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Inspection of Sets Built Good Will— .
Posters Bring Prospects—Recttals Aid
Co-operate With Schools and
Clubs—Name Plates for Salesmen

Sules

Et\l\‘l‘\' i Junc the Schneider-fordan Music
Co., 223 South Third

Ind,, inspected all radio scts purchased from
the company during the period from September
1, 1928 up to the time of checking. The free
service inaugurated to insure customers
receiving the maximum results for the Summer
months from their The entire city
canvassed and the progrant of inspection
Each in-

street,  Fvansville,

was

receivers,
was
took several weeks to be completed.
<pection included checking of tubes, sct and
Iine voltages and minor adjustments.  In addi-
tion to building good will for the establishment
this inspection canvass naturally brought a num-
ber oi orders for new equipment and proved
most satisfactory for the dealer.
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Q. DAVIS, RCA dealer of San Mateo, Cal,
recently secured a very good list of pros-
pects by distributing a large number of small
posters in the form of door-knob hangers to
likely looking homes throughout the territory
he serves. On one side the poster contained
RCA institutional and on the other side
an advertisement of the latest model Radiolas
At the bottom, separated by a perforated line,
was a business reply «card requiring no stamp
which the prospect was invited to mail to the
dealer to receive a free copy of the RCA Radio-
Broadeast Station Directory.  Mr. Davis
reports that the response was gratifying and a
valuable mailing list has heen secured.

S

this

copy

tron

LSEMWHERLE iastue of The Waorld
appears an article relating the experience

Ltd., of Auckland, New Zealand,

serics of phonograph recitals

of Howice's,
in sponsoring a

DIS'ING

DE A,

Y TESTED'PRACTICAL'PROFITABLE

likely

almost

prospects
certain
to bhe sccured from
decmonstrations
given  before large
crowds. Clubs, civic
associations, p a r-
ents’
and a score or more
of other organizations
offer  fertile  fields
for the enterprising
dealer to put into effect the old adage:  “If the
mountain will not come to Mahomet,
Mahomet will go to the neountain.”

associations

then
3
N the dead of night
moved to 2

. before a Detroit retailer
location just around the
, he appeared on the scene with a can of
paint.  From the entrance of his old
store to the entrance of his new he painted
on the pavement a continuous series of foot-
steps. People who passed in the morning were
naturally interested when they observed the
trail, and on tracing it to its source—the old
store—they found a huge placard which cn-
joined them to: “Follow the Footsteps to Qur
New location Around the Corner.”

$

HERE been a number of radio-

music dealers who for years have made it
a practice to keep in close touch with the
authorities of the schools in their vicinities and
with the Mothers” Clubs which work in
nection with the teachers of the and
invariably these dealers have profited from the
they have offered. There is
Victor dealer in Brooklvn, N. Y. who can
trace a great deal of the business which he
wccomplishes to the fact that for a great num
ber of vears he has taken an interest in two or
three schools located near his store.
he loancd

new
corner
chalky

have

con-
schoals

ro-operation one

For vears
mstruments for certain occasions,
made uifts of records to help out the music
appreciation class waork and various other deeds
such as installing a radio receiver on such ocea
stons as Imaugural Day, ete,
student body  would

Washington, In

~o that the entire
hear™ the
return he has been

ceremonies  at

rewarded

‘“

position to “cash in” on the work he i< doing
now. Iivery year the broadcast programs arc
including more and more ecducational features
which the schools can use with profit—usc this

material as part of vour <elling argument.
g

EVERAL dealers in the Toledo, O terri-

tory arc cmployving with considerable suc-
cess the plan, often advocated in this depart-
ment, of employing high school boys and girls
to make a house-to-housc canvass in selling
records.  The methad used in most cases 15 to
leave a package of six recordings at cach house
that posscsses a phonograph.  The assortnent
of dises is a varied one, usually including two
records for mother, one for father, a couple of
the latest dance sclections for the voung folks,
and a record of gencral appeal. The packaue is
left overnight and the following day the junior
salesman or saleswoman calls and not only in
quires as to what records the customers wish
to retain, but also endeavors to secure informa-
tion on other musical instrument requirements,
Practically call results in the =ale
of two or more records and quite frequently
develops into a steady purchaser
of the dealer’s wares.

cevery such

the customer

$

S one of the features of its presentation of

the new Victor radio line to the public,
Wanamaker's department  store, New  York
City, showed in its show window for the week
starting July 15 a display of Victor products
created in the Victor laboratorics from 1900
to 1929. The forward strides taken in the manu-
facture of sound-reproducing instruments were
well illustrated in the display, which contained
a wide varicty of styles and types of instrument
and which served to accentuate the outstanding
features of the new maodels. Another feature of
the line’s introduction by this extablishment was
the arrangement whereby Rudy Vallee and his
Connecticut Yankees, one of the monst popular
of Victor recording orchestras, appeared in per-
<on at the Wanamaker auditoriun.
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HE cmployes of the B R. Baker Co,
music store of Cleveland, O, all wear name
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