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NOW... From the world-famous 

Engineering Laboratories of H. H. SCOTT 

THE 3.S.h aiEW 
STEREO TUNER/AMPLIFIER 

COMBINATION 
WITH NO COMPROMISE 

iiieeeQUALITY 
Until now the high fidelity enthusiast had to 

compromise if he wanted a combined stereo 

tuner/amplifier. There were none on the mar-

ket that performed as well as fine separate 

components. Now, after two years of intensive 

research and development, H. H. Scott intro-

duces the 399 . .. consisting of the famous 299 

40 watt stereo amplifier and the time-tested 

330D AM-FM stereo tuner wedded together 

on one compact chassis . . . a masterpiece of 
engineering design. 
The new 399 offers you many advantages. Its 
compact design gives exceptional flexibility in 
installation . . . it can be easily placed in exist-
ing furniture like an end table, buffet or room 
divider. Its design saves you money . . . the 
399 is less expensive than purchase of separate 
components. Its design centralizes all controls 
on one panel to simplify system operation. 

The NEW 399 Stereo Tuner/Amplifier combines the H. H. Scott 
299 Stereo Amplifier and 3309 Stereo Tuner on one compact chassis! 

This new design has all of these 
famous H. H. Scott features: 

• Third channel output 

• Separate tone controls on each channel 

• Record and tape equalization independent of tone controls 
• Convenient phase reverse switch on front panel 

• Same AM and FM front ends as used on famous H. H. Scott 
330D tuner 

• Complete switching facilities for tape recording and monitoring 

• Same 40 watt stereo amplifier as the 299 . . . more than 
enough power to drive inefficient speakers like the AR and 
KLH. Tested and proved in thousands of homes across America. 



Check for yourself... 
HERE ARE SOME OF THE FEATURES 
THAT MAKE THE 399 THE WORLD'S BEST 
STEREO TUNER/AMPLIFIER COMBINATION. 
1. Separate Silver-Sensitive FM Front End, heavily silver plated for 
maximum sensitivity and reliability. Meets all FCC radiation speci-
fications. 2. Highly sensitive, separate AM front-end, 3. Separate 
AM and FM professional tuning controls for precise station selec-
tion. 4. Wide-Band FM detector for distortion-free reception on all 
signals. 5. Separate tuning eyes for FM and AM. 6. New wide-range 
AM detector for high fidelity performance on AM stations. 7. Switch-
ing provisions for FM multiplex stereo or FM-FM stereo. 8. Pro-
vision for connecting a stereo phono cartridge and stereo tape 
heads or two phono cartridges. 9. D.C. Filament supply for preamp 
to virtually eliminate hum (80 db below full power output). 10. 
Separate record scratch and rumble filters. 11. 40 watt power 
stage consisting of dual 20 watt power amplifiers, to meet the 
requirements of today's speaker systems. 12. Phase 
reverse switch to compensate for improperly phased 
tape recordings or loudspeakers. 13. Third channel 
output. 14. Special switching lets you use your stereo 
pickup on monophonic records. 15. Completely 
separate Bass and Treble controls on each channel 
so that different speakers may be matched. 16. 
Special balancing circuit for quick and accurate 
volume balancing of both channels. 17. Tape moni-
tor switch. Specifications: FM sensitivity:2 microvolts 
for 20 db of quieting on 300 ohm antenna terminals 
(IHFM rating 2.5 µV.). FM detector bandwidth 2 mega-
cycles. Distortion (first order difference tone) less 
than 0.3%. 4, 8, and 16 ohm speaker outputs for 
each channel; Maximum Sensitivity: 3 millivolts for 
rated output. Frequency Response: 20 cps to 30,000 
cps with tone controls set flat. Harmonic Distortion: 
0.8% at full power output. Noise and Hum: Hum 
better than 80 db below full power output; noise 
equivalent to 10 microvolts on low level input. 
$399.95. Slightly higher west of Rockies. Accessory 
case extra. 

H.H. SCOTT 
H. H. Scott Inc. 111 Powdermill Road, Maynard, Mass. Dept. TN-10 

ATTENTION DEALERS! 

Because of the outstanding design and 
performance of the 399, and the exten-
sive advertising program starting soon 
there will be heavy demand for this 
unit. Be sure you order now to cover 
your requirements through January 1. 



Audio Aids 

Win Official 

School OK 

Audio electronic equipment has 
been endorsed as "absolutely essen-
tial" in the successful teaching of 
modern languages in classrooms. 
This endorsement of tape recorders 

and discs was made in a 366-page 
"Purchase Guide" compiled by the 
Council of Chief State School Of-
ficers. It is intended for use of state 
and local school authorities in pur-
chasing under the National Defense 
Education Act. 
Following publication of the Pur-

chase Guide, the Magnetic Record-
ing Industry Association pledged the 
industry's help in working with the 
schools in maintaining high stand-
ards in purchasing. It also promised 
to continue the development of elec-
tronic gear for language work. 

"The Council has done a remark-
able job in preparing this Guide," 
said Bernard Cousino, chairman of 
MRIA's education committee and 
president of Cousino Electronics 
Corp. "It is a pleasure for the mem-
bers of our organization in turn to 
give this definitive service docu-
ment our endorsement." 

He joined the Council in urging 
that teachers, administrators and 
school purchasing agents discourage 
routine purchasing of obsolete ma-
terials and apparatus. 

"There is a wealth of wonderful 
equipment available for teaching 
modern language courses to our 
young people, and the Guide has 
laid down specifications that will 
lead the teacher directly to it," Mr. 
Cousino said. 

In the introduction to the Purchase 
Guide, the Council said that rela-
tively few schools use electronic 
equipment in teaching foreign lan-
guages. Most continue to rely too 
greatly on the printed word, to use 
English, and to translate from the 
foreign language to English and back 
again, rather than to practice speak-
ing and thinking in the foreign lan-
guage itself. 

"The evidence strongly favors the 
new methods over the old," the 
Council concluded. 
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Toughest "Obstacle Course" proves 1960 Webcor 
Stereo-Diskchangers Today's Finest Performers! 

Brüel & Kjaer 

Leve/ Recorder— 

Used in conjunction with Frequency 
Analyzer to make a complete and 
accurate record of performance of 
Webcor Diskchangers ... such records 
as frequency vs. noise due to rumble 
and vibration—and frequency vs. out-
put are made readily available for 
analysis. 

Brüel & Kjaer 

Frequency Analyzer— 

Used to check energy distribution in 
the audio spectrum and to determine 
output vs. frequency of noise and 
rumble. 

Webcor employs the most sensitive instruments 
to analyze all possible sources of noise and rumble in 
Webcor Diskchangers. This careful surveillance assures 
you the most accurate performance and the highest 
quality possible. 

Above, for example, is a 1960 Webcor Imperial Stereo-
Diskchanger being tested on two special instruments 
imported from Denmark, in order to assure perfection 
of performance unmatched in the field. 

These are only two of the vast number of intricate 
tests to which Webcor sound equipment is subjected— 
all to guarantee the prideful statement that "Stereo 
Music Sounds Better on a Webcor." 

PARTS JOBBERS: 
Write —Webcor, Inc., 
5610 W. Bloomingdale, 
Chicago 39, Ill. 
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Dealers 
and Discounts 

by 
Paul 
Kind 

How much off? What kind of a break 
can I get? Here's where it starts... 
with the consumer. 
Where does it end? In confusion be-

tween list, net and discount prices. 
Manufacturers going two ways at once, 
making two lines (one for discount). A 
mad scramble among dealers caught up 
in an ever-present price war. And the 
bargain-hungry consumer who started 
it all disgruntled at rumors of bigger 
discounts than he got, at lack of service, 
at hi-fi in general. A sorry state of af-
fairs. What, if anything, can be done 
about it? 

At Thorens we sell turntables through 
franchised dealers exclusively. So do 
several others manufacturers of quality 
components. The franchised dealer is 
protected because no other dealer can 
sell these components and no franchised 
dealer must discount them. They are, in 
truth, one-price components. 

Does this kind of arrangement work? 
Well, our Thorens TD-124 turntable is 
selling as fast as we can get it out of 
the factory. The franchised dealers are 
happy. The customers are buying. 
Can this franchised dealer idea be ex-

tended? At present I am in touch with a 
number of leading manufacturers and 
dealers working on this specific prob-
lem. We are thinking of combining our 
efforts to bring the case for the one-
price component and franchised dealer 
before the public. We are interested in 
pointing out to the hi-fi consumer the 
advantages of quality components over 
console, packaged or pre-assembled 
units. Anyone interested, drop me a line. 
I'll bring you up to date. 9.12 

THOR§143 
SWISS MADE PRODUCTS 

MUSIC BOXES • HI-FI COMPONENTS 
SPRING-POWERED SHAVERS • LIGHTERS 

NEW HYDE PARK, NEW YORK 

Dealer aids 

Sonotone Cartridge Dispenser 
A new dispensing rack, with room 

for both stereo and mono cartridges 
plus needles, is being offered to 
dealers by the Sonotone Corp. It 
holds 35 cartridges and 29 jobber-
packaged needles. 

Brightly decorated in gold, white 
and blue, the dispenser will stand 
unsupported on a counter or fastened 
to a wall and is designed for stack-
ing. Space is provided for literature 
or price lists. 

A handy reference chart with 
Sonotone stereo cartridge replace-
ment data comes with the dispenser. 
This is a supplement to a new refer-
ence chart covering all replacement 
models. The complete chart lists all 
models on one side of the sheet and 
can be tacked to a wall or bin for 
easy reference. 

Acousti-Craft Manual 

A 40-page Dealers' Manual is 
being offered by Acousti-Craft. It 
contains specifications, ordering and 
selling information for every model 
of hi-fi furniture in the Acousti-
Craft line. 

The manual, in a 22-ring loose 
leaf binder, is planned as a continu-
ing merchandise service for dealers. 
Change notices and supplements, 
when necessary, and new pages cov-
ering additions to the line will be 
mailed to the user of each manual. 
The service makes it possible for 

the dealer to have available at all 
times complete and up-to-date in-
formation on Acousti-Craft prod-
ucts. 

Jensen Needle Kit 

TC•LACe YOUR Pr«.lawmen OTTOTT TOO,•• 
TO nowt TorokTeo... Toot:Neon TordlOWITOW 

BUY A NEW cf-- NEEDLE NOW! 

719 

71.91311 

M in 
Mit214221613 

iizzonce 

egredgegn meaddoesizi caszactimie 

itsomenzio act= hug diorite 

Jensen Industries has brought out 
the T-24 kit containing 24 of its 
three most popular needles. The two 
dozen needle packages are inserted 
into clear polyethelene bags mounted 
on a display board for hanging on 
the wall. An automatic signal jogs 
the dealer to replace the needle 
whenever a package is sold. 

The top of the display, in brilliant 

red, carries this message: "Replace 
your phonograph needle today to 
have scratch-free records tomorrow. 
Jensen needles protect your rec-

ords." 

The kit is offered to dealers at a 

special economy price, according to 

Mike Remund, Jensen sales man-
ager. 

Audiotex Display Rack 

Audiotex hi-fi accessories can be 

sold from a single location via self-
service display racks. 

According to Walter L. Schott. 

general manager of Audiotex. 
which is a division of GC-Text-
ron, Inc., specially designed racks 

are now available for mass distribu-

tion, free with dealer orders. 

A floor rack, large enough to han-

dle nearly all of the 150-item Audio-
tex line, is of wood and peg-board 
construction and is 6' high, 4' wide. 

(Continued on Page 54) 
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1! 1 "Spinet" Equipment Cabinet with 
B-500 "Spinet" Speakers for stereo. 

Urban Stereo Ensemble of B-302A 
Speakers with Equipment Cabinet. 

Proceial Equipment Cabinet with 
B-302.4 Provincial Speakers. 

Dante 
fet 

Vtlui Pat 
lit 64 

As a charming center for The Very Best in Sound, team your 

Bozak Speakers with a Bozak Equipment Cabinet of identical 
styling and craftsmanship. Roomy, well-ventilated accommoda-

tions for your choice of top-quality components include adjust-

able shelves for the tuner, control and power units ... space for 
turntable or changer with record-storage below .... front doors 

and removable backs for maximum convenience in installation 

and use. These features, plus the restrained good taste of design, 
make a Bozak ensemble the logical way to integrate the finest 
in sound re-creation with your own preference in décor. 
See a Bozak franchised dealer, or write today for literature. 

BOZAK • DARIEN • CONNECTICUT 
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Fairchild • • • 
is • • • • 

quiet • • 
• 

And we're prepared to prove it, or rather, to let you prove it to yourself. 

The photograph indicates the technique: a FAIRCHILD RUMBLE TESTER on the base of 
your record player or turntable, and the stylus resting on the tester coupling the 
pickup directly to the turntable. Start the motor, turn up the amplifier volume, and 
listen. Then try the same test on any FAIRCHILD Series 412 turntable. Your ears will 
be the judge. 

There are sound engineering reasons for the results . . . unique double-belt drive, 
Densite filled turntable, heavy hysteresis motor and precision workmanship throughout 
. . . but it's the result that's important — the absolute minimum of rumble that 
guarantees clean, perfect reproduction of everything on your records, plus wow and 
flutter figurés that surpass NARTB professional standards. 

These are specifications which will make your customers sit up and take notice. 
And the Rumble Tester is a powerful merchandising tool designed to provide a unique 
aural and visual demonstration of the Fairchild 412 turntable. It's an unusual and 
exciting idea, geared to bring customers into your store to see, to hear .... and to buy! 

Hi-Fi enthusiasts will read about this Rumble Tester promotion in Fairchild advertising 
appearing and scheduled to appear in. Audio, Hi Fi Review, High Fidelity, Saturday 
Review and other major consumer publications. Get ready to capitalize on the interest 
this campaign will generate. Get in touch with your Fairchild representative now or 
contact us directly. Learn all you'll need to know about the complete Fairchild line 
and also how to tie-in your own promotional efforts with Fairchild's powerful Rumble 
Tester campaign. 

FAIRCHILD RECORD NG EQUIPMENT CORPORATION 
10-40 45th Avenue Long Island City 1, New York 

Where to Find 
Exhibitors at 
New York Show 

Visitors to the New York High 
Fidelity Music Show will find ex-
hibitors in the following rooms. The 
first digit in each room number re-
fers to the floor (third, fourth, fifth 
and sixth) on which that room is 
located. 
The list, as compiled by the In-

stitute of High Fidelity Manufactur-
ers, was complete at press time. 

Acoustic Research  307 -343 

Acro Products   547 

Altec Lansing  642-644 

American Electr.   409 

Ampex Audio  339-340 

Apparatus Dey.   322 

Argus X-Electronics   333 

Arkay-Radio Kits   321 

Audio Devices   501 

Audio Fidelity  605-611 

Audio Magazine   404 

Audiocom, Inc.  503-504 

Audiogersh Corp.   447 

Audio-Tech Lab.   600 

Barker Sales   551 

Bell Sound Div.  402-403 

Belock Recording   646 

Bogen-Presto Co.  333-335 

R. T. Bozak Sales   349 

British Industries  430-433 

Capitol Records   407 

Cletron Inc.   532 

Conrac, Inc.   429 

Customode Furniture   602 

Dynaco, Inc.  502-524 

Dyna-Empire   622 

Electro-Sonic Lab.   515 

Electro-Voice   428 

Electronic Instru.  305-306 

Electrophono & Parts   416 

Ercona Corp.   302 

Fairchild Recording   446 

Ferrodynamics Corp.   344 

Fisher Radio Corp.  534-537 

General Electric   408 

Gernsbach Pub.   525 

Glaser-Steers   347 

Grado Labs.   345 

Gray Mfg.   553 

Harman-Kardon  633-635 

Heath Co.  538-539-540 

International Electr.   437 

Jensen Mfg.  308-309 

KLH Research   330 

(Continued on Page 8) 

6 HIGH FIDELITY TRADE NEWS OCTOBER, 1959 



General Electric 

10-day home 
trial offer! 

fi 
Hi5 

VR-22-7 with .7 mil diamond 
stylus. For professional arms and 
record changers, $24.95*. 
VR-22-5 (not shown) with .5 mil 
diamond stylus. For professional 
quality tone arms, $27.95*. 
*Manufacturer's suggested resale prices. 

Why is General Electric taking this unusual step? 

With so many claims and counter-claims about 
stereo cartridges clouding the air, the time is 
ripe for a bold, dramatic move to create cus-
tomer confidence. 
We believe that the place for your customers 

to evaluate a stereo cartridge is in the privacy 

How does 
it work? 

of their own homes, on their own equipment. 
We are certain that when they hear the new 
General Electric VII-22 under these condi-
tions. they will be thoroughly delighted with 
its performance. Do you know of any other 
manufacturer who dares to make such an offer? 

The customer purchases a General Electric VR-22-5 or VII-22-7 Stereo Cartridge and 
tries it out at home for ten days. If at the end of that period he is not completely satis-
fied, he brings it back and receives a full refund. Participating dealers will be reim-
bursed by General Electric. To get in on this history-making offer, which will be 
widely promoted in newspapers and magazines, write or phone your General Electric 
Hi-Fi District Sales Manager. Audio Components Product Section, Auburn, New York. 

GENERAL ELECTRIC 
OCTOBER, 1959 HIGH FIDELITY TRADE NEWS 7 



Trade Mark 

Prestige Audio Dealers 
such as .. . 
Henry Diehl Radio & TV Supply, Port Arthur, Tex. 

Trojan Sales, Los Angeles, California 

The D & R Radio Supply Co., Steubenville, Ohio 

Key Electronics, Arlington, Virginia 

carry RAPER Quality Loudspeaker Systems 

If you are a dealer in quality high fidelity components, 

but are not selling the WIER Line, may we suggest 

you contact your Frazier Sales Representative? 

• for the name of 
the rep in your 
area, write 

25 years in electro-acoustics 

RAVER 
International Electronics Corporation 
2649 BRENNER DRIVE, DALLAS 20, TEXAS 

The QUALITY 

background 

music 

Program Service 

Available on two, four, six and eight hour tapes for automatic playback on 
any model continuous tape player. 

Dealer inquiries invited for tape service for "on-premise" music systems. 

Wired music and FM multiplex franchises available. 

Write, wire or phone for full particulars. 

MAGNE-TRONICS 
Inc. 

49 WEST 45TH STREET 

NEW YORK 36. N. Y. 

CIRCLE 7-0210 

"MUSIC SOUNDS BEST ON TAPE" 

Where to Find 
Exhibitors at 
New York Show 

(Continued from Page 6) 

Klipsch & Assoc.   601 

J. B. Lansing Sound  528-529 

Lectronics of City Line   522 

London Records   510 

Lowther Sales   334 

Marantz Co.   325 

McIntosh Lab.   346 

Mercury Record   629 

Metzner Electr.   304 

Minnesota Mining & Mfg.   645 

Monic Co.   323 

Motorola  405-406 

Neshaminy Electr.  651-652 

Newcomb Audio   526 

North American Philips 627-628 

ORRadio Industries   445 

Paco Electr.   520 

Pentron Corp.   621 

Pickering & Co.   640 

Pilot Radio Corp.  438-439 

Precise Dey.   632 

Precision Electr.   552 

Reeves Soundcraft   441 

Rek-O-Kut Co.   328 

Rockbar Corp.  541-546 

Rockford Furniture   634 

Sargent-Rayment Co.   401 

H. H. Scott, Inc.  626-631 

Bert Semel Assoc.   326 

Sherwood Electr.   509 

Shure Bros.   623 

Sonotone Corp.  338-342 

Stephens Tru-Sonic   424 

Stromberg-Carlson  415-417 -419 

Superscope, Inc.   527 

Tandberg of America   341 

Tannoy (America) Limited  544 

Telectrosonic Corp.   650 

Thorens Co.   327 
Transistor Electr.   422 
Uher Tape Recorders  619 
Ultra Electronics   444 
United Audio   542 
University Loudspeakers .. .614-616 
V-M Corp.  638-639 
Vanguard Recording Society.... 507 
Warner Bros. Records   418 
Weathers Industries   348 
Webster Electric   301 

Wellcor, Inc.   500 
Westminster Recording  506-508 
Wollensak-Revere  318-316 
Ziff-Davis Publishing   442 
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REK-O-KUTSAUDAX 
they make wonderful music together! 
Rek-O-Kut STEREOTABLES! 
Each model shown is powered by the 
fabulous Rek-O-Kut hysteresis motor! 
Performance and prestige unmatched 

—in a variety of models for 
every need and budget. 

Audax Paraflex Speaker Systems !* 
Designed and manufactured by Audax, 

division of the Rek-O-Kut Co.— 
the newest, most advanced speakers 

of the year—featuring Paraflex Foam 
Suspension for "natural sound"— 

removable, 3-dimensional Dynel 
Acoustiscreen grille and 

many other innovations! 
* Pat. App. For 

N-33H StereoTable-331/2  single 
speed. belt-driven. $69.95 

B-12GH StereoTable — 3 speeds 
(331/3-45-78) with deluxe fea-
tures. $99.95 

World's Largest Selling Tonearm: 
S-I20, 12" Stereo Tonearm, $27.95 NI 
S-160, 16" Stereo Tonearm, $30.95 

K-33H StereoTable in Kit Form-
33 1 single speed. Assembles in 
30 minutes or less. $49.95 

Two speed StereoTables—L-34H, 
331/2  and 45 rpm. L-37H, 331/2  
and 78 rpm. $79.95 

Audax CA-80 Speaker System, 
12" x 12" x 24", oiled finish 
walnut on 4 sides. $99.95 

Audax CA-100 Speaker System. 
15" x 12" x 25", oiled finish 
walnut on 4 sides. $139.95 

Bases from $8.95 Famous Industrial desIgner. George Nelson. shown above. styled the Incomparable STEREOTABLES and Audaz Speaker Systems. 

Win an all-expense-paid vacation in Nassau — 1 full week! 
Everybody can win! Watch your mail — 

or contact your Rek-O-Kut or Audax Representative 
Rek-O-Kut Co., 38-19 108th St., Corona 68, N. Y. • Export:Morhan Exporting Corp., 458 Broadway, N. Y. 13 • Canada: Atlas Radio Corp., 50 Wingold Ave Toronto 19 e.‘ 
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As We Go To Press 
Consumers Union has done it again. 

October issue of Consumer Reports will tell readers what's "acceptable" 

and "not acceptable" in turntables, record players and changers. As 

usual, CU uses its own measurements standards; as usual many readers 

will take report as Gospel. They will be trooping into your store demand-

ing equipment with high CU rating. Many know so little about hi-fi, they 

will merely point to the item in the magazine and say "I want this. 

By all means, service their requests--if you believe this is the equipment 

they should have. But don't let Consumers Union run your business! 

If you do... if you stock only the check-rated items despite your own ex-

perience and your own convictions and just sit behind your counter taking 

whatever orders come in... you are putting yourself in the category of the 

grocery clerk or the discount house operator. You are selling our entire 

industry down the river along with your own high level of professional 

integrity and knowledge of quality sound and electronics. And you're doing 

so needlessly. 

Suppose the customer does come in demanding Brand A as the result of the 

report in Consumer. Check with him on his other equipment. Does Brand 

A fit in with it? Talk to him about his record-playing habits, the type of 

records he listens to. Should he have a turntable instead of a player or 

changer or vice-versa? If at this point, you feel Brand A is a wise dhoice 

for him--sell it to him. 

But if you think Brand B better suits his needs and you know from experience 

of the quality and satisfaction produced by B--regardless of its CU rating--

explain how you feel and why. Explain that it would be easier for you to sell 

him A since he already is pre-sold--that, in effect, you will sell him A if 

he still demands it--but that you sincerely feel Brand B is the better buy for 

him. 

This will take a few extra minutes of time. Some customers may even feel 

that you are trying to switch them for the sake of a greater profit margin. 
However, in the end, this approach cannot help but gain greater respect for 

you and increased prestige for your store. It will build the confidence that 

leads to greater future sales and will help in the much-needed stabilization 

of our industry. And beyond that, you, not Consumers Union will be running 

your store. 

Straw in the wind for coming season is Houston Hi -Fi Show at Shamrock-

Hilton Hotel last month. Record 14, 000 attendance, dealers' report of 
increased sales following show, manufacturers' comments indicate big 

Fall hi-fi season ahead. Most encouraging indication: show visitors 

seemed much better informed on stereo than in past. 

Masters (leading East Coast discounter) devotes 10 pages to components 

in Fall-Winter catalog. Pri-ces quoted appear to be regular audio-phile 
net. Discounting occurs on total price of suggested systems... 20% on 

average. 



from the audio research center of the world 

THE NEW 

LINE OF oi'e/oo® 
LOUDSPEAKERS 

(i twiiig new VOCCOINGJILWIIII //weds 

(30% more powerful than (Ilnico) 

This new line of 5" to 12" loudspeakers is designed to match the 

quality requirements of the discr minating music lover ... at a surpris-

ingly moderate price. The world's greatest buys on the basis of listen-

ing quality, the T-7 series incorporates voice coil magnets of Ticonal-7 

steel, the most powerful of modern magnet alloys, for maximum effi-

ciency and damping .. . dual cones for wide frequency response... 

constant impedance resulting in an extremely straight response curve 

. . . longer effective air-gaps and extra high flux density to provide 

exceptional transient response and to eliminate ringing and overshoot. 

Power Frequency 
(sentis) Impedance Effiriency Total Flux Flux Density Response Audiophile 

Model Size Continuous Peak (ohms) at 400 cps (Maxwells) (gauss) ((Ps) Net 

AD.5277/4 12" 20 30 8 14% 13(000 11,000 35.18,000 $77.50 

AD. 4277M 12" 20 30 8 7% 98,000 8,000 35.18,000 39.00 

AD-4877M 8" 6 10 4-6 10% 58,300 13,000 50-20,000 26.00 

A13.3800M 8" 6 10 4-6 6% 26,200 11,000 75.19,000 9.90 

AD 3500M 5" 3 5 4-6 4% 26,200 11,000 130.19,000 8.34 

AD 3690M 6.9" 6 9 46 5.5% 26,200 11,000 70.18,000 7.95 

AD 2690M 6,9" 6 9 4-6 2.5% 15,200 8,500 70.16,000 6.75  

Aloreko 'EXHIBITION' SPEAKER ENCLOSURES 
Accustically designed to achieve moderate size with-
out loss of bass response or wideness of dispersion. 
Perfectly matched for the bass response of the 
NORELCO T-7 speakers . .. ideal for most quality 8" 
to 12" speakers. Available in three sizes in hand. 
rubbed Mahogany, Walnut, Blond or Cherry finishes. 
Specifications: The "Rembrandt," (26" x 21 1/2" x 
171/4 " deep) Walnut or Cherry $99.50; Blond $94.95; 
Mahogany $91.00. The "Van Gogh," (233/4" x 133/4" 
x 11 3/4" deep') Walnut or Cherry $59.95; Blond 
$55.50; Mahogany $51.00. The "Vermeer," (181/2" x 
12" x 8-15/16" deep') Walnut or Cherry $35.00; 
Blond $33.25; Mahogany $31.00. *May be placed 

horizontally or vertically,. ...also nee from oteko 
The "HAGUE"; Completely integrated quality speaker 
system. Two high-efficiency T-7 loudspeakers in an 
acoustically matched enclosure. Designed for opti-
mum dispersion . . . maximum efficiency . . . ex-
tremely wide-range, flat response. 26" x 21 1/2" x 
171/4 " deep. Walnut or Cherry $159.95; Blond $154.95; 
Mahogany $149.95. 

NORTH AMERICAN PHILIPS CO., INC. 
High Fidelity Products Dirisigh 

230 DUFFY AVENUE, HICKSVILLE, L. I., N. Y. 

Developed 
and 

Guild-era fled 

i 1»-
ur Ihr-

Netherla NEW... 
professional 
rigid frame 
construction 

AD-3800M 

NEW... 
5-way binding posts 

NEW .. . 
Ticonal-7 
alloy 
magnet 

NEW... 
Standard E.I.A. 
mounting holes 

AD.2690M 

AD-4877M 

AD-3500M 
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LOUDSPEAKERS YOU SHOULD 

This Advertisement Will 
Appear in Jensen's 

Fall Consumer Magazine 
Advertising Program 

STEREO 

IS 
Sri ING 

BETTER 

IR-10U 
UNFINISHED 
$89.50 

WITH 
NEW 

"RIXAllt" 

WOOillt 

>11 of the loudspeakers 
above have the new 
FLEXAIR woofer . . . . a 
Jensen development for 
better speaker performance. 

We'll prove to you that Jensen DUETTE 
and TRI-ETTE are better engineered . . . 
better performing. Write for free reprint 
of published engineering paper "Im-
provement in Air Suspension Speaker 
Enclosure with Tube Venting." 

the air suspension principle brought to peak performance 

with FLEXAIR* high-compliance moving system and 

BASS-SUPERFLEX* advanced enclosure acoustics 

TR-10 TRI-ETTE* 3-Way Speaker System 
Compare the Jensen TRI-ETTE with any bookshelf speaker 
and let your own ears tell you the reason for its rocketing 
popularity . . . it sounds better! It's what you'd expect 
from advanced Jensen engineering that begins where others 
leave off. Efficient . . . needs only a 10-watt amplifier. 
Handsome, too, in graceful contemporary design with fine 
woods. And there's an economical unfinished model for 
utility and build-in use. 

DF-1 DUETTE 2-Way Speaker System 
Here is a new high point in speaker value made possible by 
another Jensen first . . . an entirely new and different high-
compliance 8" woofer able to move more than twice as 
far as previously available units. An excellent solution for 
high quality stereo sound at minimum cost. New un-
finished utility model to wood finish or paint as you choose. 

denàen MANUFACTURING COMPANY 
6601 S. Laramie Avenue • Chicago 38, Illinois 

or ri.r MUTER co. / In Canada: Renfrew Electric Co., Ltd., Toronto 
In Mexico: Radios Y Television, SA., Mexico DF 

TR-10 
TRI-ETTE 
$119.50 

DF-1U 
UNFINISHED 
$59.95 

WRITE FOR 
BROCHURE KP 

DF-1 
DUETTE 
$79.50 

.T.M 
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--eenee-- BE PREPAREDm  

FOR THE w 
BIGGEST BOOM 
IN HIGH 
FIDELITY 
HISTORY! 

eI" 

NOW IS THE TIME TO CHECK YOUR STOCK ON THE TELECTRO SERIES 900 

Now .... when the newly awakened interest in tape is 
climbing to a peak! 
It's like money in the bank! Every Telectro tape deck 

on your shelf is a sure source of fast, full profit. 
That's because Telectro, and ONLY TELECTRO 
offers your customer THE QUALITY HE DEMANDS 

AT THE PRICE HE WANTS TO PAY. Telectro's vast 

experience in the development of tape instrumenta-

tion, in the design and production of broadcast 
equipment, in producing best-selling instruments for 
the home, reaches a peak in the new Series 900 

stereo tape decks. 
Packed with features, untouchable in quality by tape 
decks well above their price range, The Telectro 
series 900 offers you a golden opportunity to cash 
in on the biggest boom in high fidelity history... 
stereo tape recording! 

TELECTRO SERIES 900 PRICES 
START AT ONLY 89.95 

FEATURES YOU CAN DEMONSTRATE AND SELL 
• Stereo and monaural record/playback IN 4-track heads 
• 3-speed operation • interchangeable head assemblies 
a unique pushbutton controls • solenoid-operated auto-
matic shut-off • digital tape counter • professional-type 
pushbutton interlock.., and many others! Write for the full 
story on all five models in the Telectro Series 900 TODAY! 

STEREO TAPE DECKS 

EVERY TELECTRO SALE LEADS TO ANOTHER! 
Every time you sell a Telectro tape deck, you create a 
customer for a Telectro design-mated tape preamplifier. 
Feature Telectro pre-
amplifiers alongside Tel-
ectro tape decks, and see 
the difference they make 
in your sales picture. 

4ELECTRO 
a product of TELECTROSONIC Corporation, 35-18 - 37th Street, Long Island City 1, N. Y. Dept. HT-10 
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GELOSO 
DYNAMIC MIKES 

tooe 

M62-M63 

$48 Li" 

M60 M61 

BROADCAST QUALITY! 
$60 List 

LOWEST-PRICED FOR 
VOLUME SALES! 

M60-M61 
;60 List 

M62-M63 

$48 List 

tr-u  

Frequency response: 60 - 14,000 cps. r 

L,un[U_i_i H4 W1-
• • Engineered and built to 

highest precision standards 

by Geloso of Milan, Italy — 
Europe's largest integrated 

electronics manufacturer. 

• Attractively, protectively 
packaged in high-impact 

plastic Jewel Box cases. 

• Advertised nationally to 

your customers. 

• Full discount to distributors. 

• Get profit-making details 

by mailing coupon now. 

FREE MIKE 
with every dozen ordered 

before Oct. 31, 1959 

AMERICAN CELOSO ELECTRONICS, Inc. 
; Dept. 38 

2511 Park Ave. South, New York 10, N.Y. 
Please story on Delos P ° 
Dy  

Name  

I Address   

I City State  

Industry Unit 
Continues Study 
Of On-Air Stereo 

Progress toward establishing 
standards for compatible stereo 
broadcasting was reported last month 
by the System Specifications Panel 
of the National Stereophonic Radio 
Committee. 

The committee was formed earlier 
this year by the Electronic Indus-
tries Association to study methods 
of broadcasting stereo sound by 
AM, FM and TV stations. 

Activities of the System Specifica-
tions Panel include: 

I. FM-FM study—Murray Crosby, 
of Crosby Laboratories, agreed to set 
up tests in collaboration with Harold 
Parker, of Calbest Electronics, and 
William N. Halstead, of Multiplex 
Services Corp., to determine (a) the 
minimum bandwidth required for 
good stereo broadcasting and (b) 
the optimum compromise bandwidth 
for combined stereo and background 
music broadcast. 

2. FM-AM study—It appears that at 
this time the best signal-to-noise 
ratio for this system is given by 
systems using suppressed carrier 
amplitude modulation. This applies 
to six system proposals. It does not 
apply to one other which does not 
suppress the carrier but would re-
sult in an appreciably simpler stereo 
receiver. The evaluation of relative 
receiver complexity for these sys-
tems will be made by the Receiver 
Panel 

3. Evaluation of FM-FM vs. FM-AM 
systems—Bruce T. Bogert, of Bell 
Laboratories, and 
of Motorola, head 
group to evaluate 
basis the relative 
AM subearrier for 
casting. 

Norman Parker, 
a separate study 
on a theoretical 
merit of FM or 
FM stereo broad-

System Specifications is one of six 
panels. Its staff of industry experts 
are considering system proposals 
for compatible stereo broadcasting 
and identifying the technical issues 
in these proposals in order to formu-
late a consistent set of transmission 
specifications for each form of 
broadcasting. It will also seek to 
provide an overall evaluation of the 
system performance implied in the 
specifications. 

you can 
sell the 

BLONDER 
TONGUE 

AUDIO BATON 

to every customer 
who now owns a 
hi-fi system (mono 
or stereo). Makes 
even the finest 
system sound better. 

Pitu 
gunumens _........ 

•  . and, • 
le -11 

Brings out the 
best in PA and re-
cording systems. 
Provides fingertip 

control of the full 
orchestral range... 
octave by octave. 
Your plus sale for 
'59. Only 119.95 

Dept. HFN-10 

BLONDER-TONGUE LABS, INC. 

9 Ailing St., Newark 2, New Jersey 

hi-fi components • UHF converters • master TV 
systems • industrial TV cameras • FM-AM radios 
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maybe your cusIomers have 
seen such qualify bui never ai such low prices! 

STEREO COMPONENTS 

• 

• 

from one of America's leading independent producers of phonographs, 

a pioneer in stereo phonographs —a new exciting 

line of stereo components packed with features that spell quality and 

priced to cut through the high stereo cost barrier. 

Dept. NET-10 

• •• ••...• 

• .• 

• 

.• .• .• .•...•...• 

• • • • • •• 

SONIC CUSTOM-CRAFT S-100 — 
10 Watt Stereo Amplifier provides 10 watts 
of undistorted power. • 10 watts output, 
dual 5 watt amplifier —20 watt peak, 50 to 15,000 
cps • 4 inputs for stereo/mono • separate 
volume and tone controls for each channel • 
selection — FM/AM tuner, phono (crystal or ceramic 
cartridge). 

Audiophile net includes enclosure, $34.95. 

SONIC CUSTOM-CRAFT S-400 — 40 Watt Stereo 
Amplifier Transistorized Preamp. Powerful, push-pull, 
negative feedback•amplifier and transistorized 
preamp. Exclusive Sonic Stereo Monitor, a 
precision meter, tells at a glance when channels 
are balanced • 40 watts output, dual 20 watt 
amplifier — 80 watts peak • 20 to 20,000 cps 
-± .5 db • 8 inputs — ceramic, crystal and magnetic 
cartridge, radio, tape • provision for 3-speaker 
channel operation • full function selection — tuner, 
tape, phono, test signal • separate controls — 
loudness-contour, tandem bass, tandem treble, 
channel reverse, stereo/mono switch. 

Audiophile net includes enclosure, $99.95. 

SONIC CUSTOM-CRAFT 19 — FM/AM Tuner — 
Super-sensitive tuner features drift-free performance. 
• High sensitivity-FM, Si y for 30db quieting, 
AM, 200 gy per meter for 20db signal-to-noise ratio 
• less than 11/2 % harmonic at rated output; 
less than 2% IM • switch for AM, FM, FM(AFC) • 
handsome mahogany cabinet, slight extra cost. 

Audiophile net, $79.95. 

SONIC CUSTOM-CRAFT S-200 12 Watt Stereo 
Amplifier — Powerful stereo amplifier. 
• 12 watts outriut, dual 6 watt amplifier — 24 watts 
peak • 50 to 15,000 cps -±- 1.5db • separate 
controls-balance, loudness-contour, channel reverse, 
tandem bass, tandem treble, tandem volume 
• stereo balance signal • stereo/mono switch • 
6 inputs (stereo or mono ceramic, crystal cartridge; 
stereo or mono — radio, tape). 

Audiophile net includes enclosure, $49.95. 

Sonic gives you the support that spells traffic and jingling 
cash registers — a hard hitting ad program in all leading 
hi-fi magazines: High Fidelity, Hi -Fi Review, Electronic World, 

Radio Electronics, Popular Electronics, Electronics Illustrated, 
Esquire, Playboy and others. Plus colorful literature, 
ad mats, window streamers, etc. 

•— 

Get the full details on a Sonic franchise today. Wire, write, phone 

SONIC INDUSTRIES, INC. • 19 WILBUR STREET • LYNBROOK, N. Y. 
Sales reps, some territories open — contact Dave Fisher 

• • •••••••••••••••••••••••••• 

• 
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The AMERICANA The COLONIAL 

STYLED 
FOR 

STEREO 
in a tropical contemporary mood 

2400 TE 2412 T(H)SD 

TnE 

TANGANYIKA 
STEREO ENSEMBLE 

Whether the mood of the decor reflects exotic tropical charm or the feeling 
of uncluttered contemporary livability or perhaps even the warm settled look 
of the New England farmhouse, there is an Acousti-Craft styling which will make 
itself right at home. Folks love stereo ... and will have it, but they are demanding that 
it look as good as it sounds! 

The SAMOAN The CAPRI The HERITAGE 

lefi!)e )/1'011;-( 

(Íi',V\\' 11•,' };(.1.¡ 

The WILLIAMSBURG 

The STOCKHOLM - The RADCLIFF 

DISPLAY ACOUSTI-GRAFT .7-1111 IIIRNUITRE 
AND YOU'LL SELL MORE STEREO." 

OU S T - (11Z .‘ 14"1` A DIVISION OF CREATIVE PRODUCTS. INC. 

14122 AETNA STREET VAN NUYS. CALIFORNIA 
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ft 
The year MORE 
people will learn_iie 

more about components 

The high fidelity industry will introduce the concept of components 
to more people in 1960 than have ever been reached before, a 
HIGH FIDELITY TRADE NEWS market study reveals. 

Although a true mass market probably will not be achieved, most 
people in the upper and middle income brackets will read and hear 
the components message. 
A check of leading manufacturers shows that most plan increased 

advertising budgets, with some raising their appropriations as much 
as 50 percent. 

A good portion of the additional 
appropriations will be used to run 
ads in Sunday supplements and 
class magazines where they will be 
seen by many people besides audio-
philes. Advertising also will be con-
tinued, and in some cases expanded, 
in "hard-core" consumer media. 

Coinciding with this broadened 
advertising coverage is the trend 
among various dealers in large cities 
toward placing components in traffic 
locations. (See Korvette and Hud-
son-Masters stories in September 
HFTN and Kierulff-Cliff Swanson 
story on page 31 of this issue.) 
The display of components in de-

partments of larger stores will cause 
them to be seen by large numbers of 
non-audiophiles. Many industry ob-
servers believe this exposure of 
components may create new cus-

tomers for all dealers. 

A third trend which should popu-
larize components is the one incor-
porated into the theme of this 
month's New York High Fidelity 
Music Show: "Decorate Your Home 
With Music." 

Increased attention to furniture 
for housing components will make 
them more acceptable to a section 
of the public, particularly women, 

who "don't want their living rooms 
cluttered up with wires." 

Individual components, too, are 
being made more attractive, so that 
a hi-fi system, whether in furniture 
or not, now appeals to the eye as 
well as the ear. (See July HFTN for 
a full discussion of developments 
in hi-fi furniture.) 
The "eye-appeal" theme will be 

used by some components manufac-
turers in their class magazine and 
Sunday supplement advertising. 
Readers of these publications will 

also be sold on the fact that com-
ponents are simple to operate and 
that they do not have to be elec-
tronic technicians to enjoy true high 
fidelity. 
A number of manufacturers are 

making more money available for 
cooperative advertising, tying the 

(Continued on Page 34) 

WHAT DOES IT MEAN TO YOU? 
New customers are being created who, unlike existing audiophiles, 

do not have a hi-fi home. Get them into YOUR store with consistent 
and strong advertising techniques. 
To bone up on basic advertising techniques, read the series of ar-

ticles in this issue. 
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Making the most 
newspaper 

by Ted Henke 
Newspaper advertising is expen-

sive, so your ad must do an effective 
selling job if you hope to get your 
money's worth. 

Few retail high fidelity ads are 
really effective. Why? 

The fault lies with the dealer. 
Sometimes he tries to say too much 
in the space, and sometimes too 
little. 

Few dealers can afford large space 
or expensive art. Desirable as these 
are, they are not essential to create 
an ad that will do an effective job 
of pulling people into your store. 

A short message, stating suc-

cinctly why customers should come 
to your store, can be more effective 
than a long string of words saying 
the same thing, but less clearly. 
Or you can highlight the pleasures 

of hi-fi in a few words. Both these 
points were covered in a small space 
ad for Joe Minor's Berkeley Custom 
Electronics, Berkeley, Calif., in the 
San Francisco Chronicle. His ad 
pointed out that "it's fun and it's 
easy to choose your component stereo 
music system" at his shop because 
"experts in acoustics and elec-
tronics, with the aid of electronic 
instrumentation, take full respon-
sibility for the technical side." 
This ad reassures the non-

lies fun 
de It's Easy - - to choose )our "component" 

:TFIIVO MUSIC SYSTEM at 

it Berkeley Cl'STO \I Eller routes 
4 

Joe Ilinois 

11..e offer the  'best deal" of all . . . full musical per 
formance in your home, to your satisfaction! 
E.perts in acoustics and eleetr tttt ; ttt mid; the aitl of 

le. electronic. instrumentation., take full responsibility 
for the tee' ttt i t •al sitle—You ran relax! 

II !anther •'ort front a simple jtttt k-sheff type pima°. 
graph at .e175 or a complete betill-irt.4'11810,511 job 4 

4 .751). an, h ho n appoint:1i 

--
t.• 

technical consumer who wants good 
sound reproduction, but is afraid 
that componentry is too complex. 
Compare it with another dealer's 

ad in the same issue of the Chron-
icle which proclaimed: "Hi-strung 
hi-fi bugs extend decibels to the 
supersonic limit with records and 
tapes from (store name)." Admit-
tedly, it's an attention-getting 
shocker which might sell a few items 
to the faddists, but it's likely to 
alienate the true audiophile and 
absolutely scare away the non-
technical consumer. 
Most dealer ads fall somewhere in 

between. There's nothing terribly 
wrong with them, except that they 
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of your 
ads 

are dull. Being dull, they probably 
won't be read. And if they are read, 
there is nothing in them that will 
induce the reader to go to the store 
and buy! 

This unfortunately is true of many 
ads financed in part or in whole by 
manufacturers' cooperative allow-
ances. Too often the ad is divided 
into uninspiring rectangles, each 
with a cut of the product with in-
complete specifications in too-small 
type. 

Instead of running an ad merely 
to collect co-op money, the dealer 
with some ingenuity and no extra 
expense can turn the same material 
into something exciting, like the 
Magnetic Recorders Co. ad repro-
duced on this page. 

Dullness is not the only evil per-
petrated on manufacturers' material. 
The art work for an amplifier kit 
was designed to show how simple it 
was to assemble, but a Los Angeles 
dealer crowded it with small type 
and heavy black borders so that the 
visual effect of the whole ad was one 
of confusion, instead of simplicity. 
There are no rules which, if fol-

lowed to the letter, insure a good 
newspaper ad. If there were, all ads 
would be uniformly "good." In fact, 
they would all look practically iden-
tical and, therefore, have no real 
value. 
A little thought and ingenuity, 

however, will help you to create 
better ads. If you do not have an 
advertising agency, the space sales-
man for the newspaper will be glad 
to help you prepare copy and layout 
for the ad. 

Magnetic Recorders Co. ad (right) 
creates excitement. Good and bad 
use of small space are shown in ads 
on opposite page. 

DON'T MISS THEM! 
Alr. Woofer and Miss Tweeter-

"Living Stereo 
Will be at Magnetic Recorders 

Company, 570 Market St., every 
day until 8 P.M. 

You'll see "Living Stereo," an amazing demon-

stration of stereophonic sound reproduction. 

Two people linked electronically move about 

at will, using the Midgetape, the world's finest 

most compact portable tape recorder; the 

world's only portable stereo system. 

DON; MISS IT! 
New! Mohawk Midgetape Chief 400 

See and hear the Mohawk Midgetape Chief 400 all transistor battery 
operated, portable tape recorder, as well as the Model 300 and 500. 
So compact it fits in your hand. So useful that professional and busi-
ness men, educators and scientists, students, as well as television pro-
ducers and musicians use it at work and as a hobby. Used everywhere--
anywhere. 

• Push button control to record or play back 
• Up to 1' 2 hours of tape on a single automatic cartridge 
• Tape loads quickly 

• Full range of accessories for every use 

DON'T MISS IT! 
New! Tandberg Stereo Tape Recorder 
& Playback 
One of the most complete tape recorders on the market. Qual-
ity for the discriminating hobbyist as well as the electronic 
expert. 

• Records up to 17 1/2  hours of music on one tape 
• Records 4 tracks, one at a time (monaural) or two at a 

time stereo) 
• Response 30 to 20.000 cycles 
• Two matching amplifier systems 
• Three speeds (178, 33.4 and 71/2  / 
• Automatic tape stop 

DON'T MISS IT! 
New! The Ampex 351 Professional Model 
Tape Recorder & Playback Now with 2 Channels 

The Ampex 351 sets the highest standard in professional tap• recording 
performance. 

• New! etched circuits 
• New! 2 channels for stereo (optional) 
• New! remote control (optional) 
• All speeds, 15. 71/2  or 71/2 , 3 3:4 
• Instant action ... to full speed in less than 1 /10 sea. 
• 2 amplifiers 

1 - 1200 ft. ($2.90) High Fidelity tape $1.20 with this ad. 
Free parking at Stevenson Place Garage with $3.00 purchase. 
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Dealer Catalogs 
A POSITIVE SELLING TOOL 

One of the fastest growing fea-
tures of high fidelity selling is a 
"dealer's own" catalog, in which 
units of all manufacturers handled 
by the dealer are shown with ex-
tended technical descriptions. 
A few years back, a dealer catalog 

was considered a bit of a luxury, a 
specialized prestige item used by the 
larger dealers mainly as part of their 
promotion effort. It had fine advan-
tages, of course, but the information 
was all available in the manufac-
turer's own literature, complete with 
four-color illustrations that no one 
could afford to use in a general 
catalog. For the majority of dealers, 
duplicating the manufacturer's liter-
ature in a catalog involved an in-
vestment that was best used in any 
number of other directions. 
However, at all recent industry 

trade shows the firms specializing in 
the preparation of catalogs for deal-
ers in high fidelity have reported a 
tremendous increase in business. 
Dealers of every description, from 
all parts of the country, are order-
ing their own general catalogs. 

Evidently a dealer catalog has far 
more value today as a vital selling 
tool than it had some years ago. To 
find out why so many dealers are 
willing to make the considerable 
investment required, HFTN inter-
viewed several who do use catalogs. 
We found three main classes of 

catalog use. 
The first can be described quickly 

because it applies to a relatively 

small group of very large dealers. 
These are the nationally-known 
houses that sell largely, if not 
mainly, by mail. To a mail house, a 
catalog is the major selling tool. 
This method of selling is a long-
established American institution that 
needs no general description here. 
The general make-up of the cata-

log used by the huge mail houses is 
entirely different from that appro-
priate for a dealer who sells mainly 
over the counter. In a mail-house 
catalog, promotional copy is the 
major attraction. Items are given 
large space, with heavy selling copy 
and big headlines, or reduced to 
small listing, depending on how 
heavily they "draw" during each 
period. It's been known for decades 
that in mail selling, you can greatly 
increase the sales of "hot" items 
with promotion effort, but you can't 
do much for weaker items. 
The big mail houses put out their 

catalogs in quantities counted in the 
millions. Usually, they want very 
close control over copy, arrange-
ment, quantities, so they maintain 
large catalog departments of their 
own and make the catalogs them-
selves. Inexpensive printing proc-
esses and paper are used so that unit 
costs are low, particularly with the 
extremely large quantities printed. 
Unit cost is reputed to range from 
a few cents up to about twenty 
cents, at most mail houses. There 
are, of course, a few exceptions to 
this rule in the form of mail-house 

edà, 

catalogs on heavy paper, with elab-
orate illustrations. 
The second main class of catalog 

users is made up of the high fidelity 
dealers who are also distributors of 
all kinds of electronic equipment 
and parts, largely over the counter. 
For them and their customers, a 
complete catalog is an indispensable 
reference sources, and an enormous 
saver of time. 

If a customer wants 10 transform-
ers, or a half-dozen electrolytic con-
densers, or a tape recorder, or an 
outdoor loudspeaker, the quickest 
way for him to find what he wants 
and how much it costs is to look it 
up in the catalog. At the other end, 
the dealer's salesmen save an equal 
amount of time when a customer 
calls in for any item. In fact, the 
time saved in the selling department 
is considered by many dealers to be 
worth the cost of the catalog,. 

Parts distributors without large 
mail operations naturally use much 
smaller quantities of catalogs than 
do the big mail houses. Their dis-
tribution of catalogs is not broadside 
to whole areas, as it is with the mail 
houses, but rather to their customer 
list. As one such dealer put it, "we 

(Continued on Next Page) 
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give our catalog to anyone who asks 
for it, in addition to mailing it to all 
of our regular customers." 
A catalog is more than a time 

saver for the over-the-counter man, 
however. For him, too, it is a posi-
tive selling tool. At the counter, the 
salesman can show the customer a 
full description of the items he is 
trying to sell. Seeing the whole 
story in print, the customer finds his 
ideas gained from the verbal de-
scription strongly reinforced. 
Everybody knows, too, that a cus-

tomer who can study a catalog be-
fore he comes into the shop is partly 
or wholly sold already. Most of his 
questions are answered in advance 
by the catalog description. He has a 
favorable attitude toward particular 
items, which is of great importance 
in high fidelity selling with its doz-
ens of competing units. 

For the third class of catalog user, 
the high fidelity dealer without a 
large electronics parts operation, the 
preceding two paragraphs describe 
some of the most vital advantages 
of a dealer catalog. It is one of the 
best selling tools he can get. 

In addition, by careful mailing 
campaigns the dealer can use his 
catalog as a fine public relations ac-
tivity. He can have it prepared with 
art work which impressively tarries 
the message of his "quality" opera-
tion. Pictures of his listening rooms, 
description of his service depart-
ment and customer policy, and 
other features of his operation that 
are important to customers, can all 
be carried to the public by including 
them in the catalog. 

The policy of most dealers of this 
third type is to give the catalog to 
any potential customer who asks for 
it, and to mail it to regular custom-
ers, as well as selected lists of po-
tential customers. Catalog quantities 
are much smaller than with the mail 
houses, and somewhat smaller than 
those of the electronics parts distrib-
utors, generally speaking. Unit costs, 
therefore, are much higher, ranging 
up to a dollar or so, depending on 
size, artwork, class of paper, and 
many other factors. 

A majority of dealers evidently 
find that it is to their advantage to 
use one of the large publishing firms 
that prepares catalogs for high fi-
delity dealers. The catalog publish-
ers have descriptions and pictures of 
all important units in the high fidel-
ity market, kept up to date and 
approved by the manufacturers. 
Whatever items the dealer wants in 
his catalog can be included, and hi 
own separate messages added in 
great variety of forms. 

How to Use 
The Yellow Pages 

High fidelity sound equipment 
dealers find that the classified tele-
phone directory advertising is a real 
business builder. Thus, making the 
most of this important medium 
should be a prime concern to every-
one in the field. 

In the opinion of many hi-fi deal-
ers, the effectiveness of a yellow 
pages program depends heavily on 
making use of all appropriate direc-
tories. Saul Robbins, owner of ths 
High Fidelity House, in Wayne, Pa.. 
believes that yellow pages have 
made a substantial contribution to 
the growth of his business, founded 
four years ago. He uses all the books 
in his locale and is represented in 
the directories for West Chester, 
Norristown, Phoenixville, Main Line, 
and Delaware County. 

"With these books." he said, "I 
blanket the surrounding areas at a 
much lower cost than possible with 
any other media, and with much, 
much greater results." Mr. Robbins 
can trace sales of very expensive 
equipment to the yellow pages. He 
said that these are sales he might 
not normally have made, especially 
those that came from areas outside 
Wayne. 

The F. M. Sound Equipment Corp.. 
in downtown Buffalo, N. Y., has a 
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trading area with a radius of about 
75 miles, extending throughout west-
ern New York state and into the 
southern part of Ontario, Canada. 
Some customers come from more 
than 100 miles away. "Seventy-five 
per cent of our Canadian business 
comes from our local yellow pages 
advertising." said Victor L. Cole, 
secretary-treasurer of the firm. 
Mr. Cole and Robert F. CLfford, 

vice-president, related how they re-
ceived further proof of the effective-
ness of yellow pages about a year 
ago when the business was relo-
cated. "We found that people were 
going to the old address because it 
was in our directory ad," said Mr. 
Clifford. "Our present place is only 
five doors away from that address, 
but many customers and prospects 
had to telephone us to ask for our 
new address." 
A hi-fi dealer making the most 

effective use of yellow pages will not 
only make certain that his store 
name appears in all of the direc-
tories in his market area, but will 
check to be sure that he is repre-
sented at all the headings in those 
directories to which his customers 
and prospects are likely to refer. 
For example, T. A. Roussil, presi-

dent and treasurer of the Custom 
(Continued on Page 50) 
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Public Relations 
Opens the Door to 

New Customers 

What is "public relations"? 

It is using all possible means for influencing public opinion toward 
a favorable judgment of you and your business. 

It is communicating to the public who you are, what you are like, 
and what you have to sell, through the editorial sections of the 
consumer and trade press, and by many other means, discussed 
below, which are distinct from paid advertising. 

Public relations is a necessary complement to advertising in any 
complete promotion program. Advertising allows you to tell about 
your merchandise in the most direct, forceful way. Public relations 
gets your story into the mainstream of general information via 
newspapers, magazines, and by other means. Your story becomes 
genuine "news", and as such it is highly effective in disposing the 
public favorably toward you and your product. 

What story should the high fidelity 
dealer tell through public relations? 
How does he tell it? 

First of all you must identify 
yourself with the excitement of 
"high fidelity" and "stereo." These 
words are now as familiar to all 
Americans as "peanut butter sand-
wich" or "hit a home run with the 
bases loaded." Although many peo-
ple have only a hazy notion of what 
"high fidelity" and "stereo," mean, 
they do associate them with an ex-
citing way of hearing music in the 
home. Press the button marked 
"high fidelity" on any American and 
he comes alive. "Stereo" has even 
more effect these days. 
You press these buttons first 

through advertising in the local 
newspapers. But public relations can 
do even more to identify you as the 

local source of the excitement of 
stereo. 
A demonstration of stereo, for in-

stance, with local musical bigwigs 
to discuss the music, or introduce 
recordings, can have a triple effect. 
If properly handled, a news story 
will come out of such a demonstra-
tion, which says to every reader: 
"Headquarters for stereo is at Jim's 
Hi Fi Shop." 
The story also says to the musi-

cally inclined—and these will make 
up the major part of your clientele, 
in any case—"Here is a shop where 
music is respected. I will be at home 
there." 
Furthermore, it gives a "quality" 

character to your business, and this 
is of the greatest importance. 
To have a long-range success, you 

must choose one of two public char-

acters for your store: (a) You make 
yourself, and constantly present 
yourself to the public, as a store spe-
cializing in "quality" merchandise; 
since high fidelity equipment is qual-
ity merchandise, for most hi-fi 
dealers this is the best character: or 
(b) If you are in one of the eight 
or 10 largest cities, where there is 
a sizeable group of high fidelity en-
thusiasts who know already pretty 
much what they want to buy, you 
can present yourself as a place 
where merchandise is sold quickly, 
with a minimum of service, at the 
lowest prices. 
Dealers who try to straddle these 

two "characters" may succeed for a 
short time but over the long run 
they lose on both counts. 
What are some other ways of 

telling the public that you are 
"quality"? 
The decoration of your shop, of 

course, is fundamental. It is so obvi-
ous that we don't need to go into 
detail here on the necessity for a fine 
street front, comfortable, tasteful 
listening rooms, personable sales 
help who do know about the equip-
ment, and all the rest of it. 
You can associate your shop with 

top-grade serious music by having 
internationally famous musicians 
come for a visit, when they give 
concerts in your town. Concert man-
agers are usually eager for local 
public appearances in advance of 
concerts, to drum up interest. Sug-

(Continued on Next Page) 
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P. R. IN ACTION 
Lecture-demos carry 

hi-fi message 

Many audio people believe the 
public should be better educated 
about stereo, but two New York 
manufacturers' representatives, Gil 
Miller and Bob Bach, decided to do 
something about it. 
They have been carrying the com-

ponents industry's message to club 
meetings, university classrooms and 
wherever else they can find a re-
sponsive audience. 
The two reps. donate their time 

and knowledge to present a lecture-
demonstration, using high fidelity 
components. It is a non-profit ven-
ture, with the sole purpose of edu-
cating consumers in the use and 
advantages of component stereo. 

A typical presentation was given 
at the Van Cortlandt Post No. 733 
of the Jewish War Veterans in New 
York City. With only minimal fan-
fare — a postcard notification to 
members and guests — the lecture 

Gil Miller (center, left) 
questions after lecture 

pulled the heaviest turnout of t 
season, according to Arnold Keste 
post commander. Audience enthus 
asm stretched the two and one-ha 
hour lecture into more than thr 
hours. 
Equipment used for the demo 

stration included a turntable, ar 
and stereo pickup; an ,ntegrat 

stereo preamp-amp unit and two 
moderately-priced speaker system 
The demonstration rig was ke 

(Confirmed on Page 55) 

Stereo gets the full 

Hollywood treatment 
Southern California's "Stereo 

Components Week" was climaxed 
Sept. 18 by a combination pop con-
cert and hi-fi show in the Hollywood 
Bowl, sponsored by the Audio Com-
ponents Representatives Associa-

tion. 
The concert featured such "name" 

entertainers as the K:ngston Trio, 
Ray Conniff's orchestra and chorus 
and the Andre Previn Trio. 
The exhibit area, occupying some 

4.000 square feet adjacent to the 
Bowl, contained the newest stereo 
components on the market. 
Both "Stereo Components Week" 

and "Stereo at the Bowl" were con-
ceived by ACRA members as meth-
ods to stimulate stereo component 
sales in southern California. Many 
high fidelity dealers tied in with the 
events with special store displays 
and advertising. 
This was a new venture for ACRA, 

a group of 21 independent business-
men who represent more than 95 
percent of the high fidelity manu-

facturers selling compcnents in th.. 

area. 
Nothing was offered for sale d 

ing "Stereo at the Bowl." Manufac 
turer-exhibitors referred interest 

concert-goers to local dealers. 
Exhibits opened at 5 p.m an 

remained open until the 8:30 p. 
curtain, then reopened during inte 
mission and alter the show. 
The concert was presented at reg-

ular admissicn prices. Naturally, 
there was no additional charge for 
the Exhibit area. 
An ACRA spokesman, commenting 

on the presentation, stated: "Up to 
now, high fidelity manufacturers 
have shown stereo component prod-. 
ucts only in hotels and exhibition 
halls around the nation. 'Stereo 
the Bowl' was a new step: It sim 
taneously showcased the kind 
musical entertainment which ster 
music lovers purchase in tape 
record form, right alongside th 
components which can reproduce 
concert performance in the home." 

(Continued from Opposite Page) 

gest to the manager that the artist 
might sell his records and autograph 
them, or discuss his music, or judge 
a local contest in singing for which 

you give a prize, etc. 
This comes under the heading of a 

"special event" which is practically 
certain to get local news coverage. 
Naturally you get in touch with the 
editor well in advance, so he can 
have a reporter there to cover the 

story in some other way. 
The varieties of "special events" 

are endless. A handful that come 
immediately to mind: (a) You run 
a contest for the best home-made 
tape recording, with the entries to 
be played in your listening rooms 
on top-flight tape equipment; (b) 
You open new listening rooms, so 
naturally you have an opening party 
with the community invited; (c) An 
annual community get-together will 
be attractive in many cities—have 
something brand new in the way of 
equipment or merchandise to show, 
give a short "guided tour," a musi-
cal program, simple refreshments, 
and other features that you can cre-
ate best yourself based on knowl-

edge of your own community; (d) 
Demonstrations of stereo seem to be 
sure-fire wherever they are held. 
Another important way to get the 

right "quality" image into the minds 
of the public is by drawing attention 
to the "quality" installations you 
make. If you put an elaborate sys-
tem into a wealthy home, get pro-
fessional-grade photographs for dis-
play in your store; or if there is 
some extremely unusual feature 
about the installation, the picture 
may even make the paper. 
One good way to give installations 

news value is to stress any unusual 
characteristics of the buyer. There 
is a good "human interest" story in 
the fact that one of the town's top 
dentists has the largest collection of 
Spanish guitar music on records in 
that part of the state, shall we say. 
The picture will show the owner in 
front of his hundreds of records, 
with your equipment a vital part of 
the story and the picture. How did 
the collector get started on this line? 
How many records has he? (News 
readers love startling dimensions 
and editors feed their readers eye-
bugging figures whenever they can.) 
Or maybe your system is a real 

humdinger with loudspeakers around 
the pool, in the maid's room, etc. Or 
it is arranged so that husband and 
wife can listen to different programs, 
chosen from any part of the house. 
The spectacular or novel story will 
get space. 
Another way to draw attention to 

(Continued on Page 44) 



TICILUTot SELECTOR 

TURA 

TONE A 

TEC 
FI ST 

ALL TRANSISTOR 
HIGH FIDELITY 

STEREO AMPLIFIER 
NO amplifiers. Hum and microphonics are practica lly 

eliminated too. The transistors and circu itry are so 

The "coolest" amplifier with the "hottest" sales appeal! 

The precision transistors and advanced design in TEC 

S-25 eliminate heat problems found in vacuum tube 

TUBEon a two year guarantee of materials 
and workmanship. The TEC S-25 is this year's 

most exciting development in high fidelity— 

for the first time all-transistor design, 

reliable TEC is the first amplifier to be sold 

nrivaled performance and guaranteed 

reliability. Be sure this great "traffic builder" 

is in your showroom. Watch for TEC's 

new AM-FM all-transistor tuner—in produc-

tion soon. Write for complete information. 

1,10.0 • 

TRANSIS-TRONICS, INC. 
1650 21st Street, Santa Monica, California 

TONE 8 FUNCTION 

MONO B 

TRANSIS-TRONICS, INC 

TTIR» 

@NANCE 

BASS 

sSi 

TREBLE 

ALL TRANSISTOR STEREO AMPLIFIER MODEL $•ZS 

TEC S-25 STEREO AMPLIFIER, 25 WATTS EACH CHANNEL, 50 WATT PEAKS. 



Here's the mike to meet 

any of your needs. It's 

ideal for dispatch, paging, 

P.A., control tower and amateur 

use. Wired to operate both 

relay and mike circuits 

at a touch. The Model 250 

"Lift-Switch" is a high impedance 

mike with smooth response 

from 60 to 10,000 c.p.s. Output 

level of —52 db. Complete with single 

unit die-cast case and 20 ft., three 

conductor (one shielded) cable. 

Furnished in satin chrome. 

List price   $49.50 

THE TURNER MODEL 250 DYNAMIC 

EXCLUSIVE 3-WAY SWITCHIN 

}11111Milliái%  

LIFT THE MIKE, it's live. Additional 
switch in base deactivates lift-switch 
when necessary. 

DEPRESS THE FRONT BAR for push-
to-talk. Gives "inter-corn" convenience in 
a microphone. 

MOVE THE LEVER-LOCK switch for-
ward. The mike is live and stays live. 
Both hands are free for work. 



MODEL 251 (LO) LIFT-SWITCH 

All chrome finish plus 3-way switching 
action — push-to-talk, Lever-Lock and 
lift switch. (See reverse side.) Model 
251 response: 60 to 10,000 c.p.s. 
Output level: —52 db. Impedance: 
150 ohm. Complete with 20 ft., 
four conductor (two shielded) cable. 

Model 251 list price   

OTHER 
250 SERIES 

Models 252 (Hi) and 253 (Lo) in gray 
hammertone finish have same specifica-
tions as Model 250, but are furnished 
without lift switch. Cable length is 7 ft. 

Model 252 and 253 list price . . $36.50 

Model 254 is a crystal mike with 
the same style and finish as model 
252 ( gray hammertone). Model 254 
has push-to-talk and Lever-Lock 
switching arrangements. 
Response: 60 to 8,000 c.p.s. 
Output level: —48 db. Complete 
with 7 ft. single conductor 
shielded cable. 

Model 254 list price . . $23.50 

DYNAMIC AND MODEL 256 LIFT-SWITCH CRYSTAL 

Model 256 is a crystal version of Model 250. 
Response: 60 to 8,000 c.p.s. Output level: 
—48 db. Complete with 20 ft., three 
conductor (one shielded) cable. 

Model 256 list price   $35.00 

MICROPHONES IN THE 

MODEL 255 

Model 255 is a crystal mike with 
gray hammertone finish. Specifications 
same as Model 254 except without 
switching arrangements of any kind. 

Model 255 list price 
. . . $16.00 

THE MICROPHONE COMPANY 
909 17th St. N.E., Cedar Rapids, Iowa 

IN CANADA 
Canadian Marconi Co., Toronto, Ontario & Branches 

EXPORT 
Ad Auriema, Inc., 85 Broad St., New York 4, N.Y. 



A GRAY HYSTERESIS SYNCHRONOUS 
TURNTABLE KIT FOR ONLY 49.50 

with outstanding features that are 
exclusive with GRAY at this low price. 

GRAY 
33V3 RPM 
SINGLE 
SPEED K-33 TURNTABLE KIT 

Here's an exciting project for anybody who wants professional 
performance at a low kit cost. Gray engineering and custom mass 
production techniques now make this wonderful value possible. 
You'll he pleasantly surprised at how easy it is to fully assemble 
—and have ready for monaural or stereo operation—this studio 
designed turntable. 

The GRAY HSK-33 TURNTABLE KIT is shown 
above with the: 

GRAY SAK-12 PROFESSIONAL TONE ARM KIT net 23.95 
GRAY IBA BASE (in Walnut, Mahogany or Blonde Formica Veneers) ...net 17.95 

See and hear 

Gray high fidelity products 

at your favorite 
quality dealer. GRAY 

our 67th year in communications ... 

Special hysteresis 
synchronous motor 
provides constant 
speed and lowest 
wow, flutter and rum-
ble content. 

Heavy machine 
ground 12 1/2 " turn-
table platter with 
micro polished 7/6" 
shaft rotates in a su-
per oilite bearing with 
noiseless nylon un-
derfacing thereby 
guaranteeing free-
dom from vertical 
movement...a stereo 
prerequisite. 

Customized slip-
proof, stretch-limited 
composite belt offers 
vibrationless link 
between motor and 
platter edge. 

Shock-proof motor 
mount is adjustable in 
3 planes to compen-
sate for lifetime move-
ment and wear. 

Sturdy mounting plate 
offers maximum 
shielding. Easy to 
level and center be-
cause it extends past 
the platter and motor 
structure. 

Micro precision parts 
pretested for accuracy 
in sub assemblies. 

High Fidelity Division 
DEPT. H • 16 ARBOR STREET, HARTFORD 1, CONN. 
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Contemporary 

living room designed 

by Joseph Freitag. 

New York Show to Prove 
HI-FI Can Look as Good 

as It Sounds 

The visual qualities of hi-fi will 
share equal billing with the sound 
at the New York High Fidelity Music 
Show. 
The show, sponsored by the In-

stitute of High Fidelity Manufac-
turers, opens for dealers on Mon-
day, Oct. 5, from 5 p.m. to 11 p.m. 
Consumers will be admitted on Tues-
day through Friday from 4 p.m. to 
11 p.m. and on Saturday from 11 
a.m. to 11 p.m. 

In keeping with the Show's theme, 
"Decorate Your Home With Music," 
the decorative aspects of compon-
ents, either encased in furniture or 
free-standing, will be emphasized. 
Five top designers, all members 

of the American Institute of Decor-
ators, have been commissioned to 
create model rooms in which high 
fidelity equipment is made an in-
tegral part of the furnishings. 
These rooms include a provincial 

music room for the whole family 
designed by David Eugene Bell of 
Macy's New York; a contemporary 
living room by Joseph Freitag; an 
18th century collector's study by 
Hector Grant; a traditional country 
living room by Phyllis Horton of 
Grace Richards, Inc., and a small 
contemporary teen-age bed-sitting 

room by Daren Pierce of William 
Pahlmann Associates. 

"Ever since high fidelity became 
more than a pastime for a small 
group of hobbyists, styling of com-
ponents has increased in import-
ance," Joseph N. Benjamin, IHFM 
president, pointed out. "Design in-
fluence, keynoted by the theme of 
our Show, today is more significant 
than ever before. This will be readily 
noted in manufacturers' individual 
exhibits." 

The Show is expected to be visited 
by some 60,000 people who will in-
spect and listen to more than $5 
million worth of the latest home high 
fidelity music equipment. 

Rooms on four of the floors have 
been assigned to approximately 125 
exhibitors. (See page 6 for room 
numbers of individual exhibitors.) 

In addition, one entire floor has 
been set aside for exhibits and dem-
onstrations of an informational, edu-
cational and public service nature. 

Among the informational displays 
will be Bell Telephone Laboratories' 
historical presentation of its re-
search in stereophonic transmission 
plus the first public demonstration 
of a newly developed stereo circuit 

which relies on an acoustic quirk of 
the human brain. The basis of the 
system is a psychoacoustic phenom-
enon called "precedence effect" 
which causes a listener to disregard 
a sound coming from one loud speak-
er when immediately preceded by an 
identical sound from another source. 

According to Bell, the new system 
permits transmission of an undiluted 
stereo program over any two chan-
nels including AM-FM, AM-TV, 
AM-AM, or FM-FM and allows a 
listener to hear a fully balanced 
monophonic version of a program 
transmitted stereophonically. 

In addition, Audio Fidelity, Inc., 
will have a complete recording 
studio at the Show with a seating 
capacity of 200. The Dukes of Dixie-
land, guitarist Fernando Sirvent, 
and Emanuel Vardi and his string 
ensemble will record discs and tapes, 
which will then be played back. 
Both mono and stereo recording 
techniques will be shown. 

New York FM radio station WBAI 
will broadcast its regularly sched-
uled programs direct from the show. 
Daily programs will include guest in-
terviews and "live" music by some of 
the country's leading folk singers. 
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High fidelity components are installed in bookshelves and hidden by doors 
mounted with book bindings in the country living room designed by Phyllis 
Horton. Speakers are recessed below each bookshelf. 

blitorl,f% 

The mGbile cabinet, at bedside, houses stereo components in Daren Pierce's 
teenage bed-sitting room. Speakers are in the chest of drawers and on a 
table opposite. Records are stored above bed headboard. 

David Eugene Bell puts equipment in the long cabinet against wall in his 
provincial music room. Individual speaker cabinets can be moved or repo-
sitioned to any part of the room. 

Audio Engineers 
Face Busy 
Schedule 

An unprecedented number of 
papers have been submitted for pres-
entation at the Audio Engineering 
Society's 11th annual convention 
Oct. 5-9. 
Meeting concurrently with the 

New York High Fidelity Music 
Show, the audio engineers will con-
vene at the Hotel New Yorker, 
directly across the street from the 
New York Trade Show Building. 
Ten different categories ranging 

from "Studio and Speech Input 
Systems" to "Stereo" will be covered 
by the 75 papers which have come 
in from the United States, Denmark, 
Brazil, The Netherlands and other 
countries. 
The schedule for technical sessions 

at the convention follows: 

Monday 
Morning—Studio and Speech 

Input Systems. 
Afternoon—Transistor in Audio 

Circuit Applications. 
Evening—Music and Electronics. 

Tuesday 
Morning—Measurements and 

Standards in Audio. 
Afternoon—Disc Recording and 

Reproduction. 
Evening—Audio Applications 

(I). 
Wednesday 

Morning—Reverberation. 
Afternoon—Magnetic Recording 
and Reproduction (I). 

Evening—Magnetic Recording 
and Reproduction (II). 

Thursday 
Morning—Stereo (I). 
Afternoon—Stereo (II). 

Friday 
Morning—Audio Applications 

(II). 
Afternoon—Loudspeakers. 
Evening—Symposium on Pro-

duction of Stereo Tapes and 
Discs. 
Members may register without 

charge. There will be a fee of $3 for 
non-members to insure an interested 
professional audience. 
The registration badge will admit 

the wearer to all technical sessions 
and to the exhibits at the Audio En-
gineers Show. 
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GREATER PROFITS Your Best Customers 

gee MONARCH 
INTERNATIONAL 

PRODUCER OF REGAL AUDIO COMPONENTS 
AT REALISTIC PRICES 

beet/twee-

PA-100 STEREO TONE ARM 
Streamlined, efficient — with; roller bearings, two 
plug-in heads (one for stereo, one for monaural), 
micro weight adjustment, and excellent lateral and 
vertical compliance; in ebony and chrome or ebony 
and gold. The finest stereo arm available at any 
price. We invite comparison. 
Audio net .   $12.95 

P-58H 4-SPEED 

HYSTERESIS TURNTABLE 
For the discriminating. Skillfully designed and 
excellently finished. 12" rim-driven, diecast turn-
table; 4-pole hysteresis motor; 162/3, 331/2 , 45, 78 
RPM. power constant 15 watts; noise level —45db 
min., wow and flutter 0.25% max. 
Audio net $72.50 

CONTACT 
your local rep for complete information ahout the 

MONARCH LINE — over 1,000 HI-FI COMPONENTS 
from phono lacks to stereo ensembles, 

at realistic prices 

MUELLER ELECTRONIC SALES 
3225 Exposition Place, Los Angeles, Calif. 
E. W. BRANDT COMPANY 
1122 Folsom Street, San Francisco, Calif. 
ROGER M. MINTHORNE CO. 
0673 Taylor's Ferry Rood, Portland, Oregon 
W. B. GOLDNER 
1559 Chester Street, Aurora, Colorado 

ATHANS SALES COMPANY 
1523 Dragon Street, Dallas, Teces 

THOMAS H. ELLIS CO. 
3016 W. 90th St., Kansas City, Missouri 

LANAHAUS-LEVY ASSOCIATES 
5317 S. Cottage Grove Ave., Chicago, Ill. 
LAWRENCE ELLIOTT CO. 

20011 Fairmount Blvd., Shaker Heights, Ohio 
TESSCO 
P. 0. Box 6892, Towson, Maryland 

ROBERT SMITH COMPANY 
59 Verndale Street, Brookline, Moss. 

MURRAY DIRECTOR ASSOCIATES 
115-62 237 St., Elmont, L.I., New York 

W. .1. CALLAHAN 
156 S. Edwards Ave., Syracuse, New York 

FRANK C. NICKERSON CO. 
1150 Zonolite Rd., N. E., Atlanta, Georgia 

kte 

co 

MONARCH INTERNATIONAL, inc. 

7035 Laurel Canyon Blvd., North Hollywood, 
California. 

Of all advertising media available 
to the audio dealer, direct mail is 
one of the most promising. 
With direct mail, he is able to 

reach specific people — professional 
persons, businessmen, upper income 
groups, etc. He can choose his pros-
pects individually and reach them 
individually. This contrasts with 
newspapers and radio where there is 
a considerable waste circulation. 
To be effective, direct mail should 

be sent out on a regular basis. It must 
do two things: Point up the advanta-
ges of high fidelity and sell the store. 

To bring out a steady flow of di-
rect mail material takes time, but 
many dealers find it is worth the ef-
fort. However, there is a time-saving 
service which takes most of the bur-
den away from the dealer and pro-
vides him with professionally-pro-
duced material. This is the Better 
Listening Plan. 

Some 70 to 80 exclusively fran-
chised audio dealers throughout the 
country are currently using this 
plan. Each of these dealers mail out 
their own edition of Better Listen-
ing, a quarterly magazine which 
discusses high fidelity and shows 
how it can be used in the home. Each 
personalized edition has the dealer's 
name on the front cover and an ad 
for his own store on the back cover. 

Better Listening is published by St. 
Regis Publications, Inc., 7 West 44th 
St., New York City. While the plan 
is not available in cities where a 
franchise exists, a limited number of 
franchises are available in various 
parts of the country, according to the 
publishers. 

Pace Elected Chairman Of Board 
Frank Pace, Jr., president of Gen-

eral Dynamics Corporation since 
May 1, 1957, was elected chairman 
of the corporation's board of di-
rectors. At the same time the direc-
tors named Earl Dallam Johnson, 
former executive vice president, to 
the post of president of General 
Dynamics. 

Cohu Names Sales Manager 

The appointment of E. C. Titcomb 
as sales manager of the San Diego 
based KIN TEL Division of Cohu 
Electronics was announced by La-
Motte T. Cohu, president of KIN 
TEL and president and chairman of 
the board of Cohu Electronics, Inc. 

Watch impulse sales climb with 

these fourteen decorator fabrics 
never before offered through 
jobber distribution! New novelty 

and cane patterns to make your 
profits grow! Mono-filament 

construction throughout means 

undistorted high fidelity trans— 
mission. Your rep has samples. 

Be sure to see them! 

Mellotone -ffle 
THE HIGH FIDELITY GRILLE FABRIC 

Mellotone, Incorporated, 1220 Broadway, N. Y. 1 
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Bright new spot in your profit picture— 

A new "ScoTcH" BRAND Magnetic Tape created especially for dealers! 





BRAN D 

True stereo quality tape 
at a customer-catching price 

created especially for dealers— 
backed by continuous promotion! 

II Greater profit for you . . . on every sale—and you'll gain more 

customers, too! 

al Top quality tapes . . . improved additions to the famous 

"SCOTCH" BRAND line, with performance that will delight the 

most discriminating recordist! 

• Brilliant packaging . . . all new, modern box design makes 

striking in-store display, pre-sells tape quality! 

III New Three-Park . . . helps you to introduce Tartan Series at 

appealing, extra savings—and increase your dollar profits, too! 

Stock and sell Tartan Series tapes, 
now available through your distributor. 
Here's why it trill pay: 

Tartan Series tapes are designed and marketed 
with you, the dealer, in mind. They meet the 
highest quality standards id your most knowing 
and demanding customers. 

Tartan Series tapes will excite recording fans, 
I ring new customer,- as well as new profits to 
your store. They oiler, in an easy -to-stock. 
easy-to-shop selectiten, the lai S's to meet all 
popular preferences and give the very best per-

formance on any type of recording equipment! 

They include both standard and extra play reels. 
all splice-free. Their professional quality backing 
assures excellent service under it entinuf it  play-
ing and long storage. They have the newest high 
potent -y oxide, give maximum frequency re-
sponse for crisp, clean highs and full, rich lows 
in the greatest possible variety of recia.ding 
situations—help malo. recording ,.a,ior for both 

the amateur and the expert. Lniform coating 
insures full-width. flawless performance with 
perfect head-to-tape contact. from monaural tie 
critical 1.-track stereo recording and playback. 

Like all —Scor:fi— tutvNn tapes, Tartan Series 
has the exclusive, fully impregnated Silicone 
Lubricaticm that achieves maximum ii nace 
smoothness and recorder head protection. You 
can sell new Tartan Series with real cf titi, ence 
—it will prove itself in fast. profitable repeat 
business! 

To make Tartan Series even entire interesting 
to customers—and more profitable for you— 
they're offered in sparkling new Three- Packs. 
which will stimulate a bigger unit purchase— 
substantially increasing your profit per sale! 

To help you promote Tartan Series immediately 
—and to bring you more new customers from 
the rapidly expanding market be aided 
lev continuous "'Sc tarn— int‘Nfi Tartan Series 
promotion_ inri iii display material and 
literature. You'll capitalize on the best known, 
most preferred name in magnetic tape, plus 
full advertising support in the Oation's leading 
magazine-, month after month. 

TARTAN SERIES "STEREO QUALITY" TAPES 

No. 1414) (600 fret, 5 inch reel, standard piar) 

No.141-12 (1200feet , 7 inch reel, standard play) 

No. 140-9 (900 feet, 5 inch reel, extra pla)) 

No. 140-18 (1800 feet, 7 inch reel, extra play) 

Turn page to see how 3.11 stands behind 
you in merchandising Tartan Tapes —> 
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Look for this ultra-modern symbol, 
appearing on all Tartan Series Tapes. 

It identifies the newest member 
of the "SCOTCH" Magnetic Tape family. 

New 
revolving 
self-service 
display unit 
free with 
minimum 
order! 

for counter — 

sturdy, tip-proof, free-turning . . . non-
marring feet . . . takes only 10-inch 

square on counter . . . perfect, also, 
for table or window display . . . 

. . . or pegboard— 

packed with pegboard attachments, too . .. 
sets up in less than a minute . . . 

only 2 feet high . . . holds full assortment 
of 5" and 7' boxes. 

Entire display unit, complete with "Golden Circle" sign and 
special pegboard attachments, is yours free with any assortment 

of 36 boxes of Tartan Series tapes—just 12 Three-Packs! 

Get maximum sales punch with this revolving display unit. It's an eye-
catcher, a sure lure for tape buyers. Complete with distinctive, embossed 
"Golden Circle" top sign, it makes a compact, handsome self-service 
center for a complete assortment of Tartan Series tapes. Plaid center 
pole carries brightly enameled baskets on an easy-turning assembly. It's 
strong—won't tip or sag even if bumped. Holds 6 five-inch boxes and 
12 seven-inch boxes in self-feeding full-view position. Gleaming top 
sign adjusts to any direction on top of unit to attract profit making 
attention—or may be used by itself in your window, on the wall, or 
as a hanger. 

Order new "SCOTCH" BRAND TARTAN SERIES tapes and your free 
display unit today from your distributor. Call him now for complete 
information, or write: Minnesota Mining and Manufacturing Company, 
Magnetic Products Division, Dept. MBN-109, St. Paul 6, Minnesota. 

M INNESOTA M INING AND M ANUFACTURING COMPANY 
...WHERE RESEARCH IS THE KEY TO TOMORROW 

"SCOTCH" and the plaid design are Registered Trademarks of 3M Co., St. Paul 6, Minn. Export: 99 Park Ave., N.Y. Canada: London, Ontario. e 1959 3M Co. 



The -Nerdict is in! 

CONSUMER PUBLICATIONS 

Hi-Fi Systems 

"... best unit in its class, regard-
less of price ... must be seen to 
be believed ... one of the gen-
tlest record drops we have ever 
seen ... electrical tests indicate 
rumble characteristics as good 
or better than those specified 
for broadcast-type turntables." 

Modern Hi-Fi 

".• . the DUAL is an outstand-
ing machine ... it shows a uni-
formly high level of perform-
ance in every respect ... stand-
ards were exceptionally high in 
each critical testing area, espe-
cially in such vital aspects as 
wow, rumble, flutter and hum." 

QUALITY 
CARTRIDGE MANUFACTURERS 

Fairchild 

w e put your machine 
through an extensive laboratory 
check ... we congratulate you 
on (its) excellence ... tracking 
Nva perfect ... automatic oper-
ation consistent and reliable ... 
truly does justice to and amply 
meets the requirements of top 
quality stereo cartridges." 

Pickering 

''... tests included all customary 
measurements . . . including 
'torture tests' designed to show 
up any malfunctioning . . . it 
came through with flying colors 
... tracking is all we could ask 
for...trip mechanism functioned 
smoothly ...our unqualified ap-
proval... you have a beautifully 
simple and efficient product." 

Full reprints of current and forthcoming 
evaluation reports will be sent upon request. 

DUAL-1006 
combination stereo 
turntable/changer 

TESTED 
AND 

ACCLAIMED 
THROUGHOUT 

THE 
HIGH 

FIDELITY 
AND MUSIC 
INDUSTRY 

united i udio 
PRODUCTS OF DISTINCTION 

202-4 East 19th St., A:Y.3, N.Y. 

TECHNICAL PUBLICATIONS 

Edward Tatnall Canby in Audio 

''... the first time I saw it, I 
couldn't believe my eyes ... the 
DUAL is absolutely silent in use; 
the motor is so quiet you must 
put your ear to the table to hear 
it ... rumble and pitch steadi-
ness are absent and excellent re-
spectively ... real manual auto-
mation ... it will do more things 
that please me ...than any 
changer so far." 

Electronics World 

"... one of the best stereo rec-
ord changers we have seen to 
date ... the wow and flutter is 
as low as in some professional-
type turntables ... we suggest 
that anyone who is interested in 
a changer for stereo hi-fi opera-
tion make sure that the dealer 
demonstrates this one for you." 

MUSIC PROFESSION 
PUBLICATIONS 

Downbeat 

. brand new sleeper .... very 
high quality .... excellent facil-
ities for manual operation ... 
arm adjustment easier than on 
any other machine.., well 
worked-out arrangement for off-
on manual playing ...they seem 
to have thought of everything." 

Billboard 

I have been giving the play-
er a real workout ... and I must 
say that it passes every test. It's 
as good as I thought it was and 
as good as you claim. In short, 
it is tops." 

You will find the DUAL-1006 only at selected 
authorized United Audio dealers. 
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II If the hi-fi dealer would stop treating his 

service department as a necessary evil, 

he'd find there's money to be made." 

Charles E. Richardson, manager of Queens Sono-Vision, works on tape recorder. 

Big business 
without selling 

by Thomas W. Dowd 

"If the hi-fi dealer would stop 
treating his service department as 
a necessary evil, he'd find there's 
money to be made." 
Take the word of genial Hal Mar-

lowe, whose two current Sono-
Vision shops fill the high fidelity 
servicing needs of the above-average 
income residents of New York's 
Queens, Nassau and Suffolk coun-
ties. The man speaks with experience. 

Starting in 1949 with a small 
Brooklyn shop, Mr. Marlowe grew 
to Hempstead, Long Island, with 
the acquisition of a 2,000 square 
foot store in 1954. 1957 saw the 
opening of a second store in Ja-
maica, New York. A new shop — 

the third — has opened recently in 
Commack, Long Island. Estimated 
income for the current fiscal year 
from the Hempstead and Jamaica 
operations: $125,000. "Not a for-
tune," says Mr. Marlowe. "but it 
shows that a well-run shop can turn 
out a healthy profit." 
The Sono-Vision operations are 

unusual. There are no component 
sales. The two large, well-staffed 
shops serve as Authorized Warran-
tee Service Stations for 23 leading 
component manufacturers. Pre-
recorded and blank tapes are sold 
for consumer convenience, stereo 
tape heads are available for on-the-
premises tape deck conversion, but 
only to build customer good will. 
"Of course," smiles Mr. Marlowe, 

"consumer good will is money in the 
bank." 
Component repairs at Sono-Vision 

are made in strict accordance with 
manufacturer's specifications. "In 
fact," says Mr. Marlowe, "it some-
times happens that when we take 
on a new line, the factory sends a 
service technician to live with us. 
If not, we send one of our service 
technicians to live with the manu-
facturer. In either csae. our service-
men are taught the factory-recom-
mended repair procedure for that 
particular product. We can then as-
sure the customer that his unit will 
receive the same attention that he 
would get from the factory under 
his warranty, with several extras: 

"First, the customer receives im-
mediate attention. Because all re-
pairs are made in our shops, there 
is no time lost shipping the unit 
to and from the factory. Further 
the customer saves shipping costs 
which, in some cases, can run high. 

"Second, the customer receives 
(Continued on Next Page) 
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personal attention. When he comes 
into our shop, the customer con-
siders us the manufacturer's serv-
ice representative, which, in truth, 
we are. We diagnose the difficulty 
and discuss it with the customer. 
He is assured that the trouble is 
not inherent in the product. The 
result: added confidence in both 
product and manufacturer. 

"Third, you'd be surprised how 
often a perfect unit is brought to 
us for check-out. Actually the trou-
ble is in another component part 
of the system. We've had customers 
return a high-grade turntable be-
cause of a 'wow' complaint. Tho-
rough inspection of the unit proved 
that the table was in perfect work-
ing order—the 'wow' was on the 
disc itself! We were able to save 
the customer time, inconvenience 
and money." 

"Fourth, the customer is encour-
aged to drop by the shop at any 
time to discuss his problems with 
a specialist." 

The average technician, reports 
Mr. Marlowe, is overly interested 
in his work and, as a result, is a 
poor businessman. At Sono-Vision, 
the technician learns to be a busi-
nessman. Each technician is a spe-
cialist in the repair of a single 
component—tape deck man, tuner 
man, amp man and the like. Each 
man is manager of his department 
and is responsible for the work done 
in that department. He is taught 
not to get lost in the beauty of 
the equipment, but to establish a 
semi-production schedule that will 
enable his department to operate 
profitably. 

Many dealers tend to merge sales 
and service. This, feels Mr. Mar-
lowe, takes away from the profit 
end of the service department. 
"There should be a happy marriage 
—a meeting of minds between serv-
iceman and owner. Service has work 
to do and is not pressed by sales. 
Sales has a job to do and is not 
pressed by service. Both depart-
ments should be kept separate— 
each treated as a separate business 
in order to realize full profit po-
tential." 

There are occasions when a tech-
nician will spend three hours on a 
single unit. He becomes interested 
in a particular circuit. The time 
spent in this type of self-education 
will eventually prove profitable to 
both owner and technician. "It 
also," laughs Mr. Marlowe, "makes 
for a happy technician!" 
He knows that business-minded 

(Continued on Page 46) 

Kierulff, Appliance Mart 

In 'Under 1 Roof' Test 

An experiment in coexistence-
under-one-roof is being conducted 
by a components dealer and an ap-
pliance retailer in California's San 
Fernando Valley. 

Kierulff Sound Corp., one of the 
largest component dealers on the 
West Coast, has opened a branch in 
Cliff Swanson's long-established ap-
pliance store at 12123 Ventura Blvd., 
Studio City. 
Unlike the Hudson-Masters ar-

rangement in New York, where 
Hudson-operated audio departments 

use the Masters name, Kierulff main-
tains its identity at Cliff Swanson's. 
This identity extends to the ex-

terior of the building where Kierulff 
is erecting a 36-foot-high rotating 
sign on the roof. 
Swanson will continue to handle 

package phonographs and radios, 
while Kierulff will concentrate on 
components. 
The venture was described by 

Robert Carson, Kierulff general sales 
manager, as an experiment to see 
"how two different businesses, al-
though allied, can do if they com-
plement each other." 

It is one integrated operation with 
both types of high fidelity units 
available, he said, adding: 
"We feel it will be to our mutual 

advantage to have salesmen well 
qualified in both components and 
packages. Component salesmen don't 
necessarily make good package sales-
men, and vice versa. They are either 
one or the other. 
"What we want to do is see if 

two different managements in the 
same store can be a success. Our 
belief is both will do more by hav-
ing more. Whatever the type of 
sound system the customer wants, 
one of us will have it." 

Kierulff occupies approximately 
one-third of the store. It is spending 
approximately $6,000 to redecorate, 

according to Bob Lawrence, Kierulff 
store manager. Two large sound 
rooms are being installed for demon-
strating high fidelity. Approximately 
$35,000 worth of components will be 
carried in stock at all times, he said. 
The location was chosen by 

Kierulff following comprehensive 
surveys of the selling power of every 
San Fernando Valley shopping cen-

ter. 
The branch, known as Kierulff's 

Valley Sound, remains open until 
9 p.m. on Mondays, Wednesdays and 
Fridays and closes at 6 p.m. on Tues-
days, Thursdays and Saturdays. 

EIA Publishes 
Standards For Discs, 
Tapes and Recorders 
Recommended standards for rec-

ords, tapes and magnetic recording 
instruments were made available 
last month by the Electronic Indus-
tries Association. 
The standards were published fol-

lowing approval by representatives 
of the industry, including members 
and non-members of EIA. 
Copies of the following standards 

may be obtained through the EIA 
Engineering Department, 11 W. 42nd 
St., New York 36, N. Y.: 
RS-211-A — Dimensional Charac-

teristics of Monophonic and Stereo-
phonic Disc Phonograph Records for 
Home Use, 78, 45, 33-1/3 rpm. A re-
vision of RS-211. 60 cents each. 
RS-223—Magnetic Recording In-

struments for the Home, Wire Size, 
Speed, Spools. A revision of REC-
131-A. 25 cents each. 
RS-224 — Magnetic Recording 

Tapes. A revision of REC-132 and 
REC-138. 30 cents each. 
A minimum charge of $1 is made 

on all orders, EIA said. 

OCTOBER, 1959 HIGH FIDELITY TRADE NEWS 31 



HOW TO 
MAKE MONEY 
Selling Commercial Sound 
Here today and here tomorrow — 
Commercial Sound is a steady-profit 12-
months-a-year business of sales, installa-
tion and servicing with lots of customers 
right in your own neighborhood 
Take advantage of the Atlas complete line 
of speakers — manufactured, advertised 
and supplied directly by Atlas .. 
Speakers for every application, a mike 
support for every purpose — plus a wide 
variety of accessories so necessary for a 
complete professional installation. 

• 

Good markets in 
• stadia, racetracks, 
athletic fields, etc.-4Lt...4.1..... 

Profitable 
markets in 
swimming 
pools, t 
aMusemen 
parks, clubs, 
schools, etc. 

Excellent markets 
in industry, 
factories, 

e. 

warehouses, Is. 

Write fcr latest catalog and selling aids to help 
you get profitable commercial sound business 

ATLAS 
SOUND CORP. 

."st. HT-10 
— 39th 

Brooklyn 18 N T 

Canada Atlas Ranh," Cord 
Toronto. Canada 

Ampex Stereocasts 
Twice a Week in 10 Cities 

Stereo radio is being used for the 
first time on a regularly scheduled 
national basis to promote a stereo 
audio product. 

Ampex Audio, Inc., is sponsoring 
twice-a-week FM-AM stereocasts on 
stations covering the 10 top metro-
politan markets for its stereo tape 
recorders and console stereo home 
music systems. 

The use of stereo radio highlights 
the firm's 1959-60 advertising pro-
gram, which also includes a print 
media schedule of 12 national con-
sumer publications. 

Stereo radio, an Ampex spokes-
man said, "is now a reality offering 
a large and loyal audience, and as 
such it can be an effective advertis-
ing media." 

"Ampex Stereo Tape Time," the 
title of the program, is presently 
scheduled with 10 stations: WQXR, 
New York; WMAQ, Chicago; KNX, 
Los Angeles; WCAU, Philadelphia; 
WJR, Detroit; WCRB, Boston; 
WGKA, Atlanta; KADY, St. Louis; 
KRLD, Dallas, and KGO, San Fran-
cisco. All broadcasts are FM-AM 
stereo, except KADY which is on 
AM only until facilities for FM-AM 
stereo are completed this month. 

There are two one-half hour pro-
grams weekly on each station. Pro-
gramming consists of music from 
4-track 71/2  ips stereo tapes only. 
No stereo discs are used. 

Selections are programmed locally 
to match music and listening prefer-
ences in each area. Music is chosen 
from the rapidly growing library of 
tapes available to consumers. Local 
announcers use Ampex-prepared 
commercial continuity. 
To emphasize the major copy 

theme of "Stereo sounds best on 
tape — tape sounds best on an 
Ampex," all stereo tapes on the pro-
grams are played on Ampex 960 
stereo recorders, the firm's consumer 
model professional-type portable. 
Three different audiences will be 

reached by the programs, Ampex 
said. Those who are now able to 
receive the FM-AM broadcasts in 
full stereo; those who receive only 
the FM portion, and those who re-
ceive only the AM portion. 
The program's potential national 

stereo audience, limited by FM cov-
erage, is 44 million persons, approxi-

mately 25 percent of the population. 
The AM coverage has a potential 
audience of close to 90 million. 
Ampex Audio's print media sched-

ule lists 12 consumer magazines with 
a potential of 44 million reader 
impressions. A consistent series of 
1/6th page insertions will run in 
Time magazine. Dominant advertise-
ments, many of them two-page, 
three-color pre-printed inserts, will 
appear in Better Listening, High 
Fidelity, Audio, Tape Recording, 
Listen, and news-stand circulated 
guides and handbooks, such as Hi Fi 
Guide, Stereo 1960, All About Stereo, 
Modern Hi Fi, and Guide to Stereo. 

New Production Facilities 
For Raven Electronics 
Raven Electronics Mfg. Co., man-

ufacturers of public address and 
paging systems and other sound 
equipment, announces their new and 
larger office-factory quarters at 2130 
W. Carroll Ave., Chicago 12, Ill. The 
entire area comprises over 12,000 
sq. ft. with separate departments for 
printed circuit production, amplifiers, 
page units, and research. 

Strom berg-Carlson Appoints Kufeld 
Appointment of Jack Kufeld as 

district manager for Stromberg-
Carlson in the Philadelphia area has 
been announced by Leon J. Knize, 
sales manager for consumer prod-
ucts in the firm's Special Products 
Division. Stromberg-Carlson is a 
division of General Dynamics Cor-
poration. 

E.V. Announces Additions to Staff 
Electro-Voice, Buchanan, Mich., 

announces the addition of James M. 
Price and Henry Mandler to its sales 
and merchandising staff. Mr. Price 
will act as general manager for the 
RME (Radio Manufacturing Engi-
neers) division and Mr. Mandler 
will specialize in high fidelity prod-
ucts. 
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Altec presents the 353A— 
the ultimate in stereo power... 
control...modern styling. 

N 
T'EC 

S o 
AMP LIFIER • PREAMPLIFIER 

uy Altec offers you so many features 

single stereo unit—at such a low price. 

gram peak pówer, 50 watts rms continuous, 25 watts per channel (nominal) , stereo 
!twork for three channel stereo. • Entirely new fashion-coordinated design and colors 
atinum gold) blend beautifully in any decor. • Highest quality components including 
n reserve power to give top performance for years even under maximum operating 
d controls for greater ease of operation. • Exclusive Altec ventilation formula 
e Feedback type equalization plus feedback all around tubes for minimum distortion. 
ependent of gain and tone controls. • Dual microphone inputs for stereo recording. 
nits: magnetic phono, ceramic phono, tape head, tape machine, radio, microphone, 
o or mono outputs: channel A and channel B recorder, left and right speaker, center 
liary speaker. • Dimensions 57/8" H x 15" W x 11 1/4" D (over knobs) • Weight: 
aly 35 pounds. • PRICE : $199.50 

:tor switch, Channel balance control, Dual Gain control, Dual Bass control, Dual 
) two channel—three channel switch, Stereo standard—reverse switch, Stereo — 
umble filter switch, Loudness contour switch • DISTORTION: Less than 1% THD at 
channel; Less than 1 Ç THD at 20 watts 30 to 15,000 cps each channel • FREQUENCY 

to 20,000 cps at 25 watts; db 10 to 30,000 cps at 1 watt • TONE CONTROL RANCE: 
4 db at 10,000 cps • OTHER FEATURES: Auxiliary speaker connections for stereo or 
ircuit breaker for thermal overload protection, DC heater supply to low level signal 

tubes. Silicon rectifiers in high voltage supply. 

WEE 
LANSING CORPORATION 

ALTEC LANSING CORPORATION, Dept. NEGRO 
1515 South Manchester Avenue 
Anaheim, California 

A Subsidiary of Ling-Altec Electronics, Inc. 
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The S-5000 Stereo 20 + 20 watt dual amplifier 
has received the "Oscar" of our industry by com-
bining all the best features of higher priced units 
into one compact unit; and it's made under quality 
control procedures second to none. 

Well known to the trade is Sherwood's S-30001I 
FM only tuner with inter-channel hush and below 
0.95 microvolts sensitivity—a matched piece for 
the S-5000. 

Available for delivery next month is our newest 
tuner, S-2200. This is a stereo tuner which com-
bines the FM circuitry of the famous S-3000 with 
AM & built-in MX provisions. 

Order your stock of pre-sold "Sherwood" now for 
the coming fall season. See your representative 
or feel free to phone our Sales Manager, Mr. Bud 
Fields, collect, at 4300 N. California Ave., Chicago 
18, III., IRving 8-7300. 

only for those who want the ultimate 
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product in with the dealer at the 
local level. 

Dealers can also expect to receive 
a greater variety of merchandising 
materials from their suppliers. One 
manufacturer, for example, will fur-
nish draperies (with dignified prod-
uct insignia) for use in window 
displays. Others will provide elec-
tric signs. There will, of course, be 
quantities of promotional literature 
available. 

All in all, 1960 shapes up as a 
most promising year for high fidelity 
components. The individual dealer 
will benefit to the extent that he 
follows through with his own adver-
tising, merchandising and salesman-
ship. 

To reach this new market that is 
being created, he will have to re-
examine his techniques and, in most 
cases, develop new approaches. 

Remember, this market consists 
of non-audiophiles who may never 
have heard of you. Your job is to 
reach them and cause them to come 
to your store for components. 

Audio Devices Appoints 

Chief Engineer 

William C. Speed, president of 
Audio Devices, Inc., N. Y., has ap-
pointed Andreas Kramer chief en-
gineer of the company's subsidiaries, 
The Audiotape Corporation and 
Audio Manufacturing Corporation in 
Stamford, Connecticut. 

Pilot Appoints Assistant Ad Mgr. 

The appointment of Miss Vivian 
Sherman as assistant to the adver-
tising manager has been announced 
by Pilot Radio Corp., Long Island 
City, N. Y. 

Free Audiotex Catalog Available 

A descriptive 16-page catalog cov-
ering a 150-item hi-fi accessory line 
is now available from Audiotex Mfg. 
Co. The illustrated publication shows 
each accessory in actual use. Free 
copy is available from Audiotex 
Mfg. Co., Dept. FR, 3225 Exposition 
Place, Los Angeles 18, Calif. 
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Altec presents the 353A— 
the ultimate in stereo power... 
control...modern styling. 

N 
A LT E C 

WATT 
A PLIFIER • PREAMPLIFIER 

ly Altec offers you so many features 

single stereo unit—at such a low price. 

• 100 watts stereo program peak power, 50 watts rms continuous, 25 watts per channel (nominal), stereo 
or mono. • Matricing network for three channel stereo. • Entirely new fashion-coordinated design and colors 
(platinum pink and platinum gold) blend beautifully in any decor. • Highest quality components including 
full-size tubes, maintain reserve power to give top performance for years even under maximum operating 
conditions. • Simplified controls for greater ease of operation. • Exclusive Altec ventilation formula 
prevents overheating. • Feedback type equalization plus feedback all around tubes for minimum distortion. 
• Recorder outputs independent of gain and tone controls. • Dual microphone inputs for stereo recording. 
• 14 stereo or mono inputs: magnetic phono, ceramic phono, tape head, tape machine, radio, microphone, 
and multiplex. • 6 stereo or mono outputs: channel A and channel B recorder, left and right speaker, center 
channel speaker, auxiliary speaker. • Dimensions 574" H x 15" W x 1114" D (over knobs) • Weight: 

approximately 35 pounds. • PRICE: $199.50 

CONTROLS: Input selector switch, Channel balailcu control, Dual Gain control, Dual Bass control, Dual 
Treble control, Stereo two channel— three channel switch, Stereo standard— reverse switch, Stereo — 
monophonic switch, Rumble filter switch, Loudness contour switch • DISTORTION: Less than 1% THD at 
25 watts 1,000 cps, each channel; Less than 1 (, THD at 20 watts 30 to 15,000 cps each channel • FREQUENCY 
RESPONSE: ± 1.0 db 20 to 20,000 cps at 25 watts; -±0.5 db 10 to 30,000 cps at 1 watt • TONE CONTROL RANGE: 

14 db at 50 cps; -±-14 db at 10,000 cps • OTHER FEATURES: Auxiliary speaker connections for stereo or 
mono programs. AC circuit breaker for thermal overload protection, DC heater supply to low level signal 

tubes. Silicon rectifiers in high voltage supply. 

12•85 
ALTEE 
LANSING CORPORATION 

ALTEC LANSING CORPORATION, Dept. HFS60 
1515 South Manchester Avenue 
Anaheim, California 

A Subsidiary of Ling-Altec Electronics, Inc. 
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The S-5000 Stereo 20+20 watt dual amplifier 
has received the "Oscar" of our industry by com-
bining all the best features of higher priced units 
into one compact unit; and it's made under quality 
control procedures second to none. 

Well known to the trade is Sherwood's S-3000 II 
FM only tuner with inter-channel hush and below 
0.95 microvolts sensitivity—a matched piece for 
the S-5000. 

Available for delivery next month is our newest 
tuner, S-2200. This is a stereo tuner which com-
bines the FM circuitry of the famous S-3000 with 
AM & built-in MX provisions. 

Order your stock of pre-sold "Sherwood" now for 
the coming fall season. See your representative 
or feel free to phone our Sales Manager, Mr. Bud 
Fields, collect, at 4300 N. California Ave., Chicago 
18, Ill., IRving 8-7300. 

only for those who want the ultimate 
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product in with the dealer at the 
local level. 

Dealers can also expect to receive 
a greater variety of merchandising 
materials from their suppliers. One 
manufacturer, for example, will fur-
nish draperies (with dignified prod-
uct insignia) for use in window 
displays. Others will provide elec-
tric signs. There will, of course, be 
quantities of promotional literature 
available. 

All in all, 1960 shapes up as a 
most promising year for high fidelity 
components. The individual dealer 
will benefit to the extent that he 
follows through with his own adver-
tising, merchandising and salesman-
ship. 

To reach this new market that is 
being created, he will have to re-
examine his techniques and, in most 
cases, develop new approaches. 

Remember, this market consists 
of non-audiophiles who may never 
have heard of you. Your job is to 
reach them and cause them to come 
to your store for components. 

Audio Devices Appoints 

Chief Engineer 

William C. Speed, president of 
Audio Devices, Inc., N. Y., has ap-
pointed Andreas Kramer chief en-
gineer of the company's subsidiaries, 
The Audiotape Corporation and 
Audio Manufacturing Corporation in 
Stamford, Connecticut. 

Pilot Appoints Assistant Ad Mgr. 

The appointment of Miss Vivian 
Sherman as assistant to the adver-
tising manager has been announced 
by Pilot Radio Corp., Long Island 
City, N. Y. 

Free Audiotex Catalog Available 

A descriptive 16-page catalog cov-
ering a 150-item hi-fi accessory line 
is now available from Audiotex Mfg. 
Co. The illustrated publication shows 
each accessory in actual use. Free 
copy is available from Audiotex 
Mfg. Co., Dept. FR, 3225 Exposition 
Place, Los Angeles 18, Calif. 
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What's the only way 
to eliminate rumble? 
Get rid of the motor and moving parts! 

For those obsessed with elimination of turntable rumble, we offer 
the solution shown. For those who are still unwilling to recommend 
this simple (but drastic) step, we would like to address a few points. 

All record players have some rumble BUT 
a well-engineered turntable will have so 
little rumble that it ceases to be a problem. 

This rumble obsession has led some manufacturers to adopt an 
inexpensive, lightweight motor which is primarily designed for 
constant load application such as in clocks and timers. A turntable 
motor, however, encounters constantly varying loads due to 
recording differences and modulations, changing tonearm position 
and variations in friction resulting from rotation and wear. Therefore, 
when a borderline, lightweight motor is used—quality and durability 
are sacrificed to eliminate a meaningless proportion of rumble—a 
truly false economy! 

In the superb line of Rek-O-Kut STEREOTABLES, the hysteresis 
synchronous motor is precision-made and capacitor-operated to 
assure smoother multi-phase rotation for years of dependable 

performance. The motors are isolated from the turntable and 
deck. Drive mechanisms and other moving parts 

are machined to extremely close tolerances. 
Rek-O-Kut sTEREarABLEs were used 

exclusively in the design and development 
of the 45/45 playback stereo cartridge, because 

vertical rumble, another serious factor in stereo playback, is at an 
absolute minimum in the Rek-O-Kut line of hysteresis STEREOTABLES. 
All these engineering features contribute to the exclusively 
accurate, silent operation of a STEREOTABLE. 

Sell the turntable line that creates sales through customer 
satisfaction, quality and prestige ... sell Rek-O-Kut STEREOTABLES 
world's finest ... the only company that has a complete line of 
STEREOTABLES-1, 2 and 3 speed—ALL powered by hysteresis 
synchronous motors! 

Look to Rek-O-Kut for the latest in turntable design. Newest 
models, L-34H and L-37H provide two speeds (345 and 
33Ji-78) and are powered by rugged hysteresis synchronous 
motors. Only $79.95. 

Rek-O-Kut Company, Inc. 
38-19 108th Street. Corona 68. New York 

Export: Morhan Exporting Corp., 058 Broadway, N. Y. C. 13, N.Y. 
Canada, Atlas Radio Corp., 50 Wingold Axe., Toronto 19, Ontario 
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AN INVITATION TO JOI 
IN HIGH FI 1 ELM/ RETAl 

CONCENTRATE your sales efforts on THE PREFERRED LINE—the 
line that offers you more of the world's finest high fidelity components than 

any other! PLUS...reliable factory service, plus maximum use of coopera-

tive advertising funds and the most consistently powerful hi-fi national ad-

vertising program in the industry! 

THE FISHER 
CONCENTRATE on THE BIG LINE, and you can cut down on inventory 
and promotional costs, and save valuable display and storage space as well! 

THE FISHER 
CONCENTRATE on THE QUALITY LINE, and you will still be able 
to offer your patrons audio components in every category and in a full range 

of prices—each component designed for those who demand professional per-

formance, years-ahead versatility and absolute reliability! 

THE FISHER 
ONLY FISHER CAN SUPPLY YOU WITH THE COMPLETE QUALITY LINE! 

WRITE, WIRE OR PHONE YOUR ORDERS TODAY! 

FISHER RADIO CORPORATION • 21-43 44th DRIVE • LONG ISLAND CITY 1, NEW YORK 
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Whatever Your 

Customers Want— 

FISHER 

fills 

the order best! 

The Receiver 
THE FISHER 600 

STEREO FM-AM RECEIVER 

The Tuners 
THE FISHER FM-100 

STEREO FM TUNER 

THE FISHER 10I—R 

STEREO FM-AM TUNER 

THE FISHER 100—T 

STEREO FM-AM TUNER 
With MASTER AUDIO CONTROL 

THE FISHER 202—T 

STEREO FM-AM TUNER 
With MASTER AUDIO CONTROL 

The Amplifiers 
THE FISHER SA—I00 

50-WATT STEREO POWER AMPLIFIER 

THE FISHER SA-300 

60-WATT STEREO POWER AMPLIFIER 

THE FISHER 30-A 

20-WATT MONO POWER AMPLIFIER 

THE FISHER 200 

60-WATT MONO POWER AMPLIFIER 

The Master Audio 
Controls 

THE FISHER 400—CA 

STEREO MASTER AUDIO CONTROL 

THE FISHER X-10IA 

STEREO MASTER AUDIO CONTROL 
With 40-WATT STEREO AMPLIFIER 

The Speaker System 
THE FISHER XP—I 

FREE-PISTON THREE-WAY 
SPEAKER SYSTEM 

The Accessories 
THE FISHER RK 

STEREO REMOTE CONTROL 

THE FISHER MPX-20 

MULTIPLEX ADAPTOR 

THE FISHER PR-66 

STEREO PREAMPLIFIER 

THE FISHER PR-6 

MONO PREAMPLIFIER 

THE FISHER 

LABORATORY TESTED 
AND MATCHED TUBES 



New Stereo Tape Recorder 
Cybernetically engineered 

for intuitive operation 
111lid SIII0Otil, \VIlitipCr feather-
light touch you control tape movement 
with the central joystick of your Newcomb 
SM-310. This exciting new stereophonic 
record-playback tape machine has been 
cybernetically engineered to fit you. 
Intuitively, you sense how to operate this 
handsome instrument. The natural move-
ment, you find, is the correct movement. 
Loading is utterly simple. It is almost impos-
sible to make a mistake. The transport han-
dles tape with remarkable gentleness, avoids 
stretch and spilling. 
The Newcomb SM-310 records stereo-

phonically live from microphones or from 
broadcast or recorded material. There are 

inking Controls on both channels for (DM-
billing "mike." and "line:' The SM-310 re-
cords and plays back half-track monaural 
also. So Vursatile is the machine that you 
may record and playback on either or both 
channels in the same direction. 
The SM-310 is a truly portable unit which 

combines the features required by the pro-
fessional and desired by the amateur for on-
location making of master stereo tapes. For 
example, the SM-310 takes reels up to 101/2 ", 
has two lighted recording level meters ar-
ranged pointer-to-pointer for ready compari-
son, has a 4 digit counter to pinpoint position 
without repeating on any size reel. For play-
back there are a "balance" control and a 

galled volume control. Head cover removes, 
giving direct access to tape for easy editing. 
The Newcomb SM-310 is a sleek, rugged, 

compact machine, discreetly styled by an 
eminent industrial designer in easy-to-live-
with shades of warm gray and satin alumi-
num...a gratifying, precision instrument for 
the creative individual who is deep in the 
art of tape recording. Eight, tightly-spaced 
pages are required in a new brochure to 
describe the SM-310 in detail; send for your 
free copy. 
Advance showings in New York and Los 

Angeles proves an unprecedented demand 
for this instrument. We urge those who de-
sire early delivery to place their orders now. 

IN-10 

NEWCOMB AUDIO PRODUCTS CO ., 6824 LEXINGTON AVENUE, HOLLYWOOD 38, CALIFORNIA 

NEWCOMB SALES REPRESENTATIVES 

CALIFORNIA, San Francisco 3, William J. Purdy Co., 312 Seventh St.; COLORADO, Denver, Cox Sales Co., P. 0. Box 4201, So. Denver Station; 
FLORIDA, Tampa 9, Morris F. Taylor Co., 4304 Corona St.; Winter Haven, M. F. Taylor Co., 940 Lake Elbert Drive; GEORGIA, East Point, M. F. 
Taylor Co., Box 308; INDIANA, Indianapolis 20, Thomas & Sukup, Inc., 5226 No. Keystone Avenue; MASSACHUSETTS, Brookline 46, Kenneth 
L. Brown, 54 Atherton Road; MARYLAND, Silver Spring, M. F. Taylor Co., P. 0. Box III; MICHIGAN, Ferndale 20, Shalc°, 23525 Woodward 
Ave.; Grand Rapids 6, Shale°, 700 Rosewood Ave., S. E.; MISSOURI, Clayton 5, Lee W. Maynard Co., 139 N. Central; NEW YORK, East Meadow, 
Harry N. Reizes, 1473 Sylvia Lane; Syracuse 14, Poston-Hunter Co., P. 0. Box 123, DeWitt Station; NORTH CAROLINA, Charlotte 5, M. F. Tay-
lor Co., 1224 Dresden Drive, West; OREGON, Portland 8, Don H. Burcham Co., P. 0. Box 4098; PENNSYLVANIA, Hellertown, M. F. Taylor Co., 534 
Ellen St.; Lansdowne, M. F. Taylor Co., 275 Bryn Mawr Ave.; Pittsburgh 36, M. F. Taylor Co., 5436 Youngridge Drive; TEXAS, Dallas I, Wyborny 
ET Yount Co., 408 Merchondise Mart Bldg.; WASHINGTON, Seattle 99, Don H. Burcham Co., 422 First Ave., West. 



Model 729 

Model 729 Cardioid Ceramic. Complete 
with desk-base and floor stand acapter. 
Ceramic generating element withstands 
extremes of temperature and humidity. 
Response 60-8000 cps. Output —55 db. 
High impedance. Two-tone gray. 

List Price, $24.50 

Model 7295. With switch. List, 526.50 

715 615 

Model 715 "Century" Ceramic. Non-directional. 
For table, stand or hand. Ceramic element 
Response 60-7000 cps. Output —55 db. High 
impedance. Satin chrome. List, $13.00 

Model 715S. With switch. List, $15.00 

Model 615 "Century" Dynamic. Has exclusive 
indestructible Acoustalloy diaphragm. Response 
80-8000 cps. Output —55 db. Choice of 50 
ohms or high impedance. List, $25.50 

Model 718 Ceramic. Non-directional. For hand 
or table use. Ceramic generating element. Re-
sponse 60-6000 cps. Output level —55 db. 
High impedance. List, $12.00 

FIRST CARDIOID AT SUCH LOW COST! 
CUTS BACKGROUND NOISE 

Accepts Only the Sound You Want 

Typical Cardioid 
Polar Pattern 

IDEAL FOR STEREO RECORDING OR PUBLIC ADDRESS 

Unidirectional pick-up and tailored response of the new E-V 
729 Cardioid make it economically ideal for many applications 
in public address, paging, dictating, home recording, amateur 
communications, and other sound use. The 729 Cardioid rejects 
unwanted rear-background noise and room reverberation. Per-
mits working from nearly twice the distance of conventional 
microphones. Reproduces only the sound you want, more faith-
fully and distinctly. Instantly slips in or out of desk-base 
supplied with microphone. Feels good in the hand. 

Where economy is a factor, you still have every 
advantage in selecting Electro-Voice. You get the 
benefit of the same high quality engineering and 
manufacturing that have made E-V the choice of 
television networks. You choose from the most 
complete line, the most accepted microphone line, 
in the world. You are certain of finest value and 
guaranteed satisfaction or your money back. 

926 920 

CHOOSE FROM THESE AND OTHER 

Model 926 Slim Crystal. For hand or stand use. 
Non-directional. Moisture sealed crystal. Re-
sponse 60-8000 cps. Output —60 db. High im-
pedance. Tiltable head. Satin chrome. List, $29.50 

Model 920 "Spherex" Crystal. All -direction pick-
up. Moisture sealed crystal. Response 60-7000 
cps. Output level —50 db. High impedance. Satin 
chrome finish. List, $27.50 

Model 712 Compact Ceramic. Fits comfortably 
in the hand. Non-directional. Response 70-7000 
cps. Output —55 db. High impedance. Gray 
Styron case. List, 57.50 

712 

E-V LOW COST MICROPHONES 

Model 924 Lavalier Crystal. For chest or hand 
use. Non-directional. Moisture sealed crystal. 
Response 60-8000 cps. Output —60 db. High 
impedance. With neck cord, support clips, and 
cable. Satin chrome finish. List, $20.00 

Model 727 Slim Ceramic. Instantly lifts out of 
base for hand use. Non-directional. Ceramic gen-
erating element. Response 60-8000 cps. Output 
—55 db. High impedance. Two-tone gray. With 
desk-base and floor stand coupler. List, $18.00 

Model 727$. With switch. List, $20.00 

Wide choice of Dynamic models, also available. 

Write for Catalog No. 136 to Dept 109-B 

No Finer Choice than 

INC BUCHANAN MICHIGAN, U S A. ELECTRO -VOICE, 

e 



STEREO 

THE SOUND THAT OUTMODES 
CONVENTIONAL STEREO! 

It took the engineering know-how of Weathers to discover this revolutionary 
electronic advancement in sound and size! TrioPhonic Stereo introduces the 
listener for the first time to "Equalized Sound." Now you can sit anywhere in 
the room and experience the same magnificent tonal realism and fidelity of 
full-range stereo. "Equalized Sound" is produced by two book-size full range 
stereo speakers and a unique, non-directional hideaway bass. 

Ask your dealer today for a demonstration of Weathers startling new audio 
dimension—TRIOPHONIC STEREO with "Equalized Sound." You must see it, 
hear it, compare it, to believe it! 

For the ultimate in TrioPhonic stereo listening, select the matched Weathers 
synchronous turntable with StereoRamic pickup system. 

For more information of TrioPhonic Stereo write for FREE book let, Dept. TN 0 

WEATHERS INDUSTRIES, 66 E. Gloucester Pike, Barrington, N.J. 
Division of Advance Industries, inc. 

Export: Joseph Plasencia, Inc., 401 Broadway, New York V 3, N. Y. 

Masters Loses Suit 

To Block Music Masters 
Masters, Inc., has failed to obtain 

an injunction against the use of the 
name "Music Masters" by William 
Lerner. 

Masters, Inc., had charged Mr. 
Lerner, trading as Music Masters, 
53 W. 47th St., New York City, with 
trading on the good will of Masters, 
Inc., and with misleading the pub-
lic. 

New York Supreme Court Justice 
Henry Clay Greenberg, in denying 
the injunction, noted that Music 
Masters has been in business for 
nine years. He further observed that 
the use of the name "Music Masters" 
clearly identified the store as one 
engaging in the products of "the 
masters of music." 

Music Masters, organized origi-
nally as a record shop, added audio 
components several years ago. Mas-
ters, a promotional department store 
chain, operates discount record de-
partments and has recently entered 
into an arrangement with Hudson 
Radio, whereby Hudson operates 
components departments in five 
Masters' stores under the Masters' 
name. 

Robins Offers Free Display 
Rack With Offer Of 

Impulse Stock 

H dealers seeking `impulse' 
items and follow-ups on recorder 
and tape sales may be interested in 
a new display of tape care acces-
sories announced by Robins Indus-
tries and now available from local 
distributors. 

The new DD-3T Robins Display 
Deal features 13 different tape care 
items mounted on a counter or wall 
display. Included are a low-cost 
book on tape editing, five models of 
the famed Gibson Girl tape splicer, 
Robins tape-head demagnetizer, tape 
cleaning cloth, tape head cleaner, 
splicing tape, clips and reel labels, 
and tape threader. 

The display is free and with a 
special discount the cost of the dis-
play-mounted 13 items is less than 
the cost of the 13 items purchased 
alone, it was noted by Robins Indus-
tries president Herman "Hy" Post. 
He added that back-up stock for the 
display is also available at a special 

discount to provide even higher 
profit margin. 
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AMPEX 
STEREOPHONIC RECORDER/REPRODUCER 

Stereo 
Portable 
PLUS! 
Guiding the Ampex engineers who created the 960 was a dual objective— 
that of building a machine which was not only a superb example of 
engineering skill, but one which would also offer its user 
a range of capabilities far exceeding that of any other recorder made today. 
The result was not merely an improved stereo recorder, 
but an entirely new concept in home entertainment. 
The STEREO 960 fits into family life in literally dozens of ways, contributing many 
tangible benefits in musical, educational and recreational fun. You'll use it to keep up the 
family correspondence by sending "letters in sound", to tape stereo programs off the air, 
to preserve your best monaural and stereo discs on tape, and to acquire new musical and language skills. 
You'll have endless fun exploring the 960's many fascinating recording capabilities, including 
sound-on-sound, echo chamber effects, and other advanced techniques. 

ABOVE-960 PORTABLE STEREO 
RECORDER/REPRODUCER 

BELOW--MODEL 2560 PORTABLE 
STEREO SYSTEM CONSISTING OF 

960 AND PAIR OF 2010 
AMPLIFIER-SPEAKERS 

AlVIP1-44X STEHKO SIGNATURE OF PERFECTION IN SOUND 



RECORDER/ REPRODUCER 

SPECIFICATIONS 

The true values of a recorder are best assessed through careful evaluation of its performance specifi-
cations and operating features. It is worthwhile noting here that these specifications are based not on 
theoretical design parameters but on actual performance tests. They are specifications which the 

recorder not only meets or exceeds today, but which years from now will still hold true. 
The Ampex Model 960 Stereophonic Recorder, Reproducer is capable of essentially distortionless 
frequency response from 30 to 20,000 cycles per second at the operating speed of 71/2 inches per 
second, and from 30 to 15,000 cycles per second at 33/4 inches per second. Its precision-engineered 
timing accuracy is such that it offers perfection of pitch held to tolerances of less than one-third of a 
half-tone. Playing times, using standard (.002"), long play (.0015"), and extra-long play (.001") tapes 

are as follows: 

1 

(a) 4-Track 
Stereo Tapes 

(b) 2-Track 
Stereo Tapes 

(c) Monaural Tapes, 
half-track 

200 foot reel 33/4 ips - 2 hrs. 8 min. 
71/2 ips - 1 hr 4 min. 

33/4 ips - I hr. 4 min. 
71/2 ips - 32 minutes 

33/4 ips - 2 hrs. 8 min. 
71/2 ips - 1 hr 4 min. 

800 foot reel 33/4 ips - 3 hrs. 12 min. 
71/2  ips - 1 hr 36 min. 

33/4 ips - 1 hr. 36 min. 

71/2  ips - 48 minutes 
33/4 ips - 3 hrs. 12 min 
71/2 ips - 1 hr 36 min. 

400 foot reel 33/4 ips - 4 hrs. 16 min. 
7I/2 ips - 2 hrs. 8 min. 

33/4 ips -2 hrs. 8 min. 

71/2  ips - 1 hr. 4 min. 
33/4 ips - 4 hrs. 16 min 
7I/2 ips - 2 hrs. 8 min. 

RECORD INPUTS: High impedance line inputs (radio/TV/phono/auxiliary) 0.3V rms for program level; 
high impedance microphone inputs 

PLAYBACK OUTPUTS: Approximately 0.5V rms from cathode follower when playing program level tapes 

PLAYBACK FREQUENCY RESPONSE- 30-20,000 cps at 71/2  ips; 30-15,000 cps at 33/4 ips 
Within +2 db 50-15,000 cps at 71/2  ips, 55 db dynamic range 

Within +2 db 50-10,000 cps at 33/4 ips, 50 db dynamic range 

FLUTTER AND WOW: Under 0.2% rms at 71/2 ips; under 0.25% rms at 33/4 ips 

HEADS: Manufactured to the same standards of precision that exist in Ampex broadcast and recording 
studio equipment. Surfaces are lapped to an optical flatness so precise that they reflect specified 

wavelengths of light, resulting in uniform performance characteristics and greatly minimizing the 
effects of head wear. Azimuth alignment of stereo head gaps in the same stack is held within 20 
seconds of arc, equivalent to less than 10 millionths of an inch — a degree of precision achieved 

through use of a unique process involving micro-accurate optical measurements within a controlled 
environment. Head gap width is 90 millionths of an inch +5 millionths of an inch. 

KEY TO THE EXCITING FUN FEATURES OF THE 960--

THE AMPEX STEREO-GRAPH 

Here's the simplest, quickest answer 
to almost every question about how to 
perform the operations illustrated at 
right and numerous other recording 
functions. The Ampex Stereo-Graph 
shows you, quickly and clearly, the 
proper dial settings to make for more 
than a dozen of the most popular uses 
for the 960 . . . including sound-on-
sound, language and music instruction, 

and other special effects. A convenient 
tape footage/playing time indicator is 
included on the reverse side. 

MODEL 2010 

MATCHING AMPLIFIER-SPEAKER 

The Ampex Model 2010's ten-watt (20 watts peak) ampli-
fier section provides operating characteristics (unequalized) 
flat within ' 0.1 db, with total harmonic distortion less 
than 0.5 of 1%, throughout the maximum range of human 

hearing ability, at rated output. Noise and hum are 80 db 
below rated output, and input sensitivity is 0.18V to 

develop rated power. 
The specially designed 8" speaker provides smooth, peak. 
free response throughout a remarkably wide audio range. 

Such superior design features as its massive die-cast frame 
and edgewise-wound ribbon coil contribute effectively to 

higher levels of performance than ever before achieved 
with a speaker this size. 

MODEL 960 DIMENSIONS: Portable cases 9" x 15" x 171/2". Unmounted recorder 

13" x 15" x 6Ys" depth below top plate, ni" above. Recorder weight 36 lbs., 

speaker amplifier 31 lbs. 

AMPEX AUDIO. INC. • SUNNYVALE. CALIFORNIA AANS 

Your favorite LP's and Stereo 
Discs are at their exciting 

best while they're new and 
unscratched That's when to 

tape them on your Ampex, 
and preserve their original 

quality for keeps! 

There's a real future in family 
fun like this—with your 

Ampex you can live such 
happy moments over and 

over again, with a quality so 
lifelike you're almost literally 

carried back. 

Letter-writing is no longer a 
problem, with an Ampex 

'n the house ... now it's a 
family project. And even 

more fun than sending letters 
in sound is receiving them! 

Learning to speak o new 
language is made 

immeasureably easier on 
the Ampex; you can record 

your own phrases side-by-side 
wth those of the instructor, 

and ploy them back for 
comparison at any time. 

Relax and enjoy the show— 

let your Ampex do the 
narration! With the 
commentary on tape, your 

color slide shows are more 
professional, more complete, 
and more fun! 

When you tape it "off the 
air" your only cost is for 
blank tape. Yet your musical 
repertoire con soon equal 
that of all the stations 
you hear! 

In the Ampex "Speech Testing 
Game", you pit your wits 
against the trigçer-quick 
memory of the Ampex 
recorder/reproducer. You 

can't win, but it's fun trying. 

- 

For "letters in sound", the 
3" tape reel holds as much 
as a 10-page letter, mails 
first class anywhere in the 

United States for 8c. 

The Ampex, in private 
rehearsal, cars be a wonderful 
confidence-builder for 
people who normally develop 
rubber knees when faced 
with the prospect of 
speaking befrore a group. 

When you strike up the band 
in stereo, you don't need 
professional musicians to 
make a professional 
recording. Advanced 
techniques are amazingly 
easy on the Ampex. 



SERIEt. 380 

COLLECTORS' SERIES 380: Hermetically sealed and fully encapsulated in precious mu-metal for a life-
time of trouble-free and hum-free performance. Without 
question the finest pickup available...with more quality 
features than any other pickup on the market. Two com-
pliance ranges—"A" type "V-GUARD" stylus for tran-
scription tone arms; "C" type "V-GUARD" stylus for 
auto-changer arms. Flat -± 2 db from 20 to 20,000 cps.; 
Exclusive magnetic discriminator provides channel sep-
aration of 25 db or better. Push-pull magnetic gen-
erator provides an output of 2 mv per cm/second of 
recorded level per channel, generously adequate for 
any make preamplifier with a magnetic cartridge input. 
Four output terminals plus exclusive, optional metal-
case ground strip to prevent ground loops with metal 
tone arms. Recommended tracking force: "A" stylus in 
transcription tone arms from 2 to 5 grams; "C" stylus 
in auto-changer tone arms from 3 to 7 grams. 

Model 380E "Collectors' Ensemble" includes the 380 Stanton 
Stereo FLUXVALVE with 3 "V-GUARD" styli: 
D3807A for stereo; D3810A for microgroove; 
S3827C for 78's  $60.00 

Model 380A includes the Stanton Stereo FLUXVALVE and 
D3807A "V-GUARD" stylus for transcription arms 
 $34.50 

Model 380C includes the Stanton Stereo FLUXVALVE and 
D3807C "V-GUARD" stylus for auto-changer arms 
 $29.85 

*PICKERING — for more than a decade— 

the world's most experienced manufacturer 

of high fidelity pickups ... supplier to the 

recording industry. 

pFOR THOSE WHO CAN HEAR THE DIFFERENCE 
a I a 

ICK Ilg 
PICKERING & CO., INC, PLAINVIEW, NEW YORK 

OCTOBER, 1959 

from Pickering* 
THE broadest line of stereo cartridges available... each model fully compatible for all records, stereo-
phonic and monophonic. Here is a line which offers 
your customers a complete choice... Stanton Stereo 
FLUXVALVE Pickups for every application, for 
every listening requirement and for every individual 
taste. Only PICKERING offers the lifetime pickup 
in both, the Collectors' and Pro-Standard Series. 

DRO-STANDARD SERIES 371: Hermetically sealed for 
a lifetime of trouble-free performance. Two com-

pliance ranges—"A" type "T-GUARD" stylus for tran-
scription arms; "C" type "T-GUARD" stylus for auto-
changer tone arms. Response is flat, ± 2 db 20 to 
20,000 cps. Exclusive magnetic discriminator provides 
channel separation of better than 20 db over the entire 
stereo range. Balanced "hum bucking" push pull mag-
netic generator provides an output of 2 mv per cm/ 
second of recorded level per channel, generously ade-
quate for any make preamplifier with a magnetic car-
tridge input. Recommended tracking force: "A" stylus 
in transcription tone arms from 2 to 5 grams; "C" stylus 
in auto-changer tone arms from 3 to 7 grams. 

Model 371A Mkllincludes the 371 Stanton Stereo FLUXVALVE 
with D3707A "T-GUARD" Stylus for trans-
cription arms  $26.40 

Model 371C Mkllincludes the Stanton Stereo FLUXVALVE with 
D3707C "T-GUARD" Stylus for auto-changer 
arms  $24.00 

SERIES 371 
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New on the Market 
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Webster Stereo Suite 
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Shure Matched Microphones 
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Pre-Amp for Tape Decks 
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Turner Citizens' Band Mikes 

.1 111110 11111.011 W 10111 1110110- -111,i fiea Ily il,' 
'la nett 11./. ta I no - band radio Nlodel 907 is 

', mink' bawl dtsk %% 11h rest/oils.' 
id tit t-S.:Nini ens.  liii thu Ii I il -55 dil N . 

sutIti. *s. SI( sio; i. NV 11,1 for t t ty 
operation anti 11:1- to talk -wiltb. with 
n•sponse oi 811 ; it to le- :111.1 01111 /111 I,'\ 0 of 

tilt 8,1 5.1 io 
NI'sit Silt I I tit 1111 lo U1111 

111:,11 , 1;0 ›,0111 o11111111 

1.5 ,1 50. 1%10111'1 ill 901: I. lIt UM 

ii mounting lumen  
les I Imo output hot 
to edit I, 

Acro Stereo Pre-Amp 

A erosound lug le ..1,11ed t. 111:111• for A'r..'-
S i ereo 2(1 iind tilla :Linear II amps. Eight - 
position input suit-toter tor 78. LP. RI A A I . 
RIA At!, tape t teat t, nitilliplex and 
aux. Out put --teleetor 1' modes t -Intel:, A , 

stereo. ... II 111010 A-B, ill1.1), 

A. tnono Ill. Lineal-lot,: I in. high, t 
in. long :111,1 it deep. 81 i .7in fill!' kit 
811*!9.50 laboratory a -senililed 

Fisher Tuner-Control Center 

1.11111111k 

tb lb 4 ur: tik) 

Niodel tool' ...intone- a -I eiet 1,N1 -.NNI tuner 
and a nut -t er :omit° tlintrol tent 'l'itt, till,. 

11111 .U1,11.(-11 F0111.11,11 110 nil- itI SW 110,, 

011 1111• 11'0111 Panel and list' tut the rear itanel 
permit with- st lee! ion id' orou rain >0111, 12. FM 

and ANI nuts :ire wholly independent in 
operation and t oat, be used individually for 1110110-

phlinio• 1'14 , 10 ion or SillItlit Alli .011,ly for 111 
«1.'1 , 0 1.1,11111011. I 'mil rot. eenter ineomorated in 
II., unit eortipri.ev wo ully independent pre-

ehannels. with 'even input -• tin how panel 
-,Paritte PNI and ANI I toting ',nit sepa-

ri le d11:11 Iti.•11011 -10,1111 -11 and treble emit lads. 
master volume ',tarot. ••0111r01 and 
eltannel Italais•tt emit rol. Fretnieney 
uni t01.111 Irian i.i Ill 2.0,000 41. ± I il,. Ile-Potting 
less 1 han tiereent al lilted moon' 1,1 :t S . 

with simulated teal hereto ttret I mil il 
,•,1;1111. availahlo ii I 5.:15 atith 
t Iona I. 

SOLD ONLY THROUGH FRANCHISED DEALERS! 

INTRODUCI0: 

.,THE NEW 728 "PROFESSIONAL" 

Write for details on valuable profit 
protected franchise program to: 

Department 12 

flz agnecord 
... is looking for a limited number of aggres-
sive, qualified dealers who can sell quality 
and performance. Outstanding advertising 
and franchise dealer programs will help you 
sell the world's most complete line of tape 
recording instruments. The Magnecord line 
of ruggedly built instruments includes . 

. . . rugged, reliable 

THE PT 6 "workhorse" of the 

broadcast industry. 

. . . "The Editor" . . . 

includes all of the capa-

THE P 75 bilities of the PT 6 plus 

extended performance 

and utility. 

THE M 90 

. . . "Mighty" in all 

performance character-

istics . . . Magnecord's 

prestige tape instrument. 

THE ONLY TAPE 

RECORDER AT 

ANY PRICE 

THAT DOES 

EVERYTHING! 

agn e cord 
P. 0. Box 7186 / Tulsa, Okla. 

DIVISION of MIDWESTERN INSTRUMENTS manufacturers of electronic data acquisition instruments 
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you may now select from two 

magnificent 'SHURE_ 
PHONO CARTRIDGES 

Shure Stereo Dynetic Cartridges are designed and made specifically for listeners who appreciate 
accuracy and honesty of sound:They separate disc stereo sound channels with incisive clarity, 
are singularly smooth throughout the normally audible spectrum ... and are without equal in 
the re-creation of clean lows, brilliant highs, and true-to-performance mid-range. Completely 
compatible ... both play monaural or stereo records, fit all 4-lead and 3-lead stereo changers 
and arms:Available through responsible high fidelity consultants and dealers. 

PROFESSIONAL 
MODEL M3D 
AT $45.00* 

Incomparable quality — the overwhelming 
choice of independent critics and experts. 
Floats at a pressure of only 3 grams in tran-
scription tone arms. Distortion-free response 
from 20 to 15,000 cps. Unparalleled com-
pliance. Built to perfectionist tolerances. 

CUSTOM 
MODEL M7D 
AT $24.00* 

Outclasses every cartridge except the Shure 
M3D—by actual listening tests! Tracks per-
fectly at minimum pressure available in all 
record changer arms. Smooth from 40 to 
15,000 cps. 

*audiophile net, with 0.7 mil diamond 

Use Only Shure Replacement styli that carry 
the certification in "Precision Manufactured 
by Shure;" inferior imitations can seriously 
degrade the performance of the cartridge. 

Shure Brothers, Inc. 
222 Hartrey Avenue, 
Evanston, Illinois 

Public Relations ... 
(Continued from Page 23) 

the quality of your merchandise is 
with "public appearances" of your 
own. If a special musical program 
is being given in town, find out if 
high quality reinforcement of the 
sound would be attractive to the 
manager. As an expert on high fi-
delity, you are in a much better 
position to do the job than the aver-
age "public address" man. You ask 
that your name be discretely dis-
played on the equipment and rm the 
printed program. 

Or maybe your sound-reinforce-
ment system is such a new thing, or 
has such unusual characteristics, that 
it will be worth a news story in it-
self. If there has been trouble with 
hearing in a particular auditorium, 
and you solve the problem, inter-
views with astounded listeners, used 
to the hall's older state, will make 
good copy. Talk with the auditor-
ium's public relations man about it. 
The public is excited about high 

fidelity, but the great majority is 
scared of the technical side. They 
are afraid they won't be able to dis-
cuss it with you intelligently, or 
make their own wants known. Your 
open houses or other community 
parties can go a long way to giving 
people the reassurance they need. 
But you must stress at every oppor-
tunity the fact that you are eager 
to talk to the public on any level, 
will be patient in explaining what-
ever they don't understand, will 
answer any question enthusiasti-

cally. 
Most important in giving custom-

ers a sense of security about your 
operation is a prompt and effective 
service program. This doesn't have to 
be enlarged upon, it is so obvious. 
But it does need all possible em-
phasis. Effective, fast service is more 
than service, it is one of the best 
public relations activities available 
to the dealer. 
You let your public know about 

your service policy in many ways: 
through your advertising, through 
placards in your store, through con-
versation, by touring visitors through 
your service department, by an-
nouncing through the paper when 
you hire a new manager, or a "chief 
engineer" who is a local youngster 
just out of technical school, etc. 
The foregoing all comes under the 

head of influencing the whole public 

as directly as possible, through in-
vited events in your shop, through 
special events that create news 

(Continued on Next Page) 
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stories, through the picture the pub-
lic gets from looking at your shop 
and talking to you. 

Another class of public relations 
activities can be called "influencing 
the influencers". This part of your 
effort is concentrated on people in 
your community who are in a posi-
tion to influence large numbers of 
other people. The columnist on rec-
ords and high fidelity in the local 
paper is a prime example. If some 
really "hot" new equipment comes 
in, tell him about it. Invite him to 
come listen. Any journalist who reg-
ularly addresses the public, no mat-
ter what his subject matter, needs 
a constant flow of fresh material and 
if you are alert, you will discover 
occasional items of information that 
help you and him at the same time. 

The "influetrcers" in your commu-
nity are not just the journalists, 
however. Don't forget that any citi-
zen of importance who deals with 
your shop lends you some prestige, 
and moreover by word of mouth 
endorsement can send many others 
to you. If professional organizations 
such as the music department of the 
local university, or the high schools 
or the local symphony group, or a 
church, find your shop the best place 
for high fidelity, literally hundreds 
of individual citizens are bound to 
know it and be impressed. 

All we have said about public re-
lations for the high fidelity dealer 
will seem simple and logical, with-
out any tremendous surprises for 

you. But are you making this knowl-

edge work for you? A concentrated, 

unremitting program using every 

public relations avenue open to you 

will without fail pay tremendous 

dividends. In fact, in this whirling 

age, when a man's every minute is 

competed for by dozens of organi-

zations eager to tell him a story, 

you cannot succeed over the long 

run without an active public rela-

tions program. Every effort you put 

into it pays in enlarged business. 

Michael Named To Exec. Staff 

John D. Michael has been named 

to the executive sales staff of the 

distributor division of Quam Nichols 

Company, Chicago speaker and elec-

tronic components manufacturer, 

Helen Staniland Quam, vice presi-

dent, announced. Michael will assist 

Mel Krumrey, manager of the Dis-

tributor Division. 

Smart 

furniture styling 

...component 
flexibility 

179 

•••• 

Elrotape 

`STER.,E0 ST_TITE' 

The "sell" is built in . . . because this new 'Stereo Suite' 
pleases the eye as it does the ear. Fine furniture 
wood cabinets in a choice of hand-rubbed Danisli walnut 
or fruitwood are scaled and styled to fit in any decor. 
Light, separate units (in contrast to bulky single 
enclosures) give flexibility in arrangement; better 
control of stereo "balance." Here, too, is typical Ekotape 
quality — and fidelity beyond compare! 

'Stereo Suite' consists of a stereo tape recorder and 
playback control center with the new Ekotape GL 04 
recorder-playback preamp and all controls housed in the 
base. It records and plays back monaural, four-track and 
two-track stereo. Each matching speaker cabinet 
includes a twelve-watt high fidelity amplifier, three 
inch and eight inch speakers with network. 

Extra versatility . . . in addition to tape 
programming the control center has six inputs for 
changer, tuner, microphones. Each cabinet measures 
17" wide, 16" high, 12" deep at base. 

'Stereo Suite' — another profitable reason for handling 
the Webster line. Your area may be open . . . write 
today if interested, or talk to the man from Webster. 

ELECTRONICS DIVISION 

%NE E3 STER ELECTRIC 

RACINE - VJIS 
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EIA Asks Investigation 
Of Transistor Imports 
The Electronic Industries Asso-

ciation has requested the Office of 
Civil and Defense Mobilization to 
investigate growing imports of Jap-
anese transistors and other semi-
conductor products and to determine 
whether they threaten American 
security. 

If a security threat is found, EIA 
will ask the OCDM to take appro-
priate action. 

In making the request, D. R. Hull, 
EIA president, stated: "Among the 
several semiconductor products, the 
import of Japanese transistors, as 
separate units or combinations of 
units, and as part of end products, 
presents the greatest threat to our 
national security. Representing one 
of the major United States electronic 
inventions in recent years, transistors 
constitute a vital part of our de-
fense program and are used increas-

ingly in the development of military 
weapons systems." 
EIA reported that American im-

ports of Japanese transistors had 
jumped from 560,000 in 1956 to 
26,736,000 in 1958 and 14,967.000 in 
the first quarter of 1959. 
While American production of 

transistors has grown rapidly also, 
EIA pointed out, "the rate of in-
crease is far below that of Japan." 
From 1956 to 1958, domestic produc-
tion rose from 12,840,000 to 47,051,000. 

North American Philips Names VP 

Frank Randall, president of Am-
perex Electronic Corp., has been 
elected vice president of North 
American Philips Company, Inc. 
Manufacturers of electron tubes and 

semiconductors for communications, 
defense and industry, Amperex is 

Service... 
(Continued from Page 31) 

technicians are hard to come by. In 
1957, Mr. Marlowe heard of an Eng-
lishman, Charles E. Richardson, who 
was—and is—an extremely compe-
tent audio engineer. Following a 
fair amount of correspondence by 
recorded tape, the resultant "meet-
ing of minds" saw Mr. Marlowe 
sponsoring Mr. Richardson and fam-
ily for entry into the United States. 
Says Richardson, who currently 
manages the Queens Sono-Vision 
branch, "It was the smartest move 
I ever made!" 

Asked about the future of the 
industry, Mr. Marlowe says, "We 
will never reach the saturation 
point in hi-fi. The consumer today 

is demanding better and more at-

tractive home entertainment equip-
ment. Two years ago, the consumer 
was interested in specifications and 

watts. Today, he not only demands 
performance, but attractive pack-

an affiliate of N A Phili . ps . aging as well. 

Every FM Set Needs The Best FM Antenna For True Hi-Fi Reception— 
The JFD Stereo-Cone Turnstile! 

New FM Antenna Idea Opens New Service-Dealer Market! 

GOLD ANODIZED 

FM STEREO-CONE TURNSTILE KITS! 
NEW CUSTOMERS! NEW SALES! NEW PROFITS! 

model De5crIptIon 

AT M175 Complete Kit with twin lead,accessories $13.95 

AFM150 "Attach antenna only $1 1.95 

ATTACHES TO ANY TV ANTENNA 
MAST IN MINUTES! 

Here's a new FM antenna concept that obsoletes 

inefficient folded dipole turnstile antennas. 

New JFD 8-Element Stereo Cone FM Antenna fills 

in "blind spots" of ordinary turnstile antenna— 

delivers brilliant 360 degree high-fidelity reception 

of all FM stations from all directions. Gold anodized 

too, for sparkling eye appeal. 

Available in two types of kits for  existing TV 

antenna installations and new FM antenna 

installations—complete with twin lead and 

mounting hardware. 

Write for form 819 illustrated bulletin describing 

complete new JFD FM antenna line. Better yet, 

see your JFD Distributor today. 

OBSOLETE 
e 4-ELEMENT FM 

TURNSTILE 
PATTERN HAS 
"BLIND SPOTS" 
THAT CAN'T SEE 
ALL FM STATIONS 

NEW JFD 
8-ELEMENT FM 
STEREO CONE 
TURNSTILE HAS 
TRUE 360 
ALL-DIRECTIONAL 
RECEPTION 

Pioneers in Electronics since 1929 

ELECTRONICS CORP 

BROOKLYN 4. NEW YORK 
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Sell the exclusive advantages 

of tapes of Mylar 
You'll build customer satisfaction...tape profits 

LONG PLAY. 50(¡¡ or more extra playing time per reel, be-
cause "Mylar" is tough even in thin gauges. This means 
fewer reel changes—uninterrupted performance. 

LONG LIFE—LASTING FIDELITY. Prized recordings will 
reproduce faithfully for years because tapes of "Mylar" can-
not dry out, crack or become brittle with age. 

TOUGHNESS. Tapes of "Mylar" offer a 300 per cent margin 
of safety against stretching and breaking under normal playing 
conditions . . . even at fast rewind speeds. 

STORAGE PROBLEMS ELIMINATED. Extreme changes in 
temperature and humidity have virtually no effect on tapes 
of "Mylar". No need to pamper tapes. 

You can build sales and profits by 
prominently displaying tapes of 
Du Pont "Mylar"* polyester film 
on counters, in window displays and 
through personal demonstrations. 
More and more tape dealers are 

creating repeat sales and bigger tape 
profits by promoting the exclusive 
advantages of tapes of "Mylar". 
National advertising by Du Pont 
in hi-fi and tape-recording maga-
zines supports your sales program. 
And, to help make your personal 

selling easier and more effective, 
Du Pont will send you 10 Sales-
men's Tip Cards. Write today for 
your free supply. E. I. du Pont de 
Nemours & Co. (Inc.), Film Dept., 
Room H F-10. Wilmington 98, Del. 

DU PONT 

MYLAR 
POLYESTER FILM 

[G PAT Or , 

Better T'Ulgs for Better living 
...through Chemistry 

*-Mylar" is Du Ponts registered 
trademark for its brand of 
polyester film. Du Pont man-
ufactures "Mylar", not finished 
magnetic recording tape. Tapes 
of "Mylar" are made by all 
manufacturers. 
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FROM ONE WHO LEARNED 
This enlargement shows a diamond-
chip needle sent us by a disappointed 
user, who learned all diamond 
needles are not O.K. Shows what 
happens if a heat bubble forms 
when a chip is welded on. Can't 
happen with a-Duotone Needle that 
uses only the whole diamond set 

deep in the metal shank. 

Insist on Duotone. 
9 Be sure. Duo/one's 
' whole diamond 
S, can't break off. 

DUOTONE DIAMOND NEEDLE 

'Whit remembers.' 
Keyport, N. J. 

In Canada: Chas, W. Pointon, Ltd., Toronto 

Phila. Festival 
Opens for Season 
Audio dealers in the Philadelphia 

area will have an opportunity to tie 
in with a season-long Festival of 
Music of the Western Hemisphere. 

The Festival, originated by Jeanne 
Behrend, pianist and lecturer, was 
opened officially Sept. 27 by Phila-
delphia's Mayor Richardson Dil-
worth. 

Between October and June, more 
than 60 organizations — orchestras, 
choruses, chamber groups, schools, 
churches and opera companies—will 
present programs of music of the 
Western Hemisphere, past and pres-
ent. 

The purposes of the Festival are 
(1) to inform the public of the mag-
nitude and diversity of Western 
Hemisphere music; (3) to trace its 
roots; (3) to deepen awareness and 
appreciation of our musical heritage; 
(4) to fuse past and present as a 
foundation for the future; (5) to 
establish Philadelphia as a leader in 
cultural interchange, and (6) to 
make this Festival a model for other 
cities and cultural centers. 

Sonotone Announces 
Expanded Tube Line 
Sonotone Corp., has announced 

the expansion of its line of military, 
commercial and "entertainment" 
tubes to approximately 100 types, 
both miniature and subminiature. 
The company supplies tubes for both 
original equipment and jobber pur-
poses. The firm explains that "en-
tertainment" is the name for tubes 
used in hi-fi units, TV sets, and 
radios. 

A completely new and expanded 
jobber line of 75 types is part of 
the overall Sonotone tube program, 
according to the firm. The line fea-
tures audio type tubes, including 
European-type high fidelity tubes, 
radio tubes and TV type tubes. The 
company indicates that the jobber 
tube line is competitive in pricing 
structure and a distributor intro-
ductory stocking program is being 
offered. 

lvans Becomes Cohu Vice President 

Appointment of William S. Ivans, 
Jr., as a vice president of Cohu 
Electronics, Inc. was announced by 
La Motte T. Cohu, president and 
chairman of the board. 

for your profit's sake, 
push the ONE line that 
pulls the MOST for you 
in traffic and profits... 
push EICO. 

world's largest-selling 
KIT-and-WIRED Line... 
TEST INSTRUMENTS 

• HAM GEAR 

48 HIGH FIDELITY TRADE NEWS OCTOBER, 1959 



SPECIALIZE IN SELLING 
SPECIALIST-MADE SPEAKERS 

Anybody can make a loudspeaker. 
Yes ... and anybody can make a cam-
era, an automobile, or build a dam. 
But when we want the very best, we 
automatically turn to a specialist 
producer. 

Specialization is the basis for the 
whole component high fidelity indus-
try. People who want the very best in 
sound come to you, the audio special-
ist. They respect your recommenda-
tions. They expect you to introduce 
them to components made by spe-
cialist manufacturers. 

Your job is easier when you give 
them what they expect. From a prac-
tical standpoint, specialist-made JBL 
speakers give you much, much more 
to offer: 
A complete range of precision 

transducers—one to meet any budget; 
all types of systems—horn, reflex, 
infinite baffle; the acoustical lens; the 
four-inch voice coil; radial refraction; 
the ring radiator; linear-efficiency 
design; precision construction ... 

But only when you offer JBL Signa-
ture Loudspeakers can you present 
all of these features. Remember the 
source of your own strength—spe-
cialization—and sell loudspeakers 
produced by the world's leading spe-
cialist manufacturer of precision 
transducers ... 

JAMES Il. LANSING SOUND. INC. 
3249 Casitas Ave. 
Los Angeles 39, Calif. 

%moo 
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\ 
E W  \e Yellow Pages... 

makes 

ALL 
COLUMBIA 
Microphone 

Cable 

NOW 
WITH FOAM 
POLYETHYLENE 
INSULATION FOR 

LOWER CAPACITANCE 

Our NEW Flexlife Plastic 

Insulation now used in 

our microphone cables 

and test lead wire pro-

vides flexibility as good 

os rubber with much 

neater appearance and 

far greater life. 

Send for your samples 

today'  no cost 

or obligation. 

Available from leading 
distributors 

2850 Irving 

Chicago 18, 

Park Road 

Illinois  

(Continued from Page 21) 
Hi-Fi Radio & TV Co., of Washing-
ton, D.C., has chosen five headings 
for his directory program. They are 
"Phonographs - Dealers & Service." 
"Sound Systems & Equipment," TV 
Dealers & Service," "Radio Dealers 
& Service," and "High Fidelity 
Sound Equipment." 
Mr. Roussil believes that this kind 

of representation brings him many 
of the orders he gets for under 
$150. A number of the telephone 
calls he receives are from transients 
staying at Washington hotels. In 
most cases, these people are from 
towns without a local hi-fi dealer. 
Usually in the market for parts, 
these prospects look up a dealer in 
their hotel room's classified tele-
phone directory. 
Newcomers, always present on the 

Washington scene, are a n 0th e2r 
source of new business through the 
yellow pages, Mr. Roussil finds. His 
formula for turning new customers 
into permanent customers is a com-
bination of fast service, large stock, 
and guarantees on all parts and 
labor. Even customers who are in 
government service assigned to posts 
abroad continue to buy from him, 
and a recent typical morning's mail 
brought letters from India and Scot-
land requesting parts. 

Allied Radio Corp., of Chicago, 
uses six headings in the Chicago Red 
Book. They are "Intercommunica-
tion Systems," "Electronic Equip-
ment & Supplies," Recorders-Sound 
Equipment & Supplies," "High Fi-
delity & Stereophonic Sound Equip-
ment," "Television & Radio Supplies 
& Parts--Whol. & Mfrs.," and "Pub-
lic Address and Sound Equipment." 

J. W. Rubin, Allied's advertising 
manager, explained that the com-
pany spends hundreds of thousands 
of dollars a year on advertising of 
various kinds. "Yet," Mr. Rubin said, 
"yellow pages are essential. We con-
sider our investment in the listings 
we have selected as money well 
spent." 

Once a hi-fi dealer has decided 
which directories to use and has 
chosen the headings under which he 
will be represented, his next step is 
to consider what his ads will say 
and how they will look. In this 
connection it is well to remember 
that, as a rule, the larger an ad, the 
higher the readership. 

The foremost consideration, of 
course, in preparing yellow pages 

ads is the eventual reader. And it 
should be noted that he is unique 
among ad readers. When he turns to 
his classified telephone directory, he 
is often pre-sold. He generally has 
already made up his mind that he 
wants to buy an item or a service. 
He turns to the yellow pages to 
choose a hi-fi dealer from those 
listed there, or to find the address 
or telephone number of a dealer he 
already knows by name. 

Thus, in planning ads, the first 
consideration is to catch the read-
er's eye. Mr. Cole said about F.M. 
Sound Equipment Corp.'s ad at the 
"High Fidelity Sound Equipment" 
heading in Buffalo, "We carry the 
largest ad possible to attract the 
customer quickly, and we use the 
phrase 'Hi -Fi' in the largest size 
type possible for the same reason." 

This ad has other good features. 
It is simple and uncluttered. Al-
though copy is set in a readily read-
able type size, the ad has a good 
deal of white space. Use of a single 
gray triangle and a simple type face 
conveys an impression both modern 
and tasteful, one likely to appeal to 
hi-fi buyers. 

After the reader's eye has been 
caught by an ad, he will then begin 
to look it over to find the informa-
tion he wants. If he already knows 
the store, he may be looking only 
for a telephone number or address. 
Thus, these two features should be 
easy to find. One simple way of ac-
complishing this is to have the tele-
phone number set in very large 
type, with the address in smaller 
type next to it. 

But even readers who have a store 
in mind when they look in the yel-
low pages may not be certain that 
the dealer sells the item they are in 
the market for. Thus, information 
about merchandise and service 
should be as complete as possible. 
This is especially important to reach 
possible new customers who have 
turned to the classified directory to 
locate a hi-fi dealer. 

Mr. Roussil uses a quarter-page 
ad at the "High Fidelity Sound 
Equipment" heading in the metro-
politan Washington book in order to 
provide all of the information about 
his business which would appeal to 
readers. "I believe that my ad is to 
the point and spells out exactly what 
I have to offer," he said. 

(Continued on Page 52) 
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UNIVERSITY 
ANNOUNCES. . . 
SALESMAN'S 
BLUE CHIP 
DIVIDEND PLAN 

...three solid months of extra 
dividends for you and your 
salesmen. It's our way of 
saying "Thanks" for promoting 
the University Brand...now 
as ever the world's finest. 

The full story is on its way 
to you directly. Read it..6 
learn how everyone profits.. 
then join the plan and get 
your share of the dividends. 

Sincerely, 

Charles Ray, 
Sales Manager 

UNIVERSITY LOUDSPEAKERS, INC., 80 South Kensico Avenue, White Plains. N. Y. 

• 
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N-1000-B 
"A M ItASSADOLL" 
A M FNI Stereo 

Tuner 

album and 
QUICK-SEE tape files 

• 'rolls out for effortless record se-

Pection — rolls back for "out-of-

sight" in-cabinet record protection. 

EASY INSTALLATION—only 4 

screws required! 

QUICK-SEE enhances Hi Fi cabinetry. 

Stores albums and tapes in cabinets or 

shelves and provides easy "flip through" 

method of record selection! 

Write for brochure . . 

KERSTING MFG. CO. 
P.O. BOX 207, ALHAMBRA, CALIF. 

Yellow Pages ... 
(Continued from Page 50) 

Copy in his ad reads, "Washing-
ton's High Fidelity House . .. where 
all nationally advertised component 
parts are sold and serviced." The ad 
continues. "Kits of all kinds avail-
able. Make your own AB compari-
son of speakers." 

A list of services offered by Cus-
tom Hi-Fi is also given: "Custom 
Installations," "Audiophile - Net 
Prices," "Free Delivery," "Bank Fi-
nancing," "Air Conditioned Show-
room." Mr. Roussil includes infor-
mation about his store hours and 
service shop hours. Appealing to 
many prospective customers is a line 
which says, "Free Parking on Our 
Side Lot." 

Mr. Rubin of Allied Radio Corp. 
believes that the Allied name im-
plies reliability and completeness of 
service. Accordingly, the company 
uses the slogan, "Where More Peo-
ple Buy Their Hi-Fi Than Any-
where Else in the World," in yellow 
pages advertising. Allied's hi-fi dis-
play ad in the Chicago Red Book 
gives, in easy-to-read form, the 
names, telephone numbers, and ad-

TERRIFIC 

S Cdf,41 bithPte 
With the Sensational New 

DEWALD 
STEREO & MONOPHONIC 

TIMIIIIMMMeAll11111 

 • 

:prigraella 

• SUPERB QUALITY! • PEAK PERFORMANCE! • UNBEATABLE PRICES! 
NOW . . . 50 WATTS 

No. 503-13 

AM-FM-Tuner 

;77.95 $99.95 

N-22Ini "CLASSICAL-
noe WATT PEAK 

stereo l'opirol Ainniitier 
• -,ow • MOW peak with sepa-
1.11, rqualization. selector and 
mode'1)1111'0N • Individual tone Audiophile Net 
ii .1 loudness controls • High 
outpta low distortion • 1.M. 
di-donI,,,, under l'i. 

N-1200-Il 

-CONCERTO.' 
Sto-ro-,, Control 

$99.95 

"You Never Heard it so Good!" 
A DIVISION OF 

UNITED SCIENTIFIC LABORATORIES, Inc. 
35-17 37th Ave., Long Island City, N. Y. 

Export Dept.: 
25 Warren St.. New York I. N. Y. 

Cable Address: SIMONTRICE 

95 

N-5000-II 

"TROUBADOR -

Monophonic 
Prearnp Equalizer 

soul Power Amplifier 

$52.95 

• HIGH FIDELITY • RADIO • ELECTRONIC EQUIPMENT 
MMIMMIMMIMMIMMMMMMIMMIMM 

1 
1 
1 

1 

1 
1 
1 
1 
1 
1 
a 

dresses of the firm's five retail out-
lets in the city and suburbs. 

Classified ads for Mr. Robbins' 
High Fidelity House feature the 
trade names or trade marks of all 
the well-known brands he handles. 
Some of the ads list as many as 16 
manufacturers' names. Another fea-
ture of his ads is a line which says. 
"Get Expert Advice on All Compo-
nents." Mr. Robbins believes that 
this brings him many telephone 
calls. "After all," he said, "advice is 
what a majority of the people buy-
ing hi-fi equipment are looking for." 
The sum of the experience of these 

successful hi-fi dealers who use the 
yellow pages with good results is: 

1. Use all of the classified tele-
phone directories which circulate in 
your market area. 

2. Be represented at every classi-
fied heading which applies to your 
business. 

3. Make your ads as eye-appealing 
as possible. Keep them simple and 
uncluttered, yet give all the perti-
nent information about stock and 
service which prospective customers 
are looking for. 

Eico Probe Package Display 
Eico has designed a probe package 

and display stand that incorporates 
modern automatic merchandising. 
Each probe (kit or wired) is 

housed in an individual attractive 
3-color package having a "clear-
view" plastic "blister" that reveals 
the contents. Forty-eight such probe 
packages are supplied to the distrib-
utor with a free rotating wrought-
iron display stand that is topped 
with a 4-sided 3-color attention-
..atching poster. 

Shein Joins Frank & Associates 
ANAHEIM, Calif.—Sol Shein has 

resigned his ad post with Altec 
Lansing Corporation to join Don 
Frank & Associates, Anaheim, Calif. 
advertising agency with service of-
fices in Los Angeles. 
Shein will handle industrial and 

electronic accounts. 

Vandergriff Named EV Engineer 
Electro -Voice Inc., Buchanan, 

Mich., announces the appointment of 
A. F. Vandergriff as Chicago sales 
engineer for its Industrial Sales Di-
vision. Mr. Vandergriff will serve 
OEM accounts in the Chicago area. 

Components Names Peters 
Components Corporation an-

nounces the appointment of Mr. 
Robert W. Peters, 350 East 215th 
St., Cleveland, Ohio as representa-
tive in Ohio, West Virginia and 
Western Pennsylvania. 
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"A Tape Player for how much?" 

Many people do a double take when they hear the low 
price of Tape-Athon's new Portable Tape Player. After look-
ing at the high quality workmanship and materials — afte-
hearing the fine reproduction, it's no wonder the cost is hard 

to believe. 

Here's a player that's easily within the reach of churches, 
schools, industrial plants, and professional offices — to pro-
vide the best in music for background, listening or dancing. 

Plays 2 to 16 hours 
of different selections— 
then replays automatically. 

Portable — light weight — 
highest quality components 
for years of continuous use. 

For full particulars write to: 

Two reel sizes — 3 tape speeds 
available —with or without 
built-in amplifier. 

Tapt-Aflunt, 
r523 South H • indry • Inglewood, Californla 

Oregon 8-6066 

Quality Above All 

e 
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marantz 
did it 

again! 

meararallzfeee-ctansole 

The buying public's immediate rec-
ognition of the model 7 as the top 
stereo preamp has created a very 
high continuing demand for this 
new product. Marantz dealers are 
familiar with this pattern — they 
know that Marantz products have 
earned the highest prestige for 
their superior quality. 

9 

Limited distribution through franchised 

dealers only. Contact your regional 

Marantz Representative 

• Ralph Auf der Heide 

P.O. Box 201, Altadena, Calif. 

• Bill Blocki 

2280 Lrberty Rd., Stow, Ohio 

• Ron Bowen & Assoc. 

721 So. Broadway, Denver 9, Colo. 

• Delrama International (Export) 

95-14 Broadway, LI C. 6, N. Y. 

• Donald Hankins 

159 Huntington Ave., Boston 15, Mass. 

• Gus Jose 

Box 208, N. Miami Beach, Fla. 

• Herbert Knaggs 

7503 Melba Lone, Belleville, Ill. 

• Walter Marsh 

308 N. Scoville Ave., Oak Park, Ill. 

• John Maynard 

2013 Cedar Springs, Dallas 1, Texas 

• Ron Merritt 

1320 Prospect St., Seattle 9, Wash. 

• Meyer & Ross 

113 10th Sr., San Francisco, Cal. 

• Harold Moyer 

P.O. Box 14, Haddonfield, N. J. 

• Mel Smith 

2230 Hillside Ave., St. Paul, Minn. 

• Harold Weiler 

West St., Harrison, N. Y. 

marantz company 
25-14 Broadway, long Island City 6, N. Y. 
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SPECIALISTS IN AMPLIFIERS AND PREAMPLIFIERS 

Dealer Aids 

(Continitecl fronts Page .1) 

A smaller wall or counter rack is 
made of metal and peg-board. 

"Audiotex products are displayed 
and packaged to encourage impulse 
sales," said Schott. "The products 
are clearly visible through use of 
transparent packaging such as bub-
ble and skin packs, carding, and 
vinyl self-zipping pouches." 
To further encourage impulse 

sales, Schott said most Audiotex 
packages are illustrated with a photo 
of the product in actual use. 
For the convenience of the dealer, 

as well as the consumer, the pack-
ages are clearly marked with cata-

log number and list price. Most of 
the packages are of uniform size to 
simplify inventory and re-stocking. 

'Data File' Conversion Charts 
Two new "Data File" conversion 

charts for replacement, upgrading 
and stereo conversion of V-M and 
Bell sound recorders have been an-
nounced by Robins Industries. 

These charts contain data on re-

new 
STEREO 
CABINET 
KIT 
Newest addition to ARTIZANS KIT 

series. Fills demands for one-unit stereo 

enclosures. Cabinet available as KIT 

or completely assembled and finished, 

ready for the installation of equipment. 

Sales conscious dealers may install their 

own choice of components to demon-

strate pure component selected high. 

fidelity and stereo. Price the unit 

as a complete package. 

Stereo Cabinet #508 
Available in six hardwoods. 

Birch $100.00 retail. 

OF NEW ENGLAND 

Route 39 North • Sherman • Connecticut 

placements of original equipment 

heads with Robins M/M (Michigan 
Magnetics) new direct replacement 
heads. "Data Files" for other record-
ers are in preparation. 

Acoustone Wall Rack 

A display rack for Acoustone 

grille cloth is being featured by the 
manufacturer, Newcastle Fabrics 
Corp. Made of mahogany, it attaches 
to the wall and takes up only 10 x 40 
inches of floor space. 
Known as the "Straight-8 Con-

vertible," the rack can be used to 
display either eight half rolls or five 
half rolls plus three large rolls. 

It is furnished free to dealers who 
buy eight half rolls or the combina-
tion of half and full rolls. 

'Selectomatic' Needle Pack 

Transcriber's Puli dlamond needles 
'an be displayed and merchandised 
through conventional record displays 
and browser files, due to the new 
"Selectomatic" package. 
This package is standard 12 x 12 

inch record size. It permits the cus-
tomer to see the actual needle, along 
with an illustration of the cartridge 
it fits. A further check is provided 
with a listing of all manufacturers 
using that particular model. 
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IS BUILDING LEADS Lecture - Demo . . 

WAYS 
TO ENJoY 
T1-4 E 
RPBER_TS 

r 
..eA 

featured 
in consumer ads, 
"22 Ways" brings 

heavy response 

Growing interest in professional type 
equipment is paying off for Roberts 

Tape Recorder dealers. Ads in leading 
hi-fidelity consumer books are bringing 

in a large number of requests for Roberts 
instructive 20 page booklet, "22 Ways 

to Enjoy the Roberts." Prepared to 
demonstrate the wide versatility of tape 

recording equipment, this booklet 
explains 22 ways to use the Roberts, 

including playback thru high and low level 
amplifier/speakers, taping stereo 

broadcasts, dubbing from disks, mixing 
and multiple recording and recording live. 

Share in the prospects pre-sold by this 
booklet ... display the Roberts Stereo 

Record Playback Combination ... increase 
your tape recorder sales. Order your free copy 
today by sending in the coupon shown below. 

ROBERTS ELECTRONICS INC. 
1045 N. Sycamore, Los Angeles 38, Calif. Dept. G 
Please send me a copy of "22 Ways to Enjoy the 
Roberts." 

NAME  

ADDRESS  

CITY  ZONE _STATE_ 

(Continued from Page 23) 

• 

within the purse range of the entire 
audience. 
"We found," said Mr. Miller, "that 

most of the people we've met at 
hese gatherings are price-conscious. 
By using a moderately-priced sys-
tem capable of producing good 
ound, consumer interest takes a 
big jump." 
As the spectators entered the hall 

(it's interesting to note that fully 
one-third the audience were women) 
each received a copy of the easily-
read Fairchild booklet, "STEREO... 
the easy way," an introduction to 
the intricacies of component stereo-
phonics. With the hall tilled to 
capacity, Mr. Bach took the stage. 
The discussion opened with a 

short, non-technical analysis of the 
value of component high fidelity — 
an introduction to each part of the 
component system, what it should 
be expected to do and its relation-
ship with each of the other com-
ponents. 

Part two of the lecture consisted 
of an illustrated — pictorial and 
sonic — explanation of stereophony. 
With the aid of a large blackboard, 
Mr. Bach escorted the gathering 
through a stereo recording session, 
explaining orchestral and micro-
phone placement and effectively 
demonstrating the recorded stereo 
result by means of the pre-amp 
balance control. He then went into 
the technicalities of disc production 
and sound reproduction, carefully 
explaining the difference between 
stereo and monophonic discs, con-
cluding with a demonstration of the 
finished product. The meeting was 
then thrown open to discussion. 
The question and answering period 

pointed up high consumer confusion 
with respect to stereo. The ques-
tions, however, were intelligent. 
They were answered simply and to 
the point by both Mr. Miller and 
Mr. Bach. The very few overly-
technical questions were tabled 
until after the meeting to avoid 
subjecting the audience to answers 
outside their scope. Later refresh-
ments were served while the audi-
ence stood around discussing the 
lecture with evident enthusiasm. 
The 3 hour session moved quickly, 

maintaining heavy audience interest 
throughout. At no time was there 
an evident show of restlessness from 
the spectators. They came to see — 
and were shown. 
Nor did Miller and Bach "push" 

their respective products. The equip-

ment was used merely for demo 
purposes and post-show inspection. 
Nothing was sold but the audi-

ence. And they were obviously well 
sold on the comparative value of 
component high fidelity. The final 
question, "Where can I buy it"? 
amply attests to the success of the 
demonstration. 

Rek-O-Kut Offers 
Trips to Nassau 
In Dealer Contest 
Approximately 50 audio dealer, 

and their wives will be the guests 
next June of Rek-O-Kut on a one-
week expense-paid tour to Nassau, 
Cliff Shearer, marketing manager. 
has announced. 

All dealers selling Rek-O-Kut and 
Audax products are automatically 
eligible to participate in the contest, 
which runs through April, 1960, he 
said. Dealers will be regularly noti-
fied of their standings. 
The contest has been broken down 

into two categories so dealers have 
an equal chance to win, regardless 
of their size. 

In the first category, a dealer wins 
two trips by acquiring 10,000 points. 
Each Rek-O-Kut or Audax unit he 
buys during the contest is worth a 
specific number of points toward the 
goal. 

Credit is given for fractional 
points. Thus, if he acquires 7,500 
points, he receives one free trip 
and credit toward the purchase of 
a second trip. If he obtains 15,000 
points, he wins three trips. Mer-
chandise prizes will be available in 
lieu of the trips or for fractional 
points. 
The second category is based on 

performance over quota to give 
smaller dealers an opportunity. The 
base period is September 1958 
through April 1959. Prizes will be 
awarded to those dealers showing 
the best percentage increase in the 
same months of 1959 and 1960. 
Trips and merchandise prizes will 

also be awarded to the company's 
representatives, based on their sales 
quotas. 

All trip prizes include continental 
U. S. transportation, regardless of 
where the dealer is located. 
Dealers will be permitted to pur-

chase additional trips at Rek-O-
Kut's cost price, representing a con-
siderable saving from the normal 
price, Mr. Shearer said. 

Additional details are available 
from Rek-O-Kut or its representa-
tives. 
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Rep News 
ERA Schedules Its First 

Convention Jan. 21-23 

The Electronic Representatives 
Association will hold its first annual 
national convention Jan. 21-23 at 
the Edgewater Beach Hotel, Chicago. 
Clark R. Gibb, Minneapolis, Minn., 
is convention chairman. 
The meeting, marking the 25th an-

niversary of the founding of ERA, 
will be a strictly-business session, 
designed to aid members in improv-
ing their operations, Mr. Gibb said. 
A feature of the convention will 

be a new industry award for excel-
lence in sales management. It will be 
presented to four outstanding sales 
managers, according to Grady M. 
Duckett, Atlanta, Ga., chairman of 
ERA's public relations committee. 
Mr. Gibb announced the appoint-

ment of several committee chairmen 
for the convention. John Webster, 
St. Paul, Minn., heads the program 
committee. Robert Milsk, Detroit, is 
chairman of the finance committee. 
Mike Bermann, Chicago, will handle 
housing and transportation. R. W. 
Farris, Kansas City, Mo., is in charge 
of silver anniversary arrangements. 

HI-Fl ACCESSORIES 
AUDIO LEVEL CONTROLS 
For monaural or stereo systems 

L-Pads and T-Pads for 8 or 16 ohm 

speakers on Gold Embossed Brass 
Panel Plates ... 

designed for controlling 
the audio level of any 
speaker in the Hi•Fi, 
P.A. or Intercom system, 
at the same time main-
taining a constant im-
pedance. 
• 1-Pads and T•Pads 

rated up to 10 watts 
of audio power. Will 
not overheat. 

• Supplied with brass 
hardware and simpli-
fied instructions. 

0 AUDIO LEVEL 

e 
AL-8, 8 ohm 1-Pad i NET 
AL-16,16 ohm 1-Pad ) $3.57 
AT-8, 8 ohm T-Pad t NET 
AT-16,16 ohm T-Pad f $5.37 

SPEAKER SELECTOR 
Gold embossed brass wall 
plate with switches for cen-
tralized control of 6 remote 
speakers. A constant imped-
ance switching device; sim-
plifies installation of one to 
six speakers in a Hi-Fi or 
PA system; 60 combinations 
of operation of the remote 
speakers; designed for use 
with any size speaker and 
any sneaker impedance. 
Packed complete with sim-
plified wiring instructions 
and brass hardware. 

NET $3.30 
Write for literature 

\df:: These me 2dPdiiej Euaiute-ted Amencan Made Products 

Vke 
ELECTRONICS MANUFACTURING CORP. 
BALDWIN • NEW YORK 

Other committee chairmen and the 
various committee members will be 
announced shortly, Mr. Gibb said. 

Bell Names Northeast Reps 
George Fass has been appointed 

rep for the New York metropolitan 
area and Hetherington Sales for the 
New England area by Bell Sound 
Division, Thompson Ramo Woold-
ridge, Inc. 
Mr. Fass, a native New Yorker, 

returns to that area after serving as 
a rep in Florida. He is headquartered 
at 1050 Ocean Ave., Brooklyn, N. Y. 
Hetherington Sales is headed by 

Vollmer Hetherington, formerly sales 
manager of Radio Shack, Inc. He 
is located at 97 Bogle St., Weston, 
Mass. 

Audiogersh Appoints Two 
Audiogersh Corp. is now repre-

sented in the New York metropolitan 
area by Fields and Simon Sales Co.. 
109 Valley Rd., Montclair, N. J. 
The company and its subsidiary, 

Kingdom Products Ltd., have also 
selected the Dave Champlin Co., 
12528 22nd N.E., Seattle, Wash., to 
represent them in the Pacific North-
west. 
Audiogersh is the exclusive dis-

tributor in the United States for 
record playing equipment and pick-
ups manufactured by Electroacoustic 
of Kiel. Germany. 

Elco Appoints 2 Territorial Reps 
Appointment of two new territo-

rial representatives was announced 
by the Mitchell Division of Elco 
Electronic Sales, Inc. Elco appointed 
Herbert W. Knaggs Co. to represent 
it in Missouri, Kansas, and southern 
Illinois. In Iowa and Nebraska, 
Knaggs will represent Elco to the 
electronics parts jobbers only. In 
northern California and northern 
Nevada, Mitchell has just appointed 
E. L. Berman and Company, San 
Francisco. Moore Sales Company, 
West, Detroit, has been given Ohio 
in addition to Moore's assignment in 
Michigan. 

Recording Tape Firm Appoints Reps 
American Recording Tape Corp. 

announces the appointment of the 
following firms to represent them in 
the sale of their new line of "Art" 
brand magnetic tapes. The reps are: 
Jas. J. Backer Co., state of Wash-
ington, Idaho, Oregon, Montana, 
British Columbia and Alaska; Baatz 
Sales Co., Indiana, Kentucky; Er-
langer Sales Co., Southern Calif., 
Southern Nevada; Verne Linsley 
Co., Arizona; J. W. Lehner Co., Ohio, 
West Va., West Penna.; Logan and 

calling 
cards 

The insertion rate for this section 
is $15 per inch, one time; $12 per 
inch, six times per year; $10 per inch 
12 times per year including blind 
box, if desired. 
Address orders and inquiries to 

Classified Section, High Fidelity 
Trade News, 7 West 44 Street, N. Y. 
36, N. Y. 

SYD JURIN CO. 

Manufacturers representatives 

1628 So. Bentley Ave. 
Los Angeles 25, Calif. 

GRanite 7-7768, 7769, 7700 
Member of "The Representatives" 

THINK 
of Bob Steindler when you want a rep for 
New York City, Northern New Jersey, West-

chester and Long Island. 

Robert Steindler Sales 
37 Laura Drive, Hicksville, L. I., N. Y. 

EDgewood 3-6484 

Chicagoland Reps with 

Merchandising Know-How 

* IRVING W. ROSE MARKETING ASSOC. 
6-126 Merchandise Mart 

Chicago 54 SU 7-5246 

Tandberg, Frazier, 
Sargent-Rayment 

Artizans, Harbeck, Tape-Athon 

GIL MILLER SALES CO. 
47 Birchwood Park Drive 

Jericho, L. I., N. Y. 
OVerbrook 1-6335 

Logan, Northern Calif., Northern 
Nevada; Marty Bettan Sales, Met-
ropolitan New York; John Mustico, 
Eastern Penna., Southern New Jer-
sey, Del., Md., Va.; McD ow ell-
Redlingshafer Sales, Missouri, Kan-
sas, Nebraska, Iowa; Robert S. Reiss 
Assoc., New England states; South-
west Electronics Industries, Okla-
homa, Texas, Arkansas, New Mex-
ico; V. E. Wollang, Michigan. 

Florida Rep for McIntosh 
Arthur Cohen, 5702 N.W. Second 

Ave., Miami, has been appointed rep 
for the state of Florida by McIntosh 
Laboratory. 
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A NEW 

MEANING 

FOR EXCELLENCE 

harman kardon FOR CATALOG OF COMPLETE LINE WRITE 

HARMAN-KARDON, DEPT. 100, WESTBURY, N. Y. 

1 
2 

3 

4 

5 

6 

7 

8 
9 

In its incomparable performance, magnificent 
sculptured styling and advanced design—the Chorale 
literally creates a new meaning for excellence. It alone 
provides all nine of the most wanted features for 
stereophonic high fidelity reproduction. 

Power Output: Delivers 30 watts of power (each chan-
nel) at 20-20,000 cycles at less than WI harmonic dis-
tortion. Can easily drive the most inefficient speakers. 

Exclusive New Third Channel Speaker Selector: 
Provision for third channel speaker for local or remote 
stereo systems. Also permits simultaneous operation 
of virtually any combination of speakers in local or 
remote installations. 

Friction-Clutch Tone Controls: Permit adjustment of 
bass and treble tone controls separately for each chan-
nel. Once adjusted, controls lock automatically to 
provide convenience of ganged operation. 

Tone Control Defeat Switch: Eliminates tone control 
phase shift (present even when controls are fiat) insur-
ing clean, authentic sound reproduction. 

Silicon Diode Power Supply: Provides unusually uni-
form B+ regulation for unrivaled low frequency and 
transient response. 

Illuminated Push-Button On/Oft Switch: Permits amp-
lifier to be turned on and off without upsetting careful 
setting of controls. 

Speaker Phasing Switch: To maintain proper low fre-
quency response and eliminate "hole-in-the-middle" 
effect. 

Impedance Selector Switches: Select 4, 8 or 16 ohms 
for each channel. 

Separate Rumble and Scratch Filters: Eliminate annoy-
ing phonograph rumble and record hiss. 

Distinguished in every respect—The Chorale, with its 
handsome satin gold escutcheon, is truly the definitive 
amplifier for the age of stereo. 

The Chorale, Model A260 .. . $199.95 

Optional Enclosure, Model AC60... $12.95 
Prices slightly higher is the West 



leading consumer products testing lab* for hi-fi industry reports on Glaser-Steers GS-77 
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foolproof...' 
. . . the Speedminder 
feature makes it 
virtually impossible to 
play a record at the 
wrong speed or with 
the wrong stylus. It is 
hard to imagine a more 
foolproof system of 
record playing." 

"Another unique feature of the GS-77 
is the fact that the turntable stops 
rotating during the change cycle... 
This eliminates the possibility of 
damage to a record by scraping 
against a rotating record ..." 

I...flexible... 
"It appears that Glaser-
Steers has tried to make 
the GS-77 as nearly fool-
proof and flexible as 
possible. They have suc-
ceeded admirably." 

"All of this ingenious design 
would be to no avail if the changer 
failed to meet the performance 
requirements of a high fidelity 
stereo system. Happily, it does 
meet them with room to spare." 

 ...perfection... 
"The GS-77 comes about as close to perfection in 
a changer design as anything we have seen. Its 
mechanical performance is comparable to that of 
many other turntables and it has nearly removed 
the possibility of human error from its operation." 

Glaser-Steers GS-77 high fidelity record changer, superb for stereo ... and your present records. $59.50 less base and cartridge at your 
dealer. *Audiolab test report in August High Fidelity Magazine—for a copy of the complete report, and illustrated brochure, write: 
Department TN-10, GLASER-STEERS CORPORATION 155 Om ton Street Newark 4, New Jersey 


