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Was your name
part of this T V

hard -sell ad in GUIDE j?

If you took advantage of the offer, February 8th TV Guide tells every reader in your neighborhood that you
are the expert on whether they should repair or replace their TV set. And a helpful free booklet titled "Fix or
Buy?" is in your hands for distribution free to your customers.  National advertising in TV Guide, the book-
let, plus a banner advertising the booklet for your store-a triple -barreled way to hit your very best pros-
pects.  Specials like this are available regularly through your participating Sylvania Distributor. They show
that he is sincerely concerned with raising your profits and your prestige-and so is Sylvania.  You can
expect more than the highest -quality tubes when you deal with your PRODUCT -PLUS Sylvania Distributor.

SYIYANIA
GENERAL TELEPHONE &ELECTRONICS .4"Y
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Winebrings you the first low cost all -channelgard UHF antenna amplifier (channels 14 to 83)

look at what the UHF -110 will do!
ADDS MANY MILES TO RECEPTION DISTANCE.

 Improves over-all signal-to-noise ratio as much as
12 DB

 Practically Eliminates Snow for better pictures
 Works perfectly on color and black and white

Never before has an all -channel antenna amplifier
been available for UHF. Now, at a price that
everyone can afford, the new Winegard Model
UHF -110 brings to UHF the same sensitivity and
low noise reception as VHF! This means you can
clear up snowy UHF pictures, get distant stations,

and new clarity to color and black and white TV!
Model UHF -110 employs a new, ultra low noise

RF transistor that amplifies UHF signals on all
channels 14-83. It works on any UHF antenna
and can be mounted on the antenna boom, mast
or remote. Has balanced 300 ohm input and output,
lightning protected circuit-no transistor burn-
out, comes with an all AC power supply. No
polarity problems.

For your next UHF installation, try the new
Winegard MODEL UHF -110. Ask your distributor
or write for spec. sheets.

other UHF products by Winegard .

"Ultra -Beam" Antenna
Gold Anodized colinear UHF
antenna for all areas includ-
ing deep fringe. As much gain
as an expensive parabolic.

;12.50 list.

Model U-730

U-800 Yagi
Gold anodized 16 -element UHF Yagi with
corner reflector. Extremely high gain with
exceptionally high front -to -back ratio.
Rugged construction.

$14.95 list.

Winegard
ANTENNA SYSTEMS

3024-11 Kirkwood, Burlington, Iowa

RCA VICTOR HURLEY DUNLAP RADIO PARTS
DISTRIBUTING CORP. ELECTRONICS ELECTRONICS COMPANY
6051 Telegraph Rd., Los Angeles 22

RA 3-6661
1429 So. Sycamore Ave., Santa Ana

61 3-9236
1800 18th St., Sacramento

GL 2-3171
2060 India Street, San Diego

232-8951



Letters To The Editor

Dear Sir:
I am a little late in reading the December

issue of the MESD. But I read an article in
there called the "Tube Dilemna" . . . An
article you might expect to find in a critical
newspaper or mens magazine, but certainly
not in a magazine that is trying to or is sup-
posed to he dedicated to the betterment of the
electronic distributors and dealers of Cali-
fornia.

It is true some distributors and even some
dealers of Radio and Television sales and or
service are doing as you say, selling to the
buying public at wholesale or near wholesale
prices. To which I and most all other dealers
are strongly against. This of course is some-
thing you will not see in the distributors or
Dealers who sell Plumbing or Electrical sup-
plies. And other good I could mention.

To buy from a distributor of Plumbing or
Electrical supplies you must have a related
business license.

But I do know that in most instances a man
off the street can walk in to a TV parts
House and buy wholesale no questions asked.

I assume by your article you agree with
this? I think you should do something to
your articles to he more constructive to the
dealers and distributors.

Yours truly,
Hoover T. Reed, Jr.
Eureka, California

Dear Mr. Reed:
In an attempt to be realistic with our

editorial nn the "Tube Dilemma" (Dec.
1963 issue) I am afraid that you and
perhaps others may hare mis-interpreted
my remarks. Of course, we are against
the open door policy of some wholesalers
but this fart does not stop them from
selling to the general public. In my opin-
ion the only way the industry can acquire
the respect of the general public, or at
least more of it, is through a realistic
price on receiving tubes. The consumer
today is educated in the 'I can get it for
you wholesale" theory. To hear people
talk you would think that no one ever
pays retail today. Profit seems to be a
dirty word and to much of it means that
you are a clip artist. Now, if the general
public knows that he can purchase a tube
for 50% off or $1.50 for a listed $3.00
the he can't help but feel cheated if you
charge him $3.00. If the tube cost you
51.00 why not make that $.50 and gain
a happy customer? Our only suggestion
is that we stop hiding behind the profit
on parts and start charging for labor.

Dear Don:
Your editorial in the December issue of

MESD was outstanding. I'm certain the dealer
woitkl be a lot healthier as would the dis-
tributor and manufacturer. Good thinking.

Frank Sestanovich
ITT Dist. Products Div.

Dear Don:
Could you send a copy of your magazine

to Sergeant Gunn, Bunco Squad, Police Build-
ing, Los Angeles, California.

Sincerely,
Stanley Mosk, Attorney General
by Vincent W. Thorpe
Deputy Attorney General

Dear Sir:
I would like to subscribe to MESD. I am

just starting in business and have been ex-
posed to your magazine in various shops that
I worked in.

I would appreciate receiving copies of Octo-
ber and November.

Thank you.
Elroy Jones

Mr. Martin:
Would you have an extra copy of the Sep-

tember, 1963 issue, Vol. 3, No. 5, of MESD.
Would appreciate it.

Rickey Gamore

Dear Sir:
Please send Part I of Elements of Sweep

Circuits as the November copy of MESD was
misplaced.

I would like to have Part One, for a be-
ginner.

Acrees TV Service

Dear Sir: I would like to receive the month-
ly magazine Modern Electronic Service Deal-
er. Would you kindly send me a sample copy
preferably Vol. .3 #9?

Sam Randazzo

It's in the mail Sam . . . Hope you
like it.

TUNER REPAIRS

Sarkes Tarzian, Inc., largest manufacturer of
TV and FM tuners, maintains two completely -
equipped Service Centers to serve YOU. Both
centers are staffed by well -trained technicians
in this specialized field and are assisted by
engineering personnel to assure you of FAST,
DEPENDABLE service.
(4) Tarzian-made tuners-identified by this

stamping-received one day will be re-
paired and shipped out the next. A little more
time may be required on other makes. Every
channel is checked and re -aligned per manu-
facturer's specifications, not just the channels
which might exist in any given area.

You get a 12 -month guarantee against defec-
tive workmanship and parts failure due to nor-
mal usuage. Cost to you is only $9.50 and $15
for UV combinations, including all labor and
parts except tubes. No additional costs. No

50
FOR COMPLETE OVERHAUL

Includes ALL parts (except tubes)

ALL labor on ALL makes

24 -HOUR SERVICE with

FULL YEAR WARRANTY

hidden charges. All tuners repaired on
approved, open accounts. You pay shipping.
Replacements on tuners beyond practical re-
pair are available at low cost.

When inquiring about service on other than
Tarzian-made tuners, always send TV make,
chassis and Model number. Check with your
local distributor for Sarkes Tarzian replace-
ment tuners, parts, or repair service. Or, use
this address for fast factory repair service.

1

jSARKES TARZIAN, INC.
TUNER SERVICE DIVISION

See your thsfr,hutor,
or use this address

10654 Magnolia Blvd

North Hollywood, Calif.
Tel 769-2720

MANUFACTURERS OF TUNERS... SEMICONDUCTORS... AIR TRIMMERS... FM RADIOS
AM -FM RADIOS... AUDIO TAPE... BROADCAST EQUIPMENT

FEBRUARY, 1964
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EDITORIALLY SPEAKING

DON MARTIN

CONTRACTOR'S LICENSE ISSUE GOES TO COURT
On December 31 Jim Wakefield, Executive Secretary of

the California State Electronics Association, appeared before
the Oxnard -Port Hueneme Municipal Court in regards to an
action brought against one of the Association's members.
The case was the State of California Contractor's License
Board against a Ventura Service Dealer for installing a
Public Address System in a new Community Center.

For a number of months we ran editorials on the interpre-
tation of this Contractor's License law and how it affects
the service industry. Our basic conclusion was that any
service dealer who is engaged in the installation of sound
systems, Antenna Systems or even Antennas that run over
$100 better have a contractor's license. The reason for these
editorials was this particular case in Ventura.

Although Wakefield was not directly representing the de-
fendant in the action he did present the Industry's position
in regards to this type of work. He reminded the court that
the results of this action could directly affect a possible
33,000 dealers in California (the new registration Bureau
had sent out 33,000 application forms).

At first, it seemed that the case would be dismissed if
the defendant acquired a contractor's license, but in later
developments the State asked that he plead guilty to the
charge and set a foundation for all future such actions. Al-
though economically unsound, the defendant has refused to
plead guilty and the trial has been set for February 27. The
grounds for this plea of not guilty is based on the premise
that this was an isolated case and the work did not require
a license and that the work was not an improvement to the
structure of the building. Actually, in this particular case.
the entire system can be removed in a matter of hours and
all that would remain is two or three holes.

It's ironic that this particular installation was done as a
civic contribution to the building of this community center
and there was no profit involved in the work.

The results of this case could have a reaching effect
on the service industry. It may mean that every dealer in
the State who wishes to sell antennas or to do any type of
system installation work will have to be licensed under this
code and pass certain tests. The cost, I believe, is $20 for
the application and $20 per year.

As an industry, I believe, we should fight this type of
additional governmental control. The Electronic Service In-
dustry is completely divorced from the building profession
and should not have the confusion of both the Bureau of
Electronic Repair Dealers Registration and the Contractors'
License Board. Antenna System installation, in particular,
requires very little, if any, structural requirements and
Sound and PA System installation is almost a business in

itself. We will try to keep you advised of the progress being
made in this action and hope that many of you will try to
attend the trial on February 27.

REGISTRATION FEE CHALLENGED
We have been receiving numerous calls and letters in

regards to the Registration Fee. The problem is that after
a dealer pays the $35 to the State he receives his registration
number in return but also a notice that he will be required
to pay an additional $35 in June of this year.

In all of the public meetings on this new law it was
pointed out that this would happen and does happen with
every new law that goes into effect. Actually, the law be-
came effective in September of 1963 and the original $35
pays a dealer from that date to the end of the fiscal year
in June of 1964. At that time, every dealer will pay an-
other $35 and this will pay him up until June of 1965. This
is actually written into the law and can only be changed by
action of the legislature.

We do have one suggestion to make and that is that the
Bureau's budget is based on about 8,000 registered dealers.
If more than that is actually registered, the fee will be
decreased accordingly. It may be a good idea to make sure
everyone is registered and encourage them to do so as soon
as possible. On the other hand, all dealers who have not
registered and are remaining in business should be reported
to the Bureau in Sacramento for necessary action.

YELLOW PAGE ADVERTISING PROBLEM
In recent months, through the action of the Association,

we have been able to obtain the full cooperation of Pacific
Telephone in governing the type of advertising they will
accept for the Yellow Pages. There has also been several
new tariffs enacted by the Public Utilities Commission that
has helped the picture considerably. However, in many of
the new Directories, being published by General Telephone,
there seems to have been very little progress in obtaining the
same type of cooperation and we have received a number
of complaints from dealers in their service areas.

As a point of information, a formal meeting has been set
for January 28 between representatives of CSEA and Gen-
eral Telephone to discuss the problem of misleading adver-
tising and, it is hoped, we will be able to obtain the same
type of cooperation. You must realize that General has been
in the middle of a strike for several weeks and that this
delay could have been unavoidable.

6 MODERN ELECTRONIC SERVICE DEALER
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Weston Brings
Experience to
New Bureau

Dan Weston, former Assistant District
Attorney of Contra Costa County in
Northern California, and newly ap-
pointed Chief of the Bureau of Elec-
tronic Repair Registration, will bring
with him in a great deal of outstanding
experience and background to the Bu-
reau.

Weston was most recently assigned
to the Criminal Prosecution and Con-
sumer Fraud Division of the District
Attorney's office and is well qualified
to assume the duties of the new chief.

Former Resident of San Diego
A graduate of the University of Cali-

fornia at Berkeley Law School he was
admitted to the California Bar in Jan-
uary 1960. A former resident of San
Diego and a graduate of San Diego
State College he has lived in Northern
California for the past six years. Born
in Tours, France, in 1932, to missionary
parents he has traveled throughout
Europe and Africa. He is married to a
registered nurse, Arlene, and they are
expecting their first child this month.
He served as an Air Force Jet Pilot
from 1955 to 1957 and is presently a
Captain in the Reserve.

Finally Recognized
In reviewing his new position Weston

stated that, "through this new law the
State Legislature has finally recognized
the Electronic Repair Profession as a
legal enity. It seems to me that in the
administration of the Bill it will not

San Diego Installation Dinner
To Feature Advisory Board Members

San Diego Chapters #13 and #18 will jointly sponsor an installation Dinner
Dance at the Town and Country Hotel, Hotel Circle, San Diego, on February 29.

The event, which will begin at 7:00
p.m. with a cocktail hour and dinner at
8:00 p.m., will feature Miles Rubin, Los
Angeles attorney, and Capp Loughboro,
Ventura service dealer who are members
of the new Bureau of Electronic Repair
Dealers Registration Advisory Board. The Board of Directors of the Cali -
Also present will be Jim Wakefield, ex- fornia State Electronics Association en-
ecutive secretary of the State Wide Cal- dorsed a program by which any member
ifornia State Electronics Association. or chapter of the State-wide group may

The new officers to be installed at the join the National Electronic Association.
event include: Steve Reynard as Presi- The original proposal was in three
dent; Harold Baughman, Vice Presi- parts. 1. Full membership in NEA by
dent, and Mary Trace as Secretary- all the membership as a joint charter.
Treasurer of Chapter 13. The new offs- 2. Any seventy-five members of CSEA
cers for chapter 18 will include Bob that will join NEA would make the state
Tomko as President; Stan Bendowski, group a full member of NEA or 3. Any
as Vice President. and Helen Merrill as four chapters with five members each
Secretary Treasurer. would qualify CSEA as a member of

The event is by invitation only and a NEA.
complete mailing will be sent out to all With the endorsement of seventy-five
dealers in the whether or not members or more by the Board, mem-
they are members of the two local chap- bership can be made by contacting the
ters of CSEA. Anyone not receiving an State office of your desire to become a
invitation, who would like to attend, member of this nation-wide association.
should call the CSEA office at 474-3757 The cost of membership is $1 per month
as soon as possible. but payable a year in advance at $1.2.

This would entitle each member to re-
ceive all of the benefits of the national
group and could display the customary
insignas and emblems that would desig-
nate membership in a national service
organization. Every CSEA member is
urged to take advantage of this offer if
at all possible. The Board feels that a
great deal of value can he obtained by
an individual shop being a member of a
National group but did not feel it should
be mandatory of the entire membership.

BOARD OF DELEGATES
TO MEET IN FRESNO
ON MARCH 22

The Board of Delegates of the Cali-
fornia State Electronics Association is
scheduled to meet in Fresno on March
22, according to Chairman Ron Kealey.

The Board, which is required to meet
in March and September of each year,
will once again discuss the possibility of
a State-wide Convention of the entire
membership as well as a new method
of determining the Associations officers.
In September of last year the group
made some suggestions to the Board of
Directors and this material will be re-
turned to them for further action.

Plans are under way to invite mem-
bers of the new Bureau of Electronic
Repair Dealers Registration Advisory
Board to address this group and to
answer any questions that may be in
the minds of their chapter members.
Further details will be announced in the
March issue of MESD.

only protect the Consumer hut up-
grade the service dealer image to where
it will gain the respect. of the public,
that it deserves."

NEA to Be Backed
By Individual
Chapters & Members

Mel Haury Named
To CSEA Board of
Directors

Mel Haury, well known service dealer
from Morgan Hill, California, has been
named to fill a vacancy on the CSEA
Board of Directors. Haury, who is pres-
ently the chairman of the Zone "B"
Board of Delegates will resign this posi-
tion in order to step up to the State-wide
groups Board of Directors. He will be
representing Zone "D" and will replace
Russ Hamm who has been unable to
participate in the Board's activities for
several months.

FEBRUARY, 1964 7



CSEA PRES. MEFFORD
APPOINTS COMMITTEE TO
GIVE BETTER PROGRAMS

CSEA President Emmett Mefford
stated to the Board of Directors that the
Association must develop a system that
will provide better programming on a
chapter level.

In making this statement he empha-
sized the importance of good program-
ming and that it is the foundation of
all good chapters. A committee made up
of Wes Keys of Walnut Creek, Ed Fort
of San Diego and Ralph Johonnot of
Burbank was appointed to investigate
the possibility of providing better pro-
gramming and will report back to the
board in March.

Also asked to work with this commit-
tee was Don Martin publisher of Modern
Electronic Service Dealer. At this meet-
ing he suggested that some central figure
act as a liaison between manufacturers
and the chapters and to actually screen
and schedule events throughout the State.
He has been asked to present this idea
to many of the manufacturers attending
the ERA Palm Springs Conference in
February and to report his findings to
the Board at

Registration Forms
Streaming Into
State Office

According to latest reports over 15,000
registration forms have been returned
to Sacramento with close to half of these
on a protest basis. In sending out over
33,000 forms the Bureau tried to cover
every possible service outlet and, in
doing so, reached many firms that were
not engaged in this type of work. All of
those firms who have protested the pay-
ment of this fee will have their protest
investigated and if improper will have
their money refunded.

A few dealers have made their protest
on the registration form itself and we
would like to remind everyone that this
form is actually your registration and
it will be returned to you after being
validated. Anything that you write on
the face of this form will remain there
so you are asked to he careful in filling
out these froms.

Any dealer who has not received a
form should write to the Bureau of
Electronic Repair Dealers Registration.
Mr. Dan Weston, Chief, 1020 "M"
Street, Sacramento, California.
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IF YOU NEED
A PHILCO PART
YOU CAN GET IT

FAST !
THERE'S A FULLY STOCKED

PHILCO PARTS CENTER NEAR YOU

Whatever you need ...
lust dial your Philco Parts Distributor

1. A nationwide network of Parts Distributors.
2. Backed by Parts Warehouses with millions of

dollars in parts.
3. Parts for new models shipped automatically!
4. Orders handled by experienced parts specialists.
5. Emergency orders transmitted fast processed

within 24 hours.

PARTS & SERVICE OPERATIONS

RH I LCO
A Hs,:-.or ov Q017.1.../,f terri7e/nfri //

'1St A 1.SVA 1.SVAi 1.SVA

Apprenticeship

Meeting Held
In Fresno

The first 1964 meeting of the Cali-
fornia State Joint Apprenticeship and
Training Committee for the Radio -
Television Industry, was held on Janu-
ary 13 in Fresno. California.

The meeting. attended by Ed Byrd of
San Francisco, Gil de La Long of Fresno
and Jack Carney of San Bernardino
representing employees. James Wake-
field of Fresno, Darrell Petswal of Sac-
ramento. Ken Preston of Stockton, Bob
Reynolds of San Bernardino. John
Blackwood of Bakersfield and Ray Den-
ham of Fresno representing Employers
and Lloyd Steele State Board of Educa-
tion, Ray Cresswell, San Jose Unified
School District and James Roberts. San
Jose Division of Apprenticeship repre-
sented their affiliations, was held in
order to set up a proposed topical out-
line for the related instruction of a
Radio -Television apprenticeship program.

The outline adopted by the committee
included: Introduction, Basic Instru-
ments, Audio Amplifiers - Tape and
Record Players, AM Receivers. FM Re-
ceivers. TV Receivers, Color TV. Stereo
Circuitry and Intercom Systems. Trans-
mitters. Industrial Controls and Manage-
ment.

At this meeting, James Wakefield was
elected as chairman o fthe group with
Ed Byrd named as the secretary. With
the adoption of a basic outline for study
two committees were appointed to rec-
ommend the curriculum and entrance
examinations. Ray Cresswell and Lloyd
Steel will mork on the program and
curriculum and Jack Carney. John
Blackwood and Bob Reynolds will work
on the entrance exams.

The next meeting is scheduled for the
Jack Tarr Hotel in San Francisco on
March 2.

BERD Board to
Meet In Los Angeles
Feb. 21st, 22nd

The first meeting of the new Bureau
of Electronic Repair Dealers Registra-
tion Advisory Board in the Los Angeles
area will he held on February 21st and
22nd at the State Building in downtown
Los Angeles.

These meeting are open to the public
and will give Los Angeles area dealers
an opportunity to meet and to see this
new advisory board in action.

MODERN ELECTRONIC SERVICE DEALER
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PRESIDENT'S MESSAGE

The most basic and fundamental re-
quirement for the expansion of any
association or lodge is membership, not
only in numbers but in active participa-
tion of members to accomplish the most
good for the entire membership. It seems
that in any association or club the most
active participating members are in the
minority, but were it not for these few
to lead the way there possibly would
not be the great strides of progress in
our industry.

One might compare membership of an
active growing association to those cou-
ples attending a social function. Without
active participation the social turns out
to be a FLOP, and in most cases the
non -participant voices were the loudest
in condemning. True we all have our
own business to consider first, but the

5 ADMIRAL

ENSIGNS REPLACE

43 TUBE TYPES

way I see it unless we take a little time
to invest in our future we will have a
more difficult time in maintaining a
profitable growing business.

Now, as a result of the Registration
Law requiring all service dealers to reg-
ister, there have been some dealers
around the state voicing their objections
to such a law, true it is impossible to
please everyone with any one particular
action. Therefore, I would suggest to all
inactive members and all non-member
service dealers to give some serious
thinking to the problems facing all Elec-
tronic Service Dealers and to join with
us in The California State Electronics
Association so we may develop fair and
equitable operating policies that truly
represent the majority in the Electronic
Seri ice Industry.

By

EMMETT

MEFFORD

To consider investment in our Elec-
tronic Service Industry beyond the
hounds of the state of California. there
is a growing favorable consideration of
joining a National Electronic Associa-
tion (NEA), which has been formed
recently by Associations of the various
states of the United States to further
give us in the Electronics industry a
greater voice in national policy -making.

For the above reasons and many more
projected programs to up -grade and de-
velope a more equitable service industry
for our members, I ask that each of you
non-member service dealers join us and
participate in our efforts to create serv-
ice policies which is both beneficial to
customer and dealer alike.

I also ask that each member bring a
non-member to your next Chapter meet-

ENSIGN
17BJP4

REPLACES

17ATP4

Jy

17ATP4A
17AVP4

17AVP4A
17BUP4
17C BP4

17CL P4

ENSIGN
21 AMP4A

REPLACES

21ACP4
21AC P4A
21AMP4

21AQP4
21AQP4A 21BSP4
21CUP4

21 AT P4 21CBP4B

ENSIGN

2211 AF LLPp44

21ALP4A
21ATP4A 21CMP4

21CBP4A 21ALP4B
21ATP4B 21CVP4

REPLACES
21ANP4

21BAP4 21CWP4

21ANP4A
21BNP4 21DNP4
21BTP4 21CBP4

ENSIGN
24CP4A

REPLACES

24ADP4
24CP4

1 240 P4

24ATP4
24 V P4
24VP4A

24XP4

ENSIGN
24AEP4

REPLACES
24DP4A
24YP4

24ANP4
24ZP4

REDUCE INVENTORY! INCREASE SALES!

Save space, save dollars! Make more profit per sale with the
Admiral ENSIGN "Big 5" as your basic tube inventory. All
materials and parts used in the manufacture of these tubes
are new except for the envelopes, which prior to reuse, have
been inspected and tested to the same standard as new enve-
lopes. Every Admiral ENSIGN tube is of fine/precision qual-
ity manufacture.

Call your ADMIRAL DISTRIBUTOR tomorrow.. start
cutting inventory cost, pocketing new profits right away!

FEBRUARY, 1964

Be wise...standardize on

ADMIRAL
ENS GN

REPLACEMENT PICTURE TUBES
Always Fine/Precision Quality
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MOCH CLAIMS FTC

REMARKS HURT SERVICEMEN
Recent Federal Trade Commission in-

terpretations of wholesalers' legitimate
functions have led to a very serious
breakdown in marketing practices in
the electronic distributing field, Frank J.
Moch, executive director of NATESA,
asserts in a statement presented before
the House Subcommittee on Distribu-
tion, November 18.

In his statement, Moch presented to
the subcommittee, a unit of the House

Select Committee on Small Business,
parts of two letters received from the
FTC, one in 1958, and the other in
1960. The 1958 letter, according to
Moch, defines wholesalers as a firm that
"sells to the trade for resale and seldom.
if ever, to the purchasing public," and
defines wholesale as "meaning a sale in
large quantity to one who intends to re-
sell."

The FTC letter of 1960, says Mod', is

FROM THE IOWA TSA "BEACON" we found the following information
that we felt might be of interest to the California Dealer Profession. .4
chart, similar to this one, might be incorporated on an estimate sheet as
a guide to technicians making house calls. Of course, you would use your
own price breakdown but we were impressed with how well this one told
the story of television service.

UNIFORM PRICING INDEX
Ilin. l'SION - Black & White

1. A.C. Input Circuit $ 8.602. Audio Circuit 15.703. Automatic Frequency Control -ter 17.504. Automatic Gain Control System 19.50
5. Control: Single Unit 7.75Dual Unit 11.756. Damper Circuit 14.607. Deflection Yoke and Circuit 12.80
8. Filament Circuit 9.709. Focus Circuit 8.40

10. Horizontal Oscillator Circuit 17.25
11. Horizontal Output Circuit 16.50
12. I.F. Amplifier Circuit 13.25
13. Picture: Tube: Replacement or Repair (B -W) 10.00
14. Power Supply Circuit (Low Voltage) 12.30
15. Selenium or Silicon Rectifiers.. 8.75
16. Synchronizing Circuit (Vert. or Horiz.) 17.8517. Tuner (Turret Type) 15.80
18. Tuner (Wafer Type) 19.95
19. Tuner (Wafer Type) Clean 6.25
20. Vertical Oscillator Circuit 18.35
21. Vertical Output Circuit 16.05
22. Video Circuit 17.15
23. Clean Picture Tube 4.00

ALICNNIENT OF 11 NEI) CIRCUITS
24. Video and Sound (B -W) 27.50
25. Automatic Frequency Control Circuit. 6.60
26. Sound Discriminator Circuits 4.90
27. Tuner (Local Oscillators only) 2.30

COLOR CIRCUITS
28. Demodulator Circuit 22.50
29. Chroma Oscillator 21.75
30. Dynamic Convergence Circuit 27.50
31. Complete Convergence Set Up 19.75
32. Picture Tube Replacement 25.00
33. Alignment of I.F. & Croma Circuits 42.50

BASIC FEES
34. Remote Control Amplifier 22.50
35. Remote Control Action (Mechanical) 18.75
36. Basic TV Shop Fee 4.75
37. Minimum Home Service Fee 6.95
38. Delivery & Reinstallation 3.50
39. Each Additional Set in Same Home 3.50
40. I.ocation of Intermittent Problem 15.00
41. Analysis and Location of Trouble When Estimate is given and Set is Not Repaired 10.00
42. Special Disassembly Problems
43. Special Instalaltion Problems

"apparently in complete contradiction."
This letter explains that wholesaler fol-
lowing a dual method of distribution,
"is under no legal obligation to sell to
dealers at prices which will enable them
to compete with their suppliers on sales
to consumers." The letter continues: "In
a case where the wholesale or jobber
sells to consumers at prices which his
dealers cannot meet, the wholesaler is
simply making use of his lawful com-
petitive advantage. Dealers would still
be unable to compete for the business
of consumer accounts whether the whole-
sale price to the latter was lower, the
same as, or slightly higher than the price
to dealers."

Such interpretations, Moch argues, re-
sults in a "continuing strangling of the
very essential radio -television servicing
industry." Turning to a situation in mid -

Illinois. Moch went on to say that "the
ultitnate in damage to all service people
occurs when the wholesaler sets up a
service company of Isis own and then
using his wholesale buying power, ad-
vertises to the public . . .

-For 23 years many small independ-
ent service technicians supported this
`wholesaler' and through their trade
purchases made him a successful whole-
saler, and by the use of a brand of
tubes, for instance, that he wholesaled,
created acceptance in the area for that
brand, and suddenly the alleged whole-
saler becomes a retailer, taking for him-
self all the benefits accrued by many
over many years. Obviously his accrued
purchasing power is an insurmountable
advantage."

Calk Distributors "Necessary"

Moat, in his appearance before the
committee, acknowledged that electronic
distributors are necessary to the market-
ing of tubes and components, emphasiz-
ing that the total number of tubes and
components required for servicing
"would drive a computer mad." The
complexity of parts requirements makes
it "impossible for a factory to deal direct
with a retailer or consumer, and it is
equally impossible for an independent
radio-tv service technician to carry fully
adequate stock of components without
the back-up of a wholesaler."

Because the independent servicer is
responsible for the volume of parts
which justify the establishment of a
wholesaler, Moch observes, " . . . the
wholesaler should not compete with those
who make it possible for him to buy
cheaper and make a profit besides."

The House Subcommittee, with Rep.
James Roosevelt (D., Calif.) as Chair-
man, is holding hearings on the prob-
lems of dual distribution and its effects
upon small business.
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For the Beginner:

A NEW
SIX PART SERIES-PART FOUR

ELEMENTS OF SWEEP CIRCUITS

technical
section

An MESD special feature********************************

Iry Tjomsland, Editor

APPROACH TO SWEEP
DEFECT ANALYSIS

i-1: THE SCORE TO DATE

The first three sections were con-
cerned with the time elements of the
sweep system, the horizontal sweep cycle,
and basic measurements to prove nor-
mal operation.

4-2: SWEEP DEFECT ANALYSIS

The tests outlined in Section 3 are
precautionary. It is difficult to prove a
circuit "good" and it follows that other
tests may be necessary if signs of
trouble are detected.

This section will suggest a methodical
approach to sweep defect analysis. Tests
are arranged to help pin -point failure in
a logical, accurate, and speedy manner
with the least possible disarrangement
of the receiver.

It is obvious that obstructions, such
as cages, covers, and buried components
may make it impossible to follow the
recommendations literally, but the pur-
pose of each should be understood, and
a substitute check should be worked out
if possible.

For instance: In 4-5 it may become
important to check cathode current in
the horizontal output tube. The most
convenient method is to measure the
voltage drop across a cathode resistor
and compare it to the specification in
the schematic. If the cathode is grounded

the test method must he changed. If
the circuit is opened and a milliampere
meter is inserted, total cathode current
can be read directly. But what if no
suitable meter is available? A 10 ohm
resistor can be inserted in the cathode
circuit and the voltage across it noted.
A minor amount of arithmetic will
determine cathode current and complete
the test.

The new man should remember any
test procedure will be most useful if
the facts he must "know for sure" can
be developed before he makes major
component changes.

4-3: VISUAL INSPECTION

Many a tricky problem can he sim-
plified by careful visual examination.
A blown fuse that is not shown on the
schematic, a "Phono-TV" switch in the
"Phono" position, a dual tube with only
one filament lighted, and dozens of other
"booby -traps" can be corrected without
lost time and hard work if a careful
inspection is the first step in the pro-
cedure.

A cooked out resistor or an over-
heated flyback can eliminate the need
for complete analysis if it is spotted in
time, but, unfortunately, a dead sweep
system often looks exactly like a live
one, and if that is true some of the

following tests will be necessary to pin-
point the defect (s).

4-4: HIGH VOLTAGE LOAD
ISOLATION

If no corona can be detected in the
vicinity of the plate cap of the high
voltage rectifier disconnect the cap and
recheck for corona. If corona reappears
the rectifier is overloaded and the prob-
lem should localize to some factor such
as a shorted rectifier tube, shorted CRT,
improper voltages on the CRT gun,
shorted high voltage filter capacitor or
defective anode lead.

If corona is not restored at the plate
cap, leave the cap disconnected and
proceed to next test.

4-5: VOLTAGE TESTS

With a suitable voltmeter check for
B plus at the plate of the damper,
screen voltage on the horizontal output
screen, negative bias at the control grid,
voltage across the cathode resistor, if
one is used, and boost.

If B plus, screen, grid, and cathode
voltages are normal, but no boost is
present switch off power to make the
following resistance check:

4-6: DAMPER PLATE -CATHODE
RESISTANCE CHECK

(Continued Next Page)
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PART IV
(Continued)

Measure resistance from plate to
cathode of damper. If reading of 50K
ohms or less is noted, reverse probes.
If reading persists remove damper tube
from socket. If continuity is still present
a shorted boost capacitor or a shorted
yoke should he suspected. If no reading
is obtained start substitution tests.

4-7: SUBSTITUTION

Disconnect all leads from the horizon.
tal yoke winding to the flyback. Connect
the high and low side of a similar yoke
winding to the same points on the fly-
back as the original. Switch on power
and check for presence of corona at
the plate cap, or measure boost. If
either or both appear the original yoke
is shorted. If neither appear, leave the
substitute winding connected, and dis-
connect any accessory components such
as AGC. AFC. Blanking, and other pulse
loads, any capacitors connected across
the flyback terminals, any connections
between the damper cathode and fila-
ment. any width coils or other acces-
sories.

If corona or boost do not reappear the
flyback should be substituted.

4-8: EXCEPTIONS

Some of the very earliest receivers
employed resistance across the damper
plate and cathode. and this will make
the test suggested in 4-6 impractical. In
addition, these early transformer type
flyback circuits applied RF to the plate
rather than the cathode, and this would
make the "damper plate cathode" check
in .1-5 impractical.

The tests outlined can he applied to
both the "autoformer" and "direct
drive" type flyback circuits. and since

FIGURE 1

12

the autoformer type circuit represents
the majority usage the exceptions
should not troublesome. However the
best way to identify the early transform.
er circuit is to check the method of
connecting B plus to the sweep circuit.
If B plus is connected directly to the
flyback (rather than to the plate of the
damper) the circuit is a transformer
type.

4.9: DRIVE VARIATIONS
Mention is made in 4-5 of the nega-

tive bias on the grid of the horizontal
output tube. The new serviceman may
feel that the circuit is OK if the nega-
tive reading corresponds to his sche-
matic data, but if he does he can be
in trouble.

The fact that the negative voltage is
present and corresponds to print data
does not prove that "drive" of a usable
type is present.

Before going into that, let us review
the subject of drive. In 2-2 it is ex-
plained that a sawtooth type voltage is
applied to the grid of the horizontal
output tube. This waveform is so shaped
that it starts conduction in the hori-
zontal output tube at about the time
the beam in the CRT is passing the
center of the face plate as it moves from
left to right. This sawtooth is generally
referred to as "drive" and because it is
positive going, some grid -cathode con-
duction tends to occur. This conduction
causes the grid to develop a negative
voltage, just as the plate of a rectifier
does, and that is the reason many serv-
icemen believe drive is OK if the nega-
tive bias is OK.

However, it is entirely possible for
the grid to have the correct negative
bias and have no usable drive. For in-
stance:

If AC hum or ripple of sufficient am-
plitude is applied to the grid the ex -

FIGURE 2

pected bias may appear. but no sweep
action result.

If the horizontal output tube is gassy
or defective in certain ways it may
draw so much power from the oscillator
circuit that oscillation stops, but the
bias may appear.

If the horizontal oscillator frequency
changes, either doubles or drops to half
frequency the sweep circuit may not
operate. but the bias will appear.

There are many combinations of
minor troubles that can interfere with
drive to such an extent that sweep will
cease, and these must be recognized or
identified before corrective action can
be undertaken.

4-10: VISUAL EVIDENCE
It is obvious that the new serviceman

is going to be in the dark if he finds
all tests OK, but the sweep system is
still inoperative. What then?

The answer is "Scope the drive".
If the new serviceman can see the

signal that is present on the grid of the
horizontal output tube he can eliminate
all of the uncertainties of the voltmeter
measurement.

With a little skill and a reasonably
good scope he will be able to see if the
shape of the waveform is correct. He will
be able to tell if the oscillator is running
at the correct frequency of 15,750 (ap-
prox) cps, and if the scope is properly
calibrated he will be able to see if the
peak -to -peak amplitude of the waveform
is within tolerance.

If the circuit under test incorporates
a "Syncroguide" type oscillator circuit
the scope pattern might appear as in
Fig. 1. Late variations of this circuit
are used in many color receivers.

If the circuit is of the "ringing coil"
multivibrator type. a pattern as in Fig.
2 can be expected.

Every serviceman should be familiar
with these two patterns, because the
correct amplitude, shape, and frequency,
can indicate good performance of the
horizontal oscillator and sync system.

4.11: CONCLUSION
No two receivers will perform exactly

the same, and no single receiver will
correspond exactly to schematic values.

Changing a component such as a
flyback may be a case of curing a
symptom rather than eliminating the
cause of the failure.

When is "close" good enough? What
is the tolerance of the yoke winding
used for substitution tests? When is
screen current dangerous? How should
drive be adjusted?

Section 5 will be concerned with ad-
justment. tolerance, and safety factors.

MODERN ELECTRONIC SERVICE DEALER



This straight shooter never p,.( Is -trapped

G -E "SG" straight gun picture tubes do
away with ion traps. No fuss, no call-backs. A
G -E 'SG's" rugged gun fires electrons with uncan-
ny precision straight at the aluminized phosphor
screen - assuring sharply resolved pictures up to
80% brighter. How's that for "Accent on Value"?
These features save your time and give your cus-
tomers thousands of hours of viewing pleasure.

And that's not all the value accents you get with
these "straight shooters." A single G -E "SG" pic-
ture tube replaces as many as twenty other types,
bent gun or straight gun - the types that get
"trapped." In fact, with only 25 G -E "SG's",
you're ready to replace 250 other picture tube types.
You'll serve customers faster-and say good-bye to
emergency pick-ups and the ion trap nuisance.

MORE 'ACCENT ON VALUE" FROM YOUR
G -E

MILLERS RADIO &
TV SUPPLY, INC.

530 East 8th St . Oakland, Call
7076 Armory Dr., Santa Rosa

1263 Arroya Way. Walnut Creek
785 S. First St., San lose

DISTRIBUTOR

CONTACT ANY OF THE F

ANDREWS ELECTRONICS
1500 W. Burbank Blvd., Burbank

WHOLESALE ELECTRONIC
SUPPLY

265 So. Laurel, Ventura
209 W. Cannon Perdido, Santa Barbara

GET THIS "ACCENT ON VALUE" BONUS, TOO!

This 16" x 12" x '2" poly-
urethane foam bench pad
neatly protects the pic-
ture tube from marks and
scratches. The handy
pad's yours with the pur-
chase of a G -E SG-21FLP4
Service -Designed
"straight shooter." Your

reliable General Electric distributor is waiting for
your order now. Call him today. General Electric
Company, Distributor Sales, Electronic Compo-
nents Division, Room 3018, Owensboro, Kentucky.

*All new parts and material in a reused enrelope.

Progress /s Ow- Most important Product

GENERAL -) ELECTRIC

OLLOWING DISTRIBUTORS:

COOK ELECTRONICS
210 E. Hardy St., Inglewood

EDISCO, INC.
5901 Mission Street. San Francisco

KIESUB CORP.
311 W. Pacific Coast Hwy., Long Beach

1162 Industrial Ave., Oxnard
14511 Delano St., Van Nuys

910 11th St.. San Bernardino
318  21st St., Bakersfield

2426 4th Ave.. San Diego
725 N. Los Angeles St., Anaheim
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HOW TO SELL SERVICE THROUGH

WINDOW DISPLAYS
The window display has often been subject to neglect

and rejection by the service dealer and many a small busi-
nessman. It is generally felt that window displays are re-
served for luxury department stores and the like. It is time
that this misconception be cleared up-and immediately.

It is evident that outer appearances make first and lasting
impressions. Show windows describe to passers-by the type
of business you're in, whether you are neat or sloppy,
whether you are progressive or old-fashioned and what
exactly you are selling (service, of course).

If creative and interesting enough, these windows can
attract off -the -street customers and intice them to inquire
within. The average TV -Radio service dealers's store has
approximately 5% of floor space given to show window
and display. Make inexpensive use of this space by relating
to the customer that you do quality work, a quick job,
charge only reasonable rates, that your work is guaranteed,
you make house calls, you give free estimates, you are an
authorized dealer of famous brand sets and tubes and you
use only the finest up-to-date equipment.

These particulars insure the customer of your reliability

and tends to build up their confidence in you as a dealer.
Expense is not always synonimous with quality and effec-

tivness. Old equipment can be made into effective displays
with just a little ingenuity. Originate a display that hits
home with many passers-by and make them ponder if they
need your service. Use an old piece of equipment and ask
the shopper-"Is your antenna, TV, radio, etc., in this same
bad condition?" Make them aware that these, perhaps, dor-
mant articles possibly could be made useable once again
through you servicing them.

Utilize key words that are impulsive and make shoppers
take immediate action-in fact, ACTION is a perfect exam-
ple of a word in itself.

It seems that people in general are obsessed with a natural
feeling of status-that explains why thousands of perfectly
good automobiles, etc., are traded in yearly for the simple
desire of the owner to drive only the newest. This theory
of obsoletion can be used in window displays. Make the
customer realize that his equipment is outdated and sug-
gest, through window slogans, that he come in and discuss
such things as conversions or other repairs that might up-
date merchandise.
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Don't be afraid to be a little dramatic or perhaps humor-
ous. Both attributes are definite eye-catchers-try, however,
to avoid triteness, a sin in any phase of advertising. "Gim-
mick" approaches are often one of the most successful facets
of window advertising. Remember the old game of guessing
how many jelly beans in a large glass container. Well,
change jelly beans to resistors or the like and you've got
yourself a "Gimmick." Customers get a kick out of the
challenge and you most likely will have a steady stream
of guessing prospective customers who have come in to
match their wits with the prize you offer for the correct
estimate. Where the service shop is concerned, however,
this "Gimmick" approach will only get the customer into
the store and from then on other "action" displays inside
and your own salesmanship will determine whether or not
a sale will occur.

Before going all out with a magnificent display, it would
be advisable to evaluate just what type of "traffic" is pass-
ing your shop and then cater to that one in particular. If
heavy sidewalk traffic views your window daily, you need
"traffic -stoppers" and make sure to change your display
often. Be less dramatic if the daily traffic is moderate. If
you are located in a district where the majority of the
traffic is vehicles lean to the bigger and simpler windows.
One that can be observed by fast moving traffic. Window
changes, as said before, should be determined by your loca-
tion. A busy area might require two changes a month (24
per year), a medium location-one a month, and a mini-
mum amount would perhaps be once every two months.

Displays should be a planned expenditure entered into
the financial budget of the business. A dealer whose yearly
volume is about $20,000 could safely allow an expenditure
of 1% or 2%, which would mean from $200 to $400.

Lighting is an important aspect of window advertising
that is often overlooked. Lighting is used not only at night
for illumination, but also in the daytime to combat reflec-
tions on the glass, unmanageable shadows and the general
levelling effect of sunlight. Lighting is divided into overall,
or background lighting, and high lighting. The lighting
department of your local utility company will be more than
happy to assist in recommending the number of lamps you
would need to attain the correct level of illumination.

Floor coverings add warmth and depth to a window. Sug-
gested materials might be: plain carpet, burlap (streched
tight and stapled in place), heavy paper of poster quality,
wall -paper simulating knotty pine, brick or felt and colored
cotton flannels.

A professional appearance can also be attained by unusual
backdrops, such as a "wallpaper" of radio diagrams (or TV

diagrams), or response curves. Many stores featuring HiFi
equipment or phono conversions have arranged a backdrop
of sheet music, which has enough pages of staffs and notes
to wallpaper a large area. Silhouette spray painting is also
effective.

Permanent props can be incorporated and used as a basic
structure around which your window displays can be devel-
oped. A simple set of block fashioned steps covered in a
corresponding material as the floor is extremely effective. A
good size for a small window is about eight inches for both
tread and riser. The steps may be the full width of the win-
dow, but it is more flexible to make them in sections that
can be re -arranged in different shapes and forms. An easel
can be used to hold a prepared poster pertaining to the
particular display. Dummy tube cartons are effective and
can easily be obtained.

With the on -set of the do-it-yourselfers, many individuals
tend to simplify the job and talents of the serviceman. Your
window could be an educational outlet to the public, letting
them know and visualize the intricacies of your industry
and the delicate complicated apparatus that your expert
professional service handles.

The "mobile" is an interesting "traffic stopper" and for
some reason fascinates many a passer-by. It has self gene-
rated motion and can be constructed quickly and cheaply
by attacking items of electronic significance to wires, such
as miniature tubes, resistors, condensors, etc.

There is a simple way to plan new window arrangements
and that is to key the windows with the seasons. Use pro-
motional suggestions such as: Winter is a good time for
stay-at-home listening to radio, phonograph, or watching
TV. Summertime is portable time and car radios, too. Also
a good opportunity for TV check-up campaigns. Also play -up
gift giving months such as Christmas, graduation, etc.

If at all possible, try tying in with manufacturer's national
ad campaigns, or special events such as election or athletic
games ("Is your radio in top -shape for the World Series
games?").

With all the preparation and planning of your window
display don't neglet to keep the window well washed so that
passers-by can see just what you are displaying. It is also
advisable to have signs, cards and price tickets made pro-
fessionally.

The old cliches: "First impressions are lasting impres-
sions, and a picture is worth a 1000 words is undoubtedly
true. It is hoped that this article, along with previous MESD
special management articles, has been beneficial to you, the
TV service dealer.
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INDUSTRY NOTES

OVER 500 DEALERS ATTEND ANDREWS
10 YEARS OF COLOR PROGRAM

One of the most successful open house
programs ever held in Southern Cali-
fornia was the consensus of opinion fol-

lowing the recent 10 Years of Color pro-
gram sponsored by Andrews Electronics
in Burbank.

PICTURE

TUBE

SAVINGS!

0
BONDED FACE &
BLACK & WHITE

 TOP QUALITY  ALL SIZES

 ONE YEAR GUARANTEE

WHOLESALE ONLY DIRECT FACTORY TO YOU

Distributors of:

Westinghouse Receiving Tubes-Rogers Transformers & Yolks-
Test Equipment-Condensers-Resistors-Antennas-Everything
for the TV Replacement Market.

P C 0 illothenIc P A R T S
LOS ANGELES

3660 W. Pico Blvd.
RE 1-2177

STORES IN

LYNWOOD
10906 Atlantic
NE 9-6248

EAST LOS ANGELES
5916 Whittier Blvd.

PA 1-2907

The highlight of the evening was the
live demonstration of the famous iron
monster of Southern California in full
color. The unit, built through the efforts
of many old-timers in the area over ten
years ago, lived up to advanced billing
and functioned on schedule. In compar-
ing the unit with the new Zenith, Mo-
torola and RCA sets that were also on
display it left a lot to he desired and
I don't believe anyone will be turning
in his new set for the monster very soon.

Kicking off the program, Iry Tjoms-
land, representing the Bert Knight Corn -

',any and Stancor. recreated some of
'hose early days and drove it home with
the personal introductions of E. F. Pete
Pedersen, now KHJ-TV, Walt Lessing
of RCA; Bill Barron of the Rep firm.
John Colbert of Ferrodyne and Larry
Vickers of Bell Radio Service. One other
old-timer that couldn't make it at the
last minute was Glen Gassard.

Following this Andy Futchik intro-
duced Don Coogan and Jerry Carne of
RCA, Lou Bender of Sues, Young and
Brown, Joe Murphy of JED Electronics.
and Ralph Johonnot of Tri-Color TV.
Johonnot furnished a 1936 5" TV for
an added interest.

Iry Tjomsland is shown here going over the
iron monster and demonstrating that it is still
in working condition after 10 years. Over 500
dealers and technicians attended the program.
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ERA Holds Conference Feb. 6-9
O'Halloran Named As New Prexy

JOHN O'HALLORAN

The Southern California Chapter of
the Electronic Representatives Assist i

tion %sill hold its hi -annual confertl
in Palm Springs on February 6-9.

This event brings together many of
the nation's top manufacturers. manu-
facturers representatives and distributors
to iron out problems and to set up sales
programs.

According to chairman Mark Mark-

man. "ose expect over 500 to attend this
conference and have planned an exciting
as well as productive four days."

It was announced at the same time
that John O'Halloran, President of
O'Holloran Associates has been elected
as the new President of this chapter
of ERA. Elected at the same time were
M. A. Stolaroff, President of M. A.
St( laroff Company as Vice President
and Ellard E. Strassner, President of
Ellard E. Strassner Company, as Treas-
urer. Jack Carter is the outgoing Presi-
dent of tin- group.

Carl Huber Named
As Manager Of
Philco Parts Div.

Carl Huber, district representative for
Philco's 16 western states parts and ac-
cessory division, has been named as
Manager of the Parts and Service Di-
vision in Southern California.

Huber, who has been with Philco for
over 16 years, is well known and well
liked by dealers throughout the Southern
California area. Previous to his joining
Philco he had been with Cough Indus-
tries at a time when they held the Philco
(listributorship.

According to Huber, "we intend to
make this area one of the top Philco
operations in the nation through an
aggressive sales incentive approach with
the dt-alt'rs.

DUNBAR PICTURE TUBES
- Manufactured in the West's Newest Most Modern Tube Factory'

BONDED FACE PICTURE TUBES
They said it couldn't be done . . but DUNBAR is doing it! The
first independent tube plant to de -laminate and laminate bonded
face picture tubes. Old plates removed, new plates replaced.

Tubes processed electrically. 1 YEAR GUARANTEE.

SPECIAL ANY 23" BONDED TUBE $27.50 EX. REGULAR $32.50

WRITE FOR PRICE LIST
Shipments anywhere in California. Free delivery in Los Angeles area.

DUNBAR SALES CO. 2033 Venice Blvd
Los Angeles, Calif. RE 5-1104

,Ctii CLASSIFIED
%.

BUY, SELL, TRADE, HIRE HERE

BUSINESS OPPORTUNITY EQUIP. FOR SALE

T.V. SERVICE SHOP
EsTAB. 10 YEARS

s"1OG-FREE, DESERT
( ELLENT OPPORTUNITY

Ill health forces sale
IIAR'FI.E\"S

RADIO S. T.V. SERVICE
45-727 Flower St.,

INDIO, CALIFORNM 92201
Bus. Ph. 1)1 7-1200 or call

Nights 1)1 7-1770 (area cod, 7141

 USED TV'S FOR SALE  PARTS & SUPPLIES

RECONDITIONED T.V.'S
17" to 21"-3 for $100.
AS IS TRADE-INS

Not Checked or Butchered

17" to 24" Table Sr Consoles

$15 ea.-Lots of 5 or more

1'. V. CENTER
200 E. :MANCHESTER

1 os Atigelcs, Calif. 90003
.1t.N

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 GRAYCE KENNEDY.
IN PERSON: Come to 4041 Marlton Ave. in the Crenshaw Shopping Center,
next to Barker s. (This Address is for the Classified Dept. only.)
BY MAIL: Send your ad to MODERN ELECTRONIC SERVICE Classified Dept.,
4041 Marlton Ave., Los Angeles 8, Calif

RATES
95e PER LINE, one time. MINIMUM' 5 lines.
BOX NO.: Add SOO service charge, and allow 2 lines for reply address.
RE -RUNS: 2nd and 3rd times, less 10% each, 4th and thereafter less
15% each. Same copy.
HEADLINES, ETC.: Large headlines, box borders and 2 -col. ads available
at modest charge.
"POSITION WANTED": less 15%, payable in advance.

USED-TV'S
.\S IS

WHOLESALE TO
DEALERS

100's OF SETS TO CHOOSE
FROM

LOW SIIIPPING COSTS
ANYWHERE
TV BROKERS

4920 W. PICO, LA. 19, Calif.
NVE 1.6622

FOR SALE

PARTS BARGAINS
750 Mil Silicon rectitit 450 ea.
Indoor TV Antennas 68e C2.

Cheeter Cords 18$ ea.
Plastic Tape (30 ft. rolls) 250 ea.

47 Pilot I.amps 60 ea.
7.5 01151 fused resistors 10$ ea.
Receiving tubes-all numbers 70% off

MANY OTHER SPECIALS
WRITE FOR FREE CATALOG

All Nlerchandise Guaranteed

I.. B. ELECTRONIC DISTRIBUTING
CO.

2033 Venice Blvd.
Los Angeles 6, Calif.

RE 1-6991

FOR SALE BUY
T.V. RENTAL BUSINESS

150 SETS SELL
Grosses $1,500-$2,000 Mo.

TF:1.-RADIO SERVI('E
Sol 1 SUNSEF 131.51).

Los Angeles 20, California TRADE

FEBRUARY, 1 9 6 4 1?



. . . one step ahead!

Most POWERFUL UHF

FRINGE ANTENNA EVER!

Clear Beam's

PARABOLIC
Model P-100

New, from Clear Beam UHF Research

FOCAL DESIGN
CONCENTRATES 100%

OF AVAILABLE SIGNAL.

Focusing screen
selects directional signal

Rejects ghosts.

Unique parabolic "big screen" design, single
dipole feature, and all metallic construction
provide maximum performance even in the
toughest fringe and translator UHF areas.
Prevents signal loss caused by weather de-
terioration and phasing harness mismatch.
Preassembled screen and dipole for fast,
strong installation! Up to 18 db gain.
Proven the most powerful UHF antenna
ever designed!

Ask your distributor or write today
for technical bulletin

FOR THE BEST  UHF RESEARCH

UHF DESIGN  UHF PERFORMANCE  CLEAR BEAM
Through continuing research and nationwide evaluation of problems
in UHF areas, Clear Beam brings you the widest selection of proven
UHF designs. Clear Beam's UHF antennas have been field tested in
every type of UHF reception area to assure you maximum performance,
maximum profits!

4T/E; CLEAR BEAM ANTENNA CORPORATION
21341 Roscoe Boulevard  Canoga Park, California

Petition to Outlaw
Pay TV Approved

An initiative petition designated to
outlaw development of pay television in
California was approved a few weeks
ago. The measure, which requires 458,-
259 signatures to qualify for submission
to the voters in November, seeks repeal
of amendments to the Revenue and Tax-
ation Code passed by the 1963 legis-
lature. Those established pay TV legally
and set maximum taxes chargeable by
state and local governments at 1% of the
quarterly gross received from subscrip-
tions.

The initiative would declare develop.
ment of subscription television "against
public policy" and forbid any charges
to the public for programs transmitted
to home television sets.

Chief proponent of the measure is the
United California Theaters and the Cal-
ifornia Crusade for Free TV. These
groups feel it is important that the peo-
ple decide if they want their TV to
remain free.

Electra Introduces
New Portable TV For
Service Dealer Sales

LA LANADA, CALIF.- A new 1111e

of portable television sets has been in-
troduced by Electra International Com-
pany of La Canada, California, under
a unique new marketing program aimed
at bringing highest quality imported
portables to the consumer, directly
through their neighborhood T.V. serv-
ice dealer.

It will be available only through serv-
icing dealers on a direct one-step
basis.

All black and white models will retail
for less than $100.

All models will carry an optional one
year warranty in addition to the con-

ventional 90 -day warranty.
a next day delivery basis through -

All parts and sets will he available on
out most of California and Arizona
and two days in remainder of the
11 western states.

The first set to he marketed is an 8"
portable which will carry a suggested
retail price of $84.50. It is an AC set
which has Los Angeles City approval.
It can also be operated on 12 volts DC
with an optional converter which will
permit use outdoors, or in cars, camp-
ers, boats, etc.... at a cost far below
that of the smaller screen transistorized
models.

1$ MODERN ELECTRONIC SERVICE DEALER



BREAKS THE GAIN/OVERLOAD BARRIER
Servicemen and the public long wanted it, but were told they couldn't have it-a
transistorized TV antenna preamplifier with the overload capacity to handle local

signals without sacrificing the gain that brings in distant stations.

But Jerrold did what couldn't be done. With the new twin -transistor SUPER

POWERMATE, you have, for the first time, a transistor preamplifier with the high gain

and low noise figure that made the original Jerrold Powermate famous-plus an
unprecedented overload capability for local -signal situations. SUPER POWERMATE

offers a gain range from 15.5db with 700,000mv max. output at Channel 2, to 11.3db

with 200,000i.iv max. output at Channel 13. There are no tubes or nuvistors to replace.

And frequency response is fantastically flat-a boon to color TV.

Sell new SUPER POWERMATE, the all -channel antenna preamplifier with G/0-the

industry's best Gain/Overload capability. List $44.95. See your Jerrold distribu'or

or write Jerrold Electronics, Philadelphia 32, Pa.

SUPER POWERMATE
HAS

ANDREWS ELECTRONICS
1500 W. Burbank Blvd., Burbank

TH 5-3536

FIGARTS RADIO SUPPLY
6320 Commodore Sloat Dr.,

Los Angeles
WE 6-6218

CAPITOL ELECTRONICS SUPPLY
17724 Van Owen, Reseda

ST 6-5870

SOUTHLAND ELECTRONIC SUPPLY
3610 University St.
San Diego, Calif.

AT 3-3941

GAIN to reach far -distant stations, OVERLOAD
capability to prevent local -signal interference.

GAIN OVERLOAD

COOL ELECTRONICS
210 E. Hardy St., Inglewood

OR 8-7644

WHOLESALE ELECTRONIC SUPPLY
265 So. Laurel, Ventura

MI 8-3163

JERROLD
ELECTRONICS

A subsidiary of The Jerrold Corporation

HURLEY ELECTRONICS
1429 So. Sycamore Ave., Santa Ana

KI 3-9236

SOUTHLAND ELECTRONICS, INC.
555 El Cajon Blvd., El Cajon

HI 2-9638



In Southern California

when YOU NEED a

REPLACEMENT TRANSFORMER
CALL ANY OF THE FOLLOWING DISTRIBUTOR

EXPERTS FOR FAST, ACCURATE

INFORMATION AND SERVICE:

IN VENTURA
JIM TRELOAR
Wholesale Electronic Supply
MI 8.3163

NEW
TOROIDAL &

COLOR

YOKES

Only your Triad distributor has exact
replacements for deflection yokes with
toroidal windings which you are now
finding in late models. Triad also has the
first universal color TV yoke with adjust-
able damping network to duplicate or-
iginal part numbers of RCA, Admirol,
Packard -Bell, Silvertone, General Electric
and others. Ask your distributor for
Triad's blue -covered replacement guide
and complete catalog.

* IN RIVERSIDE
MAT MATHEWS
Electronic Supply
Riverside, Inc.
OV 3-8110

* IN SAN BERNARDINO
KEN TORNOW
Electronic Parts
Supply, Inc.
TU 4-4791

*IN SAN DIEGO
CHET CARLSON
Western Radio &
TV Supply Co., Inc.
9E9-0361

JIM KUTKENDOLL
Southland Electronics, Inc.
AT 3-3941

JIM SPAHN
Southtland Electronics,
El Caion
HI 2-9638
JIM FRANKEY
La Mesa Television
Supply, Inc.
HO 9-4220

T TRIAD DISTRIBUTOR DIVISION
305 North Briant Huntington, Indiana  Huntington 3733  TWX 219-356-0715

4055 Redwood Avenue Venice, California  Telephone: UPton 0-5381 EXmont 7-2145 

TWX 213-871 -5231  WUX Santa Monica




