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“Now, shis completes all-in-one model has @ thirty-ning-tube selevisio” receivers A\
equPed for both black-and- 7 color reception d FM radio;
; 33143 1.0 S r.pms & rpm automati¢ record= !
D wite recorderi and this largeés roomy cabinet
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Y Soft-Lite Full-View

16"Rectangular Tube

Y Tune with ONE KNOB
* New Super-Power chassis
* Beautiful compact cabinet

-

oS —

A

*Prices slightly higher'

A B
Westchthe Reckis SEE THEM AT THE FURNITURE MARKET as ever th I n '
SPACE 1454 MERCHANDISE MART BLDG.— CHICAGO .

AIR KING PRODUCTS CO., INC. < 170 - 53rd Street, Brooklyn 32, N. Y.
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PORTABLES

for every purse and preference

MODEL 446-P

Battery set
{less batteries}

1 695

‘Burgundy or
Sun-Tan

SNz
3 Z

INEW:

7l IIMIRENTSS

ini e tubes
‘é:i\r; :::r— only 8 %”x&%" x634" 0
Light—weighs only 4 lbs. comple€
e High sensitivity
e Undistorted tone
o Full 4" speaker
e Choice of 2 colors

MODEL 350-PL

3-way Deluxe -
(less batteries)

$3495

Kingfisher Blue,
Jade Green,
Sun-Tan, Burgundy

e The most compact.high-powered port-
railable _ ]
. g?sasvilﬂity, AC, DC, or batte5rytubes
° Exceptionai sensi't1v1ty from -
and silenjum rectifier )
o Alnico V PM Super-Spezi f:
e Weighs only 6 lbs. complete
e Underwriters’ listed

S rvin Radio

PRICE LEADERS
bright colors, amazing tone

MODEL 440.T

) 5148

4 tubes
including rectifier.
Red, Yeliow,
Green, lvory,
Bronze, Burgundy

° Kidproof, Shatterproof gy,
® Over 3 million sets jn use %,N,E&\%
® Ideal for children -

® Compact for easy packing

® Excellent tone )

° Fme. for home, hospital-, hote]
¢ Choice of six smart colors
o Underwriters’ listed

MODEL 355.7

16%

5 tubes
i ncluding rectifier.
lvory, Sun-Tan,
Witlow Green

® Smart modern styling

® Built-in High-Q antenn,

® 3 tuned IF circuits
Choice of 3§ colors

MODEL 341.T

$ ] 295 ; 4 tubes ‘
including rectifier,
Sandalwood only
Compact AC-DC superhet
Amazing valye at the price
Shatterproof cabinet
Underwriters’ listed

SEE THEM ALL IN SPACE 441-2 AT THE SUMMER FURNITURE MART
- CHICAGO, JUNE 20-29

Television and Radio Division, NOBI.ITT'-SPARKS‘ INDUSTRIES, Inc.,

RADIO & TELEVISION RETAILING o June, 1950

Columbus, Indiana
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5-TUBE SETS

st 5-tube performance

World's fine

MODEL 450-T

1095

5 tubes
including rectifier.
Walnut only
(Available

June 15)
gxx\\w\\\\\\wffé/

ENEW:

NS

o Sleek, smart stylin__g

. Milled ivory plastic k{lobs

« Polished brass dial pointer
9.gang variable condgnser

: R;gch «yelvet Voice”” tone system

[ ]

[ J

Amazing tone and power
Designed to meet Underwriters

standards

MODEL 451-T

59495

5 tubes
including rectifief.
Ebony, lvory,
Sandalwood,
Willow Green,

S W

ENEW:

Dty a NS S

+» Most beautiful 5-tube set ever b:'ﬂ;
» Edge-lighted tra111slpa'rt(’aeni:{ 1111;(1:)1:6 ial
i tal luct )
: i’ii;:rl;nttgedcg:tal grille and dial pointer
» New “Velvet Voice”’ tone system
o New, more sensitive loop antenna
» Choice of four smart colors' ’
o Designed to meet Underwriters

standards

(Available June 15)

MODEL 480-TFM—Rosewood, Willow

-6 AND 8-TUBE SETS

Amazing long-distance reception
MODEL 461.T

$2995

including rectifier.
Mahogany plastic

Finest 6-tube table ) ;
3-gang variabl'e-concrlgg(sigl]' i g
F:ﬂned stage or radio frequency
-Co‘_ 1_};flct)lon 7au»torr;afﬁ,‘c’ volume control
= nanuously varjable tone control
Lazor-edge selectivity
Erch, honey-smooth tone
g;}:}; goiver for great distances
: duty perm )
Edge—lightedliucitzlzg'glt Fe -k aker

MODEL 460-T—lvory, Willow Green,

S
$34.95 andalwood—

MODEL 481-TEMm

FM/AM receiver
8 tubes
including rectifier, %e; .
o R
RN Z

NEW:

e Straight AC power tra
: g : ansformer ¢ ircuf
: (I.)lill_lmmgted, engraved ;‘)lastic.dia)l’pe e
o e stage radio frequency on E
: £ I;I tunes eaﬁily as AM =~
-8ang variable condenser
* Over 1500 milliw tts i
o IT{op-IeveI AM re(?eptigrllldmtorted B
: g Sjalz): duty magnetic speaker
s Toda;g All>\i4g I?a(s)f antennq, 7-ft. FM antenna
Sy g value in FM-AM table

Gr
Vory—$54.95 reen, Sandalwood,

BACKED BY THE GREATEST NATIONAL AND NEWSPAPER
ADVERTISING CAMPAIGN IN ARVIN HISTORY

Television and Radio Division, NOBLITT-SPARKS INDUSTRIES, Inc., Columbus, Indiana

RADIO' & TELEVISION RETAILING. e June, 1950
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THEYRE SELLING
LIKE 'HOT CAKES

° o —
sales in ever increasing quan-

tities are evidence that Sentinel

leads again in portables. Yes,
every re-order testifies to the
dramatic success of the super-
performing ““312"’ and the pop- .

vlar priced “335— and to fhe.

profits by dealers who stock * )

and display them. e -
. :

‘e New“312” 3-Gang Condenser [ N\
* Gives Super-Performance ,

Reaches out and pulls in distant sta-
tions where other sets cannot. Will
satisfy the most ardent traveller or
home-fan. A Sentinel engineering tri-
- umph! A model of efficiency and
L beauty. The smallest 3-gang portable
» on the market. AC-DC and Battery.

@ Weighs only 615 pounds.

L4 P -
New “335”
Price—Performance — Color

A portable radio as personal as your
watch and as carefully made . . . a
diminutive jewel of a set but big,
mighty big in performance. Weighs
only 515 pounds. In 4 beautiful sales-
compelling colors. AC-DC and Bat-
tery. Priced 1o move fast.

‘=" Sentinel Radio Corporation

Evanston, lllinois

RADIO & TELEVISION RETAILING o June, 1950
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New Universal
AUTO RADIO
fits All Cars

Here it is from Philco, the world’s largest manufacrurer of auto
radios—THE ONE SET YOU CAN SELL TO ALL CAR
OWNERS. One model to stock ! One sure-fire sales story ! One
simple installation routine. For the auto radio dealer who wants
fast turnover, more profits from less inventory, plus a really hot
price leader to spearhead his 1950 business—here it is from Philco.
Be one of the first to feature the Philco 501 in yourarea, and cash-in

on the big announcement advertising campaign—breaking soon.

Get this Eye-Catching Merchdndise Display

You're ready to do business the minute you place this new ''501" display

in your store. Handy size, takes less than 1 sq. #. of counter space—197%"
high. Everything you need to advertise and promote sales is ready now.

"SEE YOUR PHILCO DISTRIBUTOR

RADIO G TELEVISION RETAILING = June, 1950

PHILCO MODEL 50%

UNMATCHED IN
SALES APPEAL
AND VALUE

© Styled to harmonize with the newest
cars—designed to fit in All cars,
old and new.

® New miniature Tube. Circuit gives
309, more output; amazing fone
quality and range.

® Most compact 1-piece Anto Radio
ever designed with 5 tubes plus
rectifier and built-in speaker.

® [owest price in years for such Auto
Radio performance, quality and

sell-on-sight appearanice.

PHILCO R
o Butio iy

Ay




GIVES YOU ALL OF

THESE FEATURES. ..
x Black filter - Glass Picture Tubes

* ‘Fada-Scope’ built-in Antennas

Model S-1055
List $299.95

* Fast Automatic Gain Control

*x New Noise Saturation Circuits

*x As easy to tune as a radio set

*» Advanced design vertical and
horizontal hold circuits

* Custom-built quality cabinetry

Every 1950 Fada Television model is a sensa-
tional performer in all areas. A complete line of
12Y% and 16 inch table and console models with
expanded and rectangular screens are brought to

you at sensationally low prices.

Contact your Fada Jobber now . . . Learn why it

. Model

R (I T will pay you to get on the Fada bandwagon of
\:&l;isiv$199.9'5jn profitable TV selling,

tu ahe o el s . “p- D O <
e : Pioneers in Radio and Electronics Since 1920”

CO., INC. BELLEVILLE, N. J.

RADIO & TELEVISION RETAILING e June, 1950
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IF IT’S NEW...

| KEN-RAD DE

SRS S S

DEALERS HAVE IT!

HE way to get ahead, stay ahead, in radio-TV servicing,
Tis stock and install Ken-Rad tubes! New types—because
Ken-Rad designing sets the pace—come to you ahead of
' time. As 1950 home receivers appear in your neighborhood,
G-E and Ken-Rad tube research enables you to service
new sets with the ultra-modern types they require,
whether TV-picture, metal, glass, or miniature.

Ken-Rad tubes you receive today, fill tomorrow’s needs!...
6AV5-GT is one of many advanced types you will find

in modern TV circuits. Your Ken-Rad distributor

has this new tube, and others, that will give you

rail position in the race for more service business.

Phone or write him at once!

e

6AV5-GT BEAM POWER TUBE

With its companion type the
25AV5-GT (heater requirement
25 v as against 6 v), this new tube
serves as a horizontal-deflection
amplifier in TV. Operating direct
from a 125-v power supply, acces-
sories such as a transformer and
high-voltage filter capacitors can
be done away with, which adds to
circuit simplicity and economy. De-
sign of the tube gives it the ability
to withstand high surge plate volt-
ages.... By stocking the Ken-Rad
brand, you will have the 6AV5-GT
and 25AV5-G'T—and other impor-
tantnewtypes—now,whenrequired
to service late-model receivers!

— i

PRODUCT OF GENERAL ELECTRIC COMPANY
Schenectady 5, New York

182.-JA4

] RADIO & TELEVISION RETAILING s June, 1950 : 7




Combining many of the features
of the "luxury’’ sets, this smartly-
styled hogany table del is
priced to promote store traffic in
any market. The big 14” rectangu-
lar black tube, built-in antenna
and concert speaker make it a
beauty for on-the-spot demon-
strations.

Brand New
Business
Builders!

V(I&MA that Prove

the ol’ Summer
Season ain’t
hecessarily Slow!

BENDIX RADIO:}‘

R(G. V.5, PAT. OfF,

DIVISION of ~—=end
AYIATION CoAPOAATION

BALTIMORE 4, MARYLAND

RADIO & TELEVISION RETAILING ¢ June, 1950



Here is quality that will stand out in any company
—a masterpiece in performance and styling. With
its 16” rectangular black tube, Bendix engineered
AM, FM radio andi 3-speed 3-size precision record
player,, this magnificent concert console will add
real luster o your floor displays: >

<

One moment it's a handsome, decorator styled ma-
hogany cabjnet, a fruly fine piece of furniture—then,
by opening the smart double doors you reveal the big
16” television console. This fine setis as practical as it
is beautiful—and jpriced low enough to tempt even
your most conservative customers.

1"&_ WITH vALUES like these on your floor you’ll have customers coming

in, looking, listening and buying the year around. Bendix makes
| it possible for you to offer the bargains Mr. and Mrs. John Q. Public
| have been waiting for—bargains that mean extra store traffic summer
or winter. Look at the features: big 14” and 16” rectangular black
picture tubes, concert speakers, built-in antenna, phono-jack with
switch, amazingly simplified tuning, a variety of beautiful cabinet
stylings to blend with practically every decorating and space require-
' ment. And wait till you see the prices—they’re right on rock bottom
| for every model—a sure “come-on’ in any season. But, stop in and
l see us at the Mart, get all the details on the Bendix Franchise—
it’s a honey from every angle.

MAKE IT A POINT TO SEE THESE SP
AMAZING VALUES AT THE BENDIX ¥ ACE 545“

y American Furniture Mart, Chicago—June 19th to 29th

Here iis the perfect answer for your
"big picture” customers. lts 16" rec-
Yangular black tube provides an image
of photographic. quality with sharp
' . M confrasts and excellent detail. The
M .?W W i L Bendix advanced design “inter-carrier’”

sound system adds the final touch of

quality —vyet the price is remarkably low:

T

RADIO & TELEVISION RETAILING: e June, 1950 9




. < i - 3 X

NEW PROFIT OPPORTUNITY FOR

ISTRIBUTORS

NOW AVAILABLE WITH

S

pticlear Television

And Room Air Conditioners

Starrett announces a change in sales policy from Direct-to-Dealer to

EXCLUSIVE WHOLESALE DISTRIBUTORS

— and invites applications from reputable, financially sound selling organizations

Newest, most modern plant in the industry...pro-
duction assembly lines totaling over ONE HALF MILE
long, now gives every Starrett Dealer assurance of
meeting the phenomenal, steadily growing demand
for Starrett products.

This change in distribution will provide Starrett
dealers with improved local service, faster delivery,
and even greater sales and merchandising coopera-
tion. All this made possible by Starrett’s huge
expanded plant and most modern facilities for
top-level service!

A YEAR AGO, WE SAID: A YEAR AGO, WE SAID: A YEAR AGO, WE SAID: (

“No one but Starrett gives you somuch
to sell with profit.” NOW... the
Starrett Opticlear television line starts
as low as $159.95 retail for 12 15" Table
Model. . . other sets available in every
bracket up to $1295.00. Dealer-dis-
‘counts up to 40%. Starrett room air con-
ditioners start as Iow as $239.95 retail.

“‘THE PAUL REVERE" 121/,” TUBE TABLE MODEL
with exclusive, scientifically FILM-
FREED* black picture tube, and built-in
antenna...retails at $159.95 ia luggage finish

merchandising. will be the most effec-
tive sales-makers in TV” NOW...this |
vast plant expansion proves the sell-
I ing-power of Starrett national adver- l
tising, Starrett quality, Starrett cabimet I

i |
! |
l‘ “Starrete advertising, promotion and I]
| |

beauty.

DISTRIBUTORS:

It's obvious that Starreet is a leadership
roposition worth your immediate inquiry.
our inquiries will receive prompt acten-

tion. Write, Wire, NOW.

DEALERS:

Now you'll. do even better with Starrett
through this vast expansion program . ..
through our new distributor set-up! Re-
member, distributors will be selected on the
basis of their desire and ability to serve
your best interests!

*“No one else offers the profit opportu.
nities you ger with Starrete. NOwW,
we expand these opportunities to all
our dealers and to all those who have
had to wait (o carry Starrett, because
our facilities were not yer geared to
the unprecedented demand.

STARRETT ROOM AIR CONDITIONER
Y2 and % hp models, with revolutionary
innovations for efficient, trouble-free _per-
formance and economical operation. Starts
as low as $239.95 retajl.

STARRETT'S POLICY OF SUPERB QUALITY AND HIGH DISCOUNTS WILL BE MAINTAINED

STARRETT TELEVISION CORP.

601 West 26th Street + New York 1,N. Y.
TELEVISION « AIR CONDITIONERS

RADIO G TELEVISION RETAILING o June, 1950
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. . . maker of fine

ciné equipment brings you a

new source
of profits?

TR-200. RECORDER-RADIO COMBINATION

Combines the superlative features of Revere Tape
Recorder with glorious-toned radio. May be operated
separately or together. Radio programs can be re-
corded directly with mere turn of switch—no terminal
points to connect. Powerful circuit assures amazing
volume. Built-in antenna. Complete with micro-
phone, .radio attachment cord, two reels, 3' 9 9 50
magnetic tape, and case.

TF-400 FOOT CONTROL..........

Visit us in Booths 19-20
THE 1950 MUSIC INDUSTRY TRADE SHOW
Palmer House, Chicago

July 10-13

) SENSATIONAL in performance!
Strikingly beautiful in gleaming gold and rich
browns! Revere Magnetic Tape Recorders fit

hand-in-glove into your present sales picture as
a new source of healthy profits. Now, for the first
time, you can offer high fidelity, professional
quality sound reproduction to your customers
at a price well within their reach. Only Revere—a
name synonomous with excellence
and value—offers so potent a selling
combination. There’s a wide-open
market for Revere Tape Recorders
in homes, schools, churches, and
clubs of your community. Let your
customers hear true-as-life playbacks
of their own voices on a Revere

Recorder, and you’ll make quick

sales! Write for complete information.

REVERE CAMERA COMPANY e CHICAGO 146, ILLINOIS

Revere W Recorders

________

T-100 REVERE RECORDER

Records every voice and tone with life-like fidelity.
Full hour recording on every reel. Constant speed
motor assures tone perfection—no flutter or wow.
Instantaneous starts and stops. Fast rewind and for-
ward speeds. Time and footage indicator. Powerful
5x7 inch elliptical speaker. Complete with micro-
phone, radio attachment cord, two reels,

magnetic tape, and case. 315 950

.................. $17.50

TE-401 EAR PHONE {(not shown) for private playbocks. ... . $10.50

No Other Recorder—Wire, Disc or Tape—Offers So Many Advantages at Such Low Prices

RADIO & TELEVISION RETAILING e June, 1950
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Your
time payment

PROFITS

Depend on your
time payment

ERVI

Far more than you realize, perhaps, the success of your
time payment selling is tied up solidly with the character
and extent of the service rendered by your financing
agency.

It has to be a lot more than ordinary, because the very
nature of the business of selling on ““time”’ presents many
out-of-the-ordinary problems.

For example, some financing institutions may limit
the area in which they will serve you. But customers
move around. Your service must be able to follow
them.

The complete package of service Commercial Credit
can give you is your best bet to increase your time
sales and to keep your customers happy, with
resulting profits and good will. The alert co-operation
of trained experts in all phases of time payment
financing is your best guarantee of smooth and
profitable going.

One of these trained experts, your local Commercial
Credit representative, is practically at your elbow now
ready to answer questions, cite cases, show results. Call
him in and see what he can do for you.

ComMERCIAL CREDIT CoORPORATION

A Subsidiary of
Commercial Credit Company Baltimore, = Capital and Surplus Over $1 00,000,000

MORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATE‘S AND CANADA

o ; RADIO & TELEVISION RETAILING « June, 1950
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B FOR EXTRA PROFITS

«. . Factory-To-Dealer Distribution!!

EALERS profit two ways from the Magnavox policy
.of direct; factory-to-dfealer disc;ibgtfon. First, by per- The Magnavox Company
forming some of the functions of distributors; they enjoy N
higher markups than would otherwise be possible: And Fort Wayne 4, Indiana
second, they realize many extra sales, for streamlined sefl-
ing concentrates the business among the relatively few
selected dealers. Furthermore, Magnavox markups do not
shrink, for this is the company known for enforcing its
fair trade prices wherever they are recognized by law.

RADIO & TELEVISION RETAILING ¢ June, 1950
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- ask aboar %

COUNT

A jolly clown—a force
message. Full rich circus ¢

[

FLOOR-STAND MERCHANDISER

 Here's the store interior ‘high-spot'’ of a premotion to /\
boost your RCA Battery Sales! A Colorful, corrugated @
merchandiser to display a generous supply of RCA g
Batteries and a Portable Radio! :

Height 46 — 14’ deep. Ideal to-keep near your
counter all during your peak sales season.

= i
S
e

e

use

—top TV and AM Shows—will tell

folks from coast to coast about high

quality RCA Batteries and the new toy

packaging on Portable “A-B" Packs. stock and sell RCA—th
This national advertising will identify the Radio Trade.

local Radio Dealers and Servicemen
as the source for RCA Batteries. It's
another reason why you're wise to

e Baftery for
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 WINDOW DISPLAY

_(J make this a most ap-
ling display. 13" x 20",
i

ILE THEVLAST... GET EACH

=) ...wnh colorful circus Wugon packaging

RCA A-B buﬂery packs!

- awSTOP PASSERS-BY with this 35 x 11" streamer. Eye-

cafchmg in design — this streamer commands atten-
tnon — gets you sales!

B L o

DISPLAY AND EIGHT CIRCUS WAGON

SALES PREMIUMS WITH A $25% PURCHASE OF RCA BATTERIES!

lEB[ARS — g‘!&
" i ; (e

|_‘
trated above are the new shipping
ainers you'll find on all fast-moving

Mace these displays and premiums
lour window and on your counter.  give away!

t\
|
J
i

RADIO BATTERIES

Watch the attention—and sales—they
get! The RCA Circus Promotion Kit calls

. portable "A-B"” battery packs.  attention to your store, your products,
your service—and the premiums you

T | S,
f=———li

A s

&,

b TV

1 £ v
: ( & o/ |
‘1 bl Monxns — SY’

[ At )
Jx\*'

For your RCA Circus Promotion Kit
and a FREE ENTRY COUPON on the
RCA Battery ""Get the Facts” $10,000
Prize Contest—see your RCA Battery
Distributor today!

RADIO CORPORATION of AMERICA

NARRISON, N. J.




At Chicago,Be Sure to See

rvinTV

Sensational is the word for Arvin’s
complete new television line. Low priced table models!
Big screen consoles! Radio-television—phonograph combinations!
Dramatic new cébinets! Every big, wanted TV feature! And backed
by the biggest national magazine and local newspaper advertising and
promotion in Arvin history! See Arvin. at the Market! Get the full Arvin TV
story before you make any commitments for 1950/

Arvin—Fastest Growing Name in Television!

Television and Radio Division, NOBLITT-SPARKS INDUSTRIES, Inc., Colum bus, Indiana

% RADIO & TELEVISION RETAILING « June, 1950
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MARVEI. LENS

A & CLEARFIELD STREETS, Phila. 34, Pa.

\\\\\

«««

" MARVEL-LENS

Now! America’s No. 1 Television Screen Enlarger

SELLS WHERE ALL UTHERS FAIL

SELLS DURING‘ 'I'HE SUMMER!

This lens is NOT a seasonal item. People
want BIG picture television all year around.

PERFECT FOR THE TRADE-IN PROBLEM!

Your customers expect more for their old sets than you can
afford to give. They want new sets because they want big
screen television: Sell them Marvel-Lens — they get BIG
pictures; you get an extra sale and a satisfied customer,

Cash in on this tremendous need. Marvel-Lens provides
powerful magnification AT CONTACT with a wide angle
of vision and no bulk.

We are Advertising MARVEL-LENS i e
over TELEVISION in ITIIOU'I‘ MARVEL-LENS 1

NEW YORK INDIANAPOLIS SCHENECTADY __ WITH MARVEL-LENS {

BALTIMORE NEW ORLEANS SYRACUSE
CLEVELAND SAN DIEGO CHARLOTTE
PROVIDENCE BOSTON MINNEAPOLIS
NEW HAVEN CINCINNATI OMAHA
ATLANTA DETROIT SEATTLE

AND ADDING NEW MARKETS DAILY

Write For The Name Of Your Nearest Distributor
Retail List Price

750 395

For Large Size For Small Size
Plenty 0f Profits For You

INDUSTRIES INC.

RADIO & TELEVISION RETAILING e June, 1950 17
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today'’s fastest-rising
power in all the

appliance industry?
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The ldea3 To build a top-of-the-line refrigerator

with all the “'most-wanted’* conveniences (“'No Defrosting”’,
84 Ib., 20-below-zero freezer, huge Moist-Cold area) and
still provide a terrific amount of space for the money !

The Recor d:' Tough assignment? Not foo
tough for Admiral planners, designers, engineers,
production men! Lights shone far into the night for many
nights but by 1950 the trade was rocking with the news.
Admiral had succeeded in bringing out a Dual-Temp that
was better than ever before —with all the “most wanted’” .
conveniences and then some —but featuring 50% more A d @

space at no additional cost! The world’s finest refriger- m ' r a
ator now provides 10.6 cu. ft. of storage for only $399.951 “FIRST IN '507
Admiral Corporation, 3800 W. Cortland St., Chicago. REFRIGERATORS « RANGES « TELEVISION

* RADIOS « PHONOGRAPHS

THIS IS THE YEAR OF DECISION... «better decide to join Admiral —NOW!
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the best set in sight for

good sound reasons!

*See the complete Raytheon line at the Music
Show —Space 38, 39, 46, 47, or Room 626.

Raytheon sets new standards of sight and sound

reproduction with the introduction of THE DEVONSHIRE,
a great new combination that has everything. This

is the set you and your customers have asked

for—at a convincingly reasonable selling price.

Pictures of perfection from 16 inch rectangular

tube plus crystal clear FM radio, standard

broadcast, of course, and a high fidelity phonograph

with changer that plays records at all three speeds.

BELMONT RADIO CORPORATION Bra. | =~
Subsidiary of Raytheon Manufacturing Co. RA En“ Only $ 3 9 995

5927 W. DICKENS AVE., CHICAGO 59, ILL. TELEVY 1 s 1 o N Prices slightly higher in South and West
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#DYNAMIG
\‘288"

{ with Console Response

The Webster-Chicago Model 180 portable wire recorder made history. "Tif now

it'’s been the recognized leader in the field.

And now here’s a really new wire recorder—an addition to the magnetic
recording field at home-use price with professional quality!

The new 288" with its 28 brafid new features boasts the exclusive
“console response sound system. Now recorded music retains those impottant highs
and lows—gone is distortion, and in place of it the 288" provides
unequalled tone fidelity.

You’ve got to hear the new 288 to appreciate this
glorious new richness of tone. Here is a wire recorder that
you can tell your customers to compare with arzy magnetic
recorder at any price for true quality.

Of course, Record-O-Magic automatic controls, the
strikingly handsome burgundy carrying case,
super-sensitive microphone are all standard features of

the dynamic new $°288.”"

Console Respon'se

New construction of the sound chamber
gives lifelike, faithful sound
reproduction.
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LONG LIFE PHONOGRAPH NEEDLES

FROM 50cto $5.00

PERMO ; Incorvfsoraled

CHICAGO 26,

(EXTRA PROFIT-FASTER SERVICING «

with these

Two Magnetic Tape Recording Products

For the Dealer: .

The Carson Tape Splicer is a perfect accessory
to sell along with every new Tape Recorder as
well as to sell to those who already have re-
corders and have found by experience that a
tape splicer would be helpful.
List $3.75 kL Regular discounts
Samples to legitimate dealers and distributors—
$2.25

For the Serviceman:

Visi-Mag, a solution of iron powder in a suitable
binder, can be of valuable help in the servicing
and maintenance of magnetic tape recorders,
particularly dual track recorders. With Visi-May
you can make visible the recording on the tape.
Easy to use.

For further .information about these items write to

MAGNECESSORIES sox s9¢0 Washington, D. C

“Creed’’ Adopted for TV,
Appliance Wholesalers

A “creed” for distributors of appli-
ances, radio and television and a spe-
cial market development approach to
step up sales of dishwashers, disposers,
freezers, clothes dryers and air condi-
tioning units are featured in a new Ap-
pliance Division program developed re-
cently at meetings of three appliance
committees of the National Associa-
tion of Electrical Distributors. The com-
mittees were Major Appliances, Radio,
Television and Tubes, and Electric
Housewares, headed, respectively, by
K. G. Gillespie, Benjamin Gross and
C. A. D’Elia.

The “creed” was adopted in the form
of a statement of basic objectives to-
ward which the activities of various
committees in NAED’s Appliance Divi-
sion could be constructively directed.
It reads: “l1. We believe: That more
goods for more people at lower cost is
the proper objective for manufacturers,
wholesale distributors, retailers and
consumers. That each of the business
agencies in this chain of production
must prosper in order to meet the needs
of consumers of their products. The
practices which defeat the prosperity
of one or more of the links of this
chain eventually will defeat or produce
an unnecessary burden for all of them.

“2. Therefore, we, as wholesale dis-
tributors of appliances, radio and tele-
vision, after careful deliberation, pro-
pose to focus from time to time the
attention of our associated business
agencies to practices, good and bad,
which enhance or defeat our joint pur-
poses. Wherever our own shortcomings
are exposed by us or others, we also
intend to seek correction.

“3. Of immediate concern are sev-
eral problems to which attention should
be focused if wholesale distributors are
to prosper or, in some cases, merely to
survive. These are not necessarily
chargeable to any single partner in the
enterprise, but they do deserve the at-
tention of top managements of manu-
facturers, distributors and retailers.”

The report of a special committee for
market development of new appliances
indicated that all of the products men-
tioned in the first paragraph had
reached approximately the same stage
of development, with limited public ac-
ceptance, somewhat analogous to re-
frigerators in the early ’30’s. It pointed
out that these products were now en-
tering the “rapid growth” period in
which “specialty selling” would prove
an indispensable business builder. Spe-
cialty selling, it was stated. is costly.
In order to do their part of the job of
market development, distributors must
undertake additional functions inherent
In specialty selling. It should be recog-
nized that the products involved have
not by any means reached that point
of public acceptance where they could
be considered “demand merchandise.”
Similarly, dealers must also undertake
a. stepped-up promotion program.
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JACKSON

RADIO-PHONOGRAPH
and TELEVISION Léwe
al the |
CHICAGO
FURNITURE MARKET

‘\l\. | 'ée 4@

°
- (‘g“ FOR
% DEALERS!

HERE'S WHAT DEALERS HAVE BEEN WAITING FOR...

% An absolutely complete line of. TV sets, radio-phono combinations, and radio-phono-TV combinations.
% Cabinets by John Bergen, America’s foremost furniture stylist.
* A full line of dealer aids, mats, photographs, line folders, point-of-sale, spot radic announcements.
% Prices protected for a fult 90 days.
% Tremendous national ad campaign.

F of the JACKSON 51 Leve
RADIO-PHONOGRAPHS

TELEVISION

2 Knob Control Wide range audio response
RCA licensed Slide rule easy-to-read dial
Built-in antenna 3 speed changer
Interlocked picture and sound 10 inch speaker

/ Visit us at the June Furniture Market, Room 845, The Furniture Mart, Chicago, lllinois.
.

%omdeq I; ]yju do not plan to attend the Market, wiite for catalog and prices on the full
19 ackson Line.
DUSTRIES, INC.

00 EAST 40th STREET
CHICAGO, ILLINOIS

5
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With these " MERICA’S FINEST PORTABLES

et

BASEBALL GAM

Ovutdoor Activities Open New
Sales Opportunities FOR YOU!

Summer’s outdoor, away-from-home, on-the-go activi-
ties call for Zenith* Portable Radios—and promise you
your biggest selling season. So cash in by tieing-in with
Zenith’s big Portable promotion. Talk, show, demon-
strate and sell Zenith Portables!

«The Sensational ZENITH UNIVERSAL® . .

Owners rave about the Universal’s ability to perform with clari-
ty and volume even in remote locations where many portables
fail. Has an extra-powerful circuit with Tuned R. F. amplifica-

tion, a more sensitive Alnico “5” Speaker, the ex-
$ 4 9951‘

clusive Wavemagnet*, AC-DC or battery op-
eration. Smartlystyled Buffalo-Grained case in Black
or Brown.

Less Batterles

The TRANS- OCEANIC

is always a best seller
Outperforms any portable, any-
where. The one set to sell when cus-
tomers want long-range reception.
Gets standard, plus International
Short Wave on 5 separate bands.
Humidity-Proofed

against loss of sensitiv- $9 9 95T
ity. For AC-DC or bat-
tery.

Tops for Turnover
TIP-TOP HOLIDAY*

Giant “Tip-Top” Dial with built-
in Wavemagnet swings up above
the set for tuning-ease, doubles the
sensitivity of reception. For AC/
DC or battery. Cabi-

net of Ebony or two $3995T

less batteries tone Blue-Grey plastic. fess batteries

.....................w.....‘.......‘....

T.Suggested retail price. West Coast and far South prices
slightly higher, Prices subject to change without notice,

*
Powerful and Popular Reg. U. S. Pat. OfF.

ZENITH ZENETTE*

Hardly bigger than your hand, yet
plays with big-set volume and tone!
Open lid, set’s on—close lid, set’s
off. Weighs but 514 lbs. Battery or
AC/DC operation. In

Burgundy, Ebony or $3995 T
White plastic. less battefies

=08 pistiices RADIO
and TELEVISION

ZENITH RADIO CORPORATION

6001 DICKENS AVENUE o CHICAGO 39, ILLINOIS

..‘...‘....‘...‘........ .‘.O...............
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The stream of interest in Television has developed into a veritable torrent,

 sweeping TV receivers into first place as the country’s Number One sales and

 wamnt product. |

Everybody’s talking Television. It’s being publicized at every hand. It’s become

the top topic in cartoon art, where every gag’s a boost. Television is being plugged

. L

on the radio, in the newspapers, in the movies; on the stage and in the stock
- market. TV programming is attracting the best there is in talent. “TV or not

TV?” is no longer a question with any performer. They all want IN!

| The dealer is at the focal point of all this exciting business.

& ; Because he’s the man who puts the sets in the home and keeps them operating,
i he’s in a position to make a lot of #dd-on sales. With his magic TV key he can sell
*.'E each customer more than a TV set. He can sell ’em TV-FM-AM combinations to

play the 3-speeds, and more phonograph records. He can sell portables and elec-
trical appliances. He can sell phono conversion and replacement jobs. From here
on, he’ll be getting TV replacement business, too—selling larger-picture sets.
The dealer is geared up to handle all the new things on the way, including color

television.

Since the current torrent of interest in TV is not of a flash-flood sort but is a
consistently growing development still in its infancy, merchants should plan to

ride the crest for all it’s worth, using TV to make those add-on sales.
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What's Ahead!—in Radio,

LAST-MINUTE DEALER OPINION ON TV
SALES slow-up. They say it’s due to: 1. People begin-
ning to budget their morey for outdoor activities. 2.
Increased supply of sets, resulting in more widely scat-
tered sales. 3. “Saturation” in homes of many base-
ball fans who bought slews of receivers ahead of
season’s opening. Over whole picture, sales are still
very good, though below those of first 4 months of
1950.

NO 10 PER CENT EXCISE TAX ON TV sets.
The House Ways and Means Committee has refused to
approve the proposed tax of 10% on television receivers.
Many segments of the mdustry wvoiced disapproval;
pointed out that comsumers wonld have to pay more,
and that the entire TV enterprise would be slowed wp.

INVENTORIES IN HANDS of manufacturers, job-
bers and retailers much lower at the end of May 1950
than same period last year. This goes for TV, radio,
large and small appliances and phono records.

_BIG EVENT COMING TO CLEVELAND is the
Radio Parts Distributors Convention to be held August
27 to September 1, at the Auditorium. It's sponsored by

the National Electronic Distributors  Association,
(NEDA).

“THE MARKET FOR VACUUM CLEANERS IS
ONLY about 509% saturated, far below the saturation
obtained by other major appliances, such as refrig-
erators and washers.” — Alex M. Lewyt, president,
Lewyt Corporation.

“THE ENTIRE RECORD PRODUCING and
phonograph industry bogged down for a couple of years
while the record companies fought over which speed
was going to take over—and the customers bogged down
with them,” W. §S. Hartford, general sales manager,
W ebster-Chicago Corporation, points out. “The ‘speed
war’ is over now. The market is wide open, People
want records but the records they want are the 45
and 335 RPM speed records. Over 15,000,000 of these
people have phonographs that will play only 78 or
3315 RPM records.”

OUR SINCERE THANKS TO THE MANY DEAL.
ERS who filled out and returned those TV costs of
doing business questionnaires, and for the interesting
comments numbers of respondents made on business
conditions. The editors of this magazine wish they
could thank each and every one of you personally.

TELEVISION STATIONS ON THE AIR as of
June 1 number 106, with three more stations still build-
ing (in Nashville, Jacksonville and Atlanta). No new
stations are expected to come on during June. Sets in
use have reached 6 million. Thirteen cities now have over
100,000 sets in use. These are:

Baltimore  Cincinnati  Los A ngeles  Philadelphia

Boston Cleveland  Milwaukee Pittsburgh

Chicago Detroit New York  St. Louis
Washington, D.C.

26

BIG TV MANUFACTURERS ARE REALLY FAC-
ING A PROBLEM right now in trying to gauge pro-
duction for the summer months. The trick is to make
all the market will readily absorb; no more. They
don’t want to under-produce as they did last year.
(It’s taken them about eight months to catch up with
the demand.) Last summer some of the smaller outfits
kept on rolling sets off their lines, thus creating a
few new millionaires.

NOW THEY SAY, “SELL ME THE TV SET
RIGHT AWAY !’ Just a short time ago when color
video seemed a lot farther away than it does now, deal-
ers reported that many were “waiting.” Today, with
coior rumored to be right around the corner, numbers
of merchants report no appreciable effect at retail level.
This shows a terrific new increase in desire to own,
plus confidence in the mdustry’s ability to “convert”
recetvers in consumers’ homes.

DOUG% 3 :
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THOUSANDS WILL ATTEND THE MUSIC
SHOW at Chicago’s Palmer House, July 10-13. Num-
bers of new radio and TV models will be shown along
with combinations, players, recorders, phono records
and musical instruments, Special editorial features on
the Show will appear in the July issue of this maga-
zine. The big Chicago event is operated by the Na-
tional Association of Musjc Merchants.

VIGOROUS MOVES AGAINST WIDE-OPEN
FLOUTING of fair trade laws, initiated by manufac-
turers in the electric housewares field are seen by the
Bureau of Education on Fair Trade as “a healthy sign
of increasing recognition that effective and continuing
enforcement is a major factor in preserving Fair Trade.”

BIG- RECENT SPURT NOTED IN DEALER co-op
advertising in many of the big cities, with TV and
major appliances leading other products.

BRISK ACTIVITY IN Ty TRADE-INS reported
by wmany dealers who wrote in to comment on the
“Profitable TV Trade-Ins” article in a recent issue.
Some examples of trade-in allowances wmade by those
writing i are: $150. for o one-year old $400. set; $150.
for a two-year old $450. set; $250. for a one-year old
$550. set; and $150. for a one-year old $300. set. Some
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Appliances, Records and Television

PRESENT SALES SLOW-UP IN TV described as
being “more psychological than actual” by several mer-
chandisers, who assert that too many people in the
industry prepare for a seasonal decline by “‘slowing
down their sales efforts.” It is a fact that last year at
this time the pipelines were filled, and running over.
Now, they’re about three-quarters full, having started
out in January, 1950, empty as Mother Hubbard’s cup-
board.

BIG EXPANSION PROGRAM BY International
Resistance Company, Philadelphia, to the tune of about
$1,500,000, will make available many more %, 1 and
2-watt resistors. Says Harry A. Ehle, IRC wice-presi-
dent: “Our decision to take on an expansion of this
wmagnitude is, of course, based on our complete confi-
dence in the future of television . ..”

THE BIG DRIVES NOW UNDER WAY TO GET
3-speed record players into millions of homes is going
to hop up the record business to new sales levels.

Look for the dollar sales of platters to break all records
in 1951.

TO DOUBLE PRODUCTION OVER LAST
YEAR, Motorola, Inc., will produce 2,500,000 TV sets,
home radios and car radios i 1950, estimates Walter
H. Stellner, vice-president.

WITH THE FLOOD OF NEW, SPECIALLY DE-
SIGNED ANTENNAS, towers and boosters on the
market, the “fringe” grows farther and farther beyond
that one-time “horizon” and line-of-sight area, open-
ing up much new business for retail merchants and
their service departments.

TO DEALERS WHO ARE STILL HOLDING
those TV costs of doing business questionnaires: Please
fill out and wmail at your earliest convenience. (You
have an addressed, prepaid envelope.) The survey on
TV costs is being jointly sponsored by RADIO &
TELEVISION RETAILING and the Retailing Divi-
sion of City College. (College of the City of New York.)

THERE’S A DEFINITE TREND AWAY FROM
buying on time for the sole reason of “insuring”
service. Consumers today are expressing the highest
degree of confidence in advertised, established brands.

TV PICTURE TUBE BREAKDOWN RATE re-
markably low, and this is a boon to users who have
no contracts, as well as being profitable to manufac-
turers and service firms guaranteeing free replacement.
The failure rate has been estimated at less than 15
of 1% for tubes under 90 days old and 5% for tubes
under 1 year old. '

HALLICRAFTERS COMPANY expects to pro-
duce about 250,000 TV wunits i 1950, with total com-
pany volume (including communications) of about $40,-
000,000, reports William J. Halligan, president.

ENERGETIC DRIVE AGAINST TV PRICE-CUT-
TING being made by Chicago’s Television Installa-
tion Service Association, Frank J. Moch, president.
In a recent bulletin urging cooperative action, the
TV industry is described as a “giant” who “is sick.”
“The cancer of price cutting is eating away its very
life,” writes the head of the organization, whose mem-
bership includes a number of prominent Chicago
dealers.

%\)Y ‘|T' . Qnd I’“ fhrow ,'0

*he KITCHEN

WHY CUT PRICES ON TV, AMERICA’S top
demand item? Ome dealer writes to us pointing out
that when cars were scarce auto dealers made customers
pay premiwns; buy a lot of gimmicked up extras. When
TV was scarce, says this werchant, a bunch of wild-
eyed merchants cut prices, and threw in such “extras”
as antennas, installations, tables and what-have-you.

HERE’S A TIP ON GETTING MORE WOMEN
customers. An Eastern dealer says that his sewing
machine department, rendering service, selling new
machines and supplies, really brings them in. Says
he can trace many TV, radio and appliance sales
directly to his sewing machine set-up.

FUTURE

JUNE 5-8: RMA 26th Annual Conven-
tion, Hotel Stevens, Chicago.

JUNE 12-16: National- -Association
Electrical Distributors, Convention
Hall, Atlantic City, N. J.

JUNE 18: Father’s Day

JULY 10-13: National Assn. of Music
Merchants. (NAMM), Music Industry
Trade Show & Convention, Palmer
House, Chicago.

AUG. 7-19: U. S. International Trade
Fair Chicago Coliseum, International

RADIO G TELEVISION RETAILING e June, 1950
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Amphitheater and Navy Pier, Chi-
€ago.

AUG. 27-SEPT. 1: Radio Parts Distrib-
utors’ Convention (NEDA), Cleveland
Auditorium, Cleveland, O.

SEPT. 13-15: Pacific Electronic Exhibit,
Municipal Auditorium, Long Beach,
Cal.

SEPT. 23-30: First Consumer National

Television and Electronics Exposition;
69th Armory, New York, N. Y.

INTEREST TO READERS

SEPT. 25-27: 2nd Annual Radio and
Television Service Convention and
Exhibition, Broadwood Hotel, Phila.,
Pa.

SEPT. 30-OCT. 8: Third Annual Na-
tional Television & Electrical Living
. Show, Chicago Coliseum, Chicago.

OCT. 11-OCT. 14: 15th Annual Con-
ference of the North Central Elec-
trical Industries, Copley Plaza Hotel,
Boston.
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RCA VICTOR BX57

Here’s the perfect set for customers who
want peak performance, stunningbeauty,
unmatched convenience—all wrapped

m one. Three-way powered, “Golden
Throat” tone system.

RCA VICTOR BX6

A striking new version of the famous
3-way “‘Globe Trotter.” Weatherized
lightweight aluminum case. “*Golden
Throat” tone system.

And your price leader—
RCA VICTOR BX55

Your lowest priced postwar RCA V ictor
3-way portable. The tone of the “Golden
Throat” will sell the set Jor you,

RCA VICTOR—World Leader in Radio

-« - First in Recorded Music . . . First in Television
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2 . The Pick of the Portable Advertising

POWER-PACKED MAGAZINE ADS

Your chance to fill the Summer sales gap . . . push
RCA Victor, the Pick of the Portables. Now you can
team up with hard-hitting RCA Victor magazine
advertising—put it to work for you! It’s a nation-
wide drive that is flooding your own area.

Look at the heavy ad schedule that’ll be sending
portable customers your way:

LIFE—May 29 . . . . . . . . ... Featuring BX55
CORONET—Jupe . . . . . . . . . . Featuring BX6
EBONY—June . . . . . . Featuring BX55, BX6, BX57

EXTENSION— June . . Featuring BX55, BX6, BX57
SATURDAY EVENING POST—June 3 .Featuring BX55
LIFE—June 26 . . . . . Featuring BX55, BX6, BX57
CORONET—July . . . . . . . . .. Featuring BX55
EBONY—July ... . . . . . . . ... Featuring BX55
SATURDAY EVENING POST—July 1 .
Featuring BX55, BX6, BX57
LOOK—July4 . . . . . . .. ... Featuring BX55
ARMED FORCE—July 3 . Featuring BX55, BX6, BX57
EBONY—August. . . . . Featuring BX55, BX6, BX57

ONLY RCA VICTOR
HAS THE
“GOLDEN THROAT”

Only RCA VictorMakes the “Victrola”

RADIO & TELEVISION RETAILING e June, 1950
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“Victrola” —T.M. Reg. U. S. Pat. OF.

YOUR OWN NEWSPAPER CAMPAIGN

Tie in with RCA Victor magazine ads . . . make the
most of RCA Victor window and counter displays.
Ask your distributor for brand-new RCA Yictor
newspaper ad mats. He has a whole set of them.
These co-op ads are specially designed to generate
portable sales for you! They're your ads. Start ‘em
running in your newspapers now-—start customers
running your way, too!

A NATURAL PROFIT LINE

This year’s RCA Victor line is designed for biggest
sell-up profits—fits the bill for all your portable
prospects. Customers will clamor for the smart func-
tional styling . . . smooth “big set” tone and volume
... lightweight construction that makes RCA Victor
portables a treat to take anywhere. Cash in on port-
ables this Summer! Stock and push RCA Yictor.

1 22 002582888880 8.8 8.8

For satisfied customers
push RCA long-life batteries

10707 &8

DIVISION OF RADIO CORPORATION OF AMERICA
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® From a “hole-in-the-wall” radio re-
pair shop 25 years ago, Mast’s, Inc., has
grown to one of the leading television
and appliance retailers in the highly
competitive downtown shopping area of
Seattle, Wash.

The scale of Mast’s present operation
can be indicated by the fact that the
firm now has approximately 12,000
square feet of floor space in display of
appliances, radios, and television sets.
Four salesmen and four service em-
ployes work under the supervision of
founder and president Fred R. Mast, in
this department. Assisting Colonel Mast
in the sales and promotional end of the
business is his son, Ralph K. Mast. Very
instrumental in the success of the firm,
Col. Mast emphasizes, has been the ef-
fort and business sense of his wife, who
has worked with him most of his 25
years in business, and who managed the
firm single-handed during five war
years when her husband and her son
were in the service.

.Progressive merchandising and serv-
ice policies, plus adaptability to chang-
ing economic conditions, are the prin-
cipal reasons for Mast'’s steady and con-
sistent growth. The firm was one of
the first to merchandise television ag-

gressively in the Seattle area. More re-
cently, it inaugurated its unique Tele-
vision Owners Agreement which is find-
ing acceptance with other Seattle tele-
vision dealers as well, This agreement,
which will be described in detail in this
article, is accomplishing the dual pur-
pose of stabilizing service costs and im-
proving dealer-customer relationships.

Mast’s started as a small radio and re-
pair shop in an outlying Seattle busi-
ness district. In its early years of
growth, the firm moved several times
to larger quarters in that district, Re-
frigerators and other appliances were
added during this period. Within a few
years Mast moved into the downtown
area and later added sporting goods to
his other lines of merchandise. Shortly
after the beginning of the war, the firm
moved to its present modern and at
tractive quarters.

Long, attractive store front (above), of Mast’s. Below, a mass display of washers, dryers ang’
small appliances, clearly visible through backless front windows, gets much attention,
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Hard-Hitting Sales

Seattle Dealer Expands TV, Appliance Volume via Progressive
Servicing and Selling Policies; Explains Video Warranty Plan

Mast’'s began merchandising televi-
sion aggressively as soon as the first
TV station opened in the Seattle area.
Knowing that people were reluctant to
buy at first, they nevertheless invested
a good proportion of their newspaper
advertising budget in promotion of TV
sets. Their reasoning on this was that
if they kept hammering away on the
television theme, people would come
to associate Mast’s with the new me-
dium. It has worked out exactly that
way, Ralph Mast reports.

Sales of television sets, accordingly,
have amply justified the considerable
advertising investment. There remained,
however, one problem which they
shared with most other television deal-
ers. That was the service problem.

The sticker here, Ralph Mast ex-
plains, is the fact that more owners of
TV sets do not anticipate the service

Part of the service room at Mast’s, where
complete facilities for repairs are provided.




Promotions Pay

expenses which they may have to as-

sume. With a radio, the dealer has cus-
tomarily given a 90-day iree repair
service, which he could readily assume
with radio’s fairly liberal mark-ups.
With the lower mark-up which the
dealer obtains with television sets, he
can no longer afford free 90-day serv-
ice.

The result is that the customer who
is accustomed to this 90-day service
guarantee, resents having to pay a
service charge on his new television
set. In some cases, he may refuse point-
blank to pay it. For a variety of rea-
sons, the dealer is hardly in a position
to insist, and hence takes a loss in his
service department. In addition, there
is a residue of bad feeling which re-
mains.

To remedy this condition, Col. Mast
evolved his Television Owner’s Agree-
ment. This consists of a certificate which
is signed by dealer and customer, set-
ting forth the terms of an uncondi-
tional service warranty for which the
customer pays a stated price. These
terms include installation and initial
adjustment, instruction in operation
and care of the equipment, and as-
sumption of all costs of labor and parts
as needed for proper maintenance.

This warranty is sold to the buyer
of a TV set for $40 for the first year’s
duration. For combination sets, the cost
to the customer is $50. The warranty,
of course, is sold only to buyers of new
sets and for the first year’s operation.

Service Coupons

In addition to the certificate, the cus-
tomer receives a sheet of five service
coupons. For each service call which
is made, the customer gives one cou-
pon to the service representative. If
more than five calls are made within
the year, he still receives free service.
If less calls are made, however, the
toupons are redeemable at the rate of
$5 apiece, at expiration of the agree-
ment. The customer who has had no
service calls, therefore, has paid out
only $15 for service insurance. In this
way, the buyer who is lucky enough
to receive a completely trouble-free set
does not have to pay a high cost pre-
mium. This makes the service much
more attractive to set buyers who might
otherwise be inclined to gamble.

For customers who don’t want to buy
the full year service warranty, Mast’s
issues a 90-day certificate. This guar-
antees the customer the same service
for the first 90 days, at a cost of $20
for television sets, and $25 for televi-
sion combinations. Three service cou-
pons are issued with this certificate,
also redeemable for $5 at the termina-
tion of the agreement. Purchasers of
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Service con-

troct and one of

the redeemable
service coupons sold

to customers by
Mast’'s, lInc., Seattle,
Wash.

this warranty, further, are given a flat
rate of $5.75 for all service calls during
the remaining 9 months of the first
year period.

With either arrangement, the cost of
the warranty is included in the condi-
tional sales contract. Customers do not
have to make an additional cash pay-
ment.

Customer acceptance of the arrange-
ment has been almost unanimous, Col.
Mast reports. The warranty was first
offered by Mast’s on February 1 of this
year. During the first two month period,
over 90 per cent of TV buyers ac-
cepted the service policy with their
contracts.

From the firm's point of view, the
results have been entirely beneficial.
Though it is not a money-making idea,
it keeps them from losing money on
their service department. Equally im-

portant, it eliminates customer-dealer
friction over service charges, thereby
building future sales of TV sets.

Masts, Inc., are further interested in
promoting their idea with competing
television retailers. They have, in fact
explained the plan in detail to other
dealers, a number of whom have al-
ready adopted it. Their reasoning on
this is that general participation will
hasten consumer acceptance of televi-
sion, thereby benefiting all retailers,
including Mast's, Inc.

Their methods of television retailing
explain only partially the Masts' success
with radio, television and appliances,
Other factors are attractive, attention-
getting displays, and advertising.

The upstairs appliance section, for
example, is impressive with its massed
displays of refrigerators, washers, and

(Continued on page 87)

A part of the TVY-Rodio showroom. Well placed lighting fixtures and sound absorbing «eiling
paneling help to put customers in a buying frame of mind.




THEATRICAL NEW METHODS
OF DISPLAYING Admiral television
receivers and major appliances were un-
veiled at the reopening of Dynamic
Stores’ Broadway and 65 St., New York
City.

The interior of the store has been
redesigned to create the effect of three
stages, all open and visible from the
sidewalk. The entire front of the store,
where 3,000 square feet have been added
to the previous sales space of 12,000 feet,
is covered with stainless steel and all-
glass door will replace the conventional
ones. A similar modernization program
has been put into effect in Dynamic's
other five stores in the metropolitan area,
according to Jack M. Winer, president.
All' stores will eliminate conventional
show-windows and will provide visibility
directly from the street into the show-
room proper. The front of the Broadway
and 65th Street store presents an expanse
of 75 feet of glass and stainless steel,
topped by one of the largest and most
dramatic neon signs ever
features Dynamic and Admiral televi-
sion "and refrigerators, is 75 feet long
and nine feet high, and has 14 animated
effects. It draws some 50,000 watts.

“WE SERVICE ALL WE SELL”
is the motto of M. L. Coffin Co., 725
Broadway, Bangor, Maine. The firm
uses advertising space in the Bangor
Daily News to plug Coolerator.

“ENJOY IT TODAY! 2 YEARS
TO PAY! is the slogan Teletronix,
Inc, uses in ads on Westinghouse re-
frigerators.
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ATTENTION-GETTING SMALL
AD (above) used by Associated Stores
in the St. Petersburg, (Fla.) Times.

DEALER ADVERTISING
THROUGHOUT COUNTRY. Cal’s,
22 Hammond St., Bangor, Maine, uses
big-space ads to promote sales of Hot-
point products . . . . . . Tyree’s, Inc,
St. Petersburg, Florida, advertising GE
appliances, features “plenty of parking
space” in its newspaper copy . . . . ..
Attractive ad layouts by Strong, Inc,
Greenboro, N. C. on Admiral refriger-
ators . . . . In the Chattanocoga, Tenn.,
area 33 dealers signing those big West-
inghouse refrigerator ads.

The Billings Elec_tric Supply Co., below, of Billings, Montana, which found a new market
in electrical appliances. Large windows. give an unrestricted view of the entire store.

s,
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A NEW, WINDOW-DESIGNING
TECHNIQUE which stopped traffic at
each of the three Loop-located Hudson-
Ross stores was introduced by Richard
Hirsch, president of Hudson-Ross, one
of the outstanding radio-television dealers
in Chicago. Each store window featured
exclusively Zenith’s FM-AM radios and
Zenith’s “Presidential Line” of TV re-
ceivers in combination with rare orchids
and other floral displays from the Pacific.

Hirsch said that the use of floral
pieces with merchandise was one of the
most effective window-displays ever used
by Hudson-Ross. He pointed out that
each store drew crowds which stood

three¢ or four deep in front of the win- .

dows. Traffic in store aisles was tremen-
dous.

DISPLAY, BIG SALES FACTOR.
Originally incorporated as an individual
and residential installation and wiring
firm, The Billings Electric Supply Com-
pany of Billings, Montana (see cuts be-
low) found a new market in appliances.

The new products, added during the
building restrictions of the late war,
soon forced them to larger quarters.

Among the novel arrangements in the
new store are the spotlights throughout

Section of the set-in ceiling lights and spotlights
at the Billings Electric Co. The spotlights are

‘qugused on individual displays, most of them
visible from the street.

Fhe ceiling. Inasmuch as the entire front
1s given to plate glass windows, all items
on the 50° x 65 sales floor are readily
visible from the street. Units of various
types, such as GE laundry equipment,
or kitchen items, to name a few, are
grouped to simulate actual placement in
the home. One or more of the ceiling
spotlights are then focused on these dis-
p}ays and, with the aid of manufacturer’s
display material, give the passerby ideas.

Ar.lother busiriess builder is the radio
repair department. A study of sets
brought in gives them knowledge of
prospects in this line and also opens the

RADIO & TELEVISION RETAILING e June, 1950

T ———




way for demonstrations on other items.
While electrical housewares are han-
dled, the emphasis is placed en the

heavier appliances, especially those to be

installed in new homes.

Which all' adds up to proving that re-
pair and installation work, coupled with
sales aids furnished by the manufacturer
can also bring in orders for appliances.

KEEPS PROFITS UP

About the best protection the appliance
retailer can have against over-ambitious
trade-in allowances, or other profit-losing
moves, is through training every sale-
man to estimate the trade-in value of an
old product accurately against its resale
price, according to Pincus Feinberg,
head of Southern Electric Company,
large Tallahassee, Florida dealership.

Despite a $200,000 plus volume per year,
Southern Electric Company has been

~forced to deal with only a minimum
number of trade-ins, actually amounting
to only 10% of unit sales. The reason,
according to Feinberg, is the fact that
every salesman on the staff is able to
estimate accurately the resale price of a
used refrigerator, the cast of recondition-
ing it, and all other factors which enter
into the allowance,

“We do not use a blue book of any

kind.” Feinberg said. “Instead, we pre- .

fer to trade in used refrigerators on the
basis of what it is worth on resale, plus
haulage cost, reconditioning cost, etc.
While our allowances are generally
good, from $25 to $60, they are rationed
out sparingly-—and through good estima-
tion, we have never taken in a box
which proved valueless or so expensive
to recondition that we lost money on it.”
The system by which new appliance
salesmen of the store are trained to
estimate accurately is simple—consisting
of requiring each new salesman on the
force of the big store to operate the used
refrigerator department for a long enough
period  to become thoroughly familiar-
ized with value. Thus, a new salesman
entering the staff is assigned first to
the trade-in department. Here, Southern
Electric Company accumulates used re-
frigerators until enough are on hand to
stage a special sale. Inasmuch as the
salesman gets experience in dealing with
customers on used appliances, he ' soon
finds “what the market will bear,” and
being furnished with figures on the al-
lowance, reconditioning cost involved
in each refrigerator, etc., he is bound
to be more careful in taking trade-ins.
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REFRIGERATOR TRADE-INS PROFITABLE

Both advantages of keeping trade-in re-
frigerators at a minimum, and showing a
full profit on every trade-in resold, are
accomplished by a novel “case history™
system worked out by Earl Nichols,
sales manager for Halle’s, large dealer-
ship, at Colorado Springs, Colo.

Since the end of the war, Halle’s has
insisted on making a profit on trade-ins.
and has found, through good manage-
ment, a well-equipped repair shop, and
most important, urging trade-in owners
to ‘“sell themselves”, that this can be
constantly possible. “We average a mark-
up of 30% to 35% on every trade-in,’
Nichols said. “Primarily because we ac-
cept only first-class boxes, which are
in demand, and which we can sell to a
rather discriminating market. We refuse
to accept any trade-in which costs us an
over-large allowance, which involves any
element of risk, or for which we do not
already have a prospect on list. while

“following this system may cost up a few
new refrigerator sales, we feel that in-

the long run, freedom from headaches
and trade-in loss, make it worthwhile””

In this way, less than 20% of total
new refrigerator sales involve a trade-in.

The No. 1 reason-is a novel policy of

keeping ‘‘case histories” on the success
of former customers in selling their own
refrigerators via want ads, according to
Nichols. Under the plan he urges each
prospect who has an old box to trade, to
advertise it in the classified” section of

local newspapers, pointing out that he -

will receive. at least one-third, and
maybe twice as much return by doing so:

In order to prove the soundness of the
system, Halle’'s «calls back a few days
following release of such' ads, to con-
tact the former refrigerator owner, to
determine “how he came out” on the
offer. Invariably, the customer enthusi-
astically replies that he has sold the old
box for $50, $75, etc. These facts are

‘assembied, typed up on a sheet, and form

a ‘“case history of a trade-in” which fis

always handy in encouraging still another
prospect to do the same thing. “A flot of
homeowners do not want to be bothered
with the necessity of selling gheir own
box, and merely shop among new appli-
ance dealers for the largest allowance,”
Nichols said. “However, when we use
the black-and-white figures to indicate
a return of $25 higher on the old box,
invariably the customer will take us up.”

Where such prospects do not follow
this system, hHowever, Falle’s is careful
to limit allowances toflan amount which
will permit a fair profit, even affter com-
plete reconditioning of the refrigerator.
Allowances are usually comparatively
smafl-—and if the customer will not accept
them, this dealer simply foregoes the sale.

All reconditioning of trade-ins is done
in the rear of Halle’s modern Colonial-
atmosphere building. With 5 mechanics
on duty in the shop, the company can
do such an excellent overhaul job that
it will guarantee refrigerators from 90
days up to one year. “Due to this selec-
tivity program, we have very few re-
refrigerators which cannot be put in first=
class shape.” Nichols said.

Halle’s can handle complete cabinet
refinishing by means of a paint spray
booth, built in the right-rear corner of
the store. Equipped with a huge sliding
door, which moves up and down in guillo-
tine fashion, the paint room is divided
into two sections for sanding, acid-bath
cleaning, spray painting and drying.
Powerful exhaust fans purge the paint
fumes, and the cabinet can be painted
at minimum expense.

In this way, with the Tow allowance, .
it is possible to charge each recondition-
ing operation directly against sale of
the box, and still maintain a 30% to 35%
profit. With Colorado Springs population
increased 20,000 in ghe past few years;
there is a fine market for first-class;
thoroughly reconditioned ' refrigerators,
which has thus simplified this “headache”
for the Colorado firm.
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Costs of Doing TV Business

Actual Operating Statement of a Store Doing 649, TV Business

® “What does it cost to sell television?” The editors of
Rapio & TELEVISION RETAILING are in the process of working
out the answer to this question from the results of a re
cent survey. While this compilation is being done, an in-
terim answer is provided by the operating statement re-
printed on this page. This is an actual, detailed breakdown
of the operations of a radio-appliance-TV retailer, 64% of
whose sales volume was provided by television. The name
and geographical location of this dealer, of course, cannot
be revealed.

This statement is presented as an example of current ex-
perience in our field. It is not published as a typical exam-
ple, for it is difficult to say at this stage just what is typical.
It will, however, present a basis of comparison for readers
to measure their own operations. The editors welcome any
comment from readers concerning how their own ratios and
percentages compare with these (and if possible, why).

The store whose statement is presented did a gross vol-
ume in 1949 of $331,911.50, $215,004.51 of which was accounted
for by TV; the balance was done in major and traffic appli-
ances. Income from installation and service (not included in
the sales figure) came entirely from TV, although a small
portion of the expense in this department was attributed to
free (in guarantee) service of radios.

Sales:

1. Total gross sales of mdse.
(includes resale of trade-ins)

Cost of Sales:

Cost of inventory beginning of year
Cost of mdse. purchased
. Transportation paid

NNV

10. Cost of mdse. sold (line 8 minus line 9)

Margin
11. Maintained markup (line 3 minus line 10)
12. Plus cash discounts on purchases

15. Net income or loss from inst. & service
16. Gross margin (line 11 plus line 12 plus line 15)

Expenses
17. Salary of proprietor
18. Wages & commissions of salespeople

19. Other wages ... ... . =~ =
20. Rent paid (includes heat, light, power)
2]1. Advertising ... . i a i o
22. Delivery
23. Supplies

Profit

27. Operating profit (line 16 minus line 26)
28. Other income
29. Net profit

34

3. Net sales of mdse. . ... ... .. . .. .

. Less cost of inventory end of year . .. . . .

13. Gross income from installation & service .. .
14. Less installation & service costs .. ... ..

Considering the store’s operation as a whole, the main-
tained mark-up was 28.4%. The gross margin (adjusted for
a small gain due to cash discounts and a small loss on serv-
ice) came to 28.5%. The net profit for the whole store was
2.7%. ,
Tq;king TV separately (the apportionment of expenses due
to TV was in some cases estimated by the owner), the main-
tained markup was 25.7%. The gross margin (adjusted for
a small gain due to cash discounts) came to 26%. The net
profit on TV was 1.7%.

On appliances, the maintained markup was 33.5%. The
gross margin was 33.7% and the net profit came to 4.7%.

It might appear from this analysis that TV pulled down
the profit of this store severely. It must be considered, how-
ever, that TV added over $200,000 to the gross sales, and al-
most $40,000 to the gross profit, so that (regardless of the
percentages) this retailer made more money.

The dealer further feels that the lessons learned in 1949,
which was his first big TV year, can be turned to good ad-
vantage to earn him larger profits in 1950.

Advertising and deiivery expenses are rather large due to
the fact that this dealer is not located in the heart of a big
shopping center, and consequently must advertise to attract
customers, and deliver to reach them.

TOTAL STORE TELEVISION ONLY

...... $331,910.50 $215,004.51
...... none none
...... 331,910.50 215,004.51
....... 37,101.81 ~ 9,650.00
...... 248.493.46 171,753.33
______ 2,000.00 - 1,250.00
...... 287,595.27 182,653.33
...... 50,218.27 22,950.00
...... 237,377.00 159,703.33
...... 94.533.50 55,301.18
...... 849.46 600.00
...... 30,940.00 30,940.00
...... 31,490.00 30,940.00
...... 550.00 (loss) ==,
...... 94.832.96 55,901.18
... 392500 2,943.75
...... 11,981.00 8,984.00
...... 7,055.81 4516.72
15,500.00 4,650.00
...... 14,280.08 10,535.06
...... 14,938.67 9,560.74
...... 11,010.72 7,046.86
...... 884.85 566.30
...... 6,000.00 3,350.00
...... 85,576.13 52,153.43
...... 9,256.83 3,747.75
...... 9,256.83 3,747.75
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ANCHOR’S NEW 2-STAGE BOOSTER NOW Enlarges Your TV Market
for Sales to Thousands of New Suburban and Fringe Area Residents

In 1949 the ANCHOR Single Stage BOOSTER improved television reception for 1 out of every 4 TV Set Owners.
Thousands of apartment dwellers, suburban and fringe area residents the nation over demonstrated their prefer-
ence by making ANCHOR the Number One BOOSTER in sets sold. ANCHOR developed this recognition only through
its own top-notch performance by being able to deliver sharp snow-free pictures in most difficult conditions. Now
ANCHOR has added the new Two Stage BOOSTER to their line to bring felevision, and the finest television re-
ception, to everyone. The New ANCHOR Pre-Amplifier Will Out-perform Any Two Stage BOOSTER on the market.
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If You Can’t Up Sales in This Market - - -

There's SOMETHING WRONG with

The Dealer Who Finds Out Where He’s Falling Down — and

®The old country crossroads “general
store” got away with murder., Handling
a wide variety of products running the
gamut from codfish, rubber boots and
patent medicine to sulky plows, it
could “specialize” in being “fresh out”
of almost anything customers really
wanted, and get away with it.

There were several reasons why the
crossroads store could exist and some-
times make a profit in spite of its
“feather-merchant” operation. First and
foremost reason was the fact that the
store was usually miles and miles away
from the nearest competitor. Folk just
had to patronize Dealer Jones or waste
a lot of time traveling. Then too, the
crossroads dealer had slews of custom-
ers in his clutches because they owed
him money which they paid back in
dribs and drabs. In other words, peo-
ple bought from him becquse they had
no alternative.

Today, the phono record shopper
has an alternative he can use in the
case of the merchant whose disc de-
partment is run along “crossroad store”
lines. A customer will not be forever
satisfied with “fresh-out-of” tactics, un-
satisfactory relations with clerks pos-
Ing as salespeople, cracker-barrel dis-
plays and slip-shod methods in gen-
eral. One fine day such customers will
use the alternative, which is simply the
shifting of his patronage to another
store or stores.

Almost every record department in
the country has competitors -virtually
right around the corner, so none can
hope to hold customers if it fails to
stock the right selection of platters,
and sell em the right way. Dealers who
continue to employ poor selling and dis-
play methods are doing a disservice to
themselves and to the industry as well,
because they make buying so difficult
that some customers will lose interest
in record-playing.
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1. Sell discs to.comb'é\and' player buyers
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listening pleasure

Prompt filling of out-of-stock orders keeps
customers happy; loyal to store,

“Shopping” tours by a staff member
of this magazine reveal a number of
sales-killing practices in record depart-
ments of all sizes. Some of the condi-
tions prevail as a result of negligence
at the administration level; others can
be laid at the door of the salespeople
themselves.

“Starved’’ Inventories

At the administration level, failure
to provide an adequate supply of big-
demand numbers seems to be an out-
standing fault. One dealer interviewed
intimated that he was buying from
hand to mouth because he wanted to
liquidate his old stock “first.” He ad-
mitted that his walk-out rate was very
high as a result. He said he realizeg
that he will lose a humber of steady
customers as a result. Such a dealer,
and others in his position, face gz very
real problem in trying to get their
money out of the old stock, but in
under-buying of hot numbers they dis-
courage not only their salespeople but

10 STEPS TO MORE DISC SALES
o T TEA the Salesman’s Level)

. Offer substitutes or prompt ordering on out-of-stock items .

. Know your stock. Don’t give negative answers to customers’ requests :
o R i e . e vy

Be sure to offer suggestions for additional purchases—not just “‘what else? _ o

‘L'earn‘to'operate demonstration units with facility; keep in good working ?rder '
- Wait on customers promptly, but approach them courteously, without eager-beaverism '

Don’t be an “order-taker”: be a salesperson, and you'll find you're selling much more =

- Find out what customers own now. Offer new equipment or modernization of units

. Tell shoppers abouit the 3-speeds, and the advantages of having equipment to play

. Offer customers needles and other accessories. You'll increase your volume and their

their customers as well. Buying the
right records and the right quantity is
today’s Number One chore. However,
he does it, the dealer must stock a fair
supply of current selling platters if he
wants to stay in business.

The “Wear~’Em-Down’ Method

Also to be blamed on those at the ad-
ministration level is the slow process~
ing of orders for customers who’ve
asked for out-of-stock platters, or
worse, the failure on the part of the
merchant to do anything at all about
such orders. Though most good record
departments make every effort to fill
requests, too many of them fall into.
the habit of letting the orders pile up,
and even after they’ve sent for the
discs, a great many dealers fail to put
the heat on the supplier. Too many
stores and record departments maintain
sketchy methods of notifying the cus-
tomer by mail or by phone when the
wanted platters arrive,

One very successful merchant, who
is also trying to get rid of a big stock

To keep record volume high, sell records when
you sell a combo, Qualify customers to find
out what kind of equipment they now own—
sell them 3-speed players,
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your PHONO RECORD SET-UP

i}Does Something About I, Can Make More Dollars in Dises

il

10 STEPS TO MORE DISC SALES. e
§e - o (AttheManagementLevel) : .z

L| l Prowde adequate selechon e . o
| 2. Speed delivery of “out-‘bf stock”” platters S by S e .
,'3 ‘Make salesﬁeople of clerks—hold sales meetings - i
| 4 Keep displays attractive and clean; designed to sl o =
' . 5, Advertise effectively and consnstently—-m papers; by mail -
i 6. Maintain peak-performing demonstrahom units for good receptlon -
| 7. Don’t permit store to be cluttered up Keep aisles clear for customers
8. Learn local preferences so that you can buy the kind of records they’ll bily
9. Keep easy- -to- -operate records on records; simplify bookkeeping so you’ll know stock
10 At sales meehngs, discuss problems vnth sales personnel—they know customér demands

T

T

Slip-shod control of records makes for chaotic
merchandising; results in high bfeakage.

wit itk 1 o

E Negative answers turn would-be buyers into
stay-aways. - Know your stock.

i
l of slow-movers, says that he is able to
| work successfully with & fairly small
! inventory of best-sellers because he is
" able to move fast' in ordering, and de-
livering. He points out that he can keep
:the same customers coming back even
though out of some numbers on fre-
quent occasions because such people
know that he will get the wanted discs
to them in a hurry. “A customer will
* soon get tired of dealing with the man
fwho keeps breaking his promise,” he
i says. “They’ll drop in a few times, call
you on the phone once or twice, and
| then they’ll just quit cold. If they’ve
i'made a deposit, they will come in and
| take it back—and give it to someone
! else.” This dealer has a come-up file on
& customer back-orders; phones patrons
! promptly when the discs come in.

| Clerks or Salespeople

'=‘- Some (and too few at that) of the
11 finest record departments in the coun-
! try employ salesmen and saleswomen
i to sell records. These firms not only
§ call their employes salespeople but train
-} them to act like salespeople, selling
| customers instead of merely waiting on
! them. As one noted merchandiser points
! out, it doesn’t cost the dealer a penny
N
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more to change his clerks into sales-
people! He recommends holding a brief
sales meeting each morning, as well as
the staging of contests among sales-
pwple at frequent intervals.

It is recommended that dealégs who
sell records read the dictionary defini-
tion of “clerk’” wherein such individ-
ual is described, except for a single
colloquial meaning, as being about ev=-
erything the merchant doesn’t want in
the selling end of his business. “Sales-
man,” on the other hand, is termed “a
man who sells, goods, stock,’etc.

Who Buys for the Store?

In the overall picture, very few sales=
people or clerks buy records from the
jobber or manufacturer. In nearly all
instances, the bossman, be he owner or
manager, orders the stock, though sales
personnel do make recommendations.
Because of this situation, the need for
sales meetings is apparent.

In one store where one of our staff
members watched a procession of cus-
tomers walk out with their needs un-
filled, the saleswoman shrugged her
shoulders, and said, “I send list after
list to the boss, but he won’t order the
records. He says, ‘Let’s sell what we
have.”

Unfamiliarity with local preferences

Buy platters to suit local
preferences.  The dealer
who doesn‘t know his ter-
ritory will cccumulate a
lot of dormant discs to eat
into his profit.

is another fairfly common fault at the
administration level. Knowledge of
onels territory is .a must.

Some other sales slower-uppers per-
mitted by management include the
maintenance’ of sloppy, dirty show-
window and in-store displays, the fail-
ure to keep demonstration players at
peak performance, cluttered aisles, dis-
orderly arrangement of stock, and in-
sufficient advertising:

Point-of-Sale Pitfalls

PooF salesmanship is encountered in
many stores and record departments
today. Unfamiliarity with the stock is
an outstanding example This is bad
*cnough in gtself, but is worsened when
the salesperson gives such a discour-
aging and negative answer to a cus-
tomer’s request, as “I don’t think we
have it.”

The real salesperson knows the stock,
and is usually able to give an imme-
diate answer to a request. Also, he
knows how to take care of the “fresh-
out-of’ angle, suggesting a substitute
record, or promising to get the wanted
number promptly.

In record departments where instru-
ments are sold, salesmen frequently

neglect to sell a selection of discs to

the person who buys a player or a

combination, and a great many men
(Continued on page 82)
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Sell 'Em Equipment to

Play the Three Speeds

® The stabilization of the record indus-
try at the present three speeds has
brought the opportunity for considerable
plus business to -dealers in all sections
of the country, in TV and non-TV
areas alike,

The consumer; feeling the impact of
the terrific ad campaigns launched to
bromote sales of the new discs and
new equipment, is taking great interest
in phono record playing. The demand
i1s growing as more and more families
realize that they’re missing something
in not having modern record playing
equipment. The dealer can cash in on
this brand-new and exciting trend if
he will make buyers out of the wanters,
and work hard to make prospects out
of everyone.
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As suggested in the article on selling
up to combinations in last month’s issue
of this magazine, there’s a remarkable
opportunity to increase profits by push-
ing sales of TV-phonographs. For a
few extra dollars, the customer gets
a home entertainment unit that’s com-
plete and modern. In non-TV areas,
the dealer can make real
money  selling AM-FM
combinations.

In all territories, re-
tailers have large po-
tential business in
combinations, com-
plete phono units,
plug-in jobs, and
in conversion and
replacement sery-
ice. Though num-
bers of families
now own three-
speed playing
equipment, the
sales surface has
hardly been
scratched, angd
even those who do
own a 3-speed
changer are pros-
bects for extra
players or for
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Steps to take to Up
Sales of TV Combina-
tions, AM = FM Combi-
nations, Complete
Phono Units, “Attach-
ment” Record Play-
ers, ‘“Modernization”
Services.

Tell each and every cus-
tomer about the desirability of
owning 3-speed changers.

Qualify every store visitor,
every customer as to equipment
they presently own.

Make every endeavor to sell
instrument buyers up to com-
binations.

Solicit sales through phone
canvass, newspaper ads, direct-
mail, radio spot announcements.

Set up show-window dis
plays to sell combos, and to
boost conversion and replace-
ment sales.

Think of all people as pros-
pects: Those looking at TV or
radio sets; those owning old
players or combos: those who
do not own any record playing
equipment,

Demonstrate combo players
or “straight” phonos to every
man, woman and child who
comes to your store. Be syre to
stress that the changers you
handle play all three speeds.
Prove that the customer who
owns a 333 player s getting
but a third of the enjoyment
presently available to him.

modernization service to fine instru-
ments they own.

All people are prospects for combi-~
nations or players. Those having old
record playing units are certainly A.1.
prospects, and in all communities there
are lots and lots of homes without
phono players of any kind. L

The dealer who really wants to make
money in this re-born record industry
heeds to do an out-and-out missionary
job. He needs to forget the distant past
and the recent past because the whole
picture has changed. He should look
at the present set-up as a brand-new
business, and at his customers as folk
who are interested, but who need ad-
vice, stimulation and explanation.

Simple Presentation

As previously stated, the big ad cam-
paigns have had a telling effect on the
consumer, but it’s up to the dealer to
complete the missionary work, present-
ing the 3-speed situation clearly and
simply to his customers. In a drive
for this business, the salesman should
try to demonstrate combinations and
players to every person who visits the
store. He should explain the three-
speed discs, and their features so that
the customer will understand what it’s
all about. It is risky to assume that
any person has all the information
down pat in his mind. Take nothing
for granted.

In addition to advertising combina-
tions, players and conversion services,
the merchant should make it a hard-
and-fast rule to qualify every store
visitor. This can be done by simply
asking what phono playing equipment
they now own. This technique leads
right into a demonstration.

One of our staff members recently
saw an incident occure in a store which
points up the neces-
sity for definite quali-
fications. A customer
bought an album of
78 RPM records. “I'd
like to show you a
phonograph that plays
all records,” said the
salesman. The woman
said, “I have a phono-
graph that plays all
of them, both the large
and the small.” In a
few minutes of fur-
ther questioning, the
salesman found out
that the woman meant
10 and 12- inch 78
RPM discs when she
said “all of them.”

(Continued
on page 80)
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MR. DEALER !
SELLYMODERNIZATION”

334

STEP UP RECORD
CHANGER SALES

Persuade your customers to modernize

resent radios and radio-phonographs to
enjoy 3314 LP convenience and lasting
listening pleasure. Increase your service
department profits. Sell more LP Records
—both “pop” and classical.

STEP UP ACCEPTANCE
FOR THE ONE SPEED
SYSTEM

Sell complete home entertain-
ment inone unit! Demonstrate
the advantages of the won-
derful new combination
sets that include the
331 LP changer,
provide hours of

Today’s money- uninterrupted
making oppor- recorded
tunities in Columbia music.

33V, LP affect every
part of your
business. Put 'em

to work!
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STEP UP
COLUMBIA 33% LP
PLAYER ATTACHMENT
SALES

Inexpensive Model 103 quickly converts
radios, radio-phonographs and television
sets to combination instruments. It plays
all makes of LP Records —all
sizes, too— 7-, 10-, 12-inch.

STEPUPNEW RADIO-
TV-PHONOGRAPH
COMBINATION
SALES

Prove to your customers: “One Speed Is
All You Need.” Show them how Colum-
bia 7-, 10- and 12-inch records offer
everything in recorded entertainment—
from 3-minute *“pop” hits to 50 minute
symphonies!

COLUMBIA (lp) RECORDS

Originator of 33% LP Records—One speed—One system—One Record for Every Type of Recorded Music

wColumbia,” “*Masterworks,”’ @p and @ Trade Marks Reg. U. S. Pas. Off. Marcas Registradas
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MGM "RECORDS’ second release
of 45 RPM records will be on sate
beginning June 9. The release, which
contains nine single records, includes
Kathyrn Grayson’s “Jealousy,” Lennie
Hayton’s “Slaughter on Tenth Ave-
nue,” Kate Smith’s “God Bless Amer-
ica,”  Hank William’s “Lovesick
Blues,” Billy Eckstine’s “Bewi'ldered,”
Blue Barron’s “Cruising Down the
River,” and Art Mooney’s “Four Leaf
Clover.” Two current MGM best-

sellers are also included: Ivory Joe

Hunter’s Almost Lost My Mind,”
and David Rosge’s “Bewitched.”

=

REMINGTON RECORDS hag
slashed the price on its entire popular
and semi-classical catalog of long-
playing 33% RPM recordings, which
heretofore sold for $2.85 each, to 99
cents each. Price cuts have also been
announced on an entire classical series
covering over 50 symphonies, opera,
chamber music, concerti, lieder, etc:,
with 10-inch recordings selling for
$1.49 ag against a previous price of
$3.85, and 12-inch records at $1.99,
whereas they formerly sold for $4.85.
Donald H. Gabor, president of Rem-
ington, sees this cut as a continuation
of a trend toward lower prices for
recorded music over the years, pointing
out that in 1905 5 cylinder record of
a single aria sold for $5.00.

=

COLUMBIA RECORDS, which
helped to launch a “Back to Dixieland”
musical trend with its Jimmy Dorsey
recording of “Johnson Rag” and “Dixie
by Dorsey” album, has released an-
other two sets in the classic two-beat
tempo. “Dixieland Express,” recorded
this year, features Phil Zito and his
five International City Dixielanders in
a collection of standards and originals.
This set is on both 10-inch LP and
four conventionaj 10-inch  shellac
records. Re-issued on a 10-inch LP
is an earlier Columbia jazz release,
“Come Jazz,” with Bud Freeman and
his Famous Chicagoans, including Jack
Teagarden, Pee Wee Russell, Dave
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Tough, Max Kaminsky, Eddie Condon,
Dave Bowman, Morton Stulmaker.

A new recording of one of the great-
€st scores in the ballet repertoire,
Tchaikovsky’s “Swan Lake” music,
played by Andre Kostelanetz and his
orchestra, has been released by
COLUMBIA RECORDS. This album
consists of selections from all four
acts of the ballet, including a section
which has never been recorded before,
and is available both on a 12-inch LP
and in an album of five 12-inch con-
ventional shellac records.

-

As a result of the outstanding suc-
cess of its new “Here Come the Dance
Bands Again” albums designed for
dancing, RCA VICTOR is issuing
two new additions to this series. These
include “Gene Krupa Plays ‘Fats’
Waller” and “Frankie Carle Plays
Frank Loesser.” RCA plans to
make this series, which already in-
cludes fifteen dance band albums by
top bandleaders, a continually expand-
ing collection of top music recorded
by the leading popular musicians on
its roster.

RCA VICTOR’s “Little Nipper”
album version of Walt Disney’s “Cin-
derella” has been one of the biggest
selling kiddie sets in its history. A
helpful push was given by extensive
nationwide promotion via tie-ins with
the movie showings, and also radio
shows and contest. RCA disc dis-
tributors around the country have
spark-plugged the drive, which in-
cluded free theatre tickets, “Cinderella”
art coloring contest tie-in, etc.

=

Ray Anthony and his orchestra have
cut  two sides for CAPITOL
RECORDS from the hit musical,
“Annie Get Your Gun,” now running
as a movie with Betty Hutton. Ronnie
Deauville does the vocals on “The Girl
That Marry” and “They Say Its
Wonderfyl.” Ray and his band open
June 1 for a 3-weeks eéngagement at
Erank Dailey’s Meadowbrook in Cedar
Grove, N. J. For three weeks follow-
ing, from June 21 through the 4th of

Reviews of Current Platters,
and News of the Industry

July, they'll be featured on the stage
of the Paramount Theatre in New
York City.

CAPITOL’s recording star, Gordon
MacRae, has a double-barreled hit on
his release of “Stars and Stripes For-
ever” (with lyrics) backed up by the
catchy novelty “Hongi Tongi Hoki
Poki.”

=

DECCA has recorded the Arthur
Miller Pulitzer prize play “Death of a
Salesman” with the leading stage and
screen star Thomas Mitchell starring
as Willy Loman and the members of
the original New York Company in all
other roles. This is believed to be the
first recording ever made of a modern
American stage classic. Playing time
for “Death of 2 Salesman” is 09g
minutes. Every scene of the play is
included on the album, available on
both 78 RPM and 33% long play.

=

CORAL RECORDS, subsidiary of
Decca, has signed a number of new
recording  artists, including:  Artje
Wayne, West Coast singing star, for-
merly with Freddy Martin and other
top-name bandleaders: Freddie Hall,
New England vocalist; The Bill Bickel
Trio, vocal and instrumenta] group
with strong reputation in the Pitts-
burgh area; George Cates, former
arranger for Ruyss Morgan, debuting
with his orchestra on Coral with the
novelty “Chug-a-Lug”; Don and Loy
Robertson, a-Mr. and Mrs. team, Lou
being one of the original Dinning
Sisters: and Rosa Shaw, outstanding

gospel singer,

Continuing an  association which
began 33 years ago, RCA VICTOR
signed a new contract with the Boston
Symphony orchestra and the Boston

ODs orchestra. The latter, under the
direction of Arthur Fiedler, is being
recorded during the 7th and 8th weeks
of the annual Esplanade Series of
concerts, which close July 1. Recording

(Continued on page 76)
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Here comes a fast moving model—with
It's the DuMont Hai

of fine quadlity and aitractive

a complete merchondlsmg programi
nover...the perfecT combination

price.

Dealers who handle the Hanover have salespoints galore including:

The New Du Mont Lifetone* picture circuit
for the most life-like telepicture ever achieved.

The New DuMont Sensituner* for hairline
focusing, sharp definition, high selectivity.
The New DuMont Steadibeam* automatic

signal compensator for uniform picture contrast.

The New DuMont Signalock * that positively
“locks” in the picture, filters out interference.

Plus a great list of DuMont improvements too
lengthy to list here...improvements that keep
DuMont the hall mark of television excellence.

C31 B CAD N

Dealers who handle the Hanover are selling the.very
finest television circuit ever designed. The Hanover
is the product of DuMont's most advanced elec-
tronic thinking. Brilliant Du Mont developments

make it television’s greatest achievement.

That is why DuMont has planned for you an all-out
advertising and promotion program, together with
a dealer promotional contest, to bring this iremark-
able set to the attention of your prospects. Your
Du Mont distributor will tell you how you can tie in.

&5 ﬁ}
04% for an All-Out DEALER CONTEST. Over

o‘(“ \0}\7

\\'O 7/ $10,000.00 in valuable awards for your promo-
tion activities. See your DuMont distributor for details.

Y

THE FINEST TELESET"EVER BUILT._.BIG [9-INGH LIFE-SIZE PICFURE

Copyright, 1950, Allen B. Du'Mont Laboratories, Inc., Television Receiver Division, East Paterson, N. J. and the Du Mont Televidion Network, 515 Madison Avenue, New York 22, N. Y.
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Trans-Vue CLEARVIEW TV

A new 16:inch model with rectangular
screen has been anncunced, Called the
"Sweet 16" (shown), it is part of the Aris-
tocrat line. Cabinet is 24 inches wide x

22 inches deep x 40 inches high, and is

available in mahogany, blonde mahogany
and limed oak. [List price is. $299.95,
Trans-Vue Corp., 1139 Wabash Ave., Chi-
cago 5, NL—RADIO & TELEVISION RE-
TAILING.

Pilot 16-INCH TV

A 16-inch console, model TV-166, shown
here, has been added to the line. It in-
cludes FM radio, phono-jack, and fulllength
doors equipped with a lock. List price is

$399.50. Pilot Radio Corp., 37-06 36 St., L. L
C. 6, N. Y._RADIO & TELEVISION RE-
TAILING. .

Meck TV SETS

Six new TV models have been an-
nounced. A table model in mahogany cab-
inet, with 10-inch screen, listing at $99.90
starts off the new sets. .Another table
model with 12Vs-inch tube, listing at
$149.90 and a console (12%2-inch) for
$189.90 were also among the new models.
Two 16-inch models, a table model and «
console, list at $199.90 and $229.90, respec-
tively. One 19-inch console was also an-
nounced. Its list price is $349.90 in mahog-
any cabinet. John Meck Ind., Inc., Liberty
St., Plymouth, Ind—RADIO & TELEVISION
RETAILING.
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Latest Television

This and following pages describing manufacturers’ new merchandise are compiled by our editers. This information

combinations.

volume, greater profit and more

SELL MORE TV COMBINATIONS!

With the record industry stabilized at 3-speeds, thg‘ defler has a real
opportunity to make more profits selling customers up” to television
When properly presented, the TV-Phonograph has plepty
of sales appeal, and it will give your customers a complete home entertain-
ment unit. The May number of this magazine carried all the how-to-sell-
up information, and there’s more in this issue.

sell the combination, sell a 3-way plzyer or a modernization service,

customer satisfaction will result from
getting 3-way playing equipment into the homes in. your community. See
article on “modernization” of old players elsewhere in this issue.

In cases where you can’t

More

Tele-King COMBINATION

A B-way console combination, including
3-speed Webster phono, 9-tube AM-FM

radio, and 150 sq. in. TV, has been added

to the line. Known as model 416, it meas-
ures 41” high, 38”7 wide, 21" deep, and
weighs 255 lbs. List price, in mahogany
veneer cabinet, is $499.95. TeleKing Corp.,
601 W. 26 St, N. Y. 1, N. Y—RADIO &
TELEVISION RETAILING.

Magnavox TV MODELS

The Contemporury, available in  two
models, features g 16-inch TV tube. As
model MV36C, it has a 28 tube chassis
and lists for $449.50. As model MV34C, it

has a 24-tube chassis and lists for $399:50.

Another new ‘model, the Boulevard, shown
here, is a 12¥%-inch TV set listing at $239.50.
Magnavox Co., 2131 Beuter Rd., Fort Wayne
4, Ind—RADIO & TELEVISION RETAILING.

DuMont WINSLOW

The Winslow, shown here, is one of five
new models announced. It has g 19-inch
picture tube, FM radio and g phono-jack for
player attachment. List price is $495, Two
other 19-inch models are the Sherbrooke,
with  AM-FM radic and 3-speed changer,
listing at $695., and the Hanover, with FM
radio and phono-jack, for $565. Both of
the latter are with doors. The other two
models are 12VY-inch sets: the Guilford,

Boe
-

console with FM radio and phono-jack, for
$329.50; and the Putnam, table model with
FM radio and phono-jack, for $269.50. Du.
Mont Labs., Inc,, 515 Madison Ave., N. Y.
IZI\ZIGN Y.—RADIO & TELEVISION RETAIL-

Stromberg-Carlson
HEPPLEWHITE

The new Hepplewhite, model 16 RPM, is

n FM-AM, 3-speed phono, TV combination
fecturing a 16-inch rectangular, black glass
picture tube. This new model lists for
$625., eastern zone, plus excise tax. Strom-
berg-Carlson Co., Rochester S W, W=
RADIO & TELEVISION RETAILING.

Hallicrafters NEW TV SET

Model 747, o 16-inch rectangular "“black ”
tube table mode] has been introduced.
Cabinet is covered in leatherette. Avail-
able in dark mahogany at $249.95 and a
blond color for $259.95. The Hallicrafters
Co., 4401 W. Fifth Ave., Chicago 24, Nl—
RADIO & TELEVISION RETAILING.

RADIO & TELEVISION RETAILING « June, 1950




s e

and Radio Models

Kﬁ‘s presented as a news

Emerson NEW MODELS

| Three portable radios end two. TV sets
¥ have been added to the line The portables
tﬂa:re model 646, at $24.95; model 656
| {shown), at $39.95; and model 657, at

M ) A
| $44.95. The TV sets are the model 655,
| 12V%-inch table model, at $159.95, and the
' model 658, 16-inch console, at $259.95.

l; Emerson Radio & Phonograph Corp., 191
' 8th Ave., N. Y. %@, N. Y—RADIO &

Video 19 INCH TV

IE TELEVISION RETAILING.
i
EF A new model, the 992, (shown), has been

. added to the line. It is an open face 19”

% consolette. List price in mahogany is
!, $320.95. It is also available in limed ocak
i at slightly extra cost. Video Corp. of
“ America, 229 W. 28 St, N. Y. 1, N. Y—
+ RADIO & TELEVISION RETAILING.

i Philtain PORTABLE

The "'Trans-America” is the first Philtain
portable radio to be offered.. Called the
PR:104, it is available in two models, 3-
way and battery only. Slide rule type dial
folds into a recess in the cabinet. Has §
! tubes, including rectifier. Priced at $19.85
\ less battery. Philiain Electric Corp., 2131
iﬁ' S. Fairfield Ave., Fort Wayne 6, Ind—

| RADIO & TELEVISION RETAILING.
| Sylvania RADIOS

' A new line of small radio sets, bedring
the Sylvania name, has been introduced.

! In conventional table model, plastic cab-

. inets, they are available in three colors:

. $16.95 in. black, $17.95 in walnut, and
$19.95 in ivory. Colonial Radio Div., Syl-
vania Electric Products, Inc., 1280 Main
St., Buffalo, N. Y—RADIO & TELEVISION
RETAILING.
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Magnavox RADIOS

Two new radio-phonos have been an-
nounced. The Regency model, consocle
EM-AM, 3-speed changer, lists for $398.50.
The Chippendale, a chairside model, also
with EM-AM radio and 3-speed changer,
lists for $249.50. Magnavox Co., 2130 Beu=
ter Bd., Fort Wayne 4, Ind—RADIO &
TELEVISION REFARING.

RCA RADIO-PHONO

Model A-55, modern styled radio-phono
console, (shown here), features two record
players, one for the 45 RPM system, the

other for 78 and 33 1/3 records. Available
in mcahogany or walnut for $159.85, or in
limed oak for $069.95. RCA Div., Radio
Corp. of Amer., Front & Cooper Sts., Cam=
den, N. J--RADIO & TELEVISION RE-
TAILING.

Crosley 14" TV SET

Model 10-428, shown here, is a plastic
cabinet table model set featuring a 14-inch
rectangular tube.

It retains the ''Family

|

o
A
e

Theatre” design. Cobinet has a polished
mchogany finish. List price is $#99.95.
Crosley Div,, Avco Mig. Corp., Cincinnati,
Ohio.—RABIO & TELEVISION RETAILING.

Sightmaster 19 TV

A new 19-inch TV consolette, called the
“Imperial,’” has been added to the line.
Includes EM radio and the Patented Sight-
mirror. List price is $399. Sightmaster
Corp., 20 E. 35 St,, N. Y. 46, N. Y_RADIO
& ‘TELEVISION RETAILING.

service to our readers entirely without any advertising consideration whatsoever.

DeWald 14-INCH TV

Two: new' l4-inch rectangular tube TV
sets, one console and one table model,
have been added to the line. Both sets
foature black faced tubes. Model ET-140;
table model, lists for $209.95; model ET-
141, console, lists for $269.95. Both have
mahogany veneer cabinets. DeWald Radio
Mig. Corps, 3585 87th Ave., L. 1. C. 1,
N. Y—RADIO & TELEVISION RETAILING.,

International

16" TV CONSOLETTE

Called model D-16:019S, this new model
retails for $279.95: Features a 16-inch black
picture tube and a 12-inch RCA speaker.
Cabinet is mahogany veneer. International
Television Corp., 238 William St., N. Y. 7,
N. Y.—RADIO & TELEVISION RETAILING.

Sentinel PORTABLES

Two new models are announced for the
1950 season: the model 312, available in
green or brown, and the model 335, shown
here, available in white, brown, green or
red. Both are equipped with dynamic

speakers, iron core IF transformers and

built-in loop antennas. The 312 lists for
$39.95; the 335 is priced at $28.95. Sentinel
Radio Corp., Evanston, I1.—RADIO & TEL-
EVISION RETAILING. .

GE PORTABLE RADIOS

Three new portables have been an-
nounced. Leading the new line is, model
600, battery set in maroon cabinet at $19.95.
Model 601 is a 3-way set, also in maroon,
for $28.95. Model 650, deluxe 3-way set, is
priced at $39.95. General Electric Co., Elec-
tronics Park, Syracuse, N. Y—RADIO &
TELEVISION RETAILING.

Apex RADIO-PHONO

A portable model radio phonograph, re-
cently added to the line, features a two-
tone carrying case, 5-tube superhet, and
3speed record player. Known as model
P. C. 25, it lists for $48.95. Another modsl,
in leather bound case, with automatic 3-
speed changer, (model P. C. 26A), lists for
$84.95. Apex Electronic Distributing Co.,
225 W. 17 St., N. Y. 14, N. Y—RADIO &
TELEVISION RETAILING.
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Merchants Want More Margin; Cite Trade Evils
in Highly Competitive Areas. Price-Cutting

Still Number One Gripe. Present Sales

Decline Seen as Seasonal

® The nation’s TV dealers continue to
complain about the low discounts, but,
significantly enough, most of those in-
terviewed agree that if price-cutting
were to be curbed they would be able
to operate profitably with the present
small spread. Those merchants who have
no desire to use low price as a business
lure admit that they have their tongues
in their cheeks when they clamor for
more margin, because, as they explain,
larger discounts would simply give the
price~cutter more money to “play with.”
“We're forced into price-cutting com-
petition,” is the way one Brooklyn,
New York, retailer puts it. “The dealer
gets stuck with superseded models,
which he must sell, and sell at re-
duced prices, whether he wants to or
not.” He suggests price protection as
the remedy, and points out that when
the TV business was in the doldrums
last year, the manufacturers hastened
to offer them such protection.
Dealers agree that it's utterly ri-
diculous to slash prices of TV receivers
in view of the fact that the television
set is America’s Number One demand
item. They agree, too, that by and
large, the consumer who doesn’t own
a, receiver now, does not have a very
good idea of prices. One VEry success=
ful merchandiser says that the custom-
er_feels that any set, regardless of
price, is a major investment, but that
with today’s economic situation in such
good shape, a ten-dollar differential in
price doesn’t mean a thing to him.
“It’'s the old radio business all over
again,” says another retailer we inter-
viewed. “Even when sets were scarce
as hen’s teeth, the chiselers continued
their something off tactics., Late last
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Fall I heard that a certain dealer was
buying sets from other dealers, paying
a premium over the retail list, then re-
selling them at list. Claimed he made
a profit on the installation, and kept
his customers. We're all crazy, I guess.”

Quite recently there has been:a slow-
up in TV sales in many sections of
the country. Seasonal decline and poor
salesmanship is blamed by many for
this situation. When sets are scarce,
explains a dealer, salesmen are busy
taking orders, and making money.
When all stores are well stocked, and
customers are wont to shop around,
salesmen become discouraged. “Too
many have been spoiled skimming off
the cream,” says this merchant.

Asked how business was, one retailer
in a prosperous suburb, said, “Well, it’s
lousy, I guess.” Pinned down for more
details, he said that to a great extent
his feeling about business was “psycho-
logical.” “I always feel jittery- when I
have a big inventory on hand,” he de-
clared.

In spite of the gripes heard at every
hand many dealers are making real
money with TV, and will continye to do
so for a long time. Set sales will in-
crease rapidly, and from here on, serv-
ice revenue will climb to dizzy heights.

That many dealers are finding the
going rough, though, is seen In some
of the statements by retailers through -
out the country who answered a recent
questionnaire mailed to thousands by
this magazine. The following selected
comments were received from mer-
chants in highly competitive areas:

From an Ohio merchant: “Television
merchandising has remarkable pogsj-
bilities but there are many obstacles

the small business man like myself has
to meet. These I list as follows: 1. Low
discounts—23% to 27%. 2. Short Sup-
ply, due to partiality by distributors
and tie-in deals. 3. Chiseling and price-
cutting on the part of retailers, 4. De-
clining prices after obtaining stock at
higher market values. 5. Dealers who
finance on no money down plans. 6.

Taking of worthless trade-ins, and offer-
ing free antenna installations, ete. 7.
Back-door selling by some distributors.
8. The number of consumers who can
buy at wholesale.”

Says a Maryland dedler: “Discounts
should be about 129 higher on TV to
cover the rapid change of models and
also to give an adequate profit to the
retailer.” ]

“Home demonstrations eat up the
profits on TV,” writes a Utah dealer.

“Give the dealer 40% on TV,” sug-
gests a Southern merchant, who has six
outside salesmen. He pays salesmen
10% commission on all appliances ex-
cept refrigerators (8% on them) arnd he
pays 6% on TV,

A Missouri dealer advises that he is
able to make an average net profit of
6% on TV sales under present discount
schedules,

Says a Californiq dealer: “The selling
of television sets here in — is
a very weighty and tough problem due
to the chiseling that’s going on. Dealers
try to outdo each other in give-aways
with each sale. This is anything but
sound merchandising in view of the
current low discounts. However, if dis-
counts were to be increased, the price-
cutters would simply have more to play
with. I'm for larger discounts for the
small dealer who has the toughest time
selling”

“What difference does the amount of
discount mean so long as dealers sell
sets on a $10 profit?” asks a New York
retailer. “If dealer discounts were raised
even to 50%, the price-cutters would
sell at 40 to 45 off. Strict enforcement
of fair trade laws is what's needed,
'fllong with a clamp-down on mislead-
Ing advertising. A dealer, in my opinion,
must make a gross profit of 25% to
cover expenses and show a fair net
profit.”

A dealer in the South says that “the
manufacturers have taken the position
that television sales must equal or sur-

(Continued on page 85)
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SYLVANIA 16 MAHOGANY CONSOLE
%247. Big picture television at its finest!
147 sq. in. of motion-picture clarity. All
12-channel reception, “one-hand” tun-
ing, built-in antenna'

antennal

SYLVANIA 122/ MAHOGANY CONSOLE
%945, 90 sq. in. of Movie-Clear TV.
All 12-channel reception, long-distance
chassis, built-in antenna!l

ITH these magnificent consoles

customers a full choice of models, a
wide range in price!

Packed with eye-catching sales
appeall Featuring the famous Syl-
vania Movie-Clear reception! These
sets give your customers whiter
whites, blacker blacks, sharper con-
trast and finer detail—all made
possible by Sylvania’s multi-tube

SYLVANIA 12%2’ MAHOGANY CONSOLE
(with doors) %197, 90 sq. in. direct view
Movie-Clear TV with all 12-channel
reception, long-distance chassis, built-in

...you may now offer your:

reoniern amssgn

T
AXSAXAX,
K

chassis! 3 rectifiers, the picture tube,

~ PLUS...24 working tubes including

8 dual-purpose tubes—delivering
actual 32-Tube Performance!
To cash in on this fast-selling TV
line—phone your Sylvania distribu-
tor today! This is the line that will
fulfill every customer desire! This is
the line that gives, dollar for dollar,
the finest TV performance available
today! Display it for SALES!

SYLVANIA ELECTRIC PRODUCTS INC.
COLONIAL RADIO & TELEWISION DIVISION
254 Rano Street, Buffalo 7, New York
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New Electrical

This and following pages describing manufacturers’ new merchandise are compiled by our editors. .This dnformation

Telechron CLOCKS

Three new electric clocks have been add-
ed to the line. The Advisor, kitchen clock
in white plastic case, sells for $5.95. The
Telebell, shown here, has an ivery plastic
case and sweep second hand. It lists for
$4.95. The Guest, o wide angle vision elec.

tric alarm clock, lists for $4.50. The Noc-
turne, priced at $6.95, formerly available in
ivory, is now offered in brown. Telechron,
Inc., 75 Homer Ave.,, Ashland, Mass.—
RADIO & TELEVISION RETAILING.

G.E. NEW APPLIANCES

A new line of small appliances and
fans has been announced. Two irons and
two fans-are new; other fans, the steam
iron and mixer have been improved. The
irons are the F-26 (2% lbs.) at $9.95 and
the F-32 (4)2 lbs.) at $8.95. The new fans
include a 10-inch, single speed model for
$12.95 and a 12-inch, two speed model for
$29.95.

Improvement on the steam iron was
made by locating the steam control on
top of the handle. When filled, the iron
weighs 42 Ibs. List price is still $17.95.
The redesigned mixer has a new selector
band and juicer attachment; is still priced
at $34.95. Five other fan models have been
improved and new prices on them are
from one to six dollars less than previous-
ly. General Electric Co., Bridgeport 2,
Conn.—RADIO & TELEVISION RETAILING.

Stewart VENTILATOR

A new fan ventilator is offered which
mounts outside the building, leaving a
6-inch grille plate showing in the kitchen.
Operates from a wall switch; has an quto-
matic damper: Motor runs on 110 V., 60
cycle A.C.; special motors are available,
Stewart Mfr. Co., 3205 E. Washington St.,
Indianapolis, Ind—RADIO & TELEVISION
RETAILING.

G-M WINDOW FAN

A new portable window fan, the SURF
SW-20, 23 x 2314 x 11%4 inches, has been
added to the line. Features o 3-speed
switch and 20-inch fan. List price is. $54.95,
G-M Laboratories, Inc., 4300 N. Knox Ave.,
Chicago 41, IIL.—RADIO & TELEVISION
RETAILING.
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Philco REFRIGERATOR

A new 9.2 cu. ft. refrigerator, the model
903, has been added to the line. It includes
a freezer compartment with space for 40
pounds of frozen foods. Overail size is the
same as’ earlier 7-ft. models. List price on
the 903 is $249.50. Philco Corp., Tioga & C
Sts., Phila., Pa.—RADIO & TELEVISION RE-
TAILING.

Ilg FAN LINE

A complete line of portable cooling fans
for home, business and industry has been
announced. They range from the llgdual-
aire, bracket base double purpose unit, to
the pedestal base lgwind fans. Ig Elec-
tric Ventilating Co., 2850 N. Crawford Ave.,
Chicago 41, TL—RADIO & TELEVISION
RETAILING.

Westinghouse LAUNDROMAT

A new laundromat, the model L-5, has
been announced. It features a built<in seale
for weighing the correct amount of clothes
for each load. List price is $269.95.

Also announced were two automatic
clothes dryers: model D-3A (110 volt) and
model D-3 (220 volt). Both use an air flow
System of drying, and both list for $199.95,
Westinghouse Electric Corp., 306 Fourth
Ave., Pittsburgh 30, Pa—RADIO & TELE-
VISION RETAILING.

FASCO VENTILATOR

10-inch “Ceil-n-Wall" kitchen ventilator,
model 1020, primarily designed for kitchen
use. Ventilator can be installed for either

" single or three-speed operation. Balanced

louvre in blade housing is double pro-
tection against drafts or cold. Outside wall
hood, made from aluminum, is rust proof.
Fasco Industries, Inc., Rochester 2, N. v —
RADIO & TELEVISION RETAILING.

Display King TIMER

A variable timer ig offered which will
give 240 different on-off combinations, Can
be set anywhere from 15 sec. ON, 1 sec.
. 1 sec. ON. Operates
on 110 volts AC, and handles a load up to
400 watts. Gale Dorotheq Mechanisms,
Jackson Heights, L. L, N. Y—RADIO &
TELEVISION RETAILING.

Kool-Sleep AIR CONDITIONER

A self-contained window fan cooler has
been announced, available with or without

: separate  cooling
switch, Operating cost, about Y prer hour.
Unit sells well under $80.00 in most sections
of the country. Kool—Sleep, Inc., Cambridge
Ohio.—RADIO & TELEVISION RETAILING.‘

Palmer 3-WAY FAN

The new window fan has 20-inch fan d1~

ameter. Has a 3-speed switch and expand-
able window fill-ins; fits windows 28 to
36 inches wide. Ivory baked enamel finish
cabinet, 7% inches front-to-back. Palmer
Mfr. Corp., Phoenix, Arizona.—RADIO &
TELEVISION RETAILING.

Zim RECORD BRUSH

A small brush which clips on to any
phono pickup and cleans records as they
play is now being offered. List price for the
brush is $1.00. Much dealer display mate-
rial has been prepared for this item. Zim
Products, 6722 Devonshire, St. Louis, Mo.—
RADIO & TELEVISION RETAILING.

Westinghouse FANS

A new line of giant fans has been an-
nounced. Available in 16 and 20 inch mod-
els, the fans alsc have an air jet vane qc-
cessory available, which increases the
benetration power. Called the Whirlaire
fans, the 16-inch models sell for $69.95 and
$79.95; the 20-inch models for $104.95 and
$114.95. The vane is $9.95 for the I6-inch
fan and $13.95 for the 20-inch fan. Appli-
ance Div,, Westinghouse Electric Corp.,
Mansfield, Ohio.—RADIO & TELEVISION
RETAILING.

Hoover AERO-DYNE 41

A new medium priced Aero-Dyne tank
cleaner, shown here, featuring o disposable
paper bag, has been announced. Called the
model 4], complete with cleaning tools, it

will retail for $59.95 Plus a trade-in model,
or $64.95 without o trade-in. Has gray
enamel body, stee] ends and plastic han-
dles. The Hoover Co., North Canton, Ohio.
—RADIO & TELEVISION RETAILING.

Emerson C ONSOLE FAN

Now offered is o Chippendale designed,
16-inch variable-speed console-window fan.

speeds from which to select. Emerson-Elec-

tric Mfr. Co., St Louis 21, M —RADIO &
TELEVISION RETAILING, °
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iAPPliance Producis

' js presented as a news service to our readers entirely without any advertising consideration whatsoever.

| GE CLOCK-RADIO
! A porcelain white clock-radio is offered,
‘.F the model 509. Designed especially for the
| kitchen, it will automatically operate vari-
| ous appliances up to 1100 watt total capa-
| city. Eastern list price is $35.95. General
Y Electric Co., Syracuse, N. Y—RADIO &
S TELEVISION RETAILING.

| Mitchell AIR CONDITIONER

q% Available in two models, a new air-con-
| ditioner has been anmounced. Uses ‘'Freon-
i 12" refrigerant. Designed to cool, dehumid-

ify, filter, circulate and ventilate, the unit

is available in two models, M-120 (¥2 H.P)

cage 14, II—RADIO & TELEVISION RE-

3
i
1 and M-340 (% ®.P.» Mitchel Mfr. Co., Chi=
E TAILING.

Palmer COOLER FAN

The Sno-Breze is a deluxe selfcontained
I; window fan cooler. It can be installed per-

manently or témporarily. Provides water
| caoled, filtered air. Automatic water filling
assembly is available. Palmer Manufactur-
ing Corp., Phoenix, Arizona—RADIO &
TELEVISION RETAILING.

Triple-O CORD SHORTENER

Newly announced item is a cord short-
ener, a small plastic plate with a slot in
each end. Line cord on any appliance may
be shortened by running the wire through
the slot at one end, winding around the
plastic plate, and through the slot at the
other end. Cords can be shortened to any
desired length to keep them off the floor.
Cord Shertener retails for 19c. The Triple-O
Co., P.O. Box 635, Omaha 2, Nebs.—RADIO
& TELEVISION RETAILING.

Wiese KLIP-LITE

A new music stand light is offered, Avail-
able in three models, designed to clip onto
different types of music stands, it is priced
at $3.65, $3.75 and $3.85. Lightweight con-
struction of cast alloy. Uses standard 10 or
15 watt bulb. Wiese .Manufacturing Co.,
P.O. Box 72, Davenport, fowa=RADIO &
TELEVISION RETAILING.
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Coolerator FREEZER

A new 10.3 cu. ft. freezer has been an-
nounced, the model FB-102 (shown), featur-
ing a counterbalanced lid, built in lock and

temperature adjustments from 0° F. to
_ 10° F. Holding up to 360 pounds of
frozen foods, the FB-002 lists for $211.95s
The Coolerator Co., Duluth, Minn.—RADIO:
& TEREVISION RETAILING:

Philips LADIES' RAZOR

The Lady Norelco, an electric razor de-
signed for women, operates on AC or DC.
It's designed to fit the palm of the hand.
Made of ivory plastic, it comes in a satin
lined, zippered suede-like case:. List price
is $22.50. North American Philips Co., Inc.,
100 E. 42 St., New York 17, N. Y.—RADIO
& TLEVISION RETAILING.

Philco AIR CONDITIONERS

Ten new air conditioning units are ' of-
fered. The 50:F-1 and 50-FL-1, Y2 H.P. mod-
els, list for $289.50: Models 75-F-1 and 75-
FL-1, % HP. models, list for $359.50. These
last two models available for operation on
230 volts at $10 extra. Model 75-FC, ccon-

sole model, at $539.50; and model YO0-FC-
10, 1 HP. console model, at $589.50. Two

water cooled models, the 150-FCW, 12
H.P., 230 volt unit, at $819.50% and the 200-
FCW, 2 HP. 230 volt unit, at $869.50. All
models feature a hermetically sealed power
unit and all are covered by a 5-year war-
ranty. Philco Corp., C and Tioga Sts., Phila.,
Pa.—RADIO & TELEVISION RETAILING.

Huffman LAWNMOWER

A lightweight electric mower, the Huffy-
Mower, has been annocunced. It weighs
less than 45 pounds and can get within
one half inch of buildings, posts, etc. Whesel
positioning adjustment permits cutting
grass from one +to three inches long. The
GM-Delco motor has a constant speed of
1725 RPM. The Huffman Mfig. Co., Dayton,
Ohio.—RADIO & TELEVISION RETAILING.

Speed Queen DRYER

A new automatic clothes dryer is offered.
Dial control permits drying clothes to any
degree of dryness. Features a vacuum dry-
ing system which draws heated air through
the clothes. Speed Queen Corp.; Ripon, Wis.
—RADIO & TELEVISION RETAILING.

Cory SHARPENER

A new model electric. knife sharpener
has been introduced. The unit features a
newly designed guide clip. Called the DKS-
2, it will completely replace” the previous
model DKS. List price is $11.95. Cory Corp.,
221 N, La Sdlle St., Chicago 1, IL.—RADIO
& TELEVISION RETAILING.

Carrier HUMIDRY

A low-cost Y8 H.P. dehumidifying unit
has been announced, a semiportable unit
in grey metal. cabinet measuring 13%4"
wide, 17V4” long and 22Y%2" high. It weighs
60 pounds, lists at $149.50. Carrier Corp.,
302 S. Geddes 'St., Syracuse, N. Y.—RADIO
& TELEVISION RETAILING.

Fresh'nd Aire FANS

A three purpose window fan has been
offered which can be used either as an
fntake or exhaust fan in the window, or
as a spot cooling fan ‘anywhere in the
room. Designated as the Model W 800, it
combines a standard Fanette (plastic)

with an adjustable steel window bracket.
List price is $16.50. Also offered is the
combination heater and fan shown here.

This is a 1320 watt heater unit and fan,
Model 1320, priced at $14.95. Also, a spe-
cial bracket has been announced by the
company for use in mounting any of its
fans on ceiling or wall. It is available in
two sizes, model UCM-20' (20-inch tube})
at $15.000 and model UCM-48 (48-inch
tube) at $18.50. Fresh'nd Aire Co., 221 N.
LaSalle St., Chicago 1, II.—RADIO &
TELEVISION RETAILING.
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Peak Year for Carry-About Sets Anticipated—

®. The notion that portables are a
summer novelty for use on the beach
and at picnics has been replaced by the
idea that they are an extra radio for
the home which ean also be used away
from home, Nevertheless, the carry-
about feature of these sets is no doubt,
their most dramatic sales feature, and
we can expect that the peak sales of
portables will be during the summer
even though they may be used all year
‘round. Thus the dealer has two sales
angles to work on to ,move this type
of merchandise and keep sales of radios
up during the hot weather months.
First, there are the many uses of a
portable as such; where a radio can’t
be socket-powered: at the beach, on
trains and airplanes, on picnics, at
sports events, etc. Then, if the custo-=
mer demurs at buying a radio for part-
time use, or simply needs more selling
to clinch the sale, a 3-way unit can
be suggested which is an all-year radio
for any type of use, including portable;
The variety of merchandise available

for sale in this line at present is a -

larger and more complete crop than
has been offered by manufacturers in
several seasons. As revealed by the
“Portable Radio Specifications” which
appeared in the April issue of Radio
& Television Retailing, 32 manufac-
turers included 68 models in' their 1950
lines, It is significant that over 4/5 of
these models are “3-way” portables,
the balance being straight - battery

a8 -

New Ideas to Inecrease Sales

units; over 60% have plastic cabinets,
30% are leatherette and the balance
are metal. These two facts (that the
larger bercentage are plastic cabinets,
3-way sets) is indicative of the trend
to more versatile receivers which may
be used in the home as well as for
portable occasions, The average price
for all the portables offered was $38.95,
with some 3-way sets as low as $19.95,
and straight battery sets for even less.

As in the past, many of the new
models wilt receive short wave, and a
few will tune in the marine (long
wave) band.

During the warm weather, every
radio customer is g Prospective sell-up
to a portable. . The obvious extra uses
of the 3-way jobs more than outweigh
the extra cost. As a matter of fact,
it can be pointed out that many of the
portables represent g better value, dol-
lar-wise, than a comparable-sized radio.

Display of portables in windows and
on counters is an obvious must during
the “outdoor” Season, if possible tied
in with a poster or display showing »
beach, picnic or other outdoor scene.

Tie-in promotions with other types
of retail outlets are very useful in
merchandising portables. These include
women’s specialty shops, ‘men’s fur-
nishing shops and Sporting goods stores.
Travel bureaus, railroad stations ang
bus terminals are also likely Spots for
these bromotions, Arrangements may
be made to display g portable radio

er Profits

&

with your imprint at the point where
bathing suits, sporting goods, ' travel
tickets and the like are sold, catching
the consumer at a time when he or
she is in a vacation frame of mind.
Such tie-in displays would merely call
attention to the need for and pleasure
in having portables on such occasions,
and pointing out where they may be
purchased.

An additional type of promotion
which attracts attention to portables
is to have someone walk around town
carrying a portable radio, preferably
in operation, of course. The dealer’s
imprint may be on the case of the
portable, or the “carrier” may hand out
cards. An interesting variation of this
technique .is to run a contest in which
the “carrier” will be unidentified and
consumers must find him or her and
ask or answer some Questions,

Newspaper and spot radio advertising
can be utilized to highlight either of
these types of pPromotions (tie-in or
carrier). In addition, “testimonjal” e
copy is effective, along the lines of:
“Used my portable for six months with-
out replacing batteries;” “Receive 12
stations clearly on my ‘X’ portable at
our camp at Blue Water Lake;”
“Carry my 3-way portable from room
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to room while house-cleaning,” etc.
In suggesting ad copy for this type
qf merchandise, it might be more effec-
tive to call thege sets “3-way radios”
than to c¢al them “portables,” since
this wording plays up the versatility of
the sets, “A radio in every room” idea
can also be conveniently tied in with
bromotion of portables,

RADIO & TELEVISION RETAILING « June, 1950
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sfJensen

With its new high frequency driver . . . new
high frequency hora . , . new low fsequency
unit . . . plus the new Jensen Acoustic ens—
all skillfully engineered into a coordinated
unit, the H-510 gives you reproduction un-
surpassed by any integral two-way system
regardless of pricel

Comparative tests have proved this time
after time. Why? Because you instantlly recog-
nize the unusually satisfying, smooth, dlean
high fidelity performance . .. the easy-to-live-

with quality that makes you kzow you want

to own it zow.
Ask for free booklet “Let Music Come to
Life” and Data Sheet 152.

JENSEN MANUFACTURING COMPANY 0DivisiON OF THE MUTER COMPANY
6625 South Laramie Avenue, Chicago 38, llinois e !In Canada: Copper Wire Products, Ltd., 351 Carlaw, Toronto
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[0 Tdeas to Setl W one "
AIR CONDITIONERS

After You've |

Sold em ! { \

These ‘‘before-and-aftep’ pictures tell q story. In the above photo, the living room is “unlivable,” and the
family ‘fagged out and irritable. In the “‘after’” picture at the right, the scene is reversed. Cool comfort
makes the family gathering place a living room in every sense of the word—thanks to a room air conditioner.
And remember, every visitor to such aq home js a Prospect for one of these modern, health-brmglng units.

® The compressor-type room air con-
ditioner can make money for dealers
just as it can make many a user a
happy customer—a customer who will
ish leads, and even demonstrate
the appliance to all and sundry Visitors
to the home or office where the room
cooler is doing its job.
Prime prospects for room coolers are

in the homes, and in the professional,

commercial and municipal offices and
shops in the community. A step-by-
step sales plan is presented here for
the alert merchant who wants to in-
crease his volume and his profits.

Idea I. Set up a “cool” demonstration
room or section in the store where the

There are many professional and commercial
people who can be sold room aqir conditioners.
These appliances provide comfort for Patients,
clients and customers since they maintain satis=
factory temperatures; shut out noise and dust.

salesman can take the sweltering cus-
tomer. Show them how the air condi-
tioner works. (If your store ig air-
conditioned, use itg obvious comfort to
sell room air conditioners to every
visitor. )

1dea 2. Display room coolers in your
show-windows now. Urge early buy-
ing. Be sure to keep descriptive ma-
terial near the units, Use manufactur-
er-supplied display pieces or cards you
make up.

Idea 3. Advertise room coolers in the
local nhewspapers. Be sure to point out

other places of entertainment, and 2)
that they are not expensive. Also ad-
vertise other features such as “sound-
proofing” and “dust-andapollen” ex-—
clusion.

ldea 4. Demonstrate a room cooler tg
every store visitor, stressing the feg-
tures outlined in Idea 3. cCall your

Sell ROOM COOLERS jn—

Homes in your community
Professional offices
(doctors, dentists, etc.)
Law offices, business offices
Mortuaries (Many are now air-con-
ditioned—sell those that are not,)

- Small restaurants and cafes; beauty

parlors, photo studios
Small non-competitive shops, private
sanitariums, municipal offices

regular customers on the phone, and
suggest sending them 5 room air con-
ditioner to try. Send direct-mail pieces
to your customer and prospect list,

Idea 5. 1f you travel outside men, be
sure to have them plug room coolers.
If you haven’t any outside salesmen,
offer your servicemen g commission
arrangement on leads furnished by
them, and closed by you.

Idea 6. Choosing a scorching day, take
a couple of room coolers in your truck
or car and make some calls on resij-
dents, professional and commercial peo-
ple. The hotter the day the lower the
brospect’s saleg resistance,

ldea 7. (You may want to do this.)
“Lend” a room cooler to a small beauty
parlor, a “yarn shop” or similar place

Idea 8. Ingtal] a room cooler in your
own home. Helps sell neighbors and
friends, and helps to sell you.

Idea 9. (You may want to try this.)
Offer to rent room coolers at so-much

Ing” technique quite successfully on
appliances and TV, batting high sales-
closing averages.

Idea 10, Make Immediate follow-up
calls on burchasers to obtain leads.

Photographs accompanying this article are
om a Philco Corporation sales training film.
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Por'able P ) Smar' Appeara NCE ¢ ¢ » The EKCTAPE Pla-mate has better tone quality than the

finest AM Radin, wit: frequency up to 4000 cycles.

i
i ; ) . _ . 1
. Excellent Tone Quality... Simple to Operate
Complete with microphore, cords and extra reels of tape,

1 The NEW EKOTAPE Pla-mate promises to be outstanding as a its light weight and smal! size mcke it easy ta handle.
4 sales leader; for it has features and performance that are hard to
2 k]
| beat. Priced right ... with smart appearance and quality per- The 3%” per .econd tape speed and "twin-track" record-
| formance, it has real sales appeal. ing give two-hour playing time with a seven-inch reel of
: 5 P tape, one hour with a five-inch reel of tape.
i The response of this new Ekotape exceeds 4000 cycles and provides

accurate tone quality superior to the finest AM radio. It is easy The Ekotape Ple-mate is designed and manufactured fo
i to operate: One central control selects tape speed and direction . . . 'ET’ o Gitfb e ol ety (e (er sk (e

otape models first cl.oice of prc essional users.

| fast forward, standard forward for recording and playback, and
fast rewind. A separate control is provided for record=playback to

4

One central control selects tape speed end direction . . .

eliminate any possibility of accidentally erasing a recording. The T e L e e e recording cod ply:

EKOTAPE Pla-mate is inexpensive to operate as the 334" per back, or fast rewind, A separats record-playback control

L] s ; o Wt : L f el -

I second tape speed and “twin-track” recording give two hours of :o'r";'i'r“‘;.es oy possibility of accidertally erasing o re

| playing time with a seven-inch reel, or one hour of playing time v

' with a five-inch reel of tape. The light weight and portable features i

e i handl : It's o beouty. The two-tone, acoustically ccrrect cakinet is

make 1t easy to hanadle. cs smar* as o piece of fine luggage. The harmonizing con-

) ! trol perel with accents in satin finish aluminum makes the

Be one of the firstin your trade area tosell the EKOTAPE Pla-mate., Ekctape Pla-mats s fire in appearance as in performence.

=y = v
|
!Wl E l E‘ c‘ TR I c The Ekotace Pla-mate is turnished corpietely equipped
‘. . with @ mictophoae ang cord; cord for connerting the re-
[eBcve:ol] .

WEBSTER

Webster Electric Company, Racine, Wisconsin ¢ Established 1909
“Where Quality is a Responsibility and Fair Dealing an Obligation”

corder ta externat speaker, radio tuner or record player,
and one tive-inch res! of tape.
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Are You

KEEPING

Your
TV Installation

PROFITS

-+ Or paying them back
in "FREE” Service Calls?

=

IT'S expensive...following up nuisance calls and “com-
plaints” during guarantee periods...wasteful in truck
operation, traveling time and labor. You can reduce
your costs to a new low — with the high quality, all-
around ruggedness and dependable performance of
Federal lead-in cables!

Use Federal K-1046 . . .
polyethyl-

Where noise level is low —
with distinctive Federal-deVeloped “silver”
ene insulation, ., providing 30 per cent more service life
than ordinary polyethylene. K-1046 repels sunlight . . ,
fights heat...doesn’t dry out, crack, buckle or leave con-
ductors. exposed. It holds its original characteristics
longer... retains its impedance values. In Weatherom-
eter tests, K-1046 surpassed all competitive types.

Where noise level is high — Use Federal K-T11...
shielded lead-in... another exclusive FTR development.
K-111 is a top item in TV because it minimizes noise,
snow and ghosts due to transmission line pick-up. Pic-
tures are clearer, brighter and steadier . . . all the time.
Actually, Federal's K-111 permits TV installations in
many noisy areas where good, clear reception was im-
possible before]

See your distributor now for data and prices on Fed-
eral’s K-1046 and K-111 ... for that next new installa-
tion or lead-in replacement, You can depend on these
highly efficient 300-obm lead-ins to keep service calls
down... to keep profits up, Insist on Federal . . . it pays
to start with the best!

wt

Prine

=

A

N 3*; i § ; ‘_
1 v ;':..1-?”
—:tz’ﬁfﬁ."&l
K-111 K-1046
300-Ohm 300-Ohm
Shielded Silver
Lead-in for Polyethylene
HIGH Lead-in for
Noise Level !-OW
Areas Noise Level
Areas

These

,”édﬂ'd[ TV l.ead-ihs Protect

Your Profits in
HIGH and LOW
Noise Level Areas

New Jersey

- Lid., Montreal, P, Q.
Standard Electric Corp., 67 Broad S$t,N. Y,

RADIO & TELEVISION RETAILING » June, 1950




— e

i

Shop Shortcuts Speed Servicing

Readers Contribute fdeas to Save Time and Labor, Improve Efficiency

Twin-Lead Splices

From Arthur Davis, New York City:
The best rule for splices in TV lead-ins
is not to make any. as thev invariably
result in a trouble point, due either to
a poor impedance match (causing line
reflections) or a rusted, intermittent
or open connection (resulting in signal
losses, noise and flashes, or lack of sig-
nal). If you must make them, however,

try to preserve the wire spacing (so as

to maintain the impedance) and make
a good, clean, secure wconnection. I use
a staggered splice to achieve this re-
sult, as shown in the picture. The stag-
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ger is cut into one end, and then
matched (in reverse) on thé other piece.
Then the leads are twisted together.
At this point, the twin-lead is back in
its original shape again. I then trim off
the excess. As shown in the third view,
the twisted leads were soldered, and
the hot iron used on the plastic to melt
it over the exposed leads. If you don’t
have the time or facilities to use an
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SHOP:‘ HINTS,‘WANTED
Payment of $5.00 will be made
for any service hint or shop kink

- accepted by the editors as usable

on this page. Unacceptable items
wxll be returned to the contribu-
tor. Send your ideas to “Tech-
nical Editor, RADIO & TfE'LE-°

* VISION RETAILING, 480 Lex-
L mgton .,Ave., New York 17,

iron (as. for instance, outdoors), you
can spray the connections with. a plastic
spray such as Krylon, or tape with one
of the plastic electrical tapes. When I
use tape, I try to keep it down to a
minimum, as I believe too much tape
affects the signal.

Soldering Tip

From R. Whitman, Greenwich, Conn.:
When soldering leads on RCA phono
jacks, speaker plugs, Amphenol plugs
and the like, most people hold the %ip
upside down and try to melt solder
down into it. This gets a lot of solder
on the outside of the pin, but very little
inside where it is needed. I have found
the following method very easy, secure
and neat: Put the tip down on the iron

S e
ol S
‘f@s" o

and heat it a bit. Then tip it slightly
so that the opening in the bottom is
slilghtly exposed, and put the solder on
the iron at this point. The hot tip will
draw the solder up, with none on the
outside. The jig I use to do this (as
shown in the photo) is simply an alli-
gator clip to hold the Iead down in
place. You can also set the iron in a
stand and hold the lead down on it

. (hold it wiath a long nose unless your

hands are pretty tough).

Selenium Rectifiers

From R. Samaritano, Chicago, Ill.: 1
usually replace burned out rectifiers
with seleniums because it cuts down
recalls, and also pleases customers be-
cause of shorter warm-up time. This is
especially true of 3-way portables. I
found that this substitution is simpler,
both due to wiring and mounting, if
the selenium is soldered into an old

tube base and plugged into the recti-
fier tube socket. I just put #18 solid
wire pigtails on the rectifier (for stiff-
ness), push through the proper pins
in the tube socket, and solder in place.
If an extra series resistor or other
circuit component needs to be added;
(Continued on page 89)
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How to Shoot Intermittent

Use Logical Methods to Ferret Them Out of Their Hiding Places

® Radio servicemen will readily agree
that “intermittents” are the most diffi-
cult of all receiver faults to locate. They
present thorny problems because: 1—
The trouble may not appear when the
serviceman is ready to work on the set.
2—If the trouble does appear, it may
not last long enough to be tracked
down. 3—Difficulty may be experienced
in determining whether the disappear-
ance of symptoms is due to the bridg-
ing or replacement of suspect compo-=
nents, or the jarring of the set inci-
dental to this procedure, Unnecessary
replacements are not infrequently made
by servicemen who assume that because
symptoms disappeared when a certain
component was changed, the original
component was defective.

Before we review the causes and
treatment of intermittents, we should,
perhaps, define the word. By intermit-
tent we mean any defect that causes a
normally operating set to suddenly stop
operating in its normal manner, and
start to distort, or hum, or play low, etc.

The first point that must be cleared
up in dealing with intermittent defects
is: Does the trouble lie within the re-
celver proper, or in the latter’s aerial
or ground system?

The aerial or ground system should
generally fall under suspicion only
when the customer complains of sud-
den fluctuations in volume., Normal re-
ception will usually be noisy and full
of static when aerial or ground wiring
is the source of the intermittent. The
noises will increase, and a loss in vol-

Fig. 1—Connecting auto-transformer to set.

ume may occur, when the defective
wire is moved about. These accompany -~
ing characteristics should serve as clues
to the source of trouble. If the tempo-
rary connection of a new and better
ground, or the substitution of a long
length of wire for the antenna, elimi-
nates the static noises and fluctuations
in volume, the trouble has definitely
been localized. Visual inspection of the
antenna and ground wiring will often
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By Solomon Heller

locate the defect. Look for partial breaks
and poor connections in window lead-
ins, intermittent shorts in lightning ar-
restors, paint or rust on pipe sections to
which the ground wire connects, etc.
When trouble in the receiver proper
is indicated, problem No. 2 must gen-
erally be faced: How can an intermit-
tent condition be coerced out of its nor-
mal, and into its abnormal phase? A
variety of methods have been used to

Fig. 2—Checking for an intermittent condenser.
The unit is moved at right angles to its axis, as
indicated by the 2 arrows at top; it is also rotated
slightly about its axis, as indicated by the circular
‘arrows. Don’t use too much movement, or an
innocent component may be damaged.

smoke the trouble into the open. They
consist, in brief, of the application of
excessive heat, excessive voltage, or
mechanical force, to the various com-
ponents of the receiver under test,

Advocates of the heat treatment cover
the set with a wooden box or the equiv-
alent, and allow it to stew, or else let
the rays of an electric heater play on
the components, The theory behind this
is, that the guilty unit will collapse
under the excessive heat. It is rumored
that innocent components will some-
times lie down beside the corpse of the
guilty one when this method is em-
ployed. Users of the method claim,
however, that only the unfit units, or
those that would have broken down at
some future time anyway, give up the
ghost; and that this is al] to the good.
Be that as it may, it is certainly not g
method to be used on an old set, since
a good many parts already on their last
legs might be pushed into eternity; re-
placement of said parts edging the serv-
iceman’s profit toward the question
mark.

When excessive voltage is to be used
to make the intermittent component cry
Uncle, some form of auto~transformer
is employed (see Fig. 1). A line volt-
age of say 110 v. is boosted as high as
130 v. by this means, Intermittent com-
ponents in plate or screen circuits may
break down in consequence, due to the

higher voltages created in these circuits
by the line voltage increase.

A disadvantage of this method, it has
been pointed out, is that the increased
d-c voltages in the plate and screen
circuits may damage non-intermittent

components. This objection (like the

objection to the heat treatment) has
been countered by the claim that any
components broken down were poten-
tially defective anyway. It should l:_-e
noted that the method just outlined is
useless when the intermittent compo-
nent lies in a control grid or similar
circuit, where d-c voltages are very
low or absent.

An allied method is turning the set
off and on rapidly. This procedure is
sometimes quite effective in bringing
the intermittent out of its hiding place.
Sometimes the method is more effective
if the set is turned off and on after it
has heated up for a while; in other
cases, it will succeed only when the
set has been off for some time.

The “mechanical force” technique of
bringing on intermittents consists ] of
tapping, pulling, or otherwise moving
suspect parts in such a way that the
defect is made to occur. Condensers are
wiggled back and forth at right angles
to their axis, or else rotated slightly in
a small circular arc about their axis
(see Fig. 2). Coil leads are gently
tugged. Tubes and volume controls are
tapped, ete.

Localizing Trouble

Now that the chief general proce-
dures for forcing the intermittent into
the open have been outlined, let’s get
down to some specific trouble~shooting
pointers. The serviceman will be con-
siderably aided in locating the inter-
mittent if he can narrow down the area
of search. The following hints may
prove of some value in making such a
localization. (It is assumed that the
intermittent defect has occurred, or
been made to occur, and the resultant
reception noted):

If all the stations are received, but

reception is impaired, the chances are
that the trouble is not in an r-f ampli-
fier, converter, mixer or oscillator stage.

If the audio signal has become dis-
torted, and no other symptoms are pres-
ent, the trouble probably lies in an
audio amplifier or power amplifier stage.

When no reception is present, but the
set sounds “alive’—ie, background
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noises are heard, and the set sounds
as if it were tuned to a dead spot be-
tween stations—a defect in the oscillator
stage is ‘almost certainly present. The
same holds true if only one station, of
a frequency near 550 ke, is received.
(550 ke, or the low end of the broadcast
band, is close to the intermediate fre=
quency commonly employed in broad-
cast sets (456 or 465 kc.) A signal at
or near this frequency will therefore
ride through the i-f amplifiers very
often, and be detected and heard, even
when the oscillator is inoperative.

Intermittent Tube Sockets

The following pointers on checking
components may prove helpful, whether
or not the serviceman has been success-
ful in localizing the intermittent to a
particular section of the receiver:

To check for intermittent tubes, tap

each tube gently from various angles;

If the intermittent can be made fo oc-
cur when only one tube is tapped, but
not when the: others are struck, the
defective tube has' been located. (It
should be noted that sometimes the
socket, or a component associated with
the tube, is to blame, rather than the

EXERT
PRESSURE
DOWNWARD

BAKELITE
A~" CONDENSER

Fig. 3—Checking o bakelite condenser for an in-
termittent. Farce a screwdriver vertically against
the condenser as indicated, pressing down fairly
hard. Also tap condenser.

tube itself.)

Socket contacts are very apt'to be-
come loose and cause intermittents.
Wiggle tubes back and forth in their
sockets, trying to produce the intermit-
tent at will, to check for this condition.
Another way to check for a defective
socket contact is to measure voltages

at the tube prongs, rather than at the

socket contacts, when the defect in re-
ception appears. If a socket contact is
defective, voltage will be present at the
contact, but not at the tube prong which
it embraces.
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Troubles in Radio Receivers

N F. AMPLIFIER
12SK7

CONVERTER
A l2sa7

DETECTOR Ca’

125Q7 _“_ 35L6 _L %

4]

M
¥

RECTIFIER
\ 3525
1

Fig= —Common hiding places of intermittents. Components apt to be the source of intermittent noise:

GV ey, (o, 6y 19, idy (66 [y

G, P, power amplifier tube, detector tube. Intermittent low volume: Cs,

Cs, C7, detector tube. Intermittent inoperation: Ls, converter tube, i-f amplifier tube. Intermittent
distortion: Cas, power amplifier tube. Intermittent hum: power amplifier tube, L2, Cs, R1.

When checking for intermittents in a
set using bakelite condensers—the
Philco 620, for example—test the con-
densers by holding a screwdriver in a
vertical position against each of them
and. pressing down hard (see Fig. 3).
The pressure is apt to produce the in-
termittent, if it is present in the con-
denser.

Band switches may be checked for
possible intermittents by rotating them,
and listening for noise during the ro-
tation. Noisy switch contacts are very
apt to cause intermittents. Ditto for
push-button contacts. Clean all noise-
producing switch or push-button con-
tacts with carbon tet before continuing
the troubleshooting.

A noisy volume control is apt to pro-
duce fading and intermittent operations
Clean or replace the control, before

_ going on with receiver checks.

Another pointer—check prongs of all
tubes for possible wax or other deposits
that may be preventing good contact
with the socket.

Check Filaments FKirst

A final caution: Don’t forget to check
filament voltages, even when the fila-
ment circuits do not seem to be affected.
A usually competent serviceman I know
never thought of checking for filament
voltage when an intermittent had been
localized to the oscillator stage. Since
the 35Z5 and 5016 lit up adequately, he
assumed that the other (metal) tubes
were doing so too. The trouble was,
however, an intermittently shorting
12SA7 heater. He ultimately located it,
but not before wasting several valuable

hours in making unnecessary replace=
ments.

Common nesting places of intermit-
tent defects are indicated in Fig. 4.
Good hunting on that next intermit-
tent!

Unit-ized TV Chassis

New TV sets manufactured by Setch-
ell-Carlson, Inc., of New Brighton,
Minnesota, feature an entire chassis or-
ganized into 8 plug-in units. The unit-
ized construction was developed to per-
mit individual testing, repair and/or
replacement of each section. While
one unit is being repaired, for instance,

another can be substituted. The 8 units
are: Front end, IF strip with detector,
audio amplifier, video amplifier with
AGC and sync separator, vertical sweep
amplifier, horizontal sweep and high
voltage, low voltage power supply, and
AM radio tuner. The unitized construc-
tion also facilitates the incorporations
of future new developments without
changing the entire set.
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Getting the M OST

Factors o Be Considered in Obtaining High S /N, Low Losses,

® There is a certain area around TV
transmitters where 3 simple dipole an-
tenna on a 6-foot mast will bring in
strong, contrasty pictures, free of
“snow,” ignition noise and all forms
of interference. This area (which we
won’t attempt to define in miles) is
known as the “normal range” of TV.
When you reach that distance where
this so-called “normal installation” will
no longer produce satisfactory results,
you are entering the land of guy wires
and stacks, known as the “fringe area.”
As far as we know, there are no outer
limits to “the fringe.”

Many installers have found fringe
area reception within sight of a TV
transmitter, which is one reason we

won’t attempt to define the limits of -

normal range. The principal difference
between normal range and fringe area
is not their location, but in the type
of signals which are received, and in
the techniques which must be used to
get results for which customers are
willing to pay.

Sets are operating satisfactorily in
normal range areas with rusted and
bent antennas (with possibly *a dipole
or a reflector missing); with twin-lead
cracked and brittle, spliced, and flap-
ping in the breeze due to insufficient
number of standoffs, or standoffs pulled
out by the wind; with antenna improp-

erly matched to the transmission line -

and/or the set; and with the set operat-

0

ing at low efficiency due to worn out
tubes or poor alignment.

As most fringe area installers have
already discovered, conditions such as
those cannot be tolerated where the
signal is weak, Everything counts, and
any minute detail which is properly
attended to may improve the results.

Practically 100% of the components
and techniques which are important in
getting a good fringe area picture
come ahead of the converter tube in
the set: the antenna, the lead-in, and
the RF stage are the principal ele-
ments which are important to getting
a high signal to noise ratio, which is
essentially the only factor to be con-
sidered in this connection, "

In some areas, where the signal is
so weak most of the time that all you
can see is frame lineg floating by, many
TV technicians have realigned sets for
a peak-type response curve instead of
a flat-top, broad-band response. Al-
though picture degradation may be the
result (when compared with a normal
range, full frequency response pic-
ture), the customer may see a satis-

" factory picture where none was obtain-

able before. The subject of alignment
will be covered more fully in g sep~
arate article in a forthcoming - issue,
however. In this article we shall con-
fine ourselves to the elements up to
the grid of the RF stage.

The first factor to be considered js
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financial: a fringe area installation will
naturally be more expensive than a
normal one, and there is a limit to
what the customer will spend. If money
were no object, the problem would be
somewhat simplified. But since this is
rarely the case, the dealer will have to
weigh every factor.

Conservative practice, with an eye to=
ward safety as well as durability, would
recommend the use of guy wires with
masts over 12 feet high (above the
point of support). The use ‘of a self-
supporting tower 25-feet high might be
cheaper than a guyed mast of the same
height considering the additional labor
involved. On the other hand, the use
of a 4-stacker on a 25-foot tower might
produce as good results as putting a
2-stacker on a 50-foot guyed tower
(and might be cheaper). These are
some of the factors that the dealer
must weigh in considering the tech-
niques which are discussed in the fol-
lowing paragraphs.

Refraction of UHF Waves

Although fringe area TV dealers have
by now disposed of the earlier theory
that TV transmission is line of sight
and is limited to the horizon seen by
the transmitting antenna, nevertheless
they also know that height is impor-
tant. The closer they can bring the an-
tenna up to a line of sight, the better
the results are apt to be. There are
some exceptions to this rule, but first

of all, let us consider an example:

Town “X” is 95 miles from Station
“A,” which has a transmitting antenna
500 feet high. Assuming no obstruc-
tions along the way (such as moun-
tains), the transmitter would have a
line-of-sight to the horizon of 291
miles, and the receiver in town “X,”
being 651 miles beyond that, would
need a tower over 3000 feet high to get
on a line of sight with the transmitter.
Naturally, such a tower is not necessary
to get reception; but in theory, recep-
tion will improve as the antenna is
raised up to that height. Higher than
line-of-sight in any particular location
is not apt to improve the situation any,
however, which is one of the excep-
tions to which we referred earlier.

The reason why it is possible to get
reception at 95 miles without a 3000
foot antenna is due largely to the re-
fraction of the VHF waves, This might
be likened to the way light is re-
fracted (bent) in a medium denser than
air, which phenomenon accounts for a
stick of wood appearing bent in a glass
of water, waves are bent down
around the curvature of the earth by
the atmosphere, And one reason why
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Out of FRINGE TV

and Maximum Energy Transfer in Weak Signal Areas

reception conditions vary in an ex-
treme fringe area is because this bend-
ing varies with the temperature and
humidity of the atmosphere. Fairly ac-
ceptable reception is often possible (at
least at night) 95 miles from the trans-
mitter with receiving antenna heights
of about 50 feet instead of 3000, for-

may be important.

tunately, due to this refraction.

The second exception to_the. rule, the
“more height, more signal” is that the
exact height may be critical. That is,
37 feet may give better results than
40, to cite an hypothetical example.
This is said to be due to the fact that
the height .of the antenna bears some
relation to the wave-length being re-
ceived; and that a certain portion of
the signal is reflected from the ground
up to the antenna; and that, therefore,
these reflected signals will tend to
either reinforce or cancel the signal at
the antenna. This cannot be stated as
a rule, however, that reinforcement will
occur at a certain number of quarter or
half wavelengths, due to the varying
contour and conductivity of the earth,

the angle at which the signal arnives

from the transmitter, and the frequency
of the channel being received.
Furthermore, this tendency is limited
by two other factors. First, above a
certain height (varying again accord-
ing to the contour and conductivity of
the earth) we are said to be in “free
space,” where reflection from the
ground is negligible. This is generally
(but approximately) taken to be above
120 feet on channel 2, and 32 feet on
channel 13. The second limiting factor
is the antenna: antennas which are
stacked vertically, and conical type an-
tennas are said to cancel vertical pick-
up. This is useful not only in prevent-
ing cancellation due to ground reflec-
tion, but also in limiting pickup of sig-
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nals which come from the ground; such
as ignition interference.
Notwithstanding #hese two Ilimita-
tions, however, it is wise, where pos-
sible, to check signal strength while
the antenna is being (experimentally)
elevated, rather than to go ahead slap-
dash and put it up as high as possible.
After height, the next consideration
is the form of the antenna itself. To in-
crease signal pickup, the antenna may
either be stacked vertically, or extend-
ed horizontally by means of parasitic

elements. An antenna with two (verti=

cal) bays and reflectors is a combina~
tion of both techniques. Stacked Yagis
would, of course, be the extreme of
combining both forms.

We can only generalize about the
results of the various types, since ac-
tual results vary (sometimes irration-
ally) according to the exact construc-

 Perfectly horizontal may not

be as good as
Due to ground reflections.

I3

tion of the antenna, the height, the
channel being received, the terrain, etc.
(By construction of the antenna we
refer to the exact element. length, di-
ameter and spacing, according to man-
ufacturer.) Generalizing, however; we
may say that a dipole with a reflector
will produce about as much gain over
a simple dipole as will two dipoles
stacked (but without reflectors). A

Yagi with one director will (again, in

theory) produce less gain than two
dipoles stacked with reflectors, but a
Yagi with two directors should pro-
duce more gain (slightly) than such a
combination. -

These considerations, however, are
influenced; not only by the construc-
tion of the antenna, but by the physi-
cal weight and impedance factors, as
well as the sharpness of directivity and
the narrowness of bandwidth. The ef=

fect of adding elements to form a Yagi,
as well as the effect of using different
diameters for the elements, on imped-
ance, gain,; directivity and bandwith
were discussed in a previous article
(“Impedance Consideration in TV An-
tenna Design,” February, 1950 issue
Rapro & TELEVISIoN RETAILING) and so
will not be repeated here. Suffice it to
say that, generally speaking, the imped-
ance of an antenna consisting of two
stacked dipoles with reflectors is higher
than that of a Yagi, while the fre-
quency response is broader. There-
fore, this type of antenna lends itself
better to reception of several channels,
whereas the Yagi is more apt to be
used, where there is orly one channel.
If several channels are to be received
in different directions, several Yagis
might be used (one for each channel)
providing the weight could easily be
supported.

Lead-in Techniques

Coming from the antenna to the set,
maximum results will, of course, be ob=
tained when the antenna, transmission
line, and receiver input terminals are
propedly matched impedance-wise.
Noise pickup on the way down may be
minimized by the use of shielded line
or by twisting the twin-lead: Maximum
transmission of energy and minimum
line reflections will be obtained ‘when
there are no splices in the line; Maxi-
mum transfer of energy will be ob-
tained when alli connections (such as

to receiver by CUT and TRY.

line to antenna, line to set, line to ar=
rester, etc.) are made in such a way
as to maintain the impedance at its
proper value. Spreading out the con-
ductors, of a transmission fline will
raise the impedance (spreading twin-
lead to l-inch between conductors willl
make the impedance between 400 and
500 ohms); where a perfect match is
desired, this practice should be avoid-
(Continued on page 77)

57




How 1o Make
Phono Conversions
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Modernization of 0ld Players and
Changers to Accommodate the New Speeds

® As pointed out in last month’s article “Cash in on Conversion to
Three Speeds,” there is tremendous service business potential in
bringing over 12 million home phonographs up to date.

Where a two or three speed changer is to be installed in an instru-
ment which now has a 78 RPM player or changer, a new motor board
will probably be necessary.

The accompanying templates have been distributed by the General
Electric Company in “Radio Service Bulletin RSM-3, No. 46,” and
refer to panel cut-outs for GE changers. Service technicians familiar
with these instruments, however, will find them to have an even wider
application, since the same (or very similar) changers appear in
many sets. >

The top drawer is for use with the GE P-10 changer. This is a
2-speed changer comparable to the Webster 256 (with two plug-in
GE variable reluctance heads). The center drawing is for use with
GE P-13 and P-15 changers. These are Milwaukee changers, the first
being a 2-speed job with two plug-in heads, the latter a 3-speed unit
with the GE “triple-play” head. The RCA 960282-1 two-speed changer
Is essentially the same unit with a different tone arm. The bottom
drawing is for GE P12 and P14 changers. These are VM type changers,
the first being two-speed and the latter three-speed. The RCA 960285-1
is essentially the same unit (2-speed) with a different tone arm. The
RCA changers both have turnover cartridges.

There are many other units using similar changers so that this data
can have wide application. For instance, the Zenith S14022, S14024,
514025 and S14027 changers (three speed) are virtually the same as
the GE P12 and P14 and the RCA 960285-1 with the exception of the
tone arm, which in the Zenith is a Zenith “Cobra” arm.

) The top illustration (for the P10) is supplemented by the following

changer mech_anism and phono motor. (3) Dimensions 1 and 2 added
together (11 inches) are the minimum vertical space in the cabinet

%6 inch deep. This depth gives 1 inch stock for support, with mount-
Ing board of %g inch thickness. With boards of less thickness, the
bore depth should be reduced to maintain ¥ inch supporting stock in
the bottom of the bore.

The center illustration (for P13 and P15 changers) is supplemented
by the following: Allow 5% inches clearance above the mounting
pan_e} for clearance o the hold-down arm when it is in the vertical

arm overhang .should be 1334 inches wide by 1234 inches deep.

Tl:xe bottqn_l illustration (for P12 and P14 changers) carries the fol-
lowing addﬁmnal information: Allow clearance of 6% inches above
the mounting panel for clearance of the hold-down arm. Allow 233

inches below the top surface of the panel mounting board for clear-
ance of the motor,
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| Operates
\ Equally Well On
All TV & FM
Channels

Features the
BERGER EFFECT
A New Application
-of Electronics g

INSTALLED IN
MINUTES

WORKS WITH Transm
ANY GOOD

ANTENNA

NO BOOSTER
AMPLIFIERS.
NO PLUG-IN TO
HOUSE-CURRENT

No Maintenance
No Tubes

YOUR
LEADING
JOBBER
HAS IT!

Produced by ~
Oldest & Largest
Manufacturers
of Antennas
& Accessories

SEE US AT THE RADIO PARTS SHOW
ROOMS 652A. 653A

A PRECISION

Pareny
4
'm‘o

This
Box Is
All You
Need
For 4

Sets

ission

Y% Actual
Size

®Electronically possible through the new BERGER EFFECT which allows

a balanced type of TV signal distribution and stops re-radiation.

A TOP-RATED MANU-
FACTURER URGES IN-
STALLATION OF MUL-
TEL FOR BETTER DEM-
ONSTRATION OF HIS
TELEVISION SETS.

A TYPICAL HOME-
OWNER NOW
WATCHES TV IN
PEACE. HIS CHil-
DREN SEE TV IN
ANOTHER ROOM.

A FRINGE-AREA /" A NEW JERSEY

DEALER IN- LANDLORD HAS
CREASED 4V SET BECOME A
SALES BY FEA- HERO TO His
TURING MUL-TEL. | TENANTS. NOW
GARDEN APART- A PROMINENT THEY CAN IN-

JOBBER CAN'Y
SUPPLY MUL-TEL
7O HIS DEALERS
FASY ENOUGH.

STALL TV. HE
INSTALLED

MENT DWELLERS
ZECAME HOT
PROSPECTS
OVERNIGHT.

i ] q
A i BRACH MFG. CORP. ~ RTR ¢
1 200 CENTRAL AVE., NEWARK 4, N. J. i
| ! Gentlemen: ]
N Kindly send me literature on the following: r
: [J Mul-Tel [J TV Antennas [] TV Accessories A
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; Address.............o. sy A i g :
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g [] Dealer [J Jobber !

( If Dealer, Give Jobber’s Name and Address 1
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Television Technician

Section of RADIO & TELEVISION RETAILING

Thompson-Ruby TV TOWER

The new all-aluminum home antenna
tower for TV features riveted tower sec-
tions shipped completely cartoned, ready
for the installer to easily join together.

The tower is said to be adaptable to
any type mounting due to its light weight
and swivel base: Thompson and Ruby,

Inc., Brownstown, Ind.

RCA TV TUNER

Model 208E3 is a new 12-channel TV
front end employing printed circuit coils,
rotary turret switching, and improved
performance. It is designed for use with

B

i

&
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‘stagger-tuning IF system at 25.75 MC, as
in the 630TS type receiver: The tuner is

said to provide o voltage gain of between

28.7 and 349 DB for all channels. Tube
Dept., RCA, Harrison, N. J.

RMS TV PRODUCTS

" Four new products have been ans
nounced: “Super Nail” SN-3 can be ham-
mered into masonry to support lead-in
Or guy wires; mast clamp SNI25 is a
self-gripping mast standoff which will
support either twindead or coax; ''Span-
a-Clamp” SC is designed to stop breakage,
noise and vibration on conical antennas,
and snaps into dipoles by means of spring
clips. The new booster SP-5 with one-knob
tuning is said to feature peak tuning and
close impedance match with wide band-
width and greater S/N, Complete details
on these products may be had by writing
Radio Merchandise Sales Co., Inc., 1165
Southern Blvd,, New York 59, N. Y.
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Koenig TV ROTATOR

The "Tele-Beamer’” TV antenna rotator
features a direction indicator on the remote
control  unit which shows the antenna
bearing at all times. Masts from %” to 2”
dia. can be accomodated. Construction is

said to be completely rustproof and
weatherproof. Electrical stops turn off the
motor when Tele-Beamer reaches one full
turn. Also available without direction in-
dicator. Koenig Engineering Co., 735
Southwest Blvd., Kansas City 3, Kansas.

Krylon PLASTIC SPRAY

Krylon is & new aerosol “bomb" which
makes a transparent acrylic plastic avail-
able in the form of o spray, depositing
a clear, protective coating on the object
sprayed. Among the many protective uses
for this product are; TV antennas may be
sprayed to protect them from rust and
corrosion; TV shigh voltage wiring and

components may. be coated to prevent
corona and breakdown; Auto ignition
wires, battery cables and terminals may
be protected against moisture and corro-
sion, etc. In addition, the spray will pre-
serve glossy finishes on chrome, brass,
silver, etc. The Krylon plcrstic'sprcry is
manufactured by Foster and Kester Co.,
Inc., 2601 North Broad Street, Philadelphia
32, Penna.

Circle “X" TV ANTENNA

The construction of the Circle "x”
antenna has been changed to provide for
“Quick-Rig” assembly. The “Tee” con-
nectors have been eliminated and the
circular sections are now manufactured
in such a manner as to permit the ends
of these sections to telescope together.
The change in construction is also said
to have increased the gain of the antennga.
Circle X" Antenna Corp., 500 Market
St., Perth Amboy, N, I.

Bogen TV BOOSTER

New allchannel TV preamp utilizes
two 6]6's and selenium rectifier, and
featires a single tuning control plus auto-
matic power switch: the booster turns on
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automatically when TV set is turned on,
and off when TV set is off. Model BB.1
has metal cabinet, BB-2 has mahogany-
finished wood cabinet. David Bogen Co.
Inc., 663 Broadway, New York 12, N. Y.

Parris-Dunn TOWERS

Both self-suppotting and guyed towers
are available in heights up to 85 feet.
The quyed TV towers are complete with
mast adapters, angles, guy wires and all
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hardware. The self-supporting towers are
furnished with « ladder, and are also
complete with mast adaptors and all hard-
ware. The 25 ft, self-supporting tower shown

weighs about 400 1bs. Parris-Dunn, Clarinda,
Towa.

DuMont RECTANGULAR TUBE

The new type 16TP4 features the Du-
mont bent-gun design and gray filter face-
Plate. Picture 14-74" wide is provided in
more compact cabinet than 16" round
tubes. Overal] length is 184", Allen B.
Du Mont Laboratories, Inc., 750 Bloom-
field Ave., Clifton, N. J.

GE PICTURE TUBE

'Type 14CP4 is q new 14-inch rectangular
picture tube with useful screen area of
99 square inches (comparable to 19-inch
tubes) and o neutral density face-plate.
Electron gun is designed for use with an
1on trap. General Electric Co., Electronics
Park, Syracuse, N. Y.
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HYTRON fo

Thrifty, nifty fifty Ford. On the dash a fine new Ford radio
receiver. And again tuibes by Hytron. Hytron continues as a
major supplier of Ford auto radio tubes. Because Hytron
specializes in auto radio tubes. Engineered for leaders like
Ford, these Hytron tubes are leaders too. "Nuff said! Buying
auto radio tubes? Buy wise . . . like Ford. Buy Hytron!
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New Aids To Servicers

Clarostat CONTROLS

The high voltage coupler and spacer
assembly, 58-186, with nylon insulator
shaft RN-3", for use in TV and other high
voltage circuits, is now available in all
Clarostat  “Pick-a-Shaft'” type controls,
types AM and AT. The high voltage coups
ler shaft is rated at 10,000 volts breakdown
test. Clarostat Mtqg, Co., Inc., Dover, N. H.
—RADIO & TELEVISION RETAILING

Prepo HAND » TORCH

Prepo hand torch for sweating on cable
lugs, soldering, and many other electrical
jobs, is said to light instantly without
pouring, priming or pumping, and features
light weight (24 ounces). Two jets are pro-
vided, one for pin-point flame, the other

for broad flame. Burners clamp onto can
of “Prepo” fuel, which is a low-pressure,
self-pressurizing fuel. The torch and fuel
are distributed nationally by the Appleton
Electric Co. of Chicago. The manufacturer
is Pressure Products Corp., 140 North
Dearborn St., Chicago 2, II—RADIO &
TELEVISION RETAILING

Pyramid TRANSFORMERS

A new "Amprobe’ current transformer,
model A-5-1 is a pocketsize volt-ammeter
for electricians, maintenance men, eftc.
Seven ranges are provided: 6.5/13/26-

/65/130 amperes and 150/600 volts. The
split-core transformer will handle conduc-
tors up to 1-% inch diameter. Pyramid
Instrument Co., 49 Howard St, N. Y. 13,
N. Y._RADIO & TELEVISION RETAILING
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Televac VTYM

The new VTVM is a combined RF and
DC instrument with ranges extending
from 0-1 MV (full scale) to 1 KV for DC;
the RF' ranges extend from 0-10 MV (full
scale) to 1OKV. With accessory probe
these ranges extend to 30KV for DC and
RF. Response is said to be flat within
10% up to 300MC. Millevac Instruments,
111 Weaver St. Schenectady, N. Y. RADIO
& TELEVISION RETAILING

Electro POWER SUPPLY

Model “BJ" junior provides DC source
of filtered power, utilizing selenium rec-
tifiess, and is said to provide low cost
pber ampere output. The unit supplies !

to 12%2 amps, 6 volts, continuous duty,
with intermittent rating up to 25 amps.
Supplies 3 to 9 volts at other ratings,
Electro Products Laboratories, Inc., 4501
N. Ravenswood Ave., Chicago 40, IlIl—

RADIO & TELEVISION RETAILING

Ideal SOLDERING TOOL

A new “Standard” 1000-watt economy
model Thermo-Grip soldering tool has been
announced, operating on the resistance
heating principal. Touching the work with
the tool completes the secondary power
circuit, and heating commences instantly.
“Plier,” "Fork,” and “Pencil”  attach-
ments are available. Ideal Industries, Inc.,
Sycamore, Iil. — RADIO. & TELEVISION
RETAILING

Approved SIGNAL GENERATOR

~ Model A-200' RF signal generator covers
100KC to 75MC in eight bands: 100-250KC,
190-500KC, 420-1000KC, 3-SMC, 9-25MC, 18-
S0MC' and 27-75MC. Tubes used are 6SN7

oscillator, 6SH7 AF oscillator and moduy.
lator, 6SH7 cathode follower output stage,
and 7Y4 rectifier. Approved Electronic In-
strument Corp., 142 Liberty St., N. Vés (8,
N. Y—RADIO & TELEVISION RETAILING

Industrial

ANTENNA HARDW ARE

A new line of antenna hardware has
been announced, including mast clamp
stand-off (No. 123) and mast chimney

121 ol Steal
Shasping Eecholpically
Plord

i A

CHIMNEY MOUNT NO..110

MAST STANO-OFF n0.123

mount (No. 110), featuring steel strap
banding around the chimney. For com-
plete details of the line, write Industrial
Precision Products Co., 325 N. Hoyne Ave.,
Chicago 12, IIl—RADIO & TELEVISION

RETAILING

Miller TOOL RACK

The Miller Magnetrick Rack consists of
a 10-inch 2-pound PM that is detachably
mounted on 12x12” plywood for wall or
counter use. Magnetricks holds knives,
chisels, screwdrivers and other tools, as
well as small parts like screws, washers
and springs, on its magnetized bar. L, B.
Miller Co., Stamford, Conn.—RADIO &
TELEVISION RETAILNG

Remco PHONE SET

Remco “"Walkie-Talkie’ 2-way com-
Mmunication  set using sound-powered
phones is recommended for TV and radio

R

Irepair men, electricians, industrial, home
and office use. The plastic phones require
no batteries or external source of power.
Remco Industries, 314 Market St., Newark,
N. J—RADIO & TELEVISION RETAILING

Waterman 0SC ILLOSCOPE

The new S-14.B is o wide band ‘‘Pocket-
scope” said to have amplifier fidelity
constant within 2 DB from DC to above
700KC. Time base is continuously vart
able from CPS to 50KC, amplifier
sensitivity is 50 MV RMS/inch, Input at-
tenuators and gain controls are said to
be non frequency—discriminating. Water-
man Products Co., Inc., 2445 Emerald St.,
Philadelphia 25, Penna—RADIO & TELE-
VISION RETAILING
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ONTARIO RESEARCH CORP.
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TO SCORE BIG BATTERY SALES!

You're smart to stick to “Eveready” radio batteries—the most
widely-advertised batteries in the world . . . the batteries
known and preferred by your customers! They’'ve learned
that “Eveready” batteries give long, satisfactory playing life
in any portable. You know that selling just one brand —
“Eveready” — streamlines inventory, cuts overhead and builds
big battery business with easy profits!

57 YOUTS

“"EVEREADY"

The terms ““Eveready”’, ‘‘Nine Lives*’, BRAND HEABY
and the Cat Symbol are trade-marks of iy E
NATIONAL CARBON DIVISION THE BATTERY WITH | s

UNION CARBIDE AND CARBON CORPORATION
30 East 42nd Street, New York 17, N. Y.
District Sales Offices:

Atlanta, Chicago, Dallas, Kansas City,
New York, Pittsburgh, San Francisco

"NINE LIVES"”

MANUFACTURERS FOR BEST BATTERY PERFORMANCE!"

“BATTERY-ENGINEERED BY BATTERY

64
RADiO & TELEVISION RETAILING o June, 1950
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' ANOTHER TACO
REQUIREMENT-DESIGNED

""" ALL-CHANNEL

MG T

® For 16 years Taco has been providing the , P
3 serviceman with the antenna best suited to T Al =
| his particular needs. For each TV area with ——
its own specific conditions as to channels
! operating, directivity and signal strength,
i Taco has provided the best design.

e

For areas where additional gain is desired
on channels 11, 12, and 13, ,the new Taco
Tri-X is now offered. Designed as an alter-
nate for the Lazy X. this new Taco antenna
incorporates all the latest developments of
the unparalleled Taco Engineering and Re-
search facilities.

!
it
1
i
!
i
i LOW GHANNELS HIGH CHANNELS
i 234 [5T6] 7Tl [on2]ni

1 v A ' ¥
i The new apex design used in the Taco Tri-X 4
i eliminates the inherent weak point of X type 42

antennas:. Heavy aluminum fans, ribbed for ‘ i [&
it extra strength, are bell-mouthed on ends of ‘ojp‘ My, . \ A
it grooves thus leaving no sharp edges in con- =

tact with element rods. Special Taco noise- 7 5 i !

snubber eliminates bothersome wind-whistle G“NI'IN ‘DBMOEFASTL:'Z;D.,;?.LI,AYGPJE ANfENhS

-effect. Jiffy-Rig construction provides the fast- g [ l
4 . I
3~ est most practical assembly. 50 & 7 8 9 470 “‘ﬁif"'ﬁo—“igi 20210

i ; . FREQUENCY IN MEGACYCLES
t SEE YOUR JOBBER FOR PRICE AND DETAIL

Graphic illustration showing gain of Tri-X compared to Lazy X.
Through low-band difference is negligible. In high-band opera-
tion the Tri-X shows considerable gain over the Lazy X on chan-
nels 11, 12, and 13.

. “RADIO AND ELECTRONIC EQUIPMENT

TECHNICAL APPLIANCE CORP.

SHERBURNE, N. Y. « IN CANADA: STROMBERG-CARLSON CO. LTD.

TORONTO 4, ONTARIO
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Shefden TUBE GIVES THE FINEST POSSIBLE T-V PICTURES.

Write for the NEW “General Characteri

stics and Dimensions” chart.
Just off the press!

SOFTGLOW
Pictuna Tude

SHELDON ELECTRIC CO.

_ Division of Allied Electric Products Inc,

68-98 Coit Street, Irvington 11, N, J. \
Branch Offices & Warehouses: CHICAGO 7, ILL., 426 5. Clinton St. LOS ANGELES 26, CAL., 1755 Glondale Blvd.

SHELDON TELEVISION PICTURE TUBES « CATHODE RAY TUBES + FLUORESCENT STARTERS AND LAMPHOLDERS e SHELDON REFLECTOR & INFRA-RED LAMPS &
PHOTOFLOOD & PHOTOSPOT LAMPS « SPRING-ACTION PLUGS + TAPMASTER EXTENSION CORD SETS & CUBE TAPS s RECTIFIER BULBS

£ RADIO & TELEVISION" RETAILING ‘st June, 1950
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VISION GOOD-
ORDINARY TELE
A?Q‘I\‘JKI:S GOOD TELEVISION BETTER

/ MOST POWERFUL . . . of all TV rotators! It's
' heavy duty motor turns a 150-lb. load with ease!

MOST STURDY ...Rugged, thick wall aluminum
alloy castings, steel gears PLUS a full 12 ball bear-
ing movement!

QUICK, TROUBLE-FREE INSTALLATIONS . ..
TELE-ROTOR goes up quickly. Stays up trouble-
free without call backs! - - (]

/ DEPENDABLE PERFORMANCE . .. when you de ‘L™ oS 2
install a TELE-ROTOR, you know it will perform , followint ’ - i A8
under any and all conditions! \vailabi€ ontro e 5

NSONWERALD . | IG5\
= WATCH RADIART  Z= | P e

= AL‘/"; - - : | L
o TWO SENSATIONAL= oooio N | gl
an— | 4

\ versatility for extraordinary in-

PR wew TV AN S
/4/// / / /’ \\ \\\\\\\\\ S for most guyed insalltions

%
You Can’t Beat a RADIART ANTENNA
on a TELE-ROTOR....It's TOPS!

\

e BADIAR T coneonssion i

CLEVELAND 2, OHIO

"o VIBRATORS e AUTO AERIALS N
ORS " d . : 0 : e e
e ROTATORS « TVANTENNAS . o POWER-SURPLIES

iRADIO & TELEYISION RETAILING ¢ June, 1950 67
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No Other C.arj‘fl{idgeMand tone

arm combination gives you 3-
speed reproduction of such qual-
ity at so low a price. To select
your stylus, just turn the knob.

GENERAL ELECTRIC TONE ARM

PLAYS 3 SPEEDS WITH ONE CARTRIDGE!

SUPERB QUALITY AT LOW COST!

A simple twist of the red button—withons
changing the position of the cartridge in the
tone arm—and you can play 33%, 45 and 78
rpm records at a constant pressure of 6 to 8
grams!

Nothing to take apart—nothing to add. . .
the famous General Electric Triple Play
Cartridge is actually built into the tone arm

for quick, simple operation. To switch from

a standard to narrow groove stylus just de-
press and turn the red knob on top of the
arm. This positions the stylus without mov-
ing the cartridge. To change from narrow
groove back to standard—turn the knob
again ... that’s all there is to it.

Complete tone arm assembly —including
Triple Play Cartridge with diamond or sap-
phire styli—is now available to distributors

and dealers @ @ price so low it will rock the
trade!

Write or wire today for full particulars
and ask for descriptive bulletin R78-028:
General Electric Company, Section 2660,
Syracuse, New York.

MAKE It EASY
FOR Youg CUSTOMERS

Demonstration of
arm offers dram

,-&_
e
T e

this New tone
UC proof that jy's

iy
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AND NOW!

00000

" THAT'S PROOF THAT
.. RADION HELPS ITS

RADION builds cures
for YOUR HEADACHES!
[

DEALERS MAKE MONEY!

Not because of big-heartedness but just because
Radion knows the anglles—knows that the best way
to build its own business is to build up yours, the
dealler’s. And the best way for Radioh to build your
business is to help build up your set sales for you—
to move that merchandise, sets and all, THROUGH
your hands. That’s the angle that has made Radion
tops in indoor TV antennae sales—is now leading
Radion to expanding the “package installation”
idea, sustaining its strong traffic items by its “two-

£ 1\ i

THESE HELP SELL T-V SETS FAST

: THE METROPOLITAN.. . THE SUBURBAN... )

fRadion’s famed TA-49 . . . fhe  Radion’s new TA-51 . .. a pack- Jumps-ahead” deslgn and superlat;ve qualltyi All
LP:lnfenncx that helped make TV his-  aged cqnical . . . the only one £ whi

ftory . .. recognized' tops for all  with.complete channel coverage of which means 720re money fOT YOU. Send for
findoor installations . . - more than  and fuII'worientaﬁoT\. Completely complete facts—NOW!

xu million in use. Puckuged com- weatherized . . . fully assembled

plete List, $6.95. . ready to use. List, $9.95.

| g
t

THE RADION CORPORAKION
1137 Milwaukee Ave., Chicago 22, lllinois

o
{THESE MAKE INSTALLATIONS QUICKER b S e 5
‘!‘AND MORE PROF’TAB&E! 1137 Milwaukee Ave., Chicago 22, lllinois
! THE TOWN AND COUNTRY LINKED LEAD-IN For Money Muk‘|‘ng Data on Radion Products, Check Here:
| Sensational TA-53 . . . the pack- The new TL.I0 . . . ten foot () TL10 Leq‘d"'" Package (¥ Suburban No. TA-51

\ aged outdoor antenna that so lead-in stripped, split . . . ter- () Metropolitan No. TA:49
:' often clinches set sales in fringe- minals already oni. .. packaged () Town & Country No. TA-53 Outdoor Mount
! areas . . . gets good reception on  complete with combination Niame |
[II all chdnnels .. . minimizes local standoff and insulator. For 200 IERESREER || Tamer L r b S e e e e e LI S
¥ interference. Another Radion feet, snap 2 lengths together. A Company.....c.cceeuvennn o 1 oot o B oot et ot oot
} “traffic triumph’’ backed/'by hard=  natural for counter sales . .. & bt
| hitiing advertising fo boost YOUR time- and money-saver for serv- R G Pt Ay T e Ot Torior T o e AT, | ETT) ol
I}, sales. Packaged complete. ice departments! List, 69¢. (G SR Y Zone............ Stafetaes s ErmN T
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“This book
might easily be
worth $100.00

FREE NOW!...

with your order for 100 Sylvania

Receiving Tubes or 3
Sylvania Picture Tubes

Could be this book’ll be worth its weight in dollar bills. For it explains
in clear, plain language and illustrations how to identify TV set trou-
ble . . . and what to do about it.

Contains more than 100 pages . . . filled with diagrams and photos

to help you more quickly locate trouble . . . solve problems . . . im-
prove your TV set repair business.

FREE only until August 31st

Remember, you can’t buy this book. It’s yours free from your regu-
lar Sylvania distributor during June, July, and August, with the pur-
chase of 100 Sylvania Receiving Tubes or 3 Sylvania Picture Tubes.

So call your distributor today . . . while his supply lasts. Ask him for
the book that will improve your television service, and the tubes to

improve your profits . . . SYLVANIA.

SYLVANI;
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“The most-
complete TV
servicing book
ever printed”
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HERE'S WHY YOU NEED THIS BOOK

® Shows more than 80 actual photos of screen
test patterns. Shows how to identify trouble by
pattern behavior.

® Gives simple, concise instructions for making
repairs, proper adjustments.

‘¢ Contains complete circuit diagrams of typical
television receiver.

® Explains latest television developments.

® Tells about television test equipment and what
each instrument will do,

® Provides a practical dictionary of television
set trouble.

FELECTRIC

RADID .TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS: ELECTRONIC TEST EQUIPMENT; FLUORESCENT LAMPS, FIXTURES, I
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GN' TUBING, WIRING DEVICES; LIGHT BULBS; PHOTOLAMPS; TELEVISION! SETS:
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@® Transformer ratio of stepped-up driven element pro-

vides perfect match to 300 ohm line.

@® lowest standing wave ratio insures maximum transfer

of signals

@ High front to back ratio prevents co-channel inter-

ference.

@ Sharp horizontal pattern helps reject unwanted iinter-

ference of all types.

® Extra high forward gain makes this the ideal antenna

for single channel fringe reception.

@® Not designed to replace the famous heq\)yaduty RLY

and EC series.

Only the highest quality duraluminum
Yield Strength ... 36,000 Ibs.

JA

V.S, W.R. = 1.34
Z = 335 ohms

Q)
S GO R i

=
i
or double stack as sho {;*

ffnciuding phasing irods
,

JB

V.S W.R = 126
Z = 315 ohms

) ‘ 7
\{\i'wf/‘v‘f.
LOW CHANNEL DA o X
$13.20 iis SOK
HIGH CHANNEL -

6.95 iist

S

R R

e

JC
V.S W.R,. = 128
Z = 317 ohms

/ﬂ
/‘\
A7 /O LOW CHANNEL

Wi % $14.60 i

HIGH CHANNEL
s 7.95 i

Gain iin decibels

EASY INSTALLATION

ATTIC ' : =
; INSTALLATION =
f L g %

L RER A /| LZ@'—E

All the parts are in one package ready for assembly. The new clamp type
construction makes it easy to swing each element in place andl secure it firmly
with the wing nut. No bag of hardware to fuss with — no bolts or screws

to lose.

THESE ANTENNAS STAY UP

alloys are used.
per sq. inch
Ultimate Strength ... 41,000 lbs. per sq. inch
Shearing Strength ...... 24,000 Ibs. per sq. inch

Endurance Limit ........... 20,500 lbs. per sq. inch
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Because of the high gain of this antenna, many people have found that
they can obtain excelient results with a single bay attic installation.

LAPOINTE-PLASCOMOLD CORP., 5
UNIONVILLE, CONNECTICUT

Send me information on the entire line of VEE-D-X antennas
and accessories.

NAME
COMPANY
STREET ,
cITY ZONE STATE

B o 20 0 0 0 o 0 S D B B
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APPROVED by

Will take any |
Antenna or g
Stacked Array

[ 3
The Easiest
Rotator
to Install

Pat. Pending

U.S.D. Control with Ac-
curate Directional Indica-
tor. Positive Lock-Stop.
Hairline Tuning in Two
Directions. '

PLACE YOUR ORDER WITH YOUR DISTRIBUTOR
Model 501 Rotator and Control Box (with End

of Rotation Light)

rectional Indicator)
Prices slightly higher in the West

UNDERWRITERS’ LABORATORIES, INC,

ENGINEERING « CONSTRUCTION

MATERIALS ¢ PERFORMANCE

$39.95

Model 502 Rotator and Control Box (with Di-

$49.95

DURABILITY!

No oflher rotator has more than 3 of the following
« «» USD. HAS ALL 19! Heavy Duty Tandem
Reversible Motor ® In-line Thrust ® In-line Reamed
Bearings ® Cast-In Self Lubricating Bearings @
{nsulated Strain Relief for Lead-ln ® Magnetic
Brake to Prevent Coasting ® Ball in-line Thrust
Bearing ® Self Locking Worm ® 4 Wire System @
Thrust Plate ® Adjustable Worm Thrust ® Ball
Worm: Thrust @ Single Screw Terminal Cover ©
Stream Line Design ® Machined Brass Worm Gear
® Hobbed Brass Gears ® Steel 'Main Shaft ® Up

to 172 Inch Mast Top and Bottom ® Rubber.

Moisture Sealed Housing.

Manufactured and
Unconditionally Guaranteed by

Antenna Rotator Division

Hillside Ave., Oak Tree * So. Plainfield, N. J.

e R T e I e R P N P L e |
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The Greatest TV Servicing Manual Ever Published!

_ ; i
more data than ever before!...at the same low price!

RIDER TV MANUAL - 4

Complete Coverage From October, 1943 ,NDE:‘:%
through February, 1950 =

i : ED TV
w thentic, Accurate, FACTORY - AUTHORIZ
S'::r\‘/\ilc’in;nlrllfoimuﬁon Direct From 73 Manufacturers

@® New, Larger Page Size, 12" x 15”, Equivalent of
2296 Pages {8)2 x 11)

@ All Pages Filed in Proper Place, For Quick, Easy,
Efficient Reference.

® 494 Models. 235 Chassis. The Greatest Collection
Ever Assembled In One Handy Volume

{ ics, Voltages,
Test Patterns, Wave Forms, Schematics,
:diustment Of Traps, Alignment Tables, Etc.

@ Giant Pages Have Only One Fold For Extra Con-

venience And Greater Durability ‘ or page zenufm:furers. 441 mode 0’.'
i . . 1 pr , 127 “ els, .
@ Nobody Else But RIDER Brings You All This Infor ‘ E"“?‘z::tp?:‘;b X 15" A Pages ﬁf:: ‘ht:,s,s:.s
mation At Such An Amazingly Low Price N ::o";_’?“ 1.'§‘ﬁ§23,"",',:§ ;:L/z' X g g Sl
» g } 3sold [ ol M 3 whs Amous Ripgg «piMulative jn4
t Yours Right Now Without Delay. Volumg .......................... How |y ox
8utGi?| A Few Vs\’leeks. Volume 4 should Do the Same | B Ip g 7707 H WORKS

Comples fR T MAN"AL v
. b ! ] 949. 4 OCfOry.au,h-o". : o ‘L =
Volumes 1, 2, 3 and 4...PLUS Prosented | ® size, 1o~ R Jung deliveyy_ : Anvary
the One and Only RIDER ‘‘How ir WURKS"Z the 81/, 1 5 Y=in ' pe
it Works"” Book. ook,

NUAL

Quthorig
Equivatany o °DU Cturary 209 coverage R
W r WORKs" B’;:i“‘ 8y,

RIDER MANUALS

z’Pellevision M?{lu\aNI Volume : Volume XX....o.oiivieerennron $18.00

us ‘“How orks” Bool 0

ANA INGLX) .oicorr oo $21.00 :":""'e x’:,'x" & L]

Television Manual Volume 3 olume XVHI. -$19.80

(Plus ““How It Works"” Book Volume XVI1... .$16.50

gml‘l :nideX)ﬁ ........ | vl .......... 5..$21.00 Volume Xvi... ..$ 8.40

elevision Manual Volume

June delivery—in hew, larger Volume XV...........ooooovvnvirn $19.80

page size, 12” x 15%. (Plus Volume XIV to VII (each vol.) $16.50

I“r(ijow) It Works” Book and $21.60 Volume Vl.....oooooooiiminnrn $12.50

Rdex) VI =) - sl J Abridged Manuals | to V Do a better, more i job..

;rpejlevisi%n Mlatnu\aNI Xolymae 11( (one volume)............................ 19.80 insure repéut oLussi‘::;ssfsudo:ryIJ::.t;
us ‘“‘How orks” Boo Master ndex, Covering Manuals D

AN INGEX) oo $18.00 Vois, 110 XV,oe ot larger net profit. Get RIDER MANUAL

Volume XX. Complete coverage up
to November, 1949—AM-FM, Radio,
Auto Receivers, Record Changers.
Products of 74 manufacturers. All
pages unq double spreads filed in
proper positions.

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!

NOTE: The Mailory TV Service Encyciopedia, Ist TV Edition, makes reference to only
one source of TV receiver schematics—Rider TV Manuals.

NOTE: The Mallory Radio Service Encyclopedia, 6th Edition,
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 one source of recejver schematics—Rider Manuals.

makes reference

1776 Pages...Plus Separate ‘‘How It Works'’

I Book, and Cumulative Index, S 00
: Volumes XVI to XX. ONLY 18
A

gent: Rocke International Corp., 13 East 4oth St

JOHN F. RIDER PUBLISHER, Inc., 480 Canal Street, New York 13, N. Y. o Export

RIDER MANUALS wea, SYCCESSFuL

SERVICING

74

» N Y. C., Cable, ARLAB.
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Call your jobbe

Yes, it’s FREE—this quick, easy refer-
ence chart that tells you at a glance the
proper battery for any portable radio!

All makes and mbdels are shown on the
wheel . . . plus a code number that gives
you the correct Ray-O-Vac Radio Battery
number. By referring to the table across
the bottom of the chart (and on the
reverse side for models made prior to
1945) you can find the inferchangeable
batteries of various manufactusers.

This chart will show you how you can
fill 809, of all portable radio battery needs
with the six Ray-O-Vacs pictured above!

You’ll want this valuable guide . . .
copyrighted by and available only from
Ray-0-Vac. Just clip and mail the coupon
below for your FREE Ray-O-Vac Quick
Selector Battery Chart. There’s
absolutely no obligation!

RADIO & TELEVISION RETAILING e June, 1950

FRE GET YOUR

RAY-0-VAC QUICK SELECTOR
BATTERY CHART!

BATTERY"
SELL THERAY.O.VAC sl  INDICATES:
FOR soa?or YQUR \ C&Mﬂ?ﬂnon

BATTERY BUSINESS

H

cmuauaon=|f

=T
SoN-o

2:P6%4A & 2.P7030
1.P94A & 2:P430

1-A8.998
1.p694L & 2:P430

RADIO BATTERY REPLACFMENT GUIDE
EINQOR'/IP These Ray-0-Vac Radic Batteries Willi o Foilowing Competitive: Batfery Steck Nes.
PONIAME }

oL
BAY-0.TAC  guynivac

n .

»3a A

pran LT TR

i pored ;ajtenn  Tesrie

et . < nr

Porar . PR (3 sy
“r

inso arn -
o ray

amre ABTS o TR MAWAmS 3 Paia - VIQIIIOID G2 ua e
vy ‘Dabed 5 Tessans a [ vio4r ot "o v
Anar 13100 e SMauoes . ney vios? i
arvoe MAse 3 o viol e Ies iy

e ue 20 . pas o viale
PARM “A” SATTRRIES
o

a7y
ey oo 740 000 iors 3
21 o 22 ni nas o reets wen o
"
S/

TaorTe - resmiiL

FOR ALL MODELS BEFORE 1945 SEE OPPOSITE

———-Must be filled out COMPLETELY for FREE offer-————
|  Ray-O-Va¢ Company, Madison 10, Wisconsin i
‘| Attn: Advertising Department |
; (P;lltleaste send me—uwithout cost—the Ray-O-Vac Quick Selector Battery i
i art. |
11 N 5 5 re e e G A P iy ) e SR S N ; |
le JAddiessd. Dol A o E L L e R e Y OIS ) s SO S |
Il (i s o 88 B it ol o g Zone Statel ep ARy A |
I My radio battery distributor is. =
T, 50545 5800 6 o0 Gl o Bl o raa o 0l Lo L8 205 00 R B0 JPRA 0T Nag g par Fe I‘
| Address. ... ERLBe LR bl - JRS AL Ay P-4 ]
AR OS A S R W £ o 0 BT S o Zone State . 1

75



The little cartridges

[ ] [ ] S
that fill the Big nee
" - L -

for High Fidelity
Phonograph Reproduction..

H

B

&

THE

= V7

vew swunc | ERTIGAL
DRIVE”

CRYSTAL PICKUP CARTRIDGES

Big things often come in little packages . . . So it is with the
superlative new Shure ‘“Vertical Drive” Crystal Cartridges.
They reproduce all the recorded music on the new fine-
groove recordings—a reproduction that meets the strict
; requirements of high compliance and full fidelity. The ““Ver- i !
% tical Drive’’ cartridges are requisite for the critical listener — §
i l ‘
:
¥
8

A

e

the lover of fine music. ‘They are especially recommended
for those applications where true fidelity is essential,

W23A for
standard v\'ngAA afnd
width - groove 2AB for
SINGLE records. TURNOVER hoth standard

i

:

.

i MODELS: MODELS: and fine-

% W21A for fine- groove re-
groove fec- cordings.

i :1 ords.
L. Unusually highly compliant, these “Vertical
- Drive” Cartridges will faithfully track stand-
L Y ard records with a force of only 6 grams—
o Inicro-groove records with a force of only 5
\ grams (an added protection for treasured re-
cordings). Will fit standard or special mount-

ings. Have more than adequate output for

o N the average audio stage. Vg
\\ See Your Shure Distributor for NEW Cartridge R'eplaceufé‘. L7
ment Chart with Handy Numerical I.isling;«?/ Vi

S RS S N A T e

g

SHURE BROTHERS, INC.

Microph and A tic Devices

225 WEST HURON STREET, CHICAGO 10, ILL. e ° CABLE ADDRESS: SHUREMICRO
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New Phonos

Steelman PHONOS

A complete new line of portable phonos
has been announced. Single speed manual
portables in the line are priced from $12.95
to $34.95. Three-speed manuals are priced
at $24.95, $29.95, $34.95 and $49.95 ond
the 3-speed automatic for $79.95. Steelman
Phonograph and Radio Co., Inc.,, 742 E.
Tremont Ave., Bronx 57, N. Y—RADIO &
TELEVISION RETAILING.

Rek-o-kut RECITALIST

A new portable, 3-speed, phonograph
has been announced. Called the ““Recital-
isk" it plays records up to 16 inch. Includes
microphone input and permits mixing of
live music or voice simultaneously’ with
recording being played. Price is $179.95.
Rek-O-Kut Co., Inc., 38-13 Queens Blvd,,
L. L C., N. Y—RADIO & TELEVISION RE.
TAILING.

Scott RADIO-PHONOS

Two new combinations have bsen an-
nounced, both with two unit chassis, 14
tubes, including rectifiers, and provision for
connecting TV or other unit to the sound
system. Automatic 3-speed chengers are in-
cluded. The Kenilworth, in dark mahogany,
with full-length doors, priced at $395. The
Shettield, in blond modern cabinet, is priced
at $425. Also announced were two chassis
for custom installations. Model 800-B, 24-
tube set with push-button selector, lists at
$695; model 510, 14-tube set, lists for $225.
Both include 3-speed record changers. Scott
Radio Labs., Inc., 4541 Ravenswood, Chi-
cago 40, I.—RADIO & TELEVISION RE-
TAILING.

Record News

(Continued from page 40)

sessions with the Boston Symphony
under Dr, Koussevitsky will be con-
ducted at the conclusion of the Berk-
shire Music Festival, which this year
runs from July 8 to August 13. The
new RCA long-play 334 RPM records
feature several Boston Symphony re-
cordings, including Beethoven’s Seventh
(with Charles Munch conducting),
Schubert’s Unfinished, the Beethoven
Fifth, the Tchaikovsky Fourth and the
Brahm’s Third symphony (all with
Koussevitsky). New recordings with
Munch will be made upon his return in
the fall from Europe to begin his
second season as permanent conductor
of the Boston Symphony.

Lauritz Melchoir, star of the Metro-
politan opera and one of the greatest
heroic tenors in musical history, has
been signed by DECCA RECORDS
to star in the recording of an album of
Sigmund Romberg’s famous operetta,
“The Student Prince.” The album will
also feature Jane Wilson, Lee Sweet-
land and Gloria Lane, with the chorus
and orchestra under the direction of
Victor Young.

(More Record News elsewhere
in this issue.)
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Fringe TV

(Continued from page 57}

ed. Transmission lines should be strong-
ly secured, and protected against abra-
sion. Long horizontal runs should be
avoided where possible. Re-routing to
avoid local sources of interference may
be necessary (such as door-bells, mo-
tors, ete.). Lightning arrester, if used,
should have tight, clean connections;
if outdoors, they should be protected
from the weather where possible, and
from strain on the conductors. A plas-
tic compound over the terminals will
help to protect them from rusting.
Arriving at the receiver, we find that
the exact length of transmission line
may be critical. Therefore, careful in-
stallers usually bring the slack line to
the set and test operation before cut-
ting and tacking it . Shorting out
the conductors (of twin-lead) with di-
agonal cutters (gently, so as not to
pierce the leads) for a foot or two from
the receiver back will usually reveal
“pright spots,” at which points maxi-

mum transfer of energy is obtained.

The line is then cut at one of these
points, and terminated there. The spac-
ing of these points will vary according
to the frequency tuned in, and there-
fore the weakest channel is tuned, or
else a compromise is obtained.

Probably the final elements. which
may be considered in this antennasfo-=
receiver path is a booster. Most fringe
area dealers have found that boosters
improve the results. As pointed out in
a previous article on that subject in
this magazine, boosters may do two
other things besides boost: they may

add additional selectivity (which means |

possibly increased rejection of inter-
ference as well as sharper; higher gain
response curve), and they may improve
the impedance match between antenna
and set (by tuning). The consideration
of length of transmission line which
was discussed above is equally (Gf not
more) important with regards to the
length of line between the booster and
the set. Here again, cut for the weakest
channel or a compromise, if more than
one channel is to be boosted.

A final consideration, which perhaps
should have been mentioned earlier; is
the possible use of an antenna rotator.
When an antenna is obtained which is
considered satisfactory as to gain on ail

the necessary channels, but these chan- |

nels are in different directions, a rota-
tor may save the weight of addition=
al (fixed) antennas. The rotator also
makes orientation at installation un-
necessary.

Majestic Service Notes

Majestic Radio & Television, Inc; of
70 Washington St., Broo}«:]yq 1, N. Y,
has released Preliminary Service In-
structions on their new #94 and #97
series of TV chassis for use by service
organizations. The new instructions cov-
er models 12T2, 12C4, 16T2; 16C4, 1672,
1674, 19C6 and 1974. Copies can be ob-
tained from local Majestic distributors.

RADIO' & TELEVISION RETAILING o June, 1950

Here’s quality

AT LOW COST~-

/1 i1
« METRO

CONICAL-V-BEAM*

- NOW! evervonE caN
AFFORD TELREX PERFORMANCE
& QUALITY!

w has that fa- i 9
mMETR on
T\“::us TELRE -QUAL:TY > The new “METRO’ Element Clamp is
hroughout: second to none in mechanical and

electricall structuze.

Uni - Directional Con- /

- ical “V" Beam with Z
1 Rugged, heavy gauge ¢ Reflector.
“‘Butterfly of corrosion re- 5 Channels 2-13
sistant, aluminum alloy. 7 =
. + plus FM.
2 Universal Clamp holds i - .
either solid or tubular ele- *  Ideal for Distances up
ments. = to 50 Miles. M2X-TV
3 Full 3 inch element clamp- +  Full Audio and Video
ing channel for permanent Band Pass.

contact.

4 Laminated, high impact,
low absorption, phenolic

insulator for minimum loss

and maximum strength.

« o e o

* X
Uni- Directional Con-

ical “V' Beam
with Reflectors.

5 Rust- proof, seamless alu-
2-13

minum crossarms for
strength and light weight.

Maximum Sales and Prof-
its — Abundant Sales Aids
and Literature — Compelling

Channels
plus FM.

Hi-Gain 2 Bay for
Distances up to

Y T R N R A A

National Advertising — Tech- 100 Miles. /,
nitalipAssistongey Full Audio and Video Band M4X-TV
Pass.

Patents Pending -
Copyright 1950 Be sure it's a ""CONICAL-V-BEAM™

A —look for the TELREX* Trademark

& REGISTERED TRADE MARK
' AMERICA'S
STANDARD OF

INc‘ COMPARISON
CONICAL-V-BEAMS @ORETSTEN
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QUALITY PERFORMANCE
AND QUALITY APPEARANC E
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. MODEL AT-1

7 a e ; ¢ g ! a
YES, the proof is in! When TV set owners want
improved reception, they want the best in boosters — as
witness the soaring sales of Astatic’'s Model AT-1. This is -
the powerful booster with four tubes, and such exclusive
features as dual tuning and variable gain control, the latter
permitting pinpoint tuning for exact amount of boost
required for best picture and sound. The Astatic AT-]
Booster not only outperforms any other on the market, but
it looks the part — in handsome, furniture-finish mahogany
or blond cabinet to complement the finest receivers and
other costly furnishings. These are typical advantages
which have made the Astatic Model AT-1 Television

Booster the undisputed leader today. Why not write for
complete details, technical data?

Astatic Crystal Devices manufactured under Brush Development Co. patents

THE / P
(ASTATIC) CORPORATION
’ CONNEAUT, OHIO
Y IN CANADA CANADIAN ASTATIC (TD 1ORONTO ONTARIO

18

New Products

Aerovox _
MINIATURE CONDENSERS
Aerolite  “micro-miniature” capacitors,

Type P83Z, measure #g” in diameter and
%6"” long. Construction is molded plastic
with metallized dialectric. Available in
400 VDC (.0005-.008 mfd.) and 200 VDC
(.005 and .01 mfd.). Aerovox Corp., New
Bedford, Mass.

Trio TV ANTENNA

The new ‘‘controlled pattern” antenna
system consists of two double dipole
Yagis phased by the tunable ‘‘Phasitron’’
to provide addition of voltages from the
desired direction and cancellation of un-
desired voltages. Uses two 300-chm lines.
Separate antenna systems available for
each of 12 channels, though considerable
gain is achieved on adjacent channels.
Trio Mfg. Co., Griggsville, Il1.

Snyder TV ANTENNA

The "Hot-X'" TV antenna, code number
XA-l is a conical type in the Snyder
Head-Line economy-built series. Kit in-

\

cludes array and universal mast clamp
with four 3%” aluminum alloy elements.
Snyder Mifg. Co., 22nd and Ontario Sts.,
Philadelphia 40, Penna,

Telrex WINDOW ANTENNA

The new, closed loop, conical TV window
antenna, known as the “'Superex” features
an extremely low price. The “Superex”,
while especially designed for window
mounting in private and multiple dwell-
ings, is also suited for concealed indoor

use, as in closets, behind furniture, etc.
Tremendous reception advantages over con-
ventional indoor and “builtin antennas’
are claimed. Each antenna is complete
with a mounting bracket which simplifies
window installation and permits orientation
for maximum signals and for reduction of
"“ghosts". Telrex, Inc., Neptune Highway,
Atlantic City, N. J.

RADIO & TELEVISION RETAILING e June, 1950




e e B

New ‘Télso-Tuhe Address

The executive and sales offices of
“Tel-o-Tube Sales Corporation are now
located in new and enlarged quarters
at 580 Fifth Ave., New York 18, N.Y.

Radion P-roduees Its
Millionth Antenna

The production of its millionth indoor
portable television antenna was Ie- |
ported recently by The Radion Cor-
poration, a Chicago firm with plant at
1137 Milwaukee Avenue.

When the epochal unit rolled off the
assembly line, President Ralph Leonard
announced plans for the production of
an outside TV antenna similar in design,
construction and engineering principle
to the indoor product. It will be ready
for the market at once, he said.

Both units are the invention of
Leonard, who until 1948 was unknown
in the electronics world. He sparked
the idea of creating an inside antenna of
simple design for television that would
yield under general conditions the same
or more efficiency than the expensive

Ralph Leonard, president of Radion Corp., Chi-
cago, presents a gold Radion TV antenna, the one-
millionth, to L. L. wKelsey (left) ond Larry
O‘Brien (right).

outside aerial with its costly installa-
tion. He said he worked out his in-
vention on the kitchen table in his
apartment. “Just a salesman puttering
around,” he said:

“T took a model of my creation to a
convention of radio-television tech-
nicians at a Chicago hotel in May, 1948,”
Leonard explained. “The experts en-
couraged me to go into production, and
in September that year I was under-
way in a store front machine shop.
Radion managed to produce 100,000
antennas by the first of the year. A
backlog of orders forced us to expand.
We built 750,000 units in 1949, and now
have stepped up production to 25,000 a
week. We are working double shifts,
and have set our goal at 2;000,000 units
by 1951

The Radion, as known to the trade,
is a dipole type antenna, and retails
at $6.95. Its tubes extend and tele=
scope from a base which resembles
a regulation pool ball. The outside
antenna, soon ready for the market,
will list at $9:95." It does not. involve
an installation problem, according to
Leonard.
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Get This Minimum

.‘5” The RIGHT line!

BURGESS is America’s Best-Known Line of
radio batteries. America’s best-sellers, too!
Cash in with sales on the tradition of quality
thathasmadeBurgessBa.t’teriesfamousthrough-
out the world. And remember BURGESS is the
complete dry battery line—tbe line that belps you
sell all portable radio battery customers!

@@ The RIGHT Promotion
FREE SALES-BUILDING KIT—Includes a
sturdy floor display merchandiser that puts your
minimum stock battery assortment out front
where they sell themselves; a big, bold 9”x22”
window streamer; a lively new counter-window
card; new enclosures; ready-to-run ad mats;
dummy display cartons; and the big, new 1950
Burgess Replacement Guide that answers all
your replacement questions.

The RIGHT Advertising

BURGESS is advertised in leading national
magazines with a heavy concentration of male
readers—your best battery customers. Eye-
catching, colorful advertising all during the
portable radio season will pre-sell millions of
portable radio battery users—will pre-sell your
customers on Burgess quality and long life.

Stock Assortment
that Serves Over

637

of All
Portable Radios
6 No. XX45 67%v."B"

6 No. M30 45 v. “B"
6No.G3 4% v."A”
6 No. 4F 1% v."A"”
48 No.2R 1% wv."A"
3 No. F6A60 7%,
9 and 90 v. A&B"
3 No. T6260 7%,

9 and 90 v. "A&B"

about this

Burgess Portable

Battery Promotion and how

to get your FREE Sales-

Builder Kit of Promotional
Material.

r
Asz/;i:‘,’,‘f/bufor

BURGESS BATTERIES

" America’s Best-Known'line of Portable Radio Batteries
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a honey of an i;lea

frreducing

inventories

THE J2aitoridt,”

REPLACE-AL

now in current use

Servicemen and radio parts jobbers
velcome the Featheride Replace-all
Model W. S. Cartridge with Dri-Seal,
or it replaces the large stocks pre-
iously necessary to meet require-
aents. Here you have one cartridge
eplacing more than 50 models. You
ave investment—you don’t have to
naintain large stocks— you have only
ne cartridge to order.

he exclusive Dri-pack container as-
ures the greatest protection during
hipping, storing and handling.

'he “Model W. S.”’ is a honey of an
lea—order a supply today.

2at. Pending

WEBSTER

MODEL
W.S.*

CARTRIDGE

replaces more than 50 crystal cartridges

FEATURES

. Because of its three-terminal construc-

tion, this one cartridge will develop
either 1.5 volts or 4.0 volts.

. Only % ounce tracking pressure.
. May be installed in any Y2’ R.M.A.

standard tone arm.

. Crystal protected with Dri-Seal against

humidity and moisture. This means longer
life.

. Factory tested, osmium tipped remov-

able needle for 78 r.p.m. records,

. Packed in Dri-pack container with rest

button, terminal clips, extra needle
screw, spacers and instructions.

. List priced only $5.50 each. See your

iobber today for Model W. S, Specifica-
tion Bulletin.

ELECTRIC

Webster Electric Company, Racine, Wisconsin * Established 1909
“Where Quality is a Responsibility and Fair Dealing an Obligation’”

Sell 3-Speeds

(Continued from page 38)

inch 78 RPM discs when she said “all
of them.” .

Don'’t take anything for granted. De-
scribe the three speeds briefly. Outline
the various features, and be sure to
advise customers that their old units
can be modernized.

In demonstrating equipment, always
start at the top of the line. Show the
customer the best combination you
have in stock, and insist that your
salesmen do the same. Don’t let them
“size up” customers. The person who
can’t afford the highest priced set you
stock will be flattered nonetheless for
having it demonstrated to him. The
desire to own the best is an inherent
human trait.

In merchandising quality instru-
ments for playing records, it is im-
portant to “sell” records as well, and
we mean this both literally and psycho-
logically. Literally, it means that a
selection of discs should be sold with
the unit, and it also means that the
features of the new discs should be
stressed as the reason for buying a
three-way player. In addition to vastly
improved tonal qualities, the new rec
ords have great sales appeal storage-
wise,

Finally, a few points on selling:
1. Don’t call playing equipment
“changers.” Call them automatic pho-
nographs. 2. Don’t say that the unit
“plays all records”; say, instead,. that
“it plays all the new records automat-
ically.” 3. Up sales of combos through
suggesting time-payment plans in cases
where outlay of cash seems too large to
customer. 4. And most important: Re-
member that you have something to
sell in playing equipment to every
person in your community.

New Recoton Packages

SUPERGSHMIUM

PHONEEDLE "

+ WITH SURFACE
NORE ILTER

TLEXLFOING AtmioN

KE TQ 3,008 FLAYS
s

RICOED CLEANDIL. P

HANDY RWiL BOX

The Recoton Corp. has redesigned and repackaged
its  Superosmium ($1.00) and Nylon  ($1.50)
phono needles. Each needle js encased in @ new,
attractive, lucite jewel container that has many
other uses. The containers come in 3-color self-
selling display cards. With each needle customers
receive a free record brush.
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New TV Service Firm

A new television service organization

’has been formed with 32 cooperating
Iservice centers covering the entire
iMetropolitan New York and New Jer-
Isey area. The Main Office is centrally
l(located at 1860 Broadway, New York
|City.
{‘ ‘This new organization is called Trans-
Yvision Television Service, but their oper-
lation includes all makes of television
Isets. The service is under the manage-
fment of Bernard Sterler, who has had
Imany years of experience in the tele-
fvision field.

‘fU. S. Deviees Corp. Reps

U. S. Devices Corporation, South
{Plainfield, N.J., manufacturer of the
‘new U.S.D. antenna rotator, which is
inow being offered to the trade on a
limation-wide scale, has announced ap=
 pointment of the following represen-
|| tatives: Perlmuth-Colman & Associates,
11335 South Flower St., Los Angeles;
Henry Lavin Associates, P.O. Box 196,
4 Meriden, Conn.y LeRoy Schenck, 9
| West Park St., Newark 2, NJ.; L. D.
. Lowery, 1343 Arch, Philadelphia 7, Pa.;
Forrest C. Valentine, 912 Fi. Wayne
.Bank Bldg., Fort Wayne 2, Ind.; Fred
B. Hill, 256 First Ave., No,, Minneapo-
lis 1, Minn.; Ralph M. Hill & Gordon E.
[l Gray, 1 North Crawford Ave., Chica-
?’go 24; Hames H. Podolny, 5844 Beacon
gSt., Pittsburgh 17, Pa.; John M, May-
nard, 4707 Shenandoah, Dallas, Texas;
|#H. A. Roes & Co, 1805 Grand Ave.,
i Kansas City 8, Mo.; Wolfe-Marsey Sales
[tCo., 74 Park Ave., Rochester, N.Y;
:’; Norman W. Kathrinus, 1218 Olive St.,
4 St. Louis 3, Mo.; Murphy & Cota, 5 Ivy
i St., North, Atlanta 3, Ga.; R. C. Nord-
I strom & Co., 15840 Second Blvd., Detroit
#3; Earl S. Dietrich, 320 Hanna Bldg.,
IE Cleveland, Ohio; Jas. J. Backer Co.,
i 2321 Second Ave., Seattle 1, Wash.; and
| Ronald G. Bowen, 852 Broadway, Den-
il ver 3, Colo.

b

f
{
j
|

; Telrex Testing Labs

| Telrex, Inc., Asbury Park, N. J., de-
signers and manufacturers of the Con-
ical-V-Beams, has acquired, as part of
| its over-all expansion program, a new
testing site on which it is constructing
a fully equipped laboratory. The néw
laboratory, which will supplement exist-
ing facilities will be devoted largely to
. antenna design and development work.
. The 3 acre tract, second highest point
on the East Coast, is located in Belmar,
. N. J., just a stone’s throw from ‘the
former site of Marconi’s historic trans-
. atlantic radio transmitter,

| Recoton Representative

L The appointment of William M.
| Faulkner as sales representative for
¥ the Recoton Corporation has been an-
! nounced by Jack Karns, sales mana-
! ger of the firm. Mr. Faulkner will
1\ cover the New Jersey, Pennsylvania,
. Maryland, Washington, D. C. and Dela-
| ware territory.
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Outstanding

THE “end-fire”, DUBL-
VEE sets a new standard in
TV antenna performance.
Higher gain, sharper di-
rectivity, and closer match
assure superlative reception
— clearer, steadier, sharper
pictures. In fact, a single
DUBL-VEE actually outper-
forms double-stacked models
of most other types. Rugged
— easy to assemble — eco-
nomicatly priced. Your best
buy at any price.

MODEL VV

Write for Bulletin B

e WORKSHOP
ASSOCIATES, Inc.

135 CRESCENT ROAD, |
NEEDHAM 94, MASS.

ALL-CHANNEL Performance

Clearer Pictures—higher gain brings
in stronger signal — especially on
higher channels

Clearer Pictures — ndrrow beam
cuts down multi-path ghosts

Clearer Pictures—better impedance
match on all channels maintains high
signal strength

Clearer Pictures — true horizontal
polarization—no out-of-phase ghosts

Clearer Pictures—no parasitic ele-
ments — all driven

Clearer Pictures—designed by the
pioneers in the antenna industry

$'0095 LIST

Model 2VV Double-Stack $21.95 List

Specialists in High Frequency Antennas




Meck Wholesalers

Leader Television & Radio, Inc. of
Huntington, Ind. has been named dis-
tributor for the television and radio-
phonograph-television line of John
Meck Industries, Inc.; John S. Meck,
president has announced.

The firm is headed by Eben Lesh
and is located at 65 W. State in
Huntington.

Meck added that the appointment
of the Leader firm is part of his pro-
gram for expending the Meck distrib-
utor system to keep pace with in-
creased production, scheduled to pro-
duce 250,000 television receivers in 1950,

The Y-M +tri-o-matic is com-

it's available
amplified models!

V-M tri-omatic 975 portable:
the ideal package for music

lovers who like to move around

i
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1

1

[ |

]

]

1

: — and take their music with
g them! Ii‘ghfweig,hi', compact,
i handsome leatherette carry-

! ing case (wood frame), three-
: tube amplifier (including recti-
¢ fier, 5” alnico speaker, tone
1 and volume controls.

1

i
1

1

i

i

1

]

1

i

]

.
V-M tri-o-matic 970, amplified base:

plugs into any AC outlet. The
most compact, 3-speed auto-
matic phonograph on the
market! smooth functional
styling blends well with

any period.

The V-M tri-o-matic is also avail-

1 able as a replacement unit.

I GET FULL DETAILS ON THE NEW
1 v_M TRI-O-MATIC LINE TODAY
I FROM YOUR JOBBER OR REP.

pletely new — completely auto-
matic — easy-to-operate — and now,
in two brand new

Universal’s 108th Birthday

e o i
Chadrles A. Lynch, pres., Joseph Woodwell Co.,
Pittsburgh; Marion McKevitt, regional director,
Laboratory for Modern Living, Landers, Frary &
Clark, Chicago; and Wallace Russell, sales man-
ager, Joseph Woodwell Co.; celebrated Universal’s
108th Anniversary at the recent Cleveland “’Stroke-
Say-r’’ iron meeting attended by Ohio, Pennsyl-
vania and Michigan distributors.
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Phono Record
Set-up
(Continued from page 37)

and women on salesfloors today fail to
qualify customers as to the record-
playing equipment they presently own.
It is needless to point out how impor-
tant it is to obtain such information in
these days when there are three disc
speeds. If all salesmen and saleswomen
would consistently qualify all shoppers,
a tremendous increase in sales of plat-
ters and players would result.

Failure to suggest additional pur-
chases of records, needles and other
accessories to record-minded customers
in the store is another sales weakness
encountered in many establishments. In
a number of instances, the salesperson
would ask whether there was “any-
thing else” the customer wanted, or
some other such question which begs a
“no.” The disc salesman should have a
number of suggestions to offer, since he
can tell by the purchases made, a great
deal about the particular customer’s
preferences in records.

Failure to wait on customers prompt-
ly is another example of poor sales-
manship found in many stores. The
successful merchant insists that his
salespeople approach shoppers at once
with offers to help them make selec-
tions, even in cases where self-service
Jfacilities exist. If properly done, the
prompt greeting of customers does not
discourage “browsing,” which is effec-
tive in inducing customers to “sell
themselves.”

With the phono record industry sta-
bilized at three speeds, and with slews
of record-minded customers with fold-
ing money, the merchant who does
away with crossroads store methods,
and who makes salespeople of his clerks,
can increase his volume in platters,
and can make a neat profit in so doing.
Making a drive for more business
means getting playing equipment to
handle the three speeds into more
homes, and, consequently selling more
discs. To accomplish this, we must up-
grade salesmanship, and maintain a
management that’s keenly aware of the
need for better merchandising.

Magnavox TV Show

s iy

i

-
=

i

Frank Freimann (right), executive vice-president
of the_ Magnavox Company, Fort Wayne, Ind.,
joins with his advertising agent, L. J. Sholty (left)
and the star of the company’s newly-sponsored T\;_
program, Sid Caesar, to celebrate the beginning of
the series.

Larger Duotone Offices

The Duotone Co., Inc, formerly of
799 Broadway, N. Y. C., have moved
their office to larger quarters at Locust
St., Keyport, N. J.
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Gross Tells Dealers How
to Up Summer TV Sales

Today’s outstanding technical ad-
vancement in ' television should point
the way to firm summer sales this
year, according to S. W. Gross, presi-
dent of Tele-tone Radio Corporation.

The manufacturing executive told a
meeting of his sales staff recently that
electronic improvements and research
in TV now enable the average set to
pick up programming at greatly in-
creased distances from the source of
the broadcast. He urged an optimistic
view of the warm weather sales pic-
ture which, he said, was now showing
signs of holding a solid position among
the other seasonal sales periods of the
year.

Much higher sensitivity in video re-
ceivers, Mr. Gross pointed out, has
been achieved through the 1mprove—
ment of tuners and general circuit
changes which have been mcorporated
in current TV units as a result of in-
tensive testing and field experience in
the past year and a half. Dealers, he
stressed, should now launch advertis-
ing and promoting campaigns to inform
the public more adequately of the
power of TV reception today—and
prove to them that television program
enjoyment will continue throughout
the summer. In most areas, TV fans
can take their sets with them if they
go out of town, since they will be
able to receive many shows clearly
away from home.

The Tele-tone president added that
video programs would be plentiful
during the vacation months as most
of the big entertainment features were
being continued during that time. Base-
ball, boxing, wrestling, auto and horse
racing, and even roller derbys, Mr.
Gross pointed out, would carry right
on through the warm weather to pro-
vide interesting viewing for the sports-
minded in the TV audience.

“The amazing ultra=sensitivity of
reception in receivers available to the
public today will bring in their favorite
programs in any reasonable location the
year “round,” declared the Tele-tone
president. “Wide-awake dealers should
strongly emphasize the fact that these
vastly superior sets are being sold now
at the same, or lower prices than the
earlier, less sensitive and smaller
screen models.”

An additional incentive for buying,
he added, ds the fact that the sudden
and tremendous demand for video re-
ceivers which occurs every fall would
render it. impossible for many people

to buy the set they want after July and |
August, The dealer should advise his |

customers of this inevitable fall short-

age of sets, and urge as many as pos- |

sible to do their purchasing in the |

summer when they have their choice
of models, cabinet style and picture
tube size without a long waiting period
for delivery. Shortages, Mr. Gross
warned, usually lead to higher prices
and therefore many television sets can
be purchased, at lower cost during the
summer. 1’
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Vee-D-X TV ANTENNAS

The '] series is « new low-price line
of Yagi antennas featuring high gain and
pin-point directivity for fringe area recep=
tion. Modell JA is a 2-bay 3-element an-

o &
e sz&wwzs&gm
»@ o .

-

tenna, JB is a 4-element unit and JC is
a 4-clement unit. The pre-assembled -an-
tennas unfold and clamp in place quickly
Construcfion of the driven element fs said
to provide a match for 300-chm line. La
Pointe-Plascomold Corp., Unionville, Conn.

9¢'s ap
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asy-Up

TOWERS AND AGCESSORIES

TV Consumer Show

Leading TV manufacturers will par-
ticipate in the industry’s consumer
show at the National Television and
Electronics Exposition to be held in
New York, Sept. 23 to 30. The show,
to' be held at the 69th Regiment Arm-
ory, will give consumers an opportun-
ity to see the latest development in
television by various manufacturers
under one roof. The 8-day exposition
will feature on-the-spot telecasts and
broadcasts of leading network shows,
with sustained entertainment furnished
by radio and television stars. A com-
plete advertising program has been
mapped out for the exposition and
“aimed at” attendance, being handled
by a public relations firm, is set at
150,000.
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iz otays wp!

EZ-1 GUY WIRE CLAMP

T =

avavas.

‘é(:ODEI. 300

“ROTA-TOWER"

Put your TV antennas up
in the air for best reception
Take odvantage of Easy-
Up's well-planned help for
a quick, simple, attractive,
permanent installation.

TOWERS.

{For heights 30 ft. or more)

A world of strength wrapped' in
a light, trim package.  Moly-
bdenum steel cross-braces and
tubular steel uprights, alll electri-
cally welded then all-over gal-
vanized. And cross-braces galore
— 90 in each 10 ft. section! Ro-
tatable 360° after installation.
Four-way hinged base fits peaked
roof or flat.

MAST ACCESSORIES

{For heights under 30 ft.)

Stock Easy-Up and you have o
full line of ‘handy, time-saving
fitings for TV antenna masts.
Excellently designed, sturdily built

. they eliminate fuss and bother
. give you a workmanlike job.

See us af Room 639-A, Hotel Stevens,
May Parts Show

See your jobber, or write

555 | Basy-Up Tover Co.

3800 KINZIE AVENUE
RACINE o WISCONSIN

€EZ -7 UNIVERSAL

-2 GUY WIRE POLE

EZ -5 ANTENNA-POLE
COUPLING

=

MAST
FOOT MOUNT

EZ -8 MAST FOOT
MOUNT
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Make Your
Service Calls

MORE PROFITABLE

FOR ALL REPLACEMENTS

A Size and Shape to fit any Record Player

It's easy and profitable to recommend a
new Jensen Needle when making a service
call. What’s more, it’s still easier to order

e A S any needle required from your jobber by

individually packed in a number. He can supply you from stock at
dust-proof container. once. A new needle assures a satisfied
customer.

Free Replacement Needle Wall Chart

SEste S With this Chart, a quick glance
S gives you the number of the needle

you need. Send for yours today.

en

INDUSTRIES, INC.

332 South Wood Street, Chicago 12, Illinois

S
for tha WORLD'S FINEST m

& 7lecs Outstanding ANTENNA
WALL BRACKETS

Wall Bracket "
$4.20 List

Also
Duo-15'

Write for complete catalog detailing new products and reguiar
famous South River line.

SOUTH RIVER METAL PRODUCTS COMPANY, INC.
Dept. RR, 17 Obert Street, South River, New Jersey
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New Phonos

Symphonic PHONOS

Two portable 3-speed phonographs have
been added to the line. Model 533, featur-
ing a solid wood, leatherette covered case,

lists at $34.95. Model 559 (shown), offers
the same features as the 533, plus an cuto-
matic changer, and lists for $69.95. Sym-
phonic Radio & Television Corp., 292 Main
St., Cambridge 42, Mass.—RADIO & TELE-
VISION RETAILING.

Duosonic PHONOGRAPHS

Eight new models have been added to
the line. They include four single speed
portables and four 3-speed portables. The
single speed sets are: model 31, $18.95;
model 41, $23.95; model 44, $28.95; model
34, $23.95; model 47, $32.95; model 48,
$25.95; model 79, $38.95; and model 97,
$79.95. The latter four are 3-speed models.
Sonic Ind., Inc, 221 W. 17th St, N. Y,
N. Y—RADIO & TELEVISION RETAILING.

Music Master PHONOS

Four new long playing portable phonos
have been announced. Two are single
speed, the models 131 and 144, listing at
$17.95 and $27.95 respectively. Two are
3-speed sets. The model 148, priced at
$27.95 and model 177, priced at $37.95.
Tone Products Corp., 225 W. 17 St., N, N,
N. Y—RADIO & TELEVISION RETAILING.

Webster CHANGERS

A new replacement 3-speed record
changer has been announced. It features
a feeler mechanism which regulates the
swing of the tone arm to the size of the
record. Complete portable unit, model 62,
added to the line, incorporates these same

features. The model 62 lists at $79.95. Also
announced is the model 357 (shown), and
the model 551, plug-in changers for TV
sets. Webster-Chicago Corp., 5610 W.
Bloomingdale Ave., Chicago 39, L—
RADIO & TELEVISION RETAILING.
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TV Maeket

(Continued from page 44)

pass the sales of cigarettes, and conse-
quently, have been taking on dealers
who have no earthly business in the
television field. In , One manu-
facturer has 92 dealers, where, before
the war, he had but 30. We need more
discounts and less outlets.”

“The people in the TV retail business
must be crazy to cut prices on a great
demand item like the television re-
ceiver. When automobiles were scarce,
did the car dealer give anything off?
No, his customers paid a premium. Dis-
counts at present are all right. Selling
methods are all wrong.”—From a Mid-
west merchant.

Another Midwest dealer states that
“there is not enough profit margin in
television, and no 2% discount. Too
many wholesalers are insisting on tie=in
deals, and the manufacturers change
models and prices too often. We’ve had
no trouble selling sets, but have had
trouble getting them.)”

What he thinks is wrong with the TV
business is explained as follows by a
Pacific Coast retailef: “1. Dumping of
discontinued models. 2. Damaged and
inoperative sets on which distributor
refuses to make adjustment. 3. Price
changes without price protection. 4.
Spiffs to salesmen to get them to sell
dogs. 5. Expenses of demonstrating sets
in homes under present low discounts.”

“The television discounts are rather
on the low side but one could make a
fair profit if he didn’t have the compe=
tition of the cut-pricers,” says a New
York merchant.

Comments of a Pennsylvania retailer:
“Television is the only business which
has been ruined in its infancy by price-
cutting. The blame seems to lie with
the manufacturers and distributors be-
ing too much interested in putting out
sets regardless of 'prices. Now that the
damage has been done, the only way
to make it profitable for the dealer is
to give him a farger mark-up so that
he can make out, even if he competes
with price-cutting.”

“TV s experiencing -growing pains,’
says a Florida dealer. “Most sets in
our area being sold at a discount. There
are 10 times too many retail outlets for
the population. Many TV sets being
built to a price, with quality second-
ary.n

From a Wisconsin retailer: “The profit
margin on TV is-too small to meet most
of the headaches connected with serv-
ice. Manufacturers have come out on
top of the heap by continually lowering
prices without giving rebates. They
have accomplished this by changing
models.”

Electro=-Voice Manager

Electro-Voice, Inc., Buchanan, Mich.,
has announced the appointment of

Howard T. Souther to the position of

manager of its new Speaker Division.
Mr. Souther was formerly vice-presi-
dent of the Stephens Mifg. Co.
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great names combine to give

~ you unquestionably the

best chassis in all TV!

RA 3

CHASSIS WITH
KEYED AGC
BY

RAD

VISION

ONLY

'164.30

complete with -

RCA 16” TUBE,

receiver tubes,
hardware, knobs, etc.

o Keyed Automatic Gain Control

s Voltage Doubler

o Full 31 tubes and components
o Expertly engineered by Trad
o Licensed by RCA

* 63° or 70° Yoke and Speaker

I included RAD

T VISION

CORPORATION

All this quality and
performance at a price
that can’t be beat!

Plant: Asbury Park, New Jersey
ASbury Park 2-7447

Sales: 377 Fourth Ave., New York, N. Y.
MUrray Hill 3-9757

HAVE YOU A JOB FOR A

TRAINED TECHNICIAN?

We have a number of alert young men who have completed
intensive training in Radio and Television Repairing. They
learned their trades thoroughly by working on actual equip-
ment under personal expert supervision. If you need a trained
man, we invite you to write for an outline of our course, and

for a prospectus of the graduates. No fees, of course. Address:

[ Placement Manager, Dept. P110-6

| COMMERCIAL TRADES INSTITUTE
Chicago 26

[ 1400 Greenleaf
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Executives Promoted by
Admiral Corporation

The board of directors of Admiral
Corp., television and appliance manu-
facturer, has elected Clarence S. Tay,
former general manager of the corpora-
tion’s four distributing divisions, to be
president and board chairman of these
divisions, Ross D. Siragusa, Admiral’s
president and board has announced.

- Admiral Executive

Clarence S. Tay, who has been elected president
and board chairman of Admiral Corporation‘s dis-
tributing divisions. He was formerly divisional
general manager.

At the same time, Siragusa said, the
present branch managers of these divi-
sions, located in Chicago, New York,
Milwaukee and Boston, have been
elected vice-presidents and directors of
their branches. Lynn C. Park, Admiral
treasurer, has been elected a director
and secretary-treasurer of each branch
and similarly George Driscoll, Admiral

L
—

. D

=% i
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secretary, has been named assistant
secretary of three branches and a di-
rector as well of the New York division.
Others promoted by the board and
their new offices are as follows: Appli-
ance Distributors, Inc., Chicago, T. C.
Carey, vice-president and director;
Admiral Corporation New York Dis-
tributing Division, Inc., T. J. Hodgens,
vice-president, general manager and
director; E. R. Glauber, vice-president
and director; Admiral Corporation, Mil-
waukee Distributing Division, Inc.,
R. O. Habenstreit, vice-president and
director, and Admiral Corporation Bos-
ton Distributing Division, Inc.,, E. M.
Perkins, vice-president and director.

Sylvania Appoints

=

Boyd

i
A
=

Howard M. Boyd, above, has been appointed sales
manager for the parts division of Sylvania Electric
Products, Inc., according to an announcement by
Arthur L. Chapman, manager of the parts division
and the Colonial Radio and Television Divisjon,

Heads Continental El. Co.

H. A. Mcllvaine has acquired con-
trol and been elected president of Con-
tinental Electric Co., Geneva, Ill.—a
company he founded 20 years ago.

“We expect to set up facilities for
the manufacture of TV picture tubes of
all sizes for the television industry,”
explains Mr. Mcllvaine, who was iden-
tified with some of the earliest cathode-
ray experimentation and supervised
embryonic engineering developments of
this tube at Purdue University many
years ago.

“Continental Electric Co. is today the
recognized leader in the field of photo-
tube manufacture,” added Mr. Mec-
Ilvaine, “and at present, under the
trade name of Cetron, we supply over
91% of the projector manufacturers.”

“In addition, Continental will con-
tinue to expand its present line of
thyratrons, rectifiers, and other tubes,
together with new products for the
home.”

W. S. Sims is executive vice-president
in charge of production, and Edward
C. Hanson is remaining as sales and
advertising manager.

Turner Appeointment

R. P. Evans, president of The Turner
Company, Cedar Rapids, Iowa, recently
announced the promotion of Benno Von
Mayrhauser to the position of chief
production engineer for The Turner
Company.

TRIO MFG. COMPANY takes pride in
announcing the greatest advance in TV an-
tennas for fringe areas. It's the new TRIO
“Controlled Pattern” Antenna System, the
culmination of extensive research by G. N,
Carmichael, TRIO’s Chief Engineer, and one
of the nation’s foremost antenna authorities.

The new lightweight, yet rugged antenna
not only provides terrific gain in the forward
direction, but overcomes that ever increas-
ing problem in fringe areas — co-channel in-
terference. This is how the unique system
works: high voltage from two double dipole
Yagis is phased by the use of the new tune-
able “PHASITRON” to provide addition of
voltages from the desired direction and

cancellation of undesired voltages.

TRIO MANUFACTURING COMPANY

“PHASITRON” and DOU|
SRR *“-.. o
ELIMINATES CO-CHANNEL INTERFERENCE
With 17 db Gain in Forward Direction!

How well the system works is demon-
strated by the fact that with voltage ratios
up to 25 to 1, i.e., one signal is 25 times
as strong as the other, the signal from the
weaker will provide a sound carrier free
from chatter and a picture free from vene-
tian blind effect. The “PHASITRON also
permits tuning for maximum signal regard-
less of changing vertical wave angle. Uses
two 300 ohm feed lines of random length,
two DOUBLE-FOLDED Yagis for exact im-
pedance matching. Separate antenna sys-
tems available for each of 12 channels,
though considerable gain achieved on adja-
cent channels. |

— For Full Details Write for Hlustrated Folder on Model §04.

© 1950 by

GRIGGSVILLE, ILLINOIS
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Sales Promotions

(Continued from page 31)

related major and traffic appliances.
Windows are the low sill, backless vari-
ety so that the room’s interior is easily
visible from the sidewalk. Window' dis-
plays are devised which will attract the
interest of pedestrians but will not in-
terfere with a view of the room. The
display room is brightly illuminated.
The stairway to the basement - is
placed between the women’s wear and
the appliance section. One entire room
here is devoted exclusively to display
of television sets, with a smaller dis-
play area for radios. The exceptionally
well equipped radio and television serv-=
ice room is also located in the basement.
Mast’s advertising is. aimed directly
at the customer of moderate means—
in other words, the “mass market.” Ads
are full page in size, or nearly so, and
are hard-hitting with bold, black let-
tering. Value and price are promi-
nently featured, along with installment
buying facilities. Col. Mast and Ralph

Col. Mast and son; Ralph, working over
an ad layout.

make up.the ad layouts, and have had
good success with their efforts.

An example of the pulling power of
their ads was observed in the case of a
special radio promotion in the summer
of 1948 (before television in Seattle).
In one month’s time, Mast’s sold over
300 console radios, through promotion
and good values. Over 500 consoles were
sold that summer.

Mast’s feel that unless an ad is big,
it is partially wasted. The same amount
of money spent on a series of small ads,
they have found, brings fewer sales than
if spent on a single large onme. Their
advertising program, accordingly, calls
for one full-page ad per week in one
of the two Seattle newspapers.

Steele Joins Akeroyd

Arthur E. Akeroyd, manufacturer’s
representative for the New England area,
with offices at 419 Commonwealth Ave,;
Boston, announces that Donald E.
Steele has joined his organization. Mr,
Steele has been associated with the
electronic industry for the past twenty
years in sales and engineering. He
recently resigned from the Engineering
Specifications Department of Raytheon
Manufacturing Co.

RADIO & TELEVISION RETAILING o June, 1950

Raytheon Tube Guarantee Phileo ‘Sowmnship

Raytheon has announced a new guar-
antee policy on television pictures
tubes. All Raytheon cathode ray tubes.
are now guaranteed for a full one year
period. F. E. Anderson, Raytheon re-
placement tube sales manager, in an-
nouncing this new policy to distributors
also expressed Raytheon’s desire to
process. necessary adjustments with an
absolute minimum of red tape, when
he said, “Along with our new one year
guarantee policy on Raytheon television
picture tube it is our earnest expecta-
tion that we will be able to give cus-
tomers the easiest and quickest adjust-
ment service through our new return
tube control system.”

This novel display case, whi | |
features of the Philco model 631 jportable rradio;
is demonstrated 'here by Albert J. Rosenbraugh,
radio sales manager of PHilco Corp. Whe display
case contains order blanks as welllas a sales story.

[JI DeaLer povicies
AND WHAF THEY MEAN
10 YOU!

@ ExclusiVe ferritories means
freedom from price cufting . . .
protected .profits.

me;ghan-

® Direct-To-Dealer

dising plan means longer dis-
counts . . . to 43% . . . averag-
ing over 35%.

@ Cooperative advertising
means local ads that really helps

@® Product quality and per-
formance means television re-
ceivers that are easy to sell . .-
easy to keep sold.

@® Unconditional parts guaran-
tee means low service costs.

Wiite to our factory NOW for further
details on the new ITl Line. .Styled for
easy selling . . . engineered for high
sensitivity, supetior picture qudlity, and
low service costs,

\\\*\3 ;4
INDUST

-~ 359 LEXINGTON AVE

INC.

CLIFTON, N. J.

GRegory 3-0900
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MERIT TV
“REPL” GUIDE

MAY 1950 ISSUE

63 MANUFACTURERS—
575 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 servicing, cuts repair-bench time.
Write us today for your free copy.

USE MERIT TV!

FOR
ONE -so.."|RCE 1V Tape- -Marked Components:

© Powers, Blocking Oscillators,

ils,
IRl WATCH FOR
Merit's future
issues of the
TV ‘‘Repl’’
Guide.

Deflection Yokes, Flybacks.

TAP-MN‘KE?
10 HELP YOU!
mark~
every

v i ing hows =
! er S =
Merit T"a“smrm ata

Cingragly- \
for quick Te E =
Originated by Merit @/p{\‘“”” PN
= -(T_'—{A |m:@iumo
Wasl®  parts
N

COMMAND PERFORMANCE

RECORD PLAYERS

Performing miracles in quality .

. price...
construction . . . design ..

. and fidelity.
[}

18 Models in full price
VOLUME

range. All speeds in
manuals and avtomatics

SOLID
PROFITS
®

RCA Licensed Manutacturers

Distributors — write for brochure.

SYMPHONIC RADIO
& ELECTRONIC CORP.

292 MAIN STREET

- CAMBRIDGE, MASS.

| ‘

’ NEW Departure in Antenna Design!
|

|

|

PEAK RECEPTION

on all Channels —
with the NEW

Trlcraft — =

Oy ;::f;’;hanne.a’ FM and Ty ANTENNA'

® Receives ONLY from direc-
tion of station

® 7 separate and distinct radiating elements
® 23 degree beam rejects ghosts, interference and noise

® Designed for maximum strength—sturdy construction
® Can be stacked into two and four bay arrays

o Easily and quickly installed

© Available with or without masts

@ Detailed, illustrated and technical literature available upon request

i
I.F;czc:'rlél:ﬁi?iﬁs NEW Our new catalog is
leading jobbers!

| CATALOG for your FREE copy.

NOW available. Write l

Tréeraft Products (o.

1335 North Ashland Ave., Chicago 22, Ili

Manufacturers of complete line of Television, FM dnd AM antennas ond accessories

RADIO & TELEVISION RETAILING e« June, 1950



Service Shortcuts

(Continued from page 53)

1 solder one lead of the selenium to an
unused pin and use it for a tie point.
When the rectifier is pushed down in
the tube socket, and the leads pulled
tight prior to soldering, it is held in
place quite securely. If you think that
the leads in the bottom of the tube
socket may short out to one of the
other pins, a little spaghetti will take
care of it.

Skinner & Pelton “SILAYOX"

New item offered is an earphone attach-
ment for television sets. Three position
switch provides: 1. Silavox only; 2. TV
Audio only; 3. Both (for deaf listeners). In-

“zz o 7

g

R

stalled in a few minutes, it includes two
sets of earphones and additional jacks for
two more sets. List price is $17.95. Skinner
& Pelton, Inc., 100 N. LaSalle St.. Chicagoy,
1II.—RADIOQ & TELEVISION RETAILING.

Starrett Policy Change

Mitchell [Fein, above, Vice-president of Starrett
Television, New York, hgs announced a imajor
change in the company’s sales and distribution
policies. A changeover has been made from its
direct-to-dealer distribution and lits products will
now be sold exclusively throughi ‘wholesale dis-
tributors. Starrett’s preSent dedlers have lbeen in-
formed of ithe change. They will continue to be
seryiced directly by the factory unti) distributors
are set up in itheir own ateq, after which, the
changeover will be made g;aduallya lhere' are no
changes in list prices or dealer discounts.

Universal Distributors

R. M. Oliver, general merchandise
manager, Electric housewares Division
of Landers; Frary & Clark announces
the appointment of the Leidy Electric
Co. of Phillipsburg, N. J.; Roskin, Ine,,
of Middletown, N. Y.; and Rutkin
Electric Co. of Asbury Park, N. J; as

distributors of the universal [line of

electric housewares.

Dual Motor Rotor

C & G Tool Manufacturers, Inc.; 39
Main Street; E. Orange, N. J., an-
nounced that after many months of
research in their engineering depart-
ment, they are now ready to show to
the trade their new and unique: 1950
model of their dual electric motor an-
tenna rotor. This rotor has two motors;
one for forward and one for reverse
rotation. According to Louis Simpson,
sales manager of C & G, this dual
motor will give double the life of.any
single motor rotor and will be the
fowest priced electric antenna rotator
on the market today, The torque of the
rotor is great enough to carry any
stacked array up to #50 pounds, accord-
ing to Mr, Simpson. :

All production facilities at the 30,000
sq. ft. plant are now working full
shiff to supply advance orders from
distfibutors. C & G is also manufactur-
ing a complete line of chimney and
wall mounts for antennas.

G-E Dishwasher Display

A background 'display and display
service for the Gehneral Electric dish-
washer is now available to GE retailers
through their distributoxs. The back-
ground serves as a permanent display
unit for the dishwasher and is serviced
with one standard and four seasonal
display pieces. Cost is $30.50.

Heres The Best ADVERTISING
YOU (an Get.

B e e

Y

That's the story grapevined to the entire neighborhood even before
the set is unloaded. Here is an excited television-minded audience.
Here is the place where your service men can really do a job selling
your service. Your men dressed in personalized, distinctive Master
Work Uniforms tells this select audience, “Here’s a first-class
Television Set installed by first-class television men.”

The cost of this effective advertising medium is surprisingly low!
Without obligation, write for complete information.

IMPORTANT!
If You Do Not:Know The Name Of The
MASTER Representative In Your Locality
— Write Us, And We Will Have Him Call
On You.

Ligonier,
Indiana

GEO. MASTER GARMENT CORP., Dept. T-6
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E. W Nt

Complete course

Television

forRatione® &4 of study and
working
instructions

in the book

TELEVISION FOR
RADIOMEN

will help you take advantage of the
good jobs open to skilled television
technicians foday.

@ Ihis book is hot only a valuable handbook on

television installation and servicing. It is also
a complete caurse in television fundamentals. Writ-
ten by a man widely known for his articles on tele-
vision in the radio magazines, it explains in practi-
cal, easy-to-understand terms the construction and
operating principles of every part of the television
receiver and the essentials of television transmission.

Full working instructions show each step in
the .installation, adjustment, alignment, and

trouble-shooting of today's receivers, with especially
helpful material on antennas and handy charts for
locating trouble quickly and accurately.

WHAT IS YOUR PROBLEM?

You will find
the answer
in the 721
problems and
SOLUTIONS

in

RADIO & TELEVISION
MATHEMATICS

® Here are step-by-step solutions to every prob-

lem commonly arising in work on receivers,
power supplies, antennas, amplifiers, tubes, trans-
miteers, etc. If you are ever ‘'stuck’’ on a calcularion;
if you need a check on your figuring; or if you want
to refresh your memory on the formulas to use for a
certain problem—you will find your answer gwickly

and easily in this book.
e Good practice for your FCC exams. This book
shows you how to solve every problem requir-
ing mathematics -in the FCC STUDY GUIDE for
licenses of all classes. You will find no better hand-
book for practice in solving problems with ease,
speed and accuracy.

SEE THEM FREE

\--———-—,—‘—'-————-m

: The Macmillan Co., 60 Fifth Ave., New York 11 I

' Please send me a copy of the books checked be- lw
low. I agree to remit in full or return the books

. within ten days without further obligation. l
| [ Television for Radiomen, $7.00 ]
O Radio & Television Mathematics, $6.00 ]
i |
Y Signedfitzt v Neom - CER AR St T ]
{ T |
' Address |
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Universal Shows Range

Universal’s Select-a-Range, with the “’Convenience
Level, at the showing of the range at the house-
wares show of J. L. Hudson Co., Detroit, Michigan.

Name V. K. Ulrich to NU
Tube Sales Position

Appointment of Vinton K. Ulrich as
manager of the renewal tubes sales di-
vision has been announced by Kenneth
C. Meinken, president, National Union
Radio Corporation of Orange, New
Jersey.

Vin Ulrich has been closely associ-
ated with the radio trade since 1935,
first with Caldwell-Clements, Inc., pub-
lishers of Radio Today, where he held
the position of managing editor, and
secondly with Hytron where he di-
rected sales of transmitting, special
purpose, and renewal tubes. During
the war, he assumed engineering as-
signments and was appointed a Con-

sultant of the Office of Scientific Re- |

search and Development. Following
the war, Vin managed Hytron’s com-
mercial engineering department.

Zenith Vice-President

Leonard C. Truesdell has been elec-
ted vice-president in charge of house-
hold radio by Zenith Radio Corp., it
was announced by H. C. Bonfig, vice-
president and director of sales. Trues-

dell joined the company in 1949 as sales |

manager of household radio and tele-
vision, a new office necessitated by
expanding production.

RNew Meck Jobbers

John Meck Industries, Inc. has ex-
panded its distribution set-up with the
appointment of four new distributors,
John Meck, president of the firm has
announced.

Mayflower Industries, Inc., New York,
N. Y, headed by Morris Segal, will
handle distribution of the television
and radio-television sets in the metro-
politan area.

In Minneapolis, Minn., Harry W.
Olson, 406 Marquette Ave., was named
distributor. Frankel Electric Co., 2532
Fifth Avenue, Rock Island, IIl, was
named distributor for that area. The
Frankel firm is headed by Larry
Frankel. In Des Moines, Ia., distribu-
tion is being handled by C & H Home
Service, 230 E. Third Ave.

Admiral Distributor

_ The newly formed State Distributing
Co. of Jacksonville, Florida, has been
named a distributor for Admiral Corp.,
Wallace C. Johnson, vice-president in
charge of sales has announced.

STANDARD AND
HEAVY DUTY

INVERTERS

Do

For Inverting D.C. to A.C.

Specially Designed for operating A. C. Radios, Tele-

-\ Vision Sets, Amplifiers, Address Systems, and Radio

Test Equipment from D. C. Voltages in Vehi-

cles, Ships, Trains, Planes and
in D. C. Districts,

“A" Bottery Efiminatar, DC-AC Inverters
Auto Radio Vibrators -

Awikrican Tetevision & Raoio Co.
Quality Products Scuce 1631
SAINT PAUL 1, MINNESOTA-U.S.A
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Lewyt Premium

SINCE 1916

...the name to remember
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fi Corp. offers this 11-piece Family Picnic Set as | ’ 81
H its summer answer to the trade-in problem. This b A Musi
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New Products | (8
ew ro ucts . % Electronic and Acoustic
| & models. 3 Speed and
: - [ 3 Standard
Turn-Vue TV TURNTABLE -
A television turntable is offered which [ L I
fits all table model sets. Provides easy & = — ———
turning of TV set to attain direct view from
& : LIE |
| TRIPLE  YOUR TV SALES!
| | % TENNA-TRAILER SAVES TIME AND MONEY
‘? ! F IN “ON THE SPOT”’ ONE MAN DEMONSTRATIONS

S e

The new Price Tenna-Trailer will put
you way out front of your competition.
It enables you to quickly raise a 51
foot mast. One man can set the versa-
tile unit in position, crank up teles-
coping mast, rotate for best signal —
all in a matter of minutes. You'll
be thrilled with its ingenious, sturdy
construction!

any angle. List price is $4.95. Turn-Vue
Corp., 501 Fifth Ave, N. Y. 17, N. Y.—
A RADIO & TELEVISION RETAILING.

Ferrar BABY SITTER

§ A new one-way intercom, which will |
broadcast over an unoccupied radio fre-
quency for a distance of 300 feet, is being

MAST AVAILABLE SEPARATELY

With adaptor kit, Tenna-Trailer becomes means for erecting permanent rotatable
Mast instaliations on the ground.

Trailer is ruggedly constructed of steel, furnished complete with tires and stand-
ard trailer coupler with ball. Unit trails easily, stands rigid in high winds, yet is
the lowest price portable mast in the field.

.E Write for illustrated folder for full details. Don't delay! You, too, can get
b the jump on your campetition with the Price Tenna-Trailer!
&
: Complete, Trailer with Mast, Net .. .. .. $225.00
Tenna-Trailer Mast only, Net ... ... ... .. $75.00
Stationary Mast only, for
permanent installations, List ........ $75.00

promoted as a baby sitter. Needs no in- I
stallation or wires. List price: $19.95. Fer- 5

PRICE TENNA-TRAILER CO.

B i e -

rar Radio & Television Corp., 55 W. 26th
St, N. Y. 10, N. Y-—RADIO & TELEVISION
RETAILING.

WATSEKA, ILLINOIS
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the most
Beautiful,

! || \Easiest to Install,
/ 4 Lowest-Cost

“a)'.‘lrwl"’h;the

ALL-ALUMINUM

LNER

'l

patent applied for

Check These Points

\ Before You Buy a Mast
i " @ 50 fr. Mast complete weighs
f less than 50 lbs.

® Minimum wind resistance.
No painting, no rusting, no
corrosion

® Threaded section of Mast
tubing stronger than the tub-
ing itself

® No climbing—entire assem-
bly is done from the bottoin
even on 100 fc. heights

® Can be erected from hori-
. zontal position up to 40 ft.

® Rotatable from the bottom
® Less space to stock

® All shipments prepaid

Tl

Get full detdails, write

MILNER MANUFACTURING CO.

Jackson, Mississippi

All-aluminum
fittings.
Universat top
adapts to any
size antenna.

Can be placed anywhere.
Bases designed for any
lype installation,

Tubing in 10-ft. sections is
joined by special rolled
thread design {patent
applied for).

Atwater Distributors

Atwater Television Co., Brooklyn,
N.Y.. manufacturers of quality TV re-
ceivers, appointed 6 new distributors,
it was announced by I. R. Ross, director
of sales. The distributors are: Cham-
bers Electronic Supply Co., 1667 Cen-
tral Parkway, Cincinnati, Ohio; Elgee
Electric Co., 418 No. High St., Colum-
bus, Ohio; Link & Company, 173 Elli-
cott St, Buffalo, N.Y.; Milmore Dis-
tributing Co., 16241 Manning, Detroit,
Mich.; Sun Lumber Co., 743 No. Main
St., Woonsocket, L. I.; and Baerco, 3167
E. Main St., Columbus, Ohio.

Walter with Neorge

H. T. Walters, service manager for
the Firestone Tire and Rubber Com-
pany’s appliance and radio divisions
since 1945, has announced his resigna-
tion, to accept a position with the Norge
Division of Borg-Worner.

Joins Raytheon

Captain David R. Hull, USN (Ret.), above, has
joined Raytheon Mfr. Co., Walthom, Mass., as
assistant to Wallace L. Gifford, vice-president in
charge of Equipment Divisions.

Tele King Sales Reps

Harvey L. Pokrass, president of Tele

King 'Television Corporation, New
York, announces the appointment of
the Blackman Sales Company of 8373
Melrose Ave., Los Angeles, as the Tele
King sales representative for the 11
Western states and Hawaii.

Littelfuse FUSE HOLDER

The "Snap-On TV Fuse Holder” snaps
onto the blown pigtail fuse within the set.
This eliminates time and troukle usually en-
countered in replacing soldered-in pigtail

fuses. The Snap-On fuse holder fits onto the
existing fuse and becomes a permanent part
of the set. Each time a new fuse is needed
it can be slipped into the holder. The device

| sells for 15¢. Littelfuse Inc., 4757 Ravens-

wood Ave., Chicago 40, Il.—RADIO & TELE-
VISION RETAILING.

1

New Fringe Areas Open
With Each New TV Station

CHAMPION
STEEL TOWERS

Will Solve Your Problem

FOR THAT
FRINGE AREA
STURDY
EASILY ERECTED
PRICED RIGHT

GUYED TOWERS
45 Feet
65 Feet
85 Feet

tExtra 20’ Sections Available fer
Greater Heights)

SELF-SUPPORTING
TOWERS :
40 Feet
53 Feet
67 Feet
80 Feet

DEALERS and JOBBERS
WRITE FOR LITERATURE

NORMAN M. SEWELL, Inc.

LANSDALE
PA.

MODERN DISPLAYS |

NEED LIGHTED MOTION!

kassot

Model “712>

t0-Shgo

ELECTRIC TURNTABLES

The ACTION Display-Way
To Boost Your Sales!

ODEL 712 ROTO-SHO's two-way built-

in electric outlet permits novel, self-
contained lighting effects as well as opera-
tion of electrical devices while the turntable
revolves three times a minutel (Lights turn
with table.) :

There’s nothing like /712" to revolutionize
your window trim, because motion plus cer-
rect lighting is the key to successful displays.
Sturdy construction, guaranteed, carries up
to 200 Ibs. Table 18 in diameter. A.C. only.

Write for our complete ROTO-PRODUCTS
catalog!

GENERAL DIE AND STAMPING CO.

Dept. TV, 262 Mott St., New York 12N IY

- J

RADIO & TELEVISION RETAILING June, 1950



[;

HE most popular name in pho

nographs today is DUOSONIC,

which stands for the ultimate in
phonograph perfection . . . exception-
ally rich in tone, dependable in con-
struction, richly styled for unusual
beauty . they are the choice of
progressive dealers everywhere . .
available in models and colors to suit
every taste and budget.

Franchises are still open. Write about
the availability of this top line for
your territory.

Address all inquiries to Dept. TRD 4.

SONIC

INDUSTRIES INC.

221 West 17th St.
New York 11, N. Y.

Manufacturers of Super Sonic TV +FM Amplifiers

RADIO & TELEVISION RETAILING s June, 1950

| The Mid-Lantic Chapter:

News of the Reps

Wolverine Chapter: Gerald Wilson, 403
Second Avenue, Jackson, Michigan,
elected to full senior membership.
California Chapter: Harold L. Newnan,
420 Market St., San Francisco, elected
to full senior membership.

Andrew J.

Foley, Jr., 640 Federal St., Camden,

N. J., elected associate member.

Mississippi Valley Chapter: Theodore

B. Lowell, P.O. Box 21, Normandy,

Mo., elected to senior membership.

Southwestern Chapter: J. Earl Smith,

505 N. Ervay St, Dallas, Tex., elected

president.

Jack Yount, 1423 Pleasant Grove
Drive, Dallas, Tex., elected vice-
president.

Hal F. Corry, 3522 Gillon Ave,|
Dallas, Tex., re-elected secretary-
treasurer.

Buckeye Chapter: John R. Covert, 600

Grant St, Pittsburgh 19, Pa., elected |

to associate membership.

Empire State Chapter: Maury Farber,
157 Hartwell Rd., Buffalo, N. Y,
elected to senior membership. ]

Los Angeles Chapter: Appointed a
new inter-industry committee with
Herry Hill as chairman: George
David, Carl A. Stone, Dave Marshank |
and Harry Lasure.

New York Chapter: Paul Nichols and
Robert E. Sargent, 1819 Broadway,

P

N. Y., elected to full senior member-
ship.

Sylvania Protects Price

of the Colonial Radio and Television
Division of Sylvania Electric Products.

rent Sylvania Television models.

In a memo to Sylvania distributors,
McDonough stated in part: “In the
event of a price change, dealers will
promptly report to you their inven-
tory of completely new and unused
sets by model and serial number. You
will be responsible for reimbursement
of price differentials to dealers, re-
porting them to the factory together
with a claim based upon your own
inventory. Immediately upon receipt
of your claim for price adjustment.
the factory will credit your account
with the amount to which you are
entitled.”

Crosley’s Dealer
Accounting System

incorporates up-to-date business and
management techniques, has been de-
vised by the Crosley Div. of Avco
Mfg. Corp. for the use'of its franchised

is. contained in a manual that outlines
only the necessary accounting func-
tions to provide the dealer with com-

plete control of his business activities.

J. K. McDonough, director of sales |

| 1948 RECORD CHANGER MANUAL

Inc., has announced the establishment |
of a price protection policy on all cur- ! gaio based on actual analysis of equipment. Over 400

A complete accounting system, that|

major appliance dealers. The system |

PHOTOFACT BOOKS
HELP YOU € WAYS!

1. SAVE TIME

HOTOFACT TELEVISION COURSE.

Gives you a clear understanding of TV principles, oper-
ation and practice. Complete coverage of all phases.
216 pages; profusely illustrated; 8% x 11”. Used by
thousands, Order TV-1 .. oo vvvevnnns, +e.. Only $3.00

TELEVISION ANTENNAS

All you need to know cbouf TV antennas—describes all
types, tells yau how to selec', how to install, how to solve
troubles. Saves time; helps you earn more, 192 pages;
illusteated; handy pocket size, Order TAG -1., Only $1.25

TELEVISION TUBE LOCATION GUIDE

Accurate diagrams shawing the position ond function of oll
tubes in hundreds aof TV receivers. Diagnose trouble and
replace tubes, inmost coses withaut remaving chassis. Over
200 pages; pocket size. Order TGL-1...... Only $1.50

4 |

.

e

Covers 45 models mode in 1948, including LP and dyal-
speed changers, plus leading wire recorders, Original

poges; de luxe bound, 8Y2 x 11", Order CM-2.,Only $6.75

AUTO RADIO MANUAL
Complete PHOTOFACT Service data on more than 100
post-war auvto radio models. Complete, accurate, unifarm
information. Covers over 24 manufacturers. Makes auto
radio servicing easier and more profitable, Over 350
pages. 8%2 x 11”7, Order AR-1........... Only $4.93

THE RECORDING & REPRODUCTION OF SOUND
A complete, authoritative treatment of the entire subject.
Covers all phases of recording ond amplification. 364
pages. 6 x 97, cloth binding, Order RR-1....Only $5.00

NEW! DIAL CORD STRINGING GUIDE
New Volume 2, covering receivers produced from 1947
through 1949. The only book that shows you the one right
way to string a dial cord in thousands of receivers. Handy
pocket size. Order DC-2. ... .cuvun.. ++.. Only $1.00

HOWARD W. SAMS & CO., INC.

Order from your Parts Jobber Today, or write
direct to HOWARD W. SAMS & CO., INC.,
22(5 E. 46th St., Indianapolis 5, Ind.

1
] |
1: 1
]
I My (check) (money order) for S..... enclosed. |
: Send the following books: :
i 4ar1v- O RR-} O AR-1 0 T6L-1 |
:\ O TAG4 0O CM-2 O DC-2 1
1
1
LIpName} X o8 L . S s oo S b oo et :
) 1
?i AddressWarvr. L e s AR ol T ST N 1T :
! [}
: City «vvvvnnnn P - Zone. ...State. ....... %
e e e e e e T e
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THE phonographs that are
setting a new high stand-
ard of comparison. Your cus-
tomers want appearance . . .
performance . . . value . . .
MUSIC MASTER offers them
all. Extra rich in tone and
beauty, plus extra dependable
performance, their construc-
tion is a triumph of sleek,
modern styling. Exclusive new
features also give you many
more extras at no extra cost.
Available in wide choice of
models and colors . . . all
priced to give you the fast
turnover you need.

Address all inquiries to Dept. TRM 2

.94

PRODUCTS

CORPORATION

225 West 17th Si.
New York 11, N. Y.

| New GE 24-Inch Tube

A 24-inch television picture tube
which will produce a direct-view pic-
ture almost as large as your daily
newspaper page, has been made by
the General Electric Company here.

For pictures this size it was pre-
viously necessary to employ projection
methods wusing a magnifying lens
system to enlarge the image as it ap-
peared on the face of a small picture
| tube. This method resulted in loss of
picture detail and brilliance, GE en-
gineers say.

Dr. W. R. G. Baker, GE vice=presi-
dent, said the company plans limited
production by fall.

Pheoenix Adds Space

Phoenix Electronics, Inc., manu-
facturers of Speed-Tennas, Speed-
Mounts and accessories, has added 3000
square feet of manufacturing area to
its plant in Lawrence, Mass.

Mitchell Names Russell

The appointment of Lewis M. Russell
as advertising and sales promotion man-
ager of the Mitchell Manufacturing
Company, Chicago, is announced by
Bernard A. Mitchell, president. Mr.
Russell will handle the promotion of
Mitchell’s lighting fixture, room air
conditioner and radio specialty divisions
as well as their new television line.
Formerly advertising manager of the
Culligan Zeolite Company, Northbrook,
IIl., Mr. Russell spent many years as
director of advertising and sales promo-
tion for Hotpoint’s refrigerator and
home laundry equipment divisions.

GW TELEVISION LAMP

Combination reading and torch light is
offered for TV viewers. Lamp is 25-inches
high; finished in copper and brass and

has 3-way switch. Big feature is the in-

E

vertable shade, which will direct light
up to prevent glare on TV screen. List
Price is $11.95. Godfrey and Wing, Inc.,
3141 Superior Ave., Cleveland 14, Ohio.—
RADIO & TELEVISION RETAILING.

l
|
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ORIGINAL and SEil the BES
NING ARRES

for all
weather
conditions

will not
absorb
moisture

APPROVED
for OUTDOOR-
Indoor Use!

Protects Television Sets Agalnst
Lightning and Static Charges

Fits Any Type of Twin Lead

No. AT102 for Regular Twin Lead $ 2 5

No. AT103 for Oval Jumbo Twin Lead

No. AT103 Also for Tubular Twin Lead

BOTH Models Conform With Fire

Underwriters and National Electrical

Code Requirements for OUTDOOR EACH
installations. ;
SIMPLE TO INSTALL . . . For maximum efficiency,
arrester should be mounted outside window nearest
to TV receiver, with ground wire attached to nearest
grounded point. « No stripping, cutting or spreading of
wires necessary. Supplied complete with 4 ft. length
of Ductile Aluminum Ground Wire for Wall Mounting,
and Strap for Mast or Grounded Pipe installation.

MANUFACTURING CO., Inc.
6127 16th Avenue, Brooklyn 4, N. Y.
Firstin Television Antennas & Accessories

NEW MUSIC LOVERS

AMPLIFIER
the GROMMES CUSTOM

undisputed best..."Ears” or Instruments!

Exclusive feedback circuits. Model
' 200PG oﬂ'(_afs frequency response of
10.1 DB, 10 to 50,000 CPS. Distortion
at 20 watts is 0.2% — no phase shift
or transient oscillations of any kind.
Write today for free techriical bulletin.

PRECISION ELECTRONICS, INC.

641:43 MILWAUKEE AVENUE + CHICAGO 22, ILLINOIS
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CLOSING DATES
FOR

ADVERTISERS
June, 1950

Admiral Corp. . ....... s i8

|l Air King Products Co., llnc. ........... Coven, 2

Amefican Television & Radio Co. ........ . 90

RADIO.TELEVISION Anchor Radio Cofp. ... B = = 35
RETAI L' NG Astatic COFp. ... ... oo .. 18

: Belmont Radio Cofp. ..................... 19
Bendix Aviation Corp. .......... ........ 8, 9

Brachi Mfg. Corp. ....................... 59

Burgess Batteries .................. ... 79

of preceding month for all

ads requiring proofs, cOBE | cqigweil-Clements, fnc. ........ ... 72, '95
5Ih position, foundry work, key | Columbia Recorgs P e 990 . "?g
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ix Fo Di AR-1
Hytron Radio & Electronics Corp. ......... 61 Phoenix lded ipole P R

High and low frequency can be oriented

‘ ) Industrial Television, nc. ................. 87 sepafately. Completely prezassembled speed-
a we = \emen S,J c. JEDIMEG 2Cos bincie . i 05 RESRCE 94 fig. Maximum gain over conplete bands Com-

) Jackson _Tndush:ies ....................... 23 plete with all hardware, less mast
480 LEXINGTON AVENUE Jensen [Industries ....................... 84 7
v Jensen Manufacturing Co. ................. 49 et
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Macmillan Co. . ... ... ... 90 SPEED-MOUNT
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]
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PACKED WIiH NEW PROFIT ITEMS Sylvania. Elestric Products, inc. ... ..... 45, 30 SITAND-OFF 5 I 1
Complete buying guide for service-men, || Symphonic Radio & Electronic Corp. ...... 88 INSULATOR PAM-11
dealers. New TV accessories, TV installation | Technical Applian ~ -
1 Corp. i
equipment, TV test instruments, tubes, radio Telrex, Inc. p?.l. - ‘c.e. : orp PR b '615 {»\"“hes' o tse%or;ds
accessories and other electronic supplies. fione Products Corp. .......... ... ... .. ... 94 S snz.e P L
Thousands of repair parts cross-indexed ;:?ccll'aflie%:;ﬂgzts Cg:)p. """""""""""" 85 AUIEE UG & S
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Same-day shipment. Cata- : | .
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New TV Models

Starrett SUMMER LINE

A new line of TV sets, to be merchan-
dised for the summer only, has been an-
nounced. The sets all feature a 19-tube
chassis. They are: model 101, 12%-inch
table model, luggage finish, for $129.95;
model 150, 12V%-inch table model, mahog-
any, for $139.95; model 175, 12V-inch open
consolette, for $179.95; model 201, 16-inch
table model, mahogany, for $189.95; and
model 250, 16-inch consolette, mahogany,
for $219.95. Starrett Television Corp., 601
W. 26th St., New .York I, N. Y.—RADIO &
TELEVISION RETAILING.

Tele-Tone 16-INCH TV

A new 16-inch TV set has been an-
nounced. Called the model TV #317, it is
available in walnut for $229.95, and in
mahogany, at a slightly higher cost. Tele-
Tone Radio Corp., 5400 W. 58th St., New

York 19, N, Y.—RADIO & TELEVISION RE-
TAILING.

Conrac NEW LINE

A new line of TV receivers has been
announced. Including only 16- and 19-inch
models, the new line features the RCA
short picture tube. Also featured are black
filter glass faces, and jacks for phono at-
tac;hment. All are 24 tube circuits. Retail
prices start at $389.95. Conrac, Inc., 649
W. Foothill Blyd., Glendora, Calif.—RADIO
& TELEVISION RETAILING.

I

Westinghouse Manager

A. Earle Fisher, has been appointed
merchandise manager of the Westing-
house TV-Radio Division in Sunbury,
Pa., Joseph F. Walsh, sales manager an-
nounced recently. Mr. Fisher, former-
ly southeastern district manager for the
division, will aid in distribution organi-
zation, development promotions in new
TV markets and will assist district
managers on special projects in the
field.

Arvin Affirms Name

Change of the corporate name from
Noblitt-Sparks Industries, Inc., to Ar-
vin Industries, Inc., has been proposed,
and, according to the plan of the board
of directors, will become effective on
Monday, July 3rd. Q. G. Noblitt, board
chairman and co-founder of the firm,
initiated the action with the backing
of Dr. Frank H. Sparks, president of
Wabash College, who with Mr. Noblitt
launched the firm in 1919. The com-
pany’s policies, products and operations
will be unaffected by the name change.

New Sylvania Offices

Sylvania Electric Products, Inc., has
announced the consolidation of its New
York offices in a new headquarters at
140 Broadway, New York 19, N. Y.
All of its principal departments are
now located here.

. New Catalogs

Ray-Dyne Mfg. Corp., White Rock,
South Carolina: A new 12-page cata-
log shows the latest line of Ray-Dine
Phonographs, which includes kiddie
phonographs with acoustical tone-arms,
children’s console combinations, electric
amplified portables in single and 3-speed
models, and 3-speed portable combina-
ticns. Kiddie consoles are available in
straight phono, radio-phono and desk-
type combinations.

Phoenix Electronics, Inc., Lawr-
ence, Mass.: The latest catalog makes
available to dealers and jobbers complete
information about the entire line of TV
Speed-Tennas, Speed-Mounts, and acces-
sories. Included are illustrations and
technical data on folded dipoles; conical
antennas; chimney, wall, ventpipe, roof
and universal mounts; standoffs and a
wide array of hardware and installation
equipment, The catalog is free.

Walker-Jimieson, Inc., 311 S. West-
ern Ave., Chicago 12, Ill.—The new
1950 catalog covers TV, radio and elec-
tronics parts, tubes, tools, test equip-
ment, accessories and other electronic
supplies. Catalog will be sent free to
hose entitled to buy at wholesale.

drawn seamless steel tubing.
for permanent rust protection.

%
:é;' EASY INSTALLATION

feet in length collapsed.

lets.

wind.

—60 feet.

installations.

demonstration.

minutes.

ENERGY FARM
EQUIPMENT CO.

Monticello; lowa

IT'S HERE! THE EASY TO ERECT ||
G HYDRAULIC
gER TELEVISION MAST
“NO GUY WIRES NECESSARY”

An all hydraulic sectional mast extended with
hand or power pump. Mast constructed of cold =
Cadmium plated

ENERGY Masts can be installed in a short
time, either clamped to side of building or set
o in concrete away from building, then raised
and lowered hydraulically as service requires. L

Weight of 60 foot mast is 330 pounds, 22 |

Hand or power pumps can be furnished.
® One mast can serve many out-
Mast will withstand 100-mile

‘® Manufactored "in two sections
=—40 feet and three sections

® Also recommended for two-
way taxi and ‘‘Ham?”

7 Ideal for Portable Demonstration Antenna
Smooth quick operation, ideal for commercial car

For any test location, can be set up in a few

=5

and

radio

“MADE BY ENGINEERS FOR ENGINEER

CORNISH WIRE COMPANY, e

' have been preferred for their .a.b-
solute uniformity, superior qualities
ultimate economy. Foremost
setmanufacturers specify CORNISH,
because our engineers keep
abreast of electronic developments.

‘ 3 Let us serve YOU.

Write for cataleg m

s

w York

Ne

96

15 Park Row

=

1, Y.

=
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THIS MONTR i i o
OTOROLA,
fo it easy PROF

THE NEW 1950 (Méﬁwfa PORTABLES

ARE BETTER THAN EVER!

l. It’s a Ili_g gift season. Besides Christmas;
shis is your largest gift season! For graduation gifts,
Father’s Day, Weddings. portables are perfect gifts
for all! For men or women . ..youngorold.,.a
portable is a welcome gift of entgrrainment that
goes everywhere!

2. Vacations are on the way! Here’s a
power-packed portable selling feature . . . portables
to take on vacations! Wherever your customers are
going . . . beaches, cabins . . . city or country . - .
Motorola portables bring extra FUN. They operate on
AC/DC House current, or their own long-life batteries.
Like a piece of luggage, portables “GO-ALONG!”

3. Motorola’s big national promotion is
in full-swing NOW!! The biggest national
portable gift promotion EVER . . . is going strong
RIGHT NOW. Leading national magazines are pre-
selling your customers on Motorola portables as gifts.
Available to you are Ad Mats, Window and Counter
Displays, Window Streamers, and individual Gift-Day
Displays! You can’t afford to miss this golden oppor-
tunity for profits . . . get in on the act NOW!

Contact your MOTOROLA Distributor!

RADIOS
TELEVISION

MOTOROLA INC. » 4545 AUGUSTA BOULEVARD + CHICAGO 51, ILLINOIS
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NOW ... another big opportunity for service techni-
cians to get Volumes I and II of the famous, original
RCA Television Pict-O-Guide edited by John R.
Meagher, the renowned T'V service authority. Place
your order with your RCA Tube Distributor at once
to insure delivery of your copies before the supply
is again exhausted, or the offer expires. "

Acclaimed as one of the greatest practical and
instructive aids to TV receiver trouble shooting in

Z‘ Yeoshi, Shoeﬂp_s
Y Pltterg =
xolyyy,

N N

Sh-cydle sine.wave instesd of saw-toath volta
vertical gutput . Read VO-1a 1o ¥O.1e
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by popular demand...
the Famous RCA Pict-0-Guide

) = Volume I or Il with each order
of 100 tubes or 3 kinescopes

the field, the original RCA Pict-O-Guide provides
eyewitness identification of many faults common to
all TV receivers and gives basic, authoritative rem-
edies—the kind of practical information that pays
off on the job.

There’s no substitute for the quality of service
information in the RCA Television Pict-O-Guide. . .
just as there’s no substitute for the quality of RCA
tubes. Both are yours at no additional cost!

Always keep in touch with your RCA Tube Distributor

RADIO CORPORATION of AMERICA

ELECTRON TUBES

HARRISON, N. J.
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