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IMMEDIATE DELIVERY!
— [/

ANNIVERSARY MODEL 17 M3. Giant 17 inch screen. Ebony
black metal cabinet. Gold knobs and mask. Big, clear,
steady picture. Adaptable for color converter and UHF.

FEATURED IN BIG SPACE NEWSPAPER ADVERTISING CAMPAIGN
IN 55 MAJOR TELEVISION MARKETS

Tie in with this sales producing promotion. Merchandising aids, newspaper mats available through
your Air King distributor.

P~ o

30th America’s only
Anniversary Custom-tuned
Special Television

AIR KING PRODUCTS CO., INC. e 170 53RD STREET, BROOKLYN 32, . Y.
W hile at the Chicago Radio Parts Show, be sure to visit the Air King Exhibit at Room 1454, Merchandise Mart
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Hop aboard ARVIN'S
M
dreat Sunshine Special

N

This Arvin Flash-Fold s 95 .
Portable Chair. .........

{retail price)
P I.US g:li:a‘:llz iI';adio sl (?efbnneties)
together worth $259° $ | 50
Sell both profitably for i o

Here’s a real “natural” to perk up spring speaker . .. Sandalwood or Burgundy. The
and early summer sales! It’s the perfect Portable Chair is Arvin’s all-purpose

combination package that budget-conscious
vacationers and week-enders can’t resist. The
portable is Arvin’s light-weight (4 1bs.),
powerful 446P battery model with superhet
circuit, Velvet-Voice tone, improved PM

style PR-200 with super-strong steel frame
and durable canvas back and seat. Folds flat
in a flash. Together, they’d cost $25.90—but
you sell both at the special combination
price of only $22.50—and make a good profit!

e ——

FREE! Eye-catching window trim and dynamic newspaper mats with your orders!

Don’t Delay— Write, Wire, or Phone your Distributor for full details . . . Now!

Television and Radio Division, ARVIN INDUSTRIES, Inc., Columbus, Indiana

{Formerly Noblitt-Sporks Industries, Inc.)

2 RADIO & TELEVISION RETAILING + May, 1951
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Television’s greatest Price
and Value Leader!

Available for delivery again—Arvin’s high
quality, low-priced 408CT, the biggest
little TV set on the market!

Sell its high quality and rock-steady
pictures to budget-conscious prospects . .
use it as a leader . . . merchandise it as
the perfect ‘‘second set.”” Features include
814" No-Glare Black Tube, Service-Free
AC circuit, two-knob tuning. Order now
for immediate delivery.

e
Model 4080T

Choice of Mahogany,
Limed Oak, Willow Green
Finishes. Table extra

Beau-iful . . . and budget priced.

It’s your answer to higher prices

and Regulation W. No-Glare

123" Tube, phono-jack, built-in

! anterna, AC operation. Rich

{ impo-ted mahogany veneer
high=styled console.

199"
Mod2l 2126CM

Get the jump on competition
with this sensational table model
that lends itself to promotion

. . . and sales. Rock-steady
pictures, Velvet-Voice tone,
2-knob tuning, phono-jack—
every wanted feature,

189"
Model 2121TM

All prices plus tax and warranty, slightly higher in zone 2. All Arvin television receivers are
designed for easy conversion to receive color broadcasts transmitted under established FCC standards.

Some Franchises still open — write, wire or phone your distributor

Television and Radio Division, ARVIN INDUSTRIES, Inc., Columbus, Indiana

{Formerly Noblitt-Sparks Industries, Inc.)

RADIO & TELEVISION RETAILING ¢« May, 1951
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MODEL HIR TENNA-ROTOR is the only fully auto-
matic rotator. Just set it and forget it. Your antenna turns
to the proper position and stops. North—East— South—
West—direction indicator dial shows exact antenna
~osition at all times. Extremely accurate!

—

I — ‘ T

THIS NEW TV BOOSTER features one simple by
control. Automatic on-off switch gives maximum,
uniform high gain on all channels—quick to install.

An excellent companion item to the Tenna-Rotor.
The New Alliance Tenna-Scope!

NATION-WIDE TV ADVERTISING PRE-SELLS! Tenna-Rotor is the only TV
accessory backed by a powerful, sustained television campaign-—nationalin scope.
Alliance Tenna-Rotor offers faster installation with 4-conductor "Zip"' cable. Works
in any weather. 1-year guarantee. U. L. approved.

RADIO & TELEVISION RETAILING < May, 1951



Every Philco Television Chassis Must Pass this

Unique Test of Operation

Famous Philco *Hot Run” Test

Here is a test without equal in the television industry that
typifies the extra care, the extra painstaking attention to detail
that goes into the making of every Philco television set. It’s
called “hot run testing’’, because each chassis, as it travels
on overhead conveyor, is operating exactly as it would in a
typical home. Picture and sound quality are checked enroute.
Though costly, it shows how Philco takes every precaution to
insure performance and dependability in the customer’s home.

It’s Extra Precautions Like This... Plus

Leadership in Research and Engineering that make

. PHILCO ARST W QUALTY

1951 with its exclusive Balanced Beam True-Focus
picture is the sensation of the industry . .. firsz in quality,
and first in performance! This overwhelming acclaim
for Philco’s brighter, clearer picture and for Philco’s
powerful, dependable performance is once again a tribute
to Philco leadership in research and engineering, and to
all those standards of design and manufacture that have

YOU HEAR IT wherever television is sold...Philco for

RADIO & TELEVISION RETAILING + May, 1951

made the Philco name famous for quality the world over.
In many new ways, too...like the test illustrated
above . . . Philco quality is guarded so that it will be
delivered to the user with its builr-in performance and
dependability unimpaired. That’s why the verdict today
is overwhelming . . . Philco is the guality leader of the
television world, with the truest picture, the finest
performance, the greatest values in TV history.
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“gUR-CALL=-BACK=EXPENSEESCARED-USE

““Customers’ sets kept giving us

trouble. That was before we
standardized on quality
tubes ... G-E tubes!”

MIKE FILDERMAN, Vice-President
S Phillips Radio Campany
a“d 2012 Shannan Place, S. E.
Washingtan, D. C.
< oday we don’t worry, as we did once, about call-
back expense endangering profits. Quality tubes,
which we use 100 percent, have done away with our
most common cause of receiver trouble—tube fail-
ures. When our men finish one service job, they can
go on to another knowing it's unlikely the first
customer will ask for a return visit. Believe me, that
saves plenty when you're servicing TV sets on yearly
contract—and Phillips has about 15,000 contracts
in the Washington, D. C., area . . . Quality and G-E
mean the same thing to us! We feature G-E tubes;
we find they keep our call-backs down, our men
productive, our profits up.”

e

1t's a habit with customers, to ask fo see the G-E label on tube Every G-E picture tube is carefully tested for electrical and

cartons . . . so Phillips Radio and other service dealers have dis- screen characteristics. Here brighiness is being measured, and the
covered. No name excels General Electric in public acceptance— screen area inspected for any blemishes. Many other tests follow.
means more quality-wise, builds greater user confidence. G-E tubes are pre-checked for superior performance!

3 ELECTRIC

181-KAS

GENERAL ¢

RADIO & TELEVISION RETAILING < May, 1951



Chosen by the Experts!

Comparative Test Again Proves Sylvania
Television Engineering Leadership!

HNati ciation
of Broadeast > Technicians

MATIONAL OPFIGE
POOME43 - 80 EAST JACKEDN SOULEVARD
BHIBASD 4, ILLINDIS

WAgASN 3-24813

March 30, 1951

Mr, J, K. McDonough

Sylvania Electric Products Inec.
Radio and Television Division
254 Reno Street

Buffalo 7, N. Y.

Dear Mr. McDomough:
It occurred to me

a recent comparativ
vision sets.

GEORGE MAHER

Executive Secretary bet itor
National Association
of Broadcast Engineers
and Technicians

We were contemplating the purchase of a television
f our headquarter offices here in

We lined up the sets made by various manufacturers
and sub jected them to the most sareful analysis and tests,
The result was that we decided to buy a Sylvania set, It
was apparent to all of us that the picture of the Sylvania
was outstanding.

The effect of this decision has been rat
ficant within our own organization,
several of our officials have cho

Since these tests were carried on entirely within
our own organization, we believe that credit should be
giver where credit.is due for your excellent engineering
achievement,

I may add that no one connected with Sylvania had
any part in arranging these tests nor in the conclusion
which was reached,

Sincerely,

GM:k Executive Secretary

Demonstrate with a SYLVANIA! K Means Profit to You!
See! Hear! Compare! Sell SYLVANIA!

For Name of Your Nearest Sylvania Television Distributor, Contact i
Sylvania Electric Products Inc., Radio & Television Division, 254 Rano Street, Buffalo 7, New York

RADIO & TELEVISION RETAILING + May, 1951



tel-o-tube. ..
symbol of picture
tube superiority

L Y]

All Sizes Immediately Available for
Conversion and Replacement

As a symbol of picture tube superiority, Tel-O-Tube too, has
gained the recognition and esteem of many of the world’s
most renowned television experts. Outstandingly superior
craftsmanship, unmatched performance, and record-breaking
longevity are only three of the many reasons why these men
men who know picture tubes—have come to recommend
Tel-0-Tube as the ideal tube for both original and replace-
ment equipment. Today, Tel-O-Tube's complete line of
cathode ray tubes is being offered for immediate availability

an excellent opportunity to find out for yourself how truly
fine a picture tube can be!

The GREATEST Names In Television
PROTECT Their Names With Tel-O-Tube

See Our Display at

the Chicago Parts Show
Porcelain vase executed by the brilliant Room 632, Stevens Hotel

Danish designer, Gerhard Henning; recog-

nized by many of the world’s most esteemed

. pottery experts as a true symbol of some of

¢ the finest porcelainware produced in the
twentieth century. N

Cw

Hennimg vase courtesy Metropolitan Museum of At

@il WRITE .. WIRE . .. PHONE

L-O-TUBE Corporation of America

EAST PATERSON, NEW JERSEY
pumson e 18 gales Office: TEL-O-TUBE Sales Corporation, 580 Fifth Ave., New York 19, N. Y.

ML WDRLD'S FINEST

RADIO & TELE¥ISION RETAILING + May, 1951 9



Leading the leaque

G.E.’s finest 17". Beautiful examp ¢ of
18th century styling. Genuine mahogary
verezrs, handcubbed t0 a satin listes,
Higtly-figured full-length doors wish
custcm antique door pulls. Concealad

g e

swivel casters for easy moving in any
direction. 17" G-E rectangular black
tube. G-E electronic tubes team up with
the G-E picture tube for peak perform-
ance. Model 17C109. $399.95*

Incl. Fed. Excise fox

AR TERGERT .

UNREECRS SREA N

s "‘")g%‘)-;iv«.,"
. .

v < r x o
- . .
SERTRP S SRS

.
.

GENERA
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JIM KONSTANTY—
Philodelphia Phillies’ re-
lief hurler. Voted "most
valsable ployer” in Na-

¢

fional League in 1950.

17€103. Handsome cabinet in genuine
mahogany veneers. Big-as-life pictures
on G.E.'s famous 17" rectangular black
tube. Concealed non-marking swivel
casters for easy moviag. $349.93*

Incl. Fed. Excise tax

B ELE

RADIO & TELEVISION RETAILING °* May, 1951

BLALK-DAYLITE

PERFORMANCE—and we mean quality of picture, ease of
tuning, downright consumer satisfaction—that's what sells
the new 17-inch G-E’s and keeps them sold. Compare G-E your-
self with any other make. You'll be amazed at the crystal-clear,
life-size pictures on the 17" G-E rectangular black tube. You'll
find there’s no easier tuning—a single control gives best picture,
best sound, automatically. And what eye appeal! The cabinets
shout class—no simulated finishes, no imitations. Nothing but
the finest blond and mahogany veneers, hand-rubbed to a satin
luster. Here's the line you can sell with pride and profit. Call
your General Electric television distributor today.

General Electric Company, Receiver Division, Syracwse, New York

1772. 17° G-E rectangular black tube.
Hand-rubbed genuine mahogany veneer-

ed cabi ot just mahogany finish but
genuine mahogany wood. G.E.’s fastest-
selling table model. $289.95*

Incl. Fed. Excise tax

17€108. 1 7" G-E rectangular black tube.
Handsome blond veneered cabinet with
finely-figured doors and concealed non-
marking swivel casters for easy moving
in any direction. $399.935*

Incl. Fed. Excise tax

* Installation and picture inbe protoction plen exirs.
Prices subject to chamge withont wetice. Slightly
higher West and Sonth.
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Floyd Makstein, field engineering

manager at meon recommmends

MODEL 480 GENESCOPE

FOR TV-FM SERVICING

This is what Floyd Makstein of EMERSON says about
the Simpson Model 480 Gemescope: . . . “The Simpson
Model 480 Genescope far surpasses the standards required in
the servicing and aligning of all TV-FM receivers.
The wide frequency response and the 25 millivolt sensitivity
of the oscilloscope, combined with the required
fundamental signal sources which are provided in the AM & FM
oscillator sections, simplifies the accurate aligning of all
TV receivers, including those with intercarrier systems.
In addition, the large, easy-to-read dials, having a 20-1
vernier control and 1000 division logging scale,
cuts down on servicing time.”

Mr. Makstein concludes . . . “The compactness of the
complete unit will be a big factor in many of the service shops
where space is at a premium. We are sure that the whole
TV industry appreciated your efforts in raising the

engineering standard in servicing.” Emerson Service personnel
know that modern FM and TV development and servicing
demand test equipment made to the most exacting standards.
They prefer the Simpson Model 480 Genescope because it is
the most accurate, flexible and convenient instrument
available. The Genescope will render many years of
uninterrupted service and always produce accurate results.
SIMPSON ELECTRIC COMPANY

5200 W. Kinzie St. « Chicago 44, lllincis * Phone: COlumbus 1-1221
In Canada: Bach-Simpson, ltd., london, Ont.

THESE RANGES SHOW HOW
MUCH THE SIMPSON GENESCOPE CAN DO FOR YOU

FREQUENCY MODULATED AMPLITUDE MODULATED

OSCILLATOR OSCILLATOR
Band A: 2-120 megacycles Band A: 3.3-15.6 megacycles
Band B: 140-260 megacycles Band B: 15-75 megacycles
Sweep width variable from Band C: 75-250 megacycles
zero to 15 megacycles 30% modulation at 400 cycles
Sweep rate 60 cycles per or unmodulated
second Continuously variable attenuator

Visual method of beat

Specially designed frequency SR AL
sweep motor frequency indication
Continuously variable OSCILLOSCOPE

attenuator

Vertical sensitivity:
25 mv per inch

Horizontal sensitivity:
70 mv per inch

Crystal calibrator:
5 megacycles + .05%
Audio Oscillator 400 cycles

Output Impedance 75 ohms Linear sweep frequency:
Step attenuator for control of 2 cycles to 60 kilocycles
output 60 cycle sine sweep

Frequency essentially flat to
200 KC. usable to over 3
megacycles

Hls Weight 45 Ibs. Shipping Weight 54 |bs.

Operator's Monvol, $395.00.

Simpson Model 480 Genescope: size 22” x 14” x 71/,

DEALER'S NET PRICE complete with Test Leods ond

RADIO & TELEVISION RETAILING « May, 1951
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No matter how critical the times, Westinghouse
never makes substitutions in quality. Because of
their vast buying power, coupled with their years of
experience in advanced electronic engineering,
Westinghouse will maintain top quality and per-
formance in television throughout these days of
shortages and substitutions.

Changes will be made as they always have been.. ..
but these changes will increase the efficiency of the
sets. New materials, which Westinghouse has been

"developing and testing for many months, are so
great an improvement over former materials, that
Westinghouse will continue to use them, even when
the emergency is over.

his means BUSINESS AS USUAL for Westinghouse
dealers . . . with top-quality merchandise . . . peak
performance. . . fewer service calls . . . good mark-

! :
up . ..and GREATER PROFIT! NEW MODEL
See your Westinghouse Distributor now!

you cAN BE SURE...IFITS

VVestinghouse

WESTINGHOUSE ELECTRIC CORPORATION
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with the purchase of one
Sylvania Picture Tube!

Don't let this offer expire without your getting a
copy of this splendid, fact-packed servicing man-
ual. Filled with time-saving shortcuts and valu-
able servicing hints.

Now it’s yours absolutely FREE from your
Sylvania Distributor with the purchase of just
one Sylvania Picture Tube, of any type. But the
offer expires May 31st. So, act NOW! Write or
call your distributor TODAY!

SAVES TIME! SAVES MONEY! SOLVES
SCORES OF SERVICING PROBLEMS!

This book contains 48 pages of pictures, dia-
grams, and easy-to-follow instructions covering:

Radio Servicing . . . Signal Tracing, Alignment, AVC
and AFC Checking, Measurement of Voltages, Signal
Levels, Power Output, Band Width and much more.

TV Servicing . . . Signal Tracing, Bandwidth Meas-
urements, Wavetrap Checking, Sound Channel Tests
and Alignment, Low and High Voltage Checks, Signal
and Deflection Voltage Measurements, and numerous
other subjects.

Avudio Amplifier Servicing . . . DC, AC, and Signal
Level Measurements; Tone Control, Fidelity, Gain
Tests, Distortion, Power Output, and Noise Level
Measurements; Signal Tracing, and Speaker Matching.

Miscellaneous Applications . .. 19 different applica-
tions of VIVM including Detecting Gassy Tubes,
Checking Capacitors, Q Measurement, Turns Radio
Measurement, Impedance Checking.

14

only until May 31st...

and Television Wi
2 Vacuum Tube

Sample pages show-
ing detailed, easy-to-
read diagrams.

-y

SYLVANIA*ELECTRIC

RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TEST EQUIPMENT; FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT BULBS; PHOTOLAMPS; TELEVISION SETS

RADIO & TELEVISION RETAILING + May, 1951



Raytheon pulls &m in

*, .. Tujunga is not ... in a fringe area "Our prospects arz immediately impressed

...we are in the IMPOSSIBLE AREA ...
Raytheon Television is the only set that

by Raytheon’s beautiful cabkinet design
and after a demonstration of its perform-
homeowners in Tujunga, Sunland and ance, especially on distance, the sales-
Verdugo Hills have ever been able to men soon turn the prospect into a cus-

tomer."

B & H ELECTRIC TOMPANY
Toledo, Ohio

‘really’ get a picture on.”

VERDUGO HILLS MUSIC CO.
ol Tujunga, California

“ N
AT B ‘

You're sure of DEPENDABILITY when you sell

Raytheonty

Statements like these are almost standard at the
Raytheon plant. Dealers are impressed with the way
Raytheon TV pulls in the pictures . . . and, conse-
quently, pulls in the customers, too. And with the
beautiful additions to its 1951 line, Raytheon really has
something that can be told and sold.

For information on how you, too, can profit with TELEVISION
Raytheon, contact your Raytheon distributor or write us.

THE STARLIGHT
Model RC-1720

Good Housekeeping
//.w »

o
45 apviansio WS

BELMONT RADIO CORPORATION List prices range from $279.95 to $750.00
5921 W. Dickens Ave., Chicago 39, Ill. INCLUDING FEDERAL EXCISE TAX
Subsidiary of Raytheon Manufacturing Co. AND 1-YEAR WARRANTY

RADIO & TELEVISION RETAILING ¢« May, 1951 15



THE INCOMPARABLE

Cpontionz

MAKES SELLING WAYS EASIER!

1. | / ‘‘‘‘ 3. .

Finest cabinetry offered
today —distinguished
designs, heirloom quality

The fabulous Capehart
Symphonic-Tone System,
breath-taking sound,
true fidelity

4.

priced realistically —
to widen your market

2%

Richer, clearer
pictures from the famous
CX-33 chassis

The CAPEHART “Virginian”

A Lee Stone design in Chippen-
dale styling at¢ its very best.
Deeply paneled doors fold
against sides. 17-inch rectangu-
lar tube for picture of photo-
graphic quality. Capehart Sym-
phonic-Tone System.

GeET NOT ONE but four chances at every customer!
Show them Capehart, the finest instrument of all. Let
them hear its breath-taking true-to-life sound... let them
look at the brighter, clearer, sharper picture. Point out
the fine details of the distinguished cabinet work, the
craftsmanship construction. Then tell them how little
it costs to own a Capehart. Ten-to-one you’ve made a sale!

The CAPEHART ‘“Spinet’’

Perfect combination of best
features of table model and .

New CX-33 Chassis

Produces sharpest, clearest,
steadiest picture yetattained.
Establishes new standards of
performance. Gives new
service-free operation.

console. Beautifully finished
in rich mahogany veneer,
17-inch rectangular tube for
brighter, clearer pictures.
World renowned Capehart
Symphonic-Tone System.

‘:gog‘& CAPEHART-FARNSWORTH CORPORATION, Fort Wayne 1, Indiana

An Associate of Internationol Telephone ond Telegroph Corporation

RADIO & TELEVISION RETAILING ¢ May, 1951
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Over 300 Offices Offer Nationwide Service. COMMERCIAL
CREDIT's wide facilities help speed credit checks . . . aid in com-

pleting time payments when customers move out of your com-

munity . . . offer service on other features of the COMMERCIAL

CreEDIT PLAN.

ComMmERCIAL CREDIT
CORPORATION

A subsidiary of Commercial Credit Company,Baltimore...
Capital and Surplus over $100,000,000...more than 300
offices in principal cities of the United States and Canada.

. EIGHT WAYS BETTER!
g . Wholesale Financing -

. Fast Credit Approval

. Life Insurance Protection

. Property Insurance Protection
. Automatic Sales Follow-up

. Tested Collection Service

. Builds Customer Good Will

. Nationwide Facilities

00 =~ O N M W N e

Commercial Credit financing offers more

advantages to dealer and his customers

oRE dealers finance more home appliances with CoMMER-
M ciaL CRepIT than through any other national financing
plan! That’s because COMMERCIAL CREDIT offers more advantages,
gives broader protection and benefits to both buyer and seller.

ComMERCIAL CREDIT offers you a complete financing package . . .
from wholesale and floor stock down to the last detail of
property insurance, credit investigation, collection, adjustment
and prospect follow-up.

Write, wire or phone the CoMMERCIAL CREDIT office nearest you.
Our local representative will be glad to call at your convenience
and explain how CoMMERCIAL CREDIT can serve you better by
providing you with dependable financing from factory to

customer.

Wholesale Financing Plan Helps Dealers Keep Stock Up.
ComMERCIAL CREDIT provides you with the financing you need to keep
your floor and warehouse stocks at their best level , . . allows you to take
advantage of quick deliveries to close more sales and make more profits.

Insurance Protects Customers. Under the CoMMERCIAL CREDIT
PLAN, your customers receive 1) Property Insurance Protection, in
event of damage to, or loss of, the merchandise, as defined in the policy

. and 2) Life Insurance Protection, which cancels unpaid balance
in event of purchaser’s death. (Life
Insurance not available in California)




WAAAC

W TWIN-DRIVEN YAGI

THIS IS IT—the answer to co-channel interference.

Better than twice the front-to-back ratio of previous antenna designs.

Gain comparable to regular Twin-Driven Yagi.

Pinpoint directivity eliminates

SEND FOR

ENGINEERING
BULLETIN

NO. ¢5

other forms of interference picked up at antenna.

Comes tuned for any low-band channel, either stacked or single.

TECHNICAL APPLIANCE CORPORATION

SHERBURNE, N.Y. IN CANADA: STROMBERG -CARLSON CO., LTD., TORONTO 4, ONT,

18
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ey Failite first ehoiew...

IS THE OVERWHELMING CONSUMER CHOICE, TOO!

In rehearsing his orchestra and polishing his famous arrangements,
Percy Faith relies heavily on his new Model 288 Electronic

Memory Wire Recorder.

He can now hear every beat and tone exactly as his listeners will, through
the newly-designed natural voice play-back sound chamber.

But that’s only one new feature to add to the Webster-Chicago list.
Another sensational extra is a new non-spill recording head.

No wonder the 288 is 'way out in front for quality and performance...:
at the lowest price.

And no wonder your sales will soar, because the Webster-Chicago
Flectronic Memory Wire Recorder is the choice of consumers, too!

% WEBSTER-CHICAGO

5610 Bloomingdale, Chicage, Ili.

Electronic Memory %
A

the Ultimate in

Magnetic Recording

Dictation Machines Diskchangers Tape Recorders Portable Fonograts Home “onografs
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A Zetka pictur
brilliant alway

N

ysyoung - - - stays
“is sharply focused

t
Zetka utitizes the

of produc'mg pace-

o

TELEVISION

For 37 years

T“‘ns, 1“0. 131137 GETTY AVE. © CLIFTON, N )

has been 2 respected name in the

radio and television industry-
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Gentlemen Prefer Blondes

South Pacific - Kiss Me Kate
Out of This World ~ \

THE NEWEST
| SMASH BROADWAY
“ Kw " “‘g“%ﬂ";

oy
/ \
/ \
More money-makers
for May
Andre
KOSTELANETZ
\ Plays
THE MUSIC OF
VINCENT YOUMANS
' Dorothy
KIRSTEN
Sings
SONGS OF
JEROME KERN
’F

i

¢ SHIRLEY BOOTH  JOHNNY JOHNSTON and other
members of the Original Broadway Cast

Music by Arthur Schwartz - Lyrics
by Dorothy Fields

SENE
A
O
-
=
<

Columbia brings Broadway to all America
e e COLUMBIA @ RECORDS
First, Finest and Foremost in Recorded Music
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THE ﬁay/a]a‘,{ﬂr/c TV-FM BOOSTER

Here at last is a TV Booster that gives you gain up to nine
times, full band width for undistorted video and audio on all

channels, plus — the newest development in booster design — /A“TOMAT'C ON-OFF
completely automatic operation.

The ITI AUTOBOOSTER turns itself on and off and is auto- AUTOMATIC TUNING
matically tuned by the normal operation of the TV receiver. No
confusing array of knobs — no unsightly mess of wires — You CONCEALED INSTALLATION

can install the ITI AUTOBOOSTER in the back of the receiver, out
of sight. You get all the improved performance, all the fine

, ’ , i ; . SINGLE OR DUAL INPUT
picture quality that this precision-engineered booster can give
you with none of the trouble of tuning, none of the exposed wir-
ing usually involved in booster operation. HIGH UNIFORM GAIN

Customer acceptance is assured, too, because no customer
instruction is needed. After it's installed, all you can see is the "
improved picture.

WRITE FOR SPECIFICATION SHEET

y THE BOOSTER ORDER AUTOBOOSTER FROM
By J ! YOUR JOBBER TODAY!
THAT SAYS

S
to all your PROBLEM

D —

c —

No NO  NO :cc:

Nd NO NO :g NO
NO NO NO

NO

4 NO
tomoti A ﬁ 05
zzmuled instollation W N e :2 no NO
ru|LBund‘""‘i“; ¢t Mo MO N N0 WO
(AUl Channols, d 0 NO
Amplifies FM Ban® g no N wo NO VB
single of Dual Inp! NO NO NO
Gain \9dbzo" o w no NO NO v
ols 2~ . NO
f;h‘::"u db on Wigh ut no Nno NO NO
Q!
Channels 7-13 Nno NO

made by o TV RecsVe" € NO
Manvfacture?

INDUSTRIAL TELEVISION, INC.
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THE MT. VERNON,
by Du Mont l

19-inch, direct-view tube; FM radio; P e ——

plug-in for record player.
Cabinet of fine mahogany veneers.

THE WESTBURY SERIES I, by Du Mont,

with 19-inch, direct-view tube; FM radio; plug-in for

record player. Cabinet of fine mahogany veneers.

THE SHERBROOKE, by Du Mont,
with 19-inch, direct-view tube; built-in AM-FM radio;
8-speed automatic phonograph.

Cabinet of

e mahogany veneers or blond finish.

i

Do More
For Dealers

There is one name in cvery field that carries the
acknowledged leadership and unchallenged prestige
that mean greater profit opportunity for dealers.

In television receivers that name is Du Mont

Du Monts do more for dealers because of the
widespread acceptance of the Du Mont name
the smart styling of all Du Mont receivers,

and the wealth of extra-value features that inake
them easy to demonstrate . . . casy to sell.

The dependable, uninterrupted performance of
Du Mont Telesets*, week after week, month in
and month out, minimizes the problem o service.
That’s why Du Mont owners are satisfied owners.
That’s why Du Mont sales are all profit sales.

On every count, Du Monts do more for dealers . ..
and that is why in 1951, more than ever before,
a DuMont Authorized Dealership is television’s
most coveted franchisc.

YEAR
AS PIONEER

oUMONT

Copyright, 1951, Allen B. Du Mont Laboratories, Inc., Television Receiver Division, East Paterson, N. J., and the Du Mont Television Network, 515 Madison Ave., N.Y. 22, N.Y,
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Practical Demonstration Proves

Present Sets Not Qutdated
for Ultra-High Frequency Reception

By ROCKY CLARK
Radio & Television Editor, Bridgeport Post
BRIDGEPORT, CONN.,, April 11.—If you own a screwdriver, you

can convert your TV set for ultra-high frequency reception so easily,
so quickly that the job is usually done in two or three minutes—if

you own the right type of set.

A large audience of leading news- ®

paper and magazine science editors wit-
nessed this amazingly simple method
of UHF conversion here today at the
first public demonstration of ultra-high
frequency reception on a current model
TV set.

The editors learned how easily and
inexpensively a TV owner can convert
his present set if the manufacturer has
foreseen the coming of ultra-high fre-
quency and has prepared the set for
its reception.

The Federal Communications Com-
mission recently announced plans for
licensing 1,807 new television stations —
most of them in the ultra-high frequency
transmitting channels—in addition to
the 107 VHF stations now in operation.

Ever since this announcement was
made, present and prospective TV own-
ers have been fearful that their sets
might be obsolete, or that the expense
and trouble of conversion might be
prohibitive.

Their fears on both counts were al-

24

layed by today’s demonstration, spon-
sored by the Crosley Division of Avco
Manufacturing Corp. Transmitted from
the National Broadcasting Company’s
experimental station KC2XAK at Suc-
cess Hill, Conn., an ultra-high frequency
program was viewed by the members
of the press on the screen of a current
model Crosley TV Set taken at random
from the stock of a Bridgeport televi-
sion and appliance store.

The program was received with strik-
ing clarity and fidelity, completely ful-
filling the promise of interference-free
pictures received in the UHF television
band.

Conversiontroubles?Heavyexpense ?
A newspaperman from the audience at
the Hotel Barnum was handed a screw-
driver and asked to do the conversion
job. Loosening two wires leading from
the back of the set, attaching them to
a simple, inexpensive device known as
the Crosley Ultratuner, and connecting
the Ultratuner to the set, he did the

trick in less than three minutes.

He then tuned the Ultratuner to the
UHF telecast as simply and precisely
as selecting a program on VHF chan-
nels. Placed on top of the TV receiver,
the Ultratuner is housed in an attrac-
tive cabinet no larger than a small
table radio.

The secret of this simplified conver-
sion method was explained by Crosley
engineers, who said that provision for
UHF reception has been made in the
design and construction of all Crosley
sets built in the past two years.

As a result, he explained, conversion
does not require dismantling the set
and replacing or adding new parts in
the TV receiver, and no service or ex-
pert electronics help should be needed.

THE PACE-SETTING DESIGNS ARE

RACIO & TELEVISION RETAILING + May, 1951



Here’s why
Crosley TV is No
UHF Conversion Problem

As far back as early 1948, Crosley start-
ed preparing for the coming of ultra-
high frequency television—in two ways:

1. In the Chassis. In every Crosley
TV Set built in the past two years, provi-
sion has been made in the circuit for the
reception of UHF'. It’s soeasy that with
a screwdriver, your customer can do
the complete job himself —just by hook-
ing up two wires on the outside of the
set—in two or three minutes. His only
outlay will be the cost of the inexpen-

Better Products for Happier Living

Shelvador®) Refrigerators . Freezers. .. Sinks ... Garbage Disposers. .
Electric Ranges... Electric Watrnr Heaters, . Steel Kitchen Cabinets. .. Television T

COMING FROM CROSLEY!

RADIO & TELEVISION RETAILING ¢ May, 1951
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Leading newspaper and magazine science editors witness Crosley's am az-

\l

ingly simple method of UH F conversion in iss first public demonstrat on.

sive Ultratuner when and if
UHF telecasts begin in your
area. No adjustments, no re-
moval of chassis, no unneces-
sary service calls needed. No
parts need be changed or added
in Crosley-built sets. Your cus-
tomer simply takes the Ultra-
tuner home under his arm and
installs it with about as much
ease as putting a bulb in a reading
lamp. It's just that simple.

2. In the Tuner. Crosley employs con-
tinuoustuning withits famous Unituner.
In the picture above, you will note
“UHF” marked on the dial between
Channels 6 and 7. At this point (122-
132 megacycles) is located the best se-
lection for a UHF interference-free con-
version channel. Most other manufac-
turers’ television sets—with tuners of
the *“click” or “jump” type—have not
provided for this channel.

YOU CAN SELL CROSLEY
TODAY —with even greater
confidence! You can assure
your customers that they

CROSLEY DIVISION

CINCINNATI 25, OHIO

are buying a sa2t today that is built for
the future—not one that will be obso-
lete or too expensive to convert to UHF
reception.

Again, Crosley sets the pace in elec-
tronics by beimg first with an easy UHF
conversion method. We have given these
facts to the public through the editerial
press and full-page newspaper an-
nouncements which we think will help
to clarify the confusion on UHF to
the advantage of all television dealers.

The Crosley Ultratuner will give
every Crosley owner a full range of
UHF channels and a full range of VHF
chanpels without sacrificing a single
VHF channel.

You’ll get it all completely, clearly,
economically on a Crosley. For further
details about the Crosley TV line, write
us for the name of your nearest Crosley
Distributor: Crosley Division, AVCO
Manufacturimg Corporation, 1329 Ar-
lington St., Cincinnati 25, Ohio.




SENTINEL PORTABLES
PEP UP YOUR SALES!

NIRRT

s

®
Qum with power!

with selling impact!

This Sentinel portable has a 3-gang condenser,
tuned R. F. Stage and many additional engineering
refinements—brings in distant stations loud and
clear when ordinary sets cannot. Operates on AC,
DC, or long-life self-contained batteries.

Sentinel Portables Now

"POPPING PRORITS:

Portables sell in spring and summer like Christ-
mas trees in December—if they are Sentinel!
For Sentinel combines super-performance with
smart styling to produce portables that pay
prompt profits wherever displayed.

This year, more than in many years past, port-
ables are having a big play. Boys and girls in
Thrillingly smart colors. Supremely stylish lines. training camps—vacationists more eager than
Patrician White — Palisade Brown — Forest Green ever to keep in touch with national and world

~Tuscan Red —all beautiful to see and hear. Oper- -
86 S AT, DOor¥alf-coneained Latceiae events—all add up to more sales of portables.

Cash in on this live demand. Order your stock
of SENTINEL portables now to insure prompt
delivery. Call your Semtinel distributor—or

5 entine I

SENTINEL RADIO AND TELEVISION «» EVANSTON, ILLINOIS

RADIO & TELEVISION RETAILING + May, 1951
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ALL RANGEN WITH THIY

Just one knob—extra large—easy to turn—flush with the panel,
controls all ranges. This one knob saves your time—
minimizes the chances of “burn-outs” because you don’t
have to remember to set another control. You can

work fast with Model 630 with your eyes as well as your
hands. Look at that scale—wide open—easy to read,
accurately. Yes, this is a smooth TV tester. Fast, safe, no
projecting knobs, or jacks, or meter case. Get your

hand on that single control and you’ll see

why thousands of “Mode! 630’s” are already in use in
almost every kind of electrical testing

RADIO & TELEVISION RETAILING -+« May, 1951

FOR THE MAN WHO TAKES PRIDE IN HIS WORK

Triplett

TRIPLETT ELECTRICAL INSTRUMENT COMPANY + BLUFFTON, OHIO, U.5.A.
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NEW INDIGATOR 10N TRAP

E
| : A
300K AR AL b et i P Al r L SE L I
e R A

Speeds Service—Builds Profits

Rauland’s new Indicator Ion Trap is winning the cheers

of more service men and dealers every day—because \
of the time and trouble it saves in Ion Trap Magnet

adjustment, and because it eliminates mirrors and RAULAND
guesswork.

Now it’s a matter of seconds to adjust the ion trap The first to introduce commercially
magnet with absolute precision. The service man sim- these popular features:
ply moves the magnet until the signal glow is reduced Tilted Offset Gun
to minimum.

This important new Rauland development is incor- Indicator lon Trap
porated in all Rauland tubes produced today—as a n
feature of Rauland’s new Tilted Offset Gun. This gun Luxide (Black) Screen
offers the additional advantages of using only a single Reflection-Proof Screen
Ion Trap Magnet and of maximum sharpness of focus.

luminized Tub
Only Rauland offers this advanced feature—one of M mgiasc Tube

half a dozen post-war developments from Rauland. °

For further information, write to. .. =7 3

THE RAULAND CORPORATION

4245 N. KNOX AVENUE * CHICAGO 41, ILLINOIS
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CASH IN ON THE
STRONGEST SELLING STORY
INTHE INDUSTRY

4

Ien'sz'on
and Radio

Ehe New Pork Times
lgazjnz

Biggest Advertising Campaign
in Emerson History Produces

HEAVY EMERSON TURNOVER . . . GREATER PROFITS .=

: p—— —— & (‘l;‘(‘)((ll{"l)lll( :
"/ﬂmﬂ*"\. k&j THE Sutors on /‘A _-’\{’Efj ;

Emerson Life-Tests are FACTS! Scientific proof ... building an unprecedented demand for Emer-
of Emerson’s better performance and longer life. ~ son LIFE-TESTED Television.

These facts are revealed in a vast advertising Take the line of least resistance...Tie in NOW!
campaign in every major market in the country ~ Contact your Emerson Distributor Today!

3-Way Portable
Model 646, $29.95

14-Inch Rectangular
Model 662, $179.95

17-Inch Rectangular
Model 696, $299.95

20-Inch Rectangular
Model 694, $499.95

17-Inch Rectangular AC-DC Table Radio
Model 687, ‘379_95 Prices Include Excise Tax and Warranty Model 652, $19.95

Every 5 Seconds Someone buys an Emerson . . . America’s Best Buy!

EMERSON RADIO AND PHONOGRAPH CORP., NEW YORK 11, N. Y. Prices slightly higher in South and West

RADIO & TELEVISION RETAILING * May, 1951 29
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C22Z” MAGNETIC TAPE RECORDERS

Instantaneous push button speed selection, 7.50 in./sec. or 3.75
in./sec., with Automatic Tone-Equalization for each speed

Full frequency range — professional tone quality

Up to 2 hours recording and playback time

Proved Performance, thoroughly field tested and acclaimed everywhere

¢ Amazingly light weight, yet rugged. Cast zinc & aluminum components 4W ?gﬂww

AVAILABLE IN 6 MODELS LIST PRICES * Capstan driven — negligible wow
D-37 (illustrated) Complere portable recorder with carrying case . . . .. .. .. .$243.00 and flutter.
D-37R Complete portable recorder with carrying case, with AM tuner . . . . . . *286.20 .Vl It Bt
DC-37 Complete portable recorder with metal cover and lock . . . . . . . .. 243.00 O ol
DC-37R Same as above but with seif-contained AM tuner . . . . . o e nee 1286520 * Monitor speaker built-in.
LD-37 Complete recorder less carrying case . .. .................. 221.40

* Record pushbutton prevents acci-

LD-37R Complete recorder, less carrying cose, with AM tuner . .. .. ... ... *264.40 dental tape erasure
"Plus Federol Excise Tox 2
Wast of Rodkies odd 5% *Inputs...for microphone, for

external radio or phonograph.

Write for your copy of Tape Recorder Catalog #TR- 51
MARK SIMPSON MANUFACTURING CO., Inc.
32-28 49th Street, Long Island City 3, N, Y.

SOUND SYSTEMS and ACCESSORIES

RAvenswood 8-5810-1-2-3-4

* Outputs...for earphone monitor-
ing, external speaker or for existing
audio system.

* Finish...beautiful spruce green
hammertone.

RADIO & TELEVISION RETAILING ¢ May, 1951
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POWER IN PERFORMANCE!

NEW ZENITH SUPER
TRANS-OCEANIC

—world’sfinest,mostpower-
ful radio, it’s in a class by
itself! Designed to perform
under the most difficult con-
ditions . . . virtually any-
where, ANYTIME!

e 7-BAND WORLD-WIDE e COMPLETELY
RECEPTION HUMIDITY-PROOFED

® WEATHER and MARINE e PLAYS on TRAINS,
COVERAGE PLANES and SHIPS

N

]
l
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> = Ne e 7t
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A ( d I ft
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o
2
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\JL: e L
MODEL ''401”’ THE UNIVERSAL
Built to OUTPERFORM any Plays even where other
other portable in its price portables fail! Tip-Top dial
class! DialSpeaker design is easy to read. Black or
for better tone. Maroon or Brown leather-grained
Gray. AC, DC or Battery. case. AC, DC, or Battery.

POWER IN PROMOTION!

Display material . . . promotion ma-

—Fgwirw,  terial that’s really SALES-PACKED!
By New 3-piece portable display that's
EFFECTIVE FOR FULL LINE . .. OR IN-
DIVIDUAL usage. Dealer Promotion

Kit...contains every-
thing for a record-

breaking Portable
Year! Streamers, stuff-
ers, hard-selling
newspaper ads.

; POWER IN ADVERTISING!

- PoSt |- National ad-campaign
; KICKS-OFF a sales drive in
A your own neighborhood.
\ , The result. .. sales volume
A in portables that you've
| \

never realized before!

ZENITH RADIO CORPORATION, CHICAGD, 39 °“% Jioiowics xciusweir

RADIO & TELEVISION RETAILING ¢ May, 1951
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The Stancliffe. /

24-inch combination. AM-FM
radio...3-speed fully antomatic
phonograph. $975.00* Zone 1

 The Radeliffe

/ '24-inch console. Phono jack.
Beantiful mahogany cabinet.
. $675.00* Zone 1

Stromberg-Carlson introduced 24-inch television ® Exclusive “long-life” tuner brings in clearest,

in November, 1950. Designed especially for steadiest picture yet—even in difficult areas.
home use, it has been a big traffic-building, sales- ® Concert-like tone from 12-inch full-floating speaker.
clinching success right from the start. e Beautiful, compact cabinetry, decorator-designed,
® Pictures as big as a newspaper page—356 square in choice Honduras mahogany veneer, completely
inches—with impact and realism that’s breath-taking. hand-rubbed.

Other exciting 1951 models —17-, 19- or 20-inch tubes, $299.95* 10 975.00* Zone 1

“There is nothing finer than a

STROMBERG-CARLSON.

Stromberg-Carlson Company, Rochester 3, N. Y.— In Conodo, Stromberg-Corlson Co., Ltd., Toronte *includes excise tox.

32 RADIO & TELEVISION RETAILING ¢ Moy, 1951
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*

M. CLEMENTS, Publisher

SHORTAGES OF TV SETS BEFORE NEXT FALL
a possibility if curtailment of manufacture (because of
sales slow-down now at hand) continues. Look at it
like this: While inventories are heavy at the dealer level
they are being exhausted at a normal pace, and are not
being replenished. Many times, the radio-TV industry
has been unable to fill a quick and unexpected consumer
demand for products underproduced during a dull
period.

MEANWHILE, MANY DEALERS ARE COM-
PLAINING that the manufacturers, or at least some
of them, have proven themselves to be “fair-weather”
friends, leaving the dealers without sales help or en-
couragement during these merchandising doldrums.
Some merchants commenting on the situation say that
the only help they can get nowadays in the way of pro-
motional material and cooperation involves the buying
of more merchandise which they do not want.

ON THE OTHER HAND, SOME OF THE LEAD-
ING SALES executives in manufacturing firms say that
the retailers and their salesmen have been ruined by too
many easy sales, and that they have forgotten how to
fight for business.

BETWEEN NOW AND THE START of Au-
tumn, our guess is that TV set prices will be lowered
by many manufacturers, and that a number of “pro-
motional” models with price tags this low will hit the
market. If, as predicted in a foregoing paragraph, a
famine takes place, say some time in September, watch
for prices to firm up again.

“SHORTAGES” HAVE ABOUT BEEN FORGOT-
TEN nowadays with products pushing out the ware-
house walls. Manufacturers, especially those in radio-
TV, are geared up to such phenomenally high produc-
tion, that barring forthright shortages of raw materials
and/or manpower they could produce for a full con-
sumer market and a full-scale war at the same time.

SMART DEALERS ALWAYS TRY to sell one of
two things to every customer who has a defective pic-
ture tube in an old set. 1. They try to get the owner to
trade in the old receiver for a new ome, and, 2. in cases
where customer doesn’t want to buy a new unit, they
try to sell conversion to a larger screen size.

RADIO & TELEVISION RETAILING * May, 1951

ONE BIG SHOW IN ’52!—Radio parts manufactur-
ers and distributors are pretty well agreed that one na-
tional radio parts show a year is enough—in place of the
two present gatherings, one in May and one in Septem-
ber. The extra cost to the industry, of the present dupli-
cation, exceeds a million dollars a year—with manufac-
turers’ outlays estimated at $500,000, distributors ex-
penses at $400,000, and reps $100,000. While each show
has its own devoted defenders with proper pride of ac-
complishment, the present National Emergency points
the need for combining forces in the public ‘interest.
That is why, after completing present obligations for
the 1951 May and September exhibits as planned,
thoughtful leaders are urging the trade to concentrate
on “One Big Show for ’521”

RECALLING THAT AT THE END OF 1950
manufacturers of consumer goods were planning on
the probability of all-out conversion to war work, John
M. McKibbin, Westinghouse VP, points out that “In
a very few short months the whole scene has shifted
from production problems to marketing problems.”

MANUFACTURERS

ROy, ~

\Jt;aazn:n 'DEALsns

PRESENT “PLATEAU” MARKET HAS EVERY-
BODY GUESSING, and is raising hob with planning
attempts on the part of manufacturers, distributors and
dealers. For more than a year the industry has been on
a roller-coaster, riding sales peaks, plateaus and valleys.
Today’s Number One question is how much (or how
little) to make (using available materials), and how
much (or how little) to buy. In the meantime, manu-
facturers, wholesalers, and retailers continue to put the
heat on in a drive to reduce inventories.

“THE LONG RANGE PICTURE FOR LATE
’51 and 1952—unless the demand is further reduced
by more stringent credit controls and higher excise
taxes—is ome of shortage in all major electrical ap-
pliances.””—D. A. Packard, household sales manager,
Kelvinator Div.
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What's Ahead! —in Radio,

RENEWED INTEREST IN UHF marked by a con-
troversy. One group states conversion can be made
easily by plugging in new UHF strips in the tuners in
place of present VHF strips. Oppoments say only way
to get reasonably acceptable receptica will be with an
extérnal converter which will be verr easy to add. Fre-
quency assignments are not yet final. and this together
with problems of getting stations om the air, and re-
ceivers to the public indicates that it will be late '52 or
'53 before UHF becomes a reality.

AUTHORITY FOR REGULATION W CON-
TROLS expires June 30. Big fight an to eliminate the
Regulation or to change its terms to prevent further
impractical and unbalanced controls on instalment sales.
Opponents claim that W, under present conditions is
not necessary. It was put into effect to check inflation,
ond to save essemtial materials. Industry groups op-
timistic in their efforts to get the Federal Reserve Board
to allow TV trade-ins to be applied against the 25 per
cent down payment required by the cantrol.

TV TOOK A RIDE IN CHICAGO recently as the
first television receiver installed in a private car was un-
veiled by its owner, Wm. B. MacDonald, Jr., of the
Mid-State Corp. The custom-built installation was en-
gineered by H. Gronsky of Central Television Service
in Chicago, and it features a Zenith set with a 1215
inch screen. The antenna is mounted on the trunk and
is operated by an electrically driven rotor for directional
beaming.

INNOVATIONS GALORE IN MIAMI STORE!

The all-glass front of the new Associated Stores' outlet at
40 W. Flagler St.. Miami, uses peach tinted mirrors as side
walls. A very pleasing effect is produced in reflections. Since
a great many buses stop in front of the store, the "sidewalk
mirrors' are always well “patronized”, especially by women.
This storefront features "live" TV sets, and is o magnet in
drawing people into the store. Inside, mare than a hundred
sets, hooked to a master antenna system, are in actual
demonstration. In record department, the entire stock is on
display so that customers may serve themselves. There are
4 stand-up booths with glass partitions.

34

SOME OF THOSE DEALERS WHO have been sell-
ing consistently at so much off to consumers, now worry-
ing about publicly establishing such low prices under
the new Ceiling Price Regulation.

DEALERS IN SOME SECTIONS reporting a
healthy demand for traded-in television receivers.
Priced low, the sets move fast, 7” table models going
for an average of about $50 in at least one market.
Trade-in offers continue to highlight dealer advertising.

SALESMANAGERS IN SOME OF THE LARG-
EST STORES worried about increasing turnover of
salesmen, and by low-grade salesmanship persisting in
spite of efforts to train men to do a good job. One
sales executive is going to try outside follow-up calls.
He finds that men who sell only on the inside refuse
to obtain the names of prospects, and lose interest
the minute the customer raises an objection. Another
angle to combat: cliques of cynical salesmen who brand
ambitious co-workers “hungry.”

TV COMMERCIALS RECEIVED a viewers’ vote of
approval in the findings of a survey of public attitudes
toward television advertising made by Scott Radio Labs
among a random selection of families in the Chicago
area. Less than one in five set owners found the com-
mercials “objectionable”, while nearly half said they
are “‘good” or “very good.” The remaining one-third
said they are “‘unobjectionable.”

IF PRESENT SOFT MARKET CONTINUES,
it's more than likely that we'll see a trend toward en-
couragement of heavy production of comsumer prod-
ucts. Such encouragement may come about through
easing up on certain controls and regulations. Many
top govermment officials are completely sold on the tenet
that plenty of merchandise in a competitive market is
the best buffer against inflation.

“FIRMS WHICH CONTINUE AGGRESSIVE AD-
VERTISING . . . are building future markets for their
products. Firms which stop or greatly restrict their ad-
vertising, lose their brand or trademark acceptance to
the public view.”—M. R. Wilson, Thor general sales
manager.

“TOO MANY OF US ARE TRYING TO FIGURE
OUT why the public demand has slowed up; why more
people are not coming into the store; why it is harder
to close a deal. Instead of trying to figure out the an-
swers, better use of our time could be put to figuring
out what to do about it. When business slows up there
is only one answer—increase the sales effort. That might
mean putting on more salesmen; it might mean more
adverusing; it might mean starting a direct mail cam-
paign; it might mean starting a telephone canvas. Re-
gardless of what direction of such increased activity you
took, it certainly would mean better sales.””—From bul-
letin issued to dealers by the Harry Alter Co., Chicago
distributing firm.
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Appliances, Records and Television

NUMBER OF ADDITIONAL ITEMS including
radio-TV sets, electric housewares, musical instruments,
but excluding major appliances, now being priced under
“frozen markup” regulation CPR 7, OPS. Extension
means that specified merchandise will be removed from
the pricing of the General Ceiling Price Regulation and
will be priced by use of chart upon which retailer will
show the cost, selling price and the markup in effect in
his store for each of the new items on March 31, 1951,
the “list date” for the new commodities. Dealers should
obtain copies of CPR 7, Amendment 2 from OPS in
Washington or from local offices.

WITH INCREASED SALES OF RECORDS
AND RECORD PLAYERS, dealers are urged to sell
needles and accessories more vigorously. One promi-
nent merchant requires cach sales-person to show a
good needle to each disc customer, stressing the fea-
tures. This dealer claims it isn’t enough to ask, “How
are you fixed for needles?”’, or some similar question
which usually accomplishes just nothing in most cases.
“Show ’em,” is his motto.

Merchandising Legislation in Various States

WITHDRAWN FROM THE WISCONSIN LEGIS-
LATURE in the face of heavy opposition from trade
groups was a bill to repeal the state fair trade act, per-
mitting manufacturers to establish minimum resale
prices for their trade-marked products. . . . A fair trade
act repealer was killed earlier in New Mexico.

IOWAS HOUSE OF REPRESENTATIVES
killed a proposed wnfair trade practices act, to outlaw
below-cost sales. . A law enacted in New Mexico
repealed a requirement for licenses for dealers using
trading stamps.

PROPOSALS TO IMPOSE STATE income taxes on
cooperatives competing with private business have been
raised as issues in several states this year, but with
negative results thus far. Such bills already have been
rejected in Colorado and Montana.

3 PER CENT SALES TAX on almost all products
passed by the Georgia legislature just prior to adjourn-
ment of its 1951 session. Seeds, fertilizers, insecticides,
exempt.

“GIMMICKED” AND “DOUBLE-TALK” ad copy
by a number of retailers in some of the big cities, in
efforts to move heavy inventories of TV sets and appli-
ances, being vigorously attacked by Better Business
Bureaus.

DOING A GOOD JOB IN SELLING REBUILT
appliances. A Southern dealer is able to get higher
than wsual prices because of the top-flight recondition
ing job he does plus merchandising them in an atmos-
phere where customers do not feel that they are buying
someone’s “cast-off” products. Used products are sold
i a separate section of the store, whete such merchan
dise gets the same sort of good display and surround-
ings as do the new items. Classified advertising, listing
specific articles keeps customers coming into the store.

“"T"WON'T BE FUNNY WHEN YOU TRY TO
GET a 36" TV set inside a standard door. You may not
have to cut the cabinet and tear down the door frame
but you'll have to do plenty of maneuvering to get it in.
Why can’t the cabinet makers figure out a way of split-

ting the cabinet so that, in tight places, the installer can
remove the chassis, ‘jockey’ it through the door; split
the cabinet via some sort of ‘tongue and groove’ effect,
and take the two pieces inside t00?”’~From “Television
Mis-Information,” issued by Sheldon Electric Co., Irv-
ington, N. J.

BILLS TO OUTLAW ALL “TIE-IN” SALES,
in which a customer is forced to buy something he
doesw’t want in order o purchase what he wants, have
been introduced in Connecticut, Minnesota and New
Vork.

FUTURE EVENTS OF

May 13: Mother's Day.

May 21-23: 1951 Parts Distiibutors Con-
ference and Show, Stevens Hotel, July
Chicago, lil.

tion, Hotels Chelsea and Ambassa-
dor, Atlantic City, N. J.

June 4.7: Radio & Television Manufactur- cago, .

ers Association Meeting, Stevens July  16-20: Western
Western Merchandise Mart, San

Francisco, Cal.

July 30-Aug. 10: Chicago Gift Show, La
Salle Hotel and Palmer House, Chi- sepf. 23.27: Washington Gift Show, Hotel

Hotel, Chicago, lil.
June 17: Father's Day.

June 18.28: Home Furnishings Market,
American Furniture Mart & Merchan-
dise Mart, Chicago, Il

June 25: National Appliance and Radio

cago, .

RADIO & TELEVISION RETAILING - Mav, 1951

INTEREST TO

Dealers Association Mid-Year Meet- Aug. 20-24: New York Gift Show, Hotels
ing, Stevens Hotel, Chicago, Il.

1.6: New York Lamp Show, Hotel Aug. 22-24: Pacific Electronic  Exhibit,
New Yorker, N. Y.

May 21-25: N.A.E.D. 43rd Annual Conven- July ::;:Z';M::até%r;:l CSEg saly Jibic Sept. 3.7: Boston Gift Show, Hotel Stafler,

and Trade Show, Palmer House, Chi-

READERS

Statler and New Yorker, N. Y.

Civic Auditorium, San Francisco,
Calif.

Assoc. of Music

Boston, Mass.

Sept. 11-13: Radio Parts Distributors' Con-
5 v vention (NEDA), Cleveland Audi-
AR T 2 torium, Cleveland, Ohio.

Sept. 16-20: Philadelphia Gift Show, Hotel
Benjamin Franklin, Philadelphia, Pa.

Willard, Wash., D. C.

Aug. 19-22: 4th Western Housewares Show, Oct. 8-12: National Hardware Show,
Biltmore Hotel, Los Angeles, Cal.

Grand Central Palace, N. Y,
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ta Customers know they

{ get more for their
money when they buy
big-screen RCA Victor.
1’s Million Proof qual-
ity—now proven in over
i 2 million homes! Big,
clear, steady pictures. Quality
performance means fewer eall-
backs, fewer complaints. Choice
of finishes and mahogany costs
no extra!

Table Television . . . 2.door Console . . .

The YORK The HILLSDALE

RCA Victor’s higgest screen size, in Certainly the best buy in 19-inch

an exciting table model for budget- console television. Famous Million Proof
conscious shoppers. llandsome performance. Beautiful two-door cabinet,
modern cabinet is finished in walnut, phono-jack for plugging in “Victrola” 45
mahogany, or limed oak (9T105). Attaclunent. Finished in walnut,
Matching hase, optional —extra. mahogany, or limed oak. (9T126)

ONLY RCA VICTOR MAS
THE “GOLDEN THROAT”

RCA VICTOR—World Leader in Radio . . . First in

36 RADIO & TELEVISION RETAILING « May, 1951

¥

N )



Dollar your Best

wit Celling '-

Flick the set on. Let customers see the
clear, steady pictures on the big-as-life
screen. New picture pick-up gives best
possible reception. Pictures are locked
in place by Eye Witness Picture Syn-

Demonstration

Seller in Television

and what a Line!

We mean a complete line! Even in the
big 19-inch size there’s an RCA Vietor
table model, two superbly styled con-
soles, and one of the handsomest 19-inch
combinations shoppers ever set their
eyes on. And don’t forget price. Heading

1A

ONLY RCA VICTOR MAKES THE “VICTROLA™

P
chronizer. Let themn hear the rich,
balanced tone of the “Golden Throat” . . . and up the biggest, most realistic sell-up line in the
the magic power of the large, supersensitive industry, there’s RCA Victor 19-inch television
Electro-Dynamie speaker. priced for every shopper’s
—How can you miss? budget.
: MR ]
Je bbb
. | v N\ "1
[ * ‘\4 j
! e
A
/!
4-door Console . . . 4 f 19-inch Combination . . . 7
The NEW PROVINCIAL The SEDGWICK
Striking Provincial-style cabinet 19-inch television with complete home enter-
houses striking 19-inch television. ; taiminent: powerful AM-FM radio plus 2
o o st 1> A . S
The Traditional fan’s delight— % automatic record changers, one for <45
superbly styled, beautifully finished records and one for 78-3314 speeds. Extended
in maple. mahogany or walnut. Tone Range for even greater sound quality.
< Includes phono-jack. (9T128) Finished in walnut or mahogany. (9T147)

TCTOR &

DIVISION OF RADIO CORPORATION OF AMERICA

“Victrola”=—=T.M, Reg. U.5.Pat, OF.

Recorded Music . . . First in Television
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Fight the Summer Slow-Down

Plan Now (o Get the Jump on the Seasonal Slump. Calls on Old Customers,

'F.,_

The outside field is richer than ever before, and it's "'under-worked.'’

When traffic falls off

in the store, the salesman can bring the ''store’’ ond its producks to the home where sales

can be mode under relaxed conditions.

e Many years ago we told our read-
ers that business belongs to the man
who goes after it. This statement is
just as true today as it was then,
and so far as the coming summer is
concerned, we’ll change the saying a
bit to read that “business belongs to
the man who goes out after it.” Be-
cause store traffic falls off sharply
in the summer in almost all commu-
nities, and because overhead contin-
ues, outside selling is seen as the very
best method to use in maintaining a
satisfactory sales volume during the
hot months.

Politicians usually maintain cam-
paign headquarters, but few depend
solely upon such headquarters to pull
votes. They know that the prime
method for securing votes is accom-
plished by personally canvassing the
voters. It’s a simple proposition. The
more people the fit candidate can
meet and talk with the more votes
he is likely to get. Dealers know that

38

they can use the same method to ob-
tain more business. They have known
it for years, and agree that it’s the
Number One way to make more sales,
whether efficiently-operated activities
in the outside field consist of cold
canvassing, follow-up calls, working
on direct leads, or a combination of
all such methods, the results will al-
ways be satisfactory.

To get the jump on the summer
slump, the merchant should plan now
to devote more sales effort in the
field. There are four sets of ‘“pros-
pects” in the homes in all communi-
ties. First, there are the regular cus-
tomers who are continually in the
market for new things. Second, there
are the good prospects who have
called at the store, or who have been
contacted in the home in the past,
and third, there’s the great number
of “suspects” living in the territory,
who can be reached via cold canvass.
Fourth among the prospects for more
sales are the non-competitive mer-
chants and business men in one’s
town or city. The latter can be sold
TV sets, electric fans, air condition-
ing units, and many other products.

Salesmen have to eat 365 days a
year, but many work hard only during
the busy seasons, and are content to
do little more than swivel-chair duty
during the hot months. Such prac-
tice eats into the store’s profits and

Here's a picture (below) of the swivel-choir
solesmon in action—or is it without action?
In spite of the fact that he has to eot 365
doys in a year, he is willing to coast along
during the summer months, while smarter
salesmen ore out getting the sales. He won't
follow a hot lead because the weather's too
hot. The remedy for slow business is hard
work. When store sales slow down, the alert
merchant keeps his salesmen busy in the field.
He knows that his overhe<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>