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it of Furniture Market:

| First Sets Ready for Delivery!
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THE PRINCESS

Exactlyﬁtelecast! Pictures received in “‘perfect shape’’...no lost corners,
no waste screen area...glare-free filter glass face gives soft light, sharper

contrast! New screen fits in more compact cabinets — more beautiful than
ever—makes possible amazingly low prices. Get your orders in NOW!
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AIR KING PRODUCTS CO., INC. - 170-53rd St., Brooklyn, .

NATIONAL DISPLAY-—-1454 Merchandise Mart, Chicago 54, Illinois
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NUM Mast -

Height to 100 feet— Lowest Cost

Before you recommend any television
mast look at the MILNER TV
MAST. Here’s the best mast for TV,
perfectfor owners in the “fringe
areas.” The all-aluminum MILNER
MAST is light yet strong: 100 foot
mast complete with fittings weighs
under 110 pounds.

Available in 10 foot lengths with
fittings for ground, side-of-building,
or any type of roof installation, a
MILNER MAST can be installed to

any height up to 100 feet. Lowest-
priced mast on the market, it also
saves on freight shipments — over
50% less than comparable masts of
other material.

Home owners will welcome this
rust-proof, non-corrosive and dura-
ble MILNER MAST with its stream-
lined, gleaming beauty. Point for
point the MILNER MAST sur-
passes all others. You can sell and
recommend them.

Can be placed anywhere—bases designed
for ground or flat installations, for side of
building or any type roof,

COMPARE THES

E FEATURES:

& o

Adjustable after installation; can be manuy-
ally rotated at base for best reception,

B . A G R

All-aluminum fittings — universal top with
adapters to fit any size antenna,

Tub'ing is joined by q special rolled thread
design—(patent applied for). Each 10 ft.
section weighs only 7V, pounds.

For fuil information, write fo:

! MILNER MANUFACTURING COMPANY

Jackson, Mississippi
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1950 is the

HE announcements made by Philco at the turn of the

year have been hailed by dealers everywhere as conclu-
sive evidence that Philco, the industry leader for 19 straight
years, is ready to assume its full role of leadership in tele-
vision for 1950. Conclusive evidence, too, that the buying
public may look to Philco . . . as they have over the years
. . . for the value leaders of the television world!

At Every Price,

HILCO CHALLENGES
ALL COMPARISON

for Performance and Quality

Leadership in value is only one part of the 1950 Philco
story in television. Leadership in performance, picture
quality and dependability is an even greater and more im-
portant part. New circuit developments and a sensational
new High Sensitivity Tuner give these new Philco models,
at their lower prices, better performance than ever before
. . . yes, performance that challenges all comparison at every
price! And in addition, a rigid system of quality control
that will reflect itself in lower service costs and satisfied
customers for every Philco dealer.

The cue for television dealers everywhere in these new
Philco announcements is that Philco is the line to con-
centrate on in 1950 . . . the line that simplifies your invest-
ment and gives you the biggest opportunity for television
profits. Sensational values . . . unmatched performance . . .
unsurpassed quality . . . unequalled consumer demand . . .
yes, 1950 is the Philco year in television!

HILCO for '50...
QUALITY FIRST!

RADIO & TELEVISION RETAILING ¢ February, 1950

Now Ready from Philco...
Another TV Bombshell!

16 Inch
"No Glare”
Console
Ensemble

One of a series
of new 16 inch
Philco tele-
vision sets.
Model 1600.

$29995*

Plus Tax and
Warranty

Big, 145 sq. in. picture, “No Glare” Optical
System, and Electronic Built-In Aerial.
Mahogany veneer cabinet. Also, new console
models 1632 and 1633.

12%2 Inch Television Combination

Philco 1476-W Sensational value with 1214

inch picture and Philco 3-Speed Record

Changer . . . plays all records, all sizes, all

speeds automatically. FM- $ 9 5*

AM radio. Electronic 3 9

Built-In Aerial. Walnut ve-

neer cabinet. Also, 1476-M

in exquisite Mahogany!
*Prices slightly higher in South and West.

Plus Tax and
Warranty




DURING FEBRUARY, MARCH AND

. 7 | APriL YOUR EMPTY SYLVANIA CAR.

(IIS'II'II)“Wr TONS ARE WORTH 2¢ EACH AT YOUR
pnea )

TO DAY .y DISTRIBUTOR’S when applied against

abou i sy|vanl(l - the purchase of. .o

% SYLVANIA ADVERTISING MATERIAL
% MORE SYLVANIA TUBES

® SYLVANIA TEST EQUIPMENT
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MIGHTY

Now Mightier Than Ever

_y/ MONARCH OF THE AIR -

“With the Must Sensatmnal Values for Television's Biggest Year

12+ TABLE MODEL § 5
IN GENUINE
MAHOGANY CABINET

12'2" Table Model . in Genuine Mahogany . . $199.95
122" Console . . . in Genuine Mahogany . . $249.95
16" Table Model . . in Genume Mahogany . . $269.95

16" Console . . . . inGenuine Mahogany . . $299.95
19" Console . . . . in Genuine Mahogany . . $449.95

With the Exclusive MAJESTIC
Built-in ““Channelized’’ Antenna

Make way for the most thrilling TV name in the land! 16” CONSOLE
Make way for the MAJESTIC conception of engineering, IN GENUINE

performance and value! Make way for the millions of MAROGANY
Americans who have been waiting for the kind of television CABINET
that only MAJESTIC can provide! The Mighty TV Mon-

arch for 1950 is here...and it’s good news for every s299a'5

dealer in the country!

Sell MAJESTIC...A Household Name

o

In Electronics For Over 20 Years! ,{f‘: 1
Immediate Delivery From Your MAJESTIC Distributor /\C\\" c:&\:;\ézq. ||

=y ,

y7s?%7 RADIO AND TELEVISION CORP. 75 i:°°l,°“‘\«<=‘:o |

10 ASHINGTON STREET ® BROOKLYN 1, NEW YORK /_/__Q_\_ f\_é}*i,_\q___;
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The Cuapehart Nocturne. Big
16-inch picture tube. Needle
sharp television. Master-crafted
cabinetin mahogany finish. With

Polatenna, Capehart’s built-in
aerial,

All Capehart dealers profit from
the world-wide engineering, man-

_ufacturing and merchandising ex-

perience of not one —but zwp great
organizations,

Today full-color national adver-
tising campaigns featuring the
Capehart television line in nine
leading magazines and two news-
paper Sunday supplements are
being run by soth Capehart-Farns-
worth Corporation and Interna-

the TELEVISION Leader!

tional Telephone and Telegraph
Corporation. Dealer selling aids
including display material, local
newspaper advertising material,
and literature support these cam-
paigns to the hilt,

So, behind the sales efforts of
every Capehart television deales
are not one but two great business
organizations dedicated to making

Capehart the television
success of the year!

CAPEHART- FARNSWORTH CORPORATION

Fort Wayne, Indiang

RADIO & TELEVISION RETAILING » February, 1950
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OU'RE in the driver's sea

serviceman, if you stock and sell Ken-Rad
tubes. Backed by General Electric's vast re-
search and development facilities, Ken-Rad
engineers provide you of all times with out-
standing new designs. You can service late-
model receivers in your neighborhood know-
ing that the Ken-Rad complete line of tubes,
TV-picture, metal, glass, and miniature, in-
cludes the advanced types to be found in new

circuits . . . like the pace-setting gated-beam

6BNS shown here (heater 6.3 v, 300 ma), or
its 12BNé companion (heater 12.6 v, 150 ma).
.. . Get the service business that goes tfo the

 dealer who has the new types—who handles

Ken-Rad tubes! If's new and profitable busi-
ness, and. builds prestige for your shop. . ...

Phone or write your Ken-Rad distributor today!.

HOT THIS MONTH !

Here's o clear-all-wires news item! Ken-Rad 1950
advertising help is ready and on its way fo you via
your distributor. There are sales-gefting small ads for
newspaper use—postcard mailers that pull—spot an-
nouncements for your local radio station. Add these to
“the fine Ken-Rad displays and other promotions, and |
you as an alert Ken-Rad dealer have “what it takes”
to profit from the active tube market in your area.

Schenectady 5, New York
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A radio TV ot

KEN-RADZ%%

PRODUCT OF GENERAL ELECTRIC COMPANY

6BN6 MINIATURE
- Typical Operafinngndiﬁons, TV Application

Plate supply voltage 175 v
Plate load resistance .22 megohms
Accelerator voltage 85v
Cathode resistance 145 to 400 ohms

Minimum signal voltage
e for limiting action 1.25 v RMS

Audio output voltage 12.5 v RMS

The gated-beam 6BN6 does three
tubes’ work. It functions ‘as a limiter, dis-
criminator, and audio-amplifier in new
TV and FM receivers. You'll be servicing
sets soon with 6BN&'s in their circuits, and
replacements will be in order, Make sure
you have this essential new miniature
when you need it . . . and other up-to-the-
minute tube types . . . by stocking the
Ken-Rad brand!

182-JAR




the
Moou 303

VACUUM |
TUBE 3

VOLT-OHMMETER |

.. . A Worthy Companion
of the 260

SPECIFICATIONS
DC Voltage i
Ranges—1.2, 12, 60, 300, 1200 (30,000 with

Accessory High Voltage Probe)
Input Resistance—10 megohms for all ranges
C Probe—with one megohm isolating resistor
Polarity reversing switch
Ohms
Ranges—1000 (10 obms center)
00,000 (1000 obms center)
1 megobm (10,000 obms center)
0 megobms (100,000 obms center)
1000 megobms (10 megohms center)

AC Voltage
Ranges—1.2, 12, 60, 300, 1200
Imfedance (with cable) approx. 200 mmf shunted

y 275,000 obms

AF Voltage
Ranges—1.2, 12, 60
Frequency Response—Flat to 100,000 cycles
Decibels 2 3 10 5 4 3
Ranges——20 10 43, —10 to +23, 4420 +37,

+18 to 451, -£30 1o L63

Zero Power Level~I M, W., 600 ohms
Galvanometer

Zero center for FM dt'scrirrginator alignment and
other galvanometer applications

R. F. Voltage
(Signal tracing with Accessory High Frequency

Crystal Probe)

Range—20 volts maximum

Frequency—Flat 20 KC to 100 M.C.

105-125 V., 60 cycles

Size S 7x7"x3147 ( bakelite case), Weight: 4 1bs,
Shipping Wt.: 65 Ibs,

Dealer’s Net Price Mode! 303, including DCV
Probe, ACV—~0bms probe and Ground Lead—
$58.75; Accessory High Frequency Probe, $7.50
Accessory High Voltage Probe, §14,85

Also available with roll fop case, Model 303RT—$64.75

R AT gy
MR 28 gy

PO o,
sz < sy
g FATry BohY ‘3H?\35‘T\

Smaller and Handier for Greater Portability

A worthy companion of the world-famous Model 260 is this brand
new addition to the Simpson line—the Model 303!
Skilled Simpson engineers s

in the Iabo§atory to produce the Model 303, which is one of the

because it is approximately 60
volt-ohmmeters. However, no sacrifice has been made in read-

ability, The 303 has 3 large 415" meter, despite its handy com-
pactness,

One of the many features of the 303 is its low current consump-

tion, The AC voltage range is wider than on any other similar
instrument—from 1.2 volts minimum to 1,200 maximum. Like all
oth?r instruments bearing the Simpson name, the Model 303 is
an instrument of highest quality at an amazingly low price.

SIMPSON ELECTRIC COMPANY

5200-5218 West Kinzie Street, Chicago 44, linols
In Canada: Boch-Sl‘mpson, Ltd., London, Ontario
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e e e s b

e S Bt

e

S g



TELL THE Inside STORY TO

SELL

REVOLUTIONARY, NEW
16 INCH TRIANGULAR
SCREEN—138 SQ. IN.

Now you see ALL the
action because the rec-
tangular tube uses ALL
the viewing surface!

DRAMATIC PICTURE
DETAIL

Sharp, brilliant picture
assures years of out-
standiné T.V. enjoy-
ment. lareless Gray
picture tube

SIMPLIFIED CONTROL
KNOBS—EASY TO
OPERATE

All adjustments on the
front—easy to get at
Volume off and on—
Brightness— Contrast
—plus new continuous
tuner

NEW CONTINUOUS
TUNER GIVES PRECISE
PICTURE CLARIFICA-
TION

Hairline-sharp, finger-
tip picture adjustment
(synchronized with

sound) as simple and
easy as tuning a radio.

SALES APPEAL Inside and Out!

CHOICE OF DESIGN—Modern con-
temporary in table models, tasteful
conservative in floor models.

QUALITY FINISH—Dark, rich mahog-
any or blonde finishes.

CONTEMPORARY STYLE—Each cabi-
net is styled to blend with any setting.

MINIMUM SERVICE REQUIREMENTS
~RAYTHEON sets are precision-built—
not "“assembly jobs.”

ey omms moee wem wmms o —— e W oo Gw

The Silver Anniversary

138 Sq. In. 5299

RADIO & TELEVISION RETAILING e February, 1950

PRE-FIXED, ULTRA SHARP  ADJUSTABLE BUILT-IN

FOCUS “RAYTENNA' AERIAL
Centers picture—locks in Most houses and apart-
“Sharp F?)cus" position, ments need onlyRAY'THE-
: ON’S aerial for perfect
reception.

—— - o

STURDY —RUGGED RUBBER
SHOCK-MOUNTED PRECI-
SION-BUILT CHASSIS

Years of trouble-free per-
formance—because of

RAYTHEON’S supeno‘xi L
electronic c¢ngineering.

1 i

i
Symbol of Excellence In Eectrom'c Engineering
RADIO AND RADAR TUBES
MAGNETRON TUBES.——HEART OF RADAR
SUBMINIATURE TUBE.S FOR HEARING AIDS

L]
MARINE SAFETY DEVICES INCLUDING
THE FATHOMETER* AND SHIP RADAR -

L] N
| MICROWAVE RELAY SYSTEMS
FOR T. V. F. M. FACSIMILE

. P
F.M. AM. T.V. TRANSMITTING EQUIPMENT
.
2-WAY MOBILE RADIO EQUIPMENT
*

DIATHERMY TUBES

L]
SONIC OSCILLATORS FOR PROCESSING
FOODS, DRUGS, COSMETICS

L
RADIO PHONOGRAPHS—RECORD CHANGERS
L]
ELECTRONIC PHOTO-FLASH EQUIPMENT
*
ELECTRONIC WELDING DEVICES
*
DIELECTRIC HEATING MACHINES
* B
20/20 TELEVISION RECEIVERS
° *Reg. U.S.
\ RADIO TRANSFORMERS Pat. Oﬁ.J

WRITE, WIRE OR PHONE FOR FRANCHISE DETAILS

BELMONT RADIO CORPORATION

Subsidiary of Raytheon Manufacturing Corp.
5927 W. DICKENS, CHICAGO 39, ILL.




A SIMPLE DEMONSTRATION SHOWS THE
CLINCHES SALES!

NOW—you can sell TV which offers
your customers the fx/l black-to-white
range of picture tones . . . TV which is
not only finer by actual test but so much
finer that a dramatic yet simple side-by-
side comparison proves it beyond all
doubt. Here is a TV picture so incredibly
advanced that it puts new wallop in the
old phrase: sells on sight! Your G-E dis-
tributor will gladly prove that THE

MODEL 12T3—12'" picture tube

RN,

BucterBorks!

;Y
N
S
£y
~

For a sales-clincher, just show G-E
Block-Daylight TV next to ordi-
nary TV. Your customers can sit
further away from G-E Black-
* Daylight TV, yet they'll see it even
betlerl At the same distance it
appears closer, more alive! They'll
seaTVas the camera sees it. There's
0o annoying glare or reflection,

AMAZING, ENTIRELY NEW G-E BLACK-
DAYLIGHT TELEVISION OFFERS YOU
ALL THIS SALES DYNAMITE:

1. Amazing black-daylight picture, tests
show 140% greater range of picture tones
than ordinary television

2. Hand-rubbed,polished cabinetsveneered
in matched, genuine mahogany

3. Deepest blacks for finest contrast—great-
er picture detail

iy S

-

G-E BLACK-DAYLIGHT TELEVISION

ASTONISHING DIFFERENCE

V! Hs TERRIF

RANGE OF PICTUR

c!

E TONES

R e

4. Daylight brightness for greater eye com-
fort of lighted room viewing

S. No annoying glare or reflection

6. Automatic Sound. .. just tune picture. ..
sound is right every time

7. Built-in antenna, wide-angle screen, sim-
plified controls

8. G-E developed Alnico 5 speakers, ac-
claimed for superb rone

*Plus tax, installation, Prices slightly higher West and South
—subject to change without notice.

table model. Beautiful cabinet ve-
neered in genuine mahogany with
inlaid trim. $229.95 *

MODEL 12C107 — 12" tube con-
sole. Genuine mahogany veneered
cabinet on swivel casters, adjusts to
any viewing angle. 1 $279.95 %

MODEL 10T6—G.E price leader!

Compact, rich rosewood molded

MODEL 12€109—1214" pictyre
tube. Genuine mahogany veneered

plastic cabinet— fits any table. 10
inch picture tube. $179.95 *

cabinet on swivel casters,
styled doors,

Smartly
$299.95 *

RADIO & TELEVISION RETAILING » February, 1950
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“NOTHING IS T00 GOOD

Shefdon!”

YOUR CUSTOMERS WANT THE BEST tube possible in the television sets in their homes. They want

their families to enjoy pictures as only Sheldon “Telegenic” Tubes can show them—where Black is
Black, White is White . . . and between, all the na i

darkness without glare, withour eyestrain.

Give them Sheldon “Telegenic” Picture Tubes!
WRITE for Descriptive Literature on these NEW All-Glass Tubes:
10", 124" and 16" Velour Black o s o 16" 52° Deflection Angle,
interchangeable with glass-metal 16

AP4 ¢ - o 16" Rectangular ¢
Short 16" 70° Deflection Angle 171" overall e o *19" 70° Deflection Angle,

TRI

ivision of Allied Electric Produycts Inc.

€8-98 Coit Street, Irvington 11, N. J.
Branch Offices & Warehouses: CHICAGO 7, ILL., 426 S. Clinton St. LOS ANGELES 6, CAL

SHELDON TELEVISION PICTURE TUBES CATHODE RAY TUBES . FLUORESCENT STARTERS AND LAMPHOLDERS
PHOTOFLOOD & PHOTOSPOT LAMPS o SPRING-ACTION

=i VISIT THE SHELDON BOOTH NO. 326 AT THE

-+ 2559 W. Pico Blvd.

12
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IN TWO PARTS—PART TWO, FEBRUARY, 1950
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Standard Amphenol INLINE
! Antenna No. 114-005 is com-
| plete with 75 feet of 300 ohm
| | transmission line.
Model 114-009 is the same
as the Standard without the j

lead-in wire.
.; \
i

>,

_INSTALL AN \ NN

ANTENNA /

~ Here is a high gain TV Antenna—it is high
' gain because the antenna elements are of
| proper length and spacing, one in front of
the other, inline —thus building a. stronger
signal. Laboratory and field tests prove the

principle of inline construction to be superior Amphenol INLINE Ant are factured
in providing the best electrical character- uAccBU. SEPI S eI AZR AR

istics. Mechanically the construction is
proved under all extreme weather conditions
—Amphenol antennas are rugged and will
give years of trouble free service. Any TV
set will provide best picture quality with cn
Amphenol INLINE* Antenna. 1830 SO. 54TH AVENUE .

CHICAGO 50, ILLINOIS
i
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Model 114-026 is furnished with 75
300 ohm Twin-lead.

Twin-lead.

LIGHTNING
ARRESTOR

The “National Electric Code” requires
that all antenna installations must be
protected by the use of approved light-
ning arrestors. Amphenol’s new light-
ning arrestor 155-338 meets these re-
quirements and carries the Underwriters
Laboratories seal of approval. The ar-
estor is simple to install, compact and
efficient in its protection. Play safe, Use
Amphenol.

e =3 I A NG k) S Alobos & g

<

Model 114-029, same as above, without

ft.

IS

AMPHENO

satdnn e 3L fu LIV

s Snow,
¢}

N pictyre clariiy.

A two-bay Amphenol INLINE !
antenna provides long distance
reception. Shown here is the |
114-302 Stacked Array for use )
in suburban and rural areas. ||
Amphenol's Conversion kit, '
114-301, makes a standard
114-005 INLINE antenna into
a stacked two-bay array with
ease and efficiency,




Model 4080T
Weighs only 35 Ibs!

=

with BIG SET Features.
Makes a

Perfect “Second Set”

« No-Glare Black Tube for better contrast « Simplified tuning;
only two visible groups of controls * Service-free electro-mag-
netic circuit » Straight AC operation for longer tube life «+ Hor-
izontal automatic frequency control locks picture in even with
high interference levels « Delayed automatic gain control « Beau-
tiful cabinet in lacquer mahogany finish - Set designed to com-

' ply with Underwriters’ standards « Today’s top 815" TV value!

Federal Excise
Tax—$1.26

You can SEE the difference!

Radio & Television Division

NOBLITT-SPARKS
INDUSTRIES, INC.

Columbus, Indiana

RADIO & TELEVISION 'RETAILING e February, 1950
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Model 3121TM |

Delt 25
Table Model

Big screen quality $ 50"
television at a
truly low price

Federal Excise Tax—$1.47
with Built-in Versi-Tenna and phonograph jack

Same model in beau-
tiful mahogany eye-
level console, $279.50*

This is the super-powered de luxe Arvin
TV that performs rings around others
even in fringe areas! Easy to tune as a
radio. 92 sq. in. of clear, undistorted
picture. Expertly engineered, beautifully
styled, and loaded with fast-selling per-
formance features! Table to match at
small extra cost.

*Slightly higher in Zone 2
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i nesves WORLD'S

Featuring the automatic Electronic Servani—
7 amazing services —no increase in prices!

* Nearing the million mark, General Electric
Clock-Radios reach an all-time high in popular-
ity. Now, with more features per dollar than any
other radio made, G-E Clock-Radios with the
new automatic Electronic Servant are headed for

sensational new sales records. What other radio

wakes you to music, lulls you to sleep, turns-ap-.
pliances on and off (coffee-makers and a dozen

dark, is an accurate G-E electric clock, a fine-
toned radio and an electronic reminder? Here’s
radio’s hottest item that knows no season! What
a natural for red-hot promotion—and it’s ready
for you now! If you want to share in this success,
don’t lose a minute in getting the whole story
from your G-E radio distributor, or write to
General Electric Company, Receiver Division

other electric appliances), tells time even in the Electronics Park, Syracuse, New York.

[

S parn@a

Model 505 —World's most useful radio ina rich
rosewood plastic cabinet. Performs all seven amaz-
ing services. Note the same low price. $34,95%

Model 506 —All 7 sensational services of the
new G-E Clock-Radio in « smartly styled ivory
$36.95*

plastic cabinet.

Model 508—Performs all 7 amazing services.
This new, deluxe G-E Clock-Radio comes in a
bleached mahogany plastic cabinet. $39.95*

*Prices slightly higher West and South—
subject to change without nofice.

Model 501 —~G.E “"Wake-up-to-music” Clock-
Radio. If you doze off, it buzzes until you do get
up. G-E electric clock has luminous hands, Lovely
ivory plastic cabinet, $31.95%

Model 500—~Same General Electric "“Wake-up-
to-music” Clock-Radio as Model 501, left, but in o
handsome rosewood plastic cabinet. G-E price
leader—tremendous valye. $29.95*

RADIO & TELEVISION RETAILING « February, 1950




- TURNS
APPLIANCES
ON AND OFF!

: ‘ FINE-TONED
a : SB ' 5 ki . TABLE
' : 1 - : e ; P RADIO!

sl

TELLS TIME

EVEN IN : A :
THE DARK! »  ELECTRONIC

REMINDER!

- ACCURATE G-E Model 507
~ ELECTRIC
; ,‘ CLOCK!

STUNNING NEW PLASTIC CABINET IN BRILLIANT BURGUNDY!

Dynapower speaker, built-in antenna,
superheterodyne circuit. G-E Electric

% All 7 features of the world’s most
useful radio . . . all the beauty, the

sales-appeal of a cabinet in stunning  Clock has luminous hands and dial
burgundy plastic. Radio has G-E  markings. Model 507. $35.95%

RADIO & TELEVISION RETAILING e February, 1950 . 15



The FAMOUS GENUINE

JENSEN MODEL 510
COAXIAL SPEAKER

|

£

 BEST AT ANY PRICE -<. |
D tCoth_ara{ive tests with the most expensive
| types of two-way speakers will prove| that |
é} the Jensen Model 510 is the best regardless %
' of price. / i e

The new, wide-angle k_icoustic; lens of the
=( 5107 is an example of Jensen leadership
in loudspeakeé‘engineerin g By adapting op-
tical principles to acoustics, this lens aits in
conjunction with the b-f horn to distribute
h-f radiation uniformly over a wide angle
This insures constant balance and bi gh qual- i
(T ity reproduction throughout the whole

ST
e

i room. ! ! 7 ; §

£ '\ Whether the 510" is used for broadcast |

S monitoring, professional sound reproduc- {

\ | tion,or for bome entertainment systems, the J

 advanced Jensen ?lectrogcoustt’c "%tiesigh as‘%-‘ -/’
A\ sures ‘the finest performance. W /

JENSEH MARUFACTURING €o
6625 South Laramie Avenve, Chicago 38, Illinois

MPANY ,.visi0n of THE MUTER COMPANY

® In Canada: Copper Wire Products, Lid., 357 Carlaw, Toronto

16 v |
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As 1949 bowed out . . . there were over
3,700,000 television receivers in use in the
United States. And more were RCA Victor

than any other make!

Two prime factors in establishing RCA
Victor’s leadership were:

1. Top quality at the lowest possible price.
2. Enthusiastic dealer selling support.

Now—for 1950—RCA Victor is maintaining
its share of this “partnership for profit” by
offering your customers a brand-new line of
television receivers with more value than ever
before. Spanking new receivers have new im-
provements developed through RCA Victor’s
never-ending search for ways to provide a
better instrument for the lowest possible price.

To reap vour share of waiting profits . . .
display and merchandise this sensational new
RCA Victor line so that customers will flock
to you for the much-in-demand RCA Victor
Eye Witness Television. Remember, you’re
backed by the gigantic new RCA Victor ad-
vertising and promotion campaign for 1950
that tops anything you’ve ever seen!

But while you’re concentrating on televi-
sion—don’t forget to push RCA Victor “45”
for bigger-than-ever instrument and record
profits in 50! Here again—RCA Victor brings

=9
b

you brand-new “45” instruments to satisfy
=%.%°

the skyrocketing demand for “45’s”.
Caurious to see these new RCA Victor super
profit-makers for ’50? Turn the page!

ROA J7CTOR & &

“HIS MASTER'S vOICES

DIVISION OF RADIO CORPORATION OF AMERICA




Here they are . . . RCA Victor’s brand-
new, low, low price television receivers
in the 10-inch, 1214.inch and 16-inch
fields. Each has the top quality found in
every RCA Victor instrument— yet de-
signand engineering efficiency have made
1t possible to offer them at amazingly
low budget prices.

RCA Victor T164—Giant 16-inch Eye Wi
ness pictures held steady by the RCA Viet
Eve Witness Picture Svinchy
to plug in RCA Vietor’s 5’
fine cabinet with choice
Consolette Base
tenna) at moderate extra cost.

Make these 3 models your “sell-up”
leaders to the more expensive RCAVictor
television receivers. Point up their amaz-
ing dollar value. And when you start to
“sell-up”—you’ll find that the RCA
Victor line offers you a steady, unbroken
climb in prices that lead you to more
sales . .. more profits!

1t-
or
nchronizer: phono-jack
" record changer;
of finishes; matching
(with or without built-in an-

e e —— e
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%
television line

| RCA Victor T100—10-inch picture tube; im-
% proved RCA Victor Eye Witness Picture Syn-
: chronizer; RCA Victor Automatic Multi-Channel
J Station Selector; phono-jack to plug in RCA

Victor’s “45” record changer; matching Consolette
Base (with or without built-in antenna) at mod-
erate extra cost.

RCA Victor T120 —The RCA Victor “Tel-
Ensemble”. . . reallv de luxe 1214-inch television
for your customers. Big 12%4-inch screen; RCA
Victor Eve Witness Picture Synchronizer; phono-
jack to plugin RCA Victor’s 45 record changer;
with built-in antenna. The lovely support com-
pletes this fashionable furniture setting.

e LS

FIRST N _TELEVISlON



RCA Victor 45]

World’s fastest automatic record changer attach-
ment. Beautiful, compact cabinet. Plays up to 50
minutes of recorded music at the touch of a but-
ton. Sensational “live-talent” performance that
music lovers everywhere are raving about.

RCA Victor 9Y51
Compact table-model radio-phonograph in mod-
ern maroon plastic cabinet. Sensational 45”
record changer plus an exceptionally fine RCA
Victor radio. Superb, extrasensitive speaker.

“Victrola”—T.M. Reg. U.S. Pat. Of.

RCA Victor 415EY

Fastest, surest. automatic record changer com-
plete with built-in speaker and amplifier . . . not
an attachment! Gives up 1o 50 minutes of clear,
life-like musical entertainment at the merest
touch ol a button.

RCA Viclor 9W51
Smallest console Vietrol

a m(lio-plmnograpll ever
made .

na Jllil;_)8 inchref lligh.RIS inches wide! AM
radio with “Golden I'hroat”

e gz . tone system, plas
45" record player. S

torage space for 110 records.

ey

R

W PRl

45 |§ SWEEPING
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ours for greater profits in’50?

In full production to meet the
skyrocketing demand for *45”}

During 1949 RCA Victor’s sensational
new “45” system of recorded music out-
sold all others by a wide margin. With
over 2,000 musical selections to choose
from—customers made 45" record sales
359, to 509, of total record sales for

Prospects for °50 are even brighter . . .
with this line of ©“45” instruments that
offer your customers unbeatable perform-
ance, unbeatable value for their dollar.

Get these new “45’s” on your display
floor, fast! Watch them set a new high

! many dealers. for record profits in 50!

RCA JTCTOR & 2D

‘? FIRST IN RECORDED MUSIC

RCA Victor A106

18th Century Cabinet housing 457
record changer; 78 and 3314 rpm
record changer (plays intermixed 10"
and 12" reeords of same speed); I'M
and AM radio.

YOUR CUSTOMERS GET "
NEW 1959 TELEVISIo

RCA Victor A78

Handsome eabinet housing RCA Vietor “457
record changer; plus a separate changer for both
78 and 3314 rpm records; plus AM-FM radio.

Famous “Golden Throat” tone; 12-inch speaker.

45°s” WITH THESE
| N SETS, T00!
ee them ;

em lllustruted on the Precedin
- 9 pages:
Rea ViCToR TA128 Rca

V,CTOR AT, VICTOR TA169

VICTOR $1000




profits

The new RCA Victor 9X571 has tone never
heard before in a table model!

Because it’s a big hit with evervbody,
the 9X571 will bring you table-model radio
profits like you never had before. And to
realize even bigger dollar profits, demon-
strate the 45J with this set. Your cus-
tomers will be amazed at the performance

RCA Victor 9X571

this pair gives . . . and vou know how
effectively a demonstration sells the ©45.”

RCA Victor 45]

“HIS MASTER'S volcEn

DIVISION OF RADIO CORPORATION OF AMERICA

World Leader in Radio... First in Recorded Music

... First in Television

=



HERE’S that package con-
ical antenna you've wanted, to sell T-V
whereanindoorantennaisn’tenough.

Here’s the closer you've needed, for
T-V volume in a more competitive
market.

Anyone can install it, and it cuts
installation costs to $9.95.

Radion TA-51 Window-Mount An-
tenna is the ONLY outdoor antenna
with full channel coverage and full
orientation . .. mounts anywhere out-
doors.

Absolutely nothing to assemble! In-
dividually packed one to a carton, six
to a master carton—ready to mount
anywhere outdoors and go to work
instantly.

Rugged! Completely weatherized.
Triple chrome-plated 2-section steel
telescope mast and 4-section dipoles.
Black oxide base, full swivel for any
angle mounting. Dielectrically cor-
rect black Bakelite head. No lightning
arrester needed. Screw it in place, set
itin one universal position, and forget
it!

You need Radion TA-51 like baby
needs shoes. For T-V sales action,
mail the coupon now or contact your
Radion Distributor at once!

RADION TA-51
Fully assembled in
individual cartons.
Shipped, six in am——
master carton.
Ready for delivery
now.

RADION TA-49

The recognized @
leader for all In-

SELL T-V
the QUICK,
EASY WAY *
witH RADION TA-51... WINDOW-MOUNT!

door Installations
...over 750,000 in
use today . . . List
price, $6.95.

L
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. . . to Keep on
Selling T-V for you!

The RADION CORPORATION
1137 Milwaukee Ave., Chicago 22, lllinois

NGO vt ee e anaeeeaasasssssennasoensannsns

AdAress. .. ooeuiie e eiiiianinnenens

(607 PRI Y 22 77 SN
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12X12—(12)2" Tube). New low price
table television sensation. In smart
mahogany color cabinet, $179.95

26

S

32X15—(12'4” Tube). Thrilling new
television combination. Walnut or

mahogany.

In walnut only $299.95

in valve

in features |

36X36 —(16” Tube). Custom-
quality 18th Century TV con-
sole combination. Superpow-
ered chassis. Dynamagic
FM /AM Radio. ““Triple Play”’
Phonograph. Hand-rubbed
walnut, mahogany or blonde
cabinet. In walnut,

349955

32X27 (124" Tube). New televis;
7—{1 . evis - ” i Y
combination sensatjon in mahogall?;: TV comiare: Tube). Aduniral ot

. TV combination in traditj Inut
orblonde cabmet.Mahogany, $399.95 or mahogany. W::]]ml;i ' 10nal$\;;9r‘1;1s

RADIO & TELEVISION RETAILING February, 1950




@ Sensational superpowered chassis ...
brings in pictures as clear as the movies
even in outlying "fringe” areas.

@ 1215”,16” and 19” full-vision tubes...
new rectangulor 4 x 3 “aspect ratio” tubes.
Wide choice of cabinet styles.

@ Built-in directional Roto-Scope antenna
...one-knob automatic tuning... auto-
matic gain control . . . balanced contrast cir-
cvit . . . improved sharp focus.

@ “Triple Play”’ Automatic Phonograph. ..
one spindle . . . one tone arm ... . one needle
for all RPM speeds, all record sizes.

@ Dynamagic FM/AM Radio . . . most com-
pact . .. powerful.

22X12—(12%" Tube). TV Console at a
sensational price. Pictures clear as the
movies. Built-in Directional Roto:
Scope antenna. Sturdy modern cab-

inet. Mahogany color,
$1999

26X46—(16" Tube). Admiral TV com-
bination. Rectangular tube, Walnut

or mahogany In walnut, $299.95

RADIO & TELEVISION RETAILING o February, 1950
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In walnut, a sensation at

G
e
L

S
S

29X16—(19” Tube). Ultra modern ma-
hogany- or blonde television console.

$495.00

AR R

39X17-~(19” Tube). Superb new TV
combination in modern mahogany or

blonde. Mahogany, $695.00

Admiral
‘ Presents Two Great Shows
Every Week on Television
; [ ]
.- vsiop'the Music,”” ABC-TV
! NETWORK, THURSDAYS, 8 PM, EST
[}
“Lights Out,”” NBC-TV STATIONS,
MONDAYS, 9 PM, EST

Prices slightly higher south and west . . .
subject to change without notice. Tax extra,

Admiral Corporation, Chicago 47
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TELEVISION DEALERS! RIDE THE
ALLIANCE TENNA-ROTOR
f “cAsH v ow |
| TV aoverisims”|

NEW!

Direction
Indicator
Control
Model Now
Avadilable!

" Eye-Compelling
TV Demonstrations

Sell!... 4,000,000 Viewers
Around 50 TV Stations . . .

SEE TENNA-ROTOR IN ACTION!

Here's why it pays to stock Alliance Tenna-Rotor !

DEALERS! * Every week Your customers see the Alliance TV films!

JOBBERS! ® Alliance Tenna-Rotor s the only TV antenna rotator backed
by national television advertising!
... Climb on the

gravy train now! & Proved in the field by thousands of users!

Write for the Alli- g Laboratory tested to operate in rain, snow or icy weather!
ance Merchandiser

; I
—"Fastest Profit ® Guaranteed for one year!

Maker in Television

Special Alliance 4 conductor cable with " ZIp*’
Today".

feature makes for faster, easier installations |
Tenna-Rotor eliminates antenng service
complaints and expensive call-backs!

Alliance Manufacturing Company - alliance, Ohio

“'” ~ Export Department: 401 Broadway, New York, N. Y, U.S. A,

“Underwriters’
Lahoratories Approved”

S T
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w=——ZENITH TELEVISION

1950 Zenith “Black” Tube Televisio
With New “Super-Range” Chassis

$26995*

Plus Federal Ezcise Taz

New Zenith “Adams’

An unprecedented value in television entertainment. With
new Glare-Ban “Black” Tube —television’s greatest picture
improvement! Has “Big B” Giant Circle Screen and sensa-
tional new “Picturemagnet” built-in aerial. Plus Zenith’s
exclusive One-Knob Automatic Tuning and convenient
Duo-Picture Control Switch. In handsome cabinet of gen-
uine mahogany veneers.

New Zenith “Lincoln”
Quality television at its
finest! New Zenith Glare-
Ban “Black” Tube—gives
greatly improved picture
clarity in lighted rooms.
With “Giant C” Giant
Picture Screen and Zen-
ith’sexclusivebuilt-in"Pic-
turemagnet” aerial. Sim-
plified One-Knob Auto-
matic Tuning and conven-
ient Duo-Picture Control
Switch. An exquisite con-
sole in gen- 4
uine mahog- § 3 5995*
any veneers.

Plus Federal Ezcise Tax

Never before have there been such amazing television
improvements available to you as in these new Zeniths!
Zenith' gives you pictures with great depth and detail
— photographic realism. Sensational Zenith Glare-Ban
“Black” Tube (Blaxide) increases picture clarity—elimi-
nates objectionable blur and glare. And now in many
locations, no need for a separate aerial inside or out
with Zenith television . .. just plug in, and Zenith’s ex-
clusive “Picturemagnet” does the rest.

Yes, of course Zenith has a Built-In Antenna—

PLUS These Sales-Proven Zenith Features

% One-Knob Automatic Tuning —one twist brings in station,
picture, sound. Does automatically what on many other sets
takes up to 5 or 6 manual tuning operations.

* “Gated” Automatic Gain Control — Zenith’s exclusive, auto-
matic protection against “picture flutter.”

% Genuine Armstrong FM Sound —the FM of the experts. Glo-
rious toned, static-free, even in worst storms !

% Giant Circle Screen with Picture Control—gives you a choice
of circular or rectangular pictures at the flick of a finger!

; ZENITH TELEVISION

New Zenith “VYan Buren’”
Television FM-AM Radio-Phonograph Com-
bination. With new Glare-Ban “Black” Tube
and “Big B” Giaat Circle screen. Has Zenith’s
new built-in “Picturemagnet” aerial plus ex-
clusive Duo-Picture Control and Simplified
One-Knob Automatic Tuning. Matchless radio
reception with Zenith’s new Super-Sensitive
FM and famous Long-Distance AM. Revolu-
tionary new 3-Way Cobrat Tone Arm and
Record Changer plays all records, all sizes, all
speeds—automatically' All exquisitely com-
bined in a superb “Queen

Anne” cabinet of genume ma- $48995* ;

hogany veneers.

: Zenith has the great values

ZENITH RADIO CORPORATION
6001 West Dickens Avenue, Chicago 39, lllinois

] Plus Federal Ezxcise Taz
.“' *Suggested retail prices. West Coast prices slightly higher, Prices subject to change without notice.
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NO OUTSIDE ANTENNA

New BILT-IN-TENNA ellmlna'gf\
,N%. -

rooftop anfenn{wl g

areas. No adjystment

weaker sngncl areas, outudo |

antenna cap, be aftached.
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Motorola’s brand new, 1950 TV is 1 he
hottest line in the industry! Dozen:
of extra-value features plu
listed at right make it the niost-
wanted, fastest-moving tel ;Asio'n
line yet developed. Motorola’
kets the entire market with 815" 0 el F X
larger-than-life-size 1914” screens.., = & ' <
original cabinet designs in both
period and modern Furniture Styling -
-+ . prices to fit every man’s budget. - : i,
Contact your distributor now! : : 0. INCREASED PAss BAND ¢

gy . ¥ ,4 - The i bond hos been mcreco&-ed

ruzZY
=, PICTURE

N
MOTOROLA
< SHARP
PICTURE

30 ‘
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NEW RF AMPLIFER TUBE i
New Radio FrequencyhAmplnf‘gp };%6“
Tube inhibits picture iadmg
assures_better ‘‘fringe urea'
operation.

Circuits hove been’ stabchzed

Detector Tube:

wey [T
SIGNAL - Y
STRENGTH *

VaRiES © {7

MOTOROLA 1
PICTURE
REMAINS 1

Fox.

* SYNCHRONIZATION .
e

¢ MOTOROLA

RADIO & TELEVISION RETAILING e February, 1950

peak’ eﬁ‘cuency by . & . new: Dlpdo

" NEW “FLYWHEEL' \A.F.C.- :

INC.

vided wnh a’ ~new:&|mbrove' 3
stage and a newly\ dgve}opg
Converter Cnrcun‘ = S ey

4545 Augusta Blvd., Chicago 51, lllinols
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RCA

1CTOR announces. . .

. Recordings of the World’s Greatest Music
- and Arists at ALL phonograph speeds!
RCA POLICY

o .

unsurpassed ' library of the WORLD’S
GREATEST ARTISTS AND MUSIC
recorded for all record players: 45-rpm;
78-rpm; 33%-rpm.

2. To give the public RECORDINGS of the
finest ARTISTS and the finest MUSIC.,

3. To achieve through our instruments and
records the finest possible musical REPRQ-
DUCTION.

4. To make available to the public the achieve-
ments of world-renowned scientists and en-

Through scientific research and develop-
ment they created the incomparable ‘°45°°
system. Through further progress they
bave also succeeded in including the same
matchless tonal qualities in the new and
improved RCA Victor long-playing records.

‘ «WWW

Radio Corporation of America

45-RPM RECORDS
The “45” is here to stay and is destined to
lead all other types of recorded music.

We will continue to record both classical and
popular selections on the 45-rpm records.

The “45°” meets the demands of music lovers,
who want their tunes and songs on single disks,
easy to select and simple to play. It offers the
world’s greatest music and the finest artists,
reproduced with the highest fidelity.

So great has been the American public’s ac-
ceptance of RCA Victor’s new 45-rpm system
that today, only nine months after its introduc-
tion—this revolutionary advance has set a new
standard of musical enjoyment in the phono-
graph field.

In recent weeks, sales of ““45” records soared
to a rate of more than 20,000,000 a year, and
the new record players were being sold at the
rate of 65,000 a month. )

It is a smashing triumph in recorded music!

78-RPM RECORDS

In the interest of millions of homes still
equipped for playing such records, and as long
as there is a demand for them, RCA Victor will
supply a complete catalog of conventional
78-rpm records. Every new selection will be"
available on both ““78”* and “‘45> disks.

33%-RPM RECORDS

To serve those music lovers who wish to play
certain classical selections on long-playing rec-
ords, RCA Victor will introduce on or about
March 1, a new and improved, non-breakable

o RCA

“Vic.trola”—T. M. Reg. U. S. Pat. Off.

long-playing record (33%4-rpm) made possible
by an exclusive RCA Victor processing method
which insures high quality and tonal fidelity.

Selections from our musical library suitable
for long-playing records will feature such great
orchestras as:

The Boston Symphony under Koussevitzky and
Munch, the Boston Pops and Arthur Fiedler, the
NBC Symphony under Toscanini, RCA Victor
Chorale and Orchestra under Robert Shaw, the
San Francisco Symphony Orchestra under Pierre
Monteux; Leopold Stokowski and his Orchestra,
Igor Stravinsky, and such outstanding recording ar-
tists as Licia Albanese, Marian Anderson, Jussi
Bjoerling, Alexander Brailowsky, Mischa Elman,

‘Eileen Farrell, Heifetz, Vladimir Horowitz, José

Iturbi, Allan Jones, William Kapell, Dorothy Kirsten s
Fritz Kreisler, Wanda Landowska, Mario Lanza,
Jeanette MacDonald, Dorothy Maynor, James
Melton, Yehudi Menuhin, Robert Merrill, Nathan
Milstein, Paganini Quartet, Jan Peerce, William
Primrose, Artur Rubinstein, Set Svanholm, Gladys
Swarthout, Ferruccio Tagliavini, Blanche Thebom,
Leonard Warren and Whittemore and Lowe.

Orders for the new RCA Victor long-playing

records are now being booked for delivery in
March.

VICTROLA* PHONOGRAPHS

The RCA Victor 1950 line of Victrola™
phonographs and radio-television combinations
includes instruments that play all three speeds
—45, 78'and 3324 rpm. All of these 3-speed in-
struments feature an independent 45" record
player in order that the fullest advantages of
45> quality and simplicity can be enjoyed.

TCTOR -

DIVISION OF RADIO CORPORATION OF AMERICA

The RCA ““45” gives you

UNMATCHED TONE QUALITY

The 45-rpm record has the finest tone
quality in the history of the phonograph
art. Only the “quality zone” of the record’s
surface is used, and the music comes to
you completely free of distortion and sur-
face noises. There is a full range 'of sound
—clear and brilliant.

MUSIC YOU WANT
WHEN YOU WANT IT

One of the fundamentals of musical en-
joyment is selectivity,; complete freedom
of choice in what you hear. And that’s
what you get in RCA Victor’s “45”. You
buy and you play “The Music YOU Want
When You Want it!” It’s simpler, it’s
more satisfying, and it saves you energy,
time and money.

The ““45” has the widest possible range
of musical selection—popular, classical,
folk, musical comedy—whatever the music
lover wants. The present “45” catalog
numbers more than 2,000 selections, and
is growing daily.

WORLD’S FASTEST RECORD CHANGER

The “45” record player contains the
fastest and simplest automatic changer
ever developed. Operating within the cen-
tral spindle post, the changer handles up
to ten records with a time lapse of only
5 seconds between each one. It is silent,
and it cannot damage your records. More-
over, there is no needle to change, for the
player uses the famous RCA Victor “Silent
Sapphire” permanent point pick-up.

Just stack ten records on the spindle
and, with the touch of a button, you can
enjoy more than fifty minutes of music
without touching the player again.

CONVENIENCE AND ECONOMY

The *45” record is made of non-
breakable vinyl plastic, wafer-thin and
only 674 inches in diameter. And they are
all the same size, making for ease and
convenience in storage. Each record has a
longerplaying life—up to ten times as long.

The smallness and lightness of the new
“45’s” enable a new degree of speed and
economy in their distribution. This means
a berter record at less cost to you!

See the RCA Victor <45, Hearit! And

gou,' too, will enjoy music at its recorded
est!

PIONEER AND WORLD LEADER IN RECORDED MUSIC
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SERVICE MEN

“FHE STANDARD BOOSTER” A new
high gain TV preamplifier that assures
your customers studio clear reception.
This means plus profits for you by
boosting your TV set sales in fringe
areas.“The Standard Booster” features
2 knob control...continuous tuning,
eliminates a switch from high to low
channels. .. printed circuit trouble
free operation.

,Mums

g 7 800N

FOR TWO GREAT PRODUCTS

“THE STANDARD BOOSTER”
“THE STANDARD TUNER"

i “THE STANDARD TUNER?” is nationally
E recognized as the accepted replacement
i tuner by the trade. Incorporated as origi-
: nal equipment in over a million TV sets
: produced by the majority of the out-
‘ standing manufacturers. This is the tuner
for you. It gives higher sensitivity. ..
quick interchanging of channel inductors
... adaptable to U.H.F. See your jobber
] for details.

Build your profits and ex-

e 3 pand your TV service business
B s — - = now with these two great
I e R AL i “Standard” products. Write
COIL PRODUCTS_CO., INC. today for complete profit
] e Sk A 3 Lol J e information, specifications
r HICAGO ‘5 B0O8 ANGELES +« BANGOR, MICHIGAN ‘y and performance data.
. S - =
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3 SPEED PHONO
Plays all sizes, all
speeds-automatically!

]
Here's the greatest merchandising opportunity ir!.the
television. field! Complete fomily‘gntertainment at the price of
felevision dlone! And it's being featured in St.e‘Wur‘l-Wi:rrier’s‘ powerful

. advertising campaign NOW! Act today!

ALL THESE
EXCLUSIVE
FEATURES!

Yoy e e
e e

SLIGHTLY HIGHER
WEST AND SOUTH




EXCLUSIVE

Channel-Eye Tuning

1 Click — and amazing lighted eye instantly

7 o 3 y ’ spots channel or station call letters! No more EXCLUSIVE

searching in the "“dark" for TV stations! Uni- Pan8| c 0 ntrOI

Imagine! Everything centered on one
easy-to-use panel! TV, AM-FM Radio and

EXCLUSIVE

Dyna-Powerl Chassis

Added power assures clearer, brighter,

27 tubes plus 3 rectifiers.

EXCLUSIVE

Miracle Turret Tuner

Provides reception of proposed U.H.F.
channels by quick odjustment!
No converter is needed!

Ay PR et

paci e

EXCLUSIVE

Picture Quality

Compare Stewart- W arner picture quality —

see the amazing difference! The brighter,

sharper picture that defies comparison with
any other set— at ony price!

See Yber

B il | - STEWART=WARNER

Compactly located inside Mahogany

Cabinet. Cannot be seen from exterior . ’ ;
Eliminotes costly installation, . ) M

4

Stewart -Warner Electric Division of Stewart-Warner Corporation, 1826 Diversey Parkway, Chicago 14, iliinois

3 Speed Phono! Quick, automatic, accuratel

sharper pictures from unheard-of distancast
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in Television.

n The Rauland-developed
aluminized tube—giving

the most brilliant picture

@ The light-weight 12” metal
tube — still available only

from Rauland. And now ...

THE SENSATIONAL NEW RAULAND LUXIDE SCREEN
WITH ITS VISIBLY BETTER CONTRAST AND CLARITY

Luxide Screen (right) shows how improved contrast and clarity under high ambient light eliminates **

No single improvement in Television has won such quick
and enthusiastic public acceptance as the Rauland Luxide
Screen (black) picture tube —pioneered by Rauland from
its conception to its present universal acceptance.

Rauland —first manufacturer of tubes of this type—re-
ceived its initial production quantity of Luxide tube faces
in mid-June, 1949. Sets featuring these new tubes were
announced to the public in September. The public received
them with such enthusiasm that the Television industry,
almost without exception, has already adopted this Rauland-
developed idea and now offers it under a variety of names.

THE RAULAND

4245 N. KNOX AVENUE - CHICAGO 41,

washing out.”” (Standard tube at left.)

The Rauland Luxide Screen improves picture quality by
greatly reducing two former troubles —first, reflection of
ambient light and second, halation within the tube face.
The results to the viewer are a great reduction in apparent
“blurring” and a much improved contrast and clarity, espe-
cially in lighted rooms. The improvement is so impr

essive
that it has been given considerable editorial publicit

y.
Rauland is glad to have made another important contri-
bution to the Television industry and the Television view-
ing public. The headline—making Luxide Screen is an addi-
tional example of Rauland’s “Perfection Through Research.”

CORPORATION

ILLINOIS

RADIO & TELEVISION RETAILING » February, 1950
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.+ . WITH MOUNTI

HERE’S the answer to a service-
man’s prayer! Time-saving
mounting brackets that solve dozens
of awkwardreplacement problemsare
now available at no extra cost with

NG BRACKETS AT NO EXTRA COST!

every General Electric small-size
speaker you get from your distributor
or jobber! Adjustable up, down, or
sideways, these brackets save your
time and simplify tough jobs.

Here's a G-E 4” unit in
high mount position. Note
how bracket eliminates an
awkward blocking job,
helps turn out neater,
cleaner work.

Bracket can be adjusted
up or down to fit the cab-
inet problem. This G-E 5”
Round speaker is espe-
cially designed for ser-
vice replacement.

Lateral mounting feature
of bracket saves fingers,
time and temper. Screws
hold bracket arms and
speaker securely and per-
manently in place.

How To Build
Customer Goodwill

Your customer gains confidence in you when you replace
with components of the best quality. When you install a
G-E speaker in his set, tell him about its advantages—

Y Aluminum Base Voice Coil—a famous G-E feature!
High humidity won’t warp it! Extremes of tem-
perature won't affect it!

Y Much higher power handling capacity...
Tough, all-weld construction...G-E Alnico
5 Magnet, securely and efficiently mounted,
steady as a rock.

% Power, sensitivity, fidelity! More
of everything for his money!

RADIO & TELEVISION RETAILING e February, 1950

Call your G-E distributor
or jobber today!

=
This offer open only to radio and TV servicemen!

General Electric Company, Bldg. 1, Section 50262
Electronics Park, Syracuse, New York

Send me free sample bracket and all the facts on G-E Small-
Size Speakers,




SIGN OF THE WORLD’S
MOST Profit-Protected

television dealers. . . all set to
TRIKE IT RICH inlI950
STRIKE IT RICH in-1950

._.

SRR A ARG Mo it

PR A

FRAMCHISED
DEALER

4 ¢

The LINCOLN, 16” tube Console, AM-FM, 3-speed
automatic record changer. $1095.00

The WASHINGTON, same model, with Breokfront
1op. $1295.00

PROTECTED PROFITS FOR
SELECTED FRANCHISE DEALERS

direct-to-dealer selling!

discounts up to 40%!

exclusive in your selling-area!

generous promotion cooperation!

decorator designed cabinets!

America’s most complete price line, $199.95 to $1295!
best merchandising ideas in T.V.!

AND THE ONLY WARRANTY that gives your customer

“maker-to-user’’ assurance: the sensational Starrett
Opticlear Warranty Record Album!

® & o o 0 0 o @

STARRETT TELEVIS]QN Cor
601 West 26th Street, New York 1, L\ '

P.
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The CLEVELAND, 16” tube Console, AM-FM,
3-speed automatic record changer.  $895.00

The JOHN HANCOCK, 16” jube Console, AM-
FM, 3-speed automatic record changer. $795.00

1 The JAMES MONROE, 16” tube Console, AM-
FM, 3-speed automatic record changer. $479.95

The HENRY HUDSON, 16” tube Table
Model. $299.95

The COSMOPOLITAN, 16” tube Breakfront, AM-FM,
3-speed automatic record changer. $1295.00
The GOTHAM, same model, without Breakfront
top. $1095.00

The NATHAN HALE, 124" tube Table
Model. $199.95

el = # L

The JEFF. DAVIS, 1214, tube Consolette,
with doors. $299.95

The SAM HOUSTON; same mode!, without
doors. $279.95

The ROBERT E. LEE, 16” tube Consolette,
with doors. $399.95
The HENRY PARKS, same model, without
doors. $369.95

wto Q%

¢ Exclusively selected for the:
“Good American Home” ‘ .
! £y
“
g ) o®
®0my 5 goon W

"STARRETT TELEVISION Corp.
1 601 West 26th Street, New York 1, N. Y.

*pats. pending

\;; o S R S R N s

1. S L e ,

|

li .
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goL—For si™"
¢ easy sellin9

Exciting! Live! Positively nothing like this
ever before! Sentinel here shows you the
way to reach and hold profitable volume
throughout the winter and spring! Two new
models that round out the red hot Sentinel
line. All priced to give you the fast turn-
over that you need. Contact your Sentinel

Distributor or Sentinel directly—now!

| Sentinel Radio @nd Television
A AL NN EVANSTON, ILLINO|S

40
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General Industries’ newest rim-
drive phonomotor, designed to
accomodate all types of records
now on the market. Features in-
clude standard narrow-flange turn-
table for compact installation, and
ingenious specd-change mechan-
ism with external shift [ever.

MODEL TS (.. THREE speeDs)

Here’s the turntable that puts you right in the middle of
the profitable market for consoles, table models and
i portable phonographs that will play all three types of
P records. Simple and fool-proof in operation, the Model
' | TS incorporates all of the advanced engineering fea-

B e e

}

| This model for manual
! operation. Many varia-
tions are available to
record-changer manu-
: facturers.

tures which have long distinguished GI's complete line
of Smooth Power phonomotors, recorders and record-
i changer recorders.

] Quantity price quotations, specifications and blueprints
mailed immediately upon request. Write today to:

The GENERAL INDUSTRIES Co. '

DEPARTMENT | « ELYRIA, OHIO
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A whole new concept
of Television

R IR RS

36> r

LOOK FOR THIS

gamz'ly Theatre

screen, exclusive
hallmark of A
Crosley TV receivers.

i Model 10-404

Here’s an outstanding example of Crosley television
achievement — beauty plus performance! You'll sell both
with this handsome 124" picture tube table model. Gives
big, brilliant images. Simplified controls tune in both
picture and sound at once—when picture is right,
sound is automatically right too. Styled in hand-rubbed
Cordovan-finished mahogany veneer.

.,

P N

f Feom ey W @%é;/@\nu' CLEAREST PICTURE/!
, 4 :
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THAT BUILDS TV SALES®

Crosley adds sales vision to every phase of prod-
uct development, relying on more than technical
skill and experience to build the kind of TV sets
your customers will buy. Here, from Crosley, is
the TV line designed from every angle to make
1950 your greatest television year.

Crosley’s New Concept of Performance—
new wide-angle screen . . . Unituner that makes
TV tuning as easy as radio tuning . . . fade
eliminator that virtually eliminates fading, “air-
and other interference . . . high
bu11t-1n antenna

plane flutter,”
sensitivity for long distance . . .

. independently mounted cathode ray tube that
makes servicing far easier.

Model 10-401

Model 10-412

This beautiful, low-priced table
model has a big 10" picture

Crosley’s New Concept of Beauty—superbly
designed cabinets . . . handsome furniture that
any woman will be proud to have in her living
room for years to come . . . planned for family
convenience, with a big viewing screen at the
comfort level . . . simple controls located for
easy, relaxed tuning—when picture is right,
sound is right too . . . picture tube framed by
the well-designed contours of a theatre pros-

cenium arch.

The Crosley Trademark is your assurance that
the product embodies the finest engineering and
skilled manufacturing for today’s ultimate in
TV performance.

i/

Model 10-414

ht 1214" picture tube. The cabinet is

Cordovan-finished mahogany veneer
’odel 10-418 has similar cabinet with-
ﬁt doors).

&
i;e s a handsome console with a big,
g

1329 ARLINGTON STREET, CINCINNAT! 25, OHIO

Sinks .

.DIO & TELEVISION RETAILING  February, 1950

CROSLEY

Shelvador*® Refrigerators . . . Home and Farm Freezers . ..
. . Electric Disposers . . .

tube. Carefully engineered to
give Crosley Ultra-Fidelity TV
performance in a beautiful
cabinet of polished mahogany-
finished plastic.

Electric Water Heaters .

Electric Ranges . . .
. Radios .

A magnificent new Crosley TV console, styled in
fine Cordovan-finished mahogany veneer. Bright
clear pictures on a huge 16" picture tube (Model
10416 has same big 16" picture tube, but special
open face cabinet).

Better Products for Happier Living

Electric Kitchens . . . Steel Cabinets
. Radio Phonographs . . . Television e

43



's for Profitable Sales

Display

Display the attractive Webster-Chicago Wire Recorders in some
conspicucs spot in your store. It will attract attention, it will draw
many inquiries —especially i¥ you back it up with some of the attention
compelling Webster-Chicago display material.

Demonstrate

Demoanstrate the efficient Webscer-Chicago Electronic Memory Wire
Recorders. With no other product does a prospect so quickly begin to
associate himself with the zctual merchandise as he does with the
Webster-Chicago Electronic Memory Wire Recorder. Once your
prospect has heard his own voice played back—you are on your way

S T

I e s

to a profitable and mutually satisfying sale.

Deliver

Back up your display and demonstration practices with an adequate
stock so that you can give immediate delivery. “I can get it for you
in a few days” isn’t half so effective as “will you take it with you or
shall we deliver it?”’

Model 178

The ideal model for installation
in the record compartment of a
radio console. Takes programs
direct from radio independent of
radio volume. $107.50%
*Slightly higher west of the Rockies.

Model 180

The completely portable Elec-
tronic Memory Wire Recorder.
Handsome, sturdy all wood carry-
ing case covered in attractive
burgundy leatherette. $149.50*

Model 181

The heavy duty, all purpose
Wire Recorder for per-
manent or semi-permanent
installation. $114.50%

5612 WEST BLOOMINGDALE AVENUE o CHICAGO 39, ILLINOIS

- 7 WEBSTER-CHICAGO "~
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Television servicemen minimize their tube-
to-tube variation bugaboo by using the same
TV tubes leading set manufacturers use —
Raytheon Quality Television Tubes. The wealth
of experience Raytheon gained in the devel-
opment and manufacture of tubes for video
amplifiers in Radar applications, is proving
invaluable in the production of high efficiency
tubes for modern TV receivers. Raytheon in-
stantly recognized that the normal industry

test tolerances of many tubes being

used in video applications were not

close enough for perfect perform-

ance in today’s television receivers. A new,

stricter set of test tolerances and more rigid
quality standards were introduced with the
result that Raytheon Quality TV Tubes save

many a headache for manufacturer and serv-

iceman.
Save time and trouble — save money —
safeguard customer goodwill — standardize

on Raytheon Quality Television Tubes.

RAYTHEON CATHODE RAY TUBES
come in all the most popular types. For
peak video performance, specify Raytheon
Television Picture Tubes as well as all
other Raytheon Television Type Tubes.

RAYTHEON MANUFACTURING COMPANY

I
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Here is the greatest Store Traffic, i
|
|

——
—

Value Record |
xclusive Performance Features, |
reatest Dollar-for-Dollar Buys in The Industry

£ F TR N T

B £ s i

B
MODEL — 654

5 ;
i Bt 0k SmBbeftals up SR ke RS

MODEL — 629 MODEL — 649

1 21/” Console with Emerson expand-

2 ed GLAREPRUF picture
tube. 12” Sealed Unit Dynamic Speaker.
Automatic, pre-tuned, built-in Anten-
na. Choice, polished mahogany cabinet.

16” filtered, GLAREPRUF picture

tube. Easy Twin-Dial Simpli-
matic tuning. 12” Speaker. Built-in An-
tenna. Luxurious, satin finished ma-

235 S EEE colossal projection

q- * screen.Razorsharp,
super powered Loong Distance reception.
Built-in Antenna. A sensational first in

hogany cabinet in decorator design. thelow-pricefield forHome-TheaterTV.

Radio |

ET UP TO

B THE S
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Turnover, Profit Story in the Industry—

i MODEL — 651

?'16” Life-size picture tube. Staticlear

FM tone. Long-distance circuit.
uilt-in Antenna. Simple Twin-Dial
icontrols. Compact mahogany cabinet.
IGreatest valuein LIFE-SIZE television.

£
Gkt

MODEL — 653

all new, superpowered super-
é AC'D c heterodyne circuit. Inclosed
tSuper Loop antenna. Sealed Unit Alnico
l

5 Speaker. In rich walnut or ivory Bake-
'lite with modern designed grille.

«

|

MODEL — 650

1 21/” truly magnificent table model.

2 Superpowered circuit for Long-
distance reception. Automatic, pre-
tuned built-in Antenna. Genuine ma-
hogany custom-made cabinet. Compact.

W I8

e
Lo

SR SRS e

MODEL — 652

EEE ADE in performance and value.

% Another Emerson Style
First. Extra sensitive circuit. New
sturdi-grip controls. Beautiful ebony
or ivory Bakelite cabinets.

MODEL — 648

10” Expan-Scope picture tube. Re-
; mote control button from up to
20 feet away doubles image for giant
close-ups. Powerful Built-in Antenna.
Smartly styled, compact, lightweight.

RS e

3 SPEED record player and powerful superheterodyne radio. Plays all size
- records, all speeds automatically. Shock-proof tone arm. Powerful

internal antenna. Smart, easy-to-carry mahogany cabinet with lid.

GET YOUR NET UP

i
RADIO & TELEVISION RETAILING e February, 1950
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Celebrating the half-way mark in the 20th century your Philco

Distributor offers you Fifty Fabulous Specials on Philo Parts and Accessories.

Don’t miss this tremendous opportunity to stock up on the parts

you need at sensational savings.

Buy one or a dozen—or just look ’em over, Come in today!

e e ]
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DISPLA

COLOR! MOTION!

%v Ask your Arvin Distributor how to get this commanding display
|

This big 26” x 20” full-color display will
command instant attention in your win-
dow and on your counter! Holds all six
colors of fast-selling Arvin Model 440-T
—automatically suggests color schemes to
your customers. Ties in with Arvin’s great
national advertising and identifies you as
headquarters for Arvin super-values.
Place your initial package order with
! your Arvin Distributor NOW!

. RADIO & TELEVISION RETAILING o February, 1950

Kiajproot:!
Séaﬁewm

495

in Six Smart Colors

@ Fox Hunt Red o Willow Green

e Banana Yellow e Burgundy

o lvory ¢ Sand Bronze

BRIGHT WITH COLOR!
PACKED WIiTH POWER!

Watch for ARVIN’S powerful Spring national advertising
in Saturday Evening Post, Country Gentleman and Progressive Farmer

Radio & Television Division
' NOBLITT-SPARKS INDUSTRIES, INC., COLUMBUS, INDIANA

ot/

9



2'x3" PM »
Speaker—0.125
watt; resonant fre-
quency, 250-365
cps; 1.5 oz. magnet;
voice-coil imped-
ance, 11.8 ohms

(at 1000 cps); rim
mounting.

‘ 4" PM Speaker

cps; 1.47 oz1. mag-
net; voice-coil
impedance, 3.2
ohms; rim or pot
mounting.

4'x6" PM »
Speaker—3 watts;
resonant frequency,
150-200 cps; 1.47
oz. magnet; voice-
coil impedance,

3.2 ohms; rim or
pot mounting.

‘ 12" PM Speaker
—12 watts; reso-
nant frequency,
70-85 cps; 2.15
oz. magnet; voice-
coil impedance,
3.2 ohms; rim
mounting.

—3 walts; resonant
frequency, 170-225

5" PM Speaker ' b 4
-3 watts; resonant
frequency, 150-200
cps; 1.47 oz. mag-

net; voice-coil im-
pedance, 3.2 ohms;

rim or pot mounting.

High Fidelity at a new low price ...

W@W-‘. SRR A,
e

S

The new 51551

15" Duo-Cone Speaker—Frequency re-
sponse, 40 to 12,000 cps; 25 watts power-
handling capacity; wide-angle radiation,
Suggested list price, $55.00.

4 12" Field-Coil
Speaker—12 waits;
resonant frequency,
70-85 cps; 1000-
ohm, 70-ma. field;
voice-coil imped-
ance, 3.2 ohms;

rim mounting.

sakers from

Quality-engineered for depend-
able performance . . . and priced
for replacement needs . . . the
RCA line of standard speakers
offers you a great selling potential.

From the superb 15" high-
fidelity duo-cone to the 2 x 3“
elliptical —each RCA speaker is
designed with top engineering
skill, made of the best materials,
and mass-produced under rigid
quality-control methods.

RCA’s PM and field-coil types
meet practically all replacement
requirements. All 4", 4" x 6", and
5'" speakers are supplied with a
universal mounting bracket that

<>

50

(R Rabro cox

saves time in mounting either
clinch-type or strap-type output
transformers.

Look to RCA—and your RCA
distributor—as a dependable

5 Field-Coil ¥

Speaker—3 watts;
resonant frequency,
150-200 cps; 450-
ohm, 65-ma. field;
voice-coil imped-
ance, 3.2 ohms; rim
or pot mounting.

‘ 4"x6" Field-Coil
Speaker—3 watts;
resonant frequency,
150-200 cps; 450-
ohm, 65-ma. field;
voice-coil imped-
ance, 3.2 ohms;
rim mounting.

5'x7" PM ¥
Speaker—6 watts;
resonant frequency,
120-140 cps; 1.47
oz. magnet; voice-
coil impedance,

3.2 ohms; rim
mounting.

‘ 8" PM Speaker
—8 watts; reso-
nant frequency,
75-95 cps; 2.15
oz. magnet; voice-
coil impedance,
3.2 ohms; rim
mounting,

source for all of your replacement
speaker requirements. For full de-
tails on the complete line, ask
your RCA distributor for Bulle-
tins 2F892 and 3F620.

v Moisture-resistant voice-coil

suspension—unaffected by humidity
changes.

v Rugged mechanical construc-
tion with welded housing assembly,

v Exclusive clamping spring
permanently locks Alnico V magnet
in larger sizes of PM speakers.

Check these important features!

v Mechanical filter ring in 12"
speakers cuts needle scratch and
10-kc. whistle,

v Rugged—Dustproof resistant—
Rustproof resistant.

3/ Adjustable voice-coil mounting
in 12" speakers.

v Rim mounting designed to RMA
standards.

PORATION of
ELECTRONIC COMPONENTS

TERICA

HARRISON, %. v,
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FIRST CHOICE OF AMERICA’S FIRST FAMILIES

iniroduces a distinguished new
model THE IMPERIAL

For over 25 years, more famous names of

radio, stage, screen, and the music and

literary worlds have chosen Ansley than

any other make. For your most discrimi- h / .
4l ;
Qe LT

nating customers who want fine furniture

e G R o

as well as the best sound and picture that

d o . id £ Extra-sensitive 27 tube chassis plus 4 recti-
! modern engineerimg can provide, we of- fiers and kinescope. Full voltage doubler,
A g . automatic frequency control, 12" extra-
( fer the incomparable Ansley Imperial . .. heavy magnet PM speaker. Exquisite cabi-
) . . net of matched crotch-mahogany and rib-
' worthy of its show place in the finest home. bon-stripe mahogany with folding doors.

Inquiries are invited from reputable distributors seeking a high
quality line. A number of choice markets are still available.

HNSI.EY RADIO AND TELEVISION, INC. e 41 ST. JOE'S AVENUE e TRENTON, N. J.

1
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MECK ISO-RAMIC TELEVISION

AND...STILL AT ROCK BOTTOM RETAIL PRICES!

Dealer discounts up to 40% . ..and absolutely no padded
retail prices. We know this is the profit deal you need.
Our survey of 5,000 dealers proves ir...with almost
unanimous agreement.

Stop trading dollars . .. start now to make yourself some
real money out of TV—by getting aboard the MECK
Profic Bandwagon! It’s the 1950 Television Line that
gives dealers unheard-of discounts up to 40% — the longest
margins in the entire industry!

The MECK Television Line is a complete line — giving
your customers a wider choice of top quality TV. The per-
formance is there — the style is there — the profit
is there. Write —wire — or call TODAY —for
the full story on MECK Television, the TV line
that gives you DISCOUNTS UP TO 409%.

Beautiful Full Size Genuine Mahogany Cabinets—
No "Make-Shift” Finishes or Construction

TOPS IN TABLETOPS
Value-plus MECK 10” Tube

Model XN. Genvuine $] 39 90

mahogany cabinet.
RETAIL

QUEEN OF THE GIANT SCREEN
16" Tube Consolette Model XSA.
Rich, hand-rubbed mahogany cabinet.
Built-in antenna. Powerful
ISO-RAMIC Circuit

assures bright,

uniformly lighted

picture

v = \-:a il T R R T IR \'9;‘2%?_“"?:%»?1.&8 &g
R Fa --‘,sA\:ffvwﬂwf&ax}»_n&”@f?gﬁé?i‘?&

JOHN MECK INDUSTRIES, INC.
PLYMOUTH, INDIANA
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The BEST
and the BIGGEST

Of the many millions of home appliances sold
“on time” all over America, more are financed
on the Commercial Credit Plan than through
any other national financing company.

The leaders use Commercial Credit service
because it has more advantages for both
buyer and seller than typical financing
arrangements.

Many of today’s leading distributors and dealers

attribute a large part of their success over the

years to the cooperative spirit and friendly
help of the Commercial Credit people who

i - serve them locally.

Commercial Credit service will help you, too,
to increase your volume and profit in time-
payment sales.

Ask your Commercial Credit representative
to give you the full details.

Helps Dealers Make

NS @ o SALES * 7/ PROFITS
SATISFIED CUSTOMERS

ComMmERCIAL CREDIT CORPORATION |

t A Subsidiary of
: Commercial Credit Company Baltimore, = Capital and Surplus Over $100,000,000
LMORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA

v
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You have what they want

o

on these great new 19-inc,
Stromberg-Carlsons!

Yes, your customers want bigger pictures.

Here is the biggest direct-view of all—203 square inches
on a 19-inch tube!

So big you can actually see the stars in close-up big
as life!

And on top of that, you have these other great Stromberg-
Carlson value features to talk about—

! TOP TUNING —no bending or crouching to tune
station or picture. Tuning controls cleverly concealed
at top front.

BUILT-IN ““TELATENNA’’ — eliminates need for
outdoor or indoor antennas .in good signal areas.

BRIGHT, CLEAR PICTURE—can be viewed close
up or from across the room.

TRUE-TO-LIFE TONE— with balanced acoustical
system, tone control, and 12-inch speaker.

In big-as-life pictures, in solid value all along the new
1950 line, Stromberg-Carlson has what your customers
want—it has what you want—to make this your BIGGEST
year in television!

™ m =
i I -
t,"‘,,.; 3 o s

Stromberg-Carlson Company, Rochester 3N Y.~

The NEW YORKER

BIG-AS-LIFE 19.inch picture. True-to-life tone. Exceptional
performance even in "fringe” areas, Cabinet designed for

traditional or modern setting, in selected $53950‘

mahogany veneers, (TC-19-LM2)..

In blond avodiré veneers. (TC-19-1A2) . . . $54950°

*Plus excise tax. Slightly higher in South and West,

lothing Finer than a

In Canada, Sfromberg-Curlson,Co., Ltd., Toronto
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MARKED IMPROVEMENT NOTICED in some
of the old-established, slow-to-take-hold TV areas, due
to better programming or better programming on the

way, plus increased sales effort on the part of
 retailers.

TERRIFIC DEMAND AND SHORT SUPPLY
of TV sets saw dealers in a wild scramble during the
recent holidays. First, merchants went scurrying about
trying to get receivers, and next they really had thew
hands full installing. The rush extended well into last
month with dealers busy making permanent installa-

- tions of temporary ones.

- MORE SERVICE DEPARTMENT REVENUE for
. the man who goes after the business. Watch for full
.~ details on running a Tune-Up, Tube-Up, Check-Up
- campaign in the April issue of this magazine. Owners
- will be glad to put millions of old radio sets and phono
- players into good working order—and numbers of TV
. receivers, too, if the need to do so is stressed by the
. dealer.

JUMPING RIGHT INTO THE MIDDLE of the

- recent shortage market in TV sets, a number of private

 brand wmakers have cleaned up, banking some real
folding money.

“AN ENCOURAGING DEVELOPMENT IN THE

~ automatic electric dishwasher field is the entrance into

competition of a number of other manufacturers, indi-

cating that this appliance is receiving greater con-

sumer acceptance.”—H. L. Andrews, vice-president in

charge of the Appliance & Merchandise Department,
General Electtic Company.

FOUR INGREDIENTS FOR SUCCESS in busi-
ness outlined by Carl V. Haecker, RCA Victor mer-

~ chandise display manager: (1) Aggressive sales plan-
- wing. (2) Aggressive advertising. (3) Aggressive
window display. (4) Aggressive pont-of-sale display.

SPRING IS RIGHT AROUND THE CORNER,
and it's time to plan a bang-up business in portables,
vacuum cleaners, laundry equipment, and a bit later,
room coolers.
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M. CLEMENTS, Publisher

LOOK FOR A FLOOD OF NEW co-op ad and
promotion plans by manufacturers who've been busy
revamping set-ups available to dealers.

EVENING SELLING OF TV IN THE STORE
and in the home is a must. As one dealer put it, “The
husband buys the make, the wife buys the cabinet, and
in nearly all cases yow have to get them together in
order to obtain a buying decision.”

“] BELIEVE THAT WITHIN FIVE YEARS—
by the end of 1954—there will be about 20,000,000
television recewvers in American homes. This wnll mean
a total viewing audience at that time of approximately
75,000,000 people”’—Brig. General David Sarnoff,
chairman of the Board, Radio Corporation of America.

“SO FAR AS INITIAL TV EQUIPMENT is con-
cerned, there isn’t the slightest worry about saturation.
Countless TV sets remain to be sold and installed.
On top of all that, there is the pleasing “upping” of
TV set owners from smaller-screen earlier sets to later
larger-screen sets. It seems very much as though we
have an automobile trade parallel.”—Victor Mucher,
president, Clarostat Mfg. Co., Inc.

ADMIRAL CORPORATION HAS PUR-
CHASED the 64,000 square foot General Mills plant
in Bloomington, [ll.  Admiral expects to ultimately
employ 1200 people at the new factory, first in the
manufacture of radios; later in television sets.

“BY USING HOME TRIAL demonstrations the
sales of clothes dryers can be increased tremendously.
In case after case, dealers have reported that 80 per-
cent to 90 percent of the dryers in homes on free
trial are kept there by the housewife.”—F. M. Mitchell,
manager Laundry Equipment Div., Frigidaire.

Status of TV

The following stations are expected to go on the
air this month: WSYR-TV, Syracuse, N. Y.; KEYL,
San Antonio, Tex.; WHAS-TV, Louisville, Ky.; WOI-TV,
Ames, lowa; WJIM-TV, Lansing, Mich.; and WKZO,
Kalamazoo, Mich. Sets in use as of February 1:
4,300,000
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Whaf's Ahead !é-_-in Radio,

LOOK FOR GREATER SALES ACTIVITY . this
Spring over last. Reasons: Reduced inventories, partic-
ularly of distressed merchandise, plus 2 more settled
- buying-attitude on the part of the consumer.

TRENDS NOTED AS A MONTH OF 1950
PASSES: Some folded record -departments reopening.
.« . Increase in number of factory field people out
helping dealers sell appliances. . . . With supplies short,
many merchants agreeably surprised by results obtained
through pushing sales of vadio*receivers.., . . Credit
- buying on the upswing. . .. TV w-home trial offers on
the increase. . Replacement ~sales potential on
weather-beaten, rusted TV ‘antennas greater than .you
think. . . . M anufacturers, . wholesalers and dealers
viewing the New Y ear with the'greatest optimism ever

chants to. continue m '50. "

displayed- . . . Look for brand-switthing spree by mer-

“WE MUST' DO MORE::AS. AN INDUSTRY to
convince -people -of thé* convenience of electricity.
This is an old story’to us but.it is not well sold yet
when there are 18 million' Americans today who .lack
washing nie,i_chiqes‘;w'25 miillions lack vacuum cleaners;
many more have inadequate supplies of hot water,
and most homes today still are without the service of
- dishwashers and. garbage removers.”—R. .L.. White,
president, Landers, Frary ‘& Clatk.

DEALERS WOULD LIKE TO SEE a forthright
return to the old “protected territory” set-up where
‘they'd be given commission on any and all sales made
within their franchised territory.

-ALL OVER THE COUNTRY, dealers have been

- bauling out stacks of slow-moving records; liquidating -

them over bargain tables. .

NEW RADIO REPLACEMENT PLAN an-
nounced by John Meck Industries of Plymouth,
Indiana, makes it possible for dealers to, replace  sets
brought in for repairs with new sets, returning the
defective receiver to the plant for reconditioning for
resale.  All Meck wmodels from $11.95 to $44.95 are
covered by the new policy.

THE OUTSTANDING NEW MARKET for ma-
hogany has been for television cabinets, the Mahog-
any Association points out, stating that this wood is
used in ninety to ninety-five precent of all TV models
produced. :

A NEW INDUSTRY COMMITTEE, composed
of both RMA members and non-member companies, to
develop further plans for educational “Towm Meet-
ings” of TV dealers, was arranged at a conference
w Chicago. ,
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MORE SERVICE DEPARTMENT REVENUE for
the man who goes after the business. Watch for full
details on running a Tune-Up, Tube-Up, Check-Up
‘campaign in the April issue of this magazine. Owners
will be glad to put millions of old radio sets and phono

“players into good working order—and numbers of TV

receivers, too, if the need to do so is stressed by the
dealer. ’ : 3 '

THE BIG 1950 PARTS DISTRIBUTORS SHOW
is all set for Chicago’s Hotel Stevens, May 22-25.  The
event is sponsored by the Radio Manufacturers Assn.,
the National Eleéctronic Distributors Assn., the Asso-
cigtion of Electronic Parts and Equipment Manufac-
turers, the Sales. Managers, Eastern group, and the
West Coast Electronic Manufacturers Association, and
is operated by the Radio Parts and Electronic Equip-
ment Conference end Shows, Inc.

TV SETS IN TAVERNS, HOTELS and other pub-
lic places, though they may have a screen visible from
a great distance, often provide a loudspeaker at -the
screen” only so that patrons cannot hear in the rear

. unless the volume is so loud that it is uncomfortable,

By use-of extension loudspeakers giving more even
sound distribution, more people will have a -chance to
comfortably see-and hear the program. Sound dealers
will profic by suggesting - this improvement to all
commercial TV users.

 WITH TV THE TOPIC OF GREATEST interest
e entertainment and educational circles, the dealer who
doesn’t iry to.get his mame in the local papers i con-
nection with news about video is certainly missing a
bet. Reporters and editors are always on the lookout.
for stories with television angles, and the retailer is
certawnly. the logical source.

MANY TV PARTS AND MUCH TV installatio.n

material still in short supply, report some jobbers. Pipe-
lines are beginning to fill, but slowly.

SOAST-TO-COAST. TELEVISION is not far off, §
with high costs of tramsmission its main deterrent;
Dr. Thomas T. Goldsmith, director of research, Allen
B. Du Mont Laboratories, told a television Sympo-

sium at the American Association for the Advancement
of Science convention. e
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AS COMPETITION INCREASES look for a con-

tupately, come at a time when the industry has o
E&large stocks of finished products on hand.

[N

L production is commencing. fo catch up with demand.
Look for it to take several more months of heavy. out-
| put to fill up the pipehnes. s _

t

| SPEAKING. ABOUT THE MAY PARTS SHOW,
F William O. Schoning, president of Lukko Sales Co.,
' Chicago, says: “Each year ‘it educates an increasing
i.number of manufacturers to.the necessity of develop-

ing the line, the merchandising technique and policies.

It stimulates the thinking of our suppliers because it

creates competition for the customers attention during
| show week. Change and.progress are the two most
important business getting factors in this - industry.
"I wonder . . . how many manufacturers would just
'sit back and ‘continue to make the same thing each
' year, packaged the same way, sold in the same manner
. .. if it weren’t for the prodding which the annual
. industry- market gives them each May.”

- IN A "MESSAGE TO "HIS DEALERS, Harry
t Alter, president of Chicago’s Harry Alter Co., dis-
Liributing firm, points out that while many dealers close
their books on December 31 and file their tncome taxes
“as of that date, they may close them dt any time that
susts them best. (He suggests August 31.) To make
-a change from a calendar to a fiscal basis, it is neces-
sary, though, to obtain approval from the U. S. Reve-
f nue Department. Arrangements can be made through
an experienced accountant.

g A SLAP AT BACKDOOR SELLING COMES from
gf,;the Louis O. Bowman organization, wholesalers of
. Richmond, Va. The firm sends its dealers a certificate,
simulating an insurance policy, pledging that the
:products it handles will be sold only to those legiti-
mately entitled to buy at wholesale.

\.

tinnation of lowered TV set prices. Drops have, for-

INVENTORIES STILL LOW THOUGH heawy

Appliances, Records and Television

“GROUP - YOUR ELECTRIC HOUSEWARES.

* MAKE A REAL DISPLAY OF THEM. Assign to at

least one person the responsibility for being the spe-
cialist on these items. . . . Plan for window displays.
Ask your distributor or manufacturer for help in dis-
play and promotional ideas.”—Stanley M. Ford, vice-
president, Chicago Elect. Mfg. Co., and chairman of

.-the Electric Housewares Section, NEMA.

© FARM MARKET LOOKS GOOD as the nation's
farmers start 1950 with mortgages and other debts at
the lowest point in history; savings at all-time high.
Rural dealers are looking forward to a banner year tn
sales of radie, TV, and large and small electrical
appliances for the farm home.

@ 252 g @
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SMALL FRY ARE TOP TV “salespeople,” dealers
are finding out. Having seen video shows in the homes
of neighbors, the kids really put the pressure on their
parents, such pressure usually resulting in purchase
of a set. The smart dealer “sells” the kids along with
Mr. and Mrs.

EVEN THOUGH DISHWASHERS ARE GAIN-
ING public acceptance more rapidly than any other
major appliance since the automatic washer, they are
still luxury items appealing chiefly to higher income
families, as shown by the fact that 60.3 percent of the
machines sold last year went into homes walued in
excess of $15,000. The number of dealers handling
dishwashers in 49 increased an estimated 18 percent
over 1948, whereas 10 years ago less than five percent
of the dealers were in this business. The foregoing
views of the dishwasher industry were expressed by
Edward R. Taylor, Hotpoint sales manager, in an
interpretation of a .comsumer survey by the company.

! - FUTURE EVENTS OF

éEB. 1-2: National Assn. of Music Mer-
chants (NAMM), Regional Confer-
ence, Shamrock Hotel, Houston, Tex.

Palace, N. Y.

wares Week.

INTEREST TO
MAR. 6-9: IRE Show, Grc;rd Central

APR. 14-22: National Electric House-

READERS

JULY 16-19: National Assn. of Music
Merchants (NAMM]), Music Industry
Trade Show & Convention, Palmer
House, Chicago.

AUG. 7-19: U. S. International Trade

" FEB. 6-10: Westem . Winter - Market,
Merchandise Mart, San Francisco.

Assn., Trade Show & Convention,
Grand Rapids.

FEB. 20-23: Michigan Retail Hardware -

- ¢ .
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MAY 22-26: Parts Distributors’ Confer-
ence & Show, Hotel Stevens and Exhi-
bition Hall, Chicago.

JUNE 12.16: Na.tional Association
Electrical Distributors, Convention
Hall, Atlantic City, N. J.

Fair, Chicago Coliseum, International
Amphitheater and Navy Pier, Chi-
cago.

AUG. 27-SEPT. 1: Radio Parts Distrib-
utors’ Convention (NEDA), Cleveland
Auditorium, Cleveland, O.
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e It is fairly well established now that
1949 can be considered the year when
the consumer pocketbook really began
to tighten up and selling started in
earnest. We had been saying “the
honeymoon is over” ever since the war
ended, but it finally came to pass.
All over the country merchants be-
came aware of the need for better

Actual Dealer Set-Up Shows Effective Way to

X. In addition to advertising, the firm
gets “leads” on good men from all sorts
of sources. For instance, an energetic
insurance man, a former automobile
salesman, a salesman who has been
calling on foreign-language-speaking
people, all may be attracted to the or-
ganization.

Having obtained suitable persons,

The protected territory is divided into five sections.

salesmanship, for new methods of in-
creasing sales, and for stepped up sales
activities in general. Because of upped
overhead, shorter discounts, increased
sales resistance, decreased floor traffic,
and customer “switching” from one
store to another, dealers have found it
necessary to explore every profitable
means to increase volume.

Outside selling in particular has
gathered considerable emphasis in the
more competitive markets. The plan
outlined in this article is based on an
active campaign of outside selling. The
details of this plan (which was de-
veloped by a successful radio-appliance
dealer who prefers to be anonymous)
offer many valuable suggestions for
readers who are just instituting a new
sales campaign, or who are dissatis-
fied with their present mode of opera-
tion.

The first and most difficult step in
building a sales force today is to find
acceptable people, according to Dealer
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(Voting districts.)

Dealer X says that a sound plan, af-
fording a good income for willing
workers must be put into effect in
order to hold the organization intact,

The backbone of the plan is the fol-
lowing set of tenets:

1. Maintain list prices.

2. Go out after business.

3. Back up the salesmen with train-
ing, a realistic pay plan, and with a
business set-up to attract and hold cus-
tomers.

The three phases of the plan of ex-
ecution are equally simple and direct:

A. Provide an attractive store well-
stocked with a good selection of mer-

Dealer X’s salesmen
come from all walks
of life.  Experience
in this field is not
necessary.

chandise. Maintain adequate service
facilities.

B. Advertise the establishment so
thoroughly that every man, woman and
child will hear of it.

C. Cover the territory with salesmen.

Using voting districts as a guide, the

trading area was divided into five parts.
Each salesman was assigned to a ter-
ritory which was his to cultivate ex-
clusively. He was provided with a list
of all the people in his territory. He is
expected to call on every home, and
making a “direct” approach, obtain
complete information as to the prod-
ucts now owned (make, age, etc.), his-
tory of relationship with the firm, and
other pertinent data. All such informa-
tion goes into a filing system.
. This is a “protected territory” sys-
tem, and as a reward for thoroughly
cultivating all the residents of this ter-
ritory, the salesman receives a commis-
sion on all business coming from it.
If he makes the sale himself, he gets
full commission. If someone else makes
the sale, he receives a “protection”
commission. Protection commissions are
3% on radios and appliances and 2%
on television. The regular commissions
are 10% on radios and appliances and
7% on television. Television commis-
sions are smaller because this item is
relatively easier to sell, and because the
dealer himself receives from 5 to 12%
less discount on TV. In certain in-
stances, expense allowances for sales-
man’s car are arranged.

The salesmanager may approve put-
ting certain people who promote busi-
ness and obtain prospects—commonly
called “bird-dogs”—on a “lead com-
mission” basis. In such cases, where
the lead is turned over to a salesman,
the commission arrangement is as fol-
lows: TV—3% for the lead and 5% for
the salesman; Appliance and radio—
5% for the lead and 7% for the sales-
man,

Unassigned areas are called “open”
territories. A salesman may put in a
card for a prospect in the open terri-
tory, and will receive 30 days protec-
tion on such a carded account. If an-
other salesman makes the sale in such
a case, the carding salesman will re-
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* Increase Volume, Attract Good Men—Various Compensation Plans

-
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. ceive half the commission. After 30
% days the account is “open” again.

. The store is manned by the sales-
. manager and one or more salesmen
i (depending on the necessity of the
i season). The latter are outside sales-
' men who are “rotated” for store duty
. every week.

It is the overall function of the man-
'ager to select and train salesmen, to
il direct their daily activities, to demon-
d strate to salesmen how to obtain pros-
}pects by actual canvassing in the field,

to help salesmen close difficult sales,
¢ and generally assist them in their ac-
| tivities. Sales meetings are held every

- morning at 8:30.

On the floor, the manager will con-
“ tribute his sales effort in behalf of and
| for the credit of the various salesmen.
+ He closes orders in behalf of salesmen,

and they receive protection commission

i for such orders as provided for in the
i “exclusive territory” and “card-file-
Lopen territory” protection plans. He
. does no selling for himself.

i The other salesman (or men) on the
! floor operates the same way, since prac-
l’cically every person who walks in is
in some salesman’s exclusive territory.
He will receive full commission on un-
carded “open” accounts.

¢ The salesmen themselves demon-
[ strate all products to their customers,

i

The compensation plan must provide
high earning potential for willing workers.

and there is no “selling home demon-
strator.” It is believed that the man
makes better sales presentations if he
learns the function and operation of
the products he sells sufficiently well
that he can give a home demonstration
. of the product after it is sold. This
gives the salesman another reason for
! contact with the customer under favor-
i able circumstances, and a valuable op-
portunity to secure information about
- other products needed by the user, and
| for obtaining prospects from the user.

Tt is believed that a job which pays
! the salesman the maximum amount the

AT
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dealer can afford in the form of a
“straight commission” is the most ad-
vantageous to the salesman, and that
such a plan puts the greatest premium
on good salesmanship. Salesmen’s com-
missions are earned and due when the
merchandise is billed to the customer
or time-payment papers are executed.
The payment of commissions operates
on two plans, at the choice of the
salesman. The “monthly-settlement”
plan is designed to pay the salesmen
their entire commissions earned each

Thorough sales training pays.

month, so distributed that they will re-
ceive checks on the 15th and the end
of the month. The “drawing account
plan” is designed to level out and make
more constant the salesman’s pay over
the months. The amount of the draw,
paid semi-monthly, is based on the
salesman’s past record, but is on the
“low side” of his past average so the

store will be reasonably safe in making
advances to him. The salesman will not
be allowed to “go in the red” more
than one month’s draw at any time.
On the other, hand, if his commissions

Dealer X's salesmen make
their own demonstrations.

are accumulating at a higher rate than
his monthly draw, he will either be
paid additional commissions earned as
of the end of each month, or his draw
may be adjusted accordingly.

New salesmen whose “past average”
cannot readily be determined are
started on a salary-plus-over-ride basis
until they find their “niche.” On a
salary of $200 per month, the firm pays

% on TV and 3% on appliances up
to $5000 sales per month. The com-
mission rate is increased on a sliding
scale. On $10,000 per month sales, the
salesman receives 5% on TV and 6%
on appliances.

This plan, which places emphasis on
outside selling on a commission basis,
has proved quite successful-—not only
in sales, but in attracting good sales-
men because of the earning possibilities.

THE “X" PLAN FOR MORE PROFITABLE SALES

RPN,

Sell at list-prices.

® N o

S »

Carry a large selection.

Obtain good salespeople and train them thoroughly.
Maintain an attractive store.

Offer outstanding service.

Work territory effectively.

Have a realistic salesman-compensation program.
Advertise consistently, forcefully.
Build up card-files of valuable facts.

Hold old customers—obtain new ones.
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Sales Meeting a Day Is Success Formula

TRAINS HIS SALESMEN: owner
of The Appliance Mart, Billings, Mon-
tana, C. C. Musburger, who once made
fame as a top sales manager for a
vacuum cleaner company believes,
“You can’t hire salesmen. You have
to train 'em.” He knows from expe-
rience that commissions alone will
never serve as a continuous induce-
ment to enthusiastic selling. That is
why his men never start a day with-
out their morning sales conference.
This is their opportunity to hear a pep
talk, which includes the latest develop-
ments about their products. Here, each
man has a turn in giving a sales pitch
about some item and the others are
quick to criticize. This, “getting it off
their chests” period is considered the
most important feature of the day’s
work.

“An alert sales manager, like a gen-
eral in the battlefield, must start each
campaign with a few words of advice
and encouragement. And any sales
manager worthy of the title, whether
he be owner or employee, should be
worth more than all the salesmen he
can train.

Shown are Appliance Mart salesmen laying plans
for the day’s selling activities.

“The four salesmen from The Appli-
ance Mart work in two teams. Carl
Rogeness and Oliver Dickey compete
in a weekly competition with a team
composed of Al Guidice and Jerry
Haider. The teams alternate, one day
in the store and one day in the field.
This helps to prevent monotony and
keeps them abreast of developments.
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High team in gross sales each week
is guest to the loser for a supper.

“Prospects are secured in many
ways, not the least important of which
is the tried and true ‘cold turkey’ ring-
ing of doorbells.

“A key point in the sales confer-
ences is a simple five-way program of
conducting a sale. It is simple enough
to become a habit and is the real basis
for the consistent selling program in
this store,

“Broken down these points line up
as follows: A salesman who has taken
time to learn something about his
prospect or, in the case of ringing
doorbells in a neighborhood, has given
thought to the type of people dominat-
ing the area, suits his appearance, ac-
tions, and personality to the situation
and approaches his prospects in a light
favorable to them.

Creating Desire

“His pre-study of prospect or neigh-
borhood tells him what should interest
a particular person or family. It might
be the ability to discuss phases of the
prospect’s work, a neat display of flow-
ers in a yard is proof enough that
horticulture will bring a warm re-
sponse. Flowers in a neat arrangement
also show evidence that quality will be
appreciated above price if handled cor-
rectly.

“Thus armed the salesman is ready
to secure undivided interest on the part
of the prospect because he can talk his
language. This, then will enable him
to go directly into his own interesting
story. Interesting because, while it
concerns his product, it is told in a
manner that makes it g personal mat-
ter for the prospect.

“Working consistently toward his
main goal the alert salesman senses
when a desire has been created and
proceeds immediately toward a close.

“The above routine may take sev-
eral visits and it may well be com-
pleted on the spot. But, if handled in
the manner outlined, and with no
waste motion, it will be a big help to
the ‘old law of averages.’ ”

PHONO RECORD SELLING with that
personal touch used in ads by The
Radio Center, New Orleans, inviting
prospective customers to ‘‘write or
phone Nancy Jones.” Store was
written up in this publication in the
November, 1949, issue. Firm’s slogan,
“The Home of Home Appliances.”

EFFECTIVE, ECONOMICAL ADVERTIS-
ING pays off for MacArthur & Patten,
Prospect Park, Pa. Firm bought a
duplicating machine, sends out per-
sonal messages on postal cards to a

On one mail-
ing, 50% of those to whom an an-
nouncement was sent responded and
made purchases. The firm sells radios,
appliances, records; specializes in top-
flight service.

carefully checked list.

WEEKLY “TELEVISION PAR-
TIES” sell for Tucker'’s Radio & Ap-
pliance Store in Philadelphia. Advance
invitations by mail and phone bring
about 25 prospects to watch a popular
brogram such as Milton Berle. A cur-
té.).ill is drawn blocking off a small sec-
tion in the rear of the store which has
been equipped with special lighting
and comfortable chairs, A brief speech
af.ter the show acquaints prospects
with the set’s features and the budget
plan of purchasing, Then buffet re-

freshments are served and salesmen "

chat informally showing any other

merchandise in which they can attract
Interest.
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Sells Up Those Phono Record Customers

DISCS SELL INSTRUMENTS, ac-
cording to the proprietors of the Red-
wood Radio & Electric Co., Redwood
City, Calif., the store’s excellent sales
volume in television receivers and
radio consoles is a result of its service
and record departments. Owners Bill
Laib and Owen Carstarphen report
that approximately 75% of total sales
were made to customers who orig-
inally came in to buy a new record
or have a small service matter taken
care of.

Redwood Radio opened its sleek
new store at 2114 Broadway, with lots
of fanfare. Radio and recording ar-
tists were present at the recent open-
ing, and large crowds of people at-
tended the initial festivities. The pres-
ent location of Redwood Radio more
than triples the space occupied by the
firm in its previous establishment. The
store has approximately 3000 feet of
floor space; plate glass display win-
dows which provide passers-by with an
excellent view of the store interior;
and a modern exterior, with the latest
developments in architectural and
structural design.

Dude Martin and partner sing for the opening
night crowd at Redwood Radio & Electric Company.

Folk music is particularly popular in
the vicinity, and Redwood Radio does
a profitable business of selling this type
of discs. As shown on the illustra-
tions on this page, cowboy ballads have
a strong appeal with the audience. In
addition, the store maintains a large
stock of “high-brow” and rare foreign
folk discs. The record department has
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continued to flourish, along with radio
and TV sales.

Manager Bill Laib emphasizes that
“The important thing I've discovered
about radio and TV retailing is that
your customer’s needs come first. And
his needs don’t stop with buying.
Every time we install TV, one of the

Owners W. J. Laib, left, and Owen Carstaphen,
right, are congratulated by E. W. Butler, manager,
Redwood City Chamber of Commerce.

store owners makes a personal call on
the customer, checks the installation,
watches reception, and guides the buy-
er in getting the best out of his in-
strument. In that way, we get to know
people’s requirements right in their
homes. Then we can provide the
prompt maintenance service they need
for TV, keep in stock the records that
will be wanted for their players, and
maintain the finest equipment for re-
pairing radios.”

Redwood Radio does an exception-
ally good business selling console
radios in the $150-200 price categories.
Ernie Meissner, repair and installation
manager for the company, points out
“We hardly need advertise—and yet
we can sell all the consoles we can
buy in the medium price class
there is a big demand from small home
owners for a good AM-FM radio re-
ceiver and record player.”

Friendly, efficient sales policies, and
top-flight servicing has developed a
valuable following of customers for this
progressive California dealership, which
has been in business about three years.

LARGE TELEPHONE BILL every
month pleases World Television, Inc.,
Cleveland, Ohio, because it means that
rural sales are up. The firm encourages
customers to call the store, local and long
distance and reverse charges. Technique
boosts sales in out of town areas. “Builds
good-will, too,” says Samuel Brown,
owner-manager.

“PARLOR ATMOSPHERE” IM-
PRESSES CUSTOMERS. Jim Sul-
livan, proprietor of Briscoe Electric,
Valpariso, Ind., faced a problem in the
merchandising of larger, more expen-
sive television receivers and radio con-
soles.

“How can [ get the customers to
relax and really enjoy demonstrations
of these top-price appliances?” he
asked himself.

He found the answer in the creation
of a “demonstration parlor,” in which
he invested about $500 for materials
and carpentry. It sits in one corner of
his store, completely enclosed.

Effective demonstration pays.

There he has a carpeted floor, simu-
lated venetian blinds, papered walls,
plants and individual table lamps for
soft lighting. The 12 x 15 room has
helped to sell a number of television
receiverg, some as high as $1800 in
price, in a few months.

“It has paid off handsomely,” he re-
ports, “and will continue to do so as
I advertise it and get more and more
people acquainted with its hominess.”
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Check List to

UP 195

N

M| GEAR UP NIGHT SELLING*

both in the store and in the home.
More than 90 per cent of all TV set
sales are husband-wife propositions.
+ « « See ’em together!

N\
N FOLLOW-UP PROSPECTS.

Get names of store visitors; use your
own list of customers. Contact by per-
sonal call; by phone, by letter. Con-
sistent follow-up gets results.

\

\' SELL PRODUCT AND PRO-
GRAM with enthusiasm, and with
imagination; to boost your volume.

N\

HAVE DEMONSTRATION
MODELS performing at peak at all
times. Don’t make complicated dem-
onstrations. Provide comfortable seat-
ing arrangements for the viewers.

N

KNOW COMMON CUSTOMER
OBJEG."ONS and how to answer

them effectively. Many a prospect
who's on the fence can be signed up
if hisdoubts are dispelled by salesman.

N\

N | ADVERTISE CONSISTENTLY,

effectively. Stress your service set-up
and know-how.

N
EKEEP IN-STORE AND SHOW-

WINDOW displays attractive, atten-
tion-getting. Change displays often.

\

°

WEIGH COMPETITIVE OF-

FERS, such as meter-plans, rentals,
free home trials for possible adoption.
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Gear plans to buying habits in your
trading area. Make it easy to buy.

N

SELL THE CHILDREN! Young-

sters are the best salesmen for TV sets.

\

_EWORK WITH BANKS, CIVIC
AND RELIGIOUS GROUPS in pro-

moting television in your community.

N

USETVUSERS TO GET LEADS.

Be sure to make after-sale calls on
customers. They’ll appreciate it.

\

NISTAGE IN-STORE TV
“SHOWS.” Send out special invita-
tions to your list of prospects.

N

N [MAKE DRIVE TO TRADE IN

those small-screen jobs in your com-
munity. They all want big pictures.

\

N [COOPERATE WITH YouR

local broadcasters. You’ll find them
interested in getting a big audience.

i; KNOW YOUR TERR!TORY
REGEPT'ON-W'SE, and you'll be ina

position to tell prospective customer a
lot about what sort of picture he can
get. You’lleliminateservice headaches.

\

,EINVESTIGATE USE OF “FREE-

LANOE” salespeople. ‘Bird-dogs"
make money for many dealers.

IG HAVE COMPETITIVE TIME
PAYMENT plans. They’ll help clinch

many a good sale in television.

\

ETRAIN YOUR SERVICERS TO

SELL. Your customers have confi-
dence in the TV technician.

\

USE MANUFACTURERS'
SALES AIDS in selling and in train-

ing sales personnel; as display pieces.

\

SELL A GOOD ANTENNA IN-
STALLATION to keep a satisfied cus-

tomer following as one of the best
sources of leads any television mer-
chant can have to increase volume.

The 20 TV sales angles on this page represent ideas that can be em-
ployed to boost television set sales during 1950, The themes, published

at greater length in past issues of this magazine,
down to give the reader a quick look at all of the
merchants are doing to keep TV sales on the ball. B

go to the sales-

have been boiled
things successful
usiness in '50 will

maker — not to the mere order-taker.

RADIO & TELEVISION RETAILING o February, 1950

e




L

-

s

T, PR R R S N

3l
¥
i
#
&

DUMONT LEADS THE INDUSTRY...WITH

Invite your prospects to see the
Morey Amsterdam Show over
the DuMont Television Network.
Morey is a great salesman.

Copyright 1950, Allen B. DuMont Laboratories, Inc.
Allen B.DuMont Laboratories, Inc. Television Receiver Div., East Paterson,N.J., and the DuMontTelevision Network, 515 Madison Ave.,N.Y.22, N.Y.
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Among component manufacturers, DuMont is known as the
most exacting buyer in the industry. Du Mont inspectors are in
the suppliers’ plants regularly; then all parts are

checked again and re-tested as they are received

at the DuMont assembly plant.

DuMont Quality Control extends through the entire
manufacturing process, guarding against the possibility
of defective parts or workmanship at every point. '

Du Mont vigilance in manufacture and
testing is a big help to the DuMont dealer —
it means the kind of customer satisfaction
that builds a successful business.

[ 7ist ittt fiocit in Fiiin
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G.E. 1950 TV LINE

Five new TV receivers have been in-
troduced, including the first G.E. 19-inch
set, the model 19C-101 (shown) in mahog-
any cabinet with doors, casters, and 12-
inch loudspeaker. All the sets have a
built-in antenna, and all except the 19C-
101 feature the “‘Black Daylight” tube.

Model 10-T-8, 10-inch table set in - plastic
cabinet, lists at $179.95; 12-T-3, 12Vs-inch
table set in mahogany cabinet is $239.95,
12C-107, 12Ys-inch console with casters and
12-inch loudspeaker is $289.95, and 12C-
109,.12%s-inch console with doors, casters,
and 12-inch loud speaker, is $319.95. Gen-
eral Electric Co., Electronics Park, Syracuse,
N. Y.—RADIO & TELEVISION RETAILING.

Crosley TV SETS

The "Family Theatre Series” TV receiv-
ers are designed to loock like a stage, and
to permit viewing from anywhere in the
room. Two 16-inch consoles and a 12 Vs-inch
table set are in mahogany, while the 10-
inch table set has a plastic cabinet. The

10- and 12-inch table sets are $199.95 and
$279.95 respectively, while the 16-inch con-
soles are $399.95 and $499.95. All four
are for TV-only, and incorporate built-in
antenna. Crosley Div., Avco Miq. Corp.,
Cincinnati, Ohio.—RADIO & TELEVISION
RETAILING.
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Emerson 1950 TV LINE

Five new models are spearheaded by
the 10-inch model 648 featuring Expano-
scope circuit and retailing at $179.95. All
the sets contain builtin antennas. A con-
sole, model 629, with 16-inch tube, has a
list price of $329.50. In addition, the new
line includes model 650, a 12V2-inch table
model at $229.50, model 654, a 12Vs-inch
console at $249.50, and model 651, a 16-
inch table set at $289.50. Emerson Radio
and Phonograph Corp., 111 Eighth Ave.,
New York 11, N.Y.—RADIO & TELEVISION
RETAILING.

Air King TV SETS

New models incorporate the new rec-
tangular-faced picture tube, builiin  an-
tennas and automatic gain control. Model
A-2017R (shown) is a 16-inch table set in

mahogany cabinet. Model 2016-R is a 16-
inch consolette in mahogany cabinet. Both
models have 20 tubes. Air King Products
Co., Inc., 170-53rd St., Brooklyn 32, N. Y.—
RADIO & TELEVISION RETAILING.

Philco 1950 TV LINE

Seven new models are high-lighted by
model 1403, 12V.-inch table receiver in
walnut cabinet, with built-in antenna, re-
tailing for $199.95. The other 6 models, all
12V2-inch sets with built-in antennas, in-

clude 4 consoles and 2 table sets. One con-
sole, model 1484, is a combination, provid-
ing FM-AM radio and 3-speed phono, and
is priced at $479.95. The popular console
model 1443 is continued in the 1950 line.
Philco Corp., C and Tioga Sts., Philadel-

phia 34, Penna—RADIO & TELEVISION
RETAILING.

Latest TV Receivers

Admiral 1950 LINE

The ten models in the new line include
1 table set, 4 consoles, and 5 console-
combinations. Lowest price in the line is o
12V2-inch plastic table model at $179.95.
The 1950 version of Admiral’s plastic con-
sole features one-knob automatic tuning,
12¥2-inch picture

builtin  antenna, and

tube, and is priced at $199.95. Top of the
line is a 19inch console with AM-FM
radic and 3-speed automatic changer.
Only 12%2, 16 and 19-inch tubes are in-
cluded in the new line. Admiral Corp.,
3800 Cortland St., Chicago, N1-—-RADIO &
TELEVISION RETAILING.

RCA 1950 TV LINE

Highlights of the new line are the first
sets featuring RCA's new short-necked 16-
inch tube with “Filterglass” face plate, a
10-inch metal cabinet table set at $169.95,
and the first RCA console instruments in-
corporating phonograph facilities for all 3
record speeds. The latter provide a sepa-

o

rate 45 RPM changer. Of the 14 new mod-
els, 1 is 10-nch, 6 are 12Ve-inch (2 with
FM-AM radio and 3-speed phono), and 7
are 16-inch (2 with FM-AM radioc and 3-

speed phono). Model T-184 (shown) is a
16-inch table set with concealed controls,
builtin antenna and phono jack, listing at
$299.95. RCA Victor Division, Camden,
N. J—RADIO & TELEVISION RETAILING.
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and Radio Setls

Zenith RADIO-PHONOGRAPHS

The “Chippendale” and "Hollywood” are
new radio-phonograph conséles, with” FM-
AM radio, 3-speed changer, and 12-inch
speaker. The mahogany Chippendale re-
tails at $279.95, while the blond Holly-
wood is priced at $289.95. Zenith Radio
Corp., 6001 W. Dickens Ave., Chicago 39,
N1.—RADIO & TELEVISION RETAILING.

Jewel CLOCK-RADIO

The ”Wakémczster” model 915, said to
be the lowest priced clock-radio on the
market, combines a Telechron clock move-

ment with a radio of 4 tubes including
rectifier, housed in color-molded plastic
cabinet. List price is $19.95. Jewel Radio
Corp., 10-40 45th Ave., Long Island City
1, N. Y~—RADIO & TELEVISION RETAIL-
ING.

Regal PORTABLE RADIO

Model P-175 is a 3-band, 3-way (AC,
DC, battery) portable radio, covering the
broadcast band as well as the 2-6.3 MC

and 6.2-18.5 MC short wave bands. The

Rezes
AROND. IHKY PORTRER
novR: 03

wood cabinet is covered with simulated
leather, and is provided with built-in tele-
scopic antenna. List price is $79.50. Regal
Electronics Corp., 603 W. 130th St.,, New
York, N. Y.—RADIO & TELEVISION RE-
TAILING.

Stromberg-Carlson TV SETS

Three new 19-inch and three 12¥2-inch
consoles have been added to the line, the
latter featuring "opera glass” tuning. The
Chinese Classic model includes 19-inch
picture, FM-AM radio and 3 speed record
changer, to retail at $965. The New Yorker
is a 19inch TV-only console priced at
$539.50. The Emperor II is a Georgian
styled TV-only console with 19-inch picture,
priced at $645. The three 12%-inch sets
are all TV-only. Stromberg-Carlson Co.,
Rochester 3, N. Y—RADIO & TELEVISION
RETAILING.
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Magnavox
RADIO-PHONOGRAPHS

The "Wedgewood” and the ""Avenue”
are radio-phonograph consoles in which a
television chassis may be added when

_desired in a portion of the record-storage

compartment. Both receivers provide FM-
AM radio and 3-speed phonograph, with
12-inch loudspeaker. The contemporary-
styled Avenue lists at $219.50, while the
Wedgewood is $275. Magnavox Co., 2131
Beuter Rd., Fort Wayne 4, Ind—RADIO &
TELEVISION RETAILING.

Du Mont WELLINGTON

The “Wellington"” is a console combina-
tion with 15-inch TV tube, FM-AM radio,
and 3-speed changer. In a traditionally-

styled cabinet, this model retails for $645.
Allen B. D Mont Labs., 515 Madison Ave.,
New York 22, N. Y.—~RADIO & TELEVI-
SION RETAILING. ‘

Hallicrafters TV SET

Feature of the new line is the use of
rectangular picture tubes. A comparison of
the current 16-inch table set with last
vear's Hallicrafters set with the same size
picture reveals a reduction of approxi-
mately Y2 the cabinet bulk and a saving
of $40 in retail price. The new set measures
17% inches wide by 18% high and 19%
deep, and retails for $279.95. The Halli-
crafters Co., 4401 W. 5th Ave., Chicago,
l.—RADIO & TELEVISION RETAILING.

table model.

for 1950

Arvin TABLE RADIOS
The new model 440T has been

‘

intro-

duced in six distinctive "“decorator”” colors.
Retailing at $14.95, the sets have unbreak-
able one-piece steel cabinets in geranium ~ °

red, banana yellow, gardenia cream, wil-
low green and sand bronze, and ‘are U-L
approved. Noblitt-Sparks ~ Industries, Inc.,
Columbus, Ind—RADIO & TELEVISION
RETAILING. , ‘

Templetone 16-INCH TV

Model 16K1 is a 16-inch TV-only console
in wood cabinet, with automatic gain con-
trol and plug-in antenna, 10-inch loud-
speaker. Templetone Radio Mig. Corp.,
220 East 42nd St., New York, N. Y..~RADIO
& TELEVISION RETAILING.

Majestic TV LINE‘!

The 1950 Majestic line features 8 new
TV sets, starting at $199.95 for a 12V¥2-inch-
All of the new receivers are
housed in machogany cabinets, and incor-
porate builtin antennas. Models include a
12V2-inch console «at $249.95, a 16-inch
table set at $269.95, a 16-inch console at

$299.95, and a 19-inch console at $479.95.
The Majestic Radio and Television Corp. is
headed by Leonard Ashbach, who re-
cently acquired the Mdgjestic trade name,
trade marks, goodwill, patents, dies and
molds. Majestic Radio and Television Corp.,
70 Washington St., Brooklyn 1, N, Y.—
RADIO & TELEVISION RETAILING.
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Noted conductor Sir Thomas Beecham, has recorded several works with the Columbia
Symphony Orchestra, and expects to record additional works for Columbia Records
with The Royal Philharmonic Orchestra in London.

A Cliff Steward, maestro, debuts with Coral
in “On San Francisco Bay” and ““Good Night,
Little Girl, Good Night.”

¥ Songs from technicolor film ‘“Nancy Goes
to Rio’”” done by the stars who sing them on
the Is(creen in this MGM release from the sound-
track.

A 15 4118, MOONUGHT
A SRR L
Twt AND JoaF AGARS O
T RIORDS,
(O 5 ukE T o
» *
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e Artists and albums pictured on these
pages will get a big promotional push _ \, I AT A
from the manufacturers. In addition, oy R
dealers would do well to WﬁtCh the e e Yook BT RCAV]CTOR
! following: RCA Victor’s Vaughn Mon- RS e - S
i roe Ioolfs like he’s coming up with "?“/'/M/"ﬁ
another hit in “Bamboo” (take ad- :
vantage of RCA Victor’s hea;ryheF)flploi- ' _
tation.) Also on the label, Ralp ana- il : ° M'
. gan’s “Rag Mop” and the dueting Tony ; ‘ d Fugue ln C lnor
Martin and Fran Warren in “I Said i
My Pajamas,” are sellers.
Columbia Records’ release of the orig-
E inal cast recording of “Gentlemen Pre-
| fer Blondes” promises to be the fourth
hit in the “Kiss Me Kate”, “South Pa-
. cific”, and “Miss Liberty” success cycle.
1 Bing Crosby’s “Chattanocogie Shoe
Shine Boy” and “Bibbidi-Bobbidi-Boo”
is going great for Decca. The label alsc
1 has Red Foley doing the “Chattanoogie”
| ear-catcher.
j Coral’s Connie Haines follows up her
‘ initial success with “Sugar Coated Lies”
and “Me Myself and 1.” The Ames Bros.’
recording of “Rag Mop” is also good.
In addition, St. Valentine’s Day pro-
vides a good opportunity for displays of
some new love ballads, sentimental al-
bums, or specialized children’s sets.
Of course, customers are still very
. much aware of the “speed” situation,
with the recent RCA Victor announce-
ment (see p. 80) causing much com-
m(?nt. Selling the three speeds is one Pierre Monteux conducts the San Francisco Symphony Orchestra in aonother outstanding contribution to
lk thing; but of even greater importance RCA Victor's catalog of noteworthy Bach recordings to commemorate the 200th anaiversary of the
to merchants is the buying of the plat-  composer's death.
ters in their proper percentages. Now is
the time to start keeping tabs on cus- Jerry Gray, former arranger for the late Glenn Miller, has been added to the Decca
tomer playing equipment and prefer- talent roster. Gray did the scoring for Decca’s new “Club 15’ album, and is

ences featured on his own discing of “By the Waters of Minnetonka” coupled with ““Crew
) Cut,”” both excellent for the dance set.

teanscribed Ty Respighi

Pert Teresa Brewer has been doing some top song-selling on succes-
sive London releases. Her latest, ““Music!, Music!, Music! still
whirling high.
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Dealers Utilize Goodwill, and
Profit from Extensive Televi-
sion Publicity and Coverage

The phenomenal success of the Kukla, Fran and Ollie show, sponsored b !
RCA Victor three days a week over 54 stations, has brought forth enthusi 1
astic comment from dealers across the country. Retailers have found thgl
by identifying themselves with the popular TV show, they reap maximu
benefits from this national-local advertising.

i

- -

Pictured on these pages are some of
the lecfding television shows sponsored by
television manufacturers. Future issues
will feature additional photos and com-
ment on other video : manufacturers’
shows. Dealers across the country are
cashing in on the additional advertising
and customers gained from the large
TV audience.

Many of the television companies are

T

working locally with dealers in sponsoring
co-operative TV shows. Interested dealers
are advised to contact distributors for
further information. In addition, more
and more network shows are being seen
in areas beyond the cable connections by
kinescope.

Westinghouse’s dramatic presentation “‘Studio One” features the best in acting, producing and
writing talent. Shown is a knock-down, drag-out fight from a recent vehicle, “At Mrs. Beams”
starring Eva Gabor and John Baragrey. The live show is seen on 17 different stations; it is
kinescoped across the country on 14 additional stations.

Two TV programs sponsored by Admiral are “’Lights Out’’ and "Stop the Music.” Left, is a scene from the mystery thriller “Lights Out”” shown on Monday
evenings. “Lights Out’” is also kinescoped. On the right, raccoon-coated Bert Parks ciowns during a dance sequence illustrative of the flapper days, during
the audience participation feature ““Stop the Music,” the first half of which is sponsored by Admiral on ABC on Thursday nights.



Crosley offers televiewers {ie panel! show, ‘‘This Is Show Business,”” (CBS 2 ]

TV, Sunday, 7:30 p.m., EST). On the left is Clifton Fadiman, Master of Morey Amsterdam (second from right) shown during a zaney scenc from
Ceremonies, smiling at guest panelist Faye Emeison. Regular panel the Morey Amsterdam Show, sponsored on Thursday nights at 9:00 p.m.
members George S. Kaufmon and Abe Burrows are seated. (EST) by the television receiver sales division, Allen B. DuMont Labs.
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The Pioneer Scientific Corp., utilizes spot announcements over TV
stctions to advertise its Polaroid TV filter. Shown is o ftypical
Polaioid spot, as scen by TV audiences.

The Philco TV Playhouse, seen Sunday evenings on NBC ot 9:00 p.m
(EST) and points West via kinescope feotures outstanding dramatic
entertainment. Pictured is o cruciol moment from the televised per~

¢ s o
stlub and orchestra are picked up by the TV camera during a Fred Waring tormange of “Rebecco.

¢rehearsal. The program, sponsored by the General Electric Co., is seen
i, 9 p.m. (EST} on CBS.

The Hoffman Radio Corp., Los Angeles,
operation with New York dealer, sponsors numerous local TY shows in-
ion Television, Stromberg-Carison cluding amateur hour and college
rs “Tropic Hoiiday” on Sunday games. A typical program on KLEE-TV,

sigs. The company participates in Houston, Texas, spots a local high
1 local TV programs in key cities schoo! group and grid player each week. 3
ting the series of “Crusade in Eu- Shown is pep squad from San Jacinto

films on WHAM-TV in Rochester. High School.
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Universal RANGE

"Select-A-Range’’ electric range provides
opportunities to plan kitchens with flex-
ibility; enables facilities to be matched to
specific requirements of each consumer.

e R e S

i v e,

“Convenience Level” oven featured to en-
able homemaker to see right into the oven
from a standing position, Select-A-Range
is comprised of three basic interchange-
able, independent, self-contained units,
consisting of an oven, surface cooking unit,
and a roomy storage cabinet. More than
25 different arrangements can be created
from these three basic modular units. Fea-

A few of the many range designs available

tured is a complete oven with one-piece
enamel-lined interior, Thermostat control
and preheat push button, automatic timer,
minute minder, signalites to indicate when
oven is on for bake and broil, smokeless
slotted broiler grid and no-warp broiler
pan, surface units with four fast heating
thrift units, swivel mounted for easy clean-
ing; conveniently located surface controls
with adjustable 7-heat control switches;
exira heavy gauge steel storage cabinet.
Lemders, Frary & Clark, New Britain, Conn.
—RADIO & TELEVISION RETAILING.

Leonard REFRIGERATORS

Ten new Leonard refrigerators, includ-
ing four Super Deluxe models with 11 1o
12 cu. ft. of storage capacity, introduced
by the company. Suggested retail prices
on the four Super Deluxe models, all re-
frigerated from top-to-base, are: model

70

1950 New

LTM, 12 cu. fi. two-door combination re-
frigerator-freezer, $449.95; LMM, 11 cu. ft.,
with full-width frozen food chest and sec-
ondary cooling system for extra-humid
refrigeration, $389.95; LFM, 11 cu. ft., with
full-width frozen-food chest, $339.95; LVM,
12 cu. ft., with side-mounted frozen food
chest, $299.95.

In the medium-price field, two deluxe
8 cu. ft. models, both with across the top
freezer chests, are model LRL, priced at
$279.95, and model LRK, at $249.95. Other
models and prices are: LRE, 8.6 cu. ft,
$229.95; LRB, 7 cu. ft., $214.95; LRC, 6.1
cu. ft., $199.95.

Leading model in the super deluxe series
is the LTM, with a capacity of 11.9 cu. ft.,
priced at $449.95. Features across-the-top
frozen food chest with its own door. Super
deluxe models LMM, LFM and LVM are
priced at $389.95, $339.95 and $299.95,
respectively. Leonard Div., Nash-Kelvinator
Corp., Detroit 32, Mich.—RADIO & TELE-
VISION RETAILING.

Westinghouse APPLIANCES

Refrigerator shown, called *Frost Free'
ADA-96, removes all frost from the refrig-
erator’s freezer walls before it can build
up. It then automatically disposes of the
defrost water by quick evaporation. Unit
is 9.6 cu. ft. refrigerator-freezer combina-
tion and carries a suggested list price of

ey

$399.95. Freeze chest freezes and stores 4]
pounds of foods and ice. The "Frost Free"
defrosting cycle is automatically set in
motion each time the refrigerator has been
successively opened 60 times.

"The Rancho” electric range, shown,

features a new design with the appearance
of a kneehole desk, for use in small
kitchens, and where its unique styling
matches interiors. Suggested list is $159.95.

lectrical

Range is 38 inches wide and has four
surface Corox units, two 8-inch and two
6-inch. Features automatic oven heat con-
trol and can be equipped with a platform
lamp and oven timer. Also has Tel-A-
Glance controls for surface units, an oven
thermostat and a convenience outlet. Two
other range models were introduced by the
company. “The Commodore,” which sells
for $199.95, is 40 inches . wide; ‘'The
Champion” deluxe range with a suggested
retail price of $259.95 is accentuated by
a Fresnel glass lens which concentrates
the fluorescent light on the work surface
of the range.

Also shown by Westinghouse is a new
front opening top-loading automatic dish-
washer designed for ease and flexibility of
installation. The dishwasher retails at the
ollowing list prices; 48-inch electric sink,
$374.95; 24-inch cabinet, $284.95; and the
undercounter model, $254.95. The Waste-
Away garbage disposer is an accessory
for the electric sink and is sold for $124.95.
Westinghouse Electric Appliance Div.,
Mansfield, O.—RADIO & TELEVISION RE-
TAILING.

Kelvinator RANGES

Complete new line of six electric ranges
for 1950 shown by Kelvinator. New models
include two deluxe automatic ranges, two
apartment house models, and two low-
priced 28-inch-width ranges which may be
fitted with either of two types of lamp-and-
timer accessories. Deluxe top model, ER-
509, unit has a completely automatic
cooking control, and dualinterval minute
timer. Dual-interval minute-timer accurate-
ly times periods from 15 seconds to six
minutes, or from 212 to 60 minutes. Three
7-heat units plus a two-way up-and-down
unit are grouped at the left side of the
range. A series of white and colored signal
lights on the control panel indicates which
of the range elements are in use; fluores-
cent top light, two appliance outlets, and
a warmer drawer are additional features.
Priced at $309.95.

Other range models include model ER-
507, which features an accurate automatic
oven timer and electric clock; dual interval
minute timer; white plastic and chrome
control-knobs mounted on recessed, slop-
ing control panel: three seven-heat sur-
face units; two-way up-down unit; retail
price is $279.95. Six different combinations
of features are possible in the two new
economy ranges, models ER-503 and ER-
502, priced from $215.95 to $189.95, de-
pending on the equipment, Designed for
kitchens where floor area is at a premium,
range models ER-541 ($164.95) and ER-501
(5154.95) are 21 inches wide and 25 inches
deep. Kelvinator Div., Nash-Kelvinator
Corp., Detroit 32, Mich.—RADIO & TELE-
VISION RETAILING.

Duchess WASHERS

1950 line consists of four models at
prices of $89.95, $99.95, $109.95 and
$1.29.95. The lowest price is the model 50
with a 7 Ib. capacity tub. The models
60, 80 and 90, have a capacity of 10 lb.
dry clothes. Model 90 features a heat re-
taining jacket on the tub. Appliance Miaq.

Co., Alliance, O.—RADIO & TELEVISION
RETAILING.
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Appliance Lines

Philco APPLIANCE PRODUCTS

Refrigerator line features a horizontal
evaporator in all new models, with line
stressing greater values, engineering and
design improvements. Full-width horizontal
Quick Chiller is an extra cold zone, 7 to
15 degrees colder than the main food com-
partment, and gives wide opportunity for
varying uses. Full length door models

which offer real refrigeration all the way
to the floor, a refrigerator with a huge
2 cu. ft. builtin home freezer, 14 cu. ft.
two-in-one refrigerators and a full 11 ft.
refrigerator in the dimensions of an 8 ft.
cabinet are other developments in the line.

Electric ranges shown featured double-

oven ranges, ''Broil-under-Glass” feature,
and the revolutionary Philco broiler de-
signed to broil foods in their own cooking
vapors and retain the natural juices. The
nine models include three double-oven
styles, three single-oven styles and two
spacesaver or apartment size ranges. Auto-
matic cooking, fast heating surface units

and steel frame construction are other
features. Shown is range model 408, the
style leader, with two complete ovens,
all automati¢ cooking controls grouped at
right for convenience and safety, and the
"'Broil-Under-Glass” feature.

A 12 cu. ft. chest type freezer has been
added to the line. Model EH-121 provides
more space at the top of the freezer with
70% of the storage space above knee
level. In addition, the new line of Philco
single room air conditioners offer many
style and performance refinements. Three
new window models and four console types,
including two water cooler models, were
shown. Philco Corp., Philadelphia, ‘Pa.—
RADIO & TELEVISION RETAILING.

Admiral APPLIANCES

Refrigerator, shown, stands 4V2 feet high
and a little over 2 ft. wide and deep; has
capacity of 9.1 cu. ft. Fullwidth freezing

compartment holds 37 lbs. frozen foods;
drawer below freezer holds additional 16
pounds. Models in line maintain tempera-
ture of 20 degrees below zero in the re-
designed freezer compartment which holds
from 72 to 84 pounds of frozen food and
18 pounds of ice cubes. Prices and models
are: 7 cu. ft. "Master,”” $189.95; "Deluxe,”

$214.95; 9.1 cu. ft. “"Master,” $239.95;
"Deluxe,” $259.95; 11.1 cu.%ft. “Master,”
$279.95; "Deluxe,” $299.95; 14.1 cu. ft.

"Deluxe,” $339.95. In the Dual-Temp line,
the 10.6 cu. ft. size is priced at $399.95,
the 13.5 cu. ft. size at $449.95.

Admiral's electric range line consists of
six different units; the smallest is a new
home model, the largest a two-oven unit
which features “flex-O-heat,”” a device
whereby any heat temperature can be
used for cooking instead of the usual fac-
tory set temperatures, an oven automatic
barbecue and a simplified timing device.
Retail prices for the line are from $154.85
to $349.95. Admiral Corp.,, Chicago.—
RADIO & TELEVISION RETAILING.

Starrett AIR CONDITIONERS

Initial line includes two window models,
of 2 and % H.P. size, encased in metal;
two console units, % and 1 H.P. models,
housed in cabinets bearing the same qual-
ity design as the Starrett television sets.
The air conditioning units are being mer-
chandised through the company's TV
dealers. Starrett Television Corp., 601 W.
26 St., New York, NNY.—RADIO & TELE-
VISION RETAILING.

Radio - TV Contents of “Electrical Merchandising” Ordered
Limited to 47:% of Reading Matter, 15% of Advertising

e We have had many inquiries about
the December 8, N. Y. Supreme Court
decision against McGraw-Hill, limiting
their “Electrical Merchandising’s” pub-
lication of radio-television reading and
advertising matter, in the suit brought
by Caldwell-Clements.

In 1941 McGraw-Hill’s “Radio & Tele~
vision Retailing” and Caldwell-Clem-
ents’ “Radio & Television Today” were
merged under Caldwell-Clements’ op-
eration as a constructive service to the
radio industry by Caldwell-Clements
and McGraw-Hill.

Through Caldwell-Clements’ purchase
of “Radio & Television Retailing,”
McGraw-Hill acquired a stock interest
in Caldwell-Clements and held such
minority interest until February, 1948,
when the stock was repurchased by
Caldwell-Clements and McGraw-Hill
completely ousted.

At that time, McGraw-Hill in its sales
rontract, agreed not to ‘“start, operate
or interest itself directly or indirectly
in publishing any publication primarily
in the field of distribution of radio and
television sets, parts and accessories”
until at least April, 1951.

RADIO & TELEVISION RETAILING e February, 1950

As we interpreted the language and
understood the purpose of this agree-
ment, no issue of “Electrical Merchan-
dising” would devote more editorial
space to radio-television or would con-
tain more radio-television advertise-
ments than the average of “Electrical
Merchandising’s” issues from February
1945 through January 1948. McGraw-
Hill did not interpret the contract the
same way as we did, so Caldwell-Clem-
ents went to court to obtain a ruling on
the meaning of the contract.

Judge’s Decision

On December 8, 1949, Mr. Justice
Dickstein, of the New York Supreme
Court, decided the case in a way that
upholds our interpretation of the con-
tract. In the words of the judge:

McGraw-Hill “had earlier divested
itself of its radio-television property,
restricted its freedom of competition,
and now seecks to re-enter the field in
unlimited degree*** It enlarged par-
ticipation in a manner which the
parties agreed would not be done.***
It had for itself closed the door to

radio and television for such treat-

ment.”’

Order Means 21/ Pages TV

On January 13, Justice Dickstein
ordered McGraw-Hill’s “Electrical Mer-
chandising” to limit its radio-television
reading pages to less than 4%4% of the
total reading pages of any issue. On the
basis of recent issues (which have
averaged 60 reading pages) total TV-
radio reading material would thus be
held down to about 2% pages per issue.
This includes the total of all radio-TV
feature material, new-product descrip-
tions, trade news, picture pages, etc.

Also Judge Dickstein has ordered that
radio-TV advertising in any issue of
“Electrical Merchandising” be limited to
15% of the total advertising contents
of that issue.

In addition to the above severe re-
strictions, the Judge has stipulated that
even with this limited radio-TV ma-
terial, emphasis shall not be given any
matter that would make the magazine
appear primarily radio and television
in character.
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NOW! RIGHT OR LEFT HAND OVENS!

“Convenience-Level” can be set to any
desire?i-ﬁeig}_u: _1'1_ng1: or left, for tall or
short people to eliminate back-breaking
stooping, squatting and bending!

exclusive “Convenience-Level” oven!

EREEEEmEZEENN

NOW! 100% MORE STORAGE SPACE!
Increased storage drawer capacity pro-
vides more than twice as much utility
space as conventional ranges! All your
utensils are now at your fingertips!

NOW! SAVE TIME WITH AUTOMATIC
COOKING! Automatic Clock starts and
stops oven without attention. Automatic
push-button Pre-Heat Control. Just set it
... then forget it. No watching or guessing!

RADIO & TELEVISION RETAILING « February, 1950
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i New markets for you!... Greatly increased turn-
over with reduced inventory! . . . Exclusive, dra-
matic ““Convenience-Level”’ oven! . .. More sales

through kitchen planning flexibility! That's why...

EVERY DEALER SHOULD HAVE THIS AMAZING NEW AIND OF RANGE N HIS STORE/

/' The Select-a-Range gives you the widest range line in the
industry. Now you can sell a range for the smallest cottage or the
largest mansion ... from minimum to maximum cooking require-
ments. Now you can sell the building market with a range designed
and priced for any project ... new building or modernization. Now
you can sell the institutional market with a range big and flexible
enough to meet requirements.

Here are new markets, broader markets never before
open to you in range selling!

25 One Select-a-Range on your floor is all the inventory you
need to do a complete selling job compared with 6 or 8 models of
a conyentional line. Instead of turning over your range investment
four times a year, for example, Select-a-Range turnover is 24 times!
Just one Select-a-Range gives you a line of more than 25 models!

Reduced inventory . .. increased turnover. .. equals
greater range profit for you!

OVER 25 VARIATIONS FROM 3 BASIC UNITS!

Typical right-hand oven. Left-hand extra high oven.

3’ Select-a-Range is the only rangé with the much desired
no-stoop “Convenience-Level” oven. Surveys show that over 25%

height your customer selects . . . exactly as she wants it.

Here is a great sales advantage for you that no other
range line can match!

¢' Select-a-Range multiplies your dpportunities to sell com-
plete kitchens ... 25 arrangements to meet your customer’s most
exacting whims. Your kitchen planning problems are simplified
with fresh new designs by the nationally famous Royal Barry Wills
... Select-a-Range models and other sales helps.

Call your Universal distributor today or write immediately to
Landers, Frary & Clark for complete details. Be the ¥irst in your
town with the sensational Select-a-Range!

nationally famous small ‘homes designer,, has
planned six new startling kitchens around the sen-
sational Select-a-Range. Featured in Select-a-Range
national advertising, they have also been included.
in your kitchen planning kit to help you seli!

UNIVERS

Minimum tow cost arrangement, Double oven arrang t

i,

LANDERS, FRARY & CLARK, NEW BRITAIN, CONN.

RADIO & TELEVISION RETAILING e February, 1950
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Has the Refrigerator

Failure to Re-establish Pre-War Seasonal Peaks
Suggests Trend to Year-Round Merchandising

o As the accompanying graph of re-
frigerator sales reveals, pre-war factory
sales were pretty well concentrated dur-
ing the months March-June, with sales
at the retail level generally accepted to
be a hot-weather phenomenon.

With the war four years behind us,
however, monthly sales are continuing
on an entirely new tack, with no sig-
nificant peaks during the whole year.
Perhaps the most outstanding fact re-
vealed by the postwar sales is that the
second half year has a slight edge over
the first, with a surprising spurt in the
last four months, a traditionally dull
season for refrigerators before the war.

It was relatively easy to interpret this
condition for the first two to two-and-a-
half years after the war, since the fac-
tories were understandably producing at
capacity all year-round in an effort to
make up for the lost war years and get
back up to peak production,

New Sales Trend

There is a feeling now, however, that
we may not ever return to the old hot-
weather-only refrigerator complex. A
consideration of the factors involved
will show many points on the affirmative
side of this argument.

In the early days of the mechanical
refrigerator, the principal home refrig-
erant was ice. Ice is, naturally, most
perishable in the summer, and least
necessary in the winter. As a matter of
fact, many families did without it alto-
gether in the winter, using a “cold room,”
window box, or other means of utilizing
the natural cold outdoors.

The refrigerator, then, had to try to
replace the ice-box. In the course of
the thirty-odd years that refrigerators
have been on the market, however, the
American home pattern has been greatly
changed. The use of perishable foods
(and now frozen foods) has greatly in-
creased due to the growing number of
refrigerators in the home, as well as in
railroad cars for the shipment of perish-
ables, and in wholesale and retail estab-
lishments where food is stored prior to
sale. Families who have enjoyed the
convenience of refrigerators for any
length of time now feel that they cannot
do without them, regardless of the time
of year. If a refrigerator were to be-
come worn out and inoperative in the
winter, there is hardly a family which

74

1949 Sales of Refrigerators By
Sizes Show Trend fo Larger Boxes

Less than 4 cu. ft. .000029,
4 cu. ft. .01 %
5 cu. fi. .06 %
6 cu. ft. 18.2 %
7 cu. ft. 33.0 %
8 cu. ft. 26.9 %
9 and 10 cu. ft. 18.0 %

11 and 12 cu. ft. 3.7 %
13 cu. ft. and up .03 %

would wait for warm weather before
replacing it.

The replacement market, is in fact, a
strong point in the leveling off of year
round sales, since, as we have pre-
viously suggested, replacements are
bought all year round. )

The tremendous increase in new fami-
lies which we have experienced during
and after the war has in the large con-
sisted of “second generation” refrigera-
tor users who would not dream of fur-
nishing a home without having a
refrigerator at the head of the list.
These purchasers have bought regard-

less of the weather, as soon as they
found a home.

The same may be said, for that matter,
for all young people growing up now and
who will grow up in the future—as re-
frigerator saturation increases, so will
the numbers of young people whose only
association with ice is in cubes . . . just
as most young people today do not know
what it is to be without a radio.

More Rural Users

The tremendous growth of rural elec-
trification has swelled these numbers,
and will continue to increase the nun-
bers of people who take mechanical re-
frigeration for granted.

On the other side of the ledger we
have some very valid arguments in sup-
port of the traditional seasonal nature
of refrigerator sales. Everybody knows
that summer brings out the worst in old
refrigerators. With a greater difference
between room temperature and inside-
box holding temperature, refrigerators
have to work harder. Old units show up
squeaks and knocks, run longer, are
more critical of leaky door gaskets and
poor insulation—ice cubes are more in

(Continued on page 95)

Percentage of total year’s sale of refrigerators registered each month, showing pre-war March-June
peck and postwar shift to end-of-year selling. Source: National Electrical Manufacturers’ Association;
percentages and averages by RADIO & TELEVISION RETAILING research staff.
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These are
the facts!

1950 is slated to be the best
year yet.

Picture-size preference is predomi-
nantly for the 12:2" and 16" tube sizes.

b Price alone will not sell sets...consumers

have their eye on quadlity features.

THE WESTINGHOUSE 610T12,

shown here, is designed to help you capitalize > ) — A I _

on these facts: %g/

Pricewise, it's competitive. /\( L o, o Com?are
Productwise, it has performance and quality that / /\?Jr \\ /fj\/) </J\‘:\ aw

can’t be matched at anywhere near this price. A \ "\g‘//\} THESE SALSS FEATURES:

The Westinghouse 610T12 is a natural for home demon-
stration. The sensational ELECTRONIC MAGNIFIER,
with choice of full vision picture or GIANT CLOSE-UP,
plus superb tone make this set a sales clincher. A bonus
feature for you is the fact that its quality will assure
trouble-free service for a long time to come, building
good will and repeat business for you.

® BIG 12%;-INCH “BLACK' GLASS TUBE — non-
glare brilliance and sharper contrast.

® AMAZING ELECTRONIC MAGNIFIER —with a flip
of the control knob you switch from fwll vision to
GIANT CLOSE-UP picture, with the center of interest
as large as a 16" tube gives. Exclusive eyelid shutters
automatically frame picture.

©® BUILT-IN ANTENNA —Electronically tuned.

® DISTINCTIVE CABINET—Model 610T12 (mahog-
any); Model 614T12 (blond, frosted oak) smartly
simple in design.

® PHONOGRAPH PLUG-IN & SWITCH—permit use
of record player attachment.

® PRE-TUNED —pre-tuned to receive all U. S. channels,
complete with ultra-high frequency adapter plug-in.

The Westinghouse 610T12 has a full complement of
tubes (no short-cuts in circuit performance). It is super-
sensitive for long-range reception, has improved “road
block™ circuit features that eliminate interference trou-
bles, and automatic controls for simple operation (with
no concealed control knobs).

‘t0.00000.'QQQOOQ0.0!09000\\

Feature for feature Westinghouse wins,
with a complete TV line!

See your Westinghouse Distributor about this pace-setting low priced set, now!

you caN BE SURE...IFITs " i eStiIlghOllSG

RADIO & TELEVISION RETAILING ¢ February, 1950 75




What Can the Dealer

o About

PARKING PROBLEMS?

© Over the telephone, Mrs. Smith is
telling her favorite retailer that she
was unable to get in to see that washer
she’s interested in because she couldn’t
find a place to park her car. No, she
doesn’t want the dealer to send a ma-
chine to her home for demonstration,
but will try to get in another day.

All over the country, merchants are
hearing customers’ :tales of woe con-
cerning the parkin‘,gf‘1 problem, and the
situation is usuaily’ most acute as it
affects those dealers in high-rent,
heavy traffic Main Street locations.
“Plenty of Parking Space” is an ad
theme being used more and more by
the stores in outlying districts or by

those in sections having adequate pri-

vate or public parking facilities.
Since the parking problem is be-
coming more serious every day, dealers

need to make a strenuous effort to help.

in planning parking projects in their
respective communities.

Traffic Control Plans

In some cities, dealers who have
heavy investments in centrally located
stores are trying to protect their stakes
through various plans. Some are pay-
ing taxi fares for patrons. Still others
provide “courtesy” coins for customers
to use in parking meters, and are
offering to reimburse shoppers for
charges imposed by operators of pri-
vate, parking lots.

While numbers of towns and cities
have what may be considered adequate
parking facilities set up in lots near
the main shopping sections, the great
majority are still unable to take care
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of anything but a very small number
of those seeking to park their cars
while visiting the stores.

Community Cvoperation

Retail dealers in many sections are
working hard with civic organizations
to find answers to parking problems,
and many worthwhile solutions have
been found where geographic condi-
tions permitted. But in numerous other
towns, particularly the older ones,
there just isn’t any room available,
with the result that planners end up
completely stymied. Lack of parking
facilities has been responsible for the
moving by a considerable number of
dealerships to “fringe” locations where
the shopper can park without difficulty
at any time.

One old-established dealer in a
thickly populated suburban area re-
ports that he has been losing customers
consistently for a long period of time
because of the difficulty experienced
by people in visiting his store. A num-
ber of his one-time customers ad-
mitted that they had switched because
of the mid-town parking situation.

One of the “hidden” costs imposed
on the dealer by the lack of parking
space lies in the increased demands
made upon him to deliver merchandise,
even such items as electric light bulbs.
Those shoppers lucky enough to park
cars within walking distance of the
main drag are seldom willing to carry
packages, however small.

In “hopeless” areas, merchants can
either move to new locations or make
the best of the situation by stressing

free delivery, and whatever “meter” or
private parking fee-paying induce-
ments that happen to be available.

In those places where far-sighted
planning offers possibilities, dealers
need to consider the town’s parking
problem their own bread-and-butter
affair, doing all they can to help the
powers that be arrive at some solution.
The parking problem will never “iron
itself out” Left alone it will grow
steadily worse as more and move cars
are put on the road.

Action Necessary

Traffic experts who have traveled
through numbers of the nation’s towns
and cities have reported many -cases
where parking situations could be re-
lieved by a complete revamping of ex-
isting regulations. In some instances,
many more cars could be fitted into
available space if methods of parking
were to be changed. City fathers are
sometimes lax in permitting the play-
ing of favorites by authorities who let
certain car owners violate parking
rules without punishment. Now and
then a reshuffling of taxi “stands” can
be made to provide more space for
parking,

In his own interests the dealer needs
to associate himself with local activities
concerned with parking. Groups of
merchants, operating as committees
have, in numbers of instances, come
up with workable ideas resulting in
helping the motorist find a place to
leave the family car while patronizing
the stores in the neighborhood.

RADIO & TELEVISION RETAILING o February, 1950
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1 ind these beautiful doors
s hallicrafters’ fulfillment
television’s great promise!

’?

i ] NEW, RECTANGULAR TUBE!

Tune in

“HALLICRAFTERS HOLLYWOOD QUIZ”
M.B.S., 5:45 P.M. SATURDAY

16" Consolette 16" Mahogany Toble Mode!

A beautiful new design, A terrific scoop for holders

| amazingly priced. of Hallicrafters franchise.

."' fhe ha"":ragfers CO. 4401 West Fifth Avenue, Chicago 24, lllinois
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Cost of Doing TV Business-1950

Short Discounts May Be Offset By Increased Volume, Fast Turnover

® Postwar retailing has been charac-
terized by increased costs, coupled with
reduced discounts in many lines, espe-
cially TV, putting a “squeeze” on the
dealer’s margin of profit. This has led
some radio-appliance dealers to say
they can’t afford to promote TV . . .
“Who can make money on 27%97”

With over 800 million dollars worth
of TV receivers sold in 1949, many
dealers who were complaining “You
can’t make money on TV” are driving
around in Cadillacs. This suggests that
there is more to be considered than
the percentage of discount offered by
the distributor.

It has been a fairly well established
fact for many years that the average
gross margin of radio-appliance retail-
ers is about 35%. This means that the
gross margin, or gross profit (which is
the difference between sales and the
cost of goods—or that which is left
after the goods are paid for) is 35%
of the sales figure. This 35% covers
expenses and net profit.

The assumption is that if merchan-
dise carries a trade discount (the dif-
ference between the dealer’s cost and
the suggested retail price, based on the
selling price as 100%) of less than
35%, the store will lose money.

On closer examination, we find that
the gross margin of a store is an aver-
age of all transactions, covering mer-
chandise with many different discounts.
The expenses which this margin must

$ 100,001

NET

90,000 PROFIT

80,000
70,000

60,000

VARIABLE
EXPENSE

FIXED
EXPENSE

Fig. 1—How expanding sales volume increases net
profit. As explained in the text, variable ex-
pense does not increase as fast as sales. Cost of
goods on this graph is always 659% of sales.

cover can vary widely, too—both in
dollars, and as a percentage of sales.

Back in the so-called “normal” days
before the war (let’s take 1939-41 as an
example) almost all discounts ran 40%
or better, with many an extra 10 and 5
thrown in as an incentive, plus cash
discounts for prompt payment, and
quantity discounts—and yet the store’s
margin was seldom over 35%. Some of
the reasons for this were: slow turn-
over, mark-downs, high commissions to
salesmen, costly trade-ins, and free
service.
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In what can now be considered TV’s
first big year, 1948, when the discounts
were the shortest, every one of these
before-mentioned five factors was ab-
sent. The “clean” selling of TV meant
a reduction in the “hidden” costs which
are usually listed under “miscellaneous
expense.”

The increased volume which many
dealers have enjoyed as a result of TV
has also resulted in another expense
reduction. This reduction stems from
the fact that the expenses of a store
are of two types: fixed expenses (such
as rent, heat, light) and variable ex-
penses (such as selling expense, deliv-
ery expense). As volume increases,
only the variable expenses increase, so
that the total expense, as a percentage
of sales, does not increase as fast as
the sales volume. This means that as
sales volume increases, the expense
percentage goes down, leaving more
net profit—which permits profitable
operation even with short discounts.
This theory was originally developed to
show that a business could operate at
a profit selling below list to the con-
sumer, due to the resultant higher vol-
ume. This latter idea does not hold up,
however, because when your competi-
tors follow suit, you no longer have a
price advantage and you don’t get the
necessary volume.

If volume can be successfully at-
tained by legitimate means, however
(by aggressive selling of “wanted” mer-
chandise), costs as a percentage of sales
will go down surprisingly as the ac-
companying graph shows. Even the
cost of sales-help will remain fixed for
a long while due to the fact that most
sales-clerks or salesmen can handle a
lot more work if they can get the
business.

Discounts Lengthening

In this connection, we can quote from
the story of the Fred A. Schmidt store
in St. Louis, which appeared in the
December, 1949, issue of RADIO &
TELEVISION RETAILING. Doing a
volume of $150,000 a year, Mr. Schmidt
said, “We can get three times as large
and still get by with 7 salespeople,
without making it necessary for any
customer to stand around and wait.”

As TV selling becomes more com-
petitive, some of the old costs are re-
turning (commissions to salesmen, and
mark-downs) but the trade discounts
are also rising to offset this, Among
the brands, some of the lesser known
ones are offering higher discounts; and
among the models of ga particular
brand, the slower moving types carry
higher discounts. Little added dis-
counts are creeping in—such as cash

and quantity discounts which hardly
existed a year ago, free delivery, etc.

All things considered, the merchant
who is guided rather than ruled by
operating percentages and ratios will
come out in the black as long as he
carefully analyzes his costs and fully
understands where his money comes
from and where it is going. RADIO &
TELEVISION RETAILING has always
recommended that dealers diversify,
protecting themselves not only from
lulls or slumps which may occur in
any one line, but also from the “profit
squeeze” which may result from selling
nothing but a low discount line. On the
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Fig. 2—The pattern of fig. 1 applied to a par-
ticular store with a 1948 volume of $50,000.
Dotted line shows sales volume from $10-100,000,
with a loss indicated below $30,000.

other hand, lines with unusually long
discounts should be given close scru-
tiny and purchased with care—if the
merchandise is too hard to move, you
may eventually have to cut that dis-
count in half to get the item out of the
store.

Fixed expenses should be carefully
examined to make sure that they are
not out of line with the store’s average
sales volume or potential. Perhaps the
rent is not in proportion to the desir-
ability of the location; perhaps a switch
from filament to fluorescent lighting, or
an improved heating system is indi-
cated to effect economies in the “fixed”
costs. On the “variable” side, increas-
ing expenses may be in order if they
will result in improved sales volume
and faster stock turnover. Service de-
partments and trade-in services should
be designed to operate at a profit, as no
drain on the profit can be tolerated
when discounts are at a minimum
while selling is getting more difficult.
And finally, ordering must be done
realistically and optimistically, as more
sales were lost in the last six months
of 1949 because of a lack of merchan-
dise than because of any resistance on
the part of the consumer., To get the
sales volume that you need in order
to make your location pay off, you
must have the merchandise to display,
to demonstrate, and to deliver.
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¢ HYTRON

WE'RE STILL IN

THE L7 BUSINESS

Seems as though everything nowadays is TV ... TV ... TV. We've had so
much TV news for you! Hytron’s new 16RP4 rectangular picture tube. Hytron's
new low-cost deflection-circuit tubes: 1x2, 6BQ6GT, 6U4GT, 6W4GT, 25BQ6GT,
and 25W4GT. And many more Hytron designed-for-TV tubes coming.

But we’re still in the radio business — both of us. Radio still is king. We realize
that. Also that most service problems are still radio — not TV. You can depend
on Hytron radio tubes. Whether it is the original Hytron GT ... miniature ...
G +..metal ... or loctal. For a-c/d-c, portable, f-m, phono, or auto radio.
Hytron will strive to give you the most dependable radio (as well as TV) replace-
ment tubes.

HYTRON

i | Racio Tuges (7

0 LET HYTRON TOOLS
WORK
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i E ,9&9’ é&z :82§§2g* R e e R i i g
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HYTRON RADIO & ELECTRONICS CORP,,

Salem, Massachusetts

Y want to know how the Hytron tools can help me make more
money. Please send me the free Hytron Tool Catalogue

at once.
(PLEASE PRINT)

: NAME. ..o
Tuse mm 5 net
£ xu;,e
— R.R.
STATE . oo oo e
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Record News Notes

In a statement of policy with respect to
RCA Victor records, Frank M. Folsom,
president, Radio Corporation of America,
made public the company’s plans to make
available its artists and classical library
on new and improved long-playing 33%
rpm records. In making the announce-
ment Mr. Folsom stressed the success of
the 45 rpm record system in attaining na-
tion-wide public acceptance.

Mr. Folsom stressed the following
points : 1. To make available to the public
RCA Victor’s library of great artists and
music recorded for all record players—
45 rpm, 78 rpm, and 33%% rpm. 2, To give

the public recordings of the finest artists
and the finest music. 3. To achieve
through its instruments and records the
finest possible musical reproduction. 4.
To make available to the public the
achievements of scientists and engineers
at work in the RCA Laboratories.

The 33% discs will be introduced on or
about March 1. From time to time new
recordings will be available as appropri-
ate additions to the long-playing reper-
toire, in addition to those from the
catalog. All new selections will be
available on both 45 rpm and 78 rpm
dises, The RCA Victor line of Victrola
phonographs and radio-television combi-
nations includes instruments that play all
three speeds—45, 78 and 33% rpm; all
instruments feature an independent ‘45"
record player.

KIND % ez
KIND % zwee

LONG LIFE

FROM 50cto $5.00

PHONOGRAPH NEEDLES

PERMO, Socorficraatect

CHICAGO 26,

80

Artie Shaw with Decea

fj‘@ ‘

S

Popular band maestro, Artie Shaw, left, signs q
three year exclusive Decca recording contract.
Smiling approvingly are Milton Rackmil, center,
Decca president, and Dave Kapp, vice-president.

RCA Victor’s Little Nipper album,
“Howdy Doody and His Air-O-Doodle,”
adapted from the popular television show,
shows indications of becoming one of the
biggest-selling children’s albums, accord-
ing to Larry Kanaga, general sales and
merchandise manager.

Columbia Records, Inc., has under-
taken an extensive advertising and pro-
motion program on behalf of its 77 LP
Microgroove records, according to Ken
McAllister, director of advertising and
promotion for the company. The cam-
paign stresses the many LP advantages
of economy, quality and space-savings in-
herent in the Columbia 33% LP system.
Included are: national ads; window dis-
plays; cooperative advertising; radio an-
nouncements and spot plugs; presentation
and sales kits for distributor salesmen.

Leonard Bernstein, the brilliant young
American conductor, has signed an ex-
clusive recording contract with Colum-
bia, announced Edward Wallerstein,
president. Mr. Bernstein will also per-
form as a piano-soloist and interpreter
of his own compositions.

Leonard Schneider, vice-president and
general manager, Decca Records, Inc.,
has announced the appointment of Mort
L. Nasatir as director of advertising.

Coral Records, Inc., has announced
the signing of the following to exclusive
recording contracts: Harry Babbitt;
Martha Tilton; Dick Robertson; Leigh-
ton Noble; Cliff Steward; The Pine-
toppers; Al Sears and Eva Carter.

“Growing Music Interest Offers At-
tractive Opportunity for Music Mer-
chants,” is stressed by Louis G, LaMair,
president, American Music Confer-
ence, in a statement for retailers. Mr.
LaMair recommends the following points
to aid merchants in taking advantage of
the more receptive market being created:
Interest your community in music; co-
operate with music teachers; sponsor a
school instruction class; sell music by
means of advertising, direct mail, dis-
plays, etc.; employ the “Moving Ahead
with Music” film; use available printed
material; make music lessons “fun”;
utilize national publicity; assist in local
field work; make it casy and interesting
for people to learn.
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. Greater sweep width is required for
16-inch sets using a rounded-end pic-
/ture window than for the rectangular
¢ type mask. The schematic at the right
.shows changes incorporated into the
{EAdmiraI 21A1 chassis stamped run “19”
A new horizontal output
transformer, linearity control and width
‘control are employed, plus a few com-
iponent changes such as the plate load
]}R436 (formerly 270K), the 6BG6 cath-
'ode bypass C424 (formerly .25) and the
' horizontal linearity filtering (C444, 445,
A\‘§446 and R461). A different escutcheon

gor higher.

‘ﬁand associated parts are, of course,
B =

{llemployed.

Arcing or Corona in 16" Sets

Arcing or corona in the 2nd anode
Eupply circuit of the picture tube will

B dmp e

i Y

enerally produce a sharp crackling

moise in the sound of the receiver, a

faint hissing sound, or an odor of ozone.

It can also cause the raster to vary in

'brightness. Arcing or corona is gener-

‘mlly aggravated by conditions of high

humidity.

If the noise in sound, hissing sound,
or odor of ozone stops when the 2nd
anode connector is disconnected from
|ithe chassis, the difficulty is in or at the

fipicture tube mounting assembly. If

Ylithese symptoms persist after discon-
inecting the 2nd anode connector, the
'..‘diﬁ'iculty will be found in the chassis.

In general, the exact spot of arcing or

i 'corona can be located by close observa-
tion in the dark or under subdued light.
. If arcing or corona is located in or at
the picture tube assembly (stops when
ithe 2nd anode lead is disconnected),

‘the remedy may be found in the follow-
ling: 1) Arcing or corona from the front

' of the picture tube (cone or screen) to
‘the picture tube window. Clean picture
ftube and picture tube screen. If the pic-
‘ture tube window, is plastic, it should
tbe cleaned only with a dampened

chamois or a soft lint-free cloth. A

plastic dust-repellent may be used. Do

'not use other cleaners, such as carbon-

itet, or kitchen-type cleaners. 2) Arcing

R

R
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TV Service Hints

, Eliminating High Voltage Arcs; Admiral 21A1 Chassis Modified for

anode lead. Push the connector to=
gether for good contact. Check for
clean, unfrayed connection.

If arcing or corona is located in the
2nd anode supply in the chassis (does
not stop when 2nd anode lead is dis-
connected), the remedy may be found
in the following: 1) Arcing or corona
between or across components mounted
on the 1B3/8016 rectifier tube mounting
strip. Make proper clearances, tighten
mounting screws, check soldered con-
nections for good tight joints with no
sharp points. Clearance between the
corona ring (below the 8016 socket)
and the chassis should be approxi-
mately 34 inch. Check for leakage
across 500 mmifd. condensers. Clean
surface of condensers, tube - sockets,
phenolic mounting strip, ete. with car-
bon-tet. Clean dust off tube glass. 2)
Arcing or corona between terminals,
leads or windings of horizontal out-
put transformer. Clean terminals and
surfaces, check for protruding edges
of solder or strands of wire. If arcing
occurs between wire leads, separate

i Greater Sweep Width; Series Filament Continuity with CRT Removed
MACK . T40S Mtk
) [
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or corona inside connector on the 2nd leads. If insulation on leads is not

burned badly, the surface of the wire
may be cleaned with carbon-tet and the
part may still be usable.

—Courtesy Admiral Corp.

Series Filament Continuity

In receivers with series lighting of
the filaments, the removal of the picture
tube during alignment or trouble-
shooting breaks the continuity of the
heater circuit for all tubes and a substi-
tute .resistor or suitable filament ele-
ment must be used to restore contin-
uity. A defective type 6SN7GT tube
with a good heater may be used for this
purpose. Saw or clip off all base pins
except the filament pins, 7 and 8. They
will readily insert into the CRT socket
pin openings #1 and #12. This will re-
store continuity and . provide proper
voltage division on the filament strings.
The keyway on the 6SN7GT will not
line up with the keyway slot in the
CRT socket, but it will not interfere
with the insertion of the tube into the
socket.—Courtesy General Electric Co.
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Impedance Considerations

in TV Antenna Design:

Low Impedance of Long Range Yagis May Be Overcome
® By Varying Number and Size of Elements in the Dipole

e Since the primary purpose of an an-
tenna is to deliver energy to the input
of a receiver, it may be thought of as a
signal generator with the receiver as
~the load. It is well known that the
greatest amount of energy is delivered
into a load when the impedance of the
load is equal to the impedance of out-
put terminals of the generator. This
becomes a major problem with antennas
designed for long-range “fringe” re-
ception.

The simple half-wave dipole antenna
does not have sharp directional re-
sponse, nor does it achieve high gain.
Therefore, other antenna types have
been developed to produce a directive
pattern or a higher signal level, or both.
In any of these antennas, the radiation
resistance will depend on various fac-
tors such as the number of elements,
spacing between elements, and the
method by which the energies from
these elements are combined. (An an-
tenna is said to be resonant at one fre-
quency if, at that frequency, the im-
pedance behaves as a pure resistance
with no inductive or capacitive compo-
nents. It is convenient to use the term
“radiation resistance” of an antenna in
this sense.) The radiation resistance
will ordinarily be quite different from
the 70 ohm result obtained with the
simple half-wave dipole, and may be
either more than or less than that
figure.

In television installations, the most
familiar types of antennas utilize para-
sitic elements (elements which have no
electrical connection to the driven ele-
ment, and which obtain their effect by
a spacing and length such that the
energy re-radiated will combine with
the energy from other sources with a
phase relationship in which the volt-
ages will add or cancel, as desired) such
as one reflector, one reflector and one
director, one reflector and two or three
directors. Each of these will have a
radiation resistance quite different
from a half-wave antenna,. with the
radiation resistance decreasing as the
number of elements is increased and as
the spacing between them is decreased.
The curves in Figure 1 show some of
the simpler cases. It can be seen that a
Yagi array with the optimum spacing
of 14 wavelength will have a radiation
resistance of approximately 3 ohms (An
antenna with four or more elements is

* By G. N. Carmichael, Chief Engineer, Trio
Mfg. “Co., Griggsville, Ill, Formulas and text
references have been omitted for the sake of
clarity, but are available on vequest to the Tech-
nical Editor of RADIO & TELEVISION RE-

TAILING.
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usually called a Yagi array, and “C” in
figure 1, with 3 parasitic elements in
addition to the driven element, is such
an array). Such an antenna would pro-
vide a very poor impedance match for
300 ohm line, and therefore poor power
transfer. As a matter of fact the losses
with this coupling (300 to 3, or 100 to
1) would be 20 DB, a power ratio of
100:1. In other words, the power ratio
is the same as the impedance ratio re-
duced to the lowest terms.

Since the Yagi type array has the ad-
vantage of very high gain as well as
sharp directional response, it may often
be desirable to use such an antenna,
and it will then be necessary to provide
a better match so as not to lose the gain
in the power transfer.

There are two ways to achieve this:
by matching the antenna to the line
with a transformer, or by raising the
impedance of the antenna (by its con-
struction) to match the line. It is well
known that a quarter-wave length of
transmission line of the proper impe-
dance may be inserted in the line to act
as a transformer. In this case, however,
the quarter-wave transformer would
have to be 30 ohm line, which is not
readily available.

The second method consists of modi-
fying the dipole itself in such a way
that its radiation resistance is raised.
In the so-called folded-dipole, for in-
stance, if the paralleled element is of

70

400

300

200

IMPEDANCE STEP-UP

100 /’
//
oot 12 2 2

DIAMETER IN INCHES OF
PARALLELED ELEMENTS

Fig. 2 Curve for determining diameter of parallel
element in double folded dipole.

the same diameter as the active ele-
ment, the radiation resistance is ap-
proximately four times that of a simple
dipole, or in other words, about 300
ohms. The addition of more such paral-
leled elements to the dipole will in-
crease the radiation resistance still fur-
ther., For instance, a “double” folded
dipole consisting of 4 elements would
have a radiation resistance of 1120 ochms

60
50

40

N

30

/
/
/

20

10

/
7

RADIATION RESISTANCE

A5 .2 .25 .3

ELEMENT SPACING- WAVELENGTH

Fig. 1 Radiation Resistance and Spacing: A—o
spaced. C—three parastic elements, equgl spclt:innge

parastic element. B—two i i
fhgrastic elem, parastic elements, equally
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(that is, by itself, with no reflectors or
directors). A Yagi with this type of
driven element would have a radiation
resistance of approximately 50 ohms.
This is quite an improvement over the
original model (at 3 ohms) but still a
ratio of 6 to 1 (300 to 50) or a loss of
about 8 DB.

Still further increase in the imped-
ance of the antenna can be obtained
if the diameters of the elements of the
folded dipole are different. For instance,
if a folded dipole (considered to have
an impedance of 300 ohms) were to
consist of an active element of 14"
diameter tubing and a paralleled ele-
ment of 1” diameter tubing with a spac-
ing of 2” between them, the impedance
will be 630 ohms,

Still Higher Z Possible

Since we already discovered that
compounding the folded dipole by add-
ing more elements in parallel raised the
impedance, we are not surprised to find
that a dipole consisting of an active ele-
ment 12" in diameter paralleled by two
other elements with a 1”7 diameter, and
spacing from the active element of 2”
has a radiation impedance of 3430 ohms.
A Yagi with such a dipole would have
a radiation resistance of 147 ohms,
which puts us on the right track, and
close to the desired result.

Figure 2 gives the impedance step-up
for a dipole consisting of an active ele-
ment of 14” diameter tubing paralleled
by two other elements spaced 112"
center to center from the active ele-
ments and for various diameters, to
illustrate how these factors affect the
impedance of an antenna. A different

| : \\
o ® v FOIE
o . e e
= _5 7 -
A

NN 7722/ NN

65 70 75

80 85

FREQUENCY - MC

Fig. 3 Gain vs. frequency for Trio model 304-5

diameter of the active element, or a
different spacing between elements
would, of course, produce different re-
sults, but the curve would be similar
in appearance.

One Yagi‘type antenna based on these'
principles is made by the Trio Mfg. Co.,
and consists of a double folded dipole
with a reflector and two directors. The
spacing and lengths of the parasitic
elements are designed to provide the
best compromise between the three pri-
mary objectives of a fringe TV antenna,
namely, high forward gain, broad fre-
quency response, and high front-to-
back ratio. The spacings are approxi-
mately ¥ wave from reflector to dipole,

and 35 wave from dipole to first direc-
tor, and Y wave between directors, The
dipole consists of a 34” active element
paralleled by two %" elements to pro-
vide a match to converitional 300 ohm
line.

It should be pointed out that “broad
band” in this connection does not mean
“all channel,” but rather broad band
with respect to the channel for which
the antenna is cut. The gain curve for
the Trio Yagi antenna shown in Fig. 3
is that of an antenna cut for channel 5,
which shows that the gain is down ap-
proximately 4 DB at a frequency 10%
off the resonant frequency of the
antenna.

New Products

Insuline TV PROBE

The Kilovolter is a high voltage probe
which extends the range of existing DC
voltmeters by 15,000 volts. It is 8%

inches long and is fitted with a 5-foot test
lead. Models are available for 50, 100 and

200 microampere’ movements. Net price
is $8.95. Insuline Corp. of America, 3602—
35th Ave., Long Island City 1, N. Y.—
RADIO & TELEVISION RETAILING.

RCA TV COMPONENTS

A new complement of tubes and com-
ponents for horizontal deflection and high
voltage supply for 10BP4 and 12LP4 type
kinescopes includes output Xformer 217T1
with builtin sockets for 2 high voltage

RADIO & TELEVISION RETAILING ¢ February, 1950

rectifiers, and a new width control, line-
arity control, and yoke (205D1) associated
with this Xformer. Tubes for use in this
system are: 6AUS, beam power amplifier
for horizbntal output, and 1V2 9-pin minia-
ture high-voltage half-wave rectifier. For
more information write Tube Dept., RCA
Victor Division, Camden, N.].—RADIO &
TELEVISION RETAILING.

Triplett V-O-M

Model 630 volt-ohm-mil-Ammeter features
mirroted scales, greater accuracy through
use of ¥%2% resistors, and 5V-inch meter.

6 DC and AC voltage ranges to 6000 volts,
5 DC current ranges, DB, Output, and Re-
sistance ranges from 0 to 100 megohms.
Triplett Electrical Instrument Co., Bluffton,
Ohio—RADIO & TELEVISION RETAILING.

Caliri SOLDERING GUN

.Ca1-88 is a high-speed soldering qun
w1t%1 a single pole electrode. Entire gun
weighs 1% lbs. Two-heat trigger provides

either 100 or 150 watts. A built-in fuse
protects the transformer against overloads.
Price of the Cal-88 is $14.95. Caliri Miq.
Co., Inc., 45 Washington St., West Orange,
N.J—RADIO & TELEVISION RETAILING.

Shore TY ANTENNAS

The "Tilted Diamond” antenna is an ap-
plication of the simulated cone type of
antenna which is said to be superior to
conventional “conical” types, achieving
all-channel reception with a relatively flat
impedance characteristic without too ner-
row a beam on Channel 18. A discussion
of the principles involved, as well as llus-
trations and descriptions of the Diamond
antennas is obtainable in a booklet from
Shore Engineering, Inc., P, O. Box 325,
Long Branch, N. ].-~-RADIO & TELEVISION
RETAILING.
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Television Technician

Section of RADIO & TELEVISION RETAILING

Crown GUY RINGS

The Crown Roller Bearing Guy Ring
permits orientation of TV antenna mast
without loosening or resetting quy wires.

A stand-off insulator is furnished with the
ring. List price of the gquy ring is $7.95.
_ Crown Controls, Inc., New Bremen, Ohio.—
RADIO & TELEVISION RETAILING.

Supreme TV Testers

Three instruments provide all functions
and measurements necessary to install,
adjust, test and repair TV receivers with-
out a TV station signal on the air. Model
665 composite video generator makes
available a complete video signal in ac-
cordance with FCC standards; model 875
provides an RF signal from 4.5 MC to 216

MC, covering all IF's as well as FM and
TV carriers, which can be modulated by
" the video signal generator to produce the
complete TV signal; and model 660 wide
rgnge S-inch oscilloscope can be used for
visual observation of response obtained
with the signals produced by the other two
generators. For more information, write
Supreme, Inc., P. O. Box 552, Greenwood,
Miss.~~RADIO & TELEVISION RETAILING.

G-C SERVICE MIRROR

"Third Eye Miro-Pix" is a mirror to
facilitate TV servicing from the rear of
the receiver. The mirror is mounted on «
telescopic adjustable stand which permits
adjustment to the proper height, and also
collapses for easy carrying. The mirror
lists at $5.95. General Cement Mfg. Co.,
919 Taylor Ave., Rockford, Il.—RADIO &
TELEVISION RETAILING.
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Best Yue TV ANTENNA

The CO"X"20 is a multi-purpose conical
TV antenna which can be adapted for (1)
high and low frequency, (2) Dipole and
reflector, (3) Stacked array, or (4) Sepa-

rate installations. Designed for all-chennel
response, the antenna is said to be suitable
for 72, 150 or 300 ohm line. Best Vue
Products, 247 Centre St, New York, N. Y.
—RADIO & TELEVISION RETAILING.

Unimac CHIMNEY MOUNT

Model UCH-4 chimney mount for TV
antenna masts features fast erection time.
One bolt on each of the two units lock-
clamps the steel strapping in place and
takes up the slack as well. Sets consist of
two pre-assembled units complete with all
hardware and 2 12-foot bands. Marvin
Radio-Television, 8%th at Buckeye Road,
Cleveland 4, Ohio—RADIO & TELEVISION
RETAILING.

Decimeter TVI TRAPS

Three TVI wave traps designed to slide
around 300-chm twin-lead require no cut-
ting of the lead-in, and no ground con-

nection. The three models are designed to
attenuate TV interference in- three ranges:
A, 20-26 MC; B, 25-35 MC; and C, 88-108
MC. Decimeter, Inc.,, Denver, Colorado.
—RADIO & TELEVISION RETAILING.

Webb TV WRAPABOUT

The TV Wrapabouts are adjustable
padded, quilted covers for use in handling
TV sets in warehouses, on trucks, during
servicing and for home delivery. Available
in 4 models, the adjustable covers are de-
signed to fit everything from a table model
to a console combination up to 44 inches
wide by 25 deep and 42 high. For circular,
write Webb Mig. Co., 4th and Cambria
Sts., Philadelphia 33, Penna.—RADIO &
TELEVISION RETAILING.

Hot Nails STANDOFFS

a
Due to the special construction of these
"nails,” the maker claims it is possible to
drive them into brick, mortar, concrete,
and even masts of steel or aluminum, mak-
ing it unnecessary .to drill holes. The
“nails’”’ are furnished with a polyethylene
insulator for either 300 ohm line or coax.
Suggested list price is 7c each. Hot Nails,
Inc.,, 40 West 4th St., New York, N. Y.—
RADIO & TELEVISION RETAILING.

Federal MAGNIFIER

The Federal Electronic Magnifier pro-
vides a "giant close-up” TV picture and is
said to be easily attachable to a TV set

by a serviceman. Comes complete with
25-foot extension cord for remote operation,
complete instructions. List price is $24.95.
TV Development Corp., 1819 Broadway,
New York, N.Y.—RADIO & TELEVISION
RETAILING.

RMS TV ANTENNAS

The RMS line of TV antennas now in-
cludes the "Versacone” and ‘Jacknife
models. Versacone is a conical, all-channel
antenna which is adaptable in various
arrays by shifting of rods in the reflector
and insulator plates. The Jacknife is a com-
pletely pre-assembled all-channel antenna
that has no loose parts and requires no
manipulation of the rods, in conical, folded
and straight dipole models. Radio Mer-
chandise Sales Co., Inc., 550 Westchester
Ave., New York 55, N.Y..RADIO & TELE-
VISION RETAILING.

Aero TV ANTENNA

“BAero-Tenna' is an indoor TV antenna
of the “V" type mounted on a heavy
ceramic base designed to prevent tipping
over. Dipoles are of the extension type to
permit adjusting for best reception. Retail
price is $6.95 each. Aero Needle Co., 619
N. Michigan Ave., Chicago 11, IIl.—RADIO
& TELEVISION RETAILING.
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'New Sound and PA Pro uds
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University FILTER

Model 4410 is a crossover network of
the LC type for use with coaxial or du-
plex loudspeaker systems. This accessory
provides a proper attenuation rate at o

(]

N -
(SUDSPEAKERS, %

ey

RSO LS 6018 AXY Reer

crossover of 600 cycles. A high frequency
attenuator is supplied for balancing highs
and lows to suit the listener. University
Loudspeakers, Inc.,, 80 S. Kensico Ave,
White Plains, N. Y.—RADIO & TELEVIE
SION RETAILING.

Utah LOUDSPEAKERS

New coaxial speakers feature wider
range, smoother response, greater sensi-
tivity and lower resonance. Two sizes are
offered: a 15" woofer and §" tweeter

(model CSP15P-5) and a 12" woofer with
Also an-

a 3" tweeter (model CSP12]-3).

2

g
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nounced are five new TV replacement
speakers, a 6-inch weatherproof outdoor
speaker, and a 2-inch intercom speaker.
Bulletin No. 201 gives complete informa-
tion on these new units. Utah, Inc., 1123
E. Franklin St., Huntington, Ind.—RADIO
& TELEVISION RETAILING.

Holl Audio SPEAKERS

Series 400 two-way theatre loudspeaker
system for music and speech with 400-
cycle crossover, frequency response 30 to
15,000 cycles. The high frequency sec-
tion is a multicellular horn of wood con-
struction. The low frequency horn is
driven by 3 25-watt 12" PM speakers. The
whole unit is provided with an attractive
enclosure. List price is $650. Other high
fidelity units from $145. up. Holl Audio
Industries, Box 1230, Hollywood, Calift—
RADIO & TELEVISION RETAILING.
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Scott NOISE SUPPRESSOR

Noise suppression for phonograph record
reproduction is provided in the new

“Dynaural’” units, said to be of profes-
sional quality. The Dynaural converter is
for use with crystal pickups,

and the

Dynaural preamplifier is an additional
unit for use with low level magnetic
pickups. Remote' controls are provided, in-
cluding a variable turnover control to
compensate for different recording charac-
teristics. Herman Hosmer Scott, Inc., 385
Putnam Ave., Cambridge 39, Mass.—
RADIO & TELEVISION RETAILING.

Wright-Zimmerman SPEAKER

Model 300 dynamic repreducer is a 3-
inch PM speaker in a stainless steel case
which can be connected directly to any
radio, and is especially suited as an

The unit may also
be used as a dynamic mike by the addi-
tion ‘of two stages of amplification. List

under-pillow speaker.

price is $6.95. Wright-Zimmerman, Inc.,
New Brighton, Minn—~RADIO & TELE-
VISION RETAILING.

GE TWIN-STYLUS CARTRIDGE

A twin-stylus variable reluctance phono
cartridge, model RPX-050, is now avail-
able, for playing both conventional and
microgroove records. Changing from, one
stylus to the other is accomplished by de-
pressing and turning a knob on top of
the cartridge. Stylus  pressure on both
types of records is Y4 ounce. The twin
stylus is replaceable as a -unit with sap-
phire tips. G-E Receiver Division, Elec-
tronics Park, Syracuse, N. Y.—RADIO &
TELEVISION RETAILING.

Audio RECORDING TAPE

Two new -plastic-base tapes have been
added 1o the line of paper-base Audiotape.
All the Audiotapes are available on 1250-
foot reels. The paper-base Audiotapes, for-
merly selling at $4.50 and $5.00, have been
reduced in. price to $3.50 list. Audio De-
vices, Inc., 444 Madison Ave., New York
22, N.Y.~-RADIO & TELEVISION RETAIL-
ING.

Masco TWEETER

Model HFT-100 high frequency is de-
signed to provide wide range response in
the upper register, to be used in con-
junction with a cone speaker without filter

ey
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network. The screen with high frequency
unit aitached is fastened over existing
cone. The two spedkers are series con-
nected. Mark Simpson Mifg. Co., Inc.,
3298 49th St., Long Island City 8, N.Y.—
RADIO & TELEVISION RETAILING.

Newcomb AMPLIFIER

A new 25 wait aulﬁo amplifier is avail-
able for school auditoriums, churches, the-
atres, etc., with a frequency response from
20-20,000 cps. Six inputs are provided,
five for microphone and one for phono-
graph with builtin preamp to permit use
of magnetic pickups. A bandwidth control
is provided, as well as tone controls. Vis-
ual indicators tell the coperator the power
output in watts and indicate distortion.
Newcomb Audio Products Co., 6824 Lex-
ington Ave., Hollywood 38, Calif—RADIO
& TELEVISION RETAILING.

Webster PHONO CARTRIDGE

A new universal cartridge, the Feath-
eride Type Al, is said to fit almost all
record changer arms, and will play any
combination of record speeds. Tracking
pressure is 7 grams. Replaceable needles
fit into friction chucks. Webster Electric
Co., 1900 Clark St., Racine, Wis—RADIO
& TELEVISION RETAILING.

RCP SIGNAL TRACER

Model 777A “Dynatracer” is a new mod-
el signal tracer; features high amplifica-
tion, with a calibrated meter for accurate
indications. Maximum of 10,000: 1 ladder

attenuator pad is provided. Sensitivity is
10,000 microvolts for full scale deflection.
Covers 180 MC. Dealer’s net is $41.50.
Radio City Products Co., 152 W. 25th §t.,
New York 1, N.Y.—RADIO & TELEVISION
RETAILING.
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ttnact G.I. Refund Money
the Right Way !

® A considerable portion of the three
billion dollars which has commenced
flowing to ex-G. I’s as refunds on
insurance policies they carried during
the late war is earmarked for the pur-
chase of products in our field. Many
of the sixteen million men and women
~ vets to whom checks are being sent
will buy television sets, large and small
appliances, phono players and records.
Many will spend money to have old
radios and appliances serviced.

However, the fact that so much of
the vast sum has already been “men-
tally” set aside for purchases in our
field shouldn’t lull any merchant into
the belief that the one-time G. I. will
make a beaten path to his door to part
with his money. Early experience
shows that the vets are not falling into
lines in front of stores—just rarin’ to
get rid of their cash. .There is evi-
dence, too, of a very real bid by other
industries, notably in the automotive
field, for the potential new business
created by the huge refund payment.

In order to get our share of sales
we must attract the veteran to our
products. We must attract him on the
basis of value and not attempt to sway
him upon emotional grounds.

One of the biggest things the dealer
in our field can offer the ex-G. I is
service. Having participated in what
may almost be described as a semi-
pushbutton war, today’s veteran knows
a great deal about the value of proper
installation and maintenance. Service
should be stressed in all instances; by
word of mouth and in advertising copy
directed to the former member of the
Armed Forces. Copy should avoid the
“give - us - your - money-and-we’ll-kiss-

92

and-part”  flavor.
Messages must be
sincere logical bids
exactly the same as

those directed to
any prospective
purchaser.

The fact that so
many of those re-
ceiving the refunds
favor buying tele-
vision sets is all the
more reason that
we should make it
easy for them to
buy video receivers.

The dealers who
are capitalizing in
the right way on the
great potential demand are doing good
business with the ex-G. I’s who may
alone buy as many as a million TV sets
in 1950. Results of a survey made
among its ex-G. I. employes by Ray-
theon showed that 27 per cent now
own video receivers and that 14 per
cent of the total plan to buy them.
Of the 73 per cent who do not own
TV sets, approximately one-fifth said
they plan to buy them with their
insurance refunds.

The dealer who will get his share of
this tremendous business now available
is the man who goes about it the right
way. He'’s the dealer who stays open
nights, who has good merchandise, good
service and competitive terms available
to the prospective purchasers in his
trading area. Many merchants are
offering veterans products to be paid
for “when you receive your refund
check.” Armed with lists of veterans
living in their trading areas, numerous
dealers are sending out direct-mail
pietes to such lists; still others are
using window signs, radio time, ete., to
attract the ex-G. I.

The wide distribution of the refund
money insures that effects will be felt
far and wide. Veterans in every part
of the country are and will be getting
checks from the government, and be-
cause of the method of paying in
numerical order by serial number, the
effects will be felt for a long period of
time, making the project considerably
more than a flash-in-the-pan proposi-
tion. For this reason, dealers need to
continue their sales promotion directed
toward the ex-G. I. In addition, be-
cause of the fact that the payment
receipts will be long drawn-out, mer-
chants should expect a steady flow of
business rather than a deluge.

Because of the high costs of living,
and the still acute housing shortage,
most former G. I’s, it is believed, will
continue to proceed cautiously with
their spending of the insurance re-
bates, and the chief appeal to them
will be made by the merchant who has
something real and tangible to offer.

Our industry has much to offer in
exchange for a share of the rebate
funds. In television, it offers superb
entertainment and education on a
money-saving basis. In the comfort of
his own home, the former member of
the Armed Forces and the members of
his family can see the world before
them, at a cost far lower than any
entertainment obtainable on the “out-
side” In the appliance end he can
save time and money through the
labor-saving miracles of the modern
Postwar Age, and in recorded music
and modern phono changers the best
in music is his to enjoy.

Truly, we have much to offer the ex-
G. L, and the best way to get our share
of his business is to stress the many
advantages to him our industry holds
forth—backed up with the right kind
of after-sale maintenance.

If the population of your

l Person in Every 9
I's a World War 11 Veteran

There are about this many

town is: veterans: this amount of money:
900 100 $ 17,500
9,000 1,000 175,000
90,000 10,000 1,750,000
900,000 100,000 17,500,000

Who will get approximately
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BETTER TV RECEPTION ... FASTER IWSTALLATION

Protect your profits by selling and using

s

—a

M -ROTOR NTENNA IVIOUNTS
J T 1 | ? T 7,,‘ }\,{ga

T. For peak reception in For speeding up installations ™ °
’{ fringe areas or close in. of all TV and FM antennas

‘ : NTS and WALL MOUNTS
: PUSH-BUTTON CONTROL . " C. & G.-2

Jﬁ. unéfrf\';;f:ms CHIMNEY MOUNT

| LABORATORIES You can sell armchair video control and make TV Offset bracket

i installation a one-stop proposition. Install Magne-

i 3 o 5 mountin
Rotors with TV receivers. They are Underwriters 2
approved. Use C. & G. chimney mounts and wall Easy to install. -Bracket
brackets. Besides giving your customers better recep- is made of non-cgrroqring
tion, you get thes . steel, 114-in. wide. Two
y & e great advantages 12-ft. galvanized straps

with eye-bolts attached

FASTER INSTALLATION to each strap, Note
! P method of clamping and
resulting in lower costs and greater locking strap.

profits for dealers.
! Detail of C. & G.-2 mounting >

NO MORE CALL-BACKS

Not necessary to reorient antenna. e
Less service expense.

MOTORLESS ROTATION

Patented magnetic principle, minus

faults of other types. C. & G.-3 Y-TYPE MOUNT

CHIMNEY MOUNT

FINGERTIP CONTROL

Providing peak reception in fringe
areas or close in.

Made of heavy gauge
steel. and weather-
proof plating. Two 12-
ft. galvanized straps
with eye-bolts attach-
ed “to each strap.

RUGGED AND SAFE

No turning by wind; unaffected by
weather; will not burn out if stalled.

LIST PRICE UNBEATABLE PRICE ;
[ Lowest because it's simplest. 2
E} $2995 Others are 30 to -66% higher.
EXCELLENT MARKUP Sy
Full distributor-dealer discounts. R - i
i Handled by leading distributors =
Other Features everywhere. ‘

C. & G. GROUND ROD

»Full 360° turn in either di- 4-ft., copper-plated, 35th round red

rection. C. & G.Y
£ >\¥fil| not coast when turned WALL MOUNT
IL ofr.

For wood or mason-
ry. Clearance 71
inches.

»Locks at any point.
»Weight under 6 Ibs.
»Control unit plugs into any
If 110V line.

D C—

WALL MOUNT

Rugged = weatherproof
bracket. Clearance 4
.. inches,

* Patent Pendjng

y

3

. me C. & G. TOOL

l‘|

DISTRIBUTORS—Write for prices and COMPARE
MANUFACTURERS, INC., .. .. 39 MAIN ST., EAST:ORANGE, N. J.
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.. ALPRODCO --

WERS /.04 um

ASSURES SPARKLING RECEPTION

LIGHT
INEXPENSIVE

ONLY

SIS

PER FOOT

L -

Weight of one pound per foot assures safe, easy installations,
Available in knocked down or factory assembled six foot sections,

Attractive “life-time’” beauty with no maintenance worries.

I NN

%,

AT

Heights up to 120 feet may be safely used,
Self-supporting (no guy wires needed) to heights of 24 feet.

Aircraft Aluminum of spring tempered alloys is used exclusively
in Alprodco Towers.

% . . WRITE FOR FREE LITERATUIl{)El -
> ar 0. caler ne price
T-6 Standard 6 Tower (knocked down) $6.91
, AT-6 Standard 6 Tower (assembled) ... 8.56
:' MK-1 Mast Kit, including top angles and
: » mast bracket .. ... ... ... .. 1.80
. § B-1 Hinged Base Plate ................ 2.10
: @ S-4 4 Standoff Support Bracket ........ 1L.15
Fy S-12 12" Standoff Support Bracket ... ... 1.70
4@ GB-1 Guy Bracket, each ................ 07

SOLD THROUGH LEADING DISTRIBUTORS
IF YOUR TERRITORY IS NOT REPRESENTED ORDER FROM FACTORIES

- STRONG

a

TSI

S

ALPRODCO INC.

(B) Factories at either, Dept. Y, Mineral Wells,
Texas, or Dept. Y, Kempton, Indiana
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Distributing Capehart

Rowles Sales Co., San Antonio, Texas,
has been appointed distributor in south-
western Texas for the Capehart line of
television receivers and phonograph-
radios, it has been announced by C. R.

Ward, sales manager of Capehart-

Farnsworth Corp.

Pioneer Names Pollet

Pioneer Scientific Corp., New York,
has appointed Benjamin A. Pollet ad-
vertising and sales promotion manager,
it was announced by George Hinman,
president. Mr. Pollet will work closely
with Hunter Delatour, who will con-
tinue as sales manager in the market-
ing of his company’s items—Polaroid
television filters, Polaroid photographic
filters, and Polaroid sun glasses.

GE Appeints Carvill

Edwart T. Carvill has been appointed
assistant manager of General Electric
appliance sales in the Southeastern dis-
trict, it has been announced by A. M.
Sweeney, general sales manager of the
Company’s Appliance & Merchandise
Department,

New Bendix Line

Bendix Radio Div. of Bendix Aviation
Corp., Baltimore 4, Md.: The new line
consists of a 12%,-inch table model at
$199.95, a 12l%-inch console at $239.95,
and the 16-inch console at $299.95. All
three are TV-only sets featuring “dark
face” picture tube and built-in antenna.

DuMeont Sales Convention

The first convention in the history of
the receiver sales division, Allen B. Du-
Mont Laboratories, Inc., was held Janu-
ary 11, in Chicago, when distributors
from seventeen key cities in the Mid-
Western territory met at the Drake
Hotel.

In addition to a complete discussion on
DuMont’s 1950 merchandising policies,
the meeting marked the first demonstra-
tion of DuMont’s sales training plan by
Walter L. Stickel, sales manager, to Du-
Mont outlets in the field. The plan was
introduced to the press in New York
recently.

Every facet of the television receiver
business was discussed, with heavy em-
phasis on sales, promotion, advertising
and service,

Zenith Distriet Manager

James M. Scales has been appointed
Zenith’s district sales manager for the
Northwestern territory, according to an
announcement made by L. C. Truesdell,
sales manager of household radio and
television, Zenith Radio Corporation.

Scales’ territory includes Denver, Bil-
lings, Portland, Salt Lake City, Seattle,
and Spokane.

RADIO & TELEVISION RETAILING o February, 1950




-

Refrigerator

Sales Patterns

(Continued from page 74)

demand, and longer freezing time of |

old boxes is high-lighted, along with

the difficulty of getting trays out—and, |
with more perishables to store, inade- |

quacy of storage space, and (in many
cases) absence of a freezer compartment
are brought into prominence. And, of
course, many boxes actually give up the
ghost under this strain.

For these reasons, it is maintained by
many that the approach of hot weather
will always signal an increase in refrig-
erator sales, “when things get back to
normal.” Service organizations, and es-
pecially those handling commercial
jobs, will strongly second this motion,
since summer is when they do their
greatest volume of work.

In analyzing these factors to “guessti-
mate” future trends, it is certainly diffi-
cult to determine what is “normal” in
an industry which has been continuously
growing since its inception. There is no
valid pre-war “average yearly produc-
tion” figure, since production steadily
gained year by year during all the years
up to 1941. Sales passed the miilion
mark in 1934, passed 2 millions in 1937,
and passed 3 millions in 1941. 1948 was
the greatest year ever, with sales of
over 4 million, and 1949 easily topped
that. Growth to Continue?

It seems likely that this growth will
continue, due to the ever-increasing
number of wired homes, the increasing
numbers of “second generation” users,
and the increasing requirements for re-
placement boxes as well as “second”
units in homes already equipped.

Dealers can certainly influence the
future trend if they will assume that the
present year-round sales of refrigerators
are “here to stay” and continue to vigor-
ously display, promote, and sell refrig-
erators during the whole year. Manu-
facturers have already commenced to
cultivate this tendency by introducing
new models in what used to be “off sea-
son,” namely fall and winter. Manufac-
turers’ advertising . campaigns-are also
pushing their products during these sea-:
sons, as well as the rest of the year.

Seasonal merchandise should hold no
attraction to the dealer, who must clear
it out at the end of the season or carry
it over (or store it) until the next peak,
when it will have been superseded by
new models. Therefore we expect the
dealers will attempt to maintain the
status quo by continuous promotion of
this biggest item in the appliance field.

Motoreola Wholesalers

Major Appliances, Inc., Miami, has an-
nounced its appointment as distributor
for Motorola radios and television jin the
state of Florida.

—
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Impartial and exhaustive tests prove that the new
) MODEL IT4-SUPER SONIC TV/FM AMPLIFLER
delivers a higher usable gain with full bandwidth and higher
signal to noise ratio than other leading brands at any price! LH

WPV IR %ok £/

[

@Tﬂ%

TELEVISION AMPLIFIER

14

SUPER SONIC

TV/FM AMPLIFIER

* Improves TV reception in weak signal areas, with or
without outdoor antenna.
v Continuous tuning of ali 12 TV channels, also FM with
ONE knob control,
* Reduces electrical, diathermy interferences and mini-
‘ mizes '‘ghosts and snow' effects,
"“mmn"”W“mmmm' * Frequency range: 50 mc to 220 mc, continuously

tuned.
| * Bandwidth: 6 mc. mini Il channels.
m"“m"mmmw“mmm . Ini?erf?gn gain:mffﬂinr?r::::nn Ucrnnf C1’8 cdk?n:fe :ny frequency

Wl with 300 input and output impedances.

fm"m"lmmlm"m“mmm“ ¢ Highest signal to noise ratio. i

”lm'"lmmli‘m"mml"mm’I ¢ Input and Output, Impedances: 300 ohm. balanced to
v Yt ground and 72 ohms unbalanced,

" 4 * Inductances wound with PURE SILVER wire.

¢ All moving contacts heavily silver plated.

CHOICE TERRITORIES STILL AVAILABLE
Write for Free Brochure to Dept. RR 1

SONIC INDUSTRIES INC.

“MANUFACTURERS OF DUOSONIC PHONOGRAPHS"

221 WEST 1Tth STREET, NEW YORK 11, N. V.

l
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The Sensational...

/ |

-ALOMINOM

CONICAL ANTENNAS

ARE STRONGER!

MORE ECONOMICAL !
FASTER SELLING!

MORE PROFITABLE!

TA 161 ese Double ‘‘D-Xeir’ All-Band

Conical. 4 wave-length stack

tionally high DB gain on both bands., Channels

2 to 13.

TA 162-ou same as TA

length stacked.

ratio on all TV frequencies.

Stacked Conical, channels 2 t

ness. Unsurpassed for bringin
over long distances.

TA 160...“D-Xer" All-Band Conical,
channels 2 to 13 and FM. Good front-te-back

TA 164... ‘““Super D-Xer'' Double

plete with mast-supported aluminum jumper har-

Rugged construction. The only Conicals with rein.
forced elements. Will not bend, sag, sway or whip.
Withstand ail kinds of rough weather — wind, snow,
rain, hail, etc.

Feature-for-feature, quality-for-quality, performance.
for-performance, JFD *‘D-Xer’” All-aluminum Conicals
give more for the money than any other antenna.
Tre sr;lart serviceman looks for the reinforced
element,

The proof of a product’s popularity is in the re-
?rd,er. Daily, our list of reorders grows longer and
onger.

“D-Xer”” Conicals sell faster — more easily. They
require minimum servicing. Once put up, they stay
put up — and they stay sold!

ed. Provides excep-

WRITE FOR
FREE BULLETINS

Now...right now...put your
name on the JFD list to re-
ceive informative bulletins of
JFD "‘D-Xer” Conicals, and
all other fast-moving, profit-
able JFD products.

BUY YOUR TV ANTENNAS
AND ACCESSORIES FROM
ONE SINGLE DEPENDABLE

SOURCE OF SUPPLY

.+ JFD

161, but V2 wave-

o 13 and FM. Com-

g in weak signals

MANUFACTURING CO., Inc.

6103 16th AVENUE, BROOKLYN 4, N. Y.

FIRSY In Television Antennas and Accessories
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James N. Ryan, above, has been named assistant
general sales manager of Tele-tone Radio Corp.,
it was announced by Morton M. Schwartz, gen-
eral sales manager.

New Hytron Tube Plant

Two of the industry’s veterans, Bruce
A. Coffin, president, and Lloyd H. Cof-
fin, treasurer, of Hytron Radio & Elec-
tronics Corp., recently laid the corner-
stone of Hytron’s new television picture
tube plant at Newburyport, Mass. Ultra-
modern, the new plant is designed espe-
cially for mass production of television
picture tubes. With it, Hytron will ex-
pand its production of these tubes begun
nearly a year ago. Three thousand tubes
will roll off the new production lines
daily. The tubes will range in size up to

design and of the new rectangular de-
sigh recently originated by Hytron.

Hytron will thus increase materially
its manufacturing facilities. The extra
“space of this new picture-tube plant,
added to Hytron’s present facilities, will
give Hytron a total of approximately
400,000 square feet. Starting in 1921 with
only 6 employes, Hytron now employs
approximately 2500 persons. The new
TV picture tube plant will add approxi-
mately 300 more.

Pilot TV Vetera
E A "

i
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i
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The five men behind this new TV receiver of the
Pilot Radio Corp., Long Isiand Cit(, were with
the company 21 years ago when Pilot conducted
the first regularly scheduled telecasts over its
experimental station. Shown 1. to r. are: Harry
Givre, James Benjamin, Isador Goldber: , presi-
dent, Emanuel Gilmore and Solomon skanazy.

The pilot set pictured is the 12% inch unit with
matching supporting cabinet.
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Air King Ap

e -

R. D. Payne, manager of sales, Air King Products
Co., Inc.; Brooklyn, N.Y., announced the pro-
motion of Samuel Olchak to advertising and
sales promotion manager. Mr. Olchak retains
previous position of commercial service manager.

Ashbach Buys Majestie

Majestic Radio and Television Corp-
oration, a household name in electron-
ics for over 20. years, has announced
a complete line of television and radio
receivers.

Majestic is headed by Garod presi-
dent Leonard Ashbach of Chicago,
who recently acquired the Majestic
trade name, trademarks, goodwill,
patents, dies, and molds. In a press
statement, Mr. Ashbach announced that
he will continue to advertise and pub-
licize the new world-famous Majestic
trade mark and. slogan: “Majestic-
Mighty Monarch of the Air”.

RMS New Address

Sid Pariser, president of Radio Mer-
chandise Sales, Inc., manufacturers of a
complete line of television antennas,
preamplifiers, and accessories, an-
nounces the removal of its factory and
offices to 1165 Southern Blvd., New York
59, N. Y. :

Emerson Officers

Emerson Radio & Phonogroph Corp., .announced
the election of three new officers. Shown s
Commodore John D. Small, elected o vice-presi-
dent, -who will serve in that capacity-in addition
to his present position of executive assistant to
the president. Abraham Rosen was promoted from
controller to assistant treasurer,. and A. A, Yogel,
from assistant cohtroller to controller,

RADIO "G ' TELEVISION RETAILING o “February; 1950

CHROME
PROTECTEP

NRVaranTEE
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ONLY BURGESS GIVES

« + CHROME PROTECTION!
{ ’_Curbs out-of-use power
5 \ _waste. This EXCLU-
“@\ SIVE featl}re gugr?ntele]s
cZy, \ longer life and fresh-
RS N/ hess! Only BURGESS
Flashlight Batteries are Chrome Pro-
tected to check interior action when bat-

tery is not in use.

L SEALED IN STEEL

H AND PLASTIC!

Power loss in the NEW
Burgess Flashlight Bat-
tery is prevented by ma-
chine-sealing the tough plastic outer
casing and the steel cap directly into the

battery top. ,
MODERN, EYE-CATCHING
STYLE!

.0"‘ Jl7
€ /Lﬂ/( Only BURGESS Flash-
. 7 Nf light Batteries have such
S~ | J

asy

a sales-producing de-
sign. The distinctive
-BURGESS stripes are recognized in-
stantly by your customers—they are the
mark of engineering skill and know-
how that has made BURGESS first choice
-of scientists and explorers.

Teo

e o]

& Guarautee

i ~<
>

BURGESS BATTERIES

puins oicatc | ALRIADY A COAST-TO-COAST HIT!

Power Packed In
Steel and Plastic

CHROME PROTECTED T0
CHECK POWER WASTE!

S/

f\\\ _
-

ALL THESE FEATURES!
ENGINEERED DESIGN!

New, improved con-
struction permits the
use of a big full size mix
core and big zinc can
to give longer life!

GUARANTEED!

The BURGESS reputa-
tion for quality and de-
pendability has made it
the foremost name in
radio batteries. Every
BURGESS Flashlight Battery carries the
guarantee of this reputable, long-estab-
lished manufacturer.

STOCK UP NOW!

And Cash in on the Promotion of This
Sensational, New Flashlight Battery!

Big, two-color ads in Collier’s and an
expanded list of other leading magazines
feature the NEW Burgess Flashlight Bat-
tery to millions of users. Be ready for
increased BURGESS sales with a good
stock of the new BURGESS Flashlight
Batteries in the new display cartons.
Order from your BURGESS distributor.
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WHAT LEGAL TEXTS
ARE TO THE ATTORNEY

RIDER BOOKS

ARE TO THE
ELECTRONIC TECHNICIAN

The New CATHODE-RAY
TUBE AT WORK by riper et ar

The greatest and most complete reference
book ever written on the Cathode-ray
tube!l It is a practical, down-to-earth en-
cyclopedia about five times the size of
the old standard text. Starting with basic
theory of cathode-ray tube operation, it
proceeds through application in scopes
and TV receivers.,.with full and clear
explanations for uses in every field and
research activity which employs a cath-
ode-ray oscillograph. All scopes produced
and sold during the last 10 years, more
than 70 different models are described
completely — with schematic wiring dia-
grams. Almost 500,000 words and about
3,000 illustrations are incorporated in
more than 900 pages. It is a book which
will enjoy years and years of daily use,
22 chapters. Page size 81,x11” $9.00

THE THEORY AND PRACTICE OF
30-1000 MC RECEIVING ANTENNAS

by Arnold B. Bailey

This book is a rare combination of theory
and practice that: -

1.—Clearly explains and teaches
2.—Can be used as a daily work reference
Reflecting world-wide knowledge of the antenna
art, it clearly explains the theory behind the
performance of every type of 30-1000Mc receiv-
ing antenna on the commercial market, leaving
the reader with a full understanding of why
each behaves as it does. And since the author
has resolved the mathematics of antenna prob-
lems into graphs, charts and tables — it can
be put to good use by all. Designed to serve
all men whose livelihood depends on getting
the most out of an antenna system, it is equally
important to the antenna design engineer, tele-
vision technicians, electronics schools, students,
radio amateurs . . . More than 500 pages,
6 x 97, cloth bound......... ool .$4.50

"OTHER RIDER BOOKS

Radio Operator’s License Q and A
Manual. The radio operator’s license
manuat with the discussion follow-thry
— It makes the answers more under-
standable and also teaches. 608 pages..$6.00

TV Picture Projection and Enlarge-
ment, Explains TV receiver optics and
removes the mystery from projection
and enlargement processes. 192 pages $3.30

FM Transmission and Reception,

416 PAGES oottt $3.60
The Oscillator at Work. 254 pages........ $2.50
Broadcast Operator's Handbook.

278 PAGES coecriecirmriesiieite e eaeeerraneans $3.30
Inside the Vacuum Tube, 420 pages.....$4.50
Servicing by Signal Tracing. 370 pages..$4.00
Understanding Microwaves. 396 pages..$6.00
A-C Calculation Charts, 168 pages.....$7.50
Vacuum Tube Voltmeters. 188 pages...$2.50
Business Helper, 144 pages..........c....... $2.00
Radio Amateur's Beam Pointer Guide,

32 PAGES ..ot $1.00
Avutomatic Frequency Control Systems.

154 PAGES oveeeeirirereeeeeeerrees e s ernerie s $1.75
Installation and Servicing of Low

Power Public Address Systems.

208 PAGES..cocccrrrrinrrrirt et $1.89
Understanding Vectors and Phase.

158 pages ......ceeeviiriinns Cloth Cover $1.89

Paper Cover $1.00

Radar — What it is. 80 pages............. $1,00

RIDER BOOKS

JOHN F. RIDER PUBLISHER, INC.
480 Canal Street, New York 13, N.Y.

New ?échnical Products

Du Mont OSCILLOSCOPE

Type 292 oscilloscope with 3" tube fea-
tures compact size and light weight (21
pounds). Vertical sensitivity is .4 rms
volt, horizontal is .56 rms volt, to produce
1" deflection. Sweep frequencies are
available from 8 to 30,000 cps. Additional
information may be obtained from Allen B.
Du Mont Labs, Inc., 1000 Main Ave.,
Clifton, N. J—RADIO & TELEVISION RE-
TAILING.

Yaco SCREW-HOLDER

"Klipxon” screw-holding screw drivers
for getting screws into and out of tight
places feature a screw-holding spring ten-
sion device on the shaft of the screw-
driver. The holder may be pushed up out
of the way when not needed. Seven sizes
of Klipxon screw-drivers are available to
cover various needs. Vaco Products Co.,
317 E. Ontario St., Chicago 11, IL.—-RADIO
& TELEVISION RETAILING.

JFD TV ANTENNAS

The new “Commandair” line of antennas
features all-aluminum corrosion-resistant
construction, and is available in 3 models:
standard conical, conical with high fre-
quency element, and conical with 3-ele-
ment dipole. All are available in either
single bay or Y4 wave stacked arrays.
Literature describing the line is available
from JFD Mig. Co., Inc., 6101 Sixteenth
Ave., Brooklyn 4, N.Y.—RADIO & TELE-
VISION RETAILING.

Artisan TRUCK BODIES

A number of different types of all-steel
service truck bodies for easy installation
on truck chassis include side boxes and
compartments for storage of parts and
tools, and racks for carrying ladders.

.Model 60KD is 75" long and 712 inches

wide, with 46%2"” bed. TFor complete in-
formation write Artisan Products, Inc., 3490

W. 140th St., Cleveland, O.—RADIO &
TELEVISION RETAILING.
Philco TY ANTENNAS

Biconical antennas 45-1673, 1674 and
1675 are respectively single, two-stack

and four-stack antennas for broad-band,
all-channel reception. High frontto-back
ratio and 150-ohm non-varying center im-
pedance are claimed for the antennas,
which list at $18.00, $36.00, and $75.00,
respectively. Philco Corp., Accessory Di-
vision, C & Tioga Sts., Philadelphia 34,
Penna.—RADIO & TELEVISION RETAILING.

Clear Beam TY ANTENNAS

The Clear Beam V-Cone line of TV an-
tennas features a plastic head on the
driven element which protects connections
to lead-in from shorting in rain, from sea-
air, etc, as well as from weathering.
Antennas are available in 3 models: for
"normal,” "fringe” and “low signal’’ areas.
Address inquiries to Clear Beam Antennas,
618 N. La Brea Ave., Los Angeles 36,
Calif —RADIO & TELEVISION RETAILING.

E-vV "SPHEREX'' MIKE

The "“Spherex’’ is a high output, low cost
omni-directional crystal microphone for
conference recording, round table discus-
sions, home recording, amateur radio, PA
and similar use. Features claimed are:

360 degree polar pattern, substantially flat
response from 60-7000 cycles, output level
—250 db, high impedance. Model 920-8 lists

at $16.50 with 8 ft. cable. Electro-Voice,
Inc., Buchanan, Mich.—RADIO & TELEVI-
SION RETAILING.

Burgess FLASHLIGHT BATTERY

New “chrome protected” flashlight bat-
teries feature a tough plastic outer casing,
a steel cap machine-sealed directly into
the battery top, and more effective insula-
tion of the zinc can. Longer life, and less
deterioration when not in use are claimed
for the new batteries. Burgess Battery
Co., Freeport, II.—RADIO & TELEVISION
RETAILING.

Industrial TESTER

Model 900 Volt-Amp Tester plugs in be-
tween line and appliance, motor or other
electrical device, and provides simultane-
ous voltage and amperage readings off
two dials. Two neon indicators are em-
ployed, which extinguish at the voltage
and amperage readings indicated by ad-
justable knobs. A multiplier switch is
provided for different ranges. Industrial
Devices, Inc., Edgewater, N. J—RADIO &
TELEVISION RETAILING.

Acrosound TRANSFORMERS

These output transformers are designed
for frequency response of plus or minus
1 DB from 10 to 40,000 cps, with negligible
harmonic and intermodulation content at
high power levels. The transformers are
available in 6 models for most popular
tube combinations, include a special unit
for triode connected 807's. Full descriptive
information and suggested circuit arrange-
ments for Hi-Fi use are available from
Acro Products Co., 5328-30 Baltimore Ave.,
Philadelphia 43, Penna.—RADIO & TELE-
VISION RETAILING.

T

Additienal

New Products
Elsewhere

in this Issue
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| New Products

- describing these three  series, with com-

Raytheon TV TUBE

Raytheon has announced the addition to
their line of a 16-inch allglass TV picture
tube, the 16LP4. The tube employs mag-
netic deflection and focus and has an
electron gun designed for use with an
external ion trap. Raytheon Mig. Co., 55
Chapel St., Newton 58, Mass.—RADIO &
TELEVISION RETAILING.

International RECTIFIERS

Miniature selenium rectifiers for use in
radios, TV sets and other electronic equip-
ment are available with maximum peak
inverse voltage ratings of 380 wvolts, in
current ratings of 75 ma., 100 ma., 150
ma., 200 ma., 250 ma., 300 ma., and 350
ma. Catalog available on request from
International Rectifier Corp., 6809 So. Vic-
toria Ave., Los Angeles 43, Calif—RADIO
& TELEVISION RETAILING.

Energy TV TOWER

Telescopic tower for TV antennas comes
in 3 and 4 section units. The 4-section is
68 feet extended and the 3-section is 54
feet. Extension to full length can be ac-
complished: by a hand hydraulic pump in
about 15 minutes. Best reception can be
determined when raising the tower, and
pumping can be stopped at this point. In
case maintenance is required, tower cam
be let down and pumped back up. Energy
Farm Equipment Co., Monticello, Towa—
RADIO & TELEVISION RETAILING.

Smithk MILLIVOLT-DETECTOR

To extend the sensitivity of an oscillo-
scope for TV alignment work, the Millivolt-
Detector detects and provides linear ampli-
fication for TV signals from 10 mv to 10 v.
The Detector has a 2 v ouiput, handles
carrier frequencies between 300 KC and
2500 MC. Smith Industries, P.O. Box 238,
Ballston Spa, N.Y.—~RADIO & TELEVISION
RETAILING.

E-V PHONO CARTRIDGES

Series 12, basic 3 crystal cartridges for
78 RPM, replace over 150 standard models.
Series 34 cartridges can be used in every
RCA 45 RPM changer. Series 16 twin-tip
cartridges are designed for Webster 256
and 356 changers, play dll three speeds
without weight change. Bulletin No. 105

plete specifications, available on request
from Electro-Voice, Inc., Buchanan, Mich.—
RADIO & TELEVISION RETAILING.

C & G TV CHIMNEY MOUNTS

Type 2 offset bracket type for mounting
TV antenna masts on chimneys places the
mast on a side of the chimney. Type 3,
Y-type bracket places mast on corner of
chimney. Both types provide two vise-type
clamps to hold mast, held to chimney with
galvanized straps. Simple clamp permits
anchoring strap to eye-bolt after adjusting
to proper length. C & G Tool Mig. Inc,
39 Main St., E. Orange, New Jersey—
RADIO & TELEVISION RETAILING.
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WHAT A
LIBRARY IS TO

R

ASIC, LEGAL REFERENCE
THE ATTORNEY...

R B
B P

ELECTROI

to the ATTORNEY

...the field of legalisms is exacting
and highly detailed. There are com-
plex problems to be untangled, nar-
row paths to travel. The lawyer's
BASIC library provides COMPLETE,
ACCURATE and AUTHENTIC DATA
on iaws...with interpretations and
decisions, both old and new. His
library gives him the information
he needs to bring his own case to a
successful conclusion.

Larger page size, 12”7 x 15”. All pages in place, with
diagrams and related text more closely positioned.
Giant pages are retained, but now have .only one
fold for greater convenience and durability. Com-
plete, Accurate, Factory-Authorized Data from 74
manufacturers. 441 models. 243 chassis. An absolute
“‘must’’ for every Serviceman in every TV area.

Equivalent of 2032 pages (8V2” x
11”) Plus Cumvulative Index Volumes
1, 2 and 3, Plus the famous RIDER
“HOW IT WORKS' Book.. 52100

to the ELECTRONIC
TECHNICIAN

...the science of electronics is more
exacting, more highly detailed. AM-
FM-TV and allied equipment all have
their different servicing problems.
The Electronic Technician's BASIC
tibrary of RIDER MANUALS gives
him the COMPLETE, ACCURATE, FAC-
TORY-AUTHORIZED DATA that he
needs to bring each servicing prob-
lem to a successful, speedy and
profitable conclusion.

‘a = = YOUR JOBBER HAS THEM NOW! = = =

MANUAL

RIDER iv: XX

What a Manual this is! Complete, Authentic, Reliable,
Factory-Authorized .Data from 74 manufacturers.
1776 -pages, with every page filed in its- proper
place...tasier to read and use than ever .before.
Covers AM, FM, Auto Receivers, Record Changers
and Tuners...Covers receivers to November, 1949.
RIDER...and RIDER ALONE...gives you the infor-
mation you need WHEN AND HOW YOU NEED IT!
Get Volume XX today!

$l 8.00 Including Cumulative Index,
Volumes XVI through XX, Plus the Famous
RIDER *“HOW IT WORKS" Book.

RIDER MANUALS

Television Manual Volume 3 (Plus

*How It Works'’ Book and Index)..................... ...$21.00
Television Manual Volume 2 (Plus

*How It Works’' Book and Index)........................ $18.00
Television Manual Volume 1 (Plus

‘‘How It Works'’ Book and Index)........................ $18.00
Volume XX . 18.00
Volume XIX 19.80
Volume XVitI $19.80
Volume XVil ... $16.50
Volume XVI 8.40

Volume XV ......... i
Volume XIV to VIl (each volume
Volume \V IR S i T iy
Abridged Manuals | to V {one volu
Master Index, Covering Manuals,
Vols. 1 to XV

NOTE: Are ‘you receiving your copy of **Successful
Servicing”'? It's Rider’s own publication of interest
to every Serviceman. Write for 'it...It's FREE!

JOHN F. RIDER PUBLISHER, Inc., 480 Canal Street, New York 13, N. Y.

Export Agenls: Rocke International Corp., 13 E. 40th S1., N. Y. C.

RIDER MANUALS mean

Caoble ARLAB,

SUCCESSFUL

SERVICING

NOTE: The Mallory TV Service Encyciopedia, 1st TV Edition, makes reference to only one source of TV receiver “

schematics — Rider TV Manuals.

NOTE: The Mallory Radio Service Encyclopedia, 6th Edition, makes réference to only one.source: of radio

receiver schematics — Rider Manuals.

NOTE: The C-D Capacitor Manual for Radio Servicing, 1948 Edition No, 4, makes reference to only ofe source

of receiver schematics.— Rider-Manuals.
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MERIT TV
“REPL” GUIDE

JAN. 1950 ISSUE

60 MANUFACTURERS—
400 MODELS—MOST
COMPLETE, UP-TO-DATE
LISTING

Get this easy-to-use, time-saving
guide to correct replacements for all
popular. television receivers. Simpli-
fies serv'i'cing_,.cuts repair-bench time.
Write us today for your free copy.

USE MERIT TV!

OR .
ONE SOURCET TV Tape-Morked Camponents:

Oscillatars,

, Blocking
Powers, focus Coils,

Vertical Outpults: WATCH FOR
jon Yokes, Flybacks: Merit's future
Deflection issues of the
" Repl’

70 HELP YOU: )

Handy tap®
i on

[ 'LW@“’M I

y Shows

ing
it Transforme E
p\:‘l;‘;:nent hookup data

nem ference. E
for auick YETERT T

Qriginated hL

MERIT

4419 NORTH CLARK ST., CHICAGO 40, ILL,
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PREAMPLIFIER
FOR WEAK
SIGNAL RECEPTION

UNTUNED

TELEBOOSTER

* No tuning required—all channel reception.
* Amplification of the order of 20 db over
entire YVHF TV range.
Input and output 300 ohms.

Handsome appearance—professional styling.
3 position Hi-Lo and OFF switch. In OFF posi-~
tion antenna is connected directly to TV set.
Uses 2-——6AK5 VYHF pentodes and 1—12AT7
VHF dyo friode for maximum performance.
Exceptionally long life; uses selenium recti-
fier; all components conservatively rated.
WRITE FOR DESCRIPTIVE LITERATURE

238 WILLIAM ST, NEW YORK 7, N. Y.

'

TELEVISION EQUIPMENT CORP.

New Catalogs

Olympic Radio and Television, Inc.,
34-01 38th Ave., Long Island City 1,
N. Y.: A new booklet has been made
available for dealers, designed for the
retail salesman who has never had the
opportunity to watch a TV set being
constructed, and who has little or no
technical background to support his
sales arguments., Booklet is entitled
“A Tour of a Modern Television
Plant.”
Hamilton Mfg. Co., Two Rivers,
Wis.: A new, 16-page booklet on
clothes drying and home laundry plan-
ning is printed in color, and covers the
construction, operation, benefits and
features of the Hamilton dryer. It is
being offered free in ads appearing in
national consumer magazines.

Federal Telephone and Radio Corp.,
100 Kingsland Road, Clifton, N. J.: A
new bulletin gives complete , specifica-
tions for Federal selenium rectifier
stacks and miniature selenium recti-
fiers, including circuits, dimensions.

The Workshop Associates, 66 Need-
ham St., Newton Highlands, Mass.:
A 4-page brochure describing Work-
shop high-gain Beacon antennas con-
tains information on principles, per-
formance, installation and complete

electrical and mechanical

specifica-
tions. Copies are free.

RADIO ‘& TELEVISION RETAILING o February, 1950
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Describes Sylvania’s TV
‘“Pay-Back” Service Plan

The following statement on Syl-
vania’s TV  servicing plan was pre-

pared by R. K. Pew, director of serv- ,

ice, Sylvania Television:

e In developing a service plan for Syl-
vania television, we felt a new method
was needed whereby the television
owner paid a net amount for installa-

tion and service which was more equi- |

table with the amount of service re-
quired. It was also necessary to devise
a plan where the owner’s money would
be deposited in safe hands and that
his servicing agency be reliable and
prompt.

At the same time, the servicing
agency should receive payment for all
services rendered on each contract, his
bookkeeping and paper work should be
at an absolute minimum and an ade-
quate supply of spare parts should be
readily available.

For the retail dealer who- sells . the
service contract and performs the nec-
essary paper work involved, there
would be some financial compensation
for this service.

The Sylvania “Pay Back” plan ac-
complishes all of the foregoing objec-
tives without additional first cost to
the customer. The service contract is
between the customer .and the factory.
The factory holds the amount of the

contract fee. With “the  contract, the

customer is issued a coupon book con-
taining a number of coupons, each
good for one service call.

At the expiration date of the con-
tract, the unused coupons are turned in
to the factory for cash refunds. On
some contracts up to 55% of the con-
tract price may be refunded to the cus-
tomer if he has not experienced trou-
ble during the year.

Local service contractors are care-
fully selected -to do the work under
contract with the factory. A similar ar-
rangement is available to retail dealers
who handle their own' service work.
These service agencies install and
maintain the receivers during the term
of the contract. The contractor is paid
a fixed amount for a standard installa-
tion at the time of installation. He is
paid for each service call made (the
number of calls per contract are un-
limited) at the time his reports are
forwarded to the factory. At the ter-
mination of each contract, the con-
tractor is given a bonus for each un-
used coupon on the contracts he has
handled. All parts are guaranteed to
the contractor for the term of the
contract.

Parts distribution is made through
local parts distribution houses who
maintain adequate stocks of all re-
placements parts at all times.

The Sylvania “Pay Back” Service
Plan is advantageous to the retail deal-
er inasmuch as he has a “local” service
contractor to service his customers’ re-
ceivers regardless of wheére the cus-
tomer may be located. He is assured
that his customer will have good serv-
ice. The dealer is paid a commission
by the factory for each service contract.

RADIO & TELEVISION RETAILING . February, 1950
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® THE ONE ANTEMNA FOR &
ALL CHANNELS PLUS.FM
® NO HIGH FREQUENCY
HEAD NEEDED
® BETTER THAN 12 DB
FRONT TO BACK RATIO
ALL FREQUENCIES
® MODELS FOR EVERY
INSTALLATION NEED
® CONICAL WINDOW

MOUNTS FOR
APARTMENT HOUSES

3
i TO BE SURE IT'S A CONICAL “V" BEAM
i . . . LOOK FOR THE TELREX TRADEMARK

... true conical performance
without bulky metal cones

Take a tip from Telrex! Look béeyond the set for the cause of wgak
signals, ghosts and reflections. In many cases the antenna installation
is the source of trouble. For sharper, brighter pictures follow the lead
of thousands of other satisfied Telrex users. Install a Telrex Conical
Antenna of proven performance—the antenna with the highest gain
and highest signal noise ratio—on ALL channels. Telrex delivers the
full strength of the signal received to the set with negligible loss, .and
with practically no reflections or ghosts. For local, congested or fringe
réception areas, your one best buy is Telrex!

ALL TELREX ELEMENTS ARE MADE OF HIGH STRENGTH DURAL

Ask your distributor
for complete data or write
for illustrated catalog.

Telephone —ASBURY PARK 2.7252

PATENTS PENDING
COPYRIGHT 1949

AMERICA’'S
OUTSTANDING
TELEVISION
BEAM

‘q-&
ASBURY PARK 2, N. J.
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ACCEPTANCE

on Proven Sup:eriority

Here are several messages

from enthusiastic distributors
all over the country!

SOUTH BEND, IND,—"We hove found Anchor TV Pre-
Amplifier to be superior in performance to anything else
on the market. It has been a profitable item on which we
have built up dealer good will."

COMMERCIAL SOUND & RADIO CO.—A. E. Kesler, Pres.

PHILADELPHIA, PA,—"Anchor Booster’s consistency, its high
gain and its performance in outer fringe areas have built
for it a reputation which cannot be beat in our area. The
excellency of this product has apened up many television
areas and many additional sales in Television Receivers,
their component parts and occessories.”

RADIO ELECTRIC SERVICE COMPANY OF PENNSYLVANIA
Albert N. Koss, Sales Monager

established general

acceptance and good will for good boosters

through its own top notch performance . . .

The unanimous, proven verdict of users! Anchor's engineering
has not been approached in its efficiency—nor will it ever be.
For Anchor’s booster-specialization has developed this out-
standing leadership and will continve.

Why then be satisfied with imitations? It is ANCHOR that

is every day building the demand for the most reliable

Booster—making more sales for dealers—adding good will.
DEPENDABILITY — WITH INSTANT SALES APPEAL

With 24 times average gain (Voltage Ratio), and guaranteed
coverage of low and high band, ANCHOR wins your custom-
ers with its compact, beautifully styled, precision construction.
Also by their pride in knowing they are getting the best!

Tie this Anchor Booster into every television sale.

Get in touch with your jobber at once.
LIST PRICE $37.50

ANCHOR ENGINEERING ALWAYS A YEAR AHEAD

ANCHOR

RADIO CORP.

NCHOR

ADID (cico s vumon )

L\s213 50 87 0018 ave

2215 S. St. Louis Ave,
Chicago 23, Ill.
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Tricraft presents

/% new “VIDIETTE"
indoor ¥ .

by the ORIGINATORS of the
electrically-tuned antenna

NO PUSHING AND PULLING OF RODS
Change stations without effort....

Simply move knob to channel desired ... you are
automatically electrically tuned in and reception
comes BOOMING in.
ATTRACTIVE...SMALL... COMPACT

Priced for volume sales

Individually boxed ... 24 units to a carton
Shipping weight, 32 Ibs.

Write for illustrated literature today
TRICRAFT ANTENNAS are available at all leading jobbers

Tnicraft Products (o.

1535 North Ashland Ave., Chicago 22, IIl.

HERE IT IS THE EASY TO ERECT

HYDRAULIC
TELEVISION MAST

An all hydraulic sectional Television Mast extended
/§ with hand pump or power unit. Raised and lowered
as service requires.

/Sy EASY INSTALLATION.

ENERGY Masts can be installed in a short
time, either clamped to side of building or set
in concrete away from buildings. Only two
men needed. Weight of 60 foot Mast is 300
pounds, 22 feet in length collapsed. Hand or
power pumps can be furnished.

® ONE MAST CAN SERVE
MANY OUTLETS.

® MAST WILL WITH-
STAND 100 MILE
WIND.

® MANUFACTURED IN
THREE AND FOUR
SECTIONS. No guy
wires needed.

® RECOMMENDED FOR TWO-WAY TAX| RADIO INSTALLATIONS.
® ENERGY PORTABLE HYDRAULIC DEMONSTRATION ANTENNA,

Smooth quick operation ideal for commercial car demon-
stration.

For any test location, can be set up in a few minutes.

Write today for literature and prices.

ENERGY FARM EQUIPMENT CO.

Monticello, lowa

RADIO & TELEVISION RETAILING o February, 1950
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Tele-Tone 1950 TV LINE

Featuring built-in antennas and auto-
matic gain control, the new line is led by
a 10-inch plastic table model priced at
$129.95. A 12%-inch table set in wood

(shown) is priced at $169.95, while the
16-inch table model with rectangular pic- |
ture tube is $249.95. A 16-inch console
retails at $279.95. Tele-Tone Radio Corp.,
540 W. 58th St., New York 19, N. Y.—
RADIO & TELEVISION RETAILING.

Atwater 1950 LINE

The new line of TV sets features a 19-
inch console combination (model 135) with
AM-FM radio, builtin antenna, and a plug
for phono attachment. This model lists for
$449.95. A 12%e-inch table model, No. 351,
lists at $219.95. Line also includes a 16-inch
console combination (No. 513) with AM-FM
radio and phono jack, at $349.95. Atwater
Television Co., 360 Furman St., Brooklyn,
N.Y.—RADIO & TELEVISION RETAILING.

RCA AM-SHORT WAVYE RADIO

Model 9-X-651 is a plastic table model
radio receiving the broadcast band plus the

16, 19, 25, 31 and 49 meter shortwave
bands. A phono jack is provided. Retail
price is $34.95. RCA Victor Div., Camden,
N. J—RADIO & TELEVISION RETAILING.

Telequip TV SETS

The new line includes a 16-inch TV set
to retail at $239.95 in the table model
(TS-316) and $269.95 in the console (CS-16).
Only 12Vz-inch and 16-inch models are
included in the 8 new receivers, the price
leader being a 12V2-inch table set (TS-12)
priced at $179.95, while a 12V-inch con-
sole (CS-312) is $209.95. Four “De Luxe”
models range from $199.95 for a 12V
inch table set to $299.95 for a 16-inch con-
sole. Telequip Radio Co., 1901 S. Wash-
tenaw, Chicago 8, IIl.—RADIO & TELE-
VISION RETAILING.
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“Teletalk

L5 New

A MASTER STATION
and FIVE SUBSTATION

UNITS *Q0°%

e us esr.Onicy

The “butcher, the baker, the candlestick maker” along with a
host of other small businesses will find this new Webster Electric
“Teletalk” to their liking as a time saver . . . further to their liking
because it is a quality unit at a low, reasonable price. Special de-
partments of large businesses also, find that it meets their require-
ments.

Dealers find that it is more profitable to handle and sell quality
intercommunication . . . it builds good will and gives customer
satisfaction. Those i_nterested.shou?d write for full information on
open territories.

*Where fewer speakers are required, the price is less. Price shown is
less installation.

WEBSTER

Webster Electric Company, Racine, Wisconsin * Established 1909 - Export Dept.
13 East 40th Street, New York 16, N. Y, Cable Address: "Arlab,” New York City.

I

"“"Where Quality Is o Responsibility and Fair Dealing an Obligation'
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Telrex Lowers Prices

Telrex, Inc., manufacturers of conical
“V” Beam antennas, has announced
price reductions averaging between 15
to 22% on its complete line of TV an-
tennas and accessories. The new price
schedule, incorporating the usual Tel-
rex inventory protection plan, has been
posted to all Telrex distributors. The
jobbers are informed that quality and
design remain unchanged and that Tel-
rex antennas will continue to feature
dural elements.

“The new, lower prices,” according to
a statement by M. D. Ercolino, presi-
dent of Telrex, Inc., “are made possible
by new, improved production methods.
The new addition to our plant, cou-
pled with the acquisition of additional

engineering talent,” Mr. Ercolino added,
“has more than trebled our capacity
and places us in an excellent position
to meet the rising demand for our
quality products and engineering serv-
ices. New specially designed equip-
ment rationalizes to the utmost every
step in our manufacturing operations.
As a direct result.” Mr. Ercolino added
“we are now able to offer our Telrex
quality antennas at prices within reach
of every TV set owner.”

Telrex, Inc., has designed and man-
ufactured antennas since 1921. As one
of the leading manufacturers of TV
antennas in the United States, it is
especially identified with the develop-
ment and introduction of the Conical
“V” Beam for TV reception.

T
“

e hdded Profits

FOR SERVICE TECHNICIANS AND DEALERS

Do you know that surveys show 92% of all
post war record players need a new needle?
A Jensen needle restores original brilliance
to phonographs. Record players take on new
life with tonal qualities that had been forgotten.
Jensen makes a replacement needle to fit any
cartridge or record player.

FREE REPLACEMENT NEEDLE WALL CHART

Send for Jensen’s Replacement Needle Wall
Chart and new Cross Reference Chart, listing
the complete information needed for quick and
easy selection of the proper replacement needle.

%12 A INDUSTRIES, INC.

104

329 S. Wood St., Chicago 12, Il

Tele King 1951 LINE

7 New models include 1 ten-inch, 2
twelve-inch, 3 sixteen-inch, and 1 nineteen-
inch receiver. Model 510, 10-inch table set
in wood cabinet, is $159.95, model 812,

12-inch wood table set, is $199.85, and
model 516, 16-inch table model with rec-
tangular tube, is $269.95. Model 919, 19-
inch console (shown) is $479.95. Tele-King
Corp., 601 W. 26th St, New York 1, N. Y.
—RADIO & TELEVISION RETAILING.

G.E. RADIOS

A new table radio-phonograph, model
129, features a 3-speed automatic changer
and a dual stylus for playing all types of
records, with a 5 tube-plus-rectifier radio
and S-inch loudspeaker. List price is
| $89.95. Also announced is a new clock-

radio line consisting of 6 models, 4 of
which have an appliance timer and con-
venience outlet capable of handling up to
1100 watts. The line (models 500, 501,
505, 506, 507, 508) range from $29.95 to
$39.95. General Electric Co., Electronics
Park, Syracuse, N. Y.—RADIO & TELEVL
SION RETAILING.

Starrett TV CONSOLETTE

The "Sam Houston,” 12Ve-inch TV con-
solette, is the first set to incorporate the
newly developed Starrett 19-tube chassis.
The set includes builtin antenna, and
Starrett’s  “Film-Freed” picture tube. In
mahogany cabinet, the Sam Houston re-
tails at $279.95. Starrett Television Corp.,
601 W. 26th St, New York 1, N. Y.—
RADIO & TELEVISION RETAILING.

National TAPE RECORDER

Model MR 6000 features 2 hours of re-
cording time by utilizing multiple-channel
recording on a 2-inch wide tape. Tape
speed is 7.5 inches per second, and record-
ing or playback is possible in both for-
ward and reverse directions. National
Recorders, Inc., 7120 Melrose Ave., Los
Angeles 46, Calif —RADWO & TELEVISION

RETAILING.
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Garod TV SETS

The 1950 line includes the Custom Model
1674 in mahogany cabinet with doors,
providing

16-inch | picture tube, built-in

antenna and dual loudspeakers, lists at
$379.95. Garod Electronics. Corp., 70 Wash-
ington St., Brooklyn 1, N. Y.——RADIO &
TELEVISION RETAILING

Strong Acceptance of
Black Tube for TV

Enthusiastic acceptance has been
given to the so-called “black” TV pic-
ture tube, by the public and the set
manufacturers as well as the makers
of glass bulbs for TV tubes, according
to the Rauland Corporation of Chicago,
which introduced the “Luxide Screen”
to the public September 1, 1949. Vari-
ously described as “Black,” “Glareban,”’
“Filter Face,” “Blaxide,” and other
terms, the new type face plate for pic-
ture tubes is said to improve picture
quality by reducing the destructive ef-
fect of room lighting on picture con-
trast. An additional feature is the
marked reduction of halation, also a
picture quality deteriorating factor,
which is caused by internal reflection
from the screen phosphors. According
to the Rauland Corp., few TV sets are
now being offered which do not incor-
porate this new type picture tube.

Janette Appointment

Janette Manufacturing Co., Chicago,
builders of gear-motors and rotary con-
verters, announce the appointment of
W. H. SaLee as general sales manager.
Ogden J. Maag will continue as assistant
sales manager.. Frank C. Hartmann, who
recently joined the company, will assist
Mr. Maag.

Sell Snyder Masts

Announcement has been made that
Ontario Research Corporation of 2218 W.
Ontario St., Philadelphia, has been des-
ignated sole selling agent for Snyder
Manufacturing Company’s TV masts of
Walker Dualcoted steel.

The announcement came from Rich-
ard Morris, newly appointed sales man-
ager of Ontario, who pointed out the fea-
tures of the Snyder mast.

RADIO & TELEVISION RETAILING e February, 1950

New RCA Service Policy

In line with the trend toward lower
prices for TV receivers, the RCA Serv-
ice Company has put into effect a new
low-cost owner contract. The new con-
tract plan will be available as an alter-
native choice for purchasers of RCA
Victor TV sets who desire a smaller
initial cost than that required for the
complete coverage contract. The new
plan provides installation, warranty of
parts and tubes (including kinescope)
for one year, unlimited service for 90
days, and after that a preferred flat
rate of $5.75 per call for service as
needed, with contract prices starting at
$22.95 with a built-in antenna and
$39.95 with an outdoor antenna for

10=inch sets. Comparable charges for
1215 -inch models are $24.95 and $44.95,
and for the 16-inch models $29.95 and
$49.95. Prices will be slightly higher
for combination. instruments, and in
outlying areas, but the preferred flat
rate charge for service calls will be

$5.75 for all models.

Sylvania Appointments

The appointment of George C. Con-
nor as general sales manager for the
Photoflash Division and’ Alfred C.
Viebranz as general sales manager of
the Electronics Division of Sylvania
Electric Products Inc. was announced
by R. H. Bishop, vice-president in
charge of sales.

Model PM-10G

Loudspeakers
L are

I gulnlng

¢ BECA

, Finer tone amplification with better
L ] _
aluminum voice coils that dissipate *
"heat faster.

Stronger construction—I{a 3* speaker
supports 300 lbs.).

N

Non-fluttering because of vulcanized
cones and spiders.

o

Fully weather-proof—{will even play
when fully submerged in water).

Millions are chosen each year by the
most expert radio technicians.

& » A

The Cletron line is complete with an
Alnico 5 or E.M. speaker for every
need.

7 Beautiful blue-grey Hammerloid fin-
ish, infra-red baked.

8. Individually packed in sturdy corru-
gated cartons.

Radio and TV loudspeakers handle greater

power without distortion or overheating. No warping. No

buckling. No corrosion.

Write or wire now for your best buy in Speakers. It's CLETRON.

CLEVELAND ELECTRONICS,

6613 EUCLID AVENUE
MORGAN EXPORTING CORP, °

458 Broadway Avenue °

INC.
OHIO
New York, New York

o CLEVELAND,




New Appointments in GE
Tube Division

Three new appointments have been
announced in the Tube Divisions of the
General Electric Company by J. M.
Lang, manager.

E. F. Peterson has been named mana-
ger of sales of the divisions, with head-
quarters at Schenectady.

L. B. Davis has been appointed mana-
ger of the receiving tube division at
Owensboro, Ky.

K. C. DeWalt has been appointed
manager of the cathode ray tube division
at Electronics Park, Syracuse, N. Y.

(A third unit of the Tube Divisions—
the industrial and transmitting tube di-

vision—is managed by G. H. Henyan
who has held that position since August,
1948.)

Tele;tone Names Gunther

Tele-tone Radio Corp. has appointed
H. U. Gunther Co., 1013 Penn Ave.,
Pittsburgh, as distributors of its com-
plete television and radio line, it was
announced by Morton M. Schwartz,
Tele-tone general sales manager.

The Gunther Company will have ex-
clusive distribution franchises in west-
ern Pennsylvania, eastern Ohio, north-
ern West Virginia, and western Mary-
land.

ANNOUNCING DUOTONE'S

BIG 50 DEAL

ON BEST SELLING SHOCKPROOF

. NYLON NEEDLES*

2 Guaranteed shockproof!

i Demonstrate it by actually bouncing
the whole tone arm on a'record! Long
lasting . . . up to 5,000 plays!

50 % more advertising for the needle with Flexip,

greater acceptance than any other on the market!

ple
Ctre]
. . . sh ushion ¢he
50 90 cooperative advertising offer. Hard Chi?gr‘;-mldealnftg,f

selling, carefully prepared to really move needles
. . . yours, upon authorization, on a 50-50 co-

operative basis.

r
Dreg;
TeCordinggy ' old

50 dollar deal.. You pay only $50 for 3

cards of Nylons and 2 Stars .

. . you get FREE

ten nylon needles worth $25! The whole deal

complete in one package!

ITS THE DEAL OF THE YEAR! STOCK UP Now!

See your jobber or write Duotone direct.

*PAT. PENDING

DUOTONE COMPANY
799 Broadway, New York 3, N. Y.

Philcqf Ups Produeﬁon

Philco Corporation is planning to
greatly expand its television receiver
production and sales in 1950, it has been
announced by William Balderston,
president, who says that his company
will manufacture and sell between
750,000 and 800,000 television receivers
this year.

“The excitement and the growth of
television have exceeded even the most
optimistic forecasts and predictions,
Mr, Balderston pointed out. “The in-
dustry’s production has increased from
200,000 receivers in 1947 to 1,000,000 in
1948 and to about 2,700,000 in 1949.
All signs point to a further substantial
increase during 1950 with a potential
sales demand for more than 4,000,000
television receiver this year.”

Zenith Reorganizes Its
Field Sales Set-Up

The demand of a rapid expansion
in its volume of business has com-
pelled Zenith Radio Corporation to
reorganize completely its field sales
organization. Announcement of the
change-over was made by L. C. Trues-

dell, Zenith’s sales manager of house-

hold radio and television.

Under the new set-up, the United
States is divided into six regions with
a regional manager over each to direct
Zenith sales activities. Further each
region is subdivided into districts.
District sales managers handle these
areas and report directly to the re-
gional manager.

The New York region includes New
England, eastern New York and Penn-
sylvania; New Jersey, Delaware,
Maryland, and Washington, D. C. The
Atlanta region is bordered by Virginia
and Tennessee on the north; eastern
Arkansas, Mississippi, and southern
Louisiana on the west.

Cleveland’s area includes western
Pennsylvania and western New York
state; West Virginia; northern . Ken-
tucky, Ohio; and eastern Michigan.
The midwest, with its center in Chi-
cago, extends from Michigan, Indiana,
and Kentucky west to Nebraska, the
Dakotas and eastern Missouri; from
the U. S. border on the north to
Arkansas on the south.

The Dallas region comprises the
southwestern states from Texas to the
lower border of Nebraska, west to in-
clude Wyoming and Colorado, and east
almost to the Mississippi river. The
region of San Francisco embraces all
the western coastal states plus Arizona,
almost all of New Mexico, and Utah,
Idaho, and Montana.

In organizing the new sales set-up,
Truesdell pointed out, each regional
manager was selected because of his
past experience as a Zenith district
sales manager.

Ray L. Hoefler is to supervise the
New York territory; Edgar F. Lindgren,
Atlanta; Hugh H. Boyer, Cleveland;
Irving H. Herriott, Chicago; James H.
McKee, Dallas; and Clarence Pagel,
San Francisco.
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New Catalogs, Manuals
and Selling Aids

Radio Corp. of America, Tube De-
partment, Harrison, N. J.: A second
volume of the RCA Television Pict-O-
Guide has been published and contains
more than twice as many pictures and
a greatly expanded text to supplement
the information in the first book. The
book may be obtained from wholesale
distributors by users of RCA, Cun-
ningham and RCA Victor tubes.

Newark Electric Co., 242 West 55th
St, New York 19, N. Y.: The new
1950 catalog features kits, sets, parts
and accessories, covering all types of
radio, TV, electronic and sound equip-
ment. A special section covers high
fidelity FM, AM and phono instru-
ments for custom installation. Catalog
available free on request.

Hickok Electrical Instrument Co.,
10523 Dupont Ave., Cleveland 8, Ohio:
Technical. Study No: 342 covers mod-
ern AM, FM and TV servicing with
the oscilloscope, with actual diagrams
of wave shapes drawn from a scope
screen. This 50-page booklet is avail-
able at $1 per copy by writing H. D.
Johnson at the Hickok company..

John F. Rider, Publisher,- Inc., 480
Canal St., New York 13, N. Y.: Rider
Manual Volume 20, the latest volume
in the series of manufacturers’ author-
ized data has .been announced. as- a
January, 1950, publication. 'AM, FM,
auto receivers and record changers are
covered. A “How It Works” book
with cumulative index for vols. 16-20
is a feature.

Lafayette Radio, 100 Sixth Ave,,
New York 13, N. Y.: The “High Fi-
delity Music Guide” s a concise, 12-
page booklet by David Randolph,
music consultant for Lafayette. The
requiremehts of high fidelity are out-
lined, with suggested components for
custom installations, installation and
cabinet information. The booklet may
be had by writing this firm.

Takes Capehart Line

Appointment of Seattle Radio Supply
Inc., Seattle, Washington, as distributors
for the Capehart line of television re-
ceivers and phonograph-radios in west-
ern Washington is announced by C. R.
Ward, sales manager of Capehart-
Farnsworth Corp., Ft. Wayne, Ind., a
subsidiary of the International Tele-
phone and Telegraph Corp.

G. A. Reeves is president of the firm,
which also distributes Horton washers
and Coolerator refrigerators. A. L. Lee
is vice-president; Norton Clapp, secre-
tary and treasurer, and James K.
Dooley, sales manager.

Trad Enlarges Plant

Trad Television Corp., Asbury Pa.rk,
N. J.., is in the process of constructing
its own cabinet manufacturing plant
on the company’s premises at Ashury
park, according to Alex Brown, sales
manager.

Best Vue Appointments

Milt Gold, president of Best Vue Prod-
ucts, 247 Centre St., New York City, has
announced the appointments of Joseph
Greene and Jerome Parker as represen-
tatives handling the Best Vue antenna
line in New York.

* MODEL 12 CT— Special Console -
—Expanded 122" Picture'—Tur-'
ret-type tuner— 10" speaker—In
beautiful Mahogany 95
Veneer—List ,..... $249

MODEL 16 CT--Supreme Con-
sole— Giant 16” Rectangular Pic-
ture— 14,000 volt anode supply
for specially brilliant picture—

Turret-type tuner — 10 inch
speaker—In beautiful Mahogany
Veneer, 95
bisteso o Do o ,$299

i MODEL 19 CT—Grand Console
“  —Tremendous Expanded 19"
Wide Angle Picture —Turret-type
tuner— 10 inch speaker—In Ma-

hogany Veneer, $39995

Listoe Taiig e Sog o

MODEL 112 CT —Ex-
panded Picture — 8 in.
speaker —In beautiful

Mahogany $]5995

Veneer. List

12%2” Screen

Designed By John Bergon,
America’s Foremos? Furaiture Stylist

Radio Corp. of America, Tube De-
partment, Harrison, N. J.: The 1950
edition of the RCA Tube Dept.’s

® RCA Llicensed ® True FM Sound
e Complete Fuse ® Picture and Sound

Protection Interlocked
“Tube Reference and Calendar Note- .2 I'(nt..)b Control 0 QFC orll Horizontal
book” is now available from RCA tube ¢ Built-in Antenna ontro

distributors. A miniature encyclopedia,
the book is prepared especially for
radio and TV service dealers, engi-
neers, -technicians, amateurs, and pur-
chasing agents. Receiving tube data,
battery charts, and TV service data are
among the items covered.

N. V. Philips Gloeilampenfabricken
(The Netherlands): Fundamentals of
Radio Valve Technique by Ir. e
Deketh, is an up-to-date work dealing
with the physical principles, the latest
constructions and the properties of
radio receiving and amplifying tubes.
Available in English, the book com-
prises 547 pages and 384 illustrations
and sells for $4.75. Distributed in the
U. S. by Elsevier Publishing Co., 215
Fourth Ave, New York, N. Y.

o A s

MODEL 16 RPT-—Combination 16" TV—Radio-
Phono—Same as: 12 RPT but with GIANT 16 INCH
RECTANGULAR PICTURE. Entire face of the tube.is
utilized. Special 14,000 volt anode supply 50
for brilliant picture. Mahogany Yeneer. List $499

| inati = io~ e ic shut-off record player:
MODEL 12 RPT—Combination 122" TV —Radio~-Phono— Automatic s \
" —Intermixes 10 and 12 inch records—Plays any records: 333 LP; 45 and 78 RPM — 2 Knob
Control on TV-—Radio-phono and TV operate independently of one another— $44950
Turret-type tuner. In Mohogany Venéer—lList. ... ..coc iviii v ineineniae,n,

58 EAST CULLERTON STREET, CHICAGO 16, ILLINOIS

ALL MODELS AVAILABLE IN BLONDE
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light weight.

A new type double folded dipole developed by Trio solves Construction
and Engineering problems to give improved performance and sturdy

High Gain—10 db on optimum channel.

High Front-to-Back Ratio—over 25 db.
minor lobes to give sharp directional pattern.

Ease of Assembly and Installation—6 bolts for complete assembly.

Light Weight—only 5 Ibs. for channel 5, 2V4 Ibs. for channel 9.

Flexibility—more than one bay may be mounted on mast with inde-
pendent orientation of each.

R List price with mast and mounting hard-

ware, Channels 2-6 .. ... . . . .. $3500
Antenna bay only Channels 7-13 less mast S 1495

Order Model No. 304 by channel number. If not available through your
jobber, write for details. Choice distributor territory still -available.

TRIO MANUFACTURING CO., GRIGGSVILLE, ILL.

TRIO

ANNOUNCES
SOMETHING l1eW

IN

YAGIS

Maximum suppression of

OW! Everything you want to know,
about . . . ;

{llustrations,
“many in
Full Color

N
New! Nlustrated! Authoritative!
Includes COLOR TELEVISION

Just off the press; a GOLD MINE OF INFORMATION
about television servicing and trouble - shooting, fully
illustrated, clearly explained. It’s a complete, up-to-the-
minute exglanation of television, including U F, Color
TV, new adapters, converters and practical applications.
Shows you step-by-step, how to repair, adjust, align,
service all makes ,’, , how to locate and correct troubles
in a hurry, Edited by COYNE television experts. Easy-
to-follow instructions. The perfect reference book and
practical working guide for radio and TV servicemen
and retailers, broadcasters, instructors, students, indus-
trial libraries , . . for everyone interested in keeping
up with the swift advance of modern television, At your
book dealer or get your copy today on 7-Day Trial Offer.

Send no money. Just fill out handy
SENB “0 Mo “ EY ggu on belCow. Pay postman only
INSPECT 7 DAYS 1 fulltgaysf. S’oﬁ n‘msz befsésiisﬁﬁg
or return for prompt refund.
AT OUR RISK & !

riskl Mail coupon TODAY

ORDER TODAY—TRIAL OFFER COUPON

Educational Book Publishing Division

COYNE ELECTRICAL & RADIO SCHoOOL

500 S. Paulina St., Dept. 20-E3, Chicago 2, IIl.
YES! Rush your new PRACTICAL TELEVISION
SERVICING and Trouble-Shooting Manual on
trial offer. I wlil pay postman $4.25 plus postage.
Book may be returned in 7 days for prompt refund.

|
|
|
|
I Name. oo it e |
|
|
|

CHY gt e o ivin s cws Zone. .. .State. ... .. |
[ I am enclosing $4.23. You pay postage. Same
Money-back Guarantee.

FEATURES:

¢ FULLY AUTOMATIC OPERATION for
all records—33-1/3, 45, & 78 rpm.;
77, 10” and 12”.

o AUTOMATIC SHUTOFF after last rec-
ord.

¢ AUTOMATIC INTERMIX, 10” and 127
records of same speed.

TONE AND YOLUME CONTROLS.
5" ALNICO SPEAKER.
BEAUTIFUL LEATHERETTE CASE.

Utilizes well-known V-M Tri-O-Matic
Record Changer, preferred by most man-
ufacturers of Radio-Phono-TY combina-

tions.
LIST PRICE. $69.95
Get full details today from your local jobber

V-M CORPORATION

Benton Harbor, Michigan

David Davis Joins GE

David Davis, shown, has been appointed mer-
chandising coordinator for radio and television
receivers in the General Electric Company’s Elec-
tronics Department, announced Ernest H. Vogel,
manager of marketing for the department.

Admiral Whoelesalers

The appointment of the Irion Co., 2159
Mills St., El Paso, Texas, as exclusive
distributor of Admiral refrigerators,
ranges, television and radio-phonos, has
been announced by W. C. Johnson, Ad-
miral vice-president in charge of sales.
The building location of the new distrib-
utor, equipped with air-conditioned of-
fices and a showroom with ample ware-
house space, is served by both railroad
trackage and truck loading facilities.
The officers of the firm are: C. H. Irion,
president and general manager, and
D. A. Williams, secretary and treasurer.

Magnaveox Appointment

Robert J. McDonald has been ap-
pointed district sales manager for The
Magnavox Company with headquarters
in Philadelphia, according  to Frank
Freimann, executive vice-president. His
territory will comprise eastern Philadel-~
phia, southern New Jersey and Dela-
ware. Mr. McDonald is widely experi-
enced in radio - phonograph - television
and appliance fields.

Uses Webster Unit

Sam Eskin, folk song collector, is shown on one of
his travels about the country, recording music on
the spot with a Webster Electric E otape re-
corder-reproducer.
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Malling in GE Sales Post

Edward A. Malling has been appointed
sales manager for component parts in
the General Electric Receiver Division at
Electronics Park, according to an an-
nouncement by W. M. Skillman, man-
ager of sales for the division.

Malling will have responsibility for
the sale of parts to initial equipment and
distribution accounts, Skillman said.
This includes the sale of such items as
loudspeakers, television receiver com-
ponents, antennas, phonograph ‘tone
arms and the variable reluctance car-
tridge.

First City-wide Dispeosal
Imstallation Announced

The first complete, city-wide installa-
tion of garbage disposals coming at a
time when the appliance is beginning to
gain national recognition as a municipal
health and economy measure should do
much to broaden the market for this ap-
pliance, opening a new area of dealer
profits. This was the comment of Ralph
C. Cameron, noted consultant on mu-
nicipal installations and authority on
sanitation, who went to Jasper, Indiana,
to initiate steps which resulted in the
unique trial project of installing dispo-
sals in every homnie in the town of 5,000.

The move culminates two years of dis-
cussions between Jasper officials and
Cameron since plans for a new sewage
treatment plant were made public in
1947. The national municipal authority
is administrative assistant to the vice-
president of Hotpoint, Inc.

“As a result of the forward action of
this town to eliminate garbage wagons
and cans once and for all, there are doz-
ens of communities studying similar ac-
tion throughout the nation,” Cameron
said. “The testing and home demonstra-
tion techniques developed in Jasper will
be valuable to authorities everywhere as
the ‘Jasper’ project spreads.”

National “Slip-Pak®’

The “’Slip-Pak,’” shown, is a. new type of forms
holder for use in retail stores; available in a
variety of sizes. The National Cash Register Co.,
Dayton, O., has placed the units on the market.
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New Rep Commiittees

Los Angeles chapter of The Reps re-
cently met and appointed 1950 commit-
tees. Dave Marshank heads the ethics
and grievances group, with Gerald B.
Miller, Norman Neely, Carl A. Stone and
W. C. Hitt.

George Davis and William Patterson
head publicity with Al J. Rissi and Mil-
ton Ealy the welfare committee. Carl A.
Stone chairmans inter-industry rela-
tions with Jerry Hill, Harry Lasure,
Dave Marshank and W. C. Hitt. Howard
Saul heads membership with James Hill
and Walter Harmon. John T. Hill is pro-
gram chairman with Bob Boniface and

Ralph Reid, and new industry chairman
is J. van Groos and Conrad R. Strassner,
Frank B. Koessler, Norman Marshank,

‘Wiley M. Doran and Fred Ireland.

Duchess Wholesalers

The Teleking Corporation of New Jer-
sey, with headquarters in Newark, N. J.,
has been appointed exclusive distributor
for Duchess washers. The territory is
northern New Jersey, and Rockland
County in New York. The announce-—
ment of this appointment was made by
F. W. McGrath, vice-president in charge
of sales, Appliance Manufacturing Com~
pany, Alliance, Ohio.

EXCLUSIVE! Detachable

Remote Preamplifier

« 5-Position Frequency Cut-off
(Noise and Scratch Suppression

Here’s unlimited flexibility for custom in-
stallations! Preamoplifier is detachable; has
vniversal mounting features permitting
positioning to meet mechanical require-
ments of any installation. Mounts horizon-
tally, verfically, inverted, etc. Compact;
only 2% x 2% x 11”.

+1D8, 40 1O 20,000 CPS

25 Watts Output. ... ..... 5% harmonic distortion

12 db per octave)
» Boost Type Tone Controls
* Dual Volume Controls
* Dual Input Selector
¢ Plug-In Equalizer

Percentage Intermodulation Distortion taken

t 60 and 7,000 cycl i t io:
20 Watts Output......... 2% harmonic distortion ; Wot:‘sn— 549 (h?n::j:\;::;.“] oo V\l/qr:::i
15 Watts Output. .. ...... 1% harmenic distortion 12 *a

2%;: 15 Watts—3.29%,
(Measured at 100, 400 and 5000 CPS) % : %

The RAULAND Model 1825 High-Fidelity Phono Amplifier puts you on top in the
custom-installation market. Outstanding in its mechanical advantages—amazing in
its performance—there’s nothing on the market comparable for features and value.
Available for immediate delivery from stock. Get the full details today!

See your RAULAND-BORG Distributor for full information on the RAULAND 1825
High-Fidelity Phono Amplifier. Compare its features and price! Get your profitable
share of the big market for quality custom installations with this fast-selling amplifier.
It's tops for the advanced features and valve custom-builders appreciate and want.

Electroneering is our business

SOUND
EQUIPMENT

INTER-
COMMUNICATION
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Here’s the answer to the TV Dealers’
prayer—A tripod and 30 foot mast
for quick home demonstration instal-

lation, Completely portable—yet
ideal for permanent installations, too.

Tripod opens to 9 foot spread. Each
foot staked for additional stability.
Completely assembled and tipped up
at site by one man in 10 minutes.

REPRESENTATIVE WHOLESALER
AND DEALER INQUIRIES
INVITED - WRITE

UNIVERSAL PRODUCTS CO.

4100 TAYLOR AVENUE
RACINE, WISCONSIN
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Chatten Resigns From
North American Philips

L. J. Chatten, prominently associated
with the radio and appliance industry
for a number of years, has resigned as
director, vice-president, and general
commercial manager of the North
American Philips Company. He will
remain with the company until the end
of March. Mr., Chatten has announced
no definite plans for the future except
that following a short vacation he in-
tends to continue his activities in the
radio and television field.

Novel Star‘rett Warranty

Starrett Television Corp., New York
City, is giving a Starrett warranty
phonograph album, consisting of a 7-
inch two-sided recording, as its official
guarantee terms with every Starrett set
sold.” The album has a modern four-
color cover, and is entitled “Our Word
Is Your Bond.” The recording is a
friendly message, welcoming the new
owner into the Starrett family.

‘Mary Prector’ Ironing
Method V!iph Proctor Iron

oy —

B

’Mary Proctor Day” at o super markef in QOak-
land, Calif., featured a television demonstra-
tion of the Mary Proctor sit-down ironing method
before the cameras.

New Arvin Jobhers

Radio Products Sales Co., 1501 S. Hill
St., Los Angeles, has signed a franchise
with Noblitt-Sparks Industries, Inc., for
exclusive distribution of its Arvin ra-
dios, television receivers and appliances
in Los Angeles and surrounding terri-
tory, says an announcement from Ray-
mond P. Spellman, Arvin’s radio sales
manager. Charles Sexton is president of
the West Coast distributing company,
M. L. (Bob) Kane is radio sales manager
and D. H. Dumas has charge of televi-
sion sales.

Standard Coil Event

.
1
WP o o

Glenn E. Swanson, president, Standard Coil Pro-

ducts Co., Inc., of Chicago, Los Angeles and
Bangor, Mich., announced the production of the
compony’s millionth TV tuner. Pictured above,
right, Mr. Swanson, receiving the millionth tuner

from John R. Johnson, plant superintendent of
the Los Angeles factory.

TVCA

Television Cabinets

CUSTOM QUALITY at
PRODUCTION PRICES

AVAILABLE
FOR
16”7 and 19"
ROUND OR
RECTANG-
ULAR
TUBES
@

HEIGHT 42~
WIDTH 30~
DEPTH 25~

[ J
SUNBURST
GRILLES
OPTIONAL

CONSOLE MODELS WITH FULL-LENGTH
DOORS, featuring

Piano Finish
Finest Mahoganies
Modern Cabinets

Master Craftsmanship

Leather Doors
in Bleached or Cordovan
Mahogany.

TELEVISION CABINET CO.
OF AMERICA

2436 Grand Concourse, Bronx 57, New York
Telephone LUdlow 4-2502

NEW . frecsion
ELECTRONICS
MUSIC AMPLIFIER

the undisputed “Best”
or your money refunded_

Performance limited
only by your input and
output components. For
any magnetic or crystal pickup, radio,
or microphone. Multiple impedance

to match any speaker.
Aiso available in models 50 PG and 200 PG,
Write for literature and name of
your nearest jobber.

PRECIS\ON TAECTRONKS el

6a\-643 MWW ALV ANTRGE
CM\CAGO 22, ALLINMOVS

SPECIALISTS IN SOUND...
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RCA Dealer Help

Combination “fireball” and clock sign, suitable
for window or _interior display, has been announced
by the RCA Tube Department as a sales-promot-
ing fixture for RCA battery dealers.

Open New Sams Plant

Howard W. Sams & Co., Inc., analytical
engineering laboratories, and publishers
of radio, television and electronic man-
uals, is now located in its new plant at
2201 E. 46th St., Indianapolis 5, Indiana,
according to an announcement released
by Howard W. Sams, president. The
new building, comprising 30,000 sq. feet
of daylight air conditioned floor space
will house the entire operation of this
business, which presently occupies four
locations in Indianapolis and two in
Chicago.

A seven-year agreement enables
Howard W. Sams & Co., Inc., to purchase
the modern steel, brick and glass build-
ing after a rental period from the Tows-
ley Estate of Indianapolis.

Name Schottenberg

The LaPointe Plascomold Corporation,
Unionville, Conn., manufacturers of the
VEE-D-X television line, announces the
appointment of Ray T. Schottenberg as
their representative for southern New
Jersey, eastern Pennsylvania, Maryland,
Delaware and the District of Columbia.

Hotpoint Disposall

The Hotpoint garbage Disposall is dramatized in
this window display feoturing the device os
port of the electric ‘/cleon-up center,’” with

el S RN B AR RO E R T

IMPROVE YOUR METHODS — INCREASE YOUR BUSINESS

BUSINESS BUILDERS BY
TV-1—TELEVISFON SERVICE PLAN—Book of 100
serially numbered contract forms for TV Service
Dealers and Installers. Your profit or losses at a
glance. Two part forms printed in rich brown pro-
vide owner certificate and registry stub. Stub re-
mains in book showing complete details of instalia-
tion, service and your costs in time and material.
Durable maroon cover, spiral bound to open flat.
Series available 101-1100 in books of 100
TV-1—Book of 100 Contracts ... ......... $2.25

Lo

Ty

OELRICH PUBLICATIONS

RB-1 3rd Edition—RADIO SERVICE STANDARD
RATE BOOK

Comprehensive pricing system and code of ethics
covering each type of Radio in six separate sections,
outlining general service procedures and rates for vari-
ous types of repair service, ‘Retail prices on standard
parts, tubes and crystal cartridges, plus flat rates
for pick-up, delivery, estimates and alignment. Bat-
tery, dial belt, ballast tube cross index. 54 pages

—nplastic spiral bound to open flat. Many other
features
RB-1—nper/icopysuaei ORI o L0 SN, $1.00

WS-1 RADIO SERVICE WORKSHEET

Show your customer full details on his repair Job
including the things that are never brought to his
attention. 38 possible minor repair check-offs and
spaces provided for parts used, tubes and services.
A valuable aid to building customer good will.
Size B4 x 11”7 x 34",

WS-1 Pad of 50 sheets .................. $ .60

TT-1—TROUBLE TRACING IN AC-DC RADIO
RECEIVERS

Down to earth servicing data easily read and under-
stood. All material devoted to servicing of A.C.-
D.C. sets. Test cases, individual parts analysis,
alignment procedures, service methods, plainly writ-
ten with technical terms held to a minimum. 50
pages

TT-1—per copy ...........

SR-1 RADIO SERVICE RECORD—Book of 100 job tickets serially numberedl icon:isting of customer’s

claim check, repair tag, and permanent 4 x 6” record card.
Numbers available: 1001-2999 in groups of 100.
SR-1—Book of 100 Job Tickets ........ ARNAETI

dealer rubber stamp.

Book spiral bound ‘to upen flat. Space for
Size 92" x 47 x 1,
wes - 031125

TVY-1, WS-1, SR-1 SAMPLE SHEETS AVAILABLE ON REQUEST.
PLACE YOUR ORDER NOW. NO C.0.D.’s PLEASE.

RADIO TELEVISION SUPPLY CORP.

4339 W. ARMITAGE AVE.

CHICAGO 39, ILL.

% Only 15/16” in dia.

% Features Clarostat stabilized
element.

Y% Tapers. Also with one tap.

% Knurled aluminum shaft,
standard.

THE TINY CONTROL FOR THE FULL-SIZED JOB!

% Just the thing for extra-tight spots
— Clarostat's 15/16” control. Quite
a lot smaller than the usual carbon
controls but handles the load.

And typically Clarostat construction:

No-wiggle no-wobble aluminum
knurled shaft; velvety-smooth rota-
tion; longest-wearing element;
special alloy contact arm; easy-to-
solder tinned terminal lugs; and
QUIET! It's a honey!

% Ask vour Clarosiat jobber for these

15/16"

controls. Ask for latest

Clarostat catalog —= or write us.

CLAROSTAT MFG. €O.. INC. = DOVER, NEW HAMPSHIRE » ITn Canodo: CANADIAN MARCONL CO., LTD.

lobeled food waste thot con be whisked owa
hen cold Y Montreal, P.Q.. and branches

when cold water is turned on.
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TYW PARALLEL

RESISTANCE
AND

\SLIDE RULE
SCALES!

Redesigned! This new, improved version
of the famous Ohmite Ohm’s Law Cal-
culator—popular the world over with
servicemen, engineers, and students—
now has scales for solving parallel re-
sistance problems, and a standard slide
rule. More useful than ever!

| ONLY ONE SETTING REQUIRED

Solves Ohm’s Law and many parallel re-
sistance problems—simply, quickly, and
accuratell;f—with only one setting of the
slide. Covers a range of values encoun-
tered in electronic and moderate power
applications.

HANDY POCKET SIZE

Only 9" b
scales multiply, divide, and find squares
and square roots.

Be Right with

OHMITE

Reg. U.S. Pat. Off.

RHEOSTATS o RESISTORS o TAP SWITCHES

SEND FOR YOURS, TODAY

OHMITE MFG. CO.,
4888 Flournoy St.,
Chicago 44, IlI.

1

]

&

]

4

: Send my new OHMITE Calcul-
1 ator. I enclose 25¢ in coin.
]

i

]

t

]

]

{

NAME
ADDRESS

’—fits the pocket. Shde rule -

Walsco Sales Program

The growing momentum of the
television market has spurred pro-
motional plans of the Walter L. Schott
Company, Los Angeles, for the “big
push” on Walsco antennas. Company
officials claim they have something to
“shout about” and will outline the
exclusive features of Walsco TV An-
tennas to the consumer and to the
trade.

“Only Walsco” will be the theme of
a new and vigorous advertising pro-
gram designed to emphasize the
exclusive advantages of Walsco An-
tennas. Among these will be Walsco’s
silicone treated styron molded insula-
tor which, according to Walter L.
Schott Company, prevents dust par-
ticles and moisture from adhering. . .
a frequent cause of lost efficiency.
Walsco officials also claim the exclu-
sive 1se of marine type high tensile
chromium-aluminum ‘alloys for elem-
ents, with a “yield point” 94% higher
than ordinary aluminum. These new
elements are said to be resistant to
corrosion even in beach areas where
they may be exposed to salt spray.

Another exclusive feature that will
play a big part in Walsco promotion
plans is the use of butt-seamed tubing
for elements. The design of this tubing
provides a higher modulus of elasticity

actually prevents breaking of
elements even in extreme weather.
The Walsco laboratories have set up
special facilities for wind-tunnel test-
ing antennas to withstand storms.

Walsco company officials have in-
dicated their primary objectives to be:
(1) stimulate consumer consciousness
of TV antenna; (2) build dealer con-
fidence in Walsco; (3) gain enthusi-
astic job support; (4) offer jobbers a
profitable, competitively priced and
price protected antenna line.

Meck Distributors

Turnquist Brothers Co., 1807 E. Olym-
pic Blvd., Los Angeles, has been award-
ed franchise distribution rights for tele-
vision and radio receivers manufactured
by John Meck Industries, Inc., Plymouth,
Ind.

Rauland Representative

Jack Young of Dallas, Texas, has been
appointed as representative for the Rau-
land Corp., manufacturers of television
picture tubes, to handle territory includ-
ing the states of Texas, Oklahoma and
Arkansas, according to F. W. Guthrie,
sales manager.

Appoint W. H. Connor

The appointment of W. H. Connor with
headquarters at 1590 Eudora, Denver,
Colo., as sales representative for the ter-
ritory of Wyoming, Utah, Colorado and
New Mexico, is announced by Clarostat
Mfg. Co., Inc., manufacturers of resis-
tors, controls and resistance devices, of
Dover, N. H.

Sihy Rig-

1 4
A Story without Words

/GET THE FACTS ON TACO
HASK YOUR JOBBER TODAY

In Canada: Stromberg-Carlson Co., Ltd.,

Toronto 4, Ont.
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At last—a
built-in
booster!

CHASSIS FOR 16” OR 19” CRT
25 TUBES PLUS 4 RECTIFIERS

L] [ [

. .. brings 'em in

out of the snow
T e FRINGE AREAS
now can enjoy excel-
lent reception with-
out cumbersome,
costly external boosters| Craftsmen
Television alone gives you a built-in
booster that literally brings a pic-
ture right out of the ''snow''—gives
a 10 db. video boost simply by
shifting a knob! Unparalieled

performance, and it will not inter-
fere with audio reception.

HI-FIDELITY SOUND uvailable through
cathode-follower audio output. And RC-100
television—engineered from the mounting
bolts up for big picture operation—is twice
as sensitive as beforel Automatic phase
control of both vertical and horizontal syn-
chronization guarantees perfect interlace.
Keyed AGC, too. Will accommodate UHF
channels, ‘

COMPLETE THE PICTURE with Craftsmen
high fidelity audio—RC-8 FM-AM tuner fea-

turing auvtomatic frequency control that en-
tirely eliminates drift, and RC-2 high fidelity

Write for information—or send 50¢
for Instructions and ‘schematics.

THE RADIO

Dept. D, 1617 S. Michigan Ave., Chicago 16, Ili.
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Promete RCA Officials

Election of five vice-presidents of
the Radio Corporation of America
was announced by Frank M. Folsom,
president of RCA, following a meeting
of the board of directors. All of those
elected are associated with the RCA
Victor Division.

The new officers are: Henry G.
Baker, vice-president and general
manager of the home instrument de-
partment; Richard T. Orth, vice-presi-
dent and general manager of the Tube
Department; John §S. Carter, vice-
president and director of the Finance
Department; Paul A. Barkmeier, vice-
president and general manager of the
Record Department, and Harold R.

"Maag, vice-president and Western

manager of the RCA Victor Division.

Clareostat Names Stroum

The appointment of Sam Stroum
whose headquarters are at 2229 - 22nd
Ave. N., Seattle, Wash., as sales repre-
sentative for the territory of Washing-
ton, Oregon, Idaho and Montana, effec-
tive immediately, is announced by
Clarostat Mfg. Co., Inc., Dover, N. H.

C & G Appointment

Louis Simpson, sales manager of C &
G Tool Manufacturers, Inc., 39 Main
St., East Orange, N. J., has announced
the appointment of Radio Electric
Service Company, Philadelphia, as a
distributor of the C & G line of
antenna mounting accessories. C & G
manufacture the Magne-Rotor antenna
rotor 'and a full line of chimney
mounts, wall mounts, U-bolts and
ground rods.

ITI Drops Premium Charge

Industrial Television, Inc., has an-
nounced that the premium charge for
sets using the “black” 12%%” CRT is be-~
ing deleted from future billing.

Since the inception of the black tube a
charge of $10.00 has been added at the
retail level, but now the list prices are
$239.50 for the Century 12%"” model 821
Table Topper and $299.50 for the Cen-
tury 121%"” model 921 consolette, both
utilizing the new CRT which gives im-
proved contrast and definition.

Rectangular TV Tubes
In Air King Receivers

D. H. Cogan, president of Air King
Products Co., Inc.,, Brooklyn, N. Y.,
manufacturers of radios, wire recorders
and television receivers announced the
first use of rectangular tubes in 2016R
console model and 2017R table model
television receivers.

These rectangular tubes have been
given the name “Soft-Lite Full View”
television. The rectangular tubes will
show the picture exactly as it is televised
from the transmitting television station.
There will be no loss of view from cut
corners or any type of masking.

13



Reach for BIGGER
PROFITS in your
Service Dept.!

PHOTOFACT lays dollars
right smack in your hand

SAVE TIME Proved in
BOOST OUTPUT /MY [Ty}
SIMPLIFY WORK [EEEYYEVTY)

CUT PARTS STOCK

Shops!

Your service department will show bigger
profits with PHOTOFACT on the job! It’s the
only Service Data based on actual laboratory
analysis of all postwar AM, FM and TV re-
ceivers. Uniform, accurate,’ complete—it
helps your men turn out more jobs in less
time! 1t standardizes proper servicing pro-
cedures, cuts errors and waste, minimizes
your parts stock inventory. PHOTOFACT pays
for itself because it saves time and labor, be-
cause it guarantees bigger radio repair profits.
Put PHoTOFACT to work on your service
bench now—you’ll earn the thanks of your
men-—and you'll earn more!

F R E E ! Photofact Folder of your choice!

Learn for yourself—at our expense—how
PHOTOFACT earns bigger radio repair profits
for you! Ask for a FrREE Folder covering any
postwar AM, FM or TV receiver of your
choice. Examine it. Put it to work at your
service bench—then judge for yourself.

WRITE FOR FREE FOLDER TODAY!

HOWARD W.SAMS & CO., INC.
)

HOWARD W. SAMS & CO., INC.
2205 EAST 46TH ST., INDIANAPOLIS 5, IND.

0 Send FREE PHOTOFACT Folder covering follow-
ingreceiver ....oviiiiiiiiiiiiiiiiiiiii

O Send full details on the PHOTOFACT '
Service Data Library.
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| New Sheldon Tube !

In keeping with Allied’s policy of pro- !
viding jobbers, manufacturers and the
television industry in general with the
latest advances in picture tube develop~-
ment, Nathan Chirelstein, president of
Allied Electric Products, Inc., Irvington,
N. J., announced that his firm is now
producing its new, rectangular screen all
glass gray-black picture tube. This latest
addition to the Sheldon line will be
known as 16RP4, Mr. Chirelstein re-
vealed.

Measuring 1014” x 131" x 1834", the
Sheldon rectangular picture tube makes
possible the use of smaller cabinets with
new design possibilities. The new Shel-
don rectangular tube takes approxi-
mately the same cabinet space as the
conventional 12%” round tube.

Hoffman Radio Expands

Hoffman Radio Corp., Los Angeles, is
opening new territory for its 1950 line of
TV sets, according to R. J. McNeely, di-
rector of sales. Jenkins Music Company,
wholesale division, Kansas City, Mo., re-
places the Oklahoma-Hoffman Distrib-
uting Co. (Tulsa), formerly Hoffman
distributor in that area. The Jenkins
territory will embrace the western por-
tion of Missouri and the states of Kansas
and Oklahoma. Kenneth Gillespie is
general manager.

Ansley Now Selling
Through Distributors

Bernard Fein, president of Ansley Ra-
dio & Television, Inc., has announced
that the company has decided to sell its
radio and television receivers through
distributors on an exclusive basis in all
TV areas instead of the direct-to-dealer
arrangements formerly used. In New
York and Los Angeles, where the com-
pany maintains its own service and
warehouse facilities, Ansley will con-
tinue to sell on the direct-to-dealer
basis.

“It is our opinion that the distributor
is best qualified to handle the problems
of warehousing and servicing of deal-
ers,” Mr. Fein stated, “and we have ac-
cordingly made arrangements to start
taking on exclusive distributors for all
areas.”

Deluxe TV Cabinets

Robt. Wolff Woodcraft Corp., 1125
Union Ave,, Bronx, N. Y., manufacturers
of wood products for 45 years, are now
utilizing most of their facilities in pro-
ducing a deluxe line of television cab-
inets for the trade. These cabinets are
made in various woods by master crafts-
men, who devote all their time working
on high quality wood products.

In GE Sales Post

Monte M. Wheeler has been appointed
sales manager of the General Electric
Company’s automatic blanket and sun-
lamp division, it has been announced by

David C. Spooner, Jr., division manager.

NO MATTER

PHOENIX
Speed - Wlownts
and
Speed - Tennacs
DO A BETTER
JOB!

Strong—Ilight in weight—fast, easy in-
stallation. Engineered to give highest
quality electrical performance . . . and
designed to withstand the toughest weath-
er conditions. Pre-assembled—no loose
hardware.

ANTENNA MAST
STAND-OFF INSULATORS
Famous PAM-11 — faster,
stronger, easier to install
—genuine Polyethylene in-
serts — attaches to any
mast in just 10 seconds.

AT LEADING JOBBERS

PHOENIX

WRITE FOR NEW CATALOG

ELECTRONICS, Inc.
Lawrence, Mass.
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MODEL 300 “ROTA-TOWER”

% Strong steel tube construc-
tion, allelectrically welded

% Multiple cross-braces—90 in
each 10 foot section

v Saves many man-hours. Ship-
ped pre-assembled — only 5
minutes to complete

Entife assembly hot-dip
galvanized

Rotatable 360° to orient
antenna after installation-
Built-in Jadder —safe

to climb

Light — less than 1% lbs.
per foot of height

Quiet in the wihd — all
rounded surfaces

* % F A %

Hinged base — fits peaked
or flat roof — tip up from
any of four directions

Neat, trim, unobtrusive
Wide choice of heights

Minimum guy support
needed

* % %

TR

ONLY 50 for basic 30-ft.
$64LIST model complete
{

H

‘l Y Actual:photo of
Easy-Up “Rota-Tower”
with two extensions,
elevating stacked
by Amphenol antenna
i and Alliance rotator

50 ft. above 30 ft.
"ﬂ rooftop.

Also, extra-heavy-
duty square and tri-
angular towers for
heights to 100 feet.

Easy-Up Tower is a quality product
through and through ... Built to make
your installation job just as simple as
possible ... Your most economical way
to elevate TV antennas for clearest
reception.

See your jobber, or write

Easy-Up Tower Co.

3800 KINZIE AVENUE
RACINE @ WISCONSIN
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New TV Lines

Motorola, Inc., 4545 Augusta Blvd,,
Chicago 51, Ill.: A new 16-inch TV-
radio-phonograph built around the new
rectangular tube (16F1) in a mahogany
cabinet is priced at $399.95. Two table
models featuring a rectangular 16-inch
tube are available at $269.95 (16T1, ma-
hogany), and $279.95 (16T1B, limed
oak). A 12%%-inch table model is priced
at $189.95, and 5 other 12-34-inch sets in
the line scale up to $279.95. A portable
8%-inch set at $149.95, a 10-inch table
set at $169.95, and three 19-inch sets
round out the line,

Wilcox-Gay Corp., 604 W. Seminary
St., Charlotte, Mich.: New models in-
clude Model O-402, 12%4-inch consolette
at $239.50, Model O-426 16-inch consol-
ette at $329.50, and model O-302, 1214-
inch table set at $219.95.

Sylvania Electric Products, Inc., 1280
Main St., Buffalo, N.Y.: Prices on the
new line are as follows: 177, 10-inch
table, $169.95; 125, 12%-inch table,
$199.95; 114, 1234-inch console, $249.95;
090, 16-inch console, $379.95; 128, 6-way
1274-inch console, $399.95; 197, 1214-
inch console with doors, $299.95; 245,
12%-inch  console without doors,
$269.95; 247, 16-inch console without
doors, $349.95; and model 246, 12%-inch
table set, $229.95.

Magnavox Co., 2131 Beuter Rd., Fort
Wayne 4, Ind.: Metropolitan, 12%5-inch
table set is $249.50; the Constellation II,
16-inch table set is $299.50 in mahog-

Crosley Officials Meet with N. Y. Distributor

e

S e

S A S

g,;.x L

&§§\:§§ i \°o‘»‘3\§é§%€\°o' e

£ & EraE e

i
-

& 5

Shown at a celebration given by the Crosley Distributing Corp., in New York are these Crosley officials:
W. A. Blees, vice-president of Avco Manufacturing Corp., and general sales manager of the Crosley
Division; John W. Craig, Avco vice-president and Crosley general manager, and three representatives of
the Crosley Distributing Corporation—Bert Cole, vice-president and general manager, lrving Sandberg,
general sales manager, and Paul Hilton, assistant to the general manager in charge of advertising and

promotion.

any; the Broadway, 12%4-inch console
is $299.50; The Shoreham “200,” 19-inch
console is $495. The line includes 3 ad-
ditional 16-inch consoles, and 5 TV-
radio-phono combinations, 4 of which
have 16-inch tubes, ranging in price

from $469.50 to $995.

Philco Corp., C and Tioga Sts., Phila-
delphia 34, Penna.: Three 16-inch re-
ceivers and two TV-radio-phono com-
binations round out the line. Model 1632
and 1633 are 16-inch consoles, while”
model 1600 is a 16-inch table set. The
1400 series consoles provide 1214-inch
picture, AM-FM radio, and 3-speed au-
tomatic record changer.

Noblitt-Sparks Industries, Inc., Co-
lumbus, Ind.: The new Arvin 8%-inch
metal cabinet TV table set retails for
$129.50. The set has 16 tubes plus 2
rectifiers.

Raytheon Mfg. Co., 60 East 42 St.,
New York 17, N.Y.: Highlighting the
new line are four “Silver Anniversary”
models—so named because 1950 marks
Raytheon’s 25th year in business. Prices
range from $199.95 for a 12%4-inch table
model to $329.95 for a 16-inch console.
The complete line consists of 8 table
and console models with 12%5- and 16-
inch picture tubes.

PRINT YOUR OWN
POST CARDS

COMPLETE OUTFIT
only $750

Amazing results in sales, in-
quiries and contacts . . . saves
time and money . . . very easy
to use. GEM STENCIL DUPLI-
CATOR is ideal for Advertising,
Announcements, Notices, Labels,
Forms, Price Lists—hundreds of
uses for every type of business and organization, Comes complete
with all supplies, instructions and 60-page Book of Ideas.

FREL TRIAL OFFER: Try it before you buy it! Write and a
GEM OUTFIT will be sent you postpaid. After 10 days, send only
$7.50 or return the GEM, no questions asked. The GEM must sell

itself ; you be the judge. !
DEPT. 125 — 6633 Enright

BOND EQUIPMENT CO. St. Louis 5, Mo.

|
l
l
l
|
|
|
|
|

l_—-_—.—_——————

G.7.1. TRAINED MEK
ARE AVAILABLE!

Each month C.T.l. graduates ambitious young men who
have completed an intensive course in Radio and Television
maintenance and repairing. Their training has been practical.
They've learned by working on modern equipment under per-
sonal, expert supervision. /f you need a trained technician,
we invite you to write for an outline of our course, and for
o prospectus of the graduate. (No fees, of course.) Address:

Placement Manager, Dept. P110-2

COMMERCIAL TRADES INSTITUTE
Chicago 26

1400 Greenleaf

1 Out of Evenlr 2 (‘liutdplll‘r Installations
SOUTH

RIVER PRODUCTS

®
Write for catalog describing Chimney Mounts,
Wall Brackets, Pipe Mounts, etc.

WARNING . . . South River Chimney Mounts

are patent protected. Imitations and infringements
are being prosecuted. See U. S. Patent No. 2482575.

South River Metal Products Co., Inc.

Dept. RR, 17 Obert Street, South River, N. J.

LINES WANTED
We Will Purchase for Cash Your
Surplus or Excess Stocks of

ELECTRIC FANS

ELECTRIC MOTORS
EXHAUST BLOWERS
AIR COMPRESSORS

ELECTRICAL APPLIANCES
We Will Purchase Any Quantities

Write complete details including quantity, description,
packing & price,

BOX 1250

RADIO & TELEVISION RETAILING
480 Lexington Ave., New York 17, N. Y.
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HERE’S THE SET

THE PACE AT THE

B NITURE MART!

THE VARSITY

XL 210

12V2 inch genuine
Mahogany table-top
model

Slightly higher west of Rocknes .

Chicagc; called it the hott
Ml new models ..

a l6” three-way home th
: Write for full details!

est. lme at the Show!
to 197...,, including
eatre period console.

Olymplc Radio & Television Inc, * 34-01- 38th Avenue
Long Island City 1, N.Y.



No. Vs 019

Radio Corporation

of America
MADE IN y. S. A

Ufow cam sefll MORE

RCA BATTERIES give you a clear selling field
—they’re distributed primarily to the radio
trade!

You have less competition from non-radio
neighborhood stores. Sell RCA Batteries and
repeat sales stay with YOU!

RCA Batteries are radio-engineered for extra
listening hours. The completely rounded line
covers virtually all renewal requirements.

A

RADIO BATTERIES

Battwvies becomse...

Closely co-ordinated production meets seasonal
demand, assures fresh stock always.

RCA provides the greatest array of battery
selling aids in the industry—all geared to the
radio trade.

Smart packaging, competitive prices and “the
greatest name in radio” are compelling reasons
why RCA Batteries are your best buy by far,

See your RCA Battery Distributor for fast, reliable service.

RADIO CORPORATION of AMERICA

HARRISON, N. J.



