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The 2 ampere Tungar will
Trickle Charge, too/

Get your share of the big increased demand for 2 ampere
Tungars because of this feature. A 2 ampere Tungar will

trickle charge a 6 volt battery if clipped on at one post, cr
give a full rate charge if clipped on another.

Always emphasize this double feature. It is a strong sell-
ing argument,

This post — This post- full rate charge !
~ ' , to a 6-volt battery

trickle charge BB aharges auto

to a 6—volt e

battery:- - - ) P T

AlSO dharges This post-charges all

‘2-or4-volt f S

batteries - - :

é@Tungar

REC. U.S. PAT. OFF.
|[BATTERY CHARGER]|
Merchandise Department
Gereral Electric Company Tungar—a registered trademark—is found only
Bridgeport, Conn. on the genuine. Look for it on the name plate

GENERAL ELECTRIC
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RADIO UBES
‘ In the Orange and Blue Carton

Our Dealers’ Windows

offer to us and to our dealer

s themselves the most valuable advertising space in

the world. We realize this fact and that is why we have created such an attractive

scries of colorful and artistic
spared no expense. We have

seasonal displays in the preparation of which we have
endeavored to make these displays worthy of the

prominent position they are occupying in thousands of Cunningham dealers’ win-
dows throughout the country. Increase your Cunningham Radio Tube sales, and
therefore your profits, by filling in and mailing the attached coupon. We shall
be very glad to mail at once, without any expense to you, these displays. They

COUPON

E. T. CUNNINGHAM, INC.,
370 Seventh Avenue, New York City.

Gentlemen :

Pleass put us on your mailing list for the Cunningham Radio
Tube seasonal window displays.

Flrm Nsme ............ ... .. ... . ........ . .........

are printed in nine colors by a special oil paint
process and illustrate all the delightful forms
of entertainment that radio brings to the
American home.

E. T. CUNNINGHAM, INC.

NEW YORK CHICAGO SAN FRANCISCO

Radio Retailing, Fehruary., 1927, Vol. 5. No. 2. Published n

nonthly. MeGraw-Hill Publishing Company, Ine., Tenth Asenue 4t Thirty-sixth Street, New York, N. Y.

$2 per year, 23 cents per copy.  Entered as secund-class matter, April If, 1925, at the Post Office at New York, N. Y., under the Aet of March 3, 1879,
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JUNIOR $12.50

This Cone Speaker is the Famous
Leader of the Famous Utah Line

UTAH RADIO PRODUCTS CO,, 1421 S. MICHIGAN AVENUE, CHICAGO

THE FAMOUS 17% INCH UTAH CONE SPEAKER, $16.00
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~Appealing
to Your Choicest Trade

OUR most influential radio prospects are at-

oiver, ng‘coﬁﬁil‘e’.e:%ﬂu%% tracted to your store by your Stromberg-Carlson
ac Ties .

with external Cone Speaker. franchise. Whether they are wealthy, or merels

East of Rockies $365; Rock- . y

ies and West $400: Canada comfortably well off, it is the “lawyer, doctor, mer
' rer. Ant chant, chief” who decide the standards of the

SR R e e e “butcher, baker, and candlestick maker,” in radio as

gessg_xl‘i%s bust inkcludi}gg tex; : ) " 3 o]

Rockies 0;5252eaR§gkie:sa:d n automOblle_S- ) ) )

West $356; Canada $380. It is to this highly desirable clientele that the

Sgi‘;er.7l§x‘;‘.% bgﬁm?&%e. Stromberg-Carlson particularly appeals. For people

cluding Suspension Cord " and of greatest intelligence usually possess the finest ap-

Or r at i 0 - . . . . S

ceiver. East of Rockies $30; preciation of music in the original, and they recog-

Rockies and West $34; Can- o o . .

ada $40. nize in the Stromberg-Carlson an instrument capable

R, S T of the most flawless musical reproduction. o

R gggg:ﬂg‘;ggégg An increasing number of fol_lowers are advertising

Conady 0 Westi w225 Stromberg - Carlson leadership more and more

every day.

T o
RSN, STROMBERG-CARLSON TELEPHONE MFG. Co.
ROCHESTER, NEW YORK

Makers of woice transmission and voice reception apparatus for more than thirty years.
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Colortone
The effective governor
of tone quality, Gives
you control of the loud
speaker’s voice.

‘The Synchrophase
is also supplied in

ive beautiful
console models.

G_REBE tone quality is unexcelled in clarity and
naturalness. An easily demonstrated statement—
hear a Grebe Synchrophase and compare. The ear will
decide. But tangible reasons also help you convince your
trade: Grebe design and construction and, particularly,
the Colortone, an exclusive Grebe development.

Let us tell you more about it.
Send for Booklet RR

A. H. Grebe & Co., Inc,, 109 West 57th St., New York City

Factory : Richmond Hill, N. Y,
Western Branch: 443 So. San Pedro St., Los Angeles, Calif.

The-_'%l'dest exclusive radio manufacturer. ThisCompany

broadcasis
through sta-
tion WABC.

Flexible Unit Control

which makes the e
Synchrophase a
One Dial
Controlled Set.

© ~—$ynchrophase

oW DIO

A [ T 2| mmmm@ﬁ%ﬂw




All Standard Types

Type GSX-112
High power tubes
for use in improv-
ing tone and
volume,

List price $4.50

Types GSX-201a
and

Gs-201a
The popular gen-
eral purpose tybe,
¥for amplifier or de-
tector. Long life
andhigh efficiency.

List price $2.00

Type GSX-216B
i iimina-

Foruseinbatteryel Y
tors to rectify alternating
currem—advan\ageousm
supplying the higher cur-
rent required by power
tube equipped sets.

List price $7.50

Type GSX-171
High power tubes
foruseinlaststage
of andio amplifica-
tion giveincreased
volume.

List price $4.50

RR.227 COUPON

GOLD SEAL ELECTRICAF IS,OA. Inc.
250 Park Avenue, New York, N. Y.

Gentlemen:—

Gold Seallineand youra

Name - -

Address ——- —

i f the
nd me full pargculars of t
R ttractive proposition

Radio Retailing, A McGraw-Hill Publication

X Master of
the Air!

Profit by the advantages which Gold Seal
leadership brings to dealers—profit-making
aids such as:

»

*

—superior quality, insured by finest materials,
design and workmanship.

—a guarantee that means what it says and that
is backed by a record of square dealing.

—national advertising that makes customers and
helps dealers.

~—up-to-date dealer cooperation that really helps.

That is why Gold Seal jobbers and dealers are en-
thusiastic about this fast selling line. Gold Seal has
achieved national recognition on real performance.
If you are not yet sharing in its success—don’t wait

Mail this coupon today
and get full particulars

GOLD SEAL ELECTRICAL CO.

_ INCORPORATED

250 PARK AVE., NEW YORK

Al Gold Seal

Radio Tubes

Jobbers—A fewat-
tractive territories

still open — write
for details at once.

£

[ 4
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Heistersinger

CONE

Dealers who chose Tower made money last year.
They will make more this year, for Tower is the
fastest selling speaker on the market.

In the Meistersinger you have a product of
proven merit—one with the widest sales appeal
due to its unique design and excellent quality.
Use it as a Table Model or detach the art metal
base and hang it on the wall from the eyelet pro-
vided (15 feet of tinsel cord with each speaker).

This speaker employs a unique direct-drive unit
with eight points of contact to the cone (instead
of one), and is able to cover the entire musical
register. In appearance as well as performance,
it reflects the quality associated with more ex-
pensive speakers. Packed in wooden boxes with
convenient carrying strap.

If you want to speed up your
turnover, write us today.

TOWER MFG. CORP., Boston, Mass.
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MARKET authorities estimate that during
1927 cone speakers will outsell all other
types ten to one.

You can cash in on this tremendous market with
Rola Cone Speakers. For Rola, with its patented

laminated armature will give you clear, brilliant
reproduction under all conditions—on all radio
sets, irrespective of make, type of tubes, or circuit
used.

Rola tone-quality, with an irresistible appeal of a
beautiful and substantial piece of furniture, forms
the profit-winning combination that will treble
your loud speaker sales.

If you have not heard the

Rola new, improved Rola
Cone Speaker .
(Pedestal Tyre) Cone Speaker, there is a

$32.50

treat in store for you.

There is a generous
profit on Rola sales.

Send today for informa-
tion on the Rola line, and
our plan for assisting you
in selling Rola Cone Speak-
. Rola Cone Speaker
ers. Mail the coupon. (Table Type). ...$28.50

The
Rola
Company,
/_e Oakland,
A California
You may send
me particulurs.
.0
0”
0 S Name ... ... .. . . . ...
o ..

&y




with cash

forRadio Sets/

WHICH set to buy? This set had one
advantage; that set another—and
a dozen others shouted their claims.

But out of it all....this fact stood
clear in the minds of eight thousand
men with cash for radio sets:—

“If Popular Science Monthly
has approved the set we will
know it is good. So we’ll
write to Popular Science.”

And they did! Eight thousand letters
asking what sets had been approved by
Popular Science Institute of Standards.

And thousands among our 300,000
readers have shopped with confidence
in the columns of Popular Science
Monthly for their radio sets.

Why this confidence?

The answer is found in this fact: Men
read Popular Science Monthly for
information.

"To them, the advertising pages are
news— reliable news—just as the edi-
torial pages are because—No radio prod-
uct can be advertised there until it

300,000 *interested "
men readers pay 25¢
every month for the
practical information
contained in the edito-
rial andadvertising pages
of Popular Science
Monthly.

000
men

Popul

Radio Retailing, February, 1927
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has been approved by Popular Science
Institute of Standards.

They are protected! Their purchases
are guaranteed!

You, as a radio dealer, know the
tedious, time-wasting ordeal the sale of
a radio can be.

You've met the other type of custo-
mer, too. He knows what he wants,—
gets it,—and the sale is over. He is the
kind who reads Popular Science.

You want more of these quick-acting
customers. Write for information about
our Dealer-Member Service which
keeps you posted on the approved
Radio Products which you should have
in stock. There is no charge for this
Service. Popular Science Monthly, 250
Fourth Avenue, New York City.

MONTHLY

Professor Collins P. Bliss, Director of
the Popular Science Institute of Stand-
ards and Associate Dean, College of
Engineering, of New York University.

What is the Popular Science
Institute of Standards?

The Institute tests radio apparatus and
tools. and approves products of merit.
This approval is necessary before such a
product can be advertised in Popular
Science Monthly. A Buying Guide of
apptoved productsisissued on request,—
but the magazine itself is literally a
buying guide.

ar Science
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More than fine furniture—

follow this selling idea

and watch your cabinet sales jump!

No. 825
20x48-in. top
Solid Mahogany
with Super Zenith

All Watsontown tables are shipped

in Plywood cases.

Fine Radio tables to match the sets you carry!

The sets selling fastest today are table models. Think them
over-—Radiola, Atwater-Kent, Crosley, Bosch, and all the
leaders.

. People are buying sets on performance.
'+ Let them choose their own cabinets, Style
f shouldn’t govern the choice of the sets them.
selves. You will have less money tied up

in stock.

In our new catalog you will .
find fine Radio tables to har-
monize with all standard sets—-
cabinets that are exceptionally
well made, yet sell at prices far
below any other quality line.

Display your sets on these fine
Radio tables, and provide a
setting for them that will show

READ
what these Repeat Order
customers say:

“Your tables are the finest we have
ever handled and at the price, they
are ahead of anything in the line
of Radio Furniture.”

“Order arrived in fine condition
and very much admired.”

“Received our shipment of No.
924 and very much pleased with
them.”

“We have uncrated these tables
and set them up. We like them
and desire to place another order
as follows.”

“We have received the Radio
Tables and Cabinets and are well
pleased with them, therefore, we
are sending in another order.”

““Have had some of your tables and
liked them very much.”

“At the price these cabinets were
beyond my expectation. I was
most agreeably surprised.”

them off well.

No. 917
with
Radiola
25

T ——

Feature
Your Sets on

Our Radio Tables

No. 919
with
Radiola 20

“A Table for Every Set”

WRITE NOW
for Prices and Our Complete

ILLUSTRATED CATALOG

No. 924
18x22-in. top
Solid Mahogany

with Atwater- ¢
Kent Model 30

WATSONTOWN TABLE & FURNITURE CO.

Furniture Manufacturers Since 1893

WATSONTOWN, PA.
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TAB-theRechargeable Dy B Battery

45 VOLTS
30 CELLS

$430

N
Bas N
’i?v’ess

W, DRy gyrnfact,,
‘{‘\g{ P STORAG 5

’(ch_.sWe

Philaci TTERY Corn
ladelphy PeEiRPORATloN
; a,

Increasing Popularity

Tab Rechargeable Dry “B” Radio Batteries are sustaining
their rapid growth in popularity with Radio users. Every
month more and more consumers are appreciating the
economy in using Tab Rechargeable Dry “B” Batteries and
the improved reception they give. :

\ Longer Shelf Life,—longer original life in use, plus the fact
Tab Batteries can be recharged from 6 to 8 times with any
standard “B” battery charger is making many new friends
for dealers who are displaying and pushing this newest de-
velopment in the Radio industry.

Write for literature and discounts.

DRY STORAGE BATTERY CORPORATION
213 Svuth Broad Street
PHILADELPHIA, PENNA.

There is no Substitute for a Good “B” Battery in Radio




10

CONE )%‘I’f.élﬁk

New in a Number of Notable Ways,—and - - -
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COirt

Has what every dealer demands—
Tone, Clarity and Volume at a Popular Price

Though the Wirt Speaker embodies all
the essentials that the best engineering
practice requires in cone speakers, it is
not just another that conforms to this type.

The Wirt differs materially in a number
of ways. Itisnot anassembled instrument.
Every part is either built in the Wirt
plant or specially constructed according
to Wirt Specifications.

The highly sensitive re-
producing unit was de-
signed by Wirt engineers
and is made in the Wirt
plant. Itis extralarge, has
exceptional volume, and
responds to the slightest

/ Prices Changed on \.

Wirt Radio Lightning
Arrester
Was $1.00—Now $1.25

Wirt Radio Wall Insulator
Was $.35—Now $.40

We have been forced to raise
prices on these two items,
but to take care of you we
have increased your discount. /-

radio impulse. Those finely shaded high
and low tones, so often lost in reproduc-
tion, are clearly transmitted even when
used with sets equipped with power tubes
and high voltage batteries.

The cone was specially designed for res-
onance and tonal quality. A conveniently
placed knob at back eliminates need of
dismantling speaker for
readjustment.

In every particular it is an
exceptionally fine instru-
ment, one that you can
back to the limit for the
makers guarantee it un-
conditionally,

Get in touch with your jobber at once. ﬂ
He will allow you the usual radio discounts.

Wi RTQOMPANY

PHILADELPHIA, PENNSYLVANIA
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0]761”3 this Combined Trickle Charger
and Full Capacity Charger

%-« N TRICKLE CHARGER that can be transformed
¢ No.12 into a full capacity charger by the turn of aswitch!

HI-LO “A?” A price that defies all competition! That’s the new

BATTERY Delta HI-LO Battery Charger.

There are no moving parts in HI-LO. It’s noiseless, and

CHARGER can be used while the set is in operation. A drawn metal

case protects bulb and coils. Leads, both to light socket

and to battery terminals, are generous in length.

HI-LO uses the new “Superatled” Bulb — guaranteed by Delta—the new style
Tungar Bulb No. 277465 or any other bulb of similar style. The "HI” charging

rate is about 134 ampere; the “LO,” about 15 ampere.

The rich mahogany baked enamel finish of Delta HI-LO will attract buyers. It's
versatility —and price —will sell it. Performance? Delta guarantees that.

Write - Phone - Wire your jobber - or

DELTA ELECTRIC COMPANY

Marion, Indiana

A Sure ‘Profit Maker at

s10

00

List Price
Less Bulb

11
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e N
YoURrR INSURANCE

eA “Declaration of “Policy

NO SURPLUS STOCKS OF FREED-EISEMANN
SETS—NO “DUMPING”!

(. Your stock of Freed-Eisemann sets is worth its
value, and it always will be—that value will be
maintained.

(. The Ereed-Eisemann dealer franchise gives iron-
clad protection and the most liberal dealer discount
of any nationally advertised line.

(. Improvement in design goes forward constantly,
but with no drastic changes.
Now is the time when your stock of radio sets
needs this protection. Every Freed-Eisemann set
is backed by a company of powerful financial
strength.

Last Year’s Record Doubled!

In New York, America’s most competitive market,
almost twice as many Freed-Eisemann sets were
sold in four months as compared with sales in a
similar period last year.

FORGE AHEAD —WITH PROFIT

with :
FREED-EISEMANN Padio

Assets Over Liabilities $1,000,000
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Why you should make sure it is

BAKELITE

Any radio set, speaker or part is
no better than the insulation used
in it. When insulation value is
impaired, performance is corres-
pondingly impaired.

No material used by the radio
industry is surrounded by more
safeguards during manufacture
than Bakelite. A score or more
of chemists and engineers, in lab-
oratories provided with the finest
equipment that science has de-
vised, not only analyze the raw
materials and test each run of
Bakelite, but they conduct experi-

ments to widen its field of useful-
ness and inaugurate continuous
improvements.

A staff of Bakelite field engineers

cooperate with radio manufac-

turers, and are at their service to
determine the exact form or grade
of Bakelite best suited for a given
application. You, and your
customers, benefit by all of this
exacting care when you make
certain that the radio equipment
you handle is genuine Bakelite.
Look for the trade-mark‘‘Bakelite”’
on parts or cartons.

BAKELITE CORPORATION

247 Park Ave,, New York, N. Y. Chicago Office: 636 W. 22nd St.
BAKELITE CORP. OF CANADA, LTD., 163 Dufferin Street, Toronto, Ontario

REQISTERED

=

THE MATERIAL OF

‘u. 8. PAT. OFF.

18

=J

- —

*“The registered Trade Mark and Symbol shown sbove may be used only on products made fram materials
manufactured by Bakelite Corporation. Under the capital “B" is the numerital sign for infinity, or unlimited
quantity It symbolizes the infinite number of présent and future uses of Bakelite Corporation’s products.™

A THOUSAND USES



14

Radio Retailing, A M cGraw-Hill Publication

When your Customers

ask these questions about B-power

Do you answer them correctly?

“Are B-eliminators really
satisfactory?”

“Which type of rectification
is best?”

“Are all Raytheon-equipped

B-power units alike?”

“Will I be able to get Raytheon
tubes for replacements in the
years to come?”

“Should I buy Raytheon type B
or type BH for replacement?”

“Do you own stock in the
Raytheon Company?”

[T

s

Absolutely. There must be nearly a million of them
in service, many of them on the biggest and most power-
ful receivers. Your reception cannot be at its best

" unless you always have ample power and voltage.

Light socket power is the only way to keep the B-vol-
tage right up to snuff all the time.

The chemical and filament rectifiers are good, but the
trend favors the Raytheon rectifier. More than twenty

" of the leading manufacturers have adopted this tube,

which is now becoming standard for B-power service.

No, indeed. They are as different as the companies
who make them. Some of them are designed for smaller
sets, some of them will handle any set. But all of
them have passed certain minimum essential require-
ments in the Raytheon laboratory. All of them have
been designed for use with the reliable Raytheon tube
which is guaranteed for a year by the Raytheon
Manufacturing Company,

Yes. The temporary shortage during the past few
months was due to an unprecedented demand which
could not be -anticipated, and the Raytheon Company
refused to sacrifice quality for quantity production.
They now have greatly increased facilities which
insures the future supply. In fact, more Raytheons
are being made right now than the total of all other
B-power rectifiers combined.

Buy the tube which came with the unit when it was
new. If your unit was designed for the type B tube,
that tube should be used for replacement. Otherwise
the extra voltage from the BH tube might prove exces-
sive. The BH tube was designed for special applica-
tions where extra power and voltage are needed but, in
the service for which it was designed, no tube can sur-
pass Raytheon, type B.

No, but I want you to buy equipment which will keep
you satisfied, and which you will be proud to show your
friends. That’s why I recommend this Raytheon-
equipped unit. I know it’s backed by sound engineer-
ing and dependable business people. That combination,
together with the long life Raytheon rectifying tube,
is unbeatable,

Raytheon Manufacturing Company
Cambridge, Mass.

|

————]

a————

|
|
|
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N the

Blue and

JOBBERS

Atlantic Sales Co., Dallas, Tex.
Automotive Appliance Co., Dallas, Tex.
Automotive Supply Co.

124 Washington Ave. N., Minn, Minn.
Geo. D. Barbey,

4th & Walnut Sts., Reading, Pa.
Beardsley Specialty Co., Rocklsland, 111
Sanford M. Bookee,

221 Fulton St.,N. Y.C.
Charles Leonard Hardware Co.

Petersburg, Va.
Cogdell Auto Supply Co.

ort Worth, Texas

Creaghead Engineering Co.

TR
i<~
® CESS
[

Wi
I

328 Main St., Cincinnatl, Ohio .
Dallas Radlo Laborataries, Dallas, Tex. Heretofore when the dealer consented to stocking a new make
Hardwicke E Co., Sh . T . . . . o
e e, T of tube, he was satisfied if half the virtues claimed for it came

Washington, N. Caro.
Higgenbotham, Bailey, Logan Co. true. But now, with the introduction of the new Clear Glass
Horst & Wilkinson, Davenport, lowa .
K. O. Tire § : 0
0 l?l;e- ..|5°x'ﬁ‘1er RS ey Zetka Process Tube, claims become facts.

. . umler, .

13186 Pinehurst St., Detroit, Mich. “Unsilvered”—these tubes actually repower the performance of every set.
Lo b g A The fai . £ 3 « »

Lockweod En'ds'? Conine e faint signal of a DX comes through with local” volume and
o a, Pa. : :
ke is Corpor o smoothness. There are no metallic noises. And such welcome features

1225 Brosdway, New York City . 8 Q Q.0 T 0
Main, W. F. Co. ‘Cedar Rapids. lowa as extra long life—no deterioration—minimum “B” consumption, and a
Francis S, Megargee

Adams & Linden Sts., Scranton, Pa. late volta e ra 3 1 { :
Manareh Bseric Cor . S 1 P ge range of from 22} to 250 volts (impossible for sustained

ams esplaines .y cago, .
M e A N performance with any other 201 A type tube.)
Moore, John M. Co.. Okmulga. Okla. . .
Nash Hardware Co., Fort Worth, Tex. To give conclusive proof of Zetka Process superiority the Zetka Labora-

National Accessories, Inc.

2081 Farnam St., Gmaha, Nebr. tories are equipping their dealers with the finest Weston meters—these
299 Broadway, New York City 1 . . . . 0

Pertection Sules Co.. Fort Madison, Jowa meters forming the base of a giant tube display with high attention value.
tank Products Co., Grand Island, Nebr. o .

Plant AutoEquipicat L A . Tested in the meter before the purchaser they tell their own story and

-Stix, D. G. . - 3 . .

e 62 S¢. Louis, Mo. consequently sell their own way into thousands of new homes, with all

Schulikopf Co., The Dallas, Texas . k f Q

Scientific Electrical Service Lab. 115 risk of rash claims removed.
N. Broad St.. Philadelphia, Pa.

Seesholts Fowler Radio Co.

- II#SJN%MSIrke: S(t).o. Wichita, Kans, y l' h b f h' h 'll d

elf, J. M. Supply Co. ou can realize what a tube of this ¢ aracter wi o

511 N. Broadway, Okla., City, Okla.

“ LR « e . . .

Sickies &ibreston Los A “proof-positive in increasing tube sales. It is the tube you have waited

Davenport, lowa .
Smith-Meyling Battery Co. way to double daily o
Keokuk, lowa sales. for—the tube your customers should insist upon.

Standard Laboratories

1406 Walnut St., Kansas Clty .
Stlev::.be e e B = R AT *The revolutionary, new clear glass Zetka Process
14s;152 Broad St., Rochester. Best by Actual Test. has been adapted to a complete line of Power

Tubes. The clear glass tube in the Blue and
Orange box.

. Y.

Straus Co., The

Locust & 27th, St. Louis, Mo.
Vim Lﬁue tinrdwure Corp.

137 Broadway, Buffalo, N. Y.
Wholesale Radio Co.

211 N. 10th St., St. Louis, Mo.
Wireless Electric Co.

206 Stanwix St., Pittsburgh.
Rudol%h Wurlitzer Co.

121 E. Fourth St,, Cincinnatl.
Zwiebel-Stenger Sales Co.
. 203 So. ain St., Wilkes-
1 Barre, Pa,

The Zetka Tube Tester

with an interesting sales

proposition can be had

propositon The Clear Glass Tube
ZETKA LABORATORIES, Inc.

73 WINTHROP STREET NEWARK, N. J.
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100

of Gloueizce

CONE Try This
Special Invitation Offer—

Order a sample! Test it! Compare it! If Sonochorde does not
equal or exceed your expectations, we’'ll refund your money!

Heretofore, dealers have not been able to get Sonochordes fast enough to supply
the demand. Now, for the first time in two vears, due to day and night produc-
tion in our new factory, we are making immediate deliveries.

Sonochorde, with its rich, wine colored silk front, protected back, mahogany
finished metal frame and base, and patented unit with sixteen exclusive features,
is offered in 3 models—Floor, Table and Wall. Note Coupon. Use it!

Manufacturers Factory Sales Agents

BOUDETTE MFG. CO HASTINGS ELECTRIC SALES CO.
Chelsea, Mass. 42 Binford St., Boston, Mass.

T T A T

Floor Standard

A model much in vogue.
Includes all Sonochorde
Features. Price $35.

MAIL THIS
MEMO
COUPON

BOUDETTE MFG. CO., Chelsea, Mass.

Send me complete Sonochorde details—
rush,
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STEWART-WARNER

Our Protective Policy
is Making Money for
Thousands of Dealers

It Will Interest You

This beautiful walnut console is
a recent addition to the Stewart
Warner line. One dial, six tubes.

The Stewart-Warner Protective Policy

Stewart-Wamer Blue Ribbon Dealers are selected and served by our exclusive
distributors, the Stewart-Wamer Wholesale Radio Distributors.

As each distributor has a definite territory, he can give his dealers unusual pro-
tection. Prices are maintained, and a Stewart-Warner Dealer doesn’t walk around
the corner to find his prospects being sold by another Stewart-Warner Dealer.
He is given the opportunity to carry on a real business in his immediate neighbor-
hood—an opportunity to make money. The success of our Dealers is our success.

A Complete Line

With a complete line ranging from the popular-priced table models to the
handsomely designed consoles, Stewart-Warner Blue Ribbon Dealers are en-
abled to sell all prospects who wish to purchase a quality receiver made by a
well-known manufacturer.

Distributors’ Service to Dealers

As Stewart-Wamer Wholesale Distributors are handling Stewart-Warner ex-
clusively and are not interested in other radio lines, Stewart-Wamer Dealers
receive a maximum amount of service. Every Distributor has a trained technical
man whose services are at the disposal of our dealers.

National, Year”’Round Adwvertising

Throughout the year, Stewart-Warner Matched-Unit Radio is kept before the
public eye. Magazines, outdoor painted billboards, posters, newspapers and
broadcast advertising will all be made use of during 1927.

STEWART-WARNER SPEEDOMETER CORPORATION
1820 DIVERSEY PARKWAY, CHICAGO, U.S. A.

Slewait- e
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I'T STAYS SOLD!
No“IFS”,"ANDS” ||
or“BUTS”

HE FARRAND “B” Elimi-
nator is a little higher in
price, BUT.....it is trouble-free
and stays sold! No matter the
type of set, no matter the num-
ber of tubes, it does its job com-
pletely, perfectly, without a
whimper or a let-down —provid-
ing up to 200 volts, if necessary.
Get in touch with your distrib-
utor TODAY. Begin featuring
Farrand #B” Eliminators NOW
while the demand is atits height.

2 .
FARRAND MFQ, Co., in0E]

MRS | FARRAND MFG.CO., Inc.

LONG ISLAND CITY * NEW YORK

— R -

A » \
L/ -3 LR
%:7 \ ’ 79y [V ETTTA A
¥
i 120v 200v

Farrand je.

"B ELIMI

= made by the makers
of the famous

Farrand
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Radi-“A”
Assures
Maximum

Reception
ALWAYS

P ‘m

Three Styles Adapted

to All Radio Sets:

Radi-"*A" may be operated
trom any 110-volt 50 or 60
cycle electric power line.

Radi-*“A” 6-Volt Standard
is for use with radio receiv-
ers of 4 to 8 quarter-ampere
tubes inclusive. It develops
a 6-volt direct current of 2
to 230 amperes.

Radi-““A” 6-Volt Special is
for uge with sets of 8 to 10
quarter-ampere tubes in-
chusive only, and developsa
6-volt current with a maxi-
mum output of 3 amperes.

Radi-*“A”” 4.Volt is made
for any set using up to 12
No. 199 UV tubes inclusive.

% A Batt

This Dealer Sold 74
Radi-*A”s in 3 Months!

INZEL-TESCH, Inc., are dealers in musical

instruments, phonographs, radio receivers

and Radi-“A”, the recently perfectly light-
socket “A” power unit.

Although located in a “workingman’s neighbor-
hood”, this dealer sold 74 Radi-“A” units in
three months, representing a dollars-and-cents
volume of more than $3,600.00 on this one item.

Rinzel-Tesch order Radi<“A” in dozen lots to
keep pace with the demand.
Every Radi-“A” sold by them is working satis-
factorily—and they do not employ a single
service man. Rinzel—:‘resch attribute their
success in selling Radi-“A” to:
1. The superior performance of this instrument
as compared with other light-socket “A” power
units designed to do the same work.
2. Rinzel Tesch’s personal endorsement of Radi-“A”.

3. The Briggs & Stratton Corporation’s Radi-“A”
guarantee.

You can apply these same factors to the suc-
cessful sate of Radi-*“A” to your customers and
profit accordingly. Write for descriptive cir-
cular and ask your jobber about Radi-“A”.
BRIGGS & STRATTON CORPORATION

MILWAUKEE, WISCONSIN

Radi-A"

Replaces

ery and Charger
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AMRAD

A M R A D C O R P O R A T I O N Harold J. Power, Pres. Medford Hillside, Mass.

K The Mershon Condenser N

freshens up old “B” eliminators
and prolongs life in “B” batteries

The Mershon Condenser assists in more perfect filtering
(straining) of the uneven current supplied by a lamp
socket. It also acts as a reservoir to store a large
amount of energy which is necessary for a continuous
smooth flow demanded by incoming broadcasts. This
energy, such as fresh B batteries deliver, must be on tap
instantaneously for large substantial musical notes. The
improvement in tone quality is particularly noticeable on

low notes,

Mershon Condenser con-
nected across B batteries
(with a disconnecting
switch) greatly prolongs
useful life of these dry
cells. It in itself does not
wear out—can be used con-
tinuously.

*8.

e

Here’s a “B” Eliminator that

Equals fresh new “B” batteries

B eliminators usually fail to give reproduction qualities to
your radio that come from fresh, new B batteries. First
class B eliminators are usually quiet in operation and supply
proper voltage and current, but the reproduction in the
loud speaker is faulty because the capacity of the elimi-
nator is not sufficient for the tremendous drain of current
accessible loud or low notes demand. Such eliminators
must draw the current all the way from the lamp socket
through the filter choke into the receiver. The time ele-
ment is appreciable so that the peaks of any notes are
chopped off, which causes distortion.

The Amrad B eliminator employs the famous Mershon
Condenser as the principal capacity unit. This famous
condenser has many times the capacity of any other
eliminator condenser and constantly provides you with a
sufficient supply of energy for the correct reproduction
of any sounds that may come through your radio.

Free from Break-downs

Paper condensers now used in B eliminators frequently
break-down. Here the Mershon has such a large ca-
pacity that any excessive voltage surges are eliminated ; the
charge being instantly absorbed. "This also protects the
receiver set against punctured parts or insulation break-
down,

Won’t Get Noisy

Nor are there any variable adjustments to get out of order.
All parts are readily accessible as no compound or other filler
is used in its manufacture. The Amrad B power unit is mounted
on a metal base and incased in steel box, black enamel finish.

This as well as the other products of the Amrad Corporation
are a tribute to the engineering skill of the Amrad laboratories
and the influence of mass production methods of Powel
Crosley, Jr.

Write Dept. 8B7 for descriptive literature.

including the celebrated
Amrad §-1 tube
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The FREE Cabinet

Is Speeding Up Durham Sales
Order Yours Today!

This New Durham Counter Display Cabinet will speed
up your Durham sales just as it is increasing sales for every
dealer who has put it on his counter. Takes little room.
Attracts attention. Holds complete supply of Durham
Resistorsand Mountings—handy—easy to getatand SELL!

As long as limited supply lasts we are furnishing these
cabinets to our dealers who order stock to fill—50 assorted
Resistors and § each of single and double Durham Mount-
ings. Total list $30.75—less regular discounts. Order
direct and give name of your jobber.

RESISTORS

Selected as Standard by Leading Radio Engineers

INTERNATIONAL RESISTANCE COMPANY
Dept. J, Perry Building, Philadelphia, Pa.
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Lake Village, Ark.
The Kolster is certainly a *“HUMDINGER!” We have

tried out some of the very best, but here in this remote
location we are able to get a great list of stations, even
in the daytime.

Bucyrus, Ohio
The Kolster is a perfect instrument. All you read about
itis more than true. In listening to it you feel as though
you are in the presence of an artist.

San Antonio, Texas

The Kolster is undoubtedly the very best and finest ra-
dio built at the present time, We have been able to out-
perform any other standard radio built within $100 of
the price.
New Bedford, Mass.

The Kolster out-performs any instrument we have ever
handled and we have handled a good many different
makes.

West Barrington, R. 1.
The Kolster is the most selective I have ever operated.
The tonal quality of the Kolster is unsurpassed. I have
logged 90 stations in a few weeks.

Girard, I11.

We think more of our Kolster franchise than all others
we have had anything to do with. Nothing else sounds
good to us for there is nothing to take the place of Kol-
ster’s tonal quality.

Cofteyville, Kansas
The Kolster line this year seems to me to be the best
that it is possible for any dealer to handle. The sixes are
marvelous and as for the eights—well, I just can’t de-
scribe them, they are just too good for words.

Hannibal, Mo.

To say we are enthusiastic over the Kolster line
is putting it mildly. There are very few people
in our City today who do not own a Kolster and
who wouldn’t like to own one. WE WOULDN'T
TAKE $5,000 CASH FOR THE KOLSTER
FRANCHISE.

Warrensburg, Mo.

The Kolster is certainly there with the goods. Very
simple to operate which appeals to the women. Good
tone, plenty of selectivity and volume.

Fort Myers, Fla.

We firmly believe the Kolster to be the best instrument
obtainable and have come to this conclusion after mak-
ing comparisons.

Kolster

Surprise

FROM all over the country letters are
pouring in from dealers and owners tell-
ing of the wonderful results obtained from
Kolsters.

This spontaneous acclaim confirms our poli-
cy of letting Kolsters prove their own su-
periority by demonstration.

Read what dealers like yourself have to say
about Kolsters.

Farmington, W. Va.

I have been in the radio game since 1913, starting as an
amateur with a small spark transmitter, and have fol-
lowed the development of radio broadcasting very closely
since its inception. It is a pleasure to tell you that the
Kolster is the best receiver I have ever heard.

Bowmanstown, Pa.

We have never heard a radio so wonderful as the Kolster.
We have asked our jobber to consider our application
for the Kolster franchise and we feel if you will grant
us this most valuable franchise, we can do a most won-
derful job for you.
Lansing, Mich.

In less than three hours after receiving a Kolster, we got
48 stations, including all throughout the Southeast and
two of the California stations. It is absolutely the best
set I have ever operated.

Waterford, Pa.
It seems to me that the Kolster is the last word in re-
ceiving sets. In this case it is certainly—*“Hearing is
believing.”

Kolster-

FEDERAL-BRANDES,INC.
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Results

Dealers

E made no claims—To distributors
and dealers we said the same, “Hear
a Kolster.” We asked dealers to say the same
to customers.

superi-
of such

For we were convinced that Kols
ority was self-evident. The wis
a policy has been confirmed.

Ister, request
er, or mail us

If you have not yet heard
a demonstration of your
the coupon below at o

L4

Los Gatos, Cal.

We are very enthusiastic over the Kolster. The difter-
ent parties we demonstrated the sets to were so well
satisfied with their performance that they did not want
to listen to any other sets. To demonstrate a Kolster is
to sell it.

New Orleans, La.

The first time we tried out the Kolster we got Pittsburgh,
Cincinnati, Chicago, Omaha, St. Louis, Denver, Fort
Worth, Houston and others. We received more volume
than any set I have ever listened to.

Aberdeen, So. Dak.
The Kolster is certainly going fine in South Dakota and
it is a pleasure to have such a wonderful set to sell.

San Antonio, Texas

We have just had word from a customer who says, “In
all my years of experience with radio, the Kolster is the
finest instrument I have ever heard.”

Brandes

Woolworth Building, New York, N.Y.

Cumberland, Md.

Adter serving 12 years in the U.S. Navy, after handling
every type of receptor since the days of the slide tuner
and crystal with one earpiece, I want to state right here
that the Kolster is the finest set I have ever operated. Vol
ume, selectivity, and simplicity are certainly remarkable.

Fair Haven, Vt

A customer of ours told us that ne had owned several
eiving sets before the Kolster, but is most enthusiastic
e Kolster, saying that he gets all near-by stations
volume and gets as distant a station as Fort

Fayette, Mo.

e Kolster in a class by itself and do not
io that compares with it in tone quality
nce.

We consider
know of any r
volume and di

Baltimore, Md.

velous. Every demonstration means

oungstown, Ohio

We certainly uld not want to trade our Kolster
franchise for anflother line. We know from experience
that the Kolstedigives the truest representation of the
human voice wilfh the proper amount of volume.

Chicago, Il

We do not w of any receiver on the market that we
would rathef¥sell or own personally than the Kolster.

Concord Junction, Mass.

s we receive from our customers of Kolster
sets O our belief that they are the finest money
can bufl Starting the dial at 0 and turning it slowly
tations faster than they can be written down

FEDERAL-BRANDES, Inc.
Woolworth Bldg.,
New York, N. Y.

r

| |
1 L
1 H
I Please arrange a Kolster-Brandes démonstration. It is i
I understood that this does not obligate me. |
L ]
L ]
1

|

L

]

I
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When Ole’ Sol

wilts radio sales—
Peerless Fan sales bloom

Radio sale is a winter plant—the fierce blaze of summer sun wilts
it instantly.

But the hotter the sun shines, the more Peerless Fan sales flourish and
bloom into profits—summer is the time when people buy fans.

So—why not sell Peerless Fans in summer when you can’t sell radio?

The same salesmen—the same stores-—the same distribution machin-
ery is perfectly adapted to fans. You can keep your sales force—in-
stde or outside—together—make your floor and window space worth
something, and write the summer’s business in black ink instead
of red.

Peerless Fans sell—ask anybody who has tried them—they have the
power, the quality, the moderate price.

And above all, the profit is good.

Write for more information—ubeat Ole Sol at his own game.

The Peerless Electric Co.
WARREN, OHIO

g) Trie 8;21%

Radio for
Winter—

Peerless
Fans for
Summer
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Every dealer who sells Sylvania Radio Tubes gets these
double barreled selling advantages—

1. Consistent advertising and com-
plete dealer co-operation.

. A quality tube that has created
a new high standard in clear
radio reception and is uncondi-
tionally guaranteed.

An unbeatable combination that
means a steady turnover and profits
to every Sylvania dealer.

Write for the
Sylvania proposition.

SYLVANIA PRODUCTS CD.
zmponlum,_ e K:
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NEUTRODYNE

—the name that’s famous everywhere—the principle of
successful home radio—upheld by the courts

The basis of dealer success

FAMOUS

Millions of dollars have been spent during the past four years in advertising
Neutrodyne not only in America, but throughout the world. It is probably
the most famous and valuable trade name in radio today. And that value is
stable, permanent. For Neutrodyne is a trade-mark registered in the United
States Patent Office, and similarly protected in other countries. No one may
use it except those authorized by its owner, the Hazeltine Corporation, and
its exclusive licensee, the Independent Radio Manufacturers, Incorporated.
The protection of this most valuable name is the protection of every dealer

in Neutrodyne receivers.
PRINCIPLE

But Neutrodyne as a trade-mark has come to mean more than a trade name
—it is a principle. It is the principle that has given the name a value tremen-
dously greater than the total amount spent in advertising it. For the public
demands not only nationally advertised goods, but good goods. And because
Neutrodyne radio receivers are products of outstanding merit, they have created,
and are creating today, many retail fortunes.

UPHELD

Neutrodyne’s legal position has been upheld by the United States Courts.

Here, in substance, are the outstanding facts about Neutrodyne performance

as found by the courts:

NEUTRODYNE was the first receiver to take the squeals and howls out of radio.

NEUTRODYNE was the first receiver that “was not a nuisance in the neighbor-
hood.”

NEUTRODYNE was the first receiver to give simple tuning to radio.

NEUTRODYNE was the first receiver to permit e e mark
“logging” of broadcast stations. °“’t~ot~r _— mmmms-‘“
NEUTRODYNE was the first receiver to bring each UTROD
station to one definite place on the dials, and W B ernt
to that place alone. W T TS NOS. 1,450, 0 WAy,
ot p ’15“"""!?::3‘350 u.sn.::.o ,ﬂé."':e'

Ask yourself if you can afford to do business | " ornea saveney oenna
in radio without Neutrodyne. inst 3 your protection

p infrin t liability

REG. U5 PAT.OFF.
2% J101va'snosy O

The following fourteen manufacturers are the only ones licensed to make Neutrodyne receivers and

the protection of distributors and dealers against patent infringement liability, maintained by the

Hazeltine Corporation and Independent Radio Manufacturers, Incorporated, applies to none other
than Neutrodyne receivers:

THE AMRAD CORPORATION GAROD CORPORATION STROMBERG-CARLSON TELEPHONE
Medford Hillside, Mass. Belleville, N. J. MANUFACTURING COMPANY
F. A.ND. AleiRgA. Inc. GILFILLAN RADIO CORPORATION Rochester, N. Y.
ew Yor. ity Los Angeles, Cal. R. E. THOMPSON MANUFACTURING CO.
CARLOYD ELECTRIC & RADIO COMPANY HOWARD RADIO COMPANY, Inc. - E. THO Jscrs,y cﬁy UN,AJ‘,: v ¢
Newark, N. J. Chicago, Ill. !
EAGLE RADIO CO. KING-HINNERS RADIO COMPANY, Inc. WARE RADIO CORPORATION
Newark, N. J. . Buffalo, N. Y. New York City
FREED-EISEMANN RADIO CORPORATION WM. MURDOCK CO. THE WORK-RITE MANUFACTURING CO.
Brooklyn, N. Y. Chelsea, Mass. Cleveland, Ohio
HAZELTINE CORPORATION INDEPENDENT RADIO MANUFACT URERS, INCORPORATED

(Sole owner of "Neutrodyne” patents and trade-marks ) (Exclusive licensee of Hazeltine Corporation )
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KELLOGG

lamless Reprod
g

ction

B

NOW is the Time to Get Set
for 1927

T HE 1927 radio year is beginning NOW—not next June.

Right now is the time to get posted on the opportunities that Kellogg
offers to the dealer who is not content with the past—however good it may
have been—but who is looking to the future for bigger business and greater
net profits. E

To such dealers, Kellogg’s 1927 merchandising plans will be full of interest.
We believe we can open your eyes to new possibilities of volume and of profit
and we shall be glad to receive your invitation to discuss the matter with you.

A line from you will enable us to present this all-important subject for your
consideration without entailing any obligation on your part.

Kellogg Switchboard & Supply Co.

Dept. 12-B, 1066 West Adams St., Chicago




This is the battery that adds to the
dealer’s prestige

Tue Eveready Layerbilt is abso-
lutely the longest lasting dry cell
“B” battery ever developed, as
proved by the experience of thou-
sands of dealers and of radio

users. Modern sets that “‘chew
up” the smaller Light-Duty size
of battery are easily handled by
the Eveready Layerbilt. You can
unhesitatingly recommend it for
all loud-speaker sets.

The remarkable service of the
LEveready Layerbilt is due to its
unique, patented construction.
All other dry cell “B” batteries
are assembled of cylindrical cells,
with much waste space between

them, and many soldered connec-
tions bridging the gaps. The
Eveready Layerbilt, however, is
built of flat layers of current-pro-
ducing materials, making auto-
matic connection with each other.
Every available inch inside the
battery case is occupied usefully.
This construction gives the user
more battery for his money, and
that battery is more efficient.
Don’t let the public think that
the smaller Light-Duty batteries,
because they cost somewhat less,
are more economical. The Ever-
eady Layerbilt lasts more than
twice as long, and doesn’t cost

anything like twice as much. It
is by far the most economical to
use and the most satisfactory for
you to sell.

NATIONAL CARBON CO.,, Inc.

New York San Francisco
Atlanta Chicago Kansas City
Unit of Union Carbide and Carbon Corporat.on

Tuesday night is Eveready Hour Night
—9 P. M., Eastern Standard Time,
through the following stations:

WEAF-New Vork
WJAR-Providence
WEETI-Boston
wWTAG—W orcester
wrI—Philadelphia
WGR-Bufalo
WCAE—Pittsburgh KSD-St, Louis
wsAt-Cincinnati WRCe-Washington
WGY—Schenectady

wraM—Cleveland
wwJi—-Detroit
wWGN-Ch'cago
WOC—ID;‘I}r.enpart .
. {inneapolis
WCCOL 5t. Paul
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ping and handiing. No mere rief because of of the radio busmess.
. B8 o Tube 3525,

Seo. XAnVeeTubdsiso Put Vesta Units to the test—and learn
i first hand of this quality that will promote
sg peareat Vesta "W, the success of your radio department.
'VES'I(‘:AORATTERY Q’ré‘

2100 Indiana Ave., Chicago.

Eéilsrenlelap\;zé?‘l:l;}(‘::t\lfg:lngstnbutor Q,ER » VESTA BATTERY CORPORATION
0 RadioLime  [J Auto Battery Line & ,l“‘ 2100 Indiana Ave., Chicago, U.S. A.

NIl Ll gerry kol g FIL v ey ‘~~. Makers of Vesta Quality Automobile

Address . c.c.eriaoenesoranenosarronanasessons §~~ dﬂd Rad:o Batteries — for 30 Years

CILY |,y « oot s o - i 6 States sy m o s
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"VESTA

Quality Radio Units

W P

o

RADIO “A” BATTERY
reduced in price ' F or the SuCCGSS

The hlgheft type radio “Af;’ Battero-;
now at a lower price —cffective Feb 0 f Your Radio Department

size plates and separators for longer

life and

SRR = IN your search for radio units that will
Light-Socket Radio "A” Power Unit minimize the cost and annoyance of
Trickle Charger and *“A” Battery all in one tl'Ollble and e o o o on the Other hand ren-
clear glass case with Bullt-in Hydrometer. 2

Camaciics: 25 Amp, $23.00. 50 Amp, $21.50 der such satisfactory service that custom-

Pacific Coast, add $1.50
Light-Socket Trtckle Charger
};gl:‘;:é;k‘;“sjcj“!,t‘ng‘:rogo i ok e —Jet us direct your attention to the Vesta
Quality Units. It means real money to you
to build good will, especially at this stage

ers will speak highly of your line—

The Vesta Non-microphonic Tubes

New construction, minimizing damage in ship-

R. R., Feb. ~,

|TUNE IN WFKEB —VESTA BROADCASTING STATION —217.3 METERSl
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TWATER KENT

| RADIO

It 1sn’t even sprinkled

THERE ARE 6,000,000 radio receivers in
American homes—-and more than 1,000,000
of them are Atwater Kent Receivers.

Sounds like a lot? It is.

But put it the other way: There are
27,000,000 homes—and 21,000,000 of them
—~three out of four—have no radio!

Who can talk of a saturated market when—

63 per cent of homes have automobiles

42 per cent have phonographs

65 per cent have telephones

55 per cent have electricity

22 per cent have radio

ONLY 22 percent have what everybody wants

—radio! And a very large number of the sets
now in use are relics of the past—home-made or
otherwise obsolete—and will have to be replaced.

The market saturated? Itisn’teven sprinkled!

We doubled our sales in 1925. Thanks to the
enthusiastic cooperation of our dealers and the
advent of the Atwater Kent OnE Dial Receiver,
we doubled them again in 1926.

For 1927—who in your town have Radio
and who haven’t? And who among the present
owners are ready for better sets—the irresistible
Atwater Kent One Dial Receivers which no
one can try without wanting?

Write for illustrated booklet telling the
complete story of Atwater Kent Radio
ATWATER KENT MFG. CO.
A. Arwater Kene, Presiden:

4733 WissaHickoN AVENUE
PuiLaperenia, Pa,

MODEL 35, illustrated, 6-tube
Oxe Dial Receiver, less tubes and
batteries, but with battery
cable attached, $70. Speaker,
Model H, #21.

Prices slightly higher from the
Rockies west, and in Canada
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Mr. McGraw’s Publishing
Ideals

From an address by Edward J. Mehren at the

dinner in honor of James H. McGraw, president

of the McGraw-Hill Publishing Co., Inc., Hotel
Astor, New York City, Dec. 17, 1926.

R. McGRAW holds before us three pur-

poses of the business press. First, to be
a collector and distributor of information; sec-
ond, an interpreter of events and trends in our
industry; and, third, a promoter of sound
thought, a leader in the formulation of sound
policy.

What are the principles Mr. McGraw has
followed, what are the qualities he has brought
to bear on his work?

The principles are many. The few I shall
have time to mention can be summed up under
one head, namely, his insistence upon the pro-
duction of a very superior product.

The qualities similarly can be put into one
group, and consist of an ardent spirit of service,
of faith, vision, courage and perseverance.

HONESTY and accuracy are taken for
granted, and I can assure you that lapses
from accuracy, when they occur, are followed by
mental thunderclaps. Always there is in him an
intense desire for improvement. No issue of a
magazine, no book, no accomplishment of a
month or a year is ever satisfactory. I should
say that he has a large collection of standards of
dissatisfaction. Meticulous as to detail, he in-
sists that every feature of the work shall be of
pre-eminent quality, of “Tiffany finish,” as he
frequently expresses it.

Finally, these principles of the production of
a superior product, these qualities of service,
of faith, vision, courage and perseverance, are
made effective by untiring application. He has
a saying that “the man who would succeed must
pay the price in hard work and sacrifice.” He
himself is the best example in the institution of
hard, intelligent work, and sacrifice for an
objective.
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“Why Didn;tl Make Money

b
Selling Radio Last Year?”
elitng l st Year!
A merchandising executive analyzes Jim Robinson’s business
statement for 1926 and points out its weaknesses
—Also its promise of profits in 1927
Dear Jim: you are quite discouraged at “worry- ditions, it is difficult to make a profit,
ESTERDAY, I received your ing and working like a slave all year but do not overlook the fact that dur-
letter and the statement of your and ending up $220 poorer” than ing this period you are building up
merchandising operation which when you started. Instead of feeling what should prove to be your most
was enclosed with it. discouraged, I believe you have rea- valuable asset, prestige.
I am mighty glad to have the op- son to feel very much encouraged at . .
portunity of studying this statement this showing, and before taking up A Turnover of Five Times
and passing on to you my comments those portions of the statement You started your radio business
thereon. I sincerely hope that they which I want to criticize for you, I October 1, 1925 and, according to
may prove of some value to you in will point out to you the favorable your statement, you had a retail
the solution of your problems. conditions. stock at that time of $9,384. During
Now I am going to surprise you. The first year in business is always the year your retail sales amounted
It is evident from your letter that a critical one and, under normal con- to $40,901, and you ended up on
o . -
Sales, Operating Costs and Profi