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1 Loud S|M*«ken4 mid Their Use 

2 Superheterodyne First Detec- 
tors and OscIllalorM 

3 Half-Wave and Voltage 

Douhier Power Supplies 

4 Vibrators and Vibrator 
Power Supplies 

5 Phono-Radio Service Data 

6 Autumalic Tuning 

5 UCHHKM | 
5 MAHUM- 

7 Fre»n»ency Modidalioti 

8 Television 

9 Oijincilorn 

10 Praelieal Radio Noise Sup- 
pression 

11 Vacuum Tube Volt Meiers 

12 Useftil Servicing Infoniialioit 

13 Receiving Tulie Cliameler- 
i sties 

PACKED FROM COVER TO COVER WITH PRACTICAL INFORMATION 

In This Book 

Practice and Theory Join Hands 

1 o Help You^ 

The New MV E TEdlNICAL MANUAL is a magnificent warliine 
aid for radio scrviccinen, engineers, amateurs and experimenters. 
Helps you make the most of available components. 

Written simply in down-lo-cartb English that gives both radio 
theory and practice, presenting the latest technical information. 

Applies to your every-day servicing problems—a handy companion 
for the work bench—indispensable for quick solutions to the home 
set difTicnUics you must overcome to "Keep 'em listening.'* 

408 pages, 8V2 x 1 1 inches, profusely and accnralclv ilbislrated, 
durably boinnl in hard cloth covers. 

Invaluable—if you are a veteran—because it contains much data 
heretofore niipiiblished; if you an; new at the business—because it 
is so easy to understand, as well. 

Your nearest Mnllory Dislrihutor trill supply you. 
Price $2.00—while the supply lasts. 

P. R. MALLORY & CO., Inc., INDIANAPOLIS, INDIANA 

P. R. MALLORY 8. CO.Inc. 

•ir 

>> 

Approved Precision Products 
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i4'T HEAR HIM 
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One o£ the most annoying incidents, so 
we've been told, In the overworked radio 
repair shop is the unnecessary eervtce 
call. There's too much essential work to 
he done these days • . . and customers in- 
variably are reluctant to pay for some- 
thing they could easily have done them- 
selves. 

Perhaps here's the answer , . , in this 
time-saving home check-up chart which 
you can paste up in your store window. 
The chart illustrates a host of simple 
things anyone can and should do before 
calling a radio repair man . , . thus con- 
serving your time for more essential 
work and building good will by saving 
your customers needless expense. 

We've also had this check-up chart print- 
ed in a handy pocket edition. Should 
you like a supply for free distribution to 
your customers, as well as the poster-size 
chart, just drop us a line. There's no 
cost or obligation ... just a friendly ser- 
vice from Admiral to you and your cus- 

Continental Radio & TelevisifHi Corp. 

3800 W. Cortland St.. Chicago, III. 

Tune In—CBS, Sundays,-2:30 P.M. EWT, 
for Admiral "World News Today" 

RADIO Retailing TODAY • November, 1943 1 
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SAYS COMMANDER McDONALD... 

"ONE OF THE MOST CONSTRUCTIVE 

POST-WAR MESSAGES I EVER READ 

This is what the well-known President of Zenith Radio wrote us 

after reading the newspaper advertisement you see reproduced 

on the facing page . 

His letter continues* ''Crystal gazer's dreams of post-war items, if 

they were to carry on as they have in the past, would do a great 

injury and injustice to American industry by creating false hopes 

in the minds of the public. Thar is why I believe so strongly in 

what you had to say in your recent page in the Chicago Tribune- 

Keep up the good work'' 

Gommander McDonald is one of many leading business executives 

who wrote us thoughtful, praiseful words about our 'POPULAR 

SCIENCE RAISES A RESTRAINING HAND' advertisement. 

Would you like copies of their letters? They're well worth readings 

And—how do you feel about post-war products? After you've read 

the ad, we'd be much interested to get your comments. 

This advertisement recently appeared in dominating space in leading 

newspapers from coast to coast Reprints available upon request- 

with our compliments Write — Stephen P Glennoh, Adv Director. 
POPULAR SCIENCE Monthly, 353 Fourth Ave..New York 10.N Y. 
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3911 S. Michigan Ave., Chicago 

Vfe S^lneyl SP/ietf/cet r/Mmtde In n// J/w tyfat/d 
Reprinted by Popular Request 

NOVEMBER, 1943 

EDITORIALS 
EYEWAYS TO YOUR STORE 
DEALER RATIONS STOCK 
OHIO TRADE TRENDS 
RECORDS BUILD SALES 
TURNTABLE DISCOURSE 
RECORD NEWS 
RADIO PLAN BOARD 
IN SPITE OF HANDICAPS 
JOBBER ACTIVITIES 
DRIVE-IN REPAIR 
ELECTRON TUBES* 
SERVICE NOTES 
WHAT'S NEW 
WASHINGTON NEWS 
LETTERS TO THE EDITOR 

■^SUPPLEMENT: "Electron Tube User"— 
Chart In Color—Illustrating Article on page 
48. Chart is backed by two articles: (1) 
Radio Today—Across the U.S.A.] and (2) 
Success In Substitute Lines. 

Radio Retailing TODAY, November, 1943, 
Vol. 28, No. 11, 25c a copy. Published 
monthly by Caldwel!-Clements, Inc., 480 
Lexington Ave., New York 17, N.Y. M. Clem- 
ents, president; Orestes H. Caldwell, treas- 
urer. Subscription rates United States and 
Latin American countries, $1.00 for one 
year, $1.50 for two years, $2.00 for three 
years. Canada $1.50 for one year, $2.00 
for two years, $3.00 for three years. All 
other countries $2.00 for one year, $3.00 
for two years, $4.00 for three years. Printed 
in U.S.A. Re-entered as second class matter 
August 28, 1942, at the Post Office at New 
York, N. Y., under the act of March 3, 1879. 
Member of Audit Bureau of Circulations. 
Copyright by Caldwell-Clements, Inc., 1943. 

ORESTES II. CALDWEIX 
Editor 

ML CEEMENTS 
Pahllsher 

H. L. M. Capron, Merchandising Editor 
William E. Moulic, Technical Editor 

Helen Thurman, Associate Editor 
John L. Stdutenburgh, Associate Editor 

Charles F. Dreyer, Art Director 
E. T. Bennett 

M. H. Newton 
Lee Robinson 
B. V. Spirsetta 
N. McAllister 

John A. Samborn 
O. H. Sutter 

W. W. Swigert 
J. E. Cochrarr 

R. Y. Fitzpatrick, Chicago, 201 N. Wells St. 
Telephone RANdolph 9225 

Editorial and Executive Offices 
Telephone PLaza 3-1340 
480 Lexington Avenue 

NEW YORK 
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THE TENSION'S TERRIFIC 

... let's hope it eases soon! 

"Careful now! Easy! There she goes — safe for the 
night! All right, Johnny, you may relax now. Miss Jones 
you may put away the shotgun and the revolver. 
Everything is secure." 

Over-cautious? Maybe — but tubes are precious now; 
and we'll bet that you dealers have suffered many an 
anxious moment with them. 

We're tense, too, because we have a terrific job to 
do—keeping Uncle Sam supplied with Hytron tubes. We 
don't mind, because we know our efforts are helping to 
bring Victory nearer. Furthermore, our wartime experience 
will result in better Hytron tubes for you-—-tubes whose 
high quality will bring you more satisfied customers 
— more profits. 

% m\ 

I 

/ 

I 

I 

I 

I 

I 

I ' 

I ■" 

I h 
/Pu 

urn 
/con 

goo, 
/maci 

caus 
fagaii 

being 
I Prodi 

War iw. 
terprcting f0^

ct'0« Board 

I 

tZe<i Hytrnn Catlons, Annf 
therefoj^0^ di5^"butors ^^ 

SSS JVenes of Wes, 
cauc a8ainst L-26s „ are being J 
Zinl "^"Uled Tr- <* 1 
«a'nst rated de/,Ver. . 

PrtS5 niaintained bv 0rder3 ■ ct:,0n facilities^ *****<*<* I 

re 

RADIO Retailing TODAY • November, 1943 

www.americanradiohistory.com



at this demonstration of a great new industry 

Near where Ben Franklin revealed his 
electrical discoveries, other American 
scientists in 1934* first demonstrated 
to the public a new modern-day wonder 
. . . electronic television. 

Using equipment developed and 
built by Famsworth engineers, the 
showing drew crowds to Philadelphia's 
famed Franklin Institute to see a prac- 
tical exhibition of electronic television. 

Today, television is no longer a 
novelty. War has slowed its public 

growth, but advanced its technical de- 
velopment. Retailers, alert to merchan- 
dising opportunities, share the convic- 
tion that television will he one of 
America's great post-war industries. 

The greatest opportunities in this 
promising industry will be yours. 
For tomorrow's television dealers will 
come from the ranks of today's radio 
retailers. 

Hastening the day of television are 
Farnsworth's 100% war production. 

Farnsworth research, and Famsworth 
consumer advertising. 

For all Famsworth advertising is 
directed at your post-war market, creat- 
ing demand for better television, sooner 
— with business possibilities you can 
scarcely imagine! 
*No. 3 in a series of advertisements depict- 
ing milestones in the history of television. 

Look for the Famsworth Television adver- 
tisement in: November 15 Newsweek and 
November 27 Collier's. 

• Farnsworth Television & Radio 
Corporation, Fort Wayne I, Indiana. 
Farnsworth Radio and Television 
Transmitters and Reeeivers; Aircraft 
Radio Equipment: the Farnsworth 
Dissector Tube; the Capehart, the 
Capehart*Panamuse: the Farnsworth 
Phonograph- Ra dio. 

FARNSWORTH 

TELEVISION IS 

t RADIO Retailing TODAY • November, 1943 
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A n Award 

and 

An Acknowledgment 

Employees of File Rola Company Inc., now wearers 

of tke Army-Navy "Ew, wisk to acknowledge a dekt.-.and express a 

word of appreciation... to certain people outside tke Rola organization. 

Tkey are far too numerous to, mention ky name kut tkey include: 

The Personnel of the Army and Navy Air Farces with whom 
we have worked. 

The Prime Contractors who have entrusted us with orders. 

The Suppliers of our equipment and materials. 

The Transportation Companies who have handled our shipments. 

The many others on whom we have had to depend. 

To all tkose at kome wko kave helped us, and to our former associates, 

now in tke armed services, wkp kave inspired us, we express our deep 

gratitude... and witk tkem we proudly skare tke konor of tkis Award. 

Tke Employees of THE ROLA COMPANY INC., Cleveland, Okio. 

ROLA 

OF TKE FINEST N SOUND REPRODUCING AND ELECTRONIC E.Q-1 

RADIO Retailing TODAY • November. 1943 7 

www.americanradiohistory.com



Remember radio's first 

Feathertouch Tuning? 

Another General Electric "first" that helped sell hundreds of thousands of radios...and,after the war, 

General Eiectric's new and improved Automatic Tuning will be an even greater sales feature for you! 

Who could forget the first popular-priced electric 
touch tuning? It was the radio industry's outstand- 
ing development in 1937. 

G.E, is still proud of this development. But G.E. 
has something now that's a whole lot better—a new 
lightning-fast Feathertouch that will set an all-time 
high for automatic radio tuning performance! 

We can promise you a mighty pleasant surprise 
when — after the war — you are introduced to the 

new push-button tuning planned for you by G.E. 

And this is only one of the many important sales- 
makers awaiting you when G.E. brings out its post- 
war FM radio for the home. Electronics Depart- 
ment, General Electric, Bridgeport, Connecticut. 

Tune in "THE WORLD TODAY" and hear the news direct 
from the men who see it happen, every evening except Sunday 
at 6:45 E.W.T. over CBS. On Sunday listen to the G-E "All 
Girl Orchestra" at 10 P. M. E.W.T. over NBC. 

GENERAL ELECTRIC IS BUILDING MORE MILITARY RADIO EOUIPMENT THAN ANY OTHER HOME-RADIO MANUFACTURER 

GENERAL # ELECTRIC 17S-BU 
8 RADIO Retailing TODAY • November, 1943 
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NOT HERE, Hirohifo! 

• So sorry, son of heaven, but the answer is 

"NO! You can't land here!" . . . Not with these 

gallant little sluggers, the PT boats, on the job. 

They're tough. They're fast. They never sleep. 

And whatever the occasion demands, they've got 
what it takes. 

As a concentrated package of poison for the 
Axis, the PT boats are an outstanding example of 
the way American engineers, workers and manage- 

Laboratories, iac 

E L ELECTRICAL PRODUCTS — Vibrator Power 
Supplier for Communications ... Lighting ... Electric 
Motor Operation . , . Electric, Etectroolc and other 
Equipment... o« Land, Sea or in the Air. 

INDIANAPOLIS 

rnenl are learning together to produce the dead- 

liest weapons the world has ever known. And nat- 

urally, we're proud thai E'L equipment is giving 

a good account of itself on PT boats. 

The widespread use of E-L Vibrator Power 

Supplies as standard equipment—on land, sea and 
air—for radio, lighting, communications, etc.— 
wherever electric current must he 
changed in voltage, frequency or type 
—is evidence of the cfTiciency ami rug- \ ^ 

ged dcpendahilily of E-L products. 

For Operating AC Radio Receivers 
from DC Current — E " L Standard 
Model 262 Power .Supply. Inpui Volt- 
age: 115 V DC; Output Voltage: 115 
V AC; Output Power: 250 Volt-Am- 
peres; Output Frequency: 60 cycles; 
Dimensions: 10]^" x I'ys" x 834"; 
Weight: 2834 pounds. 
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Retailers: Here's a pnze 'package'worth waiting fa 

«•=> 

1\>W 

When it's again possible for us to meet consumer demand, 
you'll be able to sell Sonora Radios "over-the-counter" 
just as easily as you sell any minor appliance , , . under 
the Sonora "Package Plan." 

v\\ 

nm 

//S 

Check SONORA'S big full-page, full-color national adver- 
tising campaign in the American Weekly, Life, Esquire, 
American Magazine, Redbook, Cosmopolitan, Time 
and American Home. 

There's a reason why Sonora will continue to be one of 
America's fastest turn-over radio lines, Sonora models 
and designs always have been—and always will be—in 
tune with popular tastes. 

Si. 

\ ^|I7 

[radios 
PHONOGRAPHS 

RADIO-PHONOGRAPHS 
RECORDS 

RADIO-PHONO- 
RECORDERS m 

rg 

With a minimum inventory, you'll be able to satisfy any 
demand for radios and radio combinations . .when you 
feature SONORA. It's a complete home entertainment Line, 

SONORA Radios always will be distributed through the jobber 

You Can depend on him to work shoulder to shoulder with you in making 

the Sonora line the most popular, most profitable of all electrical items 

in your store... when we can again deliver civilian radios. 

Sonora Radio & Tele vision Corporation • 325 N.HoyneAve., Chicago 

mi THE ONLY NATIONALLY ADVERTISED JOBBER-DEALER RADIO 

dear as aJBell 

10 RADIO Retailing TODAY • November, 1943 
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Over 12,000 highly skilled 

Raytheon employees are 

producing for the military . . . 

when we again return to 

peace time pursuit of normal 

business, the Raytheon jobber 

dealer and servicemen will 

have the additional advan- 

tages of all of Raytheon's war 

time engineering development 

and production of electronic 

tubes for the enormous num- 

ber of new applications. 

The new peace time Ray- 

theon tubes will be In the front 

line of the new electronic era, 

and greatly expand Raytheon 

jobbers' possibilities for tubes 

not only in commercial radio 

receivers but the new indus 

trial electronic devices as well. 

m 

- 

THE RAYTHEON JOBBER 

HAS EWjJOB! 

FOUR "E" AWARDS 
\\ Each Division of Roytheon has been 

Y\ awarded fhe Array and Navy "E" 
\\ v\ w II 

RAYTHEON PRODOC1 
NEWTON, MASS.; tOS ANGELES. NEW YORK, CHICAGO, ATLANTA 
Of VOTED ro RESEARCH AND THE MANUFACTURE OF TUBES 

RATION ilil 

RADIO Retailing TODAY • Novembei", 1943 
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TO THK RADIO INDUSTRY 

mm hi m\\i 

ONE OF THE COUNTRY'S OLDEST 
SET MANUFACTURERS 

AND 

es- 
Custom Built U 

CUSTOM BUILDERS OF RADIO-PHONOGRAPH 
COMBINATIONS FOR ARTISTS AND CONNOISSEURS 

HAVE COMBINED THEIR FACILITIES 

AND MANPOWER INTO THE 

an 

XXradio corp. 

3430 SOUTH HILL STREET • LOS ANGELES, CALIFORNIA 

PRODUCING FOR VICTORY 

As one of the country's leading 
builders of communications and 
precision measuring equipment 

for the armed forces 

- PLANNING FOR PEACE 

With a complete line of Radios 

and Radio-Phonograph combina- 
tions aggressively advertised and 

merchandised 

• ...... • . n. ' .. . 

RADIO Retailing TODAY • November1, 1943 13 
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] Harmonic distortion is the addition oi spurious frequencies to the funda- 
mental in definite harmonic relationship. Though the frequency curve may be 
excellent harmonic distortion turns up as raspy reproductions, with an 

I unnatural twang, in microphones, amplifiers and speakers. Five percent is 
considered a satisfactory upper limit for good reproduction, and as much as 
fifteen percent is allowable for speech communication. 

Now come new Electro-Voice Dynamic Microphones with radical innovations 
in diaphragm fabrication, reducing harmonic distortion to a lower degree 
than hitherto possible. Cleaner, crisper, more highly intelligible reproductions 
are achieved. New Electro-Voice Dynamic Microphones are aiding both the 
CAA and the Signal Corps in securing improved communications. If you are 
a manufacturer of war equipment, details will be sent upon request. 

i *M«, 
I 

pAr." 

The Hannonic Wave Analyzer measures the presence of spurious 
frequencies introduced by microphone distortion. To the ear, such 
frequencies give the feeling of ragged and false speech quality 
that may be unintelligible under the stress and strain of battle. 

Electro-Voice engineers have found a way to eliminate harmonic 
distortion in microphone design, as proved by the Wave Analyzer; 
and the completely natural reproduction from the new Electro- 
Voice microphones. 

f- . 

"jS V-j 
ri/. ■ ~ • r >± iV 'J'■ 

WSi zts*:. 

L. J m: 

1* . *}■ r t. I... -r - r V -T v—>-• - >>«' 

ELECTRO-VOICE MANUFACTURING CO., INC. • 1239 SOUTH BEND AVENUE • SOUTH BEND, INDIANA 
Jiioo; 13 East 40th Street, New York 16, N. Y, — U. S- A. Cables ARLA8 
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he weight of withering fire that this im- 

proved Bofors gun is capable of hurling — 

its fire power, range and manoeuvreability 

are military secrets that might "comfort and 

aid" the enemy. Secret, too, are the 

improvements of the FADA Radio that will 

"comfort and aid" your post-war customer. 

Major research and experiments, aimed at 

applying our wartime "know-how" to 

peacetime production will set new FADA 

standards of tonal faithfulness, perfor- 

mance and durability. 

PLACE YOUR FAITH IN THE 

RclcILO 

OF THE FUTURE 
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FADA RADIO AND ZXECTR1C COMPANY, INC., LONG ISLAND CITY, N. Y. 
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"How do you spell bhooey'?". 

'My boss is mad. 

m 

viwr 

' m 

iKr ¥ 

"He's writing a friend who wants to know 

why we haven't been promising the world 

to dealers... telling them about things 
like television in your own helicopter 

.,, hot and cold running water in your 

radio set, and stuff like that. 

"My boss says 'phooey'! 

"He says there are only three things anybody 

can promise dealers after the war, and 

they are the things Stromberg-Carlson is 

already planning now for its dealers: 

I • Soon after this war is won you will 

have a fine line of Stromberg-Carlson 

radios to sell... a line that will win 

customers and retain their goodwill 

... a line that will offer value and 

fine performance in a range of prices. 

2. The Stromberg-Carlson name in radio 
will be even more widely and more 

favorably known than ever before. 

3» The Stromberg-Carlson policy of 

distribution will permit every authorized 
dealer to have a real opportunity for 
profit on the Stromberg-Carlson line. 

"By the way—I forgot to add this post- 
script: There's nothing finer 
than a Stromberg-Carlson!" 

STROMBERG CARLSON 

ROCHESTER 3. NEW YORK 

16 RADIO Retailing TODAY • November, 1943 
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O. H. CALDWELL, EDITOR 

480 LEXINGTON AVE.# 

RADIO 

TODAY 
Ineludlnq Rodin and Teltviiian RetaiGng 

M. CLEMENTS, PUBLISHER 

NEW YORK 17, N. Y. 

The Struggle for Victory and the Plan for Peace 

Radio manufacturers, distributors, maintenance men, and dealers unani- 
mously agree that the war effort comes first. Top speed in production is the 
order of the day in our warplants. Many distributors are important sub- 
contractors and suppliers to war agencies. Dealers and servicers all over 
the country are rendering valuable services to the war and to vital civilian 
activities. 

And at the same time it's perfectly natural that they're looking forward 
to the future. In the first place, we're all sure of the outcome. Victory will 
be ours, so we are perfectly justified in contemplating it. 

Then, too, we are fighting for simple things as a nation. We want to be 
let alone to resume our democratic, peaceful pursuits. We want to do business 
at the old stand again. We want to exercise freedom, initiative and resource- 
fulness. We have no greedy aims in the world of tomorrow. We only want 
what we have always had. 

So it's definitely in order to plan for the peace while we struggle for the 
victory. 

Less Than 2% of Radios Inoperative, Gallup Finds 

SUBSTITUTE CIRCUITS — 
A number of servicemen and 
dealers intervie'wed in the 
past few weeks have aver- 
aged about two-to-one in 
favor of making circuit" 
changes where necessary. In 
erder to use available tubes 
and parts. Those In favor of 
this procedure explained 
that" while the cost is great- 
er, when compared to the 
simple job of plugging In a 
tube, members of today's 
buying public are fully 
aware of the shortages in 
many lines and prefer to 
have their sets In working 
oondltion rather than Idle, 
nils is also in keeping with 
policy of making eouipraent 
last" for the duration, where 
practicable, rather than 
ouytng new. 

Those service shops which 
did not recommend circuit 
changes, used the "higher- 
cost" angle as their answer, 
Many of the substitute 
changes are simple and re- 
quire a very few minutes work 
on the set. It is true that elab- 
orate changes requiring 
removal of sockets and ex- 
tensive wiring changes may 
put the cost above the prac- 
tical range. Nevertheless, 
the customer Is the judge in 
this matter and he should 
be given the option of 
whether the job Is to be 
done or not. 

COVER—Dealer C. W, Per- 
due, of Perdue Radio Co., 8 
So. Park St., Montclair, N. J.. 
dresses his Christmas win- 
dow, assisted by Miss 
Agnes Alello. Perdue's at- 
tratlve showroom displays 
some large radio receivers, 
records and record acces- 
sories. And his service de- 
partment is favorably 
known for miles around. 

It Means Skilled Maintenance! 
With greater numbers than ever before staying home this winter, the 

radio becomes an increasingly important factor in their lives. With the 
admitted shortages of many radio parts, the radio serviceman can still give 
a high degree of service to his customers with simple changes and adjust- 
ments. 

It is always an improvement to any radio to inspect, clean and better 
the insulation on antennas, grounds, record-player attachments and also 
the electric appliance cords, lamp sockets and switches which are often a 
source of interfering noise. Set alignment and cleaning are simple things 
that take little material and produce results. Try featuring some of these 
services for more income and business reputation. 

Dr. Gallup, whose investigators have searched out many obscure facts 
about the American scene, has just conducted a survey to discover the 
number of home radios not working because of lack of repairs or tubes. 
He concludes that only 1.61 per cent of the nation's homes are in need of 
radio servicing or new tubes—also pointing out that even many of this 
small group have alternate sets they are using. 

Applying the sample survey method, the Gallup Poll, as of October 28, 
shows that about 500,000 families now need radio repairs or parts, tubes 
especially. Against a background of 31,000,000 homes with radios, this 
represents a ratio of only 1.61 per cent of homes as needing radio repairs. 
On the other hand, taken against the total of 60,000,000 radios in use, it 
constitutes less than 1 per cent of our total radios as being inoperative. 
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EYE WAYS TO 

66 Sunday, Monday and Always" Your Show 

Mahe the Display Create a Favorable impression 

• You have two ^itra^ces to your 
store, and they both leavexa definite 
impression on your customers and 
your prospective customers. Though 
your doorways, your customers ehter 
your store. Through your "eyeways^ 
your windows, prospective customers'^ 
eyes and thoughts enter your busi- 
ness. 

Your windows, and how you use 
them, how you dress them, what you 
display in them, have a very im- 
portant bearing on what people think 
of you and buy from you. 

What you display in your windows, 
and how, must depend upon the par- 
ticular purpose you wish to accom- 
plish. There are many types of win- 
dow displays, to which the reactions 
of window shoppers differ. But 
there are certain basic laws which 
apply to all window displays. To be 
of any value, every window display 
must accomplish the following; 

a. Catch the eye and hold it 
b. Stop the prospect, and arouse 

interest 
c. Convey the message you wish 

Light, color, motion, are the usual 
tests with which the experienced 
"catch the eye." But the mere use 
of these is not a guarantee of a suc- 
cessful window, for if you use them 
improperly you may catch the eye, 
but be unable to hold it. 

Invitation to Buy 

The use of powerful, exposed lights 
is always bad, but they will "eatch 
the eye." But there are many tricks 
in the use of light which are good- 
A dark, or low level, window, with a 
bright colored spotlight on a single 
focal-point display is usually good. 
Slowly changing the colors of a 
series of spots, flood, or hidden fluo- 
rescent lamps will certainly attract at- 
tention, and is often better than a 
single spot. 

Lights which are controlled by 
photo-electric cells, which change in- 
tensity, or color, or both, as persons 

pa§»«ii4he window, will demand their 
attenfcion^^. 

Color, too, is quite important. As 
black and purple arfe^the colors of 
sorrow, and red, white am? blue the 
colors of valor, purity and sincereteq^ 

^>o also red and green are the colors 
aost conveniently associated -with the 

Ch^Ltmas season. Use color freely, 
but bfksure your harmonies, or con- 
trasts arW what you really want, tell 
the story yQy want to tell, and do hot 
clash. 

H imjt ir Personality 

With light, with coTww with motion, 
you can catch the eye oi^feery passer- 
by. Whether they stop, ai^dook, de- 
pends upon other factors. 

Do you want to introduce l^tew 
item? Then place it in the cente^af 
your window, about eye-level. Foeu® 
attention on it by a spotlight with 
ribbon or paper streamers converging 
from top, bottom and sides on the 
merchandise. Point out all of its fea- 
tures and uses, with small descriptive 
cards, which are brought to view one 
by one, on an endless belt. 

Pictures vs. Words 

'Tis said, and it has been proven 
times beyond number, that "a good 
picture hag the power of a thousand 
words." Your cards of features and 
uses will tell a better story there if 
they are in the form of pictures, 
rather than printed words, or if pic- 
tures predominate. 

A little ingenuity and thought will 
tell you a dozen ways you can combine 
light, color, and motion to attract the 
eye, stop the prospect and convey a 
message with such a window. 

But perhaps you want to attract 
attention to your assortment of gifts. 
Then into your window should go rep- 
resentative pieces of merchandise in 
your assortment, with several attrac- 
tive signs. Gifts for all being the 
central theme, group your gift-sugges- 
tions under appropriate headings, 

Mother, Father, Brother, Sister, Sol- 
dier, Sailor, WAG, Wave, Sweetheart, 
all or any others. 

Do not get so much in your window 
as to confuse. Tell your story so 
it will be surely understood. Keep 
y&ujL background in the background 
and 'Slights, color, and motion in 
the foregromSi^^^ 

If your purpose '"a^prestige" or 
"goodwill," then mercu^^^se should 
be subordinated. 

If you want a window which will ber 
"talked'' about, there are dozens of 
ways of doing that. 

Christmas Suggestions 

For Christmas; The Star of Beth- 
lehem, the Christ-Child, the Shep- 
herds, the Wise Men, the Manger, all 
in miniature, in color, and in mo- 
tion. Show the "Night Before Christ- 
tuag" with "tiny reindeer" moving 
i«n house to house across the miuia- 
turaBfeinage and snow-covered land- 
scape^^Bomething unique, or not 
generalt^known, will always cause 
comment. 

Souvenirs^ fci^o war, medals of the 
local heroes, a collection of medals, 
decorations and ru^mis of our Army, 
Navy, or Marines. 

Flags of all the Ai'ieJ Nations, 
with miniature men ano^fcomen in 
native costume. 

An assortment of amimmrtjon 
from .44 caliber to a 3-inch camid^e 
ease. 

Uniforms in miniature of our Arm^ 
from 1Y76 to 1943. 

Miniatures of our Naval Ships 
from the Constitution to the New 
Jersey. 

Or just the children hanging their 
stockings over the fireplace. 

All of these, and many more, would 
attract attention, cause forcible com- 
ment, and cause the name of your 
store to b© mentioned favorably and 
often. One great failure of most win- 
dows is that they contain too much, 
and are unchanged too long. 

Only if you are trying to focus at- 
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YOUR STORE 

Windmvs Tell a Story About Your Business. 

—Bright Interiors Are important Too. 

tention on a sale of large quantity of 
merchandise should a mass display 
be used in your window, and even, 
then it may not be good, for long. 

Inferior Tie-in« 

Interior, or selling display should 
always back up your windows. In 
these days of man-power and mer-, 
chandise shortage, you should give 
serious thought to your interior dis- 
play, make it help you most, serve 
you best. You can do much to make 
l^ur displays help you sell, and re- 
.iejf- much o£ the pressure on your 
clerks^£ "fe^basic priciples to fol- 
low may 

a. Keep your mSijba 'di^ein the 
open, plainly 

b. Keep your merchandise grmiped 
by price, by size, by color, b^ 
kind. 

c. Keep merchandise plainly priced. 

d. Keep some pre-wrapped if possi- 
ble. 

e. Use self-service selling displays 
where possible. 

f. Keep all displays and all mer- 
chandise clean, neat, and in per- 
fect condition. 

g. Keep "most wanted" merchan- 
dise at rear of store, to expose 

all your other merchandise to 
the largest number of customers. 

h. "Use signs liberally, with each 
display telling what it is, why it 
is, how much it is, and any other 
pertinent information. 

You may be reasonably sure that 
most people will see your windows 
much more often than they will see 
you or your store. And the impres- 

^ion they have of your store will be 
ipdugac^d at least as much if not 
moTjSby yotrr ^vindows than by your 
store 

CATCH THE EYE with 
light, color, motion. 

Stop them with on "oof- 
ol-ordinary" theme or 

display. 

Convey your message 
with merchandise, pic- 
tures, cards, directly 
and plainly. Elaborate- 
ness is seldom a mea- 
sure of merit. 

If your display 0tells 
a story" you may be 
sure it will "leave a 
message." 

Make sure it leaves the 
message you want it to. 

If you have simple good taste and 
the very simplest of materials and 
tools, you can create window displays 
which will increase your goodwill 
and your sales. 

Ezuing Galloway photo 

H*- _ 
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They 

Never | 

Fail I 

Chester A. Wagjier, head at The Electric Servant Co,, Yonkers, IV. Y., xtreasex 
fine points of washing machine operation to his office manager. Miss V. Holioway. 

Dealer Lives Up to Motto in Wartime—Here's How He Can Pledge 

Vital Appliances for All in JV. Y, County of Half-million People. 

• "We Never Fail!" Since 1922 
tliat's been the motto of The Elec- 
tric Servant Co., 14 Main St., 
Yonkers, N. Y., and it's still the 
motto despite the difficulties of oper- 
ating such a business in wartime. 

Since this business was founded 
twenty-one years ago by the present 
owner, Chester A. Wagner, it has 
sold over four million dollars worth 
of appliances, and in one year its 
sales amounted to $450,000. 

So with appliance manufacture 
long since stopped, it is interesting 
to see what The Electric Servant Co. 
is doing now, and how it undertakes 
to make good its pledge to the West- 
chester Lighting Co. and to the half- 
million people living in the county. 

Listing radios, refrigerators, laun- 
dry equipment and vacuum cleaners 
as "vitally necessary" for the home- 
front morale, Electric Servant has 
pledged that "no one in Westchester 
County need be without any of these 
appliances for the duration." 

That's a big order! It sounds like 
an impossible task for an independent 
dealer to take on his shoulders, but 
Chester Wagner has the formula to 

do it; the desire to see it through, 
and is accomplishing it right now. 
The way it's done is simple. Through 
telephone canvassing, door-to-door 
calls and contacts with junkmen and 
salvagers of all sorts, Electric Serv- 
ant is making an extensive drive to 
have people sell broken or unwanted 
appliances. Owners of such equip- 
ment are urged to sell so that others 
who are in need of vital household 
appliances may have them without 
delay. "We appeal to the people's 
patriotism in urging them to release 
all the equipment they do not need," 
said Mr. Wagner. , 

G&ts In Used Appliances 

The response has been terrific, 
and today Electric Servant has a 
large stock of appliances being re- 
built, ready for resale or in the 
process of being broken up for badly 
needed parts. 

But, tbe reader will want to know, 
how does Electric Servant live up to 
its pledge that no one need be with- 
out such equipment for the dura- 
tion? And here's the way it's done; 

If you have only one-radio, and it 

fails. Electric Servant will lend you 
one while it is being repaired. This 
same thing holds good for refrig- 
erators, laundry equipment and 
vacuum cleaners, and it is a free 
service being extended the West- 
chester public in times like these! 

Electric Servant also rents equip- 
ment of all sorts to people whose 
needs indicate this sort of arrange- 
ment. 

All rebuilt equipment sold is rig- 
idly guaranteed, and the firm at this 
time is maintaining twenty-fonr hour 
service, and that includes Sundays 
and holidays. 

Operates Own Ration Plan 

That this man Wagner is a busi- 
ness idealist—and a man who's in the 
business because he loves it—is seen 
from his methods of operation now, 
and those he practiced in the past. 
Right now his angle is to render ex- 
ceptionally good service; contribute 
to the war effort by keeping appli- 
ances going, and not to take unfair 
advantage of customers. So, in order 
that all will get a square deal, his or- 
ganization has pxft into effect a rig- 
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idly observed "ration" plan. Electric 
Servant appliances are sold only to 
those who really need them and will 
use them. "People who 'think' they 
need this equipment, or want to buy 
something just because they've got 
more money than they know how to 
spend," are advised by Wagner to 
"buy war bonds." 

Electric Servant has done a big 
business in radio in the past. The 
company sold General Electric, 
Phileo, Emerson, Stewart-Warner, 
Fada, RCA-Victor, Zenith, Orosley, 
Pilot, etc. Today a number of new 
sets, and many used receivers of all 
makes and sizes are in stock. Cus- 
tomers bringing in radios for repair 
are given an honest opinion about the 
condition of their sets, and if Electric 
Servant feels that a repair is not 
practical, the customer is offered a 
new or reconditioned radio, and his 
old set is purchased for parts salvage. 

A well-equipped radio repair shop 
is on. the second floor. On this floor 
there is also a large refrigerator re- 
building department. Laundry equip- 
ment is reconditioned in the base- 

Irons and Cordsets Available 

One of the scarcest of all house- 
hold items today is the electric hand 
iron. Yet through its aggressive buy- 
ing campaign, this firm has a big 
stock of rebuilt irons on hand. Cus- 
tomers who bring in their old appli- 
ance cordsets are able to purchase 
10,000 cycle cords, bearing the gold 

underwriters label from Electric 
Servant. "We are fortunate in being 
able to supply our customers with 
these heavy, safe cords," says Mr. 
Wagner, 

Radio Retailing Today's represen- 
tative, expressing surprise at the large 
stock of washing machines, vacuum 
cleaners, ironing machines, refriger- 
ators and radios, as well as the big 
stock of parts, was advised by Mr. 
Wagner that he could sell this accu- 
mulation of appliances and parts to 
dealers in "no time at all," and this 
is entirely believable. "But," says 
Wagner, "Electric Servant expects to 
stay in business, and to do a big sell- 
ing job after the war, so we desire 

»Wtl 
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B. Mayers, radio service manager, keeps 
'em playing. If customer has only one 
set. Electric Servant lends another until 
repair Is completed. 

^ Al. Shelley, manager of laundry 
equipment repair, goes over a Job with 
Ted McKlnnon. Dick Baker at rear. 

^ A section of enlarged refrigerator 
repair department, C. J. Purgerson 
<rlght) and Stanley K. Bayorek, 

now to render a real, honest service 
to the customers who have made our 
growth possible. Therefore, we sell 
only at retail, and we do strive to see 
that all our appliances go into the 
hands of the people who need them 
the most." 

There are seventeen people in the 
organization now. At one time there 
were sixty. The radio department 
charges $2.50 for a call outside, and 
$1.00 for test in the shop. 

Refrigerator Selling Technique 

Rebuilt refrigerators are rigidly 
tested. When the repair is completed, 
the job is run for 24 hours with a 
200 watt lamp burning in the cab- 
inet interior. 

In connection with the sale of re- 
frigeration, Mr. Wagner states that 
his organization was able to get 

(Continued on page 64) 
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Radio Trade Trends 

• Since the first corn was stacked 
and the first winter wheat began to 
show green on their fields, Ohioans 
have settled down for many a long, 
cold winter hut not unprepared! This 
same spirit of fortitude is true today 
of her radio sales and service men, 
who are weathering the chill winds 
of wartime scarcities as well, if not 
decidedly better, than most inde- 
pendent businessmen. 

Eadio Detailing Today's reporter 
found many instances of that for- 
ward-looking eye with which a suc- 
cessful farmer watches the weather- 
Due to lack of space, we cannot tell 
each man's story in detail, but will 
endeavor to give some high spots of 

our course through the Ohio radio- 
men's terrain. 

Dealer in City A 
(Population 37,154) 

Here we found a most amazing story 
of tubes and servicing, as well as 
sales, that would speak well for any 
good merchandising man in any field. 
In the face of shortages and occa- 
sional dealer doubt of jobbers' fair 
distribution under these conditions, 
this dealer refused tubes from "un- 
known" suppliers (who offered scarce 
tubes on a "deal" involving other 
minor purchases). Champions Ms job- 
ber and believes him an essential part 
of his (the dealer's) operation. A typ- 

ical forward-looking Ohioan, this re- 
tailer stocked well two years ago. Spe- 
cializes in used radios. Has bought 
out two wholesalers and other radio 
men who came to him to sell because 
of uncertain future conditions , . . 
and because this dealer kept after 
them to sell! Makes trips to neigh- 
boring large cities and buys slightly 
used expensive sets (in the $1,200 
bracket), reconditions and sells them 
at substantial profits. One point he is 
stern on, and that is only in accept- 
ing parts in perfect condition from 
his jobber. If parts are not abso- 
lutely perfect, they are returned to 
the jobber immediately. Only the beat 
parts are put into rebuilt sets. Re- 

Owner A. Margolis of fl»e Rex Radio, 43 E. 3rd St., Dayton. Ohio, believes In getting- In a good stocfc of tubes—first—-with 
which he has been doing a fine business—both In radio sales and service, other lines can be seen In this picture such asi 
phonographs, record players, record accessories—and well—he "keeps going"? 
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OHIO 

suit—an excellent reputation aid a 
good business built thereon. I 

This dealer is planning, eveajnow, 
to expand his quarters — alreapy a 
good size and a neat job. Makes Imin- 
imum charge of 75 cents for c peck- 
ing tubes. No outside service balls. 
Customer brings set in. Cbeai br if 
taken out of cabinet. 

Dealer in City B 
(Population 46,747) 

This is a war plant town where 
servicing has increased to a maxi- 
mum. One serviceman we interviewed 
has the enterprise to do not only pan- 
ufaeturer servicing, but has taku^bn, 
the repair work of department atmP^^ 
and has bought out the remaining 
service outfit in town, and is planning 
to expand his present quarters. All 
in all, this dealer does the service 
work for about 13 retail radio deal- 
ers, the department stores and auto- 
mobile dealers. This gives him the 
department stores' supply allotments 
of tubes and parts as well as his own. 
Has two helpers, draft deferred. 
Closes his place to the public two 
days a week, in order to keep work 
up to date. Promises repairs in two 
weeks. When he gets behind this 
quota, he takes two weeks' work and 
stops. 

Dealer in City C 
(Population 70,662) 

Dealer 15 years in business. Radio 
servicer in 1920 in neighboring town 
and from then on to owner of his 
own store in this city in 1933. Orig- 
inally sold major and minor appli- 
ances, radios, and combinations. Five 
years ago took over the sponsorship 
of the local airplane model enthusi- 
asts, a group of 15-year-old boys whom 
the local "Y" turned away. Under- 
writing their expenses as a club, and 
their appearances in the neighboring 
towns in the state at competitions, 
this retailer offered them the play- 
room of his own home for their meet- 
ing place. Prom there on he finally 
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RADIOS KEEP TUNE IN OHIO! 

The Buckeye State gives a good account of itself in the line of radio Jtale* and 

maintenance. Radio men keep their businesses at the same stands. Fine tucra- 

tlve means of adding to their sales In other lines with some temperasome 

of permanent value. Ohio's radio pioneers can weather bod timesj^Breti as 

good, {ost as the original Ohloans found they could withstand the chdnges of 

the seasens^—-when Ohio was part of the Northwest Territory. A stafe which pro- 

duced Thomas A. Edison, finds its radio men eager to live ep to nwhonor! 

MJ 

interested the Exchange Club's local 
chapter in this juvenile activity, from 
whom he received restitution of his 
initial investment. Note—-During all 
that time he sold airplane models to 
the club and to older enthusiasts, as 
well (their fathers and grandfathers). 
Now this retailer is keeping his con- 
tacts with his former home-owner ap- 
pliance and radio customers through 
their continued interest in airplane 
modelling, which finds its sales center 
at his store. 

Dealer in City D 
(Population 34S914S) 

"Main point is to keep going 1" is 
this dealer's remark. Originally op- 
erating four stores in the same city, 
this dealer now has one, but it is op- 
erating at full capacity for sales and 
service and the overhead does not cut 
into his "profits," This dealer sells 
every line of radio, and purchases 
through jobbers and direct from the 
manufacturer. Has one of the larg- 
est tube stocks in Ohio. Built up a 
good business on straight lines. Now 

sells radios, phonographs, combina- 
tions, record players, public address 
systems (which he never rents!). Also 
has done a good turnover in record- 
ing needles and discs for home use. 
Servicing department has expanded 
in accordance with the demand of 
current times, but does not wish to 
continue servicing after the war. 
Acquired tubes through following 
government releases, on which h© 
bids; makes monthly cross-country 
trips to buy up retail stocks; pools 
with other dealers in the state. Has 
not taken on records because he has 
no room. "Radio is a business—not a 
sideline" is his motto—-and he sticks 
to it! 

Dealer in City E 
(Population 31,487) 

Overflowing with war-workers, this 
city has an adjoining "trailer" com- 
munity of some 1,500 people. This 
radio electronic maintenance operator 
is a "natural" radio engineer. Start- 
ing as a boy, he learned to construct 
sets. Has been in this type of work 

(Continued on pape 82) 
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aow for the past 15 years. Does the 
service for dealers around town. No 
service on appliances; concentrates on 
radio, and when he has given a diag- 
nosis of a radio's troubles, it is worth 
the best specialist's diagnosis of your 
best friend! There are lots of circuit 
changeovers, be claims, but even the 
tubes for circuit changeovers are run- 

fact that about 5,000 of this city's 
inhabitants have migrated to other 
towns to take war plant work. Orig- 
inally doing a business in appliances 
and radios of approximately 125 to 
150 thousand dollars a year, this re- 
tailer is still at his own stand, de- 
spite shortages 1 Does complete elec- 
trical appliance service work for the 

Where service work Is In grreat demands Mervin Buker, radio electronic main- 
tenance man at 54 W. Church St., Newark, Ohio, makes every minute count to get 
sets out on time. Mrs. Buker helps him in shop and watches the more difficult trouble- 
shootluK. Son. Curl, 7 years old, helps by puttingr the screws into the chassis! 

ning low. With a very good set of 
complete equipment and an innate un- 
derstanding of radio troubles, this 
serviceman does an excellent job and 
is recognized for it in his city. Be- 
cause even the mailing facilities of 
jobbers in the war plant areas are 
slow, this serviceman bands together 
with his friends in the state and they 
collect their purchases by car, the gas 
for which they have found to be suffi- 
cient in allotment from their local 
boards. 4<Persons alone in a small city 
—new workers—bring small sets with 
them—for which they need scarce 
tubes. New worker alone in a strange 
town finds his radio his only friend, 
and when it doesn't work, his only 
friend is dead!" That's the reasoning 
behind this man's efforts to keep war- 
workers' sets playing—and we be- 
lieve in so doing he is preserving 
civilian morale. 

Dealer in City F 
(Population 37,651) 

Quite a different tune here is the 

county. (After the war he wants less 
models available in each line, so he 
can take on all lines.) Now rents his 
former serviceman space in back of 
his store to do radio service work. 
Takes advantage of the declining 
population by buying used appliances 
and radios of persons moving out of 
the area — reconditions and sells 
thera as used items, now in great de- 
mand. 

Dealer In City G 
(Population 1,168,000) 

In business for the past 20 years, 
this dealer operates three stores in 
this city. Specializes in combinations 
at from $200 to $800. Carried rec- 
ords when first popular and now has 
reinstated them. Becords, in addi- 
tion to sporting goods, appliances, ice 
boxes, pianos, and dinette furniture, 
comprise the bulk of this retailer's 
substitute lines. Does not believe tele- 
vision sales will soar for some time 
after the war. Hopes manufacturers 
will change their policies in pre-war 

setup and endeavor to protect the 
dealer on price. Would like to carry 
three or four radio lines. Believes 
jobber is essential to the dealer. Ad- 
vocates keeping the price of radio 
up on a good model. Hopes manu- 
facturers will so protect one number 
for at least a year. Otherwise, he 
claims, the history of the radio busi- 
ness will repeat itself with many 
dealers going broke again, due to the 
difference in operation between deal- 
ers and chains. 

Makes a point of maintaining good 
salespeople. No change in his sales 
personnel in the past 12 years. Pays 
good salary, plus commission. Six 
clerks on the floor always. Service 
work has increased, but is not solicit- 
ed. Merchandise on hand is rationed 
out within bounds of his ability to 
deliver to customers and keep sets or 
appliances efficiently serviced. 

The Present Situation as 
Ohio Jobbers See Mt 

Three distributors interviewed in 
one of Ohio's larger cities had very 
interesting reports to make. Jobber 
A reports doing big priority job on 
service parts and sells all over the 
country to war plants, through the 
Army-Navy electronic production 
agency's recommendations. Despite 
this fact, however, this jobber man- 
ages to take good care of his radio 
dealer customers, among whom he 
has many resourceful individuals. 
One of his customers, he reports, 
makes a specialty of buying up used 
portables which he reconditions for 
re-sale. Nor instance, out of three 
or four damaged sets this dealer can 
produce one in first-class condition, 
realizes a good profit in this specialty. 

Jobber B in this same city has 
been in the combined automotive and 
radio supply line for many years. 
Starting in the automotive parts bus- 
iness some 30 years ago, he added 
radio parts 17 years back, and had 
to drop his radio department about 
a year ago. He expects, however, to 
resume this portion of His business 
just as soon as the war is over. 

Postwar VI«tos 

This distributor's postwar thinking 
on radio parts and supplies is most 
constructive. Through his affilia- 
tion with the National Wholesalers 
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Association in coxmection with his 
Jobbing of automotive parts, he is 
endeavoring to protect the market 
on these goods after the war by hav- 
ing the government agencies super- 
vise the release of the'Armed Forces 
surpluses, to prevent their flooding 
the market. This could be done, he 
suggests, by the government agencies 
returning each manufacturer's sur- 
plus to him, requesting that he ra- 
tion its sale along with newly manu- 
factured parts after the war; thus 
keeping factory output moving and 
preventing a drop in price. Eadio 
parts are not included in this plan, 
unfortunately, but it is a possibility 
for radio part suppliers to be medi- 
tating upon. 

Optimistic About 
Radio Fttiure 

This supplier continues by adding' 
that the automobile industry—now an 
established one—baa had from its be- 
ginning up until now, 1,852 different 
manufacturers' makes. Radio, he 

claims, is in its infancy, compara- 
tively, which, he believes, offsets the 
current seemingly high dealer mor- 
tality rate. 

Cor flwrfio 
Repair 

Jobber 0 in this area has a slightly 
different setup than the other two. 
His dollar volume of business is done 
on wholesale sales of radio parts to 
dealers, which lie buys direct from 
manufacturers. Spends about 90% of 
his organization's time on service. In 
this respect their contact is with auto 
dealers, used-car dealers, out-of-town 
branches of car radio manufacturers. 

I repairing ear radios is their spe- 
clality and mass production takes 
place here at a rapid clip. Do some 
servicing of home sets, also, on which, 
despite current shortages in labor and 
parts, they are only two weeks behind. 
With eight service men in their ex- 
tensive and well-set-up shop they are 
service specialists and are very satis- 

factorily known for their work. 
Their men have been in the radio 

repair business for the past 15 to 20 
years and their knowledge of switch- 
over circuits and the ins and outs of 
radio repair is extensive. Each man 
in the shop is familiar with certain 
types of sets as his particular spe- 
cialty. Present shortages in tubes for 
the newer sets finds many an old set 
being brought in for rehabilitation, 
as tubes are more likely to be avail- 
able for their reconditioning. 

Posi-Wor SurplHses 
A Danger Signal 

The manager — so far as postwar 
views are concerned—is worried about 
the surpluses that will result in the 
postwar period if the government 
dumps ah the unused stock of parts 
on the market. He claims, however, 
on the other hand, surpluses have al- 
ways been a problem in the radio field, 
so if no adjustment is made, they 
will have to carry on as they have 
in the past. 

This dealer believes iu catching then* young: Note young mihii with his mother about to voice a selection In children's 
records o£ which Atlas Radio, 714 I'rospect, Cleveland, Ohio, have an excellent stock. And that's not all that Owner Lonis 
Balnntr.oiv sells. It yon could look behind the ubotogpapher you would see sporting goods, pianos, and more records—as well 
as the Ice-boxes and dinette lomiture to be seen in the background of this picture. 
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SHRYOCK SHOWS THE 

Veteran Quaker City Dealer Opens at Neva Location— 

Pays Profits—Big Job Now in Sales and Maintenance .Assures 

• "Crepe-hangers," and other super- record self-service department, a mod- containing albums. In order to get 
duper pessimists, who go about cry- em office, and other departments defi- the display value of the album covers, 
ing that radio businesses are folding nitely laid out for future construction, the shelves are tilted slightly toward 
up, shouldn t visit the Shryock Radio the wall, and in each receptacle, one 
& Television Co. at its new location, Studied "Self-Service" album is placed, cover out. It is in- 
1615 \\ alnut St., Philadelphia. Shry- Before the ''self-service setup" was teresting to note that these shelves 
ock a is just no place for them, un- constructed, Mr. Shryock made an ex- are all built to accommodate small 
less they want to see their pet tensive study of such "serve-yourself" radios when they are again available, 
theories ffilock-busted" right in front applications in department and other 
of their eyes. stores> It wa8 also tried out in The Record Display of Records 

A few months ago Richard Shryock Loomis Temple of Music, 832 Chapel With the exception of a few radio- 
hll from tbe Pejin St.. New Haven, Conn., in which phonographs on display, the entire 

b Building, 18th St., near business Mr. Shryock is a partner showroom is devoted to records. All 
Walnut, to the present location in the with C. W. Emley, of Pittsfield, Mass. records are prominently price labelled, 
usinese heart of Philadelphia. The Loomis store, an extremely sue- A number of "pyramid" record hold- 
The interior of the new place had cessful operation, is being run by two era are placed at intervals, but there 

been carefully mapped out in advance, resident managers, Raymond Hem- Is plenty of aisle space between them. 
It goes without saying that Mr. ming and William Mulvey. From the As all the record stock is visible, 
Shryock had plenty of headaches results of bis examinations of these inventory taking is simplified, and a 
equipping the new location -with other self-service installations,evolved splendid mass effect, without a clut- 
help and material conditions as they the present one in this new Philadel- tered appearance, is achieved. There 
are—but equip it he did, and today phia store. are five panelled and attractively fur- 
it is seen as an outstandingly beauti- A large show window, attractively nished listening booths. The big air- 
ul and efficient showroom; a modern neon-lighted, allows pedestrians to see conditioned showroom ia lighted ex- 

radio repair shop, capable of render- the entire length and breadth of the elusively with fluorescent ceiling 
ing any service to a radio that a fac- showroom. The walls are of natural fixtures. Heavy linoleiun is used for 
tory can do; a planned-in-advance wood, and are flanked with shelves floor covering. 

Near the rear is an "island" coun- 
ter used for wrapping, and also to ac- 
commodate the cash register. Because 
this is well set off from the wall, the 
clerks have plenty of room to move 
about. 

The record business here is boom- 
ing. The department is capably man- 
aged by Mrs. Shryock, assisted by 
Miss Mary Rath. Classical numbers 
lead in sales volume, and it is noted 
here that these classical numbers are 
bought chiefly by regular customers, 
while transients account for most of 
the popular sales. 

Room for 
"Tomorrow's** Sets 

Partitioned between the rear of the 
showroom and the repair shop, there 
is a large room now housing a few 
consoles, "combinations" and televi- 
sion sets. This room is being planned 
for the future showing of fine sets, 
and will be finished in tone-enhancing 
materials. A mezzanine will be erected 
over the sound-treated showroom. 

Where they'll hear the de luxe seta perform. Showins Shryock^ "quality" radio 
department now being: aonnd-conditloned. Some high grade receivers are still on 
hand here, and there'll be plenty wore In the boom days to come. 

iSii 
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Modernistic Disc Display 

Strong Future Position 

pir 

As Sliryock Radio & Television Co. 
has been in every branch of radio 
"work except broadcasting, it boasts 
one of the finest equipped radio re- 
pair shops to be seen anywhere. Four 
skilled servicers are employed, and the 
organization is never stymied in its 
endeavor to "keep 'em playing." Hav- 
ing a big stock of parts and tubes, 
and the best obtainable in testing 
equipment, repair work is kept rolling. 

Efficiency in handling service work 
is at a peak here. Production methods 
are modeled after factory procedures. 
The whole setup is streamlined. 
Where a needed tube is not available, 
circuit changing is practiced as a 
matter of course. This firm gets a 
good price for its work, charging $3 
per hour, plus 10 cents a mile, lapsed 
time, door-to-dobr, on outside calls. 

In addition to regular repair work, 
this organization has done special 

Four skilled servicew Iteep ilie big bad bottleneck away from Shryock's. l-atest and 
best test equipment helps too. This firm Isn't afraid to ask adequate service charffea. 

marine work on electronic equipment 
for the Coast Guard and for war 
plants, and is distributor for a num- 
ber of well-known manufacturers, in- 
cluding Hallicrafters. The business 
was founded in 1926. Mr. Shryock is 
the sole owner. 

Shryock Radio & Television Co., 

successful Capehart and General 
Electric dealer, not only is doing a 
big job with records and with radio 
service now, but is investing in the 
future as well, stressing the "vision" 
in television and other progressive 
electronic improvements looming on 
tomorrow's horizon. 

Striking; display elfecta are achieved In this ultra-modern new store. All record 
stock Is visible and each item la priced for customer convenience. 
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Turntable Discussion 

interview With J, J. Hallstrom, Merchandising Manager, Rec- 
ord Division, RCA Vlelor Division, Radio Corp. of America 

Q. Should the dealer antici- 
pate a record salet* slump after 
the war? 

A. Today records are the mainstay 
of many a dealer's operation and in 
some cases this is due to a lack of 
the other specialty items which the 
dealer used to carry. Now in post- 
war with the availability once more 
of many other lines of merchandise, 
if some dealers should relegate rec- 
ords to a subordinate position, then 
we can expect a record slump, speci- 
fically for the dealer who eases up on 
his record merchandising. 

As far as the overall industry is 
concerned it does not seem to be good 
reasoning to anticipate a slump. Rec- 
ord sales are a direct function of the 
quantity of turntables in the country. 
Postwar will see a resumption of 
turntable distribution. This means 
increased record sales. Roughly fig- 
uring, the market for turntables is 
around 10 per cent saturated at 
present. Merely increasing the dis- 
tribution of turntables to a point of 
25 per cent saturation, which is ex- 
tremely low, would mean a better than 
doubling of the industry's volume. 
On this basis alone I should say that 
the record business faces an excep- 
tionally bright future. 

O. What can he done now to 
assure postwar continued safes? 

A. Recognizing that dealers are up 
against very tough problems on de- 
livery there is no reason why careful 
promotion and intelligent merchan- 
dising done now cannot establish these 
dealers more firmly in the community 
and enhance their record selling oppor- 
tunities when merchandise is more 
freely available. If I were a dealer 
I would take these "seller's market" 
days to become more experienced in 
selling across a broader portion of the 
catalog. I would avoid the old habits 
of concentration on a relatively few 
standbys. By this I mean that while 
the old standbys may not be available 
in the quantities demanded, some of 
the lesser known items may be avail- 

able. Sales experience gained in these 
brackets today will come in handy 
later, 

I would get to know more about 
my customers. I would recognize that 
every dollar spent on a record collec- 
tion increases the importance of rec- 
ords in a customer's mind and leads 
to future sales. The best way to have 
a good customer postwar is to have as 
close a contact as possible with him 

Q. What will tin' pnhlic buy 
ibis Christmas? 

A. It is to be presumed the public 
will buy almost anything it can' lay 
its hands on. There is already evi- 
dence of a very much restricted avail- 
ability of merchandise. Obviously, 
then, records will be all the more in 
demand by a public confronted with 
innumerable shortage of things it 
would like to buy as gifts. The at- 
traction of records should be substan- 
tial and there should be more mean- 
ing than ever in "The gift that keeps 
on giving." It can't he denied that 
there will be a greater demand for 
records than the supply. Here again 
is an opportunity, however, for deal- 
ers to do a related selling job by shop- 
ping their distributors for substi- 
tutions on favorites not sufficiently 
available, and for the less popular 
items which can, none the less, be 
sold if smartly handled. Dealers 
would be smart to move in on "shop- 
ping" their distributors early. 

O. What Is thf maiutfaclurer 
doing t<» prmuolo fit Jure record 
sale*? 

A. Ishouldsay that one of the major 
contributions of our company in the 
development of the record business 
was the stimulation which we gave to 
the widespread distribution of turn- 
tables. This we are not doing now, 
of course, but you can be sure that 
our plans for postwar involve exten- 
sive promotion and merchandising of 
record playing devices. Currently 
we are spending considerable money 
in consumer advertising, advertising 

which in respect to the diminished 
supply of merchandise is hard to jus- 
tify on a dollars and cents basis. We 
have, however, a major concern in 
keeping the idea of recorded music 
before the public. I should not neg- 
lect to point out that we are currently 
spending substantial sums of money 
on many Commercial Research proj- 
ects involving new and more effective 
ways for packaging, merchandising, 
promoting, and advertising records. 
Many of the dealers' basic problems 
are under intensive study and, as in 
the case of our pioneer work on self- 
service and open display, the results 
of this research will be released to the 
trade in due time. I might also point 
out in this connection that we will 
not be motivated by any opportunism 
to rush to the dealers with a new 
idea which will involve their spend- 
ing money until we have conclusively 
proved to ourselves that the idea is to 
the dealer's best interest. 

W hal are the chief advan- 
tages of self-Service? 

A. I do not like to confine my observa- 
tions to the exclusive implications of 
self-service with regard to the record 
business. Self-service is essentially 
an extension of the fundamental ad- 
vantages of open display and therein 
the record business has been most 
weak. The advantage of open dis- 
play is, it seems to me, quite obvious, 
and that is, you show the custo- 
mer what you have to sell. This point 
of view is fundamental in almost 
every other business whether it be 
flowers, hardware, table china, books, 
or silk stockings. In the record busi- 
ness, however, we have for the most 
part hidden our light under a bushe) 
and with the exception of the rela- 
tively few picture albums have ex- 
posed only the thin edge of a green 
stock envelope to the customers' eyes. 
The extent to which a customer can 
see what is available is the extent to 
which he will buy- 

As far as self-service is concerned, 
in its fullest applioatxon, the advan- 

(Continued on page 38) 
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It Made Prewar History 
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Just as it made history before Pearl 

Harborr the Recordio will again take 

the lead in Home Recording-Radio- 
Phonograph Combinations. Just nowr 

of course, Wilcox-Gay is busy with 

war work, but when that is over 

they will again offer you a new, 
more sensational Recordio. 

WILCOX-GAY CORPORATION 

CHARLOTTE. MICHIGAN 

Manufacturers of the Recordio, Famous Home Recording-Radio-Phonograph Combination 
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DISC SELLING 

• "I sell music and I love it," said 
Miss Roselle Desnowski,. pretty man- 
ager of record sales at the Rak Radio 
Shop, 5142 W. Fullerton Ave., Chi- 
cago. 

How capable Miss Desnowski has 
been is seen in the inventory's steady 
growth. Two years ago when she 
took over the record department stock 
amounted to a mere $100; today the 
shop's inventory is more than $1,000. 

Miss Desnowski's personality radi- 
ates friendliness. "I believe a 
friendly attitude is most important 
in business.. Nobody enjoys a moody 
person. In selling music friendliness is 
especially important." 

Much business is done in "populars." 
Miss Denowski displays the Hit Parade 
listing weekly. An "Old Favorites" 
list is also used as well as publicity 
on the classics. 

This manager is eager to help cus- 
tomers. Occasionally a customer hasn't 
enough money with him to pay 
for an album selected. "We always 
allow the person to take his purchase 
home after a part payment," said 
Miss Desnowski. tcWe have yet to 
suffer a loss. The only thing w© require 
is that the person leave his name and 
address. 

"Since we're in a residential district, 
with a high school near by, we do 
much business with the younger 
crowd who go in for jive." 

In the two years that records have 
been sold, profits derived from the sale 
of radios have been replaced by those 
from records. In the opinion of the own- 
er, Joseph Rak, records are a perma- 
nent part of the radio store. 

Owner Rak looks to the future when, 
after victory, he will expand his present 
quarters. Volume of business being 
done now makes his plans for the future 
possible. 

Turntable 

Discussion 
(Continued from page 36) 

Lages depend on sufficient space being 
available. A complete self-service 
incorporates all of the advantages of 
open display, relieves the record girl 
to circulate among customers to do a 
thorough-going selling job rather than 
spending a lot of her time with her 
ba«k to the customer rummaging 
among the shelves. Customers in- 
stead of crowding around a counter 
(and I consider a counter as a barrier 
to sales) may in self-service circulate 
about the store doing a selling job on 
themselves. Self-indulgence is a far 
more effective sales stimulus than a 
direct sales effort, and one is far less 
inclined to resist his own natural in- 
clination to sell himself up than he 
is to resist a sell-up from a salesman. 
Dealers will find through a qualified 
application of open display, or through 
a complete application of self-service 
a much broader sales activity across 
the entire catalog and many items 
known as "sleepers" will come to life 
and produce welcome additional sales 
volume. 

Dealers who are concerned about 
breakage and pilferage have only to 
visit any china and glassware depart- 
ment of a department store to see the 
extensive application of open display 
and the lack of concern for breakage. 

Q. What are the pitfalls of 
self-service or open display? 

A. I should say that the pitfalls 
might be in an inclination to apply 
self-service and open display only to 
those items which the dealer hag gener- 
ally sold well. In other words, I don't 
think that most dealers will be in- 
clined to go far enough. Then, there 
will also be a tendency to feel that 
open display or self-service will auto- 
matically perform the job of a sales 
person. The real function of this 
new approach to merchandising is to 
free the sales person's time for more 
selling, to reduce sales resistance, to 

increase the opportunities for sales 
effort. Anyone who considers self- 
service as a substitute for sales effort 
has missed the basic implications of 
the whole idea. 

Q. What is the best layout for 
open display and self-service? 

A. We are not yet prepared to answer 
this question. When it can be an- 
swered authoritatively I believe that 
we will be the folks who can do it. 

For well over a year we have been 
conducting extensive tests in actual 
operation. There are many of our 
conclusions which we might have 
rushed to the trade with but we were 
more concerned with testing them 
thoroughly. Within the near future 
we expect to release the real story 
on open display and self-service. 

Q. How can the sales of rec- 
ord players be most successfully 
pushed? 

A. By considering past history and 
anticipating the future. Present activi- 
ties are restricted due to the lack of 
merchandise. Past history indicates 
that our company was largely respon- 
sible for the real impetus given to the 
distribution of turntables and this 
mainly through the Victor Record 
Society plan. It was from this basic 
start that most other manufacturers 
followed in the incorporation of turn- 
table devices and combinations in 
their lines. As far as the dealer was 
concerned the function was one of 
taking a very short profit on the low 
priced turntable devices in anticipa- 
tion of continued sales and profit on 
records to be sold. On combinations 
the attractions were the obvious ones 
of the sell-up, the bigger unit sale. 
Now it seems to me that notwith- 
standing the anticipated incorpora- 
tion of turntable units in most in- 
strument manufacturers' lines in the 
postwar era, the record trade should 
most actively cooperate in as broad 
a merchandising program as possi- 
on turntable attachments. We should 
all, and by all I mean the distributor 
and dealer, as well as the manufac- 
turer, be willing to consider a turn- 
table attachment or its equivalent es- 
sentially as a sales promotional de- 
vice through which the profits of re- 
current record sales are obtained. 
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TWO-MAN TORN AO O! 

THE BAZOOKA ... ANOTHER SPECTACULAR 

AMERICAN "SECRET WEAPON"... ANOTHER 

DRAMATIC STORY OF PH1LCO AT WAR 

TWO MEN AND A BAZOOKA . . . more than a 
match for sixty tons of steel! Yes, that's the latest 

story of American ingenuity and productive skill. 

A single soldier carries and fires it, his teammate 
loads it . . . and 60 too enemy tanks, concrete pill 
boxes, brick walls and bridges wither under the fire 
of its deadly rocket projectile. It's an ama2ing achieve- 
ment of ordnance design, conceived and developed 
by the Ordnance Department of the United States 
Army. And it's another stirring chapter in the fasci- 
nating story of Philco at war. 

The men and women of the Philco Metal Division, 
whose huge presses produce the metal parts of peace- 
time Philco radios, have played a leading part in the 
final perfection and production of the Bazooka. With 
RADIO Retailing TODAY • November, 1943 

their colleagues in the Philco Radio Division, they are 
turning out miracles of war equipment. After victory, 
their new knowledge and skill will bring you the 
newest achievements of modern science in radio, 
television, refrigeration and air conditioning under 
the famous Philco name. 

Philco war research today will produce a greater 
Philco tomorrow. And, more than ever, the most 
valuable dealer franchise in the appliance field. 

CORPORATION 
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Radio Technical Planning Board Members at Recent New York Meeting 
Firmt Row—Paul V. Galvln, president RMAj Howard Frnrier, re present Inp NAB; Dr. W. R. G. Baker, chairman RTPB; Hara- 
den Pratt, representlne IRS; Bond Geddes, treasurer RTPB) K. B. Warner, representing: ARRL. Second Row—E, J. Content, 
representing PM Broadcasters. Inc.; Prfd D. Williams, alternate RMA) A. S. Wells, representing Rltt'A; B. J. Thompson, alter- 
nate IRE; H. W. Holt, representing; Independent Broadcasters, Inc.; Dr. G. T. Harness, representing AIEE; Prank J. Mart la, 
observer for NESIA. 

For Postwar Radio 

• To study postwar technical radio Dr. W. R. G. Baker, a General chairman, but no definite appoint- 
problems, the new Radio Technical Electric Co. vice president, was ment has been made as yet- Bond 
Planning Board, sponsored by the elected chairman. Haraden Pratt, Geddes, executive vie© president of 
Radio Manufacturers Assn., and the vice president and chief engineer of RMA, was elected treasurer, and the 
Institute of Radio Engineers, held its Mackay Radio, and past IRE presi- new secretary is William B. Oowilieh, 
first meeting in ISTew York recently. dent, has been mentioned as vice IRE. L. 0. F. Horle is "coordinator." 

Pin nurd net-up of tbe RTPB, including; nome itppolntmentx not yet completed. 

-iv • - - - - - / 
SPONSORS ^ ADMINIS- J 

m TRATIVE AIEE ARRL 
FM BC, lite. IRE COMMITTEE ; > 
IAC Palica NAB 
KIB RMA 
Aaro. Ridia lite. 

ALLOCATION HF 
GENERATION 

RADIO TECHNICAL 

PLANNING BOARD 

DIRECTION 
FINDING 

STANDARD 
BROADCASTING 

RELAY 
SYSTEMS 

Ckaittttn 
Dr. W. fl. B. Baktr 

Vlet'CkilraaB 
Hindi* Pntl 

| Trixunr. Bint Bitti* 
ISiontari, W. B. OewUlok 
iCoardiBilsr, L. 0. F. Harl* 
| Raaardar, Daiild 0. Flak 
I STAFF 

^ SPECTRUM 
*•; UTILIZATION 

TELEVISION 
& FACSIMILE 

INDUSTRIAL 
& MEDICAL 

VHF 
BROADCASTING 

COMMUNI- 
CATIONS 
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Why Is an RCA Electron Tube 11 

Like Sherlock Ilolmes,., 

' f k 

Things that were beyond the ken of ordinary 
mortals were "elementary" to the man in the 

fore-and-aft cap. 

And why was this? 

Simply because Holmes could analyze more 
deeply, see more thoroughly into the core of things, 
be more observant of little things than anyone else. 

A modern Sherlock Holmes is the RCA Electron 
Tube employed in an electronic device to check ' 
tungsten wire leads for radio tubes. 

With this difference: Sherlock master-minded after - 
the crime. The electron tube in this device is the 
Magic Brain that detects microscopic flaws in wire 
leads before they can cause harm! 

For with the aid of this device, powered with an 
RCA electron tube, a tiny flaw in a wire can be dis- 
covered instantly—'and the faulty wire rejected be- 
fore it finds its way into a completed tube assembly 
resulting in a leaky tube. 

This is electronics in action now—at HGA. 

Tomorrow many of you Distributors and Service- 
men may be selling, installing, and servicing elec- ■ 
tronic equipment. The "electronic future" now de- 
veloping should find you in an enviable position to 
cash in on your experience and familiarity with 
radio tubes, circuits, and parts, RCA, too, will he 
playing a leading part in tomorrow's electronic era— 
because the Magic lirain of all electronic equip- 
ment is a tube—and thefountain-head of modern 
tube development is RCA! RCA Victor Division, 
Radio Corporation of America, Camden, N, J. 

TUNE IN "WHAT'S NEW?"—RC/Fs great new show, 
Saturday. nights, 7 to 8, E.W.T., Blue Network. 

m:- ,:a 

To detect flaws in wire leads for RCA 
tubes, wires are tested by placing 
thenx in the magnetic circuit of one 
of two radio-frequency electronic os- 
cillators. These oscillators are coupled 
to produce a beat frequency which is 
dependent on the relative frequen- 
cies of the two oscillators. Since a 
faulty and a perfect wire produce 
different beat frequencies, as shown 

, by an output meter, an observer 
■watching the meter can instantly 
detect and reject the faulty piece. 

mA 
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With both legs niniiutiited mid both 
hands crliipled, Nicholas De Vrles. forc- 
grrouud, carries on, with Mrs. I>e Vrles 
helping. Radiomtm Peterson, beside her, 
completes staff. 

and the work is turned out in record 
time, thus keeping customer good- 
will at a high level, and bringing in 
quick cash returns for the work done, 

Naturally, some sets represent 
fairly difficult problems, but there is 
no particular difficulty experienced 
in repairing them. "We never have 
sets waiting here for parts or tubes/' 
said Edward Peterson, Arlington's 
serviceman, who's been in the busi- 
ness for the past IS years. "Circuit 
changing is the answer to that situa- 
tion," be declared. 

Arlington Radio Service is now 
open evenings and Saturdays. Mr. De 
Vries is carried to his bench at least 
once a week, and Mrs. De- Vries 
spends a lot of her time in this busy 
shop, where she does estimating, test- 
ing and some repairing. 

Repair Appliances Too 

The De Vries organization does re- 
pair work on major and minor appli- 
ances as well. During normal times, 
Arlington, did a big appliances sales 
business. Mr. De Vries won recogni- 
tion for selling the first hundred of a 
well-known make receiver in Brook- 
lyn. Refrigerators were delivered 
here in carload lots. Now, Arlington 
has a few small appliances on hand. 

Can rt Stop Dealer De Vries! 

• Nicholas De Vries, who for the With money set aside to buy art!- The last radio console was sold a few 
past 20 years has operated the Arling- ficial legs, De Vries put his savings weeks ago. 
ton Radio Service, 158 Jamaica Ave., into war bonds. "To hell with the The De Vries organization buys 
Brooklyn, N. Y., isn't quitting, three legs/' he declared. "They'll have to used radios and other appliances, and 
strikes or not! In an endeavor to wait for the end of the war, because repairs them for resale, and has a 
arrest the ravages of an attack of henceforth I'm going to put all my fairly large stock on hand now. 
arthritis, De Vries allowed ^himself to savings in bonds." Present policies of the shop in- 
be stung 871 times by bees. He un- elude definite estimates in advance, 
derwent an attack of malarial fever, Vndue Repair Delay a cent charge for testing sets in 
induced by the sting of infected And De Vries isn't going to quit the shop and absolutely no credit, 
mosquitos, and when these drastic radio servicing either. "In these try- "I love the radio business," said De 
medical treatments and all others ing times people need radio," he Vries. "I'm sure I wouldn't stay in 
failed, poor circulation made it neces- said, "and Arlington Radio Service is it now if I didn't." De Vries also 
sary to have both legs amputated, going to keep the sets playing." loves his country, and hopes that the 
The right leg in 1941, and the left There's a big jam of wprk in his publicity about him will result in the 
in 1942. shop, but there is no undue delay -^ale of a lot of bonds. 
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RADIONICS 

with its subdivisions of Electronics, Radio, etc., 

calls for Smart Post War Radio Line Strategy" 

Post war planners among radio dealers are asking, and 
may rightfully ask: 

"What iwill a post iwar radio receiver look like? What will 
the Zenith Radio lines 0/ the post war period look like? 

While we do not believe in the "blue-sky" type of crystal 
gazing, we do believe in making concrete plans for the future. 

However, these questions can not be specifically answered 
today. For us to do so, publicly, would be to reveal the cards 
we hold in our hand, to our great competitive disadvantage. 

But such questions can be answered in another way. The 
answer to them lies in the great and aggressive past of 
Zenith line and model triumphs, which have brought Zenith 
to the top of the radio industry. 

You are familiar with "Zenith Line Design Strategy" and 
have profited by this smart strategy. 

Every Zenith replete with new and different features— 
and plenty of them:— the Zenith Big Readable Dial, Radi- 
organ, the scientific tone blending device. Split Second Tun- 
ing, Consoltone, and many others in Zenith's long history 
of "firsts." 

Zenith's "Prosperity Line" of early 1941—and- the Zenith 
1942 line—the latter the finest all-around line ever designed 
and engineered—are fine examples of this strategic thinking. 

Now—let's "put the question" as have other advertise- 
ments of this series. 

tZueetcoei: 

Which of my radio tines in pre-war times, 
gave me the "Line Design Strategy" enabling 
me to best merchandise the tine as a whole? 

□ Best Line 
Design Strategy    

□ Second Best Line 
Design Strategy .    

□ Third Best Line 
Design Strategy   

□ Worst line 
Design Strategy     

Answer these questions genuinely. Spend some time in 
thinking about them—and you'll be a long way toward crys- 
tallizing your own post war thinking about radio lines. 

Think about design. Think about what the post war pros- 
pect will want. Think about what has sold well in the past. 
Think about •models—but also about merchandising an en- 
tire fine 0/ models. 

Analyze the "line design strategy" of your manufactur- 
ers. Get the answers. Put them down. Write, Zenith if you 
have other questions. We shall try to answer them sincerely. 

ZENITH RADIO CORPORATION, CHICAGO 39, ILLINOIS 

BETTER THAN CASH 

U S. War Savings Stamps 
and fionefs 

RADIO •LONG DISTANCE* I 
RADIONIC PRODUCTS EXCLUSIVELY- 

WORLD'S LEADING MANUFACTURER 
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Jobbers On The Beam 

GolUng-Alcxandre Is 

IVew Wholesale Firm 

Jules E. Alexandre, sales manager 
for the past nine years for Pierce- 
Phelps, Philadelphia radio and appli- 
ance distributors, has opened his own 
wholesale distributing firm in Harris- 
burg, Pa., in partnership with G. G. 
Goiling, president of the Gable Co. 
there. Called the Golling-Alexandre 
Co., Inc., Mr. Alexandre disclosed 
that his new firm has been appointed 
exclusive wholesale distributors for 
the Crosley line of radios and refrig- 
erators in the Central Pennsylvania 
territory, with offices and showrooms 
at 111-117 So. Second St. 

One of the first steps taken by his 
new company, he said, was the set- 
ting up of a service department 
equipped to give complete repair and 
rebuilding service for radios and ap- 
pliances. 

Sim Radio Co. 

Changes Its Name 

In order to associate the firm's ac- 
tivities more closely with the rapidly 
developing electronic field, the Sun 
Radio Co. of 212 Pulton St., New 
Tork, long-established distributors of 
radio and electronic supplies, has 
changed its name, and henceforth will 
be known as Sun Radio & Electronics 
Co. 

Established in 1923, the company 
is presently devoting its efforts to 
furnishing priority requirements for 
radio-electronic supplies to industrial 
organizations, research laboratories, 
schools, colleges, training centers, 
TJ.S. Army Signal Corps, U.S. Navy, 
telephone-telegraph companies, broad- 
casting stations, public utilities, civil- 
ian defense leagues, aircraft plants, 
shipyards, railroads and others en- 
gaged in the war effort. 

Emerson-New York Opens 
Parts Display Room 

The new and attractive display of 
radio parts and tubes in the dealer 
sales department of Emerson-New 
York, Inc., Ill Eighth Ave., New 

York, is making a big hit with the 
constant stream of dealers and ser- 
vicemen visiting there daily. 

Peaturing well - known national 
lines in addition to Emerson parts, 
prominent display is given to hun- 
dreds of items regularly carried in 
stock. The dealer counter is manned 
by an experienced staff. 

Takes On a New Tine 

Philco Distributors, Inc., 1717 
Sansom St., Philadelphia, Pa., local 
distributors for Philco radios and ap- 
pliances, has taken on a new line. 
The firm has been appointed distribu- 
tor of the Locke Stove Co., Kansas 
City, Mo., for the line of Warm 
Morning Coal Heaters. 

READS A WPB SECTION 

i \ 

Gerald W. (Jerry) Westo«, who ha« been 
associated with the National Electrical 
Contractors Assn.. has been appointed 
chief of electrical repair section, service 
trades division, in the OtHee of Civilian 
Requirentents, WPB. 

Says Parts Situation 
Improving Dally 

Samuel Gross, president of Emer- 
son-New Jersey, Inc., Newark, N. J., 
reports that the radio parts situation 
is improving daily, and states that 
his firm is doing all in its power to 
"keep them listening" by supplying 

the parts necessary to "keep them 
working." 

According to Mr. Gross, Emerson- 
New Jersey is doing a splendid busi- 
ness in cabinets and tubes for replace- 
ment, with servicemen and dealers 
coming in from all over the state to 
pick up needed supplies. 

About a month ago this organiza- 
tion added the Cornell-Dubilier line 
to its stock, and also a big assortment 
of phonograph needles, ranging in 
price from 50 needles at 25 cents to 
individual needles at $1.50. 

Staying In Business 

In a series of interviews with prom- 
inent distributors appearing in the 
'anniversary" issue of Zenith's "Radi- 
organ," the fact that dealers are 
staying in business is highlighted. 
Many suppliers have made surveys, 
and find the dealer mortality rate very 
low. Among firms reporting this en- 
couraging condition are: Wayne 
Hardware, Fort Waye, Ind.; Edgar 
Morris Sales Co., Washington, D. C.; 
Walker Electric Supply Co., Terre 
Haute, Ind., and Seattle Hardware 
Co., Seattle, Wash. 

Jobbers Successful With 

Substitute Lines 

Distributors are really going to 
town with substitute lines, and de- 
spite shortages continue to keep in 
close contact with dealers, offering 
them alternate selling items and mer- 
chandising advice. 

Reinhard Bros. Co., Minneapolis, 
Minn., has taken on paint and lino- 
leum. Eskew, Smith & Cannon, 
Charleston, W. Va., has added a com- 
plete line of furniture to offer deal- 
ers, while Morley-Murphy Co., of 
Milwaukee, is stocking industrial 
items, furniture, paint and general 
housewares. 

Other distributors active in selling 
other lines include 555, Inc., and 
Williams Hardware Co., both Little 
Rock, Ark.j Miller-Jackson Co., 
Oklahoma City, Okla., and Onondaga 
Supply Co., Syracuse, N. Y. 
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Remember when you went Sunday driving? 

The radio jobber plays fair with you, to the best of his 
ability, with what he can get. Always remember that he, 
like every other patriotic American, must put first things 
first in the matter of supplying war plants and the armed 
forces. 

When the war is over, manufacturer, jobber and retailer 
will be the team to supply a great market for radio and 
television, 

/ / r 

YOU told Joe at the gas station, "Fill 'er up," and you 
drove fifty miles to your favorite picnic spot. 

Now you know that you took this great American institu- 
tion too much for granted. What about that other great 
American institution — the radio jobber? 

Because of the war he can c give you the sudden service 
you took for granted. And, chances are, he is helping along 
the war effort with what reserve stock and contacts he has. 

For example, just before our attack on Arm, certain 
radio tubes were sorely needed. The factory could 
supply them in 90 days. The Signal Corps appealed 
to a West Coast jobber who found them after con- 
tacting seven different branches of the armed serv- 

' ices with which he did business. The rabes were 
shipped on time to do their stuff in the Aleutians.* 

You, too, would join Sylvania in congratulating the radio 
jobber if you knew all the facts about his wartime service 
— usually rendered in an emergency, often at the expense 
of good will. 

• • • • SYLVANIA 

ELECTRIC PRODUCTS INC. 

Emporium, Pa. 

* An actual case from our files, details of which must now 
be withheld for reasons of military security. 

RADIO TUBBS, CATHODE RAY TUBES, INCANDESCENT LAMPS, FLUORESCENT LAMPS, FIXTURES AND ACCESSORIES, ELECTRONIC DEVICES 
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S. T. Murray, proprietor of Rex Radio Service, nirraing-hani, Ala,, left, 
and helper, work on a car radio—and not ont in the weather, either. 

They Really Like Them! 

Cor Radio Repairing, Bugaboo for Mang Radiomen, is Specialty of Ala- 

bama Firm. Drive-in Feature a Hit. Offer Customers 24-Hour Service 

• Catering to the automotive radio shop benches and shelves being lo- the vibrator or buffer connection, Mr. 
business is a specialty with Eex Eadio eated on one side and the drive-in or Murray said. Another 30 per cent 
Service, Birmingham, Ala. Like a "take off" space occupying the central can be traced to rectifier trouble and 
garage, it has a drive-in through the area. Now he handles auto set re- the balance to miscellaneous causes, 
front, so car radios may be worked pairs for a number of automobile including grounded aerial. Because 
on out of the weather. There is room dealers and garages as well as taking troubles are usually centered in these 
in the shop for 3 cars. care of the general public. areas, the set can be repaired, as a 

S. T. Murray, proprietor, of the Mr. Murray said that more than 60 rule, more quickly than is the case 
concern was "raised" on Birming- per cent of his work was on automo- with house radios. This concern has 
ham's "automotive row," formerly tive sets. He likes to work on this a good stock of parts for auto sets, 
working for his father who operates type of set and that's why he special- Although no new radios are avail- 
a tire recapping plant and store, izes in it. His chief associate, C. M. able, Murray still makes quite a nura- 
From the day he opened his radio Mink, was formerly associated with ber of installations, mostly where an 
shop he began to get automotive radio an automotive electric concern, and owner has traded his ear for another 
business, owing to his location and he too likes this specialty. and wants to switch the radio- 
the fact that he was well known in The policy of the company is to After the war, Murray figures that 
automotive circles. give 24-hour service in which cases more cars will come equipped with 

As the business developed he saw most sets are -repaired without re- radios, but there will be installations 
the need for drive-in facilities and in moval from the ear. If the job takes to be made in some and service on 
opening a new place recently he in longer, then the set is usually re- all of them from time to time. He 
effect built it around the drive-way. moved so the owner can have use of expects to continue to specialize in 
In arrangement it is somewhat like the car. About 60 per cent of car this field and to keep his location on 
the deck of an aircraft carrier with radio troubles can be attributed to automotive row. 
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O/i# o/ a »eri« of dramatic incldwts in the flues of immortal composers, pahUed for /Ae Maonauox collection 

How the world's greatest love song was born 

"T TE is a nobody," said her mother, "he has 
iTX nothing, and be writes music that no- 

body cares to listen to." After all, only two 
copies of his first printed songs had been sold. 
Barred from the house of his beloved, young 
Edward Grieg sought refiige in his art and 
composed the most popular love song ever 
written—the unforgettable I Love Thee. 
Eventually, however, he succeeded in marry- 
ing the girl who had inspired the song—and 
later achieved international renown as a com- 
poser. The simple folk-songs of his native 
Norway were the inspiration for much of 
his finest work. He interpreted the spirit of 

his homeland with exquisite lyrical feeling. 
To appreciate the true worth of Grieg's / Love 
Thee or Peer Gynt, or any of the other musical 
treasures inherited from the past, you should 
hear them played by Magoavox radio-phono- 
graph. Know the pleasure of having an in- 
strument in your own home that so worthily 
reproduces themusic oftfaeimmottal composers. 
In the Magoavox rendering you will instantly 
remark an amazing clarity. Its trueness of tone 
captures all the subtle beauty that is the 
essence of great music. This explains why 
Rachmaninoff, Kreisler, Ormandy, Horowitz, 
Rodzinski and many of the most illustrious 

masters of our time have chosen the 
Magnavox for their own personal instrument. 

Today the Magnavox Company is 
producing electronic and communi- 

cation equipment for the armed forces and 
music distribution systems for warships—and 
has won the first Navy "E" award (with White 
Star Renewal Citations) to be given to an in- 
strument manufacturer. When the war ends, 
Magnavox will again take its place as the pre- 
eminent radio-phonograph combination. The 
Magnavox Company, Fort Wayne 4, Indiana, 
Bgy War Bond* For Fighh'ng Power Today — Buying 

Power Tomorrow 

n a v o x 
PHONOGRAPH 

Me choice yweat 

► Alehouoh the nuujufectnre of the Mag- 
oavox radio-phonograph has been dis- 
continued for the duration, some dealers 
still have a few models available. Inquire 
at your nearby Magnavox dealer's. Now 
that opportunities for outside amusement 
are curtailed, it is more important than 
ever to have good music-in the home. 
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Industrial tubes including: the Ignltron, 
fhyrutron, phototube, water-cooled tri- 
ode and high Toctium control tubes. 
Courtesy General Electric Co. 

phenomena. Electron tubes are used 
both to start these effects and to 
measure the results. 

The tubes do not know or care 
whether they are plugged into measur- 
ing circuits or process controls, so 
that the accompanying Radio Retail- 
ing Today chart is planned to cover 
the general conditions met with in 
all such fields. 

A tube itself is a controlled instru- 
ment; some sort of driving potential 
must be applied and some other ef- 
fect is delivered. In either ease there 
is a wide variety of functions that 
can be tied up with a tube's char- 
acteristics. 

Eight Basic Sections 

In all sections of the chart many 
symbolic representations are made 
and the actual circuits may contain 
other necessary equipment, such as 
operating power supplies, etc. One 
symbol, however, may be new to some; 
the inclusion of a small dot within 
the tube symbol indicates a gas filled 
tube. 

Those circuits in the left half of 
the chart are dependent on amplitude 
characteristics. That is, some effect 
which deals with displacement, either 
electrical, magnetic, physical or in 
any other field of technical activity, 
is called upon to control another 

USING TUBES IN 

• Many high speed and automatic tube control chart will prove useful amplitude effect of a different magni- 
manufacturing processes are calling in showing tbe trend of applications tude and possibly at a different rate, 
for adequate control and measure- of radio tubes to industry. In section (I) at the upper left, 
ment apparatus. Here is a new basic methods for securing linear con- 
frontier for the ever useful vacuum. Industrial Electronic* version are listed, (11) methods of 
tube. When manufacturing processes selective control where the control 
and methods were relatively slow, The unwritten rule of design is transfer occurs only when some con- 
mechanical control was in most eases "when some unusual effect has to be dition of threshold level, rate of 
adequate. Modern production sys- provided, find some way to make an change, frequency, etc., is reached, 
terns require "fast acting electronic eleetran tube do it." In (III), is shown basic methods 
control and measurement methods to In a majority of industrial prob- where tubes are used to introduce non- 
keep up with the output. lems electronics deals with combina- linear factors for stabilization or 

The radio serviceman of today will tion of vacuum, gaseous, or photo- other control functions. (IV) shows 
be the Electronic Maintenance man electric tubes with many types of how tubes are used to produce out- 
tomorrow. His contact with radio presently used controls. Hue to the puts following definite non-linear ex- 
tube circuits of many types and his nature of an electronic device itself pansion or contraction laws, 
general knowledge of the functioning such correlation is first concerned In the right half of the chart are. 
of electronic apparatus makes the with electrical control appliances: re- numerous conversion systems using 
serviceman the ideal candidate for lays, electric switches, motors, solenoid tubes wherein some time factor is in- 
this important work. In order to pro- magnets, etc. The mechanics of physi- volved. The sections take up timing 
mote this coming trend. Radio Re- eal movements in all other fields is circuits (V) which initiate single or 
taeling Today has prepared a four- but little different, from a basic view- a series of pulses having specific 
page chart of circuits included as a point, and it is but a step further to characteristics, methods whereby the 
supplement with this issue to serve as bring into the picture such matters controlled function depends upon the 
a basic lead to the knowledge of cir- of temperature, color, magnetism, integration (VI) of the varying con- 
cuit functions that will be required, aceustics, noises, humidity, pres- trolling effects, or the converse where 
The material given in this electron sure and dozens of other physical the output is proportional to the rate- 
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of-change (VII) of the controlling ef- 
fect, or dealing with either delay or 
phase (VIII) conditions. 

These circuits are all based on the 
use of commonplace radio tubes. No 
reference is made to any of the spe- 
cial-purpose electron tubes that use 
beams of electrons controlled as to 
their direction or velocity as dis- 
tinguished from the control of their 
density. 

Linear Amplitude 
M ugnific atlon 

This application uses a vacuum 
tube in its most elementary form—as 
an amplifier. Industrial usage gen- 
erally deals with problems of handling 
large amounts of power and of select- 
ing a tube and its operating condi- 
tions to match a given load. In com- 
mon with most other radio circuit 
operations, the impedance of the load 
will depend on plate resistance, and 
for a first approximation, the value 
of the anode circuit loading listed in 

pedance load. Here, if the impedance 
of the cathode circuit is designated 
Rk, the input impedance is — 

Zj = Rk/(Rk Gm -f-1) where 
Gm is in mhos. 

When a multistage amplifier is used 
at low frequencies, a two-electrode 
gaseous tube such as a neon lamp is 
frequently used as an interstage 
coupling link, Item 5. A higher bias 
voltage on the second tube makes up 
for the current passed by the lighted 
lamp. Although, unlike the com- 
munication problem, amplifiers in in- 
dustrial applications may not have to 
handle a wide range of frequencies, 
certain conditions may exist where 
improved operating characteristics or 
a wide band of frequencies may have 
to be covered. Inverse feedback 
amplifier connections, of which there 
are numerous types, may be used. 
One plan. Item 6, uses a shunting 
connection to feed back a signal from 
the output of a tube to its input eir- 

INDUSTRY 

standard tube characteristic tables can 
be used. 

Item 1 shows the basic tube circuit 
with a load connected in the plate 
circuit. The impedance of the grid 
circuit can be either low or high, as 
required by the set-up, since a grid is 
a voltage-operated electrode. Gener- 
ally speaking input impedances of 
more than one megohm should be 
avoided as many circuits become un- 
stable with higher values. 

A vacuum tube is sometimes used 
as an impedance converter (Item 3) 
when a low impedance load is to be 
supplied. 

Item 4 is a system of connecting a 
low impedance source to a higher im- 

cuit. Item 1 indicates a series feed- 
back connection permitting a poten- 
tial due to the anode current in the 
last stage to be fed back to a previ- 
ous stage with correct phasing to im- 
prove the amplifier characteristics. 

A multistage amplifier wherein the 
successive tubes are coupled through 
condensers will not successfully am- 
plify frequencies below a few cycles 
per second. Item 8 shows a two-stage 
amplifier without coupling condensers 
that will amplify direct-currents of a 
slowly varying nature as well as 
higher frequencies. A VR-150 regu- 
lating tube prevents the current 
through the final tube from adding 
degeneration to the first stage. 

ELECTRON TUBES IFOR CONTROL 

The four^page supplementary chart with this issue is a source of basic 
circuits and facts for radio and electronic maintenance men. Study ft in con- 
nection with this article. 
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In Section II certain useful ar- 
rangements are shown wherein tubes 
function only when certain conditions 
are met. Item 9 shows a basic limiter 
circuit where the pulse level output 
remains constant no matter how much 
the input exceeds a predetermined 
level. This circuit is also used in FM 
receivers. As shown in the curve re- 
lation 10, negative swings are clipped 
when the signal exceeds the grid cut- 
off point, while positive swings are 
clipped due to a high bias appearing 
in the grid circuit as soon as the grid 
"goes positive." 

Tubes os Discriminators 

Another arrangement which will 
produce similar effects (Item 11) 
uses a double rectifier arrangement. 
This is a very early systero for re- 
ducing radio interference in com- 
munication receivers. The two diodes 
are connected in parallel but series 
opposing. If both tubes had identical 
characteristics they would _ balance 
out. However, one diode is biased 
for high sensitivity and the other so 
that it will function only on strong 
signals. There is, therefore, a cer- 
tain operating range over which the 
balancing effect is ineffective. 

A basic discrimination circuit of 
value, which makes a circuit opera- 
tion immune to minor variations in 
control signal (interference, etc.), is 
that in Item 18. Here a tube is biased 
so that it will act only when a strong 
signal is received. 

As a Circuit Component 

Another circuit which has the re- 
verse effect. Item 14, passes weak 
signals but is more or less immune 
to strong ones. This action is due to 
an auxiliary pair of tubes (6SJ7 and 
6H6) which take note of the incom- 
ing signal levels and produce a bias 
potential that chokes off amplifier ac- 
tion in the 6L7 tube when the signal 
gets too strong. The level at which 
this occurs is adjustable. The re- 
sultant output can even show "voids" 
when strong overloads occur. This 
must be considered when the use of 
this circuit is contemplated. It is a 
common form of "static" reducer in 
communication receivers. 

In Section III are listed a few 
(Continued on page 50) 
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(Continued from page 49) 
basic applications of electron tubes 
as circuit varying and stabilizing ele- 
ments. A pentode has the very in- 
teresting characteristic that the plate 
current passing through the tube is 
practically independent of the voltage 
applied (at least when the latter is 
greater than about 50 volts). Item 15 
calls attention to this property where 
slope of the plate voltage-plate cur- 
rent curve is zero. Tube characteris- 
tic curves for any pentode show the 
conditions where this is true and 
those whereby the current level can 
be pre-selected. 

The use of a tube as a variable re- 
sistance is also common (Item 16). 
In Item 17 is shown a practical ap- 
plication of a tube as a resistor. Here 
a triode is connected in series with 
the load. Its control grid is coupled 
to a voltage regulator VR-105 and an 
amplifier tube (CJST) in such a way 
that any change in the input voltage 
or any change in the load factor is 
immediately noted and the resulting 
voltage change in the output cor- 
rected. These stabilizers for power 
supplies are in wide use in many 
fields of activity. 

A tube can also be used as a nega- 
tive resistance. Item 18 shows a sys- 
tem of connections where a negative 
resistance element can be applied 
to another circuit, using a feed- 
back connection. Here Ee must be 
several times as large as Ep, and E. 
is about O.lEc. There are many varia- 
tions of this effect and many applica- 
tions of value in industrial control. 
Item 19 shows the peculiar eurvative 
of the characteristic curve of the tube 
wherein a decrease in voltage at X, 
results in an increased current. Nega- 
tive resistance effects occur in this 
region. This is characteristic of 
tetrodes. 

The use of a vacuum tube as a 
variable impedance is shown in Item 
21 where modulator tubes Ti and Ta 
alter the operating characteristics of 
the self-excited oscillator Ts, to pro- 
duce an output whose frequency shifts 
in unison (and if desired over quite 
wide ranges) with potential varia- 
tions applied to the input circuit of 
the modulator tubes. 

In Section I arrangements were 
shown wherein a linear relation ex- 
ists between the input and output 
levels of a tube. In many control 
functions it may be necessary to alter 
this proportionality factor in ac- 
cordance with some other law. Sec- 
tion IV lists a few electronic possi- 
bilities along this line, A general cir- 
cuit, Item 22, which permits the 
magnification factor to increase as the 
input increases (expansion) or to de- 
crease as the input increases (com- 

pression) at will, by using the switch, 
and according to an adjustable incre- 
mental rate. 

Other circuit elements having non- 
linear characteristics can be com- 
bined with tubes to produce similar 
effects. Item 23 shows copper oxide 
or selenium barrier layer cells (which 
have a non-linear input-output char- 
acteristic) connected as a cathode 
load (see Item 3). This circuit is 
useful in making a single instrument 
scale cover large ranges in the applied 
control level. Item 24 shows a similar 
effect using vacuum tubes of the 
double-diode type. 

Items 25 and 26 show typical cir- 
cuits using tubes of the remote cut- 
off type, which have been purposely 
designed to have non-linear input-out- 
put characteristics. There are numer- 
ous styles of tubes with such charac- 
teristics available. In order to func- 
tion in this way, a separate rectifier 
is provided on each stage, to provide 
a bias which becomes more negative 
as the signal increases. These tubes 
can be adjusted to show logarithmic 
characteristics over a certain range, 
but several stages can be connected 
in tandem to produce logarithmic ac- 
tion over wide ranges (Item 26). 

A tube can be connected (Item 27) 
so that any input signal is amplified 
and rectified and the rectifier output 
connected so that it will block off the 
amplifier action if the signal gets 
stronger than a certain value. In 27, 
the relay releases when an appreci- 
able signal is applied. The variable 
resistance R which can be of the or- 
der of one megohm can be used to 
adjust the threshold of this effect. 

Circuits involving Time 

In Section V numerous arrange- 
ments are listed by which a delay 

with tubes and parts what they 
are, it would toe simpler for you to set a 
new husband." 

function can be introduced. Simple 
RG (Item 28) and RL (Item 29) net- 
works are common in ail kinds of 
electrical circuits. They are quite ef- 
fective in connection with vacuum 
tube arrangements since the latter 
are usually high impedance devices 
and substantial delay action can be 
obtained with high li values even if 
the C value is small. Inexpensive 
combinations are therefore available. 

There are numerous low-frequency 
oscillator arrangements where a series 
of pulses having prearranged inter- 
vals can be generated for timing pur- 
poses, or if desired a single pulse can 
be produced after a given delay for 
process control. 

Such circuits are used in weld tim- 
ing, cathode ray time-base generators, 
inverter devices, and other applica- 
tions. Item 30 shows a self-excited 
oscillator that generates a few cycles 
of energy charging up the condenser 
C by grid rectification. This charge 
has to leak off through a high re- 
sistance R before oscillations can 
start again. This intermittent recur- 
ring action is controllable by the ad- 
justment of RC combination. In 31 
the condenser C is quickly charged 
by thyratron and slowly discharges 
through R. In 32 it slowly charges 
through R and rapidly discharges. In 
either case a relay in series with the 
condenser will operate each time the 
thyratron fires. 

Electrical integration 

The recording of the cumulative or 
resultant value of a varying quantity 
can be accomplished electrically in 
several ways. A simple LC filter 
changes a rapidly pulsating potential 
into a more or less smooth one. In- 
tegration or averaging circuits can 
also be based on L and R values 
(Item 36) or RC values. In Item 37 
an electrometer tube (one arranged 
to have no appreciable grid current 
when used at low anode potentials, 
say six volts, so that no grid leak need 
be used) connection is shown. In 
this application, light, as from a star, 
permits a photocell to slowly charge 
on C by rate of change of anode cur- 
rent as indicated by the relation 
shown at Item 37, At frequent inter- 
vals it is necessary to discharge C 
using a key or switch. 

A similar use. Item 38, permits the 
charge to accumulate on 0 for a defi- 
nite interval whereupon it is dis- 
charged through the tube input cir- 
cuit. The tube and its attached load 
are ballistieally operated. 

A 'curious circuit, used at times in 
electronic counting of discharge rates 
(as of alpha particle ionization ef- 
fects) is the flip-flop circuit in which 
qne or the other of the tubes is al- 
ways operated. A suitable pulse ap- 
plied to the input circuit will cause 

(Continued on page 56) 
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Miss Alma Kraushaar, Man- 
ager, Record Department, 
May lies GrifRn, New York. 

KiimS GRIFFIN, 

MADISON AVENUE 

-CAPTURES THE CARRIAGE TRADE 

m ; 

Attractive interior of Hay lies Griffin store 
on Madison Avenue. 

y^UCCESSFUL phonograph record re- 

tailers on Madison Avenue—and Park 

and Fifth—merchants responsible for 

sales to New York's better-class custom- 

ers—long ago recognized the enormous, 

steady appeal of such artists as Hildegarde, 

Carmen Miranda, Jean Sablon, Richard 

Tauber, Mary Martin and certain others, 

recorded exclusively for the Decca Per- 

sonality Series. ,.. 

If you want to attract and hold more of 

the "upper-bracket" business in your 

community, feature these records in taste- 

fully designed, eye-catching albums. Talk 

to your regular Decca Representative. 

DECCA DISTRIBUTING CORPORATION 
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Write your letter now! 

m 

mm 

Contest closes 

December 31 

Majestic announced Its $1,000 idea contest last August. It's been going, going, and soon, December 31, 1943, it will be 
GONE. But where's the bid from YOU? 

Listen, men, this is more serious than just a friendly War Bond competition. This is far more—more to you—than just 
another prize contest. 

This is your opportunity to express yourself on what you consider sound, business-like radio merchandising policy 
for post-war years. Now is the time to crystallize thoughts you may have which can help 
shape merchandising and distribution policies that will make the future position of the radio 
distributor and dealer stronger, sounder and more profitable than it has ever been in the past. 

$1,000 worth of War Bonds is only the ante in the game. The REAL PRIZES for which you can and WILL receive 
consideration, if you wish it so—will be coveted dealerships under Majestic's Post-War Controlled Distribution Plan. 

What is that plan, and why so valuable? 

Well, the plan is just what it says and it's valuable for the same reason. 

Controlled Distribution means that dealerships will be limited. It means that Majestic Distributors 
will select and negotiate with active, experienced, capable dealers, qualified to represent the 
post-war Majestic Radio with constructive merchandising methods. 

It means that you will be supported, first, last and always with a fair margin—with a large measure of 
protection against UNFAIR COMPETITIVE ATTACK—that you will have the backing of 
sales-minded factory executives who regard the position of the independent distributor and 
carefully selected dealers as the key salient in the first line of the drive for sales. 

It means, also, in your arsenal of "sales weapons" you will have that combination of features, style, appearance 
and value that will appeal to the public—instantly. 

Put on your thinking cap. Let us have your answers to the three questions 
below—at once! These questions should stimulate your own post-war thinking—- 
and will be a valuable check against Majestic's Post-War Plans. 

$1,000 Prizes in War Bonds for Most Helpful Answers to These Three Questions 

1st Prize $500 maturity value; 2nd Prize, $250 maturity value; 3rd to I3th, $25 maturity values. Every one is 
eligible. Contest ends December 31, 1943. To stimulate YOUR post-war thinking, and to check OUR post-war 
plans, Majestic offers prizes for the most helpful answers to these questions; 

<1) What types of radios will be in large demand in YOUR locality immediately following 
victory? (2) In what new features or new merchandising policies are you most 
interested at present? (3) What kind of advertising support do you believe will be most helpful to you? 

Competent judges will read your answers. It's facts and Ideas, not rhetoric, 
that will count. If any two prize-winning letters are considered by the judges to 
have equal merit, duplicate awards will be made. Write your answers to ^ 
these three questions—mail them to me personally, today! 

E. A. TRAGEY,//President 

MAJESTIC RADIO & TELEVISION CORPORATION 

2600 W. 50th Street uh* Chicago 32, Illinois 

Builders of the Walkie- TalkieffjRadio of The Firing Line 
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r, n u n a 

measure 

Garod radios require less oftention today and give better-thon-average reception. This 

is doe to the extra measure of stamina inherent in oil of our sets. 

Since 1922, we've been doing our own thinking, engineering, building, and testing. 

Oor plant is largely self-contained, equipped to moke the critical components that go 

into the construction of Garod radio sets. And oor sets are custom-crafted, not rushed 

through on a moss-production basis. 

Currently, Garod is producing highly complicated apparatus for military use. It may be 

interesting to note also that in order to speed war production many leading radio 

manufacturers ore testing their own products with equipment designed by the Garod 

laboratories. Some day, all of our facilities will again be employed for peacetime 

work. Then, distributors and dealers will find an all-inclusive Garod line, more desir- 

! able than ever before. Inquiries regarding post-war franchises are invited. 

But/ an extra measure of security . . . Invest in tear bonds 

r ■ \ ■ 

MEASUPF tut 

GAROD RADIO CORPORATION, 70 Washington Street, Brooklyn 1, N.Y. 
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Serv.ce 

• Radio-electronic maintenance men 
are finding that they can earn a 
larger profit and gain more customer 
good-will through a careful pricing 
system. 

The Radio Equipment Company, 
1415 W. Franklin Avenue, Minneap- 
olis, Minnesota, publishes a complete 
system of flat rate schedules for the 

Notes 

tem. For instance. Rate No. 204, 
Bookkeeping Charge $0.25 was bor- 
rowed from the refrigerator trade. 
This is for carrying a repair job or 
service call on the books for a reg- 
ular monthly billing when the cus- 
tomers credit is OK. This is a log- 
ical charge to minimize bookkeeping 
and is permitted by the CPA even 

Maryland $2.00, Massachusetts $2.32, 
Michigan $1.83, Minnesota $1.98, 
Mississippi $2.75, Missouri $1.81, 
Montana $2.61, Nebraska $1.70, Ne- 
vada $1.81, New Hampshire $1.50, 
New Jersey $2.10, New Mexico $2.60, 
New York $2.21, North Carolina 
$1.87, North Dakota $1.50, Ohio 
$2.51, Oklahoma $1.99, Oregon $2.25, 
Pennsylvania $2.01, Rhode Island 
$2,12, South Carolina $2.50, South 
Dakota $2.75, Tennessee $1.50, Texas 
$2.30, Utah $2.72, Vermont $1.95, 
Virginia $1.91, Washington $2.21, 
West Virginia $2.00; Wisconsin 
$2.21, Wyoming $1.86. 

Radio Service Labs 
Busy in Ohio 

William R. Carter and Charles 
Home, co-owners of Radio Service 
Labs, 213 South 4th Street, Steuben- 
ville, Ohio (see photo at left), work 
eight hours a day in a war plant 22 
miles distant and handle a volume 
service business on the side. Their 
war work is on electronic equipment 
and both have been active in elec- 
tronic maintenance since graduating 
from high school. They work on 
varying shifts in the plant but man- 
age to handle a good volume of work- 

in spite of the fact that Steuben- 
vilie has lost approximately 5,000 in- 
habitants to nearby war plant towns, 
Carter and Home average about ten 
radios a day. 

Servicing In Ohio: Charles Itorne and Bill Carter, co-owners of Radio Service 
Laboratories, Stcnbenvflle, electronic specialists in n neighboring Naval Ordnance 

plant during the day, keep sets playing by working nights. 

radio service trade. There are eleven 
different schedules ranging from $1.00 
to $8.50 per hour in steps of 25c. That 
is: $1.00, $1.25, $1.50, etc. 

Many radio shops are now using it 
throughout the United States. Due 
to the short time it has been in use, 
the state averages vary more than 
what may be expected when more 
shops become familiar with it and 
adopt schedules that meet their needs. 
Ohio's average is now $2.25, which is 
a decline from $2.51 last December 
31st. Michigan, a nearby state, has 
increased from $1.83 to $2.17. These 
are two eases where the trend is ap- 
proaching the national average of 
$2.14. 

These, flat rate schedules take into 
consideration special expenses re- 
quired to secure unusual items such 
as power transformers and other parts 
that cannot be stocked in the aver- 
age small shop. The author, R. K. 
Viles, has handled over 500,000 repair 
jobs in his own shop and has gathered 
information from all parts of the 
country during the past fifteen years 
to compile this definite pricing sys- 
RADIO Retailing TODAY • November, 1943 

though it was not previously used. 
There are a number of testing charges 
along with an explanation of how 
these actually permit the servicer to 
charge less for his jobs than what 
would be necessary if the tests were 
made free. The OPA permits these to 
also be added if they have been on a 
no charge basis before. Information 
on this subject would fill pages in- 
clpding a recent court case publicized 
in Radio Retailing Today. Estab- 
lished rates also carry weight in the 
courts if they are in widespread use. 

The schedule booklets are sold 
through regular jobbers or can be ob- 
tained from the Radio Equipment 
Co. for 35c a copy or 3 for $1.00. The 
rate per hour should always be speci- 
fied when ordering. A list of the av- 
erage schedule rates by states follows: 

Alabama $3.00, Arizona $2.14, Ar- 
kansas $2.12, California 2.46, Colo- 
rado $2.04, Connecticut $2.00, Dela- 
ware $3.43, Dist. Columbia $2,50, 
Florida $2.34, Georgia $1.83, Idaho 
$1.87, Illinois $2.09, Indiana $2.08, 
Iowa $1.89, Kansas $1.62, Kentucky 
$1.50, Louisiana $1.99, Maine $1.50, 

Part and tube shortages 

Like most other territories there's 
a shortage on tubes and some parts. 
The owners of Radio Service Labs 
use substitute tubes and circuit 
changes wherever necessary to get the 
job out. Shortages in substitute 
tubes make the changes more expen- 
sive, hut most customers understand 
the situation and would rather pay 
more than have the set useless for an 
extended period of time. Trading of 
parts and tubes among the dealers 
helps smooth out some of the diffi- 
culty. 

Old radios which have gathered 
dust in many attics are coming to 
light as owners realize many of their 
newer sets are difficult to overhaul 
because of the tube situation. Ser- 
vicing of many of tbese old models 
requires ingenuity and sometimes 
extra study. 

Radio Service Labs is a well 
equipped shop and handles the ser- 
vice work for about eight dealers in 
the Steubenville area. They use a 
signal tracer, oscillograph, vacuum 
tube voltmeter, in addition to regu- 
lar signal generator, multi-meters 
and tube-tester. A power pack sub- 
stitute for batteries in portables is 
used to operate the set during tests. 
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*rEW PRODUCTS 

open-face boxes, to retaU at 10c each. 
Cadie Chemical Products, Inc., 621 Sixth 
Avenue, New York 11, New York.—'RRT 

JONES PLUGS AND SOCKETS, a new 
line known as the No. 2400 Series Is in- 
terchangeable with their present No. 400 
Series, By increasing the leakage path 

lite moulded according to Navy Speclfloa- 
tions 17P4. Siies range as follows, 2, 4, 
6, 8, 10 and 12 Contacts and are furnished 
with either a shallow bracket for flush 
mounting, deep bracket for recessed 
mounting. New type of socket contact 
developed has four individual flexing con- 
tact surfaces. Socket contacts are of 
phosphor bronze, sliver plated, Howard 
B. Jones, 2460 W, George Street, Chicago 
18, Illinois.—RRT 

STACKPOLE HIGH RESISTIVITY 
IRON CORES, showing resistance of 
practically Infinity, are recommended for 
applications where a resistance of 150 
megohms or greater is required, and 
where voltages do not exceed the break, 
down value. High resistivity material 
reduces leakage currents and their result- 
ant noise troubles. Possibilities of volt- 
age breakdown between colls and cores 
are also reduced. In applications using 
cup cores, the high resistivity core mate- 
rial avoids the necessity for heavy in- 
sulation on lead wires. Stackpote Car- 
bon Company, St. Marys, Pa.—RRT 

CADIE PLASTIC SCOURER replaces 
steelwool for post, pans, etc. A recently 
developed plastic wool, resembles a mass 
of coarse thread, is said to have many 
advantages for home use; there Is no 
danger of injury from steelwool splinters, 
the new material is practically indestruc- 
tible ... it Is easily rinsed free of fata, 
foods, and other foreign matter and re- 
mains unaffected by almost all chemicals. 
Plastic scourer Is packaged in Individual 

and Incorporating a new type of contact, 
the current characteristics of a new series 
has been materially improved. Plug and 
socket bodies are of 8M120 Formula Bake- 

LAFAYETTE demonstrator 
BOARD, a 8 tube AC-DC Superhet, Is 
laid out schematically In bread board 
style with actual parts mounted In posi- 
tion for quick removal and replacement 
to demonstrate function in the circuit. 

Terminals provided at all tube elements 
for measurements. Jumpers provided to 
open condenser, resistor and coil circuits. 
Diagram In color according to the RMA 
code. Lafayette Radio Corporation, 901 
West Jackson Boulevard, Chicago 7, tlli- 
nola, and 265 Peachtroe Street, Atlanta 3, 
Georgia.—RRT 

TUBES IN 
INDUSTRY 

{Continued from page 50) 
the operation to jump to the other 
tube. One complete cycle of events 
takes place after each pair of pulses, 
so that each set-up as shown will di- 
vide the pulse rate by 2. 

In 40, another counting circuit is 
shown. The rectified input signal 
charges the condenser C. Each time 
the charge exceeds a predetermined 
value the thyratron operates and 
clicks up the counter one unit. 

Differentiation 

Many commercial vibration pick- 
up devices, such as piezoelectric units 
give an output proportional to ac- 
celeration. Therefore, velocity and/or 
displacement studies can be made 
with integrating circuits, such as 
in 41. 
Si 

The reverse action to integration 
consists of differentiation. Differenti- 
ation involves finding rates of change 
of some quantity. This function also 
can be accomplished by electrical cir- 
cuits as shown in Section VII. These 
circuits are often used to discrimi- 
nate between pulse varieties as to 
wave shape. Tor example, circuit 
Item SI gives a pulse with a sharp 
front, while 32 gives a gradual wave 
front and an abrupt falling off. A 
combination of these pulses which 
might be used in some remote con- 
trol system, is shown in the oscillo- 
gram. Item 43. 

The first derivative of this wave- 
form is shown below as sharp posi- 
tive and negative pulses, which can 
be separated by the use of diodes so 
as to operate the respective relays, as 
shown in Item 42. The method can 
be used to provide greater discrimina- 
tion in counting random effects, when 
two pulses may take place close to- 

gether so as to overlap as in the 
oscillogxam 45. 

Timing by Phase Effects 

In Section Yin of the chart numer- 
ous methods of producing and using 
phase effects are listed. 

A simple phase-shift network using 
a two-gang variable resistor is given 
in 48. The values of R and C depend 
on the frequency involved. Approxi- 
mately 180° shift can be accomplished 
by the adjustment of the resistors. 
In 62 a similar network is shown 
using fixed resistors having values 
equivalent to the impedance of the 
condensers at the operating frequency, 
A special condenser with four stator 
sections and two rotor sections (the 
latter 90° apart physically on the 
shaft) is connected to the RO network 
so that any phase angle over a 360° 
shift can be obtained. 
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POTENTIOMETER 

TU-WAY PHONE PLUG 

PUSH-BUTTON SWITCH 

When the 

Advanced Post Talks 

UTAH'S ON THE JOB! . . . Code messages must 
go through! Every piece of communication 

equipment must work with precision and per- 
fection. 

Utah parts have passed the battle test in ad- 
vanced positions—behind the lines—in the air- 
on the sea—on scattered war fronts the world 
over. In the industrial plants, too, when the 
weapons of war are being forged . . . Utah parts 
are doing their job ... helping to hasten the day 
of Victory. 

When that day arrives ; ; ; more, and even 
better Utah parts will be available to meet alt 
civilian needs. 

UTAH radio PRODUCTS COMPANY, 810 Orleans 
Street, Chicago, Illinois. Canadian Office: 560 
King Street West, Toronto. In Argentine: UCOA 
Radio Products Co., S.R.L., Buenos Aires. Cable 
Address: UTARADIO, Chicago. 

TRANSFORMER 

BI-DIRECTIONAL SPEAKER 
JACK SWITCH 
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Washington Wavelength 

Says Tube "Bottleneck" 

Due to Tabor Shortage 

Compiled from reports of various 
government agencies, tlie Office of War 
Information has issued a statement on 
domestic broadcasting, in which com- 
ment is made on the tube situation as 
follows: "The chief bottleneck in the 
manufacture of tubes is not in ma- 
terial but in labor: a num'ber of manu- 
facturers are now setting up feeder- 
plants for tube making in areas where 
labor is available." 

Stating it is apparent that "a goodly 
number of American families own 
more than one radio," the communica- 
tion nevertheless points out that many 
domestic receiving sets are deteriorat- 
ing from age and lack of adequate 
service, "the greatest difficulty at the 
present time being the securing of 
tubes. During the early part of this 
year large numbers of tubes destined 
for civilian use were taken over hy 
the armed services, and though the 
civilian program is being pushed the 
supply is still tight, particularly for 
tubes for the AC-DC sets sold in such 
large quantities just before the war 
and which, fortunately, seem in most 
cases to he extra radios in homes." 

The report also stresses the fact 
that the production of batteries has 
recently been increased to take care 
of the estimated 3,200,000 battery sets 
on farms in non-electrified areas. 

Pays $35,000 for Over- 
Celling Radio Sales 

An east coast radio distributor has 
paid the U. S. Treasury $35,000 as a 
compromise settlement of a treble 
damage claim against it by the Of- 
fice of Price Administration for sales 
of radios to retailers at prices above 
legal ceilings, according to an an- 
nouncement recently made by that 
agency's enforcement department. 

The OPA stated that over-charges 
totaling about $23,000 had been made 
by the company on several thousand 
radios sold to retailers from August. 
1942, to May, 1943. 

The suit was brought under the 
Emergency Price Control Act which 
authorizes OPA to sue manufacturers 
and wholesalers for three times the 
amount of any charge in excess of 
ceiling prices. 

An official OPA statement said that 
this settlement disposed of one of the 
biggest cases it has handled Involving 
violations of price ceilings on house- 
hold goods, and served to emphasize 

the importance of all wholesalers and 
retailers checking their prices to be 
certain they are not. violating estab- 
lished ceilings. 

WPB Names Capacitor 

Conservation Committee 

War Production Board has an- 
nounced the following members on Its 
newly created Mica Capacitor Con- 
servation Industry Advisory Commit- 
tee: Government presiding officer, 
E. R. Crane; committee members, 
G. M. Eblers, Centralab, Inc., Mil- 
waukee, Wis.; Jack Davis, Galvln 
Mfg. Co., Chicago; T. M. Gordon, Ra- 
dio Receptor Co., New York; M. R. 
Johnson, General Electric Co., Bridge- 
port, Conn.; Byron Minnium, Erie Re- 
sistor Co., Erie Pa.; Dorman L. 
Israel, Emerson Radio & Phonograph 
Corp., New York; Herbert D. Spencer, 
Bendix Radio Corp., Baltimore, Md.; 
F. E. Hanson, Western Electric Co., 
Kearny, N. J. 

TUNE-INS 

"German radio equipment is five 
years behind our own in design, com- 
ponents and construction." Captain 
James P. Lipp, Signal Corps officer, 
assigned to North Africa. 

» • * 
"There is increasing evidence that 

the production of essential civilian 

goods has reached a low point, and 
that in the future increasing quanti- 
ties of critical materials will be allo- 
cated in the production of these 
items." Robert W. Johnson, retiring 
chairman of the Smaller War Plants 
Corp. 

"It seems clear to me that one of 
the biggest single threats to our whole 
system of free enterprise is the grad- 
ual development of large organizations 
and monopolies which will tend to 
squeeze out the small independent op- 
erators. When the small business man 
goes, it is very likely that free enter- 
prise as well as our democracy will go 
along with him." Chester Bowles, gen- 
eral manager. Office of Price Ad- 
ministration. 

"Our main objective, naturally, is to 
see that civilians get the best service 
It is possible to render In a war-time 
economy." G. W. Weston, chief service 
trades div.. Office of Civilian Require- 
ments, WPB. 

"We still have production problems 
in radio, but we can safely say that 
this particular bottleneck has been 
broken," says Charles E. Wilson, ex- 
ecutive vice chairman, WPB, com- 
menting upon American mass produc- 
tion methods applied to the diamond 
die industry, affecting the manufac- 
ture of wartime radio. 

RADIO PIONEER IS HONORED 

Hurry Forster receives Arroy-Navy "15" nwarrt at presentation to Uadio Speakers, 
Inc., Chicago. Left to right j Jim Clements, Gene Strait, Geo. Holly, Helen Erhardt. 
Henry Forster. Bert Engel, Fred Johnson, J. B. Price, Bill Ijcleln, 
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P r-:*! 

Alen in our Armed Forces quickly learn how 

to receive international code on this Portable 

Keyer made by Waters Conley. It takes an 

inked record from paper tape and converts it, 

by the magic of electronics, into audible code 

signals. 

This companion to the Waters Conley Re- 

corder is another of the war-vital products that 

take all our time these busy days. But much of 

the knowledge and experience we are gaining 

in wartime will help to enrich civilian life when 

peace comes again... and will open profitable 

new markets for you. i  
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WATERS CONLEY COMPANY 
In peacetime, America's oldest and largest manufacturer of portable phonographs 

ROCHESTER, MINNESOTA 
17 East 42nd Street, New York 224 South Michigan Avenue, Chicago 
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Letters to the Editor 

Television Complaint 

Editor, Radio Retailing Today: 
As a radio dealer who has sold tele- 

vision sets to his customers, I should 
like to report that I am getting the 
blame for having honestly and sin- 
cerely promoted a sale of which my 
customers believe they are the "vic- 
tims". 

The radio industry, as you know 
put on a television drive with the deal- 
ers, with the promise that good tele- 
vision programs were being put on the 
air and would be maintained, so that 
a relatively high investment in a tele- 
vision set was justified. Thus the 
people In the vicinity of New York 
accepted this, with the idea that they 
were not only benefitting themselves 
thereby, but helping to pioneer a new 
art. Here is what one of my cus- 
tomers has to say: 

"For about a year the National 
Broadcasting Company maintained 
fairly good programs, the most inter- 
esting being the prize fights and 
wrestling matches, which were lively 
affairs and not studio programs. Then 
came the change in program schedule 
with the substitution of editorially 
worthless, dumb, and uninteresting 
movies, so that the owner of a tele- 
vision set today feels he has a white 
elephant on his hands, and believes 
he has been the victim of a fraud 
more deliberate and far worse in char- 
acter than many of the frauds for 
which the Federal Trade Commission 
issues stop orders. I believe that the 
channels allotted for television pur- 
poses should be taken away from 
present occupants, and that first 
choice for the desirable channels after 
the war should be given to broad- 
casters who by some semblance of 
decent service to the public In the 
meantime establish priority by main- 
taining an Interesting program ser- 
vice to the present owners of tele- 
vision sets." 

The dealers who sold the sets In the 
first place were acting honestly and 
in good faith. They, like the custom- 
ers, were relying on the words of 
corporations whose promises in this 
matter have proved worthless. 

Cosneoticot Dealer. 

Editor's Note: 

Recognizing the situation above de- 
scribed, we have been surprised at the 
small number of complaints received 
by the television departments of the 
broadcasters. There must be several 
thousand television-set owners who feel 
that their investment was a poor one 
in view of the almost complete col- 
lapse of the broadcasters' program- 
ming plans. But apparently the ma- 

jority realize that the fault lies be- 
yond the radio industry's sphere. 

As most radio men know there were 
two basic factors which made it al- 
most mandatory for NBC to reduce 
the number of hours of television op- 
eration. The most important of all 
factors, including the lesser ones, was 
the loss of trained manpower. These 
men, whom NBC had trained In the 
specialty branch, were prime bait for 
the Signal Corps and most of them 
are there now as officers. They couldn't 
borrow from WEAP and the network 
because, after all, it was far more im- 
portant for the country's safety to 
maintain aural broadcasting facilities 
in A1 condition, than to cater to a 
few thousand interested television fans. 
They couldn't train new men because 
all prospects were subject to draft 
call. Hence the FCC's relaxation of 
transmission time was the only way 
out of the impassd. At least, with 
only four hours weekly to fill, the tele 
station could insure that much pro- 
gramming in order to keep the chan- 
nels alive. The only other alternative 
would have been a complete cessation 
of transmission. 

iVo Mobile Units for Fights 

Television men are well aware that 
the remote pick-ups (prize fights, 
wrestling bouts, etc.), seemed to be the 
audience's first choice, but the opera- 

SEES PACKAGE "MIKE" 
DEAL 

Cecil L. Sly, vice pres. nnd sales mpr,, 
Universal Microithone Co., Inslewood, 
Cal., predicts new deal In dlstrlbatton 
of Mfcropbones in Postwar Period. Sees 
Specialized Style*. 

tion of each of the mobile pick-up 
units required a crew of at least eight 
trained engineers besides additional 
set-up men. These were just not 
available after the nation commenced 
its call, and the mobile units were 
therefore swathed in grease and ga- 
raged for the duration. 

The second principal factor was the 
scarcity of replacement parts, a con- 
dition that still exists. Cathode-ray 
tubes were out of production and there 
had never been a reserve stock of any 
size. The same condition existed for 
other spare components. NBC did not 
want to lower transmission standards 
further than necessary, through hay- 
wire equipment, nor would the au- 
dience have put up with it. So this, 
too, made shorter transmission periods 
mandatory if we were to conserve what 
we had. 

iV<9 ll'aifiiig List 

As for the complainant's suggestion 
that the channels should "be taken 
away from present occupants" would 
scarcely remedy the situation. As 
far as we know, there is no waiting 
list of broadcasters who are equipped 
to conduct television programming on 
the scale that we all enjoyed prior to 
1941. 

It is undoubtedly true that dealers 
were acting in good faith when they 
sold television sets. NBC and other 
entrepreneurs la the field were equally 
well-intentioned when they induced 
people to buy sets through ballyhoolng 
special programs. But surely neither 
the FCC nor NBC foresaw the effects 
of war on the progress of the new In- 
dustry. 

From NBC we learn that its tele- 
vision program department has been 
working on plans that will go Into 
effect almost Immediately following 
victory—possibly a bit earlier—but for 
the present at least, NBC is stymied 
by a complete lack of man-power and 
a haunting scarcity of materials and 
replacement parts. If Connecticut 
Dealer's complainant has the key to 
this apparently unsolvable problem, 
the television people would like to 
know about It. 

Offers Suggestions 
to Manufacturers 
Editor, Radio Retailing Today: 

Have heen in the auto electric busi- 
ness since 1918, at the same location 
and in radio since the beginning. 

I have always enjoyed good business 
because I treal the public fair and In- 
sist on the same kind of treatment 
from them. I have learned plenty In 

{Continued on page 62) ^ 
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RCA 

—yet thousands will see this 
plunge through center thanks I 
to new improved television eye 

1 Iconoscope that gave electronic eyes 
to Television. Now KCA has made those 
eyes stronger than ever before. Describ- 
ing the new improved RCA Iconoscope, Dr. Vladimir Zu-oykin 
Business Week says, "it will permit Associate Research Director, 
televising the last quarter of a football Laboratories 
game on a rainy afternoon in late No- 
vember. Increased sensitivity of the new camera tube, exhibited by 
Dr. Vladimir Zworykin, RCA research head, results from the use 
of a retina or plate with 400,000 pieces of light-sensitized silver." 

This advance is typical of the many that keep KCA Labora- 
tories out in front in Television progress. RCA awaits only the 
end of the war to make even greater strides—to help in creating 
a vast new industry for you to share in. 

-4i* 

get rav< 

and whole cast 

of "WHAT'S NEW? 

raves from "Variety" 

"Variety," the magazine of show business, went 
overboard in reviewing RCA's opening hour show 
"What's New?" (Blue Network, Saturday, 7 to 8 
P.M. E.W.T.). Pop melodies by Dinah Shore, Vic- 
tor artist, "took her to the top of the pleasure 
meter," said "Variety." It's "an hour of upper- 
crust popular entertainment." Yes, it's a great show 
—and great for you. It's on the job for you TODAY 
building the business you'll want TOMORROW in 
the fine radio, phonograph and Television instru 
ments RCA will build when the war is won. 

,VICTORY 
n BUY I 

RADIOS HIGH ON THE LIST 
★ That's the report just released 
by the Chamber of Commerce of 
the United States. Here is a flood 
of buying power that RCA will 
help direct to your place of busi 
ness as soon as this war is won. 
RCA will provide you with the 
most advanced radio,-phono 

graph and television instruments. 
And backing you all the way 
there will be new and powerful 
sales and advertising ammunition- 

RADIO CORPORATION OF AMERICA 

RCA Victor Division • Camden, New Jersey au sr 

www.americanradiohistory.com



ON A FLOOR PLAN ? 

Floor plans of busy offices and plants don't always take 
quick, convenient intercommunication into account. 
So often an arrangement that otherwise expedites a 
business leaves key executives as high and dry as on a 
desert island when it conies to getting in touch with 
each other. 

In these busy war days, you will find many plants and 
factories in your community just waiting to have you 
bring them the message of Teletalk Amplified Inter- 
communication . . . tell them how Teletalk breaks down 
the barriers of walls and square feet and puts their voice 
wherever they want to be in a matter of seconds. 

Teletalk Systems are the most modern, fastest selling 
intercommunication systems on the market today. They 
are available in from 5 to 24 stations and can be laid 
out to fit the exact needs of either the large or small 
office. Teletalk is easy to install. . . operates from the 
light circuit. 

Write us today. Make Teletalk a valuable addition to 
your business NOW. 

BUY. ™?RE WAR BO
i
ND^ 

WEBSTER ELECTRIC COMPANY, Racine, WiB.,U.S. A. ■ Establishaa 1909 ♦ Export 
Dept: 13 E. 40th St.. Now Yoik (16). N. Y. • Cable Address: "AHLAB" New York City 

WEBSTER 
"tViere Quality ie a Respoaaibility and Pair Dealing an Obligatioa' 

LETTERS 
TO THE EDITOR 

{Continued from pdge 60) 
the years I have been here. For in- 
stance, it is better to let the chain 
stores and mail order firms sell the 
AC-DC junk with which the country 
is flooded than for me to sell it. I 
make more repairing1 them than they 
make selling them. I hope after the 
war is over the manufacturers will 
stop trying to see how cheap they can 
make sets and put some quality in 
them, and put a price on the seta ac- 
cordingly. 

Some of the changes I would recom- 
mend are—better tuning drives, bet- 
ter volume controls, speakers in which 
they use no cement in assemblying 
the cones to the frames so they can 
be centered when needed. Leave off 
all push buttons and automatic tuning 
devices, no short wave bands on sets 
under flOO.OO. Sell at a uniform dis- 
count to all dealers, with no dumping 
and long,discounts to specials. - "When 
they find they have an outstanding 
model keep it in the line, dress it up 
different, if necessary, but don't cut 
it out. Let each manufacturer put 
his name and model number on all 
sets he makes, whether for his own 
brand or some other brand. 

Tube Situation fs Bad 

I read in your last issue where the 
tube situation was easing up some but 
I have about three hundred tubes on 
certified back orders now and have 
received only five tubes in the last 
three months. I carry a fairly large 
stock of tabes, but as I have been 
running on them, I am low now and 
out of certain types which are as usual 
the most popular. The same thing 
applies to A & B Packs. I have sent 
in certified Farmers' orders but re- 
ceive very few. However some "Jobber- 
Dealer - Wholesalers" as mentioned 
above usually have batteries at one to 
three dollars above ceiling, yet their 
packs cost them $3.22; cost me $4.16 
and the customer ?5.95 so you see 
what a profit they make and lots of 
small dealers like me go without any 
most of the time. On a recent Sat- 
urday, I had 27 calls for packs and 
how many do you think I had to sell? 
You guessed It—not one! 

I could go on like this for hours but 
r guess you are tired of trying to read 
this, so will close in saying that I en- 
joy Radio Retailing Today very much, 
and read it from cover to cover, and 
then read between the lines In regards 
to some of the sayings of some of the 
big shots in radio. 

From the tone of this letter you may 
get the Impression that I am not & 
very good patriot but let me assure 
you that I am. My only two sons are 
in the service, one a Senior Lieutenant 
Navy Air Corps, and the youngest 
only eighteen, a "buck" at present, 
having left college to enter the service. 

Southeen Dealer 
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No Place Like Home 

Compared with the typical home radio set 
—protectively nestled in a quiet living room 
—the electronic devices on a bomber lead 
a dog's life. Their delicate parts are subject- 
ed to the jarring concussion of exploding 
flak—the "kick-back" of bursting block- 

busters—the vibration of roaring motors 
and firing guns ... a mauling severe for 

even the most rugged parts. 

How these sensitive instruments are able to 
hold up under such bruising punishment is 
a story that dates back to the early days of 
automotive radio. Technidans of Delco Radio 
faced parallel problems—vibration, electri- 
cal interference, temperature and humidity 

extremes, bumping and jarring. They faced 
a set of conditions totally new and different 
in the radio field—the special conditions 
attending "radio in transit." 

a practical, workable reality. And with suc- 
cess in this endeavor came a fund of special 
experience, off-the-trail knowledge, that has 
come in mighty handy in World War II. For 
Delco Radio engineers have applied their 
experience in automotive radio to the task 
of giving the forces of freedom—on land, 
at sea, in the air—a strong, clear voice. Delco 

Radio Division, General Motors Corpora- 
tion, Kokomo, Indiana. 

DIVISION 0 F 

msLm 

Back Our Boys 

By Buying Bonds! 

One by one, these problems fell before the 
forces of research, experiment, ceaselesj 
testing and trying. Automotive radio became 
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.. .Whaf's it all about? 

It's confusing, isn't It? A1! this exciting publicity about miraculous 

postwar products probably has your head in a whirl. But don't build 

up exaggerated expectations that these revolutionary new deveE- 

opments will be available the minute the war is over. The adapta- 
tion to civilian use of these wartime creations will follow an orderly- 

pattern that takes time. These new things are coming, but at some 

time in the future when engineering production and merchandising 

problems connected with them have been successfully solved. 
In the meantime. Sentinel is rolling out war material in 

quantity and accumulating the "know how" that will mean better 

Sentinel civilian products of the future ... up-to-the-minute radio 

and electronic products for greater sales for Sentinel dealers. 

SENTINEL RADIO CORPORATION 
2020 Ridgo Avenue, Evanston, Illinois 

They 

Never Fail 
(Continued from page 21) 

many sales where the prospect had 
been offered "a discount." As the 
"lost sale on account of price" angle 
is of such interest to retailers, Wag- 
ner's methods of combating this 
price situation are valuable for other 
dealers to study. He asks the pros- 
pective customer a qualifying ques- 
tion, something like the following: 

"Mr. Jones, if I can show you how 
to save the ten dollars difference in 
price in a short period of time, and 
can show you how to make this same 
refrigerator last many more years, 
will you give me the order?" 

Now, an argument like that is 
right up the customer's alley. It's 
affecting his poeketbook, and that's 
a vital point with us all. Having 
secured such a promise from a pros- 
pect, Wagner would then proceed to 
outline Electric Servant's operating 
instructions given free with each 
purchase. This often offsets the dis- 
count bait offered by the competitor. 
Wagner would also point out to the 
prospect that these instructions were 
originated and given exclusively by 
Electric Servant. 

Identified with Civic Affairs 

Mr. Wagner has always been active 
in civic affairs, and has identified 
himself with many community activi- 
ties. He has been a member of the 
Rotary Club, a director in the Yonk- 
ers Chamber of Commerce and was 
at one time vice president of the 
local merchants' association. 

As an example of how square deal- 
ing often repays a dealer, it is inter- 
esting to cite an experience Electric 
Servant had recently. A man who 
possessed gome radio technical train- 
ing brought a set into the store for 
some service. This man was so im- 
pressed by the high ethics of this 
organization that he has now become 
a valued employee, and in these days 
of help shortages, that's getting a 
rich reward for being on the level. 

Ammtmillon for Its Salesmen 

It is interesting to note the sort 
of sales ammunition Chester Wagner 
gave his selling force, and expects to 
give them after the war is over. 

He always stressed to his employees 
that the local lighting company con- 

(Continued on page 66) 
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MODEL 645 PORTABLE 
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THERMOCOUPLt 

OR RtCWER m 

The hinged cover provides protection to 
instrument glass during carrying. Espe- 
cially important when carried with other 
equipment. Opens flush and provides a 
smooth case open or closed. 

The molded mechanical shield excludes 
dust, and allows replacement of plug-in 
thermocouples or rectifiers without ex- 
posing sensitive" mechanism of instru- 
ment. Also, it protects the movement 
from possible damage when the case 
is open. 

The Plug-in feature permits pre-cali- 
bration of thermocouples or rectifiers. 
Plug-in units are interchangeable. No 
recalibration of the instrument is re- 
quired. In case of bum-out of a thermo- 
couple or a rectifier a new one may be 
secured and replacement effected without 
returning instrument to factory. 

For additional engineering information 
on Model 645 and other instruments of the 
same case style write for 645 data sheet. 

★ 
BUY WAR BONDS AND STAMPS 
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{Continued from page 64) 
sidered The Electric Servant Com- 
pany to be its most important co- 
operating dealer. 

He pointed out that prospective 
customers could find the biggest selec- 
tion at Electric Servant. A few years 
ago salesmen were armed with the 
knowledge that the firm had on dis- 
play practically every wanted radio 
model; seventy-seven refrigerators 
and forty-nine washers and ironers 
of different models. 

Electric Servant salesmen were told 
that an important reason for the 
firm's success is service. The sales 
force was asked to consider just what 
service means. Wagner told them: 
"Suppose .you were to purchase a 
washing machine and the machine 
ceased to operate. Certainly the 
washer could not be used as a piece 
of furniture, since its service to you 
is washing clothes. Thousands of 
customers are using washing ma- 
chines purchased from us; some 
twenty-one years ago, and we are 
still servicing these machines." 

Wagner told his salesmen to 
emphasize twenty-four hour service; 
to emphasize the point that Electric 
Servant renders the service, and 
does not shunt the responsibility to 
the manufacturer. 

Salient Selling Point# 

He points out that many "orphan" 
appliances are in the hands of local 
customers. In many cases, dealers 
who sold them are out of business, 
and in many cases the manufacturers 
have folded up. He tells his sales- 
men that any time they run into a 
customer with "orphan" equipment, 
offer the customer the repair facili- 
ties of Electric Servant. 

Electric Servant salesmen were 
told that the organization exercised 
such great care in the selection of 
merchandise and manufacture that it 
never sold an appliance that became 
"orphaned." 

So The Electric Servant Company 
keeps up with the times. A sign in 
the office of this firm reads: "Men do 
not fail because of changed condi- 
tions, but they fail only when they 
are not big enough to meet those 
changed conditions!" 

This Westchester County organiza- 
tion has certainly been able to meet 
the changed conditions in a big way, 
and continues to practice its motto: 
"We Never Fail!" 

RADIO Retailing TODAY • November, 1943 
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TURNER U-9S, FILLS 4 
IMPEDANCE REQUIRE- 

MENTS 

A twist of the switch on 
U-9S (left) gives you 
your choice of SO ohm, 
200 or 500 ohms or hi- 

crophone. Adjustable to 
semi- or non-directional 
operation. Free from 
peaks and holes from 40 
to 9,000 cycles. Level 
52DB. Gunmetal type 
finish . . . 

TIME 1:0 

tub"'* 

* 

v & 

you want crisp. * ^ tfP* O
0eA^ 

Microphone. ScientAca ^a*ofhj f>s 

Uce faithfully aV} . -jW^ 
^Plifying only 

under any and 
tic conditions- 

TURNER HAN-D DOES THE 
JOB OF SEVERAL MIKES 
SX Crystal or 9D Dynamic 
Gunmetal or Chrome 
Finish. 

Hang it, hold it, mount it on 
desk or floor stand. Especially 
engineered for maximum voice 
response and smooth, natural 
response to music pick ups. 
Off-on switch permits intermit- 
tent operation. 

New Turner Microphone Catalog, illua- 
tratad In color. Gives you complete infor- 
mation on all Turner Microphones, and 
how to cara for those you have. Send for 
your free copy today! 

THE TURNER COMPANY 
CEDAR RAPIDS, IOWA 

Crystals Licensed Under Patents of 
the Brush Development Co. 
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Knows that "10% for Wat Bonds isn't enough these days 

Workers' Living Costs going up,.. and 
Income and Victory Tax now deducted 
at source for thousands of workers... 

Check! You're perfectly right . . . but 
all these burdens are more than balanced 
by much higher FAMILY INCOMES for 
most of your workers! 

Millions of new workers have entered 
the picture. Millions of women who 
never worked before. Millions of others 
who never began to earn what they are 
getting today! 

A 10% Pay-Roll Allotment for War 
Bonds from the wages of the family 
bread-winner is one thing—a 10% 'Pay- 
Roll Allotment from each of several tvorkers 
in the same family is quite another matter! 
Why, in many such cases, it could well 
be jacked up to 30%—50% or even more 
of the family's flew money! 

That's why the Treasury Department 
now urges you to revise your War Bond 
thinking—and your War Bond selling—on 
the basis of family incomes. The current 

Last year's bonds got us started—this 
year's bonds are to win! So let's all raise 
our sights, and get going. If we all pull 
together, we'll put it over with a bang! 

War Bond campaign is built around the 
family unit—and labor-management sales 
programs should be revised accordingly. 

For details get in touch with your local 
War Savings Staff which will supply you 
with all necessary material for the proper 
presentation of the new plan. 

This space is a contribution to 
America's all-out war effort by 

RADIO RETAILING TODAY 

you've done your bit 

. , . now do your best! 

★ ★★★ ★★★ ★★★★★ 
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Over land and under sea, Presto Recorders have 
their ears glued to Sounds .. * pick them up and play 
them back so Sailors, Soldiers and Aviators may 
£nou> who's there —friend or foe! • As in peace, so 
in war... if it's a noise Presto will get it—faithfully 
and realistically. 

BOOKLETS 

Universal Microphone Co., Ingle- 
wood, Cal., has issued a new 9x11 loose 
leaf four-page edition of catalog No. 
830. The catalog is titled "Universal 
Army and Navy Specification Plugs 
and Jacks," and is illustrated. It also 
contains descriptions of prongs, cord 
clamps, jack inserts and shells for 
both jacks and plugs. 

The Home Economics Institute of 
Westinghouse Electric & Mfg. Co. has 
issued a revised wartime edition of 
"The Care and Use of Electric Ap- 
pliances In the Home." The booklet 
suggests simple repairing only, and 
stresses the necessity for householders 
getting professional service whenever 
anything serious goes wrong with a 
household appliance. The booklet la 
profusely illustrated. 

Various electronic applications In In- 
dustry, in the war, in medicine and 
the home are illustrated and described 
in a new 44-page booklet announced by 
Westinghouse Electric and Manufac- 
turing Company. 

A few typical applications shown in 
this booklet "Electronics at Work" 
are: resistance welding control for 
sewing plane parts together at 1800 
stitches per minute; cathode ray os- 
cillograph for electrical circuit and 
lightning phenomena analysis at 
speeds of 1/100 of a millionth of a 
second; high-frequency induction heat- 
ing units for plastic molding; tin re- 
flowing and surface hardening; igni- 
tion rectifiers for converting alternat- 
ing to direct current in aluminum and 
magnesium production; industrial 
X-ray units for "inside" Inspection of 
vital metal parts; Precipitron for re- 
moving air-borne dust particles as 
small as 1/250,000 of an Inch. 

Various types of electronic tubes, 
key units of every electronic device, 
for such applications as industrial 
control, diathermy, power conversion, 
X-ray and radio are illustrated and 
the primary use of each Identified. 

A copy of booklet B-3264 may be se- 
cured from Department 7-N-20, West- 
inghouse Electric and Manufacturing 
Company, East Pittsburgh, Pa. 

Honored for 
Long Service 

Thirteen employees of the Strom- 
berg-Carlson Co., Rochester, N. Y., 
met recently to celebrate their forty 
years of continuous service with their 
firm. Wesley M. Angle, president of 
the company, who also marked his 
fortieth year with the firm, presided. 
Dr. Ray H. Manson,. vice president and 
general manager, and Edwin C. Ro- 
worth, vice president, both of whom 
have been with the company 39 years, 
made the presentation of pins honor- 
ing the veterans. 
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When Industry returns to production oi peacetime needs 
certainly there will be advances, new concepts, new 
efficiencies but let's not lead our prospective post-war 
patrons to expect too much too soon. First productions 
will be only slightly different, slightly better than the 
last peacetime models. Inevitably—and no doubt rapidly 
—the lessons of war will fit into civilian production but 
we believe, rather than a moment of change, we will find 
ourselves in an era of growth and improvement. In that 
era John Meek Industries hopes—and expects—to be 
among the leaders in constructive planning and, in 
the fields of voice and music recreating, will produce 
new and better instruments and equipment as rapidly 
as is consistent with thorough engineering proficiency. 

i * ^5^ 

JW ]! 

JOHN MECK INDUSTRIES 
• CRYSTAL SERVICE DIVISION • MIRROR-TONB'DIVJSION • AUDIOGRAPH DIVISION • WEBER DIVISION 

PLYMOUTH, INDIANA .. .TELEPHONE PLYMOUTH 33 
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Just mzkinq sure. 

YOU'LL GET VOUtt SHARE! 

"LOOKS LIKE A LOT OF BATTERIES WHEN THEY'RE ALL IN A PILE/' 
says Homer G. Snoopshaw, Burgess specialist. "But when we con- 
sider ail the customers we have... and all the customers yo/z 
have . . . we have to do a mighty careful job of parceling out the 
shipments. Yes, we start right in our shipping room to divide 'em 
up even—and we hope you do the same." 

Uni-Cels and farm radio packs are scheduled as regularly as military 
production allows. Manpower shortages hamper us, too. It adds up 
to this: You don't get as many batteries as you'd like. But we are doing 
our best to spread our production as far and as fairly as possible. 

BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 

njuiiv 
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NEW 

cTfcNCOK 

Model 
Victory 

TRMtStORWtR^ ^ CH07/ 

are NOW AVAILABIE. 

aT*«eo* 

SEE YOUR '—  
STANCOR JOBBER OR SEND FOR 
THIS ILLUSTRATIVE FOLDER NOW! 

No priorities are necessary to buy Stancor Victory 
Model Transfoimets—the L-26S Certificafioo, is 
the only requisite. Send lor lull uiformatiOn today. 
Write for Stancor Victory Model folder No, 3 02'A 
STANDARD TRANSFORMER CORPORATION 
1500 N. HAtSTtO STRttT • CHICftGO, IlllNOtS 

w .,"~r ^p' 

Bond and Speed-up Drives 
Meet With Snccess 

To help step up production, boost 
worker morale and increase bond 
sales, manufacturers all over the 
country have been staging various 
drives with outstanding success. 

For example, a brand new bomber— 
"Ken-Rad" — will soon be added to 
America's mighty air armada as a re- 
sult of the record-shattering bond buy- 
ing compalgn of the employees of Ken- 
Ead Tube & Lamp Corp., Owensboro, 
Ky., which topped the goal of $500,000 
by $84,450. The spirited drive was con- 
ducted by Larry O'Brien, director of 
sales for the company. 

In Chicago, Hallicrafters recently 
staged a "production drive rally," 
climaxing a successful bond selling 
campaign- The production rally In- 
cluded a tour of the plant; music by 
a IS^piece band, and the presence of 
many noted Army and Navy officers, 
including Col. Geo. P. Bush, of the 
Signal Corps; Capt. H. T. Chin, mem- 
ber of the Chinese Army Tank Corps; 
Commander E. N. Dingley, Jr., radio 
division, bureau of ships, U. S. Navy, 
and Lieut. Chas. J. Bates, IT. S. Navy, 
senior surviving officer of the U.S.S. 
Meredith. 

Battle 
Absenteeism 

At the final showing of Stromberg- 
Carlson Company employees morale- 
boosting show, "Communication 
Capers," held in Rochester, Wesley M. 
Angle, president, urged more than 
3,000 workers and guests to help' re- 
duce absenteeism, maintain a full 
working force, and to put forth much 
more working effort. Mr. Angle 
warned his hearers against over- 
optimism and complacency because of 
constant Allied victories, "Make no 
mistake about it, neither of our princi- 
pal foes has yet begun to bring to bear 
on our forces anything like the power 
that is still theirs . . he stated. 

Zenith Radio Corp., Chicago, con- 
tinues urging employees to suggest 
Ways and means of improving the pro- 
duction of radio in war; offering cash 
prizes to its workers. Two employees, 
Mike Kraftor and Max E. Dose are 
among the latest idea contributors to 
receive cash awards. 

See Export 
Trade Boom 

Predicting that a much larger per- 
centage of American production will 
be required for the export trade than 
prevailed before the war. Roy W. Gif- 
ford. vice president and assistant 
general manager of the Norge Divi- 
sion of Borg-Warner Corp. says that 
this increased production will be neces- 
sary to meet "a tremendous upsurge 
in the demand for household appli- 
ances all over the world" immediately 
after the war. Mr, Gifford has just 
completed a survey of distributor re- 
ports from various countries. 
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WHEN WAR began, among products high 
on the "critically needed" list were N. U. 

power tubes. To operate thousands of field and 
ship transmitters, these tubes were needed in 
quantities which called for vastly increased facili- 
ties plus some entirely new thinking along mass 
production lines. • 

Withathoroughness that could not miss,National 
Union engineers went to work on this assignment. 
Soon they not only had the increased volume 
required—but in addition we had found the 
answer which many a tube engineer and produc- 
tion man had long sought, even prayed for... 

the Tube Industry's first automatic exhaust and 
sealing machines to operate successfully with 
this type of tube. 

Such resourcefulness and engineering capacity 
have played no small part in making National 
Union one of the Tube Industry's largest pro- 
ducers of war goods. You will want to remem- 
ber this achievement when shaping up your post- 
war plans, and when counsel in electronic appli- 
cations is needed. Count on National Union. 

National Union Radio Corporation, Nowarh, N. J. 
Factories at Newark, N. J.; Maplewood, N. J. 

Lansdale, Penna.; Robesonia, Penna. 

%\ 

NATIONAL^ UNION 

RADIO AND ELECTRONIC TUBES 
Transmitting, Cathode Ray, Receiving, Special Par post Tabes • Condensers • Vofame Controls • Photo Electric Cells • Panel Lamps • Flashlight Bulbs 
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HAY W. TURNBULL 

SUPREME METERS 

DURABLE 7^W«£.ACCURACY 

No testing device can be better than 
ill meter. The meter ii the heart 

RUGGED — DEPENDABLE 

BUILT for durable, hair-fine 
accuracy that meets U. S. 
Army requirements, new 
Supreme Meters more than 
live up to the Supreme 
pledge, "Supreme By Com- 
parison/1 

THAT'S WHY Supreme 
Meters and Supreme Testing 
Instruments incorporating 
Supreme Meters will be, 
more than ever, your logical 
choice when victory is won.* 

SUPREME INSTRUMENTS CORP. 
GREENWOOD, MtSS., U.S.A. ' 

• All Supreme production, Test Instru- 
ments and meters, is ssosv going to our fighting forces around the world. 

m SUPREME 504-A 
Tube & Set Tester 

'If 

SUPREME 

TESTING INSTRUMENTS 

Mr. Turnbtill, formerly executive vice 
president of the Bdlson Genernl Electric 
Applinnce Co., Inc., makers of Hot point 
electric appllnnces, was recently elected 
president of the company. Mr, Turnbul] 
has been with the Hotpolnt oreranixation 
fop thirty-three years. 

Zenith Financial Report 
Is Made Public 

Zenith Radio Corp. reports an esti- 
mated consolidated operating profit for 
the first quarter ended July 31, 1943, 
of Its current fiscal year, amounting 
to $1,592,199, after depreciation, excise 
taxes and reserves, including those for 
voluntary price reductions on war con- 
tracts, hut before provision for federal 
income and excess profits taxes. These 
latter taxes are estimated at $769,146 
net. 

Acquires Recording 
License 

Decca Records, Inc., announces that 
it has been licensed for itself, World 
Broadcasting System, Inc., and all 
other Decca subsidiaries under patents 
of American Tel. & Tel. Co., and West- 
ern Electric Co., to make sound rec- 
ords. According to Decca officials, this 
means that a vast number of sound 
recording patents of these companies 
are made available to Decca for im- 
mediate use. 

"Sandwich Man" Plugs 
Radio Battery Sales 

"Fresh Batteries for Every Make 
Radio"—believe it or not, that's 
the sign a "sandwich man" carries 
on his back through the streets 
of New York these days! He's 
handing out cards of the Sico 
Electric Radio Co., 843 Seventh 
Ave., and 258 Lexington Ave. And 
Radio Retailing Today's repre- 
sentative saw lots of people tak- 
ing these cards. 

\ 

Long known for their dependable 
performance—Ohmite Brown Devil 
Resistors serve today in critical 
war applications—in radio 
communications and other electronic 
equipment. Their extra sturdy, wire 
wound, vitreous enameled 
construction insures permanent 
resistance. These same units will 
be ready to serve your peacetime 
needs after Victory is won. 

Ohm's law Calculator 
Helps you figure ohms, 
watts, volts, amperes-— 
quickly, easily. Solves any 
Ohm's Law problem with 
one setting of the slide. 
All values are direct 
reading. Send only 10c in 
coin. {Also available m 
quantities.) 

U'tHrfli i 

CATALOG 1 8 
(rives helpful infor- 
mation on Ohmite 
slock resistors, rheo- 
stats, chok es and tap 
switches for all types 
of applications, Free 
—Write for it. 

Authorized Distributors 
Everywhere 

'©IHIMIITE' 
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REPLACEMENT PARTI 
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lour Meissner distributor will advise 

you on the Meissner replacement parts now avail- 

able ... while keeping our facilities devoted to the 

manufacture of vital electronic parts for war needs 

we have been doing our utmost to keep a replace- 

ment parts stock in the hands of Meissner distribu- 

tors ... a service which we# here at Meissner, are 

doing to help keep 'em playing. 

See your Meissner distributor today ... he will tell 

you just what parts are available now. 

Ml. CARMEL, ILLINOIS 
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BELL'S Complete 

Line of SOUND 

EQUIPMENT! 

RWPtefiK 

You'll want this book of latest in- 
formation on the complete up-to- 
the-minute line of BELL SOUND 
SYSTEMS for every industrial and 
commercial use. They will enable 
you to help busy warpfants stream- 
line inter-departmental communi- 
cations, improve production control 
and smooth out management prob- 
lems with modern applications of 
the newest types of sound equip- 
ment. Your copy of this book also 
shows other items that will prove 
valuable in both your present and 
post-war business plans. Write for 
it today! 

SYSTEMS 

LINES WANTED 

Well established Southern California Electrical 
Distributor wants to contact post-war available 
lines In radio, electrical appliance and sound In- 
dustries. Organization has been kept intact by 
working on war production contracts. Unfimited 
financial responsibility. Personnel thoroughly fa- 
miliar with all phases of wholesale and retail dis- 
tribution. Nation-wide references available. All 
correspondence kept strictly confidential. 

BOX BIT—RADIO RETAILING TODAY 
480 Lexington Ave., New York 17, N. Y. 
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Cesgrove Lists Postwar 
Problems to be Solved 

Speaking before a group of members 
of the Ohio Society of New York, held 
recently in New York, Raymond C. 
Cosgrove, vice president and general 
manager of the manufacturing division 
of the Crosley Corp., listed a number 
of problems which he declared "must 
be faced and solved" before postwar 
manufacturing operations can be 
started. Some of these problems now 
under government control were de- 
scribed as follows by Mr. Cosgrove: 

"Who will get the first materials al- 
loted for civilian use? 

"What provision will be made for 
reconversion of companies filling large 
war orders? 

. "How much production will each 
company be allowed to make? 

"What models will be permitted, and 
how many? 

"Will there be Victory models? 
"What prices can be established? 
"What forms of distribution will be 

permitted? 
"What controls are to be maintained 

and for how long? 
"What preference ratings will there 

be for materials? 
"These and many more questions 

must be answered and none of us 
knows all the answers yet," concluded 
the Crosley executive. 

Sylvania Adds New Plant 

A new factory for the manufacture 
of radio tube parts has been acquired 
at Wakefield, Mass., by Sylvania Elec- 
tric Products, Inc. The new plant, a 
four-story structure containing 35,000 
square feet of floor space, will augment 
the company's existing facilities and 
help1 supply the increased demands of 
the armed forces. 

Big Response to 
Malestic's Contest 

Though Majestic Radio & Television 
Corporation's $1,000 war bond contest 
has not yet ended, President E. A. 
Tracey reports that entries are pour- 
ing in, and that hundreds of these 
were written on the basis of inter- 
views with housewives, giving Majes- 
tic an opportunity to analyze dealer 
views and consumer opinions. 

According to President Tracey, Ma- 
jestic feels that "basically, the public 
and retailers will be formulating its 
postwar program, specifically as to 
product and to a large extent as to 
distribution policies." 

New Staff Assistants 

Ralph C. Stuart, manager of the 
Westinghouse lamp division, with 
headquarters at Bloomfield, N. J., has 
announced the appointment of R. F. 
Tucker and Adolph Frankel as staff 
assistants. Mr. Tucker joined the 
company in 1909, and Mr. Prankel 
came with Westinghouse in 1917. 

V 
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TU|s/<&-SOL. 

PARDON US— 

. W®*!! be back just as soon as we help finish off 
*£raea birds named Hltler^Hirohlto^nj) ifaagetini. 

It's just an intezruption* 

Our real job is building the finest tubes and lamps 
we can possibly build* Our real Interest in life is 70U. 

But this war is a nasty necessity on which the gov- 
ernment has asked us to focus our attention for the mo- 
ment* They1 re taking most of our product and many of 
our men—some of idiom perhaps called on you* 

We1 re learning many things in our war work—things 
which will help us make an even finer Tung-Sol line for 
you in the future* 

Bear with us* We1 re anxious to get back into the 
swing of serving you* Tou helped us build this fine 
business. It* 11 be you who'll make our business again 
after the war* 

We'll be seeing you* 

ipfeofklni 

With the few radio tubes that are 
available, you want to get your share 
of the service work they make possible. 
Ask for the display and booklets with 
your next order for TUNG-SOL Tubes. 

TUNG-SOL 

RADIO TUBES 

TUNG-SOL IAMP WORKS INC., NEWARK, N. J.. So/es Ofiitei: ATLANTA, CHICAGO, DALLAS, DENVER, DETROIT, LOS ANGELES, NEW YORK 
ALSO MANUFACTURERS OF MINIATURE INCANDESCENT LAMPS, ALL-GLASS SEALED BEAM HEADLIGHT LAMPS AND CURRENT 1NTEHMITTERS 
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"Dream" Goods Not in 
Immediate Postwar Era 

Urging its readers not to count on 
"miracles" from American manufac- 
turers too soon after the end of the 
war, Popular Science Monthly has 
been stressing this message in a series 
of advertisements, appearing in lead- 
ing newspapers, and more recently in 
trade journals. In the latter publica- 
tions a two-page spread is used, one 
page carrying that magazine's copy, 
the opposite page the copy of manu- 
facturers in various fields. 

"There will be plenty of fine prod- 
ucts to Invest in when we hit the post- 
war horizon." reads a portion of the 

advertisement. "Many of these things 
may not be the dream merchandise 
you've dizzied your mind about, but 
this you can count on—they will be 
better stuff, of better materials and 
better design than you ever bought 
before." 

Pinkerton With Reeves 
Fred H. Pinkerton. formerly mana- 

ger of sales promotion and advertising 
of the industrial division of the U, S. 
Rubber Co., has been appointed direc- 
tor of public relations for Reeves 
Sound Laboratories, Inc., of New York. 
Announcement of the appointment has 
been made by L. D. Ely, president of 
the Reeves company. 

Majestic Favors 
Independent Distributor 

Stating that hia company is con- 
vinced that this is a good time to 
formulate the policies that will govern, 
its postwar sales activities, E. A. 
Tracey, president of Majestic Radio & 
Television Corp., has committed Ma- 
jestic to an independent distributor 
organization for the distribution of 
its postwar electronic products. "In 
spite of much discussion regarding 
possible changes in distribution meth- 
ods after the war, I firmly believe 
that the independent distributor can 
perform the necessary functions of dis- 
tribution most economically and most 
efficiently for the manufacturer and 
without increased cost for the con- 
sumer," said Mr. Tracey. "Our aim 
at this time is to strengthen our sales 
and distributor organization as we 
have built up our production and en- 
gineering departments over the past 
two years." 

Boost Bonds and Morale 

In the first half of a six-month tour 
sponsored by the War Production 
Board in cooperation with RCA Victor 
Division of the Radio Corp. of Amer- 
ica, more than a quarter of a million 
workers in eastern war plants have 
been entertained at "industrial sings." 
conducted by Lucy Monroe, noted "Star 
Spangled Soprano," who is RCA's di- 
rector of patriotic music. 

The object of the tour, according to 
WPB, is to promote morale and the 
"win-the-war" spirit. 

The Treasury Department has re- 
cently sent Emerson Radio & Phono- 
graph Corp. of New York, a citation 
commending the employees who par- 
ticipated in the recent bond drive for 
"having provided the following fight- 
ing euuipment: five flying fortresses 
and on« PT boat. . . The corpora- 
tion, its executives and employees 
purchased $2,400,000 worth of bonds in 
this drive. 

On Civilian Changeover 

At Westinghouse Electric & Manu- 
facturing Company's recent conclave 
of officers and managers it was dis- 
closed that the company has complete 
plans in readiness for reconversion to 
civilian production as soon as war pro- 
duction demands slacken. 

A statement released included these 
forecasts: 

1. While a period of readjustment 
to peacetime conditions must take 
place, it should be no more difficult 
than our adjustment to wartime con- 
ditions. 

2. The pent-up demands for the 
goods of peace will be unprecedented. 
These goods in many factories and 
homes are wearing out. 

3. The means of purchasing will ex- 
ist after the war as never before—in 
cash, bonds and credit. 

C.tPAl Cs 

o)/A D 

Rider Manuals and Rider Books offer 
you help that works as long and as 
hard as yau do. What's more this help 
does net need training—-and will stick 
with you the rest of your life. 

Rider Manuals reduce to a minimum 
the time required to trace the circuit 
in any domestic receiver and furnish 
you with the servicing Information you 
need to operate with utmost efficiency. 

Rider Books show you how to speed 
servicing work by explaining the latest 
in time-saving techniques. 

That's why throughout the world 
these books are making it possible for 
fewer civilian servicemen to produce 
more radio repair work. 

When you need more help, compe- 
tent dependable help, remember Rider 
Manuals and Rider Books. They are 
ready to provide you with the extra 
help you need—"The Extra Hand" you 
must hove if you ore to "Keep 'em 
playing." 

RIDER MANUALS 
volumes XIIf to VII  $11.00 each 
Volumes VI to Ml   8.25 eath 
Volumes I to V, Abridged $12,50 
Automatic Record Changers and Recorders 6.00 

OTHER RIDER BOOKS YOU NEED 
The Cathode Ray Tube at Work 

Accepted authority on subject   .$3.00 
Frequency Modulation 

Gives priocipies of FM radio 1.50 
Servicing by Signal Tracing 

Basic Method of radio serricing 3.00 
The Meter at Work 

An elementary text on meters ........ 1.S0 
The Oscillator at Work 

How to use, test and repair 2.00 
Vacuum Tube Voltmeters 

Both theory and practice 2.00 
Automatic Frequency Control Systems 

—also automatic tuning systems  1.25 
A-C Calculation Charts 

Two to five times as fast as slide rule. 
More fool-proof. 160 pp. 2 colors 7.50 
Hour-A-Day-wrth-Rrder Series— 

On "Alternating Currents In Radio Receivers"— 
On "Resonance & AMgnment"—On "Automatic 

Volume Control"—On "D-C Voltage Distribution" 
r. 90c eath 

JOHN F. RIDER PUBLISHER, INC. 
404 Fourth Avenue • New York City 
Export Division;Rocke-Internatlonal BleetrlcCorn. 
IS E. 40tb Street, New York City Cable: ACLAB 
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IRC TYPE P RESISTORS 

ANOTHER I^R^C APPLICATION 

I R C's M P Resistors, when water-cooled, fur- 
nished the ideal solution. These sturdy units 
embody all the required features while readily 
dissipating the tremendous heat factors involved. 

Tests indicate that wacer-cooling at tap pres- 
sure increases their rating by as much as 90 times. 

Keeping America's newest broadcasting F M and 
television transmitters operating with a mini- 
mum of interruption or distortion is a challeng- 
ing job. There's no room for chance with thou- 
sands of dollars of air-time and talent services 
at stake. To make certain that transmitters and 
control instruments will function perfectly under 
their full power loads—often running to 50 
kilowatts—daily tune-up tests at off-time periods 
have become standard practice. But to throw 
this unbridled wattage out over the regular 
antenna could conceivably cause air-signal havoc 
. . . squeals . . . crashes . . . shot noises. 

So, one of the early F M and television problems 
faced by broadcast engineers was the develop- 
ment of a dummy antenna simulating the high 
frequency characteristics of the regular antenna, 
in order to obtain informative and accurate 
check-readings. 

Alert Service Men know that the resistance units 
overwhelmingly preferred for performance by 
Uncle Sam today are the same components that 
will be preferred by industry tomorrow. Already 
engineering evidence clearly indicates that IRC 
resistors and controls will be specified as standard 
in many of the post-war electronic devices which 
willfinda ready civilian market of vast proportions. 

Proudly we fly the Army-Navy E flag with 
two white'istars ... symbol of maintained 
excellence in production of war materiel. 

INTERNATIONAL RESISTANCE COMPANY 

Dept. P • 401 N. Broad Street • Philadelphia 8, Pa. 

rtRf 

■r 

«■> 
-r. 

RADIO Retailing TODAY • November, 1943 77 

www.americanradiohistory.com



Stewart-Warner Dividend New Garod Needles 

The directors of Stewart-Warner 
Corp. recently voted a cash' dividend 
of 25 cents per share on the $5 par 
value common stock, payable Dec. 1, to 
stock of record at the close of busi- 
ness, November 10. 

Sylvanla Chart Offered 
A concise pamphlet containing charts 

and all necessary data on radio tube 
substitutions is offered free of charge, 
and is obtainable from Sylvanla dis- 
tributors or direct from Sylvanla, 
Emporium, Pa. 

Garod Radio Corp., 70 Washington 
St., Brooklyn, N. Y., is introducing 
the new Oarod Perroatone phono 
needles, retailing at 50c, $1 and $1.50, 
playing 1,500, 4,000 and 7,000 record- 
ings, respectively. 

These needles are put in attractive, 
individual three-color cards . . . easy 
to handle and easy to display. Along 
with them, Garod has prepared strik- 
ing, self-selling display cards, approxi- 
mately 10 x 15 inches. In addition, 
consumer folders, printed in three 
colors, are on the list of promotional 
helps. A quantity of these folders are 
supplied, free of charge, with a kit of 
4 display cards. 

Illeck Tells How Discovery 
Aids Production 

Walkie-talkie radio and electronic 
equipment, desperately needed for the 
armed forces is available in greater 
quantities through two new discoveries 
in the production of piezo electronic 
quartz crystals, according to John 
Meek, radio products manufacturer of 
Plymouth, Ind. 

New cutting and salvage methods, 
employed in Meck's plant, are reliev- 
ing the serious shortage of large, clear 
quartz crystals used to make oscilla- 
tor plates for military transmitters 
and receivers, electronic devices, artil- 
lery range-finding and submarine- 
detecting gear. 

Savings of the crystals, found only 
In Brazil, are now accompllsihed by 
employing thinner saws to slice the 
waferlike plates. Thus, much useless 
dust from sawing and grinding the 
virgin crystals is eliminated. 

Tig 

JSlf ^-5 

Only the industry and the military know the war- 
story of "shorter wave-lengths or higher frequen- 
cies'* and the precision thinking and disciplined 
imagination going into the use-development of the 
fundamental electric charge of the universe 

For these purposes Ken-Had makes radio and elec- 
tron tubes Total production now goes to shorten 
the war The experience thus gained will be avail- 
able for commercial utilization as soon as possible 

KEN-RAD 

TRANSMITTING TUBES INCANDESCENT LAMPS METAL AND VHP TUBES 
CATHODE RAY TUBES FLUORESCENT LAMPS SPECIAL PURPOSE TUBES 

OWENSBORO KENTUCKY USA 

Herold and Levy Join 
Emerson Organization 

Jerome Lee Herold, who was for- 
merly purchasing agent of the elec- 
tronics department of General Electric 
Co, has joined tb^ staff of Emerson 
Radio & Phonograph Co., New York, 
as chief purchasing agent. 

Maurice L. Levy, formerly chief en- 
gineer of the radio division of Strom- 
berg-Carlson Co., is now manager of 
Emerson's special equipment division. 

Presents Television Show 

In connection with the Albany 
Times-Union. General Electric Com- 
pany put on a television show Friday 
evening, Nov. 5th, portraying how 
"Television covers the news." The 
unique show consisted of reviewing a 
9-page special edition of the news- 
paper, first showing the printed page 
and then demonstrating how television 
might cover the same event. 

A. G. Kober Deceased 

Albert G. Kober, assistant advertis- 
ing manager of the Stromherg-Carlson 
Co., Rochester, N. Y., died October 5. 
He was 67 years of age, Mr. Kober, 
who had been with the firm for 38 
years, had held a number of positions, 
having been a factory assembler, In- 
spector, foreman, returned apparatus 
head, export sales editor and asst. ad- 
vertising manager. 

Centralab's New Catalog 

Centralab, Division of Glohe-Union, 
Inc., 900 E. Keefe Ave., Milwaukee, 
Wis., has issued a new 12-page 
brochure listing wartime parts for job- 
bers. Free copy may be had upon 
request to the company. 
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This young lady, coo, is on the lookout for trouble. With 
a microscope she is examining pivots to be used in Simpson 
electrical instruments and testing equipment. 

From start to finish these pivots have been processed en- 
tirely right in the Simpson plane. Rounded on ends in true 
spherical form . . . specially heat-treated to make them hard 
for long wear, tough to withstand shocks and vibration . . . 
ground and lapped to a mirror finish to prevent rusting. 

To the naked eye each one is a model of delicate pre- 
cision. But Simpson doesn't stop there. It is this young lady's 
job to search out any microscopic flaw that might aft'ect an 
Instrument's accuracy. 

The same meticulous care attends every step of manufac- 
ture. Why? Because Simpson instruments are going forth to 
posts of vital importance, on the home front and the fighting 
fronts alike. Because it is our job not only to make all we 
can, but to make them the best we can. 

SIMPSON ELECTRIC COMPANY 
5200-5218 Klnzte St., Chicago 44, Illinois 

LOOKING 

FOR 

TROUBLE 

You wouldn't find it much fun, sitting on 
a hill looking for Japs. That's what this 
soldier is doing, on a battlefield some- 
where in the South Pacific. Every tree, 
every hush, every slightest movement must 
be scrutinized carefully. Everything may 
look peaceful enough, hut there's plenty 
of trouble out there. And the big idea 
is to track it down, before it finds you. 

itSSSSUB* 
(NSTRUMENTS THAT STAY ACCURATE 

Buy War Bonds and r Stamps for Victory 
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LiAMP REFLECTORS 

ARE AVAILARLE 

iri)umont Electrolytic 

tubulars for the 
duration have the 
following special 
features.. and are 
guaranteed to 
give the same high 
quality perform- 
ance for which all 
Dumont Electroly- 
tic Tubulars have 
a reputation. 

SELF HEALING 

LONG LIFE 

ECONOMICAL 

VARNISHED TUBES 

DOUBLE SEALED 

SMALL SIZE 

FULLY GUARANTEED 

• During the period of business in- 
ertia preceding the war, a large num- 
ber of radio retailers found the sell- 
ing of glass and composition I.E.S. 
type lamp reflector bowls profitable 
items. 

As a matter of fact, some firms 
had more activity in these reflectors 
than in other lines, even where a 
considerable variety was carried. 
Many are still doing good business 
in them, and because of breakage, 
there is no saturation point, and will 
be none unless new types of lamps be- 
come as popular as the I.E.S. type 
did. 

For the dealer who has never sold 
them, Radio Retailing Todav has 
made a study of these staples, and 
feels that they are definitely an item 
that has been tried and -proven over 
a considerable period of time. A 
canvass of distributors and retailers 
discloses that present sales are some- 
what lower than they were a few 
years ago, but are still considerable. 

Probably their most important 
phase of interest today is the fact 
that the dealer can get them. He 
will experience difficulty, possibly, 
in getting composition reflectors, but 
this is just as well because some of 
this type have given trouble. Some 
have discolored through heat of the 
lamp, and have even cracked while 
in stock, due to expansion and eon- 
traction. 

Who Buys Them? 

There are two types of buyer for 
these items. First, the replacement 
customer, who buys them for his in- 
direct floor, bridge or table lamp, and 
second, the person who is going to 
"convert" an older type of lamp to 
the new indirect kind. 

There are many prospects for 
sales, with the home leading. Thou- 
sands of college students have indi- 
rect table or study lamps sent to them 
at their schools. Advertising on these 
lamps has been of immense volume. 
They have been recommended by eye 
specialists, physicians, engineers and 
educators. 

Public acceptance has assumed pro- 
digious proportions. 

Replacement business also comes 
from banks, physicians and dentists, 
public and private schools, morticians, 
florists and business offices, to men- 
tion a few of the hundreds of users 
throughout the country. 

The Rinks Are— 

Some dealers warn that the line 
presents certain difficulties, which, 
however, if understood, do not pre- 
sent a too serious aspect. 

The three prospective annoyances to 
watch out for are; 

1. "Exchanges." Many people buy 
these shades or reflectors without 
knowing the correct measurements. 
The two measurements necessary to 
know are (a) the neck measurement, 
where the bowl fits into the "well" of 
the lamp; (b) the width at the top 
of the bowl, where the shade rests 
upon it. 

Depth of the "neck" of the bowl is 
important too in some lamp models. 
In most lamps the bowl is fastened in 
with hand screws, but in some, the 
reflector merely rests in place in the 
well. (This latter type generally 
calls for a longer necked reflector.) 
However, only about a half dozen 
types need to be stocked to supply 
practically all demands. 

Customers should be urged to bring 
in the broken reflector, or to take 
accurate measurements. If the cus- 
tomer "guesses" at the size, you'll find 
he's wrong 9 times out of 10, and the 
item must then be exchanged. 

2. Breakage Claims. Claims of de- 
fects or breakage, where the customer 
says he is not responsible, need care- 
ful handling. Some of these claims 
are unreasonable, but the consensus 
of opinion among most dealers is 
that they do not experience many un- 
justified demands. 

3. Odd Glassware. Dealers advise 
that they lose some time discussing 
unusual shapes and colors of reflectors 
demanded by customers. A large per- 
centage of unusual lamp glassware is 
no longer in stock, and even the stock 
available represents so many num- 
bers, sizes, shapes and colors, it is not 
good business to stock any specials 
as a sideline. 

(Continued on page 82) 
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SPRAGUE TRADING POST 

A FREE Buy-Exchange-Sell Service for Radio Men 

t 

FOR SALE'—HIckok tube tester, mod- 
el AC49. Elmer M. Wahl, Box 23, 
Rusk, Wise. 
WANTED AT ONCE—0-1 miiliam- 
meter, AC or DC. Will buy tester 
containing one of these in good 
condition, or pay good price for sep- 
arate unit. Home Electric Service, 
807 N. Market St., Lisbon, Ohio. 
EQUIPMENT WANTED — Will buy 
complete radio shop equipment— 
everything from tube tester to signal 
generator, condenser tester and me- 
ters. Cain's Radio Servic^ 201 E. 
Houston St., Nacagdoches, Texas. 

COMPLETE SHOP EQPT. FOR 
SALE because of illness: One 

_ Hickok 51 OX tube tester; one 
Hickok No. 155 signal tracer; one 
Solar condenser tester; one 
Clough-Brengle No. 110 signal 
generator; hundreds of new tubes 
such as 12SK7GT, 1N5ZT, 25Z6, 
OZY2T, etc.? also hundreds of 
new condensers, speakers, trans- 
formers, chokes, etc., and several 
new radios. Total value over 
$600, .will sell for $400 cash. 
Jim's Radio Service, 621 Cham- 
bers St., South Haven, Mich, 

WANTED—RCA voltohmyst No. ) 65; 
RCA-Rider Chanalyst No. 162. Cash. 

-Dean Speidel, 3304 S. i8th St., St. 
Louis, Mo. 
NEEDED—40-100 watt amplifier or 
booster ampl.. microphone, speakers. 
Presto or similar recording table, dec- 
ibel meter, mike Xformers, generator 
or converter, and mike cable. Most 
any condition. E. H. Munn, Jr., 306 
N. West St., Hillsdale, Mich, 
FOR SALE—No. 155 Readrite 0-25 
DC MA. Also 0-50 DC V. One model 
95 souare type 0-200 DC MA meters. 
$2.50. for all three. David Glass, 
Langenburg, Sask., Canada. 
WANTED—One magnetic recording 
head. Model 6 Speak-O-Phone, 15 
ohm Impedance or other make of 
same size, shape and rating. T. E. 
Pekonen, 1013 Carney Blvd., Marin- 
ette. Wise. 
WANTED—Will pay $15 cash for a 
"Mac" chromium-plated, teardrop 
style automatic speed key. Must be 
in excellent condition. Reply imme- 
diately. Wayne C. McClung, 1149 
Dawson Rd., Albany, Ga. 

.      
WANTED—Echophone Model 
EC I receiver in any condition. 
S/Sgt. A, J., Ardizzoni, 12008933, 
10th Bomb. Squadron, 25th 
Bomb. Gp., A.P.O. No. 695, c/o 
Postmaster, New York, N. Y. 

FOR SALE—Amertran Type W, and 
de luxe plate, filament, reactor, mod- 
ulation transformers for 250-watt 
transmitter. New condition, complete 
specifications. Ernest Schwartz, 306 
W. 94th St., New York, N. Y. 

WANTED — Set tester, tube tester, 
oscilloscope. Have for sale misc. va- 
riable condensers, chokes, etc. Doyle 
McCall, 328 Roosevelt St., Wenat- 
chee, Wise. 
WANTED—Meissner analyst or simi- 
lar instrument in good condition. L. 
H. Duggan, 1209 Ratone St., Man- 
hattan, Kans. 
FOR SALE—Zenith model 17 32-v 
DC to 1 iO-v AC inverter, rated 100 
watts; two auto radio filter packs, 
models B-L 160, rated 2.2 amps, and 
8-10 amps., 6-v DC from UO-v AC; 
S-M power trans, with windings for 
4-26; 1-27; 2-50; and 2-81's, nearly 
I500~v. across hv. sec. pri, 115 AC. 
Also back files of Radio Craft and 
Radio News. Want late radio test 
eqpt. and text books. Blackford Radio 
Service, Brodhead, Wise.. 
WANTED—A cheap code oscillator 
(new or used) and a "Sky Buddy" 
receiver in good condition. Arnold 
E. Collins, 23rd C.T.D. (Air Crew), 
Section 35, University of Buffalo, 
Buffalo 14, N. Y. 
FOR SALE—Clough-Brengle 79 best 
audio oscillator, $35; Clough-Brengle 
88 peak and RMS vac. tube volt- 
meter, $40; C-B No. 20 tube tester 
modernized, $27.50. Want to buy 
100-w booster amplifier, reflex 
speaker projectors and driver units; 
also thermocouple RF ammeters O.I 
amp. and 0.3 amp. B" or 5" cathode 
ray 'scope. Must be reasonable and 
in good condition. Fox Sound Eqpt. 
Co,, 435 S. 5th St., Richmond, Ind. 
WANTED for new service business: 
AC & DC multimeter; late tube 
tester; and a good signal generator. 
Must be in A-l shape. Cash. L. 
Ovalle, 5605 Ave. K, 535-A, Galves- 
ton, Texas. 
FOR SALE — Hickok universal sig. 
generator No. 117. Has most features 
of latest model No, 117 except is 
not wired for crystal or voltage reg.. 
tube. Price $65. Cook's Radio Lab., 
1110 Prince St., Brunswick, Ga. 

URGENTLY NEEDED—One multime- 
ter and one tube tester, portable or 
counter model. Offer you an AA5 
priority and cash. Describe fully. 
Reynold Nickols, 715 So. Herbert St., 
Los Angeles 23, Calif. 
WANTED — Instructions for operat- 
ing No. 550 Radio tester serial No. 
550467 deluxe series. Will pay for 
this. Western Auto Asso. Store, 
Dexter, Mo. 
WANTED'—• New or second-hand 
Bateman 12" recording unit with 
Brush RC-20 crystal cutter. Astatic 
FP-38 high-fidelity pickup, UO-v 
AC-DC recording motor with 12" 
turntable, preferably weighted. Must 
be good. John K. Major, Yale Sta- 
tion, New Haven, Conn. 
WANTED TO BUY for cash; Jewell 
199 set analyzer; Jewell No. 444 
ditto; Jewell No. 57 D-C voltmeter; 
Test-o-phone radio test unit; RCA 
service tip file; Rider chanalyst; RCP 
tube checker No. 309S, 309SC, or 
308P; Triumph No. 630 A & B power 
pack battery tester; GTC pqrta-power 
unit model U or G; Philco signal gen- 
erator model 070; Superior tube test- 
er No. 1240; also all vols. Rider's 
Service manuals. Quote price and 
send full details of any or all. How- 
ell's Radio Electric Service, Anna, 
Texas. 
WANTED—A good crystal mike or 
dynamic type. Will pay cash. De- 
scribe fully. W. F. Ragland, 205 
Graves St.. McKinney, Texas. 
WILL TRADE—Will swap one 
MCD140M split-stator Hammarlund 
condenser, several 15 mmfd. star 
midget condensers, or one set Ham- 
marlund plug-in coils, for two 140 
mmfd. midget condensers, i. D. 
Pyle, South Pittsburg, Tenn. 
UX280 TUBE WANTED—Must be in 
working condition. John L. Rhoton, 
1740 McGee St., Kingsport, Tenn. 
WANTED—32L7 tubes. Write price. 
Zanzi Radio, 2027 W. Division, Chi- 
cago, til.' 

WILL PAY CASH for Supreme No. 
562 audolyzer and Triplett No. 1612 
tube tester, also Precision E-200 sig- . 
nal generator. Adrian Chappelias, 17 
Elder Pi., Potomac Hts., Indian 
Head, Md. 
WANTED — Radio parts and test 
equipment of all types. Describe 
fully. Milford Thomas, Sr., P. O. Box 
No. 31, Canebrake, W. Va. 
WANTED — Western Electric 253-A 
rectifier tube for school P. A. sysj 

tern. Jimmy Gray, 623 E. Woodlawn 
Ave., San Antonio, Texas. 
MIDGET RADIOS WANTED — Will 
buy or trade for good units—also 
want an AC-DC multimeter of good 
make. Have tubes, filters, speakers, 
etc. Gerald Samkofsky, 110 Wilson 
St., Brooklyn, N. Y. 
TUBE TESTER WANTED — Also a 
good voltmeter. Have portable AC- 
DC set, to trade. John Haynes, Doe 
Run, Mo. 
FOR SALE—Two 30-watt amplifiers 
and three 12" RO LA speakers (18- 
watt) complete, ready to use. Also 
have 2 dynamic mikes and one 700-D 
Shure crystal, 150 ft. mike cable with 
fittings. Write for details. Fred 
Richards, Payette, Idaho. 
FOR QUICK SALE —Jackson tube 
checker No. 636; Supreme radio 
tester No. 444; Phtlco battery tester 
No. 015; Ward's battery charger 4-2 
amp.; Walker multi-unit Epiphone 
Electar amplifier, blond case with 
dust cover; 2 Epiphone electric Span- 
ish guitars; one National electric Ha- 
waiian guitar, all with cases; 1 Shure 
crystal mike with floor stand and 
cable. Ail in good condition. What 
am I offered? Also have parts, tubes, 
phono motors, pickups, used radios, 
typewriter, etc. Write for details. 
Willard Durr, Box 254, Troy, Ohio. 
WANTED — 3" oscilloscope and 
Rider's Manuals, Vols. 8 to 13. Cash. 
State lowest price. Norman Jacobson, 
1697 Andrews Ave., Bronx, New 
York, N. Y. 

CASH WAITING 
FOR YOUR UNUSED PARTS AND EpUIPMENT 

Going into the Army or Navy? Giving up your service work lor a war job? 
Or, even if you have remained in servicing work and have unused parts and 
equipment lying around, you can still render a patriotic service by advertising 
these for sale through the Sprague Trading Post. We'll gladly run your ad free. 

Radio equipment of all types is badly needed foday—and the Trading Post 
will help you dispose of it quickly. It is a golden opportunity to do your bit In 
keeping radios working on the home front and, at the same time, turn unused 
materials into cash, and avoid the possibility of obsojescence when the war is won 
and new, up-to-the-minute equipment is again available. 

Your Ad Run Free! 
Send in your ad today. "Equipment for 

Sale" and "Equipment Wanted" ads of an emeroency nature will receive first attention. 
Sprague reserves the right to eliminate any 
ads which do not lit in with the spirit of this 
special wartime advertising service. Different 

Tradinfl Post ads appear regularly in Radio 
Retailing-Today, Radio Service-Dealer, Ser- 
vice, Radio News, and Radio Craft, Please 
do not specify any certain magazine for your 
ad. We'll run it in the first available issue 
thai is going to press. 

Dept. RRT-311 

SPRAGUE PRODUCTS CO., North Adams, Mass. 

SPRAGUE CONDENSERS 

KOOLOHM RESISTORS 

Obviously, Sprague cannot assume any responsibility, or guarantee goods, services, etc., which might be exchanged through the above advertisements 
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Lamp 

Reflectors 
(Continued from page 80) 

Stick to the standards the jobber 
recommends, say dealers. 

A stock of these reflectors may help 
out a dealer who is hard put to find 
articles for window display these days. 

One dealer, feeling that consider- 
able interest existed in the sale of 
reflector bowls, dressed one of his 
windows with a complete line of the 
X.E.S. type reflector, and the response 
was overwhelming. 

There is a consistent and continual 
demand for these shades, say dealers, 
and the item being part of an elec- 
tric lamp, is not too entirely extrane- 
ous to the radio dealer's business to 
be feasible for him to stock and 
understand. 

Searle Is Promoted 
According to an announcement made 

by John Ballantyne, president of 
Philco Corp., Lionel M. Searle, for the 
past year manager of the Monroe St. 

remember ALLIANCE Phono-motors? 

L 

f ... 

Hitler and his gang from a 
sour apple tree! . . . we're 
doing our part by putting 
Alliance dependability and 

skill into Dynamolors and other types of precision motors for 
our flying fighters. Alliance is serving on all fighting fronts. 
After we Win, and when joy again is unconfined, we'll tell you 
about some new and startling ideas in Phono-motors—Ideas 
that will help you in Peace as you are now helping in War. 
Why not put that in your notebook now? . . . under A. 
REMEftfBER AULIANCE! . . « Your Ally in War as in Peace? 

ALLIANCE MANUFACTURING COMPANY 
ALLIANCE, OHIO 

v/ 

/?• 

s 

v_ 

to. 
wrm 

50 'Z <7% 

• Steatite Insulators 
• Ceramic Trimmers 
• High Frequency 

Circuit Switches 
• Volume Controls 
• Ceramic Capacitors 
• Wire Wound Controfs 
• Sound Projection 

Controls 
Genttalab 

DiV. of Globe-Union Inc., Milwaukee, Wis, 

r 

I*hlleo'si Lionel Searle, now inanaser of 
the Simplex Radio Dlvlsiou. 

plant of the Simplex radio division of 
Philco at Sandusky, Ohio, has been 
named manager of the entire division. 
Mr. Searle came with the company in 
1933 as a mechanical inspector in the 
factory engineering department. 

New Factory 
Representative 

M. F. Klicpera, Houston, Tex., has 
been appointed factory representative 
for the Universal Microphone Co., 
Inglewood, Cal., for territory em- 
bracing Texas, Louisiana, Arkansas 
and Oklahoma, 
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Mitchell Talks on 
Postwar Problems 

Speaking before a group of electrical 
industry executives in Chicago re- 
cently, Don G. Mitchell, vice president 
in charge of sales of Sylvania Electric 
Products, Inc., touched upon, two im- 
portant postwar angles. One was the 
employment situation, and the other 
the future electronics picture. 

He stated that In order to avoid dis- 
astrous unemployment after the war, 
every man, woman and child must 
make purchases of goods and services 
totaling at least 11,000. "This will call 
for an annual output of 135 billion 
dollars worth of goods and services, 
compared to the total of only 98 bil- 
lion dollars in the -boom year of 1929," 
said Mr. Mitchell. 

Declaring that this problem will be 
complicated by the fact that some type 
of rationing will' be continued for 
awhile after the war, in order to stem 
off inflation, Mr. Mitchell said that 
this means that the production man, 
who has been all-important for the 
past few years, will "step down as di- 
recting genius of American industry 
and hand over his baton to the sales- 
man." 

Klectronics 
Bold Promise 

Of most promise, stated Mr. Mitchell, 
Is the electronics industry which will 
find thousands of new Jobs to do In 
manufacturing and transportation, but 
he scoffed at the exaggerated ideas 
that have grown up around this sub- 
ject, entertaining his listeners with a 
sketch of what some dreamers believe 
future electronics will do for them— 
from being awakened by the "gentle 
electronic rocking of the bed," down 
on through the day until one is 
"rocked to sleep by an electronic lulla- 
by machine." 

Commenting upon this, Mr. Mitchell 
said, "my advice is: don't hold your 
breath until that day arrives." 

Sehrantm 
With Clarostat 

Eddie Sehraxnm, well-known in the 
radio trade, has taken over the Job of 
purchasing agent with Clarostat Mfg. 
Co., Inc., Brooklyn, N. Y. Mr. Schramm 
has been engaged in radio engineering, 
research and servicing since 1923, and 
immediately prior to joining Clarostat 
was with the "War Department as a 
field expediter, and was stationed in 
the Clarostat office for the past year 
and a half, 

tVlckcrson Is Appointed 

M. P. Nickerson, who has been with 
Westinghouse Electric Supply Co. in 
various capacities since 1925, has been 
appointed general apparatus and sup- 
plies manager at the company's head- 
quarters, 150 Varick St., New York. 

RADIO Retailing TODAY • November, 1943 

Brach Marine Antennas and Mounts are now manufactured 

100% for the service of Uncle Sam's amphibian tanks, PT 

boats, etc. But with the dawn of Victory we shall be ready 
and able to utilize our enhanced experience and wartime 

"know how" in supplying the civilian requirements for 

antenna equipment for ship-to-shore communication. 

l. s. mm MFG. COUP. 
World'* Oldest and Largest Manvfacturers of Kadio Antennas and Accessories 
55-65 DICKERSON STREET • NEWARK N. J. 

t) 

For Radio and Electronic Work VACO 
Amberyl, Shack ■ proof. Break - proof 

SCREW DRIVERS Are Voted "Tops" 
For Signal Corps trainees , . . for a heat of 
other activities in the war effort, Vaco Is sup- 
pfying screw drivers and small tools designed 
for efficiency, and to speed up work in the radio 
and electronic field. Over 173 sizes and types. 
Write for catalog. 

Vaco's ability to «re- 
| "" ate special drivers and 

small tools Is aptly Illus- 
trated in the panel at 
left, showing some of 

IMT ovr unusual develop- 
.n rf **' ment5- 

I B., i m vaco 
I i if Products Company 

' I f It# 317 E. ONTARIO ST. I | II CHICAGO 11, ILL. 
I | U Canadian Branch Warehouse ■ ! 560 Kino St. W., Toronto 
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• It requires no gift of prophecy to sense 
that this capacitor stands for "The 
shape of things to come." The plug-in 
feature denotes ready replacement. 
That signifies a vital functional use. 
Also continuous, gruelling, telling ser- 
vice that wears out capacitors. There- 
fore, just as the demountable-rim 
wheel marked the transition of the au- 
tomobile from Sunday diversion to 
everyday transportation, so this plug-, 
in capacitor spells a still greater day 
for radio technique and radio men. Call 
it the Electronic Age, if you wish. 
Our first job is winning the war. Tens 
of thousands of radio men are engaged 
in waging war. We at Aerovox are vir- 
tually 100% on war work. However, 
out of that experience, the wartime 
capacitor types and production growth, 
must come the foundation for the 
much-heralded Electronic Age. Thus 
"The shape of things to come." 

• Ask Our Jobber . . . 
Ask for a free subscription to the monthly 
Aerovox Research Worker to keep you abreast 
of radio and electronic developments. Ask for 
the new "Victory Catalog," Or write direct. 

INDIVIDUALLY TESTED 

Firms Presented With 
Production Awards 

For meritorious services on the pro- 
duction front a number of firms have 
been honored recently -with Army- 
Navy "E" awards and with "white 
stars" to add to banners previously 
won. 

The Sprague Specialties Co., North 
Adams, Mass., was recently awarded a 
white star, less than a year after win- 
ning the Army-Navy "E" award. 

For continued high achievement in 
the production of war materiel, Philco 
Corp. has been awarded a second white 
star for its "E" banner flying at Phila- 
delphia. 

Honored by the presence of Gov. 
Walter S. Goodland of Wisconsin, and 
Rear Admiral Clark H. Woodward, the 
men and women of Webster Electric 
Co., Racine, Wis., were awarded an 
"E" flag at ceremonies recently held 
at the plant; 

Awards Roll on 

Major Robert S. French, of bhe Sig- 
nal Corp., made the official presenta- 
tion of an "E" award banner to the 
Rola Co., Inc., of Cleveland, in impres- 
sive ceremonies at which the award 
was accepted by B, A. Engholm, Rola 
president, and Alice Wise, represent- 
ing the Rola employees. 

Belmont Radio Corp., Chicago, has 
received another citation, the second . 
renewal of the government production 
award that was presented to its em- 
ployees a year ago. 

With W. A. Nicely, sales manager, 
acting as master of ceremonies. Chi- 
cago Telephone Supply Co., Elkhart, 
Ind., was presented with an "E" award 
by I»t. Col. J. M. Niehaus of the Sig- 
nal Corps. Floyd Best, president of the 
company, accepted the award. 

Clarostat Mfg. Co., Brooklyn, N. Y.. 
has a new white star on its Army- 
Navy "E" flag. 

Stromberg - Carlson Co., Rochester, 
N. Y., was recently awarded a white 
star for continued excellence in war 
production. 

There are now two stars on the 
award flag of Galvin Mfg. Co., Chicago, 
according to information just received 
from the War Department. 

Griffitli Warns Healers 

In a recent communication to music 
dealers, Harry D. Griffith, president of 
the National Association of Music 
Merchants, warned all to strictly ob- 
serve the new OPA rule, and enclosed 
a copy of "Retailer's Bulletin, No. 38," 
from OPA describing the pricing 
method for used durable goods. 

"If any music dealer has not already 
posted in hjs store a copy of the 
Ceiling Price Regulations, he is now 
in violation of the OPA ruling." was 
a portion of President Griffith's mes- 
sage. 

uum 

SELLING 

'"P' HE scarcity of albums in 
■*- general, and particularly 

those usually provided with 
sets of records by the manu- 
facturers, would ordinarily cre- 
ate a large gap in the sales ... 
and profits ... of record deal- 
ers, Peerless comes to their 
rescue with 3, 4 and 5 pocket 
albums in both 10" and 12" 
sizes. Covered in rich maroon 
with an attractive blank em- 
bossed border on the cover, 
they are ideal for featuring as 
gift sets. 

PeesUeld. 

/Jlhiuft Go., One. 
38-44 W. ZJst St., New York, N. Y. 

)■?KVlI H 1:1131■ U;<M' 

NYDER 
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iWestlnghousc Names 
Price Vice President 

The election of Gwilyam A. Price as 
a vice president of Westinghouse EHec- 
trle and Manufacturing Co., Pitts- 
burgh, Pa,, was announced recently by 
A. W. Robertson, chairman of West- 
inghouse. 

Another Westinghouse appointment 
is that of Thomas I. Phillips, a vice 
president, as head of the company's 
Pittsburgh division, as announced re- 
cently by George H. Bueher, president 
of the company. 

Looks for Package 
Deal In Microphones 

According to Cecil L. Sly, vice presi- 
dent and sales manager of the Univer- 
sal Microphone Co., Inglewood, Cal., 
postwar days will, in his opinion, 
herald a package deal in microphone 
distribution because, he says, the all- 
purpose microphone, although a pio- 
neer in Its day, has given way to spe- 
cialized styles. Amateurs, he believes, 
will want several types for their ham 
shacks. Remote control broadcasters, 
too, will need various portable styles. 
While radio stations, as well, can make 
use of package deals with racks hold- 
ing replacements and spares for the 
various types in current use. 

Parrar & Rinchart 
to Pnbllsh Glilrardl Rooks 

Alfred A. Ghirardi, author of wide- 
ly-used texts on radio theory, main- 
tenance and repair, announces the 
purchase of his Radio & Technical 
Publishing Company by Parrar & 
Rinehart, Inc., publishers, of 232 
Madison Avenue, New York City, 
whose subsidiary, the new Radio & 
Technical Division of Murray Hill 
Books, Inc., will continue to publish 
the present "Ghirardi" radio books, as 
well as new ones. Mr. Ghirardi will 
also continue in close touch as edi- 
torial consultant in electronics for 
Parrar & Rinehart, who plan to ex- 
pand their business in the radio-elec- 
tronic hook field. 

This Dealer Mcsiees 'Em 
Believe In Signs! 

A dealer, operating in a very 
hard-boiled neighborhood, has a 
large sign with very large letter- 
ing, stating his charges. The 
sign's so prominently displayed 
that it's the first thing you see 
upon entering the store. If a cus- 
tomer kicks, about the bill when 
he comes in to get his radio, the 
dealer hands him an optometrist's 
business card, with the advice 
that he get his eyes examined. 

The pay-off is that several peo- 
ple have actually followed the* ra- 
dioman's suggestion and have 
gone to the optometrist for a 
check-up. 

O# 

JOB! 

These busy days,.-so important to America's 
waf effort...arc seeing RAULAND distributors 
getriag AMPLICALL Intercommunication, 
Industrial Paging and Sound equipment on 
the jobs where and when they are needed. 
They're getting the goods to deliver and 
AMPLICALL quality is helping them set new 

THE RAULAND CORPORATION 

sales records all along the line, supplying 
army, navy and war plant requirements in 
their territories. RAULAND's program of 
national advertising, too, is backing up 
their efforts by opening up new contracts 
for present business as well as opening the 
way for steady, future sales. 

. . . CHICAGO, ILLINOIS 

• Electroneering is our business • 

back 

Tt*0* 

RADIO . . . SOUND . . . COMMUNICATIONS 

of 

RADIO, ELECTRICAL AND 

ELECTRONIC COMPONENTS 

• 

ELECTRONIC PRODUCTS MFG. CORP 

DEXTER. MICHIGAN 
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^ -Mr: 

Voice 4 

Connunication 

Components 

Universal Microphones, as 
well as Universal Plugs, 
Jacks, Cords, and Switches, 
are vital voice communica- 
tion components today in 
the War Effort. When peace 
comes, they will continue to 
fulfill their role in a postwar 
world surmounting the bar- 
riers of distance with Radio 
and Aircraft. 

UNIVERSAL MICROPHONE CO., LTD. 
inolewooo, California 

CANADIAN WV; 560 KING ST. WIST, TORONTO 2 
FOREIGN DIV; 301 ClAY, SAN FRANCISCO 11, CAl. 

Zenith Will Employ 800 
to 1,000 Beat Workers 

To augment its force of war work- 
ers, Zenith Radio Corp., intends to 
employ immediately 800 to 1,000 per- 
sons with deficient hearing, la the 
statement of Commander E. F. Mc- 
Donald, Jr., president. Each new deaf 
employee will be supplied with a 
Zenith hearing aid, which will become 
the property of the worker, free of 
charge, after such worker has been 
with the company for 60 days. 

Production of Zenith's recently an- 
nounced hearing aid is now under 
way. "It was originally the Intention 
of the management to withhold the 
production and marketing of this 
product until after the war," stated 
Commander McDonald. "However, be- 
cause of the existing manpower short- 
age and the possibility of placing large 
numbers of deaf persons In war plants 
by making a low coat quality hearing 
aid available now, the company has 
been able to secure the necessary ma- 
terial allocations for immediate pro- 
duction." 

BTotpotnt Creates Two 
New Sales Positions 

According to .an announcement made 
by Geo. H. Smith, general sales man- 
ager of Edison General Electric Appli- 
ance Co., Chicago, two new field sales 
executive positions have been created, 
and two men have been appointed to 
fill them. 

r: 

cr 

A. A. Uorgenienke 

A. A. Borgeraenke, who has filled 
various sales positions with Hotpoint. 
has been appointed regional sales 
manager of the eastern district, with 
headquarters in New York, while 
Walter H. Bondurant has been named 
regional sales manager of the central 
region, with headquarters in Chicago, 
Mr. Bondurant has been associated 
with Hotpoint in sales capacities for 
some years. 

CUTTING HOLES 

IN RADIO 

CHASSIS? 

Save Time 

with 

GREENLEE 

PUNCHES 

No Drill I n{; — Making small holes 
larger without drilling is a simple task 

with Greenlee Punches. Holes as small as 
H" are enlarged in a jiHy with a few turns on the cap screw. 

I1!® Reaminj — Range of sizes from 
W to 2 54" cut accurate holes—elimin- 

ate reaming. Knockout Punches up to 
3^" size are also available. 

£> No Filing — Die supports the metal 
and tool cuts clean, smooth holes fast 

and easy — leaves no ragged edges. 
WRITE FOR CATALOG 33E 

Find out how these and other Greenlee 
Tools can save you time. They are avail- 
able for essential users. Write for Catalog 
No. 33E. 

GR ENLE£ TOOL CO. 
1911 Columbia Ave., Rocfcford, 111. 

100,000 

music LOVERS 

PRID $5.00 

for this 

"Star Sapphire" 

PHONOGRAPH 
NEEDLE 

~S!U 

1311* •i"! urn 
Order from 

tiIIil11 
799 BROADWAY, NEW YORK 3, N. Y 

THE WORLD'S FINEST NEEDLES 
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New Factor Seen In 
Postwar Production 

Speaking recently in South Dakota, 
G. J. Burnside, manager of the "West- 
inghouse Electric & Mfg. Co., radio di- 
vision in Baltimore, stated that post- 
war engineering and production, their 
high cost no longer justified by the 
saving of human lives, must pay their 
own way. 

Today's research and development 
will provide the postwar engineer 
with a wealth of new materials, 
processes and design techniques, ac- 
cording to Mr, Burnside, Many of 
these, he said, have been noted with 
Interest as by-products of wartime de- 
velopments, which could not be ap- 
plied because of our lack of manpower 
and raw materials. 

According to Mr. Burnside it would 
seem easy then for tomorrow's engineer 
to fulfill any and all needs of a product- 
hungry world. But he must recognize 
a new factor: development can no 
longer be justified on its saving of hu- 
man lives—it must pay its own way. 
The radio executive called this "no 
mean problem," stressing that under 
war conditions cost has been a sec- 
ondary production factor. Engineers 
of today work to specifications which 
place performance first; reliability 
only second to performance; manufac- 
turability third, to insure rapid pro- 
duction; serviceability fourth to as- 
sure ease of maintenance In the field. 
Cost Is a relatively unimportant fifth. 
Unlike the period of yesterday, today 
we have unlimited funds to press de- 
velopment, but no time to rationalize 
—no time to obtain normal balance 
between progress, utilization and econ- 
omy. Today we are sparked by a des- 
perate urge, where the stake is human 
life, not dollars, pointed out Mr. 
Burnside. 

Pacific Coast "Reps" 
Secure New Members 

The California Chapter, Representa- 
tives of Radio Parts Manufacturers 
has recently added the following new 
members to Its rolls; 

L. H. Bushnell, 1355 Market St.; E. 
G. NIckerson, 383 Brannan St.; Ed- 
ward C. Glomb, 1264 Folsora St.; D. 
J. Rudat, 383 Brannan St., all San 
Francisco. Also the following asso- 
ciate members: H. Kreugar, 530 Go ugh 
St.; J. H. Shaw, 1264 Folsom St., both 
San Francisco. 

The Los Angeles Chapter reports the 
following two new members; P. P. 
Wiley, 942 Maple Ave., and M. D. Ealy, 
4826 Tyrone Ave., Los Angeles. The 
same chapter also reports that two of 
its members, Norman B. Nealy and 
Gerald B. Miller, recently became mem- 
bers of the armed forces. L. Slupin of 
1841 E. Washington Lane, German- 
town, recently became a member of 
the Mid-Lantic Chapter. B. L. Mac- 
Pherson, treasurer of the Hoosier 
Chapter, is now located at 1724 Ala- 
bama Ave., Fort Wayne, Ind. 

WANTED 

One—No. 164 Chanalyst U H F Con- 
verter RCA 

Owe—Model 563 Audio Oscillator (Su- 
preme) 

One—No. 165 RCA Junior Voltohmyst 

One—No. 170 RCA Audio Chanalyst 

One—Model 110 Vacuum tube volt- 
meter (Hickok) 

One—Aerovox capacity and resistance 
bridge 

One—No. 84-451 Cornell Dubilier Con- 
denser BP-50 Checker 

Please address 

ARTHUR CARPENTER, 
Purchasing Agent. 

Box 668. Miami 30. Florida 

v 

IIS Y m - • » ■ > 1* I Manufacturing Company, 

• ' >" • ; SIGNAL GENERATORS - AUDIO OSCILLATORS • TEST EQUIPMENT It; '' 
RADIO RECEIVERS • TRANSMITTERS . ELECTRONIC DEVICES ^ V 

:«y.-,^!^ rrmsthohc 

A ^  ^ 

r / r / 
kN. 

3 05 EiA ST 6 31 4 STREET 
NEW YORK CltY, N. Y 
Tetepihone:1 Regent :7-3090 
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WAHTIME RADIO SERVICE 

Includes the following—' 

Nearly 300 Tested Substitutions for All the 

Hard to Get Types of Tubes 

Gives Detailed Instructions for Building Simple, Inex- 
pensive Apparatus for Repairing Open Heaters In 150 
Mil Heater Type Tubes and Tells How to Use It. 
About 40% of These Tubes Can Be Mode to Give 
Additional Service. 

Tells Hew to Change the Late Model Farm Battery 
Radios far Electric Operation. Diagram and Text 
Eliminate the Begs Yea Would Hove to Fight Out. 

The only book of its kind—It mvw you velweble time, enable* 
yon to Increase your sales end satisfy your eustomen. Yoo can't 
afford to figure it out yourself. 

$3.00 per copy, postpaid 

CITY RADIO COMPANY 
The RADIO CITY of 

Phoenix, Arizona 
504-6 E. Washington Street 

NEW VICE PRESIDENT 

''.Li;.• 

& m 

In 458 B. C., willi Rome tbreakened, 
by tlie Aecj ui, the people called the 
a^ed veteran Cincinnatue from tbe 
retirement of his farm to lead the armies of the re~ 
puhilc. The value of experience was recognized when 
real need arose. 

The experience of the ERWOOD engineering organ- 
ization will he available to you after this war Is won. 
Place ERWOOD first on your list of postwar con- 
sultants. 

Charles Robblns, recently elected vice 
president, Emerson Radio A Phonocrapb 

Corp., New Yorb. 

Atlas Doing Big Repair 
Job In MUwankee 

Atlas Good Housekeeping Shops, 
with main headquarters at 2601 N. 
Third St., Milwaukee, Wis., has 
three stores, but has a large second 
story repair shop at Third St., whieh 
handles radio and all appliance re- 
pairs, with Lyle A. Olson in charge. 
The firm has 8 men in all in the shop, 
and has fine equipment including 
spraying equipment for washers, re- 
frigerators and other major appli- 
ances. 

Mr. Olson says the firm's supply 
of parts and tubes has held up fairly 
well until now, but that the pinch is 
beginning. The firm asks customers 
to bring in all smaller radios for re- 
pair and call for them, but there is 
pickup service on the larger models. 
Because of priorities, the firm doesn't 
handle much commercial refrigeration 
repair work, sticking mostly to do- 
mestic jobs, and finds that this works 
out very well. 

"We get a lot of smaller appliances 
for repairs these days, such as toast- 
ers, waffle irons, electric percolators, 
etc., in addition to radios, washers, 
vacuum cleaners and other items," de- 
clares Mr. Olson. "It seems that a 
lot of the smaller stuff is going to 
pieces after holding up for a couple 
of years. We get fine co-operation on 
parts from some manufacturers and 
hardly any co-operation from others. 
But we manage to keep going, and 
we have hope of getting the parts to 
keep our large force functioning for 
the duration." 
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,j£not/iei iea4on tv/iy tlFidetitone QbeStuxe 

tiP/wnc jVeed/eb ate EASY TO SEEL * 

Qt, 
fa 

**1 

US 

ct to •V 

FILTERS RECORD SCRATCH 

Dealers and clerks tell us chat Floating Point Con- 
struction ... an exclusive Fidelitone feature 

Is in demand by customers be- 
cause it Filters Record Scratch 

and gives quieter, 
more enjoyable repro- 

duction. n 
j|c Information based on actual 

statistics from recent Fideli- 
tone National Quiz Contest. 

PERMO, I ncorporated 
^41$ Raven wood Avenue, Chicago 26, III. 

a. 

ssr 

S -A. -4. 

m 

¥ 

m 

wm si Ml 

iMusfrated above is the Chief—Push Button Controlled—a low 
price-fitting companion to the now famous Super Chief tine. 

Talk-A-Phone 

The Ideal Inter-Comm 

Line for Jobbers 

HERE'S WHY: 

1 - Talk-A-Phone offers America's most com- 

plete line of intercommunication. ... A 

unit to fill every need ... to fit every con- 

dition ... Super Chief, Chief, Deluxe and 

Standard models. 

2. Scientifically designed, on fundamentally 

sound principles. Manufactured by 

craftsmen of unusual skill. Rigidly in- 

spected. 

3. Modern, inviting appearance. They please 

the most fastidious executives. 

4. An extraordinary value for the price. 

Acknowledged to offer 

"most for the money." 

Sales resistance is low. Skv■•{ 

5. Talk-A-Phone follows |1 

a rigid policy of Jobber 

6. You can get delivery 

now. 

Talk-A-Phone 

Manufactoring Company 
1215 WEST VAN BUREN STREET 

CHICAGO. ILLINOIS 

Write or wire for colorful 
new Catalog—just off the 
press. Presents complete 
specifications and reference 
data. Highly Illustrated. 

H Talk-A-Phone 
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Distributors Approve 
WPB Tube Supply Plan 

parts? 

Immediately Available are 
certain hard-to-get radio and electronic 
parts and equipment, urgently needed by 
war-working industrials, radio service 
men and others. 

Large inventory maintained for your 
emergency requirements. As distributors 
of more than 10,000 different items we 
can handle complete orders, however 
large. No need to split. Our trained ex- 
pediters select, check and ship, the day 
your order is received. Tubes and P. A. 
equipment. Receiving and trans- 
mitting tubes, photo cells and special- 
purpose tubes. Some types now Govern- 
ment-restricted, hut we can handle your 
orders with utmost efficiency, Sound 
systems, microphones, paging systems, 
inter-communicating systems—standard 
and specially-designed units for every 
application,on rated orders only.Boolts; 
All latest authoritative texts on radio 
and electronics. No priorities required. 

5x\ 
NEW! 

1944 
Edition 

RWT REFERENCE 
Radio and Electronic Equipment Latest Complete Buying Guide! Over 800 pages, completely indexed by item and maker. Value 

$3. Now on Press: Will be sent without cost to 
tne executive responsible for radio parts pur- 
chases rn your organization. Meanwhile, glad to send supplements and bargain flyers which < 

> we publish from time to time 1 
«||* Are you on our list? f 

100 SIXTH AVE, DEPT. F-U, NEW YORK 13, N, Y. 
BOSTON, MASS. . NEWARK, N. J. 

WE ALSO MANUFACTURE 
public address and sound equipment. Have 
done it for ten years~pioneering several 
neic audio developments, We have made 
equipment for the V. S. Army Signal Corps 
and many large Industrials, this past year. 
We can make pre-amplifiers, power sup- 
plies, rectifier units, cord sets — anything 
involving chassis wiring, assembling, sol- detins* Known to all manufacturera-^ to 
many since Jcan request and get 
preferential treatment. Competent engi- 
neering staff. ,Vo labor shortage in this 
area. Let us quote. 

At the first meeting of the newly 
organized WPB industry advisory 
committee of radio distributors, held 
in "Washington Nov. 4, recommenda- 
tions were made for a replacement 
tube distribution plan based on dis- 
tributors, 1941 sales. While no formal 
decisions were reached, the plan was 
approved by the distributors' commit- 
tee. 

Chief Frank H. Mclntosh, of the do- 
mestic and foreign radio branch, is 
presiding officer. Following are mem- 
bers of the distributors' committee: 
Leslie C. Pucker, Pucker Radio Whole- 
salers, Washington, D. C.; Wm. O. 
Schoning, The Lukko Sales Corp., Chi- 
cago, III.; Alan Steinert, The Eastern 
Company, Cambridge, Mass.; Emmett 
N. Hughes, Radio Television Supply 
Co., Los Angeles, Cal.; Hoyt C. Crab- 
tree, Crabtree's Wholesale Radio, 
Dallas, Texas; and Charles Ollstein, 
Sanford Electronics Corp., New York, 
N. Y. 

Bennett; Head of G.E, 
Specialty Division 

Howard W. Bennett has been ihade 
manager of the specialty division of 
the General Electric Company's elec- 
tronic department, according to an an- 
nouncement by Dr. W. R. G. Baker, 
department vice president. 

Prior to his employment by General 
Electric in 1930, Mr. Bennett was 
manager of the radio department of 
the Shattuck Music House, Owosso, 
Mich,, and a salesman for the G. E. 
Supply Corp., at Detroit. 

General Electric Quizzes 
Its Stockholders 

An illustrated questionnaire asking 
the General Electric Company's 227,000 
stockholders what type of a radio re- 
ceiver they would like to buy after the 
war has been mailed with the com- 
pany's third quarter dividend check. 
This survey asks what kind of a radio 
is now owned, If and when they plan 
to buy a new receiver, the style and 
type preferred, and whether or not 
they know about or are interested in 
FM. 

To make it easy and convenient for 
stockholders to reply, a postage pre- 
paid postcard accompanies the folder 
on which the answers may be indi- 
cated. Returns will be referred to the 
electronics department's commercial 
research receiver division for con- 
sideration determining the trend of 
tomorrow's radio In postwar planning. 

New Columbia Catalogue 
Columbia Recording Corp. recently 

issued its 1944 catalogue. With the 
catalogue, dealers received "Design for 
Listening", listing Columbia popular 
albums; and "Command Performance", 
displaying the Masterwork sets. 

fj W IMFJ 
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I 

\ pmompii 
■\ NEEDLE 

V'\Vpl61009 Plajs 

$11111 

AtRP 
XEE OLE EffflPiiir 

731 x. iiicmmr 
cm a so //. ill. 

iiyp 1 REFLEX : 
SPEAKERS 

now the accepted I 
1- 1 STANDARD I 

for all V 

WAR USE I 

EViRY 
WMm^: UNIVERSITY REFLEX I 

the result of years of 
—'" ' P'^eering research and ' 

\ tioveloP,nenf- | 

EVERY 
y S "l&H EFFICIENCY I 

: 'lIBiiiS SPEAKER ^ 
in University's extensive 

dBv line of power speech re- . 
Pi-■ s V|(flHbS producers has a vital I 
"Cr 1 part ,0 p,ay i,, Ht0 WAR I 

pro*nm- . I 
- | REMEMBER W 

r /- f University is now pro- 
L|s., .A ducing many special I 

; speakers for the Army, I | ^ Navy & Signal Corps. 
Submit your special I 

f . * J problem direct to tho I 
Lengineering dept. 

UNIVERSITY LABS., 225 VARICK ST.. NYC 
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Permo Has "Pin-Hps" 

Penno, Inc., Chicago, has just in- 
augurated a series of "pin-ups" de- 
signed to combine a chuckle with a 
sales point. The cartoons are being 
sent to all music dealers, with the sug- 
gestion that they display them on 
counters, show cases, listening booths 
and show windows. Permo makes the 
Fidelitone phonograph needle. 

Siemens Chief Engineer 
R. H. Siemens has been appointed 

chief engineer of RCA Victor Argen- 
tina, wholly-owned RCA subsidiary 
company in Buenos Aires, it was re- 
cently announced by J. 0. Cook, man- 
aging director of the company's inter- 
national division. Mr. Siemens suc- 
ceeds Paul Bennett, who has returned 
to Camden headquarters. 

STATEMENT OF THE OWNERSHIP, MANAGE- 
MENT, CIRCULATION, ETC.. REQUIRED BY THE 
ACTS OF CONGRESS OF AUGUST 24, 19X2, AND 
MARCH 3, 1933 

Of SADIO RETAILING TODAY, published monlhiy 
•t New York, N. Y., for Oct. I, 1943. State of New 
York, N. Y., County of New York, N. Y. 

Before me, a Notary Public In and for the State 
and county aforesaid, personsly appeared Orestes H. 
Caldwell, who, hating been duly sworn according to 
law, deposes and says that he Is the Editor of RADIO 
RETAILING TODAY and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and If a dally paper, the 
circulation), etc., of the aforesaid publication for the 
date shown In the above caption, required by the Act 
of August 24, 1912, as amended by the Act of March 
8, 1933,, embodied In section 53T, Postal Laws and 
Regulations, printed on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
Publisher. M. Clements, Rumson, N. J. Editor, Orestes 
H. Caldwell, Catrock Road and Bible St., Cos Cob. 
Conn. Managing Editor, none. Business Manager, 
M. H. Newton, 583 W. 215th St.. New York, N. Y. 

2. That the owner 3a (If owned by a corporation, 
its name and address must be stated and also Imme- 
diately thereunder the names and addresses of stock- 
holders owning or holding one per cent or more of 
total amount of stock. If not owned by a corporation, 
the names and addresses of the individual owners must 
be given. If owned by a flrm, company, or other un- 
incorporated concern. Its name and address, as well 
M those of each individual member, must be given.) 
Caldwell-Clements. Inc., 480 Lexington Avenue, New 
York, N. Y. Orestes H. Caldwell, Catrock Road and 
Bible St., Cos Cob, Conn. M. Clements, Rumson, N. J. 
McGraw-Hill Publ. Co.,» 330 W. 42nd St.. New York, 
N. Y. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also. In cases where the stockholder or 
security holder appears upon the books of the com- 
pany as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such 
trustee Is acting, is given; also that the said two 
paragraphs contain statements embracing affiant's full 
knowledge and belief as to the circumstances and con- 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant baa 
no reason to believe that any other person, associa- 
tion, or corporation has any Interest direct or Indirect 
In the said stock, bonds, or other securities than as 
so stated by him. 

(Signed) Orestes H. Caldwell 
Sworn to and subscribed before me this 15th day of 

October, 1943. 
B. M. Philips 
Notary Public Westcbester County- 
Notary Public N. Y. County Clerk's No. 442. 
Notary Pub ic N. Y. County Register's No. 4r249. 

(My commission expires March 30, 1944.) 
New York County Commission expires March 30, 1944. 

♦Represents minority stock interest which was pur- 
chase price for Radio & Television Retailing. Majority 
stock and control continue in bands of 0. H. Caldwell 
and M. Clements. 

We? 

- - 

LUeraliy "running interference through the ether 
... insuring o dear path for the one Signal which 
directs the safe landing of an airplane under the 
most adverse conditions ... that is just one of 
the scientific miracles possible today because of 

FILTERS 
U f 

?ho) 
TflORDARSOK 

¥A % 
THORDARSON ELECTRIC MFC, CO. 500 W€Sr MU«ON ST., CHICAGO, lit. 

g'ptc+K&sts gkUce-ZafS INTERESTING TECHNICAl PAPERS Will BE SENT FREE UPON REQUEST , . ORIGINATORS OF TIU-FIOEllir AMPUFIIRS 

TOM THUMB 

HAS TIFF 

WITH TOP SERGEANT! 

"Hep I Two I Three!" . . . "Hep! Two! Three!" . . . "Company 
... HALT!" (Sergeant notices arm Insignia) "Hey, yon mugs, 
what's the idea? PFC . . . PFC . . . PFC . . . Are you ALL 
Privates First Class? "Where's the rest of this outfit?" 
(Tom Thumb speaks up) "Sergeant, Sir, all Tom Thumbs are 
always first class—in the war effort as well as in the dealers' 
showrooms And we're also PFDs—-Privates for the Duration." 

Make your plans NOW to get on the TOM THUMB bandwagon 

Aut 
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Your Christmas Show Windows 

Building for 

YOUR FUTURE, TOO! 
Yes, Vogue has plant for elec- 
trical home products that will 
offer you easier sales and 
greater profit opportunities 
when the war Is over. 
Meantime, in our busy, versa- 
tile, well-equipped plant we 
have made room so that we 
can take on even more pro- 
duction, if it Is for the war 
effort... either parts or com- 
plete units. We will be glad 
to discuss this with Interested 
manufacturers. 

SHERIDAN ELECTRO CORF. 
2850 8. MICHIGAN AVENUE ■ CHICAGO 16, 

For years Clarostat engineers studied, 
tried, tested, no end of resistive coatings. 
Out of this enormous expenditure of 
money, time, effort, has come the present 
Clarostat stabilized-element control. Ac- 
curate to start with. And stays that way 
—In constant usage, under trying climatic 
conditions, despite severe humidity, for 
years of troubleproof service, -k Try a 
Clarostat Type M control for that service 
job. Ask our local Jobber for Clarostat 
replacements. 

CUBOSTM 

• Forgetting all the problems con- 
cerning what to sell this Christmas, 
radio and appliance dealers and radio 
service organizations should still re- 
member that they have to continue 
"selling" themselves to the public. 
They can do this through their show 
windows, and therefore the impor- 
tance of Christmas windows should 
not be overlooked. 

Three types of windows are sug- 
gested. First, there's the "selling" 
window display. This is indicated 
where the dealer has a large stock of 
merchandise to sell. This type of 
window features gift items and 
stresses prices, terms, and other in- 
ducements. The Christmas decora- 
tions arc incidental to the articles 
offered, and the interest of the deco- 
ration scheme is secondary to the 
items themselves. 

The "seUing" window calls for mass 
display of merchandise, and all or 
most of the articles shown must be 
priced. Pyramid or other effects can 
be obtained through the use of wood 
or fibre packing cases. These may be 
covered with crepe paper, and deco- 
rated with fancy crepe paper borders. 
The show window floor should be 
neatly covered with crepe paper or 
cotton batting, over which artificial 
snow has been sprinkled. 

To prevent bad light reflection ef- 
fect, there should be a back of some 
sort in the window. 

Remember, the "selling" window is 
just what the name implies. Variety 
intrigues the buyer; incidental deco- 
rations make the appliances look at- 
tractive, and the prices will bring the 
customer in if he thinks they are rea- 
sonable. 

And here's another important tip 
on this kind of window. If you have 
any reason to believe that the cus- 
tomer won't know what the article 
displayed is, describe it in a few 
words on a display card. You may 
have, for example, a sandwich grill 
on display. Lots of people are not 
familiar with this device, whether it's 
shown open or closed. So letter a 
card something like this; "Electric 
Sandwich Grill. Toasts—grills ham- 
burgers, hot dogs, etc. Can be used 
open or closed." Stress a few features 
and the price, and never take it for 
granted that the window viewer 
knows what the appliance is. 

The "selling" window should go in 
a few days after Thanksgiving, and 
should be re-arranged or re-dressed 
at least three times before Christmas. 

The second window to be considered 
is the "formal" one. This type of 
display is generally used to emphasize 
a single piece, such as a large radio 
or a radio-combination. Many un- 
usual decorative effects can be cre- 
ated through the use of crepe paper. 
In this window, decoration all leads 
to the one article, stressed through 
the employment of streamers, etc. 
Price is seldom featured, and the 
overwhelming reaction to this type of 
window on the part of the public is 
that the item offered is expensive. 
This type of exposition is effectively 
used in the sale of costlier goods. 
This window should be put in and 
handled on the same time schedule as 
the "selling" window. 

The third display is the "good will 
and interest window." This may be 
used, for example, by a radio service 
organization, having no merchandise 

(Continued on page 94) 

Cabinets as illustrated, speaker opening cut, 
opposite side blank. 

These modernistic cabinets have been de- 
signed to fit every type chassis up to 103^' 
which covers practically al! makes. Con- 
structed from beautifully grained walnut, 
they are unusually attractive and striking 
in appearance. Easy to cut and fit they 
open up new opportunities to serve your 
customers as well as to reclaim many of 
the old unsaleable sets now in your store. 

MODEL A dp?'m 8 $2.16 
Inside Measurements 7 x 4%!) x 41-8H 
MODEL B DS«8 $2.85 MODEL B DS8 $2.85 
Inside Measurements x 5D x 5^H 
MODEL C   .DSre'

8 $3.00 
Inside Measurements lOJ^L x 5 J4D x 6KK 
SAVE MONEY-IO#! discount in lots of six or more 
SEND NO MONEY—We ship C.O.D. if desired 

WE RESERVE THE RIGHT TO LIMIT QUANTITIES 
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Remember Monarch Testing 
and Calibrating Equipment 

offers the solution to many a problem in the 
laboratory and on the production lines. Our 
special measuring and testing instruments, 
to accompany various units turned out for 
military purposes, have won unqualified 
praise for their complete accuracy and de- 
pendability. Consult us also, if you have 
any problem in securing almost any type of 
small machine parts. 

LLtUlKiUI If AN> job 

"anywhere 

★ ONAN GASOLINE DRIVEN ELECTRIC 
GENERATING PLANTS provide electricity 
where power lines are not available, and for 
emergency service. 
They're doing a war winning job on all the fight- 
ing fronts generating electricity for vital com- 
munications work and other war tasks. 
Stzea from 350 to 35,000 watts. 50 to 800 cycles, 110 to 
660 volts, A.C.—6 to 4000 volts, D.C. Also dual A.C. and 
D.C. output models. 
Your inquiry regarding present or post-war needs win re- 
ceive prompt attention. 

D. W. ONAN & SONS 
3013 Royalston Ave.. Minneapolis. Minn. MONARCH MFG. CO. 

2014 N. Major Ave. Chicago, III. 

I 

. :' -L- i'x 

' MiM 

BATTERY ELIMINATORS 

for Radio Sets Operated 

from High Line or Batteries 

Wartime regulations have limited our supply 
of these items (war needs come first) but 
every effort is being made to apportion the 
output equally among distributors. 
Electro Products Laboratories is the pioneer 
manufacturer of battery eliminators for farm 
radios and for portable dry battery radios. 
The complete line includes all types of battery 
eliminators for 1.4 volt and 2 volt filaments 
whether operated from high line or storage 
batteries. 
When the war is won, Electro Products Lab- 
oratories will be in full production on battery 
eliminators for all civilian uses. 

PRODUCTS 
LABORATORIES 

549 W. Randolph St. Chicago, Illinois 
RADIO Retailing TODAY • November, 1943 

Cl-ECTBI-r PLAlilTS 

THE PIONEER IN 

SELF-SERVICE EQUIPMENT 

Self-Service Album Rock "" 
For rapid turnover of popular priced al- 
bums, Slantins face holds about 39 
open display albums. Room for 75 
more in lower storage lection. 58" high 
(easy to see over) 60" wide. The ideal 
wall unit. Pair placed back to back 
forms center aisle unit. Attractively 
finished hard wood facing- Optional re- 
movable rear panel holds 17 display al- 
bums, forms 2 sided unit. 

Self-ServIce^^^^^B^ 
Record Album Unit 

Displays about 300 records on 
slanting face. 500 records or 75 
albums in lower storage section. 
Same general specifications as Self- 
Serviee Album Rack. May be used 
together to form attractive unit. Op- 
tional removable rear panel holds 17 
display albums, forms 2 sided unit. 

BL   
Rack No. 100 

This attractive, com- 
pact unit holds 50010", 
500 12" records, 75 
album sets. Same dimen- 
sions as famous Bitter 
Standard Album Rack 
(No. 110)—2' lO'/T 
long, 7' 2" high, 15" 
deep; same design; same 
standard finish—walnut 
finished birch. May be 
used interchangeably or 
together to form at- 
tractive unit, 
FREE BOOKLET 
WRITE TODAY 

Mew Wooden Sheet Music Rack Replaces Vital Steel! 

A. BITTER CONSTRUCTION CO. 
721 E. 133 Street New York 54, N. Y. 
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The civilian replacement tube situation 
looks gloomy, in spite o£ the heroic ef- 
forts of NEDA's capable representative, 
George Barbey, who has been fighting a 
valiant battle in Washington. However, 
we can't believe that the powers that be 
will let too many radios go dead for too 
long. 

# ♦ *: * 

We heard of a really marvelous idea re- 
cently, for the settlement of labor-man- 
agement disputes that hold up essential 
war production. The scheme was to dump 
the problem right in the lap of a commit- 
tee composed of an equal number of mem- 
bers from the labor and executive branches 
of the particular company involved. 
Nothing new about that, you say? But, 
there Is. This committee will be composed 
of men formerly employed by the com- 
pany, but now In the armed forces of 
our counfry! It seems to me that they 
would have the frue perspective on any 
such problem—and that they would settle 
it with the same dispatch they are settling 
certain other matters. 

» * * » 
Just when we are getting to know what 
photogenic means, up pops "telegenic." 
Now we're sure television is "just around 
the comer." 

* » * * 

A tube manufacturer is using spaghetti 
(the kind you wind on a fork) in the pro- 
duction of electronic tubes. Would you 
call this Italy's contribution to the Ameri- 
can war effort? 

» * * ♦ 
Ray C. Ellis says there's no plateau in 
sight on the electronic industry's produc- 
tion curve. The plateau doesn't bother us, 
Mr. Ellis, what we're thinking about is 
the toboggan on the other side of it. 

♦ * « ♦ 
Latest wrinkle to defeat absenteeism; 
Ultra Violet Kay Lighthouses to maintain 
health of employees with sunbaths. Re- 
member when the sunbalh (Miami style) 
was one of the principal causes of ab- 
senteeism among executives? 

QUAM-NICHOLS CO. 
Cottage Grove and 33 rd Place 

Chicago Id, Illinois 

ffSTi 

PittU 

{Continued from page 92) 
to sell, or a retailer may use it by dis- 
playing articles along the front of 
the window, close to the glass, or scat- 
tered throughout the scenic display. 

The builder of the "good will and 
interest" window is called upon to use 
bis ingenuity and imagination. One 
thing he can do is to build a moun- 
tain village, creating the mountains 
with old packing cases, etc., covered 
with cotton batting. Miniature com- 
position houses, churches, stores, etc., 
can be arranged in the scene, together 
with small artificial evergreen trees. 
Other miniature trees may be readily 
mad© from twigs, painted with white 
or aluminum paint to simulate bare 
winter trees. 

Toy automobiles, miniature people 
and animals should be included in 
the scene. Many unique effects such 
as tunnels, lakes (using mirrors), etc., 
can be achieved. In this window a 
toy electric train, winding in and out 
of the scene, disappearing through 
tunnels, etc., makes a great traffic 
stopper. If you install a push button 
on the outside of the window so the 
kids can operate the train by holding 
the button in, youll find the grown- 
ups enjoying it also. People in your 
community will long remember the 
store employing this type of window. 

Tips on Lighting Effects 

In use of the above you can secure 
unusual, dim-out complying windows 
through low wattage colored lamps, 
particularly the blues. The small 
houses should have interior lighting. 

Tips: In lighting the miniature 
.houses, churches, etc., don't use series 
lamps. You'll run yourself ragged 
trying to find the "bad" one. If par- 
allel sets are impossible to get, take an 
old series set and break the plastic or 
wood casings covering the socket 
shell. You will then be able to screw 
a miniature base flashlight lamp into 
the socket. Figure out the voltage, 
and operate this string from a toy 
train transformer, at about half bril- 
liance. Lamps thus operated will 
stand up fairly well. 

If possible use fireproof cotton bat- 
ting in the window. At all events, 
fuse all the wires feeding the lights 
in this window. This can be done by 
feeding the wires through a pair of 
sockets into which fuses of as low 
amperage as is possible have been in- 
stalled. Or, of course, by other meth- 
ods if preferred. 
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f. ObH! There's something BtG 

rieht in your own back yatii! 

Yes sir! There's going to he a "whale of a market'1 for Radios and Phonographs 

aflor the war. Pen I-up consumer demand will loose itself on the Radio Dealer 

with the fury of a Kansas cyclone. Post-War Planning al the famous Motorola 

Radio factory has kept its engineering and merchandising eyes on this gather- 

ing storm and we are confident whal America will nwd and ivanl from Radio 

Dealers is good Radio Receiving Sets and Phonograph Radio Combinations. 

I'dec Ironies? Sure! Radio Set production has heen and will conlinnr to In- the 

number one mass-production item in Idcctronics. Everything we have learned 

about Electronics during the war cannot possibly be incorporated into the first 

Post-War Radio Sets. The future is bright with promise . -. but let's not forget 

to LOOK ... at that something Big in our own backyard. There'll be a whale of 

a Post-War market for Radio and you can bet thai Motorola will be ready for it. 

Expect Big Things From Motorola — They're in the Making! 

For lhe cotXiniiffl rfeniopttirtX 
tout jwhit'iion of litnlio Foni- 
nnttiiaifionn <ii«l other special 
Flectionic ei[tiipn{enl for oar 
Arma'f Forces, the Motoroh 
organizalion has heen nuardet! 
hm slurs for their strniY-!\aiy 
"F'' Flog. ^ lotorola is promt of 
the part it has heen pni ifeged to 
play in the speeilsng of I irtory. 

G A LV I N ^^^rr£H-.re-^7 MFC. CO 
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