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Little Fellow
with the BIG

Advantages

Offers These BIG Advantages . ..

The small size of the Mallory Midgetrol lets you service portables, auto

radios and small AC-DC receivers which require 136" controls.

The unique shaft design of the Mallory Midgetrol saves installation time
with all tvpes of knobs.

Electrical characteristics let yvou use the Mallory Midgetrol to replace
18" as well as 346" controls. Stocks are f{urther reduced because
no special shafts are needed.

Both mechanically and electricallv,

the Mallory Midg'clrol is amuzing‘l'\' e NEW SIZE ® NEW ELEMENT
quiet. Tests prove it stays quiet! e NEW DESIGN e NEW CONTACT
And the Mallory Midgetrol offers o NEW SHAFT o NEW TERMINAL
nine all new features. o NEW EXTENSION o NEW TWO-POINT
I's the NEW Standard in Carbon o NEW SWITCH SUSPENSION
Countrols. See your Mallory distribulor.

P. R. MALLORY & CO., Inc., INDIANAPOLIS 6, INDIANA
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visit the Bendix Radio and
//Television Display space 545D

American Furniture Mart

S
S

REG. U.S. PAT. OFF,
o
BENDIX RADIO DIVISION OF gﬁé .
BALTIMORE 4, MARYLAND // ”J};‘V eﬂ IX
ooooooooooooooooooo
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Judge and Jury!

THE VERDICT IS POSITIVELY “‘YES”’
/WITH THE BENDIX RADIO AND TELEVISION DIRECT-TO-DEALER MERCHANDISING PLAN

Price-wise, you can take on all comers with this
“no middle-man™ line. Quality-wise and value-wise,
you’ll be way out in front! And because this fran-
chise is restricted to only one dealer in each com-
munity you are protected as well from dumping and
price cutting by dealers with the same line. Your
profit is protected every way!

See the evidence for yourselfl in the new “Success”

line for 49—perfect testimony to the value, per-
manence and power of this answer to a retailer’s
prayer.Visit the Bendix Radio and Television space
at the Winter Furniture Mart—see and compare
Bendix Radio's sensational “no middle-man” prices.
Check point-by-point the profit making advantages
of this power-packed plan. Let your own good
judgment tell you why everything points to Bendix
Radio for profits, progress and permanence.

HOW CAN YOU MISS

WITH A PROGRAM LIKE THIS!

o The appointment of only one dealer in each community g Direct factory-to-

dealer shipments g Freight prepaid to destination o Low consumer prices com-

No Salesmen Present
Opening Day

To let you make an unbiased decision on the profit potentials

petitive with national chains and mail order houses g Liberal dealer discounts
o Nationally advertised retail prices protected by your exclusive franchise o Radio
and television built to Bendix Aviatien Quality standards o A complete line of
radios and radio-phonographs including famous Bendix Long-Range FM o The
most advanced television crected by the acknowledged leaders in radar and radio
engineering g Consistent national advertising that builds stare traffic for you o

of our plan and the outstanding merchandising values in our

special winter promotion models, all our Bendix Radio sales- Compelling point-of-sale promotion helps o Special promotion models to meet

men are barred from our exhibit on Janvary 3rd. Come in competitors’ "off-season™ distress sales g Plus many new profit-building features

and let your own good judgment guide you. soon to be announced.

- Radio and Television
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come see what's up our sleeve

(IR

for C:j/ﬂw/zzbn DEALERS

at the January %ﬂ%

How EXCITING TELEVISION RECEIVERS
How MODERN RADIO-PHONOGRAPH CONSOLES |
Hew CHALLENGING PRICES \5

Get set for a real thrill when you see the smartly-styled Sparton
Line for *49. Sparton’s engineers and designers have been working
day and night, and they’ve come up with the hottest radio-
television offerings you’ve seen.

What’s more, because Sparton has cut distribution costs, these
high-quality new radio and television models are priced so low |
you’ll doubt your eyes when you look at the tags.

We’'ve got something really terrific up our sleeve for Sparton
dealers. Be at the show, and see what we mean.

HERE'S HOW SPARTON KEEPS THE
SPARTON FRANCHISE NUMBER ONE

Look at the beautiful Sparton models at the

Chicago Show. Check the price tags. You’ll

see why the Sparton franchise is really hot. C 4
Under its time-tested SCMP—Sparton Co- £
operative Merchandising Plan—Sparton sells "
direct to one exclusive dealer in a community, e ¢
whittles distribution costs and gives you finer .
models for less money. You offer radio-
television’s biggest values at rock-bottom
prices, and still make a generous profit.

While you're at the show, ask if the {
Sparton franchise in your community is /
still open . . . if you’re not already a
Sparton dealer. /

pLAN NOW 1o visit

THE SPARTON EXHIBIT

EXHIBIT ROOM 509-B

5th FLOOR

AMERICAN FURNITURE MART

4

C Ipailon

SPARTON RADIO-TELEVISION

Division of The Sparks-Withington Company
JACKSON, MICHIGAN anuary 3to15
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Unequalled for Value

I J

At lts Popular Price
PHILCO 892

Complete Shelf Adjustability
Zero-Zone Freezer Locker
2 Crispers and Meat Drawer

Storage Bin

e

Self-Closing Door Latch
| Easy-Out Ice Trays
Stainless Steel Shelf Fronts

8.1 cu. ft. capacity

e

16 sq. ft. shelf area

e — -

|
Y

‘_ e

BIG QUANTITIES AVAILABLE FOR
Record-Breaking Christmas Promotion

They’re here . . . two sensational new 1949
Philco Refrigerators with brand new 1949
features! Just in time for Christmas selling.
Available now in quantities with huge local
advertising campaigns, displays, selling
helps galore! For extra Christmas sales
and profits, concentrate on these Philco
models—newest, “‘hottest” in the industry.

All the "“"Most Wanted”
Advanced Design Features |
PHILCO 893

.
Zero-Zone Freezer Locker
Complete Shelf Adjustability

Balanced Humidity
with Summer-Winter Control

2 Crispers and Meat Drawer
Self-Closing Door Latch
Easy-Out Ice Trays
8.1 cu. fi. capacity
16.2 sq. ft. shelf area




STAR-STUDDED

d ... that is setting the %
Television Industry all agog
9&’ %7 “%

... 16 x 12 Inch Screen. .. 192 Square Inches

”?anmox TELEVISIO
g (INSOLE

Model 880

in Exquisite
Hand-rubbed
MAHOGANY

or

GENUINE BLONDE
MAHOGANY
VENEER

e

s A
L —_—

Blazing the trail in answer to big picture screen preference comes this powerful, exquisite Projection
Television Console with a 192 Square inch screen. Its superior circuit details follow our Model 899
Television Receiver . . . featauring sensitivity, picture stability and fine picture resolution beyond

compare. Cabinet styling and workmanship are on par with the finest custom cabinetry. The gorgeous
hand rubbed piano finish wins instant admiration.

The Television of Tomorrow .. . TO-DAY! . . . “Pioneers in Radio and Electronics Since 1920”

FADA RADIO & ELECTRIC COMPANY [NC.

BELLEVILLE, NEW JERSEY

RADIO & TELEVISION RETAILING e December, 1948



"“You can get a testimonial from me on

Ken-Rad tubes any time!

'] use them. I've been using them for
years. Believe me, no other tube can

touch them.

“They're quality tubes. When I pass
them on to a customer I know he won't

come back mad.

"My customers come back, all right.
But satisfied. They want me to do an-

other job for them!”

EMMETT MERCER, Foreman, is responsible
for the weighing of cathode sleeves to check
coating weight (shown below). Another ex-
ample of the great care that is taken in mak-
ing Ken-Rad tubes.

=
_

KEN-RADZ%#

PRODUCT OF GENERAL ELECTRIC COMPANY
Schenectady 5, New York
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R. W. RIEDY, Modera Radio Service, 518 West
Broad Street, Bethlehem, Pa. Typical of thou-
sands of radi servicemen, coast to coast, Mr.
Riedy uses Ken-Rad tubes because he knows he
can depend on ‘them to satis’y customers.

“"We makte Ken-Rad tubes to perform bet-
ter, last longer. satisly customers and in-
crease business for you

"I've been helping to make them for years
And [ car. tell vou we check and recheck,
test and :etest, over and over again, the
smallest parts that go into our tubes

“We test the tubes thamselves for noise,
microphonics, static, l.fe, shorts, appear-
ance, gas air and hum.

“*You can -ount on them to bring customers
back satistied.”’



“SIMPLI-FLEX"" meons just what it soys!
SiMple to install . . . FLEXible for any
requirement| fts design allows it to be
built vp from the basic dipole to
multiple stacked all-channel arrays by
the addition of reflector kits ond ad-
ditional arrays as required when more
stations get on the oir.

No ‘‘ossembly puzzles'® with Radiort's
‘SIMPLI-FLEX"® design. No degree in engi-
neering or truck-load of tools needed —
absolutely no loose hardware. One minute
assembly, one man instollotion!

High strength, well engineered design of
more than ample sofety factor, with simple,
sturdy all oluminum castings, elements, and
heat-treoted support masts for PERMANENT
installotions.

""WEATHER - SHIELD"' polystyrene terminol
block encloses lead-in connections and pro-
tects from all weather conditions! Keeps

electrical performance at maximum.

83 Series Turnstile Dipole — Non-

_J

TELEVISION

and

FM ANTENNAS

True to Radiart tradition . . . these new Television and FM
antennas are the finest available! They are laboratory
engineered and designed to deliver peak performance,
always! Their top quality construction will produce the
finest television picture possible. For just a little more . . .
YOU can deliver the best . . . it pays!

/‘
#

84 Series Double
Stacked " Arrays

81 Series Folded Dipoles

82 Series Folded Dipoles
and Reflectars

T

85 Series Hi-lo

All Channel Arroy
directionol FM Antenno

THE RADIART CORPORATION ClEVELAND 2

OHIO
Manufacturers of the Famous “‘Red Seol” Vibrators
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The Modular Television receiver correlated with Magnavox Modern Symphony AM-FM radio-phonograph and record cabinets.

Two revolutionary new developments

INCREASE SALES AND PROFITS

for Magnavox dealers

1. FOUR HOURS of continuous recorded music
AUTOMATICALLY

2. SHARP, CLEAR MAGNASCOPE TELEVISION

MAGNAVOX is the first radio- phonograph to play

both new LP (long-playing) and 78 rpm records
antomatically— for four hours of continuous music.
Another great Magnavox innovation permits installation
or addition of Magnascope Television at any time. For
revolutionary Magnavox Television can be purchased
(1) in a three- way combination television-radio- phono-
graph, (2) in a modular or correlating unit with the
Magnavox Radio- Phonograph, or (3) in an independent
television receiver.

» Today more people than ever before want Magnavox
instruments. Magnavox is recognized as the greatest cus-

tomer value regardless of price, and it offers the widest
selection of furniture models and prices. Magnavox dealers
are in a position to make record-breaking sales and profits
in the year ahead. They enjoy a sales advantage that is
protected in three important ways:

Top customer acceptance — for a product that is
recognized to be the highest standard of quality in fine
radio- phonographs and television.

An adequate mark-up — the longest profit margin
in radio and television.

A profit-protecting franchise —that enables each
dealer to secure a fair share of the market at good profits.
L J [ ] [ ]

» There is no greater profit opportunity in radio and
television today! The Magnavox Company, Dept. 114,

2181 Bueter Road, Fort Wayne 4, Indiana.

‘thmwm Maﬂnavox MMMMWF&?M&M
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The ook

with G-E RADIO

GENERAL ELECTRIC BACKS YOU UP
WITH POWERFUL ADVERTISING
AND PROMOTION THAT WILL BRING
CUSTOMERS INTO 77,7,

F/

H 4

oy
G-E radio and television ads i - B L
appear in 15 magozines with B
a readership of more than o !
30,000,000! Saturday Eve- s

ning Post, Life, Collier's, Look,
Holiday, National Geographic,

Better Homes & Gardens,
House Beautiful, New Yorker,
Time, Newsweek, Country
Gentleman, Farm Journal,
Progressive Farmer, Sports P .
Afield. g PV EL

G-E radio and television ads
ore "always in there" pitching

10 RADIO & TELEVISION RETAILING e December, 1948



and TELEVISION

ET READY for the rush! General Electric’s 1949 adver
G tising and promotion are going to bring ready-to-buy
customers to your store. They will read the G-E story in lead-
ing magazines . . . they’ll see it in their newspapers . . . they’ll
hear it on the radio . . . they’ll see and hear it on television.
Result: sales, sa/es, SALES! For full information, get in touch
with your G-E radio and television distributor today—or
write General Electric Company, Recerver Division, Electrouics
Park, Syracuse, New York.

G-E radio and television ads

average nearly 10,000,000
impressions every week!

Hard-hitting, lerge-space
G-E radio and television
newspaper ads rninlead-
ing popers from coast to
coast!

RADIO & TELEYISION RETAILING ® December, 1948
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Outstanding telecasts of
leading events — popular
programs — in practically
every television service
area.

G-E has prepared everything
you need to clinch sales! Fold-
ers, streamers, cut-outs, dis-
flays, dealer mot ads, signs.

The great G-E HOUSE PARTY
with Art Einklettes on CBS net-
work! AMD-—the magnificent
FRED WARING PROGRAM
every Thu-sday nightover NBZ!

GENERAL @ ELECTRIC

178:190:G12
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Here’s news to gladden your heart! In Olympic Starkbrite
television you get a SHORT line of magnificently styled instruments
—from a 54 sq. inch picture table-top—to an amazingly

compact 5-way console—and including the sensational, exclusive
Olympic DUPLICATOR—to top the entire volume market
at unmatchable prices.

Distributors: Same Territories stlli open. Write or wire.

0
Olqﬁ?pic

television

MODEL TV-922

Big 54 sq. inch Starkbrite ‘pic-
ture screen, clear and brilliont
even in a fully lighted room. 22
tubes, in Olympic “FRAME LOCK*"
circuit. FM audio system. Com-
pact mohogany cabinet 20%"
wide x 13%" high x 19%" deep.
Also model TV-922B in blond
ook. (Hlustrated)

EXCLUSIVE DUPLICATOR!
MODEL RTU-3

Multiplies your television profits.
Just connect to ANY standard
TV recciver—no antenna needed
—simple as an extension tele-
phone. Same principle as famous
“HOTELEVISION" installations in
the New Yorker, Roosevelt, Stev-
ens ond other top-rank hotels.
Ideal for cafes and other com-
merciol installations.

5-WAY 18th CENTURY CONSOLE
MODEL TV-928

New “Magic-Mirroscope’ folding screen, 54
sq. inch picture of flicker-free, glare-free bril-
liance.

"“FRAME LOCK” image control — FM/AM
radio, automatic record changer — 32 tubes —
all housed in graceful 18th century mahogany
cabinet only 35%" wide x 34%" high x 17%"
deep. Also model TV-928 LP, plays both stand-
ard and new long-playing records.

OLYMPIC RADIO & TELEVISION, INC.
34-01 38th Avenve, Long Island City 1, New York

12 RADIO & TELEVISION RETAILING ® December, 1948
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THE ONLY HJGH FIDELITY, HIGH

ANTENNA

For Perfect A~
Reception on
Channels 7 to 13

In television it's the picture that counts, and the best picture

14

is produced by the antenna gathering the greatest degrée
of signal strength. SKYBEAM, the only high fidelity,/ high
frequency antenna in the field is guaranteed to produce the
ultimate in television reception. ’
This amazing antenna includes all the proves fine features ' :
of Lyte products: precision, rigidity and/ proven scientific e If&
construction. Fully tested and approvgd, in the laboratory .‘_,,‘ : BEST BY TEST;
and in the field. ‘ )
SKYBEAM, comes complete i
assembled ready for installatifn.

For the ultimate in televisfon reception the Lyte SKYBEAM

is an absolute necessit

individual cartons partly - -

. Say Lyte, be sure you're right.

CHECK THESE FEATURES:

¢ Easily attached to existing
installations. .
e Only perfected high frequency :
antenna. o

e Scientifically manufactured
and tested.
e Guaranteed to produce out-
standing results.
¢ Easy to install.

LYTE PARTS CO.

11 WASHINGTON AVE., PLAINFIELD, N. J.
195 MAIN ST., DUBUQUE, IOWA

PLAINFIELD 5-2100 DUBUQUE 8884
OR ARE YOUR TELEVISION EVENINGS
RUINED BY POOR RECEPTION. DEALERS — Even the finest Television Set is only aos good s its
- antenna. Install the new Lyte for high fidelity reception, befter

f definition, clearer images, with minimum interference. Satisfied ous-

. ' tomers mean mare PROFITS for YOU! Specify LYTE — Bast by Tast.
sl . A
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3 for High-quality ‘“‘AM ", “'LP” Rec-
¢ ords, and Transcriptions

2. for average ‘‘AM'" Broadcast

l for some Phono Records and *'SW"’ 4. for “FM" ond Television Sound

¢ Broadcasts

FOR GREATER
LISTENING PLEASURE

-MATCH YOUR SPEAKER
RESPONSE TO
THE PROGRAM

Complete listening enjoyment of the quality inherent
in FM broadcasts and high-fidelity phonograph record-
ings may require loudspeaker response up to 12,000
cycles or more. AM broadcasts may demand response
of 5,000 cycles or less, while other program material
may call for other high-frequency cut-off points. Match-
ing loudspeaker response to today’s wide range of pro-
gram material is essential for real listening pleasure.
Jensen Coaxial speakers (Models HNP-51, JAP-60
and JHP-52) meet this need simply and positively.
A 4-position high-frequency selector switch ad-
justs the speaker response to suit listener prefer-
ence and a level control adjusts the overall volume
of the program. These two controls are exclusive
JENSEN features.

OVERALL LEVEL CONTROL

enéen JENSEN MANUFACTURING COMPANY, 6625 5. LARAMIE AVE., CHICAGO 38, ILL.
IN CANADA: COPPER WIRE PRODUCTS, LTD,, 11 KING ST., W., TORONTO

MPEAKERS

-}/
@I |

Model HNP-51 Coaxial

Without doubt che finest
existing 15-inch Coaxial
loudspeaker regardiess of
gnce Compression-type

f unit contributes to an
exceptional polar pattern
and realistic ‘‘presence '\
Frequency response, in a
Bass Reflex enclosure, ex-
tends through the entire
useful frequency range.
Power rating 25 watts
maximum speech and mu-
si¢ signal input. Input im-
pedance 500-600 ohms.

List price . . . . $125.00

Model JAP-60 Coaxial
A superior quality 15-inch
Coaxial loudspeaker with

excellent polar pactern.
Response, in a Bass Reflex
enclosure, extends through
the entire useful frequency
range. Power rating 20
watts maximum speech and
music signal input. Input
impedance 500-600 ohms.
List price . . . . . $85.00

Model JHP-52 Coaxial
A high-quality 15-inch Co-
axial loudspeaker at an
economy price. Frequency
response, in 2 Bass Reflex
enclosure, extends through
the entire useful frequency
range. Power rating 16
watts maximum speech and
music signal input. Input
impedance 500-600 ohms,
List price . . . .. $72,00

Model JRP-40 Coaxial

The ultimate in 12-inch
Coaxial value. Frequency
range, in a Bass Reflex en-
closure, from 50 to 12,000
cycles. Power rating 12
watts maximum speech and
music signal input. Input
impedance 68 ohms,
“'Bridging’’ type network.
H-F range control not in-
cluded but *‘shelving’’ type
control (ST-606) imay be
added by wuser.

List price . . . . . $30.00



TELE KING TABLE MODELS AND CONSOLETTES IN
BLONDE, MAHOGANY AND WALNUT

Every Tele King model is tops in
appearance . . . 1tps in performance
because every model has almost
60 Square Inches of Picture Area.
30 Tubes indud ng rectifiers and
the Cathode Roy Tube, television
tuning covering all 13 channels
authorized by the FCC for use in
any part of the U. S., F.M. Sound,
simplified automatic control — only
4 knobs, A.F.C. (Automatic Fre-
quency Control). A matching table
is optional for all table model
television sets.

RADIO & TELEVISION RETAILING e December, 1948
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wiwze FM Pe:riormance
with a GOOD FM ANTENNA

@ Belden FM Antennas are engineered for
finest FM reception.

@® Use Beiden 8322 Poly-Point Antenna to
receive signals from all directions without
turning

@ Use Belden 8320 Dipole Antenna for instal-
lations requiring directional characteristics.

@ Sturdy aluminum construction withstands
severe ice loading and high wind.

@ COMMON.-SENSE PRICES.
ASK your Belden Jobber

16 RADIO & TELEVISION RETAILING e December, 1948



All of America’s
Millions are being

Reminded!

Television

In the Greatest Campaign Ever—

in Behalf of All Emerson Dealers

Again—it’s the No. 1 GIFT line—with TOP APPEAL
and TOP VALUE in every Radio, Phonoradio and

Television category.

Ebony, Model 547, AC-DC
Compact $16.95

Again — it’s dramatically featured in America’s
biggest advertising media—double-page color spreads
in SATURDAY EVENING POST, COLLIER’S, LOOK
e S and many other magazines—in newspapers—in dealer
helps, in radio and television broadeast programs.

That’s why YOU should give Emerson Radio and

Television top billing in your windows and store.

How YOU Can Cash In

3-way Portable, Model 568 Feature a representative line of all models. Use the
Less batteries $29.95

FM Model 602, AC-DC
Compact $29.95

striking window streamers and displays. Run the

newspaper ads. Prime your salesmen.

Phonoradio $49.95

4-way Model 585, Television, FM-AM
Automatic Phonograph $495.00

EMERSON RADIO & PHONOGRAPH CORPORATION « NEW YORK 11, N. Y.
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OVERWHELMING
\CCEPTANCE!

® Month after month, RCA Batteries continue to smash all previous sales records.
The reasons for this unprecedented acceptance are conclusive—

RCA Batteries are designed for radiomen . . . to sell through radio outlets. And
they’re backed by the greatest name in radio—RCA.

RCA Batteries are your assurance of immediate customer acceptance and greater
profits.

SELL RCA BATTERIES—THE COMPLETE LINE FOR THE RADIO AND ELECTRONIC TRADE

2 3
- s R ST e R v P - —

Flashlight  Portable A's Portable B's Portable AB's farm A’s Farm B's Farm AB’s Industrial

TUBE DEPARTMENT

RADIO CORPORATION of AMERICA

HNARRISON, N. J.

i8 RADIO & TELEVISION RETAILING e December, 1948



-t SURE

you're getting
ne MAHOGANY ?

It’s possible you're not. During the recent shortages, many
woods have come into the market masquerading as Mahogany.

These woods may be ca/led Mahogany (though .often ac-
companied by some modifying term). To the casual eye, they
may even /ook like Mahogany. But these woods are in no way
related to genuine Mahogany!

Genuine Mahogany comes from only two kinds of trees. If
it's American Mahogany, it must be Swietenia; if it's African
Mahogany, it must be Khaya. Ask for these names in the
lumber you buy—particularly now that genuine Mahogany is
more plentiful.

And in buying furniture, look for the Mahogany labels.
That is the only way you can really be sure.

[ ]
t="MAHOGANY [:>*""/!*"
INC. Z‘
Suite 803-C, 75 East Wacker Drive e,:;>
Chicago 1, IHinois / /5,255

MAHNOGANY Please send new 7th edition of the 74-page Mahogany Book. \‘\’:,//
To_protect you and your customers against [] [ ET L RSP | WP SR YR TAF ot St s B W S 5 T WL T S IR L P LT
substitution, the Mahogany Association = O R R o - -
Disues thiese labelt to Tafulactitels of |  Eeemeeneveneateaspiennioe
enuine and honestly made Mahogany [ GIEATORd [ZGrer o) oY bbbt A AT oh 8 B b §eatond WD € 4 24 2T - AR
items. Use them in your personal selling. i e . o000l koSO8 T T BLI6 oozl b oo

“AFTER ALL...THERE’S NOTHING LIKE MAHOGANY"’

RADIO & TELEVISION RETAILING e December, 1948 19



Over *1.780,000 1ead

MORE ADVERTISING THAN
CARRIED BY ALL OTHER

HESE figures make clear that the

Tribune is Chicago’s primary medium
for promotion of sales of home furnishings,
housing equipment and electrical appli-
ances, including radio and television. It
alone supplies the marketwide coverage that
is in step with Chicago’s wider distribution
of spendable income.

Daily and Sunday in Chicago and sub-
urbs, the Tribune delivers hundreds of thou-
sands more circulation than other Chicago
newspapers. And because it is the news-
paper more people read and want, it de-
livers for advertisers an impact on consumer
buying that produces greater response at
counters and on sales floors.

In addition toits full market circulation in
metropolitan Chicago, the Tribune reaches
hundreds of thousands of home-minded

CHICAGO NEWSPAPERS COMBINED!

families in the adjacent territory. In 756
cities of 1,000 or more population in the
multi-million dollar greater Chicago market
better than one out of every three families
reads the Tribune on weekdays. On Sunday
nearly three out of five read it.

The Tribune rates highest with salesmen.
Retailers prefer it. From first hand experi-
ence they know that the Tribune audience
does the bulk of the buying of hardline mer-
chandise, and that they sell with greatest
effect when they are backed by adequate
schedules in the Tribune.

Are you taking full advantage of the op-
portunities offered by the Tribune’s unique
position in the Chicago market? A Tribune
representative will be glad to help you build
a sales producing program based on definite
market facts. To get more sales now and to
build solidly for the future, ask him to call.

CHICAGO TRIBUNE

THE WORLD’S GREATEST NEWSPAPER

September average net paid total circulation: Daily, over 985,000— Sunday, over 1,575,000

CHICAGO TRIBUNE REPRESENTATIVES: A. W. Dreier, 810 Tribune Tower, Chicago 11; E. P. Struhsacker,
220 East 42nd St., New York City 17; W. E. Bates, Penobscot Bldg., Detroit 26; Fitzpatrick and Chamberlin,
155 Montgomery St., San Francisco 4; also, 448 S. Hill St., Los Angeles 13.

MEMBER: AMERICAN NEWSPAPER ADVERTISING NETWORK, INC., FIRST 3 MARKETS GROUP,
AND METROPOLITAN SUNDAY NEWSPAPERS, INC.



Expenditures for advertising of home furnishings, housing equipment,
and electrical appliances including radio and television in each Chicago
newspaper, retail and general combined.

FIRST 8 MONTHS 1948

CHICAGO TRIBUNE PAPER B PAPER C PAPER D PAPER E
$2,610,258 $829,931 $781,801 $603,420 $12,565

By placing more of their promotion funds in the Chicazo Tribune than in all other Chicago newspapers combined, retailers and manu-
facturers make plain that the Tribune audience accounts for the bulk of th2 buying of consumer durables in the rich Chicago market.

Percentage of expenditures for advertising of home furnishings, housing
equipment and electrical appliances including radio and television placed
in each Chicago newspaper, retail and general combined.

FIRST 8 MONTHS 1941 AND 1948

CHICAGO TRIBUNE PAPER B PAPER C PAPER D PAPER E
38.5% 54% 21.4% 17.1% 18.3% 16.1% 15.8% 12.5% No Issue 0.3%
1941 1948 1941 1948 1941 1948 1941 1948 1941 1948

Note the pronounced trend to the Chicago Tribune. In the 1941 period, the Tribune’s lead over the pext Chieago newspaper was $245.148.
or 39.9%. In the 1948 period, the Tribune’s lead has been boosted to $1,780,327, or 214.5%. This suggests tha_t you not onl_y sell with
maximum economy and effectiveness today, but also that you build solidly for the future when yeu build your Chicago promotion around
the Chicago Tribune.




NEW YORKER

Wonder Window Television,
with the new Photo-Mirror
Screen . . . puts the picture #p
where everyone can see it. Con-
cealed enlarging glass extra.

Model AVC-1

MANHATTAN

AM.FM radio with 2-speed auto-
matic radio-phonograph. Dual
matched speakers. Dark ma-
hogany. “*Palm Springs”—same
style in blond mahogany.
Model B92CR-3LP

WONDER WINDOW
TELEVISION

Pictures on the 10-in. tube are more
than 10% bigger . . . over 58 square
inches of viewing screen! New in-
stant tuning gets picture and sound
together. New home-size styles that
match popular Stewart-Warner
radio-phonographs!

2-SPEED AUTOMATIC
RADIO-PHONOGRAPHS

Up to 4 hours of continuous enter-

tainment with the new LP records.
Single tone arm . . . fully automatic
...intermix operation. Two speeds,
for new Long Playing records and
standard records. Simple, foolproof
to use!

WAKEFIELD

MT. VERNON

Matching 18th Century style in
hand-rubbed dark mahogany.
AM-FM-.automatic phonograph
combination with 2.speed
changer, matched-tone speakers.
Mode! BO2CR-1LP

Wonder Window Television in
the ever-fashionable 18th Cen-
tury tradition, dark mahogany.
Photo-Mirror Screen that lets
the whole family enjoy the show.

Model AVC-2

WONDER WINDOW

Television

console. Big s58.
vView picture—same wider pi

r pict
in the console models, MazlSI Aulr/';'z-‘ls
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O. H. CALDWELL, Editorial Director * M. CLEMENTS, Publisher

Prospects for Modern
“Forty-Niners”

1949 promises plenty of pay dirt for the radio-appliance merchant who
has the know-how and the willingness to work the diggings for all they’re
worth.

But because of the steadily climbing costs of doing business plus other
significant trends, the merchant who doesn’t keep up with what’s happening
may find that while he’s taken in a bundle of money, his profits are nil, or
have ebbed to a new low.

Certain things which can affect profits are on the increase. For instance,
there’s growing resistance to buying due to upped costs of living and rising
product prices. Customers are becoming more “sglective.” There’s an in-
crease in back-door selling, in price-cutting and in competition.

The merchant finds it increasingly difficult to find and to hold efficient
sales, clerical and servicing personnel. Employe turnover rates are rising.

In the face of steadily mounting overhead, the retailer is obliged to
operate under reduced margins, and in a market where the demand for
some former “hot” items has diminished.

However, to view the situation in its broadest aspects, business is good.
Sales are easier to make than ever before. The public is loaded with money.
When the end of ’49 arrives it seems entirely likely that all previous sales
records will have been broken.

But the trick is to be able to ride the crest of the present and coming
tide of business with one’s head above water.

The modern “Forty-Niner” will not be deceived into working his claim
at a loss. To insure profits he’ll improve his salesmanship, chop overhead,
hold the price line, buy cagily, and select brands with an eagle eye. He will
diversify to overcome seasonal slumps, watch customer-credit, and keep
his own credit rating at a high level. His service department will be oper-
ated on a profitable basis; not merely as an accommodation proposition.

The dealer who keeps abreast of trends and gears his business to fit
present conditions will be the modern “Forty-Niner” who is now in line
for ’49 profits!
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What's Ahead!—1in Radio,

1949! RMA’s 25th YEAR. . . . TELEVISION’s 10th
YEAR. ... CALDWELL-CLEMENTS’ 28th YEAR IN
RADIO-TV PUBLISHING.

THE TIGHT MATERIALS SITUATION appears certain
to last through most of 1949 even if defense orders do
not increase. Numbers of manufacturers of electrical
appliances are producing solely to fill orders, and some
do not even maintain storage facilities in their plants at
this time. Steel still beads the short list. The supply of
fractional horsepower motors has improved to the extent
that it is satisfactory at this time.

“THERE ARE TWENTY-TWO MILLION mechanical
household refrigerators in use in America. It can well
be that we can sell 22 million honte freezers to these
same people. Such an opportunity to duplicate a
market comes but once in a generation. Let’s make
the most of it.”—G. H. Smith, VP and general man-
ager, Deepfreeze div., Motor Products Corp.

HOUSEHOLD IRONERS AND DRYERS, ELECTRIC
BLANKETS AND SHEETS, dishwashers, garbage dis-
posal units and food freezers were named by W. Neal
Gallagher, head of Automatic Washer Co., as “some of
the products currently enjoying national distribution and
approaching the acceptance point at which they will
move on into general use.” He spoke at a session of a
homemakers’ institute at Boone, lowa. He declared that
10 per cent was the point at which appliances commence
moving into high saturation brackets.

TV HELPS VOLUNTEER FIREMEN. According to
AP, Fire Chief John Cullinan, Morristown, N. J.,
thinks television sets in the town’s three firehouses
are a great help. “They get volunteer firemen out to
the firehouse at night and when a fire breaks, we auto-
matically have a larger number on the engines when
they start rolling,” he said.

A NEW FLUORESCENT SUNLAMP that will bring arti-
ficial sunlight into schoolrooms, factories, offices, farms
and homes has been developed by the Westinghouse
Lamp Division. 1t is claimed that the new lamp has five
times the ultraviolet output of the screw-in bulb-type
sunlamp. The new bulbs will be available in both 20-watt
and 40-watt sizes, and will operate on the same circuits
as conventional fluorescent lamps.

“THE MORE CALLS A GOOD SALESMAN MAKES
will increase his percentage of sales, only if he uses
each experience as a model for self-improvement. On
each call he discovers the mistakes he makes. These
he eliminates. . . . Self-training is an important phase
of sales training.”—H. L. Clary, director of Norge
sales.
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SOME LAUNDRY EQUIPMENT MANUFACTURERS

are sending “kits” to Latin-American countries where
assembly plants have been set up to produce finished
washing machines and ironers for local sale.

ARE YOU ONE OF OUR OLD SUBSCRIBERS? The

editors of RADIO & TELEVISION RETAILING would
like to hear from those who have been reading this pub-
lication since 1925. Drop us a line, old-timers, as we
want to include your name and your comments in some
very interesting material which will appear in a forth-
coming issue.

=

B a A

LAST CALL FOR THOSE SPARKLING, attention-
getting Christmas show-window displays. Such set-ups
need to suggest gift ideas, sing Christmas and stimu-
late buying, via a variety of products, color, light and
motion.

THE 16,000 EMPLOYES OF THE KAISER-FRAZER

Willow Run auto plant henceforth may keep abreast of
the latest news and sports development while working
at their jobs. News, music and service programs are now
piped into every corner of the plant via a recently com-
pleted network of 600 PA speakers. K-F and RCA en-
gineers worked nearly a year to perfect this huge PA
system.

A MILLION WORDS A MINUTE can be transmitted
through the air by Ultrafax, new RCA development
which utilizes the latest developments in television,
radio-relaying, and high-speed photography: The sys-
tem produces a photographic reproduction of the
original material, and could be used for ultra-speedy
transmission of military intelligence, mail, newspapers,
weather information, financial reports, descriptions of
criminals, and a host of other uses.

PENNSYLV ANIA TAXES TAVERN TV. A law, original-

ly enacted to apply to movies, bub subsequently inter-
preted as affecting taverns using TV, will be attacked in
a suit to be brought by the set division of RMA, charging
that the law is unconstitutional on the grounds that tele-
vision broadcasting service is interstate commerce.

DAYTIME TV PROGRAMS, 7 AM TO 6 PM, Mon-

days through Fridays, now being beamed by WABD,
key outlet of the Du Mont television network, New
York.
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Appliances, Records and Television

ONE OF THE TOP APPLIANCE manufacturers plan-
ning to add an automatic toaster and a food mixing
machine to its present line of household products.

THE FAMILIAR STORY OF THE man of the house drop-
ping in on the dealer with a bag of radio tubes, or parts
to be checked is not being repeated so far as television
15 concerned. A number of dealers questioned didn't
have a single case on record where the “layman’ owner
of a TV set attempted 10 do any of his own servicing.

A SEALED-IN DEVICE WHICH AUTOMATICALLY
turns off an automobile’s TV set when the car is in
motion is the answer to safety officials’ concern over
the advent of auto video, says Raymond W. Durst,
Hallicrafters VP, commenting on a news item from
Milwaukee reporting that a TV set had been installed
in a private car there. Hallicrafters is perfecting a
small auto TV set with a tamper-proof control which
cuts off the set when the car is in operation.

IN ATV SURVEY MADE BY Obkio Advertising Agency,
Inc., in Cleveland, Obhio, it was disclosed that 47% of
the television sets have required no service at all, 44%
needed service once; 5% required service twice, and 4%
more than twice. 95% have outside antennas, balance
use indoor types. Approximately 1,000 set owners were
quizzed, and 98% said they were satisfied with perform-
ance of their receivers.

ONE OF THE MOST POPULAR of all television pro-
grams is the variety show. It took TV to bring back
vaudeville!

MANUFACTURER JOBBER DEALER

BUSINESS WILL BE GOOD IN 49, but it will be prob-
lem-laden, is the prevalent thinking of manufacturers,
jobbers and dealers as they face the New Year. Some of
the problems are probable continued scarcities of raw
materials, rising prices, increasing overbead and decreas-
ing profit margins.

A CONTINUING DEMAND FOR REFRIGERATORS
with greater interior space for normal cold storage,
plus facilities for the preservation of a week’s supply
of frozen foods, is indicated by a survey recently com-
pleted by Norge. 56 per cent of those interviewed
would prefer larger refrigerators than they now own,
even though 59 per cent of the total have models with
six, seven or eight cubic feet.
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AT LONG LAST SOME OF THOSE AUTOMATIC

toasters are being advertised by some stores as “avail-
able.” Supply of certain food mixers has improved
too.

HOW TO USE THE "TOWN MEETING” IDEA to

better business conditions and enhance the standing of
the radio technician in localities not covered by the RMA
events, is described in this issue. Inspiration for the arti-
cle stems from the splendid job RMA is doing in bring-
mg its “Town Meetings” to thousands of radiomen,
having appropriated $25,000 for the purpose.

\\.\Q\_EASE /I/ /

DEALERS IN TV AREAS BEING BESIEGED with

requests for installation of video receivers before
Christmas. Television is certainly the great new gift
for the entire family.

A BUCK GOES A LONG WAY in demonstrating auto-

matic washers, according to Jack Toodll, a St. Louis
WESCO salesman. In a report made to Richard Sargent,
Laundromat Equipment division of Westinghouse Elec-
tric Corp., Mansfield, Ohio, Tooill tells how he borrows
a dollar bill from a prospect, drops it into the soap chute
of a Laundromat and allows it to remain throughout the
entire cycle. Then he shows the prospect<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>