RECORDS
CHANGED AUTOMATICALLY

Here’s an instrument that gives yon a real sales story to tell—and
a chanee to make a demonstration that will hold a prospect
spell-bound! The Brunswick Automatic Panatrope-with-Radio is
the complete home entertainment instrument. Active dealers are
also finding a ready market for it in clubs, fraternities, schools,
ete. They are opening up new markets for it in dance halls,

restaurants, and cabarets. where il is making profits as a coin-

(‘)pc'rzued source of enlertainment. ~ ~ ~ ~

BRUNSWICK

—lutomaltic

PANATROPE-~-WITH~-RADIO
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" There is nothing
finer than a
Stromberg-Carlson”

A NavE in Radio of permanent,
not transient, reputation.

RADIO receivers, permanent in
performance value and in
investment value to owners.

Pouicies that are permanent in
production and merchandis-
ing, upon which dealers can
count for protection.

OVF'R a period of more than six years the
consistency of \troml)erg -Carlson products
and policies stands out in the radio industry.

It is becanse thinking radio dealers know this,
that they are judging new and untried plans
by Stromberg-Carlson’s tried and tested plans
and policies, to a greater degree than ever

before. They are concentrating on the
Stromberg- Carlson line of merchandise
whenever they can quu]ify.

Stromberg-Carlson will always consider appli-
cations for franchises made by business men
of sound finance and judgment who want
intelligently to face a future in radio.

Stromberg-Carlson unsurpassed quality Receivers range in price from $155 to 8369. The Multi-Record
Radio (autematic radio-phonograph combination, electrical), $615. (Prices, less tubes, East of Rockies.j
Listen to the Stromberg-Carlson Hour Monday Evenings in a Coast-to-Coast Broadvast
of the Rochester Civic Orchestra, over the N, B. C. Blue Network and Associated Stations

STROMBERG-CARLSON TELEPHONE MFG. CO.,, ROCHESTER. N. Y.

Stromberg-Carlsor

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

Tre Talking Machin- H i iv i swer,
¢ RADIO JCURNAL mentioned in your reply gives you a quicker answe!
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¢ CeCo Tubes possess the distinctive feature of

retaining true tonal quality under full volume=*
CHARLES SFG AL, Co-Partner, Publix Radio Co., Philadelphia, Paz.

((BELI{EYEOGIE’SI:OOPIHK’ NOT!?!—Before enter-
ing the radio tube business, this Philadel-
phia dealer insisted on the CeCo franchise

..ze.—no CeCo—no store.We joined forces.
Their CeCo sales have gained month by
month—today 90% of their total business

is CeCo...at full list. This series of advertise-

4. ments tell its own story.
. facts not pmmises.”

I resident.
CoCe Manufacsuring Co.. Ine.
Providenee, R, 1.

4 D@ YOU KNOW?

1. CeCo tyvpes 866, 250, 28] are
used throughout the world in theater

and power equipment applieations.

2. CeCo Radio Tubes were nsed ex-
clusivelv in the transmitting and re-
L ceiving equipment of the Chicago
Radiophone Club to report the 1930
National Air Raees.

3. For prompt delivery, CeCo main-

tains warehouses at New York. €hi-

cago. Boston, Philadelphia, Cincin-
nati. Pittshurgh. ’rovidence, Toledo.
San Franeisco, Los Angeles, Dallas
and Springfield. Mass,

L ' Licensed nunder P.tenis of Radio Corp. of America
/ They’re Better orYou Don’t Pay!

To secure the best service to vour reply, be sure to nzention U TEINEINS
¢ s e 10 ) | e sure to nmention (RDIOJ("IFNAL
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Give you

Why SET-TESTED

Quicker sales
More profits
Greater satisfaction

THERE is one thing every set-owner wants
IIDO

they give perfect results in my particular set2”’

to know about the tubes he buys:

There is one way to answer that question
to his complete satisfaction: Tell him that
Sylvania Tubes have been tried out in a set
exactly like the one he owns.

That is what SET-TESTED means—to you
and to your customers. That is why sales
are quick, profits bigger, and complaints

fewer. You know, and the people who buy

from you know, that Sylvania Tubes have
been actually tested in every one of the
fine radios listed at the right —that they
have passed strict tests for tone, distance,
volume and selectivity.

Write at once for the Sylvania Certified
Test Chart. Dealers everywhere are using
it side by side with their stock of Sylvania
Tubes. Note for yourself how quickly tube
sales increase — how much less time you need

to spend with each one of your customers.

SYLVANIA PRODUCTS CO., EMPORIUM, PA.

SYLVANIA RADIO TUBES

Gl

The Tafking Machune

RADIO_JOURNAL mentioned in your reply gives you a quicker answer.

SYLVANIA INCANDESCENT LAMPS

Licensed under RCA Patents
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TUBES

I SILVER MARSHALL )
SIMPLEX )

i AUDIOLA ) I " GENERAL ELECTRIC ) I SONORA )

I }I GENERAL MCTORS ) I SPARTON )

I ATWATER KEN]T i I GRAYBAR ) l STEINITE )

I- " BOSCH ). i ~ GREBE | )I | STERLING )

I BRUNSWICK >l GULBRANSEN )I STEWART WARNER )

I CLARION ) i ‘HOWAIilD ) I STROMBERG CARLSON )

I COLONIAL ) I KENNEDY ) I VICTOR )

I CONTINENTAL ) I ) LYRIC ) I WESTINGHOUSE )

I CROSLEY ) I MAJESTIC ) I ZENITH )

l EDISON ) I PHILCO

I FADA )

Bl 0 e D

Thisistnenew A¢
Cortticd Test Chur,
givine comricte in-

lvaria

trustions for selectng
Stlvania Tube . togah-
er with 4 sigmed state-
ment by the Chief Ene

wiveer vf the Company,

SYLVANIA PRODUCTS CO. TMRJ
En porium, Pa.

Genlemen: Please send ., withoutoblication, your new Sylvania

S-t-TFested Chare tor casier tube sales,

Namic oo e

Add L S = CRySI Do
A DTS e e T S S S S S = o o e W ) T e

. . 1:
To secure the best service to your reply, be sure to mention l“%ﬁ;j&fém[
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THIS : EVTI?AEL IFV[IPR() Rr'I‘I‘A(I;g
ANNOUNCEMENTS

TO THE RADIO TRADE
DURING THE SEASON OF 1931

@® It is perfectly natural for those in the radio trade
who have watched the uniting of the Robert Bosch
Magneto Company with the American Bosch Magneto
Corporation to speculate on the effect of this merger
upon the Corporation’s radio program.

® The strength of the United American Bosch Corpora-
tion in automotive circles is greatly enhanced. As sole
American selling agent for Robert Bosch products, in
addition to the products of its own manufacture, and
with Robert Bosch, A. G. of Stuttgart, Germany, sell-
ing American Bosch products, a world-wide alliance
of two great organizations is created.

® Shortly, the new American Bosch Radio plans will be
announced in detail. They will be thoroughly construc-
tive and amazingly attractive, being grounded upon
the same sound policies which have steadily and con-
stantly built up a satisfied organization of dealers and
a pleased clientele of owners.

@ VWith no pressure policies or loss-incurring liquidation
problems, the American Bosch Radio plans for the
coming season become so interesting that no radio
dealer can afford to lay plans for the coming season
without considering all that is provided in the Ameri-
can Bosch Radio program.

UNITED AMERICAN BOSCH CORPORATION

SPRINGFIELD 2 : MASSACHUSETTS

Branches: NEW YORK + CHICAGO « DETROIT =+ SAN FRANCISCO

The . . .
:ﬁ;ﬂfb"jgu"ém mentioned in your reply gives you a quicker answer.

ey =

al



[ A

THE Talking Machine & RADIO JOURNAL for March. 1931

——
—_—

NEW PROFIT MAKERS
FOR THE SPRING SEASON

A new chassis
from the base

plate up.

A new and im-
proved circuit
and simplified

(lesign.

—

—
The new Mode! 73—an engineering triamph—
new in design and new in performance.

HE new Model 73 npholds all American

Bosch Radio traditions. It is quality radio
priced to place American Boseh Radio Dealers
in a thoroughly competitive position. Notwith-
standing the achievement of a I« wer-priced
radio, there is an added performanece value.
The Model 73 has ability and performance in
excess of its predecessors. American Bosch

has anticipated the trend by providing quality

It is lower-priced radio on a dealer profit basis.
If you want to enter into a profitable radio
program for the coming year, then you can-
not help becoming interested in all Amer-
ican Bosch has to offer you. If yvou have
learned the folly of trading dollars and are
now ready for an enduring and profitable pro-
gram, not only for 1931 but for years to come,

ask us for further details. To delay is to lose

*

radio at a never before approached low price. profit, Write today.

MODEL 73-A 7

COMPLETE
W TURES
This ixa big cabinet,
Height 39147, widih
267, depth 121"
with hundusome wa'-
nut patterncit vep-
eers and uattractive
decoratinns. Cone
tains the new 73
chussin,

FMODEL 73-B

99500

COMP'LETE
WITH 'UBES
Thisa modl bas »lid-.
ing doors. Heigh
11147 width 267,
depth 14147, Beau.
ifully patterned
veneers with attrace-
tive ornamemation.
Contains the new
73 chasas,

- {9

i r
e LAl
e

IX
L

Amerian Bosch Radio is licensed under patents and applications of R.C.A.,

R.F.l.., and Lektophone. Prices slightly higher west of the Rockies.

The Talking Mac hyne
RADIO _JCURNAL

To secure the best service to vour reply. be sure to mention
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cn-Rad

Fine Radio Tubes

Compare YOUR
Zube Set-Up with
the IDEAL

How do you know that you have a tube set-up as good as Ken-Rad offers? You can’t know

until you check up and see! And you owe it to ynursclftn make this check ...

C CHECK YOUR
KEN-RAD OFFERS THE IDEAL KEN-RAD | B r SET.UP

QUALITY The finest tubes made, assuring hetter demonstrations. v’

UNIFORMITY  The least variation in characteristics of any tubes.

REPUTATION A background as old as the radio industry—an

established reputation for quality and fair dealing.

A financial rating of AAA-1—a position that is fur
STRENGTH ther strengthened by the company’s old established

tamp business.

ENGINEERING A licensed tube—produced under the direction ot one

of the most able engincering departments.,

SALES POLICIES A merchandising plan that builds a profitable business

for you and protects vou on the business vou build.

NIXIBRIRINES

An attractive margin, and co-operation that enables
PROFITS Ein, !
you to make a profit.

v

You can make more money on Ken-Rad ‘lTubes—and you can add further to your

profits with Ken-Rad Incandescent I.amps. Write us for all the reasons why.

THE KEN-RAD CORPORATION, Incorporated, OWENSBORO, KY.

Licensed Radio Tubes and Incandescent Lainps
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"
Mighty Monarch of the Ais

The Value Sensation

of 1931!

Far exceeding even ils remarkable achievements
in values of 1928, Majestic surprises the indus-
try with a marvelous new tube—MULTI-MU
. .. an amazing new line of all-superheterodyne
radio sels ... including Static Modifier and
Automatic Volume Conltrol ... at prices below
that of T.R.F. receivers. MAJESTIC DEALERS
will make the profits in 1931 ... call or wire

vour distributor at once.

cMajestic

RADIO

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

The Talking Mac hyne
RADIO JOURNAL
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C€ROSLEY Startles the Radio World
with these Fast-Selling Radio Receivers

CROSLEY
SENIOR
SUPERHETERODYNE
(Pliodynatron) Series

The Crosley SUPER-
ADMINISTRATOR

The New CROSLEY 8U-
PER-ADMINISTRATOR
isatruly magnificent cabi-
net of thorenghly modern
design. Tt introduces a
new development i super-
helerodyne engineering

the PLIODYNATRON

a special oscillitor tube used in the eircait

1o eliminate harmful harmonies %109 50

and radiation, Sold at the low

Complete
with tubes

price of

The Crosley SUPER-
RONDEAU

The New CROSLEY
SUPER-RONDEAU is
housed in an exquisitely
magnificent cabinet, the
sides and top of which

are of genuine 5-ply wal-
nut veneer. The set and
speaker are the same CROSLEY SENIOR
SUPERHETERODY N (Pliodynatron)
chassis and newest CROSLEY full floating
woving  coil  dynamic  speaker as used
in The CROSLEY sSUPER-

ADMINISTRATOR. Priced $119'50

. Complete
starlingly low al.......... ..

with tubes

The Crosley
SUPER-SONDO

A magnificent, super-per-
forming clectriec  phono-
graph and radio set. Top
and doors are of genuine
J-ply walnut veneer. Tt

comtains the same highly
refined CROSLEY SEN-
IOR SUPERITETERODYNE (Pliodyna-
tron) radio receiving sel and newest CRO=S-
LEY full Howling moving coil dynamic
speaker as used in The CROS-

LEY SUPER-ADMINISTRA- $189-50
TOR. 1t sells at the Jow price of

Complete
with tubes

YO U'RE

The Crosley WIGIT

Only 1214’ high, 1114" wide, 93{"" dcep

STONISHINGLY low in price as il is, The CROSLEY
WIGIT incorporates THIREE Screen Grid tubes, type 43
power output, Neutrodyne circuit, eleetro power speaker, Mershon
condenser power pack, single tuning control, volume control, three
gang tuning condenser, and many other features usually expected
to be found in larger and more costly receivers.

Shipped with tubes in sockels, you need merely attach antenna
and ground connections, plug into 110 velt A. C. house current,
and immediately bring in any selection of programs you may wish.

The CROSLEY WIGIT fits inlo any surroundings hecause it is so
small and unobtrusive. Several in a home so that all members of
the family may have one. is not an unusual occurrence,

Get in touch with your Crosley distributor for $3 9-75

further information about this radio marvel. It
sells at the startlingly low priceof. .. ... .. o

COMPLETE
WITH TUBES

THE CROSLEY RADIO CORPORATION

POWEL CROSLEY, Jr., President CINCINNATI Home of “the Nation’s Station” —WLW

Alse manufacturers of the CROSLLEY Battery Radio Receivers and the CROSLEY ROAMIO
Automobile Radio Receiving Set

THERE WITH A CROSLEY
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A 3 §HUM OUTPUT OF TWO
o LEADING MAKES OF
el S CREEN-GRID TUBES

Compared to ARCTURUS

Hum At Normal Filament Potential:
20 Millivolts

Manufacturer No. 1 . .
Manufacturer No. 2 . . 14 Millivolts
Arcturus 7 Miliivolts

Arcturus shows 52% less hum than
average for all other tubes tzsted.

laborcn‘ory 1est_s

- R

With the increased sensitivity
gained by using screen grid tubes
as detectors, hnm must be kept
at a mimimnm.

In a recent laboratory test the
hum of Arcturus Sercen Grid
Tulies was compared with four
otherlcading inakes. Results were
startling. No tube sested showe:d
such freedom from hium as Are-
turws. Arctnrus Sereen Grid Tubes
registered 637% lcss hum than one
wel-known tube, as indieated in
the table by manufacturer No. 1;
50% less hum than another lead-
ing tube, (manufacturer No. 2).
The tubes of manuiacturer No. 2
were found to have lower average

hum than any other makes inves-
tigated with the exception of
Arcturus.

Unique construction features,
exclusive with Areturus, explzin
this unusnal record. The Arcturus
Unitary Structure method of
assembling holds all elcments
rigidly in position; gives extra
strength as well as improved per-
formance.

Thousands of radiso dealers have
profited by Arcturus gnality. The
clear life-like tone of Areturus
Tubes, combined with quiek
action, will satisfy your castomers,
too. Write your jokber for more
Arcturus facts.

ARCTURUS

' Jrte TUBE wit the LIFE-LIKE TONE’

ARCTURUS RADIO TUBE COMPANY, NEWARK. N. J.

q : T Machin-
To secure the best service to your reply, be sure tc mention 1""‘ “"""jufén";'t
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V1ctor produces
radio’s most remarkable

I

= I
r
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Victor Radio

value

The new Victor
5 circuit screen-grid
micro-synchronous
R-34...at $121 list,
with Radiotrons

ERE'S a fine radio built by Victor . . .
H an instrument that reproduces music
as it ought to sound. .. as only Victor tone
can duplicate it...a set with more than
enough selectivity to satisfy even the fussiest
radio fan . . . a set with more sensitivity than
the owner can use .. . a set with an extremely
popular cabinet that is built as Victor builds
a cabinet...a set with volume that whispers
or with volume that can fill a big room. ..
a set backed by the most respected trademark
in the industry. . . a man-size, full power set
of a type never before obtainable at any-
where near the price available to your cus-
tomers at only $121, complcte with Radio-

trons! Order from your distributor today.

VICTOR DIVISION

RCA Victor Company, Inc., Camden, N. J.
A Radio Corporation of America Subsidiary

o/
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\ SENSATIONAL NEW MODEL 68

Thc THIRD in the 1931 line of JACKSON-BELL Midgets.  The
ONLY excusively Midget Lsne in America. Big extra profit. No conflict

with your present lines. Profit proven by the experience of thousands

of Dealers and Distributors everywhere Dependable merchandise, pro-
5 O duced by an old established Manufacturer, pioneer and recognized leader

in the Midget field. Generous co-operation. Effective advertising. Sure-
fire sales plan. Write TO-DAY for proposition.

complete with 8 tubes

NEW MODEL 50 NEW MODEL 62
6 4 i

5 tubes (3 screen gnd). dy-

Model 68 Featuyes

namic speaker, tone control, n r . .
attractive walnut cabinet - - fected tone control. exquisite @) Sz " wollep
8x11Y.7x15" walnus cabinet 8”x11 4”x15” @ 4 screen grid tubes
! 50 ® local and distance switch
$ 50 $ ) ® luminated vernier dial
@ Magnavox dynamic speaker
complete with S tubes complete with 6 tubes ® push pull amplification
@ ‘mproved tone conirol
JACKSON-BELL COMPANY . . . LGS ANGELES, CAL., U. S. A. ® walnu: cabinet 19" x 117 x
) v
MANUFACTURERS OF ALL-ELECTRIC RADIOS . . . SINCE ;926 1632*

1 ¢ i 7 ure to mention [ACIN RS
To se:ure the best service 1o your reply, be sure to mention ;éﬁi)i(l)njOURHAL
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Look for
Practical

Quick Heaters

A radio set should start up in a few
seconds. But are you willing to pay the
usual price of short tube life and uncer-
tain performance? De Forest engineers
have eliminated the gamble by unique

design:

>

1. Full-lengthcathode sleeve, minimizing hum and
crackle. One-thirtieth usual hum level.

2. Notched insulator (patent applied for)
reducing bulk yet retaining twin-hole insu-
lator advantages.

3. Special hair-pin filament for neutralized A. C.
field. Lower operating temperature than coiled
type with freedom from brittleness.

4. Filament supported at twelve points. Cannot
vibrate to cause microphonic noises, Cannot
short circuit.

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 third of a series of debunking
messages dealing with 1931 radio tube
features. Would you like the entire
is ti AUDIONS

story at this time? DLFOREST

RADIO(O

RADIO TUBES

DE FOREST RADIO CO., PASSAIC, N. J. »

i e IR ANl s Rl B/ 1A 7 A e B B A L RS _ummwwmm~u%wj. J

After a|| theres no substitute for 25 yeors experlence

lhﬁgﬁ‘l‘(')"‘jmfém[ mentioned in your reply gives you a quicker answer.
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Service. ..
handling the job
to perfection ...

FLYER ELECTRICS

The Blue Flyer Motor unit. Induction
type, with silent spiral-cut fiber gears and
long oversize bearings. Gives correct
turn-table speed with all pick-ups and
under all variations of veltage and record
drag. For A.C.. operates on all voltages
and frequencies. l'or D.C., either 110 or
220 volis. Responsibly Guaranteoed.

Ontario  Hudro - Klectric
Power Comuwmissiou Ap-
proval No. 26835

OTORS built te dependahly iasure

the full enjoyment of the radio-
phonograph’s highest achievements. Year
in and year out. The popular Blue Flyer
and the Green Flyer.

They have abundant reasons for most
satisfactorily so doing. Always they have
been known for balanced efficiency.
Always for simplicity of design. Always
for dependability. Always they have con-
sistently met every requirement . . . kept
vight on preving their superiority.

The Green Flyer Motor unit.
self-starting, with automatic stop equipment optional. Similar
design, with spiral-cut fiber gears, long oversize bearings, open
construction and complete ventilation. Made to operate on all
voltages and trequencies. For D.C., either 110 or 220 volts.
Both the Green Flyer and the Blue Flyer are furnished as
shown, complete with mounting plate, turn-table and speed
regulator.

Only Flyer Electrics have their advan-
lages. Made by a concern with a quarter
century of experience in specialized elec-
trical manufacturing coupled with 15 years
of leadership in large scale production of
quality phonograph motors.

Spectally  designed for radio-phone-
graphs. Self-starting. with  abundant
power under perfect control. Made for

both alternating and direct current. Vsed
as the best obtainable by leading builders of
quality radio-phonographs.

In ordering samples. please
give voltage and frequency.

Like the larger Blue Flyer,

Responsibly Guaranteed.

Te(3ENERAL INDUSTRIES CO.

3111 Taylor Street. Elvria, Ohio
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ELLING IS EASIER WHEN

you're backed by this
GREAT RADIO LINE!

These beautiful Columbia machines offer your cus-
tomers more for their dollars than you can give them
in any other modern instruments. That's why this radio
is selling!

All models include Columbia’s unationally advertised
8-tube screen grid Telefocal receiver—the famous radio
with no dead spots on the dial. And each Combination

Model 991—The New
Columbia Tele-focal
Radio and 1utomatic
Record - Changing
Phonograph Com -
bination. List price,

$325.00. [

Wodel C21—The New
Columbia Tele-focal
Radio. High - boy
Model.  List  price,
S185.00.

also includes Columbia’s new Electric Reproducing
Phonograph—aeoustically and electrically the perfeet
record player.

Remember—this Columbia line has a price range that
helps you sell the greatest, most profitable class of pur-
chasers in the country. And it gives you machines
packing the beauty and performanee which will einch
a healthy 1931,

Model 930—The New
Columbia Tele-focal
Radio - Phonograph
Combination.
price, $235.00.

List

Model C20—The New

Columbia Tele-focal

Radio. Low - boy
Model.  List price. 4
$145.00.

ALL LIST PRICES ARE “LESS TUBES”

Columbia

Radios

“All Trade Marke l.r V.S, Pat. O41.;
YR U lng Rpurdaeo 413 7 ime20 ar o 00
Agoste 1910y e 13 4r Agosta 120 Mamy
Indunrial Roguments Bage Noo 10300, 20030y 207

The Columbia Phonograph Company, Inc., New York.
In Canada: Columbia Phonograph Company, Ltd., Toronto

The Talking Machine

TN entioned in your reply gives you a quicker answer.
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STANDARD EQUIPMENT

in more sets than
any other tube!

THE EXTRAORDINARY ELEVEN MONTHS
ACHIEVEMENT OF NATIONAL UNION

No radio dealer con offord te ignore
the amozing records thot have been estob-
lished by these precision-mode Notionol
Union Tubes. Here is the printed story.

ot o

IN () SHORT MONTHS!

From out of the mass of Independent Tubes,
National Union has quickly leaped to the top ...
’THE STANDARD TUBES FOR STANDARD SETS’’

TO THE RADIO TRADE: Who judges
radio tubes more harshly thar the set
manufacturer? On the tube that he
selects for his set often rests the public
opinion of his set . . . and hence the
success of his entire business. He sim-
ply cannot afford to gamble!

You know this fact . . . and that is why
the announcement that National Union
Tubes are standard equipment in more
sets than any other tube, must convey
a world of meaning to you. In March,
1931, Dr. R. E. Myers and his staff of 15
engineers from Westinghouse set out to
emanufacture the finest radio tube that
money could buy.

And now at the end of only eleven
short months National Union has
reached an enviable position in the
radio tube industry. Proof of this
lies in the fact that set engineers
have approved National Union Tubes
as satisfactory equipment for their
sets.

Such an acceptance is the result of a
product of unusual excellence, fair
- policies and vigoroussales assistance.
Dr.R. E M;"s: Vice- Does not the e¥traordin§ryll-month
President in charge of record of National Union assure a
Engineering still greater year in 19317

NATIONAL UNION RADIO CORPORATION
400 MADISON AVENUE - NEW YORK CITY, N. Y.

To secure the best service to your reply, be sure 10 mention l”s,'“g'}g'jg;,‘gg;;;
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TWATER KENT
RADIO

with the GOLDEN VOICE

PLAYING FAIR
with the dealer

ATWATER KENT looked far ahead at the very beginning of this season.
Did the Atwater Ként factory start with a great production splurge,
and /oad retailers up to the guards?

No! It controlled production from the very start, holding it to the
dealers’ needs.

Did Atwater Kent “dump” a surplus and cut prices, letting the
dealer "“hold the bag”?

No! Atwater Kent’s production control determined /n advance that
there wouldn’t be any surplus.

As a consequence of this foresight, the Atwater Kent Radio on the
dealer’s floor today is the latest, up-to-the-minute model—offered at its
full price, on which the dealer makes his fu// fair profit.

Dealers and consumers alike recognize the new Atwater Kent with
the Golden Voice as radio’s biggest value—the first choice of the best
prospects in every territory.

Dealers and consumers alike recognize the squareness of Atwater
Kent policies, as clean and dependable as the Atwater Kent Radio itself.

ATWATER KENT MANUFACTURING CO - A. Atwater Kent, President - 4700 Wissahickon Avc., Philadelphia, Pa.

TheTatking Machin~ . q . s
MINGEIGAY mentioned in your reply gives you a quicker answer.
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Glad. Henderson. Editor

Daniel Webster, Managmg Editor
Raymond Ganly, New Editor
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Aries, the hard-headed ram, in exescising
jurisdiction over March, definitely speci-
fies reason-why sales appeuals for u-e this
month. Buyer. are going to be in a rea-
soning mood. Get down 1o cases with
themr through -ome logical sale< appeals.

~EOEE NSS A CYRPT el
asma BEEL W
v,

HERE IS NO SUCH THING AS “A |

set worth $160 being sold for
$69.50” regardless of the former list
price. When a set is advertised at $69.50,
it is worth just $69.50 and not another cent
more. It is this irrevalent use of figures
for comparison purposes that misleads the
public into believing that “bargains™ are
being offered and which causes havoc with
the status of lease accounts. Many reasons
exist for the cutting of the original list
prices, but the primary purpose is to hood-
wink the public, for there are always found

a group of people with a Scotch complex. |

to whom the inference of cut prices arouses
the spirit of buying to beat the other
fellow.

HE PUBLIC DOESN'T KNOW

that the instant a brand of radio

sets is classed as ‘“‘distress merchandise’
that the manufzcturer, himself, acknowl-
edges that these sets are ‘“‘seconds”—and
many of them are “seconds”’—which auto-

17

matically makes them inferior merchan-
dise to the sets put cut as ““firs1s” and sold
at legitimate list prices. The public also
doesn’t know that many sets for “sale pur-
poses’ are built to order for sule purposes,
and while a smoke screen of “former list
priece $160” may be thrown into the adver-
tising, still these sets are nothing but
$69.50 sets (if they are advertised at
$69.50, or any other price) sold to the
dealer at approximate regular discounts,
based on the cut price. This is where the
public gets fooled, and the foregeing is
mentioned to aid dealers with lease ac-
counts, still being paid, the buvers of which
sets become wildly excited believing that
everything they see advertised is true. At
this point it takes reams of explanations
from the dealer to satisfy the cnstomer that
the Potomac is as quiet as sloganized.

T IS SO RARE TO FIND A LEGITI-
mate radio bargain that most sale ad-
vertising can be accepted for just what
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“sale advertising” is worth. So many
times, this sale advertising is done pur-
posely, with a dealer possessing only one or
two sets, and the salesman’s entire selling
job being devoted to switching the inquirer
to any model of any other set that might be
in stock. Then, while it was the lure of a
“bargain” that brought the customer to the
store, he buys another make of set at full
list prices. In the meantime, the deal-
ers who sell the advertised-cut-price-make,
have a serious problem on their hands
to stem the flood of impatient and worried
lease payers, whose only justification for
living is to see that “the dirty dealer who
‘gypped’ me is jailed.”

D EALERS CAN IMPRESS THEIR

past customers that in 999 of the
cases, there is no such thing as a $160
radio set being sold for $69.50, and that a
“bargain’ is as rare as securing a hot fried
ege sandwich at a church picnic.  The cus-
tomer may think that he is justified in com-
plaining, but when he learns the true facts
from the dealer, the customer ought to feel
happy that he has done business with a
dealer with staple radio sets.

ERPETUAL MOTION HAS BEEN
discovered by the tube industry, but

we hope this scientific revelation will be in-
cluded in the Wickersham report. This
situation is interfering with greater sales
of tubes and is making magicians out of
dealers. So cheesy have conditions be-
come that one tube manufacturer is start-
ing to mark tubes with a code to prevent
these Jesse James ancestors from living in
luxury at a tube maker’s expense. What is
inferred from the foregoing is that the
present conditions permit dealers to re-
place any tube at any time free. This
should be stopped entirely, or permit up to
a 5% exchange to the dealer on the num-
ber of tubes purchased. As it is now work-
ing, dealers are turning in tubes three to
four vears old, which they take away from

set owners at the time they SELL a set of
new tubes, and thus get not only the profit
on the tubes sold, but NEW tubes from the
old ones discarded by the customer.

F THE SITUATION IN THE PRE-
ceding paragraph isn’t rosy and

velvety, then the writer is Calvin Coolidge.
The perspicacity of these wise dealers is so
good that frequently they send back to a
wholesaler for exchange more tubes than
they buy in a year. With so many discarded
tubes being sent in for FREE replacement
—entirely unjustified and most amusing to
the dealer—how on earth can tube manu-
facturers ever buy a copy of the Saturday
Evening Post? Here is perpetual motion
existing with scientists unaware of the in-
ventive brilliance of the radio trade mem-
bers. The situation is the same as if all
the tube manufacturers engaged in a battle
royal with the prizes for the winners going
to the spectators. Just how much longer
will the tube manufacturers stand for this,
and why cannot a dozen tube makers get
together to induce themselves and all other
tube manufacturers to stop the leaky valve
of their profit heart?

DEALERS ARE VITALLY INTER-

ested in refrigerators and other
electric appliances, but outside of those
dealers who have taken on one of seven
makes, jobbers find that the dealers are
not sold on the brand names of the many
odd trade marks. Many of these boxes
have yet to make any impression as to value
of product, either in prestige or per-
formance, and this warning is again
printed to remind dealers of their ex-
perience in the past with the different
makes of radios. True, a huge market
exists for refrigerators, as the 20,000,000
wired homes with only about 2,500,000
boxes is the correct situation, but in spite
of this, only 309 of all refrigerators are
SOLD IN THE STORE. Very few people

wander into a dealer’s store asking to buy
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arefrigerator, as they have been doing with
radio. The first requisite for a dealer to
make refrigerator profits is to select a good
make (ask The JOURNAL if in doubt) and
become so dam sold on it that enthusiasm
oozes from every pore with the perspira-
tion necessary to make the szle.  The radio
dealers are just about getting weaned on
radio, and to become an infant again be-
cause of taking on a punk refrigerator, and
being obliged to go through that whole per-
formance of dragging on the merchandise
nursing bottle nipple in order to breathe
and live, would make even a wealthly radio
dealer look upon the future with misgiv-
ings. Don’t get excited abont refrigerators
unless you can secure a line that has a
sparkling re-sale value as well as name
prestige.

EALERS MUST REMEMBER THAT
it is the picture first, and the thea-

tre second, that makes box office profits.
No matter how wonderful the theatre may
be, a poor picture cannot be well sold. Ra-
dio dealers think because they happen to
handle some radio set that they are in the
radio business. Radio, as a set, no longer
astounds or amazes the public, and a set is
simply a piece of merchandise which must
be handled by the dealer because of its re-
sale value and net because of an arithmetic
contest in discounts or a quarter-back’s sig-
nals of 40-30-20-10-2-2-15. About half
the sets possess the intangible re-sale pow-
er that, added to a dealer’s own intelligent
activity, can result in excellent radio
profits.

T WILL BE A RARE RADIO MANU-
facturer a year hence that specializes
only on radio making and selling. Most
factories now can make all the radio that
can be sold during a year in three or four
months of factory activity. or less, but the
main reason is that it is also a rare radio
dealer that can stay in business and live
handling only radio. With the dealer’s sit-

0000000

WHEREAS. in times past manufacturers of radio
have been known to produce more units than their
markets could possibly consume

And. W HEREAS-—such overproduction resulted in
many cases from no fault of their established dis-
tributors and dealers to whom. howerver, the
resultant liquidation brought substantial losses.

THEREFORE—be it resolved that the Radio
W holesalers assoctiation request, urge and demand

that radio set manufacturers undertake to:
(a) Exert every precaution in market analysis
to most conservatively plan their produc-

tion program.
(b) Secure reports  from their distributors
weekly showing inventories on hand and
sales of units to dealers.

(¢) Eliminate as much as possible the element
of gamble or luck in calculating their poten-
tial sales.

Resolutton adopted at the mid-winter
Indianapolis R. W. A. Meetings.

00

uation demanding other products, the
wholesaler finds himself on the same
couch, with the manufacturer knocking on
the door. Nine different types of produects
are cited as “‘good” for being made by
radio manufacturers. If television were
ready to-day, it would take two vears to
build up proper broadcasting facilities, ex-
cept in two or three spots, but television is
bound to come sooner than is expected.
In the meantime, manufacturing and dis-
tributing of merchandise for the radio
trade must be conducted as if television
won’t ever exist, with the latter coming in
as a profitable-plus-line. Every use must
now be made of the present wenderful
radio distribution power of dealers and
wholesalers, which was created by the radio
manufacturers, and which is being recog-
nized by manufacturers of other products
as the livest group of merchants, capable
of selling any type of good speciality.

Car ]
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Growing pains

Retarded by legal difficulties.
radio nears technical adulthood

Extracts from copyright article in The Technology
Review of special interest to radio dealers and
wholesalers—Editor,

LTHOULGH radio  tele-
phony has been in use
for well over 20 vyears,
the last decade has wit-
nessed the development
of broadeasting, and with
it the growiih of radio
from an insignificant
unit in our econoniic svstem to a billion dol-
lar industry.  Including the amplifier field, represented
by the reprodncer cquipmemt uzed in the talkie thea-
tres and gronp-address systems, the annual output at
consnmer prices of the radio and vacunm-tube indusiry
i= $1,200,000.000. This is approximately the same as
the output of the rubber goods and tobacco industries.
or the amount expended by the combined railroads of
the country in their repair =hops<. Snch a prodigious
expansion nmst of necessity have heen attended by
many acute economic, engineering, and legal problems.
and even today as radio settles down to a reliuble unit
in onr country many of these problems still exist.

The listeners may be dismissed by the statement that
they desire free programs pleasing to their taste, with
a quality of reproduetion equal 10 the original and
free from offense.

Is the growth in radio mamafacturing heing made at
the expense of some other industry? Is the usze of a
radio reeeiver in the home eliminating that of musical
mstrnments?  Or is the dissemination of news by radio
supplanting the newspaper? At first there was a real
reason for raising snch questions: but is there any to-
day?

There can be no question that the novelty of music
by radio at first had its harmful effects on the sale of
phonographs. But phonographs are like radio: they
are not primary instruments, since they only repro-
duce. Todav we find the radio and the phonograph
combined. the one assisting and supplementing the
other.

What is obsolescence in a radio receiver? 1In the
carly days of broadcasting, advances were made <o rap-
idly in recciver design that sets hecame (uite nseless in
one or two vears. Does this situation still exist? No.

In a radio receiver. the operation has heen reduced
to single dial control for several years. From an op-
erating point. little improvement is vequired.  What
then, are the three points in whieh we should look for
improvement? They are: selectivity, sensitivity, and
fidelity. A radio receiver must be sufficiently selective
to enable it to separate the different broadcast stations
<o that the programs will not be mixed within the re-
ceiver. All modern receivers have a high degree of se-

l* -\ By H. B. Richmond

Treasurer. General Radio Co.

leetivity, and no radical improvement Is nec-
essary.  lmprovements in methods to accom-
plish’ this result are possible, but as they are
only accomplishing the same resuft, they will
not render sets obsolete.  Such concatena-
tions as Rudy Vallee crooning a love ballad
along with an Amos-‘n-Andy obbligate are
a thing of the past.

Sensitivities are now obtainable that were
of remote speculation a few years ago. Every station
that is received comes in with suflicient volune to op-
erate the loud speaker. The sensitivity of receivers 1s
so great that selection may be made from a wide variety
of stations. With the continuous extension of excellent
¢hain broadeasting, little is to be gained in extreme
<ensitivity; therefore, there is available in the present
et all that is required from a sensitivity viewpoint.

Wonderful improvements have been made in the
fidelity of veproduction in radio receivers. A thor-
oughly modern receiver handles a range ol frequencies
suflicient 1o give the equivalent of original tone (uality.
Only minor improvements are necessary i this direc-
tion.

This whole problem of stability has brought a new
problem to the radio mamfacturer. Ifis greatest sales
in the last threc vears came from the replacement of
obsolete sets.  This market will soon be nearly closed
1o him. since obsolescence will become but a very small
factor. He must look to the extension of the use of
radio, or, as has been the case with the automobile, to
the use of more than one radio in a home. This latter
situation is developing with great rapidity. No longer
i» a single radio set snfficient for many people, but radio
<ervice is desired in various parts of the home. The
simplest way 1o obtain such service, particularly when
a variety of programs is desired, is through the use of
more than one radio set. That this field is a most
promising one is evidenced by the fact that during the
enrrent radio season fully one million of the midget
or mantel-piece radio sets will be sold. A great many
of these scts will be sold in homes where rthere is an-
other radio receiver.

What abont televizion? 1t is still quite in the exper-
imental stage. but making excellent progress. It shonld.
however. be remembered that this is an entirely addi-
tional feature. It is something to be added, and not
part of an existing receiver. It is much the same as
adding talkies to the ordinary movies. It represents
additional equipment, and is ..ot merely an improve-
ment in existing radio sets. Becanse of expense. its use
in the average home i= relatively remote.




R. O. Foster

The JOURNAL presents
as prominent merchant of
our industry for March,
1931, R. O. Foster, Presi-
dent of Foster & Waldo,

March, 1931
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Qellmg radio

(0o schools

If the scehool board hasn’t the money
Kucher & Sehaeffer help them find it

Receiver and control to principal’s aj}ice, Chancellor
Junior High School

Schdeﬂ"el radio dealers in Irvmgton,
N. 4, recently turned in a nifty bit
of selling when they converted a
mere phonograph sale into a cen-
tralized control multiple speaker
deal.

: Hearing indirectly through a ser-
vice man that the Chancellor Grammer School in Irving-
ton was considering the purchase of a radio, these two
smart radio men immediately saw an opportunity for a
fine profit. “If only,” thev figured, “we could interest
the school in buying a complete centralized control mul-
tiple speaker radio equipment. That would mean the
sale of an Atwater Kent radio-phonograph combination,
several inductance speakers, a control board and several
other essential items. It would give us a dandy profit.”

They decided to go after the school job. It meant
that they had to convince Principal Staley, of the
Chancellor Grammar School, and the Parent-Teachers’
Assoc. The latter group had just staged a play which
had resulted in a good box-office showing. They had
the money to spend, therefore they had to be shown.

“You can have the combination installed in your
office,” they told Principal Staley, “out of harm’s way,
under lock and key.

“Along with the combination we can install a com-
plete centralized control multiple speaker system which
gives the principal access to every classroom in his
school. Without even stirring from his desk, the princi-
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Instead of being con-
tent with making the
sale af one radio.
these energetic deal-
ers sold the school
board a combination
and multiple speakh-
ers. The one sale is
leading ro others.

pal can give his entire
school what he censiders
the best in radio or record
music. The control panel
is located right by his
desk. With a twist of the
hand he can tune in re-
citals, symphony programs
and other highlights in
musical broadcasting for
the aesthetical education
of whichever class he
chooses. He can give the
higher grades special
broadcasts from Washing-
ton, lectures and talks by
figures of national premi-
nence and other programs
of great educational
value.”

This line of attack had ;
its merits, Principal Staley office. Grant NSChool,
of the Chancellor Gram- Cranford, IN. J.
mar School okayed the idea and the Parent-Teachers’
Assoc. voted to spend the money.

As a result the school is now equipped with all
necessary equipment, 3 multiple speakers are already
installed and Kucher and Schaeffer are planning to
offer free speakers to the classes of the school which
contribute the best essays on radio and broadcasting.
Each child, it is planned, will write his name and
address and the make of radio in hLis home on the top
of each paper submitted. Kucher & Schaeffer will
afterwards use these names as leads for fauture radio
business far and away above the cost of the speakers.

“Of course,” Mr. Kucher told the JOURNAL, “you
bunk up against trouble sometimes in soliciting this
brand of business. First of all, you find that the schools
don't, as a general rule, want to spend any money. Then
again, it is extremely difficult to get into the Board of
Education meetings. Often there’s politics mixed up in
putting across a proposition.”

Kucher & Schaeffer are hot after other school in-
stallation jobs. They have already been assured of one
large order from a school in their vicinity, but they
have been notified by the principal of that school that
it is up to them to raise the money—otherwise they
won't get the sale. They have every hope of landing
this order and are already contacting the local Kiwanis
board. The principal is already on their side and they

Control in principal’s

Speaker in the music
room of the Chancellor
Junior High School.

are confident of promoting
a social affair which will
net the money.

W hat these two enecrgetic
dlealers have done in their
home town, dealers any-
where in the country can
do. It might be best for
the dealer to organize a
special departmnent. even if
it consisted of only one
man, to sell schools,

’?adlo is mstalled in the hospltal of the County Prison,
Holmesburg, Philadelphia

'World Radio Histol



equipment

RADIO store can pick np some
extra money these davs by renting
out public address svstem equip-
ment. The firm of Mahr & Van
Nume, operating in Stapleton. Staten
Island, have pursued this source of
income for the past vear or so. They

— | express thcem=elves as being more
than pleased with the results and arc assured of “repeat
engagements” with many of the Island’s social and com-
mercial organizations.

mg this field,” stated M.
Van Name. “but it is well
to remember that the very
best appasatus is required
{or this work.”™ Mr. Mahr,
the mecchanical expert of
the firm, wtilized some of
his own ideas in assembling
and omntfitting the truck.

their way.

G. W. Mahr and H. C.
Van Name go after perma-
nent installation work, of
course, but concentrate
more omn renting out their
truck equipped with com-
plete amplifving apparatus
for out - of - door engage-
ments and on renting
amplifying equipment for
indoor dinners, dances,
socials, ete.

Their initial investment
in comipletely equipping a
truck to handle this “spe-
cial business” was $1600.
“This may seem a large
sum for the average dealer
who is thinking of enter-

B , —
R NEWLY DEVELOPED :
110 VOLT A.C.

CAR GENERATOR.

, ©

I'he equipmem inchdes
This keeps the money flowing Sampson amplifyving
devices, Wright DeCosta

speakers. Universal mikes,
a microphone pick-up, two
turmables by means  of
which records can be
faded one to the other, and
other items. The amplify-
ing horns or trumipeis are
located on the top of the
ruck for open-air broadcasting to crowds.

The running overhead is not very high. aceording to
Tessra. Mahr and Van Name. Two men generally make
nstallations while one man operates the amplifying
system. Shipping the equipment back and forth in the
ruck does not entail any great expense.

Charges vary, of course. One charge is made for
urnishing one mike and furnishing music to le
mplified over their equnipment; additional mikes hoost
he charges.

They’ve been renting their equipment three times a

week. Rentals are made to all soxts of organiza-

1 tions, including the following: The American
9 —— Legion, The Veterans of Foreign Wars, the

USING

110 Vot AC.CAR Y. M. C A, the Knights of Columbus, the
; Masons, the Elks, Chamber of Commerce affairs,
schools for graduation exercises, bov scout
groups for the awarding of prizes before parents
and friends, Staten lsland auto shows, churches
for socials and dances, private institutions, com-
mitiees conducting special sporting events, even
to politicians conducting campaigns.

At all of these engagements they get free pub-
licity plugs, the announcer mentioning the line.
“through the courtesy of Mahr & Van Name.”



F. D. Carson

The JOURNAL presents
as prominent manufac-
turer of our industry for
March, 1931, F. D, Car-
son, vice-president of the
Colonial Radio Corp.

March, 1931
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The midget
combination

This new instrument inereases
the unit and your record sales

By A. W. Calder

OW that the astonishment of midget
radio sets selling two for a hundred
dollars has worn off, dealers are very
keenly interested in finding some-
thing to take their
place.  Something
which will captivate
- — | the public’s interest,
something which will give a bigger
profit, something which will give a
continued profit, and something which
will give new sales arguments.

It is in answer to this demand that
the midget  combination radiec and
talking machines are being announced.
Several have already made their ap-
pearance and we are informed of a
number more “in the works™.  They
list generally under a hundred dollars
complete with tubes. thirty 1o thirty-
five doHars more than the midgel
alone.

The radio dealer will find that the
combination midget answers 4 number
of his problems.  With the vace to sell
midgets at lower and lower prices, the dealer was reach-
ing the point where his profit on the sale of a set was
less than on the sale of the tubes. The small combina-
tion helps him boost the midget prospect back up again
where profits are visible. A number of people who
want a midget chiefly because of its small size will
listen to the advisability of including the means of play-
ing records, After the loeal stations have signed ofl, or
when there is no dance music available as it is wanted,
the value of the combination is very evident.

Then follows the welcome sale of records.  In the past
few years, one of the biggest markets for records has
been to the owners of portable talking machines. These
instruments, selling from twelve dollars to well over
the fifty dollar mark, have created hundreds of
thousands of record customers. The midget combina-
tion will greatly add to their numbers. Many a “small
sale” customer has hesitated between a midget and a
portable phonograph. If he buys the midget, he's too
often gone until he needs new tubes. If he bnyvs the
combination, he comes back for both tubes and records.
Many manufacturers, noting the increasing popularity
of the large combinations and the automatic record

Haster Combination

changers, have forecast this 1o be one of their best
record vears.  The midget combination will add tre-
mendously to this estimate,

The midget combination is to the midget what the
high-priced model is to the console set.
It gives you the chance to build up a
sale.  Clever merchandisers have been
able to build up a very fair proportion
of their midget prospeets to console
buvers. With the midget combination
to bridge the gap, they should be able
to boost the majority of their sales.

Don’t think that the midget com-
bination is going to steal sales from
the high-priced combination. If your
prospeet is the kind to spend two
hundred dollars for an instrument. it
is certainly up to you to keep him
from the one hundred class. Sales of
portable talking machines were made
to people who did not want a big in-
strument. adding thousands of custom-
ers to the dealer’s list.

The combination midget. however,
will be frankly up to you to sell. Not
a customer should be shown a midget until he has seen
its . combination brother. Don’t think that they are
going to sell them-
selves. It is amazing T RSE |
the number of people ; e
in your city who have
never heard recorded
music eleetrically re-
produced. A com-
bination of any kind
doesn’t mean a thing
to them. It is dis-
tincetly yvour job to
make sure that every
possible person hears
and  examines the
combination midget.

Midgets have been
put forward as an ex-
cellent  second  set.
The combination 1s
doubly attractive to
the present  owner.

Remler Combination



THE Talking Machine & RADIO JOURNAL for March, 1931

N ow...let’s all pull together!

Now is the time when the
whole industry needs as
never before the sineere co-
operation of dealer, jobber
and manufacturer. We be-
lieve thai our dealers and
jobbers know that they ean
depend on Brunswick. We
helieve that we can depend
on them ... and we invile

BRUNSWICK RADIO

inquiries from other dealers
who are sceking a quality
line, strongly merchandised,

with a clean reputation of

three generations of men
behind it.

Brunswick Radio Corporation

MANUFACTURERS OF R ADIO, PANATROPE AND
THE WORED-FAMO!U'S BRIUNSWICK RECORDS

NEW YORK —CHICAGCO -TORONT®
Subsidiary pf WARNER BROS, PICTURES, nc.
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BRUNSWICK 1OWDBOY
MODEL 15

Armored chassis wenth d sereen-grid
tnbes and two $57s in parallel. Tae-
Selector and HluninatedHorizontal
Tuning Scale. Tone Lontrol. Cab
inet of seazoned and solected bust
walnus acith carved R I ‘3()50
ront panels. P

Other models R1T0:p Jees tiehes

To secure the best service to your reply, be sure to mention lhﬁx‘&')"ja’ém[
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60 girls -S40—=
1100 prospects

Polley made a complete radio
census of his city in a month

By Wilfred Redmond

— 1 HHE Girls" Round Table of the Fort
l Collins, Colo.. high school was re-
cently in need of funds to finance a
club project. E. E. Polley, local
Majestic dealer, learned of the =situ-
ation and came to the rescue with a
plan whereby the girls were able to
: replenish  their treasury while he
profited to the extent of several hundred new radio
prospects.

In return for a $10 donation to the club fund by M.
Polley the girls agreed to take a radio census of Fort
Collins and do a thorough job of it. This they accom-
plished in a month’s time. Of the 2600 homes canvassed
the radio data on 2200 was secured and filed to serve as
the basis for a sales campaign now under way by E. E.
Polley & Co.

The fact that 60 girls conducted the canvass proved
a tremendous ad in itself. The participation of such
a large numbey of representatives in the sales activities
of one dealer created intense interest. Such a campaign
in a city of 2600 howes could not fail to atiract general
attention.

The town was divided into zones two blocks in ex-
tent for the canvass. Mr. Polley went through the city
directory, established the number of houses there were
in each block, and then assigned a girl to each zone
with data cards corresponding to the number of calls
she had to make.

The questions asked were: “Do you own a radio?”
“If so0, is it a battery or an electric set?” “What is the
make?” “How old is it?” “Do veu use electricity?”’
“Do you tuke ice in summer?” The latter two (ues-
tions were put in behalf of the refrigeration sales de-
partment of the firm.

The cards are so filed that a salesman in search of an
afternoon’s sales work may find a likely neighborhood
to centralize his efforts in by giving only a lew mo-
ments to the file. By running the tip of hiz finger over
the edge of the cards he can instantly pick his field of
solicitation. In the upper left hand corner begin a row
of numerals running across the card. The first three
represent the salient prospect facts. If there is no radio
at the address a red line is run through the number.
“3”. A red line through number “2” means a battery
set, through number “1” an eleetric set.  The position
of the red mark on each card wakes it possible 10 get
an instant check on radio data in any neighborhood.
The cards are filed according to zones.

This card tells the salesman all about the prospect

“The system.” savs Mr. Polley, “simplifies sales work
immeasurably. The cold canvass which results in many
useless calls and unorganized solicitation which takes
a salesman hack and forih across the city chasing scat-
tered prospects are replaced in our program with in-
tensive catupaigns over small areas picked for the low
radio representation in them.

“Of the 2200 homes in our census files 800 show elec-
tric sets, 230 battery sets. and 1150 no sets. The method
we used in making our canvass had the advantage of
giving us a radio panorama of Fort Collins reliable be-
cause of the cpportunity it afforded for capitalizing up-
on the information obtained while it was still accurate.
With other canvasses we had tried we learned that by
the time we had finished our data was too old to be
representative of the radio prospect picture in Fort Col-
lins. Previous to sending the girls out as cenzus takers
we had allotted that activity to one man. Although the
leads he secured were usually more productive. he did
not cover the city fast enough.”

These files and the telepbone are used by Mr. Polley
to make tube checking appointments. The -alesman
first turns to the census files, locates an area having a
high percentage of old s=ets, then makes as many ap-
pointments fov tule checking on the following day in
that locality as time will allow. He arranges the time
of these calls 20 minutes apart where possible. With
this schedule he is able to plan and make a definite
number of calls with a minimum waste of time.
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EVERYBODY WILL BE THERE

Every branch of the radio industry will be at Chicago
during the week of June 8th. This will be the largest
gathering and biggest annual event of the industry.

Thirty thousand (30,000) square feet of radio exhibits
in Grand Ball Room and Exhibition Hall of Stevens
Hotel.

ADMISSION TO THE TRADE ONLY. NO VA.
CANT BOOTHS—ALL EXHIBITORS REQUIRED
TO SHOW CURRENT MERCHANDISE. The newest
and latest receiving set models and accessories will be
displayed and demonstrated at the show and in hotel
demonstration rooms, for the trade to see what the
manufacturers offer for the coming season.

25,000 radio manufacturers, jobbers and dealers ex-
pected to attend.

Reduced railroad rates—special trains.

trade about May 1st.
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T 2 ) Entertainment galore for visitors—Make a trip to Chicago
DY e foc business and vacation combined.

Apply now direct to hotels for room reservations.

Invitation credentials for the trade show will be mailed to the

BLACKSTON
HOTEL

R MA 7inde Sho

AND 71H ANNUAL RMA CONVENTION

”é

Official hotels—Stevens Hotel (headquarters), Black-
store, Congress and Auditorium Hotels, all within
sho-t walking distance on Michigan Avenue.

INDUSTRIES AND EXHIBITIONS

Radio industries, June 8-12—RMA, National Federa-
tion of Radio Associations and Radio Wholesalers
Association.

Music Industry Convention and Show—June 15-17.

Institute of Radio Engineers Annual Convention—
Juae 3-6.

Annual national “Furniture Mart” with 25,000 furni-
ture buyers, jobbers, dealerr and manufacturers—
June 1-15.

il
Wia! RADIO MANUFACTURERS ASSOCIATION |

11-W.42np STNY.CiTY 32 W.RANDOLPH ST. CHICAGOAUD-lTom UM HOTEL

To -ecure 1the best service to your reply. be sure to mention W—

ul'l%a ;d—m—m "",
‘CONGRESS HOTEL
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What vou
can do with
home t(alkies

I''H a nuwmber of the large Metro-
politan stores selling home talking
picture equipment. as outlined in
The JOURNAL two months ago,
several important  merchandising
angles emerge whieh it will be well
for the dealer to study.

First, perhaps. is the possibilities
of the sale of extra equipment. As pointed out by a
leading camera and radio dealer, installation of home
talkies for wall projection may mean, in addition to
the usual equipment, the sale of a speaker to go behind
the screen, a double pull switch for the speakers, and
extra tubes for the extra amplification. Another pos-
sibility is the sale of a small secondardy projector to
play the second reel while the first is being re-
wound,

J. W, Witherspoon, in charge of home talkie sales for
Wanamaker’s, and S. L. Sturz, manager of Willoughby’s,
are among those who insist that the small radio dealer
cannot afford to maintain his own library of films and
records. The inventory, depreciation
and service of such a library is
enormous. they point out. How-
ever, sound film service is
rapidly being built up to
assist the dealer.

S. W. Childs. manag-
ing director of
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Visionola is the latest contribution o
entertainment. Here at |asf_are Home
clear, ¢s ficker frae as those you see on Broadw
absolutely perfect in every detail. But the Vision
is more than that. It contains in one compact cabine

; e TALKIES e PHONOGRAPH o
Lalge e MOVIE PROJECTOR » RADIO »

Home Film Libraries. lue., reports a plan to give deal-
ers films on a 60-4 split on their feature rentals. The
dealer pays 3200 and is given 7 programs of five short
talkies, one program every two weeks and the privilege
of receiving three features if he has requests for them.
On silent filims, dcalers have charged $2.50 for one
feature for one mid-week night and $5.00 for the week-
end.  To make his profit, he must rent the feature four
times in one week or seven times in two weeks.

Dealers are advised to block book their features. If
the dealer can get four hlock-booking customers at $50
per customer for the series, his expenses are assured
Another plan is the chain rental. Each of five dealers
in five nearby towns receives three features at one time,
keeps them six weeks and rotates them with the other
dealers. Over fifty dealers throughout the eountry have
used this plan.

One of the equipment manutacturers, Visionola, plans
to distribute films through its instrument distributors,
which it is appointing throughout the country. Visionola
is now charging 109 of the rental charge for supply-
ing dealers with films. Columbia films and records
rent for $1.45 a night and Universal for $1.03. Pathe
films are considerably higher. In New York and
Chicago, this company is dealing directly with the
dealer.

Willonghby’s, who have 2,200 active film custonicrs,
have a coupon book plan. For $12.50 the customer
buys a book comtaining five coupons. Kach $2.50
coupon gives the customer a 2-reel talkie film for one
night. A lreel film and record remts for $1.25. The
same reel and record seils for $35.

C. 1. Hede, merchandising executive of Abercrombie
& Fitch, comments on the remarkable public interest
in home talkies. An instrument on display on the floor
is sure to stop a large percentage of the company’s cus-

tomers.  Of course, Abercrombie & Fitch cater
to a clientele which buys for cash and is ready
to buy its filns instead of renting.

One of the important sides of the home talkie
equipment s its  potential  industrial
market. Some companies reserve this
market to themselves, but it seems
certain that there are many local
industrial needs whieh can be
developed by the dealer.

1t must be remembered that
film and record must syn-
chronize perfectly for home

Every source of modern home entertainment in the
most compact, convenient form possible. The Visionola
is unusually simple to operate. It is contained in a
beautiful walnut cabinet The price is $550 less tubes.

talkies. hence any damage to
the film requires expert re-
pair.  Dealers will have to
educate cnstomers to eare for
rented films.
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Visianala radio employs eight tubes, three screen grid circuits and
-pull amplification with three Amertran tronsformers. The phono-

YOU MAY SEE AND HEAR THE
VISIONOLA AT ANY OF THESE STORES

Absrcromble & Fitch Co., Madison & &51h.81, (o 8 (< Siatachrotheis s iy s 41 W, d2nd St
The Asolian Company, Sth Ave.& Sk S, @  John Wonamoker, Broadway ot 9th S,

h uses the amplification end of the radio to give perfect tone re-
uction, A synchronous motor assures uniform speed. The movie

sctor is extremely simple to operate. Far use on your Visionolo there

ailoble an extensive tolkie library — comics, animated cartoons,
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Complete with
Guaranteed Tubes

THE NEW

RADIO

AN EIGHT TUBE

Sensationally New

Delightfully Different

Emphaticaily Better

ECHOPHONE, long recognized in the
radio industry as an instrument of the finest
proven quality in every detail, now chal-
lenges the world for superlative performance
superiority under all conditions.

Echophone s unique in the compact
arrangement of unit construction. Amaz-
ingly sensitive, it penectrates to extrzme
distances. Highly developed selectivity
permits you to USE its great power without
restraint or fear of interference by close-
in stations.

chophone

SUPER-HETERODYNE

ECHOPHONE RADIO MFG. CO., LTD.
FACTORY: 104 LAKEVIEW AVE. WAUKEGAN, ILL.
PACIFIC COAST WAREHOUSE, 968 NORTH FORMOSA AVE., HOLLYWOOD, CAL.

To secure the best service to your ly, be sure to mention JURETEIN N
y reply, e 1o e n (,EADK)JOUR"AL
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EXTRACTS FROM

If you’re not having a little fun every
day you're missing something.

The  American  jurvinan’s idea of a
proper verdict in a personal injury suit is
governed by the defendant's ability to pay
—he doesn’t dea! out justice, he merzaly
levies an assessment. '

A crook can’t talk fifteeen minutes with-
ont using the word “honest'y™ at least five
times.

:I‘he cmployee knows jus! lLow uch
!lell get on Saturday, but the employer
isn’t sure he’ll get anything.

- We wonder if the middle-aged women
feel any vounger after their hair has been
hobbed, say, a couple of years.

A friend has sent mic a copy of a bulle-
tin, written by a wholesale grocer and dis-
tributed amang his salesimen.

The subjeet of this article is “Nerve”
My friend thought very well of the senti-
ment expressed, and he expected [ would
like it, too.

Here is a sample paragroaph:

“It is just as easy to get a profit as not
to get it, previded you have the nerve to
ask it. The great big concerns in any in-
dustry are the ones which get good prices
for their products, They are in the high-
price class because they bave a high-class
nerve.  When your reason fails, vou use
vour nerve. When yvou get the sale up 10
the point of *What's the price? then is
when you need nerve. Nerve makes many
4 sale that argument wowd fail in clineli-
ing.  Every buyver will pay what a thing s
worth for the thing he wants. Lo bring a
buyer up to the point of wanting an article
takes salesmanship: to make him pay what
it is worth takes salesmansinp and nerve™

I can understand how a salesmanager,
weary of checking the orders of price-cut-
ting salesmen would be led to write such
an exhortatior. IHowever, I wouwld respect
hint more if he showed a sample of nerve
himself, and wrote something like this:

“Iereafter our goods will be sold at a
fixed price. No orders will be accepted at
prices lower than those shown in our net
list.”

THE Talking Machine & RADIO JOURNAL for March, 1931

Through such an order, a salesmanager
would automatically compel his representa-
tives to become salesmen and not poker
playvers,

No doubt every industry has trade cus-
toms to consider, but T have always
believed that a salesman, detached from
the home office and knowing nothing about
costs, is best off if he is given a net, fixed
price list, and told to scll his produet for
so much, no more and no less.

The only cure for price-cutting which is
at all effective is a detailed knowledge of
costs.  The man who knows his costs and
who knows where his business stands from
month te month is not tempted to sell his
product below the cost of production. or
helow the cost of production plus a fair
profit.

To ask more than a fair profit, just be-
cause vou think vou can get it, is not a
matter of nerve: it is a matter of high-
way robbery,  On the other hand, to tell
a buver who wants goods at less than the
cost of production to take the air, is not
a matter of nerve, either: it is a matter
of common horse sense.

Ilere is something we have thought of a
thousand times, but have never pul down
on paper: Men and women are drawn to-
gether by a law of attraction which secms
as divine and mysterious as the growth of
a flower by the wayvside.  As a rule we
find our mates between the ages of twenty
and twentyv-five. It we happen to be liv-
ing in Shanghai., China. at this period of
our lives, we find the one most desirable
person at a distance from our place of
dwelling which is not particularly incon-
venient for evening pilgrimages.  No mat-
ter how small the town a marrving man
will find a girl who, out of ail the
women in the world, he is convinced was
created just for him.  This has always
struck me as an extremely odd and in-
teresting fact—one of those facts that keep
us from taking ourselves too seriously.

Now that everyvbody is going to college
or trving to go, it is becoming clear that
a college education is not all that is was
once thought to be.

Not cvervone is fitted for the intel-
lectual life.  Many good boyvs and girls are
injured rather than helped by college,

Charles .J. Finger. a former railroad
operator and now a literary tarmer, the
father of six children, recently reflected
on the vounger generation. and said:

“Do not set too high a value on fthe
schools and institutions of learning. You
achieve no crowning triumph by sending a
boy or girl to college. Indeed, it is gro-
tesque and ridiculous to look upon mere
book learning and classes as a somcthing
to which all should be subjected,  First
build vour boy or girl.  First aim to
develop chavacter, First leave the child to
find an idcal, The rest will take care of
itself.

“One of my lads cared nothing at all
about the higher institutions of learning.
though his high school record was excellent.
His expressed aim was to produce the best
line of poultry possible. So. high school
being finished, he set to work, diligently,
industriously, persistently.  And he is win-
ning,  First at the local cxhibition, then
at  Fort Smith, at Roanoke, Va. at
Birmingham. Alabama, at the Missouri fair
—taking ribbons, winning swcepstakes, get-
ting a prize for the Grand Champion. And
there's quite as much done for society in
the raising of a good chicken as in writing
a sonnet.  Burbank stands as bigh as

Shakespeare. The world owes as much to
Stephenson of the locomotive as to Steven-

son of Treasurc Island. Henry Ford’s
invention was of as  positive and  dis-
tinct character as DeFoe's invention of

the novel. The growth of society must be
svinnetrical, and without nourished root
there can be no tlower. Over emphasis as
to purely intellectual pursuits is weakness.”

Ilere's the sort of thing the father of
two decades ago confided to his son in con-
fiderce and sineerity before he struck out
into the world:

“My son, remember, vou have to work.
Whether vou handle a pick and shovel, a
sct of books. or a wheelbarrow; whether
vou dig ditches, edit a newspaper, ring
door bells or sell behind a counter, you
must work. Don’t be atfraid of killing
vourself by overworking on the sunny side
of thirty. Men die yvoung sometimes, but
it is generally because they stop work at
6 paa. and don’t go home until 2 am. It's
the mtervals that kill, my son. The work
gives vou appetite for yvour meals, lends
solidity to vour slumber, gives you pertfect
appreciation of a holiday,

*I'nere are voung men who do not work,
but the country is not proud of them. It
does not cven know their names; it only
speaks of them as So-and-So's boys. ‘'The
great busy world doesn't know they've ar-
rived. So, my son, find out what you want
to be and do. Take off your coal and
make dust in the world. The busicr vou
are the less harm vou are apt to get into,
the sweeter will be your sleep, the brighter
vour holidays, and the greater the satis-
faction of the world with you and you
with yourself. 1In short, vouw’'ll be suceess-
ful, mny son.”

I «njov sitting on the sidelines at a
faney ball and observing the hundreds of
women whg pass by. All individuality
melts into the spectacle. tach woman
probsbly spent the greater part of the
day getting scrubbed, frizzled and powder-
cd, and the best part of a month as-
scmbling  clothes.  Each hoped to stand
out above ull the others, either by the
modesty, or the daring of her costume, How
ironical that thirtv-six chose a vivid red,
sixtyv-eight chose black, and forty-three
chose white!  With such competition what
chanee has one person to become the focus
of all eves? What disappointinent! At a
small dinner any one of the costumes would
evoke enough comment to make a woman’s
soul glow for a fortnight. At one of these
crowded assemblies none gets more than a
glance. T can think of no human activity
that offers such a small measure of pleasur-
able realization compared to anticipation
as a large and mighty social function,

“Every investment is, in a rather striet
sense, betling on a man,” says Thomas N,
Carver, the Harvard economist.

The human cequation is inescapable.

The problem in every business is men.

Get the men and yvou can get the profits.

In the investinent of money there is
something more important than the balance
sheet, cash position, book value, or past
dividend record, and that is present man-
agement,

Svstem, organization, methods, machin-
ery are worthless nunless the men who con-
trol them are competent.  Successful in-
vestors arc often closer students of men
and human nature than of balance sheets.

Copyright. 1928




Capehart

Two models af Capehart au-
tematic phonograph with ra-
dio, two small cabinets enclos-
ing Capehart record-changing
mechanism and designed for
use with a separate radio, com-

prise the new Capehart line
put out for heme use. The
automatic  comhinations.  are

Nos. 15 and 20; the two small-
er cabinets are Nos, 900 and
1000.

The new Capehart commer-
¢ial line includes two cabinet
models, Nos. 1 and 5, and a

new installation for concealed
(“mystery music”) purposes,
No. 2.

Both lines feature new cabi-
net design: of Hans Berg. of
Grand Rapids, and the new
10-12C recwrd changing device
developed by The Capehart
Corp., wlich handles either
10-inch or 12-inch records.

No. 15, a cambination avail-
able with Capehart screen grid
or superheteradyne radio, em-
bodies in its cabinet veneers
of Oriental, butt and Ameri-
can walnut and selino lace-

wood overlays, fluted posts
with reed ornamentations and
recersed line decorations.

There are no door: cencealing
the dial panel. Dimensions are
25Y, inches wilde, 1914 inches
deep, and 43 inches high. Mod-
el 20, slightly larger than No.
15, has turned and fluted posts,
reed ornamentations, and re-
cessed line decorations, too.
Matched oriental and butt wal-
nut, maple Dburl and rotary
American  walmnt  are among
the fine veneers used; graineil
oriemtal walnut marks the dial
panel, concealed behind doors
of 2-.piece matched butt wal-
nut.  Wnod fibre mouldings
and decorations ornament the

doors and base rail. Measure-
ments are 28'4 inches wide, 18
inches deep, and 45 inches
high.

Nos. 900 and 1000, the eabi-
nets, are respectively a con-
sole cabinet 18% inches wide,
I7 inches deep, and 30% inches
high, and an end or decorative
sable (with storage compart-
ment) 24 inches wide, 17%
inches deep. and 28 inches high.

Graceful  designs  and  fine
veneers alwo characterize these
models, lry means of which
owners of satisfaciory radies
cun enjoy the automatic phono-
graph at a minimum of ex
pense, sinee all they need te
do is te plug the Capehart cab-

inet into their rudio. Both
models have 5-terminal imped-
ance  matching  transformers,

making heok-ups easy with anv
radio.

No. 1, the first of the new
comercial models, handles 10
to 14 records €20 to 28 selee-
tions), changes and turns the
records witltout attention from
the operater. Cabinet includes
oriental aud American walnut
and  satimwood  veneers, Its
projecting front is a feature of
the new Capehart models. Di-
mensions are 3214 inches wide,
20%  inches deep, and 431
inches  high. Maolel 5, :he
Capehart Junier, &= the small-
est  coin-opcrated  instrument
presented by the company to
date. 1t contains the new ree-
ord-changing miechznizm which
handles tem  disesr, either 10
inches or 12 imrhes. Buatt wal-
nut, satinwood, and American
walnut veneers, as well as turn-
ed and fluted posts, are had in
this cabinet. 8Berause of its
smaller .ize and ability to play
12-inch disvs, the company be-
lieves this model will greatly
widen the market for coin-op-
erated autematic phonographs.
Measurements are 251 inches
wide, 17Y% inches deep, and
1234 inches high.

No. 2. designed for conceal-
ed instullation. eonsisis of a
compact cabinet housing the
record-chamging mechanism,
with amplificatior to carrv sep-
arate speakers, which may be
installed as desired. Such an
installation can be made self
supporting with the use of a
new type illominated coin re-
ceiver which Capehart has just
developed.

The autowatic record<hang-
ing apparatns, affording a full
15-minuse progrmn of dise mu-
«ie, was described in the Feb-
riary JOURNAL. The record-
changer opens the field of re-
corded music. while the radio
brings in the air programs.
The Capehart saperheterodyne
model 1s available a: a slight
increase in price.

Story & Clark
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The new Story & Clark Con-
~ole Detite, weighing 35 lbs.,
and  dimensioned 25%  inches
high, 16 inches wide, and 19
inches deep, includes the fol-
lowing features: A new, sin-
gle knob, unified contral; full
vision tuning dial, with sliding
«elector: complete pormbility,
which means that it can be
transported easily 1o the neigh-
borhood of any electric sock-
et; 12-ft.  connecting  cord,
which contains built-in ground
and aerial and eliminates ad-
ditional wires; a gracefnlly de-
signed cabinet, finished on
four sides, identical grille
frout and back, with a top that
is flat and enables the set to
be used as a decorative end

table.
Other features of the Con-
sole Petite include: ¢4 gang

condenser, tone control, local-
distance switch, dynamic speak-
er, pash-pull  amplificatien,
complete shielding, triple
screen grid, a cadmium plated
steel chassis. Seven RCA or
Cunningltam tubes are used, as

follows: 3 224%s, 2 245°s, 1 227
and 1 280.
The Unified Control device

is said to combine within it-
self the operation formerly re-
quiring three separate controls
in radio receivers; it operates
as a station finder, procures
volume control, and acts as an
on-off switch. $89.50 complete.



General Motors

A battery set, named “The
Pioneer,” and remiling at §136.
including batteries and  tubes.
and designed to vperate on an
average of three hours daily
for one year without recharg-
ing or replacing the batteries,
is ammounced by General Mo
tors Radio Corp. It has been
introduced especially for the
rural sections where AC sets
cannot operate because of the
lack of power lines.

The cabinet of “The DPio-
neer” is a  Hepplewhite low-
boy, similar to the Hepple-
white AC cabinet receiver

manufactured by Genexal Mo-
tors Radio. It is completely
self contained, is equipped
with tone selector. The “long-
life” principle of the set is
made possible, it is claimed.
through a svecial air cell “A”
battery developed by the Na
tional Carbon Co., after much
research, and a new type of
tube introduced by RCA Ra.
diotron Co. and other tube
manufacturers. The  battery
doesn’t begin to werk until or-
dinary drinking water is add-
ed.

Three heavy duty 45 volt B
batteries are used. connected
in series and tapped to give
6715 volts, 90 volis, and 135
volts. as follows: 67% volts
on the screen grid of the radio
tubes, 90 volts on
the plate of the first aundio
tube, and 135 volts on the
plate of the detector and out-
put tubes, The C battery is
22V, volts, tapped to give
minus 3, minus 4% and minns
221, velts, The receiver’s cir-
cuil is so arranged as ta anto-
matieally drain the C battery
at the same rate as the B bat
tery.

The cireuit includes 3 stages
of radio frequency tubes of
the 232 type, 1 sereen grid
power detector 232, 1 interme-
diate audio amplifier of the
230 type, and 2 power 231’s in
push-pull combination in the
output, Chassis is completely
shielded, the 4 gang condenser
is mounted on ball bearings
and each condenser is separ-
shielded.

frequency

ately
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Hardray

mecechan-

A record-changing
ism. playving the records in an

upright position, and playing
as many as 20 ten-inch dises,
i~ amnounced by lardray, Inc.
It is claimed (hat the device
will play any type of record
on ene side continuously, re
peating or rejecting any  de-
sired record at the press of a
buttan. The full operating
“pace required is 22 inches for
length, 14 inches for height,
and 11% inches from front to
back. It is eomplete with pick-
up, motor, and volume control,
but without knobs, at  $100.
Weight is 22 1hs.

Chassis is  econsirueted  of
rugged aluminum casting, and
the apparatos  has  relatively
few parts, it is claimed. It
make» no difference wliether
the records played have any
variations from the standard
in thickness, diameter, pitch or
recording, or whether the ter-
minating grooves be  concen-
trie, eccentrie, close or wide,
or even if there isn’t any ter-
minating groove, according to
the statements of the mannface.
turers, the device will trip the
records at the end of the re-
cording. The maguzine is sim-
ple, it is said, permitting rec-
ords te be loaded or removed
while the machine ix operating.

Radiette

A new model “baby midget.”
ralled the Junior Radiette, i~
put forward to the trade by
Keller-Fuller Mfg. Co., lad.
This new model in the com-
pany’s line is of compact de-
sign, its cabinet measnrements
being 7 inches by 10 inches by
13 inches. The set is fully
shielded, has a cadmium plat-
ed steel chassis, 3 tuned eir-
enits, a band pass selector.
screen  grid power detector.
two stages of resistance, con-
pled andio frequency. tone

control, phonograph  connec-
tion, electro dynumic speaker,
electrolytic  filter  condenser.
There are 5 tubes: 3 2245, 1

245, and 1 280. There is also
a 1104125 volt
cabinet

ransformer, A

walnut encloses all.

The RCA Viector Co., Inc.,
which last month announced
two new models, presents this
month the Radiola 42, a full
powered, 7-tube, screen-grid
receiver contained in a cabinet
of walnut finish. The price is

%91.50, complete with four
UY.228s, 2 UX-225’s, and 1
UX-280—all Radiotrens. This

is RCA's lowest priced console
to date,

A four circuit is emploved
as well as sereen grid chassis
of the tuned radio frequency
type. Equipped with a special
type of compoun:d velume con-
trol for reproducing programs
from the lowest to the highest
volume with felicity, it is stat.
ed. There are also an improved
dynamie speaker, an illuminat-
ed tuning dial, and a tone col-
or control embodied in the
sel, 3
It stamds slightly over 3 feet
high.

AmerTran

A new line of AmerTran
Sound System Panels is offered
by the American Transformer
Co. Made for 11 different ap-
plication: and permilting a=-
semblage in various combina.
tions on standard mounting
racks to make up complete
sound svstems for various re-
(|nir1-mcnls, these panels have
been designed to permit ex-
treme flexibility so that stand-
ard apparatus may be supplied
promptlsy for every purpose
and also so that the equipment
may be enlarged or reduced
whenever new conditions make
a change advisable, the com
pany  comments.

Apex

models of the U, 5.
Apex line, Nos, 32A and 32B,
are  announced. The 32A, a
table model, is listed at $64.50,
with tubes, while the 32B, a
console, i~ wvailable at $79.50,
with  tubes. Beoth are J-tuned
ciceuits  and iliuminated
dials.

32A s 1Y% inches in height,
10 inches in width and 11
inches in depth, and is con-
structed  of burl maple, butt
walnut and half diamond ori-
emtal wood. The grille over
the speaker opening has a gold
Jloth background.  Its chassis,
the same as 32B, is A, elec-
trie. tripte sereen grid with a
modern  sereen grid  detector;
it hus four tuned circuits, real
sensitivity  and  sharp  tuning,
two 215’5 in push-pull amplifi-
cation. a  tone blender, and a
switeh at side to turn the cur-
rent on or off, The speaker is
electric dynamic.  while  the
tube~ are 3 220 | 227, 2 2157
aned 1280,

The console 328, 10 inches
high. by 22 inches wide by 133
inches  deep. has center and
side panels of butt walnut, tep
and  bottom arches of escutch-
econ  panel half diamond and
oriental wood.  and  blending
toned burl maple at the upper
portion of the side panels and
the spots at the sides,

Black & Decker

New

hove

Black &
nounced a
washer, called the Cinderella,

have an.
electric

Decker
complete

to list at %37.50. It washes by
bubble action, which forees air,
suds and  water through the
clothes,

The Cinderella will wash as
muel as five men’s shirts or
two single sheets and two pil-
low cases in fifteen minutes. It
can also be used with non-in-
flammabhle cleaner fluid.
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“EVEREADY RAYTHEON TUBES CUT SERVICE

COSTS OVER 75%,”” SAYS KANSAS CITY DEALER

s TR N U5 Gh En Em BE = om
”

Y4
4

~

RAYTHEON
4-PILLAR TUBES

—-----_----

‘ THE NEW THE OLD
Notice the four wtrong pillars, With this In ordinary tubes. the many delicate parts
\ solid foundation, the many fragile parts in have only a two-legeed foundation. Tico
\ the tube ean be assembled with  watch- supports  instead of four! Jolts, bumps,
~ making acenracy. and eannot move a hair’s vibration from dynamic spemkers—all can
~ breadth from their fixed position! impair their  rvital aeccuracy

Ny o om Es BE B0 EE = A

THAT'S the kind of tube to sell — one that keeps
vour customers satisfied with the service vou give.
and with the radio set you’ve sold them. And one
that doesn"t eat into vour profits by demanding a
lot of free service after the sale. Most dealers agree
that 909 of all radio troubles are due to weak,
worn-out or faulty tubes! Read what W. H. Lattner
of the Van Bert Radio Shop, Kansas City, says about
J-pillar tubes:

“My experience with radio tubes had been mostly
grief. and [ helieve that radio dealers and service-
men are in the hest position to know how much grief
there could be in tubes, until T woke up to the fact
that Evercady Raytheon 4-pillar Tubes were differ-
ent and actually lived up to all of the claims made
for them.

“In demonstrating sets, clear, undistorted tone

is mighty important and T rely on Eveready Ray-
theon Tubes to clinch my sales.

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

“I really feel a debt of gratitude to you for giving
us, radio dealers. tubes that have made it possi-
ble for us to cut our ninety-day free radio service
cost over 75%. That’s what Eveready Raytheon
Tubes have done.”

Eveready Ravtheons come in all types, to fit
every standard A. C. and battery-operated radic in
present use. Look at the illustration, and see why
they’re better. Call vour jobber. or write us now.

* * *

Information and sales helps, designed for
vour use, will gladly be sent to you free. Among them ijs a
blue-print giving complete engineering data on 4-pillar tubes.
Thousands of service-men are using this material to advan-
1age. Write our nearest braneh.

NATIONAL CARBON COMPANY, INC.
General Offices: New York. N. Y.

Branches: Chicagoe Kansas City New York San Francisco

Service-men!

Unit of Union Carbide and Carbon Corporation
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Roycraft Co. one of the leading radio disyfitorst R middle West, is now focated
in this handsome new two-story huyilgin 5 ennepm Ave., Minneapdfis.

Helen M ight club and musical
comedy utgs her Baby Grand,

or “My Grand baby” as she_calls heny
lintle Philco. g

/1 I p

Helen Keller visits the huge Atwater Kent plant to thank Mr. Atwater

Kent for his assistance in her drive to raise $2,000,000 for the American

Foundation for the Blind. Seated at Miss Keller’s right is Mrs. John Macy
and standing beside her is Miss Pollv Thompson.

Rochester radio dealers gathered early in February at the Stromberg-Carlson plant to plan the year's selling drive. W. R. McCanne
was the principal speaker at the meeting.
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A set name plate that helps sew-up renewal tube business for

the dealer who sold the set is the latest idea of the RCA

Radiotron Co.. Inc. The dealer writes in the date when the
customer should buy mew tubes.

Ain’t dat sumpin’ when you win a new Radiole 86 as 1§ : , RAYTHEON
H. E. Gray did for being the best impersonator in Los S I

Angeles of Amas, and it’s sumpin’ more when Sue Carol 43‘“.“}3«1{'{0
helps give it to vou. ‘ 5 F;,:_.

Miss Eveready, the famous robot girl, is

out of the army of unemployed, for she

has a job in window demonstrations of
the Eveready Raytheon tubes.

L )

G

They do those things in Mexico, too. Captivating Way out West in Spokane, the Fidelity Radio Co. knows how to use dis-

Senorita Lupita Tobar, cinama star below the Rio Grand, play material to build original windows. With the nine-piece Arcturus

poses in the booth of the Cia Commercial Irca, Clarion  display unit, a quantity of empty cartons and imagination, this window was
distributars. . constructed.

World Radio Histo
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Get the

for

facts on

ICE-O-MATIC PROFIT

Learn why other vadio and music dealers are ma,éiug more
money by selling Williams Ice-O-Matic electric refrigerators

ADIO and music dealers are learning they can

make more money every month by selling

Williams Ice-O-Matic refrigerators /in addition to
their present lines.

Summer is the best selling season for electric
refrigeration. Ice-O-Matic is an ideal companion
line for radio and music dealers. This is the ideal
year for you. The National Electric Light Associa-
tion and refrigerator manufacturers are investing
$15,000,000 in advertising during 1931. Con-
servative estimates are that more than 1,000,000
refrigerators will be sold this year!

Rather than compete on a price-cutting, profit-
killing basis with other dealers offering exactly

the same kind of electric refrigeration, enjoy the
full profits of an exclusive franchise for Ice-O-Matic.

Williams, whose products are in more than
100,000 homes, offers you a complete line of do-
mestic and commercial units. You can sell an
Ice-O-Matic se 1led unit that goes on top the cabi-
net or down below, and a larger belt-driven unit.
You can offer a complete line of cabinets in all
styles and prices. In addition, you can sell Ice-O-
Matic equipment to business firms.

Write or wire for all the facts right now. Learn
why every family and firm in your territory that
buys ice can save money by buying Ice-O-Matic.
And how you can make money by selling them!
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Ice-0O-Matic Model A belt-driven com- ‘

pressor for household cabinets. Williams |
offers you larger compressors for all com- |

!

|| mercial uses. | =
= e
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WILLIAMS .‘:{J‘;

REFRIGERATIONIC

CEOMA

DISTRIBUTOR OPPORTUNITY: Aciive distributor organizations are

invited to write in confidence regarding certain territories. Please outline the size of vour
wholesale selling force, dealer outlets, warehousing facilities, financing, etc., and mention

lines now represented by your firm.

T

Ice-O-Matic Division

WILLIAMS OIL-O-MATIC HEATING CORPORATION . ILLINOIS

BLOOMINGTON,

mentioned in vour reply gives vou a quicker answer.
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The Reirigerator JOURNAL

(Section of The Talking Machine & RADIO JOURNAL)

Here’s help for you to profit
by selling refrigerators
By H. E. Speare

Electric Appliance Editor, Talking Machine & Radio JOURNAL

B 000 00O S

An average daily reutine for the refrigerator sales-

HERE are 1 number of different
T arrangeinents  which can e made

by the radio dealer to “try out” re-
frigeration.

In certain cities and towns, the lecal
publie utitity  will vornsign a floor stock,
providing the dealer will properly display
the umits attractively and in a reasonainy
prominent part of the store. This ar-
rangement is for the smdl dealer witn-
out much capital, but with o zoed situd
tion and a desire to ¢o a real job.

The dealer poes te work, gets a pros-
pect, phones it to the lighting company,
and that’s a.l.  The utility w.l send an
experienced man ut cnee and do every-
thing to mahke the sale, The uthity setls
the refrigerator, delivers ity installs i,
service it takes care of all gruarantees,
colleets the installents,  After the sale
has been OK'd by the credit department,
the dealer is paid a cash sum. d-pending
upon the percentape arranged previowsly
with the lighting company manager.

Another plan which is being used oy
utilities and distributors isx  very nmch
the sume, cexcepting that the dealer buys
his floor samples, makes his own sales,
and then sends in the lease and down
payient. The utility concludes the trans-
action, and, of course, on this plan the
dealer makes a much higher commission.

Dealers can also buy outright. getting
the maximum disccunt, agreeing to a
quota, doing their own installing, serv.c-
ing, collecting, ete. Ior dealers rated
medium as to volume, it will add about
£1,000 a month to their overhead, and, of
course, ability to get the paper hypothe
cated.

Two of the largest manutarturers who

have their own distributorships  in key
cities, or large distribulors, have sb-
dealer arrangements. By this plan, al

the dealer does is to sell and take hnis
commission check. Further responsibility
rests with the distribator, unless the ma-
chine is repossessed, in which case  the
dealer must do h's share.

For small dealers in raral towns wiwre
there are no distributors a gvod plan is
with the public ntility, The loeal ntility
manager has been throngh the mill and
he knows the plttulls and provlems of
the business.  Doubtless he sells a na
tionally known product with full coopera-
tion by the manufaeturer. Furthermere,
whea campaigns are put on and adver-
tising is done, the dealer’s name is inelud-
ed at no expense. During 1931 the Na-
tional Eleetric Light Association will aid
utilities, distributors aned ceslers in the

man is as follows:

Canvass at least 15 new calls a day.

See at least 3 new owners a day.

Start at 9 in the morning.

Never niiss a sales ineeting.

Work as many evenings a week as you can. It pays.
A new call does not mean a turn-down, but a pros-

pect.

We will glediy answer any questions regarding re-
frigeration you may ask. We have an enormous amount
of data on this industry, which you should feel free, as
# reader of The JOURNAL, te use. Ask us to help with

yvour problems.

A 000

great effort to sell 1,000,000 reirigerators.
This heretofore unknown cooperation will
have a great bearing on the success of
the vear's total volume, and radio deal-
ers with no experience can get definite
help and sugpestions from it

Selling  refrigerators is not all Loney
and  roses.  Although there is a great
public interest today, the dealer must be
prepared to give muoch time and thought.
Premiums do net enter into the business,
cut prices are not necessary. The busi-
ness is on a good, clean basis, and dealers

Get an Early Start Selling
Refrigeration

JoAL Perrell of Copeland declares that
deaders must start st the beginning of the
vear for this summer’s work. Last ycar
too many dealers delaved until the spason
was almost over, ard then found ouf that
they  lacked suflicient tratning to mer-
chandise refrigeration,

Another  “dan’t”  for  the  dealer .
“Don’t make the wrong imerpretation of
a refrgeration diseeunt.”  \ecustomed to
terms of a 40 per cent radio discount and
better. the radio dealer, when approached
by some refrigerator manufacturers with
25 percent  discoumt propositions, often

are making money by getting their profit
and keeping it. It is hoped by the indus-
try that dealers who take onm refrigera-
tors will not do amvthing to injure this
highly prosperous business,

Refrigeration holds a great promise to
the radio dealer. Yon are selling a high-
priced unit, and ecach sale means a real
profit. You do nol have to dcmonstrate
in the home, for humdreds of ssles in your
state are made from a catalog. We know
handreds of salesmen earning from $5,000
a4 vear upward on straight commission,

fargets  various  responsibilities  attached
to the former disconnt.  “Ilis #0 percent
is 1.0, B." points out Mr. Ferrcll. “He
st pay costs of freight, trucking, ware-
bausing,  handling, retouching  cabinets,
setling, and other «verhead expenses. Af-
ter selling the article he must again de-
hver and service ‘or che guarantee pe-
riod.”

Explaining Copeland’s newly formulat-
cd poliey, which proposes to ranove many
«f these responsibilities  from  dealers’
shoulders, Mr. Ferrell states that his com-
any not only handies the purchaser’s ac-

count, but also  absarbs  all costs  of
treighting, trucking, delivery. and  ser-
vice
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what do you think?

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

shot at.

is the space

What is your “pet” aversion or your opinion on a trade topic?
in which to discuss them. Editor—The Journal.

All dealers have a certain number of problems, and here

No More Shows?

Dear Glad.:

i think we all belicve in the RMA
trade show, but we believe in such a
show as is best for the whole trade and
not for any one or few members of the
body.

As to the various consumer shows,
known variously as shows, world’s fai=s,
ete, of which Chicago and New York are
the leading examples, there is here a
problem more easily stated than solved.
1 personally do not believe manuiacturers
should be called upon to finance these
shows.  They no longer have the techui-
cal box-office draw that they had a few
years ago and there is no special reason
for holding thewn, inasmuch as most of
the exhibits can be seen any day of the
year in any well-cquipped retait establish-
ment,  Consumer :hows should be made
valuable to the public and to the retailer,
and the best way to do that, it wowd
seem, is to have tlie exhibits sponsored
cooperatively by distributors and retail-
ers, s0 demonstrations could be had ard
purchases actually made at the exhibits,
Or, if demonstrations were not practical
at the exhibits, arrangements could be
casily made there for home demonstra-
tions, This would naturally be valuable
to the exhibitors. It would mean much
to the Radio Industry if a national con-
sumer radio show weck could be deter-
mined upon, and a schedule worked out
in which all the various cities conducted
their shows simultaneously.

1 do not wish to give the impression
that the manufacturer has nc responsibil-
itics in creating public demand for radio
merchandise. e most eertainly has, bat
I do not think these public radio shows
furnish the best mecthod of his doing so.
it would be much wiser to have the man-
ufaeturers cooperate in a  magnificeut
pageant of broadcasting; something un-
usual, something very fine, something
very  appealing;  something  that  woukl
make people buy a set if they did not
own one now, or buy new tubes if they
had a set which was working none too
well.

This  RMA  broadeasting  program
should be featurcd coincidently and co-
operatively with the consumer radio show
week, It is broadeasting fine programs
that sells radio merchandise, and that s
where the promotional money of manu-
facturers should go.

If the total sum spent by all manufac
turers on booth rental, printing, animat
ed signs, furniture, travel, staff hire, ete.,
cte,, at the Chicago and New York shows
this Autumn were lumped in one purse
of money to put a week’s broadcast over
a coast-to-coast network that would sct
a new standard of entertainment over the
air, there would be a suflicient sum of
money available to cover expenses.  This
weck of unusual broadeasting sponsored
by manufacturers, and backed by a na-
tional consumer show week, sponsored by

distributors and retailers, would be some-
thing to talk about; somecthing for the
retailer to drum up business on; some-
thing that would be more productive of

more  business than the heterogencous
consumer shows now being  condueted.
Yours very truly,
Joseph C. Buckley,

Advertising Manager,
CeCo Manufacturing Co,, Inc.

Who’s to Blame for This
309% Oft?
Dear Glad:

With great interest we all read your
Journal, and of special interest to the
writer was your .lanuary article, "As We
Sce the Business.” We have been selling
radio since 1923, so we know just a little
about this treacherous racket.

There is reason why 30 per cent of
dealers pass out of the picture cach year,
The 2,000 minority have been dictating
all the policies of the radio business to
the 18,000 and dictating so that the only
profit to be found after the “wash-out”
has flowed quietly but surely into the cof-
fers of the jobbers and manufacturers.
If in the coming various conventions the
representative dealers would spend some
time in a constructive program indicating
to the jobbers and manufacturers what
they expeet and must have instead of
spending the convention hours in endca-
voring to drink up all the liquor supplied
by the minority, which is supplied to
keep the majority feeling that the boys
are a pretty good bunch after all, and all
the while the convention continues to out-
line a program that cventually sends out
another 30 per cent and more. If the
representatives of the 18,000 would arise
and assert themselves, the 2,000 group
would find that the industry as a unit
would be in a healtbier condition today.
were the good of the dealer also consid-
cred.

[t has eome to the time in this particu-
lar ficld when the dealers must decide the
policies of their business if they are to
continue  sueccessfully,

May I suggest to yvou that yvou give
some editorial space in your magazine to
suggest to the dealers their cooperative
plans. not for annihilation of the manu-
facturer and jobber (which is as impos-
sible as the elimination of the dealer),
but  for mutual, heaithful, remunerative
business in 19312

Very truly yours,
Lang Bros. Music Store.
Per J. K, Lang.

Got Irish Records?

Giot any extra Irish records? A JOUR-
NAL reader wants to buy Irish records of
any make, old or new, and he wants to
pay cash for them.

Do You Want Better Radio
Programs?

People who say there is too much ad-
vertising on the air can “put up or shut
up” through a plan by the Brunswick Ra-
dio Corp.,, which sccks the answer to
three questions: 1. Are advertising pro-
grams obnoxious? 2. Will listeners pay
for non-commercial programs? 3. Will
they not only make contributions, but
work to raise funds from their friends?

R, W. Jackson, vice-president and gen-
cral manager of Brunswick, has an-
nounced the plan to find these answers,
working on the belief that the American
pnblie will pay for what it wants. If it
won't pay for non-commercial programs,
he points out, it must be satisfied with
the present.

The public will be
broadcast stations and trailers in the
movies, and a committee of over sixty
men in various parts of the country are
ready to reccive the answers. In the
meantime, answers can be mailed to J.
M. Kochler. 120 West 42nd St, New
York City.

reached through

Yes, We Have Had Clocks

Dear Glad.:

We were  interested in an  editorial
which appeared in the December JOUR-
NAL wherein you predict future radio
sets built with electric clocks.

We have used an eleetric synchronous
clock made by the Company
as a permanent feature in our radio sets
since May, 1929, and it has materiany
helped in closing sales.

We would appreciate a few copies of
veur JOURNAL if you have them avail-
able. We would like to distribute them
te our offices in New York, Rochester and
Chicago.

Very truly yours,
F. J. Armstrong,
General Manager,
Radio Division.
The Club Aluminum Co.

Don’t Rush—We Answered
Him

Dear Glad:

Perhaps one copy of your Journal will
he worth $100 to me.

I have a prospect for a coin operated
automatic phonograph without the radio
receiving  set  combination,  Instrument
should have ’50 type tubes to give the vol-
ume desired for the hall it is to be used
in, and the price should not be over $500.

Can you help me locate such a phono-
graph?

Yours very truly,
R. F. Cutting,
Dundee Electrie Co.,
Dundee, Ohio.
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Servieceman
salesmanship

(For the serviceman who wants more money)

One call in every ecight means a
ssion for vou

cash commi

N EVERY cighth call by a service
O man, a cuystomer is found who is

ready to buy azain, according to Al
Levine, president of the Arrow Radio &
Flectrie, of Jersey City,

“Under actual investigation,” he told a
JOURNAL: reporter, “we have found that
contacting 100 of our set users means 12
new sales for us,”

Service wen who took up The JOUK-
NAL'S sugzestion of last month to double
their salaries by selling will not be su--
prised at this cstimate,  With elcetric
clocks, washing machines, refrigerators and
numerous electric appliances to introduce,
many men have found thmt 509 of the
radio users they call en are prospects, With
the cooperation of the sales department,
Mr. Levine’s 12¢, estimnate of sales can be
surpassed,

Levine tokes inordinate pride in his ser-
vice men, claiming that they are indirect-
Iv his best salesmen.  He employs seven
imen who work sometimes over ten hours a
day. averaging twenty-five calls each.  Of
course, actual serviee on the sets he sells
does not give these men enough employ-
ment, so he has devised a plan to have
them call on all past customers. He offers
customers  a “free  inspection”  service
whereby his service men call regularly to
make sure the set iv operating perfectly.
This gives his service men an excuse to
eaamine radios sold in past years and thas
dig un a whole new list of prospects.

It is not always the customer who be-
comes  the prospeet  Serviee men  fre-
quently find that this unusual brand of
wervice delights the owner so much that
they are referred to other potential buyers
of radio or other ecipuipment sold by the
dealer,

Similar excellent results are being devel-
oped by salesmen  working  under  tne
Sylvania Selected Service Dealers’ plan.
Here are some figures pathered by the
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This is our

Sorry You Were Out

O'CLOCK
Please Call Us, Delaware 2300

Q/{DDDW

erecroic & RADIO

COmpbAnY, INC,

388=39C JACKSON AYENUE

We'll do our utmost to render you “Unusual Service”

Al Levine

Sylvania Products Co. on service calls:

SPOTT BROS, B\LTI’VIORE, MD.

Number of calls m:.(le R00 . 34
Tubes needed ... . L. .. . 39
Tubes sold 33
Prospects for:
New radie sets .. P
Tubes . 3
Eleetrie refrige rators P 1
Washers e S A |
Toasters 1
W, I, PICKWELL, JENKINTOWN,
PENNA,
Number calls made . .. 249
Number #ubes needed 413
Number of tuhes sold 113
Prospects for:
IKleetric Refrigerators . .. 108
Fleetrie Clocks A L. .29
Vacuum Cleaners . S 93
New radio sels . .. ... 28
Set Service R . ... .23
Wiring 0Boa0aan e o .. 14
Fleetrie Washers R .. 16
Kleetrie Troners .. RO < 74
l leetrie Trons 55 Ghboohaga 8o 6oan U
Lamps .. . ... ool el 11

Kight calls md(lc bv 1 \ernum(n, work-
ing for D. W Gardner, Washington, Pa.,
resulted in sales of 1 Bosch 58 equipped
with Sylvania tubes, ard one Bosch 60
equipped with Sylvamie tubes, and one set
prospect. Ile also found three tubes need-
ed. and sold them, That does away with
the argument tha! a serviceman can’t sell.
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-..eyelopedia.---

"atths Midget £59.50
Waltham Midget $19.50
“ ® d . Consolette $59.50
* sels e T
l . . Midget %19,
L k Zaney Gill ('nnfnh-th- 59.
Trade Name Model Price (complete) Tubes Types Zenith I}
Art-Craft Midlzet $59.50 complete 3-24, 1-27, 1-15. 1-50 .
- . _— B S B - -
Audiola Automaties
Clarion il $67.50 complete 324 240 180 Ty de Name  Model  Price Records 10 0r12in. Records
. i 19.50 B2 2T 12T, 1N ick  Combination
Colonial 7 $19.5 ) ) Brunswick No. 42 X000 20, one <ide 10 in.
~ 5 complete
Croxley Wigit 15 complete Car Ensemble
_lﬁuhl_\_l!n\__ Boon unmpl_\h i _ -ardon Combination (with tubes) ) )
Eehophone £69.50 comuletes-tube superheterodyne Na, 103 £.50.00 1% to 25, one side Both sizes
) ) - S
‘ane 1 SE3000 L1 hoth sides 10 in.
Fada 13 $5050 canplete 321, 127, 215, 1 a0 Lape hart 2 Sa00n 11, both <ides 10 in.
o S _— — 21 0, (1) 11, hoth sides 10 in.
swene Irene Mantle £9.50 3210 1-45, 1-80 3 .00 10, one side Both
Jesse Irench Lt $10.5 ] ) b “on 10, ome ~ide Both
Freshman 40,50 B2 127014150 1-80 il nm: ll: l(;::l‘h\l(u!‘h mv:::
- < I, : 0. .
- . T o P 15 10, ane side Both
General Motorg  1ittle General 7060 complele 240 1-45, 1-50 e o 10 one ~ide Both
— S e — - S n BRI 16, one ~ide Both
lors 26 $19.95 cruplete 3240115, 1-%0 RLITI NLT2LN0 1, one side Both
Gloritone o i o o 30 X010, 00 24, both sides 10 in.
Howard Compaet $69.50 T pGat Tt sides i
) - S —— e o 191 XBI85,00 11, both sides 10 in,
Lyrie J-3 269.50 connplete 3-24, 127, 2-45, 1-80 Lo 17 15.00 11, both <idles 10 in.
- - _— S S - 193 X500 11, hoth sides 10in.
ekl a [ ann X500 1, one side Both
Jac keon Bell S5t 1000 J122.50 10, one side Both
T ;'.’0 o . p_m X325 10, one <ide Both
Jewel Consolelte Columbia o090 X275 10, one side 10 in. only
Kennedy e Crosley Combination 9, one side 10 in. only
e o 21 N ~ Senior 32, both sides 10 in. only
bt e i -~ Concertrope  ,,,,ior 23. both sides 10 in. only
Maste 1214 269,50 complete $-21, 1-145. 1-80 o . T B — -
LIS Comb. $09.50 424, 1-45,1-80  Deca Disc 99K £509.00 10, one side Botn
Console £89.50 complete 015 145, 1-8 175K £650.00 19, one side Both
fonsok g s Ea 90K $599.00 10, one side Both
Philco 319.50 324, 1-27. 1-71, 1-80 :"’ Comb, * it
— — R — — — B 15 X
Pierce-Airo 5238 ('h.assm 3-24, 1-45, 1-80
524 midget 3-24, 1-45, 1-%0 Link senjor £x350.00 10, selective Both
in ) ! : H
- i e Junior 220500 10, selective 10 in.
Pilot Midget £59.50 4-24, 1-27, 1-45, 1-80 e S B - I —
— Sparton 235 12, one side Both
Premier Home $69.50 complete 3-2¢, 1-27, 145,180 __ = = s —
- — - — ——————  Stewart- Automatic Faz5.00
i - 5 -24, g inati and 24, both sides 10 in. onl
Radia-Cron (‘}n:::h ggg;:; :_,t Warner Combination ¢ A 00 Y
Radiette Junior 250.50 complete 3-24, 1-27, 1-45, 1-«0  Stromberg No. 14 }645.00 ERCTTITT Both
R . S _— Carlson
Super-He T7.50 ¢ 21, 2-27, 1-45, 1-50 - B — ‘ o .
Remler super-Het. $77.50 camplete 4-214 T.1-45. 1 w Selectraphone %, selectivily O
— . - - estern
. N . Selectraphone .
Roamer g $60.50 ccmplete Electrie Combination 4, selectivity 10 in.
Comsolette $78.50 ccinplete WMD No, 50 1-15, both sides 10 in.
Comb. WMD No. 50A 1-15, both sides 10 in.
P G - WAMD No. 51 1-15, both 3ides 10in.
Royvale Mantle #69.50 complete WMD No. 51A 1-15, hoth sides 10 in.
_ — - — > — WMD No. 60 1-15. both sides 10 in.
Silver Compact 37050 complete 5. WMD No. 60A 1-15, both sides 10 in.
" Cadet FR9.50 camplete WMD No. 61 1-15, both sides 10 in.
= > WMD No. 61A 1-15, hot:: sn’}es 10 in.
Qi g Gothic $19,50 WMD No. 70 1-15, both sides 10 in,
Simplex Madern $51.50 WMD Uo. 704 1-15, both sides 10 n.
S = WMD No. 71 1-15, both sides 10 in.
Steinite 121 $65.00 complete a0 WMD No. 1A 1-15, both sides 10 in.
600 $89.70 eomplete RO WMD No. 80 1-15, both sides 10 in.
- - = WMD No. 80A 1-15, lhnth sj:l!es 10 iln.
S N Mantel $30.50 WMD No. 8t 1-15, hoth sides 10 in.
UL l.owhoy $49.50 WMD No. 81A 1-15. both sides 10 in.
1T.owboy $509.50 = = - e
— — Zenith Combination
" Midget §69.50 comiplete Automatic .
Thom Thumb 1S L $79.50 coplete No. 15 $375.00 10 in. only




The Last Worc

500 at NFRA Convention

Many Imporiant Resolutions Adopted

at Wholesale and Dealer

Nrarly five hundred radip tradesmen
fromr all over the United States guthered
at the Fifth Annuai Cenveniion of the Na-
tional Federation of Radio  Associalions
and the Radio Wholesalers’ Association in
Indixnapolis during February, The pro-
graim, as ziven last menth in The §OL R-
NAL, was a brass-acks discussion of im-
mediate probiems. 1t was anpoun.sxd by
Bond Geddes, executive viee-president of
RMA, that 1930 radio sales totalled rear-
Iy $600.000,00D at retail.

Necarly 100 per cent attendanze of man-
utacturers vesponded to am  argent re-
quest that this bramch of the industry be
present,  Representatives from 24 com-
penics were present.

Jumes  Aitken, of the Aitkena Radio
Ca., Toledo, Ohio, was elerted oresident
of the Federation, and Louis Buenn, of
Philadelphia,  president of the whuleral-
ers. H. G. Erstrom eontinues as exeen-
tive vice-president of both associatians.

A number of most importeat  resolu-
tions were adopted by the cenveution, in-
chding:

That cooperative advertiving by poth
radio and publications be started. to be
paid for by an adjustmenf of the set
prices and by contributions from utility
companies and breadeastime  companies.

That manufactuzers do not dcmand
definite quotas for six months perieds;
that protection be given on price reduc-
tions; that manutacturers take all re-
sponsibility for defective mercliandise;
that distributors be given first opportu-
nity for surplus stocks.

That mmnufacturers develop better pro-
duction control methods.

That sets be advertised priced com-

Meetings

plete with tubes and vach set be shipped
with tubes.

That courtesy
ued.

That midget set prices be increased by
additions to the set,

That standardized
vertising be followed.

That lacal conmittees contact mewespa-
oers te steure ceoperstion from the press.

That the PFederal Radio  Comnussion
grant 30 kilowatts power to forty cleared
charnels,

That the t-ade be fally intormed on o'l
relative legislation.

That the Federation oppeses
15 per cent of broadeast tine
tional ‘nstitutions.

Tnat fuller support
Natiorul Radio Week.

diseounts  he  discun.in-

regulations for ad-

granting
ty edves-

should bhe  given

Majestic Adds Experienced
Men to Sales Staff

sales
il

Rilind

Vernon W, Collamore, general
manager of the Grigsby-Gruarow Ce
Majestic  Houschold Utilities  Co.,
nounces the addition of . M. Willis and
Morris Krader to the sales department.
Mr, Krader, who is well known ta the
traae, will travel tle Eastern Central
states, werking under the immediabte di-
rection of Mr. Collamore and assisting
both distributors and dealers in energeti-
cully pushing both radio and refrigera-
tor limes.

Mr. Willis has been appointed to take
complete charge of Majestic sales activi-
ties on the Pacific Coast.

A-K Convention
Coavention of the Atwater
Kent distributors will be held
in the Bellevue-Stratford Hotel,
Philedelphie, on March 19th
and 20th.

Edward Davis Chairman of
Philco Board

Imporzant changes in exewutive person-
el cinding  the addition of two new
uificers o the company, were announced
by the Philadelphia  Storaxe Batiery
Company, mekers of TPhilee rados.  Hd-
vird Davis, president ana onc of the
tounders of the company, has been ele-
vated to the position of chairman of the
hoa=d of directors, ¢nd James M. Skin-
ner. vice-president and  general manager,
hecomes president.

Th= -wo new offcers are George E.
Deming, new  executive  vive-president,
and  Walter K. lolland, who becames
viec-president  inr charge ot engineering.
Deming  was  fermerly  works  manager,
nd Ho'land was chief engineer,

L. L. Rosenfeld Is Audiola
Sales Manager

LeRoy L. Rosentekd has deen appeint-
cd sales manager of the Audiola Radio
Co.. following the resignation of Mr.
Strawn, Morris W, Rosenfeld has been
sppo’nted sales promotion manager.

The Rosenfelds were previously Audi-
vla representatives in New England. Roy
has moved to Chicage, buz Morris re-
mains in the East to watch sales activi-
ties there.

§Third Angyal Convaatibn

National Fedearation of Ralia Associations and Radio W holesalers” Association
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Tung-Sol Eastern Offices in

New York

Clyde C. Bohner, vice-president, an-

nounces the establishment of an Eastern
metropolitan
Lamp

division
‘Tung-Sol

ofice for
Tung-Sol

sales
Works, Inc.,

Thomas Doran

Radio Tubes, Ine, and Tung-Sol Conden-
sers, Ine. at the General Motors Build-
ing. 37th Strect at Broadway, New York.
Thomas Doran will be manager of the
Kastern division.

Mr, Bohner has been on an extended
trip throughout the West and reports a
distinet upward trend in general  busi-
ness,

Bogue Assistant Sales Mana-
ger of Copeland

The appointment of .\, [. Bogue as
assistant sales manager in charge of com-
mercial sales of the Copeland Sales Com-
pany. Mount Clemens, Mich,, was an
nounced by W, D, McElhinny, viee-presi-
dent in charge of sales.

WANTED *IRISH RECORDS

Any make—old and new recordings.

Also in the market for a large
quantity of *VICTOR PHONO-
GRAPHS.

We Pay Cash-—Write or Wire

PETER J. BLUM
350 East 78th St.,, New York City

For quick sale, 300 eoin-operated
automatic phonographs, playing 12
records, at 3200 net, each insiru-
Former re-

Address

nient, all in omne lot.

tail price $1260, each.

“Treasurer” e/o Talking Maehine
& RADIO JOURNAL, 5941 Grand

Central Terminal, New York.

THE Talking Machine & RADIO JOURNAL for March, 1931

J. P. Rainbault Appliance
Supervisor for G. E.

John P. Rainbault, who has been in
charge of radio sales for the General
Electric Company in the New York dis-
trict, has been appointed district appli-
ance supervisor of the merchandise de-
partment.

In this new position Mr. Rainbault will
be directly responsible to the vice-presi-
dent for the activities of the field repre-
sentatives for all appliances made by the
General EFleetric Company, including ra-
dio, vacuum cleaners, washing machines,
and jroners, clectric clocks, sun lamps.
and fans; his offices to continue to be
at the merchandise district headquarters,
2+ West 10th St., New York City.

Mr. Rainbault has had many years’ ex-
perience in the eleetrical and radio field,
having been continuously connected with
the radio industry since 1921. lHe was
formerly Fastern sales manager for the
IFederal  Telephone and Telegraph Com-
pany of DBuffalo, and later conducted a
suceesstul manufacturers’ agency business
at 50 Church Strect, handling nationally
known lines such as Balkite and Magna
vox throughout the Iastern States.

“Dear Santa Claus™

Out in Texas, that little state where
neighbors talk to cach other by the sim-
ple expedient of driving four or five hun-
dred miles, they have great faith in the
Government and the Post Office.  And
also in the belief that everv company is
named after its founder.

One of the radio fans in San Antonio
wanted to know something  about  Arc-
turus tubes, so he indites an epistle to
*Mr. Arcturus, Newark, N, J.” The fame
of the tube manufacturer is such that the
letter comes through by air mail without
hesitation, and the next day *Mr, Are
turus” is answering the fan’s questions,

Smith to Distribute Victor
in Louisville

T'he Smith Radio Corporation of Louis
ville, Kentucky, has been appointed to
assume  the distribution of Victor prod-
ucts in the lLouisville territory, formerly
served by the Griflith Vietor Distributing
Company, according to A. A. Brandt,
sales manager of the Victor Division of
the RCA Victor Company, 'The Smith
Radio Corporation will operate from the
same location formerly occupied by the
Griftith organization, at 815 West Mar-
ket Street, l.ouisville, Kentucky.

McKelvy Sales Manager of
Brunswick

R, W. Jackson, vice-president of the
Brunswick Radio Corporation, announced
recently that Carl 1. McKelvy had be-
come sales manager of the musical instru-
ment division of that organization as of
February  1st, succeeding A. A, Trostler,
resigned.

Mr. McKelvy, at one time one of the
best known figures in the music industry,
started as a field representative of the
Brunswick-Balke-Collender Co., attached
to the Cincinnati branch in 1922, He or-

C. T. McKelvy

ganized and trained a force of special

representatives  in 1924, who introduced
the Panatrope at public gatherings and
dealer meetings, and followed these dem
onstrations by organizing branch and
dealer sales forces along sound educa
tional and promotional sales lines.

Following this successful operation,
Mr. McKelvey became general sales man
ager of the Nokol Automatic Oil Burner
Corporation, of Chicago, Ill. More re-
cently Mr. McKelvy has been general
sales manager of the Time-O-Stat Con-
trols Co., of Elkhart, Indiana.

Capehart Manufacturing
Franchise for Canada

An exclusive license to manufacture
the new Capehart 10-12C record changing
mechanism in Canada has been granted
to the De Forest Radio Corp., of Toronto.
Ont.  The negotiations were closed in
Fort Wayne, Ind, by H. E. Capehart,
representing the American company, and
J. K. Hahn, W. M. Angus, and A, L.
Ainswortl, of the Canadian company.

Yes

11. Curtiss Abbott has heen in Holly-
wood, and he reports favorably,

No. 1275

4 Primury, 1000900
ohm on secondary
side. List price $6.

MOST EFFICIENT GENERAL
UTILITY MICROPHONE KNOWN

List
The truly perfected single button
hand microphone.’t wo models, *"Reg-
wlar’ and ""Special Home Recording.™
Scientitically damped diaphragm, :;.uld
plated button, toggle switch, 15-foot
cord. Finished bronze or gunmetal.
Dealers, write for our “direct deal.™
Get our complete catalog

UNIVERSAL
MICROPHONE CO., Ltd.
1163 Hyde Park Blivd.
INGLEWOOD,
Micraphones $5 to $150. Alwo cables, plugs, rnm(or‘m-
ers, mountings, stands, ctc. Expert microphone repairs,

I O Complete

CALIF.
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RADIO / TUBES

The Brand
does make a

difference./ “they have been building
Centralab Controls

”

inthesesets foryears! ,

“Yes madam, this manufacturer, like most

CONCENTRATING our every

effort on a single product for

the past 16 years, as we have of the reputable radio builders, specifies

CENTRALAB Controls. When you turn this

done, has enabled us to knob for greater or less volume you get smooth,
build . noiseless increase or decrease of power . .. a |
ul up a national de- | - mighty important part of your radio.” ‘

mand for Cunningham Because mary dealers insist on CENTRALAB
Controls more and more radio manufacturers are

Radio Tubes, based on equipping their products witk these quality
’ controls,

merit and quality.

Recommend Cun- Centralab
ninghams as initial YOLUME CONTROLS

equipment and for

replacement.

932 Keefe Ave.
MILWAUKEE, WIS.

i ) CENTRAL RADIO LABORATORIES

|
| | — Enclowed find 25¢ for new VOLUME se=== . |
' CONTROL GUIDE.
Name ..ot cie
Addres> ............. ©000000000000000a
Eo To CUNNINGHAM, INC. City .....cocoiin il m‘"el‘w&.lu

NEW YORK CHICAGO SAN FRANCISCO

“ )|

The Tiiang Mae hune

To secure the best service to syour reply, he sure to mention RADIO JOURNA
o RADIOY JOURNAL
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2

A.€. Model 524, T1iC
NINE POINT FEATURES

De Wiild Coinpanion.
Maodel 632

Biggest Money Making Midget |
Receiver On The Market |

“DE WALD"”

Miniature Companion of the

Famous

For A4.C.
or D.C.
CURRENT

Rugeged ehassis
construction.
Triple screen grid
tubes.

3—Screen grid power

4-—

5

-

PIERCE-AIRO, Inc.

detect:on.

Fine quality
audio systam ren-
dering excellent
tonal fidelity.
-l.arge size clec-
tro.-dywmamic

mum of efficiency.
3—24's 1-—45 1
30 (AC 524)
3—32's 1—30¢ 2 —
31's (DC 632)

i——Humless filter cir- First of all the DeWald Midget
onit, employing the highest priced standard size radios.
new type clec- own  complete satisfaction.  The
trolytic coun- superior tone quality of the
densers (AC 524). DeWald  with its attractive ap-
S&—Minimum amount pearance and convenient size are
af  tubes.  whieh the factors that sell it in ever in-
operate at maxi- creasing  numbers.  Second—you

can fin your own list price for
the Dewald and name your own
protit. These are the reasons why
you can make more money with
the DeWald  Midzet than  with

speaket.

8—{"hassis

is housed

any other on the market.

in a  beantiful . .
Heavy duty power burled walnut Some zood territory still open.
supply (AC 524). cabinet. Write for particulars. A.C. Model 724

possesses a quality of tone tound only in
Comparison will prove this to your \I

Pieree-Airo Chassis

D.C. Mode)

113R Fourth Ave., New York City
MANUFACTURERS OF FINE RADIO SETS FOR TEN YEARS

LICENSED ’
hy ‘ )
n.e.A, l

727

- E—
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T'S not what we say
about JRC tubes that

counts —it's what the
tubes themselves do.

Put JRC tubes in your dem-
onstration set—test them by
every standaed of fine recep-
tion. They ask nothing more
than a chance to prove by
verformance.

Write far details of

] RC Dealer Propesition
- SEALLD 4o

OQUPONT A\
f .tEugguA!Epl"

(L
%) T
Rroug Ly

JOHNSONBURG RADIO CORPORATION
JOHNSONBURG, PA.

NIW YORK: 55 West 42d Street CHICAGO: 28 East Jackson Blvd.

OPPOSITE PENNSYLVANIA R R, STATION

aaaa
New York’s new hotel truly expres-
sive of the greatest eity, 1200

pleasant rooms each with Servi-
dor. bath, ¢irculating ice water
and radio provisions

3

=

HOME RECORDING

Means More PProfits For You

LIST PRICE
$25.00

leas microphone
Mierophone as ilus-
trated, $10 additivnal

Q( YMETHING that every eustomer will want —THE PACENT RECORD-
W OVONL Phonogragh records made at home with profescional re-nlis and
whorCthe necessity for expensive aoparatus, Tell vour enstomer 11 will
proside g permanent wbum of the vowes of his famnly and friends or radio
prograats e wishes to preserye.

FHE PACENT RECORDONON daweinbly consinta of the RECORDBONOY,
fthe selee
wids, Price §

furnisled with elips.a speecial adaprer torswiteliillosirated above, to-
gether witl the necessany conneeting 2500, The hane misraphone
illarated will be supplicd only when requested. at an estra cont of 2100 list.

THE PAGCENT RECORDOVON s desi
type of records whiel are available evers w
product. anade by the manufactarers of talki
ing ~atisfactorily in over 2000 1heatres throughout the world.

ed to operate with the pregrooved

at a sl cont. 1t is g qualiny
preture equipmenl oy operat-

Yubiie: Vddress Svatem Manual conraining last minate o ta on amplifiers,
wieroptones, lond speskers. tozether with ueeful information concerning the
plannin g of ronnd sy <tems will be sent free of charge upoun request.
PACENT ELECTRIE CO., 91 Seventh Ave.. New York., N. Y.

Pioneers in Radio and Eleetric Reproduction for over 20 vear,
Liceusee for Camada: White Rudio, Ltd., Hamilton, Out.

PACENT

Dealers,
too, share
the savings
of
ATLAS
CASES

Atlas Tacking Cases prove econusiical to  manufacturers of radios
And they save money far dealers. Instruments shipped in Atlas Cases
are received in perfert condition. No refinishing, no touching-up is
ICI(‘(‘O.\S.'H')'. Not even dust can penetrate the smooth panels of an Atlas
ase.

Atlas ('Mi("s_ are :ight in weight. So light that freight costs are decidedly
reduced. The dealer saves the difference, Dealer» can reship taeir radios
in the wriginal Atlas Cases. The expense of repacking for delivery is
eliminated.  Atlas Cases can be used again and again.

Leading manufacturers please their dealers by shipping in Atlas Cases.

g
7

L Z CARRY THE WEIGHT
M ATLAS PLYWODOD CORPORATION

Park Sqaare Building. Boston. Massachusetts \’
.’\ei{) York Office : Chicago Office:

33 West 42nd Street 649 McCormick Building
Fartories: Richford., Vt.; Montgomery Cemter, Vt.;: Morris-
ville, Vt.; Greenville, Me.: Stockholm, Me.; Goldsboro, N, C.:
Waterloo, Quebec. Branch Factories in Twelve Cities

4703
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IOUBNA

The Batile

[T old, oid vules haven't
changed a bit-——c¢ven for our
comenience who a-e i the
jastest growing major in
dustry in the world.
“The battle of competition is raging
on all fronts—in service—n proee
in value—in qualityv—in =sa’esman
Shin—in  management with some
eve-gouging. kidrey slugang and
hitting below the belt discernihle in
the darker corner~ of the radio n
dustry
“let us not be Dblinded Dby the
anoke of battle to forget that th
thne tested rules ol permanent suc
cess are just the same as always.
“If vou are a manufacturer, mak
the Dhest product you know how for
its by your product that you will
he known—that will be the measure
of vour failure or success
‘L .}‘()ll are a distributor, then serve your
dealers  well—don't  expect & smile in
answer 1o a blow. 1i vou arc a dealer,
give more than you think necessary tH
vonr customers.  More courtesy, more
service, more friendliness, more helpiui-
ness, more information, more truth and
vour customers will be your friends and
veur business will be founded om the rock
ot contidence and you will presper.
« tnd if vou do these things
consistently vou will find
vourseli en a hill above
tlhie worst of the battle
where the air is a
little  easier to
y hreathe and the
struggle is not
quite so unrelent

me.
F. A. D. Andrea
‘ President
F. A. D. Andrea, Inc

\ MARCH BUSINESS EDITORIAL

THE Talking Machine & RADIO JOURNAL for March, 1931

N -
Al.]a‘ MORE THAN 20,000 CIRCULATION

ARTICLES, FEATURE STORIES, TRADE NEWS

CONTENTS for MARCH 1931

Editorial ... o T
By Glad. Henderson
Growing Pains ... oo o L0 e 20
By Il. B. Richmond
Selling Radio 10 Schools © o000 000000000 22
Renting Public Address Equipment ... 24
The Midger Combination . ..., .. ce s 20
60 Girls Find 810 Prospects ... ... ... 24
By Wilired Redmond
What You Can Do with Talkies .. ... ... .. 30
Glad.'s Book ... ... 32
New Models o000 oo 0. - 34
Pictorially Speaking . ......... . 36
Refrigerator Journal ... ... . D3 - IEE 39
What Do You Think? ... ... .. e 10
Service-Salesman ... 0oL » www 5y -4l
Last Word of News ..o 1.3

GLAD. HENDERSON, EDITOR

DANIEL WEBSTER, Managing Editor

H. E. SPEARE. Electric Appliance Editor
RAYMOND GANLY. News Editor

WALTER VALERIUS, Business Manager
F. W. BRIGGS, Advertising Manager

FRANKLIN E. WALES, ALBLERT J. BOY, Western Managers
651 Marquette Bldg.. Chicago, Telephone: Randolph 1848

H. F. NOSs. (leveland Representative
370 (Gtizens Building

HALLETT E. COLE. Los Angeles Representative
1015 New Orpheum Bldg.. 16 South Broadway. Telephone: Vandike 73R4

Aceredited news representative in leading cities in United Stafes

Ial. XXX 3 FEditorial and General Offices He nderson Publicalisms, Inc.
S011-3 Grand Contral Terminal, New York, N. Y. Telephone, Murray Hill 2
10466-10167. President, Glad. Headerson; Vice-President, G. A. Henderson
Vice President, W. A. Valerius; Secretary & Assistant Treasurer, M. 4
O Rourke.  Published monthly on  the First. Price H0c the copy.
$5 the year. 3 years $10.. (Foreign postage, $2; Canadian postuge, §1.
Printed in U. 8. 4.




Plug that big leak in
your Profits

Reduce Costly "Free” Servicing
‘with TUNG-SOL Tubes

DEALERS have spent thousands of dollars

in unnecessary service calls for sup-
posed set failures, when one or two weak
tubes were solely to blame. These costs may
be reduced by supplying Tu~G-Sor. Tubes
which are made to the most exacting pre-
cision standards and scientifically tested and /
matched before leaving the factory.
This not only saves you service cost, but

i ilds customer-satisfaction, which is th
it builds customer-satis on, which is the RADIO TUBES

true foundation of any business that is going
to grow and prosper.
If you want to hear the full story of Tung-

Sol superiorities write to the nearest office.

TUNG-SOL

PRODUCTNS

Made in
NEWARK. NEW JERSEY
Sales Divisions

CLEVELAND KANSAS CITY
DETROIT LOS ANGELES

ATLANTA
BALTIMORE

BOSTON
CHICAGO

NEW YORK
=T. PAUL
TUNG.801, RADIO TUBES

Licensed under patents of the
Radio Corporation of America

TUNG . SOL MINIATURE BULBS
Licensd under Geueral Electrie Com-
pany’s Incandescent lamp  Patents
Manufuctured by
TUNG-SOL RADIO TUBES INC.

Manufuctured by
TUNG-NOL LAMP WORKS INC.

Tung-Sols are the fastest heating tubes in the world,
active in six seconds, not thirty. They are non-micro-
phonie, camot sputter, howl or growl. They are
absolutely humless, nothing to mar the most delicate
programs. They’re matched with micrometer aceuracey,

FLASHHLIGHT BULRBS

Tung-So! Flashlight Bulbs are
the rost improved type of
miniature incandescent lamp.
Dexigned  especially  for nse
with all flashlight batieries.

RAPRIO PANEL BULRB
Tung-Sol Panel Bulb for dial

tllumination on radio cabinets,
Either A, Coor D.CL Its sturdy
construetion insures the user
of excelleat dial illumination.

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

AUVTOMORBILE
NEADLIGHT BULB

Tung-Sol Fixed Focus Automo-
bile Bulbs are the sajest and
niost eflicient Leadlight bulbs
in use. Safety o passing and
courtesy of the road demand
their use.

There i a type for every
automotive neel.

The TalkinarMachine
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RCA Radiotrons help to sell even the finest receiver—
YOLt don,t ha‘UCtO apozoglze or explaln ! » N N M N N N » »

Every Wed. and Sat. night the
Radiotron Varieties, throngh
its popular announcer John S.
Young, sends this message to
set owners from Coastto Coast

"Why gamble with your radio
enjoyment? When you buy
one of the marvelous new sets
now being offered, be sure ta
look inside the cabinet and
make certainthe setis equipped
with RCA Radiotrons. RCA
Radiotrons cost no more than
ordinary tubes.’”’

TODAY tadio purchasers expect value for their money — and are making certain
that they get it.

Wise radio set buyers are looking inside the cabinet to make certain that the tubes
are Radiotrons. When they find unknown tubes an element of doubt enters their minds,
throwing up a sales barrier. This barrier not only makes set selling harder, but results
in lost sales and profits.

At a time when most tube manufacturers are curtailing advertising expenses, the RCA
Radiotron Company is giving its dealers increased sales support. Twice-weekly broad-
casting programs, a weekly schedule in national magazines; news-
paper advertising twice a week — these and many more activities
are increasing the already existing public demand for Radiotrons —

the fastest selling radio tubes.

Give your customers what they want. Insist that your distributor
deliver your sets with Radiotrons.

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

A Radio Corporation of America Subsidiary

RCA Radiotrons

THE HEART OF YOUR RADIO





