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~___OPEN YOUR MIND!

ONLY IF YOURE A SERVICE DEALER interested in the

juture of your business. You owe it to yourself to inquire about

the DU MONT abd “Captive Customer” merchandising pro-
gram. the most effective dealer aid offered by any manufac-

turer. The success of countless service dealers throughout the
Nation has proven that with DU MONT abd Picture Tubes.

you gain a decided advantage over your competition. lust

OPEN YOUR MIND and ask

much you can benefit.

you'll be amazed by how

LET OUR DISTRIBUTORS SHOW AND PROVE

TO YOU HOW YOU CAN AND MUST . . .

® Make fuster and easier sales with DU MONT abd method.

e Keep from losing customers and gain new. steady customers

HAPPY ONES.

e With your “Cuaptive Customers,” make more profitable serv-

ice calls. sell more parts and receiving tubes, thus giving

you a larger overall PROFIT.

PICTURE TUBES - RECEIVING TUBES

with exclusive 2 year warranty plan
the industry’s best warranty

Contact any of the Western disiributors listed below for further details, or request that a factory merchandising repre-

sentative call on you direct to show you how you can further your profits.

CALIFORNIA

KIESUB CORPORATION
* LONG BEACH

* OXNARD

¢ VAN NUYS

* SAN BERNARDINO

COLORVISION ELECTRONICS
* RESEDA

HAMILTON ELECTRONICS

® CULVER CITY

COOK ELECTRONICS

* INGLEWOOD

MARTIN DISTRIBUTING

* HUNTINGTON PARK

HONIG DISTRIBUTORS

¢ NORTH HOLLYWOOD
NYSTROM BROS.

¢ SAN DIEGO

SHANKS & WRIGHT

* SAN DIEGO

WHOLESALE ELECTRONIC SPECIALTIES
* CATHEDRAL CITY

THE PROFIT

MID-STATE ELECTRONICS
* SAN LUIS OBISPO
ASSOCIATED RADIO
* SAN FRANCISCO

* VALLEJO

e PALO ALTO

e SAN MATEO

* SAN JOSE

STYLES & ENGLEMAN
* SAN LEANDRO

* BERKELEY

INLAND ELECTRONICS
* MODESTO

WASHINGTON

A. T. STEWART CO.
* TACOMA

GARRETSON RAPID SUPPLY
® SEATTLE

YAKIMA WHOLESALE
* YAKIMA

LINE FOR

MID-STATE RADIO

* WENATCHEE
e MOSES LAKE

NORTHWEST ELECTRONICS
* SPOKANE

TV & RADIO SUPPLY

¢ LONG VIEW

OREGON

TV & RADIO SUPPLY

* PORTLAND

CARLSON, HATTON & HAY
* EUGENE

o CORVALLIS

® ROSENBURG

ARIZONA

DALIS RADIO

* PHOENIX

STANDARD RADIO PARTS
* TUCSON

THE "SIXTYS"
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TESTS

All TV and Radio
Tubes—0ld and New

TESTS

the New 12-Pin
Compactrons

TESTS
the New 10-Pin Tubes

TESTS

for True Dynamic
Mutual Conductance (Gm)

TESTS
European Hi«Fi Tubes,
Voltage Regulators, and
Most Industrial Types

OBSOLESCENCE
PROOF ;.
Designed for Maximum
Use Today and
Tomorrow

MONEY-MAKER

for Professional

W% Multiple-Socket Speed

OBSOLESCENCE

W|th Gm Accuracy PLUS protECTION

TESTS BOTH OLD AND NEW TUBE TYPES—SELLS MORE TUBES PER CALL
Mo e 700 Again you benefit from proved B&K techniques! This up-to-date, obsolescence-
proof, professional instrument is designed for maximum use today and tomorrow.

DYNA UlK Provides multiple-socket section to quick-check most of the TV and radio tube
'Q types the true dynamic mutual conductance way—plus simplified switch section
to check new tube types in Dyna-Quik emission circuit. Also includes provision

Fastest, Most Complete for future new sockets.

Most Up-to-Date Makes test under set-operating conditions. Checks each section of multi-section
DYNAMIC tubes separately. Checks for all shorts, grid emission, leakage and gas. Makes
quick “life” test. Exclusive adjustable grid emission test provides sensitivity to

MUTUAL CONDUCTANCE over 100 megohms.

TUBE TESTER Makes complete tube test in seconds. Checks average set in a few minutes. Dis-
covers weak tubes that need replacement. Satisfies more customers. Sells more
tubes. Saves call-backs. Insures your reputation.

MAKE YOUR Patented automatic compensation for line voltage variation. Large 4%” plastic
RESERVATIONS NOW! meter with easy-to-read ‘“Replace-Good” scale. Lists most commonly used tube
to Attend the types with settings directly on socket panel for fastest operation. Complete listing

in reference chart in cover. Phosphor-bronze contacts for long life. 7, 9, and 10-pin

RADIO pRODU(IS SAI_ES straighteners on panel. Operates on 117 volts 50-60 cycle a.c. Hand-Size: 16%" x

15%"” x 5%"” deep. Net wt: 15% Ibs. Net, $169.95

1962 B & K
DEALER SEMINAR RADIO PRODUCTS SALES INC.

July 11th
7:00 P.M. 1501 South Hill Street, Los Angeles 15, Calif.
In Our Showroom Richmond 8-1271 ¢ TWX-LA 06
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Crest Electronics Suppliers
20018 Harbor Boulevasd
Costa Mesa, California
Dow Radio Company
1759 East Colorado
Pasadena, California
Radio Parts Company
2060 India Street

San Diego, California
Santa Ana Electronics
832 East 4th Street
Santa Ana, California

U. R. E. Electronics
122 South Pomona Avenue
Fullerton, California

Cook Electronics Company
210 E. Hardy Street
inglewood, California

Efliott Electronics
12189 Front Street
Norwalk, California

Ford Clectronics
8431 Commonwealth
Buena Park, California

G & M Wholesale Ele:tronics
5651 N. Rosemead Blvd
Tenpie City, Calitornia

The Henderscn Company
628-30 N. Alvarado Street
Los Angeles, Calitornia

Jan Electronics
803 E. Rosecrans Boulevard
Comptan, California

Loganm™s Electronics
937 N. Pacific Avenue
Glendale 2. California
NORTHERN CALIFORNIA
486 El Camimo Real, Redwood City
EM 9-5566

RAYTHEON
COMPANY

DISTRIBUTOR PRODUCTS DIVISION

DISTRIBUTED BY
Mid-State Wholesale
Electronic Supply Company
467 Hil Street
San Luis Obispo, Calif
Orvac Electronics
112-B East Qrangethorpe
Anaheim, California
Sampson Electronic Services
843 Colton Avenue
San Bernardino, Callf
Tag's Radio & Television Supply
14530 Calvert Street
van Nuys, California
Valley Radio Supply
1134 33rd Street
Bakersfield, California

Video Suppliers
14526 Crenshaw Boulevard
Gardena, California

California Regional Offices

West Covina Wholesale Electronics
610 South Sunset

West Covina, California

Wholesale Electronic Specialists
482 Broadway

P.0. Box DD

Cathedral City, California

Lee's Electronic Supply Ce.

1111 E. Belmont Avenus

Fresno, California

Military Electronics Supply

1988 Fremont Street

Seaside, California

Pennisula Electronic Supply

656 South First Street

San Jose, California

Radio Television Products Company
2012 19th Street

Sacramento 18, Calif.

THE “FIRST IN QUALITY”
CLEARLY PRINTED ON ALL
RAYTHEON UNILINE TUBES
GUARDS AGAINST CALL-
BACK LOSS
ALL YOUR CUSTOMERS OF
HIGHEST QUALITY SERVICE

=l

ASSURES

Radio Television Products Company
6th Street at Orange

Chico. California

Radio Television Products Caompany

3943 S. Market Street

Redding, California

Sacramento Electronic Supply

Company

1219 "S" Street

Sacramento 14, Calif

Styles & Engleman

2255 Bancroft Avenue

San Leandro, California

Atfiliated Electronics & TV Supply

1550 Howard Street

San Francisco, California

Dealers Electronic Supply

800 Broadway Street

Eureka, California

SOUTHERN CALIFORKIA
225 No. Van Ness Bivd., Hawthorne

PL 7-4186
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c EEIngE dEﬂZE, 1 “Time Savers” New Definition for Test Kquipment

The Author Tells How Test Equipment Has Leaped the Bounds of Just
Testing and Can Now Be Called “'Time Savers.”

STAFF:

DONALD J. MARTIN
Publisher

by Ed Flaxman

il 0 Tl EURKe 18  Citizens Band . . A New Service Markel

L An Article That Tells the Whys of Citizens Band and How It Can Mean

SIMON NATHANSON Plus Sales to You If You're Ready.

Managing Editor
bv .. Porter lenaman

FRANK BURNS
Business Manager > Il 1 | of S 'I' E .
20 The Trend of Service Test Equipment
MORR! OVSEY e = ¢ st Equij
Art & Cover Director Test Equipment Must Be the Answer to Producing More Work Eo That
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NANCY BROOKS the Service Dealer Can Continue to Make a Profit on More Difficu or
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CSEA EDITORIAL ADVISORY
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22 Does It Pay to Own Your Own Building

President
ROBERT N. WHITMORE This Article Discusses the Ways, Means and How to Own Your Own
Zone F Building.
17816 Bellflower Bivd., Bellfower, Calif,

Vice-President 9 CSEA Annual Meeting Shows Power of Unity

CLAIRE LANAM
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2466 Shattuck Ave., Berkeley, Colif.
Secretary
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HOWARD BOGUE 10 Final Report on Licensing Bill
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Box 7074, Riverside, Calif.
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Darreli Petzwal, 1627 - 19th St., Sacramento 14, Cal.
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MODERIN

EDITORIALLY SPEAKING

DON MARTIN

ALL INDUSTRY CONFERENCE
AIRES DEALER PROBLEMS

As [ mentioned in the last issue, | attended the All-Tndustry meeting at the May
Parts Show in Chicago and came awayv with some interesting ideas on the problems
of the service dealer within the manufacturer-distributor-dealer pattern.

One ol the most stimulating things about this conference was a forthrigh
address hy Frank J. Moch, executive director ol the National Alliance of Television
& Flectronic Service Association (NATESA ),

Commenting on the chaos which exists in many parts of our industry, Mr.
Moch urged that the entire industry re-appraise its practices and methods. He
laid our a nine-point program advocating liaison among all phases in the industry
a speakers hurcau of specialists to address other segments of the industry; a
re-appraisal of service policies set by manufacturers and distributors. such as total
warranty length. labor warranties and advertising ol labor rates: re-appraisal of
wholesale selling practices; consumer education on service aspects and pricing:
realistic policies by set distribntors on in-warranty replacement parts; mutual
non-encroachment by difterent phases of the industry: mutual cooperation between
broadeasters and servicers: and, most important to us. recognition of the important
contributions of independent service dealers to the welfare of all phases of the
industry. and the rendering of all necessarv assistance lo service dealers to enable
them to stahilize their aflairs according to their own plans—including specifically
licensing.

This is a pretty far-reaching and ambitious program, but 1o my mind, most of it
is entirelv praiseworthy and should he put into action if at all possilile.

We firmly believe that the present disturbed and economically unsound condi-
tion existing among service dealers is largely the result of widespread violation
of common-sense principles hy other phases of the indusiry.

For one thing, we see a definite trend toward over-expansion by sel and com-
ponent manufacturers. on the basis that they must grow and expand at a rapid
rate. This has resulted in an unnecessary degree of competition which has killed

il manv companies.

We could understand this vicious competition if it led 1o lower consumer prices
and resulted in more buving bv the public. instead, it has led to the rise of
discount houses throngh which manufacturers get rid of their surplus production
at a reduced price which threatens the existence of the legitimate service dealer.

And vet we must report. to our sorrow, that many tuhe and component producers
are closing their eyves 1o the damage being done 1o their traditional customers, the
independent service dealers. and are aiding the cut-price outlets in what is cer-
lainly unfair competition.

Parts distributors in many cases have taken 1o selling al retail—but at wholesale
prices. This robs their legitimate customers, the service dealers, of much tuhe and
component busines: and surelv comes under the heading of wunfair competition.

All in all. conditions have become so bad that the possihility of government
intervention and investigation is very near. This may result in some desirable
‘hanges. butl the industry can hardly hope to void a great deal of unfavorable
publicity, which it can ill afford.

None of the independent service dealers with whom we have spoken wants to
see this, nor do they want 1o engage in any collusion 1o set prices or resiricl
trade. There is enough business in this expanding and vigorous industry for ever
service dealer to have his just share and make a good living.

But some kind ol cooperation must he set up among the various segments of
the industry to make this a reality rather than something 1o be desired. Service
dealers must be willing to cooperate with other elements of the industry, but in
turn every service dealer must insist on an end to practices which lead to cut-
throat competition.

The All-Industry conlerence at the Parts Show was a valuable first step toward
a mutual airing of grievances. The nexl step is to get together 10 work for a
correcting of the evils which beset our industry. That is an aim toward which he
should all be working.

6 MODERN ELECTRONIC SERVICE DEALER



WINEGARD POWERTRON

The POWERTRON antenna i~ an all channel vago antenna
with a buili-in high gain RF amplifier in one integral unit. h
cotes equipped with a power supply that lowers 117 V. AC 10
a safe power snpply which is fed up the lead-in 10 the antenna.
s 3 10 9 times more powerful than any other antenna made.

With POWERTRON vou can get vour customers many chan
nelz they couldn®™ even see before. You can alzo run up 1o 10
TV sets with a POWERTRON and all of them will have a betier
picture than they can obtain with their present antenna.

ou can mahe vour installations 30 1o 10% lower in height
with a POWERTRON without affecting reception. in maost cases,

on can remote the POWERTRON antenna 'y mile away
from the TV set and get a better picture than with an ordinary
antenna mounted next to the set.

ELECTRONIC ALL-CHANNEL YAGIS

. will greatly improve every channel. Weak, faded pic-
tures become crisp and clear. “Good” channels will be
even better. In many areas you’ll watch channels you
couldn’t possibly see before. Because Powertrons are
powerful enough to drive up to 10 TV sets, you can have
plug-in outlets in every room . . . and in many locations
you can install a Powertron lower than other antennas.

i i

POWERTRON POWERTRON POWERTRON

MODEL P-44 MODEL P-44X MODEL SP-44X
14-Elemments 21-Elements 30-Elements

“For Further Information Contact

DUNLAP RADIO & TV SUPPLY (0.

27 No. Grant St., Stockton, Calif
HO 6-7907

WORLD’S FIRST
ELECTRONIC
TV ANTENNA

You can deliver the clearesi. sharpest. truest color TV vou's
ever seen becanse the POWERTRON'S extremely linear re-
sponsc nuakes it ihe only antenna that should be installed with a
color receiver.

In short. this antenna is amazing. But don’t 1ake our word
for it. Try a POWERTRON and see for vourself. Tiuke a field
strength meter reading with vour present antenna and then
take o POWERTRON reading. When you see the meter jump
3 10 10 times . . L and see the sharp, contrasty reception you
get. vou'll be convinced . . . and <o will your customers.

Azo available are 1wo new precision amplifiers and acees-
sories that are ideal tor Hotels, larze Motels. Apartment Build
ings and Cable Svstems

“Amplifies the Signali
at the point
of Interception"

MODEL SP-44X

"By FAR world’s most powerful all-channel amtenna"

WINEGARD **SIX-SET"
TY COUPLER

With the Powertron,
hook up 3, 4, 5, 0r 6
sets by adding a
Winegard ‘‘Six
Set”. Here’s the only
6 ta coug)ler on the
market. S1x no-strip
terminals give you
instantaneous taps
with complete elec-
tronic isolation

Model! LS-63.

©1961

Any of The Distributors Listed Below"

RADIO PRODUCTS SALES INC.

Main Office 1501 So. Hill $¢., los Angeles, Calif

NYSTROM BROTHERS (0.

2426 Fourth Ave., San Diego, Calif.
BE 4-7231



LETTERS TO
THE EDITOR:

Mr. James Wakeheld

California Flectronies Association
1029 Belinont Avenue

Fresno. California

Dear Jim:

[n the Mav issue of Quinn’s Magazine,
Page 30. appeared a very damaging
article which | am sure was a mis.quote
and incorrect statement. You and | both
know that APA did not withdraw its
support ol AB 265 even if we did with-
draw from the hill itself. Our voluntary
withdrawal from AB 265 was so as not
to jeopardize vour chances for getting it
through because of the great opposition
to the appliance end.

We have continued to support vour ef-
forts and all chapters and leaders ol
APA have been advised accordingly.

Since the Quinn’s article, several
CSEA people have “read” APPA down
by saying we let them down and [ le-
lieve the story should be made very clear
and Quinn’s straighthened out. T cer-
tainly hope hoth of our associations grow
together and not fight each other hy mis-
quoted statements,

I haven’t spoken to Martin in three
months and was surprised to see that he
had quoted me.

Sincerely
Gerson D. Ribnick

Managing Director

Editor’s Note: Mr. Ribnick is
right, APA did not withdraw its
support of AB 265. We did not in-
tentionally misquote hint and if we
have caused any concern between
the two Associations we sincerely
apologize. These two groups have
worked hand in hand for many
months in the fight for licensing
and full eredit must be given to Mr.,
Ribnick and APA for the outstand-
ing work they have accomplished.

Dear Mr. Quinn:

A recent copy of vour fine magazine
has just come to myv desk.

While [ may not. wholeheartedly
agree with some of the editorial contents,
may | take this opportunity to compli-
ment vou and vour stafl on the excellent
character. format and contents of your
publication.

Tt is true that several years ago we
chose to follow the course of distribution
into [ndustrial accounts rather than try
to do a half job with both the [ndustrial

and Service Dealer, hut since [ have
come lo know thousands of Service men
over the past 37 vears and count them
among my friends, our interest lies in
their welfare.
Please accept our best wishes for your
continuned success,
June 12. 1961
Yours very truhy

V. N. Zachariah

Editor’s Note: We wish to thank
Mr. Zachariah for these fine words
and hope that he will continue to
read our publication and to offer
any suggesions, at any time, that
will help to improve its contents in
the vears to come.

Dear Mr. Quinn:

I am sorry that vou were unable to
join us Thursday and Friday for
NEMA’s first Western Conference. but
I suppose that other more pressing
malters interfered.

However, in the hopes that vou will
be interested in some of the talks that
were given during the two days, | am
enclosing complete information.

With best wislies, T am

Cordially yours,

Russell Gingles, Public
Relations Director, National
Lilectrical Manufacturers

Editor’s Note: We're sorry we
couldn’t join vou, too, Mr. Gingles.
Maybe next time, when the press of
immediate problems and deadlines
isn’t s at. Thanks f he i
1sn’t so great. 1anks for the 1n-
formation, which will be reported
in our next issue.

Nz
We have just received the second
edition of your magazine.

It is our feeling that FINALLY a
publication is being produced that will
help the general industry in an area
where in the past there has been an
absence of the particular tvpe of articles
which will be extremely helpful. That
area being the business management,
public relations, book and record keep-
ing svstems, and inventory control.

In the past, the majority of the pub-
lications related to our industry have
pertained primarily to servicing and
repairing techniques. A great number of
businesses have failed, as the records
will show. because of the inability of
individuals in recognizing the import-
ance of husiness management and hook.
keeping. Many good technicians have
lost numbers of dollars and a great deal
of time in attempting to establish a
husiness and ultimatelv finding them-

selves bankrupt because of this lack of
business management.
Keep the articles coming.
Sincerelv.
P. L. Soto. Service Manager
Lucky TV
La Puente. Calif.

Editor’s Note: Thanks so much,
Mr. Soto. We agree that too many
service dealers fail to consider busi-
ness management methods as an
important part of their operation.
We intend to stress proper manage-
ment techniques in every one of
our future issues, in the hope that
we may help some dealer solve a
1ough problem or two. If you have
some lips or ideas, we’d like to
see them.

Modern Electronic Service Dealer
4041 Marhon Ave.
Los Angeles 8. Calif.

Re: Your Article “The bloodshot eve”

1 read your article with great interest.
1 have installed dozens of rebuilt CRT’s
only to see them dim and blurry a vear
later,

In my opinion the main trouble is
the re-use of the old screen by rebuild-
ers. Therefore, I destroy every screen of
the duds I turn in, this is a safetv factor
in storing too. [ have recommended the
following procedure to many service
men. H all would follow my trick, the
quality of rebuilt CRT's would vastly
improve by forcing the rebuilders 1o re-
screen (and wash) the CRT’s then age
them etc., etc.

Lav the CRT face down and cover
the gun (and tube) with a heavy rug
or burlap sack. the latter having a hall
inch hole. The hole is placed over th
keyway of the plastic base. With a smail
screwdriver and a small hammer genth
tap a hole through the plastic and then
through the glass stem. The inrushing
air will blow out the center of the
phosphor screen, and there is uo more
danger of implosion in handling the
dud. For those who think this procedure
(it takes only a few seconds) is un-
usual: Similar methods are used in any
rebuilding plant—how else could they
put in a new gun or weld-—on a new
glass-stem?

My procedure should be propagated
nationwide. H the rebuilder refuses to
accept the dud, then this is the best
profl in the world that he wanted 1o re-
use the old contaminated. dim and gas-
releasing-in-the-future screen . . .! Some
rebuilders even write on their price-
list: “Returned glass-envelopes must be
under High-Vacuum.”

Yours trulv.
Pierve .. Tissot

Tissot TV

MODERN ELECTRONIC SERVICE DEALER
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. business flashes .

Small manufacturers are "in the most
vulnerable position with respect to the
impact of increased electronic imports,™
the Electronic Industries Association's
Small Business Committee said in its
annual report to the EIA Board of
Directors.

Reporting for the committee, C. J.
Harrison of Rixon Electronics, Inc., the
chairman, emphasized that the electronics
industry "includes thousands of small
manufacturers producing 'bits and pieces'
for assembly in many and varied complex
electronics equipments."

"The electronic industry, by its very
nature, is a prime target of foreign compe-
tition," Mr. Harrison said.

Annual reports of the association's
Electronic Imports Committee and Tube and
Semiconductor Division also reflected
industry concern over imports.

The report of the imports committee,
meeting today, called attention to a 22 per
cent climb last year, over 1959, in
imports of radios and radio parts from
Japan "whose modern, but low-wage elec-
tronic industries have achieved greater
penetration of U.S. markets than all other
major foreign producers combined."

The committee chairman, Robert C.
Sprague, chairman of the board of the
Sprague Electric Co., reported that final
1960 imports figures, recently available
from the Department of Commerce, "showed
nearly 90 per cent of all Japanese elec-
tronic imports into this country to be
ccncentrated in the radio and radio parts
category."

The 1960 Japanese electronic imports
total was valued at nearly $79.5 million-——
more than 53 per cent of all electronic
imports—and $54.5 million of this was in
transistor radios, Mr. Sprague said.

"A lower rate of radio and parts im-
ports, compared with the 1960 monthly
average, was noted for the first two
months of 1961, but February shipments from
Japan rose over Jamuary to lend substance
to industry expectations that end-of-1961
figures will show another rise in Japan's
business in this category," Mr. Sprague
said. "Increases also are expected in
other categories of Japanese electronic
shipments, particularly in television
receivers."

The report called attention to widely
held fears that Japanese portable radio
imports may be "but the beginning" of
Japanese penetration of other U.S. elec-
tronics markets with "cost advantages
inherent in wages about one-fifth U.S.
rates.”

The Tube and Semiconductor Division

Continued Nexi Puge
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CSEA news

CSEA ANNUAL MEETING
SHOWS POWER OF UNITY

Farlv last month the California State Llectronics Associa-

tion held its annual meetin

officers and delegates taking pari

program.

PUBLIC AFFAIRS
GROUP ACTIVE
IN LEGISLATION

In addition to campaigning
vigorously for the passage of
AB 265, the Licensing Bill for
servicemen, the CSEA Public
Aflairs Committee is keeping
a close eve on two other
measures before the State
Assemblv. according to com-

mittee chairman Keith Kir-
stern.

Reporting  to  the CSEA
Convention in  Fresno last

month. Kirstein said that his
committee is giving consider-
ation to Assembly Constitu-
tional Amendment 73, subh.
mitted by Assemblyman Don
Allen of Los Angeles. The
amendment  deals  with  pa:
TV. and has a strong bearin,
on the fulure of television
servicemen throughont the
state.

Assembly Bill 2172 is also
ol concern 1o servicemen,
says Kirstein. This hill. spon-
sored hy Assemblvman Haw-
kins, relates 1o Journevimen
on-the-job training.

A ] Al
CSEA 1o Back
Al)pl'('lltl('(‘Shll)
Program

Althongh it has not vet met
on a state-wide basis, a Joint
Apprenticeship Council has
been set np by the CSEA and
will hod its initial meeting
this summer. lxecutive Di-
rector James F. Wakefield re
ported at the CSEA convention
in Fresno last month.

Plans call for swill activa-
tion of a complete program
to he offered to the school
systems= for the state of Cali-
fornia through local chapters.
August L has heen =et as a
deadline for the activation of
the program.

in Fresno with well over 100

in the t1wo-day work

This was not the usual tvpe
ol =ocial activity that marks
manv  of todav’s so-valled
“Conventions.” Herc was a
group of dedicated men who
were interested in onlv one
thing . . . getting the joh done.
You couldn’t help but be im-
pressed by the business like
way in which the Board of
Direclors gathered on Satur-
day and proceeded through
an agenda that started at 9:00
a.m. and concluded. for some
commitlees, as late as 2:00
a.m. the next morning.

What could take so muel
time and bhe so important to
cause this lengthv program?
There were many things. First,
and of greatest importance,
was the report by Keith Kir-
stein on the progress of the
Licensing Bill. On page 10
vou will find his report hut
for Lhe record, | spent two
davs in Sacramento mys=elf
the last week of the legisla-
ture, and know that every-
thing humanly possible was
done 1o hring this bill into
law and except for one or two

men it wonld have heen
passed.
The people who attended

the meeting in Fresno deserve
a greal deal of credit for when
the plee went out for addition-
al Tunds to push this bill
through every man made that
extra effort that proved the
power of unitv with over-
whelming snceess.

The two day program also
included special reporis from
such important committees as
Membership, Apprenticeship.
etc. In the months 1o come
| hope to report on each of
these programs under separate
articles so that evervone will
be able to know just what is
being done by the Association
in its effort to make the Tele-
vision Service Dealer Industry
one ol the greatest in the
nation.

i;}! '_._,4'_;'



BUSINESS FLASHES CONTINUED*

report, presented at its meeting

by the chairman, William J. Peltz,
vice-president of the Lansdale Division
of the Philco. Corp., noted last year's
decline from 1959 in factory sales (see
table below) of electron tubes and the
"substantial increase" in semi-coductor
sales. The report then added:

"At the same time, Japanese exports of
electron tubes to the United States
showed that 16,572,000 units valued at
$4,598,000 were shipped during 1960 as
against 7,911,000 units valued at
$2,088,000 in 1959.

"The Japanese also reported shipment of
3,415,000 transistors valued at $1,758,000
in 1960 compared with 2,393,000 units
valued at $1,581,000 during 1959. Ship-
ments of other semiconductor devices from
Japan amounted to 776,000 units valued at
$88,000 in 1960 compared with 597,000
units valued at $92,000 in 1959.

"This is only a minor portion of ex-
panded electron tube and semiconductor
imports into this country as the above
figures do not include components in
radios, television receivers and other
equipments. Radio receivers alone from
Japan rose from 6,052,000 units in 1950
to 7,871,000 during 1960.

FACTORY SALES OF TUBES AND SEMICONDUCTORS
{In Millions)

end

1959 1960 Jan-Feb  (Units)
Units Dollars  Units Dollars 1961 1960
Receiving Tubes 4330 $ 369.0 393.0 § 3320 52146 64101
TV Picture
Tubes 95 184.0 9.0 181.0 1,437 1.536
Transmitting and
Special
Purpose Tubes 6.9 222.0 6.5 233.0 —

Total Tubes $ 775.0 $ 746.0 53,583 65,637
Transistors 820 $ 2220 1280 $ 301.0 25454 19,134
Diodes &

Rectifiers 166.0 2240 28142 29335

Total

Semiconductors $ 388.0 $ 5250 53596 48.469
Total Tubes and

Semiconductors $1,163.0 $1,271.0

Total

Factory sales of television picture
tubes and receiving tubes dropped back in
April from the year's monthly high in
March, the Electronic Industries Associ-
ation's Marketing Data Department reported
today.

The latest compilation showed 722,110
picture tubes valued at $14,293,375 sold
at the factory during April, compared with
936,098 at $18,725,111 sold during the
previous month. A total of 28,687,000
receiving tubes worth $24,392,000 were
sold in April, against 36,635,000 units
worth $30,719,000 in March.

The number of picture tubes sold during
the four-month period remained higher than
the total during 1960, along with the
value of the units. However, cumulative
receiving tube sales dropped in number
and total value below those of the same
period last year. The totals are shown
below:
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FINAL REPORT ON
LICENSING BILL No. 265

by Keith Kirstein

Publie Affairs Commitiee Chairman

The licensing bill backed by CSEA has come to a grinding
halt. The bill was caught between some political rivalry and
suffered the fate of being at the right place at the wrong
time. The bill, as it now stands. is in the Senale Business and
Professions Committee and scheduled for Interim hearing this
summer.

A final review of what has happened from the verv begin.
ning. CSFEA. through their local Associations and the State
Committee, proposed a licensing hill to be presented to the
1960-61 Legislature. At the same time a bill was heing heard
in an Interim Committee which included our industry and
was verv similar 1o our own bill. It was feh by the CSFA
Board that we would be much wiser to go along with APA
and promote this bill which turned out to be AB-265. By
joint action between APA and (SFA, Assemblyvman Bill
Grant from Long Beach was asked to author the bill. Harry
Tarnoff was selected as Legislative Advocate and we pro-
vressed from there. Before the bill was submitied we received
17 co-authors from the Assembly. During the next five months
all types ol opposition were met and solved. There were a
total of <ix amendments made 1o the bill as recommended
bv different departments within the State of Calilornia: such
as Finance, Business and Professions. Legislative Aunditors.
Legislative Counsel. ete. The only change that aflected the
bill was one made in the Governmental and Lfficiency Com-
mitee hearing. and this was 10 leave oul the certification of
technicians. tt was felt by 1he Committee that it would be
better to start with just the licensing of shops and at a later
date bring in the technicians. The only known opposition to
the bill that continued was the California Retail Association
and manv Better Business Bureaus. This, we will discuss at
a later date. At this time 1 don’t feel that thev had too much
to do with the final action on our hill. The bill was heard in
the Governmental Ellicieney and Leonomy Committee and
came out of this Commiltiee by a unanimous vote for “do
pass”. The bill was then sent to the Finance Committee and
was stalemated there hecause the State Budget had not passed.
The reason it was held up in the Budget Committee was he-
cause an appropriation was necessarv to get the hill started.
Even though this appropriation would be paid back by the
licensing fves it still had to be approved by the Finance
Committee. Through a greal deal of eflort we were able to
get it out of the Finance Committee and on the tloor helore
the budget was released. This was done by securing a letier
from the Governor. The hill was brought out on the tloor of
the Asse ‘mbly and was voted on and |)d<<("11 by the amazing
vole ol 58 to 6. one of the largest positive votes for anv
licensing bill that has ever been |m~S(d and the only licensing
hill 1o |ldV(-‘ heen passed by the Assemblv this vear. \\nh
this type of vote in the Assembly we felt as if we had things
going our wav. The bhill was then sent to the Business and
Plofu ions Commitlee for their approval and then was sup-
posed to go to the Finance Committee and hack on the
Senate Hoor with plenty of time to get it through this vear.
li was in the Business and Professions Committee that we hit
a snag. The story is still note quite clear exactly how we fit
into the battle that was raging between the Senate and the
Assembly the latter part of The session. put we do know that
we were involved in it. We know we had the necessary ma-
jority votes on the Committee prior to the time thev met, but
at the hearing one man in particular, was very outspoken

(Continued Next Page)
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FINAL REPORT
BILL NO. 265

(Continued from Page 10)

and moved that the bill be sent to the
Interim Committee for more studv.

Where do we go from here? The
backers of this bill, by backers 1 mean
most of the members of the Assembhlv.
and
other people that we have on our side.

the Legislative Advocate many
feel there are a couple of things we can
do. First. the most costly and the hard-
est to do would bhe to have a referen-
dum. Secondly. 1he one that | recom-
and

many Assemblvmen and Senators | con-

mend. this was the thought of

lacted. was that we go all out in having
the Governor put this on the agenda lor
the Budgzet Session next Mareh. It is
felt that with the support we had in th
Assemblv. the real need for this type
of legislation. and the working over of
a couple ol people hefore this time,
this could possil:lv he the most inexpen-
sive and the fastest wav. However, it
would take a supreme effort on our part
to get the Governor 1o put it on his
Special Session agenda. The fact that
the Governor needs something that al-
feets everv voling person and all chil-
this

dren in the State of California.

would give him an issue in which he
could gain in popularity with the people.
The third wav is to go throngh the In-
terim Committee again and wait two

This

would be inade in the Senate. There-

years, time the Interim Study

fore. il we could get it oul of there we
are almost certain ol passage. | know
that we have made enough noise and a
zood enough impression at the Stat
Capitol that it would e floolish 1o drop
it. 1

have just made should not go for naught.

feel that the supreme effort we

| feel that we were. and arve, on th
verge of making our industry a profes-
sion rather than the lowly rated occu-
pation it is now. [ am also positive that
the need for protecting the public from

unscrupulous service people is a must.

Keith Kirstein. Chairman
Public AfTairs Committee

JULY, 1961
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PRESIDENT'S MESSAGE

ROBERT WHITMORE

Annual Meeting . . . Past and Future Discussed

Many things were discussed al our
annual meeting which for many of us
was quite a long weekend. However. [
leel sure some things were resolved. and
food for thought was given on others.
We need to all get hehind the move for
Association activities in order that we
mav grow and prosper.

Our magazine, | think is looking let-
ter with everv issue. Certainty Mr. \lar-
tin is due a vote of thanks for the joh
he has done so far. hoping alwavs for
better and higger dividends 1o come, |
ask each and every one to help in anv
way lhe can in gettling more advertising
for our publication. It is through this
media, more than in any other way. that
I think we can tell our story to the many
who are not among our ranks.

I' wish to take this opportunity to
thank last vears Board of Directors for
the cooperation given me. At the same
time 1 extend the hand of welcome to
the newly elected directors. and thank
them for the confidence placed in me for
the forthcoming year. | feel sure that
through our discussions we come away
rom our meetings with an enlightened
approach which | hope will be heneficial
to us all.

Much ground must be covered during
this next vear. To do the jol however
we will need the suggestions and ideas
of each of our members, and from those
who are not members as well. We invite
vour criticisms and complaints. for with.
out them we have no wav of knowing
what the membership wants. Too often,
it seems the complaints are many, the
constructive criticism lacking. We of the
hoard cannot possibly know what every
individnal is thinking and can only do
what seems hest to us. We shall surely
make mistakes. We hope they will he
few. but ask vour indulgence. as we too
are only human.

It is my hope that our committees can
become more active in the year ahead
for it is here much of our work is done.
One committee in particular | want to
sce really get going is the Sales Tax
Committee. This is one of the most im-
portant of our association | think. An-
other is our Planning Commiitee. [ am
not trving lo take anything away from
any ol the others. as thev are all im
portant. but these two | think are of
(remendous concern, to the future of our
association.

CSEA CHAPTER NEWS

Burbank.Glendale

Second Thursday of Each Month
Genio’s Restaurant
1420 W. Olive, Burbank
Pres.: Everett Pershing
Sec.: Ralph Singleton

News Editor: Ralph Johonnot

Our guest speaker for last month’s meeting
was Mr. Robert Hahn, Service Manager for
Pliillco Los Angeles who introduced Mr. Boh
Gage. manager of the Parts Dept. and
Mr. Tom Wolfe. area salesman. Mr. Hahn
gave a very interesting technical discussion on
Video amplifiers and remote controls servie-
ing.

During the evening the members discussed
our State Licensing Bill, report on the
state convention in IFresno and the very suc-
cessful TV publicity we received from Tom
Franklin on Channel 5.

Next month our guest speaker will he Mr.
Wally Rubin from Mereury Test Lquipment
Co., who will speak on Test Equipment and
its use.

Chapter 13-San Diego
Dark Next Month
Pres.: Gene (’Brien
See.: G, S, Lowell
News Editor: Alex George

On June 61 we held our annual election
of directors for next year and they included:
Clifford T. Coons, P. I°. Fort, Howard kllis,
G. S. Lowell, Walt \Meekins. Gene O Brien
and Earl Robbins, The new Board then elect-
ed their officers for the coming vear and thes
included: Gene O Brien as President: Howard
Iillis. Vice I’resident; and G. S. Lowell as
Secretary-Treasurer.

Our guest speaker for the vvening was Mr
Wm. A, Stone. Regional Manager of Simpli-
fied Tax Records. Inc.. who presented a tax
preparation, record keeping and business man-
agement system for the small businessman.

Onr meeting for next month is dark hut
Chapter 13 and Chapter 18 will have a hooth
at the San Diego Countv Fair at Del Mar.
June 30 through luly 9. FThe purpose of the
booth is to aequaint the public with our as-
sociation.

n
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Pres Sweetland
Radio & Appliances
5055 Eagle Rock Blvd.

Los Angeles 4. Calif.

Edwin |. Fowler
Avalon Radic
4717 So. Avalon Blvd.

Los Angeles 11. Calil.

George D. Snceed

Sneed’s Radio. Flecl. & TV Service
5712 So. Central Ave.

Los Angeles 11, Califl.

A. A. Henkin

Hollywood Radio & TV Service
7742 Santa Monica Blvd.

Los Angeles 16. Calil.
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The Question:

WHAT HAVE YOU FOUND TO BE YOUR
BEST FORM OF ADVERTISING

I’ve tried everything and find that newspaper advertising in our local papers
does the best job for me. Our ads stress the fact that we service everything we sell

usually within 24 hours. The metropolitan newspapers haven’t heen very pro-
ductive, and they are costly hesides. But the local papers are widelv read bv our
area and they bring in a lo! of new business.

Direct mail hasn’t been too good. We once sent out 1000 circulars for a Motorola
Stereo contest which offered a lot of excellent prizes. Onlv four people responded,
and three of them hadn’t read the circular closely enough and thought all they had
to do was come in and get their prizes. None of the four hought anvthing.

But local ads, emphasizing that merchandise is no better than the dealer vou
buy lrom and stressing our excellent service, has proven 1o he a real husiness-getter.

I haven’t done much advertising the past year. largelv because there are no
really good local newspapers in mv area.

But | make it a point to stop in at garages and service stations in my area
and leave my cards and. in some cases. posters. 1 have made [riends of manv
garage owners and service station men. and they refer a lol of business to me,
especially on car radios.

The most important kind of advertising, | think. is word of mouth advertising,
and I go all out to get it. | have been at this location 35 vears and make it a
point 1o know my neighbors. 1 used 1o have some success advertising in a Spanish
English dictionary and directory. Lots of Spanish-speaking people would call me
whenever they needed service. But that business dropped ofl alter a while, so |
discontinued my ads.

I 'have heen very well satishied with the results of the word-of-mouth advertising
[ get in my business area. | don’t do any newspaper advertising. but | make it a
point to check on previous customers. call them up from time to time to ask if
everything’s all right and how their equipment is holding up.

They appreciate my interest and recommend me to their [riends. tn addition.
whenever anvbody new moves into the neighhorhood and asks around about
where he can find a good serviceman, | almost always get the recommendation
and wind up with his business. I've been on the job here for 31 vears. Most folks
around here know me, and | try to he a zood neighbor.

Ahout the only advertising [ ever do is in the form of signs or posters in mv
window on special deals, on a seasonal basis. Father’s Dayv specials. for example.

Ol course, I run a one-man shop, and have more than enough business to keep
me going. I[ I wanted to expand and 1ake on more help, | would probably go
into some kind of advertizing program. But | prefer it this wav.

In answer to vour inquirv. | have heen consistently adveriising in the Yellow
Pages ol the tclephone book for over 25 vears, and have found that this has been
the principal source of most of our new husiness.

Also. a small newspaper display ad (one inch), run twice a week. which features
a special service has produced good results. This type of advertising must be used
consistently. since its impact is cumulative.

Other than that, we use in my shop what [ consider to he the most effective
type of advertising: competent work at a fair price. and a guarantee that really
means something.

MODERN ELECTRONIC SERVICE DEALER
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to keep your Summer Sales Simmering|

Summertime is “easy living” time. People have more leisure hours in
which to enjoy radio and television. That’s why they’ll want radios
and TV sets that are in top operating condition...and Channel Master
has everything you need to do the job better.

Replace winter-worn antennas with one of the powerful Super
T-W'’s. Convert old-fashioned manual rotators to fully automatic opera-
tion with the new Channel Master Automatic Rotator Control Consoles.
Perk up TV set performance by replacing weak or worn out tubes. Show
your customers how their leisure hours can be more enjoyable when
they own Channel Master portable radios.

There aren’t any summer sales doldrums when you sell the Channel
Master line because Channel Master has everything you need to keep
summer sales simmering.

DISTRIBUTED BY

RADIO PARTS COMPANY MILLER'S RADIO & TV SUPPLY WESTERN ELECTRONIC SUPPLY ASSOCIATED RADIO DisST NORCAL ELECTRONICS
2060 India Street 530 East Bth St. 502 North Abby 1583 Howard St. 1115 R. St
San Diego, Calif Qaokland—TE 4-9185 Fresno, Callf San Francisco—HE 1-0212
in in
Sonta Roso—LI 2-5423 S5an Mateo—Fl 5-3575
Walnut Creek—YE 4.3000 Palo Alto—DA 3-3173
Calexico—EL 7-3148 Son Froncisco—KL 1-1223 Vallejo—M1 3-4531

San Jose—CY 5-6818

Sacramento, Colif
Gl 3-4668



A most interesting article in Fortune
“The

public has a tendency 10 bvpass those

magazine recently stated that,
segments of the service indusiry whose
productivity is not in keeping with the
increase in national produetivity.

In essence. what thev were saving was

that involved in

anv  person service
work, be it tv. refrigeration, or what
have vou, would have to turn out a

reater volume of work if they were to
remain in business and il thev were to
discourage the do-it-vourselfer.

Il we trace the history of v servic-
ing back just ten short vears, we would
find that most of the fellows in the busi-
ness had in their shops such pieces of
test equipment as scopes, signal gener-
ators, sweep generators. marker adders
and other expeusive items ol equip-
ment. While it true that
test equipment is essential to do the job
properly and accurately, it is also tru
that cumbersome and slow test equip-

is certainly

ment can make the job cost more than
vou could ever hope 1o colleet for it.

That is why. over the past several
vears, lest equipment manufacturers who
were aware of the problem began to
build items that “Time
Savers” equipment.
These pieces of equipment were de-
signed to enable the service technician
to pinpoint trouble in tv and radio r

were lermed

rather than test

ceivers in the minimunt amount of time.

But there were certain qualifications
laid down which these Time Savers had
to meet hefore they could le considered
useflul to the rechnician.

For example. all service technicians
will agree that the simplest and mosl
elicient way to scrvice is by substitutes.
Here vou substitute a component vou
know is good for one vou suspect of
being had. You actually use the tv el
you are working on as a piece ol equip
ment.

Because of the tremendous acceptance
by the service technician of this tvpe
of approach, there has sprung up a
whole new series of Timme Savers known
as Substitution pieces. Included among
these are RC Substitution. Electrolviie
Substitution, Rectifier Substitution. Pow-
er Resistor Substitution, Fuse Resistor
Substitution and, among the most pop-
ufar, units that substitute lor sections
of the sweep circuits themselves.

These substitution pieces have been
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"TIME SAVERS". ..
NEW DEFINITION

FOR

TEST EQUIPMENT

By Ed Flaxman

Vice-President, Sales

Sencore, Inc

instrumental in saving virtuallv thous-
ands of mau hours of labor for tech-
nicians and have enabled these astute
men to turn this time into dollar profits.

Another aspect ol importance to the
technician has to do with tube testing.
Here again. many manulacturers sup-
plied cumbersome testers that were pon-
derous in size and diflicult to set up.
These testers were probably designed
for the lab rather than for the service-

man on the go.

Here azain. the Time Saver manufac-
turers saw the acute need and came up
with small, rugged and accurare testers
that are easy lo operate and quick to
find troubles in tuhes. No longer does
the technician have 1o relv on slipshod
and time-consuming tube testing: avail-
able to him are low cost. easy to handle
tesiers that are thoroughly reliable.

What do all these time saving devices
mean to vou? Just this:—that you can
now do what used to take two hours in
about half an hour. It means that you
can make more calls per day, find your
problems more quickly and not he con-
fronted with having to lug huge pieces
of test equipment into the customer’s
house just to convince him vou knov
what you are doing.

Lvery service dealer should know the
time saving pieces ol equipment avail-
able for everv job he has to tackle. all
the way from small series string fila.
meni checkers to complete transistor cir-
cuit analyzers.

Remember, not only are these unit:
low cost extremelv accurate, hu
they enable vou to demand and receive
the greatest amount of dollar return on
the most precious commodity vou have
to sell: vour time.

and

MODERN ELECTRONIC SERVICE DEALER
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WE CHALLENGE

ALL INDEPENDENT
REPLACEMENT PICTURE
TUBE MANUFACTURERS TO
PUBLICLY MATCH THESE STATEMENTS

Calvideo Electronics Inc. is the largest picture tube manufacturer, supplying the replace
ment field, in the world. In its 50,000 sq. ft. (soon to be expanded) plant, Calvideo
employs the most modern, automated equipment to manufacture entertainment and
industrial cathode ray tubes.

Calvideo Electronics Inc. states that each and every tube leaving its plant contains
100% NEW PHOSPHOR SCREENS, ALUMINIZATION, CONDUCTIVE COATING, AND
QUALITY (fine arid aperature) ELECTRON GUNS. The only re-use portion is the en-
velope which is carefully inspected to meet the standards of the new envelope.

PUBLIC NOTICE!!

IQUALITY+EC0N0MY PROFIT

It is unfortunate that dealers, distributors and consumers are unaware of the difference in picture tubes. Many
assume that they are purchasing tubes with all new parts except for the glass envelope BUT THEY ARE
NOT! They are paying close to Calvideo prices and many cases higher for almost a totally used piece of
merchandise.

CALVIDEO IS PLEASED TO SEE AN AGENCY OF THE FEDERAL GOVERNMENT BECOMING VERY ACTIVE IN THE
PICTURE TUBE INDUSTRY IN AN EFFORT TO PROTECT ALL SEGMENTS OF THE INDUSTRY AND THE CONSUMING
PUBLIC FROM FRAUDULENT MISREPRESENTATION

TELEVISION

_____________________________________ Calvideo PICTURE TUBES

JuLy,
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TIPS ON TAX
AND INSURANCE
PROBLEMS

by M. H. Daskal, C.P.A.

A lot of people have no idea of what
will happen when they die—and this
includes the estate tax implications of
life insurance.

Let us clear up a number of misunder-
standings. The following slatements are
WRONG.

1. When you die—you have no taxes

to pay-—cause you're dead!

2. Life insurance proceeds are sub-
ject 1o federal taxes—so why
worry /

3. Nobody has to pay estate taxes-
unless vou leave at least 7 jillion
dollars.

4. If you insure your own life—you
must be the legal owner of the
insurance policy.

5. Whatever, the fancy tax angle is

[ can’t aflord to carry it
through.

The following statements are RIGHT:

1. You don’t pay taxes after you are
dead-—your ESTATE may have to
pay!

2. Life insurance proceeds are in-
cluded as part of your estate—and
subject to estate tax if you
OWNED the policy when vou died

~regardless of who was the bene-
ficiary.

3. The FKederal estate tax begins at
either $60,000 or $120.000 in vour
estate (or is levied on 50% of the
estate)——depending on your will
and numerons complicated factors.
Life insurance IS counted as part
of this total.

4. Within reason—anyone including
vour wife —can he the legal owner
of insurance policies on your life.
This is true even if your wife is
(or is not) the beneficiary.

5. If the following ideas cost you

16

over $25-850 to execute your
estate is big enough to afford it.

Let us take the case of a 10 year old
salesman, in splendid health, wmarried.
three kids who wraps his Jaguar
around a tree. He never worried about
an estate tax prohlem, because when
they inventory the estate they find the
following:

$11.47 in a joint checking account.
$300.00 in unpaid bills, a $25.000.00
house with a 826.000.00 morigage, a
wife, 3 kids, some personal property
and what used to be a Jaguar XK.150
roadster!

They also find that he took out a
8100.000 term insurance policy with
double indemnmity. about two years
earlier. Guess what? The wife does NOT
get $200.000—Dhecause there are estate
taxes to pay (and our ex-salesman never
read these comments) .

Policy Ownership

Since the 1954 tax law was passed. we
have a simple way to eliminate any
danger of estate tax on your life insur-
ance. If the husband does not OWN the
policies when he dies—by making a
complete and valid assignment of the
insurance contracts to the wifle (or some
other girl)—the proceeds are not ordin-
arily included in the husband’s estate.
This is true even if the hushand con-
tinues to pay the premiums!

Here are my suggestions. Go to vour
insurance agent and ask his advice first.
If he does not know what vou are talk-
ing about—get a new insurance agent.
I found from my own personal ex-
perience that the legal department of
the HOME office of anv good insurance
company will draft the tvpe of assign-
ment form you need-—and counsel you

Editor’s Note:

This article is a reprint from the Electronic
Representor of March, 1961. Our thanks to Jock
Wartels of A.E.D. and Bill Weber for permission

to reprint it in MESD.

without charge. So will your insur-
ance agent.

There are two dangers to consider,
when making the transfer of ownership.
First, if you keep what is laughingly
called a “5% reversionary interest” in
the ownership of the policy the deal is
off. Translation—when you sign away
ownership vyou must do it completely-—-
you have no rights under the policy
except to die! The proper assignment
form will cover this point. (The 5% in-
terest that is—not dying).

Second, il the policy has a large cash
value. you may have a GIFT tax prob-
lem at the time you transfer the policy.
In this case see your C.P.A. (plug).

Understand that this entire plan is
worthless if vou are considering:

(a) divorce, (b) leaving home or
(c) killing your wife.

Now after executing this simple plan
to eliminate or decrease taxes fate
steps in! ! ! Your WIFE wraps the
Jaguar around a tree! And just like her
to do it!

In this case the policy of course does
not pay off (you are still around)
even though your most precious pos-
session is gone forever—the Jaguar! You
do have an estate tax complication to
consider. The replacement value of the
policy (owned by vour wife is in-
cluded as part of vour wile’s estate.
This is defined as the cost of purchasing
a similar policy on the husband’s life—
at the time of the wife’s death. There is
no easy way to avoid this danger— just
be sure to die first!

Finally, you may find that an analysis
of your potential estate brings up other
tax and legal problems. At this point
the team you need should consist of
your insurance agent, a good lawyer and
a good C.P.A. The money you spend
will be well worth it.

MODERN ELECTRONIC SERVICE DEALER



The fundamentals behind the modern trend
toword home high fidelity and stereo systems
aore discussed and demonstroted by o lecture f‘
team from Shure Brothers, Inc., Evanston, before .
The Electrical Women’s Roundtoble ot o recent
meeting in Chicago. Women executives from
manufocturing, merchandising ond media or-
gonizations in the electrical appliance field
received a briefing from Ray Ward, distributor
sales manager, and Doris Wilterding, sales
assistant, from the high fidelity component and

microphone manvufacturing firm. p.
o » o ® lx

We Pick

Mr. Dick Wessenberg, Kiesub Electronics, and friends are shown here enjoying
themselves during his recent visit to Japon. The occasion is the results of o
recent sales compaign in Southern California on behalf of Channel Master.

New ‘“*Gift-Paks’ designed to add dollar vol-
ume and profit margin to portable radio sales
has just been introduced by Motorolo. Showing
the new Gift-Paks is Mr. W. E. Loswell, Na-
tional Radio and Stereo Sales Maonager. The
new line offers in two pockages enough to serve
five different models and occasions.

VERSATILE WINDOW OR COUNTER DISPLAY cre-
ated by Raytheon Company’s Distributor Products
Division for its 10,000 Bonded radio-TV service
dealers, con be stacked by unique wire otach-
ments in o variety of formations. Here, Charles
Viglas of Audiosonics, Inc.,, Arlington, Mass,,
assembles the disploy units as a pyramid win-
dow disploy.
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CITIZENS BAND
... A NEW
SERVICE MARKET

By L. Porter Henaman
Sales Muanager

Seco Electronics lae,

Every enterprising service dealer likes to think that he is
receptive to new wavs lo increase his sales revenues and profits.
Yel one of the hest new markets, servicing Citizens Band
equipment, is heing overlooked hv manv service dealers who
consider themselves smart businessmen in other respects. The
fact is that Citizens Band equipment is now in the stage of
market development at which consumers need and are seeking

rvice aid. They are finding that qualified Citizens Band
service dealers are still scarce.

In a worlil of overcrowded markets, it is relreshing 10 have
a new market which needs more dealers. The elecironic service
dealers who are getting into Citizens Band testing and serv-
icing now will have a real advantage over their slower brethren
who preler to sit back and wait until Citizens Band is “big".

The FCC is already issning over 100,000 Citizens Band
licenses per yearv. Sales of Citizens Band receivers and ac-
cessories are eslimated to be approaching the $50 million per
year mark. There is an obvious need for qualified service
dealers 10 install new equipment. to re-install do-it-voursel(
selups. and to test and service equipment in use.

The average shop will need to add onlv a few basic. in-
expensive pieces of specialized equipment in order to expand
its business to include sales, installation and service of Citizens
Band units. These pieces are:

1. RF power termination and power measuring instrument ;
and amplitude modulation meter.
(For example, the Seco Model 510 transmitter tester

2. Antenna system metering instrument for determining
proper impedance and power match.
(For example, the Seco Model 520 antenna tester.)

3. Crystal controlled signal generator combined with a
cryvstal activity tester.
(Such as the Seco Model 500 Cryvst-align-Meter.)

The dealer who takes the equipment he has and adds what-
ever he needs 10 make a complete sct of test equipment for
servicing Citizens Band equipment is making sensible use of
his time. facilities and training to tap this new market and
reach new customers.

Service and installation charges may produce more revenue
and prohit for the dealer than he imagines. Base station in-
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stallation charges mayv run $20 1o $25. Mobile unit installa-
tions mayv run 810 to ¥15. Additional charges may be in order
for special equipment or unusual installations.

Dealers will find that some Citizen Band customers want
extra flexibility in their installations. specifying a number
of locations. each ol which means another sale lor the install-
ing dealer.

While some work can be done by an unlicensed technician
it is desirable to obtain a license il vou do not have one. The
more Citizens Band work vou do. the more calls vou will get
involving transmitter-oscillator service or adjustment. It will
pay vou to have a license, not onlv lor the husiness vou obtain
yoursell. but lor the husiness that will be referred to vou hy
unlicensed dealers who caunot service the transmitler-oscil-
lator cireuit. (FCC rules require a license 1o make any repair
or adjustment that will alter the operating [requency or exceed
the maximum power output rating of a Citizens Band unit.

Users of Citizens Band equipment are found in many
occupations and many recreational activities. A dealer going
into Citizens Band work will immediately spot the potential
in real estale sales people, resort owners. retail merchants
with delivery service, hunters, newspuper reporters. fishermen,
doctors, vachtsmen, and a variety of salesmen who need to

check with home or oflice [rom locations where telephone serv-
ice is not available or convenient. But hevond this, there are
scores of uses heing thought of and acted on daily-—and new
users [or cach use. FCC issues several hundred new licenses
everv dav.

Dealers in many lines oflten bewail missed opportunities
with comments such as. Il only | could have got in on the
ground Hoor with that deal, I'd have had it made.” The Citi-
zens Band ground floor still has some room.

There is an old saying that a wink is as good as a nod to
a blind horse. For those who are not blind, it mav be a dil-
ferent storv. Whether vou picture Citizens Band as an im-
portant new opportunity to develop vour husiness or as a
troublesome “extra’ will largelv determine whether you do
something now to cash in on the growing Citizens Band mar-
ket or wlether vou let opportunity pass vou by and grumble
later on about it.

Remember that Citizens Band is creating a market [l of
new customers who may obtain a license without any test
or examination. In fact, for some low power units (output
limited 1o LOO milliwatis and antenna length limited to 60
inches) no license at all is required. This new crop ol elec-
tronicallv upsophisticated customer is going to he served by

someone. Why not vou:

SUES, YOUNG & BROWN, INC. APPOINTS NEW . ..

NITH

PARTS

JuLY,

SUB-DISTRIBUTORS

For the convenience of Zenith service dealers, you can now
buy genuine parts and tubes from the following electronic
distributors:

ANDREWS ELECTRONICS
1500 West Burbank Boulevard
Burbank, California

ELECTRONIC SUPPLY CORPORATION
2483 - 3rd Street
Riverside, California

1961

HURLEY ELECTRONICS
501 East Date Street
Oxnard

HURLEY ELECTRONICS
1429 South Sycamore
Santa Ana, California

GROSSMAN & REYNOLDS
1900 West Valley Boulevard
Alhambra, California

HURLEY ELECTRONICS
1501 Magnolia
Long Beach, California



The Trend of

Service

Test

0000000000000000G(

Equipment

by

William Grossiman
Vice President
Engineering

B & Kk Mfz. Co.

20

The development of simplified testing
techniques for the service technician has
been the guiding principal of the prog-
ressive equipment manuflacturer for the
pasl several vears. Modern dav service
problems compounded by the Do-lt-
Yoursell operators, the introduction of
color television and other related fac-
tors, have created conditions that. in
manv cases, cannol be solved bv the
servieeman himsel. The duty and prime
responsibility ol the test instrument
producer is to place the solntion of these
many problems hack into the hands of
the technician. Do-lt-Yoursell opera-
tions, for instance, in drug and depart-
ment stores have steadilv increased in
popularity over the past few vears. Con-
sumers use ol these facilities have no-
ticeably reduced the number and fre-
quency of so-called ecasy service calls.
While the Do-It-Yoursell users cannot
possibly cure all delects in an inopera-
live television receiver. the widening
usage of this means has, in manv cases.
left the service technician with the more
diflicult-lo-service sets.

The effect here has heen to force the
technician to devote more time, per de-
fective receiver. This decrease in output
naturally increases cost and reduces
profits.

Thus it becomes ol vital importance
to the serviceman that today’s test in-
strument must he more comprehensive
to allow him to regain the time formerly
lost on the “dogs”, and by doing so
increase his bench output and his in-
come. This. however, is only part ol the
storv. The manufacturer ol these in-
struments must engineer and produce
them within easy financial reach of the
technician initiallv. and must insure
that his constant and correct usage of
them will allow sell-liquidation of their
cost. In this category [all portable. quick-
cheek tube testers. picture tube rejuve-
nator testers, and signal-injection ana-
lvsts which allow the serviceman to iso-
late and pinpoint trouble areas.

We are on the doorstep of an entire
new area ol entertainment servicing
color television. While the problems that
appear
are nol apparent here, there has been a
general heitancy on the part ol the

with Do-lt-Yoursell operators

service technician lo aggressively plunge
headlong in this direction. This has bheen
caused by several reasons. [irst, tech-
niques of procedure have not heen sim-
plified ; second, the initial cost of equip-

ment has been high; and third. color
receivers have not been sold in mass
quantities. While this may be true at the
moment, the forward-looking manufac-
turer ol test equipment has prepared
his color program well in advance of
this new market. There are availabie
for the serviceman todav. instruments
within moderate purchase price, that
will allow him to tackle color prohlems
with the same confidence and skill that
he has used on
vision receivers

black-and-white tele-
instruments which are
realistically priced, and from whieh he
can recover his investiment in the short-
est possible time.

FEven in the field of traditional test
equipment for the serviceman, such as
volt-ohm-milliammeters, and vacuum
tube voltmeters. there have heen greai
changes in design. Once again, (hese
are developmenis to save the service
technician’s time, effort, and to increase
his productive hours. Single-scale, direct
readings. substantially reduce the pos-
sibility of error and lessen the time in-
volved for such readings. One ol the
more recent innovations in VOM’s has
heen the incorporation of hurn-out proof
characteristics of the meter movement.
This greatlv reduces maintenance cosl
on an instrument that is so fundamental
to the service industrv.

Another direction that has been
taken by the
service technician directly in mind is

manufacturer with 1th

the development of test equipment that
is virtually obsolescence proof. Particu-
larly in the field of receiving tubes. where
the American tube manulacturer has
heen dynamic in engineering new and
radical tvpes, there had been a tendenc:
for these lypes 10 ohsolete even current
tube testers. A well-established practice
of equipment producers is toward built-
in features that limit obsolescer.ce. or
the manufacture ol adaptors and panels
that upgrade previous models. This type
of philesophy by the manufacturer is not
particularly limited to tube-testers, of
course, but exists with other tvpes of
instruments.

This. then. is a segment of the pres-
ent and [uture trends of test equipment
produced for technician.
Future trends in the service industry

the service
are recognized and evaluated in ad
vance of their existence, and it will con-
tinue to he the responsibility of the
manufacturer to keep the service tech-
nicion abreast of the time.
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TUBE QUALITY BY DESIGN

YOUR CUSTOMERS’ CONFIDENCE BEGINS HERE

From a tube design conference like this at RCA comes a stream of innovations
that continually improve the quality of RCA receiving tubes you install...
which in turn helps build your eustomers’ confidence.

A typical design conference includes design and development engineers,
applications engineers, production supervisors, quality-control specialists,
chemjsts and physicists. It takes many skills to make a basic tube improvement.

This group may be discussing a more effective pattern of anti-leakage slots
in tube mieas; or a sturdier cage structure to minimize microphonics; or a new
metal alloy to improve heat dissipation; or new shielding and basing arrange-
ments to minimize shorts and leakage; or a new heater wire coating to improve
heater performanee and assure longer life.

Whatever the problem, it’s attacked with a single goal in mind: to provide
you with a tube you can depend on. Another reason why every RCA tube you
install is an investment in customer confidence. Give yourself the extra ad-
vantage of RCA tube dependability. Check with your Authorized RCA Dis-
tributor this week. Electron Tube Division, Harrison, N. J.

DISTRIBUTED BY

ANDREWS ELECTRONICS DUNLAP RADIO & TV SUPPLY (O. DEAN'S ELECTRONICS

1500 W. Burbank Blvd., Burbank “No. Calif.’s Largest Dist.” 2310 lLong Beach Bivd., Long Beach
TH 5-3536 27 No. Grant St., Stockton NE 6-92314
HO 6-7907




Does It Pay
To Own Your Own Building?

An article that tries to blueprint the when.

why and how to owning vour own building

The chicken-and-egg riddle is no
tougher than the problem of whether
it pays the electronic service shop owner
to huild his own building or lease some-
one else’s propertv. The solution must
be found by each individual shopowner.
for [actors such as his local rental situ-
ation. husiness volume, financial re-
sources, future prospecis and others
must he considered. No readv formula
exists.

But there are many experience re-
poris upon which we can check in ar
riving at a solution. The following in-
formation is hased on a close studv of
a large number of such experiences.

In the majority of cases wheve shop
owners have built and financed their
own buildings the arrangement has
worked out profitably. In all of these,
the economic and financial problems
have heen secondary to the use of good
judgement and foresight in picking the
location so that ils future business was
assured.

When seeking a solution to the prob-
lem in one’s own business there are
some definite investizations to be under-
taken before tackling the big one of
financing.

A thorough and detailed investigation
of the area ic ab=olutelv necessary. The
iest possible financing we can probably
handle will call for a ten year amortiza-
tion ol the loan. 'That means that we
will have to be assured the location we
select will be a good one from a husiness
standpoint for at least ten vears. 'lo
build otherwise is asking for financial
troubles galore.

Our own tvpe of business is. of
course, nol dependent entirelv on the
prosperity ol the immediate area. but
we should alwavs take into account a
situation where the huilding mav hav
to be rented and its possible use to a
tenant in some other line must be taken
into consideration.

A lengthv series of talks with real
estale men. a banker and others who
make it their business to keep close
account of the pulse of the community
is essential.
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And we must remember that the plans
we are making, financial-wise. call for
a certain average monthly volume of
husiness. So we had better make an
extended study to assure ourselves that
this needed volume will e the minimum
rather than the maximum possibility.

The financial side is. of course, ol
greal importance. 1t is impossible to
~et a formula for every situation but
we can adopt procedure and planning
whieh will simpilv the problem.

l.el us assume that we are al present
paying a %250 monthly rental for our
business quarters. (ver a ten vear
period this will involve a total expendi-
ture of $30.000. In some areas we can
pul up an attractive single unit building
for that figure today. In most it ma
be a little more. Building costs appear
to have reached a peak. however, and
we mav look for declines in the future.

H we have $10.000 available we need
hut $20.000 to finance this building.
With interest rates now going up, the
lloor may be around six per cent. and
il we can obtain six per cent hinancing
our interest cost the first month will
he 8100 and decrease 10 891 the twellth
month. Amortization of principal on a
$20.000 loan over a ten year period
would call for $166 per month pavment
on principal. If this is done our total
interest payments [or the first vear

would be just over $1.000.

To this payment of $166 on principal
and slightly under $100 on interest we
must add taxes. insurance, small con-
tinuing repairs and other costs of own-
ership not present under rental or lease,
which will make our monthly outlav in
the neighhorhood of $300 a month a:
compared 1o the $250 we are now pay-
ing in rent. This means a business
housing cost increase of $50 a month
over present rental. Decreasing interes
costs over the ten vear period will he
offset by building repair in most in-
stances.

The obvious factor over the long
range picture is that in ten vears we
will have free and clear ownership of

the structure whereas under lease or

rental we would have nothing.

This long range goal has made manv
small husiness men lose sight of their
financial problems during the paving
ofl period and manv a small business
has gone under simply because of lack
of foresight.

Another course of procedure. particu-
larlv [or the small shop operation, is to
buid a “two-store” unit so that rental
from the extra space can help carry
the financial load.

Lsing our previous example we can
figure that an investment of $50,000
would he needed for a tLwo-store unil
where $30.000 would handle the one-
store building. Tl we are able to handle
the one-third down payment on tLhis cost
we will require a $16.500 initial invest-
ment and leave a $833.500 balance to be
financed. Write-off of principal on this
amount over the same ten vear period
would require $279 a month payments.
The first month interest pavment on this
would he about $167 a month on the
same interest arrangement.

This increased monthly cost is far
ifsel by a return ol. say, $200 a month
which we can eapect [rom rental of the
second unit. It takes litile figuring to
se¢ that where the shop owner can handle
such an arrangement it will be much
more financially sound and easier for
him to amortise than his own single
store unil.

We must never lose sight of the very
important factor that all of this depends
upon the second wnit being rented and
staying rented everv month throughout
the amortization of the loan principal.

Therefore we must give closest < udy
to the vental possibilities of this space.
Best procedure is 1o secure a good
tenant before the building construction
has ever started. That tenant should he
chosen with the utmost care and the
lease secured from this individual should
he the best possible our lawver can
obtain.
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News .

Of AED.

by Jack Wartels

PETS SHOW 1962: The hig news re-
ported to AFD’S dinner meeting on May
10. held at Rodger Young. was the stor
of WHAT'S AHEAD +OR PACIFIC
ELECTRONIC TRADE SHOW \EXT

YEAR. Gene Rothman. who has heen

elected President of the PETS SHOW
BOARD. reported the following: Vic
Zachariah has been named First Vice
President; Cap Kierulff, Second Vice
President: and Norb Dean. Secretavv-
Treasurer . . . Rothman further revealed

PIFTS will be the climax of a solid week
of Electronic Fvents commencing Sun-
day. February 1. 1962 and concluding
on Sunday. February 1] . Western
Flectronics Week will open on Sunday.
Feb. 1 at Palm Springs, where the Rep-
resentatives (FRA) will hold its Palm
Springs Conlferences—through Tuesday
Fehruary Plans call lor moving
the next event hack to L.A. Wednesday
and Thursday, February 7 and 8, when
the nationally famous NEDA seminar
brings to this area prommenl lecturers
and pelsonalllles renowned in the Elec
tronics indusliry Then on Friday.
Saturdav and Sundav, February 9. 10.
11. highlight of the Week is the PETS
SHOW. slated for Shrine Convention
Hall. There is a big program to work out
and President Rothman asked all AED
members 10 contribute some time to the
all-important tasks ahead.

“PROFIT SHARING AND FVM
PLOYEE BENEFIT PLANS” was the
subject under discussion at the May
AlD meeting. Guests included H. M.
Berllein. chairman of tax committee of
California Society of C.P.A’s: Stewart
Sieroty of Union Bank’s Trust Depart-
ment: and Aris Anagnos, Business Con-
tinuation Consultant. Some of the tax ad-
vantages and pitfalls to watch were point-
ed up by the guests who participated in
an open forum discussion on this im-
portant subject.

NEXT A.ED. DINNER MEETING
will he held at Rodger Young Audi-
torium on Wednesdav, July 12, 6:15
P\l Program to be announced shortly.
Please mark your calendars now.
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Distributor Rep Notes

CBS ELECTRONICS
SHIFTS EMPHASIS

PLAN STRONG
AD PROGRAM

-
FOR ELFSTROM

Los ANGELts, CALiF.—An inteniified
advertising program is under wey to
highlight within the appliance parts
industry the qualitv of the products and
services of the Elfstrom Corporation,
according to Ray Lavalette, Elfstrom
sales manager.

A quarter-century ofd firm, Ellstrom
was recently acquired by Pacific Mould-
ed Products Company of los Angeles,
manufacturers of a wide variety of tech-
nical products. Elfstrom will operate as
one ol three merchandising divisions
of the parent company.

“The appliance parts industry is rap-
idly growing in stature as well as sales
volume,” says John Palev, account
executive of the Lennen & Newell ad-
vertising agency. which is handling the
advertising activity for PMP.

He pointed out that Elfstrom, like
the other two divisions, is a potential
leader in its field based upon preducts
line, plant facilities, production methods
and aggressive top management.

Trade and consumer advertising, di-
rect mail, public relations. and point-
of-sale display will be used to promote
the growth potential of Elfstrom appli-
ance parts.

Guests attending the Sencore Time Saving clinic
were greeted by (left to right) Mr. Edward
Flaxman, V.P. in charge of Sales for Sencore;
E. W. Armstrong, Sales Promotion Manager, and
Mr. Jack Moulthrop, President of Radio-Televi-
sion Supply. This service clinic was attended by
over 100 top service dealers throughout South-
ern California who heard and saw the Sencore
story.

Dazvers. Mass. — CBS Electronics
will concentrate its future efforts in the
fields of semiconductors, microelectron-
ics, sophisticated electron tubes, and
other electronic products and discon-
tinne ils receiving tube operations at
Danvers and Newburyport, Mass.. ac-
cording to Clarence tH. Hopper, Presi-
dent of the firm.

Receiving tube customers were serv-
iced by CBS Electronics through June
30. 1961.

“1t is our intention,” Hopper slated,
‘to take full advantage of the prospects
in the areas in which we will concen-
trate. We helieve that the technological
requirements of the space age clearly
indicate that our particular talents and
skille should be directed to products
other than receiving tubes.”

CBS Llectronics’ headquarters will be
centered at its new Lowell, Mass.. semi-
conductor plant. This facility. one of
the most modern and eflicient of its kind
in the world, was designed by Minoru
Yamasaki and Associates. Earlier this
month it received the Factory Magazine
Award as one of the top ten manufac-
turing p|anl< completed in |9()0 Th
award jury cited this plant as “a model
of tlexibility. a graceful, workable, liv-
ing structure to meel the highly special-
ized semiconductor challenge.”

The Raytheon Company, which will
purchase a portion of the CBS enter-
tainment tvpe receiving tube inventory,
plans to offer sales and service of these
products 1o CBS customers.

Mavtag Moves
N. Calif. Office

Los A~GeELes. CaLir. — The Mayiag
West Coast Co.. headquartered here.
has moved its northern oflice from Oak-
land to San Leandro, it was announced
by J. W. Jensen. treasurer.

The San Leandro faciifty at 1740
Timothy Drive. including space for
warehousing. service shop. service train-
ing and office. plus a large area for off-
sircet parking. has been construcied for
Maylag West Coast on a lease arrange-
ment.

The Maviag West Coast Co. serves
Maviag dealers in most of Calilornia
and Western Nevada.
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Radio Products to
Hold B & K Dealer

Seminar Julv 11

l.os AxgeLEs, CaLir. Radio Prod-
ucts Sales Corp. will host a Dealer Sem-
inar on Test Equipment at 7:00 p.m..
July 11th, in their showroom.

This Seminar will introduce the ver
latest in B & K Test Equipment for 1962
and is expected to attract dealers from
all over Southern Calilornia.

According to Charles Sexton of Radio
Products, this will be one of the most
outstanding shows ever presented here
on the West Coast. B. & K. will have
special representatives from the factory
on hand to demonstrate the new equip-
ment as well as Mr. Sydney Jurin the
local Southern California Representative

for the fhirm.
served and

everv dealer is invited to atlend.

Relreshments will he

JOE MILLER PROMOTED
TO REGIONAL

SALES MANAGER

l.os ANGELES, CiLIF.
Vice president of Calvideo FElectronics

Gil Sherman,

Inc. announced the promotion ol Joe
Miller District

Rockv Area. to

from Sales Manager.

Mountain Regional
Sales Manager of the entire Southwest
with complete charge of directing all
activities of Calvideo and Dumont abd
Picture tubes, receiving tubes, industrial
and special purpose tubes as well as

semi-conductors,

This prometion resulted from the ex.
ceptional ability demonstrated by Mr.
Miller since joining the Calvideo organ.
ization coupled with the companies 1961
expansion program calling for increases
of factory area, production and product

diversification.

DIST.-REPS HOLD GOLF PARTY

4 T ‘-
1. A sporl shint was the prize for “2nd Nearest The Pin on Hole #15"—awarded here by Jack
Berman to Ellard Sirassner, of the Ellard E. Strassner Company.

2. “Llow Gross” Award was won by Ed Bidwell, of Radio Products Sales. Ed had to leave early,

so the prize was happily collected by Tom Lynch.

3. First prize in the “Blind Bogey' event went to Mark Markman (¢}, of the R. Mark Markman
Company, who had just purchased a new golf bag the day before.

4. Real star of the day was Charlie Hansen, of the Charles Hansen Company. First he received

this handsome trophy for *Low Net' from Fred Ritchie, of Valley Electronics . . .

5. . . . then he turned right around and won the ‘‘High Gross’ prize—a copy of the book ‘‘How

to Play Better Golf Through Self-Hypnosis!”

6. Receiving a pair of new Golf Shoes for “‘Closest to the Pin on # 15" is Jack Berman (l) of

the Jack Berman Company. His first shot landed 101" from the hole.
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Sylvania Appoints
Roger A. Swanson

Wonurs, Mass.—The appoiniment of
Roger A. Swanson as Pacific Regional
sales manager for Lthe Semiconductor Di-
vision of Svlvania Electric Products Ine.
has been announced hy Frnest H. Ulm,
division general marketing manager. Mr.
Swanson has been transistor produet
sales manager since May, 1960.

In his new position, Mr. Swanson will
have his headquarters at Svlvania’s sales
ofhce at Los Angeles. Calilornia. He suc-
ceeds William R. Weir who was recentlv
named national sales manager for the
division.

Mr. Swanson joined Sylvania in 1956
as a sales engineer for semiconductors
and microwave devices at Wolwirn, The
following vear he was transferred to
leterboro. N. J.. as a sales engineer lor
the division. In 1959, he returned 1o Wo-
hurn as prodnet sales manager—micro-
wave diodes.

Before joining Sylvania, Mr. Swanson
served in engincering capacities with
Westinghouse Electric Corp., at Spring-
hield, Mass., and at E. [. dulont de Ne-
mours & Co.. at Niagara Falls. N. Y.

A native of Winchester. Mass.. Mr,
Swanson is a graduate of Harvard Uni-
versity where he received a Bachelor of
Science degree in Electrical Fngineerin
and a Master's degree in Business Ad-
ministration from the Harvard Graduate
School of Business Administration. Dur-
ing the orean War, he was an officer in
the United Siates Navy.

He is a member of the American Man
agement Associalion, the Institute of
Radio Engineers, and the Woburn Ro-
tary Cluh.

TELEPHONE SALES TIPS
THE ELEMENTS OF
GOOD SALESMANSHIP
Jack Sechicarts, Author,

“Heow to Ger More Rusiness by Telephone™
The salesman has much in common
with other professions. Like a law-
ver, he must be able to express his

ideas clearly and convineingly.

Like a minister, he must be sincere,
honest and firm in his beliefs.

Like a teacher, he must be able to
explain the poinis of his produet
clearly.
Like a parent, he should be a mas-
ter in psychology in dealing with
people.

Like a librarian, he understands
and fits his prodnet to public taste.

Like a statesman, he must both
shape and follow the will of the
people.
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PRODUCTS

NEW

FROM SENCORE

the Sencore T'ransi-Master. Model
TR-110. This unit completely tests all
transistors and transistor circuits, h
tests transistors both in-circuit and owt
of circuit. Both design and maintenance
engineers will find the TR-110 a valu-
able test instrument not only for trouble
shooting but design work as well.

With the TR-110 vou can:

1. Test all transistors in-circuit with
a new unique AC Gain check.

2. Test all transistors out of circuit
with the AC Gain check or with
a more accurate DC current gain
and leakage check.

Read current gain (beta) direct
for experimental, enginecring
work or for matching transistors.

4. Check diodes simply and accu-
ratelv with a forward to backward
ratio check.

5. Signal traces from speaker to
antenna with a special low impe-
dance generator.

6. Check batteries under operating
conditions. (Special clip fits be-
tween batteries for current check.

7. Monitor current drawn by the
entire transistor circuit by an in-
dividual stage plan with an 0 to 50
MA circuit scale.

8. Automatically determine NPN or
PNP,

The Transi-Master is housed in an
attractive steel cahinet, complete with
carrving handle. mirror in cover for
viewing underside of printed hoard and
special transi-probe for making in--
circuit checks. Set up booklet also lists
Japanese equivalents.

FROM NORTRONICS

. the new Model T-60-T2 Bias Oscil-
lator Transformer is designed especiall
for transistor circuits in magnetic tape
recording applications. The new de-
sign features a ferrox-cube L-core for
high-O. maximum ellifficiency, and dis-
tortion-free waveform. lrequency range
is 40 1o 100 ke., and the tapped secon-
dary will deliver from 25 to 150 volts
to the erase and record heads. The
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T6O-T2 catalog sheet. which will be
sent upon request, includes technical
information and transistor circuits for
the oscillator. recording amplifers. and
a plavhack preamplifier.

NEW TEST JACK

A new printed circuit test jack for
right angle mounting has been an-
nounced by Ravtheon Company’s Indus.
trial Components Division. Particularly
adapted for use in computers and other
equipment utilizing closely spaced cir-
cuit boards, the jacks permit circuit test-
ing without removing adjoining boards
and without the need for right angle
test prod adapters.

All materials meet military specifica-
tions. The new jacks feature Ravtheon’s
exclusive damage-proof bervllium copper
spring pin contact and a nvlon hody
available in natural and eight colors per
MS16108. The comtact and brass ter-
minals have double gold plating over
silver plate for positive electrival con-
tact and, in the case of the terminals
for quick-dip soldering.

FROM SEALECTRO

. a soldering operation is completely
eliminated through the use of the Sealec-
tro Press-Fit Tvpe FT-M-9 miniature
feedthrough terminal with pigtail lead.
The unit has a standard pin plug on
the opposite end from the pigtail lead.
The pigtail lead is 115” long but mav he
specified in other lengths upon special
order. The lead allows hending to other
terminations for point-to-point wiring. It
1s especially adaptable to printed wiring
boards and is popular in computer as-
semblies.

CLAROSTAT INTRODUCES

.. .a new 1V control replacement
called the Uni-Tite. The new Uni-Tite
controls supplement the Clarostat RTV
line of exact replacement controls by
providing additional dual concentric
assemblies with a minimum of basie
component parts.

The Clarostat U ni-Tite is an advanced
design assembly whereby units may he
made up in the field in a minimum of
time. The completed assembly is per-
manently locked together automatically
using no tools. The Uni-Tite concept
allows assembly of over 200 different
replacement controls for TV, radio and
car radio. from an assortment of 35
rear units, 30 front units, 3 switches,
and a selection of shafts.

Actual assembly procedure is as fol-
lows: panel and rear unit shalts are
snapped and locked automatically into
the respective controls:; the units are
slipped together, turned approximately
15°. automatically locking for a per-
manent assembly. I the replacement
calls for a switch, it is added in ac-
cordance with the usual Clarostat
Ad-A-Switch assembly. The entire as-
semblv process 1akes less than 5 seconds
without switch.

RAYSISTORS

.. Two new Ravsistor devices, one a
relav. and one a potentiometer, have
been announced bv Ravtheon Company
to supplement its growing line of electro-
optical devices. The new CK-1111 and
CK-1112. bring to six the number of

NEW PRODUCTS Continued Next Page)
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NEW PRODUCTS

(Continued)

Rayvsistor devices now available as shell
items through franchised industrial dis-
tributors.

Raysistors are electro-optical devices
consisting ol a light source and photo-
cell assembled in a Monel casing. With-
oul moving parts, the devices provide
noise-free control of AC or DC siguals
over a wide range by varying the input
to the light source. thus changing the
photoeell  resistance that controls the
ignals,

Raytheon’s Ravsistor familv is de-
signed lo replace relays, swilches and
potentiometers in low-noise commuta-
tion swilching and controlling circuits
used by manufacthiring ol computing
and accounting machines, industrial
controls, electrical and mechanical meas-
uring and controlling instruments. tele.
phone and telegraph apparatus, and
radio and lelevision receiving, trans.
mitting, signaling and detention equij
ment.

The CK-T1111 is designed primarily
as a relay and chopper where high
voltage ratings and high impedances
are required. The wnit can be used
with 300 volis DC or peak AC with an
“on” resistance of tvpically 13 kilohms.

The CK-1112 is designed for continu
ous control in potentiomeler-tvpe appli-
cations. operating in a full “on” condi.
tion with 10 volts at 20 milliamps inpur.

REPLACEMENT
TUNER SHAFTS

FROM COLEMAN

. . . a new assortment of popular tuner-
shalt replacements for the service shop.

This kit. mounted on a handv wall
selector, services hundreds of tuners
used in every major TV line, included
with each kit is a ecross-referenced re-
placement guide covering the entire

Colman line of Replacement Tuner
Shafts and Antenna Coils.
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FROM SECO

.+ - . a new antenna tester designed to
take the complexity oul of antenna rest-
ing.  Designated model 520. the new
Seco anlenna tesler has simple direct
reading seales that give all answers in
numerical values. The new lester en-
ables the amateur 10 achieve profes-
sional results with ease.

The new Seco model 520 antenna
tester is made for use on 50) ohm coaxial
transmission line applications. |t has a
precision-built dual cylinder type air
coupler. which will give accurate meas-
urements up into the 150 M€ range.

Primarily intended for direet reading
of lorward power and reflected power
tload power is basicallv forward power
at goodl antenna efliciency), the Seco
antenna tester can also he used as an
in-line RI" power meter. Three ranges
(0-10 watts; 0-100 watts: 0-1000 watl:
are provided with appropriate switch-
ing. The dial scale is calibrated rom
5 watts to 10 watts full seale.

The antenna svstem efficiency  scale
is graduated in per cent and also
marked with a red-green GOOD-POOR
scale. A standing wave ratio scale lrom
1:1 to 8:1 is provided for the user who
prefers thie accepted scale. Thus a
quick check reading of antenna svstem
clliciency is obtainable in several wavs.
The calibrator scale is marked off in
MC for best results on power measure-
ments. No correction charts are re-
quired,  Accuracy is 5 per cent a
fill scale. The indicating meter is 80
microamperes [nll scale.

FROM CENTRALAB

. a new line of sealed polysivrene

capacilors said to be especially  well
suited for long life applications. Accord
ing to Walter L. Peek. Vice President
Marketing. these new polvstyrene mnits
have a leakage resistance in excess of
500.000 megs microlarad. He indicated
that thev will outperform paper, mica
and \lvlar capacitors in terms ol lile
span, reliabilitv. and driflt. and have a
higher Q than anv other capacitor type.

within a temperature range ol 10
to +70° C.
125 DCVW and 500 DCVW units

covering capacitors from 20 mml 1o
025 mfd can be snpplied. Also avail
able are 25 VDCW units. from 3000
mml to 0.1 mld. Tlese capacitors are
supplied in 2.5%, 5.0¢ . 10¢% or 200,
tolerances. “These unit~ should find
widespread aceeptance in many areas
where high reliability is important, since
lile expectaney of 25 years is not un-
usual for these units. In addition. their
cost is low in relation to foil capacitors
ranging [rom $35.00 1o £100.00 per
1000 depending  upon  quantity and
specification.” Mr. Peek stated.

FROM STERI-AURAL SOUND

. comes the frst unit that when at-
tached to anv AM-FM Radio. Television
High Fidelitv or Regular Plaver, Elec-
tric Organ. or cven a Car Radio gives
such presense ol performance, that it is
difficult to helieve that vou are anv place
but right in the recording hooth. This
unit can be attached to any present in-
sirument and produce a stereo sound. It
utilizes 1wo speakers like anv Siereo-
phonic System. However one speaker
may be the speaker of the present equip-
ment and with the installation of an.
other inexpensive speaker produce the
desired effect without disturhing the am-
plifier. Steri-aural is manufactured by
Gibbs Electronic Engineering Company.

MODERN ELECTRONIC SERVICE DEALER
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Channel Master
\nnounces Awards

For Proficiency

Clanel Master Corp.. Ellenville. Nev
York. announces the award of “Certifi
cate of Proficiency”™ in Transistor Radio
Servicing to all dealers suecessfully coin.
pleting its course in the subject. in the
Channel Master Service Clinie.

The  Diploma, plastic-laminated  for
permanency and set ofl by a distinetive
mahogany trim, is available for hand
some display in either window or store.
Mterested dealers may secure further
details about the Clinie and on how the
Diploma mav be obtained. by writing
to the nearest Channel Master distribu
tor.

Initiated by Channel Master last June.
and conducted (at no cost to dealers
as a series of traveling senmunars run in
conjunction with individual Channel
Master distributors. the servicing course
continues to altract dealers throughout
the country by thousands.

According to Channel Master. the
success of the Clinie may be attributed
to the growing awareness of the huge
repair-husiness potential inherent in the
Looming transistor radio industry.
“After all, the Service Clinic Certificate
signifies expert knowledge and training
in a comparatively new field,” savs a
company spokesman. “Not every dealer
can fix a transistor radio, and many
dealers are astute enongh to realize that
having a Certificate puts them in a
strong position to cash in by establish-
ing them as Transistor Radio Servicing
Headquarters in their area. The Certifi-
cate tells his prospects that he, th
dealer, can fix any transistor radio, re-
gardless of make.”

JUuLy, 1961

CITIZEN'S BAND
TRANSMITTER

TESTER

m MODEL 510 —CHECKS PERCENTAGE
OF MODULATION AND R. F. POWER OUTPUT!

Boost range and performance! Fast, accurate trouble shooting!

Ideal for alignment and tuncup of Citizens Band and other low power transmitters up to 160
MC. Portable, fast and casy to use . . . large 3" meter calibrated for direct reading of both
positive and negative modulation peaks (also connect scope, or headphones for further modula-
tion chechs): 0-5 watts RF output: 0-400 ma. RF output. High impedance input for use with
Handy Talkies. I'xcellent for lield or laboratory testing, installation checks, routine mainte-
nance—sclector switch removes the S0 Ohm load from meter for small RF signal tune-up!
Meusure losses in transmission lines . . . test coaxial insertion devices such as connectors,
switches, relays, filters, tuning stubs and patch cords. Complete with necessary cables and
adapters—Aticnuator cabl¢ available as an accessory for remote RF metering up to 15 feet.
“T* pud attenuator available to adupt Model 510 for use with transmitters rated up to 50 walts.

Model 510 . . . Transmiiter Tester $46.95 Net

HANDY ACCESSORIES FOR YOUR MODEL 510
ATTENU-LOAD—Ten db "T" pad attenuator for REMOTE CABLE—Attenuator cable with all neces-

reducing power levels by ratio of 10 to | fully sary connectors for remote RF metering up to 15
shiclded 50 ohm rermination for coaxial cable ap- feet. Fits the Seco Model 500 and Model 510.
plications Model 5014 . $4.95 Net
Model 511A Attenu-load. . $21.50 Net

ANOTHER POPULAR SECO CITIZENS® RADIO TEST SET

Cuts servicing and installation 1ime—compact, portable, use it anywhere!
Checks tundamental crystal types at fundamental frequency— Sth and 7th over-
tone types at fundamental trequency—3rd overtone types in 25-30 mc range in
special overtone circuit. RF power indicator for direct or remote metering—15
ft. remote cable furnished with unit. Modulated RF crystal-controlled signal

generator modulation checker . . . beat frequency demodulator plate
milliammeter for RF tuning . . . audio frequency signal generator! Fully tran-
sistorized.

Model 500 $29.95 Net

New Seco bulletin “Selling and tnstalling Citizens Band Eaquipment™' tells
how you can make money in this mushrooming market. Write us for your
free copy.

ONLY GRID CIRCUIT TUBE TESTER WITH FULL TV TURE COVERAGE! Test for
Grid Emission, Leakage. Shorts and Gas in one operation—indicates results
instantly. Two exclusive new tests: |. Cathode Continuity Check; and 2. Com-
plete Inter-Element Short Test, with shorts identified to pin numbers. Wired
and factory iested in sturdy metal case (GCT-9S) or pertable carrying casc
(GCT-9W)—with casy to read tube set-up data and ““Piggy-Back™ caddy
adapiter.

Model GCT-95 .
Model GCT-9W

$32.95 Net
$34.95 Net

MOST COMPLETE TESTER AVAILABLE! Model 107 —Finest . fastest tester at a
popular price—won't be obsoleted —offers ¢very important test you need!
Dynamic Mutual Conductance Test on pre-wired chassis. Cathode Emission
Test by free point sclector system. Nationally accepted Grid Circuit Test
patented by Seco—up to i1 simultaneous checks for leakage. shorts and grid
emission. In carrying case with handy chart for tube set-up data.

Model 107 —WiredandTested. . ... ... ... ... ............. .$139.50 Net

Dynamic check

on transistors “in"
or “out” of circuit! e
Fast and casy to use! Dy- —

namic check for “opens’’,
shorts or gain—permits matching of similar
transistor types. Wide range. No set-up nec-
essary. MODEL 100, . ... ...... $19.95

WRITE TODAY!
NEW LITERATURE AND SPEC!-
FICATIONS AVAILABLE ON AlL w SECO ELECTRONICS, INC.

SECO TEST EQUIPMENT, 5015 Penn Ave. 50. « Minneapolis 19, Minn.

4 | Fast,low-cost tester—com-
4 plete TV tube coverage!

Checks all modern TV
tubes and heater type
radio tubes. With Seco Grip Circuit Test,
Cathode Emission Test. In carrying case.
MODEL 78. .. $69.50 NET

EAST CANADA: Davece Agencies, Ltd., Mentreal, Quebec  WEST CANADA: Ren Merritt Co., Vancouver 1, B. C.




news briefs

COMMERCIAL PRODUCTS DISTRIBUTOR
PROGRAM LAUNCHED BY IR

“To keep pace with the rapidly ex-
panding electronics market, distributors
today must be capable of handling sales
from all corners of industry.” according
to Walter L. Schott, Internalional Recti-
fier Corporation Distributor Manager.
“For this reason, we have launched a
Commercial Products Distributor Pro-

ram that is a first in the industry . . .
aimed at distributors who seek and are
willing 1o go after a much greater share
of this expanding market hy entering
into commercial and industrial replace-
ment component bhusiness, as well as
service dealer segments of the market.”

Schott stated that the total electronic
replacement parts business for 1961 has
heenr forecast at &1.1 billion. A 100
million dollar distribution market exists
for semiconductor devices, and a $10
million distributor market exists for
the commercial-industrial replacement
tvpe devices manufactured hv Interna-
tional Rectifier. According to Schott.
IR’s new distributor program and new
merchandising  methods  are  pointed
toward encouraging the distributor to
assure himsell a larger share of this
market by depending on IR as their
hasic source of supph for specific semi-
conduclors.

International  Rectifier is now ap-
pointing  Authorized 1R  Commercial
Products  Distributors throughout  the
LS. To these distributors. 1R will make
available a portion of its hroad line
of semiconductors. including radio and
TV rectifiers and diodes, as well as
commercial and industrial replacement

diodes. rectifiers and related devices.
with a minimum investment required
on the part of the distributor. Schott

stated that, although the program is
still in its infancv. close 1o 200 dis-
tributors have alreadv leen signed up
as Authorized IR Commercial Prod.
ucts Distributors.

Schott outlined a complete 6 point
program aimed at backing up his new
CP Distributors. including:

1) Availability of the industry’s wid-
est line of replacement diodes. recti-
fiers and photocells. along with prompt
altention to orders, drawing [rom vol.
ume stock-in-depth:

2) A continuing program of develop-
ing new products, compelitivelv priced,
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and

for both commercial industrial
users:

3) An integrated merchandising pro-
gram that extends from point-of-pur.
chase displays and attractive packaging
through promotional literature, dircet
mail, and space advertising in trade
publications at no cost to the dis-
tributors;

1) Protection—since 1R products will
be sold only through “Authorized” dis-
tributors:

5) Inventory adjustment privilege;

6) A clearly stated policy. to elimi-
nate later misunderstandings.

Al} of the above will he made avail-
ahle at no cost to the distributor, Schott
added. He stated that he planned 1o
complete his appointments of Commer-
ial Product Distributors hy the end of
July. 1961, after which onlv authorized
CP Distributors may handle 1R} compo-
nents.

atramslionaL RE@VIPLEN
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A new self-service, self-inventorying display

rack that makes available the full line of
International Rectifier semiconductors is one of
the highlights of the new International Rec-
tifier Commercial Products Distribuior Program
now being introduced to distributors through-
out the U.S. The attractive merchandising unit
stocks, store sand sells all diodes and rectifiers,
photocells and solar cells required to supply
service dealers and electronic technicians. As
part of IR's new Commercial Products Distributor
Program aimed at assuring distributors a larger
share of the expanding electronics market, the
new display will be shipped to all IRCP Dis-
tributors with their initial order of international
Rectifier products.

HEATH-KIT JR.S
TO BE SOLD BY
DEALERS ONLY

Los ANGELES, CaLiF.—According to
an announcement by Capkit Interna-
tional, Inc., the Heath-Kit Jr. line.
manufactured by Daystrom Products
Corp., will he sold only through dealers
in the future.

This new line of kits, according to
the manufacturer, will give dealers a
line that they can receive a 66% return
on their investment and on a “dealer
protected basis.’

The Heath-Kit Jrs. require no solder-
ing and are American-made electronic
hobby and educational kits that will
not be sold by mail. They retail from
8295 10 $29.95 with lull dealer mark-
ups.

In addition 1o this new policy the
Daystrom-Heath Consumer Products are
also being offered for dealer resale onlvy

and include factory wired Citizen’s
Band & Marine Equipment.
Full information can be ohtained

from CapKit [nternational. 1015 So.

IFigureoa, l.os Angeles 15, Cali.

Trade Tip
TUBE CADDY
INSURANCE!

Tube caddies are a wonderful attraction
for thieves especially when they are so
easy to obtain from unlocked service
trucks. Do you know how many and
the different types of tubes that you
carry in the caddy? Most service men
do no! know this information a-d would
have a hard time trying to remember if
the occasion should arise where it would
be necessary to replace this all important
item. If your equipment and parts that
you carry in your car o: truck is insured,
{it should be) type a duplicate inventory
of all tubes and equipment that is car-
ried for this purpose. Send one copy to
your insurance agent for his files a=d
send one to yourself. The one that you
send to yourself should be left sealed
and filed away. In this manner there
will be no argument with your insurance
company as to what was stolen, if it
should ever happen.

HOWARD SINGER
Public Informatioy Director

MODERN ELECTRONIC SERVICE DEALER



CURRENT LITERATURE AVAILABLE

STANCOR PUBLISHES
NEW 32 PAGE CATALOG

A new 32-page calalog of Stancor re-
placement transformers has just been
published by Stancor Eleetronics, Inc.

This new catalog lists detailed elec-
trical and phvsical specifications on 870
transformers for a wide range ol radio
and television, industrial and communi-
cation applications. Tt includes an output
transformer chart indicating the proper
output transformer to be used with a
wide range of standard and high fidelity
output tubes. In addition. numerous im-
pedance and (requency response curves
are included.

This new catalog Numher S-106 is
available from anv Stancor distributor or
by writing directlv to Stancor Elec-
tronics. Inc.. 3501 Addison Street, Chi-
caco 18. Illinois,

RELIABILITY NOMOGRAPH
OFFERED BY RATHEON

NEeFDH AN, Mass. Semiconductor
users can now quickly compute the ac-
ceptance number for any given sampling
plan with a reliability nomograph de-
veloped hy Robert L. Pratt, reliability
engineering manager for Raytheon Com-
panv’'s Semiconductor Division,

With the nomograph. a customer can
predict the success rate from life test
data at a 90-percent confidence level. He
can also compute a sampling plan for his
conventional risks,

Printed on sturdy card stock. the no-
mograph contains scales and tables with
complete instructions on how thev work,
and a glossary of terms,

A free reliability nomograph may he
obtained from Warren Schoonmaker.
Raytheon Company. Semiconductor Di-
vision. 215 First Avenue. Needham.
Mass.

ElI4A FOLDER TO LIST
ELECTRONICS INDUSTRY
CAREER OPPORTUNITIES

Chicaco, Tee-—Preparation of a bro-
chure to guide high school students on
career opportunities in the electronics in-
dusiry is projected by the Electronic
Industries Association’s Educational Co-
ordinating Committee.

In his annual report 1o the committee,
Ben Fdelman, committee chairman and
assistant general manager of govern-
ment-industry relations for the Western
Electric Co.. called attention to the need
for career guidance in electronies in view
of prospective technical manpower short-
ages in the industry. Plans for publica.
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tion and distribution of the brochure are
being developed hy the commitiee.

In reviewing other commitiee projects,
Edelman also noted that:

Demands from industry and education
have made necvssary reprinting of the
EIA Cducational Television Guidehook
published under committee sponsorship a
few months ago.

A Language Laboratory Guidebook is
leing prepared at the request of the .S,
Office of Education as an aid to teachers
and school administrators in installing,
operating. and maintaining electronic
language-lahoratory equipment.

Edelman pointed out that the commit-
tee has established four task forces in
connection with its responsibility to the
EIA Board of Direciors for conducting
studies and submitting recommendations
on all educational matters affecting the
electronics industry. The task forces are
Technical Manpower Requirements. un-
der the chainmanship of Luke Noggle,
Westinghouse Electric Corp.: Curricu-
lum Development. G. F. Maedel, RCA
Institutes. tnc.: VMethodology and Educa-
tional Equipment. Rohert G. Frick. Gen-
eral Electric Co.: and Pnblic Relations,
Stanlev Thea, Ruder & Finn, Inc.

NEW , ENLARGED EDITION
OF CBS TECHNICIANS
HANDBOOKRK AV AILABLE

A newly revised, expanded edition of
the popular CBS Technician’s Handhook,
featuring np-to-the-minute technical data
on tubes and semiconductors, has just
been issued. Designed for use by service
dealers and eleitronic technicians, the
new edilion contains 550 pages devoted
to receiving, industrial, hi-fi. special pur-
pose, and foreign tubes. and inchides a
complete reference chart on picture
tubes. There is also an enlarged section
on transistors and diodes. and a handy
transistor cross reference chart.

The attractive comb binding permits
the compact. 5 x 9 inch handbook to lie

lat when open. A quick-reference index
and clean-cut stvling which js easy to
read are features of this new edition.
The hook is designed to withstand rough.
on-the-job treatment.

Althongh 15% larger in content than
former editions. the Technician’s Hand-
hook is still available for $1.95 from dis-
tributors of CBS tubes and semiconduc-
tors. or from CBS Electronies Publica-
tions. 100 Endicoti Street, Danvers,
Mass.

INDUSTRIAL ELECTRONICS
CATALOG PUBLISIIED

Industrial Electronics is the new cata-
log just published by Engineering Sup-
ply Company, a corporate division of
Texas Tnstruments. Inc.

The catalog. prepared by Electronic
Publishing Company, Ine.. Chicago. 1li,
consists of some 230 pages. The products
of 100 manufacturers are listed and the
ook is indexed by manufacturer and
product. In addition to electronic equip-
ment and components. accessories. tools.
hardware  cabinets and racks are in-
ludedl. New produets and an industrial
tube cross reference. are fealured.

Miscellaneous  information including
location of hranches. suggestions for or-
dering. guarantees and delivery service,
are @iven in the front of the hook.

ESCO. suppliers of electronic equip-
ment for industry and research, serves
the Dallas area from 6000 Denton Drive.
Dallas. Texas. and the Tulsa, Oklahoma.
area from 1124 Fast Fourth Streel
Tulsa.

BRITENER SELECTOR
GUIDE FROM PERMA-POW ER

Perma-Power Company is announcing
the availahility of its Britener Selector
Guide and Supplement. The Guide and
Supplement include a listnig of every
TV picture tube in general use. along
with recommendations for Briteners that
are compatible with the individual tubes.

\ccording 1o Richard S. Goldstein,
Perma-Power’s Chiel Engineer. this mat-
ter of compatibility has hecome one of
greal importance. On older sivle picture
tubes. nsing the wrong Britener would
merely result in no improvement. How-
ever, on manv ol the newest picture
tubes. the us of an inappropriate Brit
ener can severelv damage the tube
heater.

The Britener Selector Guide permits
the service technician to immediately
choose a Britener that is sure to brighten
the tube without risk of damage.
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Pl1ICIO - PART

WALNUT TV OR HI-FI CABINET
Solid % " Wood Completely Finished
Will Assemble in Minutes!

Size 48" x 33" x 22
Design and Engineering
Patents Applied for
LOS ANGELES
3660 W. Pico Blvd
RE 1-2177

Maximilian Original—Designed
& Engineered TV or HI-F!

.
Trade Tip

A unique new counter dispenser
for flashlight bateries is now avail-
able 10 dealers from Union Car-
bide Consumer Products Company.
Made of eclear polystivrene and
ideal for any counter location, the
“Lveready” ‘Roll-Raek™ Flashlight
Batterv Dispenser No. F-4500 i< a
self-vending unit with patented dis-
penzing action designed 1o atiract
customer attention and build extra
\ill(‘s.

KD Cabinets The easv-to-load wunit is three

and one-hall inches wide, thirteen

Dealer Net inches deep and thirteen and one-

. hall inches high. h holds forty-

t 9.9 et = o L

TV Cabinets $3 5 eight “‘Lveready™ No. 930 flash-

HI-FI $49.95 lizht baiteries. The ‘Roll-Back® is

casT LOS ceLEs available to dealers through

LYNWOOD AN SEveready  flashli Attery  dise

TSOF ovs] Whitsior 8od l..\«u.uly flashlight banery dis
NE 9-6248 PA 1-2907 tributors.

BUY, SELL, TRADE, HIRE HERE

POSITIONS WANTED L
B i i T e e
LLECTRONIC
TECHNICIAN

Industrial and
Radio "I’V experience
2nd Class Phone License

’hone RE 5-7062 (I..A.)

HELP WANTED L

T. V. & Hi-Fi
Outside Technician

Must know color setup & repair, along
with regular B & \V Service.
Write or Contact

TRI-COLOR T. V.

1817 W Verdugo, Burbank, Calif.

(- T [
: WRITE YOUR OWN WANT AD :
| |
| HOW TO WRITE YOUR AD: |
| Figure approximately 6 |
| words to the line. |
|
| RATES: $.95 Per Line. Minimum :
I five lines. |
: DISCOUNTS: Lless 10% 2nd & :
| . . 3rd times; less 15% there-
| Blind Box No.? Run for times. after. :
: How large do you want ad? BLIND BOX NO'S: Add 50c. :
' NAME POSITIONS WANTED: Less l
I 15% cash with order. I
: ADDRESS. I
|
| Q7Y ZONE STATE NANCY BROOKS |
| Classified Ad Manager |
| Phone (Los Angeles) |
| SigEtue AXminster 2-0287 |
| |
: Clip Out and Mail to NANCY BROOKS, 4041 Marlton Ave., L. A. 8, Calif. |
I
e e e e e e e T o e ey e e e e S = i e e P . . e e e -

BUSINESS OPPORTUNITIES e

Distributor—Part Time

Nationally Advertiscd
TV Tubes

hru self-service tube testers in markets,
d-ug stores, etc. No selling. Route set up
for vou. $998 cash req’'d for inventorv.

EARNS UP TO $300 MONTHLY
For interview write, giving phone num-
ber, Box ESI)-3, 4041 Marlton Ave., los
Ageles 8, Cal.

FOR SAlLLE-—Radio-1'V-Record Sales &
Service Business. Aunual gross over
$30,000. Same ownership 14 vears. 2
bdrim. home adjoing store. Both mayv be
leased. Write 659 | St., | Banos,
Calif. Phone 5071

MISCELLANEOUS ®

REWARD

WATCII for these SUOLEN I'TEMS
t9I'14 Motorola Portable-—Chervivood
Serinl Na. 814385-——New
2375\ Velevision—Serial No. 339966
New
RCA 17”7 Portable 171A082——Grav and
White—Serial No. §534913—New
RCA lvory Remote—191 AER204—Serial
No. 5308008—New
RCA Portahle—192.1098M-—RBlue—Serial
$616019-—New
19P7-2 Mlotorola
12338—New
RCA 17” Square Portable—Black and
Gold—1zed
Radio—Motorala Plug-in and Battery
Green and White—NModel No. M35P21
—Serial No. 14630
If you shouldl be contacted bv anvone
trving 1o dispose of this merchandise, o
shouldl have any inferination about same
lease contact Bill ar N\ 9.2248 or vour
ocal police station,

Portable—Serial No.

POSITIONS OFFERED °®
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ESTABLISHED TERRITORY
WITH TOP SAN FRANCISCO
PARTS JOBBER OPEN

Only Suecessful Salesiman with ar least
three vears outside experience considered.
Preliminary  inquiries  confidential.  Our
salexmen know of this ad. Bex 15Q224
041 Marlton Ave., Los Anwgelex & Calif

v, auto, radio, phono,
transistor benchman. Run

service dept. Part or full
time. Exper. only. Partner.
ship possibilities. Adams &
La Brea area. Box ESD-1,
4041 Marlton Ave., Llos
Angeles 8, Cal.

HOW TO USE
WANT AD PAGE

TO PLACE AN AD:

BY PHONE: In Los Angeles call
AXminster 2-0287. (This is the
number of the Classified Dept.
only) ask for NANCY BROOKS.
IN PERSON: Come to 4041
Marlton Ave. in the Crenshaw
Shopping Center, next to Bar-
ker's. (This Address is for the
Classified Dept. only.)

BY MAIL: Send your ad to
ELECTRONIC SERVICE DEALER
Classified Dept., 4041 Marlton
Ave., Los Angeles 8, Calif.

® RATES @
95¢c PER LINE, one time.
MINIMUM: 5 lines.
CONTRACTS: Apply for rates at
AXminster 2-0287.
BOX NO.: Add 50c service
charge; and allow 2 lines for
reply address.
RE-RUNS: 2nd and 3rd times,
less 10% each, 4th and there-
after, less 15% each. Same

copy.
HEADLINES, ETC.: Large head-
lines, box borders and 2-col.
ads available at modest charge.
“POSITIONS WANTED”: Less
15%, payable in advance.

MODERN ELECTRONIC SERVICE DEALER



SPECIAL INTRODUCTORY OFFER FROM KIESUB

NEW The capacitors with this handy kit are part of General Electric’s nev
line of “Service-Designed” capacitors —each engincered and clearl
marked lor range ol capacitance and voltage requirements. No mere

G-E STOCK SAVER KIT guessing or substituting for exact replacements. Save time and cost of

singleamit ordering and pickup. With your Stock Saver Kit you can
CONTAINS 14 carrv a minimum inventory and turn it into profits faster.
The complete “Service-Designed” line ecially designed for replace
ment sales—contains tubulars, twist-prong and miniature electrolytic
CAPAC|TOR TYPES and paper Mvlar® tvpes. Reduee from 1.200 to 295 the types needed
0 to make all aluminum clectrolviie capacitor replacements,
THAT MEET 90 0 Get vour G-F Stock Saver Kit. plus the most complete catalog and re
placement guide ever published. from any of the KIESUB hranches

OF YOUR TUBULAR "

All kic*suhSlorvs .fe.ulure a complete line uf_ Gen-
R E PLAC EME NT N E E DS c'-l:ildls;.lc-(-l rie Receiving Tubes to meet all of vonr

Progress /s Our Most Important Prodvct

GENERAL @3 ELECTRIC

&P\ ELECTRONICS

A REGULAR
$35 VALUE

L e

Distributed in Southern California by:

S B3 Ceperation Oxnard, Calif. Long Beach Van Nuys San Bernardine Bakersfield
: 7 1162 Industrial Ave, 640 W. 16th St 14511 Delano St. 910 W. 11th St 2615 “F S,
Electronics ’
HU 3.9541 HEmlock 6-9697 sTate 1-3930 TUrner 8-6807 FAirview 7-5538

Discributors



Modern Eleetronie Service Dealer Bulk Rate
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Picture tube callbacks due to “open-pin connections” dramatically reduced
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The *'old"” conventional pin soldering method relied upon con- New Sylvania pin soldering technique extends solder far up into
tact between pin and wire only at their tips. the pins—provides maximum contact with the wire—assures low
electrical resistance and high mechanical strength.

What does the new Sylvania pin soldering technique mean to you? It means the
solution of a long-standing, industry-wide pin soldering problem. Callbacks will
be reduced —crimping and resoldering will be a thing of the past.

Thousands of service technicians have proven for themselves—in millions of service
calls—that Sylvania SILVER SCREEN 85 TV PICTURE TUBES are the surest
way to build a better business. You should, too. Electronic Tubes Division, Sylvania
Electric Products Inc., 1740 Broadway, New York 19, N.Y.
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