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STARTLING RESULTS ASSURED...
WITH THE

EVEREADY bl

rHeoN

SCREEN-GRID TUBE ER 224 ER2z

INCREASED STABILITY, COMPLETE
UNIFORMITY, QUICK ACTION

THE EXCLUSIVE, patented Eveready
Raytheon 4-Pillar construction is of vital
impertance in the screen-grid tube, which
has four heavy elements requiring rigid
support.

Eveready Raytheon Tubes come in all
types, each with this sturdy 4-Pillar con-
struction which prevents distortion of
tube elements.

Eveready Raytheons, only, have all the
advantages of this patented construction.
Turn their superlative performance into
profits—sign up for them now.

NATIONAL CARBON CO., INC.

General Offices: New York, N. Y.

Branches: Chicago, Kansas City, New York,
San Francisco

Unit of Union Carbide ||| B & ard Carbon Corporation




For the really NEW
in DYNAMIC
SPEAKERS

SEE and HEAR
the

NEw Farrand

ELECTRO DYNAMIC
the

NEw Farrand
INDUCTOR DYNAMIC

DEALERS get in touch with your Distributor.
MANUFACTURERS get in touch with us.

FARRAND MANUFACTURING Co. INc. LoNge Ispanp CiTY, N. Y.

ill Pablishing Company. Ine.. Tenth Svenuce at Thirts sivth Street, New Yor|
25, at the Post Office ab New York, N. Y., under the Aet of March . 1879
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RADIOS - SVPREME - ACHIEVEMENT

- -

NO. 846 STROMBERG - CARLSON.
Equipped with every practical development
known to leading engineers in the radio
art. Three Screen Grid Tubes, in radio
frequency stages '‘totally shielded,’" afford-
ing high amplification, improving Selectivity
and Sensitivity and adding a new brilliance
to Tone. Built-in Electro-Dynamic Speak-
er; Automatic Volume Control; Meter for
Visual Tuning; Phonograph Jack; Walnut
finished cabinet with six legs. Uses 3
UY-224 Screen Grid, 3 UY-227, 2 UX-
245 in “‘push pull'’ and 2 UX-280 Radio-
trons. Price, without tubes, East of
Rockies, $347.50.

NO. 641 STROMBERG-CARLSON. A
Screen Grid Treasure Chest table model
Receiver. Three Screen Grid Tubes in radio
frequency stages; ‘‘totally shielded;™”
Phonograph Jack; Walnue finished cabinet.
Uses 3 UY-224 Screen Grid, one UY-
227, one UX-245 and one UX-280 Radio-
trons. Price, without tubes and speaker,
East of Rockies, $155.00.

NOTE—There are o

At the Radio Shows

HE difference between “good’’ and

“very good” isn't a matter that can
be put exactly into words. Specifications
do not make a radio any more than di-
mensions make a Parthenon.

The quality of the music which pours from
a receiver is determined by the spirit
which goes into the making of the instru-
ment. All the world's knowledge of radio
design is in a Stromberg-Carlson—of
course. But there is more. There is the
eagerness to take pains—to put here a
little stronger piece of material, to shield
there with a heavier plate of copper; t
wind this coil just a bit more thoroug“y,
to make that wire connection a degree
more solid.

And the result is the Stromberg-Carlson
Receiver of today; decidedly better in
giving your customers the true enjoyment
that ragio can afford because of that idea
of “just a little better” which has gone
into every single operation of its making.

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

NO. 25 ELECTRO-DYNAMIC SPEAKER. Scien-
tifically baffled. Operating power supplied by UX-
280 Rectifier Tube. Walnut finished. Price, without
Rectifier Tube, East of Rockies, $85.00.

ther models of Stromberg-Carlson Receivers for use in Direct Current areas.

NO. 642 STROMBERG-CARLSON. Three
Screen. Grid tubes in radio frequency
stages; "‘totally shielded;”” Built-in Electro-
Dynamic Speaker; Phonograph Jack; Wal-
nut finished cabinet. Uses 3 UY-224
Screen Grid, one UY-227, one UX-245
and one UX-280 Radiotrons. Price, with-
out tubes, East of Rockies, $247.50.

NO. 3-A MAGNETIC PICK.UP OUT-
FIT. Makes possible electrical reproduction
of records. Price, East of Rockies, $30.00.

g |

STROMBERG-CARLSON CONE SPEAK~
ERS. Noted for their exceptional fidelity’
of tone. Prices, East of Rockies, No. 16
Cone Speaker, $40; No. 17 Cone Speaker,
$35; No. 14 Cone Speaker, $22.50.
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Behind the smashing
success of the Utah Large
Stadium Dynamic is the
soundest reason in the
world — precision manu-
facture—supertative qual-
ity. Astoundinz sales have
followed. This means
higher buying power and
increased manufacturing
facilities—benefits we pass
along to you.

.+ .+« Utah Soeakers are
furnished as standard
equipment by many
leading 193C Radio set
manufacturers.

Utah Stadiam

Model 66-A
110 A.C. Opera-ion. Diameter over-all 124",
Cone 10%". Equipped with full wave high volt-
age rectifier—elimimating step down transfor-
mer—can be used on 25 to 60 cycles. No hum.
1deal for largzst out>ut—a superior speaker for

home, theazrz. large hall and outdoor use.

Send now for cemplete details
of complete line— table
models and chassis.

00
UTAH RADIO PRODUCTS CO.

1737 South Michigan Ave. Chicago, Ill.
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KEN-RAD

NOW BROADCASTING

OVER NATIONAL BROADCASTING COMPANY'S

BLUE NETWORK >>>

10 PM EASTERN DAYLIGHT TIME.. 3 PM CENTFAL

* A unique and tul_)é.ful
program—Kcrwﬁad's
«CABIN NléHTS.»
Hauntingimelodies,
dusky &oices and
lilting tunes. Ken-
Rad"’invites you to
Ijstlen in every Mon-
J day evening.

— e

?ORATION

| Incorparated|

OWENSBORO, KENTUCKY

!
A DIVISION OF g{EN—RAD TUBE & LAM’> CORPORATION

'KE

-RA

RADIO TUBES

EVERY MONDAY NIGHT

DAYLIGHT TIME..8 PM CENTRAL STANDARD TIME

-

s —AND

a Ken-Rad advertise-
ment ‘appears in The
Saturday Evening
Post and Collier’s
Weekly every other
week, reaching over
5,000,000 tube pros-
pects.
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The only Screen Grid

radioincorporating the

Equalized Band Pass
Filter
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i ,
@ Model 21950. Excellent lines and

compact design. Ideal for apartments.
Price $219.50

Life extension for
tubes! Automatic vol-
tage regulator on

every New Grebe

THE
NEW
GREBE

ERE are the four models which
compose the 1929 Grebe line. In
each model the chassis is the Grebe
Super-Synchrophase, with the Grebe

" Equalized Band Pass Filter. Radio

merchandising experts from all parts
of the country picked these numbers
as being certain to appeal to the better
class of radio purchasers this year.
Orders now on our books prove the
experts were correct. A. H. Grebe &
Company, Inc., Richmond Hill, New
York. Western Branch: 443 So. San
Pedro St., San Francisco, Calif.

\(rebe o
\\i”i':‘i‘dio 7

@ Model 270. Modern lines of unusual
charm and chaice waod unite to make
this a very papular model for the larger
apartments and for hauses of medivm
size. A mast warthy cabinet far the
Super-Synchrophase.  Price $270.00

@ Model 285. Walnut and mahogany
are combined in this design. The woad
has been chosen for its grain and fin-
ished for permanent beauty. This cabi-
net is selling to some of the finest
homes in the country.  Price $285.00

]
: ik |
@ Model 450. Thisisa combination of
the Super-Synchrophase with an elec-
trically operated phonograph and mag-
netic pick-up. The final word in complete
musical equipment far home, club or
restaurant. Price $450.00
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3 Screen Grid Tubes
12-in. Dynamic Speaker
Electric Phonograph
Adjustable Selectivity
Push Pull 2/250 Tubes
Single (Split) Dial
Panel Illumination
Unit Construction
all
LEUTZ QUALITY

Leutz Seven Seas Radio Phonograph Combination

WRITE, WIRE OR CABLE TODAY

c.rR. LEUTZ N

ALTOONA, PA, U. S. A.
Cables Experinfo N. Y.

WEST COAST FRANCE
B. J. Howdershell Baldwin M. Baldwin
Detwiler Bldg. 1 Boulevard Haussman,
412 West Sixth St., Paris, France
Los Angeles, Cables Experinfo Paris
California

Close-up of Phonograph
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I[Ilfll‘llte\ ‘care %
1n manufactur&

TEST follows test in rapid succession in the making of
each Sonatron tube—and each test must be passed
with flying colors! The highest standards in the industry
are enforced in the Sonatron factories, with the result
that Sonatrons render superlative service to the millions
who buy them. And dealers who sell them are reaping
a rich harvest of profits, untroubled by calls for service.

Haveyoulistened to the Sonatron program recently? Every
Sunday evening from 8:30—9:00 o’clock Eastern Time.

SONATRON TUBE COMPANY
Chicago, Illinois Newark, New Jersey

THE

NEW and IMPROVED WORLD'S

SONATRON #cw

LINE
RADIO TUBES
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Sobbers:
({ Are “come-
backs” on tubes
seriously affect-
ing your net
profits? Returns
on LA SALLE
High Vacuum
Tubes are less
than half chat
of any known
tube. Protect
your profits
with LA SALLE
quality. . .
Write for our
proposition.

I Y8 V%
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JEvery LA SALLE TUBE  (J Sci

tific principles and careful factory
is made, complete, in our own plant under - management make it possible to sell LA SALLE

licensz of R. C. A, for the price of ordinary tubes. This gives

Consistent quality, based on highest /K La SALLE Dealers the double benefic of good
Sible vacuum, has won highest recognition,  profits and quick turnover of stock. We shall
with trade and public. be glad to send full information.

LaSariLe Rapio CORPORATION
wlszon of Matchless Electric Co. v ’ ’ 1 ' 1500 North Ogden Avenue, CHICAGO, ILL.

-

HIGH VACUUM

RADIO TUBES

Licensed Under RCA, General Electric Co and Westinghouse Eleciric & Manufacturing Co. Radio Tube Patents
—— e e e e
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Royal Model 210 (Neutrodyne) Royal
Model 220 (Screen Grid) . . . . The
High Gain Neutrodyne Circuit employs
227, 245 and 280 type tubes {8 tubes are
used in all). This popular and economi-
cal combination of time-tried tubes
assures long life and low upkeep.

PITTTLTEGT 751

Why Keﬂnedy Deal;rs are Enthusiastic

HE enthusiasm of Kennedy Dealers and Dealer Salesmen is genuine

and spontaneous—all over the United States! . . . . Naturally!

- « . . Exquisite cabinetry that instantly appeals to those who love
the finer things of life—Chassis (either High-gain Neutrodyne or Power-
detection Screen-grid) that fully utilizes every known advance in radio
science. . . . Life Tone performance that surpasses any standards of ‘
mere reproduction, because it is the tone of life itself—All combined to /
merit the distinction of ““The Royalty of Radio’’ at prices within easy reach
of the millions!

s i

KENNEDY

%
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ENNEDY

In addition: A protective franchise that really protects and earns profits
. . . . a most elaborate merchandising program that carries a punch
. « . . the leadership of leaders in radio and industry . . . . tre-
mendous financial resources . . . . straight-line production facilities
to meet tremendous demands!

Talk to Kennedy Dealer Salesmen and you w111 learn the reason for their
enthusiasm. They will tell you why Kennedy is a self selle~ that stays sold.
They know the instant appeal of the product—from furniture elegance to
Life Tone performance!

Whether or not you are one of the Kennedy Family, send for the Kennedy
Gold Book. It is an intimate story of success. .

COLIN B. KENNEDY CORPORATION
SOUTH BEND, INDIANA

U T C—

"on e

COLIN B. KENNEDY CORP.,
South Bend, Ind.

Please send the Gold Book to

e p——— a cogr ¢ s et

Royal Model 310 (Neutrodyne) Roya - -
Model 320 (Screen Grid) . . The I am a [ ] Distributor; [ | Dealer; [ ] Sales-
P;)wer Detection Screen Grid clrcult em man. I
ploys 224, 227, 245 and 280 type tubes e e

(8 tubes are used in all). The extremd ) : Ewwﬁ{% s
amplification obtained from the Ken N

nedy method of employing the nes N Va2 aVa 7WV‘
Screen-Grid tubes is utilized throug ; )
Power Detection. . 1
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SET WITH THE PUNCH™

The New 17th Century
English Console now
being introduced. Rivals
the beauty of a costly
antique.

2 NEW POWERFUL CIRCUITS

Screen Grid! Balaneced Bridge! Bosh now
available in the New Stewart-Warner—

New laurels for the Champion
of the Air! New and increased
efficiency for the * Set with
the Punch” —thenew Stewart-
Warner! New opportunities
for sales by every Stewart-
Warner Dealer!

For now you can secure any
Model Stewart-Warner Radio

*154%"

less tubes

‘ Approved 17th Century English Comsole

Number 47 with Model 900 Stewart-Warner
Electro-Dynamic Reproducer. Cabinet of
American Walnut with silent sliding doors.
Height 41 in., width 26 in., depth 16% in.

*All prices slightly higher west
of Rockies

Christmas business, compare
this year’s Stewart-Warner
with other makes. The New
Series “900” Stewart-Warner
is utterly unlike the set of
former days. And it is just as
far in advance of any of the
latest sets of other makes.

Send for our money-making

with either Screen Grid or Balanced Bridge Cir- plan—our sales wmnmg dealer helps and our fran-
cuits. Before you complete plans for this fall and chiseproposition—the fairest inthe radio industry.

STEWART-WARNER CORPORATION,

CHICAGO,

ILLINOIS,

STEWART-WARNER

BPrR A D I o©O

Screen. Grid Circuil or Balanced Bridge Circuit
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Note Features!

Screen-Grid Circuit: Uses three of the new
224-type Screen-Grid tubes; two 227-typeheater
tubes (one as the power detector); two new
245-type tubes in a powerful new “push-pull”
hookup; and one 280-type rectifier tube. Re-
sistance-coupled audio frequency. Three stages
of screen-grid amplification. Completely
shielded variable condensers. No AC HUM—
yet 1009, sensitivity!

“Balanced Bridge” Circuit: Uses five 227-type
heater tubes, one serving as detector; two new
245-type tubes in a powerful new “push-pull”
hookup; and one 280-type rectifier tube. This
improved circuit completely eliminates oscilla-
tion; yet it is extremely sensitive. It brings dis-
tant stations booming with all the punch of a
“local”’and with almostuncanny realism of tone.

Plug-in forTelevision: equipped toreceive these
signals when popular in broadcast range.

Air-Cooled Power Transformer: more efficient
performance through positive cooling of coil.

Plug-in for Phonograph: reproduces any phono-
graph record with standard pickup attachment.

Automatic Voltage Control: delivers uniform
power to set regardless of line voltage.

4-in-line Variable Condensers: most accurate
condenser gang made: completely shielded.

Extremely Accurate Tuning Coils: scientifically
spacewound and crystal tested to exactcapacity.

Built-in Aerial: ground wire only required for
local reception and home demonstrations.

Completely Shielded Chassis: one-piece drawn
copper coil shields; ihielded condensers; power
detector and power transformer units.

Aerial Compensator: 3 taps provide adjust-
ment to any type aerial and local conditions.
Gold-Plated Connections Throughout: lasting
andnon-corrosive; thesupreme radio refinement!

Cabinets by Louis Hanson Co., Chicago
and Burnham Phonograph Corp.,
Los Angeles

STEWART-WARNE

A D I O

1427
less tubes

Approved Jacobean Cabinet No. 35 as shown above
with Stewart-Warner Model 900 Radio and Electro-
Dynamic Reproducer. Cabinet of American Walnut
with enclosed back and hinged top. Height 38 in.,
width 27 in., depth 15 in.

% West of Rockies, $147.00 less tubes

Approved Sheraton Cabinet No. 58 with Model 900
Stewart-Warner Radio, *$165.50 less tubes. New
Stewart-Warner Electro-Dynamic Reproducer. Cab-
inet of American Walnut and Australian Lacewood
with silent sliding doors—height 52%; in., width 25%
in., depth 17 in.

The Consolette Ensemble in hammered gold bronze
or jade green and black. Electro-Dynamic Speaker.
$12’3.25 ess tubes. West of Rockies, $128.50. Table
Models in same finishes as Consolettes, $89.75. West
of Rockies $92.25.

Coxzr)Plete line of A. C. and D. C. models, 60 cycle
or 25 cycle.
%West of Rockies, $170.50 less tubes

Screen Grid Circuit or Balanced Bridqge Circuit
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Model No. 101 Model No. 801
g Dimensions, 40-in. H. x
DO, £ 135 -1n.D. 25%In. Wox 1451 D. W 5% b
B - {4 ompartment, o iy 3 i
?;txz(i??;,p:;‘qn.‘f,:’" lsop?ce in.x22-1n.x13-in, git%()ﬂ:nlﬂlrzﬂent. 11-in.x
for Dial Control 12% in. | Space for Dials, 103%-in. -X14-in.

. .____ Net. EO_B. . Spa?e__fo_r_ Dials. 12% -in. |
o N PhilaPa,

F

Model No. 301

DIRECT
—  And nmdare

THE cabinets shown above are only five of the sixteen “GENERAL”’Mode]s. The prices
and descriptions tell their own story. Fine quality of construction and finish AT ROCK

BOTTOM PRICES . . . because our direct from factory to dealer method eliminates selling and

handling costs 10 jobbers and eliminates jobbers selling and shipping costs to you.

You get the benefit of at least nine different savings. Prices to you are NET. You deter-

mine your own profit—and you MAKE it because everyone of these cabinets hits the publie
where it lives—in the pocketbook!

10% discount when purchased in quantities consisting of any
assortment of models shown in our general catalog.

N. Y. Radio Show Chicago Radio Show
Section T—Booths 4 and 5 frg2nern Section U—Booth 4

ABINET

g 7-J. Afolloy, Pres.
1960 Lexington Avenue , New York.
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Net FOB.
?/ork Ja.
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fiom the FACTORY =
more money !

Cabinets to fit all standard make sets, including the new Atwater Kent and Crosley Screen-grid
receivers. Speaker brackets supplied with all models for Atwater Kent chassis.

The combination of woods is so foreibly brought out as to render each model unusual “eye
value.” Choice walnut veneers and maple overlays used throughout. Each cabinet is hand
rubbed and lacquer finished.

Don’t buy any radio cabinets until you get full particulars on the entire “GENERAL” line.
Write today for illustrated literature giving the full facts.

109 discount when purchased in quantities consisting of any
assortment of models shown in our general catalog.

Cabinet designs by Salesmen—Valuable
Hammarstrom AT, Territory Still Available
;Po :rngi T he
; 2 ===
TS Molloy, Pres 1

196 Lexington Avenue , New York

- PECER YIS

- s e S e - i L5
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BY AUTHORITY OF THE UNITED STATES GOVERNMENT

DYNAMIC

SPEAKER

Models 401, 403 and 405
1214 high, 12" wide, 834" deep
105" cone

The U. S. Patent Office has granted

to the Magnavox Company exclusive namic speaker is an art thatwas
use of the word ’"DYNAMIC” in ; started by the Magnavox Com-
connection with radio loud speakers. pany in 1911 and carried on since that time.

Patents may be infringed, trademarks may be THEMAGNAYOX (OMPANY
. Factory and Pacific Sales: OAKLAND, CALIF.
borrowed, but performance qua||ty cannot be

Factory and Sales East of the Rockies: CHICAGO, ILL,

copied. The making of a dy-
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You can handle some of every kind

— or make maximum profits
by concentrating on MARVIN

ROGRESSIVE dealers are finding it mare profitable 1o coneentrate on
one quality line of independent tubes. Simplified inventory, better
stock control, increased turnover—and maximum profits—are the

inevitable results of such a long-headed policey.

The new MARVIN Metal Display Cabine-, lithographed in full colors,
holds the number of tubes the average dealer should display. It insures
vou complete stock control, increased turnover—and more profits.

Make your tube department pay you maximum profits by installing this
sules-making display cabinet. Your MARVIN distributor will
tell vou how you ean get il free—or wrile us.

MALRVIN RADIO TUBE CORPORATION
IRVINGTON. NEW JERSEY
General Sales Office: 225 BROADWAY, NEW YORhK
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MUSICIANS

Each Saturday night over Station WJZ and Associated
N. B. C. Siations, the MARVIN Musicians are making

friends of millions and millions of radio tube users for

the tubes that *¢

serve better and live longer.

L2}

Extensive

and continuous newspaper advertising will also be direet-
ing consumers 10 the stores of dealers who sell

MARVIN Master-Built Tubes.

| MARVIN

MASTER - BUILT
RADIO TUBES

This attention-compelling window
and counter display material in-
sures MARVIN dealers of maximum
display value and identifies them
as agents for Master-Built
Radio Tubes.

MARvyy

RAp)y
'p“’lNc,Y L] TUB[ CORP

These MARVIN displays supple-
ment the radio broadeasting and
newspaper advertising and are the
basis for many a sale. Your dis-
tributor will gladly furnish you

with any of this material.

MALVIN RADIO TUBE CORDPODRATION

IRVINGTON,

NEW JERSEY

General Sales Office: 225 BROADWAY, NEW YORK
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e tinnd now

the whoele country has

“Gone
Kylectron!”

‘v

HE first public demonstration of Peer-

less and Courier Radios was held in
Chicago early in July. Two hundred and fifty
thousand people a day heard—and marveled.
All Chicago was talking Kylectron.

At that time we prophesied that the whole
country would marvel at the magic of Ky-
lectron just as Chicago had. But even we did
not foresee the wave of enthusiasm that
these Kylectron-equipped radios would
cause throughout the country. People seem
to have been waiting for Kylectron. Dealers
everywhere say that never before has any-
thing in radio caused such a sensation. The

nation has ‘‘gone Kylectron!”

the “reasons why” are on the next two pages . ..
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> ) Never bhefore have Radio

Peerless and Courier Radios equipped
with Kyleetron take country by storm?

What is Kylectron? The engineers say it is
the ““most direct conversion of electrical
energy into sound.”

Musicians and music lovers say it is
the “most perfect method of reproducing
vocal orinstrumental music.”’ Radio deal-
ers say it is ‘“the most sensational means
of stimulating sales and profits.”’

And all of them are right. For Kylectron
is the most revolutionary development in
radio since the first tube set. Kylectron
isn’t radio—it’s the human voice!”’

Here is radio without hum, without dis-
tortion, without mechanical sound of any
kind. Here is distance, selectivity, volume.
Here is light-socket operation.

Backed by a
Gigantic Advertising
Campaign

The story of Kylectron and of Courier and
Peerless Radios is being told to the people of
America through a tremendous advertisingdrive.
Following is a brief outline of the advertising
and merchandising program behind these two
Kylectron-equipped radios:

Newspaper Advertising
Radio Broadcasting
Outdoor Display
Window Display

Store Display

Direct Mail Literature

Special Selling Helps of
every description

THE
COURIER

Here’s value that shows. Screen grid, of course,
three tubes; power detection; selectivity that
delights the most critical—distance tbhat will
bring joy to the hearts of the “DX fans’’—tone
that everyone will enjoy. Cabinets of enduring
beauty. The radio “shoppers’’ will never find
another such radio value at such a price.

e .. and they both
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Dealers been so enthusiastie

Already these two lines have become
the season’s most valuable franchises

No wonder radio dealers are enthusiastic.
No wonder they’re clamoring to get in on
the ground floor . . . to get the franchise
for Peerless and Courier radios before
they find themselves obliged to compete
with this fast selling line.

This is, without doubt, going to be the
biggest radio year in history. And the

All Selling Efforts
Concentrated in Dealer’s
Territories

Our merchandising and advertising plans are
designed to do a concentrated selling job in
every dealer’s own territory. That’s what is
going to make sales for Peerless and Courier
dealers. Each territory will be intensively cov-
ered. Every possible customer will be told and
re-told the story of Kylectron and of Peerless
and Courier Radios. Every medium that will
bring ahout direct results—immediate sales—
will be used in cities and towns where there are
Peerless and Courier dealers.

In short, we are not content merely to sell
the dealer. We consider that our selling joh is
not finished until the radio is in the home.

Get in touch with your distributor or wire
us today for full details.

THE
PEERLESS

Every Peerless cabinet is a real masterpiece of
the cabinet-maker’s craft. Every Peerless set is
a real achievement in radio engineering. This
radio has everything. Every new development
that has proved to be good has been incorpo-
rated into this new Peerless. Nothing has been
spared to make it the finest radio on the market.

dealer that offers his customers Peerless
and Courier radio, equipped with Kylec-
tron, is going to get the lion’s share of the
profits. For the biggest name in radio this
year is Kylectron.

Now is the time for action. Write or
wire your distributor or get in touch with
us direct.

have Kyleetron!
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Peerless
Dynamiec Reproducers

HE Peerless Dynamie Reproducer
T is a revelation. Attached., to any
radio receiver, it produces a quality of
tone and a volume that is as far above
the ordinary speaker as the tone of the
modern electric phonograph is above
that of the old-fashioned talking ma-
chine that used a horn.

The Peerless startled the world with
its new and better construction. It is
truly ‘‘built like a battleship’ and
because of this, gives every Peerless
owner many years of care-free service.

That’s why dealers like it, too . . . ser-
vice calls are practically eliminated.

Peerless Dynamic Reproducers are
made in a number of models and for
use with any type of electric current:
25 and 60 cycle, 110 volt, A.C.; 6 to 81
volt, D.C, storage battery; 32 volt D.C.
farm lighting; and 110 volt D.C. house
lighting current. Completely equipped
with cords, ready to attach.

New low prices this year—from $14
to $50 retail.

PEERLESS MODEL 19-A

One of the most popular of the Peerless line of

Dynamic Reproducers. Encased in a beautiful

carved walnut cabinet of Gothic design.

Equipped with nine-inch dynamic speaker, it

delivers volume enough to fill a hall if desired,

with a quality and sweetness of tone that is
truly wonderful.

Newcombe-Hawley

NEWCOMBE-HAWLEY
MODEL N. II. 37

This is a portable reproducer with Newcombe-
Hawley dynamic cone unit of the most im-
proved design. It comes in a beautiful cabinet
of grained walnut which carries an instant
appeal because it harmonizes so perfectly with
the furnishings of any living-room. Used with
a good receiving set it produces a marvelous
quality of tone and ample volume.

Speakers

'HEN you sell a Newcombe-

Hawley—you’ve sold it, and it
stays sold. It’s a quality product, al-
ways has been, ever since it was first
put on the market. And now, with one
of the country’s largest radio-pro-
ducing companies back of it, even
better quality will go into these speak-
ers. Everything will be done to make
Newcombe-Ilawley the outstanding
line of speakers in their fiecld—both
as to quality and sales volume.

Prices, too, will be more attractive.
They are lower this year, ranging from
$12 to $45 retail.

Newcombe-Hawley Speakers are
made in a variety of models in both
the dynamic and magnetic cone types.
And in the case of the dynamic types,

A A 4

UNITED REPRODUCERS CORPORATION
Rochester, N. Y. and Springfield, Ohio

e and Mei

M)

Full li prot.

der RCA, Haselti

D ts and applications. © 1929 U.R.C.

there are models for use with any kind
of electric current. Fully equipped
with attachment cords.

Write for Details
Today

Already the United Reproducers’ fran-
chise is becoming the most valuable
one in the radio business. Dealers
everywhere are taking on one or more
of its lines. Decide now to get in on the
ground floor of what is certain to be
the greatest money-making proposi-
tion in radio. United Reproducers’
products are not only going to be un-
usually profitable for dealers, but they
are going to do a real job of building
good-will. The products are right.

{44
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A WITAL MESSAGE . oo

to Radio Dealers Who
are Financially Responsible

and Technically Qualified

THE Pilot Radio and Tube Corporation, world’s largest radio
parts plant, announce a new policy of direct-to-dealer dis-
tribution of its full line of radio parts, complete radio kits and
the newly developed Pilotron radio tubes.

Inasmuch as Pilot radio parts, kits and tubes are bought by
custom set-builders, advanced radio experimenters and others
who know the technical side of radio, it is essential that the
Pilot dealer be well informed technically. He must be able to
talk intelligently to the type of fan who builds his own and
therefore knows what it is all about. That there is a great
and rapidly growing market for radio parts is amply attested
to by the constant growth of the Pilot organization, now the
world’s largest radio parts plant. .

{The Pilot Policy Protects the Dealer by
assuring him a legitimate profit at all times.

PILOT RADIO
& TUBE CORP.

WORLD’S LARGEST RADIO PARTS PLANT
323 BERRY STREET, B’KLYN, N.Y., °¥" U. S. A.
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LIGHTNING ARRESTER

Price and Performance Make It a Big Seller

The Corwico Vulcan Light-
ning Arrester not only protects
the radio receiver against dam-
age by lightning but also dis-
sipates  accumulated  static
charges. This is a feature that
will appeal to your customers
and one that makes the Vulcan
the biggest selling lightning
arrester on the market.

$100 GUARANTEE

; & \ We guarantee to repair up to a
cost of $100, any radio receiver,
protected by a Corwico Vulcan
Lightning Arrester, that has bheen

damaged by lightning.
If your jobber cannot supply you with Corwico Vulcan
Lightning Arresters, order a sample carton of six direct.

CORWICO ARTENNA KIT
1 g

o

Insure vour customers better
reception and an aerial equip-
ment that will last longer
and give the best results by
selling them the Corwico
Antenna Kit No. 4. It con-
tains everything for a com-
plete aerial and lead-in equip-
ment together with a Corwico
Vulecan Lightning Arrester.

If your jobber cannot supply you with Corwico
Antenna Kits order a sample carton
of ten direct.

RADIO’S BEST-KNOWN WIRES
“BEST FROM THE GROUND UP”
Write for Complete Catalog.

AT THE RADIO WORLD’S FAIR

Madison Square Garden, New York, Sept. 23 to 28.
See the Corwico Display, Booth 5, Section 2.

CORNISH WIRE CO.
28 Church St., New York City

MAKERS OF

corwicoBRAIDIT Exoox up wire
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it isn't how many we make-

Radio Tubes

OU know that quality willnever
Y be sacrificed to quantity in
making Van Horne Tubes. For 15
years the name Van Horne has
been synonymous with quality.
This year will be no exception.
Van Horne Radio Tubes are the
handiwork of tube carftsmen with
years of experience building
quality tubes only. This custom-
building is respon51ble for Van
Horne’s unvarying uniformity,
and low replacement ratio.

Van Horne production however
will always be sufficient to supply
Van Horne distributors and deal-
ers. Van Horne is limiting its
distribution. It is selecting its
dealers. Thus, regardless of any
shortage in the industry this
season, Van Horne dealers will
always be assured an ample sup-
ply of uniform high quality
tubes to meet their needs. You
want to look into the profitable
Van Horne proposition for this
year. VAN HORNE TUBE CO.,
FRANKLIN, OHIO.

All Vaa Horne Tubes, including the new screen-
grid tuves, are manufactured under exclusive Van
Horne patents.

but how good we make them

HORNE

coY 15 Yea ks
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JOHNALITE

Bohnalite, the new light alloy, took 30 years of patient

stndy and constant research to perfect.

Bohn metallurgists, having experimented with thou-
sands of “heats” for various purposes,can now recom-
mend the precise alloy to cover your requirements.

Bohn special heat treating processes are exclusive with
this organization. And you know the great commer-
cial value of scientific heat treatments.

Remr ember Bohnalite, in addition to being 62% lighter
than iron, has high uniform hardness—great density
—fine grained structure —unusual strength — excel-
leat bearing qualities—and is ductile.

Write us today. Send your samples and blue prints.
Let us show you the economical advantages of
Behnalite. Send for literature.

CHAS, B. BOHN

The authority who
developed Bohnalite

BOHN ALUMINUM & BRASS CORP., DETROIT, MICH.
New Yerk Chicago Philadelphia Cleveland Pitisburgh

627 LIGHTER THAN 1RON
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AIR COLUMN
CONAMIC
DYNAMIC

OPERADIO SPE

THE LINE COMPLETE
.

-

LIST

No. 23060—110

V. 50-60 Cycle

The A.C.__$55.00
Jack No. 25060—110

0. —

Horner V. 25-40 Cycle
Speaker AC.. __.$57.50

No. 21060—110
V. D.C. $45.00

THE new Operadio Electredynamic
Chassis, rugged in construction, magnificent in
performance has made possible many revolution-
ary improvements in Operadio Speakers. Because
it is so different it permits the construction of
many types of cabinets never before thought of in
radio engineering.

Equally outstanding with the unit itself
is the new Jack Horner wall model which permits
reproduction of fundamental frequencies as low
as 90 cycles. This design utilizes the two walls of
the room as sounding surfaces to focus the sound.
Although these new Operadio Speakers are unique
in their idea and beautiful in design, of far great-
er importance is the remarkable performance
which the new Electrodynamic Speaker makes
possible.

The J;d‘ H“;"" sl’e:l'k" A tone control is included
rep;oluces J cw‘f:‘:"p:t‘f which permits adjustment
Tty e will stand  Of pitch to uit the usees
D taste. t

up under continuous oper- b;::the Pamer n:nd c:;t cn:l-.
ation with fselts ubsngg d:le‘ nection with through switch
W the Type 290l P = aadgelue ndizogiic "l“'f":‘
tremely sensitive and re- ::ll:ii:gby123i6nc;|:‘: e:f vlvgali
sponsive to the lowest im- space on cach side.

pulses.

MANUFACTURING CO.

ST.CHARLES, ILL.

\

27
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NEW REVOLUTIONARY
PRODUCTION SYSTEM

CMBRANSE,
J g,

Profit With
GULBRANSEN
On the Air!

ILLIONS of listeners will have Gulbransen

Precision-Built Radio firmly in mind when
the Gulbransen Symphony Orchestra under Dr.
Henry Hadley, foremost American composer-con-
ductor, goes on the air over the Columbia Chain
Saturday Night, October 5th at 9:30 P. M. Eastern
Standard Time. With this great merchandising
help as a basis, Gulbransen is presenting its dealers
with a powerful and complete sales plan using
every known means for influencing buyers. Every
display — every printed piece all links up in a
powerful selling campaign. Alert dealers every-
where are grasping it. Ask for the complete plan
—it means a greater sales volume for you,

Newspaper Advertising
The general newspaper advertising campaign which
Gulbransen will conduct on a large scale is thor-
oughly linked up with a series of distinctive dealer
advertisements. These in turn tie-up perfectly with
the basic Gulbransen sales features.

Window Display

Colorful and effective display material, both for
the window and inside the store, is furnished.
These displays will attract passers-by, will aid in
building up popular interest, and will point out
the unusual advantages of the Gulbransen Radio.

o,
Qe

Cuts Dealer Service Cost!

PRODUCTION system entirely new in radio manu-
A facturing, is setting records for service-free radio.
Every operation in building the Gulbransen chassis is
electrically timed and recorded—all coils, condensers
and resistors are grouped into ten classifications and
cach set is built from these finely matched parts. With
this precision in the making, there is no wonder that
of all the Gulbransens shipped during a specific period
99-3/5% Wwere in perfect condition, were sold into
homes and gave faultless reception. Think what this
relief from burdensome service means to a dealer’s net
profit. Ger the details of the
Gulbransen Precision-Built

é§ : Radio and the profit making
A\ sales plan behind it.
| %§ -

Check These Features!

1. Efficiency of each set must measure
within four millionths of a volt of mas-
ter laboratory model.

. Double Primary Circuit.

. Push-Pull Amplification using 245 tubes.

. Screen-Grid Power Detection.

. 10-inch Dynamic Speaker.

. Phono-Radio Switch.

. Local-Distance Switch.

. 9 Tubes in Line.

. Equal Amplification—High and Low
Waves.

10. Cabinets by piano craftsmen.

The beautiful Gulbransen high- 11. Chassis and power pack in one unit.

boy console of fine walnut and 12. Completely Shielded.

rich veneers— product of piano q 9

craftsmen. 13. Oversize Audio Transformers.

Smart lowboy console at 14. Accurately Matched Radio Trans-
$139.50, less tubes. formers.

O WNAWM AW N

GULBRANSEN COMPANY, Kedzie, Sawyer, Spaulding and Chicago Aves., CHICAGO, ILL.

GUILBRANSEN

PRECISION-BUILT RADIO

"Manufactured Complete by the World’s Largest Maker of Pianos

a

P,
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esiqned much as other tuLes

but-

the DUOVAC factory was designed as
no other tube plant ever has been...
to achieve uniformity in every opera-
o tion to maintain uniformity in every
DUOVAG, to let no tube be called a
DUOVAC which is not uniform.

The DUOVAC PROCESS which makes
DUOVAC uniformity possible will be
advertised widely before set owners
everywhere. The dealer who serves this
enlightened clientele by featuring
DUOVACS will not only be assuring
his trade greater tube satisfaction...

He will also be reducing his service
problems because of the uniformity of
DUOVACS...

DUOVAC RADIO TUBE CORPORATION
360 Furman Street
Brooklyn, N. Y.

The DUOVAC package—(shown
herein 2 colors)is actually printed
in four colors, shaded from deep blue
to deep red in a gorgeous rainbow
effect. an ideal combination for effec~
tive window, counter or shelf display.

The Precision Radio Tube

*PRECISION—The quality of being precise, strictly accurate—identical. Standard Dictionary
At the R. M. A. Show in New York visit our display at booth 6, section B.B
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elevocal

Ouality Tubes
No. AC 224 “\

Screen Grid

Volume

The increasing popularity of

TELEVOCAL TUBES

is due to a number of things.

No. TC 245
Power Tube

First: Greater Volume without distortion,

&

R
B (923
i

Second: Perfect Fidelity of Tone Quality.

Third: The AC 227 is Quick Heating—al-
most instantaneous,

Fourth: Clear, Humless Operation.

Fifth: Uniformity —~every tube the same as
its brother.

Sixth: Greater Sensitivity insuring further
range.

Seventh: Sturdy Construction —built to
stand any strain.

Eighth: Liberally Guaranteed.

Televocal Tubes are superior be-
cause the materials used are the
finest that money can buy; the en-
gineering talent is the best obtain-
able at any price; the machinery
used is the latest and most modern;
inspections and tests are carried far
beyond the usual limits and an in-
tegrity in workmanship based on

making tubes as well as we
know how, regardless
of conditions.

No. AC 227

Quick Heating
[ N

Prepare against a
possible shortage

by ordering now.
Televocal Corporation

Televocal Building, Dept. B-9
588 12th Street, West New York, N. J.

Televocal Tubes
are made in all
standard types.
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. The Listening Test <.

Z NEW SPARTON

Mode. 301

(0 i

.‘b -

v o

o

s
e

SPARTON RADIO

= Radros Richest Voice”

EACE-TO-FACE REALISM
RADIO’S NEWEST AND MOST THRILLING SENSATION

Cnce more Sparton has presented an c-uts-anding radio development Bt
FACE-TO-FACE REALISM. Developments for this year have been as great
as Sparton’s other achievements . . . the revokutionary EQUASONNE circuit and
Radio’s Richest Voice. To hear the new Sparton instruments is to hear
HUMANIZED rad-o reception so amazing that you almost FEEL the living
presence of your entartainers. This remarkable quality is maintaining the
Sparton dealer organi."'.dﬁon as the most prosperous in the industry.

THE SPARKS-WITHINGTON COMPANY (Established 1900), JACKSON, MICHIGAN, U. S. A.
Paoneers of Electric Radio without butteries of any kind (354)
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'] HE Sterling Concertone was never “converted” to screen grid. e 3
THE VERY FIRST CONCERTONE EVER MADE WAS SCREEN GRID. In the *:: o
Concertone screen grid is not a “feature””—it is a basic principle. - )

The Concertone is manufactured and marketed by one of the oldest =

CETAL R W

. . .. R
and largest American makers of delicate electrical instruments. More —
than a generation of experience and experiment backs the Concertone. e

. R “ |
We delayed production of the . oy |
Concertone until each of its features was (( / (( ‘ / / ~=n !
PROVEN. Thus the Sterling Concertone R RS Gl —am :

h I t d I The ideal set for small homes or apart- .
represenfs the very lates evelop- ments. Finished in beautiful matched . it "
ments of the industry, intelligently Walnut. 3 screen-grid tubes, with N

. every proven modern feature. A 5 : 4
synchronized to produce a Tone so wonderful 8 tube set, with much more v

5 H power than its size PTingr f_‘ L /
superior that thej most c.asuall Itsfener o $'| 29.50 ,af/‘r ,g\#l /
exclaims, “Here, indeed, is Radio’s most - ;

golden voicel”

The Sterling franchise, with com-
plete sales and advertising cooperation,
is available to reputable, progressive
dealers everywhere.

CONCERTONE
R A D 1

Electrical Manufacturers for 23 years.
Sterling Chargers, Eliminators, Tube Testers
and Set Testers are known the world over.

orrrorerer
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The

2]

jerenacler

A handsome, medium
_sized Walnut low-boy
howses this remark-
ab'y selective and
- sermsitive set. 3screen-
gr d tubes afford
perfect long range
+ tuning; each stage
completely shielded.
“ A set of outstanding
beauty and utility.

e t149.50

L /ftedmf)ema/ &" \
Beautiful Walnut high-boy; 3 screen- -griditybes, with A,

each stage completely shielded. 2 stages of audio B o
frequency, with push-pull amplification. One control e

b for t d | 2
o i oo $187.50 SO

Prices slightly
higher far West

AR LLUULAUAIL

THE STERLING MANUFACTURING Co.
CLEVELAND, OHIO

\%%%%%\\R
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The most perfect detector made —
that's why SPEED 227's cost more
for us to make, but not for you to buy.
Burn - out proof! Fast heating — 5
seconds flat (not by words—by testl)

business is assured.

The SPEED proposition demands the consider-
ation of every wide-awake jobber and dealer as a

—franchises are going fast.

matter of good business. Work fast—write at once Z i I I I ! ~——

MAKERS OF

THE SPEED Tube line is, of course, complete*. filament in the SPEED 245 give
But these are the "/Big Three”” now—the ones added volume and finer tone quality.
you're interested in particularly, because they're

the ones your customers want. Carry the quality
227's, 224’s, 245's,— SPEED — and your tube

RADIO TUBES SINCE 1924

Radio Retailing, A McGraw-Hill Publication

New? Not to us. In production in

1928 when demand was only ex-

perimental. While others have been

announcing, we have been improv-

ing. That's what foresight and tube-

making experience were able to do. |Perfected and in production weeks
ahead of others. Very rigidly con-
structed — e xtra bracing of the
elements and special anchoring of

* The SPEED line also includes the 201A,
199, X140, WD11, WD12, 200AA, 112A,
171A, 1T1AC, 210A, 250, 9926, 280, 281.

84-90 No. Ninth St., Brooklyn, N. Y




Mighty Monarch
of the Air

WORLD'S
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: c/‘/lozjestzc dealers ..

“The will break all former
| sales records with this
big Majestic idea . . . .

THE

 $IDE-BY-=$IDE TEST

OF RADIO VALUE?

Here’s what we’re telling the publz’c in our nation-wide advertz'sing:

Go to any good radio dealer. Have him place the new Majestic side-
by-side with the most expensive set'in the store—both sets connected
to the same aerial —with a two-way switch to operate each set in
turn. Check each against the other on these seven vital points:

v TONE v SELECTIVITY v SENSITIVITY v EASE OF CONTROL

v BEAUTY

v RELIABLE PERFORMANCE

v QUIETNESS

S B IRE D SS e

Majestic . . . Mighty Monarch of the
Au ... will out-perform any set at any
price put side-by-side with it.

When prospects come to the store to
make the side-by-side test they are given
every help It is made easy for them.

Watch Majestic sales climb yet higher!

Dealers who haven't yet acquired a
Majestic franchise: get in touch with a
Majestic distributor—by wire or phone
—and see if he cannot give you one of
those few desirable territories still open.

GRIGSBY-GRUNOW COMPANY
CHICAGO, U.S. A.

LARGEST MANUFACTURERS OF

COMPLETE

RADIO

35

RECEIVERS
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Quality in Manufacture
Creates Quality in Reception

gu YGRADE RADIO TUBES are made by
men with years of experience in handling
the problems connected with vacuum tubes.

Add to this the Hygrade developed method of
testing which has maintained the high standard
of Hygrade Lamps and you will understand why
these tubes are living up to this same standard.

SellingHygradeTubes means selling better recep-
tion. Your customers will discover that the red
triangle means “You Cannot Buy a Better Tube.”

HYGRADE
Radio Tubes

Made in Salem, Massachusetts by

HYGRADE LAMP CO.

For twenty-eight years makers of Hygrade Lamps




Radio Retailing, September, 1929 37

LIVE DEALERS
EVERYWHERE...

are taking advantage of
This Money Making Franchise

Selective

Automatically
plays any record
you select! J

XCELLENT reasons why they want this
franchise! The Mills Automatic Pho-
nograph brings quick, sure, easy profits —
more than 500 on every sale — the best
money-maker for dealers produced in our 40
years experience! Modern, all-electric, equip-
ped with exclusive record selector, ornamen-
tal in appearance, perfect in performance!
Our cooperative dealer plan includes factory
sales help; a big national advertising pro-
ram; and real profit-making discounts.
hat more could be desired for sure-fire
rofits and sales!

You Make Over $500
Profit per Sale!

To the progressive dealer this wonderful ultra
modern instrument opens a selling field of aston-
ishing size and buying power. Every restaurant,
confectionery, drug store, etc. needs The Mills
AutomaticPhonograph. Remember only oneeasy
sale a week means over $26,000 profit a year!

Note These Sensationl
Selling Points

. Earns up to $150 cash a month or
more for the people you selll

. Increases their trade 20% to 50%!

. Has many exclusive features, includ-

ing record selector!

100% electric, completely automatic!

Needs no attention or mechanical

service!

. Has special volume control!

-

& wd wN

The MODERN Money
Maker for Dealers

Mills Automatic Phonograph is backed g
by a big national advertising campaign, l s
convincing your prospects — helping

you sell! Liberal finance plan! Small 4 : pﬁ é
wonder that live dealers everywhere /] f Omal‘lt’ 0/10ql‘ ap
are taking advantage of this money-

making franchise! You too may have

this same cooperation . WE GO Prompt decision will

THE WHOLE WAY WITH YOU! bring prompt profits.

Send coupon below
TODAY!

MILLS NOVELTY CO.
Dept. A5.S, 4100 Fullarton: Ave., ‘Chicago, Tl

M I LLS N OV E LTY CO . ' With no ebligation to me, send at once big' 1

i N free 24-page book in colors, and full de.
4100 Fullerton Ave. Chicago, Itlinois © ‘tails of how to make these cash prefits|
“Makers of aver 450,000 successful ;
coin-operated instruments”’ S Nume
&iﬂnp ”

We are now making a new line of :
automatic electric phonographs for Town_ i i i
the home—with radio combination
if preferred. Write for details.
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4 ways 1o insure best Resulls

1 314" diameter panel—D. C., A. C. and

* thermo - couple instruments for the
dealer or anyone who is bailding up panel
test equipment.

2 A. C. Model 528 Poriable Ammeters
° and Voltmeters.

Adapted especially for testing A. C. operated radio

sets. Alike in size and shape to -ts companion D. C.

instrument (Model 489). Pair of 30” cables supplied

with velimeters.

3 Model 547 Radio Set Tester.

A. C. Volimeter—750/150716/8/4 volts. D. C.
Voltmeter, High runge inereased to 750 volts. Other
ranges 250/100,50/10/5 volts D. C. Milliammeter

double-range—100/20 M. A.
4 Model 533 Counter Tube Checker.

* Requires mo batteries, operutes direet from
any A. C. light soeket or any other A. C.-60 cycle—
90 to 130 volts source of supply. Will test every type
of tube, A. €. or D. C. having flament voltages of

1.5, 2.5, 3.3, 5 or 7.5 volts, meluding reectifying
type tubes,

A Vital Part of
Every Radio
Installation
The Model 547 Radio Set Tester,

for instance, not only locates
“shorts” between grid and plate,
but also discovers distortion in
the audio system due to tube
overloading. It also provides for
filament circuit and general con-
tinuity tests and serves as a rapid
tube checker.

Testing Equipment
That Assures
Reliability

Weston instruments, the stand-
ard of the world, emphasize the
fact thaf rcliability pays divi-
dends. Forty-one years of con-
stant effort to improve and per-

The counter tube checker—
Model 533 —makes it possible
to obtain with great speed the
proper voltage regulation, by
means of a voltage adjusting
dial and voltage indicator.

fect the art of electrical meas-
urement has resulted in the
production of instruments upon
which dealers can depend to

protect their financial invest-
The A.C. and 3-range voltmeters,
like all Weston instruments,
command the attention of all
who appreciate the finest work-
manship and demand unfailing
reliability.

ments.

The supreme test of every radio
receiver comes after the installa-
tion is completed—but every

Weston instruments absolutely
eliminate all guess work. They
give the service man an immedi-
ate and accurate answer to every
question he may ask, enabling
him to diagnose quickly and
surely every trouble.

dealer and service man can
guard against inferior results by
making a careful check-up at
the time of the sale.

in uipment which in-
LTS G Each instrument is handsome
in appearance, light but rugged,
made. for long service and un-
failing dependability. They will
increase your profits.

sures reliability increases the ef-
ficiency of servicing work and is
a factor in securing business —
for the ability to quickly and
accurately diagnose set troubles

WESTON ELECTRICAL
INSTRUMENT CORP.

581 Frelinghuysen Avenue
Newark, New Jersey

jin a customer’s presence instils
confidence and makes every

purchaser a booster.
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THERE 1IN
ONLY ONE
CHAMPION

TUBES FOR EVERY RADIO

Swing into the Season —
‘ proﬁtz’ng with Champions

CHAMPIONS represent everything the name stands
for . . . Champion Radio Tubes not only have that
superior quality and long life which is so necessary
in building and sustaining reputation, but they also
have unusual salability. Champion daily broadcasts,
through the great Westinghouse Stations KDK A,
KYW, WBZ and WBZA, are constantly placing this
name of prestige before millions of people. News-
paper advertising is also telling the story of Champion
performance, and last but not least is the very sales
atmosphere which surrounds the Champion merchan-
dise itself.

Fine Radio Tubes can only come from fine factories
and long experienced organizations. This is another
reason why Champions offer perpetual profit and sat-
isfaction.

Champion broadcasts programs daily and weekly through
Westinghouse Stations KDKA, KYW, WBZ and WBZA, and through
Columbia Stations WNAC and WEAN

TEST THEM IN THE BOX

You know the Champion by its unique
package. Each tube can be quickly tested
without removal from the package. But,
if the test alone is not enough, remember
that every Champion is guaranteed to give
perfect satisfaction to the user and any
just claim by a Champion tube user wil}
be promptly allowed.

—""RADIO TUBES

CHAMPION RADIO WORKS, INC , OF DANVERS, MASS
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RADIO TUBES

for MORE PROF ITS-Show your
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Here are the two exclusive sturdy construction fea-

tures that make PERRYMAN RADIO TUBES the

Pnest:
[

! | The PERRYMAN
SPRING

. .. allows for the uni-
form expansion
con

The PATENTED
PERRYMAN
BRIDGE

« - . holds the filament,
plate and grid, top and
bottom, in perm: PERRYMAN
parallel alignment.

This sturdy construc RAD'O
tion feature is exelu- TUBES
sive to Perryman Tubes. l

FREE — 4 quantity of booklets
giving a clear and complete ex-
planation why PERRYMAN
TUBES are superior. Dealer’s

Name Imprinted on Request.

sy e 1 T .- | = “—

PERRYMAN ELECTRIC COMPANY, INC.

4901 HUDSON BOULEVARD, NORTH BERGEN, N. J.
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7]551 WINKH

AMACCURACY

T NEW 3-METER

MODEL 245

SET AND TUBE
TESTER

Tests Screen-Grid

Particularly designed for the new sets using
the 245 power tube. Tests are made by in-
serting plug in socket from which tube has
been removed. Extra cords and tip jacks
permit the use of meters individually. Checks
line voltage. Strong seamless metal cover.
Beautiful baked enamel finish. Leather
handle. Simple. Accurate. Supremely
practical.

NETslz

Your jobber can
supply you. If or-
dered direct, remit-
tance must accon-

pany order. ESTABLISHED

1904

READRITE METER WORKS, 6 College Ave.. BLUFFTON, OHIO

ﬂ
»
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A Perfect.

ombination

FOR THE PRICE
OF A RAD/O. .
ALONE A 4 A A4

ENTINEL introduced sensibly priced
radio at the Trade Show . . . Deal-
ers, quick to see real profit opportunity,
entered orders far beyond our fondest

hopes!

Today . . . Sentinel offers you as fine an
electrical combination as you’ve ever seen,
for you to sell at the price you ordinarily
have to ask for a good radio . . . and
right now there’s a tremendous market for

a popularly priced combination!

Modern Screen Grid Plus

Screen grid—of course—but please read
the description. Note what an “edge”
this model gives you over any competitios.

You'll
appreciate that orders have to be filled

Wire us for your first shipment.

as received . . . and we want to serve

you! Action now will prove profitable!
“You’re Safe with a Sentinel!”

SENTINEL MANUFACTURING COMPANY
9715 Cottage Grove Avenue, Chicago, Ill.

Division of United Air Cleaner Company

E

49+

LIST PRICE
Less Tubes

Prices are slightly higher in
Colorado and the West

Model No. 444

An ultra-modern screen grid set, with
rich five-ply walnut cabinet and two-
tube maple overlay, Modern and attrac-
tive in every detail, and equipped with
the Famous Quam Dynamic Speaker.

) 50
LIST LESS
PRICE TUBES

Model No. 666-C

This marvelous combigation has an ultra-
modern nine tube radio, using 4 screen
grid tubes plus the new 227 tubes and
two 245 tubes in push-pull, ani famous
Quam Dynamie Speaker . . . electric
phonograph of course uses the same
radlo cireuit and speaker, the United
Electric Motor, and United Pleck-Up.
cabinet flnish similar to Model
666 described below. Your sales of
this combination will he tremendous.

$ 50
LIST LESS

PRICE TUBES

Model No. 666

A splendlid nine tube set, using 4 screen

grid tubes plus the new 227 tubes and
two 245 tubes in push-puil .8
handsome flvé-ply walnut cabinet with
two-tone maple. overlay and: equip-
ped with the famous Quam Dynamie
Speakar!

Every important part of Sentinel Radio is made right in
our own plant.
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ALUMINUM

for finer reception

BETTER tone timbre, greater selectivity,
closer tuning, are highly desirable
qualities that Aluminum shields bring
to radio reception.

Aluminum shielding reduces interfer-
ence. It eliminates electrostatic and
electro-magnetic interaction.

It makes possible more compact de-
sign and adds less weight to the set than
any other metal. It is very workable and
presents few limitations of sizes and shapes.

ALCOA
V)

ALUMINUM

52/
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Accuracy and uniformity beyond any-
thing ever previously attained can be se-
cured in variable condenser blades by
the use of Aluminum.

The Company produces a special
sheet Aluminum for this purpose with
gauge tolerance of .001 in thickness, and
with the total variation within one sheet

limited to .0005 inch.

This material is available to Radio
set manufacturers either in sheet or in

finished form.

Aluminum Die Castings combine lightness,
strength, accuracy and high conductivity. They
have equal strength with less than half the
weight of other casting materials.

Inquiry is solicited concerning the use of
Aluminum Die Castings for loud speaker frames
and bases, condensers and condenser frames,
drum dials, chassis and cabinets, and for Alu-
minum in any other form.

ALUMINUM COMPANY OF AMERICA
2462 Oliver Building, Pittsburgh, Pa.
Offices in 19 Principal American Cities

-
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ie up to this

Your Ship is in—

T
e e —
A i A R S NI
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MODEL AC—9990
List Price, $188

A highboy console of faintly

modernistic design with doors

of four-way matched Oriental

walnut. Equipped with Jensen
.C. dynamic speaker,

MODEL AC—997¢
List Price, $165
A lowboy console, distinguished by
its massive design and striking line
treatment. Equipped with Jensen
.C. dynamic speaker,

MWAAMNMM
OTHER MODELS, NOT ILLUSTRATED

MODEL AC—99100 MODEL AC—9980
List Price, $267

List Price, $185

‘Navigaror’* radio receiver, com- A radically individualized low-
bined “with a high-class motor- boy console of Moorish design,
driven phonograph, and installed Those desiring something off the
in a highly polished burl walnut beaten path will be especially
console with Jensen D.C. dynam- pleased ‘with its different treac.
ic speaker. Impressive, but in no ment of the speaker grill. Jensen
way cumbersome C. dynamic speaker.

Table models, inc Inding those battery-operated.,
P — are described under Model AC-98, "illusirated ———,
on the facing page.

YTON
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Fleet of Winners!

with—Dolly Dayton at the helm!

ET Dolly Dayton pilot you to bigger
profits this year. Tie up with the
jolly crew that is riding the “Navigator”
to radio sales records this season. The
A-C. Dayton “Navigator” is the prize
craft of all radio!

Look into the “Navigator” yourself. Let
your own knowledge of engineering tell
you that few receivers on the market today
can match this trim craft. Nine tubes in
all, five of them in the radio frequency
circuit! Power Detection that elimi-
nates the noisy intermediate stage! Push-
Pull Audio, using two of the new 245
type tubes! Jensen Electro-Dynamic
Speaker—the big 11" size, to take the
tremendous power of the “Navigator”
circuit,and reproduce

= everything, bass or
' treble, music or voice,

I\ in the true, realistic
!l tone re-created by the
instrument itself!
Here you have Power

The “Navigator” is new to radio this
year. Employing the Selectaphase system
of complete tuning under the Technidyne
circuit, it gives a new meaning to Selec-
tivity! The “Navigator” actually “pre-
selects” the signal and filters out inter-
ference and noise before amplification
begins.

Where other consoles are just furniture,
the “Navigator” cabinets are Romance.
Instead of an escutcheon plate, a mariner’s
compass. Instead of a tuning contral, a
ship’s wheel. The “Navigator” is the
radio with a personality! All furniture,
consoles and table models, are by Globe-
Wernicke, the finest work of furniture
craftsmen for fifty years. Prices range
from $69 to $267, less tubes, a range to
meet all competition. Heavily advertised,
the “Navigator” is a line that will make
new profits for you this season.

Look over the line here.
facts. Write

Then get all the
now—to the A-C. Dayton

Company, Dept. 15, Dayton, Ohio.

.Range ... Tone!
)
‘ TR
MODEL AC—9960 \ \ ) '
List Price, $148.50 }
A compact walnut lowboy con- & | )/\\
sole finished richly in a dull i
lustre Equipped with Jensen
C. dynamic speaker. ————

MODEL AC—98
List Price, $108

All-electric table model in a smart walnut

cabinet with four-way maiched burl walnut
lid. Same model in slightly smaller walnut

finish cabiner, list

Fnce $98. Correspond-
ing battery models st prices, $79 an

““FOR THE MAN WHO BELIEVES HIS

$69.

EARS”’

- NAVICATOR
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A SJCREEN=GCRID RECEIVEDR THAT
MONTHS OF DESICGN AND TEST PROTECT

T

VEREADY

LRECEIVELRS ADRE

$185 MoDEL 52 console, in a cabinet of rich walnut finish that
fits in any decorative scheme whatever. Electro-dynamic speaker
built in. Chassis has eight tubes, including rectifier.

LIST $185 without tubes

Sereen-Grid Receivers have been
added to the Eveready Line!

UNDER the designation of Series 50, Eveready
dealers now have the advantage of the latest type
of tube, in a chassis that is Eveready in every
essential of construction, performance, reliability
and dependability. Three console cabinets are
offered, known as Models 52, 53 and 54, using
the identical perfected Eveready Screen-Grid
Chassis. Models are available in both 60 and 25
cycle, making this new all-electric screen-grid
receiver available in all sections of the country.

The new Series 50 uses three screen-grid tubes
as radio frequency amplifiers. So exactly and
perfectly has this receiver been designed and
built that the tremendous capabilities of these
tubes are used to the full. Sensitivity is ten times -
that of last year’s Evereadys and six times that
of the nexit most sensitive modern receiver we
have been able to measure. This is a real feat in
receiver construction and is evidence of the high
quality of Eveready Series 50.

Protection for Eveready dealers

A mighty important feature of Eveready Sereen-
Grid Series 50 Receivers is this—cabinets preserve
the same design as in Series 30 and Series 40.

The same handsome grilles that have caused so
much enthusiasm in the 30 and 40 Series are re-
tained. Eveready beauty is a tremendous, out-
standing asset, and you and we capitalize it to
the fullest degree.

EVERFADY

TRADE MARK REGISTERED

RADIO RECEIVERS
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MEASURLS UD TO EVEREADY STANDARDS
ITS COMPLETE DEPENDABILITY

B

SCLEEN-CLRAD

NOW READY!

This unique cabinet policy means freedom from

style depreciation. Dealer stocks retain their value,
and customers continue to be satisfied with their
purchases. »

This is news of prime importance to all those
who have been shivering in their boots, fearing that
screen-grid receivers would make everything else
hopelessly obsolete.

Eveready knows how to build for permanence!

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

Branches: Chicago Kansas City New York  San Francisco

Unit of Union Carbide

and Carbon Corporation

Licensed under patents and applications of RCA and RFL

$235 MobpeL 54, a de luxe console in the grand
manner, for the most luxurious homes. Will

harmonize with any background. Walnut finish
in rich grain, with delicate carvings. A triumph of
craftsmanship.

LIST $235 without tubes

$220 MobpeL 53, a larger and more lux-
urious console, in walnut finish with dec-
orative carvings. Same all-electric chassis
as Model 532. All cabinet designs are
exclusive with Eveready.

LIST $220 without tubes
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THE MOST SENSATIONAL EVENT
OF THE YEARI

J OPENS THE 1929 FALL SEASON WITH A RECORD. BREAKING

$500, OOO
' SELLING DRIVE

And Points the Way for All its Dealers to

~ RIDE TO GREATER PROFITS!

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE
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Here's why BOND ELECTRIC is your
ONE BEST BET in the Race for
BIGGER BUSINESS:

'I BoNDwillspend $500,000in promoting a GreatNation-
. Wide PRIZE CONTEST to make October, November
and December record-breaking profit months for its dealers.

BonD will offer $10,000.00 in Prizes to the
. Public for the best answers received in its nationally
advertised “PICTURE PUZZLE"” Contest!

BonD will offer $2,500.00 in Prizes to the
. Trade for the best merchandising co-operation ex-
tended during the Contest by its Authorized Dealers!

8onD will offer $2,500.00 in Prizes to Jobbers'
. Salesmen for their share in making the Contest an
overwhelming success!

¥ BonD will advertise the $10,000.00 “PICTURE PUZZLE"

. Contest with large-space announcements in the
SATURDAY EVENING POST and COLLIER'S—in a list of the
nation’s leading FARM PAPERS —and in over 200 import-
ant CITY NEWSPAPERS, which will feature the names and
addresses of all Authorized BOND Dealers located in those
cities and their trading areas!

BonD will give its dealers FREE of Charge the most
. dramatic and compelling Window Display material
it has ever put out!

7 BOND will give its dealers another irresistible magnet
. which will draw millions of people into their stores!

BonD will introduce two vitally new and different
8. features in its line of Flashlights and offer special
advantages to all dealers handling BonD Radio Batteries
and Tubes!

BOND will focus the entire force of its Fall Campaign
. upon its dealers to speed up sales and increase their
store traffic!

Everything’s Set for a Record-Smashing Drive

LET'S GO

BOND ELECTRIC CORP., Jersey City. N. J.

Gentlemen:

BOND ELECTRIC CORP

JERSEY CITY, N. J.

Chicago San Francisco Kansas City

can derive the greatest benefir from it.

Nane

Please send us full information about the $15.000 BOND
“PICTURE PUZZLE " CONTEST and the way in which we

Mokers of Radio “'A’, B’ and “C’ Batteries,

Storage and Dry Batteries, High-Vacuum Radio e

Tubes, Flashlights and Mono-Cells.

City

49
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Two Things
Sylvania Dealers el
Won'’t Worry Abouts » <=

Every Sylvania Dealer will get all the tubes he needs.
Yet Sylvania Tubes won’t be dumped on the bargain
counters.

Throw those two worries out!

Plenty of Sylvania Tubes of Sylvania Excellence to
go ‘round. But not to go 'round the corner to the
push-cart store.

See our exhibit at the
Sixth Annual Radio
. . . o World’s Fair., New
For we still insist on fifteen tests of every Sylvania Madison S, Garden
Tube. And tubes that don’t make good go into the N. Y. Sepr. 23.28,

scrap heap. Inc. Booth 7, Sec. V.

Ask a Sylvania Jobber about Sylvania Tubes. But get
the first hand facts from some Sylvania dealer.

SYLVANIA PRODUCTS COMPANY
EMPORIUM, PENNSYLVANIA

7 RADIO TUBES

Licensed Under RCA Patents
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O. H. CALDWELL.

Retailin

he Business Magazine of the Radio Industry

ESTABLISHED 1925

“Radio’s B
Gy,

season—for the radio public, the radio
industry, and the radio trade. With
September, the curtain rises on an unparalleled
combination of circumstances favorable to

radio business.

:, LL signs point to great things ahead, this

1. The Public is Receptive to radio as
never before. It has full confidence in today’s
sets, and wants the latest and best.

2. Wonderful Broadcasting is Ahead.
Regular programs will be better than ever,
more headliners and feature events will be on
the air, sports and national occasions will com-
pel attention, and, capping the whole, a series
of trans-oceanic programs from Europe and
from the South Pole, is assured this season.

3. The Potential Audience for radio

is now doubled. The system of “cleared”
broadcasting channels instituted late last sea-
son by the Washington authorities insures that
every village and cross-roads, every farm house,
ranch home and island dwelling will this Fall
be reached with a choice of good programs.
Every home, every farm, is today a prospect

for radio sales.
* * *

UT selling must start early this season.
And it must go on vigorously every minute

of the working day, if the radio trade is to take
advantage of the opportunity before it.

Sales volumes must go up, if last year’s dollar
totals are to be repeated—for individual sales
this season will be conducted at lower unit

prices in the popular lines.

Radio Retailing, September, 1929

Sales volumes must go up, also if the produc-
tion schedules of optimistic manufacturers are
to be absorbed by healthy selling.

Wise manufacturers will, of course, guide
their production orders by sales results, even in
this favorable year, and undoubtedly, plans
laid last spring for an output of some 6,000
sets this season, will be modified in the direction
of a normal increase over last year’s actual sales
figure of 2,600,000 sets.

* * *

ROM now on, the situation is in the dealer’s
own hands. He will have to SELL as he
has never sold before.

He will have to scour his territory for pros-
pects and go after every prospect in sight. He
will need to institute aggressive telephone can-
vassing and house-to-house specialty sales
methods. He must give home demonstrations.
He must advertise. He must tie in his own
local publicity with national campaigns. He
must make his show windows and his store in-
terior become effective tools in his campaign.
And having landed his customer, and collected
his money, that customer must them become the
center of a new series of campaigns to equip the
customer’s friends with up-to-date radio sets.

Moreover, every man and woman on the
dealer’s payroll must this season become im-
bued with the sales purpose—service men and
delivery drivers, as well as floor sales people
and office employees. Each can help produce
prospects or sales.

Every ounce of man power, every last degree
of sales purpose will be needed between now
and Christmas to fulfill the 1929 radio oppor-
tunity, and make this “Radio’s Big Year.”
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109 Radio Merchants Answer the Question—
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“lror that business malady ‘incompetence, 1
can prescribe relentlessly. More rigorous dosages
of facts; particularly of that carefully com-
pounded, wonder-working pair of concoctions—
market surveys and cost analyses.

“Again and again studies of the reasons for the
success of individual Dbusiness enlerprises have
proved that thorough exasinaiion of all available
data as to the actual cost of doing business, item
by item, and as to the specific sonrces of profit,
develop the wmost potent weapons against com-
mercial weaknesses. A masiery of all of the
facts on any given retailing problem generates
self-rveliance, stimulates true competence — and
competence s the most effective offensive in com-

HE “returns” are in on Radio Retailing’s study
of the costs of selling radio at retail. This research
was conducted in conjunction with the Federated

Radio Trade Association and the National Association of
Music Merchants. It makes mighty interesting reading.
. 3 Seven thousand confidential questionnaires were mailed
bating comlg””'m{. T P s to selected lists of merchants in every state in the
. de”(l:‘;SInn1eer’Ee" Solstant Sestgt Union. These retailers were asked basic questions as

to their business experience in 1928 From the mass
of returns there has been compiled the vital statistics

52 Radio Retailing, September, 1929



of Selling Costs?

PART I of a serzes of analytical studies of retail-
/ | ing expenses and management based on a

By
S. J. Ryan

of 109 typical retail radio operations. These range from
the little “side line” business of $900 to those exceeding
$400,000. Their total was $7,214.009. Scattered geo-
graphically, as they are, they present a splendid cross
section picture of conditions as they actually exist in
the radio retail trade. They cover all types of outlets,
specialty, music, hardware, furniture, department store
and central station.

What is the actual cost to the radio merchant of the
merchandise he sells? How does gross volume affect
this cost? Has the “big” dealer a greater margin ad-
vantage than the little fellow? How much does the
man doing a $50,000 business pay out in salaries? The
fellow that does $200.000?7 What percentage of radio
is sold in the store? How much outside? Which method
is more costly?

These, and other questions equally important, no man
living has been able to answer conclusively—but in this,
and succeeding issues, we will present facts which will
serve as a basis for deductions probably as accurate as
anywhere obtainable.

Raodio Retailing, September, 1929

joint survey of the industry conducted by

this magazine, the Federated Radio

Trade Association and the National
Association of Music Merchants.

To other retailers of radio products these facts offer
a definite standard of comparison by which they may
measure their own operations. To the wholesaler and
the manufacturer they suggest means for being of
greatest service to their customers.

Tn this issue we present group figures on sales volumes,
the cost of merchandise sold, gross operating margins,
costs of selling and administration (the largest single
factor in the cost of doing business) and the percentage
of inside and outside sales and their relative costs.

You A DIRECTOR

Now let us suppose, Mr. Reader, that these 109 stores
compose the Retail Radio Company. Assume that you
are a member of its board of directors and that the
operating statement of these stores, in detail and in
total, is before the Board for its consideration.

You will find that some of the stores have made a
profit and that others have incurred a loss; some show
a balanced operation but the majority alternate strength
and weakness. After a study and discussion of these
figures would you not set up standards of operation
hased on the revealed facts? That is the purpose of
this survey.

The $7,214,009 of radio sold last year by these 109
stores cost $4,492,661, or 62.3 per cent. This left a gross
operating margin of 37.7 per cent. Out of this latter
amount all expenses had to be paid.

There is a lot of talk about discounts in the radio field,
but in retailing the discount is just the starting point.
Obviously these merchants received a larger discount
than 37.7 per cent on their purchases because they real-
ized that amount on what they sold.

The cost of merchandise sold was arrived at by putting
down the amount of inventory at cost at the beginning of
the year, adding to this the amount of purchase at cost
during the year and subtracting the inventory at cost
at the end of the year. The cost of merchandise is an
unvarying factor, but retail prices are not necessarily
so as we all know to our sorrow.

Various factors naturally operate to increase the cost

33



of merchandise sold and reduce gross margin available.
For example, these inventories include all trade-ins. It
is a common practice to sell trade-ins at the allowance
price—its cost to you—plus reconditioning expense
(when vou can get it). Such merchandise is sold at a
loss of course. Likewise you might buy a set at a dis-
count of 50 per cent from list and eventually sell it at
a discount of 25 per cent from the list to get rid of it,
and be doing a smart merchandising job to get it off your
hands. But your margin on sale is then only 334 per
cent. It has even been known to happen that the manu-
facturer has reduced the list price while you still have
merchandise at the old list in stock. The cost hasn’t
changed however. All this runs up the cost of selling.

Do the larger stores have a greater gross margin upon
which to operate than the smaller ones? Yes. Twenty-
two stores doing a volume of $100,000 or over and with
total sales of $4,194,760 show a gross margin of $1,642,-
431 or 39.2 per cent. Twenty-five stores with volumes
ranging from $50,000 up to $100,000, whose total sales
volume amounted to $1,726,829, had a gross margin
of $629,577 or 364 per cent. Sixty-two stores with
volumes ranging from $900
up to $50,000 sold $1,292.-
420 of radio last year and
retained a gross margin of

$449,340 or 35.5 per cent. 49 fAnnual
Here is a progreSSive de- 22 $100,000 or over.......
cline in gross margins by 25 $50.000 to $100.000. . ..

groups, but while it is quite 62
probable the larger stores o9
received somewhat larger
initial discounts, that would
not necessarily account for
the larger gross margins on

merchandise sold. Possibly

they merchandised their No.of  Annual
businesses better. We can  Stores  Folume
find out a bit more ahout g% g;googgo“‘,"s‘,’gg'm ''''''''
that when we see their 62 $900 to $50,000. .. .. ..

stock-turnover figures and -

detailed operating costs.

Naturally there are vio-
lent fluctuations in gross
margins in the individual
stores in each group. Group A with an average gross
margin of 39.2 per cent, shows variances from a low
of 26.5 per cent to a high of 43.9 per cent; group B
(average 36.4 per cent) runs from 17.7 per cent (ouch!)
to 43.2 per cent; group C from 18.7 per cent to 44.1 per
cent, with an average of 35.5 per cent. As stated, the
gross margin for the 109 stores was 37.7 per cent.
This is not a had showing.

Does it cost the large radio storc less for salaries in
proportion to sales than the small one? No! Before
giving the explanatory figures by groups I might mention
that while our questionnaire requested two sets of figures
on this expense, sales clerk hire (including delivery and
supplies) and administrative expense (including manage-
ment and office salaries and supplies) we found that in
the small business these expenses were not usually
segregated. Frequently the owner or manager devoted
part of his time to selling, etc. For purposes of com-
parison therefore we have grouped all selling and ad-
ministrative salaries and supplies. Detailed figures, where
furnished, will appear in the individual tabulations in
the October issue.

It cost the 22 stores in Group A 17.7 per cent for
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Comparison of Gross Margins by
Amount of Business

$900 to $50.000........

Gross margins decline as volume decreases.

Comparison of Sales and Administration Expenses

The smaller store has a slight advantage with respect
lo the cost of selling and administration.

selling and administrative expense last year; the 25 stores
in group B paid 17.6 per cent and 62 stores in group C
got by with 15.1 per cent. There were the usual varia-
tions in the individual operations, of course, but averages
are pretty good indexes in a list as widely scattered as
this one. The cost to the 109 stores was just under
17.2 per cent. This figure, by the way, compares very
favorably indeed with other lines of retailing.

Is more radio sold today imside the store or out?
In this group of 109 stores the volume ran about 60
per cent inside and 40 per cent outside. We say “about”
because it all depends upon the definition of outside
selling. A great many dealers did not answer our inquiry
upon this point because they were undoubtedly uncertain
in their own minds. For the purposes of this survey
we define outside selling as sales made on “cold-canvass”
or leads by outside crews. A sale closed on a home
demonstration which originated by the customer coming
into the store and selecting a set, subject to a satisfactory
demonstration in the home, is classified as an inside
sale. It is unfortunate we could not secure more
extensive information on this point but there is no
question that the percentage
of outside selling has in-
creased since Radio Retail-
tng’s survey of 1925.

:Z,‘,’fff A(;,:(,';':',, (f),,,,r, Is outside selling respon-
$4.194.760 $1.642.431 39 2 sible for the larger volumes
1,726,829 629.577 364 of bigger stores?

U SHRID 0 In order to arrive at the
$7.214.009 $2.721.348 Ty relative costs of inside and

outside selling we divided
the stores into five groups.
and we will answer the
above question in that man-
ner. The largest group vol-

Percentage for ume was done by the stores

Sales and Administration

5 whose sales were 65 to
o 17 6 80 per cent outside; the
o 15.1 second largest group volume
% by stores whose sales were

90 to 100 per cent inside.
the third largest volume by
stores whose sales were 65
to 80 per cent inside; the
fourth by stores whose sales were fifty-fifty and the
smallest group volume of stores reporting by those whose
sales were 90 to 100 per cent outside. :

Another angle: The ysales of the two groups. 65 to 80
per cent outside and 90 to 100 per cent outsidc were very
slightly larger than the two respective groups of fnside
selling stores. The fifty-fifty group held the balance
of power. We found, however, that some merchants
classified as outside sales all sales closed outside the store.

OuUTSIDE SELLING

Is outside selling more costly or does the increased
volume reduce the percentage so it 1is comparable with
inside selling costs?

We will go back to the groups again for our answer.
Please bear in mind these figures are total salaries and
supplies, in order to get an accurate comparison with
all sizes of stores.

The group of stores doing 65 to 80 per cent of inside
selling had the lowest expense, namely 13.9 per cent;
the next lowest was the 50/50 group with 14.5 per
cent; then followed the 90 to 100 per cent outside group

(Please turn to page 92)
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’ “]hat a W;’nter for Radi().

Coming ‘‘Epochs of the Air’’
That will Boom Business

in attention and entertainment
value anything heretofore heard!”

That’s the hoil-down of the opinions
of top-executives with the National
Broadcasting Company, Columbia and
American chains, concerning their plans
for Fall and Winter air events, as per-
sonally stated to a representative of this
magazine.

Master programs will mean a greater
public interest in radio—and more busi-
ness for the alert dealer. Plan to turn
every outstanding broadcasting event into
dollars during the coming season.

Space permits only the briefest outline
of just a few of the “high light” epochal
events scheduled for the coming months.
Here they are:

Trans-oceanic  Broadcasting — Just
around the corner. Tentatively scheduled for October.
during the celebration, by the electrical industry. of
Light’s Golden Jubilee. National hook-up. Some of the
most noted personages of the old world will speak.
Interchange of programs between U. S. and Germanv to
begin immediately, according to
official release from NBC.

Entertainment — The appear-
ance of Sir Harry Lauder the
other night, over a special NBC
chain, is indicative of the head-
liners that will he signed for
1929-30. Others are: Mr. and
Mrs. Sketches, by Briggs (Gray-
bar Hour, Columbia); Para-
mount-Publix Hour. Para-
mount artists will be available
for chain programs (Columbia)
and for local stations; A “bigger
and Dbetter” General Motors
Family Hour (NBC); Bruns-
wick Recording Artists (Colum-
bia)—this company also will
run feature programs during the
“off” or demonstration hours;

¢ PROGRAMS that will far surpass

Str Harry Lauder is one of the

latest notables to be signed up for

the super-entertainment of the
radio listener.
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Floyd Gibbons and staff broadcasting the arrival of the Graf Zeppelin.
A special portable transmitter and a mobile, 30-foot antenna was used.
This illustrates how every effort is bcmg used to provide the American
public with unique air entertainment.

“RKO Radio Hour,” Radio-Keith-Orpheum over NBC
chain every Tuesday at 10:30 a.m. Also RKO weekly
matinee Thursdays at five.

Educational—“Timely Topics,” N. Y. Herald (NBC):
National Farm and Home Hour, Dept. of Agriculture,
31 stations; rapid extension of radio in the schools (see
article in this issue) ; the “Byrd Tests,” from the bottom
of the World: analysis of International Events by Dr.
Julius Klein, and Col. Lindbergh, who will talk for
the Ohio School of the Air. ’

Of Special Interest to W omen—The National
Woman’s Party weekly talks to women.

Promotional—The creation of a foundation to
“stimulate program artistry and focus public attention
on radio stations, chains, and artists presenting worth-
while broadcasts,” by the Freed-Eisemann Radio Cor-
poration ; the Atwater Kent Auditions.

Bringing Radio, Stage and Screen Together—As a
result of recent mergers between broadcasting corpora-
tions, theatrical interests and Hollywood magnates, radio
set users, this winter, will have the pleasure of hearing
such celebrities as: Clara Bow, Nancy Carroll, Ruth
Chatterton, Maurice Chevalier, Dennis King, Evelyn
Brent, William Powell, Richard Arlen, George Bancroft,
Charles (Buddy) Rogers, Gary Cooper, Gertrude Law-
rence, Hal Skelly, Charles Ruggles, Helen Morgan,
Eddie Cantor and Rudy Vallee.

Due to this same reason outstandmg musmal talent,
formerly unavailable, will now be “on the air.’

L
L




elling 74¢ FARMER

2

W hy Jerry Taylor
Sold 400 Farm Sets in 30 Months

. Allotted territory based on produc-
tiveness. '

2. Remuneration plan that “clicked”.

3. Picked men who understood the
farmer.

4. Demanded daily reports and strict
discipline.

S. Not afraid of the mail order houses.

[y

territorial planning plus certain clear-cut control

policies, according to Jerry Taylor, of the Kipp
Music Company, Manhattan, Kansas. Based on an ac-
tive experience of 30 months of intensive merchandising,
during which period he sold 400 bhattery-operated radio
receivers, Taylor advocates the application of “the rule
of 4” to this problem.

“Four district representatives, each operating in 400
square miles of territory can cover a total market of
approximately 4,000 farm houses,” he declares. In Kan-
sas there is an average of 2.5 well-to-do farmers per
square mile.

Carrying this rule a step further, he advocates an
objective of four calls per day. If this latter plan is
faithfully practiced sales will average not less than two
a week.

When this simple formula is put up to a likely rural
representative it becomes, he says, a comparatively easy
matter to obtain, and retain, the right type of men for
this work.

SELLING the farmer boils down to a question of

CoNTROL ESSENTIAL

But division of territory is simply the beginning. The
real nub of successful farm operation, it appears, lies in
the proper formulation and rigid application of certain
definite sales policies—best presented by a description of
what Taylor actually did.

He hired men who were “farm minded.” They talked
like farmers and dressed like them they knew the far-
mer’s problems—in truth, they were farmers to all in-
tents and purposes, but they were not afraid to apply a
little high-pressure stuff if the prospect was a good risk.

He paid these men 15 per cent on all original rural
orders.

His contract with these men provided that they must
own and operate their own cars and attend to all deliv-
eries, installations and minor servicing requests as well
as assuming half the loss on any trade-in transactionus or
bad accounts. He sugared this pill, however, by an ar-
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rangement whereby half of the $5 aerial equipment and
installation charge found its way into the salesman’s
pocket. Furthermore, as was no more than fair, the
salesman shared equally in the profits from trade-in
resales.

Sharply at 9 o'clock every morning, each representative
was required to report in person or by telephone.

A liberal portion of each man’s sales training was
devoted to meeting that bug-a-boo. mail-order house com-
petition. Taylor saw to it that his men were supplied
with mail-order catalogs—and that they could quote on
a set whose value was commensurate with the product
offered by this tyvpe of competition. Commensurate
value, in this instance, meant personal service and bat-
tery-charging facilities as well. As soon as the farmer’s
interest was sufficiently aroused and he was convinced
that the Kipp Music Company could more than meet
the mail-order or chain-store proposition, an effort was
made to sell him a Dbetter grade outfit. During 1928,
the average price for a complete installation, including
storage battery, was $136.
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by the Rule of 4

4 Sa/e.rmen

CutTiNG SERvVICING CoSTS

Another point that was emphasized
during this training period was to sell
the user on the wisdom of bringing
in his battery for recharging at least
every three weeks.

“Such a policy,” states Mr. Taylor,
“not only insures satisfactory service
but it gives me an opportunity to nip
service troubles in the bud. To en-
courage this practice, we charge the
battery the first time free. After
that the price is fifty cents. A full
battery and frequent store contacts
with customers will reduce service
calls 70 per cent. It is an easy matter to prove that a
storage-battery equipment for the A circuit is not only
best but costs less in the long run.”

Visualizing the unusually potent value of good will
advertising among those whose social life is as neigh-
borly as that of the farmer, Taylor keeps his customers’
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40 Mz'/e.r -Square
40 O Radz'o Sa/e.r
4000 F armer P rospects

sets in efficient operating condition
during the -tmmer months. For the
pasi two yecrs he has paid a rural
represcntative a moderate drawing
account to contact users from June
to September. The leads acquired
because of this special service were
turned into sales during September
and October and more than repaid
him for seeing to it that the sets were
kept operative during the off season.

It has been stated thar Taylor’s
profit from rural selling was equiva-
lent to that from a like amount of city
business. He attributes
this to the preceding
policies and also to the
fact that many farmers
want good sets and gen-
erally complete their
time payment obliga-
tions within four
months from date of
purchase. As he checks
each risk with the local
bank before delivering
the material his losses
have been less than one
per cent.

“Keep your eye on
the farm market,” he
declares. “With t he
coming of high effi-
ciency tubes and bat-
teries it won’'t be long
now hefore this business will be classed, by an increasing
number of dealers, as one of their best bets.”

The prophetic wisdom of this observation is verified
by news, elsewhere in this issue, of sets especially suited
to farm requirements, and by the changing attitude
of many dealers toward the ruralite.
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Max SHORE,

the motivator of
this idea.

Gross sales, since Radio Vision’s incorpora-
tion, are from 20 to 40 per cent greater than
the combined business of its twenty-three
dealer members for the corresponding months

of 1928. Here are the 1929 figures:

February ... ... .. ... .. .. $111,503
March ....... ... .. ... ... 158,441
April ... ... ... .. ... 156,783
May ..... ... .. ... ... .... 192,778
June .. ... ... .. 158,000
Jolk? rerny a=worn. 4. =ar 143,900

et al e e, $921,405

Note the consisient gains,
despite the hot weather.

Look them over! Square
jawed business men; linked
together they are proving
the profitableness of the
adage: “United we stand.”

Meeting

the Challenge

and, being fore-minded, met chain store competi-

tion. In doing so he (ripled net profits, not
alone for himself but for 24 associated retailers of
radio equipment.

It is the story of how these 25 merchants pooled
their assets and their liabilities, formed a co-operative
company and, from date of organization, February 9.
1929, to August 1, (six months), grossed $921,405
and showed a net profit, after taxes, of close to $148,000.

It is, in brief, the story of a new type of “merger”
merchandising operation whose success to date has
exceeded the most optimistic expectations of its
founders.

The concern is the Radio-Vision Stores, lnc., and
the location, Chicago, Il

Max Shore, president of this corporation, and
the originator of the project, for fifteen years
has been recognized as a leading radio-music
merchant. He is a self-made man in
every sense of these words—a product
of Halsted Street. He also is a
consistent advocate of ethical
trade practices.

“Why should 1 wait
untit chain store
double - truck ad-
vertising and
chain store
methods

THIS is the story of a dealer who looked ahead—

put me
inthered ?”
declared the
irrepressible
“Max” to the writer.
“So one day this Janu-
ary 1 was thinking about
these matters,” (Mr. Shore
long ago formed the habit of
taking time off for thinking occa-
sionally), ‘“you know, combines, new
chains being organized, and I said to myself,
‘Why can’t a number of dealers get together
and da some of the things these other hoys are
doing? So T called a meeting of nine of my successful
dealer friends—and that’s how it started.”

Note that Mr. Shore said, “successful” dealers.
Herein lies one of the chief reasons for the amazing
results which Radio-Vision Stores, Inc., is obtaining.
Only successful retailers were approached—established,
“seasoned” prosperous merchandisers. There is not a
“weak sister” in the organization. The idea blossomed
January tenth. By February ninth the businesses of all
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How 25 Chicago dealers, through co-operative
action, are cutting costs and increasing net profits.

of the

By
Ray V. Sutliffe

25 dealers
selected by
common consent
of the original nine,
had been audited and
appraised by a firm of ex-
pert accountants; 78,000 shares
of stock had been issued, pro-rata
according to assets, and Radio-Vision
Stores, Inc., was a going concern. This
capitalization of $1,560,000 represents ap-
proximately the net worth of the business.

The speed with which this unfamiliar task was
accomplished is irdicative of the interest manifested
n it.

The Essence of the Plan

The plan, in brief, was to form a corporation for
the purpose of taking over and operating the existing
independent businesses of its originators. The nubbin
of this plan was the fact that the net worth of the
stores taken over was the only consideration for which
stock was issued—promotional profits constituted no
part or purpose of this new set-up. No associated
dealer has received stock for anything other than actual
assets contributed to the common pool. Furthermore,
no stores whose business might be classed as a liability
rather than an asset, were included.

The plan of operation centralizes the functions of
buying, accounting, credit
and collections, advertis-

of
held.
customary cor -
poration ofhcers

and seven additional
directors are elected by
the stockholders. To date the

25 store managers and those
officers of the company, serving in
executive capacities at the headquarters

place of business, are the only stockholders.

Max Shore was unanimously elected president
at the first meeting of the stockholders—a tribute to
his character, and to his business ability and leadership.

stock
The

The Advertising Angle

This activity had its inception in the realization, by
Mr. Shore and his associates, of their growing in-
ability, as individual dealers, to cope with advertising
conditions and with chain store competition in the
Chicago area.

“Advertising space within the budget of a single
dealer no longer was paying its way,” Mr. Shore ex-
plained. “Prominent displays were necessary in order
to meet the ‘copy spreads’ of competitors enjoying city-
wide distribution outlets.”

In this respect, under the new alignment, Radio-
Vision Stores has been most successiul. Its present
publicity budget of $3,800 a month, plus manufacturers’
allowances of at least an equal amount, permits the
weekly insertion of full page advertisements in both
morning and evening newspapers, and, because it now
has a resale outlet in a majority of the trade centers
throughout the greater Chicago district, it is in a
position to cash in on the pulling power of its dominant
copy. Incidentally, this sum is approximately 30 per
cent less than was the aggregate of the individual
expenditures of these 25 dealers prior to their recent
affiliation—and the inquiries, per store, have been twice
as heavy.

The present copy features one set at a time, and
carries the signature of all stores. The name “Radio-
Vision Stores,” is prominently displayed.

As a matter of fact increased advertising efficiency,
although substantial, represented but a small part of the

benefits of co-operative re-

ing, service and ware-
housing. The store owner
who, in the past, has spent
much of his time buying,
supervising service, deal-
ing with his advertising
problems, trying to get
credit and make collec-
tions, can now devote most
of his time to the all-im-
portant matter of selling.

tailing.
Each store manager
and stockholder, for-

merly the store owner,
because of the inter-
competitive nature of his
new task—sales and earn-
ings for each store being
reported and commented
on at the monthly meet-
ings of stockholders—was
put on his mettle. It was,

Voting power is based
on the number of shares
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Headquarters store and office on Jackson Ave. to

and is, distinctly up to him
increase promotional
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efforts and to submit favorable earnings reports to his
fellow partners.

Furthermore, his immediate personal income is based
on 124 per cent of net profits for his branch, as well
as 2 per cent of his gross sales. He also participates,
of course, in dividend earnings.

Here, then, we find ,a clearly defined quadruple
incentive for managerial efficiency—and a distinct safe-
guard against petty jealousy or self-seeking. The latter
have wrecked many previous ventures of this nature,
and the former (managerial efficiency) is one of the
weak spots of the closely held chain store companies.

Other material economies which have developed in
connection with this aptly-named “Vision” plan are
found in the operation of the buying, stockkeeping,
accounting, credit, and service departments. These
will be fully covered further on in this article.

The Mechanics of R-V

But what of the mechanics of such an original
venture ?

How was this
capital ?

How were the “insurmountable” obstacles overcome ?

Why is this activity, which was declared by many
as “doomed to failure,” earning almost twenty per cent
on gross sales?

The first step was to appraise, equitably, the true
worth of each individual retail concern. Accounts
receivable were listed at face value, collection losses to
be charged back to the dealer. Liabilities were assumed
by the new corporation and subtracted from the assets
of the petitioner. Merchandise, fixtures, equipment and
supplies were valuated—hy the expert accountants,
mutually agreed upon—at current worth. Good will
was appraised at the estimated normal increase of busi-
ness for a period of one vear from date. These factors,
therefore, were held within moderate limits.

So far current assets, plus routine bank borrowings,
have been sufficient to finance the organizational ex-
penses and the opening of executive and warehouse
headquarters at 618 West Jackson Boulevard.

Another reason for this accomplishment is that, under
the central warehouse plan. only “sample” stocks are
maintained in the stores. As the total warehouse stock
is less than half the former total, this rearrangement
released a considerable amount of stock which did not
have to be replaced. Duplicate equipment, particularly
automobiles, also was liquidated.

“But Max, you'll never in the world get twenty
successful dealers to submerge their store identities and
turn over their business to a Board of Directors. They
just simply won’t pull together,” said many of his
sincere friends.

The answer is that they did, and still are.

They did because, like Max, they thought they saw
an answer to the problem of the little dealer in the
big city. They are because they were picked in advance
as tried and true team men—fellows big enough to
sink petty motives for the commonweal.

‘

‘put over” without one cent of outside

Increased Volume and Startling Economies
Through the R-V Plan
The answer to the last of these four questions, the
tripling of net earnings, will be found in the sum total
of the following facts, the first three of which have
been explained:
Dominant publicity, tied to 25 local distribution
points, tripled the worth of each advertising dollar.
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Friendly, inter-organizational, competition between
store managers—former owners who now can devote
their entire time to selling—have markedly improved
sales.

Total inventories materially reduced.
are twice last year's averages.

Discounts somewhat better due to volume buys and
discounting of invoices.

An expert accountant and credit manager holds
“leaks” and collection losses to a minimum.

Last, but not least, a central service and delivery
department have made possible a 70 per cent saving
in these major activities.

Stock turns

Operation Economies

Unusual economies have been effected in operation. The plan
of centralizing the administrative functions of these 25 stores
means fewer employees to each outlet, and these for selling pur-
poses only. Direct overhead averaged 18.44 per cent for the
first three months of operation. This includes rent, heat, light,
salaries and commissions. Warehousing, deliveries, advertising
and other general administration expenses were estimated by Mr.
Shore at 11 per cent; or a total overhead slightly under 30
per cent.

Servicing costs, in particular, have shown striking reductions.
Whereas, these dealers formerly required 80 to 90 service men,
18 now handle the total requirements of 25 stores quicker and
more satisfactorily than did the eighty. Live Chicago dealers
sell radio sets to persons located miles from the buying point.
Consequently their servicers must spend time and money cover-
ing their farflung calls.

Centralized service solved this difficulty. Under the “Vision”
plan the city is divided into 18 service zones. €alls are received
and dispatched at the main office. Each service man has his own
accessible territory, and now can cover it without undue loss
of time.

Buying Economies

Naturally certain purchasing economies, inherent in the buying
capacity of a 25 store unit, are possible. While this pooled finan-
cial strength has placed much power in the hands of the execu-
tive in charge of purchases no effort to disregard the wholesaler,
on lines thnus distributed, has been made. Purchasing is through
the orderly channels already established. Obviously favorable
“buys” are often made—an inherent advantage of chain operation.

Again, the policy of Radio-Vision Stores is to maintain prices.
There will be special sales on obsolete merchandise, of course,
but the basic idea is to sell standard and accepted makes of radio
receivers at recommended prices.

Outside Selling Systematized

Systematic outside selling also has been made practical under
this plan. The company operates five sales trucks, with seven
men to a crew. These crews are scheduled, in advance, for a day
a week with each store manager. A crew reports at a store,
takes aboard 12 sets—and the local manager—and locates in a
district previously selected by the store manager. Before the
sun sets these 12 sets generally have been placed on demonstra-
tion. This process, however, is not merely a “shove-in" as the
wagon crews are paid their 73 per cent commission only when
the sale has been consummated. The crew manager and the local
man see to it that these sets are properly placed.

The follow-up and closing is left to the local store organiza-
tion. The store salesman gets 5 per cent if he makes the sale.

In our August issue, S. J. Ryan pointed to the growing menace
of the chain store and suggested that only through co-operative
action with fellow-dealers could the independent operator combat
certain economic factors which favor the chains. Ryan supported
his contention by quoting the following utterance of E. A.
Filene, internationally known economist and one of our greatest
merchants; - ,

“Individual ‘'merchants,” Mr. Filene declared, “can form them-
selves into associations which will perform all ‘the functions of
the present chain and still retain their individual ownership and
managemeht. Thus they can meet the chain menace at its weakest
point—for the average chain store manager does not have the
same personal interest in his business as does the individual
owner.,”*

Radio-Vision Stores, Inc., was conceived and executed without
the benefit of a prior knowledge of the economic philosophies of
the great Bostonian, but it is operating almost in exact accordance
with Mr. Filene’s theory.

Retailers without the industry, as well as within it, will follow
with keen interest the business fortunes of Mr. Shore and his
band of co-operators.
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told how the Dayton e

The Ballle Treek Enrairer, 207
THE EVENING NEWS

BATTLE CREEK, ICHIGAN, WEDNESDAY, SEFTEMBER 19 19%8

few exceptions each
participating dealer
reported a complete
“sell-out” of his im-

[owar avinnce wev
‘5:.“:.;:: 13,581

VRICE THREE CENTE

Radio Trade Asso-
ciation held a suc-
cessful exposition in
a hotel. Here’s an-
other idea, from Bat-
tle Creek, Mich., for
a local show. It is
based on the principle
that people want to
hear as well as see
the set and the deal-
er’s store 1s the logi-
cal place to stage a

“show week” exhihi- .
The Battle Creek Radio Association Is

tion. :
. Composed of the Following Dealers
The IOCZ).‘] radio as- Battle Creek Auto Electric Co. Roat Music Co.
el Central Electric Co. on
sociation, CO—OPCT‘at- GEE!;:‘; Wardip:{:rd\:eco.
ing with the leading e Whalen & Rice

Radio Equipment Co.

Wireless Equipment Co.

newspaper and sta-
tion WKBP, issued
a ten-page supple-
ment to the Evening
News. This special
insert announced
“Three Glorious
Nights for Radio.”
Explanatory copy
stated that all mem-
bers of the Battle
Creek Radio Asso-

V292, it

The Battle Creek Radio Assoc1at10n

Presents

Radio Nights in Battle Creek

Three Glorious Nights of Particular Interest to You
In Cooperation with

The Enquirer and News «d Station WKBP
Thursday, Friday and Saturday, Sept. 20, 21, 22

An Opportunity for you to visit Radio Dealers at their own stores and studios to see the latest that radio affords and to test
tome quality and convenience while WKBP, Battle Creek i bringing-you entertainment.

Your Home Dealers, Your Home Radio Station Seeking to Make Your Reception the Best Possible

mediate stock. Spot
sales averaged six
sets per store and
live prospects 27 per
store.

Quoting President
Hubbard: “The plan
got rid of the ‘drift-
ers” The dealers
served light refresh-
ments and some
gave the ladies flow-
ers for souvenirs.
The artists made per-
sonal appearances,
being systematically
routed from store to
store when not busy
at the studio. It
brought seriously in-
terested prospects
right to the point of
sale and at a total
expenditure of less
than $100 per
dealer.”

Because the special
l local broadcast pro-

grams were Spon-
| sored and financed

Over WKBP Bntﬂe Creek

THUMDA' TTO R M
Bruce Watkins' Orvhuﬂ’z and olher radio artists
onsnoon
Mol a n'u—VstnzStanBoul’
716,10 p. me_Chicago Nightingales
SATURDAY FORENOON
1010 11 m—Comedy Hour

7tol0p. m—Cosmo Orchesua znd other radio artists

ciation would hold
open-house the fol-
lowing Thursday,
Friday and Saturday
evenings. “An op-
portunity,” it contin-
ued, “for you to visit radio dealers and their stores and
hear specially arranged programs from our local station
without obligation or without being asked to buy.”

Cost BuTt $50 PER MEMBER

Each member contributed $50 to the jack-pot and also
dolled up his establishment. The common fund ($550)
covered the cost of the front page spread in the supple-
ment, the special talent for each of the three evenings
and the series of special broadcasts. In addition, each
dealer agreed to take not less than one quarter-page ad-
vertisement in the special edition. The newspaper co-
operated by providing suitable radio “filler” copy and
numerous news items explaining the proposition to the
public.

The local broadcasting station announced the coming
event by a series of short talks during the preceding
week.

The underlying object was to get the worthwhilers to
the store. In this it was signally successful. With but

i
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A special 10-page supplement. 1ssued by the local newspaper, was
the backbone of this idea.

by the dealers’ asso-
ciation, their schedul-
ing and character
was such as to be
ideally suited for
store reception and
Fine reproduction was the rule.

demonstration purposes.

UntFIED EFFORT AND “Rapio WEEK”

“The attraction value of unified effort,” concludes Mr.
Hubbard, “was obtained by the co-operative advertising
in the special supplement and by our store-to-store en-
tertainment tie-up. At the same time the individual ad-
vantage of being able to actually demonstrate the set in
one’s own store, and talk to prospects without the con-
fusion and distraction occasioned when a competitor is
exhibiting within earshot, persuades me that such a plan
is the answer to the problem of staging a radio show in
a medium sized city.”

With “Radio Week” in the immediate offing this plan
suggests itself as an admirable way for co-operatively
featuring this event locally. Write H. G. Erstrom, of the
Federated Radio Trade Association, 32 W. Randolph
St., Chicago, for special advertising and display materials.
These now are available for those who wish to tie-in with
National Radio Week, Sept. 23-28.
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Canvassing for

OR the past three years the George S. Adams Shop
Fat 222 King Street, ., Hamilton, Ont., has been

operating very profitably for its owner. Now
Hamilton has a population of 135,000 people and also
about 20 radio dealers.

To do a business of $115,000 with a 26 per cent over-
head in a situation of this kind-—and that’s what Adams
did last year—is to do an outstanding business. It means
that all told 500 radio sets were sold from this one radio-
music store. The way in which this was accomplished
is. vell worth consideration, so read on.

At the very start, Adams saw that to successfully sell
radio sets it was necessary to evolve some sure plan of
getting customers. The usual haphazard methods he
had seen did not look good to him. As a result of this
line of thought Adams decided that his plan of action

Street — (Picanre Daze 0/S/20 Ganvsesed by £- &, @

(Above) — Replica
of salesmen’s spe-
cial  form  from
which list is made.

(P,—om Pl v ]
-t

gE0 SADMS

HAMILTON,ONT.

ecerTion

(Above) — T hese
three things—give the

et Adams’ name over
g

—T hese service tickets sent after

Decalcomania, such as the
above, placed in the cabinet,
have advertising value.

the sale i1s completed

sincerity.
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ﬂqﬁ Service
é‘ fo]

blotters

a laugh, fill a practical need and

the customer as to the dealer’s

A good idea, plus unceasing
effort, has butlt up a $115,000
business for this Canadian
merchant.

would be to carry on a continual, methodical canvass of
the city. So he got himself a map of the city and then
proceeded to divide it into small workable sections. Next,
the latest city directory was obtained and the name of
every individual on every street jotted down, section by
section on special blanks, as illustrated. At the present
time one girl’s time is occupied continually doing this
and each morning the outside men receive a new group
of blanks with streets, house numbers and individual
names written on them. In the evening they turn in the
completed reports. By this means the city is being
combed theroughly all the time.

When these reports are handed in, signed by the sales-

.rL‘?-—“l—‘i‘ T T ;‘ i Eam men, the girl sorts them out and makes out a mailing list
l . ’ T:J il l(’\ r] from them. From this list a series of form letters are
‘ i if‘? | D) | sent out, signed by Adams personally. With these form
| Ig &; g\ letters are also sent handy blotters which have a message
| | | from Adams to the prospective customer and also some
! Jaffs ILe]q 1 A Ry, humorous reference to radio. Then later on a follow-up
! J,_ 34 e R | is made by telephone, if they have a telephone, and then
1 S M PR Pl TR by a personal call from the salesman. These follow-ups
e RN A B Sl e | have resulted in the majority of all sales made.
L —,[ st STIAL Sl Ten salesmen find enough work to keep them busy all
k= = Lo e the time, both with this outside work and hy taking their
i AN (O = G LR turns on the floor in the store. They are paid either a
o [ RAL i i o salary of from $20 to $30 a week,
AL AL S ; ool plus a 5 per cent commission on all
e i R B e e sales, or a straight commission of 10
o 4 0 | =1 e AD\O to 15 per cent. As a good deal of
i 11, A‘—“ vy R Adams’ business necessarily is done
Qu sf" on the time payment plan, all paper

i1s carried through a finance com-
pany which requires a 20 per cent
down payment.

Various other little schemes are
used which indicate the methodical
trend of mind that Adams has. For

SERVICE CERTIFICATE

THIS ENTITLES THE HOLDER TO ONE
SERVICE CALL (VALUE $1.00) AS APPLIED
TO RADIO SET BELOW DESCRIBED:-

do
prospect

G
(Right) MAKE

MODEL
NOT-GOOD AFTER.

THE GEO. S. ADAMS SHOP
PHONE REGENT 9016

SERIAL
impress
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Adams’ well-lighted and attractive window is located in Hamilton’s business center.

instance, as a set comes from the manufacturer in the
store, immediately after it is uncrated a small decalco-
mania bearing Adams’ name is placed within the cabinet
in some unconspicuous but yet not hidden place. On this
is printed Adams’ own serial number which corresponds
to the number of sets he has sold since he has been in
business. In other words, the first set that came into
his place is numbered 1 and so on up to date. This
number, together with the manufacturer’s serial number,
is then entered in a large book. The type of set is also
entered here.

If the set is sent out on demonstration this is at once
noted. If the set is brought back in the store, this is
also entered in the book. When the set is sold the own-
er's name is recorded and that page is finished. This
gives Adams a very valuable history of all the merchan-
dise that he has sold as well as the exact status of all sets
on hand. Not only that but it gives him an excellent
record of his customers and by going back over the pages
of this hook he can see whether or not they are again
to be potential customers for any additional equipment—
if their sets have become obsolete, or just what attention
they probably will need. The advertisements which
Adams runs in local newspapers are also rather unique
as at the bottom of each one is a little map of the section
of the city in which he is located.

He has found that this is very helpful in getting cus-
tomers acquainted with the fact that he is in a very
accessible downtown location.

Direct mail pieces are also sent out at intervals. This,
together with the sign board advertising and newspaper
ads, ahsorbs a $3,000 appropriation yearly.

Another very unique idea is the way in which free
service is given. After the sale has been completed and
the set installed, a short letter is sent inclosing five serv-
ice contract cards. This letter explains that each card
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is good for one service call. The make, model number
and serial number of the set is on each card. These are
good for one year. Adams finds that sending these out
after a sale is made impresses the customer and also
makes him wary about calling up for free service when
he sees he is using up the tickets. Adams employs three
service men practically all the time. They are paid an
average salary of $30 a week.

As far as trade-ins go no definite policy has been set
down, as circumstances alter cases. Each trade-in is con-
sidered entirely upon its own merits and factors such as
the time of season, class of people, condition of business,
etc., all have their effect.

Quite a few phonographs are taken in trade for radio
sets around this section of the country. These are sold
to immigrants, as it has been found that they will buy
these together with records in their own language.
Therefore this is a fairly good business not only from the
standpoint of getting rid of the old phonographs but of
establishing prospects for buying phonograph records.

A custom has also been established to give everyone
in the store a bonus at the end of each year depending
upon the amount of work: they--have -done and its im-
portance to the business. It has been found that this
is a most excellent way to keep them keenly interested
in the welfare of the company.

During the summer slump season this year, Adams
conceived the idea of offering a prize of a chest of silver
to the salesman who had the best sales record for the
months of April, May and June. This kept them all on
the jump and resulted in a very definite flattening out of
the sales curve. For instance, 60 sets were sold in April,
30 in May, 30 in June and in July they started going up,
ending at about 45. There is no reason why a similar
scheme cannot be used by other dealers every summer
in order to keep the sales force interested.
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Qere

By C. Grunsky"

are a number of things I would do differently.”
“What are they?” I asked, because I value the
opinion of this man. He is employed by the radio
department of a good sized store in a southwestern city
and has made a name for himself through several suc-
cessive seasons. He has been favorably mentioned hy
manufacturers and by customers who will buy from no
one else. He would, in fact, make a good retailer
himself. .

“I don’t mean to criticize the boss,” my salesman
hastened to add. “I think we have as enlightened a
policy on most things as any radio merchant in town.
But you can’t come in contact with customers day after
day without discovering several things which would make
it easier to sell them radio.

“I F T were the boss,” said the Star Salesman, “there

How KnxowLEDGE HELPS THE SALESMAN

“For instance,” lie went on, “take the matter of hiring
and maintaining the sales force. This undoubtedly has
more to do with the success of a radio enterprise than
any other one factor. My experience is that the store
with the enthusiastic active salesman is the store which
is making money. And yet how many radio merchants
really set about obtaining the right kind of man in the
first place and how many know how to keep him on his
toes after they get him? I think the department stores
are perhaps the worst offenders in this regard. To the
general store manager, the radio department is just an-
other division of his main problem and he sees no reason
for treating it differently. He looks upon radio sales-
men as being just another variety of clerks—to be
obtained in much the same way and to be compensated on
a scale comparable to the salary of the man in the knit
goods department. The result is that salesmen are
drawn from other fields with no background at all of
radio training. They carry out their work as order
takers, not salesmen in the best sense of the word.

“I do not believe that it is possible to overestimate
the importance of radio training for the salesman in
this field. By this I do not mean a two weeks’ course
of an hour or two evenings, but a thorough understand-
ing of the field comparable with an engineering training.
If a salesman has had such a thorough technical back-
ground he can examine any new set which comes on the
floor. study it a little and thereafter speak with authority
in regard to it.

“This does not imply that the salesman should address
his customers in technical language or bother them with
a discussion of the intricacies of design, but that he will
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show, unconsciously, that he understands what he is
talking about. The customer will soon acqguire a respect
for his opinion. The {act that the salesman understands
the new set will have great influence in bringing about
a sales.

“Let no one believe,” he went on to say, ‘“‘that the
public is as ignorant as it is painted. There are hun-
dreds of well posted fans who must be seld radio and
whose intelligent questions on the subject must be
answered if their respect is to be kept. Maoreover, these
fans are just the ones whose opinion is sought by their
friends and whose influence in bringing in later pros-
pects is most valuable. If the salesman is not in the
position to meet any inguiry without hesitation it counts
against him tremendously. On the other hand, the
enthusiasm of a real expert is contagious and makes sales
as nothing else can.

“Of course, not every man with technical training is
a good salesman, but if 1 were choosing men, I would
look for the salesman among the experts, rather than to
choose a good man with selling ability in another field
and hope to train him to understand radio. [ have seen
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mare than one of these star salesmen in other lines fall
down in radia.

Mvust BE PROPERLY REMUNERATED

“Another thing,” said my star salesman, “given a man
with the proper technical background, he must be paid
commensurately. In my opinion the commission basis is
the ideal method of recompensing salesmen—allow each
man to reap the full benefit of his labors. Yet I have
seen store after store attempt to build up a sales force
while economizing on the payroll. And when it became
apparent that by active effort a salesman could actually
earn a little more than the men in other departments of
the store, the commission was cut down.

“A satisfied salesman will devote his full enthusiasm
to the interest of his employer. If he feels underpaid,
on the other hand, he will be keeping one eye open for
other opportunities and will inevitably slight the finer
arts of salesmanship. In case a cheaper set does not
bring complete satisfaction, for instance, and must be
resold, the underpaid fellow will let it go to follow up
a new accounit. Here is a distinct loss to the store.
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The “STAR” salesman

passes on some Suggestions

gleaned from a firing line
experience.

“T believe also that a difference should be made be-
tween commissions allowed on sales originating in the
store and those on which the salesman discovers the
prospect himself on the outside and follows it up at the
expense of several calls.

“To be successful, in other words, I believe that the
radio department of large stores must be conducted
almost as a separate business. The radio instrument is
certainly the most highly specialized and probably the
most expensive individual item sold by the department
store.

DEPARTMENTAL CO-OPERATION

“Another thing, regular meetings between the service
and sales departments would, it seems to me, prove to
be of the utmost value. As always where the two are
kept separate (a good thing, in my opinion) there are
differences of opinion which arise.

“The salesman who feels that lack of attention on the
part of the service department has lost him the friend-
ship of a customer and gives the store a black eye from
which it is difficult to recover will feel better if he can
pass along his complaint and knows that something is
being done to remedey the fault. Again, the conditions
which the service man comes across in his experience
furnish the most valuable of lessons to the salesman.

“Absolute co-operation between all departments is
essential. More than once a sale has been endangered
by the failure of a credit department to act promptly or
by delays in delivery which make it impossible for the
salesman to make even the most reasonable promise with
any certainty that it will be carried out. And certainly
a little extra money spent upon a high class personnel
in the billing department would be worth the expense.
Nothing is so productive of ill-will as a mistake in a bill.
Here again, it would be good policy for the larger stores
to separate their radio department as much as possible
from the red tape of their other work so that the same
prompt action would be possible or in the case of the
small merchant to whom the sale of a radio set is a
real event.

SEGREGATE COMPLAINANTS

“The small retailer has the advantage in many respects,
it seems to me, but he too, I think, could profit by sepa-
rating his service and sales departments at least to the
point where the customer who came in with a complaint
and a request for service would not broach it on the
sales floor. Not only does such a disgruntled one take
the time of the salesmen, but he spreads his dissatisfaction
in all directions.

“Another thing which both the small merchant and
the large store can do is to size up the class of customers
in the neighborhood and carry stock appropriate to that
class of trade. Our own store, for instance, attracts the

(Please turn to page 92)
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ECAUSE of the unusual number of situations in

the retail radio business which can best be met by
co-operative action, many dealers are finding, through the
organization of a live local trade association, the answers
to such problems .as: credits, demonstrations, local inter-
ference, local broadcasting programs, grading and com-
pensating service men, shows, trade-in policies and terms.
For example:

Adopt Modern Accounting Methods

The intricacies of correct business accounting are
smoothed out for 35 participating members of the St.
Louis Radio Trade Association by its formulation of a
set of “standard” hookkeeping forms. The service and
advice of an expert accountant is available for this group.
Each member submits a monthly statement, on these
forms, to the association office. These reports are ana-
lyzed and compared for tlie purpose of locating losses
and checking excess expenditures.

Checks Credits Through Clearing House

The Columbus Radio Trade Association, Columbus.
Ohio, has an arrangement with the Ohio Bureau of
Credits whereby its members first secure a credit report
on all prospects whose standing is the least bit doubtful.
Naturally each retailer is supposed to assist the Bureau
by reporting each customer who has failed to live up to
the terms of his agreement. Repossessions and demon-
stration hounds also are reported.

Buy Air Time Together

A distributor in Wheeling, W. Va,, arranged with a
group of dealers for the co-operative purchase of weekly
“air time” from the local broadcasting station. Fach

participant is credited, in the announcements, on a pro-
rata basis.
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O-Opcrators

Merchandising Benefits Enjoyed by Dealers
Who are Solving Some of Their Problems
Through Local Trade Association Effort

Tulsa Holds “One-Day” Show

The worth of a radio show, conducted entirely through
the co-operative energy of local dealers, is demonstrated
by the successful culmination of an affair of this nature
recently held at Tulsa, Okla.

An elaborate 10-page radio supplement, issued by a
local newspaper, was credited as the main reason for an
attendance of 5,600 persons.

Two unique ideas distinguished this show. It was
open for three hours only—from 8 to 11 p.m. Thursday,
April twenty-fifth. Second, the exhihits were grouped
according to the make of sets and not by individual
dealers.

“These features,” declared M. L. Poundstone, secre-
tary-treasurer of the Tulsa Radio Dealers Association,
“insured a maximum of buying activity with a minimum
of lost time on the part of the exhibitors. The show was
more than self-supporting because we secured such a
large attendance with but a one-day overhead. Sales
were twice those of our last year’s affair.”

Charlestown Standardizes Trade Practices

While the dealers of Charlestown, W. Va., are not
officially organized, they meet frequently, and, through
co-operative action and sincerity of purpose, enforce the
following sales policies: a maximum trade-in allowance
of 7% per cent of the selling price on old phonographs or
battery operated sets; a ten per cent carrying charge
figured on the total quotation; ten dollars for an aerial
installation; a 30-day limit for free servicing.

“These rules,” states S. H. Galperin, one of the out-
standing radio dealers in the Mountaineer State, “have
practically doubled our net profit since we decided to put
them into effect. The results certainly prove its value
to all concerned.”
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WRTA Checkmates Adverse Legislation

The frequent introduction of ill-advised legislation,
proposed state laws directly inimical to the interests of
radio retailers. requires constant watching by the in-
dustry and hest can be fought by presenting a united
front.

Because a delegation of radio men, who appeared be-
fore the Radio Laws Committee at Madison, Wis., were
supported by practically every radio merchant in the
state the Wisconsin Radio Trade Association nullified
a proposal to levy a tax on radio sets and another vicious
piece of legislation which provided that the time-payment
purchaser could retain sufficient merchandise to cover his
or her financial interest in a purchase, the payments on
which had been defanlted. Tt secured the passage of a
bill exempting one radio set in every home from personal
property tax and of another with reference to serial
numbers.

Nationally, dealer-jobber associations have beén re-
quested, by the Radio Manufacturers Association, to
appoint key contact men to watch local legislation and to
support the latter’s efforts to prevent the passage of
adverse laws at Washington.

Kenosha Cleans Up Interference

The cleaning up of local interference calls particularly
for united action. Kenosha is but one of many examples
where dealers, who club together, are able to provide the
funds and equipment to locate and clear many cases of
sales destroying local interferences.

An expert, with an automobile and special apparatus,
spent three weeks in this Wisconsin city. With the as-
sistance of the lighting company, he ran down and
remedied 80 per cent of the cases reported.

Code of Ethics Booklet

Detroit dealers have issued a hooklet which sets forth
a suggested code of business ethics and recommended
trade practices. Cleveland also has taken steps to curb
unwise price cutting, terms and ‘“‘trial” offers.

Pacific Coast Has “Blue Book” of

Trade-in Allowances

Under the guidance of A. G. Farquharson, secretary of
the Pacific Coast Radio Trade Association, dealers are
provided with a *“'blue book” in which are listed all models
of well-known sets together with a suggested allowance
price. Monthly supplement sheets keep this valuable aid
to the trade-in problem up to date.

School and Ratings for Servicers

A co-operative movement, which has gained much
momentum among radio associations during the past
six months, is that of training, examining and grading
service men. This plan provides a check on actual ability,
it heightens the morale of the servicer and it strengthens
customer confidence in the dealer.

Through an arrangement with a reputable radio school,
whose training course and examination methods have
been approved by the local radio organization, service
men obtain special instruction at reasonable rates. Those
who feel that their technical knowledge is already suffi-
cient are required to take an examination and to obtain
a rating card.

Those who pass these oral and written tests are given
a card which not only identifies its owner as a graduate

Radio Retailing, September, 1929

servicer but serves as an official identification credential

. for the customer.

Chicago Organized for Defence

While the Midwest Radio Trade Association, Chicago,
is successfully carrying out many constructive policies, a
situation, savoring of “racketeering,” has banded together
over 300 of the most substantial dealers and wholesalers
in the Great Lakes city. A move to unionize service men
and dealers is successfully being fought. Midwest is
taking the offensive by examining and grading its mem-
bers' service men.

Tt is also utilizing the facilities of a local credit bureau
to check doubtful applicants for terms accommodations.

Although most of these ideas may be successfully applied by
any group of local dealers, greater benefits will follow if such
groups organize and affiliate with the national, dealer-distributor,
body. The Federated Radio Trade Association maintains perma-
nent offices at 32 West Randolph St., Chicago. * Executive-Secre-
tary, H. G. Erstrom, will gladly consult with any body of radio
dealers desiring detailed information relative to organization mat-
ters and the possibilities of success through co-operative effort.

Reveals the Demonstration Hounds

Demonstration “joy riders” are broadcast to the retail-
ers of Dayton, Ohio, by means of a simple.little card
which is filed with the secretary of the Merchants Asso-
ciation. Dayton Chamber of Commerce. If a dealer has
any doubts about the sincerity of a prospect’s demand
for a lengthy “trial” he phones the Chamber and ascer-
tains whether or not the man in question has been re-
ported by other dealers.

The success of this plan hinges on the care exercised
by each radio merchant in reporting all demonstration
hounds. To date it has cut cases of this nature fifty
per cent.

RADIO RETURN CARD

(Send this record to Chamber of Commeree)
We have today taken back a radio from

NAME HQMMIM?W‘)’ John T.

: Last '(Print. Mow't write) First
ADDRESS ... @% 5. Se. Jorce ST
Number Street
Date Installed ... .. 7—“‘“‘& . ;12‘9 et 47
Day Month Year
Date Removed ... Tu ’[’ 5,27 =

e e =
Remarks: Mf& N .‘ { "MMJ—-X'IM g o

T s fhf sz had Lo ‘z'm(. 7
Sign Here: ... /M‘ /(WM TN

besasseneee sensens teseesssessensanes sessnseeas sesssassessesssisttatesarasaisenrans

KEEP THIS CARD FOR YOUR RECORD

We have today taken back a radio from

NAME . v.,Hel",?"/". WAy 7;/”‘ 1=

Lastl (Print.” Don’t write) First

ADDRESs . @25 Yo .

Number

s
27 :

Date Installed | o AT LY : :
Month

Junt S 2
Day
Date Removed ... V“’é‘ Xl, '27

Remarks: A/’MM"’: % ‘:/ Tt}vf"ﬂb"’
ALl fod Jevn Eroad.

This card is the peg that pins Dayton demonstra-
tion “joy riders” to the masthead. One copy goes to
the association secretary, the other is retained by the
dealer. »
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To provide betier educational pro-
gramms for school clildren, such as
these, three agencies are hard at work.

O INVESTIGATE the pos-

sibilities of education by

radio, Secretary Wilbur, of
the Department of the Interior,
has appointed a special committee
of fourteen prominent educators
and radio personages. Its chair-
man is United States Commis-
sioner of Education, Wm. John
Cooper. Its radio members are:
Judge Ira E. Robinson, chairman
of the Federal Radio Conmission;
Merlin H. Aylesworth, National
Broadcasting Company; William
S. Paley, Columbia Broadcasting
System, and Miss Alice Keith,
Radio Corporation of America.

This committee will conduct a
thorough study of the present ap-
plication of broadcasting to educa-
tional usage and will make recom-
mendations to Secretary Wilbur
this December as to its future pos-
sibilities.

Another noteworthy effort to
extend the practical use of radio in the schools is that of
the Rural Education Department of the Teachers Col-
lege, Columbia University, New York City. There, un-
der the direction of Margaret Harrison, detailed “labora-
tory” studies of the use of radio receiving sets in rural
schoolliouses are now being conducted. These will be
practical rather than theoretical in nature.

The country schools co-operating in this study will be
notified regularly of the special educational programs
scheduled by national broadcasting systems or local sta-
tions. Thus the teachers will be able to fit these pro-
grams in their curriculum. A check will be made of the

equipment. For
conmmunication it
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programs used, the number of pu-
pils listening, the kind of recep-
tion, and of the many other prac-
tical problems involved.

“At the present time there are
eight million farm children en-
rolled in the one-teacher hamlet,
two-teacher or the consolidated
schools of the United States,” de-
clares Miss Harrison.

“These constitute practically
one-third of the totai public school
enrollment of the United States;
nearly one-half the public school
teachers are engaged in instructing
farm children.”

The third agency studying this
question is the Department of Edu-
cation, Cleveland, Ohio. After
two months of experience with the
radio as a factor in classroom in-
struction, the school officials of
Cleveland are beginning to draw
conclusions which promise to be
favorable to the continued and ex-
tended use of radio instruction there.

So impressed were the directors of the Radio Manu-
facturers Association with this idea, which has heen so
frequently advocated by Radio Retailing, that they
voted, at their August meeting, to extend the full and
active co-operation and resources of their organization to
Secretary Wilbur and to further the work of the Govern-
mental Advisory Committee on Education by Radio.

Live dealers will acquaint their local school boards
with these matters, and will sell them, now, complete
installations so that the children will not miss these
educational treats.

room-to-room
15 wnvaluable.
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A rtistic

-
Freatment
of Narrow Store

How it helps the Hancock Music
Company of Pasadena capture
the “carriage trade.”

O INSURE the creation of that all impor-

tant “first impression” Newton Hancock,
owner of the Hancock Music Company, Pasa-
dena, Calif., places an unusually ornate radio
set, grand piano, rug and formal reception
bench in the fore part of his store.

The demonstration rooms, which line the left
side of this quite narrow showroom, are fin-
ished in different Period styles.

An ornamental stairway leads to a series of
radio rooms on the second floor.

An electrically actuaed turntab e and
pick-up, mounted on  makagany table
end connected with a canhinaticn set.
serve the doultle purpose of recorc dem-
cnstrato- and of illustra-ing the musi-
cal merit of modern -acio-phoncgrapl
cabinets

The men behind the sets.

To further attract a quality clientele Han-
cock specializes in the building of cabinets to
order. He also caters to those wlio wish to
incorporate the radio chassis in some piece of
furniture already in their possession. This
service has found a decidedly responsive cord
from the well-to-do. The average price for
work of this former nature is well over $700.
While not every dealer is in a position to do
things of this nature, some special activity is
advisable, according to Hancock.
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radio dealer of San Francisco, has shown that the

period immediately following a radio show is apt
to be a quiet one from a sales standpoint. The public is
still confused as to the significance of what it has seen.
In consequence, this is a period of shopping, when people
come into the store and make inquiry, look at sets, listen
to demonstrations and sales talks—and then walk out
again,

Last year this concern determined to crystallize public
opinion, to turn shoppers into buyers without the usual
intermediary period of hesitation.

National “Radio Week™ was the peg chosen on which
to hang an intensive publicity campaign.

Plans were made to stage a week of events which
would call attention of the public to the store and which
would quicken sales. These plans included no policies
of reducing prices or offering special terms of any kind.
In fact, no inducement whatsoever was offered to cus-
tomers for buying that particular week. Addvertising may
be credited with the sole responsibility for having brought
them to the store and for having kept them there to buy.

The advertising took various forms. In the first place,
a conspicuous announcement was made in the Sunday
papers. This was followed by a daily bombardment of
small ads in all papers throughout the week. The first
announcement was one column in width and 20 inches
in length, while the teaser ads were of 2-inch dimensions
and said simply: “It is Radio Week at Schwabacher-
Frey.” Mr. Nash prefers the second or third page for
major advertisements rather than the radio page, feeling
that here competition is less and that news matter is a
better neighhor than the publicity stories which too often
make up alleged radio news. The small ads occurred at

l I VHE experience of the Schwabacher-Frey Company,
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intervals throughout the paper. no section being over-
looked, so that there were few readers. however casual,

who could fail to know that the week marked something
special in the radio line at Schwabacher-Frey.

N ADDITION, Nash effected some excellent tie-ins

with his manufacturer’s advertisements. Here, too,
the policy of this store is a little different from the ordi-
nary. Mr. Nash prefers to run his ad on a different
page from that on which the manufacturer's copy ap-
pears, using a cross-reference to stimulate interest. “For
further information about this instrument (or this line),”
runs the Schwabacher-Frey advertisement, ‘‘see the
manufacturer’s advertisement on page This, it 1s
felt, produces better results than the name of the firm
crowded in with that of twenty others on the same page
with the advertisement itself.

In addition to the newspaper space, 100,000 handbills
were printed and distributed early in the week.

The store, of course, was decorated for the occasion.
Banners and signs were prominently displayed across the
front of the building. Inside, strings of small orange-
paper banners announcing “Radio Week” literally out-
lined everv architectural feature of the main floor and
balcony. No one entering the store—indeed, no one
passing in the neighborhood—could overlook the fact that
a radio event of some importance was being staged.
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A Sales Opportunity

The week beginning Monday, Sept.
23, will be designated by the industry
s “Radio Week.” During this same
period will be held the Radio World’s
Fair at Madison Square Garden, New .
York City.

Here, then, is an excellent oppor-
tunity to capitalize, locally, on a special
sales opportunity.

Last year Schwabacher-Frey of San
Francisco, quadrupled its sales because
it featured its store during Radio Week.

Publicize Radio Week, co-opera-
tively and individually, prior to and
during the week ending Sept. 26.
Actual experience says that it will pay.

I )
RADIO WEEK

SCHWABACHER-
FREY

Special Demonstration and
Display of the greatest ag-
gregation of radios—repre‘-
senting every price class—
everassembled in California

s64.so to $15'75-°0

Sold on the Budget Plan

" It's RADIO.WEEK at '
Schwabacher-Frey

Market opposite Grant Avenue

WEEK”

As part of this display, the show windows were en-
tirely turned over to radio and two young women were
hired to display show cards and to keep the attention of
the crowds directed to the material displayed. These
women were not mere window demonstrators but were
hired through a theatrical agency for their stage presence
and their ability to carry through the little drama which
was enacted. Some 90 show cards had been worked out
in sets of 15 to 20, completely covering the story of the
sets featured, including price and service arguments. The
price card was always the topmost of the set, so that it
faced the public when not in use, all the cars being stored
on the floor of the window directly in front of the set
to which they applied until lifted to the easel by the
demonstrator. It was the province of the young woman
to lift these cards in succession, call the attention of the
public to the message and point out the particular feature
mentioned at the same time.

HE girls had been thoroughly rehearsed in their
work, but as it was impossible to remember all the
stage directions, the action to accompany each card was
plainly printed on its rear surface. When the card read-
ing “This set sells for $85” was lifted up, for instance,

" the girl could read “Point to the set on the table” and

did so without awkwardness.
In the same way, she turned the dials to illustrate its
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simplicity, or demonstrated the combination phonograph
feature at the appropriate moment. This window dem-
onstration was so popular that it kept a constant crowd
in front of the store and the very fact of the blockade
impressed many people with the importance of the event.

NSIDE the store few special changes were made. An

adequate supply of attendants were on hand and an
almost continuous concert was kept up in an area of the
sales space somewhat cut off from the rest of the floor.
Here chairs were arranged, with a demonstrator always
on hand to control the set. As the public had been in-
vited to attend the musical concert in the balcony, from
10 to 6, many who came to listen to this feature made no
purchases. These visitors were not pestered with sales
talk, although it was explained that should they have any
questions to ask, some one would be there to answer
them.

No trade-ins were taken, no special terms were offered,
no price reductions featured—the only difference between
this week and the one preceding it was in the advertising
which was done, so that the difference in sales may fairly
be credited to that source.

The records show a four-fold increase in volume dur-
ing “Radio Week” as compared with the previous year,
during the same period.

But the importance of this week by no means ceased
on Saturday night. The store, through this event, has
been placed on San Francisco’s map as an important
radio center. People who had never heard of that fact
before now know that Schwabacher-Frey carries radio.
In the minds of those who knew it, its importance has
been increased. The prediction of Mr. Nash is that radio
sales for the coming season will be double those of the
previous year, the increase being credited largely to the
impetus given this business by making the most of “Radio
Week.”
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Will the home of the future have a speaker and a remote
control device in every room?

EMOTE control and automatic tuning apparatus,
Rwhile now considered as convenience accessories,

bid fair to be rated as radio necessities in the near
future. 'When perfected they will fill a specific demand
from a certain class of radio user. Practically every set
manufacturer is devoting much time and thought to their
development. Already a number of these devices are on
the market.

With the availability and the use of these added con-
veniences will come questions from the public as to their
selection, use and maintenance. The dealer, therefore,
will need to be well posted in order to best merchandise
remote control or automatic tuning. TFor this reason
the following has been written to help our readers prop-
erly formulate their opinions with respect to these new
devices which they soon will he called upon to mer-
chandise.

ReMoTE TUNING AND PRE-SELECTION

There are two ways in which a radio receiver can be
electrically controlled—remote tuning and remote pre-
selection (automatic tuning). The former generally is
applied to systems in which the control box has a standard
dial and vernier knob. A dial is synchronized with the
dial of the set. Thus the remote tuning control becomes
an extension of the tuning knob, the on-and-off switch,
and perhaps the volume control, to several remote points.

Remote pre-selection refers to systems by which, from
several remote points, the radio set can be tuned to
specific stations for which the mechanism has been pre-
viously adjusted.

Which system will meet greater popularity no one can
tell at this time, although, among thirty-six manufac-
turers, the majority seem to favor remote tuning in
preference to remote pre-selection.

What

Prepare
yourself
now 50 you
will be able
Lo answer
intelligently
your
customers’

questions.

How Mucn WiLL THE TrarrFIiCc BEAR?

Some engineers would like to combine the two methods.
Others would like to do a number of marvelous things,
but always there are two factors which must be halanced
against each other—cost vs. convenience.

Remote control. of either type, should not increase the
cost of a hand-tuned set so as to take the set out of its
price class. Consider two equivalent sets: the one hand-
tuned, at $125, and the other equipped for remote con-
trol, at $135. A customer can he pushed up a $10 step,
but if remote control affects the price to the extent of
$50, it’s a tough job to sell merely on the strength of
remote control.

In other words it would appear that remote control
should be made a convenience available for every set
owner, rather than a luxury for a few. This is most
important to dealers, because every remote control set
sold carries with it the potentialities of a profitable instal-
lation of several remote control bores.

In making new plans for bigger profits from remote
control sets, the dealer must use the utmost discrimina-
tion in choosing sets that are equipped with truly perfect
devices.

Sets that have remote control which is anything less
than perfect are just another leak for profits. It is better
to lose a sale than to sell a set equipped with a type of
remote control that will call for repeated service and
repair.

In judging such devices, the dealer must satisfy him-
self as to these general points concerning remote tuning
or remote pre-selection :

1. Is any 110-volt current carried in the leads to the

control boxes?

2. WIill the control make any appreciable difference in

the electric light bill ?
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Com‘ro/

and Automatic 1uning

3. Are there relays to get out of adjustment, contacts
to clean, lamps or resistors to burn out, or any
uncertain electrical devices to require repair or
replacement ?

4. If it is operated incorrectly by servants or children,
can it be put out of order? Can anyone. unfamiliar
with the control, operate it without instruction?

5. Are there delicate mechanical parts which will be-
come uncertain when subject to use and wear, or is
everything simple, strong, and rugged enough to
stand up under all emergencies?

6. Will dampness cause rust and corrosion, mterfering
with the mechanical functions?

7. Can two or more control boxes be used, for mul-
tiple control ?

8. Is there a simple way to turn the set on and off
from the remote control boxes?

9. Is it noiseless in operation?

With regard to remote control devices the following

specific questions should be thoroughly considered :

1. If the dial of the control is out of step with the
dial on the condensers, can they be synchronized by
some elementary, single adjustment that does not
make it necessary to go to set to see where the dial
was left?

2. Does the dial control operate at approximately the
same speed as the tuning knob at the set? And can
the set be tuned at the control box in the same
casual way that people are accustomed to handle the
ordinary tuning knob?

3. Is the setting obtained from the control box as close
and accurate as with hand tuning?

If it is remote pre-selection that is being considered

see if the apparatus fulfills these requirements:

1. Can the adjustments of the mechanism for settings
of different stations be accomplished in a simple
manner, without special tools by persons who have
no mechanical skill?

2. Does the mechanism bring the condensers to the
exact tuning point—right on the nose—every time
for each station?

3. Is the mechanism protected from damage if, by
mistake, two separate control boxes are operated at
the same time?

4. Can the selector mechanism be adjusted from the
front of the set, so that it is unnecessary to pull the
set out and turn it around ?

These are broad questions, carefully chosen from the

fundamental specifications of thirty-six manufacturers.
When you examine any type of remote control, check

over these questions. Unless you can answer “Yes” to
every single one of them, after careful consideration,
watch out for customer dissatisfaction and service
troubles.

Remote control must make good as useful service,
satisfactorily performed, and as such will be a profitable
development to the manufacturers and to the trade.

The general plan seems to be that sets will be priced
to include the built-in driving mechanism, but the list
price will not include the control boxes. That is to give
the dealers a chance to sell as many control boxes as
possible for each installation.

Again, a set may be sold with only one control hox
installed initially. This gives a dealer a chance to follow
up for the installation of additional controls.

Remote control, of either type, is a habit-forming con-
venience, like a telephone extension. Thus it is very
likely that once a customer gets into the habit of using
a control box at one point, he will soon wish to have
further controls at convenient points around the house,

The next problem in connection with remote control
is the use of several reproducers around the house. The
dynamic speakers now being produced are not well suited
for installation at points remote from the set. However,
that is an engineering detail that can be met easily when
the problem is brought to the attention of the engineers.
The necessary changes in the speaker design can be made
readily and matched transformers supplied for distribu-
tion, just as is done for installations in

theaters or public-address systems. #
Some manufacturers whose plans for re- 2

mote control are well advanced have prophe- ¢

sied that remote control will be a sales factor, :

by Jan. 1, 1930, as important as single dial
tuning, or a.c. oper-
ation.

It is possible that
that is overstating the
case, but it is certain
that remote control will
have a most important
effect upon the plans -
of manufacturers and
the trade when the new
models are brought out
after the first of the
coming year.

B |
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HOZO DOé’S

Screen-Grid

Affect
SERVICE?

A discussion of the in-
fluence of radio’s latest
development on the ques-
tion of service. Will it
increase or decrease the
service problem? Read
this article and find out.

Conducted by
H. W. Baukat

OW that the screen-grid tube is

definitely among us, how does it in-
fluence radio service. That is the all im-
portant question. At first glance, it appears
to be a simple problem, very easily solved.
Let us see.

Suppose we start at the reason for the
use of the tube, and see how it is allied
with the service man. The basic reason for
the use of the tube is additional sensi-
tivity. Now we are not arguing pro or
con on this score. It is not up to us to
condemn or approve. We are simply stat-
ing facts. The radio receiver manufac-
turer claims that the use of the tube pro-
vides increased sensitivity, better distance-
getting ability. The prospective owner
reads the ad and buys a set; perhaps trades
in an old set for one with screen-grid tubes.
What now LoLL?

If the receiver is actually more sensitive
than his old set, he is satisfied, but if it is
not up to expectation, the service man ap-
pears upon the scene. The receiver is not
performing in normal manner, is the com-
plaint. Now what is the criterion for nor-
mal manner? What is the basis to show
normal or subnormal operation? The pub-
lic as a whole expects too much from a
radio receiver; never attempts to realize
that the average sensitivity of a radio re-
ceiver is definitely limited by one factor
which he himself is producing, man-made
static. The extensive exploitation of the
screen-grid tube, in commercial and experi-
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mental radio receivers has lad many to
believe that phenomenal and astounding
results are to be expected with screen-grid
receivers. Now we are not gainsaying the
fact that additional amplification is avail-
able with the screen-grid tube, but the
paramount item is satisfaction on the part

of the customer. It is dangerous to herald
astonishing results, if only because receiv-
ing conditions differ in localities.

The use of the screen-grid tube permits
fewer tubes to accomplish a certain sensi-
tivity level. The use of less tubes means
more economical operation and the slogan
should be altered to read accordingly.
Many manufacturers are producing radio
receivers with the screen-grid tube which
employ the same number of tubes as were
used in the previous year’s model. Mar-
velous sensitivity is claimed for the re-
ceiver. It is true that the receiver is more
sensitive than the previous model, but the
service man will be called in to explain why
5,000 and 6,000 mile reception is not being
accomplished.

IT IS only human when we possess a sen-
sitive receiver to adjust it to maximum
sensitivity, just to see what it will de. It
performs best by permitting reception of
every form of electrical disturbance present
in the neighborhood and even in adjacent
neighborhoods. The result is a call for the
service man to eliminate “clicks and sput-
tering sounds which I never heard with my

other receiver. The tubes must be defec-
tive or this receiver is not performing in
normal manner”’—ad infinitum. Complaints
relative to electrical disturbances will be
increased because of the use of screen grid
tubes and greater amplification.

With respect to actual trouble in the
radio receiver, the item is allied with the
number of tubes in the receiver. Compar-
ing the average screen-grid receiver em-
ploying fewer tubes than the average
standard tube receiver, we are prone to
believe that service troubles will not in-
crease, because the additional elements in
the tube and the additional elements re-
quired to provide satisfactory operation
with the screen-grid tube are offset by the
fact that fewer tubes are used.

If, however, the number of tubes remain
the same, service troubles will increase.
Not because the tubes are defective, or be-
cause the tubes require a change in design
which results in a more complicated instal-
lation, but because the number of com-
ponents in the receiver are increased, and
the number of components in the tubes are
increased. Each and every part in a radio
receiver is allied with service and is a
potential source of trouble.

URTHERMORE, the fact that the
amplification available with each tube
has been increased is sufficient in itself to
aggravate trouble. As an example, we
have the condition of excessive regeneration
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in the radio frequency amplifier. .
The use of the screen-grid tube permits
the elimination of definite neutralizing and
stabilizing systems—providing the signal
input or amplification is not raised beyond
a certain level. An erroneous impression
is prevalent that neutralization is not
necessary whet the screen-grid tube is em-
ployed. Ask the man who has adjusted his
receiver to maximum volume, Now, we
do not mean to imply that the average
screen-grid tube receiver is afflicted with
“uncontrollable regeneratitis.” Far be it
from us to say such a thing, but how can
we convince the radio receiver owner that
he can secure sufficient signal output with-

_out increasing the amplification to the
point where regeneration becomes exces-
sive, despite the fact that the statement is
absolutely true.

The additional element in the tube is of
little consequence because manufacturers
are making rugged tubes, but standard-
ization in the manufacture of screen-grid
tubes is a wee bit in the offing. Qur ex-
perience has proved to us that it is not very
advantageous to interchange all makes of
screen-grid tubes, as may be done with the
standard 201A, the 226 and the 227 types
of tubes. Results differ and ap-
preciably so. Time will alleviate this con-
dition, but until such time, it will mean
additional work for service men and deal-
ers alike.

The additional voltage necessary for the
screen-grid is of little consequence because
the same voltage is applied to other tubes
in the receiver and special taps are not re-
quired. However, the need for perfect
shielding and the need for perfect contacts
to all of these shields offsets the fact that
the neutralizing system has been removed
from the receiver. As a matter of fact, it
is very likely that these shields and ground
will offer a little additional work along
servicing lines. Not that the use of these
shields is detrimental or is indicative of
poor electrical design, but rather that such
items have a faculty of becoming loose
during transit and of raising “velly muchee”
trouble in a screen-grid receiver.

Now, we do not mean to paint a picture
of despair because of the introduction of
the screen-grid tube, but we might just as
well look the truth in the face. New de-
velopments of this nature cannot be intro-
duced without some additional difficulty.

TesTING MORE DirricuLT

Receiver testing with the screen-grid
tube is going to be more difficult than re-
ceiver testing with the conventional type of
tubes. First, because of the additional con-
trol grid lead, which wire is not found in
the average installation. Additional time
must be consumed to connect this lead to
the tester cable and then to connect the
contact to the tester. The additional length
of leads will interfere with the normal op-
eration of the set when being tested to an
extent greater than that encountered with
the conventional tube. We are not re-
ferring to the measurement of the operat-
ing voltages. but to the actual performance
of the receiver when the tester is applied.

Then, again, many men are not equipped
with testing devices suitable for applica-
tion to the screen-grid tube, and such con-
dition cannot expedite service. 'Tis true
that time will remedy matters in every
direction but service men in general may be
prepared for a little additional work be-
cause of the screen-grid tube. It cannot
be avoided. Just remember the transition
from the battery set to the B-eliminator.
from the battery set and B-eliminator to
the A-eliminator, from the eliminator com-
bination to the a.c. tube now the
screen-grid tube,

Radio Retailing, September, 1929

Radio Data Sheets

The National Radio Institute, 16th and
U Sts., N. W.. Washington, D. C,, as part
of its course for radio service men, pub-
lishes a most complete data book covering
all the circuits of the various commercial
broadcast receiving sets, together with in-
structions as to how to test these circuits
and all tlie necessary constants. Also con-
tained in these books is much useful
information on fundamental design and
construction of various types of units, coils,
power packs, eliminators, etc., that are in
common use today. Supplementary pages
are made up from time to time as new
sets and circuits make their appearance on
the market.

The Screen-Grid Tube
Permits—

1. Greater R.F. gain.
2. Less A.F. amplification.
3. Elimination of neutraliza-

tion.

4. Bias type detection.

S. Lower ratio R.F. trans-
formers.

6. Use of resistance A.F.
coupling.

Which Result in—

1. Uniform gain and selec-
tivity over the entire broadcast
band.

2. Better tone quality.

3. One less winding on R.F.
transformers,

4. More efficient set.

The Service Man’s Manual

Two new books have been written
by John F. Rider for the radio service
man is the announcenient received from
the Radio Treatise Co., 1440 Broadway,
New York City.

These two treatises constitute a two-
volume series entitled ‘“The Service
Man’s Manual.” The first volume en-
titled “The Mathematics of Radio” ex-
plains radio phenomena in a practical
manner, with examples of all calculation,
so that the service man may be in a
position to solve all technical problems.
This book leads up to the second vol-
ume. An idea of the contents of Volume
1 is “Ohm’s Law, Resistances, d.c.
Filament Circuits, a.c. Filament Cir-
cuits, Capacity. Voltage Divider Sys-
tems for B Eliminators, Inductance,
Reactance and Impedance, Resonant
circuits, Iron core chokes and trans-
formers, Vacuum Tubes, Three Ele-
ment Tubes., Power Amplification,
Graphs and Response Curves, Multiple
Stage Amplifiers, Alternating Current
Tubes, Screen grid tubes, A and B
Eliminators.”

The second volume entitled “The
Trouble Shooting Manual” is written
to fill a long-felt want. It contains
the diagnosis of receiver systems, RF
amplifiers, AF amplifiers, Eliminators,
etc. Trouble shooting in these systems
with commercial set testers and analy-
sis of symptoms. Wiring diagram of
Weston and Jewell set testers, appli-
cation of these testers and about 150

wiring diagrams of old and modern com-
mercial receivers. A few of the re-
ceiver manufacturers represented in
this volume are Radio Corp., of America,
Fada, Freed-Eismann, Kolster, Federal,
Zenith, Crosley, Stromberg-Carlson and
others. The books are 83xll in. and
the price is $5 for the two volumes;
$2 for Vol. 1 and $3 for Vol. 2.

The Power Detector

Lately we have been hearing a lot about
power detection. Perhaps this term is
somewhat new to many although the
method is by no means new. There are
two methods of detection, one with grid
leak and condenser and the other without
grid leak and condenser but using a “C”
battery.

The grid leak and condenser method is
the one which has been popular in the
past mainly for the reason that louder sig-
nals could be had this way. This method
of detection, sometimes called grid rectifi-
cation, gives results equal to that of a de-
tector and a stage of audio amplification.
This is because the radio frequency volt-
age applied to the input is changed to audio
frequency in the grid circuit and the audio
frequency variations are amplified into the
plate circuit.

Now however we hear more about the
other method called plate rectification. This
is what is being called power detection.
The advantage of this system is that no
current flows in the grid circuit because
the average value of the grid voltage 1is
maintained negative with respect to the
filament. Therefore no power is taken
from the tuning circuits and no damping
effect is exerted on them. It is necessary
to use a “C” battery which of course is
a simple matter in an a.c. set. Because of
the increased sensitivity of sets today this
later method, which allows greater signal
strength to pass undistorted through the de-
tector tube will be the popular one to be
used from now on.

Radio Service Course

The first radio course for service men
has just been compiled by the Radio Divi-
sion of the National Electrical Manufac-
turers Association in co-operation with the
Radio Institute of America, as the answer
of national set manufacturers to the service
problem.

The course comprises four textbooks.
Four examination papers are offered dur-
ing the course which may be submitted to
the Radio Institute of America for correc-
tion and rating.

Technical language has been avoided as
much as possible but fundamental prin-
ciples, receiving circuits and circuit dia-
grams, receiving set components, defini-
tions and ethics of servicing have bzen
treated in sufficient detail to give the radio
dealer and his service man an accurate
understanding of all essential information
required in practical service work.

The complete course will cost $12.
Copies may be obtained from the Radio
Institute of America, 326 Broadway, New
York City.

Television Booklet

A small booklet containing information
on audio resistance amplifiers and their
application to television has been issued by
the TInternational Resistance Company,
Philadelphia, Pa., and may be had for the
asking.
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Lracing the

“Skrp

How ro Get Information from Relatives— Tracing “Skips” Through
Their Children—QOwnership of An Automobile as a Clue—

Real Estate Firms

ANY times the retailer can get information con-
Mcerning the whereabouts of the “skip” from the

latter’s relatives and friends, provided, of course,
due care and proper judgment are exercised in the
quest.

1. One investigator poses as a life insurance represen-
tative. First he finds out whether the “skip” carried life
insurance, and if so, with which company. After secur-
ing this information the investigator visits relatives of
the person, who under ordinary circumstances would be
averse to revealing the whereabouts of the “skip.” The
investigator informs the relatives that he has a cash sur-
render on the policy, which the company has instructed
him to deliver to the rightful owner only. To strengthen
this, the investigator may show the relative a bogus
check as evidence of cash dividend due the “skip.” This
will always make the relative “open up” and reveal the
whereahouts of your man. Another way still is to repre-
sent yourself as a life insurance agent and tell the rela-
tive that the policy is going to lapse unless action is taken
by the “skip.” This is bound to bring action.

2. When interviewing friends and relatives of the
“skip” you may make the statement that the party in
question gave their names as references. Or, you may
play another card. Tell the relatives that you represent
some firm and that you have in your possession a check
for “back pay” for the party. Or better still, you may
tell them that you have in your possession a “dividend
check” for the man on an insurance policy, and that the
check must be delivered to the person designated only.

3. Some investigators will even resort to the practice
of compensating friends in the neighborhood to secure
the necessary information from relatives of the “skip.”

4. Often you can secure the necessary information
through the person’s children. Thus, the children may
belong to an athletic club, such as bicycle, baseball, or
any other sports’ club, and the names and addresses of
the juvenile members will appear on the rolls of mem-
berships or an athletic programs. That is why, when
extending credit to a customer it is often hest to state on
the application blank the names and ages of children
and their places of employment, if any. Also, you may
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as Good Prospects

obtain the desired information by interviewing the prin-
cipal of the school.

5. Ownership of an automobile by the person wanted
may give a good clue to his latest whereabouts. Tt is best
to try the Motor Vehicle Department in the state, or any
other official registry department, as this office should
have record of the license number and the owner's ad-
dress.

IF, however, the automobile was disposed of before re-
moving, you would do well to write to the State Regis-
try Department, where record of all second-hand sales is
filed before a license can be issued to the new owner of
the car. As a general rule, before a license is issued to
the new owner, a clearance card or certificate is issued
in about two weeks to the party who sold the car. Mean-
while the old owner may have left his forwarding address
with the department.

6. Real estate firms are good sources of information.
See as many as possible, and form good connections with
their representatives. Cultivate especially the real estate
firms that make a specialty of renting homes. If you
kave reason to believe that the man wanted had just
moved into a certain neighborhood you can inquire at
the real estate office for a list of homes they had just
rented in that neighborhood, and by a process of elimina-
tion you can worm out the house in which the man now
resides.

7. Go to the place where the “skip” was last employed.
He may have presented references by several business
men before finally securing employment. The firms may
have these names on file, and it is up to you to interview
them. Perhaps the “skip” had been sent to his last
place of employment by an employment agency, and there
his new address may also he registered.

8. Veteran investigators interviewed by the writer
recommend the following as good information sources
to cultivate: Chief of police, union officials, newsdealers,
local banker, gas and electric meter readers, dentists, doc-
tors, tailors, American Legion post, deliverymen, police-
men, mailmen, Chamber of Commerce, local credit
bureau, voters’ lists and tax collectors.
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Lliustrating

1 he 4 Principles of

Good Dz’spldy

T GENERALLY is agreed that there are

four primary factors which constitite a good
show window: attention, interest, desire and
action. Preferably, all four should be incor-
porated in the one trim.

Too many dealers specialize on points 1 and
2, sacrificing the important essentials 3 and 4,
Others neglect one or more of the four factors
for the sake of beauty in the trim. An attrac-
tive window is desirable—but not at tke expense
of “pulling power.”

At AR m‘&‘éﬁ?

1. ATTENTIDN!

Stop 'em! Tle gemuine
Indian in  this wwmdow
(above), Robertzoa tdusic
Compary, Lawvence, Kan.
has attention warue but no
sales appeal.

2. INTEREST, and 3. IESIRE (above)

Stern and Company, of Philadelthia, show
us how effectively to combine interest and
desire through the use of descriptive window
cards.

4. ACTION!! (left).

Get ‘em in. A mighty hard thing to do.
Generally accomplished by price or special
“Limited time” appeals. This wmdow of
Alexander Revell, Chicago, stresse> tone as
well as value.

o,
Corce ‘n and

hear Fefine
me lo» tone
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Rural Radio

The Waiting Farm Market

F THE 28,500,000 homes in the United States
5,861,000 are on farms which have no electricity
supply. Indeed, less than 7% per cent of our total of
6.315.000 farms are serviced by the lighting companies.
But for the American farmer the sun is coming out.
The Federal Farm Board, with its $500,000.000 fund
for co-operative marketing, will be a contributing factor
to this optimistic outlook. Greater tariff protection, now
in the offing, is another. Furthermore, indications are
that the farmer certainly will obtain equal treatment
with the industrialist in regard to federal legislation from
now on. Rural credits are improving. Whereas there
were 122 farm bankruptcies per 100,000 farms in 1924,
the ratio has lately dropped to sixty. Farms are more
accessible to trading centers, and farm work is more
attractive.

All these things will enhance the number, and the
purchasing power, of the farmer’s dollars.

It is high time, therefore, that the radio industry
evaluate this waiting farm market for its true worth.

Because of the factors just enumerated it is a safe
assumption that a majority of these 5,861,000 families
(20 per cent of the total number of households in the
United States) will be excellent prospects for battery
operated radio sets.

What is the manufacturer and the dealer doing about
this opportunity? Investigation discloses that selling the
farmer can be made a profitable business for merchants
in many lines—including radio. But the latter activity
during the past 15 months, has been sadly neglected.
This has been due to the more alluring market for the
new a.c. receiver. This year certain manufacturers and
many farseeing dealers will meet this challenge by re-
cultivating this profit-bearing soil. Apart from this
incentive, such a policy in many cases, will be necessary
to maintain last season’s sales record.

And Radio Retailing proposes to do its full share to
revivify this tremendous demand for radio reception on
the farm. It will publish, frequently, “dealer method”
stories of successful excursions into this field—see, “Sell-
ing the Farmer by Rule of 4,” in this issue. It also will
report fully the industry news of this activity.

Broadcasters Getting Out of the Red

"3F INTEREST to radio dealers is the news that
many broadcasting stations are beginning to return
substantial profits not only to their owners but to the
manufacturers of radio equipment who buy their air time.
This statement comes from Radio Commissioner Harold
A. Lafount who recently returned from a month’s survey
of the fifth radio zone, which embraces the Pacific Coast
territory.
This opinion is confirmed by many radio concerns
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and by the fact that the better stations now have ‘“‘wait
ing lists”” of prospective advertisers whom they are unable
to accommodate.

Inasmuch as the prosperity of the broadcasting unit
is the prosperity of the radio retailer, this news is most
welcome.

Public Anticipates Home Talkies

N THE September issue of Harper's magazine is an

article by Gilbert Seldes, that well-known critic of the
screen, entitled, “Talkies Progress.” In it he describes
the latest developments in this new form of cinema
enterprise and points out that soon Home Talkies will
prove to be serious competitors to the public theatres.
We quote the following paragraph hecause of its ex-
treme significance to the radio industry.

“Within twelve months—eighteen months at the latest
—the talkies will have to meet the competition of the
talkie-projector in the home—something resembling the
popular amateur movie projector, but equipped with
synchronized sound. And within another year we shall
probably have the simple and comparatively inexpensive
mechanisms, now being perfected, which will throw on
a small screen set up beside the home radio set a moving
picture projected from a central broadcasting station.
Thus two separate ways of having the talkie, without
going to the theater, will challenge the talkie which stays
in the theater.”

Coming, as this does, from one outside the confines
of the radio industry, increases its importance to all
within the industry. We know there are many manu-
facturers burning the midnight oil in the development of
Home Talkies. It is also rumored that within a very
short time actual models will be on the market. And,
Mr. Radio Dealer, if you are preparing yourself for
this new trend now, it will he you who will cash in on it.

Let’s Have No More Commissions

H’ROPOSAL to expand the powers, staff and operat-
ing expenses of the present Radio Commission,
while at the same time diminishing its usefulness to
radio, is contained in a bill now before Congress to form
a Federal Communications Commission which would have
charge of all communications, both wire and wireless,
in addition even to the supervision of the distribution of
electricity for lighting and power purposes.

Those who know Washington intimately, see in this
attempt one more effort to fasten the control of the
politicians on great industries, while at the same time,
creating jobs for political appointees.

The regulation which radio requires is essentially that
of traffic control. The regulation demanded by the wire
utilities is purely that of rate fixing and plant evaluation.
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Between the two there is no common denominator. Ex-
perience in one field is no preparation for the other.

At the present time, the interstate regulation of the
telephone and telegraph companies is in the hands of
the competent Interstate Commerce Commission, which
is a rate-fixing body.

The sooner the Radio Commission. or any such con-
trol body like it, can be eliminated from the Washington
picture, and radio traffic control once more restored to
the hands of experts in the Department of Commerce.
the better will it be for the radio trade and the vast
army of radio listeners.

Basic Business Conditions Better

HE month just closed found the volume of general

business on a plane about 2 per cent above that wit-
nessed at the opening of July, and on a plane about 4
per cent ahove that reported at the opening of August
last year. General business in the Chicago and East
North Central sections was currently slightly under that
of a month ago, but every section except the East South
Central reported a volume of current business materially
over that witnessed in August last year.

The 90-day outlook is good throughout the country,
the expected volume of business averaging about 4 per
cent above that at the opening of August, and about 6 per
cent above the volume witnessed during the same period
last year.

Radio manufacturing companies appear to be enjoying
a volume of business greater than ever before expe-
rienced at this time of year. Competition, however,
among the producers of receivers is extremely severe.
and while total profits from this division of the business
will undoubtedly establish new records over the previous
record year, yet it is impossible to determine as yet which
companies will be the major beneficiaries. It appears
that tube concerns are faced with the same general
situation.

Closer Co-operation Needed

HERE is still too little preliminary contact between

tube and set engineers. We find that in practically
every case of a new tube being developed, the tube engi-
neers “had the idea” first, then they built the tubes which
were ultimately used by the set engineers.

Of course there have been times when set development
became sufficiently influential to create a tube to meet its
need. But generally the tube engineers first had in mind
a use for a tube, built it, and then,—and only then,—
have the set engineers taken the tube and engineered
its use.

The ideal condition will come when the two branches
of engineers consult together in advance of a desired
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development ; define their problem together and work to
meet it together. For just as a set can be no better than
the tubes that are in it, by the same standard the tubes
cannot give their full value if the set engineering fails
to best utilize the tube’s characteristics.

Closer co-operation on both sides will result in a saving
of time and money and in better merchandise.

Illegal to Fix Service Prices

THE federal anti-trust laws apply to a service business
as well as to the manufacture and distribution of
merchandise, the Supreme Court of the District of
Columbia has ruled, following a motion for dismissal of
the Government's petition for. an injunction to prevent
13 master cleaners and dyers doing business in the Dis-
trict of Columbia from entering into agreements on prices
and the division of business. The Government filed its
suit in February, 1929, charging the defendants with con-
spiracy to raise prices to be charged for cleaning and
dyeing. The defendants moved to dismiss the proceed-
ings on the ground that the Sherman Act does not apply
to the particular business in which they are engaged.
With reference to the applicability of the anti-trust laws
to price agreement or other understandings in restraint
of trade made by persons or comparnies engaged in purely
service business, Justice Jennings Bailey said:

“I think that the bill in this case will lie, both under
the statute and the principles of common law.”

Who is Master—Y ou or the Dog?

7 G
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“Homnor Roll” Paves the Way
This Month’s Prize Winner

HE continuous showing of the names of all

purchasers of radio sets has increased the
business of Henderson and Parker, Warsaw, Ind. an estimated
20 per cent. “Our ‘Honor Roll,” this firm calls it, and hangs
these names in the store window as well as displaying them on the
side wall of the salesroom.

The public’s interest in the Honor Roll increases in proportion
to the growth of the list. This impressive array of names also
acts as an excellent advertisement of the popularity of this
concern,

Furthermore, the presence of the names of the purchasers in
the display window increases the ties of friendship between the
customer and Henderson and Parker.

Near the Honor Roll in the window is a chart of station dial
numbers, as reported by a number of the Honor Roll who has
located the largest number of stations, This display also builds
confidence and publicly proclaims the co-operation that exists
between dealer and customer. :

Painting “White Elephants” in T heir
True Color

ISARMING frankness upon the part of the

advertisement writer, like the style used
for this Pittsfield, Mass., store, is a big asset in getting attention
to the White Elephants that may be on hand. It’s what some-
body has called “Supertruth in Advertising.”

We Are Just Tired of Seeing
These Radios Around—
Don’t You Want One?

That’s “Truth in Advertising’” says our radio buyer,
and he’s for the truth every time, every day. About
these radios he says he is ‘‘fed up” with them—wants
to get them off his chest and out of the store—quick!

This four-tube Atwater Kent has Deen gathering
dust long enough. It belongs to a gentleman who
wanted a Fada more. It will not get Europe often
but is a good set for a man who is satisfied with big
stations, His neighbors would like it better because it
wasn’t made to hear a mile but gives results in the
owner's house and neighbors can sleep. Four good
tubes and a cone speaker with the set. If you can
raise the money it’s yours for $29.50.

Not many people ever heard of a Wolper—we never
did until this came. The speaker built-in and batteries
all in the cabinet, hid from view. The maker thought
he ought to get $100 for this model. Well, for the
man who likes three dials, it would be a corking good
deal at $50, but we'll say $35—take it for that.

In our way is a six-tube Radiodyne that gets Denver,
California, Cuba and other distant points, they say.
A doctor owned it and paid $135 for it. His wife pre-
ferred the Fada and so the Radiodyne is waiting here
for someone. If you have patience. don’t mind two
dials and a whistle or two, this set would be a “wow"
for you to own. §$25 for it—what do you say?

A Radiodyne five-tuber in a console, just as good
looking as when it cost $125. We are offering it to
you for just $75, a good fifty underprice.

Two Music Master Cone Spealkers that were O.K. at
$35 a while ago—Ilisten, we've marked them ten each.

Howpen & Stone Co.
Radio Department
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Cuts Tube Losses at Both Ends

Y TESTING every tube as soon as it is re-

ceived from the manufacturer or jobber and
then pasting the following notice on all found satisfactory, the
Wichita, Kan,, branch of J. W. Jenkins Sons Music Company is
reducing tube losses at both ends. Defective ones are discovered
at once, and returned to the source from whence they came,
while complaints from users have been cut in half.

Oscillation Test O. K.
Not Subject To
Replacement

TESTED

J. W. JENKINS SONS
MUSIC CO.

This Work was done by the
A B Elettric Co.
MAR 1 81

A

122 WEST THIKD STREET
Carthage, Missouri

Sticker Serves as Reminder

66 N all our repair jobs. we make use of this

sticker, (Illustrated above.) It makes it easy

for the customer to call us again and also serves as a remunder
when he discusses radio with his friends,” says A. G. Adams,
of the A B Electric Company, Carthage, Missouri. “They are
very inexpensive and are very easy to attach to convenient places,
either in the set or on parts, as well as on packages and bundles.”

The Milk Bottle Carries the Message

Octagonal stickers which bear the radio advertising message
of the Sunset Electric Company, Portland, Seattle, and Spokane,
are affixed to the milk bottles of several of the leading milk
companies in these cities. When the housewife takes in the bottle,
this is the message that greets her: “When you buy Pine Creek,
vou get the finest milk—let your Atwater Kent dealer show you
the finest in Radio.”

Sunset reports a very decided increase in sales and inquiries.

Contacts Each New Customer

Aut Srapren Meves or Ao 0 17 Tertmont ok ur in 2838

VERY new cus-

tomer of Simcoe
& Sommer, 34 Somer-
set Street, Plainfield,
New Jersey, receives
a printed statement
which explains the
company’s service pol-
icy in detail.

All questions regard-
ing tube replacements,
service calls, repairs,
and time limits during
which service calls will
be made are taken up.
This statement brings
about a closer under-
standing between cus-
tomer and dealer on
the question of service.
It also nips in the bud
most cases of misun-
derstanding or thought-
less complaints.

SIMCOE & SOMMER

“RADIO - PLUB EXPERIENCE"

34 SOMERSET ST, PLAINFIELD. N J

w11k oo somplean sl kbvaty

Mo Trw No. D S
W appeecssts you putronsge Wil you emommend w to e frands ¥

WL OVELL ONLY THE BEET (N SETS ond ACCESSORIFS
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His Best Advertiser Is Lowly
Postal Card

ELYING the testimony of many dealers that

direct-by-mail advertising is too costly and
“doesn’t pull any longer” is the experience of the Modern Elec-
tric Company, St. Louis, Mo. Using the ordinary garden variety
postal card as its chief publicity medium, sales during Oct., Nov.
and Dec. averaged three to every 1,000 printed messages sent to a
list of unknown prospects selected from the telephone directory.
As the total cost per thousand of this publicity was but $15.50
(incl;gled typing of names and addresses) the cost per live lead
was $5.

“This promotional ‘stunt’ is so obvious and simple that it is,
for these very reasons, overlooked by the average dealer,” de-
clares President C. O. Burklin.
it enables me to contact thousands of prospects personally un-
known to me and otherwise not directly reachable.

“The Modern Electric Company is a neighborhood store. The
typist is instructed, therefore, to select, in alphabetical order, only
the names of persons on a given list of streets within a radius of
three miles from 3641 So. Grand Boulevard. She devotes ap-
proximately four hours a day to this work. I try to circularize
each prospect once a month.”

The message on these cards stresses value and terms. Inquiries
are followed up the day received with a personal call from the
outside salesman. The postal card, as employed by Burklin,
gives him maximum direct contact coverage at minimum cost.

Printed Notices Speed Time Payments

HREE days before “due date,” every cus-

tomer on the credit list of the Hardsocg

Manufacturing Company, Ottumwa, Iowa, receives a 5x5-inch

printed slip which notifies him the day on which the next pay-
ment on the radio contract will fall.

Three days after “due date,” delinquent customers receive a

second notice of similar size, but on different-color paper, calling

their attention to the overdue account and concluding with this

HARDSOCG MANUFACTURING CO.

RADIO DIVISION
117 SOUTH COURT STREET

Ottumwa, Iaw,ﬁ@_sz; .

Themd Tagfor
0 U pearm
ﬂ/a/mﬂ

A payment on your Radio Contract will bécome due,
M M 2 7’)

We wnll appreciate your attention.

192_

To avoid additional interest charge, payments should be
made promptly.

HARDSOCG MFG. CO.

PER .{/.tat-(

OPEN SATURDAY EVENINGS UNTIL 9:30 O'CLOCK.
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“Yet, in addition to its low cost,

Rapio RETAILING will pay $5 every month for
the best sales idea and $3 for every sales idea
accepted for publication in this department.

All you have to do is to write us a letter telling
us about it. If possible, send along a photo
or diagram.

Address: Sales Idea Editor, Radio Retailing,
36th Street and Tenth Avenue, New York City.

warning : “Payments should be made promptly to avoid additional
interest charges.” .

It costs the Hardsocg Manufacturing Company four cents a
month per customer to print and mail a “payment due” or “over-
due” notice. “But this gentle reminder has speeded collections
so that now seventy per cent of the credit customers pay promptly
and eighty per cent of the remainder come across in response to
the second notice,” declares an official of this concern.

“The average delinquent is not crooked; just careless or forget-
ful.  Reminder notices are well worth their cost and should form
a regular part of the collection machinery of any dealer’s book-

keeping system.”

If You Close the Store Evenings,
Try This

*’V" Wz// betweer Speakerin
X stores o tore,
, Electric receiver g ST
! power supply
'.‘ binding posts Speoker outout

o

Plu
11OV AL

ltre ﬂ Auxiltary switch

Snap switch
indryg store

B. BLEECKER, owner of Fiery's Electric
Shop, Maplewood, N. J., has placed an
electrically operated set in his store window, wiring its power
leads through the adjoining drug store owned by his friend,
George D. Foster. A push-type switch has been inserted in series
with one of these supply leads just back of a counter in the drug
store. A small cabinet speaker has also been placed in the drug
store its output leads wired back to Fiery’s Shop.

When Bleecker closes his shop for the evening he closes an
auxiliary switch in the set’s power line, tunes the set in on a large
local station and then opens the auxiliary switch, turning the
current off again.

Foster, who keeps his store open until late at night, has only
to press the switch behind his counter, closing the power line,
and the set broadcasts Bleecker’s publicity to his drug customers.

The co-operative scheme is the result of Foster's request during
the broadcasting of a football game last fall. Bleecker intended
to install the speaker temporarily but it has increased the sale of
Foster’s cigars and candy and supplied him with a number of
good leads—so it remains. A small sign over the loudspeaker
bears the name of the set in operation next door.

St
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This editorial section is prepared purely as a news service, to
keep readers of “Radio Retailing” informed of new products.

New Radiolas for Farm Use and
An A.C. Set

To bring the latest develop-
ments in radio to homes not
served by electrical power lines,
The Radio Corporation _ of
America, 233 Broadway, New
York City, has brought out
Radiolas 21 and 22. The circuit
in each is identical and uses two
UX-222 tubes together with
either three UX-112A’'s, or two
UX-112A’s and one UX-171A,
depending upon whether the
owner wishes to use three or
four 45-volt B-batteries. Both
receivers have a local-distance
switch, and the new stencil-cut
illuminated selector dial.

Model 22

Radiola 21 is a table set in a
walnut veneer cabinet.

Radiola 22 has a built-in 103
reproducer. The console cabinet
is of Queen Anne design and is
designed to house all batteries.
The intended retail price of the
21 and 22 will be announced
later.

A new model with the super-
heterodyne circuit is the Radiola
66. This has not been specially
designed for farm use as have
Models 21 and 22, It has a
tuned antenna coupling circuit,
one stage of r.f. amplification,

Model 66

oscillator, first detector, two
stages of intermediate frequency
amplification, second (power)
detector and one stage of a.f.
amplification. The elimination of
one stage of a.f. materially in-
creases tone fidelity and reduces
possibility of distortion, accord-
ing to R.C.A, Six UY-227's, a
UX-245 and a UX-280 tube are
used. Facilities are provided for
attaching a phonograph pick-
up. The cabinet is two-tone wal-
nut veneer with burled maple
overlays. The speaker opening
and control panel are covered
with cut velours. Price, $225.—
{B;)q)(il}io Retailing, September,

Model 21

Electric Pick-Up with
Non-Set Stop

An electric pick-up with auto-
matic non-set stop is announced
by the American Sales Company,
932 Wrightwood Ave., Chicago,
IlIl. By means of a series of
levers in the base of the tone
arm, this device will auto-
matically operate all types of
records, without setting, says the
maker. It comes with a 16 in.
arm for commercial installations
in moving picture theatres.—
{29«12%1'0 Retailing, September,

84

32-110-Volt D.C.

Converter

A converter of the inverted
synchronous type which will
change 32 volts of direct cur-
rent to 22 volts alternating cur-
rent and then step it up through
a booster winding to 110 at 60
cycles is announced by the Kato
Engineering Company, Man-
kato, Minn. All windings are
on one armature which is sus-
pended between two bearings.

A specially designed filter
system brings to the radio set
smooth even current. This has
been specially built for use with
all 32-volt d.c, farm lighting
systems, According to the
manufacturer this  converter
uses approXimately 23 to 3 amp.
at 32 volts. The intended retail
price is $70. Other models are
being developed.—Radio Retail-
ing, September, 1929.

Graybar “600” Set

A new seven-tube console set,
designated as Model 600, em-
ploying an improved super-het-
erodyne circuit, has just been
introduced by the Graybar Elec-
tric Company, 1735 Grand Cen-
tral Terminal, New York City.
The tubes used are six 2277s,
ane 245, and one 280.

The circuit includes an an-
tenna coupling circuit, one stage
of t.rf., a power detector, oscil-
lator, two stages of intermediate
frequency, a second power de-
tector and one power output
stage. The electro-dynamic
speaker obtains its fieldl excita-
tion directly from the socket
power unit of the receivers in-
stead of from the customary
rectifier stacks. The cabinet
features a highly colored, tapes-
try grille of unusual design. The
intended retail price is $2.25—
Ra.zdio Retailing, September,
1929.

Dynamic Speakers

Two cabinet model speakers,
one called a ‘“superdynamic’
and the other known as a “ferro-
dynamic,” have been developed

by Valley Appliances, Inc.,
Rochester, N. They are
licensed under Lektophone

patents. The super-dynamic
chassis for 60 cycles, a.c. opera-
tion, with 7% in. cone, is $26; in
the illustrated cabinet, $40; with
10 in. cone, $27.50. For 60
cycles, d.c. operation, with 7%
in. cone, the price is $18; with
10 in. cone, $19

The ferro-dynamic in a cabi-
net similar to the one illustrated,
with 7% in. cone, is $21. Chassis
only, 73 in. cone, $11.50; 10 in.
sene, $12.—Radio Retailing, Sep-
tember, 1929.

Fada Battery Set

To meet the demand in rural
areas for a battery operated re-
ceiver, I A.D. Andrea, Inc., Long
Island City, N. Y., has bought
out a six tube Neutrodyne set,
employing five 112A's and one
171A power tube. The circuit
consists of three stages of t.r.f.
amplification. The antenna com-
pensator is operated from the
front panel. Model 22, as it is
called, is especially designed for
use with the Fada 4 magnetic
speaker, and operates from a
6-volt storage battery, plus 135-
180 volts of B-batteries. It is
a table model in a cabinet of
mahogany with duo-tone finish.
The intended retail price is $55.
—Radio Retailing, September,

9.

“Golden Voiced”
Table

A new development in the
radio field is the “Golden
Voiced” table just announced by
the Kiel Furniture Company,
Milwaukee, Wis. It is designed
for acoustic properties with dy-
namic speaker, permitting full
and undistorted tone reproduc-
tion, the manufacturer says. All
wood parts are of a proper thick-
ness to prevent tone-distorting
vibration. The wiring for aerial,
ground and power connections
is concealed in the table legs and
there is no exposed wiring above
the floor. This table is made
especially for the new Atwater
Kent screen-grid set and has
been officially approved by the
Atwater Kent Manufacturing
Co. The chassis is installed un-
der the table top, which lifts up,
so that all parts are accessible
for servicing. A panel on one
side of the table lets down, ex-
posing the tuning panel. The
over-all dimensions are 24% in, x
36 in. x 31 in. high. The in-
tended retail price is $45.—Radio
Retailing, September, 1929,
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- Dealers to SELL

All announcements appearing on these pages are published
without advertising considerations of any kind whatsoever.

Courier Model 658

Peerless 25 and
Courier 653

. The line of Peerless and Cou-
rier receivers, made Dby the
United Reproducers Corporation,
Rochester, N. Y., has been ex-
t?nded to include two new mod-
els.

Peerless 25, the larger of the
two, uses three screen-grid
tubes in conjunction with newly
developed low-loss, uniform-
gain, r.f. transformers, to give
maximum seleectivity, a 227 de-
tector, a 227 in the first audio,
two 245’s in push-pull in the
second, and a 280 rectifier. It
is also equipped with an im-
proved automatic volume con-
trol, with a 227 as a control
tube. This model, as well as the
Courier receiver, has the “Ky-
lectron” reproducer. The cabi-
net has matched butt walnut
doors and center panel, with
sides of diamond matched wal-
nut. The intended retail price
is $600.

Courier 653 has the “65"” chas-
sis which employs three screen-

Peerless Model 25

grid tubes, one 227 detector, a
227 in_the first audio, two 245’s
in push-pull in the second and a
280 rectifier. The cabinet is 46
in. high and has front and doors
of matched burl walnut, over-
laid with burl maple. Price,
$165.—Radio Retailing, Septem-
ber, 1929.

Portable Set
Analyzer

The Jewell Electrical Instru-
ment Company, 1650 Walnut
Street, Chicago, Illinois, an-
nounces that its pattern 19y set

analyzer is now available in a
portable cabinet which has a
drawer and compartment for
tools and extra tubes.—Radio
Retailing, September, 1929,

Browning-Drake Set

Two table sets and two con-
soles are offered by the Brown-
ing-Drake Corp., 226 Calvary
St., Waltham, Mass. Model 54,
illustrated, has five tuned cir-
cuits using nine tubes, including
two 245's in push-pull. With
screen-grid circuit, the intended
retail price is §142.50; with
heater type tubes, $137.560. The
table model with screen-grid cir-
cuit is $102.50; with the heater
type tubes, $98.—Radio Retail-
ing, September, 1929,

Dynamic Speaker
Chassis

The Trimm Radio Manufac-
turing Co., Chicago, Ill., has
developed a dynamic speaker
chassis that combines wide
range with tone fidelity.

Model D100 is an a.c. chassis,
the energy for which is supplied
by the conventional type of
power amplifier tubes in push-
pull, or from a power pack sup-
plying d.c. for energizing the
fleld coil.

DV102 is provided with an out-
put transformer which matches
the power amplifier tubes and
voice coil.—Radio Retailing, Sep-
tember, 1929.

Convenience Qutlets

Radio convenience outlets for
practically every need are of-
fered by Bud Radio, Inc., Cleve-
land, Ohio.

Model 105B for aerial and
ground connections, is $1.25;
106B for speaker or head phone
connections, $1.15; 158B for
aerial, ground and electrical
connections, $2.40; 168B for
speaker and electrical outlet,
$2.30; 156B for serial, ground
and spheaker connections, $2.40;
157B for speaker outlet and vol-
ume control, $3.00; 166B for two
speaker connections, $2.30, and
183B, which contains a duplex
receptacle for supplying electric
current to the set and speaker
and a three-way toggle switch
so that the receiver can be
turned on and off at two places

distant from it. Price, $2.50.
Raz(%io Retailing, September,
1929.

Radio Retailing, September, 1929

Model 292

New Gulbransen Sets

Two screen-grid sets, one a
highboy and the other a console,
are now being made by the Gul-
bransen Co., 3232 W. Chicago
Ave., Chicago, Il

Model 291 uses two 245's in
combination with the screen-
grid tubes, The radio-phono-
graph switch is operated by the
knob that controls the a.c.
switch. The intended retail
price is $139.50.

Model 292 has a 10 in. dy-
namic speaker. The cabinet is
built of walnut with walnut ve-
neers. The intended retail price
is $149.50.—Radio Retailing,
September, 1929,

Model 291

Trav-Ler Portable
Sets

Three new models of portable
radio receivers, all using a new
and radically different type of
circuit, have been perfected by
the Trav-Ler Manufacturing
Corporation, St. Louis, Mo.
They have only four tubes, with
a screen-grid tube used in the
r.f., a 199 as detector and in the
first audio stage. A 120 is used
in the last audio stage.

Each model is made to operate
with batteries, or on 110 volt,
a.c. or d.c. The power packs
and batteries are easily inter-
changeable, so that the dealer
need carry only a minimum
stock as he can stock the two
styles of power pack and equip
the model according to the
buyer's demand. A built-in loop

is used. Binding posts for an-
tenna and ground are provided.

The “‘Standard” is the smallest
model and lists at $65. The case
is covered in black Mocotan with
the panel in black, green and
gold crackle finish.

The “De Luxe' is a larger set
and retails at $75. This model
when closed measures 14} in. X
9 in. x 13% in. The weight
when fully equipped is 30 lb.

The ‘‘Aristocrat”’ has a 7 in.
cone speaker of a new type espe-
cially developed for it. The case
is covered in brown Mocotan.
When closed it measures 15§ in.
x 9 in. x 15% in. The weight is
39 Ib. Price, $100.

The above prices cover the
speaker but do not include power
packs, batteries or tubes. The
a.c. power pack lists at $35;
while the d.c. unit is $30.—
Rga%to Retailing, September,
1929.

Electric Phonograph
Motor

A neat and compact electric
phonograph mctor, known as the
“Black Flyer,” has been devel-
oped by the General Industries
Company, 2913 Taylor Street,
Elyria, Ohio. It is of the stand-
ard power-motor type. Suffi-
cient power is provided for in-
stantly starting the largest
records under the heaviest
needle pressure, according to the
manufacturer. It operates on
110 volt, 60 cycles, a.c., and
picks up under load to 80 r.p.m.
within two revolutions.

The finish is black crackle
enamel with hardware in nickel,
brass, antique copper or statuary
bronze finish. The turntable
may be had covered in standard
shades of felt or velveteen. Silk
velvet coverings are available at
a slight extra charge.

The ‘“Blue Flyer,” illustrated,
is a “super-electric” motor par-
ticularly suited for portables be-
cause of its smaller size. It is
of the induction type and is built
on the same principles as_the
larger model.—Radio Retailing,
September, 1929,
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Model 52

New Zenith “50”
Line

Four new models make up the
“50” series just brought out by
the Zenith Radio Corp., 3620
Iron Street, Chicago, Ill. The
sets use the following tubes:
three 224's, three 227's, two
245's and a 280 rectifier. A
feature of these receivers is the
double push-pull amplification
using two 227's and two 245's,
providing tremendous output. A
2-in. super electro-dynamic
speaker ; automatic volume con-
trol, automatic station silencer
and indicator, and phonograph
pick-up connection are among

Model 58

the other features. All have the
Zenith automatic tuning device.

Model 52 is inclosed in a
cabinet which is an American
adaptation of a Gothic cabinet.
This model does not have the
automatic control and station
indicator and silencer. The in-
tended retail price is $175.

Model 53 comes in a Jacobean
period console, decorated with
carving. Price, $275.

Model 54, in a Charles II
period cabinet, has an intended
retail price of $395.

Model 55 features remote con-
trolled automatic tuning and
has a built-in loop antenna.
With remote control, the set may
be operated from any part of
the house. Ag many as four
tuner units may be connected to
the set. The device ig 63 in. by
3 in. and comes in a walnut
case with bronze plate top and
felt covered bottom. The in-
tended retail price is $700.—
R%w Retailing, September,

Model 54

Steinite 60 and 70

The Model 60 set being made
by the Steinite Radio Co., Ft.
Wayne, Ind., employs five 227's,
twe 245's and one 280 rectifier.
It is equipped with a super
electro-dynamic speaker. The
doors are made of matched wal-
nut and are of the half swing-
ing type.

Model 70, illustrated, utilizes
three screen-grid tubes, two
245's, one 227 and a 280. An
electro-dynamic speaker is also
used in this model, which is in-
closed in a walnut cabinet. The
intended retail price is $118.—
{3902%170 Retailing, September,

“Transitone”
Receiver for Autos

A radio receiver for installa-
tion on the dash-hoard of an
automobile has been developed
by the Automobile-Radio Cor-
poration, 4311 Thirty-second
Place, Long Island City, N. Y.

It consists of a six-tube, six-
volt radio receiver completely
enclosed and properly shielded
by a copper box bhehind the
dash. The tubes are mounted
in cushioned base sockets to ab-
sorb the vibration. It has three
stages of t.r.f., detector and two
stages of transformer coupled
audio amplification. The tubes
used are three 201A's in the r.f.
circuit, a 200-A detector, one
201A in the first audio and a
112A in the last audio stage.

The aerial for closed cars is
copper wire netting concealed in
the top of the car out of sight.
For open cars, the aerial is
made of heavy flexible copper
cable woven criss-cross into
heavy canvas which is made
into the top of the car. This
aerial will function with the top
up or down. A reproducer is
mounted over the windshield on
closed cars and under the in-
strument board in open models.
A speaker may be plugged in
and used at any distance from
the car. The tubes are run
from the regular storage bat-
tery of the car. Ignition noises
have been eliminated by a sound
filter system, according to the
maker, and reception is satis-
factory at all speeds.—Radio
Retailing, September, 1929,

D.C. Interference
Devices

The Dubilier Condenser Cor-
poration, 10 E. 43rd Street, New
York City, has introduced two
types of D.C. interference de-
vices. One has 4 mfd. by-pass
condensers, and the other has
2 mfd. by-pass condensers, both
intended for a 400-volt D.C.
working voltage. There are
three leads for the necessary
connections across the line or
power equipment, with the cen-
ter lead to ground.—Radio Re-
tailing, September, 1929,

New Sentinel Line

. A radio-phonograph combina-
tion with a United electric pick-
up and electric motor, and a
Quam dynamic speaker, is one
of the outstanding features of
the line being made by the
Sentinel Manufacturing Co.,
9705 Cottage Grove Ave,, Chi-
cago, Ill. The intended retail
price of this model, which is
illustrated above, is $149.50.
Among the radio receivers
offered are model 666, a nine
tube set using 227’s and two
245’s, and equipped with a Quam
dynamic speaker, $99.50: and
model 444, a screen-grid receiver,
$89.50.—Radio Retailing, Sep-
tember, 1929,

Mills Automatic
Phonograph

A new automatic phonograph
with several improvements is
now a part of the line made by
the Mills Novelty Company,
4100 Fullerton Ave., Chicago, Iil.
Chromium finished parts are
now used and they are visible
through the etched plate win-
dow. When in operation colored
lights {lluminate them. The
cabinet is made of burl walnut.
This model has, of course, the
record selector device and spe-
cial volume control.—Radio Re-
tailing, September, 1929.

Electric Portable
Phonograph

A recent addition to the line
of Stevens Manufacturing Cor-
poration, 44 Spring Street,
Newark, N. J.,, is a small, por-
table phonograph turntable with
electrical pick-up, operating on
the regular light socket. It is
based on an entirely new type
of electric motor measuring only
4 in. in diameter and with a
speed governor carried by the
rotor inside the housing. The
motor operates in conjunction
with a small transformer and
special rectifier which supplies
4% volts at 180 milliamperes.
This eleetric portable phono-
graph is mounted in a small
walnut finished wooden suitcase.
The list price is $42.50 complete.
—Radio Retailing, September,

1929,

Console Cabinets

The line of the American Fur-
niture & Cabinet Co., Inc., Scott’s
Lane and Ridge Ave., Philadel-
phia, Pa., embraces three models.

Model 211 is an English low-
boy of walnut with open face
front. The set compartment
measures § in. x 21 in, x 12 in.
Price, $23.

Model 215 is a Louis XVI
highboy of walnut with French
doors. The set compartment is
%2Rin. X 23 im. x 12 in. Price,
Model 216, illustrated, is a
lowboy ot Renaissance design
with open face front. It is
made of walnut and will accom-
modate a set 9 in. x 21 in. x 12
in. Price, $§33—Radio Retailing,
September, 1929,

New Operadio
Speakers

The ‘“Jack Horner” wall repro-
ducer, illustrated, has the new
electro-dynamic chassis and is
made by the Operadio Manufac-
turing Co., St. Charles, Ill. It
hangs in a corner of the room,
using two walls as sounding
surfaces. The dimensions are 15
in. wide x 36 in. high. The
intended retail price for 110 volt,
50-60 cycle operation is $55; for
25-40 cycle operation, $57.50;
and for 110 volt, d.c. operation
$45. A smaller model known as
the “Little Jack Horner’ is $35.

The “Junior” speaker, with 10
in. exponential horn, is $15. The
“Senior” with a 54 in. air col-
umn is $19.50. The ‘““‘Algonquin”’
has an 11-in. cone driven by a
magnetic cone unit and retails
at $32.50. The ‘Parisienne” is
a console of French design and
will accommodate a table set
on top. The price is $41. The
“St. Charles” is a console with
the electro-dynamic chassis. For
110 volt, 50-60 ervcle operation
the price is $75, for 25-40
cycles, $77.50; and for 110 volt,
d.c. operation. $65.—Radio Re-
tailing, September, 1929,

Voltage Regulator

The Webster Company, 850
Blackhawk Street, Chicago, Ill.,
is making a voltage regulation
device called the ‘“Auto-Poten-
tialator.”” It contains no mov-
ing parts, liquids, ballast re-
sistor or tubes, and is easily in-
stalled. The intended retail
price is $15.—Radio Retailing,
September, 1929,

Radio Retailing, September, 1929
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Model 70

Two New Bush &

Lane Receivers

The ‘“‘de luxe’ chassis is used
in models 70 and 34, recently
placed on the market by the
Bush & Lane Piano Company,
Holland, Mich. It consists of
three stages of tuned and neu-
tralized radio frequency ampli-
fication, tuned detector and
grid-leak condenser method of
rectification. The audio stage
uses two 245's in push-pull
Eight tubes, including rectifier,
are employed. A phonograph
attachment is provided.

Model 34 has a recessed center
panel framed by a front of fig-
ured butt walnut, with an over-
lay of maple burl. The intended
retail price is $187.50.

Model 70 is a highboy with
flgeured sliding doors of butt
walnut with panels of lighter
Australian walnut on either side.
Price, $207.50.—Radio Retatling,
September, 1929.

Model 384

Dynamic Air Column

Units

The Miles Mfg. Corporation,
31 W. 21 St, New York City, is
marketing electro-dynamic re-
producer units designed for air
column work.

The Miles dynamic air column
unit is put up in conjunction
with a special output trans-
former in the following combi-
nations of unit, transformer and
horn.

The M 3% Combination (3% ft.
trumpet, unit and output trans-
former) lists at $170.

The M9 combination is the
same as the above only with a
large 9 ft. theatrical horn and
lists at $230.

The M10 is the same as the
above with a giant ten ft. horn

Radio Retailing, September, 1929

?a_\l'gng a 40 in. bell, listing at
275.

These reproducers are de-
signed to operate any output of
10 to 30 watts of undistorted
power. Field supply 1.1 amp.,
at 6 volts d.c. (also can operate
direct from a.c. by means of
rectifier).—Radio Retailing, Sep-
tember, 1929,

Metal Stands

Metal stands to accommodate
Atwater Kent and Crosley sets
and speakers are offered by the
A, L. Smith Iron Works, Chel-
sea, Mass. They are lacquered
and available in either antique
brown or black. Each has a
speaker clearance of 17 in.

Model H-1 is made for A-K
model 40, 42 or 46 and the
Crosley Show Box and Gem
Box ; model H-2 for A-K models
44, 45, 47, and 55; and model
H-3 accommodates the Crosley
Jewel Box and the Apex model
36. Any set of the same dimen-
sions will also fit these stands.
The intended retail price is
$4.75.—Radio Retailing, Septem-
ber, 1929.

Combination Antenna

and Clock

The Aerial Insulator Com-
pany, Inc.,, Green Bay, Wis,, is
offering its inside aerial in com-
bination with the Gardner
“Around the World” clock, by
which time in various parts of
the world can be told at a
glance. It will operate on either
A.C. or D.C, is made of cast
aluminum and retails for $9.50,
complete.—Radio Retailing, Sep-
tember, 1929.

Stromberg-Carlson
Electric Pick-Up

A new magnetic pick-up out-
fit, known as the 3-A, has been
designed by the Stromberg-Carl-
son Telephone Manufacturing
Company, Rochester, N. Y., for
use with its new line of screen-
grid receivers and other sets
using power detection and re-
quiring that the pick-up circuit
work directly into the grid of
the amplifying tube.

The pick-up unit or head is of
the low impedance flexible arm-
ature type. The step-up trans-
former is provided to raise the
voltages to a value suitable for
operating the audio amplifier.
A flexible arm reduces wear on
the record. The intended retail
price is $30.—Radio Retailing,
September, 1929,

Seven Tube Sets

Of particular interest to radio
dealers in California and sur-
rounding territory is the an-
nouncement by Barker Bros.
Seventh Street, Flower an
Figueroa, Los Angeles, Calif., of
two radio receivers enclosed in
rcabinets especially made for th.
typical California interior. In
addition to these models, two
other styles are available. The
chassis used has six 227, one
245 and one 280 rectifier tube.
The line, known as the *“In-
vincible” line, is made wunder
RCA, Latour and Hazeltine
patents.

The “Monterey” model comes
in a ‘“peasant-type"” cabinet
with aged wood finish, in straw

or Spanish Green, decorated.
The intended retail price is
$224.

Th ‘“‘La Mesa” is made

especially for Spanish interiors.
It is of the table type and lists
at $198.

The “Albion” is a walnut
lowboy in the English cottage
design., $225.

The “Hadlow’” has sliding
doors and comes in both wal-
nut and mahogany. With plain
panel, the price is $198; with
decorated $207. —Radio Retail-
ing, September, 1929.

Die Cast Condenser

The Furnell Die Cast Con-
denser Corp., Hudson St.,
New York City, is placing on
the market a new type of con-
denser. It eliminates entirely
plate construction, the stator and
rotor units being composed of
one piece castings each—using a
special alloy which will not
warp. Stations are spaced over
360 degrees of dial motion. Any
curve may be had by means of
the design of the actuating cams.

he elements, being thick,
avoid all vibration, According
to the maker it is impossible to
short the condenser. At max-
imum capacity a .02 in. air-
dielectric is maintained. This
increases to .05 in. at minimum
capacity. Bakelite is used for
insulation. — Radio Retailing,
September, 1929,

A Sensitizer

The Sunset Manufacturing
Company, 7471 Melrose Avenue,
Los Angeles, Calif.,, is making
what it calls the Sunset ‘“senti-
tizer” for use on any tuned radio
frequency set. It is in the form
of a band which slips over the
detector tube, with a wire for
connection to the antenna post.
The intended retail price is $1.—

Radio Retailing, September, 1929,

A.C. Portable
Phonograph

A Portable a.c. phonograph
which incorporates a number of
unusual features is announced
by the Stevens Manufacturing
Company, 44 Spring Street
Newark, N. J. This portable
includes the new Stevens silent
motor and miniature rectifier,
operating directly from a.c. cur-
rent supplying power for the
motor. A phonograph sound box
and arm deliver the music to a
built-in horn which utilizes the
curve of the carrying case
cover as a sound rectifler. A

phonographic pick-up and out-
let are also included.

One of the important features
of this machine is the small
compartment to carry batteries
so that it may be automatically
wound when used where a.c.
current is not available. A
small switch disconnects the a.c.
rectifier and substitutes the
battery source. The case Iis
covered in black imitation
leather with all metal parts
heavily nickeled.—Radio Retail-
ing, September, 1929,

Readrite Tube and
Set Tester

Screen-grid sets can be ana-
lyzed and tested with the new
device put out by the Readrite
Meter Works, Bluffton, Ohio. A
grid bias and three double read-
ing meters are provided. Extra
cords with tip jack connections
are supplied to permit use of
each meter individually. It is
self-contained and comes with
a seamless drawn metal cover,
with leather handle. The in-

tended retail price is $20.—
Retailing,

Radio

September,
1929,

Replacement
Resistors

A resistance unit, known as
Durham type MF4-2, may now
be obtained from the Inter-
national Resistance Company,
2206 Chestnut Street, Philadel-
phia, Pa., in all ranges of from
approximately 250 ohm to 10
megohms. It is ruggedly made
and is especially useful to man-
ufacturers, jobbers and service
stations for use in replacing re-
sistors in power packs and a.c.
sets,—Radio Retailing, Septem-
ber, 1929,
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To Guard Against
Overproduction

RMA Board Also Votes to
Resume Broadcasting
Plan This Fall

Immediate action to prevent possible
overproduction of radio products this sea-
son was agreed upon by the board of di-
rectors of the Radio Manufacturers Asso-
ciation at its recent meeting, held in the
Clifton Hotel, Niagara Falls, Ontario.

The merchandising department of this
organization was instructed to recommend
to radio manufacturers, acting strictly
within the limitations and in observance of
the law, that their production schedules be
carefully checked against present and
prospective business. This in order to
guard against undue expansion.

For the radio public, and in support of
broadcasting also, the board of directors
decided to undertake to present another
series of special RMA programs next fall.
These will be contributed by various manu-
facturers and broadcast om national chains.
This activity will be in charge of B. G.
Erskine of Emporium, Pa., chairman of the
Broadcasting Committee. It follows the
successful series of nearly a score of RMA
programs presented last spring.

C. C. Colby of Canton, Mass., chairman
of the association’s legislative committee,
reported complete organization in the east
and substantial progress in other sections
of the country in the establishment of a
new legislative information service. Local
radio leaders are being appointed to co-
operate with the RMA in local and state
radio legislative affairs, to protect all radio
interests against harmful legislation.

Next month the Patent Committee,
headed by Le Roi J. Williams of Cam-
bridge, Mass., will undertake an intensive
campaign in furtherance of the RMA pat-
ent interchange plan.

For West to East Broadcasting

James A. Frye, sales manager of the Earl
Radio Corporation, finds West Coast facili-
ties for transmitting radio broadcasts to the
East quite inadequate as compared with
those available for east to west programs.
Mr. Frye, on a recent trip through his
western territories, interviewed radio en-
thusiasts with the object of arranging for
a two-way wire which would enable worth-
while western programs to be broadcast in
the east as regularly as Atlantic Coast
broadcasts are now sent to California.

The Radio Wholesalers Association has
elected Fred Wiebe as vice-president from
the central zone. Zone 3 will be represented
by G. N. Provost of the Doubleday-Hill
Electric Company, Pittsburgh, while C. C.
Matthews of the Capital Electric Company,
Indianapolis, Ind., has been elected to fill
the vacancy from Zone five.
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R. A. Fessenden, Pioneer

Professor R. A. Fessenden, radio pioneer
and early *“wireless” inventor, in whose
Brant Rock, Mass., laboratories some of the
present radio leaders, while still in knee
pants, received their first radio instruction.
Professor Fessenden was recently retained
by the Grigsby-Grunow Company, Chicago.
for special consulting work.

Bond Runs Second
Prize Contest

So successful was the first prize contest,
run last year by the Bond Electric Cor-
poration, Brooklyn, N. Y., that this con-
cern has now launched a second contest
to publicize and popularize its line of bat-
teries, flashlights and radio parts.

This new “stunt” will take the form of
a series of six picture-puzzles. Prizes,
aggregating $10,000, will, it is believed,
cause in the neighborhood of 100.000 per-
sons to participate. It will be necessary
for those entering the contest to go to the
local dealer in order to carry out the
terms of this idea.

Marvin Designs New Fixture

To help the dealer maintain a continuous
and accurate check on his supply of tubes
and at the same time display them attrac-
tively, the Marvin Radio Tube Corporation
has designed a handsome display cabinet in
green, orange, and black, the Marvin colors.
Various tube assortments are available to
fit individual needs.

Dilco Expands

The Dilco Radio Corporation announces
that it will exhibit a new line of vacuum
tubes at the Radio World’s Fair at Madi-
son Square Garden which will bear the
Dilco trade mark., Dilco has recently com-
pleted a factory in Harrison, New Jersey.

Harbord, RCA, Comments
on Dubilier Decision

Responding to an inquiry concerning the
recent decision of the United States Dis-
trict Court of Delaware, Federal Judge
Morris presiding, in the case of Francis W.
Dunmore, P. D. Powell and the Dubilier
Condenser Corporation, plaintiffs, against
the Radio Corporation of America, General
James G. Harbord, president of the latter
concern, advised that four claims of one
patent were held not to be infringed by the
Radio Corporation, and that three claims
of two other patents were held to be in-
fringed by certain receiving sets heretofore
sold by it. It was stated that an appeal
will be taken from the adverse portion of
the decision.

The decision is the outgrowth of a suit
brought in 1927 against the Radio Corpora-
tion of America, alleging infringement on
patents owned by plaintiffs for the manu-
facture of instruments for radios which
eliminated the necessity of storage batteries
and made it possible to operate from the
standard residence lighting systems.

The decision does not involve the suit
of the Radio Corporation of America
against the Dubilier Condenser Corporation
on the Hull patent, covering alternating
current power supply for radio sets, which
suit is still pending.

Atlas, Davega and City
Radio Stores Merge

A merger agreement which welds into
one unit three large chain store operations,
was announced the fore part of August.
The subscribing parties are the Atlas Stores
Corporation of Chicago, the City Radio
Stores, Inc., and Davega, Inc., the latter
two of New York City.

These stores will handle phonographs,
musical instruments, cameras and sporting
goods, as well as complete stocks of radio
equipment. It is expected that each chain
will continue to operate under its own
name.

“Skipper” Hahn nf Amrad

title,
James E. Hahn, president of the Amrad

In spite of his military Major
Corporation, Medford Hillside, Mass.,, can
qualify for the nautical title of ‘“‘skipper.”
Here he is with Mrs. Hahn enjoying the
salt breezes at Marblehead Neck, Mass.

Radio Retailing, September, 1929




National Union Radio Corp.
Name of New Tube Merger

Nathan Chirlestein and E. A. Tracy Slated for High
Executive Positions—Initial Capitalization, $16,000,000

The National Union Radio Corporation
is the name chosen for the four recently
merged concerns manufacturing Sonatron,
Marathon, Televocal and Magnetron tubes
respectively.

The Honorable Joseph E. Davies, chair-
man of the Federal Trade Commission dur-
ing the Wilson administration, has been
elected chairman of the board of directors.
Paul M. Mazur and Sylvester W. Mul-
downy of Lehman Brothers, bankers, were
also elected to the board.

It is announced that Nathan Chirlestein,
who was president of the Sonatron Com-
pany, will be executive vice-president of
the National Union. Another important
executive from one of the constituent com-
panies will be E. A. Tracy. He was vice-
president of the Northern Manufacturing
Company, maker of the Marathon tube,
and is to be vice-president in charge of
sales and advertising in the new corpora-
tion.

The creation of the National Union is
based upon reciprocal licensing contracts
with the Radio Corporation of America, as
reported in last month’s issue. Under this
agreement each company is authorized to
make tubes covered by the others’ patents.

Under its licensing agreement with the
Radio Corporation of America the new

company will also enjoy the advantages in
the tube field of all laboratory developments
and research of the General Electric Com-
pany and the Westinghouse Electric and
Manufacturing Company, with which RCA
is affiliated. In addition, however, it will
create its own research and scientific de-
partment.

National Union also has entered into an
agreement with RCA by which the latter
loans the new company $2,000,000, secured
by notes, and receives in return an option
to buy 40,000 shares of stock in the new
corporation within five years. It is stated
that this transaction has been completed
and that the new concern is therefore able
to go ahead promptly in its merchandising
and advertising programs.

One million shares of common stock are
authorized by the new company’s charter,
which was secured in Delaware, but only
400,000 will be issued at this time. As this
issue will be given a value of about $40
per share, the National Union will thus
begin operations with a capitalization of
$16,000,000.

The daily production capacity of the com-
bined companies is stated as from 75,000 to
100,000 tubes. These are made in five
plants located at Chicago and Newark, Ho-
boken and Union City, N. J

Get Togethers

A meeting of the eastern distributors of
the Silver-Marshall Company and its sales-
men was held at the Hotel Commodore,
New York City, Thursday, Aug. 15, under
the direction of Harold C. Bodman, sales
manager. )

L. T. Breck, sales manager of Kolster
Radio Corporation, and Robert C. Hop-
kins, eastern manager, presided at a joint
sales meeting of the Roberts Electrical and
Auto Supply Company and the Trilling
and Montague Company in Philadelphia
recently.

Electrical Distributors, Ltd., Vancouver,
B. C., recently entertained its dealers at a
banquet in the Hotel Vancouver. Bob
Hindle, sales manager, presided. Conrad
B. Strassner, president of the A. C. Day-
ton Company, Dayton, Ohio, was the chief
speaker.

Inca Locates at Ft. Wayne

George A. Jacobs, founder and former
president of the Dudlo Manufacturing Cor-
poration, and associates has organized the
Inca Manufacturing Corporation at Fort
Wayne, Ind. This concern will manufac-
ture copper wire products for the electric,
radio, automotive and kindred industries.

Lukko Opens New Branch

The Lukko Company, distributor for the
Colin B. Kennedy Corporation, opened its
new main office and show rooms at 910
West Jackson Boulevard, Chicago, on
August 16. John M. Redell will be in
charge for Lukko.
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The Cup That Cheers

One of those cups that cheer, but do not
inebriate, recently was presented to C. A
Earl, president of the newly named Earl
Radio Corporation. by thoughtful asso-
ciates. This act was to commemorate the
change of firm name from that of the
Charles Freshman Company to the title
which carries the Earl identification.

Apex Shows New Models

At a meeting of the Apex distributors
of the United States Radio and Television
Corporation, held in Chicago on Aug. 12,
first showing was made of the new Apex
screen-grid set and the new high-gain neu-
trodyne set. Some fifty-five distributors
from all sections of the country were in
attendance.

W hite in Europe

While this is being penciled, Tom White,

“dynamic” sales manager for Jensen, is
figuring t}ow he is going to get back from
Europe—including the Scandinavian.

$100 for Best
Program Suggestion

Idea Sponsored by Radio World’s Fair
to Popularize “Radio Week”

The radio listener or dealer with the best
plan for a one-hour broadcasting program
will receive $100 from the management of
the Radio World's Fair, which opens
at Madison Square Garden, New York,
Sept. 23. The idea, or program con-
tinuity outline, must be sufficiently com-
prehensive for the judges to interpret
clearly its meaning.

This is but one of many “stunts” which
will be employed to popularize the concur-
rent holding of this event with that of
National Radio Week. Another will be the
network broadcastings from a specially
constructed crystal studio at the Garden.
Six consecutive days of attractive pro-
grams are planned. Anneuncements to the
listening public throughout the United
States also will be made.

Here, then, is an excuse for dealers to
contact their customers as well as an op-
portunity to make a special drive on set
sales.

Entries in the program contest should be
mailed before Sept. 14 to G. Clayton Irwin,
1904 Times Building, New York City.

General Electric Organizes Supply
: Corporation

'Effective Oct. 1, the fourteen wholesale
distributing corporations owned by the
General Electric Company will be consoli-
dated into the General Electric Supply Cor-
poration (of Delaware). These companies
have for many years distributed General
Electric products and the plan involves no
change of ownership.

The consolidated corporation will be in a
much better position to offer natiot-wide
service through its control of seventy-six
houses, through interchangeability of
stocks, and speedier and more economical
operation, it is claimed.
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Amer. Engineering Council to
Study Legislation

A committee of experts has been named
by the American Engineering Council to
study legislation involving radio and wire
control now pending in Congress. Among
those who have agreed to serve are Edwin
Wendt, of Washington, D. C., who will
act as chairman, and O. H. Caldwell,
editor of Radio Retailing and former Radio
Commissioner.

“Fundamental questions are involved in
the bills of Senators Watson and Couzens,”
declared Arthur W. Berresford, president
of the Council. “Their ultimate purpose is
to establish an all-embracing commission
somewhat like the present Interstate Com-
merce Commission, but which would have
supervision of all means of communication.
Is it in the public interest to create another
such commission ?”

Oxford Issues Speaker-
Chassis Chart

The Oxford Radio Corporation, 3200
West Carroll Ave., Chicago, has prepared
a timely chart showing the proper speaker
for use with each chassis manufactured by
the leading set and chassis manufacturers.
This chart is prepared for jobbers and
dealers, as well as the cabinet concerns who
buy individual units and assemble them
into a complete console set.

Captain Sparks and Aides

The camera catches Captain William
Sparks in full military regalia—aided and
abetted in his recent conventioneerin% tour
of the Pacific coast, by Messrs. alter
Fagan and C Griffin, president and
sales manager, respectively of the Pacific
Wholesalers, Inc., of Los Angeles, Calif.

Marvin On the Air

The Marvin Radio Tube Corporation
of Irvington, N. J., went on the air
August 31, over station WJZ and ten
other associated NBC outlets with a pro-
gram entitled, “The Marvin Musicians.”

September 9-15: First Annual
I International Radio Exposition,
Olympia, Detroit, Mich.

September 10-13: Annual Radio
Trade Show, Ballroom of the
Mosque, Richmond, Va.

September 16-21: Fifth An-
nual Southwest National Radio
Exposition, New Coliseum, St.
Louis, Mo.

September 16-21: Fifth An-
nual Rochester Radio Show, Con-
vention Hall, Rochester, N. Y.

September 16-21: Fifth An-
nual Cincinnati Radio Show,
Music Hall, Cincinnati, Ohio.

September 18-25: Cleveland
Radio Show, Public Auditorium,
Cleveland, Ohio.

September 23-28: Sixth An-
nual Radio World’s Fair, Mad-
' ison Square Garden, New York
City. :

September 23-28: New Haven
Radio Show, Arena, New Haven,
Conn.

September 23-28: Sixth An-
nual Radio Exposition, Conven-
tion Hall, Kansas City, Mo.

September 24-28: Eighth An-
nual Northwest Radio and Elec-
trical Show, Minneapolis Audi-
torium, Minneapolis, Minn.

Radio Shows and Conventions

September 30 - October 5:
Pittsburgh Radio Show, Du-
quesne Garden, Pittsburgh, Pa. q

October 1-6: Seventh Wiscon-
sin Radio-Music Exposition, Mil-
waukee Auditorium, Milwaukee,
Wis.

October 7-11; National Elec- 4
trical Manufacturers Association
—Annual Meetine, Wardman
Park Hotel, Washington, D. C.

October 7-12: Ninth Annual
Boston Radio Exposition, Me-
chanics Hall, Boston, Mass.

October 7-12: First National
Electrical Exposition, Grand
Central Palace, New York City.

October 21-26: Detroit Radio
Show, Convention Hall, Detroit,
Mich.

October 21-26: New Orleans
States Radio Show, States Audi-
torium, New Orleans, La.

October 21-27: Seventh An-
nual Chicago Radio Show,
Coliseum, Chicago, Ill.

October 28 - November 2:
Fourth Annual Long Island and
Brooklyn Radio Exposition, 23rd
Segiment Armory, Brooklyn,

. Y.

November 11-16: Electric and
Radio Show, Philadelphia, Pa.
Auspices of Electric Club.

American Piano Co. to Sell

Sets Through Own Outlets

Robert B. Rose Directs Operations
\

The American Piano Company will dis-
tribute a complete line of radio receivers
through its own chain of retail outlets
operating under the name “‘Ampico Hall.”
These stores cover such important trading
areas as New York City, Brooklyn, Ford-
ham, N. Y, Jamaica, L. I, Newark, N. I,
Chicago, Milwaukee, Cleveland, St. Louis,
Boston, Philadelphia, and Atlanta, Ga.

Robert B. Rose has been appointed vice-
president in charge of Radio Promotion.
Mr. Rose has had an extensive experience
with R. H. Macy and Company, and re-
cently was general manager of Landay
Brothers.

The American Piano Company will carry
makes of radios in each price level. Among
the piano lines controlled by this concern
are: the Mason and Hamlin, the Knabe,
official piano of the Metropolitan Opera
Company; the Chickering, America’s oldest
piano; the J. and C. Fischer and the
Marshall and Wendell.

Columbia Adds Seven
Stations to Chain

The new Far West group of the Co-
lumbia Broadcasting System, comprising
seven stations, will be opened September 1,
according to William S. Paley, president.

The stations added are KLZ, Denver;
KDYL, Salt Lake City; KVI, Seattle;
KOIN, Portland, Ore.; KFPY, Spokane ;
KFRC, San Francisco; and KHJ, Los
Angeles.

Stations KHJ, Los Angeles, and KFRC,
San Francisco, known to West Coast
listeners as the “Don Lee Chain,” are
owned and operated by Don Lee, prominent
radio chain operator, while the other five
stations have long been outstanding in
their respective localities.

Radio Concerns Broadcasting

The Bremer-Tully Manufacturing Com-
pany and the Ken Rad Corporation are
among the latest radio manufacturers to
inaugurate weekly entertainment programs
on the air. The former broadcasts every
Friday at 10 p.m. over the Columbia sys-
tem. Ken Rad goes on Mondays at 10
over the NBC Blue Network with a feature
called “Cabin Nights.”

Executive Appointments

Howarp W. Sams has resigned his posi-
tion as New York district sales manager
of E. T. Cunningham, Inc., to become
director of territorial sales for Silver-
Marshall, Inc,, of Chicago.

SAMUEL S. SaNForD, formerly with Vic-
tor and RCA, has recently been appointed
sales manager of the Triad Tube Co. His
new duties will take him to every state in
the Union.

Dow~aLp J. Pier1, widely known in radio-
music circles, has recently joined the Allen-
Hough Carryola Company as chief sales
engineer.

The Steinite Radio Co. of Ft. Wayne,
Ind., announces the appointments of O. R.
COBLENTz as assistant sales manager; S. J.
HerspEr as sales promotion manager;
HaroLp WEIsLow as advertising manager ;
and Frep IGGBERG as factory manager.
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What the W holesalers are Doing

Stanley and Patterson Absorb
Sterling in New Radio Set-up

A gesture of unusual significance is noted
in the recent action of Stanley and Patter-
son, Inc.,, a leading jobber of radio and
electrical products in New York City, when,
on August 15, it announced its retirement
from active participation in jobbing radio
apparatus. This end of its business will
be assumed by a new organization called,
George L. Patterson, Inc. The latter con-
cern will be headed by Irving Sarnoff, for-
merly president of the Sterling Radio and
Electric Company.

Under this new arrangement Sterling
ceases to exist and Stanley and Patterson’s
line of radio receivers (Radiolas) will be
distributed by its subsidiary, George L.
Patterson, Inc.

The significance of this move lies in the
fact that, for the first time, an electrical
jobber has voluntarily parted with its radio
activities in favor of a specialized, allied,
distributing organization.

“We feel that this is a wise and proper
thing to do,” stated Mr. George Patterson,
to a representative of Radio Retailing,
“because the nature of the radio business
and the diversified character of its primary
retailing outlets call for a specialized type
of distributing administration.”

RWA Elects Three New Directors

The Radiec Wholesalers Association has
elected Fred Wiebe as vice-president from
the central zone. Zone 3 will be represented
by G. N. Provost of the Doubleday-Hill
Electric Company, Pittsburgh, while C. C.
Matthews of the Capital Electric Company.
Indianapolis, Ind,, has been elected to fill
the vacancy from Zone five.

The work of the Tube Committee has
resulted in a great deal of good will being
created for the association and it is believed
that the organization’s membership will
increase materially therefrom.

Distributor Appointments

TaE Prant Company, Minneapolis.
Minn,, is now distributing Fada sets and
speakers in North Dakota, the greater por-
tion of Minnesota and parts of Wisconsin
and Michigan.

THE EcoNnoMy ELecTric CoMpAaNy, Fort
Worth, Tex., which has recently been made
Steinite distributor in 99 counties of north
Texas, has appointed J. Moore Green as
general sales manager of the radio division.

TroMas J. NortHwAY, INc., Rochester,
N. Y, has been appointed distributor for
the Zenith Radio Corporation in Rochester
and surrounding territory.

Kerrey, How, THomsoN, of Duluth,
Minn., one of Grebe’s oldest distributors,
has taken over the states of North and
South Dakota and the eastern half of Mon-
tana, in addition to its original territory of
Minnesota and northern Wisconsin, A
branch office has been opened at Minneapolis.

H. C. Scuurrz, Inc., Sonora distributor
in Detroit and Cleveland, Ohio, has had its
territory extended to cover Cincinnati. A
showroom and branch office has been
established in that city.
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Heads Three Companies

D. W. May is the founder of the May

Distributing Corporation, the May Radio
Corporation, and D. W. May Inc. He rep-
resents Crosley, Amrad, and Philco in New
York and Newark.

Nelson With Gertler

R. M. Nelson is leading the sales or-
ganization of the Gertler Electric Company,
New York. This concern is distributing
the Colin B. Kennedy receiver.

Tue KimserLy Rapio CorporaTioN, Chi-
cago, has appointed G. P. Gunther as gen-
eral sales manager. He has been connected
with the Zenith Radio Corporation, Chi-
cago, for the past ten years.

THE SPENCER CoMpPANY, of Memphis,
Tenn., has been appointed factory repre-
sentative for Triad tubes. It will cover the
entire southern territory.

More News About
Wholesalers

Reibold, Ine., of Bismark, N. D., an-
nounce 1ts appointment as distributor of the
Kennedy receiving sets. The product is
manutactured by the Colin B. Kennedy
Corporation of South Bend, Ind.

The Acme Electric and Manufacturing
Company announces the appointment of the
following representatives: G. Benn Mont-
gomery, New York City; G. Spencer
Pritchard, Chicago; Fraser Sales Com-
pany, Detroit.

The Colin B. Kennedy Corporation has
authorized the Carroll Electric Company,
Inc., in Washington; the Northland Elec-
trical Supply in Minneapolis; and the
Hafer Supply Company in Joplin, Mo., as
distributors of its line.

George S. Snyder has just been ap-
pointed western Pennsylvania representa-
tive for the Balkeit Radio Company.

A. H. Grebe and Company, Inc., have
added Stewart-Downey, Inc., of Boston, to
the roster of their distributors.

The A. C. Dayton Company, of Dayton,
Ohio, has appointed the Ideal Radio Cabi-
net Manufacturing Company of New York
as distributor for its line of receiving sets.

The Kellogg Switchboard and Supply
Company has authorized the following dis-
tributors to handle its products:

The Fleer-Petty Auto Supply Company
in St. Louis, the L. and L. Tire and Bat-
tery Company in Louisville, Universal Mo-
tor Company in Richmond, and the Raub
Supply Company, Lancaster, Pa.

The Martin-Murphy Company, Inc., of
Atlanta, has received an appointment as
distributor for the American Bosch Mag-
neto Corporation.

Father and Son
Which Is Which?

The answer is that
George H. Curtiss,
Senior, is the one in
the oval, without the
hat. He recently was
appointed secretary of"
the Pacific Radio
Trades Association,
with headquarters in
San Francisco. “Jun-
ior” has just taken
over the task of repre-
senting the De Forest
Radio Company on the
Pacific Coast.

K. W. Co. Is Sonora
New York Distributor

Appointment of the K. W. Radio Com-
pany, Inc., as Metropolitan distributor for
the Sonora lines has been announced by
Eugene P. Herrman, president of the
Sonora Phonograph Company. Head-
quarters of the K. W. Radio Company
are at 350 Hudson St., New York City.
The officers are Leonard Welling, presi-
dent and Gus Krouse, treasurer.

The Alliance Radio Corporation, Edison
distributor in Rochester, N. Y., has opened

! branches in Buffalo and Syracuse,
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If I Were Boss (continued from page 65)

lower and medium class of trade, rather than the well-to-
do. Nevertheless, our department has always carried a
heavy stock of expensive cabinet type machines of the
upper price ranges which we are expected to dispose of.
We would show a much better turnover figure, I am
sure, if all but a sample line of these fancy sets were
eliminated so that our attention could be directed almost
exclusively to the popular numbers.

“An idea which I have found productive of satisfactory
results in making console sales, is to point out to the
customer who buys such a set, that provision can be made
for plugging in a second loudspeaker, so that the use of
the set may be enjoyed in the kitchen or elsewhere in the
house. I find a lively demand, also, in connection with
table models, for a long cord connection for the loud-
speaker so that it may be transported from one part of the
house to another. Undoubtedly the possessor of a con-
sole set would like to enjoy the same flexibility. Here
is a good chance to sell a second loudspeaker, of which
few salesmen take advantage.

“Another piece of good advice which I would pass on
to my salesmen, if I were boss, is always to start at the
top of the list in displaying sets. If the customer de-
mands a particular make, show it to him, but in the most
expensive model on the floor. It has been worth a great
deal to me in increased commissions to follow this little
rule—and certainly it must have increased my value to
the boss. Never underestimate the buying ability of the
customer because he does not happen to look prosperous.
Show him the best. This will accomplish two things.
It will flatter him and it frequently will result in the sale
of a high-priced set. By going down from the top you
find the highest possible level at which the customer will
buy, whereas starting from the less expensive models
results in hitting his lowest price level.

“QOur store carries specials occasionally for advertising
purchases, but I am not sure that it does not overlook
their chief purpose—which is to bring the customer into
the store where he can be sold something else. The
‘special’ is a good point of departure, but it is really

almost as easy to sell a better model at a higher price if
you just take the trouble. If I were salesmanager |
should feel anything but happy over too good a sales
record in disposing of ‘specials.’

“I have thegries too about time payments, home demon-
strations, service contracts and trade-ins, but in none of
these fields does the individual merchant stand alone.
If T were boss, therefore, I would go in for building up
whatever co-operative organization existed in my own
town between my fellow radio merchants. Then,
through by local trade association, I would advocate
educating the wobbly dealer to the advantages of a sound
and conservative policy in all of these fields.

“In the matter of trade-ins, as I see it, we are now
passing through the most difficult period. When people
cease to bring in battery sets, or when the last battery
set sold becomes so old that even its owner does not
expect it to bring much return, half the grief from this
source will be over. As it is now, the greatest loss comes
from the current feeling that it does not pay to put much
money into a radio set because it becomes obsolete in a
few months and you can never hope to get anything back
on it—a widespread belief due to the small trade-in
value for even the most expensive of battery type sets.

“During this interval, I think that the most important
part of the radio merchant’s allowance trade-in policy
should be the explanation which precedes the naming of
the allowance. The customer should be led to appreciate
the situation and to feel that he has gotten full value out
of his set during its use and that therefore he should not
expect a very large return.

“What would I do 1f T were boss?

“Not so differently, I suppose, from what my boss is
doing now. I would purchase a stock appropriate to my
trade and then I certainly would set out to obtain the
very best sales force possible, seeing to it that they had
an adequate technical training and paying them accord-
iugly. And then I would concentrate on getting the larg-
est possible return from every customer.”

W hat of Selling Costs? (continued from page 54)

with an expense of 154 per cent. The fourth highest
cost, 16.7 per cent, was incurred by the group whose
sales were 90 to 100 per cent inside and the highest per-
centage of all was in the 65 to 80 per cent outside group
who have a figure of 23.5 per cent.

Relative Costs of “Inside” and “Outside” Selling

Sales
Folume Inside Outside  Expense
Group doing the largest
volume......... L 65 to 8097 23.5
Second largest. . .......... 90 to 1009, o 16.7
Third largest. ... ... ... 65 to 809, S 13.9
Fourth largest. .. ...... ... 50 50 14.5
Smallest Volume.......... 109 909, 15.4

“The combined 05 to 100 per cent “inside” groups show
a cost of 15.0 as against an expense of 22.1 per cent for
the respective combined “outside” groups. Total aver-
age selling and administrative expense, 17.2 per cent.”

These percentages appear almost contradictory when
taken individually. There is the startling difference of
almost ten per cent between the 65 to 80 per cent inside
and the 65 to 80 per cent outside groups, whereas the
90 to 100 per cent outside group are right in the middle
with an expense of 15.4 per cent. The combined 65 to
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80 per cent and 90 to 100 per cent inside groups show
a cost of 15.6 per cent as against an expense of 22.1
per cent for the respective combined outside groups.
As T said before, however, group figures are pretty
good indexes, and taking into consideration the average
salary expense of the entire 109 stores of 17.2 per cent,
it is definitely established that outside selling is more
costly to the merchant and that its percentage cost is
not reduced through increased volume to a figure com-
parable with the cost of inside selling.

This should not be construed as an argument against
outside selling. It simply means that the total sales
expense per transaction is increased. However, it is
perfectly possible—and very often happens—that the
total net dollars profit is greater due to a larger gross
volume.

We have found, so far, what the merchandise he
sells costs our Retail Radio Company, what its gross
margin is at varying volumes what its costs for sales
and management, what the volume and trend of inside
and outside selling is and about respective costs. In
the next issue we will present the complete operations
of these 109 stores, with comments upon salient features
of the tabulated figures.
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Phonograph-Record “ BEST SELLERS”

Recorded selections that recently have been in
greatest demand or that are recommended to dealers
by leading record manufacturers as “‘safe bets.”

22047-A
22029-A
21931-A
22004-A
21977-A
22033-A
21961-A
22032-A
21959-A
21967-A

Victor
Moanin’ Low

Ain’'t Misbehavin'—Leo Reisman and Orchestra
Heigh-Ho! Ev'rybody

Miss You—V allee’s Connecticut Yankees
Pagan Love Song—The Troubadours

The One Girl—Shilkret and Victor Orchestra
Am I Blue?—Shilkret and Victor Orchestra
Let Me Have My Dreams

My Sin—Waring’s Pennsylvanians

When My Dreams Come True

Maybe! Who Knows ?—Gene Austin

I’'ve Got A Feeling I'm Falling
Breakaway—OQlsen’s Music

Big City Blues

Peace of Mind—Pancho’s Orchestra

Good Morning, Good Evening, Good Night

I Get the Blues When It Rains—Marvin and Smalle
Down Among the Sugar Cane

I’m Just a Vagabond Lover

I'm Still Caring—Vallee’s Connecticut Yankees

14041
14040
14035
14036
14012
14003
20006
14016
14029

Brunswick Ltk

4400 Little Pal

I'm in Seventh Heaven—Sung by Al Jolson
4401 Why Can’t You—From motion picture “Say It With

Songs” as sung by Al Jolson

Used to You
4402 One Sweet Kiss

Liza—See 4401 1882-D

4375

4376

4378
4383

4445
4476
4452

Singin’ in the Rain—Ear! Burtnett and His Los Angeles
Biltmore Hotel Orchestra

Orange Blossom Time

Low Down Rythm—See 4375. These four from the
motion picture “Hollywood Revue of 1929”

Feelin’ for You

Your Mother and Mine

Singin’ in the Rain—Nick Lucas in “Hollvwood Revue”

Or What Have You—A! Goodman and Orchestra from
“The Little Show”

I've Made a Habit of You

Moanin’ Low

Am I Blue?—Libby Holman. comedienne

Do What You Do—Ziegfeld’s “Showgirl”

I’ve Made a Habit of You—Zelma O’Neil

Don't Hang Your Dreams on a Rainbow—From Car-
roll's “Sketchbook”

Song of the Moonbeams

1877-D
1888-D
1883-D
1900-D
1837-D
1891-D
1853-D
1854-D

Edison
(Needle Releases)

Smiling Irish Eyes—Lewvitow’s Orchestra

Where the Sweet Forget-Me-Nots Remember

Pagan Love Song—Violin and Ensemble

Don’t-Hang Your Dreams on a Rainbow—WW uldo Mayo
I Want to Meander in the Meadow—Phil Spitalny
Someday Soon—Mel Morriss’ Piccadilly Flayers
Breakaway

Maybe, Who Knows?—Mel Morriss’ Piccadilly Players
Am I Blue?—Rolfe and Lucky Strike Orchestra
Birmingham Bertha

Fioretta—Rolfe and Lucky Strike Orchestra

Dance of the Paper Dolls

Barnacle Bill the Sailor

How To Make Love—Frank Luther and His Pards
Wedding of the Painted Doll—California Ramblers
Heigh-Ho! Ev'rybody, Heigh-Ho!—The 7 Biue Babies
S’posin—Tenor Solo—J. Donald Parker

Where Are You, Dream Girl?

Little Pal—Baritone Solo—Phil Dewey

I'll Be a Pal to Your Boy—Baritone Solo—Bob Pierce

Columbia

I'm the Medicine Man for the Blues

Wouldn't It Be Wonderful >—Ted Lewis and His Band
Little Pal

Seventh Heaven—Paul Whiteman and Orchestra

I Get the Blues When It Rains

Kids Again—Guy Lombardo and His Royal Canadians
I Want to Meander in the Meadow

Now I'm in Love—Ruth Etting

Am I Blue?

My Song of the Nile—Ben Selvin and His Orchestra
Am I Blue?

Birmingham Bertha—Ethel Waters

Moanin’ Low

Ain’t Misbehavin’—The Charleston Chasers

Pagan Love Song

With a Song in My Heart—/ames Melton

I’'m Walkin’ Around in a Dream

Maybe—Who Knows?—Ted Lewis and His Band

Retail Credit Practice

John T. Bartlett and Charles M. Reed,
with the co-operation of the National Re-
tail Credit Association, have made a nation-
wide study of credit as a function of
modern retailing and have compiled a
comprehensive manual of practice in their
book “Retail Credit Practice.”

The book shows how credit can be made
a productive device increasing sales vol-
ume and reducing overhead. The {ull
credit and collection process is unfolded,
beginning with the credit application, and
continuing with the investigation, risk
analysis and decision, finally following the
account through its store history. Various
collection methods are covered in detail.

The book is published by Harper and
Brothers, 49 East 33rd Street, New York
City. Price: $4.
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Federated Issues Two Booklets

“How to Organize a Local Radio Trade
Association,” and “Radic Wholesalers As-
sociation” are the titles of two interesting
booklets recently compiled by the Fed-
erated Radio Trade Association. Either
booklet may be obtained for the asking
by addressing H. G. Erstrom, executive-
secretary, The Federated Radio Trade
Association, 32 West Randolph Street,
Chicago, Ill.

Radio Receiving Tubes

The McGraw-Hill Book Company, 370
Seventh Avenue, New York City, has just
published a 297-page book entitled “Radio
Receiving Tubes,” by James A. Moyer and
John F. Wostrel. The essential principles
underlying the operation of vacuum tubes

are explained in as non-technical a manner
as is consistent with accuracy. Also in-
terspersed are illustrations and diagrams.
The retail price is $2.50.

Textbook for Radio Operators

The second edition of “Radio Operating
Questions and Answers,” formerly pub-
lished under the title of “Radio Questions
and Answers,” by Arthur R. Nilson and
J. L. Hornung, has just come from the
press. It is published by the McGraw-Hill
Book Company, 370 Seventh Ave., New
York City, and is written especially for
students and operators who are about to
take the government examination for an
operator’s license. The material contained
is drawn from many sources and compiled
from the commercial operator’s standpoint.
The price is $2.

)
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(less tubes)

Only a Sensational Set could have attained
such sensational success! Six months
ago unknown—today a best seller. Only
outstanding performance and unparalleled
value could have doneit. + + +

There may bea C. A. Earl franchise
still available in your territory
. . Write or wire . .

EARL RADIO CORPORATION

C. A. EARL, President
122 East 42nd Street, New York City
Branch Offices : Chicago - San Francisco - Kansas City




» E/z'mmwmg Im‘erfereme

OCAL radio trade associations should consider the
need for an ordiance to minimize radio interfer-
ence, such as the one already in force in Portland,

Ore., Los Angeles, Cal., and other cities.

According to this ordinance, violet ray machines, ma-
chines using the Tesla coil or principle, X-ray machines,
open or quenched spark machines, or any apparatus
which produces high-frequency oscillations, can be oper-
ated only with the permission of the electrical division of
the Bureau of Buildings. An amendment to the ordi-
nance excepts radio stations from these provisions.

Furthermore, even with a permit, it is unlawful to
operate such machines between 7 p.m., and 11 p.m., ex-
cept by a registered practitioner in the practice of his
profession in emergency cases. Violations are punish-
able by a fine not exceeding $500 or by imprisonment for
not more than six months, or both. This ordinance
should go a long way toward minimizing, if not elimi-
nating radio interference, especially during the hours
when it is most annoying.

This is the ordinance:

ORDINANCE NO. 51269

An ordinance to provide for minimizing radio Interferences,
providing a penalty, and declaring an emergency.
The City of Portland Does Ordain as Follows:

Section 1. UNLAWFUL TO OPERATE APPARATUS THAT
INTERFERES WITH RADIO BROADCASTING OR RECEP-
TION: It shall be unlawful for any person to operate in the
City of Portland any apparatus generating or causing high-
frequency oscillations which interfere with radio broadcast trans-
mitting or receiving apparatus, without a permit to use the same.

Section 2. DEFINITION OF TERMS: The following elec-
trical apparatus shall be considered as coming within the mean-
ing of this ordinance, namely; violet ray machines, machines
using the Tesla coil or principle, X-ray machine, open or quenched
spark machines, or any machine including or incorporating a
device producing high frequency oscillations,

Section 3. APPLICATION FOR AND ISSUANCE OF PER-
MITS: Any person desiring to operate any apparatus in the
City of Portland coming within the terms of this ordinance shall
file a written application therefor with the Bureau of Buildings
(Electrical Division). The Bureau of buildings (Electrical Divi-
sion) shall prepare a form of application. If the information
in the application be indefinite or incomplete, the Bureau of Build-
ings (Electrical Division) shall refuse to issue a permit until
sufficient information shall have been submitted. If an applica-
tion be rejected the applicant, upon request, shall be entitled to
recelve a definite statement in writing setting forth the reasons
for the rejection. If the application
conforms to the provisions of this
ordinance and to the form prepared
by the said Bureau a permit shall
be issued, to the applicant condi-
tioned that all requirements of the
Building Code, Fire Code and other
ordinances of the City of Portland
have been complied with. Each ap-
plicant to whom a permit is granted
shall pay a fee of one dollar for
one machine and fifty cents for
each additional machine. It shall be
unlawful to operate any apparatus
permitted under the terms of this
ordinance, and for which a permit has
been issued, between seven o'clock p.m.
and eleven o’clock p.m. of any day,
unless the operation be by a practi-
tioner duly licensed by the State of
Oregon, or under his or her direction in the regular course of
practice of his or her profession in emergency cases.

Section 4. PERMIT PERSONAL—NOT TRANSFERABLE,
EXPIRING ON THE 31ST DAY OF DECEMBER OF EACH
YEAR: Each permit shall be personal and not transferable.
All permits shall expire on the 31st day of December of each
year.

Section 5. RIGHT OF INSPECTION—UNLAWFUL TO IN-
TERFERE WITH the Inspector of Buildings (Electrical Divi-
sion), or any of his authorized deputies or assistants, shall have
the right to enter upon any premises at all reasonable hours for
the purpose of inspecting the installation and the working of all

Violet ray machines, X-ray machines, open
or quenched-spark machines, or any appara-
tus producing high-frequency oscillations can
be operated only with the permission of the

local electrical department.
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The text of the Portland ord:-

nance regulating the operation

of oscillating apparatus during
hours of broadcasting.

apparatus coming within the terms of this ordinance, and it
shall be unlawful for any person to interfere with the Inspector
of Buildings (Electrical Division) or any of his authorized
deputies or assistants in making sald Inspection or to refuse
to permit the said Inspector or his deputies or assistants to
enter the premises for such purposes. The inspector or his
deputies or assistants before entering any premises shall ex-
hibit to any person there in charge his authority as inspector.

Section 6. PERMIT SUBJECT TO REVOCATION. All per-
mits shall be subject to further regulations that may be imposed
by the Council, and nothing in this ordinance contained shall be
construed to create any vested right in any person to the,
assignment, renewal, reissuance or continuance of any permit,
and the right shall be and remain at all times vested in the
Council, and the Council may as hereinafter provided revoke and
cancel any permit for fraud or misrepresentation in its procure-
ment or for a violation of any of the provisions of this erdinance,
or any other ordinance of the city, or for a violation of any
state or federal statute, or for any conduct or act on the part
of the person to whom the permit is issued, or the employees of
such person, or permitted by him or them, on the premises where
such apparatus is used, or In connection therewith, or adjacent
thereto, tending to render such premises where the same is used
as a public nuisance, or a menace to the health, peace or general
welfare of the city.

Section 7. NOTICE AND HEARING. Whenever information
shall come to the Inspector of Buildings, or the Chief of the
Electrical Division, that any person to whom a permit has been
granted under the terms of this ordinance has committed any
act rendering the permit subject to
revocation, it shall be the duty of the
officer having such information forth-
with to submit the facts in writing to
the Council and at the same time
serve upon the person to whom a
permit has been granted thereof, to-
gether with a notice citing such person
to appear before the Council for in-
vestigation or said complaint at a
time and place stated in such notice.
In case service cannot be had upon
said person, the same shall be mailed
to his last known business address.
No further pleadings shall be neces-
sary. Such hearing or investigation
shall be informal. If on such hearing
or investigation the Council shall find
that cause exists for the revocation
of such permit the same may be
revoked by a majority vote of the Council.

Section 8. Any person who violates any of the provisions of
this ordinance shall, upon conviction thereof, be punished by a
fine not exceeding five hundred dollars ($500), or by imprison-
ment in the city jail for a period not exceeding six (6) months,
or by both such fine and imprisonment.

Section 9. Inasmuch as this ordinance is necessary for the
immediate preservation of the public health, peace and safety of
the City of Portland, in this: that there are no adequate regula-
tions in the City on this subject, therefore an emergency is hereby
declared to exist and this ordinance shall be in force and effect
from and after its passage by the Council.
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A complete production laboratory is devoted to the
development of transformers and other items for gen-
eral production as well as sample transformers for set
manufacturers’ requirements and special transform-
ers for various purposes. Factory testing, service and

drafting are controlled by the production laboratory.

An elaborately equipped research laboratory is main-
tained as an individual department totally independ-
ent of the production laboratory. In the field of inde-
pendent research Thordarson is far famed. Not only
is the research laboratory abreast of the trends in radio
engineering, but is recognized in transformer circles

as outstanding in its leadership.

IH Transformer Specialists Since 1895 N

THORDARSON ELECTRIC MANUFACTURING CO.
Huron, Kingsbury and Larabee Streets, Chicago, I111.
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The Inductor Dynamic Speaker

Explanation of the Latest Type of Speaker That Combines Simplicity and
Economy with a New Standard of Tone

Two types of speakers are in common
use today, namely, the magnetic type and
the dynamic type. The former, while in-
expensive and simple to apply, is limited
in volume and tone range. The latter, while
costly and complicated to apply, is capable
of remarkable volume and tone range.
The radio designer or manufacturer, as
well as the radio buyer, has heretofore had
to decide between the two extremes.

However, for some three vears past
C. L. Farrand has been working on a com-
promise type. He has sought to combine
the simplicity and economy, on the one
hand, with ample volume and full tone
range on the other. As a result an entirely
new type of speaker has been developed
which he has named the tnductor dynamic
because of its resemblance in principle to
the conventional induction motor, together
with its dynamic power.

In external appearance, the inductor
dynamic appears to be an enlarged and re-
fined magnetic type. It employs two pow-
erful permanent magnets, and therefore
does away with the necessity of an ex-
ternal power supply for energizing the field
windings of the magnet, usually required
in powerful speakers such as the dynamic
type. Its application to any radic set or
amplifier, consequently, is quite as simple as
the magnetic type. Only two connections
are required—those for the signal current.
Again, in bulk and weight, it compares
favorably with the magnetic type. Mean-
while, in the matter of volume as well as
range of musical frequencies reproduced,
it is decidedly in a class with the best
dynamics. If anything, it is capable of a
better low-frequency response than the
usual dynamic of moderate size, because
of the greater swing or amplitude of mo-
tion given to the diaphragm, due to the
lighter mass of moving parts and its free-
dom of motion.

Obviously, and despite its external re-
semblance to the magnetic type, it must be
different. And so it is, decidedly different.

To begin with, the inductor dynamic
speaker 1s based on the principle of the
a.c. induction motor, the rotor of which re-
volves under the influence of changing
magnetic flux in many pole pieces. Here
the motion is a rotating one. In the in-
ductor dynamic motor, the changing mag-
netic flux, due to the effect of the current
on the fixed magnetic field, actuates a pair
of armature bars connected by tie rods,
each bar working between its respective
pole faces. The gaps between armature
and pole faces remain constant, but the
area by which the armature and pole face
overlap is varied as the armature is set in
motion by flux changes. The two light
bars, with their tie rods, are supported be-
tween the two sets of pole pieces by means
of exceedingly light strip springs, whose
function is to hold the gaps constant and
not to supply the restorative force which
is left entirely to the magnetic force.

Referring to the accompanying diagram
which tells the story of the inductor
dynamic principle, it will be noted that the
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armature assembly rides freely between the
pole pieces P-1 and P-2. The coils C-1
and C-2 are connected in series. A cur-
rent flowing through the windings in the
direction indicated will increase the flux
through the pole legs P-1, and decrease the
flux through the pole legs P-2. The flux,
seeking the path of least reluctance, exerts
a greater force on the armature bar A-1
than on the armature bar A-2, thus mov-
ing the armature in the direction indicated.
On the reverse of the cycle the armature
moves in the opposite direction in the same
manner. The pole legs are cut to the shape
indicated to reduce the leakage flux and to
bring the greatest flux density to the de-
sired point. The opposite forces on the
two armature bars cause the armature to
rest at a middle position which may be
termed the “magnetic center.” The flow
of voice current in the coils causes this

Cross section of inductor speaker

magnetic center to shift, and the armature
moves along with the magnetic center.
Compared with the magnetic type, the
obvious advantage is that the armature in
the inductor dynamic is placed sufficiently
close to the pole pieces to gain the neces-
sary sensitivity and power, yet, moving in
the plane of the pole faces, there is no
danger of pole slap or again there is no
cramping of swing or amplitude of motion
due to limited pole spacings. Also, there
is no necessity for the stiff springs which
must be employed for the balanced arma-
ture of the magnetic type in gaining mini-
mum magnetic gaps for sensitivity and
power yet avoiding pole slap. The stiff
spring tension seriously impairs the opera-
tion of the usual magnetic type at the
lower frequencies. The spring resonances
also introduce distortion. The apex of the
cone is driven in an arc motion, rather than
a straight line, introducing distortion.

These limitations have all been eliminated
in the inductor dynamic type.

Compared with the dynamic type, the in-
ductor dynamic requires no separate field
excitation current. It therefore makes for
a simpler and less expensive assembly.
Also, there is no a.c. background due to a
pulsating d.c. magnetizing force. The in-
ductor dynamic 1s applied in the same
simple way as the magnetic type. It re-
quires only an output transformer or choke
and condenser combination, so as to keep
d.c. out of the speaker windings. If the
speaker is to be applied to a push-pull am-
plifier, a third lead may be taken from the
windings at the point where the two coils
are joined together, and used as the mid-
point of the windings. This corresponds
to the mid-point in the primary of the
usual output transformer or choke, which
is thus dispensed with.

The inductor dynamic must be carefully
matched to the impedance of the amplifier.
This feature is not as essential in the mov-
ing coil type of dynamic, but it is of great-
est importance with the inductor dynamic,
which is made in four different impedance
values, distinguished by a disk of one of

four colors placed on the chassis, to _f_aii}t—_/
tate the matching of impedances.

The inductor dynamic is capable of pro-
ducing all the volume desired for home en-
tertainment. Because of its high electrical
efficiency, it will provide as much volume
with a given input as the moving coil
dynamic using from ten to fifteen watts in
its field. In tone quality, the inductor
dynamic reproduces the full musical fre-
quency range. It requires no box resonance
for the bass. The entire armature as-
sembly, including springs, weighs 4.5 grams,
as compared with 8 to 15 grams for the
moving coil dynamic and it is capable_of
excellent low-frequency response, in which
it exceeds the dynamic. With an input of
15 T.U. at 30 cycles, the inductor motor
moves a 10-inch cone one-eighth inch.

The inductor dynamic speaker marks a
decided step in the direction of _51mp11c1ty
and economy of radio sets, yet it introduces
a power and a tone quality that leave little
to be desired.

Foreign Stations

Surprising as the information may be to
the average broadcast listener, still it is a
fact that there are more stations in France
than in England. )

France heads the list in company with
Sweden, each with thirty-one stattons, re-
ports the export department of Fada
Radio. Germany is second with twenty-six
and England is third with twenty-one.

Greece, Bulgaria and Portugal have no
central broadcasting organizations.

According to the Prague Ptan, Europe
may now listen to broadcast entertainments
on as low as 200 meters.

The high power stations operated by the
Soviets in Leningrad and Moscow are now
using 20 to 30 kilowatts.

The highest powered station in England
is Daventry (5XX), 25 kilowatts, which is
the power also used by Langenberg in
Germany, now using 473 meters. Motala,
Sweden, is operating on 1,348 meters with
30 kilowatts.
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TONEK

Tone depends on many things, but above
all, on the design and construction of the
audio end of the set. In this department of
radio, T-C-A engineers are specialists,
serving with matchless production facili-
ties many of the leading set manufacturers
in the country. Uniformity, authentic de-
sign, perfected construction detail, and
dependable deliveries are inherent char-
acteristics in T-C-A products.

TRANSFORMER CORPORATION OF AMERICA
2301-2319 SOUTH KEELER AVENUE, CHICAGO, ILLINOIS

Sales Offices in Principal Cities

Output Transformers
Input Transformers
Audio Transformers

/ Dynamic Speakers

/ ( Power Packs
. Chokes




PARTS and WHO MAKE THEM

The followmg directory is a monthly feature. Radio parts manufacturers are listed here together with the principal items
used in receivers. The diamond indicates the part made. Manufacturers are requested to supply corrections or additions to
this list at any time, if their products come under the divisionsindicated below.
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Acme vJ)pm- Co., Cambridge, Mass. ....... .................. T P R L Lo Sfleesallcccs]] oo VRIS SR IV | Eom—— T W
Acme Wire Co., New Haven, COMN.. .. ... .. ... ... c...oo vn o oo ... IR
‘Aero Products Co. Ine., 4611 E. anenswood Ave (,hlcago. HI... e ol

Aerovox Wireless éurp 70 Washington St., Brouklyn N.Y..
Alden Mfg. Co., BroCKtom, Mass. ... .....-«ooooeieeeonnns
Allen-Bradley Co Milwaukee, Wis..........
American Hard Rubber Co., 11 Mercer St., New York City.
Amrad Corp., Medford Hlllslde. Mass
Auburn Button Wks., Inc., Auburn, N_ Y. .
Bastlan Bros. Co,, 1600 N. Clinton 8t., Rochester, N.
Beaver Mach, & Tool Co., 825 N. Third St., Newark
Belden M{g. Co., 2300 South Western Ave., ‘Chicago, 111
Benjamin Elec. Mfg Co., 128 South Sangamon 8t., Chlcag I
Birnbach Radio Co,, 254 W. 31st St., New York City . .
Brach Mtg. Co., 127 Bussex Ave., Newark N.J. oo a
Brooklyn Metal Stamp. Co., 718 ‘Atlantic Ave., Brooklyn, N.Y ..{-
Brown & Caine, Inc., 2317 Calumet Ave., Chlcago, 10 -
Bruno Radlo Co., 40 Paynter Ave., Long Island City, N.Y.... .|~
Carborundum Co Niagara Falls, Ny LT
Cardwell M1g. Co., 81 Prospect St Brookiyn, N. Y
Carter Radio Co., 300 8. Racine Ave., Chicago, 111 S
Central Radlo Labs., Milwaukee, WIS. .. ... ................ oo
Chicago Transformer Corg 4541 Ravenswood Ave., Chicago, TiL... [-_
Clarostat Mfg. Co., Inc., 285 N. 6th Street Brooklyn N.Y... ... R
Cornell Elec. M1g. Co Rawson St. & Anab ble A O & Clty, N.Y.
Cornish Wire Co., 30 Church 8t., New York Cl _v ...............
Crescent Braid Co., Providence, R.1..... ... ... Boaoana L
Cresradio Corp., 168 Jamaica Ave., Jnmaica, N. Y.
¢ utler-Hanimer Mfg. Co., Milwaukee, Wis... .. ...
Daven Corp., 158 Summit St., Newark, N.J ... ... . ...
ur Ameeo, Corp., 418 Broome St., New York City.... ...
Dublller Cond. Curp 10 E. 43rd 8t., New York City..
Dudlo Mfg. Co., Ft. Wayne, Ind... ......... .
Eagle Elec. M l'g Co., 59 Hall 8t., Brooklyn, N. Y.
Easton Coil Co., Easton, Pa.... ... ........
Eby Mfg. Co., 4710 Stenton Ave., Phila, Pa
Flectrad Inc,, 175 Varick St., New York City
Erla Corn., 2500 Cottage Grove Ave., Chlcan .
Elkon Works, Port Chester, N. Y.
Fahnestock Elec. Co., Long Is. City, N. Y..
Fast & Co., John E., 3982 Barry Ave Chicago, Tii..
Ferranti, Inc., 130 W. 42nd St., New York City.
Flbroe 1nsulation Co., Valparalso, Ind.......... .
Fieron & Son, M. M., Trenton Uoe 000000998 09R0 B8 0Bg0aT a0
Ford Radio & Mica Corp., 111 Bleecker 8t., New York City. .
Frost Co.,, H. H., Elkhun. Ind
Gardtner & Hepburn, Phila., Pa.......
Gardner Elec. Mfg, éo Oakland Callf.
Gearhart Radlo Co., Fresno, C llf ......
General Coll Co., Weymouth .......................
Genera] Instrument Corp., 477 Brondway, New York City..
General Radlo Co., Cambridge. Mass... ...................
Gossard Radio & Wire Co., Be!vldere M.
Gray & Danlelson Mig. (‘n San I‘ranclﬁco, Cal..............
Graf' Prod., Inc., Pou;zhkeeps XY e
Halldorson Co., 4745 N. Western Avc Chieago, I11. .
Hammarlund Ml’g Co., 424 W. 33rd §t., New York Cl
Hordwick Hindle, Inc., 215 Emmet St., Newark, N. J
Harvey Hubbell Co., Bridgeport, Conn
ngh uency Labs., 28 N. Sheldon St., Chicag m.’
grad Condenser & Mfg. Co., 26 Ave. D, Rochester N.Y
Insuline Corp. of America, 78 Cortlandt 8t., New York
Internation Resistance Co., 135 N, 22nd 8t., Philadelphia, .
Jefterson Elec. Co., 1500 8. Laﬂln Bt., Chicago, IIl. . .
Karas Electric Co., 4040 N. Rockwell 8t., Chicago, Il ... . -
Kellogg 8wbd. & Supply Co., 1066 W. ‘Adams St., Chieago, 111 -
Keystone Radio Labs., Inc., 129 N. Jeflerson 8t..'Chieago, 111 . . . . o
Kimley Elec. Co., 2665 Main 8t., Buffalo, N. Y. .
Kwik-Test Radio’ Labs 4464 Cass Ave., Detroit, Mich. .
Mayo Labsg., 281 E. 137th 8t.. New York City
Micamold Radio (‘or[; 1087 Flushlng A\e Hrooklyn N.Y.
Micarta Fabricators, Inc., 309 Canal 8t., New York (‘lty
Mountford, C. E s 30 Sullivan St., New York City.. .. ...
Muter Co Les ie F., 8440 So. Chlcmzo Ave., Chicago, Il.
National ¢ 'I)B ny, im‘ Malden, ass .................
New En, lnnd lec'l Works, Lisbon, N. H .
Niagara Insul-Bake Spec. (‘o Albnny, N.Y..
Norton Labs., Inc., Lockport goa
Pacent Electric Co., Inc., 91
’ackard Elec. Co., Warren, Ohlo..
s,gEn Elee. Co., 200 Varlek 8t., New York Clty
°llot lectric Mf;z Co., 323 Berry Bt., Brooklyn,
ploneer Radio Corp., Plano, 1. .~ .0 ... .. 5
Platter Cabinet Co., North Vernon, Ind .. .. .. . L.
Polymet Mfg. Co., $99 Broadway, New York Clty. .. .. 1 111 ] -
Potter Mfg. Co., 1950 Sheridan Road, Chicago, Ill PR
Powrad, Inc., 486 Johnson Ave., Brookiyn, YL
Precise Mfg. Carp., 254 M1l 8t., Rochester, N. Y. ... 0 1111
Precision Mtg. Co., 1020 Santa Te Ave., Los Angeles Calif.
Radlall Cg 50 Frankhn 8t., New York Cit.
Radio Ap itance Corp. Spnngﬂeld Mass
Radio Cundenser Co., Camden, N.'J ... ..
Ranger Cotl Co., W. bavenp rt N Y. i
Rittenhouse Co , A. E. Honeoye Falls, N. Y.
Robertson-Pavis Co., 361 W. Buperior Bt., Chicago, Iil.
Samson Electric Co. Canton, Mass......................
Sangamo Elec. €o., gnngﬂeld 111
Saturn Mfe. & Sales Co., 48 Beekman 8t., New York Clty
Scanlan Elec. Mfg. Co 1113 N. Franklln St Chicago, Ill
8cott ‘Transformer Co., 7620 E. Lake Terrace, Chticago, I
Siver-Mamhall, Inc.. 570 W. Jackaon BIvd., Chicago, .
Smith, B, H., )anbury. Conn. .. ... ... i .
Speclalty Insul, Mfg. Co., Hoosick Falls, N. Y .
Sprague Speclalties Cu Quiney, Mass.. . ..... ... .10,
8tandard Transformer Co Warren, Ohlo.............
Thordarson Elec. Co., 500 'W. Huron 8t., Chicago, Il..
Tobe Deutschmann Co., Canton, Mags. .. ................. ..
Transformer Corp. of Amerlca 2309 B. Keeler Ave., Chicago, I1I,
Tyrman Elec. Corp., 314 W. Superior 8t., Chicago, T ......... ..
Unlon Ineulatlng . 206 Broadway, N.Y.C.........
Van Doorn Co. N La Balle 8t., Chieago, Ill.
ward Leonard Elec Co., Mt. Vernon, N. Y... ...
Waterbury Button Co., Waterbury, Conn.. ... .
Webster Elec. Co., Raclne, Wis.. ... .... ... ... ..
Westinghouse Electric & Manufacturing Co., Pittsburgh. Pa. .. ...
Wireless Spec. App. Co., 76 Atherton 8t., Jamalca Plaln, Mass .
X-L Radio Labs., 1224 Belmont Ave., Chilcago, 1l ..
Yaxley Mfg. Co., 9 South Clinton Stl, Chicago, I11. ..
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What is the practical effect of all this experimen-
tation, this protracted striving for scientific accu-

racy in the pick-up? Simply that it shall PER-
FORM properly . . . responding to the minutest
demands of the record and faithfully reproducing
those chromatic shades without which there can

be no real music. The handsomest pick-up in
the watld would be useless if it were not sensitive
as a seismograph . . . and it is well to observe
that the Electro-Chromatic PICK-UP caps its truly
fine performance with an appearance that does
aredit to any machine with which it is allied.

The AUDAK COMPANY, 565 Fifth Avenue, New York

In Canada—The Canadian Naiional Carbon Co., Ltd., Toronto
“Creators of High Grade Electrical and Acoustical Apparatus Since 1915”
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GET ALL THE BUSINESS

These Popularly Priced New Products Sell
Hand-in-Hand with Radio

Fr IR B >R
T B Whape,

22 5

List 8§75 rrice

The finest radlo-phanograph
comhination cahinet you've
ever Bean. Completely
eyuipped with Rotor electric
Motor _and turntable. Webh-
ster Plck-up, and _eompart-
ment for records, Place any
radio and speasker you desire
in this cabinet, ané thisk
of the compelling price at
which you can sell the com-
plete combinaticn! It means
quick profit and business
¢ for you! Bend today for
2 samplet Usual trade dis-
counts ’

Betirasie .

OUR big selling season is just about to open . . .

so make your plans to get all the business due you.
Be sure to take advantage of the popular market, by
selling these sensational new Carryola products. . . they
give you a price range low enough to attract a fine

THE ROTROLA
List $45 Price

fvery radlo ownér on your baoks is an
hstant  prospect. It plays phonograph
reeords FElght through thelr radlo—elec-
trieally—with full vplume and fineat
tane. The Rotrola is equlpped with
tha Wehster Pick-up, and the famous
Rotar 80 cycle A,C Motor. Send today
for your sampie!

volume of profitable business, and sell hand-in-hand
with radio.
Alert radio-music Dealers and Jobbers are choosing

these outstanding Carryola products for this fine addi-
tional business . . . so we urge that you too step out

ARRYOLA No. 125 s .
CARRY ¥ 3 today . . . send your initial order for the new models

List §25 Price 3 . . . take the p-ofit which comes through quick easy

e SR LR M T sales to the popular market . . . action now will get you

motor, at the same price you have been
selling ordinary portables. This oppor-
tunity 8 before you with the Carryola
No. 125! Every dealer wijl want this
portable because it sells on sight—send
for your ssmple-—step ahead of all com-
petition!

World’s Largest Makers

all the business . . . complete free catalog sent gladly
on request!

ety

R R

en

Carryoela Co.

279 Walker Street, Milwaukee, Wis.

EXPORT OFFICES
225 W. 34th St., New York City

FACTORIES: Milwaukee and New York

of Portable Musical Instrumenta.
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Your best
merchandising bet

service from the sets sold is every

(O dealer’s best merchandising bet.

Assures turn-over, not turn-

backs. Service of the type that necessitates several
calls—maybe finally a trip to shop or factory—is
worse than none at all. 1t undermines confidence in
all the lines you scll, and suggests incapacity to stand
back of a pledge of unhampered, efficient operation.
The day of guessing and groping in radio service
work is done. The Radio public has no patience with
half-way results. They junk the set, damning dealer
and manufacturer, that interferes with their pre-

SUPREME DIAGNOMETERS in use, daily more
Radio fans are learning that there is one Radio test-
ing apparatus that, with almost unecanny precision,
puts the service-man’s finger, instantly, on every
trouble, and enables him to give relief, eliminating
the bother, the expense, the time and the distasteful
suggestion of taking the set out of the home.

Besides keeping your sets sold, the SUPREME DIAG-
NOMETER puts the Service Department on a money-
making basis, creating a double-edged profit. 1. By
conserving the service-man’s time which means

cious hours of pleasure over the air. money to you. 2. By creating enthusiastic customer

good will, which means increased sales.

The Only Complete
Portable Radio
THesting I aboratory

And because of the constantly increasing number of

[km@mﬂ"‘“,/"i/‘ g No other radio testing device can anywhere near approach the range, com-
; pleteness and flexibility of the SUPREME DIAGNOMETER. A test will show
you. Send for ours which is confidently called ““A Test that Challenges Atten-
tion.”” Some of the outstanding features of the SUPREME are:

Modulated radiator for testing, syn-
chronizing, neutralizing.

All tubes tested under actual operat-

ing conditions.
Screen grid socket analysis without External connections toallapparatus.

oscillation. Test both plates 80 type rectifiers.

750 Volt 4 scale A.C. and D.C. meters,

.. All continuity tests without batteries.
3 scale miliiameter.

Self-contained power plant. Universal analyzer plugs.

---and a request for complete specifications will re-
veal numerous other superiorities.

“Set Testers” prove only
29%to 40% efficient in comparison
with the SUPREME DIAGNOMETER

Supreme Instruments Corp,
340 Supreme Bldg.

Supreme Service League

To Radio Owners: Look for this emblem in
vour radio shop, on the lapel button or card of
your service man, It is your guarantee of de-
pendable radio service.

Order NOW

Present production permits immediate deliveries but the momentum
of sales is such that buyers are cautioned to place their orders now.

‘f 'Q/
NEAGVY
Cagigs

‘Most good distributors carry the SUPREME DIAGNOMETER in stock.

If yours cannot supply you, send order direct on form to the right.)

SUPREME

Radio Diagnometer

. 1able
Makes every /f o5t on any Radio Set-

l(eservn‘lions will be made against all orders placed for future delivery
on specified dates. Make use of this plan to aveid disappointments.

Greenwood, Miss.

Please ship SUPREME
DIAGNOMETER Model
400-B on basis checked below.

D Net cash $139.50.

Time payment plan—

D $33.50 cash and 8 month-
ly payments of $15.00
each.

All prices are F.O.B. Green-
wood, Miss., No dcaler’s dis-
count.

Please give three or more bank or
trade references and names of dis-
tributors from whom most pui=
chases are made.
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E DlSO»‘ot\“OMP“QAD

NEW-—with a freshness of idea characteristically Edison....DRAMATIC—
with an eye-compelling focus for public attention. . INTRIGUING—people
flock to see it —they gather in crowds wherever it is shown ..That's Edison
Light-O-Matic Tuning!

Many are the splendid new features, Manufactured in the famousThomas A.
Light-O-Matic Tuning is but one, on _ Edison Laboratories at Orange, N. J.,
this new Edison Radio. People like the new Edison Radio is worthy of the
it—they talk about —

it — they BUY IT. .
1 < , a &iwon_ Inc.
. , ORANGE, N. J.

great name it bears.

. EDISON DISTRIBUTING CORPORATION

ATLANTA, 155 So. Forsyth St....BOSTON, Statler Bld .CHICAGO, 3|30 So. Michigan Ave....DALLAS, Santa Fe Bldg....DENVER, 1636 Lawrence St.
...KANSAS CITY, 1215 McGee St.. . . MINNEAPOLIS, gOB First Ave.,, N....NEW OR LEANS 128 Chartres 5t.. . .ORANGE, N. J.. .. PITTSBURGH, 909 Penn
Ave....RICHMOND, (204 East Main St....SAN FRANCISCO, 1267 stsxon St....SEATTLE, Volker Bldg. .

. -

CLEVELAND, B. W. Smith, Inc., 2019 Euclid Ave... . DETROIT, E. A, Bowman Inc., 5115 John R. St....LLOS ANGELES, H. R. Curtiss Co., 727 Venice Blvd
.NEW YORK, Blackman Dlstnbutmg Co., 28 West 23rd St.. .OGDEN, Proudfit Sportmg Coods Co., 2327 Grant Ave.. .. PHILADELPHIA, Girard Phonogra
Co.. Broad & Wallace Sts.. .. ROCHESTER, Alllance Motor Cor , 727 Main St., East...SAGINAW, Morle Bros.. ..ST. LOUIS, Silverstone Muslc and Ra:rlo
Co., 412 N. (2th St.. DUBUQUE Renier Bros. . l Edi-Radio Mart, 622 Broadway Ave....B NGHAMTON, Alliance Motor Corp.. . . BUFFALO,.

Alliance Motor Corp 1460 Main St,. SYRACUSE Alhance Motor Corp., 1045 South Salina St.
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Sell a Belden Aerial Kit with Every Set

Practically every customer who enters your
store is a prospect for one of the popular Belden
Radio Wire Accessories. A Beldenamel Aerial
Kit should be as much a part of every receiver
sale as tubes. The customer who buys a Beld-
enamel Aerial Kit and installs it according to
directions, has settled the aerial question for
all time. The most satisfactory results obtain-
able from his receiver are assured. He will more
than likely become a better booster for the
receiver you sell him.

The Double Aerial System
Is Again Popular

With the new wave lengths and new high
power receivers, long distance reception ‘is
rapidly comingback into favor. Set owners like
long outdoor aerials for bringing in distant
stations with comfortable volume and short
aerials for eliminating interference of local
stations. Indoor aerials are popular for the
latter purpose.

Sell Aerials and Accessories to
Increase Service Profits o

Every service kit should include S e
a \Aﬂ g/ 3

a complete assortment of wire == |3

accessories, such as indoor aeri-

als and extension cords. Acces- \f

sory wire sales of servicemen - \
should not be overlooked.
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inBeldenkits
Every Worth While Accessory in the
Belden Line

] The Complete Belden Line contains aerial
— %] | equipment, cords, and practically every radio

favorably known throughout the industry,
that meet every requirement of radio. You
can sell these products with every assurance
of effective performance.

fiowt ' accessory needed by set owners and service-
;o?,u / men. Here are radio wire accessories of the
AERIAL’?” best quality, backed by a name well and

critienl of your

More Saturday Evening Post
Advertising

Because of their innate quality, Belden
Radio Products have become popular with
radio users everywhere. This popularity
has been increased by a consistent adver-
tising program which has reached radio
buyers from year to year. An extensive
program in the Saturday Evening Post this
vear will carry the story of Belden Quality
Radio Products to millions of readers.

Get this Sales Builder

Display Belden Kits and Accesso-
ries to increase your accessory
sales. The attractive three color
counter card, shown at the left
(size 12x18 inches), is yours for
the asking. Mail the coupon. /

105
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A
23 years of leadership

Only De Forest Audions bear the name of the inventor,

Dr. Lee De Forest, and include all the latest develop.
ments of the De Forest Laboratories.
All other radio tubes no matter what they are called,

are made under the invention and basic patents of

Dr. Lee De Forest.
DE FOREST RADIO CO., JERSEY CITY, N. J.

Branch Offices located in

Boston Atlanta Minneapolis Denver Detroit
New York Pittsburgh St. Louis Los Angeles Dallas
Philadelphia Chicago Kansas City Seattle

e 7o1e8 AupioNs
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kenT
RADIO

SCREEN-GRID

Whatever they want—
You have it 1n

Atwater Kent Radio

S uit them with Atwater Kent Radio ’

and suit yourself with extra proﬁts °
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ATWATER

kNt
RADIO

SCREEN-GRID

“Let me see the latest in radio.” You have it! In Atwater Kent
Screen-Grid Radio, with all the proved improvements. Here is true per-
formance . needle-pomt selectivity . . . distance-getting . . . tremendous
power . . . genuine Electro-Dynamic tone. It’s a winner! Tens of thou-
sands are buying it!

“But I have direct current.” You have it! In the Atwater Kent
Screen-Grid direct current set. Perfected . . . tested . .. right!

“I must use a battery set.” You haveit! In the up-to-date Atwater
Kent Screen-Grid battery set. All the improvements of the all-electric
Atwater Kent. Electro-Dynamic, of course. Ideal for unwired homes ..
the last word in battery sets.

MORE SALES ... MORE PROFITS

The Table Model—Model 55—Screen-Grid recciver.
Without tubes, $88.

Model F-4—Electro-Dynamic table speaker, $34.

On the Air
Atwater Kent Radio Hour
Sunday Evenings, 9:15 (Eastern Daylizght Time)
WEAF network of N.B. C.

Prices slightly higher
west of the Rockies and in Canada



Radio Retailing, September, 1929

ATWATER

kNt
RADIO

SCREEN-GRID

You tave 1/

“I want a cabinet radio.” You have it! In simple designs, elab-
orate designs. To suit any taste ... Cabinets made by America’s leading
designers for Atwater Kent Screen-Grid Radio.

“I want a small set.” You have it! In smart, compact, table models
for the smaller apartments . . . or for people who naturally prefer this
style of radio.

“And the price?” You have it! In Atwater Kent Radio at prices
to suit the thrifty or those who need not count the cost . . . to suit any
pocket-book.

Meet the demand of your customers and get

MORE SALES . .. MORE PROFITS

In Cabinets—The best of American cabinet makers
—famous for sound design and sincere workmanship—
are cooperating to meet the demand for Atwater Kent

Screen-Grid Radio in fine cabinets like these.

On the Air

Atwater Kent Mid-Week Program
Thursday Evenings, 10:00
(Eastern Daylight Tinre)

WJZ network of N. B. C.

109
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I'WATER

kNt
RADIO

“Most in Demand”

it is made by a maker famous for turning out radio
that keeps on working.

it has the good will of more than 2,550,000 owners.

it is brought to people’s minds through three broad-
casting programs every week—Sunday night,
Thursday night and Wednesday morning.

it is backed by radio’s greatest advertising campaign
—newspapers, magazines, posters.

it is the best-known radio.

the Atwater Kent factory, doubly the largest radio
factory in the world, has the facilities for making
fine radio which can be
sold at a moderate price.

ATWATER KENT MANUFACTURING COMPANY
473 3 Wissahickon Avenue A. Atwater Kent, President Philadelphia, Pa.
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Beauty that's more
than skin deep

RANSCENDENT beauty of Radio
Master Cabinets is far more than
sheen of varnish—

It is beauty of graceful design by one of
America’s foremost furniture designers,
whose services for radio furniture we have
exclusively—

It is beauty of rare, lovely woods for
which we search the earth to the far
corners—

It is beauty of honest skillful craftsman-
ship in making and finishing. Radio
Master has one of the finest cabinet shops
in the country.

This beauty of solid quality is enduring
value—it enhances the desirability of the
set to the buyer—brings you two profits
instead of one and—

Radio Masters are cabinets you take
prideful delight in selling.

Model 170—A

“Creation” in Wood

Splendid with the mel-
low beduty of matehed
walnut — Mexican and
French Burl -— Spindle
carved ornaments.

Will take nearly all
table sets but is espe-
clally adapted for At-
water Kent-—ample space
for Dynamic Speaker.
Smooth  actien  sliding
doors.

Gl T

e i A A

Model 171 —Splendid
in Line and Material

Matched oriental wal-
nut doors with Mexican
burl panel. French burl
pilasters. Spindle carved
crnaments—Half doors.

Fits nearly all table
sets—especially  Atwater
Kent. Interior panel may
be bored to order when
necessary.

CRadio Waster Cabinets

THE SETTING BEAUTIFUL FOR ANY RADIO
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See

this remarkable cahinet
at the Sixth Annual Ra-
dio World’s Fair (New
York, Booth 5, Section
N; Septemher 23¢d to
28th, inclusive). .. and
at the Eighth Annual
Chicago Radio Show
(Booth 9.10, Section
EE; October 215t to
27th inclusive).

Radio Retailing, A McGraw-Hill Publication

ORDERS

speak louder than words

Orders and repeat orders are more
than justifying the prediction that the
Atwater Kent Cabinet by ADLER-
ROYAL would be exceedingly popular.

Our own conviction has been repeat-
edly expressed in the sincere recom-
mendation that you place ADLER-
ROYAL beside any other cabinet in
the same price class and let your cus-
tomer decide.

Customers are deciding and, to a sur-
prising degree, in favor of ADLER.
ROYAL.

Adler Manufacturing Co., Incorporated, Louisville, Ky.

—

— bl e - - -
! ..
e s A
]

| \
ATWATER KENT Cabinet
by ADLER-ROYAL

Note: ADLER-ROYAL flush-with-side
doors fully protected by design patents.
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P gum”- " "é' a4

Outstazdz@ achicvements

Mopz. RL55C

Console type,
walaut finish

3

ppeCpNN

’%!A‘.““‘

n radio furniture

the New 1929

Rea Li

CABINETS

FOR ATWATER KENT RADIOS

CHARMING simplicity which
ings—graccfully balanced d

to whatever room you m
walnut finish which bler
or denotes the individu
3 - |

O

e ..

September 21st issue of

The Saturday Evening Post

"w

This advertisement appears in the

[}
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~ « as advertised in

Atwater Kent Radios.
Write for full particulars

MODEL RL 5500

Exceptionally good-looking
highboy meodel. Finished
in walnut. Designed for the
new Atwater Kent Screen-

Grid Sets.

The Saturday Evening Post

Red Lion advertising in The Sat-
urday Evening Post ties right up
withthe Atwater Kent message. It
will reach millions of readers —
many of them your customers,
your prospects—and is bound to
increase the demand for and the
sales of Red Lion Cabinets for

RED LION CABINET COMPANY:- RED LION * PA-

Makers of the Famous Red Lion Furniture
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ITH competition growing
keener every day, the shrewd
dealer seeks a line of dis-
tinctive Quality ~and Kellogg offers
exactly that, in~

CREEN-GRID RADIO

PLUS.

® Not one or two, but~ °
3 Screen=Grid Tubes

PLUS

Power Detector
PLUS

Powerful Push Pull

- 3 Tubes including
A“‘llo two 245 or 250 type tubes

\

PLUS
Distinctive quality at only a slight advance Alltol‘latlc ‘ 01'lllle
over *‘price” radio! Quality not only in per- Kell Exclusi
formance but in cabinets as well! A typical Colltlnol ellogg Lxclusive
example is Model 523, shown above. Priced 1929 Design

at gnly $250,less tabes! Anotherhstyle at $295;
and a combination radio and phonograph at

$395. Unusual advertising andpsales support! PLUS
Franchises are closing rapidly, so communi-

cate at once if interested. I‘elloggT‘)lle Balallce‘l
Dynamic¢ Speaker

Prices slightly higher west of Rockies

Licensed Under R. C. A. Patents KELLOGG SWITCHBOARD & SUPPLY CO.
CHICAGDO
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THESE

There can be no compromise with quality
in any product that bears the Ray-O-Vac name.
Ray-0O-Vac Radio Tubes were designed to match
the Ray-0-Vac reputation; what more can anyone

—dealer or user—ask? Your jobber will sﬁpply you.

There 1s a Ray-O-Vac Tube for every type of

radio set, old or new. And when you consider ") c
that this good name has stood for excellence in P A ‘ )
Cty : ac

batteries for so many years, you find that you

really have something to sell when Ray-O-Vac RADIO TUBES
Tube§ are on you'r counter. Consult the list at RX-199 Detector Amplifier
the right for details. RV.199 Detector Amplifier

RX-120 Power Amplifier
RX-200A Detector

FRENCH BATTERY COMPANY RX-201A Detector Amplifier
RX-201B Detector Amplifier

RX-112A Power Amplifier
RX-171A Power Amplifier

Factory: Madison, Wisconsin
Sales Office: 30 N. Michigan Ave., Chicago

Makers also of Ray-0-Vac “A,” “B,” and “C” Radio Batteries, .
Ray-O-Vac Ignition, Telephone, and Flashlight Batteries, Ray- RX-240 ngh Mu Detector Am-
0-Vac Standard Flashlights, and the Ray-O-Vac Rotomatic phﬁer

Searchlight (in colors). RX-222 Screen Grid Radio

Audio Amplifier
RX-226 A. C. Amplifier

RY-227 Detector Amplifier
RY.224 A.C.HeaterTypeScreen
-_ — Grid Detector Amplifier
g RX-245 A. C. Power Amplifier

RX-210 A. C. Power Amplifier
and Oscillator

B
RX-250 A. C. Power Amplifier
L v RX-280 Full-Wave Rectifier
- UUOeS RX-281 Half-Wave Rectifier




116 Radio Retailing, A McGraw-Hill Publication

|

BOSCH
RADIO

The new Screen-Grid Bosch Radio
more than justifies its leadership.
Dealers have found that to be so. The
buying public has discovered it, too.
Bosch Radio is correctly engineered
to the new screen-grid tubes. Dealers
are finding it easy to sell. They are
doing a volume business. Bosch Radio
1s creating profits now. Bosch Radio
i1s outstanding in tonal quality, in
selectivity, sensitivity, simplicity of
operation and controllable power. It
is priced right. The cabinets are built
right and are beautiful. The Bosch
Dealer franchise is fair and square
with price advantages and a flexibility
that will interest you. Bosch factory-
to-dealer cooperation, Bosch advertis-
ing are factors worth considering.
Wrrite for details if you would be in-
cluded in this season’s activities.

Rosch Radio licensed under patents and applications of R.C.A., R.P.L
and Lektophone. Prices slightly higher west of Rockies and in Canada.

AMERICAN BOSCH MAGNETO CORPORATION
Springfield Massachusetts

Branches: New York Chicago Detroit San Francisco
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The lce Pick
Test

The Vanishing
Antenna Test

The Hair Pin

Test

The “Four Bits"
Test

LIKE - STERLING - ON - SILVER

SILVER - ON.- RADIO - IS -
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Capehart Paved the Way
to Bigger Jiusic Profils

AUDITORIUM MODEL

Recommended for public audis
i danci demi etc.

&

HOME MODEL
Exquisitely designed for use in the
finest clubs and homes.

OUTDOOR MODEL

Specially built to meet great volume
outdoor requirements. Fireproof
and weatherproof.

Plays 36 Seleetions

The Capehart actually offers more than has ever been possible
before in a commercial musical instrument. Plays 56 selections,
28 records on both sides, changing and turning the records auto-
matically. Operates 24 hours a day, if desired, without even a
moment’s attention. The tone, brought through 3 stages of audio
amplification and a-dynamic speaker, is startlingly true to life.
The volume is adjustable to any requirement. Supplied withjor without coin-operating

aitachments. Also with as many as five auxiliary speakers. Cabinets of dignified and
attractive design. And—for the first time in the industry—a complete line: a model

for every purposge.

THE CAPEHART CORPORATION

Fort Wayne, Indiana

(APEHART has revived the commercial
musical instrument business. He came

into the field 18 months ago with a product
that was instantly recognized as the first
dignified, practical and profitable automatic
instrument that had ever been offered to
public establishments. He established the
policy of selling exclusively through dealers
—the first time that. up-to-date merchandis-
ing methods had beén used in the industry.

With what results? A dormant industry has
been brought to life. A mere idea has
grown in 18 months to a business running
into the millions! Capehart dealers are

CONTINUQUS AMPLIFIED MUSIC FOR ALL PURPOSES

making such profits as were never known
to them before—$2000 to $5000 a meonth.
Capehart users report business increases of
as high as 75%, coin box receipts averaging
$25 a week. The market has become so
attractive that even imitators have entered
the path that Capehart has paved.

But only the surface of this rich new
market has been touched. With the com-
pletion of a greatly enlarged new factory,
Capehart is now prepared to offer new
dealers the same opportunity for really big
profits that was given to those who pio-
neered with it in the early days.

Write for Details!

‘We invite correspondence with dealers
who can measure up to the possibil-
ities of this new opportunity. Valuable
franchises are available now in several
territories. The coupon below will
bring full details without obligation.
Please mail it today.

Saturday Evening Post
Advertising Campaign
Starts This Month

On September 14th, Capehart
begins a big advertising campaign
which will appear every two weeks
in the Saturday Evening Post.
The general public will be edu
cated to the advantage of patron-
izing the establishment that offers
Capehart entertainment. Bigger
profits for Capehart owners. And
evenabigger opportunity for Cape-
hart dealers. Investigate now.

ROPE

The Capehart Corporation,
Dept.4856 , Ft. Wayne, Ind.

Please send me, without obligation, descriptions of all Capehart
models and details of the Capehart Dealer’s Franchise.

Name
Address

Gy
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The Super Phonovox

The finest pick-up to be had—and
the fastest selling. Has balanced tone-
arm for correct noiseless needle pres-
sure, supremely sensitive English 36%
Cobalt Magnets, no rubber bearings to
harden and cause grief through wear.

Pacent Electrovox

The Electrovox is a complete, beau-
tifully finished electric phonograph-
ready to play records through radio. Its
reproduction of tone is amazingly rich
and life-like—and it is a ready, profit-
able seller.

Phonovox

List Price

$15.00

Prices slightly higher
west of the Rockies

budld profit
Pacent phono-radio accessories lead the field in
sales volume just as they lead in quality. And this
leadership means a great deal to Pacent dealers—in
quicker easier sales, in greater profits and in the
hosts of pleased customers who gladly tell their
friends. Demonstrate the Super Phonovox and the
new Pacent Induction Type Motor for every Radio
and Phonograph customer. Show them how easily
and how economically an old phonograph can be
made to perform like the costly electric instruments.

People today have learned to be discriminating
about tone quality and the wonderfully lifelike

ACENT
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Induction

Type Motor

List Price

$25.00

Prices slightly higher
west of the Rockies

achiLevements
for Dealers . .

The Chassis

voice of the Super Phonovox literally sells itself. Induction-Type Motor
People likewise insist upon flawless mechanical effi- Dicdlets evatymners fedtne ihe silent
new induction-type motor to cash in on
ciency and the Pacent phonograph motor is un- the fast-growing popularity of phono-
) radio combinations. ~Completely insu-
cqualled for smooth, silent, trouble-free operation. lated against noise and made vibration-
less by dynamically balanced rotor.

Feature these dependable products consistently and Operates op JUMEES BN L0 S

you will find that you can substantially increase

your Sales Volume— with very little effort. The Chassis

The Pacznt Electrovox Chassis comes

o .. Lbg : completely mounted with The Super
Dealers—be sure to visit our exhibit at the New York Radio Show Phonovox and the Pacent Induction-

at Madison Square Garden, September 23rd-28th. Booth CC-10. Type Motor, including automatic stop
and radio-record switch.

PACENT ELECTRIC Co., Inc., 91 Seventh Ave., N.Y.

Pioneers in Radio and Electric Reproduction for Over 20 Years
Manufacturing Licensee for Great Britain and Ireland: Igranic Electric Co.,Ltd., Bedford, Eng.
Licensee for Canada: White Radio Limited, Hamilton, Ont.

Accrssort,
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resenting

the 1930 APEX line

The New

APEX SUPER-SCREEN-GRID™ 115

and the New List

APEX HIGH-GAIN Lo e
- NEUTRODYNE®L 15

List

Each with APEX New Multi-Phase Circuit and APEX
(Less tubes)

New Full Tone-Color Electro-dynamiec Speaker.

Dominating in value, the 1930 APEX line is
sweeping onward to a tremendous success.
Check this great line for the four factors that
sell Radio: (1) Eye-appeal, (2) Ear-appeal,
(3) Purse-appeal, (4) Continuous, satisfac-
tory performance in the home. Convince your-
self! Order now and start APEX profits your
way—or apply today for your APEX franchise,

one of the most valuable profit opportunities
in Radio!

THE UNITED STATES RADIO & TELEVISION CORPORATION
1340 Michigan Avenue, Chicago. U. S. A.



Radio Retailing, September, 1929

List $119 (less tubes).

1280 reciifier.

List 8119 (less tubes).

At right: Model 14
SUPER-SCREEN-
GRID
(110 volt, 60 cycle)
List $140
(less tubes)

Cabinet. Full American Walnut veneer,
471 "x26% “x16% "”. Chassis: Simple
and compact. 3 stages tuned radio fre-
quency. 2 stages audio with last stage
using 2 - 245 tubes in_ push-pull.
Speaker: 12-inch Stadium Model Apex
New Full Tone-Color Electro-dynamic.
Tubes: 2-224 screen-grid, 2-227 heater,
2-245 power amplifiers. 1-280 rectifier.
Model 14A—Same as Model 14 only for
110 volts, 25 cycle current. List $144
tless tubes).

Model 140 — HIGH-GAIN
NEUTRODYNE (110 volt,
60 cycle) List $140
(less tubes)

Cabinet: Full American Walnul. veneer,
4714 "x26% "x16% ”. Chassis: Compact.
3 tuned stages radio frequency. 2 stages
audio with last stage using 2-246 tubes
in push-pull. Speaker 12-inch Stadium
Model Apex New Full Tone-Color Elec-
tro-dynamic. Tubes: B-227 heater. 2-
245 power amplifiers, 1-280 rectifier.

Model 140A—Same as Model 140 only
for 110 volts. 25 cycle current. List
%144 (less tubes)

TABLE MODELS

Model 60—HIGH-GAIN NEUTRODYNE
(110 volt, 60 cycle) List $60 (less tubes)

Cabinet: Beautifully finished metal cabinet 18}"x13}"x74".
Chassis: Compact. 3 tuned stages radio frequency. 2 stages
audio with last stage using 2:245 tubes in push-pull. Tubes:
5.227 heater, 2-245 power amplifiers, 1-280 rectifier.

Model 60A—Same as Model 60 only for 110 volts, 25 cycle
current. List $64 (less tubes).

Model 45—APEX BATTERY SET
List $45 (less tubes)

Cabinet: Beauwtifully finished metal cabinel: 177%x94"x63".

Chassis: 3 tuned stages radio frequency, two audio. last
stage with power amplifier. Tubes: 5-201A, 1-171A power
amplifier.

Can such values be matched? Can you doubt the dominance
of Apex in 1929-30? Get in line for Apex profits right now!
Order today, or apply for your Apex franchise.

THE UNITED STATES RADIO AND
TELEVISION CORPORATION
1340 Michigan Avenue, Chicago, U. S. A.

Model 11—SUPER-SCREEN-GRID (110 volts,
60 cycle) List $115 (less tubes)

Cabinet: Full American Walnut veneer, 401"x27§"x143”. Chassis:
Simple and compact. 3 Stages tuned radio frequency, 2 stages audio
with last stage using 2-245 tubes in push-pull
Full Tone-Color Electro-dynamic.
heater, 2-245 power amplifiers, 1-280 rectifier.

Model 11A—Same as Model 11 only for 110 volts, 25 cycle current.

Model 115—HIGH-GAIN NEUTRODYNE (110
volis, 60 cycle) List $115 (less tubes)

Cabinet: Full American Walnut veneer, 401”x273"x143". Chassis:
Compact. 3 tuned stages radio frequency, 2 stages audio with last

siage using 2-245 tubes in push-pull. Speaker:
Color Electro-dynamic. Tubes: 5-227 heater, 2-245 power

Below: Model 24
SUPER-SCREEN.
GRID with RE-
MOTE CONTROL

(110 volt, 60 cycle)

List $240 (less tubes)

Cabinet: Full American Walnut
veneer, 47%"” x26% " x16%".
Chassis: Simple and compact.
3 stages tuned radio frequency.
2 stages audio with last stage
using 2-245 tubes in push-pull
Speaker: 12-inch Stadium Model
Apex New Full Tone-Color Elec-
tro-dynamie. Tubes: 2-224
screen-grid. 2-227 heater, 2-246
power amplifiers, 1-280 rectifier.
Model 24A—S8ame as Model 24
only for 110 volts. 25 cyele cur-
rent. List $244 fless tubes)

Model 160—SUPER-HIGH-

GAIN NEUTRODYNE
(110 volt, 60 cycle)
List $160 (less tubes)

Cabinet: Full matched American
Walnut veneer. 50% "x27% "X
1814 ”. Chassis: Four tuned stages
radio frequency. 2 stages audio.
last stage using 2-245’s in push-
pull. Speaker: 12-inch Stadium
Full Tone-Color Electro-dynamic.
Tubes: 6-227 heater, 2-245
power amplifiers; 1-280 rectifier.
Model 160A—Same as Model 160
only for 110 volts, 25 cycle cur-
rent. List $166 (less tubes).

123

. Speaker: APEX New
Tubes: 2-224 screen-grid, 2-227

APEX New Full Tone-

amplifiers,

Model 115A—Same as Model 115 only for 110 volts, 25 cycle current.
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THE NEW

SONORA RADIO

WITH

SYNCHRO -TONE MODULATOR
and SCREEN GRID TUBES

NOW... a Radio by SONORA at popular prices!

ESIGNED by SONORA . . . built by SONORA
.« . backed by the SONORA reputation of

18 years in the production of fine sound-repro-
ducing instruments,

Manufactured in their entirety by SONORA in
SONORA plants located at Saginaw, Mich., Buffalo,
N. Y., and Bridgeburg, Ont., Canada.

Especially designed for screen grid operation in order
to realize the tremendous sensitivity and selectivity of
which these tubes are capable.

Equipped with the New Synchro-tone Modulator that
reproduces, with marvelous fidelity, every note in the
musical scale exactly as it is broadcast.

And . . . for the first time, in the popular price range !

Six tubes and rectifier; three 224
R. F.; one 227 power detector; two
245 audio amplifiers in push-pull
system; one 280 rectifier; power
supply integral. Extremely simple
and especially designed for easy

accessibility. Extreme sensitivity and

SONORA Screen Grid Chassis

Model A-33 Screen Grid
Cabinet by Sonora
Highboy: Highest quality,extralarge
power dynamic speaker, Cabinet of
selected walnut with attractive overlays,
French Chateau doors. New SONORA
Screen Grid Chassis.

$17 Q50 Less, Pricesahety hisher

= tubes in Far West

selectivity with stability; completely
shielded, including new inter-stage
condenser isolation. A real screen
grid job.

Model A-31 Screen Grid
Cabinet by Sonora

Lowboy:Highestquality,extra large
power dynamic speaker; genuine walnut
cabinet with selected veneer trim. New
SONORA Screen Grid Chassis.

$14950 .32,

Price slightly higher in Far Wes

Model A-35 Screen Grid
Cabinet by Sonora

Highboy: Highest quality, extra large
ower dynamic speaker. Cabinet of rare
gcauty in full accord with SONORA
standards. New SONORA Screen Grid

“ $93500

Price slightly higher in Far West
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SONORA Studio Chassis

Model A-32 Studio
Cabinet by Sonora
Highboy: Specially designed power dy-
namic speaker, Beautifully designed cabi-
net with selected butt walnut doors and
satin-wood overlays. SONORA Studio
Chassis.

Less
tubes

$250%

Price slightly higher in Far West

Seven tubes, plus rectifier and ballast lamp; three
radio amplifiers type RA-1; one detector type DE-1;
one audio amplifier type RA-1; two audio amplifiers
type SO-1 in push-pull system; one rectifier type
RE-1; one 125 ballast lamp. Very sensitive. Circuit
especially designed to provide constant amplification
over entire wave band. Careful matching of speaker
with chassis output gives exceptional tone quality.

Model A-30 Studio

Cabinet by Sonora

Horizontal: Specially designed power
dynamic speaker. Attractive cabinet of
modern trend, with carefully matched
walnput, satin-wood and rosewood over-

lays. SONORA Studio Chassis.

Model A-40 Studio
Cuabinet by Sonora

Melodon Combination. Specially de.
si?ncd power dynamic speaker. Cabinet
of beautiful modified Hepplewhite de-
sign; Australian walnut and satin-wood,

$190%

Price slightly higher in Far West

Includes splendid reproducing phono-

graph. Electrically operated, with no-set

automaticstop.SONORA StudioChassis.
Lass

$375% &

Price slightly higher in Far West

Less
tubes

You will want the SONORA Dealer Franchise

SONORA De Luxe Chassis

Eight tubes, plus rectifiers and ballast lamp;
four radio amplifiers type RA-1; one detec-
tor type DE-1; one audio amplifier type DE-1;
two audio amplifiers type SO-2 in push-pull
system; two rectifiers type RE-2; one 150
ballast lamp. Extremely sensitive. Ultimate
power output combining auditorium volume
with the utmost in tonal refinement from
concert volume to a whisper, at will. Circuit
especially designed to provide constant am-
plification over entire wave band. Careful
matching of speaker with chassis output
gives exceptional tone quality.

Model A-36 De Luxe
Cabinet by Sonora

(Licensed under patents of Radlo Corporation of America and C

Upright : Specially designed power dy-
namic speaker. Local reception without
antenna. Beautifully designed cabinet
of William and Mary period, in charm-
ingcombination of American and crotch
walnut. Famous SONORA De Luxe
Chassis.
Less

$47 099 tubes

Price slightly higher in Far West

Model A-44 De Luxe
Cabinet by Sonora

Melodon Combination : Specially de-
signed power dynamic speaker. Local
reception without antenna, Unusually
attractive cabinet. English Renaissance
style, American and crotch walnut with
oak burl overlays. Famous SONORA De
Luxe Chassis.

$695%

Price slightly higher in Far West

Less
tubes

First: because the New SONORA
Radio undoubtedly will be the season’s
best-selling radio.

Second: because of the liberal SONORA
Authorized Dealer Policy.

Third : because the spectacular, nation-
wide SONORA advertising campaign
sponsors new sales ideas.

Fourth: because SONORA embodies a
simplicity of construction that elimi-
nates all unnecessary parts, and makes
every remaining part easily accessible.

Fifth: because of a co-ordinated
SONORA sales policy' of closest co-
operation between the factory and you.

Sixth : because a SONORA dealer has a
sales franchise of permanent value,
increasing year by year.

Responsible dealers everywhere will find

it to their advantage to know more about

the New SONORA Radio and the prof-
itable SONORA Sales Plan.

Sonaor,

LEAR AS A BELL

A trade-mark of distinction that has been
synonymous with fine music for 18 years

dlan Radio P Ltd.)

SONORA PHONOGRAPH

Main Offices: SONORA BUILDING,
50 West 57th Street, New York City

COMPANY, INC.

Factories: Buffalo, N. Y.; Saginaw,
Mich.; Bridgeburg, Ont., Canade
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A picture-book study of growing dollars

AN AAN A DA APt

90% of service calls that
are received after a set
is originally installed
are caused by defective
tubes.

Whe pays for the

service of a service man?

You do, of course. And it comes out of the profit
you make on sets.

How many service calls do you make on each set
you sell? How much would it be worth to you if you
could reduce this number by one call’—by 2 or
3 calls?

Experts say that 909, of service calls on sets after
they have been installed are due to defective tubes.

This should cause you to sit up and take notice.

It should make you keen to find the most depend-
able line of tubes on the market and furnish them as
original equipment on all sets as well as for re-
placements.

Here are some of the benefits you will derive from
handling high quality, well known tubes:—

. Reduced number of dissatisfied customers

. Reduced number of unprofitable service calls
Reduced cost of returning tubes to factory
Higher reputation of the sets you sell
Higher reputation for your dependability

CeCo

S
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in tube sales . . . for live dealers

6. Repeat business insured
7. Increased sales of other items in your store

Possibly you do not have the facilities for making
exhaustive tests of tubes for all important charac-
teristics and length of life. But other large dealers
and radio manufacturers have made these tests

for CeCo.

4 great companies proved that
Ce Co tubes have 30% to 50% longer life

Two of the foremost set manufacturers and the two
largest tube distributors in America tested CeCo
tubes. These companies have their own precious
reputations to protect. They had to know the
best tubes.

So, in their own laboratories, without our knowledge,
they made exhaustive tests of all the better tubes on
the market.

In making their tests, they afterward told us, they
found that CeCo tubes tested highest in the im-
portant tube characteristics. As one of the outstand-
ing facts, their experiments proved that CeCo tubes
outlasted other tubes tested by 309, to 50%.

As an outcome of their tests these four companies
alone have contracted for over 4,000,000 CeCo tubes
during the coming season.

Every Ce Co tube is dated

This will be found a great aid to cutting down the
number of service calls. Each CeCo tube is stamped
on the base with its date of manufacture. The date
on CeCo tubes is to help you in making satisfactory
adjustments on any complaints you may receive.

Licensed under patents and applications of the Radio Cor-
poration of America, the General Electric Company, and
the Westinghouse Electric and Manufacturing Company

Ce Co Manufacturing Co.. Inc.
| PROVIDENCE, R. I.

tubes

This book tells of the ever-increasing importance
of tube sales to radio dealers. Among others,
here are some of the things it discusses:—

B 00 0 =

[0 2B =~

. The size and development of the radio market
. The percentage of profit in tubes

. The growing replacement market for tubes
. How quality tubes cut losses on set sales and

service

. Will there be a tube shortage in 1929?

. Price cutting

. Turnover

. An impartial analysis of the radio market by

Dr. H. K. Nixon, Professor of Marketing and
Advertising at Columbia University.

Send for this book. It contains many helpful
suggestions for building up tube sales and shows
what progress other dealers are making along
this line.

The A. C. 224 Screen Grid Tube was developed
and perfected by CeCo over a year and a half ago.

CeCo Manufacturing Co., Inc., Dept. 209,
1200 Eddy Street, Providence, R. 1.

Send me a copy of the dealer book, “Tomorrow

in the Tube Industry.”

Name

Company

Address
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. .A\{\&ND THEY'RE

STILL RUBBING THEIR
EYES IN AMAZEMENT!

MODEL 52

... Employs nine tubes, including
rectifier. Specially designed
Screen-Grid circuit. . . DOUBLE
Push-Pull audio amplification.
Genvuine AutomaticTuning. Super-
size Zenith Syntonic Dynamic Type
Speaker. Linear Power Detection.
Self-Healing Filter Condenser.Sim-
ple Selectivity Adjustment. Auto-
matic Phonograph switch. Charm-
ing low-boy console of Butt Walnut
with overlays of English Satin Qak.

175

LESS TUBES
Western U. S. price slightly higher

Up went the curtain...and Zenith's 15th
Anniversary Modelsstunned the radioworld.
Here, at last, was modern achievement,
superb, unexpected—that far outstripped
everything else in quality and outvalued
them at popular prices. Instant success was
apparent—dealers enthusiastically grasped )
the opportunity. Zenith quality now at pop-
ular prices —irresistible! Get in touch with

your Zenith distributor now.

THE

e

ZENITH RADIO CORPORATION - 3620 IRON STREET, CHICAGO “
WORLD'S LARGEST MAKERS OF HIGH GRADE RADIO

“Automatic Radio” Owned and Controlled by The Zenith Radio Corp., Chicago, U1, 8. A., under the following patents—Vasselli 1581145, Re-issue 17002, Heath 1638734, Marvin 1704754,
Canada 264391, Great Britain 257138, France 607436, Belgium 331166. Also under other U. S, and foreign patents pending. Licensed only for Radio amateur, experimental and broad-
cast reception. Western United States prices slightly higher.

&
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" the PERFECT
Pm positior

)

> Built to Command
11uelhnce. .

Thé \ Y “Perfection

“Piccadilly 7
Moderne

$270

'Ioa ew
obbers

COLONIAL offers a chance to
surpassits great Eastern success!

1

A

iy

CUTTING DYNAMIC SPEAKER

CUTTING SOUND RADIATION

L L BTV L AT

Jobber and dealer commitments
have far exceeded our highest hopes,
but our tremendous new manufac-
turing facilities make it possible for
us to designate a few more capable
distributors. If you have no com-
parable line...if you want to rein-
force a low-priced line of sets with
a higher-priced line which will
SELL...get in touch with us at once.

WRITE OR WIRE

FOUR SCREEN-GRID TUBES
(EIGHT TUBES IN ALL)

These exclusive features ...

combined with rare beauty, su-
perb performance, outstanding
value...are winning public pref-
erence for Colonial everywhere.

(Cavalier

$235

“RADIO'S CLEAREST VOICEZ

COLONIAL RADIO CORPORATION, LONG ISLAND CITY, N. Y.
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g gy
DEALER tRadlo BalkeltRadlo

HELPS

NIFORMED in “Balkeit Blue” the Balkeit
advertising and merchandising program
for the season is distinctive and complete.

Tying-in directly to national and local news-
paper advertising Balkeit offers its dealers a
line of window trim material and literature
which is unusually effective. |

<o and dddress 7

Eadm'

Balkeit Radio
/Ml/l/t/(“

Posters, cards, large muslin backgrounds,
Balkeit Blue streamers, and electric signs form
the nucleus of this dealer help material.

The “Balkeit Blue Book of Radio Talent” has
taken a position of leadership among the Radio
literature of the season. This, of course, will be
distributed only through Balkeit dealers.

Write to the Balkeit Radio Company, North
Chicago, Illinois, for complete details regarding
Balkeit Radio, Model C, the advertising-mer-

chandising plan behind it and the Balkeit BT T e e

betically — when and where to find

Decler FrOnChise, them. A national demand is growing

for this book.




VERY radio dealer can now offer

super-dynamic quality at a low
price. For the new Symington Repro-
ducer, made in the factory of the Val-
ley Appliances Company, where al-
most half a million radio speaker parts
have been built during the past two
years, offers dmazing purity of tone,
the very peak of reproductive quality,

at a list price of $40.00.

Radio Retailing, September, 1929

There were 11,000,000 radio sets in
use in the United States on January 1,

1929. Less than a million and a half of

Symington

Licensed Under Lektophone Patents

Ferro-Dynamic and Super-Dynamic

REPRODUCERS

131

these will be replaced by new sets ihis
year. This leaves over 9,000,000 radio
sets—the owners of which are in-
terested in buying a good super-dy-
namic speaker at a price they can

afford.

And they can afford the Symington
price of $40.00. Particularly when
they hear the remarkable purity of
tone which the Symington design
makes possible. When they hear the
volume, the true-to-life quality of this
speaker—they will say, “That is the

"
speaker we want!

Ever since the Power Speaker
came out the radio set-owning public
has been waiting for a speaker of

this quality at this reasonable price.

Dealers and jobbers who have not
yet examined samples of the new
Symington Super-Dynamic are invited
to write at once. The time is growing

short.

Valley Appliances, Inc.

Rochester, New York
VA4
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Now Standard
Equipment
with Better
Manufacturers.

A SINGLE TEST AND
YOU’LL RECOGNIZE
ITS IMPORTANCE!

“In view of the
many wonderful
things I've heard
about the Super
Pick-up

I WANT TO TEST IT!

You-may send a sample today,
without obligation on my part
to buy.”

Name
Address
City .

Executive

Until you Lave seen and heard the new
TOMAN Super Pick-up you cannot begin to
realize its amzzing merits. That is why we

want to send YDUR SAMPLE 1oday!

strument, together with wonderful volume and richest

tone, accounts for the recognition the TOMAN Super
Pick-up has received from highest radio-music authorities. To
the Jobber and Dealer its exclusive advantages offer the first
great profit-making opportunity in this line. Like all TOMAN
products the Super Pick-up is reasonably priced. It offers a
great chance to make quick sales and to earn the enduring good-
will of your customers. Let us send your Sample today. Test
it in private first! That’s your privilege—without the slightest
obligation. Write us now!

l I NUSUAL beauty of design, adding distinction to any in-

PERFECT FOR THEATRICAL USE

TOMAN

REPRODGCERS ' =-?‘ , TONEARMS
PICK-UP ARMS\ -ﬂvr / /PICK - UPS
N

E. TOMAN & CO.

2621 W. 21st Place,
Chicago, U. S. A.

Cable—SIVAD—Chicago
Established 1914

Bankers—1st National Bank of Chicago
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Wanted

who wants the facts!
B-15 Sopsote receiver in That’s exactly what we mean!
h wa]nbut cabxget Sezen Brandes de luxe model
ter t tubes an rectiher N
:i:;es Fo);pretuneéiecucuns 914 in. We want a dealer who’s got that pre-t}bes alrxusil?egctisﬁee\;etr:lblele?);ecr
ynamic reproducer operanng . 2 5 O
from 2 type 345 power ubes in “show me’’ frame of mind—who SREL s JUTC G
pus pu elector tunlng . v
. 2type 345 power tubesin push-pull.
Price.less §195 §() says, ‘‘Forget this talk about Seloctor taning. $e1'gs’6b
""""""""" Price, less tubes, 0

‘sweeping the country’ and ‘ ringing
the cash register!” Give me the
facts!”’  Right!—here are your
facts! ¢ The Brandes offers 4
tuned circuits, dynamic repro-
ducerand push-pullamplification.
( The Brandes is the only set on
the market with a 21 year wireless
background. ¢ The Brandes is
the only set in the field to carry

the written O. K. of world famous

experts! § And with all these fea-

RADIO
¥ tures, the Brandes console models WORLD’S FAIR
are priced at only $125.50 and %Zf;f::ersq;}‘::e ga;‘;i”:
$165 . . . It’s your move now! Booths #BB18 and 20

7/e NEW

Wireless
1908

iBrandes Radio

(A DIVISION OF KOLSTER RADIO CORPORATION, NEWARK,

Copyright 1929, by The Brandes Radio Corp.
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EE

) and compare these
= cabinets at the Shows

Then place them, on your own floor,
beside any others in the same price
class ... and let your customer decide.

That’s all we ask.

This suggestion has been repeatedly
made because of our own unqualified
confidence in the captivating charm
and exquisite workmanship of all
ADLER-ROYAL Cabinets; the wisdom
of our advice is now being confirmed
by a continually increasing volume of
orders.

ADLER-ROYAL,
Model No, 324

Adler Manufacturing Co., Incorporated, Louisville, Ky.

ADLER-ROYAL
Model No. 325

AT THE

Sixth Annual Radio
World’s Fair, New
York,Booth 5,Section
N; Sheptember 23rd X)
28th inclusive . .. At

the Eighth Annual QEEERNI:,O‘;';;
Chicago Radio Show,

Booth 9-10, Section

EE; October 21st to

27th inclusive.

Al ADLER-ROYALCabinets

Jully protected by design
patents.

ADLER-ROYAL i,

ADLER-ROYAL
Model No. 323
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Star-Raider R-30, e hube

Star-Kaider RP-4o, radio-
radio. $525.00 !leis sebed ;

thonograph combination, nine
tubes. $725.00 Uess tubes)

Star-Raider R-z i, nine tube

Star-Raider R-20, nine tube
radio. $475.06 (less tubes)

radio. $435.00 {less tubes)

STAR=RAIDER

is the Release from

a Competitive Market

Star-Raideropensthe gate tonewsales
lands—filled with bigger-profit sales,
freed from price-tag competition.

Mr. Public now picks his radio by
the Ear and Eye . . . as well as Price.
And that fact makes Star-Raider
the industry’s opportunity.

For Star-Raider is bullt to be as
fine an instrument as humans can
achieve. Each one has the care of

a custom-made model. Each cabi=
net is a proud example of the oid-
world woodworkers’ art.

There are now five Star-Raiders—
the R-20, R-25, R-30, RP-40, and
latest of all, the (electric) Phono-
Tabouret that plays records over
any radio with a pick-up jack.

The industry’s opportunity is five-
fold. Are you in?

CONTINENTAL RADIO CORPORATION

FORT WAYNE,

INDIANA

(Successor to The Silagle Radio Company)

the

| |

R- RAIDER

America’s Finest Radio Made Finer
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This is the first dynamic that gets
the high notes as well as the low, for
the Best Theaire Dynamic accura-
tely reprodueces every sector of the
musical scale. It was designed with but
oneideain mind—to make the finest dy-
namic speaker possible. Never before has :
there heen such undistorted output—and
so free from troublesome hum.

For operation on 105-120 veolts A.C. 50 10
60 cyeles. List price, Theatre Model, chassis
only $125.00 less the two 281 rectifier tubes.
Home Model—$95.00 (chassis only—less
tubes.)

Have you heard the BBL
Electric Motor Speaker?

Wonderfully sensitive, better than the ordinary dynamiec.
0 moving ¢oil, ne rectifier, no condenser, no bum—just

perfect satisfaction. List price Chassis only 9" diaphragm

$20.00. 12"—$22.50.

Completeinbeautiful walnut cabinet with 12"diaphragm

$35.00.

The Improved Best Theatre Pick-up
The largest, heaviest and most powerful pick-up on the
market—ryet the Best Suspension Bridge Counter balance
makes it possible to use this great weight with but the
weight of a feather on therecord.iNo needle scratch—sno
wearing of records. Price—Theatre model (with extra
long tone arm) $35.00. Home model $17.50.

Seeour exhibitBooth HH8 RadioWorld’s Fair NewYork Sept.23.28

Best Manufacturing Company
Makers of the famous BBL Speaker Units
1200 Grove Street Irvington, N. J.
Canada
445 King St., West; Toronto.

The Giant of Dynamics

DYNAMIC

FOR HOME
AND THEATRE

Never in the history of
radio has there been
such a speaker. Huge...
heavy...unequalled for
beauty.....dwarfing all
others in size and per-
formance, the Best
Theatre Dynamicis the
sensation of the Radio
Season.

If youare going to sell the fincst speaker
it is possible to make it would be wise
for you to send the coupon for complete
information so that you can gel your
sample order in at once.

“Best Manufacturing Company

1200 Grove Sireet, Irvington, N. J.
Please send me complete information on the

[_] Best Theatre Dynamic
[ BBL Electric Motor Speaker
[ Best Theatre Pick-up
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The Performance, of the New Trav-Ler

Receivers -assure year ’round sales for the

dealer and year ’round utility for the buyer.

Check*

The practical uses to which the
new Trav-Ler Receivers may be
put arc almost endless. With
their increased range and tone
quality their utility is increased
many fold. Check those listed
here and see how many people
come into your store every day
who are prospects for a New
Trav-Ler for one or more of
these uses.

For Motor Trips.

Asthe Second Set in the Home,

For Week-end Outings.

In Small Apartments or Hotels.

For Hunting or Fishing Trips.

In the Office.

For Daily Stock Markets Re-
ports.

For Sport Event Broadcast..

For the Traveling Man.

For Invalids or Shut-ins.

The Ideal Gift for any event.

On Motor Boats or Cabin
Cruisers.

For College Students.

For the Summer Home or
Cottage.
.. The New Trav-Ler Re-

ceivers may be operated

... - either 110 volt AC or DC
current or with batteries. The
Power Packs and batteries are
instantly interchangeable.

You know what the public has been de-
manding in a portable radio receiver—
“give us a receiver comparable with the
larger sets” in range, sharpness of tuning,
and tone excellence and volume. Trav-Ler
engineers have designed a new type port-
able employing the latest proved (ﬁevelop-
ments of the radio art, in-
corporating ever featureand
advantagewhic the public
now demands and expects.

New Shielded
Circuit

The new Trav-Ler Port-
able Receivers obsolete all
previous sets of this type
with their perfected shielded
circuit employingscreened
ﬁrid and power tubes. One

ial tuning— the stations
click in sharp and clear on
all broadcast channels —
startling day and night
time range, cone speakers,
fixed filament voltage con-

dealer and distributor. Trav-Ler sales
do not interfere with your regular lines.
They do bring added business from pres-
ent and prospective customers, and do
not conflict with sales of regular re-
ceivers. The performance of tiese new
receivers mean year round utility for the
buyer and year round busi-
ness and profit for you.

New

Trav-Ler Prices

With many improve-
ments in the circuit and in
the appearance of the cases
Trav-Ii,Per prices remain at
low and competitive levels.
The New Standard Model,
$65; the New DeLuxe
Model,$75;the New Aristo-
crat, $100. All prices less
tubes, power packs and
batteries. AC Power Pack,
$35;DC,$30. Pricesslightly

trol ending tube paralysis, The higher west of Rockies.

and instantly interchange- TRAV-LER Only by actual test can
able power supply for oper- DelLuxe you appreciate the ability
ation either with llght Model of these new portable re-

socket 110 volt AC or DC
power or batteries.

The new Trav-Ler Portable Receivers
point the way to added profits for the

ceivers. Order one from

our jobber today or write
us for complete details of the new Trav-
Lersales planand bigger trade discounts.

DISPLAYS AT THE VEW YORK AND CHICAGO RADIO SHOWS
Make it a point to visit the Trav-Ler Exhibits at the Sixth Annual Radio World’s
Fair, New Madison Square Garden, and Eighth Annual Radio Show, Coliseum.

TRAV=-LER

PORTABLE RADIO RECEIVERNS

TRAV-LER MANUFACTURING CORP’N.

NEW YORK CITY

ST.LOUIS

General Office and Factory: 1818 Washington Ave,

CHICAGO
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200 (ities o 10
28 Stations /[ =

Taken In Advertising Sortie

The aspirations of a generation have been reached in
the new Brunswick Radio. There only remains the
dissemination of this knowledge to everyone through-
out the length and breadth of the Nation. This,
Brunswick has arranged for in a big way. To date
we have taken 200 cities and 28 Broadcasting Sta-
tions for this purpose. The broad significance of this
statement as it reflects on our dealers’ sales and
profits will be apparent to all.

The publications with the greatest circulations will
carry the Brunswick message of “Tone Triumph” to
the reader. The preferred, high-powered broadcast-
ing stations will tell the story to all radio listeners.

High class newspapers will be used in one endeavor.
Such artists as Al Jolson, Belle Baker, > :
Nick Lucas, Ben Bernie, etc., in Brunswick Combination Panatrope
the other. Write for sched- w‘t.h Radio. Model No. 31
ule and program. You Price $272 Tubes Extra
will need it. est

. 27, =~

*
Every Brunswick dealer is equipped to EaSIer
prove “Studio Quality”” of Brunswick Radio - S ales

Reception in his own store. He can dem-

onstrate the Brunswick Radio as no other

set can or will be demonstrated. and

He can re-create a Broadcast made at 12:11

midnight, May 4t1l: last, at the Studio of Longer

WABC, New York City. P
rofits

Once a prospect hears this Broadcast, just

as though in the Studio of Station WABC

on that date, and at the same time the same program received
through a stock model of the NEW Brunswick Radio, he will
need little encouragement to decide on a Brunswick. And
he has three popular-priced models from which to choose.

®  Brunswick :
Lowboy Console 8

Brunswick dealers, everywhere, use this “test” to close sales. Model No. 14 § < Hi %%ns‘é}icrl‘sole

If you are not already a Brunswick franchise holder, we invite Price $148 1\'%0 delyNo 21

you to participate in the benefits to be derived from such an Tubes Extra . 2

association. Price $ 174 Tubes Extra
Radio — Panatrope with Radio — Records

THE BRUNSWICK-BALKE-COLLENDER CO., New York, Chicago, Toronto
Branches In All Principal Cities

“

n
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EVEREADY LAYERBILT CONSTRUCTION
Here is the inside story of the Eveready Layerbili—/flat,
space-saving cells making connections automatically. Only
five solderings, only two broad connecting bands. Maxi-
mum reliability, maximum active materials, greatest life.
Layerbilt construction is an exclusive Eveready feature.
Only Eveready makes Layerbilt Batteries.

CYLINDRICAL CELL CONSTRUCTION
Here is the inside story about every “B” battery assembled
of separate, individually sealed cells—29 fine connecting
wires, 60 solderings, and lots of waste space between cells.

This is the LARGE SIZE No. 486, the longest last-

Eveready Layerbilt “B”> Bat- ing, most economical of

tery for heavy duty. all Evereadys. List $4.25.

There is also another

Eveready Layerbilt, Me-

dium Size, No. 485, listing
at $2.95.

EVERYBODY KNOWS THE

TRUTH

ABOUT
“B"” BATTERIES

FOR years we have been hammering into
the consumer’s mind the facts about
Eveready Layerbilt superiority. The dia-
grams on this page have been given a
tremendous circulation, probably larger
than ever was given to any similar story.
This advertising has been the most dis-
cussed of all ““B” battery advertising, for
it tells the truth, and tells it hard and fast.

If you are now selling Eveready
Layerbilts you know how effective our
advertising has been. If you do not
handle Eveready Layerbilts you are in the
minority. Qur suggestion is that you talk
to a dealer who sells these: batteries and
get his opinion of them as profit-makers.
Then the next time a jobber’s salesman
calls, ask him about them. You’ll find
there is a sound business basis for the
dealer preference for these best of all “B”
batteries.

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

Branches: Chicago Kansas City

San Francisco

r 1
Unit of Union Carbide . and Carbon Corporation

(L4 A B

e [N VITAL SERVICE e

Eveready Batteries are being used in auto-

matic train control, aircraft beacon receivers,

talking motion pictures, short wave transmis-

sion, picture transmission, television, for the

protection of life and property, and to secure

instant, unfailing, noiseless, perfect electrical
power.



140

ELE

Radio Retailing, A McGraw-Hill Publication

CTRAMUSE
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HE new Club Model Electramuse, just
announced, 1s a beauty and bound to be
a leader. The low, well-proportioned lines
of the beautiful satin finish walnut cabinet

instrument.

appeal to the most discriminating buyer.
It’s the greatest achievement ever known
in a continuous-playing, automatic musical

Tremendous Market Now W aiting

Clubs, resorts, cafes, confectioneries, large
auditoriums offer a new and tremendously
large market for this new model. There is
nothing that will meet their requirements
like the new model Electramuse.

The same Electramuse mechanism that has
proven so satisfactory for over three years
has been retained in this new model.

Superb tone is accomplished by using a
brand new type of amplification and a com-
bination of other superior features. A high-
ly perfected type of speaker especially de-
signed to produce tremendous volume with-

HOLCOMB & HOKE MFG. CO.

Indianapolis, Ind., U. S. A. I

out distortion is perfectly balanced with
the pick-up and amplification. Electramuse
thrills wherever it is heard—it has a tone
quality you've never heard before.

This Genuine Money-Making Opportunity
Now Offered to Responsible Dealers

The movies, clubs, hotels and other busi-
ness institutions are replacing orchestras.
In Electramuse, dealers are face to
face with an amazing profit-making
opportunity. Electramuse is the best
known mechanical musical instru-
ment; thousands in use pfoducing

highly pleasing results. This new model
may be operated by remote control or in
conjunction with the fool-proof H&H pat-
ented coin box.

Lose no time in investigating the money-
making possibilities open to responsible
dealers. Choice territories still open to
dealers who can qualify. Write today—use
the coupon, or, better still, wire us.

Holcomb & Hoke Mfg. Co.,
Dept, R-9, Indianapolis, Ind.

Please tell me all there is to know about your new

Club Electramuse and Dealer Plan.

| 1
1 1
1 1
| Name |
| 1
1 I

Address.
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that explains the fine quality
' of Bodine Turntable Units

ERE are some of the exceptional features built into the Bodine
Units that make them outstandingly successful:

FOR DEMONSTRATING
A. C. SETS

Bakelite gears (instead of fibre gears)
{ Baked enamel finish (not sprayed lacquer)
Double contact self-aligning governor brake (not single
contact)
Enclosed governor (no exposed parts)
Ventilating fan on motor (no overheating)
Double mounting plate with 4-point spring suspension
| (no noise)
Ground shafts to .00025 in. tolerance, minus only (no
[ bearing trouble)
Running test of 24 hours for each unit (no service
annoyance)
Powerful motor (no delay in acceleration of turntable)

Bodine Model 1031 R Motor Generator Set is
ideal for demonstrating A. C, sets and phono-
graphs in D.C. districts. Two-unit construction.
eliminates hum, Produces 110-volt 60-cycle cur-
rent. Units available for 110-115-voltor 32-volt
D. C. Circuits, Built-in filter.

FOR THE TALKIES AND
TELEVISION

There are many other extraordinary features that will interest you.

Mail the Coupon

for these details

Bodine Mcdel AE Synchronous Motor from
1/20 to 1/« H. P. for televsion experimental
work, or dr ving motior pictire projectors and
mechanical turntables s¥nchronously for talking
ﬁlal;"le\i Speed absolately constant at 1800

3 3
Ao c‘;'\" 0%
Abe \e < <
PAePecs” “c-‘gg WO g
S =

S .
o™ o SA® ‘;“c“‘o
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“The rough-and-
ready aerials seenon
housetops contribute
to poor reception,”
says Mr. Clough.
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Cp

etter
Reception
Always Assured

*When a Goop Ouvrpoor
AERIAL is used *?

KENDALL CLOUGH
Chief Engineer

SILVER-MARSHALL

Showing typical installation of
Premax Standard Umbrella-type
Aerial Assembly recommended by
many Engineers. Complete kit, in-
cluding Ground Rod, ready to install.
List, $5.95. Skeleton kit, including
Premax Masts and Ground Rod but
without wire, insulators, etc. List
$4.00. Either kit packed complete
in carton.

INC.

ADIO Engineers unanimously
oppose slouchy aerial and ground
installations. Set owners resent them.
Short sighted dealers who make taem
soon lose customer’s confidence.

A New York report shows 50% of

all service calls are the direct resul:
of unsuitable or inadequate acces-
sories or their improper installation.
Says the report:“Only fifty dealers out
of a hundred have learned the simple
truth that good salesmanship requires
more than the sale of a good receiver:
it means suitable high grade acces-
sories, careful installation and ade-
quate instruction as to use and main-
tenance. Such dealers are gradually
winning a reputation which is weal-en-
ing the position of their short-sighted
competitors!”

Premax Standard Aerials meet
every need. They are collapsible—at-
tach and anchor them —then raise to
desired height and lock! You’ll say it
is the safest—and quickest erected

aerial you ever installed! Premax Aer-
ials are wind-, storm- and rust-proof.
Start your new set-purchasers right-
with the life-time Premax Aerial in-
stallation.

Helpful Book on Aerials
FREE

Hundreds of Service Men are using the
new Premax Book as standard instructions
for aerial installation. It is called “THE
RIGHT AERIAL - and Easy Ways to Erect
It as a guide to correét antenna installation.
This book tells: How to ger DX with the Right
Aerial; How Long Should My Aerial Be?;
What Has Aerial Height.to do With Good
Reception?

The book is free!

Send your name and address—get this book
and name of nearest Premax Jobber. PRE-
MAX PRODUCTS, Inc., Niagara Falls, N. Y.

Jobbers: Send for free Aer-
ial Book and Profitable
Premax Proposition.

REMAX
AERIALS

AND GROUND RODS

‘THERE IS A STANDARD PREMAX AERIAL FOR EVERY JOB!

PR-4
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ROSLEY UNITRAD

(wiTHOUT

SHOWN HERE
WITHOUT FRONT PANEL

—the ““big news’’ in

SCREEN GRID RADIO!

NCE more, Crosley engineering

skill and Crosley straight-line
mass production score! This time
with a radio set not only sensa-
tional in price, but matchless in
performance. For engineers have
pronounced the new Crosley Screen
Grid Unitrad the finest A.C. radio
ever produced. And only $80, with-
out tubes!

See for yourself . . . note the cir-
cuit listed here: It utilizes THREE
224 Screen Grid R. F. tubes; one
227 power detector tube; one 227
heater-type first audio tube, re-
sistance coupled; two 245 power
output tubes in push pull; one 280
rectifier tube—eight in all!

Deep, natural tone is the result
—razor-edge selectivity—instant

You’re there
with a

response with volume plus on the
slightest turn of the dial. Com-
plete elimination of howls and
squeaks, too, even at the highest
amplification. No wonder the new
Crosley Unitrad is the radio sensa-
tion of the year!

Orders for the Unitrad are al-
ready flooding the factory. And
from every section of the country,
dealers are reporting lively sales.
Better look into it now—call the
nearest Crosley distributor today!
Or write us direct for complete in-
formation.

The Crosley Radio Corporation
Powel Crosley, Jr., Pres.

Cincinnati, Ohio
Home of WLW

In

handsome console
models, too!

While the new Crosley
Screen Grid Unitrad may
be used as a simple table
model, for bookshelves or
other out-of-the-way
places, it is also available
in an extensive line of
Crosley consoles. Or it
may be had in cabinets
produced by seven of the
leading cabinet manu-
facturers of the country
—all in the widest pos-
sible range of prices.
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service calls

inhalf..........

sell ARCTURUS Tubes

A~-C
LoNG VIFE

ERVICE calls cost money.
Many of them are due to
burnt out tubes...noisy tubes
...tubes that soon lose their
efficiency. Good tubes help
keep service overhead down.
Arcturus Blue A-C Tubes
are so well designed and care-
fully built that they cut costly
tube trouble to the minimum.
Dealers who equip all their
A-C sets with these exception-
al tubes have found by actual
experience that ArcturusTubes
cut service calls 50% or.more.

This means greater profits
from set sales, and thor-
oughly satisfied customers.
Arcturus Blue Tubes make
any A-C set do its best be-
cause they act in 7 seconds,
do away with hum, give true
tone, and hold the world’s
record for long life.

If you are not now selling
these perfected tubes write
us for all the facts and join
the ranks of satisfied retailers
who are making more money
with Arcturus.

ARCTURUS RADIO TUBE COMPANY, Newark, N. j.

U

TUBES
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EVIDENCE

HE demand for radio receivers equipped with Jensen Electro-Dynamic Speakers confirins
the judgment of America’s leading set manufacturers who early in 1929 proved to their
satisfaction the superiority of the new Jensen Concert Speaker. These manufacturers’
sets are known today as the industry’s “‘best sellers’’. This new Jensen Concert Speaker
with ten inch cone and many other exclusive features has been specifically de-
signed to meet the individual requirements of these manufacturers who know
the value of offering to their trade the finest possible tone quality. Each of
them found this new reproducer to interpret into sound more faithfully
and brilliantly the energy delivered by their receiver. ([ Jensen Electro-
Dynamic Speakers are offered in three models, with eight, ten and
twelve inch cones, each size available for operation with either
110 volt AC or 110 or 220 volt DC current. Jensen Concert and
Auditorium models are also available in the Imperial Cabi-
net, America’s finest and most beautiful reproducer.
Radio dealers are finding aready marketand attrac-
tive profits with Jensen Dynamic Speakers either

sold separately orinstalled in radio furniture.

Licensed under
Lektophone

See Our Exhibit at the

SIXTH ANNUAL RADIO WORLD’S FAIR
Madison Square Garden
NEW YORK CITY
BOOTH 20, SECTION CC

_lensen

ELECTRO-DYNAMIC SPFAKERS

<y |

JENSEN RADTIO MANUFACTURING COMPANY

6601 South Laramie Avenue, Chicago, Illinois 212 Ninth Street, Qaklaund, California

3
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Contribution to
Perfect Reproductlon

The Biggest 4 in Radio

HUMLESS TUBES of Gold Seal uniform
quality for SCREEN GRID and A. C. SETS.
___________ The selection of leading set makers who
%2, want their own product to perform most
- \E  satisfactorily.
Price range and discount
policy information from

Gold Seal Electrical Co., Inc.
250 Park Ave., New York

'''''''''''''

.-:.' -l
......
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j %ECOND CHURCH OF CHRIST,SCIENTIST,BOSTON, MASS.,PAM EQUIPPED

increases seating

Main Office:
Canton, Mass.

capacity

Because of the Pam installation no one need
stand or be turned away for lack of seats
at the Second Church of Christ Scientist,
Boston, as long as there is a seat available
in the Sunday School Room or other parts
of the church.

Every word of the speaker is picked up by
microphone and PAM -amplified for the
loud speakers, which deliver it crystal clear
to the overflow assemblages.

Every church or parish house is a logical
prospect for PAM equipment for this or
entertainment purposes, and every radio
dealer should see to its installation.

A new 16-page bulletin giving mechanical
and electrical characteristics, representative
installations and many new PAM amplifiers
will be sent upon receipt of 10c. in stamps
to cover postage. When writing ask for
bulletin No. RR12.

of i e G

MEMmBER g

Manufacturers Since 1882

Factories: Canton
and Watertown, Mass.
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Why the New Browning-Drake
Is a Good “Buy” for You

ERE is a set which enables you
to offer your customers consid-
erably more “radio” than they

can buy at anywhere near the price—
a set which provides a degree of selec-
tivity, distance-getting and tone-quality
unsurpassed by receivers costing fifty
per cent more.

In addition, Browning-Drake cabinets
are so attractive in design and so well
built and finished that they will in-
stantly appeal to your feminine trade—
our small cabinet models (54 and 64),
particularly, will find enthusiastic ac-
ceptance.

Browning-Drake construction, backed
by a reputation for quality second to
none, assures you of freedom from ex-
cessive servicing which eats into profits.
Six models, table and console, heater
and screen-grid types.

Send for information and
territories still open.

Browning-Drake Corporation,
226 Calvary Street, Waltham, Mass.
Builders of quality radio for five years.

Model 54—8(31%"%!}338!'%& ﬂ:;xll (cion-
. odX
tubes.) 58 £142.50

Model 64— (Heater Type) small con-
sole, (38x26x14) /

a1 s 413750

Prices slightly higher west of Rockies.

Model 53— $102.50

Table Model. Screen grid
type. (less tubes.)

Model 63— $98.00

Table Model. Heater type.
(less tubes.)

Prices slightly higher west of
Rockies.

. Semi-automatic tun- 8. Mershon trouble-
ing — both kilocycles proof condenser.

and call letters on 9. Voltage regulation
dial. adjustment.

. Five tuned circuits— 10, Power unit integral
nine tubes. part of chassis.

. Tuned antenna. 11. Large size dynamic

speaker.
12. Phonograph, short
wave and television
connections.
13. Selected walnut and
o American gum wood
6. Hum eliminator. cabinet. y
7. Band-pass filter effect  14. Hand-rubbed satin
(10 KC selectivity). Duco finish.

. Push-pull audio (245
power tubes).

detection
rectification)

. Power
(plate
optional.

[ J
-

RADIO

Nearly 1,500,000 people

are using Browning-Drake Sets
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Edison Radio-Phonograph, and chassis showing tube shelf of Bakelite Laminated. Made by Thomas A. Edison, Inc., Orange, N. J.

Edison Radio protects a famous name
by using dependable Bakelite Insulation

When a product is branded “Edison”’,
it may be safely assumed that no stone
of research has been left unturned. In
developing the Edison Radio, experi-
ments demonstrated the importance of
selecting a dependable insulating ma-
terial for the tube mounting shelf. To
provide complete insulation from in-
terference, the engineers of this company
adopted a shelf of Bakelite Laminated.
Mechanically strong, this tube shelf is
accurately machined to provide the un-
varying uniformity required for accurate
assembly. Sharp, clean drilling is easily
accomplished and metal bushings are

securely inserted without danger of
chipping and cracking. The smooth,
lustrous finish requires no protective
coating, and lasts indefinitely.

Bakelite Laminated is non-hygroscopic,
non-deteriorating, and does not become
impaired from climatic changes. Buyers
of radio recognize Bakelite Insulation as
the accepted standard, and dealers,
throughout the country have been quick
to use this as a sales appeal.

Write for a copy of our Booklet No. 39,
‘“‘Bakelite In Radio”.

BAKELITE CORPORATION

247 Park Avenue, New York, N. Y. Chicago Office, 635 West 22nd Street
BAKELITE CORP. OF CANADA,LTD,, 163 Dufferin St., Toronto, Ontario, Canada

BAK

REGISTERED ‘U. 8. PAT. OFF.

'IHE MATE RIAL OP

A TI—IOUSAND USES

“The registered Trade Mark and Symbol shown above may be used only on products made from materals
manufactured by Bakelite Corporation Under the capital “B" is the fumerical sign for infinity. or unlimited
Quantity It symbolizes the infinite number of present and future uses of Bakelite Corporation's products.”
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Do You Like Pie?

T dinnet—a juicy, luscious pie is put before you: you cut it, serve it
and crave a piece for yourself—then you find that none of it is for
you—not enough to go around—and you’re disappointed.

Just so with national advertising. When a manufacturer’s representative
puts before you a *‘pie” of great national advertising—a long list of
media, six figure appropriations, and adds a tempting selling talk—that’s
the time to ask “how big a piece of that pie am I going to get?”

Ask him *Is this advertising going into the homes in my town? Is it
going to reach the people that I want it to reach? Isit going to move mer-
chandise out of my store, and leave hard, cold dollars in its place?”

The American Weekly is the one publication that cuts the pie so that
there’s plenty for all. It is the one publication that combines national
coverage with local effect—the one magazine that does just as much for
you as it does for the manufacturer.

What is The American Weekly?

The American Weekly is the magazine distributed through seventeen great Hearst
Sunday newspapers from seventeen principal American cities.* It concentrates
and dominates in 485 of the Nation’s 784 towns and cities of 10,000 population
and over.

—In each of 153 cities, it reaches one out of every two families.
—1In another 119 cities, it reaches from 40 to 50%.

—In an additional 108 cities, it reaches from 30 to 40%.
—In 105 more cities, it reaches from 20 to 30%.

And in thousands of other populous areas, almost 2,000,000 additional families
buy and read The American Weekly—making a colossal national total circula-
tion of 5,646,898, the greatest and the most responsive circulation of any publica-
tion in the world! s

THE AMERICAN e
*Albany bnthe Work W]EEK\I/JZ

é/ . The ]
Qo American Weekly

9 East 40th Street
Atlanta ) :
Baltimore . C’O New York City
(B:(})ls?ton Main Office: 9 East 40TH STREET, NEW YORK CITY ‘{\{a Please send me a copy of the
Deg-?)igt? A American Weekly and a state-

ment of its circulation in my

Ilc’File‘:l?ﬁgzes @?}v trading territory.
New York A
g;’?&'ﬁirgh BRANCH OFFICES: " Neme
Rochester Wrigley Bldg., Chicago e
San Antonio 5 Winthrop Square, Boston ~ Addr
San Francisco 753 Bonnie Brae, Los Angeles . Ve
Seattle 222 Monadnock Bldg., San Francisco Vd
Syracuse 1138 Hanna Bldg., Cleveland Ve Town. State.
Washington 101 Marietta Street, Atlanta . //

12-231 General Motors Bldg., Detroit
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Unequalled Value inthe Jewell Pattern 199

EVERY test necessary for effective radio servicing, including
screen grid receivers, is met petfectly by the Jewell Pattern 199,
the lowest priced, high quality set analyzer on the market.

Pattern 199’s are built to the most exacting standards. The large
334 inch Jewell Instruments have been proved on thousands of
exacting industrial applications. The bakelite panel and silver con-
tact switches indicate the high quality of construction throughout.

In addition, the Pattern 199 is backed by the most complete
and thorough radio data service available, including complete
test data on sets of leading radio manufacturers. Jewell Analysis
Charts make it easy to record test data systematically for con-
venient comparison and analysis.

Thousands of dealers are converting service liabilities into profits
through use of the Pattern 199. Order one from your jobber today.

List price, $97.50 Dealers’ net price, $73.12

JJIEE I

L]

\
\
\
!
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Write for catalog sheet which describes
the Jewell Pattern 409, a four-instrument
set analyzer for expert servicemen, the
the Jewell Pattern 210 Tube Checker, and
complete line of Jewell Radio Instruments.

i L
\\ Electrical Instr
136‘;'3‘\”.‘““‘ Street, Chicag0

“ uc-

Llet, Instruct

us your bool Lok

r‘l::zef;:nsderviciug R.adlo E:Ice“ ig'h

: ; M nts.

i(‘:-“d d‘“eRr:dir: Service 1pstrume
rage

Address -
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RADIO
W ORLD’S FAIR
Madison Square Garden
Sept. 21st to 28¢h
Booth No. K-1

K_45— Richly grained walnut cabi

q q
Remote tontrol. Electrical tuning. Nine tubes and two rectifiers.
Screen grid R. F. tubes, Equipoised dynamic reproducer, Three stages of audio

. second and third stages push.pull, using type 327

tubes and type 350. Price, less tubes

Out of the confusion of claim and ecounter-
claim—dealers instantly recognize ONE FACT!
— the Kolster K-45 with remote control is a
sensation wherever it’s shown!

People call it an amazing development! It
permits the owner to start the radio from a
remote point in the house—-choose any one of
his favorite stations—and make the volume

and isite in appearance.

: $500.00.

louder or softer as he pleases!

But this de luxe K-45 is only one mode! of
the Kolster line for 1930! See the other two
—K-43 and K-44. —hoth featuring screen
grid tubes, Selector Tuning and equipoised
dynamic reproducer! In 1930 — more than
ever before— one neighbor will tell another,
“Kolster is a fine set.”

KOLSTER

RADIO

Copyright 1929

by Kolster Radio Corporatior
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—=SAFETY VALVES”
for all A. C. radio sets

The Wirt Voltage Regulator has been onﬁthe market
but a short time—and yet already thousands of them
are now in use, protecting tubes and sets, and increas-
ing radio enjoyment.

There is one good reason for the success of the Wirt
Voltage Regulator — it fills well the need of variable
voltage regulation for A. C. radio sets. It doubles the
life of tubes — it completely protects delicate parts
against current “surges”— it increases selectivity, and
cuts down bothersome line noises. Two sizes—No. 211
(list, $2.25) should be used with sets drawing not more
than 65 watts. No. 211-B (list, $3.25) is for sets con-
suming in excess of 65 watts and not more than 150
watts, sets using seven tubes or more, and sets that are
equipped with a dynamic speaker.

Of course, dealers find the Wirt Voltage Regulator
a quick, easy seller. And an exceptionally profitable
item! You will, too. Mail the coupon now, we’ll bill
through any jobber you name.

Here’s a suggestion—and a good
one, too. Many radio dealers are
getting added profits through
handling Dim-a-lite, the little de-
vice that fits into any socket and
makes possible any intensity of
light. Dim-a-lites sell quickly
in conjunction with radio equip-
ment. They give to household
lighting just the added touch of
beauty and comfort that is
needed. Every home is a market
for many Dim-a-lites. Why not
sell them? Space is reserved for
your Dim-a-lite order in the cou-
pon. Be sure to mail it in today!

WirT{(/OMPANY |

522] Greene Street

Philadelphia, Pennsylvania

I WIRT COMPANY .
: 5221 Greene Street, Philadelphia, Pa.
Please ship me by return mail:

R.R. 9-29

Display cartons of 10 Voltage Regulators, No. 211.

Display cartons of 10 Voltage Regulators, No. 211-B.

Display cards of 10 Dim-a-lites, No. 23.

Display cartons of 10 Dim-a-lites, No. 23-A.

Display cartons of 10 Wirt Lightning Arresters, No. 200, (List price, $1.00)
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UNIFORMIT

WHETHER in cartons or carloads, you will find TRIAD
quality absolutely uniform! UNIFORM because the
complete materials for TRIAD Tubes (except glass and base)
are made right in the TRIAD plant; UNIFORM because the
manufacturing process, from first to last, is personally super-
vised by world-famous radio engineers; UNIFORM because
TRIAD Tubes are subjected to nine exhaustive tests for vital
characteristics before ever reaching the packing department
—and even there they are sorted for uniformity and again
inspected before shipment! Even the testing machines them-
selves are made by the TRIAD Company, and are built to
the U. S. Bureau of Standard Specifications. TRIAD Tubes
are “honor-built” .— throughout! That is why TRIAD alone
can insure every tube for six months’ perfect service—and it
is exactly the reason why you can win (as thousands of other
dealers are now doing) far greater tube sales and profits
with TRIAD than you have ever enjoyed before!

Call-your jobber or write us direct for
complete TRIAD dealer information.

TRIAD MANUFACTURING COMPANY, .Inc.

Triad Building — Blackstone, Middle and Fountain Sts.
PAWTUCKET, R. 1.

TRIAD

INSURED

RADIO TUBES

Above is shown TRIAD
T-24 — Screen Grid Tube
for AC use.

v

Tune in on the “Triadors’
— evegy Friday evening
8 to 8.30 Eastern Daylight
Time — on WJZ and as-
sociated NBC Stations.

»
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Triple Screen Grid -

&
e~ The advantages of the Screen Grid Tube are fully recognized by Amrad which has ”"

N built its 1929 chassis especially for Screen Grid operation and utilizes THREE ,
Screen Grid Tubes. ,/'
N The demand of the public for beautiful tone is recognized by Amrad in its /
AN use of the finest electric speakers made, mounted on baffle boards /

\ and attuned to the receiver. . /

\ The necessity for real furniture was recognized when Amrad em- /

ployed one of the outstanding furniture artists of America
to design the Bel Canto Series.
And most important of all, Amrad sets are produced at a
price which makes them readily salable and wonderful
value—BUT they are not in the class of low price
competition. The consumer is glad to pay a
little more for beautiful furniture, superior
engineering, sturdy construction and
the finest tone in radio!

Write for details as to open territory. Address
Sales Desk AA

THE AMRAD CORPORATION
Medford Hillside, Mass.

The DUET L
Magnificent electrical radio {72, %
and phonograph combination i" )

Cabinet of Laurelwood, Ma-
cassa Ebory end fine Walnut %

in console of Eastindian Lau- ,_?E’Q:i.' E M 2. veneers. Eight tube chassis  $3P
relwood with inside panel of  #&E ¥ 4 b E/itlh superd dynamic speaker 9’?&
uilt in.

fine Oriental Walnut. L
Price, $495 (lass tubes) é‘}g’&
Yo

i3

A Price, $295 (less tubes
W on 19,

F:

The ARIA y
Beautiful console of American
and African Walnut. Standard
Amrad Screen Grid Chassis
with built-in speaker.

Price $198 (less tubes)

SERENATA

Sliding door cabinet of Walnut
with panels of curly maple and
ebony inlays. Built-in speaker.
Price, $245 (less tubes)




158

TO THE

IGHTIEST

iy
[
=E

VER the entire range of recorded

music . . . from the faintest sopra-
no inflection to masterful passages on
the tympany . . . the Webster Electric
Pick-up reproduces faithfully. This
fidelity of tone, this ability to capture
the most delicate harmonies and intona-
tions of voice and instrument, has won
for the Webster supremacy in its field,

As a result of Webster’s supremacy in
everything that counts in an electrical
pick-up, its dealers have enjoyed a prof-
itable success with it everywhere . . . 2
success based on tremendous public de-
mand.

The public wants the Webster Pick-up
because it alone embodies all those fea-

Radio Retailing, A McGraw-Hill Publication

tures that mean true tone quality. Every
part in its construction is perfectly
matched and balanced. Greatest travel
freedom of the needle is assured by a
frictionless stylus bearing. The built-in
volume control in Model 2-A is a dis-
tinct Webster feature, making the unit
extremely compact and easy to install.

If you have not yet investigated the
sales possibilities offered by the beauti-
ful appearance, matchless tone qualities,
and precision workmanship so evident
in the Webster Electric Pick-up, do so
today. Many leading jobbers have al-
ready placed orders for their stocks.

Order direct if your job-
ber has not received his.

WEBSTER ELECTRIC COMPANY, Racine, Wisconsin

W Zlectric Pick-up

/

The New Webster Model 2-A
includes Pick-up head, support-
ing arm, built-in volume control
and adapters. List Price $17.50.

The Webster Electric
Theater Pick-up for use §
with 16” records. Two
Models — Standard and
Low Impedance. Model
2-D $25.00, Model 2-
D-1 $30.00. Matching
Transformer $6.50.

Pick-up head, Model 2-B,

Both models readily adapt-

able to either battery op-
erated or A. C. sets.

Model 2-B includes Pick-up
head, separate volume control,
and necessary adapters.

List Price $13.00.
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-TULLY

RADIO

SCORES ITS

Bremer-Tully has sold more instru-
ments and franchised more dealers
since the introduction of the new
DeLuxe Console Models, numbers
81 and 82, than ever before. Why?
New low prices, powerful nation-
wide broadcast and newspaper ad-
vertising, convenient financing,and
our new profit-protective franchise
plan are cll partially responsible.
But the fundamental reason is the

Hcesy

years of Fine Instrument Building

overwhelming superiority of the
new Bremer-Tully Micro-Balanced
Chassis in every phase of perform-
ance. Compare it in tone, selectiv-
ity and distance side-by-side with °
any other 1929-30 radio—bar none
—and you will join the thousands
of dealers who are flocking to
Bremer-Tully for worth-while
““quality”’ profits and lasting sue-
cess in radio.

BREMER-TULLY MANUFACTURING COMPANY
656 Washington Boulevard, Chicago, U. S. A.

tubes.

At Left: MODEL 81
DeLuxe Open Consoles
$164, less tubes.

At Right: MODEL 82
DeLuxe French Door
$195, less

Consoles

Tune In!
Bremer-Tully Time
10 P. M.

Eastern Standard
Time

Every Friday

Over
Columbia Network

Special Pacific Coast
Program

PERMATNTETNT.
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Day-Fan Radio was de-
veloped with a sound,
proved design as its
basis. 9-tube matched
unit set with a perfected
electro-dynamic speaker
is  standard in each
model.
Model 69, less tubes
$225.00.

Radio Retailing, A McGraw-Hill Publication
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delivers z‘ﬁe’

NATURALTONE

[ 4 Message that the Nation is Reading i

In August, broad-scale-advertising began
to tell the American public a story of radio
tone as it should be. Collier’s, reaching
2,000,000 readers, is inviting them to hear
Day-Fan Radio, distinctively different in
tone simply because it delivers the natural
tone, as never before.

All sound frequencies are recreated in
the audio-amplification system of the Day-
Fan just as they are originally created
before the microphone, by voice or instru-
ment. No attempt to “improve” upon the
original, by over-emphasizing low notes.
Instead . . . the true richness and reson-
ance of the actual broadcast . . . with a
new and remarkable brilliance added by
the silvery clear presentation of high notes.
This is the story being told in a series

Day-Fan employs two
245 tubes in push-pull in
the power output stage,
for wonderful volume
without distortion.

(Left) Model 72, tess tubes
$175.00.

Accurate matching of
impedances, stage by
stage, produces a smooth
flow of effective power.
Day-Fan is surprisingly
sensitive, and responsive
to tuning.
(Right) Model 68, less
tubes $169.50.

. 1109 Wiseonsin Blvd.

of national advertisements during the
Fall, assisting every Day-Fan dealer.
Local newspaper advertising—direct mail
campaigns—displays—support his mer-
chandising effort. Let us tell you fully
what the Day-Fan Franchise means to
you today. Write at once.

DAY-FAN ELECTRIC CO.
Dayton, Ohio
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An entirely new idea
in Lightning Arresters

Ground Terminal shielded to

1. wrevent flow of electro-static
field to set, thus reducing
noise.

9 Choke coil and condenser
e  built in to filter static
noises.

Special winding of choke
3. acts as fuse to save the set
from harm.

Condenser  insulation pro-
41. tects set shoukl aerial ac-
eidently fall on a power line.

5 Complete and dependable
e protection to house amd set.

6 A $100.00 insurance bond
e backs the guarantee of the
Electro-static.

The 1. C. A. Electro-static Shielded
Lightning Arrester affords complete

protection plus a

definite reduction

of static, $1.00 list price makes it a big seller

The I.C.A. Electro-static is the last word
in lightning arresters for safety, static re-
duction and improvement of radio reception.
It is a scientific instrument in every sense

of the word, incorporating the silicate carbon,
high-resistance principle, plus a special choke
and condenser filter system and a by-pass
shield that shields the set from the usual
electro-static field set-up between the aerial
and ground connections.

List—81.50

The Selectuner is a new

principle station selector
and static reducer that in nearly
every case greatly enhances the radio
reception of any type of set. It cuts out
unwanted stations over the whole wave band,
gets better distances, reduces static and enhances
tone quality.

And from the dealer’s point of view, the good
looks and low price of Selectuner make it a
very popular item.

INSULINE CORP. of AMERICA, 78-80 Cortlandt Street, New York, N. Y.

Two other winners
Selectuner — Resistovolt

The I.C.A. Electro-static is handsome in
appearance, black porcelain with heavily

nickelplated hardware. It looks like a big

dollar’s worth—and it is.

No installation—old or new—is complete
without an I.C.A Electro-static. Make the
extra profit there is in selling this better

lightning arrester.

List—8$1.75

Resistovolt is breaking

even last year's record for

big sales., and will be increas-
ingly in demand during the 1929
and 1930 season.

Besides protecting regular AC tubes from

blow outs caused by line surges and over-
loading, Resistovolt gives equal protection to the
new 224 Screen Grid Tubes.

Every installation should include a Resistovolt to
eliminate the hazard and expense of tube blow outs.

Also available combined with light socket aerial—
Antennavolt, list price $2.25.
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The LINE that’s EASIER

to SELLL « and we’ll
tell you why-e

In every price-class there is a Freed model priced just a shade
or two below the list of other makes of anything like
equal quality.

This combination of Price with  Freed Performance and
Appearance—backed by the strongest kind of newspaper and
magazine advertising, broadcasting, sales helps and co-opera-
tion with the dealer—makes your selling problem easier.

Ask the local Freed distributor if he has any available franchise, or write us.

FREED-EISEMANN RADIO CORPORATION - 122 East 42nd Street, New York City

1

— it w0t

50

less
tubes

MODEL NR-55
8-Tube NEUTRODYNE for
light socket operation.,
Push-Pull amplification.
Inductor Dynamic Speaker.
Cabinet of Walnut veneer.
Other models up to $225
Prices slightly higher in Canada.

)
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GANS is ALL RIGHT in a Zeppelin .
but its ALL WRONG in a DADID TUBE

s — = = 1

are absolutely FREE from GAS

ASES, such as hydrogen, helium and others—vital to dirigibles—
have made possible such achievements as the Zeppelin.

Gases also play an important part in the manufacture of radio tubes,
BUT, in striking contrast to the Zeppelin, they must be completely
ELIMINATED before each tube is sealed.

HYVAC RADIO TUBES are free from hum and give long life, because
of the ““degree of high vacuum?” made possible by the Hyvac process of
gas evacuation, modern methods of manufacture and up-to-date
equipment.

To assure your customers the ultimate in radio reception, plus liberal

profits for you, steck HYVAC RADIO TUBES.

DISTRIBUTORS : Guaranteed exclusive distribution only. Write
at once for full information on this outstanding tube proposition
in the radio industry.

HYVAC RADIO TUBE CO.
86 Shipman Street Incorporated 1926 Newark, N. J.

AT T
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KINOMATIC
TUNING means

Vernier contro ‘of tuning and volume
[ 4 ’
RemOte' and switching on or off at distances of

200 ft. or more.

° e Any number of control boxes —
Multlple ® Twenty or more if desired. The more
boxes sold, the greater the dealer’s profit.

Safe: Nounderwriters violations. Controls operate
® from 14-volt step-down transformer. Wiring
can be run anywhere, out of sight.

New sets with Sleeper Kinomatic
Low COSt: tuning cost little more than old-

fashioned, hand-tuned sets. No expense for service.

The convenience of Sleeper Kinomatic tuning is mak-
ing hand tuning a mark of obsolescence.
Aggressive set manufacturers are planning
to put Kinomatic even on their
lowest-priced models.

The Kinomatic Tun-

ing device is so small that
it can be installed in practi-

cally any set. Dealers and service
men can get full information at the
New York Radio Show from experts who
will be in attendance at the Sleeper Research
Booth.

as accurately as by hand tuning at the set.
from the National Company, Malden, Mass.
can be attached to all new or old radio sets.

Inc., Malden, Mass., or to the

M. B. SLEEPER

KINOMATIC —Double Profits

Kinomatic acts as the extension of the vernier dial, volume control,
and on and off switch to one or a dozen control boxes. All stations.
local and distant, can be tuned in from any Kinomatic control box,

FIRST DELIVERIES of KINOMATIC tuning devices are coming
National KINOMATIC made under the Sleeper Research license,

FOR COMPLETE INFORMATION, write to the National Company,

Sleeper Research Laboratories, Inc.

416 WEST 33rd STREET NEW YORK CITY
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It gees w:thout say-

ing that the class o-

. people ztzracted by
il Like the -ich beauty and

P
2N a4 277¢ Piano

| lifelike tone of Bush
& Lane Radio arz
those who make u»o
your most profitable market. ~Buiit Lik=
a Finz Piano™ is more than a slogan to ths
markzt; . . . it's their reascn for buying
the a-istocrat of radios.

Bush & i.ane Piano Co.
Holland, Mick.

An Exclusive

Agency Fran-

chise Assures
Maximum

Profits.
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with the new

ACME

SCREEN GRID
RADIO

n

INSTALL the new ACME Screen Grid
Chassis in your own furniture combina-
tions—create your own eye appeal—and sell
the complete sets at your own mark-up. You

can’t lose money that way—and you carn insure
vourself ample profits!

The new ACME has the “IT” that radio fans
demand — performance that spells profits.
Wonderful tone—selectivity to hair-line pre-
cision, volume to wake the neighbors, if you :
want to. TR S TR oIl

You can sell these sets under the ACME name, Type 88 SG $7 7°00
or we will stamp your own name or trade label ) Ll (@it = —
on the panel escutcheon plate. Escutcheon
plates furnished to har-

FEATURES OF THE

bring a greater demand
than ever for ACME. Be
ready to make insured
profits. We will gladly
send further information
and arrange a demonstra-
tion. Write or wire today.

monize with all furniture NEW ACME

finishes. SCREEN GRID RADIO
But don’t wait. Fall is AC. . ... and Screen Grid, of
comin g — fall that will course . . . . four gang condenser,

tuning four circuits, for sharper
selectivity . . . . perfect shielding
. push pull amplification . . .
built-in  provision for magnetic
pick-up and television . . . built-in
antenna . . . all these, and more,
you’ll find in this finest Acme.

THE ACME ELECTRIC & MANUFACTURING CO.

1440 Hamilton Ave.

Cleveland, Ohio

Representatives in principal cities Established 1917 Member R.M.A.

= ————— m— _

e
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New Profits from Old Customers !
REPLACE THOSE OLD SPEAKERS

with the New 1930

MUTER ULTRADYNAMIC SPEAKER

The MUTER speaker may
be had in either the hand-
some table model, or con-
solette shown. Artistic in
design, beautifully fin-
ished walnut.

Description List
Table Cabinet Only.$15.00
Consolette Cabinet

only .......... 25.00
Table Cabinet with

110 V. A.C. Unit. 42.50

Consolette Cabinet
with 110 V. A.C.

THE REPLACEMENT
SPEAKER SUPREME!

Every one of your customers who has a
magnetic speaker or an out-dated
dynamic is a logical prospect for a re-
placement sale—with the new MUTER
Ultradynamie! A simple demonstration
is enough—the quiet, humless operation
of this great speaker, its freedom from
excessive ‘“‘drumming” on low notes,
and its glorious, rounded tone—sells it
instantly! Here is a great nmew market
opened up for you by the speaker which
in quality, background and price leads its
field! Write for details—and do it now!

Description—TUnits Only List
110-Volt 60 Cycle A. C. Unit
(less tube).. . ........... $27.50
90-Volt Direct Current Unit. . . .. 25.00

oTEi

RADIO PARTS OF
FAMOUS MUTER
QUALITY

Kit containing essen-
tial parts for high-
ly efficient aerial,
complete ....... $1.75
Instant adjustable
ground clamp....
Muter Replacement
Transformer .... 2.00
Muter Knife Throw
Switches .. ..60 to 2.00
Muter Fixed Con-
densers — .00015
to .01.......25t0 .85
Muter Fixed Grid
Leaks and Speecial
Resistances, all ca-

pacities ......... .25
Muter Filter Con-

densers of very

finest construe-

tion ......1.25 to 9.00

Replacement Con-
denser Cartridges
for repairing con-

denser blocks..40 to 3.00

Muter Dependable B
Power Units

Rectifier List (without Tube)
280 Type, 180 volts

at 30 mils......$22.50
280 Type, 220 volts

at 40 mils. .. ... 25.00
Raytheon Type, 180

volts at 30 mils.. 22.50
Raytheon Type, 220

volts at 40 mils.. 25.00
Muter Complete AC

Power Unit—for

use with 280

Unit «.onnnnnn. 52.50 6-Volt Direct Current Unit tube . ...... ... 30.00
LESLIE F. MUTER COMPANY
8440 South Chicago Avenue - - - Chicago




READS FILAMENT

Announcing

THE
NEW
Type SG

4600
RADIO

SET
TESTER

Radio’s
Most
Complete
Servicing
Equipment

READS

VOLTS \HERE VOLTS HERE

READS / PLATE

CURRENT HERE
INDICATES SIMULTANEOUSLY ALL THE ABOVE VALUES -

PLATE
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READS
GRID

CONTROL
HERE

‘Dealers®
net price
complete with
carrying case

$90.00

Write for
FREE
Bulletin
No. 26

READS\ SCREEN

GRID VOLTS HERE

. The HICKOK ELECTRICAL INSTRUMENT CO., Cleveland, Ohio

DOUBLE DANGER
DEMANDS

DOUBLE PROTECTION

for ELECTRIC
RADIO SETS

A lightning arrester installed on
the outdoor antenna alone is NOW
insufficient protection. TODAY two
arresters are necessary—one for the
outdoor antenna and one for the elec-
tric light circuit.

Brach Arres-Tenna
Gives COMPLETE Protection

by combining TWO Lightning Arresters in one small unit.
In addition to giving maximum protection it IMPROVES
reception, INCREASES volume and REDUCES inter-
ference. A necessity for all electric sets,

Lists at $2.50. Carries $100 Free Insurance.

For Outdoor Antennae

STORM KING
Lightning Arrester

Universally Recommended by Lead- &
ing Radio Engineers as World’s
QUALITY Lightning Arrester.
Over 3,500,000 in Use.

Carries $100 FREE Insurance
Lists at $1

L. S. BRACH MFG. CORP.
Newark, N. ], U. S. A.

Toronto, Can.
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ELECTRAD
Quality

Builds
REPEAT
Sales |
. 5

U. 8. Pats. 1034103-
1034104 & Pats. Pend.

T T A T YTy ey e

Constant pioneering research, high stand-

ards and the most mode

rn manufacturing

facilities enable ELEC
line of resistances a

TRAD to produce a
nd voltage controls

which have increased its own sales year after
year — and WHICH WILL INCREASE
YOURS, TOO.

The Super-TONATROL
An Example of Electrad Pioneering

The perfected result of extensive research in anticipa-
tion of today’s need for a long-lasting, high-voltage
volume control, Laboratory tests have shown its nor-
mal life {0 be more than ten years of average usage.
All-metal construction, with a special resistance
element fused to an enameled steel plate.

Pure silver floating contact of new de-
sign provides a velvet control which
Erows smaoother with use.
See illustration.

Made in seven ratings

with uniferm eor ta-

1 ey, List Y
BT g Cf"ﬁﬂﬁ“

€' of Super-TONATROL
folder, showing
mended hook-ups.

recom-
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UXFUR
_ | . Electro~Dynarmic

peaker

Licensed Under Lektophone Patents

D. C. Speaker with
2500 ohm fleld coil.

Model 36—14 in.

D. C. Speaker with
2500 ohm field coil.
Model  24—10 in.
metallized cloth cone. metallized eloth cone.
Model ~ 30-—8  in. Model 44—8  in.
metallized cloth cone. metallized cloth cone.

D. C. Speaker with 5 D. C. Speaker with R c Wi
2500 ohm fleld coll. List $31.50 2500 onm field coil. List $25.00 TEINCR Speskergeity
Model 37—10 in. Model 38—18 in, -
metallized cloth cone. metallized cloth cone. mggﬂizeggclog}? mé:‘.
Model  456—38  in. Model ~ 46—8 In. Model 47—8 in
matallized cloth cone. metallized cloth coue. metallized cloth cone.
List $33.00 List $33.00 List $32.50

D. C. Speaker with
1000 ohm field coil.
Model 55—10 in.
metallized eloth cone.

Model 56—8 in.

D. C. Speaker with
5000 ohm field coil.
Model 40—10 in
metallized eloth cone.
Model 48—8  in.

metallized cloth cone. 0 metallized cloth cone.
T tiol i 6 A
List $26.00 DUy QI Gille List $33.00 A C. speaker for |

Model 2210 In 110 volt a. C com- RFg 1%
D. C. Speaker with metallized cloth cone. ll)lgc:me: ! UDIOR 3 $
2500 ohm flield co.ll. Model 28— in. e 0 o ;
Mgdelln (:;{i——llau_,ml‘r;. metallized cloth eene. metallized cloth cone. 2 %

cloth - .

T List $29.50 Model 20—8 in. QR

List $39.50 metallized cloth cone.
“ List $39.50

s

Tube Speaker  for . C. Speaker for
110 vyolt A. Q. with 110 volt A. C. com-
No. 213 or No. 280 plete iwith B-L Rec-
tube. tifier.
Model 31—10 in. : Meodel 59—10 In.
metallized cloth cone. metallized cloth cone. P A C
Model  43—8 in. Auditorium — A. C. Model 60—¢ in. uditorium — A, g
metaltized cloth cone. Speaker — For 110 metallized cloth cone. S_penker — For %10
volt A. C. complete volt A. C. complete
tybe speaker —— for List, less tube with double Kuprox List $33.00 with Kuprox Recti-
110 volt A. C. with $37.50 Rectifler.  Deslgned fier
No. 280 tube. De- for theatre use. Model 72 12% in.
slgned  for  theatre Model 71—12% in. metallized cloth cone.
;:e.” T0—12% i metallized cloth cone. List $45.00
ode — in.
metallized cloth cone. List $70.00
List. less tube
$45.00

OXFORD RADIO CORPORATION

Successors to Joy-Kelsey Corporation
el o G. A Joy, President Roy W. Augustine, Sec'y & Treas. mamaad
*EPK Frank Reichmann, Gen’l. Sales Mgr. and Chief Engr. RUYM O

S 3200 W. Carroll Ave. Chicago, U. S. A.




7 Radio Retailing, A McGraw-Hill Publication

But

“Wuo Wonr”~

Sport for sport’s sake? Of course, and more power to it,
But sooner or later, after any contest, athletic or otherwise,
comes the inevitable question, “Who won?”

Radio men lately staged five contests. Each contest had
the laudable aim of finding out the reading habits of radio
dealers, jobbers and manufacturers.

1 One large radio set maker in the East put on the first

* event. He asked 300 of his dealers what business maga-

zine they read. The magazine most dealers picked received
740 7% more votes than the second magazine.

2 Three hundred dealers were picked by a Middle Western
* set manufacturer for the second contest. The question was,
“What trade paper do you read?” The magazine in first
place received 930% more votes than the magazine in
-second place.

3 Another Eastern set manufacturer conducted the third

* test among 355 of his dealers. The question was the same.

The results showed the winning magazine with 230% more
votes than the second place winner.

4 An advertising agent figured in the fourth contest. He

* asked key jobbing houses handling radio what magazines

they read. The winning magazine collected over 100%
more votes than the second publication.

S The fifth contest was conducted among a very critical

 part of the industry—the radio manufacturers themselves.
The question asked was the same as in the other four tests—
“What is your favorite business publication?” The winning
radio business paper polled 489 % more votes than its near-
est competitor . . . if 4009 difference is near.

That is the story of the five “favorite magazine” contests.
“But who were the five winners?” perhaps you ask.

There weren’t five winners! There was only one.
One magazine won all five contests.

‘That magazine, most useful to radio dealers, jobbers and
manufacturers (as well as advertisers), is

RADIO RETAILING

a McGraw-Hill publication
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Screen Grid Fada 25 highboy —all
electric—uses new 245 type power
tubes in push-pull amplification —
Fada full power dynamic speaker —
single illuminated dial—equipped for
phonograph h t. All Fada
prices are slightly higher west of the
Rockies and for export.

LI TR TR

ales resistance gives way
before the tone of the Kada 25

When a prospective customer hears the
full, rich voice of its Fada dynamic speaker
— the lovely perfection of tone and shad-
ing in the music reproduced by the Fada
25 . . . when he sees the beauty of its
cabinet work—piectures it in his home. ..
then he finds it’s only $165!—that prospect
becomes a customer.

Fada dealers are profiting by the public’s

surprise at being able to buy so fine a
radio at so low a price. For Fada quality
is famous wherever radio is known... and
the Fada line is complete —a radio for
every purse.

Write or wire for information regarding

a Fada franchise in your territory.

F.A.D. ANDREA, INC.
LONG ISLAND CITY, NEW YORK

AIA |

R.a dl

ThE“=GCHOICE OF - THE

0

EXPERTS
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Caswell

POWERTONE ..

Another Caswell achievement has
proved one of the hits of the trade
show——the new, all electric Caswell
PowerTone. A treasure chest in
appearance, it combines those ele-
ments of precision, compactness
and beauty most desired in a port-
able pick-up.

In value, the PowerTone is the won-
der of the industry. It is equipped
with a General Electric Synchronous
type motor—a power plant whose
performance and dependablhly is
world famous. It incorporates the
Pacent Phonovox—a pick-up de-
vice of exceptional tone quality,
roundness and precision assuring
the faithful reproduction of every
type of phonograph record. It is
fitted with antique brass effect
hardware and a built-in, art-crafted
record album, making it a thing of
beauty for any home. When placed
on top of the radio cabinet, the
Caswell PowerTone hecomes an
individual part of the musical
equlpmenl—lls soft brown color-
ing blending perfectly with any
wood finish.

. JOBBERS!

Consider the profit possibilities of this
item from all angles—then write us for
our jobber’s proposition, keeping in mind
the fact that Caswell does not compete
with you in selling to the trade—but sells
only through recognized jobbers.

Caswell Manufacturing
Company

St. Paul Avenue at Tenth Street
Milwaukee, Wisconsin

A

All
Electric

CASWEILL

50

]
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THERMATROL
FILTROLS

For quieting AC line
noises

and

Line Voltage
Controls

FILTROL No. 460 i T

Plugs ahead of the set . . FOI’ protechng AC UBES
$1200  5restandard service items

MOTOR FILTROL No. 458 ’

For direct application to oil
burners, etc. . . . $15.00

FILTROL, JR. No. 450
Plugs ahead of small house-
hoid appliances . . $3.50

VOLTAGE CONTROLS
No. 200 Light Duty. For

to make service calls pay
sets up 1o 6 tubes . $1.75
No. 210 Heavy Duty. For

a profit. ORDER NOW
all larger sets . . $2.00
THERMATROL MANUFACTURING CO., Springfield, Mass.

SHIP AT ONCE TO—
_.-No. 460 - __No. 200 Address
_--No. 458 ___No. 210

_--No. 450

with dealers everywhere.
They are worthy of the
best set you sell, and help

Jobber__ ____ _ __. o ____ _

c

A

g ‘T, SCREEN GRIP TUBE
] E SHIELD

é ; WITH SHIELDED LEAD
o . w List Price 60c.

: Net Wt. about 4 ozs.

E

A

o T

° ; SHIELD TYPE

l: E NOPHONIC TUBE CAP
:' % List Price 35c.

E 7 , Net Wt. 5 ozs.

T

A

L

g T PLAIN TYPE

D }' NOPHONIC TUBE CAP
5 : List Price 25c.

- g Net Wt. 5§ ozs.

A

M NOPHONIC TUBE CAP
N E FOR 199 TUBES

2 E List Price 25c.

D R Net Wt. 2¥; ozs.

! 9

l"' “SADDLE”

S A_pproved Mertz Spec. CO.
iy Ground Clamp 13065 Stockton St.
E 17, 2"' and 3" Wilmington, Del.
Ig sizes
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il Problem
by So[ved!

Install a group of

“Universal”
Coil Winding
Machines

T BT

QOUT‘

.,

and insure
uniform production
of dependable coils
at surprisingly
low cost

oY

Purchase these same
coilsfromus, carefully
* wound to your
‘specifications and
ready for application,
to your product

LHHTHTTTTHITETTH T

UNIVERSAL WINDING CUMPANY

ezs0mm
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: RADIO /ZTUBES
Quality
= safeguarded
E from within
Where
Tube
§ . . .
Similarity Ends
'_S Leading dealers and jobbers
= realize that outside appearances £
H may be similar or even identical £
E between various makes of radio £
H tubes. g
= It is the accuracy with which £
H the parts are precisely manu- £
H factured and £
2 tested that gives £
= Cunningham £
E Radio Tubes £
= their remark- £
g -\ able outstand- E
g ing quality and £
: | long life. g
= E. T. CUNNINGHAM, INC. S
g New York Chicago San Francisco Dallas Atlanta E
Z_.A e, B+ =
5 =
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CAN YOU SELL THE
HIGHEST CILASS
RECEIVER
IN THE WORLD?

Here Is the Perfect
Broadcast Receiver!

HE New Admiralty Super-10
is the very apex of Modern
Research Engineering.

It is a brand new receiver for
the radio connoisseur which we
believe represents final superi-

. ority over any broadcast receiver
now being manufactured or contemplated.

The Console

Strietly custom-built, this new model meets the re-
quirements of those that want
the best. It is in fact, the
Highest Class Receiver in the
World.

SUPER FEATURES

10 Radio Tubes—Superior Power—
Complete self-contained electric oper-
ation—exceedingly compact—Simpli-
fied controls—Full Vision Tuning
Indicators—Uses Heater type AC
Screen Grid and Power Tubes—
Super Selective—Band Pass Filter Effect—Hum Eliminator—
Line voltage regulation—Scientifically correct shielding—Great
range with sensitivity control—Minimum antenna requirements
—Improved push-pull audio system—Perfect reproduction with
great volume—Arranged for Electro-Dynamic Loudspeaker—
Adaptable for short-wave television work—Universal wave-length
range for use in any part of the world—Phonograph pickup con-
nection—Special Weston Meters for Voltage and tuning res-
onance—Protected against moisture for tropical and marine
installation—Built strictly according to U. S. Navy Standards—
Cabinets of finest selected Mahogany and Walnut—Exquisite
console combinations available—Entirely custom built—Thoro
air test by receiving engineers on all classes of reception for
range and quality of reproduction—Sold direct from factory
and thru selected franchise dealers in the principal cities of
the United States and foreign countries—Unconditionally
warranted against defects,

The Highboy

A few additional representative dealers now being appointed
in selected territories. . 0
Write, Telegraph or Cable Today

Attractive illustrated literature on request.

NORDEN-HAUCK, INC., ENGINEERS
Marine Building, Delaware Avenue and South Street
Philadelphia, Pa., U. S. A.

Cable: NORHAUCK




Rola Model
C-90

’][‘ODAY radio users are demanding greater reli-
ability—more consistently fine performance —
from radio sets. Alert dealers are particularly careful
as to the loudspeakers installed in their merchan-
dise. They realize that the loudspeaker is the heart
of the radio set—thatitis the speaér thattellsthe Slory.

Dealers find Rola electro-dynamics brilliant in per-
formance—rugged and dependable under the most
exacting conditions. They realize that Rola repro-
ducers best meet present-day demand for quality
reproduction —that a set equipped with Rola is a
set that is easiest to sell.

Make sure that Rola electro-dynamic reproducers
are in the sets you sell. Install Rola units in your
customers’ present sets—this is a lucrative source
of additional business.

The larger Rola “Series C” and “Series R” electro-
dynamics find a ready market for installations in
talking pictures,auditoriums,schools,and all types
of public address systems. There are Rola uaﬁty
loudspeakers for every type of sound-reproducing
installation. For further information, write

Th
LA

COMPANY

CLEVELAND, OHIO
2570 E. Superior Avenu:

OAKLAND, CALIFORNIA
Forty-fifth and Hollis Streets

Radio Retailing, A McGraw-Hill Publication
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Market is Open sdfor
A.C. Radio Sales

The JANETTE 32-Volt Rotary Converter enables
the radio dealer to count every farmer with a 32-volt
D.C. lighting plant as a first-class A.C. radio prospect.
Go after this big new market NOW!

JANETTE Rotary Converters have been the standard
of the A.C. radio and talking machine industries for
years. Scientifically built filter cuts out all D.C. hum.
Equipped with starter and voltage regulator. Volt-
meter obtainable if desired.

[P

THTHITTHTH T I TR TR

Write for Bulletin 729-C.

I T TR T

JANETTE MFG. CO.
555 West Monroe St.,
Chicago

Reul Estate
Trust Bldg.,

Singer Bldg.,
149 Broadway,

New York Philadelphia
Type C-16-F. Capacity 110
watts. Shown equipped with

Filter Starter and Voltage Regu-
lator, und Voltmeter,

LT TR T T T

LOOK! Screen-Grid plus
Power Detection—~Under
Your Own Brand

Cash in big this season by offering radio's newest and most
modern development—using your own brand name. You set
your own resale price to meet every market condition—you
banish the bugaboo of one-sided contracts and restricted
territories, and by purchasing direct from factory, you get
every possible price concession. Most important, you pre-
serve your greatest asset—your trade identity and good will.

This Premier Has Every Needed Feature

The new Premier screen-grid chassis, Model 724, 7 tubes (8 with
rectitier), is illustrated. A great performer. Full tone, volume,
pleasing eye value. Many features— power detection, 1009, shielded,
all metal, D.C. dynamie speaker terminals., phonograph pickup,
safety fuse and latest tube combination using tour 224's, one 227,
two 2453° in push-pull and one 280 rectifier.

Write for full details

PREMIER ELELTRIL LOMPANY

1814 Grace Street, CHICAGO Establisked 1905

Autumuon

SONUNTRTTHITEREIH T
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Check these 3 sales points of

Simplex Screen Grid Radio

1—Three Screen Grid Tubes 2
2—Super-Power Dynamic Speaker y/
3—Beautiful appearancey

‘

HERE is the radio receiver for the man who

looks ahead. The chassis is provided with

jacks for readily connecting television

apparatus.

Simplex High Power, too, pioneers in the | o movts

field of amplification—about four times that  Retails $139.50 less tubes. 23% in.
R high, 23 1In. wide, 13 in. deep. Ship-

of ordinary sets—finer tone, deeper volume  ving’weight 80 ivs.

—greater range—greater selectivity.

ﬁﬁmi Period cabinets in figured walnut. High- Specifications

7 boy has sliding doors of matched burl walnut.

. Tubes——three 224, one 227, one
Lowboy ideal for small homes, apartments. 215 one 280.  Four tuned stages.
. o0 . Power detector w automatic gr
}éltgﬁglslisl;rgtl’ll:gg‘; ! Both have same chassis. bias, detector directly coupled to
output stage; illuminated dial, kilo-

tubes, 261 in. wide, J 1 i
e 2oy ki idel _ Never before so fine a radio at so small a price. A e e o comamlorely shieldes.

A e decs Iohioplo ‘ forerunner of tomorrow’s trend in radio. Five Automatic  voltage  regulation;
- . = a a . 0 safety fuse, built-in light socket
minutes will convince the customer of the difference. anterma, | phonograph  ronnection.

Super Power dynamic speaker,

Write for Details Today.
THE SIMPLEX RADIO CO., Sandusky, Ohio

- \

,][‘HIS shows the exclusive rocking dise
construction of Centralab volume control,
“R" is the resistance. Contact diso *“D”

IKE A CAR WITH A
BALKED GAS LEVER
IN HEAVY TRAFFIC

Your foot on the gas brings a jerky response
. « . you’re holding up traffic that’s anxious to . )
has only a rocking action on the resistance.

move. Pressure arm *“‘P” together with shaft and
bushing is fully insulated.

Your variable resistance feeds the ‘‘gas’ to your
radio receiver . . . and there’s all the difference
in the world if its a CENTRALAB.

Quiet, even flow of current without a crackle or

a sputter . . . . that’s CENTRALAB performance.

..... a scientiﬁcally constructed percision re- This is the action of the usual wire wound
. 0 . control after it has been in use for some
sistance control for the modern radio receiver. time . . . like dragging a stick over a

cobblestone pavement.

Write for Free Booklet on “Volume Controls— | X
Voltage Controls and their uses”

a cloth in between. Centralab controis can

CENTRAL RADIO LABORATORIES 1 ¢
l;pt l:mpntIh:t resist::lr‘me because the mclkmg
d Vi
20 KEEFE AVE., MILWAUKEE, WISCONSIN feniatance. « veen fhe pressure arm and the

The tailor uses the same principle as Cen-
tralab. He does not want to ruin the gar-
ment by placing the iron on it so he places
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For Electrical Contractors

who really KNOW radio

T IS amazing the money that can be made by in-
stalling sound systems. The business is every-
where. But you must know how to look for it and
how to handle it after you get it in order to profit
by the great opportunity of today.

In every territory
Broadcasting Sound Systems

T

are required for . . .

Amusement Dance fialls Riding Acidemies
Parks Factories Sunitariums

Aviation Fields Gymnasiums Skating Rinks

Band Stands Hospitals Sporting Arenas

Base Ball Parks Hotels Stadiums

Camps Playgrounds Steamships

Churches Public Parks Swimming Pools

Circuses Race Tracks Theaters

Civie Centers Railroad Depots Yacht Clubs

Convention Halls Restaurants

Powerizer Ampli-
fier Panels for
Every Installation
Need

hY - . A "
Powerizer Amplifiers are ? : ‘]
in operation two seconds .

after the switeh makes
contact

Many alert contractors have allied themselves with
POWERIZER, the amplifier of perfect tonal power.
With it as the heart of a Sound System, better installa-
tions are made and the services of the contractor who
made them are sought after.

We want to talk brass tacks with contractors who can
see the possibilities in Sound Installations. We are ready
to help them and to protect them in their territories. A
lifetime of amplifying and control mechanisms bearing
our trade mark is at your disposal . . . if you are ALIVE
to the opportunity we are offering. Get in touch with
us at once.

Literature and Questionnaire on Request

Service Agencies in Important Cities

Write for bulletin RR-1028

Radio Receptor Company, Inc.
106 Seventh Ave., New York City

Licensed by Radio Corporation of America
and Associated Companies

OWERIZER

SOUND SYSTEMS

Oldest Tube Manufacturer in
New Egland

Best By
Every Test

ﬁ}mm}

i(22 $

Highest Quality

Years of Experience
Tested by Latest Methods
Record for Performance
Offer Greater Profits
Now Write for Proposition

HYTRON CORP.
SALEM, MASS.

WRIGHT-DeCOSTER
REPRODUCER

“The Speaker of the Year”

Your Radio Can Be Only
As Good As Its Speaker

Install a Wright-DeCoster

Write for descriptive folder,
and address of nearest Dis-
trict Sales Office.

WRIGHT-DECOSTER, INC.
St. Paul, Minnesota

OIS
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201-A (Round)

The 201-A ean be furnished in 3 different sizes—
A7%-in., 3/16-in., .198-in. inside diameter—both
degasified and carbonized.

Finest Quality
Tube Supplies

We are equipped to furnish tube
parts in any size or in any quantities
— molybdenum filament hooks,
tungsten filament hooks, screens,—
in fact all of the various stampings
used in the assembly of better tubes.

These tube supplies are manufac-
tured from superior materials and
with the utmost care and precision.
Tubes that are assembled with Juno
parts will stand the test of quality
and service in any competition.

We will gladly meet your specifi-

cations or send any further
information you wish.

Juno Fasteners, Inc.
Hillside, New Jersey

LU BT T T e T T T T T T e T L G LU B LT
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Self-Leeding

THE EVER-FLO Fountain Solder-
ing Iron saves time and eliminates
waste. Solder melted within the iron.
Flow to point controlled by valve.
From tiny drop to steady stream.
Made in three sizes. Cost but little
more than ordinary electric iron.

EVER-FLO is the only self-feeding
soldering iron.

DISTRIBUTORS WANTED!
Mail coupon today.

Flectric Soldermgl ron

National Self-Feeding Iron Co.
1204 Chester Williams Building,
Los Angeles, California

Send information about EVER-FLO Fountain Soldering Iron and
exclusive plan for distributors.

|l|lIII|IIIIlIlllllllllllllllllIIIlI.lllIlIlllIIHIIIIIlmlllIllllllllllll‘llIIIHIIIIIIIIIIIIIIIIIIIIIlIIll
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ANACONDA =

MAGNET WIRE

Plain Enameled
Cotton Covered
Silk Covered

AnNaconpba WIRe & CaeLe Co.
Magnet Wire Depf.
MUSKEGON — — MICHIGAN.

NIRRT IRIHATH;

nnn

LT

A TTHIRTHE B TR

ANNONE|

Is the Sales Winning Name

For popularly priced Magnetic Cone, Air Column
Speakers and balanced Armature Units for Cone,
Air Column Speakers and Phonograph, made by the
largest manufacturers of

HEADSETS
All Sales Makers. Write for Details,

Cannon & Miller Company, Inc.
SPRINGWATER, N. Y.

LU T T T U R S
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L +30.000
t 'ANNTAL E2lgse
RADIO
WGRIDS FA[R EXProsiTions!
MADISON SQ. GARDEN [Eaieis C“LISEUB[
NEW YORN Feizir paneeees (HICAGO 9573 2%

Will Exhibit!

Two Largest

RADIO

The Trade and Public of the two The Only Official I’s the Roll Call of the Radio

most important buying Shows of the Industry! You cannot afford
ALL territories will be Radio to miss it. PLAN PARTS
THE NEWEST there. Manufacturers’ NOW TO GO. MATERIALS
DEVELOPMENTS! Associaton BUYING GUIDE!

The newest developments in radio, designed This year, for the first time, both shows will

include a Parts and Raw Materials Directory. With
the official approval of the Radio Manufacturers Association

it will be used as a buying guide by the industry's chief en-

as a result of the mauny trends and ideas brought
out at the Jume Trade Show will be on display. New

models of receivers, speakers, tubes, furniture, prepared since

June, will be among the displays of the 217 prominent exhibi- gincers, sales executives and purchasing ageats. Every manu.

R
Joc |A1‘°

tors. The newest in TELEVISION will head the many feature facturer who supplies material to the radio manufacluring

attractions! See the evolution of radio: past, present and future. industry should be represented.

" ' A '

RADIO MANUFACIURERS SHQWASSGCJAI | (\)\]

G. CLAYTON IRWIN, Jr., General Manager U. J. HERRMANN, Managing Director

Potter | | WASMUTH . GOODRICH |

Filter Condensers o
Fine Radio Cabinets

RR-245 i B * 1 "8810.75
T-2900 G oe e smine: $20.00
T-2050 Seii (o uptiner ! $22.50
T-2098 5550 e humintr™™' $20.00
T-280-171 povee i "wit 247 $18.00

type tube rectif

fashioned by
Master Craftsmen

103 Park Ave., New York

Peru, Indiana

T-504

SRR

North Chicago, Illinois

A National Organization at Your Service

SHOWCARDER INC. r‘31” }:I;l:;?l’ﬂlfy Ave..

MINN.

H Code . Cap. = ,
E V;?;;‘,"J';{C. Size Prico £ SO s A
1, Mid. 200 E
T307-2-104 J i.MId. 200 b 1 7/16”x4%”"x4% " high  $8.50 E SR x
4. Mid. 400 = . =
T 30 4, Mfd. 400 1 '7/16"x4 14 x4 % ” high = g
T 308 B MId 000 17/16"xa%37xi%” high 978 Broadcast Your Message With :
T 407 4. Mfd 600 2 1/8” x414”x4+% " high 6.75 g
T 504 1. Mfd 1000 17/16"x41% "x4 % " h}gh 276 E - q H
T 506 2, Mid 1000 17/16"x4 % "x4 3, ” high 5.25 E rJ r— =
T 506 3.Mfd. 1000 21/8” x4 ”x4 3. ” high 75 = MOMEROAST
T 604 1. Mfd. 1250 17/16”x4% "x4 8, ” high 3.50 = 5
T 605 2. Mid 1250 21/8" x4¥ x4 8, " high 6.75 _§_ &\ o
E =
Replacement Blocks Slgns
For All H \ =
173 °11) i : g Attractive signs will sell more radio =
B” Eliminators and Power Supply Units = £ setsand supplies, Increased volume s
Write at once for information = means greater proﬁts. SHOW- : =
B CARDER produces “signs that sell.” A complete sign depart-  E
The Potter Co BHwCTnEN oo e E
L] E Never mind a long letter. Just say: W LR you can =
E “Send me details Free.” yDeuasvi‘_lgn[make all the signs E
5 s
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ANNOUNCING —
Jupb
MANDEL.Screen Grid Chassis

HE first radio that satisfactorily
receives distant stations without an
aerial, loop, or ground. In the Mandel
Screen Grid Chassis atmospheric static is
greally reduced, and distortion is totally
absent. No other radio possesses these
outstanding qualities. Those who recog-
nize fine construction in radio, will turn

to the MANDEL.

Built for those who wish to increase their
MANDEL Electro- profits by marketing a fine radio under
Dynamic Speaker their own name.

Made to match the fine quality of
the MANDEL Chaszi;. lWirN{ for M d 1 El L4

90 to 125 volts, 50 to cycles, alter- t

nating current,or for direct current an e ec rlc O.
operation in connection with the

MANDEL Chaesis. Also made to

R L e 2157 N. California Ave., Chicago, Ill.
Makers of Fine Radio 4Apparatus Since 1920

OF RED LION, PA.

RADIO
CABINETS

exclusively manufactured to meet .
the exacting requirements of the

ATWATER KKENT

MANUFACTURING COMPANY

Designed and built by a quality cabinet
making organization of 75 years’ experience.

LR
O LA

(LIS

EBERT FURNITURE CO. of Red Lion, Pa. Established 1854

MODEL 77
Height, 43%. Width, 289, Depth, 155", Five-ply ve-
neers throughout. Top and sides of straight walont- A Frving Witz Martin J. Polikoff
Front is laid with plaiu Amer- 25
jcan Walnut, Burl Walnut, $ National Sales Agents
and genuine Bird’s Eye List

" o 0 ooo o000« 611 Widener Bldg., Phila.
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dd 4
MANY OF YOUR CUSTOMERS

veeo new B-H
RECTIFYING
TUBES

FOR “B” ELIMINATORS!

(o | e
X A\ Qn\v.\\)\*

Carton of four
Eveready Raytheon B-H Tubes

EVEREADY
RAYTHEON B-H

MANY of your customers are using “B”
eliminators built for the original gaseous B-H
rectifying tube. Millions of such units were
sold during the past few years. Tell these
customers what a big improvement in recep-
tion a new Eveready Raytheon B-H Tube will
make. The replacement market for these tubes
is enormous.

Eveready Raytheon B-H Tubes come in

handy cartons of four tubes each. Always
keep at least one full carton on hand.

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

Branches: Chicago Kansas City New York
San Francisco

and Carbon Corporation

EVEREADY

Unit of Union Carbide §§

RAYTHEON

TRADE-MARKS

7

CABINET by

UDELL

Fifty-six years of fine cabinet making are back
of the Udell name.

New model and new designs are now being
offered, but the same fine workmanship that has
characterized the product of the Udell Works
for a generation still segregates its product from
the ordinary.

Now ready—in convenient brochure—beautiful
set of gravure printed photographs of the com-
plete new Udell line of cabinets. A set will be
sent free to distributors and dealers upon request.

THE UDELL WORKS
28th St. at Barnes Ave. Indianapolis, Ind.

LTI T LTS GII E EUTHTTTEH T

Acve Wire Provucrs

Parvolt Filter and By Pass Condensers
Coils—Magnet Wire Wound
Varnished Insulations

Magnet Wire - - - All Insulations

All products made to Recognized Com-
mercial Standards, including those of:

National Electric Mfrs. Assn.
Radio Manufacturers’ Assn.
American Society for Testing Materials

For 25 years manufacturers and sup-
pliers to the largest and most discrimi-
nating users.

THE AcME WIRE Co.
NEW HAVEN, CONN.

Branch Offices
New York
52 Vanderbilt Ave.

Cleveland

Guardian Bldg.
Chicago

842 N. Michigan Ave.

LT
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eadership

In the field of strictly chassis manufac-
turers, Audiola, by virtue of the un-
questionable quality of its product, has
assumed definite leadership.

This position has been attained through
the inherent quality of the Audiola
chassis. The engineering skill repre-
sented in its design, the superior work-
manship and the quality of its compo-
nent parts combine to make it the out-
standing product in its class.

TOTALLY ENCLOSED
CHASSIS

Seven tubes, three-tuned
circuit, two 224, two 227,
MODEL two 245 and one 280

7330 tube.

The faithful tone reproduction and high
degree of selectivity ensure satisfaction
to your customers.

Screen Grid Tubes

Power Detector—No Hum

245 Tubes in push pull at full
recommended voltage.

\UDIOL
RADIO COMPANY

430 So. Green St., Chicago, Il

%%{%%%@%ﬁ%{%%%ﬁ%%%%%j

MR IR

A New Electrodynamic
Speaker made along entire-
ly different lines — getting
away from antiquated con-
cepts and methods.

Miles 10 ft. Horn
No. M 10

Loud...Clear...Life-like

, .
thats  MILES
RS
e : New heights of reproducing
power and realism, based on
vears of intensive research and
development. Performance that
has won leading manufacturers

and dealers of Synchronous,
Non-Synchronous and Public

Type M 100 B

Dynamic Unit Address Equipment . . . . that
5% x5, 1 wi . .

will win vou by a single trial.
M 9 Combination Unit and 9 ft. Horn............ List $230.00
M 10 Comibination Unit and 10 ft. Horn....... ... List $275.00
M 12 Combination Unit and 9 ft. Junior Horn..... List $185.00
M 31% Combination Unit and 3% ft. Trumpet...... List $170.00

Write for special discounts.

MILES MANUFACTURING CORP.

““Ruilders of Acoustical Reproducers Sinee 19237

31 West 21st St. Phone GRAmercy 5081 New York City
Cable Address: “Milesman” N. Y.

Jﬁ%%ﬁ%%%%%%%%%%%%%%zﬁﬁil

TRIMM

Dynamie
Chassis

Model D1oo operates from a chassis of the alternating current type
where the output energy is supplied by the conventional type of
power amplifier tubes in push-pull, this energy being fed through an
output transformer which matches the voice coil and where the
power pack supplies direct current for energizing the field coil.

Model DV 102, illustrated above. is provided with an output trare-
former which matches the conventional type of power amplifier tubes
and the voice coil.

Send for full information on wide range, true

fidelity, extreme volume with mellowness and
entire absence of blasting or distortion.

TRIMM RADIO MFG. CO.

847 W. Harrison Street, Chicago, Illinois
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FREE EXAMINATION COUPON

McGraw-Hill Book Co., Inc., 370 Seventh Avenue, N. Y.

Bend me
send my

Address
Position
Company

Examine these McGraw-Hill

for 10 Days FREE!

. . Moy
.- Nilson and Hornung—Radio Operating Questlons and Answers, $2.00.
- .Lauer and Brown—Radio Engineering Princlples, $3.50.

... Moyer and Wastrel—Practical Radio, $2.50,
.. Moy

Name .

(Books sent on approval to retail purchasers in U. S. and Canada only.)
R.R.

Radio Retailing, A McGraw-Hill Publication

Radio Books

Moyer and Wostrel
Practical Radio Construction
and Repairing
By JAMES A. Mover and Joux F. WOSTREL
319 pages, 5%x8, 157 illustrations, $2.00.

A practical book for the amateur constructor who wishes to make his own
receiver; for the person who huys a commercially built receiver and wants
to know hLow it operates. how to improve it and how to repair and keep
it in repair; and for the radio dealer and his assistants who are called
upon to test and repair radiv broadeest receivers.

Moyer and Wostrel

Practical Radio—New Third Edition
By JAMES A. MoYwr and Joux F. WOSTREL.
300 pages, 5x8, illustrated, $2.50.

A thoroughly revised edition of this practical hook on radio fundamentals.
The bhook gives a clear explanation of radie receiving prineiples and

apparatus.  In this revision chapters have heen added on Loud Speakers,
Eliminators and Chargers for “A,”" ‘B’ and ““C’’ Batteries and Vacuum
tubes.

Nilson and Hornung
Radio Operating Questions and
Answers
By ARTHUR R. NILSON and J. L. HoRNUXG, Second Ldition.

267 pages, 5%x8, 91 illustrations, $2.00.
This book. and its cempanlon volume, Nilson and Hornung’'s Practical
Radio Telegraphy, contain the essential intormation needed by students
preparing to hecome licensed amateur and commercial radio operators.
This second edition of Radio Operating Questions and Answers covers the
latest Jaws and regulations governing radio operators and the operation of
-radio stations.

\

Y
%" — An Improved Beede

Combination Tube and Set Tester

No. 20
No. 250 Without
With Screen Screen Grid
Grid Test Test
List Price List Price
$25.00 $20.00
Dealer’s Dealer’s
Price Price
$15.00 $12.00

It Tests Screen Grid Tubes

The advent of the screen grid set prompted
the development of a new and better combin-
ation tube and set tester, with special attach-
ment to test screen grid tubes. It makes all
ordinary tests on A.C. and D.C. tubes and
receiving sets also.

Every service-man, set builder, radio store and
radio fan—should have this improved instru-
ment. Ithas alarge market—it offers a profit.

Get one for your own use. Write for details.

Beede Electrical Instrument Co.
Manufacturers of Quality Battery Meters, Meters for Radio Use, Etc.

PENACOOK, NEW HAMPSHIRE

Moyer and Wostrel

Radio Receiving Tubes

By JAMEs A. Moyer, Director of University Extension, Massachusetts

Department of Education and JoHN F. \WOBTREL, lnstructor in Radio

Engineering and Supervisor in Charge of Industrial Subjects, Division

of University Extension, Massachusetts Department of Education.

296 pages, 5%%x8, 181 illustrations, $2.50.

In this book the essential principles underlying the operation of vacuum
tubes are explained in as non-technical a manner as is consistent. with
weuracy.  The haok covers the construction, action, reactivation, testing
and use of vacuum tubes as well as specifications for vacuum tubes and
applications for distant control of industrial processes and precision
measurements.

Lauer and Brown

Radio Engineering Principles
By HENDI LAUER and HarkY L. BRowN.
301 pages, 6x9, 227 illustrations,

$3.50.

A thorough revision and amplification of
this standard work on the underlying
principles of radio engineering. In addi-
tion to all that materigl contained in the

first edition which applies to modern pruc-
tice, mucll new material has heen added.

Send the
coupon today!

i

the books checked. 1T agree to either return the books in ten days or
remittance at that time.

er and Wostrel-—Radio Receiving Tubes, §2.50.

er and Wostrel-—Practical Radio Construction and Repairing, $2.00.

9-29

You are reading

the Only

radio or music trade publica-
tion that has been admitted in-
to membership of the Audit
Bureau of Circulations and
the Associated Business Pa-
pers.

Radio Retailing has meas-
ured up to unusually exacting
standards of reader-selection,
reader-interest and reader in-
fluencing.

—a McGraw-Hill publication, to be sure.
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EMPLOYMENT and BUSINESS OPPORTUNITIES—SURPLUS STOCKS—DISCONTINUED MODELS

UNDISPLAYED—RATE PER WORD:

Positions Wanted, 8 cents a word, minimum
$1.26 an insertion, payable in advance.

Positions Vacant and all other classifica-
go%sd 12 cents a word. minimum charge

Proposals, 40 cents a line an insertion.

INFORMATION:

Box Numbers in care of any of our offices

;gunt 10 words additienal in undisplayed
8

Discount of 10% if one payment is made
in advance for four consecutive inser-
tions of undisplayed ads (not including
proposals) .

DISPLAYED—RATE PER INCH

linch ........c.0viuun.. $7.

2 to 3 inches............. 725 an inch

4 to 7 inches............. 7.00_an inch

Rates for larger spaces, or yearly rates,
on request,

An advertising inch is measured vertically
on one column, 3 columns—30 inches—
t0. a page. Radio Retailing

Y %

RADEX

doubles the enjoyment of a
radio set. That’s why

WE SELL
80,000
MONTHLY

Alphabetical and Hour-by-hour Index
to all Chain Programs.

Complete list of stations, alphabeti-
cally, geographically and by fre-
quencies.

Merely entering a few dial readings
calibrates any set.

One reader writes: “Radio without

RADEX is like a blind date in a flivver—

you don’t know where you’re going or
what you'll get when you get there.”

25c. the copy. $2.00 a doz.

THE RADEX PRESS

1367 E. 6th St., Cleveland, Ohio

Sales Manager Available

unusual circumstance, a
known Sales Manager in
industry will be
able September 1st, This man has a
record of service with the Manufacturer,
Jobber and Retailer, His experiences,
over a period of years, have covered all
these fields, and his record of accom-
plishment in each will prove most inter-
esting to the proper party. Financially

Through an
rather widely

the radio-music avail-

SPECIAL NOTICE:

To the Radio
Industry

Advertising in connection with
legitimate offers of surplus stocks
and discontinued models of radio
merchandise is acceptable in this
section of “Radio Retailing.”

Extreme care will be exercised
by the publishers to prevent the
use of advertising in the Search-
light Section to encourage price
cutting on current models of mer-
chandise or equipment. Nor will
advertising which invites violation
of the dealer’s contract with the
manufacturer be acceptable.

All merchandise offered in the
Searchlight Section must be ac-
curately and fully described and
must be available on order.

POSITIONS WANTED

RADIO department manager,
desires to make change.
charge sales. service and
references. PW-96, Radio
western Bell Tel, Bldg

now employed,
Capable taking
repairs.  Excellent
Retailing, South-

St. Louis, Mo.

OFFICE managers
perienced in Radio; capable of taking charge

and other men fully ex-

of sales, service and repair, can readily be
obtained through an _advertisement in the
Searchlight section of Radio Retailing. Send

your adv. today to Searchlight Department,
Radio Retallmg Tenth Ave .at 36th Strect,
New York

SALESMEN WANTED

Salesmen On (Commission
To sell line of radio benches. Lowest prices
for quality _merchandise. Good  territory
open. Tillman Bros., La Crosse, Wis.

SALESMEN AVAILABLE

etc., or when you are in the market to
purchase such surplus stocks of other
dealers—

Use a “Searchlight” Ad.

responsible, married, forty, and in excel- IF YOU are looking for salesmen to sell Radio
lent shape to do a real “‘job” for a good or represent your complete line, insert an
sound organization. Just address ‘'Box advertisement in the Searchlight Section of
K. PW-102, Radio Retailing, 520 N.  padio Retailing for quick results. Kadio Re-
L . N culation is  in exXCess o
Michigan Ave., Chicago, Il Send your adv. today to Searchlight Depart-
ment, Radio Retailing, Tenth Ave, at 36th St..
New York.
I When you have surplus stocks of
Surplus radio equipment to sell—coils, tubes,
Stocks sets, speakers, cabinets, insulators,

.g. <

Mr.
Manufacturer

and .
Mr. Jobber!

How much
money and space
have you

tied up in surplus
stocks?

Turn them

into

working capital!
We pay cash for
surplus stocks

of standard radio
merchandise

in any quantity.
Get

our cash bid first!
Write, wire or
phone ’

details today.

AMERICAN
SALES
COMPANY,

19-21 WARREN ST.
NEW YORK CITY
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Electric CHELSEA Radio

‘Four tuned Circuits

Uses New 245 Power Tube
‘Binocular Coils

-Automatic Pick-up Jack

‘Built-in Socket Antenna

Provision for A.C. Dynamic i
Jses 4=—226 1—227 1—245 1—280 Tubes

Direct to Dealer 335 .00

from Manufacturer

Alluminated Drum Dial
-Aluminum Shielded Chassis

CABINET Made of selected woods with genuine Maple Burl panels, over-

laid on four-way matched veneer. Hand-rubbed in dark
Massive and extremely beautiful, a
Size 24%4-in. x 1234-in. x 12%-in.

2% discount full cash remittance.

Mahogany with glass-like lacquer finish.
true product of the cabinet maker’'s art.

TERMS:—25¢% with order, balance C.0.D.

BARTY RADIO COMPANY

11-42 31st Ave., Long Island City, N. Y.
Quantity mfrs. of Radio Receivers under private brands.
Cable Address—BARTYRAD EST. 1920

Tel. Astoria 5492

brown

Special 53.70 ea.

New

point of perfection,

atmospheric conditions,

List Price $30.00 ea.
Reduced to $15.00 ea.

e &

CONE SPEAKERS

Will sland. powerful or weak volume equally well and re-
produce with wonderful tone quality and volume.

Has a full-floating large 18-in Cone. brought to the highest
. Made of a special impregnated fabric
(not paper) which is absolutely unaffected by moisture or

Eq_nipped v»:ith an extremely sensitive electro-magnetic Cone
unit with direct drive to Cone and is exact to highest degree.

A beautifully designed Speaker with art metal scroll. Ship
model. Finished in polychrome gold stipple.

Lots of
5 or more

Over
25,000
other

men

in the
Radio
Industry
will see
this page—

325 ea.

American Sales Co., 19-21 Warren St., N. Y.

Then isn't thiz the logical place to adver-
tise any business wants you may have of
interest to men in the Radio Industry?
Employment — Business Opportunities —

Surplus Stocks, ete.

[T TES

BUSINESS
WHEN —

OR IF

THEN

—You have surplus stocks of radio equip-
ment to sell-—coils, tubes, sets, speakers,
cabinets, insulators, etc.

—You are in the market to purchase such
surplus stocks of other dealers.

dealers,

—There is anything you need now
salesmen, capital, etc.

—There is anything you want to sell—sur-
plus stock, a complete business, a factory

site—

—Advertise in the Searchlight Section of
RADIO RETAILING.

Address:

Searchlight Department
Tenth Ave. at 36th St.,, N. Y.

OPPORTUNITIES—
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Were running a Night Shift
that Benefits your Day Shift

‘ » HEN the world puts down its tools and

turns to rest and pleasure, we carry on. When
the shops are emptying, the study-lamps are
lighted, and the great night shift of the N.R.L.
buckles down to work.

Our raw material is ambition. Our process is
education. And our product is trained men.

First the Process: It is a Radio Course of
six construction sets, fifty lessons, and a number
of extra texts. It teaches in a practical, down-
to-brass-tacks way, the theory and practice of
Radio Communication. It covers servicing of
all the major circuits and sets—Atwater Kents,
Radiolas, Crosleys, Grebes, Super-Zeniths,
Philcos, Amrads, Freed-Eisemanns, Freshmans,
Majestics, Stromberg-Carlsons in all their
various models. It teaches how to build, and
sell, and install, and service, Receivers and
Transmitters. It covers Radio from one end to
the other.

And the Raw Material: Ambition must be
made of lasting stuff to finish a year of work
on the night shift. The men who complete our
course must have grit and determination. It
takes real grit to work during pleasure hours—

ESTABLISHED

NATIONAL RADIO INSTITUTE

6th and U Streets NW.
WASHINGTON, D.C.

HEADQUARTERS FOR

takes real determination to stick it out—and the
man who has both is worth his salt.

Now the Product: N.R.I. graduates have made
good and are making good in hundreds of im-
portant capacities in the Radio Industry—as
engineering directors and managers, as chief
service men, as sales managers, as short wave
experts, as chief operators, as salesmen, as
technicians, as executives, with large corpora-
tions and smaller concerns. Our men are mak-
ing enviable records for themselves, for us, and
for their employers.

N.R.I. men are ready to work for you—there
are hundreds of them in all parts of the country,

Through our headquarters here in Washington,
vou can reach these men. They will bring ro
vour day-shift the experience and training of
our night-shift, They will give you more in
honest, intelligent, ambitious effort than many of
the men on your pay roll now.

When you need men, call on us for Trained
Men—there is no cost, no obligation. We seek
only vour good will.

TRAINED RADIO MEN

N. R. I. Men are
Making Good with:

Atwater Kent
Amer. Bosch Magneto
Brunswick
Crosley
De Forrest
Freed-Eisemann
Firestone
General Electric
denkins Television
Sears Roebuck
Stewart Warner
Stromberg Carlson
Victor Talking Mach,
Westinghouse
Western Electric
Thos. A. Edison, Ine.
R. C. A,
and many more.

T’T’i‘?i;f'f LL T

ST

HEADOUARTERS
FOR TRAINED

“Headquarters for Trained
Radio Men’" 1s a booklet for
employers. We have spent
hundreds of thousands of
dollars equipping ourselves
to help you. Our assistance
costs you absolutely nothing
—it can be” worth a great
deal.

The National Radio
Institute
Depnt. S-RR
16th and U Sts.,, N. W.,
Washington, D. C.
Gentlemen:
Plcase send me your Free
Booklet. ‘*‘Headquarters for
Trained Radio Men.”

WEED cooocooooonoocooo00a
Address ................
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Model K-5

Height 42 in.; width 25} in.;
depth 19 in.

List Price $175.00

(without tubes)

$33.so!
e $29.50 &

FEATURES

. Electro-Dynamic Reproducer (10%-in. dia.).
. 210 Power Amplifier. Fine tone quality.

. Supplies “B”’ voltage, if desired.

. Can be used with any electric or battery set.

Complete A.C. Electric operation.

. Beautiful pencil-striped walnut cabinet.

NOTE

All units offered in this advertise-
ment are BRAND NEW, packed in
original factory sealed carton and
fully guaranteed,

TERMS: 20% cash with order,
balance C.0.D. f.o.b,, New York,
(2% Discount for Full Remittance
with order.)

Thousands of these famous KOLSTER sets were sold during the
slack summer selling period. Now, with the added activity of the
fall buying season they will be easier to sell than ever before! Stock
up! Our exceptionally low prices mean sure sales and good profits
for you—an ideal item to feature this fall. Many dealers have
already placed their orders—get yours in today!

This radio equipment is KOLSTER built, packed in the original
Kolster cases and cartons, shipped direct to us from the Kolster
factory.

KOLSTER
ELECTRO.-DYNAMIC REPRODUCER

Combined with 210 Power Amplifier and “B” Supply Unit

plete heavy duty Electro-Dynamic Reproducer,

including a 210 Power Amplifier with ‘“B’’ supply
unit, all self-contained on a steel frame. It weighs 45 pounds
without the cabinet. The cabinet itself is of pencil-striped
walnut, beautifully designed with Cathedral grille. It is
equipped with switch for control of house current to repro-
ducer, power unit and amplifier. A pilot light indicates
when the Reproducer is in operation.

If desired the 210 Power Amplifier will also supply 22, 67
and 90 volts “B”’ current, sufficient for any set using up to
8 tubes. An automatic voltage regulator tube, UX-874,
maintains the “B” voltage silent and steady.

THIS finely matched, rugged unit comprises a com-

This Electro-Dynamic Reproducer can be used with any
battery or A.C. set, replacing the last audio stage or be
used with all tubes of the set. Wherever used, it will bring
out every shading and range of tone; every note is repro-
duced with utmost faithfulness, pure and undistorted. It
will modernize any radio receiver.

The following tubes are required for its operation: 2-UX-281
(for full-wave rectification); 1-UX-210 (for super power
amplification); 1-UX-874 (for voltage regulation). For
use with phonograph pick-up, one additional audio stage is
recommended between the pick-up and this Reproducer.

A 20-ft. cable is included with each instrument. Operates
direct from 50-60 cycle, 110-120 volt A.C. current.

Licensed Under Patents of the Radio

AMERICAN SALES COMPANY
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with these low-priced KOLSTERS!

Every Set and every Electro-Dynamic Reproducer is BRAND
NEW; each bears the Kolster guarantee tag and original serial

number.

Our ability to buy these world-famous KOLSTER RECEIVERS
and REPRODUCERS for cash, enables us to offer them at remark-
ably low prices, a fraction of their original cost.

And we control the exclusive sale of this merchandise as we have
bought the entire stock.

Even special lower prices are offered on purchases of these sets in lots
of five or more—Think it over!

KOLSTER

SIX TUBE CONSOLE RECEIVER

With Built-in Kolster Electro-Dynamic Reproducer

light socket, 50-60 cycle, 110-120-v., by simply

adding any “A’ supply unit and a small 414-volt
“C” battery. The built-in Electro-Dynamic Power Repro-
ducer furnishes the “B’’ supply current to the set. A switch
snaps the receiver in or out of operation and a pilot light
tells instantly when set is in operation. The single dial
control makes this the simplest of receivers to operate.

THE entire set can be operated direct from the A.C.

This receiver employs the famous Kolster T.R.F. circuit. It
operates on either indoor or outdoor antenna using three
stages of R. F., detector and two stages of A. F. The three
point tap switch aerial adjuster operated from panel gives
hairline selectivity. A loose coupled coil in conjunction
with tap switch increases the distance getting value of the
receiver. In addition, the 210 power amplifier built into
the model K-5 Dynamic Reproducer, achieves remarkable
tone quality. In this receiver is embodied everything looked
for in modern radio.

The combination Kolster Set and Electro-Dynamic Repro-
ducer is housed in a beautiful console of burled walnut with
maple overlay. Full swinging doors found only in the finest
cabinets add to its beauty.

The receiver uses 6-UX 201-A tubes and the Electro-Dy-
namic Reproducer uses 2-UX 281, 1-UX210, and 1-UX 874
tubes.

Corp. of America and Lektophone Corp.

19-21 Warren St., New York City

Model 6-H

Height 53 in., width 27
in., depth 18} in.

List Price $295.00

(without tubes)

548-50!

crmore. 94450 Ea.

FEATURES

. Beautiful highboy console of burled walnut

with maple overlay.

. Kolster K-5, Electro-Dynamic Reproducer

with built-in 210 Power Amplifier included
for fine tone quality (see opposite page).

. Famous Kolster 6-tube T.R.F. circuit.
4. Hairline selectivity. Distance Reception.
. Single dial control-—simple to operate.

MANUFACTURERS
AND JOBBERS

We are prepared to offer cash for
surplus _stocks of Radio Merchan-
dise. This means of course stock
in first class condition and in such
volume that insures a good value
to our many established buyers.
Send details of your offerings for
quick action.
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Size 6"x6"x31% "

Finest non-inductive High Voltage Filter Block.
used with UX-250 Power Tubes but can be used safely in
filter circuits of eliminators or high power Amplifiers in any
combination of capacities desired.

Dubilier

\ High Voltage
Filter Condenser Blocks

Made to be

Each Unit is equipped with long, heavy, flexible insulated

leads, convenient for easy wiring, and also has mounting

brackets. Latest design.

RATED b, C.
CAPACITY WORKING VOLTAGE

The insulation resistance of these Condenser Blocks is in
excess of R.M.A, and N.E.M.A. standard requirements.

?2 mfd. ]288 },’ Due to the request of the manufacturers of these Condenser
10 ¢ ... 800 V Blocks we cannot divulge the high list price of same.
3.0 a 400 V
ial
Special $2.50
per block
44l

(98

FREED~EISEMANN

Yo

SIX TUBE |

(For Battery Operation)

-

Features:
Completely Shielded

Model No. 130 Stippled Panel

List Price $80.00
(less tubes)

Size
188 "x10% "x9% "

Special $§9.50

Genuine Mahoganv
Cabinet—
Cable Attachment

3 Stages R.F., 1 Detector,
2 Audios (1 Power Tube)

sl RECEIVER

An excellent number for
customers preferring an in-
expensive set. This Freed-
Eisemann Set is ideal for
portable use.

Built of the finest of parts.
Uses 5—UX-201A tubes
and 1—UX-171A tube.
Wired for “C” Battery.

Lots of 5 $9.oo ea.

or more

L 28

-fﬁ)

The New Gould Kathanode

Unipower

(With Built-in Relay)

Automatic
Radio “A” Power
From Light Socket

List Price $39.50

Special $9.75

Lots of six—

Model A.C.,—6 K (Six Volt)

Furnishes rich, smooth, unfailing
A’ current, without any trace of
hum, No rewiring necessary in
your set. [Equipped with a new
noiseless Balkite Charging Unit
which has four graduated charging
rates and in addition one booster
rate (1% amperes) for an emer-
gency charge, which enables it to
properly take care of all sizes of
gets and conditions of operation.
Operates on 110-120 V.. 50-60
cycle A.C. current. Complete with
extra fuse.

Lots of three— $8.50 ea.

$7.50 ea.

B2l

Al

S

5

Genuine @ UX200
Radio Tubes

Balkelite UX face de-
tector  tube  drawing
one ampere.
Due to the extreme
low prices of these
tubes, we cannot al-
low replacementas.
However, every tube
is brand new and
packed in the origi-
nal factory sealed car-
ton, we having pur-
chased them direct
from the Radio Cor-
AL poration of America.
$1.75 eq.

Special 13c ea.

$6.50 Per Carton
Sold only in Carton Lots of 50.

List Price

—~
PowERIZER

3
PXY-1 MODEL R-20

Complete “A B & C” Eliminator
and 210 Power Amplifier

It is a “B & C” Eliminator furnish-

ing "B & C” enrrent to the entire
Radio Set, alse a Super Dower
Amplifier furnishing “A, B & C”

current to the 210 power amplify-
ing tube. Simple to connect, no re-
wiring necessary in the set. Cotes
equipped  with  an adapter plug
which is inserted in the last andlo
tube socket. Ilns filament windings
which will also suppiy A.C, current
for the A.C. tubes, if desired. Uscs
the UX-210 super power and the
UX-280 full wave rectifying tithes.
Using this Powerizer with any Bat-
tery or Electric Set will bring out
the finest tone reproduction and
volime, comparable with the results
obtained from any of the best mod-
ern receivers.

Operated direct from light socket:
]]0{]‘«10 V.. 50-60 cycle, A.C. cur-
rent,

LIST PRICE $59.00 TA.

Special $1 5.00

(Complete with Harness)

—

Manufacturers

and Jobbers ¢

We are prepared to offer cash fer
surplus _stocks of Radio Merchan-
dise, This means of course stock
in first class condition and in such
volume that insures a good value
1o our many established buyers.
Send details of your offerings for
Remittance with order.

American Sales Company, 19-21 Warren St., New York
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Audio Transformers Audio Transformers

D

Eagle Type L

Highly finished black

Eagle Type H.B.

japan, with Ioosef leads. | Highly finished black
very convenient or set japan — small, compact,
builders and replacements ready to replace in any Eagle TYPe V'B'

because of its compactness
and size.

set. With bindirg posts.

Highly finished in black

Eagle Type U

An exerllent  veptacement Ratios 3-1: 5-1. Ratios 3-1: 5-1, japan. Ratios 3-1; 5-1. Push 'Pull
transformer, will fit intb any '

transtormer. win i imo any | NET 75¢ ea. | NET 85¢ ea. | NET 95¢ ea. Inoat and Outpat
Loose leads facilitate easy 8¢ i ighl,
wiring. The "EAGLE' transformers cover the entire audible scale of frequencies. Eds,?an"éd‘hff;’n;fgfme}}f o

in
the last stage audio amp. in
conjunction with two 248
or UX171A will give maxi-
mum volume and clarity.

NET$3.00 perpr.

Reproduces both the high and low notes equally and with natural fidelity.
They are low priced, and you cannet obtain better transformers for more
money. Stock these transformers and double your investment.

A TRANSFORMER FOR EVERY NEED

The repair man’s utility trans.
Ratios: 3-1; b5-1.

NET 65¢ ea.

Mayola Majestic
Eliminator

Replacement
Condenser Block

A replacement block for Majestic
eliminators. which is guaranteed
by the Mayola Laboratories for
a period of one year.

CONDENSER PATK
450 VOLTS O3,

9 oo v o1 ol 1

Eagle (Unshielded) Push-
Pull Transformers
Designed for set manufacturers and

set builders.

It also niakes an cx-ellent replace-
ment Push-Pull Transformer.

NET 95c¢ ea.

The condensers in this block are
all composed of high voltage
condensers. and you can be as-
sured that once this block is
installed it will last indefinitely.

For Majestie Special B Net $4.65

Mayola Replacement
Block (Zenith)

Designed for replacements in
Zenith electric sets that use a
rectiffer tube.
These units are composed of high
voltage condensers throughout. Wil
stand more current than any Zenith
set can give it. Flexible wire leads
off each tap. Combplete hook-up in-
struetions with every block, This
unit will serve for a good many
other purposes.
Put a Mayola Block in the set and
forget about future troubles,

Net 85.50 Lots of six $29.00

Net $4.50

In lots of 6 $25.00

all
2RO

Variable Wire Wound Resistance on
Baked Lava Tube

0 to 25000 ohms Variable Resistance

Variable wire wound. heavy duty. used on any radio circuit, B eliminators.
amplifiers. electric sets, etc. When the desired voltage is obtained it can
be get and it will not vary due to
place of 2 to 4+ variable vesistances.

Dry “A” Eliminator

Replacement Condenser

the positive contact. It will take the

Net 65c.

(Dubilier) -

oWy RESISTANCES, Fixed Wire Wound
Serves as a universal replacement DUBILIER I“IL"I‘ER CONDENSERS Baked on Lava tubes
condenser }i{nda]ll FAd eliminators. A it #;ﬁf] $Ne:0
Majestic, odel, ada. Knapp A mid. F3 . )
Power, Greene-Brown, Sterling. ete. 2 mid. 2.25 GO 18.000 ohms (Total) Atwater Kent Replacement Unit
It will also eliminate hum from 3m§g. ggg }gg With fixed taps as follows:
dynamic speakers. mid. . . 00 500—3300—6500— i
The Dubilier "A" after detailed =g s (For Atwater Kent Electric Set
analysis and tests, is rated by the DUBILIER BY-PASS CONDENSERS :

laboratory of the world's largest

communication corporation as it s o ints BICO0 ohmsf v&ith fixedptapsgas This unit contains the proper
superior to every other make. '.1,;, :ﬂ}g $i(1)3 § 32 *ggé CRERAIS chokes and higt} volt_a.ge €on-
Its features of construction insure g mid. 128 ‘50 .3:36 300"—13,9100—043}?0—3000_ densers. All flexible wire (*(_Jlor-
the user of long. satisfactory sevv- 1. mid. 2.00 35 3.65 “ U ed leads identical to the original.

Fully guaranteed.

Dubilier By-Pass 1 mfd., Type 656 These resistances can be used for a

ice.
2000 mfd., polarized electrolvtic
ry AT

pA o
Dealers Net Price $2.70 each.
4000 mfd. $1.50 net.
6000 mid. 6.60 net.

$3.10 per doz,

Polymet Filter Condensers
1/10 mfd. 15c. each.

thousand purposes. In view of the
jow price we cannot sell less than
12.

them in stock. 12 for $3.60.

Every repair man should have

NET $7.50

Federated Purchaser

A National Organization Serving Over 10,000 Retail Merchants

16-22 Hudson Street, New York, N. Y.

Telephone Barclay. .

today. It

g place your

L7581

If you have not received our “Radio
Bargain News,” send for FREE copy

radio merchandise at prices more than
75% off the regular list.

contains £100,000 worth of

Permit us to
name on our mailing list.
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.~ UNDISPUTED,
LEADERSHIP |

Model 24-45

This Pierce-Airo Chassis fits any standard console.
Note its compact and sturdy construction. The
chassis also houses the self-contained power supply.

The NEW SCREEN-GRID: Model 24-45
is, justly termed the “PERFECT RADIO” Chassis. Jobbers and dealers—
well informed in Radio, have chosen this new job in preference to all others:
Truly an Undisputed Leader, surpassing all others for—construction, pet-
formance, price.

The Modern Way to Sell Radios

More and more radio dealers realizg that the Pierce-Airo way is the
logical way to sell radios today. With a super-performing chassis like

the Pierce-Airo, and a variety of consoles for the prospect to choose Pierce-Airo Chassis Features
from, sales are not only more easily made but they are more profitable 3
because you can set your own selling price and make your own profit. 1. Employing the new 224 Shield Grid
Sell the Pierce-Airo way. Make the Pierce-Airo your leader. 3t will Tube.
make you more customers and boost your profits. 2. Uses the new 245 t'ube, insuring in-
See our exhibit at N. Y. Radio World’s Fair, Booth Z, Sec. 1 creased v_olum? without the con-
sequent distortion.
Samples are ready for delwery.. Write 3. lP"rovision is made for regulation of
for net orices and full particulars. ine voltages in various localities,

insuring longer life of tubes.

PIERCE-AIRO, INC., 113R Fourth Ave. | * Yith a Pierce-Airo Chassis either an

. o . dynamic speaker can be
2 ) New York Clty ‘ 5. Has automatic phonograph pick-up.

ALPHABETICAL INDEX

A-C Dayton Co.................... ao Samson Electric Co........... .....
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«ondensers.
_ Linear power detection
with automatic grid bias.
. Push -puli audio power
stage, using the newest
*245" wbes.

. Real humless reception.
. "Battleship” chassis con-
struction; completely
shielded.

N ELECTRO-Dynamic
speaher.

. Glorious tone.

9. Magnificent consoles.

(Licensed wnder the putents and parent

priicanon of Radio Corp. of Amenca

ind usseniated companics and the Radio
Frequency Laboratories.)

Notw—-MORE THAN EVER—
‘AMERITA'S GREATEST VALUE!

Again-—»Stcinitc thrills America

of a research department years

o the smallest unit, the Steinite is wade compl-
Sternite’s own factories!

Steiniie presents a SUPER scren

combined wirk

EVENING POST

feinite

N-GRID RADIO

The Set @z the Price

that are z‘érz’//z’ngAmerica

ahead; of an organization which
rtl- has the ability and experience to
ucc  anticipate public preference mn

radio—and meet it at a price!

HE price is the result of tremendous facilities, of
modern mass production methods made possible

byan overwhelming public demand ... 2 demand which
grows and grows because Steinite has consistently offered
America’s greatest value! And the price s, also, the

t of one-profit manufacture—from cabinets down

es all that 1s new

«» among them. Thethings
are talking about—and asking for.
—sese features before you buy an) radmn!

The Steinitc organization is wned to achieve-
ment. Years ago, 1t gave the first low-priced elec-
tric set o Amenca. Today, Steinite’s new set—
and Steinite’s amazing pricc—are flashing, bnlhant
stars in the radio sky. Go 10 a ncarby Steinite
dealer at once-- and accept the verdict your sense
of values will render. Learn the thrill which comes
with Steinite ownership—a thrill which mullions
have discovered!

L

STEINITE RADIO COMPANY
Fort Wayne, Indiana

DEALERS! Protat yourself uow by mak- 1

g appluation for your [franchise at once —J




CHARLES EDISON

Fresideot THOMAS A EDISON, lue. soyes

"Betors relensing them (o our dealers we tent the
performanece of Edixon r

Hadivirons. We do this because they do toll jus-
tlee (o 0 prodace of which we ore proud. So that
purchasers moy receive maximum sadsfacilon
from our tustruments we recommend (o ocur
deaters RCA Rodivtrous for initiat equipmeut
aod for replacement,™

CLa'QCJGaa

[T0e Tendivg mekers of tadio acts sobd us
20d recommcud HCA Rudiotrons for teato, ninisl equipment and
for replacemeat If you wish w gev the Buest performence of
which your recering sev able, replaco all of your veenum
ibes once @ you uf lest. O subes 1EF 10 With Cor sy
' pair the efficicovy of the uibices.

RCA RADIOTIRON

RACIGTRON Livis)
A o1 10K COMMURATION BF AmEICA e TR

» quality busis use 'l

FLAMU SILARTA Lekirs vams mAmGiSCE

RCA OTFRON

RADIOTRONS ARE THE HEART OF YOUR RADIO _SET




