r songslr'ess , Bell y Hutton, Jleps o.,a,. from the 0 milre" for a moment to say 
hello l o he,. d ealer dnd se"'iceman friends . B elly records /or R.CA Yictor and her 
discs are "solid senders,, with those who eni<J'Y the lotesl in swing tunes. 

In a series of s1udie recently 
concluded by 1he Tube Deparl· 
ment and coverin g the ale of 
100,000,000 receiving tube on 
which field records were ob· 
tained, le than l 1ho/o were in­
vo lved in defective cla im . Only 
I 'lo w re foun d lo be actually 
defective. 

ope. From it the three color im· 
ages are optically projected inlo a 
brilliant compo ite picture which 
appear on a 15 x 20-inch creen. By 
thi s new advance in televi ion, 
simultaneous color tran mi sion, in· LARGE SALES SEEN 

IN HOLIDAY SPREE 
Attractive Store Displays Play 

Major Role in Pushing Sales 

The short p eriod which remains 
before Christmas and ew Year' 
will be abundantly piced wi1h the 
hectic hopping aclivity character· 
istic of the pre-holiday season. h 
offers the radio and service dealer 
some real opportunities. 

American Chri Ima es and New 
Years are traditionally spenl at 
home, and lhe average family will 
look to its radio as a major source 
of enterlainmenl. Asiile from ale 
of receivers, and phono combina· 
tions, lots of et are going lo be 
brought to the service sbop and that 
means the ale of tube , parts and 
batterie , loo! 

Merchandise minded dealers and 
servi emen will tie in the ir promo· 
1ional e lf orls with the holiday sen· 
son. Their windows will project 
"eye ca1cher " before which shop· 
per will pause - lhei r sparklin g 
store displays will keep 1he ca h 
regi ters rin ging. 

That genial old fellow with 1he 
red get-up and white whiskers i 
jusl around the corner. Bid him 
welcome! 

SOME SWEEPING STATEMENTS ON 
SWEEP FREQUENCY GENERA TORS 

By J. B. DEARING 
Field upervisor, ational Office, RCA ervice Co., Inc. 

The need for the weep Frequency Generalor was first felt with 
1he adve nt of Hi Fidelily Receivers and became a nece ity whe n 
T elevi ion and FM we re introduced. uch a Generalor (with com· 
panion oscilloscope) offer the only practical m ean for lhe radio 
ervice man to observe the frequency re ponse char11eteris1ics of 

radio circuit • 

There is no unive rsal all-frequency, all-purpo e wee p , and in 
choosing one for practical u se there are a number of important 
con idcrations. 

Paramount, of cour e, a re the re· 
quiremenl of center and band 
wid1h of frequencies to be covered. 
Fo r the service man now handling 
FM artd looking forward to tele­
vision busines , 1he minimum re· 
quirement hould provide coverage 
from 2 10 30 Mi·., and able to 
weep al l eas t 0.2 Mc. in the range 

2.5 Mr. and at least 6 Mc. in 1he 
range 7-30 Mr. This would provide 
for alignment of FM if's and dis· 
criminalors and of Television if's. 

For 1he High-Fi BC if's or in 
fa ct, for careful alignment of ordi· 
nary BC if's, 1he weep Ceneralo,r 
hould center its frequency at any 

point from 125 to 500 kc and weep 
at lea l 20 k c. 

or le importance, but till worth 
while for the service man wanling 
to do the be l po ible alignment 
job, 1he FM and televi ion rf band 
hould be provided for with al lea t 

a six Mc. sweep in the ran ge 40-120 
Mc. 

An e sential part of, or accesso ry 
to. a sweep generalor i ome ac· 
curate frequency mea uring device 
to be used in e 1abl i hin g the cen· 
1er, the limit , and the conlour of 
alignment curves. 

(Con tinued on Page 2, Column I ) 

lead of .•equential Iran mission, 
co lor by olor i achieved. 

No Obsolescence Problem 
ince the electrical characteri t ics 

and all of the 1andards of the green 
image- includin g the synchronizing 
pulses-are identical to those of the 
pre ent black-and-white tandards, 
any broadca t from color tations 
u ing the electronic simultaneous 
system can be received clearly on 
black-and-white receivers by the 
addition of the en ily in tailed 
radio-frequency converter. o mod­
ifica tion whatever are required in­
side the se t. 

Thi converter will enable pres· 
ent·day televi ion sets lo rece ive 
co lor progra m and reproduce them 
in bla<·k . and. white, even when 
transmilled on ultra-high frequ en­
cies. Thu , ex i lin g rereive rs will 
not be made ob olete by 1he intro· 
ducti on of co lor al some future 
date. Likewi e, it will be possible 
for elec·lronic 1·olor televi ion 'Cl 
to receive the broadcasts of black­
and., hite slat ions. 

In commentin g upon this impor­
tant advance, Dr. C. B. Jolliffe, Ex· 
e1· utive Vi1·e President in 1·harge of 
the RCA Laborat ori es Division. de· 
dar d that fi ve years would be re­
quired to bring 11 rolor .ystem to 
the pr ent statu of black-and· 
white televi ion. 

* * * 
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QUEEN OF THE TURNTABLE 

Popular temptress, Betty Houton, steno any Irene the "mike" for • niassent to tor 
hello to her dealer and serticemen friends. Deity records ¡or RCA Victor end her 
discs ere "solid senders" with those who enjoy the latest in mint ***** • 

ALL-ELECTRONIC COLOR TELEVISION 
DEMONSTRATED BY RCA SCIENTISTS 

Electronic color television pictures, produced by all-electronic 
means, were demonstrated publicly for the fini time by RCA's 
Princeton Laboratories on October 30th. The exhibition proved 
that fliekerless, all-electronic color television is practical without 
rotating dises or other moving parts. 

REAL TUBE VALUE 
Dealers and servicemen can be 

sure of customer satisfaction 
when they sell RCA tubes, and 
here's a story to prove it. 

In • series of studies recently 
concluded by the Tube Depart-
ment and covering the sale of 
100,000,000 receiving tubes on 
which field records were ob-
tained, less than 1%% were in-
volved in defective claims. Only 
1% were found to be actually 
defective. 

LARGE SALES SEEN 
IN HOLIDAY SPREE 

Attractive Store Displays Play 
Major Role in Pushing Sales 

The short period which remains 
before Christmas and New Year's 
will be abundantly spiced with the 
hectic shopping activity character-
istic of the pre-holiday season. It 
offers the radio and service dealer 
some real opportunities. 
American Christmases and New 

Years are traditionally spent at 
home, and the  ge family will 
look to its radio as a major source 
of entertainment. Aside from sales 
of receivers, and phono combina-
tions, lots of sets are going to he 
brought to the service shop and that 
means the sale of tubes, pans and 
batteries, too! 
Merchandise minded dealers and 

servicemen will tie in their promo-
tional efforts with the holiday sea-
son. Their windows will project 
'eye catchers" before which shop-
pers will pause —their sparkling 
store displays will keep the cash 
registers ringing. 
That genial old fellow with the 

red get-up and white whiskers is 
just around the corner. Bid him 
welcome! 

SOME SWEEPING STATEMENTS ON 
SWEEP FREQUENCY GENERATORS 

By J. B. DEARING 

Field Supervisor, National Office, RCA Service Co., Inc. 

The need for the Sweep Frequency Generator was first felt with 
the advent of Hi Fidelity Receivers and became a necessity when 
Television and FM were introduced. Such a Generator (with com-
panion oscilloscope) offers the only practical means for the radio 
service man to observe the frequency response characteristics of 
radio circuits. 
There is no universal all-frequency, all-purpose sweep, and in 

choosing one for practical use there are a number of important 
considerations. 

Paramount, of course, are the re-
quirements of center and band 
width of frequencies to be covered. 
For the service man now handling 
FM and looking forward to tele-
vision business, the minimum re-
quirement should provide coverage 
from 2 to 30 Mc., and able to 
sweep at least 02 Mc. in the range 
2-5 Mr. and at least 6 Mr. in the 
range 7,30 Mr. This would provide 
for alignment of FM irs and dis-
criminators and of Television irs. 

For the High-Fi BC ire or, in 
fact, for careful alignment of ordi-
nary BC irs, the Sweep Generator 
should center its frequency at any 

point from 125 to 500 ke and sweep 
at least 20 ke. 

Of less importance, but still worth 
while for the service man wanting 
to do the best possible alignment 
job, the FM and television rf bands 
should be provided for with at least 
a six Mc. sweep in the range 40-120 
Mc. 

An essential part of, or accessory 
to. a sweep generator is some ac-
curate frequency measuring device 
to be used in establishing the cen-
ter, the limits, and the contour of 
alignment curves. 

(Continued on Page 2, Column I) 

A new color slide television cam-
era, developed by RCA and used in 
the demonstration, produces signals 
from 35 mm. Kodachrome slides. 
Transmission of the picture on the 
slide is achieved in natural colors 
when a light beam from • kinescope 
is focused through the slide and 
separated into component colors 
by a system of minors and photo-
electric cells. 
The receiving set is equipped 

with three 3-inch kinescopes, which 
separately receive the signals repre-
senting red, blue and green. This 
trio of kinescopes is called • Trino. 
scope. From it the three color im-
ages are optically projected into • 
brilliant composite picture which 
appears on • 15 x 20-inch screen. By 
this new advance in television, 
simultaneous color transmission, in. 
stead of sequential transmission, 
color by color, is achieved. 

No Obsolescence Problem 
Since the electrical characteristics 

and all of the standards of the green 
image—including the synchronising 
pulses—are identical to those of the 
present black-and-white standards, 
any broadcasts from color stations 
using the electronic simultaneous 
system can be received clearly on 
black-and-white receivers by the 
addition of the easily installed 
radio-frequency converter. No mod-
ifications whatever are required in-
side the set. 
This convener will enable pres-

ent-day television sets to receive 
color programs and reproduce them 
in black - and - white, even when 
transmitted on ultra-high frequen-
cies- Thus, existing receivers will 
not be made obsolete by the intro-
donjon of color at some future 
date. Likewise, it will be possible 
for electronic color television sets 
to receive the broadcasts of black-
and-white stations. 
In commenting upon this impor-

tant advance, Dr. C. B. lolliffe, Ex-
ecutive Vire President in charge of 
the RCA Laboratories Division, de-
clared that five years would be re-
quired to bring a color system to 
the present status of black-and. 
white television. 
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HELPFUL CONSIDERATIONS 
IN BUSINESS MANAGEMENT 

By JOHN F. RIDER 

In speaking about the prop r monugemcnt of o ervicc bu in c , 
it is nece sory to consider the scop of the cnterpri e. By cope, 
we mean the size of the bu inc ' -th amount of money which is 
handled-the program adopted for the development of a le - the 
manner in which the fund of the concern ore pent, e tc. T h e 
larger the concern, the greater i the numb r of item which mu t 
be considered in formulating the plan of administration. 

Sa les Possibil ities Equ ipment 
The amount of money you hould 

tc tu•• .. we 

The pre ence of a competing 
establishment does not in itself 
mean that the lo Lion of our hop 
is poor - but if an nnaly is how 
that the number of available pro · 
pective cu tom r , when oppor· 
tioned among the exi ting hop , is 
in ufficient to return the proper in­
come required for the ucce ful 
operation of our man" bu ine s, 
th n the location elected i a poor 

pend for equipment during any 
one year i related. to the volume of 
bu iness you intend doing or are 
doing. It i illogical to uppo e that 
a man i going to maintain Sl,000.00 
worth of apparatu in order to do 

~·,~:ii!i::• L 
l•t l••H• • 
fl ···••k 
5•1 ,. 

..... ,,,.,,, 
~:'.• ·:.:. !.·r 

one for the newcomer. 
After having analyzed the 

Bloclr diagram of " molor-dri't'~n Jwrep /requ~ncy geuerator. po ibilitie of the market , it i · 
ne1·es ury to ron ider th minimum 
sa le requirement s of the establi•h­
m nl. Thi i normally expres ed 
a a sale quota and indicate the 
amount of bu ine•s which must be 
done by the organization during a 
definite p riod in order to cover 
th expen e incurred during that 
period. The period may be figured 
on a basis of ix months or a year. 
the latter being mo I oommon. 

SWEEPING STATEMENTS 

(Continued from Page 1, Column 3) 

One of the be t con i ts of a cry · 
Lal ·calibrated o cillator modulated 
with a second frequency. Both of 
the e mark r frequencie mu I be 
variable, the fir t, acting a the car­
rier, must tune through the sweep 
range , and the econd should tune 
from approximately five kc. (for 
audio rhann I I to about three Mc. 
(for video if' ) . 

When the signal from thi om· 
bination i injected with the weep 
ignal, it appears as three marker 

(interference pattern ) on the 
cope trace- that i , a center fre-

quency and two equidistant side· 
band beat . Mo I alignment curve 
can be boxed in nice ly once these 
marker frequenci es ar et in ac­
cord with the receiver de ign peci­
fication . 

Provid ing the Sweep 
imply injec ting the ignal from 

any calibrat d oscillator along with 
the weep ignal gives one marker; 
frequency limit may be determin d 
by tuning thi along the alignment 
curve that app ar on th ("OI> • As 
a les desirable expedient an ab-
orption wave mete r may b u; d 

to " uck" a hole in the alignm nt 
rurve at measured point &. Thi i 
done by roupling it to ome con­
venient point in the circuit uncl r 
observation, preferably at the weep 
output. 

. ynrhronizing, or actually pro­
viding the sweep voltag for the 
cope i. another problem. wing 

lo the difficulty in getting a signal 
(with linear rat of 1·hange of fre· 
quenry with time! from the . weep. 
and of providing a pul e that will 

po itively ) nch ronize the cope, 
probably the be t arrangement is 
for the weep generator to provide 
scope sweep voltage. 

Another re fin ement of particular 
value when awtooth eope sweep i 
u ed i means for horting out the 
rever e trace o that a single image 
with ba eline appears on the scope. 

A linear diode i a neces nry ac­
res ory for sweep alignments, par­
ticularly when it is nece ary to ex­
amine the respon e of individual rf 
or if tage or combination of 
Lage not coupled to the receiver 
econd detector. Thi diode can be 

used al o as a chel'k on th linearity 
of output of the weep itself by im· 
ply rectif ing the weep ignal in 
the variou range and widths of 
weep, and ap1>lying the rectified 

voltage to a cope. 
Mo 1 commercial we p for rf. 

if, and- vf utilize the bea t note be­
tween a fixed and a variable o cil­
lator. To pr dude interference 
troubl e;., th fundam ntal frequen· 
ri of these ~houlcl be well above 
the de ired differ nre or ignal fr · 
quenry; to prevent lork-in between 
the two. the variahl one hould not 
b wept rlo r than within on or 
two per rent of the fixed one. ( Buf­
fer stages can be used to reduce 
thi .I 

Rent 
ervice organization hould, of 

course, be located in the mo t ad­
vantageou pol with re pert to the 
posoi bilitie of e1·uring bu ine 
and attracting trade from among the 
people who daily pass thee tablish­
ment. It is, therefore , nee s ary to 
find the be t compromi e between 
I rade and rent. 

An anal y i of business selling 
maintenanc throughout the nited 

tate , how that the amount of 
money appropriat cl for rent or al­
lotted to rent, se ldom. if ever, run 
above 5% of t he total volume of 
ale during a year. 

SCOPI! TRACI! 
~ C'f"CL..~ SAWTOOTH !SWEEP 

Modulation Methods 
Lil 

A I inear detector and broad-band l!) 
arnpl ifier are furth r requirements ~ 
of the b :it-not type of sw ep. ~ 

imp) r design, partirularly good 0 
for the higher if and rf bands, u es > 
a ingl e os<·illator dire<·tly fre- IA1of11:t;..... ___ F_R~E'Q-.-----~R .. :-gk~ 
quen1·y modulat d. If the hand 
wept is wide, ~ay 20% of th aver- F 1 G . X 

age, a buffer or limiter i advi able 

( ontinued 011 Page 7, olunw 3) 

1,000.00 worth of bu iness, because 
the depreciation on thi equipment, 
which is a portion of the fixed ex­
pen , mu t come out of the income 
in order to e tabli h a fund for the 
replacement of uch equipment. 
lnve ligat ion di clo es that the 
amount of money el a ide to com­
pensate for depreciation, and which 
reflect the inve Lmenl in equip­
'llent, i u ually between 4 and 5% 
of the total ale . 

Free and Paid Inspection 
Ba ically, free in p rt ion or nom i­

nal-priced in p ction is a form of 
ales promotion. Which of these 

methods i to be employed by you 
is entirely up Lo you. We are not 
attempting to recommend one form 
or th other. Free inspection wiJI 
attract more reque I for call than 
nominal priced in pection. How­
ever, if the expense relating to such 
free call is not given due con ider­
at ion, it cannot help but dig into 
the profit . 

ince it ha become common prac­
tice among servic station operators 
to refund the nominal inspection 
charge if the job i ecured, we be· 
li ve that o far as proper manage­
ment is concerned. both the free 
inspection and the nominal priced 
inspect ion, of the type mentioned, 
mean one and the ame thing. 

SCOPI! TRAC~ 
80 C VC L.E SAWTOOTH SWEl!P 

-FREQ. 

FIG.Y 
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Block diagram of a onotor-driven sweep frequency generator. 

SWEEPING STATEMENTS 

(Continued from Page I, Column 3) 

One of the best consists of a crys-
tal • calibrated oscillator modulated 
with a second frequency. Both of 
these marker frequencies must be 
variable, the first, acting as the car-
rier, must tune through the sweep 
ranges, and the second should tune 
from approximately five ke. (for 
audio channels) to about three Me. 
(for video ire). 
When the signal from this com-

bination is injected with the sweep 
signal, it appears as three markers 
(interference  patterns)  on  the 
scope trace—that is, a center fre-
quency and two equidistant side-
band beats. Most alignment curves 
can be boxed in nicely once these 
marker frequencies are set in ac-
cord with the receiver design speci-
fications. 

Providing the Sweep 

Simply injecting the signal from 
any calibrated oscillator along with 
the sweep signal gives one marker; 
frequency limits may be determined 
by tuning this along the alignment 
curve that appears on the scope. As 
a less desirable expedient an ab-
sorption wave meter may be used 
to "suck" a hole in the alignment 
curve at measured points. This is 
done by coupling it to some con-
venient point in the circuit under 
observation, preferably at the sweep 
output. 
Synchronizing, or actually pro. 

viding the sweep voltage for the 
scope is another problem. Owing 
to the difficulty in getting a signal 
(with linear rate or change of fre-
quency with time) from the sweep, 
and of providing a pulse that will 

positively synchronize the scope, 
probably the best arrangement is 
for the sweep generator to provide 
scope sweep voltage. 
Another refinement of particular 

value when sawtooth scope sweep is 
used is means for shorting out the 
reverse trace so that a single image 
with baseline appears on the scope. 
A linear diode is a necessary ac-

cessory for sweep alignments, par-
ticularly when it is necessary to ex-
amine the response of individual rf 
or if stages or combinations of 
stages not coupled to the receiver 
second detector. This diode can be 
used also as a check on the linearity 
of output of the sweep itself by sim-
ply rectifying the sweep signal in 
the various ranges and widths of 
sweep, and applying the rectified 
voltage to a scope. 
Most commercial sweeps for rf, 

if, and vf utilize the beat note be-
tween • fixed and a variable oscil-
lator.  To preclude interference 
troubles, the fundamental frequen-
cies of these should be well above 
the desired difference or signal fre-
quency; to prevent lock-in between 
the two, the variable one should not 
be swept closer than within one or 
two per rent of the fixed one. (Buf• 
fer stages can be used to reduce 
this.) 

Modulation Methods 
A linear detector and broad-band 

amplifier are further requirements 
of the beat-note type of sweep. 
Simpler design, particularly good 

for the higher if and rf bands, uses 
a single oscillator directly fre-
quency modulated. If the band 
swept is wide, say 20% of the aver-
age, a buffer or limiter is advisable 

(Continued on Page 7, Column 3) 

HELPFUL CONSIDERATIONS 
IN BUSINESS MANAGEMENT 

By JOHN F. RIDER 

in speaking about the proper management of a service business, 
it is necessary to consider the scope of the enterprise. By scope, 
we mean the size of the business —the amount of money which is 
handled —the program adopted for the development of sales —the 
manner in which the funds of the concern are spent, cte. The 
larger the concern, the greater is the number of items which must 
be considered in formulating the plan of administration. 

Sales Possibilities 
The presence of a competing 

establishment does not in itself 
mean that the location of our shop 
is poor —hut if an analysis shows 
that the number of available pros-
pective customers, when oppor-
tioned among the existing shops, is 
insufficient to return the proper in-
come required for the successful 
operation of our man's business, 
then the location selected is a poor 
one for the newcomer. 
After having analyzed the sales 

possibilities of the market, it is 
necessary to consider the minimum 
sales requirements of the establish-
ment. This is normally expressed 
as a sales quota and indicates the 
amount of business which must be 
done by the organization during a 
definite period in order to cover 
the expenses incurred during that 
period. The period may be figured 
on a basis of six months or a year, 
the latter being most common. 

Rent 
A service organization should, of 

course, be located in the most ad-
vantageous spot with respect to the 
possibilities of securing business 
and attracting trade from among the 
people who daily pass the establish-
ment. It is, therefore, necessary to 
find the best compromise between 
trade and rent. 
An analysis of business selling 

maintenance throughout the United 
States, shows that the amount of 
money appropriated for rent or al-
lotted to rent, seldom, if ever, runs 
above 5% of the total volume of 
sales during a year. 

Equipment 
The amount of money you should 

spend for equipment during any 
one year is related, to the volume of 
business you intend doing, or are 
doing. It is illogical to suppose that 
a man is going to maintain $1,000.00 
worth of apparatus in order to do 
$1,000.00 worth of business, because 
the depreciation on this equipment, 
which is a portion of the fixed ex-
pense, must come out of the income 
iii order to establish a fund for the 
replacement of such equipment. 
Investigation  discloses  that the 
amount of money set aside to com-
pensate for depreciation, and which 
reflects the investment in equip-
ment, is usually between 4 and 5% 
of the total sales. 

Free and Paid Inspection 

Basically, free inspection or nomi-
nal-priced inspection is a form of 
sales promotion. Which of these 
methods is to be employed by you 
is entirely up to you. We are not 
attempting to recommend one form 
or the other. Free inspection will 
attract more requests for calls than 
nominal priced inspection. How-
ever, if the expense relating to such 
free calls is not given due consider-
ation, it cannot help but dig into 
the profits. 

Since it has become common prac-
tice among service station operators 
to refund the nominal inspection 
charge if the job is secured, we be-
lieve that so far as proper manage-
ment is concerned, both the free 
inspection and the nominal priced 
inspection, of the type mentioned, 
mean one and the same thing. 

SCOPE TRACE 
SO CYCLE •AWTOOTH SWEEP 

W et 

FIG. X 

SCOPE TRACE 
60 CYCLE  SAWTOOT,1 SWEEP 

FREQ. 

Fl ay 

REVE RSED 
OVERLEPP0461 
TRACE 

La le Hi 

Reversed adjacent curves and reversed overlapping traces. 
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looking things over 
withZ'tWe~ 

Manager, RCA Rene...,al Sales 

For 1he llom ln ~trumenl Deparlmenl. one of the four d IJarl · 
menl · which make up 1he H A iclor Divi,.ion, o ember 3rrl wuo 
"T" Day-lhe day whe n 1h • fir s t pool war H<:A tclcv~~ion receiver~ 
were announce<! 10 1he public. To herald this o ca ·100, gala tele­
vision program" origin:Jt •<I from talion \'\' B1:, New ~~rk, an<l 
Philadcl1Jhia's te levision ·talion, WPTZ. Paper m the c1he whe r e 
et · arc 10 be available, carri d full-page announce ment ads . 

hat do all 1his mean for the 
servi1·eman ? If you are not in one 
of the mark ts wh •r • tel ·v i io n •t 
are be in g offe red. it mean for the 

• mom nt ve ry liul e . F o r th " r i1·e· 
man located in the " Ki r k Off"' 
cities, it means al lea l the · tart of 
a new fi e ld of end eavo r . It 111e:11i, 
that whil e the immediat am unt 
of ervice bu in s may n o t be 
great, the time i not 100 far di · 
tanl , po ibl y a year, ' he n thooe 
who qualify 1' an e ·p <·t thi fi eld 
of operation to produce a izeable 
volume of servi ce and rene wal bu •· 
n es . 

T e levi ion e r vice. like radio e r· 
vi ce, ' ill take ome time to ma­
terial iz . he n sets be1·om more 
plentiful and in wide r u e, and 
wh n the ne1·e ;,ary rvire n o te; 
and various pi e1·e of tele vio ion Le l 
equipment are g ne rall } ava ilable. 
it should mean mud1 to all "ho 
qualify. But te levi ion mu t fir I 
be sold and accepted . and the de· 
ire for own rship timulated. be­

fore the maximum "ill h e d ri ved 
from a se rvic in g olandp int. 

On e o f the 111 0 ·t important m ove 
that R A or a n othe r te le vis ion 
receive r manufal'lurer can mak e lo· 
day i to e that the pun·haoer b e· 
come an nthusia t to the po int 
whe re he rec·o mme nds and inOu­
en1·es the ale of additi onal ts to 
hi fri nd and ne ighbor.. The re 
mu l be no lip up on that s1· ore. 
T o be ure of thi .. the tc levi>ion 
rece ive r rurrentl goin g into ho m , 
mu bt gi,•e peak pe rfor111:11w ' ith 
m aximum r u tom er sati sfal'tion and 
minimum s ·rvi<'e ex penditure. 

R j!:t V • ('O n iderable thought 
to how thi mi ght best be urrom· 
pli hed. Ma ny months were !"On· 
ume cl going over vario u · po.s ibl • 

approad1e , ta lkin g to t levi ion 
own •r;,. inte r i win• deale r :i ncl 
se rvic·emen . Finall y, a plan wa, 
de e lo1>ed whi1·h we bc li •ve will 
most rapidl y brin l! alrnut the end 
goal and nc'rompli sh th m ost good 
for a majorit y of the •en i1·e fra­
te rnit y. Ii "a' nam cl the " guaran­
teed in otallation and maintenarwe 
po lic·y," e ff.:,·ti vc for o ne year. 

ncl e r thi s plan. R CA En gine r, 
will sc rv ic·e RCA Vi1·to r l\'l .:vi , io n 
rec·eive r from fac·tor to home. be 
in a po> it ion Lo <'a t eh an y hu g• ti rat 
rnay de velop, and beu c r a >> Ure the 

e nthuoiaol it- sup port o f all who 
pur<'ha;,e te l v ision et .. 

T ec hni c1u • of I I vi;. io n in talla ­
ti on and ,. r v i!'e a re c·ompl ex; at 
pre ·e nl. clue to the la l' k o f actua l 
fi e ld ex pe ri 11l'e. many re1)utabl e 
and o the n•i c quulili d e rvi r a<" 
c·ounts ma) not b read y to tak e e>n 
urh work . Rathe r than do :rn · 

thing whi l' h mi ght ho ld up the d e­
ve lopme nt o f thi future se rv ic­
mark e t. i t ' as deem ed log ira l to 
imme diate ly otarl the sale of e ts 
and ex per t that tho, oe rv ie me n 
"ho sod oire " ould pr pare the m-
elve · to partil'ipat e . 

Also. it was felt . as thi • de velope d 
the n 1·esoar) 'ideo te;,t equi1>111ent 
r •quired for this type o f se rv ic·e 
wo rk wo uld be general! availabl e. 
l n the pas t, I he ave ra g radio •er · 
vire ho p ha , had liul e need fo r 
the spedaliz d ec1uipme nt e s ntial 
fo r te l vis ion se rv ire . It "as also 
thou ght a J v i;,a bl not to exp et in­
di v idua l se rv ire arrount s t o as ume 
thi te t ecruipme nt expe n e until 
the marke t wa mor m ature and 
th exp nditure for . lll·h equipm nt 
ju. tifi ed . 

Finall y. th war ta ught our n­
ginee r man y ne w te1·hnique · with 
hi gh frequenry wo rk . and mut h o f 
thi s "as inc·o rpo ra t d into the d · 
, ign o f the te levi ion re1•e ive rs now 
reaehin g the marke t. nt ii uch n w 
method a re generall > unde rstoo d 
in lh rvi re fi e ld. inot:dlati on a nd 
maintenanl· b y fa r to ry e ng in ee r . 
a ppear Lo be tbe onl y plau ible 
way to tart the ma ;, al e o f r e1·e iv­
en .. 

Durin g the next ~ !'ar. it i, our 
aim Lo make availabl e th most out· 
standing and up-to-dat r te!'hni1·a l 
lit er:11ure and serv i1·e note, po~~ i ­
ble; to ('O nclu r t. whe reve r poss ilile. 
trainin g 1·o urs s for those who de­
sire to ra h in on future te le vioio n 
se rvi re work. &hall :tl .o tr lo 
he lp yo u •quip our shops with the 
mo• l modern te levioion se r ic· in g 
equi1nne nt. 

l the sam e tim a i:ood sha re of 
R \'irtor Home lu,.trumc nt De­
partment sa l s a nd prom otional 
e ffo rt. will be dirce1· t •cl a t plaC'in g 
r t'e ivers in Am ri c·an home. at 
r reatin g a "ho le ne w e ra for yo u . 
the se rvk t' tna n. 

The ;,1·c nc i · b!' in g . I for your 
partil·ipation. 

NEW VOLTOHMYST FOR HIGH FREQUENCY WORK 

Th e new WV.75A Volt O lun yd and iu J ioJ e probe are designed to m el't mariy app/i. 
cations in FM and te /e-..iJio 11 testi,. g. 

ADVANCED RCA VOL TOHMYST 
TESTS FM AND TELEVISION 

The "e rvi ing of indu trial and rarlio equipme nt u sing the very 
high fre c1ue ncies up to 250 megn<·ycles will b facilitaterl b y an 
arlvancerl mod I of the popular RCA VoltOhmy I which is now in 
prorlurtion and will be available ~hortl y . 

Employing a newly deve loped <liorle probe ancl capable of men -
uring p e ak-to-peak voltage~ at ver~· high fr c1uencies, the new meter, 
rl ignat '' as H Type W -75A, incorporates all the refinement ' 
of it s low-frequency ompanion the VoltOhmys t Typ 195A, in 
addition 10 eireuil innovation · which make the new meter excellent 
for high-fre que ncy work. 

The instrume nt i a rtua ll s ix 
mete rs in one, 1·0111pr1 rn g a uhf 
Voltme te r, Audio o ltm te r. a l' 
\ ' o ltmete r. d1· Vohmet r, hm­
mete r . and FM indi ra to r. Out land· 
in g features of the unit are it s 
abilit v to r ad bo th a r and de volt­
ag ~fl to 1000 olt • and th e pe· 
c·ial e ler troni r m onitorin g ci r!'Uil 
wh ich mak es the mete r virtuall y 
burn-o ut p roof. A polarit y r ven­
ing ·wit1·h save;, th e o p ral o r th e 
tro uble of ha ing to chan ge leads 
when testing. 

A full ."a''e rer tifi r. \\hil'l1 is 
built int o th ar prob . mak es pos­
· ible the readin g of b oth negative 
and pos iti' e voltai: peak s v n a l 
the h ighe r fr qu n r i<•, . The di ocl!' 
pro b e r ont a ins a tandard A 
( . rn1 y- a v ) int eg ra l fema le fittin it 
for clirel'l c·onn e1·ti on to a t·o-axial 
line. lca> urc mcnt :< a t high frc· 
qu <• n l"ie> a re mad b direr! ('Onta r t 
"ith the 1·entr:rl pin and th gro und 
rin g at the encl o f th e diocle pro be . 
whil t.' nn alli ga1or c·lip for the c· n­
tral pin and the , ho rt ground lead 
~t.' rv!1' a:-. adapt r~ fo r vo ltag" n1cas­
ure 111 e11t :< al the lo\\ e r frequende . 

Wh<•n " "<' ti for FM and tdcvision 
teotin ,:, the nu·t t' r rnn mak e all 
n1 ea~ ure n1c n1 :; in radi o r c(·l" ivc r s up 

to 1000 vo lt • from the primary of 
the p owe r tram.form r to the o ut­
put tran form er or vo i1· co il o f the 
opeake r. The W\'.i5A i" al ·o u e d 
for c· her kin g d r m easurem ent di· 
r c·tl y al 1he grid , plate. s<· reen. or 
<·a thode te rminal , as we ll a bia 
c·e ll "olta ges and the value of the 

ut omati r Frequency Control. V 
and F;\I di sc·rimina1 o r vo lta ges. 

Other Models Not Obsolete 
rii:inall y it wa intende d to 

make a d iode probe for adaptati on 
Lo the man y t' Xi ol in g T yp 165-A 
and 195-. .\ VoltOhm)>t:< to c KI •nd 
the rang· of those i~strun1c nt s for 
hi gh-frequ rw y measurem nt s. Cer· 
tain limita1i on• in the tran. fnrm er 
loa d fa c· to r. bm·kinl! volt ag r e­
c1uirt._•ntcnt :- and n1 c ll' r ~t·a l e varia· 
tio11 . nec·l.'. :< ilat e cl tir e clc ign of an 
e ntirely 11•'" irHtrumc nl. As a re · 
suit. the Ill"' \ ' o lt hm H l "a de­
velo ped fo r thO>t' r qu frin l! an in­
. trumcnt prima ril ) 1·apabl e of lriµh­
frcquenc·y 111 ca . urenw111 ~ . The WV-
75.,\ docs not in any "ay obso le te 
the T ) p 19!i- ·\ , illl'<' the latte r i ~ 
idt• al for all 1, .... fr t• qu <• nc·y a r 111cas­
un·me11l • up to IOrJ kc'. as well as 
j!c ncral purpose 111- r es ista n<·e m eas· 
11rc 111 ent ._ 
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Looking things over  I 
with Date i sige, 

Manager, RCA Renewal Sales 

For the Home Instrument Department, one of the four depart-
ments which make up the RCA Victor Division, November 3rd was 
"T" Day —the day when the first post war RCA television receivers 
were announced to the public. To herald this occasion, gala tele-
vision programs originated from Station What New York, and 
Philadelphia's television station, WPTZ. Papers in the cities where 
sets are to be available, carried full-page announcement ads. 

What does all this mean for the 
serviceman? lf you are not in one 
of the markets where television sets 
are being offered, it means for the 
'moment very little. For the service-
man located in the "Kick Off" 
cities, it means at least the start of 
a new field of endeavor. It means 
that while the immediate amount 
of service business may not be 
great, the time is not too far dis-
tant, possibly a year, when those 
who qualify can expert this field 
of operation to produce a sizeable 
volume of service and renewal busi-
ness. 
Television service, like radio ser-

vice, will take some time to ma. 
terialize. When sets become more 
plentiful and in wider use, and 
when the necessary service notes 
and various pieces of television test 
equipment are generally available, 
it should mean much to all who 
qualify. But television must first 
be sold and accepted, and the de-
sire for ownership stimulated, be-
fore the maximum will be derived 
from a servicing standpoint. 
One of the most important moves 

that RCA or any other television 
receiver manufacturer can make to-
day is to see that the purchaser be-
romea an enthusiast to the point 
where he recommends and influx. 
ences the sale of additional sets to 
his friends and neighbors. There 
must be no slip up on that score. 
To be sure of this, the television 
receivers currently going into homes 
must give peak performance with 
maximum customer satisfaction and 
minimum service expenditure. 
RCA gave considerable thought 

to how this might best be accom-
plished. Many months were con-
turned . going over various possible 
approaches, talking to television 
owners, interviewing dealers and 
servicemen. Finally, a plan was 
developed which we believe will 
most rapidly bring about the end 
goal and accomplish the most gond 
for a majority of the service fra-
ternity. It was named the "guaran-
teed installation and maintenance 
policy," effective for one year. 
Under this plan, RCA Engineers 

will service RCA Victor television 
receivers from factory to home, be 
in a position to catch any bugs that 
may develop, and better assure the 

enthusiastic support of all who 
purchase television sets. 
Techniques of television installa-

tion and service are complex; at 
present, due to the lack of actual 
field axperience, many reputable 
and otherwise qualified service ac-
counts may not be ready to take on 
such work. Rather than do any. 
thing which might hold up the de-
velopment of this future service 
market, it was deemed logical to 
immediately start the sale of sets 
and expert that those servicemen 
who so desire would prepare there. 
selves to participate. 
Also, it was felt, as this developed 

the necessary video test equipment 
required for this type of service 
work would be generally available. 
In the pant, the average radio ser-
vice shop has had little need for 
the specialized equipment essential 
for television service. It was also 
thought advisable not to expert in-
dividual service accounts to assume 
this test equipment expense until 
the market was more mature and 
the expenditure for such equipment 
justified. 
Finally, the war taught our en-

gineers many new techniques with 
high frequency work, and much of 
this was incorporated into the de-
sign of the television receivers now 
reaching the market. Until such new 
methods are generally understood 
in the service field, installation and 
maintenance by factory engineers 
appear to be the only plausible 
way to start the mass sale of receiv-
ers. 
During the next year. it is our 

aim to make available the most out. 
standing and up-to-date technical 
literature and service notes possi-
ble; to conduct, wherever possible. 
training courses for those who de-
sire to rash in on future television 
service work. We shall also try to 
help you equip your shops with the 
most modern television servicing 
equipment. 
At the same time a good share of 

RCA Victor Home Instrument De-
partment sales and promotional 
efforts will be directed at placing 
receivers in American homes at 
creating a whole new era for you, 
die serviceman. 
The scene is being set for your 

participation. 

NEW VOLTOHMYST FOR HIGH FREQUENCY WORK 

Emmattrienr-----a 
The new V/V.75,1 VoltOhtnyst end its diode probe ere designed to meet many «soli. 
anions is. FM said television   

ADVANCED RCA VOLTONMYST 
TESTS FM AND TELEVISION 

The servicing of industrial and radio equipment using the very 
high frequencies up to 250 megacycles will be facilitated by an 
advanced model of the popular RCA VoltOhmyst which is now in 
production and will be available shortly. 
Employing a newly developed diode probe and capable of meas-

uring peak-to-peak voltages as very high frequencies, the new meter, 
designated as RCA Type WV-75A, incorporates all the refinements 
of its low-frequency companion, the VoltOhmyst Type 195A, in 
addition to circuit innovations which make the new meter excellent 
for high-frequency work. 

The instrument is actually six 
meters in one, comprising a uhf 
Voltmeter, Audio Voltmeter, se 
Voltmeter, dc  Voltmeter, Ohm. 
meter, and FM indicator. Outstand-
ing features of the unit are its 
ability to read both at and dc volt-
ages up to 1000 volts and the spe-
cial electronic monitoring circuit 
which makes the meter virtually 
burn-out proif. A polarity revers-
ing switch saves the operator the 
trouble of having to change leads 
when testing. 
A full-wave rectifier, which is 

built into the Sc probe. makes pos-
sible the reading of both negative 
and positive voltage peaks even at 
the higher frequencies. The diode 
probe contains a standard AN 
(Army-Navy) integral female fitting 
for direct connection to a co-axial 
line.  Measurements at high fre-
quencies are made by direct contact 
with the central pin and the ground 
ring at the end of the diode probe, 
while an alligator clip for the cen-
tral pin and the short ground lead 
serve as adapters for voltage meas-
urements at the lower frequencies. 
When used for FM and television 

testing, the meter ran make all 
measurements in radio receivers up 

to 1000 volts, from the primary of 
the power transformers to the out-
put transformer or voice coil of the 
speaker. The WV-75A is also used 
for checking tic measurements di-
rectly at the grid, plate. screen, or 
cathode terminal, as well as bias 
cell voltages and the values of the 
Automatic Frequency Control. AV C 
and FM discriminator voltages. 

Other Models Not Obsolete 

Originally it was intended to 
make a diode probe for adaptation 
to the many existing Type 165-A 
and 195.A VoltOhmysts to extend 
the range of those instruments for 
high-frequency measurements. Cer-
tain limitations in the transformer 
load fartor, bucking voltage re-
quirements and meter scale varia-
tions necessitated the design of an 
entirely new instrument. As a re-
suit, the new VoltOhmyst was do-
veloped for those requiring an in-
strument primarily capable of high-
frequency measurements. The WV-
75-A does not in any way obsolete 
the Type 195-A since the latter is 
ideal for all low frequency tic meas-
urements up to 100 kr, as well as 
general purpose dc resistance meas. 
urements. 
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HOW TO BUILD SALES IN A BUYER'S MARKET 
By FRED FAVRE 

RCA Tube Aduertising and ale Promotion ection 

To win in the coming buyer 's market you must put everything 
you h ave on the ball! And that includes a continuou , hard-h.ittin_g 
sales promotion program. Ju t for the record, sa les promotion is 
any effort to promote the sale of yo ur product or service, other 
than space adverti ing and actual per 'Onal e lling. 

Here i a wide area, where the u se of originality and aggres ive 
e ffort can be the deciding factor for ucce s. Let's xplore a few 
a spect of sale promotion for the radio and service dealer. 

Identification 
If yo u a re new in the busine , 

you have to let everybody know 
who you are. If you are well e tab· 
Ji hed, you have lo continuall y tell 
new people wbo you are. You have 
to give the place a ' hot in tbe 
arm"- dress it up. 

tart with an outdoor ign. You 
may think, "How can anyone mi 
my radio ervice shop ?" But ... 
people do! For a few fact . note 
thi urvey. A recent bit of research 
revealed that 65 '7o of the people 
que tioned a to where a certain 
brand of product were old could 
nam e the dealer when th e store had 
an outside sign! When no ign wa 
used, only 10% cou ld name the 
dealer! 

ow, if you will add to the value 
of an ordinary sign, the bonus of 
recogni tion value you can have by 
u sin g one of the signs RCA makes 
available to you throu gh it di · 
tributor , then you are beginnin g to 
ee how RCA u tomer ·building 
ales-aid work for you. 

What i thi "bonu " of recogni­
tion value? Li t n. Naturally, you 
a a radio service dealer ca nnot 
afford- nor would it be wi e - to 

adverti e in the huge number of 
popular magazine that R A doe . 
Bat, all thi advertising is read by 
your customer and prospective 
new customers. o, wben your ign 
and di ' play say RCA tube , RCA 
part • and RCA baueries you tie 
right in to the enormou weight of 
RCA advertising and publicity. You 
make the kind of FIR T impre ion 
you want to make on new cu · 
tomer . You convince old cu tomer 
that yo u sell them only quality 
radio ervice and part . Remember 
. . . to date. 530 million RCA 
branded tub and million of dol· 
lar worth of adverti sing and pub· 
licity have created identification 
and pre-sold customer ! That is un· 
equalled in the radio field. 

o much now for outdoor ign . 
Tell your RCA or Cunningham dis· 
trihutor today that you want an out· 
door metal flange ign, with your 
name on the pendant. You aw their 
picture in the la t RC RADIO 
SERVI CE EWS. Here are the 
number . R A 1F9971 , Cunning­
ham 1F9943, RCA Victor 2F62. 

Using Displays Most Effectively 

Fir t and foremo l i to use the 
di play RCA makes available to 

~ 

ORDER THE PROFIT-BUILDING SALES-AIDS SHOWN 
ON THIS PAGE FROM YOUR DISTRIBUTOR TODAY 

Th~ ollrtJclt..~ easel-l')'p~ displays ihown on this page emphosi'{e radio seM'ice, 
a valuable thl?me for the winter mor1ths when ri!pair »'or• iJ ot a peok. 

RCA Electron-Form # 2 F125 
Cunningham -Form ;;.2F127 
RCA Victor -Form # 2FJ 29 

Each form number c0Yer1 a complete set of the three diflerent displays. 

yo u through your RCA distributor. 
Keep in touch with him for the 
newe t displays. Pil'tured below are 
3 small but effective di plays that 
are now available. ote how they 
sell your seruice. tart with one or 
two in the window. Another on a 
counter. Place them carefully ­
where people STOP and LOOK. 
Where they can notice that you are 
an RCA se rvice dealer. They'll re· 
member it and come again. 

What Direction to Take 
Avoid cluttering up the tore with 

di plays. U e those which are sup­
plied by companies that are the be l 
known for engineering and manu· 
fal'Luring kill in radio. Your cu • 
tomer know RCA and what it 
stand for. You can mer ·handise 
this quality name to build greater 
sale and ervice bu ine . Think 
about that a minu(e. 

Different di splay do different 
jobs. RCA will continue to provide 
you with the best of all type . Hard 
hitting and imple, beau1iful and 
auraC'live, unu ual and colorful, 
large and ommanding - no pain 
or money is being pared. 

You will admit, we think, that 
ale enthusiasm, intelligent cus­

tomer follow-up and aggres ive u e 
of ales promotion material is not 
so mething you can acrompli h all 
at once with 100% effeetiveness. 
You have to keep working on it. 

Alice-in-Wonderland was a ked 
by one of her amazing companions, 
'") n what direction hould I go?" 

aid Alice, " here do you want 
to get to?" 

"I don' t really know." 
Then, an wered Alice, " h makes 

no difference what direction you 
take!" 

How true of most of us tbis is. 
But we can tart to find the direc- . 
tion in which we want to go by self· 
analysi . it down with yoursel£ 
and do some thorough checking. 
For example: 
1- Do you know enough about your 
market? By income groups? Do 
you know what population you are 
now reaching with your pre ent 
activity? 
2- How many people pass your 
tore daily? How many top to 

look ? For how long? How many 
come in? 
3- How many people who come 
into your tore buy your service or 
merchandise ? How many do not­
and why? What are you doing to 
make every cu tomer or prospect 
contact a bu ine builder? 
4- Are you making clever and con· 
sistent u e of the ales promotion 
material, ales aids and di splays 
RCA makes available to you? 

ew habits take time to form -
require constant restatement. It 
take energy to teer a new course. 
Why not start now? 

RADIO SERVICE 
PLAQUE 

II CA ELECTRON TUBES • 

if!1•ll• ~:I; ' 

RCA RADIO 
GIRL 
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HOW TO BUILD SALES IN A BUYER'S MARKET 
By FRED FAVRE 

RCA Tube Advertising and Sides Promotion Section 

To win in the coming buyer's market, you must put everything 
you have on the ball! And that includes a continuous, hard-hitting 
sales promotion program. Just for the record, sales promotion is 
any effort to promote the sale of your product or service, other 
than space advertising and actual personal selling. 
Here is a wide area, where the use of originality and aggressive 

effort can be the deciding factor for success. Let's explore a few 
aspects of sales promotion for the radio and service dealer. 

Identification 

If you are new in the business, 
you have to let everybody know 
who you are. If you are well estab-
lished, you have to continually tell 
new people who you are. You have 
to give the place a "shot in the 
arm"—dress it up. 
Start with an outdoor sign. You 

may think, "How can anyone miss 
my radio service shop?" But ... 
people do! For a few facts, note 
this survey. A recent bit of research 
revealed that 65% of the people 
questioned as to where a certain 
brand of products were sold, could 
name the dealer when the store had 
an outside sign! When no sign was 
used, only 10% could name the 
dealer! 
Now, if you will add to the value 

of an ordinary sign, the bonus of 
recognition value you can have by 
using one of the signs RCA makes 
available to you through its dis-
tributors, then you are beginning to 
see how RCA customer • building 
sales.aids work for you. 
What is this "bonus" of recogni-

tion value? Listen. Naturally, you 
as a radio service dealer cannot 
afford—nor would it be wise — to 

advertise in the huge number of 
popular magazines that RCA does. 
But, all this advertising is read by 
your customers and prospective 
new customers. So, when your signs 
and displays say RCA tubes, RCA 
parts, and RCA batteries you tie 
right in to the enormous weight of 
RCA advertising and publicity. You 
make the kind of FIRST impression 
you want to make on new cus-
tomers. You convince old customers 
that you sell them only quality 
radio service and pans. Remember 
. . . to date. 530 million RCA 
branded tubes and millions of dol-
lars worth of advertising and pub-
licity have created identification 
and pre-sold customers! That is un-
equalled in the radio field. 

So much now for outdoor signs. 
Tell your RCA or Cunningham dis. 
tributor today that you want an out-
door metal flange sign, with your 
name on the pendant. You saw their 
pictures in the last RCA RADIO 
SERVICE NEWS. Here are the 
numbers. RCA 1E9971, Cunning-
ham 1E9943, RCA Victor 2F62. 

Using Displays Most Effectively 

First and foremost is to use the 
displays RCA makes available to 

ORDER THE PROFIT-BUILDING SALES-AIDS SHOWN 
ON THIS PAGE FROM YOUR DISTRIBUTOR TODAY 

The attractive easel-type displays shown on this page emphasize radio service, 
• valuable theme for the wi   months irhen repair work is at • peak. 

RCA Electron —poem Iggplyg 
Cunningham  — Form jt2F127 
RCA Victor .—Form if 2F129 

Each form number covers • complete set of the three different displays. 

you through your RCA distributor. 
Keep in touch with him for the 
newest displays. Pictured below are 
3 small but effective displays that 
are now available. Note how they 
sell your service. Stan with one or 
two in the window. Another on a 
counter. Place them carefully — 
where people STOP and LOOK. 
Where they can notice that you are 
an RCA service dealer. They'll re-
member it and come again. 

What Direction to Take 
Avoid cluttering up the store with 

displays. Use those which are sup-
plied by companies that are the best 
known for engineering and manu-
facturing skill in radio. Your cus-
tomer knows RCA and what it 
stands for. You can merchandise 
this quality name to build greater 
sales and service business. Think 
about that a minute. 
Different displays do different 

jobs. RCA will continue to provide 
you with the best of all types. Hard 
hitting and simple, beautiful and 
attractive, unusual and colorful, 
large and commanding —no pains 
or money is being spared. 
You will admit, we think, that 

sales enthusiasm, intelligent cus-
tomer follow-up and aggressive use 
of sales promotion material is not 
something you can accomplish all 
at once with 100% effectiveness. 
You have to keep working on it. 

Alice-in-Wonderland was asked 
by one of her amazing companions, 
"In what direction should I go?" 
Said Alice, "Where do you want 

to get to?" 
"I don't really know." 
Then, answered Alice, "h makes 

no difference what direction you 
take!" 
How true of most of us this is. 

But we can start té find the dime- , 
tion in which we want to go by self-
analysis. Sit down with yourself 
and do some thorough checking. 
For example: 
1—Do you know enough about your 
market? By income groups? Do 
you know what population you are 
now reaching with your present 
activity? 
2—How many people pass your 
store daily? How many stop to 
look? For how long? How many 
come in? 
3—How many people who come 
into your store buy your service or 
merchandise? How many do not— 
and why? What are you doing to 
make every customer or prospect 
contact a business builder? 
4—Are you making clever and con-
sistent use of the sales promotion 
material, sales aids and displays 
RCA makes available to you? 
New habits take time to form — 

require constant restatement.  It 
takes energy to steer a new course. 
Why not start now? 

RADIO SERVICE 
PLAGUE 

RCA RADIO 
GIRL 

/free 

V ol 

TOWN CRIER 
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SALES ~SERVICE Tl PS 
Once again you con win a ha ndso me RCA Resistor-Code Pencil by sendln'g 
tips to RCA Radio Service Hews, Harr ison, Hew Je rsey ... All t ips become the 
property of RCA to be 1ued a s it sees fl t ... Se rvice Tips ore our readers' ideas, 
not ours. While we believe they ore worthwhile, we ca nnot be rc• ponslble for them . 

REPAIRING JAMMED TUNING 
UNIT IN '46 AUTO RADIOS 
A rommon trouble in 1946 Ford, 

ash and Hudson cu tom-built car 
radio i jamming of the tuning 
mec hani m. Thi i cau d b y the 
ratc het gear bouncing away from the 
turret gear becau e or violent action 
on the part of the olenoid plun ger. 
As a result the turret only \urn 
part way to it n xt po ition, which 
in turn lets the tuning core cro S· 

arm get behind th adju tin g nut. 
This jam the entire mechani m . 

An ea y way to rem dy thi i : 
(I ) ti e the fin gers. round on oppo· 
site ide of the turret, out of the ir 
normal po it io n, 12 J turn the turret 
ha lf way to the next po it ion, ( 3 ) 
pu h the rros -a rm completely for· 
ward. (4 ) put the turret in it next 
po ition and let the cro -arm come 
back again t the adju ting nut, (5 ) 
relea e the fin ger . Then put a 
liberal coatin g of any good grea e 
on the teeth of the rat <"het gear. 

. K. Allen 
Allen Radio er vice 
1700 . 7th Ave. Rear 
Beaver Fall , Pa. 

NOISY TUNING TRACED TO 
"FUZZY" CAPACITOR PLATES 

" Fuzzy" capac itor pl ate are oft en 
o cau e of noi y tuning. Thi 
trouble can be r emedied by di con· 

nectin g the lead from the variable 
capacitor and appl ying the l ine volt­
age between the tator and rotor 
plate . A high-curr nt incande cent 
lamp, approximate ly 150 watt , 
should be placed in e rie with the 
lin e. Application of the current to 
the capacitor will burn off the 
trouble-can ing " fuzz" . 

Charles Sandberg 
377 Hin dale t. 
Brooklyn 7, . Y. 

METHOD TO INSURE GOOD 
TUBE-SOCKET CONTACT 

In the co ur e of my radi o ervic· 
in g busin s I came aero this 
hand y tip for eliminating no i e in 
radio re<·eive r equipped with one 
or more lot·kin g·in type tubes. Oc· 
ca ionall y the ocket contact for 
the e tube type became exce ivel y 
ox idized. A a re ult poor electri­
cal connecti on i made when the 
tube i in erted and noi y rec P· 
lion occurs. T o eliminate thi de· 
feet take a mall wire bru h and 
move it back and forth aero s each 
p in of the locking-in tube. Th pin 
urfo ·e i rou ghened by thi treat· 

menl o that when the tube i re · 
placed in the socket it breaks 
through the oxide coating. 

Stanley Miktu 
Ea t Sicle Radio 
44 Pula ki t. 

ewark 5, . J. 

NEW MERCHANDISER BOOSTS BATTERY SALES 

flashlight batteries 

A gain RC A leacl1 th e Pelt/ in progre11iYe m erch11ndi1 in g .,;,n 11 new fla1hligh1 b11t/(>ry 
m e r>ch a nJi1er. It contait11 2 J ot t:"Ft RC A N o. VS.001 Flt11 hlight B a11 erie 1t yet ;, ·, so 
compact that it o nly talrcJ 0 l ittle o / your a cl i>'e. co unle r 1pa~f' . Src )'OU,. RC A v;,. 
tribulo r tod 4)' ab o ut th i1 new woy o / .-citing m o rf! RC A Ff,uh/;ght Boturies. 

NEW HOME OF SAELENS' RADIO SERVICE 

Thi1 populdr, Portland, Oregon , litn'•nng firm <elebrated ih 1 Jth imn i't'e rldry b y 
occupying its new and moder·n building. It co ntairu 7000 square feet and o large 
parlting area /or cu1to m er1' car1 . Th e firm operates three truclts to care /or resid ential 
calls . Shown abo .,.e i1 an interior ,,fe w of the 1ole 1 orea. Left to right , M r1. Sae le ns, 
Albert Soelens, Ruuell Stanton, ond Maurice M . Saelen s, head o f the o rg11 nitat ion. 

SMALL VACUUM CLEANER 
ELIMINATES SET DUST 

Mo t et cha i are quite du t 
laden when brou ght lo the ervice 
hop. leanin g the ~ha i by u in g 

an air ho e or du l brush cau e 
con ide rnble fl ying dost - a itua­
tion which i both uncomfortable 
and untidy. A imple olution i to 
u e a small hand vacuum cleaner 
held above the cha i whil e the ser· 
vicernan cl eans the inte rior or the 
et with a l " paint bru h. 

A. Pell Mo yer 
A .. Moye r & on 

hind the kn ob. Then by pulling 
fir st one end or the cord in a direc· 
li on away from the cha is, and then 
the othe r end, the knob will be 
forced off the hart . 

Ralph Hi ckenbottom 
340 We t 7th t. 
El yria , Ohio 

RCA TESTPOINT ADAPTERS 
AID IN ALIGNING SETS 

One or the mo t important u es 
wliicl1 I have di covered for RCA 
T e l point Adapter i that the e 

E tbe rton Ave., at 5th 
Harri burg, Pa. 

t. racilitate connectin g an out.put 
meter directly to the plat e or the 
audio tube. Bell er a lignment condi­
tion are obtained here than aero 
the voice coil because or the re-RUBBER FINGER GUARDS 

HANDY FOR HOT TUBES 
De pile many advantage of me· 

chanical mean for removin g hot 
tubes from o ·ke t , I think thi 
simple method has many thin g in 
it favor. Buy two thick rubb r fin · 
ger cover , one for the thumb, the 
o ther for the fore fin ger. They give 
a good grip on the tube and prevent 
burne d finger . 

J. teph en Gold 
406 T y on Ave. 
Glenside, Pa. 

STRING PULLEY REMOVES 
STUBBORN RADIO KNOBS 
On of the problems in pullin g 

rad io knobs from a receiver is to 
a' •oid snat..!1ing the cabinet. A 
simp l wa y to eliminat e use of a 
I ve r •u1·h as a s1·re ' dri v1: r is lo 
. lip one CO lllll lete turn o r fi sh I ine 
or dial co rd around the haf1 be 

duced ignal input required. The 
inconvenience or making a connec­
ti on in ide the cha i i eliminated 
by these adapt er , in urin g safe and 
ure contact above the tube ocket . 

A. E. Donovan 
Donovan Radio e rvice 
31 6 . Ro<·k t. 

hamokin, Pa. 

TRANSMISSION LINE LINK 
BETWEEN ROOF AND ROOM 

In the ali gnment of t levision 
and FM antenna the transmission 
line may be used for audio com­
mun il·ati on b tween roof and radio 
set if . uitable l ow-pa filt e r are 
u · cl. In a <·o mmon app lication, 
where a carbon bull on miaophone 
is emplo ed, U' e an rf choke in 
e ri • with ead1 te rmina l and an r£ 

bypa ' capaci to r ai• ross the button. 
M. Greble r 
1554 , l. Johns PI. 
Brookl yn 13, . Y. 
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(SALESaaSERVICE TIPS) 
Once again you can win • %andante RCA Resistor-Code Pencil by sanding 
tips to RCA Radio betake Mews, Harrison, Hew Jersey ... All tips become the 
property at RCA to be used as it sees fit ... Sank, Tips are eut rendent ideas, 
not ours. While we believe they are worthwhile, we   be responlible ter them. 

REPAIRING JAMMED TUNING 
UNIT IN '46 AUTO RADIOS 
A common trouble in 1946 Ford, 

Nash and Hudson custom-built car 
radios is jamming of the tuning 
mechanism. This is caused by the 
ratchet gear bouncing away from the 
turret gear because of violent anion 
on the part of the solenoid plunger. 
As a result the turret only turns 
part way to its next position, which 
in turn lets the tuning core cross-
arm get behind the adjusting nut. 
This Jams the entire mechanism. 
An easy way to remedy this is: 

(1) tie the fingers, found on oppo-
site sides of the turret, out of their 
normal position, 121 turn the turret 
half way to the next position, (3 I 
push the rross.arm completely for. 
ward, (4) put the turret in its next 
position and let the cross-arm tome 
back against the adjusting nut, (51 
release the fingers. Then put a 
liberal coating of any good grease 
on the teeth of the ratchet gear. 

C. K. Allen 
Allen Radio Service 
1700 - 7th Ave. Rear 
Beaver Falls, Pa. 

NOISY TUNING TRACED TO 
"FUZZY" CAPACITOR PLATES 
"Fuzzy" capacitor plates are often 

a cause of noisy tuning.  This 
trouble can be remedied by diatom-

netting the leads from the variable 
capacitor and applying the line volt. 
age between the stator and rotor 
plates. A high-current incandescent 
lamp, approximately  150  watts, 
should be plated in series with the 
line. Application of the current to 
the capacitor will burn off the 
trouble-causing "fun". 

Charles Sandberg 
377 Hinsdale St. 
Brooklyn 7, N. Y. 

METHOD TO INSURE GOOD 
TUBE-SOCKET CONTACT 

In the course of my radio servic-
ing business I rame across this 
handy tip for eliminating noise in 
radio receivers equipped with one 
or more locking.in type tubes. Oc. 
rasionally the socket contacts for 
these tube types became excessively 
oxidised. As a result poor electri-
cal connection is made when the 
tube is inserted and noisy recep-
tion occurs. To eliminate this de-
fect, take • small wire brush and 
move it back and forth across each 
pin of the locking.in tube. The pin 
surface is roughened by this treat. 
ment so that when the tube is re. 
plated in the socket it breaks 
through the oxide coating. 

Stanley Miktus 
East Side Radio 
44 Pulaski St. 
Newark S. N. J. 

NEW MERCHANDISER BOOSTS BATTERY SALES 

Again RCA leads the held in progressive merchandising with a new flashlight battery 
merchandiser. It contains 2 doren RCA No. VS-00l Flashlight Batteries, yet it's so 
« MO pea shag is only mho • lint. of your active counter spare. See your RCA Dis-
tributor today about this new way of selling more RCA Flashlight Batteries. 

NEW HOME OF SAELENS' RADIO SERVICE 

This Popular, Portland, Oregon, servicing drum celebrated its 15th anniversary by 
occupying its new and modern building. It contains 7000 mane feet end • large 
parking area for customers' cars. Ti.. Arm operates three triscas to care for residential 
calls. Shown *bore is an interior view of the sales arte.  Leh to right. Mn.  Seeing, 
Albert Sonless, Russell Stanton. and Maurice M. Sarin's, heed of the orgenipstion. 

SMALL VACUUM CLEANER 
ELIMINATES SET DUST 

Most set chassis are quite dust 
laden when brought to the service 
shop. Cleaning the chassis by using 
an air hose or dust brush causes 
considerable flying dust — • situa. 
lion which is both uncomfortable 
and untidy. A simple solution is to 
use a small hand vacuum cleaner 
held above the chassis while the ser-
viceman cleans the interior of the 
set with a 1" paint brush. 

A. Pell Moyer 
A. S. Moyer & Son 
Estherton Ave., at 5th St. 
Harrisburg, Pa. 

RUBBER FINGER GUARDS 
HANDY FOR HOT TUBES 

Despite many advantages of me-
chanical means for removing hot 
tubes from sockets, I think this 
simple method has many things in 
its favor. Buy two thick rubber fin. 
ger covers, one for the thumb, the 
other for the fore finger. They give 
• good grip on the tube and prevent 
burned fingen. 

J. Stephen Cold 
406 Tyson Ave. 
Clenside, Pa. 

STRING PULLEY REMOVES 
STUBBORN RADIO KNOBS 
One of the problems in pulling 

radio knobs from o receiver is to 
avoid scratching the cabinet. A 
simple way to eliminate use of a 
lever such as a screwdriver is to 
slip one complete turn of fish line 
or dial cord around the shaft be 

hind the knob. Then, by pulling 
first one end of the cord in • direr. 
tion away from the chassis, and then 
the other end, the knob will be 
forced off the shaft. 

Ralph Hickenbottom 
340 West 7th St. 
Elyria, Ohio 

RCA TESTPOINT ADAPTERS 
AID IN ALIGNING SETS 

One of the most important uses 
which I have discovered for RCA 
Test point Adapten is that these 
facilitate  connecting an  output 
meter directly to the plate of the 
audio tube. Better alignment condi-
tions are obtained here than across 
the voice coil because of the re-
duced signal input required. The 
inconvenience of making a connec-
tion inside the ch  ' is eliminated 
by these adapters, insuring safe and 
sure contact above the tube socket. 

A. E. Donovan 
Donovan Radio Service 
316 N. Rork St. 
Shamokin, Pa. 

TRANSMISSION LINE LINK 
BETWEEN ROOF AND ROOM 
In the alignment of television 

and FM antennas the transmission 
line may be used for audio com-
munication between roof and radio 
set if suitable low-pass filters are 
used. In a common application, 
where a carbon button microphone 
is employed, use an d choke in 
series with each terminal and an rf 
bypass capacitor across the button. 

M. Crebler 
1554 St. Johns Pl. 
Brooklyn 13, N. Y. 



Page 6 RCA RADIO SERVICE NEWS Nov.-Dec., 1946 

REPLACEMENT PARTS 
l 5~ J 

v 

SPECIALS 
The following Ii l of part are a\•ailable in limited quanltlle and al 

the p rial prices listed. After the available quantities are exhausted, 
no additional order will be accepted. 
RCA 54410 Tran former- Plate power type, primary wound for 125 
volts, 60 cycle , and tapped at llS and 105 volts. econdary 700 volt 
ach ide of center tap with a continuous rating of 550 milliamperes. 

Pott d in metal can with mounting flange . Out ide dimen ion approxi­
mately 6th x 7 YR x 7% inche . el weight approximately 25 lbs. Lug 
type terminal on bakelite board. 
Thi item i xcell nl for a heavy duty power upply in experimental 
or amateur u e. Li I Price $18.00. 
RCA 4-0618 Capacitor- .0475 uf., tolerance plus or minus So/a, 200 volts 
working, tubular ca e with wire leads. List Price .IO. 
R A -l-0713 aparilor- 0.22 uf., tolerance plu or minu lO o/o, 200 volt 
working, mounted in mall rectangular metal can, wire leads. List Pric'! 
$.50. 
RCA 41257 apacitor 10 uf., 250 volts, dry electrolytic, aluminum can 
"ith lug terminal , 2% inc he long by l % inche diameter. Can i 
in ulated from both lerminal . Li t Price .28. 
RCA 41677 apacitor- 0.5 uf.. 600 volts, paper type, oil filled. In metal 
ca e l ta inc·he high by 1'' !1~ inche wide. Wit11 in ulated land-off type 
lug terminal . Li I price S.60. 

RCA 3627 4 IDLER WHEEL 
Tire only for Idler Wheel RC 36274 i available a R A 70280. Thi 

tire i un ground and recommended for u e on record changers and 
player where th "heel i u ed a an idler. 

The R A 3627.t wheel and tire a embly ha the tire ground concen­
tric with bore after a embly and mu t be u ed on record changer uch 
as the RPI62 "here tire con tac•t. the driven urface. It i al o very 
important to con tinue u ing the R A 362H wheel on the RPlSl two­
sided record changer. 

R 0280 Tire i o ld in tandard package of ten (10). ugge led 
Ii l price i .10 for each tire. 

JUST BETWEEN US GIRLS 

.. Nn . it isn't o ld~-..ision set-that's just our radio with d photogr11ph o/ my husbtwJ 
on tup.'' 

RCA PHONOGRAPH MODERNIZATION KIT 
tock , o. 9890 

With RCA Victor Magic Tone Ce ll 

The new Magic· Ton ell conlained in 1hi ki1 offer an opporlunity 
for improving re1·ord reprodu1·1ion from radio-phonographs or oth r 
record playing de ire . It design provide reduced " needle"' d1atter 
and urface noi e, plu the additional fea ture of converting 1he pickup 
to a permanent sapphire point type completely eliminating the changing 
of needle • and cry tal breakage at 1he time of needl change. It is 
particularly designed for in tallation in RC ictrolas and Re1·ord 
Player manufactured during 1938 and later, with practically no excep­
tions and slight changes. 

1.s o.e . 
PER O I V. 
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30 so 100 3 00 500 1000 3000 !.000 10,000 
CYCLES PER SECOND 

Fig. I. 

Output· Fre!quency Re1ponu Cu"'e 

Electrical Characteristic -

Fig. 2 

Circuit Diagram 

500,000 
OHMS 

Output l 'h volt al 400 cycle approximately. 
Impedance 200,000 ohm al 400 cycles approximal ly. 

The kit ron ists of: 
I R irlor Mogir Tone Cell with Flexible Tone Bridge 

and Je,.el-Lit ranner a embled complete in cartridg form. 
1 Mounting ·rews. 
2 parers. 
I Mounting Plate. 
4 a 11 rs. 
1 Plug Uutton. 

Full imtallation imtrurtion. ar 
Cr). !al Ki1 is rc .. ommcnded a, an 
lo" ing RC cc<l l " Typ Cryolal 
:H225, and H710 . 

pa1·ked with each kit. Thi new 
improv cl replar ment for the fol­
: R A 31050, 33,22, 34307, 33217, 

uggc I ·<l liht pric· on R A 9890 Kit 8.35 each. 
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REPLACEMENT PARTS 
L   

SPECI ALS 
The following list of parts are available in limited quantities and at 

the special prices listed. After the available quantities are exhausted, 
no additional orders will be accepted. 
RCA 54410 Transformer—Plate power type, primary wound for 125 
volts, 60 cycles, and tapped at 115 and 105 volts. Secondary 700 volts 
each side of center tap with • continuous rating of 550 milliamperes. 
Potted in metal can with mounting flanges. Outside dimensions approxi-
mately 6% a 7% x 7% inches. Net weight approximately 25 lbs. Lug 
type terminals on bakelite board. 
This item is excellent for a heavy duty power supply in experimental 
or amateur use. List Price 818.00. 
RCA 40618 Capacitor—.0475 uf, tolerance plus or minus 5%, 200 volts 
working, tubular case with wire leads. List Price 1.10. 
RCA 40773 Capacitor-0.22 uf., tolerance plus or minus 10%, 200 volts 
working, mounted in small rectangular metal can, wire leads. List Price 
$.50. 
RCA 41257 Capacitor-10 uf, 250 volts, dry electrolytic, aluminum can 
with lug terminals, 2% inches long by I% inches diameter. Can is 
insulated from both terminals. List Price 1.28. 
RCA 41677 Capacitor-0.5 uf., 600 volts, paper type, oil filled. In metal 
case Wu inches high by 11%2 inches wide. With insulated stand-off type 
lug terminals. List price 1.60. 

RCA 36274 IDLER WHEEL 
Tire only for Idler Wheel RCA 36274 is available as RCA 70280. This 

tire is nnground and recommended for use on record changers and 
players where the wheel is used as an idler. 
The RCA 36274 wheel and tire assembly has the tire ground concen-

tric with bore after assembly and must be used on record changers such 
as the RPI62 where tire contacts the driven surface. It is also very 
important to continue using the RCA 36274 wheel on the RP151 two-
sided record changer. 
RCA 70280 Tire is sold in standard package of ten (10). Suggested 

list price is 5.10 for each tire. 

JUST BETWEEN US GIRLS 

• 
"No, it isn't • television set —that's just our radio with • photograph of ney husband 
on top." 

RCA PHONOGRAPH MODERNIZATION KIT 
Stock No. 9890 

With RCA Victor Magic Tone Cell 

The new Magic Tone Cell contained in this kit offers an opportunity 
for improving record reproduction from radio-phonographs or other 
record playing devices. Its design provides reduced "needle" chatter 
and surface noise, plus the additional feature of convening the pickup 
to a permanent sapphire point type completely eliminating the changing 
of needles, and crystal breakage at the time of needle change. It is 
particularly designed for installation in RCA VireoIse and Record 
Players manufactured daring 1938 and later, with practically no excep-
tions and slight changes. 

1.5 0.13. 
PER DIV. 

I  
OW-

30  50 100 300  500  1000  3000 5000 
CYCLES PER SECOND 

Fig. 1. 

Output.fregeteacy Ronnie Curve 

10,000 

Fig. 2 

Circuit Diagram 

i500,000 OHMS 

Electrical Characte r i rr ics— 
Output 1% volts at 400 cycles approximately. 
Impedance 200,000 ohms at 400 cycles approximately. 

The kit consists of: 
I RCA Victor Magic Tone Cell with Flexible Tone Bridge 
and Jewel-Lite Scanner assembled complete in cartridge form. 

4 Mounting Screws. 
2 Spacers. 
1 Mounting Plate. 
4 Washers. 
I Plug Button. 

Full installation instructions are parked with each kit. This new 
Crystal Kit is recommended as an improved replacement for the fol-
lowing RCA Needle Type Crystals: RCA 31050, 33'122, 34307, 33217, 
34225, und 34710. 
Suggested list price on RCA 9890 Kit is $8.35 each. 

• 
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A FINANCIAL CONTROL .SYSTEM 
THROUGH ACCOUNTING RECORDS 

By R. B. SAMPSON 
RCA ,l/arket Re earch Department 

The serviec deal r who is a l r t to th e ri sk of bu~iness failure 
,,.ilJ maintain s trict financia l control o f h is organization. The haz­
ard of 01>cra ting a profi table bu · ine~ in th face of rapicll~· chang­
ing economic concli lion and a ler t competi t ion are well known to 
everv service man. cl quate accoun ting record that su1>ply ac­
eura.te up-to-date information on th e financial tatu of the bu i­
nc arc a afeguarcl again t failure. 

Alrcacl)'. rumbling of a bu ine 
rccc• ion ar b ing hea rd. There 
are man )' "ho predict early spring 
a 1he probable elate. 01her say 
surel y some1ime in 1947. The length 
and depth of the rece ion are al o 
mailer of 1·onjecture among ex· 
pert . What 1h n, doe 1his convey 
lo 1he man engaged in operating a 
mall busine.,? hat ;, t p ca n b • 

la ken now lo rid e lhe d fla1 ionar) 
wave lo 1he boom period "hich. ii 
is said. will foll ow '? 

The alert ;, rvire man "'ill a k 
1he e que lion;, now. He will do 
mor . He will exam ine 1he late of 
hi finances. 1he condi1ion of hi 
invenlorie;. his oulslanding com· 
mitments, 1he liquidi1 y of hi re· 
reiva ble . ale potenlial and man) 
01h r fart s about his bu ine s. H e 
needs orcurule information on the e 
ubj ct if 1he rou gh cour e ah 'ad 

i to be ucc oofully nego1ia1ed and. 
not only mu ·1 1hey be known, but 
they must al o be properly valu­
ated and plan made accordingl . 

The que tion may al ;,o be a ked 
- how can a service man keep up 
wi1h 1he e foctors now when he i" 
occupied with 1he job of fillin g 
order in 1he face of horl merc han­
di e uppl y and olher innumerable 
day-to-da y problem . The an wer 
lies in the avoilabilily of reco rd 
and r porl which will qui ckl y re· 
veal 1he informalion which he mu t 
know to direcl 1he bu ine . 

Pu lse of a Business 
It i a mi take to think of book-

k ping reco rd a a sorl of neces· 
ary ev il. nfortunatel y. thi feel ­

in g doe prevail in lhe mind of 1he 
unini1ia1ed. Th re ult i 1hat all 
loo oflen busines men operale 
the ir busine se without the benefi t 
of fact · revealin g informalion on 
which to ba e th ir da y-to-day de­
ci ion and overall planning. A 
sy tem of account and reco rds em· 
brac in g every pha e of 1he bu ine 
can be n ource of lively u1>-10-the­
minute new on it financial condi­
lion . Aceounlin g i the pulse of the 

nlire organizo1ion men urin g the 
effect of yeslerday' deci ion in the 
light of today' knowledge. It ca n 
b come 1he life blood of the bu i· 
ne or ju t some lif le ~ routine 
by which to determine profit or 
los es and to fulfill government in­
come tax requiremenl . 

The forward looking service 
dea le r will not relegal 1he fa c1 of 
hi bu in a reveal d throu gh 
record to a corner of the ba ck 

room. He will brin g 1hem out in 
1he open "here 1he may be een 
in the I ight of toda) 's 01> ration 
and become 1he basis for planning 
ahead . Properl kept records are 
1he e e and ear of 1he busine -
sho win g 1he nere ii for 1imulat· 
ing ale on 1hi or 1hat product-
r during or increa ing exp nses 
"hen th need ari e - deteclin g 
op raling ineffiri encie and finan­
cial I ak and forming a fountain 
of knowl d ge with regard lo ales, 
slork lurn, gro margi n expen ses. 
profil ;,. CIC. 

Types of Business Fo rms 
l\Iany e rvit·e dea ler must, of 

n 1· ;,s il y, employ only part-tim 
help in mainlainin g the ir bu · ine s 
record ._ rlainl y, 1his i des irabl e 
where 1he amount of sale and 
profil ;, doe nol ju 1ify employment 
of a full -t im or part-time book· 
keeper. e rlain s1> cific accoun1ing 
informalion and repo rt hould be 
available mon1hlv and, if full value 
i 10 be rec iv d fr m 1he e data , 
1hey mu I be prepar d promptly 
and in a form by which 1hey can 
be readil in1erpreted and under­
tood. 

hat arro untin g r port ;.hould a 
er vice dealer exp r t from hi book­

keeper? The leasl he hould expect 
is ( 11 a tat menl of Financial Con­
diti on and (21 an per:i lin g tal · 
m nl. The fir t r port i <·ommonl 
referred lo as a Balanre heel while 
the eco nd is ca lled a Profit and 
Lo 1a1emen1. Th ese report 
should be prepared a of 1he clo e 
of bu ines earh monlh. They 
should a l o be in ufficient detail 
to enabl e the deal r lo quickly 
gauge the cond iti on of the bu ine s 
and lo analyze op era tin g result . In 
addi1ion 1he repor1 should re flecl 
a compari on with prior period op· 
erati on and bud get d amounts. The 
dealer hould al o expect an age 
anal y i of acrount - r ce ivable 
mon1hly. and reflectin g the stalU s 
of 1he arcounl in act•o rdance with 
.he length of time they remain un­
ro ll ected. 

Wi1h a complete et of accoun1ing 
r cord a a foundation , th above, 
a• we ll a olher repo rt , ean b fur· 
nH1ed regularly for management 
purpo e . 

The , rvice deal r who expert to 
atta in hi sale and profil objertiv 
mu t be uppli ed with 1he informa­
lion he need to guide and direrl 
1he bu in s . ccounling reports, 
pr par d acrurat ly and promptly, I 
will accompli h this purpo e. 

SWEEPI NG STATEMENTS 

(Continued from Page 2, Column 2) 

to in ure flat output over 1he range 
\\ Cpl. 
Thr e chool of thought ex i I a 

lo 1he be I melhod of modula1ing 
or weeping 1he fr quenc : 

I. Reaelance 1ube swee1>. 
2. l\Iotor-driven cond n r we p . 
3. \ ' ibralor or voice-coil-d riven 

weep. 
The first l as us d in the R A 

lock 150 we p I u1iliz the fact 
1hat a tube plale circuit <·an be 

The 1h ird method. a utilized io 
RCA 1ypes l\11.)8 71 L video weep 
and T ' -818A and 11 -8242 uhf 

weep , i perhap the most reliabl e. 
A simpl e P I louds1>eake r I) pe 

medrnnism is u ed wi 1h a movable 
ronden e r plate or diaphragm at· 
Inched to th voice coil. This voice 
roi l i nergiz d with 60 cycle and 
1h resultan t mo1ion of the con­
d nser provide the frequency 
sw p. Wid1h of sweep i ea il y 
l'Ont ro ll ed and no vibrati on. com­
mulation. or ynchronizalion prob· 
lem ex i;,1. 

Oscilloscope Patterns 
made to look like a va riable capari- To in ure weep amplilude la· 
1or if it is shun1 ed acros an rf bili1 y, however. ii i e sential that 
lank circuit and if tank voling with 1he natural re onance of the voice-
90-degr e pha e hift is fed back to co il· conden e r assembly be well 
1h gr id. a" ay from 60 cydes or 120 cycle . 

To 1he tank sm·h a tube look;, A •P aking arqua intance at lea l 
like a condemer becau se th volt - wi1h old man Lissajou i e sential 
age lags 1he current by 90 degrees. lo undersland lhe lime pho e rela­
The e ffec li ve size of thi co nden e r. tion be1ween 1he weep generBl or 
henre the 1uning of the 1ank or fre- oulpul and 1he o cillo cope lrace. 
qu nry of the o ci llal or, i made to In orde r that th spot on 1he cope 
va ry by imply var) ing the ga in of ma y move in tep wi1h 1he fre· 
the 1ub or. as i the l'as in tock quenry rhange rate of 1he sweep 
150 S\• eep, applyin g 1h 60-cyc le generalor or, in other word , may 
line-vohage to 1he grid . produce a fixed pall rn or curve on 

lhe rope creen. e ilh r a nc·hro· 
This type weep ha the ad ,•an· nizin g pul se or actual sweep voltage 

lage of no moving parl no vibra- of proper pha;,e must be provided 
lion, no rommu1a1i on. and an easi l) by the weep unil. lllm,traled ore 
variable wid1h of weep, but hao response pauern of several com· 
1he disadvantage of limi1 ed wid1h binations of frequency-versu . cope 
of " eep ( till good for ampli tud · sweeps. 
modulated audio if and rf l. It ha a Lin ar or sa \\IOolh d fl r lion (as 
useful upper limit o f fr quen Y provided b the osci llosco pe ) wi th 
wept on 1he order of 10 Mc. any of the frequency weeps illu . 

The econd yslem employs a lrated will produce reversed adja­
motor-driven condenser or con- cent curves like ( I !30 ·cycle 
den r e ilher turnin g al ynchro· w p I, or r versed overln1>ping 
nou peed (as in R A stock 1591 1ra1·e l ike ( Y I ( 60-cycle weep ) 
or havin g a ynchro-puJ se or weep with more o r less non-I inea r hori­
genera tor mounled on 1he con- zontal ! frequency I cale. 
d n e r haft ( RCA TMV 128 l. Th rever eel overlapp in g trace i 

areful m chanica l con lruclion i sali fa clory where tha resonance 
required of uch a sweep. or vibra- cu rves ohserved are symmetrical 
lion, poor commulati on, worn bear- lefl lo ri ghl. lherwise. a commu­
ing . nd-p lny, and the like will re· toting devic can be provided to 
ult in a jittery trace. eliminate every second lrace. 
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A FINANCIAL CONTROL SYSTEM 
THROUGH ACCOUNTING 

By R. B. SAMPSON 

RCA Market Research Department 

RECORDS 

The service dealer who is alert to the risks of business failure 
will maintain strict financial control of his organization. The haz-
anis of operating a profitable business in the face of rapidly chang-
ing economic conditions and alert competition are well known to 
every service man. Adequate accounting records that supply ac-
curate up-to-date information on the financial status of the busi-
ness are a safeguard against failure. 

Already, rumblings of a business 
recession are being heard. There 
are many who predict early spring 
as the probable date. Others say 
surely sometime in 1947. The length 
and depth of the recession are also 
matters of conjecture among ex-
perts. What then, does this convey 
to the man engaged in operating a 
small business? What steps can be 
taken now to ride the deflationary 
wave to the boom period which, it 
is said, will follow? 
The alen service man will ask 

these questions now. He will do 
more. He will examine the state of 
his finances, the condition of his 
inventories, his outstanding com-
mitments, the liquidity of his re-
ceivables, sales potential and many 
other farts about his business. He 
needs accurate information on these 
subjects if the rough course ahead 
is to be successfully negotiated and, 
not only must they be known, but 
they must also be properly evalu-
ated and plans made accordingly. 
The question may also be asked 

—how can a service man keep up 
with these factors now when he is 
occupied with the job of filling 
orders in the face of short merchan-
dise supply and other innumerable 
day-to-day problems. The answer 
lies in the availability of records 
and reports which will quickly re-
veal the information which he must 
know to direct the business. 

Pulse of a Business 
It is a mistake to think of book-

keeping records as a sort of neces-
sary evil. Unfortunately, this feel-
ing does prevail in the minds of the 
uninitiated. The result is that all 
too often business men operate 
their businesses without the benefit 
of fact- revealing information on 
which to base their day-to-day de-
cisions and overall planning. A 
system of accounts and records em-
bracing every phase of the business 
can be a source of lively up4o-the-
minute news on its financial condi-
tion. Accounting is the pulse of the 
entire organization measuring the 
effect of yesterday's decisions in the 
light of today's knowledge. It can 
become the life blood of the busi-
ness or just some lifeless routine 
by which to determine profits or 
losses and to fulfill government in-
come tax requirements. 
The  forward  looking  service 

dealer will not relegate the facts of 
his business as revealed through 
records to a corner of the back 

room. He will bring them out in 
the open where they may be seen 
in the light of today's operations 
and become the basis for planning 
ahead. Properly kept records are 
the eyes and ears of the business— 
showing the necessity for stimulat-
ing sales on this or that product— 
reducing or increasing expenses 
when the need arises —detecting 
operating inefficiencies and finan-
cial leaks and forming a fountain 
of knowledge with regard to sales, 
stork turn, gross margin, expenses, 
profits, etc. 
Types of Business Forms 
Many service dealers must, of 

necessity, employ only pan-time 
help in maintaining their business 
records. Certainly, this is desirable 
where the amount of sales and 
profits does not justify employment 
of a full-time or part-time book-
keeper. Certain specific accounting 
information and reports should be 
available monthly and, if full value 
is to be received from these data. 
they must be prepared promptly 
and in a form by which they can 
be readily interpreted and under-
stood. 
What accounting reports should a 

service dealer expert from his book-
keeper? The least he should expect 
is (II a Statement of Financial Con-
dition and (2) an Operating State-
ment. The first report is commonly 
referred to as a Balance Sheet while 
the second is called a Profit and 
Loss  Statement.  These  reports 
should be prepared as of the close 
of business each month.  They 
should also be in sufficient detail 
to enable the dealer to quickly 
gauge the condition of the business 
and to analyze operating results. In 
addition, the reports should retied 
a comparison with prior period op-
erations and budgeted amounts. The 
dealer should also expect an age 
analysis of accounts — receivable 
monthly, and reflecting the status 
of the accounts in accordance with 
:he length of time they remain un-
collected. 
With a complete set of accounting 

records as a foundation, the above, 
as well as other reports, can be fur-
nished regularly for management 
purposes. 
The service dealer who expects to 

attain his sales and profit objectives 
must be supplied with the informa-
tion he needs to guide and direct 
the business. Accounting reports, 
prepared accurately and promptly, 
will accomplish this purpose. 

' SWEEPING STATEMENTS 

(Continued from Page 2. Column 2) 

to insure flat output over the range 
swept. 
Three schools of thought exist as 

to the best method of modulating 
or sweeping the frequency: 
L Reactance tube sweep. 
2. Motor-driven condenser sweep. 
3. Vibrator or voice-coil-driven 
sweep. 

The first (as used in the RCA 
Stock 150 Sweep I utilizes the fact 
that a tube plate circuit can be 
made to look like a variable capaci-
tor if it is shunted arrose an rf 
tank circuit and if tank voltage with 
90-degree phase shift it fed back to 
the grid. 
To the tank such a tube looks 

like a condenser because the volt-
age lags the current by 90 degrees. 
The effective size of this condenser, 
hence the tuning of the tank or fre-
quency of the oscillator, is made to 
vary by simply varying the gain of 
the tube or, as is the case in Stock 
150 sweep, applying the 60-cycle 
line-voltage to the grid. 

This type sweep has the advan-
tage of no moving parts—no vibra-
tion, no commutation, and an easily 
variable width of sweep, but has 
the disadvantage of limited width 
of sweep (still good for amplitude-
modulated audio if and rf 1.11 has • 
useful upper limit of frequency 
swept on the order of 10 Mc. 

The second system employs a 
motor-driven condenser or con-
densers either turning at synchro-
nous speed (as in RCA stock 159) 
or having a synchro-pulse or sweep 
generator mounted on the con-
denser shaft (RCA TMV 128A). 
Careful mechanical construction is 
required of such a sweep, or vibra-
tion, poor commutation, worn bear-
ings, end-play, and the like will re-
sult in a jittery trace. 

The third method, as utilized in 
RCA types MI-18711 video Sweep 
and TX-M8A and MI-8242 uhf 
Sweeps, is perhaps the most reliable. 
A simple PM loudspeaker type 

mechanism is used with a movable 
condenser plate or diaphragm at-
tached to the voice coil. This voice 
roil is energized with 60 cycles and 
the resultant motion of the con-
denser  provides  the  frequency 
sweep. Width of sweep is easily 
controlled and no vibration, com-
mutation. or synchronization prob-
lems exist. 

Oscilloscope Patterns 
To insure sweep amplitude sta-

bility, however, it is essential that 
the natural resonance of the voice-
coil - condenser assembly be well 
away from 60 cycles or 120 cycles. 
A speaking acquaintance at least 

with old man Lissajou is essential 
to understand the time phase rela-
tions between the sweep generator 
output and the oscilloscope trace. 
In order that the spot on the scope 
may move in step with the fre-
quenry change rate of the sweep 
generator or, in other words, may 
produce a fixed pattern or curve on 
the scope screen- either a synchro-
nizing pulse or actual sweep voltage 
of proper phase must be provided 
by the sweep unit. Illustrated are 
response patterns of several com-
binations of frequency-versus-scope 
sweeps. 
Linear or sawtooth deflection (as 

provided by the oscilloscope) with 
any of the frequency sweeps illus-
trated will produce reversed adja-
cent curves like (X)  (30 cycle 
sweep), or reversed overlapping 
traces like (Y) (60-cycle sweep) 
with more or less nonlinear hori-
zontal (frequency) scale. 
The reversed overlapping trace is 

satisfactory where the resonance 
turves observed are symmetrical 
left to right. Otherwise, a commu-
tating device can be provided to 
eliminate every second trace. 
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