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Announcing 
TwoAmazingNewValues. 

• • 

The Philco Five-Tube T.R.F. 
In a Baby Grand and a Lowboy 

GAIN, in startling fashion, Philco meets fully and promptly 
its obligation to Philco dealers, to provide the right set at 
t he right time. Now, with a tendency on the part of manu­

facturers to place before the public three-
and four-tube sets of inferior performance, 
Philco steps out and puts in your hands a 

regard to profit, to attract customers for their other merchandise. 
These sets do not give performance satisfaction. So they hurt 
radio business. They hurt the dealer directly, because customers 

look to him for service and satisfact ion , 
no matter how low the price. They drain 
away customer volume from the established 

two-edged sword in the form of these two 
new 5-tube models. Use this weapon right, 
and it will pay you two ways. 

Read This Description 
radio dealer. They remove customers 
from the field of legitimate radio purchase. 

Note Features - Beauty-Price Act Now-to End This Menace 
The public wants Superheterodyne. 
Neverthele sales are being made at 

lower prices to: 

Here's a Leader that is a Leader! 
Not a com promise! ot a "cheap" 

set, with tubes skimped down to the point 
where the set can't deliver any more than 
backyard performance! 

1 Priced complete with FIVE (5) tubes, in­
cluding new Pentode Power Tube and using 
THREE tuning condensers. 

2 
3 

Genuine Electro-Dynamic Speaker, giving 
remarkably pure clarity of tone. 

1. People who want a radio in every 
room. 

But the greatest value of all time in 
price, performance and eye-appeal. Read 
the featmes in the panel alongside; here are 
things that achieve for this set the same 
range of power and performance as the 
Philco Baby Grand delivered last year. 

Genuine mahogany cabinets of graceful de­
sign and unusual beauty. 

2. People who can't afford $50 for a 
radio. 

4 All-round performance that actually sur­
passes last year 's Baby Grand- the world 's 
greate t eller in 1930. 

3. People who would be cusotmers for 
Superheterodyne, but are sold on price, 
taking the irre ponsible claims of off­
channel dealer , for quality. 

Electro-Dynamic Speaker! Not three 
tubes, nor four tubes . . . but FIVE 
PHILCO BALANCED TUBES, includ­
ing Pentode Power Tube! Triple Screen­
Grid ! Handsome Mahogany Cabinet! 
Three Tuned Circuits ! 

5 And remember, the name PHILCO- mean­
ing Philco quality-meaning public accept­
ance-a name supported by the largest Every radio dealer must realize this 

situation, and co-operate to meet it . He 
can't stop it by ignoring it. H e mu t 
meet it on it own ground-with over­
whelming quality-PLUS PRICE APPEAL. 

national advertising of any radio in the world. 

6 More radio-more tubes-more power­
more performance, and finer cabinet quality 
than have ever before been offered at any-
where near such remarkable prices. And Philco must help its dealers stop 

t his trend away from e tablished radio 
dealers- check it growth- by imply 
giving Philco Quality at extreme low 

And What a Price ! 
Only $36.50 for the Baby Grand! 

O n ly $49.95 for the Lowboy ! Never before have you been given 
such a drawing card to pull people into your stores. ever such a 
chance to sell a good set to the hitherto untouched market that 

cannot afford to pay $50 for 
a Superheterodyne. ever 
such a "natural" for college 
students, offices, and "a set 
in every room." ever before 
such an opportunity to get 
people into your store and 
SELL THEM UP ! 

This Set Will Bury the 
Latest Radio Bogey 
Meet competition with Philco 

Quality- stop the public from 
passing your store to buy cheap 
sets at drug stores, cigar stores 
and other non-

prices. You can't SELL UP if you 
never see prospective customers. 

Philco does not intend to ell 
through off-channel radio outlets. 
How much more important that 
established radio dealers should 
avoid handling products made only 
with an eye to this cheap, under­
mining competition. 

Imperative Now-to Sell U p! 
Use it right and t he T. R. F. 

will bring you a volume that you 
can convert to profits. Don't sell 
a T. R. F. set where you can sell a 
7-tube Baby Grand, Lazyboy or 
Highboy. Don't sell a 7-t ube set 
where you can ju t as easily sell a 
9-tube Philco. Don't sell a 9-tube 

set where you can 

T h e P h ilco T.R .F. Baby Gran d Radio 
$36.50 - Com plete with 5 T ubes 

radio outlets. 
Every radio 

dealer knows 
the menace of 
low-price, cheap 

Complete 
with 

se ll the 11-tu be 
Super heterodyn e­
Plus. 

That is what we 
mean by SELLII G p. 

T h e P h ilco T .R .F. Lowboy R adio 
$49.95 - Complete with 5 Tubes 

quality radio sets. Every radio dealer must be vitally 
interested from the standpoint of his own survival. 

Three-t ube sets, four-tube sets, off brand sets, 
private label sets-they threaten the whole quality­
and profit-structure of your business. 

on-radio outlets-such as cigar and drug store 
chain - ell the e cheap sets as LEADERS, without 

5 
PHl~CO 
Ba la need 

Tubes 

2 

That i keen merchandising. That is the way the 
mo t successful and biggest money-making dealers 
get their extra profits. 

We have no wi h to push t he T. R. F. radio. We 
do not urge you to push it. But you must have it 
wider sweep to bring in more customers. Dealers need 
its POWER and DEFENSE against the effort now going 
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on to divert radio business to other channels. So we must build, and 
dealers should stock these sets in adequate quantity, for ready 
ammunit ion. 

Philco's line for 1931 is the HOTTEST in radio history ! The public 
is buying twice as many Philcos as ever before. Philco intends to 
insure for its dealers every help in merchandising this line to the 
biggest volume Philco dealers ever knew, and to secure higher average 
unit sales and profits by intelligent SELLING UP. 

You will see the Philco advertising- and the entire public will 
see it-on the new T. R. F. set. It says in effect: "Here is Philco 
T . R. F. Quality at a Price- but you really need Philco Superhetero­
dyne Quality, at a little higher price, for present-day crowded 
broadcasting conditions.'' 

And that should be the keynote of your own merchandising effort 

Window of 
U nion May-Stern 

Co. in St. Louis 
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in SELLIKG UP from the T. R. F. to your higher-priced, high-profit 
Phil cos. 

After all the majority of the public want the best. And the 
Philco Superheterodynes give the greatest performance, value and 
customer satisfaction in history. 

Remember your profits come from two sources: 
1. From the high volume of business that is attracted by 

quality and price to your store. 
2. From the higher-price sales, that you, as an intelligent 

merchant, create out of this volume. 
Both kinds of profit are absolutely necessary to your prosperity. 
Place your orders for Philco T. R. F. sets at once. Don't let 

sales get away to other channels - don't encourage this dangerous 
trend by inaction. 

Sanders Radio Co. 
Philco W indow in 

Kansas City 

They're Nothing But Junk • in a Bonfire 
Why Not Spread Happiness With Your Trade-Ins? 

They'll Do Some Real Good in the Homes of the Blind 
Put Them There and Not on Your Inventory! 

T HERE are hours of solid enjoyment left in the sets your cu tomers 
turn in when they buy their new Philcos. Of course, they're obso­
lete and worn out, and their cabinet , if any, are scratched from 

use, but they'll sti ll pick up local stations with a fair degree of accuracy. 
They're no good to you; it's hard to resell them at a dime a dozen -yet 

customers drag them to you when buying a new set. What do you do with them? 
Up to date, the final resting place of these antiques has frequently been 

a monster bonfire, into which is dumped every trade-in set the dealer has 
taken in during the pa -t six months of business. A couple of gallons of 
gasoline, a lot of smoke with passersby watching at a respectful distance, a 
twisted pile of steel and wire, and nothing is left but scrap. 

Pretty wasteful proposition, isn' t it? 
Here's a real, upstanding idea-an idea with ci heart! It was first suggested 

to Philco by the New York Association for the Blind ; it keep · the trade-in 
receivers out of your storerooms and make them go to work where they' ll 
do the most good. Philco broadcast the blind organization's suggestion and 
received so much commendation that we're passing the idea on to you. 

Are you willing to show the world the radio busines · has a heart? 
That single letter from the Association for the Blind gives the story in a 

nutshell. Here it is : 
" We are appealing to you to help us solve one of our greatest problems ­

in keeping our blind people happy and cheerful by recreation and education. 
The serious depression of spirit that follows blindness can be alleviated by 
installing radios in the homes of these blind people. For two years it has 
been impossible to meet the overwhelming demand by our blind people for 
radios, and donations for this purpose have been small. 

"We feel sure you will want to help us bring happiness to those who are 
not only blind, but who because of other disabilities are unable to leave their 
homes. Will you not broadcast this appeal to your radio audience, presenting 
this request: ' When you buy your new radio, donate your old one to the 
Association for the Blind. '" 

Philco broadcast this plea of the organization for the blind during a 
nationwide broadcast , with splendid results. 

Why can't you go a step further? 
When a customer comes into your tore, picks out his new model and 

offers you his old set as a trade-in, sugge t to him that he do a real act of 
charity and donate his old set to a local charitable organization. Tell him 
that you will arrange for his old receiver to be picked up and insta!Jed in the 
borne of ome blind person, where it will give hours of pleasure to some one 
who i shut in eternal darkness. 
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Haven' t you ever shut your eyes and shuddered at the thought that 
some clay you might be blind '? So ha your prospect, and it wi ll be easy for 
him to see how much good he can do with his old set. Blindness is one of the 
most soul-searing afflictions man can suffer, and it is easy to reali ze what a 
magic tuning dial that brings the 
whole world into the room can 
mean to a sightless shut-in whose 
sole recreation has been his own 
thoughts. 

Making arrangements with your 
local charitable organization is easy. 
They will jump at the chance to 
help the unfortunates in their care, 
and will gladly arrange to cart sets 
from any place you designate to 
the home of a blind person in your 
town. Get a letter from the secre­
tary of the organi zation when you 
make your offer to him - it wi 11 
show the prospect that you are 
acting in good fait h. 

If you do not know the name 
of the organi zation in your town 
caring for the blind, write to us. 
The Association for the Blind has 
offered to co-operate nationally with 
Philco in this great humanitarian 
movement, and we will ee that 
arrangements are made for the 
proper disposal of set . If there 
is no blind organization in your 
vicinity, arrangements can be made 
with your local hospital, veteran ' 
home or orphan asylum . 

Everybody concerned in the 
exchange benefits -you, your cu -
tomer and the recipient. The 
main poin t is -those sets can give 
some unfortunate hours of pleas­
ure. Let's see he gets it! 

The Wurlitzer Store Philco Display 
San Francisco 
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~ the Secret of Profit in , 
this Greatest Philco Line• 

SELL U P! 

A MILLION SETS in seven months is th.e goal. 
But REAL SUCCESS means most of these ABOVE 
the Baby Grand. That is the keynote of the 

whole P hilco plan, in the greatest campaign the industry 
ever saw. 

Each step i plain as a pattern, for everyone to see. 
The merchandise is built for it-priced for it. Quotas 
are set for it. D aler profits based on it. The organiza­
tion tuned for it . The whole adverti ing theme and 
weight are squarely behind it. 

To Neglect It Is Dangerous 
Bluntly-if you, a a dealer, neglect to SELL UP, your 

profits must suffer, perhaps to the danger point. And 
you will completely fail to realize the opportunity of the 
greatest line and program in Philco history. 

No dealer organization in the industry is so effectively 
organized, so specially equipped by training and expe­
rience, as that of Philco, to do a real job of selling up. 
And no merchandise like Philco's is READY MADE for it! 

From top to bottom of the line Philco models possess 
tremendous appeal in Quality, Value and Price. Every 
model is VALUED and PRICED to facilitate the easy step­
ping up of buyers to a higher bracket. 

The line is so graduated that it is an easy matter to 
ell up from the 5-tube Baby Grand to the 7-tube Baby 

Grand to the 9-tube or 11-tube sets, becau e every model 
represents v AL E -the very best radio for the money. 

The Higher Bracket for 
Every Sale 

It should be the funda­
mental determination of 
every dealer - every sales­
man - to SELL THE BRACKET 

HIGHEJR THAN THE PRO PECT 

NOMI ATE ! And success 
i principally a matter of 
keeping that resolution 
present in v ry ale. The 
most succe sful and biggest 
money makers amon<Y Phil­
co dealers make their EXTRA 

PROFITS ju t that way. 

dollar volume jumps. The merchants who excel in every 
line are simply expert in selling the customer something 
better for more money. 

The new Philcos are priced so that the cost difference 
between each model and the next higher i very small. 
The difference in VALUE, though, is big, purposely on the 
side of t he higher bracket, and perfectly plain to the 
buyer. Moreover, when this small price difference is 
spread over a number of installments, it is almo t neg­
ligible to the average buyer. 

Yet, in the total it means everything to you-the 
diff r nee between BIG PROFITS and merely getting by. 

Today, more than ever, the radio dealer must be 
known to his community as a specialist, competent to 
advise prospects on their radio requirements. 

Be the Radio Specialist of Your Community 
You do a customer no real service when you take the 

fir t uggestion to sell him a Baby Grand. Probably his 
real desire is for something much better. And when you 
carry t his '~'ould-be purchaser up to a 9-tube or 11-tube 
Philco, you have set the style standard of his neighbor­
hood and circle of friends. 

That is the reason there are big-set localitie and 
small-set localities -simply the difference in the enter­
prise of dealers, SELLING UP. And don't ever forget that 
this different standard also means a completely differ­
ent standard of dealer prosperity . 

Remember that the 
larger Philco sets offer the 
customer just as much 
value. They can be pur­
chased on easy and con­
venient terms. Once in the 
home, the larger et is going 
to be more satisfying to 
own, and a far greater ad­
vertiser of Philco quality 
and prestige. · 

Big-Set Profits Easy to Get 

You will not convert all 
to t he higher cost merchan­
dise . But you will b e 
amazed at the way your Philco Dealer Meeting of Greenlease-Lied, of Omaha, Nebraska 

You'll find big- et profits 
are surprisingly easy to get, 
and enormously greater in 
the total, if you go after every 
prospect with the idea of sell­
ing him greater radio satis­
faction in a larger Philco set. 

4 

• 

• 
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Philco has made its great records of the past two 
years in the face of the economic depression . Now, all 
signs seem favorable for the start of the upturn. Once 
assured that the upturn has begun, there are millions of 
dollars in the avings that will be released for the satis­
faction of wants that the average American family has 
been denying itself. 

No one can question that among the first of these will 
be more radios, better radios, bigger radios. E veryone 
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.recognizes t he undisputed lead r hip of Philco in Value, 
Performance and Price. 

This year its supremacy xcel its past leadership by 
spectacular margins. 

The new Philco line will attract more cu tomers t han 
ever to your tore. Remember t hat every one you can 
SELL UP is a better satisfi d owner and booster for 
Philco. And he puts your average sale price higher, which 
is absolutely necessary for your real prosperity. 

The New 1932 Philco Line 
N EVER before has 

there been offered 
a line of quality 

radio which i so complete 
and so representative of 
outstanding value as the 
new 1932 Philco models. 
7 tubes, 9 tubes and 11 tubes, 
all superheterodynes; also a 
5-tube T.R.F. - cover the 
complete field at prices far 
below competition. 

which affords extremely high 
selectivity, even with a long 
aerial. This model is avail­
able in t hree styles, t he 
Lowboy, the Highboy and 
the Baby Grand. The two 
l arge inst rum ents are 
equipped with the over ize 
electro-dynamic Speak er, 
which produces tone of ut­
most brilliance and fidelity. 

Model 50-See full de­
tails, page 2 of this issue, 
on the new Model 50 Baby 
Grand and Lowboy. 

Philco Baby Gran d Jumbo Window Display of Sterchi Brothers 
of Nashvill e 

The 90 Superheterodyne 
contains one stage of radio 
frequency amplification, an 
oscillator, a first detector, 
one stage of I. F . amplifica-

Model 70- Outstand-
ing money value in the lower-pric field is available 
in the marvelous new Philco 7-tube Superheterodyne, 
Model 70. 

The " Lazyboy," which contains the 70 chassi , is 
new, is distinctive, and is a marked advance in modern 
radio design. This model in the utility cabinet with 
recessed controls on the top will undoubtedly be one of 
the biggest sellers in the new Philco line. The simplicity, 
both with respect to the appearance and operation, 
further enhances the desirability of this model for the 
customer who wants a radio set that is different. 

The Highboy Model 70 is for those who prefer the 
more conventional radio furniture design. The Model 
270, the largest of the 70 series, combines the radio with 
electric phonograph in a beautiful Highboy cabinet. Baby 
Grand Model 70 represents the biggest amount of radio 
for the mallest amount of money it i possible to buy. 

A new Speaker is employed in the Model 70 which 
is similar in appearance to that used in the Model 20. 
An improved type of center and edge support construction 
in the Speaker cone affords far superior tone and effi­
ciency. The cone center is cut out in such a way that 
perfect support is obtained with extreme flexibility, thus 
affording small resistance to the relatively large impulses 
of the bass notes. 

The Model 70 has a two-position Tone Control -
" brilliant" and "mellow" -the improved new electro­
dynamic Speaker, and the exclusive Philco illuminated 
station Recording Dial with the glowing arrow indicator. 
It uses four screen grid tubes, type 24 ; one type 27 
tube; the new type 47 pentode power output tube; and 
the 80 tube as rectifier. 

Model 90-The new Model 90 Philco Radio is a 
remarkable nine-tube Superheterodyne containing many 
features of the most advanced radio design. One of the 
most important of these is the double tuned input circuit, 
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t ion, a second detector, a 
first audio, a power stage of two push-pull 45 tubes and a 
type 80 tube as rectifier. 

Four-point Tone Control, 45 type power tub in 
push-pull, improved nev,r electro-dynamic Speaker, range 
switch, and Philco illuminated station Recording Dial 
with rrlowing arrow indicator are some of the addit ional 
features which make t his big performing set so out-
tanding. 

Model 112- Radio performance not to be equalled 
on the open market, regardless of price, is available in the 
Model 112, the new Philco Superheterodyne-Plus. The 
three different cabinets in which t his wonderful instru­
ment is available-Lowboy-Highboy-and Radio-Phon­
ograph with automatic record changer-are all creations 
of the famous artist and designer, Norman Bel Geddes. 

Th Model 112 contains all of t he features which 
are consistent with modern broadcasting condit ions. The 
powerful screen grid tubes and the superheterodyne cir­
cuit are factors which make the sensitivity and selectivity 
outstanding. The range switch, provided for the distance 
fan, affords an increase in sensitivity from the normal 
range to a point where t he weakest distant stations can 
be heard. Automatic volume control, one of the out-
tanding features of Philco Radio, enables the listener 

to enjoy a program from a distant station without fading, 
and, perhaps even more important, to tune in a local 
station without ear-splitting blast of excessive volume. 
Philco four-point Tone Control, the two 45 type pu h­
pull power tubes, and the improved new dynamic Speaker 
all contribute to the reproduction of undistorted tone, so 
characteristic of Philco Balanced-Unit Radio. 

Here is a line of radio t hat is t he greatest in Philco 
history. It is one which every Philco dealer has welcomed 
as a source of bigger profits, and one which i not only 
100 per cent technically correct, but which is also 100 per 
cent correct from its value appeal. 
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':A Ride Makes the Sale-
and a Salesman for You" 

Say Philco-Transitone Dealers 

PHILCO-TRANSITO E demonstrating cars are hauling in orders­
Buyers become Philco boosters and demon trators - Each sale often 
lead to two more, and develops pro pects fo r Philco home radio in 

addi tion-These are the peak mont hs -Hit 'em hard for the biggest radio 
ummer you've known! 

Philco-Transitone ha gone over big-bigger than any of u expected! 
Many terri torie are far above quota- and not because of any favorable 
"condition .'' Dea lers simply have pu t Tran itones in thei1· car -advertised 

- given demonstra­
tion radio-ride -
parked their cars 
with t he radio play-

E X T R A ! 
ing to attract pros-
pects - and made 
ales right and left . 

Philco-Transitone is now 
optional standard equipment 
at the factory on the following 
automobiles: 

CHRYSLER 
DE SOTO 
DODGE 
PLYMOUTH 
PIERCE-ARROW 
STUDEBAKER 

It is the ONLY Automobile 
Radio their engineers approve 
and recommend. Studebaker 
and Pierce-Arrow, the latest 
additions to the list, thoroughly 
tested out all important makes 
of automobile radio before 
selecting Philco· Transitone! 

Watch this list grow! 

Purchaser s, in 
turn, have driven 
a r ound "showin g 
off " and arousing 
tremendous interest; 
t h ey've pr a ise d 
Phil co-Transi t one 
to counties friends, 
they've taken their 
fri ends fo r radio­
rides; the fri ends 
have come in to have 
radio put in their 
cars, too. Many 
Philco home radio 
prospects have al o 
been un covered ­
pro pects it would 
have been difficul t 
t o loca t e in a n y 
other way. 

No wonder all 
the dealers who are 
pu hin g Phil co ­
Transitone are en­
t h us i a ti c -they 
have an added "sales 
force" of user-boost-
ers working night 

Philco Tran sitone and Set Display, Wanamaker's, Philadelphia 
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and day for them without commi ion ! They ay "A ride make the 
sale - and a alesman." 

This is the Peak Season for Profits 
Wi th cont inuous Philco radio broadca ·t on Transitone week af ter 

week, a succession of full-page Saturday E vening P ost advert isement ex­
clusively on Philco-Tran itone-and prom inent mention in hundreds of 
thousand of dollars' worth of other Philco national advertising, Philco­
Transitone ha had and is continuing to get enormous publicity. 

Furthermore, Philco-Tran itone is fea tured big by car manufacturer , 
adding an endor ement no other Automobil e Radio ha. ever received. 
Dodge dealers started in May to make a big play on P hil co-Tran itone. 
Nationa l a d verti se-
ments of several motor 
car companie mention 
Philco-Tran itone. 

Studebaker , com­
mencing about June 15, 
i feat uring Philco­
T ransitone aU over the 
country, including a 
smashing wri te-up in 
their magazine mailed 
to a ll S tud eba k e r 
owners. 

Phil co-Transitone 
publicity is building up 
to a peak right now at 
your peak season for 
cashing in. Summer 
months-July, August, 
September - a re THE 
months. 

No Trade-ins 
No Free Trials­
Nothing but Clean, 
Extra Profit. 

Suddenly your mar­
ket for radio sales has 
been DOUB LED! There 
are as many cars as 

__ . ._ __ _ 

~whavePHIL 
in 'lour cwlomob · 

....IOIYlY ... IUCO."-Uot_ .. _ ......... _ ... __ ... _________ .. _ 
~ .. -------·-·-
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~-------·-
_ _,,_...._ _____ ... ,,_ __ . __ _. _____ , 
--· 
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Transitone 
AUTOMOa l LE llADIO 

there are homes in your locality. And now these cars are minimum $99. O 
radio prospects. 

The average family spend about 35 per cent of it leisure hours in 
the automobile - the car is a room of the home on wheels. Yet that rolling 
room ha no radio. What an opportuni ty ! No old radio to trade in , no 
necessity to put in a et on trial -"a ride makes t he a le"-ancl it's a 
$99.80 ale at least. 

All the profit is clean - with le 
cost. 

ales expense -and no deli very 

Cash in While Curiosity is at High Pitch 
Many people have seen Automobile Radio adverti ·eel - have heard 

about it over the radio at home-have heard friends speak of it- have 
heard pa sing cars playing music-but comparatively few people have yet 
taken their first radio-ride. 

Curio ·ity will never again be so keen a it i this summer. It' the 
ea iest thing in the world to get pro pects to accept Philco-Transitone 
demonstrations- right now. Also you have competi tion practically at a 
tandstill ....:. with performance that is beyond comparison and Phi lco's 

fa mou ly succe sful Automatic Volume Control. 

It's a "made-to-order" condi t ion for you. Opportunity is certainly 
opportuning you - paging you -begging to be seized. A like situation 
has never before existed. Grab it ! 
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Millions and Millions 
of Magazine Ads are Selling 

Philco Balanced Tubes 
Hook Up Your Own Selling Effort to Cash In 
These Extra Profits - Philco Balanced Tubes 

Better the Performance of Any Radio! 

MILLIONS and millions of Philco ·ads are driving 
that fact home to radio owners and buyers. 

Every Philco advertisement - every billboard 
- every broadcasting program, on national or local hook­
up-is making the public more conscious of t he quality 
and advantages of Philco Balanced Tubes. 

And Philco tube sales are already responding t re­
mendously. Some sections 
are doubling and trebling 
their best records of the 
past. It is evident every­
where that this is going to 
be overwhelmingly the big­
gest year ever seen in Philco 
tube business. 

B e sure you get your 
share of profits this oppor­
tunity affords. 

of sales to quota is so spotted t hat it can spell nothing 
but difference in attention and effort applied. It illus­
trates t he whole story of NEGLECT! G against CULTI V AT­

ING t his market. 

You are going to want all t he profits you can get 
from your radio business t his year. It runs into real 
money when you go after it . And '~rhen you have sold 

a prospect Philco Bafanced 
Tubes as a replacement 
you are making a future 
customer for a Philco radio , 
when he is ready for a 
new set. 

The high quality, sturdy 
construction and precision 
design of Philco tubes will 
increase the efficiency of 
any set. And since you 
must sell some tube , be 
sure to concentrate on the 
kind t hat give you the 
greatest public good will as 
well as NET profit. 

Philco is the world's 
largest maker and seller of 
radio. It is now doubling 
its greatest past sales rec­
ords. And tube sales, na­
tionally-and your own 
individua ll y - should in­
crease in just the same, or 
greater, proportion. 

A lbert Lipson & Sons, Elizabeth, N. J., give Philco Tubes 
Prominence in Their Window Display 

Philco tubes are never 
"gypped," never dumped 
in your territory, never a 
drug on t he market. The 

Radio users everywhere-even owners of other makes 
-are increasingly aware that Philco tubes are superior 
in giving true, clear-toned performance. So it is simply 
a question of going after the business to see your Sales 
and Profits SOAR from this important item. 

Some t erritories, in the first half of t his year sold 
more than 200 per cent of quota, while others were 
getting but 50 per cent and lower. This sharp contrast 
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same cont rolled production 
Philco radio sets. 

protects you in t hem as in 

With t he new complete line-with more advertising 
power behind them than any tube ever had -with the 
greatest acceptance for the Philco name of any in radio 
- there is no reason why you shouldn't cut your share 
in these big extra radio profits -as others are doing ­
beginning RIGHT NOW ! 
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Remarkable 
New Philco Radio Clock 

Operates Any Radio Set Automatically 
A Precision Timekeeper of Rugged 
Construction-Wonderful N ew Market 
for R adio Dealers Now Opened Up by 

A mazing Philco Development 

X D now Philco invades another field with an electric t ime­
keeper which al o turn any radio set on and off automatic­
ally at any time the user desires. Without doubt, th is 

new Philco product i the greatest contribu tion ever made to the 
radio accessory field . · 

Hundreds of thousands of electric clocks have been sold during 
the past few months, and the market is not even scratched . Think 
of it-there are nearly twenty-one million wired homes in the 
Uni ted States, and every one of them needs accurate time. 

· Millions and million of home owners will buy electric clocks 
within the next few years, and Philco will give you hot, salable 
merchandise, alway at a price less than the customer expects to pay. 

Now to add to the utility and value of an electric clock, Philco 
has made a remarkable new development. They have combined 
a durable, rugged electric clock movement with an automatic 
witching device, which is almost uncanny in its accuracy and 

performance. Think of it ! When you retire at night set the dial 
on the Philco Radio Clock at the hour at which you wish to be 
awakened to radio music. The dials of the Philco Radio Clock 
are graduated for 15-minute program inter-
vals. And the switching mechanism is ac­
curate!-it even gives the tubes time to heat up. 
You get the entire program. o uncertainty ! 

o disappointments ! Accurate electric time 
and accurate electric radio control, auto­
matic and never failing. And yet the price 
of this new Philco radio accessory is only 
$17 .50, and at regular Philco discounts 

The Philco Radio Clock is as unusual 
and beautiful in appearance as it is mar­
velous in operation. The face design and 
the cabinet are t he creation of Norman 
Bel Geddes, foremost American artist and 
originator. The face is silver plated in two 
shades, giving a pleasing contrast to the 
oxidized black figure and graduations. The 
case is semi-moderni tic in design of solid 
mahogany of exquisite grain, which is fully 
brought out by careful hand rubbing. 
There are two small openings in the face; 
one to indicate whether or not the t ime 
shown is A. M. or P. M., and the other which 
shows at a glance whether or not the clock 
is running- it is impo sible to tell other­
wise, as the mechanism i absolutely silent. 

It is simplicity itself to automatically 
control radio programs through the Philco 
Radio Clock. On each ide of the clock 
body is a knob through which the little 
dial on the face of the clock are controlled. 
The clock is set to automatically t urn t he 
radio on and off through the use of these 
knobs. As an example : If the user wishes 
to be awakened by a program scheduled for 
7.00 A. M. and desires that the radio will turn 
off at 7.15 A. M. , he merely ets the "On" 
dial at 7 .00 and the "Off" dial at 7 .15. There-
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The Philco Radio Clock-Only $17.50 
I t will turn the R adio Set an d o ther Electrical D evices 

of similar n a ture " On" and " O ff" 

after the Philco Radio Clock takes complete 
charge of remembering for him. 

Accustomed as we all are to the rugged­
ness of Philco de ign as found in their radio 
receivers, the mechanism of the Philco 
Radio Clock i a revelation to all who 
have seen it. A slow-speed synchronous 
motor is u eel- the mo t expensive method 
of con truction, and yet the mo t accurate. 
It is ab olutely silent in operation, and 
accurate to a degree never before attained 
in electric clock manufacture. And the 
Philco Radio Clock has as an added ad­
vantage a manual starting device and warn­
ing. If the electric service fail , the clock 
stops immediately. This is indicated in one 
of the li ttle windows on the face. The 
clock i so constructed that it will not start 
when the current again comes on-it must 
be manually reset. This insures the user 
always having accurate time, which is not 
true with many other makes. 

Philco again presents the opportunity 
for the radio dealer to make more money 
by "selling up. " Here is a strictly radio 
acce ory that serves two purpo es. Every 
one of our prospects is interested in radio 
and everyone is interested in an electric 
clock becau e they are two of the new 
interesting things that are claiming the 
public attention right at this t ime. Philco 
distributors have Philco Radio Clocks in 
stock for you now. Philco advertising on 
the clock in national publications on the 
customary business-getting basis is about 
to be relea ed . Get your full share ! Philco 
Clocks will sell like Philco Radio - the 
hottest, fastest-selling line in the world. 
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Philco Retail Salesmanship 
SECTION I-GENERAL SELLING DIALOGUE 

For Every Man Who Sells Philco at Retail 

FIRST, we ask you to accept our cordial greeting as a member of the 
National Philco family. And we want to assure you that you can depend 
upon the wholehearted support and co-operation of the entire Philco 

organization, the distributor, factory representatives and factory executives. 
We are glad to have you with us and we trust that you will meet with 

success far beyond your expectations. We believe you will. We want you 
to make money and plenty of it, because your success is unquestionably 
our success. 

We will watch with keen interest the progress that you make. You are 
getting in on the ground floor, so to peak, of new development in radio 
merchandising. It is the development of "Outside Selling," and therefore 
your opportunity is tremendous. You will master a big merchandising 
development in its early stages, and a you win promotion, your value to 
yourself and to Philco will be correspondingly greater. 

Salesmanship as a Career 
We are not going to dwell on the many reasons why salesmanship is the 

biggest , broadest career that a man can select for himself. The fact that you 
are now a salesman proves that you realize this. However, let us say this -
that you can be just as good and just as successful a salesman as you wish 
to be. Do not let anybody tell you that salesmanship is a matter of natural 
ability; that men are born salesmen. Such a statement is utter foolishness. 

Salesmanship is acquired. It is learned and gradually mastered, and 
you have just as much opportunity to become one of the world's outstanding 
salesmen as anybody else. 

We submit the following suggestions to you-that you be pleasant and 
courteous in your contact with prospective customers. Be cordial, smile, 
and make them like you. Be confident, supremely confident of yourself 
because there is not the least reason why you should not be. 

Above all make it a point to know your merchandise; know the facts 
concerning your busine sand what you have to sell, and then learn by study, 
by asking, and most of all, by steady practice how to present those facts 
to the buying public intelligently and forcefull y . 

Study your prospects. Try to know their point of view; what they are 
thinking of. You can soon learn to analyze the thoughts of your prospective 
customers - no question whatever about it. And when you learn to do 
that , you will be amazed at the ease wit h which you can sell good mer­
chandise. And you always have the satisfying thought back of you that 
when you are selling Philco you are selling the fines t in radio at the most 
attractive prices. 

Remember that a customer always admires the man who has sold him . 
Battle for your sales and when you sell , you wiJl have gained the respect and 
admiration of the customer. 

As far as the money you can make is concerned, just remember that 
there is absolutely no limit to the height to which a man can rise in the 
busine s of salesmanship . All the industry and commerce of the world is 
founded on sale manship. When you hear of the completion of any gigantic 
business enterprise, such as big mergers, tremendous purchasing of materials 
by governments or nations, you can rest assured that all of that business is 
founded cin alesmanship . Bear in mind that the business and industrial 
leaders of America today were primari ly, in almost every case, salesmen. 

Keep in touch with your market, learn what other radio receivers are 
being offered, familiarize yourself with their various points and their prices. 
Then, when a prospect mentions another set you will be in position to point 
out Philco's uperiority instantly. Alertness will be one of your most 
valuable assets. 

The Scope of Radio 
In selecting the radio business as your field of selling, you have shown 

yourself to be a mighty good judge of business opportunity. You have 
chosen the one business that within the last few years has had a growt h 
without parallel in the history of industry, and a business with more possi­
bilities than any enterprise ever started by man. 

Think of it! In 1921, the early days of radio, a total of only 60,000 radio 
receivers was manufactured, and those 60,000 receiver , scat tered through­
out the United States, created almost overnight such tremendous public 
enthusiasm such a tidal wave of demand that la t year alone-1930- over 
$800,000,000 worth of radio merchandise was sold . 

And the surface, so to speak, ha only been scratc11ed! Remember, 
there are 29,000,000 homes in the United State , and 21,000,000 of them 
are wired for electri c service. This means twenty-one million homes are in 
a position to use all-electric receivers, and the other eight million homes, the 
great rural and small town areas, will equip with battery-operated receivers. 

Now, then, actually less than 15,000,000 radio receivers, of all kinds, makes 
and ages, are in use today, leaving 14,000,000home without radios of any kind. 

9 

That condition alone makes a mighty market, a gigantic business oppor­
tunity, but more important still is the vital fact that hundreds of thousands 
of radio receivers each and every year become obsolete and are replaced . 
The replacement business in automobiles never was and never will be in 
proportion as great as in the radio business today and tomorrow and the 
years to come. 

And another thing! Think of the possibilities of new engineering develop­
ments, sensational startling improvements in radio. It is entirely pos ible 
that when you have on your customer list one hundred or three hundred or 
more satisfied users -people who know you and like you -that sudde11ly 
you wiJl be given some new device, directly associated with radio, that you 
can sell to those same people almost as fas t as you can make delivery. 

You may in the past have sold other types of merchandise or you may 
never have sold anything before, but you will agree when we say that it is 
a tremendous help to a salesman to be selling an article of merchandise that 
the public is keen about, mighty interested in, and desires strongly to posses . 
We are all of us in the market for entertainment, happines , pleasure and 
contentment, and that is what you are selling today. 

Radio has complete public acceptance. The entire family is interested 
in radio and is boosting for it-father, mother and children. You demon­
strate it in the living room of the home, in clean, delightful surroundings. 
Your very demonstration is entertainment, and your selling talk is newsy 
and interesting, because it is on the subject of radio, its performance and 
its marvelous improvements. You are in the "show" business, the enter­
tainment business, and because it is entertainment it is talked about, argued 
about and sung about everywhere, day and night. 

Salesmanship is a great profession, and it is at its greatest in the radio 
business. Stick to it. Grow with it. Don't be like the men (and there are 
many of them) who started in the automobile business years ago, dropped 
it, and look back today over a period of tremendous and profitable expansion 
that represents only a lost opportunity to ~hem. Make up your mind to 
be sitting on top of this radio business four or five years from now, when 
its magnitude will make today's big achievements seem puny. 

Philco-World's Largest Selling Radio 
You know the enviable position that Philco occupies in the radio industry 

today. Your decision to join our organization assures us that you recognize 
that fact. However, let us point out to you, in a paragraph or so, just how 
remarkably strong Philco does stand today. This is a matter mighty im­
portant to you in your present and future prosperi ty and success. 

First , the name Philco has been known all over the world for twenty-five 
years as representing quality and dependability. Philco's prestige is founded 
on years of successful manufacturing and merchandising. 

For years Philco has manufactured automobile starting and lighting 
batteries, as well as special batteries for industrial and signal purpo es. 
Today the Philco Company -the Philadelphia Storage Battery Company, 
to be exact-is one of the largest producers of storage batteries in the world . 
Its first entrance into the radio field was made in a spectacular and most 
successful manner. 

You recall that six or seven years ago practically all radio receivers 
were battery operated - the days when a storage battery wa u eel as the 
source of "A" power and had to be continually recharged. " B " power 
was supp lied by dry batteries, and some sets had "C" batteries. These 
were expensive and wore out rapidly. 

At this time Philco, due to its experience in the storage battery business, 
gave to the world the famous Philco Socket Power. This enabled any radio 
owner to run his set from a house current electric socket. The Philco Socket 
Power was a marvel of ingenuity and convenience. It met with such public 
acceptance that over one million Philco Socket Power were sold in three 
years. 

The name Philco became synonymous with progressive radio develop­
ment, and the way was paved for the instant tremendous public acceptance 
of Philco All-Electric, Balanced-Unit Radio. 

The very first year that Philco manufactured All-Electric Radio Receivers 
it went into twelfth place in the industry. In 1929 Philco took first place 
and last year-1930-did the most spectacular volume of business in all 
radio history. Today Philco is the largest producer of radio sets in the 
world-first, and by a tremendous margin . 

You probably have heard the story of the Philco Baby Grand 1110.dels. 
How they were introduced at exactly the right moment-how the public 
received them with instant acceptance and patronage. Month after month 
the capacity of t he factory was increased and still they were unable to 
supply the ever-rising demand for both furni ture models and Baby Grands. 
Philco is not only the largest and fastest selling radio in the world today­
but the line is the most complete. There is a model for every purpose and 
every pocket-book. 

(Continued in October P HI LCO NEws) 
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Retail Operating and Selling Methods 
The Ne\v Philco Dealer Manual 

In Serial Form 

Part I 

T HE trend of the radio business 
is apparent to all who are con­
nected with the industry. The 

fly-by-night manufacturers who rushed 
in at the start are largely weeded out, 
and the industry i now reaching a 
point of stabilization. 

Before You Start-Read This Message 
moving merchandise; adopt efficient 
merchandising methods; and you will 
be one of those particular, protected, 
selected dealers getting more profit , 
more benefits and more factory co­
operation than ever. 

TO YOU, Mr. Philco Dealer: 
We have more than a selfish wish behind a sincere desire that 

you read and study this manual. 
For Authorized Registered 

Philco Dealers The manufacturing of radio re­
ceivers ha pa sed into strong hand 
- groups that can finance, operate and 
manage it properly and intelligently. 

We know, from a very close study of the retail radio business, 
that the dealers who are going to make money this season are those 
who concentrate on a "hot" line and specialize their selling effort. 
Those who do not are face to face with two great business-destroyers 
- competition and basic economic law. Only by modern, intelligent 
merchandising may these be avoided. 

Development have proven that 
your election was wi e. Philco stand 
at the top of the radio industry today 
-that fact is everywhere admitted. 
When Philco entered the busine s of 
manufacturing radio receivers, it an­
nounced that Philco wa determjned 
to build nothing but quality radio­
to build it ·as the public wanted it 
built-in the variety it should be 
built-at prices that would always 
represent big value - backed up by 
continuous, tremendous advertising­
deliveries when deliveries should be 
made, and with none of that over­
production that had been o unsettling 
to the industry. Philco rigidly adhered 
to that policy and today Philco Bal­
anced-Unit Radio posse ses a prestige 
and a public acceptance that are 

The manufacturing concern that 
maintains leader hip today must be 
alert and progressive, efficiently organ­
ized and controUed both in merchan­
di e and production . Its market mu t 
be keenly analyzed and accurately 
O'auged, and then developed by aggres­
sive, sound merchandising and adver­
ti ing policies. 

The retail selling methods Philco advocates are based on years of 
experience. This book is the k1·ystone of our retail merchandising 
promotional service - a continuous, carefully planned method of help­
ing you. As you saw in " The Most Amazing Radio Story Ever Told," 
the large 1931 Philco Portfolio, a wonderful campaign to assist ·you 
is provided, but, frankly , many of the co-operative helps we offer 
you cannot be 100 per cent effective unless your business is set up 
along modern retail merchandising lines. 

So we ask first that you carefully study the text of this book. 

And another important develop­
ment i the fact that there is going 
to be fewer but better, far more 
pro perous dealer in the radio busi­
ness in the future-the near future. 
Hit and mis methods of radio mer­
chandising are fast being eliminated. 
Dealers are being more carefully 

Probably you won't have the opportunity to do it all at once. We 
have divided it into parts. Promise yourself you stick to it until you're 
all the way through. We guarantee you will be repaid when you put 
the plans we suggest into effect - repaid in dollars and cents and the 
knowledge that your business is securely based on the most successful 
retail merchandising plan and the fastest selling radio line in the world. 

PHILCO - Philadelphia 
P. S. The actual selling dialogue is given in detail in your other 

manual-"Retail Salesmanship -Facts and Dialogue." 

elected, are being given proper ter­
ritorial and franchise protection, and 
by adopting efficient merchandising 
and accounting methods, they will find them elves in a rrlighty profitable 
bu ine s with a limi t less future. 

Proper manufacturing control is steadily eliminating " distress" mer­
chandise. The day is not far distant when di tress merchandi e of any 
value will be a rare article, and then the dealer who now depends upon that 
type of merchandi e and its adverti ing value for his busine s and his 
profit mu t adopt other methods- stable and enduring methods-in order 
to survive. Already the radio dealer who ha been concentrating on one line 
of radio, inten ively and intelligently, selling it with a per onal ervice and 
in con tant personal touch with his customers, is fast forging into the lead. 

The radio business is taking the same trend taken some years ago by 
the automobile business. Thi motor car bu ine is truly analogous. You 
can probably remember when the automobile dealer handled four or five 
makes of cars. You can remember the many "over night " manufacturers. 
You can recall the " distres " and "orphaned" merchandise. 

You can al ·o remember when thjs automobile busines began to be stabil­
ized, when it gradually pa ed into stronger hands, when the manufacturing 
and the merchandising of automobiles became more and more efficient. 

And today the automobile franchise is worth a lot of money, and the 
dealer who in the early days elected his manufacturer with care, tuck to 
the business, standardized hi methods, merchandi eel efficiently and 
followed good advice, today owns and operates a mighty prosperous business. 

The automobile busines grew to tremendous size and became stabi lized 
because it was worth stabilizing. The radio business will have limitle s 
growth and complete stabi li zation because it al. o is worth stabil.izing. And 
a big factor, a mighty co-operating force, i the fact that in radio as in 
motor cars, brands, names, prestige mean something, a fact which is not 
characteristic of all merchandise. A k a man to buy an unknown car and 
he refuse . A k a man today to buy an unknown radio, and he refuses. 

The wide publi c acceptance of radio, the keen public intere t, the tre­
mendous pleasure, joy and happine s that it provides, convinces us that 
the future of this business from the retail standpoint-hence the manu­
facturing standpoint-po sesse pos ibilities far greater than can be com­
prehended. There are more profitable development possible in th i business 
than in mo t any other industry ever started by man. 

In other words, during these day you may put on your books one 
hundred, five hundred or one thousand retail customers for radio, and wake 
up most any day to find that you have something else, a new development, 
mighty desirable, to sell to tho e one hundred or one thousand cu tomers 
of yours. You have picked the greatest of all enterprises today in which 
to engage. 

Naturally it is your desire to become one of the selected, established 
radio dealers in the near future-this very year-when certain radio fran­
chi es in themselves represent real value-even more value than those of 
the popular motor car brand . And the mere fact that you possess this 
booklet proves that you can be one of those dealers, if you concentrate on 
one line of radio, do it justice, identify your elf inseparably with it, and . 
work clo ely with the manufacturer. 

Concentrate on one line-avoid overstocking-avoid ob olete, slow-
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without equal. 
The year of 1930 is history- big 

history-for Philco. In 1930 Philco 
offered the public a complete line of Balanced- nit Radio, marvelou in 
performance and housed in handsome furniture at a price range that as­
tounded the industry. And you know that Philco radio sold -and sold to 
the ultimate consumer in amazing volume-no over- tocking, no obsolete 
models, no Philco price-cutting, no forcing of merchandi e at any time. 

For 1931 ! 
A wonderful new, complete line of Balanced-Unit Phileas, every one a 

Superheterodyne. Prices which immediately peak of an amazing value! 
Every modern radio feature-Tone Control on every et, Station Recording 
Dial with Glowing Arrow for new ease in tuning. Genuine, new, oversize, 
fu ll Electro-Dynamic Speaker. Automatic Volume Control on the Model 
112! And every model housed in beautiful new furniture. Th.is is the mo t 
complete and the fa te t elling radio line in the world. Even more im­
portant- it is the most profitable! 

Meets Public Demand 
You know that today the public ab ·olutely demands everything that 

quality radio hould possess -perfect, clear purity of tone, plit-hair selec­
tivity, va ·t di tance range, magnificent furniture, and genuine E lectro­
Dynarrlic Speaker ; and then, ii there is anything newly perfected, a truly 
out tand ing feature, the public demands that also. And finally, in order to 
do the maximum volume of profitable business, such complete quali ty 
radios must be offered at attractive price· - low prices - less than the public 
expects to pay. 

That was the secret of Philco' · popularity in past yea rs-giving the public 
the finest in rad io performance at most attractive price " And this year-thi · 
7Jresent season - Philco offers finer radio performance than ever with added features. 

In other words, Philco make it po .. ible for you to concentrate on one 
line of radio, and meet any price division of public demand . Regardless of 
the customer, you have a model to fit hi desire, a model to suit his pocket­
book. And when you are merchandi ing Philco, you can feel entirely con­
fident in the face of all competition , because you know that you will po iti vely 
outstrip all competing make . 

Gigantic Advertising Program 
The Philco line this year is so " hot " that it actually ought to ell in 

tremendou volume without national advertising, but the e plendid Phi lco 
models will be backed up by the most tremendous adverti ·ing campaign 
in all Philco history. 

Beginning at once, right today and week after week, smashing, big Philco 
advertisements in color will appear in the leading national magazines uch 
as The Saturday .Evening Post and Collier's and many others. You will 
find a list in the largest pre entation book the Philco salesman gave you. 

The vast American buying public throughout the entire United State , in 
every city, vil lage and hamlet, will be told about these new Philco models­
not once, but time after time in splendid, big, national magazine adverti ements. 

Furthermore, Philco i this year sponsoring a gigantic, hard-hitting 
local advertising policy, your newspaper, billboards in your locali ty, local 
broadcasting and many other features to bring business to your store. 

(Continued in October PHILCO NEws) 
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Philco Radio Service 
Here are the Features You Want to Know 
About the 1932 Philco Radio Line 

Model 70 
Superheterodyne balanced-unit circuit. Six tuned circuit afford harp 

selectivity at all point on the dial. Great distance range. 
Seven Philco balanced tubes, four screen grid. Pentode power output 

tube. 

Tubes used in circuits as follows: 

Type 24, R. F. amplifier Type 24, second detector 
Type 24, first detector Type 47, pentacle power output 
Type 27, o cillator Type 80, rectifier 
Type 24, I. F. amplifier 

Philco improved electro-dynamic Speaker affords remarkable tone 
quality due in large part to newly perfected flexible center and edge cone 
suspension. 

TYPE 24 
TUBE -

TYPE 24 
TUBE-+ 

TYPE 27 
TUBE ..... 

PHILCO MODELS 
70, 70A, 270,·270A, 370 and 370A 

STATION 
SELECTOR TONE 
~ - CONTROL 

Tone Control and tatic modifier. 
Illuminated station recordjng djal and glowing arrow station finder make 

tuning extremely simple. 
Approved by Underwriters' Laboratories. 

Available for the following power supply: 

105-125 volts, 50-60 cycles, A.C. 
105- 125 volts, 25-30 cycles, A.C. 
210-240 volts, 50-60 cycles, A.C. 

Power consumption, 80 watts 

Model 90 
Superheterodyne balanced-unit circuit. 
Seven tuned circuits afford sharp selectivity over the entire dial. Great 

distance range. 
Double tuned pre-selector circuit prevents cross talk from interfering 

stations and permits u e of long aerial without sacrifice of selectivity. 
Nine Philco balanced tubes, four screen grid; push-pull power output. 
Screen grid type 24 tube as R. F . amplifier; type 24, first detector ; 

type 27, oscillator; type 24, I. F. amplifier; type 24, econd detector; .type 27, 
first audio; two type 45 tubes push-pull power output; type 0, rectifier. 

Philco improved electro-dynamic Speaker with new flerible center and 
edge cone supports gives tone quality of great brilliance. 

Four-point tone control and static modifier gives all degrees of t~me 
reproduction-"brilliant," "bright,'' "mellow" and "deep." Makes possible 
a compensation for variations in the quality of broadcasting from different 
stations and for differences in the human ear. 

Illuminated station recording dial and glowing arrow station finder 
greatly simplifies tuning the set for different station . 

Four-gang tuillng condenser. 
Tremendous volume and distance range available when desired. Tll'o 

po ition range switch for easy, quiet tuning or for full-power distance tuillng. 
Approved by Underwriters' Laboratories. 
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Available for following power supply: 

105-125 volt , 50-60 cycles, A.C. 
105-125 volts, 25-30 cycles, A.C. 
210-240 volts, 50-60 cycles, A.C. 

Power consumption, 95 watts 

Model 112 
Philco balanced-unit superheteroclyne-plus. E ight tuned circui't , in­

cluding double-tuned pre-selector circuit, give marimum practical sharp-
~~~~ . . . 

Automatic volume control counteracts faclmg of distant stat10ns and 
blasting of locals, through special Philco automatic control circuit. 

Eleven Philco balanced tubes u eel in circuit a follows: 

Type 24, first R. F. Type 27, detector amplifier 
Type 24, first detector Type 27 first audio 
Type 27, oscillator Type 45} second audio 
Type 24, first I. F. Type 45 push-pull 
Type 24, second I. F . Type 80, rectifier 
Type 27, detector rectifier 

Oversize Philco improved electro-dynamic Speaker with new flexible 
center and edge cone supports give utmo t in tone quali ty and Speaker 
efficiency. 

TYPE 14 
TUBE 

IYPE 14 
TU BE 

PHILCO MODELS 90 AND 90A 

I 
TYPE 14 

TUBE 

STATI ON 
SELECTOR • 

TYPE 80 
TUBE 

TYPE 45 
TUBES 

TYPE 27 
TUBE 

Four-point tone control and static modifier gives all degrees of tone 
reproduction - "brilliant, " "bright," "mellow" and "deep." Make 1~0 ible 
a compensation for variations in the quality of broaclcasti11g from different 
stations and for difference in the human ear. 

Large drum-type illuminated station-reco rding dial with glowing arrow 
station finder permits extreme accuracy and ease of tuning. 

Four-gang tuning conden er. 
Tremendous volume and di tance range when de ired. Range switch 

for quiet, easy, average reception, or for greatest avai lable power for tuning 
stations thousand of miles away. 

Approved by Underwriters' Laboratorie . 

Available for operation on the following power supply : 

105- 125 volts, 50-60 cycles, A.C. 
105- 125 volt , 25-30 cycle, A.C. 
210- 240 volt , 50-60 cycles, A.C. 

Power consumption, 105 watt 

For correct operation and best tone quality, always loosen the shipping 
bolts which hold the Philco chassis in the cabinet. It is important that the 
chassis b e floating in rubber at all times and that it does not come in direct 

contact with the cabinet, either at the front or the sides. 

• 
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Philco Radio Service Page 
Delivery Hints Which Increase Good-Will 

Carrying into the customer's home the fine impre sions which he has 
received in the store is a highly important factor in the succe sful completion 
of a radio ale, and one which is largely up to the service man. 

When the average customer first receives a new radio set in his home he 
often needs reassurance of the wisdom of his purchase. Proper eye appeal 
and proper performance will afford this rea urance better than anything else. 

We are offering a few uggestions which past experience of many dealers 
has shown to be of utmost value in clinching the busine s friendship of the 
cu tomer and in keeping the instrument old : 

1. Test Radio and Tubes Before Delivery- Always make a thorough oper­
ating test of the instrument and its tubes before delivery. It is far more 
de irnble that you discover and take care of any small imperfections in the 
et at your store or in the service hop, rather than in the customer's home. 

2. Polish the Cabinet-The cabinet should be wiped with a soft cloth and 
polished 'vith a good grade of furniture poli h to ensure· the best possible 
appearance upon delivery. Your distributor can supply you with the correct 
polish for this purpose. 

3. Secure All Moving Parts-Any loose or moving parts in the instrument 
hould be securely fastened. Thi is particularly true of the radio-phonograph 

combinations. Incorrect performance can result if the tone arm is allowed 
to swing violently during transit or if the turntable is not removed. 

4. Deliver in Padded Cover- If delivery is being made locally by truck, 
the cabinets should be protected by a padded canvas cover. This will prevent 
the cabinet from becoming scratched and will enable you to place it in 
position in the hortest po ible time. 

5. I nstall Carefully and Quickly -If a good aerial and ground connectiou 
are available the installation hould take but only a few minutes. Do not 
a sume, however, that an aerial which has been used on a previous set is 
still a good aerial. Always make a complete inspection for unsoldered or 
badly corroded joints. The e are a source of noise and lack of sensitivity 
which will be blamed on the set if they are not properly corrected at the time 
of installation. If the aerial and ground in tallation are faulty, make the 
necessary arrangements with the customer to have the condition corrected. 

6. Instruct Customer in Operation -Correct operation is highly important 
in the modern radio receiver. Be sure that at least one member of the 
customer's family is given complete instructions on the proper method of 
operating the receiver. Many et owners-in fact many radio salesmen-do 
not realize the nece sity for correct tuning of a station in order to avoid di -
tortion . Demon trate to the customer how the full purity of tone is obtained 
when the station selector i tuned exactly to the tation, and how distortion 
oc'curs when the station selector is tuned slightly above or below this point 
on the dial. Remember that your ultimate profits will be greater if the cus­
tomer has complete confidence in his set and in you, as a dealer, than they will 
be if you save a few cents by lighting the installation. 

Condenser D ata 
The following Color Code wi ll be used to determine the capacity of the 

small fixed condenser used in all models of Philco Receiver . 

PART No. CAPACITY MF. COLOR l 
3082 .00025 Yellow ' 3774 .00005 Whi te 

3910 .0005 G reen I 

4059 .002 Light Blue 

4519 .00011 Blue and Golde n Yellow 

4520 .0007 White and Golde n Yellow 

4587* .00005 L ight Blue and White 

5120 .00041 Yellow a nd Orange 

I 
*NoTE: P a rt No. 4587 is held to clo er tolerance lim its than Part No. 3774. Do not sul>­

stitute either of these Condensers. Use the par t listed in the er vice :Manua l. 

Resistor D ata 
tarting with the Model 46 and continuing in all future models, standard 

R. M. A. color are being used to indicate the va lue of the various re i tors 
in Phi lco Receiver . The code i as follows: 

0-Black 
1-Brown 

2-Red 
3 -0range 

4 -Yellow 
5-G reen 

6-Blue 
7 - Yiolet 

-Gray 
9-White 

12 

The body color represents the first digit in the resistance. The tip color 
represents the second digit. The dot color represents the number of zeros 
after the second digit . If the dot color is not present consider it to have the 
same color as the body. For instance, Resistor No. 3524 in the table below 
has a brown body-this means that the first digit is one, it has a black tip 
meaning that the second digit is zero, it has an orange dot meaning 
that there are three ciphers after the second digit or a resistance valueof 
10,000 Ohms. 

Philco Resistors are made in two size -one to carry .5 watt and a larger 
resistor to carry 1 watt. Below is a table giving the part number and color 
code used in present Philco Resistors. 

POWER RESISTANCE 
COLOR 

PART NO. 
(Watts) (Ohms ) BODY TIP DOT 

3524 1 10,000 Brown Black Orange 
3525 1 '32,000 Orange R ed Orange 
3526 1 5,000 Green Black R ed 
3542 1 70,000 Violet Black Orange 
3655 1.6 1,000 Bro wn Black R ed 
3656 1 25,000 R eel Green Orange 
3766 1 13,000 Brown Orange Orange 
3767 1 99,000 White White Orange 
3768 1 240,000 R ed Yellow Yellow 
3769 1 490,000 Y ellow White Yellow 
4237 1 51,000 Green Bro wn Orange 
4409 .5 1,000,000 Brown B lack Green 
4410 .5 240,000 R ed Yellow Yellow 
4411 .5 99,000 White White Orange 
4412 .5 10,000 Brown Black Orange 
4414 1 1,000,000 Brown Black Green 
4515 1 2,000 R ed B lack Red 
4516 .5 25,000 R ed Gree n Orange 
4517 .5 490,000 Y ell ow White Yellow 

4518 .5 51,000 Green Brown Orange 

4590 1 1,000 Brown Black R ed 
5023 1 190,000 B ro wn White Yellow 

Care in Fastening Moving Parts of R adio-Phonograph 
Great care must be exercised when delivering or reshipping radio-phono­

graph instruments to see that all moving parts are securely fastened. This 
is particularly true of the automatic record changer models which can 
come out of adj ustment if the tone arm is allowed to swing during t ransit. 
The following packing suggestions will be of help to you in reducing un­
necessary service on -these instruments: 

1. On all radio-phonograph instruments always remove the needle 
from the electric pick-up, and tighten the needle screw securely before 
delivery. 

2. Tie the pick-up arm securely to a fixed point on the motor board in 
such a way that the arm will not move either horizontally or vert ically. 

3. Remove the turntable and wrap it separately. 
4. On the automatic record changer instruments, place the record 

magazine in its downward position, and tie it and the record weight securely 
to the magazine stand. 

Changes in Service Bulletins 

Several changes have been made in Philco Service Bulletins recently 
issued. The fo llowing changes should be made on all your copies: 

Service Bulletin No. 55-Change econd line of second paragraph from 
111 and 111-A to 112 and 112-A. 

Service Bulletin No. 56- Bias resistor 3 should be placed in center tap 
lead instead of filament lead. This resistor is marked on the diagram wi th 
terminals 1 and 2 and hould be inserted in the wire hown connected to 
No 7 instead of the one connected to No. . 

Service Bulletin No. 57-Table 3 Condenser Data, item 41, interchange 
6 and 10 mfd. 
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New 24-Sheet Poster 
Free to You Every Month 

PHILCO RADIO 

TT 

PHILCO furnishes you 
these colorful post ers 
absolutely free. Philco 

dealers have made great suc­
cesses with 24-sheet posters. 
They come with your name 
and address imprinted in large 
letters across the bottom. 

Arrange with your Philco 
distributor or your local ad­
vert i ing agency for a showing 
of t he e dominating posters. 

All Phi lco posters will f eat­
ure Phi lco Radio and the 
Phi lco dealer only . 

The New Haynes' Philco Radio Logs Are Ready 

T HEY are specially prepared for Philco dealers who time and again have 
said they were the finest and most complete radio logs published. Philco 
distributors and dealers have used them during the past three seasons 

with t elling effect . 
The perfect arrangement of Hayne ' Radio Log virtually t ests any radio, 

creates a desire for selective and sensitive radio et , and sells new tubes and service. 
They are ideal for " door openers" in canvassing. 
One, properly marked and posted on your window, ·will attract attention to 

your store and demonstrate t he superiority of t he PHILCO Radio. 
Thousands of t he highest radio authorit ies endorse Hanyes' Radio Logs as 

t he best. You may order them at any t ime with assurance t hat t hey will be 
up-to-the-minute and exploit t he latest Philco models. 
Booklet form . . 1000 at 2.Yzc. 500 at 2%;c. 250 at 3c. 100 at 3%;c. 
Chart form . . . 1000 at 17,:lc. 500 at l .Yzc. 200 at 2c. 

By express F . 0 . B. Chicago Postage Prepaid 
I mprinted with your name and address, $2.50 addit ional, regardless _ of quant ity . 

Send order and check direct to Haynes' 
Radio Log, 608 S. Dearborn t ., Chicago, Ill. 

TT 

YOUR 
I M PR INT 

· HER E 

Don't Forget Your Novelty Catalog 

The Brilliant Catalog of Sales Helps 

W:IDE-A WAKE Philco dealers are using t heir novelty catalog of modern 
advert ising noveltie every day. E very item li ted has been carefully 
selected because of its value in attracting customers to your store. E very 

item is an extraordinary value and priced cheap enough to give away. To make 
them more effective than ever, each and every one, where space permits, carrie 
t he t rue and distorted pictures t hat play such a big part in Philco's great national 
advert ising campaign. 

Make your selection novi7 and get t hese sales aids out working to increase 
your sal s of Philcos. 

Send orders and inquiries for material to: 

The Brilliant Manufacturing Co. 
1035 Ridge Ave., Philadelphia, Pa. 
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Co~lier's 

You see only the small, lig hted single diaJ and lock on 

instrume nt board or steering ~olumn. * Rad io and speaker 

are bu ilt in, out of the way, h i !.den yet accessible. Aerial is 

also concealed. Your automol jl e, battery su pp lies the slight 

omountof"A" current require~, " B" batteries nest in metal 

case mounted under floor. - Philco-Transitone Radio includ­

ing 7 Ph ilco Balanced Tubes ~nd 

Philco "B" batteries . . • $99•80 
COMPLETELY INST ALL~D 

* For control on steering col umn /ps shown below in illustration ) 

instead of on instrun '"'board, $5 extra 

Prices slightly highe r in Cp nada, Denver and W est 

IN YOUR CAR AS 

IN YOUR HOME~THERE~$ NO RADIO · LI KE PH I LCO 

NOW YOU CAN ENJOY PHILCO RADIO PERFORMANCE WHEREVER YOU RICJ: OR STOP 

Just a s the p icture above represents the 
distorted tone, the blurred reception af an 
unbal a nce d rad io - so the distorted " sta ­
t io n strip" shows the gaps, the overlap­
p ing of stations found on an ordinary set 

Here you see the undislc t ed tone plus 
selectivity secured wit h the Philco· 
Transitone Automob ile Rcdio built with 
balanced units. Each static" is di sti nct and 
separate - each program <leer and vivid 

No w you neve r need to miss those radio features you 

like to hear. At the same time you enjoy your car (or 

motorboat), enjoy your favorite radio programs! A built- in 

Philco-Transitone pe rforms as gorgeously clear and true as a 

Philco home radio. 

There is delightful variety in the many broadcasts it tunes in 

without cross-talk. After selecting a station, you need not touch 

the dial! Turn, twis t, vary speed through city or country; volume 

is held constant, fadi ng is checked, by Philco's famously success­

ful Automatic Volu me Control. 

Such amazing and thrilling performance is yours at startling 

low cost because Phi lco is the world's largest radio man ufacturer. 

Here is triple screen grid, full seven-tube power plus! Philco 

engineering has utilized it with Philco Balanced Units, an electro-

dynamic speaker and true Ph ilco quality, to perfect a radio of ' · 

matchless ability. 

Thoroughly enjoy the programs you've missed to take rides, 

keep engagements, do errands, go on picnics. Entertain yourself 

during tedious waits. Keep mentally alert when tired or traveling 

monotonous routes. On vacations, tours, week-end trips, have the 

companionship, diversion and latest news of radio. A Philco­

Transitone will be expertly installed by an Authorized Service 

Station, the day you want it. 

Experience the pleasure of real Philco Radio as you ride! 

Near you a dealer is giving demonstrations. Philco-Transitone, 

Ontario and C Streets, Philadelphia, Pa. 

Chrysler De Soto Dodge Plymauth Pierce-Arrow Stude baker 

Philco-Transitane is now opt io nal standard -equipment at the focto ry on the above 
autamobiles; it is the on ly Automobil e Radio their engineers approve and recom­
mend. In addition, Franklin, Lincoln, Nash, Reo, Stutz and other makes are factory 
equipped wi th a erials . $10 extra charge if automobile, open or closed mode l, has 
no aerial. Aerials are e a sily installed in any make of car, al so buses and motor­
boats. Phil co-Transitone is manufactured and sold under pa tents of Transi tone 
Automob ile Rad io Corporation. 

PH I LC 0 
Transitone 

© 1931, Ph ilc~ 

AUTOMOBILE RAD I 0 
Printed in U . S. A . 
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