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RADIO MERCHANDISING 

Let Us Help You Cash-in 
On This RADIO Christmas 
T

HERE ii, going to be a tremendous demand during the 
next few weeks for radio sets and parts—and the 
dealer who is ready with a complete range of equip-

ment is the one who will get the business. 

In placing your orders with us, you will avail yourself of 
a most complete and comprehensive radio stock in the 
country  

A stock that stands ready for immediate shipment to meet 
the requirements of your Christmas business. 

No matter how small or how large or varied these holiday 
demands may be, we are in a position to take care of you 
promptly and satisfactorily. 

Thirty-five years of merchandising experience stands be-
hind us and we offer you the benefit of this experience in 
meeting the popular demands this year—A Radio Christmas. 

Write us, order today and get your radio stock in hand 
for the rush that's sure to come. 

A Radio Catalog of 
Real Worth 

Our Radio Catalog is now ready. It is a practical and 
helpful handbook on Broadcasting and Receiving Apparatus 
and Standard Parts. 

We want every reliable retailer of Radio to have this new 
and unique book, for it not only catalogs our complete stock 
of Radio equipment, but also gives a fund of interesting and 
unusual data on Radio fundamentals. 

Write today for your copy. 

entirat elettir C'enteinu 
c7ie ..,13use fyecSerpre 
316-326 South Wells Street 

CHICAGO 
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Short - Wave Regetientive 
Receiver Model RC 
Combining RA Tuner and 

DA Amplifier In One Cabinet 
Model RC is a highly sensitive long distance receiver 

splendidly suitable for receiving broadcasted news, music 
and concerts. 

The radio enthusiast who desires a modern, compact, port-
able and efficient receiver for general reception, will find 
these requisites in Model RC Short-Wave Regenerative 
Receiver. 

The receiver comprises a combination of the type RA 
Short-Wave Regenerative Tuner and type DA Detector and 
two-stage audio frequency amplifier. Distant radio tele-
phones, amateur and ship stations may be received on any 
wave length within the range of 180 to 700 meters. 

You should have the RC model in your home. Write to-
day for complete information and data. 

Short-Wave Regenerative Tuner, Model RC  $132.50 

«mired edit entwine 
CHICAGO 
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G-E Tungars 
For Charging 

Radio Batteries 
At Home 

e 

The Tungar Battery Charger, so long in popular use for 
charging automobile starting and lighting batteries from 
any alternating current lamp socket, is particularly suitable 
for charging storage batteries used on radio receiving sets 
with vacuum tubes. In fact, the bulb used in the Tungar is 
quite similar in action to the Radiotron used in the receiver. 

The storage battery used with the radio set should be quite 
frequently charged for the following reasons: 

First—Frequent charging keeps the voltage of the bat-
tery near its maximum (something over six volts), giving 
better results on the receiving tubes. 

Second—Frequent charging keeps a reserve capacity al-
ways available, which would not be the case if a battery 
were allowed to reach the discharge point before charging. 

Don't take chances with your customers by selling a new 
and untried device by an unknown manufacturer. 

The Tungar is of well-known reliability, manufactured 
and guaranteed by the General Electric Company. 

The Tungar can also be used to charge your automobile 
battery. We carry a large Chicago stock and are in posi-
tion to make immediate shipments. 

Order to-day. 

eintral Otrhir euntetut 
CHICAGO 
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HERE 
are some of the 

Radio Parts 
We carry in Chicago Stock 

Magnavox Horns 
Magnavox Power Amplifiers 

HEAD SETS 
Brandes Superior Type 2000 Ohm 
Brandes Navy Type 3200 Ohm 

Frost 2000 Ohm 
Frost 3000 Ohm 

Holtzer-Cabot 2200 Ohm 
Kellogg 2400 Ohm 

De Veau Gold Seal 2200 Ohm 
De Veau Gold Seal 3200 Ohm 

Baldwin Head Sets 
Baldwin Head Phones Single Unit Only With Cord 

Ralco Variocoupler 
Ralco Grid Variometer 
Ralco Plate Variometer 

CONDENSERS 
Raleo Variable Condenser Panel Type 3 Plate 

Raleo 5 Plate ditto 
Raleo 11 Plate ditto 
Raleo 21 Plate ditto 
Raleo 43 Plate ditto 

Raleo Variable Condenser Panel Type with Knob, 
Pointer and Graduated Metal Scale 11 Plate 

Raleo 21 Plate ditto 
Raleo 43 Plate ditto 

enitrill e4creutir enttpanu 
c.7À-e .Xfôuse yee.Serte 
316-326 South Wells Street 

CHICAGO 
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dio Amplification-Di 

mAlliTOBA "CO 'Wee 

TYPE MA 1.3 fltcrrvtS 

HEARD WIT H 
TWO FOOT LOOP 

R?ssular Performance 
of 

MU-RAD Radio Frequency Receiver with 
a small loop aerial is more sensitive, more 
selective, simpler to operate and more 

compact than any other type of receiving equip-
ment. 

Guaranteed for 1000 Mile 

7fieNew 
Star in 
the adio 

Reception 
A positive, written guarantee on each Mu-Rad 
Receiver of 1000 miles reception on a loop. 

Their Performance Sells 
These Sets 

The astounding advance in radio 
reception marked by these re-
ceivers starts real business 
wherever they are demonstrated. 
It is the set your customers will 
welcome, the set you can sell in 
large quantities. 

Too Good a Proposition to Wait 
WRITE TODAY 

Type MA- 12 
3 Stage R. F. 
and Detector 

List $128. 

Type MA- 13 
3 Stage R.F.. 
Detector and 
2 Stages A. F. 

list $160. 

11U-11Á11) 
LABOR ATOR I ES 

INCORPORATED 

802 FIFTH AVE. ASBURY/ARK, N. J. 

World 
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"Two classes of men 
never change, the 

wisest of the wise, 

and the dullest of 

the dull" — said 

Confucius. 

The wisest Dealers 

sell Grebe Apparatus. 

DLI.L indeed is the dealer who believes the 
public still foolish enough to buy inferior 
radio equipment. 

Grebe apparatus supports our strongest claims for 
the kind of service a "radio-wise" public is de-
manding. 

This is a "Grebe Radio Christmas"—Rush orders 
are flocking in. Now is the time to order your stock 

of Grebe Receivers. Delay means lost profits! 

A. H. GREBE & CO. 
INC. 

General Offices and Factory 

80 Van Wyck Blvd. 

Richmond Hill, N. Y. 

Western Branch 

451 East 3rd St., 

Los Angeles, Cal. 
Licensed under Armstrong 
U. S. I'at. No. 1113149 
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"VICTOR JUNIOR 99 
A highly efficient tuner and detector at the price of a Crystal set 

and its 

TWO STAGE AMPLIFIER 

TWO 
STAGE 

AMPLIFIER 
matches the 

Victor Junior 
Same size and 

style case. 

Type 625 

List 

$27.00 
Tuner and Detector, Type 600 List $22.50 

Look at the price—think of it—a GUARANTEED outfit. You 
cannot beat it anywhere. and it's selling like wild-fire. 
The VICTOR JUNIOR demonstrates wonderfully. It is 

THERE on performance! 

SIMPLICITY, EFFICIENCY and QUALITY 
—are its strong points, and it is the simplest set to operate, now on the 
market AT ANY PRICE. Tunes with only one dial. Interference is 
easily tuned out. Distance is one of its strongest features. 
The tuner and detector has a wave length radius of 150 to 600 meters— 

with the amplier it has brought in stations clearly up to 1,500 miles. 
Built up to the Victor standard of quality, and at a price which sells it. 

Even the school boys can afford this—the cost is less than that of the 
usual parts required for a tube set. 
VICTOR JUNIOR can be supplied with either W.D. 11 or Ratliotron 

sockets, and it's a knockeut. 
Swing in on this for the XMAS trade--WRITE or WIRE for a sample 

and ret started on this live one NOW. 

Liberal Discounts to Jobbers and Dealers 

Victor Radio Corporation 
Manufacturers of Complete Sets and Parts 

795 East 135th Street New York City 



Radio Chautauqua 
Our Plan Hailed by Industry as Having Tremendous 

Sales Possibilities—Will Add Hundreds of Thou-

sands to Radio Audience 

By Douglas Wardrop 

E have struck our 
first dead center 
bulls eye! In the 
November issue 
of RADIO 
MERCHAN-
DISING we 

presented the radio world with 
a new old idea—for who can say 
that there are any new ideas— 
and this idea, Radio Chautauqua, 
has gone right to the center of 
one of the most besetting of 
problems confronting the radio 
industry today, that of making 
radio broadcasting a constructive 
and worth while force aiding 
civilization. 
The thought in its most rudi-

mentary form has been presented 
to the management of several 
hundred broadcasting stations 
and without exception our cor-
respondents endorse our idea of 
Radio Chautauqua and are ready 
to co-operate with us in render-
ing, through radio, the same val-
uable service that is rendered to 
thousands of communities by the 
summer Chautauqua. 

Radio broadcasting as we know 
it today was of mushroom ori-
gin—it literally sprang up over 
night. There were no parallels 
by which it could be guided; the 
ever existing parasites were ready 
and did take advantage of their 
opportunities; the public were 
buncoed with poor equipment, 
and the indifferent programs 
broadcasted were translated into 
shrieks and calamitous noises in 
the ears of the expectant listen-
ers. The institution of radio 

broadcasting was hastily and 
poorly erected and the fact that 
under all its mal-treatment it 
has not crumbled and melted 
away into nothingness, is the 
most compelling testimony to the 
permanency of the institution 
when it is placed on the firm 
foundation that it is slowly but 
surely evolving. The recon-
struction is now going on the 
inexorable law of supply and de-
mand—with the sub and import-
ant ingredient of quality—is at 
work and the proper foundation 
will soon be achieved. 

0 far as the general pub-
lic is concerned, as a 
writer in the Scientific 
American aptly put it 

recently, radio broadcasting is 
looked upon with three different 
frames of mind, depending on 
the experience of the individual. 
First, there is the individual who 
knows nothing about radio, and 
he is very rare indeed. That 
individual, of course, is ready to 
be introduced to radio and, if the 
work is properly carried out, he 
may become a radio novice in 
short order. Secondly, there is 
the individual who has heard a 
loud-speaker in front of a hard-
ware store or poorly managed 
radio shop, and has experienced 
the shrieks and groans and hisses 
and whistles which were said to 
be radio. That individual is 
through with radio. His mind 
is made up, and it will require 
a skillful and persistent cam-
paign through advertising and 
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salesmanship to disillusion him. 
The loud-speakers, by the way, 
in the hands of inexperienced 
persons have done more harm 

to radio than almost any other 
factor. Thirdly, there is the ra-
dio novice who is reasonably 
satisfied with the present broad-
casting situation, although he ad-
mits it could be greatly improved 
and expects it to be improved in 
the future. Meanwhile, this in-
dividual, whom we will call the 

novice, is making the most of an 
unsettled situation. 

All of these facts are known 
to the men in the industry who 
have made a serious study of the 

question, and movements are now 
on foot to achieve co-ordinated 
action among manufacturers, 

distributors and merchants of 
radio apparatus in clearing the 

atmosphere of existing chaos and 
putting in its stead a broadcast-
ing service on the high lever 

which the scientific achievement 
of radio merits. 

Very many publicists and men 
of affairs who have been com-
pelled for various reasons to 
think seriously of radio have 
come to the conclusion that the 
deluge of public enthusiasm came 
too soon; but strangely and with 
rare exceptions, this view is not 
shared by the men who have 
been identified with radio for 
years. The fact that Smerna is 
ahead of the world today in the 
quality and quantity of its broad-
casting stations is due to the fact 
that we got away to a quick 
start. The number of our sta-
tions is increasing steadily; every 
state is now on the roll and the 
installations now being made 
have back of them the lessons 
gained during the past year. 
Which is all to the opod for the 
public. 

We now have close to six hun-
dred broadcasting stations and a 
glance at a radio map will show 
the tendency to overcrowd in cer-
tain areas. And overcrowding 
has the same relation to good 
broadcasting that a four-party 
wire has to efficient and rapid 
telephoning. 

UALITY and power of 
broadcasting stations is 
worthy of every consid-
eration, but that con-

sideration must be tempered with 
justice—justice to the pioneers 
who saw the vision and who were 
early in the field giving to the 
public to the fullest extent of 
their financial ability. Remem-
ber many of the small stations 
were the pioneers and for that 
fact they are entitled to more 
sympathetic consideration. 

Eventually proper laws govern-
ing broadcasting will go on the 
statute books; just when only a 
soothseer can say. If the follow-
ing changes in the law are made, 
according to a close student of 
radio broadcasting, there cannot 
be too many broadcasting sta-
tions, since they can arrange 
amongst themselves to send out 
different kinds of material at the 
same time and thus use several 
wave lengths. 

(a) Broadcasting licenses to 
be issued only to organizations 
and institutions which are strong 
enough financially to put out real-
ly worth-while programs. (b) 
No experimental licenses to be 
issued to individuals unless they 
have sufficient funds and are 
otherwise evidently in a position 
to make some real contributions 
to the art. (c) No amateur li-
censes to be given to spark trans-
mitting sets; only cont. nuous 
wave transmitters to be allowed 
to operate. Much of the present 
dot-dash interference is due to 
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spark sets which do not send out 

sharp waves and therefore cause 

interference over a wide range of 

wave lengths. (d) Wave bands 
to be allocated to certain types of 

programs, such as, jazz, classical 

music, vaudeville, educational lec-
tures, news, etc., and any station 

to be allowed to transmit on the 
appropriate wave length for the 
material that it is going to put 
out. 
Which preliminary statements 

bring us to the special subject of 
this article—Radio Chautauqua, 
broadcasted on a special wave 
length. 

What Is Chautauqua 

ORTY years ago, Chau-

tauqua was a geograph-
ical name, now it is a 

common noun. Four 

million Americans in a single 
year respond to its summons. 

The following will tell you 

how and why the Indian name 

of a county and lake in South-
western New York has become 

so broadcast: 

On the first Tuesday of Au-
gust, 1874, a group of earnest 
people met at Fairpoint on Chau-

tauqua Lake to found a Sunday 
School Assembly. John H. Vin-

cent had long wanted to estab-
lish an institute for training Sun-
day School teachers. His col-

league, Lewis Miller, proposed 
to take this into the woods. Dr. 

Vincent feared that the new en-
terprise would be confused with 
the camp meeting which just 

then was a highly emotional in-
stitution. Mr. Miller's counsel 
prevailed and Chautauqua was 

chosen. The spot was full of 
natural charm—a heavily tim-
bered point stretched out into a 
lovely lake. Behind, the ground 

rose in wooded terraces to a roll-
ing countryside. The men and 
women who responded to the call 
were Sunday School workers, 
and all the leading denomina-
tions were represented at this 

first assembly. It is significant 
that the "Chautauqua Idea" was 
a logical development of the pur-
pose to make Sunday School in-
struction more efficient. 
Lectures on science, travel, lit-

erature, social problems, the 
esthetic side of life, music and 
art collections were provided for 
the program. 
This course, naturally, in a 

short time, attracted other than 
Sunday School teachers. Within 
a few years, instruction was pro-
vided in languages, history, 
science, pedagogy. Dr. William 
R. Harper, President of the Uni-
versity of Chicago from 1891 to 
igo6, came in 1883 and by 18g0 a 
complete season of summer 
schools had been established. 
Men and women from the lead-
ing institutions of the country 
joined the summer staff, and 
firmly established the reputation 
of the schools to which many 
thousands continue to resort. 
Chautauqua preached the gos-

pel of education as a process of 
personal growth; insisted that all 
education is self- education and 
that for ambitious people "edu-
cation ends only with life." The 
circle passed through a stage of 
rapid growth, then settled down 
to a normal plane which it has 
maintained for years. 
The Chautauqua idea perme-

ates the fifteen thousand lyceum 
courses and three thousand 
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Chautauquas conducted in all 
parts of the United States during 
the year. The paid attendance 
in one year is said to have ex-
ceeded ten million pei suns. 
Broadly speaking, the Chautau-
qua is a summer and the lyceum 
a winter program of similar 
character based upon the idea of 
providing lecture education for 
the people in community centers. 
The lyceum originated in New 
England for winter evenings in-
doors. Chautauquas began as an 
all day institute in the open air. 
Such differences persist to an 
appreciable extent if one's atten-
tion is called to them. Lyceum 
courses consist of from five to 

twelve program events occurring 
at intervals from November to 
May. Chautauquas in open air 
were grouped according to feat-
ure programs: morning, after-
noon and evening, for a number 
of days in succession, and as a 
rule organized supplementary at-
tractions and activities for chil-
dren or special groups of men 
and women in order to foster a 
crowd spirit while the Chautau-
qua lasts. 

Each method has obvious ad-
vantages and disadvantages com-
pared to the other, from the 
standpoint of platformist or au 
dience concerned about effective-
ness of impression. In sub-
stance, their aim is the same; in 
practice their complements of 
each other in spreading a type of 
intellectual stimulation a n d 
wholesome understanding. In-
deed, communities which support 
Lyceum Courses in winter have 
proved to be good Chautauqua 
towns, and vice versa; and, while 
one does not hear of summer 
Lyceum Courses, Chautauquas 
are being conducted somewhere 

in the United States nearly every 
month in the year. The booking 
bureaus which make a business 
of providing lecturers, musi-
cians, t cadet s and enteitainei 
may be able to secure the time 
of certain important personages 
during the Lyceum season who 
are unavailable in the summer 
vacation months, but on the 
other hand educational, con-
gressional and other public ce-
lebrities are more apt to be 
available during the Chautau-
qua season. As an organized, 
though unstandardized phase of 
popular education today, the 
Lyceum and the Chautauqua are 
adaptations of the same kind of 
idea and the Chautauqua type of 
concentrated program has been 
rapidly gaining in favor during 
the recent years. 
By current usage the Lyceum 

has come to be a common noun 
standing for almost any course 
of lectures and entertainments 
selected by a local organization 
or committee to which a course 
ticket secures admission. The 
number and character of attrac-
tions depend upon the judgment 
of the committee and the amount 
which can be guaranteed or 
probably covered by the sale of 
admission tickets. There is no 
fixed standard or proportion of 
lectures to other features. Some 
bureaus offer series of lectures 
or recitals on the university ex-
tension model as well as single 
addresses by notables. In the 
smaller towns a course is likely 
to consist of two lectures or pop-
ular addresses, two concerts and 
an interpretative reading, a dra-
matic performance, or an even-
ing of magic for the fifth feature. 
Radio Chautauqua, through 

the pioneer work of Lyceums 
and Chautauquas, will immedi-
ately appeal to millions who are 
acquainted with the idea. 
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Mr. Retailer Mail this 
blank— properly filled in— to 
pour nearest broadcasting 

station today 
;;1111111111111111111 111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111n 

To the Director 

E- E-
e 

P._ E---
E We are thoroughly convinced that the plan for E 
E broadcasting a Radio Chautauqua program, devel-

P_ oped by RADIO MERCHANDISING, . is one of the 
E- E 
e most constructive suggestions that has so far come to e-
-_z- our attention. We suggest that you give the matter E e, 
e . of utilizing this Chautauqua course serious consid- --

E eration and that you communicate with RADIO e. --
P_ P_ MERCHANDISING at 342 Madison Avenue, New e -_-
e York, asking them to send, -,ou details of the course E-
e 
E that they have had prepared by experts. E 
e e-= --_-
E In going over our lists we know that   of E 
E E 
-.e our customers would be interested in RADIO CHAU- E 
e TAUQUA, and we are certain that   addi- E e-

tional prospective customers that we have on record E 
e E will buy apparatus the moment we can tell them that e 
g- your station will use this course. . 

e E 
E RADIO MERCHANDISING will provide you with E-

g this course entirely free of charge. It is their con- g 
g 
P_ tribution to the stabilization of the broadcasting situ-
e ation and the upholding of radio in America. — 

e g. 
E-= e 
e Name   --e e 

g E-
e E-
g Address   '-e--

11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111E 
_ 

LI =I' --." E-. 
▪ Station e 
-• a 
e City F_ 
P- -e-
--g E 

e e State 
ff. 
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Linking UP the Sales Possibilities 

ROM the foregoing, you 

undoubtedly have visual-

ized Mr. Radio Retail-

er, the virgin terri-

tory that this new broadcasting 

feature will open up in your ter-

ritory. It will now be in order 

for you to take an inventory of 

your customer prospect list, 

check those whom you know 

will be interested, get the Chau-

tauqua idea squarely before them 

and then watch your sales grow. 

Go further than this. Check 

up on the families who are send-

ing students to night school. 

If a family produces a young 

man, or a young woman, imbued 

with the idea of getting more 

education, the chances are that 

the heads of that family are im-

bued with the same spirit, and if 

you can show them, as you can 

show them with Radio Chau-

tauqua that this education will 

come right into their home, you 

can do business with that family. 

Remember that there are hun-

dreds of thousands of adults in 

the United States who would be 

listed as students in night 

schools were it not tor a false 

modesty that prevents them 

from giving what they surely 

feel would be an exhibition of 

their ignorance. Everyone shar-

ing these feelings would wel-

come Radio Chautauqua in their 

homes, for they could study as 

industriously as they wished and 

only their family circle would be 

aware of their diligence in mak-

ing up for lost time in the mat-

ter of education. 

If there is an element of for-

eign born citizens in your com-

munity, they represent for you 

a potential buying public, and 

when you install a set in such 

a home it is well to remember, 

Mr. Retailer, that you are not 
only selling radio—you are sell-

ing Americanism of the highest 

order, and you are doing a pow-
erful share of Americanization 
work. This should be a power 
ful stimulous in your selling 

work, for you are not only im-
proving your business, you are 
making your community a better 
place to live in. 

Dealer Cooperation Necessary 

RADIO MERCHANDISING 

has launched Radio Chautauqua 

throughout the entire country. 

To put it over for all there is in 

it, we must have the co-opera-

tion of every retailer of radio. It 

is to your interests that you fill 

out the blanks printed herewith 

and mail as indicated, so that we 
may have all the information 

that we require and so that the 
broadcasters will be compelled 
to give ear to our suggestion and 
arrange for our Radio Chautau-
qua program without delay. 
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Mr. Retailer Fill out this 
blank and mail to Radio 

Merchandising 
today 

11111111111111 1111111 11111111111111111 111111111111111111111111111 1111111111111111111111111111111111111111111111111111111111i111111111111111111111111!111111111111111111111. 

5-

g 

5 

E 

-3_ 

E-

E 

ff_ 
E 

=-

To RADIO MERCHANDISING, 
5 342 Madison Avenue, 

New York. E 

We are are retailers of radio and we welcome 
your Radio Chautauqua plan as of extraor-
dinary interest and value. 

Our customers hear the following stations 
E clearly and regularly: 
-5 

Station Program Director 

(1)   
E-
«-E 

(2)   

(3)   

E_ (4)   

E_ 
What percentage of these programs is educational: 

(1)   (3)   

(2)   (4)   E 
E 

E Have you sent the blank completely filled out to 

your nearest station?   5 

Name of your company   

Address   

-e-
,q111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111i111111111111111111111111111111111111111IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIM 



Radio Grand Opera 
A Plan That Will Give Tremendous Stimulous To 

Interest in Radio 

PERA by wire-
less from the 
Metropolitan Op-
era House— the 
dream of millions 
of radio fans 
throughout t h e 

United States—has been ad-
vanced a step nearer by the Ra-
dio Corporation of America, 
which is now erecting atop 
the Aeolian Building, New 
York City, the most powerful 
broadcasting station in the 
world. Before many weeks the 
Radio Corporation hopes to be 
broadcasting selections by some 
of the foremost concert artists 
appearing in Aeolian Hall. 

Eventually it is the aim of the 
Radio Corporation of America to 
run a wire to the Metropolitan 
Opera House from the Aeolian 
Building station, and to give to 
the world the melody now lim-
ited by the capacity of the opera 
house. The broadcasting station 
will be so powerful that it will 
be possible for the innumerable 
radio fans, even those with the 
home-made outfits, over a very 
wide radius to pick up whatever 
may be sent out by the Aeolian 
station. 

The plans to reproduce opera 
by radio have not been worked 
out in sufficient detail to submit 
to the management of the Met 
ropolitan Opera Company. It 
is known that the Radio Cor-
poration of America is not the 
only broadcasting concern that 
has its eye upon the Metropol-
itan Opera House. 

POSITION OF OPERA DI-

RECTORS. 

Directors of the Metropolitan 

Opera Company who were ques-
tioned about the possibility of 
broadcasting opera were unwill-
ing to make any comment for 
publication in view of the fact 
that the Metropolitan has re-
ceived no formal proposition 
from any of the broadcasting 
companies. But it is understood 
that the Metropolitan manage-
ment would be governed in any 
action by the conditions under 
which the broadcasting compa-
nies shall prove themselves able 
to reproduce opera to the satis-
faction of both opera manage-
ment and artists. 

The fact that opera can be 
transmitted more or less faith-
fully from the stage of the Met-
ropolitan Opera House has been 
recognized for some time by the 
management of the opera house, 
for they have installed an elec-
trical device from the stage to 
the offices of the management so 
that it is possible to sit in the 
office of the manager during a 
performance and keep up with 
the progress of an opera. Per-
sons who have heard parts of 
operas so carried from one part 
of the Metropolitan Opera 
House to another said they had 
no difficulty in recognizing the 
voices and mannerisms of artists 
to whom they listened. The wir-
ing connections are made at a 
point near the box of the con-
ductor. 

The new station on top of the 
Aeolian Building will take the 
place of Station YJZ, in Newark, 
which was the first and the most 
powerful opened for broadcast-
ing in this country. Station WJZ 
will be closed when the big sta-

( Contni tied on page 671 
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Rebuilt Radio Outfits 
A Courageous Prediction of What Will Clean the Field 

and Make Immediate Buyers by the Thousands 

By Roy F. Soule 

F you are satisfied 
with present con-
ditions in the Ra-
dio Field back 
away from this 
editorial. 

If you dislike 
radical changes back further 

away because this is revolution 
personified. 

There is an imperative need 
for a Big Second Hand Radio 

Shop in every city in America 
right now. 

That's abrupt. Some people 

won't like it. Some sellers who 
see only through a network of 

"new goods for immediate de-

livery" will probably start gun-

ning for Radio Merchandising 

for daring to breathe such a 
thing above a whisper when so 

many retailers are listening in. 

Others will be scandalized and 

still more will be curious. We 

don't give a rip about the scalp 
hunters but we do hope that most 

of the Trade will be curious— 

even mildly so will help. 

OST Business Papers de-
voting their energies to 
a single field of mer-
chandising have stopped 

predicting. We know it isn't the 
custom We also know what 
stopped it. Editors who were not 

in tune with events or were lack-
ing in experience, "Predicted" 
things that didn't materialize. 
Readers are not apt to enthuse 
over a Publication whose pet idea 

has cost them a lot of money. 

Nevertheless we predict Big 
Second Hand Radio Shops. 
There is Powerful Precedent 

to back up this Prediction. Slip 
that Phone off the top of your 
head and go into this with every 
sense alert. There was a time 
well within your memory when 
the manufacturers and distribu-
tors of automobiles were yelling 
to high Heaven that the market 
was "Saturated" with gas driven 
vehicles. Just because a lot of 
them were building cars that 
would stand the gaff for ten 
years they became obsessed with 
the fool idea that once a man 
bought an automobile he was out 
of the market until his old boat 
decorated the rusty rubbish pile 
back of some garage. 
Most manufacturers actually 

believed that only the financial 
giants in the field would sur-
vive. "Saturation" was the wail 
of the quitter among the travel-
ling men and the majority of the 
Retail Distributors believed abso-
lutely that they had skimmed the 
cream. A lot of them, believing 
this, sold their agencies and for 
a brief spell the following winter 
glowed ruddy with the belief that 
they had unloaded a lemon. 

HEN spring business 
opened up and sales rec-
ords of the previous 
year were smashed to 

smithereens. Some of those who 
had sold out, bought in again at 

stiffly advanced prices. Those 

who were dead sure that a big 
slump in the automobile business 

was coming turned out to watch 
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a funeral and witnessed some 
red hot speed. It was a year of 
surprizes and the reason was ap-
parent wherever a wide-awake 
dealPr could be found. 

It was simply this—a few pro-
gressive retailers who owned 
shops and prepaid equipment and 
possessed mechanical skill began 
to advertise the fact that they 
would buy any kind of an auto-
mobile providing the price paid 
would be applied toward the 
purchase of a new car from 
them. This system made imme-
diate customers of many people 
ho had not dreamed of buying 

new cars because it was not good 
business economy to scrap their 
old buses or to own more than 

one. But the opportunity to 
"Trade-in" looked good and took 
like lightning. 
Then the dealer, who usually 

took the old car in exchange at 
about his own price, put a skilled 
mechanic to work on it and in a 
week or two it was rolled into 
the Sales room under the cog-
nomen "Rebuilt Car." 
Manufacturers representatives 

soon began to report that prac-
tically all their repeat orders 
were coming from these "Trad-
ers" and Headquarters sat up and 
took notice. 
We will not dwell upon the 

development of the automobile 
industry through this merchan-
dising method. You know all 
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about it. You know dozens of 

men who blossom forth each 

spring with a new car who 

wouldn't think of such extrava-

gance if it were not for the sec-
ond hand department. Beg Par-
don, the Ust.d Car Department. 
You know just about how long 
a manufacturer would last in the 
motor field if all his dealers 
should suddenly stop "Trading". 
You don't need the statistics of 

Babson to tell you that the 
carefully developed and frequent-
ly very profitable Used Car 
Dept. actually saved the Auto-
obile Industry, which rates about 
third among the big th'ngs that 
make the wheels go around in 
America. 

And what happened to auto-
mobiles and automobile men is 
going to happen to Radio and 
Radio men, just as surely as there 
is red blood in the business. 

RECENT investigation 
conducted by one of the 
Editors of RADIO 
M E R CHANDISING 

in Newtonville, Mass., brought 
out these facts. There is an 
average of fifteen receiving 
sets to the block in the residen-
tial district of that Boston 
suburb. Two-thirds of the out-
fits are antiquated. Men usually 
learn radio with an inexpensive 
outfit—just as most auto enthusi-
asts either learn to drive with a 

low priced car or pay some big 
repair bills on high priced cars. 

Five out of those 15 people to 
the block in Newtonville were 
found to be keenly interested in 
the Radio Exchange we suggest-
ed and a lot of their present 
equipment in experienced me-
chanical hands could be made 
mighty marketable. 

In a field where methods and 
materials are changing as they 
are in the Radio field, Equipment 
ages rapidly. There are plenty 
of "Antiques" less than three 
years old. There are receiving 
sets that look like Patch work 
quilts. The modern and the mum-

ified are mixed in the same outfit 
and hooked up to the same wire. 
To the enthusiast whose love of 
Radio exceeds his actual me-
chanical skill and knowledge, the 
simplest way out of his messy 
outfit is to get rid of it and start 
all over with something abso-
lutely new, and right there is 
where the Used Equipment shop 
comes it. There is an immediate 
business awaiting the man or 
men who will blaze this trail. It 
will come quickly because the 
field needs a cleaning—because 
the time is ripe and because there 
is big money to be made by it. 

The Used Radio Equipment 
Shop deserves the support of the 
Industry. It will be one of the 
big constructive movements of 
this stage of Radio Merchandis-
ing Progress. 

To the enthusiast whose love of radio exceeds his actual 
mechanical skill and knowledge, the simplest way out of his 

messy outfit is to get rid of it and start all over again with 

something absolutely new, and right there is where the 

Used Equipment Shop comes in. There is an immediate 

business awaiting the man or men who will blaze this trail. 
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Get the High School Students 
on Your Sales Staff 

By Ray Yarnell 

ADIO sales possi-
bilities, growing 
out of a hookup 
with grade and 
high school phys-
ics departments 
by dealers, ap-

parently are tremendous and 
are so easy to cash in on 
that no dealer can afford to ig-
nore this channel of increased 
volume. 

The situation in Kansas has 

just become especially favorable 
thru the action of the physics 
department of the Kansas State 
Normal school at Emporia. 

This school works in the closest 
harmony with grade and high 
schools in every part of the 

state as it supplies many of the 
teachers. 

This week the school an-
nounced a special radio broad-
casting service for schools all 
over Kansas. Once a week a 
complete chapel program will be 

broadcasted from the Normal at 
a given hour which may be 
picked up by high schools having 
radio receiving sets. Other spe-
cial programs will be given at 
stated intervals. 

All over the state high schools, 
especially, are installing radio 
sets for experimental and in-
structional work, in response to 
the very strong demand from 
the students for this information 
and the physics departments 
are fostering radio on an ever 
increasing scale. This action of 
the Normal will stimulate this 
interest immensely, especially 
in districts where radio has not 
progressed so far as in others. 

Analyzed from the dealer 
point of view this activity is 
the best kind of selling publicity 
he can obtain if he will really 
hook up with it in his own lo-
cality, and get a contract with 
the physics departments which 
is possible from several angles. 

HE dealer alive to his 
opportunities would find 
it profitable to get per-
sonally acquainted with 

the instructor in charge of radio 
work and to find means, from 
this acquaintanceship, to active-
ly co-operate with him. 

It would be a decided asset 
to a dealer to have the privilege 
of taking new radio equipment, 
such as receiving sets, new head 
sets, loud speakers, and other 
equipment to the physics de-
partment of the local high 
school for demonstration. In 
this way he could get before the 
boys and girls the merchandise 
he has to sell and get them in-
terested in it and in him per-
?orally. 

It would be easy to arrange 
with the instructor for a talk to 
the children by the dealer on 
some phase of radio work and 
such a talk would be invaluable. 
At the same time the dealer 
could invite the students to come 
to his store, not only to listen 
to programs and see demcnstra-
tions, but to inspect radio mer-
chandise and have it fully ex-
plained to them. 

It is a safe proposition to as-
sume that nearly every student 
in the physics department will 
be interested in possessing a 
radio receiving set, either one 
made by himself or the manu-
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factured outfit. If it is to be a 
home made affair the dealer has 
the opportunity of selling the 
material out of which it is to be 
constructed. If a special set is 
desired, he can sell that. 

The names of these boys and 
girls and their addresses, will 
make a valuable list to follow 
up. It can be taken for granted 
that the majority of students 
having home made sets, sooner 
or later will desire more finished 
and more efficient apparatus and 
the dealer can cash in on this 

desire if he keeps in close touch 
with them. 

It is quite possible that con-
siderable sales of equipment may 
be made directly to the depart-
ment for use in the class room. 
Probably the dealer should make 
his approach in this way as it 
will at least give him entree and 
a logical reason for evincing in-
terest. 
The dealer in the larger town 

very well can work out-of-town 
schools thru direct by mail 
solicitation or by personal vis-
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its if the schools are not too far 
away. This business would be 
highly profitable as it would 
come from outside territory and 
would not interfere with the vol-
ume his local territory should 
produce. 

HERE is still another 
angle that might be 
worked with profit. Stu-
dents always would be 

interested in suggestions on 
radio and information about it. 
The dealer very well could get 
out a monthly or weekly letter, 
full of information gleaned from 
Radio magazines such as Radio 
Merchandising, which would 
greatly interest those who re-
ceived it. This could be mailed 
to all the students in his trade 
territory. 

In addition some space could 
be devoted in this letter, which 
should be mimeographed, to an-
swering questions about radio, 
with some technical information. 
Also new radio devices could 
be described and illustrated with 
drawings. There is no question 
but that such a letter would very 
greatly interest boy and girl radio 
fans and that it would be the 
best sort of advertising for the 
dealer who got it out as it would 
carry his name and business ad-
dress. 
The cost of producing such a 

mimeographed letter would be 
small and the mailing, under one 
cent postage, would not amount 
to much. 
The whole campaign with the 

grade and high schools and even 
colleges in towns where they are 
located, could be hooked up with 
the dealer's store thru the use 
of signs and proper w:ndow dis-
plays. It would be of wide in-
terest if the dealer could obtain 
several home made sets or sets 
made in the physics department 

of the school and use them in a 
window display. For contrast 
he could place one of his special 
sets in the background. It would 
serve to create the desire to pos-
sess a better instrument in the 
minds of the persons viewing 
the display. 

At the same time such recog-
nition of the school and of the 
work of the students would tend 
to win a world of good will for 
the dealer, not only among the 
students but among their parents 
and school officials. It would be 

boost for the school and also 
for the dealer. 

A large sign, stating that the 
store was the downtown head-
quarters for the radio fans of 
the high school or grade schools, 
would be effective in attracting 
students to the store and would 
pave the way for many sales. 

HERE is a wonderful 
opportunity for radio 
dealers in every state to 
build sales out of co-

operation with the schools. In 
states where it is not already be-
ing done dealers would profit 
if they got the state Normal or 
university to broadcast a chapel 
program for high schools once 
cr twice every week. 

The radio dealer who is first 
on the job in his community no 
doubt could arrange with the 
school officials to place in the 
physics department a display of 
his apparatus and equipment 
with his firm sign included. The 
physics instructor undoubtedly 
would be glad to have this mer-
chandise available to use in il-
lustrating his talks on radio and 
for the purpose of demonstrat-
ing. It would certainly pay a 
dealer to use some of his stock 
in this manner as it would not 
suffer any damage and it would 
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a. 

be a strong advertisement for 
his store. 

If the school has a good aerial, 
and if it does not the dealer could 
well afford to present it with one 
as an advertising stunt, the deal-
er easily could get permission 
to put on a radio program some 
evening for the entire school. 
A loud speaker would make the 
radio concert or program very 
interesting. He also could ar-
range to give a talk before the 
student body on the development 
of radio and an explanation of 
the new things that constantly 
are coming out. In this talk the 
dealer also could make sugges-
tions regarding the use of the 
radio in homes, mention the 
pleasant features of reproducing 
the concerts given in distant 
cities and pointing out the bene-
fits to be derived by every mem-
ber of the family. 

f-

It is very likely that many 

parents would come out to such 
an entertainment and the dealer 
would have an excellent oppor-
tunity to sell them on purchas-
ing a set for their children. He 

would do well to emphasize the 
fact that a radio set in the home 
would do a great deal toward 
eliminating the desire of children 
to go out at night and at the 
same time would instruct them 
in many lines. 

Thru such work as has been 
suggested any dealer can get 
considerable publicity from the 
local newspapers because he is 
working with the schools which 
the newspapers support actively. 
This publicity will cost nothing 
and it is the most valuable of 
any that can be obtained, much 
more so than paid advertise-
ments. 

C)Kadd & Ile,bert 

Mr Retailer, when you have sold the idea to the High Schools, then 
tackle the Boy Scouts. Above is a group of English boys listening to 
a speech broadcasted by the Prince of Wales. 
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The Pallo - Photo - Phone a 
Broadcasting Innovation 

ingenious ap-
paratus for re-
cording sounds 
upon a photo-
graphic film so 
that the sound 
may afterward be 

re-produced in ordinary tele-
phones, loud speakers, etc., has 
been developed in the General 
Engineering laboratory of the 
General Electric Company, and 
brings unmeasurably nearer the 
day of the practical talking 
movie. 

It also means a boon to radio 

broadcasting studios. For from 
a central studio, say in New 
York City, the world's greatest 
artists can perform before this 
machine which produces the 
film. Copies of this film may then 
be made and sent to other sta-
tions and reproduced with ex-
actly the same clearness as it 
the artist were himself present. 

It makes possible the talking 
movie, for on a film of the nor-
mal width, can be the picture of 
the voice of the actor, as well 
as the photographic record of 
his action, both voice and action 
absolutely synchronized because 
they are part of the same film. 

C. A. Hoxie is the man credit-
ed with the invention of the de-
vice which is called the Pallo-
Photo-Phone. 

The record is made by caus-
ing the sound waves to produce 
vibrations on an exceedingly 

minute and very delicate mirror. 
A beam of light reflected by this 
mirror strikes a photographic 
film which is kept in continuous 

motion. The film when develop-
ed shows a band of white with 
delicate markings on the edges 
which correspond to the sound 
which has been reproduced. On 
account of the exceedingly small 
size of the mirror, its low in-
ertia, etc., it is possible by this 
means to produce a sound rec-
ord which includes the very 
delicate "overtones" which give 
quality to speech and musical 
sounds. This has not been so 
successfully accomplished by any 
other method of recording sound 
waves. 

The reproduction of the sound 
from the film is accomplished 
by moving the film in front of 
an exceedingly delicate electri-
cal device which produces an 
electromotive force which varies 
with the amount of light which 
falls upon it. In the past at-
tempts have been made to pro-
duce these results by means of 
selenium cells, but a selenium 
cell, though it responds to the 
changes in the amount of light 
which it receives, does not re-
spond with sufficient promptness 
to produce good results; there 
is a sluggishness in the response 
which seriously interferes with 
the quality of sound which is 
produced. 

By an ingenious combination 
of vacuum tubes, there has been 
produced an apparatus which 
responds to variations in the 
light falling on it with a speed 
that is so high that it can only 
be compared with the speed of 
light itself, or with the speed of 
propogation of wireless waves 
in space. Therefore, when this 
film is moved continuously in 
front of such a device, the de-
vice produces an electric current 

24 



RADIO MERCHANDISING 25 

which corresponds very accurate-

ly to the original sound wave. 

This electric current may be 

used to actuate a telephone or 

loud speaker. It was actually 

used recently to operate the 

radio transmitting station WGY 

of the General Electric Corn-

pany. The well known voice of 

the WGY announcer "KH" was 

recorded on a photographic film 

and sent out by WGY with such 

accuracy that it was impossible 

to distinguish it from his voice 

as ordinarily directly transmitted 

from the station. 

",,,I,11111111111111111111111111111111111111111111111111111111111111i1111111111111111111111111111i1,111IP 

C. A. Hoxie demonstrating his new Pallo-Photo-Phone. 
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The Official Suggester 
By Roy F. Soule 

How Putting the "Tryout" Up to "Source of Sales Sugges-

tion" Made a Winner of a Salesman Who Threat-

ened to Become a Nuisance. 

N every sales 
force there is an 
official suggester. 
Frequently he is 
known as a nui-
sance and very 
often he "sug-

gests" himself out of a job. 
His brain seems to run to 
inventions. If he were of a me-
chanical turn of mind he would 
probably be working on perpet-
ual motion, but being a salesman 
he seems bent on revolutionizing 
the force of which he is a part. 
He usually approaches his sales 
manager in a manner that would 
indicate that he is Atlas the Sec-
ond. Most of his plans are no 
good—frequently they are fool-
ish—sometimes absolutely ridic-
ulous but he keeps at it. You 
can't shut him up. He takes 
more of the sales manager's time 
than any other man on the force 
and the boss damns him with 
frequent fervid fluency. 

A DEADLY SERIOUS OP-
TOMIST 

I want to tell you about such 
a man who once worked for me. 
His name was Tom Moore and 
he took life so seriously that his 
face had leathered itself into 
deep creases of concentration. 
He scowled himself into isola-
tion. 
Tom produced his sales plan 

ponderously. To him every one 
of them was the keystone that 
was to keep our business arch 
from tumbling. He was natur-
ally a pessimist on every plan 
that was being used in that sales 
force and a deadly serious opti-
mist on every new plan he pro-
posed. He never seemed to run 

dry. Shut him off flat-footedly 
on one plan and he would appear 
a week later with a brand new 
one. As the rejections multi-
plied he became moody. I wor-
ried about him because he took 
life so all- fired seriously. 

PLAYING A HUNCH. 

Then, one day, I had a hunch. 
I resolved to assume no further 
responsibility f o r dumping 
Tom's sales plans overboard. 
That afternoon when he came 

in doggedly determined to sell 
me his latest plan he was the 
most surprised may on the map 
when I accepted it. I asked him 
to chart it and to put on paper 
every detail he could suggest for 
the handling of a sales campaign. 

A COMMITTEE OF ONE 

The next morning he was 
waiting in my office when I 
came down to work. I know he 
had worked most of the night on 
it. 

I took the time to go over his 
outline carefully and then said, 
"Tom, I think you have struck 
it. That plan has corking pos-
sibilities but I always try out 
new plans with a minimum of 
expense. If the results warrant 
I'll plunge. Now you are a sales-
man and this is your baby. It 
has more chance to succeed in 
your hands than it would have 

if tested by another man who 
would have to break up his pres-
ent system to try this. I'm going 
to appoint you a committee of 
one to go out and demonstrate 
that this plan will deliver the 
goods." 
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A COMBINATION OF 
FAITH AND STUB-

BORNNESS 

And Tom tackled it. He was 
working on commission and that 
plan flattened his income to pan-

cake proportions, But he didn't 
stop proposing and in the suc-
ceeding weeks and months Tom's 

proposals dwindled. Stern ne-
cessity limited them to his in-

come. but to his credit that boy 
placed his own money on Tom. 
In the wake of every sizeable 
commission he backed himself 
for another try. An ordinary 
man would have quit,—either 
quit the innovation idea or 
sacked the job altogether,—but 
Tom wasn't ordinary. He was 
as stubborn as a mule and he re-
solved to show me before the 

year passed out. 

TOM STRIKES PAY DIRT 

Then one day he hit a bull's-

eye. One of his wild swings hit 
the ball squarely on the nose 

and he knocked it out of the lot. 
He came in the first day with 

more sales than he had ever 
turned in for a week's work. 
The lines in his face loosened up 
and softened his whole appear-
ance. He was riding the top of 

the world and reflected it. That 
month he led a sales force of 

1400 men. His plan was put 
into operation generally and pro-
duced for the organization the 
greatest month's business of the 
year, and I'll never forget that 

Tom Moore had tried out fully 
fifty plans before he struck pay 
dirt. 

SINGLE FAILURE VS. MUL-
TIPLIED SUCCESS 

And get this. His 49 failures 

were not such a frightful eco-

nomic loss to us because they 
were one-man failures. His suc-

cess, on the other hand, was 
glorious because it was multi-
plied by 1400 who succeeded 
with it. 

Tom's triumph will always 

stick with me as double sales 
lesson. First is punched a lit-
tle more patience into my im-
pulsive system. Tom also taught 

me how to put the responsibility 
of a try-out up to the source of 
the sales suggestion. That sys-
tem is worth its weight in gold. 

Then it taught me that the 
man who eternally proposes new 
plans is a man to be encouraged 
—a man in whom the sales man-
ager must believe and he must 
let that man know of his faith. 

ENCOURAGE THIS MAN 

Woolworth took half a dozen 

bad jumps at the merchandising 
game before he came through 
with the plan that produced 
enough successful 5 and 10 cent 

stores to build the world's larg-
est skyscraper. Since Tom 

Moore came through, I'm look-
ing, every day, for the man in 

my sales force who will dupli-
cate his achievement and from 
the results I'm just about con-
vinced that such a man is on 

every sales force. 

I believe in either a small sal-

ary and commission or a straight 
commission for salesmen, and on 

such a basis every "Plan-Pro-

poser" who can stand the gaff 

of his own try-outs is a jewel 

in the rough. 

My hat is off to the Official 

Suggester. 



In a Nut Shell 
By Roy F. Soule 

HAT is Salesman-

ship? It is a crea-
tion of desire in 
your prospective 
customer to own 
something y o u 
have for sale? 

Yes, partially. It is selling a 
man something he did not think 
of buying? Yes, that's some of 
it. Is salesmanship courtesy 
coupled to an honest effort to 
please every customer with whom 
you come in contact? Certain-
ly, that's more of it. 

All these are essentials to a 
salesman and stepping stones to 
true salesmanship which I have 
learned to describe as THE 
CREATION OF ADDITION-
AL BUSINESS WITHOUT 
ADDITIONAL EXPENSE. 

That puts it in a nutshell and 
we all know men who have been 
swinging a post maul at that little 
chestnut for years without crack-
ing it. The salesman who doesn't 

keep a weather eye on expenses 
is riding for a fall. He may get 

by when the selling is easy, but 
let him strike snags and he will 
be bottom up in swift water be-
fore he knows it. 

THE WRONG WAY 

Store owners tackle two meth-
ods of expense reduction. One is 
to cut the eternal life out of 
everything that in any way tends 
to either temporarily or perma-
nently take the cash out of the 
till. I have seen cheaper clerks 
work overtime and discontinued 
delivery wagons gather rust while 
the first class stores that discon-
tinued them drifted into third 
raters. Slashing right and left 
is usually the action of a panic-

stricken merchant. At such a 
time necessary merchandising in-
vestment is usually confused with 
needless expenses and the panic 
mad proprietor pays heavily for 
every such error. 

The average clerk in the aver-
age retail store doesn't know how 
to sell. He is an order taker and 
he will be handing out goods to 
people who come in and ask for 
them until old agz or an irate 
employer kicks him out, unless 
some dynamic force can be made 
to blow his eyes open and give 
him a clear view, not at the hor-
ribles ahead but of the opportun-
ities at hand. 

BEFORE YOU BET 

I fully realize that the starter 
of this story may call for a storm 
of protest, but let's spade the 
ground thoroughly and see if we 
can't turn up something besides 
fish bait. Let's watch our men 
in action a while before we lay 
any heavy money on coming 
events and we may be surprised 
to learn that we are drawing clerk 
values, at the rate of 49 cents on 
the dollar. The fault may further 
prove to be on the Boss's door-
step. It is frequently. 

TOO COCK SURE 

The clerk who has been behind 
the counter three years thinks he 
knows how to sell goods. The 
man who has been in sales har-
ness for ten years is cock sure of 
it. Most sales managers, when 
questioned along this line, will 
reply that they were brought up 
on it. We who pay our bills with 
cash collected in return for our 
sales effort are quite generally 
pretty well satisfied with our-
selves, but facing cold facts most 
of us are mere order takers. Now 

4-
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"order taking" requires skill, tact, 
brains and ability and falls far 
short of a fool's job, but order 
taking should not be confused 
with honest-to-goodness sales-
manship. They are as different 
as the fat woman and the human 
skeleton. 
The other method of expense 

reduction we will discuss in de-
tail. The stage may be your 
store; it may be mine, but the 
actors are the sanie the world 
'round and the owners are usu-
ally hustling for the same elusive 
dollar. 

Let's try to keep our well-paid, 
deserving clerk and the hard-
working old delivery man. They 
are both ready to jump at any-

thing that boosts business. Let's 
make a mighty resolve to keep 
on spending money to earn 
money but let's multiply our ef-
forts to get a real run for every 
dollar we do spend. 

SALESMANSHIP IN STOCK 
ARRANGEMENT 

I was in a store the other day 
watching a bright looking clerk 
who was busy arranging on the 
shelves a lot of new goods, which 
had just been unpacked and 
marked He was piling those 
goods from left to right. 
"What's that?" asks the cub 

clerk who may read this, "what's 
left to right?" 

Well, here's a chance for the 

Court,•sy 



30 DECEMBER, 1922 

boss to get more action on his 
expenditure. Tell the cub that 
the proper way to arrange goods 

on a shelf is to begin at the left 
side—arrange tlç smallest sizes 

of a line at the extreme left and 
then the next larger size and so 

forth on over to the extreme 
right. If there is any blank or 

vacant space to be left on a shelf 

that space should always be at 
the extreme right. Pile every box 

or item flush with the edge of 
the shelf and keep them that way. 
If there are several rows of the 

same sized article and an odd 
count requires that some rows 
must be piled higher than others, 
let those high piles be always at 
the right side of the shelf. Now 
most of us sell files. Suppose we 
are piling up a stock of 5 in., 6 
in., 7 in., and 8 in. mill bastard 
files, arrange them as per dia-
gram herewith illustrated and fol-
low that system throughout the 
entire stock. Appearance has a 
heap to do with selling. Don't 
let your cub clerk get in the habit 
of chucking new goods into any 
old holes in the shelving. Open 
but one box of each size, put a 
cross on the end of that box. 
Stocks that look like they were 
spattered on the shelves with a 
shot gun don't attract trade. A 
clerk can move faster and wait 
on more trade intelligently from 
an orderly stock than he can from 
the jam-em-in kind. Most dead 
stock finds its hiding place in dis-
order. The good retail salesman 
works every spare minute he is 
in the sales room in cleaning or 
arranging his stock. If he can't 
find enough such work to keep 
him busy he doesn't belong. 
Clerks who read the papers with 
their elbows on the show cases 
are generally standing with their 
backs to a disorderly stock of 
goods on the shelves. 

GOOD, AS FAR AS HE WENT 

Well, to get back to that chap 
who was on to his job. A cus-
tomer came in and asked for a 
padlock. As the clerk brought 
out his sample board he asked 
what the customer was going to 
lock up. The brief reply was— 
"Building a wood shed. Got to 
lock up good wood this year." 

The clerk didn't say a word for 
the customer selected a lock on 
sight, but that boy bent down be-
low the counter and came up 
with a hasp and staple in his hand 
and "By George, I nearly forgot 
that," from the customer closed 
a second sale without a lot of 
wasted energy. Then that clerk 
talked hinges and sold again. 

The customer paid him with a 
$5 bill, and while they waited for 
the change talked about the love-
ly weather. In less than five min-
utes he opened the door for a 
satisfied customer who had come 
in to buy a padlock and who had 
been sold a hasp and staple and 
a pair of hinges for good meas-
ure. 

That clerk was better than the 
average. He had both eyes open 
and was probably rated as a real 
money earner for the store, but 
he has more to learn and it's up 
to his boss to give the informa-
tion and to give it to him now. 

AN ANALYSIS 

That hardware store had just 
put in a line of Radio equipment. 
It was new and occupied a special 
table in the center of the store. 
That table was less than ten feet 
from the clerk and the customer 
who talked lovely weather while 
they waited for the change. Let's 
analyze the conditions: 

First that customer came into 
that store voluntarily — came 
there because he needed some-
thing and wanted to buy it in 
that particular store. 
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Second, he had responded to 
two direct sales suggestions. In 
other words, he was forgetful and 
susceptible. 

Third, he had money left for 
he was waiting for change. 
Fourth, he was socially inclined 

—any man is who will stop to 
talk about the weather. 
To sum up that clerk was all 

there for the first half and then 
he played the game like a bush 
leaguer. 

TIME TO TALK TURKEY 

I don't need to tell you that he 
should have known that the 
weather didn't pay his salary, 
that sunshine or dews or wind or 
rain had nothing to do with his 
relationship then and there with 
that customer. It was up to him 
to show that new Radio line— 
and to show it not as a salesman 
trying to make a sale but as one 
enthusiastic human being sharing 
something of absorbing interest 
with another. A sale might 
easily have resulted. Some man-
to-man advertising could certain-
ly have been accomplished. Ad-
ditional business without addi-
tional expense. 

CHECK UP 

Just check yourself after each 
sale. See if you couldn't have 

really SOLD something you 
didn't even mention. 
Then one by one camp on the 

trail of each clerk and check their 
efforts—and when you find the 
key to missed sales, don't ride 
the clerk with spurs. The "fault 
is probably your own. Reason it 
out. Talk additional sales with-
out additional expense. If you 
can jump your sales only three 
additional to the man it will bring 
surprising results. 
You know it costs no more for 

rent if your boys can by this 
method land twenty additional 
sales a week, costs no more for 
coal—no more for overhead, or a 
dozen other standard expenses. 
It makes a business grow and 
more than that it makes men 
grow. 

I have seen sales — additional 
sales without additional expense 
jump twenty-four a day in a store 
employing just four men. You 
can do it, or any other merchant 
can who will apply himself to the 
job. 

We are all in business to make 
money. Selling is the most im-
portant duty of a retail merchant. 
Additional sales without addition-
al expense is frequently the whole 
difference between success and 
failure. 

You May Opine So, But He Doesn't 

Listen, old-timers, and your fones 
will resound 

With the well-known squeal of 
the CQ hound, 

Whose sending won't stop for 
fire or flood, 

Though every old-timer thirsts 
for his blood. 

It's always, "Hello, and how am 
I now?" 

And "QSU now, for it's time to 
chow." 

He is always on deck, though 
"QTC NIL," 

His message will read, "Is this 
you or Bill?" 

Oh! For his presence and a huge 
retty-snitch, 

A double-barreled shotgun, a bar-
rel of hot pitch. 

That never again could we hear 
that sound. 

—"Radio Digest." 
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VERY radio retailer is now set, or should be for 
the first real radio Christmas. The country is ripe 
for sales amounting to many millions of dol-
lars, and any retailer who fails to get his 

share of this business can only blame himself. By 

the time this issue of RADIO MERCHANDIS-
ING reaches its readers, every store window should 
be telling the story of radio Christmas, every piece 
of retailers advertising copy appearing in the local press 
should have the slogan "This is a Radio Christmas", and 
every customer, and prospective customer, on the retailers 
list should have a special message on the subject. Tell 
the kiddies their Christmas stocking should be a radio 
stocking; tell the old folks the joys of bringing the world 
into their home via the radio route. And on the morning 
of December 26th use the columns of your local advertising 
mediums to tell the youths that there is no better way of 
investing their five and ten dollar gold pieces than in the 
joys of radio. Go to it, Mr. Retailer, there's a lot of loose 
change coming your way if you get after it. 

HE village of New York is going to have a big 
radio exposition during Christmas week, and all 
the enthusiasts of the Metropolitan district are going 

to have an opportunity of seeing the latest in radio, 
for most of the leading manufacturers are going to be there 
with bells on. The exposition will be a real stimulus to local 
business, for all orders taken by manufacturers at the Grand 
Central Palace will be credited to the distributor and the 
dealer. This means that every dealer in Greater New York 
and New Jersey are going to be enthusiastic bosters, and 
in consequence a good time should be had by all. 

32 
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OMMEN TS which we are receiving from every sec-
tion of the country bear testimony to constantly 
increasing volume of radio business. Last year's 
selling records are being beaten, and this is attri-

butable to the complete coverage of broadcasting which the 
country now enjoys. There is no hamlet in these United 
States that is not now within reach of at least one or two 
broadcasting stations. We have nearly double the number 
of stations that we had at the beginning of the year. This 
means, Mr. Retailer, that everybody living in your area, 
unless he is already sold, is a prospective customer. 

T is apparent that the task of the radio broadcast-
ing director is to find music and speech of a char-
acter that will bring real information and pleasure 
to the greatest number who listen in—but when 

the program you get doesn't quite meet with your approval, 
always remember the many problems that the poor director 
has to overcome. Next to running a grand opera, the run-
ning of a broadcasting station is the best test of the mental 
stamina of humankind. 

.0 7, 
HE West is leading the East, and Chicago is again 
broadcasting its grand opera and bringing enjoy-
ment and musical culture to hundreds of thousands 
of radio fans. It is difficult to estimate the value 

of this broadcasting service, but that it is a great stimulus 
goes without saying. Plans are now being developed look-
ing towards the broadcasting of the Metropolitan Opera 

in New York and when WJZ moves from its present home 
to its new home atop the Aeolian Building, in the heart 

of theatrical New York, it is almost certain the plans will 
be consummated. When this is done, fifty thousand new 
sets will find homes in Greater New York. 



Cause for Thanksgiving 
By Roy 

MAN does not 
have to be the 
portly possessor 
of a flowing chin 
with three rip-
ples in it to ap-
preciate Thanks-

giving Day. Our New England 

forefathers were surrounded 

mostly by thin men with a de-

cided leaning toward pumpkin 
pies, cranberry sauce and turkey. 
The "taste" of those simple Pil-
grims was simply great, and the 

way it has been transmitted, un-

impaired, down through the ages, 
makes it a comparatively easy 

matter for most of us to demon-

strate that Pilgrim blood courses 
through our veins. 
The first demonstration of the 

spirit of thankfulness for the 

bountiful mercies of God was 

staged before a background of 

primeval forest filled with sav-
ages. The solemn scene was en-

livened here and there by activi-
ties around a whipping post or a 

ducking board. Stern stocks sur-
rounded the shin-bones of feet 
that had strayed from the 

straight and narrow paths. 

The setting was completed by a 
few carelessly arranged torture 
stakes on which an occasional 

witch was burned alive and her 
evil, damning influences wafted 

away in thin blue trails of smoke. 
In the foreground, a shooting 

match was often under way and 
the reckless manner in which 

slugs were hurled from old bell-

muzzled guns spoke volumes for 
the trading post. 

Before being carried away by 

the great uplifting spirit of 
Thanksgiving, however, it may 

F. Soule 

be just as well to take a good, 
careful look at ourselves and see 

wherein we differ from the Pil-

grims of the rock-bound coast. 
Their leaning toward pumpkin 

pie has been "a la moded." The 
wild cranberries which furnished 

their sauce have been grafted to 

the produce trust, and descend-
ants of the gray-haired New Eng-

lander buy at 30 cents a quart. 

The turkey on the holiday table 
no longer represents skill in 

marksmanship or in game stalk-

ing. To-day it denotes the clev-
erness of the con collector or the 
luck of the dice thrower at the 

village raffle. 

041 
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0 longer do we tolerate 
the whipping post or the 
ducking plank. These 
crude methods have 

long since been replaced by 

modern systems, .and our matri-
monial differences are aired at 

Newport and settled in Reno. 
The wayward youth of our time 

does not sit on hard slivery 

benches with his feet in stocks. 
No, indeed. We cover those 
bones with shin-guards and send 

him forth the Saturday before 

Thanksgiving to seek gory glory 

on the football field. 
The wail of the burning witch 

is no more wafted on the gentle 

breezes together with the smell 
of pumpkin pies and 'possum. We 

have gone beyond that and, in 
approved twentieth century man-

ner, do nothing worse than burn 
a few ignorant, helpless negroes. 
The shooting match is still pop-

ular, and to modern firearms is 
due the credit that a man can, 
with but little practice, shoot as 
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well or better than the old-timer 

who slept with his gun. 

The evolution of the Trading 
Post has been complete, merchan-

dising has made great strides and 

has outstripped many other civil-

izing influences The merchant 
is a better, cleaner, more whole-

some distributor. Pure living 
evidences itself in attractive dis-

plays of goods that are strangers 
to old necessity. These goods 

lend tone and color to the som-

ber shades of more sturdy mer-
chandise, and in their own pret-

ty, pleasing ways, strengthen the 
fiber of salesmanship and improve 

the quality of customers. 

• 

r;•- ty HE merchant has tackled 
well the great problems 

re->, that have confronted 
kft 

_ him. In the elements 
about him he has discovered new 

and unseen forces and each of-
fering of the inventor is a healthy 
stimulus to resourceful distribu-

tors. 

Business men have discarded 
the monitor of mercenai y motives 
and extended their endeavors 

from store to town, from town to 

State, and from State to nation. 
This is reason enough for 

Thanksgiving, and RADIO 
MERCHANDISING is privileg-

ed to extend you Greetings. 

My QRN Party 

It was nice to keep a-tunin' 

With the nabors sittin"round; 

They come to hear the music, 
But I couldn't get a sound, 

'Cept the demons of perdition 
That were floating in the air, 

It seemed their boss was with 

'ern, 

And they were everywhere. 

They made my heart beat faster 

When I thought they were so 
near, 

And I cussed the poor broad-

caster, 

Because I couldn't hear. 

With their growlin's, squakin's, 
squealin's, 

I could hardly keep my chair, 
For regardless of my feelin's 
They had taught me how tg 

swear. 

I hate to meet my nabors, 

When I am out alone, 

For they are sure to twit me 

About my Radyfone. 

There's little satisfaction 

While Satan's 'lower to roam, 

'Till someone takes some action 

To keep his imps at home 

When they are on vacations 

We are happy as can be, 

For the people of all nations 

Can hear sweet melody. 

There's nothing I can mention 

That keeps me closer home, 

And takes so much attention 

As my little Radyfone. 

J. D. Myers. 



The Pleasing Voice and a 
Patience of Job 

ES sir! the tele-
phone service is 
improving. The 
snippy answers 
of Miss Central 
have toned down 
and the I-own-

the-earth attitude of the contract 
department is once more becom-
ing human and business like. 
Not that the Telephone Com-
panies have joined the elect— 
that they are really rendering 
the service of which they are 
capable—but they are improving 
and any struggling industry that 
is doing better is entitled to an 
encouraging word. Given a 
lenient consideration they may, 
in another five years, get their 
service back to the pre-war 
standard. We hope to live to 
see it. 

The Phone has come to play 
such a very big part in our 
business life that its importance 
cannot be over-estimated. Prop-
erly used it is a business stimu-
lator that compares favorably 
with the merchant's windows or 
his show cases. This is particu-
larly true in the larger towns, 
though the network of rural lines 
has made the telephone a very 
important sales producer in 
country stores. 

MAKING THE PHONE BILL 
LOOK SMALL 

A record of the amount of 
business that comes in over the 
store's phone during the year 
would astound most merchants. 
Too frequently we think of tele-
phone bills as frightful but 
necessary expense. We seldom 
stop to analyze phone profits— 
we are decidedly more inclined 
to figure phone loss. 

It is true that there are plenty 
of telephone losses. There is 
the good and the bad side tu 
most things, and there are plenty 
of phone losses other than the 
heart of your youngest clerk to 
the blonde "Hello" girl. There 
are losses that make the lump 
sum of your year's phone bill 
look insignificant, and when the 
investigation is finished and clew 
after clew is trailed to its origin 
you will know that the lack of 
a regular store telephone system 
is the cause of most of your red 
figure entries. 

MUSTS FOR PHONE 
SERVICE 

One man should as nearly as 
possible answer a store's phone 
calls and that man should be 
blessed with qualifications some 
of us couldn't cultivate in a life 
time. Good looks don't go very 
far on a telephone, but a pleas-
ing voice and careful enunciation 
backed by a patient disposition 
are qualifications which when 
coupled with a thorough knowl-
edge of the stock, go right out 
on the copper wires to win 
business. 

MUCH ALIKE 

The wholesaler who received 
your telegram asking for a ship-
ment of certain items and failed 
to make that shipment for a 
week didn't get your next rush 
order. . You thought he should 
have interpreted a telegram as 
an urgent need and you were 
right. The man who treats a 
telegraphed order as he would 
a mail order needs a commercial 
Big Ben to tattoo him into ac-
tion. Apply that lesson at home. 
When customers telephone they 
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want action. The phone locally 
is locally just about what the 
telegram is over a greater dis-
tance. If an order that is tele-
phoned to your store at to A. M. 
isn't delivered before noon, your 
customer usually begins to think 
that you pay less attention to 
phone orders than you do to 
counter trade and a phone order 
is a compliment of the highest 
sort. Frequently a failure to 
come through with speed on such 
an order means another tele-
phone call from the customer. 
This second call is usually a 
hummer. The customer is im-
patient and goes into the clinch 
without preliminaries — right 
there is where the store end 
of the wire should be manned 
with diplomacy, patience and a 
voice that has a way of saying 
things. A complaint call an-
swered by the I-don't-know 
clerk, or by the question King, 
or by the I don't-seem-to- care 
voice will cost you a customer 
nine times out of ten. 

HE DIDN'T LOOK IT 

Have you ever done business 
with a man over the phone for 
weeks or even months without 
seeing him and become so im-
bued with respect and confidence 
in that person that you would 
hardly believe your eyes when 
you finally met him and saw a 
homely, cross-eyed, uninterest-
ing appearing little shrimp. It 
is then that you realize as never 
before that "handsome is as 
handsome does." TALKING is 
DOING on the phone. 

RETURN THE COMPLI-
MENT 

I called a printer a few days 
ago to place an order for some 
stationery we needed in a hurry. 
Some one in that office answer-
ing my call said "The Boss is 

out to lunch—call him again in 
about an hour if you want to 
talk to him." That hour will 
never come. That printing job 

went to another house where by 
strange coincident the Boss was 
also out, but the phone answer 
was—"I am very sorry Mr. 
Porter is out—we expect him 
back in about fifteen minutes. 
If you wish to speak to him per-
sonally I will take your number 

and I know he will call you as 
soon as he comes in." He did 
and he landed the order. 

If your phone system has no 
regular answer for people who 
call any particular person in 
your store just take a tip from 
my printer. Don't ask them to 

call back later. Take their num-
ber and call them as soon as you 
land at your place of business. 

NOT MARRIED TO ALL 
OF THEM 

You may be six feet tall and 
wear your perfectly fitted clothes 

like a tailor's model, but you 
must either possess a plcasing 

voice and a patience of Job pro-
portions, or hire some other man 
to answer your business phone 
calls. Your wife may know your 
disposition and make loving al-
lowance for your sharp tones, 

but you are not the husband of 
every woman who orders goods 
over your telephone. The mer-
chant who does not keep a care-
ful list of the telephone num-
bers of his regular customers is 
missing the chance of a lifetime. 
Most stores wait for customers 

to call them. The real pro-
gressives call the customers. 
What about it? Well what's 
new? Go on—try it out—Give 

'em a ring! 
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If you see that an employe is 
not fit for his position, it is bet-
ter to pension him with his full 
salary than to keep him. 

The chap who makes a great 
noise and fuss to impress the 
boss with his energy does not 
fool any one but himself. 

To deal harmoniously with 
others it is always advisable to 
try and see through their eyes. 
It's a mighty wise procedure. 

Persistence in selling, as in 
every other endeavor, is a prime 
essential. 

Love for work man be culti-
vated where it does not exist. 

Salesmanship should rarely, if 
ever, use destructive criticism. 
Value each piece of merchandise, 
each musical composition, for its 
own points and never condemn 
it for lacking what it does not 
embody. 

Have you noted that the dili-
gent says "To-day," the slug-
gard says "To-morrow"? 

Making promises is a harmful 
practice unless the intention is 
to live up to them. Many a cus-
tomer has been lost because a 
dealer or salesman promised to 
secure an article or make a de-
livery on a certain date and did 
not do so. 

Only one-third of so-called 
salesmanship is done outside the 
plant. The other two-thirds is 
done inside—by accurate order 
clerks and shipping clerks, by 
well-trained, efficient workmen, 
and by careful, conscientious, on-
the-job department managers. It 

is the outside man's job to get 
the business, but those inside 
must keep it. 

Form in business is knowledge 
of the job. When that is mas-
tered you become runner-up for 
the opening just a little higher 
up. But before you can climb 
there must be a foundation upon 
which to get a toe-hold. 

The fellow who plans ahead 
of his competitors is usually win-
ner in the race for business. 

There are three ways •in which 
to find the value of a dollar; one 
is to find out what you have to 
give in order to get a dollar; the 
second is to spend it and see 
what you can get for a dollar; 
the third is to save it and see 
what you can do without and 
keep the dollar. 

There is no truer test of a 
man's qualities for permanent 
success than the way he takes 
criticism. The little-minded man 
can't stand it. It pricks his ego-
tism. He "crawfishes." He 
makes excuses. Then, when he 
finds that excuses won't take the 
place of results, he sulks and 
pouts. It never occurs to him 
that he might profit from the 
experience.—Thomas A. Edison. 

If you want knowledge, you 
must toil for it. Toil is the law. 
Pleasure comes through toil and 
not by self-indulgence and indo-
lence. When one gets to love 
work his life is a happy one.— 
Ruskin. 

Life is not so short but that 
there is always time for courtesy. 
—Emerson. 
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The N. R. C. C. and Broad-
casting 

Chamber Plans to Render 

0 aid the Govern-
ment and the 
American people 
in peace or war, 
to eliminate the 
confusion of rap-
id development, 

to work with the Federal 
departments in devising a ra-
tional scheme of broadcasting for 
the nation, to promote on a uni-
versal scale effective organiza-
tion of all radio instrumentalities, 
and in general to undertake at 
once the solution of the pressing 
problems of the industry, now 
leading to conflict," are the de-
cleared purposes of the new Na-
tional Radio Chamber of Com-
merce. 

In a statement announcing the 
practical completion of the task 
of selecting the executive per-
sonnel of the Chamber, which in-

Kadel I h. , bcrt 

Constructive Co-operation 

eludes the appointment as gen-
eral counsel of Henry T. Hunt, 
111 Broadway, New York, late 
member of the Railroad Labor 
Board and former mayor of Cin-
cinnati, it was said that a com-
mittee had been appointed to in-
vestigate the whole question of 
broadcasting. One of the first 
steps in the committee's work 
was the holding of an open meet-
ing of the Chamber in Chicago 
during the week of the Chicago 
Radio Show. At this meeting the 
committee received a large 
amount of constructive sugges-
tions from all interests involved. 
William H. Davis, the presi-

dent of the Chamber, at its head-
quarters, 165 Broadway, New 
York, summed up the Chamber's 
general attitude toward broad-
casting as follows: 
"The only scheme of broad-

P. 
A radio enthusiast keeping tabs on the Domestic Science Broadcasted ..-. 
Course—a good argument that can be used when trying to sell radio 7g-

apparatus to the housewife. 5 
5---- .7-. 
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casting which can prevail in any 
real sense is one in which the 
end to be attained reconciles all 
conflicting elements, even to the 
submerging of private interests." 
The vice-president of t h e 

Chamber is Harold J. Power, the 
secretary, George Lewis; and the 
treasurer, Cloyd Marshall. The 
Board of Governors consists of 
A. H. Grebe, Richmond Hill, N. 
Y.; C. B. Cooper, New York; A. 
P. Morgan, New York; B. L. 
Moore, Buffalo; J. R. Crawford, 
Long Island City, N. Y.; E. R. 
Harding, Boston; Boden Wash-
ington, New York; and Gordon 
Sleeper, New York. 
A plan of regional organiza-

tion has been adopted by the 
Chamber, with the following dis-
trict vice-presidents: 

First District (Boston)-0. K. 
Luscomb, Cambridge, Mass. 
Second District (New York 

and Northern New Jersey) to be 
elected. 
Third District ( Philadelphia, 

Baltimore, Washington) — At-
water Kent, Philadelphia. 
Fourth District (Atlanta, Sa-

vannah, Jacksonville) — to be 
elected. 

Fifth District (New Orleans, 
Memphis, San Antonio) to be 
elected. 

Sixth District (San Francisco, 
Los Angeles, San Diego)—Colin 
B. Kennedy, San Francisco. 
Seventh District ( Seattle, Port-

land, Tacoma)—Robert H. Mar-
riott, Seattle. 
Eighth District (Pittsburgh, 

Cleveland, Toledo, Detroit, Cin-
cinnati, Columbus) — Powell 
Crosley, Jr., Cincinnati. 
Ninth District ( St. Paul, Mil-

waukee, Chicago, Indianapolis, 
St. Louis, Kansas City, Minnea-
polis, Denver)—Harry Bradley, 
Milwaukee, and Dr. C. F. Bur-
gess, Madison, Wis. 

Saying that broadcasting is re-
ceiving probably greater consid-
eration than any other activity in 
the radio world, the Chamber's 
statement appealed for national 
co-operation, adding: 

"The very nature of radio in 
the present phases suggests 
broadcasting. Until our wireless 
is brought to a point nearer to 
perfection, radio is not at its best 
in any form except in broadcast-
ing. This is being internation-
ally recognized. That there 
should be at this early stage of 
the art's development a consid-
erable amount of conflict is na-
tural. 

"Realizing that this subject is 
one of universal interest, the Na-
tional Radio Chamber of Com-
merce, after conference with the 
departments in Washington, has 
decided to take up the whole 
matter very earnestly so that a 
solution of the general problem 
may be reached. 

"It is recognized, of course, 
that near the seacoast, particu-
larly, the Navy communication, 
easily the most important, must 
not be interfered with. But this 
Chamber, after an exchange of 
views with the Navy Department, 
feels sure that in a real effort 
to erect a satisfactory system it 
will have the hearty co-operation 
not only of the Navy Department 
but of the Department of Com-
merce, the Department of War, 
the Bureau of Standards and of 
other governmental departments 
and agencies. 

"Some excellent constructive 
work has been accomplished by 
the so-called Hoover Conference 
in Washington and considerable 
improvement in the New York 
district has centered around the 
office of inspector of this district. 
The Broadcasting Committee of 

(Concluded on page 68) 
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Then He Took Up Radio 

"Can you explain Radio to 
me?" 
"To be sure. Take heterodyne 

action. Suppose that the fre-
quency of oscillations in the re-
ceiving antenna is 100,000 cycles 
per second when that circuit is in 
resonance with passing electro-
magnetic waves, it would require 
a generator of undamped waves 
possessing a frequency of 101,-
000 cycles per second to be 
heard." 

"I understand perfectly now." 
—Louisville Courier-Journal. 

Oh Gosh, Ain't Radio Won-
derful? 

Come, for the night is falling, 
And my set is tuned so fine 

It will pick up a peal of thunder 
Or the red ant's plaintive 

whine. 
Come! And sit close beside me. 
My head-phone's built for two. 

It will be a night of rare de-
light— 

With the world's wild sounds 
—and you! 

The Rhymes Were Howling 
Successes 

"Tonal poems" is the way one 
romantic writer describes pro-
gram numbers. 

The Modern Wedding Band 

In days of old, a band of gold 
Bound many a pair together; 

The latest thing, in place of ring, 
A double headset two together. 

"Zeke Scroggins Says" 

This Broadcastin' stunt is get-
tin' tu be all day long, 'twouldn't 
s'prise me tu see some feller try 
tu broadcast uh a'larm clock. 

Thin we won't have a durn 
thing tu do, but set and listin' 
an' thin they'll wake you up tu 
listen again. 

—Bon Nivel. 

Sh! Don't Tell the Prohi-
bitionists 

The most remarkable thing 
about the rapid spread of Radio-
phones is that it has occurred 
without a law forbidding it.— 
Baltimore Sun. 

But He Can Turn Off the 
Set! 

If these Radio telephones keep 
on, a man's wife can talk to him 
no matter where he goes.-

-Greenville Piedmont. 

Human Regeneration 

In the Canary Islands the in-
habitants convey signals and bits 
of news by a system of whist-
ling. The system dates back 
hundreds of years. When Radio 
takes hold the islanders will not 
know whether their apparatus is 
out of tune or some inhabitant 
is trying to whistle a message.— 
Daily News. 

Kisses by Radio 

Thus ran the headline of an 
article of recent date, when some 
love-sick swain tried his luck at 
long distance kissing from some-
where off the Newfoundland 
Banks. The object of his adora-
tion lives somewhere in Brook-
lyn. We were just wondering if 
the blush accompanied the kiss, 
which would indicate perfect re-
ception, or whether it sounded 
like some terrible interference or 
possibly a cow in some nearby 
pasture pulling its hoof out of 
the spring mud.—"Radio Digest." 
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Ned Townley's Suit Case 
How a Great Advertising Man's Habit of "Dressing from 

the Bag" May Help You Make More Sales 

/
AM going to write about 
Ned Townley because he 
is worth writing about. I've 
known him for many years 

and the longer I know him the 
better I like him. He does one 
thing better than any man I 
know. Ned is in the advertising 
business. His specialty is the 
direct appeal. A part of his pro-
gram is a House-Organ. He 
writes the best House-Organs I 
have seen—writes several of 
them and into his work he puts 
a thoroughness mingled with a 
lightness that fuses laughter and 
good humor with all the things 
that go to make a day's work. 

But I never really knew Ned 
or the key to some of his ac-
complishments until recently 
when we shared the same room 
in a New England hotel. Ned 
handles the advertising of the 
Stetson Shoe Company and at 
their Semi-Annual "Sample Fest" 
I was scheduled as a speaker on 
Sales. 

In the early evening we went 
up to our room to slick up a bit 
for the banquet. Ned's suit case 
lay on the foot of the bed. It 
had not been unpacked. 

DI-RECKT. 

I know a farmer named Giles 
up in Pelham, N. H., who re-
cently asked me out to his barn 
to witness a demonstration of 
distribution. He got a milk pail 
and stool and seated himself in 
front of a Holstein. At the first 
sound of milk striking the bot-
tom of that pail, a little white-
faced kitten came running out of 
the hay loft and seated herself 
expectantly at his side. Giles 
paid no attention but kept on 
milking. Then the kitten began 
mewing and into her plaintive 

wail she wove—"please and pret-
ty please"—then he looked at her 
and spoke. 

"You're hungry again, are you, 
Mittens " 

"Meow, meow," and then a de-
lighted gurgling splutter stopped 
the conversation. Giles had shot 
a stream of milk straight at the 
kitten and she had opened her 
mouth to receive the nightly 
treat. 

The farmer looked up at me 
and said, "Roy—that's what I 
call from Producer to Consumer 
—Di-reckt." 

DRESSING FROM THE BAG 

Well, Ned Townley's dressing 
was direct. There wasn't a lost 
motion in it. He calls it dress-
ing from the bag. First he 
reached in and took out a roll 
of toilet articles, stepped into the 
bath room—took a shower— 
combed his hair and came back 
to the bag. With scarcely a 
glance at the contents he reached 
in and came out with a fresh 
suit of underwear. He slid into 
it and reached again. This time 
his hand came out with fresh 
socks, which he put on. Then 
he reached again, and as he 
dressed he took in order from 
that bag—a clean shirt—collar 
and tie — pants — coat. The 
blamed thing had been packed 
with a system. He knew that 
system so well that he hadn't 
overlooked anrhing. It was 
there in order and it certainly 
saved time on the road. 

NED'S SYSTEM APPLIED 

TO SALES 

I've been thinking for a week 
about Ned Townley's Bag. It 
has told me as nothing else has 
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how this immaculate man does 
so much work and does it so 
well and from his habit or sys-
tem or whatever you want to call 
it, is a lesson for the selling man 
I know it hits me and I am going 
to profit by it. You and I may 
be something alike and the same 
thing may help you. First, let's 
suppose you carry a case in 
which is arranged a line of 
samples or a lot of literature to 
prove or to amplify your sales' 
arguments. Are they put in any 
old way or are they arranged in 
such order that you may use 
them quickly and effectively? 
Are they so arranged that one 
line or one proof follows an-
other naturally and helps the 
more powerfully to carry the 
mind of our customer from 
where we find it to where we 
want it' If so, you are in Ned 
Townley's class. If not, join me 
in re-arranging. 

And not only is this true of 
such physical effects as samples 
and pictures and sales litera-
ture, but it is equally true of our 
thoughts—our sales' arguments. 

SELL THE KEK TO THE 

SITUATION 

I've seen a lot of men who 
could answer any sort of a ques-
tion about a tool or a machine 
who would serve hash if they 
started to tell an uninformed 
prospect about it. They didn't 
have the fine art of arranging 
their knowledge—or classifying 
their arguments—of bringing out 
points in Sales sequence. They 
didn't start with vital points on 

Someone has said that there is 
nothing so broadening as kind-
ness and in business there is 
nothing so effective as courtesy 
and consideration for your cus-
tomers. 

which the customer was bound 
to agree and then work out to 
the other fhings where opinion 
might be divided. They did not 
first sell the object that created 
demand for other things to be 
mentioned later. They started 
selling belting when the gas en-
gine would have naturally cre-
ated a demand for belting. 

THAT BUSINESS BREED-

ING GROUP 

We've got to pian our sales— 
to put some headwork into the 
things we do each day,—to try 
harder to sell the key to the sit-
uation more frequently. To go 
over our line and pick out the 
six items that are most apt to 
help sell other things and then 
to put the best there is in us 
into a wholesome endeavor to 
advance the sale or consumption 
of that business breeding group. 

And while you're at it—I know 
you believe in Team work—just 
write me a letter telling me the 
items you have selected and why. 
To the man who mails me the 
best list I'll give one of the 
greatest books I've ever read. 
It is a book that will make the 
way plainer—I mean the way to 
bigger things in a sales-life. 
Then, too, we may prevail upon 
the editor to publish the list of 
the six Big Brothers to smaller 
sales. 

Anyway, let's line up our ar-
guments—line up our literature— 
line up our samples so they tit 
our sales needs just like Ned 
Townley's clothes fitted him that 
day he dressed from the Bag. 

Will the "can't-be-done" crowd 
keep in mind that a postage 
stamp will get them close to 
their prospects even when bank 
presidents are kept out? 
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General Harbord Elected 

President of R. C. A. 

The Radio Corporation of 
America makes the following an-
nouncement: 
James G. Harbord, the fight-

ing General of the Marines at 
Chateau Thierry, has been elect-
ed President of the Radio Cor-
poration of America. 

Retiring from the United 
States Army, in which he ranked 
next to General John J. Persh-
ing, he succeeds Edward J. Nal-
ly, who has resigned as Presi-
dent of the Radio Corporation 
to become that Corporation's 
Managing Director of Interna-
tional Relations with headquar-
ters in Paris. 
The creation of the office of 

Managing Director of Interna-
tional Relations for the Radio 
Corporation and the election of 
General Harbord as the new 
President took place at the reg-
ular meeting of the Directors of 
the Corporation in New York on 
Friday, and General Harbord 
today tendered his formal re-
quest for retirement to Secretary 
of War Weeks, who approved it 
effective December zgth. Gen-
eral Harbord takes over his new 
duties on January 1st. The post 
to which General Harbord has 
been elected is regarded as of 
vital importance to the govern-
ment, as well as to the public, 
since the Radio Corporation was 
formed at the suggestion of rep-
resentatives of the United States 
Navy in order that that single 
strong world wide wireless com-
munication company, free from 
foreign domination, might be 
built up under American owner-
ship and control. 
General Harbord becomes 

head of a company whose activi-

ties include international wire 
less communication with all the 
principal countries of the World, 
the setting up maintenance and 
operation of radio set and appa-
ratus on ship at sea, and the de-
velopment and sale of broadcast 
receiving sets for the home. 
In approving the application 

of General Harbord for retire-
ment, the Secretary of War 
made the following comments: 
"The business he will enter 

is in its infancy, and it will offer 
full scope for his abilities. That 
he will prove himself a great 
leader in industry and commer-
cial affairs seems as certain as 
his great leadership in military 
activities." 
A statement given out after 

the meeting says that the for-
eign relations of the corporation, 
in the interest of World Wide 
Wireless, have grown to such 
great importance that it has be-
come necessary to appoint a re-
sponsible officer who will give 
his entire time to the foreign 
field. 
General James G. Harbord was 

elected president, to succeed Mr. 
Nally, the changes to be effect-
ive January first next. 
Mr. Nally has just returned 

from Europe, after several 
months' visit there, during which 
he concluded arrangements 
with the great wireless concerns 
of England, France and Germ-
any, by which the radio inter-
ests of the four great nations 
will act together in creating and 
operating international wireless 
communication with all parts of 
the world, but especially with 
South America. 
The Radio Corporation of 

America has assumed the leader-
ship of this consortium, which 
carries heavy responsibility to 
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our own people and the world at 
large. 
Mr. Nally, who has been in 

communication business all his 
life, has been a prominent figure 
in the development of radio in 
this country. Indeed, he is cred-
ited with the vision which has 
made the Radio Corporation of 
America the leader in World 
Wide Wireless. Because of his 
familiarity with conditions 
abroad he is especially qualified 
to represent the growing interests 
in the foreign field. He will 
make his headquarters in Paris. 

General Harbord, until his re-
tirement from the service, was 
Deputy Chief of Staff of the 
Army. During the war he ad-
ministered and commanded the 
Services of the American Expe-
ditionary Forces, and was Chief 
of Staff under General Pershing. 
Since his return from France he 
has continued to perform im-
portant executive duties. 

New York Radio Exposition 
S. H. Fairbanks, who managed 

the recent successful Radio Show 

in Boston, Mass., has been re-
tained as Advisory Director by 
the management of the Ameri-
can Radio Exposition. This Ex-
position will be held in Grand 
Central Palace, New York, De-
cember 21st to 30th, and from 
present indications will far sur-
pass any radio display of the 
past. Mr. Fairbanks will take 
charge of exhibits, the appor-
tionment of space and other de-
tails of staging the huge show. 
L. S. Byers executive secretary 
of the committee in charge of the 
show, will continue with the ag-
gressive program of organization 
already projected. A series of 
novel and sensational features 
are being worked out at present 
to make the exposition unusually 
interesting to the general public 
—those who are unfamiliar with 
radio, as well as the "fans." 

A number of new exhibitors 
contracted for space during the 
past few days. These include 
the Electric Storage Battery Co., 
A. H. Grebe & Co., Jewett Man-
ufacturing Co. of Newark, N. J., 
and the Burgess Battery Co. 

K ad el ‘`,-- 11 -, ber! 

How loud speakers are tested at the Electrical Research Laboratories 

'Win II. . 11 II, 1111111 I 



46 DECEMBER, 1922 

Especially interesting exhibits 
are promised by the Western 
Electric Co., Inc., The Radio 
Corporation of America and the 
National Carbon Co., and a num-
ber of these will spring some 
surprises. 

The exposition will be New 
York's principal contribution to 
the "National Radio Week," 
which w i 1 1 be celebrated 
throughout the country during 
Christmas week. This co-opera-
tive National Radio Week idea 
has "caught on" from coast to 
coast and is expected to prove a 
great boom to the industry. No 
effort will be spared to make the 
New York Exposition national 
in its scope and analogous to the 
Annual National Automobile 
Show in the automotive industry, 
the Chemical Exposition in the 
chemical industry, the Silk Show, 
which adds a great impetus to 
the Silk business, et cetera. 

For economical reasons prac-
tically all industries holding 
yearly expositions have learned 
that the East will support only 
one exposition a season, with 
perhaps one in the Middle West 
and one in New England. In 
view of the importance of the 
metropolis as an industrial and 
export center, the numerous 
manufacturers exhibiting are 
talking co-operation in one big 
annual New York event, staged 
in a manner that will mean profit 
to manufacturers and dealers 
alike and pleasing to the public. 
Following is a partial list of 

the exhibitors: 

Western Electric Co., Radio 
Corporation of America, C. 
Brandes, Inc., National Carbon 
Co., Novo Battery Co., Sleeper 
Radio Co., General Insulate Co., 
Sound Wave Corporation, Pa-
cent Electric Co., Executive Ra-
dio Council, Stromberg-Carlson 
Mfg. Co., Holtzer Cabot Co., 

National Airphone Corporation, 
Clapp-Eastham Co., Hutchison 
Radio Co., Henry Hyman & Co., 
De Forest Radio Tel. & Tel. Co., 
Dubilier Condenser Co. 

Radio Cadet Corps 
New York has a Radio cadet 

corps. The boys are taught the 
fundamentals of the science at 
nine years of age and in three 
years are efficient in all its 
branches. Mr. Dealer, why not 
start such a corps in your area? 

Canadian Fans Vote for One 

Night Each Week of 

Silence 

At the regular meeting of the 
Wireless Association of Ontario 
in Toronto, it was decided to re-
quest the director of the Radio 
service to make an order that all 
amateur transmitting licenses in 
Toronto be made subject to a 
restriction preventing transmis-
sion between the hours of 7 to 
io:3o o'clock every evening. 

The previous meeting of the 
association had ruled that all 
members regard these three 
hours and a half as a "silent 
'period," to prevent interference 
with entertainment programs 
which were being broadcasted. 
All members of the association 
have since refrained from trans-
mitting in the "silent period," 
but a few others, perhaps not 
aware of the decision of the club 
members, have continued to 
make a nuisance of their sparks 
when thousands of people are 
listening to concert programs. 

Broadcast in Uruguay 

Recent modifications of the 
rigid laws of Uruguay governing 
the installation of Radiophone 
and telegraph stations have 
made possible the institution of 
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Radio broadcasting, according 
to Vice Counsel Edwin B. Mont-
gomery, of Montevideo. Appli-
cations are now pending which, 
if granted, should mean the 
opening of a splendid market for 
Radio telephone receiving appa-
ratus there. 

Census Shows Increase in 
Radio Manufacturers 

In the five years from 1914 to 
1919 the manufacture of Radio 
apparatus in the United States in-
creased more than eleven times, 
according to figures reported by 
the Bureau of Census. The value 
of the apparatus made in 1919 
was $7,834,698, while in 1914 the 
total was only $672,575. In 1909 
it was a little less, being $448,-
262. The next census of manu-
factures will be taken in 1924, and 
it is expected to show increases 
many times in excess of that of 
1919, inasmuch as broadcasting 
did not start until fall of that 
year. 
Some authorities estimate that 

the value of the apparatus made 
during 1921 will exceed $ 100,000.-
000. 

Publish New List of Com-
mercial Stations 

An index to commercial and 
government Radio stations of the 
United States has just been is-
sued by the Department of Com-
merce, and is available to the pub-
lic for fifteen cents a copy at the 
office of the Superintendent of 
Documents at the Government 
Printing Office, Washington, D. 
C. It gives complete lists of all 
commercial and governmental 
stations both on land and sea 
licensed up to June 30, 1922, in-
cluding the broadcasting stations. 
The list of amateur stations is 
still in press but will soon be 

available for distribution by the 
Superintendent of Documents at 
about 25 cents a copy. 

Boston Gets Silent Periods 
As a result of the new Radio 

time schedule di awn up by Radio 
Inspector C. C. Kolster, which 
went into effect the week of Oc-
tober 15, there are now some 
silent periods in the broadcasting 
which allow fans to tune in for 
distant cities at intervals between 
pi °grams of the nearby stations 
and get a variety of entertain-
ment, as well as practice in catch-
ing far-a-way places. In addi-
tion they can play "Radio Golf" 
without sitting up until nearly 
daylight to get "DX" stations in 
order to beat their scores in this 
new indoor sport. 

Consider World Communi-
cation 

At the request of the Depart-
ment of State, each governmental 
department interested in or hav-
ing to do with wire and Radio 
communication has appointed a 
representative to serve on an in-
ter-department committee for the 
consideration of problems of In-
ternational electrical communica-
tions. At a meeting, soon to be 
called in Washington, the sev-
eral members of the United 
States Committee will study the 
problems to be considered at the 
forthcoming international confer-
ence to be held in Paris, and the 
American agenda and policy will 
be worked out in detail. 

Railroads Feature Phones, 
Not Scenery 

The lure of Radio is stronger 
than the lure of scenery. The 
old-style railroad advertisement 
featuring the beauties of the scen-
ery has been supplanted by an-
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nouncements that Radiophone 
concerts and entertainment may 
be heard aboard the Buffalo Lim-
ited and the New York Limited. 
The read with the best broad-
casting stations along its route 
will soon "tell the world." 

Plan $2,000,000 Vancouver 
Plant 

The Marconi Wireless Tele-
graph Company of Canada, in co-
operation with the parent com-
pany in England, is contemplat 
ing erecting at Vancouver what 
will probably be one of the larg-
est and more powerful Radio sta-
tions in the world for direct com-
munication with Australia and the 
East. It will cost upwards of 
two million dollars and will be 
the last word in modern Radio 
engineering. 
The British government has 

been anxious for some time past 
to establish a great chain of im-
perial wireless stations around 
the empire, under government op-
eration and control and has been 
urging the different parts of the 
empire to co-operate. 

Britain All Ready For 
Broadcasting 

Sir Henry Norman, member of 
Parliament, recently opened the 
first all-British Radio show and 
convention, at the Horticultural 
Hall, Westminster. At the cere-
mony he made the announcement 
that the difficulties among the 
companies engaged in Radio, and 
between the companies and the 
postmaster-general had been hap-
pily set aside, and in a week or 
two broadcasting would be be-
gun in London; that it would 
speedily be followed by broad-
casting from the Manchester cen-
ter and, as soon as might be, also 
from the other six centers into 
which the country was to be di-
vided. 

Speaking at a luncheon given 
by the organizers of the exhibi-
tion, Sir Henry Norman said 
there were those who looked on 
broadcasting as a new fad, a pass-
ing craze that would amuse peo-
ple for a month or two, and then 
would be dropped like ping-pong 
and "put and take." 

They were wrong. Broadcast 
Radio telephony was destined to 
become a natural part of our so-
cial life, as the ordinary wire tel-
ephony is today. 

Sir Henry Norman predicted 
the time when a receiving set 
would be in the home of nearly 
every member of the community, 
and said that the final triumph 
of broadcasting would come when 
the King addressed the Parlia-
ments of the Empire simultane-
ously by such means. 

To Test Sets 

F. H. Day of the Bureau of 
Foreign and Domestic Com-
merce, is to take over the activi-
ties of the Bureau of Standards 
in connection with Radio receiv-
ing apparatus now on the mar-
ket Mr. Day will issue from 
time to time data which was for-
merly made public by the Bureau 
of Standards. 

Gigantic Wireless Station 
Will Link Up British 

Empire 
The last link in the British 

scheme of a world-wide chain of 
"All Red" wireless stations giv-
ing instantaneous communica-
tion with all parts of the empire 
is to be erected at Bourne, in 
the County of Lincoln, England. 
This gigantic station will be the 
second largest in the world and 
will be capable of talking direct 
to Australia, India, South Africa 
and Canada. The report regard-
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ing the authorization of this sta-
tion says: 

"While it will not equal in ac-
tual size the great new French 
station which was opened this 
week at Saint-Assise (near the 
Forest of Fontainebleau), the va-
rying functions of the respective 
stations have to be borne in 
mind, the one being for general 
and commercial purposes, the 
other primarily for official pur-
poses. 

"There will be at the English 
station eight steel masts, each 
800 feet high (more than twice 
the height of St. Paul's). These 
masts are used for supporting 
the antenna and constitute the 
most costly item of a wireless 
station. Because of the fact that 
steel is a conductor, and there-
fore liable to cause loss of elec-
trical energy, the masts will be 
insulated in sections and will 
stand on an insulating base. 
They will be guyed to concrete 
anchorages and will be designed 
to take a horizontal pull of ten 
tons at the top and a wind load 
of sixty pounds per square foot. 
The masts will be arranged in 
the form of a square, in the 
center of which the transmitting 
station will be situated. 
"The buildings will include an 

operating room, a boiler room, 
an engine room and a high-fre-
quency room, together with 
workshops and an emergency op-
erating room. The apparatus 
will consist of thermionic valve 
sets capable of transmitting con-
tinuously at flinty words a min-
ute for reception in Poona, Jo-
hannesburg or Perth as the case 
may be. 
"The new receiving station at 

Banbury, which will represent 
the other terminal of the imper-
ial chain, will be built on similar 
lines to the station already in 
existence there in connection 
with the Leafield-Abu Zabal 
(Egypt) link of the chain. In 

general, it will comprise a cen-
tral plot, 250 by 50 yards, for the 
operating building and two other 
plots, 220 yards square, on either 
side of the operating building, 
and about 550 yards removed 
from it, on each of which will 
be erected a mast 300 feet high." 

How to Solder Connections 

In a Radio Receiving Set 

It has been stated that certain 
connections in radio receivers 
should be soldered. In fact, one 
could well advise that all con-
nections about a radio circuit 
be soldered, but soldered correct-
ly. There are some general 
hints that may be given, but 
judgment and experience are es-
sential. The soldering copper 
must be clean and the tip well 
coated with solder. If the tip 
of the soldering copper is not 
bright it should be filed clean. 
It is then heated, care being tak-
en that the tip is not in the sol-
dering flux or paste, and the cop-
per tip coated with solder. The 
wires are cleaned where the sol-
dering is to be done, using fine 
sandpaper, then a small amount 
of soldering flux or paste is ap-
plied at the joint and the wires 
to be soldered are tinned or 
coated with solder before the 
wires are joined. After the 
wires are tinned they are sol-
dered together using just enough 
solder to make the joint solid. 
The joint should not be jarred 
while the solder is still soft; to 
do so weakens the joint and 
gives the solder a dull appear-
ance. A good soldered joint will 
be smooth and bright. All 
cess soldering flux or paste 
should be cleaned off. Gasoline 
or alcohol will assist in cleaning 
off the paste. This last point is 
sometimes overlooked and the 
excess flux often causes the cop-
per wires to corrode. 



National Radio Week to Em-
phasize Educational Value 
of Radio Broadcasting 

HE tremendous 
contribution o f 
radio broadcast-
ing to the edu-
cational life of 
the country is to 
be especially em-

phasized during NATIONAL 
RADIO WEEK, to be held from 
December 23 to 30. 

Broadcasting h a s assumed 
many roles since its inception, 
but none has received such 
whole hearted and enthusiastic 
support from the nation's leaders 
as when it dons the toga of the 
educator. 

Sending of operatic arias out 
on the air has become frequent 
within the past few months. All 

the progress thus far made in 
that field, together with a wealth 
of new material and ideas, is to 

be assembled during NATION-

AL RADIO WEEK for a grand 

display. 

Announcement to this effect 

has just been made by J. Andrew 
White, chairman of the Executive 

Committee of NATIONAL RA-
DIO WEEK. Mr. White and 

the Committee feel that the 

broadcasting of the highest type 
of music not only has recreational 

value but is inspit ational in home 

circles, as well, and there is tre-
mendous economic benefit to be 

gained in educating the American 

people through radio to an ap-
preciation of the higher forms of 

culture. 

Radio's use in the church and 

school are also to be demonstrat-
ed in special nation-wide pro-

grams from scores of stations. 

NATIONAL RADIO WEEK 
is an unselfish, co-operative ef-
fort on the part of everyone in 
radio, from listener to manufac-
turer, to demonstrate what the 
new science and industry has ac-
complished thus far in the brief 
span of one year of general 
popularity and to give the listen-
er an insight into the yet un-
realized possibilities of the near 
future. It is an organized effort 
to add to the ranks of listeners— 
to double this number in fact. 

FACTS ON NATIONAL RA-
DIO WEEK 

What it is—NATIONAL RA-
DIO WEEK is a movement 
to popularize radio, to double 
the number of broadcast listen-
ers, to show the progress made 
thus far in broadcasting, to re-
veal new possibilities, to kindle 
the spirit of radio in as yet un-
responsive breasts. 

What it is NOT—It is NOT a 
movement by any one organi-
zation. It is NOT a manufac-
turers drive. It is NOT in-
tended to be anything but a 
thoroughly unselfish, co-opera-
tive effort, national in scope, 
exhaustive in material. 

When it is to be held—Decem-
ber 23 to 30 (inclusive) this 
year. 

General information—The cam-
paign is being directed by an 
Executive Committee, of which 
J. Andrew White, editor of 
The Wireless Age, is chair-
man. 

Headquarters—Headquarters for 
NATIONAL RADIO WEEK 
are at 326 Broadway, New 
York City. 
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What is the Finest 
Receiving Set Made? 

To be worthy of this distinction, the set must have 
three characteristics 

World-wide receiving range— 
Reception in all wave lengths— 
Reception without distortion. 

Raa.-3Craft D-6 Regenerative Radiophone ( by permission 
of De Forest Radio Tel. & Tel. Co.) will receive even Euro-
pean stations, and of course all those on this continent. 

It receives on all amateur, broadcasting, and transatlantic 
wave lengths. 

In clearness and avoidance of distortion, it must be heard 
to be adequately described. 

D-6 uses outside aerial only, and head sets or loud speaker. 

It claims to be the finest receiving set now manufactured 
and any authorized De Forest dealer ( who also carries the 
RadioCraft line) will be glad to prove this to you by actual 
demonstration. 

P.‘rii ,A •7 iit-

Re , CI, er 

I.s D ss 

RadioCraft Regenerative Radiophones* (by permission of 
De Forest Radio Tel. & Tel. Co.) range from the simplest 
to the most elaborate. 

It is unnecessary to add that this entire line of De Luxe 
radio equipment is most exquisitely finished in every detail. 

The RadioCraft Co. 139 Franklin St., Jersey City, N. J. 
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What is to be accomplished— 
Every listener will endeavor to 
interest one person into a ra-
dio. This will double the num-
ber of broadcast listeners. Pro-
grams from every station in the 
country, especially prepared to 
fit the holiday season and the 
spirit of the week, will be sent 

out on the air. Sporting events, 

operas, jazz bands, speeches, 

and other particularly interest-

ing programs will fill the ail. 

Nationwide broadcasts of a 

single event to be heard in 

every section of the country at 

once, will be made. 

I'm a Radio Widow 
Helen Tyler-Cope 

I've been a poker widow, I was a poor golf widow, 
Alone night after night. At clubs friend husband stayed. 

I'm oft a baseball widow— But now another widow 
The game is man's delight! Of me radio has made! 

THE FIRST BROADCASTINt, 
5TAT ION 
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The Outfit 
Everybody Wants!! 

THE LITTLE GIANT RECEIVING OUTFIT 
Greater Simplicity — More Efficiency — Popular Price 

The Little Giant Receiving Outfit is surprising dealers 
everywhere with its extraordinary sales. People, who 
never showed any interest in radio, are buying this greatly 
improved high grade receiving outfit. It overcomes all 
the objections of difficult operation, unsightliness, incon-
venience and great expense common to most types. Dealers 
are increasing business with this rapid seller. Things are 
brighter after they give the Little Giant a chance to prove 
its appeal to everybody. 

The entire Set is contained in a highly polished American 
Walnut cabinet that you can hold easily in one hand. 
The only adjustment necessary ( once the detector is fixed) 
is the pulling out of a small rod on the side until the 
sound is clear and loud. Designed on entirely new prin-
ciples. Combined with supersensitive Metro Headphones. 
the Little Giant outfit is surprisingly simple and efficient. 
Everything needed to Install the Little Giant Is packed 
in the neat, black leatherette box. 

Write for circular and interesting proposition. Get your 
share of the profits in Little Giant Receiving Outfits. 

Little Giant 
Outfit Complete 
With Metro 
Headphones, In-
sulators, Ground 
W  i r e, Ground 
Clamp and Com-
plete Aerial. In 
Black Leather-
ette 

Box; $15 
List 

METROPOLITAN 
RADIO CORPORATION 

67-71 Goble Street NEWARK, N. J. 



Radio Activities at the Bureau 
of Standards 

HE Bureau of 
Standards h d 
developed a very 
precise method 
o f standardiza-
tion of radio 
wave lengths and 

frequencies, which is the funda-
mental basis of radio measure-
ments in this country. By the 
process used, the frequency of 
radio waves is compared with 
that of an audible musical note. 
A tunng fork is mounted in such 
a way that it may be made to 
control the frequency of an oscil-
latory circuit. The frequency of 
another oscillatory circuit oper-
ating at much higher frequen-
cies is then compared with it by 
means of a cathode-ray oscil-
lograph. 

This latter instrument consists 

of the cathode-ray tube, a special 
kind of vacuum tube in which 

the narrow stream of electrons 

is subjected to the action of elec-
tric fields applied by the two 

alternating - current generators. 

When neither generator is oper-

ating, the electrons, impinging 
on the active screen at the end 

of the tube, cause a single lumi-

nous spot. If one generator is 
connected, the spot is deflected 
back and forth along a single 

line, horizontal or vertical as the 

case may be, with such rapidity 
that it appears as a solid line. 

If both generators are applied 

simultaneously, the spot oscil-
lates both horizontally and ver-
tically, and appeprs, in general. 

as a blurred luminous rectangle. 

If, however, the frequencies of 

the two gnerators bear a simple 
ratio, such as four to one, the 
spot traverses and retraverses a 

definite simple path, forming a 
figure by which the frequency 
ratio may be recognized. It has 
been found possible to compare 
frequency ratios as high as twen-
ty-one to one. 

The Bureau is at present en-
gaged in the standardization of 
a high precision standard wave-
meter by this means. A tuning 
fork of known frequency, ap-
proximately r,000 cycles per sec-
ond, is used as the basis of the 
standardization. A low - fre-
quency generator is tuned to 
successive multiples of this fre-
quency by means of the cathode-
ray oscillograph and corre-
sponding settings of the wave-
meter are obtained. A third gen-
erator is similarly tuned to mul-
tiples of these frequencies and 
thus by successive stages the 
standardization is extended to 
include frequencies as high as 
5,000 kilocycles (6o meters). It 
is intended that this wavemeter 
be used as the basic standard 
for the standardization of com-
mercial wavemeters. 

ri,ree-11 CIENTIFIC PAPER No. 449 of the Bureau 
of Standards describes 
the construction of a 

radio-frequency amplifier which 
uses the transformer coupling 

method. 

Radio frequency amplification 
consists in the amplification of 

the received radio-frequency cur-
rent before it is detected. By 

the use of radio-frequency am-
plification and a coil antenna, a 

signal which is very feeble can 

be made loud enough to be heard 
throughout a large room. 

Three methods are described 

54 



RADIO MERCHANDISING 5 5 

• 
n, 417i-elf" fzii-7, 

JLJ )idJ1 

The Official Exposition for American Manufacturers 
with the endorsement of the 

NATIONAL RADIO CHAMBER of COMMENCE 

and sanction of the Radio Apparatus Section of the 

ASSOCIATED 
MANUFACTURERS of 

ELECTRICAL SUPPLIES 

GRAND CENTRAL PALACE 
New York 

DECEMBER 21st to 30th 
Sunday excepted but C.4istmas Day included) 

This first really comprehensive Exposition to be staged in 
a manner worthy of a great industry includes such repre-
sentative exhibitors as: 

Western Electric Company, Inc. 
Radio Corporation of America 
National Carbon Company 
C. Brandes, Inc. 
Sleeper Radio Company 
General Insulate Company 
Executive Radio Council 
Coto-Coil Company 

Weston Electrical Instrument Co. 
American Radio Relay League 
Stromberg-Carlson Mfg. Co. 
Holtzer-Cabot Company 
Clapp-Eastham Company 
Dubilier Condenser Company 
DeForest Radio Telephone & 

.1-graph Co. 

All of the above and other leading manufacturers have con-
tracted for space and many more are at present negotiating 
for representation. The opportunity to display Radio prod-
ucts to thousands of buyers during the holiday season is 
an unusual one. The exposition will be one of New York's 
big features in connection with National Radio Week. 

For further particulars, write or wire 

AMERICAN RADIO EXPOSITION CO. 
120 BROADWAY NEW YORK 

Telephone John 0009 
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by which the electron tubes may 
be coupled together so as to give 
radio - frequency amplification; 
resistance coupling, tuned plate 
coupling and transformer coup-
ling, the latter having been 
found most satisfactory. 

In order to operate well, the 
radio - frequency amplifier 
should have a transformer de-
signed so that it will have small 
capacities in the windings as 
well as between the windings, 
and in connecting the trans-
former in the amplifier circuit 
care must be taken to have all 
connecting leads as short as pos 
sible. 

It has been found that either 
"air-core" or iron core trans-
formers may be used for coup-
ling the output of ont tube to 
the input of the next tube. The 
air-core transformer gives more 
amplification per stage, but is re-
sponsive to only a narrow band 
of frequencies owing to the low 
effective resistance of the wind-
ings; the iron-core type, while 
not giving as much per stage, al-
lows amplification over a much 
broader band of frequencies. 

A special type of air-core 
transformer, which will respond 
to signals on wave lengths from 
600 to t,000 meters, is described. 
The coils of the transformer 
were wound in the form of a 
flat doughnut, the wire being 
wound in a manner similar 
to that of the open or basket 
type of coil winding. They are 
wound continuously from the in-
side to the outside. Two of the 
coils constitute an air-cone trans-
former, one coil being connected 
in the plate circuit of one tube 
and the other being connected 
to th grid circuit of the succeed-
ing tube. It is found that when 
the primary and secondary trans-
formers are placed about one-
half inch apart, the transformer 

gives best amplification at 600 
meters; and when the coils are 
placed close together, the am-
plifier operates best at i,000 me-
ters. This is due to the increase 
of the capacity between the coils 
when placed adjacent. An am-
plifier having three stages of ra-
dio-frequency, two stages of au-
dio-frequency amplification, and 
a detector tube may be con-
structed as described in this pa-
per. The complete paper may 
be obtained from the Superin-
tendent of Documents, Govern-
ment Printing Office, Washing-
ton, D. C., at Sc per copy. 

re;.:11 
ttià 

CIENTIFIC PAPER 
No. 450, obtainable from 
the Superintendent of 
Documents, Gov er n-

ment Printing Office, Washing-
ton, D. C., at 5c. per copy, de-
scribes an electron tube amplifier 
which uses 60-cycle alternating 
current to supply power for the 
filaments and plates. 

Such an amplifier has the ad-
vantages of low first cost and 
cheapness of operation besides 
doing away with the inconven-
ience of the storage battery and 
the "B" battery. 
The amplifier developed at the 

Bureau of Standards uses a 
crystal detector and five stages 
of amplification, three stages of 
radio - frequency amplification, 
and two stages of audio-fre-
quency amplification. 
The first arrangment tried 

consisted of one radio-frequency 
stage of amplification, tube de-
tector, and one stage of audio-
frequency amplification. The 
filaments of the three tubes were 
lighted by 6 volts supplied by a 
step-down transformer, the pri-
mary of which was connected 
to no - volt, 6o - cycle power 
mains. 
The alternating current was 
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MALONE -LEMMON 
LABORATORIES 
CANADIAN PACIFIC BLDICr.N1ADISON AV. AT 44'21ST.NY. 

This is the MARK OE CERTAINTY of the MALONE-
LEMMON LABORATORIES placed on such radio apparatus 
as has been tested and approved by them as your insuranco • 
of quality in manufacture and scientific accuracy in design. 

DEVELOPMENT 
The growing number of broadcasting stations and the 

assignment of closely separated wave lengths, has made 
finer tuning vital to Radio receiving. The Radio owner 
knows this and is now buying better tuning devices. 

To render accurate tuning easy and certain the 
MALONE-LEMMON LABORATORIES undertook 
to develop a condenser of improved electrical and mechan-
ical construction. 

The result is the new VERNITROL Condenser, 
capable of finer electrical variation and having greater 
mechanical rigidity than has heretofore been available in 
any except laboratory equipment. 

Exercising its function 
of improving Radio appara-
tus, the MALONE-LEM-
MON LABORATORIES 
will from time to time bring 
out new or improved de-
vices. These will be offered 
to the trade when, "and 
only when," there is a rec-
ognized demand for them. 

We will gladly furnish 
further detailed information 
concerning this VER NI-
TROL Condenser — also 
concerning the new MA-
LONE-LEMMON DUO-
TROL Rheostat. 

APP,I ,0.11. 

ndepcndent Vernier Plate 
Micrometer Spacing 
Internally Balanced 

Rigid Metal End Shield, 
Hoary Bearing, 
Lori L.. 
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rectified by means of a gas-filled 
two-element rectifier tube called 
a "Tungar" tube, but it was 
found that the residual hum was 
greater than when the alternat-
ing current was not rectified. 
When an electron tube is used 

as a detector, there is impressed 
on both the plate and filament a 
6o-cycle alternating current volt-
age, which, although small, be-
comes objectionable when am-
plified by one or two stages of 
audio - frequency amplification. 
When, however, a crystal detect-
or is used instead of an electron 
tube detector, it has been found 
that the 6o-cycle hum is prac-
tically eliminated, and that the 
crystal gives as good rectifica-
tion as the tube detector. 

After muc h experimental 
work, a circuit consisting of 
three stages of radio-frequency 
amplification, galena crystal de-
tector, two stages of audio-fre-
quency amplification, 1 o u d - 
speaking reproducer, and the 
necessary power transformer and 
rectification circuits was devel-
oped which allows the reception 
of music and telegraphic signals 
without eliminating the residual 
hum. 

HE enormous increase in 
the use of radio teleg-
raphy and telephony 
during the past two 

years has created a demand for 
apparatus capable of being oper-
ated with a minimum of interfer-
ence. Wherever the need is not 
for broadcasting but for point-
to-point communication, the case 
seems hopeless unless directive 
transmission can make it possi-
ble. Directional transmission on 
very short wave lengths (below 
20 meters) may offer a solution 
of this problem. 

Recent reports by Marconi, 
Franklin, and others show that 

interesting and valuable data 
have been obtained on directive 
radio transmission using wave 
lengths below zo meters. The 
Bureau of Standards has just 
completed a series of similar ex-
periments, the preliminary re-
sults of which confirm the work 
of these investigators. 

The experiments conducted at 
the Bureau of Standards were 
made with a parabolic reflector 
(cylindrical type), which was de-
signed for a to meter wave 
length. It was made by con-
structing a parabolic wooden 
frame with an aperture of 
wave length. This frame was 
suspended in the air and 40 wires 
spaced i foot apart were sus-
pended from it. The source, lo-
cated at the focus, consisted of a 
50-watt electron tube. The out-
put from this tube was coupled 
to an antenna which was a linear 
oscillator of the Hertzian type, 
which was tuned to a wave 
length of to meters. The com-
plete reflector system was ar-
ranged so that it could be ro-
tated. 

Numerous polar curves were 
obtained by rotating the reflector 
and taking reading of the re 
ceived current at every to de-
grees position of the reflector. 
The receiving apparatus was lo-
cated 170 feet from the reflector 
in most of the work and consist-
ed of a loop antenna single turn) 
with a thermoelement in the loop 
circuit. A portable galvanome-
ter was connected to the thermo-
element. 

With all adjustments correctry 
made at the reflector, good di-
rectional transmission was ob-
tained. With the reflector turned 
zo degrees from the direct line of 
the receiver, the received current 
dropped off to IA of what it was 
with the reflector directed to the 
receiver. There was practically 
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FIBER 
RADIO HORN 
The Fiber Radio Flom 
is more than a loud 
speaker. It is a scien-
tific development and 
is guaranteed to repro-
duce true tones. 

It is made of Fiber and 
eliminates all blast, 
discord and metalic 
tone. 

REPLACE the 
Storage Battery 
with a Single Dry 
Cell and get the 
Same Results 

MODEL 1, 

10" Bell, 23" 
High, List 
Price, $ 10. 

MODEL 2, 

14" B e 1 1 , 
29" High. 
Lis t Price, 
$18. 

Arrow W.D.-11 Adapter 
Fits all makes of sockets and requires 
no change in wiring of set. 
Scientifically correct; base made of 
BAKELITE. List Price $ 1.00 

SOCKETS FOR W.D.-11 TUBES 
Ready for Delivery -70c LIST 

National Light & Electric Co. 
289-291 Market Street Newark, N. J. 

"Grow With Us 
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no radiation over an angle of 
270 degrees while the majority 
of the radiated power was con-
fined to an angle of 30 degrees. 

A few experiments were made 
with receiving apparatus at a 

considerable distance and good 
radiophone transmission was ob 
tamed over a distance of 3 miles. 

The report to be issued on this 
work will present the results of 
these experiments and give de-
tails regarding the apparatus and 
circuits used so that others may 
duplicate or continue this line of 
investigation. When the publi-
cation is issued, details regard-
ing it and information as to how 
it may be obtained, will be pub-
lished in the Radio Service Bul-
letin, obtainable from the Super-
intendent of Documents, Gov-
erment Printing Office, Wash-
ington, D. C., at 25c. per year. 

HE Bureau of Standards 
has prepared a series of 
pamphlets which deal 
with r adio measure-

ments. These pamphlets are: 
Letter Circular No. 75, "The 
Secondary Standardization of 
Radio Wavemeters," Letter Cir-
cular No. 76, "The Standardiza-
tion of Inductors at Radio Fre-
quencies, and Letter Circular 
No. 77, "The Comparison of 
Condensers at Radio Frequen-
cies." Like the other publica-
tions in the "Letter Circular" se-
ries, they are in mimeographed 
form and are not obtainable by 
purchase. A limited supply of 
these is available at the Bureau 
to persons who have actual use 
for such information. 

The first pamphlet describes 
the method of standardizing 
wavemeters of both the trans-
mitting and receiving type. In 
the receiving type of waveme-
ters, the standardizing consists 

in measuring by means of a 
standard wavemeter the frequen-
cies emitted by a generator of 
continuous waves which is tuned 
to resnnRnce with thc waveinetei 
under test at various settings of 
the scale of the latter. In the 
transmitting type of waveme-
ters, which consists of a con-
denser, an inductor, and an ex-
citing device (usually a battery 
and a buzzer coupled to the cir-
cuit), the standardizing process 
utilizes the make and break of 
the buzzer which excites the 
wavemeter by impact and emits 
waves, the frequency of which is 
regulated by the wavemeter set-
ting; the frequency of the waves 
emitted at each setting being 
known for each setting of the 
wavemeter. 
The second pamphlet de-

scribes the method of measuring 
the apparent inductance at any 
radio frequency of a fixed or va-
riable inductor. The apparatus 
consists of a variable condenser, 
a wavemeter, standardized in 
terms of frequency or wave 
length, a thermoelement and 
galvanometer, current square 
meter, several non-inductive re-
sistors of known resistance and 
a source of undamped, unmodu-
lated waves. The observations 
consist of the readings necessary 
for standardization in terms of 
frequency or wave length of the 
circuit composed of the standard-
ized condenser, the inductor to 
be measured, and connecting 
leads spaced well apart and as 
short as is possible without 
bringing the coil to within about 
ro centimeters of the condenser. 
With this circuit is combined 
the device used to indicate reso-
nance. 
The third pamphlet describes 

the method of comparison of the 
capacity and effective resistance 
or phase differenec of two con-
densers, one of which has al-
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The Most Up-to-date Treatise on Radio 

"TEXT BOOK ON RADIO" 
By JAMES R. CAMERON 

whose text books are used and endorsed by the U. S. Army, 
Navy, and Department of Public Instruction. 

350 Pages—Profusely Illustrated 
Written so the amateur can understand it. A 
the same time—Text Book on Radio—is a stant 
dard text book for the technical Radio student 

ORDER NOW AND BE SURE 
OF YOUR SUPPLY 

Cloth Bound $2.50 
Flexo-Leath° $3.00 

Except io n rz 1 Large 
Trade Discounts —as 

ALSO 

RADIO S TIRE  BM SELLERS" 

' Radio 
Dictionary 

Poch° 
firg,ginmers lt,“ to Budd Your 

0,11 R.11110 Set 

 FOR SALE HERE   

This "Silent Salesman" furnished free with 
orders of "Radio's Three Best Sellers" 

TECHNICAL BOOK COMPANY 
130 West 42nd Street, Dept. M New York 
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ready been standardized. The 
method here described is that of 
comparison by substitution, that 
is, tested and untested con-
densers are compared by insert-
ing them in turn in a circuit 
which is brought to resonance 
with a source of undamped 
waves. 

These three pamphlets are 
primarily for research and test-
ing laboratories. Together with 
Letter Circular No. 78, "The De-
sign of a Suitable Short-Wave 
Radio Wavemeter," they con-
stitute a supplement to Bureau 
of Standards Circular No. 74, 
"Radio Instruments and Meas-
urements." 

HE Bureau of Standards 
has prepared a pamph-
let, Letter Circular No. 
73, "Fees for Testing 

Radio Apparatus," for the in-
formation of those who desire 
to have tests performed. The 
Bureau limits its test of radio 
materials to tests for the Gov-
ernment, tests of importance to 
the Bureau for research, tests in 
which the Bureau is to act as ref-
eree, and a few other special 
tests in which special reason is 
shown why these tests are to be 
undertaken by the Bureau. Be-
fore an article is submitted for 
test, it must be preceded by a 
written request for test, and if it 
cannot be undertaken, the appli-
cant is furnished, if possible, 
with the name and address of 
one or more laboratories which 
may make the test if requested. 

The request should enumerate 
the articles, giving serial num-
bers or other identification marks 
if any, should state the nature of 
the test desired, and the condi-
tions under which the apparatus 
is used and state the reasons for 
believing that the test should be 

made by the Bureau of Stand-
ards. 

There is a limited number of 
copies of this fee schedule avail-
able at the Bureau of Standards 
to persons who have actual use 
for it. 

n-e ite:411 

HE Bureau of Standards 
has prepared a series of 
pamphlets which give 
descriptions of parts of 

very simple radio receiving 
sets. Two of the series have 
been published and announced 
previously, and are available 
from the Superintendent of 
Documents, Government Print-
ing Office, Washington, D. C. 
They are Circular No. 120, 
"Construction and Operation of 
a Simple Home-made Radio Re-
ceiving Outfit," and Circular No. 
121, "Construction and Opera-
tion of a Two-Circuit Radio Re-
ceiving Equipment with Crystal 
Detector." The later pamphlets 
of the series, describing a simple 
loading coil, auxiliary condens-
ers. and electron tube detector 
and amplifier units have now 
been prepared. They are in-
cluded in Letter Circulars Nos. 
46, 47, 48, and 49 of the Bureau 
of Standards and are not now 
available to the public. They 
will be printed, and the time 
when they become available will 
be announced in the Radio Ser-
vice Bulletin, a monthly publica-
tion of the Department of Com-
merce, obtainable from the Su-
perintendent of Documents, 
Washington, D. C., at 25c. per 
year. 

The description of auxiliary 
condensers includes two fixed 
condensers, one of which is con-
nected in series with the antenna 
to adjust to short wave lengths, 
and the other of which is con-
nected across the telephone re-
ceivers. The purpose of the 
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An Epoch- Making 
Advance in Vario-Couplers 

Selector Vario Coupler-3 units in one. Pat. Pending. Cat. No 970 

The New 
Norris "Selector" 

Every dealer should sell this new Norris "Selector" 
Vario-Coupler because it is an instrument each "Fan" 
will want. It combines in one compact unit, an efficient 
and accurately designed vario-coupler and the necessary 
tuning switches. It is actually three instruments in one 
as separate controls are provided for both the coupling 
and each of the two primary switches. 
The "Selector" works easily and gives a very fine ad-
justment on each of the three controls. 
Radio Fans can easily install this new Vario-Coupler 
on their sets with a great saving of panel space. 
Radio Jobbers and Dealers— 

Write us now for full particulars 
and attractive discounts 

Norris Radio Corporation 
126 Liberty Street, New York City 
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loading coil described in one 
pamphlet is to extend the range 
of the receiving equipment so 

as to respond to wave frequen 
cies between ioo and soo kilo-
cycles( that is, wave lengths be-
tween 3,000 and 600 meters). 

The electrom tube detector 
unit described may be used in-
stead of the crystal detector 
with either the single-circuit or 
two circuit radio receiving sets 
descrbed in Bureau of Standards 
Circulars Nos. 120 and 121. It 
makes the receiving set operate 
for signals from transmitting 
stations at greater distances. 
The audio-frequency amplifier 
unit described in another of the 
pamphlets employs a single 
electron tube. The amplifier 
unit is used by connecting it to 
the receiving set in place of the 
telephone receivers and then 
connecting the telephone re-
ceivers to the output of the am-
plifier. The distance over which 
the receiving set receives is in-
creased by the use of one or 
more of these amplifier units. 

T the Radio Telephony 
Conference which was 
called in Washington on 
February 27, 1922, by 

Secretary Hoover, of the De-
partment of ( ommerce, two 
days were spent in hearing 
the statements of represent-
atives of the many radio in-
terests who were present. The 
minutes of this open meeting 
have now been prepared in 
mimeographed form. Copies 
are available for reference at the 
offices of the District Radio In-
spectors of the Department of 
Commerce. There is a very 
limited number on hand at the 
Bureau of Standards for supply-
ing the requests of organizations 
particularly concerned with the 
work of the conference. 

HE Radio Laboratory 
of the Bureau of Stand-
ards of the Department 
of Commette was es-

tablished in 1910, and during 
the past few months, parts of its 
work have come to the atten-
tion of most of the radio ex-
perimenters and radio broadcast 
listeners throughout the country. 
The work of the Bureau of 
Standards in radio research and 
measurements, and in assisting 
the various Government bureaus 
in the solution of technical radio 
problems covers a wide field. 
A glimpse of what the Bureau 

of Standards is doing to increase 
the knowledge and extend the 
usefulness of radio is given in 
an article by J. H. Dellinger, 
Chief of the Radio Section, en-
titled "The Bureau of Standards 
Lends a Hand." This article 
appears in the magazine "Radio 
Broadcast" for November, 1922. 

Selling is a game and the best 
sportsman wins. 

Experience is a good teacher, 
but only a fool selects this meth-
od of gaining knowledge when 
he can, by very little effort, take 
advantage of the experiences of 
others. 

"A man who boasts he never 
changes his mind after it is made 
up," says Trude Hills, "is about 
as valuable as a glue-pot that 
has glued its own stopper in." 

To-day is the day to get down 
to business; to-morrow never 
comes. 

Ideas are everywhere. Good, 
bright, new ones abound in every 
line. When applied to your busi-
ness, they are valuable. 

Pep is wasted energy unless it 
is directed along effective lines. 
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DEALER WINDOW 
DISPLAY COMPETITION 

THE radio merchant, alert in his calling, and realiz-
ing that he must compete with many other activi-

ties for popular favor, is giving due attention to 

adequate and consistent plans for window salesmanship. 

As the day is yet so young for radio, it will only be 

a question of time before there will be window displays 

which will call for unusual skill and even for lavish ex-

pense. Eventually, fixtures for displaying radio mer-

chandise will be worked out, and attention given to color 

schemes, and to suitable hangings. The subject lends 

itself to admirable treatment in a thousand ways. 

RADIO MERCHANDISING contains many worth 
while suggestions for the proper use of show 

windows—suggestions gleaned from the practical ex-

perience of radio merchants all over the country. We 
want our readers to take practical advantage of these 

suggestions, and to put them to work in upbuilding their 

sales. 

As a stimulus towards this end we shall give a prize 
of Twenty-five Dollars for the photograph of the best 

radio window display—the photograph to be in our hands 
not later than January 1, 1923. 

We shall also give a prize of Twenty-five Dollars for 
the best five hundred word statement of what a radio 

window display should be, and what it should accom-

plish. 

Photographs and statements should be mailed to the 

Editor, 

RADIO MERCHANDISING 
342 Madison Avenue New York City 
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For CORRECT RADIO MAILING LISTS Use 
THE POCKET LIST 

Of Radio Manufacturers. Jobbers and Deslees in the United Mates and Canada. 
Issued tivarterly—.1snuary, April, July and October . October, 1922, issue corrected 
to September 15th, 1922. Classified under three different headings—manufacturers. 
jobbers and dealers—and alphabetically arranged by states, cities and towns and 
names of firms. Containing over 15,000 names and addresses. 

We have been exceptionally careful to see to it that every manufacturer, jobber 
and dealer le listed and under the PROPER CLASSIFICATION. Most mailing list 
concerns charge more than $ 100 for a list of this kind, and, as a rule, those supplied 
are far from being correct. Compare this list with any other and you will find It 
to be the very best obtainable anywhere at any price. 

October number ready for distribution September 25th. Price $ 5.00 per copy or 
$10.00 per year ( four Issues, Including monthly supplements which keep the lin 
absolutely correct and up to date at all times). October edition limited; 'end In 
your order with remittance today. 

F. D. PICKENS 1021 CARRINGTON STREET 
JANESVILLE, WISCONSIN 

35c each, 3 for $ 1.00 

Na-aid 
Genuine 

CONDENSITE DIAL 
The dial that runs true. 
Numerals engraved on bevel 
and knob so shooed that 
fingers do not hid,. them. 

Thin edge with clear graduation to make 
accurate reading easy. Concealed set 
screw in metal insert. Will not warp Cr 
chip. Finish and enamel permanent. Low 
priee with this quality possible only 
through quantity production. 

Special dealer and jobber proposition. 
An opportunity. 

ALDEN-NAPIER CO. 
52 Willow St. Dept 0 Springfield, Mass. 

SUNBEAM 
RADIO " B" BATTERIES 

Long Life — strength — freshness 
and in any quantity 

Western Electric Novelty Co. 
1250 E. Sixth St. Los Angeles 

SALESMEN that have been or are call 
ing on electric or a radio trade, see Mr. 
Rice, 6311 N. Clark St.. Chicago, 

The brilliant and speedy work-
er who occasionally sleeps by 
the wayside as exemplified in 
the fable of the Hare and the 
Tortoise is very often passed by 
the persistent plodder even as 
the tortoise passed the hare. 

When you think you have 
reached the limit try to beat that 
record. Even if you do not suc-
ceed in doing so you will at least 
have the satisfaction of having 
tried and undoubtedly you will 
have accomplished more than 
would have been the case other-
wise. 

WANTED — Travelling salesman to 
demonstrate, sell, install and operate 
new radiophone loud speaker and elec-
trical phonograph attachment. Must 
have combination of experience including 
successful sales retold in and intimate 
knowledge of Radiophones Graduate 
electrical engineer preferred. Highest 
character reference sequired. Write, 
stating age, exuerience and salary de-
sired. If convenient, enclose photographs 
and names of four references. Address 
Box No. 1, care Radio Merchandising, 
342 Madison Ave, New York. 

RADIO INSULATION 
"SPAGHETTI"—VARNISHES—WAXES —COMPOUNDS- PAPERS, ETC. 

ESTABLISHED 1889 
WRITE FOR PRICE BULLETIN AND SAMPLES 

MITCHELL-RAND MFG. CO., 25 VESEY STREET. NEW YORK, N. Y. 
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tion is opened in West Forty-
second Street. 

The removal of the station 
from Newark to New York was 
due to the desire on the part of 
the corporation to be as close as 
possible to the centre of music 
in New York City. Particular 
importance is attached to musi-
cal selections because they rep-
resent such a large proportion of 
the entire broadcasting program 
of the broadcasting stations. 

ioo-FOOT TOWER ON AEO-
LIAN ROOF. 

Two towers, each too feet in 
height, are being reared on top 
of the Aeolian Building. One is 
.to the north and the other to the 
south side of the structure, one 
of the tallest buildings on Forty-
second Street. The towers form 
a part of the plant because it is 
the purpose of the Radio Cor-
poration of America to furnish 
two programs simultaneously. 

Artists of the first rank will be 
broadcast at the same time with 
the jazz artists, so that radio 
fans of divergent tastes may find 
in the programs what they pre-
fer. The new station is being so 
developed that two programs 
may be sent out by the use of 
different wave lengths. For in-
stance, a concert program might 
be broadcast on a 36o-meter 
wave length, and the jazz selec-
tions on a 400-meter wave 
length. 

The Radio Corporation of 
America took over space on the 
sixth floor of Aeolian Hall and 
on the roof of the skyscraper 
under a long term lease signed 
about a month ago. The sixth 
floor space is to be converted 
into studios and executive quar-
ters by the company, while the 
roof space will be used for the 
purpose of towers. 

Na-aid 
De Luxe 

V.T. Socket 
Contact 'trios of 
laminated phosphor 
bronze press firmly 
against contact 
pins, regardleas of 
variation in length. 

No open current trouble possible. Socket 
moulded from genuine Condensite. Prac-
tically unbreakable. Special protected 
slot, with exterior reinforcement. Un-
affected by heat of bulbs or soldering iron, 
All excess metal eliminated, aiding re-
ception. May be used for 5 Watt Power 
tube. 
Highest quality throughout. Price 75c. 

Speolal preposition 
tu &fliers and Jobbers. 

Alden-Napier Co. 52 Pillow St. Dept. I) 
Springfield, Mass.  

Mow 
RADIO 

Radio Reception Explained 
HOW TO BUILD 

Tvp• 

Lea Coup. Type C rry. Remo, Ste 

Crt, Vacuum Tube Neon.: 

Lima, Large, PuK,Knp Cornran, 

MILS BUSINESS 
by distributing 
an inexpensive 
book which not 
only explains 
radio reception 
but also tells 
how to build 
eight types re-
ceiving gate out 
of parts you 
carry in stock. 
Complete bills 
of material 
given for each 
type. This will 
save much of 
your time. Bells 
for 50e. Bend 
25c for sample. 
Liberal d I s - 
counts. 

GREAT LAKES PUB 
COMPANY 

18 Part Pl. Weft 
Detreit. MU, 

DEALERS 
Our Weekly Radio Comic 
Strips, pasted on your win-
dow, will attract attention and 

boost sales. 
Free Sample* Sent on Request 

RADIO CARTOON SERVICE 
234 Cambridge Ave, Jersey City, N. J. 

Manufacturers, Dealers, Jobbers 
WE MANUFACTURE 

Special Design Radio Parts 
SUCH AS 

Binding Posts, Switch Points, 
S tops, Etc. 

Detector Parts and other 
Screw Machine Products 

Estimates Given on Receipt of 
Samples or Specifications 

LINDEN & COMPANY 
891 Broad St, Providence, R. I. 



68 DECEMBER, 1922 

Radio Transformers 
An unusual Radio Fre-
quency Transformer with 
an adjustable Silken 
core—an exclusive patent-
ed feature, enabling satis-
factory reception at 2en 
meters as well ne on the 
higher wave lengths. D'IPY 
establishing DX records. 
Price only  $4.50 

Dongan Electric Mfg. Co. 
DETROIT 
MICHIGAN 

Top of Side P. tel 
Mounting 

An a ro g> I i tying 
transformer seen-
ti tig ally constructed 
to l‘ring out full. 
C lear tones and 
eliminate howling. 
Prig, $4.00. 

MIGNON 
,CONDENSERS 

awarded 

Certificate of Excellence 
By Evening Mail's 
RADIO INSTITUTE 
ASK YOUR JOBBER 

Factory Representatives 

NIAGARA SALES CORP. 
3-5 Waverly Place, New York, N. Y 

Metropolitan New York 
RADIO STORES CORPORATION 
218 W. 34th St , New York, N. Y. 

Pacific Coast States 
WESTERN RADIO 

DISTRIBUTING COMPANY 
1.. C. Smith Bldg Seattle, Wash 

Canada 
CHAS. A. BRANSTON, INC. 

355 Yonge St., Toronto, Ont. 

Manufactured by 

MIGNON ELECTRIC MFG. CORP. 
ROCHESTER, N. Y. 

The equipment for the station 
is being built by the General 
Electric Company, and workmen 
soon will begin the installation 
of the apparatus. Officials of 
the company who were asked 
recently about the date of open-
ing the new station were unable 
to fix a date, but at Aeolian Hall 
the belief was current that the 
big broadcasting station would 
be in operation soon after the 
New Year. 
Some of the concert artists 

musical organizations who have 
recently appeared or are sched-
uled to appear at Aeolian Hall 
where programs may soon be 
broadcast, are Sue Harvard, May 
Korb, John Charles Thomas, 
Ernest Hutcheson, New York 
Symphony, Emma Calve, Julia 
Glass, Francis Moore, Flonzaley 
Quartet, New York String Quar-
tet, Roderick White, Felix Sal-
mond, Beethoven Association, 
Beryl Rubinstein, Lucy Gates, 
Helen Stover, Ossip Gabrilo-
witsch, Ernest DeWald, Eva 
Gauthier, Frederic Dixon. 

(Concluded from page 40) 
the Chamber asks the aid of cor-
porations, clubs, individuals and 
all others interested. This is a 
task in which everyone can help." 

President Davis said that un-
doubtedly a great deal of very 
valuable work could be done by 
the Chamber, but that no attempt 
would be made to do it all at 
once. "Conditions in the radio 
industry now are such as to sug-
gest that much information must 
be gathered and the views of 
many interests learned before 
even the immediately pressing 
problem can be solved. Mean-
time, we aim to do what we can 
in the direction of discussion and 
agreement, particularly in push-
ing those matters in which the 
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departments of the Government 
have asked our assistance." 

Mr. Hunt said that the Cham-
ber planned to be of service in 
working out "a comprehensive, 
definite, and continuing policy of 
wireless development and due 
control." 

That Proves There Are 
Better Waves! 

Mrs. Sam: "How does your 
hubby like the new Radio set?" 

Mrs. Ham: "Great. He turns 
it on at nine o'clock and it isn't 
ten minutes after the lecture 
starts before he's sleeping like a 
baby." 

Send It Back if You Don't 
Like It 

A fan in St. Louis recorded a 
Radio selection upon a phono-
graph record and then passed it 
along. He suggests sending it 
back to its place of origin by the 
same process. The first thing we 
know a fellow talking by Radio 
around the world will be both-
ered by the sound of his own 
voice received at the same time 
it is sent. And that's going some. 

II Nsmaal-i Space 
V .T.Socket 
35e each, 3 f or $1.00 
Moulded genuine 
conslensite. Requires 
hut small space for 
mounting. Readily 
accessible blasting 

posts. No excess metal to interfere with 
efficiency. Unaffected by heat of bulbs 
or soldering iron. Phosphor bronze con-
tacts. Nickel plated brass binding screws. 
slash cut slot. Price possible because ot 
large production. 

Special proposition 
for dealers and jobbers. 

ALDEN-NAPIER CO. 
52 Willow St. Dept 0 Springfield, Mass. 

Warren 
Radio 
Loop 
Un-
Covered 

! 

• 
Large 

Quantities of 

Warren Radio Loops 
Being Sold Everywhere 
How Many Are You Selling? 

No mystery about the big 
profits in Warren Radio 
Loops. The Armstrong Cir-
cuit. regenerative sets and 
the increasing interference of 
stations, makes the loop 
aerial an absolute necessity. 
The Warren Loop is supply-
ing this demand because it is 
best fitted for the job. Na-
tional advertising is sending 
fans into the stores to ask 
for it. Be fair to yourself— 
try a small order. 

A type For every purpose 

Type A•737 (300-700 meters) 
6 inches square—non- direc-
tional   $10.00 

Type A-7236 ( 175-1000 me-
ters) 13 inches Mare—non-
directional   12.00 

Type B-2537 (300-700 me-
ters) 18 inches square—dl-
rections)   20.00 

Type BL-2520 (200-18.000 
meters) with honeycomb mill. 
18 inches square--direetional 25.00 

Send for Bulletin H. 102 

V-DE-CO RADIO MFG. CO. 
ASBURY PARK, N. J. 

Dept. E 
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F. R. S. 
All Wave Combination 
The F. R. S. Banked Winding, when di-

rectly mounted on our Vario-Coupler makes 
an ideal "all wave" coupler with a wave 
length range of 150-3,000 meters. It is ais 
designed for direct mounting on our Vario-
meter. This combination gives the well 
known Single Circuit Tuner and will re-
spond to wave-lengths sip to 3,000 meters 

This is the Only All — Moulded Universal 
Combination Giving Five Units in Three. 

The accuracy to which these units are 
built, combined with the best of materials 
and most rigid inspection, make them high-
ly desirable for the amateur who intends to 
construct his own Receiving outfit. 

These units are sold separate or com-
plete as illustrated. 

Three units complete, list price, $ 15.00. 

F. R. S. RADIO CORPORATION 
409-F East Fort Street DETROIT, MICH. 

g_ 
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LATEST AND 
MOST POPULAR Radio Books 
The Radio Experimenter's Hand Book, by M. B. Sleeper MOO 
Radio Hook-Ups, by M. B. Sleeper  .75 

Indispensable to the radio amateur who designs or builds his own receiving 
apparatus. 

Radio Design Data, by M. B. Sleeper  .75 
Gives tables and data for designing, receiving and transmitting apparatus. 

Construction of New Type Trans-Atlantic Receiving Set, 
by M. B. Sleeper   .75 

Tells how to listen to the high- power telegraph stations of foreign countries. 
Construction of Radiophone and Telegraph Receivers for Beginners, 

by M. B. Sleeper   .75 
Tells in detail the building of radio apparatus. 

How to Make Commercial Type Radio Apparatus, by M. B. Sleeper  .75 
Describes in detail many commercial types of transmitting spark and 
vacuum sets. both telephone and telegraph, and receiving equipment of 
all kinds. 

Wireless Telegraphy and Telephony Simply Explained, by A. P. Morgan 1.50 
A book the radio experimenter cannot afford to be without. 

Experimental Wireless Stations, by P. E. Edelman  3.00 
A book describing all modern improvements. 

A B C of Vacuum Tubes Used in Radio Reception, by E. H. Lewis. 1.00 
A book explaining in detail all about vacuum tubes. 
FREE! Catalogue of Wireless Books Sent Free on request. 

The Norman W. Henley Publishing Co. 
6th Floor, 2 West 45th Street, New York 

LIBERAL DISCOUNT TO SUPPLY HOUSES 

Write for full particulars and dealer's proposition 

( 

e 
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THE "MISSING LINK" FOR 
RADIO SETS 

RADIO CABINET 
with 

LOUD SPEAKER HORN 

ONLY $35 
A beautiful, mahogany tonsil cabinet for 
completely housing the 2 otage R. I'. 
Westinghouse Radio Receiving Set and 

Magnavox Loud Speaker. It is completely wired 
and equipped with switches, ready for quick con-
necting with receiving set, contains a Loud 
Speaker Horn and provides hidden compartments 
for wet and dry batteries, switches, wire connec-
tions, etc. Does away with the mess of having 
radio set, batteries, etc., scattered over tables 
and floor. When not in use, and with all doors 
closed, it looks like an attractive cabinet phono-
graph. When used with Magnavox Loud Speaker 
the horn, located back of receiving set, throws 
the sound upward against open cover of cabi-
net which acts as sounding board and amplifies 
and deflects sound throughout the room. Can 
also be used with head sets. 

Write for descriptive circular RI 

The C. J. Lundstrom Mfg. Co., Little Falls, N.Y. 

Order Your Copies of 

"PRACTICAL RADIO ENGINEERING" 
(The Book that you have waited for) 

Not a lbstory—Not a minute of waste tinte. In the workshop of the 
expert— 
A Book of 305 Pages (and Practical Formulae). 
A Book uf 225 Diagrams and Schematic Drawings and Illustrations. 

Price $3.00 (in Vellum) 
The minimum of mathematics consistent with properly indicating the 

Principles underlying the Art of Radio Signaling. 
it is the first Book giving the important scientific development and 

practice of Radio Engineering. 
H. E. HALLBORG, Sc. B., 

Radio Research Engineer U. S. Navy Dept. 
D. B. HEILMAN, 

Certified Professional Engineer 

The Author and Editor have the authority of the Secretary of the Navy 
to present this matter in book form.—Written in plain language. The no-
tation and fundamental relations are expressed in terms that will be easily 
understood by the Engineering graduate, as well as by the Practical Irian 
and the Amateur, who has mastered the elementary physics of Electricity as 
well as high school mathematics. The Formulae arc collected for (heir 
practical utility. 
The Book is one of the Radi.. E•.gineers indispensable tools. 

Address 

PUBLISHERS RADIO ENGINEERING Reading, Penna. 
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NATIONAL DIRECTORY OF RADIO SUPPLEMENTARY SERVICE OF 
DEALERS. MANUFACTURERS. ETC. ADDITIONS. REVISIONS. ITC. 

Sydell's Radio Directory and Service 
553 SCHENCK AVENUE BROOKLYN, N. Y. 

Card Catalog Directory of Radio Dealers 
Sent upon APPROVAL 

(Also available on SHEETS) 
No comparison between this directory and similar commer-

cial "mailing lists" 

No mailing list companies offer to send theirs upon approval 

WHY? 
Names in our directory are annotated to indicate wherever possible the 

distinction between exclusive dealers in RADIO equipment; those who 
handle RADIO only as a side line, as dealers in electrical supplies, hard-
ware stores, jobbers, manufacturers, distributors, etc. 
This list has been compiled from information secured from State Chain-

bers of Commerce, current RADIO periodicals and newspapers having 
RADIO departments, and contributions from Manufacturers, Dealers, Job-
bers, etc. 
Dealers desiring inclusion please send particulars without obligation. 

In Preparation 

A similar directory of RADIO MANUFACTURERS 
Please send lit era! it , 

To the Man With an Idea 
I offer a most comprehensive, ex-
perienced, efficient service for his 
prompt, legal protection and tlic 
development of his proposition. 
Send sketch, or model and descrip. 
tion, for advice as to cost, search 
through prior United States pat-
ents, etc. Preliminary advice 
7ladly furnished without charge. 
My experience and familiarity with 
various arts, frequently enable me 
to accurately advise clients as to 
probable patentability before they 
go to any expense. 
Rooklet of valuable information and 
form for properly disclosing your Idea, 
free on request. Write today. 

RICHARD B. OWEN 
Patent Lawyer 

38 Owen Building, 
Washington, D. C. 

2276-V Woolworth Building, 
New York City 



The Resist- O-Meter il 

trated is Type A Fila-

ment. Price $1.80 

We manufacture 
the products listed below: 

Resist-0- Meters 

Type A— Filament 
" 11.—"B' • Battery 
" It— Potentiometer 

Test- R ¡ te Condensers 
in following capacities: 

Phone .001 inf.'. 
Grid . 00025 " 
Grid . 0005 " 
Grid 
Leak . 0005 " 1-meg. 

V. T. Sockets 

Engraved Binding Posts 
Accessories 

The sehalts Itatlio and Mfg. 
tan-potation have obtained an 
¡Injunction against the Radio 
servitat and Mfg. Company in 
r. S. District court of the 
eastern district of N. Y. 

This snit was for Infringe-
ment ttf Letters Patent to 
Smith, et al.. Na. 1.395.931. 
prohibiting the Radio Service 
& 511g. i 'cultisny from mak-
ing, using and selling the 
condensers in question. Other 
suits will lie promptly 
against all infriirzers. 

pERFECT ELECTRIC CONTROL 

RESIST -0—METER 
TRADE MARK 

Better than 
a rheostat" 

Your 
Opportunity 

i• ; in opportunity for every radio 
dealer. 

Sell this !'itsin,-()- \ leter—really sell 
it. Il sit just plli it itt trick. 

SI of your customers are going to 
ask for it--they are reading our adver-
tisements in radi,, papers—but there are 
lots of them \\ Ito will certainly ‘vant it 
and buy it if you will tell them about it 
personally. 

The " Resist-O-Metei" a Scholes Product 
lv micpanct,r ,, ntr..11,-/1 and con-

tinuously variable but eeti tile ex-
treme range:- if it , terminal,. 

IS nummicrtmlit tun% 

l'ossesses ti,,- resistance at full 
eionpressinn tpractit-ally 'end. 

made in 'male], mtvt-ring every 
requirement fur ra, Iio. use. 

is ir, ra Mina, u and ci c tii first 

requiring minimum space fur mutint-
ing. and has adjustable bracket re-
quiring un iieTv drill hides in panel. 

The Slinks Niatinfaeturing Cur-
puratinn loads the side license tit manufac-
ture this Inat nf current cuittiatl, under pat-
ent , granted Mr. F. 12,.jas. N.,s. 15470 
and 13661145. miter patents pending. It is 

only tinder the trade marl: name "Re-
...j..1-(1.91ittert" 

Write to Mr.— G. Lehr 

Scholes Radio & Manufacturing Corp. 
32-36 West 18th Street, New York City 



27 Reasons why you should 
concentrate on Radiobats 
Because—entirely distinct from all other batteries for 

radio use-- Radiobats are radio batteries. 

Radiobats are advertised more powerfully than any 

three of the 27 battery advertisers in the leading Radio 

publications in October. 

Radiobats "A- and " B" are dry storage batteries, with 

the only solid electrolyte. They eliminate battery 

noises absolutely. 

Dealers will find both the list prices and the discounts 

liberally attractive. 

Send for the intensely timely book, "The Permanent 

Power-UNIT for Radio"- free. 

MULTIPLE STORAGE BATTERY CORP. 

350 Madison Avenue. New York 

AlQ'ADIOBAT.S 
')hei)ermanei o7-bwer,UNIT  


