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Crosley Production Assures Dealers Flylﬁé Start

Early PublicBuying Rush Anticipated---Production Three
Months Jump On Other Years---Samples To Every
Crosley Dealer By July 10

Prepare For Record Early
Season Business

“When can I get my first ship-
ment?” “Can Crosley manufacture
enough to supply the demand?”
These are the first questions asked
by Crosley dealers on examining the
new Crosley 1928-29 line.

The live wire dealer everywhere is
rightly anticipating record early
season sales. The 1928-29 radio sea-
son is now wide open, It is univer-
sally agreed by those in a position
to know that the public is buying
radio this year earlier than ever.
Sales started as soon as the new line
was displayed.

Records Shattered

Crosley the pace setter of 1928, is
coping with this situation. Already
Crosley production has a three
months’ jump on previous years.
More radio apparatus is being pro-
duced in a single day in the huge
Crosley plant than was produced in
the entire first month of last year's
production. Last year the present
rate of production was not reached
until g time three months later than
this,

Thus Crosley dealers not only
have the jump on all other radio
dealers in the country on quality,
performance and price of the sets
handled, but the record breaking
Crosley early production gives them
a flying start into the new season,
which will make Crosley, from: the
very start, the biggest seller in radio.
Present production schedules make
it possible for every Crosley dealer
to have samples of the entire new
line by July 10. Immediately fol-
lowing this date, substantial ship-
ments will be made.

Outloock Most Promising

The most promising radio sales
outlook in history now confronts
Crosley dealers. With early stocks
of the new Crosley line on hand

the dealer who shows any sort of Nowhere in radio can the publlc
aggressive spirit at all can right|find more for their dollar than in
from the start be the leader in sales | the 1928-29 Crosley line. Think of
in his community and get the cream |it a six tube electric A. C. set, se-
of the busmess (Continued on Page 3)

Crosley- Waco Plane In 1928 Air
Tour---“Lindberghs” Of Radio

Crosley’s Good-Will Representative On Thirty Day Trip
---Route Chosen By Air Tour Committee

Powel Crosley, Jr.,, Saying Good-bye to Baldwin and Meyers before they
took off fo Detroit for start.

The Crosley Plane is on its way. Plane is one of many entered in this
Entered by Crosley in the 1928 Na- | annual tour of the air. The route
tional Air Tour the huge Waco |over which the planes will fily and
plane beaking the Crosley name |the rules under which the tour is
thundered out of Detroit, Michigan, | conducted were decided upon by the
on a 5,500-mile tour of 32 cities to | National Air Tour Committee. There
spread good-will to Crosley dealers|are many cities at which the Crosley
and distributors along the route. Plane would like to stop, many

The Crosley-Waco Whirl Wind (Continued on Page 3)

Indeased “Sales Of
Crosley Icyball
Refrigerator

Result From Intensive Well
Organized Campaign -

The hottest months of the year
are now at hand—months when the
sale of refrigeration of all kinds is
the most brisk. Now is the time,
therefore, for Crosley dealers to
make a great aggressive drive on
the Crosley Icyball Refrigerator.

During the past months Crosley
dealers have heen warned to hold
back, owing to slow deliveries. Now,
however, the Crosley Icyball pro-
duction having been increased
twelve thousand per cent since a
year ago and constantly on the in-
crease, has reached a point where
dealers can safely go out and do
the necessary promotion work to
put this wonderful new refrigerator

in the place of leadership it de-
serves.

Sales Speeding Up.

Already, since dealers were given
the word to release their energies
on the Crosley Icyball in the last
issue of The Crosley Broadcaster,
sales have shown an increase. Deal-
ers have just been awaiting the
word “go” to let loose their energies
and make the Crosley Icyball the
fastest selling refrigerator on the
market.

Spread the Crosley Icyball story.
Wherever introduced the Icyball has
made a tremendous hit. In produc-
ing refrigeration more ideal than
ice by means of heat at a cost of but
two cents a day it has caused both
amazement and delight. People,
skeptical when they first hear this
story, immediately became enthu-
siastic upon seeing it demonstrated.

Have a Crosley Icyball in opera-
tion at your home and invite pros-
pects out in the evening for a demon-
stration, Get the farm people to

(Continued on IMage 6)
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Clean-Up With RFL 90 At This Price

=

‘-‘? This Famous Receiver
Now Offered To
Crosley Dealers Only

Packed
_ In Original
2 Cartons—

v Brand New At

i Complete in Beautiful Conscle with

Crosley Musicone Built-In

The RFL-90 is a six tube radio receiver installed in a
beautiful console cabinet, with built-in Musicone. It con
sists of three bridge balanced stages of radio frequency,
detector and two stages of audio frequency amplification.
In it the famous RFL circuit has been developed to the
very highest degree of efficiency. The two-toned ma-
hogany cabinet with built-in Musicone fits in beautifully
with every surrounding.

Offer Made In Accordance With Usual Crosley Policy
On Discontinued Models

Checks Not Accepted
Cash Must Accompany Order

CROSLEY
R.F. L. 90

Formerly Sold

¥ ;
$9 8.00 ¢

Following the usual Crosley policy to glve)pAuthorlzed with 25 9% of the total amount, and shipment will be made,
Crosley Dealers an opportunity to sell in thei- stores dis- charging you with the remainder C. O D. At least 25 % must
continued models, weloffer the Crlosley Model RFL-90 while | accompany each order.
they last at thi cial pri f 25.00.

y las 13 spe 'Nopé:::cl:s Zr;j; lfted 0 In Original Shlppmg Czriza.

Because of the very low price at which these sets are of- h Gl s t]l:ese sets which are offered are brand new—they
fered, they cannot be sold on open account, and order must | PaVe never been taken from their  original shipping carton.
be accompanied with cash, money order or express order.| Ihey are all accompanied with the usual Crosley guarantee.
Should you desire C. O. D. shipments, accompany your order Now act quick—the supply is going fast.

MAIL THIS COUPON TODAY =

The Crosley Radio Corporation,
Cincinnati, Ohio,

Gentlemen: '

In accordance with your special offer to Authorized Crosley Dealers please ship me

R. F. L. 90's at $25 each.

, Act Now

While Supply Lasts

1 am enclosing Money Order for $

Please Rush.

Company Name

CINCINNATI, OHIO

THE CROSLEY

BROADCASTER
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“Replace Old Radzo Sets,” Is Crosley’s Advice

Every Set Owner|
A Prospect

New Battle Cry Furnishes!

Crosley Dealers With Key
To Even Greater Sales
And Profits

A new and tremendously signifi-
cant slogan is offered to Crosley
dealers—“Replace Old Radio Sets.”

The radio market which the Cros-
ley dealer has to work naturally di-
vides itself into two fields. On one
hand are the millions of homes who
have never purchased radio—on the
other hand are the 73: million homes
who now own radio receiving ap-
paratus. Without giving the matter
careful thought and study the first
field scems the most fruitful, the
most productive work. Statistics
show that 73 per cent of the homes
do nof own radio sets, leaving only
27 per cent of the homes owning
radio.

27 Per Cent the Biggest Market.

In the face of these facts, how-
ever, there are other conditions
which when given due consideration
prove that the big market for the
Crosley dealer at this time is not
the homes who do not now own
radio but the homes who do own
radio.

A careful and exhaustive study of
this question has just been com-
pleted. A letter from Powel Cros-
ley, Jr., now in the mails, outlines
the situation. Shortly you will re-
ceive a broadside giving further
information. This broadside tells
you to watch the roof tops for radio
antennae, for they are the key to
the livest prospects in radio today—
the owners of old sets.

Millions Obsolete.

The letter and the broadside
point out to you that recent de-
velopments in radio have so com-
pletely revolutionized radio that
millions of radio receivers now in
the homes of the country are ob-
solete, ‘The owners of these millions
of radio sets will, without ‘hesita-
tion, buy Crosley 1828-29 models
when they see how superior they
are to the set they now own.

Therein lies the secret to the prob-
lem in replacing old sets with new,
The prospect must have the oppor-
tunity to compare the new with the
old. ‘This comparison will prove the
superiority of the new over the old
This comparison will prove the su-
periority of the new over the old
quicker and better than any other
method you could possibly use. You
can talk “push pull”, the superior-
ity of the A, C. operation over bat-
tery operation, the new develop-
ments that have been made in the
audio frequency stages and 2all the

other latc developments until you
are blue in the face and yet not

| make a sale.

Interested in Results,

The prospect is not interested in
these new developments, the thing
the prospect is interested in is re-
ception, tone, volume, the results
that these new developments will
bring. The average person does not
give much thought to how improve-
ments are made, they are interested
in the improvements themselves.

Therefore, the secret to selling the

(Continued from Page 1)
dealers and distributors not located
along the route who will have to be
missed. Had the route been Crosley
planned all points would have been
included, but as it is the Crosley
plane must fly according to rules.

This entry, No. 19, is the only one
of the planes equipped with a radio
transmitting set and yhroughout
the progress of the plane will be
broadcasting on a wave length of
71.7 meters, 4184 Kilocycles with the
experimental call letters issued by
the Federal Radio Commission,
8XAA. William B. Baldwin, Cros-
ley representative and former Ace
of the Canadian Air ¥orce, is in
charge of the radio work, while
Charles W. Meyers is the pilot.

To Broadcast from Plane,

As the plane nears the landing
flelds, on the tour, the spectators
will hear the voice of Baldwin de-
scribing the city and the time of the
plane’s arrival. His talk will be
picked up on the field with a Cros-
ley Showhbox and lowave receiver
and heard by the public through
a Dynacone, In addition to that
in the cities where Dbroadcasting
stations are located the operators
will pick up the lowave signals
and rebroadcast Baldwin’s talk on
their own wave channel. In some
cities where the plane remains over
night Baldwin will give a resume of
the flight since the plane left De-
troit, June 30.

Crosley radio dealers in each city
will form a special reception com-
mittee to meet the plane on the field

and in some instances hold Dealer’s

present radio owner is to let him
compare and that will prove. The
next and logical step is for the pros-
pect to choose Crosley in preference
to the old set now owned.

Scll by Home Demonstration.

Now just as soon as you receive
the broadside and the letter read
them over carefully, study them and
then get out and put the plans
given there to work. Get behind
the home demonstration plan of
selling with renewed energy for
home demonstration enables the ra-

Crosley Plane---“Lindberghs”OfRadio

meetings with the jobber at a lun-
cheon which will have Baldwin as
the speaker,

Greeted by Governors and Mayors.

Governors and Mayors will greet
Baldwin and Meyers on the fields.
In the last year’s National Air Tour,
Powel Crosley, Jr., entered his plane
and carried a new model receiver
for display at the various fields. The
success of that experiment was so
satisfactory that Powel Crosley, Jr.,
decided to go a step further this
year and the plane is not only carry-
ing the new Showbox and Dynacone
but also a Burgess plane transmitter.

Crosley has been conducting ex-
periments in association with the
United States Army Air Forces for
several years, especially with fiyers
at the Dayton, Ohio, fields and it
was through the Crosley WLW sta-
tion that the first broadcasting from
an aeroplane was rebroadcast
through the regular channel of the
station. Many years ago Powel
Crosley, Jr., had a receiver and

H. Curtis Abbott Gives Crosley
Lindberghs Last Instructions.

amplifier in an aeroplane which flew
over Cincinnati picking up band
music from the station and it was
heard by residents throughout the
city, and at one time over the line
of march of a parade.

The distributors who have made
special arrangements for welcoming
the planes this year are:

Aitken Radio Company, Detroit,
Mich.; Kruse-Connell Company, In-

(Continued on Page §)

dio owner to compare the old with
the new and take the proper choice.

The richest and most fertile field
of radio sales in which you have
ever worked stretches out before
you, There are thousands of an-
tennae in your community. Every
antenna is the key to the owner of
a radio set—the livest prospect in
radio today. Practically every home
demonstration that you make to a
present owner will result in a sale.
Replace old radio sets for new. Let
that be your battle cry to greater
sales and greater profits.

Assures Dealefs
Flying Start

(Continued from Page 1)
lective, powerful with a tonal qual-
ity that astonishes tor only $65.00.
There just isn't anything that can
compare with the Crosley Gembox.
No, hot even in the competitive
price range ten to twenty dollars
higher. The Gembox will be the
predominant seller in the radio
market this season. Just as the
Bandbox last season Mwoke all rec-
ords in sales, so will this new leader
break records right and left and
come out at the head of the list.

Unequalled Value

Then there is the Crosley Show-
box for $80.00, an eight tube neu-
trodyne, completely shielded, with
two 171 tubes push pull in the last
stage. This set is equally as sur-
prising as the Gembox. In per-
formance, in perfection of tonal
qualities and in fact, from every
standpoint that a radio can be

.| Judged, this set stands head and

shoulders above anything anywhere
near its price range and holds its
own with sets two and three times
its price. This set will be most
certainly the first choice of all who
are looking for the best in radio
and at the same time desiring full
value received,

There is no question about the
popularity of the Jewelbox at $95.00.
This set has already made a name
for itself and is considered the peer
of all radio sets in its price range.
Equipped with Crosley acuminators
for sharp tuning, it has for all who
desire to "fish” for distant stations
very superior qualities,

Bandbox Continues Big

No need to mention Crosley's
dominance in the battery field. The
six tube Bandbox at $55.00, the rec-
ognized leader in radio sales for 1927
will continue to be the biggest seller
in the battery field for the 1928-29
season. Dressed up in the new gold
finish, this set compares in beauty
with the Gembox, Showbox and
Jewelbox. In selectivity it is ca-

(Continued on Page 5)
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I-mdlo as a necessary daytime com-
! panion,
All over the country the influence
of better night programs can be
seen. Practically every broadcast-
Published By ing stafon in the country is con-

The Crosley Radio Corporation, stantly striving to bring better ma-
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—
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Powel Crosley, Jr., and Mrs.
Crosley sailed for Europe on the
Mauretania, June 30. They will
return to Cincinnati the first
week in August.

The Crosleys, accompanied by
Mr. and Mrs. H. P. Van Arsdall,
of Cincinnatif, will go first to
Paris via Cherbourg. From there
to Brussels and Ostend in Bel-
gium before going to London,

Manufacturers of Radlo Apparatus!terlal to its listeners, They are
Cincinnatl, Ohlo thelr success is coming still great-
Telephone Kirby 3200 er interest in radio.
This | . Hel ke It In. |
ure'nl.ngy og; gearl::lrng I: l::o'r'l‘tarl;utlolr:‘l.I;’fniﬁsiwrgf:ebrr;‘;‘z’;sﬁlg l:%n:a:x;
welcome, Comments of every de-
scription wlll be appreclated. “What! will never cease,
NEuncoYHE J
Crosley manufactures radio 88l8| . oo e v §o the secret
broadcast reception use under patents| of good golf, so say experts., Not
and Associated Companies, The Hazel-
tine Corporation, and the Latour Cor-|sport. It applies just as aptly to
year with especial fittingness to
Crosley Dealers.
making the 1928-29 radio season the
A greatest yet faced by the Crosley
% announced at the Distributors’ con-
v;ntion and at the Chicago Trade
. Show is head and shoulders ahead
What Is “On The Air”
tising and Sales plans are setting
the pace in radio, There only lacks
The biggest factor in creating ra- | ang that is the “Follow Thru”,
dio interest, and therefore in ex-| 'yoy have the line, you have the
is the programs that are on the alr.|tare the place it deserves, th
, the first
Mr. Prospect may buy a Crosley [place In radio. Now it only remains
it he is getting better value than|this neyw line an
he could obtain in any other make. | to work. d put these plans
to buy a radio set was not value,|dealers who s {alize
however, but the opportunity he saw | time forward oge?:he "I‘Y)"fl‘lto.o:;1 tl:xihtii
prompt reports of important events, | in radio sales in thelr co
mmunity.
or other program features. The “follow thru” depends upzsrll
ception improve not only are radio|the care that is taken in using the
fans better satisfied and more en-|plans and directions given. Spe-
dio sets appear everywhere, Many the way to be the best Golf
a hard-headed conservative who |player—that's the way to sell the
new-fangled contraption has been e —— e ‘
convinced of its workability and
radio himself by listening to a sin- .
gle fine progran. European Trip June 30
prove, the field for radio sets en-
larges. Better broadcasting brings
radio sales, .
This influence during the past
sections, among the women folk.
Until the past year, daytime radio
been of inferior quality. During the
last several months these programs
are on & par with the night pro-
grams. Hand in hand with this
has gone a newly awakened interest
of women in buying radio. House-

Coleraln and Sassafras Streets, succeeding In a big way, and with
Editor: Charles E. Fay As long as there are improve-
All material sent In wlll be most uration And such improvements
do you say? Let's all pull together.
The “Follow Thru”
for radio amateur, experimental, and
of the Radio Corporation of America only does this apply to golf and
poration, business and at this season of the
All the preliminary work towards
family is finished. The Crosley line
of all competition. Crosley Adver-
Sells Radio
one thing for the Crosley Dealer
panding the market for radio sales,| plans which will make that line
set because he is convinced that in|for every Crosley dealer to push
The original influence that led him| There is ope thing certaiin the
of having fine music in his home, | are the ones that will be the leaders
As radlo programs and radio re-|technique—the thoroughness and
thuslastic, but new prospects for ra- | clalize on the “Follow Thru. That’s
could not see radio because it was a | most Crosley Radios.
4
been thoroughly sold on getting a|| Crosley Sailed For
Every year as radio programs im-
with it broader markets and more
year is markedly apparent, in many
programs in these sections have
have been improved until today they
progress in daytime b
wives are beginning to look upon

Mr. Crosley, an ardent golf
enthusiast, will go to Scotland to
play the St. Andrews course,

Powel Crosley, ITI, and Martha
Page Crosley, will stay at the
Crosley hunting lodge in In-

Over New Line

I wish to express my thanks and
appreciation for what the Crosley
radios have done for me. I have
had a most successful radio business
since I have had the Crosley Fran-
chise. I wish to thank Mr. Crosley
personally for the new 1928-29 mod-
els that he has given us to work
with., I am very enthusiastic about
it and know that it is going to be
the biggest CROSLEY year we have
ever had.

Yours for another successful year,

We remain,
Mosteller Bros, Garage,
Mt. Dora, Florida.

Ice At A Dollar
Per Ton

Crosley Icyball A Wonder
Refrigerator

A report from the University of
Iowa, after testing the Crosley Icy-
ball Refrigerator, shows the cost of
heating the unit for one cycle of
operation to be less than two cents.
The Icyball weighs 35 lbs., and is
equal its weight in ice each time it
is properly heated.
Three heatings of the Crosley Icy-
ball are equal approximately to one
hundred pounds of ice costing five
cents, Twenty times one hundred
pounds equals one ton. Twenty times
five cents equals one dollar. Thus
the Crosley Icyball refrigerator gives
you the equivalent of one ton of ice
for one Dollar,

Triumph Over Nature

The low cost of producing refrig-
eration is not the only saving. The
Icyball maintains average tempera-
tures low enough to prevent the
growth of bacteria, thereby effecting
a saving in food, materially increas-
ing the factor of health and de-
creasing the expense of illness,

Here again science has triumphed
over nature. Nowhere is it possible
to harvest, store and deliver ice into
a home for a dollar per ton. In
mild climates where artificia] ice is
necessary, the saving is more pro-
nounced than where natural ice is
available.

Superior To Xce

tion, the Crosley Icyball is provi

less expensive than any othez?r mZil:xlf
od of refrigeration, and more ef-
ficient than ice, possessing the won-
derful advantage of always having
an avallable supply of ice right in
mu:;xg:e tby simply reheating the

o
X ct::l.m hot weather than

——
Single-dial tuning has won i
tself
unquestioned Supremacy. Sets hav-
lngtwoormoretunlngdlalsa.re
;:;{) dly disappearing from the mar-

Florida Dealer Enthusiastic

Regardless of geographical loca- ,

A good radioservicemanis sofa.
miliar with radio sets that he can
install one in the dark. Give him
a set that he has never seen before,
and he can probably connect it and
have it operating in less time than
it takes to talk about it.

But simply that a good service
man is this proficient and expert,
is no reason why he should fail to
read, and carefully, the instruction
sheet before installing any new
Crosley set.

There are many important fea-
tures connected with new sets that
are not obvious on casual observa-
tion. The only way that thoss at
the factory have of telling dealers
and their service men about thesa
tricks of installation and operation
is through the medium of instruc-
tion sheets.

For example, two of the new sets
—the Jewelbox and the Showboxy,
must be operated with the Type F
Dynacone. They will not operate
& Type E Dynacone, because they
are equipped with push-pull output
stages which deliver A. C. only,
without a D. C. component, Now
the Dynacone requires D. C. to op-
erate its field coils. In the Type
F unit, an extra pair of leads is
provided which connect to special
terminals on the Jewelbox and
Showbox sets from which the ne-
cessary D. C. is obtained.

The Instruction cards which ac-
company the Jewelbox and Showbox
statemthreeplacesttmtthe'rype
F Dynacone must be used with them.
In spite of this letters have been
recelved from Crosley dealers who
are attempting to use Type E Dyn-
acones with these sets, are getting
no results, and who wish to know
what is wrong with their sets.
This example illustrates how im-
portant it is to every Crosley dealer
and every dealer’s service man to
read the instruction sheets for all
the Crosley sets carefully, and to
thoroughly familiarize themselves
with all the features in them. At-
tention to this point will save a
countless amount of trouble.

D IS  NE—

The Bandbox, Jr., Has
Five Tubes

Through an error the Crosley
advertisement in the Saturday
Evening Post for June 30, lists
the Bandbox, Jr., as a six tube
dry cell set. This is an error.
The Bandbox, Jr., has five tubes,
an extra stage of radio frequency
having been added this season.
A six tube set for dry cell op-

diana during their parents’ trip.
J

Lex-ai:lon is not in contemplation.
J

Crosley Production Assures

Dealers A

(Continued from Page 3)

clearly and powerfully.

Then you have the Bandbox, Jr.,
at $35.00, the Crosley dry cell set,
five tubes—neutrodyne,
with loudspeaker reception on dis-
tant stations. The Bandbox Jr., was
a good set with four tubes, but now
with five tubes and all dressed up
in the beautiful gold finish, it is a
radio receiver unequalled in its price
class and standing alone in all those
sections where dry cell operation is
desired.

Captured Speaker Market

Not only does Crosley stand first
in the radio receiver field, but also
in the speaker field. Nowhere can
there be found a speaker for $15
with the qualities possessed by the
Crosley Musicone. It is the choice
of all who do not wish to pay more
than this amount.

The Dynacone—Crosley's latest
addition to the speaker line, a pow-
er dynamic speaker of new and
hitherto undeveloped principle,
stands first in the speaker market
today. Listing at $25.00 it has cre-
ated a sensation in the radio mar-
ket, the vibrations of which instead
of receding are constantly increas-
ing in magnitude.-

Crosley the world’s largest manu-
facturer of loudspeakers will with
the Dynacone literally sweep the
fleld this season.

Of new and patented design, held
only by Crosley, the Dynacone is the
only speaker of dynamic principle,

e : . out direct contact with the radio
pable of bringing in distant stations | without outside rectifying unit.

selective in its price range and surpasses ev-

Flying Start

In tone and the undistorted faith-
ful reproduction furnished by the
receiver this loudspeaker is alone

erything offered by the trade with-
in two and three times its price.

Prove For Yourself

It is absolutely impossible here to
give conception of the qualities pos-
sessed by the new Crosley 1928-29
line, These various receivers and
speakers must be actually heard to
be appreciated.
Crosley dealer, just as soon as
your samples reach you take them
home and put them to the test.
Compare them with anything on the
market. You be the judge. Prove
them to your own satisfaction. We
know that if you had it to do all
over again you would on the basis
of these new sets choose Crosley.
The more you try this line out the
more enthusiastic you will become.
Then you will be sure to give these
sets justice in describing and dem-
onstrating them to your customers.
Compare, prove, choose—that's the
way to know you are handling the
right line. That's the way to sell
your prospect also, by the way.
If by any chance you have not
alrcady placed your specifications
with your distributor and made ar-
rangements so that samples can be
rushed to you as soon as arrived,
do s0 at once. There is no time to
lose. Your opoprtunity is unlimited
if you will but take advantage of it.

self-contained and operating with-

Act Now—act without delay.

Crosley Plane---“Lindberghs” Of Radio

(Continued from Page 3)
dianapolis, Ind.; Geller-Ward-Has-
per Hardware Co., St. Louis, Mo.;
Radio Corporation of Kansas,
Wichita, Kansas; Shield Company,
Fort Worth, Texas; McLendon
Hardware Co., Waco, Texas; South-
ern Equipment Co., San Antonio,
Texas; Kierluff & Ravenscroft, Los
Angeles, California; Kierulff & Ra-
venscroft, San Francisco, California;
Northwest Auto Equipment Co.,
Portland, Oregon; Minot Supply
Company, Minot, North Dakota;
Fargo Motgr Supply Co., Fargo,

North Dakota; George C. Beckwith
Co., Minneapolis, Minn,; George C.

Beckwith Co, Milwaukee, Wis.;
Hudson-Ross, Inc., Chicago, 1L

The tour this years is as follows:

Detroit, Mich,, June 30; Indian-
apolis, Ind., June 30; St. Louis, Mo.,
July 1; Springfield, Mo., July 2;
Wichita, Xansas, July 2; Tulsa,
Okla.,, July 3-4; Fort Worth, Texas,
July 5-7; Waco, Texas, July 7; San
Antonio, Texas, July 8; Marfa,
Texas, July 9; El Paso, Texas, Ju}y
9-10; Tucson, Ariz.,, July 10-11; Yu-

Alvin Plough Sees Boys Off Then

TALKS T
hll #c TRADE

Statistics show that your greatest business
this year will come through replacement of
radio sets already in the hands of the con-
sumers in your territory.

The introduction of the AC tube set has
been the greatest step forward since the early
days of radio. The freedom from care; the
elimination of battery troubles makes this ra-
dio set far more popular in every home.

Tone quality has been greatly improved,
and push-pull amplification combined with that
unlimited amount of power obtainable with AC
tubes gives you opportunities that you never
before enjoyed.

Many homes are now being equipped with
two radio sets, and in almost every case the bat-
tery operated set is being replaced with the AC
set because of the improved tone quality and
volume, not to speak of the elimination of ser-
vice troubles caused by batteries running down,
recharging, etc.

The unlimited power available with the
new AC set has led to the development of dy-
namic speakers. The combination of a Cros-
ley AC set and a Dynacone speaker permits
you to offer values not approached by any
other line.

We have given you the tools to work with.
The Crosley dealer should and will be the out-

standing dealer in every community this sea-
son. Crosley leads as a national line. With
this line I know every dealer will be a leader in

his community.
s v

Francisco, Calif.,- July 14-16; Corn- | July 24; Milwaukee, Wis., July

25;

ing, Calif,, July 16; Medford, Ore.,
July 16; Portland, Ore., July 16-18;
Tacoma, Wash, July 18-19; Spo-

Prepares to Keep Ahead of Them. kane, Wash., July 19-21; Missoula,

ma, Ariz.,, July 11; San Diego, Calif.,
July 11-12; Los Angeles, Calif., July

Mont., July 21; Great Falls, Mont.,

b

Chicago, Ill., July 25; Battle Creek,
Mich., July 26.

Alvin Richard Plough, represent-
ing the Crosley corporation, is mak-
ing the tour in advance of the

July 21-22; Freid, Mont., Minot, N.|plane, arranging for the details of
D., Fargo, N. D, July 22-23; St.|reception. He made the tour in ad-

12-14; Fresno, Calif.,, July 14; San

Paul, Minn., July 24; Wausau, Wis., | vance of last year’s flight.
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“Buggs” Emerick, At Left, And Scrap Book Man, At
Right, Give Public Real Entertainment

“Buggs” Emerick, tenor and piano soloist, is one of those rare radio
entertainers who never seems to weary his radio audience. He is on the
air for short periods every day but his offerings never “go stale.”

Dir:actors and announcers of WLW and WSAI call Emerick a “con-
venient” staff member. They say they can put him on the air and then
g0 away and leave him until his time on the air is up. They know that
ainwm ;mg l:irxlgs pltz.y h;nd announce with neither assistance nor observa-

. e C ve sung “My Blue Heaven” onl i
sorry for that time. v onee—and he's

—e Qe
Scrap Book Time followers write WSAI Scra
P Book Man that th
set their alarm clocks for 3:14 P. M. every day so that they may be wa.meec}i’
in time to get their radio sets tuned in to WSAI by 3:15.

Every afternoon, except Sunday, the Scrap Book answ

(ggfgio&s on evexl'ly' con::leévable subject. They ax?e writtenml;;l by t?'f:
dience who wo no more doubt hi

R e t his word than most of them

. The Scrap Book Man also has a fifteen-minute perio g

on Friday for the benefit of those who cannot listepr wdd:';t?ﬁxllz I:acx)

progrems, After June 15 he will be h :
the earlier hour. eard at 8:45 P. M. instead of at

—_——

WLW Mail Bag Reads Letters of Station Fans

“See you at the post office,” says WLW every Wednesd H
and forthwith presents the WLW Mail Bag with excorpis aftrgr}xﬁlit'wM'
received during the week from WLW listeners, ™

Answers to questions of general interest concernin,
policies, commendation from loving friends, and kicks gfrov;'nLgm?eldwilt:
say WLW gives them a “pain in the neck” all are included in the Mail
Bag’s fifieen minutes. The WLW Mail Bag proposes to entertain and
inform WLW listeners by means of their own opinions.

—
“T still can't see the joke about the prune,” wrote a
A WLW lis!

wl:;) had been tuned in to the test program presented by WLW engit:ex;i:
and operators, The prune joke seemed to h
Bee Loom, T ave stumped a number of

It was a very simple joke, too. Dick Schenck, one of the seven oper-

ators, mere “
oo wrinkll);dl..’e'marked that “No matter how young a prune is, it's al-

BROADCASTER

(Continued from Page 1)
come to your home and see it in
operation.

Demonstrate in the Home.
Better still, put Crosley Icyball

territory on five days’ free trial. The
way to do is to take out the unit
and cabinet. Demonstrate it by ac-
tually heating the unit, placing it
in the cabinet and then help the
housewife transfer all her veg-

her and then go to the next place.
It will pay you to have three
or four, or even five, complete out-
fits on hand to place out into the
homes of your territory. It is cer-

you will have to order another out-
fit because the housewife won't let
it go.

Make Drive Now.
Now get busy and make an ag-
gressive drive in your community
with the Crosley Icyball. Hundreds
of refrigerators are being sold. The
Crosley Icyball refrigerator is su-
perior to anything on the market.
The initial cost is very little more
than the old fashioned ice box. The
operating cost is but a fraction of
the cost of ice.
Shipments of the Crosley Icyball
to distributors are increasing daily
as production is speeded up. It is
necessary, however, for you to keep
your specifications in the hands of
your distributor, so that he may di-
vide his shipments as they arrive
to the best advantage.
The market for selling the Crosley
Icyball is unlimited. It includes all
the farms around your territory
where ice is hard to get, the hun-
dreds of unwired homes, the hun-
dreds of homes with electricity who
can not afford electrical refrigera-
tion. When it comes to a final
_showdown, practically every home
In your territory is a prospect for
the Crosley Icyball Refrigerator. In
addition there are the summer

Refrigerators into the homes of your

etables, etc., into the cabinet. Leave|

tain that once placed in a home,|

ncreased Sales of Crosley Icyl;aTI‘

average persons can not believe untij
they see it in actual operation.
Always have an Icyball on demon-
stration in your store. Keep it in
|operation. Place butter, milk ang
|other vegetables to prove its effi-
ciency. Keep cold “pop” in the
Icyball Refrigerator and when goog
prospects come in let them sample it.

gDon’?Oversell The
Croskﬂ{cyball

Performance Under Most
Adverse Conditions Suf-
ficient To Enthuse

Icyball will sell itself on what it
|actually does. There is no need to
oversell it.

Don’t tell your customers thot it
will keep their ice box cold ior thiree
or four days at a stretch, or that
it will continue to frecze ice cubes
for twenty-four hours affer 2 heat-
ing. Perhaps it has done these
things, but it cannot be expectd to
do them regularly under all condi-
tions,

Overselling Causes Dissatisfaction

The performance that Icyball ac-
tually gives under the most adverse
conditions is sufficient to sell it. Do
not promise more than it can give.
This is not necessary, and only paves
the way for future dissatisfaction.

Point out to your customers that
a temperature much lower than that
of ice is required to freeze ice. Nat-
urally a refrigerating unit cannot be
expected to maintain such a low
temperature except near the begin-
ning of its cycle. If a unit were
so constructed as to maintain freez-
ing temperatures throughout an en-
tire cycle of twenty-four hours or
more, during very hot weather, its
size and weight would be so great
as to make it unpractical.

Electricity Turned On And Off

|

camps, summer cottages, “hot dog”
stands, “pop” stands, dairy farms
and a hundred and one other places
where the Crosley Icyball will prove
a wonderful boon.

Advertise Through Mail.

Get a lve list of the people in
your community who should be'
prospects for the Icyball and write
2 snappy sales letter, enclosing an
Icyball circular, Form 784-B, which
you can obtain from your distrib-
utor. Order a set of Icyball slides
which you can obtain for $1.50 for
a set of four through your Crosley
distributor. Have these slides shown
in your local theater.

Do more than just tell

of the Icyball in your comgxlsnitt;r-z
80 out into the homes and make
actual demonstrations, The Crosley
Icyball Refrigerator is ideally suiteq
‘to home demonstration, The fact
Is it is necessary to demonstrate

the Icyball to show its
qualities,
The performance is so amazing that

Electric refrigerators, if you leave
the water in the freezing trays long
enough, will form ice at various
times throughout the day or night.
This they accomplish by having sev-
eral cycles of refrigeration every
twenty four hours, the current au-
tomatically being turned on as soon
as the temperature of the refriger-
ator rises to a certain value,

But remember that each time one
of these refrigerators goes through a
cycle it is using electric current,
which costs money.

Instruct your customers to freeze
their ice as soon after the heating
of the Crosley Icyball as possible,
and they will always have the best
of results.

Heat In Morning

If the heating is done in the
morning, as it should be ice cubes
may be frozen during the entire
day, Heating in the morning, too,
will put the hardest work on the

(Continued on Page 7)
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New Crosley Retail

Sales Plan More Than Pays For Itsell

A Single Sale More Than Pays Cost Of Working 300 Prospects With The Plan---No
Gamble When Results Are So Sure And Profitable

Distributors and dealers who have | mation on the plan and the details |you want to put the plan into effect
seen advance proofs of the attrac-|of its operation, They are also be-|at once, be sure to get your lists
tive mailing pieces and owner post- | ing provdied with actual samples of | together and send your order to
cards to be used in connection with | the mailing pieces and owner post- | your distributor without‘ delay. All
the new Crosley Retail Sales Plan cards. They are .prepared to give |orders for Septgmper delivery should

you full information. If questions|be in your distributor’'s hands by
arise which they cannot answer, ! August 1st at the latest.
consideri : write direct to the Advertising De-
ering the low price per set. partment at the factory and we will | new Crosley Retail Sales Plan will
They have been surprised to find| tell you what you want to know.

have been amazed at the beauty and
the high quality of these pieces,

that such attractive pieces could be

produced, addressed, stamped, and|you want mailing pieces by Septem- | year you have ever had.

imprinted complete with each deal-!ber 1st. We can take care of a few | make you and Crosley the undis-
er's store name, address, and tele- | dealers with immediate delivery. If | puted leaders in radio.

phone number at such a small cost.| = = == == - =
foun e e 1s made possitle (Phicago Taxi Driver Entertains With
Crosley Bandbox

through the co-operation of the
factory with distributors and deal-
ers, whereby the dealer’s share of|
the expense is kept at the lowest|
possible figure.

If any dealer or distributor were
to attempt anything like these pieces
independently, the cost would be at
least five to ten times as much.

Prepared Especially for You.

In many cases, co-operative effort
such as this loses much of its ef-
fectiveness because the name of the
manufacturer of the product is
shown in large type, with the deal-
er's name added in a small, incon-
spicuous space, or even with a rub-
ber stamp.

The Crosley Sales Plan is entirely
the dealer’'s,. The name of the
Crosley Radio Corporation does not
appear in any place. The dealer’s
imprint, address, and telephone
number are displayed in the most
prominent space in bold type. To
all intents and purposes, these mail-
ing pieces are yours—produced es-
pecially for you, just as you would
have them prepared if you gave the
job to a local printer.

The only difference lies in the
fact that the pleces themselves are
of much higher quality and much
more beautifully illustrated than
anything you could probably afford
independently.

Results and Profits Assured.

The price on the mailing pieces
has been made low enough so that
there is no chance of the dealer
not getting his money back if the
plan is used as outlined. Even if
you sell only one prospect out of
950 whom you work with the three
mailing pieces, your profit on that
sale will pay the entire cost of the
250 sets of pieces, and there will
still be a margin for you left.

There is no doubt as to the ability
of any salesman to sell a higher
percentage than one prospect out
of 250. Therefore, you are assured
success the moment you put the
plan into operation.

Crosley distributors’ salesmen are

Your co-operation in this great,

aid you and all Crosley dealers in
There is no time to be lost, if | making this the biggest and best
It will

Above Alvina Gotfch And Irene Fuller Are Proving The
Slogan, “You’re There With A Crosley,” Even In A Taxi

“Where to?” is the question the average taxi driver asks of his cus-
tomers. Austin S. Coil, Checker Cab driver of Chicago, asks his patrons:
“Where to and what station would you prefer?”

This is possible because Mr. Coil has installed in his taxl cab a
Crosley Bandbox and as he takes them to their various destinations this
remarkable set entertains them with whatever is on the air. So clear is
the reception that the musical cab can be heard a block away.

Many of his patrons, according to Coil, refuse to get out when their
destination is reached but sit listening to the music while the meter

clicks merrily on.

Crosley___lcyball

(Continued from Page 6)
Crosley Icyball when it is fresh at
the beginning of its cycle, as point-
ed out in a previous article, The
latter part of the cycle will occur
during the colder hours of the night,
when not so much refrigerating ac-
tion is required. This results in
the maintenance of a more steady
temperature throughout the twenty-
four hours, as illustrated by the
accompanying chart.
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M RIG.1-ELECTRIC REFRIGERATOR
Even during the latter hours of
its refrigerating cycle, the Crosley
Icyball maintains the low tempera-
ture of the cabinet much better
than ice. This is strikingly brought
out by two of the curves here shown,
which represent ordinary conditions.
The contrast would be even greater
under special conditions.

It is a common occurrence for the
Crosley Icyball to require heating
only every second day. In fact, this
may be the usual experience in your
territory. Never-the-less, it is better
to lead your customers to expect the
daily heating to be necessary, and to
have them pleasantly astonished at
finding it unnecessary, than to over-
sell them so that when a hot spell
comes along and they find daily
heating necessary they are disap-
pointed.

Remember that the Crosley Icy-
ball is remarkable enough and in-
geneous enough to sell itself, It is
absolutely unnecessary to make ex-
travagant claims about it or to
oversell it.
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FIG.2~ICYBALL VERSUS ICE

The length of time the Crosley
Icyball refrigerator provides refrig-
eration depends entirely upon out-
side temperature. Though designed
to go a period of 24 hours, in ex-
treme temperatures of one hundred
or over, it may may be necessary
to heat it at more frequent intervals,
Such abnormal temperatures how-
ever are very rare and are possible

now being supplied with full infor-

Not a bad idea at that.

only for a few days during the year.
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You're THERE With the Crosley Retail Sales Plan!

THE GREATEST SALES PRODUCER EVER INVENTED

Makes Every Owner Of A Radio Work For You

Every satisfied owner is a real asset—not only in

More Prospects---More Demonstrations---More Sales

The more prospects you work, the

What It Wil Do For You
The Crosley Retail Sales Plan will:

1

+ more demonstrations you will make. '
1 recommending Crosley to friends, but in supply-

Ul
@rﬂﬂu'uﬂ_w_.w"”im a Cre: “*\‘

The more demonstrations you 1. Make it easier fOl' you to sell. .
. Ing you with the names of many more prospec:s .
L (2 e A SR L @S 2' Keep your Salespe()ple bUSYo ¢ P We waent @ (L.mk you for “I‘l‘“.
< > ¥ YOU 27¢ FICLLLLEA
This is just as certain as the fact 3. Give you more time for selling. for you and your salespeople to work. You can ;’f;‘ﬁ,jf“‘.:..::‘cl CROSLEY

that day follows night. The com-

Build good will with owners. build up good will and keep owners satisfied,

Get prospect names for you.
Give you a better check on results
from sales efforts.

Malte you the leader in your com-

These attractive mailing pieces are printed in four beautiful munity.

colors, featuring oil paintings by Clarence Cole, a nationally fam- week after week and month after Increase vour sale £ ides’ for this with a simpl tical follow-

4 an roiuts. provides for this with a simple, prac o
ous artist. They invite the prospect to test Crosley Radio himself, ey s d pro = = - - .
in his own home. They show the complete Crosley line with prices. month! up plan which more than pays for itself.

You Want Sales and Profits---The Plan Gives You Both

e a

_4&

' . and Address
plete Crosley Sales Plan gives you Dealer's Name &

and you can get these valuable prospect names

more prospects. It turns more of &\l
if you follow each owner properly. You prob-

these prospects into demonstrations.
These mailing cards are a sure good will
builder for you. They prove to the new
Crosley owner that your interest has not

stopped when the sale was closed.

ably do not have time to do this as effectively

It turns more demonstrations into

as it might be done. The Crosley Sales Plan

sales. Tt does this automatically,

® N ot

t

| Youhe there wiz a Crosley |
/ Q‘J”é[ HnE 2y joos be e thir yous et

ROSLLY 2, RICIRG vatzsftction
we e .. REMEMBER
| | ) < diwgy .
You need sales volume in order to make a profit. Yet, can’t depend on Crosley sets and speakers selling them- RO :"Ji‘;‘:: \:I':u \"l o

SVErY way
v

DEALER's NAME AND ADDRESS

A

’ . v l

you can’t make sales in this day and age in the radio selves. Neither can we. That's why we have dealers. [
L

The Crosley Retail Sales Plan enables you to go after bus-

business unless you go after them. This is going to be

iness aggressively. It places you a jump ahead of your

. one of the biggest and most profitable years for radio
The third card specifically asks for a testi-

monial and for the names of prospects. Thus,
the plan automatically furnishes new pros-
pects and more sales, in an endless chain.

. competitors. It does this automatically, without takin
dealers who go after business aggressively. P Y s

most of your time. That means that the plan leaves you

In Crosle i i - . . .
V. you have the line and the prices that appeal free to manage your business ‘and to sell, without being

to a big majority of your total market. Yet, in spite of

bothered by a mass of detail. This means that you will

have more time to watch the business yourself and that's

No expense has been spared in making these mallings the most the tremendous advantages you have in Crosley Radio

attractive messages on radio that Yyour prospects will receive this
year. They will arouse interest and create a desire to see and
hear Crosley Radio far beyond any other advertising or sales

promoti hav b
motion you have ever used ’ Start Now

" QJoune thone with @ Crosley. )

itself, and the amazing appeal in the Crosley line, you what you need if you are to increase your profits.

/c{l‘ wre wondering wiat you o .,'I v
Yk of yonr e e

Saves You Money e eonsa’

thair ¢

Tear Out And Fill In

Name . \ "
per set. You could not possibly produce / !
and start i
e ) the Crosley Sales AdAress ..o, such attractive literature yourself at any- . //
— Plan to working for you now. City and State ., where near these costs. !

GET THE FULL DE

The Crosley Retaijl Sales Plan
is ready for you now. ‘There

or two, if you will go after
them aggressively, Don't wait
until the'opening of the “ra-
dio season.” Get your pros-

pect names down on paper,

’

. RESERVATION BLANK
Crosley Radio Corporation,
Cincinnati, Ohio.

through my distributor, at 15 cents per set, complete.

Mailing Pieces (Set of 3) without addressing, which I will use for
working new prospects secured after my mailing list has been made up
and sent in, at 10 cents per set, with my imprint, but without postage and
addressing.

——Sets of Owner Follow-Up Cards, imprinted with my store name,
address and telephone number, on government stamped postcards at 10c
per set. Confirmation of this order to pe placed with my distributor.

Through cooperation, it is always possi- thei raties o oh

ble to lower costs. Your share of the
cost of the three maliling pieces, complete

for the malil box is only 15 cents per set
—COMPLETE. Your share on the Own-
er Follow-Up series of three postcards,
imprinted with your store name, address,
and telephone number, including govern-
ment stamped postcards, is only 10 cents

e

DEALER'S NAME AND ADDRESS

[ ] { ' are many sales waiting for Gentlemen: Please rescrve for me the following quantity of the Crosley s
| { | you duri th Retail Sales Plan mailing pleces and owner posteards: with your name, address, and telephone X
O o ing the next month Mailing Pieces (sets of 3) for addressing to list to be furnished number, addressed, and stamped ready e

TAILS FROM YOUR DISTRIBUTOR'’S REPRESENTATIVE



Page 10

Crosley Icyball Refrigeration Is Ideal

THE CROSLEY

BROADCASTER

For Home

Demonstrations

This Refrigerator Sells Itself---Once In A House Icyball Is There 7_“0 sfay

The warm summer months are
here, and it is time to concentrate
every effort on the sale of the Cros-
ley Icyball.

Dealers in many parts of the
country find, this remarkable new
refrigerator so popular that it sells
without any effort on their part.
Purchasers come to the store to buy,
and make up their minds to pur-
chase even before they see the unit
thoroughly demonstrated.

Making Maximum Sales.

Simply because sales are easy,
however, Crosley dealers should not
neglect means of making more sales
and making them quicker. No mat-
ter how many customers are buying
Icyball without solicitation, the
number can undoubtedly be doubled
or trebled by an aggressive sales
policy. And the more units you
sell, the greater will be your profits.

It is turnover that counts. If you
sell ten Icyballs today and no more
for five weeks, your profits will be
greater than if you sell two Icyballs
each week for the next five weeks.
The quicker you turn over your
stock, the less time your capital is
lying idle, the less space you need
for storage, and the greater your
percentage of profits,

An Aggressive Sales Policy.

It is important, therefore, that
every Crosley dealer who wants to
make the most of his opportunities
should follow an agpressive sales
policy with Icyball.

An aggressive sales policy means,
for one thing, advertising. Let your
community know that you are
handling this marvelous new re-
frigerator which turns heat into
cold. Make the most of the public-
ity features of this remarkable in-
vention. Display Icyball in your
windows. Give it a prominent place
in your store. Advertise in the lo-
cal paper and in other suitable local
advertising mediums,

An aggressive sales policy means,
for another thing, home demonstra-
tions. Icyball affords a remarkably
fine opportunity for home demon-
stration. It is so simple to operate
that with a few easy instructions
any housewife is sure to get results.
The low temperatures that it de-
velopes will surprise her. She will
learn that the Crosley Icyball cools
its cabinet much better than ice
could possibly do.

Splendid Opportunity Offered.

‘Those dealers who are located in
small towns have a splendid oppor-
tunity for Icyball demonstrations,
If you are so situated, put two or
three Icyball units and cabinets on
your truck and take them around
to nearby farmhouses. Leave them
for two or three days and you will

never get them back. Practically | ation—within their easy reach.

every outfit you leave will result in
an automatic sale.

Think what it means to people
in the country who have no access
to ice supply and no electricity for|
running electrical refrigerators, to
have refrigeration in their homes
cvery day of the year. Think what
it means to them to have a refrig-
erator that simply requires cooking
on the stove once every day or two
in order to supply adequate and
ideal refrigeration all of the time.
Do you believe that a farmer in

Economy of Icyball

Those of the town and city folks
who already have refrigeration in
their homes will find a strong ap-
peal in the econpomy of Icyball.
Think of getting ideal refrigeration
service at a cost of 2 cents a day!

Contrast this with the 20 to 30 cents|

a day expenditure for ice, or the
high cost of electrical refrigeration.
Thousands of persons who find it
necessary to economize on their ex-
penditures will find Icyball an ideal
way to save money.

Heat your Demonstrator the first thing in the morning and
thus demonstrate by Ice Cubes all day long.

such circumstances would be willing

to give up the Crosley Icyball after

once having given it a thorough trial?
Visit Each Home,

Your sales campaign should in-
clude a visit to every farm home
within several miles' radius of your
town. Wherever you can possibly
arrange to do so, you should leave
a complete outfit for demonstration.

The value of a trial is just as
great, of course, with regard to
people in towns, although to some
of them the appeal is from a differ-
ent angle—that of economy. Those
in the towns who are so situated
that they cannot get an ice supply
and for whom electrical refrigera-
tion is impractical (either because
of cost or lack of electrical supply)
will appreciate Icyball in the same
way that the farmer does; as a
marvelous new invention bringing
a necessity of which they have
heretofore been deprived--refriger-

But these town folks need to be
shown just as much as the farmer
does. A certain percentage of them
will come to your store and buy
of their own volition. The vast ma-
jority need to be convinced by ac-
tual demonstration, however.

Easy to Place.

You will find it easy to place an
Icyball unit and cabinet for a few
days in most of these town homes.
Simply get these folks to give the
unit a trial. Do not try to sell them.
They will sell themselves.

Perhaps you are already hot-foot
on an intensive campaign of home
demonstration of Icyball. If so,
that is fine—your efforts will be
well repaid. If not, however, you
should get busy at once. Every day
that you lose means dollars out of
your own pocket. You cannot af-
ford to let dollar bills go walking

by. Claim this money for your own.

Nothing Haif- Wa;
. About Showers

World’s Largest Furniture
Manufacturer Devofes
Entire Unit To Radio
Cabinet Production

Showers Brothers Company of
Bloomington, Indiana, are probably
making more radio cabinets this
season than all other cabinet manu-
facturers combined and a goodly
portion of these will be exclusive
Crosley-Showers cabinets to be sold

only through Crosley authorized
dealers.
To assure Crosley cuthorized

dealers a supply of cabinects and o
make deliveries at the time the
dealers will need themx most, the
Showers Brothers Compuny iiave
set aside a unit of their 126 acres
of factory fioor space for the sole
production of radio cabinets.

Here you see the famous straight-
line production methods as you find
in the Crosley factory.

Here each operator dces one thing.
This is the approved and modern
method of perfection in quantity
production. Each individual per-
forming a separate function does it
faster, more skillfully and at far
less cost than the old-fashioned so-
called “hand-made” method.

Here the old adage “Too many
cooks spoil the broth” is refuted.
Many hands not only make the work
lighter (which reduces the cost) but
make for finer workmanship.

Every Showers craftsman prides
himself that no other craftsman
who may contribute to the creation
on which he worked shall point a
finger of scorn to slipshod or loose
work at his hands.

Radio cabinet making is a fine
art. Nearly anybody with sufficient
lumber and machinery can build
furniture, It is easy to build solid,
rugged furniture but such furniture
is clumsy and ugly. Only great
skill and long experience can create
the graceful, beautiful, slender lines
of Showers cabinets with the sturdy
quality and stout construction neces-
sary to make them fine furniture
values,

Y |

One thousand farmers drove to
the Republican Convention to be
in on the proceedings. They were
refused admission because they had
no tickets, Several hundred thou-
sand farmers stayed at home and
heard the entire convention through
the medium of their radios.

THE CROSLEY

BROADCASTER

Crosley Distributor Promotes Unigue Aduvertising Stunt

Rochester Elect. Supply Co. Use Van & Schenck, Famous Follies Stars To Promote

Jewelbox Sales

An interesting and successful:

piece of Crosley promotion was en-
gineered recently by the Rochester
Electrical Supply Company, Crosley
distributors for the Rochester terri-
tory.

Van & Schenck, “Follies” and
record stars, highest paid singing
team on the stage, and familiar to
every radio listener through their
popular National Broadcasting Chain
programs, were scheduled to appear
at the largest theater in Rochester.
This theater, recently built, seats
4,000 at a performance.

Plans Made Beforehand.

Henry Brill, radio sales manager,
and Hart-Conway Advertising Com-
pany, handling the advertising of
the Rochester Electrical Supply
Company, approached the theater
management offering to help the
advertising of the Van & Schenck
act if the theater in turn would
help to advertise the Crosley
Jewelbox.

This mutual plan worked out as
follows: Van & Schenck were photo-
graphed in their dressing room lis-
tening to a Crosley Jewelbox. This
photo was the basis of a %-page
advertisement inserted in Roches-
ter's leading evening newspaper by
the Rochester Electrical Supply
Company. The other half of the
page was quickly sold out to dealers
in the form of tie-up ads. A re-
production of the ad is shewn.

Certificates Given Away.

The theater’s side of the bargain
came in with the distributing to
every patron of a certificate worth
$1.00 toward ghe purchase of a
Crosley Jewelbox. Nattily uniform-
ed (and by the way, pretly) page
girls handed one of these certifi-
cates to every person who entered
the theater. The theater had placed
in its spacious lobby several Crosley
Jewelboxes with fitting display cards

ot
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RUDOLPH SCHMIDT & CO.

STONE 73

Sce Us About Crodey
A C. Radios

Duffy-TowerssInc, Pomtuaiooies

Asthorised Coveley Doalsr

Home Demonstration

Crosley dealers throughout the
Rochester territory were furnished
large window cards in the center of
which was the dressing room picture
of Van & Schenck and the Crosley
Jewelbox. Around this timely dis-
play card practically every dealer
arranged an exclusively Crosley
window. The newspapers were also
induced to publish publicity storles
about Van & 8Schenck and the
Jewelbox during the week.

Thus the Rochester Electrical

Supply Company took advantage of
the vast amount of advertising that
had been done in behalf of Van &
Schenck, and for a small expendi-
ture effectively turned the interest
it had created to the Crosley Jewel-
box as well. The plan worked out
so admirably, both from the stand-
point of the Rochester Theater and
the Crosley dealers, that similar ex-
ploitation will be used on future
occasions when other outstanding
popular stars appear at the theater.

The 1928-29 Models of Crosley. and
Amrad sets and speakers are the
most efficient, attraoctive and reliable
line-up of merchandise that has
ever been offered to the public. This
line will be the leader in the com-
ing radio season.

There is no manufacturer now

making receiving sets comparing
ing with the Crosley and Amrad

setup in price and quality. We
should have the world beaten this
year.

Southern Tier Electrica] Sup. Co.,

Boy Howdy!! Certainly some
jewelled line. Sparkling with
profits for Crosley dealers. A real

tiffany dlamond for 1928-29.

Get going now. The season has
started. Put sales dynamite behind
Crosley radio. It's well greased with
powerful advertising and selling
helps. Shoot through to your most
profitable year.

Yes Sir! Major Hahn is in com-
mand of the Deluxe fleld with the
Symphonic series of Amrad.

Williams Hardware Co.,
Streator, Il

Chief Williams,
—————

We have Powel Crosley, Jr. to
thank for the most wonderful line
of radio that has ever been present-
ed to the public. It’s got every-
thing—price appeal—eye appeal—
sales appeal. This merchandise
tied up to a most marvelous mer-
chandising and advertising cam-
paign can mean only one thing for
every Crosley dealer—SUCCESS—
spelled with capital letters.

Of course you're there with Cros-
ley—we are one hundred percent.

Hudson-Ross, Inc.,

Chicago, Il

Robt. Himmel, Pres.
Y, W —

It is evident that the slogan used
by Crosley is true and fits the pres-
ent 1928-29 setup one hundred per-
cent—"“You're There With A Cros-
ley.” Without this Crosley and Am-
rad line a dealer will be as old
fashioned as a one horse shay. This
new line with its new prices and
design, place Crosley sets head and
shoulders above other sets on the
market,

Motor Parts Co..
Philadelphia, Pa.
John C. Marden.
i
The 1928 Crosley-Amrad line—
the enthusiasm of distributor and
factory personne] convince us that
1928 will be our banner year. We
feel that until now we have never
been in the radio business,
H. D. Taylor Co.,

and on the stage during the Van & R. M. Peffer, Binghamton, N. Y, Buffalo, N. Y.

Schenck act was a Crosley Jewelbox. Harrisburg, Pa. J. E. Greene, Albert C. Finley.
Radi> Sets and Jeyballs SCHU oanry TIC ||| 100% Crosley Distributors ||| TAYLOR ELECTRIC CO.
CROSLEY RADIO WHOLESALE Distributors in Chicage Territory MNSIRAN SN,

Sherwood Hall, Ltd.
Grand Rapids

CROSLEY DISTRIBUTOR

2169 Spring Grove Avenue
412 Elm Street, Cincinnati, Ohio

Phone West 144 Maln 820

— TRY OUR SERVICE —

HUDSON-ROSS, Inc.

116 S. WELLS CHICAGO

Exclusively Radio
Wholesale Only

CROSLEY DISTRIBUTOR
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Dealer Converts Bandbox, Jr. Into
Portable Set

401 Chassis, Batteries, Etc., Installed In Jewelbox Case

Some time ago Mr. H. T. Allen,
our authorized dealer in E1 Monte,
California, sold a Crosley Jewelbox
installed in a No. 405 furniture cab-
inet. Then he had a call for a self-
contained. portable radio. His pros-
pect was very well pleased with the
Model 401 Bandbox, Jr., due to its
splendid performance and compact
form, but objected to the fact that
the case was not large enough to
enclose batterles.

Mr. Allen immediately thought of
the empty Jewelbox case and ad-
vised the prospect that he belleved
that evening he 'would be able to
demonstrate a set that would meet
his specifications. Mr. Allen then
installed the Bandbox, Jr., chassis
in the Jewelbox case and found suf-
ficlent room for three No. 5308 46-
volt Burgess “B” batteries, one No.
5156 Burgess “C” and three 6 Bur-
gess “A” batteries, All were en-
closed in the 704 case.

This customer was delighted with

the layout and bought the set with-
out any hesitancy and since then
this idea has been used many times
by this dealer and dealers in sur-
rounding territories.

Of course the only objection to
this type of portable set is that
the battery equipment, of course, has
to be small and long battery life
can not be expected. It is an ex-
ceedingly good idea, however, and
may be used by other Crosley deal-
ers in meeting the demand for a
small portable set with self-con-
tained batteries,

Crosley Icyball
Laughs At Fire

Food Remains Cold and Ice
Cubes Form Right
Through Fire

Our Crosley Dealer at Walcott,
Ark., Marcus H. Clements, recently
clipped and sent to us an exceed-
ingly interesting article published
on the Icyball by the Daily Okla-
homan, Oklahoma City. The arti-
cle reads as follows, and it is easy
to see that the Icyball Refrigerator
is referred to—

“ICE FORMS IN BOX AS

HOUSE BURNS AROUND IT”

“These new fangled Ice boxes
which are their own icers refuse to
get heated up about anything, ac-
cording to Roy 8. Miller of Dun-
can. Miller's house burned last
week, Twelve hours after the blaze
had burned itself out the icebox was
opened. Miller says the food with-
in the refrigerator was in good con-
dition, the ice cubes which the box
makes, still unmelted.”

N
Testimonials Wanted

Is there in your town an Icy-
ball which is giving unusual sat-
isfaction, or performing some ex-
traordinary refrigeration feat?
If there is, we would very much
appreciate your writing in and
telling us about it. We are col-
lecting testimonials on the Icy-
hell for use In our advertising
and would appreciate your con-
tributing  whatever you can to
the list.

y

With the new 1928 line it is pos-
sible for any Crosley radio set buyer
to get any type of set, from the
modest to the most elaborate.

——

The Mershon condenser used in
the power supply units of Crosley
and Amrad light-socket sets is self-
healing. That is, it cannot be per-
manently injured, for if an abnorm-
ally high voltage punctures it, it
will heal itself immediately.

D —

The Radio Manufacturers’ Asso-
ciation will hold its annual banquet
at the Palmer House, Chicago, on

Dear Sirs:

the new Crosley.
The Gembox received

is certainly a beauty.

the night of June 14.

Read Letter From Hamilton Radio Shop, Hamilton, Kans.

Please give me all the information you can concerning

Must say it is a wonderful little set and if the other new

Crosley's compare favorably with it Crosley should ‘‘go over

the top” in great style in the coming season. The Gembox

l am very enthusiastic over it.
Sincerely yours,

THE HAMILTON RADIO SHOP,

and installed this morning.

Trades Bandbo x
For Manure
Spreader

Crosley Dealer Alive To
Opportunity --- Both
Parties Satisfied

In the age before money was in-
vented, primitive men bartered for
all the necessities of lifc. That the
age of barter has nct comgletely
passed is shown by o report receent-
ly sent to us by J. R. Woodhous?,
salesman for The American Electric
Company, Crosley Distroiutor ot St.
Joseph, Misscurl.

It seems that Fred Haar, Cros-
ley Dealer at Maysville, Kansas, has
a lttle farm on the side. Mr. Haar
is an aggressive Crosley Dealer and
passes up no chances in selling
Crosley Radio. In his rounds he
found a prospect who wanted a 601
Bandbox very badly and who also
had a manure spreader which he
wished to dispose of. Now it hap-
pened that Mr. Fred Haar was on
the market for that particular farm
implement. So these two got their
heads together and an exchange
was made.

It is said that both are well
pleased with the tradé and that is
what counts,

7

TUNE IN!

We broadcast daily at
11:00 a. m. and 1:30 p. m.
Financial News
Market Reports
Government Bond
Quotations
Call Money Rates
Foreign Exchange
Grain and Live Stock

Quotations

™ FIFTH THIRD JNION @MPARY
l 14 West 4th Street
| Cincinnati, Ohio

A. E. South.
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Order These Helps Through Your Distributor

18 x 30 Inch' Crosley Fiber Road Sign
Can Be Purchased In Quantities Imprinted
With Your Name And Address

A brilliantly striking fibre road sign 18 by 30 inches in size, reproduced in
black, red and straw has been prepared for your use. This sign is to be tacked
up on barns, fences, trees and other places which will present themselves in
t.he vicinity of your trading area.  They are sturdy, water-proof and long
lived, besides being very low in cost.  As these items will carry the individ-
ual dealer’s imprint, there will be a delay of some twenty days in filling or- o
ders.  Order through your distributor. = Cash or money order must accom-
pany your order.

Page 13

“You're there ¢ with a Crosley”

CROSLEY

RADPTO-

SALES a#d SERVICE
ik Dealeght} Co.

Angwhere
CUT NO. 28.3

CATALOG NO. 28-3
Price 6'4c Each. Imprinting Charge, 75¢ extra for first 50; 1c extra for each over 50.

Orders for Road Signs Placed Once a Month — Rush Your Order Now for August Delivery.

Crosley Fiber Tire Cover

Imprinted with Your Name — Let These Rolling
Ads Work for You Out in Your Territory

Crosley is taking advantage of the new idea of utilizing the automobile spare
tire as a means of advertising, and this season offers to its dealers two types
of Crosley tire covers. A cheap, durable and effective tire cover constructed
entirely of waterproof fiber and fitting any size tire is shown at the right. This
tire cover carries the retailer’s imprint and is priced so low that it may be
purchased in quantities for distribution. Order through your distributor,
enclosing cash or money order with' letter.

CATALOG NO. 28-1

CUT NO. 28-1

Price 45¢c Each.  Imprint charge, $2.50 extra for fi rst 25; 10¢ extra for each over 25.

RUSH YOUR ORDER — GET YOUR AD ON THE CARS AROUND YOU

Crosley Giant Thermometer
A Constant Ad On The Side Of Your Building—
19 Inches In Diameter — Full Crosley Colors

To further identify the store of the authorized .Crosley retailer, we are
offering for the first time in radio, a giant outdoor thermometer with
indicating hand to register the temperature.  This thermometer has
many features.  Because of its construction it can be used on the
sunny side of the street without the temperature going above average.
The mechanism by which it is operated is rugged and simple and can
not get out of order.  The theremometer is guaranteed by the man-
ufacturers to be accurate within two degrees and the position of the
indicator hand may be corrected by means of adjustments at the
rear.  The thermometer, 19 inches in diameter, is handsomely fin-
ished in black enamel and the Crosley advertising on the face is hand-
somely executed in black, red and buff. = Order through your dis-
tributor.  Enclose cash or money order with your letter.

CUT NO. 284
This Giant Thermometer Guaranteed for Over

o ——
e

"CROSLFY

Each

10 Years — Government Tested for Accuracy
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Model C-3

Description of Model C-3

This console presents a lovely walnut
surface so cut as to offer the exquisite
Brain of the wood to its fullest advantage,
It Is decorated with genulne wood carv-
ings and contains the new Crosley Dy-
nacome Speakef. Price, $50. Behind it
hangs a matching console mirror which
Dealers show at $11.00 and in front of
the console &' a specially designed tun-
ing bench which adds much to any room
and is priced at $16.75. Helght of con-
sole is 38 inches,

Description of Model C-2

Fine Walnut veneer and
delicate carving mmakes
this cablnet a tru¢ work
of art. The door falls
down to form an arm
rest when operating the
radio controls and the
speaker—the new Cros-
ley Dynacone—is mount-
ed gracefully underneath,
Helight of this console is

Model C-2 42 inches,

Creates A Radio Value

that competition cannot meet

O
O

Sell This Beautiful Radio Cuitfirt

£ X
PO Oy

This is the Crosley Dealers’ greatest opportunity to
offer the finest combination of radio receiver and
cabinet. No console radio value on the market today
can compare even favorably with the Showers-Cros-
ley combination. -

The world's largest furniture manufacturer is en-
dorsed by Powel Crosley, Jr., as best equipped to
make cabinets :comparable in value to Crosley re-
ceivers. Showers’ designers, skilled in the art of
designing beautiful furniture, have produced such
cabinets on the most economical basis, Their famous
laminated process which forms a solid, permanent
construction is used. Lovely veneers create the de-
lightful modern patterns you see in the finished
designs.

Showers Brothers Company

Bloomington, Indiana

C-3 Walnut Console with Dyncinic
Dynacone built in and 6-tube A. C.
Electric Gembox installed ready to
be attached to any Antenna

Without Tubes . . .
Matching Console Mirror
Beautiful Tuning Bench

$115.00
11.00
16.75

Complete For

$142.75

Description of
Model C-1

TWalnut veneers are cut to
show the fuli beauty of the
grain in this model. Rare
zebra wood moire walnut
and genuine wood ngs
are decorative elements of
this splendid value. Fluted
legs impart a delicacy to un-
usually sturdy construction.
The hardware is solid brass.
Full swinging doors open
upon the radio control panel
and the new umazing Cros-
ley dynamic speaker—the
Dynacone, with which the
cabinet is equipped.

Model C-1

Description of
Model C-4

i

Matched walnut veneer cre-

ates charming doors with
over-laid decorations of
curly maple veneer, Genuine
wood carvings are highlight-
ed and beautifully finished.
Top opens and doors are
full swinging type. Finished
with solid brass hardware,
New Crosley Dynamic

" speaker built-in,

Mode! GC-4. -
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No. 120.

NOTE—This service sheet applies
to the 7 tube (including rectifier
tube) Crosley Jewelbox Model
704-A, serial numbers G. J. D. 16,000 | & Replacing Power Switch.
and following only. | 1. Remove condenser

MEROLA
BINDING POST

4. Replace Resolder

leads.

supports.

tuning

TQANSFORMER

1st A.F.
TRANSFORMER

MERSHON
CONDENSEQ

ALIGNING
CONDENSEQ

lst RF
__ TRANSFORMER.

POWER
SUPPLY

CHOKT

I"IUSICONE"——'

TERMINALS :
/ B (R /\POWER SUPPLY
POWER LINE —
GROUNDING / / - TRANSFORMER
1
CONDENSER / \ AERIAL \
RECTIFIER POWER GROUND
TUBE PANEL CABLE
shield,

A, Balancing,
Same procedure as for Mode]l 601,
Sce service sheet No, 104.

B. Ajusiing Aligning Condenser.
The aligning condenser is the one

nearest the detector socket and Me-

rola binding post. The same pro-

cedure for adjusting it is used as

for Model 601. See service sheet | J. Replacing Volume OControl.

No. 104 | 1. Take off knob and lock nut

C. Replacing Radio-Frequency Trans- and loosen set screw holding shaft
former Coils. in place.
Same procedure as for Model 601, | 2. Unsolder leads and remove re-

! h 4 sistance unit,
See service sheet No. 104. ' 3. Place new resistance unit in

D. Replacing Tuning Condensers. | place, and reassemble switch.
Same procedure as for Model 602.[ 4. Resolder leads.

See service sheet No. 108, . K. Replacing Antenna Coupling Coil.

E. Replacing Belts, " 1. Unsolder leads.

2. Take nut off support screw,
Same procedure as for Model 601. | ,
See service sheet No. 104. remove coils and replace with new

, ones.,
F. Replacing Audio Transformers. !

2, Cut leads and remove knob
from switch,

3. Take off lock nut, and remove
switch, Place new one in position
and replace lock nut,

4, Splice leads and replace knob,

5. Replace tuning condenser
shield.

5. Replace nut. Resolder leads.
Same procedure as for Model 601, : L. Replacing Resistance Units

Model 704-A, Part III---Adjusting and Repairing.

from support screws.
2. Remove necessary leads.
3. Attach leads to new unit.

7-1-28

screws. Take off transformer and
replace with new one.
3. Replace support screws and

4. Reassemble and replace on leads.

supports.
POWER SUPPLY
2d RF MER
TRANSFORMER TQATSFOQ
. st RE
TRANSFORMER

Ve
I RF.
ACUMINATOR

SELECTOR

M. Replacing Condenser W 4919.

1. Unsolder leads,

2. Remove support nuts and lift
off condenser.

3. Place new condenser in posl-
tion and replace nuts,

4, Resolder leads.
N. Replacing Mershon Condenser.

1. Take off condenser cap and
unsolder leads.

2, Remove straps holding con-
denser in place.

3. Place new condenser in posi-
tion. Replace straps.

4. Resolder leads and replace cap.
0. Replacing Power Supply Choke.

1. Unsolder lead wires from ter-

‘minals to which they are attached.

2. Remove support nuts and lift
off choke, .

3. Put new choke coil in place
and replace nuts.

4. Resolder leads.

P. Replacing Power Supply Trans-

" former.

1. Remove terminal strips over
bottom of transformer and take off
transformer leads.

2. Remove transformer support

See service sheet No. ;94. 1. Take off support nuts and lift
G. Replacing Condensers W4232 and . BALANCING CONDENSERS
tat 2d 3d
W4233. 1 RF
1. Remove Tuning Condenser'’ \
Shield. ’
2. Unsolder leads to condenser  cQoupLing cor—

which is to be removed.

3. Take out screws holding con-
denser in place, and lift it off the
chassis, :

4. Place new condenser in posi-
tion and replace supporting screws,

5. Resolder leads.

H. Replacing Grid Condenser and
Grid Leak.
1. Unsolder leads.
2. Remove supports.
3. Take off condenser and leak
and replace with new ones, i

CONDENSER

Ya MF. w4253
1st @F —"

TRANSFORMER

POTENTIOMETER
RF & 1t AF TUBES

EECTu-"lER

prae~

RESISTANCE ' I
ISTANC! ¥ GROUND

TUBE PANEL

ANTENNA A

OUTPUT TUuBE

POTENTIOMETER

POWER LINE
GROUNDING COND,

POWE

R
SWITcH  ALIGNING

CONDENSER

2 SECTION % MF
~—CONDENSERQ w4232

-~.003 M.F, By-pase
CONDENSER

_ —GRID LEAK &
CONDENSER

' 3dmFE
~~ TRANSFORMER

3200
RESISTANCE

““MERSHON
CONDENS[R

CHOKE coiL

POWER
SUPPLY
CHO&E

VOLUME CONTROL j pSwsbs —~
STATION SWITCH AcunlNATOR

4. Replace terminal strips.

o (s MERSHON
TRANSFORMER C°7°ENSEQ

1t AF
TRANSFORMER

PAF

/‘“Zd AF TRANSFORMER
2 AF

Sell The Summer
Camper

How about tackling these invet-
erate summer campers on the ‘new
Bandbox, Jr.?

This is an ideal set to take to
camp. It has plenty of pep, and
at the same time it is compact and
easily carried around. Only dry-
cells are needed to operate it, and
they may be obtained almost any-
where.

The price, too, will appeal to
campers. Thirty-five dollars is little
enough so that anyone can afford
it. Even the necessary equipment
does not run this price up much.

Those who already have radio sets
will buy this little set to use in
their summer cottages and camps.
Others who do not have sets will
buy it for use at home, too, for it
can be carried easily back and
forth,

Every man in your town who
takes a f.hing trip, or moves to a
summer cottage for the hot months
is a prospect for Bandbox, Jr. Every
motor tourist who passes through
your town is a prospect.

Of course this field for Bandbox,
Jr., does not overshadow the market
among farmers, who have no light-
ing current and who cannot use
storage batteries conveniently, and
among town folks who want quality .
radio reception at the lowest pos-
sible price. But the summer
camper and tourist trade is too good
a fleld to overlook.

Sell Bandbox, Jr., to the campers
and tourists. And when you selt
one of them a Bandbox, Jr., sell
him an Icyball, too,
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$250,000 For New WLW Broadcasting Plant

Work Begun June 25th On New Building To House WLW Transmitter
At Mason, Ohio---Plans Provide For Operc_ztion On September 17th

New Station To Operate
Under 50,000 Waltts

That station WLW on September
17 will be operating with 50,000
watts of power from a new building
at Mason, Ohio, 40 feet west of the
present WSAI transmitter was an-
nounced this week by Powel Crosley,
Jr., president of the Crosley Radio
corporation, which will continue to
operate both stations.

Work on the new plant began on
June 25. More than $250,000 will
be spent in its construction, Mr.
Crosley stated. The work on the
building and the installation of the
transmitter is being scheduled with
such precision that the new WLW is
expected to be completed and in op-
eration on September 17,

The new 50 kilowatt transmitter
is & duplicate of 3XN experimental
station at Whippany, N. J. Recent
tests made on WLW’s 700 kilocycle

listeners all over the world report-
ing greater volume and clarity than
from any other station.

Extensive measurements of the
transmission of WLW at its pres-
ent ' Harrison, ©. location and
of WSAI at Mason, Ohio, recently
completed by the Bell Laboratories
of Whippany, N, J., showed a very
slight superiority in Mason as a site
for the new transmitter, Mr. Cros-
ley said.

Uninterrupted Service
Desire to give uninterrupted ser-

Powel Crosley, Jr., on June 25, broke the first sod for the erection of a building at

vice with both WLW and WBAI is| Mason, Ohio, to house the new

mm"‘ convinced the Crosley | aq¢ by WLW and WSALI both operated by The Crosley Radio Corporation.
vice president of the U. S. Playing Card compa-
Major J. E. Hahn, president of the Amrad Radio

on of the necessity of

erecting buil for the 50|ceremonies were (left to right) C. A. Albert,
trsnm dlnz"w:rh.: at|ny from which WSAI recently was acquired;

kilowatt transmitter,

50,000 watt WLW transmitter.

The ceremonies were broad-
Attending the

first thought it possible to instan corporation, a Crosley subsidiary; Mrs. Ralph Heaton; Lewis Crosley, vice president of the
building by making extensive addi-| Crosley Radio Corporation; Ralph Heaton; Powel Crosley, Jr.; Charles Kilgour, chief en-

This plan would have|gineer; R. H. Langley, director of engineering;
meant that it would be necessary to|and WSAI; (

period while the new set was belng |=————- -
. This we were not willing |feet apart on a north and south
line to the west of the present

R. H. La'nzley. director of engi- |towers and will be over 400 feet
eering of the Crosley Radio cor-[from the building.

The moduiated high frequency

nical supervisor of the two Crosley|current will be carried out. o o
stations, will direct the construc-|sman coupling house under the an-
tion of the new building and will tenna by means of a radio frequency

supervise the engineers from the transmission line.

This construc-

Bell Taboratorles who will install|tion js not used in smaller broad-

casting stations. However, it gives

The new transmitter building will [, v
Ty considerable improvement,
face south toward Maud's Road, 40| 5 | eatirely eliminates pthe -

ing. New land has been purchased | 2'¢50me harmonics so disturbing in
lt:; the acres

belonging the case of many existing stations.

According to Mr. Langley, the

- laysdownspowermls!gmlinOhm.

larger than the latter and will be|present 5000 watt WLW transmitter
wi

Indiana, Illinois, Kentucky, Tennes-

steel
window frames, It wlnhsveasee.WestVirglnh.ahdporuomof

oor. Michigan, North Carolina,
The new wx.w’(-om‘:]tl be 300 |and Pennsylvania. The 50 kilowatt closed

transmitter, he says, should readily

than the present towers of WLW or cover the entire circle of surround-

They will be spaced 600 ing states and should include, in ad-

with microphone) Ford Billings

Natalie Giddings, publicity director of WLW
, director of the Crosley Radio stations.

dition to those already mentioned,
Wisconsin, Iowa, Missouri, Arkans-
as, Mississippi, Alabama, South Car-
olina, Delaware, Maryland, New Jer-
sey and New York. ’

“Under good radlo conditions, the
new WLW will be heard throughout
the entire United States and Can-
ada, and in fact will cover the en-
tire North American continent. It
is to be noted that the mew station
is within 100 miles of the center of
population. Unlike the four five kil-
owatt transmitters situated on the
sea coast, all of the WLW signals
will be available in continental
United States.” ;

Most Powerful Broadcaster

Duplicate piezo electric crystals
control the frequency, They are en-
in temperature controll
compartments in which the temper-
ature varies less than .1 degree. In

this way, the station will not vary

from its assigned frequency of 700,-
000 cycles by more than 100 cycles.
It will always be found at exactly
the same point on receiver dials.

Mr. Crosley reports that no other
stations in the country obtains the
very high eficiency that will be ob-
tained in the new WLW transmitter.
One hundred per cent modulation
is secured through the latest im-
provements in modulation, and this
coupled with the high efficiency
throughout the equipment and the
extremely low ground losses in this
section of the country, means that
the new 50 kilowatt WLW will be
the most powerful broadcasting sta-
tion in the world.

—_—

Only the higher-class radio man-
ufacturers have survived the storm
of competition during the past few
seasons. Half of those formerly en-
gaged in radio manufacturing have
ebandoned this fleld of activity.





