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5 TIMES THE PROFITI
s THE SALES EXPENSEI

ONE SALE IS WORTH
25 ORDINARY SALES.
CAN YOU AFFORD
TO PASS THIS UP¢

T

Even the most blase radio salesman can get enthusiastic when he talks

to a custiomer about the features of this 20-record automatic. And the
profits you can write in your books from even one sa?e wi|| moke your
bookkeeper rub his hands with glee. -

BRUNSWICK

—lulomalic

PANATROPE-WITH~-RADIO
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THE TRADE AUTHORITY $5. the Year
Rad'e, Electric AppBances and 50c. the Copy

He A t Product: ‘ 'l <
.mne musemen roducts Y. ’ 4 ig '_ l 2/6 in London
R g0 on000 cone '8 W World Radio Histon 15 fr m Paris g
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WITH RADIO'S SWIFT ADVANCE ...

ARCTURUS BLUE TUBES

Throughout the radio industry Arcturus
is known as a pioneer— steadily blazing
the trail to new tube developments. ..
always quick to offer the most advanced
ideas in tubes.

Now Arcturus again demonstrates this
pioneering ability by announcing two new
Arcturus Tubes, that made possible marked
advantages in radio set design.

Arcturus Type PZ Pentode

High mutual conductance, and exceptional sensi-
tivity are features of this new Arcturus Tube. Be-
cause it is approximately 4 times as sensitive as a
*45 power output tube it makes possible greater
volume, minimizes distortion, and makes smoother
reception a certainty.

Arcturus Type 551 Variable-Mu Tube

By using new principles, this Arcturus Tube elimi-
nates the need for double pre-selectors, dual vol-
ume controls, and “local-long distance’” switches. |
Even with signal input voltagesincreased 25 times, [
operation is free from distortion. Recciver hiss is ‘
reduced ; maximum cross-talk is divided by 500. [
Circuits using this new tube are simpler, as well as |
more efficient. Arcturus’ well-known quick action
is an additional feature.

Leading radio set manufacturers
arenow designingsetsusing these
new Arcturus Tubes. You will
be selling these improved re-
ceivers soon. Many of them will
come to you equipped with
Arcturus Blue Tubes...the tubes
that insure satisfactory service
because of their dependability
and Life- Like Tone.

ARCTURUS RADIO TUBE CO., Newark, N. J.

ARCTURUS

mentioned in your reply gives you a quicker answer.




THE Talking Machine & RADLIO JOURNAL for April, 1931 3

— % AN
7 "A."*\.\Ef/\:)
N

e
R
%’\xﬁ\%f‘#

#

t
| __,Ca»l“so

S

. ¢ ) = v.\ N R
IO NP R
gl 5§ & ,&“‘V@k 7.
et auson”
A

“There is nothing

finer than a
Stromberg- Carlson™

[es

The list of outstandingly good merchants wcho are
£y A
Stromberg-Carlson dealers, includes: —

The Aeolian Co. Heaton’s Music Store Knight-Campbell Music Co. ], W. Greene Co.
Grinnell Bros. G. \. Barlow’s Son Co. Edw. J. Walt Music Co. Levis Musie Co.
Sherman Clay & Co. W, J. Dyer & Bro. dmund Gram H. C. Prange Co.
Robelen Piano Co. . C. Harvey Co. Homer L. Kitt Co. Otto Grau Piano Co.

Wateh for other outstandingly good merchants in subsequent issues.

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

announces
the SUPERETTE

An 8-tube Super-Het-
erodyne in a small-size
cabinet...including tone

color control. § 5 7 50

less
Radiotrons

AT last! A small set that’s really a RADIO!
A walloping big, 8-tube Super-Heterodyne
condensed into a trim, convenient cabinet! All

the marvelous performance of a big set.

The new RCA Victor Superette is not merely
a Screen-Grid Radio . . . it's more . . . it's a
Super-Heterodyne . . . the principle to which
the entire industry is swinging . . . and it

employs the new Super-Control Radiotron

tube . . . the last word in radio.
The SUPERETTE Only the world’s greatest group of radio engi-

An 8-tube Super-Heterodyne employing two new . .

neers could h 00 C
Radiotron Super-Control Amplifier tubes, with eers co ave deSlgned this set only the
tone color control, push-pull amplification, cabinet in world’s largest radio factory could have produced
Butt Walnut or Georgian Brown finish. $57.50 list, less 8 5 . 8
R dio":ns“ T eorgian Brown hint itat$57.50, less Radiotrons, including tone color

control! Wise dealers are displaying it, and
SELLING it. They also find it a great leader for
attracting buyers of larger sets. Ask your dis-
s ResTERS voreE tributor about it TODAY.

Trade Mark Reg. U. S. Pat. Off.

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

mentioned in your reply gives you a quicker answer.
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 Refrigerators shipped in Atlas Plywood
Packing Cases are easy to sell.  They
retain all the out-of-the-factory newness,
all the eye-appeal of the careful finishing
that they have wheu shipped from your
factory.

Conmpletely protected from transporta-
- tion hazards, they are delivered to your
dealers in their original condition. Neo
time is lost in repairing damage received
iu transit. No expense is added for
refinishing. They are ready for im-
me diate display.

ASSN

Lighter by far than ordinary packing
boxes, ATLAS Plywood Cases offer a
~ decided saving in freight charges.
~ Labor costs, too, are reduced. An ATLAS
* Case can be assembled in half the time
; it takes to build a wooden bhox.

%

% ATLAS engineers can show you how
. ATLAS Cases give your refrigerators
~ complete protection at a worth while

»

. saving to you. Write.
¥

¢l tlaSPacking Cases

\
W‘/- CARRY THE WEIGHT —SAVE FREIGHT

™ - ATLA S LYWOOD CORI RATION
(1 € "ok A = Rl
g h’g ‘ ' PARK SQUARE BUILDING BOSTON MASSACHUSETTS
New York Office: 33 W 42nd St Chicago Office’ 649 McCormick Blidg.
Factories: Richford, ¥t.; Montgomery Center, Vt.; Morrisville, ¥t.; Greenville, Me.; Stockholm, Me.; Goldsboro, M. C.; Waterivo, Quebec
Branch foctories in twelve cities. 1686

To secure the best service to your reply, be sure to mention
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ACHIEVED! BY GENERAIL EILECTRIC

Brilliant Performance
m swall sets

L

e

s
7 e i,

=
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The new Junior Console— ;877" high, 211, "

wide, 1133

nizes with small homes and apartments, Rich walnut cabinet. Takes little

3823

floor space, little wall space.

LIST PRICE, LESS RADIOTRONS

leep. Harmo

0

The new Junior—z1' high, 134, wide, 101, 7 deep. Com-
pact. And portable! VFor mantelpiece, bookcase, corner table,
ete. So light a boy can carry it. Fasy to take along for
vacations. Antique bronze handle for carrying. Rich walnut

cabinet, with butt walnut panch. Authen-
‘ 50
2‘

LIST PRICE. LESS RADIOTRONS

tic 18h century manmel clock design,
— ¥ —

= = The Junior,with Clock—Similar to
regalur model Junior, with General
Llectrie clock included.
LIST PRICE, $ ’-0
LESS RADIO- D
TRONS .

INTRODUCING the new Junior, and Junior Console.
Smnll sets, but distinctively neze. In brilliunce of tone
—in beauty. So good that, in a masked test, they were
unanimous choices over competing small sets.,

8 tube, screen-grid superheterodyne. Fully shiclded
chassis. Full ize 8" dynamic speakers. Using the new
235 Rudiotrons that cut down cross talk, and improve
tone at low volume.,

Tone control that permits ereater range in tone

quality than any control heretofore. Phonograph con-
nection,

Sensitivity 7 Selectivity 2 Even better than yvou'd ex-
pect from such well-desigmed superheterodynes. Do
this—compare with @z small set. And we’ll leave
it to you!

Order from your G-F merchandise distributor now,
Have stock on hand for NMay magazine and newspaper
advertising announcing new sets to public.

GENERAL @@ ELECTRIC

FULL RANGE RADIO

Merchandise Department: General Fleetrie: Company, Bridgeport, Connecticut

mentioned in your reply gives you a quicker answer.
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Ken:

Rad

Fine Radio Tubes

A

KEN-RAD

Wihat Kind of K,

‘ iLL1oNs of dollars are spent each
M year by set manufacturers for
engineering and development work
tlone to give vou dealers and distrib-
utors better radio performance to sell.

But rhe finest instrument possible to
build can be no better than the tubes
that are used. I'ine tubes can make a
cheap set do more than the finest set
with cheap tubes.

Why, then, should you or any set
manufacturer supply any but the finest

tubes available? . . . This certainly 1s

conomy 1s 1 his¢

the last place that anyone should
attempt to economize —because cheap
tubes always prove to be false economy.

You can get cheaper tubes than Ken-
Rads —but vou can’t get finer tubes.
You practice sensible economy when
vou supply Ken-Rad Fine Radio Tubes
as equipment in every set you sell. And
vou make more money, because the
berter performance of Ken-Kads will
ger and hold more customers for you . . .
May we have the opportunity of pre-

senting definite proof? Just write us!

THE KEN-RAD CORPORATION, fncorporated, OwrNssoro, Ky.

Licensed Radio Tubes and Incandescent Lamps

To secure the hest service to your reply, be sure to mention
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Look for
Robust

Rectifiers

Ample and uniform current supply for
every tube in the A. C. radio set— that
is the function of the rectifier tube. De
Forest engineers have insured that func-

tion with these latest refinements:

1. Special alloy hooks maintaining uniform ten-
sion on filaments.

S N RN AT G Qg R g R e AR iy u s My

2. Ingenious clamping toinsure accurate plate di-
mensions for equalized full-wave rectification,

3. Carbonized plates insuring maximum heat
dissipation at higher outputs demanded by
latest sets.

4. Tabbed filament to insure low-resistance
welds and prevent weakened filament due to
spot welding.

5. Exhaust port positioned well below press to
avoid leakage.

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

ance of any radio set.

This is the fourth of a series of debunk-
ing messages dealing with 1931 radio

tube features. The entire story can be

AUDIONS D FOREST

ent t ] diately, if o desire.
s oyou immediately,if you's sir Sy

1 RADIO TUBES =

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

i e S it o i Tt O Lot 5 R A P ot N S S S B D i e s L AR A A RN S s T
After oH there's no substitute for 25 yeors experlence
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CROSLEY offers 7o

Sensatlonall\TW Radio Developments

Only 1234’ high, 1115 wide, 93, deep

NTOW Crosley introduces The JOIINNY
1 % SMOKER — the smoking stand radio.
This set fills a veed

(Shown at the right).
that cannot be met by any other radio set.
It provides excellent radio reproduction and
at the same tlme SCTVes a3 smoking stand.
a4 piace to put cigarettes. pipe, tobaceo jar.

and is a valuable aceessory around the home.

Next to an easy ehair or a couch or ot in
the muddle of the room. this little radio gem
is a beautiful, refined, nicely fintshed piece,

The front panel & of Crosley REPWOOD.
T'he sides, top and back are of genuine wal-

nut veneer.

The CROSLEY JOIINXY SMOKER is

cquipped  with The WIGIT chassis, de-
seribed above, and delivers the same sensa-

tional performance as The WIGIT.

Gel in toueh with your CROSLEY dis-

tributor tolearn
more about this
lite gem which
sparkles with
premise of a big
future. It is
priced right and
will sell fast at
the startlingly
low price of . ..

|j —_—
| COMPLETE
. WITH TUBES
\ —

The Cros/ley WI1GIT

HE sensational CROSLEY WIGIT
(shown at the feft) is a small-size. low-
priced super-performing radio veceiver read-
iy adapiable as a personal radio set for
everysmember of the family. and capable of
bringing B distant stations ina sensational

way.,

Thislitte radio marvel incorpovates THRER
Sereen Grid tubes. Neutrodyne cireuit, elee-
iro power speaker, Mershon condenser power
pack, single tuning control. volume control
and three gang tuning condenser. The ex-
guisitely designed  one-picee cabinet 35 of

gemiine Crosley Repwood B

Your CROSLEY distributor will demonstrate

395

COMPLETE
WITH TUBES |

see and hear
lor yourself the
amazing  value
and perforn-
ance offered at
the unhbeard-of
low price

The Cros/ey JOHNNY SMOKER

Only 22" high, 1235" wide, 1034’ deep

THE CROSLEY RADIO CORPORATION

POWEL CROSLEY, Jr., President

Home of " the Nation’s Station’™  WLW

CINCINNATI

Also manuiacturers of the CROSLEY Battery Radio Receivers and the CROSLEY ROAMIO
Automobile Radio Receiving Set.

CROSLEY
SENIOR
SUPERHETERODYNE
(Pliodynatron) Series

The Crosley SUPER-
ADMINISTRATOR

The New CROSLEY SU-
PER-ADMINISTRATOR
is 2 truly modern radio
receiver worthy to grace
the finest homes. It intro-
duces a sew development
in super-heterodyne engi-
PLIODY-

a special oscillator tube used

neering — the
NATRON
in the cireuit to rednce harnful
harmonies and radiation. Sold $109.50

. Complete
at the low price of h

with fubes

The Crosley SUPER-
RONDEAU

The New CROSLEY SU-
PER-RONDEAU is sure
to attruct those looking
for whatis finest and most
maodern in radio recetving

sets, The sides and top of

this exquisitely  magnifi-

cent cabinet are of genuine 5-ply walnut
veneer. The set and speaker are the same
CROSLEY SENIOR SUPERHETERO-
DYNE (Pliodynatren) classis and newest
CROSLEY full floating maving coil dynamic
speaker as used in The CROS-

LEY SUPER-ADMINISTRA- $119.50

TOR. Priced startlingly low at N

with tubes

The Crosley
SUPER-SONDO

A magnificent, super-per-
forming clectric phono-
graph and radio set. Top
and doors are of gennine
5-ply walnut vencer. It

contains the same highly
refined CROSLEY SEN-
IOR SUPERIETERODYNE (Pliodyna-
tron) radio receiving set and newest CROS-
LEY full floating moving coil dynamic
speaker as used in the CROS-

LEY SUPER-ADMINISTRA- $(1§“ch0
TOR. 1t sells at the low priee of _ with tubes

YOU'RE 7THERE WITH A CROSLEY

To secure the best service to vour reply, be sure to mention
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T his strong trend toward

COMBINATIONS

Is one more good reason for pushing

COLUMBIA RECORDS!

More and more people ave realizing there’s no substi-
tute for getting just the musical selection you want
right when vou want it.  That’s why combination
radio-phonographs are uwow bigger-selling favorites
than ever before. Indicating that a healthy boom in
record sales is under wav.

Cohimbia Records are the most profitable dise line
vou can back. Recordings that eateh the heart and

purse of every possible customer.  Classics, latest
danee hits. popular ballads, race and foreign favorites

all performed by the finest exclusive recording art-
ists obtainable. and on Columbia’s perfect, silent-sur-

face dises,

Heve are some examples of recent Cohnnbia siccesses

sellers every one!  Stock them now and see!

DANCE

Record No. 2408-D, 10-inch. 75e.

¢ At Last 'm Happy (Ineidental Singing by Ted
Lewis)
Ted Lewis and

Truly 1 Love You—Fox Trots

His Band

Record No. 22971, 10-inch, 73c.

Body and Soul tfrom “Three’s a Crowd™)

Something to Remember You By (from “Three’s
a Crowd”™) —Fox Trots—Paul Whiteman and
His Orchestra

Record No.o 21011, 10-inch, 75c.
By the River Sainte Marie

Running Between the Rain-Drops—Fox Trots—
Guy Lombardo and His Royal Canadians

A

Record No. 2400-D, 10-ineh, 73c.

{ Love for Sale tfrom ~“The New Yorkers”)

< 99 Out of a Hundred Wanna Be Loved—Fox Trots
Ben Selvin and His Orchestra

Record No. 2H6-D. 10-inch. 73c¢.

We Can Live on Love
I Hate Myself (For Falling in Love with You)—
Fox Trots —Smith Ballew and His Orchestra

Record No. 2103-D, 10-inch. 75c.
I Surrender. Dear

Sing Song Girl (Little Yella Cinderella)
Fox Trots—Mickie Alpert and His Orehestra

VOCAL

Record No. 2398-1), 10-inch, 75c.

Love Is Like That (What Can You Do?)
You're The One 1 Care For-—Ruth Etting

Record No. 2388-1)., 10-inch, 75c.

Blue Again

I'nt One of God’s Children
Wings)
Her Blue Grass Boys

(Who

Hasnt Got
(from “Ballyhoo”)—Lec Morse and

Record No. 2374D, 10-inch, 75c.

shine On. Harvest Moon (With the Rondoliers)
It You're Happy. F'll Be Glad
Art Gillham  The Whispering Pianist)

Record No. 249D, 10-inch, 75c¢.
J{ Jesus Christ Is Risen To-Day—Cathedral Male

Choir
The Strife ls Oer

Columbia Phonograph Co., Inc., New York City. [n Canada, Columbia Phonograph Co., Ltd., Toronto

M mentioned in your reply gives you a quicker answer.
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Financing the Ccnsumer
By Evans CLagrk
Director, The Twenticth
Century Fund
Invaluable to manufactur-
ers and merchants who offer
credit in its Ciscussion of in-
stallment credits. [z discusses
in  detail pawnbrokers, pur-
sonal finance companies. cred-
it unions, remedial loan soci-

cties,  Axias,  ete.  explams
their operating mcthods, in
terest charges, profits, «divi-

dends and costs of operation.
This is the first detailed study
of the varions methods o1
financing the =mall consumer.

$3.50

S

AN AN FUN

—

iy

1T

1

o Ja 1t
llelk" says Charles M. Schwab.

“This is the best book of its kind I have ever read.” The
New Way to Net Profus gives the constructive advice of
a great banker on how to make more money. It tells
how corporations can and should study their methods
of operation in marketing, merchandising, budgeting
and control of the eatire management policy in order
to secure ¢ profit. “Meost absorbing, interesting and help-
ful.” reports . R. Dibrell, Vice-President, Celanese
Corp. of America. “The principles and policies which
vou lay down are obriously constructive and of vital in-
terest 1o cxeculives.” $3.00

Thousands of Dollars

in Increased Profits

Can Be Earned for You
by the Five Books Here

[ ~ .

—— L Chain Store

e | Distribution and Management
FINANCING By William 1. Baxter

| THE CONSUMER

EVANS (1 akX
) AL

Sales Management
Fundamentals

By R. C. Hay,

Forwer  sales  tritining
aud  proapotion manager,
American Radiatar Co.,
eiles manager., May 0il
Burner Co.

How ta train sales-
men, test their inter-
views,  enthuse  and
heip them sell more
goods, by a man who
has done it with con-
spicuous success, A
COMNNMION Sense, prac-

Very valuable to independent merchants every-
where who are progressive cnough to want to watch
what is taking place in chain stores and profit from
their experiences. The author analyzes many chain
= store organizations in all classes of business and ex-
pleins the essential principles upon which their good
management ard success has heen built. $5.00

A Million Investors Have Been
Waiting for This Book!

fynv estment Fundamentals
By Roger W'. Babson

INVESTMENT
FUNDAMENTALS

ROGER W.BABSON

The book is unique, being a defi-
nite guide to the profitable use of
your capital. Its methads can be
applied whether your total capital
is $1,000 or $100,000 anc its value
can be measured only by the in-
creased profits you are sure to se-
cure by following its investment
suggestions. Adopted by the Busi-
ness Book lLeague as its Book-of-
-the-Month. $3.00

B

tical statement  of
the high points
in the funda-
mentals”, savs
I. R. Brund-
age, pres-
dent, N. Y.
Sales Mana-
gers’ Club. )
$3.50

To secure the best service to your reply, be sure to mention IS
6RADIO_JOURNAL

Book Department
Talking Marhine & RADIO JOURNAL
591) Grand Central Terminat New York. N, Y.

All Prices Quoted on a Cash-with-Order Basis
Please senc me the folloewing books:

I enclose check for $
Name

Address
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weeping

and sweeping DOLLARS
into DEALERS’ POCKETS

. 8-TuBE SUPERHETERODYNE
mantel model. Matched walnut panel
with imported marquetry inlay. Sold

complete with Majestic $478() B

it SIX AMAZING, ENTIRELY NEW
SUPERHETERODYNES USING
MAJESTIC'S SENSATIONAL NEW

NEVER HAVE DEALERS seen cator, noiseless tuner, statice

such a swing to a new set. mwodifier, and an amazing new

Orders are flooding in. The slump  cireuit that tunes razor-sharp! Tone
. New 8-Tuse MAJESTIC SUPER-

HETERODYNE chassis in a beautiful is over for Majestic dealers right  free at last from hiss, hum and tube
Tudorlowboy. Panels of maiched butt . are are 3 J o LN | HEP . T T
walnat, Sold complese only with now, and dollars are rolling in. distortion! Distance that amazes
Majestic tubes, 3119 50: Imagine demonstrating in dav-  every listener! It’s the greatest
less tubes 39780 - ° . y C

light on stations 1000 miles away  set ever built—and the fastest sell-

and getting “the coast™ in the  ing line in America right now.
evening during store hours! They Put your undivided effort be-
are doing it right now with an  hind a live one. The Majestic
8-tube superheterodyne that sells  franchise is “money in the bank™
for only $47.80 less tubes! today. Phone or wire your dis-

Automatic volume control, auto-  tributor now. Grigsby-Grunow
matic station and tuning indi-  Co., Chicago. Hlinois.

. 9-TUBE SUPERHETERODYNE in
Hepplewhite highboy of beautiful
matched walnut, with genuine mar-
quetry inlay. Sold complete only with

aine  Majestic tubes,
$149.50: price lesstubes, le.; =

Licensed under paleuls and

applications of R. C. A.,
ALL PRICES SLIGHTLY HIGHER Hazeltive, R L., IuTuur

WEST OF THE ROCKIES also by Lowell & I)ulmwn'

USHICIEAOE mentioned in your reply gives you a quicker answer.
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FLYER
ELECTRICS

do a job to perfection

The Green Flyer Motor unit. Specially
designed for Radio-Phonographs, with ample
power for all electric pick-ups . . . en &ll
records. Silent spiral-cut fiber gears; long
oversize bearings. Operates on all voltages
and frequencies. Also made for direct cur
rent, either 110 or 220 velts. Autematie
stop optional. Ontario Hydro-
Electric Power
Commission  Ap-
proval No. 2635.

Responsibly Guarenteed

EADING engineers called the first Flyer

Eleetric a good job. That was over two

fully as much to 15 years of Flyer Motor

experience in supplying power in eover
5,000,000 quality phonographs. Thanks
fully as much to a quarter century of

vears ago. Ever since then the Flyers have

consistently won the same enthusiasm and

respect from everybody. The popular

similar success in electrical manufacturing

motors for radio-phonographs. Doing a job by the samie organization and plant.

to perfection.

Their advantages in simplicity of design Self-starting, amply powerful, supplying

and balanced co-ordination are as distinct
taday as ever. Wherever installed the Blue
Flyer or the smaller Green Flyer proves it.
Thanks rot only te superior design. Thanks

uniform speed to perfection, and uvnin-
terrupted service. For all voltages and fre-
quencies. Also the Green Flyer for direct

current, either 110 or 220 volts.

The Blue Flyer Motor unit, Like the smaller and lower-priced
Green Flyer, self-starting induction type, with automatic stop
equipment optional. Similar design . . . open construction with
complete ventilation—no heat or hum. Silent spiral-cut fiber
gears, long oversize bearings. Operates on all voltages and fre-
quencies. Both the Blue Flyer and the Green Flyer are furnished
as shown, complete with mounting plate, turntable and speed
regulator.

In ordering samples, please Responsibly Guaranteed
give voltaze and frequency.

Te(ENERAL INDUSTRIES CO.

3111 Taylor Street, Elyria, Ohio

To secure the best service tc your reply, be sure to mention
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THE NEW
chophone
RADIO

AN EIGHT TUBE
SUPER-HETERODYNE

Sensationally New
Delightfully Different
Emphatically Better

ECHOPHONE, long recognized in the

$ 50 radio industry as an instrument of the finest
69: proven quality in every detail, now chal-
lenges the world for superlative performance

Complete with superiority under all conditions.

G teed Tub
uaranieed fubes Echophone is unique in the compact

arrangement of unit construction. Amaz-
ingly sensitive, it penetrates to extreme
distances. Highly developed selectivity
permits you to USE its great power without
restraint or fear of interference by close-
in stations.

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

The Tilking Machyne

PPNy mentioned in your reply gives you a quicker answer.
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CW

FIRST AND BEST

CHAMPION POWER PENTODE

The greatest contribution to the advance-

ment of radio reception assures a successful
1931 market.

The new Champion Power Pentode¢ is CHAMPION
CREATED—CHAMPION DESIGNED. A product
of Champion Radio Works of DanVers, Mass.

N JANUARY 15. 1930, Messrs MacLeod and Briggs. of Champion’s Engineering
staff. demonstrated hefore a distinguished gathering at Columbia University, the
principles of a radically different radio tube—the POWER PENTODE. In the March
1930 issue of the “Proceedings of the Radio Club of America, Volume 7. No. 3, the
following paragraph is noted: “Those who heard the demonstration of the Pentode
Tube, which followed the presentation of the paper (demonstration of a Pentode by

A. D. MacLeod and R. S. Briggs of the Champion Radio Works. Tuc.) will recall that,

29

ele.. ete.

Then eame months of study and experimenting . . . of
laboratory tests . . . of intensive effort, day and night
by the entire engineering stafl of Champion 10 PROVE
it's finding. Champion’s new ttbe must meet the most
rigid specifications of set manufacturers . .. it must be
SUPERIOR in every way —greater in lone brilliance

. more faithfully reproduecing the high notes . . .
duplicating every tonal inflection of the artist as though
he stood before you!

Now the Power Pentode Tube is ready! Ready for your
most critical audition. Ready 1o demonstrate a depth of
power, tonal beauty and brilliancy never before avail-
able in radio! Hear it. Decide for yourself! You'll
admit—onee more- Champion is FIRST.

CHAMPION RADIO WORKS. Inec.
DAVVERS. MASS.

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

4 RADI)_IOURNAL
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Get the low-uown on Radio’s hottest line side that describes in detail the new
—the 1931 Clarion line. Write today —  Clarion line, selling helps, advertising —
now—this minute—for the new big broad- the whole startling new Clarion story!

TheTalking Machine . . s .
MIiQULI  mentioned in your reply gives you a quicker answer.
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THE NEW GOLDEN VOICED

'COMPACT

with the PENTODE TUBE




ATER KIEN'JI‘

WITH THE
(SUPER-HETERODYNE)
SMALL ONLY IN Atwater Kent adds another FIRST
SIZE AND PRICE to this impressive record:
FIRST with Compact radio (1925)
FIRST with Metal Chassis (1925)
FIRST with complete One-dial control (1926)
FIRST with All-eleetrie at popular price (1928)
FIRST with perfected Sereen-grid (1929)
FIRST with evenly spaced Quick-Vision Dial (1930)
Al . L]
And NOW FIRST with perfected use
of the new PENTODE TUBE in
~
a Compact Super-heterodyne
HE NEW PENTODE TUBE cirenit designed  for the PENTODI
is a five-clement power amplifier. TUBL, Atwater Kent engineering has
BIG 'N Used as audio output in the new cir- found the way of making a small vadio
cuit developed by Atwater Kent for of big performance at every point. 3
PERFORMANCE the Golden Voiced Compact, it handles This is all accomplished without sae-
J as much power as two 215°s plus the rifice of Atwater Kent standards of tone
amplification of one 227—all three of quality, super-heterodyne  selectivity, :
WORKMANSHIP, which it replaces. sensitivity or reliability.
Atwater Nent now uses the wonderful From top to bottom, the Golden
DEPENDAB'L'TY PENTODLE TUBLE toimproye audio fre- Voiced Compact is a typical Atwater
Y quency amplification just as  Atwater Kent quality radio. No radio has ever
Kent sereen-grid power improved radio been made of better materials or with
VALUE frequency amplification. finer workmanship. The Golden Yoiced
In short, by means of the new special Compact will sell casily—and stay sold!

THE NEW GOLDEN
; e e x|

8 . o
o w°rIdRad|on D e




PENTODE TUBE

(SUPER-HETERODYNE)

69

COMPLETE /|

WITH TUBES

Prices slightlv higher
west of the Rockies
and in Canada

1932 Model

MODEL 81. Geolden
Voiced Compact. with the
Pentode Tube. Cabinet de-
sign, Cathedral Gothic.
Front, matched butt wal-
nut; sides, selected striped
walnut. Dimensions 19 x
1554 x 954.  Qniek-Vision
Dial. New Electro-dynamic
speaker. Antenna adjnster,
securing full efficicncy onan-
tenna of any length.  Ar-
mored chassis fully shielded
to prevent radiation. Per-
feeted super-heterodyne cir-
cuit, gelting maximum se-
lectivity, withrich, fuil tone.

VOICED COMPACT




FROM THE SI N YEARS AGO 4neater Kent brought out

the first multiplv-lulw compaclt recetver.

PIONEER Every radio merchant who was in business at that time

remembers the “VModel 20 Cmnpuct.” It was no lurgvr than

OF a row of hooks on a living-room table.

The sensational success of that little model changed the

NOBTRUSIVE whole design of radio,

Receiver and speaker were separate in those days. Now

RADIO they are one. To make them work properlv in a very small

case requires special skill in design and manufacture.

= The Atwater Kent Munnf:wluring Compuny is fortunate
in llaving this skill at its command—and in lmving the
many years’ experience in precision workmunship required

for the manufacture of such a radio.
Look inside the new Atwater Kent Golden Voiced Com-

pact. Never before, in any radio of less than “standard

size,” have you seen such sturdy construction.

It’s the radio you will be proud to sell and any customer

will be glad to own!

The new sales value of the new Golden Voiced Compact
with the new PENTODE tube, with the Super-heterm]yne
circuit, plus Atwater Kent public ncceptance, plus the ex-
tremely low price, coupled with your own able selling efforts,
will result in the turnover that means good net profits.

ATWATER KENT MANUFACTURING COMPANY

A. Atwater Kent, President

4700 WISSANICKON AVENUE PHILADELPIIIA, PA.

First with perfected [Use of the

_.PENTODE TUBE
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Now is the time to throw the bull by
way of sales promotion. Bnyers are
proverbially stifnecked under the spell
of Taurus and dare you to convince them.
Bur it can be dene. The salesinan who
is willing to make an ox of himself keeps
well ont of the red all daring the
ascendency of the bull.

4 T o7 e -===l"\=.-' ‘r

l "m- 4Bl == >
. AR e ¥ ’ ».
I - - N T aaw ]
' e CREREm e ¢
yea ~ama R e .
M . w Sy o2y e
-~ mmm @pris.
wanan *ngi
[ 1] S-v
lxl-ll - - o~

) 'l' e
m'. '.
m il
e

i nm
-t .,

[
ann -
]

EESE

B

l.!lll

A RADIO WHOLESALER OF BOS-

ton has a carload of refrigerators
on hand that he doesn’t know what to do
with. It seems that he took on a line and
then decided to shift. The line he took
on sold out its business so the new owners
are not required to worry about an ex-dis- _
tributor. So it might be said that this job-
ber is “sitting pretty” with a carload of re- =
frigerators for toys.

ﬂ HE JOURNAL HAS WARNED
dealers and wholesalers again and
again that the same conditions exist in re-
frigerators as they do in radio. and that it
is just as easy to get hooked with a punk
refrigerator as with a punk radio. There
is no lure to refrigerator business when the
facts are looked at squarely. There is hope,
however, of exceptional proportions, for a |
dealer who will WORK with refrigerators
—rewards of getting excellent profits.
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R ADIOS ARE DEMONSTRATED

first and then sold; refrigerators
are sold and then demonstrated. It takes
four and a half calls, on an average, at the
home of a prospect before a refrigerator
is sold, and these figures are based upon
the results of several hundred thousand re-
frigerator sales. You ean’t advertise a re-
frigerator for $69.50 with “5 bucks places
it in the home” thinking te build it to
$200. There are some standards of prac-
tice in refrigerator selling that have to be
recognized. The phony part of radio selling
is abselutely out when it comes to refrigera-
tors. Several of the best boys in radio,
who have succeeded via the ““legitimate-
phoney” route, find themselves hopeless
when they haven’t the formula of $69.60
to start on.

OT YET ARE THERE DISTRESS
sales in the refrigerator business,
but it Jooks as if some are on the way, for
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if this carload of refrigerators, for
example, isn’t taken off this wholesaler’s
hands by the manufacturer, what do you
suppose will happen?

R EFRIGERATOR  MANUFACTUR-

ing in itself is a most skillful job.
It takes a large amount of practice to know
how to make a refrigerator. The writer
has recently been through several re-
frigerator factories, and one in particular
—the Kelvinator—isn’t a factory at all.
The plant is simply a huge testing labora-
tory; the parts production end is a small
portion of the plant, but what a bunch of
testing goes on. Continuous testing of this
and of that, almost every 15 seconds of
progress and for different lengths of time.
Countless numbers of refrigerator parts
lying around being “‘tested” eating up rent
and interest just because this plant has
safety standards and a determination
towards perfection that require an
elaborate and enormous formula of test-
ing. They have the odd idea at the Kel-
vinator plant that the refrigerator must be
right before it goes out—how strange this
sounds to the average radio manufacturer
—and the wholesaler who sells the re-
frigerator and the dealer who sells it, mnst
be confident that it is right.

N SPITE OF TREMENDOUS PRE-
cautions to have things right, all re-
frigerators must be serviced.  So, radio
dealers who think that the word “‘refrigera-
tor” is a magic path to easy and large profits
will be disillusioned with the first ten sales.
It wouldn’t be amiss to remark here, and
we don’t think any refrigerator manufac-
turer would object to the statement, that if
the same plans required in the sale of re-
frigerators were used on radio, the present
live radio dealer would be able to do twice
the volume of radio business, making three
times the profit. Radio men have become
so accustomed to thinking dully and are so
close to radio that all they see in it is the

l“

squawks, but let them get close to a few
refrigerator men and they will find that the
refrigerator business has its wailings.

I HIS BRIEF SIDE LIGHT ON RE-
frigerators and radio is for a dual
purpose—that of raising enthusiasm for
radio selling, and reducing to a sane basis
the over-optimism of refrigerator pos-
sibilities. A dealer who can restore his
sanity, according to the just mentioned
formula, and who will throw out all sales-
men’s desks in his office, will exercise a
degree of intelligence that is bound to give
him a sensible and profitable business for
1931, whether he handles only radio, only
refrigerators, or both products.

P()RTLANI), OREGON, ANNOUNCES

that it intends to enforce an
ordinance passed in 1923, prohibiting the
sale of any radio set not approved by the
National Board of Fire Underwriters. The
JOURNAL had an idea that all sets built are
fireproof, but not fire-sale proof. Port-
land would do a much better job prohibit-
ing fire-sales of radio.

IN THE DECEMBER JOURNAL, 80,-

000,000 tubes was the prediction for
1931 sales. Barron’s, the financial jour-
nal, February 16th issue, says: “It is
estimated the tube business for all com-
panies for 1931, could total 77,000,000
tubes, including new sets and renewals, or
an aggregate of $200,000,000.” Any
Journal subscriber finding fault with the
80,000,000 estimate two months in ad-
vance of the country’s greatest financial
newspaper organization, can have his
money back, if he is able to get it.

RA])IO DEALERS SHOULD WATCH

their step in buying unknown
radio sets direct from manufacturer to




THE Talking Machine & RADIO JOURNAL for April, 1931 19

store. The gag is, that the dealer signs a
number of trade acceptances at the time of
placing the order, which are sold to a third
party and the dealer has to come through
with the dough, regardless of the merchan-
dise. This is an old gag, worked for years
in the piano business, then in the phono-
graph business, and is now coming to life
again in radio. At one time The JOURNAL
campaigned for months against this, secur-
ing sworn statements from a number of
dealers that were gypped, and exposing this
racket, month after month, saving dealers
many thousands of dollars. Now that it
has come to life again in radio, we warn
you to sign no notes, no orders containing
notes, and no orders containing trade ac-
ceptances, with the goods to be shipped
later. See your merchandise first and see
that what you are buying is worth what you
are paying.

ANUFACTURERS WHO ARE IN
a quandary as to what style of
midget to produce, square or Gothic de-
sign, can stage a contest in the sales depart-
ment for advanee orders. During the past
vear Gothic type models sold 95 to 5
against square models. We think at least
one model should have an electric clock in
it, at $10 more. Any sales contest for ad-
vance orders will prove the wisdom of hav-
ing a Gothic type midget in the line, or to
include the clock.

URTHERMORE, A GOOD SIZED

console cabinet with a midget chassis,
to retail at $99.50 is the new ““style wave”
in type of set for both dealer and con-
sumer. The foregoing suggestions are in
addition to the automatic combination in-
strument at a reasonable price. Several
popular-priced odd pieces of furniture for
housing chassis and an excellent cabinet
model 10 retail at approximately $150
should also be in the line. And don’t for-
get the popular-priced automatic record
playing combination of phonograph and

radio. The foregoing is The JOURNAL’S
idea for the balance of this year, covering
the coming ““radio style season.”

HAT THERE HAS BEEN A BIG
shrinkage in dealers’ assets is ad-
mitted by all in the business. We hope it
isn’t as great throughout the country as this
example shows, which is cited to show the
unusual conditions under which jobbers
and dealers are now doing radio business.
The following statement of assets and
liabilities is a true case found in the Middle-
West, of a dealer who did $60,000 worth
of retail radio business in 1930, and who,
when trying to get another line, submitted
this statement of assets and liabilities for
the purpose of getting credit.

{ssets Liabilities

Cash .......... $ 500.00 Bills Payable .. $5,300.00
Accounts Recewv- | Accounts Pay-

able ........ 6-16.00 able ......... 2.000.00
Store Kquipment

& Fixtures ...  2,600.00
Stoch ... 2.,000.00
Reserve ....... 1,700.00 NET WORTH. . 1146.00

87.146.00 $7,446.00

HILE THE FOREGOING STATE-

ment shows a net worth of $146,
it practically means that the dealer is in-
solvent, and to be in such shape after doing
a $60,000 retuil business the previous
vear, indicates a number of things are not
right 1with the handling of that dealer’s
business. A normal profit of 129, net
should have been possible. and maybe the
vesult is all we know, because we don’t
know what salary he withdrew. Whole-
salers to whom we talked about this, said
he was a geod seller of radio and enjoyed a
zood reputation, and they could give no
reason why his net worth was $146 after
doing a $60,000 retail volume. We have
seen reports of other dealers doing much
less volume, showing much better financial
conditions and the warning of this is that
Volumitis is a baffling disease to cure.
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Our ecredit

under .0022

Because we refuse eredit
to 25°, of the applicants

Says C. C. Jones

Radio Manager, Mace-Ryer Co.

N\ a net radio business of $350,000
done in 1929 the radio department
of the Mace-Ryer Company, at 1120
Grand Avenue, Kansas City, Mo.,
experienced during 1930 a credit
loss of less than two-tenths of one
per cent. Yet the company sells on
an average time payment of one

year, and the bulk of its radio business is on the time

payment plan. As most of the credits extend one year,
merchandise sold in 1929 was paid for during the course
of 1930. The average unit sale for 1929 was $130.

This record is all the moee unusual because the coni-
pany features low down-payments and price in its news-
paper advertising copy, which is heavy and continuous.
This advertising brings in sixty per cent of the firm’s
customers who are sold on the floor, but it also brings
in a lot of applications which must be turned down.
Of the sixty per cent, a large number telephone in, and
six lines are kept busy eight and one-half honrs a day
taking care of these calls and calls for service.

How the department maintains such a low credit loss
is told by C. €. Jones, manager of the radio department
and one of the outstanding radio merchandisers of Kan-
sas City.

“In the first place, we reject an average of twenty-five
per cent of all applications for credit we receive. This
is the first important step in maintaining a low credit
loss. The percentage, however, varies with the kind
and amount of advertising we do. During special sea-
sons, or when campaigning, rejections go up. During
the two weeks of heavy Christinas buying in 1930, for
instance, we rejected approximately thirty-five per cent
of the applications that were made.

“Ten per cent of the sale price is the usual down-pay-
ment we require, but some merchandise is sold with no
down-payment whatever. This occurs, however, only
when the account is an established one and the manage-
ment is convineed the customer is sincere in his desire
to buy and keep the radio set. If the product and ser-
vice facilities are what they should be—and we insist
upon that—we don’t need down-payments to make the
sale stick. This type of account, however, iz handled
with especial care.

“The second factor is the rapidity with which we
check up on payments. Prospective customers who
telephone in response to advertising are qualified to
a certain extent during that interview. Clerks who han-
dle these calls have a form which they fill out as they
talk to the prospect. This is not a very good check, but
we can tell something about the sincerity of the cus-
tomer in this way.

“When he goes out to make the sale or when the
customer comes in, the salesman carefully fills out a
credit application, which gives us a great deal of infor-
mation about the customer. If the customer refuses to
divulge any of the information called for, it is pretty
certain that he or she is a joy rider, or that his credit
is no good; and it is only in rare instanceec that sales
are consnmmated where all the information asked for
is not secured. This application is also used when a
customer asks for a demonstration, and it acts as a sort
ol guarantee against the customer running away with
the radio. The customer’s sincerity at least is proved
or disproved by the time the application 1s filled out.

“It is noticeable, even on the credit application, that
we don’t pay so much attention to the prospective cus-
tomer’s other accounts, his employment record, etc., as
we do to his ‘permanency,” @ factor revealed by the
length of his residence at a given address and by the
number of relatives—parents, sisters, or brothers—that
are living in the same community with him.

“We have in the store about 3,500 open radio ac-
counts at all times, all information concerning which is
contained in the credit applications. These are kept
permanently in a kardex filing system, and have on the
reverse side space for recording payments. When pay-
ment is made the card is pulled, goes through the com-
bination cash register, posting and bookkeeping ma-
chine, and refiled. This machine gives us instant post-
ing and daily checking where the old ledger system
meant a week or ten days’ delay. An account can be
checked by this method in thirty seconds.

“At the end of each day every payment is posted.
Six girls do nothing except check accounts for delin-
quencies. The delinquent account is turned over the
day after the payment becomes delinquent to a call
clerk, who immediately investigates, even though only
one pavment has been missed.”
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°s not

enought

The average dealersells only
1:3 tubes for each set he sells

By Daniel Webster

ADIO dealers are not getting their
share of the tube business, As every
year this becomes a more impor-
tant source of cash returns, the deal-
er who wants 1o make money in the
future will have to find ways of
bringing radio owners to his store
for their replacement requirements.
Nearly one-half of the net profit of a successful redio
store should come from tubes alone. Instead of nail-
ing this business to his counter, too often the dealer
has allowed it to slide away from him to the chain store,
hardware store, drug store, or any other type of store
that recognizes the possibilities of 1the tremendous fu-
ture market.

From an intensive questionnaire among radio dealers
we discovered the fact that for every set a radio dealer
sells, he is selling only thirteen tubes. Last year nearly
four million radio sets and over seventy million tubes
were sold. This should give the dealer an average of
twenty tnbes 1o a set. The fact that he isn’t getting
this proportion shows he is not merchandising tubes.
A few dealers who have their service departments or-
ganized 1o sell, reported tube sales running very high.
one selling 109 tnbes for every receiver.

It is surprising the number of dealers who reported
exactly thirtcen tubes 1o a set; 24 per cent of those
questioned  figured  that  average, 20 per cent of
the dealers sold less than 7 tubes, 16 per cent sold from
7 to 12 tubes, 2L per cent sold 13 tnbes, 12 per cent sold
from 14 to 20 tubes, 12 per cent sold from 20 to 2}
tubes, and 16 per cent sold 25 or more tubes for every
set. The 28 per cent selling more than 20 tubes to a
set are thosc who have designed their merehandising
campaigns to take in this most important replacement
market. Those who are selling 7 or less tubes 1o each
set can hardly claim to be in the radio business.

With 11.000,000 radio sets now in use in American
homes, many of them two years old. the forecast for the
sale of 80,000,000 tubes for 1931 is very conservative.
Averaging only 6 tubes to a set, there should be a re-
placement business alone of 84,000.000 tubes. Whether
or not there will be sueh a replacement :ale. and the
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part of it which you get, depends emtirely on how ener
getically the publie is sold the idea of renewing the
tubes in their old sets.

Left to himself, the average radio owner does not
think of buying mew tubes. A tremendous amonnt of
publicity has been given the fact that as tubes gradually
wear down no change is noticed by the constamnt listen-
er, but it is only a beginning. Ninety-nine radio own-
ers out of a hundred will tell you that their sets sound
as good as when they bought them. although in two
vears they have bought ouly one tube.

The dealer who spends time and energy 1o combat
this indifference is the dealer who will cach in on the
tube replacement business. If you merely stock tubes
and display them at cut prices, you are fighting only
with the hundreds of other stores for the business which
is already sold. In your possession. in vomr lists of ra-
dio owners and the goodwill of your customers, von
have the most valuable asset to develop and sceure tube
replacement business.

Featuring free tnbe testing in vour advertising is
zood. but you must do more.  Every radio owner in
vour commnmity should receive some sort of personal
solicitation. A\ mailing piece should be =rnt to each
customer when his set is a year old. When a customer
finishes hix installment payvments, give him a courtesy
inspeetion of his set. It will please him with vour in-
terest and very likely discover worn tubes. \ card can
be wiven with each set sale to inform the customer of
a definite date when he should have his tubes inspected.
lmmediately preceding each major broadeast program
every effort should be made 1o tell the customer that
he won't hear it at its best if hix tubes are old.

The dealers who are selling a high proportion of
tubes are chiefly those who are capitalizing on their
service departments, ‘The men a dealer has to pay sal-
aries in order to install and service his set =ales repre-
sent one of the greatest potential business-buniiders he
can employ. A number of dealers have their service
departments on a paying basis entirely through the sale
of tubes, and this division of their organizations is go-
ing to make them good profits in future.




C. C. Bohner

The JOURNAL presents
as prominent merchant of
the radio industry for
April, 1931, C. C. Bohner,
Vice President and Sales
Manager. Tung-Sol Radio
Tubes, Inc.

April, 1931
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And now==-
sell eleetrie
appliances

The radio dealer’s set-up is

ideal

for merchandising these produects

By A. W. Calder

| LEECTRIC appliances have so rapidly

taken their place in the radio deal-
er’s store that this type of dealer is
lo(la) recognized as one of the most
important “outlets for the electrical
industry. Reports from electric ap-
pliance manufacturers tell us that,
store for store, the radio dealers are
far outselling the other classes of stores. The radio
dealer has the habit of buying only what he can sell
and then getting aggressively 1o work to sell it. In-
stead of buying and selling by catalog, he is taking on
the lines he feels he can push.

The extent to which radio dealers have entered the
electric appliance industry is proved in a recent survey
among JOURNAL readers. Forty per cent sell vacuum
cleaners, forty-eight per cent sell refrigerators, fifty per
cent sell washing machines, fifty-two per cent sell elec-
tric clocks and forty-one per cent sell other appliances.
The radio dealer has found his serup ideal for mer-
chandising the major appliances which have been the
most difficult for the electrical deales. This latter class
has been content to allow the utilities and department
stores take most of that trade, featuring in his own
store the small goods of the electrical industry.

Generally speaking, a sharp distinction should
be drawn between major and minor appliances,
for the manner of successfully merchandising
them is different. The major appliance
gives a big enough gross profit to per-
mit intensive selling. As a matter of
fact, they all require intensive selling
to be profitable. The minor ap-
pliances are cash sellers, not big
enough to command much time
per unit, but profitable “fill-in”
sales,

The major ap-
pliances cannot be
sold in the store. Al-
though only
one third of
the homes in
Your ter-
ritOl‘y now

own washing machines, one-half own vacuum
cleaners and less than fifteen per cent own elec-
tric refrigerators, yon must plan to sell your
prospects in their own homes. Re-
frigerators. of course. are not demon-
strated in the home, but the leads must
be dug np by ontside salesmen.
Vacuum cleaners nmst be demon-
strated, and suceessful washing ma-

chine salesmen are ae-
customed to doing a
family’s wash to prove

their machines.
Direct mail adver-
tising has generally
proved to be
more potent
than news-
paper adver-

A recent
JOURNAL
showed these

40%, sell
48, sell
20% sell
2%, sell

41%, sell
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tising. The dealer can easily build a list of prospects
that should be hammered month after month with mail-
ing pieces. He should organize a card system which
will tell him at a glance exactly what appliance will
most interest each prospect. The article in last montl’s
JOURNAL describing such a list and telling how to ar-
range it by canvassing territories gives the dealer a
method for establishing a svstem. Salesmen who work
their territories properly should dig up morc leads than
they can cover.

Small appliances will be featured in the store and
will be used by ‘he salesman as a second sale. Radio
dealers in the past have found that they can scll elee-
tric clocks by showing them with radio sets. The same
applies to every small appliance. Every time a sales-
man opens a lead for a major appliance, ke should plan
to introduce a small item before he is finished.

Radio dealers find that mmeh of the electric ap-
pliance field is new. for it has not been heavily exploited.
For instance, in the matter of electrie clocks, the
average man in the sireet is just beginning to realize
the advantage of owning one. Explain them to your
customers and vou'll sell a surprising number. Re-
frigerators have hieen considered seasonable in the past.
As a matter of fact, Winter sales of refrigerators are
rapidly gaining cn Summer sales and many dealers are
forgetting that there used to be seasons. Heat-
ers, which used to be a big Fall feature, have
their uses in the cool days of Spring.

Realizing the fact that radio dealers
are aggressive sellers of electric ap-
pliances, the Sylvania Products Co.
recently built an entire tube-selling
campaign on the idea. Last mouth
The JOURNAL showed how ef-
fective this plan was in
uncovering leads for ap-
pliance sales. One of
the big features of
the campaign is that
it almost guarantees
vour sales-
Iman securing
an interview
with each

survey of
readers
important faets

vacuum cleagpers
refrigerators
washing machines
eleetrie cloeks

other appliances
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prospect.  The dealer supplies a list of prospects to
Sylvania. A personal letter is written to each name by

€. Erskine, president, introducing the dealer’s sales-
man who “wants to inspect the radio”. On the same
day that the prospect receives this letter, the salesman
receives the prospect’s card. This plan has been very
successful in selling tubes and enormously successful in
discovering applance prospects.

There scems to be no such thing as saturation in the
electric appliance busincss. Electric irons, for instance,
are the most widely used of all appliances, yet each
year the replacement sale of irons is a very fine business
in itself. New items, too, are frequently coming into
use. For instance, the sunshine lamp is beginning to
sell in quantities and it is confidently forecast that this
product will quickly be put into at least every second
home,

Obsolesence is nothing for the dealer to worry about.
New models, of course, are constantly being announced,
but they are not heralded as “revolutionary™ Nor do
sudden price cuts figure much in the appliance industry.

One thing which the dealer should give close atten-
tion when he takes on any line of rajor appliances is
the education of his salesmen. It is essential that the
salesman know every last detail about the appliance he
is trying to sell. There is a tremendous difference in
the actions of vacunm cleaners or washers and the sales-
man who can best explain the superiority of his prod-
uect will make the sale.

In selling major appliances, the dealer will do well to
keep in close touch with the merchandise manager of
his local utility. Central stations normally plan cam-
paigns on various appliances months in advance. When
such a campaign “breaks”, the dealer should be pre-
pared to get his share of the resulting business. In most
cases the utility is eager to work with the independent
dealer and the campaigns can be worked out to mutal
benefit.

Many lines of electric appliances radio dealers can
buy from their regular distributors, for in the last yvear
a great number of radio wholesalers have added ap-
pliances. Of course, radio dealers are not stocking all
kinds of appliances. Their cxperiences in selling radio
has taught them that money tied up in inventory
is very dead money, so they are taking on the ap-
pliances which they know they can move. Nawe value
in this field is just as important a matter as in radio.
The mere fact that a toaster is a toaster is not going to
sell it unless the manufacturer has made sure of help-
ing to develop national demand.

A great deal of the sale of small appliances by the
radio trade has been caused by the need for
cash items. Since radio graduated into com-
plete instruments, the cash business of the
dealer has fallen off until many of them {ound
they were doing eighty per cent of their
business on credit. The minor ap-
pliance, selling for a few dollars and
«iving a quick, cash turnover has ad-
mirably filled this gap. In the
same way, the fact that the
dealer is organized to sell large
mits and to handle installment
business makes him
one of the logical out-
lets for such major
appliances as re-
frigerators,
washers,
cleaners and
ironers.
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A centralized
sale a week

Every church. park and danece
hall calls for a special job

HANNON RADIO
SERVICE €O,
Mount Vernon, N.
Y., has had many
public address
and centralized ra-
dio equipment in-
stallations  within
the past three months. an average of
one a weck. totaling fifteen in all
*Weve done guite a few along the
Bronx River Parkway,” declared H.
A. Shannon, “at various dance halls.
‘These particular jobs generally meant
the installation of a Capehart or Mills
antomatic combination, although they
also used many Stromberg-Carlson ra-
dios in a three stage amplifier system
and distributed througih  dynamie
speakers for dancing.”

There is one public address installa-
tion that Mr. Shannon iz proud of,
and that is an extensive wiring job he
recently concluded at Our Lady of
Vietory church, in Mt. Vernon. Eight
thousand feet of wire were used in
this large sale.

Two 18-inch dynamic speakers were
placed behind grilles on each side of
the altar, and they were used to re-
produce the programs of WLWL. A
radio set was located in the rectory,
where the operator also made nse of a
Webster amplifying device. Speakers
were placed in the dining room of the
rectory and a line was run to the near-
by social hall, where more dynamic
speakers supplied dance musie for the
parishioners at their get-togethers. An-
other line was run to the school for
the education  programs. If more
money had been on hand, Mr. Shan-
non believes that he could have per-
snaded the church authorities to in-

vest in an individually controlled public address system.

Aunother line was run from the rectory to the con-
vent, where speakers were located in the study and liv-
ing rooms. This convent installation utilizes as a prime
mover a Crosley radio. combined with accompanying
Webster equipment, permitting the sisters 10 have free
This convent installation

access to the air programs.

An Exclusive Interview with

H. A. Shannon

Shannon Radio Service

$600 or §700 10
good-grade road houses, ice cream parlors. and similar
sonrces of business, whether they require a public ad-

graph.

dress system or

by the way, is what Mr. Shannon calls
a “reverse” job, as the programs pick-
ed up on the Crosley receiver in the
convent can be fed back to the other
lines.

Shannon Radio Service Co. has had
many other public address installa-
tions within the past few months—on
an average of one a week. or about
15 in all.

“There is considerable money in the
installation of public address appara-
tus,” Mr. Shannon asserted. “There
is practically an unlimited market.
However, it requires a good deal more
outlay in personnel. equipment and
investment than any other work. [
don’t think the average one-man deal-
er can make a success in this field, be-
canse it requires so much outside sell-
ing. The present financial situation,
too, prohibits selling places that in
normal times would be open to vour
proposition.”

The recent Vatican broadcast, which
was relayed by American radio sta-
tions all over the country, afforded
much activity for Mr. Shannon. *“Ra-
dio men,” he savs. “could have pre-
pared for that event 18 months in ad-
vance. The radio apparatus that we
installed in the churches was used ex-
tensively on the day of the broadeast
and our service work stopped because
everyone wanted to listen to the Vati-
can program. to hear what was being
said. No dealer did what could have
been done with that broadeast.”

Reverting to his original discourse
on the profits involved in this work,
Mr. Shammon explained: “Fach in-
dividual job has to be engineered
separately. T know of no straight way
of handling it. My jobs range from

$1,200. and take in dance halls. churches,

the installation of an auntomatic phono-

“The only place for the public address system is a

{Continued on page 13)




A progection of a
point

Cromd”

= =1 AS the talking machine and radio
i dealer forgotten about needles?

This used to be a very lucrative,

cash business for you, but who is
getting it now?  Don’t sav there is
no necedle business.  The sale of au-
= j tomaties and combinations has been

reflected in a growing zecord busi-
are two new users of  high-priced

there

ness. and
needles,

Do you know that the talking machine reedle manu-
facturing companies are doing a very nice volume in
needles priced as high as a dollar cach, There is a
brisk trade in needles packed 2.500 to an envelope. sell-
ing for around three dollars a package.

The needle business isn't what it used 1o be. It's a
different busine:s today. There is, of course, the usund
five cent package of needles. On this there is a profi
of two cents and a tremendons competition with drug.
chain and novelty stores. Then there is a 25 cent pack-
age of needles, giving the dealer five times the profit.
13 cents. and little competition.  Next come the needles
for antomatic talking machines which must play a num-
ber of records. They sell for 25 cemts and $1.00, accord-
ing to the type.

Home recording has opened a new demand for
needles.  Whether they are designed 1o ent celluloid
or metal. they cosi at least 25 cents for four or eight ac-
cording te the package. Then to recproduce metal home
recordings, a fibre needle is used, listing again at 25¢.

Two brand new markets have been opened in the last
couple of years. Flectrical transcriptions have sudden-
Iv assumed a very important part in broadcasting.
Every record for this purpose must be playved with a
fine quality needle and the manufacturers have de-
signed speeial points to fulfill the rigid requirements
of Western Electric. One manufacturer sells these
needles for $2.50 for a package of 2,500.

Theatres nsing sonnd picture equipment eannot be
too careful in their choice of needles. Nothing worse
than the break-down of a needle can happen in the

eed e

middle of a “talkie”. The theatres are perhaps the
users of the finest grade needles manufactured today.
They insist on changing needles every record, and every
needle must be exactly like the others. One manufac-
turer is offering its specially made needle to this trade
at $3.55 for 2.500.

What does all this mean to you” If vou are doing
nothing but stock five-cent or ten-cent needies, you are
handing business to a dozen different competitors. No
doubt, the drug and chain stores are selling more cheap
needles than you. No doubt, the high-priced business
is going over your head

Y our salesman knows the meaning of pav. Try him
out with 25 cent needles, 1t doesn’t sovnd like much
money, but it gives you a 500 percent inercase in gross
profit. Every time a customer asks for a package of
needles, the salesman can explain in two sentences that
there s great variation in cheap needles. If the cus-
tomer wants the best mmsic from his phonoegraph. he
should buy the best ncedles. There is an amazing num-
ber of people who really appreciate their recorded
nmusic and they are willing to pay twenty cents more to
zet the best.  Another idlea would be to try a few pack-
ages of the needles used in electrical transcription.
There is always a market for the best.

Home talkies are opening up another opportunity
for vou 1o sell the highest-priced ncedles.  The installa-
tion of these projecting and reproducing instruments,
and the inercusing demand for centralized equipment
fed from automatic phonographs, means a very lively
trade in your neighborhood for neadle sales that mean
respectable profits.

Needle manulacturers themselves admit that theve is
a tremendous differenee in the needles packed in one
fivecent envelope. Omne firm reports that a series of
microseopic studies of needles from various sources
showed nearly fifty percent of all points examined so
badly defective that they would speil reproduction. Tell
yonr owner of an electric combination that every sec-
omd record he plays is off key because of the needle,
and he will quickly gradnate into the high-price elass.




HILE television is being perfected
I"in finding a very profitable market
for ‘the early bird’ television fans
and I'm sure this department of my
business will build itself up amaz-
ingly in the months to come. Its de-
velopment will echo the mushroom
growth of the present-day radio.

That’s how Edward I. Trachtenberg, the genial “Ed-

die” of Eddie’s Wireless, in Newark, N. J., addressed a

JOURNAL scribe on his sales activities in the market-
ing of television kits,

*“And cach sale wheth-
er it be a complete tele-
vision set, a tube. a tele-
vision kit, or any other
part, is a cash sale.

“The television mod-

el selling for $42.50 is a
money-maker” he con-
tinned. “Selling it com-
plete gets 875, An Eve-
ready Kino tube alone

costs 811, and the iele-

vision dises, each bring-
ing in a new television
broadcasting st a tion.
are sold at 815 apiece.”

Selling parts. you can

readily  perceive, can

levision

means
cash

amound to a fairly sizable business after a short time.

Mr. Trachtenberg regards the sale of a radio receiver.
a short wave set or a television Kit as just the beginning
of more sales. When a customer buys any one of these
sets, he is put down in kddie’s “new business™ book as
a prospect for the sale of the other two receivers.
“Radio-television-short wave are the trinity of enter-
tainment over the air,” says this merchant whose exper-
ience in radio extends back to the old “wireless™ days.
“1 have manufacturers’ literature, letters of my own and
other direct mail contacts which 1 use on every custom-
er that isn’t supplied with all three receivers. When a
radio. large or small, has been purchased. that client is
eventually mailed literature explaining to him the ad-
vantages of short wave reception, how the short wave
adaptor fits in perfectly with his present radio and what
a kick the reception of stations all over the globe gives
him when he uses his short wave adaptor. So I gen-
erally sell that customer a short wave set. thus estab-
lizhing two sales—radio and short wave, each of them
good for many additional little sales in the form of re-
placements, etc.

“But the customer whe has a radio and a short wave
receiver in his home can still be interested in the pur-
chase of a television kit. The same methods of eontact
are pursued. We point out that he can participate in
the wonder of television, now that he has a short wave
set. ‘Purchase a television kit which you can utilize
with the short wave resistance coupled amplifier and
thus introduce into your own home the entertainment
offered by the 30 or more television broadcasting sta-
tions in the country, at least ten of which ure operating
on regular schedules’.”

liddie explains to his customers that his television
kits will hook up with special short wave radio sets.

tContinued on page 32)

. EDDIES
¥
suwﬂ‘m 3

Eddie’s television displays block the streets




C. O. Williams

The JOURNAL presents
as prominent manufac-
turer of the electric ap-
pliance industry for April,
1931, C. O. Williams,
president of Williams Oil-
O-Matic Heating Corp.

April, 1931
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EsS ballyhoo and more busi-
ness will feature the radio
trade show next June in Chi-
cago. if the plans of the RMA
board of directors are followed.
Morrizs Metealf, president of the
RMAL called o meeting of the
hoard late in March at the lotel
Statler, Buffalo, chiefly for the
purpose of making the arrange-
ments which will guarantee a
business-like convention. Sinee
his cleetion last year 7o the presi-
dency, Mr. Metealf has been in-
dustriouzly working for the het-
terment of the industry, and the
association’s report of  progress
for the vear shows tremendous
strides ahead in every braneh of
manufacturing,  merchandising.
and exporting.

Four Chicago hotel, will be de-
voled to  the eonvention and
trade show. with an exhibition
space of 30.000 square feet in the
urand ball room and exhibition
hall of the Stevens Hotel. Ad-
vanee space reservations. at the
time of writing, have spoken for
most of this space.  Allotments
will be made about May Ist, and
every indieation points to nearly
100 per cent representation of
the manufacturing trade.  \d-
vanee reservations of rooms at
the  Blackstone.  Stevens.  Con-
aress. and  Aunditorium  Hotels,
the four convention hotels, are
reported as heavy.

In order that the trade show

THE Talking Machine & RADIO JOURNAL for April. 1931

Morris Metcalf

A businessshow
== not ballyhoo

will be ol the greatest value to
the dealers who plan to attend.
rigid requirements for each ex-
hibitor have been announced by
li. ¥ Disbecker, manager, aimed
at limiting the ballyhoo and in-
creasing the business valune. Ex-
hibitors are required to show cur-
rent merchandise or be denied
the privilege of having cither a
booth in the exhibition hall or
the use of hotel demonstration
roous.

In spite of the wide current in-
terest  in outside  lines, radio
products only may be exhibited
in the hall. aceording to Mr. Dis-
beeker.,  Members of  the  asso-
ciation who exhibit in the hall
arc permitted to demonstrate
products of their own manufae-
ture. whether radio or not, in the
hotel rooms. These hotel rooms
will play an important part in
the convention, for the Steven:
Hotel does not ofler the demon-
stration facilities fonund last year
in the Auditorimm in Atlantic
City.

News from the manufacturers
report a number of important
developments in radio merchan-
dise {for announcement in June.
Pentode tube sets and variable-
mu tube sets are in the works by
several important manufacturers.
Home talking picture equipment
will be shown by several.  Super-
heterodyne sets and midgets will
play an important part.
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straight course...straight ahead!

Radio dealers know now that
the one sure way to profils
lies in the sale of merchan-
dise that is built to sound
standards of quality and is
~backed by a name of long-
established reputation. Bril-
liant stars may flash across
the sky ... but they burn out

while the steady, unflick-

BRUNS.

ering light of old, standard
names grows from year to
vear as a dependable guide
to the safe and sure path-

way lo profits and suaccess.

Brunswick Radio Co;,owtdzon
MANUFACTURERS OF RADIO. P AN ATROPE AND
THE WORLI-FAMOUS BRUNSBICK RECORDBA

NEW YORK —CHICACO —TORONTO
Subsidiary of WARNER BROS, PFICTURES, Ine.

BEUNSWICK LOWBOY
MOBEEL |5

Armored chassis with Eserecu-grod
rabes and wo 43's in parullel. Lin

Neleeter and Hiuminmed Horizomal
Tuning Scales. Tone Control. Cab.
iner of ceasened and sefectod bus-
walnat with carred %Y 3} 34)
front panels. “ '; )3t

Other models $1700p.  oss tiuhos
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EXTRACTS FROM

A smile doesn't cost anything—unless
vour wife catches vou at it too often.

Young children and some employees
seem to construe kirdness as a sign of
weakness.

Some people are suller by nature, and
athers by intent.

Some husbands’ idea of masculine
thority is making their wives beg
children for a $5 bill.

Some men wouldn’t know that they had
lmd a good time if they weren't reminded
ot it by a headache.

au-
like

There’d be fewer parties if the women
did’t have so many new dresses they
wanted to show off.

If T had enough money I can imagine
myself  doing  almost  anything  except

THE Talking Machine & RADIO JOURNAL for April. 1931

smoking  dellar cigars regularly—that is
too much for a cigar.

Do you remember when yon used to
chew  licoriee and make yourself believe
vou were chewing tobaceo?

[t's terrible the way some men  will
blow up their wives for a little thing like
a couple of buttons off a shirt, or a meas
Iy bill from a department store.

One business that has successfully  re-

sisted modern tendencies s the second-
hand book store, It contorms to tradi-
tion. Although apparently  in  disorder,

the sceond-hand store is really quite efhi-
cient in an cighteently century way.

It has been said that ihe second-hand
dealer can locate @ copy of any book that
was cver published. At lunch today
colleetor of odd and rare books confessed
that he had only once been disappointed,
and thai even in that instance the files had
not yet been closed.

This man asked a dealer to find a copy
of  “Preliminary  Discourse  of  Natural
Philosophy” by John W. 17, Herschel, pub-
lished a hundred years ago.  Recently,
three months after the order was placed,
it came from England. Delivered at his
ollice the price was %225,

In Leipsic, last summer, this man told a
dealer to obtain an English edition of
“Common Sense of Iixact Sciences” by W,
K. Clifford, published about 1890. Two
months later it eame to America by post,
price $1.60.

Five years ago he began a search for
“The Art of Discovery” by Gore, long out
of print. Ile placed orders with dealers
in this country and England. Not even
the Congressional Library has a copy of
this book, although it is referred to in the
footnotes of many volumes. Failing to ob-
tain a copy through the regular sources,
he went to an obscure dealer in his own
city and told him he would pay up to
$20 for a copy. Advertisements were
placed in booksellers’ journals, and with-
in sixty dayvs the book was at hand. DPriece

Television Means

{Continued from page 28)

%2250, Just a little more than the man
Lhad offered.

Rare books and first editions for which
there is a lively demand sell at high
prices, but important books for which the
demand s slight, sell at ridiculously low
prices.  Book-dealers appear to be quite
honest.  They uare undisturbed by modern
cost-accounting, Imagine giving shelf space
to a book for fiftcen or twenty years, and
then selling it for $1.25. That is a daily
occurrence in the second-hand book store.
A dealer will write fiftcen letters to find
# book for a prospective customer, finally
locate it, and report that the price is $5.
The customer will say, “Too much,” and
that will end the matter, Salesmanship is
distasteful both to dealer and customer.

Ifor three years I have been sceking a
copy of “Collections Relating to the Sur-
name of IPeather,” by George William
Marshall, published in England in 1887.
There is a copy in the Congressional
Library, but so far none has been found
clsewhere. I will pay $15 for the first
copy that turns up.

In I.ondon, last summer, 1 placed an
order for the book. The dealer promised
to write when a copy was in stock.

“But the price may be too high,” 1
said.

“You don’t necd to take it,” he said.
“We merely ask that you notify us that
vou don’t want it. Once one of your coun-
trymen ordered a book here, and when we
wrote him that we had it, he never answer-
ed our letter. That was a bit confusing
and not quite fair, because we didn’t know
whether to keep the book for him, or offer
it elsewhere.”

Second-hand book dealers are like that.

Last night I read a book in which the
word “eupeptic” occurred twice, This noon
a man used the word again, so I was
prompted to ask the meaning.

Eupeptic, he told me, is the opposite of
dispeptic.

“I am ecupeptic” means “I digest food
easily.”

I doubt that I shall ever use the word,
but if T do. readers will know the meaning.

(Copyright, 1928)

Cash

When the customer is just investigating short wave and
television, the various receivers and the way they oper-
ate are, naturally, new to him. He wants to know the
“why™ of things, how short wave differs from the usual
radio broadeast, why short wave and television have to
go together, how many tubes are nsed in television, ete.
Fddie will tell you modestly that he doesn’t know
evervthing about the technicalities of television, but he
has a special man on the floor to hook up the television
kits. explain their operation, how casy every part works,
how casy it is to hook up the kit in the home. Notice
the phrase, in the home, because Eddie’s television man
doesn’t spend his time running around to the homes of
television set owners. lis work is corfined to the store.
Only in rare cases, in special calls, will he go outside of
the store for home servicing.

Although Eddie ecarries only the popularly priced
television receiver on his floor. he uses it as the founda-
tion for larger sales. He explains the advantages of the
higher-priced jobs. “For best reception of the television

programs vou should have a special amplifier,” the cus-
tomer hears, “for a cleaver picture. This set will give
you better amplification for the television picture as it
covers a wider band or range.”

When a customer first buys a television kit, Eddie
and his salesmen select for him the television disc
which will enable him to receive the station nearest his
home. As a general rule, the customer is satisfied with
receiving that one station for a few weeks or so, but he
soon begins to wish for other television broadeasts, al-
though he realizes that each new station requires an-
other dise and each disc costs $15. Therefore, the aver-
age television enstomer doesn’t buy all available discs
at ouce; there is an interim between his sales, but when
he does buy a new dise, he also purchases other odds
and ends of television equipment.

Besides the Jenkins television equipment, Eddie ear-
ries the Pilot. RCA and Conqueror short wave sets. For
vears he carried the Davin television parts.
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Just plug Cinderella in any
electric outlet and it does
the washing in a jiffy—
for only one cent an hour.

You have a Big Market for this
New Low-priced Clothes W asher

Cinderella is useful for the
week’s wash, and for
quickly needed thiags that
are washed every day.

Cinderella is a_big seller
to small families—espe-
cially to families with
voung babies.

especially those with children

Cinderella_is safe for the
daintiest sitks and laces; iz
has no moving parts to in-
jure clothes. )
HE Cinderella is just what thousands of

women have been waiting for. A com-
plete electric Clothes Washer they can really
afford. Naturally, at the low retail price of
$37.50, Cinderella is going over big!
But low price isn’t the only feature of the
Cinderella. 1t washes by an amazing new
“Vacuum-Action™ principle that wins
women on sight. No moving parts touch
the clothes—hence there is nothing to wear
out dainty fahrics or pull off buttons.
And when it comes to speed, capacity and

Cinderella is just right for
apartment dwellers. It can
be tucked away in small
space when not in use.

A big seller to small families—

indevella *37%

Portable Electric Clothes Washer

economy, Cinderella is a little wonder.
Takes only two minutes to fill it and start
it running. Then in 15 minutes the clothes
are thoroughly washed and ready to rinse.
It costs less than a penny an hour to run!

You can sell a lot of Cinderellas in your
vicinity—and you will make 2 $60 profit on
each $90 invested! For Complete Sales Plan,
mail the coupon below. Cinderella is a
product of the Black & Decker Mfg. Co.,
World's largest manufacturer of Portable
Electric Tools. Send the coupon now.

N e\
[~ OGID i
| Black & Decker Mfg. Co., D P |
| 700 E. Pennsylvania Ave. R ]
| Towson, Md. |
] Please send me the name of my state distributor and the sales plan on the new Cinderella Clothes Washer. :
: Name . SOV P VPRSPPSO PRSP PP i

This glass demonstrator | Street INO.. . s |

shows Cinderella’s **Vac- | . . |

‘um-Action” inaction,and City...... . e County Stage......oooevee. & J
pswyou make sales. e e e e ———————— e —

Trelaliing Machine

To secure the best service 1o your reply, be sure to mention <BADIO JOURNAL
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sup’ple-men’ta-ry (siip’/lé-mé&n’td-ri), a.
mentaire.] Added to supply what is want
serving as a supplement ; as, a supplement

H. E. Speare

Electric Appliance Editor

ary volume.

Glectric

appliances

Talking Machine & Radio JOURNAL

[Ct. F. supplé-
ed ; additional ;

How to plan your year’s campaign
on washing machines

ADIO dealers selling washing ma-

chines will find that there are new

principles of merchandising for them
to learn.  In advertising alone, the dealer
will find that results eome from much dif-
ferent kinds of media and appeals than
in radio. In the past, radio has been so
widely in demand that the dealer found
that best results came from his advertis-
ing of the special services he could render.

There is nothing radically new  about
the washing machine or its appeal, al-
though many improvements have made it
an amazingly efficicnt home aid.  Most of
your prospects know at least something
about washers.  Your advertising job s
to scll them the conveniences, the econo-
mics and the time-saving fratures of own-
ing a washer. When this first message is
planted, then follows the demonstration of
the practical advantages of vour own
brand of washer. In order to get this an-
peal across most  effectively, the major
part of vour washer advertising will have
to be direct mail work.

How to budget your year's advertising
of washers is excellently presented to the
dealer by the Hurley Machine Co., manu-
facturers of ‘Thor products.  Successtul
advertisers, both manufacturers and deai-
crs, they point out, operate their advertis-
ing expenditures by a budget established
on a basis of the potential volume of busi-
ness which can he  reasonably  obtained.
The advertising budget should be set un

to cover the entire vear with various
amounts specifically  allotted to  various
forms of advertising and  specified sea-

sons. This is the only way to control cx-
penditures and conduct your advertising
ot a business-like and profitable basis.

‘The problem of most dealers is to get
their share of the potential business in
their territories; to keep it from going
out of the territory or to  competing
dealers in the same district.  Consequent -
ly, You must know what your potential
market is. Set up vour advertising budget.
on a given pereentage of volume it is pos
sible for you to do and then decide or
what forms of advertising vou will use in
what amounts and at what periods.

Prospeets in territory

2.000° 2.000 2,000 2.000 2,000 2,000

NOTE:

EXAMPLE

Dealers’ Washer A(lvertisin-g--Budg(-rtr, 1930

(wired homes without electric washers or ironers)

WASHERS: 350 homes x $100.00 (average price) equals $33,000
IRONERS: 720 homes «x 80.00 (average price) equals 57,600
Potential Volume $92.600
DEALER’S SHARE OF POTENTIAL
20% of Total........... ... ... $18.520.00
Advertising Percentage. ... ... e L.,
Advertising Appropriation. .. .. 926.00
Jireet Mail Newspapers Display
50 359 15%
$163.00 $321.10 $138.90
SALES AND ADVERTISING CHART
Maine Dates
Jun. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec.
25th 25th 25th 25th 25tk 25th 25tk 25th 25th 25th 25th 15th
QuanTITY

NEWSPAPER Spack
24in. 36 in. 48in. 18in. 18in. 48in. #8in. 36in. 36in. 30in. 361in. 18 in.

As advertising rates vary over the country. we have not suggested
the number of insertions of each advertisement each month.

2,000 2,000 2,000 2.000 2.000 2.000

Generally speaking, 50 pereent of  the
budget should be set aside for direet mail
advertising; 35 percent for newspaper ad-
vertising; 15 percent for store and win-
dow displays.  The point is to set up a
definite budget and plan of advertising in
advance and stick to it.  The big factor
in making advertising profitable is con-
staney.  Fyery time you stop advertising,
vou lose a great deal of the momentum
or the effect of vour past advertising.
Look on advertising as a business insur-
ance and do not let it Japse.

The way in which successtul radio deal-
ers are  rapidly assuming an  important
place in the retailing of washing machines
is shown in the experiences of the Stew-
art-Warner  Sales Co. of  Minncapolis,
which recently added a line of washers

for distribution to the trade.  The first
thing this company did was to make a
survey of the towns they cover to scleet
the outstanding dealers. In order to suc
cessfully retail washers, this distributor he
lieves that cach dealer should have a good
rating and outside salesmen.

Once the dealer takes on the Tine, it is
up to distributor to educate him.  Sales
men from this distributor spend time with
the dealer and his salesmen demonstrating
the instruments and the way to sell them.
In addition to this, the dealer’s salesmen
are invited to frequent meetings at the
distributor’s showrooms. where full eve-
nings are spent going over the most suc-
cessful - ways of developing  and  closing
siles.
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Cash in on ‘31

with

WILLIAMS ICE-O-MATIC

WO years ago successful music and radio

dealers began adding to their profits by add-
ing refrigeration to their lines. This *29 trend has
turned into a ’31 tide.

The sales manager of one of the largest organ-
izations said, “1931 sales of refrigerators will be
surprisingly good. The million dollar N. E. L. A.
campaign, plus advertising by all manufacturers,
will create a great volume of new and profitable
business.”

Cash in onthisincoming flood of buying. Sell the
complete Williams Ice-O-Matic line. Nationally
advertised, Ice-O-Maticenables youto offera//

']‘G‘“d --l
Good Housck
———————— \%o,

the best features at low prices. Youhave a double
opportunity to make a profit from every prospect.
You have an Ice-O-Matic sealed unit, with a fan-
coaled oil condenser, in addition to a belt-driven
machine. Side-by-side tests in your shop will
prove Ice-O-Matic offers you improvements and
operating economies not approached by any
other electric refrigerator.

Wire or write right now for all the facts on the
improved new ILce-O-Matics—photographs, speci-
fications, selling helps and discounts. Sending
for this interesting information is your first step

toward making more money in’31.

‘\e

Ice-O-Matic Model A belt-driven com-
pressor for housebold cabinets. Williams
offers you larger compressors for all com-
mercial uses.

CE

DISTRIBUTOR

WILLIAMS

EOMATIC

OPPORTUNITY: Active distributor organizations are in-

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

lines now represented by your firm.

Ice-0O-Matic Drvision

WILLIAMS OIL-O-MATIC HEATING CORPORATION .

To secure the best service ta your reply, be sure fo mention

BLOOMINGTON, ILLINOIS

The lilkang Machin-
o RADID JOURNAL
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What do you mean—
“Sell reifrigerators™
By Paul B. Lanius

A Radio and Refrigerator Distributor at Denver

-

HERE is hardly a radio dealer in
T the United States who since Janu-
ary lst has not given some thought
to the sale of mechanical refrigerators,
which, for the most part, are electrically
operated in the better known makes. Gen-
erally, radio dealers this year will be of-
fered electric refrigerators made by eight
to ten manufacturers that have manufac-
tured mechanical refrigerators with vary-
ing degrees of success for the past ten
years. In addition to the older identities,
there will be twenty to thirty other makes
of refrigerators brought on the market
by factories which have recently entered
the industry.

“Now, What’s It All About” for Mr.
Radio Dealer, who is sometimes referred
to as “Dear Mr. Radio Dealer”? He
will be assailed with all sorts of propa-
ganda from manufacturers, factory and
jobber salesmen, any one of whom will
present their sales ballyhoo so convincing-
ly to “Mr. Dealer” that he can only reach
the immediate conclusion a ready made
fortune is lost unless he immediately signs
up and secures the franchise without de-
lay. And what is this franchise, and
what does the line cover in the field of
electric refrigeration?

Anyone who has been in the selling field
of electric refrigeration for the past four
or five years will conscientiously admit
that nine out of every ten radio dealers
will not know whether they are buying
a ticket to Portland, Oregon, or Portland,
Maine, when they decide to get on the
refrigeration band wagon. Before “Dear
Mr. Dealer” signs up, he should go into
a “huddle” with Mr. Dealer, himself. His
catechetics  (propolition) with himself
should follow something like this:

“Is the Sudden Service Radio Shop
prepared to hazard only a small amount
of capital in this new field, or are we
willing to invest as much money in our
contemplated refrigeration activity as we
have in radio and be a predominating re-
tail outlet?

“If Sudden Service Radio Shop only
gets its fcet wet and puts one or twp
household refrigerators on our display
floor, are we going to successfully meet
the competition of our neighbor who car-
rics a complete line of household refrig-
erators in ten to twelve different sizes and
is prepared to offer his prospective cus-
tomers refrigeration in all its many appli-
cations, such as: meat-market, florist,
drug store, restaurant, hotel, apartment
house, theatres, office buildings, etc.?

“Are our sales activities to be limited
to a definitely small field of sales, or are
we big enough to organize, school, and
finance ourselves in a sales field that will
identify Sudden Service Radio Shop as
the institution which can furnish prospec-
tive buyers just what they want in up-to-
the-minute electric refrigeration.

“Perhaps we had better do a little in-
vestigating for S.5.R.S. on our own ac-
count. Yes, the jobber salesman stories
about the KOLDER-N-I. line sound aw-
fully good, but let’s investigate for our-
selves and find out what it’s all about.”

And this is what the Chairman of the
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Board, President, Vice-Pr
urer, Secretary, Comptr
and other officials of Sudder
dio Shop will find:

In the year 1930 the sales of domestic
or houschold refrigerators for the United
States reached a sales total of $197,625,-
000, 775,000 units, or a unit sale of ¥254.00
for each individual installation. (A sin-
gle apartment in an apartment house is
counted as a unit installation.) This year
the refrigeration industry sets its sales
goal (bogey) at 1,000,000 household units.
Then, by a simple process of deduction,
if there are 20,000,000 wired homes in the
United States, one out of each twenty
homes, individual apartments included,
should buy an electric refrigerator. That
is five per cent.

Generally, prices and discounts are not
the same as in radio. National list prices
are not advertised and each locality sets
its own schedule of list prices in line with
the freight differential paid for transpor-
tation from the factory, The abused 40
per cent discount margin prevalent in the
radio industry has not as yet become a
source of grief in the refrigeration indus-
try. Dealer margins are generally 25 per
cent to 35 per cent from established list
prices, so that to make a reasonable profit
the dealer must stick strictly to selling
al list price and not hedge for cash or
take trade-ins. (The dealer who takes
ice box trade-ins is a SUCKER pure and
simple. If an ice box is worth anything,
it is worth the installation of an electric
refrigeration system. The man of the
house and even the wife will welcome the
old ice-box refrigerator as a good storage
place for beer bottles.) N.B. Author’s
Note: Beer is beer, and nine out of every
ten prospective buyers of electric refrig-

IR0 D (8

Ask Us!

Treas-~
uditor,
vice Ra-
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Each month we receive and answer
hundreds of letters like this. Ask us!
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rs in our town are interested in beer
cooling and storage.
ody can build a radio set after a
, as the midget radio manufactur-
o drastically  demonstrated. ‘The
anism of a mechanical refrigerator
one of the simp.est mechanical units
(& pump) in general use today, and any-
one can build an electric refrigerator, af-
ter a fashion. DBut, in the radio dealer’s
language, what about tubes blowing out,
and what about power pack and trans-
former trouble? There is not much point
in. arguing with a radio dealer as to the
advisability of handling merchandise
made by a nationally known manufactur-
er that has stability and a product that
bids for permanency. Various makes of
clectric refrigerators will survive as the
manufacturers are able to substantiate
the claims for their product and back up
performance in the customer’s hands over
long periods of time.

Any piece of mechanism which has
moving parts or consumes energy will
eventually wear, Therefore, when we con-
scientiously get together with ourselves
in a “huddle,” we cannot help but come
to the final conclusion that a refrigerator
mechanism, as it runs merrily on hour
and hour and day after day, must ulti-
mately be subject to wear, and necessitate
care and attention.

Well, what about this attention? It
does not make much difference how it is
handled except that it has got to be in-
telligently anticipated. Some dealers will
undoubtedly want to handle those makes
of refrigerators that have integral-unit
refrigerating mechanisms and keep a
stock of these integral-unit mechanisms
for replacement in refrigerator cabinets
when performance is not satisfactory.
Other dealers will appreciate that as in
radio they must have trained mechanics
at hand who, with a simple kit of tools,
can make simple adjustments. In one
case there is a substantial investment in

extra  units  for replacement. 1In the
other, a small investment in  tools
and  small  parts, and the necessity

of having at hand a man in the organiza-
tion who can make minor adjustments to
refrigerators in the customers’ homes.

No matter how the dealer goes at this
maintenance problem, he has absolutely
got to have some tactful person in his
organization who can intelligently explain
to Mrs. Owner what she can expect from
an electric refrigerator once she has it
in her home. It is not necessary to ex-
change refrigerators or unit< if the cold
temperature of the refrigerator is too
warm or too cold for Mre, Owner; an
adjustment can be made. It she does not
know that oranges, pineapples, cheese,
fish, and other edibles produce disagree-
able odors in a mechanical refrigerator,
scmebody besides a truck driver must call
on her. The modern iceman even wears
a white coat and puts on sandals when
he enters the kitchen,

No industry in the United States has
made such a bugaboo of the damnable
world “service” as the refrigeration in-
dustry. The automobile industry licked
this apparition vears ago by admitting
that an automobile was subject to wear
and tear, and if the owner wanted to use
an automobile day after day and vear af-
ter year, it must have mechanical atten-
tion. No one complains that the average
life of an automobile is onlv five to six
vears, and yet in contrast the refrigera-
tion industry does not know the life of
an eleetric refrigeration unit. even though
the sales increased from 10,000 in the

(Continued on next page)
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ABC
PLAYMAYD

Electrie
Round Tub.
with

4 wringer.

5 MODELS
10049 COMPLETE
10077 PORCELAIN
tonc; SALABLE
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An outside man hanging around inside, is worse than no man
at all.  Why don’t you give him something he CAN sell? Peo-
ple who can’t buy luxuries are buying necessities, ABC dealers
have proved this by breaking all sales records in 1930—by
doing better business than ever in 1931.

Practically All Your Custom-
ers Are Washer Prospects

They know your store-—they have confidence in you and the merchandise you
recommend. You have ready entrance to their homes. Cash in on your previous
efforts—sell them ABC househol appliances with a mimdnmam of -olicitation
effort—and practically no credit risk.

And the prospects you didnt rell—he folks who looked at your wmachine or
radio set with longing, talked about “buying it sometime”, but had to sq

“No™. //

Right now they are buying necessities essential to better house-
keeping even thongh they couldn’t afford luxnries. What a zadden

opporlunity to re-canvass them with the ABC line.

Brug stores once filled prescriptions —today they sell lLathing //

suits, too. Music stores once selld pianos to folks whn stayed ;&‘;:%
. . J)
at home. Today they sell washiug machines and other house- & 5@
: A . WS
Lold aids to folks who must save time and economize so ~',°€¢‘~‘
&
they can go out. R
&> NN
N 0
&
A lot of far sighted music and rmrdio dealers will B EE
o &
mail this coupon. Are yon one of them? A
AP c‘\b
~ . o
ALTORFER BROS. CO. >

PEORIA, ILLINOIS
(EST. 1909)

-



38

ADIO dealers who have started
R selling vacuum cleaners will wel-

come having a fund of general -
formation which they can mold to their
individual sales talk. The following arti-
cle contains vital and interesting material
which you can supplement with facts re-
garding your own line. We would sug-
gest that you have each salesman read
this carefully and memorize the salient
features.

To preserve the life and beauty that
the manufacturer has built into his car-
pets and rugs, we need to use the mod-
ern electric sweeper—it is the only safe
method to use upon woven floor cover-
ings. And there is this further and very
important reason—cleanliness, from es-
thetic and sanitary standpoints. The
standard of cleanliness for floor cover-
ings should be thorough cleanliness, just
as this is the only standard tolerated for
the dishes from which we eat, for the
clothes we wear and that baby wears, the
standard that we have for our own per-
sons,

The very structure of rugs makes it
urgent that we use electric sweepers.
The tufts are woven into the fabric in
rows, and the small spaces between tne
tufts and between the rows formn pock-
ets into which dirt embeds itself. In an
ordinary 9 x 12 rug there are millions of
these  small pockets. Modern carpets,
constructed as they are, therefore, make
perfect storehouses for dirt. And 90 per
cent of all house dirt is to be found in
the carpets or on the floor. It is im-
possible to prevent this condition, or to
alter it, because all dirt naturally gravi-
tates toward the floor.

There are three kinds of dirt, and the
importance of thoroughly and regulariy
cleaning the rugs will become evidemt
when we pet a mental picture of them.
IFirst is Dust-—the light dict that is car-
ricd on the currents of air and deposited
everywhere—on furniture, draperies, and
rugs, This is the dirt that rises in clouds
when the broom is used for cleaning.

Second is clinging dirt—threads, lint.
hair, ravelings and scewing-room litter.
This unsightly dirt stubbornly resists re-
moval by almost any cleaning method—a
hand-picking is usually required, as you
no doubt have observed.

Third is  Grit—the sandy, glass-like,
culting dirt that is carricd in from the
street on the soles of shocs and rubbed
off on the nap of floor coverings. This
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How to get the cleaner prospect’s
name on the dotted line

Ask Us!
Mac’s Radio Shop
Kingfield, Maine
March 21, 1931
Henderson Publications, Inc..
New York, N. Y.
Attention Mr. H. E. Speare.
Electric Appliance Editor
Gentlemen:

Many thanks for your very
kind reply of the 19th re-
garding electric refrigerators.
If not too much trouble can
vou advise me in relation to
other household electric ap-
pliances, such as washing ma-
chines. vacuum cleaners,
electric clocks, ete.

Heretofore I have handled
radio only, but this year 1
rwant to include household
appliances as well and those
I  have mentioned 1would
seem to cover the ground
fairly well as a beginning.
Thanking you again, I am

Yours Truly.
1. W. McLeary.

Lvery month we receive and answer
hundreds of letters like this. Ask us!

dirt is hearvy; it is dangerous, destructive,
and  germ-laden, and is tramped down
and embedded into the millions of dirt
pockets in the body of the rug, where it
soon hecomes caked in,

Being sharp, sandy grit, and being
lodged at the base of the rug, it is casy
to picture the effect it must have on
the soft wool fibers of the nap when a
grinding or shifting weight is placed on
top of the rug. Caught between hard
soles and unyielding floor, the soft nap
threads are twisted and ground a,vainst
the sharp grit.  Something must yield:
always it is your beautiful carpet.

These three dirts are present to «
greater or less extent in every tloor cover-
ing.  The fine dust particles work no

immediate haru, but they do gradually
bring deeper shades and cause the rug
to lose its original brightness. Dust,
Lowever, is a health menace; it irritates
tender membranes in the nose and throat,
and is, therefore, to be avoided in the
home.

The second dirt, being visible, one is
quick to remove it for the sake of ap-
pearances.

The presence in floor coverings of the
third dirt, the dangerous, destructive,
glass-like, cutty street dirt, is usually
cvidenced by the presence of dead nap
at or near the surface of the rug. Moisten
the finger tips and rub the rug vigorous-
ly for a moment. You’ll probably rub up
some of the loose nap threads, showing
that vour rugs have begun to succumb
to the destructive effects of the heavy
grit buried below. This condition is par-
ticularly evident just a few feet inside
the entrance door, around the dining-
room table or in front of the favorite
chair.

The task of removing the embedded
grit is far beyond the ability of the broom
to accomplish; it is beyond the ability
of the carpet-sweeper. "It is futile to
try tc sweep a rug clean with old-fash-
ioned equipment, But there is vet another
angle to consider. The modern broom is
a descendant of the bundle of twigs which
our early ancestors used to sweep out
their caves. It is a tied-up bundle of
sharp straws. Tap the back of the hand
against the business end of a broom—do
that about 50 times and the skin will
bruise and probably tear.

When sweeping carpets and rugs with
the broom, one tears at the soft wool
pile threads with these sharp straws.
pushing downward with a pressure of
from 3 to 12 lbs. per stroke and drawing
the sharp straws through the nap. It
reminds one somewhat of the rake—it
opens up the pile and packs down the
dirt into the heart of the rug.

The broom, in this modern day, is at
best & makeshift that removes some of
the less tenacious litter, but at a cost.
At the end of every sweeping stroke the
broom straws snap outward. Dust is cata-
pulted into the air. Disease germs are
stirred up. And someone is apt to get
at least a headache as flying dust settles
on the membranes in nosc and throat.
Draperies, furniture, and walls become
covered with floating dust, And when
finished sweeping it is necessary to go
over ecverything with a dust cloth.

year 1922 to 75,000 umits in 1930, and
there are probably up to 2,000,000 units
in constant operation today.

There is no retail merchant who has a
more intimate knowledge of service than
the radio dealer, and the radio dealer
complacently assumes a highly technical,
expensive service burden as part of the
pleasure of doing business. The compara-
tively small amount of attention any
standard make of refrigerator should re-
quire will be “Duck Soup” for the radio
dealer if he will meet it intelligently and
give it half the technical attention that
is given to radio.

Don’t expect any make of electrical re-

Sell Refrigerators?
(Continued from page 36)

frigerator to walk into your customer's
home, take its place in the kitchen like
the policeman on the beat, and stay con-
sistently on the job for many long vears
without the consideration of occasional
attention.  It’s only common decency to
occasionally pat a fellow on the back who
is faithfully doing his job day in and
day out. Who knows? Perhaps your cus-
tomer might want to buy another refrig-
erator.

Now, all this simmers down to this for
the Radio Dealer who contemplates en-
tering the field of selling electric refrig-
eration:

1. First, decide what he wants to do
in the field of selling electric re-
frigeration and what he can do in
that field.
Devise a sales program to the best
of his intelligence and follow it.
3. Establish values in anticipated vol-
ume of sales and values in the line
which he elects to sell,
t. T’repare to intelligently give his
customer the same courteous atten-
tion and accommodations he would
expect if he were the purchaser.
Realize that success is only attained
after hard, consistent plugging.

84
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These Sets Sell on
Performance

It is the superior performance of these
superheterodyne reeeiving sets that
makes sales and brings profits to dealers.

‘The fidelity of reproduction and purity
of tone find instant favor, while the
knife-like scleetivity and the ability to
casily bring in the far-away stations
appeal to radio buyers.

And added to their performance is
cabinet design and finish that just
naturally goes with any type of room
furniture.

l You really should hear and see these
X new Sentinels to fully appreciate their
sales possibilities.

Sentinel

“PORTROLA”

NO. 108 Superheterodyne

Superheterodyne

An cight-tube superheterodyne
recciver of outstanding perform-

New standards of peeformanee for ance honsed in an attractive cabi-
standard: F

small sets are being established by
the Sentinel No. 108, They are
achieved by the nnified design of
the seven-tube  superheterodyne
receiver. the speciat eleetrodynamie
speaker, and the cabinet.

This new set has been engineered

net that affords the utmost in port-
ability—these are the distinetive
featuresof the Sentinel *Porirola.”™
Equipped with a special flat ex-
tension cord that plugs into any
lamip socket and provides ante
and ground. Retail price. $89.50.
complete with 1ubes,

for perfeet balance and ntmost

cfficienes. There are four sereen- You can cash in on Sentinel performance. Furnished as

grid tubes. Double sereen-grid . X R s, R )
detection, utilizing the high cain ¢ ."“l'l‘.'.. sets. or chassis ““I-" Write for prices and
obtained from two sereen-grid detailed information.

tubes. makes it casy to get the dis-
tant =tations, Tuncd anienna,
followed by coupled-ty pe pre-selec-
tors, in eonjunction with double-
action velume control. eliminates
erosstalk and insures fine reception
even when close to local stations,

EADIO DIVISION
UNITED AIR CLEANER CORP.

9705 Cottage Grove Ave., Chicago, VL

The chassis is exceptionally conn-
pact and substantial, Walnut eabi-

4
net is 1815 inches high and 1t
inches wide. B n 1 p
- 3 Complete
69 0 with Tubes ?

SURPASSING RADIO PERFORMANCE

TONE QUAN.ITY~SEI.ECTIVITY~SENSITIVITY~CONSTRUCTION
To secure the best service to vour reply, be sure to mention
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CEDAR BAR" NOTEL BERMUDI
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Roval Smith. ho has been The two “X” marks, one for cach s ‘1. r prtl’aent the two musketeers, Len
Zatulove

Welling jand

epresent the

; ‘ Texas rnd

appointed  to
Ken-Rad Cor

o U M

B L b v M
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Bucion  Browne, advertising

manager of Silver-Marshall,
Inc.. and his aurascope, pho-
tographed on specially tough-

ened  negatives.

features the new lictor record dis-
play material.

Louis Buehn. Philadelphia, president of the Radio Wholesalers' Association: James Aitken. Toledo, presi-
dent of the National Federation of Radio Associations.and H. G. Erstrom. executive vice-president of both
associations.

'World Radio Histo
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The Art Music Co., Berkeley Calif..

uses a midget car and a monster

radio for deliveries. The radio set
opens to carry deliveries.

Penny in the slot for ice. 4 new idea in paying for a refrigera-
tor is this coin.controlled ice-box.

Said to be the only female service operator in the Novel Atwater Kent display at the convention of the
country. Miss Ruby Smith. of the James Parker Dept. of Superintendents of the National Educational
store, Lakin, Kansas. Assoctation,

I g‘

VU, Moy

Speech and music are transmitted on a beam of light at an experiment conducted by Dr. V. K. Zworkin,
research engineer of the RCA-Victor Co., Ine.

World Radio History
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CLEVELAND
Distributors

I'TKEN RADIO CORP., 5208 Fuclid Ave. Main
A ofice at Toledo. O.: branches in Detroit. Mich.,
& Dayton, O.
Endicott 2333.
Pres. & Treas., James E. Aitken; Secy., Stanley lHiett; Credit

Mgr., D. A. Browning; Braneh Mgr.,
TERRITORY :
ern Michigan.
RADIO SETS:
tional Union.
ell & Weston.
PRODUCTS:
tion in Ohio.)

RNOLD WHOLESALE CO.. 5_09-15
Ave. (Branch of The Traey-Wells Co.,
bus, O.)

Evergreen 5100,

Pres., W. . Tracy; Sec’y, l.. A. McCroden; Sales Mgr., H. T, Me-
Mahon; Vice-Pres. & Gen. Mgr., R. C. Hager; Treas., . C. Woll.
TERRITORY: (In Ohio) Ottawa, Sandusky, Seneca, Wyandotte,
Crawford, Erie, Huron, Lorain, Ashland, Wayne, Medina, Rich:
land, Cuyahoga, Summit, Starck, Carroll, Harrizon, Portage.
Geauga, lLake, Ashtabula, Trumbull, Mahoning & Columbiana.
RADIO SETS: Silver-Marshall, Story & Clark. and Apex. TUBES:
Radiotrons and Perryman. REFRIGERATORS.

ANTON "/\RD\VARF, CO.. THE.
Ave.
Henderson 3280,

Owen Smith.
(Exclusive) Northern & Western Ohio & South-

Crosley, Amrad.
ACCESSORIES:
FLECTRIC

Evinrude

TUBES: Cunninghun & Na-
Burges: Batterics, Belden, Jew-
CLOCKS:  Hammond. OTHER
Outboard Motors,  (kxclusive distribu-

Detroit
Colum-

1800 Prospect

ﬂ

Pres., H. R. Jones; Secy. & Treas,, E. C. Raedil; Sales
Mgr.. B. F. Booth; Vice-l’res, O. E. Barnett; Credit Mgr. H.
Ream.
TERRITORY: Exclusive distributors in Northeastern Ohio.

RADIO SETS:

ACCESSORIES:

LEVELAND DISTRIBUTING CO.. 52
Ave.

Brunswick. TUBES: Cunningham & DeForest.
Budd & other radio accessories.

05 Euchid

O

Henderson 1290-1-2-3-1-5.
I’res., Ray H. Bechtol; Sec’y. Rubert F. Bingham; Viee.
Pres., R. O. Semrad; Treas., A. L. Madon; Sales Promot. Mgr,

James Collins; Credit Mgr., C. \. Reeves.

TERRITORY: Northern Ohio.
RADIO SETS: Atwater Kent (exclusive)

TUBES: Ken-Rad and

Cunningham. ACCESSORIES: Belden quality line. CLOCKS:
IHammond. OTHER LINES: Ken-Rad lamps.

LEVELAND TALKING MACHINE CO. 1300
c Fuelid Ave.  (Branch at 1217 Madison Ave,,

Toledo, 0.) Endicott 1560.

Pres., Howard J. Shartle: Sec’y. Milton 11. Wells,

TERRITORY: Northern Ohio & Frie and Crawford counties in Pa.
RADIO SETS: RCA, Victor. TUBES: Radiotrons. RECORDS:

Vietor, OTHER LINEq Vlclrol 18,
LEVELAND 1G \lll()\ CO., Fast 22 St Sales
Manager. R. . Bechtol,
R/\l)l() SETS: Stewart-Warner.
OLUMBIA Pll()NO(;RAI_’][ CO., 1825 E. 18th
St. (Direct factory branch). (Sub-branch oper-
ated at Cincinnati).

Prospect 3180.
Dist. Mgr., R. J. Mueller; Asst. Mgr.,
TERRITORY: All of Ohio.
RADIO SETS: Columbia Teledfocal Combinations. TUBES: Cun-
ningham. PORTABLES: Columbia. PHONOGRAPHS: Colum-
bix. RECORDS, Okeh and Harmony.

V. W. Lee.

CGAN COL THE N AL 1531 West 25th St
Main 696 L
Pres.. N. AL Fegan: Seev. H. A, Gillis; Treas, W. M.

Fegan: Credit Mgr.,, H. E. Stever.

TERRITORY: Exclusive Zenith distributor for Northeastern
Ohio.
RADIO SETS: Zenith, TUBES: Cunningham.
FEANFERAL ELECTRIC SUPPLY CORP.. 1958
W oodland Ave.
Henderson 7280,
TERRITORY : Northeastern Ohio,
RADIO SET=: General Electric. ELECTRIC CLOCKS: General

Electrice.
FAERAL MOTORS RADIO CORP.,

G \ve.  (Factory branch of
Radio Corp.. Dayton. O.)
Prospeet 6607,

Ohio Zone Mgr., Charles C. Price.

TERRITORY: Northeastern Ohio.

RADIO SETS: General Motors,
TERRITORY : Northeastern Ohio.

RADIO SETS: Graybar. ELECTRIC CLOCKS:

chron, Revier, Manning-Brown.

AAS ELECTRIC SALES €O,
H ron Road.
(lunv 3788

P'res.. Parker: Seey, L. D.
J. W, (.oldhamer.
TERRITORY: 30 Counties in Northeastern Ohio.
RADIO SETS: Colonial. Tubes: Cunningham & Eveready Ray

3030 Enclid
The Gencral Motors

RAYBAR ELECTRIC

Cherry 1360, Jim Sturtevant.

CO., 1010 Roekwell Ave.

Tele-

THE, 512-518 Hu-

Goldbamer; Treas.,

theon. BATTERIES: Eveready. AERIAL EQUIPMENT: Stand-
ard  braunds. REFRIGERATORS: Mayflower. ELECTRIC

CLOCKS: Sessions & Lincoln.

Credit Mgr., K.
TERRITORY:

AND ML (‘( )..
Cherry 2520,
Pres. and Sales Promot.
and Treas., J. Q. Herron:
\. Moritz.,
Northern

500 Prospect Ave,

Mgr., J. C.
Sales Mgr.,

McLean; Sec’y
(.. V. Brown;
Ohio

and Western Pa. (exclusive on

Clarion and competitive on Apex).
RADIO SETS: Clarion and U. 5. Apex. TUBES: Cunningham,
National Union and Arcturns.  ACCESSORIES: Yaklev. Bnd,

Pacent and Burgess. CLOCKS: Hammond.

AJESTIC DISTRIBUTING CORP. of Cleve-
land, 1608 Prospect Ave. Toledo Branch, 703
Adams St.. C. W. Smith. Mgr. Columbus
Branch, 199 E. Broad St.. J. \‘ Tracev, Mgr.
Endicott -1338.
Pres., Dan J. Nolan;
J. Grisez.
TERRITORY: Following Ohio Counties—All Exclusive: Mon-
roe, Lenawee, Hillsdale. Williams, Fulton, Defiance, Henry. Lucas,
Paulding, Putnam. Haneock. Van Wert, Allen, Hardin, Mercer,
Auglaize, Wyondot, Crawford, Wood, Ottawa, Sandusky, Seneca,
Muskingum. Guernsey. Noble, Franklin, Marion, Morrow, Union,
Delaware, Knox. Holines, Coshocton, Tuscarawas, Licking, Pick-
away, Fairfield. Perry, Morgan, Ross. Hocking, Arhens, Vinton,

Vice-Pres,, Ralph R. Myers; Credit Mgr.,, W
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Pike, Erie, Huron, Lorain, Cuyahoga, Summit, Lake, Trumbull,
Purtage, Stark, Wayne, Medina, Richland, Ashland.
RADIO SETS: Majestic. TUBES: Majesticc.  REFRIGERATORS:
Majestic. o
AU SHERWOOD SUPPLY CO., 500 Line Road.
Main 7310. Mr., Mau.
RADIO SETS: Audiola.

IDLAND RADIO CORP.. 725-27 St. Clair Ave.,
M N. W. (subsidiary of The Ohio Rubber Co.,

Cleveland}.

Main 8165
Pres., Henry Hallock; Vice-Pres. & Gen. Mgr., Warren Cox.
TERRITORY : Exclusive distributors in Northeastern Qhio.
RADIO SETsS: RCA Radiola.

HI10 RADIO WHOLESALE., INC., 3869 Carnegie
Ave. Columbus branch. 69 East Chestnut, Mgr.,
D. Bennett,
Hendersen 8880.
Pres., Warren B. Davi:; Sec¢’y-Treas.. Geo. H. Stuart; Sales Mer,,
J. B. Hook.
TERRITORY : Northeastern Ohio.
RADIO SETs: Sparion.

TERRITORY: Northeastern Ohio.

OGERS PHILCO CO.. THE. 2309 Chester Ave.
Prospect 1000.
Pres., C. R. Rogers; Sales Mgr. & Sales Promot. Mgr.,
H. F. Nickerson; Vice-Pres., A. E. Rogers; Credit Mgr..
J. A. Staggs.
RADIO SETS: Philco.
TUBES: Phiico.

ADIO W]l()LES_ALERS.. INC.. 2307 Chester Ave.
Prospect 1023. Lambert Freidl.
(HHave no line at present).

Also Philco antomobile Transitone sets.

MITH, INC., B. W.. 2019 Euclid Ave.
Endicott 4511,
Pres. & Treas., L. N. Bloom; Sec'y & Credit Mgr., E. S.
Hershbherger; Sales Mgr.. J. C. Richardson; Vice-Pres.,
P. H. Oelman.
TERRITORY: State of Ohio.
RADIO SETS: Lyric and Edison.

Arcturus.

TUBES: Cunningham and

Ave.

Endicott 1952. Karle F. Morford.

TERRITORY : Northeastern Qhio.
RADIO SETS: Stewart-Warner.

AITE, INC., . HOWARD, 718 Union Trust
Bldg. tMfg. representative—direct to deal-
ers sales).
Main 9591.
Pres. & Treas., F. Howard Waite; Vice-Pre:., Octavi Waite; Sec’y,
M. E. Madsen.
TERRITORY: Fallowing exclusive Northern Ohio counties:
Astabula, Cnyahoga, Erie, Geagua, Huron. Lake, Lorain, Lucas,
Mahoning, Medina, Ottawa, Portage, Sandusky, Summit, Trumhull,
Wood, Ashland, Carroll, Coshocton, Guernsey, Ilarrison, Holmes,
Knox, Licking, Morgan, Muskingum, Neble, Richland, Stark,
Tuscarawas, Wayne, Allen, Anglaize, Crawford, Defiance, Dela-
ware, I'ulton, Hancock, Hardin, Henry, Logan, Marion, Mercer,
Morrow, Paulding, Putnam, Seneca, Shelby, Union, Van Wert,
Williams and Wyandot.
RADIO SETS: Stromberg-Carlson. ACCESSORIES: Stromberg-
Carlson.

s TEWART-WARNER SALES CO., 3855 Carnegic

ESTINGHOUSE ELECTRIC SUPPLY CO.,
THE. 1430 West 9th St.

Cherry 6006.

Gen. Mpr. & Asst. Treas., J. Sidway; Secy., W. Ire-

land; Sales Mgr., W, W. Adams; Credit Mgr., R. Schaeffer.
TERRITORY: Exclusive Ohio Counties: Crawford, Marion, Mor-
row, Richland, Ashland, Medina, Wyandot, Seneca, Sandusky, Erie,
Lorain, Cuyahoga, Lake, Geauga, Ashtabulu, Huron, two Pennsyl-
vania counties: Erie, Crawford,
RADIO SETS: Westinghouse. TUBES: Radiotrons. ACCES-
SORIES: Belden, Yaxley, Birnbach, Fleron, Bud. ELECTRIC
CLOCKS: Westinghouse New Haven. WASHERS: Apex & Sun-
ny Suds. REFRIGERATORS: Westinghouse.

ORTHINGTON CO., GECRGE, 802 st. Clair
W Ave.. N
Cherry 1600.

Pres.. A. J. Gaehr; Vic-Pres. & Sales Mgr.,, H. E.
Hulburd; Treas. & See’y, J. C. Schullian; Mgr. of Elect. & Radio
Dept., D. Aitken, Sr.
TERRITORY: 28 Northern Ohio counties exclusive.
RADIO SETS: FADA. TUBES: Cunningham.

Centralized Sale A Week

(Continued from page 26)

A

tion to set. Dance halls offer a good field, but the pub-
lic address equipment is best for church work. Among
tbe things that have to be considered before an esti-
mate can be given for a public address job arc the fol-
lowing: How many speakers, their location, climinat-
ing echoes, how much current will be necessary, how
many mikes, whether the installation will be partial
or entire, what’s to go in and what’s 1o go out. the 1ype
and size amplifier, the physical limitations of the job,
cte. It is enly when you have considered these salient
points that you can quote your figure. 1t racans know-
ing vour stuff—knowing it backwards. This is a strict-
Iy cash or notes business. Two men can do any job.
Of course, we u=¢ an oulside electrician: we have 1o
conform with local labor demands.

“One thing of which we have to be eertain before-
hand is that the party or parties with wheur we do all
the preliminary contact work, with whom we sign the
contract, go over the plans, ete., has the necessary au-
thority or say in the matter. Sometimes the individual
with whom you transact the preliminary business ap-
pears to have that authority, but it has happened that
when the time comnes for the actual pavment, those who
have to congh up the money balk. So it is well 10 in-

vestigate your grounds thoroughly before actually start-
ing your wheels moving.”

There’s one thing that Mr. Shannen’s very enthusias-
tic about, and that is the sale and installation of ear-
phones for the deaf, in churches and theuatres, where
often two or three rows of seats can be installed with
the phones. or in homes and institutions for the deaf
or aged, and, finzlly, in the private home where the
family is anxious to provide entertainment for their
dear ones whom age has deprived of their hearing.
“There are good svstems for this sort of installation,”
declares Mr. Shamnmon. “the Mears and the Acousticon
svstems, both reasonably priced, and, of course, there
is the Western Electric job, but that’s more expensive.

“Every radio dealer cannot go in for public address
work in a big way, but he can tackle the head-phone
angle of the business, as it presents less difliculties and
less technical knowledge than the more complicated
p.a. jobs. Organizations specializing in radio service
work find that that type of business ties in with public
address work beautifully. Although we get, on an aver-
age, one rcally 2ood public address job a month, still,
in between these jobs my men can ke concentrating on
the servicing of radio sets. Radio servicing and public
address installations go together. They are the coal
and ice business of radio. I am also enthusiastic over
the introduction of extra speaker sales possibilities with
new radio receivers.”
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PENTODE

the A. C. Tube

first demonstrated
by CeCo engineers

in January 1930

TIIIS new lype tube . .. that delivers a greater
undistorted power output . . . is a development
pioneered by the CeCo Laboratories.

23, 1930
ngineers demonstrated the first A, C

Over 15 months ago—on January
CeClo
I'entode receiving set, using the newly developed

Pentode Tube.

Since the introduction of the first A. C. Pentode,
the CeCo Laboratory has also pioneered two
additional Pentode Tubes—the P-1 and the P-5.
Both of these tubes were used in a receiving set
demonstration at the R. M. Trade Show at
Atlantie City in June, 1930. That was 9 months

ago,

Recently  the Radio Tube-Sub-Committee  of

the Radio Mamifaeturers Association suggested
standard specifications to popularize the Pentode.
will the

These standard permit

adoption of this tube by receiving et munufac-

specifications

turers,
>entode Type P-3
It 1s

‘The new CeCo Pentode Tube-
is in conformity with these specifications.
a produet of the laboratories that pioneered the

Pentode. CeCo Mfg, Co., Ine.. Providence, R. L.
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CeCo Engineers
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AC Pentode Tube
Januarv 23, 1930

CeCo

Radio Tubes

Licensed under patents of Radio Corp. of America

They’re Better or You Don’t Pay

mentioned in your reply gives you a quicker answer.




Lyric Pentodes

The P 4. a small table mod-
el, and the P 2. a console re-
ceiver. are the latest addition
to the Lyric line uof radios man-
nfactured by the All American
Mohawk Corp. Both of these
madels emplov the Pentode
tube, which, it is claimed, give

increased audio amplification,
with the result that for full
outpn! volume the detector

operaies ai lower output volt-
age ard daes noi overload. The
listener gets greater volume
with full sone quality and the
sensitivity is increased and the
weaker =slations received with
creater volume. it is said.

The P 1 mamie model lists
at 269.50 comylete. the P 8
Consalette at $89.50 complete,
an-d the P 9 at £99.50 complete.
Each of the above models con-
tain the Lyric Pentode chassis,
six tubes, fonr of which are
screen grid 24= one a Pen-

tode and one of the '80 type.
The P 8 Consalelle is the man-
tle model with 1ts accampany-
inz table.

Royal

The Royal Television & Fi-
unance Co. intreduce. seven new
Royal models—five of them
radis receivers and two tele-
vision receivers. Of the radios,
the Roval Midget, with Ham-
maond eleciric clock, commplete
with tubes at 37750, and an-
other Rayal Midget, with clock,
romplete at $59.50, are the mmost
popularly priced; both are
-creen grid sets housed in wal-
nut veneer cabinets. The Roy-
al Consolette {which is practi-
cally the Royal Midget $59.59
job with a harmonizing table)
is listed at $67.50 complete; in
this case the wood is shaded
walnut; Jimensions are 43
inches high, 10 inches deep and
1615 inches wide, including a
bookshelf; equipped with elec-
tric dynmamic speaker, $100 is
the price of thg Roval All-Elec-
tric  Console. complete; the
matched walmut cabinet con-
tains 8 tubes, 4 screen grid,
electro dvnamic speaker and
push-pull amplification; vol-
ume. tone and celectivity con-
trol -z 38 inches high, 25 inches
wide and 14 inches deep. The
Royal Seereisry radio. com-
plete at =150, is a desk-secre-
tary job and has an adjustable
sheH. hookcase or china-loset
adapmabilisy, with the Royal
radie and a chest of drawers;
brown mahogary wood s
uszed: the concealed set is
screen grid and offers tone con-
trol electro dynamic speaker,
selectivity; size 1= 82 inches
high. 151 inches deep and 33
inches wide.

Sentinel

United Air Cleaner Corp. an-
nounces the Sentinel No. 108,
a T-ube superheterodyne re-
ceiver. with electro dynamic

speaker, double-action volume
centrol, tuned antenna and
coupledtype pre-selector, dou-
ble-tuned intesrmediate trans-
formers, tone «ontrel. The
chassis, which u es four ’224

screen grids, one 227 heaier,
one 245 power zmplifier, and
one 280 rectifier tube. with a
consequent double sereen grid
detection, is comstructed of
lieavy guage steel, cadmium
p ated; the entie assembly is
anchored to the cabinet. The
variable condenser i» mounted
on a three-point suspensian
wnd prevents torsional disior-
tion, it is said. Cabinet is of
walnut; dial is calibrated in
kilocycle:. and & illuminated
with a pilet lamp indicaling
whether receiver 1s on ar off.
Cabinet is 185 inches high,
111, invhe. deep and 14 inches
wide. Shipping weight is 38
pounds.

Ottawa

The Otiawa Furniture Co.,
nanufacturers of the Ottawa
radio, is presenting cabinet
models: Pembroke, No. 260,
$89.50; Cape Cod, No. 204,
€110.00; Oxford. No. 202,
€84.50; Cambridge, No. 265,
494.50; Harvard, No. 201,

£98.50; Cuoed, No. 203, $94.50;
No. 2056, $98.50.

The Ottawa radio itself is 14
inches hy 10 inches by 1l inch-
es, excepting in Na. 201 in
which case it is 135 inches by
234 inches by 10 inches, it is
licensed under RCA patents,
has four ucreen grid rubes and
a total of 7 tube.; it is a {cur
sang-condenser set with tane
control. power dynumic speak-
er. illuminated dial and kilo-
«vele arrangement.

Each of the 7 Ottawa cabinet
models contain bookrases, sev-
eral of them iu the grandfather
clock siyle, which make them
adaplable from the furniture

appeal amgle. Available in
Models 201 and 203 are a 5%
inch Hammoend electric clock;
Model 204 contains a 3% inch
Hammond electric clock.

No. 200 ;s 73 inche:. high,
191 inches wide and 121 inch-
es deep, and weighs 85 pounds,
with sec; No. 204 is 78% inch-
es bigh. 1714 inches wide, 131
inches deep, and weighs 90
pounds with set; No. 202 is
ol'. inches high, 18 inches
wide, 1413 inches deep, and
weizhs 75 pwunds with set; No.
205 is 53'% inches high, 16 inch-
es wide, 141% inches deep, and
weighs 75 peunds with set; No.
201 is 38 inches high, 27 inch-
es wide, 13% inches deep, and
weighs 90 pounds with set; No.
203 is 36%% inches high, 17
inches wide, 127, inches deep,
and weighs 75 ponnds with set.

Carryola

The Carryola Cabaret, new
and simplified coin operated
recerd-changing phonograph, is
anmounced by the Allen-Hough
Carryola Co. as merchandise
priced to retail at a popular
figure. The new preduet is en-
cased n an all-walmut cabinet,
afferding visible operation of
the record-changing units. The
measurements of the cabinet
are 43 inches high, 27 inches
wide, and 16 inches deep. The
operating mechanism is finish-
ed in Butler silver, while the
reprodncing mechanism con-
sists of a 10-inch full dynamic
speaker, coupled with two
stages of push-pull amplifica-
tion. The machine js equip-
ped with a maultiple coin slot,
permitiing the insertion of
from one tp six nickles simul-
taneously: installations may be
made providing for wall coin
bozes for both booths and pri-
vate dining rooms: ihere is
also includad a mechanical ar-
rav gement  whereby the coin
slot mechanism may be discon-
nected allowing  operation
without voin  manipulation,
which featare give: a greater
marke) for the mechanism. The
machine is said 1o be practical-
Iy 100 per cent trouble-proof.
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Atwater Kent
Compact

The new Atwater Kent Gold-
en Voiced Campact, with the
pentode tabe, has made its de-
but. It is Model 84 and con-
tains a super-heterodyne  cir-
cuit. The price is $69.50, com-
plete. Cabinet design is pure
Cathedral Gothic: the front,
flanked on either side by grace:
ful pilasters, is of matched
butt walnut, and the sides are
of =sclected  atriped  walnut;
speaher grille is decorated with
walnut  Gothic  fretwork.  Di-
mensions are 19 ins. by 14%
ins. by 9% ins: it covers about
a square foot of floor space.
Equipped with the exclusive
Atwater Kent quick-vision dial,
and antenna adjuster.

Six tubes are employed in
this 60 eyele ALC. set: three
screen-grid 22%s, one 227, one
rectifier 280, and ene pentode,
the latter a five-clement power
amplifier used as audio output
in the new circuit developed
especially for the 81; the pen-
tode tube is said to be able to
handle as much power as two
245 plus the amplification of
one 227 replacing all three.

RCA Victor

Superette

An 8-tube screen-grid super-
heterodyne in a =mall xize cab-
inet, inecluding tone color con-
trol, priced at 35750, less Ra-
diotrons, comes from the plant
of RCA Victor Cos Inc. The
set uses two new Radiotron
super-control amplifier tnbes;
push-pull amplification is a fea-
ture; cabinet is in butt walnnt
or Georgian brewn finish, and
is trim and convenient in
measurements.

THE

General Electrie

The
clock

18th century style of
furniture  characterizes
the new General Electric Cols
Junior models which break
away from the Gothic or Cathe-
dral designs in small cabinets.
Both, of course, are portable
and an antique bronze folding
handle is placed on top of the
sets, whose weight is 35 pounds.

One wof the Junior models fea-
tures an electric clock; dimen-
sions of the Junior model are
19% ins. high, exclusive of the
handle, 133 ins. wide and 10
ins. deep.

A companion of the G-E
Junior is the Junior Console
patterned in cabinet design
more after the standard of the
larger models, drawing its mo-
tif frem the early American
Duneim Phyfe  design;  the
Junior Console is dimensioned
as follows: 38% ins. high, 214
ins. wide, 1134 s, deep.

The chassis of both models
employs an 8-tube screen-grid
superheterodyne circuit; they
are equipped with the newly
perfected  super-control  Radio-
tron, minimizing cross talk,
cutting down distortion on
strong signals and eliminating
necessity  of a  local-distance
switch. New type of tone con-
trol is used, it is said. Special
vhonograph  input  terminals
are part of the equipment.
Standard 8 ins. dynamic speak-
er is emploved. Tubes are
shipped in sockets without re-
moval. Circuits are well

shielded.
Jackson-Bell

A new 8-.tube midget radio,
Model 68, the product of the
Jackson-Bell Co., makes its ap-
pearanre. Hs attributes include
a local-distance switeh, tone
control and vernier dial. A
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Magnavox speaker, of latest de-
sign, ix used as well as four
sereen grids and two *245’s in
push-pull  amplification. The
chassis, of solid construction,
is fully shielded. The cabinet

is of the concert grand size,
somewhat larger  than  other
Jackson-Bell midgets, but still
portable. 194 inches high,

1614 inches wide, and 11 inches
deep.

Clarion

Models 80, 81, 90, and 91 join
the Clarion line of receivers
minufactured by TCA. Each
of these super-heterodynes uses
the Pentode and Variable-Mu
tubes. 80 is a 7-tube mantel
model, $67.50 complete; 81 is a
7-tube console, $81.50 complete;
90 is an 8-tube mantel model.
$78.50 complete; 91 is an 8-tube
console, 297.50 complete. The
8-tube models have automatic
volume control, which main-
tains  wniform  velume.  All
models possess the full-vision
dial; a mechanisin plays a trav.
eling beam of light on a trans.
parent dial. locating the kilo-
cycle reading of a station to
which the selector is mrned. A
static  reducer handles static
noises of high freguency, these
frequencies  being  eliminated.
High sensitivity is another fea-
ture of the sets.

Three of the tubes are varia.
ble-mu, whose action eliminates
backgronnd nose. hiss, cross-
talk, hum and tube distortion,
it is claimed. Superiority four
times superior to other tubes is
furthermore clained for the va-
riahle-mn. The super-power am-
plifier, the 5-element audio out-
put tube (pentode), provides
2V, watts distortionless power,

making unnecessary two 245
in push-pull. Cabinets are of
high.lighted two-tone effect, and
construction jis described as
three times heavier than the ma-

jority. Console 91 is of walnut
wood; dimensions are 38 inches
high, 13 inches deep, and 22
inches wide. Model 81, the
other console, is 35 inches high,
12 inche: deep, and 20 inches
wide. The mantel models are
made of highly figured butt
walnut, with a high grade of

vencer; 19 inches high, 134
ineches deep, and 17 inches
wide, while Model 80 is 19

inches high, 10Y% inche~ deep
and 16 inches wide,

Recordophone

The TFastron Recordophone
is a device by means of which
pernnent reproduetions of air
programs and the voices of
those in the home are made
on aluminum dises,  Kceonomy
in the operation is  claimed,
and the electrical consumption
in making a record cannot be
put down in pennies, it is said,
The aluminum dises, each 7
and Y4 inches in diameter, will
run for three minutes taking
approximately 100 words on
each side al a total cost of 30
cents for the record. The dise,
furtherinore.  will last a life-
time, it iz claimed, as they are
of an alloyved metal that will
keep the sound signals trans.
planted thereon, without im-
pairing reproduction for over
1,000 playings. The Fastron
Recordophone is also an ortho-
phonic phonograph since it’s
attached to the radio and will
play any discs formerly repro-
duced by the old phonograph.
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Crosley

The Crosley Radio Corp. of-
fers three full-sized Senior
Sup e rheterndyne  (Pliodyna-
tron) receivers, containing a
new chassis. Crosley is also of-
fering the “Johnny Smoker,” a
combination radio and smoking
stand enclosed on all sides and
equipped with the Wigit chas-
sis and electric power speaker.

The three Pliodynatron mod-
els are the Super-Administrator,
$109.50;  the Super-Rondeau,
$119.50, and the Suaper-Sondo,
a combination, $18%.546. Cabi-
nets are the creations of Ever-
ett Worthington. The chassis
uses four screen grid 24’s, one
27, two 45 power output tubes
(used together as a push-pull
audio amplitier), one 80 recti-
fier tube. A full floating mov-
ing coil dynamic speaker is
used. Models embody static
and tone control, local-distance
switch, a puwer switch oper-

ated by the volume control
knob. The Pliodynatron cir-
cuit is wused in combination

with a ’24 screen grid oscilla-
tor tube. Dial is graduated in
channel numbers, which are the
frequencies with the last zero
left off,

Dimensions of the three Plio-
dynatron cabinets are: Super-
Administrator — 303, inches
high, 23% inches wide, 133
inches deep: Super-Rondeau—
373 inches high, 251% inches
wide, 15, inches deep; Super-
Sondo—45% inches high, 294
inches wide, 1638 inches deep.
Both Administrator and Ron-
deau have phonograph pick-up
terminals. Mahogany  veneer
decorates the tops and sides of
the Administrator; pilasters are
of mabogany. also, while the
panel acros: front top arch is
of a new veneer material: front

panel is of Crosley Repwood
B. Sides and top of the Ron-
deau are of 5-plv walnut veneer
with front, top and sides of sc-
lected veneers and the center
panel a reproduction of an
original  wood carving. The
rounded corners and sides of
the Sondo are of a new mate-
rial known as “Carve-Ar,” of
multi - ply veneer faced with
genuine walnut: motor is self-

starting.
The front of the “Johnny
Smoker” is of Crosley Rep-

wood and reproduces an orig-
inal wood ecarving; sides, top
and back are of walnut veneer;
dimensions are 22 inches high.
1238 inches wide and 10% inch-
es deep; three '24 screen grids
are used. two in the radio fre-
quency stages und one in the
detector stage; the power out-
put stage uses a type 15 tube;
one 80 type fube is used as
rectifier.

Kenola Pentode

A Pentode

all-eleetric, 110
volt, 60 evele A.C.  5-tube
sereen-grid set is offered by the
Kenola Radio Corp. at $87.50,
complete.  This  set uses the
latest power ’entode tube and
the Variable-Mu Tetrode, which
are said to redunee to a negli-
gible factor background noise
andd hum, Three-stage circuit,
tuned radio-frequency, power
detector feeding directly  into
a high-power pentode output
tube, no audio lrunsfurmers, re-
sistance  capacity coupled
throughout: ecircuit uses only
16 one-watt ecarbon resistances.
No other make of screen grid
tubes may be used beside two
special type 551 Arcturus vari-
able-mm radio frequency ampli-
fiers, detector, rectitier., and
“PZ” pentode; the power tube
gives nearly three watts of un-
distorted audie power to drive
the super electro - dynamic
speaker, 12 ins. in diameter,
concealed in base of cabinet.
which is a piece of utility fur-
niture, similar to an end table.
Receiver is sold only with a
complete kit of tubes ready to
bhe placed in sockets. Kenola
claims that its special speaker
tone chamber gives the effect
of two dynamic speakers oper-
ating in wnisom; there are open

grille decorations arpund the
cabinet top giving freedom to
the " radiated sound waves, as
well as ventilation for the
slight heat of the rectifier and
power tubes.

“Health” Ray Lamp

*“Health” Ray Mfg. Co., Inc.,
presents the new ~Health” ul-
tra-violet and inirared sun-
shine lamp at $5.95 complete.
Lhis therapeatic  ultra-violet
Lamp is said to comtain a spe-
cially designed generator which
gives simultaneous production
of infra.-red. A.C. or D.C. oper-
ation, rated at 1000 watts, 110
to 120 volts, uses 6 mm. 6 ins.
carbons brokenm in ha!f, the use
of the latter nraking it possible
to operate the lamp without the
necessity ol putting heavy fuses
in the house lighting circuit;
the lamp, therefore, is designed
to operate on these smaller car-
bons, which are angle trimmed,
with one carbon adjustable by
means of a knob on the back
of the lamp; a slight move-
ment of the knob to the right
brings the carbons together,
then, a very slight movement
to the left causes the arc to
occur, the arc automatically
zoing out when sulflicient space
has heen burned between the
ends of carbons; the less the
hnob is turned back the longer
the arc will be sustained with-
out resetting.

Resistance coil is of nickle
chrome wire and is guaranteed
for one year. Carbons may be
used down to within 33 ins, of
their ends and operate for 50
minuies. The lamp in carton
weighs 3 pounds; shipping car-
ton contains 6 lLunnps, weight
33 pounds. (Box of 10 car-
bons makes 10 sets of carbons
by breaking standard 6 ins.
carbon in half). List prices of
acces-ories are as follows: gog-
gles—25 eents; box 10, 6 inm.
6 ins. sunlight carbons §1.10;

box 10, 6 mm. 6 ins. tanning
carbons—$1.35.
Zenith

Zenith brings out two new
models—called Hypermetron—
Model 82 and Medel 89. The

former, priced ar #235, com-
& .l v, . L) -
plete  with Zenith tubes, is a

combination of butt walnut
with long, graceful side panels

47

together with a shaped, piano
finish  top, a gracefully de-
signed grill and bell turned
legs; the set features automat-
ic tuning—"press the button—
there’s  your station™: dimen-
sions: 39 ins. high, 294 ins.
wide and 1t ins. deep; there
are 10 tubes, including recti-
fier. The latter, priced at $265,
complete with Zenith tubes, is
a  warm-toned, golden brown
highboy, with grained butt wal-
nut and walnat veneers, curved,
receding side panels carefully
shaped top, and graceful leg
effects:  dimensions: 50  ins.
high. 27 ins. wide and 17 ins.
deep.

The Hyperinetron circuit is
said to be extremely sensitive
and exceptional for long-dis-
tance reception. Cabinets them-
selves are said to contain air
chambers and proper acoustics
to back up the performance of
the circuit.

Hollywood Camera

A new home movie camera,
the “Hollywood Model,” is to
be placed on the market soon,
announces  the Stewart-Warner
Corp. Mechanisin and opera-
tion of this device are extreme-
Iy simplified, it is claimed. It
measures 8% inches high, 5
inches wide and about 2 inches
thick. With a full 100-foot film
it weighs but 3% lbs. Difficul-
ty in adjusting lens to different
light conditions is said to be
eliminated by a simplified
gauge attached to the lens,
which, when turned to one of
five marked stops, admits the
proper amount of light. A
sound counter audibly “clicks”
as each foot of film passes the
lens: a regular visual footage
indicator dial is also set in the
side of the case. Film can be
loaded into the eamera in day-
light, it is said. Enclosed in an
etched satin finish case, the
ecamera will retail complete
with leather bound case and
shoulder carrying strap. Long
wear is promised, a: it is made
of duralumin throughout, with
gun metal satin-finished lens
mount. It will retail at $50.




Sunshine Hand Vac

/

Wise-McClung is now marketing the
Sunshine Junior Hand Vae, which boasts
an over-size motor delivering over 13
inches water lift. It has been designed
and built for speedy cleaning of uphol-
stered furniture, drapes, nmttresses, stair
carpets, for moth control, and deodoriz
ing and other household uses, It is alsc
compact enough to get into the corners of
automobile interiors. Its nozzle is equip-
ped with a floating, self-adjusting brush
and detachable sanitizer, in which any
brand of erystals may be used, it is said.
The motor is self-lubricating. The weight
is only a few pounds.

Universal

An electric hot water kettle, bearing
the “Universal” trademark, is presented
by Landers, Frary & Clark, Of alumi-
num construction, equipped with ebonized
handle and knob and 6 feet of heatex

cord, this appliance has a 3-quart capac-
ity and a 1,000 wattage. Its packed
weight is 4 lbs, and it is packed one in
a carton, or three in a unit package, The
catalog number is E9263.

The new Universal kettle, claims the
company, has the advantages of speed
and thermostatic protection. It is said
that a quart of wakar (stamng at 60 de-
grees F.) can be his electric
kettle in 6 minmut r quantities.
it is further sta | ree quarts,
can be boiled ly as fast.
The thermostatic declared,
permits the keH

Preé

Home recordin
els has been anno
model in a kit fq
phonograph combi
The other containg
complete with reco
equipment in a po

World Radio History

Separate parts, including recording head,
feed mechanism, microphone, selective
switch, recording needles, reproducing
needles, and records are sold separately.

The Presto recorder cuts and grooves
its own records from aluminum alloy
blanks. It does not use pre-grooved
discs. Records may be made direct from
broadcast reception.

Luminous Tone Control

Each tone is shown by different colored
lights, green, purple, red and white, in
the Royale Lumineus Tone Control. It
is a small tone control box, which fits
easily into the hand. The price is $6.95.
‘Just turn the kncb—the tone and color

th change,” assert the manufacturers,

o claim that their product has eye as

! as ear and sales appeal Dr. Lee

Forest offers the Royale Luminous

e Control as his latest invention, A
ire of a kneeling female contemplating
sh'fting colors from the pilot light
aces the device. In back of her is lo-
hted the control knob.
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Polikoff Uses Airplanes
10 Go Places

Murtin J. Polikeff, well known in the
redie trade as the represemtative of man
ufacturers of radio products, with heed-
quarters in Philadelphia, recertly did
some fast scepping—rather some whizzing
—in the vizinity of Washington, D. C,
and Philadelphia. aftending two siles
meetings in one day.

On March 7th, he had a long contab
with Oscar Gets, wice-president and gen-
eral sales director o: the Steinite Nfg.

i vz

Martin J. };olii‘oﬂ and Oscar
Getz before Marty’s airplane
hop.

Co.. and attended a jobbers’ meeting =t
10:00 o'clock, foliswing wnich he hopped
sboard a tri-motered plane at the Wash-
ington-Hoover A rport, in the Capital
tity, at 100 o’clock, arriving at Phila-
delphia an hour later, in time fto attend
& sxles meeting at 2:30 with the Keystore
Radio Co., distributors for Steinite in
Philadelphia,

Parks & Hull Takes on
Cinderella Washer

I'arks & Hull, Inc, outstanding job-
ner in Baltimore, whose radic line is
the Atwater Kent product, has just tsken
op the Cinderella washer, marnufacrured
by Black & Decker. Gordon Parks heads
the progressive Parks & Hull organiza-
sior. Both he and kis acvertising mana-
ger, R. B. Green, are enthusia.tic zbont
the Cinderella appliance, jisting at $37.40.
It washes by bubble action, air, suds, and
water being forced threugh the cluthes

Ollendorf-Hirsch Acquire
Victor Distributorship

Follewing its purchase of the business
of the Baltimose Victor Distributing Ce.,
Ollendort-Hirsen, formeriy National Light
& Flectric Co., Broeklyn, N. Y., have been
appointed RCA-Victor distributors fer
the Baultimore-Washngtcn territorv. Ol-
lendort-Hirsch have been Radiola distrib-
ulors in the New Jersey and Brooklyn-
Long Island territuries for the past 12
years, Handling both the Radiola and
Victor lines, the company's selling arca
for the latter takes in all of Maryland,
District of Columbia, 24 counties in
Northern Virginia, 8 counties in West
Virginia, and % countic: in Delaware

The operation of the busmness. the corm-
puny announces, will comprise the dis-
tribution of Radiolas, Victor imstruments.
records, ete, and will be casried on in
the existing Baltimore Victor Distribut-
ing Cc.’s houses, the muin one located in
the Candler Dldg., Bsltimore. with a
branch on 10th Street, N. W, Washinz-
ton. Each house will be previded with
service stations, trucking service and
complete  distribulion facilities. Both
George Olendarf and Harry Hirsch have
the esteern of RCA-Viezor and the de:l-
er trade.

“1 amd my associutes plan te personaly
visit our dealers and are looking forward
with pleasure to the opportunity,” Mr.
Ollendort decleres. W= feel very prond
of the privilege and responsibility afford-
ed us by the RCA-Victor Ca to service
RCA-Victor dealer= in the new territory.
We will extend tc this cooperation our
undivided time anc attention, and we feel
that with our 22 vears of merchandising
experience and friendly relationship, badk-
ed by the two mo:.t powerful irademarks
in the radio industrv, namely. RCA and
Victor, we can assure cur dealers a hap-
py and profitable future. We will lend
our entire effarts to thrs end. and solicit
the ccoperation of the dealer trade.”

May Hardware Sieinite
Jobber in Washington

The F. P, May Hardware Co, Wa:h-
ington, D. C., has been appointed a dis-
tributor of the new Steinite line of tuned
racio frequency amd super-hetcrodyne re-
ceivers, according to Martin J. Polikeft,
of Philadelphiz, district sales manager ‘or
Steinite Mfg. €o.

The May Hardware Co, maintains ware-
houses and general offices on C Street,
N. W., and will cover the Disirict of Co-
lumbin and parts of Virginia and West
Virginia. One of the Souta’s oldest estab-
lished jobbing houses, this company han-
dles hardware, uutomotive equipment,
and electrical appliances, in addition to
radio

A dozen men are traveled by the May
Hardware Co., the executive personnel of
which consists of = Arthur May, president

Baltimore and
hington

Washers and Refrigerators
Sell Fast, Says Zamoiski

Radio dealers are making excellent
jrofits from selling washing muachines, ae-
cording to C. J. Zamoirki, przsident and
treasurer of the Jos. M. Zamoiski Co.,
Iialtimore, distributor of radic and home
appliances. Mr. Zamoiski distributes Ser-
vel refrigerators, Easy washers, [elechron
clocks, and Sumson-United products in
addition to radio.

“Thirty dealers 'n our tervitory.” Mr.
Zamoiski told the writer, “have already
wld over three carloads of washing ma-
chines in only three weck:’ time since we
started distributing Easy. [ know of
no dealer pn our hooks who hasn’t given
us at least one repeat order in this time.

“Reirigerators are going just as big.
We now have approximitely sixty dealers
selling Servel, and we have started a
merchandising school to zive them ideas
on retailing. The day of order-taking is
over, we tell them, and we show them
how to exist in this day of intensive home
selling. Twice monthly the dealers gath-
er for the.e instructive meetings,

“Jerry Proper has been placed in charge
of our appliance d vision, to handle Tele-
chron and Samson United, and he works
with both our salesmen and their dealers
f heiping move these prodacts. With
the ‘proper’ kind af he'p, the radio deal-
er mskes the best kind of an appliance
merchant.”

Balitimore Radie Men Know
Their Tees

Golfers are hereby warned off Balti-
more. 'The home talent is too good for
vou, boys. Of course, they may handicap
vou 8 derby hat or a pair of spats, and
-ven supply you with light-weight clubs,
but when Charlie Coornbs and a certain
rudio magazine represenfative, two city
slickers, tried to tuke pne of Baltimore’s
distributors of radio and electric appli-
ances, they got tock.

Fiske Busy with New
Jesse French Sets

Fiske Factors, Inc., distributor for Jesse
French & Sons Pianoe Co., is now holding
forth with the new Jesse French line of
radios, ineluding the Tudette table model,
listinz at $59.50 compvlete, and another
midget, li-ting at %75 cowplete; the first is
a t.r.f. set and the latter a super-hetero-
dyvne. The new lire is rounded out with a
consolette and a radio-phonograph com-
bination.

and treasurer; Leo C. May, vice-presi-
dent: Charles E. Clayton, secretary; Har-
ry E. Young, manager radio department
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Washington Atwater Kent Dealers

Look at the beauty of this New Atwater Kent Golden Voice
Compact, with Super-heterodyne and PENTODE, listing at
$69.50 complete with tubes. This is the latest achievement

of the radio art, and sets a new standard for radio reception.

]
This new

Ty

'model, No.
] 84, is the first

1 perfected use

i,of the new
" PENTODE
“tube in a
super - hetero-

dyne circuit.
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SOUTHERN WHOLESALERS, INC.
Atwater Kent Wholesalers 1519 L St.,, N. W.  Washington, D. C.
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Serviceman
- salesmanship

(For the serviceman who wants more money)

Service men c¢an “‘feed” the sales
organization “"het”” leads

From an Exclusive Interview with

John S. Dunham

President, QRV' Radio Service. Ine.

FEVHAT the service man can and should
work hand-in-glove with the sales-
man, is tne belief of John b Du-

ham, president of the QRV Radio Ser-

vice, Inc., of New York City. “1 believe
the service man is the ideal individual to
pass leads on to the sales organization.”

ke recently told the writer, “although 1

do not believe in aiterupts to make tne

service man into a salesman in addition
to his regular work.

“QObviously, the service man is the one
who really contacts with the customer,
but he should be used merely as the point
of contact to suggest to the sales organ-
ization openings for new sales. The ser-
vice man should be traired to look for the
signs of a potential sale: he should ob-
serve the customer’s attitude and spot the
clues discernible in a customer who is
considering a new set. The service man
should be provided with slips for this
purpose.  After he’s turned in the slip
the sales foree can go to work. If his
iead hasn’t produced an actual sale within
a reasonable length of time, them the ser-
vice man naturally loses out on his com-
mission. But if the sales force does put
over the sale, then the service man who
provided the lea@ should get his commis-
sion, but his actual selling work should
be confined to the gathering of sales leads.
Ilis commission shonld be small.

“The average dealer in the metropoli-
tan area,” declares Mr. Dunham, “has no
idea of the value of good service, the ab-
solute necessity of good installation work
if his merchandise is to sound well in
the customer’s home. The average deal-
er, as you know, won’t pay his own ser-
vice men, or a service organization,
enough to render decent service. In New
York vou have the foolish picture of deal-
ers telling the custemer of six months’ to
two yvears' service.'

The QRV organization used to adver-
tise regularly two or three years ago in
the Sun, Herald, Times, and FEvening
Journal, and has advertised some this
fall, but it is row contacting its public
by means of return post cards. Each
customer is contacted regularly with
these cards for a year. After the com-
pany has serviced u set for the first time,
that customer receives his first QRV card

coming?"

If only yeur radio itself could telephone to us!
"Hello, Doc QRV. It has been FOUR MONTHS

since you were here to see me, and you know
it is time to look me over again. My volume
control and tube sockets feel custy, and some
of my tubes are a little weak. When are you

The attached return card, e
mailed now,
prompt service!
Sircerely yours,
J. F. 8 MEACHAM

will  secure

Vice-Pres.

four months later, and a new card each
succeeding month.

QRV service men carry tube kits with
them. They sell tubes ané everything
that is necessary for service. The service
nian  gets a small commission, but not
enpugh to turn his mind entirely towards
selling,

*F'he most important thing for service
men to remember always is that his job
is not primarily to repair the radio, but
is, primarily, to satisfy the customer,”
states Mr. Dunham,

“Everything else follows this ‘first prir-
ciple’ of servicing. Clothes nmast be clean,
shoes must be shined, hair must be comb-
ed, tingernails must be presentable. The
service man should wear a white shirt;
ke must never wear a cap, must never
smoke in the customer’s house, never en-
gage in unnecessary ccnversation with the
customer, outside of the necessary con-
versation to ascertain what is wrong with
the set.

But the primary consideration for the
service man is this: he has to fix that
something in the customer’s mind, because
of the effect that something is having on

Write us for further information
al.out how dealers aperate service de-
purtments to make :ales.

the customer. It is not only fixing the
radio trouble itself. Repairing the radio
is even secondary to what’s in the cus-
tomer’s mind. The service man must
“sell” the customer the idex of a good
installation and the fact that the set it-
self is quiet.

QRYV service men always do their besl
when they make an installation, because
if a complaint fs received within twe
weeks on one of their jobs, that service
man has to go back to that job on his
own time and at his own expense. If an-
other service man has to perform the job,
then the service man responsible for the
complaint has to pay the seeond man out
of his own pocket. Ii is easy to see how
this efficient check eliminates inefficient
service work.

It is the necessity of the good installa-
tion work that draws Mr, Dunham’s at-
tention, If the pablic wonld insist on
good installation work, then half the ser-
vice wails would die down, he believes.
Radio manufacturers in their advertising
don’t stress sufficiently the importance of
the installation, he says. The average
dealer regards service work—and instal-
lutions are a part of his disdain—as a
necessary evil. *“He doesn’t give it one-
tenth the attention it deserves,” declares
the QRV president. “He shbould realize
that service work is absolutely essential
to retain his customers’ good will.”
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Tone Tone
Con- Con-
Trade Name Model Price trol Tube Types Trade Name Model Price trol Tube Types
Aoex o, DR GER Y HLIDESG Cenend  Memonwic miomume ¥e mesmigis
ol . ~edy iy v aton ubes es 3-24, 2-27, 2-45, 1-
:ig (Comb.) :;;;gg fttuutt;::; ¥§: ggi gg; gtg igg Motors lQ,ate It:llan $172.00 (tubes) Yes 3-24, 2-27, 2-45, 1.80
2 . ~ady 4moly 578D, 1- ueen nne
;: ::8533 ((:utl,)es) 11-3112. 3-22:. 11-223. ll-’lllﬁ Comb. $148.00 (tubes) Yes 3-24, 2-27, 2-45, 1-80
H ubes - . 2-24,1-26, 1.7 Georgian Comb. $279. 3-24, 2-27, 2-45, 1-80
Automoblle Set $75.00 (tubes) 2-24, 1-26, 1-01A, 1-T1A ® LA IR )
32B $79.50 complete 3-24, 2-45, 1-27, 1-80 Graybar 700 §142.50 No 4-24, 2-45, 1-27, 1- 8:
770 179.50 Yes 4-24, 2-45, 1-27,1-8
K 70 $119.00 Yes 3-24, 2-27, 2-45, 1-80 900 (Comb.) gz Y 24, 2-45, 1-27, 1-86
Atwater Kem ¢ $125.00 Yes 3-24, 2-27. 2-45, 1-80 89.00 s 424, 2AS. 12T
75 (Comb.)  $195.00 Yes 3-24.2-27,2.45.180  Greb AHa1 -27, 1-80, 2-
' . ebe $160.00 Yes 8-24,1-27, 1-80, 2-48
78 $145.00 Yes 3-24, 2-27, 2-45, 1-80 AH-1 $189.50 Yes 3-24, 1-27, 1-80, 2-45
72 $133.00 Yes 3-24, 3-27, 2-45, 1-80 Ag-l $225.00 Yes 38-24, 1-27, 1-80, 248
; AH-1 $225.00 Yes 8-24,1-27, 1-80, 245
Andiola 62 $107.00 Yes 4-24, 2-45, 2-27, 1-80 SK-4 $265.00 Yes 3-24, 1-27, 1-80, 245
5 i f2 pbnrimos Ricoms  fmes  de MY
82 131.00 es 4-24, 2-45, 2-27, 1-80 om 450.00 es 8-24,
Junior $60.50 Yes ‘Triple screen grid —
—  Gulbransen Champion 161 $139.00 Yes 3-24, 2-27, 2-45, 1-80
Brunswick ;; ;}{‘,ggg ¥eﬂ 2-23. ;-ig. :—‘;(l) E‘hampion Jr. $94.50 Yes 3-24, 1-27,2-45, 1—8:
. es -24, 2-45, inuet 81.7 8-24, 1-27, 245, 1-8
42 Auto. Comb. $480.00 Yes 4-24, 2-45, 1-80 ' °
S-81 §185.00 Yes 4-24,1-27, 2-45, 1-80
S-32 Comb. $265.00 Yes 4-24,2-45,1-80 Howard Plymouth $165.00 3-24, 2-45, 1-27, 1-86
Models 15, 23, 32, and 42 also in DC. Model 15 also battery. Consolette $185.00 Yes 3-24, 2-45, 1-27, 1-80
Puritfn $213.00 3-24, 2-45, 1-27, 1-80
o Hepplewhite $245.00 8-24, 2-45, 1- 27. 1-80
Bosch 58-B $150.50 Yes 4-24, 1-27, 2-45, 1-80 Florentine $275.00 3-24, 2-45, 1-27, 1-80
58-A $144.50 Yes 4-24, 1-27,2-45, 1-80
) Gothic $275.00 3-24, 2-45, 127, 1-80
60-D $195.00 Yes 5-24, 1-27, 2-45, 1-80 Comb. $325.00 3-24. 2-45, 1-27, 1-80
60-E $250.00 Yes 5-24, 1-27, 2-45, 1-80 U ) ! '
62-C $150.50 Yes 4-24, 2-27, 2-45, 4-24, 2-80 -
308 315030 Yoo iae1sniiniey Kennedy o0 335,00 Yes 324,257, 545, 1.80
- 59. -24, 1-27, 2-45, 1- y es  3-24, 2-27, 2-45, 1-
62-A $144.50 Yes 4-24, 2-27, 2-45, 4-24, 2-80 426 $158.00 Yes 38-24, 2-27, 245, 1-80
62-B $150.50 Yes 4-24, 2 27, 2-45, 4-24, 2-80 526 $169.00 Yes 3-24, 2-27, 2-45, 1-80
73A $79.50 complete 3-24, 1-27, 1-80 6382 $139.00 3-24, 2-45, 2-27, 1-80
738 $95.00 complete -24, 1-27, 1-80 826A Comb. 3-24, 2-45, 2-27, 1-80
— — 826B Comb. 2-52, 3-24, 2-45, 2-27, 1-80
Carteret Ms Yes 8-24, 1-45, 1-80 i
T 3 -9 = - -
Clarion 70 £79.50 (tubes) Yes 127, 3.24, 2-45, 190 Kiel Eio0 — L Sb R chtl
81 $84.50 complete Pentode Super-Het.
91 $99.50 complete I’entode Super-Het. Leutz Seven Seas $275.00 No 3-24, 2-27, 2-50, :—81
N — Silver Ghost $2000.00 No 4-24, 4-27, 2-50, 2-81
Colonial Princess $129.50 3-324, 1-327,2-85, 1-80
Mayflower $130.50 3-324,1-327,2-35,1-80 [ oo Yes 8-24, 1-27, 245, 1-80
Windsor $149.50 3-324, 1-327,2-35, 1-80 y H-19 $134.00 Yes 4-24, 2-45, 1-27, 1-80
Lafayette $275.00 3-24, 1-27, 2-35, 1-80 H-34 $149.00 Yes 4-24, 2-45,1-27,1-80
- H-29 $154.00 Yes 4-24, 2-45, 1-27, 1-80
Columbia C-21 $185.00 4-04 1-27, 2-45, 1-80 H-89 $184.00 Yes 4-24, 2-45,1-27, 1-80
C-20 $145.00 4-24, 1-27, 2-45, 1-80 325 $365.00 Yes 4-24, 2-27, 2-45, 1-80
939 (Comb.) $285.00 4 24 2-45, 1-27, 1-80 365 $325.90 . ¥es 4-24, 2-27, i-i.} ll-gg
Js § 69.50 complete es 4-24, 1-45, 1-!
Crosley Elf $37.50 (tubes) No 2-24, 1-45, 1-80 J8 $ 89.50 complete Yes 4-24, 1-45, 1-80
Buddy Boy $59.50 (tubes) No 3-24, 1-45,1-80 P-9 $99.5¢ complete 4-24, 1-80, Pentode
Buddy $64.50 (tubes) No 3-24, 1-45,1-80
1 74.5 .24, 1- : P 7
Mate 37050 (tibesy  No  $auiiyigy Majesic 22 R R S
gli?z‘s:rtr:;te "83;.:3 (tubes) gg 54 ';*3;‘ ;-:g. :-gg 61 $137.40 (tubes) Yes 13:?(: 1-24, 2-27, 2-45
Arbier ot Hivae No 54137, 2t 190 L St St
Super-Admin.  $109.50 complete 1-24, 245, 1-27, 1-80 - 2
SuEer-Rondeau $119.50 comglete 1-24, 2-4;. 1-27, 1-80 ReslCon $197.50 (tubes) Yes f.{;’; 1B4 22T, 24
Super-Sondo $189.50 complete 4-24, 2-45, 1-27, 1-80 —
47 Comb $328.00 Yes 324,327, 2-45,1-80 National Chassis e r e 2ya 11508
Fada 41 $218.00 Yes 3-24, 327, 245.1-80 Transformer Mantle 3-24, 2-27, 2-45, 1-80
42 $159.00 Yes 8-24, 3-27, 2-45, 1-80 —_
e S1a800 TYes 324,327,245, 180 . 96 Comb. $198.00 Yes 8-24, 327, 2-45, 1-80
46 $228.00 Yes 3-24,8-27,2-45,1-80  Philco
96 $127.50 Yes 3-24, 8-27, 2-45, 1-8Q
82 $172.00 Yes 3-24, 3-27, 6-T1
77 Console $05.00 Yes 3-24, 2-45, 1-27, 1-86
84 $201.00 Yes 3-24, 8-27, 6-71
81 $231.00 Yes 3.24 8.27. 671 77 Lowboy $110.00 Yes 8-24, 2-45, 1-27, 1-80
86 $241.00 Yos 3-24, 3-27, 6-71 41 Highboy 824, 2-71A, 1-21
: ! 41 Lowboy 8-24, 2-T1A, 1-27
. 41 Console 3-24, 2-71A, 1-27
French Queen Anne  $89.50 No 3-24, 1-45, 1-80 '
Jesse Junior $ 60.50 No 8-24, 1-45, 1-80 oA L TR
Tudor (Comb.) $129.50 No 8-24, 1-45, 1-80 Superhet. . 424, 4-27, 245, 1-80
i 5.00 1-80
31 $142.50 No  4-24, 2-27, 2-45, 1-860 111 (Highboy) $155 X
g‘]e“e'?l 1 $170.50 Yes 4-24, 2-27, 2-45, 1-86 et IS S el
ectric 71 (Comb.) $285.00 Yes 4-24, 227, 2-45, 1-80 (Lowbhoy) o A 127
T _ N R 220 (Comb.) £ 99,50 . 1-27
RF $112.50 No 4-24, 2-45, 1-80 Comb, e Y
Junior $82.50 8-tube super-het. 211 (Comb.) LHIERLL LD
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Con: PUT YOUR NAME & ADDRESS

Trade Name Model Price trol Tube Types
— |—

Pi Ai 724 Chafsis Yes i
1eTCe-AIr0 797 Chausis No 8-24, 2-27, 2-45 HERE W Ta]klng Machine & RADIO JOURNAL,
5941 Grand Central Terminal,

RCA Radiola 30 $142.50 4-24, 2-27, 2-45, 1-80
32 $179.50 Yes 4-24, 2-27, 2-45, 1-80 New York. N. Y
.6 (Comb.) $285.00 Yes 4-24, 2-27, 2-45, 1-80 & s V. L

42 $ 91.50 (tubes) Yes 4-24, 2-45, 1-80

S While | am a live dealer, the only way to keep

i 10 $127.50 Yes 3-24,1-27, 2-45,1-80 0 S . s er
Sentinel " o yen B T aen. 180 up to the times in radio is by sending this §5 for
3 $130.00 Yes 8-24.1-27, 2-45, 1-80 ) L. . )
u $99.50 No 4-24.1-27,2-45, 1-80 a year’s subscription to The JOURNAL. (3
l2(%Con‘b)) :180.00 \)(Ieg 8-24. 1-27, 2-45, 1-80
9 (Comb 149.50 0 4-24.1-27, 2-45,1-80
$150.00 Yes 3-24 1-27, 2-45, 1-80 yrs.—$10.)
l'urtro]a £39.50 1-24.1-27, 1-45, 1-80
Silver 39 $106.55 (tubes) Yes 8-24,2-27, 2-45, 1-80
Marshall 40 $124.90 (tubes) Yes 4-24.2-27, 2-45, 1-80
arsha 4 $149.90 (tubes) Yes 4-24,2-27, 2-45, 1-80
Sparton 591 $119.25 6-84, 2-82, 1-20
598 $119.25 6-84, 2-82, 1-20
600 $141.00 7-84, 1-80, 2-88
610 $141.00 7-84, 1-80, 2-88
820 $156.75 7-84, 1-80. 2-88
740 $185.75 7-84, 2-81, 2-50
750 $222.75 7-84, 2-81, 2-50
8,10 sbile Set :327.25 7-84, 2-26, 3-81, 2-50
utomobile 115.00 4-24,1-12
420 $96.50 2-24, 1-27, 2-83 TEAR OUT AND MAIL. THIS MINUTE
410 $56.00
Steinise Consolette $64.50 Yes 3-24, 245, 1-80 hings change so fast in the
605 $99.50 ¥es 3-24, 2-45. 2-27, 1-80 li busi
630 $79.50 es 3-24, 2-45, 2-27, 1-80 2
635 $119.00 Yes 3-24, 2-45, 227, 1-80 radio usiness, that yOl]
. need The Journal to keep
i Mantel $69.00 3-224, 1-45, 1-80 .
Sterling Chorister $107.50 Yes 4-24,1-27, 2-45, 1-80 yALLL l'Obted'
Minstrel $123.50 Yes 4-24,1-27, 245, 1-80
Auto-Radio $70.00 No 3-24, 1-27, 1-71
S Then—there are home talking
Raphael $162.50 3-21, 2-27, 2-45, 1-80 3 eQ s I (Jae 1 .
Stewart P es $197.50 3.4, 2.27, 2-45, 1-80 plctures: recol ds; lefllgerators;
Warner Graham 5137 50 3-24, 2-27, 2-45, 1-80 ] .
Avor 5 94.75 3-24, 2-27, 2-45, 1-80 washers; band instruments, and
*All four models a.lmbxvallables for DC and Battery Ope:atzic;n SO l 1 “
5 (Comb.) 15.00 3-2 7, 2-45, ; - "
o S S L ets 180 many other good sellers that
mean all the difference between
S 36 $208.00 Yes 3-24,1-27, 2-45, 1-80 - .
Story & Clark 3¢ f20s.00 Yoo 32,127, 245180 red and black figures.
51 $317.00 Yes 38-24, 2-27, 2-45, 1-80
Petite $ 89.50 (tubes Yes 3-24, 2-45, 1-27, 1-80 .
— Tips on good products, new lines
10 $259.00 4-24, 2-45,1-80
Stromberg  1{ (convert  §23500 424, 245, 1.60 and all the latest methods of sell-
arlson 12 $355.00 3-24, 8-27, 2-45, 2-89 . 1 h thi
14 (Auto. o ar . 3
Formb $645.00 L sz ing them are worth this small
4 272.50 o 3-24, 3-27, 2-45 . 2 71
(O b L O B cost for a whole year’s service.
654 (Comb.) $369.00 No . 1-27, 1-45, 1-80
846 $347.50 No  3-24, 3-27, 2-45, 2-80 . .
e TIHHE Journal
R85 $152.50 Yes 4-24, 2-45, 1-27, 1-80
R39 $185.00 Yes 4-14, 2-45, 1-27, 1-80
RE 57 (Comh.) $285.00 Yes 4-14, 2-45, 1-27, 1-80
14 % 01.50 complete Yes 4-24, 2-45, 1-80
34 §121.00 complete  Yes 4-24, 2-45, 1-27, 1-80 - T
17 (Comb.) $159.50 complete  No T4, 245, 10 ( ‘ Anyone Con Be the “Life of
o S a the Party’” With a UNIVERSAL
Victoreen Victoreen o0 cabinet designs  Yes  4-21, 8-27, 1-50, 2-81 ~ B ;) 4 IIBA BY M I K E 4
jotoreen T b IR -
. 5 514’ 50 Yes 4-24,2-27, 2-45, 1-80 Superb Home Mncrophone
Westinghouse ¢ Yen 4-24,2-27, 2-45, 1-80 Real microphone of am ./ing qu
WR7 Comb. Yes 4-24,2-27, 2-45, 1-80 toy. Used with radio or amph
4 f112. 50 No 4-24, 2-45, 1-80 home entertainm ready, u
Columaire Yes 4-24, 2-27, 2-45, 1-80 for lice dealers. ¢ putton carbon micro
phone—eaclusive circuit adjsting screw (pats,
—_ — e = pcnding): Truh damiped dia-
Zenith n $185.00 Yes 326327245 180 A R liminages ieed haek
72 $210.00 Yes 3-24, 3-27, 2-45, 1-80 ! bigh. Packaged wiith 25-:t. cord
8 $265.00 Yes 3-24, 3-27, 2-45. 1-80 {  LIST PRICE $ 50 prong adapeer and detsiled in
’7; (Ante $315.00 Yes 3-24,3-27, 2-45, 1-80 ! COMPLETE 7 struction sheet. Better stock now!
Comk.) $375.00 Yes 3-24,3-27. 2-45, 1-80 i
Co e Yer 3200200 | UNIVERSAL MICROPHONE CO.
11 155.00 Yes 424, 2-45,1-27, 1-80 3 (LIMEED
12 $175.00 Yes 4-24, 2-45,1-27, 1-80 3 63 Hyde Pork B|vd., |NGLEWOOD, CALIF.
C $ 84,00 Yes 3-24, 2-45, 1-80 Other mode’s $¢ to $350. Also cables, plugs, t ansform-
D Yes 3-24, 2-45, 1-80 L TS, mounungs, stands, ete. Get complete catalug.
sy mes s, AR, . s
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Midgets

Trade Name Model Price (complete) Tubes Types
;thater Kent x-L— o $69.50 complete-i 3-24, lf;én:ntlﬂe
AreCraft | Midget $59.50 complete 3-24, 1-27, 145 10
Audiola - Junior - $49.50

o -uf - o $67.50 com;lebe 8-24, 2-45, 1-80
S‘larlon $67.50 complete pentode fupcr::h(:t.
[0 $79.50 complete pentode super-het.
Colonial ) $19.50  aze2ql, 1_-7_1-4_;
B0 By Boy $50.30 complete a2 145, 1-80
Echophone $69.50 complete 8-tube sup_erhetfﬂyie
Fada ' “ T 8150 complete 3.2+, 1-27, 2-45, 1-80
Jesse French Mantle $10.50 324, 145, 1-80
l-‘rc_sln:u:— 7 R £19.50 324,127, 145, 180
(EreneTailil.?‘leiclri: (l‘l“:ll‘\)r_ - ;_;i:;g:; ) #-tube super-het.

-24, 1-45, 1-80
General Motors 4-24, 1-15,1-8

l.ittle General $7 .60 complcte

Gloritone 26 $49.95 complete 3-24, 1-15, 1-80
Jlor ~ .
H;)wardw. Compact $69.50
Lori N $69.50 complete 3-2+. 1-27, 2-45, 1-80
yric
5 62 $59.50 4-24, 1-45, 1-80
Jackson Bell i $49.50 3-24, 1-45, 1-80
o8 421, 227, 171, 1-80
el o 120 $59.50 3-21, 1-45, 1-80
Jewe Consolette $69.50 3-24, 1-45, 1-80
Ke""e('h; 1142 $69.50 1-24, 1-27, 1-45, 1-80
1 yric- P+ $69.50 complete  1-21, 1-50. pentode
Miaj;stic T $69.50 complete 3-51, 2-27. 2-45, 1-80
o 424 $69.50 complete 4-24, 1-45, 1-80
Master Comb. $99.50 4-24, 1-45, 1-80
Console $89.50 complete 4-45, 1-45, 1-80
Phileo $49.50 3-24, 2-27, 1-71, 1-80
B A 523 chassis 3-24, 1-45, 1-80
Pierce-Airo 524 midget 3-24, 1-45, 1-80
Pilot Midget $50.50 3-24,1-27, 1-45, 1-80
[—’remier Home $69.50 complete 3-24, 1-27, 1-45, 1-80
Tia. Ko $69.50 4-24, 2-45, 1-§0
Radia-Cron Comb. $99.50 4-24, 2-45, 1-80
Radiette Junior £59.50 complete 3-24, 1-27, 1-45, 1-80
Remler Super-tet. $77.50 complete 4-24, 2-27, 1-45, 1-80)
" 60 $69.50 complete 3-24, 1-27, 1-43, 1-80
Roamer Consoletie $79.50 complete 3-24, 1-27, 1-45, 1-80
Comb, 3-24, 1-27, 1-45, 1-80
Royale Mantle $69.50 complete 4-24, 1-45, 1-80
Sentinel Lo 124, 1-27, 1-45, 180
Siver Compact $79.50 complete 3-24, 2-27, 2-45, 1-80
Cadet $89.50 complete 3-2, 2-27, 2-45, 1-80
. Gothic $49.50 3-24, 1-45, 1-80
Simplex Modern $54.50 8-24. 1-45, 1-80
<o R 421 $65.00 complete 8-24, 2-45, 1-80
Steinite 600 $89.70 complete 2-45, 2-27, 1-80
S w Mantel $39.50 3-24, 1-45, 1-80
un Glo Lowboy $49.50 3-24, 1-45, 1-80
Lowhoy $59.50 3-24.1-45, 1-80

Midget $69.50 complete 4-24, 1-45, 1-80
Thom Thumb Consolette $79.50 complete 4-24, 1-45, 1-80
Victor Superette x-tube super-het.
Waltham Midget $59.50 4-24, 1-45, 1-80
Midget $49.50 3-24, 1-45, 1-80
Consolette $89.50 4-24, 1-45, 1-80
Zaney Gill Midget 349.50 1-27, 1-45, 3-24, 1-80
Consolette $69.50 1-27, 1-45, 3-24, 1-80
Zenith A $57.50 3-24, 2-45, 1-80
B $57.50 8-24, 2-45, 1-80
Automaties
Trade Name Model Price Records 10 or 12 in. Records
Bruns Combination -
wick No. 42 $480.00 20, one side 10 in.
Card Ensemble
ardon Combination  (with tubes)
No. 108 $580.00 18 to 25, one side Both sizes
Capebart 1 $650.00 14, both sides 1040,
p 2 $550.00 1. both sides 10 in.
234 $660.00 14, both sides 10 in.
5 $395.00 10, one side Both
6 $365.00 10, one side Both
7 $330.00 10, one side Both
11 $955.00 28, both sides 10 in,
15 $225.00 10, one side Both
15-S $235.00 10, one side Both
20 $262.50 10, one side Both
20-S $272.50 10, one side Both
30 $940.00 28, both sides 10 in.
(1] $550.00 28, both sides 10 in.
100 $650.00 14, both sides 10 in,
191 $1495.00 14, both sides 10 in.
192 $1745.00 14, both sides 10 in.
193 $1995.00 14, both sides 10 in.
900 $105.00 10, one side Both
1000 $122.50 10, onc side Both
C. i >991 $325.00 10, one side Both
Columbia 990 $275.00 10, one side 10 in. only
Crosley Combination  $222.50 9, one side 10 in. only
Senior $815.00 32,bothsides 10 in. only
Concertrope . ;ior $645.00 23, both sides 10 in. only
Deca Disc 99K $599.00 10, one side Both
175K $650.00 10, one side Both
90K $509.00 10, one side Both
37 Comb, $499.00
29 $359.00
15 $295.00
Link Senior $850.00 10, selective Both
Junior $295.00 10, selective 10 in.
Sparton 235 $280.00 12, one side Both
Stewart- Automatic— Bezso0 7
Warner Combination 84?1?)?)0 24, both sides 10 in. only
%t;ﬁl::)l;erg No. 14 $645.00 12, one side Both
Western Selectraphone 8, selectivity 10 in,
El i Selectraphone
ulectr Combination 8, selectivity 10 in.
MD No. 50 1-15, hoth sides 10 in.
WMD No. 50A 1-15, both sides 10 in.
WMD No. 51 1-15, both sides 10 in.
WMD No. 51A 1-15, both sides 10 in.
WMD No. 60 1-15, both sides 10 in,
WMD No. 60A 1-15, both sides 10 in.
WMD No. 61 1-15, both sides 10 in,
WMD No. 61A 1-15, both sides 10 in.
WMD No. 70 1-15, both asides 10 in,
WMD Uo. 70A 1-15, both sides 10 in.
WMD No. 71 1-15, both sides 10 in.
WMD No. 71A 1-15, both sides 10 in.
WMD No. 80 1-15, both sides 10 in.
WMD No. 80A 1-15, both sides 10 in.
WMD No. 81 1-15, both sides 10 in.
WMD No. 81A 1-15, both sides 10 in.
Combination
Automatic
10 in, only

No. 75

$375.00




The Last Word

Atwater Kent Convention

81 Distributors at Philadelphia
to Discuss New Compact Reeeiver

Eighty-four Atwater Kent radio dis-
tributing erganizations from all sections
of the country assembled at the Bellevue-
Stratford Hotel in Philadelphia on March
19 ard 20 to participate in what turned
out to be one of the most enthusiastic Al-
water Kent conventions held in a number
of years. The outstanding highlight ot
the two-day sales conference was the an-
nouncement by A, Atwaler Kent of the
new compact with the pentode tube in a
compact super-hetcrodyne circuit.  The
set was announced as priced to sell, com-
plete with tubes, at $62.50.

At the end of the convention, optiknism
over the coming selling season was ram-
pant. and it was the expressed opinion
on all sides that Atwater Kent merchandise
would reach new heights of consumer
demand,

The entire first day of the convention,
after its formal convening by J. W.
Hitchcock, assistamt general sales mana-
ger, and the opening address by F. E.
Basler, general sales manager, was devot-
¢d to ar open forum discussion among
distributors, led by Mr. Kent. During
Mr. Kent’s mrst appearance on the ros-
trum he presented the new Compact Mod-
el 84, and explained its various features.

Mr. Basler opened the second day of
the convention by introducing David
Bauer, advertisng manager ,who present-
ed the opening cumpaign to be released
on the new compact, and discussed adver-
tising and dealer helps gencrally. He
was followed by Ray Durstine, of the
Batton, Barton, Durstine & Osborn Ad-
vertising Agency, who followed along the
same lines of discussion as the preceding
speakers, amplifying his remarks and de-
tailing various phases of the advertising
campaign.

At the beginning of the afternown ses-
sion, Mr. Basler introduced P. A. Ware,
sales promotion manager, who presented
initial sales promotional pluns in sup-
port of the new Compact Model &4, and
also stressed the rich markei opened up
by the new Atwater Kent Centralized
Control  Multiple Speaker Equ'pment.
Leon Charbonnier, service manager, fol-
lowed Nr. Ware. and briefly and concise-
Iy explained the technical pnases of the
new pentode super-heterodyre circuit as
used in the Golden Voiced Compact, and
also touched on ceriain technical aspects
of the multiple speaker equipment.

The next speaker, Mr. Hert Dowden,
Atwate~ Kent Territorial Supervisor.
presented an interesting ana.vsis of what
had been accomplished in one particular
distributor’s territory in comnection with
the sale of the multiple speaker equip-
ment.

The last spesker of the Corvention, in
treduced by Mr. Basler, was Richard W.
Lawrence, president of the Bankers Com-
mercial  Security Company. Mr. Law-
rence in a short and eminently able ad-

dress, incelligently traced the business
curve of the past eighteen months and
adduced conclusive evidence in his conten-
tion that prospects for the ceming year
looked immeasurably brizhter. Mr. Law-
rence retired to the accompaniment of
tremendons applause from the assembled
distributors. The Convention was then
formally adjourned by Mr. Basler.

The Convention was managed by Rob-
ert Stroud of the Atwater-Kent Cbmpany.

Stromberg-Carison Earnings

Radio Is Now 699 of the Company’s
Business, with Telephone only 409

The annual report of the Stromberg-
Carlson 'Telephone Manufacturing Comi-
pany, Rochester, N. Y, for 1930 shows
net earnings of $669,703.20, equal, after
paying $65,000 of dividends on its 10,000
referred shares, to $2.21 a share wn its
273,280 commen shares. This compares
with & net of $1,07¢,055.58, or $3.74 a
share earned in 1929,

Besides the 6, per cent dividend on
iis preferred shares, the company paid

01O OO

A{k Us!

HENRY TATRO
Coneral 5tore

Parewll, R

Hurrisviile, %.L.
Yurch 11,16%1

mhe DlRin,e Mechi'e unc 3eéio Jourmel
1941-2 Brunc t'entrul Twroinel
Few vork, MN.¥.

entdemen:

1 heve been Ye:éing your wonleT a. oagssine,
he Telking AM: chine sne Redic Joo~nal, ent
AuYe gOtloD Ruite & fow ,5000 soggeriicns “Tom
1% and will bu very gra‘wful for a fow mors
tha* 1 am wriilre to0 &tk you tboms.

1 us trying to get my rsoio lines in order for
1937 und would welpoome any suggertiona yoI oen
uske 30 helj me. 1 try $¢ bancle only tixse
mekot 0f Tacbo aoh yenr. In 19Z0 I hendlet
Jennrt 1 Kloutrio, Bosob end Philco redlos. I
aa tninking of ¢ opping one of these end trying
to et Mejo.tic or the ecith live. Will

you pleases xive e any ugze:tiocs that wild
Theip mo? Aleo please ecvipe we conoerning
Yoi*iguTelors aDd one o- two good lines that
wo abn 8011,

Very truly yeurs,

?2.»«/:7 a tro

1 :4 77 3

Every month we recelve and answer
hundreds of letters like this. Ask

Ls!

$1.00 regular and §37)% oxtra, or $372-
014.12, oa its com:mon shares, ané had re-
maining a net sddition to surprlus for
the year of $234371.44 'T'his addition to
surplus increaces the book value of the
common shares $.85 a share, to a total
book va‘ue of $04.57 a share.

The cempany's dividend cn its common
shares has increased from $1.0C regular
and §.12% extra in 1927 and 1928, to $1.00
regialar and $.28 exira in 1929. and to
$1.00 regular and $.37% extra in 1930.

Current assets, as of Deceambver 31, 1930,
amount to ¥5,823,339.85, as against cur-
rent liabilities of %1,415, 184.06, a ratio
of £1 to 1.

The company entered radio actively
about seven vears aga. While its tele-
phane sales during thas seven-year period
have averaged the largest im its history,
its radio sales have gradually grown to
the point where they have more than dou-
bled the company’s opportunity for vol-
ume and profit. Of 1930’s volume, 60 per
cent was radio business and 40 per cent
telephone business.

The company has been uruswally suc-
cessful in prov ding contriwous employ-
ment for its workers. The drop in vol-
umre which occurred during the last half
of 1930 made employment conditions very
dificult. but the company has succeeded
in providing at least three days of work
per weck throughout the fall and winter
fox the major part of its employees.

C. E. Carpenter Heads
Philco Tube Division

C. E. Carpenter has been appointed
manager of the tube amd dry battery
dirision of Philco. His headquarters will
be at Philco’s main oflices in Philadelphia.

He will supervire sales of the complete
line of Philco tubes and the just-aa-
nounced Philco dry battery. He has been
connecied with the company for thirtern
vears, starting as assistant to the secre-
tarv and working up through the ranks
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Nicholas RCA Sales Manager

and Victor

RCA

Brings Many Important Promotions

Announcement has just been made of
the following promotions and appointments
in the sales and advertising stafis of the
RCA Vietor Company, in Camden. E. A
Nicholas, formerly head of the distributing
company bearing his name, has been ap
pointed general sales manager in charge of
all sales exeepting the foreign field, anc
succeeding H, C. Grubbs, resigned; Ernest
H. Vogel, formerly manager of Radiola
sales, has been promoted to manager of
domestie sales; Pierre Boucheron, who for
eight years was advertising manager of the
Radio Corporation of America, and later in
charge of the Atlanta district office, has
been appointed manager of advertising and
sales  promotion; L. W, Yule, formerly
Pacific Coast district manager, has bcen
made assistant manager of domestic sales;
William F. Arnold has been appointed
manager of reeord sales; Walter W, Clark
formerly manager of the record depart-
ment has been placed in chavge of artists
and repertoire; K. M. Hartley is manager
of service department, and B. Aldridge
and A. R. Beyer bhave been placed in
charge of distribution order routine and
general distributor contact.

The new appointments mark the com-
pletion of a reorganization consolidating
the Victor and RCA Radiola Divisions of
the RCA Victor Companv,

E. 4. Nicholas

50 More Dealers Add
Stromberg-Carlson

An increasingly  pronounced swing on
the part of dealers and  consumers  to-
ward quality receivers is one of the out-
standing developments in the radio mar-
ket since the first of the year, according
to a bulletin just issued by the Stromberg-
Carlson Telephone  Manufacturing  Com-
pany, of Rochester, N. Y. This statement
is borne out in two conspieuous ways:

1. Stromberg-Carison  has  accepted
more than 50 new dealers for its
quality products since January 1st
to meet a spreading demand for ra-
dios in the higher price class.

2, The Stromberg-Carlson No. 1t Mul-
ti-Record Radio  (automatic radio-
phonograph combination), priced at
between 3600 and $700, is one of the
company’s biggest sellers,

The Stromberg-Carlson roster of dealers
contains many of the largest radio re-
tailers in this country and Canada which
feature quality merchandising, including
such companics as: Wentworth Radio &
Auto Supply Co.,, Ltd., Toronto, Montreal,
Hamilton; T. Eaton Co, Ltd., Toronto.
Montreal; J. Donat Langelicr, Ltd., Myn-
treal; Acolian Co., New York; Sherman,
Clay & Co.,, San Francisco, Qakland, Se
attle, Portland;  Knight-Campbell  Musice
Co,, Denver, Colorado Springs; Grinnel
Brothers, Detroit, Toledo, Grand Rapids,
Lansing; Edward J. Walt Music Co., Lin-
coln; Edmund Gram, Inc, Milwaukec;
Homer I.. Kitt Co.,, Washington; Otto
Grau Piano Co., Cincinnati; Levis Music
Co., Rochester; €. C. Harvey Co.,, Bos-
ton, Brockton; G. A. Barlow’s Son Co.,
Trenton; Heaton’s Music Co.,, Columbus;
Robelen Piano Co., Wilmington; J. W.
Greene Co.,, Toledo: 1. C. Prange Co.,
Sheboygan; Hunt’s Leading Music 1louse,
White Plains; United Music Co., Brock-
ton, New London; W, J. Dyer & Bro., St.
Paul; Metropolitan Music Co., Minneapo-
lis; Davega, Inc, New York, and Des
Moines Music Co,, Des Moines,

Winslow West Coast
Centralah Manager

Centra! Radio Laboratories, of Milwankee,
Wisconsin, announee William B. Winslow
as their manager of West Coast Sales. Mr.
Winslow  will  headquarter at a  dircet
factory branch at 2119 F. Sacramento, Los
Angeles, California.

Centralab products have been represent-
ed on the West Coast for the past eight
vears by the sales agencey of Spector &
Company  ‘The change to a dircet factory
branch and factory trained salesman has
been fonid desirable because of the in-
crease in radio set manufacturing on the
West Caast and the inmereased variety of
products manufactured by Centralab, These
prodects now include the carbon type of
fixed resistor in a full range of sizes and
resistance values in addition to the many
types of volume controls for which Cen-
tralab has always been well known,

Mr. Wiaslow will teke over the West
Coast territory April Ist and will devote
his entire time to selling Centralab prod-
nets,

Trupar Dealers Meet at the
New Yorker Hotel

New York and New Jersey dealers sell-
ing Trupar electrie refrigerators were
guests of a banquet at the Hotel New
Yorker. New York City, during March,
when the manufacturing company and the
distributors entertained them. 'The affair
cembined  pleasure with some instructive
information about selling refrigerators.

John Wirtz, refrigerator sales manager
of the Sam S, Glauber Co. was toastmaster
for the evening. He introduced Wm.
Meyers, treasurer and sales promotion
manager of Trupar, who gave an interest-
ing discussion of what lay ahead of the
industry. Other speakers included: Mr.
Geyler, vice-president and chief engineer
of Trupar, Mr. Brandt, service manager;
Duke Deringer, of Naedele-Janney; Al
Walker of Trenton; Mr. Burman of
Liberty, New York; Mr. Mills of the Case
Co., Brooklyn; and Milton Goldsmith, vice
presider:t of the Sam S. Glauber Co.

Arthur Bryan Returns
to Montreal

Arthur E, Bryan, who was for many
vears Canadian Trade Commissioner in
Japan and who later resigned from the
Canadian Government Service to become
associated with Louis Sterling as assistant
managing director and vice-president of
the Nipponophone Company, Ltd., Japan,
which is the name under which the Colum-
bia organization is known there, has just
resigned his directorship and is soon re-
turning 1o this side for a few months, Mr.
Bryan will arrive in Montreal the first of
April and friends may get in touch with
him by addressing him eare (Canadian
Chamber of Commerce. Board of Trade
Building, Montreal.

Four New Colonial
Agents

Radio Corporation announces
as manufac-

Coloniat
the following appointments
turers’ agents:

Despres & Jacobs, 25 Warren St, New
York City.

David B, Kopp, 735 Statler Bldg., Bos-
ton, Mass,

Ben Stevens, 3242 No, 17th St., Phila-
delphia. Pa.

1. B. Parke, 303
burgh, Pa,

Seventh Ave., Pitts-

Reopens Refrigerator Plants

Majestie Announces Production Started
and Already Shipments Are Being Made

The refrigerator plants of the Grigsby-
Grunow Company have been fully reopen-
ed and first shipments have heen made.
These grest Northwestsiae plants had been
closed for about three months.

Abouat two thousand people were given
employment and, as production of  re-
frigerators is increased, additional hun-
dreds of uncmployed will be added daily,
When  capacity  produciion is reached a
total of about fifty-five hundred will be
employed 'n the refrigerator plants alone,

*1 am more than pleased that our plants
are again in produetion.” said President
Grigsby, “and we shall push production to
the plants’ capacity as fast as possible.

We have erders on our books from our dis-
tributors and dealers for about one hundred
thousand refrigerators. and this means we
will be kept busy for months.

“Very lttle natural ice was stored the
past winter due to the warm weather, and
as a resull this should be an exceptionally
good year for the electric refrigeration in-
dustry,  Another evidence that business
depression is lifting rapidly is the con-
tinued public demand for Majestic radio
sets.  Usually the radio business drops off
sharply in March, but the month just clos-
ing has been one of the best of the past
vear., Our production of radio sets con-
tinues at above three thousand daily.”




THE Talking Machine & RADIO JOURNAL for April, 1931

Automatics

To automatic phonograph-
radio combination makers:
to go one step beyond the
furnishing of enough records
for the initial toading of the
instrument by giving ticelve
coupons good for two rec-
ords, monthly, in order that
interest may be sustained in
the purchase regardless of
the attitude of the owner.
Another method would be to
include in the original price
of the instrument the value
of these additional ncenty-
four records, with the records
being sent from the factory
by the manufacturer. No cus-
tomer will receive a package
each month without opening
it, which means the insur-
ance of the continuous play-
ing of the combination. Each
method abore has its advan-
tages, the former plan being
to give the dealer a sale each
month, and ir would be a
mighty slow guy who
wouldn’t sell at least one ad-
ditional record each month.
A working plan could be cre-
ated from either suggestion,
and if utilized by combina-
tion makers, is bound to in-
sure interest by the owner as
well as to develop the record
business. It looks to The
JOURNAL as if the hitch in
a faster growing combination
volume is due to putting the
new customer on “his own”
as to continued interest and
record purchasing, and we
believe he must have a “train-
ing” along the foregoing lines
in order to sustain his record
interest. “4 year's Free Rec-
ords” will woerk as an “in-
ducement,” too.

Proudfit Co. Is Majestic

Jobber in Montana

The R. S, Proudfit Company has taken
over the distribution of Majestic radios
and refrigerators for the state of Mon-
tana. Oftices, display rooms and ware-
house have been located in Great Falls,
Montana, Both refrigerators and radios
are on the way and shipments can be
made immediatelv from Great Falls, an-
nounces Frank S Proudfit, vice-president.

S. E. Ely, formerly of Naponee,
Nebraska., has moved to Great Falls and
will be the manager of the new enter-
prise. Mr. Ely has been with the R. S.
Proudfit Company for the past 28 years
and is conceded te be one of the best
business men in the state of Nebraska.

The Montana branch will operate as a
distinct unit from the Linccln Company,
and all of its affairs will be handled from
Great Falls,

Lt
“t

For Testing Pentodes

New Tube Developments Call for
Adapters to Present Equipment

Mang radiomen, who have investments in
radio testing equipment, are interested in
the adaptability of this cqupment for the
new test requirements imposed by the new
power pentode tubes, The new variable
mu tubes will not apparently introduce apy
preblem by way of design limitations n
present testing devices,

In peneral appearance, the new power
pentode tube is similar to the type 85,
there being no top or side terminals. The
base prongs or terminals correspond to
the terminal arrangement of the type 27,
except that the “space charge grid” of the
new tube utilizes the terminal which cor-
responds to the cathode prong of the type
27, The space charge or pentode potential
may be ascertained with present analyzers
or testers in the manner prescribed for
measuring cathode potentials, provided the
meter range connected to the cathode
switch contacts is adequate for accom-
medating the higher space charge poten-

tials. These potentials will probably be
about 250 volts,

The Supreme  Instruments Corporation
has announced to the service trade that the
Supreme Set Analyzer is adaptable with-
out modification for measurements of all
potentials  involved in the new power
pentode tubes. This adaptability is auto-
matically provided by the switching ar-
rangement which permits the optional con-
nection of any range of the meter across
any tube cireuit; so that cathode or power
pentode potentials may be read on meter
ranges of 3, 9, 30, 90, 300 and 900 volts.
The power pentode tests will best be ac-
commodated on the 300-range,

Adapters arc being furnished for all
Supreme tube testing devices, so that these
may be immediately adaptable for the new
power pentode tests. The average tube
test reading of the new tubes will be pub-
lished by the Supreme Instruments Cor-
poration as soon as available for the in-
formation and guidance of all concerned,

Columbia-Gramophone Merger
Two Largest British Record Companies

Merge, with RCA Holding 279, Interest

After three years of periodic negotia-
tions the contemplated merger of the
Columbia Graphophone Co., Ltd., with the
Gramophone Co., Ltd, the two foremost
phonegraph companies in Great Britain,
crvstallized into fact. A mew company is
te be formed, with a total capitalization
close to $30,000,000 to purchase the entire
issued capital of both firms by an exchange
of shares, this new company to have a
status. abroad on a par with that of the

Radie Corporation of America in the
U. 8. A 279, interest in the consolidation
will be owned by RCA, which will ex-

change technical information and patents
with its British parallel. 'The merger brings
the British-owned Columbia company under
RCA's wing., The Gramophone Co., Ltd.,
is a subsidiary of RCA and RCA also con-
trols its American parent organization, The
Vieter Talking Machine Co.

Alfred Clark, chairman of the board of
the Gramophone Co., and Louis Sterling,
manoging director of Columbia, made the
announcement of the consolidation plan

Electrie Carillon Is

Demonstrated in N. Y.

Not so long ago the Theremin made its
appearance as the precursor  of the clee-
trical instruments that will entrance the
music lovers of tomorrow, and late last
month the electrie carillpn, the newest
musfeal device of the futuristic school, was
heard at the engineering suditorium of the
New York Eleetrical Society.  Developed
under the supervision of C. J. Young, of
the RCA Victor Co., Inc. the new device,
which, it is said, achieves a volume louder
than the famous bells of the Kremlin as
well as a whispery tinkle, was presented by
Pr. Alfred N, Goldsmith, vice-presidemt
and general engineer of RCA, who coined
a phrase for the instrument: “a flexible lion
which can be made to sound like a lamb.”

Mr. Goldsmith’s address dealt with “The

from London. Xach company before the
merger will pay a dividend of three shill-
ings a share, less tax, on ordinary shares,
it is said. The combined issued capital of
the two firms is $24,614,355, the Gramo-
phone Co.s capital totals $16,700,000, of
whielh only $500,000 is in preference shares
and the remainder in ordinary shares, and
Columbia’s capital is $7,914,355, of which
S1.500,000 is one pound preference shares
and the remainder is ten shilling ordinary
shares,

The familiar trade-marks of the two
companies will not, it is expected, be af-
feeted by the merger. It is understood
that “llis Master's Voice” and the two
music notes forming Columbia insignia are
to continue to be used sceparately. The
merger does away with duplication and
while the retention of the trade-marks in-
dicates competition still in future the or-
ganizitions will not find it necessary to
record the same works and this outcome
alone means savings of no small stature.

Assets of the two companies were $4,-
316,000 on June 30, 1929,

New Music of Electric Vibrations.” *I'he
Musical score of the future,” he said, *will
require new symbols and new instructions
before it can be successfully used by the
musicians of those remote days. Most of
all the new electric music will require a
new group of great composers capable of
fully utilizing the capabilitics of emotional
expression  contained in eleetric  musie.”
The viectric carillon consists of a series of
small steel chimes, which, when struck by
tiny clectric hammers actuated by a kcy;-
hoard like that of a piano, produce tiny
tones, the pianissimo or forte tones being
produced from the small electric vibrations
that come from the tapping of the steel
chimes.  Amplified a million fold by a
vacuum tube amplifier, these fechle cur-
rents are made gigantic and are reproduced
trom a church tower or from a giant loud
speaker.
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Clarion Distributors Meet

New Pentode Models Featured at
Convention of TCA Distributors

Clarion jobbers throughout the coun-
try attended a two-day conference, March
22 and 23, at the Graemere Hotel, in Chi-
The distributors were shown the

cago.
new Clarion models which incorporate
Pentode high-gain super power tubes,
automatic volume control, variable-mu

tubes, and full vision dial.

The convention was opened by Mr. Si-
ragusa, who informally extended a hearty
welcome to all present and briefly de-
fined the purpose of the mneeting. James
A. Delaney, director of finance, officiated
as chairman and introduced W. Irving
Bullard, vice-president of Central Trust
Company of Illinois and a national au-
thority on economics. E. J. Doyle, vice-
president in charge of engineering, ex-
plained the technical features of the new
Clarion line and related what the new

$3,000,000 Majestic
Bonds Subscribed

I'hree million dollars of the $5‘,0.00,000
six per cent bond issue of the Grigsby-
Grunow Company recently approvgd by
stockholders has been subscribed for l?y'
creditors of the Majestic Household Util-
ities Corporation, now consolidated wx.th
Grigsby-Grunow Company, and by dis-
tributors and stockholders of the parent
corporation, according to Don M. Comp-
ton, vice-president and general manager.

“At the close of business last night,
Grigsby-Grunow Company had a cash
balance of one and one-half million dol-
lars,” said Mr. Compton. “With the suc-
cess of the refinancing program now as-
sured,” he said, “company has rcopened
the refrigerator plant, and the for\val:d
departments of the refrigerator are in
production. We are scheduled to start
turning out finished refrigerators on Mon-
dayv, March 3lst,

“Sales of radio scts by distributors to
dealers showed an increase last week for
the fourth consecutive week. Production
of radio sets continues at 3,500 daily.
Sales on radio sets and tubes for the
month of March will run between three
and three and one-quarter million dol-

lars.”

Dick Practises for St. Moritz

“Big Dick” Smiley, well-known Ken-
Rad sales manager, has taken up ice
skating since he moved to Kentuck){, and
is rapidly reaching a point of doing a
mile in quicker than that. Recently his
friends gave him a pair of golfl-pla}ted
skates, tested for 1500 hours, and it might
truthfully be said that Dick is now cut-
ting a big figure on ice.

Soule Sales Manager
Radio Master

George Soule, formerly with the Pacent
Electric Company, Inc, and the Pacent
Reproducers  Corporation, as  general
sales manager, has resigned to accept the
position of general sales manager of .the
Radio Master Corporation of Bay City,
Michigan.

circuit and new tube arrangement meant
to radio distributors, dealers and pur-
chasers. Joseph H. Finn, first vice-presi-
dent of McJunkin Advertising Company,
outlined TCA’s national advertising plans
for the coming season. E. J. Dykstra,
general sales manager, presented the new
models and commended distributors’ or-
ganizations for their splendid work dur-
ing the past year in making Clarion a
leader in the industry,

Other speakers were Edward J. Mer-
rin, and the following officers of Trans-
former Corporation: J. J. McCarthy, vice-
president in charge of production; C. J.
Callahan, director of advertising; L. II.
Ragsdale, assistant sales manager, and
E.'S. Fisher of the sales department, and
R. M. MacGregor, service manager.

McCarthy

Sylvania Sales Head
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MIDGET CONSOLE PRICES.

Looking over Detroit news-
papers for the past three
months, it is noticed that all ad-
vertising on console radio sets
for October was in the vicinity
of $89.50, complete with tubes:
November, the average on con-
soles was about $69.50; Decem-
ber, the low mark was $39.22;
January, low mark was $29.75.
These prices are for consoles,
not midgets.. No ovne in The
JOURNAL office dares to fig-
ure the midget prices from De-
troit newspaper advertising.

Popular Executive, Experienced in
T'rade, Made General Sales Manager

The sales activities of the Sylvania
Products Company are now under the
direction of E. II. McCarthy, whose ap-
puintment to the position of general sales
manager has just been announced.

Mr. McCarthy has had twelve years'
experience as a sales executive in  the
phonograph and radio business. His first
position in this capacity was with the
Columbia Phonograph Company. lle later
organized the Royal Line Sales Corpora-
tion, wholesale distributors of phono-
graphs, radio, and accessories throughout
New England,

e was immediately offered, and ac-
cepted, the position of vice-president in
charge of sales with the Symphonic Sales
Corporation, manufacturers of reproduc-
ers, speaker units, radio cabinets, and
other accessories,  In this connection Mr.
McCarthy organized a national selling or-
ganization, appointing representative job-
bers throughout the country.

Weisser on Pacifie Coast
for Atwater Kent

I. E. Basler, general sales manager of
the Atwater Kent Manufacturing Com-
pany, announced the appointment of
Charles O, Weisser as Pacific Coast di-
visional sales manager of the company.

Mr. Weisser is a well-known figure in
the radio industry, having been connected
with the Atwater Kent Company for sev-
eral years in various sales capacities.
Most recently he has held the position of
territorial supervisor in the Boston area.

Tom White Prepares
for Trade Show

A post card received from Thomas A.
White, from l.eipzig, Germany, shows a
barrel of wine in the Aucrbachs Keller,
which probably implies that this is a spot
for drinking wine. Tom says this barrel
of wine is being brought over for visitors
at the Jensen Speaker booth, at the R, M.
A. ‘Trade Show, in June. Tom probably
means he is going to bring it over in him-
self.

In July, 1928, with the entry of the
Grigsby-Grunow Company into the radio
set business, Mr. McCarthy supervised the
Eastern activities of Majestic for almost
two years. Ile was then promoted to he
general manager of the New England dis-
tributing business, where he  established
an enviable merchandising record.

He cxpresses himself as “very much
pleased at the prospect or returning to
the National Market, and extremely hap
py in the new connection with Sylvania.”
With his years of successful tube-mer
chandising in New England as a back.
ground, he Jooks forward to the incor-
poration of several iried and proven sell-
ing plans in his Sylvania merchandising
program. lIle is already hard at work.
making plans for a merchandising cam-
paign which will assure Svivania a con-
tinued share of the substantial market
presented by tube replacements.

Westinghouse Dealer Uses
Intensive Tie-Up

A great tieup was recently promoted
by the Westinghouse dealer at Stamford,
Conn., Arthora, Inc, who not only had a
window display of the Westinghouse
Columaire, but they exhibited a Colum-
aire at the Palace Theater near by the
store, and at the same time induced the
manager of the theater to run a motion
picture slort, featuring the Columaire in
the Mammoth Cave, Kentucky, getting
broadeasting from New York. This three-
angle tieup showed an alertness on the
part of this Westinghouse dealer that is
worthy of admiration throughout the
country.

Fada Appoints New
Research Engineer

Frank Andrea, president of the FADA
Radio Company, has announced the ap-
pointment of Charles J, Ilirsch to the
staff of the FADA research luboratories.
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MINNEAFOLIS “OPEN™
FOR MANUFACTURERS!!!

An established manufacturers agent in the
Minneapolis trade territory is seeking a new
line.
He has had ten years selling experience in this
territory entirely with the music and radio
trade. Has close personal friends and acquaint-
ances (retailers in all lines) in every worth
while trading point in this section
W ll give consideration to any line of merchan-
dise that will make a profit for the dealer—no
“Fly by Night” unestablished promotional
schemes will be considered.
Can show a fine record of accomplishment.
Address:—
Post Office Box 746
Minneapolis, Minn.

YOUR BUSINESS
WANTED *IRISH RECORDS

. 5 9
Where Will It Be in 1940 Any make—old and new recordings. Also in

Leaders of the Radio Industry Tell You in the market for a large quantity of *VICTOR
PHONOGRAPHS.

R A D I O AND ITS We Pay Cash—Worite or Wire
FUTURE PETER J. BLUM
350 East 78th Street New York City

Twenty-nine of the best minds in the radio
industry have collaborated to give an authori-
tative picture of the prabable development of
the radio industry as a whole. What the lead-
ers are thinking, what they expect of the
future, and how they are making plans to meet
that future is of immense value and interest
to you in your business.

David Sarnoff, President of the Radio Cor-
poration of America, tells of the art and in-
dustry of radio. Frederick A. Kolster dis-
cusses the laboratory and factory. William
C. Grunow, Vice-Presicent of the Grigsby- "
Grunow Co., explains radio production. O. H. : HN :
Caldwell, former Member of the Federal Radio UNIT
Commission, outlines future markets.

In addition to presenting the commercial
side of radio, the book also delves into broad-
casting, communications, regulatien and I i ‘\“ |
scientific aspects, including the development of X i i ” D. W. MAY, INC.

. MAY
television. RADIO CORP. : Il 393 New St.

. . e Newark, N. J.
Price $4.00 893 New St. ‘W\‘\M:; et

N K N.J sole Distributors in

. . ewar J. Northern New Jerse

Price Quoted on a Cash-with-Order ) t
Basis Only.

DISTRIBUTORS OF

i If HMWHH

Sole Distribntors in and Staten Island of
Northern New Jersey Philco - Transitone

and Staten Island of Auto Raqio. and
Philco Radio Philco Tubes.

MAY D. W. MAY, INC.
DISTRIBUTING CORP. 34 . 36 W. Houston St

122 Bleecker St.,, N. Y. C. N.Y.C

Scle Distributors in Manhattan
Sole Distributors in Manhattan and Brooklyn of Philco-Transi-
and Brooklys of Philco Radio. tone Radio. and Philco Tubes.

MAY DISTRIBUTORS, INC.
351-353 Adantic Ave., Brooklyn

Sole Distributors in  Brookiyn, Queens,
Nassau and Suffolk Counties for Philco
Radio

Book DPepartment

Talking Machine & Radio JOURNAL
3941 Grand Central Ternnnal, New York, N. Y.

Plezse Seml Me "Radio and Its Future,” for which I
enclose my check for $4.00

NavE
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Variable Mu Tubes
Types 551-235

Described by CeCo

As a result of close cooperation between
the sct manufacturers and radio tube en-
gineers, two new screen grid tubes are
offered which are a deeided improvement
over the 224 screen grid, 'The Variable
Mu tubes are designed primarily to reduce
cross modulation and modulation distor-
tion in radio frequency amplifiers. The
result has been accomplished by a change
in the grid voltage mutual conductanee
characteristic,c, The constants of the 551
are such that this tube can be used, with
very slight changes in some cases, in cir-
cuits designed for the commonly known
screen grid tube, type 224. The 235, how-
ever, has distinctly different characteris-
tics, which require extensive changes in
the receiver design.

: i
TYPE 551 VARIABLE MU
CHARACTERISTICS

Filament Voltage, 21/2

Filament Current, 1.75

Plate Voltage, 180

Screen Voltage, 90

Grid Voltage, —3

Plate Current, 5.3

Screen Current, 1/3 of plate current
Plate Resistance, 400,000 ohms
Mutual Conductance, 1,050

APPROXIMATE INTERELECTRODE
CAPACITANCES

Grid to Plate, .010 uuf maximum

Input Capacitances, 5 uuf

Output Capacitances, 10 uuf

OVER-ALL DIMENSIONS
Length, 411/16 inches to 51/4 inches

Diamecter (Maximmum), 113/16 inches
Cap, 0.346 to 0.369 inch.
Base, UY

Socket, UY

TYPE 235 VARIABLE MU
CHARACTERISTICS

Filament Voltage, 2.5 volts

Filament Current, 1.75 amperes

Plate Voltage, Recommended, 180 volts

Screen Voltage, Recommended, 75 volts

Grid Voltage, —1.5 volts

Plate Current, 9 milliamperes

Screen Current, not over 1/3 of plate cur-
rent.

Plate Resistance, 200,000 ohms (approx.)

Mutual Conductance, 1,100 micro-ohms

APPROXIMATE INTERELECTRODE
CAPACITANCES

Grid to Plate; .010 uvuf, maximun
Input Capacitance, 5 uuf
Output Capacitance 10 uuf

OVER-ALL DIMENSIONS

Length, 411/16 inches to 51/4 inches
Diameter (Maximum), 113/16 inches
Cap, 0.346 inch to 0.369 inch.

Base, UY

Socket, UY

Jordan Joins Gulbransen

Announcement is made by the Gulbran-
sen Company that E, J. Jordan will han-
dle the distribution of both Gulbransen
pianos and Gulbransen radios in Califor-
nia, Oregon, and Washington.
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Pentode Tubes

Described by Arcturus

The purpose of the pentode, in compari-
son to triode power output tubes, is to
provide a tube having a high mutual con-
ductance, and a high power sensitivity.

Because of its high power sensitivity,
the pentode delivers an output of 2.5
watts with 117 volts input, as compared
to the ’45 triode, which delivers a axi-
mum output of only 1.6 with an input of
35.% volts.  This factor permits the op-
cration of the pentode at maximum out-
put, directly from the detector tube,

The amplification factor of the Type
P7Z Pentode is 93, as compared to 3.8
with 45 power output triodes, Both of
these factors increase the amplification
sufficiently to obtain maximum power out-
put with a single af. stage, as compared
to the usual two stages.

The characteristics of the Arcturus Type
P7Z Pentode are:

Filament voltage, 2.5 volts,

Filament current, 1.5 amperes.

Plate voltage, 250 volts.

Plate current, 32.5 volts.

Central grid bias, 16.5 volts.

Space charge grid potential, 250 volts.

Space charge grid current, 7 milliam-
peres.

Cathode grid potential, 0.*  (*As the
space charge grid is conneeted to the cen-
ter of the filament, the potential is sub-
stantially zero.)

Plate Impedance, 38,000 ohms.

T'ransconductance, 2,500 micro-ohms.

Amplification factor, 95.

Power output, 2.5 watts.

The pentode, it is stated. is four times
as  sensitive as the 45 power tube,—a
property of no small economic importance
when considering output, detector  over-
load, and per-amplification,

Majestic Tie-Up Is Put
Over with Druggists

A hugely effective tie-up between Ma-
jestie dealers of Jersey City and the 18

local  drug stores of the Independent
Druggists’  Alliance is an  outstanding

stunt now being put over by North Ward
Radio Co.,, Mauajestic wholesalers.  First
prize in the city-wide contest is a Majes-
tic No. 22, featured widely in cach drug
store and in the local newspapers in con-
nection with the largest sale of drug store
merchandise  ever  conducted in Jersey
City.  Besides two full pages of  ads,
there were #3000 broadsides  distributed,
and the presentation of the Majestie set
to the winning contestants will be made
at the local Fox Theatre,

North American Sales Co.
Buys Sparton Parts

Sparton replacement parts can be pur
chased only through The American Sales
Co, New York City, according to 8. Klep-
per, firm head, who recently concluded a
deal with the Sparks-Withington Co. Jack-
son, Mich,, whereby he obtained all the
transformers, condensers, three-volt Sparton
tubes, resistances, chokes, ete. A< Sparks-
Withington is concentrating on the pro
duction of its new line, Messrs, S. and H.
Klepper saw the opportunity for purchas-
ing the Sparton parts inventory.

14 Carloads of Tubes in
23 Days

. AL Tracey, vice-president of National
Union Radio Corporation, issued a state-
ment recently which would indicate that
the vacuum tube business is distinetly on
the up grade.

“In the past 23 days,” says Tracey, “we
have shipped fourteen carloads of Na-
tional Union tubes. Our factories have
been working on an overtime schedule for
several weeks, and have been unable to
aecumulate a warchouse stock in excess of
immediate demand. We are most assured-
Iy in an optimistie fraine of mind regard-
ing the business outlook for the balance
of this year., We feel that the present
situation bears out a statement we made
eleven months ago, when we aequired
the services of Dr. R, E. Myers and his
staff of technical aides, to the effect that
business would naturally flow in the direc-
tion of the manufacturer who made a
uniformly precise product.”

The carload shipments made have been
to manufacturers of radio sets who are
using National Union tubes as standard
equipment.

Let Us Prove It

Dear Glad:

What 1 think, is that the National and
Columbia  Broadcasting  Company  have
darn little consideration for the radip re-
tail shops and salesman who have built
up. largely the audicnce of listeners, to
make it possible for themn to charge the
pretty penny that they do, for advertising,

What 1 think, is that they should ad-
vise every station hook-up to identity
themselves, at least, every ten minutes
and give the salesman a chance, when on
a sale tryving to demonstrate the selec-
tivity of a set.

Manufacturers have spent millions of
dollars telling the people about selectiv
ity and when the set is on demonstration,
there is no way to prove it.

“Something  ought to be
this”

done  about

Yours truly,
ZERWECK’S

S. K. GERHARDT.

New Zenith Distributors

AT Haugh, general sales manager
of the Zenith  Radio  Corporation, an-
nounces that the following new distribu-
tors have been appointed to exclusively
sell Zenith and Zenette radios and Zenith
tubes:

Adirondack Radio Corporation, Albany,
N. Y. exclusive distributors for eastern
New York.

Auto Equipment Company, Omaha, Ne-
braska, has been appointed to serve the
state of Nebraska.

Benamin Fisch, Newport News, Va,
will operate in Newport News, Va, and
adjacent territory.

Star Radio Company, Richmond, Va,
will operate in Richmond and adjoining
territory,

W. Reid New Universal
Salesman with Wilson

W, Reid is the latest addition to the
staft of Landers, Frary & Clark salesmen
working with E. M. Wilson & Son, in
Northern New Jersey, in the merchandis-
ing of the Universal line of appliances.
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THE TRUE STORY OF AN AMAZING 11 MONTH

RADIO TUBE RECORD!

Unknown 11 months
ago, TODAY The National Union
Tube is Standard Equipment
in more sets than any other.

Dr. R. E. Myers
Vice-Presidentin charge of Engineering

TO THE RADIO TRADE: This is a true
story of success. Amazing success. Rapid...
but built on the firm foundation of perform-
ance and acceptance. It's the story of how
in 11 short months the National Union Tube
came from out of the mass of unknown
independent tubes and is now Standard
equipment in more sets than any other tube.

It was in March, 1930, when National Union
brought out their first tube. It wasa tube that
wasdesigned to be the finest tube that money
could buy. The finest group of engineers had
been assigned to produce it. And produce it
they did. Thanks to the genius of Dr. Myers
and his staff, the fifteen experts who had
been his assistants at Westinghouse.

And now at the end of only eleven short
months National Union has reached an en-
viable position in the radio tube industry.

Proof of this lies in the factthat set engineers

have approved National Uniom Tubes as sat-

isfactory equipment for their sets.

Such an acceptanceis the result of a product
of unusual excellence, fair policies and vig-
orous sales assistance. Does not the 11
menth record of National Unicn assure a still

greater year in 19317
\ This is the Tube Set Manufacturers select
for their sets upon which their reputations
and fortunes depend. You should know
about it. 1f vou have not inwestigated this
exceptional quality tube you should by all
means do so at once. Write fo us today.
PENTODIE TUBES—Have you seen the new National
Union Pentode Tubes? They have performed amaz-
ingly in laboratory tests. AN tests indicate that our
\ engineers have perfected a Pentode Tube that is su-
perior not only fo former American style Pentodes but

L also the European creation:. Ask your represent-
ative to show samples of the new

IS National Union Pentode.
Pﬁ . "\,-" : .

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

To secure the best service to vour reply. he sure to mention  [SEREIELIE
RADIQ JOURNAL




60

THE Talking Machine & RADIO JOURNAL for April, 1931

what do you think?

Here is the radio and music trade’s arena of controversy, where anything (nearly) can be said on any subject witheut even being

shot at. What is your “pet” aversion or your opinion on a trade topic?
is the space

All dealers have a certain number of problems, and here

in which to discuss them. Editor—The Journal.

Whose Monkey Wrench?

Dear Glad:

We are subscribers, and have been for
some time, to the Talking Machine &
Radio Journal, and from time to time
have been quite interested in reading your
editorials entitled, “As We See The Busi-
ness”.

We are just in receipt of the February
issue, and from reading same we will say,
“No, the radio wholesalers are not con-
tented to run things like war scouts, each
one strictly on his own individual merits
and please remember that 1 am writing
you strictly from a Western Canadian
condition, in a Province where it takes us
over 16,000 miles to contact the 880,000
people in this DProvince, making the cost
of marketing radio very high.

It is not the wholesalers or the retail-
ers that have been continually throwing
the monkey wrench and a couple of steam
rollers into the radio marketing ma-
chinery, as 1 will try to show you.

First, 1 will say that it has been toc
much of the iron hecl on the part of the
manufacturers towards the jobbers, each
manufacturer for himself springing at the
throat of the other manufacturers, trying
to outstrip each other in sales volume by
first many of them doing their utmost to
overload the jobber, and arfter they have
loaded the jobber to the gunwhale until
he can’t take any more radio merchan-
dise, and then many of the manufacturers
selling the rest of the stoek on hand wher-
ever and at what price they could obtain.
This is exemplified in your editorial.

The result is that 1 am not surprised
al that part of your editorial in which
vou state “the manufacturers are nod-
ding their heads.” 1 believe that the very
best thing that can happen the manufac-
turers is to invite them to cut out the
jobber and go direct to the dealer, and
give them a taste of the grief and loss
that the jobber has heretofore experi-
enced,

It is true that some of the radip manu-
facturers can go direct to the retailers
and get a considerable volume of busi-
ness, especially in congested arcas.

I would also like to point out that some
of the manufacturers who scll their prod-
ucts to jobbers in Western Canada, also
seem to think that it is ethical and prop-
er for them to also sell their merchandise
to mail order houses, who have no regard
for the maintenance of price, and who
also sell on time without interest, and cut
the heart out of the price, and still those
manufacturers seem to think that the job-
ber should still be loyal to them after
cutting their throat.

THE RELATION OF JOBBER’S BUY-
ING PRICES TO THE EVER IN-
CREASING DISCOUN'TS 'TO THE
RETAIL DEALER

We commenced to distribute radio as
jobbers in 1925, From 1925 up to the
present time, the average jobber’s buy
ing price has been and stili is 50 and 10
and 5%. and 50 and 10 and 5 and 5%,

whereas the discount to the retail dealer
in our territory were as follows:

In 1925—30%.

In 1926—331/3%.

In 1927—385% and 35 and 5%.

In 1928—35 and 5% and 40%.

In 1929—409% and 40 and 5%.

In 1930—40 and 109% up to as high as
50%.

And they still expected the jobber to
maintain an A No. 1 service department
with a staff of experts on that margin of
profit.

In other words, Mr. llenderson, you
know as well as we do that the troubles
of which you speak, in order to be elimi-
nated, that the correction should start at
home—the source of supply, and that’s
with the manufacturer. If the very few
manufacturers at the present time who
amount to anything in radio, cannot get
together and agree on a list price so that
they can make more money than they are
making, and at the same time give thc
jobber a longer discount so that he can
at least play even and make a little
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