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Personal
Portable
Radio

To Retail for Ac- i

52995 0 and

LESS BATTERIES BATTERY

You know the tremendous appeal of Jewel’s Pixie Portable
battery radio, the most-copied radio in the industry. Now here’s
Trixie, the 3-way, personal battery-powered and A.C.-D.C.
plug-in model, combining all of the Pixie’s features, plus

many additional ones. Here’s terrific sales appeal, unusuc!

| Fitting companion to the sensational
“Pixie" the whole industry is

talking about!

performance and lasting quality combined to provide
PROFITS to sales-minded dealers.

JEWEL RADIO CORPORATION |D!STRIBUTORS!

We have a limited number

583 Ave. of Americas, New York 11, N. Y. | of disiributer and dealer

territaries open.
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FOR 17 YEARS ?ﬂ&b pea/%d ‘
(as well as the public) ﬂwg ,Ja(d' o

en there's a choice —

u

IT’S happening again—now that cus-
tomers can get what they want. They are
choosing again the brand they have
trusted for 17 years to give the utmost in
value p/us years of service and satisfaction.
They are choosing Pbilco today by the
widest margin in history.

Radio Dealers, too, are sitting in the
driver’s seai again—able to buy and sell
as thev choose—able to concentrate their
efforts where they will yield the biggest
results—on Philco.

Yes, on Philco, the line that is easiest
to sell . .. that is in the greatest demand
. . . that gives the dealer the biggest turn-
over in dollars invested . . . that gives the
highest average unit of sale . . . that builds

the greatest customer Good Will.

Now. as you plan for 1948, make sure
the way 1s clear for you to capitalize to
the fullest on the overwhelming public
preference for Philco. Build with Philco.
the leader, for profits today and customer
Good Will tomorrow!

P H i I— C O \ /—/;{:;1‘(/4%? (//:/:[z?, //@L7m///: @l@b
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This Month's Cover

Artist Nat Krate captures the
spirtt of Christmas in this
month’s cover. The products il-
lustrated in the globes are in
sharp, modern contrast to the
traditional background. Christ-
mas-is old; our industry thrives
on the new. But at this Season,
the two blend to make life hap-
pier for countless millions.

Suhscribers changing their address should
notify the Subscription Depariment one monih
before the change is to take effect. Both old and
new address must be given. RADIO & APPLI.
ANCE JOURNAL, 1270 Sixth Ave.,, New York
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HOW FARNSWORTH’S NEW

You’re looking at the heart of a Farnsworth
phonograph-radio—the Farnsworth Automatic Record-
Changer P-56MP. Years of dependable performance, of
trouble-free operation—have made it one of your strong-
est selling points.

Now—with an amazing new feature, the Tone Glarifier
—the Farnsworth changer adds a still more powerful
sales clincher.

The Tone Clarifier has three easily-set switch posi-
tions to answer every record-playing need. Set it for old
records—you’ll hear undiminished brilliance. Set it for
new records—still greater dynamic range. At wide-range
position—it reproduces perfectly the highest frequency
recordings available today.

Show your customers how easily it works. Let them
hear for themselves how it banishes surface noise
dramatically, convincingly—even while playing badly
scratched records. They’ll agree that the Tone Clarifier
is one of the greatest improvements ever made in
phonograph-radios.

With this new record-changer-—incorporating:

¢ PRE-AMPLIFIER

e VARIABLE RELUCTANCE PICK-UP

e VIRTUAL FREEDOM FROM “MEEDLE TALK”

e STABILITY UNDER HUMIDITY, HEAT OR COLD
¢ GENUINE SAPPHIRE STYLUS

e HANDY NEEDLE SET-DOWN ADJUSTMENT KNOB

and the sensational new Tone Clarifier—Farnsworth’s
de luxe models are easier to sell—and they stay sold!
Every sale motivates another sale. Each new Farnsworth
owner becomes a “salesman” working for you—telling
his friends that Farnsworth is proof of the fact that
quality need not be expensive.

YOU

SELL

TELEVISION
RADIO
PHONOGRAPH-RADIO

Farnsworth Radio and Television Receivers and Trans-
mitters » Aircraft Radio Equipment « Farnsworth Tele-
vision Tubes « Mobile Communications and Traffic
Control Systems for Rail and Highway « The Farns-
worth Phonograph-Radio + The Capehart « The Pana-
muse by Capehart

FARNSWORTH TELEVISION & RADIO CORPORATION, FORT WAYNE 1, INDIANA
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RAing in the New

® And so another epochal year comes to a close.
Ninctcen hundred and forty seven was, in many ways,
even more eventful than any of the war years. It
marked the almost complete reconversion to civilian
production. The United Nations took some severe
maulings, particularly from our big neighbors in the
East, but they’re still in there punching, and despite
the saber rattling, most informed observers belicve
that World Peace is here to stay if for no other reason
than the fact that another war cannot be risked.

On the home front we're faced with a host of prob-
lems: prices, wages, legislation, taxes. But production
has reached an all-time peak, and economists forecast
years of prosperity. Despite the confustion and bom-
bast emanating from Washington, the year ending was
a good year. In our industry, the predominant com-
plaint was: Give us more shipments.

For the coming year, we at RADIO & APPLIANCE
JOURNAL wish you good hcalth, good business and
stable profits. Here at RA]J, wc've just thrown our
crystal ball out the window and are through worrying.
We're using our common sense in believing with the
poct Robert Browning: “Grow old along with me, the
best is yet to be.”

Significant. Step. Fouwward

® In recent months, the radio service technician has
been a much-maligned character. In September, Life
Magazine, with its ruge circulation of 26 million read-
ers, took a blast at the entire service industry when,
in reporting on the “Repair-It-Yourself Radio,” the
publication said: “It will also be watched with dismay
by those radio repairmen who have relied on the cus-
tomer’s ignorance of electronics to foist huge repair
bils on him.”

In addition, there have been several moves to license
radio repairmen. While these have been ostensibly for
the purpose of correcting existing evils, there are many
who feel that the real intent is to obtain revenue from
a heretofore untapped source. Whatever the true mo-
tive may be, there are many persons close to the ser-
vicing business who have long felt that something is
wrong with the current state of affairs, These individ-
uals have now taken positive and creative action of a

6

nature which, in our opinion, will set the pattern o
the entire servicing business.

We are referring to the Town Mecting of Electronic
Technicians in Philadelphia, a three-day clinic which
will be held on January 11, 12 and 13 of the coming
year. For the first time in the history of the industry,
all branches of the radio field will join together in
sponsoring a well-planned and comprehensive program
designed to assist the radio technician obtain up-to-
date informaton on new developments and the best
methods for efficient operation of his business.

To our way of thinking, this “Philadelphia Experi-
ment” marks a significant step forward in the servicing
industry; it is a sign of ‘coming-of-age’ and a recog-
nition of responsibility to the public which bodes
good for all elements concerned: manufacturer, dealer.
customer.

No Saturation in Sight
® 'This issuc of the “Journal” contains an article by
Max F. Balcom, President of the Radio Manufactur-

ers Association on the subject: “Has Radio Reached
the Saturation Point?”

We commend this article for your careful reading
on several accounts: (I) It is the most clearly worded
and thought-out statement on the subject which has
come to our attention; (2) It expresses facts, not
wishes, which should be hammered home to all pesse-
mists in our industry and (3) It sets a merchandising
goal for dealers which should bring a warm glow to
those aggressive-minded retailers who love a challenge.

Gist of Mr. Balcom’s remarks dcal with the situa-
tion in the radio industry before the war, when pro-
gress was measured in terms of how many homes were
equipped with a radio. If 70 out of every 100 homes
contained a radio, all segments of the industry felt
that the saturation point was being aproached.

The war taught us just how cockeyed this method
of thinking was, says Mr. Balcom, pointing out that
the saturation point in radio listening is much further
away than has becn suppsoed. “If every home has four
radios, or if every member of the family has his own
radio (the postwar concept of saturation) then the
potential market for new home sets, not counting re-
placements, is close to 100 million. That the need for
multiple set ownership is no mere pipe dream is em-
phasized by the steady increase in the number of
broadcasting stations being licensed by the F.C.C.

The entire situation is somewhat analagous to the
way some pcople spoke when Columbus set sail. “The
world is flat, he’ll topple off,” they cried, in the same
vein as those who bemoan that radio set ownership
has rcached its saturation point. There’s no saturation
point in human desires. America doesn’t believe in
saturation points. That’s why we're the greatest pro-
ducers and consumers in the world.

Radio & Appliance JOURNAL + December, 1947



Stromberg-Carlson Output
Hits Peacetime Peak

Stromberg-Carlson established a new
record of peacetime radio and tele-
phone apparatus production in Octo-
ber. according to Dr. Ray H. Manson,
company president. He said that ship-
ments were 44 percent greater than for
October, 1946.

Total billings through September
equalled the entire year of 1946, Dr.
Manson added. Another record estab-
lished last month was the production
and shipment of more than 36 percent
more FM-AM radio-phonographs than
that turned out in any previous month
in the company’s history.

Philco Sales This Year
Set New High Record

Sales of Philco Corporation in the
first nine months of 1947 totaled
$157.209,000 as compared with $72,-
465.000 in the same period a year ago.
and set a new high record in the his-
tory of the Corporation, it was an-
nounced today by John Ballantyne,
president,

Net income of Philco in the first nine
months of 1947 totaled $5,632,005 after
all taxes and charges including an in-
ventory reserve of $2,500,000 and a
reserve for future research expendi-
tures.

Radio, TV Production

Radio set production, including tele-
vision receivers and FM-AM sets, broke
all industry records in October and
indicated preparations for heavy Christ-
mas sales, the Radio Manufacturers As-
sociation announced last month. For
the first time in the industry’s history
more than 2,000,000 radio and televi-
sion receivers were manufactured by
RMA member-companies. In one month
FM-AM sets preduced in October num-
bered 151,244 and were well above the
production of any other month this

Television receivers manufactured
also reached a new high of 23,693 al-
though the September reported figure
though the September reported figure
of 32,719 was higher due to the inclu-
sion of 16,991 sets produced earlier but
not reported.

-

Predict Wide Demand for Low Cost Television

“Eventually, as in the radio field, the low income groups will be the
widest and best market for television. since these groups will come to
depend so heavily on video sets for their entertainment. Television will not
replace the movies as America’s most pepular form of entertainment, but
there can be little doubt that television will grow in the next few years
to mighty proportions.” This is the foreeast made by John S. Mills, Vice
President of Tele-Tone Radio Corperation, shown above (center) plan-
ning a nationwide advertising campaign on their forthcoming low-priced
television set. Others in the photo are Mike Raymond, (left) of Lester
Harrison Ad Agency and Ralph Sterling, assistant to Mr. Mills.

Break All Records

Total radio and television set pro-
duction by RMA manufacturers num-
bered 2,002,303 in October and brought
the year’s ten-month total to 14,364.218.

FM-AM sets for the ten months to-
talled 830,106, while television receiv-
ers for the same period numbered
125,081. The television set production
in October represented an increase of
110 percent over the average output for

the previous nine months.

October FM-AM sets inciuded 49,319
table models, 555 converters and tun-
ers, 656 consoles, and 100,714 radio-
phonograph consoles. Television receiv
ers included 13,503 radio rable models
10,181 consoles and radie-phonograph
combinations, and 9 converters.

Following is the monthly breakdown of FM, television and all radio set

production this year:

Month FM-AM Television AH Sets

January (five weeks) 51,318 5,437 1,564,171
February 53,594 6,243 1,379,966
March 67,264 6,639 1,377,269
April (five weeks) . 112,256 7,886 1,759,723
May 84,507 8,690 1,316,373
June 76,624 11,484 1,213.142
July (five weeks) 70.649 10,007 1,155,456
August - 72,014 12,283 1,265,835
September 90,546 32,719 1.339,980
October (five weeks) 151,244 23,693 2,002,303

Total 830,016 125,081 14.364,218

Radio & Appliance JOURNAL -
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Sentinel Loan to Finance

Television Expansion

Sentinel Radio Corporation has
placed a $750,000 first mortgage loan
on its new manufacturing piant at 2100
Dempster street in Evanston. [llinois,
it was announced toduy by Ernest Al-
schuler, president.

Proceeds of the loan will be used to
retire a currently outstanding mortgage
of approximately $300,000, with the
balance going into working capital, Mr.
Alschuler said. “This procedure will
strengthen the company’s capital posi-
tion and allow expansion of our pro-
gram of television receiver production,”
he added.

The plant, valued at $1,000,000, was
completed in the summer of 1946 in a
program to streamline manufacturing
procedures and eonsolidate all produc-
tion operations and executive offices
under one roof.

Radios Top Furs

Radios and phonographs are the
first choice of women as the gifts
they would like most to receive on
Christmas morning. Tlis fact was
determined in a ten-city survey of
1,005 women, 8.3% of who named
radios and phonographs as their
most desired single gift as com-
pared with 7.1% who picked furs
and fur coats.




New Video Development Now Makes Possible
Multiple Television Reception in Hotels, Hospitals

A revolutionary development in mul-
tiple television reception, whereby any
group or individual, located in any
number of hotel rooms, can switch. by a
simple turn of the dial, from one tele-
vision program to another regardless
of whatever programs are being viewed
in other rooms, with all receiver serv-
iced by a centrally-located receiving in-
~trument, was demonstrated on No-
vember 7 at the main plant of the
Olympic Radio and Television Building
in Long Island City, N. Y.

Named Hotelevision, Inc., this new
development is but one of two in a
«imilar vein announced last month by
firms in the television field. The other
is Guest Television, a device made by
Industrial Television, Inc.. of Nutley.
New Jersey.

The principle involved in the Hotele-
vision process is the transmission of
video and audio waves to multiple and
pretuned receiving sets. Heretofore.
television has been available only
through the medium of individual re-
ceivers, the cost of which were high.
Operation of the individual receivers
were impracticable if an effort was
made to install such receivers in sepa-
rate hotel rooms with individual an-
tennas, or master antennas yet to be
developed. Hotelevision makes it pos-
sible to wire every hotel room for tele-
vision reception and to offer every guest
in that hotel the choice of any program
available in that area through a hook-
up of master receivers for those sta-
tions. All incoming programs are
screened through a central monitor
control, for perfection in video and
audio reception.

One of the great advantages of thi~
new system is that it eliminates the
need for an individual to operate a
number of controls to achieve the de-
sired perfection in television. The Ho-
television receivers have only two con-
trols, one for volume and the other for
television program reception. The re-
mote receivers are not complete con-
ventional television sets. Thev are
designed to pick up the video and audio
components of the television signal
after that signal has been picked up.
amplified and separated into the two
components through the agency of the
master receivers. All tuning adjust-
ments are made at the monitor controls.

Basic idea behind Hotelevision was
conceived by Pat F. Gale, a 29-year-old
television engineer for Dynamic Radio
Service, subsidiary of Dynamic Elec-
tronics-New York, Inc., back in 1939.
Olympic is now building and installing
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the operating units for Hotelevision.
which has already been installed in a
number of rooms at the Hotel Roose-
velt in New York. J. M. Winer is presi-
dent of Hotelevision.

The ITI system of multiple recep-
tion. known as “Guest Television” also
employs teleceivers which are con-
trolled from a central unit which trans-
mits pictures by coaxial cable to an
unlimited number of screens at the
same time. In a recent demonstration
at the National Hotel Exposition at
Grand Central Palace, Horace Atwood.
Jr., president of Industrial Television.
showed how picture units for individual
rooms are attached by plugging into a
wall unit, permitting each type of
screen to be used interchangeably at
any television outlet. In addition, all
Guest Television units are equipped

with FM radio.

Stewart-Warner to Achieve
Balanced Production in ‘48

Consumer demand for new radio
models introduced by Stewart-Warner
Corporation this fall has been so great
during the first month of sales that the
inventory built up in September before
the radios were introduced has been
exhausted and deliveries at present are
running behind orders, according to
Floyd D. Masters, Sales Manager of
the Radio Division of Stewart-Warner.

e made the announcement at the
conclusion of the regular quarterly sales«

Farnsworth Sponsors
“Met’’ Air Auditions

E. A. Nicholas, {center) president
of the Farnsworth Television & Ra-
dio Corporation, is congratulated
by George A. Sloan (left) chair-
man of the board of directors of
the Metropolitan Opera Associa-
tion, and Edward Johnson, general
manager of the “Mel”, following
plans to resume radio broadcasts
of the Metropolitan Opera Audi-
tions of the Air. The program is
being sponsored by the Farnsworth
Corporation.

conference with regional radio manag-
ers at the Stewart-Warner main plant
in Chicago.

“Contrary to some predictions for
the radio industry, we are faced with
a production rather than a sales prob-
lem this fall,” Samuel Insull. Jr.. man-
ager of the Radio Division, stated. add-
ing: “We plan, however, to have a
steady. well-balanced flow of radios for
the 1948 market,” he continued, “match-
ing the production of the various mod-
els with the inventory turnover so there
will be little possibility of any short-
ages of popular models or a surplus of
slower moving models in the dealers’
stocks.”

RMA Seeks Greater Dealer Cooperation

Plans for greater dealer participation
in the RMA “Radio-in-Every-Room™
campaign and in the observance of Na-
tional Radio Week in 1948 were consid-
ered by the RMA Advertising Com-
mittee at a meeting Wednesday, Nov.
12. at the Stevens Hotel, Chicago.

The Advertising Committee, with
Chairman Stanley H. Manson, of
Stromberg-Carlson Co., Rochester, N.Y.,
presiding, also received a detailed pro-
posal from the Fred Eldean Organiza-
tion for continuation and probable
expansion of the merchandising aspects
of the “Radio-in-Every-Room” program
but deferred action until its next meet-
ing on Dec. 5 in New York. Victor A.
Irvine, of Motorola, Inc., Chicago, was
appointed by Chairman Manson as head
of a subcommittee to prepare the de-
tailed 1948 promotion program and
submit it to the next meeting.

The committee agreed that in 1948

local dealer organizations and power
companies will be invited to join in the
local sponsorship of National Radio
Week. Mr. McGill called attention to
the success of the Cincinnati Radio
Week celebration sponsored by the
Cincinnati Gas & Electric Co. as being
an outstanding example of what could
be done in other cities.

William Macke, of Zenith Radio
Corp., Chicago, was appointed chair-
man of another subcommittee to work
with the Fred Eldean Organization in
preparing detailed plans for a special
“Radio-in-Every-Room” sales promotion
project early next year. Tentative plans
call for “a saturation campaign” in
Hartford, Conn., for one or two weeks.
Iocal distributors, radio stations. deal-
ers, and others will be enlisted in an
cflort to establish a pattern for nation-
wide intensification of the merchandis-
ing program.
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News of F M an(i Television

Royal Television

The Royal wedding of H.R.H. Prin-
cess Elizabeth and Lieutenant Philip
Mounthatten last month provided one
of those tremendous romantic moti-
vations which are good for an industry,
especially a budding one such as tele-
vision. The entire eye-filling spectacle
was televised throughout England, and
although no reception was possible
here, the fact that it was televised was
impressed on the minds of many mil-
lions of Americans. We heard one
starry-eyed girl say: “Gosh, how I’d
like to see them get hitched via tele-

”y

vision”!

FM Audiences Growing

A prediction that FM audiences will
soon vie with AM audiences in the
number of listeners has been made by
John Meck, president of John Meck
Industries in Plymouth, Indiana. “The
public is now ready for something new
in radio reception. They are fed up on
commercials and singing jingles, static
and soap operas,” says Mr. Meck, to
which we add a hearty “Amen.” He
adds that thousands of new listeners.
a new listening audience is being
created, and like television, FM has
unlimited vistas for commerical ex-
ploitation.

Five Million Receivers

Predictions about the future of the
television industry are coming fast and
furious these days. but here’s one by
an authority in the business which seems
to be pretty close to facts. Edward M.
Martin, vice president and secretary of
the Farnsworth Television and Radio
Corporation believes that 5,000,000 tele-
vision receivers will be manufactured
and sold in the next five years. Point-
ing out that there are nearly 100,000
television sets in use already, Mr.
Martin stressed that by the end of 1948
television stations will be serving areas
including more than 40 per cent of the
country’s population. “No other new or
potential industry on the business hori-
zon today equals the possibilities offered
by television,” says Mr. Martin.

Apartment House Antennas

A solution to the problem of apart-
ment house owners and their tenants
who want good television reception
without spoiling the appearance of the
apartment house roof is offered by the
Engineering Department of the Radio
Manufacturers Association in a new
booklet just off the press. Titled “Apart-
ment House Television Antenna,” the
RMA booklet points out that apartment
house tenants in a number of cities
where television stations are now op-

I
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Getting Close to a Billion Dollar Industry

More than three quarters of a billion dollars will be spent by the public
far television receivers within the next two years, aceording to J. R. Poppele,
vice-presitdent in charge of engineering for radio station WOR. Mr. Poppele,
who is also president of the Television Broadcasters Association, last month
told a large group of General Electric employees that there will be at
least two million television sets in use by the end of 1949. This is in sharp
contrast to the less than one third of a billion dollars which was spent on
radio receivers during the first jour vears of standard broadcasting after

World War 1.

erating have met objections from their
landlords when they sought to place
individual antennas on the roof. The
proffered solution, the booklet explains,
“has been found in a distribution sys-
tem which uses an antenna or com-
bination of antenmas, an amplifier,
cables, and an outlet box for each
apartment. The antennas are mounted
on the reoftop and are oriented or
“sited” at the time of installation so
as to give the best reception for each
station in the vicinity. Individual apart-
ments are connected to the system, or
the amplifier if one is being used, by
means of a low-loss transmission line
connected through conduit to the vari-
ous apariments, and each apartment is
equipped with a cennection box to an
ordinary will outlet.”

Two-to-One Preference
Almost twice as many table-top tele-
vision sets as consoles will be sold
within the next twelve months, in the
opinion of sixty-four dealers in the
greater New York metropolitan area
recently questioned in a survey spon-
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cored by Allen B DuMont Laboratories.
According to the survey, table-top
models are expected to account for
63.3% and consoles for 36.7¢, of total
set sales. Dealers also anticipate that
57.29 of all television receivers sold
during the coming vear will have tele-
vision only: 20.89; of the units sold
will have tefevision in combination with
FM and AM: and 229, will have
television in combination with AM,
FM, and phonograph. Eighty-eight per
cent of the dealers in the survey noted
that in making buving decisions, male
customers have the most to say about
the brand and the price, while fifty-
nine per cent of the dealers said that
women have the most to say about the
model, whether table-top or console.
The dealers expressed the opinion that
people want television set adveruising
to tell them, in order of importance,
about the size and clarity of the pic-
ture, price of sets, and quality of pro-
grams. The reputation of the manu-
facturer. according to the dealers, is
the greatest single factor determining
why a eustomer buys the brand he does.
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Lottons

Likes New Editor

To rHE Eprtor or
Ranio & ArpPLIANCE JOURNAL:

My sincere congratulations on your
new position as editor of Radio & Ap-
pliance Journal. We've always known
that Alex could “pick ’em”, and P’m
sure that he has done a very good job
in selecting you as his new editor. I'll
be looking forward to seeing you at
Trade Shows and contacting you
through the mail.

Rose Buss KorscreN
Tue HaLricrarTERs Co..
CHicaco, ILL.

This is one of a host of congratula-
tory letters which we received following
the announcement of the new editor’s
appointment in the November issue of
the Journal. Thanks loads. This is by
all odds the friendliest industry I've
ever been in. Hope to get to know most
of you personally within the coming
year. Ed.

November Issue A Hit

To 1HE EpiTorR oF
Ranvio & APPLIANCE JOURNAL:

We would appreciate you supplying
us with six (6) copies of your Novem-
ber issue of Radio & Appliance Journal.
The articles in this issue, covering re-
cording equipment, are so interesting
that we want to supply each of our
salesmen with a copy.

W. D. JENKIN: GENERAL MANAGER
Rap1o SurrrLy Co., Ricumonp, Va.

At the time we planned our Home
Recorder, we didn’t anticipate what a
tremendous dealer interest existed in
this type of device. Literally dozens of
requests for hundreds of extra copies
of RAJ’s November Home Recorder
issue have deluged us. To meet this
demand, we printed 500 reprints of the
Special Section, and these are prac-
ticaly gone. We shall be happy to
mail these to firms who may need
them. Ed.

Loves RAJY’s Cover

To THE EpIiTOR OF
Rapio & AprLiANCE JOURNAL:

I have just finished reading your

November issue and I am writing this
letter to congratulate you on a job well
done. The advertising content appears
to have tightened considerably over
previous issues. As for the cover, while
I dare say you have considerable com-
ment both pro and con, I would like
to go on record on the “pro” side. 1
think it is most unusual and strong in
design, and certainly a far cry from
some of the stereotyped designs extant
in the trade publishing field today. [
would like to see more of them. Wish-
ing you success in your new post, I am

Bos TicHE
J. L. PurNies & ASSOCIATES

Thanks Bob, for those nice comments
about our November cover. Judging by
our mail, the industry went “over-
board” for our cover, and we hope
that future covers will continue to stim-
ulate just as favorable a response. It is
our aim to make each “Journal” cover
symbolic of the pace and spirit of
some phase of this vast industry. To
our way of thinking, the radio-televi-
sion-appliance-record-parts business is
one of the mainstays of our economic
life. We'll try to make our covers re-
flect that importance. Ed.

DISTRIBUTORS for

CHARLOTTE

ONLY RCA VICTOR
ONLY RCA VICTOR HAS

SOUTHERN RADIO CORPORATION

RCA VICTOR
GOLDEN THROAT

RADIO . ...

THE VICTROLA
THE GOLDEN THROAT |

MAKES

SOUTHERN RADIO CORP.
THE CAROLINA HOME OF THE VICTOR DOG

NORTH CAROLINA
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Religious institutions offer dealers new opportunities o sell television

Television for Churches

COMPLETE new market for the

sale of television receivers by
dealers is now open as a result of the
news that video sets have been in-
stalled in twelve Roman Catholic
parishes and church halls in the city
of Chicago. Why this luerative mar-
ket has been neglected up to now is
anybody’s guess, but the announce-
ment that television has entered the
religious field should serve as an in-
centive to wide-awake radio and tele-
vision merchants to go after this
tremendous potential source of sales.

Tremendous Potentiality

Installation of the receivers in Chi-
cago’s churches has been made under
a plan worked out by electronics dis-

trict manager George S. Peterson, of
the General Electric Company’s Elec-
tronics Department and G-E distribu-
tor R. Cooper, Jr., cooperating with
Chicago radio dealer John L. Keeshin.

Primarily, the plan’s purpose, car-
ried out in Chicago by Most Rever-
end Sheil, D.D., Auxiliary Bishop of
the Chicago Archdiocese, is to make
available television reception of foot-
ball games, hockey matehes, or other
programs of youth interest to young-
sters. Later on, the sets will be used
by other groups within the congrega-
tion. Twc of the highlights of the
church video programs to date have
been the Army-Notre Dame and
lowa-Notre Dame foothall zames for
the Chicago teen age andiences at the
Catholic parishes. Bishop Sheil is

Radio & Appliance JOURNAL ¢ December, 1947

very enthusiastic about the programs.
statement about his
church’s participation, he remarked:
“Certainly it is wiser to offer young
people the opportunity to witness tele-
vision under church auspices rather
than to have them attracted to less
desirable places. We believe that tele-
vision holds tremendous potentialities
for education and entertainment of
youngsters. We would like them to
learn and know television through
our churches and schools.”

In a recent

Enthusiastic Response

So far, the response, both on the
part of the parishes and youngsters,
has been most enthusiastic, Dr. Pres-
ton Bradley, a well-known Chicago

(Continned on page 16)
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The Frpey Mfg. Co. of New York City
recently introdneed their custom-built chas-
sis line to the trade in a demonstration
held at the Hotel Astor. Pointing out that
there has always been a large demand for
chassis units which could be easily adapted
to custom-built work or as replacements
for existing inferior parts, Mr. Nathan
Pinstev. Fspey President, stressed the fact
that with the advent of the M era, more
and more strictly AM sets would become
obsolete altheugh they are housed in highly
thought-of cabinets, Please mention RADIO
& APPLIANCE JOURNAL, December.
1947 when writing to manufacturer.

Motorola Television

Motorola has announced that deliveries
have already begun on the table
model television set
This new

new

to retail at $179.95.
Motorola table model television

receiver. known as VT71, is a handsome,
compact. lightweight unit. Weighing only
26% pounds complete, this new set may be
easily carried about the house to pravide

television entertainment in any room. It
has 15 tubes, 2 rectifiers and a 7-inch

cathode ray picture tube. Picture size of
this direct view receiver is 4% inches by
6 inches. or approximately 26 square inches.
Please mention RADIO & APPLIANCE
JOURNAL, December, 1947 when writing
to manufacturer.

Remler Portable

Designed for AC. DC or battery opera-
tion, the new 1948 “Scottie” portable
manufactured by the Remler Co. Ltd. of
San Francisco is now in full productior.
RBig feature is a California styled treck
in color harmony which makes the set

12

NEW RADION,

SECTION F

kM, TELEV[SION

RADIO & APPLIANCE IOUI{NAL

<mart for travel or outdoors and equally
at home in any room in the honse. This
new unit is an addition to Remler’s
“Thirtieth Aunniversary” line and witll be

the lowest priced portable on the market,
approved by the
Totten.

Underwriters, according

to Jack Remtler  Vice-President.

RADIO & APPLIANCE
1947 when writing

Please mention
JOURNAL, December,

to manufacturer.

Industrial Television

|0

A new television receiver manufactured
by Industrial Television, Inc. of Nutley,
New Jersey is now in production. Called
the “Fssex,” the new unit will be offered
at a lower price than previous models due
to complete redesign and use of new, more
efficient  components, Among many new
features is a new plastic picture defner
which both protects the face of the cathode
rav tube and provides greater picture
clarity through the reduction of internal
reflection. Please mention RADIO & AP-
PLIANCE JOURNAL, December, 1947

when writing to manufacturer.

Selling via Television

It's about time that someone thought
of using television to sell television.
This was done for the first time last
month when a telecast was used to in-
troduce a new line of radio and teie-
vision receivers to the public and trade.
The occasion was the showing of the
19148 models of Bendix radios and tele-
vision, presented over Station WABD
by the Warren-Connolly Company, New
York Distributors.

Radio & Appliance JOURNAL

Hallierafters Television

television set to sell for $169.50 ha-
been announced by the Hallicrafters Co.
of Chicagn. The new receiver, a table
model with 22 tubes and 13 channel push
button selectivity is especiaily designed
for the lower priced market and comes
in a metal cabinet finished in gray and

silver. Other features are a full 7-inch
image, push button for fine tuning and

dials for simplified volume control. Please
mention RADIO & APPLIANCE JOUR
NAlL, December, 1947 when writing ta
manufacturer.

Admiral Console

Ross D. Sirigusa, President of Admiral
Corporation, 3800 Cortland Strect. Chi
cago, a company which is now producing
at the rate of $40,000,000 a year, announces
a new consale radio-phonograph combina-
tion. Some of the phonograph features of
thiz model are the improved record chang-
er, a miracle tone arm and a snap-in cart-
ridge which comprises a specially de-
signed retractable pressure metal pick-up
point and highly sensitive energy converter
contained in a plastic cartridge. enabling
reproduction of complete lowest bass and

045K

highest treble tonal range. The radio sec-
tion includes such features as push-pull
output, bass compensation, automatic vol-
ume control, and powerful 10-inch speaker.
The entire unit is housed in a handsome
cabinet, Approximate shipping weight is
91 pounds. Please mention RADIO &
APPLIANCE JOURNAL, December, 1917
when writing to manufacturer.
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Tradiovision

A completely selective AM radio, FM
channels, television and phono packaged.
has been announced by Tradie, Ine. The
following elements are contaired in this
packaged installation: 1 Tradiovision FM
and television receiver, 1 Tradio-ctte for
each booth. This entire system has been
built around Tradio-ette, the world’s
smallest coin-operated radio receiver. In
locations where juke hoxes or personal.
ized music systems are in operation, an
adaptor kit is available which will permit
the coordination of these systems with
Tradio-ette. Please mention RADIO &
APPLIANCE JOURNAL, December, 1947

when writing to manufacturer.

Three RCA Meodels

RCA Victor has announced three new
television rseceiver models. bringing its
line 1o a total of 8 models. Shown here
is the finest of the ncw television receivers,
known as Model 730-TV2. a television
FM-AN  Victrola phonograph. The re-
ceiver has phonograph with automatic rec-
ord changer and silent cathode tone arm
at top right, FM and standard broadeast
radio romtwols. a television receiver pre-

senting a 32-<quare inch picture, and gen-
storage

erous  albwm compartments  at

lower left. Please mentio RADIO & AP
PLIANCE JOURNAL. December, 1947
when writing to mannfacturer.

Sitting Pretty with

“Interpreter’

Stewart-Warner Corp., placing emphasie
on moderr styling, has come out with a
new  mocel  radio-phonograph  console
which it calls the “Interpreter”. Styled to
match modern furniture designs, this unit
is among the several new models added
to the company's line this fall. Shown here
in blend hnish, the “interpreter” is also
available in a mahogany finish. Some of
the features of this model include full
dimensional  tone reproduction, and a
shadow box recessed in the cabinet to
permit improved visibility for tuning, The
recorsd players which can handle ten 12-
inclr or twelve 10-inch records, or ten of
both intermixed, feature the electric hush
reproducer which eliminates needle noise
and autematically retracts  the  needle.
Please mention RADIO & APPLIANCE
JOURNAL December, 1947 when writing
to manufacturer.

eander

3 Way (AC-DC-Battery) Portables”

Leander is a portable you can recommend with confidence — at a
mark-up that allows a worthwhile profit. When you

4 tubes plus selenium rectifier.
Operates on 110 voit AC-DC or battery.
5" Alnico V speaker.

Advanced superheterodyme circuit.
Slide rule dial.

Handsome leatherette covered
cabinet.

Size 10"x5" x6V,", Wt 5V, Ibs.

Economical battery replacement
(1-67Vav **B”, T-4V,v “A"),

* Standard RMA guarantee.

* ok % % % %

* ¥

Newspaper maots, copy
ond layouts on request.

INDUSTRIES Inc.}

Virginia 9-4217

ORDER NOW! Immediate
delivery for Christmas sales.

130-45 91st Avenue <+ Richmond Hill 18, L. I.

sell Leander, you're free of franchise obligations . . .
free to merchandise the way you prefer.

West of Chicago — 22.95 List
i Model 700 — 26.95 List
(Deluxe case, plastic fittings)

Prices F.O.B. factory —
subject to usual discounts

Radio & Appliance JOURNAL ¢ December, 1947
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Body is made of the new unbreakable
plastic and is available in sand or maroon
colors. Please mention RADIO & APPLI-
ANCE JOURNAL, December, 1947 when

writing to manufacturer.

NEW RADIOS,

Crosley Combination

FM, AND TELEVISION

permanent magnet dynamic speaker, plus
a quiet, smooth action automatic record

A new console radio-phonograph, Model
88CR, with cabinets by Carrollton, has
been announced by the Crosley Division
of the Aveo Manniacturing Corp. The ra-
dio is 8-tube, AM.FM short wave, with
full tone controls and automatic record
changer handling ten 12-inch or twelve 10-
inch records, or an intermixture of the
two. Please mention RADIO & APPLI-
ANCE JOURNAL, December, 1947 when

writing to manufacturer.

Philco Console

The new Philco model 1282 radio-phono-
graph features a powerful radio receiver

changer which plays up to 12 records. The

Model 1282 is housed in a beautifully
figured console cabinet of “classic modern”
design. Please mention RADIO & APPLI-
ANCE JOURNAL, December, 1947 when

writing to manufacturer.

Tele-Tone Portable

This latest postwar portable by Tele-
tone contains a soft powered straight bat-
tery set which has the advantage of weigh-

———
‘-‘_’____—-——“ -

G-E Tabhle Model

General Electric Co. has added a new low
priced AM table radio receiver to its line.

Known as Model 112, it is a 5-tube, AC-
DC, superheterodyne receiver with a built-
in antenna loop and a permanent magnet
loudspeaker. Cabinet is finished in durable

with appsoved superheterodyne circuit, ing only 5l pounds, including batteries. brown plastic.

A MERRY CHRISTMAS
and A HAPPY and SUCCESSFUL NEW YEAR

NORTHEANTERN
DISTRIBUTORY, c.

588 COMMONWEALTH AVENUE, BOSTON, MASS.

SALES MANAGERS
FOR OUR

MERCHANDISING COUNSELLORS
FOR OUR

MANUFACTURERS INDEPENDENT RETAILERS

ZENITH THOR GIBSON

GRAND ELGIN LEWYT
CALCINATOR QUAKER NATIONAL
M-G-M RECORDS SANI-WAY SCOTT-ATWATER
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Brunswick Cousole

Called the “Glasgow™ model #6000 by
its manufacturer, Radio & Television, Inc.,
makers of Brunswick radio and television
cets, this particular unit features exccp-
tionally fine cabinet work. The doors are
hinged at center of cabinet and open from
the sides, thereby eliminating stand-out
doors when the cabinet is in use. It is
a 10-tube FM-AM radio-phonograph com-
binaticn. Please mention RADIO & AP-
PLIANCE JOURNAL, December, 1947

when writing to manufacturer

Coin-Operated Radio

The newest in the line of coin-operated
radiox is that being manufactured by
CORADIO of 108 West 3lst Street, New
York. This new coin-operated unit re-
quires no buttons to push to go into
operation, the unit starting with the de-
posit of the coin itself. Fach coin box
on the unit is made of hardemed steel
and individually locked. The set comes in
a modern design cabinet and is guaranteed
unconditionally for a full year by the
manufacturer. Tubes are guaramteed for
90 days. Many dealers with service de-
partments are doing quite a volume of
business by installing and servicing these
coin-operated radios. Pleass mention RA-
DIO & APPLIANCE JOURNAL, Decem-
ber. 1947 when writing to manufacturer.

Pocket-Size Portable

A personal portable thet approaches
big-set  performance has heen announced
by Zenith Radio Corporatian. Called the
“Zenette,” the new radio is smaller than
masl women's purses. It comes in smart.
modern  design, molded in rich maroon.
ivorv, or black plastic.

FM-AM Tuner

Dongene Laboratories, Inc., 95 Van
Dam St., New York City, recently in-
troduced a new 13-tube FM-AM tuner.
This tuner has a range of from 88 to 108
m.c. for the new FM band, and 530 to
1700 k.c. for the standard broadcast band.
Temperature compensated ceramic capaci-
tors are used throughout the FM section.
minimizing frequency drift. The FM-IF
coils are wound on ceramic coil forms and
are slug tuned. The unit comes complete

with tubes, large 3-color edge-lighted
slide rule dial, heavy steel chassis, in-
struction book, schematic circuit dia-

gram, and panel template. Please mention
RADIO & APPLIANCE JOURNAL,
December. 1947 when writing to manu-
facturer.

Write to the manufacturers of products
mentioned on these pages for more in-
formation about deliveries, territories and
distributorships.

Bendix Portable

The Bendix Radio air-marine portable,
a set especially designed to meet the needs
of private aeroplane and boat owners.
<erves a variety of uses. Its 3-way opera-
tion, from AC-DC or battery, extends the
portable facilities to home entertainment
and provides a continuous source of wea-
ther information. Please mention RADIO
& APPLIANCEC JOURNAL, December,
1947 when writing to manufacturer.

Public Acceptance

Top public places of the nation are
now accepting television as a necessary
part of their equipment, says Hamilton
Hoge, President of United States Tele-
vision Mfg. Corp. “The cautious first
approach to the new crowd-pleasing
medium has now turned to enthusiastic
reception, and many enterprising
owners of select public places realize
that television is a necessity.

HOLIDAY GREETINGS
aun
BEST WISHES for 1948

AON

GREAT DISTRIBUTORS
OF THESE GREAT LINES

PHILCO RADIOS

COLUMBIA RECORDS

BLACKSTONE WASHERS

AMERICAN CENTRAL
KITCHENS

KNAPP-MONARCH
TABLE APPLIANCES

DUO-THERM HEATERS

1719 N. HARWOOD ST.

COMPLETE COVERAGE OF NORTH TEXAS TERRITORY

THE SOUTHWESTERN CO., INC.

DALLAS, TEXAS

Radio & Appliance JOURNAL + December. 1947
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Sensational

As Television Itself

INDOOR

TELEVISION ANTENNA

by BERMAC $9.95
RETAIL

Makes Television Sales Easier.

Equal to a Good Outdoor
Aerial.

Polarization, Horizontal or
Vertical.

S Minute installation.

installation Flexible for
Any Angle.

Landlord’s Permission
Unnecessary for Installation.

Also Avuailable . ..
INDOOR HIGH GAIN
FM ANTENNA $5.95|

BERMAC

TELEVISION MFG. CORP.

1381 Lexington Avenuve, N. Y. 38

TELEVISION
FOR CHURCHES

(Continued from page 11)

clergyman and broadcaster. has com-
pletely endorsed the plan, adding:
“The main job of our television re-
ceiver is to get the youngsters to-
gether for the Saturday afternoon
foothall games and any other pro-
gram of youth interest. We look on
our set as part of the educational
equipment just as much a part as
school. T think this type of thing will
help tremendously in education and
will come to be accepted as a fore-
runner of practical classroom tutel-

age.”

Here, of course, is an unusual op-
portunity for radio and television
dealers to sell video sets to thousands
of churches throughout the country.
A vast majority of these merchants
are members of various church con-
gregations in their communities, and
are the logical persons to propose the
use of television for social and edu-
cational purposes within their church.

Navy Honors for Philco

Above, (left to right) are John

Ballantyne, President of Philco,
Vice Admiral James 1. Kauffman,
USN, and Larry E. Gubb, Chairman
of the Board at Philco, at a cere
mony where Philco was awarded a
Navy Citation in recognition of
its services on behalf of the U. S.
Naval Reserve campaign. An in-
dividual citation was also presented
by Admiral Kaufiman to Mr. Gubb
for his aid in the Naval Reserve.

In addition, the plan points the way
for the use of television by thousands
of fraternal, social and other organi-
zations. Go out and talk with vour
minister, lodge president and school
principal—they are all ripe prospects
for television.

The famous REPUBLIC easy-to-build

TELEVISION SETS

10" picture screen, 20 tubes, Op-
tical Plastic Mosk
5 channels, pre-wired

Yemo to ddventisons:
NOW IS THE TIME TO SELL!

® To be smug about one's position is always
dangerous. To be complacement these days

FM Sound, 3.5 MC bandwidth

Di-pole antenna, and 60 ft. lead-in about your product sales or position in the mar-

cable » . ket is especially dangerous, because new manu-
illp':?v:r;;:::e:;:’:!gow‘:or%'::‘essmaueﬂ facturers with new products are entering the
nut radio and appliance field daily.

Complete: $'| 99.50

CONVERT your 5" or 7" tele-
vision receiver to this large 10"
screen

@ Successful manufacturers never underestimate
their competition, and constantly challenge it
with aggressive selling and advertising. RADIO
& APPLIANCE JOURNAL, with over 30,000 CCA
circulation sells your product because it concen-
trates on your customers: the top dealers and |
distributors in the United States. Now is the time
to reserve advertising space for 1948 in the
industry’s oldest business paper.

with REPUBLIC CONVERSION KIT
-1 |
Includes: Electrostatic Sylvania 10"
Tube, Hi-Voltage Booster Circuit,
Wired Socket, Optical Mask

SOLD THROUGH LEADING JOB-
BERS AND DEALERS THROUGH-
OUT THE COUNTRY.

WRITE FOR FURTHER
INFORMATION

RADIO & APPLIANCE JOURNAL
REPUBLIC TELEVISION, INC.

1270 Sixth Avenue New York 20, N. Y.

Dept. RAJ, Dumont, N. J.
FULLY GUARANTEED
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Has Badio Beached
The ‘Saturation’ Point?

Following are excerpts of some particularly timely and pertinent remarks by Max
F. Ralcom, President of the Radio Manufacturers Association, from an address
delivered recently at a luncheon of the Radio Executives Club in New York. The
occasion was the celeliration of National Radio Week. Mr. Balcom is President

of Sylvania Electric Products Corporation.

"OR years before the war the radio

industry measured its progress in
terms of how many homes were
equipped with a radio. It patted itself
on the back as it reached 70, 80 and
90 per cent of what was then called
“saturation”. By saturation. radio manu-
facturers meant a radio in every home
in America, and there were but few
persons who attempted to look beyond
that goal. Well, even before the war
almost every home in every city and
town had a radio, although the na-
tional percentage of radio homes, cov-
ering rural areas as well, was still in
the eighties. By the end of 1946 more
than 90 per cent of all homes in the
United States had at least one radio
and it appeared that “saturation™ might
be just around the corner.

Meanwhile, the radio manufacturing
industry had expanded far beyond its
prewar capacity due to huge demands
of the military services for radio and
electronic equipment. During the first
full year of reconversion, and in spite
of material shortages, pricing troubles.
ete.. the radio industry turned out 15
million receivers. This year’s produc-
tion by RMA member-companies proh-
ably will surpass 16 million sets with
all industry output in excess of 17
million sets.

Of course, all of these radios pro-
duced since the war are not home re.
ceivers. But it is apparent that it would
not take long, at this production rate.
to attain the prewar concept of “satura-
tion” and at the same time replace all
obsolete radios in the 35 million radio
homes of the country.

Long Way to Go

The RMA was cognizant of this situ-
ation when it launched early this year
a sales promotion campaign with the
theme. “A Radio in Every Room.” By
adopting this program and financing il.
RMA raised the sights of the industry
and pointed the way to continuing high
production and prosperity for manufac-
turers. distributors and dealers. Just
what does this “raising the industry’s
sights” mean to manufacturers and
those in the merchandising of radios?
It means that instead of our having
reached over 90 per cent of “satura-
tion” of American homes, we are only

about 37.5 per cent of actual satura-
tion if we allow an average of four
rooms to every home. Thus, if this goal
of an average of four radios for every
home is practical and attainable, we've
got a long way to go before we reach
the saturation point.

At the beginning of this year there
were 38,128,000 families in the United
States and an estimated 34,800.000 of
them had at least one radio in their
homes. If the prewar concept of satura-
tion is used as a yardstick of the po-
tential market, we would need only
about three and a quarter more million
sets, plus replacements of course, to
reach 100 per cent saturation. But if
the new concept of an average of four
sets per family is taken as a goal, the
potential market for new home sets.
not counting replacements. is close to
100 million.

The need for multiple radio sct own-
ership is emphasized by a steady in-
crease in the number of broadcasting
stations being licensed by the IFCC.
RMA has uncovered a straw in the
wind which, while too sketchy to be
considered a basis for estimating retail
sales throughout the nation. did pro-
vide some interesting data for specula-
tion. A spot check was made of selected
representative dealers in a few New
England towns to determine the advis-
ability of setting up a national monthly
reporting service on retail sales. This
very limited survey did indicate. in the
area observed, that there are no ab-
normally high stocks of radios at the
dealer level except some of the table
model types. In fact. there were indica-
tions in some instances that dealers are
tending to “live off their inventories.”

Outlook for 1948

The outlook for the radio industry in
1948 and the years ahead is excellent.
assuming that nothing happens to dis-
rupt our present economy. And so we
believe that RMA’s “Radio-in-Every-
Room™ objective is fundamentally
sound and not just a temporary ex-
pedient. This merchandising campaign
is not just a one-shot affair but a con-
tinuing program which may well take
vears to complete.

MOLIDAY GRELETINGS
ann
BEST MISHES for 1948

(N0

RCA PRODUCTS
RCA Victor Radios
Victrolas,
Television,

Victor Records,
Industrial Sound Systems,
Electronic Tubes,

Test Equipment

APEX Irons,
Washers, and Vacuum
Cleaners,
PRESTELINE Electric
Ranges,
ELGIN Kitchens,
SUPERFLAME Space
Heaters,
SANIWAY Garbage
Eliminators,
VORNADOFAN
Circulators

673 CONNECTICUT BLVD.

IN CONNECTICUT AND WESTERN MASSACHUSETTS

RADIO & APPLIANGE
DISTRIBUTORS, INGC.

EAST HARTFORD, CONN.
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Selection, Training and
Compensation of Retail
Radio-Appliance Salesmen

s g

The Nation’s 50,000 Merchants Will Soon
Need 100.000 New Salesmen. NERA Sur-
vey Shows Trend Toward Higher Costs.

T e T

F RETAILERS are to thrive and

prosper as consumer outlets for
radios, television appliances.
then the electrical industry as a whole
must assume responsibility for guid-
ance in developing and training sales
applicants as well as giving serious
consideration to the problem of ade-
quate compensation. Questionnaires
on the subject were recently com-
pleted by the National Electrical Re-
tailers Association. Replies came
from association members in all 48
states, Alaska, Canada and Hawaii.
Firms reporting ranged from $4.800
to $500,000 in annual sales volume,

and

and the analysis of returns is there-
fore considered representative of ex-
isting practices and conditions both
geographically and as to various sized
dealers.

The nation’s 50,000 retailers of
appliances and radios will
100,000 additional salesmen as soon
as merchandise becomes more plenti-
ful. Where the average dealer now
employs four salesmen, he expects in
the near future to employ six. If deal-
ers can secure the additional sales-
men, the estimates based on the sur-
vey are that 20.3 per cent will work
only inside on the salesroom floor. A

need

QW

=D

HEI"'. i
sales-appeal . .
the name that has always meant
this is the ideal radio for Home, Beach,
and for T'raveling.

>
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fastest-selling models - as 7 ]
reception than anything in its price class:
1 Tubes plus Selenium Rectifier

4” Alnico V Speanker .

Operates on 110V AC or DC or Batteries

Simplicity in changing batteries

Uses 1.6714V *B” and 2-1%:V

Size: T3%” x B%” x 4%7; wgt. 5%
1bs. wnh batteries

e Licensed under R.C.A. and Hazel-

tine patents

® o o o o s

Two-tone color schemes are avail-
able in the following combina-
tions: Brown-Whitc; Red-White,
Bluc-White; Red-Blue.

Write Dept. RIA J fmi

further particulars an

prices. 40-05 21
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it isn e a true champion in smartness and
Styled and made by DYNAVOX,
“high quality".
Country,

BIGGEST VALUE at this price! This is one of our
has more features, better

Vernier Tuning
Concealed Dynascope Loop e Super Selectivity

AN ALL-AMERICAN
SELECTION!
3-WAY PERSONAL
PORTABLE (AC-DC-Eattery)

Model 3P-801
List $2695

Price slightly higher west of the Rockies

A" Batteries

A
J

less
batteries

CORPORATION
N. Y.

ST.. LONG ISLAND CITY I,

s

Can Women Sell?

Several dealers stated that wom-
en were more valuable in selling
such appliances as laundry equip-
ment, sewing machines, and as
demonstrators of wvarious home
products, In this connection, 59.9
per cent of the dealers now use
the services of women as demon-
strators in the store and within
the customer’s ewn home.

much smaller number, or only 5.1

. per cent, will be used as outside sales-

men, while the great majority, or
74.6 per cent, will work both inside
and outside the dealers’ stores.

It is apparent from the NERA sur-
vey that merchants are actively work-
ing at the problem of securing sales-
men. A total of 22 per cent of the
dealers report that they use every pos-
sible means of securing applicants.
28.8 per cent advertise for applicants.
while almost one quarter of the deal-
ers take advantage of personal con-
tacts, such as friends, business and
social connections, etc.

Only 10.2 per cent of the retailers,
it is gratifying to note, rely on drop-
in applicants. No turn-over in sales
personnel was reported by 3.4 per
cent, and 6.8 per cent reported no
special method. These were mostly
of the husband-and-wife category.

A decided preference for men as
retail radio-appliance salesmen was

. shown by the NERA survey. Dealers

- report that 62.7 per cent hire men

only, and 37.3 per cent hire both men

(Continued on next page)
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and women. This last figure is still a
carry-over from the war-time short-
age of manpower. 76.3 per cent of the
dealers say that men make the best
radio-appliance salesmen, while 22
per cent are of the opinion that either
men or women are good salesmen. A
brave 1.7 per cent registered a pref-
erence for the ladies!

Several dealers stated that women
were more valuable in the selling of
laundry equipment, and for special-
ized fields such as sewing machines,
and as demonstrators of various home
products. In this connection, 59.5
per cent now use the services of a
woman home/store demonstrator.

The question of getting sales per-
sonnel on the dealer’s payroll poses
a problem for many merchants. The
general opinion is that educational
standards are not of serious conse-
quence, so long as the applicant has a
command of good English and can
meet the public. The survey does in-
dicate, however, that some business-
like arrangement should be recom-
mended to dealers for getting the
essential facts on applicants before
they are hired. While 32.2 per cent
of those reporting used some form
of application blank provided by the
manufacturer and made available
through distributors—67.8 per cent
used no form of application blank at
all. NERA believes that when the ad-
vantage of having complete informa-
tion about an applicant before he is
hired is proved to dealers, they will
doubtless be quick to adopt the prac-
tice of always using such forms.

The survey discloses that dealers
need a great deal of help in finding
good sales applicants. Probable core
of the trouble is no doubt reflected in
such dealer statements as “Lack of
interest—good salesmen want too
much money” . . . “I find it almost
impossible to hire salesmen, unless
vou guarantee them about $300 a
month” . . . “Young men are afraid
of work on a salary and commission.”

Dealers are definitely training-con-
scious. Evidence to support this is
found in the fact that 91.5 per cent
of the dealers report use of some defi-
nite form of training—either their
own or their own supplemented by
outside training provided through

electric companies, manufacturers
and distributors.

The question of how to pay a sales-
man is one matter on which most
want advice. The majority of dealers
reporting in the survey use the plan
of salary and commission. Many of
the most successful dealers use, in
addition to the salary and commis-
sion plan, and incentive method of
rewarding their better salesmen.
Therefore it would seem that the best
plan for compensating salesmen is
salary, commission and incentives.
No two plans function alike. For in-
stance, in the category of dealers pay-
ing straight commission or salary and
commission, where one dealer pays
$40 a week and 6% commission, an-
other pay 6% and no salary at all.
Many dealers, it is apparent, do not
know their actual costs of doing busi-
ness, or there would be no such wide
variation. The entire question of com-
pensation might resolve itself, there-
fore, into the one problem: what %
of gross profit can a dealer expect to
pay in commission? The best authori-
ties indicate that 10% is the maxi-
mum that can be paid out of earnings
to salesmen.

Where does this leave the discount
picture?

NERA believes that when the go-
ing gets rough, and dealers must
compete with other industries for bet-
ter and more efficient salesmen, it is
very questionable whether he can get
a good salesman for the present na-
tional average of $300 a month, less
taxes. If the dealer is going to pay
his salesmen more, he must have an
accurate understanding of his own
costs. This means that manufacturers
must recognize a trend toward in-
creased dealer costs, and must adjust
discount schedules accordingly.

Television Rentals

A pioneer in the rental of television
sets, Martin Sugar, has announced the
formation of Bell Television, Inc., with
headquarters at 11 West 42 Street,
New York City. The new firm will spe-
cialize in renting big-screen projection
television sets designed especially for
public places such as taverns, clubs,
hotels, institutions and other places
where large groups gather. Plans are
now underway, according to Mr. Sugar,
to increase Bell Television’s range to
all the television centers of the country.

Radio & Appliance JOURNAL ¢ December, 1947
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7" TELEVISION KIT

with COMPLETE FM RADIO

| COVERS
% | ENTIRE
FM BAND

(87.5TO
108.5 MC)

TRANSVISION 7” De Luxe Television Kit with
FM Radio Receiver. Kasy to assemhle; no tech-
nicai knowledge required. 18 tuhes and picture
tube. Folded Dipole Antenna and 60 ft. low-loss

lead in cable..........c..oivniennnns List $199.00
7”7 Standard Television Kit.......... List $169.00
Table Model Cabinets for ahove..... List § 32.50

10”7 CDNVERSIDN KIT with 10” Electrostatio
Tubs and Directions. Converts any 7” Television
Kit to 10” slze..............c....... List § 69.00

Brilliantly enlarges
any 77 television
picture to equiva-
tent ricture of 10~
television set,

flas adapter ar-
rangement for
Transvision Panels
and cabinets. Op-
tleallv ground and
polisked to high
accuracy. Plastic,
rives 509 greater
light transmission
than equivalent
klass lens.

. List $19.95

Tra;lsvisiou 8-Tu?); FM Eadio

Reeeiver
Covers entire FM Band (R7.5 to 1AR5 mc).

r ?

a4

No technical knowledge required for assembly.
Makes an FM Radlo Recelver worth 2 to 3 times
cost of kit. Model FM-1 8-tube FM Radio Re-
caiver Kit with 10” Speaker and

Tbes ...ciiiieiveicencsaoconroncacinn List $64.95
FM CONVERSION KIT enables you to in-
corporate a complete FM Radio into your present
television receiver ................... List $29.95

HIGH-FIDELITY FM TUNERS
Model FMF-2 . 2-tube Tuner Front End

(IPsS tubeS) .....ccicencncianniavanss List $21.65
Model FMF-3 . 3-tube Tuner Front End
(iess tubes) ... .....iiiiiiiiiiniiien, List $30.75

Model FM-107R .
{less tubes)
Model FM-107
tless tubes) ........ List $41.20
All prices fair-traded. . . . All prices 1% higher
west of the Mississippl River,

3-tube 1K Amplifier Kit
List $21.65

Sve your local distributor, or for further
information write 10:
DEPT.

TRANSVISION, INC. =7

385 Norith Ave. New Rochelle, N. Y.
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NEWS AND NOTES OF
MANUFACTURERS AND DISTRIBUT ORS§

Dormun D, [Isreal, vice president in
charge of engineering and production at
kmerson Radio and Phonograph Corp, ha-
appuinted Floyd Makstein as service man-
ager for Emerson Television Service Corp-
oration.

George A. Bodem, widely knuwn radio
executive, has joined National Union Ra-
dio Courporation, Newark, N. J. as vice
president in  charge of sales. He wa~
formerly with International Detrola Corp-
oration as vice president and general man-
ager of the Radio Division.

Appointment of Jack H. Frankel as
ceneral manager of Bagdad Television Co.,
Inc., 107 West 42nd Street, New York.
has been announced by James Saltzman.
president of the company. He was former-
fv manager of Vim's 12nd Street record
department for 10 vears.

John K. MWest has been named vice
president in charge of public relations for
the RCA Victor Division. Mr. West wa-
previously  Director  of Public  Relations
for RCA Victor, and was largely respon-
<ible for the creation and development of
the RCA Exhibition Hall in Radio City,
New York, of which he is manager. He
has been  associated with RCA  Victor
~ince 1930,

J. 1. Kelley, Southeastern District Man-
ager the past three years, has been named
Manager of the Farnsworth Sales Divi.
ston of the Farnsworth Television & Radio
Corporation. The  Southeastern  Distriet
includes the states of Georgia, Alabama,
Florida, North Carolina, South Carolina

and scctions of Tennessee, Virginia and
Kentucky,
The  Automatic Radio Manufacturing

Co.. Inc, announces the appointment of
Louis Silverman as its new general sales
manager. Mr. Silverman has had extensive
experience with Automatic Radio and has
been their district sales manager for the
past ten vears,

Colonial Television Corp. has moved its
oflices and manufacturing facilities from it=
former location at 2139 Harrison Ave. to
a modern five-story factory huilding at 780
East 137th St, Bronx, N. Y. Colonial
sales, say officers of the company. have
trebled in the last few weeks with pro-
duction  schedules now  calling for 100
large cereen 157 dircet view receivers per
month,

Warren-Connolly Co., Inc., distributors
for the Norge line, have been awarded the
Bendix  Radio franchise for the New
York metropolitan area.

A new television company, the Sight-
master Corporation, with offices and show
rooms at 220 Fifth Avenue, New York
City, has been formed by Herbert Sues-
holtz and Michael Kaplan, who are presi-
dent  and treasurer, respectively. Other

executives of the company are: Bernard
Kaplan and F. Wakefield. The firm will
complete line of

manufacture a Sight-

master television receivers, including 107,
12" and larger table models, consoles,
combinations, and club models ior comn-
mercial installations, Protected sales and
service franchises are given only to deal-
ers who are thoroughly experienced in
television, and who can satisfactorily in-
stall and service every Sightmaster re-
ceiver sold.,

Vurray Yeomans, former regional sales
manager for Motorola Inc. in the mid-
Western  territory, has started operations
as the Yeomans Distributing Company
handling Motorola products in the Peoria
area. lle had many years of experience in
the radio business before joining the
Motorola organization in March of 1931.

IT'S NEW! IT'S SENSATIONAL!

“MECK |

CONVERTER

LIFELIKE FM ON ANY RECEIVER!

JOHN MECK

20

INDUSTRIE S.INC, FLYMOUTH. INDIANALU A A

FOR THE

FINEST IN TELEVISION

REG. U, S, PAT. OFFICE

TELEVISION-FM CONSOLE RECEIVERS

Madel 80

12" picture tube
80 square inches,
direct vision view
screen. List $695
Model 130
15 picture tube
130 square inches,
direct vision view
screen. List $895
Both models feature the
famous DUMONT IN
PUTUNER; include ail 13
Television Channels and
FM Band.

Write today for frec
illustrated folder and
partienlars.

Monufoctured by

REMINGTON RADIO CORPORATION
WHITE PLAINS

NEW YORK
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does for

phonograph performance
what FM did for radio!

@a/% removes scratch and surface

noise.

?33/% restores original beauty to old

records.

Téa/// increases pleasure from new

records.

This exclusive new Bendix Radio advancement makes
Bendix Radio-phonographs by far the easiest to sell for
this very good reason! It rez/ly does what is claimed for
it and you can prove it to any ear by a side-by-side com-
parison with any other set. Yet this truly great sales
feature is only one of many “‘firsts” that put Bendix Radio
in a class by itself in demonstration, sales and profits!

SN

.,

*

>
3.2,
'
=

-

o
[5OO000
e

&

o

.J

&S
9,

.
,'
%
:.
)
+,
5
%

L)
25
X
9,
>
.0
<
55
(SR
0,

»

!

%
,

CICIOR
%
— LoV e e e

Only Bendix Radio-phonogrcphs combine all these advancements

Hush-O-Matic . . . Swing-A-Door automatic record player

«..Phantom Dial...New Phantom grille...Bendix

ﬁ@@) DIVISION OF — / :-I'i' Ratio Detector FM circuit ... crystal-controlled FM ...
AVIATION CORPORATION true furniture styling . . . Aviation quality.
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1270 SIXTH AVENUE
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ANNOUNCEMENT

INDUSTRY'!

DO YOU MANUFACTURE RADIOS, F.M. AND TELEVISION AND COMBINATIONS?

Out of 22,283 dealer names on our mailing list, 22,283 buy and
sell radios, F.M. and Television, combinations, etc.

Out of the 4,151 jobber names on our mailing list, over 3,000 buy
and sell radios, F M. and Television, combinations, etc.

DO YOU MANUFACTURE APPLIANCES?

Out of the 22,283 dealer names on our mailing list, 90 per cent
buy and sell appliances of every description.

Out of the 4,151 distributor names on our mailing list, over 1,500
buy and sell Appliances of all kinds.

DO YOU MANUFACTURE COMPONENT PARTS OR SERVICE EQUIPMENT?

Out of the 22,283 dealer names on our mailing list, over 20,000
maintain a service department.

Out of the 4,151 wholesalers on our mailing list, over 1,800 buy
and sell component parts and service equipment of all types.

DO YOU MANUFACTURE PHONOGRAPHS, RECORDS, NEEDLES, RECORD ALBUMS
AND ACCESSORIES?

Out of the 22,283 dealer names on our mailing list, over 8,500
buy and sell Phonographs, Records, Needles, Record Albums and
Accessories. (More Radio and Appliance dealers are adding a
record department to their stores, because record and needle sales
are today an essential part of their business.)

Out of the 4,151 distributors on our mailing list, over 1,500 buy
and sell Phonographs, Records, Needles, Record Albums and
Accessories.

N o w for complete coverage of this lucrative market your advertising dollars
in the Radio & Appliance JOURNAL will produce the greatest results, at lowest costs.

Now is the time to reserve space in the Radio & Appliance JOURNAL for
your 1948 advertising schedules.

THE INDUSTRY'S
OLDEST DEALER

JOURNAL PUBLICATION

RADIO CITY NEW YORK 20, N. Y.
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COMPLETE home. commercial
and industeial appliance center
only partly describes the full range
of equipment and services concen-
trated in the new. streamlined Reina
appliance store recently opened in

KNingston, New York. Housed in a
glass-fronted building which permits
an unobstructed view of the entire
interior, the Reina firm is located in
the heart of Kingston’s business cen-
ter. Its sharp modernity is in colorful

Interior view of Reina’s Appliance Center. The units on display actually are
hooked up to work, thus enabling customers to witness performance. Photo

at top shows very attraetive.

~tore visible,

26

modern exterior.

Wide

windows

make entire

contrast to the ivy-clad traditions of
the 300-year-old city of Kingston.

Mr. Reina, a youthful, handsome.
yuiet-spoken man, has built an appli-
ance business which now embraces
furty technical and sales experts cov-
ering every conceivable type of appli-
ance. On opening day, over 3,000
persons flocked to the store to inspect
the first completely electrically oper-
ated kitchen in the county.

Kitchen windows open on hand-
painted landscapes. and each kitchen
display is divided by Dbrick walls.
thus enabling a salesman to enter
each of these alcoves and talk pri-
vately with a prospective buyer.

Here are some of the methods
which have made the Reira Company
one of the outstanding retail appli-
ance stores in upstate New York:

Salesmanship: No high pressure
methods. The keynote of the sales
system emploved is a complete knowl-
edge of the products sold and an at-
tempt to tie in this knowledge with
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Reina’s appliance center in Kingston, N. Y.

has established a statewide reputation for

suecessful merchandising, Here’s how!

the needs of the individual customer.
Several mornings a week, Mr. Reina
eathers his sales staff for a meeting
during which time they discuss the
new developments heing made in
neighboring cominunities and the op-
portunities for new sales prospects.
Very often, manufacturers send down
their sales managers to give talks to
the staff.

Sales Policy: Once a piece of
equipment is sold. that is not consid-
ered the end of the contact. There is
a personal follow-up by a member of
the Reina sales staff who sees to it
that the customer knows how to oper-
ate and obtain maximun efficiency
from the particular unit that has been
purchased. These direet. friendly, pa-
tient demonstrations right in the cus-
tomer’s own home, are the cause of
many repeat sales for other products.

Method of Operation: No nat-
ter how large or small a particular
installation may be, a Reina expert
makes a personal survev of the work
1o be done. from re-designing a
kitchen or laundry room to the in-
slallation of new heating equipment.
There is no guesswork concerning es-
timates, prices, anxiliary costs. Once
a job is accepted. the Reina staff does
all the worrying.

Night and Day Service: A large
switchhboard efficiently  handles a
heavy influx of telephone calls for
emergency service at any time during

a 24-hour period. The community

Reina’s maintains a large, fully-trained service. delivery
and installation staff. Customers get fast. efficient aetion

at all times.

knows that Reina is prepared (o pro-
vide “Johnny-on-the-spot” service at
any time.

Special Services: A home eco-
nomics expert is on hand at all times
to conduct individual or group dem-
vnstrations of all cooking and refrig-
This type of

instruction is especially popular with

eration  equipment.
women customers.
Advertising: Reina is a finn ad-
vocate of advertising, and knows
that used properly, it is an invaluable
aid to increased business. In the radio
field, Reina sponsors a news sum-
mary at the noon hour daily. These
broadcasts are made directly from
the Reina display window, thus at-
tracting hundreds of persons. Liberal
use of newspaper advertising is made
on a regular basis. Either half or
full page space is used in all of the
cleven Ulster County papers. This is
supplemented by frequent editorial
writeups concerning new equipment
that is being featured at the store.
The firm’s large fleet of handsome
trucks, artistically painted in white
and bearing the company’s name and
address in bold letters, is a constant
source of publicity for the Reina.
Music-Record Department: An
attractive music reception room fea-
tures a large variety of radio, televi-
sion, and phonograph models. This
department is air conditioned and
lined with thick carpets. Sea-blue
drapes over mammoth white venetian

M. Reina, snapped on opening day
lust July, after he had personally
zreeted some 3.000 visitors.

blinds and large studio windows cre-
ates an impression of a radie stadio,
The entire atmosphere is condneive
Lo buying. The record department has
four small, soundproof rooms. each
furnished with comfortable huilt-in
green cushioned love seats.
Conclusion: All things consid-
ered, the major reason for this big-
time success in a small city is the fact
that M. Reina knows how to emnploy
courtesy and human interest in help-
ing customers solve problems of how
to spend their money for major ap-
plances. In the last analysis, when an
individual or family goes out to make
a major appliance purchase, the:
want to have confidence in the firm
they are dealing with. Reina gives
them this confidence. through a com-
bination of service, intelligent selling
and complete selection. That’s the
open secret as to why they come back.

Reina’s sales staff (note large proportion of women) know
the products they sell and can demonstrate them intelli-

gently. Customers trust their knowledge and usuallv follow

their suggestions.
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sight-Square Waffle

Another addition  to  the  Hollywood
line of home electrical applianees made
by Finders Manufacturing is this family
eleetric waflle maker constructed
of highly-polished solid cast aluminam. A
capacity of 8 squares makes this waffle
iron particularly handy for large sized
families. They are available for delivery
now. Please mention RADIO & APPLI-
ANCE JOURNAL, December, 1997 when

writing 10 manufaeturer.

sizend

Wringer-Washer

A\ uwew  lower-priced  General  Electric
wringer washer is now in produetion, De.
signated as Model AW-132) the new mach-
ine carries a recommended  national  re-
tail price of $%129.75. Washer

rubber

ts driven

by a mounted 200 horsepower
nmotor, and “Permadrive” mechanism  that
has only four meving parts, Please men-

RADIO & APPLIANCE JOURNAL.

1917 when

tion

December, writing 1o manu-

factarer.

.~A

Power Polisher

A\ new labor-saving deviee for the home.
manufactured by the Scott & Fetzer Com
pany of Cleveland, Ohio is now on the
market. 1t is a power polisher and buffer
and there are 18 units in this “system™.
The wnit is easy lo =l up and heavy
enough to do a good job in furnishing
wax down into the pores of linolenm and
vet sufliciently light that it is easily hand-
led in storage within closet. Please men-
tion RADIO & APPLIANCE JOURNAL.
December. 1947 when writing to manu-
facturer.

“Roly-PFoly* Iron

Model #9811 Proctor “Roly-
never lift iron with single leg for
and greater ironing surface i~
development  of the Proctor
lts self-lifting feature per-

The new
Poly™
stability
the  latest
Llectrie Co.
mils sit-down ironing. It comes equipped
with a visible dial for fabries, which in-

cludes a nylon wmarking  tthe first time
this has appeared on any iron dial) and
a4 new innovation, a rayen signal, which
points to green when it is =afe to iron
ravons and nylons and red when iron is
too hot for synthetic fabrics. Please men-
tion RADIO & APPLIANCE JOURNAL.
December, 1917
facturer.

when  writing to manu-

'NEW APPLIANCES
RADIO & APPLIANCE JOURNAL

Oops. We're Sorry!

In last month’s RAJ, we ran a picture
AC-DC folding travel iron which
we said was made by The Winsted Hard

of an

ware Manufacturing Co. of Winsted., Conn.
It was the wrong picture. Winsteds new
Durabilt fron, which is equipped with an
acceurate fabrie heat indicator and which
weighs Tess than 2 pounds, is shown below,

HOLIDAY GREETINGS
aud
BEST WISHES for 19148
A0
FARNSWORTH
vision

o THOR—Washers. broners

o ELECTROMASTER — Elee-
trie Ranges, Water Heaters

e COOLERATOR — Refrigera-
tors, Farm Freezers

e MOORE—Coal & Gas Ranges

o SILEX—Coffee Mahers

IHANDLEY -BROWN  —

Water Heaters

¢ KEMPER—Packaged Kitchen
Cabinels

o CHICAGO ELECTREC—Swmall
Applianees

e UNITED STOVE — Saveil
Ihaters & Cook Stoves

Radio, Tele-

Gas

Distributors Covering
Central New York State

PAUL-JEFFREY CO., inc.

935 ERIE BLVD. EAST
SYRACUSE 3, N. Y.
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STORE MODERNIZATION PAYS

l{l‘ll’()l{']‘s from all sections of the country shaw that an increasingly large

rumber of radio and appliance retailers are either in the process of re-
modernizing their stores or bave already done so. Since abl building restrictions
were virtually eliminated at the beginning of the year, appliance and radio-
television dealers have shown that they are very much aware of the advantages
to be gained from modern. streamlined store fronts and interiors.

Many of the dealers have incorporated some of the features shown in the
design for a “model” appliance store shown above. which was offered some
time ago by the Armstrong €ork Company as a service to the nation’s appliance
dealers. In plamning the “model” store. Armstrong made a careful study of
the needs and problems of radio and appliance merchants and then obtained
down-to-earth practical solution from successful merchants and other experts
in stare design.

One of the most interesting features of this store is the step-back, clear
glass front which puts the entire interior of the shop on display. This trend
toward visual display is being adopted by many leading radio and appliance
merchants because it makes their entire store a show window. This is especially
valuabl for this industry since much of the equipment is large and bulky and
cannot conveniently be displaved in a store window.

Radios and phonographs. like kitchen and laundrv appliances. are hest
~shown in home-like setting ir which they will be unsed. In this model store
these items are displayed ir a series of booths which are comfortably and taste-
fully furnished to resembie living rooms. Note how the phonograph record
department in the rear of the store is arranged to aid both shoppers and sales
people. Elimination of the conventional counter makes the floor area more
spacious and peompts customers to self-selection.

Since many large appliances are sold at night when bhoth husband and
wifc can make the selection. it has been found that brilliant lighting plavs an
important part in successfwl appliance merchandising.

The majority opinion among “Journal” readers polled on the <ubjeet is
that store modernization pays . . . in increased sales and prestige with cus-

tomears,

ufacturers Association.

Says Appliance Firms

Testifying in

Hold Line on Prices

Vacuam cleaner prices have risen an
average of only 30 per cent over 1939.
although production costs have gone up
more than 100 per cent. =ars C. G.
Franiz. president of Apex Electrical
Manufacturing Company. whe is also
secretary of the Vacuum Cleaners Man-

Cleveland before a Congressional sub-
committee nvestigating the price strue-
ture. Mr. Frantz pointed out: “A
careful study of the figures of our own
company ans those of the industry has
developed the fact that the factory cost
of these products has <lightlv more
than doubled. as of the present time.
over the 1939 level.”
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Tax ’Co-ops’’ Says NERA

Tux exempt cooperatives are the
number one enemy of private enterprise
according to a sharp statement made
before the House Ways and Means
Committee on taxation by Clifford C.
Simpson. Managing Director of the
National FElectrical Retailers Associa-
tion.

Testifying before the Committce on
hehalf of the nation’s retailers of radios
and appliances, Mr. Simpson stated:
“We believe in competitive tax equality
and feel that no group which engages
in business activity for profit should
have special privileges or exemption~
from taxes. Cooperative stores handling
radios and electrical appliances operate
just exactly in the same manner as do
the members of my organization with
whom they compete. The cooperative
tax advantage operates to the detri-
ment of regular corporations wholesal.
ing and manufacturing electrical appli-
ances. The local retailer is doomed if
his regular suppliers are forced from
the market place.”

In closing his testimony, Mr. Simpson
said it was the hope of NERA that the
Tax Committee would do everything in
their power to rectify the present un-
fair tax structure and place coopera-
tives on the same basis as regular pri-
vate enterprise.

PORTMAN

The Sensational
All-Purpose

SEWING MACHINE

DEALERS, we are now allotting
exclusive territories on a Franchise
Basis — Issued directly by Manu-
facturer to Dealer.

Write to us At Once
Before Your Territory Is Gone

PORTMAN MACHINE
TOOL COMPANY, Inc.

70 PORTMAN ROAD
New Rochelle, New York
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tractive.”
_

Public Puts Pressure on Pressure Cookers

Hlustrating the fact that there exists a large audience who will buy appli-
ances when they are priced within their pockethooks is this crowd which
surged into Macy’s basement on a Monday moming last month to buy a
pressure cooker which was advertised at a new low price of $7.94. Made by
the Magicook Pressure Cooker Company of Brooklyn, the new cooker pro-
duced a public demand which indicated that the pressure cooker market
had been untapped in this price range. Once again, industrv leaders are
saying: “New markets always open up when price makes a product at-

J

New G-E Co-op Ad Plan
Favors Small Dealers

Since only larger dealers are gener-
ally able to take full advantage of co-
operative newspaper advertising, tne
General Electric Company has started
a “Spotlight” newspaper cooperative
advertising plan that is workable for
all dealers, especially the smaller deal-
ers who will be responsible for a large
measure of the retail radio business.

The decision to revise the established
concept of cooperative newspaper asl-
vertising was based on a study which
showed that most retail stores secure
almost all of their business from their
immediate neighborhoods. The new
campaign, as explained by Fred A.
Parnell, advertising and sales promo-
tion manager of the Receiver Division,
will enable smaller dealers to avoid past
pitfalls in cooperative advertising which
were both impractical and uneconomi-
cal.

The “Spotlight” plan provides for
large space advertisements signed by a
maximum of 20 dealers who divide the
normal dealer share of the cost. The
distributor arranges for the dealers to
be spotlighted in each advertisement,
selecting them so that no two in any
single insertion are in the same neigh-
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borhood. “This plan is simple and di-
rect,” says Mr. Parnell, pointing out
that it pats advertising dollars to work
where they are most needed—building
up the smaller dealers who are respon-
sible for a large share of the retail radio
business.

Washer-lroner Sales
Reach All-Time Peak

Household washer and ironer sales,
continuing at the highest rate in his-
tory, broke through to new all-time rec-
ords in September, according to indus-
try figures recently announced by the
American Washer and Ironer Manufac-
turers’ Association.

Sales of standard-size household
washers in September totalled 354,094
units, an increase of 12.5 percent over
the previous high. 314,705 in June and
27 percent above 279,229 in August.
Washer sales in September, 1946, were
184,215 units. Sales of portable wash-
ers with a capacity of three pounds,
dry weight, being reported this year for
the first time, amounted to an addi-
tional 41,287 units in September. com-
pared to 43,834 in August and 50,000,
highest for the year, in January and in
February.

QEAMA Dealer Group

Honors Industry Leaders

The Queens Electrical Appliance
Merchants Association, one of the most
progressive dealer organizations in the
East, held a combined business and so-
cial meeting on November 25 an Jean-
tet’s Restaurant in Corona, L. I. High-
light of the meeting, presided over
by Joseph D. Loscalzo, president of
QEAMA, was the award of citations to
eight members of the appliance industry
“in appreciation for extraordinary co-
operation during the year 1947 In-
dividuals so honored are: Alex H.
Kolbe, Publisher, RADIO & APPLIL
ANCE JOURNAL; Earl Lifshey, man-
aging editor of Retailing; L. L. Suritz,
president, Majestic Brands; John W,
Walter, president of John W. Walter,
Inc.; Henry Feinberg, president, Barth-
Feinberg, Inc.; Sy Perkins, district
sales manager, Proctor Electric Co.;
Jack Tucker, U. S. Electrical Supply,
and Nick Aprigliano, sales manager.
E. A. Wildermuth Co.

Award from
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gnring the year 1947
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Replica of citation presented ta Alex H.
Kolbe, Publisher of Rodia & Appliance
Jaurnal.

A lively pre-Christmas party followed
the business session of the meeting.
Entertainment was furnished by Majes-
tic Brands, Inc., local distributors of
Majestic radios and records.

Glamorize Appliances

Miss Madge Dilts, Director of the Home
Institute of the lloover Company, has been
making a series of lectures to prospective
demonstrators in the appliance field. Her
advice may be used with profit by radio and
appliance merchants who want to improve
their sales techniques. “The average per-
son is more impressed by ‘seeing’ than by
‘hearing’ but it is the interesting combina-
tion of these two, showing what the appli-
ance will do, that creates buying interest,”
says Miss Dilts. She urges the need for
dealers to glamorize appliances such as
cleaners, which are rather prosaic.

Radio & Appliance JOURNAL ¢ December, 1947




Radio & Applianee JOURNAL ¢ December, 1947

Night view of Ochs Bros. new appliance center. Complete
visible “step-back” windows permit excellent displays.

New Trend in Location of

Department Store Appliances
A NEW approach to the merchandising of appliances

by department stores has heen tried and found
successful by Ochs Bros. Appliance Center in Faribault,
Minnesota. The Ochs Bros. store has just been completely
overhauled and redecorated and now occupies its own
quarters exclusively, separated from the department store
with which it is affiliated. Major reason for installing the
appliance department in its own store is the fact that
when it comes to buying major appliances for the home.
it is msually a joint venture by both husband and wife.
These purchases are generally made in the evening when
the main department store is closed. It is therefore con
ventent and more efficient to keep an individual appli-
ance store open rather than the entire department store
building.

Two large display windows at Ochs Bros. offer an ex-
cellert opportunity te exhibit a great variety of merchan-
dise at al ltimes instead of having to fit appliances into.
the crowded regular store display schedule. The new
appliance center is decorated in rose and blue with raised
flooring for viewing appliances at a convenient height for
casy inspection. All lines carried by Ochs are nationally
advertised. Besides major household appliances and ra-
dios, the stote also stocks a large number of small elee-
trical items.

The store management is very much enthused about
the way the public has accepted this new venture m
individual selling of radios and appliances.




NEWS NOTES OF APPLIANCES

Under the terms of a new policy now in
effect, General Electric's dealers are the
first in the history of the electrical appli-
ance industry to offer their customers an
iron-for-iron exchange for those irons
which fail under the terms of the war-
ranty, The new exchange policy makes it
possible for customers to return specified
GE irons which have failed to perform
according to guarantee and to obtain new
ones from their dealers. The dealer sim-
ply ships the faulty iron to the ncarest
G-E appliance service center and receives.
in turn, a new iron to replaee the one he
gave his eustomer.

Colen-Gruhn, Inc., 387 Fourth Avenue,
New York, has been appointed as exclusive
distributor for Tracy Stainless Steel kiteh
en sinks in the Metropolitan New York
area.

Clarence IF. Puckard, well known in the
appliance sales field in Salt lLake City,
has been named manager of the Jackson
Distributing Co.. distributor of Farns-
worth products in Utah, and sections of
Idaho, Nevada, Wyoming and Oregon.

M. C. (craig) Miller, who entered the
household appliance field more than 20
years ago, has been named manager of
sales  promotion and training for the
Norge division of Borg-Warner Corp.

The 1. W. May Corporation, exclusive
distributors  of major appliances in the
metropolitan New  York, Northern New
Jersey and  Connecticut  areas, have an-
nounced plans to take 300 vacuum eleaner
dealers and their wives on the first post-
war cruise to ltavana, leaving New York

Monday. May 3rd. 1948.

it Works Too!

Special officer Tex Wilson tests

out clean-up methods at  the
Hoover Exhibit during the Na-
tional Hotel Show recently at the
Grand Central Palace in New
York. The jumbo model on which
he is resting is two and a half
times the size of the regular
tHoover cleaner shown in his hand.
Incidentally, “Jumbo™ works.

D. R. Chenault Promoted

E. €. Bonia, vice president of the
Sparkes-Withington  Company  announces
the appointment of Dave R. Chenault, for-
merly assistant advertising manager to the
position of sales promotion and advertis-
ing manager for the Radio and Appliance
Division. Mr. Chenault, who was in sales

work before joining the Air Foree in 1913,
juined the Sparton organization seon after
his ddischarge and since then kas been
active in preparing and implementing many
of the company’s successful prowmotions,

Wally B. Swank, former sales manager
of the E. F. Johnsoa Co., Waseca. Minne-
~ota, has anounced the formation of his
own organization in Syracuse, M. Y. where
hie will represent the manufacturers of
several hnes of electrical and  electronic
equipment for all New York State ex
cept New York City,

1. and M. Sufrin, wholesale distributors
ol Stewart-Warner Radios and electrical
appliances in the western Pennsylvania,
Ohio and West Virginia area, asnounce
the appointment of Frank Morrison as
<ales manager.

Pietor H. Mever, wno has been con-
nected  with radio and  major  appliance
distribution for a quarter of a century
under the name of Guardian Sales and
Service Company, has incorporated under
the namme of Fictor Il. Meyer & Compan,
Inc.. 312 Fifth Avenue. New York City.
Ile is  distributor in  the met'ropolitan
area for Apex Electrical Mfg. Co., Gibson
Rejrigerator Co.. and Grand Home Appli-
ance Co.

Clifford O. E. Curtis, formerly sales
manager of the Bergman Norge Co.. has
heen appointed vice president of the firm.
Bergman Norge is distributor for &ll Norge
products in western New York and parts
of Pennsylvania.

The  Farnsworth  Television & Radio
Corporation has announced the appoint-
ment of Gravbar  Electric  Corporation.
Inc. of Denver, Colo. as distributor of the
firm’s  produects in  Colarade. Southern
Wyoming and Northern New Mexico.

Elected Chairman
of Household
Refrigeration Division

L

-

N. (. Macdenald, general sales
manager.  Crosley  Division, Aveo
Manufacturing  Corporation,  has
been  clected  Chairman  of  the
Household  Refrigeration  Division,
National Electrieal Manufacturers

A=sociation, at a meeting held in
Atlantic City recently. Macdonald.
who formerly was Vice President
and General Manager of the Cros-
ley Distributing Corporation of New
York. is a veteran of more than 20
yvears experience in the radio and
household  appliance industry.

New Crosley Manager

Appointment of Tom Mason as regional
Manager, Central District, for the Crosley
Division, the Avco Manufacturing Corp.,
has been announced by (. W. Kirby,
Domestic Sales Manager. Mr. Mason has
had extensive experience in the radio and
home appliance fields.

Two new organizations have heen added
to the rapidly growing list of distributors
for 4ir King Products Co., Inc. of Brook-
lyn, N. Y. They are: Radio FElectric Ser-
vice of Pennsylrania, Inc. and Chamrose
Distributors of Jamaica, Long Island.
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Prepare Standards for
Better Disc Performance

Work is being started immediately to
prepare standards which it is expected
will result in better performance of disc
records used on home record players
and in broadcast studios, the American
Standards Association announced re-
cently. The work as planned will also
include magnetic recordings and sound
track on film. A new committee, under
the leadership of the Society of Motion
Picture Engineers and the Institute of
Radio Engineers, has already taken the
first steps toward this end. Representa-
tives of the radio manufacturers, the
motion picture industry, broadcasting
companies, and the War and Navy De.
partments, are cooperating.

Standard definitions of terms, meth-
ods for determining the quality of the
~ound and standard dimensions to in-
sure complete interchangeability and
more satisfactory operation of auto-
matic record changers are among the
problems to be undertaken immedi-
ately.

New Catalog Gives Causes
of Home Recording Defects

A new and informative catalog just
issued by Aim Industries, 41 Union
Square, New York, contains valuable
information on home recording and in-
structions on how to avoid some of the
most common defects. [llustration 1
shows grooves cut with good feeding
mechanism-—note the even spacing. No.
2 shows the “spoke” pattern caused by
overloaded motors or vibrations due to
worn drive gear. No. 3 visualizes “skip”
patterns, brought about by imperfec-
tions or dents in the recording disc.
1llustration 4 shows the “*Moire” pat-
tern produced by vibration in the re-
cording machine, worn rubber drive
wheels. or dirt in the thread of the
mechanism. The last illustration. No. 5.
reveals uneven spacing caused by an
inferior feed mechanism. The catalog
also lists many practical suggestions for
the elimination of record hum.

Wins Novel Record Promotion Contest

It was an unusual and interesting contest sponsored by Northeastern Dis-
tributors of Boston on behalf of M-G-M Records. Photo shows Mrs. Doris
MacLean, representing the record departmemt of Byram & MaeLean, Dan-
vers, Mass. happily accepting the top prize of $100. Others in the picture.
le’t 10 right, are: Bruce MacLean, Gardner Hinckly, MGM sales representa-
tive, Harrv Byram, and Jim Tighe, advertising manager of Northeastern
Distributors. “Holiday for Strings” was the album chosen for the contest.
each dealer receiving a number of points for each purchase. Describing the
contest as one of the most successful ever originated by an euastern record
distributor, Mr. Tighe points cut that dealers throughout New Englund were
solidly behind the contest, terming it an excellent promotional aid and an
added incentive to their record personnel.

RMA Officials Map Action
Against Petrillo Ban

The RMA Board of Directors has
authorized its president, Max F. Balcom
znd other RMA officials to participate
in the joint industry action in opposi-
tice to restrictions imposed on record-
igs aad certain music broadcasting by
president James C. Petrillo of the
Anierican  Federation of Musicians.
President Balcom and past President
R. C. Cosgrove, who is chairman of the
RMA-NAB Liaison Committee, will
represent RMA on the Music Industry
Comniittee, while Vice President Bond
Geddes will act for RMA as a member
oi the Planning Committee.

Organize Credit Bureau
For Disc Manufacturers

An organization to be known as the
Record Manufacturers Credit Bureau
Iras been formed by Isidor Magidoff, a
lawyer and certified public accountant.
The organization was sugested by a
number of independent manufacturers
cf records. who, says My, Magidoff.
maintain that there is no recognized
credit bureau in the industry despite
an urgent need for this type of infor-
mation.
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Effective Display

R. H. Macy believes in cflce-
tive window display to move mer-
chandise. This recent display.
promoling television, brought rece-
ord sales to its Iifth Floor Music
Center, one of 1the world's largest.
Note how modern abstract art is
emploved to express modern feel-
ing of televizion.

—




Only $1.50

Join the hundreds of better dealers
from coast to coast who are putting
this nifty seller up on TOP!

Sells Itself. .. thousands of pleas-
ing plays appeal to your thrifty
customers.

Silent Salesman display card...
eye-catching . . . carries self-selling
sales shorts,

Guaranteed by the country's lead-
ing precision jewel manufacturer.

UNPRECEDENTED
PROFIT FOR YOU!!

List price per card of 12 $18.00
Your regular cost 9.00
Your usual profit $ 9.00

Your introductory bonus of two (2)
ONE-FIFTYS ABSOLUTELY FREE! 3.00

YOUR PROFIT $12.00

ORDER A CARD NOW!

INDUSTRIAL SAPPHIRE MFG. CO. INC.
131-35 AVERY AVENUE  FLUSHING, N. Y

) cards of ONE-FIFTYS,
PLUS my introeductory bonus. Plus ( )
color brochures describing the entire
NORRIS line.

Name_
Address____ _
MAIL TO YOUR DISTRIBUTOR OR DIRECT TO INDUSTRIAL

New Coin-Operated Recorder Captures
Imagination of Dealers and Public

Wilcox-Gay’s new coin-operated recorder has become a great hit with the
bobby-sox crowd. The deviee is designed for wuse in all public places with
heavy passerby trafhie.

Taking advantage of the new npsurge
in public interest in all phases of re-
cording (see special Home Recorder
Section in the November Issue of Radio
& Appliance Journal) the Wilcox-Gay
Cororation of Charlotte, Michigan, one
of the pioneers in the recorder ficld, has
just produced a new device called the
Recordio-Gram which holds promise of
taking the industry by storm.

The device is a completely automatic
coin-operated recorder which has a
conventional telephone as its micro-
phone. It will be placed in a wide
variety of public places, including thea-
tres, hospitals, night clubs. stores.
travel depots, hotels, resorts. taverns,
colleges, and many other places which
have a heavy passer-by traffic.

The essential merchandising princi-
ple back of the coin-Recordiu is that
everybody wants to hear how their voice
sounds. This machine now makes it
possible for millions of people to send
“voice letters” to their families. friends.
office, in much the same manrer as
they now send a letter. The operation
is simple and automatic: a person de-
posits a quarter in the machine, picks
up the phone, and from there on is
directed by a series of cleverly worded
instructions which tell him what to do.
The recording itself lasts two minutes,
and before the plastic, unbreakable rec-
ord is delivered, the speaker hears a
playback of his recording. A handy
mailing envelope may be purchased
from the same machine for five cents.

Demonstrated for the press last
month at the Hotel Astor in New York
City, the Recordio-Gram received an
enthusiastic response. After “Chet”
Wilcox, president of Wilcox-Gay had
explained the new unit, there was

unanimous agreement that this machine

would do much to raise the public's
acceptance of home recorders. Said one

scasoned observer: “This is terrific: it
will do for the home recording industry
what automatic record changers did for
the phonograph industry.”

“Chet” Wilcox, president of the

Wilcox-Gay Corporation, explains

the new coin-operated recorder to

the press at the Iotel Astor. At

right is Bob Timms, of Cramer-

Krasselt Advertising Ageney in Mil-

waukee, firm handling the Wilcox-
Gay account.

The tone range of the machine is
above average. It automatically adjusts
itself to make excellent recordings de-
spite variations of low-voiced adults
and high-pitched children. The tele-
phone-type  receiver-transmitter  has
been  designed to eliminate “mike™
fright since everyone has had the ex-
perience of using a telephone. The
Recordio-Gram has a six tube ampli-
fier rectifier and separate recording and
playback channels. Dimensions of the
unit are 29%” high, 214" wide and
2834 deep. It is priced at $645 without
the base and is being sold direct by the
Wilcox-Gay Corporation. Just what part
the radio and appliance dealer will
play in merchandising and servicing
this new product is still in doubt, but
the concensus of opinion is that alert
dealers can use the recordio-gram to
build their own recorder business while
1t the same time realizing an excellent
profit,
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NEWS of the DISC INDUSTRY

Wire Recorder Display

Release of a new series of point-of-sales
aids featuring their wire recorder has heen
announced by the Webster-Chicago Corpo-
ration. These sales aids consist of two
attractive counter and window display
cards that demonstrate uses of the Webster-
Chicago Wire Recorder. Also included is
a large window streamer urging passers-by
to see the wire recorder demonstrated. The
displays are designed to be extremely use-
ful when shown with the wire recorder
unit, Used on counters, they direct atten-
tion to wire recorder trafic displavs on
the selling floor of the store.

Sanford W. Rederer. sales manager for
Muavfuir Records, announces the appoint.
ment of J. E. Miller Company of 80 Twen-
ty-Sixth  Street, Pittsburgh, as exclusive
distributor in - Western  Pennsylvania  for
its line of unbreakable records for child-
ren.

John Ilammond, president of Keynote
Records and [Irving Green, president of
Mercury, have announced the completion
of arrangements for the production and
distribution of the vast library of classical
records obtained recently by Keynote un-
der an exclusive rights arrangement with
the Gramophone Industries of Czecho-
slovakia. The new line will bear the label
“Keynote Classics”.

Sales figures for the month of October
for Majestic Kecords, Inc.. show a sharp
rise over the previous month according to
Parker H. Ericksen, newly-elected presi-
dent of the Elgin, Illinots diskery. While
the usual Fall upswing is admitted to he
a factor in this increase, Majestic execu-
tives feel that the closer coordination be-
tween recording. scheduling promotion and
selling is largely responsible as well as
the increasing popularity of Majestic’s
top artists.

Capitol Records announce a change in
its record releasing policy designed to
sive dealers hoth better service and better
merchandising. Effective December 29,
weekly Capitol record releases will con-
tain balanced material giving news of all
its record classifications. There will be no
change in the average total number of
records under the new plan.

The RCA Victor Record Department
has announced the inauguration of a series
of one-day clinics for its record distribu-
tors and their key officials from New York,
Newark, Washington, Baltimore, Harris-
burg and Philadelphia. Discussion of sales,
advertising and promotion plans for 1948
will he highlighted. RCA Victor Division
has announced the appointment of four
section heads to organize sales functions
of the Record Department. The new heads
and the fields of their respective sales
operations are: E. L. Dodelin, Western,
Blues, and Rhyvthm reeords; G. L. Keane,
PPop Records; L. F. Sariege, International
Records; and L. E. Siagel, Red Seal.

Price Display Cards

In a move to ecliminate dealer incon
venience in making hand and home made
price display cards, RCA Victor is now
offering a standard, color-trimmed display
card featuring an eye-catching white center
block for pricing. Cards are available to
dealers immediately through RCA Victor
Ilome Instrument distributors. Four and
a half by five inches in size and made of
heavy cardboard, the price cards frature
a white-on-red “RCA Victor” identifica-
tion along the top border. Speaking of
signs, RCA has also created a new, perma-
nent point-of-sale identifier, a neon tubular
window sign specifically designed for re-
tailers handling RCA Victor television and
radio instruments. The display is complete
with all accessories and has the glass neon
tubing mounted on a metal {rame for
rigidity.

Needle Display

A striking display-demonstrator of clear
Lucite has been developed for the Fideli-
tune Supreme needle by Permo, Inc., of
Chicago, makers of the product. This dis
play is one foot high; giant needle is of
golden metal, while the circular plaque is
in gold and deep blue. Displays are avail-

able through Fidelitune distributors.
Plcase mention RADIO & APPLIANCE
JOURNAL, December, 1947 when writ-

ing to manufacturer,

Recorder Circular

A series of 10 Magnetape recorders and
accessory equipment is described and fea-
tured in a recently-revised 8-page circular
issued by Magnephone Division of Ampli-
fier Corp. of America. These ten units,
first of a complete line of magnetic tape
recorders and playback instruments, fea-
ture extended frequency response, adjust-
able tape speed. portability and an 8-hour
play. Prices range from $234 to $560.

Asher Shuffer, has been named assistant
central sales manager of the Eastern Com-
pany in Cambridge, Mass. Thomas Reilly
will head the new sales department to be
known as the RCA Engineered Products.
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THE RECORDISC LABEL
RINGS UP RECORD SALES

BECAUSE the proof is in the platter!
Thousands of home recordists have
tried RECORDISC blanks . . . they
come back for repeat sales, they tell
their friends.

BECAUSE RECORDISC blanks are
made by the world's largest home
recording blank manufacturer accord-
ing to the most exacting professional
standards.

BECAUSE the same holds true for
precision - perfect RECORDISC styli
and needles. Remember just one fact:
when your customer sees the RECOR-
DISC label, your cash register plays
a concerto. And that, Mr. Dealer, is
proof positive!

Write today for
latest Recordisc
Catalogue.

"PIONEERS IN
RECORDING
ACHIEVEMENT"

| THE /?fv yﬁﬂ/ﬁfﬁﬂﬂk

395 Broadway, New York 13, N. Y.
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rrard Record Changer
Garrard Sales Corporation, Broad-

way., New York City, is extending dealer-

agent appointments for its record changer,

315

This move is part of a new sales pro-
aram, announced by Leonard Carduner.

<ales manager. The Garrard record changer
i~ mounted in a compact carrying case
16 x 10 x 14 inches. Casc is made of wood,
covered with light brown parchment style
leatherette, This is one of the three styles
of completely packaged Garrard  units,
Please mention RADIO & APPLIANCE
JOURNAL, December, 1917, when writing
to manufacturer.

Christmas Album Display

Emphasizing the theme that records are
the gift that keeps on giving, RC\ Victor
has created a three dimensional Christmas
display fcaturing outstanding albums for
national dealer distribution to spark holi-
day sales. The display is fashioned out of
heavy cardboard and features an angel
reproduced in eight pastel eolors mounted
on a record four feet in circumference,
This year’s Christmas display underscores
wide  selection of merchandise, and its
compactness (only three feet high) en-
ables prospective record buyers to sce a
variety of quality albums at a glance. An
effective eye-catcher, it can mounted
easily on tables or counters.

be

Pickering Cartridge

The Pickering Cartridge offers a direct
replacement. mechanically, in existing rec
ord changers and players without any
changers. The mounting is effected by a
unique keystone clip which permits ad-
justments  for minimum tracking ervor.
This item is distributed by F. Summer
Hall, Inc.. 20 West 57th Street, N. Y.
Please mention RADIO & APPLIANCE
JOURNAL, December. 1947 when writing
to manufacturer,
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This department will be o regu-
lar feature of Radio & Appliance
Journal.

Window Eye Appeal

fnaugurating its 1917-1648 Windew Dis-
play Service, the RCA Victor Home In
strument Department announces the debut
releasc, the Standing Girl Console Display.,
a six-in-one, full eolor item desigred for
eve-gppeal  effectiveness  and  adaprability
to store locations. The initial display is a
life-size, full color lithographed reproduc-
tion of an attractive girl attired in evening
gzown and posed halding a lithegraphed
record as demonstrating 2n RCA Victo:
radio-phonograph ccembination, Additiona!
units of the display consist of five indi
vidual and different tull-color reproduction-
of floral bonquets. Each comes easel-Lacked
and can be used anywhere in the store
or with any RCA instrument.

Jukehox Phoncedle

The
phononcedle is back again.
are specially made of the fine<t osmium al-

Jukebox

needles

Recoton
These

well-kinown

loys for long life and service-free per-
formance. Each necedle comes in an in-

dividual packet sealed for the operator’s
protection. Please mention RADIO & AP-
PLIANCE JOURNAL, December, 1917

when writing to manufacturer.

Radio &

Appliance JOURNAL

New Needle

The Aero Needle Company of Chicago
now has completely rounded out its line
by introducing a new “49%r” long life
needle which retails at 49 cents. The
newest addition has the curved spring de-
<ign that assures fidelity with minimum re
ord wear. Attractively packaged, and to )«
nationally advertised, the “49%er” is now
in production and will be shipped on at-
tractive 24-needle display cards.

Needle Counter Display

-mnnmnan

FEDERAL SAPPHIRE PRODUCTS
ELMMHURST M ¥

Coincident with the introduction of a
new Euphonic phonograph by the Federal
Sapphire Products Co. of Elmhurst. N. Y.
the company has prepared an attractive
counter display to feature the new prod-
uct. The “Federal Euphonic” has a dia-
mond lapped, micro-polished sapphire ti;
for longer life and less record wear.

Children’s Phonographs

Universal

Mart  Associates Corp., 15
Moore Street, New York City, is now in
production on a new line of children's
electric-amplifier table model and concole
phonographs. Each unit is equipped with
an awplifier, high gain crystal pickup.
Alnico 57 V <peaker motor and turntable.

* December., 1947



By
JOSEPIL C.
MARTIN

Records Are An All-Year Business. Here Are New Ideas to Spark Those Dise Dollars

e//)hoto at top of page illustrates
how effectively a record dealer
can utilize display to promote
record sales throughout the year.
The point made by the writer of
this article, Mr. Martin, is that
smart record merchandising de-
mands a continuous approach to
sales promotion rather than a
haphazard hit-or-miss attempt at
certain  high spots during the

holiday season.

Christmas Albums
are Great... BUT

(,\Cl“. a vear, the record dealer’s
merchandising problems seem to

he solved for him by the manulactur-
ers. It's easy, they say, to stock up on
Chrismas earols, St. Nicholas ballads
and pretty red and green displays
and streamers. Oh, yes, don’t forget
a good supply of children’s albums.
No one, however, wants to remem
her that clothing stores don't feature
only red znd green mufllers, and to-
bacco  shops don’t sell snow-filled
cigarettes. 1o get down to cash-regis-
ter facts, don’t go overboard on tra-
ditional ~ Christinas  merchandising.
I'here’s no doubt but you will sell
carols. sacred songs, and children’s
items. but if you were a buyer of

Radio & Appliance JOURNAL ¢ December, 1917

records  rather than the seller.
wouldnt vou give vear ‘round al-
bums as gifts rather than the tradi-
tional?

It is not my intention to discourage
the sale and prometion of Christmas
or other seasonal albums. but there is
a possibility of the dealer becoming
so engrossed with these specialized
items that he neglects his large inven-
tory of single-side records. Take a
quick iuventory of those singles. Set
up displays under such group head-
ings as: “For Sis”. “For Mom™, “For
Aunt Susie”, “IFor Junior”, etc.

How about setting up a special dis-
play of “Songs to remember”? Make

(Continued on page 38)




Christmas Albums
Are Great ., .. But
(Continued from page 37)

this Christmas your end-of-the-year
clearance. Gather together those plat-
ters of songs long dead and sell them
as “Memories of 1947.”1t’ll work too!
Hollywood proved it with revivals.
Just take a look at the current box
office for Gone With The Wind. It
beats anything current.

Americans have always been at-
tracted by the word “imported.” No-
where else in the world do purchasers
become as excited over British wool-
ens, French perfumes, Irish linens,
or even Spanish olives. How’s your
line of imported records. Although
the price of imports is usually higher
than domestic products, the profits
are commensurately larger. Check
with distributors of imported records.
Some wonderful pressings are now
coming in from the continent. And
many record buyers believe: “If it’s
imported, it’s got to be good.”

Don’t forget to tie in your window
displays with the Freedom Train
when it reaches your city. What bet-
ter oportunity to feature Irving Ber-
lin songs, American Folk Albums,
marches? Check with your local
theatre manager as to his coming
schedule of attractions. There isn’t
an easier method to build sales than
by tie-ins with the current motion
picture. Best cooperative promotion
scheme we heard of along these lines
is the record dealer who ran a con-
test in cooperation with a theatre
manager. Entry blanks were issued
at the movie house for free records
or albums. The main point we want
to make is that record selling is a
‘year round business’ and not some-
thing that should be stressed at

What They Want Most

Radios and phonographs are the
first choice of women as the gifts they
would like most to receive on Christ-
mas morning. This fact was determined
in a ten-city survey of 1,005 women,
8.3% of who named radios and phono-
graphs as their most dcsired single
gift as compared with 7.1% who picked
furs and fur coats. The survey was

Don’t ‘Needle’ Customers

@0 your clerks usk “VNeed any
needles” Stop it right now! Don’t
ask a question that automatically
can le answered with a “No”.
Try saying: “A new needle, you
know, will protong the life of the
records you've just purchased
and add to your enjoyment.”
Watch how your customers reuct
to a positive suggestion instead
of a negative one.

g,?/ggressive and forward-look-
ing record retailers know that it
takes constant sales effort to scli
records. Attractive window dis-
plays and adequate stocks are
requisite to successful record and
album merchandising, but it re-
quires more to achieve a reputa-
tion for top disc sales, week-in-
week out.

These two pictures illustrate
some novel ideas which mer-
chants have used with remark-
able effect. Top photo shows how
one record retailer set up a sepa-
rate department for children’s
platters.

Lower photo shows how one
sales-minded retailer, desiring to
push sales for a well-known
group of records made by a
famous warbler, discovered, after
some investigation, that this same
songster was a “local boy” from
his neighborhood. With some ef-
fort, he invited the ‘““local boy”
to his store (Buddy Rich) and
built an entire public showing

FM Booklets

As part of its increasing effort to pro-
mote the popularity of FM, Stromberg-
Carlsen has prepared an attractive counter
card helding consumer booklets devoted
to a simple explanation of frequency mod-
ulation. The pamphlets and display cards
have been made available to authorized
Stromberg-Carlson dealers for distribution
to store customers. This is the third in a
series of similar FM booklets bearing the
Stromberg-Carlson name which have proved
extremely popular.

Elec¢tronie Blanket

A newly-created sales display, that simu-
lates a bed demonstration of the Simmons
electronie blanket, in actual operation, is
shown by John Roemer, merchandising
manager of the electronic blanket division
manager of the electronic blanket division
of the Simmons Company. The transparent
lncite foothoard features selling copy. and

the control cabinet is supported on a small
shelf.

New Sales Manager

lugo Sundberg has been ap-
pointed sales manager of the Job-
ber Sales Division for Utah Radio
Products, a division of the Inter-
national Detrola Corporation, in
[untington, [ndiana. He is in charge
of promoting and selling Utah’s
more than seventy models of per-

conducted by the magazine Sales around the event. Result: {?u(ldy et
Management Rick’s records sold like wildfire. manent and electro  magnetic
’ speakers.
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Success of the Town Meeting of Radio Technicians

will be watched by the entire radio service industry

OR the first time in the history of

the radio servicing industry, all
branches of the radio field have
joined together to sponsor a program
which holds promise of opening a
new era for improved service by ra-
dio technicians, and better apprecia-
tion of that service by the public at
large.

The program consists of a three-
day Town Meeting of Electronic
Technicians to be held in Philadel-
phia, January 11, 12 and 13, 1948.
The program, which has been in
preparation for many months, is a
joint undertaking by the Radio Parts
Industry Coordinating Commiittee,
the Sales Managers Club, Philadel-

phia members of the National Elec-
tronic Distributors Association, the
Electronic Parts and Equipment
Manuaiacturers, and the Mid-Lantic
Chapter of the Representives with
the assistance and cooperation of the
federation of Radio Servicemen’s As-
sociations of Pennsylvania and the
Philadelphia Radio Servicemen’s As-
sociation.

The three-day town meeting, which
may more properly be called a sales
and technical clinic, will provide ra-
dio technicians in the Philadelphia
area with the latest electronics techni-
cal information and with expert ad-
vice on various phases of small
business management. Most of the

Radio & Appliance JOURNAIL ¢ December, 1947

technicians for whom the program is
designed either work for others or
operate shops with from one to 10
employes.

This boldly imaginative training
scheme for radio service men has cap-
tured the interest of the entire trade
in all parts of the country, says H.
W. Clough, chairman of the Radio
Parts Industry Coordinating Commit-
tee. “Success of the Philadelphia show
will be watched by the entire indus-
try,” says Mr. Clough, adding, “For
too many years, we in the radio in-
dustry, preoccupied with the prob-
lems of building a new industry in a
new and rapidly developing field,

(Continued on page 40)
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RADIO WAREHOUSE inc.

73 East Mill St., Akron, Ohio

—

Better get on our

MAILING LIST!

If you haven' sent us
your name and address,
do it now and be
sure of’ getting

our monthly

BARGAIN
BULLETIN

and all special
Deals we offer

CLIP THIS
COUPON TODAY

 OLSON

| RADIO WAREHOUSE .
73 E. Mill St., Dept. 110, Akron, O.

| Sure, put me on your List.
| 1 want to save time and money.

I [J1 have a Service Shop.

[CJ1am an Amateur or Experimenter.

| NAME_ -
| ADDRESS

|

A )

10

The Philadelphia Experiment

(Continued from page 39)

have neglected the needs of the radio
technician. The people to whom he
should look for help in his business
are manufacturers and distributors of
parts and sets.

“l consider the Philadelphia ex-
periment a significant step forward
in terms of industry relations. It is a
sign of industrial maturity and a rec-
ognition of industrial responsibility.
Success in Philadelphia will encour-
age further cooperative ventures,”
says Mr. Clough.

The overall program is in charge
of Harry A. Ehle, Chairman of the
Coordinating Committee’s subcom-
mittee on the Town Meeling of Radio
Technicians. At the present time, it is
planned to open the three-day sessions
on Sunday night, January 11. This
will be a keynote meeting. All-day
sessions on Monday and Tuesday at
the Bellevue-Stratford Hotel are cal-
culated to give technicians the latest
information on

management  and

technical subjects designed to be

most uscful to him in his own shop.
Extensive coverage of television and
FM, unfamiliar to most technicians.
will be designed to furnish the hasie
for him to

information necessary

understand work in those
fields.
The program will de-emphasize

brand names and all manufacturers

repair

will refrain from merchandising dur-
ing the sessions. The only exhibits on
display will be those from within the
industry, embracing test equipment
manufacturers which will be shown a«
matters of technical information.

The program has been created so
that it will appeal to every type of
radio technician, including discus-
sions and demonstrations on finance
and merchandising as well as techni-
cal subjects.

It is expected that upwards of 5,000
radio technicians will attend the ses-
sions, which, if successful, will he the
first of a series to be held in kev
cities throughout the nation.

Plan “Town Meeting” for Service Industry

On November 11, this group of trade press and consumer magazine editors

met in Philadelphia to hear outlined the complete plans for the Town Meeting
of Electronic Technicians, schedunled to be held at the Bellevue-Stratford lotel
in Philadclphia early next month. Above, in the usual order of left to right,
starting with the man nearest camera, are: Al Steinberg, Louis Dion, Appliance
Dealers  Association, H. Browning, public relations director for the event, 1.
Mauspaugh, Radio & FElectronic Jobber News, Stanley Meyers, P.R.S.M.A., Nat

Boolhack, Editor of RADIO & APPLIANCE JOURNAL, Fred Shaunamarr.
Radio-Craft, Harold Ellis, Radio & Television Retailing. Norman Chalfin, Radio
News, Lewis Winner, Service, May Shupack, Advertising Age, Harry A. Ehle,
President of International Resistance Corp., John Stern, Radio Electric Service
Co., Joszeph J. Roche, Radio Maintenance, Claire Doris, Tide Magazine, Lee
Robinson. Radio & Television Retailing, John Milton, Printers Ink, J. R. Benge,
Mid Atlantie. S, 1.. Cahn, Radio Service Dealer and Morris Green, Abro Radio Co.
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NEWS OF

Expanded services for the manufacturer
members of the RMA Parts Division and
the RMA  Transmitter Division will be
undertaken at once with the appointment
of staff assistants to the respective Divi-
<sions and their Chairman, J. J. Kahn, of
Chicago. and S. . Taylor, of New York.

Albert Giddis is $500 richer than he was
because he can write, That was the amount
Mr. Giddis carned when he won a hundred
word contest conducted by John F. Rider
Publisher, Inc., publisher of Rider man-
uals and electronic textbooks. Mr. Giddis,
who lives in lLowell, Mass. has been in
radio servicing since 1925.

Ward Leonard Electric Co. of Mt. Ver-
non, New York, has established a New
England office at 37 Webster St. in Hart-
ford, Conn. €. F. Shea, will serve as dis-
trict manager,

The [ F. D. Manujacturing Co. Inc.,
has instituted an advertising assistance
program for radio jobbers. Mats and elec-
tros of all J. K. D. products are available
for use in preparation of ads, catalogs
and mailing pieces. Write for details to
the ¢ompany at 1117 Fort Hamilion Park-
way, Brooklyn, N. Y.

The S/C Laboratories, Inc. of Newark
N. J. has appointed the Radelma Com-
pany, 53 Park Place, New York. to handle
their eaport sales.

COMPONENT

Visitors at
RCA Tube Dept.

Among recent visitors to the RCA
Tube Department home office at
Harrison. N. J., was George Weak-
ley (center). Parts Department
Manager of the Braid Electric Com-
pany, Nashville, Tenn. Flanked by
Len Batiaglia (left), RCA Renewal
Sales Sectiom. Mr, Weakley is get-
ting the pitch on RCA’s line of
“rd(lin engineered”  batteries  from
A. €. =Cam” Duncan. Manager of
RC \ Bamn Sales.

PARTS

J. Arden Still has been named as

man-
ager of the Southwestern Division. Dis-
tributor Tube Sales, Sylvania Electric
Products Ine. He succeeds Ray Carson.

who has resigred to establish his own
business as manufacturers’ agent in San
Antonio, Texas.

INDUSTRY

Don €. and Williain 1. Walluce, manu-
facturers representatives, have established
new offices in the Bendix Building, 1206
Maple Ave., Los Angeles. The firm will
represent  eastern  electronic factories in
the western area. Two appointments in
the Equipment Sales Organization of the
RCA Tube Department have been an-
nounced. G. R. Rivers is Manager, Tube
Sales Group, and G. H. Myers has been
made Manager of the newly-organized
Customer Service Group.

Westchester Electronic Supply Co. of
333 Mamaroneck Ave., White Plains, N.
Y.. has been appointed distributor for the
following lines: Par-Metal Products, Jen-
sen Loud Speakers, Eveready Batteries and
the Hallicrafters Co.

The Pioneer Radio Supply Corp. of 2115
Prospect Ave., Cleveland, Ohio, has been
named distributor of RCA tubes, batter-
ies, parts and test equipment.

Components Catalog

Insuline Corporation of America, Long
Island City, N. Y., is now distributing its
new catalog which is printed in color and
consists of 52 pages describing and illus.
trating more than 2000 radio-electronic
components, including thousands of stand-
ard radio parts plus many new items
representing the latest advances in the
radio-electronic field. The catalog is avail-
able now at no cost to all users of radio-
electronic components.

Serving the
RADIO TRADE

_since 192 1929

TUBE SHIELDS
. @ G All types. including
ST-12, ST-14, T9,

miniature and loktal tube shields. Sold individu-
ally and in package of 100 assorted for Tube
Dealers and Servicemen.
TS-100 . List $25.00

JFD POCKET ALIGNING KIT

Hondy leatherette case, contains
4 different useful aligning wrench-
es and screw-drivers,

No. 5-75

/)

PRECISION
MADE

| g i

.

e

oy -

List $3.00

e g

JFD RADIO INTERFERENCE FILTER

» 7 Exceptionally effective. Used

3 ® on 110 volts AC or DC up t0 5
3 7 amps. Inductance-capacitance
Ol filtering  action.  Handsome

> brown wrinkle case, bl/5-ft. cord.
7" No.ST-1040 . . List $7.50

JFD FLUORESCENT LIGHT NOISE
SUPPRESSORS

Underwriter's Lab approved. Easi-
ly instolled. Suppresses fluorescent
lamp noise, as well as interference
from electrical appliances.

No. ST-1030 . . List $1.50

=

Buy these essentiol JFD parts from your
Nearest Parts Jobber

Write for COMPLETE JFO CATALOG today'

MANUFACTURING CO. Ine.

4111 Fort Hamilton Parkway
Brooklyn 19, New York, U.S.A.

This new “turnstile’’

orienting!

it cames complete for anly $13.50 list.

TURNSTILE

THE WARD PRODUCTS CORP.,

EXPORT DEPT.:
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| Ward Products scores again with @ new high-gain 2
non-directional FM dipole, the Model FMT-61. b

dipole picks up FM signols
efficiently from ALL directions, daes not require

Engineered for quick assembly oand easy maunting, /

/
{
See your Ward dealer ar jobber, or write us direct. / / \

C. W. Brandes, Mgr., 4900 Euclid Ave.,

IN CANADA: Atlas Radio Corp., 560 King St..

wear [7 (A

FROM &&[L'pmzcnous

/ LIST PRICE

/o 1%13.50

NON-DIRECTIONAL

DIPOLE

Division of the Gabriel Company
1523 E. 45th St., Cleveland 3
Cleveland 3

W., Toronto, Ontario
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Transmitter Kit

Micamold Radio Corporation, Brooklyn.
N. Y. announces the first of a line of
amateur radio equipment which it calls
a CW Transmitter Kit. The kit includes
all parts and complete instructions to as-

semble a well-engineered transmitter
which is rated at 45 watts input to the
final amplifier. Please mention RADIO &
APPLIANCE JOURNAL, December, 1947

when writing to manufacturer.

Supreme Issues Index

Supreme  Publications of Chicage, 111,
publishers of radio books and diagram
manuals, has just published an individual
index to simplify the finding of required
material in any of its six manuals from
1926-38 to 1946 volume.

NEW COMPONENT PARTS
RADIO AND APPLIANCE JOURNAL

SECTION

PM Speakers

A standard line of PM speakers for gen-
eral replacement and sound-systems lhas
been announced by the Renewal Sales Sec-
tion of the RCA Tube Department. Made
to RMA standards, RCA’s speakers feature
high quality cones for rattle-free response
and RCA’s ioistureproof centering.

Measurement Instrument

el

Latest addition to the line of quality
measurement instruments manufactured by
the Electronic Measurements Corp., 423
Broome St., N. Y. C., is the Model 120,
which, the manufacturer states, gives the
widest resistance range (12 ohm to 300
megs.) and highest AC voltage sensitivity
(10,000 ohms per volt). Please mention
RADIO & APPLIANCE JOURNAL, De-

cember 1947, when writing to manufacturer.

Replacement Speakers

i

Utah Radio Products, Division of Inter-
national Detrola Cerporation, Huntington,
Indiana, announces three new auto radio
replacement speakers which are available
in sizes of five, six and seven inches. Each
model incorporates a 3 ohm voice coil and
4 ohm field coil. Speaker mountings are
square type. Please mention RADIO &
APPLIANCE JOURNAL, December 1947,

when writing to manufacturer.

Seagon’s Greetings

F.C.C.
approves
TELEPHONE

RECORDING
after
JAN. 15
1948

IRV BROWN

DAVE KUBRICK
MANUFACTURERS' REPRESENTATIVES

(omlnmng over tuwenty-five years of sales and technical ex-
perience . . serving RADIO, TELEVISION and ELEC-
TRICAL I’IRTS and EQU"’"E\’T manufacturers and jobbers.

Representing TRANSVISION TELEVISION, OAK RIDGE TV AND FM
ANTENNAE, and other nationally known quality lines in Greater
Me’ropoh'un New York, The State of New Jersey, Philodelphio,

Baltimore, and Wushvng’on D.C.
CAN ASSURE COMPLETE COVERAGE

TO ONE OR TWO ADDITION AL
QUALITY LINES.

Procressive MARKeTERS

41 Union Square New York 3, N. Y.
ALgonquin 4-7486

Model HM Filmgroph; recording copocity
up to 88 hours on single small reel of
film, cost only 2l/c per hourt

FILMGRAPH PERMANENT RECORDERS ond INSTANTANEOUS REPRO-
DUCERS record 2-woy Telephone conversations, conferences, interviews,
dictotion, (*'TALKIES'® with 8 or 16 mm silent or sound projectors)
AUTOMATICALLY, CONTINUOUSLY ond PERMANENTLY,

MILES "‘TELEMIKE''—a midget Inductor picks up for Group Loud Speaker
listening ond/or for Recording 2-way Telephone conversations. May be
operated with standard Rodio Receiver, Audio Amplifier or Recorder.
‘"Telemike’* requires no electrical connection 1o telephone or wire.
“‘TELEMIKE'* fits over the outside of desk or wcll telephone or may
be concealed inside bose of cradle type telephone or ringer box of
telephone. Attractive discounts,

@

MILES REPRODUCER CO., Inc.
812 Broadway, New York 3, N. Y.

Ccble Address MILESMAN New York
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Smooth Power Motor

Redesigned to meet the increased power
requirements of wire and tape recording
units, a new and improved RM.4 smooth
power motor for general small motor ap-
plications has been developed by The
General Industries Company, Elyria, Ohio.
Features of the mew model include the
addition of a bottom motor cover, and
special locating and loeking means for
both top and bottom covers which assures
Ligh accuracy in alignment of rotor with-
in the stator bore. Please mention RADIO
& APPLIANCE JOURNAL, December,

1947 when writing t¢ menufacturer.

Current Resistors

Ward Leonard Electric Co., Mount Ver-
non, N. Y., announces the development of
their Edgeohm high current resistors which
are applicable to uses for starting dynamic
breaking, field discharge and plugging re-
sistors on D.C. or A.C. motor controllers
and other intermitfent duty high current
applications. Please mention RADIO &
APPLIANCE JOURNAL, December 1947,

when writing to manufacturer.

New Rider Manual

The latest John F. Rider *“Perpetual
Troubleshooter’s Manual—Volume xvi,” en-
compasses products of 94 manufacturers of
radio receivers, and inaugurates a new
policy in that it will now appear three
times yearly instead of annually. Accom-
panying the volume is a separate “llow It
Works” book and Index.

Scientific Toys

The new electric motor kit and book No.
11 manufactured by Fun Fair Industries,
Inc., 66 Beaver St. Brooklyn, N. Y., is the
first of a line of scientific toys offered for
merchandising through radio and appliance
stores.

VHF Tuning |

A new device which goes a long way |
towards solving problems of VIIF tuning
has been developed by Edwards FM Ra.
dio Corp. Called the Fidelotuner, this
FM tuner is employed by the set builders |
and experimenters with such success that
the manufacturers have decided to make
this device separately available. Please
mention RADIO & APPLIANCE JOUR-
NAL, December, 1947 when writing to
manufacturer.
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\ new combination kit of Olson Radio
Warehouse, known as the “Cap Chest”
has just been made available to radio rc-
pairmen. The chest contains a selected
assortment of 27 of the most popular 25 |
V, 150 V, and 450 V Condensers which
radio servicemen need. These are packedl

in a handy walnut finished wood chest
with six adjustable compartments. Please
mention RADIO & APPLIANCE JOUR-
NAL, December, 1947 when writing to
manufacturer.

Frequeney Chokes

To adequately cover the higher radio

frequencies now in use by amateurs, etc.. |
Ohmite Manufacturing Co., 4954 Flournoy
St., Chicago, has developed six new radio

frequency chokes. These new chokes are
single-layer wound on low power factor
steatite or molded plastic cores and arc
covered with a moisture-proof coating.

Please mention RADIO & APPILIANCE

| HIGH-GAIN
l P BROAD-BAND
]/ _ﬁ‘/:‘r‘/ 'Type 704-2A
- /1 ’/ * Television *
P
-~

Type 704-2B
I * FM -

S/C LABS
TELEVISION - FM ANTENNAE

More signal guaranteed. A mechan-
ical perfection. Will outlast and
out-perform any antenna. Save
vourself those extra service calls
due to faulty antenna design. En-
dorsed and used by leading service
organizations where other makes
fail. Designed for multiple stack-
ing. All aluminum construction.
Easily installed and priced in com-
petition to any antenna of its type.

Immediate Shipment
Send for Particulars

S/C LABORATORIES, INC.
20-22 VAN WAGENEN ST.
NEWARK 4, NEW JERSEY

CANADA: Frank’s Agencies

1708—06th Ave.,, N. W., Calgary, Alberta

EXPORT: The Radelma Co.
33 Park Place, New York 7, N. Y, U. S. A,

Comly 2

IF you’re interested in a steady year-in-
year-out income—a substauntial share of fi-
nancial security for you and your family—
vou'll get in on the ground floor of this
flourishing industry. You can bhuild a lucra-
tive business of your own NOW with
TRADIQO, the radio functionally-designed
for eoin operation in hotels, hospitals, tourist
camps, motor courts, etc. Men and women
like yourself all over the country are finding
it a natural for big earninge and a steady
ineome, S

TRADIO % Tried % Tested % Proved|

post-war industry. Today, there are more
TRADIOS installed throughout the country
than any other coin radio.

Send for complete
illustrated bro-
chure today.
WRTs put you
in touﬂ with
the did¥ibutor
in your terri-
tory if you'll
phone  Asbury
Park 2.7447 or
Dept.

information and free

write
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JOURNAL, December 1947, when writing 0 ASBURY PARK
to manufacturer. I TRAD] r InCO NEW JERSEY
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Photographic Review of Events of Interest
in the Radio and Appliance Industry

4 RAJ Advertising Director,
i Irving Cooper, left, with Stan-
ley Dudek (center) of Variety
Electric Co. and Nothan Pins-
ley, president of Espey Mfg.
Co., ot recent party to intro-
duce new Espey chassis line.

First shipment of
Philharmonic rad-
io-phono consoles
to N. Y. Philhar-
monic - Chicogo,
Inc. pres. David
Krechman, is at
left,

Ray George, Philco’s sales
promotion manager, presents
portable radios to 8ritish Ry-
der Cup players. ‘Bing’ Crosby
welcomed team when they
arrived on west coast.

N. Y. Daily News publisher
- F. M. Flynn signs contract cov-
ering purchase of television
transmitter ftom RCA. Look-
ing on is Orrin E. Dunlap, Jr.,
RCA’s v-p in charge of odver-
| tising and publiciry.

A gold and silver-plated
Bendix is shipped to the Vati-
can for His Holiness, Pope
Pius XIl. Looking on is Judson

' 5. Sayre, president of Bendix
Home Appliances, Inc.

: William P. Lear, president

of Lear, lnc. tells Fred Waring
all about the new Learecor-
der.

A last quarter goal of one

Store, Inc., Tompa, Florida.
October figures was 25 per

cent over last year.
th

g : l‘ fssocureso

million dollars wos set by the
F P sales managers of Associated

LAST CUAR"ER

Stanley Glaser, (left) Cros- |
ley production official, de-

scribes projected new designs L
to N. B. Dinkel, Western Sales :,
manager, at recent meeting
af Crosley dealers in San g

Francisco. ¥

sy




New Appointments

Heads Colonial Radio

EDWARD F.

LEWIS

The election of Edward F. Lewis as
president of Colonial Radio Corporation,

preview party” for
covperated in the event. which was held

distributors in the upstate New York region. recently arranged a
its dealer customers.

Television Preview Party for Dealers

According to leading marnufacturers, deaiers need as much education
about television as does the public. Seeking to correct this situation, the
Havens Electric Company ef Albanv, New York, one oi the aggressive

“television
The General Flectric Company
prier to the official inauguration

of a new commercial television relay which will bring New York City

Buffalo. N. Y. was announced recently
by Pon G. Mitchell. president of Sylvania programs to the Troy-Alnany-Schenectady and adjacent trading areas.
Electric Products Inc. of which Colonial e
Radio is a wholly owned subsidiary. My, -
Lewrs was formerly executive vice presi- . .
dent of Colonial, having bere clocted 1o Appointed Manager of
that .posl nn_ July 1. !9»”. He has been Philco Ac(a(lssory Div. JOBBER WANTED
associated with Sylvania as an imdepend-
ent industeial con<ultant <ince 1945, Jokhn J. Moran, who has a barkground Large West Coast manu-
of 21 years of experience in the radio and facturer of nofionolly
Tepfer Names C. W. Amos appliance industry. including 11 years known radio cabinets now
I. R. Tepfer, president of the Tepfer “ith Philco, has been appointed sales man- manufacturing complete
fane N " g~ RSO TG I g ma qoe ft r Divisi hi . .
\pplian el (.:»I., fee., (:mlum;?u. f()llé(‘l. h\: ::.tr of :I't‘ {ccessory fltus‘t;m ot I-IIIIIICO line of record cabinets.
announcec 1eappointment o - . Jorp. n his new post. Yr. Woran will be
\mos ax national sales promotion man- § qble f TSRS SRR , Jobber wanted for West-
e . responsible for nationwide sales of auto
ager. The Tepfer Company manufactures . . ern States. BOX CC
- fate annlis « el radios, aerials, tubes, dry hatteries, test
intermediate appliances. inclading a wash- . . ol RADIO & APPLIANCE JOURNAL
ir. electris water heater : ST D esquipment. radio parts and other acces-
er _«luu.u \.\dl:l heaier .m(l pace heater 1270—6th Ave.. New York 20
which are distr'buted natiorally. ~ory products,
~ N A K \ N r
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erIHS MONTH. these notes should
properly be called “Year’s kEnd™.
marking the passage of twelve event-
ful months in the life of the world,
nation, and particularly vour own
business. December is a time for re-
flection. for stock taking. December
is another milepost. Human beings
are so constituted that they think in
terms of time periods: days, weeks.
months. years. This is a good habit,
for it enables us to take a quick
glance back so that we might betler
sce where we're going. During these
last weeks of ’47. take time out from
the cares and hustle of your business
to think over the problems which
have come up during the last vear.
You'll find the experience refreshing
and helpful in planning for *48. . . .
And

and down to business.

now. enough philosophizing,

* * *

Edward Lewis’ appointment as
president of Colonial Radio Corp.
came as pleasant news. Colonial. (a
wholly owned subsidiary of Svlvania
Electric Products) is planning big
doings for 1948. Made us dream of
palm trees and bathing beauties to
hear Winnie May of D. W. Mayv
Corp.  deseribe plans to take 300
their
wives on the first postwar cruise to
Havana next Mav. Good to hear
Charlie Segal, president of Charles

vacuum cleaner dealers and

Segal of New England, enthuse about
business prospects next year.

* * *

Many distributors buzzing with the
about DeWald

Radio hiding a new television re-

grapevine rumor

ceiver in its secret pocket. Probably
will be shown early next year.

* * *

Speaking of jobbers, there’s a real
groundswell of change now current,
with many manufacturers in radio,

46

television, appliance and parts fields
on the sharp lookcut for smart and
dvnamic distributors who can do an
elfective promotion and sales job for
their product. Loads of excellent op-
portunities to line up some goud

new lines.

* * *

What a gathering of industry not-
ables at Alec Delmont’s cocktail
party in his suite at the Commodore
last month. Alec. who is a director
of Gallo. Africa. one of Johannes-
berg’s lead'ng radio and record dis-
tributors. gave the aflair just before
sailing. Gathering read like “who's
who™ in radio and records: limerson
vice president Max Abrams tilted
alasses with RAJ Publisher Alex
Kollbe and Ed Manning. ad direc-
tor for Decca. Charlie Sonfield,
head York chatted
amiably with Len Schneider, vice
president of Decca Records in New
York. while Sidney Gould and Bill

Moody of Recordise tried to arrange

of Bruno-New

a gin rummy session. All in all. a
swell time and a tribute to a grand
visitor from the dark continent. In-
cidentally. when that Delmont chap
gets to raving about Africa. we fecl
like chucking it all and taking the
next boat out.

* * *

Excellent breakfast at the Waldorf
with Pat Solomon, head of Paul-
Jeffrey Distributors in Syracuse who
was doing the ‘Big Town’ with Mrs.
S. to celebrate a new addition to
the family. Pat had some very shrewd
and encouraging comments for those
jobbers and dealers who are weeping
because there’s no television recep-
tion in their localities. and hence,
no opportunitics to sell. Pat’s in this
same boat, but he’s using this time
to study all the mistakes being made
by other wholesalers. “By the time

we're ready to roll on television.”
says Pat. “we’ll know all the pitfalls.
I hope.™

* * *

A ‘baker’s dozen’ of new manu-
facturers have entered the video ficld
in recent months. More evidence, if
that

holds promise of hecoming a new

any  were needed, televisiom

giant American industries.
Talking of giants. we hear that the

Pilotuner folks in Long lsland City

among

have sold a cool three million dol-

kars worth of their FM tuners since

the item was introduced, last Mav.

Which makes it a grand tribute to a

zood product and fine merchandising.
* * *

Gross Distributors’ house warm-
ing party. cclebrating the opening of
their new Newark. New
Jersev. brought a flock of leading
retailers. Cood talk. good food. and

branch in

warm fellowship.
* * *

Orchids to General Electric for
the wisdom of their new policy which
allows dealers to offer customers an
iron-for-iron exchange for those units
which fail to perform according to
guarantee.

* * *

Talk of atomic bombs . . . those
scientists at Qakridge have nothing
aver Marshall Vancil. an enterpris-
ing appliance dealer in St. Louis.
who has developed a “chain-reac-
tion” svsterm  of selling  washers.
ironers, etc. Vancil makes one washer
sale generate a host of others with-
out additional effort or sales person-
nel by simplv turning a routine home
demonstration into a “selling” dem-
onstration for the new user’s friends.
Works like wildfire too!

* * *

And so we reach another “Jour-
nal’s End”. Wish we could visit with
every one of you to extend our per-
sonal greeting for Christmas and
New Year. That not being possible.
we look forward to having you visit
us when vou’re in New York. Re-
member, it’s the RKO Building.
Wonderful eating places all around
us. We'd be happy to have you
lunch with us as our guests. Until

then, good health and cheer. Auld

Lang Syne.
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. “the Old Order Changeth,
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=~ Yielding Place to New"’

* . «..and this new component

CAN MEAN ,
“NEW BUSINESS FOR YOU

“Lots of water has gone over the dam” since
the early radio fan tickled a crystal with a
‘cat’s whisker.” And every major advance in
radio dewgn has meant more and better busi-
ness for the radio industry —from manufac-
ture to servicing.

more radio manufacturers are including it as
original equipment — and more and more
progressive service men are getting new busi-
ness by installing it to modernize the sets they
service. Here’s what it can do for you:

o h Fedoral e INCREASE YOUR BUSINESS
0 it is with Federal’s new Miniature Selenium
Rectifier, which replaces the rectifier tube in * ASSURE SATISFIED CUSTOMERS

AC-DC radio receivers. Already more and e REDUCE YOUR INVENTORY

Federal’s profit-making Miniature Selenium Rectifier can be obtained from major
Jobbers cll over the country—complete with detailed instructions for installation.

SELENIUM and INTELIN DIVISION, 3000 Passaic Ave., Eost Newark, New Jersey

KEEPING FEDERAL YEARS AHEAD..

Lis IT&T's world-wide
research ond encinzering orgonization, of which tke Federal

t— E H ing C , Ltd., Montreal, P. Q.
Telecommunication Laborotories, Nutley, N. J., is o unit In Canada: —Federal Electric Manv!acturing Company, on ‘

Export Distributors : —Internationc® Stendard Electric Corp. 67 Broad St., N. Y,

47
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SCHIRMER MUSIC

« G. i Angeles

scm PUP ]99'5

5500 Walnut . . . $19.95
25505 Black & ivory . 20.95
5510 All white . . 2295

SCOTTIE
With invisible carrying handle
ond phonograph jack
55008 Black or
55001 Ivory . . $39.90

(Prices slightly higher East of Rockies)

East meets West ina

PORIUM  FREDERICK LO R AND
Son Francisco New York

* ABRAHAM AND sr“‘,
New York ?\

&
OOM 1 NGD

Our apologics 1o the hundreds
ot other deders whose names
have been omuted due o fae
ospuCe

Szt 77 REMLER

Remler—the Pacific Coast's leading radio manu-
facturer " goes nadonal” and celebrates its 30th
Anniversary with calues wunsurpussed in the bistory
of radio. Leading Eastern stores join with Western
radio retailers in congratulating Remler. Remler
reciprocates with popular prices, unusual dealer
cooperation and generous discounts. Cut your-
sclf a picce of Remler’s birthday cake...act now
and cash in on ¢xtra profits.

* DEALERS — write for name
of nearest distributor

A tew choice werrnitories sull open for distributors. write or wire

REMLER COMPANY, Ltd., 2101 Bryant St., San Francisco 10

COMPLETE LINE from $19.95
TO FM CONSOLE AT $375

Aottt S

5310M Table Automatic, mahogany, 129.95. 53108BL Bionde,
134.95. "Chairside” base 1o match, mahogony, 29.95. Blonde, 34.95.

AC-DC Battery Portable

o

THREE NEW MODELS

7-tube table model, AC with true FM and FM Antenna. Beoutifu!
13-tube $375.06 FM Console.

SCOTTIE JUNIOR
De Luxe with carrying handle
5520 Walnut . $24.95
5530 White . 27.95

SCOTTIE CONVERTIBLE
WORLD'S SMALLEST RADIO PHONOGRAPH
53008 Ebony plastic . . . . $59.95
153008l Ebony & white . . . | 64.95
53001  All white with silent tone arm  69.50




