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Eye Value

is as Essential as Performance
- - in Present Day Radio Selling
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ITH the perfection of the Electric Radio,

public demaid is for design that has
a definite meaning in the decorative plan of
the home—something permanent— conceal-
ing all the mechanical aspects of radio.

FRESHMAN

EQUAPHASE
FIECTRIC RADIOS

fulfill every current demand. The ever in-
creasing sales of Authorized Freshman
Dealers testify to that.

7

In scientific exactness and efficiency, the
Equaphase Radio circuit is in a class by it-
self —simple to operate yet accurate and
sensitive to a fine point of precision —mini-
mizing the necessity of service.
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A variety of cabinet designs adequately
meet the requirements of present day home
decoration.

)

Freshman Electric Radios are sold
direct to Authorized Dealers—it will pay o e

you to investigate our dealer fl‘anchise. Model G-4 Freshman Equaphase Electrie Radio
paneled in genuine mahogany, complete—ready to
operate including the new RCA, AC tubes.

Manufactured by ACIDS

B CHAS. FRESHMAN CO., Inc.$22500 No ¢ BATTERIES
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STEVENS HOTEL

A BIGGER SHOW A BETTER SHOW

More manufacturers have signed up for exhibi Both the LExhibition Hall and the Ball Room
tion spacc than for last vear's show. There will of the Stevens Hotel will be used for exhibits
be more to see. more to select from and more All that’s new for the 1928-29 season will be so
new products to scll and profit on. arranged that you will not miss a thing.

A MORE INTERESTING SHOW

The varietv and number of exhibits and entertainment features will surpass last vear's
show—and thalt was a hummer! Many manufacturers are arranging to entertain vou—
to make your visit both profitable and pleasurable. The R. M. A. banquet will have for
its speakers the leading men in the industry.

YOU MUST GO

Distributors, dealers and jobbers will be admitted by invitation only. Iull particulars re
garding vour credentials will be sent to you in April. For anv other information address

Radio Manufacturers Association Trade Show

UNDER DIRECTION OF UJHERRMANN AND G.CLAYTON [RWIN,JR.

Room 1800 Times Bldg,New York City
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are Protected with

&> Lighining
== Arresiers
Jelephone and telegraph companies knowing that

all electrical instruments are subject to damage by
lightming, protect their equipment with Lightning Arresters

YOUR RADIO Is Subject toDamage by Lightning
Induction and Should Be Protected With A

:E
<”® - I e " I:. ;=>. _' /

) . StRANE
Lightning Arrester

~The Arrester that Gives You $100 FREE INSURANCE

l[ OVER 2,500,000 BRACH ARRESTERS ]I
NOW USED TO PROTECT RADIOS

vewark. [S BRACH MFG.CORP.  roronto

N.J. ENGINEERS AND MANUFACTURERS eAl.
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N E Beautiful and vesponsive

to a degree never befove
attained. “lomovrows Radio
standavds in a striRingly
new and masterful
inter/vretation

ELECTRIC RAD)

PATENTED MAY 1STth 1923 — OTHER PATENTS PENDING

, ARGUS RADIO CORP.

257 West 17¢h $¢.
NewYorR, NY.
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Let Our Free Service Bureau Help You Supply Your Needs

Tell us your

A
1 “A’” Batteries
2 Adapters
3 Aerial insulators
4 Aerials
5 Aerials, loop
6 Aerials, patent
7 Aerials, socket plug
8 Amplifiers
9 Amplifying units
10 Ammeters

B

11 “B' batteries

12 Batteries (state
age)

13 Batteries, dry cell

14 Bateries, storage

15 Battery chargers

16 Battery chemicals

17 Battery clips

18 Battery eliminators

19 Battery holders

20 Battery paint

21 Battery plates

22 Battery trays

23 Bezels

24 Binding posts

25 Binding posts,
sition

26 Binding posts initialed

27 Binding posts, insulated

28 Binding posts, nickel-
plated

29 Books

30 Boxes, battery

31 Boxes, grounding

32 Bridges, Wheatstone

23 Broadcasting equipment

34 Busbar

35 Buzzers

volt-

compo-

C

36 Cabinets

37 Cabinets, battery

38 Cabtnets, loud speaker

39 Carbons, battery

40 Cat whiskers

41 Code practisers

42 Coils

43 Coils,

44 Coils,

45 Coils,

46 Coils,

47 Coils,

48 Coils,

49 Coils,

50 Coils,

51 Coils,
quency

52 Coils, tunin

53 Compounds,
sealing

54 Compounds,
ing

55 Ccrdenser parts

56 Condenser plates

57 Condensers, air

58 Condensers, antenna
coupling

59 Condensers, by-pass

60 Condensers, coupling

choke

coupling
duo-lateral

filter

grid

honeycomb
inductance
‘stabilizer

tuned radio fre-

g
battery

impregnat-

Note the number of the item you want to buy—then check the
-————————— "~ T 7 7 T TEAR OFF

61 Condensets, filter

62 Condensers fixed (paper,
grid or phone)

63 Condensers, variable air

64 Condensers, variable
mica

65 Condensers, variable
grid

66 Condensers, Vernier

67 Contact points

68 Contacts, platinum

69 Contacts, silver

70 Contacts, switch

71 Cord tips

72 Cords for headsets

73 Couplers

74 Crystal alloy

75 Crystal holders

76 Crystals, rough

77 Crystals, synthetic
78 Current supply

D
79 Desks

80 Detector units
81 Detectors, crystal
82 Detectors, fixed crystal
83 Dial adjusters
&4 Dials, composition.
85 Dials, hard rubber
86 Dials, rheostat
87 Dials, vernier
88 Dials with knobs
89 Diaphragms, mica
90 Dies
91 Display stands
92 Drills, electric
93 Dry cells
44 Dynamotors
E
96 Earth grounds
o7 Electrolyte
28 Emblems
99 Enamels, battery
100 Enamels, metal
101 Engraving
102 Engraving machines
103 End stops
104 Eyelets
105 Experimental werk
F
106
107
108
109
110
111

Ferrules
Fiber sheet, vulcanized
Filter reactors
Fixtures
Fuse cut outs
Fuses, tube

G
112
113
114
115
116
117
118
119
120

Galena

Glass tubes

Grid leak holders
Grid leak mountings
Grid leaks, fixed
Grid leaks, variable
Grinders, electric
Ground clamps
Ground ;‘?ds

121
122
123
124

Handles, switch
Hardware, cabinet
Head bands

Head sets

information on the latest and best equipment.

Service Bureau The Radio Dealer 1
10 East 39th St., New York City 22
We are interested in buying radio equip- 43
ment and have circled the numbers on 64
this coupon of the items we are ready to 85
buy now. Please have manufacturers of 106
these lines quote us prices .

127
Name .o.eveerenrvinanas W - A . B 148
169
Address . .vnin e imn it 190
We are 211
—Retailers 232

...................... N
—Manufacturers 253
......................... . —Importers 274

125 Hinges

126 Honeycomb coil adapt-
ers

127 Hook ups

128 Horns, composition

129 Horns, fibre

130 Horns, mache

131 Horns, metal

132 Horns, wooden

123 Hydrometer, syringes

134 Hydrometers

1

135 Inductances

136 Instrument brackets
137 Insulation, molded
138 Insulation material

139 Insulators, aerial

140 Insulators, composition
141 Insulators, fibre

142 Insulators, glass

143 Insulators, hard rubber
144 Insulators, porcelain
145 Inventions developed

J
146 Jacks, cord tip
147 Jacks, phone plug
K
148 Kits
149 Knobs

L

150 Lead-ins
151 Lightning arresters
152 Loud speakers
153 Loud speaker units
154 Lugs, battery
155 Lugs, terminal
M
156 Magnets
157 Magnetizers
158 Mailing lists
159 Measuring instruments
160 Megohmeters
161 Metal stamping
162 Mica
163 Milliammeters
164 Minerals
165 Molded insulaticn
166 Molding
167 Molds

168 Mountings, coil
169 Mountings,) condenser
leak
170 Mountings, end
171 Mountings, honeycomb
172 Mpuntings, honeycomb
coi
173 Mountings, inductance
switch
174 Multiple phone plugs
N
175 Name plates
176 Nuts
(o}
177 Ohmeters
178 Oscillators
P
179 Panel lights

120 Panels

2
23
44
65
86

107

128

149

170

191

212
233
254
275

3
24
45
66
87

108
129
150
171
192

213
234
255
276

4 5
25 26
46 47
67 6]
88 89
109 110
130 131
151 152
172 173
193 194

214 215
235 236
256 257
277 278

6
27
48
69
90

111
132
153
174
195

216
237 238
238 259
279 280

7
28
49
70
91

112
133
154
175
196
217

8
29
50
71
92

113
134
155
176
197

218
239
260
281

181 Panels, composition
Panels engraved
.Panels, fibre

Panels, hard rubber
Phones

Phone connectors, mul-
tiple

Phonograph adapters
Plugs, coil

Plugs, telephone
Pointers, dial and knob
Poles, aerial
Potentiometers
Dush-pull switches

R

Reactivators
Receiver caps
Resistance leaks
Resistance units
Resistors

Rheostat bases
Rheostat strips
Rheostats, automatic
Rheostats, battery
Rheostats, dial
Rheostats, filament
Rheostats, potentiome-
ter

Rheostats, power
Rheostats, vernier
Rods, brass

Rods, fibre

Rotors

s

Screw drivers

Screws

Screw machine prod-
ucts
Sets,
Sets,
Sets,
down
Sets,
able .
Sets, receiving—power
operated

Sets, receiving—radio
frequency

Sets, receiving—refiex

receiving—console
receiving-—crystal
receiving—knock-

receiving—port-

221

222 Sets, receiving—regen-
erative

223 Sets, receiving—resist-
ance coupled

224 Sets, receiving — sec-
tional

225 Sets, receiving—short
wave

226 Sets, receiving—tuned

radio frequency

227 Sets, transmitting

228 Shellac

229 Slides

230 Socket adapters

231 Sockets, V. .—com-
position

232 Sodkets, V. T.—hard
rubber

233 Sockets, V. T.—metal

235 Sockets, V. T. porce-
lain,

9
30
51
72
93

114
135
156
177
198

219
240
261

10
31
52
73
94
115
136
157
178
199

220
241
262

11
32
53
7%
95
116
137
158
179
200

221
242
263

12
33
54
75
96
117
138
159
180
201

222
243
264

14
35
56
77
98
119
140
161
182
203

224
245
266

15
36
57
78
99
120
141
162
183
204

225
246
267

118
139
160
181
202

223
244
265

282 283 284 285 236 287 288 289 290

OO ||IIIIIIII|llIlllllllIIIIIHIIIIIH!HIIIIIN\] I

needs and we’ll put you in touch with reputable firms to the end that vou will receive
A post card will do or use the coupon below.

2.6
237
238
239
240
241
242
243
244
244
245
246

247

248
249
250
251
252
253
254
255

256
257
258
259

270

271

272
273
274

275
276
277
278

279
280
281
282
283

284
285
286
287
288
289

corresponding number in the coupon below and mailtous. g
HERE™

16
37
58
79
100
121
142
163
134
205

226
247
268

\L :

Solder

Soldering irons, electric
Soldering Paste
Spaghetti tubing

Spark coils

Spark gaps

Spark gaps, quenching
Stampings

Stators

Stop points

Switch arms

Switch levers

Switch points

Switch stocps
Switches, serial
Switches, battery
Switches, filament
Switches, ground
Switches, inductance
Switches, panel
Switches, single
double throw.

T

T T

and

Tables
Terminals
Towers, aerial
Transformers,
frequency
Trangformers
dyne
Transformers,
tion
Transformers,
Transformers,
pull
Transformers,
quency
Transformers,
Transmitters
Tubes, vacuum—recti-
fier
Tubes,
element.
Tubes,
element
Tuners

audio
hetero~
modula-

power
push-

radio fre-

toroidal

T

vacuum — two
—

vacuum—three

v

Variocouplers,
rubber
Variocouplers,
Variocouplers,
Variometers,
ber
Variometers, molded
Varnish, insulating
Verniers

Voltmeters

w

Washers

Wave meters
Winding

Wire, aerial
W'irc braided
stranded

Wire, copper
Wire, insuleted
Wire, Litz
Wire, magnet
Wire, platinum
Wire tungsten

hkard

molded
wooden
hard rub-

e et ——————————— e ————

and

17
38
59
R0
101
122
143
164
185
206

227
248
269

18
39
60
81
102
123
144
165
186
207

228
249 250
270 271
291 292

19
40
61
82
103
124
145
166
187
208
229

20
41
62
83
104
125
146
167
188
209

230
251
272
293 |

21
.42
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elbeals VER since the beginning of

Radio, Shamrock has said.
“Judge by Performance.” Ever
since the beginning of Radio, Sham-
rock has insisted, “Demand

lS Quality.”

Despite an avalanche of exag-
gerated advertising claims and com-
petition from back door methods.
Shamrock stood its ground firmly.
Today, Shamrock dealers are doing
a bigger volume than ever. The
Shamrock set is being perfected as
far as human skill can do so.

Again Shamrock repeats its mes-
sage. “Judge by performance. In-
sist upon quality. It will pay vou
in the long run.”

SHAMROCK

( RA DI O S E T S )
LEADERS BY PROVEN PERFORMANCE

SHAMROCK MANUFACTURING COMPANY
196 Waverly Ave.,
g Newark, N. J.

LU
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PIFERCE
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Tune in on This Big Seller

and Increase Your Sales

HE PIERCE-AIRO Elec-

tric AC Chassis is a big seller
because it meets the need for an
electric socket chassis
which thousands of customers
want installed in a cabinet of
their own choosing. No chassis
meets this need better than
PIERCE-AIRO. That is why
PIERCE-AIRO dealers are
steadily increasing their sales.
Tune in on this big seller NOW

and increase YOUR sales!

power

PiercE-AIro0, Inc.

117-119 Fourth Avenue New York City

BRANCH OFFICES

Chicago Boston Philadelphia
San Francisco Los Angeles
Minneapolis Cincinnati St. Louis

Canadian Offices: London, Ontario

Engineering Features:

The PIERCE-AIRO uses standard type 226 tubes
throughout with the exception of detector, which is
a type 227. Tone is entirely free from AC hum.
Self-regulated transformer in power supply furnishes
power for filament and substantial “B” supply unit
supplies steady current for plate. Ordinary line
voltage changes do not affect operation of set
Chassis is heavy aluminum and will fit any standard
7 x 18 cabinet or console. Subpanel is braced to
prevent distortion of electrical units. Single control
illuminated drum dial simplifies tuning.

Mail Coupon TO-DAY
for Further Particulars

PIERCE-AIRO, Incorporated,
117-119 Fourth Ave., New York City.

Please send me immediately further particulars concern-
ing the PIERCE-AIRO AC Electric Chassis.

Name
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The Radio Industry Needs Co-Operative Advertising

By Mac Harlan, Advertising Manager
Kellogg Switchboard & Supply Company, Chicago

tising. Some of these group or association campaigns have been notably successful, while others

have been of little value to the industries which they were supposed to benefit. Without doubt,

the outstanding co-operative advertising campaign has been that of the California Fruit Growers.
Campaigns of the Lumber Association, the Brick Manufacturers, the Sauerkraut Makers, the Paint Manufac-
turers, the Oil Burner Industry, et al, have been more or less successful. Generally speaking, association
advertising has proved very beneficial to the industries it has served. But none of these various associations
has ever had a greater need for co-operative national advertising than has the radio industry at this time.
Right now the public of the nation is hungry for facts about the radio business, especially the kind of facts
that will give them confidence in their radio purchases.

D URING the past five years we have seen the rapid development and increasing use of group adver-

Radio manufacturers must remember that their chief competition does not come from other radio manu-
facturers. The whole industry is in competition with dozens of other industries for a share of the consumer’s
luxury dollar. Manufacturers of all luxuries and near-luxuries are giving radio manufacturers the stiffest
kind of competition.

\

Therefore, if radio manufacturers are to present a solid front in this battle for the consumer’s luxury
dollar, it is high time that they get into co-operative advertising action. Certainly much good will result from
radio association advertising, provided it is intelligently planned and efficiently administered.

In the beginning any industry having as wide a popular appeal as radio, finds the demand greater than
can be supplied. No outstanding sales ability is required to satisfy this spontaneous demand. The chief
problem of producers is to keep up with orders. In the radio industry it is safe to assume that by this time
the “spontaneous” demand has been practically satisfied.

So producers are planning more intensive selling, which, of course, includes more and better advertis-
ing. Such intensive sales and advertising effort necessarily must be directed toward that group of radio
prospects whose desire for radio is lukewarm, or who may even be opposed to the use of radio in their
homes.

This group of radio prospects represents a vast section of the market. Most of the people in this group
are ultra conservative in their purchases. They are the ones who never try anything when it is new.

Most of the people in such a group are confused by the various claims of radio manufacturers. Their
natural conservativeness is heightened because of this confusion, so they do not buy. A campaign of associa-
tion advertising setting forth, in a straightforward manner, the benefits of radio will do more to sell this
group than all the advertising of individual manufacturers put together.

In addition to advertising the benefits of owning a radio set, there is a real opportunity for broadcasters
to advertise their outstanding programs. Since the success of both broadcasters and set manufacturers is
interdependent, it is logical to suggest that any campaign of group advertising should be financed by both.

So it may be advisable for radio manufacturers and leading broadcasters to get together. We suggest
a combination of the brains and resources of these two groups for the purpose of financing a campaign of
national advertising to include trade and general magazines, newspapers and outdoor media.

7
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JOHN W. MILLION, JR.
CHIEF ENGINEER
KING MFG. CORP.

FRED STEIN
PRESIDENT 1
STEINITE RADIO CO. .

eCl

PAauL A. CHAMBERLAIN
CHIEF ENGINEER

. MOHAWK CORP. OF ILL.
L. M. CLEMENT
CHIEF ENGINEER
F. A. 0. ANDREA, INC.
Meter tests, voltage tests, life tests,

prove POLYMET Quality, Power and
Stability.

These Engineers know that POLYMET
Condensers will “stand the gaff” of the
varied operating conditions existing
throughout the country thus assuring the
perfect performance of their receivers TRADE MARK
wherever sold.

We have been of material assistance in
solving many condenser problems of

—~
various manufacturers, and our Engi- HE'RE °
neering staff will welcome the oppor- ].S IIO

tunity to be of assistance to you. Guesswork about

POLYMET MANUFACTURING CORPORATION

599 Broadway, New York City thei]_' DeCiSion

POLYMET CONDENSERS
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Oklahoma City Dealer at Parting of Ways Decides
on Policy Which Banishes Waste Effort in Store

By John T. Bartlett

RADIO dealer of Oklahoma City, Oklahoma, came

to the “parting of the ways” in the Fall of 1925.
Since 1922, he had been dealing aggressively in radio
sets. He had taken up the home demonstration along
with other enterprising dealers the country over, and
had given it a complete play. And the result? He
was running his radio department into the ground, so
far as profit went. Continuing with demonstrations, he
could not see the way out for his company.

“I'm through with house demonstrations!” he an-
nounced to his men. Lattin himself admits he didn’t
know what would happen. He may have had “a hunch,”
but, he says honestly, he was uncertain, much, con-
cerning his radio future. He was determined, however,
that he was absolutely through with the demonstra-
tions, and that, in the future, with absolutely no excep-
tion, he would be “off” them. He has kept his resolu-
tion.

Result? The Winter of 1925-1926, Lattin did a radio
volume. In 1925-1926 season, the store sold $15,000
more in radio than it had the year before. For 1927-1928
season his volume will be about one-third better than it
was last year!

Reading between the lines, the members of the trade
perusing this will understand that, since his ethical
decision of Fall, 1925, Lattin has really made money
in the radio business. Lattin considers the decision to
cut home demonstrations was the best business move
he had made since he took on radio. Incidentally, it
is worth mentioning that he is the oldest radio dealer
in Oklahoma City. He started his phonograph busi-
ness in 1921, and the following vear went to radio.

“I found home demonstrations expensive selling, and
unsatisfactory selling, as I believe thousands of other
radio dealers are finding them,” Lattin courteously told
the writer of his experiences. “I wasn’t making money
and I didn’t see any way that I possibly could do so.

“I realized that if T eliminated home demanstrations,
I would need to exercise special enterprise elsewhere,
My idea was to keep old customers satisfied, to give them
much better service than, under the demonstration sys-
tem, we had been able to give though always we had
prided ourselves on keeping the customer well satisfied,

TGRS ) LIy TR NI 1
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whatever the cost. From the first, we have had 2 very
well known line of radio sets. We had added in 1923
another nationally-advertised line. Making our new
move, we broadened out somewhat again.

“When we eliminated demonstrations, we stood on
our record with the public. That had been a good rec-
ord. And we redoubled our service. We did not in-
crease our newspaper advertising. We spend for ad-
vertising 3%4 to 5 per cent of our volume. We believe
in using tie-ons when our manufacturers advertise in
the papers here. This scason, especially, we have spent
a great deal of money in this way. \Ve believe it is of
cardinal importance to associate our name with the
sets we handle when the manufacturers advertise them
in our locality, to our own people.”

They Came to Lattin’s, Too

Undoubtedly, the several years the Lattin Comipany
had been in the radio business, during which demon-
strations had been held, had established the company
as a foremost factor in the radic husiness, during which
demonstrations had been held, had established the com-
pany as a foremost factor in the radio trade of Okla-
homa City. This was apparent from the numler of
requests for demonstrations, frequently made over the
telephone, which had continued to be made to the com-
pany after 1ts new policy was in force.

In fact, turning down requests for demonstrations has
been a perpetual sort of thing in this shop. “There un-
doubtedly was a period,” went on Mr. Lattin, “when
home demonstrations were a necessary thing in the
evolution in the radio trade. Radio sets were new to the
dealers as well as to the people of the community. None
of us really knew what our sets would: do.

“Whether or not radio could have been merchandised
in the extensive way it was without demonstrations is,
perhaps, doubtful. Now, however, this condition is
changed. Radio is an accepted thing. Everybody,
nearly, is familiar with radio, knows what to expect
from it, knows of standard sets, owned by friends, na-
tionally advertised. So, where three or four years ago
we might not have been able to sell without demonstra-
tions, now we can.”

In 1926-1927, the companyv has found rebounding to
i il i | I | i 1l PRI URINTE
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A;‘tistic'Japa'mese Room—Yorkville Radio Co., New York
City prides itself upon the novelty and sales appeal of dis-
plays. The one above was a recent feature.

it as a major sales argument the fact that it does not
demonstrate in the homes—and can guarantee, accord-
ingly, delivery of brand new sets.

In fact, seeing the appeal of the suggestion, the Lat-
tin Company uses it strongly.

A woman, asking the store over the telephone to send
out a set for demonstration, became quite excited when
the store declined to do so. “Do you mean to say,” she
asked, “that you prefer to keep your radio set in the
store, and lose the sale. to sending it out on demon-
stration.”

“Absolutely,” was the reply. “We deliver sets to our
customers which are unused, are new. If we had sets
out on demonstration here, there, everywhere, how
could we do this?”

“Any customer buying a set from Lattin’s can know
absolutely that it is a new, unused set.”

“Send out the set, and I'll give you a check!” the lady
ordered.

Incidents of this sort have frequently occurred. In
fact, Mr. Lattin declared to the correspondent that he
could tell of at least fifty customers who had bought
sets the present season from him in considerable part
because they felt they could be absolutely sure they
were getting a sct the value of which had not been im-
paired in any way through demonstrations.

The promiscuousness of the demonstrations is pretty
fairly understood by the public. It is known with what
freecdom radio dealers have placed valuable sets in the
hands of prospects, and left them there.

Radio “joy-riders” are to be found in every city of
considerable size—certainly in Oklahoma City, Mr.
Lattin declared.

He mentioned one woman who happens to live in the
“neighborhood” of his home, who has had at least 20
sets out on demonstration in recent months. And she
has not purchased a set yet.

When she approached the Lattin store for a demon-
stration, Mr. Lattin explained the store policy, and
learning of her address, suggested that the family could
come over and hear the set at his own home. The lady,
then, quite frankly declared she had no immediate in-
tention of purchasing a set. She would not impose up-
on him by visiting him!

And through one entire winter, another man, well
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known to Lattin, kept himsclf supplied with radio en-
tertainment—Hirst one, then another.

Lattin’s did not supply one of the sets.

The past fall, when this chronic offender actually
bought a set for himself, he bought it at Lattin’s—
where he would get an unused set!

These people whose intentions are not sincere are
only one of the objections to the home demonstration.
The home demonstration, as lLattins tell the customer
repeatedly, does not protect the customer. Home demon-
stration may sell the buyer, through unusually good
atmospheric favoring reception, a poor set—and very
poor receiving conditions unsell the prospect on a very
good set.

When the Lattin Company eliminated home demon-
strations, it cut its expense for man power, its over-
head, for radio selling, about one-half.

Ten Minutes To Sell A Set

How much time is required in a radio store, when
the customer comes in already interested, to sell a radio
set?

“About ten minutes!” is the answer of Ralph A. Lat-
tin. Lattin, who sells 95% of all scts sold by his store,
has sold hundreds in ten minutes and less. It is almost
never that a sales conversation lasts as long as 45 min-
utes. If a customer is going to buy, he will buy quickly
at Lattins. That is the store experience.

“T let the customer talk himself into a sale,” Mr. Lat-
tin related. “I’m not much of a talker, when it comes
to selling. I don’t do as much talking as the customer,
usually, I am a good listener, on principle.

“I want to learn first several things—the price range
in which the customer is interested, whether he wants
an inside or an outside aerial, whether he is interested
in wet or dry batteries. I get the price range many
times by showing models at various prices, and noting
at what price the customer’s attention rests.

“Then I let the customer talk, leading the conversa-
tion along—seeing to it that, talking, the customer
talks himself into a sale. That is the best idea in radio
salesmanship that I know about—letting the customer
do most of the talking. He'll talk himself into a sale
in most cases, if you watch closely, guiding the conver-
sation, and lead him where vou desire him to go.

“T don’t talk technical details at all. I remember
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In Home Surroundings.—The view above was arranged by

the West Studio, Canton, O., and stresses importance of radio
in the home. The home atmosphere is predominant.
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The Fireside Environment.—Once again we perceive the home atmosphere depicted in a radio display.

The one shown

above was presented by Thomas Goggan & Bros., San Antonio., Texas, during the recent radio show held in that city

once when an inquirer began to ask about technical de-
tails of a store employee. ‘Look here,’ I remarked,
good naturedly, ‘do you really want to know that—or
do you want to know what comes out of the horn, and
how well it comes? The customer saw the point. We
didn’t have to go into technical details. And he bought.”

The selling of radio sets, as Lattin does it, is a quiet,
but speedy process. If the sale is going to be made,
it should transpire in a brief tima.

A Successful System

Lattin keeps the trade-in situation well in hand with
a bargain sale idea, wholly window display.

“When enough sets have accumulated to fill one of

L R e —
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Wins Window Trim Award.—Attractive window display ar-
ranged by the Radio Service Studio, Washingtor, D. C., and
recipient of fourth award in national display competition.

my windows,” he related, “I put the scts in the window
with price cards, and let the window do the rest. The
prices I put upon the cards are very rcasonable, of
course. The customer can buy these traded-in sets on
terms.

“During the winter, we'll have one of these window
bargain sales about once a month. They last two or
three days, only. In one such recent sale, we sold 23
sets in two days. There is no other publicity but the
window and we never let the sale last more than three
days.

“The plan demonstrates well how cur window dis-
plays will sell. Frequently, someone will call up on the
telephone, and ask us to set aside one of the scts in the
window, saying, he will call at noon for it. We tell the
customer just what these trade-in sets will do.

“In that respect, our policy is just the same for new
radio sets. We have never been interested in suggest-
ing to the customer performance which the set would
not deliver. When we used to demonstrate in the
homes, and unusually good reception conditions would
help us, we always would explain that reception was
unusually good, and the customer could not expectsthe
same performance all the time. We never found that
such strict honesty interfered with successful selling,
and 1t did insure for us in future the customer’s good
will.

“When one of my windows is used for a bargain sale
of used radios, I usually employ the other window for
high-grade stuff in radio sets, offsetting the price-appeal
display to an extent. Ordinarily, only one window at a
time is in radio, but during bargain sales, I may use
two, as I am the present week.”

This radio dealer changes his displays from two to
three times a week. The common procedure is a win-
dow display put in late Saturday night, and another
put in the middle of the week. Sometimes, however,
three changes are made.
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This Important Factor Together With Proper
Merchandise Displays Are Generally Overlooked

By Frank V. Faulhaber

N the radio business there are many merchants. Com-
I petition is great. It is worrying. Always the dealer

does not draw in the trade as desired. Oft are the
times when there is the temptation to bring the matter to
a close—sorry course, indeed. Then have we those many
merchants who do some how simply manage to hold on—
and a wearying process it is. Many times ihe suggestion
crops up that the dealer go easy a little on expenditures—
it is necessary to save money. However—and here an
all-important question presents itself—when the radio
dealer is saving money, is he really making money, or at
least as much as he could?

Fine distinction to be drawn here. Question: Is the
radio dealer in the business to save money or to make
money? You have answered the question. On what ob-
ject, then, is he going to concentrate? Prime purpose, ob-
viously, would be the business of making money. Why,
then, will radio merchants pare, here and there, expenses;
skimping, economizing, retrenching; ves, retrenching, into
the background, often succeeding thoroughly to cover up
the business? That way out—a sure, but losing, out.

Too frequently does the radio dealer save at different
points of the business, the aim being always to save, par-
ticularly when the going is difficult, the realization evi-
dently being not that thereby the radio dealer is not
making money. No matter at what end economizing is
being done, sooner or later that end is going to indicate
deficiency, inattention, neglect, failure.  That way lost
trade. That way suffering radio business.

It is ail well and good for the radio dealer to look out
for the pennies, in the interest of unnecessary waste; but
there is such a thing as saving pennies and losing dollars.
The wise radio merchant also realizes that by spending
dollars sensibly he is going to make dollars in multiplici-
ty. Is the radio dealer more interested in saving money?
Is he more interested in making money? Is he out to save
pennies? Is he out to make dollars, and many of them?

Let the radio merchant look those questions thoroughly

Effective Use of Cards.—Each card tells a different point of
interest to the customer in the window display above pre-
sented by Carl Richard, Richmond, Cal.

in the face. Let him ponder them. Let him, incidentally,
view his business unbiasedly; let him review where he has
been economizing mostly in his business, to possible detri-
ment. Let him probe and retlect; let him decide where
an about face is desirable, perhaps even imperative.
There is, yes indeed, such a thing as saving too much,
unwiscly, unprotitably, unsuccessiully.

The radio dealer is out to make money.

He wants to succeed. Now he’s got his mind on dollars.
He’s got his mind on the heights—not miserly intentions,
his! Out in the forefront, so people will be aware that
{here’s a certain, alert and alive radio merchant up and
about, his store a veritable magnet for trade. That way
progress. That way profits. Prosperity. Success.

How often has the radio store owner been impelled to
cut down on expenses, never promoting big possibilities?
He may have quality stock, the best of it, but, 1s every-
thing else in the store in comport, to stir interest and con-
cideration among discriminating and exacting prospects”

Are the store fixtures, for instance, up 1o date, attractive,

Lots of it.

Desk and Set Combination.—University Radio Laboratories,
Berkeley, Cal, very effectively combine the two in this window
trim recently presented by the store.

everylhing in line, compatible with the merchandise
handled, so that there is nothing out of place? How, in-
deed, can the radio dealer hope to gain proper consider-
ation for his products when there is unsuitable back-
ground? How indeed can he draw attention to his quality
merchandise when the store displays and arrangements
overshadow, verily nullifying his object? How, indeed.
can he hope to expect people to have in him confdence,
convinced that his is the store to furnish a quality radio
set, when his very store arrangements are out of joint?
Harmony. Everything in concord. You have recog-
nized quality radio sets and accessories. Very well.
What we need, then, is appropriate store fixtures, of the
best, kept ever in neat trim; displays frequently altered
and arranged to befit novelty and interest; thus to adver-
tise the store’s aggressiveness, progress, its merchandise,
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Jobbers Feature Attractive Booth.—Merchandise attractively presented
Boston, Mass., which arranged the booth shown above.

Eastern Radio, Inc,
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is half of the selling game according to North

its succeess. That way only can rightly be anticipated the
utmost in sales possihilities,

Find out where the store lacks in the matter of furnish-
ings, arrangements, displavs; question also whether the
store-front is all that it should be. You may be up and
there with quality radio stock, but what is the answer in
regard to the introduction to that stock pertaining to the
store-front? If the store’s exterior is negative, uninvit-
ing, illy-kept, belonging to days bygone, how then can it be
expected that people will decide vour place is the one to
visit when an A-1 radio set is in contemplation? Some-
thing wrong, here. What we want is appropriate intro-
duction—an attractive, modern store-front, shining in suc-
cess, in line with vour merchandise.

Is the store’s interior all that is should be?  Are
counters and cases dilapidated, racks and shelves rickety
and dusty, and the floor not so good?  And how about
your ceiling? When people look up there, are they dis-
appointed? Enters then, perhaps, the sudden decision that
yours, after all, is not the store to furnish a first-class de-
pendable radio set? Is the store’s atmosphere on the
whole as inviting as it should be? If not, why not? Is
the radio dealer saving too much money, thereby discour-
aging prospects and customers, and thereby putting the
damper on very much business and very many dollars?

Why not visit other radio dealers for a time, observing
how the more successful ones go about installing fixtures
and furnishings, all in keeping with a first-class radio
shop? Get the suggestions, ideas. and observations from
other radio merchants; then decide upon some needed
changes.  You will be spending more money, wisely
sensiblv.  But, also, vou will be on the way 1o making
considerably more of it. The radio dealer must spend
money to make money. It’s all a matter of judicious
investment.

The radio store owner may be ready with first-rate mer-
chandise, but again there js something lacking—he has
back of him not the character of salesmen that could
do justice to his merchandise.  Perhaps he is saving
money.  Mayhap he has sought for the cheaper class of
assistants; and mayhap he has been successful there. It

is a question whether his helpers really are helpers or
hindrants.  Unprofitable policy here. =~ You are saving
money, but decidedly not making it as you should.

First-class salesmen are assets. They are worth money.
They represent investments. Not-so-good salesmen, clock-
glancing clerks, and second-rate order takers, stand out as
liabilities.  Shun them! Quality merchandise; salesmen,
too, of distinguishing characteristics—a worthy combina-
tion! How, indeed, can your sales objects be effective
when vour best or radio merchandise is unsupported by
capable, interested and enthusiastic salesmen? Better
salesmen, sure, cost more; but, they’re also worth more.
You need them to properly represent vou and vour busi-
ness.

Maybe you're saving at advertising. Perhaps you've
never outlaid a Lincoln Red towards the advance of your
business. Maybe you think it's not worth it. But what
have been, and what are, other radio merchants doing in
the day of advertising? Money is heing expended, regu-
larly, on advertising, in the interest of the store.

Simplicity of Display.—This is the keynote
arranged above by Radio Supply Co.,
during the recent show.

in the showing
San Antonio, Texas,



Henry Schwartz, Jr.

HI Mile High Photo company,

320 Seventeenth street, Den-
ver, Colo, and of which Henry
Schwartz, Jr., is proprietor, has built
a very successful radio business. Al
the start Mr. Schwartz made some of
the same mistakes which have caused
so much grief to radio merchants.
He stocked up on scveral kinds of
sets, unlimited accessories, unproved
products and the problem of replace-
ments soon presented itself.

He began cutting down on varieties,
experimented to ascertain those
which would give the greatest satis-
faction, and finally narrowed down
to but two standard sets and only the
most highly satisfactory equipment.
Since then he has realized the value
of concentrating on expensive sub-
stantial sets and accessories of com-
mensurate durability.

The price, Mr. Schwartz believes,
has little to do with a sale in com-
parison to the personal service given
by the company. The average pur-
chaser can be convinced that it is to
his advantage to secure an article
costing more than another because
of the greater and more enduring sat-
isfaction to be derived from the for-
mer.

Not only does Mr. Schwartz know
well the products he offers for sale
but insists that his salesmen have the
same knowledge. The customer ex-
pects the person with whom he is deal-
ing to have expert knowledge and
nothing could be more disconcerting
to him that to receive an ‘I don’t
know” answer to a query regarding
the article being purchased. Likewise
a guess on the part of the salesman
would result in diminishing confidence
on the part of the customer.
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The installation men must “know
their stufi” even more than the sales-
men for obvious reasons. Faulty in-
stallations never yield repeat sales,
nor do they speak well for the firm
responsible for them. Experts are
employed to do the installation work
and they are held strictly to account
for expert work. Mr. Schwartz could
not keep up his ninety-day free serv-
ice plan under any other conditions.

Mr. Schwartz has solved the prob-
lem of replacements by not making
any. Nothing is sold until it has been
tested and found in perfect condi-
tion. Where necessary the factory or
jobbers test will be sufficient eviience
of the condition of an article sold
and the customer cannot come back
and claim faulty goods in the face of
these tests, often performed in his
presence.

There was a time when a customer
could return an article, claim it to be
defective and have it replaced but
that was in the days when Mr.
Schwartz sold many varieties and did
not himself have the confidence in
them he now has in the two sets he
sells. Today he has confidence in
his goods, backs up this confidence
with a thorough inspection of each
article so that when a sale is made
he knows there can be no comeback.

Strange to relate he has very few

Is Best Method of Increasing Business

By I ra Alexander

i Y m

requests for replacements and when
he does he can generally show the
customer that it was some fault of
his which caused damage to the ar-
ticle. This policy of no replacements,
as practiced by the Denver radio mer-
chant, therefore, hinges on handling
things radio that you have confidence
in and knowledge of what you sell so
that you can show how an owner of
a set is responsible for the set.

Personal contacts hold first place in
Mr. Schwartz’s sales ideas. His men
take almost as much interest in a
customer’s set as in their own. A
record is kept of every sale and fol-
low-ups are the rule.  Ninety days
freec service on sets 1s given permit-
ting excellent opportunity for a fol-
low-up. If no requests for service
come in Mr. Schwartz or his sales-
men go out on calls to ascertain if
everything is satisfactory. This per-
sonal interest reaps its dividends. The
customer appreciates it, feels that the
Mile High company desires to do
the square thing, and certainly is go
ing to tell his friends of the service
accorded.

The calls often times lead to other
sales. For in meeting the customers
in their homes and talking with them
often leads the customer to tell of
friends in the market for a radio.
Permission is received to tell the pros-

In the accompanying article Mr. Schoartz makes it clear that knowledge of both cus-

tomers and merchandise 1s most certain method of insuring business success.

IV hat s

vour reaction to that viewpoint?

*

Combining Radio
and Music.—The

San Antonio
Music Company
was able to

achieve this result
during the recent
radio show held
in that city. Their
booth is shown in
the accompanying
illustration.

*
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Extends Cordial
Welcome. — The re-
cent dealer’s conven-
tion staged by the
Dietterich - Young
Co.,, Cleveland O.,
was fittingly com-
memorated and
stressed in the at-
tractive welcome dis-
play arranged by the
company. In addi-
tion to arranging an
attractive display of
merchandise the con-
cern saw to it that
a handsome sign was
placed in the center
of the window em-
phasizing the greet-
ing.
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pect that the set owned by the cus-
tomer is giving satisfaction and that
1s a sales hoost and helps the sale.
Mr. Schwartz can give the name
and address of every customer who
has purchased a set and from his
records can tell the history of that
set since being ‘installed. ~This in-
formation proves very handy with
prospects. A prospect is interested.
Mr. Schwartz can give him the name
of a neighbor or acquaintance for ref-
erence. The prospect gets in touch
with the owner of a set and the Mile
High company comes in for a good
word at his hands. More often than
otherwise a sale follows and the cycle
continues. Every customer becomes
a booster, a fine tribute to the per-
sonal contact ideas of the seller.
Another thing, Mr. Schwartz in-
sists that the salespeople in his store
learn the names of his customers and
it is a part of their business to be able
to call a customer by name when he
comes into the store the second or
third time. This gives the person a
friendly feeling toward the Mile High
company as they know that the firm
takes a friendly interest in them.
The Mile High Photo company has
become a two-sided business, you
might say. The radio was added first
as a side-line, but has become the

backbone of the business during the
winter months, when the photo end
of the business slackens. Since the
summer season is the shorter season
and the radio is growing by leaps
and bounds it would not be far out
of the way to say that ere long the
radio department, added as a sideline,
will be just as big a factor in the
firm’s success as the commercial
photo business. The radio depart-
ment now is given just as much at-
tention as one could possibly give to
any pet business and that is one nf
the reasons for the growth of the
Denver establishment.

During the winter months the peo-
ple passing the Mile High store ob-
serve an inviting display of radio
sets and equipment from which thev
can learn the what, where and when
of radio. Newspaper ads inform the
reader of what he could purchase in
the radio line from the Mile High
company.  Direct mail advertising

Knowledge and Cheer
RADIO!
\ Through 1
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supplements the newspaper ads. The
lists for the sales letters are made up
from church memberships, clubs, and
names submitted by customers,

The Mile High company does not

have to depend on sales and cut
prices to put over radio. Not even
in the spring time when dealers na-
turally desire to get out from under
does Mr. Schwartz put on a sale of
sets. They must be sold on their
merits or not at all. He holds a sale
of accessories occasionally but even
at these sale price is subordinated to
quality. Sets are sold on the install-
ment plan and the installments may
run a year. Interest at eight per-
cent is charged in such cases. Calls
for repairs are made at a flat rate of
$2 for night calls and $1 for day calls.

If sales of equipment total $10 no
charge is made for the service. Night
service calls must be arranged dur-
ing the day. No out of town service
is given. To keep abreast of the
times Mr. Schwartz, his service men
and salesmen attend all service
schools conducted by the factories.
They read all the printed matter sent
out by the factories as well as all
radio news. Consequently they
KNOW radio and are in a situation
to render satisfactory service.
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Appeal in Dealers’ Trade
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1. Artistic easel card done in oil
home setting now being distributed
Buffalo, N. Y
L 2. Three sided panel illustrating in

Arbor. Mich.

3. The panel to the right of the
Mig. Co., Cleveland. O.,
feature other Sterling products.

card with unusually good results in
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— - b 5. One of the most artistic dealer
E B known trade mark in an a
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ristic frame by Charles Freshman, Inc.

color effects depicting a realistic
v Federal Radio Corporation,

open hook form the salient fea-

tures of Arborphone sets manufactured by Precision Products Co., Ann

display card featured by Sterling

permits different cards being inserted which

4. Silver-Marshall, Tnec.. Chicago, are using this attractive window

their dealers’ establishments.

display numbers featuring a well-
New

6. Blue and gold are artistically blended in this interesting window
card which ecalls attention to the products of Freed-Eisemann
Corporation, Brooklyn, N. Y.

Radio
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1. Window transfer emblem indicating the authorized dealers who are
representing the Steinite Radio Co., of Chicago, 1., and Atchison, Kans.

2. Six of the world’s foremost artists who have contributed their best
talents to radio are indicated in the special window card adopted by
American Bosch Magneto Corporation, Springfield, Mass,

3. The salesmen representing the National Carbon Co.., New York
City. and Chicago, see to it that dealers receive personally these at-
tractive sales helps.

4. A cozy home atmosphere is depieted in this unusual dealer help
now being distributed in the trad by the French Battery Co. Madi-
son, Wis.

5. The simp]ici_!y of converting the average set to A. C. operation is
pointed out in this window ecard issued by the Ralio Receptor Co., New
York City, as a Powerizer sales help.

6. Handsome gold embossed and lcttered counter easel which s one

of a scries recently issued by Kellogg Switchboard & Supply Co., Chicugo.




The following day Phil and the local dealer went over the
books and the complete inventory.

Proper Administration of Law
Proves Help to Dealer’s Store

Near  Receivership  Shows  Sales  Manager
Important  Points  of Blackstone as
Interpreted by Unscrupulous
Small Town Lawver

By A. C. Brady

Illustraiions by Joseph Moros

ITH the coming of spring, both Phil Thompson

W and the Superba Radio Corporation began to feel

the annual radio depression and Phil was hard
put to keep things going. The jobbing house had cut
down on its stock and its traveling men had been ordered
to get business or get oul—not quite as rough as that but
at least Phil had let them know this was the tune ol the
year when they absolutely had to jack up the dealers to
keep things going. Despite this there had been some trou-
ble here and there and only last week Phil had been called
awav 1o a small citv where the local dealer had gone in
rather too far and had, as a consequence, been forced to
call a2 meeting of creditors. Superba had been the chief of
these but Phil felt that this dealer, who shall remain name-
less, was a good man and if he could be carried through his
trouble, he would eventually turn out all right.

He had attended the meeting and like all these affairs,
there was one creditor who was hard hoiled enough to in-
sist upon a receivership despite the fact that the dealer
owed him only a comparatively trifling sum which Phil.
acting for Superba offered 1o settle for full value. This
creditor happened to be the local electric light and power
company, a none too popular local “octopus,” which was so
insistent upon a full settlement that Phil was thoroughly
aroused. At last be rose in the meeting and addressed
them all and in particular the lighting company.

“This radio dealer,” he said, “is the one and only one
in this particular neck of the woods and we have always
found him to be a reliable and honest man. e has hecen
unfortunate this year in loading up with more than he can
sell and we, as his largest creditors, feel that he should be
given another chance. We are sure that he can pull
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through if we will but cooperate with him and I believe
that most of us here feel much the same way about him.

“He has been instrumental in selling many devices which
help to pay dividends to the electric light and power com-
pany and even in the hattery operated sets, he has in-
creased the company’s revenues through the longer hours
of lighting used by the local consumers. He has sold bat-
tery eliminators, he has sold chargers and the new a. c
tubes. It is quite probable that the lighting company has
made more money out of this man’s efforts than he has
himself.

“And now we find that this same company wants to be
the means of putting this man out of business. If he is
put out of business, it will mean a loss to all of us for he
will never be able to settle at anywhere near one hundred
cents on the dotlar. If he is allowed to continue to run
under proper supervision, I believe that we can pull him
through and in time he will be able to meet his obligations
and even order more goods.  This one lesson to him
should make him more cautious in the future and I move
that we continue to play ball with him as long as he con-
tinues to show us that he is on the level.”

The lawyer of the lighting company, though, was a
tough nut to crack and he yielded not one bit to Phil’s
argument, despite the fact that the other creditors all nod-
ded their approval of Phil’s suggestion.

At last, thoroughly exasperated, Phil rose again.

“Gentlemen, we have given this local octopus every op-
portunity to cooperate with a local dealer who has been a
real assel to them. Now, gentlemen, I propose that we di-
vide the creditor’s bill among us on a prorata basis accord-
ing to the debtor’s obligations to each of us. 1 propose
that we mect this small obligation, surely not a heavy load
for any of us, and that we satisfy this creditor to the full
extent. I furthermore propose that this dealer he pul
under a sort of advisory committee.”

Phil’s suggestions were carried out to the last letter and
the rather disgruntled small town lawyer withdrew with a
check for the full amount due his clients. He was rather
more than sore because he had hoped to show the lighting
company that he could fight a case in court and he had
hopes that someday he would be able to handle most of
the company’s legal business. He had won, of course, in

a sense, in that his client had received a full settlement
but he felt that he had been cheated out of a dramatic court
(Continucd on Page 30)

room appearance and

«“We failed to recognize the importance of radio merchandise
in our every day sales average.”
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Sure Winner Sales Ideas for Radio Men

Comparison Proves Aid To Dealer

HIE Main Auto Supply Co., of Fort Wayne, Ind,

well-known local radio dealers, find it good business

to tell about the number of sets of other makes than
those sold by the establishment, which are repaired in the
store’s service department. This helps to emphasize the
idea that the makes sold by the concern need little repair
work and is of consequent help in selling more of their
particular sets.—S. B., /nd.

Features Both Customer and Set

HENEVER we sell a set we put a similar set in
our show window with a sign on it giving the
name and address of the person making the pur-

chase and stating that the set he has hought is just like
the one on display. —F. S, Del

The Headline Tells The Story

O ASSURE customers that their sale of radio sets
is not just an offer of inferior receiving sets hut is
actually a price allowance on fine stock, a Chicago

store advertises: “A Hundred Dollar radio set looking

%

Telling the
Story in «
headline is
one of the
surest  melli-
ods of clinch-
tng sales
which are n
doubt.

h Y

for $78 buyers instead of a $78 radio sct looking for a
$100 bill. . . It’s all in the headline; and the distinction in
the headline is right in the set: the cabinet is of the $100
class, the labor is of $100 craftmanship, and the reception
with its qualities are both of the $100 kind.-—1. B, N. V.

Store Re-Logs Customers Stations

E GAVLE our business a decided boost hy adver-
tising that we would put present wave lengths on

old log cards for all those folk who brought their

old log cards to us. This brought a large number of

FORTUNATE CONTRIBUTORS

The recipienis of awards for the best Dollar Pullers
published in the February issue of THE Rapnio DeaLex
were as follows:

First award, $15. Miss Charloite Ililton, Ludlote Radio
Co., Madison, Wis. Subject: “Keeping Satisfied Service
Customers.”

Second award, $10. E. P. Van Herche Boicourt, Kans.
Subject: “New Sales Ideas Worih Adapting”

Third award, $5. Clifford McFaul, Lachute Mills, Proy-

1ice Quebec, Canada.  Subject: “Opens New Avenue of
Sales”

Stimulate Retail Trade

The popularnity of the Dollar Pullers Departiment con-
tinues unabaled.” Se. mngly dealers have been quick to
realize that many new prospects can be created and many
new sales recorded as a result of awopting the profit-
paying ideas which appear in this department each nmonth

The past policy of paying fifteen dollars for the idea
continued.  Ten dollars will be paid for the second best
idea which is published and five dollars for the third best
suggestion.  All other contributions published will each
receive one dollar.

Contributions will be accepiable from everyone in the
radio trade with the erceplion of members of THE
Rapto Deater staff. Kindly address all contributions (o -
FEditor, Dollar Pullers Department. Tur RAbpio DeaLeg,
10 East Thirty-ninth St., New Vork City

people to the store and we made some excellent sales.
1oL, Cal

Makes Special Appeal to Women
"I MAKE a big play for feminine patronage and
have a separate mailing list of feminine prospects
—such as school teachers, business and profes-
sional women, widows, etc. In circularizing the feminine

%
The part that
wonen  play

(Y radio
broad cuast-
ing of the
present day is
often siressed
to excellent
advaniage.

%

sex we find it helps to get business from them to play
up the feminine artists who can be heard from various
broadcasting stations at certain times. We urge the femi-
nine recipients to this ads ertising to secure radio sets and
listen to the feminine artists over the sets.—S. ., La.

A Brief But Sincere Message

O better advertisement could be written for a re-

tail shop than that which is written in neat gold

letters on the window of a merchant in kew

Gardens, L. I. Not only does it speak volumes but i
wastes little time in making the point clear. It reads:

“Wallk in, Please. Walk out, Pleased.”—_D. R, N. Y.

Prompt Deliveries Satisfy Stores Patrons
ELIEVING that the “customer is nearly always right,”
the Dwyer Brothers radio store of London, O., has
adopted a special plan to insure quick deliveries when
required by the customer.
To make sure that special attention is being paid to cer-
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tain orders, the London firm has a large yellow card upon
which is printed, “RUSH” and which is placed in a prom-
inent place on the order by the clerk who completes the
making up of the order.

The delivery man or boy is directed to make sure that

$

Quick deliv-
eries have
often been
the means of
helping a
store toward
increasing its
customers.

<

all orders which bear the yellow card are given preference
over all other orders, even when an extra trip 1s ncessary
to comply with the customer’s request.

The Dwyer store has used this plan in all instances, even
when the extra trip requires the delivery truck or wagon
to make a trip to a section of the town which has been
covered within a short time previous.

By means of this system, the firm is enabled to malke
good on all promises to ‘leliver the goods’ and although
:t often costs a bit of profit, the end justifies the nmeans
and some really big orders have Deen hooked because of
the attention to the ‘ittle’ things that some people demand.
—A. K. C. Ohio.

Stagelike Presentation Helps Sales
A PRESENTATION on a Broadway stage has noth-

ing on the presentation made in the radio depart-
ment of the Rau Company, Denver, Colo. Cus-
tomers who enter the department are seated in a tiny
booth located at the entrance. I'rom this point, they can
look down on the iloor below, where a salesman, under
the glare of a spotlight, quickly and quietly pushes nto
position one radio after another.
This idea facilitates proper comparisons and enables
purchasers to listen to the music from each instrument
under the best possible conditions. Entrance to the floor,

<

Atouch of
the theatrical
while  some-
tunes expei-
sive  justifies
iself in the
number of in-
quirtes cre-
ated.

<

when purchasers wish to make a more minute examination,
is by means of a flight of steps leading down from the
booth—H. L, N. V.

Sign Protects Both Dealer and Trade

UNIDENTIFIED customers who might be inclined
to proffer checks in payment of merchandise bought
at Selber Bros., Shreveport, Ia., are usually deterred
from doing so by a little exhibit posted near the cashier’s
desk.

Enclosed within a frame, glass covered, are ten checks
that have been turned down for various reasons by a num-
ber of banks. A brass plate affixed to the frame reads:
“Ten reasons whv we cannot accept checks from uni-
dentified customers.”—S. L., La.

Red Stickers Indicate Stores Patrons

NE of the best window display stunts we have
used was a big map of the city on which we pasted
red stickers to indicate the locations of homes and
businesses using sets bought from us. e noticed that
when we put this map in our show window it attraced

b S

The custom-
ary map mdi-
cating the
wumber of
patrons serv-
ed by a stor

helps con-
vince many

skeptics.

a great deal of attention and, judging from the com-
ments of visitors and customers, 1t impressed people with
the thought that we were doing a big business which, of
course, helped us in getting more business. L. M, W. Va.
W ers and other folk for the purpose of trying to sell
tubes, batteries, sets, etc. When calling up our
customers the girl asks if sets are working O.K. and if they
need anything new. When calling up other folk the girl
introduces herself and asks them if they need any new
tubes for their sets.
In this way the girl finds out if they haven’t sets. If
they don’t own radio sets the girl solicits their business at
once, of course. If the prospects prove to be really live

ones we send out a salesman to see them. All this is of
great help in building more business.—S. L., Wis.

Voice With Smile Helps Sales

12 employ a girl to regularly call upon our custom-

The Trade Followed Dealers Footsteps
N THE dead of the night, before Andrew Giles, of
I’hiladelphia, Pa., moved to a new location just around
the corner, he appeared on the scene with a can of
chalky paint. From the entrance of his old store to the
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entrance of his new, he then painted on the pavement a

continuous serics of footsteps. People were naturally

interested the next morning when they obscrved the trail,

and on tracing it to its source— the old store—they found

a huge placard which enjoined them to: “Follow the Foot-

steps to Our New Location Around the Corner,”—I,. |} g
Y.

White Elephant Sales Moves Stock

PARADE of white elephants moving across the top
of an advertisement of Hartman’s, Chicago, drew
attention to a novel sale idea designed to move old

radio sets, tables, console cabinets, etc.  In heavy black
type beneath the parading elephants were the words,
“WHITE ELEPHANT SALE.”

“They’re White Elephants to us—sensational bargains
for you!” the text explained. One radio secretary was
described at “A White Elephant for Us—A Super Bargain
for You!”

Everyone knows what a white elephant is—something
of no use to them, yet perfectly good and in the right

| i 3 B l
WHITE ELEPHANT SALE
of Nationally Known and Popular
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hands, full of value. The term white elephant applied to
a sale says without undue explanation that here is an op-
portunity to buy first class merchandise at a very reason-
able price, simply because the store wishes tc shift the
stuff to other hands. It bespeaks bargains—M A. B., [II.

Pictures Tell Complete Radio Story

HE writer is somewhat of a photographic expert,

as well as radio expert, and when going around to

customers’ homes and see particularly attractive
ways in which sets are arranged, take views of such sets
and then display the pictures in our show window with
proper captions attached, giving names and addresses of
people whose homes are pictured. These pictures always
receive a lot of attention and are of real help to us ir
increasing our sales—7. R, S. C.

Score Cards Prove Sales-Getters

OR the radio dealer, the radio broadcasting listener’s

sport score card, is a timely and inexpensive business

and good will getter, whose sales me ssage is read by
the prospect at the very moment he is most concerned with
what the dealer has to sell him.

Radio announcers who broadcast any sport generally
handle their job as well as can be expected. But at their
best, their interpretation of the movements of the teams
is cursory. The radio listener needs something that will
cnable him to visualize the gridiron or diamond and in this

A S

Through the
medium of
photography
a dealer can
combine both
a honan in-
terest  touch
as well as a
hoime  envir-
onient,

s

way by pen or pencil follow the movements and changes
of the game.

On a sport card form, columns for scoring could he
placed next to the replica of the gridiron or the diamond.
On the reverse side, interesting material on rules and pen-
alties as well as standing of the leagues, and so forth,
will make reading matter during the lulls in the game,
Sandwiched in with this the dealer can present copy about
his wares, right at the time the prospect is most concerned
with efficient radio broadcasting reception.

These cards can be distributed 1o prospects through the
mail and to customers from a simple cardboard counter
stand. If necessary, to save expense, the game field re-
plica and message can be printed entire on the reverse
side of a one cent government postcard. Better, however,
is the card printed on both sides and sent in an envelope
to the prospect, four at a time, one for each quarter in
the case of the football game-—H. K. New YVork.

. e
Every  sport
with few ex-
ceptions lends
itself to the
use of score
cards  which
rermit  much
addition-
al publicity.
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Trade Survey Completed
ADIO business during 1927 approximated

R a halt-billion dollars according to informa-
tion gathered by direction of Marshall T. Jones,
Chief of the Electrical Equipment Division, Bu-
reau of Foreign and Domestic Commerce. The
average radio dealer did a business of $11,000 in
1927, according to the returns.

Loud-speakers, socket power units and “A-C”
tubes and sets showed a slight inerease in this sur-
vey, as of January, 1928, in comparison with
October, 1927. A slight decrease is to be noted
in battery operated reccivers, dry cells, and di-
rect current types of radio tubes. Radio sets in
use today are estimated to be eight million, of
which it has been figured that at least one mul-
lion are “A-C” tube sets.

Certain relationships can be made as a matter
of interest, between the number of sets sold and
the amount of broadcast power used by trans-
mitting stations, in given regional areas in the
country. The survey shows that dealers located
in the New England, North Atlantic and Great
Lalkes region have approximately one half the
total stocks of battery operated sets, and about
three-fourths of the stocks of “A-C” tube op-
erated sets. In these same regional areas, the
committee is advised, are concentrated about
three-fourths of the broadeast power used by
sending stations.

An American Necessity

MERICAN industry today is organized on

a new scale. Tt is a battle, for the con-
sumers’ dollars, of one industry against another.
Dealers and jobbers probably often think that
their worst competitor is a rival radio dealer down
the street, while in fact the hardest adversary is
the dealer, representative of another organized
industry, competing with an automobile, fur-
niture, refrigerator, sewing or washing machine,
or some other necessity or luxury for the dollars
of your radio prospeet.

Ilis industry is strongly fortified and organized ;
ours can and must be also if we are to maintain,
let alone develop, the position of radio as a neces-
sity in American life. And let me remark in
passing that radio certainly Is a neceessity, not a
luxury, in the high standards of living it has
helped to establish in the American home.

The great common interest of the broadcasters,

dealers and jobbers, and manufacturers in the ra-
dio industry never required closer cooperation
and stronger organization than today when the
voung radio industry, as an industry, is meeting
new challenges and new competition, not only
from new, but from old, strongly intrenched and
organized industries.

Not only for your self interest and protection
against us rapacious and greedv manufacturers,
and to work not for but with us and endeavor
to adjust our problems and trade practices n a
spirit of friendly cooperation and also build a real
radio industry which will be impregnable in its
protection of our mutual industry, do we wish
your development and seek your friendly hand.
—_B. P. Geddes, Federated R. T'. A. Address.

Serves Common Purpose

CONOMIC conditions make strange bed-

fellows” declared M. F. Flanagan, Execu-
tive Secretary of the Radio Manufacturers As-
sociation recently, “and in the radio industry,
those forces that were antagonistically competi-
tive a short time ago are today faced with the
pertinent situation of protecting their mutual in-
terests, because of the fact that the rapid evolu-
tion of this trade has actually made their future
progress dependent upon working together with
a common purpose.”

Nowhere in radio is this so glamoringly evi-
dent as in the jobbing or wholesale division. The
process of cvolution among the retailers has re-
duced the number of outlets that can be truth-
fullv called radio stores from approximately 45,-
000 in 1925 to approximately 30,000 in 1927,
and it is rcliably predicted that it will perhaps
dwindle to 25,000 in 1929, has drawn the job-
bing interests from a competitive standpoint, so
close together that they cannot well afford to
work at variance with each other.

When it is considered that the electrical, auto-
motive, musical and independent jobbers of yes-
terday were each serving their specific trade chan-
nels and that today, these same trade channels
have been virtually blended into one, there can
be no other logical conclusion to the vital question
of jobber salvation than an organized cffort to
maintain and improve the standing and outlook
of this link in the chain of radio distribution.

It is a definite fact that jobbers must keep a
firm hold on their prestige with their dealer or-
ganizations. They must of necessity keep their
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identity as the middle men between the manufac-
turers and the ultimate outlet as a means of com-
bating the growing and natural tendency of re-
verting into some clearing house for merchandisc
that has in the past few years become firmly es-
tablished in the minds of both the retailers and
the public on a very definite trade name basis.

Their function in the manufacturers’ sales pol-
icy must be emphasized continually on a coordi-
nated plan in an undeniable and persistent man-
ner. Their mutual interests must be erystallized
so concretely as to leave no room for doubt on
the part of every factor concerned that their
economic position is essential and a profitable
one to continue.

They must present a unificd front and act in
concert on the problems that are facing them to-
day, which the very nature of the mdustry pre-
dicts will probably be more numerous in the fu-
ture. This necessarily minimizes the effect of in-
dividual effort along these lines and makes co-
operative action urgently necessary 1if their voice
Is going to be given the attention it descrves.

Throughout practically every branch of radio,
with the exception of this one, organized effort has
made deeided  progress without a loss of indi-
viduality. On the contrary, it has strengthened
and supported individual effort and ethics, and
prevented i a large measure the decadence of this
important faction, which without a thorough
study of the situation has in this and other in-
dustries prevented competitors from getting to-
gether on a common ground.

A survey of the radio industry from its he-
ginning will show very clearly to any Jobber who
has been engaged in this business from the start,
many opportunities that have been lost, many
weak points in the foundation of the Jobbing busi-
ness, particularly in his relations with manufac-
turers, which could have been anticipated through
definite organized cooperation.

For example, there have been many instances
of where a virtually unknown product has been
firmly established through the Jobbing trade, with
retailers from coast to coast, which after a few
vears of intensive national advertising, have won
such complete public and dealer acceptance, that
the jobbers have lost their position in the front
ranks of the distribution cvele and have been al-
most eliminated entirely through direct selling,
particularly to those outlets that buy in large
quantities.

The jobber’s influence with his trade which has
been stimulated by the popularity of his feature
product has been undermined, and because com-
petitive jobbers who have been faced with the
same problem but who did not realize it quite so
quickly, have inadvertently helped agaravate the
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very situation that eventually also came to discase
their own structure.

In the face of the past twelve months, there
should be no need to stress the immediate neces-
sity for an organization of Jobbers in each job-
bing arca in the United States, that would act m
behalf of its membership on all important issues
confronting them from an economie. merchan-
dising, legal and trade standpoint.

Ample Territory Exists

(X3

ADIO entertainment has reached the en-
viable point of causing all other divertise-
ments to tremble with fear”” states the New York
Times.  Not long ago the movies, expensively
produced and prodigally embroidered in presenta-
tion, frightened the theatre into pale thoughts of
its own early demise.

However, it has been discovered that there is
room for both. New York has never had so many
theatres in operation, and the larger towns of
other sections are supporting road shows and per-
manent repertory companies generously. Mean-
time, the picture houses increase thejr seating
capacity yearly.

Here is comfort for those two branches of the
amusement world, in spite of the prodigious ra-
dio show. No theatre anywhere could afford to
pay its performers $1,000 a minute. Even the
extravagant movies could not hire “AIL” JOL-
SON regularly for $7,500 for a few minutes’
work, which 1s what he veceived for his radio
performance.

With such competition, and with promises for
the near future of drama, seen as well as heard,
brought to every fireside, it is not surprising that
the more timorous of the theatre and movie mag-
nates quail. Yet they are surviving each other’s
encroachments with inereasing prosperity, and
there must be means for squeezing them out.

A prevailing human characteristic on which
they can count is the instinct for socializing. Tt
will be pleasant to sit at home on a stormy eve-
ning, turn a switch, and see and hear the play.
But there will be many evenings when it will be
even jollier to fare forth with a congenial com-
panion.,

To see other people, to mingle with a crowd,
enjoying the contact with the audicnce as an
added fillip to a werry show, will still be desirable.
Theatres and movie palaces, instead of disappear-
ing from the earth, will probably have to be in-
creased in size or in number to provide for the
millions who have heard the voice and seen the
shadow of the famous radio performers. Noth-
ing quite takes the place of the personal appear-
ance.
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With the Radio Trade Associations

Federated Divides Association Into Three Sections
in The Interests of Greater Working Organization

Jobbers, Dealers and Direct

Factory Representatives

Complete

Triangle—Radio Manufacturers and Broadcasters Pledge Hearty
Support—Harold Wrape Re-elected President for Third Term

—Prominent Speakers

Address

Convention—Delegates

Slate Rochester, N. Y., for 1929 Convention

Written exclusively for The Radio Dealer by Harry LaMertha, P’resident of the National
Association of Radio Writers and Radio Lditor Globe-Democrat, St. Louis.

MiLwAUKEE, Wis—The rapid development of the radio industry and a
tendency to specialize in the functioning of sales organizations was noted in

the decision of the

Federated Radio Trades Association at its February con-

vention here to separate that body into threc distinct groups for the purpose

of better organization.

At the very successful meeting held
in this city February 14 and 15 more
than three hundred delegates attended
from the North Central States and
from the entire Lastern section of the
country.

The decision to operate under the tri-
angular associalion oi jobbers, dealers and
direct factory sales representatives with co-
ordinating committees between each group,
was adopted following a motion upon the
part of the Radio Manufacturers Associa-
tion which indicated its unqualified sup-
port of the rapidly growing organization.

The unqualified endorsement of the work
of the F. R. T. A. by the National Asso-
ciation of Broadcasters also served to
strengthen the bonds of the two associa-
tions and now the radio industry as a whole
is coordinated through the “big” triangle
of the Radio Manufacturers Association,
the National Association ol DBroadcasters
and the Federated Radio Trades Associa-
tion, the latter an amalgamation of the
“little triangle” of jobbers, dealers and fac-
tory representatives—all intent upon back-
ing up any move which will clear up the
faults and conditions which would mar the
prospects for a better radio scason next
year.

In organizing the “little triangle” within
the [Federated Radio Trades Association,
Tom White, of Buffalo, was named vice
president of the jobber group which will
represent all jobbers. The dealers—and
many of them attended the big Milwaukee
show —elected as their vice president Julian
Sampson, of St. Louis, the cthical method
of salesmanship of whose firm has become
well known throughout the country. The
factory direct representatives  selected
George H. Ricbeth to look after their -
terests in their division.

The big meeting took place in the com-
modious mnew Schroeder Hotel nearing
completion on Wisconsin Avenue in Mil-
waukee. The radio industry according to
Harold Wrape, scems to have a penchant
for “breaking in” new hotels, having given
the Stevens Hotel in Chicago a real thriller
in the tremendous crowd who entered its
portals as an opener last June.

Trom the minute the stafi of the Mil-
waukee Convention Bureau commenced to
log the arrival of the tradesmen it was
readily aparent that Michael Ert, president
of the Wisconsin Radio Trades Association
had looked to the comfort of the visiting

delegates.  When the last curtain was
drawn aiter the party which was held on
the night of February 15, every man of

Federated Convention Highlights

MiLwaukee, Wis—The Federated Con-
vention, held in this city February 14 and
15. was attended Dby 250 delegates from
every state in the Union.

President Harold Wrape made the Presi-
dent’s address and spoke of the past activi-
ties of the Federated and the important
position it has attained in the radio indus-
try in the short space of time 1t has been
in existence.

Bond I'. Geddes, executive vice-president,
read an able paper on the dealer, jobber
and manufacturers relations.

Richard M. McClure spoke on organiza-
tion, L. S. Baker on broadcasting and the
radio trend. Martin Flanagan. on the need
of a jobber organization, Alfred Waller on
NEMA,

Short talks were made by Arthur Haugh,
Herbert H. Frost, Ernest Reichman and
Irwin Kurtz.

The Federated Radio Trade Association
approved of the Radio Trade-In Book
published by the Radio Trade-In Book
Company of Memphis, Tenn. The Asso-
ciation has divided itself into three sec-
tions: one for the jobbers, one for the
dealers and one for the manufacturers’
agents and each to be governed by its own
Board Officers.

The following officers were elected for
the coming vear: [Havold J. Wrape, re-
elected president; Thomas White, vice-
president and chairman of the jobbers sec-
tion; Michael Ert, vice-president and chair-
man  of the Association section; Julian
Sampson, vice-president and chairman of
the Dealers section; George Riebeth, vice-

president and chairman of the Manuiac-
turers’ Agents section. and H. II. Cory,
honorary secretary and Harry Alter, hon-

orary treasurer.

radio knew that the city of Milwaukee had
stretched a point or two to entertain the
tradesmen.

Harold Wrape Re-elected President

Harold Wrape of St. Louis, was re-
elected president of the Association and
Michael Ert, president of the Wisconsin
Radio Trades Association as First Vice
president.

The following group vice presidents
were elected: (Jobbers) Thomas White,
Bufialo Radio Trades Association; (deal-
ers) Julian Sampson, St Louis Radio
Trades Association; (Manufacturer’s Sales

Representatives) — George H. Ri.ebeth,
Northwest Radio Trades Association.
Harry Alter, of Chicago was elected

Treasurer and Harry Corry, of the North-

west Radio Trades Association, Secrelary.

Wrape and Sampson were also elected
members of the National Exccutive Com-
wittec of the Association.

Trade Leaders Address Convention

Bond P. Geddes, Fxecutive Vice Presi-
dent oi the Radio Manufacturer's Asso-
ciation Inc, gave the principal talk Tues-
day on the subject: “Dealer, Jobber and
Manuiacturer Relations.”  Geddes im-
pressed upon his listeners the fact that
for radio retailer and jobber as well as for
the industry in general organization is
essential. “There are few who can follow
the path of the ‘lone wolf’ successfully in
business” he said. “Who cver heard of a
lone wolf who was a desirable companion
or had any fat on his ribs. Individual
enterprise is not crushed or impeded
through co-operation.”

In the aiternoon “Trades Organization
and their Importance” was discussed by
R. M. McClure, president of the Ameri-
can Trade Association Executives, in an
interesting manner. A talk was also made
by Art Haugh (oi Gobi Desert fame) who
in addition to being a naturalist of great
repute is Past President of the Radio
AManufacturers’ Association.

L. S. Baker, Managing Director of the
National Association of Broadcasters told
of the efforts of his organization in clear-
ing up the broadcast situation.

The Association voted to hold its next
convention in Chicago at the Stevens
Hotel during the week when the annual
Radio Manufacturers’ Show is to be held.
The 1929 convention the delegates voted to
hold in Rochester, N. Y.

St. Louis Assn. Elects
Julian Sampson President

St. Louts, Mo. — Julian Sampson,
vice president of the dealer group of
the St. Louis Radio Trades Associa-
tion, was elected president of the as-
sociation at its annual election of
officers, held at the Claridge IHotel
Trebruary 23.

The entire radio trades [raternity turned
out cn masse for the event and the further
discussion of important trades questions, in-
cluding proposed regulatory legislation
which has been a subject of interest at the
past three meetings of the association.

Robert E. Lee, director of the Automobile
Dealers’ Association, addressed the radio
men on the subject of “Organization, Its
Value to an Industry,” and told of the
many trials which had been the part of the
automobile industry in the past, but which
have been cleared up advantageously.

Harold J. Wrape gave a resume of the
recent meeting of the Federated Radio
Trades Association in Milwaukee, of which
he was again elected president, and told of
the organization work which was being
carried on throughout the country.

Other officers clected were: Sam D
Singer, secretary; George Van Sickle, vice
president; Arthur G. Brandt, vice president;
W, A. Ward. treasurer; \Walter H. Dyer,
vice president.

Retiring President Bennett was given a
rising vote of thanks for his work during
the 1927 term of office. The secretary, Wm.
P. Mackle, was also given a vote of thanks.
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HE rapidly in-
creasing use of
r alternating cur-
rent operated devices has probably left some
couniusion and doubt in the minds of many
service men and dealers and it is the pur-
pose of this brief article to roughly outline
the requirements and possibilities of such
equipment.

At the present time there arc a great many
makes ol a. c. operated tubes and by a. c.
operation we mean that the filaments or
cathodes of these tubes are actually heated
by alternating current and that no batteries
are used whatever in such a circuit. These
tubes do not, however, supply therr B hat-
tery voltage and this must he supplied either
through a good B battery eliminator or, if
you are not particular, through ordinary
dry B batteries. Of course the eliminator
may be used with any kind of a sct but its
use with a. c. tubes means a set which is
entirvely independent of batteries.

The tubes themselves come in a variety
of voltages ranging from one and a half,
two and a half, five, six and fifteen volts.
The detector tubes require 2.5 volts gen-
crally and the radio frequency tubes 1.5.
The power amplifier will require five volts.
These are for tubes of the 327, 326 and 371
varietv. Other makes of tubes require six
and fifteen volts.

The ordinary two and a half volt detector
tube requires a special five prong base,
plate, grid, a. c. filament terminals and the
cathodes connection while the others are all
of the standard four prong type but require
rewiring to some extent as a general thing
in the set itself. Some of the new a. c.
harnesses are well fitted for this work and
are easily adapted to almost any set now
on the market. These harnesses consist of
adapters which fit into the tube sockets in
the hattery operated sct and come in manv
varieties and styles for five tube sets with
and without power amplifiers. six tubes
and seven tubes in the same variety.

Current for the filaments is, of course,
supplied through a small step down trans-
former which is usually tapped to give the
necessary voltages wanted. It is not wise
to overload a. c. operated tubes for they
are delicate, particulariv the detector tuhe,
and a slight overload will cause sure
trouble.

Some of the a. ¢ tubes have filament
terminals which come from the top of the
tube instead of the base and here. too, it is
necessary to do some rewiring before the
set can be put into operation. The actual
tuning units and amplifiers will not, of
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Together With Various Service Pointers

By John J. Hagan

course, be touched in any way, the only
rewiring 1 any of these sets being in the
tilament connections which must be made.

Suppose as a concrete fact, that we have
a five tube set which is to be converted to
full a. ¢. drive. The first requirement will
be a good B battery eliminator which is
capable of delivering the necessary amount
of current. If the set 1s built with a power
amplifier, the eliminator must also be cap-
able of dclivering the necessary voltage for
this tube.

The ordinary filament wiring should
ordinarily be disconnected from the detec-
tor and power amplifier sockets and an
adapter placed in the detector socket—that
is an adapter having five holes which will
take the base on the new type of tube. If
the rest of the filament wiring is insulated,
it may do the trick but it is better to have
separate wires which are kept separate from
all the r. f. leads to prevent possible a. c.
induction.

A step down transformer having the
necessary taps will be needed and for a set
using the 327, 326 and 371 tubes, it will be
necessary to have voltages of one and a
half, two and a half and five volts. The
grid returns will be grounded through a
resistance such as the Carter H-600 and
also a half mfd. condenser.

The detector grid return will pass through
a 5,000 ohm fixed resistor and a fixed con-
denser of the same capacity. Condensers
and rheostats are in parallel. On a. f. units
the filaments will be grounded through a
center tap resistance. In some circuits it
will also be necessary to have a potentio-
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meter across the B-90 volts to B negative
which will govern the amount of voltage
on the r. f. tubes. This will probably have
to be in the nature of 6,000 ohms,

Actually, the hest way to change an old
set to full a. ¢ drive is to supply a good
B-eliminator and a small sized storage bat-
tery with a trickle charger of approved
(ICSIgp.. By wusing a double acting relay
here it 18 possible 10 have the a. c. operation
automatic throughout for the relay will act
with the hattery switch cutting off the
trickle charger and cutting in the B-elimi-
nator as soon as the set is turned on.

Shutting off the set has the reverse action
and you may be reasonably assured that
the set will give satisfaction for a long
time (o come provided the hattery is given
an occasional “drink.” Some of these re-
lays, though, are so poorly made that they
actually stick sometimes and it would hardly
pay to put such a device in the home of a
customer only to be called out continually
on “service’” calls which would consist of
shaking the relay hack into position. A
little extra money here will be well spent.

In servicing a. c. operated sets, about the
first thing to look for will be the condition
ot the various tubes for 1t is quite possible
that a sudden surge in the lighting lines
may have overloaded the filaments to such
an extent that they have been burned out.
In sets where the tubes are apparently in
good condition, look for trouble in the elimi-
nator. If filament tubes are used for recti-
fiers, look them over carefully for some-
times they will let go rather unexpectedly.

The chief trouble at this point, though
may generally be found in “blown” flter
condensers or in burned out resistors al-
though 1n modern instruments of this kind,
these troubles have heen largely eliminated.
Do not handle the eliminator with the elec-
tric plug in and bhe sure to discharge the
condenser block through a screw driver
which has an insulated handle. A large
condenser block will hold its charge for a
long time.

In sets using a separate power driven loud
speaker, operated from a. c. it will he
found that this part of the equipment mav
be connected into the relay in parallel with
the B-hattery eliminator hut since some of
these devices draw a rather heavy current
it will be necessarv to break this with the
relav and there is alwavs a nossibility of
sticking or arcing at this point, A good
relay is essential in order to overcome this,
one having adequate points of contact pre-
ferably of some material which will not
heat and pit easily.
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Newly Elected Federated Chieftains

The annual election of officers marked the February convention of the Federated

Radio Trade Association held in Milwaukee.

re-elected president; Michael Ert,

Milwaukee,

Harold J. Wrape, upper left, was
(right) vice president; Julian

Sampson, St. Louis, vice president, Dealer group; Thomas A. White, lower right,
Buffalo, vice president, Wholesale division; inset, Harry Alter, honorary treasurer.

FIRST NATIONAL CONFAB
OF WHOLESALERS IS HELD

Washington, D. C. is Scene of
First Representative Meeting
of 200 Varied Industries

By F. E. Kunkel

HE first National Wholesaler’s

Conference ever to be held in

the United States was called to
meet in Washington, Feb. 14 and 15,
under the auspices of the U. S. Cham-
ber of Commerce.

From Toronto in the North to
Tampa in the south, and from the
coast of Main to west of the Missis-
sippi came some 200 odd leading rep-
resentatives of the wholesale industry,

running the gaunt of the automotive

industry, coal, drugs, drygoods, elec-
trical industry, groceries and hard-
ware, flour and fecd, paints and lum-

ber, carpets and rugs, textile and
clothing, seeds, shoes and leather,

paper and stationery. radio and to-
hacco.

This conference brought under a
single roof for the first time some of
the leading wholesalers of the United
States, and most if not all of the Na-
tional trade asociations. These repre-
sentatives naturally covered the large
distributing areas and centers of pop-
ulation in the United States, present-
ing also a good cross section of the
country’s wholesale business.

Truly did this convention mark an
epochal period in the annals of Ameri-
can business, for while wholesaling
as a method of distribution is on the
decline in other fields, it brought out

that the automotive and radio indus-
try are in a stronger position today
than ever before in the history of
wholesaling.

Addresses were mace by Judge Ed-
win B, Parker, Chairman of the
Board of the U. S. Chamber of Com-
merce, Mr. O. H. Cheney, Vice Presi-
dent, American Exchange Irving
Trust Company, New York City,
Lincoln A. Filene of Boston, Robert
R. Ellis of the Hessig Ellis Drug
Company, Memphis, Vice President
of the U. S. Chamber of Commerce
for the Southern Jurisdiction, Dr. E.
M. West, Sales Consultant, New York
City, who presented the only resolu-
tion adopted by the conference. W.
M. G. Howse of the Johnson Larimer
Drygoods Company of Wichita,
Kans., a divector of the U. S. Cham-
ber of Commerce and President of the
National Wholesale Drygoods Asso-
ciation, acted as chairman of the
Conference. Other speakers included
Sidney Anderson, President of the
National Millers Association, Alvin
E. Dodd, etc.

A number of valuable government
and chamber publications on whole-
saling were furnished those in attend-
ance, and these can of course be ob-
tained by readers of The Radio Dealer
if desired, upon application:

A Guide to Marketing ;

Analyzing  Wholesale
Costs;

Distributors of Many Commodities
find “Wholesale Grocery Atlas” ap-
plicable;

Domestic Distribution Department;

List of Publications Issued by the Do-
mestic Commerce Division;

Market Research Agencies;

Practical Aids for Domestic
merce;

Principles of Business Conduct;

Retail Store Problems;

Sales Quotas;

Self-Regulation by Business;

Spring Number of the Standard Brand,

The Problem of Distribution:

Trade Abuses;

Trade Association Activities.

Short talks were made during the
open forum discussion by different
leaders in the wholesale field, men
famous throughout the country as ex-
ponents of wholesaling principles.

At the outset of the conference it
was pointed out that the important
problem of the conference was te
study wholesaling wuthout vegard to
any particular tvpe of merchandise
for the purpose of discovering the
business principles involved as a
whole for the industry and for ar-
riving at the problems that affect
wholesaling generally, with a view to
achieving more economical distribu-
tion of the country’s merchandise
based on new business methods in 1m-
portant branches of the trade.

After the opening session and a

(Continued on page 34)

Distribution

Com-
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H. CURTIS ABBOTT
Newly appointed radio sales manager for the Crosley Radio
Corporation, Cincinnati, O., who brings a wealth of experience
in radic and music fields ta the new connection. He was
formerly associated with Lyon & Healy, and Kellogg Switch-
board & Supply Ce., Chicago, as general sales manager.

ROBERT W. BENNETT

Wellknown St. Louis Radio Trade Association executive who

upon the recent completion of his term as president of the

organization departed for Dayton, O., where he will become

general manager of the A. C. Dayton Co. His many friends
in the trade wish him well in his new affiliation.

W. L. JACOBY
President of the Kellogg Switchboard & Supply Co., Chicago,
who has held that post for the past year. He is ranked as
one of the outstandirg leaders of big business in this country
having ar various times been head of large mercantile and
industrial organizations. He is a prominent speaker

HARRY H. SOUTHGATE
Every one in the radio trade knows Brother Southgate, sales
manager for Kolster Radio, Newark, N. J. At least once a
year he covers the country from Canada to Mpxxcq stopping
for a few days at important trade centers. It is said that he
knows every jobber in the country by his first name.
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In The

Realm of Radio Shows

JUNE TRADE SHOW SPACE
ENJOYING ACTIVE DEMAND

Growing Interest is Also Being
Evinced in New York and
Chicago Public Shows

Citicaco.—Space  for the June
Trade Show sponsored by the Radiv
Manufacturers Association is enjoy-
ing a lively demand according to a
special announcement which appears
in the current issue of the R. M. A.
Bulletin, published by the association.

The article follows:

“The three radio shows sponsored and
endorsed by the Radio Manufacturers
Association are two of the outstanding
assets that may be put to extraordinary use
by everyone in the industry.

“After much consideration the R. M. A
practically took under its guidance the
destiny of the two Public exhibitions of
the industry. The supervision ol these
two shows by the R. M. A. was assumed
hecause of the great advantages offered
the exhibitor. It was a clearing house of
the manufacturer to the public.

“Then it became evident that the manu-
facturer needed a clearing house for the
trade, and the first Trade Show was held
last vear. The manufacturer has now the
advantage of bringing his new or improved
merchandise to all the dealers and jobbers
months in advance of the showing to the
general public.

“A branch of the display rooms of his
very factory 1s transported to the Stevens
Hotel and the entire trade of the country
visions the new creation. After a period of
six months the same creation is exhibited
{o the public. In the meantime, the dealer
bas the advantage of telling his trade in
whispered confidence the wonders to be
expected from the new sets, or the improve-
ments over the current set. The manu-
facturer is well paid for the amount of his
expenditures for space, etc.

“The most tremendous pulling advertis-
ing is mouth-to-ear advertising.  The
manufacturers have the benefit of this for a
full half vear between his exhibition at the
Trade Show and his display at the Public
Shows. This advertising is carried by the
consumer, one to the other, and the money
value of this kind of advertising cannot
be over estimated.

“Space for the trade show to be held in
the Stevens Hotel in June is in demand
and subscriptions for location are evidence
that much is expected from it. Coincident
with the suhscriptions for space in June,
are many inquiries for the Public Shows
in the Fall. The exhibitors find that one is
necessary to the other. As one manu-
faciurer stated. they are as inseparable or

good as the White and the Seidhitz
powders; both must be taken to gel the
best good.

“The manufacturer who wishes his

dealers to be well informed and able to
have advance orders for next season will
be in evidence in hoth the Trade and the
TPublic Shows. It is to be a vear of sales
cfforts and every day the public 1s hecom-
ing more versed in radio. More pertinent

questions arve asked of the dealer and it is
imperative that he know the merchandise
he handles, and he can get this knowledge
nowhere better than at the looth of the
manuiacturer in question. The practical
demonstration to the customer can he made
at the public show, and as a consequcnce.
sales made.”
“The threc shows are inseparable.”

Texas Radio Special

Darias, Tex.—F. A. Snvdon, manager of
the radio department of Southwest General
Flectric Supply Co., this cty, aunounces
that a large Texas delegation of radio deal-
ers will ride on a Texas Radio Special
made up by the Texas & Pacific-Missourt &
Pacific Railroad to the 1928 Radio Trade
Show to be held in the Stevens Hotel, Chi-
cago, June 11 to 15, Delegates will meet
at some North Texas station and will have
delegates from Houston, San Antonio and
other Texas towns, as well as some from
Oklahoma.

Southwester;n‘Rad_io Expo
to be Held Week Sept. 17-22

St Louis, Mo—The St. Louis
Radio Trades Association voted at
their recent meeting to set the date for
the Fourth Annual Southwest Na-
tional Radio Show to be held in this
city September 17th to 22nd.

ITowever, the final decision on this date
will be decided by the 1928 Directorate.

The Show Committee will be nominated
ar the March meeting. Beginning m Ieb-
ruary, the By-Laws of the Association will
provide for six of the twelve Directors to
serve two years and the other six for one
year.

Twelve new Directors will be elected and
each year thereafter only six directors will
be elected each vear Those of the two
year period, with the remaining six, will
constitute the Board.

To Discontinue Journal

MinnEavoris, Minn-—Harry H. Cory,
sccretary of the Federated Radio Trades
Association, announces the discontinuance
of the Federated Radio Trade Journal
Thev will issue instearl a monthly bulletin
or house organ similar to the one issued by
the RMA and the Broadcasters’ Associa-
tion. Mr. Cory thinks this is a step in the
right direction as publishing a magazine is
a business in itself.

Temporary Quarters

New York Crry.—J. B. Ferguson. former
president and founder of J. B. Ferguson,
Inc, has taken temporary quarters at
Room 404, 15 Park Place, this cily.

Federal Is_sues- Manual

Burraro, N. Y.—TFederal Radio Corp,,
1732 Flmwood Avenue, this city, announce
a handy service manual for the use of Fed-
eral Ortho-sonic wholesalers and retailers.
It is a looseleaf book with index tabs and
standard supplements, provided by the com-
pany, can he inserted when necessary. Ac-
cording to Federal engincers nearly all ad-
justments carf be made by refercnce to the
Federal Service Manual.

FIFTH ANNUAL NEW YORK
SHOW TO OPEN SEPT. 17

Show Management Reports 82 Per
Cent of Floor Space As Sold
—The List of Exhibitors

New York Crry.—G. Clayton
Irwin, Jr., general manager of the
Radio Manufacturers’ Show Associ-
ation, announces the Fifth Annual
Radio \World’s Tair to be held at
Madison Square Garden, September
17th to 22nd, 1928.

The leading radio dealers have taken
over 82% of available exhibition space. Ex-
hibitors can obtain space up to March 1,
after which time space can be had by all
radio manufacturers.

Floor plans showing the location of the
remaining  18% exhibition space, can be
had by applying either to the New York or
Chicago office, in care of the Radio Manu-
facturers Show Association.

The list of exhibitors follows:

Acme Apparatus Company; Acme Wire
Co.; Adler Manufacturing Co.; Aero Prod-
ucts, Inc.; Aerovox Wireless Corp.; All-
American Radio Corp.; Allen-Bradley Co.;
American Bosch Magneto Corp.; American
AMechanical Labs., Inc.; Amplion Corpora-
tion; The Amrad Corporation; Arcturus
Radio Co.: Argus Radio Corporation; At-
water Kent Manuiacturing Co.

Bakelite Corporation; Nathaniel Bald-
win, Inc.; L. S. Brach Mig. Co.; Bremer-
Tulley Mig. Co.; Bright Star Battery Co.;
Buckeye Manuiacturing Co.; Burgess Bat-
tery Co.; Burt Brothers, Inc.

Carter Radio Co.; C-E Manufacturing
Co.: Chicago Solder Co.; Chicago Tele-
phone & Supply Co.; Colonial Radio Corp.;
Cornish Wire Co.: The Crosley Radio
Corp.; Crown Phonograph Co., Inc.; E. T.
Cunningham, Inc.

Del-orest Radio Company; Tebe Deutsch-
mann Co.; Diamond Electric Corp.; Dongan
Electric Mifg. Co.; Dubilier Condenser
Corp.

Electrad, Inc.; Electrical Research Labs.;
Eleciric Storage Batery Co.; Empire Elec-
tric Products Co.

Tansteel Products Co., Inc.; Farrand
Mig. Co., Inc.; Federal-Brandes, Inc.; Fed-
eral Radio Corp.; Freed Eisemann Radio
Corp.; French Battery Co.; Chas. Fresh-
man Co., Inc.; Herbert H. Frost, Inc.

General Radio Co.; A. H. Grebe & Co;
G. R. P. Products Co., Inc.; Grigsby-Gru-
now-Hinds Co.

Hamilton Mfg. Co.; Hammarlund Mig.
Co.: Hartford Battery Mfg. Co.; IToyt
Electrical Instrument Co.

Jewell Electrical Instrument Co.

Karas Flectric Company ; Kellogg Switch-
board Supply Co.; King Manufacturing

Co.; Kodel Radio Corp.; Kolster Radio
Company.
Musical Products Co., Inc.; Mayolian

Corporation; Mohawk Radio Corp. of Iil
Leslie F. Muter Co.
National DBatterv Company; National
Carbon Co.. Inc.; The National Company.
Pacent Electric Company, Inc.; Perry-
man Electric Companyv; Pilot Electric Mfg.
(Continued on page 30)
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Among The Traveling Men
A Regular Department of The Radio Dealer to Which Contributions Are Invited
Conducted by WALTER S. BLANEY

A

R. R. TALBOTT

The genial “Rod” covers the busy states
of Illinois, Wisconsin, Iowa, Missouri
and Kansas for King Manufacturing Co.,
Buffalo, N. Y. We are inclined to be-
lieve that he is one of Burt G. Close’s
best lieutenants in the radio selling game
in that territory. In fact we hope that
he will continue in that worthwhile
‘capacity,

R. H. CANNING

In addition to being a five year man—
five years in service—with the Federal

Radio Corporation, Buffalo, Brother
Canning is six foot three inches in
height. He is therefore the longest man

in Federal Radio Service both in dimen-

sions and time. .He has enjoyed many

importart assignments for the company
and been eminently successful.

REUBEN A. DUSKIS

Well known Chicago radio authority who
is now sales manager of the American
Supply Co., of that city, a company
formed for the purpose of distributing
Steinite Radio products. This is a re-
cent photograph of the debonair Reuben
and contains his autograph with a wish
for “our continued success and achieve-
ment.” We appreciate the thought.

7:)«

m'

C. J. MATTHEWS

Recently appointed the National Broad-
casting Company’s commercial represent-
ative for the mid-west with headquarters
in the NBC Chicago studios, 180 North
Michigan  Boulevard, Chicago. Mr.
Matthews has lived the greater part of
his life in the middle west and has had
wide experience there in sales and ad-
vertising fields.

N. F. ANDRUSS

During the past eight years Brother
Andruss has been representing a number
of nationally known organizations in
automotive, electrical and radio endeavor
on the coast. He is of the belief that
the year 1928 will prove one of the best
in radio history for those who are pro-
gressive and aggressive enough to go
after the business which exists.

ROY Ss. DUNN

Who recently joined the staff of the
Splitdorf Radio Corporation as western
salesmanager. Mr. Dunn will handle all
radio sales for the organization in the
North Central states. He is a former
radio sales executive and is bringing a
wide following in both music and radio
fields to his new connection.
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‘Proper Administration of Law\
Proves Help to Dealers StoreI

(Continned from page 18)

he was disappointed. Ie¢ had visions of
himself as a great orator but in his pres-
ent capacity he felt more like a plain
everyday bill collector. ’

Phil had also been appointed as a sup-
ervisory committee of one and since busi-
ness was rather dull back in the office,
he wired that he would be gone for a
few days. That night he wrote a letter
explaining to the Doss just what had
happened.

The following day he and the local deal-
er were closeted for scveral hours while
Phil went over his books and inventory.
Phil had a feeling of resentment against
the lighting company and one of the first
things he did was to arrange a window
display of sets which were entirely battery
operated with the implicd threat carried on
a card that there were certain factors which
made full electric drive impractical for
this particular locality. To make matters
cven warmer for the local lighting com-
pany, he called up the business ofhce and
requested that the meter be taken out as
no electricity would be used in this par-
ticular store from that date onward. Phil
then made arrangements to take on an
agency for a certain farm lighting outfit
and had it installed in the other window
where it would be a working demonstra-
tion of reliability and with this he put in
a partial line of clectrical appliances all
of which were of the proper voltages for
the farm lighting plant.

Within the first week they sold threc of
these outtits to houscholders who were
not counected with the lighting company’s
mains and cven though the radio busi-
ness did not pick up to any great ex-
tent, Phil thought that he had done sone-
thing worth while and had started his
unfortunate friend on the right track.

He then went back to the city where
he held a protracted session with ‘the boss
with the result that Superba entered the
electrical appliance ficld, at the same time
taking over the distribution of farm light-
ing outfits. Their salesmen were sent the
necessary literature and it was not long
l)efor_c business began to trickle in in
sufficient quantity to keep things going
in ‘mnch better shape than if the corpo-
ration had been working on radio alone.
Salesmen were encouraged and the entire
organization took on a new lease.

Then, one day. Phil received a letter
from his late enemy. the lighting com-
panv. Would he come to see them at
once?

The following morning he arrived in
town and went at once to see how his
iriend was making out. The store was
transformed and shbwed evidence of pros-
perity. The goods for which he had ad-
y:mced the necessary credit were selling
in good shape and on the strength of the
pulling power of the clectrical goods. ra-
dio had taken on a little spurt and his
dealer friend showed Phil the books which
indicated that he would he able to pay off
most of his indebtedness within a short
time. Phil at once sent a report to the
other creditors and then went to inter-
view the president of the lighting com-
pany.

After he was comfortably scated in the
president’s office and that individual had
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offered him a good cigar—which Phil, of
course, took—the president broke the ice
by saying:

“Mr. Thompson, I am sorry that we
have had a little difhiculty with you and
the local radio shop and since we have
learned the whole story, the affair has
taken on quite a different complexion.
Our lawyer failed to tell us the whole
story and had we known about the situ-
ation in time we would have been only
too willing to cooperate. I don't mind
telling you that your campaign here has
affected our revenue to some extent and
I can sec where it will go even farther if
allowed to continue, Now Mr. Thomp-
son, I want to make you a proposition.”

Phil, taken a little by surprisc at the
president’s remarks expected to be ap-
proached with the kind of a “proposition”
which would be highly distasteful to him,
and so he began to feel a trifle warm
under the collar. However, he made no
reply, but nodded, for he wanted to hear
what was coming.

“We have failed to recognize the im-
portance of radio in our business.” con-
tinued the lighting company’s head, “and
it is this little difficulty which has brought
it to our attention. Briefly outlined, what
we propose to do is this: “We will take
over this local radio dealer, lock stock and
barrel. We will continue to handle his
radio lines. we will pay him a good salary
and put him in charge of our own elec-
trical and radio show rooms which we m-
tend to open soon. \We will buy out the
stock that he now has on hand and
through this gesture of good will he will
probably be able to meet his creditors for
the full amount of his indebtedness.

“No, Mr. Thompson, we are not philan
thropists in any sensc of the word. We
have seen the handwriting on the wall and
there is no doubt but what radio is here 10
stay and that it has reached the stage of a
public utility which should pay us dividends
‘rom several sources. Then too, there 1s
the matter of farm lighting ecgquipment
which should prove a valuable adjunct to
our business for the remoter regions where
our pole lines do not, as ver, reach.

“We plan to open a new siiow room 1or
these and other eclecirical necessities and
vour friend here will be in full charge.

Needless to say, Phil was more than
pleased at the turn of events anid with fur-
ther assurances of good will from the pres-
ident and also an incidental assurance that
the pompous little small town lawyer would
hercalier he forced to take orders from
someone in authority. Phil lefr to break
the news to his friend and cx-debtor.

He stayed over to sce that the final de-
lails were cleared up and was able to re-
port that all creditors were fully satisfied
hoth financially and mentally. Further-
more there was a nice litile nest egg left
over for the former radio dealer and on the
day Phil left he was installed in his new
<how room, husily engaged in setting things
to rights.

Again we find Phil in conference with
the boss and this time that worthy is all
smiles;

“Well Phil. you put it over again. That
deal with the lighting company was a
knockout and that one account should more
than repay us for any time you may have
lost on other husiness. You have made a
life long friend out of the man who is now
in charge of the sales room of the lighting
company and T guess your acquaintance
with the president of samc concern, will
have a vital bearing on future business with
us. T going to make this vour own per-
sonal account because I believe that vou

|Advance List of World’s “
Fair Show Exhibitorsl

(Continued from page 28)

Co.; Polymet Manufacturing Corp.: The
Pooley Company.

The Q. R. S, Music Co.

The Radio Corp. of America; Raytheon
Manufacturing Co.; Red Lion Cabinet Co.

Samson Electric Co.; Sandar Corpora-
tion; Schickerling Products Corp.; Scoville
Manufacturing Co.; Showers Brothers Co.;
Silver Marshall, Inc.; Sleeper Radio &
Mfg. Corp.; Sonatron Tube Company;
Sonora Phonograph Co.; Sparks-Withing-
ton Co.; Spaulding Fibre Co., Inc.; Split-
dorf Radio Corp.; Steinite Radio Co.;
Stettner Phonograph Corp.; Stewart War-
ner Speedometer Corp.; Stromberg-Carl-
son Tel. Mig. Co.; Fred C. Strype; Supe-
rior Cabinet Corp.; Superior Cabinet Com-
pany; Sylvania Products Company.

Televocal Corporation; Temple,
Tower Manufacturing Co.

United Radio Corporation; United Scien-
tific Labs., Inc.; Utah Radio Products.

Viralitone Radio Corp.

Walbert Manufacturing Co.; Watson-
town Table & Furniture Co.; Westinghouse
Elec. & Mig. Co.; Weston Electrical In-
strument Co.: Willard Storage Battery Co.;
Wiz Manufacturing Co.

Zetka T.aboratories, Inc; Zenith Radio
Corporation; Brooklyn Metal Stamping
Corp.; Rucon FElectric Company, Inc.

Inc.;

are the only man with diplomacy enough to
handle it. I have received a letter from
the company in which they want full par-
ticulars on our entire line of radio and
electrical goods and I can also thank vou
that we werc fortunate enough to handle
this electrical stuff. A few more accounts
like that and I'm going to turn the busi-
ness over to vou while I make a trip 1o
Europe.”

Dayton Holds Show

Davrox, O.—The Dayton Radio Show
held under the auspices of the Dayton
Radio Trade Association, this city, Febru-
ary 9-11 was a great stimulus to all year
around radio. The show was held in the
rooms of the Van Cleve Hotel, just opened
to the public, where forty rooms were oc-
cupied by exhibitors. More than 20,000
people attended the show.

It was the first time a radio show has
heen held in hotel rooms. The displays
were particularly aitractive and a great
number of sales were made as a conse-
(uence.

Dominion Trade Increasing

Otrawa, Ont—Statistical surveys made
by the Department of Marine and Fisher-
ies, which department is_1n charge of radio
work throughout the Dominion, indicate
that the number of Canadian radio fang

is rapidly increasing. In one ecleven
months’ period there were approximately
207,328 radio receiving licenses issued.

This total represents an increase of 77,462
over the number granted during a similar
period the preceding year.

Ontario, it is shown, leads the other
Provinces by a large margin, 97,851 li-
censes having been issued.
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RADIO IS NOW A GROWING
SCIENCE SAYS J. V. L. HOGAN

Highlights in Development of Ra-
dio From Engineering Standpoint
Discussed at R. M. A. Meeting

New York Crrvy.—Radio, as an
agency of service to the public and as
a growing science, was discussed Ly
Mr. J. V. 1. Hogan, a radio engineer-
ing pioneer, at the monthly luncheon
of members of the Radio Manufactur-
ers Association, at the Hotel Com.
modore, February 24.

Attention to inventive and engineering
developments, as well as commercial prog-
ress, was urged by Mr. Hogan, past presi-
dent of the Institute of Radio Engineers,
and one of the prominent contributors to
radio engineering science.

Another speaker at the RAMA luncheon,
which was presided over by Alexander
Eisemann, was Irwin Kurtz, president of
the Talking Machine and Radio Men, Tnc.,
New York, who told the radio industry
gathering of the recent successinl annual
national convention of radio retail dealers
and jobbers under the auspices of the Fed-
erated Radio Trade Association at Mil-
waukee, February 14 and 15. Mr. Kuriz
told how the Federated National A\ssocia.
tion was linked with the RMA and the
National Association of Broadcasters n
the triangle making up the new radio -
dustry.

The RMA Code of Ethics, the rule and
guide for RMA members in the Associa-
tion’s responsibility to the radio puhlic and
industry, was presented by Mr., Eisemann
in accordance with action by the RMA
Board of Directors in their desire to secure
observance of the ethical code.

“Highlights in the Development of Ra-
dio from an Engincering Standpoint” was
the subject of Mr. Hogan’s address. From
an engineering viewpoint, Mr. Hogan said,
there were two outstanding highlights.

“The old art of radio was something of
extremely high inventive ingenuity. Today
the business of radio is to a large extent
imitative. The last five years have shown
a few new things, some of very great im-
portance, hut during this period of years
radio has been characterized by a tendency
to drift into a channel.

“All of the things that have made radio
go Dack to something that was of inventive
mgenuity. By some today it is said that
radio now is merelv a business, and in the
old days that it was only a science. The
answer is that radio is not merely a husi-
ness; it is a service, a tremendous service,
not only in Lroadecasting, but as an agerncy
of communication.

“Radio is an industry, a big industry.
Also it is still an art and still a science.
Its future rests on invention, new ideas,
new thoughts. You manufacturers must
keep your eyes open and look for the new
things and encourage the new things.”

Popular Radio Personality

BEN ]J. OPPENHEIM

Wellknown radio authority and president
of the B. & O. Radio, Inc., wellknown
distributors of radio products with head-
quarters located in Newark, N. J. “Ben”
as he is better known to the radio trade
of the east has in addition to proving
himself one of the outstanding radio
merchandisers in the east also advanced
as one of the outstanding radio person-
alities.

Pat Kiley Makes Change

New York Ciry.—Pat Kiley, radio mariu-
facturers representative, this city, an-
nounces that he has severed connections
with Herbert H. Frost, Inc., and Remler,
and will not undertake any new factories
until he returns from a vacation in Florida.

C. R. Ablett Passes Away

New York Crrv.—The Charles A. Ableti
Company, 22 Reade strect, this city, an-
nounce the death of the president of the
company, Charles R. Ablett, on February
17. Mr. Ablett was wellknown in the radio
business, being manufacturers of vacuum
tubes.

Martin Cohn Resigns Tri-Volt

NEw York Crty.—Martin Cohn, radio
pioneer and one of the best known radio
engineers in the east has announced his
resignation {rom the staff of the Tri-Volt
lilectric Corporation of this city. Mr.
Cohn, who has leen associated with many
of the foremost radio concerns in the east,
has been considering a number of engineer-
ing offers with prominent radio organiza-
tions in this city.
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INDEPENDENT TUBE MAKERS
FILE SUIT AGAINST RCA

S. E. Darby, Chief Patent Counsel
Announces Move Which Is
Said to Exceed $10,000,000

NEw York Crry.—Suits for dam-
ages in excess of $10,000,000 against
the Radio Corporation of America
are to be hled by a group of inde-
pendent radio tube manufacturers, S.
I5. Darby, Jr., chief patent counsel for
the De Forest Radio Company an-
nounced February 16.

The actions are based on the February 6
decision of Federal Judge Hugh Morris at
Wilmington, Del. granting an injunction
restraining  the Radio Corporation from
alleged violation of the Clayton Anti-trust
Act in the sale of 1ts radio tubes.

These suits by De Forest and other tube
manufacturers mark another chapter in
the independents’ fight on what is alleged
to be a three billion dollar trust controll-
ing the radio industry.

The General Electric Company, Westing-
honse Electric and Manufacturing Com-
pany and American Telephone and Tele-
graph Company are charged hy the Radio
Protective Association as being parties to
this trust in the present investigation by
the Senate Committee on Patents at Wash-
ington, as a result of Senator Dill's hill to
forfeit patents used by corporations who
violate the Clayton and Sherman anti-trust
laws. The Radio Corporation, through
contracts with General Electric and West-
inghouse, acts as selling agent for the radio
products manufactured by these corpora-
tions.

The decision of Judge Morris, with the
temporary injunction granted De Forrest
and the other companies, held that R. C. A.
through Section 9 of its licensing agree-
ment to twenty five of the largest radio
manufacturers in the country, was violat-
ing Section 3 of the Clavion law. Such
violations may be penalized by actions for
treble damages and the independent tube
manufacturers charge losses ranging from
$3,500,000 to $6,750,000, according to Mr.
Darby.

Hogan Grants License

New York Crry.—Another step toward
clarifying the patent situation has just been
completed by the granting of a license to
the Colonial Radio Corporation under the
Hogan single-control tuning patent. The
inventor, John V. L. Hogan, has licensed
more than forty other radio manufacturing
organizations, and these companies have the
right to market simplified one-dial receivers
using his device. The licensees include
Radio Corporation, General Electric, West-
inghouse and Atwater Kent.

On notification of Hogan’s claim of in-
fringement, the Brandes Products Corpora-
tion, manufacturers for Federal-Brandes,
Inc, of the Kolster one-dial receiver, have
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Max Abrams, president of the Racon Electric Co., New York City, is shown in the

center panel.

To the left is H. R. Fletcher, newly elected sales manager of the

company and A. I. Abrahams, right, popular vice president, acoustic authority and
horn designer.

also completed a license and royalty agree-
ment under the patent. This amicable set-
tlement by acknowledgement of the impor-
tance of the Hogan patent has obviated the
necessity of another radio patent suit.

In addition to the Colonial and Brandes
companies, Hogan licenses have within the
past two weeks been issued to the Wireless
Radio Corporation of Brooklyn, and the
Premier Electric Corporation of Chicago.

For New Engle;nd Area

Burraro, N. Y.—The Federal Radio
Corp., this city, announce the addition of
the Plymouth Electric Co., 218 State Street,
New Haven, Conn, as distributors of their
product in the states of Conuecticut, west-
ern Massachusetts and parts of Rhode
Istand.

RCA Launc};esﬂ 7Campaign

New Yorx Crty-—The Radio Corpora-
tion of Anierica announce a direct mail
campaign for RCA dealers. Tt consists of
six mailings, posted twice a month and
covering a period of three months. The
dealer uses his own mailing list and the
literature is printed with the dealer’s name,
scaled, stamped and addressed. RCA is
sharing the cost on a fiftv-fifty basis.

K. E. Reed Takes Trip

BurraLo, N. Y.—K. E. Reed, sales man-
ager of the Federal Radio Corporation, this
city, is at present visiting Federal whole-
salers in Dallas, Los Angeles, Seattle, Van-
couver, Winnipeg, Calgary and other cities.
Mr. Reed is well known in radio ficlds and
the music trades.

Annual Radio Banquet

New Yorx Crry.—DByron Forster, Chair-
man of the entertainment committee,
announces the annual banquet and cnter-
tainment of the Talking Machine and Radio
Men, Inc, of New York, New Jersey and
Connecticut, to be held Monday, April 23,
at the Hotel Commodore, this city.

He urges all tickets be purchased by
April 16, so that proper provision can be
made for service and scating. The price
of a ticket is $7.50. Checks for same may
be made payable to E. G. Brown, Secrctary,
124 Main Street, Hackensack, N. J.

Prominent Radio Pioneer
Joins Racon Electric Co.

Niw York Crry—H. R. Fletcher,
widely known radio merchandising au-
thority and pioneer has joined the staff
of the Racon Electric Co., Inc,, of this
city, as general manager, according 1o
an  announcement made by A L
Abrahams, president of the concemn.

The ncw Racon official will shortly
leave on an extended sales trip throughout

Western District Appointee

CAPT. F. W. PIPER

Newly appointed salesmanager in charge
of the western district with headquarters
in Chicago for the United Radio Cor-
poration of Rochester, N. Y. Captain
Piper was formerly associated with the
Amplion Corporation of America as sales
engineer having been associated with
them since their inception.

the country in the interests of the special
line of horns and loudspeakers manufac-
tured under the Racon trademark.

Mr. Fletcher brings to the new position
a wealth of expericuce in radio fields hav-
ing at various times Dbeen associated with
the Apco Manufacturing Co., Amsco, Inc,,
Algonquin Electric Corporation, and other
radio interests.

He is a prominent member of the Radio
Manufacturers Association and is actively
identified with a number of its most im-
portant committees.

Takes New Quarters

New York Crry.—The Continental Radio
& Electric Corp., formerly located at 15
\Warren Street, this city, have taken larger
and more modern quarters at 160 Varick
Street, where they have better shipping fa-
cilities.

Berel Resigns Ferguson

New Yorx Ciry.—The J. B. Ferguson,
Inc., 225 West 57th street, this city, an-
nounce the resignation of Milton Berel.
The development of a new device, which
can be attached to any radio set for elimi-
nating interference from neighboring sta-
tions, is announced by Mr. Berel.

New Farrand Speaker

Tong Istanp Crry, N. Y.—A new type
Concert loud speaker is announced by
George H. Kiley, vice president of the Far-
rand Manuiacturing Co., largest makers of
radio loud speakers in the country. C. L
Farrand was the inventor who first used
the cone speaker for radio work.

Freed-Eisemann Survey

BrookiyN, N. Y.—Leo Freed of Freed-
Eisemann Co., this city, has just returned
trom a trade survey through New Fugland
and the Middle West, and announces this
a wonderful radio winter. D. W. wmay,
Inc, Newark, N. J,, Horrick-Ibbotson Co.,
Utica. N. Y.. and Barrott Electric Supply
Co., St. Louis, Mo, have hecen appointed
distributors oi Freed-Lisemann products.

Takes Larger Offices

New Yorx Crry.—P. W. Mack, Inc, this
city, announce the removal of their offices
o 122 Greenwich Street, where the staff
remains the same. They are representatives
of the Acme Apparatus Corp.,, Cambridge,
Mass.

New Freshman Distributor

New York Crry.—Charles Freshman Co.,
Inc., 240 West 40th street, this city, an-
nounce a new distributor for their products
in the state of Michigan. Grinnell
Brothers, the largest retailers of radio and
musical  instruments in Michigan have
taken a complete line of Freshman electric
radios.

Outgrows Old Quarters

MarpeEn, Mass-—William  A.  Ready,
president and general manager, announces
the removal of the National Company,
Inc, from Cambridge to Sherman, Abbot
and Jackson Streets, this city, where a
modern plant with three times the floor
space of the old buildings, gives capacious
room for this company’s growing business
in radio anid enginecring products
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REDUCTION OF DELIVERY
COSTS SOUGHT BY R. M. A.

Captain William Sparks Heads
Committee Which Is Seeking
Fair and Lower Shipping Rates

New York Crry.—A movement to
reduce the delivery cost of radio prod-
ucts has been undertaken here by the
Radio  Manufacturers  Association
through 1ts Trafic Committee of
which Captain - William  Sparks, of
Jackson, Michigan, is chairman.

After new conferences in New York
with RMA directors and officers and also
traffic experts of RMA members, Captain
Sparks headed a delegation wnich appeared
January 12 before the Consolidated Classi-
fication Committee and inaugurated the ef-
fort to securc fair and lower railroad rates
for radio receiving sets, accessories and
parts.

The Classificarion Committee indicated
its agreement with the RMA delegation
on the latter's plea to reduce the minmmum
carload weight required under the tariff tor
radio cabinets and receiving sets. The
present carload minimum of 20000 pounds
cannot be loaded by radio manufacturers
except in rare instances. The average car-
load is from 12,000 to 18,000 pounds, and
the RMA delegation’s request for a mini-
mum of 16,000 pounds appeared to he favor-
ably received.

Chairman Sparks of the RMA Traftic
Committee will make a report to the RMA
Board of Directors on Januarv 26 and in-
tends to submit plans for a drive by the
Association to secure lower freight and
also express rates for radio products.
AMany of the rates and classifications werc
cstablished two vears ago, and are now in-
equitable, levying an unnecessary tribute on
the radio huying public.

There are no classifications for many
radio products which did not exist when the
original tariffs were drawn, and the whole
rate structure affecting the radio industry,
Captain Sparks and his conierecs believe.
should be adjusted in an endeavor to save
thousands of dollars in transporiation
charges 10 manufacturers and the consum-
ing public.

In addition to Chairman Sparks of the
Trathic Committee, those participating in
the rate reduction conferences included
Morris Metcalf of Springfield, Mass., J )
Lynch of Jackson, Mich., Bond P. Geddes,
Executive Vice President of the RMA, G.
W. Knight, John I'. Moriarity, W. F. Low-
man, F. S Ottenheim, and \V. F. Rogers,
of New York.

Announces New Dial

New York Crtv—The Pilot Electric
Manufacturing Company, this city, is pro-
ducing a new double drum dial equipped
with a vernier feature. Also a single drum
dial which takes condensers on both sides.
E. Manuel, export manager of the Pilot
Company, was entertained at a dinner be-
fore he sailed on a tour of Cuba, Mexico
and South America.

Picture Transmission Successful

New York Citv.—The broadcasting of
photographs Ly radio and the reception of
such pictures on a small and simple outfit
in the home, attached to an ordinary radio
receiver in much the same manner as a loud
speaker, was publicly demonstrated for the
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The Men Who Make Aerovox History

Brooklyn Concern.HoIds Conference.—Members of the executive and sales staff
of the Aerovox Wireless Corporation, Brooklyn, N. Y., can be seen above during

recent sales conference.

and chief engineer; S. I. Cole, treasurer

Back, left to right:

Front row, left to right: H. Gerber, S. Siegel, president
and general manager; H. C. Lieberman,
W. W. Boes, P. G. McConnell, L. Alexander, W. C. Hitt,

W. Laing.

first time by the National Broadcasting
Company to a party of radio engineers and
newspapermen here January 26.

This  demonstration, conducted over
WEAL on its regular wave length, was
made possible by apparatus developed by
De. E. F. AV Alexanderson, consulting en-
gincer of the General Electric Company
and member of the hoard of consulting en-
gincers of the National Broadcasting Com-
pany, who but ten days ago thrilled the
radio world with a demonstration in Sche-
nectady of a practical home television re-
ceiver,

The photographs were broadcast from
the NBC laboratory in Fifth Avenue over
its high power station at Bellmore, I.. 1.
and received in the home of Dr. Alfred N.
Goldsmith in West End Avenue at 82nd
Street, a distance of 25 miles from the
transmitting antenna. Dr. Goldsmith is
chairman of the bhoard of consulling en-
gineers of the National Broadcasting Com-
pany.

Complete Equipment Featured

Wasuineron, D. C—President Cool-
idge’s recent trip to the Dan-American
Congress at Havana, via Key West, Fla,,
was made on the battleship Texas which
was equipped with the most up-to-date
radio apparatus. The Texas had receiving
scts for broadcast programs and included
thirty-seven men in its radio personnel.
Seven vacuum tube transmitters, some of
them capable of working several thousand

miles, were installed in the radio room.
T'his was the most modern radio equip
ment to be found on the seas.

Stone Moves To N. Y.

Oaxrano, Calif —Licutenant-Commander
Ellery W. Stone, president of Federal-
Brandes, Inc., Newark, N. J., and Federal
Telegraph Co., oi California, has closed his
home in this city and moved to New York
City where he will reside.

Farm Conditions improving

BurrarLo, N. Y —R. H. Canuing, speciai
representative of the Federal Radio Corp..
this city, reports after a trade survey of
most of the prominent citics in the United
States and Canada, that the farmers have
the biggest harvest in years. This will
naturally affect the radio industry as well
as other trades and industries he declared.

Southern Sp_]itaoirf Distributors

NEwarg, N. J.—Hal P. Shearer, general
manager of Splitdorf Radio Corp., this
city, announces the appointment of the
Exide Carolina Distributing Company, of
Columbia, S. C,, as wholesale distributors
of Splitdorf products.

Guy M. Tarrant, president of the Exicde
Carolina Distributing Company, states his
company will cover the following territory :
Ceorgia, Southwestern counties of South
Carolina and southern counties of North
Carolina, for the Splitdorf company.
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| I'irst National Confab
of Wholesalers ITleld

(Continued from page 26)

general discussion of the speeches, the
conference therefore divided itself
into four groups to study these prob-
lems and to formulate principles
which would require further investi-
gation by the U. S. Chamber of Com-
merce.  As was said by Alvin k.
Dodd on the second day of the con-
vention: “This shows how difficult
it is to define wholesaling, and this re-
port brings out the difficulties of de-
veloping panaceas for the wholesaler’s
ills, but does show it advisable to de-
velop methods which will give us the
benefit of valuable experiences and
an array of data on which conclu-
sions may be drawn, and later on after
reports are ready, to call this assembly
together again, and so reach a final
conclusion with regard to the general
status and the place of wholesaling in
the chain of distribution in the United
States.”

The object of the conference was,
therefore, to exchange facts and to
consider the current needs and prob-
lems in the wholesale field, to formu-
late principles for investigations by

ascertaining the present status of
wholesaling and the various services

performed in different trades, the
place of wholesaling in distribution
and its relation to industry as a whole.
The chief topics for group discussion
centered about:

(1) Wholesale Functions and Serv-

ices;

(2) Economic

Wholesaling ;

(3) Business Analyses;

(4) Financial Aspects.

The conference clearly showed the
need for such a “get-together.” The
wholesalers of the country are facing
a changing future which makes it
necessary for them to adapt them-
selves to such recent competition as
the chain store, the mail order house,
group buying, ¢tc. There is scme un-
certainty as to the exact situation in
the wholesaling field, and whether
the wholesaler can any longer afford
to warchouse merchandise in view of
the *hand to mouth buying” program.
There is even greater uncertainty as
to what developments may be expect-
ed in the future. By thus bringing
all the wholesalers of the country to-
gether and organizing one National
Group, the problems of all wholesal-
ing may be worked out.

With wholesalers holding widely
divergent opinions, and with the dif-
ferent branches of trade confronting

Factors Affecting
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a variety of conditions, which are be-
ing met in a variety of ways, it 1s be-
coming apparent that there are many
things in common which can be
worked out for the good of the in-
dustry as a whole. For instance, the
automotive wholesale industry has
something good to offer to the radio
industry; the radio wholesaler has
something to offer for the good of the
automotive industry, and so in an ex-
change of views, and facts and ex-
periences, the wholesalers in every
line can club together for mutual
profit and for advancing the art of
wholesaling to a new high level.

By outlining current conditions in
their respective fields and describing
the methods now being worked out,
the conference arrived at a common
basis of mutual understanding for all
wholesalers, covering among other
things style changes and group buying,
profitable trading areas, economic
minimum of profitable orders, cash
discount privileges, bad debt losses,
selling terms instead of merchandise,
etc.

It was demonstrated that a great
part of the country’s merchandise
continues to flow through wholesale
channels and the remarkable growth
of the automotive and radio whole-
saling industry was pointed out as a
typical example.

Ranked as Pioneer

JESS B. HAWLEY

Ranked as one of the pioneer radio manu-

facturers in the middle west and treasurer

of Newcomb-Hawley, Inc., St. Charles,

Ill. In addition to being an active worker

in connection with the Radio Manufac-

turers Association he is also regarded as
a trade authority.
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ll Radio Jobbers IForm l
H New National Body

By A. . Erstrom

MiLwaUukee, Wis.—One of the out-
standing features of the DBi-Annual
Convention of the Federated Radio
Trade Association in Milwaukee was
the foundation of a national organiza-
tion of radio jobbers.

This organization to take in individual
jobber members throughout the entire
countrv and to become a part of the Fed-
erated Radio Trade Association. The Job-
bers Section will act individually and of
its own accord and will build a strong
foundation for the Federated. They will
work on their own individual problems for
the good ol the entire industry but will not
attempt to dominate the scctions of the
Federated as a group.

The Chairman of the Jobbers Section will
automaticaily become a Vice-President of
the IFederated Radio Trade Association and
the Jobbers Section will be governed by an
Executive Committee composed of two
representatives from each of the nine
zones, eight of which comprise the entire
United States and the ninth the Dominion
of Canada. This executive Committee will
act as the Board of Directors of the Job-
bers Section and will govern it when the
division is not in session.

They have appointed five major commit-
tces who are now functioning and will
make a report of their activities at the
next mecting of the Executive Committce
which will be held within the next ten days.

The Executive Committee is composed of
the following: Thomas White, Chairman,
Wholesale Radio Equipment Company,
Buffalo, N. Y.; R. C. Coleman, Geo. C.
Beckwith Company, Minneapolis, Minn.;
Martin Wolf, Electric Appliance Company,
Chicago, I1.; Harry Alter, the Harry Alter
Company, Chicago, Il.; Fred Wiebe,
Brown-Hall Supply Co., St. Louis, Mo.; J.
T*. Connell, Kruse-Connell Company, In-
dianapolis and W. H. Roth, Radio Spccialty
Company, Milwaukee, Wis.

The Finance Committee is automatically
headed by Thomas White oi Buifalo as
Chairman. The Manufacturers Relations
Committee headed by Harry Alter of the
Harry Alter Company, Chairman with Mr.
Purdy, Geo. C. Beckwith Company, Mil-
waukee and Mr. Richardson, Young, Lorish
& Richardson Company, Chicago, with one
advisory member from each of the zones.

The Dealer Relations Committee is
headed by I*. A. Wiebe of the Brown-Tall
Supply Company with Martin Wolf of the
Flectric Appliance Company, Chicago and
Mr. Pflager of the General Ignition Com-
pany, Milwaukee with one advisory mem-
ber from each of the zones.

The Membhership Committee is headed by
J. . Counell of the Kruse-Connell Com-
pany. Indianapolis. The Publicity Com-
mitiee is headed by Martin Wolf of the
Electric Appliance Company, Chicago.

On admission for membership:—A job-
ber shall become eligible for membership in
the Jobhers Section of the Federated Radio
Trade Association if he does business on
a substantial wholesale basis and does pass
the requirements of the Membership Com-
mittee.

Manyv wholesale radio houses throughout
the entire country have signified their inten-
tions of joining this national movement
and its success is already assured.
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CROSLEY RADIO APPOINTS
ABBOTT AS SALESCHIEF

Nationally Known Sales Executive
Joins Working Group of 166
Distributors, 18,000 Dealers

Cuicaco—H. Curtiss Abbott, of
Chicago, nationally known in the fields
of radio and music, has accepted the
position of general sales manager for
The Crosley Radio Corporation.

Mr. Abbott, a Yale graduate, has had
many years of experience in the radio busi-
ness and has made an enviable record in
the selling end of the industry.  For a
number of years he was assistant to the
owners of the Lyon and Healy Company,
Inc, one of the foremost music concerns
of the country and as sales manager of the
Kellogg Switchboard and Supply Com-
pany, Chicago, for the past two years be-
fc:‘anzle widely known in the radio distribution

eld.

With the Crosley Radio Corporation,
Mr. Abbott has a working organization of
166 distributors and more than 18,000 deal-
ers, representing every commumty in the
United States.

Mr. Abbott firmly believes that the sur-
face has hardly been scratched in the radio
field. He believes the demand for Crosley
products this year will be greater than ever
and is laying plans for the most successful
business in its history.

“While there probably will be an ever
present demand for battery operated sets,
the public is being thoroughly sold on the
advantages of the one unit sets which are
operated from light sockets,” Mr, Ablott
said, “and the future is very bright for this
product. It has been on the market long
enough to have proven its worth and there
is no reason why a company with the
reputation of the Crosley Radio Corpora-
tion for manufacturing the best radio sets
at the lowest possible price, should not do
a tremendous husiness in 1928.”

Manly Named Sales Manager

Curcaco—C. H. Thordarson, president
of the Thordarson Electric Mfg. Co., 500
W. Huron Street, this city, announces the
appointment of H. P. Manly as sales man-
ager for the company. Mr. Manly has been
with the company for four years and will
continue its sales policy.

Rocky Mountain Merger

Drenver, Colo.—Merger of the Rocky
Mountain Radio corporation and Gray
Brothers company, two of the oldest
wholesale radio firms in Denver, was an-
nounced during the past month by Baxter
Lanius, president of the Rocky Mountain

Represents National Lines

FRED GARNER

Prominent radio pioneer who announced
the recent formation of Fred Garner &
Co., with offices at 302 South Wells street,
Chicago. The new head of the organiza-
tion will represent a number of nationally
known radio lines in Ohio, Michigan,
Illinois, Wisconsin and Indiana. Fred’s
many friends throughout the trade are
wishing him success in his new enter-
prise.

corporation. F. W. Gray, president of
Gray Brothers, becomes manager of the
refrigeration department  of the Rocky
Mountain corporation. This corporation
will take over some of the most important
lines offered by Gray Brothers. Offices of
the company are at 1512 Broadway.

Radio Subcommittee Named

WasHiNGToN, D. C—The subcommittee
on radio of the House Committee on Mer-
chant Marine and Fisheries has just been
announced by Representative Wallace H.
White. Jr., of Maine, chairman of the com-
mittee, and who was chairman of the sub-
committee on radio during the last session
of Congress.

The radio subcommittee is composed of
Representative Rowbottom of Tndiana as
chairman and Representatives Lehlbach, of
New Jersey; Bowman of West Virginia;
Magrady, of Pennsvlvania; Davis of Ten-
nessee; Bland, of Virginia; and Larsen, of
Georgia.
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RADIO NOW FACED BY STIFF
LUXURY COMPETITION-Waller

Managing Director of NEMA
Urges Abolition of Radio Myths
at Milwaukee Convention

Miwavukeg, Wis.—Radio as an industry
is today surrounded by more vigorous and
formidable competitors than ever before
and among other things faces a competi-
tion from luxury industries spending more
than $10,000,000 during 1928, Alfred E.
Waller, Managing Director of National
Electrical Manufacturers Association told
the Federated Trades Association at its
recent convention.

He urged the explosion of various myths
surrounding radio—for instance—that radio
sets will not opcrate satisfactorily in the
summer; that a large percentage of the
population do not use their sets in the sum-
mer time; that good programs will not
last; and that radio will not stand on its
feet as a utility device.

He pointed out that a year ago NEMA
had gone on record to the effect that the
number of broadcasting stations would
have to be reduced, adding that present
day developments confirm this analysis.

The luxury competition to which M.
Waller referred was described by him as
being competition from “single cylinder”
industries, that is by industrics producing
a single product. They are not confronted
with the multi-cylinder problems or powers
of the electrical industry.

He urged the organization of dealers,
jobbers, and manufacturers through na-
tional associations to the end that service
for radio sets may become as regular and
satisfactory as that for automobiles, and
that accurate knowledge of the public’s
taste and preference for radio products be
obtained through the use of statistics from
jobbers and dealers.

Freight Charge Dismissed

WasHinGgroN, D. C.—Charges on a mixed
carload shipment of radio receiving sets
and radio loud speakers from Nicetown,
Pa, to Des Moines, Iowa, and on a car-
load of radio receiving sets from New
York City to Omaha, Nebr., have not heen
found unreasonable by the Interstate Com-
merce Commission in the case of Harger
& Blish against the Chicago, Milwaukee
& St. Paul Railway Company. The com-
plaint has been dismissed.

Radio Replacing Ukulele

Hownoruru, H. I.—Teves & Joaquin, ra-
dio and electrical dealers, this city, annourye
that radio is replacing the native strumming
of the ukulele on the Hawaiian beaches, as
most of it is now being done in broadcast
studios. Teves & Joaquin, distributors for
Fada 1in Hawaiian Territory, have entered
upon an advertising campaign in which they
teatured an automobile with Fada receiver
and cone speaker that was driven around
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the streets of Honoluly, causing untold
dehght to the inhabitants.

According to R. C. Ackerman, export
manager of Fada, the Hawaiian Territory
possesses hner types of sets than most
places because they are desirous of receiv-
ing the Pacific Coast programmces. Lewis
M. Clement, chief engineer, was sent to the
Islands in the carly days oi radio to super-
vise the building of a sending station for
commercial work, so that the contact with
commercial wireless through local stations,
has long since cducated the Hawaiians to
radio usage.

Service Ordinance Opposed
by St. Louis Trade Interests

St. Louts, Mo—W. P. Mackle,
segretary, acting for President Den-
nett, at a recent meeting of the >t.
Louis Radio Trades Association, this
City, announced the acquaintance of
the tradesmen with a move to enact
City regulation of radio service by
Ordinance.

The Association called attention to a
group who were fostering a movement 10
create in this city an Ordinance to provide
for licensing of Radio Servicemen. Some
of the members were in favor ol the
Ordinance and some were against it and
so it was voted to investigate more fully
before taking action. )

R. Fullerton Pluce, of the St. Louis Ad-
vertising Club, spoke at the mceting on
stressing the idea of selling the public the
great artists and entertainment mstead of
the mechanics of a radio set.

Metcalf ]oin:W onderlite

Oaxkranp, Cal—Herbert L. Mectcalf has
resigned f{rom the Magnavox Company,
this city, to become president and chief
engineer of the Wonderlite Company of
America, Inc, makers of luminous tube
signs. Mr. Metcalf will engage in con-
sultation work and also continue his teach-
ing of radio in the University of Cali-
fornia.

Named Western Distributors

Kansas City, Mo.—John D. Todd, vice
president and sccretary of the Missouri
Valley Electric Company, this city, an-
nounces his company has become the west-
ern distributors for the Shamrock Manu-
facturing Co., Newark, N. |, makers of
Shamrock receiving sets. The Missouri
Valley company 1s a well known distribu-
tor of electric supplies and apparatus in the
middle and south west and they have now
entered the radio field.

Formed to Stimulate Trade

Wasuincron, . C.—Col. Manton Davis,
general attorney for the Radio Corporation
of America appearing before the Patents
Commitec of the Senate in connection with
the Dill patent bill, said to be directed to
the corporation, told the committee that the
corporation was brought into heing with
the sole purpose and intention of creating
and stimulating trade in the radio industry,
as opposed to the claims of some of the cor-
poration’s detractors, that it operates as a
trust and in restraint of trade.

Asserting that most of the patents under
which receiving set manufacturers are
licensed are combination patents, Col.
Davis pointed out that the United States
Supreme Court has held that, in_ such
patents it is the combination that 1s the

Heads

Own Organization

MAX L. HAAS

Former president of the Haas Electric
Sales Company, Cleveland, who recently
announced the formation of his new or-
ganization with headquarters in that city.
Mr. Haas will represent a number of
nationally known radio lines in the Sixth
City and has been widely congratulated
by his many friends in the trade.

invention and thai whoever uses or contri-

butes to its use is an infringer of that
patent. It was further pointed out that
the tubes are component parts ol the

patented articles licensed to be made.

Col. Davis asked that the committce
examine into the motives of those who
have appeared before it, and concluded by
charging that the arguments presented
against the Radio Corporation were in ci-
fect pleas for Congress to forfeit RCA
patents and to “bring to hear the great
power of the government so that those who
have spent their time and money develop-
ing radio shall be handicapped over all
other men in seeking the rewards radio
may bring.”

Bremer-Tully Distributor

Cuicaco—DBremer-Tully Mig. Co., this
city, has appointed the Frank M. Brown
Co., of Portland, Maine, their distributor
for this territory. C. L. Sleininger, assist-
ant sales manager, announces a new B.-T.
spcaker coupler. The terminals of the
speaker cord are simply inserted into the
receptacles of the speaker couples, making
installation easy and convenient without
using any tools.
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Denver Association Planning
Big Membership Increase

DenvER, Colo—Any person or firm
directly interested in radio is eligible
for membership in the Colorado Ra-
dio Trades association, which was re-
organized at a mecting in this city
during the past month.

Eligibility 1or membership includes te-
tail dealers, wholesalers, jobbers, manu-
facturers, manufacturers’ agents and
broadcasters which will take in not only
firms but individuals.

The purpose, it is explained, is to include
all interested in radio and to promote radio
not only in Denver, but throughout Col-
orado and the Denver trade territory. There
will be a paid secretary to direct the affairs
of the association and an ofhce for the
association will be opened downtown. It
is proposed that here will originate all the
activities of radio in the western country.

Membership is open to those ecligible
throughout the Denver territory and it is
expected that the present membership of 35
will he increased to more than 60 within
the next two or three months, and it is
hoped to eventually have all who can be-
come members brought in.

The control of the association is left
with a hoard of eight directors, with four
representing the four important groups, as
follows:

Dealers—Frank M. Fletcher, Knight-
Campbhells Music Company. Jobbers—Tom
Savage, Radio Sales & Supply Company.
Manufacturers—George Preble, Stromberg-
Carlson Company. DBroadcasters—Freeman
H. Talbot, General Electric, KOA. Direc-
tors-at-large — Orville DPetersen, B. K.
Sweeny Electrical Company; Harold
Bird, Moore, Bird & Company; Paul B
Lanius, Rocky Mountain Radio Corpora-
tion, and C. G. Scott, Scott Bros. Elcciric
Company.

Folowing the election of the eight di-
rectors, they met and elected the follow-
ing officers Tor the ensuring years:

Tom Savage, president; Freeman H.
Talbot, first vice president; George Preble,
second vice president ; Paul B. Lanius, third
vice president; Orville Petersen, treasurer.
The office of paid sccretary has not as vet
been filled.

The asociation
month.

will meet ounce cach

Visits Local Representative

Dexver, Colo—\W. G. Steiner of Cin-
cinnati, sales manager for the Formica in-
sulation company of that city, was a recent
visitor in Denver. While here he con-
ferred with Fugene P. O’FFallon of radio
station KFEL, local Formica factory rep-
resentative.

Radio Song Hit

Dis Moines, la—H. B. Sixsmith, com-
poser and general sales manager of the
well known wholesale radio distributors,
Harger & Blish, this city, has just written
a new radio song. This song is published
in full, with words and music, in “The
\ike,” house organ for his company. The
chorus is as follows:

“Radio, we're rooting

minute,

Radi.o. there’s not another game that’s

in it

And we want the whole, wide world to

know,
We're full of pep,
And right in step,
Hurrah for radio!”

for you every
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KPRC HOUSTON NOW MEMBER
OF NATIONAL NETWORK

Post Dispatch Station Is Now
Linked With Northern Stations
on National Broadcasts

Houston, Tex-—Radio station KI'RC
owned and operated by the Houston Posi-
Dispatch, has joined the chain of National
Broadcasting Stations and the first program
over the air linked with this chain was
hroadcast recently and was well received.
Linking up with this national chain will
bring to radio fans of Texas the cream of
radio entertainment and programs and
will prove hoth educational and pleasing
in every respect.

Previous to making the new arrange-
ment, KPRC was a member of the Maxwell
House chain, but through special arrange-
ments was able to tie in on many outstand-
ing events. G. E. Zimmerman is supervisor
of KPRC.

Hotel Has Radio Studio

San ANTONIO, Tex.—One of the features
of the new Blue Bonnet Hotel recently
opened in this city, is the operation of radio
station KGRC from a private studio on the
second floor of the building. Aerials are
on the roof of the structure, which is ten
stories in heighth. KGRC is operated by
the Paramount Radio Company, which
cooperates with the hotel in furnishing pro-
grams. The new downtown store of this
firm, which is dealer in Atwater-Kent radio
sets, is located in the hotel building.

KWWG Community Programs

BrownsviLLe, Tex. Radio station
KWWG, formerly operated us a municipal
hroadcasting station, is to he operated for
the henefit of the Rio Grande Vallev as a
whole, and programs are to be invited from
communities and organizations from all
parts of the valley, it was announced here
recently. A privatelv-owned firm is to op-
erate the station and has exiended a cor-
dial invitation to all industrial concerns,
civic organizations and other cnterprises to
take part in the programs.

Station Anniversary Celebrated

SEATTLE—At the close of their first year
of broadcasting, it is believed that station
KOMO, the Totem Broadcasters, Fisher’s
Blend Station, Inc, established a world's

record.  The record achieved was -1.760
hours, or an average of fourteen hours a
day during the entire vear.

A special program was held on New
Year’'s Eve to celebrate their first anni-
versary, al which Mayor Bertha K. Landes
made a speech, as well as Harry J. Martin,
of the National Carbon Company, and J.
B. Power, president of the Radio Listeners’
Club. Rev. J. E. Crowther repeated the in-
vocation which he presented when station
KOMO first opened. He also gave an ad-
dress congratulating station KOMO on the
good work it had done.

A Unique Speaker

New York Crrv.—John \V. H. Hanley,
this city, has perfected an attachment
wherehy a sea shell can be transformed into
a loud speaker.

Joins United Radio Corp.

H. C. GOODRICH
Well known radio broadcasting and

acoustical authority and former
representative of King Mfg. Corpo-
ration who has been named district
representative in the middle west
for United Radio Corporation, of
Rochester, N. Y. He will cover
Michigan, Ohio, Indiana and Iowa.
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TWG RADIQ BILLS ABSORB
ATTENTION OF CONGRESS

Senator Watson and Representa-
tive White Sponsor Measure
Aiding Radio Legislation

WasningroNn, D). C—Two new
radio bills have bheen introduced in
Congress, one by Senator Watson of
ndiana in the Upper House and the
other in the Lower House by Repre-
sentative White of Maine,

The Watson hill merely provides for
the continuation of the Radio Commis-
sion for another year after March 15
while the White bill does that and also
makes some changes in the present
law. The Watson bill follows :

“That all the powers and authority vested
in the Federal Radio Commission by the
Radio Act of 1927, approved February 23,
1927, shall continue to be vested in and ex-
ercised hy the Commission until March 16,
1929; and wherever any reference is made
in such an act to the period of one year
after the first meeting of the Commission,
such reierence shall he held to mean the
period of two vears after the first meeting
of the Commission.

“The period during which the members
of the Commission shall receive compen-
sation at the rate of $10,000 per annum is
hereby extended until March 16, 1929.”

“The bill which I am now introducing in
the first instance,” said Mr. White discus-
sing his bill, “extends the original authority
of the Commission for an additional year.
This is effected by several verbal changes
in the present law.” He continued:

“Another amendment which I am offering
enlarges the authority of the Commission
with respect to chain broadcasting. [t gives
the Commission power to fix the time dur-
ing which chain hroadcasting may be car-
ried on, to designate the stations which may
be in a general or in a particular hookup,
to limit the number of stations which may
take part in one of these chain broadcast-
ing programs and it authorizes the Commis-
sion to impose special conditions with re-
spect to the wave length and power to he
used.

“Another amendment,” said Mr. White,
“is aimed directly at the alleged monopoly
in radio patents. I am not yet certain that
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in the Committce I shall approve this pro-
vision. I hope that the question can be
opened up before our Committee. We con-
sidered this question in the Merchant Ma-
rine Committee some time ago. The matter
was not so important then as it is today.
The subject is surely worthy of investiga-
tion and study.

Radio Advertising Approved

New York Crry.—Dr. H. K. Nixon, head
of the advertising research laboratory of
the Columbia University School of Busi-
ness, sent out 900 questionnaires to “white
collar” workers to ascertain from these
listeners-in the value of air advertising.
He found that anyone who has anything 1o
sell appreciates its value and realizes that
it brings them many purchasers or at least
makes known a product.

The Happiness Boys and the Capitol
Theatre received the most votes and a 5
to 8 per cent increase in familiarity on ten
leading products advertised by radio. At-
water Kent, Lopez Orchestra, Roxy, Eve-
ready Hour, McAlpin Hotel Orchestra,
Clicquot Eskimos, Goodrich Silvertown Or-
chestra and the Waldorf-Astoria Orchestra
also received the listeners-in check of
familiarity.

New Radio Chief

WasHiNGTON, D. C.—Morse Salisbury has
just been appointed Chicf of Radio Service
for the United States Department of
Agriculture to take the place of Sam
Pickard, who established the Radio Service
in 1926. The new service will start on
February 22nd with a new series of talks
on cooperative marketing, is announced by
Mr. Salisbury. They will be broadcast over
fifty stations for a period of ten weeks.

Having been prepared by experts of the
Division of Cooperative Marketing and the
Division of Economic Information of the
Bureau of Agricultural Economics, they
will form the regular farm cconomics sec-
tions of the U. S. Radio Farm School pro-
grammes.

Opposes Radio Tax

Newark, N. J—The Radio Protective
Association at a recent meeting in this city
was authorized to notify the Federal Radio
Commission that the organization opposed
any tax on radio. Canada charges a tax
on listeners and England charges a tax per
tube on new receiving sets for the support
of the Patent Pool but the Radio Protec-
tive Association claims it would be unfair
to tax American listeners as they have al-
ready paid a tax of 7 per cent on their radio
recelving sets.

New Canadian Station

ToronTo, Canada.—The studio of Can-
ada’s new Station CKGW will be in the
King Edward Hotel, this city. Gooderham
& Worts, distillers, have built the five-
kilowatt station CKGW at Bowmanville,
forty miles east of Toronto. This will be
Canada’s most powerful station, as it does
not share time with any near-by station
and will become a permanent network sta-
tion. General Electric Company equipped
the station.

New WOR Studios

NEw York Crty.—The new WOR studios,
1440 Broadway, this city, occupy the enttra
25th floor of the building.

The new sheet copper shielded trans-
mitling station at Kearney, N. J., has all ap-
paratus in duplicate and the control huilding
uses nine miles of wire in its ground sys-
tem. Ruby lights in the WOR aerial towers
warn aviators at night.

TELEVISION TEST PROVES
SUCCESS OVER FEW MILES

Broadcasting Carried On Using
Methods Perfected by Dr.
Alexanderson and Aides

ScueNecTapy, N. Y.—Radio tele-
vision leapt the barrier between the
laboratory and the home January 13 in
the first demonstration of television
broadcasting, arranged by the Radio
Corporation of America and the Gen-
eral Electric Company.

At three different points in this city, in-
cluding the home of E. W. Allen, Vice
President of the General Electric Company,
groups of engineers, scientists and news-
paper men standing before the first “home
television sets” ever to be demonstrated,
saw the moving images and heard the
voices of a man and a woman transmitted
from the research laboratories of the Gen-
eral Electric Company several miles away.

So lifelike were the lights and shadows
reproduced from the research studios that
the curi of smoke from a cigarette and the
flash of an eye were transmitted by radio
just as a picture unfolds on a screen.

The first home television set is of very
sinmiple construction, not unlike the fam-
iliar phonograph cabinet in size and ex-
terior appearance. In was developed by
Dr. F. W. Alexanderson, consulting en-
gineer of the Radio Corporation of Amer-
ica and the General Electric Company and
his assistants in the laboratory here.

In this instance the transmission of the
moving object was made on 37.8 meters
wavelength while the voice was
simultaneously sent through the air on
3795 meters, the normal wavelength of
WGY. The recciver which Dr. Alexander-
son used differs from the ordinary short
wave receiver in that it converts the elec-
tro-magnetic wave into light instead of
sound and the light becomes an image cor-
responding in movement to the action of
the artists at the transmitting end.

The elements of the television home re-
ceiver are a light source, the scanning de-
vice and the synchronizing system.

Radio for South Sea Islands

San Francisco, Cal—The Burns-Philp
Company, this ciry, have been appointed ex-
clusive distributors for the South Sea and
Western Pacific Islands. This company
maintains steamship lines and are exten-
sive traders in the Pacific, doing business in
Australia as well. Regular radio service is
furnished passengers on trans-oc2anic
steamers in far away places heretofore
deemed outside radio area.

New Studio for KQW

San Jose, Cal—KQW will locate its
studio and headquarters in the Sherman,
Clay & Co. Building, South First Street,
and the first broadcast from this point is
scheduled for September 1, according to an
announcement by Fred Hart, managing di-
rector of the station. The dedicatory pro-
gram will be given Dby talent favorably
known in San Jose and San Francisco.

Army Demonstrates Radio

New York City.—At the military athletic
tournament recently held in Madison Square

Garden, this city, the Military Athletic
League, which comprises 24,000 members of
the National Guard and Naval Militia, dem-
onstrated radio’'s part in modern warfare.
Commander Major Andrew G. Otto, Jr,
was in charge of manoeuvres which demon-
strated a new system of “flash” radio.
Colonel Walter A. DeLamatez, president,
announced that radio which had been most
used for commercial and entertaining pur-
poses was now replacing flags, pigeons,
telephones, telegraphs, and signal lights in
the navy, army and aerial establishments.

Broadcast Employees Dance

NEw York Ciry.——~The S. B. Davega Em-
ployees Cooperative Association recently
held their third annual dinner-dance at the
Hotel Biltmore which was broadcast over
WMCA for two hours. The program was
given under the direction of Herman
Jacobson of the association and H. Emer-
son York, recording director of the Bruns-
wick-Balke-Collender Co.

Inaugurates Dance Programme

New York City—Station WABC, has in-
augurated a radio innovation by broadcast-
ing for four and one-half hours Saturday
evening dance music. The Atlantic Broad-
casting Corp., believes there is a demand for
this music to be utihzed by numerous gath-
erings, parties, dances and clubs. Dance
hostesses may depend upon this dance music
every Saturday night between 7:30 and
midnight.

London Broadcast Successful

SipNEY, Australia—The chimes of Big
Ben in London rebroadcast by station
2FC, this city, went on the air over Station
WMAK, Buffalo. Wellington Muir, engin-
eer, under anarrangement made by the Buf-
falo Evening News, was responsible for this
first cxperiment in the history of radio
when the London chimes were heard in
Buffalo after traveling nearly around the
world.

“Charlie” Garland Returns

Cuicaco—Charlie Garland is again Di-
rector of WBBM, Chicago. The return
of this well known radio personality to
that station from which he first started his
radio career is no surprise to his many
friends. Charlie has during the past three
vears twice given up his position as Direc-
tor of WBBM to head a popular school of
syncopation,

The microphone lure and the desire to
devote his entire efforts to the entertain-
ment of his radio friends is a temptation
too great for him to resist forever, and so
Charlie now says that he has “positively”
returned for good.

Radio Saves U. S. Money

WasHincron, D. C—The Army radio
network through which millions of words
are handled, saved the Government more
than $121,733 in six months. This secrvice
is used by other departments as well as by
the Senate, the Alaskan Railroad, the
American Battle Monuments Commission,
the House of Representatives, the Panama
Railroad, the \Weather Bureau, the Hydro-
graphic Office, the \arine Corps and
twenty-cight other Government agencies.

Charles Freshman Recovers

New York City.—Charles Freshman,
president of the Charles Freshman Co,
Inc., this city, is well on the road to re-
covery following a serious attack of pleu-
risy.
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Industrial ngress As Glimpsed

1. Visiting The Plant.—Executives and salesmen of the Samp-
son Electric Ca., Chicago, on the occasion of their recent visit to
the plant of the Atwater Kent Mig. Co., Philadelphia.

2. The Home of B. & O.—Spacious building and headquarters
of B. & O. Radia, Inc., well known radio distributors of Newark,
N. J. The sign can be seen for many miles at night.

3. An Unique Plaque.—S. F. King, president of the Sidney
Welding Woeks, Sidney, recently designed this plaque com-
bining a Farrand speaker and electric lighting fixtures,

4. Salesrcom on Wheels.—Handsome truck featured by Whole-
sale Radio Equipment €o., Buffalo, N. Y.

5. Piciures in the Air.—Ernst Frederik Werner Alexanderson,
radio and elestrical genius, examining radio television apparatus.
6. A Real Sales Aid.-—Sales counter and stock room of Radio

Distributing Co., Detroit.
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Through the Camera’s Lens
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yHAMBURC BROS. %

Exkooe Stk Batrbulors  Pittsburgh, Pa,

1. Speeds Set Deliveries.—One of a fleet of trucks recently
purchased by Mohawk Radio Corporation, Chicago.

2. The Radio College Head.—Dr. Walter Damrosch, whose
efforts in bringing music more prominently before the nztion by
means of radio, snapped recently while at WEAF, New Yerk City.

3. The Mechanism That Counts.—Dr. Alexanderson (leit) in-
specting television apparatus.

4. Attractive Executive Offices.-—Home of the Radio Listribut-
ing Co., Detroit, Mich.

5. Aggressive Selling Efforts.—Reception committee greeting
fifth carload of sets received by Hamburg Bros., Pittsburgh. Leit
to right: W. Gray, J. Harr, sales manager, E. Hamburg,
Hamburg, Jr., William Herlihy, Steinite factory represemtative.

6. A Royal Reception.—Banquet and reception tenderel H. A

Bellows. former Federal Radio Commissioner, by No:thwesf
Radio Trade Association, Minneapolis, Minn., last month.
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Multi-tube Sets in Demand

Chassis Business Still Remains One of Radio’s
Strong Manufacturing Points But Small Sets Pass

HIZ OLD days of the five tube,

three control radio set are

slowly but surely passing and in
fact 1t 1s apparent to anyone familiar
with the business, that such sets have
almost reached the stage of a drug
on the market. In place of such sets
we find that the average modern chas-
sis is composed of single dial tuning
and runs anywhere from six tubes
upward Dbut 1t is interesting to note
that even with this improvement the
average price 1s not any higher and in
most cases 1t is actually somewhat
lower.

This is due to several reasons, in-
creased  production, Dbetter huying
powers, economical design and the use
of cheaper materials, hut not so cheap
as to effect the quality of reception.
Cheapness is logical and permissahle
where the design is such that even
with such construction the receiver is
still capable of performing in a credit-
able way and the designing engineer
should not hesitate to take such steps
provided he is prepared to make up
any discrepancies by improved design.

As a concrete example of this, take
the case of the much despised steel
when used for a sub-panel, panel or
even complete encasing of the R. F.
and A. F. units. Supposedly steel will
cut down on efficiency, broaden tun-
ing by increasing resistance, effect the
fields of the inductances and half a
hundred other things which are sup-
posedly against all the tenents of radio
engineering. Yet, such sets have been
built and they have worked surpris-
ingly well when everything is taken
into consideration.

Keeping the radio frequency in-

By W. F. Crosby

ductances awav from the steel will
have a good effect and where the
small diameter solenoid coils are used,
if the openings of these will be lkept
parallel and at a respectable distance
from the steel, there will be no diffi-
culty due to broad tuning or to oscil-
lation.

The writer has had occassion re-
cently to do some work along these
lines and for all practical purposes,
steel has had little or no etfect on the
performance of five and six tube re-
ceivers. One five tube set compris-
ing two stages of R. I7, detector and
two stages of transformer coupled A.
. was gradually encased in steel un-
til the entire structure e¢xcept the var-

THE PURPOSE OF THIS
NEW DEPARTMENT

THIS_deﬁarimenf, henceforth a
regular feature of THE Rapio
DEALER, has been created in order io
assist  the manufacturers, engineer
and  production man in itmproving
their combined output. Not highly
techaical, it will be just enough so
to make clear some of the points upon
which there may be coniroversy or
miswnderstanding.

New devices of use to manufac-
turers will be described in detail und
also, advance information will be
gwen on the trends of the market
and buyer’s demand.

Discussion will be welcomed on any
topic of general interest. From time
to time detailed specifications of new
sets or parts will be given and where
full data is available, the specifica-
ttons of several makes of similar
articles will be presented.

41

iable capacities was enclosed and all
without in any way effecting the set in
so far as the ear could determine.
For extreme distance it is true that
there was some effect noticeable but
for local work, which after all is the
work of most modern receivers, the
use of steel made no difference what-
ever.

This, of course, means reducing the
cost to no small extent for expensive
bakelite, copper and aluminum are
completely eliminated in such a re-
ceiver and a six tube chassis may be
made at a correspondingly lower price.
Several prominent manufacturers of
sets have recently gone in for steel
variable condensers, suitably plated of
course to prevent rusting, and in ex-
perimenting here, even where high
frequencies are rather common, the
audible difference could not be de-
tected. TIn fact one of the best sets
experimented with had steel end
plates and a steel shaft.

The saving in material here is small
but by using the stronger metal it is
possible to cut down somewhat on the
thickness necessary to end plates and
although the “scrap” value of steel is
nothing, it will nevertheless work out
as a more economical proposition and
will permit lower costs, in fact it will mate-
rially aid in manufaciuring a six tube
chassis as cheaply as any of the old five
tubers. .

Just what the {unction of the sixth tube
shall be is a problem which seems to be
bothering most manufacturers and as a
result we find that it is usually simply a
blocking tube stuck in ahead of the first
R. F. stage where it will add litile if any-
thing to the overall efficiency of the re-
ceiver.

11 this sixth tube could he made into some-
thing more uscful it would greatly improve
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Testing conden-
sers is ranked as
one of the most
important opera-
tions in the con-
struction. of pres-
ent day receiving
sets, By means
of a special test-
ing block the
operator in the
view to the left is
able to pass
quickly and com-
petently upon the
individual instru-
ments.
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the functioning of the set but it must be
admitted that such practice will add a lit-
tle to the cost. That sixth tube might he
made into an additional stage of tuned radio
frequency but this means an additional
variable condenser and inductance not to
mention the fact that in drum dial con-
struction it means the matching of another
unit so that all may tune alike.

On the other hand, if we take that sixth
tube and shift it over into the audio cir-
cuit, we have a different storv for we shall
thereby greatly mcrease the volume and
hence the apparent power of the set. Sup-
pose that we make it a stage of resistance
coupled amplification the output of which
will feed into the ordinary two siage ampli-
fier. Resistance units and the by-pass con-
denscrs are not excessive in cost, they will
take up but little room and considering the
added performance of the set over the use
of a simple blocking tube, the difference
would appear to be well worth while.

Another alternative arrangement would
he to make the sixth tube one of a pair act-
ing as a push pull ampliier at the output
of the set. Here, too, we will find increased
volume and better quality and some ot the
coil manufacturers are prepared to supplv
the windings at no additional cost over the
ordinary medium ratio audio unit. Of
course one more transformer must be used
but the difference in performance would
also make this worth while over the block-
ing tube.

To get right down to brass tacks, of what
use are several stages of tuned radio fre-
quency when most receivers are used for
purely local work?

Can we not work out a simple one dial
receiver in which the detector is the first
tube and all the others are simply there as
audio amplifiers? Of course, immediately
you begin to think of regeneration and
two stages of straight transformer coupled
audio amplification hut why not carry this
even further?

Suppose that we make a non regenerative
detector the first tube in the set. This will
comprise one variable condenser, one ih-

ductance, socket and the necessary grid
leak and condenser. Then to the end of
this we tack two stages of resistance

coupled amplification, one stage of trans-
former coupled and then wind up with a
stage of push pull. That would make quite
a sct, would it not?

Six tubes, all of which add to the ampli-
fication vet at the same time each scparate
unit should work to the goal of quality
with distortion provided fairly good mate-
rials are used and they are laid out into
the set in such a way that interstage coupl-
ing can be avoided.

With such a set, too, distance should not
be difficult to secure even though there is

no radio frequency ahead of the detector.
By eclhminating at least two variable con-
densers, the cost should be reduced some-
what even with the resistance and push pull
amplifiers. As an experiment we intend to
build a set of this kind some day soon.

It would probably be best to have the last
two tubes of such a set as power amplifiers
—probably nothing larger than a 112 type
being quite sufticient.

Some ambitious manufacturer might
come along some day with a set designed
purely for local work with special emphasis
on quality only. Such a set might have a
really good crystal detector and an audio
amplifving circuit of highly perfected parts

March, 1925

with a suitable output filter circuit—all of
the finest possible and with simple control
of tuning. Such a set need not exceed a
total of five tubes at the most and it is
quite possible that a suitable price it would
prove to be a ready seller provided it was
advertised for exactly what it would do and
nothing more. Such a scheme would lend
itseif beautifully to A. C. operatiomn.

Of course m purc A. C. sets, if the entire
equipment is to be included in the price of
the chassis, it will necessarily run into some
money unless the manufacturer cuts down
dangerously on the filter system and at
every other point. A. C. is, of course, the
thing and it is rather a strain on the
ingenuity of the engineer to be able to turn
out such a set at a price which will meet
competition in the battery field.

To get rid of the hum and at the same
time provide a good eliminator unit is a
difficult matter particularly where price
plays an important part. One way ol ac-
complishing this might be to iron out the
hum by means of a special filter circuit
which would be designed o take out everv-
thing, music and all, at frequencies used by
the commercial lighting companies.

The lower the frequency, the easier this
would be—particularly on the ears of the
listener—for with ordinary frequencies, the
musically sensitive ear would easily detect
the lack of lower frequencies and therefore
condemn the set. There are possibilities,
here though, and we understand that
already one well known set is made and is
using such a scheme, thus greatly reducing
the manufacturer’s cost of the set.

Volume Control and Its Workings
Under Proper Mechanical Conditions

Variable High Resistance Shows Good Engi-
neering and Performs Well Under Test

By James

"ARIABLE high resistance is usually

made with the actual resistance ele-

ment in direct contact with a wiping
arm which will, in time, cause either the
wearing away of the graphite or a coatin
of metallic material from the arm itselg,
cither one of which will cause the clement
to become uscless. There have been sev-
eral such elements on the market at one
time or another and not one has stood the
test of time.

The Tonatrol, made by Electrad, Inc,
though, is not to be classed with such de-
vices as this for its design shows care and
the instrument will stand up indefinitely
since there are no moving contacts in di-
rect conection with the high resistance ele-
ment. This device, a trifle larger than the
average rheostat i1s made especially for
locations where a variation of high resis-
tance is necessary but where the currvent
carrying capacity is limited to extremely
small amounts.

It is not in any sense of the word
adopted to work in various tap devices but
rather as a volume control by means of
which the output of one of the audio
transiormers is partially short circuited
thus decreasing volume yet at the same

time permitting the vacuum tubes to
operate at their normal capacity. Tt 15 a
recognized fact that volume control

through filament adjustment is not always

E. Cartier

a suitable mcans of accomplishing this end
and hence the Tonatrol.

The device itself, when first examined
appears to be of the ordinary rheostat
variety but upon closer examination it will
be found that the resistance wire is
actually cut throughout the length of the
windings in such a way that when the mov-
able arm which travels on the edge of the
wire, exactly like a rheostat, is moved back
and forth, it actually makes contact with
but one wire at a time.

On one side of the wire, and not under-
neath it, will he found a piece of paper up-
on which the graphite resistance has been
anplied until the coating is of the proper
value. This is wedged against the wire by
means of bakelite discs which fit snugly
about the wire element, The instrument
has threc binding posts, the center one be-
ing attached to the movable arm and the
other two to the ends of the wire which
are in the circular strip.

Actually these wires perform much the
same as would a series of very closc taps
but they have the added advantage of posi-
tive contact with all points of the graphite
resistance and at the same time are easily
and quickly assembled. When all the resis-
tance is cut in, the instrument has no effect
whatever upon the volume of the set but as
the transformer is partially shorted, it will
slowly reduce the volume without any
attendant decrease in quality.
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A Forecast of Set Construction
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Increasing Number of Tubes, Less Width and Greater Depth,
Easier Control and A. C. operation Take Center of Stage

TRICTLY speaking there may be

nothing particularly new or startling

under the radio sun, but there are
constant changes going on all about us
and to those of us who are cooped up in
some laboratory, office or factory it is a
comparatively casy thing to lose track of
these little niceties.

A few years ago one and three tube sets
were in the ascendency but these soon gave
way to the five tuber and now we find an
increasing number of tubes up to six and
seven in many cases with the evidence at
hand that this may go even farther. Before
the days of radio frequency amplifiers, three
tubes was the practical limit and the won-
ders that we periormed on those old sets.
Then came the reflex and along with it
tuned radio frequency with its multi con-
trols and oscillations.

Controls have been boiled down to the
point where at present the drum dial with
a small control knob is the major tuning
control of a set. There may be a volume
control of some kind and a battery switch
in addition, but that is about the limit at
the present time. A volume control and
battery switch combined would still fur-
ther simplify the panel but so far as we
know this has not been done as yet although
there are several makes of switch rheostat
on the market.

In the matter of tubes, the logical set is
the one which employs two stages of r.i,
detector and two stages of a.f. for here the
controls are simplified to only three, but
with drum dials and gang condensers
there is practically no limit to the number
of stages of r.f. possible. Many modern re-
ceivers usc three stages of r.f. with single
control and still others used fixed radio
frequency units which require no controls at
all. Either way it is possible 10 increase
the number of total tubes and hence the
power and saleability of the set.

By James E. Cartier

Another way is to increase the stages of
audio frequency by means of combinations
of resistance and transformer or transform-
er and impedance coupled. Either system
will give one more additional tube and we
sec the dawn of seven tube sets.

Some manufacturers have gone in for ad-
ditional stages of a.i., even beyond this point
but difficulty here incrcases to such an ex-
tent that no additional advantages can be
given to the set. Such circuits require so
many by passes that it may be safe to as-
sume that no additional advantage is to be
secured.

There is, at the present time, a distinct
trend toward smaller sets, not that the cubi-
cal contents are any smaller hut that the
apparent size is greatly reduced. You may
recall in the older days of radio that it was
customary to string out the five tubes in a
single row directly in back of the pancl
and you have undoubtedly noticed that at
present, and for some time in the past, this
has given way to using two banks of tubes
arranged one in back of the other.

Probably this will he carried still further
to the point where there may be three hanks
of tubes, but in any event, it is certain that
the depth of the cabinet has been greatly
increased where the front panel may not be
half as wide as the old time five tube set,
vet there may be three or four more tubes
in this newer receiver.

A few years ago, the standard depth of a
cahinet was seven inches hut now it has
reached ten inches and it will probably go
even further before long. One thing is cer-
tain, a narrow panel set is certainly more
pleasing than one having the characteristics

In the opinion of Mr. Cartier the past
year has seen tremendous improvements in
structural design of radio sets. His article

is well worth perusing.
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Simplicity continues
to be the keynote in
the operations which
are involved in the
manufacture of radio
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receiving sets. In
the view to the left
operators in _ the
plant of the King

Radio, Inc., Buffalo,
N. Y., are able to
accomplish consider-
able work of a pains-
taking nature under
the able guidance
and watchfulness of
a skilled supervisor.

of a coffin and with our present day drum
dial and single dial controls, such a panel
may be made to look like a real work of
art. If things kecp on as they are at pres-
ent, it may bhe that some day we will be
using the old cabinets again, but Luning
them from the end instead of the front!

\While on the subject of panels it would
appear that there is a distinct tendency here
to lean a little too far toward the “arty”
tvpe rather than the plain, dignified kind
which is more suitable for the average
home. At present we find a wide variety of
distinctly “loud” bezel plates, for drum dials
particularly, which are entirely out of har-
mony with the rest of the radio sct. It is
not necessary to make a flambuoyant door
knob in order to have it beautiful for many
of our best and most beautiful ones are
along severe colonial lines.

To keep the local “expert” from tinkering
with the set interior c¢very time there is an
SOS or a run down battery, set interiors
are being so huilt that it is not easy to get
at the actual wiring. Shields have had a
lot to do with this and improved sub-panel
construction permits only the tubes to be
placed in the sockets and the necessary hat-
tery connections to be made. Tt is interest-
ing to go back, at this point, over a number
of years when the old time regenerative sets
were made and sealed at the factory and
breaking the seal meant a voided guarantee.

Despite the fact that we have been hearing
about A. C. operated sets for the past sev-
eral years, there are still many receivers
which are made primarily for battery opera-
tion. However, house current operated sets
are constantly on the increase the recent
new models are being put out at prices
which were thought impossible for a battery
operated set a few years back. Improve-
ments in design and construction, quantity
production and other factors have made
these things possible and not a little of it is
also due to the new A.C. vacuum tubes
which were marketed last summer. These
tubes have done much to solve the problem
and it is quite probable that within the next
vear we will see many manufacturers going
in for such construction.

A.C. operation is the thing, there is no
doubt about that and up and coming set
makers are already figuring on such con-
struction, if they have not already put out
such a receiver.

Eliminators of all kinds will and must be
reduced in price to meet competition of
cheap A.C. sets and already there are signs
of a break in this market, some of the newer
devices, notably in the trickle charger class,
being marketed for a fraction of their cor-
ner cost. The B-battery eliminator. alveady
overcrowded, is ahout due to a thorough
shaking up for competition is extremely
keen here with manufacturing costs running
close for most of the different makes, A.C.
tubes will have a decided effect on this mar-
ket.

Taken all in all, though, radio is looking
up. This past year has seen tremendous
improvements in structural design and out-
ward appearance and, as has already been
pointed out in these pages. the increasing
use of magnetic metals in chassis construc-
tion will do a lot toward cheapening and im-
proving the rigidity of such constructiorn.
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The “LMC” Vitreous Enameled Resistor is the Resistor to specify because:—
1—1It is constant in value our laboratories, and fused on under 1400 degrees

2—1It is consistent—free from flaws Fahrenheit

3—It is without capacity 8—The vitreous enamel will not easily chip off

4—It has no apparent inductance 9—It is not affected by any changes in temperature, owing

5—It has fairly low temperature co-efficient to the fact that the co-efficient of expansion of metals

6—It i tely calibrated and minerals are on a par

—t 1,5 AECULALELy 16 _ra € K X 10—1It i§ sturdy in construction, capable of withstanding

7—It is non-hygrosc‘:oplc. The ?leCtrlc element is thor- considerable mechanical and electrical abuse, including
oughly sealed with special vitreous enamel made in short overload of 100 per cent

We are prepared to furnish samples and quotations onresistors of any value, size and mechanical measurements.
Send your specifications.

LAUTZ MANUFACTURING COMPANY

Electrical Alloy Products—Controlling Devices 245-247 New Jersey Railroad Avenue
Newark, N. J.

A Quality Instru-
ment at a price that
means true economy

DIE CAST CONDENSER

Scientifically Constructed to meet the most
exacting requirements—

IMPROVED -

HIS condenser is a re- LIST
UR N-I markable product in many  pRricg
GRID LEAK ways. It is sturdy because of $2.50
excellent workmanship. It is
very efficient because of correct design. It is as fine a
condenser as any critical judge could demand. Manu-
facturers of high-grade receivers have found it up to

i

Adjustable Contigams, Hange their severest tests, and custom set builders are using it
Fits Standard foldels T type. where none but the best obtainable will do. We are
ol autibie ivaye B HEm T ol [scexdy ready to prove this to anyone.

There are other G. & H. Radio Products—A strong line of high-class apparatus popular and easy to sell.

Full information upon request. Ask for it now.

GARDINER & HEPBURN, Inc.

611 Widener Building, PHILADELPHIA, PA.
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Electritier

Modernizes and
Powerizes Any
Battery Set
Supplies “B” cur-
rent and adds
Power Amplifica-

tion to all sets.

Output Filter is Built In

Just plug into last audio socket and set
will operate without B batteries and equal
an expensive electric set, with real 210
power.

Attractive Black Crystalline Case
List Price $47.00

DEALERS 50 Complete
PRICE $15_ Less Tubes

“B’ b
Eliminator

Ideal for sets
using Power
Tube

Includes oxide coat-
ed Platinum Fila-
ment Rectifier Tube

No Liquids
No Moving FParts

Compact 5”x6”x8"
List Price $37.50
Dealer’s

Price $9’75
AIREX “B” Complete with tube
Housed in attractive Crystalline Case

Convenient switch, equipped with Acid-proof rubber-
covered cable and Separable plug.

Shielded Audio Transformer

High in
Quality

Low in Price

Finished in Crys-
talline Black

Dealer’s Net Price’

85c...

$10.00 a doz. Very Auractively Boxed

Airex Filter
Condensers

DEALERS! |*= <y

Our new poliey of selling
direct to you by MAIL pro-
tects you while permitting us
to reduce our prices 10 a
minimum,

TERMS: 3% DISCOUNT ON | 00 vojp D. €. Test
full remittance with order. 2 MFD. 50c.
Small deposit with order, | MFD. 30c.
balance C.0.D. WRITE 2 MFD. 20c.

THE ATREX CO.

1.0S ANGELES NEW YORK
1314 W. Jefferson St. 799 Greenwich St.

THE Rabpio DEALER CATALOG OF NEwW APPARATUS

DURHAMN GRID SUPPRES-
SORS. Manufactured by the In-
ternational Resistance Co., 214
South 20th Street, Philadelphia,
Pa. Low range resistance units
of values from 250 to 3000 ohms
using metallized filament type con-
struction designed to be free from
inductive or capacitative effects.

SONATRON TUBE Type X222, Manufactured
by the Sonatron Tube Company, 108 West Lake
street, Chicago, Ill. Amplifier tube with following
characteristics: 3.3 filament volts, .132 filament am-
percs, 135-180 plate volts, 115 volts “C” battery.
May be used with 434 volt dry cell or 4-6 volt stor-
age “A” supply. List price $6.50.

TYPE X222

AMPERITE Type No. 622. Manu-
factured by the Radiall Company, 50
Franklin street, New York City. Auto-
matic filament rheostat designed especial-
ly for use with 222 type tubes.

KUPROX REPLACEMENT
UNIT. Manufactured by the Kodel
Radio Corp., Cncinnati, Ohio. Dry
metallic specially constructed replace-
ment unit for replacing electrolytic
jars on Philco units. Sixteen small
Kuprox discs are used in correct
measurements for replacement use.
"List price $5.00.

ACME ABC POWER UNIT. Manufac-
tured by the Acme Electric and® Manufac-
turing Co., 1444 Hamilton avenue, Cleve-
land, Ohio. ABC power unit for converting
D. C. scts to A. C. operation. Made in two
modcls: one for use with Arcturus tubes,
other for use with 226 and 227 type tubes.
Cable harness with proper adaptors furnish-
ed. Mounted in steel container finished in
brown crystalline lacquer. 714" high, 117
long and 5" wide.
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Coming Events ‘

June 11-15.—Second R. M. A.
Trade Show, Hotel Stevens, Chicago.
Auspices of the Radio Manufacturers
Association, 32 West Randolph street,
Chicago, III

July  16-17.—National Electrical
Credit Association. Hotel Statler,
Boston. Frederic P. Vose, Secretary,
1008 Marquett Building, Chicago, Iil.

Aug. 18-25.-—Pacific Radio Ixposi-
tion. Civic Auditorium. Auspices Pa-
cific Radio Trade Association. W. J.
Aschenbrenner, Secretary, 905 Mis-
sion street, San Francisco, Calif.

September 17-22.—Rochester Ra-
dio Show. Convention Hall. Spon-
sored and managed by Rochester Ra-
dio Trades, Inc., 122 Cutler Building
Rochester, N. Y.

September  17-22. — Southwestern
Radio Exposition. Public Auditori-
um, St. Louis. William P. Mackle,
Executive Secretary, 1207 Syndicate
Trust Building, St. Louis, Mo.

Oct. 1-6—Pittsburgh Radio Expo-

sition.  Duquesne Gardens. J. A.

Simpson, Director, 401 Bessemer

Building, Pittsburgh, Penna.
Letters to the Editor ’

THE RADIO DEALER

A Sane Radio Year

Ep1tor, THE Rapio Dralgk:

The rapid advancement of Radio has
made the merchandising end of the busi-
ness very unprofitable from manufacturer
down to dealer,

In the early days of radio, six months
—September to March—were considerced
the boom months for the sale of radio
products, but with the rapid strides that
have been made in the improvements of
sets, and greater facilities for broadcasting,
it has developed into an all year round
business which can be made profitable in
1928 if good sane business methods are ap-
plied.

Not so, however, in the radio industry.
Short sighted manufacturers start out wiih
a line of sets and after a high pressured
sales and advertising campaign succeed in
stocking up the jobber who in turn over-
loads tihe dealer. They then take it upon
themselves to place on the market a sup-
posedly improved set, again start a great
advertising campaign, flaunting before the
public in every conceivable advertising
medium the advantages of this article over
the other units.

What is the result? Curtailment of
sales, due to the indecision of the consumer
who is naturally skeptical and consequently
the potential market has been killed, and,
the jobber and dealer has been left with
a large stock of old models which must be
sold at a sacrifice to satisfy the poor and
unwarranted merchandising policies of the
set manufacturer,

The Radio Manufacturers Association
now being active and the Dealers Show
assured each year, the above could be car-
ried out to the betterment of the industry
as a whole and with a saving of millions

of dollars.
) R. S. Mowry,
Universal Battery Co., Chicago.

|

Vabhaaiel,
BALDWIN s

LOUD SPEAKERS

Listen to Piano Music

on the new Baldwin “99”
new tone chamber—it’s

with the latest balanced armature and
the supreme test of good reception.

win

Bald

Write ' ' Standard
for the
Unit Pt World

Catalog Over

[

This speaker employs the very latest type Baldwin Balanced Armature Unit
and a Tone Chamber which combines exponential and conical curves in an
entirely new way. The material of the tone chamber has two hard surfaces
and a soft core. This non-vibrant soft core does not absorb the richness
of the outpouring sound and is free from harshness, giving a mellowness of
souad not found in other speakers.
The “99” is tested on a 210 tube,
400 volts before leaving the factory.
without rattles or blast on the most powerful electrical sets.

~ CONSOLE CABINETS DELUXE

Containing Latest Baldwin Unit
We have a few beautiful walnut console cabinets containing the RACON |
exponential 104 inch horn, combined with the latest BALDWIN UNIT, which l
| we will close out at very interesting prices. Write for cabinet folder. |

J. W, & W. L. Woolf
227-229 Fulton St., New York City
Factory Representatives and Exporters for

NATHANIEL BALDWIN, Inc.

In Canada: Baldwin International Limited, Toronto

the most powerful of power tubes, at
It is designed to give clear volunie
Price $28.50
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CORRECT RADIO FURNITURE

Ehlert Radio Furniture is manufactured by a firm with 40 years’ experience in making
furniture with regard for artistic beauty. This radio furniture is built as drawing-room,
living-room, library and main room furniture, and is above the class of bed-room type
furniture such as highboys, lowboys, and orthophonic type cabinets, which is not
appropriate as main room furniture.

These two consoles really sell the sets. All we ask you to do is to put our cabinets on
your floor and watch your sales increase.

Accommodates All Sets

Especially fitted for Atwater
Kent 37, Radiola 16 and 17,
Crosley, Freshman, Kolster,
Pfanstiehl, and many other
popular receivers. Also now
used with latest circuits de-
signed by Tyrman, Cam-
field, Silver-Marshall, Nine-
In-Line, and others.

No.
Excellent
Desk.

3100 Super
Radio {

Super Excellent
Cabinet on Super Ex-
cellent Speaker Con-
sole.

Supplied with or without 60-inch non-vibrating air column orthophonic tone chamber.
with De Luxe King, Utah’s best unit, list price on horn and unit $19.50, or Rola mag-
netic cone speaker, list price $22.50, which reproduces all audible sounds faithfully.
In stock ready to ship.

Special Designs Built To Order
WRITE FOR COMPLETE CATALOG

EHLERT RADIO FURNITURE CO.
2468 LINCOLN AVE. CHICAGO, ILL.

A. C. Filament
Control Meter

The advent of vacuum tubes hav-
ing filaments adaptable for excitation
from alternating current, creates the
necessity for an absolute means of
control other than the filament rheo-
stat. Variation in house lighting voltage is often such that a perma-
nent setting of the filament rheostat cannot be made with any assurance
that it will be correct for more than a few minutes. Again the char-
acteristics of the radio set are frequently found to be such that a par-
ticular setting of the filament rheostat is necessary to eliminate objec-
tional hum.

Because of the reasons given above, the Jewell A. C. Filament Control volt-
meter pattern No. 190 is an instrument much demanded by set builders. It has
a hody diameter of 2 inches and it has an accurate movement of the moving

van type designed for continuous service and with special modifications for the
small size case. The energy consumption 1s very small.

‘ The instrument is available in ranges of 0-1.5, 0-3, 0-8, 0-10, 0-15 and 0-150 volts. \
l

Pattern No. 190
A. C. Filament
Control Meter

‘ Write for descriptive circular No. 1145.

I
| Jewell Electrical Instrument Co.

| 1650 Walnut St. - -
|“28 years

Chicago
making Good Instruments

99|
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Here and There
‘ With the Editor

The Old Question

Present owners and prospective buyers
of radio sets are interested in the ques-
| tion: When will the present models be
obsolete? In the opinion of George Sco-
ville, Chairman of the Merchandising
Council, NEMA Radio Division, the fac-
tor of ohsolescence in radio sets is being
greatly reduced, and while the problem of
yearly models is still a worrisome one,
Ithe responsible manufacturers are ot
dodging it.
| «A shift in the art appeals to the public
often gives rise to new models,” accord-
ing to the NEMA Chairman, “but the
better manufacturers, anticipating refine-
ments and developments, have designed
their sets with provisions for keeping the
audio-frequency part of the equipment as
| modern as the art itself. Then the only
factors which are likely to become ob-
solete are the appearance of the set and
its controls. By good engineering judg-
ment and sound manufacturing experience
it is possible and has been so demonstrated
by a number of companies in the NEMA
| Radio Division, to keep the appearance of
the older sets on a par with the newer
rones,” said Mr. Scoville.
| “We frankly admit that as an industry
| we are not sure of the answer to the ques-
tion: ‘Shall there be yearly models? Tn
lthc reproductive part of the apparatus we
are constantly making refinements and im-
provements, hut in such a manner that
present set owners are able, at a slight ex-
pease, to modernize their equipment every
vear or So.

“This represents an achievement for the
radio manufacturers and a genuine public
saving. Tt is considerably Detter than the
automobile companies have heen able to do
in this problem of obsolescence, because
a study of the situation would show, T feel
sure, that automotive obsolescence s
greater than radio receiver obsolescence.”

New Literature

The Federated News. Published by the
Federated Radio Trade Association,
Chicago.

New monthly bulletin outlining the ac-
tivities of the associations numbered in the
Federated group. Many familiar faces
gleam from the pages of the first issue to-
gether with considerable association news.
We were considerably surprised to note the
number of budding reporters whose work in
connection with the activities of their in-
dividual associations added lustre to the
pages of the first issue.

N. B. C. Increases Cooperative Insurance
Neiw York Crry.—Supplementing the gift
of a half million dollars of group life in-
surance made to its employes in the earlier
part of last year, the National Broadcast-
ing Company, has provided its employes
with an additional $500,000 of life insur-
ance on a cooperative basis. By this
means, the employer shares the cost with
the emploves.

Underwritten by the Metropolitan Life
| Tnsurance Company, the plan provides ap-
proximately 200 employes with additional
Ilife insurance in proportion to their annual
I'salary. These amounts range from $1,000
'to $5,000 each.
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FIFTY RCA DEALERS FURTHER
PLANS AT FLA. BANQUET

Promotional and Sales Plans Are
Given Added Stimulus at
Affair—Officials Attend

JacxsoxviLLE, Fla.—Plans for the
promotion and sale of RCA radios in
this territory and throughout Florida
were outlined at a banquet held TFel-
ruary 16, at the Hotel George Wash-
mgton and attended by approximately
fifty RCA dealers.

The power of advertising and letting
the radio public know the various features
of a product was siressed by Pierre Bouch-
cron, advertising manager for RCA. He
stated that radio would not have progressed
so far as it has without the constructive
educational advertising accomplished by
the pioncer manufacturers in the business.

E. A. Nichols, eastern sales manager,
€ive a peppy talk to the dealers. e pomnted
out many fcatures of selling used in other
sections of the country and impressed upon
his listeners that they had a product com-
parable with the finest in its line in any
industry.  The growth of radio and the
big  field Jor further expansion was
stressed.

The entertaining feature of the program
was the 1alk by George Clark, Egyptologist
of RCA. He spoke on the early origin of
radio and logically explained that it had
originated with the early Egvptians and
that there was nothing new even in the
latest of the present inventions. His talk
brought many laughs.

Of particular interest to the dealers was
the demonstration of radio photography.
the latest in radio although not as far ad-
vanced as the experiments with television.
An attractive display of ancient and
modern radio sets proved of interest.

Other short talks were made at the ban-
quet. including some by the dealers who
aired their views and spoke of their prob-
lems.  The Florida Electric Supply Com-
pany, one of the two RCA distributors.
was represented by H. R. Worthington and

F. Weinbarg. The Pierce Flectric Com-
pany, the other RCA distributor in this

field, was represented by A. H. Ashford
and J. A Mook, F. Spaulding, local RCA
representative, was also present.

Pioneer Radio Company Moves

San AxtoNia, Tex-—Announcement has
been made by C. O. Lorenz that he has sold
his interests in the Pioncer Radio Com-
pany, located at 401 South Alamo street,
and that henceforth the headquarters of the
firm will be at 105 Mebane street. Mr.
Lorenz has been allied with the radio in-
dustry in this city for the past nine vears.

Dallas To Get Radio Office

Darcas, Tex—Plans have becn practi-
cally closed for moving the main office of

the ffth radio district comprising the
territory in the Southwest, from New
Orleans to this city, thus making this the
headquarters for radio activities throughout
the southwest. Government headquarters
tor opcning up an office in this city have
been offered m the Chamber of Commerce
building, and two representatives from the
radio division of the United States De-
partment of Commerce, are expected here
soon to look over the ground and coni-
plete arrangements.

Establishment of such an office here
would be to trace out illegal stations, regu-
late wave lengths and  supervise radio
broadcasting in this section generally.

Commerce Department Offers
First Radio Census Results

WasHinGton, D. C—A survey of radio
dealers’ stocks just completed by the Elec-
trical Equipment Divisicn of the Depart-
ment of Commerce, the first of its kind
ever officially undertaken returns from 7842
dealers out of a total of 31,485 indicate
that there was an average of nine receiving
sets and loud speakers per reporting dealer
on October 1, 1927,

“B” and “C” battery’s stocks showed an
average of 31 per reporting dealer, in units
of 45 volts, and seven storage batteries for
“A” power, whereas climinators averaged
five per dealer. Receiving set tubes, not
A, C, averaged 63 per dealer, whereas A.
C. ones averaged four., The survey showed
that other types of tubes for rectifying pur-
poses averaged five per dealer.

A total of 936 jobbers was circularized of
which 236 replied. The number of receiy-
ing sets per reporting jobber was 373, loud
speakers 385, “B” and “C” batteries 1220
45 volt units, storage batteries 105, elimina-
tors 254, tubes other than A. C. ones 3,140,
A. C. tubes 97, and rectifying tubes 171, all
per jobber:

The following table shows combined deal-
ers and jobbers stocks, actually reported :

(1) Recei\'ing Sets. No. on Hand
(a) Radio Receiving Sets without ac-

cessories, for battery operation. . ... 153,817
(b) Radio Receiving Sets wired for
AC oreration not including power
supply ... o 9,498
(2) T.oud Speakers.
(a) Loud Speakers only ...... ...... 153,001
(h) Loud Speakers with associated
power amplifier ....... .. ... . . 5,018
(3) Batteries,
(a) Dry “B” and “C” Batteries in
terms of 45 volt units ....... ... . . 534,721
(h) Storage Batteries nor associite
with trickle chargers .. ..... .. .. 77,143
(4) Socket Power Units.
(a) “A” Socket Power Units using
storage battery ............. ... ... 15,560
(b) “A” Socket Power Units not us-
Ing storage battery ............. 7,503

(¢) “B” Socket Power Units with or
without “C» .. ... . . .. . . 51,979
(d) “A” and “B” Socket Power com-

bined umits with or without “C” .. 26,237
(5) Vacuum Tubes (Receiving)
(a) Tubes designed for operation from
6 volts D. C. ............... . 1,008,278
(b) Tubes designed for operation from
4 volts D, C. ............ ... ... 230,053
(¢) AC Tubes C(either heater or fila-
hent, tYDe ) ww 2« graeiew - o § 66T ! 52,147
(6) Rectifying Tubes or Units.
(a) High voltage tubes or other recti-
{ying urits for "“B”’ power supply 58,070
Low voltage tubes or other recti-
fving units for “A” power supply 18.546
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PARAMOUNT RADIO TAKES
NEW QUARTERS IN HOTEL

San Antonio Retail Establishment
Celebrates Expansion by Mov-
ing into Spacious Sales Room

SaNn Antonio, Tex—The Para-
mount Radio Company, formerly lo-
cated at 103 San Pedro avenue, has
moved to its new home in the Blue
Bonnet Hotel, having the street ad-
dress of 432 North St. Marys.

The company, which is one of the largest
retail radio stores in the city, will continue
merchandising Kolster and Atwater Kent
recciving scts as before.

In addition to radio, it is also planned to
carry a stock of Brunswick Panatropes and
records.

The store wil lie in charge of L. G.
Weber.

Atwater-Kent Dealer Appointed

San AnNtoxio, Tex.—Arrangements have
heen completed by which The Fox Com-
pany of this city will become dealers for
Atwater Kent radio sets and loud speakers,
according to an announcement made by \W.
B. Malone, manager of this department
recently.  With the addition of this firm
as an Atwater Kent dcaler, the Straus
Frank Company, local distributors, will now
have five dealers merchandising these prod-
ucts in San Antonio. The other dealers
are: A. I*. Beyer, Liberto Radio Sales,
Gene Roth and Praeger Hardware Com-
pany.

The Fox Company was the first retail
establishment in San Antonio to handie
radio equipment, getting in their first stock
sevenl years ago.

Pancoast Busy In Texas

Sax  Axtonto, Tex—]. C. Pancoast,
Texas representative of the Atwater Kent
Manufacturing Corp., was a visitor in this
city recently, assisting local dealers of this
line to line up their retail sales for the
winter campaign. Mr. Pancoast has his
headquarters in Philadelphia, but spends
the greater part of his time in helping the
Atwater Kent deulers in Texas. Following
his visit in this city, Mr. Pancoast left for
the Rio Grande valley district where he ex-
pects to assist dealers and line up new
business.

Coast’s Radio Row

Los ANGELES.—The vicinity of Twelith
and Wall streets is fast becoming a radio
jobbing center of Southern California.
Among the jobhers now close by and along
the row are Yale Radio Electric- Co.,
Leo J. Meyberg Co., The Electric Cor-
poration, \Western Radio, Inc, Pacific
Wholesale, Inc., A. J. Tobey Co., C. C.
Lawton. In addition there are a number
of manufacturers’ agents.
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Single Code of Standards R. M. A. Proposal

STANDARDIZATION PLANNED
BY SPECIAL COMMITTEE

Move Made in Interests of Clarify-
ing the Situation and Making
Uniformity Possible

New York Criry.—Efforts of the
Radio Manufacturers Association to
bring about a single code of stand-
ards for the radio industry are at last
achieving the desired results, accord-
ing to an announcement from the
Radio Manufacturers Association.

The man who builds his own radio set,
as well as the manufacturer, will be bene-
fited by arrangements made toward the es-
tablishment of a single industry standard,
to be determined with the aid of the
American Engineering Standards Commit-

tee,

The R. M. A. announced last June that
it would not publish any new standards
until a very comprehensive plan could be
made for the cstablishment of a single in-
dustry standard. A study of the situation
showed that personal differences balked the
single standard as long as it bore any trade
association name.

In recognition of this situation and as a
practical expression of its sincere desire
to bring about a single industry standard, the
R. M. A. arranged last September to drop
the use of its name in connection with
standardization, and to lend its efforts and
influence toward the formation of a single
industry standard.

With the R. M. A. taking this position
and also desitrous of securing valuable
standardization suggestions from any expert
source, a meeting was arranged by Dr.
Agnew, Sccretary of the American Engi-
neering Standurds Committee, and by Dr.
Goldsmith, Sccretary of the Sectional Com-
mittee on Radio of that association, with
engincering representatives of the radio
manufacturing interests to discuss their spe-
cific problems and differences.

The result of this meeting, held recently,
(with the R. M. represented by the
Chairman of its Fngincering Division, Mr.
H. B. Richmond of the General Radio Com-
pany, Cambridge, Mass.) was that a com-
plete reconsideration is to he given to the
existing codes of standards and their vari-
ances. An agreement was reached that all
items on which there is no conflict shall be
announced as radio industry standards.

On items on which there is a disagreement
the American Engineering Standards Com-
mittee will endeavor to analyze the situa-
tion, hear all evidence. and establish the in-
dustry standard with the understanding that
any conflicting standards will be hrought
into harmony and agreement with the radio
industry standards as rapidly as possible.

Chain System Vital—Goldsmith
Cuicaco—The present svsiem of network
broadcasting is essential if the outstanding
programs of the air with the leading ar-
tists of the operatic and concert stage. and
the keen rivalry for the improvement of
radio programs are to continue, said Dr.
Alfred N. Goldsmith, Chairman, Board of
Consulting FEngincers of the National

Broadcasting Company, speaking on Feb.
29 before the Radio Divsion of the Na-

tional Electrical Manufacturing Associa-
tion at its mid-winter convention in Chi-
cago.

“Radiv broadcasting employs artistic and
other talent of which there is but a limited
supply and that found only in relatively
few parts of the country in readily avail-
able form,” Dr. Goldsmith said. “For-
tunately, network broadcasting by groups
of fairly high power stations enables the
obtaining of the necessarily large audience
which will economically justify the finest
possible programs, utilizing the most cap-
able performers.

“There is in addition a large class of
non-commercial features which can reach
the public nationally through network
broadcasting or not at all,” he continued,
“A speech by the President of the United
States, the reception of a trans-Atlantic
flier, a great sporting event, or some other
feature of wide public interest taking place
at a given time in a definite locality must
be syndicated by network broadcasting if
the public is to get it at all.”

WGL Opening

New York City—The International
Broadcasting Corporation, this city, recently
entertained the New York radio editors
with a dinner and reception at the Army
and Navy Club, to celebrated the opening of
their new studios. Colonel Lewis Landes,
president of the Board of Directors, pre-
sided and afterwards accompanied the
guests to the new WGL studios in the Park
& Tilford Building, Forty-second street and
Fifth Avenue.

District Representative

HERBERT KERCHEVAL

Who recently opened headquarters with
the Harper-Megee Co., at Spokane, well-
known distributors of Crosley radio ap-
paratus. Mr. Kercheval is district repre-
sentative for the Crosley organization.

CUSTOM BUILT SPECIALISTS
STIMULATE BETTER SALES

Trade Report Shows Amateur
Builder Still to be Important
Factor in Industry

Cuicaco.—Despite the fact that
there has been a decline in the number
of home set builders there has been
no corresponding decline in the sale
of manufactured parts. This state-
ment was made in a recent report
issued by the Radio Parts Committee
of the Radio Manufacturers Associa-
tion. The report follows:

“Obviously the parts manufacturers are
prosperous. And the explanation for their
prosperity lies in the rise of a class of tech-
nicians, who, while they have been with us
since the early days of broadcasting, have
only come prominently to the fore as the
non-technical circuit hound and home-set
builder has receded into the background.
They specialize in custom-built receivers.
The majority of them are keen business
men and practical engincers. Consequently,
they are well qualified to build receivers
that conform to individual tastes and which
are best suited to the localities in which
they are used.

“Almost invariably the builder of custom-
made receivers does not solicit business. It
seeks him, and generally it comes in this
wise. The prospective buyer of a radio set,
perhaps predisposed in favor of some par-
ticular make by reason of its advertised
virtues, enters a radio store and asks for
a demonstration of that particular set. The
salesman is only too glad to oblige. The
set is a good one—one of the best per-
haps—but the customer is not entirely
pleased. Perhaps the set does not seem
sufficiently selective. Hec objects that when
the dials are turned to a certain setting
another station can be faintly heard in the
background.. The salesman courteously ex-
plains that this particular receiver is being
demonstrated in a metropolitan center
where broadcasting congestion is terrific,
and, furthermore, the test is being made
almost under the shadow of the aerial of
Station So and So, while less than a mile
away is a five-kilowatt station.

“The prospective customer protests that
almost the same conditions would be met in
his own home. Whereupon the salesman
points out that under average conditions
the set would he entirely satisfactory; that
it is economically impossible for a manu-
facturer to produce sets on a quantity basis
that will fully mecet the requirements of
every location. The manufacturer, he ex-
plains, must study average broadcasting
conditions and build his receiver accord-
ingly.

“Except in the case of the super-hetero-
dyne and a few other circuits which cannot
be used generally in factory-made receivers
because of license restrictions, a receiver
capable of tuning out a five-kilowatt sta-
tion located a block away, could not rea-
sonably be expected to give satisfaction to
a fellow situated on the Arizona desert and
depending for his market reports and en-
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Parts Sales on Increase Report Shows

tertainments on stations hundreds of miles
away. The set manufacturer is in the un-
enviable position of trying to please every-
body—something that” simply cannot be
done. The most he can hope to do is to
please some of the people some of the time.
The whole thing, he explains, is worked
out according to the law of averages.

“The customer, admitting the logic of all
this, asks to hecar other -sets, He notices
that the sharpest-tuned receivers do mnot
seem to give the required volume, or they
do not sound exactly as he thinks they
should. Being a man of moderate means,
he must confine his selection to receivers
within a certain price range, and he soon
learns that the sets that come closest to
meeting his requirements are so high priced
as to be entirely out of his reach,

“He is irritated, disappointed. He men-
tally compares the receivers under test with
the one his friend Bill had made for him-
self by some fellow, and which cost con-
siderably Jess than the best of the factory-
built products he has just heard. He is at
a loss to understand why the factory-made
jobs should compare so unfavorably. He
unloads his mind to the salesman, who
listens sympathetically and explains that
his friend’s receiver is undoubtedly custom-
built and designed specifically for the local-
ity in which it is used. If he wants such a
receiver, and, apparently, it is the only solu-
tion to his problem, he will be glad to give
him the name of a builder of custom-made
sets. The salesman has no compunctions
about this. He knows that in the circum-
stances, he cannot hope to sell a factory-
built receiver and that the parts that go
into Mr. Prospective Owner’s custom-built
set will come from his store.

“And so the builder of custom-made sets
gets a new customer,

“Or again, there is Mr. Brown, who has
never been particularly sold on radio, prin-
cipally because he likes music and the
tinny, artificial sounds he has heard issuing
from his friends’ loud speakers have been
at best poor substitutes for music. His
friends tell him they have paid anywhere
from $150 to $300 for these receivers and
that they are considered good, but he re-
mains unconvinced. Then one evening,
during a pause in a bridge game, his friend
Jones turns on the radio.

“Mr. Brown is astonished. There 1s com-
plete realism in the thundering, crashing
crescendos, the big drums sound like drums
and the violins like violins. That is the
set he has been waiting for—he asks the
name of the maker and is informed that it
was not made in a factory but was custom-
budt. Mr. Brown is at a loss to under-
stand why the well-known set manufactur-
ers are not producing sets of equivalent
quality. His friend gets technical and, re-
membering what the builder of his set had
told him, tries to explain.

“Quality reproduction, he points out, is
largely a matter of specialization. The va-
rious umits used in his set, for example,
were not all made by the same manufac-
turer, but by different companies, each spe-
cializing in some particular department of
radio reception. The condensers, for ex-
ample, were made by a company that did
nothing but make condensers and which
spent thousands of dollars yearly in re-
search aimed at improving its product. The
long-wave radio-frequency transformers
were made by another company, which, be-
cause of specialization, was able to produce

Elected President

JAMES W. CONDON, Jr.
Manager of the Portland, Ore., branch
of the L. C. Warner Co., who was elected
president recently of the Oregon Radio

Trades Association. Mr. Condon served
as vice president of the organization dur-
ing the past year.

a unit that was exceedingly sharp but which
would not mutilate the signals on the way
through. Further, the audio units had spe-
cial cores, made of a material that could
not economically be incorporated in the
audio units of the factory-built receiver.
“Even when the audio amplifier is of high
grade, the accurate reproduction of the bass
notes required many thousand times the
energy for notes in the upper registers.
Unless the power supply is designed to af-
ford the necessary high voltages and cur-
rent, together with the proper grid bias,
the mere usec of power tubes would cause
worse distortion than would tubes of the
201-A type. His power supply, he explains,
like his recciver, was huilt from paris se-
lected to meet his particular requircments.

Radio in Trade Promotion

PraiLaveLpars, Pa—The Public Ledger,
this city, have started a trade promotion
campaign to run for twelve months and
consisting of a series of full page adver-
tisements of modern home appliances.
Three pages of radio will appear, urging
every body in Philadelphia territory to en-
joy modern radio reception and to pur-
chase radio sets and accessories from radio
merchants in this market.

The Ledger will furnish advertisers anv
quantity of high class printed convenient
broadsides at actual cost of printing. This
is handled by the Mecrchandising Service
Department and they feel it will stimulate
the selling of radio in the Philadelphia ter-
ritory.

SEATTLE GROUP PLANS
WIDE TRADE EXPANSION

Recent Election of Officers Is
Marked by Aggressive Drive
For Trade Betterment

SeaTTLE, Wash.—That the annual
meeting and election of officers of the
Radio & Music Trade’s Association of
Seattle will mark the beginning of a
period of rapid expansion and devel-
opment is the assurance of association
officers.

The meeting was held at a banquet in
the New Washington Hotel last week, with
an excellent attendance. Plans of future
activities were discussed and a really in-
tensive program laid out. FEnthusiasm ran
high and the spirit of co-operation was the
car-mark of the evening.

Reports from the different group direc-
tors showed a marked progress in the last
Year with plans for continued development.

The newly elected officers are all men of
high standing and prominence in Seattle’s
music world, and have voiced their inten-
tions of putting over the Association one
hundred per cent. One of the first activi-
ties will be the launching of a membership
campaign with a hope of incorporating the
entire state within the year.

The trade looks forward with a great
deal of anticipation to the accomplishment
this year and under the able direction of
the new body of directors, success is as-
sured. The new officers are: President,
W. H. Graham, Hopper-Kelly Company;
First Vice-President, Gordon Prentice,
Sunset Electric Co.; 2nd Vice-President,
A. S. Kincaid, University Radio Co.; Sec-
cretary-Treasurer, Geo. J. Marsh, Sherman,
Clay & Co.

The Directors of the various groups are:
Radio—Harry J. Martin, National Carbon
Company; Piano—Ned Douglas, Univer-
sity Music Stores, Inc.; Phonograph—A.
S. Cobb, Brunswick, Balke & Collender
Company; Sheet Music—C. C. Engelhard,
Martius NMusic House; Small Goods—A.
B. Mliller, Pacific Music Company.

USL Holds Convention

Niacara Farrs, N. Y.—From 1400 ser-
vice stations in 1921 to over 14,000 USL
service stations and dealers in 1928 tells
the story that caused unprecedented enthus-
iasm among the 300 USL Central distri-
butors who assembled for the USL annual
sales convention held here February 8 and

It was an occasion for awarding the
prizes in the recent threec months USL
National Sales Contest, the winners of
the contest being: First: Birmingham Bat-
tery & Electric Company, Birmingham,
Ala, Second: R. T, Clapp Company, Knox-
ville, Tenn, and Third; Florida™ Battery
Service, Tampa, Fla.

The two days were devoted to business
sessions, luncheons and banquet and vari-
ous scenic tours around Niagara Falls,

Service, sales and advertising plans for
USL batteries and USL radio equipment
were developed in the business sessions.
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Activities of the Jobbing Trade

SPLITDORF SERVICE SCHOOL
OPENED FOR ITS JOBBERS

Ten Men First Sent to Strategic
Jobbing Centers of Country
to Inaugurate Schools

Newark, N. J—The first service school
system for all-clectric radio receivers to
be established in the United States was

recently announced by Splitdorf Radio
Corporation. ' .
Ten men, experts in the servicing of

electrical apparatus, went to strategic job-
bing centers of the country to establish
schools for the instruction of the whole-
sale element of the trade and their own
servicemen in the proper handling of the
new-day electrical radio apparatus.

From the jobbing houses the system will
be extended out to the dealer trade and 1o
the servicemen of the dealers carrying this
type of equipment. Splitdorf jobhers will
make available to the radio dealers hand-
ling the latest models of all-electric sets all
the information gleaned at first hand from
men skilled in the art of making adjust-
ments and repairs to the electric section
of the compact receiving outfits.

Steinite Distributors

St. Louis, Mo.—The Camplell Tron Com-
pany, this city, H. J. Gorke, Syracuse, N.
Y. and Crescent Electric Supply Co., Du-
buque, Iowa, have been appointed Steinite
distributors.

New Kellogg Distributor

Cricaco—Kellogg  Switchboard & Sup-
ply Co., this city, has appointed Perry B.
Whitsit Co., Columbus, Ohio, their dis-
tributor in central and southern Ohio, cast-
ern Kentucky and southeastern West Vir-
ginia. The \Whitsit Company is a music
trade pioneer in the central west.

Appoints Detroit Distributor

Detrort, Mich.—The Precision Products
Co., Ann Arbor, Mich, announce the ap-
pointment of the General Sales Co., 124
Woodward Avenue, this city, as distributor
for Arborphone speakers in this territory.
Louis Ingram, sales manager of General
Sales Co. states that increase in radio
sales is expected here as a result of the
re-opening of the Ford Motor plants and
the increased business in all motor fac-
tories.

Appoin{s Denver Jobber

Dexver, Colo—Tom H. Phillips, southern
and western sales supervisor for the Amer-
jcan Bosch Magneto corporalion, was in
Denver and following a careful survey of
the territory, appointed the Tritch Hard-
ware Co., this cily, wholesale representative
of his company in the Rocky Mountain ter-
ritory.

Service Eompany Formed

Los ANGELES.—Radielec Laboratory is
the name of a new service organization re-
cently opened at 523 E. Pico St. R. C. Kyle,
former owner of C. C. Radio Ldboratories,

“Jobber Here to Stay”

Editor, Tre Ranio Dearkr

- The writer is at the present time attend-
ing a mecting of Steinile dealers held by
our jobbers Peaste-Gaulbert . Co., of this
city (Louisville, Ky.) There is evidenced
by the dealers a keen desire to learn every-
thing possible about our product, so that
thigy may become better dealers. This wil-
lingness to learn will make dealers better
merchandisers and improve the radio -
dustry in general.

More and more retail selling is getting
away from hit-or-miss methods aud is as-
suming the aspects of a profession in that
scientific methods based upon statistical
facts and information are employed by the
more progressive dealers everywhere ior
the furtherance of their business. On the
other hand, again, the joblber is cagerly en-
couraging these valuable meetings and takes
pleasure i assisting their dealers whenever
possible.

Jolbers are strengthening their reasons
for existence in working closer than ever
with their outlets, supplementing their func-
tions as a warehouse and a credit clearing
bureau, by their activities along sales crea-
tive lines. The radio jobber is here to stay.
He will always take a very vital part in
the general scheme of radio distribution
Lecause he knows better than any other
agency his local conditions and is befter
fitted thercfore to be of service hoth to his
dealer and his manufacturer.

Our company’s success has been built
upon the wonderful cooperation of its job-
bers Loth with our dealers and ourselves.
And we would, indeed, feel privileged to
defend the jobhers cconomic position in the
field of distribution.

Oscar Gerz,
Steinite Radio Co., Chicago.

Culver City, and M. C. Fippenger, formerly
with Precision Electric Manufacturing Co.,
are associated in the new venture. The
laboratory will serve dealers, jobbers and
factory representatives.

Andrews Co. Moves

Los AnGeLrs—J. M. Andrews Co. has
recently moved to new quarters at 1818 S.
Grand, opposite the Olympic Auditorium.

Joins Coast “Row”

Tos ANGELES.-—Another johber has joined
“radioc row.” The Howard Radio Dis-
tributing Co. has moved from 6229 Banner
Place for 1236 Maple Ave.

Named Karas Agent

Los AwcgeLes.—E. M. Park, 316 Com-
mercial St., has been appointed Southern
California representative of The Karas Co.,
Chicago manuiacturers.

Federal Sales Conference

Burraro, N. Y.—The Federa!l Radio Cor-
poration, this city, recently held its annual
mid-winter sales conference. K. E. Reed,
sales manager and C. J. Jones, assistant
sales manager, addressed the meeting. The
following representalives were promoted :
R. H. Canning, R. F. Lovelee, E. C. Hill,
P. J. Rundle and W. R. McAllister.

GOOD WINTER SEASON IN
DENVER TERRITORY-OWEN

Better Money Conditions Cited by
Vreeland Radio Co. Head as
Harbinger of Better Business

Denver, Colo—C. S. Owen, president of
the Vreeland Radio, Co., this city, pre-
dicts a big radio business this winter in this
section. He says: “There is every reason
for big husiness this winter, for Colorado
farmers have big beet and other crops and
the motey is beginning to roll in for them.
The same is true of Western Nebraska,
Western Kansas, Wyoming and New
Mexico, which form a part of our terri-
tory. The farmer is taking up radio, too,
and realizes the information, news and
entertainment that he gets out of a set.”

In New Home

Denver, Colo—The Western Radio Co.,
this city, is now nicely located in its new
home at Second street and Broadway.

Federal_ Radio Winners

Burraro, N. Y.—The Federal Radio,
this city, announces the winners of six
prizes in gold for the best window dis-
plays. City Music Company, Detroit ;
James McCreery & Co., New York City;
C. W. Sowerwine, Huntington, Ind.; Radio
Service Studio, Washington, D. C.; Whit-
ney-Allison  Co., Terre Haute, Ind. and
Ralph L. Franklin, Red Qak, Towa.

Opens Greenwood Store

SearrLE—Opening in the Greenwood dis-
trict is a branch of the Mast Radio Com-
pany, owned by Fred Mast of Seattle. This
store will handle exclusively the Crosley
and Kolster radio sets and will render a
very complete and efficient service. The
main store is located in the heart of the
Green Lake business section and has shown
a wonderful development in the past two
vears.

Reports Excellent Business

Dexver, Colo—J. W. Walton of the Zero-
sone Colorado Co., local distributors of
Sparton radio, just recently returned from
a trip to the factory at Jackson, Mich.
\While there he was informed by Harry G.
Sparks, sales manager of the Sparks-
Withington Co., that the plant would have
o work 24 hours each day until April or
later to keep up with orders on file.

Trade Revival Seen

DeNvER, Colo—Farmers and isolated
communities throughout Colorado and Wy-
oming are buying radio sets according to
R. Y. Reaves, sales and advertising man-
ager of the Vreeland Radio Co., this city,
who has returned from a tour of the two
states. “There is a marked revival in in-
{erest in radio all over Colorado and Wy-
oming,” he said. “The business outlook in
both states is good, with every indication
that radio dealers will mark up new records
during 1928
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New York Dealers Enjoy Hospitality of T.M.R. M. Inc.

Members of the radio trade of greater New York City were the
regular monthly luncheon held in the Cafe Boulevard, New Y ork
Freed-Eisemann Radio Corporation and dealers were

City, March 7.

-

MaasLD Svuin STudies
’ nY

o

guests of the Talking Machine & Radio Men, Inc., at its
Members of the executive staff of the
also guests of the popular eastern association.

CROSS-LICENSING SEEN
AS TRADE ADVANTAGE

Patent Committee Now Working
on Plan to Be Submitted at
June Convention

New York City.—To make avail-
able to the public the widest possible
use at lowest cost of modern radin
and future improvements is the ob-
ject of a plan for cross-licensing of
radio patents now being completed
by the Radio Manufacturers Associa-

tion.

Radio patents will be exchanged and
made available equally to all manufac-
turers joining the RMA patent interchange
plan.

At Buffalo, February 6, the RAMA patent
interchange draft was perfected by its
special patent committee. The successful
patent pools of the automotive and aero-
nautical industries are being followed in
part.

Broadening of radio patent cross-licens-
ing to include future developments, such as
television, 1s provided for in the RAA
plan. Also it is proposed to include the
new devices for reproduction of programs
and pictures via electric light and telephone
wires.

Although it is not probable that television
and other developments, now in the experi-
mental stage, will be available soon to the
public commercially, the RMA patent pool
is being broadened to take in the radio
future as five years’ trial of the patent
cross-license plan is contemplated under

the RMA draft, with automatic extension
thercaiter, if successful.

As now being completed by the RMA
Patent Committce, it is helieved that the
patent cross-licensing system proposed will
e acceptable to the necessary majority of
eligible manufacturers when it is presented
to the RMA membership meeting next
June.  Immediate complete cross-licensing
of all radio manufacturers is not expected
o ensue, but gradual growth of the patent
interchange operations is the aim of its
sponsors.

At the DBuffalo meeting of the RMA
Patent Committee, presided over by Cap-
tain Williams Sparks of Jackson, Michi-
gan, in the absence of A. J. Carter, of Chi-
cago, Committee Chairman: C. C. Hanch
of Chicago, author of the automotive
patent pool; C. C. Colby of Canton, Mass.,
President of the RMA; John W, Van Allen
of Buffalo and Frank D. Scott of Wash-
ington, RMA counsel, and other Associa-
tion officers participated in drafting the
patent interchange plan and also in re-
drafting the RMA Constitution and By-
Laws to extend the Association’s activities.

T. M. R. M. biscuss Legislation

NEw York City.—The members of the
Talking Machine and Radio Men, Inc, an
association of retailers in New York, New
Jersey and Connecticut, met March 7 at a
luncheon meeting in the Cafe Boulevard to
discuss the possible eflect of pending Feder-
al legislation. Irwin Kurtz, President of
the association, presided. He returned re-
cently from Washington, D. C., where he
conferred with representatives of the Radio
Manufacturers’ Association and the Fed-
erated Trades Association in a vain effort
to induce Representative Davis of Tennes-
see to substitute “equitable” for “equal” in
his amendment to the Watson Radio bill.

COMMUNICATIONS BILL NOW
SPONSORED BY COUZENS

Would Replace Present Radio
Commission Although Practi-
cally Functioning the Same

Wasningron, D. C.—A Communi-
cations Commission is provided for in
a bill which has been introduced in the
Upper House of Congress by Senator
Couzens of Michigan.

The bill creates a permanent Commission
on Communications of five members, ap-
pointed as the Federal Radio Commission is
now appointed. To this Commission is
transferred all the power and all the duties
now vested in the radio commission and
also all the power and duties now vested in
the Interstate Commerce Commission so far
as that power extends to telegraph and tele-
phone companies.

The work of the Radio Commission has
not yet been accomplished sufficiently to
permit of the retirement of the commission
to the place of an appeal body; and while
there may be no immediate need for action
with reference to telephone and telegraph
rates, the problem of regulating these com-
panies is one which a permanent commis-
sion must handle at some time.

The Interstate Commerce Commission
has now the authority to regulate telegraph
and telephone companies, but the railroad
preblem is so difficult that the Commission
has been unable to give attention to tele-
phone and telegraph companies and their
practices. It is doubtful if the present de-
velopment of radio would justify this.
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ROGERS MAKES GOOD UNDER
VERY TRYING DIFFICULTIES

Inside Story Revealed How Hu-
morist Addressed Radio Dinner
Without Breaking His Contract

New York City.—It has taken two
years to uncover the real story of the
night Will Rogers made his memor-
able radio appearance in New York,
when for a quarter of an hour he
convulsed listeners throughout the
country and the diners at the Second
Annual Radio Industries banquet ex-
plaining why he was not permitted to
address them.

To the listening public, and to many of
the diners actually present, Roger’s appear-
ance seemed only an amusing, impromptu
stunt, but behind it there was the making
of a few gray hairs for the cowboy come-
dian as well as several others. Incidentally,
as a result of the occurrence, came a last-
ing respect of certain persons.

Paul B. Klugh of Chicago, the Executive
Chairman of the National Broadcasters’ As-
sociation, thus tells the story:

Klugh Tells Story

“ITt was in the afternoon, about 4 o’clock,”
he said. “I was presiding at the annual
meeting of the National Association of
Broadcasters. A note was handed me from
Major J. Andrew White, reading, ‘Rogers
has run out on us. What shall we do?’

“There we were, two hours from our ban-
quet, covers laid for 1,500 at the Com-
modore Hotel and twenty-six large broad-
casting stations in all parts of the country
were to go on the air at 9 o’clock with our
program, the largest single broadcast up to
that time. United States Senator Dill of
\Washington and Commander Donald B.
MacMillan, the explorer, were our speakers,
with a long list of distinguished radio
entertainers, topped by the star, Will
Rogers. Of course everybody wanted to
hear Rogers on a national chain broadcast.

“I stepped out of the meeting for a hur-
ried conference with Al Grebe, the banquet
treasurer, and Major White. Negotiations
with Rogers were checked up and found
to have gone back over a period of three
months.  Different men interested in radio
had talked to him and he had consented to
speak for fifteen minutes.

Committee Meets Rogers

“Some one expressed the thought that
Rogers had led us into a pocket and at this
late moment withdrawn on the theory that
he ought to be paid for his services. It
was decided that Mr. Grebe and Major
White go over and catch Rogers as he
finished his afternoon performance at the
New Amsterdam Theatre.

“When they reached the dressing room
Rogers was just comong off the stage in his
well-known cowboy make-up. Our re-
presentatives explained to him the predica-
ment in which he had placed the banquet,
and offered him a sum of money if he
would go on—all the money, by the way
which the association would command at
that time.

Showed True Character

“There is where they made the mistake
of their lives, and the true character of
Will Rogers came out. He refused the
money absolutely.  Prior to giving his

promise to broadcast at the banquet, he said,
he had made a contract to go on a long
tour which meant many thousands of dol-
lars to him (Rogers), and as soon as his
manager heard about his going to broadcast
at the banquet he had prohibited it, and
referred him to a clause in the contract
K’hiCh give the manager the power to stop
im.
A Resourceful Chap

“Then came a period of silence and some
embarrassment on the part of the banquet
representatives.  Finally Rogers spoke. up.
He was a showman, he said; a showman
should be resourceful, and if he could not
develop a way out of this difficulty he was
not worthy of the name. He scratched his
head, rubbed his chin, squirmed around,
and fiaally said he had a plan.

Talk Makes Hit

“It was simple. He would come over to
our banquet at the appointed time and he
would tell the people of the United States
why he could not speak publicly during the
period of his contract. Well, he did this,
and those who listened to his rambling
explanations have often said that of all
the entertainment provided by Rogers this
exposition of his difficulties was by far the
most humorous talk he has ever given.”

New Manufacturers Agent

CreveLanp, O.—Max L. Haas of this
city, announces that he has severed con-
nections with the Haas Electric Sales Com-
pany which he had formed, and is now
established as a manufacturers’ agent at
300 Eric Building. Mr. Haas was organi-
zer, president and general manager of the
Haas company, a wholesale concern selling
electrical supplies and this firm was the
first Cleveland jobbing house to enter the
field of wholesale radio supplies.

Joins Spokane Firm

SearrLe—H. C. Phillips, for years con-
nected with the Radio Sales Corporation
of Seattle, has left to accept a position
with Sherman, Clay & Company in Spokane.
Mr. Phillips was highly respected in the
trade, and has always been a strong Asso-
ciation worker.

Remodels Radio Showroom

Denver, Colo.—The B. K. Sweency Elec-
trical company, this city, recently opened
at 1422 Court place an uptown retail store
and display room for electric refrigerators
and radio supplies. The three-story build-
ing at this number has been purchased by
the firm for $140,000. About $16,000 was
spent in remodeling the lower floor.

Opens Novel Store

Porrraxp, Ore—H. A. Hall, announces
the opening of a novel radio store at 2186
East Stark Street, under the name of Hall
Spiral Antenna Company, and resembles
a model 25 Orpheus table radio set.

It is a one-story building 20 x 28, with
the dial side facing the street. Extericr
is stucco. Light is obtained from win-
dows not seen from the roadway. Inside
the main room is 14 x 20 feet, is plastered
in three-tone California jazz stucco. It
has hardwood floors. This room will be
used for sales and demonstration.

Hall erected this place for the construc-
tion of the spiral antenna which he in-
vented and for the sale of Orpehum radio
sets, for which he is dealer in Eastern
Multnomah county.

WIRELESS RADIO CORP.
MARKETS NEW DRUM DIAL

Remotrol is Also Announced by
Brooklyn Firm For Coming
Season—Is Repeat Item

New York City.—The Wireless Radio
Corporation of Brooklyn recently an-
nounced a general improvement through-
out their line. One of the most important
of these being the manufacture of a new,
illuminated drum dial which rotates in
back of a particularly beautiful escutcheon
plate and which may be controlled by the
usual gear and pinion arrangement or a
friction drive if necessary. This firm has
gorne in recently for cadmium plating and
parkerizing of brass and steel parts and
these two forms of plating are now being
applied to the various parts with excellent
success. Cadmium plating forms an ex-
tremely low resistance path for radio fre-
quency currents while parkerizing forms
an insulated layer on either brass or steel.

The new Remotrol is one interesting in-
novation in this line. It comprises a
small metal case, handsomely finished, in
which are placed the various parts for
controlling a raido set from a distance.
The Remotrol actually controls the fila-
ment and loud speaker circuits and is
adaptable to any set. Actual tuning of
the set must still be accomplished by hand
as the engineers of the company, after
thoroughly investigating this field, decided
that such a project is hardly practical at
the present time, especially in an instru-
ment which should be sold at a reasonable
price.

The Remotro!l is only six inches, by
two and a half inches wide and two inches
high and comes equipped with a suitable
cable. Several of these may be used on
one radio set and the arrangement is such
that a loud speaker may be used on the
set, operating at full volume, but a pair of
head phones may go on a Remotrol and
be cut down to whatever volume is re-
quired by means of the instrument. It is
possible to have a radio set in a living
room with Remotrols in the dining room
and upstairs bedrooms permitting loud
speakers or head receivers to be used in
any of these localities all during the time
that the radio set is in operation. With
the Remotrol, a touch of the switch on
either the radio set or the Remotrol will
put the set in or out of operation. This
also applies if several Remotrols are used
in the same installation,

The Remotrol should make an ex-
tremely interesting item to dealers who
desire to resell their old customers.

University Music Expands

SEATTLE, Wash.—With the removal of the
University Music Co., in the University dis-
trict of Seattle, to their new store in the
same district, Ned Douglas, proprietor of
the store, announces that they will open a
large radio department, under the manage-
ment of C. L. Gordon, an experienced ra-
dio man. It will be housed on the large
balcony that has been built across the rear
half of the store.

The store is located in the new College
Center Bldg., at 47th and 14th N. E, a
two-story structure designed along modi-
fied Spanish and Gothic lines. Mr. Doug-
las has secured the corner store and is
having it decorated and fitted with the
best of taste and all the most modern con-
veniences.
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News and Views of Radio Trade Celebrities

A

Finds New Desert

ARTHUR T. HAUGH

Former president of the Radio Manufacturers

Association, now general sales manager of United

Radio Corp., Rochester, N. Y., whose growing

interest in the Gobi Desert (wherever that is)

is bringing him world renown in the field of
science,

Tackles Big Job

H. G. ERSTROM

This gentleman tackled his first big job since be-

coming secretary of the Federated Radio Trade

Association when he handled the organization’s

convention in Milwaukee last month. There was

no detail overlooked by the popular official and
no arguments.

A

Receives Canadian Souvenir

[

i

G. CLAYTON IRWIN, JR.

The genial Clay ordinarily goes to Porto Rico
for his winter vacation but due to suffering from
a severe attack of sunburn while there last win-
ter visited this year in Quebec, Canada, during the
past month where he caught a heavy cold. Clay
predicts three great shows this year, June Trade,
the New York and Chicago public shows all of
which he manages.

PATRICK HUGH KILEY
Radio veteran who startled the radio trade of the

east by the dynamic announcement that he had
resigned Herbert H, Frost, Inc., with whom he

had been associated for many years.

Future plans
are indefinite.

The trade is slowly rallying from
the shock.

X

Budding Song Writer

H. B. SIXSMITH
We knew the time must arrive when the radio

trade would develop a song writer. Brother Six-

smith. of Harper & Blish, Des Moines. la.. radio

wholesalers, is the author of a tender ballad which
wiil soon be sung ac all radio conventions.

Laughter Prevents Eating

-

ALEXANDER EISEMANN

Popular member of the Freed-Eisemann Radio

Corporation, Brooklyn, N. Y., who has been grow-

ing in fame as an after dinner story teller. Most

of his friends prefer that time due to the fact that

if he starts before they are too busy laughing and
cannot eat.

%
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The Radio Dealer Catalog of New Apparatus

SONATRON POWER TUBE
Type X250. Manufactured by the
Sonatron Tube Co, 108 West Lake
Street, Chicago, Ill.  Power ampli-
fier tube designed for use with 7.5
volts at filament terminals. Draws
1.25 amperes for filament. Amplifier
plate voltage 250 1o 450 with 45 to 84
volts of “C” battery. 3.8 amplifica-
tion factor. List price $12.00.

ufactured by the Sterling Mfg. Co., 2831 Prospect
avenue, Cleveland, Ohio. “A” power supply unit .em-
ploying dry condenser construction. [Full wave Tungar
bulb used for rectification. Designed to fit into battery
compartment of cabinet taking up no more space than an
“A’ storage battery. List price with tube, $39.50.

Table Type CLAROSTAT. Manufactured by the
American Mechanical Labs., 285 North Sixth street,
Brooklyn, N. Y. Micrometric variable resistor of from
0 to 500,000 ohm range mounted in metal stand with two
flexible conducting cords with tips as well as connection
block to take speaker cord tips. May be used for volume

control, electric pick-up control, remote control, etc. List : -
price §2.50. Q X 1&} ;1
e : n 3 » v 2 . . i costoer \"-‘
& lu ‘ N

EBY A. C. ADAPTOR HARNESS. Manufactured

| liy the H. H. Eby Mfg. Co., 4710 Stenton avenue, Phila-
delphia, Pa. Adaptor harness designed [or use in con-
verting receiver using D. C. tubes for A. C. tube opera-

tion. Designed for installation without rewiring re-
ceiver's circuit. Set of A. C. tubes and filament supply
_ — -~ transformer needed for full installafion and operation.

\ STERLING DRI-A SOCKET POWER UNIT. Man-
|

AIR-CHROME SPEAKER. Manufactured by the

Air-Chrome Studios, 168 Coit street, Irvington, N. J. FEDERAL ORTHO-SONIC RECEIVER Model
Speaker consisting of two fabric diaphragms tautly 110. Manufactured by the Federal Radio Corp., Bui-
stretched upon two frames with the centres of the dia- falo, N. Y. Six tube balanced circnit receiver with single
phragms being drawn in towards each other and inter- control and illuminated scale. 2714” loug, 1322”7 deep,
connected. Employs “bhalanced tenston” vibrating sur- 1134” high. List price $163.00. With current supply
faces. List price, in cabinet with tapestry front, $65.00; equipment and built-in coupler list price is $275.00. ES

without cabinet from $15.00 to £25.00. console designed to match E10 receivers, $40.00.
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The Radio Dealer Catalog of New Apparatus

CORWICO A-C
ADAPTOR HAR-
NESS. Manufac-
tured by the Cor-
nish Wire Co., 30
Church street, New
York City. House
designed for usein
converting battery
operated set to one
using A. C. tubes.
Consists of twisted
calble of flexible
wire with adaptors.
Step-down  trans-
former necessary
for full installa-
tion. Made in two
types for RCA and
Arcturus tubes.

EL MENCO HY-WATT
RHEOSTAT AND PO-
TENTIOMETER. Manu-

factured by the Electro- f/[ g.c%;?r;cl;
Motive Engineering Co., 127 Works, 6
West 17th street, New York Howard
City. One-hole mount air street. New
cooled rheostat and poten- | ok City.
tiometer with no metal or Machine

bakelite touching resistance
element. Potentiometers
made from 200 to 2,000
ohms. Rhecostats made from
6 to 200 ohms. Heavy duty
types for clectric sets also
available.

RCA UX-250 RADIO-
TRON. Manufactured by
the Radio Corporation of
America, New York City.
Power amplifier tube with
bulb larger than ordinary
size but with regular UX
base. Plate voltage 250 to
450; “C” battery 45 to 84
volts; plate current 28 to 55
milliamps; plate resistance
(a-c) 2100 to 1800 ohms;
mutual conductance 1800 to
2100 microhms; amplifica-
tion factor 3.8; undistorted
output 900 to 4650 milli-
watts; 7.5 filament. List
price $12.00.

ZIERICK
WIRE
STRIPPER,
Manufac-
tured by the

removes in-
sulation and
twists
stranded
wire in one
opera tion.
P o rtable;
occupies
12" x 7”7 of
bench space.

s _‘,...»“'
=
SONATRON TUBE Type X201B. t :
Manufactured by the Sonatron Tube KING COLE RESIST- =

Co., 108 West Lake Street, Chicago, ANCE UNIT. Manufactured
Il Storage battery operated de- by the Anylite Electric Co..
tector or amplifier tube drawing 125 | Fyry Wayne, Ind. Resistance
fil. amps. 9 volts of “C” battery | ynit for furnishing “A” current
recommended for amplifier use. Am- | g0 32 yolt lighting systems
plification factor 8. List price $3.00. | {irect to receiver. Screw into
light socket outlet. Made in
different sizes for four, five and
six tube sets.

CROSLEY
MUSICONE Type
D. Manufactured

by the Crosley AIREX STAND-

Radio Corp.,, Cin- | ARD Audio Trans-
cinnati, Ohio. 12- | {lormer. Manufac-
inch cone type tured by the Airex
speaker finished in | ‘Co., 799 Grconw'lch
crystalline  brown | street, Ncw York City.
to match Bandbox Audio frcquenqi
receivers. Baffle trar;sfo_rmer of 65
board construction | laminations. Weighs
used. List price | one pound. Fine sili-
$15.00 con steel used. Indi-
Slo. UL {

vidually packed.
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The Influence of Trade

Associations

By D. H. Kelley

President, National Battery Manu-
facturers Association

Y experience of several years
in trade association work has
convinced me that, after all,

the bone and sinew of a successful
Frade association lies in the spirit of
its members and- in the attitude, one
toward another. The days of unre-
strained and unrestricted competition
may seem to be still with us in spe-
cific instances, but the general trend
of business is away from such a state
of affairs and toward a more human,
more kindly manner of conducting
business and meeting people, particu-
larly our competitors.

The world with which we are
familiar has become so large and the
affairs of life and living are becom-
ing so complicated that our relation-
ships, one with another, assume a dif-
ferent angle and a different import.
The business man is no longer a citi-
zen only of the community in which he
lives. As his interests broaden through
sales and purchases, he finds himself
interested vitally in the affairs of a
greater area. His sales cover other
states. His sales and purchases cover
the nation and may be international
area, and so he ceases, fundamentally,
to be a citizen only of the community
in which he lives and becomes a citi-
zen of the world.

Because of this fact, his attitude is
of vital interest in the affairs of the
world in general through the channels
for the purchase or sale of the prod-
ucts in which he is interested. The
success or failure of the people from
whom he buys or to whom he sells
is of vital importance to the success
of his own affairs. Therefore, through
his business relationship, he finds him-
self tied to a greater or lesser degree,
to the happiness and success of those
of his kind over vast areas of the
world.

The fact that business men got to-
gether in trade groups in the first in-
stance, is an open recognition of the
inter-relationship of business interests
and affairs. It is a recognition of the
fact that business men previously did
things which should not be done in any
industry and which business men to-
day insist should never be done again.
That recognition in itself is budding
ethical principle in that organization.
The fact that men get together mow
more than ever, and talk over their
mistakes, and draw up trade customs,
as the result of agreement on what is

right and what is wrong, what is fair
and what is unfair, is just as much a
statement of ethical principle and the
development of ethical standard as it
would be if a committee of business
men were called together for the defi-
nite purpose of drafting a code of
business ethics.

One can look over a large number
of trade customs at the present time
and find them an equal number of
ethical principles. Every industry of
size in the United States today has a
trade organization of some kind and
name, operating for the one purpose
of improving the relationships exist-
ing among those engaged in the busi-
ness of that industry. Ethical prin-
ciples are with us everywhere. They
are seen in the very check that we
draw on the bank to pay a bill.

They are seen in the very traffic
laws of our state and local communi-
ties. They are in the public sentiment
that is aroused on every side at the
appearance of injustice. The same
thing is true in business. Practically
every business relationship is put upon
an ethical basis, and the fact that we
have emphasized these principles so
continuously, intentionally and unin-
tentionally in our present activities, is
recognition of the fact that ethics 1s
fundamental not only to peace and
happiness of individual mind, but to

Lived Up to Traditions
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JOHN M. REDELL

One of the outstanding pioneers of the
radio industry who was very much in
evidence during the sessions of the
Federated Radio Trade Association held
last month in Milwaukee. The genial
“Happy Jack” living up to the traditions
which have endeared him to the trade
saw to it that his old time hospitality
was dispensed and the visiting delegates
made to feel “right at home.”

any permanent prosperity as well.

It is very interesting to note among
trade associations generally, that the
effort is to bring about a better re-
lationship not only among the indi-
viduals in the industry, but with their
customers and with the general public.
Many organizations, as instanced by
the National Lumber Manufacturers
Association, have established coopera-
tive agencies with the Government,
whereby information of all sorts can
be ascertained for the use of law-
making and law-enforcing bodies and
for any assistance needed in improv-
ing business supervision.

Piracy, inferior quality, substitutes,
labor stealing, credit stealing, the
bonus evil and other evils in industry
are being eliminated by the effort of
Associations.

A very interesting fact is to be noted
in the laws being passed against com-
mercial bribery. An investigation has
developed the fact that the strongest
supporters of those laws against com-
mercial bribery have been trade asso-
ciations.

We are discovering through our As-
sociation work, that the future of our
business success does not necessarily
lie solely in our ability to buy and
sell at a profit, but that on the other
hand, conditions which tend toward
satisfaction for all those engaged in
the industry must be realized in or-
der that permanent success may be as-
sured to each individual firm.

Even the music people found it
necessary to establish uniform ac-
counting systems for the retail dis-
tributing agencies and to have travel-
ing representatives to assist these
people in handling” their business af-
fairs successfully.

Again, I see the tendency on the
part of those seeking the business we
are now enjoying, to misrepresent our
product, belittle our accomplishments,
infringe upon our ideas and play the
pirate in the market which is legiti-
mately ours. No one individual in
this Association can fight the battles
of the industry alone. It must be a
united front that we present to the
disorganized, disorganizing and unfair
competition which appears constantly
in public print and in public address.

Tt was not until the Allies on the
western front in France were under a
single command and were advancing
in a systematic manner, that the turn-
ing point of the War took place. Ina
like manner, in the industry in which
vou and I are engaged, we must pre-
sent a united front in solving the
problems which threaten our peace
and pocket and the welfare not only
of our own families, but the families
of thousands of workmen who are de-
pendent upon us for employment.
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Current Comments

on Radio Topics ’

In connection with the plan of selling ‘
the dealer first, one radio set manufacturer,
who made a hit with Texas dealcrs, sold l
25 carloads of his receiver in that state
alone during 1927, and the company is one
of the small ones and has never done
any extravagant national advertising. He
has, however, been a constant trade paper
user—Talking Machine Jowrnal.

L I 3 %

The Government has handed down a
decision that storage batteries and recti-
fiers need not be labeled “poison.” That |
will be a relief to battery and radio manu-
facturers, who feared that the “skull and ‘
crossbones” would have to be placed on
their merchandise. However, according
to KFI, announcers are still under con- [
sideration, and rumor has it that the odds | : 2
favor convinction, so we can all live in
hopes.—KFI Bulletin, Los Angeles.

o Every time you sell a

Throughout the world it is estimated

that 90,000,000 people are served by radi;)i o

There are broadcasting stations in ( "

countries, with America at the top of the ')"adlo\‘\w;lether A. PN tube
list in numbers, and quality of programs.
Over $20,000,000 alone is invested in broad-

cast stations in this country. The industry
gives employment, it is estimated, to more Or batter O erated~sell a
that 300,000 persons. There are between

40,000 and 50,000 radio dealers and jobbers

in this country, and probably 3,000 manu-
facturers, large and small. In 1927 it is Pacent
estimated that radio products valued at
close to $600,000,000 were produced in the
United States, with exports of around $60,-

000,000.—R.A.A. Bulletin.
X
“Surely our Government has every de-

sire to bring this young radio industry out

of the maze of conflicting opinions and to THE Electric Pick-up

give every assistance to it in a s . . :
healthy deyvelopmeﬁlt.e e, T Vr g T | OINT out to purchasers of sets how, with their radio
light zone between a child’s idea and one of they can play phonograph records ELECTRICAL-
the greatest economical forces known to <o R :

man.—George Lewis.” LY —obtaining superb tone quality—a greater beauty of

reproduction—by simply attaching the Phonovox to their
radio and phonograph.

With both the A. C. and battery
models in stock, every set pur-
chaser 1s a potential sale. Make
sure you have the new A. C.
model, the model for use with
sets using the UY227 or CY327
A. C. Tubes. Order a stock from
your jobber. If he can’t supply

you, write us at once.
\ Pacent Electric Co., Inc.
91 Seventh Ave.
NEW YORK

Makers of the famous
Pacent Balanced Cone

RECENT RADIO PATENTS_, |

Copies of these patents can be obtained by
addressing the Patent Office, Washington, I
D. C., enclosing ten cents in coin to cover
the cost of each patent desired.

Patent No. 1,602,943, Karl Rottgardt, Dahlem,
Germany. Refers to an electrical discharge vessel
for the production or amplification of oscillations
which may be provided with one or more auxiliary
electrodes.

Patent No. 1,602,969 Fay O. Farwell, Toledo.

This invention has for its object to provide a loud
speaker for the amplification of the sound waves
produced by the diaphragh of a receive which is
so constructed that it will reproduce more perfectly
and with more pleasing effect than is reproduced
by the loud speakers now commonly known in the
art,
_ Patent 1,602,212, Carl Rudholph Krone, Oak-
land, Cal. This invention relates to radio appar-
atus and concerns the particular construction of
sockets for confining audion and amplifier bulbs
or vacuum tubes.

Patent No. 1,603,155. Frank Seelau, Detroit,
Mich. The main object of the invention is the pro-
vision of a variable condenser, particularly adapt-
able to radio telephony.

Patent No. 1,600,778, Earl H, Rollinson, Lyons
Farms, N. J. In the recent rapid development of
radio-telephony, there has been a tendency to very
materially increase the power of transmission, and
also the power utilized for sound amplification, with
the result that the receiver diaphragm, being usu-
ally of very thin sheet steel or iron, is of su..cient
bulk and thickness to carry the correspondingly

Manufacturing Licensee for

Great Britain and Ireland:

Igranic Electric Co., Ltd.,
Bedford, England

7 4
.

. . complete for either A.
~  List Prlce$126.5£C. or Battery Model
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D.C.and A. C.

No. 210 Tube Checker—List $7.50

TUBE CHECKERS

Priced from $7.50 to $12.50. Offer most unusual
values. Can also be used in combination with No.
346 Voltmeter to provide a valuable Radio Test Set

at low cost.

D. C. & A. C. METERS

No. 346 Voltmeter

Portable & Panel Styles

An extensive line of Radio Instru-
ments that affords a wide selection to
the dealer. No. 346 B Eliminator Volt-
meter is an outstanding value at $5.00
> list price. Write for valuable price

List $5.00 sheets and literature.

READRITE METER WORKS

5 College Ave. Est. 1904

Bluffton, Ohio

_a-g\.
L¢O-;
.—.//

v

NS

175-177 POWERS ST.
cor. GRAHAM AVE.

Brooklyn, N. Y.
Complete Line of

RADIO CONSOLE
CABINETS

Featuring long air column
horns

Artistic Designs in popular
woods and finishes and in
various Period Models

PRICES RANGE
FROM $15.50 to $110.

Unexcelled facilities for taking care
of the Metropolitan trade

Write for fully illustrated folder

In New York City at
the New York Furni-
ture Exchange, 206
Lexington Avenue,
Space 514.

Without Adaptors!
ARCTURUS

—amplifier, detector,
bigh mu and power types
With

special and universal

A-C CABLES

convert practically
any battery recciver
to A-C operation
without rewiring
or adaptors

ARCTURUS RADIO CO.
255 Sherman Ave., Newark, N. J.

ARCTURU

A-C TUBES /

increased magnetic flux without the accompanying
increase in amplitude of vibration. If made thicker
and heavier to withstand the increased magnetic
pull, the attendant stitiness of the diaphragm will
only impair the clarity of transmission. Since
clearness is as essential as loudness in good trans-
mission, it becornes quite necessary to provide
some means for taking care of the increased flux
in high powered receiving sets, without any damp-
ing effect upon the diaphragm.

Patent No. 1,600,870 was issued to Herbert Grove
Dorsey, of Gloucester, Mass. Sonie of the objects
of the present invention are to provide means for
preventing iuterference in signaling: to provide
means to prevent an intense signal of incorrect
frequency from causing a responsive device to be
actuated; to provide a mechanism jor use with
a sound controlled signal system to prevent other
than a signal of predetermined frequency from
operating said system, to provide means for caus-
ing a sound receiver to respond only to signals of
a predetermined frequency; to provide means for
causing a system to be actuated by sound signals
of a predetermined frequency and to be rendered
inoperative upon the receipt of signals of a differ-
eut irequency; and to provide other improvements.

Patent No. 1,599,400 to Garrold L. Bailey, New-
ark, N. J. This invention relates to devices ior
enhancing or increasing the volume of sound em-
anations, rendering audition more satisfactory, such
Jdevices being variously termed sound amplifiers,
loud speakers, resonators, horns, etc. One of the
features of the present invention is in the provi
sion of an amplifier made wholly of wood, because
its resonant properties, shaped in a novel and at-
tractive form and so arranged internally that mic-
rophonic sound waves are propagated and even-
tually diffused with greatly increased resonance
due to the sympathetic vibrations of the struc-
ture.

Patent No. 1.599,540, Alexander Nvman. Wilk-
insburg, Pa. This invention relates to sound re-
producing apparatus and particularly to telephone
receivers.

Patent No. 1,599.548 Edmund . Baggott,
Brooklyn, N. Y. This invention is directed to an
improvement in vernier attachments and is par-
ticularly useful in the art of radio, being particu-
larly adapted for application *to any of the well-
known instruments employed in the radio art m
which a rotatable shaft is present, such, for in:
stance. as variometers. vario-couplers. condensers,
rheostats, potentiometers, etc.

Patent No. 1,587,587 was issued to Georg Karlo
Villy Jorgensen, of Copenhagen, Denmark. The
invention relates to a sound-funnel for radio-teleph
ony or other sound-reproduction. The distinguish-
ing feature of the invention is that the sound-
funnel is formed of two layers of wood with an
interposed helically wound steel wire (piano wire)
by means of which the parts composing the inner
layer of wood are bound tightly together. Heehy
the advantages are attained partly that the sound-
funnel is reinforced so as to become solid and
durable, partly that the reproduction of sound be-
comes exceedingly pure, clear and distinct and espe
cially free of all disturbing secondary sounds.

Patent No. 1,587,657 was issued to Frederick A.
Kolster, of DBurlingame, California, assignor to
Federal Telegraph Company, of San Francisco,
California, a corporation of California. This in-
vention relates to a radio signaling system and more
particularly to a system for rcceiving signals from
or sending signals to a selected point; in other
words, a system having unidirectional properties.
Such a system broadly has been described in several
prior applications filed in the inventor’s name, en-
titled Radio method and apparatus, Serial No.
274,054, filed January 30, 1919, which was pat-
ented Feb. 27, 1923, and bears Patent No. 1,447,
165, and another entitlel the same, but having
Serial No. 426,503, filed Nov. 26. 1920. The
present application deals with modifications which
are hetter adapted under certain conditions to send
and to receive unidirectional signals,

PPatent No. 1,587.662 was issued to Fritz Lowen-
stem, of New York, N. Y.; John C. Wait, Ad-
ministrator of said Fritz Lowenstein, deceased,
assignor by mesne assignments, to Radio Patents
Corporation, a domestic corporation. This inven-
tion applies itself to the control of alternating
current, and more particularly to oscillation generat
ing system in which a source of direct current or
alternating current is produced.

Patent No. 1,592,834, George W. Lilienthal,
New York, N. Y. assignor to Wireless Radio
Corporation, New York. Relates to e'ectrical con-
densers of adjustable capacity adapted to be used
in radio transmitting and receiving circuits and for
other electrical apparatus. An ohject of the in-
vention is to generally improve this type of device
and to provide a condenser of the character de-
scribed of “low-loss’” compact counstruction and
which shall be adjustable for low minimum capa-
city and adapted to give various desirable capacity
characteristics such as substantially straight line
relation of the frequency or wave length to the
dial setting, etc.

Patent No. 1,592,925, Fernand Carbenay, Paris.
France. Relates in general to radio signaling sys-
tems. [Provide means for easily and conveniently
adapting a radio signaling system for the efficient
reception of various wave lengths.
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WHERE TO BUY RADIO EQUIPMENT

A Classified List of Radio Dealer Advertisers

ADAPTERS
De Jur Products Co., 199 Lafavette St.,
New York City.

ANTENNA EQUIPMENT

American Radio Hardware Co., 135 Grand
St., New York City.

L. 8. Brach Mfg. Co., Newark, N. J.

BATTERIES, DRY CELL, “A,” “B”
& ((C"

Advance Battery Corp.,, 59 Pearl St
Brooklyn, N. Y.

National Carbon Co., Inc., 30 East 42nd
St., New York City.

‘Standard Elec. Nov. Co.,, 19 Boud St.,
N. Y. C.

BATTERY CABLES & PLUGS

De Jur Products Co., 199 Lafayette St
New York City

“B” POWER UNITS

The Airex Company, 797 Greenwich St.
N. Y C

The Crosley Radio Corp.,
Ohio.

Modern Elect. Mfg. Co., Mulberry St,
Toledo, Ohio.

Sterling Mfg. Co., Cleveland, Ohio.

BINDING POSTS

De Jur Products Co., 199 Lafayette St..
New York City.

CABINETS

Ehlert Radio Furniture Co., 2468 Lincoln
Ave., Chicago, IIL

W. and W. L. Woolf, 227 Fulton St,
N. Y. C

CLIPS

Fahnestock Elect.
City, N. Y.

COILS

F. W. Sickles Co., 135 Union St., Spring-
field, Mass.

COMBINATION PHONOGRAPH
AND PICK-UP.

Amplograph Co. of America, 1223 West
Lake St., Chicago, Il

CONDENSERS, FIXED

Aerovox Wireless Corp., 60-72 Washing-
ton St., Brooklyn, N. Y.

De Jur Products Co. 199 Lafayette St.
New York City.

Electro-Motive Eng. Corp.,
17th St., New York City.

Polymet Mig. Corp, 599 Broadway,
New York City.

CONDENSERS, VARIABLE

De Jur Products Co., 199 Lafayette St.,
New York City.

Precise Mfg. Co., 254 Mill St., Rochester,
N. Y.

United Scientific Labs., 80 Fourth Ave.,
N. Y. C.

Wireless Radio Corp., 41 Varick Ave.,
Brooklyn, N. Y.

CONSOLES

Aimone Furniture Co., 1565 Boulevard,
Jersey City, N. J.

DECKS

Arthur Lynch, Inc., 1775 Broadway, New
York City.

DIALS

De Jur Products Co., 199 Lafayette St.,
New York City.

Wireless Radio Corp.,, 41 Varick Ave,
Brooklyn, N. Y.

Cincinnati,

Co.,, Long Island

127 West

DISTRIBUTORS (Illinois)

The Barsook Co., 53 W. Jackson Blvd,,
Chicago, IIl.

Telephone Maintenance Co., 123 S. Wells
St., Chicago, III

GRID LEAKS

Aerovox Wireless Corp., 60-72 Washing-
ton St., Brooklyn, N. Y.

L. 8. Brach Co., Newark, N. J.

De Jur Products Co., 199 Lafayette St
New York City.

Eagle Elect. Mifg. Co.,
Brooklyn, N. Y.

Electro-Motive Eng. Corp., 127 W. 17th
St., New York City.

Gardine & Hepburn, Inc., 611 Widener
Building, Philadelphia, Pa.

Polymet Mfg. Corp., 599 Broadway,
New York City.

GROUND CLAMPS

L. S. Brach Mfg. Co., Newark, N. J.

Eagle Elect. Mifg. Co., 59 Hall
Brooklyn, N. Y.

INSULATORS

De Jur Products Co., 199 Lafayette St
New York City.

KITS

Aerovox Wireless Corp., 60-72 Washing-
ton St., Brooklyn, N. Y.

LIGHTNING ARRESTERS

L. S. Brach Mfg. Co., Newark, N. J.

Jewell Elect. Inst. Co., 1650 Walnut St.,
Chicago, Il

LOUD SPEAKERS

Amplion Corp. of America, 531-535 West
37th St.,, New York City.

Crosley Radio Corp., 732 Sassafras St.,
Cincinnati. Ohio.

Farrand Mfg. Co., Long Island City,
N. Y

59 Hall St.,

St.,

Chas, Freshman Co., Inc.,, 240 W. 40th
St.,, New York City.

Pacent Radio Corp., 156 W.
New York City

Pausin Eng. Co., 727 Frelinghuysen Ave.,
Newark, N. J.

Racon Elect. Co., 18 Washington Place,
New York City.

Shield Speaker Co., Lebanon, Pa.

Stevens & Co., Inc., 46 East Houston St.,
New York City.

Temple, Inc., 1925 S. Webster Ave., Chi-
cago, IIL

Trimm Radio Mfg. Co, 847 W. Harrison
St., Chicago, IlL

Vitalitone Radio Corp,
Place, New York City.

J. W. & W. L. Woolf, Inc, 227 Ful-
ton St., New York City

LOUD SPEAKER UNITS

J. W. & W. L. Woolf, Inc, 227 Fulton
St., New York City.

MAILING LISTS

R. L. Polk & Co., Detroit, Mich.

Trade Circular Addressing Co., 166 W.
Adams St., Chicago, IIL

METERS

Beede Elec. Inst. Co., 136 Liberty St.
New York City.

Jewell Elec. Inst. Co., 1650 Walnut St.,
Chicago, Ill

Lundquist Tool & Mfg. Co., Worcester,
Mass.

Readrite Meter Works, Bluffton, Ohio.

16th St.,

88 University

PANELS

Insuline Corp. of America; 78-80 Cort-
landt St., New York City.

PARTS

Insuline Corp. of America, 78-80 Cort-
landt St., New York City.

PATENTS

Richard B. Owen, 41 Park Row, New
York; 82 Owen Bldg., Washington,
D nCs

Zoltan H. Polachek, 1234 Broadway, New
York City.

PLUGS

L. S. Brach Mfg. Co., Newark, N. J.

De Jur Products Co., 199 Lafayette St.,
New York City.

Polymet Mfg. Co, 599 Bway, New York
City.

POTENTIOMETERS

Polymet Mfg. Co., 599 Broadway, New
York City.

United Scientific Labs., 80 Fourth Ave.,
N. Y. C

Wireless Radio Corp., 41 Varick Ave,
Brooklyn, N. Y.

RADIO CHASSIS

Pierce-Airo, Inc., 80 Fourth Ave, N. Y. C.

RADIO TABLES

Aimone Furniture Co., 1565 Boulevard,
Jersey City, N. J

RECTIFIERS

Raytheon Mifg. Co., Cambridge, Mass.

RELAYS

Jewell Elec. Inst. Co., 1650 Walnut St.,
Chicago, IlL

RESISTORS, FIXED

L. S. Brach Mfg. Co.,, Newark, N. J.

De Jur Prod. Co., 199 Lafayette St.,, New
York City.

Electro Motive Eng. Corp,
17th St., New York City
The Lautz Mfg. Co. 247 New Jersey R.

R. Ave.,, Newark, N. J.

RHEOSTATS

De Jur Products Co., 199 Lafayette St,,
New York City.

Polymet Mfg. Co., Inc., 599 Broadway,
New York City.

George W. Walker Co., 2825 Chester
Ave., Cleveland, Obhio.

United Scientific Labs., 80 Fourth Ave.,
N. Y. C

Wireless Radio Corp.,, 41 Varick Ave,
Brooklyn, N. Y.

SETS, RECEIVING

Argus Radio Corp., 257 West 17th St.,
New York City.

Browning - Drake Corp., Cambridge,
Mass.

Crosley Radio Corp., 732 Sassafras St,
Cincinnati, QOhio.

Federal Radio Corp., Buffalo, N. Y.

Chas. Freshman Co., Inc., 240 W. 40th
St., New York City.

Shamrock Mfg. Co., 195 Waverly Ave.,
Newark, N. J.

Sleeper Radio & Mfg. Corp., 464 Wash-
ington Ave., Long Island City, N. Y.

127 West
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SET TESTERS
CaI;;Iitol Labs,, 159 N. State St., Chicago,
SHIELDINGS

American Radio Hardware
Grand St., New York City.

Orange Research Labs., 247-249 Mec-
Kinley Ave., East Orange, N. J.

SOCKETS

De Jur Products Co.,
New York City.

SWITCHES

Gardiner & Hepburn, Inc, 611 Wide-
ner Bldg., Philadelphia, Pa.

Co., 135

199 Lafayette St.,

(Continued from preceding page)

TRADE MARKS

Chauncy P. Carter, 3625 Lowell St,
W., Washington, D. C

TRANSFORMERS

Airex Company, 297 Greenwich St,
N. Y. C

Modern Elect.
Toledo, Ohio.

Precise Mfg Co., 254 Mill St.,
N. Y.

N.

Mifg. Co., Mulberry St.,
Rochester,

F. W. Sickles Co., 135 Union St., Spring-
field, Mass.

Gcorge W. Walker Co,,
Ave., Cleveland, Ohio.

Wireless Radio Corp., 41 Varick Ave,
Brooklyn, N. Y.

2825 Chester

TUBE REJUVENATORS

Master-Craft Products Co., 3801
St., Chicago, Il

VACUUM TUBES

Arcturus Radio Co., 225 Sherman Ave,
Newark, N. J.

Raytheon Mfg. Co,, Cambridge, Mass.

Sonatron Tube Co 108 W. Lake St,
Chicago, IlL

Televocal Corp., 558 Twelfth St, West
New York, N. J.

Universal Electric Lamp Co., Newark,
N. J.

WIRE

The Acme Wire Co., New Haven, Conn,

N. Clark

ASK

OUR
SERVICE BUREAU

Radio Mailing Lists
for 1927

40,000 Radio Dealers, Retail, per M. $7.50

26,000 Radio Dealers, Foreign Coun-
tries, per 10.00

2.785 Radio Manufacturers, per list 25.00
3,265 Radio Jobbers, per list 25.00
2,218 Radio Jobbers, rated $5,000

up, per list ......cooveariin 20.00
1,542 Radio Jobbers, rated $50,000

up, per list 15.00
1,072 Manufacturers who make and

assémble complete sets, per list.
2,930 Phonograph and Music Radxo

Dealers, per list ..........0.... 25.00

All guaranteed 95% or better. Ask for price
list for anything in Radio Lists.

TRADE CIRCULAR CO.
166 W. Adams Street, Chicago

10.00

THOMAS ANDREWS
FILTER & BY PASS Condensers

Highest grade condensers made in America.
Dependable delivery and positive quality.

Send in your specifications.

Apparatus

7he Barsook Company

Manufachmrers Benresentativos
53 W. Jackson Blvd., Chicago, IIL

USE THE CLASSIFIED

DIRECTORY

It is placed in every issue
of THE RADIO DEAL-
ER for

your convenience.

When in the market for any \
particular goods, look up l\

You will find

the leading manufacturers

the listings.

represented.

EVEREADY

| Radio Batteries
. R -they sell faster

Order from vour jobber.

NATIONAL CARBON CO., INC.
New York C n(‘ano San Francisco
Atlanta §§ 3 { Kansas City

Unit of Unien C1rh|de 1nd Carbon Corporation

From Chicago’s

Oldest Radio Jobbers
The Most Valuable Radio Catalog
W rite for your copy today—
IT’S FREE!

Telephone Maintenance Company

123-5 S. Wells St. Dept. Chicago, III.
* PATENT YOUR IDEAS *
Cal, or send me a sketch of

your invention. Phone Hanover 3662

FREE Inventors Recording Blank

Confidential Advice
U. S. and Foreign Patents secured by
Z.H.POLACHEK Ecz PrtentAtiores
b Consult. Engineer
BB 234, BROADWAY, NEW YORKEM
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PATENTS

%!IIIIIIIIIIIIIII|||||||||||||I||||Il||||||||||||IIIIIIIIIIIIIIIIIIHIHI-
TotheMan with an Idea

I offer a comprehensive, experienced,
efficient service for his prompt, legal
protection, and the development of
his proposition. .
Send sketch or model and descrip-
tion, for advice as to cost, search
through prior United States Fatcms,
etc. Preliminary advice gladly furn-
ished without charge. My experience
and familiarity with various arts fre.
quentls enable me to accurately ad-
vise clients as to probable patentabil-
ity before they go to any expense.
Booklet of valuable information and
form for properly disclosing your
ideas. free on request. Write today.

RICHARD B. OWEN
Patent Lawyer

82 Owen Bldg., Washington, D. C.
41-L Park Bow, New York City

I

O

)

O

i

Use
The
Classified

Department

Greatest Selling I
Advantages

No other speakers have such
a combination of selling ad-
vantages. The Stevens Booklet
explains the several places in
a speaker where special fea-
tures of construction produce
much finer resuits—in all these
places the Stevens has exclu-
sive  scientific  superiorities.
Besides, the wide range of
models and prices of Stevens
Speakers meet the require-
ments of all customers.

Write for Booklet and
information.

STEVENS & CO., INC.
46 E. Houston St.
New York

o

7 A Long Life!

N\

CHICAGO

19 BOND STREET

World’s Best “A”-“B”-“C”’ Batteries

That tells the story of Cyclone “B” Battery success.
Cyclone Batteries are guaranteed.

Standard Electric Novelty Co., Inc.

NEW YORK CITY

PHILADELPHIA

|

I

Fahnestock Clips

58 Different Standard Sizes

The World’s Largest
Makers of Clip
Terminals

Fahnestock Electric Co.
LONG ISLAND CITY, N. Y.

zall
PoLK'S"REFERENCE Book
and Mailing List Catalog

Gives counts and vprices on over 8,000
different lines of business. No matter
what your business, in this book you
will find the number of your prospec-
tive customers listed.

Valuable information is also given as to
how you can use the mails to secure
orders and inquiries for your products
Or services.

Write for Your FREE Copy
R. L. POLK & CO., Detroit, Mich.

Largest City Directory Publlshers in the Werld
Mailing List Compilers—Business Statistics
Producers of Direct Mail Advertising

; The Missing Link

RACON

Exponential Horns

Type OB
No. 1315
Air Column 104"
Bell 18”7 x 247
Depth 13”7

between Perfect and Faulty Reproduction.

Be-

cause Racon Horns are made of an exclusive

nonvibrating material,
The RACON Process assures

I ) ; uniformity ;
| strength:; maximum quality ; minimum weight.

Covered by Patents No. 1,507,711, No. 1,501,032

Racon Electric Company, Inc.

18-24 Washington PI.

New York, N. Y.

Insure Your Good Will by
Prompt and Adequate Registration
Of your Trade Mark in all Markets
Send for New List of Charges, etc.

CHAUNCEY P. CARTER
Radio Trade-Mark Specialist
3625 Lowell Street, N. W.

WASHINGTON, D. C.
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Rapio DEALER—

carries in each issue a story of com-
ing events which will keep you
posted on things in the trade so

that you will be prepared.

carries in each issue a department
of Recent Radio Patents which arc
complete and of vital importance

to all members of the trade.

carries a classified directory in
which is placed names for your
convenience. When you are in the
market for any particular goods
this department will be of service

to you.

RADIO DEALER

10 East 39th St. New York

T s



New Edition
NOW READY!

REVISED--NEW DATA
SEVERAL THOUSAND NEW
LISTINGS--UP-TO-DATE

§i=E5
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for the Manufacturer---

The Sales Department will find this book invaluable because of its Direc-
tory of 1,400 Jobbers giving information as to territories covered, extent
of radio business, lines handled, etc.; a Directory of Manufacturers Repre-
sentatives; Directory of 20,000 Dealers. The Purchasing Department will
find the Directory of Manufacturers and their products an indispensable
guide in purchasing parts, equipment, materials, supplies, etc. A Directory
of Trade Marks and brands is also provided. The book is a complete,
thorough reference boox of the industry and will take the place of expen-
sive and bulky files, serving the purpose better and placing information

SIW S5Lo5 T3

g, AATX

NI O

iy zagrer AN ML
o o
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Size of book 814x6%4 inches. required many times daily at the finger tips of the user. Many are
Beautifully bound in ‘dark blue archasi d £ i) ¢ ¢
cloth stamped in gold. Over 500 puarchasing copiles for a epartments.

pages of invaluable information.
The first and only complete Radio

Reference book and Directory. f or the Jobber———

Complete detailed information of Manufacturers of all kinds of radio

Price $5 OO apparatus, with products of each maker given by model number and with
. 1

ist prices; together with a Directory of Brands and Trade Marks, give

the Jobber a compact and accurate reference file. The lists of 20,000

Dealers, arranged geographically provide a prospect file worth many

DELIVERED times the book’s cost. The Jobbers Directory gives lines handled and
’ territory covered by other Jobbers in the territory showing territory

_ open, etc. The Jobber who uses the BLUE BOOK will find it a time

saver and an efficient reference file which would cost him many hundred
dollars to compile for himself. A copy should be used in every branch.

for the Dealer---

\ N O ‘N; ' The successful dealer must know where to get the goods his customers
\ ° demand. The RADIO BLUE BOOK tells the Brand or Trade Mark
name of all radio products, the name and address of the manufacturer, the

\ model number or name, the list price and gives the name of the Jobber or

\ agent who handles it in the territory. The Dealer can answer any inquiry

\ at a moment’s notice, fully and intelligently. It will clinch many a sale

. \ otherwise lost. This is information not available in any other way. Every
Radio Dealer live dealer should have the book and teach his salesmen to wse it. The
PUblishing \ cost of the book is an investment that will repay the user many times

Co. over,
10 E. 39th St. \

Yoo g enter }f;l:\ The Only Complete Radio Reference

\ .
S or acom afhe W Book and Directory
of The RADIO BLUE \

BOOK, for which we \ Published by
agree to remit $5.00 upon

. N\
delivery. \RADIO DEALER PUBLISHING COMPANY
Name ......... ... T AN DIRECTORY DEPARTMENT

Street & No. ... ... ... ... . ... N\ 10 East 39th St., New York, N. Y.
City . ... State .. ... . \\ 123 W. Madison St., Chicago, I,

Order Your Copy




ENDURING WONDERS
Of Scientific Achievement

“ALL THINGS DREAD TIME, BUT TIME FITSELF DREADS THE PYRAMIDS!”

LL THINGS Dread Tinie and the elements, exeept true crea-
tions of science. And in radio receivers PARTICULARLY,
where electricity, the mightiest of the e lements, stands ready
to destroy, scientifie design amd engineered str rength are \lldl
for failure to withstand Jle nnrestrained fury of hwh voltages
inevitably results in the destraetion of expensive parts. rll.ll
is why the engineers of keading radio set and power supply
m.muhuluu-u use Acrovox fived condensers and Pyrohm
resistors — they know they are scie atifically built and

THEY WILL ENDURE!

‘. E Send for the “Aerovox Research Worker, J’CD
L & “
(« t devoted to interesting technical information.

EROVOX

“Built Better”
70 Washington St., Brooklyn, N.Y.




