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Again in 1937...RCA Victor makes 

selling easier...gives you Radio's 

Greatest Values! 

Meet 3 of the many new models! RCA ALL 

THE WAY, they provide greater perform- 

ance than ever—plus greater beauty of 

cabinet design! Talk about their features, 

their modest cost — and win new sales! 

Dealers! Important! 

RCA ALL THE WAY! 

"RCA All The-Way" is a new st-il- 
inf> slant you can usl- profitably. 
Major theme in RCA Victor's 
gigantic new advertising cam- 
paign, it will pay you to talk 
"RCA All The Way" to your 
prospects. Only RCA makes 

everything in the irultistry, from 
microphone to loudspeaker, 
RCA, designing and building 
much of America's broadcasting 
equipment, applies practical 
know ledge oft he peculiarities of 
broadcasting to its receiving sets. 
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RCA VICTOR MAGIC VOICE MODEL toK-l . . . with Mafcif Brain. 
Majtic Eye, MctJil Tubes. M0-4I0 and 530-60,000 kcs. Beam Power Amplifier. 
Selector Di.il. 10 rubes. AVC. ATC. 12 waifs output and many othci fcaturCA. 

RCA VICTOR MAGIC VOICE 
MODEL 9K-3. A price leader 
in (he quality class,with Magic 
Brain, Magic Eye, Metal Tubes. 

   

R C A V I C T O R 
MODEL HK-1 . . . 
with Magic Eye and 
Metal Tubes. 530' 
22,000 kcs. 8 tubes. 

"i 
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RCA presents the Metropolitan Opera Company every Satur- 
day afternoon. Af/t/ "Magic Key of RCA'' every Sunday, 

2 to ? P. AL, E S. I . lioth on KliC Hlue Network. 

MAGIC VOICE ■ MAGIC BRAIN ■ MAGIC EYE • METAL TUBES 

RCA MANUFACTURING COMPANY, INC., CAMDIiN, NKWJLRSEY 
A Service of the Radio Corporation cf America 

1^ IE 

- *v 



ALL 

- 

f, 

ft 

Schcmalics—Circuits Condensers ~| 
Volume Controls Tubes I 

. F, i*eak Frequeneiea Vibrators 
Transformer Circuits J 

iii ONE book 

vnua 
>(koio 

Over 200 pages o/ exact in- 
formation. Bound in water- 
proof wash able cloth and 
printed on paper that stands 
the ga ff... it is a permanent 
tvorking reference. 

For the first time — under OINE Cover—all the 

informalion you need in servicing sets. Not only 

in C#ne hook but on one page, on one line, you 

find the answer for any servicing problem for 

aiiyr radio set. You bet! Over 12,000 different 

models are covered in this one compact,complete, 

authentic, up-to-the-minnle eompendinm.Thenew 

M \ LI.O IIY-YA \ LEV 

sulio Sifcrv5cH,( podia 

They said it couldn't he done—that any oue would 
be crazy to try it. Hut Mallory-Yaxiey invested $75,000 
iu hard cash and years of painstakinij; investigation; 
corralled the experience of thousands of praetieal 
servicemen. And we have achieved the impossible. 

For the first time, accurate, dctaileil iiistniclioiis are given 
on tlie thousands of receivers that ordinarilv are lieadacln^s 
to the most experienced Service engineers. No need now to 
worry ahonl the dope on the tough ones. This txiok gives lite 
correct answer always, 
sky is the limit. 

What's that worth to yon? Hoy, the 

We have prepared this Encyclopedia for you. Your Mallorv- 
Yaxley distrihulor lias your copy neatly for you to examine. 
Your share of the cost is a trifle. Buy the hook—if in a week 
it does not pay its way, if you would part with it for twice 
what yon paid for it—return the hook and get your money 
hack. But act today; the edition is limited. 
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140-M Triple 
Console. Equjp- 
itli Labyrinth. 

IN O. Range 
SI 57 so Price, 

7/At JU /l RAD 

% 

TO START THE NEW YEAR 

HERE is an auspicious start: for 1937 
— three new, attention-getting 

Stromberg-Carlsons—radios that tiave 
everything the public wants. Here are 
two consoles, both with the sales-clinch- 
ing Acoustical Labyrinth and Carpin- 
choe Leather Speaker, one a radio and 
automatic phonograph combination. 
Here also is a horizontal Treasure 
Chest model of genuine distinction. 

Noteworthy in all three is the exclama- 
tion-arousing beauty of their cabinets. 
All have Tri-Focal Tuning, plus many 
other exclusive profit-building Strom- 
berg-Carlson features. These new mod- 
els prove conclusively that, for sales 
that count, "There is Nothing Finer 
Than a Stroniberg-Carlson." 

51' s 

The long, winding 
passagewav of the Acoustical Labyrinth 
takes the place of the 
usnal box-like cavity 
in the cabinet which 
ia the source of the 
exaggerated Loom in 
low tones. It gives you 
deeper bass notes,with 
a new fidelity and in- 
creases the volume ca- 
pacity and accuracy of 
the loud speaker. 

imp 

ISO. 130.J TRIPLE RANGE TREA- 
SURE CHEST. Price • . 887-50 

NO. 1 45-SP FOUR RANGE RADIO AND AUTO- 
MATIC PHONOGRAPH, Equipped with Laby- 
rinth. Shifts and plays records of any standard make, 
either JO or 12 inch. Plays both 33| and TK r. p. in. 
records. Full-floating pickup mount- SQO ^ 
ling. Price   

The complete line of Slromberg-Carlsons range in 
price from $31.03 to $983. (All prices slighlly higher 
in Southeastern Stales and West of the Mississippi.) 
STROMBERG-CARLSON TELEPHONE MFG. CO, 

kochesteb, n. y. 
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THE COMPLETE 
SIMPLEX UNE FOR1937 
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. . . everything any jobber 

or dealer could want 

Smashing values are represented not only in the 5 LEADERS Illus- 
trated below but in the complete 1937 SIMPLEX Line of the table 
models and consoles. 

Every SIMPLEX receiver is a leader in its price class—sensational in 
performance, modern, beautifully styled from the one band T.R.F. 
model to the i I-tube, all-wave Superhet. 2, 6 or 32 volt models 
at proportionate prices. All models available for 2,000 meters—220 
volt AC or AC-DC. 

Under the NEW 1937 SIMPLEX JOBBER POLICY territories are 
absolutely protected because DISTRIBUTOR FRANCHISES are 
restricted to established Jobbers in large trade centers. Big profits, 
too, are assured through liberal Distributor Discounts. 

Extensive programs of National Advertising & Radio Broadcasting 
will create tremendous demands for SIMPLEX Receivers. Are you 
ready to cash in on the BIG BUSINESS that's already started to 
pour in for SIMPLEX JOBBERS and DEALERS? 

Write, wire or phone for details of territories available, prices and 
discounts. 

THE SIMPLEX RADIO CO. 

. . . . factory SANDUSKY, OHIO 

$36.'5 
? Tube Super; 

3 Band 

S49.9S 
II Tube Super; 

3 Band 

a 
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NOW! Muric %ce 

in RCA Victor 1937 Auto Radio Line! 

• Cash in! Push these new 

sets with great sales features 

. . . Magic Voice, Finger-Tip 

Control, Escutcheon Plates for 

1934, '35, '36 and '37 cars. A 

unique merchandising plan and 

aggressive, compelling promo- 

tional advertising will helpyou. 

RCA Victor's 1937 automobile radios are made to 
order for easy and profitable selling by yot/! Tbey 

bear radio's greatest name. They offer many features 

for finer performance. They are backed by a new, 
sales-inspiring merchandising plan! 

Features? The famous RCA Victor Magic Voice 

makes its initial auto radio appearance — providing 
tone never before equalled in cars. Finger-tip con- 

trol of everything. Escutcheon plates to match 1934, 

'35, '36, and '37 models. Two audio amplification 
stages. 9 watts output. And still others! For beauty, 

performance and tone — they're magnificent! And 
their low prices are an extra appeal chat mean 

• 1937 RCA Victor Auto Radio escutcheon plates and controls to match 
instrument panel for cars, 1934 through 1937. Also available for steering 
post and under-dash mounting. 

Tone and volume controls on left knob; tuning control and local-distant 
switch on right for Magic 
Voice Models 67M-2 and 

i 67M-3. 

5i 
sr. 

• RCA Victor Magic Voice Model 67M-2 . . . 8-inch Magic Voice speaker, 
6 tubes and Powertron, 9 watts output, 2 audio stages. Tone control and 
local-distant switch on control panel. 
• RCA Victor Magic Voice Deluxe Model 67M-3 . . • 8-inch Magic Voice 
speaker, with auxiliary overhead speaker and three-way switch to select 
either or both speakers. 6 tubes and Po wertron,9 wans output, 2 audio stages. 

extra sales! Order your stock now. Feature these 

superb new sets. Push them at every opportunity. 
Cash in on real auto radio value! 

• (Below) RCA Victor Model 
67M- L .. . 6 tubes and Powertron, 
2 audio stages, 9 watts output, 
built-in speaker, connections for 
extra lo verheadl speaker if desired. 

I'ttfTi 

■mi. 

# RCA Victor Model 67M 
.. .6 tubes, 3% watts output. Out- 
standing performance at lowprice. 

RCA presents the Metropolitan Opera every Saturday afternoon 
and "The Magic Key of RCA" every Sunday 2 to y P. Ak, 

T S. T. Both via NBC Blue Netu ork. 

XCA T/tC&i.AUTO RADIO 
RCA MANUFACTURING COMPANY, INC., CAMDEN, N. J. 

A Service of the Radio Corporation of America 
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O. FRED. ROST, Editor 

FAIR WEATHER AHEAD 

FOR SAILORS OF OLD the ideal state at 
sea was to have fair weather and a fair wind. 
Then captains would order out every last stitch 
of canvas, studding sails would be set and the 
ship would cut through the water at record- 
breaking speed. 

In the radio industry that ideal state of fair 
weather and a fair wind exists today. 

On the weather question, all forecasters and 
expert economic prognosticaters agree that 
1937 will bring lair weather for all lines of 
business, radio included. The fair wind that 
in 1936 carried the radio industry to record- 
breaking set, tube and parts sales, is continu- 
ing unabated and so it is just a question of 
getting all sails set in order to take fullest pos- 
sible advantage of those favorable conditions. 

• 

To DO THIS, THE KAUIO INDUSTRY lllUSt leant 
how to use some new sails that were not avail- 
able in previous years. 

The first of these is the Robinson-Patman 
Act. Although it has not yet undergone the 
crucible test of the courts, the majority of legal 
experts agree that it will be sustained. Its 
provisions should benefit the vast majority of 
small radio dealers against whom much dis- 
crimination has been practiced in the past. 

Secondly, already 75 per cent of the members 
of the set division of the Radio Manufacturers 
Association have subscribed to the new Merch- 
andising Reform Plan which is now in the 
hands of the Federal Trade Commission. Aside 
from declaring as "unfair"—and as such sub- 
ject to F. T, C. prosecution—many practices 
that favored influential minorities, that plan 

sounds the death knell of commercial bribery 
and thereby deprives the chiselers and dis- 
honest traders of their advantage. 

Finally there is the recent unanimous 
decision of the United States Supreme Court 
in which the fair trade laws of Illinois 
and California are declared constitutional. 
Those laws permit resale price-fixing under 
prescribed procedure. They vary but little 
from similar laws now on the statute books of 
13 additional states and similar legislation is 
planned in others. The 15 states already pro- 
tected accounted for 57 per cent of all the retail 
business done in this country. That means a 
uiajority of radio dealers will be able to obtain 
price and profit protection if the manufacturers 
provide the necessary set-up. 

Collectively, those three new guides to 
business establish clearly understandable fair 
rules of competition and they provide the neces- 
sary tools and machinery for proper use and 
enforcement so that every member of the in- 
dustry—manufacturers, distributors, dealers 
and salesmen—can take part in producing 
better, cleaner, more honest competetive 
conditions. 

Wisely used, those new instrumentalities will 
act like studding sails and increase substantially 
the speed and stability of the ship. Used with 
malice and lack of understanding, they can 
do irreparable harm and retard progress. 

It's fair weather and a fair wind.—We have 
a good ship and some new sails.'—What 1937 
will bring is up to us—the crew. 
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.. .WITH 1937 MODELS 

IN SELLING FEATURES 

Bi, Wire Bll 
It 

STt 

u -1 B, Phone. Th'l" ■Bohf-ulBv 1037 

w: 
BY wait for new models—and sacrifice early-season 
profits—when the hottest line for 1937 is here right 

now? Other dealers are already going to town with the 
brand new 1937 Stewart-Warner—already clamoring for 
more before competing lines are even announced. Already 
Stewart-Warner's 1936 record of 127% sales gain is crack- 
ing wide open. 

MORE FEATURES FOR YOUR MONEY is the reason. 
32 real sales features! 6 marvelous, absolutely exclusive 
features topping the list! New eye appeal! And above all, 
the dependability and freedom from service that's made 
Stewart-Warner nationally famous. But sales appeal isn't 
all. Stewart-Warner puts you out in front with; 

1. New Floor Plan with No Finance Charges! Under 
this new floor plan you can install a complete showing now 
without paying a penny in finance charges! 

2. Exclusive Retail Finance Plan! You can feature "No 
Money Down" terms—and still have no repossession wor- 
ries. Every Stewart-Warner sale is 
a cash sale for you. That's what it 
means to sell under the Stewart- 
Warner-C. I.T. 100% Advance and 
Non-Recourse Finance Plan. 

3. Powerful Selling Helps! Hor- 
ace Heidt and his famous brigadiers 
on a coast-to-coast network! Hand- 
some, attention-compelling displays 
for your floor. Backgrounds—ban- 
ners—booklets—folders! Every- 
thing you need to do a complete 
selling job! 

Get full details from your 

3 2 Sales - Clinching 
32 a . 6 inclusive Scoops including 6 txci^ 

   

lures, P entbusi''*511*-,. rciriBerator 

'svu f0us the outsr. ^"nd'ns line 

buv fo' ' '  — for VOU! 
Stewart-Warner distributor today! 

STEWART-WARNER Does It Again- 

With MORE FEATURES FOR YOUR MONEY! 
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DICTOGRAPH 

RADIO with the ACOUSTICON MYSTIC EAI 

and a welcome change from profitless selling 

LIKE the bursting of a bomb , , . news of the amaz- 
ing Dictograph Silent Radio crashed home to lis- 

teners as the greatest innovation in a decade. It offers 
but one thing new . . . but that one thing so startling, so 
logical, so badly needed that every set owner is a pros- 
pect. It offers the only fundamental new feature in 
radio . . . the Acousticon Mystic Ear . . . that makes 
personalized listening possible, without earphones. One 
can listen, while others sleep, talk or read. It ends radio 
divorces . . . radio spats - . . radiosis! Thus, it banishes 
radio's last remaining negative factor. 

The words "Silent" and "Acousticon Mystic Kar" 
are trade-marked. U. S. pats. No. ] 01,980 and 
t.63l),02S: other pats, pending. 

Copyright 193S Dictograph Prod. Co., Inc. 

. . . 30,000,000 Radios 

and NONE E xcept Dictograph 

Offers the Acousticon Mystic Ear 

The Acousticon Mystic Ear, exclusive with Dictograph 
Silent Radio, employs a sound principle new to radio. It 
is not an earphone, not a miniature loudspeaker. It em- 
ploys the exclusive tonal fork principle, patent protected. 

Dictograph Silent Radio dealers will cash in heavily on 
big national advertising NOW RUNNING. Get your 
share of these new profits. Fill in and mail the coupon 
TODAY for the whole profit-making story. 

• You as a radio dealer, armed with the Dictograph Authorized 
Dealer Franchise, can go out and sell to a new and unscratched 
market. Not one of the 30,000,000 sets now in use provides the 
listener with personalized reception except the Dictograph Silent 
Radio. It is a full profit, non competitive, big demand opportunity 
that you should grasp . . . right now! Don't let this opportunity 
slip through your fingers. Someone is going to sell Dictograph 
Silent Radio with Acousticon Mystic Ear to YOUR customers 
and it should be you. Mail the coupon. Get on the bandwagon! 

DICTOGRAPH PRODUCTS CO., Inc. 

fT A limited 
(tJ comiderecf 

"Si/ent" Mi 

number of manufacturers are 'being 
for licensing arrangements for 

odeis with fhe Acousticon Mystic Ear. 

r 
Radio Division Dept. E.-1 

580 FIFTH AVE., NEW YORK, N.Y. 

Dictograph products company^ inc., are manu- 
facturer* of precision e(|iii|>ment for 34 years and 

moke the Acousticon hearing ai<l. Dictograph Intracom- 
municating Systems for offices, the Detective Dlotogropb, 
the Limousine Dictograph, transmitting equipment for air- 
craft and army use, Packard Lektro-Shaver, International 
Ticket Scale, In addition to Dletrograph Silent Radio, 

■ DICTOGRAPH PRODUCTS CO., INC. 
. ' Radio Division, Dept. E-l 
^^4 | 580 Fifth Ave., New York, N. Y. 

I I want the full stoty of TtictOfiraph Silent Radio and details of your 
| Authorized Dealer Franchise Plan. Rush this information to me at 
1 once, 
| Your name 
| Firm name . 
| Street    
| City   

^ I t''s*r'^u*or         



But not tor the Dealers 

Who Sell Sylvanias! 

• There'll be more radios played in 

the U.S. this winter than ever before. 
That means more sets to service. .. 

more tubes to sell! 

You can build a better all-around 

year-round, steady business with 

the right kind of tube. It pays to 

sell Sylvania! 

Here's why: No kick-backs. 

You're protected and your custom- 

ers are kept satisfied because 

Sylvania stands in back of every 

tube it makes. They're guaranteed, 

and tested eighty separate times 

before they leave the factory! 

Fair list prices, also for your pro- 

tection. Sales and technical aids 

from topnotch engineering and pro- 

man who sells Sylvania ... twelve 

months a year. They'll tell you that 

Sylvania is playing ball with the 

dealer! 

Get to know Sylvania NOW! You 

can get FREE ...full technical and 

sales information by writing to the 

Hygrade Sylvania Corporation, 

motional departments. And ask any Emporium, Pa. 

SYLVANIA 

THE SET-TESTED RADIO TUBE 
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January 

19 3 7 

THE RADIO MONTH 

DON'T STOP NOW 

Smart radio retailers use the mo- 
mentum gained during the Christmas 
radio sales rush as the springboard 
from which to launch into a vigorous 
selling campaign on companion lines 
such as refrigerators, washing ma- 
chines, vacuum cleaners, oil burners, 
stokers and other major appliances. 
They know the old theory about there 
being but little "money around" after 
the holidays long since has been out- 
moded, that thousands of prospects 
buy when well-timed selling forces ac- 
tion, and experience has demonstrated 
that January, February and March can 
be made to yield proportionately as 
large profits as any other month. 

There are many desirable lines of 
companion appliances to choose from. 
Manufacturers have developed dealer 
cooperation to the highest possible 
point. It's just a matter of deciding 
whether to let yourself and your sales 
and service force do some expensive 
coasting during these months or wheth- 
er to cash in with some extra sales 
and profits. 

SAD BUT TRUE 

Some set manufacturers have been 
turning out sets at such a terrific pace 
that preliminary inspection of com- 
ponent units and post-assembly testing 
evidently was abandoned or so sadly 
slighted that distributors and dealers 
have had no end of trouble. We doubt- 
ed the complaint made by one large 
dealer and he proceeded to prove his 
point by unpacking at random right 
then and there six of a lot of sets that 
had just been delivered. Three sets 
wouldn't work at all and the cabinet 
of another was so poorly finished that 
it had to be set aside. 

Dealers can't afford to spend the 
time, effort and money involved in 

rectifying gross negligence and no 
manufacturer can hope to hold the 
goodwill and continued cooperation of 
his dealers under such circumstances, 

A BIRTHDAY 

Radio is 35 years old. It was on 
December 12th, 1901, that Marconi 
succeeded in sending the first wireless 
■signal—three dots, for the letter 
"S"—across the Atlantic ocean from 
England to Newfoundland. After that 
it took twenty years to perfect voice 
transmission which made possible broad- 
casting and radio as we know it today. 
In other words, ours still is a young 
industry, in fact so young that its 
growing pains persist, but who can 
doubt that a prosperous future lies 
ahead, unless those within the industry 
fail of their duty. 

HIGHER PRICES 

Things arc going up. One prominent 
set-maker has raised prices from 4 to 
6 percent in certain territories: another 
talks of a straight 10 percent increase, 
while some are making slight changes 
in existing models to cover up more- 
than-slight increases in price. With 
everything that goes into radio sets 
from 5 to 20 percent more expensive 
than it was six months ago, price boosts 
must be expected all along the line. 
This knowledge should he the tip-off 
for a special effort to sell tardy pros- 
pects by pointing out that they will 
save money if they buy now. 

Tube lists, incidentally, rise approxi- 
mately 11 per cent just as we go to press. 

GAS STATION STYMIE 

In one of our largest cities a pair of 
ambitious boys have built up a local 
chain of neighborhood gasoline sta- 
tions. They always handled various 
automobile accessories and when auto- 

mobile radios became available they 
began selling them. They did a good 
job on auto-radios and where each of 
their stations had hundreds of regular 
customers, they decided to capitalize 
their "following" and reputation for 
good service by adding home radio 
sets to their line—and then their trouble 
began. 

Regular radio dealers ganged up on 
them, exerted pressure on distributors 
and manufacturers until now those fel- 
lows can't buy any well known line of 
home radios although they can get all 
the auto radios they want. 

FAIR ENOUGH 

"Premiums and bribes offered to the 
employer are at least as vicious and 
unfair as those given to the employee", 
says an Eastern set manufacturer, and 
then proceeds to point out that the new 
merchandising plan adopted by the set 
division of the Radio Manufacturers 
Association does not cover the employer 
part. He suggests that it's about time 
for all set makers to adopt a policy 
by which they announce certain list 
prices and discount schedules and then 
stick to them because manufacturers 
should not let chisellers thrive at the 
expense of those honest dealers who 
think that the openly quoted discounts 
are the limit price. He wants those new 
rules to put the chiselers out of busi- 
ness. 

A 
HAPPY 

NEW YEAR 

EDITOR 
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M ore lliun usual care in llie preparation of quotas 

bv manufacturers, plus close study of past per- 
formance and the potential market, indicates 
that there will be less dumping of distress stocks 

on the dealer's shoulders at the close of this year. 
('See "Figures", beginning page 17) 
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Crosley avoids excessive quota "pegs" 

determines possibilities by counties . . . 

says highly saturated areas* are still best 

By Don Plirli Manager, Dealer Department, Crosley Radio Corporation 

WHAT are the possibilities for 
radio sales in your territory? 

Whether you are a distributor, a dis- 
tributor's salesman, a dealer, or a 
dealer's salesman you should know 
just what your potential market for 
1937 is. 

You need a measuring stick to 
check your own sales performances. 

You need a definite mark at which 
to shoot. 

The manufacturer, too, must know 
the possibilities, not only as a basis 
for gauging performance, but as a 
basis for setting up new year produc- 
tion schedules. 

The manufacturer wants to know 
how many sets each section of the 

country can be expected to sell, and, in 
addition, when these sets can be sold. 

If the manufacturer knows ap- 
proximately what to expect in the way 
of sales each month, he does not be- 
come overstocked, consequently, does 
not have a large inventory to dump on 
the market later in the season, thus 
upsetting established distribution and 
starting a cut-price war. With careful 
planning and scientific forecasting 
this great evil of the radio industry 
may be greatly reduced. 

Regardless of all forecasting, there 
is a jump in the dark which any busi- 
ness has to make. Forecasting has to 
make that jump as short as possible. 
While it is true that forecasting still 

involves some guesswork, it is never- 
theless guesswork based on tangible 
facts, which gives it a reasonable de- 
gree of accuracy. 

A large radio company, in setting 
up a quota, first makes an estimate of 
the total number of radio sets that it 
can reasonably expect to sell in the 
coining season. A comparison of the 
company's sales with the national sales 
of the industry indicates what per- 
centage of the total is being obtained. 
Statistical procedure, known as the 
"Line of Least Squares" method, in- 
dicates, over a period of years, the 
growth element of the business. A line 
on a logarithmic chart will show, pro- 
viding the same rate of increase is 
maintained, the total which the indus- 
try should reach the next year. The 
extension of the line on the basis of 
the growth element will indicate (if 
the Same relative progress is being 
maintained by the company) what 
should reasonably be expected. 

At this point the big company's 
executives examine general conditions 
by means of various forecasts. If, for 
example, the United States generally 

(Please turn to page 12) 
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Zenith manufactures against non-cancellable 

distributor orders . . . checks distributor sales 

weekly . . . aids distributors in slow sections 

By Paul M- Bryant Assistant to the President, Zenith Radio Corporation 

I AM glad to give readers ol Radio 
Retailing an outline of the meth- 

ods used by the Zenith Radio Corpo- 
ration in establishing sales quotas and 
production control. 

Our production is entirely con- 
trolled by the orders placed with us by 
our distributors. We manufacture 
sets only against non-cancellable 
orders. These orders must be in our 
hands at monthly intervals and from 
thirty days to five weeks in advance 
of delivery. 

As a further control on production, 
we receive from each of our distribu- 
tors a weekly report showing the 
number of sets sold by him the previ- 
ous week, the number of sets in tran- 

sit and the number of sets on hand. 
This information is broken down by 
models. We also receive a weekly re- 
port of the dealers franchised. 

In addition to distributors' sales and 
inventory as above, we also keep a 
record of our own sales and inven- 
tories by models. 

The combination of these figures 
clearly indicates the flow of sets by 
distributors and provides a weekly 
check on production of each model 
For example, if we have 5,000 sets of 
any given model on hand and the dis- 
tributors' inventories total another 
5,000 sets and sales of this model are 
averaging 2,500 per week, we know 
that there is a total of four weeks' 

supply available and govern our pro- 
duction accordingly. 

Many other checks are made almost 
daily, such as price trends in public 
buying, but the system briefly outlined 
above represents the basic production 
control methods employed. 

Electric set quotas for each distrib- 
utor are based upon twenty-two fac- 
tors, which are used as a gauge or par 
and then adjusted to meet economic, 
trade and competitive conditions in 
each territory. 

Factory Helps In Slow Areas 

The weekly standing of each dis- 
tributor is recorded on another form. 
This form shows the weekly and cum- 
ulative ranking of each distributor in 
comparison to all other distributors 
and his sales quota position for the 
previous weeks and period to date. 

Each distributor is provided with a 
complete detailed breakdown of his 
sales quota by primary and secondary 
cities and rural towns by sets for each 
quarterly period. At the opening of 
the season he is also given dealer 

{Please turn to page 77} 
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CONTINUED FROM PAGE II 
(Don Park) 

expects a 10 per cent increase for the 
coming year and radio, according to 
its own statistical forecast, expects a 
15 per cent increase—an average of 
12^- per cent increase will probably 
not be very much out of line. It is 
true, of course, that unforeseen condi- 
tions such as wars, floods, strikes and 
panics, if these conditions arc of wide 
scope, may affect the results. 

When the executive of a business 
arrives at a reasonable forecast of the 
coming year his next step is to deter- 
mine just what percentage of propor- 
tion of that total expectancy shall be 
given to each county. 

"Snlumlcii" .tr/'iis Still Buy Most 

It is necessary, therefore, that the 
company's statistician find out which 
factor figures can be used to deter- 
mine what proportion of the total 
quota of expectancy sliai! lie given to 
any one county. It is best, in order to 
avoid error, to use at least three factor 
figures. 

For radio, one very important fac- 
tor figure is (be number of radio sets 
existing in each county in the United 
States. This can be reduced to a 
factor figure by finding what percent- 
age radio ownership each county 
represents when applied against the 
United States total, This percentage 
factor is then applied against a total 
quota, to determine how many new 
sets, on the basis of radio absorption, 
that county should be accountable for. 

Some opposition to this estimate 
may lie voiced by those who feel that 
counties with 90 per cent of the 
absorption of radio sets, will not offer 
much of a market. Today, however, 
nearly 80 per cent of all the radio sets 
sold are replacements and an exam- 
ination of the records indicates that a 
large percentage of the sales are still 
made in the counties which have tire 
largest radio absorption. In the other 
counties, with a lower percentage of 
radio ahsnrption. most people who do 
not have radio sets cannot afford 
them. Today, the desire for a radio 
set is universal. 

The percentage of radio sets ab- 
sorbed during the last ten years is a 
pretty good indication of what per- 
centage individual counties will absorb 
of the total quota. 

I.orul I it r/tm r .1 Ooml Factor 

There are, however, other balanc- 
ing factors which should be consid- 
ered. For example: conditions may- 
have changed to such an extent that 
while a county was prosperous and 

absorbing all brands of radio sets two 
years ago, it is now poor and will 
probably not maintain its same per- 
centage of absorption. 

It is, therefore, a good plan to com- 
pare the spendable income figure with 
the radio absorption figure to get an 
indication of the present financial con- 
dition of the county. Spendable 
income figures for each county in the 
L'nitcd States are prepared every year 
by a large statistical organization and 
the factor figure reflects such factors 
as bank deposits, money derived from 
rent and ownership, factory wages, 
income tax returns, telephones, pas- 
senger car owners, etc. The spendable 
income factor is derived from all these 
sources. 

A third factor figure which is very- 
good to use in the case of radio is gen- 
eral retail sales as reported hv each 
county in the United States. This in- 
dicaics whether the people in the 
county are spending their money. 
Naturally, a county where people are 
in the buying mood, is a pretty good 
county in which to sell more sets. 

By comparing these three factor fig- 
ures you may gauge with fair accur- 
acy the possibilities for radio sales in 
each county. You have not, however, 
taken into consideration up to this 
point, what you have done in the 
county in the past. 

Competitive Coins or Losses Imporlanl 

As every manufacturer knows, 
there are some counties which will 
show a special preference for one 
brand. In some localities your dealer 
is very excellent and the county pro- 
duces much more than its normal 
expectancy. In other counties the 
dealer is all tied-up with competitive 
lines so that it is hard to do much. No 
competing dealer with the same mer- 
chandising ability may he available. 

To get a correct picture of this situ- 
ation the big manufacturer will take 
his last six or eight years of sales 
totaled by county, and he will then 
find what percentage each county has 
of the United States total. 

Inasmuch as the picture in regard 
to the performance of the manufac- 
turer in any county may change in the 
last year or so, it is advisable to 
weight the last two or three years by 
muhi]living the sales for the fast year 
by three, and the previous year by 
two. This gives triple weight to the 
previous years' performances. 

Some manufacturers merely com- 
pare the factor figures with the last 
three years of sales. 

Where sales have been consistently 
low hut the possibilities as shown by 

the factor figures indicate good possi- 
bilities, then the company is not ob- 
taining its proper share of business 
from those counties. More sales and 
advertising effort should he put into 
these counties. Perhaps an investiga- 
tion will indicate that other dealers 
must be secured, or it may be advis- 
able to work more closely with 
existing dealers to improve their 
performance. 

After (he quota has Ijeen carefully 
figured in accordance with (lie best 
scientific procedure it is apt to he 
roundly criticized. 

Deliheralely Excessive "/Vgs" Foolish 

If the quota is set at a figure which 
the management thinks is too low the 
statistician who figures it is often ac- 
cused of being "crazy with the heat." 
I f the same quota appears to the sales- 
men and to the distributor to be too 
high the statistician is likewise crazy 
with the heat. 

The salesman is confident that he 
knows territorial conditions better 
than anyone in the home office, and 
the distributor feels that he knows his 
own territory and its possibilities. It 
is, therefore, necessary to "sell" the 
quota to the distributors and salesmen 
in the fielft. 

Some manufacturers arbitrarily set 
up the quota at too high a figure, on 
the assumption that if you ask for 
twice as much as you expect, you will 
come nearer reaching your goal. The 
experience of our own statistical de- 
partment for the past several years 
lias proven that this theory docs not 
work out in practice. The minute you 
intimate to a salesman that yon have 
purposely set the quota high, fie imme- 
diately assumes that you will he satis- 
fied with less. He cannot but fee! that 
the quota is set unfairly, and with this 
feeling he cannot sell the quota to the 
distributor or he firm in his demands 
that lite distributor make it. 

Furthermore, if distributors make 
only a small percentage of the quota 
they lose a certain amount of enthu- 
siasm which arises from coming near 
to the peg or going over it. This kind 
of quota causes them to work half- 
heartedly. A quota which a distributor 
or salesman can make is a quota which 
is inspirational. 

Possible Quotas Best 
It is the best plan of quota proce- 

dure to set the quota at a reasonable 
expectancy figure and offer to the dis- 
tributor or to the salesmen an incen- 
tive to make it. This plan lias been 
most productive of results according 

(Please turn hi page 77) 
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FAVOIIITES 

New cabinet ideas are 

the most effective stim- 

ulant to replacement. 

OAK FOR STRENGTH—The dial of ihis Jiftht oak- 
encased receiver covers <>0 per cent of the front. 
The cabinet beneath makes a splendid accessory 

for repeal business loo 

is: 
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PRACTICAL MODERNISM—Two-lone wood and 
contrasting metal make this short-wave receiver 
stand apart. Note the extreme scale simplicity 

and control on side 

>;■ 

SIMPLICITY FOR FARMERS 
—Here's a battery set wilh 
Ihe number of controls re- 
duced to the very minimum 
and the dial made extremely 
large. Speaker is at back 

BAKEL1TE BEAUTY — En- 
tirely moulded, this cabinet 
imitates Circassian walnut of 
the so-called root-pattern 
variety. The grille is a gold- 

brown silk 

EASY TO TUNE—Large top 
edge scale plus controls on 
both front and side give this 
modernistic console both con- 

venience and novelty 

NO MEAN DIAL — Table 
models need not have minia- 
ture dials. Top edge tuning 
can be applied to small sets 
as well as to the larger 

consoles 
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IT'S TURNOVER 

SOMEWREIIE in every large organization 

is an official who, regardless of title, is the 
real top executive. This individual is not 

always recognized by the outside world as 

the standard-bearer because others rnay take 

the limelight and make the bows. 
Not so at Philco, however. For if you ask 

J. M. Skinner, president of the Philadelphia 

Storage Battery Co. and Philco Radio and 

Television Corp, anything about the radio 

end of the business he tells you to see Kams- 
dell. Ranisdcll is ''the works." 

So . . . meet Ranisdcll. 

As yon will note from this informal 

picture he isn't always out selling sets. When 

he works, he works with such dynamic force 

that there is plenty of time left to play. In 

wintertime ho is not averse to donning suit- 
able togs and roughing it- In summer it's 

sailing, the kind that wants huge billows of 

while canvas above and enough of a breeze 

to keep the lee-rail awash. 

This is the fourth in a series of 

interviews with important industry 

executives by O. FRED. ROST 

rNLESS a manufacturer ex- 
pects to do his own retail sell- 

ing direct to the consumer, he must 
employ some independent outside 
agencies to do the job for him. Those 
agencies, the distributors, dealers and 
salesmen, must find that job profit- 
able or they'll decide to take on some 
other manufacturer's line. 

To make the job profitable for 
them requires that the manufacturer 
provide a combination of quality in 
the product, fairness in price and 
policy, promotion of public accept- 
ance and sympathetic cooperation 
with each selling factor right down 
to the retail salesman. Given that 
combination of factors, the retailer 
will get a rate of turnover which 
enables him to chalk up a net profit. 
This will keep him the right kind of 
a dealer for the right kind of a 
manufacturer to do business with. 

These are not the words used by 
Sayre M. Rams dell, vice-president of 
the Philco Radio and Television 
Corp., but they represent approxi- 
mately the philosophy that lies back 
of the type of planning that is char- 
acteristic of him. 

What the Consumer Wants 

In the case of radio sets, he starts 
with the question of what the con- 
sumer wants, follows through all the 
steps of development, design, produc- 
tion and distribution to the point of 
final sale and yet keeps in mind con- 
stantly the final objective of making 
the retailer happy by giving him a 
tine of goods that means fast turn- 
over and good profits. 

Ramsdell is somewhat of a stickler 
when it comes to giving the public 
what it wants. He says: "Philco has 
put a tremendous amount of thought, 
engineering skill and work into per- 
fecting performance of its radios. 

"We believe a radio set should ful- 
fill all the expectations of the pur- 
chaser and all the manufacturer's 
claims for power, tone-quality, selec- 
tivity and sure, dependable foreign 
reception. 

"We don't believe in deceiving the 
public and regardless of what other 
makers may make or claim, we don't 
put a single unit or a new gadget on 
our sets if it does not make them 
better." 

How could any retailer, or for that 
matter, Mr. and Mrs. Consumer, 

lake issue with or quarrel over such 
a clear declaration? Coming from 
the lips of Ramsdell it means that 
if he has his way, every single set 
he sells will meet the test he himself 
has outlined. 

In fact, the assumption that the 
needs and demands of the public 
are completely fulfilled is more or 
less the springboard from which 
Ramsdell launched into his opinions 
and observations on the radio re- 
tailer's and salesman's place in the 
sun. 

"We consider the retail dealer and 
salesmen the most potent factor. 
They are the men who contact the 
public, they are the ones who really 
put the product into the hands of 
the user. 

"We consider them the mainspring 
of our whole merchandising struc- 
ture, and we recognize this fact so 
thoroughly that we spare no effort 
to see our various problems through 
their eyes. 

"That is why we have been able 
to give them an article that they can 
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THAT COUNTS 

Profits Dwindle Unless the Deal- 

er Has a Line that Moves Quickly 

m 

says 

Sayre M. Ramsdell 
Vice-President, Pkilco Radio 
and Television Corporation 

sell and sell rapidly, because obviously, 
if the article were not saleable, not in 
tune with the desires of their cus- 
tomers, they could not sell it." 

And Ramsdell does not forget that 
the dealer must be set-up and satis- 
fied with his profits so that he can 
give his salesmen a square deal, be- 
cause : 

"We recognize that the retail 
salesman is in business for himself 
just as much as the dealer, the whole- 
saler or the manufacturer, and that 
he is not only interested in making 

an immediate sale to his customer, 
but that in reality he is building for 
himself, through the goodwill he cre- 
ates, the prestige he commands and 
the personal following he develops." 

.i ilrertlsiti g, Another Essential 
However, Ramsdell believes that, 

given a good set, and a good set-up, 
retailers also need to be backed up 
with the right kind of advertising and 
promotional activities if they are to 
get a profitable rate of turnover; and 
he reminds—- 

"We believe in backing the retail 
dealers and salesmen with a tre- 
mendous and consistent advertising 
program. We use display advertis- 
ing in leading magazines, the newspa- 
pers throughout the country and in 
addition we have utilized our own me- 
dium—the radio, and we feel that 
by doing so we have built a valuable 
background for the operations of 
our dealers and the retail salesmen." 

Thus, briefly stated, Ramsdell's 
formula by which retailers can get 
profitable turnover is—a first class 
set, an efficient and alert retailer, 
wide awake and well paid salesmen 
and then a bang-up advertising and 
publicity campaign to back up the 
outfit. 

5 to 7 Times 

Just how important this matter of 
turnover is to the retailer, Ramsdell 
illustrates by the following example: 

"If a dealer has $1000 to invest 
in merchandise and he takes on a 
well-known, fast-selling line of radio 
sets he can get a turnover of 5 to 7 
times in a year, which, with the nor- 
mal dealer's discounts on each turn- 
over, would give him a profit of 
about $4,900. 

"If he scatters his $1,000 on a lot 
of different makes, some of which 
he could turn only two or three 
times in the year, he would reduce 
his profits greatly." 

In other words, Ramsdell feels 
that the best rate of turnover can be 
obtained by concentration of effort, 
and he took this opportunity to re- 
mind that his company believes in 
taking its own medicine saying; 

"We work on the simple, common- 
sense principle that 3''ear-round suc- 
cess lies in a fast year-round con- 
centrated business and that is why we 
concentrate every ounce of effort and 
every minute of time on developing 
the design, the advertising and the 
marketing of just one product:— 
Radio." 

Finally, Ramsdell summed up his 
attitude toward radio dealers and 
salesmen in these words: 

'T feel that the retail dealers and 
salesmen are the ones who have kept 
the wheels of our industry going. 
I give the credit to them for having 
moved more than eight million of 
our sets and I think one of the rea- 
sons for their continuing support is 
that we have made sure that they 
would get a fast rate of turnover." 
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MAKE THESE YOUR 1937 LEADERS! 

The 
K A D E T T E 

MODEL 35 
Lowest-priced radio on 
the market with the new 
telephone-type dial 
tuning. Tunes by insert- 
ing finger tip In desired 
opening and twirling 
dial to slop piate at 
bottom. Complete 
broadcast and upper 
police bands. 

$2495 

COMPLETE 

K A DETTE 

y/e 

2950 

COMPLETE 

The "Classic" infroduces a radio of 
superlative design—just as beautiful 
front Of back, and incorporating for 
the first time, three different colored 
plastics —seven models in distinctive 
color combinations. 

The 

* 

KA DETTE 

The "Clockette" sells on sight! A 
great little set, exceptional tone, 
highly selective. And there's nothing 

ke it in appearance on the market. 
1995 

COMPLETE 

The MODERN 

PATENTS 
APPLIED FOR 

The FUTURA 

W'a. 

// 

a 

The COLONIAL 

The "Modern," the "Futura" and the "Colonial" 
styles—cabinets of choice walnut and maple 
veneers — large clock-type dials combined with 
speaker grille—5 tubes in half the usual space. 

I 

ft 

mm 

K A D ETTE 
The"'Kadette Jewel" has b«6n a sales sensation from the minute of its introduction—and ^ it is selling 
faster now than ever before at the new $1 0,00 I I 1W 
to $1 2.50 price. Comes In choice of colors— I 
marvelous lone — make it youi value leader. COMPLETE 

KADETTE 

Stock all of these out-of-the-ordinary radios and cash in 
on the big volume of profitable business they'll bring you. 

ORDER NOW 

INTERNATIONAL RADIO CORPORATION 

526 WILLIAMS STREET ANN ARBOR, MICHIGAN 

(Lrcalors of (ffuciltlv (Sonthacts 
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SETS 

TOTAL SALES 
llnclitding Export) 

Units 

Dollars 
(At Retail) 

CONSOLES 

Units 

Dollars 

TABLE MODELS 

Units 

Dollars 

AUTO RADIOS 

Units 

Dollars 

COMBINATIONS 

Units 

Dollars 

1935 

6,106,800 

$301,192,480 
(Average, $49} 

2,037,556 1337.1 

$139,165,074 i«7.) 
(Average, $68) 

1936 

8,825,000 

$503,025,000 
(Average, $57) 

2,944,244 (48%) 

$107,464,906 m%] 
(Average, $36} 

3.353.500 i38%i 

$257,778,250 (Si% 

(Average, $77) 

3,971,250 (45% 

1,125,000 (19%) 

$162,821,250 02% 
(Average, $41) 

$54,562,500 n8%i 
(Average, $48) 

.(Included in Consoles) 

1,412,000 (i6% 

$69,188,000 (i4%) 
(Average, $49) 

88,250 11% 

$13,237,500 13%) 
(Average, $150] 

BATTERY SET SALES. 1936—790,000 Units 



TUBES '!( 

rm 

a rrra 
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TOTAL RECEIVING 

TYPE SALES 
(Including Export) 

Units 

SALES TO 
MANUFACTURERS 

(Radio and Allied Lines) 

Units 

REPLACEMENT & 

EXPERIMENTAL 

SALES 

Units 

1935 

75,961.500 

REPLACEMENT & 
EXPERIMENTAL 

SALES 

Dollars 
{At Retail) 

SALES BY TYPES 
(To Mfrs. and for Replace.) 

Units 

32,577,000 (43%) 

43,384,500 (57%) 

$28,633,770 
(Average, 66c) 

1936 

105,600,000 

$38,058,240 
(Average, 68c) 

GtASS 

66% 

METAL 

26% 

49,632,000 (47 

55,968,000 (S3 

8 

||S PERCENTAGES SHOWN APPLY IN ALL CASES TO TOTAL SALES 



Replacement Condensers 

Dollars . . . $1,800,000 
(At Mfrs. S.P.) 

Replacement Controls 

Dollars .... $900,000 
(At Mfrs. S.P.) 

Replacement Resistors 

Dollars .... $850,000 
(At Mfrs. S.P.) 

Replacement Transformers 

Dollars . . . $1,500,000 
(At Mfrs. S.P.) 

Replacement Vibrators 

Dollars .... $850,000 
(At Mfrs. S.P.) 

Replacement Speakers 

Dollars .... $275,000 
(At Mfrs. S.P.) 

Radio "B" Battery Sales 

Units .... 7,500,000 

Dollars . . $10,125,000 
(At Retail) 

Radio "C" Battery Sales 

Units .... 2,600,000 

Dollars . . . $936,000 
(At Retail) 

Wind-Driven Charger Sales 

Units   250,000 

Dollars . . $5,500,000 
(At Retail) 

Gas-Driven Charger Sales 
(Primarily for Radio Use) 

Units  25,000 

Dollars . . $1,500,000 
(At Retail) 

Total Sales 

Radio Service Instruments 

Dollars 

(At Retail) 

$3,900,000 

Average Prices: 

Analyzers .... $60 

Tube Checkers . $33 

Oscillators . . . $37 

Ohmmeters . , . $18 

Oscillographs . , $89 



SOUND 

m 

RECORDS APPLIANCES 

Total Sales 

Complete Sound Systems 

Dollars 

(At Retail) 

$5,250,000 

Breakdown By Types: 

Portable and Mobile 

Dollars . . $3,000,000 

Large Fixed and Centralized 

Dollars . . . $1,650,000 

Interoffice Communication 

Dollars .... $600,000 

Total Soles 

Units 

32,000,000 

Total Sales 

Dollars 
(At Retail) 

$15,000,000 

Popular Disc Sales 

Dollars 

74% 

Classical Disc Sales 

Dollars 

26% 

REFRIGERATORS 

1935 I 1936 

Units 

1,568,800 2,000,000 

Dollars (At Retail] 

$260,420,800 
(Average, $165) 

$328,000,000 
(Average, $164) 

WASHERS | 

Units 

1,228,774 1,533,300 

Dollars (At Retail) 

$79,931,748 
(Average, $65) 

$101,259,132 
(Average, $66) 

IRONERS 

Units 

143,856 178,000 

Dollars (At Retail) 

$7,860,291 
(Average, $54) 

$10,252,800 
(Average, $57) 

CLEANERS 

Units 

906,049 I 1,146,151 

' 

Do 

$50,439,748 
(Average, $55) 

forS (At Retail) 

$62,178,692 
(Average, $54) 

RADIO 



RADIO HOMES WIRED HOMES 
STATE 1936 Families Radio Homes % Wired Homes % Wired 

Jan. 1, 1937 Radio Homes Jan, 1, 1937 Homes 
Maine 211,662 174,660 82.52': * 167,224 79.01% 
New Hampshire 130,256 108,240 83.10 114,212 87.68 
Vermont 94,292 78,720 83.48 70,869 75.15 
Massachusetts 1,063,702 1,018,440 96.74 1,069.635* 100.00 
Rhode Island 163,701 159,900 97.68 170,143* 100.00 
Connecticut 419,854 400,980 95.50 431,953* 100.00 

NEW ENGLAND 2,083,467 1,940,940 93.16 2,023,926 97.14 

New York 3.241.854 3,198,000 98.64 3,143,696 96.97 
New Jersey 1,055,609 964,320 91.35 998,493 94.69 
Pennsylvania 2,357,209 2,081.160 88.29 1,906,103 80.86 

MIDDLE ATLANTIC 6,654,672 6,243,480 93.82 6.048,292 90.89 

Ohio 1,716,898 1,488,300 86.68 1,458,481 84.95 
Indiana 900,781 661,740 73.46 616,676 68.46 
Illinois 1,986,076 1,788,420 90.05 1,629,838 82.06 
Michigan 1,166,585 1,023,360 87.72 993,568 85.17 
Wisconsin 706,825 615,000 87,13 574,681 81.42 

EAST NORTH CENTRAL 6,476,165 6,676,820 86.11 5,273,244 81.43 

Minnesota 624,407 573,180 91.79 426,044 68.23 
Iowa 655,412 538,740 82.19 408,594 62.34 
Missouri 1,025.647 762,600 74.35 590,022 57.53 
North Dakotf 149,893 105,780 70.67 66,135 37.46 
South Dakota 150,930 115,620 71.84 69,036 42.90 
Nebraska 340,150 285,360 83.89 204,359 60.08 
Kansas 488,601 378,840 77.54 287,289 58.80 

WEST NORTH CENTRAL 3,445.040 2,760,120 80.12 2,041,479 59.26 

Delaware 64,268 49,200 76.55 43,330 67.42 
Maryland 395,744 341,940 86.40 j 462,154 / 83.17 
District of Columbia 159,948 140,220 87.66 \ \ 
Virginia 584,463 364,080 62.29 249,677 42.72 
West Virginia 396,133 268,300 65.21 183,155 46.24 
North Carolina 702,642 369,000 52.51 266,742 37.96 
South Carolina 391,579 172,200 43.97 106,394 27.17 
Georgia 687,640 324,720 47.22 204,639 29.76 
Florida 421,025 253,380 60.18 243,468 57.83 

SOUTH ATLANTIC 3,803,412 2,273,040 59.76 1,769,559 46.26 

Kentucky 672,028 339,480 50.51 247.486 36.83 
Tennessee 658.390 346,860 53,68 229,577 34.87 
Alabama 640,716 277,980 43.38 168,326 26.27 
Mississippi 471,361 182,040 38.62 79,615 16.87 

EAST SOUTH CENTRAL 2,442,495 1,146,360 46.93 724,903 29.68 

Arkansas 479,383 201,720 42.08 96,981 20.23 
Louisiana 491,203 277,980 56.59 187,937 38.26 
Oklahoma 696,226 359,160 60.24 231,230 38.78 
Texas 1,449,526 924,960 63.81 623,308 43.00 

WEST SOUTH CENTRAL 3,016,338 1,763,820 58.47 1,139,466 37.78 
Montana 134,771 98,400 73.01 81.125 60.19 
Idaho 118,004 81,180 68.79 79,692 67.53 
Wyoming 58,838 49,200 83.62 30,055 51.08 
Colorado 276,452 221,400 80.37 173,443 62.97 
New Mexico 98,368 54,120 55.01 26,968 27.42 
Arizona 98,783 68,880 69.73 59,854 60.59 
Utah 117,808 91,020 77.26 103,939 88.23 
Nevada 28,011 24,600 87.82 19,208 68.57 

MOUNTAIN 930,035 688,800 74.06 574,284 61.75 
Washington 446,467 371,460 83.20 393,861 88.22 
Oregon 284,078 231,240 81.40 218,677 76.94 
California 1,721,306 1,603,920 93.18 1,690,193 98.19 

PACIFIC 2,451,851 2,206.620 90.00 2,302,631 93.91 

TOTAL U. S. 31,303,475 24,600,000 78.58 21,887,774 69.92 
1936 Families Radio Homes Wired Homes % 

1 p. a 
Jan. 1, 1937 Radio Homes 

f* T" t W. 
Jan. 1, 1937 Wired Homes 
 NJ g\-r f f 

NOTE A—Based oq 1936 coverfiment Dooulatlba by states arc not available so tbe total of 1.731.000 aKurff. obtained by national survey on January 1. 



Total Farm 
Homes 

FARM HOMES 
Wired Farms 
Jan. 1, 1937 

7r Wired 
Farms 

39,006 
14,906 
34,898 
25.598 
3,322 

17,195 

124,925 

159,806 
25,378 

172,419 
357,603 

219,296 
181,570 
214.497 
169,372 
181,767 
966,502 

185,255 
214,928 
255,940 

77,975 
83,157 

129.498 
166,042 

1,112,755 

9,707 
I 43,307 

170,610 
82,641 

279,708 
157,931 
255,598 

58,966 

1,068,468 
246.499 
245,657 
267,395 
312,663 

1,062,214 

242,334 
161,445 
203,866 
495,489 

1,103,134 
47,495 
41,674 
16,011 
59,956 
31,404 
14,173 
27,159 
3,442 

241,314 
70.904 
55,153 

135,676 
261,733 

6,288,648 

14,852 
11,876 
8,191 

21,000 
2,779 

18,341* 

77,038 

69,182 
15,466 
56,860 

141,508 
69,976 
31,794 
34,313 
62,378 
42,578 

231,219 
14,275 
33,819 
19,762 
2,051 
2,957 

10,830 
14,793 
98,577 

1,876 
/ 8,560 

17,496 
7,972 

13,301 
5,623 
7,437 
7,775 

70,040 

9,298 
13,020 
14,176 
3,662 

40,116 

4,269 
3,990 
6,418 

16,221 

30,898 
3,262 

16,362 
672 

7,687 
1,900 
6,931 

18,217 
991 

54,922 
41,170 
20,337 
92,148 

153,655 

897,873 

38.08% 
79.67 
32.90 
82.04 
83.65 

100.00 

61.67 
43.29 
60.94 
32.98 
39.57 

27.36 
17.51 
16.00 
36.83 
23.62 
23.92 
7.70 

15.73 
7.72 
2.63 
3.65 
8.36 
8.91 
8.85 

19.32 
f 19.76 
\ 

10.?5 
9.65 
4.76 
3.56 
2.91 

13.18 

6.62 

3.77 
5.30 
6.50 
1.16 

3.78 
1.76 
2.47 
3.15 
3.27 
2.80 
6.87 

39.26 
3.57 

12.82 
G.05 

41.85 
67.07 
28.79 

22.76 
58.06 
36.87 
67.92 
58.71 

14.28 

AUTOMOBILES 
Passenger Car 

Registrations, 1936 
% Auto Registration! 
to Families 

STATE 

—149,000 
97,760 
75,000 

742,856 
142,219 
342,000 

1,548,824 

2,107,017 
811,456 

1,636,079 

4,654,562 
1,600,000 

761,228 
1,475,000 
1,237,832 

668,800 

5,742,860 
667,712 
650,000 
675,000 
137,500 
159,000 
352,000 
490,327 

3,131,539 

49,700 
t 503,835 
I 

349,522 
220,409 
423,770 
229,000 
337,916 
317,819 

2,431,971 
314,500 
318,000 
250,000 
168,817 

1,041,317 
173,588 
228,000 
452,400 

1,170,000 
2,023,988 

128,069 
103.527 
61,500 

277,765 
85,250 
96,696 

102,000 
30,821 

885.528 
420,370 
277,229 

2,116,626 
2,813,126 

24,173,704 

70.89% 
75.04 
79.54 
69.83 
86.88 
81.45 

74.34 
64.99 
76.87 
69.41 
68.44 

93.19 
84.51 
74.26 

+100.00 
94.75 

88.67 
+100.00 

99.17 
65.81 
91.73 
98.80 

+100.00 
+100.00 

90.90 
77.33 

/ 90.67 
59.80 
55.64 
60.31 
58.48 
49.14 
75.48 
63.94 

46.80 
48.30 
39.02 
33.69 

42.63 
36.21 
46.41 
75.87 
80.71 

67.10 
96.03 
87.73 

+100.00 
+100.00 

86,66 
97.78 
86.58 

+100.00 

95.21 
94.16 
97.59 

+100.00 
+100.00 

Maine 
New Hampshire 
Vermont 
Massachusetts 
Rhode Island 
Connecticut 

NEW ENGLAND 
New York 
New Jersey 
Pennsylvania 

MIDDLE ATLANTIC 
Ohio 
Indiana 
Illin'os 
Michigan 
Wisconsin 

EAST NORTH CENTRAL 
Minnesota 
Iowa 
Missouri 
North Dakota 
South Dakota 
Nebraska 
Kansas 

WEST NORTH CENTRAL 

Delaware 
Maryland 
District of Columbia 
Virginia 
West Virginia 
North Carolina 
South Carolina 
Georgia 
Florida 

SOUTH ATLANTIC 
Kentucky 
Tennessee 
Alabama 
Mississippi 

EAST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 

WEST SOUTH CENTRAL 

Montana 
Idaho 
Wyoming 
Colorado 
New Mexico 
Arizona 
Utah 
Nevada 

MOUNTAIN 
Washington 
Oregon 
California 

PACIFIC 

TOTAL U. S. 
Total Farm 

Homes 
Wired Farms 

Jan. 1, 1937 
% 

Wired Farms 
Passenger Car 

Registrations, 1936 
% Auto Registra-' 
tions to Families 

-NOTE E- 



DISTRIBUTION BROADCASTING GENERAL 

DISTRIBUTOR SET SALES 

BY MONTHS 

January   9% 

February   •. • 6% 

March   5% 

April     4% 

May  2% 

June   5% 

July   4% 

August   8% 

September  12% 

October 14% 

November 15% 

December  16% 

DISTRIBUTOR PARTS SALES 

BY MONTHS 

January    9% 

February  7% 

March     7% 

April   7% 

May   6% 

June     6% 

July   7% 

August   8% 

September   10% 

October 11 % 

November 11% 

December  11% 

1936 Total Time Sales 

Dollars . . $105,700,000 
(20.8% Increase) 

Chain  $60,300,000 

Non-Chain   $45,400,000 

1935 Total Time Sales 

Dollars . . $87,523,938 

Chain  .$51,178,425 

Non-Chain  $36,345,513 

Sponsored vs. Sustaining 

Time 

NBC 

(Entire Day) 

Spon. Sust. 
.26.4% 73.6% 

COLUMBIA 

(9 am. to 11 pm. only) . . , 45.0% 55.0% 

MUTUAL 

(9 am. to 12 mid. only) 28.5% 71.5% 

EXPORTS 

TOTAL CAPITAL INVESTMENT IN 

U.S. BROADCAST STATIONS 
(Exclusive of Real Estate) 

Dollars . . . $19,300,000 

TOTAL ANNUAL MAINTENANCE 

COST OF U. S. BROADCAST 

STATIONS 
(Inc. Interest On Invest., Depreciation) 

Dollars . . . $20,001,000 

TOTAL U. S. BROADCAST STATION 

PERSONNEL 
(Inc. Sustaining Program Artists) 

13,500 

RADIO 

RETAILING 

1935 1936 % INCREASE 

SETS 
Units 606,784 670,800 10.55% 

MFrs. Oeclored Valuation $16,173,543 $16,890,744 4.43% 

COMPONENTS Mfrs, Declared Valuation $4,627,112 $5,703,378 23.26% 

BE^EIUtM^* Tl ■ DEC Units 6,649,544 8,655,046 30.16% 



WOULD YOU PREFER 

to sell or 

sell against 

THIS REFRIGERATOR 

IN 1937! 

4 ^ ■ ll 

mMMM 

FACT ONE: FACT TWO: 

The new Kelvin at or is Plus- . The new Kelvinator runs 

Powered. It has as much as "P only half as many minutes per 

double the cooling capacity day—during the rest of the 

of other well-known rcfrig- time it maintains low temper- 

erators of equal size. aturcs using no current at all. 
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NOISE LIMITS 
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WANTED: A Plan 

# Reproduced is an article featured In Radio Retaiiing. October 
1936, outlining major elenieuls which must be considered in 
I he formulation of any project designed to effectively reduce 
man-made radio noise. 

0 Mr, Deutschmunn further emphasizes these points. And other 
articles will follow, 

# Needed is a practical plan to secure action on this diflieuli 
problem. For, as one man prominent in automotive circles 
aptly pointed out after we broached the subject of ignition 
interference: "There has been loo much said about this subject 
and not enough done about it!" 

MF some wand-waver could 
double the public interest in radio 

listening overnight by some magical 
process, he could name his own price 
to be made up of contributions by 
the radio stations, radio equipment 
manufacturers, wholesalers and re- 
tailers. 

He would make the front pages of 
all the papers. Broadcasters would 
play him up in a big way. 

Well, today there is something that 
can be done which would just about 
double listening in this country, 
something which could he accom- 
plished in a very short time. It is 
not as spectacular as waving a wand. 
But it is far more certain of lasting 
results than any black magic. 

I refer to a real campaign to elimi- 
nate man-made static. Its cost would 
be relatively small if all the above 
agencies helped. 
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RADIO'S FUTURE 

Why early pleas for cooperative action to stop 

constriction of sales failed , . . Why curbing 

of man-made static, always important, is now 

imperative . . . What costly experience indicates 

industry must do to insure continued expansion 

Kv Tobe lieulimabiii 

Radio noise has been bad enough 
in the past, sideband-cutting sets and 
cockeyed tone-controls which wiped 
out the highs contributing their share 
of trouble along with the noise. But 
this year, radio brethren, we have 
started a real drive on high fidelity 
sets—and did you ever tune one of 
these wide band jobs in a noisy 
neighborhood? If you haven't, you 
haven't heard radio noise. If you 
want to see somebody good and mad 
just step up and meet the customer 
who has been raised by some good 
selling from a $69 job to a $129 high- 
fidelity job, who has been carefully 
instructed just how to widen the hand 
to get real quality from local sta- 
tions, and then tries to get his favor- 
ite musical program in any of our 
typical big city neighborhoods. 

Even if high fidelity hadn't brought 
the whole thing out into vivid relief 
this year, consider what has happened 
with the introduction of all-wave sets 
which can produce a new variety of 
static for every band they cover. 

I ought to feel very sorry about it 
all. In some ways I do. But having 
spent a small personal fortune and a 
number of hard years trying to do 
something about the suppression of 
radio noises, failing because of lack 
of cooperation by the very agencies 
I outlined at the opening of this arti- 
cle, I must admit that many of my 
tears are of the crocodile type and I 
can only say, "Well, they had it com- 
ing to them," 

No One-Man Job 
However, there is no use wasting 

one's time in being merely negative 
about a problem. Radio Retailing 

has asked uic to tell something about 
my original effort to beat this radio 
nuisance, suggesting some method of 
making up for lost time. So here 
goes- 

Back in 1928, having studied the 
effects of man-made static, I decided 
that surely here was a curse on radio 
that should be stopped if possible. 

General radio reception was then 
about six years old. The growth that 
has come in the past eight years 
since then could easily be foreseen 
by those who had any vision. 

I was not entirely philanthropic, 
I owned a business which had to be 
kept running. I couldn't devote time 
and money without showing some re- 
turn to stockholders. But I figured 
that if I could sell just enough ap- 
paratus to: break even oti the cost of 
the educational program which I 
could f oresee, was necessary, that the 
effort would be worth a lot to the 
industry of which 1 am a part and to 
the public as well. So I made the 
break. 

There was practically no knowl- 
edge of noise suppression available 
at the time. The whole effort meant 
the heart-breaking job of pioneering 
—pioneering in the laboratory, in the 
factory, in the field of installation, and 
in the education of the public and the 
radio field in general. 

First step was to set up a noise 
laboratory. This was done. All 

. . undertook, singledianded in 1928, the herculean, 
thankless lask of enlisting active supjiort of several 
industries intimately involved but only casually concerned"' 
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Knls uf noisy apparatus was run 
down, then efforts made to fiSter it. 
Some machines filtered easily. Many 
were stubborn. Finally, however, 
enough progress had been made along 
the mare common problem lines to 
make the design of apparatus worth 
white for production. 

I'n hiu Wouldn't Pay 

Then came the effort to put over the 
idea to the public. I was: naive 
enough back in 1928 to believe that 
the general public, once cognizant of 
die cause of their radio noises, would 
pay for filters to put on the offending 
apparatus. So on went the campaign. 
I lard earned cash was spent for radio 
broadcasts. Questionnaires were sent 
to thousands of listeners. Local 
radio clubs made surveys. A tre- 
mendous amount of information was 
compiled. 

But filters did not sell to any great 
degree. Everyone seemed to figure 
diat since the fellow next door was 
making noise that he should stop it 
first. And you can imagine how 
Hindi stopping was done under those 
circumstances. 

It was then obvious that a long 
campaign was needed. \'o single con- 
cern could have undertaken this job. 
But a coalition of all the various 
groups in radio would have made such 
a drive effective. Could their cu- 
operation be obtained? No! They 
were like the man in the neighbor- 
hood who wanted to let Johnny-Next- 
llnur do the job. 

Anything Can Ua Fillereil 

Finally, after several years of hard 

effort, with thousands of dollars spent, 
I dropped my educational campaign. 
We did continue our engineering, 
working, on a limited number of jobs, 
and today we are proud to say that 
our engineers have so much expert 
knowledge on radio noise that they 
can effectively stop any noise problem 
that comes from man-made apparatus. 
But making noise filters is but a mi- 
nute part of our regular business. 

Now the very fact that this offense 
unto radio lias been allowed to con- 
tinue is an indictment of the radio 
business as it stands today, an indict- 
ment for a quality which not a single 
successful manufacturer or station 
operator would allow around his plant 
for a minute . . . slovenliness. For 
it is certainly slovenly to allow what 
might be described as a dirty condi- 
tion of radio reception to continue, 
affecting as it does broadcasting and 
set sales, when such a condition could 
be cleaned up. 

This sloveiibness, in fact, ap- 
proaches dishonesty when we consider 
the free and easy promises of radio 
salesmen who have put thousands of 
sets into homes with talk of high 
quality reception when everyone 
knows that man-made static raises hob 
with reception. In every city there 
arc dozens of neighborhoods where 
decent radio has never been heard. 

And it is not only the big cities 
that suffer. In many country neigh- 
borhoods it is just as bad because 
there are no powerful stations nearby. 
That means turning the sensitivity 
way up for reception and thereby 
bringing in all kinds of locally-gen- 
erated noises. 

Enough for the salesmen. 

Sal Makers Must Lead 

Now, the set manufacturers are 
maintaining expensive laboratories to 
improve bit by bit every year the 
quality of their sets. Yet one lone 
noise-maker in a neighborhood can 
reduce the effectiveness of that engi- 
neering by fifty to one hundred per 
cent. 

The manufacturers advertise to get 
good-will. But what about the ill will 
generated by the listener who, as he 
finally in exasperation turns off his. 
set. reads the manufacturer's name 
gaily looking out at him from the 
dial? He unconsciously associates 
annoyance and disappointment with 
the name of that set. Now both 
these things are pretty expensive 
losses to the manufacturers. Add to 
that the fact that with a real reduc- 
tion in radio noises more sets would 
be sold, and particularly more high 
quality sets which arc where the real 
profits are made, and the manufactur- 
ers' stake in this problem is apparent. 

litoadc.asteTS Can Help 

The radio networks and radio sta- 
tions face a similar situation. "1 can 
never get that damned WXYZ be- 
cause of the noise!" is a familiar 
enough statement. To he sure it isn't 
the station's fault, but like the set 
manufacturer the station gets the 
blame. The listener doesn't know 
anything about the noiscmakers in 
between bis set and the station. Radio 
to him is simply a certain station and 
his radio set. If the combination 
doesn't work then he damns either 
the station, or the set, or both. 

Did you ever sec a radio station 
owner in Washington seeking more 
power? No effort is considered too 
great, because higher power means a 
bigger audience, and a bigger audi- 
ence is something to sell the adver- 
tising agencies so that higher rates 
and more profits can he obtained. 
Noise elimination would immediately 
increase listening interest, which is all 
the radio station has to sell the ad- 
vertiser. 

Promotion Essential 

Now Surely all these groups have a 
great and common cause for action. 
The engineering knowledge is avail- 
able. I f the radio stations would 
hammer home regularly explanations 
of radio noises and how they can be 
cured, if the set manufacturers would 
organize a fund to carry out this edu- 
cational process in other directions, a 
public demand soon would arise for 
a cure for freedom from the slavery 
of radio noises. 

Forced to do something about man-made noise Intertering with radio reception in 
its police cars, the City of Newark is sharing expense of a 6-months survey requir- 
ing the employment of 45 licensed radio operators and engineers with the Federal 
work Progress Administration, plans to have City officials sell residents the idea of 
silencing offensive electrical equipment after it is run down. 
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After seeing the new Leonard" with 

its Master Dial and the program back 

of it—Leonard distributors signed 

orders for shipment during January 

and February which equalled 

50% of the entire 1936 volume. 

This is especially noteworthy 

because in 1936 Leonard had the 

greatest percentage increase in 

sales among leading manufacturers 

in the industry. 

1937 will be Leonard's greatest 

year! The Leonard Master Dial 

will lead the way! 

LEONARD REFRIGERATOR 

DIVISION OF NASH-KELVINATOR CORPORATION ■ DETROIT, MICHIGAN 



DISPLAY MANAGEMENT 
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THE TAKE OFF—Les Ruble's Spar- 
tan canivmi pulls away from Houey- 
man Hardware, Portland, Oregon 

distributor 

THE OPEN ROAD—5,399 ft. up, crossing 
Dooley Peak, enroulc to distant dealers, 

Les plays "I Love Mountain Music"! 

SPARTOH 
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FIRST STOP—The trailer 
pulls up at dealer Lester 
Ireland's in Hilsboro, brings 

him out a'riinning 

PORTLAND, ORE.—Puzzled are 
the industry's interestino; fact-record- 
ers who strive to decide just who 
thought of this trailer selling business 
first ... a dealer, distributor or 
manufacturer. We decline to become 
embroiled, report simply that the fame 
of the motor caravan as a sales booster 
spreads like wildfire, floods us tem- 
porarily (and we love it!) with good 
news and good photographs. 

Latest convert is Les Ruble, Sparks 
Withington representative, who burns 
up gas burning up Pacific-Northwest 
roads in the interests of Honeyman 
Hardware. Seattle Radio Supply and 
Jensen-Byrd. Says Les, submitting the 
reproduced pictures of his trailer in 
action: "Have been out working with 
dealer; for the past seven weeks and 
nary a drop of rain. (We looked for 
a California dateline!—Ed.) This is 
certainly an efficient and effective way 
to bring our wares to dealers in outly- 
ing districts and many who have not 
already hitched a wagon to their car 
to sell the consumer in turn are now 
thinking seriouslv about doing it." 

ffiBI' 

yB 

MORE OF THE SAME — 
Swinging in at John Day 
Hardware's. This dealer, in- 
cirienlally, sells many sets to 

Pinte Indians 

PAGE 30 RADIO RETAILING, JANUARY, 1937 



ADVERTISING SELLING 

Pi 
u 

MIDGETS ALA SKYSCRAPER—What to »Io about a mer- 
ehandisc-obscurin^ pillar In the center of the show-window? 
Atlas of Chicago made an asset out of a liability by add- 
ing shelves, inserting table models. The effect is so good 
there may soon be a demand for artificial pillars! 

For The Dealer Who Broadcasts 

SPRINGFIELD, MASS.—Writes S. 
M. Boyd, sales manager for Collins 
Electric: 

"Here is a merchandising idea on 
radio that might be of interest to your 
readers. 

"Several months ago, we were search- 
ing for some way to stimulate our radio 
sales. Trade-in allowances, premiums, 
terms, low price—all had lost their ef- 
fectiveness because everyone was using 
these appeals continually. We wanted 
to do something different, something 
that would get attention and sell radio 
sets in volume. 

"Finally, while reviewing a volume on 
Salesmanship, I came across this state- 
ment '60% of all sales are made by an 
appeal to an emotional sense'. How 
•rue that was, and especially true of 
radio, which is not an absolute neces- 
sity. We had to give our potential cus- 
tomers an excuse for trading in their 
old radio, and that excuse should, it 
possible, appeal to an emotional sense 
rather than common sense. 

"We engaged Kay Fayre, who has 
often been called 'New England's Song 
Sweetheart,' and took a fifteen minute 
spot on our local radio station follow- 
ing a popular national hour, thus secur- 
ing for ourselves a large, ready-made 
listening audience. 

"The attached continuity of our No- 
vember 9tli program is self explana- 
tory ; 

For the next fifteen minutes tile Collins 
Electric Company, the big electrical store on 
Worthlngton Street, invites you to listen to 
Kay Fayre, New Englaml's Song Sweetheart. 
THEME SONG: When It's Lamp Lightin* 
Time in the Valley. 
ANNOUNCER; Next week you will hear on 
this program with Miss Fayre a surprise 
(Juest Artist. Plan to listen in next Monday 
at the same time. Right now it's "Me and 
the Moon". 
SELECTION; "Me and the Moon." 
ANNOUNCER: It is estimated that over 
eight million persons will buy new radios 
this year. The reason for this great buying 
trend is first, prices are lower than ever 
before and second, vastly improved features 
more than double the entertainment value 
of a new radio. Two outstanding examples 
are the Philco Spread Dial which brings in 
twice the foreign stations, and Focused Tone, 
the General Electric feature that makes a 
radio so easy to tune that even a child can 
operate it. 

All this week Collins Electric will feature 
these famous radios at exceptionally low 
prices. Your old set will be accepted as 
full down payment—then nothing to pay 
for thirty days. 

As little as ten cents a day buys a new 
Philco or General Electric radio at Collins 
Electric. 

Now Miss Fayre will sing one of America's 
most popular song hits "A Star Fell out of 
Heaven". 
SELECTION: "A Star Fell Out of Heaven." 
ANNOUNCER: All radios traded in at 
Collins Electric toward new sets are repaired 
and given to Miss Fayre to lie presented 
free of charge to some sick shut-in or un- 
fortunate family that would otherwise be 
unable to afford one. 

Among the families who received a recon- 
ditioned radio from Miss Fayre and the 
Collins Electric Company last week was one 
1 am sure you would be interested in hearing 
about. 

Kay, will you read the letter you received 
from Mrs. Beusee? 
KAY FAYRE: Surely, Vernon. I have it 
right here. 

Dear Miss Fayre: 
1 just can t express in w-ords how 1 felt 

when the radio you sent was delivered. It 
is going to mean so much to us. As you 
know, my husband has not had steady work 
for over four years and was in the hospital 
for fifteen weeks this summer so of course 
we couldn't buy one. 

If you could let me know who turned in 
the set I got. I'd like to write them a letter 
and thank them too. 

Gratefully yours. 
Mrs. A. G. lieu see. 

KAY FAYRE: My friends, this family is 
lypieal of many In the city who have 
nothing but the barest necessities of life. 

When you buy a new radio, wouldn't you 
rather get it from Collins Electric, knowing 
that the old set you turn in will bring a 
little happiness to someone else? 

Now may I sing a request number en- 
titled "The Stars Weep"? 
SELECTION: "The Stars Weep". 
ANNOUNCER: If you would like to appear 
on this program with Miss Fayre as a guest 
artist, file your request for an audition at 
Collins Electric on Worthington Street. The 
name of our next song is "I Wished on the 
Moon". 
SELECTION: "I Wished on the Moon". 
ANNOUNCER; There is always a greater 
assortment of radio models on display at 
Collins Electric, where trade-in allowances 
are guaranteed to be as large or even larger 
than elsewhere. As we bring this quarter 
hour of song to a close, may we invite 
you to be with us next Monday at. ten 
o'clock to hear our Guest Artist program? 
CLOSING THEME: "When Day is Done". 

"Thus we solved three problems at 
once by increasing store traffic; by 
selling a volume of radio sets: and by 
disposing of trade-ins in a worthwhile 
manner that has built for our store a 
tremendous amount of good will worth 
far more than the value of the old 
sets. And, needless to say, we all feel 
pretty good to be able to do our bit in 
brightening the lives of folks less 
fortunate than ourselves. 

"The promotion as a whole has been 
tremendously successful from all angles 
and we plan to continue it right through 
the radio season." 

r 

PENCIL WITH A POINT—Cen- 
eral Electric dealers are enllmsi- 
astic about this new selling tool 
whose barrel rotates to show at a 
glanec 17 features of specific 
models 

A 
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MOBE POWER COMPANY 
PROMOTION — Here's liie 
particularly effective window, 
designed to dramatize all- 
wave reception, installed in 
the Potomac Electric Power 
Company (Washington, D- 
C.) Building last month for 
dealer members of the Elec- 

tric Institute 

m- 
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Make Service 

Sell Sets 

ALAMEDA, CALIF.—An unusual 
type of repair loan service produces a 
large volume of new radio business 
for Franck's Music and Electric Shop. 

Like many others, this store loans 
sets free of charge to customers who 
are having their old machines repaired. 
But this company goes to greater than 
usual length to make the loaner yield 
a new machine sale. 

Before, the loan machine is taken 
out, the customer's original set is ex- 
amined, his home looked over and his 
buying power analyzed-—all in relation 
to the possibilities for making a new 
machine sale. It the old machine is in 
bad shape and indications are that tire 
customer is in a position to buy a new 
one, the "ioaner" used is a first-class, 
late model demonstrator of a type 
which is most likely to appeal to the 
individual in question, 

If a customer's home and position 
are such that ire would he likely to buy 

a high-priced console model, a machine 
of that type is taken out. On the other 
hand, if the prospect falls in the lower 
price bracket, a less expensive machine 
would be sent out on loan. Of course, 
in either case, the reliability of the 
individual has to be verified before the 
loaner delivery is made. 

The repair on the old machine is 
gone ahead with Just as if the com- 
pany had no idea, of selling a new 
machine. If the new unit is sold, the old 
machine is reconditioned and made 
ready for re-sale. If not, it is in readi- 

ness for scheduled delivery. But, before 
delivery of the old machine is made, 
some excuse is made to call back at 
the home and find out how the customer 
likes the late-model demonstrator. If 
she is pleased with it, an effort is made 
to close the sale. If the deal can't be 
made immediately, delivery of the old 
machine is sometimes delayed a bit or 
again, the old unit may be put back 
in for contrast with the new one. The 
exact procedure depends on the indi- 
vidual case. 

Service is thus made to sell new sets. 

Sells By (Comparison 

MILWAUKEE—High-spot of the 
radio shows held recently by depart- 
ments of the three Schuster stores was 
a direct, deliberate comparison of 1927 
radios with new 1937 models. At reg- 
ular intervals salesmen in each of 
these stores compared two typical sets 
of these years for appearance, con- 
venience and reception. 

The Schuster shows are credited with 
a tripling of set sales over last year, 
were advertised by mail circular to a 

list of old customers and new prospects. 
Another dramatization of 1937 set 

virtues was a lecture given at stated 
intervals by a salesman on the subject 
of shortwave reception. The lecturer 
told what could be heard in normal loca- 
tions, how to tune, how to erect suit- 
able antennas and answered questions 
asked by his audience. Each person 
attending was given a free shortwave 
log book. 

The shows lasted three davs. 
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THE W INN All I—Copping first prize in the 
Fischer-Aeschbach Fada window display 
contest, this setup hy Frank's Music and 
Radio, Cincinnati, illustrates an effective 
met hod of featuring radio, refrigeration, 
ranges and washers behind a single pane 
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PARTS MAKERS FORM NEW CORPORATION 

TO RUN TWO 1937 TRADE SHOWS 

Sales Managers Club and RMA Sponsorship Indicated. Shure, Williarns, Moss, 
Berard on Board. Ha+haway to Manage 

CHICAGO—In October both ' 
the Institute of Radio Service Men and the 
Radio Manufacturers Association appeared 
ready to assume responsibility for separate 
parts shows to be held in New York and 
Chicago during 1937. Cooperation with the 
latter organization by the Institute of 
Radio Engineers seemed possible. 

Parts makers have now, however, taken 
this job off the hands of both organiza- 
tions by forming a corporation known as 
Radio Parts Manufacturers National Trade 
Shows, Inc., whose sole purpose during the 
year now beginning will be to stage a show 
at the Stevens, Chicago, June 10-13 and 
another at a New York hotel not yet 
selected, October 1-3. RMA sponsorship is 
indicated and Kenneth A. Hathaway has 
been named managing director, 

S. N. Shure of Chicago has been elected 
president of the new corporation, will work 
on the Board of Directors with Fred D. 
Williams of Philadelphia, Arthur Moss and 
A. A. Berard of New York. An announce- 
ment from the management says that the 
annual RMA convention may be held at 
the Stevens Immediately preceding the 
parts show there, that the Sales Managers 
Club. Institute of Radio Service Men and 
"Tbc Representatives" will definitely meet 
at the time of the show in the same hotel. 

No mention is made of the IRE. 

Shure Heads Shou 
Group 

m 

S. N. Shure, microphone manufac- 
turer who is the newly elected presi- 
dent of the Radio Parts Manufac- 
turers National Trade Show, Inc. 

TUBE PRICES RISE II PER CENT 

RCA and Raytheon Executives Attribute Rise to Increased Manufacturing Costs, 
Point to Increased Dealer Profit Possibilities 

NEW YORK—Verifying rimiors con- 
cerning a probable increase in receiving 
tube prices two companies bad made state- 
ments to the press as this issue of Radio 
Retailing closed. From Eugene M". Deacon, 
general sales manager of the RCA Radio- 
tron Division, the following advice was 
received; 

"After years of steadily declining prices, 
the RCA Radiotron Division of the RCA 
Manufacturing Company has announced 
an increase in the prices of practically 

all types of radio receiving tubes, effective 
January 2. It is pointed out that the large 
number of different types of tubes, for 
many of which there is now only a limited 
demand because of the obsolescence of the 
radio sets in which they are used, and 
mounting material and labor costs have 
made a complete review of costs necessary, 

"Newly annousiccd prices, which repre- 
sent an over-all increase of 11 per cent, 
will be welcomed by radio dealers and 
radio service engineers as a step in the 

right direction of increasing dollar unit 
sales on radio tubes from the all-time low- 
to which they had fallen." 

Front Earl S. Dietrich, manager of the 
Raytheon Production Corporation's dis- 
tributor sales, the following was received: 

"Raytheon has believed for a long time 
that radio tube list prices have been too 
low to permit a proper profit for the dis- 
tributor, dealer or serviceman. Going back 
to April 1, 1935, Raytheon advises its 
distributors: "Raytheon believes that the 
jobber and the dealer must be given a fair 
margin of profit and that this margin can 
be obtained only through higher and not 
lower list prices.' I firmly believe radio 
tube distributors, dealers and servicemen 
will welcome the new higher prices. They 
should result in greater profits to all 
concerned in the sale of receiving tubes 
during 1937. 

"Price modifications are the result of 
changes in type costs due to increased 
material and labor costs, variations in the 
proportional demands for the different 
types and need for additional revenue for 
every branch of the tube business. Some 
type prices remain unchanged but there 
has been an appreciable increase on most 
Raytheon types," 

Stewart-Warner Opens 
New Branch 

CHICAGO—Stewart-Warner has an- 
nounced the opening of a new factory 
branch at 2545 South Michigan Avenue, 
to serve the northern Illinois and Indiana 
territories. It will operate under the name 
of Stewart-Warner Distributors Company. 

The building, fronting 70 feet on Michi- 
gan Avenue, containing 12,000 sq. ft. of 
floor space, is one of the most beautiful in 
the Midwest. Several complete displays 
of radio and refrigeration, showing the 
entire available group of models, are to be 
installed. 

Thomas H. Maginnies, for the past ten 
years district manager in this territory, 
will manage the new organization. 

Cook Heads New Fairbanks 
Deparfment 

SAN FRANCISCO—A special depart- 
ment has been set up in the Fairbanks- 
Morse San Francisco organization, to be 
known as the Home Appliance Depart- 
ment. R. A, Cook will he in charge. 
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W. PAUL JONES, general manager 
of the Fairbanks, Morse Home Ap- 
pliance Division, points with pride to 
the new refrigerator's features 

FAIRBANKS, MORSE INTRODUCES 

MORE LIBERAL FINANCE PLAN 

Dealers Gel Free Refrigeration Floor Planning. No New 
Radio Models Due Until May 

IX DI AX A POL IS—One of the most 
liberal financing plans to date was rattled 
out of the box by \V. Paul Jones, general 
manager of the home appliance division of 
Fairbanks, Morse & Co. at that firm's un- 
veiling of 1937 refrigerator models in In- 
dianapolis, December 17. Born of the 
FHA discovery that major appliance pur- 
chases are <1 ggoiied good risks, Jones laid 
these features before the 300 distributors 
present: 

(1) Dealers got free floor planning on 
refrigerators for 90 days—January, Feb- 
ruary and March. 

(2) Dealers have privilege of limiled re- 
course plan in 1937. l-dr $5 extra price 
the dealer is free of liability after customer 
makes first four payments. Details of plan 
entail a buying hack of repossessed Ixtxes 
bv distributors. 

Second feature of 1937 Fairbanks-Morse 
merchandising is a series of formal shows 
to be staged through distributors to give 
dealers a chance to hear the complete story 
of the line. Coincident with this selling 
activity, a first national distributors re 
frigeralion and home laundry equipmem 
service school will be held in Indianapolis 
January 19-22. according to George II. 
Glassman, service manager. 

In the radio division new models will not 
be shown until May, Parker H. Erickseu 
announced. 

New Fairbanks-Morse people to make 
their bow were John S. Garceatt, advertis- 
ing manager, an old Ketvinator man, Fred 
H. Parrish, chief engineer in laundry equip- 
ment, and Paul Eckstein, new assistant 
manager, formerly with the radio division 
i>£ General Electric Company. 

sr W 
jf- 

* & 

mm 
JOHN S. GARCEAU, advertising 
manager. To him, his assistant Paul 
Eckstein and our subscribers we 
humbly apologize for printing a Gar- 
ceau caption under an Eckstein pho1© 
on page 38 of our December issue 

II 

PARKER H. ERICKSEN. snapped b/ 
Radio Retailing's candid camera- 
man, as he announced "No new 
radios until May" from the conven- 
tion platform 

RCA VICTOR ANNOUNCES 17 NEW MODELS 

Joyce Outlines Advertising Plans, Has Great Hopes For Company-Sponsored 
Metropolitan Opera Broadcasts 

CAM I) EX—RCA Victor opened up its 
new-year selling campaign with an an 
iKjunccment of seventeen new radio mod- 
els. including four auloraobite radius, 
ranging in price from 132.95 to $154.95. 
according to an announcement by Paul 
C. Richardson. Manager of RCA Victor's 
Radio and Phonograph Division. Says 
Richardson: 

"The new models received an enthusi- 
astic reception from RCA Victor whole- 
sale distributor# in advance showings 
which took place in various parts of the 
country. Wholesalers heartily acclaimed 
the selling potentialities, and backed up 
their opinions by large orders for the new 
merchandise which exceeded by far the 
most optimistic advance estimates." 

Thomas !•'. Joyce. Advertising Manager, 
aunoimced preparation of an outstanding 
program of advertising and sales promo- 
tion for the new models, which includes 
magazines, cooperative newspaper adver- 
tising, coast-to-coast "Magic Key" Radio 
program. 

Said Joyce: "When $500,000.00 worth 
of Metropolitan Opera broadcasts go on 
the air—that's front-page news! Every 
paper in the land features the story, and 
there's rejoicing by millions of music- 
lovers in every corner of America—for 
the Metropolitan is the world's most 
famous operatic organization. 

"It's even bigger news for RCA Victor 
Dealers! The 14 big Saturday afternoon 
broadcasts arc RCA-sponsored, coasl-to- 
coast, to a ready-made audience of over 
10,000.000 people. These 10,000,000 will 
bear strong selling messages—throughont 

three full hours, every Saturday—urging 
them to buv the merchandise the Dealer# 
sell. 

"Eut RCA Victor has gone a step 
{tether. RCA Victor lias built a Dealer 
tie-in merehandising program which will 
send buying prospects lo thousands of 
stores. More than 500,000 good prospects 

j arc guaranteed lo RCA Victor Dealers 
in the first three months of 1937. They 
will call lo get free copies of a haudsome, 
32-page book—virtually a handbook of the 
opera, and almost an essential to one's 
fullest enjoyment of the broadcasts. 

"The plan, in addition to building store 
traffic, assures sales-making demonstra- 
tions." 

Richardson's new-Hue announcement 
points out ibat both chassis and the cab- 
inetry of the new models arc the direot 
result of an extensive survey made among 
the retail trade and consumers. Over 
1.4110 Dealers and 10,000 consumers par- 
ticipating in the survey gave their ideas 
on features most in demand, and as a re- 
sult the thirteen new home receivers have 
lighter cabinet finishes, more curves in 
cabinet-design, greater iudividualily of 
character, model for model. 

NEW S.M. FOR STANLEY 

ST. LOUIS—William Gaston has been 
named sales manager for ibe Statdey Dis- 
tributing Corp., Crosby distributor. Gas- 
ton is well known in the St. Louis terri- 
tory. 
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Three G-E Men 
Advanced 

Ernest H. Vogel, formerly sales man- 
ager of the G-E radio division, has 
been appointed manager of this di- 
vision of the company's appliance 
and merchandise department, ac- 
cording to P. B. Zimmerman, general 
sales manager of this department. 

WEBSTER-CHICAGO STARTS 
NEW PLANT CONSTRUCTION 

CTirCAGO—To provide increased fa- 
dlities lor the inaiuifactnre of Webster- 
(.'hicago itroducts construction lias been 
started on a new factory located on Rlooin- 
ingdalc St. at Central Avenue. Ground 
was broken on November 30 and (he new 
plant, scheduled for completion April 1. 
will be a single-story structure with ap- 
proximately 50,0(10 sq. ft. of floor area and 
its own railroad siding. 

This move, according to vice-president 
John ErwoodL conies in the twenty-third 
year of his company's operation. 

A d miral U ps Cl ippinger 

J. H. Clippinger, former Confinenfal 
Radio & Television Corporafion, 
Michigan, Ohio, Pennsylvania and 
West Virginia district manager, who 
on January 1 assumed new duties as 
vice-president in charge of sales and 
advertising 
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Ralph J. Cordiner, formerly manag3r 
of the General Electric Compan/'s 
radio sales division, has been ap- 
pointed assistant manager of ihe 
appliance and merchandising depart- 
ment, which includes the radio sa'es 
division, household appliance sa'es 
division, specialty appliance sales di- 
vision and the construction material 
sales division. In this importani 
post, vacant since December, 1933, 
Cordiner reports directly to vice- 
president Charles E. Wilson 

Kennedy Joins 
Triumph 

& 

J. P, Kennedy, former account execu 
tive for The Fensholt Comp ny. 
Chicago, has been named sales and 
advertising manager of the Triumph 
Manufacturing Company. Jim wa-. 
for years a leading South Bend, Indi 
ana, independent serviceman. A 
graduate of Notre Dame, he lafe* 
became advertising and service man 
ager of a wholesale radio parts 
house. While with Fensholt he pre 
pared advertising for the All-Star, 
Junior campaign, later worked close!/ 
on merchandising matters with Thor- 
darson, Burgess, Belmont, Aladdin 
and Continental Carbon 
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C. M. Wilson, formerly G-E radio 
sales manager for the Middle Atlan- 
tic District, has been made sabs 
manager of the radio division, ac- 
cording to manager Ernest H. Voge! 

ARLAB BUYS BARITONE 

CHICAGO—The Arlab Manufacturing 
Ciimprjiiv, magnetic and dynamic speaker 
manufacUircr recently renting the factory 
formerly ocenpied by the Andiola radio 
plant at 430 South Green St,, has pur- 
chased through the U. S. District Court 
the goodwill, trademarks, patents, etc., of 

Manufacture of items formerly made by 
Baritone will be continued, under the di- 
rect supervision of Walter J. Pa redes, 
former chief engineer. 

Radelma Company Formed 

NEW YORK—Harry A del man, well 
known in the radio field, has formed the 
Radelma Company, with offices at 16 Mud- 
son Street. The concern will function as 
an export buying office for foreign im- 
porters desirous of acquiring American- 
made radio parts and accessories. 

Silent Radio Chief 

William T. McNaboe, former Gen- 
eral Electric man, who now directs 
national sales and promotion of Dic- 
tograph's new "silent radio" 
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Stewart-Warner Adman 
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C. C. De Wees, assisfant advertising 
manager for Stewart-Warner since 
1935, now steps up as advertising 
manager of the radio and refrigera- 
tion divisions, F. R. Cross continues 
as general advertising manager of 
the parent company 

FADA UPS LYONS 

LONG ISLAND CITY, N. Y.—J. M. 
Marks, general manager, advises that 
George A. Lyons, who Joined the Fada 
Radio and Electric Company several 
months ago, leaving Atwater Kent, will 
henceforward work directly with Fada 
dealers and distributors in the North 
Central states. 

Joseph Gerl, who has been handling 
Fada interests in the midwest, severs 
his connection to concentrate on refrig- 
eration. 

Electronic Appoints Gerber 

BOSTON—Harry Gerber, long experi- 
enced in the sale of replacement vibrators, 
has been reappointed New England repre- 
sentative for Electronic Laboratories, Inc. 

BIG CONVENTION MONTH FOR SPARTON 

"Old Timers" Meet January 5. Distributors Confer January 18. See New 
Refrigerator Line January 22-23 

JACKSON, MICH.—On January S 
Sparton "Old Timers", men who have been 
with the Sparks-Withington Company five 
years or more, meet for their annual 
banquet, presided over by Captain William 
Sparks, who informs us that more than 
1,000 qualify. 

On January 18 Sparton distributors ar- 
rive at Jackson for a factory sales con- 
ference, stay for the convention set for 
the Hotel Hayes on January 22 and 23. 
At this time the completely redesigned 
Sparton line of electric refrigerators is 
to he shown. The plant is now in produc- 
tion and distributors are assured of quan- 
tity deliveries immediately upon their re- 
turn home. Sparton, it is reported, has 
practically no held-over inventory of 1936 
refrigerators. Nor have its distributors 
any appreciable stocks of last season's 
models. 

Immediately after the convention at 
Jackson regional sales meetings are to be 
conducted in all parts of the country by 
Arthur T. Haugh, general sales manager, 
F.. T. R. Hutchinson, Marley Walt, M. F. 
Bickford and other factory executives. 

Ciarostat Decal Clicks 

BROOKLYN, N. Y.—Decalcomanias in 
green, black and gold, furnished by the 
Ciarostat Manufacturing Company to its 
jobbers for distribution to dealers are in 
considerable demand. They bear the words 
"Authorized Dealer." 

NEUMULLER HEADS I.A.E.L 

NEW YORK—Ralph Neumulier, ex- 
ecutive vice-president of the Electrical 
Association of New York, has been elect- 
ed president of the International Asso- 
ciation of Electrical Leagues. 

Boston Dealers Turn Out For Stewart-Warner 
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Has New Job in Chi 

Hunt-Marquardf, Boston distributor for Stewart-Warner, exhibited the new refrigera- 
tor line at the Hotel Kenmore late last month; let 500 dealers attending sit in on a 
special broadcast by Horace Heidt and his orchestra, transmitted from coast 
to coast 

I 

W' 

Interested in radio as a hobby and a 
business, man and boy, for the past 
26 years, Ross R. Howard now heads 
RCA Distributing, Chicago 

FOUR RCA MEN IN NEWS 

CAMDEN—Ross R. Howard, who has 
for some years served as sales manager 
for the RCA Victor Distributing Corpora- 
lion of Chicago, now heads the concern 
as its president, succeeding Charles Mason, 
resigned. Prior to his association with 
RCA, Howard was associated with his 
brother, Austin A., in the formation of 
Howard Radio. He was, at one time, 
head of the Zenith Radio Distributing 
Company of Chicago. 

H. S. Maraniss has been placed in charge 
of RCA Victor record advertising and 
promotion, under the supervision of Thom- 
as F. Joyce, advertising manager of the 
RCA Manufacturing Company. 

W. H. Kelley, formerly attached to the 
New York office, has been assigned to 
the Chicago district. L. K. Roth, former- 
ly engaged in special sales merchandising 
activities, takes his place in the East. 

Emerson Display Clicks 

NEW YORK—The Emerson Radio and 
Phonograph Corporation advises that a dis- 
play created by Lewis E. Staar, on the 
sales staff of The Schoeilkopf Co., Emer- 
son distributor in Dallas, proved so effec- 
tive that it was used at three special show- 
ings. 

It was installed at the Eastland County 
Fair, September 16 to 19; in a special show 
window for Lee Super Service, Cisco, Sep- 
tember 20 to October 3, and at the Rising 
Star Fair, October 8 to 10. 

Numerous dealerships were opened as a 
result of these showings and an increasing 
volume of sales in this territory is reported. 
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Ernesf H. Vogel, formerly sales man- 
ager of fhe G-E radio division, has 
been appointed manager of this di- 
vision of the company's appliance 
and merchandise department, ac- 
cording to P. B. Zimmerman, general 
sales manager of this department. 

WEBSTER-CHICAGO STARTS 
NEW PLANT CONSTRUCTION 

CHICAGO—To provide increased fa- 
cilities for the manufacture of Webster- 
Chicago products construction has been 
started on a new factory located on Bloom- 
ingdalc St. at Central Avenue. Ground 
was broken on November 30 and the new 
plant, scheduled for completion April 1, 
will be a single-story structure with ap- 
proximately 50,000 sq. ft. of floor area and 
its own railroad siding. 

This move, according to vice-president 
John Krwood. comes in the twenty-third 
year of his company's operation. 

Three G-E Men 
Advanced 

A dmiral U psClippinger 

m- 

J, H. Clippinger, former Continental 
Radio & Television Corporation, 
Michigan, Ohio, Pennsylvania and 
West Virginia district manager, who 
on January I assumed new duties as 
vice-president in charge of sales and 
advertising 

Mft* 
-A, 

Ralph J. Cordiner, formerly manager 
of the General Electric Company's 
radio sales division, has been ap- 
pointed assistant manager of the 
appliance and merchandising depart- 
ment, which includes the radio sa'es 
division, household appliance sa'es 
division, specialty appliance sales di- 
vision and the construction material 
sales division. In this importanh 
post, vacant since December, I93D, 
Cordiner reports directly to vice- 
president Charles E. Wilson 

Kennedy Joins 
T riiimph 

J, P. Kennedy, former account execu 
tlve for The Fensholt Comp ny. 
Chicago, has been named sales and 
advertising manager of the Triumph 
Manufacturing Company. Jim wa". 
for years a leading South Bend, Indi 
ana, Independent serviceman. A 
graduate of Notre Dame, he late- 

became advertising and service man 
ager of a wholesale radio parts 
house. While with Fensholt he pre- 
pared advertising for the Ail-Star, 
Junior campaign, later worked closely 
on merchandising matters with Thor- 
darson, Burgess, Belmont, Aladdin 
and Continental Carbon 

f: -r*- 

C, M. Wilson, formerly G-E radio 
sales manager for the Middle Atlan- 
tic District, has been made saHs 
manager of the radio division, ac- 
cording to manager Ernest H. Voge! 

ARLAB BUYS BARITONE 

CHICAGO —The Arlab Manufacturing 
Company, magnetic and dynamic speaker 
maniifacturer recently renting the factory 
formerly occupied by the Audinla radio 
plant at 430 South Green St., has pur- 
chased through the U. S. District Court 
the goodwill, trademarks, patents, etc.. of 

Manufacture of items formerly made by 
Baritone will be continued, under the di- 
rect supervision of Walter J. Paredcs, 
former chief engineer. 

Radelma Company Formed 

NEW YORK—Harry Aclelman, well 
known in the radio field, has formed the 
Radelma Company, with offices at 16 Hud- 
son Street. The concern will function as 
an export buying office for foreign im- 
porters desirous of acquiring American- 
made radio parls and accessories. 

Silent Radio Chief 

* 

William T. McNaboe, former Gen- 
eral Electric man. who now directs 
national sales and promotion of Die 
tograph's new "silent radio" 
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Stewart-Warner Adman 

■4^ 
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C. C. De Wees, esslstant adverfising 
manager (or Stewart-Warner since 
1935, now steps up as advertising 
manager of tlie radio and refrigera- 
tion divisions. F. R. Cross continues 
as general advertising manager of 
the parent company 

FADA UPS LYONS 

LONG ISLAND CITY, N. Y.—J, M. 
Marks, genera! manager, advises that 
George A. Lyons, who joined the Fada 
Radio and Electric Company several 
months ago, leaving Atwater Kent, will 
henceforward work directly with Fada 
dealers and distributors in the North 
Central states. 

Joseph Gerl, who has bear handling 
Fada interests in the midwest, severs 
his connection to concentrate on refrig- 
eration. 

Electronic Appoints Gerber 

BOSTON—Harry Gcrbcr, long experi- 
enced in the sale of replacement vibrators, 
has been reappointcd New England repre- 
sentative for Electronic Laboratories, Inc. 

BIG CONVENTION MONTH FOR SPARTON 

"Old Timers" Meet January 5. 
Refrigerator Line January 22-23 

Distributors Confer January 18. See New 

JACKSON, MICH. On January 5 
Sparton "Old Timers'', men who have been 
with the Sparks-Withington Company five 
years or more, meet for their annual 
banrpiet, presided over by Captain William 
Sparks, who informs us that more than 
1,000 qualify. 

On January 18 Sparton distributors ar- 
rive at Jackson for a factory sales con- 
ference, stay for the convention set for 
the Hotel Hayes on January 22 and 23. 
At this time the completely redesigned 
Sparton line of electric refrigerators is 
to be shown. The plant is now in produc- 
tion and distributors are assured of quan- 
tity deliveries immediately upon their re- 
turn home. Sparlon, it is reported, lias 
practically no held-over inventory of 1936 
refrigerators. Nor have its distributors 
any appreciable stocks of last season's 
models. 

Immediately after the convention at 
Jackson regional sales meetings are to be 
conducted in all parts of the country by 
Arthur T. Haugb, general sales manager, 
E. T. R. Hutchinson, Harley Wall, M. F. 
Bickford and other factory executives. 

Clarostat Decal Clicks 

BROOKLYN, N. Y.—Decalcomanias in 
green, black and gold, furnished by the 
Clarostat Manufacturing Company to its 
jobbers for distribution to dealers are in 
considerable demand. They bear the words 
"Authorized Dealer," 

NEUMULLER HEADS I.A.E.L. 

NEW YORK—Ralph Ncnmuller, ex- 
ecutive vice-president of the Electrical 
Association of New York, has been elect- 
ed president of the International Asso- 
ciation of Electrical Leagues. 

Boston Dealers Tarn Out Bor Stewart-Warner 

I ■Off C-:* S3 
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Has New Job in Chi 

■■ ' 
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Hunt-Marquardt, Boston distributor for Stewart-Wdrner, exhibited the new refrigera- 
tor line at the Hotel Kenmore late last month: let 500 dealers attending sit in on a 
special broadcast by Horace Heidt and his orchestra, transmitted from coast 
to coast 

Interested in radio as a hobby and a 
business, man and boy, for the past 
26 years, Ross R. Howard now heads 
RCA Distributing, Chicago 

FOUR RCA MEN IN NEWS 

CAMDEN—Ross R. Howard, who has 
for some years served as sales manager 
for the RCA Victor Distributing Corpora- 
tion of Chicago, now heads the concern 
as its president, succeeding Charles Mason, 
resigned. Prior to his association with 
RCA, Howard was associated with his 
brother, Austin A., in the formation of 
Howard Radio. He was, at one time, 
head oi the Zenith Radio Distributing 
Company of Chicago. 

11. S. Maraniss has been placed in charge 
of RCA Victor record advertising and 
promotion, under the supervision of Thom- 
as F. Joyce, advertising manager of the 
RCA Manufacturing Company. 

W. H. Kelley, formerly attached to the 
New York office, has been assigned to 
the Chicago district. L. K. Roth, former- 
ly engaged in special sales merchandising 
activities, takes his place in the East. 

Emerson Display Clicks 

NEW YORK—The Emerson Radio and 
Phonograph Corporation advises that a dis- 
play created by Lewis E. Staar, on the 
sales staff of The Schoellkopf Co., Emer- 
son distributor in Dallas, proved so effec- 
tive that it was used at three special show- 
ings. 

It was installed at the Eastland County 
Fair. September 16 to 19; in a special show 
window for I.ee Super Service, Cisco, Sep- 
tember 20 to October 3, and at the Rising 
Star Fair, October 8 to 10. 

Numerous dealerships were opened as a 
result of these showings and an increasing 
volume of sales in this territory is reported. 
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From the stage of the Metro- 
poiican Opera House in New , 
York come the operas RCA 
is sponsoring on the air. They 
are broadcast every Saturday 
afternoon over NBC's nation- 
wide Blue network. 



\DIO AT 

ITS BEST! 

Radio Corporation of America sponsors matinee 

broadcasts of Metropolitan Opera every Saturday 

IN the realm of music, opera is royalty. And king of music's 
royal family is the Metropolitan Opera Company. To sing on 

its stage in New York is the ambition of every operatic per- 
former. To hear the musical masterpieces produced there is the 

desire of every music lover. 
The Radio Corporation of America now makes it possible for 

all America to enjoy the Metropolitan Opera during the current 
season. Saturday matinee performances are broadcast direct from 
the Metropolitan Opera House stage, over NBC's nationwide 

Blue network. These broadcasts bring to every American family 
the world's most magnificent music. 

RCA's service is universal 

RCA, the only organization which actively participates in every 

branch ofradio, contributes largely to the comfort and well-being 
of thousands the world over each day. It provides the most rapid 

means of communication. It links the sky and the sea and the land. 
Its broadcasting facilities bring entertainment, news and education. 

These RCA services signify public confidence in the RCA 
rname—the sort of confidence that creates good-will for every 

merchant handling RCA products. And this latest service—broad- 

cast of the opera—is another good-will measure that will benefit 
all associated with the name of RCA. 

RCA stands for radio—soundly engineered. Its past achieve- 
ments prove this. And RCA sound engineering is some day going 
to bring radio sight to the world's millions! 

RCA MANUFACTURING CO., Inc. • RCA COMMUNICATIONS, Inc. 
NATIONAL BROADCASTING CO., Inc. • RCA INSTITUTES, Inc 

RADIOMARINE CORPORATION OF AMERICA 

6 Ways the Metropolitan 

Broadcast can Increase 

Sales for You 

1 Itwill send people into your 
store for their free copies 

of the "Story of the Opera." 

O There will be strong com- 
mercials on Magic Voice, 

Magic Brain, Magic Eye, Metal 
Tube radios, phonograph 
radios and Victor Records. 

2 No other radio manufac- 
^ turer has a coast-to-coast 
program—RCA has two for 
you... the Metropolitan Opera 
and the Magic Key, 

4 The Opera broadcast 
maintains the traditional 

association between the Met- 
ropolitan Opera and RCA 
Victor—making you the mu- 
sical leader of the community. 

C It stimulates interest in 
good music, good instru- 

ments and Red Seal Victor 
Records. 

6 Finally, RCA has a splen- 
did MERCHANDISING 

PLAN that will draw 500,000 
listeners to radio and music 
shops. Get the details from 
your RCA Victor distributor. 

Listen also to "The Magic Key 
of RCA" every Sunday, 2 to 
3 P. M.. E. S. T., on the NBC 
Blue Network, 

[ERICA • Radio City • NEW YORK 
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Leonard Line Clicks at Detroit Convention 

// 

S • 

Sales manager R. I. Petrie (right) calls off orders received from distributors during 
the shindig to assistant sales manager R. R. Ludington (at the board) and 

Jack Kerr 

• ?• 

..A 
> , 

G. W. Mason (left), president and 
H. W, Burritt, vice-president of the 
Leonard Refrigerator Company, who 
predicted during the get-together 
that 1937 will be a banner year 

JOBBER APPOINTMENTS 

ARCTURUS—For territory in vicinity 
of Ifelrose, Mass: Melrose Sales Com- 
pany of 407 Franklin St. 

LEONARD — Southern Wholesalers, 
[nr., Washington and Baltimore; Graybar 
Electric Company, Durham, N. C.; H. B. 
Slianlt! Company, Ft. Wayne, Ind.; Earl 
Goetsc, Inc., Kansas City and Springfield, 
Mo.; Charles IIfield. Las Vegas, N. M.; 
Graybar Electric Company, Phoenix, Ariz. 

LIFETIME—For Iowa, Minnesota and 
Wisconsin; Sound Engineering Co., La- 
Cross, Wis. 

CLAROSTAT—For Washington, Ore- 
gon, Idaho, Montana, Northern Utah and 
Southern British Columbia: George D. 
Xorris, Seattle. 

ZENITH AUTO-RADIOS OUT 

CHICAGO—E. A. Tracey, vice-presi- 
dent in charge of sales for Zenith Radio 
Corporation has just announced Zenith's 
new line of automotive radio priced from 
S29.93 to $69,30 and ranging from five 
to eight tubes. The factory has been in 
production on the new line for some time 
and sets are ready for immediate ship- 
ment. 

Under the direction of Robert F, 
Weinig, recently appointed automotive 
radio head, meetings were held in Chicago, 
New York, Atlanta, Kansas City, Los 
Angeles and San Francisco from Decem- 
ber 28th through January 14th, at which 
the new line was introduced to distributors. 
Participating in meetings were Com- 
mander E. F. McDonald, Jr., president, 
Mr. Tracey, Mr. Weinig, Paul F. Bryant, 
assistant to the president; Edgar G. Herr- 
mann, advertising manager; Norbert H. 
Tc-rwilliger, sales promotion manager, 
Frank Smolek, service manager, and James 
H. Kasmusscn, assistant sales manager. 

CROSLEY— For Los Angeles territory; 
Associated Wholesale Electric. For San 
Diego territory; San Diego Auto Elec- 
tric. 

SPEEDEX 1 Sastern sales agents for 
this company's line of amateur and profes- 
sional keys and buzzers, D. R. Bit ton Sales, 
New York. 

EMERSON—For central Nebraska and 
southwest South Dakota: W. M. Duttun & 
Sons, Co., Hastings, Nebraska. 

TROY—W. A. Deunlt, Stewart Radio 
Company, Belleville, New Jersey. 

UTAH—Offenbach Electric Co., San 
Francisco: General Radio Supply, Camden, 
N. J.; Thomas II. Brcnvn, New Haven, 
Conn.; Acme Radio Supply, Milwaukee; 
Southern Equipment Co., Sau Antonio; 
Radio Products Sales Co., Los Angeles; 
Lewis Sporting Goods Co., Raleigh, N. C,; 
Sun Radio Co., Baltimore and The Bel- 
nwnt Corporation, Minneapolis. 

ELECTRONIC LABS. PUSHES 
CONVERTERS ON AIR 

INDIANAPOLIS—lit what is believed 
to be the first instance of a radio parts 
manufacturer using radio time to assist 
dealers in merchandising and selling his 
products, the Electronic Laboratories has 
inaugurated a series of test broadcasts 
over six stations in the Midwest farm 
belt. 

These broadcasts, sponsored jointly by 
Electronic and the Zenith Radio Corpora- 
tion, will feature the new Zenith Inverter, 
a vibrator-type converter designed and 
manufactured by Electronic Laboratories, 
which makes it possible to operate any 
standard 110 volt radio on 32 volt farm 
lighting plants. The radio stations being 
used include KFBI, Abilene, Kan., 
WKBH, LaCrosse, Wis., KFJB, Marshall- 
town, la., WJAG, Norfolk, Neb., KM A, 
Shenandoah, la., and WNAX, Yankton, 
S, D. 

According to Norman Keevers, Elec- 
tronic executive, the decision to try radio 
advertising in establishing rural interest 
in the converter was reached alter an 
extended investigation of the farm radio 
market recently completed by chief engi- 
neer William Garstang. This investiga- 
tion discloses that the sale of new radios 
to owners of farm lighting plants was 
definitely retarded by the fact that avail- 
able 32 volt sets gave little choice of 
models, were relatively expensive, had 
low trade-in value and became completely 
obsolete in the event of a change to power 
lines. 

NEW MOTOROLA PLANT STARTED 

CHICAGO—Construction has been 
started on a new $250,000 factory and 
office building at 4545 West Augusta 
Blvd., by the Galvin Manufacturing Corpo- 
ration, will provide 85,000 additional square 
feet of floor space for manufacture of 
Motorola auto and household radios. 

According to Paul V. Galvin, president 
and treasurer, the present output of 2,000 
auto sets daily in the concern's factory 
at 847 W. Harrison St., will be increased 
to 3,000 in the new plant. Scheduled for 
completion on April 1, 1937, the plant^will 
be one and two stories in height with the 
general offices in the second story section. 
The exterior walls will be blue and white 
terra cotta, with exterior corners curved, 
and there will be almost Continuous win- 
dow lighting on the first Honr. 

Upon completion of the building, the 
company will occupy over 135,000 square 
feet of factory and laboratory space. 

Peck Wiih Universal 

ATLANTA—P. W. Peck of 1299 Em- 
ory Road, N. E., has just been appointed 
factory representative for the Universal 
Microphone Company of Inglewood, Calif, 
He will cover Virginia, North and South 
Carolina, Mississippi and Tennessee. 
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the Famous and Exclusive 
DUNN Governing Principle 

DEALER PRICE 
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Skyscraper Tower) 

COMPARE IT WITH OTHERS 
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The Higher the Tower 

The Greater the Power! 

"The Higher the Tower, 
the Greater the Power." 
Far up above ordinary ob- 
structions, the sturdy Sky- 
scraper 10-foot installation 
puts the Dun—Charger in 
the full wind stream,where 
the slightest breeze can 
operate it with undimin- 
ished power. 
h'sabove the broken wind 
Stream deflected by the 
roof of the building and 
filtered through the trees, 
right out in the open, ex- 
posed to the full force of 
the wind where it can op- 
erate with 100fJo efficiency. 

SKYSCRAPER Advantages 

The SKYSCRAPER 
100% EFFICIENT 

WIND CHARGER 
73% EFFICIENT 

DUN—CHARGER ENGINEERING 

AGAIN IN THE LEAD! 
First to build a successful governing 
device for a wind-charger, Parris-Dunn 
now leads the field again with a giant 
10-foot unit, that will in practically every 
instance increase the power output of 
the charger by 25% or more, as com- 
pared to the old-fashioned 6-foot unit. 
With the exclusive and outstanding 
Dunn Governing Principle, the New 
Skyscraper Dun—Charger at no increase 
in price, represents the greatest value in 
a wind-charger ever offered the radio 
dealer. 
This new Skyscraper Dun—Charger, with 
the new and sensational Parris-Dunn 
merchandising program, gives you the 
finest battery radio "sales clinch" you've 

'ever had! Learn all about this outstand- 
ing new development in wind chargers. 
Feature the Skyscraper Dun—Charger 
and watch your radio sales grow. 

Mail the coupon today. 

■4 

PARRIS-DUNN CORPORATION, Clarinda, Iowa, U. S. A. 
20 Years of Successful Manufacturing Experience 

| Please send me full particulars of Skyscraper Dun—Charger and Parris-Dunn Merchandising Program. | 

Name- _ Address^ City State 
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FRiGIDAIRE CONGRATULATES SALESFORCE 
HINTS AT REVOLUTIONARY IMPROVEMENT 

DAYTON—The more than 20,000 mem- 
hers of the national selling organization 
of Frtgidaire Division, General Motors 
Sales Corporation were congratulated De- 
cember 15 for their effort in rolling up 
the greatest volume of any year in Frig- 
idaire's history. 

F. G. liiechler, general manager, ex- 
pressed the appreciation of the manage- 
ment and hinted at developments for 1937 
that offer promise of another record- 
shattering sales period, 

"A deep sense of appreciation prompts 
ns to address this message to the Frigidaire 
selling organization," the statement read. 

"In 1936, yon achieved the greatest sales 
success in the entire history of the re- 
frigeration industry. During the first six 
months you sold more Frigidaircs than 
during the entire year of 1935, or any 
other year." 

Discussing developments in the 1937 
product, to be announced in the spring, 
Biechler said: 

"We are working now to make 1937 a 
greater year. Soon you will have new 
and more saleable products, featuring a 
revolutionary improvement that will he 
the talk of the industry and instantly cap- 
ture the imagiuathin of the public," 

Frigidaire, In The Air, 33 Years After Wright 

■ a 
r-D.,' 
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Inauguration of regular transcontinental passenger service east and west from 
Dayton on the thirty-third anniversary of Wright's first flight, saw a group of 
General Motors executives in the air. Left to right; R. J. Horton of Frigidaire; 
John W. Weyer, Delco brake; H. G, Little of Lord & Thomas; James W. Irwin, 
Ruth K. Rhodes of TWA, E. R. Godfrey of Frigidaire and Charles T, Lawson; 
D. B. Kuhn of the airline; Frank R. Pierce of Frigidaire; L, G. Frifi of TWA; 
Frank G. Lyons, P. V. Sprout, V. A. Hetiel, E. J. Barney of Frigidaire and L. L. Diehl 
of the Dayton Chamber of Commerce 

WARD PRODUCTS EXPANDS 

CLEVELAND—The Ward Products 
Corporation, manufacturer of automobile 
antennas and sound systems, has Just 
moved into its own new building on East 
45tli Street. Manufacturing facilities and 
sales office space arc doubled. 

A branch in Canada and an export office 
in New York City gives ibis company wide 
distribution facililics. 

Solar Improves Dealer Contacts 

NEW YORK—The Solar Manufactur- 
ing Corporation, well-known manufac- 
turer of capacitors of all types, has ap- 
pointed James Sehootimaker of 4133 
Shcnandoah Ave,, Dallas, disfrict sales 
manager for the Texas territory. E. P. 
Demarast of 1127 Venice Blvd., Los An- 
geles, has been made district sales man- 
ager for California. 

Kelvinator Advances Savior 

DETROIT—W. E. Savior, for the past 
six years a member of Kelvinator's adver- 
tising and sales promotion department, 
steps up to the position of sales promotion 
manager, according to Sam C. Mitchell, 
director of advertising and sales promo- 
tion. 

CROSLEY AIDS DISTRIBUTORS 

CINCINNATI—A new department 
which will assist distributors organize and 
train their sales organizations has been 
formed by the Crosley Radio Corporation, 
Thomas W. Bergcr, general sales man- 
ager, announces. 

It will be headed by William C. Stoner 
who was for many years with one of the 
large manufacturers of washing machines 
and later with two distributors of electric 
refrigerators. 

Three New Leonard Men 

DETROIT—Appointment of three re- 
gional representatives of the Leonard Re- 
frigerator Company's merchandising divi- 
sion is announced by K. I. Petrie, sales 
manager. 

W. R, McAllister will work in the 
southeastern district, with headquarters 
at Atlanta; Don C. Rulo, mid-western 
district, with headquarters at Fort Wayne 
and William J. Gcigcr, middle-Atlantic 
district, with headquarters at Philadelphia. 

McAllister is from the radio field, for- 
merly worked for Radio Bar, Fada, RCA, 
Brunswick, Atwater Kent and Federal, 
Rulo was vice-president of Rowlands 
Halleck of Toledo while Gcigcr at one 
time represented National Radio and 
Westinghnuse Home Appliance. 

GOV'T SELLS SHORTWAVE GUIDE 

WASHINGTON—The Electrical Divi- 
sion, Bureau of Foreign and Domestic 
Commerce, lias ju-;t released a 15-page 
booklet written bv Lawrence C. F. Hurlc, 
prominent radio engineer, designed to aid 
the consumer desiring to get ibe maximum 
performance out of shortwave receivers of 
all types. 

Selling for 25 cents, the booklet tells how 
shortwavos are propagated, instructs the 
user in the art of tuning, gives installation 
tips, lists principal shortwave stations, in- 
cludes a time zone map of the world and a 
chart showing great-circle distances. 

Dakota Radio Incorporated 

YANKTON—The Dakota Radio Cor- 
poration of Yankton has just been incor- 
porated and capitalized for $100,000 by 
R. A, Bowman, Jr. and G. II. Ellennan of 
Yankton and Milo Kramar of Tabor. The 
concern will handle electrical appliances 
and radio at both wholesale and retail. 

PILOT WINS PLASTIC AWARD 

NEW YORK—Pilot Radio Corporation 
has just won special recognition lor the 
design of its plastic-cased model 203 re- 
ceiver. A placque was presented to the 
concern for excellence of design at a mod- 
ern plastics competition held at Rockefeller 
Center. 

Mealey Heads Hotpoint Refrig. 

CHICAGO Harry G. Mealey, a iiieni- 
bcr of the General Electric Organization 
for the past eighteen years, has just been 
appointed to bead up the Hotpoint re- 
frigeration division of the Edison General 
Electric Appliance Company, of Chicago, 
says R. W. Turnhull, vice-president and 
general sales manager of the company. 
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SHAFER WRITES BOOK 

CHICAGO—Henry ShaiVr. of General 
Transformer Corporation's distributors' di- 
vision, has just written a booklet entitled: 
"Industrial Liberty ... its effect on na- 
tional recovery and advancing civilization," 
issued by Pholopress, Inc. In it, he 
briefly outlines the history of the human 
race from the "beginning" and shows that 
industry is the sinews oi advancing civiliza- 
tion and that personal liberty, free speech, 
freedom of assembly as well as freedom 
oi the press would bo a mockery without 
freedom oi industry. 

Dealer Runs Clever 
Zenith Advertisement 

CON WAY, ARK.—Immediately after 
die presidential election, R. T. Cole of this 
city ran die following 4's by 5 9-B-iiicli ad- 
vertisement in the Local Log Cohin Demo- 
crat ; 

The Value of Radio 
On The night of the pros idem ial olecUon in 
inn; downtown streets were rrowdud with 
people trying to get reliable election reports 
which were slowly coining in from more or 
less unorganised sources over a telegraph 
wire. The election of Hughes was generally 
conceded at. 10 o'clock p.m. At I I o'clock 
a brief wireless report received by the writer 
indicated a radieal change in the trend in 
favor of Wilson, Although the information 

was ofticial it was considered of little value I 
because of tin1 new method of communieatiou 
but final returns gave Wilson a decisive 
majority. 
Last night the city's streets were deserted. 
Practically every interested citizens was at 
home, eomfortable by his fireside receiving 
official returns from the pressrooms of the 
nation's greatest newspapers with illuminating 
commenls by such men as Mr. Kaiteuborn 
and John TL Kennedy every few mi miles 
via the modern radio. Surely the radio has 
become the essential factor in the home and 
Zknitii has played an import a oi part in its 
evolu I ion. Since 1112:1 Zkmtit has made fine 
commercial radios and is heading the list 
this year in sales. The Zenith is designed 
to deliver absolute fidelity in speech and 
music with controls that produce tones that arc restful. Inspeei these insiruments at 
i»2i Front street. The cost is low and your 
old set has a good trade-in value. 

Cooper-Louisville Active 

LOUISVll.LK—A new sales lineup is 
announced by S. j. Rapier, president, 
Cooper-Louisville Co., Crosley distributor 
here. Cbarles F. Lister, well known ap- 
pliance salesman, has been added to the 
sales force. A separate sales division has 
been created for Crosley Koldrink bottle 
coolers and four salesmen will devote them- 
selves exclusively to this line. And an- 
other new department will be devoted ex- 
clusively to the sale of Crosley "Xcrvacs", 
the hair-growing machine invented by Dr. 
Andre A. Cueto, of Cincinnati. 

Busy Hot point Exec 

Here's R. W, Turnbull, vice-presidenf- 
and general sales manager for the 
Edison General Electric Appliance 
Company, grabbing a bit of grape- 
fruit after telling 150 utility merchan- 
dising men about his new refrige a- 
tors, laundry equipment and wafer- 
heaters in Chicago last month 

s o 

RED HERDS 

ON PRRRDE- 

Keyed to the modern trend-^to today s exacting demand of the 
Radio Industry tor perfection and accuracy in capacitors, we pre- 
sent RED HEAD BRAND CONDENSERS. Their perfection is the 
culmination of years of experience in capacitor assembly. They ara 
dependable. Small and compact, yet uniform and accurate In elec- 
trical characteristics. Thev are rugged units—full of stamina RED 
HEADS have what it takes for a long, serviceable, dependable life 
under the most trying conditions. 

S- THE '-UEI) HEAD" k 
' LINE 

DRY ELECTROLYTIC5 
In metal containers— 
Inverted Metal Cans— 

with lock nut mounting 
with lug mounting 

In Silver finish tubes 
with lug mounting 

WAX CARTON UNITS 
Single and Multiple Sec- 

tion 
TUBULAR UNITS 

With Solid Tinned Lead-. 
TRANSMITTING FILTER 

CONDENSERS 
PAPER TUBULAR BY-PASS 

CONDENSERS 
Triple Seal Brand 
Red Seal Brand 

REPLACEMENT UNITS 
For all standard receivers, 
power packs, etc. 

v HIGH AND LOW ^ 
^ VOLTAGES /_ 

On the assembly line—in the en- 
gineer's laboratory — in the ser- 
viceman's kit—on the dealers 
shelf, you will find RED HEADS, demonstrating their ability—offer 
ing a definite, practical solution 
to the condenser problem, CON- 
SOLIDATED S engineers are ready 
to confer with you on their use— 
on solving your condenser prob- 
lems. 

m 

RED HEADS" are DEPENDABLE CAPACITORS 

REPLACEMENT CONDENSERS 
RED HEAD BRAND CONDENSERS are available in all standard sizes 
and capacities—in both high and low voltages. Replacement units are 
also available for practically all current radio receivers, power packs, 
public address systems, etc. While small and compact, accurate dupli- 
cation of mounting specifications are maintained. Write for complete 
replacement lists. 

WRITE FOR PRICES 

ONSOPWAffiP 
xv i A.TVI> A^iSooizviTar* 

tfA/WA/ZOVN 

512 So. Peoria St. • Chicago, III. 

JOBBERS 
RED HEAD BRAND CONDENSERS 
are backed by a consistently main- 
tained sales policy for your pro- 
tection. Dealers appreciate their 
dependability, their accuracy and 
long life. Attractively packaged, 
they offer fhe utmost in quality— 
combined with eye appeal—and 
profit. 
MANUFACTURERS 
CON SOU DATED'S Engineering stdtf 
is ready to give you the benefit of 
their years of experience in the 
practical application of capacitors. 
You are invited to confer with them 
—to work out a practical solution 
to your own problem. 
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SELL TUBES ON 

«- 9 
& 

In the Tung-Sol consignment 

plan there's no such thing as 

tied-up capital. A stock of 

Tung-Sol radio tubes on your 

shelves means "velvet" sales. 

You pay only for tubes sold. 

Orders — not cash investment 

—keep your stock replenished. 

Desirable locations are still 

open for independent service 

organizations which can 

qualify. Write for the name of 

your nearest Tung-Sol tube 

wholesaler today. 

TUNG-SOL 

^cnnn-^lcyw radio 

TUNG-SOL LAMP WORKS, INC. 
Radio Tube Division 

Sales Offices; Atlanta, Boston, Charlotte, Chicago, Dallas, Detroit, 
Kansas City, Los Angeles, NewYork. General Office: Newark, N.J 

Janette Rotary Converters 
The original D.C. to A.C. converters with ail wave 

filters developed exclusively for 
radio and sound apparatus. 

CAPACITIES; 
35 to 3250 watts. 

6, 12, 32, 115 and 230 volti 
D.C. to 110 or 220 volts, I phase, 
60 cycle A.C. 

Insist on a Janette 
Ask For Bulletin No. 13-26 

Janette Manufacturing Company 
553 W. Monroe Street, Chicago, III., U. S. A. 

New York—Boston—PKlladclpKia — Los Angeles — Milwaukee 

■:--d 

UNIVERSAL 
Portable 
Recording 
Machine 
A precision machined, 
compact outfit that 
positively eliminates all 
waver — Records in 
either direction at 
33-1/3 or 78 R P M 
90, 110 or 130 lines per 
inch—110 volt AC 
100% synchronous mo- 
tor—solid 16 in. turn- 

- table — Constant speed rim drive—Complete switching arrangement for head set tnomtor- 
mg from playback 01 cutting head—Reinforced black leatherette 
carrying cases—Unequalled value—Superlative performance. 

UNIVERSAL MICROPHONE CO., Ltd. 
Warren Lane Inglewood, Calif,, U.S.A. 

WHY FEED 
A "POWER-HUNGRY" STORAGE 
BATTERY THAT LOSES SALES 
WITH UNRELIABLE OUTPUT? 

%t EPCO ELIMINATOR 
FOR AUTO RADIO AND ELECTRICAL ACCESSORY DEMONSTRATION 

Provides 6 volt-[0 tmps Ottered D.C. from 110 volt A.C., Initant, adjustablo current to assure perfect and convinclna demonstrations of 6 volt •uto radios and slfictrlcaj accessories. Economize by avoiding the battery-charging nuisance. In- ■reMcd sales will pay for the cost within a few days. Order today for Immediate delivery, or write for turther particulars. 

$19.75 

Lilt Price 
Usual jobber Discount 

$15.75 
6 V0lt-5 amos. 

ElEiHHULPRDDUmiD. 
E51T RUSSELL ST. 

DETROIT, miCH, 

A new principle in washing ma- chine conslruction — Kleen-Zon- ing packs a terrific sale:* punch! Exclusive with Horton I Write now for details of thia dramatic principle—Kleen-Zoning, the new buy-word in washers ! 
HORTON MANUFACTURiNG CO. 
3606 0SAGE ST., FORT WAYNE, IND. 

New Sensation in Washers 
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NEW APPLIANCES 

GIBSON 

4S Gibson Refrigerator Co. 

Models: 1937 line of re- 
frigerators. 

Description: 4, 5, 6 and 7 
ft. models in Standard 
group; S, 6, 7 and 8 ft. 
models in Custom Built 
group. Latter are also 
provided in all porcelain. 
Twin cylinder, hermet- 
ically sealed MonoUnit 
compressor is retained 
Minor refinements have 
been added. Freez'r shelf 
is included in all models 
excepting the 4 ft. Stand- 
ard. A new feature is the 
Swing-Shelf. A touch of 
the finger swings this big 
basket outward, exposing 
its contents and making it 
easy to select or replace 
articles.—Radio Retailing. 
January, 1937. 

• 

ABC 

44 Altorfer Bros. Co. 

Model: 1937 washer line. 
Description: Heavy duty- 

washer No. 157, lias new- 
all - aluminum wringer 
with finger-tip control, 
new ABC French type 
agitator washing princi- 
ple, one piece, girder 
type, all-steel chassis. 

No. 137 is an extra 
large capacity, medium 
priced washer. 

Model 117 has heavy- 
duty wringer, finger- 
touch clothes feeder, 
French type agitator 
washing principle. 

Farm Washer No. 137- 
G, is a heavy duty, extra 

■USE THE CARD ON PAGE TO OBTAIN MORE INFORMATION" 

large capacity farm wash- 
er. Also available in a 
standard capacity model. 
Both equipped with the 
Iron Horse 4-cycle gaso- 
line engine, 

ABC is also announc- 
ing a new line of ironers. 
Dc luxe console cabinet 
ironcr model YA has 
thermostatic heat controls 
and two-speed roll con- 
trol. 

Roll-About ironcr, mod- 
el RA is a fully auto- 
matic type. 

Cabinet ironer model 
TA has porcelain top 
cabinet which swings out 
at right angles forming 
ample shelf space.—Radio 
Retailing, January, 1937. 

KELVINATOR 

43 Keltnnator Corp. 

Models; Refrigerators. 
Description: Greater depth 

and width, greater ac- 
cessibility plus powered 
units and ultra-modernism 
in style featured, 16 
models. One entirely new 
model has been added to 
the line—a 9 cu.ft. por- 
celain unit in the medium 
price range. Three newly 
designed specials have 
been introduced ranging 
in size from 5,71 to 7.81 
cu.ft. 

Temperature control is 
stressed with thermom- 
eters provided to clearly 
show temperature within 
the food compartment. 

Suspended crisper and 
basket in standard line 
from 5. ft. size up. Fast 
freezing trays in many 
models. Centered lighting 
for the interior with the 
light diffused through an 
ivory shade is included.— 
Radio Retailing, Januarv, 
1937. 

WESTINGHOUSE 

46 JC e sti no house Electric & 
Mfg. Company 

Model: "Kitchen Proved" 
Refrigerators. 

Description; New line fea- 
tures the Westinghouse 
"built-in-watchman" and 
scientifically located ther- 
mometer; has triple food 
saver, triple storage com- 
partment and adjusto- 
shelf; Delphinium blue in 
one series with a soft 
shade of green in another 
series, lends a note of 
color to the water servers, 
left-over dishes, and com- 
plementary accessories. 
Nineteen models comprise 
the scries ranging from 
the Aristocrat series of 
de luxe models to the 
Patrician and Hostess 
scries and three special 
low-priced models. Freon 
has been adopted on the 
entire line as a refriger- 
ant,—Radio Retailing, Jan- 
uary, 1937. 

LEONARD 

47 Leonard Refrigerator Co. 

Models: 1937 line of re- 
frigerators. 

Description: Master Dial is 
featured. Housed in an 
attractive panel, it gives 
the housekeeper positive 
temperature control at all 
times. In the center is a 
thermometer, at eye level, 
to check the temperature 
of the food compartment 
at any time. 

Len-A-Dor foot pedal 

is retained. Closely asso- 
ciated with this conven- 
ience is the rearranging 
shelf upon which articles 
may he placed while the 
food in the cabinet is re- 
arranged. The vegetable 
drawer has an adjustable 
metal partition. 

Interior lighting is 
given special considera- 
tion. When the door is 
opened a green shaded 
electric light, scientifically 
located, uniformally il- 
luminates the entire food 
compartment. All ice 
trays have rubber grids 
and a moist storage 
crispcr is provided. 

Eleven models com- 
prise the line, 3 in porce- 
lain and 8 in pcrmalain.— 
Radio Retailing, January, 
1937. 

GENERAL ELECTRIC 

48 General Electric Co. 

Models: 1937 line of re- 
frigerators. 

Description: Eighteen mod- 
els in both flat top and 
monitor type styles in 
porcelain and Glyptal 
enamel finishes. Sizes 
ranging from 4 ft, to 15 
ft. cabinets- With Glyptal 
finish (flat top) they 
come in 4, S, 6, 7 and 
S-ft. cabinets; with porce- 
lain, 6 and 8-ft.; porcelain 
enamel panels, 12- and 
15-ft. 

A lift top model with 
Glyptal enamel sides and 
porcelain top is offered. 

Features include the 
Thrift-ometer, wh ich 
shows the cabinet tem- 
perature at a glance; slid- 
ing top shelf, as well as 
other sliding shelves; 
new finger tip door 
latch; egg rack; fruit 
basket and matched cov- 
ered dishes. Cabinet 
equipment varies with 
each model.—Radio Re- 
tailing, January, 1937. 
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APEX 

DESERTAIRE 

50 Gill Electric Mfg. Corp. 

Model; All-electric ward- 
robe-cabinet for infant's 
apparel. 

Description; Designed to 
sterilize, heat and 
thoroughly dry, and 
maintain in a dry and 
heated condition all of an 
infant's wearing apparel. 
Clothes, bedcovers, etc., 
may be kept in a sterile, 

electrically-d r i e d and 
heated compartment at 
body temperature. 

These walnut cabinets 
come in two sizes: one of 
semi-portable design and 
the other, larger in size, 
for nursery use. Equipped 
with rubber wheels for 
moving about the home. 
The larger model has an 
electric circulating heater 
which may be turned on 
to heat the immediate 
surroundings.—Radio Re- 
tailing, January, 1937, 

49 /Ipex Kolarex Corp. 

Model; 1937 line ot re- 
frigerators. 

Description; Model B 800, 
8 cu.ft. net storage space; 
18.8 sq.ft. shelf area. 

Model B 665 , 6.63 cu.ft. 
storage space, 15.6 sq.ft. 
shelf area. 

Model B 625, 6.25 cu.ft., 
12. 9 sq.ft. shelf area. 

All cabinets have inter- 
ior indirectly illuminated. 

The two larger models 
have sliding shelves and 
safety zone indicator. 
Transparent radio type 
dial controls are illumi- 
nated from rear. Giant 
freezing chamber with 
removable shelf provides 
large freezing space for 
meats, etc. 

De luxe set, consisting 
of six dishes for left- 
overs, water jug, vegeta- 
ble crisper, wire fruit 
basket and wire service 
tray, is optional equip- 
ment. 

Model B 410 completes 
the line.—Radio Retailing, 
January, 1937. 

NORGE 

5] Nnrge Heating and Cond'g, 
Dit/., liorg-Warner Corp. 

Model: Domestic coal 
stoker. 

Description; Two models 
are featured, one designed 
for homes with seven 
rooms or less; one for 
larger residences; both 
may be installed for use 
with warm air furnaces, 
steam, vacuum or vapor 
boilers; precision gears of 
chrome nickel steel built 
by Borg-Warncr are fea- 
tured. 

The master control 
eliminates possibility of 
overheating and the pilot 
fire control keeps a very 
small fire in mild weather. 
Thermostat control. 

Model S-30-6, capacity, 
30 lb. of coal per hour; 
320 to 370 lb. hopper ca- 
pacity. 

Model S-S0-6, 50 IE of 
coal per hour capacity; 
400 lb. hopper capacity.— 
Radio Retailing, January, 
1937. 

• 

NICHROME 

52 Fleck Co. 

Model; Electric Heating 
appliance replacement 
elements. 

Description: Exact dupli- 
cate replacement elements 
in various popular watt- 
ages from 200 to 1000. 
These Nichrome replace- 
ment elements are of 
precise wattage, voltage, 
diameter and length. 

Manufactured by the 
Driver-Harris Co. and 
marketed by Fleck Co.— 
Radio Retailing, January, 
1937. 

ROME WAS NOT 

BUILT IN A DAY 

N either was our Radio Indus- 
try, nor McGRAW-HILL DIRECT MAIL 
DIVISION lists. Considerable time, 
money and effort is required to build 
and maintain a good product and the 
yardstick of what Is best is determined 
by what is best in the present day mar- 
ket. So it is with McGRAW-HILL DI- 
RECT MAIL DIVISION lists. As the 
result of time, money and effort (over 10 
years of RADIO list building, over 
$100,000 a year on building and main- 
taining all lists and the cooperation of 
over 200 field salesmen, in addition to the 
regular staff of experts)—they are the 
most accurate available today and are 
daily corrected: in fact geared for effec- 
tive results under present marketing 
conditions. 

AS In your own business only experi- 
enced operators can be relied on to pro- 
duce best results; so it is at McGRAW- 
HILL, only carefully supervised and 
trained list compilers and checkers are 
entrusted with the work of building and 
maintaining these RADIO mailing lists. 

A folder describing the thousands of 
RADIO Trade Outlets will gladly be sent 
you. In this folder is a state count, help- 
ful in market analysis, a description of the 
various RADIO lists with counts and 
prices. 

WE repeat "Rome Was Not Built 
IN A Day" but you can start building 
for Increased profits In less than a day 
by writing, wiring or phoning for details 
on RADIO lists that give maximum re- 
sults. NOW Is the time. 

DIRECT MAIL DIVISION 

McGRAW-HILL PUBLISHING CO.. INC. 
330 WEST 42ND STREET NEW YORK, N, Y. 

0 

MASTERTONE 
DE-LUXE 

Portable Model 

• Write for 
Bulletin RR-i 

RECORDING EQUIPMENT MFG. CO. 
6611 Sunset Boulevard, Hollywood, Calif. 
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PREVIEW of NEW PRODUCTS 

■j- 

RCA-VICTOR 

RCA Mfg. Co., Inc. Camden, JV. J. 

Models: 17 new sets. 
Description: Consoles — 

Model 6K-1, 6 tubes, 540- 
6600 kc.; 6K-3, 6 tubes, 
540-18,000 kc.; 7K-1, 7 
tubes, 540-18,000 kc.. 
Magic Eye; 8K-1, 8 tubes, 
530-22,000 kc., Magic 
Eye; 9K-1, 9 tubes, 530- 
22,000 kc., Magic Brain, 
Magic Eye; 9K-3, 9 tubes, 
530-22,000 kc.. Magic 
Brain, Magic Eye, Beam 
yiower amplifier, band 
spreader; 10K-1, 140-410 
and 530-60,000 kc., Magic 
Voice which eliminates 
boom and allows only the 
desired "controlled" notes 
to radiate into the room, 
Magic Brain and Eye, 
higher fidelity. All of the 
above sets have 12 in, 
speaker, phonograph con- 
nection, avc, antenna 
wave trap, automatic tone 
compensation. 

Table sets—Models 5T- 
1, upright type; 5T-6, 
compact; 3T-7, compact, 
entire cabinet veneered, 
chiefly in maple blonde 
wood, lacquered and pol- 
ished (see cut); 5T-8, 
compact. Following fea- 
tures are common to 
each; 5 tubes, 540-6600 
kc., 4.5 watts output: 6 
in. speaker, new type dial, 
phono connection, avc, an- 
tenna wave trap, auto- 
matic tone compensation. 
Model 6T-5. 6 tubes, 530- 
1900 and 5800-21,600 kc., 
Magic Eve, 8 in. speaker; 
7T-1. 7 'tubes, 540-18,000 
kc., Magic Eye, 8 in. speak- 
er, edge lighted dial. Both 

6T-5 and 7T-1 have fea- 
tures listed for S tube sets. 

All but two of the 
above radios (Models 5T- 
1, 6T-5) come with metal 
tubes. 

Auto-radios — Model 
67M-2, 6 tubes (3 metal), 
8 in. speaker, 2 unit con- 
struction, non-glare dial, 
avc, 9 watts; 67M-1, 6 
tubes (3 metal), single 
unit, 9 watts, avc, over- 
head speaker (extra) if 
wanted; 67M, single unit, 
with metal tubes, avc; 
67M-3, de-luxe 3 unit in- 
strument, Magic Voice, 
twin electro - dynamic 
speakers, avc, 3-way se- 
lector switch for speak- 
ers, 9 watts, 6 tubes (3 
metal). — Radio Retailing, 
January, 1937. 

A' 

n 

CROSLEY 

Crosley Radio Corp., 
Cincinnati, Ohio 

Model: C-516. 
Description; 5 tubes, a.c.- 

d.c., supcrhet, with two 
double - purpose tubes: 
tuning range, 540-1725 
kc.: S-in. dynamic 
speaker, full-vision air- 

plane type dial calibrated 
in kilocycles and meters. 
Table cabinet of solid ma- 
hogany. 

Price: $16.95.—Radio Re- 
tailing, January 1937. 

ZENITH 

Zenith Radio Corp., 
3620 Iron St., Chicago, HI. 

Models: 1937 auto-radios. 
Description: Big black 

safety dial now has a 
"single - figure beam" 
which lights up only the 
figure to which the tun- 
ing indicator is pointing. 
Even this illumination 
may be switched off. 
Other features include; 
"Truevision Turntable 
Tuning" illuminated sta- 
tion finder; a "Guardian 

m 

Reminder" which makes 
it almost impossible to 
leave the set turned on 
when not in the car; dual 
speaker combinations with 
quick plug-in connections; 
Mctaglas tubes; triple 
filtering for noise elimina- 
tion. 

Zenith also offers a 
control unit that is inter- 
changeable from steering 
column to dash control 
mountings at will. One 
skeleton control fits all 
panel plates. 

Five models :one 5 tube 
and two 6 tube one-unit 
sets: two with external 
speaker, 6 tubes and 8 
Uibe super-deluxe. 

A complete line of an- 
tennae also available. 

Prices: 5 tubes, $29.95; 6 
tubes, self contained, 
$39.95 and $49.95; 6 tubes, 
external speaker, $49.95 to 
$54.95, according to 
speaker; 8 tubes, $69.50.— 
Radio Retailing, January, 
1937. 

■r.y, 

WESTiNGHOUSE 

Merchandising Hdqls., 11'est- 
ing house Radio, 150 Varick St., 

New York, N. Y, 

Model: WR-217 Sercnadcr. 
Description: Designed pri- 

marily as a "personal" 
set; compact horizontal 
type; available in 3 fin- 
ishes—walnut with three 
stripe ivory inlay, Chinese 
red and antique ivory 
with harmonizing stripes 
and knobs.—Radio Retail- 
ing, January, 1937. 

• 
PHILCO 

Phileo Radio & Television 
Corp., Philadelphia, Pa. 

Models; 9X, 62T, 89B, 61B, 
6103, 620K, 61F. 

Description: 9X has auto- 
matic tuning making a to- 
tal of six now available 
with this feature. 9 tubes, 

inclined sounding board, 
three tuning ranges. 

62T. 61B, 610B and 89E 
are table sets, 62T and 
89B, American reception 
only. All are equipped 
with five tubes except 
89B which has six. All 
have two tuning ranges 
except 610B which has 
three, 

620K, console, 3 tun- 
ing ranges, 6 tubes. 

61F, 5 tubes, console, 2 
tuning ranges. 

Prices: 9X, $100; 62T, 
$29.95; 89B, $39,50; 61B, 
$39.95; 610B, $44.95; 
620K, $69.95 ; 61F. $49.95. 
-—Radio Retailing, January, 
1937. 
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SHEAFFER EMERSON 

# 

GENERAL ELECTRIC 

General Electric Co., 
Bridgeport, Conn. 

Models: FA-80, FA-61, FA- 
60 auto-radios. 

Description: Model FA-80 
incorporates automatic 
frequency control as a 
contribution to simplified 
tuning and therefore safe 
driving, 8 metal tubes, 
540-1600 kc., Class B 
amplification, compensat- 
ing avc., antenna circuit- 
matching system, 6i in. 
electro-dynamic speaker. 
Gray case with chromium 
plated grille and face 
plate 8x9x7iff in. 

Model FA-61, 6 metal 
tubes, 540-1600 kc., avc,, 
antenna circuit-matching 
system, same case as FA- 
80. 

Model FA-60, incorpo- 
rates all features of the 
FA-61 except two-point 
tone control. Brown 
crackle finish case. 

Sets will be available in 
February. Prices not 
available as we go to 
press. — Radio Retailing. 
1937, 

ARCTURUS 

Arclurus Radio Tube Co., 
Newark, N. J. 

Model: New tubes. 
Description; 1A4, 1B4, 6E5. 

6G5. Also the following 
G types: IC7G, 1FSG, 
1H4G, IH6G, 1J6G, 
SU4G, SV4G, SX4G, 
SY4G, 6B8G.—Radio Re- 
tailing, January, 1937. 

TRIAD 

Triad Mfg. Co., Inc. 
Panotucket, R. I. 

Device: 6AB6G ■ auto radio 
tube. 

Description: Output tube: 
filament current lias been 
reduced from .8 amps, to 
.5 amps, and the bulb size 
reduced to the small 
ST-I2 bulb. Octal type 
base. — Radio Retailing, 
January, 1937. 
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fT. A. Sheaffer Pen Co., 
Fort Madison, lonsia 

Model; Radio-clock desk 
set. 

Description: A combination 
radio clock and desk set 
with pen and pencil. 
Comes in green or brown 
hand- tooled leather.— 
Radio Retailing, January 
1937. 

PILOT 

Pilot Radio Corp., 
Long Island City, N. Y. 

Model: Series 20 and 620. 
Description: 7 tubes, all- 

wave, a.c.-d.c., extra large 
dial, tuning beacon, 8 in. 
speaker. Also has phono- 
graph jack and extra 
speaker socket. 

Series 20 is for 110-125 
volt power line and series 
620 for operation on 220- 
240 volt lines.—Radio Re- 
tailing, January, 1937. 

OPERADIO 

Operadio Manufacturing Co., 
St. Charles, III. 

Model: 115 portable P. A. 
system. 

Description: A high grade 
I2-watt class A system. 
Suitable for orchestra and 
voice reinforcement. 
Compactly designed, it 
permits mixing one or 
two low level microphone 
inputs s,uch as crystal 
type and phonograph in- 
put. Provision for remote 
use of dual diaphragm 
crystal microphone; dual 
tone control, heavy duty 
10-in. speaker.—Radio Re- 
lailing, January, 1937, 

LIFETIME 

Lifetime Corp., 1010 Madison 
dire., Toledo, Ohio 

Device; Model 90 micro- 
phone. 

Description: Employs the 
Kinetic principle of sound 
reproduction. Basic prin- 
ciples of this mike elimi- 
nate many of the inherent 
faults of a pressure op- 
erated unit, in that it con- 
tains no stiff diaphragm 
with its basic resonance 
peaks. There is no ac- 
centuation of the base re- 
sponse even when work- 
ing very close to the 
microphone, the state- 
ment reads. 

Furnished in a high im- 
pedance unit, operating 
directly into grid, and a 
low- impedance unit to 
operate into a 200 or 500 
ohm line. Either model 
may be operated without 
a preamplifier directly into 
a high gain main ampli- 
fier (110 to 120 d.b.) — 
Radio Retailing, January, 
1937. 

-- 

TURNER 

T he T urner Co., 
Cedar Rapid, lonua 

Device: VT-73 Microphone. 
Description; Correct re- 

sponse for voice trans- 
mission; anti-resonant ca- 
ble, 100 per cent shielded 
plug of machined brass, 
chrome finish. May be 
used on the desk or as a 
hand mike. Adjustable 
swivel head. Output only 
minus 55 d.b. 

Price; $27.50 including 
mike stand and plug.— 
Radio Retailing, January, 
1937. 

Emerson Radio & Phonograph 
Corp., Ill Eighth Ame., 

New York City 

Model: Colored radio. 
Description: Model A 130. 

6 tube, a.c.-d.c., super- 
heterodyne, may now be 
had in white, red and 
green with contrasting 
trim. 

Price; $24,95.—Radio Re- 
tailing, January, 1937. 

ks 

f* 9m 

TECH N A 

Techna Corp., San Francisco, 
Calif. 

Model: 21J4 outdoor pub- 
lic address system. 

Description: Complete out- 
door public address sys- 
tem including micro- 
phone, amplifier, and two 
exponential horn type dy- 
namic speakers. The 
amplifier is mounted in a 
metal cabinet identical to 
21J. The 15-watt bean: 
power amplifier provided 
for use with the 21J 
series incorporates ail 
the features of advance 
public address design and 
includes the use of the 
new 6L6 beam power 
tube. 

Price: S230.—Radio Ratail- 
ing, December, 1936, 

CLAROSTAT 

Clarostat Mfg. Co., Inc., 285 
N. 6th St., Brooklyn % N. Y. 

Device: Metal-tube ballast 
resistor replacements. 

Description: Come in the 
fewest number of types 
to take care of the great- 
est variety of sets so 
equipped. A representa- 
tive stock kit of twelve 
different types is proving 
popular for taking care 
of most calls with a mini- 
mum inventory invest- 
ment, — Radio Retailing, 
January, 1937. 
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MONARCH 

Monarch Manufacturing Co., 
3341 Belmnnl Avc., 

Chicago, III. 

Device: Signal Gcsierator, 
Description: Originally in- 

tended to bridge the gap 
between the service oscil- 
lator and the laboratory 
signal generator, it is 
now widely used for 
other purposes such as 
production testing, etc. 
It is, in fact, suitable for 
most signal generator 
uses where the high pre- 
cision of the laboratory in- 
strument is not required. 
The output controls read 
microvolts directly and 
small signal leakage com- 
pares favorably with 
other generators. 

Range, 100 kc. to 30 
mc.; operates from 115 
volt, 50-60 cycle supply, 
all direct current require- 
ments supplied internally: 
a type 41 tube is used in 
an electron coupled cir- 
cuit. — Radio Retailing. 
Tauuary, 1937. 

=o 

LAFAYETTE 

Wholesale Radio Service Co., 
Inc., 100 Sixth A me.. 

New York City 

Device: 20-watt portable 
P.A. system for marine 
use. 

Description; Designed for 
crew calls, broadcasting 
radio programs to all 
points of the vessel, and 
as a paging system. May 
he had with a speaker 
horn designed to be used 
in hailing passing vessels 
or in giving docking di- 
rections from the bridge. 

This is but one of 
many systems available 
for marine use.—Radio 
Retailing, January, 1937. 

Asiatic Microphone Labora- 
tory, Inc., Youngstown, Ohio 

Model; "Tru-Tau" crystal 
pickup. 

Description: Features bet- 
ter reproduction and 
longer record life; con- 
structed with a scientih- 
rally designed off-set head 
which holds the needle, 
throughout the entire 
playing surface of a 12- 
in. record, practically true 
to tangent of the circle 
at all points. Maximum 
error never exceeds 1.5° 
from true tangcncy, it is 
stated. Has full double 
row ball bearing base 
swivel with hardened 
steel pivot trunnion. A 
reversible head permits 
the needle to be dropped 
in from the top. 

Price: $17.50.—AWm Re- 
tailing, January, 1937. 
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WEBSTER—CHICAGO 

The Webster Co., 3S25 If. 
Lake St., Chicago, 111. 

Device; 2L-20 amplifier. 
Description: Portable 20- 

watt amplifier; input ar- 
rangement permits using 
two microphones or one 
microphone and phono- 
graph or two phono- 
graphs; output is tapped 
at 3-6-2S0-S00 ohms. 
Compact and Sight in 
weight. — Radio Retailing, 
January, 1937. 

SPEED-X 

Speed-X Mfg. Co., 646 Jessie 
St., San Francisco, Calif. 

Device; Telegraph Keys. 
Description: Complete line 

for every purpose. Ama- 
teur model 515 designed 
for the amateur who de- 
mands a durable heavy- 
duty speed key. 

Practice sets, weights 
for hi-speed key, knobs, 
etc., may also be obtained 
from this company. — 
Radio Retailing, January, 
1937. 

NATIONAL 

National Company, Inc., 61 
Sherman St., Maiden, Mass, 

Model: Cathode ray oscil- 
liscopc. 

Description: Designed espe- 
cially for ham operation. 
Built around the new 
RCA 913 tube; self con- 
tained; 4ix6ix8 in.: read- 
ily portable; ideal for 
transmitter adjustment 
and modulation check- 
ing. 

The one-inch viewing 
screen is ample for or- 
dinary work such as 
checking receivers and 
transmitters. A self-con- 
tained 60 cycle sweep is 
provided, or, if desired, 
an audio signal from the 
apparatus under test may 
be used. 

Price: $11.10, net, less tubes. 
—Radio Retailing, January, 
1937. 

FERRANTI 

l: err anii Electric, Inc., 30 
Rockefeller Plaza, Ne=w York, 

N. Y. 

Device: R. F. voltmeter. 
Description: May be used 

on power, audio and 
radio frequencies up to 
1500 kc. Employs elec- 
trostatic construction, 
consumes no energy what- 
soever and is entirely in- 
dependent of tempera- 
ture, frequency and wave 
form. Particularly valu- 
able in making accurate 
measurements on high im- 
pedance circuits or meas- 
uring the voltage in tank 
circuit of a radio trans- 
mitter. 

May he directly con- 
nected to ax. or d.c. cir- 
cuits up to 3500 volts. 
Three standard dials,—21, 
3t and 4 in. and available 
in three patterns—flush 
or projecting for switch- 
board mounting and port- 
able type for laboratory 
use. Two special models 
also available.—Radio Re- 
tailing, January, 1937. 

International Business Ma- 
chines Corp., 270 Broadvoay, 

New York City, N. Y. 

Model: Autodial Selective 
Talking and Selective 
Ringing Service. 

Description: System allows 
as many simultaneous 
conversations as there 
are pairs of phones. 

"Conference" call serv- 
ice may be had. Each 
person wishing to attend 
the "conference" dials a 
particular number. When 
all have complied the 
"conference" may begin. 

This system greatly fa- 
cilitates prompt and ef- 
ficient handling of inter- 
departmental communica- 
tions. Also applicable 
for home or residence 
use. 

Instruments come in 
black although they may 
be had in different colors 
at an additional cost.— 
Radio Retailing, Tanuary, 
1937. 
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CORNELL OUBILtER 

Cornell-Duhilier Corp., South 
Plain field, jV. 

Devices: Capacitors; con- 
densers. 

Description: Dry electro- 
lytic capacitors for a.c. 
applications where high 
capacity is necessary for 
intermittent use. De- 
signed and constructed 
along lines that allow for 
rapid heat radiation and 
dissipation. Especially 
suited for use in connec- 
tion with fractional horse- 
power motors of the type 
used in refrigerators and 
oil burners. 

The hermetically sealed 
condensers, i mprogn at e d 
and filled with Dykanol, 
are enclosed in non-cor- 
rosive containers in a 
multitude of sizes and 
shapes. Especially suited 
for use where space and 
carrying weight are at a 
premium.—Radio Retail- 
ing, January, 1937, 
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TRANSTAT 

American Tramjormer Co,, 
17S Emmet St., Neicark, N. J. 

Device: Voltage regulator. 
Description: An improved 

voltage regulator for al- 
ternating current circuits 
which oilers the same 
control as obtained front 
a rheostat plus the high 
efficiency, good reguia- 
tion and great llexibility 
of an auto transformer. 
Available in various 
standard sizes for con- 
trolling voltage to loads 
up to 2.5 kya. on either 
115- or 230-volt lines. 
Also capable of stepping 
up the output to values 
considerably higher than 
line voltage. May be 
used with electrical equip- 
ment as a control of volt- 
age, illumination, motor 
speed or heat.—Radio Re- 
tailing. fanuary, 1937. 

TRIUMPH 

Triumph Mfg. Co., 4017 W. 
Lake St., Chicago, 111. 

Models: Volt-ohmmeter, 
a.c, signal generator, Mode! 
300 multi-range meter. 

Description: Pocket size 
volt-ohmmeter—weight 20 
oz.; selective range switch ; 
direct reading scales; 0-10, 
0-100 and 0-500 volts, d.c.; 
0-1,000 and 0-500,000 
ohms; inverse low resist, 
ance range. 

A.c. signal generator, 
measures receiver sensi- 

tivity, stage gain, transla- 
tion gain, selectivity; 
checks a.v.c. and q.a.v.c. ac- 
tion, inicrophonics, weak or 
defective tubes, open by- 
pass condensers, defective 

receiver parts, speaker 
rattles, etc. In addition it 
will demonstrate radio sets; 
operate with oscillographs. 
Calibrated from 100 kc. to 
75 mcs. 

Multi-range meter, elim- 
inates pin jacks, operating 
with one selector switch; 
11 ranges; D'Arsonval 
meter movement. Measures 
d.c. voltage ranges 0-10, 
0-100, 0-500, with d.c. sen- 
sitivity of 1,000 ohms per 
volt. A.c. voltage ranges, 
0-10, 0-500, 0-1,000 with a 
sensitivity of approximately 
850 ohms per volt; d.c. cur- 
rent ranges, 0.-50, 0-500 
m.a.; resistance ranges: 
0-1,000, 0-1 meg. and 0-10 
megs. 

Prices: Volt - olmnneter, 
$7.85.; signal generator, 
$23,93; multi-range meter, 
$15,95; all prices f.o.b. fac- 
tory. — Radio Retailing, 
January, 1937. 
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ABC RADIO LABS. 

ABC Radio Laboratories, 
3334 N. Ne=w Jersey St., 

Indianapolis, Ind. 

Device: Shortwave con- 
verters for auto-radios. 

Description: Two metal 
tubes used, one providing 
r.f. amplification of short- 
wave signals, the other a 
signal which may be 
picked up by the receiver 
at 600-700 kc. 

Wavebands available 
are: Model 500, 1600-6000 
kc.; Model 600, 6000-18000 
kc. Distance range of 
from 6000-12000 miles 
possible with Model 600 it 
is claimed. Regular broad- 
cast reception is not 
affected when converter is 
not in use. 

Calibrated aeroplane 
and vernier tuning dials 
and edge-of-instrumcut 
pane! installation make 
units easy to tuuc and in- 
stall. 

Prices; 500, $21.95; 600, 
$24.95.—Radio Retailing, 
January, 1937. 
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ELAMCO 

Electric Amplifier Corp., 13: 
IV. 25th St., Reiv York, N. Y. 

Device; Amplifiers. 
Description: Group con- 

sists. of six amplifiers with 
power range from 6.5 to 
28 watts. Constructed on 
heavy 18-gauge steel 
chassis. 

Type 13-C, illustrated, 
delivers 28 watts obtained 
from two 6L6 tubes in 
push pull. The output 
circuit is multiple im- 
pedance. The input cir- 
cuit is for a high im- 
pedance crystal, sound 
cell, velocity, etc., micro- 
phone. This may be 
mixed with either high 
level device connected to 
two position fader. Over- 
alt tone control is pro- 
vided. — Radio Retailing. 
January, 1937. 

HEINEMANN 

Heinemann Electric Co., 
Trenton, N. J. 

Device: "Re - Cirk - It" 
breaker. 

Description: Fully-magnetic, 
non-thermal device avail- 
able in capacities ranging 
from 50 ma. to 35 amps. 
Provides protection for 
delicate tube filaments and 
associated equipment. Has 
a tumbler handle switch- 
ing current on and off 
under normal circuit con- 
ditions. Two types: in- 
stantaneous trip and time- 
delay action. 

Bakelite enclosed. Both 
exposed and behind-the- 
pancl mountings available, 
as well as 2 and 3 pole 
units in steel safety cabi- 
nets. — Radio Retailing, 
January, 1937. 

CONTINENTAL CARBON 

Continental Carbon, Inc., 
13900 Lorrain A<ve., 

Cleveland, Ohio 

Device: Oil burner igni- 
tion interference suppres- 
sor. 

Description; Intended for 
use in series with each 
high tension lead of an 
oil burner's ignition sys- 
tem, The suppressor, 
which has a resistance of 
15,000 ohms, damps tran- 
sient radio frequency os- 
cillations in the high ten- 
sion circuit, reducing r i- 
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dio interference. A sol- 
derless cabie toruiinal is 
provided at one end. A 
universal type threaded 
stud and double threaded 
brass insert in the sup- 
pressor permit convenient 
connection to practically 
all standard ignition 
transformers. This de- 
vice will be known as 
Filternoys Suppressor 
OBIS. 

Price: $1.50.—Radio Re- 
tailing, January, 1937. 

MAGNAVOX 

Magnavox Co., Ft. IVayne, 
Ind. 

Models; 505 DC and 525 
AC speakers. 

Description; Two new 
heavy duty I5-in. models 
designed especially for 
deluxe radio, electric- 
phonograph and public 
address installations. 

Amplitude distortion 
and cone breakup have 
been reduced and power 
handling capacity in- 
creased by means of a 
heavy duty 2 in. voice 
coil working in conjunc- 
tion with a high efficiency 
magnetic circuit and a 
15-in. diameter curvilin- 
ear diaphragm. 

Available in three mod- 
els.—Standard covering a 
frequency range up to 
5000 cycles; high fre- 
quency, up to 8000 cycles, 
low frequency, 30 to 2500 
cycles. 

Prices: 505 DC, $42.50; S2S 
AC, $55.—Radio Retailing, 
January, 1937. 
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KATO 

MILLION 

Million Radio & Television 
Laboratories, 377 IV. Superior 

St., Chicago, 111. 

Device; Circuit tester, 
Model VM. 

Description: AC volts, 0-1,5. 
15, 150, 300, 600. 

DC volts, 13, 150, 300, 
600. 

DC M.A., 0, 1, 30, 300. 
Ohms, 0, 3M, 300M and 

3 megohms. 
Knife edge pointer: 

large 33 in. meter, 1000 
ohms per volt; metal 
case. Size 5x8x3 in. 

Price: $18.95.—Kodio Re- 
tailing, January, 1937. 

OHMITE 

Ohmite Co., 4S35 IV. Flournoy 
St., Chicago, III. 

Device; Power line choke. 
Description: Primarily de- 

signed for use on ama- 
teur radio transmitters to 
prevent the interference 
which they may cause to 
owners of radio receiving 
sets in their immediate 
neighborhood, in so far as 
such interference may be 
fed hack out over power 
lines. 

One of these chokes. 

HDKt 
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however, is also specific- 
ally designed to be used 
on radio receivers to pre- 
vent interference of radio 
frequency from coming in 
to such sets over house 
lines and power lines 
from nearby sources. 
Will not prevent interfer- 
ence of audio frequency 
and are not recommended 
for this purpose.—Radio 
Retailing, January, 1937. 

h'alo Engineering Co., 
Mankato, Minn. 

Device: Aireharger. 
Description: 32-volt, 800 

watt step-up drive air- 
charger, Capacity of 800 
watts is reached in a wind 
of only 20 miles per hour. 
The unit cuts in and be- 
gins charging in a 6-mile 
an hour wind, Equipped 
with a generator; driven 
by a four-blade 10-ft. di- 
ameter propeller, con- 
nected to the generator 
by multiple V-bcits. The 
turntable is (ree-swing- 
ing, fast in action, as it 
is mounted ou ball bear- 
ings. The two main 
mast types are made of 
welded seamless steel 
tubing. 

Price; $186—Radio Retail- 
ing, January, 1937. 
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BUD 

llud Radio, Inc., 1937 E. 55th 
St., Cleveland, Ohio 

Device; Ultra-high fre- 
quency tuning condenser. 

Description; Constructed 
of aluminum plates with 
highly polished surfaces. 
The two round plates 
are 2i3,( in. in diameter 
and th in. thick with 
rounded edges to mini- 
mize corona effect. Both 
plates are mounted on 
Isolantite pillars and very 
long threaded shafts at- 
tached to these plates 
make possible a wide 
range of capacity varia- 
tion, The center plate is 
also mounted on Isolan- 
tite pillars but is fixed in 
position. 

For use In either a split 
or conventional tank cir- 
cuit tuning above 56 mc. 
May also be easily 
adapted for use in a par- 
allel plate oscillator. 

Price; $3.—Radio Retailing, 
January, 1937. 
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OKfc-fnlKTfcR 
• ALL-WWL ASTtWA • 

The deadly 

enemy of 

"man-made" 

static 
f 

mm 

•A. A. & K. licensed. 1m- Placable loe of nuisance noises caused by electrical 
appIUnces near the radio set. No. 14, Illustrated, lists at $6.75. Other unlta at various prices, in any location. NOISE-MASTER proves effective on broadcast as well as shortwave bands. Send for complete Information 

CORNISH WIRE CO., Inc. • 30 Church St., N. Y. City 

^iiUUiiiJimtfriiniJiiiiuittuiiuiiuuiiiiiJimiuiiiuiiiuiiiiiJUUUiUMiuiiilUiiuiuiiiiiiiiiluiniiliiiiitiiiiiiJuiiiJiiiiuiiiiiiiniiiiieiiiiniutiiiiiiiiiiiiiiiimiiiiiiiinK 
|t10 VOLTS AC ANYWHERE 
1 With Katolight Jr. Complete light plant for $49.95. | 
J Electricity at price affyone can afford. Dealers you can j 
§ sell the Katolight Jr. Each plant sold creates lifetime 1 

user for lamps, motors, j 
wiring. Radio and appli- | 
ances. 

0 V. ]o0 watt $411,0.') 1 
12 V. 200 watt  W.m i 
H2 V. 300 watt  72.00 = 

110 V. 300 watt A. C. 87.50 = 
110 V. 350 watt. A. C. i 

Self-cranking  08.00 = 
Ask about 450, 550, 750 1 
and 1000 watt complete s 
plants made by mfs. of m 
AC & DC Plants Diesel 1 
Plants. Generators. Rotary = 
Converters. 
Kato Engineering Co. J 

Mankato, Minn., U. S. A. 1 

NEW AERIALS BY WARD 

1 

. - - -■ 

m Ism m 

MODEL S.T.R—The'Stratosphere"—List 
Price $5.00 — Maximum efficiency. En- 
hances beauty of any car. Also MODEL 
T. A/Tur-rette" lor windshields that open. 

MODEL A.L.T. — The "All-Range"— List Price $4.23 — For cars 
with windshields that open — Also MODEL A.L. for windshields 
that do not open. No drilling in top necessary. Fits all cars. 
MODEL F. L.— The "Flex-Rod"— List Price $3.50 — Sensational 
Hinge Aerial — Fits all cars — Flexible ~ Efficient — No drilling. 
IMPROVED MODEL H.P.R.— "Long-Range Twins"—List Price 
$4.00—America sFinestRunning Board Aerial—simple installation. 

1937 CATALOG READY 
SEND COUPON TOOflV 

'She WARD PRODUCTS to**. 

USE THIS COUfO* 
WARD PRODUCTS CORP. W.rd filrfg. . Cl*vcland, O. 
Sand Ward'a 1937 Avrial CataJoq. 

Add .a 
Chock QDod 
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Normally [he funclion of mosE tubes 
to amplify a signal. But when tubes art 
required to deliver power, such as the 
6F6, the amplification may teat up ami 
yel the tube may distort badly. Reason 
. . . weak emission . . . particularly at 
low frequencies. Such tubes demand botli 
amplification and emission lest- now- 
available 

on 

mm MODEL 
1502 

MODEL 

1503 

ft. O*. £. 'Teliet 
(Patented Sept. IS, 1030) 

Radio tubes have three ditferent functions; to amplify, to deliver power, 
to rectify. 

For Amplifiers 175% or more of all tubes) lite Power Output lest is absolutely 
the final word in determining the worth of the tube. The Power Output Test 
in Triplett P.O.E. Tester simulates actual operating conditions in the radio set. 
For Power Tubes, the Power Output Test determines the amplification factor. 
The emission lest determines the power handling ability. Both tests arc neces- 
sary to properly analyze these tubes, available only in the P.O.E. Tester. 
The funclion of the Diode tube is to rectify, [fere the emission test only is 
made to determine the condition of the lube. P.O.E. tests these under both 
voltage and current load. The proper high voltages used in the P.O.E. 'Pester 
will detect any (lash overs. Model 1503 combines all the required servicing 
instruments in one. 

F.O.K. Ttibt TPSlpr—tfsls all types of tubi-s. Til bit values art! indicated on GOOD-HAD Instiument Scale. 
TTas shadow-Krapb line voIi.irc indicator. Neon inter- flpitiem short test made whib tube is hot. When now tubes are released, un-ro-date tube chaits arc provided tor all Triplett Tube Testers. 
Complete in tiuarteml oah case with all necessary acces- sories. Dealer Price   .$36.67 

0. D.C. ,M illiammcter 
T. A.r. Voltmeter 
S, Oliinmeter 
!>. Condenser Test for Shorts 

to. liltn ti nl> tie C otidensei' Leuksiuo Test 
11. Decibel Meter 

Complete in quartered oak ease 4* po pitir i' ^4,6 67 
willi all necessary accessories. i ' • 

Model ir>04 is same as 1503 except lias addition of 
Free Point Tester porimtlmg complete set teftjnj}. 

(. Power Ouljillt Test (or All Anipli- 
fyiiiK Tubes 

2. emission Test for All Tubes 
;{. Neon Short Test 
4. Separate Diode Test 
o. D C. Voltmeter 

Dealer Price $56.67 

See Ytntr Jobber .... Write for Catalogue 

The Triplett Cleetrieal Instrument Co. 
201 Harmon Ave., HhilTton, Ohio 
Wilhout obligation please send me 
 More information on Model 15Uv{;   
Model 17)02   I am also iuterosted in. 

JVamc     ■ 

A ddre&s     

City   . . State. 

* pTzciiim 

ELECTRICAL INSTRUMENTS 

'IS 
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DESIGN - REPAIRS • INSTALLATION 

IV e m Circuits 

6J7G Expander Amplifict- 

Expandi'r Design 

From Spar ion's engineers comes the 
following volume expander circuit. 

A type 6J7G, fed from the detector 
circuit amplifies the audio variations of 
the received signal. This tube is so 
connected to the 6K7 expander that 
these audio variations control, the bias, 
on the 6K7. When the bias is high, as 
it is when a loud signal passes through 
the detector, the expander tube draws 
little plate current. Under these con- 
ditions its plate resistance is very high. 
However, when only a small amount of 
bias is impressed on its grid, the plate 
current rises, and the plate resistance 
decreases accordingly. 

In operation, if the plate resistance 
of the expander tube is infinite, its ef- 
fect on the circuit can lie disregarded 
and therefore full audio voltage will be 
delivered to the type 6CSG first audio 
grid. If on the other hand, the plate 
resistance of the type 6K7G tube ap- 
proaches or becomes equal to the re- 
sistance of R, it leaves the grid of the 
type 6C5G tube connected midway 
across a "volume control," wherein re- 
sistor R, and the plate resistance of the 
type CK17G tube are equal. Therefore, 
only half of the audio voltage will be 
applied to the grid of the type 6C5G 
tube. Similarly, if the 6K7G plate re- 
sistance was made much less than the 
resistance of Rt most of the voltage 
drop across the net work would be 

across resistor R, and very little audio 
effect will be impressed on the grid of 
the type 6C5G tube. 

iintomatic Selectivity 
Control 

Selectivity can be controlled elec- 
tronically by using a tube as a variable 
reactance as pointed out by G. E. en- 
gineers. 

To illustrate, if a tube were con- 
nected across a tuned circuit, such as 
in Fig. I, it would have the equivalent 
effect as a shunt capacity. The result 
would be a lowered resonant frequency 
of the tuned circuit. However, if the 
circuit shown in Fig. 2 is used, the 
action would be similar to a shunt in- 
ductance, increasing the frequency. In 
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each case, the capacity or inductance 
effect is variable. 

In applying these circuits to a de- 
tuning system of automatic selectivity 
control, the primaries of all I.F. trans- 
formers arc detuned in one direction, 
the secondaries in the other. Then only 
one control voltage is necessary to 
swing the grids of the controlling tubes. 

The control voltage is obtained from 
the rectified signal. Hence for strong 
signals, a broad curve is obtained, 
which will pass a sufficient amount of 
high frequencies for high fidelity recep- 
tion. At the same time the gain of the 
controlled stages is reduced by the de- 
tuning. This prevents overload of de- 
Ecctor and avc. stages. On weak signals 
the gain is maximum and selectivity 

is high, therefore the extraneous noises 
are reduced by the cutting of the high 
frequency sidebands. High fidelity on 
these stations is. of course, not desirable. 

Sim|»lified Amplifier 
Kegulation 

Plate voltage for the output stage of 
an audio amplifier may be obtained from 
the rectifier filament without the neces- 
sity of the usual filter choke, 

In Class AB and Class B amplifiers, 
large changes in plate current are not 
uncommon. Any slight resistance in the 
filter network will cause the plate volt- 
age to fluctuate with these changes. 

The greatest power supply resistance 
is introduced by the filter choke. How- 
ever, since output stages have little gain 
in themselves this choke may be disre- 
garded, as any small ripple in the power 
supply will produce very little current 
in the load resistance. The filtering of 
the input condenser is usually sufficient 
to keep the hum at a low level. 

Screen voltage can then be supplied 
through a smaller choke since the screen 
current is small and chances of satura- 
tion of this choke greatly reduced. 

a 
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RECTIFIED RF SIGNAL CURRENT 

HIGH-MU TRIODE PLATE VOLTAGE 
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DIODE BALANCING CIRCUITS 
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Super-Sensitive 

WESTON 

Model 772 
50 MICROAMPERES FULL SCALE 

/ 
/ 

/ i 
/ 
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r-y V. ts. J ' /. y VOLTS ' ^ < vS-iJAHFt^HS .> 
\ WESTON 

#. \prici m AVAL¥7£.H # 

TO DEALERS 

IN U. S. A. 

10,000 OHMS PER VOLT O.C 

WESTON 

and remember . 

you can buy this famous 20,000 ohms per 
volt anaiyzer, and other WESTON radio 
instruments, through the convenient 
WESTON INVESTMENT PLAN, 

No instrument yet offered the serviceman has met with 
such overwhelming response as Model 772- The reasons 
are obvious- Wuh its sensitivity of 20,000 ohms per volt. 
Model 772 is not only ideal for all usual testing routine 
• • . but it also enables you to get into and thoroughly 
check circuits which cannot be tested with former ser- 
vicing instruments. And being built to high WESTON 

standards, servicemen know thai Model 772 will serve 
dependably for years. Before you consider the purchase 
of test equipment he sure to gel all the facts on Model 
772 and other WESTON instruments for radio servicing* 
Ask your jobber for full particulars or return the coupon 
today ... Weston Electrical Instrument Corporation, 
581 Frelinghuysen Avenue, Newark, New Jersey. 
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Sfil Frelinghuj?«-Ii Avenue. Newark. N. 
Send full data on Model 772 and other WESTON Instrnmentft. 
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Test Oseillalor 

Novel circuit design is incorporated 
in an all wave signal generator by 
Monarch, 

A 41 tube in an electron coupled 
circuit delivers an output voltage of 
0.1 volt from 100 kc. to 30 mc. in five 
band positions. Modulation of the sig- 
nal at 400 cycles is accomplished by a 
'37, connected so that its output, can be 

1 m. 

disconnected from the oscillator when 
a C.W. signal is desired, or the audio 
output of this tube used separately. 

An unusual method of attenuation is 
employed. A network of voltage di- 
viders, one of which is a potentiometer, 
allows the output to be varied in one 
position from zero, to full signal, while 
in the three other positions the signal 
can be reduced to a small fraction of 
the total output. At tlie same time a 
fairly even load for the tube is always 
present. R. F. chokes arc included in 
the 110 v, line to reduce any chances 
of radiation from this source. Thus 
the: signal, can only be obtained from 
tiie output terminals which are always 
under control of the potentiometer. 

ifif m 

i 

operates on the electronic principle, 
there are no moving or vibrating parts. 
It consists of a switching tube and two 
separate amplifiers. The switching tube 
operates to cut in one amplifier, then 
the other, at such a rate that the two 
phenomena appear at the same time. 

Separate controls are provided for 
adjusting the gain of the amplifiers so 
that each voltage can be given the same 
amplitude. A control is also included 
for varying the speed of the switching. 

Side Hand Tonlrol 

While side band control is not new 
to receiver design, a panel controlling 
device calibrated in kc. is a consider- 
able improvement over previous band 
widening methods.. 

Tn the new Hammarlund superhet, 
a single knob actuating a system of 
cams permits a wide range of coupling 
between primary and secondary wind- 
ings of the I.F. transformers. When 
high selectivity is desired, the knob is. 

* o 
i a 

J 

Eleetronic Sw i i «-li 

A new instrument for attachment to 
cathode ray oscillographs permits simul- 
taneous observation of both input and 
output voltages of an audio amplifier on 
the same screen. Any similar problem 
where two voltages are to be compared 
can also be solved by placing one pat- 
tern on the other. Slight amounts of 
phase shift or distortion can readily 
be detected by this method. 

Developed by DuMont, the device 

the driver transformer in the cathode 
lead of the driver tube. This trans- 
former should follow the same conven- 
tional design for Class AB2 driver 
transformers, namely, slightly less than 
one to one ratio. In addition, a suitable 
resistor should be connected in series 
with the primary to obtain the required 

£ 

bias for the 6C5. Manufacturer's rat- 
ing as to plate and grid voltage and 
plate current should be adhered to in 
all cases. 

Since this type of amplifier is de- 
generative, the signal input to the 
driver grid circuit is necessarily much 
larger than when usual practice is em- 
ployed, Nevertheless, the low distor- 
tion and low output impedance con- 
tribute to improved performance. Tests 
by Sylvania show that outputs as high 
as 73 watts can be obtained from two 
CL6 tubes with fixed bias before grid 
current was drawn with this type of 
driver circuit. At this point the input 
voltage was 73 volts and the distortion 
approximately 3.5 per cent. Outputs in 
the vicinity of 45 watts were obtained 
with self bias. 

rotated to give a 3 k.c. band width, Tn 
this position the windings are widely 
separated and a sharp resonance curve 
produced. For broadcast reception, 
where high fidelity is important, a 
width of 16 kc. can be obtained. The 
I.F. windings in this case are close to 
each other, allowing the circuit to be 
over-coupled. 

With a device of this type, the re- 
ceiver is made to provide maximum re- 
sults whether it be used for communi- 
cations or broadcast reception. 

Degenerative Driver 

Degeneration may be introduced in 
the driver stage of a Class AB2 ampli- 
fier when high quality output is desired. 
Even though the tubes in the output 
stage itself may be characterized by 
inherent low distortion, the amplifier 
outpiat may be seriously affected by dis- 
tortion introduced from an Improperly 
designed driver stage, 

When driving such grid circuits, it 
is desirable to connect the primary of 

150f 4S 

J *00J 30 
•w t 
| 50° 15 
E 0 0 

Auio Aiifrnna Trslrr 

To facilitate checking faulty auto 
antennas, a capacity bridge circuit has 
been developed by Potter, 

The capacity and resistance of any 
antenna can be found by connecting 
the antenna and ground as indicated 
in the circuit diagram and pressing 
the push button, This caused a loud 
buzzing signal to appear in the phones. 
By rotating the potentiometer knob the 
signal can be made to disappear at one 
point. A calibrated scale on the po- 
tentiometer will then indicate the ca- 
pacity of the antenna network. 

If this reading falls between zero 
and 100 mrof, the antenna is too small. 
If, however, readings of 750 to 10.000 
mint are indicated, tod much capacity to 
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the car body for satisfactory signal 
pickup is in evidence. Low resistance 
shorts show up when the audio note in 
the phones reaches a minimum but does 
not disappear completely. For best re- 

20,000 p4t*ntiom«t«r 

2^, 1 0.1 mfai. 
' ' ' Fi»h 

suits, the antenna should have a ca- 
pacity between 200 and 500 mmf. 

This unit operates as a true bridge 
circuit and can be used to check various 
capacitors up to 10,000 mmf. The buz- 
zer which is powered by two flashlight 
batteries provides the necessary signal, 
indicating when the circuit is in bal- 
ance. 

Electrolytic Tester 

In checking electrolytic capacities for 
leakage, erroneous results are some- 
Times obtained since the leakage only 
occurs at the rated voltage of the con- 
denser. In the supreme capacity 
checker various voltage tests from 175 
volts to 450 volts are available. 

A 201A tube operates as a half wave 
rectifier delivering 450 volts. A single 
capacity, to act as filter, shunts this 

250 300 
250 300 

—15 —20 
21. 2 28.2 
70 78 
79 90 

5 5 12 13.5 
10,000 8,000 

8. 5 13.0 
3. ,5 3.5. 4 4 

IVcw Tubes 

6V6G-. A beam power amplifier simi- 
lar to the 6L6. Designed primarily for 
auto radios, its power sensitivity is ap- 
proximately double that of the conven- 
tional pentode while plate efficient is 
increased about 30 per cent. Filament 
current is .45 amp, 

Push Pull Class AB Operation 
Plate VoltaKe  
Screen Voltage  
Grid Voltage  
Peak Signal Volts Grid to 

Grid    
Static Plate Current  
Full Signal Plate Current. . . 
Static Screen Current  
Full Signal Screen Current.. 
Load Resistance Plate to Plate 
Power Output,. ..     
Third Harmonic  
Total Harmonic Distortion... 

5U4G A full wave high vacuum rectifier 
similar to the 5Z3 
Filament Voltage AC    5.0 
Filament Current  3.0 
A-C Voltage per Plate (RMS)  500 
D-C Output Current  250 

6P7G Pentode Triode 
T riode Pentode 

Heater Voltage  6.3 6.3 6.3 
Plate Voltage  100 100 250 
Grid Voltage  -3 - 3 -3 
Screen Voltage  100 100 
Plate Current  3.5 6.3 6.5 
Screen Current  1.6 1.5 
Plate Resistance   16,300 290,000 850,000 
Amplification Factor.. 8.5 300 900 

Converter Service 
Triode Pentode 

Heater Voltage  6.3 6.3 
Plate Voltage..  100 250 
Grid Voltage  -10 
Screen Voltage  100 
l)-C Plate Current  2.4 2.8 
D C Grid Current  0.15 0 
Screen Current  0.6 
Plate Reisstance.  2 
Oscillator Peak Input  7 
Conversion Transconductance. . 300 

450 V. 

io.oooa 
10.000a 
ZSQOA 

c llSOOn. 
•a 

Eltcfroiyfic capac/fy leakage 

\ 

1,400 700 J50 140 i35 7 ( M.A. MA. M.A. MA " 1 

voltage. The vertical group of pin 
jacks permit the operator to choose 
the desired voltage for the condenser 
under test. The correct current range 
is chosen on the horizontal set of jacks. 

In operation, the condenser is shunted 
across the two top terminals, the meter 
is then read for leakage. The recom- 
mended permissible leakage is 1 ma. 
per rated microfarad. 

It might appear that there is no pro- 
tection for the meter in this circuit. 
However, if the current range is set on 
a high range for the first test, the meter 
will not be driven off scale if the ca- 
pacitor is short circuited. 

25A7G A power pentode similar to a 43 
and a rectifier of the 12Z3 type 

Heater Voltage.     25.0 
Healer Current  0.3 

Pentode Section 
Plate       100 
Screen Grid    100 
Control Grid.  .15 
Plate Current    20.5 
Screen Current   4 
Amplification Factor  90 
Plate Resistance    50,000 
Mutual Conductance  1,800 
Load Resistance  4,500 
Total Harmonic Distortion  9 
Power Output  .77 

Rectifier Section 
AC Plate Voltage (RMS)  12S DC Output Current   75 

Cash for 
Appliance Ideas 

Just as Radio Retailing buys prac- 
tical radio repair ideas from service- 
men so Its "sister" publication 
Electrical Merchandising purchases 
electrical appliance hints. 
It you have useful material of this 
tind send it along to the paper at 
330 West 42nd Street, New York 
City. 

AMATEUR NOTES 
100TH A high mu power triode by 
Kimac designed to operate at the 
highest communication frequency. 
Outputs up to 300 watts can be 
obtained from a single tube class 
"C" stage. In class 4iB", 500 watts 
of audio is available with 3,000 
volts on the plates. Also available 
in a low mu type. 

CHARACTERISTICS 
Filament Voltage..., 5 to 5.1 volts 
Filament Current   .6.5 amperes 
Amplification factor... 30 
Grid-plate capacity.... 2 mmfds. 
Grid-filament capacity ..2.2 mmfds. 
Plate-filament capacity 3 mmfds. 
Maximum plate voltage   3ftiH) 
Maximum plate enrrem.. - .225 milliampcres 
Maximum grid current.... 50 milliamperes 
Plate dissipation 100 watts 

"Q" Measurement—The "Q" of 
circuit is determined largely by the 
type of wire insulation. Test made 
by Boonton engineers indicate that 
24 hours exposure to humidity is 
sufficient to cause considerable 
change. 

Enamel insulation shows a rela- 
tively small drop in insulation 
value, from a circuit "Q" of 225 
to slightly under 200 in 24 hours. 
Silk drops from 190 circuit "Q" to 
110, Cotton insulation in a few 
hours drops from 165 to 10 or less. 

Test samples of the three types 
of insulation were made by twist- 
ing together pairs of the same wire 
about 4 inches long for about half 
their length, leaving 2-inch leads 
for connecting across the measur- 
ing circuit of a Q-meter. These 
twisted pairs formed small con- 
densers having a capacitance of a 
few micro-microfarads, a large 
part of which was in the insulation 
of the wire. The capacitances were 
adjusted to the same value by clip- 
ping off the twisted ends. Test 
samples were measured at room 
conditions, and then placed in a 
small dessicator cabinet in which 
the air was maintained at 90% 
hum id it v. 
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Get this free booklet 

from 

"Where 
serviceman locate his 
place of business?" 

The Supreme Instruments Cor- 
poration has made a comprehensive 
nation-wide survey to find out 
where is the best place for a serv- 
iceman to locate his business. Your 
parts iobber has a free copy for 
you — which he will gladly give 
you. Write or see him todayl 

9 fn spite of the fact that the demand for Supreme instruments forced us to 
double the size and capacity of our plant in 1935 ... in spite of the fact that 
approximately one-half of the servicing instruments sold in 1936 were Su- 
preme instruments - . . we were entirely unprepared for the smash hit 
made by our new 1937 line! The unprecedented demand for our new line 
put us in the biggest production jam ever experienced in our history! 

Because of this tremendous flood of orders we have added still more space 
. . • and hired new, but highly experienced, men from various parts of the 
country. With this new set-up, production is now keeping step with demand. 
To those servicemen who were forced to wait for delivery of our instruments, 
we wish to express our deepest appreciation for their patience and loyalty. 

IMMEDIATE DELIVERY FROM YOUR PARTS JOBBER 
Your parts iobber can now make immediate delivery. Go see him today. 

Look at the new Supreme designs and models. You'll marvel at their 
business-like beauty 1 Their space-saving compactness! Their downright 
efficiency! You'll discover, too, that every model has been designed to 
make servicing lor you easier, quicker and more profitable I 

BUY ON S. I. C. EASY TERMS 
And remember — you can buy each and every Supreme instrument from 

your parts jobber, on the S. I. C. time payment plan on easy monthly terms 
you'll never miss! 

SUPREME 

INSTRUMENTS 

CORPORATION 
GREENWOOD, MISSISSIPPI. U. S. «. 

RemMyilre*. — Y OUR CREDIT IS GOOD WITH SUPREME! 
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Oscillograph Design 

For the New 913 

By L. C. Waller 
RCA Radiotron Div., RCA Mfg. Co., Horrison, A. }. 

mrOW that an inexpensive, midget 
X* cathode-ray tube is available, no 
radio service engineer need longer be 
without a cathode-ray oscillograph. The 
new 913 is especially suited for service 
applications, for either portable or shop 
use. Outstanding characteristics are its 
small size and low voltage requirements. 
Less than five inches long and having a 
viewing screen about one inch in dia- 
meter. the 913 wi.l provide a bright 
image of greenish hue with an anode 
No. 2 voltage as low as 250 volts; it 
can be operated with an annode supply 
as high as 500 volts. 

Two views of the typical oscillograph 
to be described are shown in Figure 2, 
As can be seen from the schematic dia- 
gram in Figure 3, as well as by the 
eleven variable controls on the front 
panel, this particular design has many 
features found in present commercial 
instruments using larger cathode-ray 
lubes. In spite of this fact, the portable 
oscillograph as constructed is only 8^ in. 
high, 6 inches wide. 10 inches long, and 
weighs less than 17 pounds. 

Design 

An oscillograph, to be of general util- 
ity for many diversified applications, 
should include a linear time-sweep oscil- 
lator of variable frequency and varia- 
ble voltage output. These features are 
provided by the gas triode, type 885, 
in conjunction with a sweep-voltage am- 
plifier, type 57. The 885 operates as a 
relaxation oscillator, producing the 
familiar saw-tooth voltage wave form 
necessary for the linear time-sweep. The 
fundamental frequency of the saw- 

i Air ' 

tooth oscillator is adjusted in steps by 
means of the 8-contact, single-pole 
switch (SG) and condensers C- to C®. 
The vernier frequency control is poten- 
tiometer R:„ in the plate circuit of the 
885. The frequency range provided by 
Rg is adequate to cause a frequency 
over-lap as the capacitance-selector 
switch is moved between adjacent points. 
The total range of the oscillator is 
approximately 30 to 18000 cycles per 
second. The linearity of the output 
voltage is quite good between 30 and 
7500 cps—a sufficient range for most 
service applications. 

The voltage output of the 885 is 
fed, through switch Sa, to the sweep- 
voltage amplifier, which is a pentode- 
connected 57. Because the peak volt- 
age required by the 57 is considerably 
less than that delivered by the 885, a 
voltage divider consisting of IL and K: 
is employed. Potentiometer R; pro- 
vides the variable sweep-voltage con- 
trol for the horizontal deflecting plates. 
The output of the sweep amplifier is 
fed to horizontal deflecting plate D, 
through d-c blocking condenser Cm and 
switch S4. In case it is desired to am- 
plify an external sweep voltage, the in- 
put to the sweep amplifier is switched 
to the binding post marked "Ext. Sweep 
Amp." by means of switch St. 

Provision for "locking" the sweep 
oscillator with the line voltage or with 
an external voltage is made by means 
of switch S,. Usually, one volt or less 
is sufficient for this purpose, if the 
main frequency controls arc properly 
adjusted. The impcadance (determined 
mainly by R,) of the 885 input cir- 
cuit is relatively high, so that in many 

Fig, 2-—Front and $tde views of the 
portable oscillograph. 

cases the binding posts "Ext. Sync." 
can be connected directly to the signal 
voltage applied to vertical deflecting 
plate Dn, whether this voltage is am- 
plified by the signal amplifier, or con- 
nected through input terminal Da which 
cuts out the signal amplifier. In any 
case, control R, should always be set for 
as little voltage as possible for correct 
operation. Too much "locking" voltage 
reacts unfavorably on the time-sweep 
voltage produced by the 885. 

Fixed bias for the 885 is obtained 
from bleeder resistor Rs„ The value 
of the bias voltage is rather critical, in 
this particular circuit, and should be 
checked carefully. I f the bleeder cur- 
rent is correct (about 4 ma.), the 
recommended value of R-, will give the 
proper bias voltage of 6.5 volts. 

In many cases, the signal voltage 
available for the vertical deflecting 
plates is too small to provide a useable 
deflection on the screen of the cathode- 
ray tube. For this reason, a second 57 
is employed in an amplifier circuit iden- 
tical to the one used for the time-sweep 

jlpwt it, J ill i iAi 

iTTfrW 

B 
Fig. 

C D E 
'—The$e osoillograms are from actual, unretouebed photographs of patterns on the viewing 

screen of the 913. in the oscillograph described. See text tor explanation of patterns. 

RADIO RETAILING. JANUARY, 1937 PAGE 65 



YOU PAY 

FOR THEM 

Even If You Don't 

Have Them! 

IF YOU'RE trying to service today's 
complicated radios without complete 
service information—if you're wasting 

time running to your jobber to use his 
manuals—you are paying a high price in 
time and money for "getting along" with- 
out a complete set of Rider Manuals, 
/t's actually costing you money NOT 
to have them! 

Be sure you have all necessary circuit 
information WHEN YOU NEED IT, Be 
sure your set of Rider Manuals is 
completer by ordering any missing volumes 
from your jobber today. 

VOLUME VII JUST OUT 
1600 Pages—^10.00—covering 

1936-1937 
Volume VI $7.50 eovering 1935-36 
Volume V  7.50 covering 1934-35 
Volume IV  7,50 covering 1933-34 
Volume lit   7.50 covering 1932-33 
Volume II  6.50 covering 1931-32 
Volume I    7,50 covering 1920-31 

. . . and that goes for these 
Rider Books too! ! 

Hour a Day tcifh Rider on 
CATHODE-RAY AUTOMATIC TUBE AT WORK XnwVom 
Complete, practical in- . formation on oscillo- Will speed up your graphs, etc. work, 96 pp.— 336 pp. «2 KC\ J5 ih's- #>0C 450 ill's  hardcover XJXJ^ 
Hour a Day tcith Rider on 
m'?TR|0RMT|GnEN SERVICING SUPER- 
|N RADIO HETERODYNES RECEIVERS 
How <I-c. voltages are Make repairs on con- led to lube elements. Btantly changing etc 96 pps. suporhets at profitable 69 ill's. speed. «1 (U) hardcover DUC 288 pp.    
Hour a Day SERVICING Kith Rider on RECEIVERS Kizn luaer on By MEANS OF 
RESONANCE & RESISTANCE ALIGNMENT MEASUREMENT 
Yoo need this! Tells how to use 96 pps. — 48 Ill's. — Ohmeter. 

 ^ 
Sold hy all good radio jobbers 

JOHN F. RIDER, Publisher 
1440 Broadway, New York City 
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Fig. 3—Schematic circuit of the osciSiograph, Many of fha circuit constants given 
are somewhat critical. 

voltage. The signal amplifier furnishes 
a "vertical" deflecting voltage to de- 
flecting plate Ds, through Qo and Sa. 
Circuit constants of the above diagram 
are as follows; 

Ci= Stray Circuit Capacity. 
Cs ——— 0.0008 uf, 500 V. C3= 0.002 uf, 500 V. 
C* — 0.005 uf, 500 V. 
Cb = 0.015 uf, 500 V. 
Ce = 0.05 uf, 500 V. 
Ct = 0.15 uf. 500 V. 
Ca = 0,25 uf, 500 V. 
C« Cio C22= 8 uf, 475 V. (working). 
Cn Cie Cir = 0.25 uf, 250 V. 
Cia= 25 uf, 15 V. 
C13 = 25 uuf, 500 V. 
Ci4 C21 — 0.5 uf, 500 V. 
Cis Ci8 = 0.003 uf. Cw C3o = 0.25 uf, 500 V. 
L = 30 Henries, 10 ma. 
Ri = 250,000-ohm poten. 
R2= 25,000 ohms, 0.5 watt. 
Rs = 500 ohms, 0.5 watt. 
Ri = 300,000 ohms, 0.5 watt. R5 = 2.0 megohm poten. 
Ro=1.0 megohm, 0.5 watt. 
Rt Ria= 0.5-megohm poten. 
Rs Rn = 1,000 ohms, 0,5 watt. Ra Rio = 200,000 ohms, 0.5 watt. 
Ria R14 =a 100,000 ohms, I watt. 
Ris Ri8 = 2.0 megohms, 0.S watt. 
Rit = 15,000-ohm poten. 
Ris =15,000 ohms, 0.5 watt. 
Ri9 = 25,000-ohm poten. 
Rao R34 = 50,000 ohms, 1 watt. 
Rai = 40,000 ohms, 1 watt. 
Raa R23 = 30,000 ohms, 1 watt. 
Etas = 1,600 ohms, 0.5 watt. 

The frequency response of both ampli- 
fiers is practically flat from 20 to 20000 
cps. At 70000 cycles per second, the 
voltage output is down about 50 per 
cent. 

Power Supply 

The power supply, employing an 80 
and a 1-v, is of particular interest. The 
80 is used in a full-wave rectifier cir- 
cuit to supply about 450 volts above 
ground. A 1-v, in a half-wave rectifier 
circuit, supplies 450 volts below ground 
for the 913. A simple condenser filter, 
C™, is adequate. The values of the re- 
sistors and potentiometers comprising 
the bleeder for the 1-v provide a bleeder 
current of approximately 3 ma. 

Potentiometer R1T supplies a variable 
bias voltage to grid No. 1 in the cath- 
ode-ray tube; this voltage, variable from 
zero to ^15 volts, regulates the inten- 
sity of the fluorescent pattern on the 
viewing screen. Potentiometer Ru, 
furnishes from 45 to 120 volts to anode 
No, 1; this is the control which focuses 
the electron beam so as to make a suit- 
able spot on the viewing screen. The 
1-v, which can be used with a heater- 
cathode potential difference as high as 
500 volts, is operated from the same 
heater winding as the 913. It should 
be noted that the heater-cathode of the 
913 is 405 volts below ground. In view 
of this fact, and the fact that the No. 1 
grid may be as much as 450 volts be- 
low ground, it is advisable to incor- 
porate an interlock szvitch on the lid of 
the cabinet so that the primary circuit 
of the power transformer is opened 
automatically zvhen the lid is raised. 
This precaution will prevent the opera- 
tor from getting unpleasant shocks 
when he accidentally touches one of the 
"hot" terminals on the 913 socket. 

Construction 

The chassis shown in Figure 2 
measures 5| x 2$ x 9|- in. It consists 
of A in. aluminum stock, cut and bent 
by hand in order to fit the steel cabinet, 
which is 8^ in. high, 6 in. wide, and 
10 in, long. An aluminum chassis is 
used, both to facilitate drilling and to 
lessen the possibility of stray magnetic 
fields from the transformer disturbing 
the operation of the 913. 

The octal socket used for the 913 
has a ceramic body and a metal mount- 
ing plate, so arranged that the socket 
can be readily rotated in its mounting. 
The mounting plate can then be 
fastened rigidly to the mounting 
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(ii-ackets, which in turn arc bolted to 
the panel. Figure 2 shows this ar- 
rangement. It is important that the 
socket be rolatable, so that the pat- 
tern on the viewing screen can be 
oriented properly. 

A unique feature of the 913 mount- 
ing is the sliding light shield, made of 
bakelite tubing slightly larger in diam- 
eter than the screen end of the 913. 
This shield can be adjusted to pro- 
trude from the front panel from -4" to 
3", and is a valuable aid where observa- 
tions must be made under a bright light. 
The light shield might also be made of 
an aluminum tube shield. 

The lilter choke (small, receiver- 
type), filter condensers, bleeder re- 
sistors, etc., are mounted underneath 
the chassis in the most convenient spots 
as regards circuit wiring. Condensers 
Cs to Q, associated with the 8-poiiit 
switch, are mounted directly behind 
the switch and under the 913. The 80 
and the 1-v are placed next to the 
transformer, and the 8SS between the 
two S7's. It was found necessary to 
cut away a portion of the front and 
top of the chassis in order to mount the 
toggle switches, S, and Ss. Switch Ss 
can be seen in the chassis view of 
Figure 2, at the right of the 913. Si 
is similarly mounted on the opposite 
side. The shield cans for the S7's were 
removed when the photograph was 
taken, in order to provide a better view. 

The short leads from switches S3 and 
Sj to the deflecting plates can also be 
seen in Figure 2. These leads are kept 
as far away as possible from other 
parts of the oscillograph, to reduce 
their losses when r-f voltages are 
applied to the deflecting plates. 

The panel layout of the various con- 
trols, is shown in Figure 4. The controls 
are identified as follows: 

(1) tntensily- cimtrol potentiometer, Uit, and 
also a-c line switch. 

(2) External synchronizing voltage input 
terminal. 

(3) External sweep amplifier voltage input 
terminal, connected to Sa. 

(4) Focusing potentiometer, Rw. 
(5) Switch, S2. 
(6) Synchronizing voltage control, Rj. 
(7) Switch, Sr. 
(8) Signal-amplifier gain control, R12. 
(9) Vernier control for linear-sweep freiiuency, 

Rs. 
(10) Sweep-amplifier gain control, R7. 
(11) Ground terminal. 

^<I2) Rough control for linear-sweep frequency, 
(13) Signal-amplifier input terminal, "Ds Amp.", 
(14) Vertical-deflecting-plate input terminal. D3. 
(15) Horizontal-deflecting-plale input terminal, 
(16) Switch, S.^ 
(17) Switch, S4. 
With reference to the orientation of 

the 913 socket (see Figure 5), pins 1 
and 5 (looking at the bottom of the 
socket) are placed vertically, with pin 
5 at the top. A slight rotation of the 
socket from this position should orient 
properly the vertical and horizontal 
deflection axes. Pins 4 and 6 (de- 
flecting plates D, and Da respectively) 
will also be near the top of the socket. 

Operation 

If all socket and bleeder voltages are 
found to be correct, the oscillograph is 
ready to be placed in operation as 
follows: Switch Sa (No. 5) is thrown 
to the linear-sweep position, which con- 
nects it to Ra. Switch S, (No. 17) is 
also thrown to the linear-sweep posi- 
tion, which connects it to Cm. Control 
No. 12 (switch Sb) is set to contact 
No. B (condenser Cs.) Controls Nos. 

Dj^mp. Dj 

0(Q)^ 

® 

0 
Ext. 

r<2> E5A05)-. Sync 

© 

o ® ® 0 

Fig. 4—-Front-panel layout; see text 
tor identification of controls. 
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I FIXED HER RADIO- 

IVhat* 11 1 do now?" 
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[EW! ADVANCED! 
improvements in 

RADIOTECHNIC Tube 
Testers—foremost among 
these advances being the 
exclusive features in the 
Short Test. A few ex- 
amples will convince you 
of their superiority: Neon 

and meter sensitivity — greater than any other 
tester. Double checking, neon and meter, as proof 
of what a tube will do In actual service. All 
leakages cause meter to read "bad." Inter- 
mittent shorts may be listened to for 
by customers. FOLDER 

THE RADIOTECHNIC LABORATORY, 

'.jComsL i <L 
Tube 
Test: RJ_L 

EVANSTON. 
ILLINOIS 

rt0 

m 

4 

% LT 

Naturally you first restock your service kit so that 
you will have Ward Ixconard Resistors for your next 
job. Ward Leonard Resistors have always been de- 
pendable and their ratings conservative. The serv- 
ice man finds they pay because the work he does 
with them is satisfactory. Send for bulletin 
and price list. /yy 

Equipment 

RADIOTECHNIC m 

WARD LEONARD ELECTRIC CO 
SOUTH STREET, MOUNT VERNON, N. Y, 

Please send me Service Men's Bulletin 507A. 

Name   

Street . 

City .. 

Jobber 
State 
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The BENDIX-DayRad Complete 

Line embraces EVERY needed 

type of Radio Test Equipment 

T)ICTURED here are the biggest little profit-builders in exist- 
ence for any radio service organization. Bendix-DayRad 

builds and guarantees them. Reading "from left to right," in 
the rear row, they are: 

The Bendix-DayRad Portable Tube Tester, the Series 58 Radio Set 
Tester, the Series 22C Counter-type Tube Tester, the new Series 
65 Cathode Ray Oscillograph for circuit-balancing and general set 
alignment, the Series 57 Portable Mult-O-Meter for test and analysis 
of auto and household radio sets, the Series 36-A All Wave Signal 
Generator (underneath Mult-O-Meter), the Series 20-C Portable 
Tube Tester which will test many transmitting tubes as well as 
receiver tubes, and at the extreme right, the Series 115 Auto Radio 
Vibrator Tester. On the testing stand in front is the new Series 200 
Combination Testing Unit. 

To list here all the precision tests this complete line of equip- 
ment will make would be impossible. Why not send the coupon 
below and get the new Bendix-DayRad descriptive catalog? 
Then choose the particular Bendix-DayRad units that best fit 
your needs. 

Remember, on the basis of time saved and good will gained, 
"The less you guess the more you profit.'' 

BENDIX 

DavraD 

LOW PRICES . . . SMALL DOWN PAYMENT 
 SEND COUPON TODAY!   
BENDIX PRODUCTS CORPORATION 
fSujbsicffary of Bendix Aviation Corpora/ion) 
401 Bendix Drive, Dept. 31, South Bend, Ind. 

Send me your new catalog of Bendix DayRad Radio Service Instrumenta. 
JVcrtne- 
Street       
Cify State 
My Jobber's Name  

NATIONAL UNION 

AUTHORIZED 

BY JOHN F. RIDER 

TO OFFER HIS MANUALS FREE 

.*?•- 

Mr. John F. Rider, Noted 
Author of Service Books 

^ A necessity of modern service work 
is complete technical data on all 

makes of radio receivers. Mr. John F. 
Rider recognized this need years ago 
and compiled a great library of radio 
set circuits and information. National 
Union also knew how important service 
manuals would be. National Union de- 
cided that every service specialist in the 
country must have the chance to own 
the manuals compiled by Mr. Rider. 
National Union, therefore, makes it pos- 
sible to get this library FREE. All seven 
volumes are given with the purchase of 
N. U. tubes . . . and N.U. is officially 
authorized by Mr. Rider to offer his 
great service library FREE. If you 
want any one or all of the Rider Service 
Manuals write now. ask how to get them 
or consult with your National Union 
distributor! 

FREE SHOP EQUIPMENT TOO 
No need for the alert and aggressive service expert to read about all 
the fine scientific instruments which service equipment manufacturers 
are making and wish that he might own them. Why? He can own 
them! How? By getting them Free with the purchase of National 
Union radio tubes. 
National Union has given servicemen throughout the United States 
more than 50,000 pieces of fine equipment. If you're not taking advan- 
tage of National Union's service dealer plan, you're missing the greatest 
opportunity in the radio industry today. 
All you do is contract to purchase a few tubes per week, place a 
small deposit, which is refunded to you after the tube purchase is 
completed and the instrument you have selected is yours "for keeps," 
without any strings attached. Meanwhile, remember that you have the 
use of the instrument all during the time tube purchases are being made. 

ABOUT N. U. RADIO TUBES 
National Union manufacturers a complete line of radio 
tubes in glass, metal and G-type. National Union's 
high quality has made them the outstanding favorites 
in the radi6 service profession. AH sales policies 
have been formulated with the idea of making National 
Union radio tubes the ideal replacement tube for the 
radio dealer. This has been backed up with a selling 
program that means real support and help to the wide- 
awake dealer. Dealers and jobbers handling National 
Union radio tubes are the leaders in repair parts and 
service. 

IIP 
W&f M. 

NATIONAL UNION RADIO CORP., RR137 
570 Lexington Ave., New York City. 

Tell me how to get Rider Service Manuals and other free 
equipment. 
Name    . .    
Street          . . . 
City    State 
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9 .'ind 10 are set about half way open. 
Control No. I is turned until the a-c 
line switch just snaps on. Intensity- 
control potentiometer R17 is now at the 
position of MaA-imum bias, at which 
setting1 the electron beam current is 
cut off while the cathode of the 913 is 
heating to normal operating tempera- 
ture. After a delay of a few seconds, 
control No. I is advanced further (de- 
creasing the bias on the No. I grid of 
the 913) until a horizontal fluorescent 
line is obtained on the viewing screen. 
The focusing control (No. 4) is next 
adjusted simultaneously with No. 1 
until the fluorescent line is reduced to 
a narrow, uniform width. When con- 
trols Nos. 1 and 4 are properly ad- 
justed, the intensity of the horizontal 
line should he just adequate for good 
vision. Excessive brilliance should he 
avoided, in order to avoid damage to 
the active screen material- In this re- 
gard, the operator should read care- 
fully page 5 of the data booklet supplied 
with the 913 tube. 

The length of the horizontal sweep 
line can he adjusted by means of sweep 
amplifier gain control No, 10. The line 
should vary from a point near the 
center of the screen to off-screen deflec- 
tion at both ends, as control No. 10 is 
varied over its range. It its possible to 
distort the saw-tooth wave form of the 
linear sweep voltage if the sweep- 
amplifier gain control is advanced too 

far, due to the fact that the 57 may be 
driven beyond the point at which d-c 
grid current starts. In general, the 
length of the sweep line is held to about 
70 or 80 per cent of the diameter of 
the viewing screen. 

Control No. 12 should next be tried 
at all positions from No. 2 to No. 8; 
control No, 9 is varied over its entire 
range at each setting of No. 12. At 
contact No. 2 (where control No. 12 
puts in operation condenser C2) the 
sweep frequency is very high, so that 
the sweep line tcill not extend com- 
pletely across the screen. At any par- 
ticular setting of No, 12, vernier con- 
trol of the sweep frequency is obtained 
by means of No. 9 (R5), When 
Rr, is out of the circuit, the frequency 
is highest; when Rs is in the circuit, 
the frequency is lowest. If the desired 
sweep frequency cannot be obtained 
with No. 9, No. 12 must be moved to 
a different point. Point No. 8 and 
point No, 2 on switch No, 12 provide 
the lowest and highest frequency 
ranges, respectively. At point No. 1, 
to which no shunt condenser is con- 
nected, the 885 will not oscillate. This 
point is used in certain applications 
where the linear sweep is not desired. 

To test the signal amplifier and the 
vertical-deflection circuit, a high- 
resistance potentiometer may be placed 
(as a voltage divider) across the a-c 
line, and a small voltage (1 or 2 volts) 

applied across terminals Nos. 13 and 
11. A 0.1-uf blocking condenser 
should he inserted in each of these 
leads as a precaution against shorting 
the a-c line. Control No. 16 (S3) is 
turned to the position marked "Dj Amp." 
and gain control No. 8 adjusted. A 
vertical deflection should be obtained, 
the amount depending upon the value 
of the input voltage and the setting of 
the gain control. To obtain a 1-to-l 
pattern (the case where the sweep 
frequency and the signal frequency are 
the same), the sweep frequency must 
be adjusted to 60 cycles per second- 
providing this is the frequency of the 
a-c power line. This sweep frequency 
will he found with switch No. 12 at 
point No. 8 and with some particular 
setting of vernier control No. 9. The 
pattern may drift slowly across the 
screen unless it is locked by means of 
controls Nos. 6 and 7, Control No. 7 
is thrown to "60 cycles" and No. 6 is 
turned forward until the pattern locks. 

If No. 16 is thrown to "Dj" and a 
voltage of 25 or 30 volts from the a-c 
source is applied to terminal No. 13 
(No. II remaining connected as before), 
a similar pattern should be obtained; 
in this case, however, the signal ampli- 
fier is cut out. If the linear sweep is 
adjusted to 30 cps by means of No. 9, 
a 2-to-l pattern (two complete cycles) 
should be obtained. The spread of the 
pattern can be adjusted with control 

New Thordarson 

^Servicing Guide 
Big, profusely illustrated 
k handbook that every 

service man needs. 

Only 

15c THORDARSON 

Hi 

as old as tHe Hills is tHe 

adage: proof of the 

pudding is in tHe eatingf*' 

the proof of the condenser is in the 

frying ... if they stand up, they're 

good ... if they "flop", they're 

expensive at a penny apiece. 

Cornell - dubilier makes over a 

million condensers a week, 

thousands of men in the servicing 

business have tried them—proved 

them, they're GOOD—they're 

priced RIGHT — tKe line is com- 

plete — your jobber Has *em. 

t n 
cornell-dubilier corporation 
1019 Hamilton Boulevard So. Plainfield, N. J. 

U) 
[111 

^■RADIO KkVKIHC GUIDE^H 
NOW! 

Send for your copy 
TODAY. Delay may 
cost you time and money 

THORDARSON 
Electric M(g, Co. 
500 W. Huron St. 
Chicago, lllnois 

Your Job- 
^ber or Write 

Thordarson Electric Mlg. Co. Dept. y 
500 W. Huron S1., Chicago, ill. 

Enclosed find 15c for the new Thordar- 
son Servicing Guide. (Poslpaid.) 
Name   
Address   
City  State  
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for this TUBE TESTER 
MODEL 430 

DIRECT READING 

LICJ m 

Tests All Type Tubes 
Has Line Voltage 
Adjustment 
Has Leakage and 
Short Test 
Uses Triplett Direct 
Reading Instrument 
(Good-Bad Scale) 

llr Positively checks all 
type tubes according 
to data contained in 
latest recommenda- MODEL 
lion of lube engi- 
neers. 

RELIABILITY7 AT LOW LOST 

MODEL 430 is an up-to-tlie-minute 1936-37 Tube 
Tester, Five flush type sockets provide for all 
type tubes. The tester operation is very simple 
and indicates condition of the tube for dealer 
and customer on Direct Heading GOOD-BAD 
colored scale of Triplett instrument. Will also 
test for inter-clement shorts and leakages. Com- 
plete in attractive, sturdy quartered oak case. 
Sloping panel of silver and black. Suitable for 
portable and counter use. 

Deuler Price, $18.00 

Model 431 same as 430 except has Readrite 
GOODlBAD meter. 

Dealer Price, $14.40 

SEE YOUR JOBBER—WRITE FOR 
CATALOGUE 

HEAD RITE METER WORKS, 120 Oilepc Dr., RlnlTton, Ohio 
Without ohligalion please send me 
 __More information on Readrile Model 430. 

 I am also interested in  

v- 

-■V 

E xac t "Uuplieate 

REPLACEMENTS 

Exact replacements 
for all standard 
sets. 

★ 
Most extensive 
listing available. 

★ 
Units matched me- 
chanically, electri- 
cally, visually. 

★ 
Electrolytic and 
paper types. 

No matter how inlricate . , . regardless 
of voltages and capacities . . . AERO- 
VOX provides a precisely matched re- 
placement for that wornout original 
equipment. That's the real way to serv- 
ice sets. And it costs no more—usually 
less—than makeshift joh. 
/Vein U ATA I OG Co"'«ins Jtveral page. IIVIV V I . \ I , t 11. of exact -duplicate .nil- 
denser listings. Also other condensers and resis- 
inrs of AERO VOX line. Copy on request. 

TESTERS AND METERS 

Address 
City Slate 

* f t. 
k 

CORPORATION Cheapest in I he 
long run. 70 Washington St, Btooklyn. N. Y 

% % 

The man who uses 
th is hook is bound 
to moke more money 
in 19371 

RADIO BlUINEI# 

PuoHttiotp and HumayuMMt 
By A. A, Ghirardi and T. S, Ruggles 

Yes—2,199 money-making Ideas for 
building up your business. Ideas 
thaf have already been tested and 
prouetf successful — 100% sound 
and practical. Ideas you can put 
to work TODAY and turn Into profit. 
It's a whale of a book! It's got 
EVERYTHING you want to know 
about how to really run a radio 
business Successfully—plans, meth- 
ods, ideas for selling, advertising, 
merchandising, publicity, account- 
ing, management, etc., etc. Ap- 
plies to sale of sets, service, Auto 
Radio, P.A. work, home appliances. 
Over 400 Pages 
Over 200 Illus. 

CLIPWMAIL 

O Radio & Tecnnical Publ. Co, 
45 Astor PI., New York Dept. RR-17 

Please send me free circular Bli. 

Tsiee. CowuHcJc 
a atfai* ouit^s, tagu 
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No. 10. When it is desired to syn- 
chronize the pattern with an external 
voltage source, control No. 7 is thrown 
to "Ext. Sync." and the external vol- 
tage connected to terminal No. 2. 
Where an amplified external s^veep 
voltage is desired, No. 5 is thrown to 
'"E.S.A." and the external sweep vol- 
tage connected to terminal No. 3. If 
the external sweep voltage does not 
require amplification, it is connected 
to terminal No. IS, with switch No. 17 
thrown to "Di." 

Alignment 

The spot obtained on the viewing 
screen (with no a-c voltage applied to 
either vertical or horizontal deflecting 
plates) will not always be in the exact 
center of the screen. It may be some- 
what off center, depending on the 
individual cathode-ray tube. However, 
it can readily be adjusted in the follow- 
ing manner: to move the spot slightly 
up or down, disconnect Rin from ground 
and insert a variable d-c voltage (ob- 
tained from a potentiometer across a 
4S-volt "B" battery) in scries with R,,. 
and ground. The polarity and value of 
the d-c voltage necessary to shift the 
spot the desired amount can be deter- 
mined in this manner, and should be 
recorded. This d-c voltage may then 
be applied permanently to Ru from a 
tap on R=i or R^, depending upon the 

polarity necessary. A voltage tap on 
Rji is negative with respect to ground; 
on R51, positive with respect to ground. 
If the spot is to be shifted to the right 
or left, resistor Ru is disconnected from 
ground and the same procedure 
repeated. 

In case the builder wishes to add 
permanent pattern-centering controls to 
the oscillograph (one feature omitted 

BOTTOM VIEW 
OF 

SOCKET CONNECTIONS 

Deflectina 
pldteDi } 0 Grid 

Anode 
No.l \ZJ 

Heater A 
and (2\ 

cathode V—^\. 

915 

VrTN Deflecting 
\ plate Dj 

AT) 

Anode No.2,shell, M 
deflecting 

plates D? ana O4 
T'Ts) y Key ^ Tied within 

base to pin 
No.l 

Fig. 5—Socket diagram for the 913. 

from the present design), he can do so 
as follows: first, change resistor R.i to 
two 250()0-ohm resistors, so that a 
voltage tap of about +100 volts, with 
respect to ground, can be obtained. 
Then shunt a 0.5 megohm potenti- 

ometer from the +100-volt tap to the 
negative end of 1+. Resistor Rm is 
returned to the movabe arm of the 
potentiometer, which then serves as a 
pattern centering control for the verti- 
cal deflecting plates D3 and 1+ Shunt 
another 0.5 megohm potentiometer 
across the first one and connect R,B to 
its movable arm. This will provide a 
centering adjustment for horizontal 
deflecting plates D, and D^. 

Applications 

A few of the more important appli- 
cations for -which the portable oscillo- 
graph is suited are: the study of wave 
shapes, measurement of modulation and 
peak voltages, adjustment of and loca- 
tion of faults in radio receivers and 
transmitters, and the comparison of 
frequencies. The 913 is capable of 
showing at least a 50-to-l frequency 
spread, which would be helpful in the 
calibration of an a-f oscillator. That 
is, with a 200-cycle linear sweep, indi- 
vidual cycles of a 10000-cycle audio 
signal can be seen easily provided the 
sweep is spread somewhat beyond the 
edges of the viewing screen. 

One of the more useful applications 
of the oscillograph in servicing radio 
receivers is that of the overall-audio- 
fidclity check. A simple Hartley r-f 
oscillator, designed to cover the fre- 
quency range of the receiver, can be 
constructed in a few- minutes from a 27, 
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METAL-TUBE 
RESISTOR 

The original and 
perfecled unit. 

A precisely 
matched unit for 
any set. 

Any roll age drop. 
All pilot lamp 
combinulions. 

Coded and base- 
wired according to 
R.M.A. standards. 

Manual cross* 
indexes all types. 

Replaeeiiients 

Exacl-dupliualc units precisely match- 
ing original equipment. • Twelve 
seleeted types stocked by leading job- 
bers, meet requirements of" most 
sets. • Just the thing for stay- 
put, profitable servicing. 

Free MANUAL: Uig: 80-|iagrt' book 
covers volume con- 

trol mill metal-tube resistor retiuiremeuts 
all sets. Ask your jobber or write us for copy. 

CI.AROSTAT 

uNW MAXI'FACTI RlXCi CO. t Ineorporatecl 
^a*5ra*i| A'orlh Slxlh SI. 

Browkly n. A*. V. 

TO DEALERS AND SERVICEMEN 

TRIAD RADIO TUBE 

FREE! 

a DAR1NG Pt-A ^ 

ToS'-- Xubes ^ valtH >0"r ( hart- present •* 

bar*- >• . when >ou_ y 

MAIL TODAY! 

THIS COUPON 
WORTH $1.25 

| TRIAD MANUFACTURING CO., inc. 

f Dept. A-10 Pawtucket, R. I. 

J Sure rn try Triads. Send me Free Tube Certificate . . . 
grmd /or $1.25. Also FREE Engineering Data Chan, 

1 IN a me     
| Address        
| Town_ Slate 

. Jobber's Name 
"THE QUALITY NAME IN RADIO TUBES" 
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To Help You 

Sell More 

Sound Equipment 

l2S$ m 

ke 
Qu 

^rr/?.' 
150 

Sv-ilt, 

: ,, Wfl ?£)00 4 w 

Probably you have felt like lots of other Sound Dealers that 
you could do a bigger job in Sound Equipment if you could 
get a little bi! of help and cooperation from the manufac- 
turer. Webster-Chieago now offers you a well balanced pro- 
gram that will detlnilely work lor you to get more business. Shown above are: 
4 Sound Engineering Book. 
'■ 1(5 pages packed with Engineering and Sales Data. 
Copy available to you free of charge. 
n School Bulletin—A sales mailing piece for school 
principals. superintendents 
and archi tects—Also series 
of letters, 
3 Factory Call System ■ Mailing Piece. There is 
a big market for Call Sys- tems, This mailing piece is 
unusual and will get atten- 
tion. 
Other helps arc in process. In addition. Webster-Chicago 
maintains a steady advertising campaign to actual con- 
sumers resulting in hundreds of direct inquiries each month. 
Inquiries are forwarded to nearest Webster-Chicago dealer. Remember also that with Webster-Chicago you will he 
handling a complete line of Sound Equipment and Acces- 
sories of All Kinds. 

a Inter-OfTlce Communicat- 
ing System Folder. Got- ten up definitely to open doors . . . well worth a trial 

in any locality. 
r Personal Dealer Signs. 

Here are signs with your 
name. Inquiry getters and 
business pullers for you. to 
put in your window, to place 
with all jobs you rent, to put 
in prominent places like 
hotel lobbies, or other spots 
available to aggressive deal- 
ers. Get more information. 

m 

CONTINENTAL Insulated Resistors 

Insure circuit stability. These accurate and conservatively rated 
units are the choice of leading radio and instrument malters. 
Reading from left to right: H5, 5-watt, list, $,50; E2, 3-watt, 
list. $.30; D2, I-watt, list, 5.20; G4. '/j-watt. list. $.17; M5. 
'^-watt, list, $.17; K7, '/j-wa+t, list, $.17, Ceramic insulation 
used on all except M5, which is insulated with molded balcelite. 
Specify CONTINENTAL Carbon Insulated resistors on your next 
order. 

V', 
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WEBSTER-CHICAGO 

—Fully Licensed 
—Strict Dealer Policy 
—Time Payment Plan 

Notice to 
Dealers 

wyp %% 

\\ %S;: % , ,v 

Use This Coupon for More 
, 1 nforiuiitiuu 
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Just out—Handy Pocket Data on Radio Interference, an infor- 
mative up-to-date booklet which helps you sell radio interfer- 
ence elimination service, pricet 10c postpaid, 

ilCOJfr/MKTM CARBOHInc. ] 

13902 Loraln Ave., Cleveland, Ohio Toronto, Canada 

LIFET f ME A WO FACES 

A New Velocity Microphone 

Model No. 90 
In ils ne>v Mod el 90 Velocity Microphone IdFETIME 
has incorporated all the advantages of the Kinetic prin- 
ciple of Reproduction within the price range of a car- 
bon or crystal microphone. 
Model No. 90 is offered in High Impedance or in 200 or 
500 ohm line with an output level of minus 62 DB and 
a frequency response of between 48 and 12,000 cycles at 
a list price of only $85.00, 
SPECIAL INTRODI'CTORY OFFER—lake (his ad to 
your jobber—or send direct- 1o the factory—with $17.88 

and receive FREE a S4.S0 Desk Si and logelher with 
your microphone. This offer is good for this Ad only. 

LIFETIIVIE CORP., 1006 Madison Ave., Toledo, Ohio 

ir,"^ 

OkCAUSE of a typographical 
m # error, the foreign addresses of 
the Utah Radio Products Co. were 
arranged incorrectly in the ISoveniber 
issue of Radio Retailing. The correct 
addresses should read: 

ETAll ItA1IIO IMIOIIECTS t o. 
Orleans St., Chicago, III., U.S.A. 

TORONTO 
Onturio, Canada 

BUENOS AIKES 
I TO V Kit:! id Prorlijtts Co. 
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201-A, etc., a 90-volt "B" battery (or 
other d-c source) and a few miscel- 
laneous parts. This simple oscillator can 
be modulated at 60 cycles by the inser- 
tion of any kind of a low-voltage a-c 
transformer in series with the lead 
to the oscillator circuit. A 20-volt toy 
transformer or a Class B input trans- 
former will do very well, as long as the 
peak a-c voltage it delivers is about 30 
to 80 per cent of the d-c voltage applied 
to the oscillator (the peak a-c value is 
1.41 times the mis value as read on an 
a-c voltmeter). 

The modulated-envelope pattern of 
the oscillator can be checked on the 
oscillograph merely by connecting ter- 
minals Nos. 14 and II (through 0.1-uf 
blocking condensers) to the plate and 
cathode terminals, respectively, of the 
oscillator tube. Control No. 16 must be 
thrown to "Da" and the linear sweep 
adjusted to 30 or 60 cycles per second. 
The pattern should look somewhat like 
that of Figure 5C. If the pattern is 
satisfactory, the oscillograph is discon- 
nected from the oscillator. 

The modulated oscillator is then 
tuned to the same frequency as the 
receiver, which will emit a 60-cycle 
rumble as resonance with the oscilla- 
tor is approached. Oscillograph termi- 
nals No. 13 and No. 11 are next 
connected to the voice coil of the loud- 
speaker, switch No. 16 being turned to 
"D3 Amp," and control No. 8 adjusted 

for suitable pattern height. If the 
sweep frequency is adjusted to 60 cps, 
the resulting pattern should be that of 
a 60-cycle a-f wave having the same 
shape as the a-c line voltage which 
modulates the oscillator. Any serious 
distortion in any part of the receiver 
(except the speaker) will be shown by 
the oscillograph. An a-f pattern is ob- 
tained because the detector of the 
receiver rectifies the modulated r-f 
carrier and eliminates the r-f compo- 
nent. If serious distortion is present, 
the oscillograph pattern will be found 
of great assistance in locating the 
trouble. 

A similar test can be made at any 
higher audio frequency, if desired. In 
this case, however, a sine-wave audio 
oscillator should be used to modulate 
the r-f oscillator. 

Patterns 

The portable oscillograph can be 
used for the visual alignment of r-f and 
i-f stages in a receiver, provided the 
usual auxiliary apparatus is available 
(frequency-modulated oscillator, syn- 
chronizing-impulse generator, etc.) The 
small size of the 913 screen is of little 
disadvantage in this application, due to 
the sharpness with which the spot can 
be focused. 

The oscillograms shown in Figure 1 
are from actual unretouched photo- 
graphs of the 913 screen. Pattern 1A 

shows a 420-cycle a-f voltage with a 
60-cycle -linear sweep. IB shows a 
3500-kc non-modulated r-f carrier, 1C 
illustrates the same carrier modulated 
about 50 or 60 per cent from a 420- 
cycle sine-wave a-c generator. In ID, 
the carrier is modulated nearly 100 per 
cent, while in IE it is considerably 
over-modulated. This condition is 
shown by the flattening of the nega- 
tive halves of the modulation peaks, 
and is caused by the negative a-f peaks 
of the modulating voltage exceeding 
the d-c plate voltage applied to the 
oscillator. Figure IF shows the 
carrier modulated 100 per cent at 420 
cycles, with a 42-cyclc linear sweep 
on the 913. Ten waves would be 
shown (420/42) but for the fact that 
the linear sweep voltage is spread 
beyond the edges of the viewing screen. 
The distortion of this pattern is an 
optical effect, due to the curvature of 
the camera lens and to the fact that 
the lens was slightly higher than the 
913 screen. 

The writer wishes to acknowledge 
his appreciation for the kind assist- 
ance of Mr. P. A. Richards,* who 
helped in the design of the oscillo- 
graph and who photographed the 
screen patterns; and of Mr. G. 
Schnetzer, W21CA#, who assisted with 
the construction of the oscillograph. 

_ * RCA Radiotron Div., RCA Mfg. Co., liar- 
rison, N. J. 

# 77 Onk Ridge Road, West Orange, N. J, 

MODEL "L", above, plays and 
changes EIGHT 10-in. or SEVEN 
12-in. records. Model "K" plays and 
changes SEVEN 10-in. records; plays 
12-in. records changed hy hand. 
Order samples TODAY. Be sure to 
specify exact voltage and frequency 
of cnrrenl you use. 

For More Radio-Phonograph Sales 

SELL AUTOMATIC PLAYING 

YOU can now provide dependable, high class per- 
formance at moderate cost, hy installing General 

Industries record-changing units in your radio-phono- 
graphs. Silent, smooth-rulining two-speed FLYER motor, 
including turntable. Speed instantly adjustable for 33 Mi 
or 78 R.P.M, Precision maiiufaetured, insuring long 
trouble-free service. No overheating. Latest flat-type 
flexible, balanced pickup. Simple, accurate, and depend- 
able record changing mechanism. Ready assembled. 

^GENERAL Injdustmes CO. 
S737 TAYLOR STREET, ELYRIA, OHIO. 

OUTSTANDING! 

The New Fox B-5 

Universal Baff leType Horn 

Quality construction. Completely universal In directional charadoristios- Supporied by a sturdy adjustable cradle complete with loclt screw adjustment. The Bell is made of FOX special alloy horn material and is correctly designed for utmost output. The cast aluminum throat collar reinforces the entire assemhlv. forming a perfect foundation for speaker mounting and cradle. All standard 12-inch speakers can be used. The Back Corer is Of heavy horn material and has the proper air by-pass so that the speaker can breathe, thus eliminating distortion. Available complete with adjustable stand. A perfect combination for indoor or outdoor work. Finished in standard aluminum gloss or Fox special wrinkle. 
Write for catalog sheets and prices, 

FOX SOUND EQUIPMENT CORP. 
3121 Monroe Street Toledo, Ohio 

;:r.* 
fSi 
n. 

MORE SPEED . 
MORE TESTS 
MORE PROFITS 
ORDER THRU YOVR JOBBER 
WRITE FOR HSFORM ATI OJV 

MODEL EE 
MODEL TA WITH ANA 
SCALES 
Rill I I fl Rl RADIO AND TELEVt- IVMLLlUn SI0N LABORATORIES 
379 W. SUPERIOR ST.. CHICAGO. ILL. 

Model 
CM 

S9.9S 1.V 
net 
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ANOTHER MAJOR 

VIBRATOR IMPROVEMENT 

BY THE LEADER— 

No More Broken Leads 

As a CALL SYSTEM 

PERMITS TWO-WAY 
■^2 

MR, EARLY 
TELEPHONE 

Mr. Jobber and Mr, 
Dealer, Belfone opens 
a profitable market. 
Built in various capa- 
cities It is suited for 
any type of business. 
Investigate. 

ALL-PURPOSE SOUND SYSTEMS 

"Remember that Bell also manufactures a full line of 
P. A. equipment for portable or permanent use — a 
capacity for every need. Low in cost. Unexcelled in 
tone fidelity- Foolproof, dependable construction. Bell 
gives you better values and makes money for you. 

BELL SOUND SYSTEMS, Inc. 
£1-62 E. Goodale St. Columbus, Ohio 

Export Office 
63 E. Goodale Street Columbus, Ohio 

Utah has always been the 
leader in the design and man- 
ufacture of vibrators for radio 
purposes. This organization 
has pioneered in vibrator 
design, and is the recognized 
and leading source of the 
radio industry for this part. 

Every Utah Vibrator em- 
bodies the same high 
qualities of workmanship 
and design found in 
other Utah products. 

Speakers • Transformers 
Chokes • Volume Controls 
Tone Controls • Resistors 
Plugs • Jacks • Push 
Button Switches 

4 

SE 

■ ■ i>M 
is-i) 

m 

CONVERSATION 

Belfone is sweeping the country. 
And it isn't any wonder. Every busi- 
ness can profit from its convenience. 
It's more than a remarkably efficient, 
low-cost, easily installed inter-office 
communicating system that permits 
any number of station^ to converse 
by a flip of a key. As a call system 
it's ideal. By using loudspeakers 
you can not only locate parties but 
they can answer from anywhere. Ask 
for details on this money-maker. 

RADIO AND SPEAKER REPAIRS 
PLAY SAFE,'—Rrpair Speakers ami Replace Cones with a proven dependable 
Cement. You con depend en GC SERVICE CEMENT. 

OTHER CC SERVICE AIDS   
Steel and Celluloid Speaker Shims, 5000 Volt Insulating Cambric, GO Spaghetti, Grafoline, Liquidope for coils. Insulating Varnish, Dial Lite Color- ing, Eon Slip Compound for Dials, Crystal Lacquers, etc, 

IVrite for complete catalog 
SOLD AT YOUR JOBBERS 

GENERAL CEMENT MFG. CO., Rockfortt, lliinols 

£   

CAPACITOR 1 

ANALYZER | 
Capacity, power factor, | 
leakage, resistance . . * | 
directly on the scale! | 
Unsurpassed. | 

Ask Your Jobber | 

SOLAR MFG. CORP. | 
599-601 Broadway New York City = 

iiiiiiiiiiimimtiimmtiJiiimimiiiiiiiifHiiiiiiimiiiiimiiiiimiiiimmimiiiiiiiiiiiiiiiiiiRiiiimimiiiimiiiniiiimimiiimmiiiiKHi; 

UTAH RADIO PRODUCTS CO, 
CHICAGO, U. S. A. 

TORONTO BUENOS AIRES 
ONTARIO CANADA (UCOA RADIO PRODUCTS CO.) 

"15 um OF LEADEIiSHIF" 
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Of all the thou- 
sands of Sprague Iti- 

•rted Aluminum Can 
Type Dry Electrolytics 

(Type SC's) sold last year, 
I'm convinced that MORE 

THAN HALF were used in Power 
Amplifier equipment where excep- 

tionally good filtering and the ability 
to stand sudden surges are absolutely 
essential. Servicemen themselves will tell 
you they build up to 650 to 670 volts—and 
with extremely low leakages. We have 
done our best to give you the finest re- 
placement condensers. We challenge com- 
petitors to equal their quality and elec- 
trical characteristics. Let me send the 
new Sprague CataFog today to help you on 
your next condenser order. 

SPRAGUE PRODUCTS CO. 
North Adams, Mass. 

"BULLET" 

DYNAMIC MICROPHONES 

• Maximum sensitivity 
• Effective at Jong dis- 

tance from amplifier 
• Wide choice of im- 

pedances 
Send for circular and technical data 

SHOIITCUTS 

^Wynaniotor Interference 
Elimination 

J?y Gerald Evans 

With only the short wires necessary 
to connect the radio and motor-genera- 
tor type of B power supply to the A 
battery, most any kind of a filter will 
keep RF interference out of the radio, 
since the short leads on the "A" supply 
radiate very little. But when the B 
power is connected to a line as is the 
case when one of the new 6 volt farm 
powers is installed, radiation from the 
commutators becomes serious. 

Most of these lines have their natural 
period within the broadcast band, and 
when connected to the average gene- 
motor, becomes a very efficient aerial 
for the radiation of motor interference. 
Grounding either side of the line will 
not help, in most cases it makes it 
worse. 

The filter shown, even though the 
motor was somewhat worn, completely 
silenced interference. No ripple could 
be detected on the most sensitive radio. 
Only one choke is used, additional 
chokes are neither necessary nor desir- 
able, When installed in the high out- 
put line they tend to make radiation 

I worse due to unbalance. The choke 
| used should be wound with No, 10 or 
! 12 enameled wire, SO to 60 turns in 
| layers, on a ^ inch form. This choke 
I is connected in the high or hot side of 
1 the motor input as shown. The wire 
connecting the choke to the motor 
should not exceed 7 inches in length, 
and should be shielded. Condensers 
Cl and C2 are connected to the brushes 
inside the motor housing. If C2 has a 
rating of 15 volts it will be small 
enough that no difficulty will he en- 

AT LAST 

an ALL-PURPOSE Microphone . . . 
T. R. 2—Standard model "Bullet" . . . 
the ultimate in dynamic microphone design 
. . .List price $39.50. 
T. R. 3 — New model "Bullet". . . smaller 
than T. R. 2 but with relatively the same 
characteristics . . , List price $24.50- 

Consider these outstanding "BULLET" 
features combined in one microplione , , , 

Remarkable tone 
quality 
Attractive, modern 
appearance 
Unequaled for severe 
outdoor work 

Generator Motor 
A A 
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Fellows, you'll 
find these small Card- 
board Dry Electrolytic 
ETCHED FOIL Condens- 
ers (Sprague Type PTM) 
are built to take everything the 
rectifier will give them. They 
mean more pep for the set plus bet- 
ter tonal quality. Both you and your 
customers will quickly note the improve- 
ment. Conservatively rated at 525 volts, 
yet servicemen themselves say they'll take 
surges as high as 560 and even 580 volts! 
Won't break down because you can't reach 
the sparking point. FAMOUS SPRAGUE 
HUMIDITY 
PROOF SEALING 
and other features 
at no additional 
cost. 
SPRAGUE PRODUCTS CO. 

North Adams, Mass. 

Truthfully aud Sincerely 

/ SaWs Mona0»rr 

ground the frame of the B power to 
the low A line and set chassis, but this 
should be unnecessary in most cases. 
If a large bypass condenser, .3mfd. or 
larger, is connected from the frame 
to the low A side, it will usually make 
an effective ground without having the 
motor chassis at D.C. potential. 

An 
made 

lli'liair < VnM'ii# 
By M. Knight 

excellent, speaker cement can be 
by dissolving scrap 

countered in getting it inside the motor. 
It should be understood that these are 
paper bypass condensers, not electro- 
lytic. 

Condensers C3 and C4 cannot be sub- 
stituted for a single unit of a large 
capacity, due to inductive effects.. The 
circuit should be followed as closely 
as possible, and some experimenting 
should be expected with different 
machines. 

In some cases it may he necessary to I 

dissolving scrap celluloid in 
acetone. The parts to be joined together 
should be given two thin coats and al- 
lowed to dry for a few minutes before 
applying a third coat and joining. It is 
easier to apply than most cements and 
makes a neater job. 

Parts ]l«l«l«r 
By Marion L, Rhodes 

When in need of something to hold 
small nuts and bolts when repairing a 
set, try a few of the glass coasters used 
under furniture legs. They are cheap 
and won't tip over when placed on 
the bench with other equipment. 

TRANSDUCER CORPORATION 

30 Rockefeller Plaza 
New York, New York 
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THICKS OF THE TH A l>E ■ 

A, K. 37, 40 
Dead . . . replace 0.3 mfd speaker 

bypass condenser. 

BOSCH 44 
Bad hum at low frequency end of dial 

. . . this set must have a very good 
ground. Try different types for best 
results. 

COLUMBIA SG-8 
Oscillation when volume control is 

advanced . . , insert a S000 ohm re- 
sistor in the grid circuit of the detector. 

DE WALD 61 
Distortion, hum . . . look for short be- 

tween cathode of 41 and positive fila- 
ment of 37 socket. 

EMERSON 5A 
Insensitive . . . replace 14,000 ohm 

cathode resistor on 85 tube. Resistor has 
greatly changed value. 

5. E. 105 
Off calibration . , , check afc, 6J7 

and 5Z4 tubes before adjusting trimmer 
condensers. 

6. E. K-40A 
No volume . . . worn insulation on 

antenna lead where it passes through 
chassis. 

G.E. L-50 
Dead, low B voltage . . . open 8 mfd 

tubular voltage doubling condenser 
mounted under chassis. 

GRUNOW 5E 
Motorboating, intermittent . . . Re- 

place part No. 28726, a ,1 mfd 400 v. 
plate filtering condenser. 

LYRIC V-500 
Hum . . . line resistor under chassis 

leaking to ground through asbestos in- 
sulation. Insulate metal retainer from 
chassis with fiber washers. 

MAJESTIC 55 
Crackling, noisy . . . oscillator pri- 

mary winding breaking down. Replace 
with new unit (I.F. 27SKC), 

MAJESTIC 
Weak, crackling . . , check spray 

shield on all tubes to see if shield makes 
good contact with base pin. If poor 
connection is found, a small wire wound 
around tube where the base joins the 
glass will bond the base pin wire to the 
shield. 

PH1LCO 30 
Intermittent . . . broken flexible wire 

under cover of grid control leads. Check 
from condenser to ground shows good 
contact but a check from inside of rub- 
ber control grid caps shows open. 

PHILCO 81 
Fading , . . Usually caused by fail- 

ure of one of the condensers in the a.c. 
line or in the center-tap of the power 
transformer. Opens are the most com- 
mon failure. Usually attended by a hum 
or squeal, depending upon which con- 
denser opens. 

RADIOLA 18 
Oscillation when new tubes are in- 

stalled . . . locate neutralizing condenser 
under chassis and turn counter clock- 
wise till oscillation ceases. 

PHILCO II6B 
Oscillation , . . push hot grid lead on 

volume control close to chassis. 

RCA R023 
Weak . , . replace 8000 ohm resistor 

connected between screen and cathode 
of rf. and if. 

SILVERTONE 110 

Hum, weak . . . check 8 mfd wet 
electrolytic on top of chassis for low 
capacity and leakage. 

SILVERTONE 1534 
Weak, hum . , . connect a 10 mfd 

35 v. condenser from cathode of 58 tube 
to ground. 

STEWART WARNER 1236-B 
Oscillation . . . replace 4 mfd filter 

condenser in can with audio bypass 
with higher voltage type. 

SPARTON 36 
Vibrator burns out . . .connect a .01 

mfd 1600 volt condenser across second- 
ary winding of power transformer. 

ZENITH 70S 
Broad, insensitive . . . remove cathode 

resistor and bypass on 2A7 mixer. 
Ground cathode, then repeak I.F, and 
R.F. stages. 

Do You Want the HIGHEST Resistance Voltmeter? 

(10 Megohms on all ranges) 
Clough-Brengle MODEL 88 Vacuum-Tube Voltmeter 

There is only ONE way to accurately measure volt- 
age in high resistance circuits. Use the new MODEL 
88 Combination Vacuum-Tube and Peak Potential 
Voltmeter. Three scales 0-1.2-10-100 volts, all draw 
absolute zero current from circuit under test. Over 

FREE ten times the input resistance of other HIGH re- 
sistance voltmeters. 
Send for FREE booklet just off the press, giving 

\\cft \\ test Proce^ure for 0VQt important measure- Vs \\ ments such as: r-f and a-f stage gain, checking pre- 
U selector and oscillator stages, matching coils, im- 

TD*" pedance measuring, amplifier gain, and response 
curves 

NJ0 \\ Ask your jobber to demonstrate 

m 
Send a copy of the new C-B Application Bulletin, "Use of the Vacuum- JJ 
Tube Voltmeter in Receiver and Amplifier Servicing." 

Name            
Address       i 2819 W. 19th Street 

The CLOUGH-BRENGLE CO. 
Chicago, U. S. A. 
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PHILCO 76, 77 
Hiss on nil stations . , . May be re- 

duced by raising the value of the detec- 
tor cathode resistor. 

"HILCO 95, 96, 112 
Blocking, similar to very slow re- 

covery of avc, set otherwise normal 
, . . replace volume control. Ringing 
sound in speaker when set is removed 
froth cabinet , . . Same cause, volume 
control. Static similar to that caused 
by bad a. f. transformer . . . Check 
same control. 

PHILCO 112 
Poor tone . . . check 5 watt carbon 

resistor between speaker return and 
ground for drift from original value of 
15 M. If necessary to replace use wire- 
wound unit. 

PHILCO 650 
Krratic volume control operation . . . 

Put a .00005 condenser between the 
tap of the control and ground. 

FORD-PHILCO 1934 
Distinct vibrator buzz that is hard to 

correct . . , Take out 75 second detec- 
tor-a.v.c. tube. If noise stops suspect 
shaft collar holding volume control to 
case. Another check for this trouble is 
to find low settings of volume control 
more noisy than higher settings. Give 
collar another hard turn with a wrench 
to dig through paint and slight cor- 
rosion and also run a heavy, short piece 
of braid from low point of volume con- 
trol to case and solder well. This will 
eliminate all buzz from this source. 

RCA 80-82-86 

Continual rasping of speaker . , . 600 
kc. trimmer loose from chassis vibration. 

RCA 221 

Bad hum . , . leaky 4 mfd. cond. in 
capacity pack, No, 6703—C 22, dis- 
connect blue lead and replace. 

RCA C6-I2 
Low Volume , . . Check volume con- 

trol for grounded center arm. 

RCA-VICTOR CIM 
Set changes volume badly when 

specch-music control is varied . . . In- 
stall new capacitor pack. This pack is 
on the front of the chasis and connects 
to both volume and speech-music con- 
trols. 

RCA R-lt 
Fading after few minutes operation 

. . . Replace '27 in A.V.C. socket with 
Sparton 485. 

RCA Rli-GE 62 

Intermittent . . . replace C 18 a .1 mfd. 
condenser in A.V.C. network. This 
condenser located in capacity pack and 
can be distinguished by white lead that 
goes through resistor board. 

RCA-VICTOR R50. R55, RAE 59 
Distortion and lack of volume . . . 

Check primary of interstage trans- 
former. The winding with the yellow 
lead opens up. Disconnect the yellow 
lead from the number 5 terminal on the 
8-tenuinal strip of powerpack. Con- 
tinuity test will probably show open or 
high resistance. 

WELLS GARDNER 5E 
Noisy , . . Replace the 50 mmf. con- 

denser between plate of 34 l.F. and 
grid of second detector. This is a spec- 
ial wire wound capacity but can be re- 
placed with a 100 mmf. mica. 

{Continued from Page 11) 
(Paul Bryant) 

quotas broken down in the same 
manner by cities and rural towns. 

Kach distributor is also provided 
with information, figures and neces- 
sary forms to enable him to keep an 
accurate weekly record of sales and 
quotas in these cities and towns in 
each salesman's territory. These 
records provide each distributor with 
a complete detailed yardstick of 
weekly performance throughout his 
territory and a means of measuring 
the performance of each city, each 
salesman and each dealer. This infor- 
mation enables a distributor to put his 
finger immediately on any weak spot 
in his territory or on the work of any 
one salesman. 

The information outlined in the 
foregoing paragraph is available to 
our district managers, whose first 
duty, when calling on distributors is 
to check these records and to work 
with the distributor in correcting any 
weakness that may exist in any local- 
ity or city or on the part of distribu- 
tors' salesmen. Our district managers 
are routed to the ditributors in their 
territory who are currently doing the 
poorest job. This is accomplished 
through the information on file in our 
office. Upon arriving at the dis- 
tributors' headquarters, our district 
manager immediately checks the 
distributor's records of performance 
and devotes whatever time he may 
have to spend with that distributor in 
the cities or with the salesmen where 
the sales performance is below par. 

ZENITH 6D, 70 

Weak signals accompanied by strong 
A.C. hum . . , half of filter condenser 
across speaker field shorted: replace. 

ZENITH 6M-90, 6M-91, 7M-91 
Dead, intermittent or noisy when 

jarred . . , Look for broken connection 
from bottom of condenser gang to 
oscillator or first detector coil. 

ZENITH 4BI3I 
Oscillator dead . . . Remove oscil- 

lator coil, place eighth inch composition 
spacing washers over mounting lugs and 
reassemble. 

ZENITH 1937 MODELS 

Strong motor-boating with switch in 
distance position . . . replace screen grid 
and plate bypass condensers marked C 4 
in schematic. 

{Continued from 1'age 12) 
(Don Park) 

to a survey made among the largest 
manufacturers in the country, 

A very constructive plan of special 
rewards can be set up, giving the dis- 
tributor certain cash prizes each 
month for every county which is over 
its quota for the month, and a certain 
additional reward in the form of 
honor pins, etc., for the distributor 
salesmen who have every county over 
quota for a period of three, six, nine 
and twelve months. 

Itrffu lirr "Puhe-Feeling" Essential 
In our own organization in order to 

prevent overstock and so regulate pro- 
duction, each distributor reports to us 
each Monday morning his inventory 
as of the preceding Saturday, plus his 
sales for the past week. These reports 
must he in our office Monday morning 
without fail, using air mail or tele- 
graph if necessary. 

We also maintain a separate quota 
for orders from distributors. This 
quota naturally must be broken down 
on a different monthly basis than the 
quota for sales, for the distributor 
orders in advance of retail sales to 
dealers. The percentages used in the 
monthly breakdown are determined 
by a statistical procedure known as 
"The Link Relative Method." This 
procedure tends to iron out the cyclic 
variations and gives us a true season- 
able variation. 

The radio industry has not yet been 
established long enough to exactly 
figure all cyclic variations. 

PLANS FOR 19 3 7 PRODUCTION 
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(Wind Electric Plants) 

RADIO & TECH. PUBL. CO  70 
(Service Manuals) 

RADIO CORP. OF AMERICA 40, 41 
(Sound Engineering) 

RADIO TECHNIC LABS  67 
(Instruments) 

RAYTHEON PRODUCTION CORP , 39 
(Radio Tubes) 

RCA MFG. CO Front Cover and 4 
(Radio Sets) 

READRITE METER WORKS  70 
(Tube Testers) 

RECORDING EQUIPMENT CO  50 
(Recording Equipment) 

RIDER, JOHN F  66 
(Service Manuals] 

SIMPLEX RADIO CORP  3 
(Radio Sets) 

SOLAR MFG. CO  74 
(Condensers) 

SPRAGUE PRODUCTS CO  75 
[Condensers] 

STEWART-WARNER  b 
(Refrigerators) 

Page 
STROMEERG CARLSON TELE, MFG. 

CO  2 
(Radio Sets) 

SUPREME 1NSTR. CORP  62 
(Radio Test Equipment) 

THORDARSON ELEC. MFG. CO  69 
(Transformers) 

TRANSDUCER CORP  75 
(Microphones) 

TRIAD MFG. CO  71 
(Radio Tubes) 

TRIPLETT ELEC'L INSTR. CO  56 
(Elect. Instruments) 

TUNGSOL RADIO TUBES, INC  46 
(Radio Tubes) 

UNIVERSAL MICROPHONE CO  46 
(Recording Equipment) 

UTAH RADIO PRODUCTS, INC .72, 74 
(Transformers) 

WARD-LEONARD ELEC. CO  67 
(Replacement Parts) 

WARD PRODUCTS CO  55 
(Auto Antennas) 

WEBSTER-CHICAGO   72 
[Sound Equipment] 

WESTON ELEC'L INSTRU. CORP  58 
(Instruments) 

SEARCHLIGHT SECTION 
(Classified Advertising) 

Classification Page 
CATALOGS   79 

RADIO STOCKS 
Allied Radio Corp  79 
Apparatus Design Co  79 
Radolek Co  79 
Williams Philco, Inc  79 
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EMPLOYMENT and BUSINESS OPPORTUNITIES—SURPLUS STOCKS—DISCONTINUED MODELS 
UN DISPLAY ED—KATE PER WORD: 

Positions Vacant and all other clnssifiea 
tions. 13 cents a word, zuinimum charge 

$3.00. 
Positions Wanted (full or part-time salaried employment only) V2 the above rates, payable in advance. (See ff on Box Numbers.) 
Proposals, 50 cents a line an insertion. 

INFORMATION : i3t>;c Numbers in care of our New York, 
Chicago and San Francisco offices count lb words additional in undlsplayed ads. 
Replies forwarded without extra charge. 

Discount of 10% if one payment is made in advance for font consecutive inser- tions of undisplayed ads (nt including 
proposals). 

DISPLAYED RATE PER INCH: 
1 Inch  $8.00 2 to 3 inches    7.80 per inch 
4 to 7 inches  7.60 per inch 
Bates for lari/tr spaces, or yearly rales, on reQucst, 
An advertising inch is measured vertically on one column. 3 columns—30 inches— to a page. Radio Retailing 

SEARCHLIGHT 
SERVICE 

Covers the Advertising of 

Affendes /Wanted Asrent® Wanted 
Auction Noticea 
Bids Wanted Books and Periodicals 
Buildings for Sale Business Opportunities CtrU Service Opportunities 
Contracts to Be Let 
Contracts Wanted Educational 
Employment Agencies 
Foreign Business For Exchange 
For Rent Franchises 
Labor Bureaus 
Machinery Wanted 
Partners Wanted Patent Attorneys 
Patents for Sale Plants lor Sale 
Positions Vacant Poflitions Wanted 
Property for Sale Proposals Receivers' Sales 
Representatives Wanted Salesmen Wanted 
Second Hand Equipment 

For Sale For Rent Exchange Wanted 
Specialists Tutoring Miscellaneous For Sale. For 

R«nl and Wanted 

Address 
Department Advertising Staff McGraw-Hill Publications 

330 West 426. Street, New York 

1937 TUBES 
Every Confidence and 

Vnameter 

TUBE TESTER 
can be brought up to date for 1937 octal base and metal tubes by cither adapters, Kits, Socket. Units or factory re-vamp jobs at very reasonable rates. From $2.00 up. You cannot obtain proper test data for the new tubes from any source other than this factory. Send for FREE SERV- ICE FOLDER No. 152 which describes fulb the requirements to bring every model up to date. Tell your friends who own one of the thousands of Confidence or Unameter testers. 

APPARATUS DESIGN CO. 
Little Rock, Arkansas 

Owned and operated by j. R. Williams & Sons 

PHILCO Parts, Service 
Manuals, Tubes, etc. 

Catalog Sent on Request 
WILLIAMS PHILCO, INC. 

800 SI. Adams St., FeoHa, III. 

New "Searchlight'' 

Advertisements 

must be received by February 4 to 
appear in the February issue. 

Address copy to the Deparimetiial 
A dvertisi ng Staff 

RADIO RETAILING 
330 West 42(1 St.. New York City 

f/Umazinq RADIOS 

4 a 
1937 Knight Radios offer you un- j beatable profit-making opportum- = tiesl Sensational new features in- jE elude giant 11-ln. Magna-Span \ Dials and super-dyriamic Vita- 5 Tone Speakers. Unmatched per- = formance, at amazingly low prices. ; 38 models. 5-19 tubes, as low as i $S.45l 

/0t000Service Parts 

\ 

\ You can fill every service need 
j from the ALLIED Catalog—at 
I lowest prices. Lists over 10.000 
j exact duplicate and replacement 
F parts, complete test equipment, 
[ tools, books, etc. You save 
\ time, trouble and money on 
j every purchase by ordering i from ALLIED. 

Send For CATALOG 

= ™3 f™'- 152-paeo Cats- i = log also shews newest = E » Bound systems, amateur = gear, kits, Iturlpower units i 1 and Windohargers, etc. = 
Whatever you need. E you'll always find it = In the ALLIED E 

i Catalog at the lowest = prices. i 

E ALLIED RADIO CORPORATION Dept. 1S-A | 
I | BiJ W. Jackson Blvd., Chicago, III. J = 
E Send us your new 1937 Catalog I Free). 
II Name       | | 
(Address        ■ | 

City   i 1 

\\//) 
rv 

FASTEST SERVICE 

COMPLETE STOCKS 

LOWEST PRICES 

RERt IS YOUR 

"GUIDE" 

Don't Grope Around In The Dark . . . 
Send For This New Radio Buying Guide Today! 

Here is the solution to all your radio supply problems . . , Here is 
your key to the fastest service , , Lowest Prices . , .and the 
largest stock of Radio Repair Parts in the world I This Radolek new 
1937 Radio "Profit Guide" is the most complete Radio Parts Catalog 
ever published . - . over 160 pages . . . bringing to you over 10,000 
individual Repaid Parts . . . hundreds of new items ... a complete 
new selection of Radio Receivers, AmpHfierSj Tubes, Tools, Books and 
Instruments . . . Everything you need _ . . . always in stock . . . 
ready for prompt shipment ... at the right prices. »•■■■■■■■■■■■■■ 

YOU NEED THJS BIG CATALOG! I V 

ft Ao SSMh Co 

It'i FREE! Send Ibis coupon NOW I Radolek endeavor* to restrict circulation of the Profit Guide to those actively engaged In the Radio business. Please enclose your business card or lettsrhead. 

Rely on Radolek tor"Everything in Radio' 

R A D O L E 
601 W, Randolph St., Dppt. A-S, CHICAGO 

Name         
Address        

Servioeman?□ Dealer?n Experimenter?□ 
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LETTERS 

Comm. Receiver Discounts 
In the November issue of Radio Retail- 

ing, pages 34 and 35, you have a very in- 
teresting display of communication receiv- 
ers. In the article you suggest that the 
radio dealer is missing a bet if he does 
not stock at least one of these sets. 

We have been in the radio business ever 
since broadcasting started and the writer 
has often looked longingly at this possi- 
bility. Being a "ham" myself. I realize 
the superior performance of these sets. 
BUT, these sets are sold hy radio supply 
houses at 40 per cent off the advertised list, 
to anyone who wishes to buy. 

If any of the manufacturers on page 35 
will sell to the radio dealer so he can make 
a profit we would very much like to hear 
from them. 

Whittier, Calif. 

Spartan Medicine 

I've seen a lot about the difficulty thrown 
in the way of radio dealers hy retail mail- 
order houses. And I must confess that it 
certainly cannot he taken lightly. 1 have 
put iu a lot of time convincing a prospect 
that the nationally advertised lines of radios 
suit his needs only to have him "yes me" 
and go home and order from a mail-order 
house. 

Once, I started selling unknown brand 
radios. Most of them performed so poorly 
that they were hard to sell and prevented 

me making other sales in the same locality. 
But there is a way to handle mail-order 

competition and at the same time fake a 
whack at companies that make these pri- 
vate brand receivers for them at one price 
and sell the same things with trade-names 
to jobbers at another. The solution is 
about as tough as the competition but it 
does work. 

How about building your own receivers? 
A lot of my sales arc home constructed sets 

GOING UP 

R. G. Peei.f. 
Makers of communication receivers, please 

copy. 
Editor 

Will His Face Be Red! 

There seems to be quite a difference of 
opinion as to whether or not a charge 
should be made for tube testing. 

For my part, I encourage the public to 
bring their tubes in for testing. Xo charge. 
Where I have to go out I make a flat 
charge of fifty cents, which is little enough. 
In the days when tubes brought a better 
price I made no charge at all. 

The sort of thing that burns me up is 
the party that comes in, takes my time 
and the use of my high-priced tube tester 
without any intention of buying. 

A short time ago a boy of apparently 
about fifteen and smelling very strong of 
the cow barn came in with some tubes to be 
tested. 1 found one bad one and tried to 
sell him a new one, telling him the price 
was one dollar. "Oh well", he said, "I can 
buy them mail-order for fifty-seven cents." 

I have this boy's picture and fingerprints 
filed away in my "Rogues Gallery" and 
when he comes in again he will be advised 
to send his tubes to the mail-order house 
for testing. 

Arthur Rislev 
Richfield Sprtmgs, N. Y. 

Tv v - 
I J m 
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Eight, believe it or not, asked us to order 
one for them! 

Dubuque, Iowa Fred C. Even 

Flowers, For Charts 

Very much pleased with Actual Socket 
Voltages and I, for one, wish you to keep 
up the good work. I rate Radio Retailing 
"Tops." 
Toledo W. R. Hhown 

We find the various "plates" in your 
magazine on socket voltages and socket 
connections very helpful. They are even 
better than those sent out by tiie tube 
manufacturers. 

Would it he possible to secure tear-sheets 
of these pages? We do not like to cut up 
the magazine to file them for reference. 

Ashland, Ore. Glen A. Pre.-cott 

^ - 

if :: ' 

Amos and Andy (NBC) give us a 
mail marl to shoot at 

put together at surprisingly low cost and 
they work better than most cheap factory- 
made jobs. One drawback is troublesome. 
Obtaining cabinets. Much time could be 
saved if cabinets could be obtained uncut. 
If some cabinet maker would come out with 
a line of competitively priced table model 
cabinets this would be a great help, 
Ola, Arkansas Gerald Evans 

Barnum Was Righf 

Something should he done about all these 
fake gadgets people are told will cure radio 
noise if simply hung on their antenna. The 
market is being flooded with this stuff. 

To prove to ourselves that people fall for 
such junk our serviceman made up a supply 
of gadgets as follows: A straight piece of 
wire in a sealed can, two binding posts con- 
necting the two ends, a piece of lead scaled 
in to add weight. We gave some of these 
to our customers free and asked them to 
try the gadgets out. A riuestionaire asked; 
(1) Did it improve reception, selectivity 
and distance? (2) Would you pay 25c for 
this? 

Out of IS people tl said yes on the first 
question, 4 said they were not sure but 
thought there was some improvement and 
2 said there was no improvement. To the 
second question 11 said yes and 4 said no. 

Sure, we'll supply an occasional free tear-sheet 
or two, if we have any left. Bill we can't 
guarantee to shoot them out in quantities. 

Editor 

I have been a subscriber to Radio Retail- 
ing since it first came out and 1 want to 
know if you will allow me to use the page 
in your last issue that shows the service- 
man, and what it takes to prepare him to 
give good service. I would like to have 
your permission to reprint this in one of 
the local papers to advertise my service 
work. 
Atlanta Henry L. Re id 

Permission to reprint: Granted. Kditor 

Flowers, Assorted 

Although my subscription has expirei 
under the Balsam Electric Shop don't thinl 
I am without RR for $1 for 12 months! 

Ridiculous! I would not be without i 
if it was one dollar per copy! 

I now receive RR under the name June 
tion Radio, 3705 Junction Blvd., Corona. 

S. S. Balsaj Flushfnc, N. Y. 

I received your latest copy of Radio Re 
tailing and I am very much impressed wit 
the information you have in store for th 
radio dealer and serviceman. 

I have told my radio friends about you 
wonderful book atid I expect them to gt 
in touch with your office about subscribinj 

Nanticoke, Penna. James O'Donnel 

Your records show that I have been c 
your list for a number of years and tl 
big item is the "Tricks of the Trade" sei 
tion. This section alone is well worth tl 
price of the entire magazine. 

Pittseurch E. D. Mooehou; 
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For the first time in radio history, you can sell auto radio with AUTOMATIC 

IREQUEISCY CONTROL. It's a sales-clinching feature. Your prospects 

will appreciate its safe-driving advantage — eyes concentrated on the road 
— while AFC permits instantaneous tuning for perfect Focused Tone recep- 
tion. This new, sensational G E Auto Radio offers the most dramatic, demon- 
strable, sales-getting combination of sales features ever incorporated in auto 
radio. Three proven profit leaders complete the G-E Auto Radio line. 

Ask your G-E Radio Distributor how you can shift your sales and profits 
into "high" with a G-E Auto Radio MERCHANDISING PACKAGE. 

DELIVERIES COMMENCE FEBRUARY 

MODEL FA-60 

6 G-E Metal Tubes, plus syn- 
chronous-type vibrator (8- 
tube performance). 

6l/2-inch Speaker. 
Antenna Circuit-matching 

System. 
4 Walts Output. 

MODEL FA-SO 

AFC Control- 
8 G-E Metal Tubes, plus syn- 

chronous-type vibrator (12 
tube performance), 

61/2-inch Speaker. 
Compensating AVC. 
Antenna Circuit-matching 

System. 
3-point Tone Control. 
7 Watts Output. 
Class "B" Amplification. 

MODEL FA-61 

G G-E Metal Tubes, plus syn- 
chronous-type vibrator (8- 
tube performance). 

GVj-inch Speaker. 
Antenna Circuit-matching 

System, 
Tone Control. 
4 Watts Output, 

GENERAL® ELECTRIC 

AUTO RADIO 

APPLIANCE AND MERCHANDISE DEPARTMEMT. GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
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in THE IROSIEV LIRE 

SUPERHETERODVRE 

PORTRBIE RC • DC RECEIVER 

R REUI HIGH IR URLUE ... R REUI IOU1 IR PRICE 

The Sales Leader That Dealers 

Everytrhere Have Ih'eii Awaiting! 

i [itch your "iiulcji chariot" to this new star in 
the Crosley Radio line—the Crosley Model 
('.-.">16. j-tubc \C-nC Superheterodyne—for 
it's headed for the heights in IhilT. Never 
hofore, has such a remarkable set been offered 
at such an astoundingly low price . . . never 
before have so many outstanding features 
been found in any radio near this price range. 
Have your f.rosley Distributor show you 
the Model C-516 . . . check its long list of 
selling features . . . hear its marvelous per- 
fonnance . . . and ask for details of the 
Crosiey Franchise that will put this sales 
leader to work for you. 

CR05LEV mODEl C-51B 
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Kivn lulu's (2 thml jturiHMit) Snprrln'lcroilyrn; Circuit . , , 
I nil \ iviuii. llliimiiuiU^l virpltini' I >[>•- I'i:tl, ivilihralcd 
in IhiIIi kilocycli-Js unil inolrtnv. . . J iiuin^ Jtarig'-kH725 
Kr. . . . StniMlanl Hmailcaistsi . . . 15" Full 
'IVmr DyiKirnU' Sppiikrr . . . (>|irrii[4*s mi NU-voll AC or 

. . . "So (irouixt HiMpiinnl . . . Suliil Maliuttuny C.alu- 
im'I . . . Lil/.-wiKiinl miH-urin r^iils nml ollirr I'Xi-lusivft 
Ton I urcN. I )ifiu'usioii^: 7 'lOn v" wiile, deep. 
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(I'rirrs xlujhUy hiahrr in EJnrid't. Roeky .\Iountitiii Slates and tees/.} 

THE CROSLEY RADIO CORPORATION, CINCINNATI 

POWEL CROSLEY, Jr., President 

I Ion ie i»f Sliilmii**— W I.W —70 »m your iltnl. 

UIHRTEUER HRPPEIIS . . . VOU'RE THERE WITH R CROSIEV 


