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Let records help!

Records offer the radio dealer an op-
portunity to build a repeat business.
Customers who pay frequent visits Lo a
store bring steady profits and become
the best kind of prospects for the sale
of larger units—such as the combina-
tion Radio-with-Panatrope or the _

automatie Panatrope-with—Radio.
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TROMBERG-CARLSON Dealers have little competition

in sales of high quality radio. This field, the most
—— profitable for the dealer, is being abandoned to Stromberg-
& Carlson. As a result the Stromberg-Carlson franchise is
more valuable than ever.

!

I 1 ! For, the desler with no quality line to which he can switch
' : high class sales prospects, has orly part of a radio business.
& i Low unit sales dlone, do notyieid sufficient profit to assure
No. 14 Multi- Record Ra.  No. 12 Grand Console. a dealer continuing in radio retailing. 1931 conditions make
‘32°Rfc"k.°§s'°?"”b§%j’°5' B e aaes $355 profit percentages meaningless and DOLLARS PROFIT PER SALE
‘ more important than ever in radio.

In view of these facts and becsuse Stromberg-Carlson’s
' ] selling policy always keeps the value of Stromberg-Carlson
1 i merchandise at par, dealers who can qualify will find a
- Stromberg-Carlson franchise most advantageous.
?‘ - Stromberg-Carlson unsurpassed quality Receivers range in price from

8, o $155to $369. The Multi-Record Radio (automatic radio-phonograph
§ ) combination, electrical), $645. (Prices, less tubes, East of Rockies.)

No.11"Convertible”"Con-  No.10 De luxe Low Con- STROMBERG-CARLSON TELEPHONE MFG. CO., ROCHESTER, N.Y.
sole. Prlce,lesstubes East sole. Prlce,lesstubes East

of Rockies . $)85 of Rockies . $959 Listen to the Stromberg-Carlson IHour Monday E=enings in a Coast-to.Coast Broadcass
Tt T e e e e of the Rochester Civic Orchestra over the N. B. C. Blue Network and Associuted Stutions.

L4 Diromberg-Carlson B

MAKERS OF VOICF TRANSMISSION AND VOICE RECEPTION APPARATUS FOR MORE THAN THIRTY-FIVE YEARS 9 31

I"’E}‘ﬁg‘j@ﬁmz mentioned in vour reply gives you a quicker answer.
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TWATER KENT
RADIO

with the GOLDEN VOICE

“The dealer must
make a profit™

4&1‘W.\TER KENT has never failed to take the dealer’s

welfare into full consideration, in laying the plans for
each season’s business.

Dealers who sell Atwater Kent Radio have always
found their efforts backed up by generous and sound
cales and advertising plans.

Dealers have always been abl: to count on the Atwater
Kent models offering the fullest money’s worth to the
customer—the surest road to dealer profits.

As a consequence, year in and year out, the Atwater
Kent dealership has proved to he the sound, sure way

toward retailer prosperity.

ATWATER KENT MANUFACTURING COMPANY
A. Ancater Kent, Pres.

4700 Wissahickon Ave., Philadelphia, Pa.

To secure the best service to your reply, be sure to mention L’"é&'},‘;ﬂ%&}&



YLVANIA makes it easier for you to sell Radio Tubes.

Ask the average set-owner what tubes are in his set.
He doesn't know. Ask the average set-owner what tubes
he should buy for replacement and he can'’t tell you.

Sylvania makes it sure fire for you and for the set-owner
—to know that Sylvania is the right tube.

Because the new Sylvania Tubes are “’SET-TESTED .
And you are able to prove it to your customers with the
Sylvania “SET-TESTED" Chart.

SET-TESTED — the Sylvania way — means this: Every
one of the well known radios you see listed at the right
has been tested with Sylvania Tubes. Tested for selec-
tivity, for sensitivity, for reproduction, for tone, for life.

Sylvania’s specially built copper-screened testing
laboratory — Sylvania’s exclusive audition room — Syl-
vania’s staff of experienced radio engineers — all are
used to give you the new Sylvania SET-TESTED Tubes.

And now thousands of dealers in every part of the
country are proving the success of SET-TESTED Tubes.

Clip and send the coupon
SYLVANIA PRODUCTS CO.,

SYLVANIA RADIO TUBES

lhﬁlldf&"j&’éam mentioned in your reply gives you a quicker answer.

EMPORIUM, PA.
SYLVANIA INCANDESCENT LAMPS

THE Talking Machine & RADIO JOURNAL for February, 1931
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Licensed under RCA Patents
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[ "~ EDISON . ) I KENNEDY ‘ ) [ SPARTCN )
l ERWIN ) l KOLSTER ) I  STEINITE )
I FADA ) I LYRIC ) l ~ STERLING )
IL GENERAL ELECTRIC ) I MAJESTIC 30 ) i STEWART WARNER )
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l GREBE ) I SILVER MARSHALL )I wiss;mchousz' )
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1

»

SYLVANIA PRODUCTS CO. T.T.2 8

Emporium, Pa. »

This is the rew Sylvanm Certified Test Chart, Gentlemen: Please send. wizhout obligation, your new Sylvania Set Tested Chare
. - fon easier tube sales. ]

handsomely and clearly printed and giving s
complete instructions for selecting Sylvania NGIE ..ottt e e e e o
Tubes, together with a signed statement by Address...... . 1 A — :
H

the President and Chief Engineer of the T . i s e 5 e e o :
company. Size 14x27. N I B en i e ccsacaasisess e nasE e e deannnaatana s aanen s 3

q Mack
To secure the best service 1o your reply, be sure te mention Qf,ﬂrhujo[fkﬁm
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Ken-Rad

Fine Radio Tubes & Incandescent Lamps

<X You can show a pmﬁt

on the time and money you invest in selling these fine tubes and lamps
Your Ken-Rad sales and profits are compounded like interest
by the repeat business you do . . . And your investment is secured

by one of the oldest and strongest manufacturers in the industry.

THE KEN-RAD CORPORATION, Incorporated, OWENSBORO, KENTUCKY

Licensed Radio Tubes and Incandescent Lamps

mentioned in your reply gives vou a quicker answer,
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now brings to
the Entire Radio
Industry

A POWERFUL
FORCE FOR
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For Details See
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arvelous New

Capehart Model No. 10-12, for Home Instruments

World’s Smallest Automatic Record Changer
Playing 10 inch or 12 inch Records —with Encore on Any Record
A Triumph of Engineering Skill

Developed for the Trade by the Pionecrs and Leaders
in Automatic Record Changing Decvices

The Talking Mazhine

! i in v Wy gives vou uicker answer.
- EADIY JOURNAL mentioned in vour reply give- you a q er
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Automat

Changer

for the Home

NEW achievement by Capehart —pioneer and leader

in record changing mechanisms - designed espe-
cially for use in home instruments — to put the profiit punch
into 1931 saies!

This new mechanism handles both 10 inch and 12-inch
records. Its compactness enables a fully automatic combina-
tion in a smaller cabinzt than has ever hefore been possible.

Simple and dependable in operation, it embodies exclu-
sive features of design and manufacture such as might be
expected only of Capehart, with its background of leader-
ship in the field of record changing devices.

Ina word, the new Model 10-12 record changer adds that
final factor of completeness to the radio phonograpk combi-
nation which alert dealers will recognize as the outstanding
sales opportunity of the year.

Here is an automatic record changer that gives the entire
radio industry a golden opportunity to capitalize the pub-
lic's preference for effortless entertainment. It gives the
user an instrument that is entirely automatic—and therein
lies the tremendous force of its appeal.

The radio-phonograph combination is by all odds the in-

To secure the best service to yvour reply, be sure to mention

makes possible a
Vastly Improved
Super-Type Radio
Phonograph Com-
bination - - . .
which Leading
Manufacturers will
offer to their trade

strument: of the day. Radio’s natural limitations have forced
the combination onto the market. You have watched its
amazing development. Now, with the perfection it attains
through the Capehart record changer it is destined to be-
come the giant of the trade.

In planning for 1931 it is up to you to face facts squarely.
You know the trend in radio. You know the radio-phono-
graph combination is the logical development of this year.
Remember then, the dealer who fails to feature the mechan-
ism that makes the super combination possiple, is passing
up profits that can be his for the taking.

Atk your jobber about Capehart-equipped cpmhinaticnlls.
Get in touch with the manufacturers whose hnes you han-
dle. Or write direct o us for further information.

Tue Carenart CorroraTiON, Fort Wayne, Indiana

ic Record



Model 10:12 in loading position. Note
the lever on right side which throws the unit
into position for 10-inch records when down
or 124nch records when up, With « special
arrangement  incorporating a double - throw
master switch, one record caa be placed on the
turn-table, the adjustment set according to the
sizz of the record and the magazine can be
loaded while the pick-up automatically comes
into position and the first record is beiny played.

Model 10-12—left elevation. Note the
simple rugged construction. There ars no ad-
justments to be made. All the timing revolves
about one cam which insures positive operation.

Capehart Model 10-12
Condensed Specifications

Base Dimensions: 1414" x 14}4" x %"

Overall Dimensions: 1417 x 14147 x 7147
gbove mounting board in plaving postion—to
mount in a compartment as small as 157 x 15”7 x
714", under the hid to top of mounting board

Capacity: 10 Records—either 10-inch or 12-
inch size. This 1s the only unit of such compact
dimensions that plays either 10-inch or 12:inch
records Thin paper records c.n be :mndivadually
played as on any conventional phonogmaph

Qilless Bushings: No oiling required except
for turn-table motor.

Pick-up Connections: Pk up automati-
cally cut off when it reaches top groave. thus
climinating unnecessary scratching when in-
strument is not playing or records are beiny
changed

Tone Arm: Mounted on prrot and tall bear-
ings to eliminate mechanical chatter Highest
type development to produce best quality of
MUSIC OVEr entire range of frequency

Record Encore: Simply by lifting the maga-
zine arm, the record then pliying will repeat
until magazine arm 14 lowered or current turned
off Last record in magazine will repeat unul
curreat 1s turned off

Einish: Standard finish, DeWitt Brown lac-
quer Parts subject to wear or handiing are
plated—presenting a highly &tractive appear
ance.

Weight: 25 pounds.

Materials: Highest quality materials used
throughout.

m.r\-‘;'\
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Two

Avenues to PI;Ofif;}
with the New -
Capehart Model 10-12l

OTE particularly that Capehart’s new Automatic Record Changer
adds a great plus value to every radio-phonograph combination in
which it is used. This plus value justifics a price which affords the dealer a
splendid margin of profit. It guarantees, therefore, a substantial profit in-
crease —even without the aid of the increased sales it is bound to produce.

And that is only the beginning. Each customer represents two profits
instead of one. In addition to the original profit you gain a re-occurring
profit on records.

Do not confuse these record profits with the kind you knew in the past.
The Capehart Automatic Record Changer popularizes a new method of
playing recorded music —the continuous method. Customers become inter-
ested in whole programs instead of single records. They buy accordingly.

Sell the combination! Sell the combination that is entirely automatic.
Sell the combination that performs a complete function in the home. Sell
the Capehart! Write direct to us for further information.

Tue CareHart CorproraTtion, Fort Wayne, Indiana.

apehar

mentioned in vour reply gives yvou a quicker answer.
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NOTEVEN 'DUSTY

When radios travel in A T L A s c A 5 E S There's qnother reason
Atlas Plywood Packing why leading radio and

Cases, there's no ques» COMBINE H 1 G H - phonograph manufactur-

ers ship in Atlas Cases —

tion about their condi- EST PR OTE CT] ON economy. Strong as they

tion at the end of the are, Atlas Cases are light.
trip. They can go on WITH ECO NOMY They cut freight charges.
display at once. Atlas Cases are proof Let us show you how you can ship your instru-
against shipping hazards—not even dust can ments more safely— and more economically —
get past their smooth, tough plywood sides. in Atlas Cases.

ATLAS PLXW oD LCORPO ON

PARK SQUARE BUILDING BOSTON, MASSACHUSETTS O

New York Office: 33 W. 42nd St. Chicago Office: 649 McCormick Eldg.
factories: Richford, Vi.; Montgomery Center, Vi; Morrisville, Vt.; Greenviile, Me.; Stockholm, Me.; Geldsboro, N. C.; Waterloo, Quebec
Branch factosies in twaelve cities.

4607

ToVsecure ilie.besi service to your reply, be sure to mention
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*> Due to their uniform characteristics,we find CeCo
s

o . . R oo
tubes vequire the minimum of Inatcbmg.
Alexander Wellington, Exec. Director, Harvard Tube Testing Stations, N. Y. C

“Why do the biggest radio chain stores
concentrate on the CeCo line’ The an-
swer 1s simple. The CeCo franchise means
more profitable business. The quality
must be better — the consumer demand
greater — the discounts liberal — or else
these large retail outlets would not be in-

terested. The CeCo line offers greater op-

portunities to the 1ndependent
dealer and chains.” / /

CECO MANUFACTURING €O ENC.
PROVIDENCE. R. L.

@ Look at that window display—and the stock
on the shelves—in the Harvard Tube Testing
Station at 58 Cortlandt St., New York City.
There is » ea/nale) mbenale v the tube busi-

ness u /Je 0 you go after it i t/Je right way. All
stores in the H/ roard chain concentrate on the
CeCo /me—us does the Allas Stores Corporation
«..""The World's Lurgest Radio Dealers.”

RADI() TUBES

sed under Patenls of Radio Corp. of Am

They’re Belter or You l)on t Pay!

CeCo

mentioned in your reply gives you a quicker answer.
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“HO'T” Line-

T no time in the history of radio is

the average retailer in greater need

of a HOT line—and at no time has it

been so imperative that the line remain
HOT.

Here are the reasons why General Electric
Full Range Radio is a bot line that will remain
hot and will create profitable business NOW —
and in the future:

(1). General Electric sets bear a name and
monogram that have tremendous acceptance on
the part of the public.

(2). G-E Radio is one of a family of many
reliable products which have justified public
confidence — there are more tnan 206,000,000
G-E monograms on products doing service in
American homes.

(3). Two billion advertisements every year are
helping to create acceptance for the General
Electric name and monogram.

(4). The research and engineering facilities
supporting General Electric are assurance that

THE RADIO-
PHONOGRAPH
COMBINATION
List Price 8283
less Radiotron:

THE 4
HIGHBOY { : “

List Price $179.50 3 I il
less Radiotrons »f !
T ﬁ
ERt
THE 1 F‘;_._- = ‘
_ Lowsoy [ JIi d] l 1|
List Price 811250 I
less Radiotrons r LA

|

Tone Control at <
85.00 additional Y U

y
G S
—

as new developments are intro-
duced they will be incorporated in
General Electric products.

(5). General Electric Radio is
supported by atremendous national
magazine and newspaper advertising campaign.

(6). The General Electric Radio dealer has an
opportunity to capitalize the exceptional prestige
of the G-E name and monogram and to obtain
the advantage of G-E advertising support
through a well-organized sales promotion
campaign.

(7). General Electric’s policies are made to
protect the dealer —are founded on stability
and permanence.

(8). General Electric is in the radio business,
not for one season, but for many years to come.

(9). General Electric does nort intend to jeop-
ardize the profits of its dealers by drastic price
reductions or other demoralizing practices
which have made the radio incustry chaotic in
the past.

GENERAL @ ELECTRIC
FULL RANGE RADIO

To secure the best service 1o vour reply, be =ure to mention

The Talking Mac hine
ORADIO_JOURNAL
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CONVENIENCE IN SERVICING. Here's the
“Columaire” with back removed. It’s easy to get
at any part—far more easy than any other set.
And being so compact it’s aone man job to install!

YOU KNOW THIS CHASSIS! It’s the nine-tube
screen grid superheterodyne that’s found in the
WR-6 and WR-7. Thesame circuit that gives West-
inghouse Radioits ability tolick the “tough-spots™.

SMALL HOMES AND SMALLER APARTMENTS find in the “Columaire”
the answer to a radio fan’s prayer! Here is full size radio—radio with
umnatched tone—sharp selectivity—high =ensitivity—and it takes up
less than a single square foot of floor space! It fits in anywhere.

mentioned in your reply gives you a quicker answer.
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TRADC-MARK REGISTRATION APPLIED FOR

13

\A/estinghouse Radio

{4

A FULL-SIZE, FULL-TONE RADIO THAT TAKES LESS THAN ONE SQUARE
FOOT OF FLOOR SPACE! NEW SET HAS 24 EXCLUSIVE FEATURES

One look at the “Columaire” tells
you —Westinghouse has pioncered
again! Look again and see how much!

The “Columaire” is less than one-
foot square at the base. That’s new.
It stands five-feet high. That’s new.

It hasan inbuiltelectrieclock. That’s
new. It has controls and dial on the
side—out of sight, yet easily reached
and read. That’s new.

The “Columaire” is a rectangular,
wood pipe, open at the bottom, with
the speaker at the top—directed up-
wards. That puts a five-foot air col-
umn directly behind the speaker.

And givesalong baffle—double that
of the usual cabinet—bringing out
low tones that have been
missed before.

And a new feature—an acous-
tic harmonizer in the speaker
—sharpens and clarifies artic-
ulation.

TELLING THE STORY
TO 29,000,000 FANS!

The new “Columaire” will be an-
nounced in—

Nationul Magazines: Double-page
advertisernents in Saturday Fvenirg Post,
March 7tb; Collier's, March 21st.

Radio Broadceast: N.B.C. sook-up
Junuary 27th featuring “‘tough-spot™ tests,
And on March 3rd announcing the ¢ Colun-
aire™, with special iausic. special armounce-
ments, Broadway stars!

“Talkies”: 3.000 000 people will see und

No set—even the most costly—ever
before gave such perfect re-creation
of the broadcast studio’s output!

Nine-tube, super-heteredyne, screen
grid circuit, with tone control, iden-
tical with the WR-6 and WR.7.

Available with remote control.

FEATURES OF THE NEW
‘“"COLUMAILRE"
Smatt FLoor Area. The “Columaire”
requires 7/8 of a square foot.

UpriGHT CaBINET. The “Columaire”
isa 5-foot colummn with the grace-
ful linesof a modern skyscraper.

Simete 1N DESIGN. There i= no grille-
work, no intricate carving, to
catch dust in the "Columaire.”

Apaptaeitity, The “Columaire” goes
any plaee in the room .. .in a

corner, against a wall, between
windows ... and harmonizes with
any type of interior decoration,
regardless of period.

Convenient OpPeraTION. Controls are
out of sight, vet handy.

EtecTric Ctock. An electric clock with
3 minute control feature is a part
of the “Colmnaire”.

That—in brief—isthe “Columaire”.
The set that mitlions want. ..

W estinghouse Eleetric & Mfg. Co.
Radio Dept., 150 Broadway, NY.CL

PIONEER OF RADIO IN THE HOME

LESS THAN ONE SQUARE FOOT .. .
THAT'S ALL! Keep a ruler handy to
the “ Columaire ”; show your pros
pecis how little floor space it occu.
pies. 10 incher wide, 12 inches deep.

hear the Westinghouse talkie picture, show-
ing the new “Colnmaire” at Parumount
Publix Theatres theougaout U, 8, !

HERE'S THE LONG BAFFLE. The shorter
the baffle, 1he fewer low tones you hear. No-
tice the difference in baflle in standard style
cabinets (left) and the “Columaire” (right).

ot b 2 Th.-Talking Machia-
To secure the hest service tw vour reply, be sure to mention A JOURNAL
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IT S EASY TO IDENTIFY 1931 TUBES

Ll SR il L L R Y T I Ly " v-"' ;W !""ﬂ"i"’"(v’ranﬂmﬂpﬂg

@ Look for

these Power
Tube Refinements

The loud-speaker voice can be no better
than its power tube lungs. That is why
De Forest engineers have spared no
efforts in refining power tube design. In
the De Forest 445 Audion:

1. Special alloy filament insuring intimate contact
between coating and base metal. Extreme rug-
gedness. Uniform resistance throughout life.

2. Mica spacer maintaining proper spacing of
elements for positive characteristics.

3. Ceramic spacers keeping mica spacer clear
of grid.

4. Ribbed or reinforced plafe insuring uniform
operation at all temperatures. Buckle-proof.

5. Molybdenum grid wire—20 times the cost of
usual nickel—with extreme melting point per-
mitting complete degasification.

These and many other advanced fea-
tures found in every type of fresh De Forest
Audion, insure the 1931 performance of
the 1931 radio sets.

This is the second of a series of debunk-
ing messages dealing with 1931 radio
tube features. The entire story, of vital
interest to radio consumer and trade
alike, is yours for the asking.

AUDIONS

RADIO TUBES

(LT, b ok 503 Vi tf Do RIBBER Yo L Ayt el BN B o e i it AT e n sl L Y P R AR s

After all, there's no subshtute for 25 years' experience

DtFOREST
RABIO €O

PASSAIC. N

DE FOREST RADIO CO., PASSAIC, N. J.

i

S R e D S S EURE S

,'J"f({ﬂll‘g' IP,’\L’?‘:A‘ mentioned in your reply gives you a quicker answer.
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Radio

First with Hi-Gain Super-Neutrodyne
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FADA

v

FADA 47

The Newest Member of the
Fada Profit-MakKking Family

‘y‘i FITH this amazing new Fada
sclling at 884.50, complete

with tubes, vou ean now profit
from Fada’sreputationinthe lower,
as well as the upper price levels!

The new model No. 43 will reach
that vast public who want to pay
less than a $100.00 for a radio
and stil want a good one. Tt will
also sell high-priced Fadas for
vou. It lights new interest in the
Fada line. It permits easy “trad-
ing up” on inercased traflic.

In other words, Fada now gives
vou a line that takes in every es-
tablished price market in radio,
from top to bottom — a line that
you can concentrate on to the in-

crease of volume and profit!

1920 - SINCE

FADA Leads Again!

e | Paorwerful Compact Scven-Tube A

Full Fledged Radio Receiver

*84.50

MODE]
13

Jomeplete with
Fuda tubes

Push 1*ull
(Twa ¥

Amplifieation
5 Power Tube-)

Four Variable Tuning Condensers
Threo Sereen Geud Tubes

Seveen Grid Power Baetection

Tone Quality — sourprisingly good
super.or by far to that or linarily expect-
ed in merchandise of this elassification.

Sensitivity—The ability to secure dis-
tamt stations far bevond that ordinarily
encountered even in hizh priced sets.

Seleetivity —The ability to separate
stations on close wave [engths—and of
a degree heretofore encommtered only
in radio set= many times the price.

Volume—Undistorted—meore than can
be nsed in the average Lonre and more
than ample for most effective store
demonstrations.

Pynamie Speaker—FADA full
tonal range extremely eflicient in all
frequencies,

BROADCASTING

To secure the best service to

Pre-Selected Tening—Eliminates
cross 1alk or domination by powerful
local stations—a desirable clement here-
tofore encountered only in the highest
price merchandise.

Double Contact Vol ¢ Control
— Establishes  distortionless  aperation
and aszures  satisfzetors resulls even

when close 10 a poverful station.
Chassis Vibration Contrel —New
~vstem of condenser mounting permits
full power ontput from push pull andio
~tage without internal vibrations,
S

iclding — Complete metallie shicld-
g and double shislding on irportant
poimts,

Pilot Lamp—Forilluminating dial and
indicatingwhetherreceiveri=‘On’ o *Off.”

Bial Marking—Not only in kilocycles
and wave dengths bat also in the regular
0-100 scale to permit easy identification
and easy refinding of anv station.

Cabinet— Undisputed  and  unrivaled
beauty. The “How can it be done for
the money?” variety.

Approvimate caninet dimension: 15”7 high, wide,
127 deep. Approximate hipping weight 38 1bs,

‘Same price west of the Rockies

-5 o
kN

alsa arvailable for
25 eycle oprration at slexhi in-rease in price.)
F. A,

b. ANDREA. Inc.. Long Islund City, N, Y.

BEGAN . 1931

, q The lalking Machine
your reply, be sure to mention bF‘:‘lDl(’)”jOU’G"
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ARCTURUS

TRAIL BIAZER af e RADIO INDUSTRY

has won its leadership in the industry by
consistently pioneering new tube developments

A-C
| LONG-LIFE

|“‘
¥ HEATING
™ DETECTOR

Five times in three years Arcturus has been
the first to blaze the trail with these new
and important contributions in radio tube
design. These guiding principles in the
art have been backed by advanced sales
and merchandising policies which spelled
greater profits for the dealer and gained
for Arcturus a dominant position.

Each time the radio industry has fol-

A-C TUBE

I/ sTANDARD

ISOLATED
CATHODE

A-C |
SCREEN-GRID |

lowed the trail blazed by Arcturus; each
Arcturus development has accurately fore-
cast the trend of radio progress; cach
new Arcturus contribution quickened the
public acceptance of radio.

In formulating your own plans for the
future, consider this—

Consistent retal profits are insured by
products that have the Habit of Success.

ARCTURUS RADIO TUBE COMPANY, NEWARK, N. J.

\7he TUBE wilh the LIFE-LIKE TONE”

I'f%’l‘(')"jg:}ém[ mentioned in your reply gives you a quicker answer,
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RE RADIO WHOLESALERS (CON-
tented te run things like war
scouts, each one strictly on his ewn individ-
nal merit? The situation in radio whole-
saling today deserves and commands a
close co-operation between all the whole-
salers of the country, because if radio is
properly handled this group will gain a
control over the distribution that will be of
marvelous aid to manufacturers in an at-
tempt to clean up a marketing condition |
that is now what the French call ‘““pouil-
lense.”

O FAR, THE RETAILERS HAVE
been able to throw not only a mon-

key wrench but a couple of steam rollers
into the merchandising mechanism, which
manufacturers have been trying to operate
smoothly. It was no fault of the lubricant,
because oil galore has been used by manu-
facturers to maintain an interest on the
part of dealers to sell radio, but the condi-
tion has been so exaggerated, with the aid
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of whelesalers, that radio manufacturers
are now buying business, in addition to
paying for zll the other marketing forces
which should he exerted by wholesalers.

/IANI,'FACTEIRERS ARE NODDING
their heads with an ‘I wonder”

attitude, and are becoming fearful that the
trend in other lines for the elimination of
wholesalers might be a proper move in ra-
dio. The trouble seems to be that all whole-
salers are considered as one group, where-
as there are two types of wholesalers: good
wholesalers who understand marketing,
and the chiseling wholesaler whose grand-
parents were safe robbers—in those days
people breaking into safes used chisels. A
good wholesaler can handle the manufac-
turcer’s business in his own territory at a
Jess cost than the manufacturer can do it
direct. We have proved this over a num-
ber of years in contact with houses who use
both wholesalers and branches, or sell di-
rect in some places.
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HE DISINTERESTED ATTITUDE

of the wholesalers about getting to-

gether is making it exceedingly difficult for

the good wholesaler who is willing to get

together, and is permitting the other type

of wholesaler to undermine the entire mar-

ket, so that it is quile customary today for

dealers 1o quote 409, off list in the first
minute’s conversation with a customer.

UR BRINGING UP HAS BEEN IN
a wholesome atmosphere where
the wholesaler took great pride in having a
clean market for mannfacturers. A dealer
who then cut prices got a sock on the nose,
either by having a line taken away from
him or by having some tough salesman tell
him exactly what his menu should he. To-
day, many wholesalers aid dealers to cul
prices by dangling before the eyes of man-
ufacturers an increased order and showing
that if this is done in one city, for instance,
it means a greatly increased business not
only there, but the prestige of the dealer
will percolate through the country. The
result of the first move is that the manufac-
turer puls out goods for nothing, the job-
ber gets 5% or 109, and the dealer gets
an opportunily of cutting 409 off the list
for sales, either cash or no cash, and no-
body in our business gets enough to lake a
blonde out, not even to the motion pic-
tures.  Of course, the public thinks it gets
a great bargain, and no doubt it does, with
the excess of money going for their gin,
which produces a very low esteem of a ra-
dio sel.

E ALL REALIZE THAT THE

past year has been one of vicissi-
tudes, but every year seems to be just as
crazy as the other, and no one seems to be
learning anything about merchandising or
marketing. Our attitude on this is that the
wholesalers working together can become
a most powerful force in a street-cleaning
job that must be done in order to preserve

any semblance of a radio market. Whole-
salers should get out of their office and get
around with their traveling men, because a
dealer appreciates a call from the head of
the house, and the salesman also likes the
co-operation. Incidentally, the head of the
house can tell the dealer exactly what’s
what, and go so far as to stop this price cut-
ting. I know that if a wholesaler can get
a dealer to shake hands with him on a move
to stop price cutting that dealer will
live up to it. The dealer may sign twenty
affidavits that he will stop price cutting, but
the dealer is rare who will violate a mutal
handshake on a deal.

URTHERMORE, A DEALER WOULD
think himself crazy were he to let
his sulesman sell at list price, and give the
salesman 409, commission, but he won’t
hesitate at all in letting the customer have
40% “commission,” and we are willing to
bet last year’s Christmas tree against a Rolls
Royce that if a dealer insists that salesmen
sell at full price, and gives the sales-
men 309, the salesmen will sell at full
price and make that money for themselves.
The worst that possibly could be done
would be for the salesmen to cut off 209,
and keep the 109, which, even then, gives
a dealer much more than he now gets when
he offers sets at 409, off.

ATURALLY, TO CLEAN THE SIT-

uation in any city, for a manufac-
turer, the guidance of the wholesaler is re-
quired. If the price cutting situation is de-
plorable on a certain line in a section, the
wholesaler is evidently responsible for it—
al least 99 times out of a hundred. With
the trend towards re-sale campaigns now
under way, when the manufacturer comes
into the dealer’s store and sells radio at full
list price (charging the dealer 159 to
20%), it seems reasonable to believe that
radio wholesalers should have their cloth-
ing dry cleaned and extend a mailed fist in




THE Talking Machine & RADIO JOURNAL for February, 1931 19

a nice white glove to dealers now, so that
sets will be sold at full list prices. Condi-
tions are certainly coming back so that full
list prices will be the vogue for radio as
they are with most other products.

W HAT’S THIS

midget husiness ?
movement of midgets from the dealer to
the publie, although more manufacturers
are announcing midgets than ever before.
Perhaps the publice is taking its breath, or
it may be confused with the many differ-
ent prices, with midgets being advertised as
low as $24.50 with tubes. We hope the
trade doesn’t have to go through with midg-
ets all the past two years’ rigmarole of con-
sole earthquakes, for, if it does, Russia will
be sought as a quiet health resort.  There is
something phoney when a midget is adver-
tised, complete with tubes, at $29 or $39,
or thereabouts, somewhere along the line
from manufacturer to dealer. Someone is
“‘taking i1”” somewhere—the supply house,
the “money-sucker,” the manufacturer,
the wholesaler or the dealer, with the pub-
lic gaining and not knowing it.  $49.50,
less tubes, up to $69.50 with tubes, is the
proper price range of midgets, and even
then some of the production figures we
have scen on midget manufacturing would
give Old King Cole an attack of acute indi-

gestion.
$19.50 MIDGET, AT 409, OFF,

A sells to the dealer for $29.15; at

50-10 to the wholesaler, $22.47. About
%22 is what the manufacturer gets at regu-
lar trade discounts, but he gets less on a
“deal.”” No matter who the manufacturer
is, the materials in the set cost $8. Some
pay more, and if the materials were stolen,
a ‘fence”” would have to be paid. So to $8
you add $2.25 for the speaker. (Most n.nal.(-
ers pay more, up to $3 or $3.25, as it is
“unethical” to chisel on speakers. The
$2.25 speaker price is for quantities.) The
cabinet would figure $1.50 to $2. includ-

LULL IN THE

We mean the

ing packing. At the minimum, we now
have $11.75, with no labor cests, ne over-
head, and no profits. Labor will run from
$S to $7, but let us add the half way figure
of 86, giving $17.75, to which is now add-
ed the overhead of from $4 to $0 a set,
depending upon the cost of scHing, adver-
tising, bringing the cost (1aking the middle
figure of $5) to $22.75, which is then sold
to the wholesaler for $22. Let’s consider
we are wrong, and that the manufacturer
is the most skilful one in the country, so
instead of $6 for labor costs, we add the
niinimum of $35, and his cost of selling is
the lowest, which adds only $4. $5 and
$4 are $9 (aren’t we slick at figures?),
added to $11.75 (bare cost of materials)
gives $20.75. and with the price to the job-
ber being $22, there remains $1.25 net
profit, per midget. These figures cannot
be challenged, because they are right for
micdgets retailing at $49.50, less tubes, and
are based upon (uantities.

O WHEN YOU SEE MIDGETS BEING
advertised at $29 or $39, with tubes
—or even without tubes—something is
wrong somewhere, taking into considera-
tion to-day’s standard of niidget manufac-
turing. If you are offered a cheap priced
midget line, vou may have them for a short
time and soon find yourself running an or-
phan asylum. If you are offered a job lot
of midgets “‘cheap”—distress stuff—that is
another story, and you handle the sets with
the risk to yourself, and we’re not trying to
give you advice on policies in a midget
analysis. For a staple selling diet, however,
we do urge standard brand lines of known
resale power as being the besi4ype of
midget for making /a retaibfrofit. Of
course, we know dgalerg ®¥ho advertise a
$28 mi(lgel,ﬁ,;{nd W ould fire the first
salesmap to/sell ofip.” Using a $28 midget
for a ;"sﬁ ¢ corresponds 1o the “50¢
Lunnh()if,lj‘ ;giﬁfm on the restaurant window,
which/you find, when seated at the table,
does/mot include soup, coffee and dessert.
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HY should people buy radio sets
from you? If one of your prospects
wants a sel, is there any compelling
reason for him to come to your store
instead of any other radio shop in
the town? Can you offer him any-
thing the other dealer can’t?

Jerome L. Procter, energetic radio
dealer in Dorchester, Mass., solved this problem before
radio prospects began “shopping around” and now he is
able 10 offer every customer a hundred reasons why he
should buy from “Jerry”. It is the testimonial idea
again, dressed up in a new guise for radio merchan-
dising.

Jerry has been gathering testimonials from the people
to whom he has sold radio from his earliest days to the
presenit. These he printed in a book which is handed
to every prospect that he knows is interested in radio.
Out of the hundreds of testimonials, in a comparativelv
small city like Dorchester the prospect is pretty sure to
find a letter from some he knows or has heard about.
It is like a personal friend recommending that he buv
from Jerry. The cumulative effect. too, of seeing the

Customers are
his salesmen _

written statements from hundreds of his townspeople,
convinces him that Procter’s is a good place to buy.

So that he can get the greatest advertising value from
these letters, Jerry has reprinted some of them in a
smaller book which he distributes freely through the
mails.

“I carry only ¢uality merchandise,” Mr. Procter told
us, “which makes it easier 10 get testimonials. That is
one of my ‘Ten Commandments’ and my other nine are:
Every sale at a full list price. Every cnctomer pleased
or his money refunded. No distant reception prom-
ised. Every customer thanked for his purchase. Every
customer shown how to properly tune his set. Every
service call attended to at once. Telephone calls an-
swered pleasantly and seriously. No employee permit-
ted to assume an independent attitnde. No time limit
on my guarantee. Every customer a walking, talking
billboard.”

What Jerry Procter has done, any dealer can do, pro-
viding he has been selling radio in a2 manner to guaran-
tee his prestige. The smaller the comnunity, the more
effective this plan, for more likely is the prospect to
recognize names he knows.



T. M. Griffith

The JOURNAL presents
as promiment merchant of
our industry for Februzry,
1931, T. M. Griffith, Presi-
dent of the Griffith Piano
Ce.

February, 1931
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close

ECENTLY there has been a strong
revival of the idea of concealing
the radio set in =ome usefnl picce
of furniture. The plan is not new,
but today it assumes a new impor-
tance, for it gives the radio dealer
an additional sales argument that
will interest  more
customers and distinguish  lis  line.
Macys” in New York, has been one of
the biggest exponents reccntly of this
new sales slant, and has fonnd the idea
very practicable.

From the earliest days of radio we
have scen sets concealed in various
picces of furniture, ranging {rom desks
to chairs, and even pianos. One manu-
facturer several years ago created a
great deal of intercst in his line by of-
fering onc model in the shape of a sec-
retary desk. Dealers themselves have
been alert to capitalize on this idea.
Chester Abelowitz for a number of
years was selling “tailored” modcls al
prices ranging well over a thousand
dollars through the simple expedient of
putting the radios sets into fine period
cabinets.

Pooley Desk

By switching the attention from the radio chassis to
the cabinet. dealers have been able to greatly increase
the unit sales price. The man in the sireet has a pretty
good idea of what he should pav for a radio set, and
no matter how fine the tone or how finely finished the
cabinetry, if it is presented only az a radio =et it is
judged in comparison with other sets. 1n order to of-
fer something different, dealers have frequently bought
furniture and built a standard chassis into it. With a
desk or table which retained its own innate usefulness
as well as housing the radio sei, they have been able
to build up the price to whatever they wanted to ask.
Recently a nnmber of manufacturers have solved this
problem for them by offering to the trade radio sets in
useful picces of furniture. Classical examples of this
trend today are the Kiel table and the Pooley models.

With the advent of the midget radio et and the
midget chassis. it has been possible 1o fit the radio into
half the space it previously required. Mammfacturers
have been quick to seize this opportunity to devise cab-
inets whiclt would in no way look like a standard radio
set. The midget radio set has been hidden in <mall

Kiel Table

Hiding
the radio

Sets that are different

the difficult sale

picces of odd furniture and ticked away in a drawer of
a desk.  With the designing of super-heterodyne mid-
gels and midgets in combination with talking machines,
this trend seems cvenn more pronounced. Those who
have objected to the low price oi the midget <ee in this
use the possibility of bigger units of sale.

One of the influences which is speeding this develop-
ment is the desire of the manufacturer
to offer his trade something which 1is
obviously different than the models sold
by every other dealer. Radio cabinet
design has been accused of slavishly fol-
lowing a fixed pattern so that every set
i immediately recognized as a set and
not quickly identified by make.

Commenting on the necessity for
“different”™  radio  cabinets. W. M.
Schneider, manager and buver of Gim-
bel Bros. radio department. said in a
recent interview in The JOURNAL: “I
believe the radio of the future is either
a donble-purpose cabinet or a midget.
With the present uniform excellence of’
zood sets and a stereotvped cabinet,
there is nothing to sell the customer on
any one set. There is already a very

real interest in a don-
ble - purpose model,
and the customer can
be sure of having a
handsome and nsefnl
piece ol furniture
even if, in a couple
of vears. he throws
the radio chassis
away. The customer
i=  willing 1o pay
more if he feels that
he is gelting a nsable
piece of lurniture in
addition 1o a radie.”

Other men  inti-
mate with radio mar-
Keting have pointed
out that one of the
big reasons for the

popularity  of 1he
mideget. in addition
to its low priee. is

the faet that it is in-
conspicuons. A num-

Melody Chest
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The Westinghouse “Columaire” takes less than one square foot of floor space

ber of people, they say, want a radio but they do not
want a radio cabinet in the house. No matter how fine
the cabinctry, they do not want something that shouts,
“Radio™. These people have been buying midgets be-
cause they can put the little receiver into an incon-
spicuous corner. They are just as much prospects for
sets concealed in furniture at four and five times the
price.

The recent contest conducted by Westinghouse to un-
earth a distinctive design for a radio set not only fol-
lows this trend but also proves it. The tremendous in-
terest it produced among the public and the thousands
of excellent designs submitted show that the average
man is keenly interested in sets which are “different”.

Another sales appeal, which merchandisers wise to
the quirks of hnman nature have been quick to use,
comes from the fact that there are always some people
who want something
different. If ninety
people in a hundred
have recognized
radios. there are ten
people who will go
out of their way to
find something unlike
them. Regardless of
the intrinsic utilty of
concealng the set in
a desk, the:e people
will enjoy springing
such a surprise on
their friends. For-
tunately this is not
the sole appeal of the
disguised radio. but

Gulbransen Minuet

it is an importamnt one
in selling.

A word of caution
should be included.
Because a set is dif-
ferent from all others,
it is not necessarily a
better seller. A
couple of wnusual
models have had tre-
mendous sales, but
many have been dead
lumber. Most people
will always buy what
other people are buy-
ing. It is for the in-
dividual, not as a
rule for the masses,
that the “different”
sel is designed. 1t brightens up the dealer’s entire stock
and gives him a chance to reach those customers never
before satisfied with radio cabinets.

Remote control is playing its part in the trend to-
wards making the radio set a concealed feature of fur-
niture. With the ability of doing awav with the con-
trol panel, the omly part of the set that needs to be un-
obstructed is the speaker. This part has been the sub-
ject of many ingemous placements, pointing upwards
towards the ceiling or down to the floor. Mamufactur-
ers claim that these arrangements overcome directional
effects by spreading the sound evenly around the room.
Thus with the chassis hidden in furniture. the control
becoming a panel on an end table and the speaker hid-
den above or bedow the cabinet, there radios are prac-
tically invisible.

Crosley Desk

-

/orld Radio History|




EMONSTRATION record: have con-

clusively proven their worth as a
sales maker. i the opinion of Nate
Hast. sales manager ot the May Dis-
tributing Corp., Phileo distributors
in New York. The sales-pulling
powers ol the demonstration dises
have influenced not only retail pur-
chasers but radio dealers as well. he finds.

“When Phileo first introduced a demonstration rec-
ord. in the spring of 1930, there was a surprising re-
Iuctance on the part of retail dealers we contacted to
use thiz new selling aid,” he stated recently. “Possibly
there was a feeling that such an innovation merely
complicated selling procedure.  In every instance, how-
ever, the record invariably proved a closing argnment
in taking our franchise. The dealer. following the di-
rections of the voice on the record. was quiek to realize
the reaction of a radio purchaser who did likewise.”

“The record was a fine piece of selling work.” My,
Hast explained. ~The prospect was entertained and
instructed at the same time. He experienced the en-
Joyment of plaving with the set himsell. instead of
watching a salesman demonstrate it.  The record, in

short, helped the set scll itself.”
It was directly due to the demonstration
record. Mr. Hast affivined, that one of
the largest furniture and radio
chains in New York City was in-
duced to carrv the Philco
Iine exchusively. The or-
ganization in question,
Spear’s.  on 34th
Street, was enthus-
iastic about the
Phileo line,
but, like other
chain or in-
dependent

Demonstration
records help us
sell dealers and

help dealers build
up their radio sales

From an Exclusive Interview with

Nate Hast

Sales Manager, May Distributing Corp.

Mr.

well.

Hast organized a meeting of Spear’s salesmen in New
= . L g .

York and in Brooklyn, aud featured the demonsiration

stores, carried several other lines as

record before the twenty salesmen attending each
meeting.  The radio sales drive on Philco was so sue-
cessful that Spear’s decided to carry the Philco line ex-

clusively. Full-page advertisements in New York City
newspapers, headed “We're Like a Hen with One
Chick,” annoumnced Spear’s concentration on  Phileo.

Not only was a splendid showing obtained in total radio
sales, but the percentage of higher-priced combinations
sold by the retail salesinen was stepped up.

Since then Mr. Hast has made the demonstration rec-
ord a standard feature of his talks before sales neet-
ings of such large retail organizations as Vim, Walthal.
Barrett Tire, and Ludwig Banmann’s.

“While this instance shows the effect of demonstra-
tion records on sales only indirectly, | have observed
several other instances of its work on the actnal re-
tail firing line,” he continned. “While Spear’s is a
large  chain  carrying a  variety  of  departiments,
I recall one case where the demonstration record proved
its worth in a neighborhood radio store.

“The K. C. Radio Company, at 150th Street and
Broadway, serves the Washington Heights neighbor-
hood. Its proprictor, Fred Kussin. had worked up a
sound radio business, but carried no record department.

“l induced him to listen to the demonstration record.
He =at down before it. listened to it, and you could al-
most see his sales resistance wilt visibly. “Now, take
that record and try it out on your customers,’” [ advised
him. He agreed to take a single combination, and to-
gether we worked out a plan whereby he installed a
small rack of records to take care of the growing rec-
ord business developing through combinations.

“That single set sold almost immediately. Mr. Kus-
sin ascribed the sale to the dcmonstration record. He
ordered several more, aud since then he has consistent-
ly sold a respectable quota of combination sets. He has
enlarged his record department; instead of an ordinary
radio inside his door, he plays records over a combina-
tion Philco, and he uses the demonstration record as
a salessmaker not onlv for combination sales but for
straight radio sales as well. In several instances through
itz use he has switched purchasers from an ordinary
cabinet model to buving a higher-priced combination.”




These

records
help you
sell radio

tene and one of the mosi efficient
means of proving the capacities of
a reveiver is through specially re-
corded demonstration vecords. This
does awayv with the local troubles of
faulty inetallation, inerference, stat-
ie. and outzide naises.  Radio manu-
facturers offering record- to dealers include a carefully-
wertled plug for the set, rounding out whatever the
~alesman may say.

One of the most important features of the demon-
stration record is the wayv it helps build up sales from
low-priced instruments to combinatioms. Yo malter
what model is being sold. the record demonstration can
first be made from the combination.

Manufacturers are alert to the use of their own rec-
ords by dealers. the recording con panics early leading
the way. For instance, Victor, back in November, 1929.
launched a natiomal program to put over the story of
tone. Oune of the important featares of the program
was a specially prepared denronstration record contain-
ing on one side a selling talk on the importance of tone
and on the other a march composed by Nat Shilkret
and played by a full symphomic orchestra. More re-
cently an instriwction record was seat to dealers with the
new combinatiore.

Brunswick has several records to demonstrate its rad-
io. One is for the automatic, another to demonstrate
tone control and a couple for theatre presentation.

Columbia has used demonstration recordz for over
twenty vears. according to A. W. Roos, manager of dix
tribution. At the present time, this company offers
dealers a sertes of ten different electrical transeription
records for lacal broadeast purposes.

The national broadcast of the Atwater Kent line last
August, when an orchestra was taken to pieces and re-
assembled over the air, caused snch enthusiasm that it
became the basis of a demonstration record. Dealere
using this record are insiructed to show te their cusx-
tomers that radio tone must be as good as the phono-
graph rendition.

Philco’s demonsiration record was announced at the
trade show lust vear to assist the salesman Jdemonstrate
the shadings of tone possible on these receivers. The
tone control is self-demonstratine with the record.

Stromberg-Carlzon has been investigating the value of

demounstration records. according to H. A, Beach, radio
manager. who points ont: “Unless a record is miest care-
fully madc «nd high-class artists nsed. it conld not pos-
sess value from a selling =tandpoint.”™

F. F. Panl tells us that the Semtined organization ha-
a demonstration record in mind and will nnquestion-
ably use one in the near future.

Interesting wavs in which demonstration records have
been used to elineh sales are numerons. and one of the
best which hus come to onr attention is the experience
of a Capchart dealer. This dealer was trving to sell an
antomatic 1o his city park board. but the vear’s budget
was exhausted.  He then went 1o thirysix resail mer-
chanis and at the rate of $30 ecach he sold them adver-
tising which was recorded an botlr sides of & phono-
graph recoard. The reeord was placed in the Orehestrope
with twenty-seven seleetions of recorded musie.  Thus,
durinig 1 program ol three hours eatertainmemnt, each
nierchant’s advertising was broadeast 10 the crowds in
the park through the sound amplifving system.

This idea proved so successful that the same dealer
repeated it in three adjacent towns, completing the
sale of four largewize Capehart installations, satisfying
the merchants, the park boards and his own packe-
book. It is a splendid example of what a dealer can
de through personal application 10 his own
problem:.

Demonstration records ean greatly
aid the dealer selling throngh
home demonsirations.  Fre-
quently much effect is lost
in the sales presentation
when a temporary in-
stallation has 10 be
excused. The 7
record will
prove the ra-
dio’s capa-
bilities.
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Customers will

pay this Kind

of service hill

Tell the owner exactly what service
yYou are giving him and eharge for it

HE average customer does
not expect something for
nothing. The experience

of hundieds of successful deal-
ers has been that customers are
perfectly willing to pay for
service if they are convinced
they are getting the kind of
service they want. The restau-
rant which charges for bread
and butter s not going broke
even if there are a hundred
others giving bread and butter
with meat courses. Most people
know that they are paving lor
their rolls in one way or an-
other.

Too much of the losses in-
curred by many dealers in their
service departments comes from
the dealer's own timidity. He
is afraid to charge for service.
In order 10 cut down his losses
on free service, he trims his
service department and his eus-
tomers are getting exactly the
Kind of service they pay for. If
he had the nerve to charge and
then gave the kind of service
that’s worth money, he would
find that his competitor’s claims
of free service wouldnt take
any customers excepting  the
ones he doesn’t wani.

On this page is reproduced
the serviee bill sent out by the
Radio-Electric Co. of Jamaica,
MY A glance tells the cus.
tomer that his set has been 1esi-
ed. the trouble located and
remedied, and any necessary
materials furnished. Ile gsees
what he's getting and he is will-
ing to pay for it. The me-sages
in the margin of the page help
along the speedy settlement.

S

RICHMOND HILL 9776 anD 7014

Call = -

Inspection only,
I & “ &
ck-up of equip

Shop test

Take apart

Remove and Replac

rials

LECTR

Rabio;

HILLSIDE ano MYRTLE AVENUES
860

bank




W. J. Barkley

The JOURNAL presents
as prominent merchant of
our industry for February,
1931, Wm. J. Barkley,
Vice President, De Forest
Radio Co.

February, 1931
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9 Seranton

dealers

gEt 1 | A

of the business

Exeellent conditions prevail due to
concerted action of leading dealers

By Ray Ganly

ENTRE of the anthracite industry,
boasting the country’s largest lace
mill, and identified with the manu-
facture of some score of prominent
products, Seranton, in Pennsvlvania,
presents one of the eleanest radio
pictures in the United States.

With an esiimated population of
150,000, and a trading arca embracing half a million,
Seranton has 11 radio distributers and over 50 radio
retailers, many ol them contacied by distributors in
Philadelphia and Pitsburgh.

Largely due 1o distributors” efforts. inaugnrated in
1926 or thereabouts, and the Retail Radio Association
of Scranton. the dealers of the town quote complete
installation prices.  Such favorable policies as the fol-
lowing are practiced by Scranton radio merchants:

th) 6 per cent carrying charge:

12) 810 aerial installation charge:

13)  SL50 service charge after 90 dayvs  guarantee
expiration;

(4)  demonstrations not given to “jor riders”; Cham-
ber of Commerce keeps striet tabs on all prospects who
have had three or more demonstrations and didn’t buy:
most dealers, in any event, generally get at least a $5
deposit before demon:trating: 48 hours the time limit;

(5) wvery little dumping ot distress merchandise.

Of course, things are not all 1o the good in Seranton.
Money is tight there just as it is everywhere else. Be-
sides the basic indnstry (coal) of the vicinity has been
hit ever since the strike of five vears ago. Other indus-
tries, too. have felt the pinch of the times. “The basic
payrolls of this community,” according to the Chamber
of Commerce bulletin. “are those that arise from our
coal mines, railroad shops. munufacturing shops. and
from operations of adjacent farms, other pavrolls be-
ing secondary to those mentioned, becau e thev are
largely dependent on them.”  Radio, natnrally. looks
forward to better times.  Price appeal doesn’t seem to
influence prospects much. unless it’s uansual.  Profits
were split up among fewer dealers in 1930.

Among leading Sceranton radio retailing outlets are:
The Scranton Talking Machine Co.. Household Outfit-
ting Co.. Stochr & Fister. The Edizon Shop. North Fasi-
ern Radio Co., Alpertz Furniture Co.. Frank Megargec.

Thomas Music Co., P. C. Peuser, These nine dealers
et the bulk of the town's business, a consensus of
Scranton radio wholesalers revealed. Twenty-five per
cent of the Seranton dealers are doing 80 per cent of
the business, is another conclusion drawn from reports.
There are at least five furniture stores in the Scranton
trade, about six radio and talking machine stores. Late-
Iy many automotive and accessory houses have begun
selling radio, and dealers look to more new faces in the
fold because of the progress heing made by refrigera-
tionn as a side line. '

Until recently, the eity had the benefit of the Lacka-
wanna Radio Club, composed of radio set owners and
dealers. The Club was instrumental in bringing about
better reception in Seranton and overcame to some ex-
tent ill effects from dampened signal strength. perhaps
due to metal deposits underground. P. €. Peuser, Ma-
jestic dealer and chatrman of the Retail Radio Associa-
tion, functioning since 1926 and meeting everv second
Thuraday, is anxious to eliminate all noises and inter-
ferenees in the neighborhood. He wants his associa-
tion to employ a “trouble shooter,” and is urging the
clectric ‘ight and power companies to send out a man
of their own to locate leaky lines. A “trouble shooter™
was one ol the services rendered bv the recently dis-
banded Club.

House-to-house canvassing has been very unsuccessful
in this coal mining town. The town's three newspapers,
therefore, are the principal medium for solicitation.
I'he Scranton Talking Machine Co., a pioneer in the
city, advertiges daily. and a rival radio dealer stated
thut this store “does the biggest job in the city through
its newspaper ads.”™  lts West Side location on the main
street and its big foreign trade are reasons for the
Sceranton Talking Machine Co.’s sucecess.  Scranton ra-
dio distributors frequently utilize the two Seranton ra-
dio siations for bi-weeklyv broadeastz. in which their
dealers are mentioned.

Sceranton dealers have found that one of the most
sensible things they have ever done is to eliminate ~joy
riders.” The Commercial Association of Seranton, of
which the Retail Radio Association is a division. main-
tains two files. one for names and the other for sireet
and business addresses. This double checking effec-
tually prevents the prospect from having free home
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demonstrations. Members of the Retail Radio Associa-
tion report to the Commercial Assaciation the names
of those to whom thev have given demonstrations, what
kind of set was demonstrated, how long the prospect
had it. why he didn’t buy. the date, etc. The Commer-
cial Association has individual ratings on a1 least 8,000
up and down the Valley. Some Scranton dealers have
very good averages in home demonstrations. Frank Me-
gargee closing seven out of every ien demonstrations
last vear.

Most radio jobber: in Scranton expect to do 40 per
cent more hnsiness in 1931 than they did last year.
Radio dealers, too. are optimistic over 1931.

Deliveries, of course, are free in Seranton. Forty to
50 per cent of the dealers guarantee only for 90 days
and then charge their $1.50 service fee therealter. Some
dealers agree to service sets for a year. The down pay-
ment with some is $30, with others $20, excluding
midgets. Practically all of the dealers have cut their
stocks downr to a minimum. “This year every dealer
has learned to have very little inventory,” according to
a foremost dealer.

Leading Sceranton Dealers

0 0

The Seranton dealers were not, as a whole, enthusias-
tic cver the midget. “The sale of midgets has been
felt more by lower-priced jobs than by the high-priced
jobs.” ene distributor asserted. “The nridget cant meas-
ure up very well in this locality. due to the special at-
mospheric conditions. We have sold a lot of them, al-
though originally last fall we tried to condemn the
midget. finally coming around to the belief that the
midyzet set is a factor in the business. and that it will
continue, probably higher in price. About 75 per cent
of our midgets now in homes will, 1 believe, be =np-
planted by our higher-priced sets.”

=] sold 123 midgets recently,” remarked a prominent
Serantonian in radio circles. “At least 120 went out of
the store with deposits of $10 down and contracts call-
ing for $10 per month pavments. You've got to have
vour money clinched in midget sales.”

“With midgets,” complained another dealer, “instead
of getiing big sales, you've now got to get two custom-
ers to the one you had before the pee-wee set. The
set cuts your business in two, or you have to double
vonr business to keep on your former financial footing.”

R OO T T JOCT T OO T TV RN

I

1A O

%
|



=7 | ENDERSON RAD1O SHOP in Berke-
ley, Califernia, owned by J. W. Hen-
derson, was started by him several
vears ago as the first exclusive radio
store in the San Francisco Bay re-
gion. It was at the time when bat-
_ l tery sets were being sold as a side

line by garages. drug stores or any
shop that would give them display space, and many
dire predietions were made as 10 the outcome of the
venture. But the store was a snccess from the start, and
it was soon necessary to enlarge, which was done as soon
as the store next door was available,

Only three popular lines have ever been carried, al-
though last vear a fast-selling midget set has been add-
ed. Mr. Hendersom has never been a believer in house
to house solicitation to force the sale of sets, but his out-
side salesmen do careiully follow up all prospects. The
problem of free home demonstrations and the attendant
evil of “joy riders” has not been satisfactorily solved,
but the losses from
this source have been
reduced to a mini-
mum by a carefnl in-
vestigation of pros-
pects before a set is
delivered.

Expert repair men,
some of them gradu-
ates of the Univer-
sity of California,
wearing white coats
imprinted with the
name of the Hender-
son Radie Shop, are
on call frem 9:00
AM. to 9:00 PM. A
completely equipped
shop is maintained,
with the very latest
testing :mstruments.

Through advertis-
ing and other medi-
ums an extensive
rental business has

J. W. Henderson

This
our replacement sales

By Gladys Morgan Henderson

THE Talking Machine & RADIO JOURNAL for February, 1931

Selling
tubes by

testin

panel has helped

been built up. A
small popular set 1s
used exclusively for

this=  purpose, and
from fifty to one
hundred radios are

on rental at all times.
From patients in hos-
pitals, visitors in
town for a short
time, and people who
have always scorned
radio, but who are
attracted by some na-
tionally advertised
program which they
leel they should hear,
come the majority of
calls for this service.
The minimum charge
is $5.00 for two
weeks, or $7.50 for a
month, which includes, of course, the installation. The
first month’s rental may be applied to the purchase of
a new set, and in this way many sales are made to
people who did not think they would enjoy a radio.

A great many cnstomers are attracted to the store by
a tube tester, designed by Mr. Henderson and made
under his supervision in the service shop at a cost of
$500. This tester will give an accurate test of any tube
manufactured, and will give it in such a way that the
customer, without being a radio expert, can tell by a
glance at the indicators whether the tube is good. fair
or bad. Customers come from far and near to have
their tubes tested—there is no charge for this service—
and it has tremendously increased tube sales over the
counter.

A modern bookkeeping system is kept, with visible
files, which aid in following up credits, and an accurate
statement of the condition of the business is always
available. A certifted public accountant makes an audit
of the books once a vear. Over three thousand folders
contain the individual record of each customer.

4 7

Gladys Morgan Henderson
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ut your shoulder to the wheel!

When the cart gets stuck, a are worth at least twive as
real shoulder push will start much today as they ever werc
things rolling. Now is the hefore or will be. Added effort
time when an extra shove is applied now will ¢et 1931
needed —once the cart begins started as a real profit vear!
moving il Is easy enoush to
o N . A - . RUNSWBCK MODEL 15
I“"’P it soine alone. Marder Brunswick Radio Co//)mzz/m// "",\‘,‘n‘ & /,./
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klll(l Hnew mer(-humlising 1leas SUBSIDIUERY OF WARNEKR BROS. PICTURES, L Other wodels 1T0up s e

BRUNSWICK RADIO

stl ddrvice . N . 3 The Talking Mac hure
To secure the best service 1o your reply, be sure to mention oRADIOJOURﬂAI
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THE AFTER BEAT

Our Eleanor Lets Out a Coupla Trade Secrets,
Answers a Few Questions From Correspondents,
And Gives You All the Dope on the New Tunes.
BY ELEANOR CLARAGE.
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Automaties

can best
be

sold
the
dealer

Says James E. Johnson

Secretary and General Manager. Western
Eloctrie Piano Co.

HETHER the dealer should handle
the new automatic radio and phono-
graphs as am operator or a retailer
was recently discussed by James E.
Jahnson of the Western Electric
Piano Co. who pointed out the ad-
vantage of the sales angle. “In some

——————— wav=~ the dealetv who resells either
for cash or on the mstallment plan has certain very
definite advantages.” said Mr. Johmsou. “Perhaps the
most important of these is the abili'y o finance hix
business to a higher degree of efliciency with a more
constant source of income as his basis. When a good
minimum cash pavment is maintained, a definite
amount insisted upon for each installment with a firm
understanding that the full contents of the cash box
each time of collection be apphed to the notes, then
his success depends almost entirely upon his ahility to
o ot and <ell

“Usually the determination to operate or sell rests
with the individual. Frequently the wanufacturer, due

James E. Johnson is an authority on automatic
merchandising. His booklet. 4 Sound Line,”
is full of sales information.

to hiz close contact with all manner of personalities,
can judge very aceurately just how to clussify his agent.
There is no denying the difference. Many highly suec-
cessful operators fail utterly in attempting a definite
program of sales methods; and vice-versa, the dealer
who has built around himself a clever sales staff might
be sorcly dizappointed in not being able to grasp the
science of profitable operating. It proves the advis-
abilitr of aligning with a manufacturer who under-
stands thoreughly the ins and outs of the automatic
music business,”

The newc motorship. “Kungsholm™. pride of the Swedish 4merican Line. has the latest Western Electric automatic
model 511 phonograph. sciteh control, microphone and mulbti-speaker installation.
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what do you think?

Here s the radio and music trade’s arena of controversy, where anything (nearly) can be said on any subject without even being

~hot at.

What i~ vour “pet” aversion or vour opinion on a trade topic?
is the space

in which to discuss them.

All dealers have a certain number of problems, and here
Editor—The Journal.

The Tube Racket

Dear Glad:

During the tight times that have come
on the industry, 100 percent tube replace-
ment has come Lo mean an unquestioned
replacement of any and all tubes returned
no matter how long  they have been in
circulalion.  "I'he result has been that the
replacenient market, while it exists in the-
ory, has come to bhe a free replacement
ratket

It is definitely the attitude of the De
Forest  Radio Co. that. prompt  replace-
ment to dealers should be made on all
tubes  which may prove defective or in-
ferior within & reasonable time from date
of shipment, We protest and oppose. how-
ever, aeplacement claims  on tubes that
have o normal wse or that have become
chsolete on dealers” shelves.

It is one thing for a distributor to deal
with a tube manufacturer offering 100 per
cent replacement, but it is another specn-
lation a5 to how long the manufacturer
will he in husiness to make good or these
hoisterous guarantees, It is our purpose
to issue frow time to time to distrivutors
special  replacement  data, consisling  of
confidential information with respect to
code markings which have been placed on
all De Forest tubes manufactured during
the past few vears. Wach marking identi-
fies the tube with the month of manutac-
ture.  We shall authorize the distributor
to make  spot replacements to  dealers.,
we in turn making prompt replacements
to the distributor providing he  adheres
strietly to our instructions. This will do
away with the uncertainty and  delay in
handling dealer elaims, .

Yours very truly,
William J. Barkley,
Viee-President, De Forest Radio Co.

When $8 Is Only
a Scanmt $6.25

A complaint has heen registered  with
The JOURNAL regarding inaccuracy in
its news cotumns, by a resident of Owens-
boro. Kentucky, who is known to the In-
ternal Revenue authorities as Richard K.
Smilev, and who is known in the trade as
manager of Ken-Rad tubes. What
does The JOURNAL care for a com-
plaint from a Kentuchy tube man: If
the  complaint were  from a  Kentueky
belle, or a horse, it would he treated witi:
dignity and with honor.

The actual complaint concerns the news
story in last month’s issue, aboul “‘Big
Dick Smilev™ ‘phoning to The JOURNAT,
office from Chicago al a cost of $8, “Big
Dick™ claims he spent only $6.25 to sav
hello to the JOURNAT, Editor. which he
considers worth the money, but not a: S8,
Tn other words, for a lousev $1.75 an in-
sult in the Ken-Rad manner drops onto
our mezzanine,

sales

Can a Wholesaler Sell
Radio to the Public?

Nine radio dealers brought suit againsl
the  North  Central  Distributors.  radio
wholesalers, and secured an injunction to
prevent the distributor from selling sets
to the public at wholesale prices. Under
the agreement approved by Circuit Judge
Walter Schinz. the wholesaler must  sell
all merchandise on hand to retailers at
prices which will enable them to mest the
prices quoted in the advertising,  1alt of
the radios must be sold to 15 Milwaukee
County dealers and the remainder to those
outside the county.

The JOURNAT, has asked the opinion
of one of the country’s leading lawyers.
whose advice is that it is illegal to prevent
wholesalers selling their own merchandise
where they wish-—"ike the guyv in jail.”

Turn On the Heat

On i zero day in January, Jack Elliott.
Shepard's buyver and radio manager, Bos-
ton, was seen walking along  with both
overcoat and inner coat wide open, as if
it were o May morning.  Jaek is evident-
Iv o hot babyv, which will be news to a dis-
criminating trade.  Jack said that he had
Just  bhought 10,000 screen-hid  midgets,
which go on sale April first at $£9.95, in-
cliding the leading brand of tubes.

Helping You “‘Build-Up”’
a Midget Sale

MDOEY RECE
mngu; CABINET SIZE
1575 15° 3 8° DEEP GIVES A
LIMITED TONE RANGE OF
230 YO 3000 CYCLES.
Ngg SUFFICIENT FOR NATURA)
.

THIS LT DUR TO
JMALL BaPPLE 3iZE

LOW FUNDAMENTAL
NOTES LOST

CONSOLE RECEWER .
M) - CABINET 5128
27°x 32%» 18" DEEP GIVES
AN EXTENDED RANGE OF
60 TO 5000 CYCLES.

CORRELT RANGE FOR GOOD MATURAL
REPRODUCTION OF SPEECH AND MUSIC o

The Stromberg-Carlson Telephone Mfg. Co.

offers this comparison chart (o aid the

dealer 1cho wants to increase the unit of
sale.

Record Makers
lf H. L. Mcneken, the editor

of The dmerican Mercury. can
find a phonograph  record  of
Brahms' Sextette in B-flat. opus
18, he savs that his opinion of
the phoenograph  cill  mount
much higher. Whether this is
a kncek or a boost for the talk-
ing machine. no one knows. but
we cannot find this record in
dmerican or European catalogs.
Here's o “business opportu-
nity” for a record company to
sl";"’l SLO00 making this ree-
ord for a sale of three bucks.

How Much Service?

Drear Glad:

You state in your editorial that sets
should  be  manufactured  properly, in
which  case they will require no service.

‘This statement certainly is based on very
little  consideration of exact  conditions.
Ivery automobile dealer completely serv-
ices an automobile hefore it is delivered
to i customer and if every dealer would
go over cach radio set before it is deliv-
cred just as carefully we would have few-
er returns and would have more satisfied
customers,  Automobile dealers and  dis-
tr.butors are constantly keeping in touch
with  their customers regarding  service
and upheep on the cars in which they are
interested and the wide awake radio deal-
er who sees the possibility of profits from
service which is absolutely necessary to
every tvpe of receiving set whether it be
replacement  of tubes, alignment  of con-
densers or giving the cabinet a good pol-
ish is going to be the suecesstul merchant
in the tuture.
Yours very fruly,
W, W, Boes,

General Manager, The Radio Products Co.

Tom Goold Wants to Be
Remembered to You

Tomn Goold, the Buffalo radio dealer,
has been quite i1l for the past few months,
but is on the road to recovery, and is ex-
pected to be about again soon. with his
old time pep and vigor. He is still con
fined to his home, however. at 26 Laurel
Avenue, Buffalo, and would be  mighty
pleased to hear from his friends and mem-
bers of the radio and music business,
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OOK at this Bozo! He might be a radio manufacturer. a refrigerator

malker. a washer man. a eleaner producer. a clock maker. a phono-

graple man or a bird selling eleetric appliunces or home amusemert prod-
ucts. He is ustounded. astonished and appalled.

The receiver of his plant has just told him that for $10.60 he could have

reached 1.000 dealers via The Journal
size 9x12 (type size 7x10).

rate of any radio trade magazine

Had ke thought of this great market-
ing force his business would kave
been “saved”. for to the dealer that
doesn't know about a product it is
the same as i(f it didn’t exist.

Don't look like this guv! The
JOURNAL rate is even lower than
mailing letters, and it is YOUR
FAULT if you arite copy that pre-
vents at least 200 dealers of our

the livest reading and the lowest

20,000 circulation (18.000 dealers and
1.200 wholesalers)  to  answer  the
urge for a geod product.

And if vou don't start NOW . you're
wasting your own time. which cer-
teinlv is more than the $10.60 per
thousand cost of reaching JOURNAL
readers.  Only a manufacturer en-
dewed by a Carncgie Foundation can
ignore this.

Tar TiLkine Macaive & RADIO JOUTRNAI

&ap. Hesperson. Editor

39 Ll Grand Central Terminal. New York
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Gearge W orthington Co., Fada distributors in Cleveland, recently sponsored a

contest. Here pire the offlcuzls of the company puzz?mg over the entries. F

left to right they are: H. E. Hulburd, vice pregident: 1
Ai i .

we_told you abour John
@2 Ken-Rad as sales
dinnger and here he is in
¥the flesh.

One of the protuberant mukers of

radio hied himself to the Sunny South

Frank F. Burns, vice president and general sales manager of E. T. Cun- where we find him enjoying Ultra-

ningham, Inc., at the recent Cunningham conventior., poses for us with Vielet. “Yes” he reports, “I have
C. R. King, vice-president and F. H. Larabee of Chicago. no surplus.”
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It’s a seven-day week in New York.
and the seventh is given over to
feasting. Stromberg-Carlson deal-
ers at breakfast in the Hotel New
Yaorker planning another record-
breaker for 1931.

An unusually effective windaw is
this arranged by the L. H. Mc-
Ethinny company in Spartanburg,
South Carolina. Toy houses cover-
ed with snow, pine trees and
readistic clouds, and a simple,
straightforward selling message
make it compeling.
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Howe & Co., New fngland Atwater Kent distributors, J
staged this special Christmes displav in their showraoms And now to go a long way South. Here’s the store of Juan Caronata,
as an inspiration to dealers. Autofagasta, Chile, where records ere a most important sales product..



38
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“xperience breeds tolerance.

What has become wof all the
ladies?

We no longer hear anything that shocks
us.

Beware of the man
near-genius,

A lowbrow is a person who won’t stand
being bored.

When the gossip is spicy everyone seems
to enjoy good hearing.

timid

who looks like a

Whenever 1 go to a baseball, football,
or hockev game, or to the theater, or to a
night elub, T look at the people whq are
present and wonder how often they take
in these shows.

I bhad not been to a baseball park for
three months, and the day 1 did go 1
found 30,000 people at the game.

I am not in a supper club five times a
year, but when I do go T always find the
place packed,

Although  a  regular visitor in  New
York, over a period of fifteen years,
Coney Island never oecurred to me as a
place of interest. One Sunday 1 went
out with my son and saw two hundred
thousand people, and was told that this
was just a normal day's business,

Only twice in my life have I heen at-
tracted to a manicurist’'s table, and on
those twa oecasions so many were ahead
of me that T had to wait for attention.

I' wonder if other people are as casual
as I am about their recreation, or do
millions make a routine of it? Certainly
it's a wise man these days who knews
how his neighbor lives,

One of the greatest business geninses
of his country has alwayvs made a rule
of asking himself regarding everything
he sees. hears or reads: “How can T use
that?’

His factory, which covers several acres,
is most cfficient, and in it yon will find
idvas at work which have been gathered
from cvery part of the wor'd,

“How can T use that?” is a query that
shonld be i the minds of all of us as we
o abont from day to day.

Experience is of no value unless we
translate what we read into lite itself.

What have you done today that will
make ecasier the doing of vour work to-
moerrow?

How few of us are consciously striving
to get ihe most ont of this workaday
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world!  How greatly we could simplify
our living if we would give thought to it!

Some of the shrewdest practieal advice
ever written was compressed into read-
uble form by George Horace lLorimer
more than twenty-five years ago.

I have before me “Old Gordon Gra-
ham's Letters to Ilis Son,” the sequel to
“Letters from a Self-Made Merchant to
His Son.”

Lorimer, now and then, editor of the
Naturday FEvening Post, devotes one of
the letters to the importance of making
prompt decisions.

“The man who ean make up his mind
quick, makes up other people’s minds for
themn,” he says. “Say ves or no—seldom
perhaps.”

He eites the example of a man who asks
for a job,

*“Ihere may be reasons why you hate
to give him a clearcut refusal,” he com-
ments, “but tell him frankly that vou see
no possibility of placing him, and while
he may not like the taste of the medicine,
he swatlows it and it’s down and forgot-
ten.  But you say to him that yvou're very
sorry your department is full just now,
but that you think a place will come along
later and that he shall have the first call
on it, and he goes away with his teeth in
a job.  You've simply postponed your
trouble for a few wecks or months, And
trouble postponed always has to be met
with accrued interest.”

If a man wished to make a constructive
nuisance of himself, he would inquire,
whenever striking statistics were quoted,
“Where did you get those figures?”

Nine times out of ten the one question-
ed would be compelled to admit that he
read themn in a newspaper or a magazine.
Digging deeper, it would probably be dis-
covered that a reckless propagandist had
“invested” the figures.

Recently the statement was made that
the average ineome of the 4000 families
residing on a certain street in New York
City was in excess of $75,000 a year.

Only one skeptie lifted his evebrows.
He forced an acknowledgment that the
figure was “purely an estimate.”  Since
in 1923 only 2,493 individuals in all New
York City reported incomes of from $50,-
000 to $100,000, it is elear that the ‘“‘esti-
mate” must be slightly discounted,

For years we have been reading arti-
cles  dealing  with  minimum  family
budgets, minimum  wages, typical work-
ers, and 50 on,

Sociologists define a typical or standard
family as one in which there is an em-
ployed hushand with wife and three chil-
dren dependent upon him, and with no
other members.

An English professor visited 4,000 fam-
ilies in five industrial towns, and discov-
cred that only  five percent  conformed
to the “standard.”

In some families both the husband and
wife worked; in others there were no chil-
dren: some had dependent old folk,

The variations were so infinite as to
make the caleulations of the budget ex
perts worthless,

Another set of figures that has become
an irritation concerns the “lite  expe-
rienees of one hundred average men.”

These statistics purport  to  tell how
men, who start off even at 25, fare eco
nomically  at ten-year intervals,  Ilun-

dreds of banks and insurance companies

have quoted these figures in advertise-
ments. It true, they point @ powerful
moral,

But what is an “average man”? What
decides?

We should like to know how these fig-
ures were compiled If trailed to their
source, we suspeet the author would have
to acknowledge he “just guessed”

One of the finest of human qualities is
the pride that most people have in their
work.

Despite disagreeable conditions, lack of
appreciation, and even unfairness, the
good workman does his job to the best of
his ability

I have ridden on street cars and work-
ed in factories up to the time a long-
awaited strike was to be called. Until
the men were released they always gave
the best of themselves to their work,

I have known newspapermen who hated
their managing editor and the policies of
their paper, but I have never known a
good newspaperman to let these feelings
interfere with the energy and ingenuity
he put into his work.

Character is the answer,

The man of character cannot keep his
self-respect and do inferior work. The
Jjob bosses him with a discipline that the
tongue-lashing and profanity of a rough-
neck foreman cannot enforce,

One day 1 spent the best part of the
forenoon in the office of a highly success-
ful busines man—a big-time operator and
a good scout. ‘I'here were four of us—
the boss, the managers of two of his com-
panies, and myself. The conversation
turned to razors, and the boss attempted
to explain the operation of a new type.
He wasn’t making himself understood, so
he asked that a clerk be sent cut to pur-
chase a sample, The assembly of the
razor, which cost %5, was extremely com-
plicated, and the boss insisted upon do-
ing the job himself. The telephone rang
and eallers were announced, but they
were denied an audience, A long distance
call had to be answered, and while the
boss was on the line one of his assistants
pickeéd up the razor.

“Just a minute,” he shouted to the man
at the other end of the wire. Then turn-

ing to the manager he commanded:
“Leave that alone! You'll have it so
nobody can fix it.”

Having completed the telephone eall,
he resumed his task with obvious delight.
At last the razor was assembled, the boss
marveled at the ingenuity of the inventor,
and all of us expressed our wonder,

We indulged in persiflage for a few
moments, the boss looked at his watch,
reckoned it was time for lunch, and bade
us goodbye,

I followed with one of the managers.
Up to that morning he had been a stran-
ger to me, our contact being limited to
tormal correspondence,

“You must find it hard to get ideas for
vour writing,” he said.

I allowed that T did.

“It ocenrred to me that you might get
an idea out of that experience this morn-
ing,” he continued, solemnly,

I looked quickly to make sure that he
was thinking as I was. I caught his eye
and we laughed gleefully, The spectacle
of four men spending two hours with a
trick safety razor had struck us both as
delicious lmmor. We met for dinner that
cvening and talked for hours about every-
thing under the sun., We became friends
Jjust because we could get delight out of a
hit of nonsense,

Copyright, te2s
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Satisfaection
vear after year
IS sure...with

FLYER ELECTRIC

ok

The Green Flyer Motor unit.  Specially
designed for Radio-Phonograph- and elee-
tric pick-up sets. Compaet, light. powered
for all variatiow~ of valiage and recor drug
with all reproducers and pickuns.  For
\. C., operates on all voliages amd fre-
quenecies. For D. €. cither 110 ar 220 vohs.

Responsibly Guaranteed

HI. record of Flyer Electric Motors
shows why they are the choice of
more and more leading builders of quality
with  satis-

Radie-Phonographs.  Serviee

faction vear after vear. Because specially
designed and produced for Radio-Phono-

graphs under unequalled advantages.
Flyer Llectries will exactly All your re-

quirements  too.  Dme 1o co-ordinated

Due 10

simplicity and efliciency of design.

The

Green
optional.

volts,

In ordering samples. please
vive voltage. It Zor alter-
nating  current,  @lso  give
rrequency.

Blue

Phonographs.

Flyer Motor unit.

39
Ontario Hydro-
Klectric Power
Coramission Ap-
provitl No. 2685,
superior precision manufacturing.  Due to

specialized electrical manufacturing for a
quarter century and leadership in large-
scale  produetion of quality phonograph
motors for 15 vears.  Advantages obtained
only in these simplest, soundest and most
dependable motors.  Both the Green Flyer
and the larger Blue Flver give real satis-
faction . . . self-starting. abundant power,

uniform speed and uninterrupted serviee.

Specially designed for Radio-
Both this motar and the smatler and lower priced

Flyer are self staviing, with automatic stop  esuipment
Induction type. wird both have
gears and lang oversize hearings.
plete ventikition—no overheating.
mercial voltages and frequencies.  For D. € either 110 or 220
Fiver Motors are furnished a. shown, complete with mount-
ing plate. tre-table and speesd regalatar.

sitent spiralcut fibre
Open construction with com-
For A. C., operates o all com-

Respousibly Guaranteed

(3 ENERAL INDUSTRIES CO.

3111 Taylor Street, Elyria, Ohio

To secure the best zervice to your reply, be sure to mention
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Advertising gains and losses

Morning American Her, Trib. News Times World Mirror
Jan. 128,799 2142.353 35,715 390,121 179.059 41.200
Feb. 21,812 177.156 15,877 356.222 202.189 17.719
Ve 67,166 269.076 2,612 3533.182 177.676 1.972
\pr. 131,627 210.271 146,757 397.339 209.06 1 19,156
May 120,176 317.208 58.315 516.331 191.867 12,787
June 162.251 291,750 95.175 491.373 286.150 49,718
Juldy 96,992 262.195 91,148 451.083 228.621 3,159
\ug. 118,579 263.811 105,171 411,181 2537.071 35.121
Sept. 217,102 397.321 60,902 683.252 A33.5385 13.200
Oct. 181,110 523353 125,900 633.521 380.708 16.306
Nov. 38,708 271.638 102,637 321.121 250.5 10 18.361
Dee. 208,580 368.573 43,869 597.535 306.161 22.385
Total 1,530,105 3.599.910 907,408 3.809.389 3.122.997 10.525
Erening Graphic Journal 4 Post _ :\' un Telegram World
Jan. 4,719 141,313 73.917 97,727 28.828 29.116
Feb. 16,226 39.991 95.278 103,771 43,732 41.999
Mur. 33,712 138,965 102.079 151,872 14,277 87,116
Apr. 26,763 41,121 91.435 91,561 24,358 29.4653
May 71,233 115.818 90,890 219.820 14,483 69.023
June 38,093 11,219 116.186 245,235 6,139 18.392
July 1.970 31.961 102,472 231.911 10,138 39.175
Aug. 10,788 152.830 151.663 226.600 61,183 53.806
Sept. 42,779 111,526 111.678  169.006 28.867 36.889
Oct. 60,590 97.801 262,290 312,013 23.639 189.725
Nov. 122,183 117,112 181,217 271,665 35.657 193.209
Dec. 20,813 92,189 168,117 160,182 31,795 151.737
Total 519,289 1,118,741 1.,535.632 2,281.119 110,922 939,982
Broollyn Eugle Times Ntan. ! niowu
Jan. 127,331 50.312 153.089
Feb. 109,809 10.097 109.513 .
Mar. 207,835 41,722 98,126 HY did one N ew
Apr. 152,117 16.373 130.916
May 201,103 31.955 32,377 Y ‘[, - h
June 139.518 27.012 47.762 Ork llewspapel dave a
July 159,381 92.012 56.500
Aug. 213,768 82.959 86,001 el Ws ]
Sept. 2:30.66:3 29,163 z7.511  twelve-month's monopo }
Oct. 139,051 73.029 130.218
Nov. 203.699 63.539 126.776 black fi es | )
Dee. 97.772 39192 107,062 1N black higures last year!
Total 2,003,915 399,069 1,136,211

THEEZNEWS

New York’s Picture Newspaper
220 EAST FORTY-SECOND STREET, NEW YORA

Tribune Tower, Chicago < Kohl Bldg.. San Francisco

Source: Advertising Record Co.
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To secure the best service to your reply. be sure to mentinn SRADIO JOURNAL
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New Models

Fada

The new Fada 43, a T7-tube
Hi-Gain  superneutrodyne in
miniature size, comjlete with

tubes  at $84.50, includes the
following features: the Fada-
buili, full tone-raunge, electric

dynamic speaker: two 45’- in
a push-pull amplifier: } tuning
condensers to attain maximum
selectivity; 3 screen grids in 2
stages of R.F. amplification and
screen-grid power detection; a
new system of condenser
mounting permitting full pow-
er output from push-pull andio
stage without internal vibra-
tions: 7 tubes (with rectifier)
which are shipped from the
factory in the sockets of the
zet. including three 2+t sereen-
grids, one heater 27, two power
15’s and one 80 reciifier.

The Fada pre-selected tuning
is said to ellminate cross-alk
or domination by local stations.
while the dauble ¢ontact vol-
ume control. it s asserted,
establishes distortiomless oper-
ation even when in clase prox.
imity to a powerful station.
All important  peints  are
double-shielded  or  jprotected
with completz metallie  <hield-
ing. The dial. which B illumi.
nated by a pilot lamyp indicat-
ing whether the set is on or
off, is marked not only in kilo-
cycles and wave lenzths but al-
0 in regular 0-1000 scale to
permit easy identication of
any station. No hum is appar-
ent in the sel’s operation, it is
satd.  Cabinet is mmade of com-
bination walnut panel with a
decorative front panel and
~peaker grill. Approximate
~hipping weight is 38 paeunds.
Measurements are 18 inches
high by 1533 inches wide.

Here are the latest udditions to the
lines offered by manufacturers

Westinghouse

introduced

The “Columaire.”
by the Westinghouse Eleetric &

Marufactaring Co.. is the re-
sult  of the national  $10.000
ldea  Contest it sponsored
among tae public from Sept.
27th to Dee. 24th, 1930, Oceu-
pying ju-t 10 by 12 inches of
floor :pace. the *“Columaire”
follows the skyscraper motif
and is 39 inches high. Easily
poriable, insured =tability be-
cauwe the bulk of its weight is
at the bottom, the cabinet is of
no rertain period, leaning more
towards the madern, is free of
overlays and i nmde entirely
of original woods.

The cebinet fromt contains a
Westinghouse electrie elock in-
stead of the speuker grill which
is situated vertically so that it
is directed upward through the
cabinet’s top. this arrangement
praviding a 5foor column of
air vnder and behad the speak-
ery, the latter being protecied
by a heavy cloth-rovered grill
able to  support some light
ormunent. The cubinet design
does away with appearance of
antenna.  ground and  socket
power connections. All controls
and dials of this: ¢tube. screen-
grid superheterodyne «et, are
flush meunted on the sides and
are readily usable from a stand-
ing or sitting pouition. West-
inghouse remote control equip-
ment i: available; so is tone

control.  The back of the cabi-
net which is closed except for
several openings enhancing re-
ceptipn, is eazily removed for
tube replacements or servicing.
One important feature is the
location of a scientifically de-
igned plug, above und within
the vone of the speaker, which
is said to eliminate amy effect
due 10 ceiling heigh:t. The lo-
cation of the speaker, further-
more, in the 3-foot air colnmn,
is safd 1o do away with the so-
called “heam™ effect of the con-
vent onal arrangement dne to
which the volume of sound di-
rectly in front of the speaker
is greater than other locations.

Silver-Marshall

Silver-Mar:hall great
future ahead for the idea they
employ in their two new snper-
hetercdynes. the Compact and
the Cadet. These  two new
medels utilize a pair of exten-
ston «peaker jacks which will
enable the radio et owner 1o
perate  extry speskers in  his
home. These extra  speakers
are made to work by simply
plugging the jacks into the set:.

The Compaet and the Cadet
both fall into the midget elass.
the former listing at $79.90.

e g

11

with tubes and the Cadet list-
g at $8990. Alihough really
a  consolette, the Czdet is a
midget on legs, Eaeh are 8-tube
sets  with cortinual variable
tone control, a local-distance
switch, pnsh-pnll 245, and
screen-grid.

Zenith

Supplementary to the regular
Zenith line are two new t1able
model seis ‘amd two new gemi-
highboy receivers bhearing the
Zenith trademark.

The Zenette table sets, Mod-
els A and B, employ 6-tube
screen-grid chassis: three 24%s,
iwo 45’s and one 80. A is

18 3/16 inches by 15 13/16
inches hy 9 7/16 inches and
weighs  upproximaiely 2234
pounds. B is 17 7/16 inches

by 15 13/16 inches by 9 7/16
inches and weighs approxi-
mately 2434 pound.. The A
cabinet uses a Catheilral design,
the B a modernized Colonial

s‘tyle. Both stand on a satin-
finished Sheraton type table
with four fluted legs. This

table is 2t inches by 18 1/10
inches by 11 5/8 iuches. The
cirenit for these «ets uses a 4-
gang  conden<er  with  d-tuned
circuits  and incorporates  full
volume (',onlro], tore control.
vernier dial control. pilot light,
dynimic type speaker.

The two semi-highboys. Mod-
els C and D have the follow-
ing dimensions: 3934 inches by
24 7/8 inches by 133 inches
for the former, and 4398 inches
by 25% inches by 144 inches
for the latter.



Majestice

Sin  models.  comprising o
new  series ol Majestic super-
heterodynes. three buiit around
the 1vpe 20 and  three
around the 1ype 00 chassis, arc
announced by the  Grigshy-
Grunow Co. as foltows: Modets
21, 22, 23 and Models 0l 02
and 103,

21, a midget, i housed in a
matehed butt walnat [rout pan-
elled cabinet edged at the sides
with  thuted  wouldings  ~ur-
mounted Iy finials; top is of
serpentine design: controls are
framed in imported marquetry
inlay:  equipped  with  stati
modifier and dynamic speaker.
Complete  with 8 tuhes
$69.50.

22, lowboy econsole in Shera-
tou design, has control panel
of matched butt waliut cdged
with  attractive arched  moudd-
ing and fluted corner posts and
GUPVIngs i Upper corners; coie
tains  static modifier and  dy
namic speaker. Complete with
8 tubes at 9750,

23, lowboy console with mod-
ernized  Tudor  style. grained
watehed butt walnat in its cen-
ter and  cnrved  side  panels.
while arched overlay i of Aus
tralian  lacewood:  with  satie
moditier  and  Majestic nper-
dvnamic  speahker. Complete
with 8 tubes at 11950,

o1, Tudor highboy console
ecmbellisbed  with carvings  on
hase rail and over arched cen-
ter moulding, ha~ control pan-
el and  curved <ide  panels of
matehed  burt walnut full vi-
son dial, centralized oue-point
control, static moditier. 9-tube
Majestic superheterodyne anto-
control

[QIHESTEN

matie volume chassis
and  super-colotura  speaker.
Price, with tubes, 13750

62, Hepplewhite highbos. has
contral panel. doors and ~ide
panels of matehed butt walnut,

carvings on base rail. reeded
corner  posts. ~quare legs and
spreader-bar,  doors  edged i

imported marquetry inlay. the
Yaqube Majestic superhieterodyne
automatic volume controb chas-
<is and super-colotura speaker.
with  tubes. 11950

radio-phonograph  com-
Georgian

Price.

103,
bination in
has daors. control and corved
side  punels  of matched  huu
walnut, deors and 1op rail with
imported marquetry inln, flut
ed and carved eorner posts
aracefully  cut legas electrie
pick-up and turntable under o
hinged top. a dravwer for record
dbums in the hottam rail. the
»iube Majestic superheterodyn
with automatie volume control
chassts  and  super-colotars
speaker. Price
2197.50.

The new Majestie tnbe. = Mul-

design,

complete.

U-Mu” (type GSH. three of
which are emploved in these
sets. is said to eliminate back

around noise, eross talk. modu-
lation distortion and tube hies.
Other features of the new 60
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line. in addition to autenutic
voonme control in the 1ype 00
Jiassi~. include o uniform cali-
bration fullwisioa dial illun
nated  from the rear: the e
compli-liment of the operation-
i ming. setting volume level
amd <witening on and ofl all wl
one point: acoustic control aned
<tatie modiher,

Victor
Two new Victor radio-. the
R-t1 and the R31. have ju«

come out ol the Camden fac
tocies of the RCN Victor Cou
Ine. The former. a leirenit. 0
tube sereen ;_'l'i(| ~et with Victor
list= for N91.50.
Rudiotron-.
S-circuit. 8-

coutrol.
with
latter. a

tone
complete
while the
tube  sereen grid receiver. s
listed for 8121 with Radiotron-,

The RV has o handsome

walnut-veneered done

cithmet

in tne modish Provineial Kng-
lish <tyvle and as built 10
serve  space. Dimensions  ave
38 inches bigh Iy 2001 2 Guel-
13 inches deep. It
has both tone conirol and vol-
e control. Three-quarters
of the tning dial
to the sperator’s vision, Equip-
ped with the exclusive corrn-
wited cone speaker.

The R340 presented inoa
ot artistic walontveneered

e wide by

i~ esposed

cabinet in the 18th
Century

ing 1V}

popular
Foghish anvle, measur-
I inches high. 25 5/8

wide and 15 12 inches
Equipped with the Vie-
tor dynamiie ~peiher. with tone
volume control, 2
miero-ssuchvonous chassis. full-
vicion taing dial that inctudes
~tation

inches
'li'ﬂ'l‘,

control i

a aierosesact “hairline

finder”

Victor' rew RET 0s o low-
priced  combination  radio-elec-
trala and uwes four 28 two

The radio i-
id. with a
~upes-dynamie corrugated  cone
loundspeaker.  wnd an illami:
nated tuning dial in ave shape.
The Eleetrola nses the Vacior
pick-up and inertia e arm.
The compae cabinet. of emh
Faoelish desiga. measares Hoand
T lothe inehes by 261 inches
by 17%, inches. The manutae-
turers believe that this addition
to their line meets the demand
for syuality a1 a moderate price.
eanged 1o suit the man with
limted budget. List. compete
with radiocrons. at S185.50.

15« and ene 800
a keireuin

s¢ereen

Westinghouse

Selling  at <1800 1LO.B, = a
new Moder WL 15 eleetrie re:
irigerator announced by Weat
inghouse Electric & Mig Co.
This i~ an apartment  hoase
model and i« said 1o incorpo-
vate  many features Tound in
the mure eostly boxes. such as

the  bermetically  sealed  unit,
Production  on  the new  unit
starte at the ('n)mp;m_\'\ nesw

plant in East Springfield, Mas-.

The net cuhical content of
the mterior i~ 125 cubic feet
md g total of 31 1 pounds of
ice can he frozen at one time.
The height can be  decreased
by the sob-titution of shorter
leg~ or a base. bhoth
of which are turnished a~ op-
ional equipment. The cabiner
i~ 21 inches wide and  the e
(rigerstor issell can be built in
with  spevial  Kitehen  cabinet-
thrar i the use of a special
ventitation  fine  furnihed by
Westinghou-e. Each  cabiuer
Ias @ ~pacer in the back <o thal
it cannot he  pushed  close
enouch 1o 1the wall to hlock the
cirentation of air,

The unit is protected throuzh
current variations by the Spen-
cer thermostat.

steel suly

Capehart

record-
weighing
he in-

Automaltic

A\ ew
changing  apparatus,
25 pound-, wlich will
cluded in many new  <ets this
vear. i~ intradoced by The
Capelart Corp, ol Fort Wayne.
Ind. The new Model 10-12 1.
only 11 11 inches by 11 1/4
imches by 5/8 inch  at the
and only 7 1/8 inches
from the top of the mounting
hoard 1o the top of the record
magazine. The unit handles ten
tecords, both <izes, at one load-
ing. Al the timing revolves
around  one  cam. Only  the
turntable motor requires oiling.
as all other parts which might
require  ~uch  attention  have
otlless hu-hings. The hase is
pressed out of cold rolled teel
finizhed in DeWin brown e
quer and  construction  is e
~cribed as sturdy and substan-
tial. The pick-up astomatically
cuts off upon reaching the stop
groove. \ counter-weight spring
gives the tone arm the desired
weight on the needle: the tone
arm i~ moeunted on pivol and

hise

hall bearings
The  operator simply  pliees
one  record on the turntable

annd sets the adjustment for 1en
inch records, as he
desires. and then turns on the
switeh,  Immedialely the pick-
up comes into playing position.
While the record is being play-
ed the operator can finish load-
ing the magazine with the size
records for swhich he has set
the machine.  \ny record ecan
he repeated.  When the mech-
anism has plaved the last di-c.
it continues repeating the rec-

or twelve

ord until the switeh is turned
off,
Freshman

“Something new in radio.”
announves Freshnan Electrical
Products. Ine.. in reference to
their new triple  sereen-grid.
all-eleetrice. tone-control mantel
radio in modernistic  design.

Priced at S19.50. less tubes. the
Freshman  receiver i said 1o
utilize large tuning condensers.

full  sized filler system. fully
<hielded,

The <ame cabinet and chassis,
with the addition of an allelec-
tric elock, is available at $536.50,
less tubes,

Detwils of the new Freshman
muntel receiver include the fol-
lowing: 6 tubes—3 221°.. | 227.
1 280, 1 215; dvnamic speaker.
2 stages of audio. halanced Litz
wire coils, impedence coupled
R.F. vernier dial. 215 power
outpnt.,
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A new

Victor

combination
_ﬁr ‘189:° complele

including Victor screen-grid
radio, latest Electrola, RCA
Radiotrons, and exquisite
modern cabinet ... all at an
unheard-of new low list price!

o |

Never before such a sensational combination instrument

at a list price so unbelicvably low-—the new Victor R-17

—including the popular new scrccn-grid Victor radio

. a superb Electrola with the famous Victor pick-up

and inertia tone arm . . . a strikingly beautiful modern

cabinet . . . complete ser of RCA Radiotrons . . . all for

$189.50 list . . . nothing else to buy . .. and despite its low
price—every inch of it built to Victor's high standards!

The trend is toward combinations. Watch this onc¢ SELL!

VICTOR DIVISION
RCA VICTOR COMPANY. INC., Camden, N. J.

A Radie Corporation of America Subsidiary

RSy
\ 'HIS MASTZR'S VOICE"
G usioe o

. . Thela'king Machin-
To secure the best service to your reply, be sure to mention EUSFHINLE
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The Electric refrigerator
you have been waiting for

—The Leonard Electrie is the new-
est creation of the 350-vear
pioneer and 18-year leader of
home refrigeration.

—kxactly meeting the needs of
radio dealers—it will help you
hold your business curve steadily
through the vear.

—"“Package merchandise,” built
for “over-the-counter” selling.

—No service problems for vour
dealers.

—Two models. covering 809 of
the household electric refrigera-
tor market.

—A unit with 17 vears’ develop-
ment behind it. 12 visible
demonstration features.

—Moderately priced. You can sell
it at a profit.

—And electric refrigeration iu-
stallment paper is the hest in the
whole installment field.

| EONARD é/’/‘/f/{f

WITH CERTIFIED REFRIGERATION

The February 28 Satarday Evenoig Post (outl Feh. 26) will carry the 2-page l-color announcement of the Leanard Elee-
tric.  Announcements will also appear in March Ladies’ Home Journal and Mareh Good Housekeeping.

—Get ready. Get the Leonard Elevirics in stock. Write or w ire for details NOW,

LEONARD REFRIGERATOR COMPANY, 11260 PLYMOUTH ROAD. DETROIT. MICH.

lfﬁlﬂfgj@ﬁ,’qﬁ mentioned in your reply cives you a quicker answer.




THE Talking Machine & RADIO JOURNAL for February, 1931

5 ¢ 00 008 O 00 00 0 ¢ O PO D» OO OB OO ODOO OGS TS

The Refrigerator JOURNAL
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(Seetion of The Talhing Maciine & RADIO JGURNAL)

You must SELL the refrigerator
BEFORE vou demonstrate

00

Following many hours of contacting va-
rivus eleetric refrigeration companies amd
abserbing the “here’s what vou've got to
kyow” of refrigeration merchandising, a
JOURNAL representafive found himself
with a bookful ¢f notes. Sorae sound ob-
servalions were made by the executives
imterviewed. It wouldnt be amiss it the
radio dealers now maerketing refrigera-
tion lent their ears to them.

Don't think vou're gaing to sell refrig-

erators from the floor without bprelimi-
mry  work, was a conclusion deduced
from one executive’s remarks. “The ri-

div dealer.” emphatically stated this gen-
tleman, “in order to successfully n:erchan-
dise refrigeration, should buiid up an en-

tircly scparate organization of men to
specialize  exclusively  in  refrigeration
sales,  Selling refrigeration is somewhat

cGifferent from -elling radio. While the
refriperator might be classed as an elec-
trical appliance. it is the only electrical
anpliance that cannct be taken into the
home  and  demwnstrated.”

Expanding on  this assmmption by the
rudio dealer, that he can handle refrigera-
tion sales without painstaking preliminary
work. was Lawrence E. Mulloy, director
of personnel of Kelvinater Sales Corp, ir
Long lsland City. N. Y. Says Mr. Mul-
loy:  “Before any make of refrigerator
can be sold in the home, the idea of the
refrigerator’s cconomy. convenicnce, sani-
tary protection. ete.. must be sold thor-
agughly to the prospect. It is usually nac-
essary when calling to ask to see the hus-
hand, and it is recessary to sell beth
busband and wife on whatever make o
mackine vou are selling.  Usnally, it takes
three or four calls 1o thoroughly sell the
prospeet before tie appointment is mede
to come down to Inspect the appliance
on the showroom floer. Your bizgest com-
petitor in the modern home is Mr. [ee
Man,

“Some radio dealers have taken on re-
frigeration with the expectation that peo-
ple would purchase them off the floor as
they do radio,” centinued Mr. Mulloy.
“This is neot the case. Itefrigeration cam-
paigns arc successtul or unsuccessfuly de-
pending on the ampunt of hard outside
effort of special men who know therr
product.”

Therefore. cieetric refrigeration author-
it.es will tell wvou. it is obvipus that
the refrigeration salestuen who call so
‘requently  preparatory  to aclual selling
and lay the groundwork for the demon-
stration 1oust be highly trained special-
ists who knew how to put across thaer
Jjebs.

So that is somcthing for Lhe raudio deal-
er :0 remember—that le cannot sell re-
frigeration as he sells radio. Pre-arrang-
ing. pre-planning, and pre-demonstration
selling are absolutely neccessary if refrig-
eration i< to be merchandised properly.

ATING BREAKFAST WITH A RE-

frigerator manufacturer, he spoke

about some of the preblems, the main one
being to make a box good. guickly and

profitably.

The cabinet factory now has

600 men, working 9 hours daily, and turning out 1,000 cabinets,
dzily, against when they started of 2.600 workmen, running 15

hours daily, and making only 500 cabinets daily.

At the

mechanism unit plant, there are now 1,580 people working 9
hours, daily. and turning out 1,500 units a day, against 5,000 per-
sons, working 15 hours daily, and producing only 500 units daily.

HE COSTS OF MATERIALS GOING
into the refrigerator were cut down

by $18 im costs in three months, and at the
same lime producing a better refrigerator.
Labor costs were clipped to $12 per box.

The operating mechanism of this refrigerator has only two
moving parts, and is said to require 64% less electric current to
operate than any other box on the market. Such amazing
reductions in cests prove the value of production ingenuity,
and are assuring to distributors and dealers that they are
bandling a refrigerator of stamina. This manufacturer realizes
that excessive service is “wasted effort,” and he feels that by
eliminating 75% of all ice-box service it is the equivalent of
giving dealers an unusual profit and, at the same time, makes
it an excellent type of product for a jobbker to distribute.

00O

Apartment houses are o« maguet for
many radio-refrigeration acealers.  Haw-
ever, J. A. Ferrell, manager of dealers’
sales for Copeland liefrigeration Co. of
N. Y. Iac. warns that this field is too
competitive for the dealer to sell to at a
profic.  “Prevailing prices are such.” he
declares, “that it is @ matter to be han
dled in most cases by a factory branch.
The most that the refrigeration dealer
can hope to get out of this specialized
field is u salesman’s commission  tither
he completely sclls the apartment housce
himself or he splits with a salesman if
he has te call in help, the reasorn: for ihis
being that the margin between sules price

and factory cost is merely a commercial
expense plus  selling  commission and  a
small profit.”

The ridio dealer is advised to make
up his mind about refrizeration if he
expects to be in the swim. all of the re-
frigeration experts interviewed agreeing
tha: last vear too many d-alers made the
mistake of waiting too long. *“The radio
deafers have got to have their selling or-
zanization lined up right now?” asserts
Mr  Mulloy. *The selling of refrigera-
tors is really built up around a few key
men, and th-se key men have got to be
developed. Radio dealers must, there:
fore, be orgenized naw if they expect to
wet off tb a good start.”
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THE JOURNAL RADIO

ccevicopedia---

Tone
Con-
Trade Name Model Price trol  Tube Types
Apex 28-A $105.00 (tubes) Yes 3-24, 2-27, 2-45, 1-80
31-B $127.50 (tubes) Yes 3-24, 2-27, 2-45, 1-80
:1.C (Comb.) $175.00 (tubes) Yes 3-24, 2-27, 2-45, 1-80
31-D £185.00 (tubes) Yes 3-24, 2-27, 2-45, 1-80
54 395 00 (tubes 1-01 A, 2-24, 1-26, 1-71A
35 $58.00 (tubes) 1-01A, 2-24, 1-26, 1-71A
Automobile Set $75.00 (tubes) 2-24,1-26, 1-01A, 1-71A
em 70 $119.00 Yes 3-24,2-27, 245, 1-80
Atwater Kem 79 $125.00 Yes 3-24, 2-27, 245, §-80
75 (Comb.) $195.00 Yes 3-24, 2-27, 2-45, 1-80
76 $145.00 Yes 3-24, 2-27, 2-45, 1-80
72 $133.00 Yes 3-2t, 3-27, 2-45, 1-80
i 60 $97.00 3-24, 245, 1-27, 1-80
Audiola 70 $107.00 . 2-45, 1-27, 1-80
80 $119.00 , 2-45, 1-27, 1-80
62 $107.00 Yes 4
72 $119.00 Yes
82 $121.00 Yes 4- 45, 2-27, 1-80
Baldwin 40 $79.50 (tubes) - 2-24, 6-27
i
Baldwin 50 $99.50 (tubes) 3-24, 1-45, 1-80
51 $129.50 (tubes) 3-24, 1-45, 1-80
70 £129.50 (tubes)
$159.50 (tubes)
Hyduway $119.50 (tubes)
Balkeit $125.00
nin 69 £129.50
grml:' 8 70 $159.50
Lake 71 $192.50
Brunswick 15 8139.50 Yes 0, 4-71
22 §170.00 Yes . 1-80
42 Auto. Comb. $480.00 Yes . 1-80
S-31 §145.00 qu 4-24, 1-80
S-32 Comb. $265.00 . 1-80

Models 135.

58-B
58-A
60-D
60-K
62-C

Bosch

4)’ H

Auto Comb
Comb.

Amperion
Comb

Cardon 103

Capehart

Amperion
Club Comb

A\I’)

Carteret

Clarion 70

Table
Cleartone Highboy

Highboy

P'rincess
Mayflower
Windsor
Lafayette

Colonial

C-21
C-20

939 ((‘omh )
l' If
Buddy Boy
lmddy

Pal
Mate
Classmate
Director
Administrator
Arbiter

éoiun;l)i;l

Crosley

and

$139.50

$149.50

$275.00

£185.00

$145.00

80';5 00
3{7 50 (tubes) No
£59.50 (tubes) No
264,50 (tubes) No
£74.50 (tubes) No
£79.50 (tubes) No
£85.50 (tubes) No
$107.50 No
$112.50 No
$137.50 No

12 also in DC. .\In(I('I 15 |I\n |)|lh'l\

£159.50 Yes
$114.50 Yes
$195.00 Yes
$250.00 Yes
£159.50 Yes
f1te50 Yes
2150.50 Yes
15150 Yes
$154.50 Yes
$580.00 9-484, 2-81, 2-50
$234.00 6-48, 2-82, 1-80

3-24, 2-45, 1-27, 1-80

3-24, 245 12:,180

Yes | 1-45, 1-an

£79.50 (tubes)

Yes 1-27, 3-214, 2-

45, 1-80

Yes 4-26, 1-27,1-10, 1-81
Yes 4-26, 1-27. 1-10, 1-81
Yes 4-26, 1-27, 1-10, 1-81

£129.50

Tone
Con-
Trade Name Model Price trol Tube Types
Erla 85 $140.00 Yes 3-24, 8-27, 2-45, 1-80
37 $170.00 Yes 3-24, 3-27, 2-45, 1-80
88 (Comb.) $240.00 Yes 3-24, 3-27, 2-45, 1-80
71 £69.50 No 3-224, 2-27, 1-80, 1-245
72 $77.50 No 3-224, 2-27, 1-80, 1-245
73 $99.50 No 3-24, 2-27, 1-45, 1-80
Fada 47 Comb. $328.00 3-27, 2-45, 1-80
41 $218.00 3-27, 2-45, 1-80
42 $1590.00 3-27, 2-45, 1-80
44 $188.00 3-27~2-45, 1-80
46 $228.00 3-27, 2-45, 1-80
R2 £172.00 3-24, 3-27, 6-71
84 $201.00 3-24, 8-27, 6-71
81 $231.00 3-24, 3-27, 6-71
86 $241.00 3-24, 3-27, 6-71
Jesse French Mantle $49.50
ueen  Anne £89.50 No
Junior 2 G050 No
Tudor (Comb.) $129.50 No
General 31 $142.50 No  4-24,2-27, 2.45, 1-80
Electric 51 $179.50 Yes 4-24, 2-27, 245, 1-80
. 71 (Comb.) £285.00 Yes 4.2, 2-27, 2-45, 1-80
TRF §112.50 No 4-24, 2-45, 1-80
General Hepplewhite tubes)
Motors Sheraton ttubes
Late [Italian 213200 (fuhes
Queen Anne
Comb. Sros o0 (tnbes)
Georgian Comb, » tubes)
Little General (huihes
Graybar 00
770
900 (Comb.)
Grebe AH-1 §160.00
g AH-1 $1K0.50
AH-1 29
AH-1
SK-4
SK-4 £285.00
S}\ e Cnmh 84 0.00
Gulbransen  Champion 161  $130.00
Champion Jr. $91.50
Minuet Es1.75
Howard Plymouth 3165.00
Consolette $185.00
Puritan s vlo 00
Hepplewhite )
Florentine 2-45,1-27, 1-80
Eothic 3-24, 2-45, 1-27, 1-80
Comb. -3 ’t 2-45, 1-27, 1-80
Kennedy Hi6
726 220,
626 $159.00
426 F158.00
526 F1469.00
32 ~139.00
26\ Comh,
w268 Comb,
Kiel K100 99.50 3-24, 2-27,1-45, 1-80
King 218 No list 3-24, 2-45, 1-27, 1-80
Leutz Seven Seas £275.00 No 3-24, 2-27, 2-50, 2-81

Silver Ghost

$2000.00

No 4-24, 4-27, 2-50, 2-81
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Tone Tone
Con- Con-
Trade Name Model Price tzol  Tube Types Trade Name Model Price irol Tub= Types
Lyric 11-D $92.50 Yes 38-24,1-27, 2-45, 1-80 . .4 i
4 190-D $119.00 Yes 3-24, 1.27, 245, 1:80  temnie g’;g'j‘f}e“e ‘(ﬁ 5,%
29-D £1.49.00 Yes 3-24.1-27, 2-45, 1-80 won
39-D Comb. F199.50 Yes 3-24.1-27, 2-45, 1-80 P ¥
69 Yes 3- 24. 1-27, 2-45, 1-80 630 £70.50
H-19 1300 Yos X L0 635 £116.00
-4 S139.00 Yes 1-50 i SO
H-29 5100 Yos I-s0 — — — —
11-69 RYRERUT Yes 180 Qrerling Mantel $69.00 3-224,1-45, 1-80
325 5 Yos L-xt Chorister $107.50 Yes 4-24,1-27, 2-45,1-80
365 Yes 1-50 Minstrel $123.50 Yes 4-24,1-27,2-45,1-80
Auto-Radio $70.00 No 3-24,1-27,1-71
Majestic 21 Yes -80 ... — o -
22 Yes -80
2 Yes 80 Stewart Raphael ?62450 3-24, 2-27, 2-45, 1-80
N o Yes 2453 * St. James 197.50 3-24, 2-27, 2-45,1-80
al (R 0ES > Warner Graham £137.50 3.24. 2-27, 2-45, 1-80
. - bes e Avon £99.75 3-24, 2-27, 2-45, 1-80
8 Brzsl (tolpes] Yes " *All feur models also avaHdable for DC and Battery Operation‘
163 Comb. $197.50 (tubes) Yes 15 5 (Comb.) $215.00 3-24, 2-27, 2-45, 1-80
Story & Clark 3¢ Yes 3-24,1-27. 2-45, 1-80
Marti I $199.00 No 2-24,2-27, 2-45,1-80 13 Yes 3-24, 2-27. 2-15, 1-80
) I 51 - Yes 3-24,2-27, 2-45,1-80
— Pefite (tubex Yes 3-21, 2-15.1-27, 1-80
. o $149.50 3-24, 3-27, 2-45, 1-80
McMillan 1 $169.50 3-24, 3-27, 2-45,1-80 ————— — = .
- Stromberg 10 $259.00 4-24, 2-45, 1-80
o . 11 (Convert.)  $285.00 4-24, 2-45,1-80
. A $118.50 Yes 4-24,1-27,2-45,1-80  Carlsen p 4 .
Mid West B $48.75 Yes 4-24,1-27, 2-45, 1-80 ‘l"; (Auto $355.00 3-24, 3-27, 2-45, 2-80
154.00 4-23, 1-27, 2-45, 1- : " -
i S 5 oo YNl Comb.) $645.00 $-24, 3-27. 245, 2-80
K £110.50 Yes 4-24,1-27, 2-45,1-80 635 $2q2:50 No =~ 824327 245
h £102.00 Yes 4-21.1-27, 2-45. 1-80 652 $239.50 No 3-24,1-27, 1-45, 1-80
M £.18.50 Yos 4-24. 1-27. 2-45. 1-80 654 (Comrd.) $369.00 No 3-24,1-27, 1-45, 1-80
k et : : ' 846 $347.50 No 3-24, 3-27, 2-45, 2-80
National Chassis 3-24, 2-27, 2-45, 1-80 o = = T e
Mantle 3-24, 2-27, 2-45, 1-80 Tom Thumb Midget $69.50 3-21,1-27, 1-45, 1-80
Transformer ) — - - ' o $69.50 324, 2-45, 1-80
] . 29 . ¥ . X p Automotile $95.00 3-24, 1-27. 2-112A
Orpheus g;: (Comb.) ;ﬁggg g_g:' ;2,; f:g }_gg $19.50 3-24, lr27. 2112A
. $112. S o l5 oV Portable 257.50
. -2 -9 - -
52 an_u)_o_ - 3-4.12..245.180 $65.00
- — £95.00
Philco 95 Comb. 1198.00 Yes 3-°4,3-27, 2-45, 1-80 == B e -
96 (Table Sety Yes 3-94,3-27, 2~45, 1-80 - —
96 $145.00 Yes 3-24,3-27,2-45,1-80  Vijctor R15 £112.50 No 4-24, 2-45, 1-80
77 Console 395.00 Yes 3.4, 2-45,1-27,1-80 R35 $152.50 Yes 4-24, 2-43, 1-27, 1-80
77 Lowboy $110.00 Yes 3-u4,2-45,1-27,1-80 R39 $185.00 Yes 1-24,2-43, 1-27, 1-80
77 Table Set $55.00 Yes 3-u4,2-45,1-27,1-80 RE 57 (Comb.) £285.00 Yes 4-24, 2-43, 1-27, 1-80
41 Highboy 3-24, 2-71A,1-27 R _— L e § _ _ o
41 Lowb 3.24, 2-71A, 1-27 .. .
41 Conso% 324, 2-71A,1-27  Victereen 345 $345.00 Yes 124, 3-27, 1-30, 2-81
Concert Grand 395 £395.00 Yes 4-24,3-27, 1-50, 2-81
Comb. £350.00 Yes 395 §595.00 Yes 4-24.3-27, 1-50. 2-81
Superhet. Yes 4-21, 4-27, 2-15, 1-80 — - — — — I
- — Westinghouse > £142.50 Yes 4-24,2-27,2-45,1-80
Pierce-Airo 724 Chassis No 3-24, 2-45,1-27,1-80 5 £179.50 Yes 4-24, 2-27, 2-45, 1-80
725 Chassis No 3-24, 2-45, 2-27 W7 Comb. 22R5.00 Yes 4-24, 2-27, 2-45, 1-80
727 Chassis No 1-22, 5-12 £112.50 No 4-24, 2-45, 1-80
Pioneer 100 2136.00 No 3-24,2-27, 2-45,2-81  Zenith i1 £185.00 Yes 3-24, 3-27, 2-45, 1-80
i2 8210 00 Yes 3-24, 3-27, 2-45, 1-80
/3 Yes 3-24, 3-27, 2-45, 1-80
i 2375 (Comb.)  §265.00 No 4 24,1-27, 2-45, 1-80 4 Y .9 i
1 es  J-24, 3-27, 2-45, 1-
Fisemieq 824 $78.00 424, 1-27. 215, 180 73 (Auto Rl
— — — - {omb.) $375.00
. 10 £155.00
3 12, 24, 2-27, 2-45, R
RCA Radiola % e 42492 2o son 180 1 £155.00
6 (Comb.) $285.00 12 §175.00
12 X 0150 (lubes) 24, 2-45. 1-80 A 3 57.50
B £ 57.50
c . 00" .N Jr— . ( 3 81.00
Republi 31 39. [ 3-24, 1-45, 1-80 D
P L M $59.50 3-24, 1-45, 1-80 — - _ -
31J $64.50 3-24, 1-45, 1-80
31L $90.00 3-24, 1-45, 1-80
3H £100.00 3-24, 1-45, 1-80
Comb. $175.00 3-24, 1-45, 1-80
Sentinel 10 $127.50 Yes 3-24,1-27,2-45,1-80
15 $137.50 Yes 2-24,1-27,2-45,1-80
3 $130.00 Yes :-24,1-27, 2-45, 1-80
11 $99.50 . 1-27, 2-45, 1-80
12 (Comh.) $180.00 3424, 1-27, 2-45, 1-80 CHANGES
9 (Comb.) $149.50 4-24, 1-27, 2-45, 1-80
16 £150.00 Yes :i-24,1-27, 2-45, 1-80
Silver 39 XI06.55 (tihes E 'C'
10 SP2non (tubes)
Marshall 11 S0 ctunes t
. B o
Simplex Gothic S50
Moderme 5150 C
Beverley £59.50 L k' .
591 $119.25 6-84, 2-82, 1-20
qparlon 593 $119.25 6-84, 2-82, 1-20 The Rapeo Radio Motor Generator sels are designed especially for E
600 $141.00 7-84, 1.30: 2-83 supplying 60 cyele aliernating current in D.C. distoets for um iting =
610 £141.00 7-84, 1-80, 2-83 ALCL radios, plmn-)-'r.uph—(unuhln.nlmnx public uhln ss wyst It £
620 $156.75 7-84, 1-80, 2-83 is available in 32, 11« and 220 volts at 125, 175, 250 watt capae mo~ ;
740 $185.75 7-84, 2-81, 2-50 Portable and furcishes noiseless reception. |
750 $222.75 7-84, 2-81, 2-5¢ tsk for Bulletin 103-C or ahout tervitory availabie.
870 3327.25 7-84, 2-26, 2-81, 2-50 IPMEN OMPANY
Automobile Set $115.00 T a2 RADIO POWER EQUIPMENT COMPA
420 296.50 2.24. 1-27. 2-88 427 Avalon Blvd., Wilmington, California
410 £56.00 (Los Angeles liarbor)
- T = = [THTTHT g
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Quality still paves the way
to increased profits

ITHOUT ballyhoo and without false
stimulant, the Cunningham Company
has planned a sound, common-sense sales and

merchandising campaign aimed to result in

increased profits for you.

Every effort is directed at helping you sell
more radios, more accessories and more
Cunningham Tubes at greater profits to

yourself.

Nation-wide newspaper and magazine adver-

tising, snappy window and counter sales helps,

and hard-hitting direct mail shots make up

Standard Since 1915

If you are not now on
our mailing list and re-
ceiving sales helps, we

shalle gladleoaddlyour E. T. CUNNINGHAM, INC.

name—just write us.

this tube selling campaign.

NEW YORK CHICAGO SAN FRANCISCO DALLAS ATLANTA

Tt O O e = =

e Tatkems Myrban-
2 EADIY PIURMAL

mentioned in your reply gives you a quicker answer.




Trinmum

A new featherweizht headset has been
announced by Urimun The complete head-
sef, consisting of two units, headband and
cord, weighs only 4 ounces—about one-
third the weight of the ordinary headset.
‘The case and cap are mouided bakelit:
Moulded in the case are six brass inserts.
Three of these inserts support the pole
pieces and magnets, thereby eliminating
the necessity af d-illing holes in the pole
pieces or magnets  The fourth and fi‘th
mserts support the {crminals of the cord.
while the sixth provides a mz=ans of fas-
tening the stay oord. thus avoiding any
direct pull on the cord terminals. ‘These
are entirely new features im this type or
beadset,

The magmet is 316 inches square
much smaller than the ordinary magnel.
It is of cobald steci, cadmiunr plated. Be-
ing cadmium plated, it is insured apainst
rust. ‘The pole picces are copper plated
to prevent rust formatiom.  After they
arc ground. the ends are lacquered. Tle
entire unit is <0 constructed and assem-
bled that it is entirely free from exposed
connections.  The cobalt steel magnet s
highly magnetized.

Magnavox

A nidget dynamic speaker, especially
designed for use with the popular minii-
ture receiving madels, has been anncunc:d
by The Magnavoxn Co. The speaker is
available for the distributing as well as
the manufacturing trade. Prices are
quoted F. O. B. from the factory.

Awmperite

]'
| 3

Selfwadjusting line.toltage control ready
to install in Victor, General Electric,
Radiola, Westinghonse and Graybar sets.

Insuline

The *"( onquey
batterv receivel
self-conlained,
head-phone ree
by the Insuline
former is %G

@
fr
ed
Iv  f?
uses she
densers an
for fme tunir
that the set is pd
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knowledge. No «
yrints, hook mp ¢
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model requires 1
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te
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one 4
no
is o
rest 1
ta make
or ground ¢
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1 nanim
spon?
Three hinitH
“sharp” and “lor
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wave A.C. or
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res sy addition-
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cing secure-
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i con-

dial.

ed
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~Ol-

Fiim re-

T it is said,

for “broad.”

n conditions

a4 or ground con-
a Complete
hone is self-con-

e miri ire suit-case.

13 inehes by 14 inches hy 7 1/2 inches and

weighing but 10 pounds. Suggested for
use in sickroom, hospitals, hotels, schools,
offices. for vacations, trips or at home

where a personal set for individual pro-
gram tastes is desired.

Glee-Heart

" YOUR HOROSCOPE
" PHONOGRAPH RECORD

TLIUSTRATED - { NBRF AR ABLE—Full 10.Inch Sice

They voice the words cf Astrologers, telling what yeu
sheuld o in business life; hew to win hapminuss and
presperity: whom you should marry and how fo kerp
healtny. They name your birthsong and sing it. Al
vaung men and women hou'd kmow their cestiny, or
«t leust what path they shou'd trawel. Ninety people
st of evary burdred proclamm the accuracy of these
unbreakable and m-st last-
ing of recorcs, which
play on any
phonogr.aph.

. " ‘wt oF
=7 know U
=< WHOS g

I'he Glee-Heart Record Co, Inc., man-
tfactures illustrated, unbreakable, flexivle
shenograph records, made entirely of cel-
iloid in a variely of colors The com-
winy has lined up several sels: a dozen
lornscope records to sell for =10, a set of
\evop Fables to sell three for 1.

The company, it is said. will pat out a
double faced popular disc to sell for 25c.
Glee-tleart records, aside frecm those sold
in se?s and the 25c. popular brand, will
be generally priced at 50¢.

Now in process of formation is a carpo-
ration which contemplates the merchan-
dising of a home talkie machine.. The
machine, embodying the four principles of

motion pictures and scund, either seperate
or synchronized, radio reception snd home
reeording, has already heen pertected, it
is snid. and awaits the trade name o be
decided upon when the corporation has
become a reality
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inancial....

TALKING MACHINE, RADRIO AND ALLIED STOCK QUOTATIONS
1930 ! 1930 1930
Hligh. Low, Last Thagh, taw, Last High. Low. Last
Arcturus 24 ) 7 Formica i 25 23 | Potter 17 5 :;
Atlas Plywood 24 9 9 Gien. Bleetri LN 2 (5] ‘ Q. lg, .\.. :'. 2 l-l
Atlax Stores 36 8 9 |Gold Seal Ble 6 1| Radio Corp o .
Aute Mus, Inst 1 : 2 Grigsby-Grunow 25 3 + | l(.ul!u-h:-nh Orpheun ..:(i 1t y
i-.“,k. ] 1 1 Hazeltine 3 1t 1~ | Radio Prod 23 : 5
Cocn 1% 3 g Hygrade 32 1 22 I -jllil'rlf~l“ 111 : !
Colmhia Grap. s 7 0| Rellogs ! ! b ::‘_””“ ! o ED iR
: s 5 Ken-Rad 15 + 3 ewart Warner 7 )

Crosley w2 . 8 5 lower ) 1 1
De Forest Radio $ 2 2 Fenngoy = = =a United Am. Boscl ) 15 18
Detroit Maj. Prod. A [ tl 1 Mujestic Honse i 3 1 L. 8. Radio Television 26 & 21
B 1% d [ Mugnavox V 2 2 Utah 1 9 3

‘hler Die Cast. 23 U i Nat. Union 1t 1 2| Westinghonse ® 202 RR 88
ll))::(h]illlil(";‘ ('()en. 13 ] 3 Perryman 12 1 1 Weston 19 18 23
Eisler 21 4 4 | Pilot 16 ‘ T Westark 21 ! 1
Elee, Stor. Bat. 79 48 58 PPolymet 19 ' | 3 Zenith 17 2 3

Rogers-Majestic

The corporation in 1930 had the bizgest l)m-emh.or sates in its history.
both as regards units sold and dollar value. President D. 1L McDougall
made the announcement that up to Dec. 20 the company had (]'une as
nmch business in dollars and cents as in all of December. 1929, which had
heretofore been the greatest December in the history of the company.
Ile further states that the increase has been accomplished without any
special promotional effort on the part of the sales staff and without price
reductions or other unusual inducements. o

‘Ihe company is in strong liquid position, it is stated.

Hygrade Lamp

Preliminary indications are that net far the full yvear. after all charges,
will he in excess of £690.000,  After allowance for preferred dividends,
balanee available for the 117.68¢ shares of no par common stock will be
in the vicinity of £1.90, This compares with net of §519.910, or $3.41 a
common share, reported for 1929, .

Sales for the past year will show an inerease of 50 per cent over 1929,

.'...‘.O‘..."..
WARNING TO BUYERS
OF ADVERTISING

Please do not be confused by similarity of

trade paper names. Be sure to order your

“copy” in

TheTalking Machine | TheTalking Machine | TheTalking Machine
GRADIQ JOURNAL | ¢RADIO JOURNAL | ¢RADIQ JOURNAL

o [ o

which has a greater circulation than all
these “somewhat similar name’ papers put
together.

Don’t be “sunk” “Remember the
Maine”” and Remember the name @ @

k o ©
c0o 0000

The Talking Machine & RADIO JOURNAL
GLAD. HENDERSON, Editor
5941 Grand Central Terminal, New York

Journal rate for reaching dealers is $10.60 per
thousand—the livest reading and the lowest “rate”
in the radio trade. Size 9 x 12 (type size 7 x 10).

® 6 6 06 6 06 06 06 0 0 O

Copeland Produects

Period Ended Oct. 31 12 Mos. %0, 10 Mos.'29

Net sales ..... .. ...... .. $4,200.189  §3.044.394
Cost of goods sold .. 256,445 2,009,715
selling, general and
engineering, serviee and purchasing expenses 1,196,503 718,071
Other deductions .. .. e 110112 107,602
Net profit A .. I $107 058 $209.007
Isarnings per share on 101,091 shares elass A stock
(mo par) £1.05 X265

Condeased Consolidaled Balawee Sheet Oct. 31

Asxels - 1930, 1920,

Cash $119.526 $16,114
Notes and aceounts receivable as16.810 372,836
Inventories 413,618 320 88K

Real estate not used in business g
Officers and employees' accounts

sandry notes and accounts, &e.

Impts to leased prop. and deposits on leases
land ... . .0 oL L.
Buildings, machinery and equipm
Patterns, dies, jigs. &e.
Deferred charges

T.831

Total

Liabilities—
Notes payable
Accounts payable
Accrued  expenses

Reserve for contingencles 10,000 30,000
T.and contraet payahle 112,599 120,000
Capital stock . €1.0435.017 937978

Total £1,701,512 $1.228.817

a After deducting £35.205 for allowance for doubtful accounts,
deducting 52,533 for Iand eontraet payable.
ciation of $R0.581. X
resented by 101,00
no par vale,

b After
¢ After allowance for depre
d After allowanee for depreciation of $36.537. ¢ Rep

(~lu<i A shares and 234,980 <lasx B <hares. hoth of

Kholster Radio Corp.

. A recommendation that an offer made by S, . Woodward Co., Ine.
m\'cs.lnwnt bankers, of New York, he aceepted was recently nppr()ve(f
l):\' Chaneclior J. O, Wolcott, of the Delawiure Court of Chancery, Vice-
Chancellor Alonzo Church, at Newark, N, ... previously had approved
thfx. sale to the Woodward tirm. '

Fhe Woodward company plans to form a new corporation and issue
notes to the extent of $1.500.000, which would be taken by the Woodward
company at 80, Waoodward reserves the right to substitute notes for
an equivalent amount of new stock on a conversion basis of $0 a G.h'lrc
p:u‘rpont to be made as follow Fano0n0 on delivery of :|~:~'0|.G' Sll (;00:
000 lll.ﬂll'l‘(‘ months, and $2.550,000 within <ix months HNl;l: rlo(‘n'gu‘nir;»
tion of the new company.  Of the §1.500.000, three ereditors of the K(‘»'l-
ster corporation. to whom an aggregate of about $3.000000 is owed, are
ta reecive bonds in that amoun!, so that the capital invested by the .N'c\\
York bauking concern will be about $1,500.000. ’

I'he reoranized company will have 5,000,000 shares of common no-par
vatue stock, with no preferred.  Holders of common  stock, of which
about XI5.000 shares are outstanding, will receive one share of new
stock for three shares of old.  Preferred stockholders. holding 100,000
shares. will receive one of the new shares for two old preferred sh'.\r(w
held. In effect, the present stockholders will reeeive 323,000 sh'\rc; if
the reorganized company. h o :

The common stockholders'
.\‘h;’l‘rt‘s. endorsed the plan.,

) ‘Hlve“nc\\' (]'mnp:m.,\'.lms agreed to discharge all obligations of the old
:l:i \i\"(; J.:‘TLJJI.ul!:rtl.nlshntmn expenses incurred by the receivers appoint-

protective  committee., representing 180,000
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(7he Crosley Buddy Boy

is row The fasfest .fe//ing Radio

A personal rindier
recever

‘I'he cenler of the
f.omily cirdcle

Nexs ta an easy
chair

th a tabl

e Crosley BU DDY BOY

[—“R().\l thetime of its introduet:on. The Crosley BEDDY

BOY Eas enjoved phenomenas and amazing suceess,
Many midees radio receivers have heen pul on the market
but none have mel with such popular Tavor as this new
sensation of the Crosley line. Nevee betore has o radio
receiver so perfectly fitted in with the necds and require-

ments of a vast buying public.

The BUDDY BOY is equipped with Crosley TENNA-
BOARD, . flexible material not much thxker than a call
i card — Btted into the top of e el an entively new
and different development in radin coneeived and per
feeted by CROSLEY -utterly exclusive with CROSLEY.
Ii eliminates the necessity for both antenna and ground
when bringing in local. near-by and powerful distant sta-
teons. Thes makes The Crosley BUDDY BOY suitable for

wae 0y roont of sdutost any ome at e sile of i easy
chiadr. in the dinine room. in Lhe kitehen, inoa bedroom.
Folol mamigers are particularly enthusiasty: abeut this
radic wonder sinec it allows them to give their guests the
ullea in modern convemence b an extremdy Tow price

Withou! a doubl The Crosley BUDDY BOY ix the radio
sonsation of the vear, Tt regnires tiree Sereen Grisd tubes.
tvpe =24 one typc =350 and one type =80, Tt is housed in
s exquisively desianed one-piece cabinet of Repwoad B

[nvestigate this eadbo marvel, Its

public acceptanes s assured. Tts $ 56’
performance is renarkables s ey P
quisite heauty is breath-tuking. It

sells at the amazinedy Jow price of ¢ withtubes and

only oo Crosley Temaboard

THE CRCGSLEY RADIO CORPORATION

POWEL CROSLEY, Jr., President

Home of “the Nation's Station” WLW

CINCINNATI

Al=0 manufacturers of CROSLEY Battery Radio Reccivers, the CROSLEY ROAMIO Automobile Radio Recciving Set,
and the famous AMEAD RADIO

To secure :he best service to your reply.

e sure to mention %H,‘Lofﬂﬁ;?‘;i
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Servieeman
salesmanship

(For the serviceman who wants more money )

You ean double your salary by

adding SALES (0 SERVICE

HAT would vou think of your boss il
he insisted on selling only one model
of one make of radio and nothing
else? He has 1o have enough variety
in his store so that he can try to sell
every person who comes in.  Your
service work should be figured the
same \Vil'\.

Do you want to make more money? Go to your boss
today with this proposition. The chances are he’s sore
about the money your service department is costing him.
but here's something that will mean profit for both of
vou. Ask him if he will give you a commiszion on
everything vou sell and a split on every lead vou get
him. Then never make another service call that isn’t
designed to sell something as well as satisfy the com-

plaimt. .
You may know all there is about the insides of every

radio on the market and know mothing about selling
You may think you can’t sell because vou've never tried.
But if you are making ten calls a day and if vou do
nothing more than expose vourself to a potential buyer.
vou should add from ene to five dollars a day to your
incomte. It is not a matter of studying scientific sales-
manship or learning a line of patter. It is merely tak-
ing advantage of yonr nnique position in the radio field.

W hen we talk about vou selling we mean 2 whole lot
more than merely snggesting new tubes to the set owner
We mean that there is not a single item in the store
which von can't sell. Take electric clocks for instance.
You can easily carry one witlt you into each home vou

The Supreme Instruments
Corporation lLas developed the
Supreme Short Tester and Pre-
heater that net only serves the
purpo-e of preheating heater
type tnbes in advance of more
thorough testing, lrut also de-
tects open filaments and shorts
between the varions elements
of the tnbe.

As will be observed by the
accompanying iflustratiou, there
are eight tube sockets located
on the panel of the devire: sev-
en of these sockets being for
five prong tube: of the heater
type and the remaining sochet
taking care of all of the vari-
ons tvpes of four prong tubes.

The six five prong socket-
located to the right serve the
dual purpose of preheating

Supreme Announces
New Short Tester

and Preheater

go. Explain that it helps you check the cnrrent fluctua-
tions, then let the owner examine it while you fix the
radio. If the owner is at all interested. tell him he
can add it to his present installment payments. or
broach whatever other credit
allows

arrangements the boss

The same thing works with a midget. Wherever vou
call, they already have sets, but some of them vould be
sold a miidget also. Take a midget mio the home and
hook 1t up with the explanation that it helps you test
aerial and gronnd. Every now or then vou will sell
oue. There is no extra work entailed, but there is the
posaibility of a very atiractive extra pav check.

You are not limited in this work w the small extras
that you can carry. Has your boss taken on refrigera-
tors? Eight out of every ten homes you enter haven’
wot electric refrigerators. On every call, make it a
point to ask the set owner if he has one and if he’s in-
terested in one. The boss will be glad to give you a
split commissiont on any leads you furnish him in this
ntanner. Even a split commission on a big sale is worth
Iwo miinutes of voar time. i

It you will work this plan for all its worth there is ue
limit 1o what you can earn. Every dav you are going
into at least ten home: where vour presence has l_beer.;
requested and your knowledge is respected. You don’t
have lo_sell. All you do 1s expose your goods. Success-
ful service men throughont the country, who never sold
anything in their lives before, are drawing down pay
checks of the size you envy. Ask the boss!

leater type lubes in advance of
niore complete testing ang also
the detection of open filaments
and cathode to heater shorts.
Associated with each one of
these sockets is a small 24 volr
bulb, marked “F” on the panel
and a 0'5 volt bulb, marked
“K-H” on 1he panel; these sym-
bols designating respectively
“Filament™ and “Cathode-Heat
er”.

After removing from the
Short Tester and Preheater the
tube can be tested in whatever
tube tester mmy be in use and
the necessary tests completed
withcut the usual Joss of time
required in bringing the tube
up to the proper temperature.
Six tubes can be preheated in
the device at one iime.
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What's Troublin’® You?

Will you please fill in the questions below and mail this back to us immediately?
We want this information so that we will know even more definitely what you’re
up against in your store. Then we can give you greater help in solving those
problems.  Please rush this back to us.

Name ...
Address ... .. ... e
City ... State ...
L. What makes of radio do you sell 17. What type of advertising cvo-operation do you prefer?
2. What makes of tubes do you sel'? o National Magazine Adv.
3. What is the most salable price range of scts? . . Local Newspaper Adv.
. Do you sell Midgets? . Radie
5. Is the trend toward lower or higher radio prices? . Billboards
6. Are your profit margins satisfactory? . . . . Direct Mail
7. Is your radio department as protitable to you as other depart 1% In your opinion shonld the retail price be -given in a radio

. P - . manufacturer's national advertising?
ments of your business?

5 Yes
R you do not sell tubes, give your reasons:
No
g " i ; e . . - 19, What type of advertising co-operation do you eonsider the
9. Do you set aside special periods for contlucting special sales mosL usefub which a manufacturer can give you?  (Indieate
drives or eampaigns on Radio? . your 1<t 2nd. 3rd. and #th choice)
What seasons? National advertising
10. Indicate by numbers (1 to 3) what you consider to be the Local Adv. helps. such as newspaper electros

relative importance of the following appeals and inducements

i i ail Qe r Jiterature
in selling: Direet mail and consumer literature

I'rice Window and store display material
Design (leaaty) 200 Do oyou lave exelusive sale of your lines in your town:
Distance Bl
Reputation No
Manufacturer's  Adver. Waoutd you like to have?
Fasy Terms Yes
Trade-in Allowances AD
M What pereentage of your radio sales are made to replace old  21- Have you oy general vomments 1o make regarding the radio
market. competition, advertising. merchandising methods, ete. ?
radio sets? . What percentage to new users? Your general comments will ne helpful and greatly appreciated :
12, What., in your opinion. are the obstacles which have to be
overcome before more sets can he sold?
..... . 22, Dooyou sell refrigerators®
13. Approximately how many sets do you sell a year? . Vacuum Cleaners?
Tubes? e Clocks?
11 How Jong have you handled your present line or lines? Washing Machines?
1. What type of dealers are your hardest competitors in radio? Electric Appliances?
------------- Are you interested, and in what?
16, Which of the above type of dealers do the most business in
radio in your c¢ity, in your apinion: .

Please rush back to

THE TALKING MACHINE & RADIO JOURNAL
5911 Grand Central Terminal New York. N, Y.
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Only the NEW Silver-Marshall Superheterodynes have

an extra-ales fecture like the Extension Speaker

[ | Jack: —making it possible for the owner to have the
| receiver in the living-room und an additional speak-
| 1§ er in the kitchen, bedroom, the den, or anywhere in

l the house. The extension speaaker cord plugs right in-
to the chassis @ Naw that receivers sell “with tubes’

l — here is your extra sale! And it is an exclusive

' SILVER-MARSHALL FEATURE

COMPACT MCDEL —
eight tube {three screen-
grid) Superhetarodyne
chassis with every possi-

THE designer of the first popular

Superheterodyne in the whole world, the ble advanced featuie.

founder of screen-gric reception in Lists, complete, at

America, the first licensee to bring out
Superheterodynes exclusively, the man-
ufacturer of the famous £-M auditorium
amplifiers, short-wave receivers, tuners,
and auto sets—has lapped the field
again! He has produced a complete line
of powerful Superhetercdynes ranging
in list price (with tubes) from $79.90

CADET MODEL
to $124.90. Even the smallest of these /L — B Preyre
receivers can be ranged beside the most cabinet, powerful
expensive console set and out-perform ;;?:,;;::: f:f,’:,'s

it station for station and tone for tone. with tone control,
absolute 10 kilocy-

=le selectivity, local

1 Write your name and address on a corner distance switch
of this page—mail it to us —and we will iluminated drum
see that you immediately receive complete, dial. Lists, complete,

detaoiled data on this ‘extra sole” line.

$89.90

SILVER-MARSHALL

SUPERHETERODYNE
g9, .. RADIO ... V%%

3 : The Talking Machine
To secure the best service 1o your reply, be sure to mention bMDf’)JCLféﬁRL
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Model J-3 %GH.30
Complete with Tubes
Table extra
Other Models Ranging
to 8365 Less Tubes

L i
A \"3.:“‘

Tuning Dial

Lyrie, exelusively offers the dealer ghis
unique feature with which to stimufate
sales. A\ traveling spot of light follows the
indicator and under any lighting comdi-
tion makes the station mark readily
visible.

Automatic equalizer: Sereen-grid lin-
car detection; Whisper ning: Razor-
edge selectivity: four-gang condensor:
\up(‘l-d\n‘unu speaker: complete shicekd-
ingz. .. and many other advantages are
also featured in the popular LY RIC line.

THE Talking Machine & RADIO JOURNAL for February. 1931

Model J-8 S89.50
Complete with Tubes

LYRIC .. Product of Wurlitzer

G Sty ahead!

I YRIC'S success during the past year has been due
4 1o continuous vigilance. keeping in advance . . .
always anticipating th(' dealer’s needs.

\n everincereasingdemand for the Lyric line coupled
with a detailed survey of the market has prompted
the manufacture of these newest models . . . at a
price geared to present buying habits.

The advantages of the unusually high merchandis-
ing standards ('mploutl by the \ll- \nl(-l ican Mlohawk
Corporation are open in a few select territories. The
recognized value of a LYRIC franchise is such that
this opportunity will not be open long. Write or wire.

LY RIC rabio

"Product- of WUORLITZER

ALL-AMERICAN MOHAWK

The Taiking M 3ehpam

. SADID JCURNAL

CORPORATION, North Tonawanda, \. Y.

mentioned in your reply gives you a quicker answer.




Federated Convention Plans

Program Lists Many Dealer Problems
for Definite Discussion by Experts

The Fifth Ammual Convention of the
Natianal Federation of Radiec .Associa-
tions and the Radio Wholeselers' \ssoci-
ation will open on Sunday. Feb. 15th, with
the Board of Directors meeting. There
will be separate sessions for the dealers
and wholesalers.

Among the important topics discussed
will be the standard cost acrounting sys-
tem now used in Cnicago, dealers’ insur-
ance, trade-in problems. the Wisconsin
plan of examining and registering service-
men and tme pavment sales. Whole-
salers’ meetings will have uo speeches
whatever. The programs are as follows:

RADRIO WHOLKSALERS ASSN.

Monday, February 16, 1931

AM.—Official Opening hy
Alter, President.

Report of Executive Vice-President.

Round Tabkl= Discussion.

P.M.—Report of Tube Commnittee-

J. Newecomb Blackman.

Report of Set Committee—David F.

Goldman.

Round Table Discussion of Commit

ter Reports.

RADIO RETAILERS MEETINGS

Monday. February 16. 1931

11:00 A.M.-12:00 M.—Opening of Retail-
ers’ Session by Henry M. Steussy,
Chairman.

12:15 P.M.—Luncheon.

2:15 P.M.—The Trade-In Problem.
Financing Time Payment Sales.
Uniform Accounting and Cost Sys-
tem.

Discussion.
Tuesday, February 17, 1931

9:15 A.M.—Radio Retailers’ Insurance.
Service Men’s Problems.

Round Table Discussions.

12:15 P.M.—Lanche«n,

Tuesday, February 17, 1931
A.M.—Reports of Trafic Committee,
Membership Committee, Supplemen-
tary Line Inquiry Committee, Nomi-
nating Committee.

Discussion of Future Plans.

Election of Directors.

SPECIAL. MEETINGS

T.wcal Associations Secretaries
Mondayv. February 16, 1931,

92:00-4:00 P.M.—Tube Committce Meeting
R. W. A.

Set Commitice Meeting R. W. A.
Supplementary Line Tnquiry Com-
mittee R. W. A,

General €Committee Meeting R.W. AL

1:00 P.M.—Board Meceting of Redio
Wholesalers Association.

11:00 Harry

2:15

9:15

Forum—

U. S. Radio Renews National
Union Tube €Contract

J. Clark Coit. president of the U. &
Radio & ‘l'elevision Company ot Chicage.
mahkers of U, 8., Apex and Gloritone sets,
announced the renewal of his company’s
coniract with National Union Radio Cor-
poration for the shipment o1  National
Union tubes as exclusive equipment in al’
U. S. sets.

New Majestic Tube

1 mew wube is being used in
the new Majestic superhetero-
dvnes, three of them being
found in each of the six new
models. The tube is named the
Muki-Mu 31. and it appears in
the radio frequency. first detec-
tor and intermediate stages. It
is claimed to give less noise on
great volume and eliminate
cross-talk.

3-Day Meet at Ken-Rad Plant

Executives Burlew. Smiley and Dunning
Attend; Session s a Profitable One

With R. E. “Dick” Smiley in charge,

the three-day sales meeling oi The Keo-
Had €orp., held at the Ken-Rad plant in
Owensboro, Kv.,, on Jan. 19th, :20th and

21st, accomplished nuch that was vital
ard was voted by all present the mcst
“successful and crthusiastic in the com-
pany’s history.”

Beginning with a breakfast. followed
by a tour of the tube and lamp factory
under the leadership or II. 5. Dunning,
superviser of the gqumlity division, the Ken-
Rad sales force then went into a most
thorongh discussion of the various stages
of tube and lamp manufacture. Mr. Dun-
ning presided after luacheor at demon-
strations of Ken-Rad products, the dem-
onstrations solving many problems of the
meen in the field. At the evening banquet.
atterded by the personnel wof the engi-
neering and manufactaring forces, Roy
Burlew, president of Ken-Rad, presided.

Sales problems exclusively held the
stage on 'Tuesday, Mr. Smiley coneluding
the afiernoon’s formal meeting by out-
Iining the general policy and future pos-
«ibilities of the firm. Talks on the Ken-
Rad advertising program for the year
were given by Mere Sidener and William
Kegley. of Sidener, Van Riper and Keel-
ing, Iedianapolis,

Among those present at the three-day
convention were: G. tl. Gowen, G. W.
Dain, William Hieatt, W. A. Shearer,
Jr., C. R. Zimmer. of the Ken-Rad office
personnel: out-of-towners were: H. G.
I3lakes ee, Los Angeles; J. D. Fink, St
Louis; Newton Norman, Philudelphia; R.
J. Bork, St, Paul: Wiltmur C. Tillitt, Pitts-
burgh; T. S. Shpp, St Louis; W. A,
Power, Sioux City; Larry O’Brirn, Chi-
cago: Jahn D. Tebben, Chivago; H. J.
Lenicheck, Denver; Royal Smith, Dallas,
Ralph G. L.ohr, Muscatine.

Delegates to the Ken-Rad sales meeting in Qwensbora
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W. C. Grunow Leaves Majestic

Grigshy

Becomes

President and

Collamore General Sales Manager
=

William . Grunow has retired from the
presideney of the Grigsby-Grunow Co. and
the presideney of the Majestic Household

W. C. Grunme

Utilities Corp.. B, b Grigeby assunnng
these positions in addition to his chair
manship of both companies.  lerbert Ko
Young resigned as vice-president in chasge

' W. Collamore

of sales and James J. Davin resigned as
sales promotion manager.

Vernon W, Collamore, nationally known
through his important executive positions
with the Atwater Kent Mfg. Co. and the
RCA-Vietor Co.,, has  been  appointed

general sales manager of Grigsby-Grunow
Don M. Compton, previously connected with
the Al American Radio Corp. and  the
U, S, Radio & Television Corp. has been
clected  vice-president and  treasurer  of
hoth Ma jestic companiss, The appointment

-y

B. J. Grigsbvy

of Albert O Weiland in charge of manu-
facturing was announeed last month.

Mr. Grunow, with Mr. Young, Mr. Davin,
Frank  Delano,  Harry  Barlev.  Charles
Henry, Dr. Jordan and Sidney Arnison, is
making his headquarters at 221 North La
Salle St., Chicago.

Prohibits Radio Taxation

Taxation of radio set owners as proposed

by a South Carolina law has been pro-
hibited in 2 sweeping deeision  handed
down by the Federal District Court in

Cohimnbia, South Carolina.

| Cunningham Forces Convene

Better Business Conditions Ahead,
Cunningham Tells Sales Conference

A strong note of optimism marked the
four-day annual convention of  district
managers and salesmen of E. T, Cunning-
ham, Ine, radio tube company, held v
New York City on Jan. 9th to [3th,

E. T. Cunningham, president. who pre-
sided, outlined general prospects for the
radio business. In his opinion, the depres-
sion is definitery “past history™ and  the

future  holds  forth  c¢very  promise  of
steady, i slow, improvement.

Such topies as radio tube merchandis-
ing, dealer helps and advertising,  sales
stimulants, problems of tube design and
testing, warchousing, servieing and other
allied subjects were discussed by execu

tives of the Cunningham  Co, of which
there were many  present. including  the

tollowing: €. R, King, vice-president and

Two New Subsidiaries
for Sylvania

Fwo new subsidiary  companies,  jointly
confrolled by the Svivania Products Com
pany and the Nileo Lamp Works, have
been organized to handle Svivania lamps
and tubes,

I'he Syivanian-Detroit Company, located
it 169 W, Jefferson Avenue,  Detroit,
Michigan, has been in operation sinee De
cember 1, 1930, under the management ot
AL I Milk. He has been a member of
the svivania sales department for severai

vears, and is  very well known to the
trade

The  Svivania - Boston  Company. 161
Columbus  Avenne, Boston, Mass, took

over Sylvania representation in the New
Iingkind States, on January 1, 1931 Tt is
mannged by R. S Macarthur, formerly
asststant safes manager of the Svivania
Products Company, who ecame to Svlvania
from Boston. and has a close aequaintance
with trade conditions in that territory,

The addition of these two brings the list
of Sylvania subsidiary companies to four.
The Svivania-St. Lowis Companv., under
the management of John ¥, Mevn, and the
Sylvania-Chicago  Company, managed by
Frank J. Foster, were organized during
the summer of 1930,

Porter Sales Manager
of Pilot

Charles Gilbert, exceutive viee-president
of the Pilot Radio & T'ube Corp., has moved
to Lawrenee, Mass., where the general
offices and  factories of the company are
located.

Harold I Porter has been appointed
general sales manager, with headquarters in
Lawrence. Ro 1 Lewis is in charge of the
New York office.

assistant general manager; M. F. Burns,
general  sales manager, N Y.; Harry

Goodwin, distriet sales manager, Boston;
H. A, Edwards, district sales manager,
Minneapolis; E. R. llaines, Eastern dis-
trict sales manager, N, Y.: F. H, lLara-
bee, assistant distriet sales manager for
Western distriet, Chicago; J. W, Cocke,
district  sales  manager. Dallas; . R.
King, vice-president and assistant general
manager, NOY.o: Wo R, Cunningham, dis-
trict sales manager, Philadelphiag H. F.
Harding, distriet sales manager, Chicago:
1. F. Randolph, assistant  general sales
manager, N, Y.; K. Llovd Sutton, distriet
sales manager, San Francisco, and P. M.
Jefferys, district sales manager, Atlanta.

District managers and salesmen at the E. T. Cunningham. Inc., 1931 convention
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Sprague Offers Home
Talking Pictures

A home talking moving picture machine
will shortly be announced by the Sprague
Specialties Co., according to R. (. Sprague,
president.  Tweo models are planned.  One
will consist of a unit to plug into a radio
sct  for amplification and speaker. The
other will be complete with amplifier and
speaker,

For radio monufacturers who want to in-
corporate talkies with their sets, Sprague
will offer a projector and furntable anit.
According to Mr. Sprague, this talking
picture equipment will list at an attractive-
Iy low price.

.
Jules Smith Plans a
Group Trip
Jules Smith, the energetic and hmmorous
buyver for City Radio Stores, advises the
cditor of his plans for a two weeks' grouj
trip, members of the jeurney to be con-
tined to dealers engaged in the radio busi-
ness. Jules suvs that the purpose of the
assembly is for a vacation to escape the
rigors of winter, and cither Havana will be
visited, or some other beautiful city. Jule:
incidentally added that the aggregation
will be confined to solvent radio jobber:

and dealers. .

Train-Wreck Lindsey

Ship-wreck Kelly has a rival, known as
I'rain-wreck Lindsev. who found a trip
from New York to Atlantic City inter-
rupted by a train collision, which netted
him $80,000.00, Mex., and & due bill for a
lace curtained Atlantic City hotel. Trair-
wreck Lindsey's other name is “‘Jack”
Lindsey, and he is the sales gencralissime
ot JRC famous tubes.

a9

Capehart’'s New Year Meeting

Fort Wayne Was Seene of 2-Day Sales
Confab at Which Enthusiasm Ran High

A Ewoxday  conference, neld Jan. 2nd
and 3rd at the Anthony Hotel in Fort
Wavne, Ind.. at which cempany repre

sections of the coun-
try were present, started off the New
Year with a bang for the organization
headed by H. E. Caprhart

The Cepehart plant is now operating on
a night shift and business for this con-
cern is so good that additional plant ex-
punsion nas been found necessary.

sentatives trom all

Sales policies were held up for inspec-
tion by the assembled Capebart person-
nel, the rirst day’s meeting bemng climaxed
by a banquet and smoker in the main
dining reom of the Anthoay. Departinent
heads, foremen and factory group lead-
ers atterded this affair in addition to field
and office crews.

Jan. 3rd was devoted to discussions of
the Capehart advertising and exploitation
plans cevering the entire Capehart line.
Capcenari dealers. it was intimated, have

Columbia Baltimore Branch
with J. N. Brewster

A new  sub-branelh at  Baltimore  has
been established by the Columbia Phono-

graph  Company, located ot 3% South
Paca Street. J. N. Brewster is the man-
ager. operaling under the guidance of

Columbia’s Philadelphia hranch,

The arrangement supersedes the former
distribution of Columbia produets in the
Baltimore territory by Columbia Whole-
salers, Inc.

Maurice Landay, Pre

who President.

GREATER CITY
DISTRIBUTING 1O Inc

Tglkiny w.achine Jourmal,
Grarng Contral Terminal 3ldg..
Haw York Uity.

Ly deer Briggs:

rathr unusual especlally

L in your papers

32Cs Js

PHONES THELSEA 8310 1o a3ty

RADIO WHOLESALERS CORPORATION
22 WEST t2th
NIW YORK

Attentlon; iuw P Briggs

1 an sure you will be glad 10 know that our full
page adveriisement in your i®cember issue produced a resl order
of approximatel; Ton Thousard ‘1$10,000) Ddllars.

1 in any srade mediums.

1s order came trough The.Talking
auyer specifically mentioned the faot
' our paper.

t you to usa this letter as an excuse for

bet 1 do feal tkat you daserva some Gredit
rsistent way in which you inelist:'d that we try an ad-

Yoursyvery sincerely,

& %.’Colen, Treasurer
RADIO "HOLESAIERS COEPORATION

Beruard D. Colen. Traur
slsa Prepsdent.

MUSICAL PRODUCTS
D.STRIBUTING €O, lac

STREET

December 19th,1930.

We aonsider this
of our reluctance to advertise the

ke

some pleasant surprises in store for them
when Capehart field men eall or them.
In  his address, which concluded the
meeting, Mr. Capchart said:  “1Tne Cape-
hart Corporation has pioneered and are
leaders in the development and manufac-

ture of automatic phonograph combina-
tions and record-changing devices. It has

done a lot and will do a lot morc to bring
back higher resale unit prices for dealers,
which, of course, means bringing them
higher margins of gross profit.  Cape-
hart makes it possible for dealers every-
where to sell “I'wo-Profit’ merchandise.
1031 will see many prominent radio lines
containing Capehart record-changing de-
vices."

His advertising and merchandising pro-
grams for his line of instruments will re-
sult in an increasingly great demand from
a volume market now awaiting the “per-
feet home instrument.” Mr. Capehart told
the conference,

Despres and Jacobs Form
Colonial Distributors

Maurice  S. Despres and  Julian M.
Jacobs, well known in the Easiern radio
circles, have organized the Colonial Dis-
tributors Co. to distribute Colonial radio
to the New York and Newark trade. The
New York office at 122 Greenwich Street,
will be in charge of Mr. Despres. In
Newark, Mr. Jacobs will diree: his sales
organization from 96 Branford Place.

Radio Distributors Add
Refrigeration

The Midwest-Timmerman Co, Atwater
Kent radio wholesaler with headquarters
at Dubuque and branches at Davenport
and Mason City, lowa, has anncunced that
it is now distributing Kelvinator clectrie
refrigerators.

Escenbe Co., of Pittshurgh, ’a., has added
the Servel clectric refrigerater for dis-
tribution in its tri-state territory.

Trade Show Overflows
Four Hotels

The RMA  trade
Chicago the second week in
spread through the Stevens, DBlaekslone,
Congress and  Auditorium  otels, with
30,000 square feet of display space in the
Stevens ball room and exhibition hall.

scheduled  for
June, will

show,

WANTED

VACULM TUBE MANUEFACTUR-
ING ENGINEER

An established organization regquires the
services of a genernl tube  engineer
tamiliar  with  manutacturing  control.
Must bhe thoroughly experienced in all
phases  of tube manufacturing on all
types.  Must have matare judgment and
ba able 1o asswme responsibitity.  Box
CCB. ¢/0 The Talking Machine & RADIO
JOURNAL. Grand Central  Terminal,
New York. N. Y.
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SERVICEMEN-DEALERS

You need this Book/
THERE 1s a mine of in-

formation in this book just off the press.

Twenty two diagrams—showing re-
sistance circuits so arranged that you can
easily ‘“'shoot trouble” in practically any
old or new set made. There is an index
check list of the product of ninety nine
manufacturers — hundreds of models —
with the correct CENTRALAB RE-
PLACEMENT unit designated.

for

Now
the first time a mere handful of
CENTRALAB controls enable you to

service practically any set ever built.

Send for this valuable book at once.

Centralab

VOLUME
CONTROLS

CENTRAL RADIO LABOEATORIES
932 Keefe Ave.
MILWALKEE. WIS,

Enclosed find 25¢ Tor new \ OLLL ME CONTROL.
GUIDE.

Name .

\ddre-s

City State

IMaR
QR v S RS T Y ST e

OVER 1.000.000
NATIONAL UNION TUBES

PROVED WORTH IN

says J. Clarke Coit

PRESIDENT OF U .S RADIO &
TELEVISION  CORPORATION

STANDARD TUBES
FOR STANDARD SETS

I ERF is the definite proof of uniform quality.

One of America’s leading set manufacturers
has renewed their contract to ship National Union
tubes exclusively in 1931,

And there are many other endorsements of quality
performanee too . .. and just as sincere and foreeful.
National Union Radio Corporation ships more
tubes as standard equipment for standard sets than
any other excluzive tube manufacturer. We proudly
list among our eustomers such set manufacturers as
Crosley, Zenith, lehophone, Rola and Remler.,
Their enthusiasm and approval iz the result of
o0 . actual performance which has proven the quality of
‘ National Lnion.

Write and let us tell you how vou can capitalize on
the rapid success of National Union Tubes—the
Standard Tubes for Standard Sets.

NATIONAL UNION RADIO CORPORATION
400 MADISON AVENUE .. NEW YORK CITY
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—and why wouldn’t they?

“BUSINESS IS BETTER”
Say Coi’umbia Dealers

61

Dealers nandling Columbia Combinations
and Radios keep telling us that their sales
are on the increase. That people are buy-
ing new radios right now—that they’re just
buying more carefully, trying to get the
most for their money. And that’s the reason
such large numbers of them are buying
Columbias.

For the Columbia Radio line is “right” for
1931’s taste and purse. It is headed with
the biggest value ever ofered in Combina-
tions—Model 991. The model whose
magnificent cabinet holds both the famous
Tele-focal Radio and Columbia’s Automatic
Record-Changing Phonographk. Its Phono-
graph plays continuous programs from 10 or
12 inch records for half or three-quarters of
an hour. Yet this luxurious instrument
lists at only $325.00, less tubes!

And the other fine Columbia Combination

Columbia .

lists for even less. It comes without the
record changing feature. Beautiful cabinet
work in every detail, glorious tone repro-
duction of radio and records . . . and this
medel, No. 939, costs but $235.00, less tubes.

The same amazing Tele-focal receiver—the
famous 8 tube screen grid radio with no
deud spots on the dial—that’s in both Coium-
bia Combinations, is included in both the
splendid straight radio models of Columbia.
Model No. C21 is the handsome high-boy,
listing at $185.00. less tubes. And Model
C20 is the smart. graceful low-boy, retail-
ing for only $145.00, less tubes.

It's easy to see that selling is easier when
you're backed by this sure-fire radio line!
If you’d like further information on the line
or on any particular model, drop your card
tc the Columbia Phonograph Co., Inc., New
York City. In Canada: Columbia Phono-
graph Co., Ltd., Toronto.

Radios

1a

Colmmbia Phonograph Co., Inc., New York City
Canada: Columbia Phonograph Company, Ltd., Toronto

To secure the best service 1o your reply. be sure 10 mention

TheTatking Machine
4RADIO JCURNAL
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“DE WALD"

Miniature Companion of the Famous

&

For A.C. or D.C. CURREN
Licensed By R.C.A.

ACCLAIMED THE BEST MIDGET MADE

H
F

De Wald Cempanion
A.C. Model 524, D.C. Model 632

NINE POINT FEATURES lu New York City the most competitive radio market in the world, the
I Rugged chassis T Humless filter cir- DeWald Companion Receiver, has won leadership through sheer merit
construetion. cuit, t“'“l"“.":“f-' alone.  Public acceptance of
2 Triple s ; new type elec-
tl.ril){:; fcreen grid trolytic con- the DeWald grows stronger
3—Scrcen grid power f\lﬁ":im:m(A,('ngz:;t' daily  because every DeWald
d.‘.em‘:m" . of tubes. which sold is its own hest advertise-
4—Fine quality operate at maxi- ezl DeWald
audio system ren- mum of efficency. ment. You can sell the DeWalc
dering excrllent 3208 1 4n 1 =S ” 4fiiel OF INOUr
tona! fidelity. o Kac e under its own name or :
5 Large size elec- 3—42's 1--30 2 own brand—set your own list
tro-dynamic ANE" (DC_adz) and name your own profit. Some
speaker. 9- (Chassis is housed ¢ ¥ y .

ina  beaatiful . i still ¢ . Write .
fi-—Heaxy duty power burled walnut zood territory . pen ¢ Pierce-Airo Chassis
supply (AC 524). cabinet. for our proposition. ALC Mode, 724 D.C. Model 727

PIERCE-AIRO, Inc. 113R Fourth Ave., New York City |
|

MANUFACTURERS OF FINE RADIO SETS FOR TEN YEARS

>3
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J R RADIOC TUBES
Thoroughbreds of Radio

There’s no occasion for claims or
sales arguments when you sell JRC
Tubes. Like the real thoroughbreds
thev are, they prove by performance.
Put JRC Tubes in your demonstra-
tion set and invite your customers to
judge them—by tone quality and by
every other test of fine reception.

Write for details of
JRC Dealer Proposition

Sarled 1n

DU PCNT
CELLOPHANE

For your frofection J

f

JOHNSONBURG RADIO CORPORATION
JOHNSONBURG, PA.
New York: 55 W. 42d St. Chicago: 23 E. Jackson Blvd.

tw\w;u‘« A A AST \l\ﬁ\\"\ Vi

11 | ‘ ll it 'Ilnl ln||nm.|ul|m”|| Ml

il D. W. MAY. INC.

RADIO CORP. '“mm”‘lmml 393 New St

393 New St litt I,”' Newark, N.J.
N Saole  Distributors in
Newark. N J. \ Northern New Jersev
Sole Distributors in and Staten Iskud of
Northern New Jersey hilco Transilone
aad Staten Istand of Vuto Radio, andd
Philco Radio Philce Tubes.

MY D. W, MAY, INC.
DISTRIBUTING  CORP. 31 - 36 W. Houston St
122 Bleecker St N. Y. C. NG

Sole Distiibators in Manhattan

Sole Distributors in Manhattan and Brooxlyn of l‘h_il('()-'l"!';m.ﬂ
wnd Brooklyn of Phika Radio. tone Rad o, and 'hileo Tubes

MAY DISTRIBUTORS, INC.
351-353  Atlantic Ave. Brooklyn
Sole  Distributors ia Brooklyn. Quecns,

Nassou  and  suffolk Counties for Phileo
Radio.

1931 63

HOME RECORDING

Means More Profits For You

LIST PRICE
$25.00

lons microphone
Microphane as illus-
trated, 210 additional

ql)\”’.'”ll\(; that evers eustomer will want —THE PACENT RECORD-
V) OVONL Phonogragh records made at home with professional resalt< anid
wit ot the nevessity e evpensive apyparatus, Tell yonr coastomer it will
provide a peennnent albia of the vaices of his family and friends or radio
prozramin he wishes to preserve
THE PACENT RECORDOVON awsembly consists of the RECORDOVOX,
faraished with elips. aspeeial adapter and the selector switchillastrated above. to-
wetaer with the
ilhe~trazed with be suppled oaly when recuested. at an extra cost of $10.00 it
HE PACENT RECORDONON s desizued 10 nperiste with the pre praosed
e ol records which are available every where at a smadl eont. 11 in oo quality

eardam ennnecting cords. Price 825,00, ‘Vhe hand microphone

preaalnet. made by the manafacturers of talking pictars equipoent now operat.
ing mat=factarily in over 2,000 theatres throughout the world,

Publie Address Suate m Mannal containing last ninate data on amplifiers,
microphones. lond speakers. together with n-cful information concerning the
pliamiog of sound gystems will he sent free of charge upon reguent.

PACENT ELECTRIC CO..91 Seventh Ave., New York, N Y.
Pioneers in Radio and Electric Reproduction for over 20 years.
Licensee for Canarta: W hite Radio, Ltd.. Homilton, Ont.

PACENTI]

NO SUMMER SLUMP IN
COOPERATIVE WHOLESALING
FOR PROFIT!
COLUMBIA WHOLESALERS, INC.
APPOINTED AS
EX CLUSLIVE DISTRIBUTORS IN
MARYLAND DISTRICT OF COLUM-
BIA AND PARTS OF ADJACENT

STATES FOR

Norge
Refrigerators

(Product of BORG-WARNER CO.)
Liberal Discounts New Service Plan

Write Us for Territorial Dealer
Proposition.
ALSO EXCLUSIVE DISTRIBUTORS

for
1. S, Radio & Television Co. « A'EX Radio
FADA Radio, ineluding new Fada Midget
livgrade Klectric Lamps PHILCO RAD!O
lRobbins & Myers Fans TRANSITONE
Cincinnati Vieter =ans PHILCO TUBES
National Union & Arcturus Tuhes
and tull Jine ef Radio Aveessories

COLUMBIA WHOLESALERS, INC.
BALTIMORE WASHINGTON
I 32 S. Paca St. 1619 L St. N.W.




6l

Adolesecence
\\Cdllllg a suit W Ni¢ never

[, seems to fil—a suit  called
“Expansion”. \When Mother Manu-
facturer makes the length to fit her
boy six monthks from now and then
he doesn’t grow accordingly, the
cuffs are well frayed by the time his
legs are long enough. The boy goes
off whistling the latest tume, but
Mother is left to worry abont a new
suit.  Sometimes she gets excited.
and then we Lave Jumping.

\WWe are beginning to recoves from
one of those dumping periods.
Manufacturers are beginnirg to
realize that business at a loss of
both money and public esteem isn't
the solution. All in all, this period
or temporary insanity hasm’t been
harmful.  Five yvears from mow it

- will be as vague as similar past de-
pressions.

“Our adolescence has taught the
dealer sound finance. It has proved
the stability of the manufacturers
who have stayed on their feet. And
to the public it has brought tre-
mendous improve-
ments in radio at
dollar values never
before equalled.

ROM the business standpoint.
radio i1s =till i1 its adulescence,

Eugene Farny
President
All-American
Mohawk Corp.
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ell TUNG-SOL Tubes

Get a good profit to start
with and keep that profit
intact— frec fron the in-
roads of costly servicing!

TUBE sales will pay your
store rent if you go about it the right way.
First, pick out and stand by a tube of
quality and accepted reputation. That kind
of a tube is easier to sell—and it stays sold.
Tung-Sol Tubes are a quality product—
made to the precision standards required by
the leading Radio Set manufacturers in the
industry. Known as quality merchandise.
Advertising, consumer experience and
word-of-mouth recommendation has taken
care of that.

Tung-Sols give you a good profit on every
sale and, through their quality, protect that
profit for you.

Tung-Sol tubes make satislied customers

-the greatest source of profit to a dealer.

If you're in business to stay—stay with
Tung-Sol.

Write 1o nearest office for details.

TUNG-SOL RADIO TUBES
Licensed under patents of the
Radio Corporation of America
Manafactured by
Tunc-SoL Ravio Tuses, Ine.

RADIO TURE

Tung-Sols are the fastest heating tubes in the world,
active in six seconds, not thirty. They are non-
microphonic, cammot spuiter, howl or growl. They
are absolutely humless, nothing to mar the most deli-
cate programs. They’re matehed with micrometer accu-
racv—cvery tube exactly as labeled in perfect teamwork.

AUTOMORILE
NEADLIGHT RBULB

Tung-Sol Fixed Foeus Automo-
bile Bulbs are the safest and

RADIO PANEL BULB
Tung-Sol Panel Bulb for dial

illumination on radio cabinets,

TUNG

RADIO TUBES, INc.

Either A. C.or D.C. Its stnrdy
comstruction insures the user
of excellent dial illumination.

-SOL

NEWARK, NEW JERSEY

DETROIT

CLEVELAND ATLANTA

Branches
BOSTON

CHHICAGD

most cflicient headlight bulbs
in use. Their double filament
construction permits the driver
to control the light beam. They
plainly shew every bump, rut
or hole in the road. Safety in
passing and courtesy of the
road demand their use.

TUNG-SOI, MINIATURE BULBS
Licensed under General Electric Gone
pany’s Incande-cent Lamp Pawms
Manufuctured by
TuneeSoL Lavp Works, Inc.

KANSAS CITY

1.LOS ANGELES

To secure the best service to your reply, be sure to mention
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A New Era In Radio
Tube Merchandising

1931 ushers in a new era in radio tube merchandising. For the first
time, the radio tube dealer is presented with a constructive plan of
merchandising cooperation and sales assistance —THE HEADLINER!

It is a selective plan that should greatly stimulate the sales and
increase the profits of those RCA Radiotron dealers who are will-
ing to cooperate with us in our efforts to help them develop the
vast tube renewal market.

From the moment of its inauguration, the HEADLINER ENROLL-
MENT PLAN has been greeted with nation-wide enthusiasm. In
its first week of activity, more than 2,000 dealers had enrolled as
HEADLINERS—a flying start and a sure indication that thousands
more will soon be enrolled in the greatest tube merchandising
activity in the history of the radio industry.

Take advantage of this unusual opportunity. See your Distribu-
tor today and enroll as a HEADLINER.

RCA RADIOTRON COMPANY, INC. ~ HARRISON, N. J.

A RADIO CORPORATION OF AMERICA SUBSIDIARY
L3

RADIOTRONS

“THE HEART OF YOUR RADIO”





