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Tells Why

Powel Crosley, Jr.,

Gembox Should

Be Aﬂc};)eftised

Here’s Answer To Presidential Campaign Stimulating?Chicago Show

Demand For Radio

October Predicted Greatest Sales Month In Radio
History. Get Your Share With Crosley

Question That |
Puzzles Dealers

By Powel Crosley, Jr.

Many dealers have asked why we
advertise and advocate that our
dealers advertise the Gembox to the
exclusion of the Showbox. They
also want fo know why it is that
we scem to push the Gembox rather
than the Showbox and whether it
malkes any difference to us whether
we sell Gemboxes or Showboxes.
They also wonder why we would
not prefer to sell the Showbox in
preference to the Gembox as it
makes a larger sale.

Show The Showbox First.
There is no question in the deal-
er's mind but what he would pre-
fer to sell a Showbox to a Gembox
—the bigger the sale the bigger
the profit. Here is how I would

Both Presidential candidates are using radio constantly.
Above is a typical campaign pose before the microphone of
look at this question. Herbert Hoover, the Republican nominee for President.

If I were you, a dealer, and _lf 2  gsince the founding of this Re- dent of the United States.
prospective customer walked Into uplic no Presidential campalgn has,  The nominees and the whoale re-
the front door and sald: “I want gujte equalled this one in fury and tinue of campaigners have realized
to lopk at a Crosley set,” I would niversal public interest. It is gen- the important place that radio plays
certainly show him the ShowboX orany conceded that radio with its in the campaign, and have used
first. If he felt he did not want .pnito to take the human voice to radio at every opportunity. Prac-
to spend that much money, I would | {he furthermost corner of the land, tically every speech made on either
then, of course, not try to force him p,¢ prought abought this change—  side has gone out over great chains
to buy the Showbox but would try phas created a new interest in the of stations, thundering out to al-

to endeavor to sell him the GemboX. glaction of the forthcoming Presi-
I would never put so much pres- o {Contiuiiad. on. NSRS

sure on trying to make an $80.00
sale that I would lose an easy $65.00
sale,
Demonstrate The 'Showbox.
If the man walks out of the store
because too great an effort has been

make an $80.00 sale as it would a in an advertisement that this $80.00
$65.00 sale. Then again if the cus- ' set is better than a $77.00 set which
tomer would say, “No, I don't want | might be advertised on the same
to pay that much,” it would be easy | page or even a $75.00 set. The other
for me to bring a Gembox and sets would have the advantage of
demonstrate it to him the next price appeal in the advertising. The

made to sell him a set that is higher
in price than he wants to pay, that
sale is lost forever and I personally
would rather have three-fourths of
a loaf than no loaf at all

If I were to take a set under my
arm, go out and ring door bells

night.
But Advertise The Gembox.
But here is a third case and I
urge you to get this point firmly
'in your mind. If I were to choose
| between advertising a Gembox and

advertisement would have no par-
ticular news value because there are
severa]l A, C. sets being advertised
around $75.00 or $80.00.

Powerful Price Appeal.
Of course, we know the Showbox

and find a person to demonstrate the Showbox, there is no question is better, far better, but we would
it to, I would certainly take the | in my mind as to which should be lose that element of price appeal
Showbox in preference to the Gem- | advertised. The Gembox by all if we advertised the $80.00 Showbox.
box because there would be no op- | means. On the other hand, if we and you
portunity for direct comparison in| In advertising the $80.00 Showbox, advertise the Gembox, the lowest
price. It would be just as easy to it is difficult to convince the public (Contined on Page 18)

- Is Next

‘New York Show
- Acclaimed Huge
| Success

'Make Crosley Rooms, At
' CongressHotel, Your
Headquarters In Chicago

Having just staged the greatest
| consumer show in radio history,
the industry turns its attention
|to the Chicago consumer show
scheduled for the Coliseum, Chicago,
October 8th to 14th inclusive.

Chicago Show Important.

Crosley will be there, of course,
and the same booth arrangement
which created so much interest at
New York will be set up in the
Crosley booth at the Coliseum in
Chicago. In addition to this, dem-
onstrations of all Crosley products
will be made at Crosley Headquar-
ters at the Congress Hotel. All
Crosley dealers attending the Chi-
cago Show are requested to make
this room their headquarters while
in Chicago.

With the Crosley success at the
New York show still ringing in our
ears, we naturally can expect big
things from the Chicago Show.
The Chicago Show is of as great
importance in the West as is the
New York Show in the East. Elabor-
ate preparations are being made to
make it one of the big events in
radio history.

Center of Attraction.

The Crosley exhibit in the great
exhibition hall of the new Madison
Square Garden was simplicity itself.
In the background was the Crosley
Dancing Doll Display, which is
creating such nation-wide interest.
Surrounding this, Crosley receivers
were displayed. The Crosley booth
was in much contrast to other
booths which seemed to be huge

(Continued on Page 11)
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A Ten Weeks Series Of Newspaper Ads. Cream Of Radio Market Wide Open To Live-

-

CFee, Trial Wire Crosley Dealers

ower radio such B

You're THERE with a CROSLEY

we 9. . AS €V C]:YOHC 1S ‘L Wfr}y this A C Electric Crosley AC Sets, Embracing Crosley Quality And Prices Sweeping Market---Intensive Sales Eftorts Producing
Cridion 0B, ta]klng abOlIt - power speaker Radio in Tremendous Sales---Millions Of Radio Sets Obsolete

your own home

i sl

..... You're THERE with a Crosley "

Crosley A. C. electric power speak- | season, Go back over your sales, rent is not available. For rural' Nothing is left to chance. Your

A genuine AC electric powet
speaker radio

Crosley Radio In stalled—

consol

er sets and Crosley Dynacones give
you a bigger, broader market than
you have ever had before. If he
is a prospect for an A. C. receiver
you can satisfy him with a Crosley.
No other line of radio is so efficient,

records and get the names of these
prospects down on paper.

Use the Crosley Owner Follow-Up
Plan to get names of live prospects
from your owners. There is no
better source of prospects than this.

sections it is not even necessary
to get the names. Simply ask your
. postmaster for a list of the rural
routes and the number of boxholders
on each route. That is all the ad-
dress you need.

time is left free to operate your
business and to direct your sales
and service people. Through the
operation of this plan, you can work
the cream of your trade, regularly,

consistently, and effectively.

Sensitive, selective, power speaker
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advantage in price—the Gembox,
the lowest priced genuine A. C.
power speaker set on the market.

for only $25.00. Counsider the won-
derful design and value offered in

tone quality that they know they,
can get with an all-electric power
speaker set. Thus they make the
finest prospects for new equipment
that ever existed in any industry.
If you never sold a new Crosley to
a new radio buyer this year, you Get Customer Names
would have plenty of sales just by! Get the name and address of
replacing the obsolete sets in your!eyery customer that comes into your
community with Crosley A. C. elec-!store, It is easy to find out the
tric sets. 'make and type of set now owned,
In addition to these seven and a[ its age, whether it is satisfactory or
half million owners of obsolete radlo| not, 1t is also possible to get in-
sets, therihareﬁra;id:ponalt hrll:mons formation as to birthdays, anniver-
who, for the first time, year saries, etc. .
will enjoy new pleasures Which| Take the telephone book or the
Crosley quality and Crosley values city directory and check off the
make possible, This market is wait- | ngmes in your trading area. Then
ing to be SOLD. Every well-directed | compare this list with your record
effort you make in working this of crosley owners. A big majority
tremendous market aggressively will| of these people will be prospects.
be rewarded far beyond your ex-| Make Service Calls Count.
pectations. Make every service call a source
Easy To Get Good Prospects.
You have an excellent prospec
list now in your list of old custo-
mers to whom you have sold battery-
operated sets during the last two
and three years or more. You know
that every one of these sets is now
obsolete, where electric current is
available., Better performance, eas-
jer operation, improved tone arei
now available to these owners. A; Don’t forget the suburban and
big majority of them are going to rural districts. Crosley battery-
be prospects for new radios tmsloperated sets sell wherever line cur-

Battery set gives way to th

The advantage of this plan is that
. it works automatically for you.

t ice man can easily get names of
others who might be interested in
a home demonstration. All it takes

|is only a few minutes and a little

| courtesy. Satisfied owners can al-

! ways name a few friends or relatives

| who are thinking of buying a new

{ radio.

Don't Forget Rural Districts.

of more prospect names. The serv-,

Seven and One-Half Million Radio Sets are Obsolete.—The

e A. C. set in wired homes.

i Secure enough extra sets of the
Crosley Retail Sales Plan mailing
pieces without addresses for use with
new prospect names which you se-
cure from week to week. Make every
sale — every demonstration — the
j source of more names. The more
prospects you work, the more sales
(you make. The more sales you make

{ the more prospects you will uncover,

How to Make a Prospect List.

With very little effort on your
part, you will have no difficulty in
putting down on paper the names
of several hundred or more pros-
pects—the cream of your market.

That is the most important thing!

you can do. It is the only way you
can determine your sales and profit
possibilities. Without a definite

prospect list you can only “shoot at _

the moon.” Do not put this off.
How to Reach Good Prospects
Direct by Mail.

Crosley has made it easy for you
i Lo reach your best prospects by mail,
i through a plan which is simple, in-
expensive, and easy to work, Every
detail, except the actual selection
of prospect names and the actual
dropping of the pieces into the mail

. box is handled complete for you.

pAC ELLCT Nan | orting receiver . . - this yeor's so moderately priced or so firmly A Simple Schedule.
GEMBOX most discussed success! er set in public favor. Through the Crosley Retail Sales
: built in— " . ¢
$6E§ C’;;’:‘Vngn‘:;::n‘:ic ‘g?,,’,, speakes ol S thi s n modern consol, In addition to the known quality Plan, you prepare—'warm up'—
m:;‘:;‘;m‘kMI that brings a new delight to radio. APYDOUT ran oo 8 o mi ot ha LIALF o1 SOig, of Crosley sets you have a distinct ’

your prospects only as rapidly as
you can follow them up. You can
select districts, streets, or sections

: rantenng - _ . :
F‘:;.‘Ta:;::l.mu\ﬂluﬁ that create on unmatehoble volue. ; ; $ Jl lz 5 'IjllillR. of the thousand§ oflprospécts 3; ' t’:]l;l n;tt?ellrlttﬁ?()t%gg %‘:,?2051122
It L',;.;‘:."Liﬁi-.;"?& —wit °u1t: omb‘s' - Al J, 1'1{.;11t 11'1 'your own trading area who work prospects according to their
be; _;::ﬂgrg:;;%,.‘-.; ';etgagh ) .-\\ /7_ are ‘.\'m’tmg for an A. C. set at Gem- ‘ income or purchasing power.
P R to your - / , SIS TR, , | As the logical follow-through to
which sells for 825 antenna S,Est\’.‘;:@ - Consider the new' Crosley Dyna- your newspaper advertising, the
Cromey o b iBoR CABINET [ BSimic | cone——a redal dynamic power speaker

Crosley Retail Sales Plan cnables
you to concentrate your actual sell-
ing work on your best prospects. It

Shiniss1d7. | see cther eomplete €ll_operated loud 2 : hower's consoles and Findlay metal A~ a0E o
Tfﬁ?ﬂhﬁ%: .345:;;;?!1-‘;‘30 Pprtyahtf“;f?;;,"““"’"' oure there with a Crosley. ?111)(;(::‘1 g{ou have the 1(3'1}(,1 over makes it p9551ble for you to map
ished hte doug oot | and $3£9.50- G L AR (<\ T 4 5 ) s : out a definite selling program and
I - &€ctnic speak ! @/z&? every competitor by a \\'ldp margin then carry it to success without con-
mdlp sctis also the BE cr coﬂso“"‘x\‘,},\ac‘ﬁ% —n lead they cannot possibly over- fusion, lost time, or wasted effort.

L N L R ) ' Results Are Certain.
g °A\* né 2 vie 714 DMillion Scts Obsolete. | The plan is so inexpensive that
DEALER’S NAME T : Developments in radio engineering | you can work a list of 300 prospects
) 15 have made seven and a half million jand pay for its entire cost from the
i are 1t w1 Libateoes o et s gy battery-operated radio sets out of | profit of one sale. One sale out of
U mp d’ o N date this year. These millions of| % 300 prospects and the plan pays for
o, B ‘\F ANY Ta 1 " radio owners do not get with their| e itself. 'There never has been such
Foc ﬁ; ‘ old set the performance and the sure-fire sales promotion in any

line of business.

Never before in the history of
your business have you been able
to buy assured sales and profits at
so small a cost. The most attractive
pieces—the strongest sales argu-
ments—ever used in radio have been
prepared for you, at a cost so small
that you cannot afford not to use
them. See page 10 for further in-
formation.

How to Close Good Prospects.

The Home Demonstration.

The buyer of a radio set today is
as much entitled to a satisfactory
home demonstration as the buyer
of a piano, a talking machine, or
any other specialty. This is a logical
step which the radio industry must
take. Yet, the home demonstration
can be abused, as every dealer
knows.

The home demonstration in which
(Continued on Page §)

WHEN WORDS FAIL

Even poetry has been brought to
bear on the Federal Radio Com-
mission by radio fans who object
to the allocation of WLW and
WSAI to the same wave length. A
Georgetown, Ky., listener added a
five stanza original poem to the
flood of letters that protested
against any division of time for the
Crosley stations.
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Published By
The Crosley Radlo Corporation,
Manufacturers of Radio Apparatus records are being smashed. Prosper

Colerain and Sassafras Streets,
Cincinnatl, Ohlo
Telephone Kirby 3200
Editor: Charles E, Fay

This is your paper. Help make it in.
teresting by sending in contrlbutions.

All material sent in will be most

welcome, Comments of every de-

Show, September 17 to 22, Crosley
again made a hit. As a result of the
show Crosley has swept the entire
New York market apd is the undis-
puted leader of sales in that region.
Now Crosley is riding on the crest
jof the wave and every day past

'with Crosley. Why the Crosley
dealer who puts his shoulder behind
1 the wheel cannot help but prosper
with Crosley.

i The best time to prosper with
Crosley is right now in the days
and weeks ahead. The gigantic

scription will be appreclated. What | Crosley national advertising cam-

do you say? Let's all pull together.

Crosley manufacturers wsadio sets
for radio amateur, experimental, und
broadeast reception use under patents
of the Radio Corporation of Americu
and Associated Companies, Tho Haz-
eltine Corporiation, and the ILatour
Corporition.

Prosper With Crosley

The most famous slogan in radio
today is, “You're There With A
Crosley.” Thousands upon thou-
sands have put it to the test. Thou-
sands upon thousands have re-
iterated with it “No Matter What's
On the Air, No Matter Where It Is,
You're There With A Crosley.”

Crosley Dealers scattered every-
where have, with a little twist of
this slogan given it a wonderful sig-
nificanse to them. “You're THERE
With Crosley” has become the
slogan of the entire Dealer Organ-
ization. -

Every member of the great Cros-
ley organization can truly prosper
with Crosley. At no time in history
is this more true than right now.
The Crosley dealer stands in the
most enviable position there is in
radio.

!palgn is breaking with terrific
ipower. In every principal city of
the country, newspaper advertising
is featuring Crosley. Today the
public is In a more receptive mood
for Crosley products than at any
time in past history. Every radio
fan has Crosley on his lips and every
prospective buyer is determined to
try Crosley In his home before
buying.

The Crosley slogan today has a
greater significance than ever be-
fore. To the buyer it echoes with
resounding volume, “You're There
With a Crosley.” To the Crosley
dealer it sounds with a rippling
tinkle of dollar profits, “You're
THERE With Crosley.”

Radio Is Necessity To
Modern Farm

No longer is the American farmer
isolated from the rest of the world.
Modern transportation facilities, in-
cluding the automobile, the truck
and the tractor, have brought him
within easy touch of the large com-
mercial centers. The telephone has
connected him to that great net-
| work of wires which brings him
, within speaking range of almost any
‘place in the country.

l More important than these fac-
!tors, however, in the development
'of the modern American farm is
radio. Radio has brought the out-

He is associated with the|side world right to the farm. The

manufacturer who is the pace set-|joys of entertainment over the air

ter in radio, the acknowledged
leader of the entire industry. He is
handling a line of merchandise

}a.re‘giving the farmer new appre-
ciation of music, art, literature, etc,
The radio has passed merely the

which is literally sweeping the en-|entertainment stage to the farmer.

tire nation with a great tidal wave
of enthusiasm.

We need only to review the hap-
penings of the season thus far to
reiterate the truth of the above
statemnent. Crosley products were
the talk and the surprise of the
Chicago R. M. A. Trade Show. Since
then even the record breaking
production which has placed Cros-
ley four or five months ahead of
previous seasons in deliveries, has

Stock reports, weather forecasts,

{ educational talks on farming, and

‘numerous like services have made

| the radio indispensible to the farmer.

; Radio is an absolute necessity to
ithe up-to-date farmer. He depends
;upon radio for his official forecast
of weather conditions, This aids
him in planting his crops, aids him
in the cultivating of his crops and
finally in the proper harvesting of
them. He depends upon the radio for

hardly kept up with the tremendous the correct prices of crops, stocks

demand for Crosley merchandise.
Crosley, the originator of the Home
Demonstration Plan, has led in sales
persistently, out-demonstrating re-
ceivers in the Crosley price range
and cven downing competition in
higher price fields.

At the New York Consumer Radio

etc., in the centers in which his
preduce must be sold. This service
has been a boon to the farmer for
it enables him to intelligently mer-

chandise his produce. No longer
does he have to sell to the outside
world at glve-away prices because
of lack of information. No longer

can the farmer be taken advantage
of, for he is in touch with the out-
side world. He knows the prices
in the distribution centers just as
well as any one else does.

An article in the October issue
of Farm Life, written by J. C. Gil-
bert of the U. S. Department of
Agriculture, gives an interesting
side-light on the value of radio to
the farmer. The article is entitled,
“Radio Is The ‘Stock Ticker' of The
Farm.” This article goes on to
show that over 107 Broadcasting
stations, covering practically every
section of the United States, many
sections being covered by two or
three stations, are sending out on
regular daily and weekly schedules
thousands of words of market re-
ports. The following from this arti-
cle, may be of interest:

“As the service of broadcasting
market reports has developed, the
radio stations in the cities where the
market news offices are located
broadcast the quotation and the
fiash reports that must be handled
quickly, and the summaxries and re-
views and comment reports are sent
by mail to the more distant stations.
In spite of the expense, a few
stations have paid the telegraph
charges on some of the reports be-
cause the owners felt that the value
of the service to the farmers justi-
fied the cxpense.

Specd is one of the requirements
of an efficient market news service.
To provide this the Federal bureau
maintains about eight thousand
miles of leased telegraph wires con-
necting all of the market news
branch offices.

In the market centers where the
branch offices are located, there are
government market reporters who
gather market information on every
business day.

From the Exchange, the auction
rooms, the stock yards, and the
“Street”, the reporters prepare their
local reports which are flashed over
leased wires to all the other offices
and to Washington.

Each reporter has his own report
apd those from the other offices for
;it1s'tribution, and a wide distribution

is.

'California grape growers are ad-
vised what New York and Boston
paid for their Malagas and Tokays.
Texas cattle shippers learn what
their steers sold for in Chicago and
Kansas City, and so on, all over the
country the leased wire telegraph
and the radio are speeding the
news.

One hundred and seven broad-
casting stations sending out, on reg-
ular daily and weekly schedulce
thousands of words of market re-’
g:rts! \trﬁritably the radio set has

come e s “
oM tock ticker “down on

What does all this mean? It
meang that the farmer is one of
your livest prospects for radio. More
and more the farmer is realizing
that.mdio is an absolute necessity
to him, and mGre ang more he is

thousands of radio sets will be sold
on the farm. The wide-awake deal-
er is going after this business.

Handling the Crosley line the
Crosley dealer is in an enviable
position to go after the farm trade.
In those farm sections where A. C.
electric current is available, he has
the Crosley Gembox and the Crosley
showbox to offer. In other sectiong
where electric current is not avail-
able he has the Crosley Bandbox
and the Crosley Bandbox, Jr.
Thousands of Crosley Bandboxes zre
already owned by the farmers. This
receiver is probably the most widely
owned in the farm districts than
any other receiver made by any
company. That it will continue to
sell big during this season is a
certainty for the thousands of Band-
box owners will be sure to tell their
friends, and word of mouth 2alone
will develop valuable prospecis for
you.

The Bandbox, Jr., the five fube
Crosley set which operates by dry-
cell batteries has its own market.
There are still those loculitics re-
mote from convenient centers where
storage batteries may be cherged,
which must depend entirely upon
dry-cell battery operated radio. The
Bandbox, Jr., selling at only $35.00
is the finest dry-cell battery radio
on the market today. It is selec-
tive, powerful and will bring the
ception clear and strong from great
distances.

The American farmer is a real
prospect for radio. He is worthy of
considerable attention by Crosley
dealers.

— 0

L s

Advertise the Crosley A. C.)
s

é electric Gembox at $65.00—it
brings the public to your store.
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“I think the new line is bound to
go over and I am very much pleased
with it
R. S. Wood,
Santa Rosa, Calif.

-
CROSLEY CALLED ONE
OF INDUSTRY’S TOILERS

(From The Los Angeles Examiner)

One of the hardest working
men in the radio industry is
Powel Crosley, Jr., president and
founder of the Crosley Radio
Corporation,

Mr. Crosley has worked excep-
tionally hard this spring and
early summer, developing and
starting into production the new
Crosley line for 1928 and working
out advertising and sales policies.
Thus the trip abroad, from which
he and his wife have just re-
turned, was needed and well
carned. The vacation which he
will derive from visits to France,
England, Scotland, Belgium and
other countries is much needed
to recuperate him for the strenu-

buying. This season thousands ang

ous fall season.
s =
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Ingenious Test Equipment Makes
Better Radio Possible

Crosley Engineers Take Guesswork Out of Radio
Design by Elaborate Tests

The above pictures show views of the special Crosley
test booths used by Crosley engincers in designing sets.

Have you ever carefully planned
and built a radio set only to have
it turn out to be a “dud”? If you
have ever tinkered with radio as
an amateur experimenter, you must
have gone through this experience.
You know that radio is “tricky”,
and that even when an experienced
radio engincer uses his best ability
to design a superior set, it frequently
turns out to be just average or little
better.

The “proof of the pudding is in
the ecating” in radio even more
than in other fields. To design a
realiy superior set it is necessary
not only to sit down and draw it
on paper but to build model after
model, carefully testing each one,
and making changes here and there
until the final product has had all
of the troublesome details elimin-
ated from it.

Difficult To Judge Sets

You know, too, what a difficult
problem it is to judge the quality of
a set by an ordinary reception test.
You take the set, connect it to your
aerial and ground, and stations
come in, one after the other. Vol-
ume is good, quality excellent, and
selectivity all that could be asked
for. The next night you try anoth-
er set and get just average per-
formance. Which set is the better
one?

You will say that the first set is
better, of course. But actually the
second one may be far superior.
Poor reception conditions, a slip up
somewhere in the accessories or
connections, too much static, or any
one of a number of constantly
changing factors may have marred
its performance. The test is not a
fair one.

Engineers Are Practical Men.

So it is in a radio engineering
laboratory. Engineers who design
sets on paper and expect them to
be perfect, with no further changes,
are simply building castles in the
air. Yet many sets on the market

are designed in that way, by men
who cannot work with their hands.
A radio engineer may have many
brilliant ideas, but the real practi-
cal test of these ideas is whether
or not they work when actually
tried—not how well they look on
paper.

The engineer who listens to a set,
and says “that’s a good one’ or
“that’s a bad one,” judging from
how it sounds and handles in rough
reception tests is simply guessing at
things. Real sets are not built by
guesswork but by thorough, certain
tests, incapable of mistakes.

No Guesswork In Crosley Lab.

These facts explain why every
man in the Crosley Engineering
Laboratory is required to be not
only an engineer, but a practically
minded man, capable of visualizing
how things will work in practice
and capable of trying out these
things himself. They explain why
thousands of dollars and countless
time have been spent in designing
and building for the Crosley Lab-
oratories a unique testing room
which takes the guesswork out of
radio.

This testing room is the result
of months of persevering effort in
an attempt to put radio design on
an exact basis. By means of this
equipment it is possible actually to
measure the sensitivity, selectivity,
tone quality, and amplification of
any radio set in a few minutes time.

There is no guesswork. The tests
are always made under the same
conditions and may be repeated
time after time with exactly the
same results. The signal is made
especially for the test, and its fre-
quency may be adjusted to any val-
ue within the broadcasting range.
The strength of the signal can be
controlled within wide limits. Out-

TALKS TO
e TIRRAIDE

POWEL
CROSLEY JR.

You Crosley dealers who attended the New
York Radio Show returned to your places of
business with renewed enthusiasm and greater
confidence in this radio business than you have
ever before experienced.

Each year has seen some new development clogding the
sales possibilities of the lines you had to sell but this season
there was nothing to indicate that Crosley Gembox and Show-
box receivers would not be just as up-to-date in 1929 or 1930
as they are today.  The public is thoroughly sold on the AC
receiver.  They accept the tone quality of the combined AC
receiver and Dynacone speaker as the standard and imme-
diately realize that sets of last year and former years will no
longer give them music comparable to the original program.

Millions of radio sets are being replaced and it will take
over a million more to supply the new market. The public
has full confidence in the present day radio set. ~ Our national
advertising has just been released in distributing centers
throughout the entire United States. This campaign is de-
signed to reach millions of readers and ties up with the national
advertising which is already running. A much greater in-
crease in the sale of Crosley products is bound to result.

We feel sure you are doing your part by
running local advertising, demonstrating Cros-
ley products and using the display material
which we offer.  Pushing the sale of the Gem-
box receiver through our advertising has re-
sulted in tremendous increase in the Showbox
business. Right now we are bending every
effort to make our production meet the demand
for these two popular sets.  The quantity of
Dynacone speakers we have produced would
amaze you. Our sales have been phenomenal.
Undoubtedly yours must have been in propor-
tion. If your sales do not reach three or four
times any former year, you are not up to the
average of the otber Crosley dealers and should
join in with us in getting your share of the bus-
iness.

I must urge you to get your orders in early
for October, November and December delivery
since there most certainly will be a shortage
and only progressive Crosley dealers who place
their orders early will be able to get enough
sets to meet their requirements.

side conditions, the weather, static.

(Continued on Page 6)
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N D i N Ingenious Test Equipment Makes
OI’ der Cf OSIey R F L . ‘90 Better Radio Possible

Complete In Beautiful
Console With Crosley
Musicone Built In whatsoever. .
Practical Tests Accompany Design

The overall performance of the

~ receiver may be checked, or, if de-
' sired, only part of it, (as the radio

frequency, or audio-frequency) may

be tested. In this way it is possible

. to study the set throughout the

course of development. If the radio
The RFL-90 is a six tube radio re- frequency amplification is to be im-

(Continued from Page 65)
etc., have no influence on the tests

ceiver installed in ‘a beau!iful con-
sole cabinet, with built-in Mus!cone.
It consists of three bridge balanced
stages of radio frequency, detector
and two stages of audio frequency
amplification. In it the famous

proved, for instances, a change is
worked out and made and the re-
| sulting -model is tested. If the am-
Ipllﬁcatlon of the model proves sat-

isfactory, the job is finished. If it,

) RFL circuit has been developed to | is not satisfactory, however, -other
the very highest degree of efficiency. | changes are made and other models
The two-toned mahogany cabinet'built and tested, until the desired

Formerly
Sold For
$98

with built-in Musicone fits in teau-
tifully with every surrounding.

Every Set In Original Carton
Every set is brand new, in its original shipping carton.
None has received the slightest amount of use. Fach set is
accompanied by the usual Crosley guarantee.

Cash Must Accompany Order

Because of the very low price at which these sets are of-
fered, they cannot be sold on open account. Your order must
be accompanied by cash, postal money order, or express money

order. Sets will be shipped C. O. D. if desired upon receipt

of at least 25 % of the amount of the order.

Order Today From
The Crosley Radio Corp., Cincinnati, Ohio

| result is finally attained.

| Thus, actual practice goes hand!

in hand with theoretical design.
' Not that the theoretical side is neg-
!1ected—every possible chance of im-
provement suggested by theoretical
iwork is traced down. But this
jmethod of design enables theory
and practice to get together and
turn out a product that can be
equalled in no other way.

; Measurement Shows Crosley Sets
To Be Better

This equipment has been one

Not only have Crosley sets been
checked and their performance
measured, but competing sets of
prominent makes have been check-
ed and measured in the same way.
With this data it has been possi-
ble continually to improve Crosley
sets until actual measurement
showed them better in all respscts
than their competitors.

With the aid of this equipment,
Crosley engineers have put Crosley
sets in the highest price class, as
far as quality is concerned, while
still maintaining moderate price.

Improved methods of design, as
well as improved production meth-
ods, are enabling Crosley dezlers
and distributors to offer unques-
tionably better values to their cus-
tomers than they can obtain any-
where else,

— 0

Dealer Comments

“The pre-showing of the new line

jof Crosley merchandise, especiallv

the new Dynacone speaker, justifies

the writer’s belief that this is going

to be an outstanding Crosley year.
Cooke's Studio,
Hollister, Calif,

“It is a Jewel Crosley—it is a Gem,

imeans which has enabled Crosley and can’t be beat. Surely is the
:engineers to develop in the new!pacemaker. Money can not get 2

Crosley line, a group of sets un-|
questionably superior to others on

the market, offered in competition.

better set.”
G. W, Guiley,
Oakland, Calif.

CROSLEY

RADIO

DEALERS NAME |

Sign.  Crosley Radio and your name will stand out in

brilliant electric display.

$185 Electric Sign—5 ft. by 3 ft.—Your Name At Bottom
Reads From Both Sides - - -

The above is not a photograph, but the design of the Electric

This handsome electric sign attached to your building is the most effective way to tie-in with Crosley National Ady.

A Powerful Business Attracter

E A beautiful attention compelling outdoor electric hanging sign
! reading from both sides. The last word in electric sign adver-
tising, Size 5 feet lonz by 3 feet wide. Designed most attrac-
tively in 4 colors, blue background, orange border around the sign,
silver border outlining the dealer's name panel, white glass let-
ters, with a red electric flash through the word “Crosley.” The

Crosley signature appears exactly as used in our national ad-
vertising.

Your own name, illuminated on a removable panel built into the
sign.  This removable panel enables you to use a new dealer’s
name panel should you change your firm name.

Made of thg famous 24 gauge Armco corrugated rust resisting
sheet steel rlf:hly finished in Genuine DuPont Duco. Economi-
cal illumination is effected by efficient interior lighting.

By C:osley’s Tremendous Buying P Y i
This $185.00 Electric Sign ForgOn‘;;ver. -0.“ .O.b t.am

!ncluding all hanging equipment ready for
Installation.  Order from your Distributor,
F. 0. B, LIMA, OHIO.

THE CROSLEY BROADCASTER

The Franchised

AMRAD DEAL-
ER sells with confi-
dence that his stand-

ing and his profits are

assured!  The posi-

tion of Amrad in ra-
dio engineering thl:n
five great laboratories
at its disposal, is secon
to none in the industry.
Amrad products are
priced so favorably that
ready acceptance by the

public may be counted up-
Amrad with the genius
g of two great manufacturing
S plants behind it, may'be de-.
S pended upon to provide radio
receivers of the highest class.

And Amrad dealers are prosect-.
ed against a possible decline in price.

What a tone to HEAR and
' what a line to SELL!

The NOCTURNE
Handsome walnut
cabinet;  built-in
dynamic speaker;
eight tubes; double
shielded, $295. (not
inc. tubes).

Prices slightly
higher west of
the Rockies.

on.

. The SONATA

Richly beautiful wal-
nut and satinwood
console, built-in dy-
namic of finest type;
eight tubes including
250 power tube. $475.
(not inc. tubes).

The Amrad Corporation
R Medford Hillside, Mass.
% J. E. Hahn

Powel Crosley, Jr,

5. President Chr. of the Board
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Cream Of Radio
Market

(Continued from Page 3)
the dealer sends out a set, has it
hooked up, and then walks away
and leaves it for a few days or a
week is NOT A HOME DEMON-

STRATION. It is a FREE TRIAL—

with the prospect doing the trying,
and your business is to see that
what might be Free Trials are in
reality Home Demonstrations.

A Real Home Demonstration.

A real home demonstration means
just what it says—a demonstration
by a trained salesman or service
man—not by the prospect. If the
interest shown by the prospect at
thie time of this demonstration war-
rauts it, you can sign the order

righl there and then—not five days|

later. If interest is not aroused,
it is safe to say the prospect will
not work himself up to a fever heat

after the salesman goes—so the set!

should leave with the salesman.
Home demonstrations sell radio.
Too many sets are being sold that
way for anyone to dispute that
statement. When they are properly

conducted, they sell radioc ON THE! |

SPOT. But, when they are not
properly conducted, they are likely
to lose the sale. You can’t permit
the prospect to handle his own

5

!

|
]

Haise
e ey

Listener Gets
Florida Storm
Report Direct

Not realizing that she was the
only radio owner in St. Louis hear-
ing direct reports of the Florida
storm on September 17, Mrs. A J.
Schaeffer, 5206 Kansas street, kept
the news of the disaster to herself
until the next morning.

“Monday at 11:00 P. M., I got
Clearwater, Florida, station WFLA,”
Mrs. Schaeffer wrote to the Crosley
Radio corporation because she has
| ia Crosley set.

“He said he was trying to get in
N touch with Nashville. He called
" at least ten minutes and asked any-
one listening to forward word. He
wanted Washington and New York
to know and said the radio was
the only way of commumecation. He
| said the storm had surpassed the
one in Miami in 1926 and damace
in Palm Beach and West Palmn

Beach was very bad. Ncarly every
place was damaged to some exteni
and they needed doctors, nurscs ang
jrescue workers, The citrus crop
was not hurt much, wind dyving
down to 30 miles an liour, expect-
,ing rain.

“I could hear the wind but also
got him very clear.”

Mrs. Schaeffer says that she "did

demonstration. It is too dangerous. 1 he above picture shows Pat Collins of the New York ™ot bother calling up until morning”

Remember the set won't sell itself.
That's why we have dealers.

Follow Up Your Demonstrations.

In many instances, a home dem-
onstration can be made to cover
2 number of prospects at one time,
Suggest to your prospects that they
invite their friends to enjoy the!
music. Get as big a crowd to-|
gether as you can. Demonstrate
what you know the Crosley can do. '
Then—cash in on that interest on
the spot—not a week later when it
has grown cold.

Remember this—national adver-
tising, newspaper advertising, direct
mail advertising, window displays,
cle, will not sell radio. Personal
sales effort, properly controlled and
directed DOES sell radio. We have '
provided everything to help make
it easier for you to sell Crosley.
After all, results will prove whether
¥ou have followed through with the
right brand of personal salesman-
ship.

—_——————

“I believe the new Crosley lineup
for 1928-29 is the most complete and
popular priced line in the market.

It will go over big. A complete line
in its self,”

J. C. Burke,

Broadway Radio Shop,
Oakland, Calif,
The Crosley Merola for A. C.
receivers fills a tremendous mar-
ket—order a number from your
distributor.

B Y T o e e T ta ta VP PAPNPR,

because she *“thought others had

| Yankees listening in on his new Amrad Sonata Receiver goth the same news.”

Presidential Campaign
Stimulates Demand
For Radio

- 1

(Continued from Page 1)
most an entire nation. And each
time a campaign speech is broad-
cast a larger part of the populace
of the United States are tuned in. |

Boon To Radio Sales.

who wi
mosphe
they ca

;Ardent Crosley Booster Writes Poem
'Mrs. Ida B. Lehman, Is Enthusiastic Over Both Crosley

Radio And The Crosley Icyball Refrigerator

Located on the Dixie Highway, two miles north of Beaver Dam,
noted for its chicken dinners is the Evergreen Inn,

Mrs, Ida B. Lehman,
th her husband operates this Inn, has created a home-like at-

1t'e which appeals tremendously to the tourist trade, to which
er.

Mrs. Lehman is an exceedingly ardent Crosley booster and owns
The Presidential campaign of 1928 | 8 Crosley set, as well as a Crosley Icyball Refrigerator.

Not long ago

is surely proving a tremendous boon |they had a sleet storm which put the telephone and electric lines out

to the radio industry. The interest | 0f commission for almost a week.

Hundreds of poles were broken

in radio in every section is stupend- O.ﬁr lying on the ground in the locality, as well as seventy-five miles semi-
ous. Never has there been such a . circular of Toledo southeast and southwest. This storm gave Mrs. Leh-
rush to the radio stores. Those who man the inspiration to write the poem on the Crosley Icyball which

have owned radios in the past are |f°11°‘V51
bringing their equipment up-to-date
with the latest in radio. Thousands
are waking up to the importance
of radio and are purchasing their
first equipment.
October is the big wind-up month
of the Presidential campaign and
every radio dealer in the United
States can expect business. The
Crosley dealer, because of the popu-
lar priced line he handles and its
wonderful quality, is in a position
to get the lion’s share of this busi-
ness.
i It is up to every Dealer of the|
. great Crosley organization to be on
i his toes in the coming weeks. The
' opportunity of a life time is yours,|

for you, just as much as any person ,
‘who owvns a Crosley receiver are
| “There” with Crosley.

WHEN ICE WAS IN ABUNDANCE
Just as the month of March went out,
In nineteen twenty-eight,
All things out doors were packed in ice,
It made all nature look so nice.
Each house and barn, each twig and tree
Most gorgeous for the eye to see,
The grass and shrubs both high and low,
Were all adorned and glistened |so,
But some things we will admit,
Did not appeal to human wit.
Great poles had dropped, and wires popped
Electric frigidation stopped.
But strange how things do come about,
To help the anxious people out,
The Icyball that Crosley made
Was not affected by ill fate.
It needed neither pole nor line,
No ’lectric plant to bills define,
Quite undistrubed the Icyball
Kept on the job, through storm and all.

12
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You Need These Sales Helps Now

Letier Holder
No. 28-12

Book Matches
No. 28-

25.

Key Fold

Kitchen Pad
No. 28-17

Souvenirs With Your Imprint
Which Help You Build Good-will

T~
)

Crosley Book Matches, No. 28~

\1/,&(\ \ID 15, vour ad on front, Crosley
s books; two thousand books or

o= == more $3.50. Order from your
distributor. . O.B. Barberton,
.28-16  Qhio, or Springfield, Mass.

on back. $3.75 for one thousand

No. 28-13 looseleaf memo-book, genuine rus-
set pigskin, 50 sheets check-ruled filler, size
2% by 4%. Price 73 cents each, plus $1.50 for
three line imprint in genuine gold leaf, min-
imum quantity, 25.
tributor. F. O. B. Cincinnati.

Six-hoolk key case, No. 28-14, genuine
russet leather, new Anchor Swivel
Impossible to lose keys from these
hooks.
three line imprint, minimum quantity
Order from your distributor.
F. O. B. Cincinnati.

Two-hook auto key case, No. 28-15,
same material as above.
each, plus $1.60 for three line imprint. Aulo Key,

Minimum quantity 26.
No. 2814 your distributor. F. O, B. Cinclnnatl, No. 28-15

A good lead pencll—round, yellow, nickle tip, white eraser.

e — e s e ey {OT 3-1lne imprint, minimum

Pencil No. 28-26 nati.
) Gold Bronze P " —_—
clip-on a8 h- - ST
tray. Twof e '
line impriat in >z
. black. Each15 < fV Ash Tra
. cents, plue ; No. 28—/%

Good-will is your most valuable busi-
ness asset and high grade leather spec-
ialties develop and ensure good-will in
a dignified way. The 28-12 Pocket
Letter Holder is made of genuine pig-
skin. It is both handsome and con-
venient. The word “CROSLEY”
appears over your own imprint in
gold leaf. Priced at $1.19 each plus
$1.50 for imprinting three lines, min-
imun1 quantity, one dozen. Order from
your distributor, enclosing cash or
money order. F. O. B. Cincinnati.

5 _ M h
Order from your dis BCJZI‘:
No.28-13

Each, 63 cents, plus $1.50 for

69 cents

Order from _ Fold

Each, 3 cents, plus $1.50

— quantity 500, Order from your
distributor, F. O. B. Cincln-

$2.50 for 2 line

{ imprint. Minimum quantity 100. Order
from your distributor, F. O. B. Cin-
cinnatl.

Housewives will be your friends if you
give them this handy kitchen pad in
red, blue, yellow or orange oilcloth,
: sewed tape edge. Complete with pad
and pencil. Priced at 10 cents each,
plus $2.50 for imprint, minimum quan-
tity 100. Order from your distributor.
F. 0. B. Cincinnatl.

Hang This Non-Electric Sign

Outside Your Window

T ——— —————

iard

CROSLEY
RADIO

Sales amf Senvace Suticn

" Youre thew ¢ witha Crosley®

A non-electric hanging sign, 18 by
97 inches, in three colors on both
sides of heavy, 18-gauge metal
Weatherproof, durable and biilliant.
Here is a slgn that tells the world
that within your door will be found
| an authorized Crosley dealer, Inside
! the store in the larger establishments
it identifies the mdlo_department to
the hurried shopper. Each, §2.50. F.
0. B. Cincinnati.
distributor, enclosing cash.

Price $2.50 Each F. O. B. Cincinnati

Order from Yyour

An Aftractive Flasher Display

That Doesn’t Disturb Demonstrations

A three-cornered flasher display, exezuted in enamel and lacquer,
with large transparent advertiscments on two sides makes use
cf a new device which causes the concealed light to flash on
and off without the annoyinz clicking nolse in the A-C sets
being demonstrated. A most compelling and eye-stopiing dis-

play at a very low price. It costs $3.00 and your d:stribulor can

supply you.

Price $3.00 Each

Flasher Display
No. 2823

Hluminated Tire
Cover No.28-2

Crosley Illuminated
Tire Cover

For your own car and those of your
salesmen you will want the new Crosley
illuminated tire cover with your imprint,
which makes a brilliant advertisement
of your business every time you drive
your car. In the day thls advertisement
is attractive. At nlght it stands out with
vivid distinction. The cover Is heavy
and durable oilcloth, supporting a metal
reflector housing three 2l-candlupower

_bulbs connected to your tail-light circuit

to brilliantly luminite the transparency.
Order from your distributor, giving sige

~—~of tire. Price $0.00 each, F. O

Chicago.

$9.00 F. O. B. Cincinnati

Give This Fibre Tire
Cover to Customers

Crosley Is taking advantage of the new
idea of utllizing an automoblle spare
tire for advertdsing. ‘A cheap., du:able
and effective tlre cover, cinstructed of
entirely water-proof fibre and fitting any
size tire Is offered here. 1t cariiss your
ifmprint at the bottom. This tire cover
is speclally designed so that you can
glve them to those of your friends and
customers who will use them on their
automoblles. Itibre tire covers, for fif-
teen, 39,25, including imprint; for twenty-
five, $13.75, including imprint; over twen-
ty-five, 55 cents cach, including imprint.
Sample tlre cover, not imprinted, 435
cents each. Order from your dis!ributor,
enclosing cash with order. IF, O. B, Cin-
cinnati.

Fibre Tire Cover
No. 28-1

Post These Crosley Road Signs

RAPTO-

Dealer & Co.
[ Anhe‘ix?e

Pu——

I "Youlre there ® with a Croslley

SALES «xd SERVICE

The big Crosley national advertis-
ing campiign is in full swing s2
ycu cannzt afford to let a chanc?
slip by to tie in with it. The Cros-
ley Fibre Road Sign offers you
just this opportunity, enabliny you
to tie your name up with Crosley
all around your oan toxn and the
roads in the surrounding te.ritary.

Fibre Road Sign No. 28-3

enclosing cash with order.

Order a supply of th:se road sizns
and put them to work.

This is a water proof fibre road sign, 18x30 inches, printed in black, rad and
straw. Comes imprinted with your name and address. Four dollars for fifty,
including imprinting. Minimum quantity—fifty. Over fifty—s2ven and one half
cents each, including imprint. F. O. B. Akron, Ohio. Order from your distributor
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Now Is The Time!

Crosley Is Ready---The Market Is Ready
ARE YOU READY’?

Competition is altogether too keen to permit
lax sales methods this year. Radio dealers
who make money this season will be those
who go out after business aggressively—not
those who sit in the store and wait for busi-
ness to come 1n.

We know this. You know it. That's why
we developed the splendid Crosley Retail
Sales Plan—the only radio selling program
which gives you the kind of help you need
and can use—at a price that assures you sales
at a profit.

It is a fact that the Crosley Retail Sales Plan
will create more sales for you at a lower cost
per sale than any other form of pl:IbIICIty or
sales promotion that you can possibly use—
bar none. It is the most effective selling tool
we have ever been able to place in your

hands.

But—the Crosley Retail Sales Plan will
work for you only if you use it. Nothing
else will take its place. You are losing sales
and profits you might have unless you put
it to work now.

Get Your Orders In Now

Orders for thousands of sets of the beauti-
ful Crosley Prospect Mailing Pieces—
Prove, Choose, Compare—have already
been ordered by progressive Crosley Deal-
ers. We want your orders for these pieces
and we want you to start the Crosley Sales

Plan NOW. The Crosley Sales Plan will

SN ] THE CROSLEY

BROADCASTER
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Michigan Dealers Assemble For
Meeting

Successful Gathering of Dealers Sponsored by Sherwood-
Hall Co., Ltd.,, of Grand Rapids, Michigan

The above picture shows a view of the Dealers of the Sherwood-Hall
Company, Ltd, Crosley Distributors at Grand Rapids, Michigan. They
have had a dandy get-together banquet and have been cxplained the
whole Crosley set-up for the 1928-29 season. From the enthusiasm
manifested at the meeting there is going to be tremendous Crosley sales
up in Michigan in the next month.

.*Se‘rim;;lrccdsation;i"ileg N
Against Crosley Gemboxi

“Can’t Go To Bed” And “Dinner Burns To Ashes” Are
Counts Against Nation’s Most Popular Radio

Speaking of life's darkest moments, a Crosley dealer at Birmingham,
Michigan. Mr. Leon B. Miller of the Miller Tire & Battery Shop, had an
experience the other day, which for a minute seemed to fit under that
heading.

The Miller Tire & Battery Service‘ keeper to get our meals,” the hus-
Company had sold a Crosley Gem- | band laughingly said.

put you ahead of competition and KEEP
YOU THERE.

box to a retired gentleman. About
three weeks afterwards, he and his
wife walked into this store. After

greeting Mr. Miller, the wife said:!

“You'll have to come and get that
Crosley just as fast as you can.”

“Er-r why?” Mr. Miller stam-

mered.
“Well,” she finished, “I don't go

After that little joke they both
began enthusiastically telling of the
stations they had dialed and how
pleased they were with the Crosley
Gembox.

In speaking of the incident, Mr.
Miller sald: “This was the first
| Gembox we sold, so we were glad
to receive such praise of the radio.

Chicago Show
Is iV_e_xt

(Contlnued from Page 1)
furniture displays.
The Crosley Gembox at $65.00 and
the Crosley Dynacone at $25.00
proved the center of attraction.

| Everyone seemed to be astounded

that merchandise of such high qual-
ity could be priced so low. Of
course the merits of Crosley mass
production methods had to be ex-

| plained.

Never have such tremendous
crowds attended a Radio Show as
came to view the latest in radio at
the New York Show. Although the

* | admission price was $1.00 per ticket:

they came by the thousands. One
day alone, 59,000 persons went

e :1ey Broadcaster immediately. The

| Crosley Gembox is proving a big

sensation in every part of the coun-
try. Though it is the lowest priced
A. C. electric receiver on the market,
it is stacking right up with the best
and is making hundreds of enthu-'
siastic friends.

1

through that great hall and visited
booth after booth.

Probably the most pronounced re-
action of the Show was the general
confidence expressed by the public
at large in A. C. receivers and dy-
namic speakers. Truly Mr. Crosley's
viewpoint that the A. C. receiver
and the dynamic speaker has come
into its own was more than verified.
Because of this it was only natural
that the Gembox priced at only
$65.00, the lowest priced A. C. set
on the market, eame in for the
fullest share of attention.

Now for Chicago. Already the
Chicago territory is overwhelmingly
Crosley, and it is expected therefore
that the Chicago Show will empha-
size more strongly than ever the
ccmmanding position which Crosley
radio and Crosley dealers all over
the country hold in the industry,

—_———

A A A A

AR AAAAAGE

The Crosley Gembox—a gen-
uine neutrodyne power speaker
receiver at $65.00 is sweeping the
country. :

Gilham Electric Company Bo_otl; -At
Aftlanta Radio Show

Considerable Attention Attracted To The Crosley-
Amrad Display Shown Above

to bed until twelve o’clock, and be-!{ We are passing it on to you as we

sides, I forgot my dinner the other enjoy the comments of others in the

day and it burned—I was so inter- Broadcaster.”

ested in the program.” |  Have any of you had like exper-
“Yes, you'll have to take out the;lences? If so tell your experience

The recent Atlanta Radio Show was a real success. The above picture
showing the Crosley booth of the Gilham Electric Company, Crosley
Distributors at Atlanta, Georgia, made a great hit at the Show. Thousands
of prospective buyers visited the Show, and a good part of them went

Crosley—or else furnish us a house- | in a letter to the editor of the Cros-! home determined to own a Crosley 1929 radio.
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Crosley Gembox
Makes Hit

M. F. DeMyer of Fulton,
Kentucky, Says: “Most
Wonderful Set”

That the Crosley Gembox, which
is the lowest priced A. C. receiver
on the market today, has more than
a price appeal, is shown by the let-
ters which are being received from
Crosley dealers everywhere. We are
publishing below a letter received
from our Crosley dealer at Fulton,
Kentucky, Mr. M. F. DeMyer:

“I have sold some of your sets
that have used your power converter
separate, and some of your battery
sets, and I have lately purchased
one of the Gemboxes.

You have certainly made a hit in
getting this set out, for it is the
most wonderful little set I have ever
seen.

I have made some house to house
demonstrations, and every one that
has seen it likes it very much. I
would have made more, but the
static is so bad here at present.

I have a good many prospects,
and the future looks brighter than
it ever has before. |

I do some repair on all makes of
radios, and get to see all makes, but
the Crosley is the best.”

M. F. DeMyer,
Fulton, Kentucky.

Proud To Be A
Crosley Dealer

Palmer Bros. Implement
Company Has Made
Record

Here is a letter that shows the
enthusiastic zeal with which the
Palmer Bros. Implement Company,
Crosley Dealers at Morristown, S.
Dak., ate going after the radio
business this season.

Proprietor Spoils Picture By Nodding
B B4 RADIo

Above Is The Attractive Window Display Of Rudolph’s,
Inc., Crosley Dealers At Endicott, New York

You're doing a pretty good busi-| Although we would like to see gz
ness when it's impossible to stand | little more plainly what the coun-
in front of your store for five min- | tenance of this enterprising man
utes to have your picture taken !looked tm:(;, tstm' wetl muslf }z:dmtre
without spoiling it because you must. ;};illflz;c his i)ic:l‘x:: ta;&l)g, - eco‘::;
nod to a dozen or so satisfled cus-| o0 o nodding to his customers.
tomers. Keeping on friendly terms with

That is what happened in the pic- | your customers is an exceedingly
ture above. A time exposure was)ggod thing in selling radio. Satis-
taken of the Crosley Dancing Doll fied Crosley owners are your biggest
Display in the window of Rudolph’s, source of new prospects. Crosley
Inc.,, Crosley Dealers of Endicott, owners can make sales for you every
New York. The proprietor of the day if you but keep in touch with
store stands in the doorway. The  them. This is one of the reasons
picture would have been all rightlfor the success of Rudolph’s, Inc.
had it not been that a number of | Every time a Crosley set is sold,
people who had already bought 1929 ' a firm friendship is established, and
Crosley radio receivers passed, andihe is always anxious to provide
of course, the proprietor had to|Rudolph the names of those who
ned to them, blurring the picture.’ would be interested in Crosley.

“Beg to advise that we have the main so as long as Crosley keeps
name of selling more Crosley prod-! up his wonderful line.

ucts than any house in the West, We are glad to give you this in-
River country, and although the , formation and will say we are proud
radio business has just opened up to be a Crosley dealer.

here, we have placed one Showbox Yours respectfully,

and two battery sets. Wwe are ex- Palmer Bros,,

clusive Crosley dealers and will re-. Morristown, S. Dak.

=

TAYLOR ELECTRIC CO.
MADISON, WISC.

Exclusively Radio
Wholesale Only

CROSLEY DISTRIBUTOR

SCHUSTER ELECTRIC 100% Crosley Distributors
COMPANY “THIS 1S A CROSLEY YEAR"
WHOLESALE RS A REASON"

Distributors in Chicago Territory
— TRY OUR SERVICE —

HUDSON-ROSS, Inc.

CROSLEY DISTRIBUTOR

2169 Spring Grove Avenue
412 Elm Street, Cincinnati, Ohlo

West 144—PHONES—Malin 820 116 S. WELLS CHICAGO

—_—

Crosley Dealer
Ent_hgses

Powers Radio Shop, Leo-
minster, Massachuselts,
Going Strong

There is nothing that can keep
Crosley dealers this yeur irom max-
ing a big sales killing. The letter
below, written to us by H. E. Pow-
ers of the Powers' Radlo Shoy,
Crosley dealers at Leominster, Mas-..
shows the early start this dealer
has made with Crosley:

Sept. 4. 1423.

“I have sold single handed ten
Showboxes with Tyvpe F Dynacones
since August 8th. All of my custo-
mers are very enthusiastic about
the oufit and must say that I know
it is the best value on the market
today; it is a wonderful set. In
a number of instances I have Show-
boxes working perfectly with terri-
fic volume with no antenna at all,
using a water pipe or a steam pipe
in place of antenna. Inasmuch as
August is usually a static infested
month, with many off on vacations,
I feel fairly well satisfied with the
August sales. .

Yours truly,

H. E. Powers,
Powers’ Radio Shop,

Leominster. Mass.

TUNE IN!

We broadcast daily at
11:00 a. m. and 1:30 p. m.

3\

Financial News
Market Reports
Government Bond
Quotations
Call Money Rates
Foreign Exchange
Grain and Live Stock

Quotations

™« FIFTH THIRD |JNiON @MPANY
14 West Fourth Street

Cincinnati, Ohio
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Attractive Dealer Window Displays Speak For T hemselves

;"}—-_4-7.~ = T RS
s ROGKFORD

, "Q

Above are shown pictures of the windows of Crosley dealers which are outstanding because of their atfractiveness.
dealer whose window is shown here has displayed considerabl s originality. ~ The pictures shown above are as follows: |st—
Window of the Rockford Radio Show, Rockford, Illinois. ~ 2nd—Window of the Georgia Power Company at Atlanta, Ga.
3rd—Window of the Home Furnishing Company, Wichita, Kansas. 4th—Window of the Haverty Furniture Company, Lit-
tle Rock, Arkansas.  5th-—Window of the Laube Electric Company, Rochester, New York. = 6th—Window of Bernhart
& Landwener Company, Jeffersonville, Indiana. 7th—Window of Wolff, Karby & Hersey Company, Madison, Wisconsin.

Each
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FREE

Dress up your window showing the new
decorative Radio Corner for the Home,
and use these Ads in your advertising.
Mats for these advertisements furnished

FREE. Write Dept 81.

ORDER BY NUMBER

SHOWERS BROTHERS COMPANY
Bloomington, Ind.

THE CROSLEY BROADCASTER P{§e< !S .

ATTENTION!

Crosley Dealer Service Men
The Following CASH PRIZES

are offered for the best methods of connecting the
Crosley DYNACONE on the greatest number of nation-
ally advertised 1928-29 models of broadcast Receivers

(Crosley Sets Not Included)
First Prize . . ... $10000
5()-00

Second Prize . . . .
Third Prize . . .. 2500

For every answer of sufficient 5
value to he published

Read The Following Requirements Carefully

What Each Contestant Must Do. 3. No arrangement that puts an excessive load on the batteries

1. Choose between the Type E and Type F Dynacone, specifying
the one which can be most easily and practically connected
to the set.

2. Prepare a diagram showing the following things:
(1) The output circuit of the set as built.
(2) The circuit changed with the Dynacone connected.

3. Write specific directions for actually making the change
on the set.

4 Do the above for as many sets as you can.

Prizes Will Be Awarded For The Most Useful Or The Greatest
Number Of Most Useful Answers.

Each arrangement must give proper performance.

(1) Type E Dynacone requires 20 milliamperes D.C in fleld cop.
(2) 'Type F Dynacone requires 40 milliamperes D. C. in field coil.
(3) Type E Dynacone must connect to the output stage of the
set.

(4 There must be no D. C. current in armature coils.

2. No arrangement that uses some source of field current other
than the batteries or power unit of the set itself will be eligible,

=

or power unit will be eligible.

4. No arrangement requiring a change in the number of leads
from the Dynacone or any alterations in the construction of
the Dynacone will be eligible.

5. Allsets must be 1928 models, and must be nationally advertised.

6. Crosley Radio Corporation reserves the right to use any of the
diagrams and descriptions sent in, any way it sees fit.

7. No answers will be returned.

8. Contestants may submit as many answers for any particular
set as they desire, but each answer must be marked with the

recognized trade name, manufacturer's name, and model or
type number,

9. Each set must be shown on a separate piece of paper. Dia-
gram and directions to be on the same sheet. Use one side
of paper only.

10. Each answer must state whether the contestant has actually
tried the arrangement shown or not.

11. All answers must be in our hands not later than December 1.

INFORMATION YOU HAVE TO WORK WITH

Diagram Of
The Type E Dynacone
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Contest Closes December 1—Mail Your Answers Before That ljate

Diaggvram Of
The Type F Dynaconc
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Almost Unlimited Market For New AC Set
Crosley Merola

THE CROSLEY

BROADCASTER

Tremendous Sales Possibilities Seen Because AC Receiver Develops Fullest Benefit

Of Crosley Merola---Push This Item

In the last Issue of the Crosley
Broadcaster we announced the new
Crosley Merola for A. C. receivers.
Already this new Merola has stirred
up a lot of interest, as dealers
everywhere recognize it as the most
unique and saleable phonograph
pick-up attachment on the market.
With its outstanding features and
wonderful volume qualities, this
model of the Crosley Merola is sure
to be a fast seller from the start.

Possibly the sales feature which
appeals most strongly to the aver-
age dealer is the new hook-up which
has been incorporated in this model
of the Merola, By means of a new

type throw-over switch and & NeW The Cheapest Portable may be Converted into a Wonderfully

socket attachment for the detector|
which enables the detector tube to

remain in place, the Merola can be -

made a permanent installation with
any A. C. receiver hook-up.

Switch Control Unique.

The throw-over switch control de- |
termines whether the record is to;
be played through the audio stage
of the receiver or whether the radio|
receiver is to perform in the usual{
manner. If the switch is thrown in
one direction the in-put stage of
the radio receiver is cut off and
the Merola connection is compleie
so that a record can be turned on|
the phonograph turn-table and
played through the set and the,
speaker., When the switch is turned
the other way the Merola is thrown
out and the circuit of the radio is
connected normally so that it may
perform in the usual manner.

This feature will appeal to the
buying public everywhere. Knowing
little about the circuit of a radio
they will appreciate the Crosley Me-
rola phonograph pick-up which may
be permanently left in the radio
hook-up and controlled so easily and
conveniently by a throw-over switch,
There is nothing in the market just
like this Crosley Merola phonograph
pick-up.

Now Bigger Market.

The development of the A. C.
electric receiver has really brought
the phonograph pick-up into its
own. The A. C. current with its
unlimited source of power has made
possible push-pull amplification—
has made possible the dynamic type
speaker, making possible a volume
and quality of full undistorted tone
from the electric receiver and speak-
er hereto unattained.

As the Merola is merely an at-
tachment to pick up the sound
waves from the record and divert
them through the audio stage of the
receiving set into the speaker, it is
readily seen that the quality of out-
put possible 1s only limited by the

refinement of the circuit of the re-
ceiving set and the speaker.

Just a Turntable Needed.

The old phonograph itself has
nothing to do with the type of
quality. Just so it has a turntable
mechanically right; any type of
phonograph can be used. Even the
most inexpensive portables are just
as adaptable as the most expensive
old type phonograph.

Though the Crosley A. C. Merola
pick-up will operate with any type
of A. C. radio receiver, it has been
designed and developed to give most
perfect operation with Crosley A. C.
receivers. The results, therefore,
with the Crosley Gembox or Crosley
Showbox, in connection with the
Crosley Dynacone, can be expected
to meet the mcst critical taste.

Crosley 'Set Ideal.

When the sound waves of the
phonograph record are transmitted
by means of the Crosley Merola
through the audio and output stages
of the Crosley Showbox and Dyna-
cone, a result can be expected which
will equal. if not surpass, electric
phonographs costing many hun-
dreds of dollars,

This may be explained by the
fact that the change that has taken
place in the phonograph has been
the addition of a stage or more of
radio amplification. When this is
supplied from a radio receiver, equal
results can be expected. As Crosley
radio receiver Incorporates push-
pull, in addition to the famous neu-
trodyne. completely balanced cir-
cuit, and with the wonderful de-
velopment of the dynamic speaker
in the form of the Crosley Dyna-
cone, it can be readily understood
how even a superior quality of re-
ception can be expected.

A Profitable Sellcr,

It is certain that you will find the
new Cresley Merola for A. C. sets a

Toned Electric Phonograph.

rapid seller right from the start.
Samples are now in the hands of
Crosley distributors, Get your dis-
tributor to demonstrate this new
Crosley Merola for you. Place your
order for a number of these units
so that you can demonstrate them in
your store to your prospective cus-
tomers.

Every present owner of a radio

receiving set is a prospect, and every
person who buys a Crosley A. C.
receiver from you should certainly
also invest $15.00 additional to con-
vert their old phonograph by means
of the new set into a modern elec-
trical phonograph. Thus they have
not only the radio programs to
choose from but the selection of
records which they may already
own.
D — L ——

Why Advertise
Gembox?

By Powel Crosley, Jr.

(Continued from Page 1)
priced A. C. set on the market
selling for $65.00. that announce-
ment in the newspapers has real
news value,

It has price appeal and it will
bring ten people into tie decaler’s
store where only one pcrson will pe
brought in on the advertizcment of
an $80.00 set. Tiis vorr carefully
remember, that when ou et these
ten people in your siore, it is easy
for you to give themn a choice he-
tween the Gembox and the Showboxn
but the main thing I thinx that ad-
vertising should do is to bring the
people into the store and Gembox
advertising will do that thing.

e

—~n,

Put your best foot forward now %
and prosper with Crosley.

Salt Lake —Cﬂ‘y Department Store
Features Crosley In Window

The Above Shows The Simple Yet Attractive Window

Of The Auerbach Company Store

We are showing here the exceedingly attractive window display of
the Auerbach Company, one of the largest department stores at Salt
Lake City, Utah. The large card in the center made in brilliant colors,
with the lettering “The Crosley Electric Radios,” catches the eye for
some distance. This window proves how attractive and forceful a display
can be made when simplicity is carefully considered.

Incidentally the Auerbach Company is doing an exceedingly fine job

with Crosley this season.





