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Making the Best
BETTER

Once again, from the laboratories that gave
radio its first cone speaker, comes another
startling advancement—the Farrand OVAL
Speaker—to further revolutionize tonal re-
production. Its advent will not only usher
in a countrywide wave of enthusiasm among
radio owners, but mark a greater-than-ever
Farrand season among radio dealers.

Farrand

(Dvar

FE)UR MODELS—the OVAL Senior, (illustrated),
at $32.50—the OVAL Junior, at $16.50 — the
OVAL Wal, at $45—the OV AL “Pedestal, at

A

$60—slightly higher in Far West and Canada. — :




are built in one of
the greatest radio re-
search laboratories
the world has ever

known
Since 1915—

Standard for All Sets

Every process and material used in their
manufacture has been developed in and
passed the exacting tests of this world-
renowned research organization. That is the
secret of their in-built quality.

The prestige of Cunningham Radio Tubes,
based on their recognized high quality, has
been enhanced by a consistent, advertising
and merchandising campaign, faithfully ad-
hered to throughout the years of development
and growth. This prestige is the consumer’s
guarantee of quality merchandise and the
dealer’s and jobber’s assurance of quantity
sales, honest profit with consumer satisfaction.

This is another Cunningham year.

E. T. CUNNINGHAM, Inc.

New York Chicago
San Francisco
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Meets the

No. 524
Stromberg-Carlson
A. C. Receiver—Console

Uses outside antenna, external
cone speaker. Has dual control;
Weston  voltmeter;  Totally
shielded coils; Phonograph jack
which permits using the Receiver
for reproducing from records in
connection with a standard
phonograph when the latter is
equipped with magnetic pick-up
device in place of customary
soundbox.

Includes Stromberg-Carlson No.
403 Audio-Power Unit with the
following eight R C A. Tubes:

3UX201-A Amplifier Tubes

1 UX-200-A Detector Tube

1 UX-171 Power Tube (Last
Audio Stage)

1 UX280 Rectifier Tube

2 Tungar 277465 Bulbs
(2 amp.)

ConsuMers” Price, including all

tubes and No. 403 Audio-
Power Unit—
EasT or Rockies. , ........ $425

(Cone Speaker extra)

All Direct
From A.C.
House Lighting

“«A” «p» AND “C” CURRENTS

i
L ¥

™)

3
3

Circuit \7.

Demand for Simplified Radio

HIS Receiver is entirely operated from 60-

cycle A.C. house lighting circuit, by means
of an audio-power unit concealed in the cabinet.
This unit furnishes “A”, “B" and “C” power in
unfailing supply and is not dependent upon fre-
quent operating attention. Batteries and liquids
are all done away with.

Designed especially for use with the Stromberg-
Carlson No. 10 Cone Speaker. This speaker on
account of its wide musical range is recommended
for only the highest grade type of A.C. radio
apparatus—otherwise it will reveal the incom-
plete filtration of the 60-cycle fundamental.

No. 524 Receiver, Console Model, American Walnut Cabinet
Also Furnished in table Mode!, Mahogany Cabinet

StroMBERG-CARLsoN TELEPHONE MFG. Co.
ROCHESTER, NEW YORK
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PO ular RADIo
mence ks

MON THLY FoundedI1872

You, too,
can have this

service RadioDdealers
Jobbers

2,660 dealers BuylngGUIde
have established
“shopping confidence”
in their stores in this way

LKE a great radio expert in the store to advise,
to select, to guarantee results to customers .

so does the Popular Science Institute of Standards
setve over twenty-six hundred radio dealers
today.

Here is a completely equipped laboratory. ice came into being. To turn into quick
Testing products; approving those of merit, sales over the dealer’s counter the confidence
and passing along to Dealer-members of these thousands of people in the
the results of this research to guide B i Popular Science Seal of Approval.
them in their buying.

* * *

7 See Page 3. ~_,

2,660 dealers are members! You can
join. Just mail the coupon. No charge.
You receive: The Annual Buying
Guide and regular Bulletins with up-to
date lists of approved radio products.

Established first to give Popular
Science readers reliable radio facts,—
the Institute was besieged with requests

for help by a confused public. The new Buying Guide will be issued

““ q “ § ¢ % i
Whlch Set”to b‘ElY?” DR how 71000 i casit prrzes rvoy sovin Ji in September. More Complete .« .
much tg P?}V? ..."is this set ap- more valuable to you than ever. All
proved?” Eight thousand letters last the approved radio products are listed

300,000 “interested”” men
year. readers pay zsc every and indexed in convenient form. It

From good customers; with money m‘}gfr};a’:?gnti‘:ntf;ﬁigcﬂ helps you buy goods that will sell.

to spend —if they had “shopping con-  the editorial advertising The coupon entitles youtoa free copy.
fidence”. bages of Popular Science.  ponyar Science Monthly, 250 Fourth

So the Popular Science Dealer Serv- Avenue, New Yotk City.
opular ...
POPULAR SCIENCE MONTHLY
250 Fourth Avenue, New York City
Please enroll me as a Dealer-member of the Popular

Science Institute of Standards with all membership privi-
MONTHLY

leges, including the new Buying Guide free of all cost.

NAME o o oo oo e e e cecae e mmmm e mmmmm o —omen

Street and NO. - cooc oo e

City and SEALE oo e

¢
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roducts thal

The Grebe 20-20 Cone

reproduces with full tone color,
the complete range from high-
est to lowest notes; made 20
inches in diameter and 20 de-
gree angle to prevent internal
resonances or paper rattles and
to radiate the lower frequencies
that give quality reproduction.

35

D

TRADE MARK
~eous

YOU can safefy buy Grebe products
because they sell readily, make good
and build prestige for you. They re-
turn a real permanent profit, for they
very rarely require servicing after
installation.

Grebe dealers know it pays to handle
the complete Grebe line.

Write for Booklet RR and

complete information about—

The Grebe Syncbroplmse Seven_

and the new developments that bring better
tone, selectivity and distance reception -

1 Controlling Dial—3-point tuning drive
which operates the 5 condensers in unison
and maintains the perfection of the factory
adjustments; seven tubes that actually con-
tribute to tone, volume and distance — the
new Grebe tube-isolating circuits that give
greater selectivity, better reception of low
waves and nullify excess oscillation—con-
cealed rigid wirin§ that is completely shield-
ed—Litz-wound Binocular Coils that make
high waves as strong as low ones—cabinet
of butt grain walnut with panel in French
marquetry of exquisite design and work-
manship.

The Grebe Synchrophase Five

with special features that provide excep-
tional tone, selectivity and distance; one,
two or three dial control at will; power
tube operation; Colortone;
complete station coverage;

Litz-wound Binocular 9[[6

Coils.

A. H. Grebe & Co,, Inc.
109 West 57th St.,, New York City
Factory: Richmond Hill, N. Y.
Western Branch:

443 S. San Pedro St., Los Angeles, Cal.

The oldest exclusive radio manufacturer

Grebe

The Grebe Socket Power
Type 671

gives dependable “B” and "C”
power supply. It is quiet—self-
adjusting—durable, shielded and
sealed—has ample voltage for
180-volt power tube—for 5 and
6-tube receivers and the Grebe
Synchrophase Seven.

less tube $ 5 0

OPHASE,

TRADE MARK REG.US. PAT. OFF,

ADIO

Grebe Sync}ampbzzse Seven

B

Synchrophase Five

95

L
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Gold Seal

. Radio Tubes

ALL STANDARD TYPES

GoLD SEAL ELECTRICAL Co.

INCORPORATED
250 PARK AVENUE, NEW YORK

Jobbers—some valuable territory still open.
Write for details of our attractive propasition.

Type GSX-171
High power tubes for use
inlast stage ofaudioam-
plificationgiveincreased
volume. Lisf price $2.50

Type GSX-213—Rectifier tube,
designed to accomplish full
wave rectification of alternat-
ing current (a. c.) to direct
current(d.c.) Listprice $5.00

Type GSX-201a
Thepopulargeneralpur-
posetype,for amplifieror
detector. Long life and
high efficiency.

List price $1.75




Radio Retailing, August, 1927 7

m'/l/my
192728 SPENKER VALLIES

(gf OMPLETELY revolutionizing present day standards,
Tower offers these five new, brilliantly conceived and
executed cones. Select no speaker until you see them!

No matter what design
meets your fancy—sail-
ing ship or medieval
castle, popular drum or
octagonal cone — there’s
a Tower Speaker of
highest quality to delight
both the eye and ear.
Tower Dealers Make Money.
Write for Your Jobber’s Name.

0
MoDéC 28 = Adventurer
SuggestiYe of the days of CE“.’- TOWER MFG. CORP. a genuine sailing ship model

alr.lyl w:;h elal)o:ate heralndiltc 124 Brookli A B cast in bas-relief with bright
R Sng ermatuncl typel MBIS rookline Ave., Doston natural colorings. Armature unit.

Superb volume and tone quality. WEST OF DESIMOINESH 1A s % 10550

W v 0 s 24

S ﬁirde Sﬁ(p ’#7 £ NElMPOED [
Gstle Gone "9 . Heigtersinger o

The most amazing cone on the
A creative work of art finished market! A fine old PiraTE SHIP America’s most beautiful cone!
in two-toned bronze. Employs with exceptional reproducing Both a wall and table model with
powerful new type armature unit qualities,  The utmost in eye new armature type unit for
for power tube amplification. and ear value. power tubes.  Mahogany fin-

%EST OF DES MOINES, IA., $10.50 WEST OF DES MOINES, IA., $8.75 ished frame. Art Metal Base. JJJJjJJ
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a New
development o

Freshman
EQUAPHASE

An entirely new principle of stabilization

and these features:

13 Four tuned circuits 7 ¢ $
2: Single drive—onecontrol + -+ ¢

3¢ Full floating tubeshelf - -+~ -~ +» =

43 Drum type illuminated dial — calibrated in A Freshman development—licensed under patents:
v v v v v v ’ R C A — General Electric Co. — Westinghouse
wa\.Jelengths . ! L. B Electric & Mig. Co. and American Tel, & Tel. Co.
§¢2 Solid Mahogany cabinet — artistically high-
Fiwizl o ¢ 9 © o 9 9 @ ¢
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TheFadaSpecial

6 tube—3 radio frequency stages
d 2 audio amplificati

stages. Individual stage shield-

ing. Equalized amplification.

$(95.00

Fada 22" Cone

22.inch, free-floating cone—per-
manent Parkerized magnet. Cone
of Grecian design. Antique
bronze finished trifoot.

$35.00

Radlo

S AUTEHORIZED
W) DEAILER
&'

)/ SALES~SERVICE

Fada advertises that its
equipment is guaranteed
only when purchased
from an authorized Fada
dealer. This free decal-
comania sign stamps you
definitely as our author-
ized representative.

{pecial

L 4

ASK any live-wire dealer in New York where prac-
tically every radio is available for comparison —
¢ What is the outstanding seller in the market? What
is the public taking to with realI enthusiasm?”

They’ll tell you that the Fada Special and the Fada
Cone Speaker—the latest combination added to the
Fada Harmonated Reception family—is in a class
by itself. It satisfies—in performance and purse.

Dealers have found that the reliability and stability
of Fada offer a profitable franchise to work under.

Your town may still be open. Prompt action i8
urged. Wire or write today for details.

F. A. D. ANDREA, INC.
NEW YORK, N. .

Licensed under Hazeltine Corporation patents, Latour Corporation patents,
Radio Corporation of America patents—
Licensed only for Radio amateur, experimental and broadcast reception.
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Phonograph Unit
Model AR5
New List Price

$12.00
Bi-polar type unit—adjust-
able. Handsome bakelite
case. Threaded rubber con-

nector for tone-arm.

Quantity production enables
us to make the list price so low
this season. At this price
dealers will find this model to
be a real sales sweetener.

The same quality, material,
workmanship and design goes
into this phonograph unit as
into all Amplion models—the
qualities that have made
Amplion the standard of the
world in radio reproducers.

Radio Retailing, A McGraw-Hill Publication

—*the line with

Amplion Dragon

AR1g9
List $42.5¢ Lion Model ACaz1
%‘l’“;“ﬁ‘{l m“h"gg}}y JFa Amplion Patrician AA18 List $25.00
eliea beil. 20 1gn, g 14" Cone mounted on an 18" sound
143" diameter. Crystal- List $50.00 board.  Height including handsome
line enameled.  Bi-polar Handsome, hand-carved mahogany bronze base 20%". New balanced

type unit—adjustable. cabinet, 18"'x12"'x9"", containing long armature unit, straight bar magnets

air-column. with famous Amplion of the finest grade English Tunsten
unit. steel.

This model can be supplied with cord
for hanging on wall. Amplion Mural
Model AC24. List $25.00.

The model that made A soft mellow diffusion of This handsome open cone

Amplion famous. Keen radio
fans especially, buy and use
this model in all parts of the
globe. It is also widely used
in radio laboratories for test-
ing and comparisons. Its
unique construction design
and graceful lines has made it
familiar and quickly recog-
nized by the radio public
everywhere.

tone — non-directional — has
made the Amplion Patrician
popular with the music con-
noisseur. The long air
column which is assembled
with an Amplion unit in a
handsome hand-carved ma-
hogany cabinet gives a clear
cut reproduction, covering all
frequencies. A good selling
number.

model is the latest addition to
the Amplion line.

It meets the demand for
Amplion quality at an ex-
extremely moderate price.
Sturdily built, beautifully de-
signed and unusually natural
in tone. A gquick seller—
arouses enthusiasm from
everybody who sees and
hears it.

Biggest value on the market.

AMPLION

-

Four great weekly magazines with a combined circulation of 6,392,895.
Full pages in monthly magazines and a high pressure newspaper advertising
campaign to focus this national advertising effort on the local dealers.

This new series of Amplion advertisements will be the most strikingly
beautiful and artistic advertisements in the entire radio field.

Order through

AMPLION CORPOR
531-535 West
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least resistance”

Colonial Cone ACi2

List $35.00
Handsome two-tone mahogany
cabinet 14"'x14"'x9"', new badl-

anced armature unit of finest
English Tungsten steel.

The world-wide acceptance of
this fine cabinet cone has
justified us in including it
again in our 1927-28 line.

Fine cabinet work, graceful

and symmetrical in design and
with Amplion tone quality.

Its popularity both with the
trade and the consumer will
help your sales volume.

ADVERTISING

Amplion Fireside ACso

List $97.50

Height 363"  New balanced
armature unit with straight bar
magnets of finest English Tungsten
steel. New process embossed wal-,
nut panelling, attractively curved
combining grillefront and back.
163" Cone. zo ft. Cord.

The Fireside is the leader of
the trio of new Amplion
models. An all-yearround
seller. Has a distinct appeal
to people who use their radio
so much in summer. Is easily
portable—and with its long
cord—can be placed any-
where in the room or on the
porch. Like the Shield, it is a
fine display piece — really
beautiful!

Amplion Grand AC15
List $145.00
Walnut cabinet with fine piano finish,
34"'x33"'x18". New balanced armature
unit with straight bar Cobalt steel
magnets. This steel has the highest mag-
netic flux density of any metal. Combina-

tion cone and sound board. 20 ft. cord.

The Amplion Grand is undoubtedly one
of the finest radio reproducers in the
world. This magnificent instrument
utilizes the best principles of sound repro-
duction. For a demonstration number it
has no equal on the market. Set manu-
facturers themselves use the Amplion
Grand for demonstration purposes for
they know that it brings out the very
best that their set produces.

This tribute to the Grand speaks volumes
and is one of the greatest selling points of
this model.

The artistic beauty of the entire Amplion line, its wide price range—
novelty of design—Amplion prestige and quality—national advertising in
the highest power selling media—and personal sales assistance, makeg
Amplion truly “the line with least resistance.”

your jobber

ATION of AMERICA
37th Street, New York

11

Amplion Shield AC27
List $67.50

New process embossed walnut
nelling, attractively curved, com-
ining grille-front and back. Height

22" 164" Cone. New balanced

armature unit with straight bar

magnets of finest English Tungsten

steel.

The Shield is another new
model this year. Has a strong
appeal to the artistic minded
customer. A handsome orna-
ment in any room—with true
Amplion quality of reproduc-
tion. Has fine display and
attention-attracting values.

An excellent model for sales
demonstration.
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Just connect it
to the set—
and plug in/

Retail Price

1.50

For Every Customer
That Enters Your Store!

Every man who “darkens your door” is a radio set owner, or is about to
become one. Each has noted the ugliness of outdoor antenna or experienced

the trouble of putting one up. They're all prospects for the new Dubilier
Light Socket Aerial !

No more crazy poles, loose wires or cumbersome indoor loops. Just connect
a Dubilier Aerial to the set and plug in. It reduces static and interference, and
removes the lightning hazard. It’s a rare condition that this improved device
will not meet satisfactorily.

Well Displayed
Soundly Sold

Dubilier Light Socket Aerials are in-
dividually packed, with instructions
enclosed, and sold in counter display
cartons holding 10. A 5-day money-
back guarantee satisfies the most
careful customer.

Dubilier

LIGHT-SOCKET AERIAL

Adequately
Adwvertised

Like all Dubilier products, the Light
Socket Aerial is backed with an ad-
vertising campaign of adequate size
and scope to insure a healthy volume
of sales the year through.
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Practical Light Socket Power Units for every radio need
are here; and Dubilier has contributed its full share
. towards making them a reality by producing condenser
Noiseless! Accurate!  blocks of rugged construction and an unusually high

It’s a little thing, we'll admit. But think howmuch 2 factor of safety.

grid leak can make or mar good reception In the

manufacture of Metaleak Dubilier takes every pre-  With such outstanding manufacturers as Raytheon, Thor-
caution to nsure resistance ra[mgs which buycrs can darson, Samson, Gcncral Rale, th-’ adOptlﬂg Dublllcr
bank on to be extremely accurate. Then careful assem- . L o deal

bly makes them noiseless. blocks for their well-known circuits, radio dealers can
Metaleak is readily interchangeable with other tubular look .for their custorpcrs.—thc amateur builders and
leaks in any standard mounting. experimenters—to fall in line at once.

20,000 ochms to 200,000 chms. . ... ... .. 75¢
14 meg. ohms to 5 meg. ohms...... ... . 50¢

List Prices {

The Fast-Selling Micadon

New in construction, shape and sales possibilities. Splen-
didly adaptable to the modern trend of set building, and
fully protected from injury or external capacity by its
moulded Bakelite case.

This ““Standard Fixed Condenser of Radio’” is compact in
size, neat in appearance and highly efficient in performance.
Terminals are adapted to either screwed or soldered connec-
tions.

All Standard Capacities from .00005 to .006 mfd. ) .
List Prices. ... .. .. A B 45¢ to 85¢ Retail Prices 45¢ to 85¢

DUBILIER CONDENSER CORPORATION - 4377 BRONX BLVD., NEW YORK

Dubilier

CONDENSERS



Radio’s Newest and Greatest
Loud Speaker

JUST THE THING
TO HELP BUSINESS
IN THE DULL SEASON

Radio Retailing, A McGraw-Hill Publication

HE radio

loud
- speaker now has
become an object

of art. The unsightly

speakers are rapidly
passing from view and
in their places are ap-
pearing speakers of
beauty that are really
an attractive addition
to the decorative
scheme of the room in
which they a1e located.

The Melody Ship is a
loudspeaker incorpo-
rated into a beautiful ship model. It will be one
of the biggest sellers in the radio field during
the season of 1927 and 1928. It is delightful to
the eye as well as the ear and has met with
instant approval wherever it has been shown.
This is a feature of which few loudspeakers
can boast,

A few territories still are open to real active
dealers who want to handle the best seller of the
year. This is an opportunity to make connections
with the WORLD’S LARGEST BUILDERS OF
SHIP MODELS, and the originators of the
“Assemble It Yourself Plan” in ship models.

The Melody Ship is an attention getter where-
ever it is shown. It is meeting with little or no
sales resistance. It is a beautiful hand made
ship model, made entirely of wood, handsomely
decorated and painted. The main-sail acts as a
loudspeaker. A positive free edge cone speaker
with a unit of the electro-magnet type,
powerful enough to operate a 72-inch cone, is
attached to the main-mast of the model. This
insures splendid service and plenty of volume,
with no distortion.

The cone of the speaker is made in the shape of
a sail and does not alter or change the appear-
ance of the ship in any way. The sails are
artistically painted with the various designs and
figures of the period represented by the models.

Our patented Melody Sail has made possible a
tone far superior to any cone of its size on the
market. Hear it and you will convince yourself
that it is one of the best radio items on the
market.

The Melody Ship will be advertised extensively
this fall and winter. A national advertising
campaign has been planned and will begin with
the October issue of the leading magazines in
the country.

Write for further information today.

Miniature Ship Models

3818-20-22-24 Baring Street
Philadelphia, Pennsylvania
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ures

T‘IE test of a radio sale comes
at the time the second payment falls
due. If money is short and the radio
isn't right, it’s apt to come back home
to stay!

The Peerless Reproducer goes a long way
toward solving this second-payment problem.
For the Peerless actually makes any radio set
better. It gets the low notes that cld-type
speakers miss. It gives the radio set a chance
to show up at its best.

The Peerless Reproducer has a remarkable
range of tone, a consistent efficiency at all au-
dible frequencies and reproduces with amazing
fidelity and naturalness.

One dealer says he gets a 60% improwe-
ment in installment collections since
equipping time-payment sales
with the Peerless. Another
says: “We use your Peerless
exclusively on demonstra-
tions. Purchasers are sel-

1200 Dealer-Boosters !

A year ago, Peerless Reproducer
was known ‘to few. Today, one of
the season's outstanding successes.
Twelve hundred dealers who han-
died it are rapidly signing up for
1927. There's a reason—the Peer-
less stays sold—and sells receivers,

{
|
ey,

A

the 2nd p”)’mm%

A
i ] l‘y l‘
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dom satisfied with anything else
once they hear the Peerless!™
The Peerless is enclosed in a
beautiful mahogany cabinet of clas-
sic gothic design. You will say it is
the most beautiful radio speaker on the
market. Naturally, it adds big eye-value to
any installation.

Write for big Peerless Portfolio, giving details
of Peerless Dealer Proposition, letters from en-
thusiastic dealers and information on the Local-
ized Dealer Advertising Campaign, open to
every Peerless Dealer.

S. E. MAY, President
A. T. HAUGH, Sales Manager

it UNITED RADIO CORP.
Makers of
The Peerless Reproducer
15- E Caledonia Ave.

ROCHESTER, NEW YORK

~w

Makes Any Radio Better!

Peerless Reproducer gets those low
notes that old-day speakers miss. Read-
ing this won't convince you—but hear-
ing the Peerless WILL! Ask your jobber
to send you a sample. If your jobber
doesn't stock Peerless, write us for name
of nearest distributor.

/ 2 ¥ .,l"'
i 'KT \
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(IS

REPIRODUCER
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“AERQO”

THE COMPLETE AERIAL KIT
Indoors and Outdoors

AN ERSTIR DRC
SUARMNERRNT.

The SH Light Socket Antenna gives
you something big to talk about.
The best reception is assured be-
cause four different connections are
possible.  Static is reduced to al-
most zero. It’s a trim looking
article—created to win public
approval!

The public will learn more about it
from our Saturday Ewening Post
Advertising.

Take a good look at the low price
and then get ready to sell them fast.

Retail Price

$1.00

SWAN-HAVERSTICK, Inc.

New Jersey

\

“AERO" has always been
known as the complete
outdoor aerial kit. But
now we have special pack-
ages for indoor aerials.

They contain 100 ft. of in-
sulated aerial cord and 12
special tacks for holding.
(Retail Price $1.00 per
pkge.). Installed in a few
minutes.  Placed behind
picture molding—it’s out of
sight. Difterent from all
other indoor tapes and
cords because its insulation
characteristics form a posi-

NATIONALL tive low-loss covering.
ADVERTISED Both the indoor and out-
door kits will be advertised
frequently in the Saturday Evening Post and
other publications. It is safe to predict that
the indoor kits will be as popular as our outdoor
kits. Experience proves that the radio public
does not like to be bothered with a lot of mis-
cellaneous odds and ends whenever they require
an aerial. They prefer buying a complete kit-
ful of well made articles which do the job with-
out fail.

The price is low enough to attract everyone.
Put them in your window and watch 'em go.
If your jobber doesn’t carry them—write
us direct.

N\ N,

Trenton




Celoron has Removed the Guesswork
from the Buying of Radio Insulation

Celoron Radic Insulation is the first insulation material to be made
expressly for radio use—produced to meet the modern requirements of
high quaiity radio equipment—designed to protect delicate radio voltages
from power loss and tone distortion.

Celoron Radio Insulation is guaranteed to exacting laboratory specifica-
tions. Its highly desirable characteristics are the result of an honest
endeavor to give the Radio Manufacturer what he wants and needs—a real
radio insulation, not an ordinary electrical insulation more or less adapted

to radio requirements.



tadio Insulation Money Can Buy
o More Than Otrdinary Insulation

Radio has its %’Wn eculiar insulation
problems. No insulation designed for
electrical purposes and later adapted
to radio needs could possess all the
desirable characteristics that Celoron
Radio Insulation brings to the manu-
facturer of radio equipment. Already,
many prominent manufacturers of
receivers and parts

products and has seen fit to widely
advertise this change as a decided
forward step in condenser efficiency.
In another case, one of the largest
and most popular manufacturers of
radio receivers in the country has
recently purchased Celoron tubing
for the foundation of his R. F. trans-

former coils—

have adopted Celo-
ron Insulation for
the protection of
various vital points
in their products.

And everywhere the
superior perform-
ance of this labora-
tory-tested and
guaranteed insula-
tion material has
more than justified
all that we have said

at 95°

The Laboratory Test
Standard upon which

CELORON

is GUARANTEED

over 100 meg. resistance after four
days’ exposure to humidity of 90%

a dielectric constant below 6

a tensile strength (14” material) of
10,000 Ibs. per sq. inch.

doubtlessly con-
vinced that no other
material offers such
great resistance to
surface leakage—
that no other ma-
terial is so well
adapted to the per-
manent protection
of delicate induced
voltages throughout
the radio receiver.

We shall be glad to

about it.
In one particular instance a nation-

ally known manufacturer of fixed con-
densers has been so thoroughly con-
vinced of the superiority of this type
of material that he has changed the
construction of his entire line of

THE CELORON

Fabricating Service in New York City, Cincinnati, Chic
Los Angeles, Bridgeport, Pa. In Canada at

CEL

RADIO

send one of our ex-
perienced insulation engineers to
confer with you on your particu-
lar problems. He will tell you
about the Celoron fabricating serv-
ice that offers manufacturers Celoron
parts machined to their own speci-
fications.

0, Boston, Kansas City, San Francisco,
50 Eastern Awve., Toronto. -

INSULATION

Celoron laminated products, moulding powders and varnishes ace bonded

{sively with Celoron resins.

Celoron is the only laminated phenolic e
manufactured entirely by one organization under the control of one labor
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CAT. NO. 4SO

AT. —~BAT.

: %AP.
FRANCIE
ACVots 1S 50-60Cycies

FOR 6 vOLT BATTERY

#17.50

{with relay switch
115 volt s0-6o Cycle
{25 Cycle $1.50 Add’L}

$13.50

{without relay switch
115 volt 50-60 Cycle
{25 Cycle $1.50 Add’l.}

FW_F’_FWATTS"E i5 ]22
D.C.OUTPUT-AMPS | 72 |37 [ 17a]
THE FRANCE ManUFACTURING Co.

CLEVELAND OH10
P. MADE IN U.S.A, %AMP. ;

e

TWO Models—one with relay switch, the sets. Setowners sayitisright. Whoknowsbetter?

other without. A dry disc rectifier, - .
¥ Life? A common report, “Five thousand hours

France believes in three speeds. A single speed and still going strong”—anything less
will meetsome conditions; two, most conditions sounds ridiculous.

but th ill tall—t, 3 d
T el =% an Flexible! Three speeds! Meets all

11{ amperes.

demands regardless of number of
tubes, long hours of reception and
capacity of battery. A battery
simply can’t go down.

Not a sensational new discovery.
Just new to the trade.

Not an experiment. Released after
more than two years exhaustive
research. Laboratory tests are more

. Dealers — it is a proven product.
than satisfactory.

Standard discounts. Deliveries
Several thousandinactual serviceon  France Automatic Trickler  August 15th. Samples now.
with relay switch

THE FRANCE MANUFACTURING COMPANY - 10324 Berea Rd., Cleveland, Ohio
Since 1913 manufacturers of highest grade battery charging equipment

QRANCIC
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When the
Greatest

2| Show in

History thrills
the World

YA

Prices slightly higher
west of the
Rocky Mountains

IMPROVED MUSICONES

Although Musicones improve
the reception of any radio set,
they are perfect affinities in

nish, beauty and repro-
tuctive effectiveness for Cros-
ley Radios. A new model
built in the form of a Colonial
Tilt-Table with brown ma-
hogany finish, stands 3 feet
high. ~Price $27.50.

16-Inch Super Musicone
(As pictured with Bandbox)
$12.75

12-Inch Ultra Musicone
39.75

The BANDBOX $55

6 tube Receiver
Bl’ov\n frosted Crystalline finishwe
Bronze Escutcheon,

These approved cabinets have been selected
by Powel Crosley, Jr., as ideal consoles,
acoustically and mechanically, for the in-
stallation of the Crosley “BANDBOX”.
Genuine Musicones builtin. - Crosley deal-
ers secure them from their jobbers through
H. T ROBERTS CO.,
914 S. Michigan Ave., Chicago, Ill

Sales Agents for
Approved Console Factories:
SHOWERS BROTHERS COMPANY
THE WOLF MFG INDUSTRIES
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The “BANDBOX’’—a phenomenal Crosley radio receiver for the complete
enjoyment of the 1927- 28 Radio Season!

Recent court decisions which clarified
the radio patent situation have paved
the way for still greater Crosley
triumphs.

Now—completely available to Cros-
ley—and amplifying Crosley suprem-
acy in fullest measure, are the enor-
mous resources, great discoveries and
ideas embodied in patents of

1—The Crosley Radio Corporation.

2—The Radio Corp. of America.

3—The Westinghouse Co.

4—The General Electric Co.

5—The American Telephone & Tele-
graph Co.

6—The Hazeltine Corporation.

7—The Latour Corporation.

under which Crosley is now licensed
to manufacture,

Here are the seven big things which
represent radio’s greatest advance-
ment; brought together by Crosley
and combined “with the experience,
mass production method and leader-
ship of the Crosley organization.
No wonder a waiting radio world
pronounces the “Bandbox” at the
-unprecedented price of $55, Crosley’s
paramount achievement.

The Bandbox is Shielded

// RAdxo coils are surrounded
! by ‘magnetic fields simi-
Ilﬂl larin every respect to the
||:]| |H= magnetic field around the
\\ ) Y earth that moves the
7 needle of a compass but
‘around radxo conls these fields make
‘nuisances of: themselves by feeding
back on each other, Hcrct.ofore it
has been customary, to”
‘make inefficient coils
‘with inefficient fields to /
grevcnt .such feedmg-
ack The rosley R,

Bandbox incorporates :

copper shields around each coil to
prevent such feeding back, The
coils corisequently can be made and

are very much more effi-
cient. ‘The amplification
of the receiver is, there-
fore, much higher—the
sensitivity 'is greatly in-
creased. Condensers are
also completely shielded from each
other in separate metal compart-

ments. Hitherto, only
high priced sets have ~
enjoyed this super
radio advantage.
There Is No Oscillation
‘The Bandbox employs
completely balanced or
neutralized radio fre-
quency stages to pre-
vent oscxllatlon, instead of the com-
mon form of losser method. More
costly, to be sure, but extremely
necessary in achieving such results

as are obtained by. this marvel of
radio reception.

For Sharpness--The Acuminators

“Bandbox” acuminat-
ors énable “fishers” for
distant stations to
_bring them in loud and

clear. As powerful telescopes mag-
nify distant scenes, acuminators in-
crease the volume of far-a-way signals
so they seem like local programs,

Volume Control

0 ‘This is another big “Band-
B, box” feature which permits
full brass. band power for
those who want their.dance
notes strong and loud. For
others, it cuts volume down
t0 a soft and. gentle

muimur; without. dis-

tortioh.

INluminated Dial

A Master Station Selector has an

illuminated dial for easy reading in
shadowy corners, A single knob

permits full tumng for
ordinary reception of local,
nearby and super—powered
stations,

Installation Simplified

A woven cable, con-
taining vari-colored
rubber covered leads
Z makes installation and
hook-up easy for the veriest novice.
No waiting for the radio service man,
should the batteries be changed.

-——

=<

Easily Adapted to Consoles
Simply remove screws
in escutcheon and in

base of set. Lift off :D
metal case. Chassis now stands
ready for installation in ‘console cab-
inet. Opening in console cabinet
permits control shafts to protrude.

Escutcheon screws in place and —
Presto! the console radio is complete,

For A C Operation. a special Band-
box is available at $65, wired specially
for use with the Crosfey Power Con-
verter at $60. This special Bandbox
utilizes the new R.C.A. AC tubes
which have made the operation of ra-
dio receivers direct from house current
so simple, efficient and dependable.
The first three tubes em-
ployed in the A C model are
UX 226. These go into the
radio frequency sockets. The
detector tube is UY 227, with

Y

indirectly heated emitter,
Another UX 226 is used in

the. first audio stage. Raw

A C.current heats the fila-

ment of all UX 226 tubes.

Power tube UX 171 is in the

last audio socket. Thls
makes the “dog hGuses”
rumble sonorously and
the bass drums- deeply:
boom.

ThePower Converter

The power converter
which smooths the al-
s ternating current is a
i marvel of engineering
ingenuity. Only: half
the size of an ordinary-
~“A” storage battery,
it SqupheS the required-
and C currents,
without hum. Fin-
B ished in l?rown‘_froste_d
® crystalline,
There are models for
25 and .60 cycle cur-
‘rent, A snap switch shuts down the
set and power converter completely,

Price of Power Converter—$60

You owe it to yourself to see the
“Bandbox™ and listen to its remark-
able performance. If you cannot
easily locate the nearest Crosley

‘dealer, his name and address will be
:supplied on request. Write Dept. 130.

Croaley Radio THE CROSLEY
is Ilcen:ed RADIO
B k 2 CORPORATION
ey oyl Croder,
R&m. o Concnmars, O
q recommends the uie of five 201-A Radiotrons and oae UXI7L
poder of Cunningham miulent- which are furnished at
standard prices,  with each Bandbox. While Radiotroa UX-]

is lm—mk tube, it gives a superior

ormance $-vole “B" hmn



Radio Retailing, A McGraw-Hill Publication

RADIO IS BETTER WITH BATTERY POWER

Eveready Layerbilt
“B"” Battery No.
486, the Heavy-
Duty battery that

should be specified
jor all loud-syeaker
sets.

The Layerbilt pat-
ented  construction
revealed, Each layer
is an electrical cell,
making  automatic
contact with its
neighbors, and fll- N
ing all available
space inside the bat-

tery case.

Here is battery power in its most economical form

BATTERY Power has many ad-
vantages possessed by no other
source of electricity. Batteries
give pure DC, Direct Current,
steady, quiet, noiseless, uniform,
taking nothing from and adding
nothing to radio reception.

B-power supply from batteries
is reliable, for no line troubles or
blown-out fuses can stop your
customers’ radio reception if they
use batteries. After months of
perfect service, batteries give
warning in plenty of time when
new ones are needed. Your
customers need never miss a
single concert from a battery-run
receiver.

The reason that the Eveready
Layerbilt has to be replaced so
seldom lies in its construction. No
other battery is like it. See the
illustration above. It is built in
layers of current-producing ma-
terials. This system packs more
active materials in a given space,
and makes those materials pro-
duce more electricity.

In laboratory tests and in ac-
tual home use during the last
two years the LEveready Layer-
bilt “B” Battery No. 486 has
proved itself to be the longest-
lasting and therefore most eco-
nomical Eveready “B” Battery
ever built. Because it is the

longest-lasting it is also the most
convenient.

For greatest economy, satisfac-
tion and reliability in radio, sell

the Eveready Layerbilt No. 486.

NATIONAL CARBON CO., Ixc.

New York [[EE San Francisco

Atlanta Chicago Kansas City
Unit of Union Carbide and Carbon Corporation

Tuesday night is Eveready Hour Night
—8 P. M., Eastern Standard Time

wEAP-New York
WJAR-Providence
WEEI-Boston
wFI-Philadel phia
wGr—Bu flalo
WCAE~Pittshurgh
wsAr-Cincinnati
wramM—Cleveland
wwJy-Detroit wsB—Atlanta
weN~-Chicago wsy—Nashville
wMc-Memophis

woc—-Daven port

. Minneapolis
weeo{ St. Paul
ksp-St. Louis
wpAF-Ransas City
wre-Washington
wey-Schenectady
wHas—Louisville
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—and Now Shieiding.

~ All Metal
ABINETS

For A.C.

or

Model Battery Models

250

. . Using
Dimensions
25x1414x9% 7 x 18
7 x 21
Hinged top — with
= = o
Rigidl, f d f
s;ﬂnx};h argm:ppeara:,;e. 8 % 21
Felt foot rests—rubber lid
stops.
A welded job doing away with PANELS

troubles of swelling, shrinking,
;racking, splitting and wuncertain
t.

Beautiful—Practical —E conomical

The original beauty of natural wood grains combined with
the efficiency of all metal construction! That strikes a
new note in cabinet artistry. By our photo litho processes,
we reproduce hardwood and novelty finishes so gorgeous
in their conception that they excite the admiration of all o
who see them. !

Spacious interior dimensions are demanded for housing
all the latest hook-ups! Vee Dee metal cabinets are
designed for that purpose. 90% of all the 1927-1928 hook-
ups are covered by the dimensions of VEE DEe No. 250

MErtaL CABINET. Thus, we combine the extremely beautiful ‘ UNIPACK HOUSING |
with the intensely practical. epeclally deslgmed A P e cabioat

. . " Marsha, ower ookups—Iincin g cabinel |
And consider the low price! Stronger and more beautiful || and chassis, drilled and with all small hard- |
than cabinets made of walnut or mahogany—but costs less. S C2
Set builders are sold on VEE DEE METAL CABINETS. Jobbers cannot afford Assembl
to overlook the money making opportunities in catering to the needs of h E y
set builders and dealers. PanelUl?alsti o

s ©C 8
Write for prices of Vee Dee Metal Cabinets, accessories.

Metal Panels, and Chassis. We have standard
size panels and chassis in stock for immediate '

delivery.
The Van Doorn Company _ . |
160 N. La Salle St. | GHICAGO, TLL. 'A_Biiichan,driies for che ponular recelity, o

dapted for any Power Pack assembly. L

Factory—QUINCY, ILL.
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Bakelite Molded trimmings keep radio
sets from getting shabby

BAKELITE Molded makes no

contribution to depreciation,
for it is ever new. Dials and knobs
made of it hold their deep, rich
color and high lustre in any climate
and through years and years of
constant service.

Radio sets have become so con-
spicuous an item of home equip-
ment that beauty of appearance
now equals quality of performance
as a sales argument. It is perhaps

more important, for performance is
usually taken for granted.

It is always to the dealer’s advan-
tage to make sure that the sets he
sells are equipped with dials, knobs
and other fittings of Bakelite
Molded—and that the radio parts
he offers are’ also /made of it.
Bakelite Molded helps to keep
radio sets sold. Write for Booklet
No. 39.

BAKELITE CORFPORATION

247 Park Ave., New York, N. Y. Chicago Office, 635 W. 22nd St.
BAKELITE] CORPORATION OF CANADA, LTD., 163 Dufferin Street, Toronto, Ontario

THE MATERIAL OF \OQ/ A THOUSAND USES

/“The registered Trade Mark and Symbol shown above may be used only on products made from materials

£ by Bekelite Cor . Under the capital **B” is the numerical sign for infinity, or unlidnitéd
quantity It symbolizes the infinite number of present and future uses of Bakelite Corporation’s producta.’™
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Greater Value

Counterphase 8-12
Price $215.00

2

Counterphase 6-35
Price $110.00

The B-T record for having produced only
outstanding radio successes carries more
weight each year.

The cumulative effect of added numbers of
satisfied users—the increased extensive-
ness of the Line,—make the B-T Fran-
chise a greater value than ever before.

At $110.00 the new Six provides
Counterphase quality at a price that will
appeal to a widely extended market.

Additional models including the famous
Light in two styles, with or without
speaker, furnish a complete line.

Measuring up to the high B-T standard
the new Speaker marks a great stride
forward.

B-Pewer Unit

Countesphase 6-37
Price $37.50

Price £165.00

You cannot help being impressed with its
cxcellent performance—especially when
demonstrated with a Counterphase.

Factory authorized and factory protected
B-T dealers are more than ever satisfied
to continue their franchises. They ap-
preciate its increasing value.

; Counterphase 6-22
Price $140.00
B-T Speaker

Prce $35.00 You also can profit handsomely by secur-

ing the B-T franchise in your community.

It may still be open. Write today.

Bremer-Tully

Mfg. Company
520 S. Canal St.

Chicago

The Counterphase is covered by
numerous exclusive Bremer- .

Tully patents and is licensed by ol i g
R.C.A. and afhliated companies. Pri(:eNgf lfglib;eso 00

Counterphase 8-16
Price $295.00
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5 Raytheon

Loy, | \
20 UFE pecipynG 195

These Manufacturers Enjoy the
Advantages of Marketing Raytheon
Approved Power Units

AcMe ApparaTus Company
ALL-AMERICAN Rapio Corp. .
AMERICAN Bosct MaGNETO Corw
American ELec. Co., Inc .

Arex ELecTric MrG. COMPANY ... ... .. .. .
Benjamin ELectric Mra. Co. or Canapa, L.

Bremer-TuLLy Mre, Co

Brices & STRATTON CORPORATION
CuamseruN ELectric ComMpany
ConsoLipaTed BATTERY CoO.
CorneLrt ELecTric Mre. Co
CrosLey Raoio Core.. .
Dav-Fan Evecrric Co )
EvecTrICAL RESEARCH LABS., INc

FepeErAL TELEPUONE MFG. CORPORATION .

Freeo-Eiseman Ravio Corp. .
GEeNERAL Rabio Company
A. H. Grese & Co.

INDIANA ManNuFacTUrING & ELecTric Co.

INTERSTATE ELECTRIC CoO.

King ELecTric MFG. Company
Koxomo ELectric Company
Martin-CorELanp Co. .

MavoLian Ravio Corp

Tie MoberN Erectric Mg, Co. |
NaTtionaL Company, Inc
PREST-O-LiTE. . .. ... .. . -
Sparks-Witiineron Co. ... ...
StANDARD Rap1o Corp. OF WORCESTER
StaNDARD Rapio Mrg. Conp

Tue STERLING MFg. Co.

STEWART BatTERY CO. | S—
TiorparsoN ELecTric Mra. Co. ..
U-S-L Rawio, Inc. .

UNivERsAL BatTeRY Co

Varcey Evecrric Co

THe WEBSTER COMPANY
Wise-McCLung Comeany, Ltn.

YaLe Erecrric Co.

Zeniti Ravio Corp

Name of Unit
Acme B-Power Supply and Acme A Charger
All-American Constant B
.......Bosch Nobattry
. . Burns “B* Battery Eliminator
v.eveiovoo..... APEX SUPER B SockeT Power
Benjamin Majestic B Power
..BT B-Power Unit
Il m o e - Basco
. UniversaL B-Power UniT
....Consolidated “B"*
.Cornell Voltage Supply
Crosley A, B & C Power
. Day-Fan Radio B-Power
Erla Hum-Free “ B Eliminator
DpDo .. A-B-C Power UniT
Freed-Eiseman A, B & C Power
.Gencral Radio Plate Supply
Grebe Socket B-Power
. .. ....Automatic Charger
.. -Handy Charger and Eliminator
Electron B Supply and Electron A Charger
Kingston B Power Unit and Kingston A Charger
- ....A Power Unit
Mayolian B Supply
. ..Modern B Power
National Power Supply
wd . o Speedway
Sparton Radio B-Power
Standardyne A-B-C Power
Rogers B-Power Unit
Sterling A-B-C Power
T ..Super A
. ...A Charger
B-Power Unit and A Charger
. . .Universal B Power Unit
Valley B Power Unit and Valley A Charger
Webceo B-Power Unit
A-B.C Compo Power Unit
Yale B Power Unit
Zenith A, B & C Power

Only those manufacturers whose power wnits have been fully tested and approved

by the Raytheon Research Lahoratorics are entitled to use the green Seal of
Approval and Raytheon Rectifying Tubes in connection with their produets.
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New List Price $4.50

A Price Reduction that
means more than just
so many Dollars
and Cents

I /ad
] HE WHOLE-HEARTED acceptance of
/ Raytheon’s advantages in the mak-
ingandselling of reliable radio power-units
has built a demand for Raytheon Long
Life Rectifying Tubes which automatically
effects their price. Radio dealers are ad-
vised, then, that the list price of type
BH, the most widely used ofall Raytheon
tubes, has been reduced from $6.00 to
$4.50—effective immediately.

What this announcement signifies, how-
ever, is of far more importance than the
price reduction itself, for it establishes
without doubt that the Raytheon green
Seal of Approval and what it stands for
Type A— { are attracting more and more manufac- Type BA—

) 1 . .

2% Amps. turers of reltable radio power units. D300 5: 2
The Efficient Rectifier Provides A-B-C power
for batteries and A for sets using standard

power-units. Raytheon Manufacturing Co. 201-A tubes in scries.
List Price $4.50 Cambridge Mass List Price $7.50
. !

TYPE B—60 M. A.150 VOLTS, LIST PRICE $4.50

laytheon %

LONG LIFE RECTIFYING TUBE
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T HE L 1 N E O F DISTINO CTTION

Always a Leader—

NOW A BATTERYLESS RECEIVER

The

MCMILLAN ELECTRIC
with Kellogg A. C. Tubes

OW for the first time in radio history
McMillan announces a batteryless
receiver—free from trouble—operating
direct from a light socket. Through the
employment of A.C. Tubes and a new ex-
clusive circuit (patents pending) McMillan
now offers the most revolutionary receiver
the world has ever seen.

Absolutely No Batteries

The new McMillan Electric has no batteries
—no eliminators—no automatic switches.
Nothing to get out of order. The owner
enjoys continuous, trouble-free service. The
dealer cuts his service costs to almost
nothing. '

Write now for complete description—prices
and discounts.

The Orleans Prices range from
Doors of figured walnut. Heavy plywood con- $170 to $325

struction. Equipped with built-in speaker—
Utah Unit. Four-foot air column. Size 9f top
26% in. x 19 in—43% in. high. Shipping
weight 135 pounds.

The Chassis

shielded with A.C.
Tubes and special cir-
cuit (patents pending)
shows why the
McMillan Electric is
the last word in radio
receivers.

The Ivanhoe

Exclusive McMillan design.
Sides and top Striped Walnut.
Doors of Butt Walnut, Ma-
hogany overlay. Veneered
moldings.  Built-in speaker.
Four-foot tone chamber. Utah
Unit. Size of top, 2574 in. x
17% in.—50 in. high. Shipping
weight 117 pounds.

We also make a complete line of battery models

The McMILLAN RADIO CORP., 1421 S. Michigan Ave., CHICAGO, ILL.
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Are you handling a line of Receivers that give you
the following advantages?™—

1. Complete Patent Protection.

2. Actual Franchise Protection.

3. Beautiful Cabinet Designs.

4. Unmatched Quality of Performance.
5. Correct Range of Prices.

6. Solid Financial Responsibility.

7. Effective Advertising Program.

8. Attractive Merchandising Helps.

9. Working Sales Service Plan.

The Chevalier

Unless you are a King Dealer, you are not, because
the King line is the only line on the market, with all
of these advantages and many more.

You cannot afford to overlook these advantages be-
cause they make King the most profitable franchise
in the Radio Field.

Be sure to investigate this line before buying. Write
us for the name of our distributor.

King Manufacturing Corporation
Buffalo, New York

o The King Line

The Baronet............ $ 70.00

The Crusader........... 115.00

The Viking............. 140.00

The Chevalier.......... 210.00

The Commander........ 220.00
5

A completely shielded six tube receiver with

single dial statlon selector. Beautiful Burl
slnut High- Boy cabinet, Most beautiful de-
gn and value on the market at its price.

Built-in seven inch Peerless reproducer with

space for batteries, etc. Price without acces-

sories, $210.00,

Prices slightly higher West of Rocky Mountalns.
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is tée new NOTFE
irn raa/z'o

Your customers today demand beauty
in radio. Beauty—not only in tone,
but beauty in appearance.

Splitdorf has been the first to recog-
nize this demand, and to strike this
new note in radio. The beautifully
designed models combine perfection
of performance with the decorative
value of fine furniture.

The sensation caused by the new
Splitdorf models at the recent Chi-
cago Trade Show proved that Splitdorf
leads in radio beauty today.

12 models — $45 to $8oo
Prices apply only east of the Rockies

Tre Assey — Patterned after an Old World jewel
case. Devoid of metal trimmings. Done in antique
walnut with carved ornament. Equipped with the
new Splitdorf single dial receiver, employing four
tuned circuits, List price, without accessories, $1c0.

Cabinets designed under the personal direction of Mr. Noel S. Dunbar

Tue Lorenzo — A magnificent model in the style of the Italian Renais-

sance. Massive, yet its tapered sides permit of its placement in a restricted

space. Equipped with the new Splitdorf six-tube receiver unit. Single

knob control. Illuminated dial, enclosed loud-speaker and Splitdorf
socket power plant. List price, $350.
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ARCO ARCO ARCO ARCO

Radio Fans Wanted It!

Arco Engineers built
it---and NOW ARCO
Dealers are selling
these better UNITS
== casier and with greater
= profit. ARCO UNITS

I8 arceasiertosell because--
1. Use less current. 2.
Neater. 3. Cost less than others.
4. Higher efficiency.- 5. Instan-
taneous action. 6. Full power
rating. 7. Newest and undoubt-

edly the leader. | poeasme e

1 Fort Wayne, Indiana

ARCO

ARCO

I would like to know more about the Arco line. Tell me

Arco Electrical Cmp o e i . .

Name

Main Offlce Fort Wayne, Ind. Address
Factories, Chicago, Ill. and Fort Wayne, Ind. ;
H City State .
ARCO ARCO ARCO— "
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This Great Plant
—1s back of all

Sentinel,

—=Completely Automatic./ =, .

A-B-C Pow S

OUR factors contribute to the outstanding success of Sen-

tinel Radio Power Units. America’s foremost electrical
engineers created and developed them. The highest skilled
craftsmen obtainable are employed in their manufacture.
Only first-grade materials are used, and the finest facilities of
an ultra-modern plant make possible products which are
peertless in their field.

Sentinel offers the first and only complete line of completely
automatic Radio Power Units. Progressive, money-makia

Jobbers and Dealers will find Sentinel units profit make ‘
prestige builders.

Write today for complete descriptis ’
prices and our co-operative mer, @plan.

SENTINEL MANUFACT COMPANY

9705 Cottage Grove Avenue o - & Chicago, U. S. A.

OPRD oM~z




1 For those already equipped with *“A”
Battery and Charger (other than the
Trickle type), the Sentinel Automatic
Control Unitmakesthe A" power sup-
ply completely automatic. Price $15.00

2 The Sentinel Automatic Controland

Chargeris designed for those already
owning a_good*‘ A" battery but not a
charger, Thisunit makesthe' A" power
supply permanently and completely
automatic. - - - - Price $29.50

There is
a
Sentinel
for
Every

v -

A Bl §
M il

n ™o
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3 The Sentinel Completeiy Automatic ' A
Power Unit provides control, charger
and a 4 or 6-volt bateeryall in one hand-
some compact case. This is not a Trickle
Charger, but a completely Automatic
Socket Power Unit. - - Price $40.00

4 The Sentinel B-C Power Unit furnishes
both B and C voltage for any set,
regardless of the number of tubes — 80
mil. at 180 volts — approximately 50%
Teserve current for‘the average receiver.
Price Complete - - - . $44.50

§ oo
PN

11 L
nl
et

oo

5 The Sentinel B-C Beverly model com-
bines completely automatic power
with meter which gives control of all
plate voltages. The price of the Beverly
Unit is - - - -$65.00

6 The Sentinel A-B-C Completely Auto-

matic Unit is the complete and mod-
ern answer to the radio power problem.
It combines the Sentinel Automatic**A”
battery and the Sentinel Automatic B-C

Power Unit into one compact, efficient _

master unit. The price is $79.50 com-
plete. (Metered Beverly Model $98.50)

VoLTag
CONTAGL

A New and Bigger Plant
for Sentinel Manufacturing Company

Rapidly growing demands for Sentinel Radio Power Units made it nec-

essary to increase manufacturing facilities. This new three-quarter of a

million dollar factory with its modern equipment enables us to keep
pace with the ever increasing popularity of Sentinel Units.

L}

38

~o

dl|
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L

NEG. 5-45 45-90

For an additional
$2.50 an automa-
tic control switch
is  furnished by
which the Unit is
switched on or off
when switeh on
the radio set
panel is (urned.

N '74.5;‘2,

What the
KINGSTON is }9
THE KINGSTON will main-
tain the radio set always at its p

perfection peak. It contains no
acid or solution, operates with- e

] out vibration or noise and will r
For Perfect Reception . hf:;&_t e %
THE KINGSTON B CURRENT  cach adjustable over a wide ‘\

range, making possible any de-

é SUPPLY UNIT insures everything — jired voltage from 5 to 200. A G)

fourth variable voltage may be
: : : easily had, if desired, by con-

ﬂ Radio has to give—rich, full tone,  fecting a separate variable re- 2)
9 1 f . ' sistor to one of the terminals. /
clearness, periect reception always. The primary or main current

supply is controlled by a rheo-

This unit met last year with unprece- st making it possible to reduce

’ d d d i . . t}l:e current emering] the unit tg 1
the. amount actually require

2 ented success, an this year it will — fie sment Aol e O
attain a new high record in sales and '« e =t 2eans oxeindl

satisfaction. Make the Kingston the  hime%a. fie mehe ey

Size: nine inches long,

) } 514 inches wide, 8%4 inches high.
leader of your fall and winter business. e S e ambere @

type BH tube is used as rectifier.
Fully guaranteed.

&7

KOKOMO ELECTRIC COMPANY

Kokomo, Indiana

N ok
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D@ [POWWER

A Super-Quality line backed
by an Intensive Sales and
A/dvertising Program ~ ~ ~

RST of all Basco Radio Power Units are quality mer-

chandise. They are built to material and precision stand-
ards comparable with the manufacture of the finest radio
recetvers the industry has to offer!

Basco Power Units convert 110 volt 50-60 cycle A. C. current
into ideal radio power for all 6-volt receivers of 1 to 10
tubes. New standards of radio reception are established —
in uniformity, constancy, musical range, clarity, volume.
New standards of convenience are provided — almost total

/ This ive sign will guid i ici
I “t“m"t‘g‘:ﬁ’;:’?’::‘:l'°g;‘:’ﬁz freedom from upkeep attention and servicing.
store—will identify you as . . . . .
Basco desler i your com- We’re telling the radio public about these super-quality radio
[ foromeofthescsignn power units through a complete, intensive advertising and retail

merchandising program — newspaper advertising, local ads
for dealers’ use, window displays, direct mail, booklets, folders,
etc. All of this advertising will be centered around Basco dealers
to produce direct results — immediate sales for these dealers!

Write for full details of selling program and particulars
about Basco Radio Power Uuits — descriptive informa-
tion, prices, discounts, names of distributors.

Charger — Small, compact.

2l ampere charging rate. BRIGGS & STRATTON CORPORATION ~ ~ Milwaukee, Wisconsin

High efficiency. No moving
parts. Raytheon rectifying e .

tube. Absolutely noiseless. PRt
Economical.

“B” Power—Exclusive hook-up
s brings out deep, low notes and
- highest-pitched tones. Easily
adjustable to all power tubes.
Output of 50 milliamperes at

185 volts. Tube rectification.

&

)

RADIO POWER UNITS
\ _—

\

“A” Power—Automatic operation.
Glass-jar Exide ‘“A” battery; Basco
automatic charger — full rate 2!,
ampere. Raytheon tube. No line
aoises. Low power consumption.

“A” and ‘‘B” Power — Entirely
automatic. Highest qualitg, glass-jar
A

Exide “A” power with Basco self-
charger equi;?:ed with Raytheon rec-
el

tifying tube, (not a trickle charger).
“B” Power of exceptional efficiency. /
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Bosch Radio has outstanding features which are commanding
the attention of dealers all over the country.

1. The new Bosch Models are built for customer satisfaction.
2. The Bosch Line is a complete dealer line.
3. Bosch Dealer Policy is liberal and strongly supported.

The new Bosch Radio Models are ‘“transportation proof’—
so strongly constructed they may be delivered to your cus-
tomers without adjustment—with the original factory settings.

Bosch steel chassis, the condenser unit assembly with its three
point mounting—the short, solid connections and elimination
of solder operations, are distinct Bosch improvements.

Bosch RFL circuits, armored and shielded—operated by an
electrically lighted, single station selector—Bosch Radio 1s
advance radio—the new models are wired for battery or
socket power operation.

Another sales persuading feature of the line is its beauty of
cabinets—new designs, harmonious in every respect, dignified,
attractive, striking in fine woods.

Nationally advertised—the new Bosch line is priced right for
volume sale.

The dealer policy is right and reliable, offering unusual op-
portunities to dealers who are in business to stay. Tell us in
confidence about yourself, business standing, financial strength
and plans, regardless of the lines you now carry. We will tell
you of our plans for your locality.

AMERICAN BOSCH MAGNETO CORPORATION
SPRINGFIELD, MASS.
Branches: New York Chicago Detroit San Francisco

Bosch Radio Receivers are Jicensed only for Radio Amateur, Experimental and Broadeast Re’c_eDﬁOn-
‘They are manufactured under patent applications of American Bosch Magneto Corp. and are licensed
under patent applications and patents of Radio Corp. of America and under applications of Radio
Frequency Laboratories, Ine.

Model 66—Six  tubes—
table type $99.50
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“Ship our next months orders

=7
SEP

ORDERS

ORDERS

ELECTRIC
IS TAKING THE COUNTRY
BY STORM
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Built to excel,

Socket

Surpassing

You will find in these units all of the features
which correct design and up-to-the-moment engineering
can build into them. Nothing is skimped, nothing guessed
at, nothing allowed to take care of itself.

The “A™ unit is a dependable source of “A™ power
equipped with Dry Plate Rectifier controlled by set
switch. Has “B” Plug-in.

The “B-C” unit delivers 40 mils at 180 volts. Ideal for
171 power tube operation. Guaranteed delivery of proper
voltages to each tube, as specified by set manufacturer.
Seven taps—two for “C” voltages and all variable, due
to the use of wire wound resistances throughout. Im-
proved filter circuit. Designed for use with Raytheon

not undersell

Units
Performance

BH-85 mil long-life rectifying tube. Raytheon
approved. Operates perfectly on every set manufactured.
Will sell readily and stay sold!

“A-B-C” Socket Power Unit. This unit is 2 combi-
nation of the “A" and “B-C" units, all contained in one
case. Set switch controls it.

The cases of all units are unusually attractive and are
finished in brown crackled lacquer.

Your customers who want troublefree, dependable
power next season will want just such socket power units
as these—quality goods, which sell easily and stay sold.

Send for full information and prices.

UNIVERSAL BATTERY COMPANY
3453 South La Salle Street, Chicago, IIl.

Batteries for Every Purse and Purpose

RADIO AUTOMOBILE
Parts for All Makes of Batteries :

FARM-LIGHT
Shop Equipment

UNIVERSAL BATTERIES
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The Franchise That Sapplies Every

Asset to the Building of a Sound,

Profitable Radio Business— Full

Particulars Sent on Request — Mail
the Coupon Today!

Compact Console Model 520. Six
tubes. Single dial vernier control.
Selected walnut veneer cabinet
with lustrous finish. Price, $125.00.
West of Rockies, $130.00.

Table Cabinet Model 525. Six tubes.
Single dial vernier control. Cabinet
of selected walnut vencer, richly
finished. Price, $80.00. West of
Rockies, $82.00.

De Luxe Table Gabinet Model 705.
Fully shiclded chassis. Solid walnut
and selected walnut veneer cabinet.
Six tubes. Single dial vernier con-
trol. Price, $125.00. West of
Rockies, $128.00.

Table Cabinet Model 300. For those

who prefer three dials. Metal panel

and sides. Walnut top. Five tubes.

Price, §50.00. West of Rockies,
$52.50.

DeLuxe Console Model 710. Ex-

quisite cabinet of solid walnue, and

specially selected burled walnut ve-

neer. Six tubes. Single dial control.

Fully shiclded. Price, $255. West
of Rockies, $263.50.

U-WARNER

‘Un it ‘Radio

Stewart-Warner Reproducer
Model 425. Newly perfect-
ed unit insures wonderful
reproduction of all tones.
Finished in gold bronze.
Price, $25.00. West of
Rochkies, $26.00.

STEWART-WARNER’S
1. Great Financial Strengtb

—is an assurance of permanency and ]
leadership in the radio field. |

Tremendous Resources |

— mean uniform, quality production on l
a quantity basis. Reduces servicing. |

Good Will and Reputation

—insure ready consumer acceptance,
easier sales and greater profits.

Complete Line

—satisfies all prospects, fills all demands
for models and prices.

5. Matched-Units

—give you the greatest of all radio sell-
ing features.

Factory-controlled Distributors
—protect your business against ‘next-
door™ competition.

Generous Bonus Plan
—compensates you for vigorous sales
effort.

Nation-wide Advertising ‘
—brings prospects into your store— ‘
keeps business good, the year ‘round.

Stewart-Warner Tube

Models701-AX, 501+

A,and 501-AX. Price,
$1.75.

Stewart-Warner Repro-
ducer Model 420. Ex-
tremely compact. Has
new perfected unit. Fin-
ished in gold bronze.
Price, $17.50. West of
Rockies, $18.25.

e wisree §
O§  Anteooa Bt g

Stewarf-Warner Antenna Kic
Model $10. Price, $2.25.

Stewart-Warner Speedometer Corporation
Radio Sales Department

Gentlemen: Send along more complete details of your Radio
Dealer’s proposition at once. We are interested in any plan
that affords an opportunity to make more money. We under-
stand this does not obligate us in the least.

Name.......oiiisasiins

Street ... .

City

1927

1826 Diversey Parkway, Chicago, U. S. A.

gitsenys. v I st i
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The CLEARTONE
“CONGRESSIONAL”

List $375.00

The ultimate in radio
and furniture design.
Built-in loudspeaker.
Price, complete with
tubes, ready to attach.

other models

The “SENATOR?”
$325

The “MAYFLOWER”
$250

“110 COMPACT”
$195

/ -

30 Years of
Craftsmanship

For thirty years the
master craftsmen of The
Cincinnati Time Recorder
Co. (of which The Clear-
tone Radio Company is a
division), have been re-
sponsible for distinguish-
ed cabinets for hall clocks
and time recorders. These
master craftsmen are the
builders of the CLEAR-
TONE.

N r
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Real “Come In and
Buy” Advertising
to help YOU sell
The NEW
CLEARTONE

Our newspaper advertising campaxgn to be run in your
local newspapers, has these main appeals:—

“It's Electric/”—plugs into § ‘“Economy” — costs less
your light socket, eliminates than 3 c¢. an hour to oper-
“A” and “B” batteries and ate.

their mussy servicing.
“Proved” . ““Beautiful Cabinets’ —
roved’—thousands_tried solid mahogany and wal-

ﬁ:d tess'gﬁd lriltAmefrl(t:ian nut, fashioned by master
mes since 1ts periection craftsmen with 30 years’

2 years ago. hall clock experience.
“Single Vernier Dial”—
“Balanced Radio Frequency “Reasonably Priced”—$195
Circuit” — assuring tuning to $375, with nothing else
simplicity and long range. ¥ to buy or attach.

But, most important, these ads say: “Come in”’— “hear
it!""—‘“see it”—“Let us show you”’—*“Call on us’—real
retail back-up advertising for you.

Dealers are enthusiastic about our advertising-merchandis-
ing plan. We’d like to tell you about it. No obligation in
asking—and a request will bring full details.

THE CLEARTONE RADIO CO.

Division of The Cincinnati Time Recorder Co., Cincinnati, Ohio

Eg::m 6lectrzc Radlo Receiver

S0
“etﬁ"uo“
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August 20th—

The Public Will Know of the
New Vesta Power Units

The New Complete Line of
Vesta Socket Power Units —
both WET and DRY — will be
announced to the public in The
Saturday Evening Post, August
20th—to be followed throughout
the season by a series of interest-
ing ads in The Saturday Evening
Post,Liberty,Country Gentleman
and Successful Farming.

Get in touch with the Vesta dis-
tributor near you for these new
products and have them on dis-
play August 18th — the day The
Saturday Evening Post reaches
the public.

Don’t fail to see this complete
line — it will pull the biggest
Volume of Business you have
ever had in Radio Power Units.

VESTA BATTERY CORPORATION
2100 Indiena Avenue
CHICAGO, ILI..

VESTA

QUALITY RADIO UNITS &

VFSTA BATTERY COR.P()RATI()N R.R.
2100 Indiana Avenue, Chicago, Ill.

Please send me your folders on Vesta Radio Products,

particularly the one about

Nam:
Address

City- __State

The New Vesta Dry Trickle Charger
is the very latest development in Radio
power supply.

No acid or liquid in any form~~no
tubes or moving parts to wear out.

Supplied with or without AUTO-
MATIC RELAY which turns on the
current when set is turned off and like-
wise turns ofl the current when set is
turned on.

This relay automatically cuts off and elimi-
nates any possibility of line noises and in-
sures {ull battery power.

Ask your dealer for the New Vesta Dry
‘Trickle Charger. Compact, in a handsome
metal case with high and low charging rate,

Without Relay, $15
With Relay, $17.50

Vesta Trickle Charger and "4 Power Units
are also furnished with Baikite Rectifiers

et

Bring Your Radio Up to Date
with VESTA POWER UNITS

With the experience of 30 years in building quality
batteries—lor Automobile and Radio— Vesta naturally
has the ability to produce the highest 1yps of Socket
Power Units.

This should be your guide in the selection of Power
Units and Tubes for your radio.

There is so very fittle difference in the prices of Power
Units and . Tubes thar it will pay you to insist on
Vesta Products,

Vesta dealers are everywhere and any radio. electsical,
musical or automobile accessory dealer can get Vesta
Products for you

VESTA BATTERY CORPORATION
2100 Indisne Avenue
CHICAGO, ILL.

R “
Bocket power umit.  Everything
visible—including batteries—dry
trickle charger and built-in_hy

without relay. $32

lay. 40 mils, 180 v
wmils. 180 volts. $44.

o -!‘ "':ﬂ

COMPLETE "A-B" UNIT
Socket power (dryrectifier) autor
matic relay. 40 mils. 160 volts,
72,00, 60 mils, 180 volis, §77.00

&l
¥

Complete line of Vesta Non
Microphonic Tubes for every ra:
dio purpose:the heighs o!qu:hxy

VESTA

QUALITY RADIO UNITS

MAKERS OF VESTA AUTO-RADIO BATTERIES FOR 80 YEARS

43

August 20th

The
Saturday
Evening
Post

—half page

To be followed by
half pages in Liberty,
more Saturday
Evening Post pages,
and half pages in
Country Gentleman
and Successful
Farming.
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jy every

Dealers will welcome the new Kolster “A”
and “B” supply units. They are especially
designed to provide socket power for
Kolster battery operated sets.

Every Kolster owner will be a prospect.
Thousands of others who are learning what
Kolster standards of performance mean, will
want to electrify their sets with socket power
units they can depend on.

Kolster
“B” Supply Unit
Built to supply constant “*B"
voltage to any standard radio set
of B current requirements simi-
lar to Kolster 6-tube models. Price
$35 list, without tube.

Kolster
“A” Supply Unit
Designed to operate any set

using up to six six-volt tubes. No
water or acids. Price $50 list.

There are no adjustments to be made on Kolster “A” and “B”
supply units. The “B” unit is built to deliver the exact voltage
marked on its binding posts to any standard set with “B” current
requirements similar to Kolster 6-tube models. No water is required;
there are no acids to spill.

Sound construction and advanced design — the elements that have
enabled Kolster Radio to break distance records, and are bringing
fame to the unequalled tone quality of the Kolster Power Cone—
will keep these units free of all service troubles.

Kolster
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Kolster-7ow/

7

Kolster Radio
Model 6-G

Used with the “A™ and “B"
supply units illustrated on the
opposite page, this model meetsthe
demand for a completely electrified
all-Kolster set. Now $165 list,
formerly $185. (*A" and “B"
. supply units extra.)

Kolster Radio moves fast because

When you sell Kolster Radio, you offer a complete unit, it provides indisputable quality at
every part of which is backed by one organization. Kolster a popular price. Kolster dealers
quality begins with the speaker and follows right down benefit by the complete protection

the Kolster franchise gives them
on an unusually profitable line.

Model 6-G typifies this perfect coordination of every gf:ii ;}:: fizﬁgﬁge;°st{iil'l‘dop°e:t iinf

element in Kolster Radio. The two-tone mahogany cabi- e
net, for example, was designed by Kolster to act as a
sounding-board, still further enhancing the realistic
beauty of tone from the specially designed built-in Cone.
The famous Kolster six-tube model is the set employed,
and there is ample room in the compartment below for
either the Kolster “A” and “B” supply units, or batteries.

| Radio

N R SR S T
g e o B © e e e e e e e e e e e o

through the set to the power supply itself.

FEDERAL-BRANDES, INC. 43
200 Mt. Pleasant Ave.
Newark, N. J.

Please let me know immediately how I may participate
in the success of the Kolster Line forJ1927-1928.

Name. . ..ot I
Street. ... ... .., |
City...................... Stae.................. |




46 Radio Retailing, A McGraw-Hill Publication

Red Lion Cabinets

Offer Your Customers SOmez‘bing
They Can Obtain Nowhere Else

... the finest in furniture and the ultimate in radio. . . ot price!

7110 those familiar
with both the market and
the radio - buying public,
this is the ideal combina-

tion. And where else can

you find this combination

so well proportioned as * Red Lion — Atwater

Th i d k odel i - S
tromoly e ek model e o Kent — One Hundred and Ten Dollars?®®?

in combining luxury with utility. With

built-in A K S ki Unit . .

and Atwater Kent Model 35 net, If you are not acquainted with the workman-
retail price . . 3 3 £110.00

Price slightly higher west of the Rockies ship and finish of Red Lion Cabinets, suffice it

and in Canada.

to say that the Atwater Kent Mfg. Co. selected
the products of this company as standard
equipment for their world-famed instruments
and authorized us to incorporate in them the
Atwater Kent Model E Speaker and Speak-
ing Unit. v ¥ v

An extensive national advertising campaign

featuring Red Lion Cabinets will begin

¥ ' next month. Be prepared to profit by it.
CONSOLE TYPE

Not the most elaborate cabinet made,
butcertainlyoneofthe finest. Finished

in hand rubbed walnut veneer. With . 1at .
el e For full details address or visit the nearest

«

Y v

Model E Speaker. also compartment

for eliminators or batteries. Retail Atwater Kent distributor or ...
prices $135 — $145.

Prices slightly higher west of the
Rockies and in Canada,

RED LION CABINET COMPANY < RED LION, PENNA.

WM/MWVV\M/WMVWWMNWMN\N"
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uilt exclusively for
ATWATER KENT RADIO
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ATWATER KENT
RADIO

Little town or big town
the story is the same

ITH no object except getting the FACTS, the
‘ ‘ American Press Association made a survey this year
among the newspapers of 6,000 towns under 25,000
population.
The newspapers, in turn, had the radio dealers of their
towns answer the questions.

Result of the most important question:
Q “What radio set is the best seller?”’
A Atwater Kent FIRST—by more than 2 to 7.
In small towns as well as big towns, merchants who
concentrate on Atwater Kent Radio concentrate on the

radio people really want and buy. Figures as well as com-
mon knowledge prove it.

ATWATER KENT MANUFACTURING COMPANY
4733 WISSAHICKON AVE. A. Atwater Kent, President PHILADELPHIA, PA.

EVERY SUNDAY EVENING: — The Atwater Kent Radio Artists bring you their
summer programat 9:15 Eastern Daylight Time, 8:15 Central Daylight Time, through:

WEAE. = 31+ 3 3°a < B & » New York WGR . . 5 . D .. oe s .} Buflalo
WEES . . .4 & A 8. . . Boston WOC . ... Davenport
WRCl . 3 e B - Washington KSDIN SIS S e P o LA St. Louss
WSAL . . . ... L. Cincinnari WWI L. L, . Detroit
WGN 3 . . ok oL .. Chicago WCCO . . . . ... .. Mopls.-St. Paul
WCAE . . . . .« . . . .. Pittsburgh wWGY . ... . . . . Schenectady

Prices slightly higher from the Rockies West, and in Canada
Write for illustrated booklet of Atwater Kent Radio

MopeL 35, six-tube, ONB Dial Re-
ceiver. Crystalline-finished cabinet, gold
plated ship-model name plate, decorative
rosettes and power supply switch. §865.

Mopet E Rapio
Seeaker. The result of
nearly three years® labo-
ratory work. Faithfuily

i Moper H Rapio
covers the entire range

Sreaxer. Entirely of

. MopEL 30, six-tube, ONm Dial Re- MopeL 33, six-tube, ONE Dial R i
:’,’; "‘]“s'"' S ,ff",’l“ celver. Solld mahogany cabinet; gold Antenna adjustment. device. ?Insusualec:gl,:cr; o e-“;,l‘ ai Cry“;"'"e
el:re"g'}:e:c: t\%’it(he9 "%c; pl::ited name plate power supply switch tivity. Solild mahogany cabinet; gold plated o?lsb © 'nw‘:;;fde:

1ster. and vernier kmob. $80. name plate, power supply switch and i ron &3
of flexible cord. $30. knob, n;so, 2 and vernier of flexible cord. 821.
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Bosch Radio-the
Complete
Dealer Line

Model 57 — Seven-tube Re-
ceiver, Single Dial, cabinet
type, loop operated— built-
in reproducer — wired for
batrery or socket power op-
eration . . . . $340.00.

Model 76— Six-tube Receiv-
er, Single Dial, cabinet type
— wired for battery or
socket power. With built-in
speaker . . . . $195.00.
Without the built-in
speaker . . . . $175.00.

Model 66—Six-tube Receiv-
er, Single Dial, table type,
wired for battery or socket
power . . . . . $99.50.

Ambotone Reproducer—
Cone Type, Table Repro-
ducer, with years of recog-
nition for its perfect tonal

reproduction . . $27.50.

¢ ||I .li'i! " Nobattry —"“A”— An ideal
] ] socket power device, sup-
plying “A” current for all
sets up to ten tubes — no
acids, no moving parts, no
hum, no trouble, no heating

delay . . . . . $5800

Nobattry “B”—Famous
Bosch Nobattry for supply-
i ing “B” Power for all sets
up to ten tubes—no acids.
no hum, long lived $42.00.

Powertrol — Prevents direct
current passing from radio
receiver into reproducer

MAIL COUPON TODAY !
with consequent damage.

American Bosch Magneto Corp. Prevents distortion and de-
Springfield, Mass. . .

struction in speaker. Should

be sold to every power tube

user . . . . . . $800.

Please tell me your radio plans.

Name e s

) Recreator—A truly success-
Firm .. NS B A AP s AN e e m e s bl 2 e P R e a4 ; A

full three unitdevice for pro-

Address .. ... ..t viding electric rcproduction

of phonograph records—
CItYAr it bxn s B 3w vs SPF 2 5 TR State ......een.... utilizes any style phono-
graph and reproduces

through a radio receiverand
— loud speaker . . $20.00.
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STEADY AS A RIVER’S CURRENT-—-SILENT AS

Every one
a Winner

Super-Performing
GREENE “A” Unit

New! Practical Radio ‘‘A"
current from the light socket.
Entirely Automatic. 2

ampere, 6-volt unit for al
sets of 10 tubes or less.
battery troubles ended.

LIST: EastofRockies....$30

g

The New
GREENE Simplified
“AB” Combination
All-in-one. The new GREENE
“*A’’ and ‘“‘B’’ Hi-Power Units
for *‘A'" and *‘B'* Power. For
all setsof 10 tubesor less. Per-

fect operation Guaranteed.
Complete with 85 Mill. tube

LIST: East of Rockies. ... $60

The New Complete
GREENE “B” Hi-Power

Heavy duty service for 10-tube
sets or smaller. Light-socket
“‘B’’ current, with all voltages
fixed. Capacity 85 Mills. 180
volts. Any novice can connect
it. Tube included.

LIST: East of Reckies... $30

The Finest

BROWN “B”
SUPER-POWER

For extra heavy duty on sensl-
tive 12-tube sets or smaller.
Larger capacity. Has variable
adjustments with switch for
‘‘high” or ‘‘low’’ and_ ‘‘off"
position. Formerly $39.50.
New price, includes tube.

LIST: East of Rockies$33.50

TOMORROW’S RADIO

:

3

§
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Value! [|BSS
The World’s Greatest \\ e
Socket-Power \
Device a \
Any Pricet x
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A SUNSET

for only
$ 2 7 .50
East of Rockies

GREENE “B”

all
less.

7-tube sets

95-125
Cycle

volt,
AC

135 volts.
and Unfailing.
voltages fixed. No

price.

NOTHING
ELSE TO
BUY

\N; .
S SaY’ “Try one overnight, in

our own home on any type of set—then, if it doesn’t sell itself to
Y Y iy

you—don’t keep it.”
back inducement.

Dealers are authorized to make this money-

We back up the dealer.

Designed and Priced
to Win Sales Leadership

Country-wide jobber enthusiasm—record-making
performance reports from dealers and pur-
chasers—plus steadily mounting sales—have
followed our R. M. A. Show exhibit of these
new low-priced Socket-Power Units for Radio.
Improved reception results—sharper tuning—
clarity, almost beyond belief until your own
ears prove it—indicate this amazing 1928
Greene-Brown line will set a new high sales
record in the industry.

Without regard of expense or effort in research,
material or workmanship, the utmost quality is
designed and built-in each Greene-Brown Unit.

ments (now featured in all GREENE models)
insures constant controlled reception, at any
distance.

Greene-Brown Units are built for dealers to sell
over-the-counter. The sale completes the deal.
No profit-killing servicing obligation after sales
are made. Nothing to break down or wear out.

A few more territories are available to distribu-
tors and dealers who can qualify. The Greene-
Brown Advertising and Merchandising plan in-
sures success. Nationally, and locally, radio-
owners will demand this “better-than-batteries”

arantee for satisfacti an
eo:::fl sug:m up tersely SOLD WITH AN ABSOLUTE serw'ceCt o;rovicfedlo';ﬁ
in three words: “It GUARANTEE Greene-Brown Socket
cannot Fail.” Each Power. There is an
is compact in size— E E “A” or “B” model
Absolutely FOOL- suitable for every set.
PROOF—Any novice For full particulars,

can connect it. Fixed
output voltages with
no variable adjust-

write, or better yet,
WIRE for selling fran-
chise.

Better than Baltleries

Complete With Tube

This new complete
5-6-7
supplies ample Direct
plate Current from
the light-socket for

or

Operates with

60

current.
Capacity 35 Mills—
Noiseless
All

ne

finer at twice this

]MAIL
| THIS
NOW

Please tell me all about Greene-Brown Power Units.

PIN THIS COUPON TO YOUR LETTERHEAD

l Greene-Brown Mfg. Co. (Desk E-2) 5100 Ravenswood Ave., Chicago, Ill., U. S. A.

(Indicate whether dealer or jobber.)

Business

PO WER
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ANY men have been discussing
M the patent situation in the radio
industry of late. “What is it go-
ing to do to us?” they ask. “Will it drive
all but a few licensed manufacturers out
of the business? What will happen to the
jobbers and the dealers of other lines?”
It is impossible to write the complete
answer to these questions. But out of the
medley of words there stand a few dis-
tinct considerations that it is well to have
in mind.

In the first place, no company can be
criticized for developing to the utmost
a market made available to them by the
possession of a patent, so long as that
patent lasts. For the patent is a great
resource of American industry. For the
public, it has created our modern world
of labor-saving, time-saving and expense-
saving inventions. For the manufacturer,
it provides a period in which the expenses
of perfecting a patented device may be
recovered and profits may be enjoyed.
And the holder of the patent may defend
it against all comers, etiher by pre-
venting them from manufacturing a sim-
ilar device, or by licensing other manu-
facturers and exacting a royalty, just so
long as the courts sustain that right.

This is above argument. And just so
long as the courts agree that the series
of patents on radio receiving sets now
controlled by the Radio Corporation of
America rightfully dominate the manu-
facture of certain types of sets, it will be
both possible and proper for that com-
pany to prosecute infringers and to ex-
tend as many licenses to other manufac-
turers, or as few, as they desire.

UT it is hardly to be expected that

so young and virile an industry will
simply accept the situation and seek no
other possible avenues for expansion.
The evolution of radio has followed a
process of progressive invention. Man
after man has contributed some new
thought, some added refinement that has
carried forward the perfection of this
marvel of the age. But because little re-
striction had been offered to the free man-
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ufacture of radio, the minds of the in-
ventors have naturally kept coming along
down the pathway of accumulating ex-
perience.

And so it is that it has been possible
for the owners of the patents that lie
fundamental to a large part of the entire
development, to close down finally upon
this free and general production of radio
receiving sets and exercise through the
courts the enjoyment of their patent
rights.

T IS interesting to reflect, however,

upon the probable effect which this will
have upon the future activities of the
noble army of inventors who are already
absorbed in the subject of radio. Will
they not naturally now begin to shun the
old pathway of approach and begin to
impinge upon the objective from entirely
new directions, armed with the accumu-
lated knowledge of the art? In fact, it
is known that many eager, able minds are
doing this very thing right now. No man
can predict what will come out of it.

But it is safe to say this much. There
is no reason to believe that there is to
be no more new thought, no more origi-
nal discovery, or no more major inven-
tions in radio from now on.

Indeed the very future of the so-called
“independent” manufacturers, — both li-
censed and unlicensed, will depend upon
the research work which they initiate and
the new inventions which they develop
as their contribution to the radio art.
Thus it seems reasonable to expect that
the present patent situation may prove a
moving stimulus to further and perhaps
revolutionary development in radio re-
ception.

But this will be true above all else—the
radio industry will continue to advance, to
grow and to prosper in its service to the
American people. The present patent sit-
uation is but a temporary phase of its
broadening development. And no man
need be afraid because of it that bad
times will fall upon him, so long as he is
contributing an economic service to radio
distribution.
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Dealers Who Have Made
No. 8

Radio Pay

-~ By Ray V.

The McGraw-Hill Publishing Company,
through its many years of contact with
American industry, has developed a sales
plan for industrial concerns which is based
on the “Four Principles of Industrial

Marketing,” namely:
1. Market Determination.
2. Buying Habits.
3. Channels of Approach.
4. Appeals that Influence.

It was with a great deal of interest,
therefore, that Mr. Sutliffe, western
editor of “Radio Retail-
ing.” discovered that o
radio merchant i a
Middle Western town
was successfully adapt-
ing these same prin-
ciples to the task of sell-
ing radio at retail. —
Editor’s Note.

L IRST—where is my market?
What are the majority of
the prospective Dbuyers of

radio in my town looking for—what

are they thinking about? What are
their buying habits? How can I reach
them most effectively? And lastly,
what appeals will exert the strongest
influence on Mr. Average Citizen?”

This was the kind of thinking,
translated into action, that accounted
for the rapid growth of the radio
department in Miller's Automotive

Supply House, Decatur, IIL

Three years ago C. W. Miller, its
proprietor, decided to sell radio re-
ceivers., The first year the new line
grossed $14,000. For the fiscal year,
just closed, it accounted for $77,000
of his entire sales—more than 65 per

cent of his husiness. He estimates a

net profit from this venture of not

less than 7 per cent.

Tue Four Factors oF
MARKETING

Although Mr. Miller was not at
the time aware of it, the deduc-
tion methods which he applied to
his new problem, before selling a
single set, are identical with those
suggested by the publishers of
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M arket Analysis

SUTLIFFE

this magazine for use by manu-
facturers in the development of their
industrial markets. The McGraw-
Hill Publishing Company has given
to industry these four cardinal sales
principles:

First—Determine Your Market.

Second—Ascertain  Its  Buying
Habits.

Third—Chart the Channels of Ap-
proach.

Fourth—Use Appeals That In-
fluence.

Let us see how Miller applied these
four principles of industrial market-
ing to the job of selling radio at re-
tail in his home town.

Decatur is largely a manufacturing
town. A substantial majority of its
55,000 citizens are employed in rail-
road shops or in other factories.
These workers earn from $30 to $60
a week. Many are buying their own
homes. Most of them drive auto-
mobiles:

Deduction one—A popular price set
to be sold on liberal terms compar-
able with the limited budget avail-
able for “luxuries” should capture
this kind of a market.

Not content with this superficial
analysis, Miller, in the fall of 1925,

Radio Retailing, A McGraw-Hill Publication



Y applying the “Four
Principles of Indus-
trial Marketing” to his
retail field, this merchant

created a $77,000 annual

trade in radio

paid six girls two cents a card to
canvass the town. In addition to
obtaining the names of 940 per-
sons who did not own a radio set
but who might be “‘interested”
this survey confirmed his prior
opinion that there was a large and
receptive market for a $140 set,
completely equipped, if it could be

purchased on terms within the means

of these earners of definitely limited

wages.
Following

the logical lines of

thought, previously outlined, he de-
cided that his “channels of approach”
should he through the newspapers,
with democratic copy, and through
home solicitations.

Consideration of the fourth and
last step, “appeals that influence”:
his canvassers reported that the de-

Radio Retailing, August, 1927

sirability of radio was already estal-

lished. Radio, as a worthwhile
element in home life, was an accepted

fact. The questions were: “Will the
set work?” “What protection will I
get?” “Can I afford a radio outfit ?”

Turory TRANSLATED INTO AcTiON

With the marketing picture vividly
in mind Miller swung into action.

“I think T got the jump on the
other fellows, just a bit, by using
newspaper copy early in the season
and of a nature that synchronized
with the trend of popular thought, by
taking plenty of space and by the
nature of my follow-up contacts,”
declares Mr. Miller.

A study of the advertisements
used by this concern reveals that it
has stressed consistently these points:
Radio on the payment plan, but not
specific terms; the firm name; popu-
lar prices; service protection.

During the months from Septem-
ber, 1926, to March, 1927, inclusive,
Miller spent $2,500 in the local press.
Two advertisements averaging 30
column-inches appeared weekly. Mr.
Miller and his two salesmen not only
followed up every inquiry which they
produced, totaling nearly 300, but
they “used the user” by making not
one but as many as three calls during
the winter on every set owner.

“These two things and a re-check-
ing of the survey cards of 1925-1926,
gave us all the live prospects we
could handle,” he says. I find, es-
pecially where conditions demand the
granting of liberal terms and trial
demonstrations, that ‘cold canvassing’
produces too many ‘cold prospects’
who, if sold against their will, will
cost too much money to keep sold.
They expect more than we can pos-
sibly give them,” he continues. “that

is why I spend liberally for pub-
licity and call on users fre-
quently.”

TErRMS TO SuIT

An interesting development
of Miller’s declaration of “lib-
eral terms” was that, although
he was prepared to grant 12
months, if demanded, the aver-
age time ran but 8 months.
This was because he let them
make their own terms. The
strong closing talk (appeals that
influence) went something like
this:

“Frankly, Mr. Brown, just
how much can you afford to pay
a month on this radio?”

The answer would invariably be
more than the company would have
exacted. The matter of pride entered
into it when put to the customer in
this light. This method of letting
the purchaser name his own terms
had the added advantage of opening
the way to terms that were within
the limitations of his pockethook. Tt
brought up the delicate subject of
financial responsibility without put-
ting the question point blank.

The disadvantage of variable terms
lies, it appears, in the fact that the
customers were not all on the same
payment basis. For this reason the

service man was not permitted to is-

cuss sales matters with the customers.
His remarks were, and are, confined
to service. Tf payments or the clos-
ing of an order for additional ap-
paratus comes up, he notifies the
salesman whose original account Mrs.
Brown or Mrs. Jones happened to De.

“A talkative service man will get
his firm into a lot of trouble,” Miller
explains. “I pay my man over $40 a
week. He is high class in every way.

(Please turn to page 58)

ol




HE opening of a new
radio season is just
around the corner. In

many respects it holds hetter
promise for the sound, con-
servative radio retailer than
any season we have known heretofore.
The underlying factors which zre
fundamental in determining a suc-
cessful radio season are apparently
well in hand.

The fact that radio is the foremost
means of home entertainment is
more strongly entrenched in the pub-
lic mind than ever before. More and
more people have come to think of
radio not as a mysterious jumble of
wires, dials, and condensers, but in
terms of marvelous programs of
music and entertainment, never be-
fore available to them except at a
prohibitive cost. News of even big-
ger and better programs for next
season has begun to trickle out and
literally hundreds of thousands of
people have determined that they
shall not miss out on them.

The problem of interference and
congestion in the air now no longer
exists, The very fact that broad-
casting has had the attention of the
Fecderal Government to such a
marked degree has given to radio
generally a new dignity, and estab-
lished its stability in the minds of
many skeptics.

Still another factor auguring well
for the future is the stability of the
radio industry itself, as so plainly evi-
denced at the recent Trade Show in

52

Sel/

-

e
k2

i | @
i .||;‘:':Y‘ g ’..

u

g
'*ﬂ!!!ﬂ!!..
il H!HH |

4

Chicago. The manufac-
turers of both sets and
accessories have been re-
duced to some-
thing approach-
ing a sensible
fimit, and those
remaining are,
for the most
part, manufac-
turers with
proven records
for clean mer-
chandising and
proper dealer
co-operation.
And
tant also 1s the
fact that the new lines for the season
1927-8 are ready a full ninety days
ahead of any previous season. At the
time of writing this I have before me
fifty or sixty catalogs, folders and
broadsides which tell with remarkable
completeness the story of what the
dealer has to sell this Fall. Already
certain of the new sets and power
supplies have arrived in the hands of
the radio merchant. The sets and
other merchandise which have not
heen actually delivered have been
seen in Chicago at the Show and may
today be seen at the local jobbers.
Tt seems to nie that we are off to a

» i

Radio Retailing,
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The dealer’s first gun in his Fall sales cam-
3 paign should be directed at custoners
 already on his books—Prospect known
markets first to sell regular patrons some-
thing their present equipment lacks.

much better start this year
than we were last year or the
year before. We know what
it is that we are going to have
to sell. There are few doubts
about merchandise
this year. whereas in
other vears there

H HH e

= were many, and there seems

little doubt, too, that by
Labor Day practically every impor-
tant set manufacturer will be able to
deliver floor samples, and in many
cases all the merchandise that his job-
bers and dealers require.

OW we dealers must do our

part. We must prepare as
carefully as have the others. Ve
must be ready in time also, and we
must lay down a sensible, workable
plan of action and stick to it. I am
certain that, if we do this, the season
holds for all of us a degree of success
that will mean a sounder business.
bigger profits and an assured future.

A McGraw-Hill Publication
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When this article appears, the
month of August will be just opening,
but it will not be one day too early
to get our plans under way. There
are six definite, specific things that
we intend to do in our stores to get
this new season started earlier than
ever before, and upon this foundation
we hope to build to a peak during the
fall and winter months that will make

I”H T !!H”i" e lHl

First—Let the public know defi-
nitely and conclusively that yours is
really an up-to-the-minute radio retail
headquarters, and that a new radio
season with really new and improved
apparatus is actually at hand with
yourself as its chief exponent in
your locality. All of us have on
hand a small or large amount of
merchandise which we wish now we
had sold out
last Spring.
But now is not
, the time to
J think about
that. If you
are sick of
looking at it,
your customers
probably are

il

last year’s records look pretty poor
indeed. At first glance these plans
may appear to be fairly obvious and
simple, but after all, more successes
are built by sound, time-tested busi-
ness principles than by spectacular
strokes of genius. Probably you have
already thought of certain of these
things, but at any rate, here is what
I think every radio retailer should
get under way right now:

Radio Retailing, August, 1927

L

too. Get it out
of sight for the

time being.

In store and
window dis-
plays, feature
the new socket
power equip-
ment new
power tubes,
and other things
which are hold-
ing the public

By Joun W.

GRIFFIN

President, Haynes-
Grifin, Inc.

attention, but which your customers
have not as yet actually seen. The old
stuff will sell easier and for a better
price ninety days from now, and in
the meantime your reputation for
having only the latest and the best
is going to grow in your customers’
minds.

Second—Get into the store just
as soon as possible an adequate sup-
ply of printed matter on the lines you
have determined to carry. Have
circulars describing every set on
display and some for every important
piece of other equipment, such as
speakers, socket power and similar
products. DBe prepared to furnish
your customers with complete infor-
mation on the use and adaptations
of the new power and A. C. tubes.

Third—There are a lot of im-
portant things to be learned about the
new accessories and electric sets you
will handle this year. Determine
right now that you are going to learn
them thoroughly hefore the customer
comes to your store. Listen to the
jobbers’ salesmen. Make notes on
what they say, to study
later. And above all, let’s
study and absorb all that
the manufacturer’s litera-
ture tells us about his
product. It won’t help
your reputation to
have your customer
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telling you about your own merchan-
dise.  Your opportunity to learn
about it now is much better than his.
Yout be the radio authority this time—
don't let the customer inform you.

Fourth—Determine  your service
policy for the wear. Did you lose
money on service last year, or did you
make it? While the service depart-
ment of a radio store is not apt to
make a great deal of profit, there is
every reason why it should not show
a loss. Maybe you are giving too
much free service: the service charge
per hour per man may not be high
enough to make both euds meet. You
cannot hope to show a fair margin
of profit on your whole business if
you maintain a service department at
a marked loss.

ETERMINE a definite service

policy within the limits of what
is required under the particular con-
ditions operating in your locality, Try
to work out this problem in co-oper-
ation with your competitors, so that
you will not enter upon a cut-price
war, expressed in terms of excessive
free service.

Fifth—Determine that your com-
plete plan of wmerchandising for the
coming scason will be definitely set-
tled mot later than September 1.
Spend the intervening few weeks in
studying carefully all of the various
sets and propositions that will be
offered you by jobbers and manufac-
turers. Determine that once your de-
cision is made you will not be swayed
from the path you laid out for your-
self. The probabilities are, once you
have picked out two or three out-
standing lines, that you will do far
better to work these for all they are
worth than to spend your time look-
ing around for other lines, if those
you have originally chosen do not
immediately produce the results you
have expected.

OTHING will do more to dissi-

pate your energy than the prac-
tice of accepting for examination one
or two samples of several different
lines for a test or a try-out. If you do
this, after you have selected the lines
you intend to push, your store will
become a hodge-podge of merchan-
dise. You will be unable to express
a definite conviction as to the superi-
ority of the merchandise you want to
sell as against that which youhave only
for test. Your customers will begin
to feel that you yourself do not know
what the best radio set is for them,
and you will end up by knowing a
litde about many sets and in not
knowing any of them as thoroughly
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as you will need to, to sell them in
the face of the strong competition
which exists in this business of ours.

IXTH—The first customers you
will sell new sets and accessories
to this scason will be those who might
be called radio professionals. 1 mean
people who read radio magazines, are
keenly interested in every new de-
velopment, and like to have the latest
thing ahead of anyone else. These
customers will he wide open for at-
tack this month and next. Many
things in radio this year are really
new and different, and fortunately
many of these things are already
available for you to start your aggres-
sive selling earlier this year than ever
before. It is far easier to sell those
who are already our customers than
it is to make entirely new contacts.
It is easier also to sell those whom
we know to be already definitely in-
terested in radio and are really as
anxious to have the latest and the
hest as we are to sell it to them.
Unfortunately, there are not
enough of these people to operate a
thriving radio store throughout the
season, and a little later we must
definitely turn to the plan of selling
the idea of radio as home entertain-
ment to that vast number of people
who know practically nothing about
radio at the present time. But in my
opinion, this should come later. In
the meantime there is a splendid mar-
ket actually waiting at our very door-
step, and upon these prospects our
initial selling for the new radio sea-
son should be directed.

HERE is the way we are going
about it. We are going, first
of all, to extract from our files a
complete list of all people to whom
we have formerly sold radio sets.
Then we will divide this list into
various classifications. In one class
we shall put all customers to whom
we have sold sets which we know now
to be definitely obsolete and unsatis-
factory. To them we shall go, either
directly in person, or by letter, or by
telephone, and say that the time is
now at hand when we can conscien-
tiously recommend that they exchange
their present sets for new ones.

We shall tell them that we are not
offering them just a set which is a
little different from the one they have
now, but is so much better that its
superiority is immediately evident.
We shall tell them that they are for-
tunate in not having purchased last
season one of the new models which
were superior to theirs only in ap-
pearance and in the minor points of

tone quality and selectivity, because
now we are able to offer them a set
which is in every respect as fine as
the latest models last year and at the
same time is the very ultimate in radio
because it operates completely from
the house current, and needs no bat-
teries of any kind.

INTO a second class we shall put
those customers who are our largest
users of batteries. We shall tell
them that it is foolish and expensive
for anyone who uses a radio set as
much as they do to continually pur-
chase new batteries when sets are
now available which eliminate this
expense entirely. We shall show
them that it will he a real economy
based on their actual expenditures
with us for batteries, to buy one of
the new batteryless sets.

In a third division we shall place
those people to whom we have sold
sets rather recently. To them we
shall propose a combination of A and
B power supply as a substitute for
their present batteries, and show then
that by a fairly modest additional ex-
penditure they can make their present
sets the equivalent of the finest that
we are selling this year. I do not
think that it is wise to urge people
whom we have sold fine sets during
the last year to scrap them for an en-
tirely new receiver. Such a procedure
breaks down confidence both in radio
and in ourselves as merchants.

AND in our prospect file I am sure
all of us will find a large number
of people who have said they will buy
a radio just as soon as we can supply
them with one that operates from the
house current at a reasonable price.
Most of these people are already
definitely sold on radio itself, and
have, perhaps wisely. delayed their
purchase because of the certainty on
their part that sooner or later we
could offer them such a receiver at a
cost not much greater than they
would have had to pay for a receiver
using batteries. These people now
become our best prospects, and I am
sure we can profitably devote most
of our energy to them until the sea-
son gets under way.

IVVOULD not have any of my
readers believe that the plan of
merchandising outlined in this arti-
cle is proposed as complete and final
for an entire radio season. I have
something in mind entirely different
from this, beginning about October 1.
when the season can be said to he
fairly under way. T am anxious,
however, and I presume every other
(Please turn to page 58)
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HE principal reason why Harry

Leightner, part owner of the

Hardsocg Radio Company. sold
$2970 worth of high class. $90
console reproducers in the plain,
every-day, manufacturing and farm
center towns of Ottumwa, Iowa,
within a period of less than two and
a half months, was that he refused
to believe it couldn’t be done. Harry
plugged along persistently, calling on
every set user in his territory to tell
about his wonderful new console
speaker—and to demonstrate its
beautiful tones. He did not confine
his efforts to set owners, but went
after prospects who didn’t own sets
using this speaker as the basis of
his sales talk.

Leightner’s experience would tend
to prove that there is a considerable
market, even among the wage earn-
ers, for a speaker priced above the
average. “Of course it must possess
superiority in tone production,” he
says, “because tone is the only thing
you are selling. Given that, the
market existing for a high priced
speaker is surprising.”

Competitive demonstrations in the
store and home were featured. Not
only was Leightner willing at all
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times to make direct comparisons of
his product with that of com-
petitors, but more frequently he ar-
ranged to switch from a speaker
previously sold the prospect by Hard-
socg, to the new device. These
demonstrations were staged at the
customer's home. If a piano selec-
tion was on the air, and there was a
piano in the home, Leightner would
request the family to step in the
other room and then ask them to dis-
tinguish between radio and the actual
instrument,

EIGHTNER states that frequently
he is able to sell one of the three
models of his console speaker, which
range in price from $75 to $105, for
use with sets which cost less than
$150, including batteries and tubes.
“A person is buying tone first of all.
A low priced set, with a high priced
speaker, is a good buy if the result
is nearly perfect quality of repro-
duction. With my combination I
was able to show an improvement of
practically one hundred per cent in
this respect.”
Slightly more than 50 per cent of
the 33 “fancy” speakers, sold in the
period mentioned, went into homes

.Merc/zaﬂdiszﬂg

Xpensive

E;PEAKERS

High class reproducers can be
sold even in small towns. The
Hardsocg Radio Company, of
Ottumwa, lowa, tells one way

of doing it.

already equipped with radio. Leight-
ner was questioned concerning the
disposal of the old horns, cones or
built-in units. He makes a maximum
allowance of $12 for speaker trade-
ins and $9 for the reproducer unit
used in built-in cabinets. He finds a
fair market for the old speakers and
has frequently succeeded in dispos-
ing of phonograph units.

The Hardsocg Radio Company
takes time contracts for 70 per cent
of these sales. It asks $15 down and
grants ten months in which to pay
the balance. It finances its own pa-
per and charges at the rate of 8 per
cent on the unpaid balance,

Leightner’s terse summarization is
interesting: “First, get a speaker
of imposing dimensions and worth
every bit of the asking price,” he
says. “Then, canvass every cus-
tomer and talk this speaker, even if
it is high priced. Be prepared to
take it into the home for demonstra-
tion purposes but stay with it and
take it back with you that evening
if the sale is not closed. There is no
need for an ‘on trial’ concession with
a speaker. Do those things and you
will sell quality speakers in towns of
less, even, than average wealth.”
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PATENT DECISION Wi

DaviD
SARNOFF

merchandisers are considering their Fall sales

plans and radio manufacturers are preparing for
another radio season, that the subject of patents or patent
licensing in the radio industry does not pop up for dis-
cussion.

Loud shouts of delight arise from the manufacturer’s
camp who has the occasion to announce a patent licensing
agreement with the Radio Corporation: quite different
sounds issue from quarters less friendly to the RCA.

If licensing is the answer to the patent “war” that
has raged in the courts for the past few years. is there
any special significance in the fact that, within recent
months, the RCA has adopted a policy of licensing
competitors under its patents? What does the present
situation portend to the radio industry? Has the patent
door been thrown wide open to all comers, or is the
Radio Corporation working upon clearly defined princi-
ples in the granting of licenses?

The Radio Corporation has contented itself with
brief announcements of suits, current court decisions or
of new licensing agreements made. And so rumor has
been spreading many conflicting
reports about the patent situa-

THERE are few meetings these days, when radio

Sarnoff Outlines Position

and Policies of RCA in

Patent Situation

Radio Corporation vice-president talks
frankly of patents in conference with

editors of Radio Retailing

An Interview with DAVID SARNOFF
Vice-President and General Manager,
Radio Corporation of America

that there was great confusion in the minds of many
people directly concerned in the radio industry, because
of the policy of silence which the RCA seemingly had
adopted in the situation.

“We have now licensed under our patents relating to
tuned radio frequency receivers seventeen radio manu-
facturers in the United States. The terms of the con-
tracts thus far signed are matters of record and well
known to radio manufacturers and the trade. These
have been accepted as fair and equitable by our licensees,
who constitute the leading factors in the radio industry.
One could talk a good deal more and say very much
less. '

¢TI UT I do not intend to set up my opinion as against

that of an editor—certainly not against the opinion
of two editors. [ will sit by meekly and answer your
questions.”

“Well.” we began. “Why is the Radio Corporation
withholding its superheterodyne patents from its licen-
sees?”

“For the following reasons.” replied Mr. Sarnoff.

“The Radio Corporation of
America was formed to play its

tion in the radio industry.

The editors of Radio Retail-
ing, therefore decided to beard
the lion in his own den and
called upon David Sarnoff,
Vice-President and General
Manager of the Radio Corpora-
tion of America, in the hope
that he would take the trade
into his confidence with regard
to the patent licensing policies
of the Radio Corporation.

“T have always thought that a
fact was the best answer to any
question.” Mr. Sarnoff volun-
teered, in reply to the suggestion

568"

N FAIRNESS to both sides of the
[ patent controversy, the editors have
made every attempt possible to obtain a
statement from a number of the leading
“independents,” as well as from the Radio
Corporation of America.

Up to the time of going to press, how-
cver, several of the largest independent
manufacturers, who were approached by
the editors, were unwilling to make any
kind of a presentation of their case for
publication at this time.

We still hope that it may be possible
to persuade some spokesman for this
group to outline definitely the case for
the independents.

own part in the development of
the radio art and the radio in-
dustry. Essentially, we are an
operating and sales organiza-
tion, vitally concerned also with
research and manufacture. We
are not merely a patent holding
or a licensing company.

"We are licensing competitors
under patents necessary for the
type and character of set upon
which they have built their
business.

~“While it is true that our own
line this year will cover every
type of modern radio set. the
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Be APPEALED by /f’twater Keﬂt

Philadelphia Manufacturer
Wil Appeal butr Refuses

Further Comment

Only statement made 1s assertion that
Alexanderson infringement case will be

carried to higher court

Atwater Kent Company stating that the Alex-

derson patent case. in which the Radio
Corporation of America is plaintiff and the Atwater Kent
Company defendant, and which was decided for the
plaintiff in the U. S. District Court last month, will
be appealed.

All forms of receiving sets in use today. the Radio
Corporation claims, aside from the Superheterodyne,
employ the Alexanderson circuit in one form or another.
Although this patent was issued on February 22, 1916,
General Electric and its allied companies did not bring
suit against infringers until 1926.  Splitdorf and
Atwater Kent were the first companies prosecuted in
the U. S. Court of the Eastern District. General
Electric won its case against the former, Splitdorf im-
mediately appealing. While the case was being appealed,
the Zenith Radio Corporation of Chicago took out
licenses under the R.C.A. patents. In brief, the terms
call for 714 per cent royalty on products made by the
licensees, with minimum royalties of $100,000 a year.

All-American of Chicago was the second concern to
be licensed. Immediately following the licensing of these
concerns Splitdorf cancelled its appeal and signed up
with R.C.A. also.

A few weeks after the Splitdorf case was stricken

DEFINITE word has come from officials of the

A. ATWATER
KENT

from the records R.C.A. won another very important
decision, this time against the Neutrodyne group. other-
wise known as the Independent Radio Manufacturers.
The U. S. Court decreed that the Hazeltine or Neutro-
dyne circuit was infringing the Rice and Hartley patents,
also owned by R.C.A. Since the Rice and Hartley
patents are detail patents of which the Alexanderson is
basic, there was no alternative left for the Neutrodyne
group but to take out R.C.A. licenses. Stromberg-
Carlson led the procession, followed by Freed-Eisemann,
Fada, King, Howard, Murdock and others.

The break in the ranks of the independents caused
a general stampede on the part of the larger set manu-
facturers, which resulted in Bosch, Crosley, Freshman
and Federal taking out licenses.

While every effort was nrade by the editors of Radio
Retailing to secure a statement from the Atwater Kent
Company concerning its patent policies and plans, no
statement was obtainable at this time. It was definitely
stated that the case will be appealed but no further
amplification of that statement could be secured up to
the time of going to press.

Sarnoff Outlines RCA Position

(Continned from Preceding Page)

fact remains that we have specialized in the development
and manufacture of superheterodyne sets. It is the one
element in our line that most distinguishes it from com-
petitive radio equipment. To divide the use of our super-
heterodyne patents would be almost to offer our trade-
mark for competitive exploitation.

“In the second place, the superheterodyne is a circuit
of such finely-balanced electrical precision that to give
these patents to other manufacturers would be to sell’
rather than to ‘deliver.” The high character of the sev-
eral types of radio equipment now on the market is not
the result of patent development alone—manufacturing

Radio Retailing, August, 1927

experience, equipment and organization are also impor-
tant factors.

“The fact is significant that while a number of manu-
facturers have succeeded with other types of sets
covered by our patents, there is no successful imitation
of the superheterodyne circuit now on the market.”

“Will you explain, Mr. Sarnoff, upon what grounds
the Radio Corporation requires its licensees to initially
equip their sets either with Radiotrons or with Cunning-
ham tubes?” was the third question.

“Upon the solid grounds of public service and busi-
ness reputation.” was the prompt reply.

“The tube is the neck of the bottle in the modern
radio set. The circuit itself cannot function properly
if the tubes in the set are poor.

“Our contracts with licensees provide for this impor-
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tant item of equipment, because in
no other way can we assure the effec-
tive operation of apparatus built
under the patent rights granted by the
Radio Corporation. We cannot hope
to carry out our responsibility to the
public and to make the words,
‘Licensed by the Radio Corporation,’
mean something to the user without
such provision.

“The arrangement is fair to the
public, because it brings the assur-
ance of service from a set that might
otherwise be unsatisfactory if poor
tubes were used. It is fair to our
licensees, who have insisted that their
normal tube requirements be met by
the Radio Corporation.

“While we require that sets manu-
factured under patent rights granted
by the Radio Corporation be initially
equipped with Radiotrons or Cun-
ningham tubes, nevertheless, the
greatest market for tubes is in replace-
ments and every tube manufacturer
who makes a non-infringing product
can compete for that market,” Mr.
Sarnoff explained.

“Upon what principles are manu-
facturing licenses granted or with-
held by the Radio Corporation?” was
our final question.

“We have found that there are too
many varying factors which must be
taken into consideration to adopt any
fixed principle,” Mr. Sarnoff replied.
“LEvery licensing application is treated
on its individual merits.

“It is obvious that in issuing
licenses such factors must be taken
into consideration as adequate supply
of licensed products to meet public
requirements, priority of application,
the responsibility of the manufac-

turer. geographical location of manu-
facturing plants. etc.

“Our licensees, thus far, represent
some of the hest factors in the indus-
try. I can only add that we shall try
to make no mistake in the future,
either in the haphazard distribution
of licenses which would defeat its
purpose, or in unwise restriction.”

Building a Business
on Market Analysis
(From page 51)

He is expected to create interest in
long profit accessories but to let the
salesman close. Not that there is any
variation in the prices quoted—there
most assuredly is not—but a trained
salesman will write more and bigger
business than a service man.”

Seventy per cent of Miller’s radio
husiness is on terms of six to twelve
months. He insists on a down pay-
ment equity of at least 20 per cent.
He checks the standing of each buyer
with the Decatur Chamber of Com-
merce Credit Bureau. For these
reasons his actual losses ‘were less
than 1 per cent last vear. He re-
plevined six sets and resold them all
at a profit. He charges 1 per cent a
month for terms and discounts his
paper with a local finance company.

Too much importance cannot be
placed on the character of the sales-
men. Given a sales policy set-up
that is in tune with the local market
a dealer must have the right kind of
sales representatives, according to
Mr. Miller.

“They must radiate the atmosphere
of prosperity. They must dress and
look well,” he informed the writer.

“During the season my men, on a 15
per cent conmumnission basis, earned at
the rate of $4,000 to $5,000 a year—
and it was perfectly agreeable to me.
One was a former automobile sales-
man. He did not know much about
the technical side of radio but he had
personality. Tt takes a good man to
close a sale in the home. The resist-
ance is greater there, on the pros-
pect’s own ground, than in the store.

“I intend to make no radical
changes in my policy of keeping in
touch with the requirements of the
majority, of meeting that demand
and of hiring the hest salesmen I
can get and paying them what they
are worth.”

Sell Old Customers
Something New
(Fronm page 54)

dealer is anxious, to do my part to-
wards getting this season under way
sooner than ever hefore, and the
means 1 have proposed are those
which 1 feel will be productive of
immediate sales, not next Christmas
or next month, hut this week, and
the sooner the cash register begins
to jingle the hetter off we will all be.
A little later it will he necessary to
switch our methods and go after the
far hroader market, which includes
people to whom radio will appeal for
the first time this season, but in the
meantime, there are a large number
of people literally clamoring for at-
tention, anxious and willing to buy.
Let's go get them first, and in selling
them we are building a worth-while
foundation for the bigger Dbusiness
to come.

Dealer Has Sales Representatives in “Cross-roads” Stores

50 ¥

SUCCESSFUL radio dealer, lo-

cated in an Indiana town of
eight thousand. contacts his rural
prospects through *“‘cross-roads” rep-
resentatives. These men are regu-
larly employed at other small-town
occupations, but sell radio for this
dealer ‘‘on the side.” The one pic-
tured here is a grocery clerk. He
knows every farmer, and every farm-
er’'s wife, for miles around. He is
in an excellent position to interest his
customers in radio. This clerk sold
twenty-four sets (about $2,800 worth
of husiness) for his dealer during
the past season.
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Buying habits of the radio trade are
shown in a survey of 1926 and the first
four months of 1927 just released by the
National Electrical Manufacturers Asso-
ciation. This study shows that the favored
time for wholesale bulk wmovement of
sets was October 1. April, May and June
were low for all classes of sets and acces-
sories.

The increase in “B” battery sales over
other accessories is due to sale of equip-
ment for new sets before shipment.

This survey is based on confidential
sales figures of 20 of the largest radio
manufacturing companies which make the
greater part of all radio equipment sold
tn the United States.

Rig}_tt—Trade movement of various ac-
cessories for calendar year 1926.
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W. H. Kniffin

/ I \HE best friend of any well
established business is the local
banker. The bank is more than

a mere convenience—more than a
repository for your funds against
which you may draw checks. It is
an institution ready to furnish you
with liquid capital to facilitate the
smooth flow of your established busi-
ness. But it is no indiscriminate
money lender.

Stability is its cornerstone; it can-
not gamble on your success. Rigid
requirements of security must be met
before any of its resources are at
your disposal; requirements which,
however, are far {from insur-
mountable.

Applied specifically to the radio
dealer, obtaining a bank loan is often
complicated by the rapid obsolescence
of his stock of radio products. A
stock of radio receivers changes rap-
idly in value because of the constant
improvement in the radio art. Never-
theless there are more stable aspects
of a radio business which can be taken
into account in securing the aid of a
banker for carrying you through the
period between purchase and final
payment for your goods.

Take the case of—for the purposes
of this article, let’s call him “Fred
Sutton”—a radio dealer in a suburb
of fifteen thousand population, a
typical dealer with whom Mr. Knii-
fin’s bank has often done business.

For the past five years, Sutton has
conducted a radio business of large
volume. By his careful selection of
the lines which he handles, his un-
failing service and his aggressive
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A Bankzr Tells

OUR local bankerisready to supportany

A worthwhile, established business enter-

prise but he is not willing to finance or save

a shaky one. “Get acquainted with him,” is
the advice of this one.

An interview with

W. H. KNIFFIN

Vice-President, Bank of Rockville Center Trust Company,
Rockuville Center, N. Y.

selling methods, he has become the
recognized leader in the radio busi-
ness of his community. Profiting by
experience, he has virtually exhausted
his stocks in the spring, reducing to
a minimum the number of sets which
he is forced to sell at a sacrifice. His
store is well located in the business
district ; he employs two salesmen and
a service man and is himself con-
stantly active in the conduct of his
business. He stands well in the ‘com-
munity and is regarded as a man of
integrity and some ability for one
having limited capital at his command.

PPRAISING his situation after

three years of experience, Sutton
concluded he was in need of more
capital in order that he might buy two
service automobiles, employ four ad-
ditional salesmen for house-to-house
canvassing, improve the appointments
of his store, and purchase in larger
quantities so as to gain the advantage
of bigger discounts.

Sutton had come to realize fully
that, continuing his business on its
present hand-to-mouth basis, it would
always yield him a satisfactory living
but, if he wished to arrive at a posi-
tion of independence and to estab-
lish a radio business worthy of his
community, taking advantage of all
of its possibilities, he must proceed
on a more ambitious scale.

Sutton decided to consult his
banker. Rather hesitantly he phoned
and asked for a few minutes of Mr.
Kniffin’s time to talk over some of
his business problems. He was cor-
dially invited to come in after three

o’clock and assured that he could have
all the time he wanted undisturbed
after the bank’s regular closing time.
He was advised to bring in his latest
statement of condition because it
would help greatly in discussing his
problem.

At the appointed time, he came in
apologetically, explaining that he had
some business problems which he
could not settle for himself and made
so bold as to trespass on Mr. Kniffin’s
time for a solution. Mr. Kniffin com-
mended him for this, saying that he
would always find his banker, who-
ever he might be, willing to talk over
business matters with his people and
preferring that they should do so be-
fore engaging in any new ventures.
The hanker pointed out several busi-
ness men whom Sutton knew. All of
them had been coached on to success
through the co-operation of the bank.

PRroSPERITY OF BANK DEPENDS ON
PRrROSPERITY OF BUSINESS

He showed Mr. Sutton that the
bank could prosper only if its cus-
tomers prospered and both had some-
thing to gain by an interchange of
confidences.

“You will find,” said Mr. Kniffin,
“that the bank never welcomes a
breakdown in business, and it has
much to gain by keeping business
sound. It also, at times, holds the
key to the situation and, through its
influence and guidance, can steer
many a business to success that
would otherwise go on the rocks.
After all, the banker is more human
than he is generally portrayed, pop-
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Radio for the Home
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sound assets is the magic
key that opens the bank-
er's funds to the radio
dealer.
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ular stories to the contrary not-
withstanding.”

Then, handing Mr. Sutton
a cigar, Mr. Kniffin continued :
“Well, what’s on your mind?”

“A whole lot,” was Sutton’s
reply. “I am getting to the
point in life where I’ve got to
begin to make some real money,
if I ever do. Here I am, just
making a comfortable living,
but getting nowhere in partic-
ular.””  Then he outlined his
troubles.

He had begun business with
a very small capital. That
Mr. Kniffin told him, was the
most common fault of husiness
men and accounted for fully
two-thirds of the business fail-
ures. What little profit he had
made had gone into his
home and back into the
business. But it was slow
work to accumulate enough to
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make things move easily. His experi-
ence with partial payments, which he
had largely carried out of his own
pocket. had resulted in enough losses
to imbue him with conservatism.

Furthermore, there had been keen
competition from the department
stores and price cutting radio stores
in New York, a little over twenty
miles away, which he had found diffi-
culty in meeting. He knew there was
a great deal of business still avail-
able to him if he got-out after it, if
he could employ one or two house-
to-house salesmen to canvass the ter-
ritory thoroughly.

His plans, substantially, were to
increase his selling force, to improve
the appearance and furnishings of his
store so that it would be as attractive
as the finest type of music store for
a community of that size. But he had
no money with which to carry out his
plan and furthermore he did not
know how nor where he could get it.

Poor BUSINESS STATEMENT A
DETRIMENT

Mr. Kniffin asked him for his state-
ment, which confirmed his suspicions
as to the condition of Sutton’s busi-
ness. What capital he had was tied
up in bhook accounts, installment
notes, and a reasonable stock of un-
sold radjo sets. He owed his whole-
sale houses a fair sum of money, for
which invoices fell due faster than
he could collect his outstanding ac-
counts. Without doubt, he lacked
capital. More and more, he was buy-
ing on short term credit and selling
on long term credit, reversing the
natural process.

The only outstanding obligations of
reasonable maturity were his modest
bank loans, and these were due within
a period of four months. He was not
in a position to use bank credit to
any great extent and besides he did
not know how. His approaches to
the bank had been as a supplicant for
favors, rather than as a business man
asking for his banking rights, es-
tablished through years of association.
Most decidedly he needed the ethical
and practical help of his banker.

Sutton’s first specific question was:
“How much will you lend me to ex-
pand my business?” Mr. Kniffin’s
answer was: ‘“That depends upon
what you mean by ‘expand, but,
judging from your statement as it
now stands, no hank would lend you
for a very large amount. Your whole
structure needs revamping and plac-
ing on a sound business basis. Banks
do not set men up in business. The
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business man must create the founda-
tion himself in the form of his own
capital fund. The bank will match
its money against your money and
vour brains, but it will never fur-
nish all the money, or any great part
of it, for the fixed investments. The
major risk must be the borrower's.

“The amount that a bank will lend
depends upon the judgment of the
banker. Some will lend one-half the
net worth, others less. It is a ques-
tion of how well they regard the bor-
rower. The largest amount we would
lend you would not carry out your
plan, with which I agree; but that
is not to say it cannot be done. Iet
me show you how.

Baxnx WiLL Furnisga WORKING
CAPITAL

“We will furnish working capital
as distinguished from permanent
capital. We want our loans to you
to be liquid, by which is meant, they
must automatically pay themselves.
That is not to say we will not lend
you continuously, for we will; but we
want to see our money going out and
coming in all the time.

“For example, suppose you were to
receive an order for the installation
of radio equipment and radio out-
lets to be installed in the new apart-
ment house on Hillcrest Avenue,
amounting, let us say, to fourteen
hundred dollars. This building is
being partly financed through this
bank. You would need material and
services to make the installation. In
that case, we would take your note
to enable you to make your sale.
Before the note is due, you would
receive your money .and pay us off,
We are willing to do likewise with
smaller orders, where we know buyer
and seller. But, if you wish to bor-
row money to enable you to purchase
fifty radio sets at $100 apiece, which
a year from now may be saleable
only at $50, we can offer you little or
no assistance.

“As long as you take on good con-
tracts, we will loan you funds to carry
them, and we will both make some-
thing out of the operation. That is
our part in your business plan. But
to lend you for an indefinite idea—
to stop a rat hole, as it were—that is
beside the question. We want to see
our money passing out through your
business operations and back to us
in a continual stream, and as long
as you do this we will play with you
to the limit. Only make sure we
both are safe in doing so.

“My first suggestion to you is: get

as much of your own money in the
business as you can. Here’s your
home. It is worth $10,000 with a
mortgage of only $3.000. You might
well increase it to $5.000, and we will
take such a mortgage. The two thou-
sand will do more good in your busi-
ness than in your real estate.

ConNsIDER TAKING IN A PARTNER
FOR MoRE CAPITAL

“That will only give you a little
more capital. You might well take
on a partner with some money, and
who may supply some “of the ele-
ments you lack. You are a good
business getter, that you have dem-
onstrated in a small way. You can
manage. But you can’t do two things
at once. You cannot be the whole
works. You need a man to look after
the service and outside selling. You
run the business, handle the financing,
see that the books are properly kept,
the bills paid and your credit pro-
tected. That is enough for one man.
It may be one of your men would
make a good partner and a better
boss than he is a workman. Think
this over.”

“But how about my new store

front,” said Sutton. “Don’t you
think T should put it in?” “I cer-
tainly agree with you in that,”
said Mr. Kniffin; ‘“‘and you can

finance it out of the profits it makes
for you, as it were. You, of course,
expect to do more business if you
make a better display of your goods.
It not only shows off the goods, but
it gives you the appearance of pros-
perity and that i1s good psychology.
People like to do business with suc-
cessful men, and not the other kind.
There are firms that specialize in
such work and who will accept your
own time notes in payment. This
will spread the cost over a fairly long
period and you will not feel the loss
in your working capital. You will
pay as you go.

“The same principle applies to your
car. An attractive delivery car is a
good advertisement and adds to the
prestige of the owner. You would
be justified in buying a car in keeping
with your needs—not too expensive
nor too cheap and pay for it through
an automobile finance company. It
will cost you a little more, I admit;
but the point I am trying to get at is:
keep vour bank lines open.”

“But how,” said Sutton, “am I
to compete with the big houses in the
matter of time sales, even with a little
additional capital? You say you are

(Please turn to page 96)
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Dealers who understand the psychology of selling radio
as music are hard to find—but here is one who does

RADIO receiver is only a means
to an end. That is self-evi-
dent. Nor is it difficult to

prove that radio music and radio
programs are really the products
which the radio dealer sells. Fur-
thermore, it is quite logical to assert
that inability or failure to sell radio
music and radio programs is the real
obstacle which has kept radio receiv-
ers. out of millions of homes.

All this is perfectly obvious. Never-
theless we find it no simple problem
to put theory into practice. What
special ‘information and training does
the salésman need to sell radio as
music? How is he to win the oppor-
tunity to sell music when most of the
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potential buyers of music do not think
of presenting themselves at his sales
counter because they do not know
radio’s possibilities as a musical
instrument ?

The selling problems of the radio
industry and, therefore, of every
dealer who serves in the chain of dis-
tribution, is to find ways and means
of selling radio as music, for that is
the means by which the huge un-
tapped radio market can be reached.

It is necessary to learn how to in-
fluence the unsold millions because
the technical buyer—the man who un-

.derstands the significance of circuit

design and engineering principles—
has long ago made his principal radio

purchase. The non-technical market
must be reached by entirely new
selling appeals, if the just profits
from placing radio in fifteen million
homes now without radio sets are to
be reaped by the radio industry.

Some of our large manufacturers
may, some day, permanently endear
themselves to the radio trade by at-
tempting to translate the idea of
selling radio as music into a sure-fire,
cash - register - ringing proposition
which the dealer can apply in his daily
labors.

The educational process might be
accomplished by means of a series of
booklets, addressed to the dealer’s
salesman, giving a bare skeleton of
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essential musical education. With the
aid of a little study, the salesman can
learn to subordinate such terms as plate
impedance, single-control and power
supply, to symphony and chamber music,
or to dance orchestra and string quartet.

He must be able to discuss music and
programs as freely and accurately as X}’;‘n‘gg}berg
he now uses technical language. He
must learn to discover what kind of
music. appeals to each prospect before
him and he must know how to capitalize
that discovery.

Only the most diligent search of the
trade will uncover the exceptional sales-
man who centers his selling argument on
the musical value of radio, rather than
on the technique and performance qual-
ities of the receivers themselves. Radio
Retailing found, in the Morris Music

trade to which the
—_————— —— store caters.

j The floor is richly
.f f These Famous ! carpeted. Expen-
i~ Orchestras and Leaders 4 sive pianos and

radios, phono-

Are Heard Regularly
graphs and player

via Radio—

pianos, adequately
spaced, form pleas-
ing contrast to the

Orchestras

New York Philharmonic
—Willem yan Hoogstra-
ten
—Willem Mengelberg Walter usual la.yout qf
—Henry Hadley Damrosch shelves, with their
—Arturo Toscanini myriads of cartons,
New York Symphony and counters,
—Walter Damrosch Kked ith i
Boston Symphony packed with radio
—Serge Koussevitsky sets and accessories,
of many other

Bands ) 1
Edwin Franko Goldman’s St.ores' Comfort.ab.e
- divans and artistic

Arthur Pryor’s
decorations give the

: Jazz ;
Shop, Bronx, New York, a selling Vincent Lopez prospective pur -
organization which has a true apprecia- ggyin Roger Wolfe Kahn 4 chaser an attitude
tion of music as a selling argument for Eranko b receptive to restful
a . Goldman .
radio receivers. Vincent  enjoyment.
It is apparent, from a glance on enter- Lopez The Morris Music

ing the Morris store, that it is dedicated
to the sale of music. The window dis-
play features only one, high-grade, con-
sole receiver, altogether too expensive.
one would judge, for the locality and

Shop is an unusual
radio store and
does one of the
) largest radio busi-
Willem van :
Hoogstraten nesses in New
York. It is dedi-
cated to the appre-
ciation of good music; the sales consummated there
are the logical and normal outcome of making pros-
pects appreciate the musical possibilities of modern
radio reception.
“Yes, we sell radio music and not radio sets,”
said Mr. Sathin, the manager, in answer to Radio
Retailing’s question. “We really do not sell, but

Mary Lewis o o a 0 D q
American . give music its opportunity to win the prospect with-
SO %) out the interference of selling conversation.”

Opera Stars ?/ All the great artists shown

V(V)ho Sti}?g on these pages supply musi-
ver .
Radio cal treats for American
John McCormack Maria Jeritza radz'.o listeners

Famous Tenor Giovanni Martinelti

Mary Garden
Frances Alda

Mme. Schumann-Heink , Titta Ruffo
Edward Johnson World's Greatest Baritone

Feodor Chaliapin Louise Homer and
ire
Giuseppe de Luca Louise Homer Stires

Rosa Ponselle

Luecrezia Borl
Spanish Soprano
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With that, Mr. Sathin opened the
door to one of the demonstration
rooms. A group of three or four
were sitting in comfortable chairs and
a five-hundred-dollar radio was play-
ing. No one spoke a word ; the sales-
man stood next to the receiver in
silence.

Finally the selection was finished.
The salesman inquired politely re-
garding the type of music which his
audience liked. Instead of selling
them, he was giving them a concert
of the kind of music which they most
enjoyed.

Mr. Sathin then took the writer
aside. “I have showed you
how we sell radio as music.

Our salesmen are trained to
keep silent. Their very atti-
tude of respectful silence
encourages appreciation. The
surroundings and comfort of

over forty per cent of our sales are
made to persons who have been sent
to this store by our customers. This
is an unusually high percentage, but
the unique atmosphere of this store,
its absence of selling pressure and
our unfailing service have established
the friendship of our customers to a
degree where they bring in more busi-
ness than does any other influence.

“They know they can safely send
their friends here because they will
not be subjected to high-pressure sell-
ing, but will receive only an enjoyable
demonstration of good music. When
they are ready to buy, they will find

“No, indeed,” answered Mr. Sathin.
“We indulge in no process of switch-
ing. We have discovered that ninety-
nine out of a hundred customers, who
come in to buy a specific equipment,
will ask voluntarily, if there is a little
more expensive set which gives bet-
ter tone quality—provided they are
not forced into a negative attitude by
excessive sales pressure.

“We often go right up the scale,
at the customer’s suggestion, demon-
strating better tone quality, simplicity
and freedom from maintenance
trouble, until we reach the limit of
what he can afford to pay. By fol-

lowing this policy, the sales-
man is not forced to belittle
the set for which the cus-
tomer asked when he came
in. If the salesman forces
the switching process, he is
likely to lose the sale entirely

the demonstration rooms lead ~ allan Concert artists instead of selling a higher
the prospect to imagine him-  ~ | your  customers B priced set.

self in his own home, a thing can hea}r via JhiEa “Argument only builds up
quite impossible in a noisy radio opposition.  People buy in
radio store. John McCormack, tenor proportion to the desire

“The most valuable asset
of the salesman in selling
music is to learn to keep
quiet. We keep every radio
set in the store functioning
perfectly and any salesman,
who manipulates a receiving
set in such a way as to cause
distortion, is eliminated from
the staff.

“Sometimes people come in
a dozen times and receive
demonstrations such as the
one which you witnessed.
They are never pressed to
buy because in the act of
coming back they are telling
us that music is selling them
and overcoming their objec-
tions to purchasing, whatever
they may be. Music is so much
more skillful than any of our sales-
men could ever hope to be, that we
merely give it an opportunity to sell
for us.”

Such an extraordinarily simple
method could not be successful were
it not backed by the soundest kind of
preparation. People do not drop into
stores, of their own volition, to hear
demonstrations of music in sufficient
numbers to support the model estab-
lishment which the writer was visit-
ing. How does the Morris Music
Shop induce prospects to submit
themselves to the influence of music
as a salesman ?

“According to our records, a little

Maria

Josef
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Kurienko ¥

Mischa Elman, violinist
Allen McQuhae, tenor
Emilio de Gorgorza, baritone
John Chas. Thomas, baritone
Reinald Werrenrath, baritona
Toscha Seidel, violinist
Albert Spalding, violinist
Maria Kurienko, soprano
Josef Hofmann, pianist
Mme. Frieda Hempel, soprano
George Gershwin, pianist

% Harold Bauer, pianist

% Paul Robeson, baritone
Percy Grainger, pianist
Rudv Wiedoft, saxophonist
Mai.o Chamlee, tenor

Gigli

Hofmann

our salesmen courteous, quick and
well informed and our installation
and service departments punctiliously
careful in the performance of their
duty.

“Another valuable source of pros-
pects is the occasional sales we hold
of moderately priced radio receivers.
A few weeks ago, we advertised a
seventy-eight-dollar  special which
brought in hundreds of customers.
Most of these bought higher priced
receivers, one or two going as high as
the nine-hundred-dollar mark.”

“So you train your salesmen to
switch a customer to higher priced re-
ceivers?” asked KRadio Retailing's
representative.

Charles
Hackett

£ ._enjamino

which is created, modified by
what they can afford to pay.
If too much encouragement
is applied by skillful switch-
ing, they may buy a set more
expensive than they can
afford and give us trouble in
collections, or they may de-
cide that the highest priced
set they can afford is not
likely to be of much service.
In either case, we lose as a
result.

“Furthermore, if a cus-
tomer feels he has been led
into a purchase by high-pres-
sure salesmanship, however,
satisfactory the equipment
may prove in the end, he will
not recommend the store to
his friends.

“It all nets down to the funda-
mental—that our product is music
and that the instruments on this floor
are simply machines which make
music available. Music cannot be de-
scribed in words, but, speaking for
itself, it is a most effective and influ-
ential salesman.

“Give music a chance on the sales
floor ; win the friendship of your cus-
tomer by considerate treatment and
you will find that the amount of the
sale, almost invariably, is the limit of
the customer’s finances.

“After a customer has called for a
demonstration and has not purchased,
(Please turn to page 96)'
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RACTICALLY one-half of the
Pradio service calls made by the
average dealer are unnecessary,
according to Ralph Martin, head of
the radio department of the Zabel-
Martin Company, Kenosha, Wis.
“Eighty per cent of the service
calls we make,” Mr. Martin said, in
a recent interview with Radio Retail-
ing, “‘are what might be called ‘edu-
cational,” that is, they are due to the
ignorance of the cus-
tomer or his lack of un-
derstanding of the set’s
operation, probably oc-
casioned Dby inadequate
instruction at the time of
installation. Only 20 per
cent of the total calls,
we have found, are the
fault of the set or ac-

cessories.
“These latter calls, are,
of course unavoidable.

But the former—the 80
per cent caused by the
customer's lack of knowl-
edge, have been reduced,
in my department, by at
least 55 per cent. It all
goes back to the right
kind of customer educa-
tion by the dealer at the time the set
is installed in the home.

“We have devised a system of
cards and forms which, intelligently
explained to the customer by the
service man, are responsible, in large
measure, for the great reduction in
the number of ‘educational’ calls we
had been forced to make. In other
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words, they were devised with the
purpose in mind of making the set
owner and the service man think be-
fore acting.

“A year ago I determined to cut
down unnecessary servicing. Analysis
of this work disclosed that at least
80 per cent of all the trouble re-
ported was due to natural deteriora-
tions in equipment, lack of under-
standing of the functioning of the

This Dealer Discovered that—

There are ten complaints which are not the
fault of the dealer or his set.

T here are ten articles which a service man
should take with him on every call.

There are fifteen tests that he should make
when he inspects a set.

T his article tells what these articles and tests
are and how they save time and money.

various parts, interference noises,
and similar causes. I classified
these complaints, not due to defective
material, as follows:

Battery charging technique.

Static.

Local interferences.

Hetrodyning.

Tuning technique.

Battery life.

DUt

7. Tube life.

8. Distance reception.

9. Speaker adjustment and polarity.
10. Aerial and ground conpections.

“Now, an examination of these
ten subjects will disclose,” Martin
continues, “‘that the customer can do
much to insure the continuous and
satisfactory operation of his set if he
will but think before telephoning for
the service man. To help him in this
respect 1 have the preceding list
posted in front of the
store telephone. When
a complaint call is re-
ceived the customer is
asked, over the telephone,
if he checked these items
before he called up. My
demonstrators, installers
and service men are also
instructed to explain
these ten features about
radio when contracting
the customer. In addi-
tion to these four safe-
guards, I have had
printed a special form.
This requires that the
customer sign a state-
ment that he has care-
fully reviewed these mat-
ters before T will accept
his set for repair or replacement.”

The second “‘think-first” {form
used by the Zabel-Martin Drug Com-
pany is a two-part manilla card rec-
ord. This card is perforated down
the center. The left half lists 15
service tests. These are printed in
the order in which they should be per-
formed by the service man. The
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OW a Kenosha, Wis., dealer, by
a system of cards and forms was
able to reduce the number of “educa-

tional” service calls he had
been forced to make.

I n HA

It is a difficult matter for
the best of servicemen to re-
member all the lools which
he must take with him or all
the tests, in thewr logical =

'IMPORTANT

This Acknowledges the Complaint on Your
: .
Radio
BEFORE GOING FURTHER

Did You Check it According to
‘Service Instructions?
If Not, Please Do This; It May Save You and Us Money

formerly

No Set Will Be Accepted for Repair or Replacement
Without the Statement Below or a Similar Letler

Zabel-Martin Drug Co.

“Quality and Service”
160! Salem Ave.
KENOSHA, WIS.

[. I

Ll e | 92

wmEn: | have carcfully checked my radio set according 1o service instructions and
batterics. tubes, speaker, checked aerial and ground. snd cannot locate trouble.

order, that he should per- g
form. This printed record
helps him to think.
H
Service Card ! Customer’s Service Record A:--P‘G (s, €
Be Sure to Check N Pelerflyne
All ttems | adtess £ z,—_&; - i,
i Phone WAPBT Dme = -
§ Recond of luems Laft
wimox$Eiti ot} 2 B Latnder T EL
! _Talte R0
. G L oblarse Al gmiore L
& Try New Tubse —e locee
7. Check A and B Wices—Put In New Ones £
8. Try o New Snenker /){z’ —
9 Try » New Phone Plue L77ZF /J-
15, T1y Ground Wire Reception
e P ‘Have you taken with you
READ DEALER'S INSTRUCTIONS § < ’/'i 5: ach

Radio Receivers

Leave This Card With Customer

most obstinate cause of trouble will
be located within 15 minutes, accord-
ing to Martin, if this procedure 1is
followed faithfully. The employee is
required to make a notation or to
check each item as he proceeds. This
half is left with the customer and
thus constitutes another aid for locat-
ing trouble if it arises in the future.

N the right-hand half are re-

corded the material, items and
time expended. It is signed by the
complainant, turned in at the office
and becomes the basis for billing
purposes.

Another  valuable contribution
which this form has rendered to the
55 per cent reduction in Martin's
servicing expenses is the warning to
service men on the back of the card.
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for this call,” it says, and then
itemizes ten service equipment
articles which the service man
is required to take with him.

“After this system has been used
by an employee a few times he be-
comes so accustomed to thinking
logically and completely that he con-
ducts his tests automatically and
quickly. This has cut the time ele-
ment in two and has created a feeling
of confidence in my men on the part
of my customers,” Martin concludes.

Friendly Card Acknowledging
Payment Builds Good Will

C. A. Rowley of the McNally Com-
pany, Pasadena, California, hap-
pened to stand nearby during a
conversation between one of his em-
ployees and a man and his wife who
some time before had made a pur-
chase of some importance. As the
clerk turned aside to attend to some-

ve Its return for repair.

Before the customer is
permitted to return his set
for repair or replacement he
must sign the above form.
“It cuts expenses on this
class of service 30 per cent,”
says this Kenosha dealer.

thing else, Rowley overheard the
woman say to her husband, “You’'d
better ask him if they got our check.”
This remark gave him an idea. The
store up to that time had been ac-
cepting payment on bills as a mat-
ter of course, as most mercantile es-
tablishments do, allowing the can-
celled check to serve as a receipt. But
naturally enough, the customer who
eritrusts a large sum of money to the
mails would like to know that it
arrived safely. Why not make this
an occasion for building good will?
Acting on this thought, Mr. Row-
ley had printed attractive little cards
bearing a sketch of the store, spaces
for the insertion of the amount of
money received, and the customer’s
name, and the legend, “We acknowl-
edge with thanks the receipt of your
payment, and hope we may have the
pleasure of again serving you in the
near future.” This 1s signed by Mr.
Rowley himself and is sent out in
response to every payment. The
courtesy is appreciated by the re-
cipient and helps to make up the
composite picture of service and
good taste which comes to his mind
whenever he thinks of this store.

67



Radio
Retailing

Vol.6,No.2

ubes 4

atteries.——Still

Overproduction, AC Sets, Conventions, Black Eyes

The Replacement Market Is There!

TATISTICS just released by the National Electrical

Manufacturers’ Association, after a survey among
broadcasting stations, indicate that 60 per cent of radio
set owners use their sets 30 hours a week, or an aver-
age of more than four hours a day.

Giving the tubes and batteries an average life of 1,000
hours (and that’s giving the batteries a good break),
tubes and batteries would have to be completely replaced
every 33 weeks, or slightly less often than twice a year.

Now let’s see what these figures mean in terms of
the actual replacement market. With approximately
5,000,000 battery sets in use, each using an average of
two batteries, replaced twice during the year, it means
a possible market of at least 20,000,000 batteries annu-
ally. An average price of $4 per battery gives a total
annual business of $80,000,000 divided among 30,000
dealers, leaving an annual volume of $2,600 for each
dealer, in B batteries alone! That is the minimum busi-
ness each dealer should do this year, in B batteries.

Now for tubes,—7,000,000 sets in use, each using 5
tubes, replaced, say, one and one-half times annually,
makes a market for 52,500,000 tubes, which, at $2 apiece,
equals $105,000,000 divided among 30,000 dealers, leaves
an annual minimum business for each dealer, in receiving
tubes alone, of $3,500. Therefore, from these two acces-
sories alone, the average dealer should derive a yearly
income of $6,100!

The replacement market seems to be there—that is,
provided the dealer is not foolhardy enough to cut prices
on these “bread and butter” lines, which, intelligently
merchandized, can be made one of the largest profit-mak-
ers in the radio dealer’s business.

* * *

Are We Going to Have
More Overproduction?

THE high production figures of several large manu-
facturers for the coming season leads the editors to
advance the thought that producing a great number of
tadio sets is one thing, but selling them is quite another.

There is a great unsaturated market for radio—be-
‘tween sixteen and eighteen million homes, approximately,
‘have no radio sets today—but set manufacturers should
not let that fact run away with their good judgment.
“The entire unsaturated market is not going to buy radio
sets this year, or next year, nor for a good many years
to come.

The key to future progress is increased sales, not in-
.«creased production. Manufacturers may, at this time,
‘be scheduling their production on the possible market,
-rather than on the actual market, which probably does
not exceed 2,000,000 sets at the maximum. A word of
‘warning against a recurrence of overproduction may not
‘be amiss at this time.

It is all very well for the manufacturer to put a lot
of sets into the dealer’s store. But it is a horse of an
entirely different color for the dealer to sell them. When
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the dealer receives a shipment of sets from the manu-
facturer, that’s when the manufacturer’s job begins.
If the dealer doesn’t move the merchandise it piles back
on the jobber and then on the manufacturer. One of
the primary duties of the manufacturer, after he pro-
duces the set, is to help his dealers sell it. And that
cannot be done by loading the dealer up with a quantity
of merchandise—it CAN be done, in part, by helping
dealers to become better dealers.

* ok %

AC Sets Loom Large in Coming Season

T IS significant to note, in analyzing the specifica-

tions of the 1927-28 receivers appearing elsewhere
in this issue, that very close to fifty per cent of the
manufacturers represented are making an AC set of
one type or another.

This means, undoubtedly, that AC operation will be
of primary importance in this season’s selling plans, but
it does not mean that dealers should rush in blindly
and order a stock of AC sets. Most of these AC sets
are probably the trickiest, from the standpoints both of
service and operation, that we have yet had. Dealers
must proceed with the utmost caution in buying this
type of set, considering the system employed, the con-
struction of the unit, and the integrity of the manu-
facturer.

On the other hand, dealers should not hold off stock-
ing AC sets for fear of encountering too much grief in
service after the sale. AC sets have not been tried to
any great extent in actual commercial use in the cus-
tomer’s home. How they will act and how much service
they will require, remains to be seen. Dealers who use
a little foresight and common sense, who stock AC
sets wisely, sell them wisely and service them wisely,
need have no doubt about ultimate profits.

* * *

Conventions Should Be for Practical
Purposes—Not for Entertainment

HE growing practice of calling in the dealers for a

two or three day “convention” at distribution head-
quarters is commendable. If the jobber has a clear
vision of his objectives, if he puts “meat” into his pro-
gram and soft-pedals the glittering, time-consuming gen-
eralities, results will more than compensate for the mutual
expenditure of valuable time and money which these
efforts cost both parties involved.

There have been too many instances, however, where
the program, and consequently the audience, has drifted
away from the master of ceremonies. This has caused
a number of clear-thinking retailers to discount the
worthwhileness of such projects.

To stage a successful retail get-together requires the
assembling of a wealth of practical ideas, of facts and
materials, and necessitates their presentation with the
consummate skill of an experienced showman. -

It is only when each address ties in with the central
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and Other Things Discussed by the Editors

theme, and each speaker gives the dealer at least one

‘thought, that he can take away with him and use, that
these affairs are justifiable.

Radio Retailing believes in territorial conventions, but,
in justice to the hard-pressed dealer, let’s get down to

practicalities.
x kK

“Getting Ready Early” Is Becoming
an Actuality

ANY indications have become apparent this year
that “getting the season started earlier” is not mere
theory.

Manufacturers and distributors are getting their deal-
ers together and showing them the new lines earlier
than ever before. Such meetings occurred frequently
during June and were common in July. Many are sched-
uled for August.

Compare these conditions with the custom of previous
years when manufacturers were still giving dinners for
their dealers as late as November! Getting the dealers
together during the summer and giving them outings in
the country is undoubtedly a sounder and more popular
policy than the usual formal Fall dinner in a crowded
hotel.

Summer is the time for dealer meetings. In the Fall,
dealers are busy, and their lines well established. Manu-
facturers are gradually realizing the necessity of hav-
ing their lines ready to present to their dealers early in

the summer.
x  x %

Buying the Cabinets Separately

NE definite trend that is decidedly noticeable this

season is the policy of several leading manufac-
turers to market a small receiver which embodies an
efficient and satisfactory chassis in a small cabinet, leav-
ing it up to the discretion of the dealer to put it into
a console.

That this has been caused to a large extent by the
patent situation is undeniable, but whatever the cause,
the fact remains that the dealer, this year more than
ever since 1922, will have to become an assembler.

In other words, in many instances, the dealer will
have to buy his radio sets and his cabinets separately,
putting them together himself in order that the consumer
may purchase a complete unit.

* * *

Giving Radio a Black Eye

NOISY, raucous speakers going full blast outside of
certain ‘types of radio stores have done more to
mnjure radio in the eyes of the public than any other
single adverse influence.

The noisy outside speaker has been condemned so
often that it would seem that every dealer ought to know
enough to stop this harmful practice. Ordinary com-
mon sense should indicate the utter futility of trying to
impress the passerby with the tone quality and benefits
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of radio by forcing him to listen to an inharmonious
jangle of radio noise.

We thought the practice dead long ago, but after a
walk through several towns, we found it still exists.
Dealers—if you have any regard at all for the radio
industry and your own bankroll, for the love of peanuts
bring those roaring loud speakers in off the sidewalk.

* * *

New Broadcasting Chain
Is Healthy Sign

HE formation of a chain of broadcasting stations

under the direction of the Columbia Phonograph
Company, in direct competition with the chains operated
by the National Broadcasting Company, can be consid-
ered one more step in radio’s progress.

It would be unsound and uneconomical if any one
company should have anything resembling a monopoly
or control of any part of the several functions that con-
stitute the radio industry.

The fact that another chain of broadcasting stations
will offer a competing service cannot help but result in
improving the quality of programs and transmission of
both chains. Each will strive to outdo the other in its
service to the public. That it will be healthy and con-
structive competition is the earnest hope of everyone
concerned.

THE OLD HOME TOWN.

TURN THAT FooL THING
OFF, AND PUT QUT “THE

ML BOTTLES, BE SURE
“THE SIDE DOOR 1S LOCKED,
ITS TIME Yol WERE IN
BED—-NO WONDER “You
NEVER WANT To
GET UP /N THE
MORNING - - -

DAD CALL ME
EARLY IF WERE
GOING OLT To
BUCK CREEIR
GROVE —You
PROMISED US

YEH DAD KIN
VHELP YoUu

CLEAN THE CAR
N THE MORNING-
DID You KNowW
ONE TIRE WAS

RADIO NIGHT —
THE LOCAL RADIO EXPERT |2
TUNES INTO A LOT OF
DoMESTIC STATIC

©lis W, baaley, (M7, Mhowa Pabtuevs, lne.  £-28-27

Johnson Features Inc.
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The seis pictured on this page e
SOCKET POWER
OPERATED

Everything that is known in radio, or that is

RCA-Radiola
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The sets pictured an this page are

BATTERY
OPERATED

demanded in radis, 15 in the naw RCA line.
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Some COMMON CAUSES of
Radio Interference

Ten different kinds of disturbing elements the
service man should look for in making tests

are constantly going on some ten

different kinds of radio interfer-
ence, any or all of which may disturb
local broadcast listeners. The follow-
ing paragraphs enumerate these dis-
turbing causes as follows, in the order
of their importance to metropolitan
radio fans. With the exception of
code all the other sources of interfer-
ence are more or less common all over
the country.

Ship and ship-to-shore communica-
tion in the 600-800 meter band, using
old-fashioned spark equipment.

Sparks and arcs‘incident to the
operation of electric power-line and
electric railway systems, including
faulty insulation equipment.

IN ANY metropolitan area, there

72

Conducted by

H. W. BAUKAT
Technical Editor, “Radio Retailing”

Electric static smoke precipitation
apparatus, involving continuous brush
discharges which simulate natural
static. This type of interference is
found in manufacturing districts.

Heterodynes from distant stations
using the same radio channel—usually
worst in mid-winter. During the
period when radio was uncontrolled
by governmental authority, many sta-
tions moved on to channels where
bad interference is caused. To elim-
inate this heterodyning a complete re-
allocation of all stations is now being

undertaken by the Federal Radio
Commission.

Electric elevators, domestic oil
burners, sign flashers, commutator-
type motors, doctors’ X-ray machines,
home “violet-ray’" apparatus, thermo-
stats in heating pads, vacuum clean-
ers, dish washers, etc. Each such
device has its own recognizable inter-
ference which may be extremely
annoying over a range of several
hundred feet, since the supply wires
themselves usually act as antenne,
“broadcasting”  this interference.
Condensers and choke coils, properly
applied to the culprit electrical device
itself, will wusually arrest such
troubles.

Amateurs working in the experi-
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mental band below 200 meters.
Where a sensitive broadcast receiver
is located near an amateur-sending
station, considerable interference may
result. In such cases, the amateurs
themselves have usually proved most
useful in devising remedies for
listeners whom their stations would
otherwise disturb.

High-power short-wave interfer-
ences. In certain improperly de-
signed receiving sets, bad disturbance
is set up by some of the high-power
short wave trans-Atlantic stations,
although these stations maintain
waves actually below 75 meters.
Their harmonics have appeared in
some sets causing owners to insist that
these stations must be operating in the
broadcast band.

Harmonics from broadcast stations.
While harmonic suppressors are be-
ing generally installed, the complete
elimination of this difficulty, by which
a station appears at a second point on
the dial, is still a question of future
development.

Blanketing by nearby stations.
Even a 500-watt station located in a
residential section may cause as

much interference by filling up a con-

siderable portion of the dial, as a
5,000-watt station several miles dis-
tant.

Re-radiating receiving sets. Re-
ceivers which (often innocently as far
as their owners are concerned) set up
oscillations that ruin radio reception
in their vicinity.

Motor Boating in a
B-Power Unit

Certain types of audio amplifiers,
when employed with a B-power unit,
develop troublesome audio oscilla-
tions which cause a fluttering in the
loud speaker similar to the sound of
a motor boat engine, and therefore
derives its name, motor-boating,
from this.

Although this trouble is often
thought to be due to poor filtering in
the B-power unit, this may not be the
case. B batteries will cause the same
phenomenon on some amplifiers, par-
ticularly if a high impedance is in
series with the battery. In general,
this trouble can be remedied by an
adjustment of the amplifying cir-
cuit. The manufacturer of the audio
amplifier is usually in the best posi-
tion to specify the cure for motor-
boating.

However, of all the various meth-
ods used to eliminate this disturbance,
three of the best are given in the fol-
lowing. The first two, the “Change of
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Resistance Method” and the “Grid
Impedance Method” are applicable
only to resistance coupled amplifiers,
while the “Filter Method” may be
used on any amplifier. In Fig. 1 we

T

Fig. 1

have the circuit for the “Change of
Resistance Method.” First replace R4
with a resistor of about .1 megohm.
If this does not stop the motor-boat-
ing, replace R5 with a resistance of
about twice its original value. Then
try increasing the resistance of Rl
to as high as 1.0 megohm. This
method will slightly decrease the
volume.

Using the same circuit as shown in
Fig. 1 for the “Grid Impedance
Method,” substitute a high impedance,
the secondary of an old audio trans-
former fills the bill very nicely, for
R4. 1If this does not work, replace
R4 and try the impedance in place
of R2. Then leave the impedance in
place of R2 and try a similar im-
pedance in R6.

B+ Moix. >
- 4+
g.,_ Int. 0 Q
ot 2
&> Detor— P ——p—>
m _—
B- o b s >
Fig. 2

In Fig. 2 is shown the “Filter
Method.” Put a small audio filter
in the detector lead from the power
unit as indicated in the diagram. If
this is inadequate, put a similar filter
in the positive B lead. In cases
where the intermediate voltage tap is
used for the audio amplifier, it may
be necessary to put a filter in this
lead also. The choke coil should be
of fairly low resistance (about 600
ohms or less) and of from 20 to 30
henries. The condenser should be
of the fixed paper type from 2 to 4
microfarads capacity.

Defective Amplifier
Resistance

Where resistance coupling is used
for amplification it is sometimes no-
ticed that after the set has been turned
on several seconds elapse before sig-
nals start to come from the speaker.
This trouble is caused by a defective
one megohm resistance and replace-
ment of this resistance will remedy
the trouble.

Locating the Cause of Noises
in a Set

If there are noises in a set it is first
necessary to find out whether they
are due to static or other outside
causes, or originate in the set or bat-
tery supply. While the set is in
operation disconnect the antenna and
ground wire. If the noises cease
then you will at once know they are
due to outside causes and these will
have to be found by means of an
interference finder and eliminated.
However, if they continue, they are
due to causes directly removable.

A hissing, crackling noise is prob-
ably caused by worn out dry B bat-
teries. These should be tested and
replaced if there is an appreciable
voltage drop. Or the noise may be
due to poor connections in the set, at
the batteries or with the antenna and
ground. All connections should be
gone over carefully and soldered
wherever possible. Always presume
at the start that the receiver itself is
O.K. and check the accessories.

Frying Sound

This may be caused by a 200-A or
300-A detector tube or transformers
going bad. This condition will not
show on test, but will make itself
known without antenna or ground and
with the radio frequency tubes turned
off. It may also be due to a loose
connection in a tube. If a resistance
coupler amplifier is used. one of the
resistances may be faulty. A new
grid-leak will sometimes remedy the
trouble.

Local Commercial Forms
of Interference

Leaks over
Insutators

Defective
Transformer

Bushings
and Wiring

ectric Cars "
Sparking of

Control end Motor]
Equipment

Above we have a photograph showing

the wvarious types of faulty installa-

tions encountered in street ratlway
power and lighting circuits.
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Fd@ors 199 Tupes ”

for . A.C. Sers

Low current consumption, requiring small power supply wunait,
recommends it to this manufacturer. Other letters from readers

Timmons Finds 3-Volt
Tubes Give Good Results

Editor, Radio Retailing:

FTER reading your interesting statis-
tics on the number of homes that are
wired for electricity, I thought you might
be interested in some information that we
obtained from a house-to-house canvass
through a local retailer, who concen-
trated on the sale of an a.c.-operated set.

The resistance encountered by the can-
vassers was nil as the prospect was invari-
ably interested in the a.c. set even though
he already had a set. The questions that
were most asked were: first—how much
current was consumed?—and secondly,
whether the device contained chemicals?
Much interest by the prospect was dis-
played in the compactness and simplicity of
the power device which operated the set
with 199’s in series and a 171 in the final
audio stage.

The dealer who made the canvass was
quite skeptical about the 199s. He be-
lieved there was a definite sales reaction
against these tubes and the canvassers were
questioned each day on this point and he
found that the type of tube was rarely dis-
cussed by the prospect with the exception
of some interest being shown in the query
as to the power audio tube.

We have conducted tests on various
methods of a.c. operation and we have
found much to favor the use of 199's (with
a power tube for the last audio). The
power device can be made about the size
of a B eliminator, the current consumed is
less than 60 watts, the heat generated by
the device due to its low current consump-
tion, is a minimum so that this type of
power unit lends itself to installation in a
console cabinet. One of the biggest points
in its favor is the fact that it operates with
rectifier tubes that have had a tryout on
the market and have demonstrated them-
selves to have satisfactory life and are
readily obtainable.

With a.c. set operation as the principal
feature for the coming season we believed
that you would find interest in our view-
point which is based on data collected over
a period of two years’ operation of sets by
this method in both laboratory and actual
experience. We have found the 199
tubes wired in series extremely satisfactory
in a.c. operation.

J. S. Timmons, President.

Timmons Radio Products Corporation.
Germantown, Philadelphia.

Portable Phonographs Are

Good Summer Side Line

Editor, Radio Retailing:

PORTABLE phonographs as summer

side lines are given a back seat in
your April issue.

Portables can be sold without a record
stock. Drug stores have proved excellent
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outlets; but usually carry no records ex-
cept a few for demonstration.

The portable buyer often has records at
ome. Or, his friends at the summer camp,
outing, resort or farm have them on hand.
No one hesitates to buy a portable at one
store, and records at another.

The new types of portables have amaz-
ingly faithful reproduction due to the use
of horn lengths of about four feet. Of
course, these cannot be found in the $15
and $25 class. But, the $35 and up models,
of 1927 vintage, will pleasantly surprise
anyone who thinks there is no tone in a
portable.

Radio dealers in all parts of the country
are surprising us by sample lot purchases
aggregating large totals, indicating an ac-
tive interest and faith that they can sell
portables in quantities this summer.

We had specialized in portables of the
$50 and up class prior to this season and
accordingly set a bogey on $25, $35, and
$50 models which seemed high but which
now is found so low that our problem has
changed from sales to production. It is
now a matter of getting them out fast
enough.

As for stock, $102 will cover two of the
$25 type, two of the $35 type and one $50
type.

The portable phonograph logically be-
longs in a radio department, or store or
summer side line business since it is a
musical item.

Radio dealers are trained in selling
music. They will also appreciate the free-
dom from service.

A record stock of a dozen or more num-
bers of the popular dance variety can be
maintained for $50 which would repre-
sent a rapid turn-over item in which stocks
may be kept at a.minimum since there is
little time required to obtain stock replace-
ments. CHas. S. HExnry,

Radio Sales Engineer,
Sonora Phonograph Company, Inc.

New Tone Quality for
The Old Phonograph

Editor, Radio Retailing:

S little as three years ago, skeptics
were saying that no radio set could
give as good tone quality and reproduction
as the phonograph. Perhaps in those days
there was some basis for the contention.
Audio frequency transformers and amplify-
ing systems, not to mention speakers, were
far from what they are today. Todav. not
even the most hardened radio cynic would
seriously venture the opinion that one can't
get as satisfactory tone quality from a well
designed radio set as he can from a
phonograph.

In fact, phonograph engineers have
turned to radio methods to perfect phono-
graph tone quality. Inside the cabinets of
many improved phonographs are radio
power amplifiers, designed around tubes
known to every radio experimenter. In
these more expensive models an adaptation
of the cone speaker gives such wonderfully

faithful reproduction that it can leave noth-
ing but regrets in the heart of the man who
has an old type machine. His three year
old phonograph, compared with the new
model reminds him of a radio set three
years ago compared with the latest and best
radio receiver. He likes his old phono-
graph, all but the quality. The cabinet
blends with the living room furniture. It
1s electrically driven and as convenient as
the newest models. Other people are just
like himself, they want the quality and
depth that the old type of phonograph can’t
give as it stands.

Recently engineers have developed and
perfected a means for modernizing the old
machine. Working with commercial broad-
cast receivers they have found that the
radio set, plus two or three other pieces of
simple apparatus, known as an electrical
pick-up, solves the problem very nicely.
Any radio set with a good audio frequency
amplifier does the work in a highly satis-
factory manner.

The actual job of imparting the desired
quality to the phonograph is a matter of
ten or fifteen minutes work. No wiring
changes or shifting of battery leads is
called for, and there is no great expend-
iture of money needed to make the phono-
graph reproduce records in a manner you
never thought it capable of. The necessary
expenses, at the outside, should not exceed
eighteen dollars. There are several of
these electrical pick-ups, on the market,
which give excellent results.

L. G. Pace~T,
President,
Pacent Radio Corporation.

Likes Our Trade Show
Number

Editor, Radio Retailing:

HAVE just been looking through your

Annual Trade Show Number and am
very much impressed by it. In fact, it is
such a fine piece of work that I feel that
I want to write you and tell you just how
it strikes me.

The radio industry grew too quickly, and
too little analysis, thought and careful
planning were used in building it up. That
could not be avoided. But now the need
for setting radio’s house in order has come
and all who are in the radio business are
beginning to realize that they must take the
long view.

That is just what such a paper as yours
helps them in doing. A good example of it
is your hints of how to keep up sales dur-
ing the summer. Pages such as “Where
Radio Has Found a Ready Market in the
Summer” are of the very greatest value in
showing radio manufacturers, advertisers,
jobbers and retailers how to keep out of
red figures during the dull summer months.

Congratulations on what you are doing

for radio.
WM. H. RANKIN,
President.

Wm H. Rankin Company.
New York City.
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indow isplays

SELLiNGg “Distaxce GETTERS”

Where long distance is a necessity. Stallings
and Pollev, Fort Collins, Colo.. dealers. show
how to get that quality across through a win-
dow display. (Left)

Ths Loy mes m‘alt b=
ant & auwr cusiomers?

STALLINGS X Poka
R “

E S

TECHNICAL BUT
ARTISTIC
A dignified and sr'istic
window displav. which
concentroies its sedling fie
on the technicel featurss
of the recciver (R:ght)

A Prize WINNER

Aunotlier simple and distine-
tive window, second pris
wiiner o a recent contest,
arranged by the Rutherford
Radio Shop of Rutherford,
N. J. (Left)
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ANOTHER
SUMMER
SUGGESTION

Cool silks and
flowers and
swmmer  radio
are suggested n
this window of
Nelson Auto
Electric Co.,
Qak Park, 1.
(Right)

Tue InviTaTION [DEA

Even a large company like
the Commonzeealth Edison,
Chicago. uses the invitation
wdea through .1s window to
‘step mside and have a free
demonstration.” (Right)

Radio Retailing. August, 1927

WELL-BAZANCED

AND ARTISTIC
The fearures of the chas-
sis are exvplained with
cards, while the cabinet
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Un the way to an even bigger

HE blows of the axe ring, the forest

giants crash, and splendid timber is on
its way to help make an even bigger
radio vear.

The quality of Radio Master Cabinets
begins in the forest. Choicest of fine
wood trees are cut from our own lands,
hauled to our own sawmills to be made
into lumber, and plyvwood. Master crafts-

RADIO MASTER CORPORATION,

Caliinet wilh the popular long air column horn. The
rich purity of tone is rivalled by the splendor of the
design, and the quality of material and workmunship.
One of many models.
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The entire table set is placed within the doors of this cabinet.
Any set fits—installation_in a few minutes. Battery space
below, speaker above. Pull out radio frame, disappearing
arm rest, beautiful design and finish, splendid workmanship.
A variety of models at excellent profit, mahes this type very
desirable to sell.

men—artists 1n wood—then build these
materials into the beautiful cabinets,
which created so marked a sensation at
the trade show.

It is a cabinet year.—It is a year for the
long air column speakers made popular by
recent developments of the phonograph.
Radio Master offers you these things in a

quality that cannot be surpassed—at 2
profit that makes sales worth going after.

More than that, Radio Master Cabinets
enable vou to present the set which has
vour confidence, as a complete, wholly
excellent cabinet job.

Let us send vou a booklet illustrating our
splendid new line.

BAY CITY, MICHIGAN, %A% Rbustrres
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‘New sensational units by Balkite—

the leader. Including the new Balkite “A’” and
Balkite “*AB” both without batteries. The lowest
prices in Balkite history. A reputation for quality
built by 2,000,000 units in actual use. A record
of long life and freedom from trouble unequalled
in radio. A huge advertising campaign. Balkite
is the 3rd largest advertiser. And a line so com-
plete it serves every requirement. You don’t need
to gamble with your own or your customers’
money. You don’t need to experiment with un-
tried lines. Balkite is enough. Get behind the line

now and share the profit.

FANSTEEL PRODUCTS COMPANY, Inc.
North Chicago, Illinoss

Baﬂ(ite

Radio Power Units
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Balkite “AB” Contains no battery. A complete
unit, replacing both “A” and “B” batteries and supplying
“A” and “B” current directly from the light socket. Con-
tains no battery in any form. Operates only while the set is
in use. Turns off and on at the light switch. Two models:
“AB” 6-135,* 135 volts “B” current, $59.50; “AB” 6-180,
180 volts “B” current, $67.50.

Balkite “A” Contains no battery. The same as Bal-
kite “AB” above, but for the “A” circuit only. Will serve
wherever 6-volt “A” batteries are now in use. Not a battery
and charger but a perfected light socket “A” power supply.
One of the most remarkable developments in the entire

radio field. Price $32.50.

Balklte “B” Has the longest life in radio. The ac-
cepted tried and proved light socket “B” power supply. Has
probably the longest life of any device in radio. The new
“B”-135 and “B”-180 include new improvements making
their condenser capacity far greater than usually found in
any commercial “B” power supply. Three models: “B”-W,
67-90 volts, $22.50; “B”-135,* 135 volts, $32.50; “B”-180,
180 volts, $39.50. Balkite now costs no more than the
ordinary “B” eliminator.

Balkite Chargers Standard for"A”batteries. The
standard charger for radio “A” batteries. Noiseless. Can be
used during reception. Prices drastically reduced. Model
“J,”* rates 2.5 and .5 amperes, for both rapid and trickle
charging, $17.50. Model “N”* Trickle Charger, rate .5 and
.8 amperes, $9.50. Model “K” Trickle Charger, the most
popular of all chargers, $7.50.

*Special models for 2540 cycles.
Prices are slightly higher West of the Rockies and in Canada.

FANSTEEL PRODUCTS COMPANY, Inc.
North Chicago, Illinoss

alldte

Radio Power Units



Music for
the Picnic

The James
Edgar Com-
pany, Brockton,
Mass.,is attract-
ing widespread
attention by
means of this
truck. It is fit-
ted with a re-
ceiver, speakers
and a platform
for speeclinak-
ers and has been
dispensing music
and oratory at
local picnics and
outings.

This “wester” poladiy stumt was used effect:vely by the
Western Sales Counr pers, Awarer Kent eealer, Ponca Ciry.
Oklahousa. A receiver ™d s-cakzr were tastall>d i1 the prai-ie
schooner ard “wrashed music as ® passed ih-ongh the streets.

3 Successful Ways

of Winning

N Publicity

T T g

Recalling the Progress of QOther Days

A Unique
Setting

Something new
wm display rooms is
this German Gothic
Room of the Smer-

‘ da Music House in
one of the busiest
sections of Cleve-
land, that caters to
the Cazech trade.
It handles quality
merchandise and
finds it pays to pro-
vide a setting n
keeping with it.

WA ot
A WRieN R0

| YOTEasales CO
A,
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Win\dow

Displays Will Help

Put ItAcross

York City is the opening shot in the Fall campaign
of radio sales.

This year the banquet will he held on Wednesday,
September 21, which has been designated “National
Radio Day.” This is the Wednesday of Radio Show
Week in New York City when the Radio World's Fair
takes place at Madison Square Garden, September 19
to 24.

The Radio Industries Banquet Committee, composed
of leaders in every branch of the trade urges radio deal-
ers everywhere to capitalize NATIONAL RADIO DAY
to the fullest extent.

“Radio Day” Points Way to Sales

For National Radio Day, 1927, will usher in the re-
turn of good radio reception. That day and week the
dealer will want to remind his public, through window
displays and newspaper ads, that once more the ether
waves have heen cleared of interference, by the work
of the Radio Commission, and once more splendid pro-
grams are offered by the broadcasters. Radio Day will
thus lead the way to radio sales.

The program broadcast from the banquet each year

Radie Retailing, August, 1927

’ I \HE annual Radio Industries Banquet at New

has invariably heen one of the highest points of interest
each season. It has become one of the outstanding broad-
casts of the year and the program has always been such
as to arouse keen public interest.

This year, the banquet committee promises, the pro-
gram will be unsurpassed from the standpoint of pub-
lic interest.

Feature “Radio Day” in Your Windows

Radio retailers everywhere are urged to bring “Na-
tional Radio Day,” September 21, to the attention of
their customers in every way possible, featuring the pro-
gram to be broadcast that evening from the Fourth An-
nual Radio Industries Banquet.

To stimulate the preparation of window displays along
those lines, Radio Retailing offers $100 in prizes for the
best windows featuring “National Radio Day.” Plan
now to prepare a NATIONAL RADIO DAY window,
photograph it and mail it to the Window Display Editor,
Radio Retailing, 10th Avenue and 36th Street, New
York City.

Any radio dealer is eligible. Prizes are as follows:
Ist, $50: 2nd, $25, and five prizes of $5 each. All entries
must be in Radio Retailing office by October 1.
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What’s New in Radio and

This editorial section is prepared purely as
a news service, to keep readers of “Radio

Retailing” informed

new  products.

Radio Furniture

The Radio Master Corporation, Bay
City, Mich., makes the illustrated model
85 console cabinet which will accom-
modate a radio set having a panel not
larger than 9% in. x 30 in. Overall
dimensions are 50 in. high 37 in. wide
and 23 in. deep. It contains an 86 in.
air column horn and unit. Walnut con-
struction with maple doors is used. The
intended retail price is $250. Other
models made are: 39 which is a console
speaker table designed so that the set
may be placed on top. This model con-
tains an 86 in. horn and unit also. It
may be had in either walnut or mahog-
any and the intended retail price is $50.
Model 49 which is a console speaker
table with an 86 in. air column horn
and unit, This comes in walnut only
and the intended retail price is $110.—
Radio Retailing, August, 1927,

* ® *

Radio Console Cabinets

The Musical Products Distributing Co.,
22 West 19th St.,, New York City, has
a new line of cabinets. The model 18
shown is equipped with a Farrand cone
speaker, and comes in walnut and maple.
The over-all dimensions are 15% in. x
28 in., x 193 in. It will accommodate
practically all standard makes of radio
receivers with panel dimensions of 10%
in. high by 24% in, wide. The intended
retail price is $95. Other models are
5-8, finished in walnut and equipped
with a Farrand cone speaker, with an
intended retail price of $125; 15-D,
walnut finish, equipped with a double
drawer section, and has an intended
retail price of $115; and 80 which is
walnut.and satinwood, with an intended
retail price of $250.—Radio Retailing,
August, 1927,
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Seven Tube Electric

Recerver

The Kellogg Switchboard & Supply
Company, 1066 West Adams Street, Chi-
cago, Ill.,, has placed on the market an
a. c. receiver for 110-volt, 60-cycle oper-
ation, equipped with six Kellogg a. c.
tubes and one Kellogg a. c. power tube.
It has four stages of radio frequency, a
detector and two stages of audio. Com-
plete shielding is used and there are
three controls, a wave zone setting, a
selector dial and a volume control. This
new receiver comes comletely equipped
with tubes and a built-in ABC power
supply. The intended retail price of
Model 510 complete and ready to tune
in is $495. The reproducer unit uses a
60-in. air column and is made by the
same company., — Radio Retailing,
August, 1927,

Console Type

Reproducers

The illustrated model A reproducer is
being made by the Standard Piano
Bench Manufacturing Company, 1221
West Lake Street, Chicago, Ill. It is
equipped with the “Aston-Cathedral”
horn. The cabinet dimensions are, width
23 in., depth 15% in., height 30 in. The
wood used is selected genuine walnut ply-
wood, finished in a rich shade of chest-
nut brown. 20 feet of cord is furnished
with this model. The intended retail
price is $59.50. Model B, which has a
height of 373 in. and a width of 25} in.
and a depth of 14} in., while the in-
terior measures 12 in. deep and 20% in,
wide with the battery compartment of
12 in. high is also equipped with the
same type of horn and has an intended
retail price of $79.50.—Radio Retailing,
August, 1927,

Cone Reproducers

Cannon & Miller Company, Inc,
Springwater, N. Y., has just placed on
the market two new models of repro-
ducers. The first, No. 5, is a 16-in.
cone formed at an angle of 30 degrees.
Alligator leatherette is used for the
cone material. This is surrounded by a
mahogany frame with an open back.
A 15-ft. connecting cord is included in
the list price of $12.50.

A 36-in. giant cone kit is also being
put out by this company. Each kit
contains one regular “Cannon-Ball’ cone
speaker unit; 1 sheet of ready cut heavy
brown paper for 36-in. cone, braid
around edge, ready to cement; 1 tube
of cement; 1, 15-ft. connecting cord;
1 gold wall cord, and an ornamental
cut-out design which can be pasted on
the cone if desired and complete simple
instructions. Intended retail price is $9.
—Radio Retailing, August, 1927,

Cone Speaker and Table

Combination

The Teletone Corporation of America,
Third St. & Van Alst Ave.,, Long Island
City, N. Y. make a cone speaker known
as Model 70 which can also be used as
a small table having a top 18 inches in
diameter. It comes in highly finished
two tone mahogany. The cone is so
mounted as to use the entire wooden
casing and the table top as a sounding
board. The net weight is 9% Ibs. and
the intended retail price is $40.—Radio
Retailing, August, 1927,
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Radio Cabinets

INustrated is radio cabinet No. 803
made by the Superior Cabinet Company,
Muskegon, Mich. The radio receiver fits
on a sliding table which may easily be
removed or pulled forward for installing
or adjusting. Top and ends are of wal-
nut and the front is of selected butt
walnut. Legs and stretchers are of
gumwood finished to match the walnut.
The entire cabinet is finished in lacquer,
hand rubbed to a smooth, semi-dull
finish. Over all dimensions are 53 in.
high, 27% in. wide and 18 in. deep, It
can be had with or without a built-in
cone speaker or horn. The intended re-
tail price complete with horn is $84.
Other models made are No. 801, 805 and
807, all finished in walnut and complete
with horn. The intended retail prices
are $90, $80 and $66 respectively. If
desired without horn deduct $4. If de-
sired with a cone add $8.—Radio Re-
tailing, August, 1927,

* * *

Six-Tube, One Didal,

Electric Receiver

The Radio Corporation of America,
233 Broadway, New York City, has de-
veloped a new six-tube receiver com-
pletely AC-operated and having only one
tuning control. This receiver has three
stages of tuned radio frequency ampli-
fication, a detector, and two stages of
audio frequency amplification. The new
AC Radiatrons UX 226 are used in the
radio frequency stages and the first
audio stage. The new AC Radiotron
UY 227 is used as a detector, and a
UX 171 power amplifier Radiotron in
the last audio stage. The set has only
two controls, one for tuning and the
other to regulate volume. A switch
turns the current on and off. Inside the
receiver is a switch to make adjust-
ments for any variation in voltages
from 105 to 125 volts, B and C voltages
are obtained from a built-in power unit
employing the Radiotron UX 280 full
wave rectifier., The entire set is self
contained in a mahogany finished cab-
inet 273 in. long, 734 in. deep, and 9 in.
high. The weight is 363 1b. This is
known as Radiola 17, "and lists for
$157.50, complete with tubes.—Radio
Retailing, August, 1927.

Radio Retailing, August, 1927

Air Column Drum
Speaker

Newcombe-Hawley, Inc., St. Charles,
111, make the illustrated drum speaker.
This is equipped with a 65 in. air col-
umn tone chamber and a Baldwin unit.
It is finished in an attractive dark
brown. The shipping weight is 20
pounds, the intended retail price $32.
The same principle of reproduction is
incorporated in larger console models:
No. 53 which has an intended retail
price of $65 has an 86 in. tone chamber;
No. 55 has also an 86 in. tone chamber
and an intended retail price of $75.—
Radio Retailing, August, 1927,

Cone Speakers

The illustrated No. 16 Drum Speaker
is the latest product of the Utah Radio
Products Company, 1615 South Michigan
Avenue, Chicago, Ill. This has dimen-
sions of 163% in. high, 14 in, wide and
4% in. deep. The intended retail price
is $16. Other new speakers made by
this company are No. 100 cabinet
speaker which is equipped with an 8 ft.
air column and Utah De Luxe Unit.
Over all dimensions are 36 in. x 273 in.
x 17 in. The intended retail price is
$70. The No. 101 Philco special is 2%
in. larger than the No. 100 and equipped
to take the standard Philco unit. The
intended retail price is $75. The Super-
flex speaker has a smooth walnut finish
and is equipped with the De Luxe unit.
The intended retail price is $10. The 3
in.. Junior cone is 15% in. high and has
a retail price of $10.—Radio Retailing,
August, 1927,

Azr Column Speaker

The Operadio Manufacturing Com-
any, 700 East 40th Street, Chicago,
1., has just placed on the market tie
illustrated reproducer which is made in
three types. This is called a “Bloc
Type” Speaker, and, according to the
manufacturer the tone chamber is fash-
ioned in a solid block of “Stonite.” 1In
the Junior model this tone chamber is
24 in. long and in the Senior Model it is
54 in. long. The intended retail price
for the former is $15, and for the latter
it is $25. A De Luxe model is also
made at $80, with an 84-in. air column.
The bloc _is formed by molding the
Stonite.—Radio Retailing, August, 1927.

* * *

Cone Reproducer

The illustrated reproducer is made by
the Boudette Mfg. Co., Chelsea, Mass.,
and is known as the ‘‘Sonochorde, Jr.”
speaker. This new model, together with
the Senior model which is for table use
and is also available in wall and floor-
standard designs complete the new line
for this year. Each model incorporates
a Sonochorde actuating unit, has a rich
wine colored front of egilk, protected
back, mahogany finish frame and other
features. The intended retail price of
the junior model is $15.—Radio Retail-
ing, August, 1927.

* * *

Speaker Inside of Globe

The “Symphonic Globe” radio speaker
is being manufaetured by the Sym-
phonic Sales Corporation, 370 Seventh
Avenue, New York City. The globe con-
tains a unit for which the dome acts as
a resonator. The globe itself is an
accurate, up to the minute map of the
world. TIntended retail price is $35.—
Radio Retailing, August, 1927.
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Radio-Frequency
Choke Coul

The Hammarlund Mfg. Co., Inc.,, 424
West 33rd Street, N. Y., is making a
new radio-frequency choke coil. The
coil is made in two values of inductance
for the broadcast band. No. 85 has an
inductance of 85 millihenrys, a capac-
ity of 3 mmfds. and a resistance of 215
ohms. The intended retail price is $2.
Coil No. 250 has an inductance of 250
millihenrys, a capacity of 2 mmfds. and
a resistance of 4.0 ohms. The intended
retail price of this coil is $2.25. The
case for erther coul is 13 in. in diameter
by 12 in. high. Soldering lugs and bind-
Ing post connections are provided at the
bottom of the case as well as screw
holes for mounting the coil on a panel.
—Radio Retailing. August, 1927,

Cone Reproducer

Splitdorf Radio Corporation, 392
High Street, Newark, N. J. announces
a new speaker. This speaker, illus-
trated, stands 25 in. high and is 22 in.
wide. 1t is of the elliptical cone type
and is equipped with a new tension
unit which is adjusted at the factory
and according to the manufacturer
makes every unit produced work at full
efficiency. Intended retail nrice, $35.—
Radio Retailing, August, 1927,

*

Output Filter

To improve the tone quality of re-
ceivers using power tubes, the Electrical
Research Laboratories, 2500 Cottage
Grove, Chicago, 111, has recently devel-
oped the Erla Out-put Filter, as an
accessory ready to be connected to the
loud speaker. _This device is said to
prevent high B current from passing
through the speaker coils,  The filter
is 2§ in. x 3% in. x 43 in, Intended re-
ta121 price, $6.—Radio Retailing, August,
19217.

&6

A-Power Units

The Sterling Mfg. Co., 2831 Prospect
Avenue, Cleveland, O., placed on the
market both a 4 and 6 volt A-power
unit. The A-unit will supply contin-
uous voltage for sets using as many as
8% amp. tubes, The rating of the Ray-
theon “A’ rectifier used is 2 amp. At
this rating the unit will give 750 hours
of service at least. Over-all dimensions
are 8 in. high, 7 in. wide and 11 in.
long. The net weight is 33 1bs. The
unit is finished in a dark green frostine
with nickel trimmings and has a handle
on it making it portable. It is intended
for use on 110 volt .60 cycle current.
The d.c. voltage output is 6 and 2 amp.
The intended retail price without rec-
tifier is $42.50, Raytheon rectifier unit
$4.50. The 4 volt unit delivers ample
current for sets using as many as 10
199 type tubes. It is 7 in. high, 4 in.
wide and 10§ in. long and weighs 14
Ibs. net. The intended retail price with-
out the Tungar bulb is §$28. Tungar
bulb, $4.—Radio Retailing, August, 1927.

* * *

B-Power Unit

The Atwater Kent Mfg. Company,
Philadelphia, Pa. has just placed on the
market a B-power unit which delivers
up to 135 volts and 40 milliamp., using
an Atwater Kent rectifying tube. Pro-
vision is made for connecting an
A-battery and charger to this B-power
unit, in which case the relay, which is in
the B-power supply, makes both units
entirely automatic and under the con-
trol of the filament switch located on
the receiving set. The relay then auto-
matically starts and stops the charger.
For this arrangement, however, a trickle
type charger should be used. This
B-unit is designed for use on 110 volt
60 cycle current and comes completely
equipped for $50.

With this unit is also announced a
model E cone type speaker. The base,
casing and grill are of metal finished in
two tone bronze crystalline with gold
plated name plates. The overall dimen-
sions are 18% in. high, diameter casing
153 in., and depth overall 6 in. The
intended retail price complete with 9 ft.
of flexible cord is $30.—Radio Retailing.
August, 1927.

* * *

Six-Tube A.C. Recerver

The ‘‘Senior Electric 8ix,” a six-tube
receiver equppied with McCullough AC
tubes, is being made by the Langbein-
Kaufman Radio Company, 62 Franklin
Street, New Haven, Conn. This "table
type. receiver with unified control tub-
ing, operates from 110-volt, 60 cycle
current, is totally shielded with copper,
uses a Raytheon 85 mil-amp. tube for
B and C-power supply and is equipped
with Donle Truphonic audio amplifica-
tion. The sloping front cabinet is of
brown antique finish natural grain ma-
hogany. The intended retail price with-
out tubes is $195. For the chassis only,
$176. The Raytheon tube is $6 extra
and the McCullough tubes are $5 extra
each, six of which are required.—Radio
Retailing, August, 1927,

Double-Diaphragm
Reproducer

The Eckhardt Corporation, 213 So.
Broad Street, Philadelphia, Pa., is mak-
ing what is known as the ‘‘Eckophonic
Resonator.” This may be attached to
any radio receiving set, the entire me-
chanism occupying no more table space
than a telephone. It is cylindrical in
form and encased in a housing the front
of which is covered. All mechanism is
concealed by very fine mesh rattan
cane. According to the manufacturer
one-half of the double acting horizontal
diaphragm receives the base notes and
the other half the treble. The unit is
said to stand up to 450-volt pressure
without trouble. — Radio Retailing,
August, 1927,

Dry Disk Battery
Charger

The Eagle Charger Corporation, 121
N. Eighth 8t., Philadelphia, Pa., has
placed on the market what is known as
the *Dri-Disk’” battery charger. Ac-
cording to the manufacturer, this is ab-
solutely dry, and contains no tubes or
acids. It has a 3 amp. trickle charge
rate and 13 amp. high charge rate. It
is perfectly quiet during operation and
no heat is evolved. It can be left on
the battery continuously or used inter-
mittently, as desired. It is fully guar-
anteed and has over-all dimensions of
7% in. by 4% in. by 44 in.—Radio Retail-
ing, August, 1*927.

*

A and B Power Supply
Unat

A new A and B power supply unit
has been developed by the Electric Stor-
age Battery Company, Allegheny Ave.
and 19th St., Philadelphia, Pa. This
latest development includes an automatic
charging arrangement at high and low
rates for the storage A battery and a
system of electrolytic rectification for
the I3 power supply. Full automatic
control of both the A and B power is
at the set switch. Two rheostats pro-
vide separate regulation of the detector
and amplifier voltages which are vari-
able respectively from 20 to 45 and
from 60 to 100 volts. This is in addi-
tion to the power tube voltages which
are 135 and 180 volts. This is known as
11\19%(’1161 7 AB.—Radio Retailing, August,

i
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Star-shaped Antenna

The Star Antenna Sales, Elkhart,
Indiana, is manufacturing the illustrated
star-shaped, non-directional antenna. It
is made of cast aluminum, ten inches
across the tips and § in. thick. It is
mounted on a ten foot electric conduit
pipe from which the star is insulated by
a three-inch bar of “Fibroc.” A binding
post is mounted in the center of the star
for the lead-in wire. The Star Antenna,
complete with mounting, is priced at $b.
—Radio Retailing, August, 1927.

Super Dry B-Battery

The Burgess Battery Company, Har-
ris Trust Bldg., Chicago, Ill, has de-
veloped a new B-battery, known as No.
21308, which is made in a 45-volt size,
having 30 cells. These cells are much
larger than have been used in previous
batteries and are thoroughly insulated
and sealed into a fixed position. It is
said by the manufacturer that this bat-
tery will give 25 per cent mre service
than a 7-1b. class battery. This battery
weighs 16 lbs. Its overall dimensions
are width, 8% in., depth 43 in. and height
78 in. It is equipped with brass post
and insulated-nut terminals. Intended
retail price, $5. — Radio Retailing,
August, 1927,

Choke Cotl for A-
Supply Ceircuit

The Elkon choke coil is designed to
be used in conjunction with the Elkon
3 amp. charger, to supply the set owner
with a dependable source of A filament
supply when connected with any ordi-
nary A battery. The choke is made by
the Elkon Works, located at Weehaw-
ken, N. J, This combination is intended
for use during reception only, and has
ample capacity for supplying undimin-
ishing filament power up to the full
capacity of the charger, no matter how
many hours per day the set may be
used. The intended retail price of the
choke coil is $6. — Radio Retailing,
August, 1927.

Radio Retailing, August, 1927

Receiving Tube

The Sunlight Lamp Company, Newton
¥alls, O., has recently placed a new
receiving tube of the 201A type on the
market. The filament of this tube is
anchored securely and very rigid con-
struction is evident throughout. The
intended retail price is $1.75.—Radio
Retailing, August, 1927,

* * *

Metal Grid Leak and

. Resistance

Among the various items which the
Polymet Manufacturing Corporation,
599 Broadway, New York, have added
to their line is a new type of grid leak
and resistor known as ‘“Poly pure metal
power grid.”” These new grid leaks and
resistors differ from any others on the
market in that they are metallized but
pure metal, according to the manufac-
turer who goes on to say that this type
construction permits a very high cur-
rent carrying capacity and dissipates
two and one-half watts to the square
inch. These grids are made in various
values ranging from 5,000 to 100,000

‘ohms, and 1 to 10 megohms.—Radio Re-

tailing, August, 1927.

Trickle Charger

The Fansteel Products Co. Inc., North
Chicago, Ill. has placed on the market
Model ‘N’ Trickle Charger, illustrated,
which has two charging rates; one of .b
amp. and the other of .8 amp. It has a
water capacity of 16 oz. which is ap-
proximately 4 times that of Model “K”
and requires the addition of water about
once a month. It is designed to operate
on 110-voit, 60-cycle current, although
a special model is made for 25 to 40-
cycle operation. OQverall dimensions are
43 in. x 7% in. x 63 in. Intended retail
price is $9.50. This charger is also
made in a smaller model, having just
the .5 amp. charging rate and is made
for 110-volt, 60-cycle operation, In-
tended retail price, $7.50.—Radio Retail-
ing, August, 1927.

Half Wave Rectifier and
Power Amplifying Tube

The DeForest Radio Company, Jer-
sey City, N. J.,, announces a new half
wave rectifier, known as Type D-416B.
Its characteristics are as follows: fila-
ment voltage 7.5; filament current 1.25
amp.; transformer voltage-a.c. 550
maximum ; maximum plate current 65
milliamp. ; voltage drop, 35 volts at 35
milliamp. The intended retail price
is $7.50.

Also announced at this time is the 500
volt power amplifier, known as Type
D-410. The characteristics of this tube
are filament voltage 7.5; filament cur-
rent 1.25 amp.; plate voltage 350 to
500; grid bias 30 to 51 volts; plate
current 25 to 35 milliamp.; amplifica-
tion factor 6 to 8. The intended retail
price is $9. These tubes supersede Types
DR and DL-9 respectively. Both of
these new tubes have a new oxide
treated platinum filament.—Radio Re-
tailing, August,*1927.*

*

A-Socket Power Unit

The illustrated Model A-7-A power
unit, known as “Bone-Dri,”” nade by the
Webster Company, 3504 West Lake
Street, Chicago, Ill. This supplies six
volts at 13 amp. and uses 2 Raytheon
cartridges for full wave rectification.
There is also a receptacle in the unit
where the B-unit may be connected,
placing everything under the control of
the filament switch on the receiver. The
intended retail price complete is $37.50.
—Radio Retaih;ng, Aggust, 1927,

#*

Bumper Antenna For

Automobiles

The C. G. Spring and Bumper Com-
pany, 2642 East Grand Blvd., Detroit,
Mich., is manufacturing the illustrated
bumper to be used as an antenna for
radio reception in an automobile. By
means of Bakelite laminated strips the
bunmper antenna is insulated from the
chassis of the car frame at the bracket.
A special clamp is used in clasping the
bumper to insure good and permanent
electrical connection. These bumpers
range in price from $6.90 to $18, depend-
ing upon the style of car it is to be used
with and the quality of the bumper. The
attachment fittings are extra and also
vary from $2 to $6.80 per set.—Radio
Retailing, August, 1927,
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Dry Trickle Charger

The Vesta Battery Corporation, 2110
Indiana Ave., Chicago, Ill., is marketing
a dry trickle charger under the Vertrex
patents. According to the manufacturer
these units have a life of approximately
25,000 hours while the temperature in-
crease is not over five to ten degrees
centigrade during operation. The low
charging rate is 3 amp. and the high
13 amp. Full wave rectification is used.
Intended retail price with automatic re-
lay is $17.50, without automatic relay
$15.—Radio Retailing, August, 1927,

* * *

B-Socket Power Unit

The “Stewart B,” a new socket power
unit, illustrated, is being manufactured
by the Stewart Battery Company, 119
North Peoria Street, Chicago, Ill, for
all types of radio sets. It uses either
a B or a BH Raytheon tube. It has
primary voltage control with three
amplifier taps at 673, 90, and power
voltage. All binding posts and controls
are enclosed. It is made in two models:
U-80, 50-60 cycles, price without tube,
$29; U-83, 25-40 cycles, price without
%gg? $35.—Radio Retailing, August,

Dry Battery Trickle
Charger

The Kodel Radio: Corporation, Cincin-
nati, O., has developed a new type of
trickle charger which is used in con-
nection with dry cell B batteries. The
current is fed to the cells as it is used
up and the action of the dry cell B bat-
tery is that of a filter across the line.
This prolongs the life of the B batteries
very greatly as it is a well known fact
that if the voltage can be kept up they
will last much longer than otherwise.
Wet or storage B batteries may also be
charged with this charger. Over-all
dimensions are 3 in. x 6 in, x § in. Will
charge up to 180 volts.—Radio Retail-
ing, August, 1927,
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B-Socket Power Unit

A B-socket power unit designed to use
213 type of full wave rectifying tubes
is being made by the Sterling Mfg.
Company, 2831 Prospect Ave., Cleve-
land, O. Two models are made, RT-40
and RT-41. These are adapted for use
with all sets that will operate satis-
factorily on 45 or 90 to 135 volts of B
current. The first model provides three
terminals; minus B, B detector and B
plus. The second model has four ter-
minals, the additional B amplifier being
for intermediate amplifier voltages.
Both models have variable detector and
amplifier voltages controlled inde-
pendently. The detector voltages are
adjustable from 0 to 50 volts. The
amplifier voltages are adjustable from
673 to 135 volts. Both instruments are
designed to be used on 110 volt 60
cycle current and over-all dimensions
are 734 in. x 43 in, x 53 in. The intended
retail price of Model RT-40 is $20;
RT-41, $22.
Radio Retailing, August, 1927.

* * *
Audio Frequency
Transformer

The illustrated audio frequency trans-
former is being made by the Scanlan
Electric Manufacturing Company, 1113
North Franklin Street, Chicago, Il
This transformer is fully mounted and
shielded and contains a high grade
silicon steel core. The primary of the
coil has a high inductance together with
a low resistance, and consequently has
a small B battery voltage drop, accord-
ing to the manufacturer. The second-
ary has a very low distributed capacity,
thereby aiding in a uniform voltage
amplification  throughout the entire
musical frequency range. These trans-
formers are supplied in ratios of 1 to 1,
2 to 1, 3 tol and 4 to 1; also in the
speaker coupling type. The intended
retail price of these individual units
is $2.50.—Radio Retailing, August, 1927,

A-Socket Power Unit
with Charger

The illustrated Stewart Super “A”
power unit, manufactured by the
Stewart Battery Company, 119-127
North Peoria Street, Chicago, Ill, is a

The, tube is $6 extra.—*

combination of a 2% amp. automatic
charger of the dry solid rectifier type
and a heavy duty Stewart A battery.
The charger is designed to restore only
the amount of current used. The unit
is said to be noiseless, odorless and
foolproof. The Dbattery is shipped
charged but dry and water must be
added. The unit is encased in metal
and is 12 in. long, 6% in. wide and 9 3%
in. high. It is made in four models: 60
—6 volt, 50-60 cycles, with an intended
retail price of $34.50; 65—6 volt, 25-40
cycles, $38; 40—4 volt, 50-60 cycles,
$33; and 456—4 volt, 25-40 cycles, $36.
~—Radio Retailing, August, 1927,

* *

A-B-C Supply Unit

The Trivolt Electric Corporation, 68§
Eleventh Avenue, New Ygork, has placed
on the market their model 350C A-B-C
supply for use with 3 amp. and power
tubes. This is designed for use on 110
volt, 60 cycle current. ‘The output is
350 milliamp. at 200 volts. It also has
A.C. taps for any five volt power tube,
and uses any 350 to 400 mil. gas bulb
rectifier. Plate voltage taps provide
45, 70, 140 and 180 volts. Also a C bias
of 40 volts. Over-all dimensions are
7 in. x 74 in. x 12 in. Current consump-
tion is 125 watts. For furnishing A sup-
ply the tubes of the set must be wired
in series. The intended retail price
without tube, $90. In our July issue.
page 97, a cut of this model was used
in error for model 90C.—Radio Retail-
ing., August, 1927,

D.C. Opera”tea’ Speaker

The Radio Corporation of America,
233 Broadway, New York City, has
developed a speaker operating on 110
d.c.,, which will furnish the necessary
A-B-C current for Radiclas 25 and 28.
It is known as D.C. Model 104, and in
appearance is similar to A.C, Model 104.
The same cone is used in both, but in
the d.c. model, a d.c. power amplifier
has been substituted for the a.c. recti-
fier, power-amplifier unit. It also has
four UX 171 Radiotrons connected in
multiple push-pull circuit to give the
same output as the UX 210 used in the
a.c, model. An adjustable resistance
allows the D.C. 104 speaker to be oper-
ated on from 105 to 125 volts. Intended
retail price with Radiotrons, $310.—
Radio Retailing, August, 1927,
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B-Power Unit

The illustrated B-power unit is being
made by the Yale Electric Corporation,
Pearl and Tillary Streets, Brooklyn,
N. Y. A Raytheon BH tube is used for
rectification, and the case is made of
moulded hard rubber, paneled and
ribbed and finished in a mottled ma-
hogany effect. This power unit is of-
fered in two models the first being
Model BP-135 which is recommended for
any set with four, five or six tubes where
from 90 to 150 volts are required. This
model will give 135 volts at 20 milliamp.
Model BP-180 is for use with sets hav-
ing six or more tubes, using 135 to 200
voits. This unit will develop 180 volts
at a 50 milliamp. output. Over-all di-
mensions of either unit are 5% in. x 103
in. x 83 in. Intended retail price for
the first model is $42, and for the second
47. This is without tubes.—Radio Re-
tailing, August, 1927,

%* *

Gaseous 85 ML.A.
Rectifier Tube

The C. E. Manufacturing Company,
702 Eddy Street, Providence, R. I, has
announced a new gas-filled rectifier
known as Type D-G, which has a rating
of 85 milliamps at 300 volts. Accord-
ing to the manufacturer long life with-
out decrease in output is assured if these
values are not exceeded. These tubes
may be used in any standard power
unit using this type and_the intended
retail price is $6.—Radio Retailing,
August, 1927,

* * *
A-C K1t

The Sovereign Hlectric & Mfg. Co.,
123 N. Sangamon Street, Chicago, Ill,
is placing on the market an A-C Kit
which is designed for converting any
get into an a.c. receiver. The kit con-
tains a special heater transformer, 2
power rheostat; a power switch; 2
variable resistors, one for oscillation
control and one for volume control,
blue prints and @irections. According to
the manufacturer all tubes and kits are
thoroughly tested before leaving the
factory, For use with 110 volts, 60
cycles the intended retail price is $8.75;
for use with 25 cycles, the intended
retail price is $9.75. By means of this
kit and Sovereign a.c. tubes and any
standard B-supply unit, it is claimed
that any receiver may be converted into
an electric receiver—Radio Retailing,
August, 1927.
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Power Amplifier and
Charger Units

Three new items have just been
placed on_the market by the Acme Ap-
paratus Company, 37 Osborne Street,
Cambridge, 39, Mass. The first is a
power amplifier known as PA-1. This
consists of a stage of resistance coupled
amplification with an impedance leak, a
socket, automatic C supply and trans-
former for lighting the power tube fila-
ment ,from the lamp socket. Either a
171 or 112 type of tube may be used. All
that is necessary for operation is to
connect the B supply and the speaker,
place power tube in the socket, connect
the output of the set to this unit and
plug the unit into the light socket. The
intended retail price is $12.50.

Two new chargers have also been
brought out. The first, A6, is a half
wave 2.5 amp. charger, utilizing the
Raytheon cartridge rectifier. The sec-
ond, A-7, is a full wave rectifier using
two of the Raytheon cartridges and
having a charging rate of 5 amps. The
intended retail price of the former is
$12.50 and of the latter $18.—Radio Re-
tailing, August, 1927.

* * *

An Indoor Antenna

“Copper-Crete” is the name of this
indoor antenna that can be laid under
a rug or hung on the wall. It is made
by the Wayne _Radio Manufacturing
Company, Fort Wayne, Indiana. It is
constructed of copper mesh, covered and
protected, and all ends and leads are
soldered. Its size is 2 x 6 ft. Intended
retail price, $6.50.—Radio Retailing,
August, 1927,

* * *

High Rate Charger for
A-Batteries

This high rate charger for A bat-
teries, known as the Stewart Hi-Rate
Charger, is manufactured by the
Stewart Battery Company, 119-127
North Peoria Street, Chicago, IlL It
contains no tubes, no liquids or moving
parts. It is fully automatic, starting
when the set is shut off and stopping
when the battery is fully charged. Its
charging rate is 24 amp. It is made in
two models: V-30—50-60 cycles, with
a retail price of $19; and V-35—25-40
cygl’zes, $22.50.—Radio Retailing, August,

A-B-C Power Pack

The A. C. Dayton Company, Dayton,
0., is making an A-B- power pack.
Features included in its specifications
are as follows: A current is 2 amp.
at 6 volts direct current, B current is
85 milliamp. with voltages of 45, 90 and
135 to 180 direct current; C voltage
can be varied for different types of
tubes. The A supply uses a Raytheon
cartridge and the B supply usex
standard Raytheon tube. The unit is
inclosed in a neatly finished case which
measures 11 in. x 15 in. x 8 in. The
intended retail price is $90.—Radio Re-
tailing, August, 1927,

A-B Socket Power Unit

A combination of the Stewart Electric
A and the Stewart B in one unit, called
the Stewart Electric A-B, is being made
by the Stewart Battery Company, 119-
127 North Peoria Street, Chicago, Il
It contains no acids, liquids, or moving
parts, and is said to_have no hum. It
is made in four models: T-90—86 volt,
50-60 cycles, $67.50; T-91—6 volt, 25-
40 cycles, $80; T-92—4 volt, 50-60
(1‘}‘;%1765' $80.—Radio Retailing, August,

A Supply Unit

A new A unit which converts any
ordinary storage battery into an
power unit, drawing current direct from
the 110 volt A. C. lighting circuit, is
being marketed by The Crosley Radio
Corporation, Cincinnati, O. In contrast
to the average battery eliminator, the
new unit is not a trickle charger or bat-
tery charger, but is a device which
modifies the light-socket current in such
a manner that it will operate the fila-
ments of the radio tubes directly. No
appreciable current is drawn from the
battery at any time, it being used merely
as a ‘“floater” in the line, to stabilize
the supply of current to the set. Cur-
rent is drawn from the light socket only
when the radio set is in operation. Be-
cause the battery is subjected to no
load, any 6 volt storage battery may be
used with the set, even if of quite small
ampere-hour capacity. Intended retail
F;;g{e, $45.—Radio Retailing,’ August,
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A-Power Unit

The Yale Electric Corporation, Pearl
and Tillary Streets, Brooklyn, N. Y, is
making the illustrated A-power unit,
which consists of a 50-amp. storage bat-
tery and a .8-amp. hour charger. The
charger is of the dry disc type and when
the battery is fully charged, automati-
cally shuts off. Everything is sealed in
a hard rubber compartment, and the
unit is attractively paneled and ribbed
finished in a mottled mahogany effect.
It measures 53 in. wide, 10§ in. long
and 8% in. high, comes complete with
cover and handle, and six foot extension
cord with double socket plug. Intended
retail price, $39. — Radio Retailing,
August, 1927,

Bt s Sk s awe RS ,j

Matched Set of
Calibrated Resistors

The De Jur Products Co., Inc., 199
Lafayette Street, New York City, is
manufacturing this matched set of
calibrated resistors designed to main-
tain their values independently of the
current flow through them. The resist-
ance element connections are soldered
to the caps ensuring positive telephonie
reception. 'The resistors are arranged
to be wused with resistance coupled
units. The set of six consists of first
stage, 1. meg., plate resistance 100,000
ohms; second stage, .5 meg., plate
resistance 100,000 ohms; third stage,
.25 meg., plate resistance 100,000 ohms,
Intended retail price, set of six com-
plete, $1.50.—Radio Retailing, August,
1927.

* *

By-Pass Condensers

John E. Fast & Co., 3982 Barry Ave.,
Chicago, TIll, is making by-pass con-
densers enclosed in one piece pressed-
steel cases as can be seen in the illus-
tration. These are formed by steel dies
from a single sheet of metal. Cases are
covered with a coating of black enamel
baked under temperature. All of the
by-pass condensers made by this com-
pany are of the short path type which
offers practically no resistance to the
passage of radio frequency currents.
The insulation resistance is maintained

90

s0 that never less than 500 megohms
per mfd. These condensers are made in
all sizes, capacities and combinations
for the various popular circuits. All
types of filter combinations are also
made. The intended retail price of the
1 mfd. condenser illustrated is 80c.—
Radio Retailing, August, 1927,

B-Power Supply

Leslie S. Muter Company, 76th Street
& Greenwood Avenue, Chicago, Ill., has
brought out a B-power supply unit,
which uses a 213 type rectifying tube,
and is designed for operation on 110
volt, 60 cycle current. The unit will
supply 40 milllamp. at 150 volts. All
voltages are fixed and those available
are 22, 45, 90, 135 and the maximum.
Overall dimensions 6% in. wide, 7 in,
high and 8% in. long. Intended retail
price without the tubes, $24.50.—Radio
Retailing, August, 1927,

* * *

Filter Condensers

The Potter Mfg. Co., 2004 Sheridan
Road, North Chicago, Ill, has placed
on the market several new types of filter
condensers which are illustrated. The
small base mounted unit comes in ca-
pacities of from .1 to 8 mfd. and are de-
signed to operate on 200 volts d.c. The
intended retail prices range from $.70
to $6.75. A special block for A-B-C
supply work wusing the new types of
rectifying tubes is known as R171. This
has capacities ‘tapped to 2, 2, 8, 1, and
3 mfd. The intended retail price of this
unit is $12.75. This type of block is
made up in various capacities for the
various popular rectifying circuits. If
it is desired to have this block made
for especially high voltages the price is
$15.75.—Radio Retailing, August, 1927.

r

Heavy Duty Wire-
Wound Resistors

The illustrated resistors manufactured
by the De Jur Products Company, 199
Lafayette Street, New York City, can be
used for all circuits. They are perma-
nent and accurate and will carry heavy
loads without deterioration or changing
in resistance value. They are made to
dissipate 10 to 20 watts, They have
brass knurled nickel-plated caps, sol-
dered for making connections on each
end and rigidly mounted on brackets.
Prices are as follows: 100-500-1,000-
2,000-5,000 ohms, 10 watts, $1, 20 watts,
$1.25; 10,000-25,000-50,000 ohms, $1.50;
100,000 ohms, $2. These resistors can
be made in any ohmage and length to
specifications for manufacturers.—Radio
Retailing, August, 1927,

Fixed Resistances

Herbert H. Frost, Inc.,, 160 N. LaSalle
St., Chicago, Ill. has introduced a line
of fixed resistances. The element is
wound on flexible bakelite, and the ter-
mihal brackets are clamped and staked
into the bakelite. These are furnished
in :all standard resistances. Up to 50
phms the intended retail price is 15c.,
and for 100 to 1,000 ochms the intended
retail price is 25c.—Radio Retailing,
August, 1927,

* *® *

Tapped Wire Wound

Resistors

Arthur H. Lynch, Inc, 1775 Broad-
way, New York City, has just placed on
the market a heavy-duty tapped wire
wound resistor for B-power and ampli-
fier work. These resistors may be had
in any value and with any number of
taps on special order. The intended
retail price is $8.50.

New grid suppressors have also just
been brought out by this company. The
suppressors are special resistance units
designed for use in tuned radio-fre-
quency circuits to stop oscillation. They
are furnished completely with mount-
ings in resistance values of from 100
to 1,800 ohms varying in even hundred
units. The intended retail price com-
plete with mounting is $1.50.—Radio
Retailing, August, 1927.

Light Socket Aerial

The “Sock-Antenna,” or ‘“Aerial Wiz-
ard,” a new type of indoor aerial operat-
ing from the electric light socket, is
being made by Tidmarsh’s Radio Supply,
Elwood. 1nd. It is in cable form, one
end attaching to the light socket, the
other to the antenna post of the set.
The set end has three leads which give
three degrees of selectivity. It is said
to increase volume, and reduce interfer-
ence. The intended retail price is $5.—
Radio Retailing, August, 1927,
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«w Dealer Help Mazerial

Aids to greater profits provided by
radio manufacturers for their dealers

- AD

ARCHATRONS

t One nal Guarantee g

The “Seven-Test” Tube

This “Seven-Test Tube” display was
recently developed by the Ken-Rad
Corporation, Owensboro, Kentucky, for
its dealers. To the points at the top
of the card are attached ribbons which
run to various parts of the window.
The display is attractively printed in
brown and red.

THE ABOX COMPANY, 215 North
Michigan Avenue, Chicago, Ill., has just
issued a sixteen-page pamphlet entitled
“The Problem of ‘A’ Current from the
Light Socket,” in which it discusses the
need of a device to operate directly from
the light socket to replace the storage bat-
tery, and describes its Abox Filter. The
pamphlet has a space on the back cover
for the dealer’s imprint.

THE PARAGON ELECTRIC COR-
PORATION, Upper Montclair, N. J,
manufacturer of Paragon products has
issued a four-page circular for the use of
jobbers and dealers. It contains a com-
prehensive description of the Paragon
double impedance amplification system, its
advantages, and some wiring diagrams in
which the system is incorporated.

THE SONATRON TUBE COM-
PANY, 108 West Lake Street, Chicago,
I11., illustrates its new line of Hi-Mu radio
tubes in an attractive six-page folder which
it is supplying to its dealers for direct
mail or counter display. It is in four colors,
and gives brief descriptions and the prices
of the various tubes.

THE INTERNATIONAL RESIST-
ANCE COMPANY, 522 Perry Building,
Philadelphia, Pa., has prepared a technical
data folder containing information regard-
ing sizes and the construction of Durham
Metallized Resistors and Powerohm units,
illustrated with graphs and curves showing
their operating characteristics. Copies of
this technical folder may be obtained by
applying direct to the company.

Radio Retailing, August, 1927

THE KODEL RADIO CORPORA-
TION, Cincinnati, Ohio, has issued for its
jobbers and dealers a Sales Primer on
Kuprox, the new metallic rectifier which
takes the place of acids, liquids, bulbs and
vibrators in battery chargers and power
unit rectifiers. The booklet explains the
operation of Kuprox and the method of
installing it in batteries and power units.
The Kodel company has also published an
elahorate Jobbers’ Catalog of its socket
power devices for the season of 1927-1928.
Both booklets are attractively printed in
color and give a clear and comprehensive
exposition of the Kodel products. Copies
may be obtained by writing to the company.

AMSCO PRODUCTS, INC, 416
Broome Street, New York City, has pre-
pared a booklet on the uses of its products.
It is called “The Amsco Resistor Hand-
book,” and covers the characteristics of
resistors in general and of the Amsco
Metaloid type in particular. It contains a
tabulation of data relating to B and C
power unit designs as well as construc-
tional and operating data on resistance
coupled amplifiers for use with the new
high mu tubes. The booklet is illustrated
with graphs and cuts of ‘the various prod-
ucts listed.

THE AEROVOX WIRELESS COR-
PORATION, 70 Washington Street,
Brooklyn, N. Y., has published for its deal-
ers a handy booklet entitled the “Aerovox
Handbook of Condensers and Resistors.”
The first pages are devoted to an explana-
tion of the construction and operation of

e

“Attashes To Any
Stacags Bartery

M Need To Move Batrery
o

Featuring a Handy Tester

The attractive show card above ad-
vertising a compact little battery
tester, Is being supplied to dealers by
the Beede Electrical Instrument Com-
pany, Pennacook, N. H. The card is
printed in colors and can be used
either for window or counter display.
It may be obtained by writing to the
company.

A Real Achievement in Tone Quality

Ratlond Sovercion

An All-American Display

The All-American Radio Corpora-
tion, Chicago, Ill., is supplying its
dealers with the display card shown
here. It is printed in’ colors and
illustrates two of the company’s most
popular sets—the Rauland Sextet and
the Rauland Sovereign. This display
may be used either on the counter or
in the window.

condensers and resistances, and are fol-
lowed by descriptions and illustrations of
the company’s products.

THE RADIALL COMPANY, 50-52
Franklin Street, New York City, manu-
facturer of Amperite resistances, has
brought out for its dealers a new edition
of The Amperite Book intended for set
builders and experimenters. The booklet
of 24 pages contains a chart showing the
size of the resistances to be used in many
of the popular circuits, and gives the wiring
diagrams of some recent receivers.

THE ACME APPARATUS COM-
PANY, Cambridge, Mass.,, has brought
out a fourth edition of its booklet “Power
Supply for Radio Sets” for its dealers and
radio set owners. The booklet covers
briefly the subject of lamp socket operation
of radio sets. It contains 32 pages and is
illustrated with graphs and diagrams.
Copies of this interesting booklet can be
obtained direct from the company.

THE VICTOREEN MANUFACTUR-
ING COMPANY, Cleveland, Ohio, has
published a small booklet on Victoreen 112,
audio transformer unit, for counter display
or envelope filler. The title of the booklet
1s “A Brief Treatise on Audio Amplifica-
tion,” and its author is John A. Victoreen.
The booklet contains 24 pages and has
space at the end for the dealer’s imprint.

81




What the

Columbia Announces New
Broadcast Chain

Announcement has been made of the
formation of a new radio broadcasting

° chain which will be known as the Columbia

Broadcasting System and will be directly
under the control of the Columbia Phono-
graph Company of which Louis Sterling
1s Chairman of the Board, and H. C. Cox,
president. Headquarters haye been estab-
lished in the Paramount Building, at
Forty-third Street and Broadway, New
York City. Major J. Andrew White,
pioneer in broadcasting, is at the head of
the technical affairs of the newly-formed
system.

This is the second radio system to be
formed in America. It includes sixteen
stations located at strategic points and
carefully selected as most desirable because
of their perfect technical equipment, the
large area in which they are heard, and
their excellent standing in the communities
in which they have built up their following.

That the program material will be of the
highest order, and that the programs them-
selves will be put together by the most
competent of program builders, is insured
by the fact that Arthur Judson, outstand-
ing figure in the music world, is to be
directly responsible for the programs.

Broadcasting over the Columbia chain is
scheduled to start Sunday, September 4.

The key station in the new chain will
be WOR, L. Bamberger & Company, New-
ark. Other stations joined as a part of the
new chain are:

WEAN, Shepard Stores, Providence;
WNAC, Shepard Stores, Boston; WFBL,
Onondaga Hotel, Syracuse; WMAK,
Johns - Manville, Lockport (Buffalo):
WCAU, Monumental Radio Co., Philadel-
phia; WJAS, Pickering Stores, and Ga-
zette - Times - Chronicle - Telegram, Pitts-

burgh; WADC, Allen Theatre, Akron;
WAIU, American Insurance Union and
Columbus Dispatch, Columbus; WKRC,

Kodel Radio Company, Cincinnati; WGHP,
Geo. H. Phelps, Inc., Detroit; WMAQ,
Chicago Daily News, Chicago; KMOX,
Globe-Democrat (The Voice of St. Louis),
St. Louis; WHO, Bankers’ Life, Des
Moines; WCAO, Monumental Radio Co..
Baltimore ; KOIL, Mona Motor Qil Com-
pany, Council Bluffs.

RCA Has Licensed 5

19 to Date

Nineteen radio manufacturers have re-
ceived licenses from the Radio Corporation
of America to date. This list includes not
only those licensed under the Alexanderson
patents permitting the manufacture of re-
ceivers using the tuned radio frequency
principle, but also includes companies
licensed under other patents controlled by
the RCA.

The list follows:

Zenith Radio Corp., 3620 Iron St., Chi-
cago. I, : Splitdorf Electrical Co., 392 High
St., Newark, N, J.; Stromberg-Carlson Tel,
Mfg. Co., Rochester, N. Y.: American
Bosch Magneto Co.. Swringfield, Mass.;
Radio Receptor Co., 106 Seventh Ave., New
York City; All-American Radio Corp., 4201
Relmont Ave., Chicago, Ill.: Crosley Radio
Corp., 3401 Colerain Ave., Cincinnati, Ohio:
Freed-Eisemann Radio Corp., Junius St.
and Liberty Ave., Brooklyn, N. Y.: Howard
Radio Co., 451 East Ohio St.. Chicago, Ill.;
King Mfg. Co., Rano St., Buffalo, N. Y.;
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rade 1s Talking About

Why Sylvania Tubes Are Easily Sold

Here is the sales crew of the Syl-
vania Products Corp,, Emporium, Pa,,
drawn up in front of Sylvania Lodge,
the home of Sylvania tubes, all ready
to embark upon their season’s sales

campaign., According to Fred Strayer,
advertising manager of Sylvania, sport
sweaters and knickers is the required
uniform for all who visit Sylvania
L.odge.

. A, D. Andrea, Inc.,, 1581 Jerome Ave,,
New York City; Chas. Freshman Co., 210
W, 40th St,, New York City: Federal Radio
Corp., Buffalo, N. Y.; American Trans-
former Co,, 178 Emmet St., Newark, N, J.:
Timmons Radio Products Co,, 79 E. Wister
St., Philadelphia, Pa.; National Co., 110
Brookline St., Cambridge, Mass.; General
Radio Co., 30 State St., Cambridge, Mass. ;
Martin-Copeland Co., 101 Sabin St,, Provi-
dence, R. I.; William Murdock Co., 347
Washington St., Chelsea, Mass.

Philadelphia to Stage
Radio Rodeo

A radio rodeo, to be held in the Com-
mercial Museum, Philadelphia, Pa., the
week of Sept. 12, 1927, presents a new idea
in radio expositions. The rodeo will be
advertised as a five-day exposition, Tues-
day, Sept. 13, to Saturday, Sept. 17, inclu-
sive.

The public will not be admitted on Mon-
day, Sept. 12, only members of the radio
trade heing permitted to attend on this
day for a pre-view of the merchandise dis-
played. The doors will be opened at 11
a.m. and will remain open until 7:30 p.m.
when a trade dinner will be served at the
exposition hall. It is expected that Federal
Radio Commissioner O. H. Caldwell will
be guest of honor and chief speaker at the
dinner. There will be no dealer’s hours
on the five days the rodeo is open to the
public.

Complete information can be obtained

by addressing the Philadelphia Radio
Rodeo, 1015 Chestnut Street, Philadel-
phia, Pa.

Book on Radio Law

“The Law of Radio Communication” is
the title of a new book just issued by the
McGraw-Hill Book Co., Inc., New York
City. (206 pages, $3.) The book deals
with the history of laws pertaining to
radio and interprets them briefly for the
reader. The new Radio Law of 1927 is
printed in full as an appendix. The author
is Judge Stephen Davis, formerly Solici-
tor of the Department of Commerce and
ex-Associate Justice of the Supreme Court

of New Mexico. Judge Davis is recognized

as the outstanding authority on radio law
today.

“Merchandise Control”

A new book delving into the secrets of
stock control in the retail store has just
been published by the Alexander Hamilton
Institute, New York City. (“Merchandise
Control,” 353 pages). Methods of suc-
cessful keeping tracn of stock to pre-
vent losses are outlined, and the entire
subject dealt with in an authoritative man-
ner. It should prove valuable reading
for jobbers and dealers. The authors are
Dr. Albert W. Frey, A.B., M.C.S., Asssist-
ant Professor of Marketing, Dartmouth
College, and Dr. Paul H. Nystrom, Ph.D.,
Professor of Marketing, Columbia Uni-
versity.

Ohio Trade Association
to Hold Show

Cleveland’'s Third Annual Radio Show
will be held November 8-13 and will be
produced under the backing of the newly
organized Radio Trade Association of
Northern Ohio. The show will be man-
aged by Herbert Buckman, who has been
elected as secretary of the association with
the show management as his principal
duty. Headquarters have been established
at his office 5005 Euclid Avenue, Cleveland.

Officers of the association are: Presi-
dent, A. H. Baier, Cedar-Lee Radio Co.;
vice-president, H, \V. Seahury, Lake States
General Electric Supply Company: treas-
urer, Louis N. Talkes, Cleveland Storage
Batterv Companv: and the following direc-
tors: Warren R. Cox, Radio Apparatus
Company, and William Bowie, Drecher
Piano Company.

GREATER VANCOUVER RADIO
TRADES ASSOCIATION is arranging
for a place to hold its exhibition. The date
has been set for Sept. 6 to 10 and will co-
incide with the Provincial Exhibition to
he held in Westminster, B. C., Can. More
than thirty firms are expected to co-operate.
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1,000 Attend West Coast
A-K Convention

Ernest Ingold, Inc., Atwater Kent dis-
tributor, was host to more than a thousand
A. K. dealers of northern California and
western Nevada at the St. Francis Hotel,
July 22. The entire second floor of the
hotel, in addition to several hundred guest
rooms, was reserved for the delegates.

A welcome was extended by Mr. Ingold
followed by a presentation of the A-K line,
including the new sets, the B power unit
and the E speaker, as well as the Pooley
line. R. E. Smiley, assistant sales man-
ager, and L. M. Willis, Pacific Coast man-
ager, for Atwater Kent, F. Wayne Mac-
Dowell, James McKee and Tom Warren
of the Pooley Company, all appeared on
the afternoon program.

In the evening a beefsteak supper was
served while the guests were entertained
by the third edition of “The Atwater Kent
Follies.” The speakers of the evening
included R. E. Smiley, Charles Duncan of
San Francisco, and Dr. Edward James
Cattell, Atwater Kent's personal represen-
tative. Carolyn Cone-Baldwin, Chicker-
ing-Ampico artist, also appeared on the
program.

Columbia Phonograph Enters
Radio Field with Kolster

An agreement has been formed whereby
Columbia Phonograph Company, New
York City, will enter the field of electrical
phonographs and radio combinations, using
Kolster radio sets, power-cones and elec-
trical phonograph equipment manufactured
by Federal-Brandes, Inc., 200 Mt. Pleasant
Ave., Newark, N, J.

The announcement was made by H. C.
Cox, president of the Columbia Phono-
graph Co., and Ellery W. Stone, president
of Federal-Brandes, Inc. Louis Sterling,
chairman of the board of Columbia Phono-
graph, Rudolph Spreckles, chairman of the
Federal-Brandes board, and D. S. Spector,
general manager of the latter, also took
part in the negotiations.

Under the agreement, Columbia will se-
cure all of its electrical phonograph equip-
ment and radio sets from the Kolster plant.
The new instruments will be marketed
under a trade-name which will be a com-
bination of Calumbia and Kolster.

“We Need the Business”

The ‘“comeback” that is being staged
this year by the William J. Murdock

Company, Chelsea, Mass.,, has the
hearty support of all the old-timers
in radio.

There are just ten reasons for this
stirring attempt to come back and
they are shown in the photo—Mr.

( Photo by Bachrach)
and Mrs. Dan DMurdock's ten fine
youngsters, Mrs. Murdock is seated in
the center, while Dan proudly fills up
the background. It takes a lot of food
and a lot of clothes to equip ten kids
but Dan is certain Murdock will do
enough business this year to keep 'em
all happy.

Erie Radio Show Feature
of Electrical Week

An electrical show, which will be one
of the features at Erie, Pa., during the
week of the State Convention of the Penn-
sylvania Electrical Contractors Association
commencing September 12, is being organ-
ized by a committee of the local electrical
and radio trades association.

Russell Goff, manager of the Edison Con-
struction & Supply Co., Lawrence Bevins,
proprietor of the Erie Radio Co., and Her-

bert Garwin of the Acme Electrical Co.,
are the executive committee in charge of
the show.

THE LEIPZIG FAIR, the great inter-
national trade fair which has been held
for centuries at Leipzig, will be held this
year from Aug. 28 to Sept. 3. The Fair
will contain 7,000 exhibits including hun-
dreds of radio exhibitors from foreign
countries. For information concerning the
Fair, address the Leipzig Trade Fair Inc.,
630 Fifth Avenue, New York City.

Bosch Dealers Treated

to All-Day Outing

The New York City and vicinity dealers of the American
Bosch Magneto Corporation, Springfield, Mass., recently en-
joyed an outing at Briarcliff Lodge, N. Y., as guests of the
Metropolitan distributors,
and the Wholesale
Sporting events of all kinds,
dinner followed by dancing, made the 700 dealers positive
that the Bosch line this year must be good. At the speakers’

Bosch Company and its
Progressive Musical Instrument Corp.,
Radio Equipment Co.
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the

Landay,
and
Coughlin,

table were Arthur T. Murray, president of the American
Bosch Magneto Corp.; Roy Davey, adv. manager; Harry G.
Russell, manager Eastern district; Messrs. Harry, Sam and
Mortimer Salzman of Wholesale Radio Equipment Co.; A W.
president of Progressive Mus,
Biel, treasurer of Progressive Mus. Inst, Co.,, and John G.
sales representative,
chairman of the outing committee,

Inst. Co.; Edward

American Bosch, who was
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Free Feed for Irish Retailers

Radio Shows and Conventions

August 16-19:; Third Annual
Houston Radio Exposition, City
Auditorium, Houston, Texas.

August 20-27: Fourth Annual
Pacific Radio Exposition, Civic
Auditorium, San Francisco, Cal.

September 1-3: National Elec-
trical Manufacturers Associa-
tion, Policies Division, Associa-
tion Island, N. Y.

September 2-5: Oregon Radio
Trades Association, Seattle,
Washington.

September 4-10: Fifth Annual
National Radio Exposition,
Ambassador Auditorium, Los
Angeles, Cal.

September 6-10: The Canadian
Exhibition Company, Third An-
nual Winnipeg Radio Show,
Royal Alexandra Hotel, Winni-
peg, Man., Can.

September 6-10: Greater Van-
couver Radio Trades Associa-
tion, Westminster, B. C., Can.

September 10 - 16: Buffalo
Radio Show, Broadway Audi-
torium, Buffalo, N. Y.

September 12-17: Philadelphia
Radio Rodeo, Commercial
Museum, Philadelphia, Pa.

September 12-17: Penna. Elec-
trical Contractors Assn., Elec-
trical and Radio Show, Erie, Pa.

September 14-18: Oregon
Radio Trades Association, Port-
land, Oregon.

September 19-24: -Third An-
nual Southwest National Radio
Show, Coliseum, St. Louis, Mo.

September 19-24: Rochester
Radio Trades, Inc., Third Annual
Rochester Radio Show, Conven-
tion Hall, Rochester, N. Y.

September 19-24: Radio
World’s Fair, New Madison
Square Garden, New York City.

September 21: Annual Radio
Industries Banquet, Hotel Astor,
New York City.

September 22-25: Oregon Ra-
dio Trades Association, Spokane,
Washington.

October 24-27: National Elec-
trical Manufacturers Associa-
tion, Apparatus Division, Briar-
cliff, N. Y.

September 26-October 1: Sev-
enth Annual Boston Exposition,
Mechanics Hall, Boston, Mass.

September 26-October 1: Sixth
Annual Northwest Radio Show,
Minneapolis Auditorium, Minne-
apolis, Minn.

September 26-October 1: The
Canadian Exhibition Company,
Fourth Annual Montreal Radio
Show, Windsor Hotel, Montreal,
Canada.

October 3-8: Salt Lake City
Radio Show, Salt Lake City,
Utah.

October 3-8: Third Annual

Indianapolis Radio Exposition,
State Fair Grounds, Indianapolis,
Ind.

October 3-8: Pittsburgh Radio
Show, Duquesne Gardens, Pitts-
burgh, Pa.

-October 4-9: Fifth Wisconsin
Radio Exposition, Civic Audi-
torium, Milwaukee, Wis.

October 10-16: Sixth Annual
Radio Show, Coliseum, Chicago,
I11.

October 24-29: New Orleans
Radio Show. New Orleans
“States” Building, New Orleans,
La.

October 24-29: Dayton Radio
Show, Dayton, Ohio.

October 24-30: Detroit Radio
Show and Michigan State Radio
Gathering, Convention Hall, De-
troit, Michigan.

November 8-13: Third Annual
Radio Show, Municipal Audi-
torium, Cleveland, Ohio.
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Shamrock dealers, in other words
those members of the retail radio trade
who sell the radio receivers manufac-
tured by the Shamrock Company,
Newark, N. J., under the guidance of
Nate Hast, were treated to a free
dinner by the Shamrock Company, at
an inn in Newark recently., Advices
from L. A. Nixon, “publicity counsel,”
indicate a good, low-brow time was had
by all.

Chicago Radio Trade Show
Produces Results

0. W. Smith, manager of the Chicago
district of the Splitdorf Radio Corpora-
tion, Newark, N. J.; reports that forty
per cent of his district signed up during
Radio Trade Show Week in Chicago.
Among the jobbers who signed up are:
Lemke Electric Co., Milwaukee, Wis.;
Central Battery Co., Waterloo, Towa;
Korte Bros. Supply Co., Fort Wayne, Ind.;
Ahrens Supply Co., Oklahoma City, Okla.;
and the Shields Co., Fort Worth, Texas;
Williams Hardware Co.,, Minneapolis,
Minn.; Hardware Products Co., Sterling,
111, and others have signed up since the
show.

Mr. Smith also reports that he has ar-
ranged to handle the radio distribution, so
far as salesmen are concerned, with spe-
cial representatives instead of having it
sold by the regular, automotive salesmen.
In line with this policy H. E. Bixby has
been taken on to cover the Northwestern
part of the Chicago district, J. K. Beach
to cover the southwestern and J. W. Sands
to cover the eastern portion. Mr. Bixby
was formerly with the Reichman Company,
Chicago, and Mr. Beach was with the
Texas Hassler Co.

°

Reports of Geneva Conference
Available

Reports of the recent International In-
dustrial Conference at Geneva, Switzer-
land, which was attended by Edward J.
Mehren, vice-president of the McGraw-Hill
Publishing Co., Inc., are available for
readers of Radio Retailing.

The industrial conference was planned
to stabilize industry in the nations of the
world and was attended by delegates from
the major world powers. Copies of Mr.
Mehren’s eye-witness reports of the tran-
sactions of the conference are on file in
Radio Retailing’s office and may be ob-
tained on request.
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News of Jobbers and Distributors

New Distributor Combines
Utilities with Radio

Tur Stanparp Home Urinmies, Inc.,
is the name of a new distributing concern
recently opened at 1 Park Avenue, New
York City. A. D. Geissler is president,
and Hugh C. Ernst, formerly in charge
of the radio department at Wanamaker's,
New York City, is vice-president and gen-
eral manager of the new company. The
Standard Home Utilities will distribute
the Crosley and Amrad lines in the New
York territory and have adopted a plan
whereby home utilities other than radio
will be handled to enable the dealer to
keep his summer sales at a high level.

Daveca, Inc., distributors of radio and
sporting goods, opened their new head-
quarters at 114 East Twenty-third Street,
New York City, on Monday, June 27 with
an afternoon reception. The new head-
quarters contain a conference hall, model
radio and sporting goods store and sample
window displays from which dealers may
glean ideas to arrange their own windows.

Tue FeperaL Rapio CorporaTron, Buf-
falo, N. Y., in conjunction with its dis-
tributors, has been conducting its annual
“friendship” conventions in the West for
its dealers. Meetings were held in Dallas,
under the direction of the Electric Appli-
ance Company ; in Omaha, under the Pax-
ton and Gallagher company; in Kansas
City, under the Harbison Manufacturing
Company; and in Yankton, under the
Dakota Apparatus Company.

Ture New Jersey Rabpio, Ixc., Newark,
N. J., distributor of Atwater Kent sets, and
Pooley and Red Lion cabinets for North-
ern New Jersey. held meetings of its deal-
ers at strategic points in its territory dur-
ing the weeks of June 20 and 27. New
models for the coming season were shown
to the assembled dealers at the Robert
Treat Hotel, Newark, june 21-22; at the
Alexander Hamilton Hotel, Paterson, June
24-25: at the Hotel Somerset, Somerville,
N. J., June 27; and at the Berkerley Car-
teret Hotel, Asbury Park, June 29-30.

Tue Poorey Wixpow DispLay Prize
ConTEsT, conducted by Ernest Ingold, Inc,
San Francisco, Cal., in northern Califor-
nia, came to a close recently. The winner
was the H. C. Capwell Company, Oak-
land, Cal. The runners-up were the Ralph
Berggren Company. San Jose, Cal., and
the L. J. Kitt Company, Stockton, Cal.
Nearly a score of others received honor-
able mention. Over a hundred dealers
competed.

Tue Frrra AxxuvaL Crostey Dis-

TRIBUTORS. CONVENTION was held in the
Gibson Hotel, Cincinnati, Ohio, June 7
and 8 The new line of Crosley mer-

chandise was siiown, featuring a six tube
set in two types for battery or lamp socket
operation to be known as the “Bandbox.”
250 distributors were present at the con-
ventiot,

THE LEwis Rapio Joerers, Philadelphia,
Pa., have moved their offices and sales
rooms to 45 North 7th Street. Their
warehouse will still continue to occupy
their former address, the Lewis Building,
2326 Columbia Ave., Philadelphia.
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Tue Mimowest Rapio SaLes CoMPANY,
1127 Pine Street, St. Louis, Mo., has been
appointed factory representative for the
Acme Electric and Manufacturing Com-
pany, Cleveland, Ohio, for the states oi
Missouri, Kansas and Nebraska.

W. E. & W. H. Jackson, radio jobbers,
865 Mission Street, San Francisco, Cal,
have opened a new branch store at 2511
Broadway, Oakland, Cal. E. F. Chemnitz,
formerly of the company’s sales depart-
ment, is manager of the new store.

Ture Rora Company, manufacturer of
the Rola Cone Speaker, Oakland, Cal., has
appointed the George Beckwith Company
of Minneapolis, Minn., its distributor for
the Middle West.

Tue Rapio Sartes Co. is equipping a
large store at 483 South Main St., near
the Grand Central Depot section, Mem-
phis, Tenn., which will be exclusively
wholesale. Atwater Kent radio products
will be featured.

Tue FeperaL Rapio CorproraTion, Buf-
falo, N. Y., has appointed three new whole-
salers: American Motor Equipment Com-
pany, Boston, Mass.; Wayne Hardware
Company, Fort Wayne, Ind.; and National
Electric and Auto Supply Company,
Peoria, Ill.

Hacer & BrisH, Atwater Kent dis-
tributor of Des Moines, Iowa, held a meet-
ing of its dealers recently in that city.
Vernon W. Collamore, sales manager of
the Atwater Kent Mfg. Co., made the prin-
cipal address.

THE SuperiorR Lamp & AUTOMOTIVE
EquirmeEnT Company, 150 West 52d
Street, New York City, has been appointed
exclusive metropolitan distributor for the
Pal Radio Corporation of Jersey City, N. J.

New DisteiButors oF SpartoN Rabio
enrolled by the Sparks-Withington Co. of
Jackson include the Morris Auto Supply
Co., 25 Henry Street, Binghamton, N. Y.,
and the Davis-Brown Electric Co., 115-117
S. Cayuga St., Ithaca, N. Y.

Tue Gates Rapio & SuppLy CoMPANY,
Quincy, Ill, has started the manufacture
of an electric amplifier and pick-up for
phonographs, and has installed an amateur
transmitting station.

Rapio Seeciarties, Lrp, radio jobber,
179 Pender Street West, Vancouver, B. C.,
has been appointed distributors of Steinite
No Battery Sets in British Columbia.

H. E. SHERMAN, JR., has been appointed
vice-president of the Leo J. Meyberg Com-
pany, Radiola jobber, 973 Mission Street,
San Frauncisco, and will be in charge of
the company’s business in southern Cali-
fornia, succeeding A. H. Meyer, vice-presi-
dent, who will take charge in northern
California.

THE WHoLESALE Rapio EqQuipMENT
CompANY, jobber, 108 Pearl Street, Buf-
falo, N. Y., has been appointed distributor
of Federal Orthosonic radio products for
the thirteen western counties of New York
State, and Erie, Warren and McKean
counties, Pennsylvania.

Tue WorkRITE MaNUFACTURING Com-
pANY, 1812 East Thirtieth Street, Cleve-

land, Ohio, has made arrangements with
the Zinke Company of Chicago to act as
its sales department in marketing Work-
Rite Super-Neutrodyne Radios.

P. R. HAawLEYy axp Doxarp MACKENZIE
have joined forces and will operate as
direct factory sales agents under the name
of Hawley and Mackenzie with offices in
the Jefferson Building, Philadelphia, Pa.

TuE SpecIaLTY SERVICE (CORPORATION,
575 Atlantic Avenue, Brooklyn, N. Y., has
been appointed distributor of Majestic
power units, manufactured by Grigsby,
Grunow and Hinds, Chicago, Ill., for
Brooklyn and Long Island.

Tue Empire SarLes Coypaxy, 123 North
Sangamon St., Chicago, Ill., has recently
been appointed to sell Acme radio products
in the Illinois and Indiana territory.

CremoNIM & Rices, 230 West 55th
Street, New York City, have been ap-
pointed representatives for the eastern
states by the Greene-Brown Manufactur-
ing Company, 5100 Ravenswood Avenue,
Chicago, Ill. They will also act as the
export department of this company.

Tue LEur AuTto SuppLy CoMPaNy, INC,
radio jobbers, 145 West Sixty-third Street,
New York City, has opened a new branch
at 166 Martine Ave., White Plains, New
York. :

Tue GrReex Jovce Compaxy, Columbus,
Ohio, has been appointed distributor of the

Freed-Eisemann Corporation, Brooklyn,
N. Y, for Columbus and surrounding
territory.

CuarLEs MEever oF W. E. & W. H.

Jackson, radio jobbers, 865 Mission Street,
San Francisco, Cal, left recently for
Honolulu for a business trip through the
Hawaiian Islands.

Tue NatioNnaL Rapio Compaxy, 6
North Wells Street, Chicago, Ill., has been
appointed a Radiotron distributor by the
Radio Corporation of America.

Tue U. S. Rapio CompranNy oF PENN-
syLvanria, radio jobber, Pittshurgh, Pa,,
has moved into larger quarters at 134 Ninth
Street.

TuE TeLEpHONE MAINTENANCE CoMm-
pPaNy, 123-5 So. Wells St., Chicago, IlL,
has been appointed distributor for the
Freed-Eisemann Radio Corporation, of
Brooklyn, N. Y., in Chicago and surround-
ing territory.

Tre Penn Puonocraru CoMPANY,
Ixc., distributor of radio apparatus, 913
Arch Street, Philadelphia, Pa., has placed
D. Wilson Mayberry at the head of its
sales organization.

THE WHOLESALE Rapio EQUIPMENT
Comprany, 115 Leonard St., New City, an-
nounces the appointment of Joseph A. Kerr
as its representative with the music trade
in New York City.

CononN & SCHIER, radio jobbers, 74 Cort-
landt Street, New York City, has reorgan-
ized under the name of the Schier Radio
gpmpany at 135 Liberty Street, New York

ity.
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A Banker Tells How
to Borrow Money

(From Page 62)

not equipped to handle time paper in
quantities and this sort of business
runs into money fast. I surely can't
carry it myself.”

“Undoubtedly,” said Mr. Kniffin,
“you can built up a good business in
this line and have practically no limit
to your sales if you get your plans
properly adjusted. You know the
town and its people. You will have
less sales resistance than a stranger.
Put on a small crew and go to it!
But you must have an outlet for your
time paper hefore you hegin, else in
a very short time you will cease to he
a merchant and become merely a bill
collector.

“In the scheme of business there
are many forms of credit and many
avenues of finance. Each institution
fills its peculiar place in the progress
of goods from manufacturer to con-
sumer. e have our place as other
institutions have theirs. T can refer
you to several finance companies that
specialize in paper such as you will
create. Your manufacturers have
such companies in connection with
their business, just for the purpose of
financing the dealers’ sales. These
concerns have a special equipment
for handling the credit investigations
which precede the taking on of the
paper and the collections that follow
its acceptance. It would be ideal if
you could finance your own sales and
retain all the profits; but since you
cannot, you must part with some of
the profits because you lack the funds
to carry your own credits. But after
all. the customer pays. as he should,
for lack of cash. He knows a time-
payment sale carries a higher price
than a cash transaction.

“My advice to you is to mark your
goods that are to be sold on time at
the cash price plus all carrying
charges for the credit term. Then
in case of cash buyers you make a
substantial reduction. That is good
psychology. When you get your
connection with a good company es-
tablished, all you have to do is to
sell the goods; they do the financing.
Your work is ended when they accept
the risk.”

Although we have considered only
the case of Fred Sutton, it has
brought out the fundamentals of the
banker’s relations to his clients.
Briefly, money is loaned only when its
repayment is assured either by sub-
stantial security. saleable even under
unfavorable conditions, or by the
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promissory notes of reliable persons
who have purchased goods from the
dealer and the key to the loan is an
honest, sound statement of the con-
dition of your business.

The banker never lends money as
permanent capital; that is the func-
tion of the investor—and on the side,
Mr. Kniffin warned against investing
your profits in real estate or land
schemes, advising that all profits be
turned back into the business.

In other lines, retailers may fre-
quently borrow to obtain stocks prior
to their sale. For example, a pur-
chase of electrical refrigerators in
quantity can be financed through a
bank by an established dealer, al-
though the same process cannot be
generally followed with radio re-
ceivers because they cannot yet be
carried from season to season without
danger of substantial depreciation.
But bankers in general have recog-
nized radio as a permanent and
legitimate piece of merchandise.

The retailer who has established
intimacy with his hanker by utilizing
the credit facilities already available

to him, will be the first to be able to
secure loans for larger purchases.
But, as long as your banker is un-
familiar with the stability of your
business, its.turn-over and its gen-
eral worth, credit facilities are limited
to loans, secured by fixed assets like
real estate or by customers’ notes on
sets actually sold. The dealer has
everything to gain by cementing his
relations with his banker so that, as
his husiness becomes hetter and better
established, it may expand still more,
through the aid of broader credit
facilities.

Give Radio Music a Chance
to Sell Itself
(From Page 65)

he receives a letter from us, thank-
ing him for his call and inviting him
to return. We send follow-up letters
from time to time. Our direct mail
campaigns are extensive hecause they
are productive.

“Sometimes, it is true, we follow
up a customer with periodical letters

No.

Yes.

established trade.

or a new front?

Can I Borrow Money for—7?

Will the banker lend money for permanent capital ?
Will he lend for working capital ?

]
Will the hanker lend money to take on new lines?

Yes, if he believes the line will sell and it fits in with your

Will the banker lend money to put in new fixtures

If your general credit is good—yes ; but he would prefer that
you finance these improvements out of capital or through
other medinins.

Will the banker lend money to carry business over
a dull period?

Yes, if he belicves the period to be temporary and you have
the ability to come back afterward. No, if he does not. He
objects to loans that merely “stop a rat hole” and carry the
business faster down hill. He prefers that you wmake an
extra cffort to pull yourself through.

Will the hanker finance an advertising campaign?

Yes, if he can sce the money coming back; wno, if he cannot.
To push forward a going business—yes; to desperately
endeavor to save a failing one—no,




for more than five or six years bhe-
fore we make our first sale. We feel
that every letter we write is an in-
vestment and there is no sense in sur-
rendering it because of lack of
persistence.

“Sooner or later, we will have an
item in our music line which will ap-
peal to our prospect, no matter who
he is. These letters generally center,
as does all our sales effort, on the
musical result and not the machine
which provides it, and they help in
building up our constantly growing
family of customers.”

The Morris Music Shop is the
product of eighteen years of success-
ful music merchandising and is a sub-
stantial monument to the selling
power of music.

Radio Industries Banquet
To Feature “National
Radio Day”

The Fourth Annual Radio Industries
Banquet will be held at the Hotel Astor,
New York City, on the evening of
Wednesday, September 21, when the great-
est single program in the history of radio
will be broadcast over what is expected

Radio Retailing, August, 1927

to be the largest station hook-up. The
three chains of the National Broadcasting
Company, the Red, Blue and Orange, and
the new Columbia chain will work hand-
in-hand with individual stations to bring
this program to all sections of the United
States.

September 21 is the Wednesday of
“Radio World’s Fair Week” when the
fourth annual radio exposition will hold
sway at Madison Square Garden, New
York City, under the direction of G. Clay-
ton Irwin, Jr. The exposition will be
held throughout the entire week of Sep-
tember 19 and bids fair to become the
largest American industrial exposition ever
held under one roof. :

Wednesday of that week—the day of
the banquet—has been designated “National
Radio Day,” and retailers are urged to
advertise it and display it in every way
possible.  While final details of the pro-
gram are not available at this time, enough
information has been forthcoming to in-
dicate it will exceed every previous pro-
gram ever broadcast. X

Manufacturers are also asked to make
up window posters and distribute them to
their dealers, setting forth the fact that
Wednesday, September 21, is “National
Radio Day,” and urging customers to
listen to the program to be broadcast that
night from the Radio Industries Banquet.

Radio Retailing has instituted a window
display contest offering $100 in prizes for
the best windows dressed by dealers before
September 21, the windows to feature the
“National Radio Day” idea, tying in with

Twelve Questions and Answers Showing the Purpose

for Which the Banker Will Make or Refuse a Loan

Will the banker lend to pay outstanding accounts?

Ves, if by so doing the discounts are taken; no, if he is
wncreasing his risk at the advantage of the other fellow. He |
will not buy other peoples’ worries.

Will the banker lend to buy a new delivery car?
He prefers that such things should be financed through auto-

mobile credit companies.

Will the banker lend to buy real estate for business

purposes ?

Yes—he will take a mortgage on the property.

Will he lend to install an electric sign?
No—that should be financed out of capital or through time

payments to the seller.

How much in proportion to the net worth will the

banker lend?
There is no set rule.

In general what will the banker lend for?
For any purpose that will temporarily finance the borrower.
To buy goods, carry book accounts, take discounts, fulfill
contracts and help carry on the business.
the form of invested capital in furniture and firtures, delivery
equipment and perinanent improvements to the property,
must be furnished by the borrower.

He loans, and expects to get his money back,

invest.

Generally not over one-half, thus
having two dollars of net worth to one of debt.

The backbone, in

The banker does not

il
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the program from the Radio Industries
Banquet. Details of this contest appear
on page 83.

The organizations sponsoring the ban-
quet are as follows: National Association
of Broadcasters, The Radio Manufactur-
ers Association, Federated Radio Trade
Association, National Electrical Manufac-
turers Association, National Battery Man-
ufacturers Association, National Associa-
tion of Radio Writers, Radio Magazine
Publishers Association, Talking Machine
and Radio Men, Inc., Northwest Radio
Trade Association, Wisconsin Radio Trade
Association, Radio Trade Association of
Michigan, St. Louis Radio Trade Associa-
tion, Electric Club of Chicago, Buffalo
Radio Trade Association, Chicago Radio
Representatives Association, Midwest
Radio Trade Association, Rochester Radio
Trade Association, Dayton Radio Trade
Association, Indianapolis Radio Trade
Association, Kansas City Electric Club,
Philadelphia Radio Trade Association, Bal-
timore Radio Trade Association.

The officers and committees of the
banquet are as follows:

OFFICERS
Paul B. Klugh, general chairman, J.
Andrew White, master of ceremonies, Powel
Crosley, Jr., treasurer, L. A. Nixon, execu-
tive secretary.

BANQUET
COMMITTEES

ARRANGEMENTS
Earle C. Anthony, chairman, L. S. Baker,
vice-chairman, C. L. Farrand, H. H. Eby,
C. C. Cory, Walter Schilling, Sidney Neu,
Curt Wessel, William C. Alley.
FINANCE
C. C. Colby, chairman, A. E. Waller,
vice-chairman, Tom White, E. C. White,
S. E. Baldwin, George L. Patterson, V. W.
Collamore, M. E. Flanagan, Paul Godley.
SEATING
Harold J. Wrape, chairman, U. J. Herr-
man, vice-chairman, Charles Freshman,
William H. Heinz, George Scoville, Frank
Hinman, S. B, Trainer, William S. Hedges,
Jack Binns, Towner K. Webster.
TICKETS
L. B. F. Raycroft, chairman, R. W. De-
Mott, vice-chairman, Harry McMertha,
press, Joseph B. Groce, A. J. Carter, A. M.
Edwards, Ben Gross, Myron Craddick, Man-

sel Keith.
SPEAKERS

H. H. Frost, chairman, George F. McClel.
land, vice-chairman, H. Kelley, Byron
Foster, Paul S. Weil, Henry M. Shaw,
Morris Metcalf, Godfrey Gort, Carl Boyd,
H. T. Melhuish,

BROADCASTING

Merlin H. Aylesworth, chairman, W. E.
Harkness, vice-chairman, M, C. Rypinski,
L. G. Baldwin, C. B. Popenoe, Douglas
Rigney, John Shepard, 3rd, E. Paul Hamil-
ton, Chris Bohnsack, M. C. Gilliam.

PRESS

E. F. MacDonald, Jr., chairman, George
C. Furness, vice-chairman, Lloyd Jacquet,
Robert D. Heinl, Eric Palmer, E. L. Brag-
don, G. Clayton Irwin, Jr., Alfred_J. Mc-
Cosker, W. W. Chapman, Harry Wooley,
William Fagan.

PROGRAM

David Sarnoff, chairman, Walter W.
Clark, vice-chairman, R. W. Jackson, H.
B. Richmond, Jack Adams, Laurence Gard-
ner, John S, MacDonald, Phillips Carlin,
Arthur Lynch, Lee Robinson.

RECEPTION

Arthur T. Haugh, chairman, Irwin Kurtz,
vice-chairman, Max Landay, H, C. Wall,
J. T. Peirce, Cal. J. Zamoiski, Dave Gold-
man, D. G. Raymond, Glad Henderson,

LIAISON

A. Atwater Kent, chairman, J. D. R.
Freed, vice-chairman, J. B. Hawley, O.
Frankfort, E. E. Bucher, Charles 8. Stew-
art, E. N. Rauland, Henry C. Forster, W, C.
Howe.

S STAGE

Walter A. Strong, chairman, Harry Brad-
ley, vice-chairman, Paul Stacy, stage direc-
tor, Frank Reichman, F. M. Rosenfeld,
Alfred Bloom, E. C. Ingraham, John W.
Griffin, Arthur Sinsheimer.
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130 M. A. FULL WAVE
RECTIFIER
Here is a power unit that will satisfy
the ever increasing demand for im-
proved quality of reception. A split
secondary 550 volts either side of cen-
ter, makes possible full wave rectifica-
tion, using two 216-B or two 281
tubes. Current capacity, 130 milli-
amperes. The low voltage secondary,
7Y, volts, will supply two UX-210
power tubes, enabling the use of push-
pull amplification in last audio stage.
The Double Choke Unit 2099 is de-
signed for this power unit. Contains
two individual chokes of 30 henries,
130 milli-amperes capacity each.
T-2098 Transformer, 414" x 514" x 534"
List Price, $20.00
T-2099, Choke Unit
334"x 47" x 5%
high
List Price
THE partsdealer $14.00
who pushes the Thor-
darson line surely “knows

his transformers.”

He knows Thordarson quality,
for Thordarson apparatus is standard
equipment on many leading receivers.

1f you

éﬂOW Yyour deﬂSfbVﬂ’l@%‘——

you will stock these

New

HORDARSON

POWER

POWER PUSH-PULL
TRANSFORMER and CHOKE

Quality reproduction that cannot be
obtained with straight audio amplifi-
cation, is made possible through the
Thordarson power push-pull combin-
ation. This arrangement is designed
for use with power tubes only and
has sufficient capacity for all tubes up
to and including the UX-210. Makes
an idcal power amplifier when used
with power supply unit T-2098.

Input transformer couples stage of
straight audio to stage of push-pull.
Output choke is center-tapped with
30 henries on either side of center
tap. Dimensions of both transformer
and choke, 214" x 215" x 3" high.

Input Transformer T-2408
List Price, $8.00

Output Choke T-2420
List Price
$8.00

He knows that Thordarson transformers
are specified in a majority of the popular circuits.
He knows that Thordarson advertising is backing

his efforts at every tum.

He knows that his customers are satisfied; they tell

TRANSFORMERS

A. C. TUBE FILAMENT
SUPPLY

The new R. C. A. and Cunningham
A. C. filament tubes will be very pop-
ular with the home constructor this
season. The Thordarson Transformer
T-2445 is designed especially for these
tubes. Three separate filament wind-
ings are provided.

Sec. No. 1, 114 volts, will supply six
UX-226 amplifier tubes.

Sec. No. 2, 21/ volts, will supply two
UX-227 detector tubes.

Sec. No. 3, 5 volts, will supply two
5 volt power tubes.

In addition to the above, this trans-
former is equipped with a receptacle
for the B-supply input plug. Supplied
with six-foot cord and separable plug
for attachment to the light circuit.
Transformer in compound filled,
crackle-finished case. Dimensions —

234" x 534" x 434"
A. C.Tube Supply, T-2445
List Price, $10.00

amsmw.

him so in no uncertain terms.
He knows, to sum up the whole situation, that Thor-
darson transformers do sell —and he is well pleased.

THORDARSON ELECTRIC MANUI;',&(SZTURING CO.

Jra. rmer Specialists Since
‘WORLD'S OLDEST AND LARGEST EXCLUSIVE TRANSFORMER MAKERS
uron and Kingshury Streets — Chicago,Ill.USA,

sans

THORDARSON ELECTRIC MFG. CO.
500 W. Huron St., Chicago, 11l

Gentlemen:
We are interested in receiving further inform-
‘ation about your new power supply transformers.

Jobber

Name. - Dealer

Address

City.
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HE cream of the
radio business lies
in the sale of parts

in the opinion of Mr.
Eaton of Hamley’s, in
Regent Street. London.
His radio department,
which was started some
years ago as a general ra-
dio center for both sets
and parts, has been grad-
ually modified as one
branch has proved more
profitable than another,
until now 1t is devoted
exclusively to the sale of
parts. Since this policy
was adopted, the husiness
has doubled in volume
and annual sales have
reached an 8 times turn-
over.

TEETAERENE
RREEE!

A Section

of

Radio Retailing

erhod's

NGLAND

Clotilde Grunsky, “Radio Retailing’s” Pacific Coast
editor, 1s at present in Europe, where she is making a
special study of retail trends and 1is “lifting” bodily
merchandising ideas which may be helpful to American
radio dealers.

In England the sale of parts for the construction of
radio apparatus is particularly brisk. A demand for
sets which will cover the wide range of wavelengths
used by broadcast stations on the continent, and a patent
situation which places g rovalty charge, brought to the
consumer's atteniion as a scparate itemn, on wiost manu-
factured sets, have done much to stimidate the sale of
what the British call “components.”

So profitable is the paris business that “Hawmley’s,”
of Regent Street, London, interviewed bv Miss Grun-
sky, has discontinued the sale of manufactured sets and
1s specialising i “components” alone. Merchandising
methods which have enabled this concern to build a
highly profitable business on this basis will be of inter-
est to all retailers.

quoted figure, but is writ-
ten on the price tag as an
additional charge and it
undoubtedly does much
to discourage the pur-
chase of manufactured
sets. Knock-down sets,
on the other hand, which
fall short in any way of
complete equipment, or
individual parts, are not
subject to this charge.
Moreover, general sales
conditions throughout the
British kingdom are not
conducive to the huilding
up of public confidence in
manufactured sets. Too
frequently the dealer is
not an expert in his field
and 1s incapable of giving
service, or even advice.

There are, of course, special rea-
sons why the sale of parts is par-
ticularly attractive in Great Britain.
The patent situation is one of them.
Perhaps of primary importance
Under present conditions, the ma-

Radio Retailing, August, 1927

jority of the bhasic patents are owned
by one manufacturer who collects
royalties on most sets sold. These
rovalties amount to from $10 to $25
in addition to the price of the set.
This charge is not concealed in the

Broadcasting, which is good but
lacks variety of program (there is
only one station in London and sev-
eral of those in other parts of Eng-
land simply copy this program), does
not call for a powerful set and so
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Faradon means
quality to your
customers—

Amateurs, fans and discerning
dealers know that the name
Faradon can be found on the
fixed condensers sold in quality
shops.

The acceptance of Faradon
Capacitors by the largest set
manufacturers is the most con-
vincing reason why they should

be on your counters.

For kit and replacement busi-
ness stock Faradon. You can
then assure your customers that
they are getting fixed condenser.
quality and reliability which is
the result of twenty years’ man-

ufacturing skill and experience.

Your usual jobber can supply
you. Or write us direct for full

information and prices.

WIRELESS SPECIALTY
APPARATUS CO.

Jamaica Plain

Boston, Mass., U. S. A.
Est. 1907°

Electrostatic condensers for all purposes

1137




of the two and
a half million
subscribers to
the British
Broadcasting
Service about 75
per cent have
crystal sets, most
of which they
constructed
themselves.

On the other
hand, for those
who do care to
o in for dis-
tance, which
means largely
continental pro-
grams, a very
wide range of
wave-length re-
ception is re-
quired which
cannot as a rule
be found in commercial sets. Tun-
ing from 350 to 1,500 meters is
neecded to cover British stations alone.
There is thus a field for the begin-
ning amateur and also for the more
advanced experimenter. The British
liking for home experimenting has led
to a wide development of both groups.

There are several principles which
have been adopted by Mr. Eaton and
which might well apply to the de-
velopment of a sound enterprise along
these lines in any country and with
any background.

First, select your clientele. The
danger of the parts business is in the
man or hoy of small purchasing
power who requires a
great deal of time and
attention with very little
return. The man whose
patronage pays is the
better-class experimenter
who may start out in per-
fect ignorance of radio.
but who has the intelli-
gence to become a real
“amateur”, with a suth-
ciently ample pockethook
to gratify his tastes.

wasters

Set-building tools are given a prominent place in Hamley’s store display.
They may be seen in the glass case to the rear of the store.

advertised will bring the class of trade
you want. The few of the other
type who drop in and show signs of
hbecoming a burden can be tactfully
discouraged and sent elsewhere with-
out offense.

The second rule is to select quality
goods. Nothing but rehable equip-
ment can be carried if the store is to
maintain its reputation and build up
a repeat bhusiness and -a constantly
growing trade. Hamley’s never sells
anything which has not been actually
tested out in the department. If it
13 shown that local conditions require
some modification, that is made, and
the customer can be informed with

This Sales Platform is as Good

in America as in England

Selection of Clientele.
Steady, profitable buyers are obtained and “time-

discouraged by arranging the store fo
attract high-class trade.

Purchase of Quality Merchandise.
Nothing but reliable equipment can be carried if
the store is to maintain its veputation and build up

22

certainty just
how the article
will operate. If
a wiring diagram
works Dbetter
with a slight
change, that
change is pointed
out.

Service is just
as 1mportant a
factor in the sell-
g of parts as
it 1s in the han-
dling of complete
sets—and Ham-
ley’s makes a
feature of this
phase of selling.

The chief
secret in the sell-
ing of parts, in-
deed 1s to make
youur customer
: “reporter.””  No one who success-
fully builds a radio set is content
with his achievement for long. The
two functions of the dealer in this
respect are to see to it that noth-
ing goes wrong and that the experi-
menter does not become discouraged
at the start—and to keep him in touch
with new developments in the radio
field. Every man who purchases
parts and builds a set under the guid-
ance of Hamley’s is kept on the books
and literature and magazines are sent
him from time to time which inform
him what new worlds remain for him
to conquer.

It 1s important to keep down the
stock. This 1s particu-
larly true in Great
Britain where a lack of
standardization among
fmanufacturers makes a
great number of parts
essential (to carry a com-
plete line of tubes, for
instance, would mean a
stock of 1,600 different
makes and types) but the
principle holds true any-
where. The only answer
to this situation is care-

a repeat business.
Service.
D uch of the time devoted by Hamlev's to so-called
“Service” results in the sale of more parts.
Repeat Biusiness.
No one who builds a radio set is conten! with his
aclievement for long. Hanley's considers the re-
tention of repeat custommers the backbone of 1its
business.
Limiting of Stock.
Close touch with the market and careful buying
prevent ruinous losses, especially in a country in
which 1,600 different makes of tubes alone are
available.

He requires or rather
demands much less atten-
tion than the other type.
and at the same time
makes purchases in a
constantly ascending
scale. The way to se-
cure this tvpe of cus-
tomer 1s so to maintain
the standard of the store
in all its appointments
that cheap trade will not
be attracted. A careful
selection of equipment

Radio Retailing. August. 1927

ful buying, close touch
with the market, and
some arrangement with
the wholesaler or manu-
facturer by which emer-
gency purchases can be
made from his stock.

Undoubtedly there will
always be a demand for
ccheap parts but Hanley’s
has shown that there is
a quality business as
well.
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40c.
A SOCKET ThatReally IsNEW!

Not a socket made over with superficial improve-
ments to escape becoming obsolete—but—a com-
pletely new design that goes hand in hand with the
most recent innovations in tube manufacture and
radio reception—in fact it anticipates many yet to

come. That is the New EBY SOCKET.

The three big features that lift the Eby Socket head
and shoulders above competition are

List Price

1. Contact—
A 3 point wiping spring contact, the full length of the
prong—the most scientifically perfect type of contact

known. The contact prongs fit snug against the walls
of the prong channels—THEY CAN'T SPREAD!

2. Appearance—
Beautifully moulded in Phenolic material with a new
stipple finish. Top exactly the same size as tube
Lase—a distinct improvement in design. Small, beau-
tiful and completely contained.

3. Unique Design—

Easily mounted, either above or below Bakelite, metal
or wood panels. One universal model—one stock—

one price. MOUNTING

By drilling six holes in a bakelite panel, subpanel wiring
is possible with the new Eby Socket, although the socket
is mounted on top of the panel.

SUBPANEL
Bakelite or Metal

One big hole and two small holes are all that are neces-
sary for an easy subpanel assembly on either Bakelite or
metal panels with the new Eby Socket.

WOOD

For mounting on wood it is only necessary to drill two
holes to mount the new Eby Socket on a wooden panel.
The contact prongs bend over and are wired on top of
the panel.

Makers of the EBY Binding Posts

Eby Binding Posts are specified in the vast
majority of popular circuits~——conveniently
packed in complete sets for those circuits
—inbuilt quality with non-removable tops—
and nationally advertised at a list price of
15¢, which allows jobbers and dealers a
fair profit. It will pay you to standardize
on EBY Binding Posts.

The H. H. EBY
Manufacturing Co., Inc.

4710 Stenton Awve., Philadelphia, Pa.

Selling Big!

These new additions to the fast-selling AERO line
are going big. You are sure to have a big demand
for these items during the coming season, so make
it a point to acquaint yourself with the many fea-
tures of the improved Universal Coils, Chokes,
T'ransmitter Kits and Foundation Units.

The Improved AERO Universal Coil
At last—a true universal coil that is adaptable to
any type of radio receiver under all conditions of
usage. These improved inductances are suitable for
any straight tuned radio frequency circuit—both
bridge and loss balanced, and are easily and ideally
adaptable to 3, 4, 5, 6, and 7 tube sets and circuits.

The improved Aero universal coils can be used with all
types of tubes—201-A, 199, 112, and the new 240 and A.C.
Tubes, and are offered in the following kits:

Kit List Price
Kit of 4 Coils (for improved Aero-Dyne 6)....... $15.00
Kit of 3 Coils (for Aero 7) ..o iiiinennn.. 12.00
Kit of 2 Coils (for Aero 4) ..o iiininnnnn.. 9.50
3 Circuit Tuner. . ...t iiiiiinnnn.. 5.50
Antenna Coupler ........... ... ittt 4.50
Wave Trap Unit.. ...t iiieiinnnn.. 4.00

All coils are furnished for use with either .0005 or
.00035 condensers if desired.

New AERO Choke Coils
AERO Choke 60

Modern circuits of high sensitivity demand the
use of radio frequency chokes in certain parts of
the circuit, The Aero Croke-60 is designed to
have a uniform choking action over a wide range
of wave lengths, including Broadeast bands and
Amateur Short Wave bands as well. Many
chokes employed on short waves have an un-
pleasant  characteristic of showing so-called
“holes” in the tuning range, which is present also
on the broadcast band but in a minor degree.
These faults are corrected in the Aero Choke-60.
Price ... o $£1.50

AERO Choke 248

The Aero Choke 248 is especially designed for
operation in Aero Transmitter kits 2040K. 4080K
and 9018K, and other circuits. Aero Choke 248
presents a high impedance or choking action over
the usual amateur wave lengths. 1t is wound
with a conductor sufficiently liberal to handle
transmitters up to 100 Watts.

Price ... . $1.50

A New AERO Transmitter Kit

The new key 9080 Aero interchange-

able kit has # range of 90 to 180

meters, The kit includes two mount-

ing bases and two Aero choke 248

(Anlls. tmul is‘ designed for use in the

— ero fransmitter with Key 2040 kit

and key 4080 kit. All kits use the same mounting bases and
choke coils.

Price ..o $12.00

A New Service

We are now able to supply Foundation Unit for all
Standard Aero kits, drilled and engraved on Westing-
house Micarta, for the convenience of home set builders.
Prices and discounts on these Foundation
Units will be furnished on request.

AERO PRODUCTS, INC.
Dept. 117
1772 Wilson :ve., Chicago, I11.
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for additional new parts, sets and accessories sce pages

Variable Wire Wound

Resistances

Electrad, Inc, 173 Varick Street, New
York, is making the illustrated wire
wound resistances in three sizes, namely
25, 50 and 75 watts. The construction
of the resistance is nichrome wire wound
on an asbestos cord which cord in turn
is wound on the outside of a threaded
Isolantite tube. This gives a large ra-
diating area for dissipating the heat.
Due to the way in which this unit is
wound there are thirty exact variable
taps of resistance. Each tap being
one-thirtieth of the over-all resistance
in an ohm. The resistances are made
in five styles which have values of 2,500,
10,000, 25,000 and 50,000 ohms.—Radio
Retailing, August, 1927,

* * *

Vernier Drum Control

A vernier drum control is being made
by the Tyrman Electric Corporation, 141
W, Austin Avenue, Chicago, Ill, These
are designed for use with all parts of a
eircuit and have molded bakelite 5%-in.
drums with verniers. A new clutch ar-
rangement assures perfect concentricity
of drums and condenser shafts, A flexi-
ble spring balance bearing holds the
vernier in steady contact with the druni.
Universal mounting, K makes it adaptable
for all popular condensers., The in-
tended retail price of a vernier drum for
single control receivers is $5; for two-
control receivers $10. This company
also makes audio frequency transform
ers, radio frequency transformers and
shielded sockets. — Radio Retailing.
August, 1927,

*

100-M:lliampere
Rectifying Tube

The Grigsby-Grunow-Hinds Company
of Chicago, 111, announce a new ‘“Ma-
jestic” 100 milliampere rectifying tube
for use in B-power supply units, Ac-
cording to the manufacturer the life of
this tube at full load is as long as 2,000
hours. The tube is a full wave gaseous
rectifier with ionizer. The maximum d.c.
output is 30 watts; d.c. current up to
100 mils. at 300 volts. Intended retail
price, $5. — Radio Retailing, August,
1927.

Radio Retailing, August, 1927
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Variable Resistance

The Automatic Appliances, Inc., 226
N. St. Clair Street, Dayton, Ohio, is
making the illustrated variable resis-
tance known as “Voltrol.”” This may be
mounted on a panel by means of one
hole and it is said by the manufacturer
that Voltrol will not pack. It is made
in two sizes, VR-1 which is variable
from 0 to 500,000 ohms, and VR-2
which is variable from ¢ to 5,000,000
ohms. The intended retail price of the
former is $1.50 and of the latter $1.60.
Price to manufacturers ranges as low
as $.45 each depending upon quantity.
—Radio Retailing, August, 1927,

Six-Tube Receiving
Set Kt

The Pilot Electric Manufacturing
Company, 323 Berry Street, Brooklyn.
N. Y., is making a six-tube receiving set
kit. The set is 9 in. deep and has a
front panel of 7 in. x 21 in. Sheet and
molded bakelite is used exclusively for
insulation and it is claimed by the
manufacturer that the completed set
will give perfect 20 k.c. separation, It
will retail for less than $20. Complete
information may be had by writing to
the above company.—Radio Retailing,
August, 1927,

* * *

Umniversal Radio-
Frequency Coil

A new coil is being made by the Aero
Products, Inc.,, 1768 Wilson Ave., Chi-
cago, Ill, which is 2 in. in diameter
and 3§ in. high, wound in green wire.
According to the manufacturer it is
adaptable to any tube including the new
a.c. tube and is furnished for use with
either 0005 or .00035 mfd. condensers.
The most novel feature of the coil is a
triple primary coil used in its construc-
tion, One primary is adjusted so that
its impedance is equal to that of the
new a.c. tubes or to any other tubes.
The next primary has its impedance
matched for 199 or 112 type of tube,
and the third primary has its imped-
ance matched with the 240 type of tube.
It is equipped with good mounting facil-
ities, terminals being located at lower
end of coil. In Kkits of three the in-
tended retail price is $12. This is but
one of the various types of coils and
kits made by this company.—Radio Re-
tailing, August, 1927,

Hook-Up Wire

The Cornish Wire Company, 30 Church
Street, New York City, has placed on
the market, a new kind of hook-up wire
known as ‘‘Braidite.” This is made from
either solid or stranded copper wire
covered first with a cotton wrap and
then with a braid. The product is then
impregnated in a damp-proof compound.
In order to use this wire it is simply
necessary to push the braid back while
the solder connection is made and then
pull the braid forward, covering it, This
makes a very neat and well-insulated
job. The wire is made in five colors:
red, green, yellow, brown and black.
The intended retail price for 25 feet in
any color of the solid copper core is
35c.; with the stranded core, 30c.—
Radio Retailing, August, 1927,

[
f
|

Aluminum Push
Binding Post

The X-L. Radio Laboratories, 2424
Lincoln Avenue, Chicago, Ill., is making
the illustrated aluminum push binding
post. There is a spring in the center
with a sliding slot on each side so that
when a wire is inserted in the hole it is
held firmly in position when the top of
the binding post is released. These
come with markers for any desired radio
use and can also be had mounted on
strips. A box of seven push posts with
proper markings for an ordinary re-
ceiver has an intended retail price of
$1.05.—Radio Retailing, August, 1927,

Antenna Equipment
Kits

The Packard Electric Company, War-
ren, O,, announce an addition to their
radio line, of two complete aerial ground
kits, listing at $2.50 and $3.75 respec-
tiveiy, Each of these kits contains
every essential part for an approved
aerial ground system and are so de-
signed as to be erected with the great-
est ease and simplicity. These kits com-
plete the Packard line of radio cable
which includes a style of cable for every
radio requirement. — Radio Retailing,
August, 1927,
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Two Fast-Selling
Low Voltage Drop
Relay Switches
TWO types of automatic relay

switches at prices ranging from

$2.00 to $3.50 are available in the

Reliable line this season.

Convenience Models

The Improved Convenience Type Switch,
(Models 238S. A. and 24 S. A.), have a voltage
drop factor of one-tenth (.1) of a volt per
ampere and a coil resistance of .1 chm. Con-
tact pressure on Trickle Charger Points 3% oz.
Both models at list price of $3.50.

Utility Type

Utility Type Switches,
Models 13 and 14 per-
form the same func-
tions as the higher
priced units, but are
without cord and

< plug and receptacles
for quick connection. Connections to Trickle
Charger and B Eliminator are made from
binding posts.

These Utility Type Switches are widely sold
by dealers competing on the low cost of
initial installations and are bought by con-
sumers who are interested in keeping their costs
as low as possible to still retain quality.

List prices $2.00, both models.

Write for samples, dealer discounts and table
of voltage drops.

The Reliable Parts Manufacturing Co.
Wellington, Ohio

RELIABLE
Automatic Power Control
Switch

Reliable Parts Mfg. Co., Wellington, O.
Please send me more complete information, dealers’ prices and table
of voltage drops on your Reliable Switches.

My Jobber is.
My Name
Address_

TRUVOLT

A Variable All Wire
Power Resistor

ASH in on the big trend toward
electrified sets by selling Truvolt,
the superior new wire voltage control
for B-Eliminators and power devices.

The special construction of this resist-
ance gives it a greater radiation surface,
keeping it far cooler, on the same prin-
ciple as air-cooled engines. This fea-
ture i1s being widely advertised and is
creating a big demand with the fans.

1. Made entirely of wire; permanently accurate;
very long life.

2. Permits potentiometer control; positive metal-
lic contact at all times.

3. Nichrome wire resistance—very low tempera-
ture coefficient.

Type Resistance Current
(ohms (Milliamperes)

T-5 0 to 500 224

T-10 0 to 1,000 158

T-20 0 to 2,000 112

T-50 0 to 5,000 71
T-100 0 to 10,000 50
‘T-200 0 to 20,000 35
T-250 0 to 25,000 32
T-500 0 to 50,000 22.5

Eight stock types with resistances up (o 50,000 orms.

All rated at 25 Watts—List $3.50 each
Also full line of fixed wire resistances.

Stock and sell this fast selling item.

Write for descriptive booklet
and full information to

Dept. 15, 175 Varick Street, New York, N. Y.

“This Is An Eliminator
Year”

ELECTRAD




Pre-viewing the New Circuits

September fan magazine will tell how to build the
apparatus outlined on this page

HE Gomez Super-Reflex Receiver,
to be described in detail in Radio
News for the month of September, is a
three tube reflex and super-regenerator
designed to give loudspeaker . volume
equivalent to that of a five tube, unre-
flexed set. It is said to be selective
enough to permit its use in crowded cities,
The set has two main tuning controls
and two stages of audio-frequency ampli-
fication, one of them reflexed. It uses
two tubes of the 201-A type and one of
the 112 semi-power tyvpe in the last or
output stage. The tuned-plate method of
regeneration control is employed in con-
nection with the first tube of the set.
Incidentally this tube functions as a
radio-frequency amplifier, as a reflex
audio-amplifier and as an audio-frequency
oscillator, yet is simple in operation.
The circuit, designed by I. M. Gomez
of Buenos Aires, S. A., is said to be ex-
tremely stable in operation, is compara-
tively easy to tune and is neutralized.

Parts necessary in the constructinn
of this set are as follows:

C2, C6—Variable condensers, .0004%
mfd.
(C'1—YVariable
.000025 mfd.
T1, T2—Audio-frequency transform-
ers, maximum 3 to 1 ratio.
R2—Rheostat, 6 ohms.
("4—Fixed condenser, ,00025 mfd.
(3—Fixed condenser, .001 mfd.
R1—Grid leak, 2 megohms.

condenser, midget,

¢
000000

+{ 000000},

B+ 90V.

The Gomez Super-Reflex Receiver

RFC—Radio-frequency choke coil,

85 millihenries.

J—Jack, single circuit.

SW-—Filament switch.

CH—Variable condenger, 1.8 to 20
mfd,, screw adjustment.

L.2—Coil, 60 turns, space wound, 3
in. in diameter.

v

LI—Loop antenna, 24 turns, center
tapped, 16 in. wide, 30 in. long.

3 sockets, 2 dials, 17x10 in. panel,
17x9% in. sub-panel, - 2 sub-panel
brackets, 7x10x9%3% in. cabinet, 6 bind-
ing posts.

New Merchandise for the Dealer o Sell

Automatic A-Battery
Charger

The Elkon Works, Weehawken, N. J.
is making a bone-dry rectifier under its
own name. This has a 1 amp. charg-
ing rate, which makes it efficient for
the heavy duty requirements of charg-
ing the multiple tube set. The charge
is increased or tapered off without at-
tention. For 110 volt 50-60 cycle oper-
ation the intended retail price is §13.50.
For the same voltage, but for 25-40
cycle operation, the intended retail price
is $1b. New rectifying units can be
had for $1.25. A special unit for charg-
ing 4-volt batteries may be had upon
request.—Radio Retailing, August, 1927,

Radio Retaiting, August, 1927

B and C-Power Supply
Unit

The illustraled B and C-powe! unit is
made by the Diamond T Radio Manu-
facturers, South Bend, Ind. This has
taps for 45, 67, 90 and 135 volts in addi-
tion to the C supply tap and is con-
structed with all wire wound fixed re-
sistances excepting the detector which
is variable. It comes complete with an
&5 milliamp. gaseous type tube. The
intended retail price is $32.—Radio Re-
tailing, August, 1927,

Miniature Galvanometer

and Volt Meters

Meter Type 508-M is a minature gal-
vanometer made by the Hoyt Electrical
Instrument Company and merchandised
by Burton-Rogers Company, 857 Boyl-
ston_ Street, Boston, Mass. The D'Ar-
sondal movement and dijal is mounted in
a polished mahogany block and at a
convenient angle for easy reading. The
scale has a centre zero with thirty divi-
sions each way. The sensitivity is such
that one volt impressed across the gal-
vanometer through 60,000 ohms will
move the pointer one division.. It is an
excellent indicator for all d.c. bridge
measurements and when used with a
known external resistance such as a
grid leak it can be used for reading the
voltage output of socket power devices
or for all classes of circuit continuity
testing. The intended retail price is $14.

This company is also making a volt-
meter for B power supply work having
2 resistance of 1,000 ohms per volt. It
is provided with two scales, 0-100 and
0-500 volts. The intended retail price
is $28.

Meter Type 5370 is a pocket a.c. volt-
meter with standard range from 0-150
volts and with a multiplier, giving a
range of from 0-300 volts. This is for
testing the line voltage before installing
socket power units in order to make
sure that the necessary voltage is avail-
able, The case is 2 in. in diameter, 1
in. deep and heavily nickel plated. The
dial is hand-calibrated about 13 in. long.
The intended retail price without multi-
plier is $11 with multiplier $16.—Radin -
Retailing, August, 1927,
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150 O Volts

ERE is a lot of condenser in a

surprising little — a condenser

only half the size and less than

quarter the weight, but a giant in
electrical performance.

_‘

Recent comparative tests with various
small condensers showed the smaller
SPRAGUE MIDGETS with the highest
average flash breakdown, 3550 volts
A. C.—and a minimum breakdown of
3000 volts A. C.

Every SPRAGUE is factory tested at
1500 volts and specially waterproofed to
keep capacities constant.

Any wonder manufacturers are choosing
SPRAGUE'S for safety under continu-

ous operation—at high or low voltages.

SPRAGUE SPECIALTIES CO.
Quincy, Mass.

SPRAGUE

MIDGET
CONDENSERS

Bl ot el aall
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Licensed by Rider
Radio Corporation
Patented 5-2-'16
Patented 7-27-'26
under Pats. Pending

RIS

Smashing
Records!

PHASATROLS

A True Balancing Device for Radio
Frequency Amplifiers
List price $2.75
Dealers who have not yet stocked this fast selling
part should get on the job, and order nozc/
Letters from retailers already handling it say it
s “going like a hounse afire”. Fans buy it immedi-
ately, they say, once they learn its simplicity and
remarkable efficiency in stopping radio frequency
oscillations.
You'll have many calls to install PHASATROLS.
Let us send you our hook-up booklet for leading
circuits and standard receivers.

Dept. 82-B, 175 Varick St., New York, N. Y.
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Resistance

D.QI"B. Specialists

Manufacturers of Electrical and Radio
Rheostats, Controllers and Regulators Since 1912

T

g,
s ot

Wire Wound Resistances
Made to All Specmcanons

sistors- ‘For All IPower Sets and
A “C” Eliminators.

Air-Cooled  Metal Rheo-
stat—D>Made with or with-

out switeh.
mount.

One hole

Power Rheostat—A high Carrying Ca-

pacity Rheostat for Socket Power Sets Condensers—Single,

Types in All Capacities.

Double, Triple

with Resistance Range from

% to
5000 Ohms. &

TO DEALERS AND JOBBERS
Write for new catalog of complete 1927-28 line.
TO MANUFACTURERS
The De Jur Products Company is the largest manu-
facturer of rheostats and resistances made to special
specifications. Let us figure on your requirements.

PeJur Provucrs Co

199 Lafayette St.,, New York City

wunn
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~ what this volume
means toyou

The fact that literally millions of coils are produced by Dudlo every season means not only that Dudlo
is the world’s headquarters for magnet wire and coils—but it has even greater significance.

This tremendous output automatically requires highly specialized manufacturing methods—impossible
in smaller plants. It provides testing and inspection facilities that guarantee a more uniform product.
It assures exact adherence to customers’ specifications.

Such enormous volume also permits the maintenance of experimental laboratories that can be of great
assistance to you in designing and developing more efficient coils for the products you make or sell.

Rush orders, large seasonal demands, or the unusual requirements of any manufacturer are regularly
absorbed in the huge Dudlo plants without confusion, delays, or disappointments. The needs of any
one branch of the electrical industry are well within the normal capacity of Dudlo.

Those manufacturers who use Dudlo coils in their products are never victims of lowered manufacturing
standards or lax inspection even at the peak of the season.

DU

DUDLO MANUFACTURING CORPORATION, FORT WAYNE, INDIANA

56 EARL STREET 160 NORTH LA SALLE STREET 4153 BINGHAM AVE. 274 BRANNAN ST.
NEWARK, N. J. CHICAGO, ILL. ST. LOUIS, MO. SAN FRANCISCO, CALIFORNIA
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The Biggest Issue
of the Year

September Issue
of Radio Retailing

The September issue of Radio
Retailing will be the Annual
Fall Buying Issue. It marks the
opening of the radio season
when the real activity of buy-
ing and selling starts. Editori-
ally, this issue will be an out-
standing accomplishment.

Another reason for the im-
portance of the September issue
will be the complete catalogue
of sets and loud speakers—a
feature which appears only in
Radio Retailing and which is of

immense value to the entire
industry.

Manufacturers:—

These two important fea-
tures of the September issue of
Radio Retailing make it an ex-
ceptionally important one from
the standpoint of the trade, and
therefore an equally important
one for your advertising mes-
sage. Be sure that your prod-
ucts are represented. Forms

for the September issue close
August 17th.

Radio Retailing

—a McGraw-Hill Publication
473 Tenth Avenue; New York City
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Exclusively Licensed
by Technidyne "Cor-
poration Under U. S.
Patent 1593658.

Our
Advertising
Is Helping You Sell

Royalty Variable
High Resistances

Interesting, eye-catching advertisements in im-
portant publications are telling fans about the
quality and efficiency of Electrad Products.

Write-ups by radio editors, the endorsement of
experts, and the praise of delighted users are
also spreading the Electrad story broadcast.

That's why Electrad Products enjoy a big sale
and turnover. If you do not carry Royalty
Variable Resistances, add this highly profitable
item to your line now.

For Full Information Write
Dept. 83B, 175 Varick St., New York, N. Y.

ELECTRAD
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FROST-RADIO

DE LUXE APPARATUS
IS OF SUPERB QUALITY

YOU never saw finer radio apparatus than
the new FROST-RADIO DE LUXE Items.
which include the new De Luxe Rheostats and
Potentiometers, Variable High Resistances and
Fixed Resistances. Because of their superior
design, their much finer finish and their superb
construction they outsell any similar apparatus
on the market. Secure full information from
your jobber. Get in touch with him today.

HERBERT H. FROST, INC,

Main Offices and Factory:
ELKHART, IND.

Announcing

HE third and last of the

Guthrie 1927 Night-
ingales. A two dial six tube
model in a table cabinet
combining the beauty of
correct design with the ut-
most in selectivity and
reach-out.

List Price $40.00

THE GUTHRIE CO.

ELYRIA, OHIO

LHBHIR RGBT

Absolutely Essential
NewBeede‘“Service”’ Type
“B” Eliminator Tester

Needed by every Jobber and Dealer Service
Man. Nothing like it! Compact Accurate
Volt and Milliampere readings.  Switch
enables you to disconnect Milliameter so that
it can be used separately for testing set loud.
Backed by usual Beede Guarantee. A Pre-

cision instrument at 31220t
18

Ask Your Jobber or Write for Our New Catalog

BEEDE ELECTRICAL INSTRUMENT CO.
136 LiBerTY ST., NEW YORK

B MO AT Tt

g
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Exclusively Licensed by
Technidyne Corporatton
under U. 8. Patent
1593658, July 27, 1926

Another
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3 An Inbuilt STATIC SNUBBER (Pat. Pdg.)
H CLARITY BEAUTY
E E:lect‘rad SELECTIVITY PRICE—$80 UP
DISTANCE ATTRACTIVE DISCOUNT
% VOLUME EXCLUSIVE TERRITORY
’ ! l rium h ! EASY TUNING CO-OPERATIVE ADVERTISING
Y ‘ . Test sample—secure YOUR territory.

SUPERFLEX

“' I IONA’ I |R() I ,, Radio Products Corp., Inc., 3816 N. 28th St., Birmingham, Ala.

A True Tone and Volume Control ) !
In every city, hamlet and town, this startling new GOOd'LOOkl'ng and FaSt-Selllng

Electrad device is “'going over big” with the fans.

Made of highly figured mahogany or

Letters are pouring in from set builders and owners, burl walnut plywood ; finished in beau-
asking where they can buy *“Tonatrols.” Users tiful two-tone. Height, 43-in., width
everywhere are telling friends how perfectly it 25Y5-in., depth, 1534-in. Equipped
controls volume from a whisper to full power. with either built-in high grade spruce-
Mr. Dealer, are you too carrying this easy selling wood horn or 27-in. Aston horn.
Electrad item? If not we suggest that you stock Either with or without Utah loud
“Tonatrols” immediately. speaker unit. Price, cabinet

Tonatrols—Standard Volume Control—List $1.50 ‘;)md sprucel-lwood horn, antique 567‘25
Tonatrols—Type W. S. (with filament switch attached) List $2.00 rown mahogany............

Write for full information. Same, in antique burl walnut, 569,25
Dept. 84A 175 Varick St., New York, N. Y. Utah unit  (when ordered with

eabinet) additional to list, $6.75.
Cabinet and Aston horn (addi-

tional to list) $4.00
f.o.b. Chicago, Ill.

STANDARD PIANO i"‘)NC“ MFG. CO.
1221-27 West Luke St., Chicago

Model
No. 601

ERUTTHRH T
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BOTH LEADERS DEPENDABLE COIL SERVICE

—and Adopted
by Leaders!

Jor
RadioManufacturers

Battery Charger Coils

Eliminator Chokes and
Transformer Coils

Coils for Loudspeakers

Audio Transformers and
Impedance Amplifiers

Honeycomb Inductances

Send us your specifications for our quo-
tation and shipping date. Service
prompt.

Durham Powerohms (for B’ Power Supply Units) and Durham
Resistors—both metallized—both noiseless—both supreme in
durability—both used by leading manufacturers, sold by leading
dealers and endorsed by fans everywhere. If you are not selling
them, write for particulars.

Durham Resistors arc made 500 Ohms to 10

Megohms.

Durham Powerohme are made in 2.5 watt and 5

watl sizes, cach in all ranges and with special

standard or special tips.

| hreraczeol
- =

POWEROHMS

SRESISTORS UNIVERSALWINDING CO.

INTERNATIONAL RESISTANCE COMPANY
214 S. 20th St., Philadelphia, Pa. PROVIDENCE, R.L
TP N T ITTIIR BTN AT Ty S B IATTO TR T DA IO 1
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A Complete Line Of
AERIAL N ECESSIES I

Every radio set |
owner needs an
efficient ground and
aerial.

Your customers
will find in the
Amoroso Aerial
Kits everything
necessary for an
efficient installa.
tion.

STYLE “A” $3.50
STYLE “B” $2.00

UNITED
SCIENTIFIC

JOBBERS and DEALERS

Can make money stocking this universal precision instrument,
which is adaptable to any circuit. It can be mounted for all sorts
of drives and ganged in any number.

Characteristics:

1. Patent leveled brass rotor stator.

2. Precision spacing that assures accurate calibration.

3. Removable shaft can be adjusted to any desired length. Adapt-
4.

able to ganging in any number. .
Universal mounting permits clockwise or counter clockwise

The NIFTY LEAD-IN is completely weather proof

and well insulated with rubber. rotation. Provided with integral frame lugs for sub-pane!
mounting.
The Amoroso Radio Clamp is made 5. Modified straight-line frequency curve to take care of present
§ -ith Ii £ ickeled day broadcasting wavebands.
of copper with a clip ol mnickele This new condenser is made in .00035 and .0005 sizes. The ex-
brass. The flanges are bent so as to tremely low price of this quality instrument is another reason why
give added strength and prevent the you should handle it. AL
clip from turning. An exclusive fea- —rsE furthechipduizicd Lol
United Scientific Laboratories, Inc.

New York City

82 Fourth Avenue,
S BRANCH
TRADE

ture. Ask about these clamps.
7 ) BRANCH N
‘ M : @ OFFICES 4 R . OFFICES
o IR i\ \ - St. Louis B Cincinnati
Chicago N ¥ e~ Los Angeles
Boston : L Philadelphia

A o
MANUFACTURING CO. Minneapolis San Francisco
BOSTON, MASS. Canadian Offices:

T.ondon, Ontario
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Pattern No.107

The Pattern No. 107 Junior Tube
Checker is a_very good item for dealers
to handle. Every buyer tests his own
tubes and thus relieves the dealer of
this important service problem.

Jewell has several new items for the
coming season which every dealer

41 The
j Fastest Selling Wire
' “From the Ground Up”

should know about. Profits are good. : 6« [N

Ask your jobber to tell you about the :V uC . 99 The merit of “Corwico
new Jewell instruments, ; orwico products backed by our
Jewell Electrical Instrument Co. A Products consistent advertising to
1650 Walnut St., Chicago Pattern No. 107 Antenna Wire the radio public has made
| 27 Years Making Good Instruments” Checker kY S;’;;ggds)"a"“d 4 | the name “Corwico” a

=) N Complete Aerial Kits 3
1 | e e guarantee of qughty gnd
4 Battery Cable value in radio wire.
Pri ' | HooleUp Wire “Corwico’”’ wire is conse-
rivate Brand Lo T quently the quickest
Annuncxa or ire
13 0 34/ A | Loop Aerial Wi rning and best profit
RADIO “B” BATTERIES | Loop st Wise turning and Dbest p

A | Flexible Wire making line for dealers

One of the oldest and largest manufacturers of high and jobbers to handle.

quality Radio “B” Batteries is in a position to supply
a line under special or private brand at an unusually
attractive price on a quantity contract.

Handsome package lithographed in two colors suit-
able for display.

Large facilities for quantity production and prompt
shipment.

R

X3

TO MANUFACTURERS
Let us guote on your wire requirements

RV

22X

TO DEALERS AND JOBBERS
Write or wire today for complete catalog and discounts.

CORNISH WIRE COMPANY
30 CHURCH STREET, NEW YORK CITY

R

=

PRI R LR

i DR TLRETTEERINE

BOSTON CHICAGO KANSAS CITY
Address— 80 Federal St. 326 W. Madlson St. 208 EBaltimore Blde.
SAN FRANCISCO LOS ANGELES
585 Mission Street 294 Kast 16th Streat

GRAYBAR BUILDING
Room 1942, New York City

G
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Rich tone quality

in a transformer of normal
size and price is secured in the
Halldorson Overtone through a
special core design of Thighest
efficiency.

Set manufacturers, write for prices
and samples.

The Halldorson Company
4745 N. Western Av., Chicago

Halldorson

OvertoneSZs .,

LN
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O UP EASIER
SAFER
CHEAPER

7230

CLIP TIME OFF WIRING JOBS

BY USING

An Insulating

Cap with a split

screw that bites

Approved by the Underwriter Lab,  twistedwireends.

Cartons of 100 — Standard Package 1000
For Free Working Samples Sign Below and Mail

SAVES TIME, TROUBLE
AND COMPLAINTS

IHE convenience and
. Name
ease of erection of the °
5 : Address
adJustable Premax steel & COLT'S PAT. FIRE ARMS MFG. CO., HARTFORD, CONN.
radio mast saves time and
trouble on contract jobs.

v
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Set Manufacturers!

Standards of radio reception are
becoming higher with each new
year. 1927 models must he an im-
provement over those of 1926, and
. | | they will be.

The better reception secured
by this neat, sturdy aerial
 support keeps set customers
! satisfied with their purchase.
Light but strong—Fits any

Correct enils are vital to good reception.
We specialize in_ such coils, We are
producing regularly the most advanced
types. built with the famous “*Diamond-

A\ . = Vi " eonstruction.
rOOf (JOIlvenlent t() StOCl\ x;?tzeus ::::mrlr::i:(: l;mur own requirements,
' . We are prepared fo furnisk better coils for
. hasy to Erect | the new sets.
}rgﬁb & : THE F.W.SICKLES COMPANY

110 Union St., Springfield, Mass,

T 2 and 3 sec-
il tions of tubular
¢ steel that tele-
scope 1nto a
handy 4 foot
length.
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EXTENDED

COLLAPSED

EXTENDED

Only reliable products

UGG

Ask  your jobber or ‘

TGN TR U T

write today for sample b ' l
mast complete with guy Can e Contlnuous y
wire, pulley and roof |

anchors.

advertised

¢
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Q«‘i}l}&,(’“ ' NIAGARA METAL \q:ﬁ“ {i&
— STAMPING CORP. G553 C 5

10-ft. Premax

Mast No. M10, Niagara Falls, New York 7-ft. Premax
Weight: 714 Mast No. M7.
1bs. Dept. RR3 Weight ¢ 1bs,
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An Important Step
in the Evolution of Radio

The NEW

A NEW APCO Automatic
Battery Charger “A” Charger
that is really is Neverg
Automatic

Absent Minded

From one of the greatest electrical laboratories of the world,
The Westinghouse Company, comes the new knowledge that
makes battery charging so simple and sure that it requires no
further attention.

When the set is turned off the APCO Automatic is busily at
work keeping the battery at maximum efficiency. The turn
of the filament switch that puts the set in operation discon-
nects the Charger automatically.

You can’t forget to turn the Charger on or off. It does its own
work without being told. The new Rectox unit supplied by
The Westinghouse Co. accomplishes rectification by a new
and greatly improved method, the principle involved being
the most advanced known to electrical engineering.

APCO Automatic Charger lists at $16.50. That is the first
and last cost, for the device works without tubes or acid jars
and practically defies wear.

There is no upkeep whatever.

APCO-MOSSBERG CORP.

ATTLEBORO MASS.

Note the change
in address.
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Made of seven strands
of copper wire thoroughly
enameled, then twisted into
a firm cable. This type of an-
tenna resists corrosion and pre-
sents maximum surface to the
incoming wave, thus greatly improv-
ing the signals. Made in size to equal
Nos. 14 and 16 solid enameled antenna

wire. (We also make solid and stranded
bare, and stranded tinned antenna.)

Acme Loop Antenna

Sixty strands of No. 38 bare copper wire for
flexibility, 5 strands of No. 36 phosphor bronze
to prevent stretching. Green or brown silk covering;
best loop wire possible to make.

B

Acme Flexible Celatsite 5
A cable of fine, tinned copper wires ,‘}E,."EE £
with non-inflammable Celatsite in- |} LMY i
sulation. Ideal for sub-panel _or ‘"nmo@-enl o i
point-to-point wiring. Strips easily, i
solders readily. Nine beautiful col- il
ors; sold only in %
25 ft. coils, in car- =
tons colore to e
match contents. g

-

Acme Solid Celatsite

Tinned copper bus bar hook-up wire with
non-inflammable Celatsite insulation, in 9

beautiful colors. Strips casily, solders readi-
ly, won’t crack at bends. Sizes 14, 16, 18,
19; 30 inch lengths.

Acme Spaghetti Tubing
Oil, moisture, acid proof; highly dieleetric
—used by leading engincers. Nine colors,
for wire sizes 12 to 18; 30inch lengths. (We
also make tinned bus bar, round and square,
in 2 and 214 ft. lengths.)

Acme Battery Cable

A rayon-covered cable of 5, 6,7, 8
or 9 vari-colored Flexible Celatsite
wires for connecting batteries or
eliminator to set. Plainly tabbed;
easy to connect. Gives set an
orderly appear-
ance. One to
a box, with or
without termi-
nals.

Send for Folder
Dealers--Write Dept. E for catalog inserts and discounts

THE ACME WIRE CO.
Main Office and Works, NEW HAVEN, CONN.

Branches at
New York, 52 Vanderbilt Ave., Chicago, 427 West Erie St.
Cleveland, Guardian Bldg.

A
G NS

MAKES BET

A P

TER RADIO

Radio Retailing, A McGraw-Hill Publication

$160—and the
finest of its kind

MAGNAVOX

POWER SPEAKER

(Dynamic)

Built on the electro-dynamic principle, under exclusive Magnavox
patents. Quality to match the finest sets. Center of attraction at
Chicago Show in June. Works directly from light socket. Uses
one 216B and one 210 type tube. Speaker unit can supply B
current to set. A sure-fire sales leader.

LOBOY Model (above), list $160 (without tubes).

Magnavox electro-dynamic speaker, unit only, type R4, for 6 volts,
14 ampere field winding—$45.00

Type RS, unit only, for use in electric phonograph 100 volt, 40
milliampere field winding—$45.00

Type R50, unit only, as used in LOBOY Speaker complete with
amplifier and eliminator—$110.00

Warwick Model Cone

Permanent magnet

power tube volume
tortion—$27.50

Type M7 Self contained, complete
permanent ragnet cone, unit only,

854-in. diameter—$12.50

W rite at Once for Name
of Distributor

THE MAGNAVOX CO.
OAKLAND, CALIFORNIA

Chicago Sales Office—1315 South Michigan Ave., Chicago

type—handles
without dis-
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The HANDWRITING. on the Wall—

- ADLER-ROYAL

RADIO
CABINETS

HE PUBLIC no longer buys
) radio as RADIO. Astute mer-

chants concede the fact. Itis no
longer a novelty and the unat-
tractive box and clutter of acces-
sories will not suffice.

Radio has taken its place in the
household scheme, definitely, as
MUSIC, with the Piano—Ergo,
as Furniture, and the design and
craftsmanship must enhance the
ensemble.

Cabinet work by Adler-Royal

adds a definite sales appeal, all

its own, to whatever receiving

set you may install. Give your

dealers the advantage of the

sales-help in this distinguishing
A new line of exceptionally beautiful mark “Cabinet Work by
stock models by a nationally famous de- ADLER-ROYAL.”

signer are now available to distributors
at surprisingly moderate prices. Write
today for photographs.

Special
to Radio
Manufacturers

We specialize in de-
signing and execut-

ing exclusive cabinets

Manufacturing Co. Gy i

Incorporated
about your needs.

= e

LouisviLLE 2 KENTUCKY
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THE Sandar Speaker has won the hearty
endorsement of so many fans that it
has proven a positive magnet in attracting
a heavy and sustained demand on dealers
all over the country—so much so that the
manufacturers have been hard put to it to
keep production up to their re-orders.

Perfect performance, attractive design
and remarkable price, $27.50—lowest of

lLive.

MAGNET

i,

Licensed under
Lektophone Patents

any speaker of its size—united in drawing
attention to Sandar and earning for it a sen-
sational success. Now we haveintroduceda
Juniormodelalso, retailing at $16.50,which
has already created widespread interest.

There is some territory available, so you
still have the opportunity to cash in on
Sandar’s popularity by writing TODAY
for terms and full information.

SENIOR. Model.
(No.25)

7

West of the Rockies $3029
¥

SANDAR
S P EA KER ;Vzc;.;lt)heRockies$l 15

SANDAR CORPORATION, Crescent Plaza Building, Long Island City, New York

JunNIOR Model 65.O
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Here”s' the Great New Line of

Day-Fan

Socket RADIO RECEIVER
et - as used by the
Broadcasting Stations
to Listen to their
Own Programs/

Send the Conpon for
Full Information

117
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-
DAY.FAN ELECTRIC

CO., Dayton, Ohjo
Send me information regarding
information for

our new radio line and franchise R.x.2

D Dealer D Distributor

NAME___

ADDRESS

—
City State__ - = <
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Tone Completeness that Assures
True Musical Quality!

OPERADIO Speakers bring world-famous
entertainers to your very home! The flute-like
liguid notes that flow from the violin of a great
artist, the deep resounding organ masterpieces
under the touch of a virtuoso, all the delicate
shadings of silvery voice or instrument are recre-
ated with such flawless realism that it seems the
artists are in your own drawing room.

Stonite, a new inert material makes such reproduc-
tion possible in Operadio. Stonite cannot vibrate,
consequently it prohibits distortion and each note
and tone swells from the long tone chamber pure
and clear, complete, with all the overtones and
and undertones that give musical beauty.

With sales promising to eclipse all previous
records and prices that stop all competition,
Operadio Speakers bring dealers a real oppor-
tunity for greatly increased profit. And the
Operadio sales plan will help you sell.

Write or Wire for Details

BLOC-TYPE SPEAKERS

Mfg. by Sales Dept,
OPERADIO MFG. CO. THE ZINKE CO.
704 E. 40th Street 1325 S. Michigan Avenue
Chicago, 111 Chicago, 111,

Radio Retailing, A McGraw-Hill Publication

The Junior

Model

For a small speaker, the tonal quali-
ties of the Junior Model are amaz-
ing. The Junior is 7 inches high, 8
inches wide and 634 inches deep.
It is finished the same as the Senior
Model, in gold and brown and the
price is $15.00.

The Senior
Model

The Senior Model Operadio Speaker
has a 54 inch air column—nearlya 5
foot horn, but decidedly better than a
horn because Stonite prohibits all vi-
bration and distortion. Finished in a
dignified gold and brown—leatherized.
The Senior Speaker is especially
designed for use where great volume
and clarity are desired. It assures
splendid reproduction always. Price

$25.00.
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The courts confirm what
the public knows

TUNED radio frequency sets have no commercial value without means

of neutralization.

Modern tuned radio frequency receivers improved with means of
neutralization cannot be legitimately made or sold by jobbers or dealers
unless the manufacturer is licensed by the owners of the patents.

Manufacturers of “Neutralized” or “Self-balanced” radio sets, to-
gether with the jobbers and dealers who sell them, cannot escape
patent infringement liability unless licensed.

The penalty for infringement by manufacturer, jobber or dealer is
the recovery of the profit made or the recovery of the patent owner’s

damages, as may be awarded.

Patent protection on “Neutralized” radio sets is not complete unless
it includes a license under the Hazeltine Neutrodyne and Latour

patents.

Courts define infringement

“Modern methods for the control of regenera-
tion and the undesired self-oscillations which
result therefrom were unknown in the art
when the patent in suit (*Alexanderson’s)
issued. These improved methods have per-
fected Alexanderson’s system of geometric
tuning, and are employed by the defendant.
Their importance cannot be denied (see Hazel-
tine Corp. v. Electric Service Eng. Corp. 18
Fed. 662), and it may be conceded that the
Alexanderson device, without some such im-
provement, would be of little commercial
value today. But infringement of the Alex-
anderson patent of 1913 is not avoided by
using his invention with subsequent improve-
ments.”—Judge Thomas D. Thacher’s decision
in the action brought by the Radio Corpora-
tion of America et al. against E. J. Edmond
and Company involving a set manufactured
by Atwater Kent Manufacturing Company,
handed down July 11, 1927.

“The invention of Hazeltine completely
revolutionized the radio industry by eliminat-
ing the bothersome noises and squeals. . . . I
find that the close coupling of the Hazeltine
patent 1,489,228 wes a decided advance in the

art, an advance that produced complete and
*Identification ours

N E UTR

permanent neutralization. . . . The patents are
valid and the claims have been infringed by
the defendant.”— Judge Grover M. Mosco-
witz’s decision in the action brought by the
Hazeltine Corporation et al. against A. H.
Grebe & Company, Inc., handed down June
20, 1927,

Judge Moscowitz’s decision establishes that
no manufacturer can make a completely neu-
tralized tuned radio frequency receiver with-
out invading the patent rights of the Hazel-
tine Corporation.

The validity of the Hazeltine Neutrodyne
patents was not affected by the decision of
the Circuit Court of Appeals for the Second
Circuit in the action brought by the Radio
Corporation of America with respect to the
Rice and Hartley patents.

DEALERS—To be safe from infringement
and from liability for damages, be sure the
radio sets you handle are manufactured and
fully protected under the Hazeltine Neutro-
dyne and Latour patents. Infringers will be
prosecuted.

Full information may be obtained from
Hazeltine Corporation, 15 Exchange Place,
Jersey City, N. J.

O DY N E

Trade-mark Reg. U. S. Pat. Off.
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will identify

YOUR STORE

WESTON
Radio Set Tester

- Service and Products

ODAY the dealer who is building for the

future is the one who is identified with
prompt and efficient Radio Service and reliable
merchandise.
Not only should he handle products which the
advanced operator recognizes as the accepted
standards, but the dealer should always be mind-
ful of the problems of the amateur.
The surest way to cultivate radio prospects and
increase their patronage is to show them how to
obtain the best results from their sets. This is
where the Radio Service Department can increase
both the dealer’s prestige and his profits. Weston
provides the means in the Model 519 Radio Set
Tester.

T'his instrument is designed for measuring all
voltages used in a radio set both at the batterv
terminals and at the tube sockets; for quickly
checking tubes and for testing continuity and
condition of circuits.

Full scale deflection is produced on the instru-
ment with a current of only oene milliampere.
Thus, with no auxiliary batteries required, this
tester is ideally suited for testing radio sets oper-
ated either by batteries or battery eliminators.

The instrument has three voltage ranges—
200/80/8 volts—and a 20 milliampere range.
Each set is provided with a plug and socket of
the UX type together with adapters for use on
other types of connections.

Only a few minutes are required to make a complete check-up on any
set. thus effecting big reductions in time and cost of service—for the
greater profit to the dealer.

Take a lesson from
Babe Ruth. He has
learned how to con-
nect with the exact
spot on a baseball to
his profit. The “exact
spot” which means
profits in the radio
supply business is effec-

tive house - to - house
service. he Weston
Model 519 Radio Set
Tester meets the needs
of this service and will
establish “Home Run
Records” season after
season.

.THE EXACT SPOT

WESTON ELECTRICAL INSTRUMENT CORPORATION
25 Weston Avenue, Newark, N. J.
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Distributors

Get  Ready for

/.

ationql

qdio Tmproviment Week

ATIONAL Radio Improv'ment Week has

been conceived and inaugurated by the Ken-Rad

Corporation — makers of Archatron Radio

Tubes. Thousands of dollars have been appro-
priated to urge radio owners and prospective radio owners
to bring their receivers up to date or to acquire the better
radio that the market offers today.

Impartially and unselfishly the Ken-Rad Corporation invites the
entire trade to tie in with this great campaign, irrespective of
whether they stock Archatron Long Life Radio Tubes.

Through advertising in natioan! mediums and local co-operative
dealer advertising the millions of people who do not now enjoy
radio and the millions who have inferior out-of-date receivers
will be informed of the fact that now they can have better radio,
and urged to acquire it.

J .
KEN /7 \.RAD

ARCHATRONS

The Long Life Radio Tube

This is the Arch in
which results in

COMPLETE
DEGASIFICATION

Complete Degasification means
longer filament life. Better radio
reception and absolute satisfaction
guaranteed for each Archatron
tube. Complete degasification
means unimpeded electron flow,
which results in better tube per-
formance. That is why Archa-
trons give

More Selectivity
Greater Distance
More Stations
More Volume
Better Radio
Reception

The arch in Archatrons isolates
the “getter” so the “flashing” tem-
perature does not release the
latent gases within the metal ele-
ments of the tube. The “getter”
neutralizes all free gases and does
not release more.

Archatrons last longer, are absolutely uniform in elec-
trical characteristics and remain so until the end of
filament life. *“Get all from the air there is on the air”
—with Archatrons. Send for a trial set for your test
radio. Full return credit if you fail to get promised
\ results—and you are the sole judge. /

Archatrons

While the purchase of Archatron Tubes is suggested as one
means to enjoy better radio, yet the sum and substance of the
persuasion is to adopt all available means and late improvements.
In short—*“to get all from the air there is on the air” and go to
vou, the dealer, to get it.

Window strips, store hangers, window display material, counter
and mailing literature and other sales helps have been prepared
to make it easy to tie in with thix original campaign. The subject
matter of some of this inaterial is Archatron Tubes and some
National Radio Improv'ment Week.

Dealers and distributors not wishing to, or unfortunately not
able to stock Archatrons thru possible franchise on other tubes,
will be accorded the privilege of obtaining such selling helps
dealing with Radio Improv'ment Week, on application.

The campaign has been designed as a public and dealer service.
Its benefits to the dealer lies “in concentrating service” in a given
short period of time, and reducing gratis service by avoiding
future tube, battery and other troubles thru better preparation
at the outset of the radic season.

Its benefits to the radic buver are a longer and better season of
radio pleasure at less cost and annoyance.

The Ken-Rad Corporation not only spends a vast amount of
money and energy to launch this movement but also does its part
by enabling dealers te offer a special deal on Archatrons which is
sure to appeal to those wishing better radio and guaranteed,
longer, better performance.

Archatron Radio Tubes perhaps stand today as the greatest
single accessory contributing to radio performance and economy.
National Radio Improv’ment Week, although centered around
Archatrons, is by no means limited to Archatron sales.

Write today for full, detailed particulars about National Radio
Improv’ment Week, Archatron Radio Tubes and Selling Helps.

THE KEN-RAD CORPORATION, Inc.

National Radio Impros’ment W eek Division
Owensboro, Kentucky

MEMBER

REM_A

Simply pin this Coupon to vour letterhead

e ke Foneon 0 yewy bnerheel

The Ken-Rad Corporation, Inc.,
Owensboro, Kentucky.

Please send me full particulars about National Radio
Improv'ment Week, your co-operative offer, free selling
helps and Archatron Radio Tubes.
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the Right “B”

RACTICALLY every set has its
own particular “B” power re-

exactly, the radaio owner will not
get full benefit of improved tone
quality from Light-Socket power.

No matter what set a Sterling
Power Unit is operating, positive
adjustment enables every tube to
receive its correct voltage. The
low voltage of peanut tubes, the
heavy drain pulled by the 112
and 171 Power tubes—all are
accommodated to a nicety by

“SIGNED FOR |,

’*1*;5”?‘»‘3;\&
TE gt e

A R,

ficy DM

quirements. Unlessthese are met .

A Sterling will provide exactly

Socket Power

Sterling Power Units employ
the Raytheon BH tube. These
units are priced from $28.50 to
$53.50 — a model for every class
of trade. Model RT-41 is ex-
pressly designed for Radiolas.
It uses UX213 type tube and is
priced at $27.00.

Decide now to handle the
Power Unit line that really does
fulfill its promise for profitable
sales without comeback, without
after-sales servicing. A post card
to us or your jobber will bring

Sterling Power Units. you trade information.

THE STERLING MANUFACTURING CO., 2831 Prospect Ave., Cleveland, Ohio

ﬁ’@ﬂ”ﬂ\ﬁ ‘“B?” Power Units

R-98 ¢“B-C” Power

A Universal “B-C”’ model
for high class sets. Will
not hum at 100 mils.
Has four “B+** voltages,
two of which are inde-
pendently variable. All
four woltages are war-
iable through lgrimar
control. Variable Hig
“C’’ voltage, On and O

switch. List Price: inclu

ing BH Raytheon tube,
$38.00.

R-81 “B” Power

for 3 to 8 tube sets in-
cluding power tube.
Output at 35 mils. is
150 wvolts. All three
voltages Detector,
Medium and High are
adjustable within
wide limits. On and
Off switch. List Price:
including Raytheon
BH tube, $28.50.

RT-41 “B” Power

for Radiolas and sets
using ug to 5 large
tubes. utput at 25
mils. is 130 volts, De-
tector, Medium and
High voltages adjust-
ab%e within wide
limits. List Price: in-
cluding UX 213 tube
$27.00.

R-97 “B-C” Power — the Extra Heavy Duty Model, $53.50 complete,
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HE latest Westing-
house radio product
is the new “A” Auto-
power that plugs into light
socket and is controlled
entirely by the set switch.

Two trickle and one
booster rate, 40 amp. hour

WESTINGHOUSE D e minator conoer
tion, safety fuse—this is
“A”»” AUTOPOWER | {msiisi

Westinghouse ever built.

Then, too, there’s the smaller Sellthe new Westinghouse

Westinghouse ““A°’ Socket- “A” AUTOPOWER
power that sells at 520, meeting Retail Price

price competition with tra- $

ditional Westinghouse quality. 35

Just the thing for smaller sets. Slightly higher west of the Rockies

WESTINGHOUSE UNION BATTERY CO.

Pittsburgh. Pennsylvania.
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Now

HEN it was first announced, Mohawk

One-Dial Radio for 1927-28 had 6 great

features that assured Mohawk dealers 6
times more certainty of success. Now a seventh
feature is added — an amazing speaker of tone
which themost prejudiced will grant is unrivalled.
Through a newly-discovered, exclusive construc-
tion, the Mohawk Pyramonic Speaker achieves a
depth and clarity of expression that seems beyond
improvement—to excel it will require necromantic

times

more certain of success!

powers not possessed by man. Now check these
Mohawk features: 1 — The first and the foremost
One-Dial Set, shielded, 6 tubes. 2—The exclusive
Mohawk Interchangeable Drawer, an insurmount-
able barrier to competition. 3—Consoles that must
be seen for adequate appreciation. 4—A.C. electric-
ally operated sets. 5—The Mohawk Dealer
Franchise—unprecedented in its broad terms. 6—
The astounding Mohawk Pyramonic Speaker. 7—
Absolutely unparalleled prices!

Is there anything left for you to do other than to write immediately?

IROQUOIS CONSOLE—Rich walnut, hand-rub-
bed, piano-finish, duo-tone, with apron maple spindle-
carved, four turned legs, battery compartment with
front removable panel, with built-in patented pyramid
loudspeaker with tastily designed Burgundy red silk-

backed grill, with set compartment accommodating
Mohawk interchangeable battery or electric Drawer

pawk Tchanged s €
}-Ji:tll. Duflenmons. 7% x23’/z‘x 155/2."1:1’168: $1 30

MOHAWK
RADIO

is now licensed under

RADIO
CORPORATION
OF AMERICA
Patents

=

Full Protection
for
MOHAWK
Dealers

=

Other models at
$67.50, $92.50, $165
and $195

SEMINOLE SPANISH VARGUENO
CONSOQOLE — A superbly unusual Mohawk
Creation. Complete in every detail of design,
originality and construction. Dimen-

sions: 45% x 36 x 20 inches. List $275

With A. C. Electrical Equipment, $110 extra.

MOHAWK CORPORATION
OF ILLINOIS

Established 1920
Independently Organized in 1924

2222 Diverseyat Logan Blvd., Chicago

With A. C. Electrical Equipment, $11c extra,

Building Them Better
Pricing Them Lower
Selling Them Faster
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NOW Isthe Time

THIS is a most opportune time to interest your patrons in replacing un-
.satisfactory loudspeakers with the aristocrat of them all—the new, improved
Rola Cone.

If your customers are not satisfied with the results they are obtaining from
their radio sets, give them a demonstration in their homes with the new Rola
Speaker.

They will be amazed at the beauty and richness of tone; delicate shading;
marvelous articulation; and clearness of all notes—high, intermediate and
bass—at everv volume.

The new Rola Cone is artistically designed, and beautifully finished in
rubbed walnut.

Pedestal tvpe, with 20-foot cord, $32.50; table type, $28.50.

Write today for information on the Rola line, and the
Rola plan for helping you sell Rola Cone Speakers.
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- . \
Satisfaction
7

\ 7
¢« WE previously granted that your Rola \;,/'
Cone was unequalled by anything we had ever ]’
heard, but the last shipment was even better.
¢ On account of its beautiful appearance
and wonderful tone quality, the Rola Cone
makes a direct appeal to discriminating peo-
ple, who, as you know, are the class we aim
to satiafy.

44This is the genera! opinion of the deal- -
ers, as well as our entire organization.’’ ‘ OA]E S]DEMEPS

Amzrican Consoripatep Erzctric Co.
Manufactured by

The Rola Company, Qakland, California
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- QOurt

CONE SPEAKER

1 CONESPEAKER

o e AR T Mo g e

NATIONAL
ADVERTISING

‘Bcgins
AUGUST I3t

in the

Saturday Evening Post =

Houlll Need Stock. As =
SoonAsYouCan Get It. —

ATIONAL Advertising for the Wirt Cone

15 m high
13 in. wide

Price in Canada

$25

will continue regularly in national publications and

Speaker opens with a full page in the Saturday
Evening Post of August 13th. Dealers who are
ready will get the cream of the rich business that
grows out of this campaign. And to be ready,
you'll need plenty of stock on your shelves, a Wirt
Speaker in your window and another one, hooked
up for demonstration, in the store.

It is important to appreciate the sensational char-
acter of the Wirt Speaker campaign. It announces
a great achievement in radio development—the per-
fection of a really high grade speaker to sell at a
popular price. Immediate interest and action from
set owners is certain.

You may expect a steady demand for Wirt Speakers
all through the fall and winter. Wirt advertising

it will be re-enforced by newspaper advertising in
important local centers.

We are furnishing sales assistance in the form of
striking price cards and streamers for counter and
window, finely printed informative leaflets for dis-
tribution to customers and tie-up material for your
local advertising. You may secure any or all of this
material by sending a request to us.

Many dealers whose fall orders were already in,
have requested additional stock from their jobbers
in anticipation of this national campaign. Those
whose first orders are sent now will do well to
specify a quantity sufficient to prevent the embarrass-
ment of being “sold out” while the season is still in
full swing.

WireT |

@M

5239 Greene Street
PHILADELPHIA, PA.

Manufacturers of Dim-a-Lite and OtherElectrical Specialties for Over Twenty Years.
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Model 63 Electric—
no. batteries of
any kind—
Price $215
Shown on Cabinet

Speaker,
Price $55

Model 62 Electric, without

batteries of any kind, with

open faced Cabinet is priced
at $:188
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Model 6-26
Battery Operated

Price $88

Battery Operated
Price $68

This illustrates Model 6.26
with front closed. Model 63
Electric Cabinet is of the
same design with front and
top panels of beautiful
matched stump walnuct.

AT the Chicago show the new Sparton Electric Receivers (no
batteries of any kind) astounded even the key-men of the in-
dustry with the p=rfection of their reception and tone. We do not
believe that any instrument has ever enjoyed such an amazing sale
for the personal use of radio experts and connoisseurs of music.

The new advertising and merchandising program of Sparton is one
of rare liberality to dealers. It is aimed straight at national leader-
ship. Details on request.

THE SPARKS-WITHINGTON COMPANY

Pioneers of Light-Socket Radio without batteries of any kind

JACKSON, MICHIGAN, U. S. A.

(119)

SPARTON RADIO

“The Pathfinder of the Mir”
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charged

Never charged. Never dis-
charged. Designed to oper-
ate any standard 6 volt re-
ceiving set from 1 to 9
tubes.Housed in handsome
sage-green Duco-finished
20 gauge metal case. Mod-
erateprice and proven per-
formance guarantee big
volume trade. Liberal deal-
er discounts.Writefor com-
pleteinformationandtrade
stimulating selling plan
that insures greater and
quicker profits.

Julian M. White Manufacturing Co.

Sioux City, Iowa

Y ”SOCI(E'I' POW[R UNIT ”

CLEAN

PROFITABLE
BUSINESS

White “A” Socket Power Units
are easy to sell — and they stay
sold. A demonstration is con-
vincingproof of their supremacy.
Continually efficient service in-
variablyrendered insuresabsolute
satisfaction,establishingconsumer

good will and endorsement that
create an ever increasing demand. Truly
an “A” Battery Eliminator. Abolishes

“A?” Batteries entirely. Requires
no trickle charger.

ooy
Dischaoed

Our complete line of “A,””
“B” and “A-B’’ Power
Units gives a wide, active
range of sales.

WHITE«“A”’ SOCKET
POWER is licensed by
Andrews-Hammond
Corporationunder An-
drews Condenser and
~ other Andrews-Ham-
mond patent applica-

tions.
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RADIO RETAILERS

How can you ever hope for a better
profit combination than this one?

Here is the desirable and surprising combination of sales
and profit advantages offered every retailer handling
Federal Ortho-sonic Radio:

FlTSt: A variety of models and types that meet every individual
preference and price requirement. Price-range from $100 to
$1225. Sets AC or battery operated.

Second: Superlative tone qualities which alone make the line
distinctive. The only Ortho-sonic radio. No other radio has a
cleaner cut, more distinctive sales argument than this to lift it
from the commonplace.

Third: Appealing beauty of cabinetwork. Not only splendid

receiving sets but beautiful furniture as well.

F Ourth: An ever impressive quality of workmanship through
and through —always easy to demonstrate. Every Federal is a
precision instrument built by pioneers to give a permanently
high grade and satisfying service.

(]

F lfth: A line nationally advertised and supplemented by vig-
orous newspaper advertising, live resale helps, and unstinted
factory cooperation.

More than all this

Federal insures you with the backing of But get the whole story. Find out
agreatand permanentorganization, long  about the good profit margin, the pro-
established, well financed and both able tection, the freedom from red tape, and
and willing to “carry on” the many other features
with you indefinitely. A going with the Federal des-
line that will never be or- ignation. You'll say there’s
phaned —a connection that nothing in the industry like
will mean for you complete it—and that it’s just what
freedom from patent diffi- you want. Get details at
culties — a proposition that once from your wholesaler.
will enable you to make If you don’t know him,
more money in radio. The sign of the Designated  Write us.
Federal Retailer

FEDERAL RADIO CORPORATION, Buffalo, N. Y.

(Division of The Federal Telephone Manufacturing Corp.)
Operating Broadcast Station WGR at Buffalo

ORTHO-SONIC’
Federal Radio

Licensed under tuned radio frequency, regerative, *Federal’s  fundmental exclusive development
and power supply patents of The Radio Corporation making possible Ortho-sonic reproduction is pat-
of America. ented under U. S, Letters Patent No. 1, 582,470,

]
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A NEW IMPROVED UNIPOWER

The same time-tested design
+ « « plus KATHANODE

A new submarine type battery
element gives Gould Unipower
still longer life—and practically
ends all service expense.

b 4 14 b 4 b 4

OULD Kathanode construction —

an exclusive feature, first developed

for Gould submarine batteries, is now
applied for the first time to radio.

This latest advance greatly increases the
life of Unipower, lessens care, reduces the
chance of damage from careless or inexpe-

The new
IMPROVED
KATHANODE

rienced operation, and improves the results
from the set.

Here is a new “A” power unit that appeals
to both kinds of customers — those who
know so little that they want “fool-proof”
equipment; and those who know so much
that they understand why Kathanode means
a new standard of performance and dura-
bility. For full details write at once to
The Gould Storage Battery Co,, Inc.,
250 Park Ave., New York City.

Ask to see the Finest Unipower
Gould Ever Built

AND WRITE FOR NEW LOW PRICES

Unipower
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The A.C. radio tube
developed and made
by Kellogg—experi-
enced lamp makers
for many years.
- 8 This tube is used in

Kellogg  A.C. sets
and sold generally
'// to the trade.

Battery-less

Radio /
No A Battevies
Ao B’ Batteries
No 'C Batteries

NONE

198N NANNT K

ll‘ Licensed undeér application
A. lm\\“§ '—‘-t\‘ T for letters patent of Radio L
i didd e o S Frequency Laboratories
T I (RFL).

A. C. Straight Through! Power Tube. and All—

As the manufacturer of the first successful A.C. Tube, Kellogg has been expected to produce the finished,
the ideal set for using that tube.

We have done it. We have given you a set with seven Kellogg A.C. tubes—power tube and all. Many of
the leading dealers have already placed their orders, knowing that this Kellogg A.C. set is sure to be the
most talked of and the most profitable seller the market has to offer. But YOU know—and WE know
that there will still be a big demand for D.C. sets. Some folks do not have A.C. current. Others want
the kind of radio reception only a Kellogg can give—and demand it at a minimum price.

S and 6 Tube—Retailing from $75.00 up

For that trade we offer Kellogg D.C. sets in 5 and 6 tube models to retail $75.00 up. ALL have
Kellogg’s exclusive system of Inductive Tuning. ALL are built to the same quality standards that
Kellogg has been building into its telephone equipment for the past thirty years.

The time is growing short. If you are not yet assured of a Kellogg Franchise, NOW is the time to
act. Write or wire!

Kellogg Switchboard & Supply Company  Dept. C-547—Chicago, Tlinois

Member RM.A. and N.E.M.A.

e —————— e
“
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These Valley Units

List price

$39.50

f.o.b.
St. Louis

Valley B Power Unit

Model 40. Designed for use with
radio receivers of 5 and 6 tubes
or less. Supplies all B current
necessary. including extra B volt-
age and C voltage required when
a UX-171 power tube is used.

The tube supplied with this unit
1s the standard Raytheon type BH
tube which is ideal for this serv-
ice. Built compactly in black
enamel cuse with C tap, detector
and  intermediate controls, and
binding posts on front panel.

List Price $37.50
(including Raytheon Tube)
f.o.b. St. Louis

Model 60. The big Valley B Power
Unit. Designed for all radio re- gg
ceivers up to 12-tube sets. Also
supplies plate voltage necessary
for a power unit or power tubes.
The Raytheon Tube iz used with
this unit also, because of its long
life and satisfactory performance.
Toggle switch on the panel con-
trols current from lighting cir-
cuit. Mounted in handsome black
metal case.

List Price $50.00
(including Raytheon Tube)

Valley Automatic
Charger Somhines the de-

irable features
of all other types of chargers.
Thanks to the Raytheon Element
and Valley engineering ingenuity,
this automatic charger has in
its favor every {factor for
making it one of the biggest
and most popular selling items

on the radio market in 1927.
Charges at_either 1% or 21
amperes. Equipped with auto-
matic B power relay switch and
battery charger control. We
¥ recommend it as far superior to
trickle chargers.

List Price $16.50 Small. compact. black enamel

: te case. satin finish. Comes com-
f.0.b. St. Louis plete with cord., plug, leads and
clips,

Valleytone Radio Receiver

Model 71—List Price $95.00—without accessories

Made on the exclusive Valley principle of potential
balance, the Valleytone Radio Receiver has built
among thousands of satisfied users a reputation for
seleclivity tone quality, volume and range. Here is
the latest achievement of the Valley Electric Company
—The Valleytone No. 71, an advanced one-dial 7-tube

are going over big!

Valley
“A” Power

[ ]
Unit
No Batteries—
No charging

HERE is the unit which now makes it possible to
completely electrify any set. The Valley “A”
Power Unit eliminates the 6-volt storage battery by
replacing both the “A” battery and a charger. This
unit contains no batteries, tubes or moving parts; it
makes no hum or noise. To install, simply connect
up the Valley “A” Power Unit in place of the storage
battery. If a “B” Power Unit is used, plug it into
the back of the “A” Power Unit and you have a
completely electrified set without” disturbing your
set or making any changes in it. Use your present
tubes and you will get excellent results.

The Valley “A” Power Unit consumes current from
the light socket only when the set is in use. One
switch on the Valley “A” Power Unit turns on both
“A” and “B” Power, so it is not necessary to use
the switch on your set.

The results obtained with the Valley “A” Power Unit
are much more satisfactory than when a storage battery
isused. Thereisalways aneven flowof fullstrength cur-
rent which gives clear, powerful reception at all times.

TheValley“A” Power Unit comes in a handsome black
enamel, satin finish case, complete with cord and plug.

VALLEY ELECTRIC COMPANY

Write the factory or the nearest office for further details,
discounts, dealer helps, etc. VALLEY ELECTRIC CO.,
Radio Division, 4515 Shaw Avenue, St. Louis, Mo.

DISTRICT OFFICES: Boston, Chicago, Cleveland. Detroit. Indianapolis. Kansas
City. Los Angeles, MinneapoMs, New York, Philadelphia. Pittsburgh, San Francisco

Valley Electric

receiving set.
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Apex Achievements
Create a Real Sensation —

T The marvelous performance of the
| B new Apex Technidyne circuit has
created a new standard of perfec-
tion in broadcast reception. That
in itself is sensational, but—

Apex has achieved more; Apexhas
housed this incomparable circuit
in Plymouth cabinets, which for
beauty of design, quality of mate-
rials and craftsmanship arewithout
a peer in the radio field. The whole
world of radio is talking about the
extraordinary qualities of Apex.

There is no
other Radio
like it!

N

Technidyne Radio

The Troubadour

9.Tube Technidyne
(Internal Loop Operated)

- APEX
Receivers
1927-1928

S

[
: Are e-
Apex Troubadour Recel V ers g e cerwg.‘;" t?le
(Illustratedabove) 9-TubeTechni- : il Apex Bul-
dyne,loop operated, console. Com- . b h = "-\‘7?-’”"7&,. - A
plete with loop and Peerless cone are eXceptlonal SCHCI'S ecause they e weRAD o TR e AnG ADE letins regu-
speaker. List Price . . $295.00 give the buyer exceptional value in P #  @Wanal | larly?
Apex Minstrel both performance and appearance. o — ?lad to
3 7.Tube Technidyne, antennaoper- 3 . : " Py s ke Ry U, U on
g ated‘f cf)nsoclet;'P);. Complete with ; Apex qualltY never varies. Unswerv. i i ; * My, T RADE gury‘:nail-
; Pecrless cone speaber. . 00 ing uniformity in manufacture and » 20Uy tng List—
(P wscpriee - - - - oo Z distribution is a guarantee of satisfac- K Just drop u
[¢ Apex Corsair tion to the Jobber, Dealer and ultimate line.
7-Tube Technidyne, antenna opes- owner of an Apex Receiver. Apex Radio
it':? P;igle.moije .. $170.00 is sold only through the legitimate Jobber-
X Dealer trade channels.
The Milan . 5
Apex-6-Tube,fullyshielded single Werite today for complete descriptive -
dial C°“"?‘1'°°“5°!€ ‘YEC-X ei'le” literature and price information on ¥
eaker equipped. Antenna N ¢
faggia:epd. List Price . . $135.00 this profitable line.
The Lyrie
PEX ELECTRIC MFG. COMPANY
dial conéro}-, tal;)le model, ;nstgn&:; J .
operated. List Price . . . .
| 1420 West 59th Street 5 8 Chicago, U. S. A.
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——Which franchlse c}vould——

pre Cl‘

you

10 Sales per

Season.

As a price proposition
the answer is obvious
r 77 7 77 so let’s talk quality!

UALITY is seli-evident in the

WorkRite 37 « - In fact people
expect it to cost much more than
it does. And naturally so. Where
can theyget a one dial 8&tube super-
circuit with all copper-shielding,
ballbearing, positive-control tuning
and all-metal chassis for $160.00?
Where can such a magnificent
craftsman-designed cabinet be ob-
tained, for anywhere near this
price? And above all where such
truly fine radio reception?

Because of its copper-shielded fea-

ture WorkRite 37 is one of the few
sets at any price that you can sell
with confidence even to those who
are troubled by interference from
street cars, electric railways, oil
burners, flashing signs, nearby
power houses and the like.

This very same quality enables you
to demonstrate your set in your
downtown showroom.

From beginning to end WorkRite
37 is a set of quality in design and
construction. Its tone quality will
delight you.

The WorkRite franchise is available to enterprising dealers in every locality.
Our Sales Department will be pleased to give you the necessary information.

Manufactured by
THe WoRrkRITE MFG. Co.
1812 East 30th Street
Cleveland, Ohio

In Canada: WORKRITE RaDIOS, Ltd.,
Brantford, Ontario icago, l1l.

Sales Department
THE ZINKE COMPANY
1323 Sco:.hI_VIichigan Blvd.

WorkRite Model 17

A single illuminated dial control 6-tube
radio receiver housed in a beautiful
walnut cabinet.

Price «+ « « « « <« < o $95.00

WorkRite Model 26

A 6-tube radio receiver housed in a
pleasing walnut console having built-in
cone speaker and ample space for batteries
Or power units.

Price« « « « « « <« <« .8160.00

WorkRite Cone Speaker

- Something New!

Send for Folder
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The new Exide “AB”
Power Unit—com-
plete “A” and “B”
power with socket
power operation.

AN EXIDE POWER UNIT

that combines both “A” and “B” power

A brand new addition to the
profitable Exide radio line

HE new Exide “AB” Power Unit—the very new-
- est addition to the famous Exide radio line—the
very last word in radio power engineering—is a
marvel of simplicity. Master Control Switch
Careful engineering has rendered it practically for use with “A” Power
foolproof. There is nothing to get out of order. Unit.
The user simply connects the Power Unit to his
set and plugs it into base plug or light socket.

Exide “A’” Power Unit
with trickle charger— .
in6-voltand 4-voltsizes. After that, his ““A” and ‘“B” power takes care of

itself. When he turns on the switch of his radio set, the
Unit furnishes current. When he snaps the switch off,
the used power is automatically replaced from the
house current.

The new Exide “AB”’ Power Unit will soon be an-
nounced in our national advertising. It is going to
create intense interest. More than that, because of the
quality that is invariably connected with any product
bearing the name Exide, it is going to create a demand
which you should be prepared to meet.

Let us know at once how many of these new “AB”’
Unitsyoucanuse. Check upontherestof yourExideline, ~ Exide 24-volt “B” Bat-
too, and order what you need to round out your stock, €'Y in glass cells. 6000-

milliampere capacity.
Standard Exide 6-volt

Also made in 48-volt
“A” Battery—rugged, ' size.
built in one piece. Also
made in 4-volt size. I

RADIO BATTERIES
THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia

Exide Batteries of Canada, Limited, Toronto




136 Radio Retailing, A MeG raw-Hill Publication

VERY model has either 7 or 9 tubes.

Completely socket powered, no bat-
teries. 9-tube models require no ground
or aerial. A new circuit entirely different
from all other types. Licensed under
Technidyne patents. Hair-splitting selec-
tivity with extremely simple tuning.
Needle-sharp sensitiveness gives unusual
range. Marvelous tone quality (Ferranti
audio transformers and Newcomb-
Hawley horn).

Beautiful appearance. Our cabinets are
designed and executed by a large maker
of fine pianos. Prices are what they ought
to be to give you a generous margin and

More

Improvements

by Slagle

What else could you want

to make a real killing
this coming season?

[C2-O]

yet provide a high-quality, dependable
instrument that will unquestionably give
lasting satisfaction to the owner.

Every jobber and dealer can appreciate
that set-up at a glance. We know the
game. Been in it over 15 years. We
know what you have to have to make
money out of radio. We're fixed to give
it to you. Why don’t you shoot us a
wire to get the entire line-up? We've
got something you can use to establish
a permanent relationship on the basis
of clean-cut profit to us both. Let’s
hear you say something,.

SLAGLE RADIO COMPANY, Fort Wayne, Indiana

Builders of Radio Receivers since 1911
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Quick sales to the whole range of prospects
if you have the complete line—

Stevens (peakers .| 2N

CONOIDAL

Whether the man who comes through your door looks like a big “Continuously Curved”
prospect or not—you’ve got what he really wants when you have the
Stevens complete line.

He’ll recognize the supreme quality of a Stevens the moment he hears
it. And you can explain that the quality will stay. Hot or cold weather,
wet or dry cannot disturb the “independent tension’’ of the diaphragm.
No need to handle this rugged speaker as though it were delicate. No

Diaphragm
the scientific curve of
true sound reproduction

danger of ‘“‘freezing’ the armature of the vibrating unit when using EXCLU S IVE
power tubes. The Stevens stays in perfect condition for perfect . . JE
performance. Scientific Supériorities
With the Stevens complete line you have a name .that guarantees 1| e S e (7t
fullest value for every purchase—and you get the maximum of business without breaking fibres of the material. Not affect.
ith th a..Q f " ed by watet, humidity, heat or cold. Strong, resili-
with the minimum of stocking-up expense. ent, does not require careful handling.
2 Conoidal curve—the sdientific curve of sound
. . reproduction. The entire fabric of diaphragm
Made by the Pioneers in Cone Speakers. is under tension — responsive to the full range of
tones and over-tones.
3 Permanence of tension — the 1dml tension of
STEVENS & COMPANY, Inc. and o aphregy Is permanent egandlons of irsage
46-48 E. Houston St., New York 4 The Stevens T.T. Unic “‘*‘.muf,t;;n;f::

proof
at even the highest ol ﬁen power tubes
are used. This unir is highly sensmve and rugged—
no shstomon even under extreme conditions.

5 Mahogany sounding board giving the fullest
resonance.

6 Full line of speakers—each carefully developed
~—to meet the full range of requirements.

\
g bﬂMEngfTN\
FATENT PROTECTlom /

> '-/'

- Model CT.27
Model WT-27—19in. 17in.

‘ Smooth beaded f; hand Colo d Modss A2
moot| aded frame in han nial model — » —_ i 14 §

Model PT-27—19 in. rubbed Jasper brown mahog- o oni lf\’amee - J?:;ei Model B-27 — 17 in. 14Y5 in.,
Height 524 ft., on Spanish Ren- any finish—Stevens Armature brown mahogany — seam- Equipped with Stevens 2-point Seamless Burtexconoidal
aissance metal stzndard—graang Unit and special output trans- lus Burtex conoidal dia- suspension armature unit— diaphragm—substantial
the most elaborate interior—every former — seamless Burtex con- phra in bronze with seamless Burtex conoidal dia- sounding board—Jasper
decorativeand electrical feature of oxdal diaphragm in bronze with ‘Golden Chime.”’Stevens hragm—hand rubbed frame— brown mahogany and
the Stevens line—20-ft. extension Golden Chime” — silk hang- Armature unit and special i per brown mahogan and bronze finish with
cord—peerless in the speaker field. ing cord with rosette. output transformer, ronze finish with olden “Golden Chime.”

Price ... ....%$65.00 Price . ......$45.00 Price . . . . $35.00 Chime.” Price . . $25.0 Price. .. $18.50
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Below is illustrated the BER-
WICK, Amrad Neutrodyne — 6
tube chassis, completely shielded,
single dial control, beautiful wal-
nut cabinet, built in cone speaker
of extraordinary quality, mounted
en baffle board. Operates on loop
or antena . .............5195

Bquipped for electrical operation,
requiring no batteries. ... .. $295

L AR B e B |
B mm Bm W W

Your distributor has sample sets
ready for you—the season is almost
HERE. and Amrad National Adver-
tising commencing in a few weeks
will reach more than 10,000,000
consumers.

[f you will drop us a line we will
be glad to give you the name of
the neares. wholesale distributor—
a.ud' the location of open dealer
territory.

Radio Retailing, A McGraw-Hill Publication

0 Illuminated dial

Calibrated with wave
lengths

Single control

Amrad Royal Series Receivers are genuine
SINGLE DIAL control, convenient and
positive in operation. To this feature is
added COMPLETE SHIELDING which
gives an ultra selectivity—a necessary
quality, especially in large communities
where there are conflicting broadcasting
stations.

AMRAD dials are illuminated with soft
glowing electric light, and the dial set-
tings are calibrated with wave length
numbers, a tremendous convenience to the
user of the set, for it means when he
wishes to get a station broadcasting on
400 metres he need not “fish around” but
simply turns his single knob until the
reading is 400.

THE AMRAD T
CORPORATION
Medford Hillside,
Mass.

Amrad sets are manu-
factured under license
contract between Radio
Corporation of America
and Crosley Radio Cor-
poration. Licensed un-
der Hazeltine and
LaTour patents issued
and pending. for radio
amateurs, experimental
and broadcast recep-
tion.

e ]

-J.-

E__ﬂ |
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The Sleeper Consolette
Price $175
A gem in appearance,
performance and
tone quality.
One of the new
Sleeper models

Breaking all

Summer sales records—

Success of New Sleeper Electric Models
surpasses anything in company’s long
history—New Cabinets—Big factor

All records of six years have already been broken
in the great summer demand for the Sleeper Elec-
tric sets. Dealers are finding an eager interest on
the part of the public in a set that requires no bat-
teries—that operates direct from house current
supplying uniformly and economically 180 volts
for the power tube—secret of supreme tone qual-
ity and the greatest contribution of electric opera-
tion to radio.

Absolutely No External Power Devices
Second only to tone quality is the wonderful con-
venience found in Sleeper Electric models of hav-
ing no external power devices and no complicated
parts requiring technical experience to assemble.
Installation requires only an aerial and ground,
the insertion of standard tubes universally avail-
able, the connecting of loud speaker and plugging
in to the nearest lighting socket.

No electric set is simpler, more dependable, better
priced, or more sound in engineering features.

The sudden universal public interest in electric
sets and actual buying enthusiasm has advanced
the radio season many weeks and caught most
manufacturers with development work unfinished
and delivery impossible at this time.

Here Sleeper dealers have a tremendous advantage
because two full years of research are behind the
Sleeper electric sets and six full months of actual
preduction in quantity, with field experience from
all parts of the country.

Now months ahead of any previous achievement
Sleeper offers immediate delivery in quantity of
the complete new line of both A. C. and D. C.
electric models for 1927.

These include in addition to the popular priced
Type 64 Scout at $160, and Type 65, Serenader at
$175, the exquisite new polychrome Consolette at
$175, illustrated above, the Heppelwhite Scout
Console at $235, and the Imperial Console at $265.

Correspondence is invited from dealers and distributors.

Sleeper' Z2/2 ¢ /77 ¢ Radio

SLEEPER RADIO & MFG. CORPORATION

GORDON C. SLEEPER, President
462 Washington Avenue, Long Island City, N. Y.
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Tomorrow’s Ideas Today o

135 Volts on Alternating or Diréct Current

Quality radio equipment that
meets the popular demand

Eureka B .Battery Eliminator

Works from any A.C. or D.C. line, regardless of the A.C. cycle
frequency; buffer condenser of the self-healing electrolytic type—

guaranteed to operate any set from one to ten tubes with one
112 or 171 Power Tube

Demco A, B and C Power Units

Of a new and revolutionary type. These units are built to operate
on 110 volts either A.C. or D.C. They require no acid, paste or
liquids. Guaranteed to operate any set from one to seven 201A
type tubes and one power tube.

Demco Automatic Charger

This unusual type of dry charger has complete automatic voltage
control. It cuts on when the battery voltage drops one-half volt
and cuts off when the battery voltage again reaches maximum ca-
pacity. Will last a lifetime. No replacements necessary.

All patents owned and controlled by us. Patents applied for and
patents pending.

Items are popularly priced to assure you of quick sales and rapid
turnover. Our merchandise is fully guaranteed. Replacements
are left to jobbers’ own judgment. We will be glad to send com-
plete particulars of our proposition to dealers, jobbers and manu-
facturers’ agents. Territory available for those who qualify.

National Advertising Campaign

Write or wire for particulars today

Dooley Electrical Manufacturing Co.
1521 Market Street, Wheeling, W. Va.

—-ﬂ
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Engineering Leadership

Robert Wuerfel

prominently identified with ecircuit con-
struction for a number_ of years. Mr.
Wuerfel working with Mr, F, O. Hart-
man, produced the present highly
simplified layout of the Loftin-White
circuit in the Arborphone Model 25
series.

PROGRESSIVENESS, advancement in design

Edward H. Loftin

formerly Lieutenant - Commander
U. 8. N,, in charge of Radio Research.
Commander Loftin and S. Young
White developed the now famous
Loftin-White circuit, which is at
present used in the magnificent Model
25 series of Arborphone receivers.

Constant coupling, a non-reactive plate
circuit. complete independence of plate
capacity, and an equal transfer of
energy at all frequencies are a few of
its outstanding advantages. It has
been pronounced the last word in_ ecir-
cuit design by the highest authorities.

S. Young White ¢

an independent radio engineer and ex-
perimenter of note, and co-designer of
the Loftin-White circuit.

V. E. Morrison

degigner and manufacturer of speaker
units for many years, and known
throughout the industry as one of the
leading speaker engineers. Mr. Mor-
rison counts as his highest attainment
the present Arborcone and Arborphone
speakers, which have been called
marvels of reproduction by acoustical
experts.

F. O. Hartman

who, as Chief Engineer of the Hart-
man Electrical Manufacturing Com-
pany, has been for many years recog-
nized as an authority upon the layout
of circuits. The elemental simplicity
of the present Arborphone winning lay-
outkis due largely to Mr. Hartman's
work.

and con-

struction, the ability to build better receivers—in short,

the real

“up-and-coming-ness’” in a company that spells
substantial success, can be well expressed in terms of engi-

neering leadership. 'The highest type of talent is attracted

to the wide-awake, forward-looking organization.

Without comment, we present the men who have been
instrumental in making the 1927-28 Arborphone line the

leader in performance and a marvel of layout and construc-
tion. It is imposing testimony to the ability of Arborphone
to stay a step ahead.

Complete details in the new line are yours for the asking.

PRECISION PRODUCTS COMPANY

Ann Arbor, Michigan

141
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The Companionship of a
Hyatt Portable

Relieves dreary days or nights of their monotony.

There is an individuality about the HYATT Portable
that engenders companionship. Wherever you go, wher-
ever you are, it is a dependable source of entertainment.

If you have a standard radio, it belongs to the family.
If you have a HYATT Portable, it belongs to you. It may
be taken to the seclusion of your own room— to your
office or to your summer camp. When you travel, it provides

entertainment en route, and at

High grade two-tone brown leathererte  your destination it is still on
case with nickeltrimiings. Beautifully the iob
embossed loop panel in gold relief Job.

28 Ibs. completely equipped. No home is complete without a radio.
N
accessories '

Trv it and you'll buy it '— Hyatt.
ELECTRAC T CORPORATNON

836 N. WELLS STREET \ﬁcm&o, ILLINOIS

L IRES BT

New Model A

5

{1}

Worite for Data Sheet and Prices

TR TH NN

g NEW 1927-28 of the
new
g n H Type
- CONES g,(} THERES
3 . as- FOR
ONOQOCHORDE quality is now available in Glled el Y?gp-
every price class—Cones from $15 to $35 in € ASKYOUR
Table, Wall and Floor Standard designs. Each Recti-
Model incorporates the exclusive Sonochorde fea-
tures—incomparable tone quality due to the special, £ fier
patented unit ; rich wine-colored silk front; protected g
back; etc. £
Write Now for Sonochorde Franchise 15 - g
Dept. C. E
Bouberte MFG. Co., Chelsea, Mass.
Senior I Floor é
Model $25 Standard £ | _
Wall Model é = . TRADE MARK REG. 4 4
~ Model 27 . RADIO PRODUCTS
Equalizors, Suppressors, Drum Dials
Battery and Electric Sets
Write for Catalog
THE LANGBEIN-KAUFMAN RADIO CO.

Dept. M, New Haven, Conn.

LT HTTHIG

NI
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EAGLE Automatic Socket Power Units

Eagle Dry-Disk Battery Charger

Bone dry—no tubes, no acids.

One-half ampere trickle rate, one and one-half
ampere high rate. Absolutely cool and quiet in opera-
tion. Guaranteed for one year.

Coupled with Eagle Automatic “B” Socket Power
forms economical “A” and “B” power supply,
automatically controlled from radio set.

Size 71" x 43" x 43", Price $15.00 complete,

Eagle **B” Socket Power Units
Eagle “B” Socket Power — Type 135

Will operate up to eight tube set. Delivers 150 volts at 40 mils:
Ample binding post connections. Variable voltage controls. Auto-
matic relay built in each unit with flush receptacle in rear to
attach trickle charger. Requires one Raytheon “B-H’’ tube.

Size 43 x 956 x 7"". Price $28.00.
Eagle “B” Socket Power — Type 180

Will operate any set irrespective of number of tubes. Delivers 180
volts at 60 mils. Will deliver 240 volts at 30 mils. Three variable
voltage controls. Ample binding post connections. Automatic
relay built in each unit with flush receptacle in rear to attach
trickle charger. Requires one Raytheon “B-H” tube.

Size 514" x 93" x 81", Price $37.50.

Approved by Raytheon

Eagle **A” and ‘“‘B”
Radio~-Powr Unit

Not a trickle charger combination, but a powerful
“A” and “B” supply for multiple tube sets. Fully
automatic. “A” supply up to 3 amperes at 6 volts.
“B” supply 180 volts at 60 mils. Variable to
accommodate all sets. Absolutely quiet and cool in
operation. Fits into any ordinary size console
cabinet. Extremely compact.

Size 16" x 8" x 8. Price $79.50.

Approved
by Raytheon

Prices of eliminators and “A & B” Radio-Powr
do not include tubes.

Write for catalog sheets, folders, electros, etc.

EAGLE CHARGER CORPORATION

121 North 8th Street, Philadelphia, Pa.
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No. 21 Jewel Case—List Price...... $10.00

. Speakers that
“Speak True”

The utterly faithful reproducing qual-
ities of Velvet Radio Speakers have
won them a place second to none in the
esteem of radio enthusiasts. Dealers in
every section of the country enjoyed a
tremendous business on this line during
the past season. And in the coming
season, with the new models that have
been added to this well-known line,
still greater sales are assured.

No. 18 Coniform
List Price. .$25.00

A few popular Velvet Speakers are
illustrated on this page. Other models
range in price from $7.50 to $100.

Now is the time to associate with the
organization which pioneered the long
air column speaker idea.
Chicago Office for details.

Write our

No. 9 Reflex Lantern.
List Price....$12.

50
Reg. U. 8. Pat. Off.

Radio Spealers

Manufactured by
BORKMAN RADIO CORP.
Salt Lake City

General Sales Office
230 East Ohio Street, Chicago

Radio Retailing, A McGraw-Hill Publication

GENERAL
INSTRUMENT
66
/

PER
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Eliminator

HE PERMANENT “A” is a GENUINE

eliminator. It does NOT employ a trickle
charger or a storage battery in any disguise what-
soever. The fact that no power is delivered to
radio receiver when main line is cut off proves
this beyond a doubt. Make this test and con-
vince yourself.

The PERMANENT “A” has no tubes. There
is no acid to spill. No AC hum on any set. This
instrument is the first unit to successfully supply
“A” filter current without causing any disturb-
ance in the radio receiving set. There is no
rewiring whatever required. Simply connect the
PERMANENT “A” the same as you would

connect your storage battery.

Requires no dealer service. Every PERMA-
NENT “A” sale will make a permanent cus-
tomer. Write or wire TODAY for further

details.
List
Prilcse‘ $ 3 9 :_59

The PERMANENT “B” Eliminator is housed in a con-
tainer the same size and finish as the PERMANENT
“A. This PERMANENT “B” will deliver 180 volts
at 60 mils. Suitable for any set. Lists for $42.50.

GENERAL INSTRUMENT CORP.
477 Broadway, New York City

PERMANENT “A" Eliminator: Deliv-
ers 2—214 amperes, Operates on 110
volts AC, 60 cycles. Consumes only
between 50 and 60 watts at maximum
load. Size 8% inches high, 6 inches
wide and 8% inches long. Weighs
approximately 21 1bs.
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Long Compensated
Exponential Air
Column Type.

¢ TEMPLE SPEAKER

improves ihe tone quality of ANY radio set

4
7

The Temple Speaker is not just the way your customers buy
“another speaker” for you to sell. speakers and that’s the way you
To the contrary it is truly a musical should buy them.

instrument that sells itself. _ ) .
Here is a speaker that is worthy in

Wherever the Temple is heard its every way of your most enthusi-
audience is more than enthusiastic astic support. It will add many
—it marvels—for no one believed more dollars to your profit sheet
that such reproduction of tone was this fall.
ossible. o .

g Rigid sales policy backed by exten-
Listen to the Temple once. That's sive advertising campaign.

13 inch priced at......... ... $29.00 West of the Rockies. ... .....$32.00
18 inch priced at............ 48.50 West of the Rockies. ........ 55.00
Console Model priced at.... 65.00 West of the Rockies. ........ 75.00

TEMPLE, INC,, 213 S. Peoria St., Chicago

Sales Offices in All Principal Cities

LEADERS IN SPEAKER DESIGN

9
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SUCCESS
In Duplicate

it’s yours, too

The New
Departure
SupertronTubes
by a chemical process
are better and more
profitable tubes —
including a qaseous
eliminator tube—
If you have not

proven that

to yourself .

The Cage'
Antenna
by Supertron

with a qood profit
A complete
aerial unit
without a doubt
~as to its
performance
prove it.

Do it now
Its easy

Do it now
Its easy

A A
Complete Ccmplete
Line Urit

*COME ON”

Member of the Radio Federation. Ine,

SUPERTRON MFG. CO.
Hoboken, N. J.

Export Dept. 220 B'way.. N. Y. C.

is a BIG seller .

I

Overall  Di-
mensions 18
in.x31% in

Availeble in
three attrac-
tive designs.

Type P.1.

Baritone Picture Cones
Radios Latest Utility

&~
Beautiful oil paintings on genuine velvet.
Add to this a mellow-toned Baritone Cone
Speaker, and vou will readily appreciate the
unusual value in these Baritone Picture Cones.

The cone speaker and unit are efficient on all
pitches. You hear rounded notes throughout
the entire audible range, and the speaker and
unit are so mounted that not only does the
sound deflect from the wall, but actually
comes through the picture.

T Y
9”7 BOX CONE S REG US PaT nr@\\
Especially  de-
signed to fit in
consoles. Is a
marvel and
must be heard
to be appreci-
ated.

Baritone Horn Unit

All Baritone Speakers offier genuine and
natural radio reception with perfect amplifica-
tion over the entire audible range.

BARITONE MFG. CO.

844 W. Jackson Blvd., Chicago, Ill.

L BARITON E-
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Modcl 687, Cuno Radio Reel
Handsomely finished in nickel g

and mahogany brown enamel

Complete with automatie
ratchet controlled rewinding
reel. 26 feet high grade cord

and terminals. 53.75

6,600,000

That's the estimated number of receiving sets in use.
Every owner of a set skould have a Radio Reel. It's
simple, yet reliable. It's easily attached, with two screws,
to cabinet, table or set itself. By connecting between
loud speaker jack and horn, the loud speaker, or an ad-
ditional loud speaker can be moved to another part of

“

Place your order with your jobber today, or write us
for prices and detailed information.

fU
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Radio Set Manufacturers:

We make a special model to
be built into sets. Write
for detailed information and
prices.

Stblex Sales!

the same room, into the kitchen or out on the porch. The
cord is kept free from kinks and tangles when in use and
out of the way and protected when not in use. You can
profit by the sure appeal to every set owner. Handsome
display card packed in each carton containing six reels
in attractive individual boxes.

Meriden, Conn., U. S. A.

o,

The
CASE
Line

Nine models
from $65 to
$475 incorporat-
ing radio’s
latest develop-
ments—AC tubes
or battery operated
artistic cabinets;
tried and proven cir-

cuits; selectivity without
sacrifice and ample volume.

The “‘90"" Line
9 Tubes + Loop Operated

Visitors to the Trade
Show were loud in their
masterpiece. Hear it once an
most wonderful, sweet-toned musical instrument I

have ever heard.”” Inductive semsitivity control;
> 9 tubes; Technidyne circuit;
full-throated concert speaker
With 9 AC tubes complete, ready to”
plug in light socket, $475

<l:)ra.ise of this radio

e

o

de Show

Real

PROFIT
Leaders

A line of out-

standing six

and nine-tube
radio sets
plannzd to meet
the desires and
pocketbooks of
every type of buyer.
Skilfully designed
and carefully manufac-
tured to give greatest
satisfaction to every owner.

you too will say “‘the

$350

Receiving Sets, Automatic
Chargers and Accessories

INDIANA MANUFACTURING AND ELECTRIC CO., Marion, Indiana
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$Q5:00 Withoue They take the

Accessories

Lone Wolf Portable

with them!

The public want radio at all times—swvherever they
go. The LONE WOLF PORTABLE is small,
compact and efficient, answers the public demand for
good radio entertainment, accessible at a moment’s
notice. The LONE WOLF PORTABLE is a
pleasure anywhere it is used—on a train, in the car,
on the water, at camps and resorts, and ideal in the
home, as it can be easily carried to any room in
the house.

The LONE WOLF PORTABLE has many advan-
tages—it i1s a compact, six-tube set, everything in
one small case, batteries, loud speaker, concealed
aerial which swings in front door—an exclusive
LONE WOLF feature, which eliminates unsightly

wires on top of set; single dial control, voltmeter,

Highest El‘ald(‘ ofi black seal grain fabricord with phone jZleS and an outside aerial attachment. Mar-
corners and handle of genuine leather—173§ in. . - Tter N N N
wide. 13% in high. 8% in. deeh.  Welgns less velous tone quality, volume and knife-like selec-
than 29 lbs. tivity—it is alone in the field of modern radio.

“LONE WOLF” sets are also avail-
able in a number of popular models.

4725 Clifton Ave., Chicago, Ill.

LRI TS LT RAAT RS R TV S S TR I TS TR

Now Available to Non-Members , 1,13,

FANS

Are learning of
Televocal Quality Tubes

every month by our advertising in
the big National radio publica-
tions. Take advantage of this
advertising by ordering Televo-
eal Quality Tubes from your
jobber, Televocal Tubes are
made in all standard types.

HE most comprehensive survey

of radio patents, adjudications . Televocal Corp’n.
. . . Televocal Building,
and pending suits ever published. Deot F. 585 130 St
West New York, N. J.
A classified and indexed list of U. S. : - l
.. .. 5 i
patents pertaining to the radio in- 5 T ; - ’
dustry with a periodic supplemen- g !ELEVOCA
tary service. g QUALITY
Write immediately for details § } TUBES
RADIO MANUFACTURERS’ ASS’N, Inc. § V/ i
32 West Randolph St. g / Mg
: CHICAGO, ILL. : , %,,, Y
ST TTTNTRITH! LTI glllllllﬂﬂml"ﬂml""m""mm"mmm“"m|l"""ﬂlll"""ml"||1|l"""m"""lIH"IIII"IIII"I||||lll""lml""l““ll"llllIllllll ;
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The NEWEST
OWERIZER

Reg. U. S. Pat. Office

Mpr. Dealer:

ET us show you how to make money
by changing most commercial radio
sets into real electric sets with a de luxe
tone. Anyone who can read simple direc-
tions can do it in from thirty minutes to
one hour. All de luxe sets use the 210 tube.
Powerizers make electric de luxe sets out
of any set.

PXY~Radiola 20

Gives genuine ABC power
supply and the marvelous
POWERIZER tone to the
Radiola 20. Uses®* NO
batteries, liquids or
paste. Made complete
in a compact, beautifully
finished container. Draws
between 40 and 50 watts
only when set is on.
Uses 280 as rectifier and
210 as amplifier. Com-
plete harness and adapt-
ers included in output.
List without tubes $59.00

With tubes ..... $73.00 &

Solves the “A”Power
Charger Problem

ERE’S an “A” Power Charger that is
absolutely “fool-proof”’—nothing to wear
out—nothing to burn out—cannot be harmed
by incorrect hook up—requires no attention.

Charg-a-matic is wholly automatic. It
charges the “A” battery up to 6.9 volts and
automatically shuts off. When voltage drops
to 5.9 it automatically starts charging again. It
has a charging rate of from 1 to 114 amps. on
standard line voltages and it works perfectly
regardless of the size and amperage of battery.
Charg-a-matic offers a genuine opportunity to

the aggressive dealer. Mail the coupon today
for complete information.

PXY—'AQ Ko

Gives genuine ABC power
supply and the marvelous
POWERIZER tone to
any Atwater-Kent Set.

| S temtee. thie —No tube

:zl}lgde:)l“;s a‘{)eg“srre.much like —XO llquu.i

List without tubes $60.00 —Automatic

With tubes ..... $74.00 -—Requires no attention
—-Permanent

—Cannot be burned out
—Retails at $13.75

Use the Coupon!

There are four other POWERIZER models which will
be big sellers. PXY-1, which gives the famous
POWERIZER tone and “B” battery elimina ‘on. PXY-2
gives “B” supply and 2 stages of audio amplification.
PX-2 is a socket power two stage Power Amplifier with
ABC supply for its own tubes. P-1 is the still popular
POWERIZER of a season ago.

Jobbers and Dealers:

Write us TODAY for folder 1009-R, “Real Ml gobver ... . . . o
ABC Socket Power with Real Tone.” It con- A

tains much information that will make money = @] 7 o orrroerrirerroorannney il RS B SR T
for YOU this season.

JOHNSON MOTOR PRODUCTS CO.,
308 No. Sheldon St., Chicago. RR.8

Please enter my order for a sample Charg-a-matic at

$13.756 less my regular discount, to be shipped thru my
jobber,

Address .

Licensed by Radio Corporation
of America and Associated Companies

Radio Receptor Co., Inc
106 Seventh Ave., New York

OTOR. PRODUCTS CO. - |

NORTH SHELDON ST. CHICAGO

M
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What’s the matter
with this proposition?
You want to make money So do

Here is a solid Mahogany Cabinet
and we mean Solid Mahogany
that will give any set a wonderful appear-
ance and women are fussy about
appearances. It has space for batteries or
eliminators and is 18" x 30’’, with a list
price, including Newcombe-Hawley Con-
sole Grand reproducer, with 8’ air column
and"the Baldwin Concert Unit.

wel!

Put Radiola 20
sets 1n one of
these cabinets . .
and watch vour
sales increase.

o, e I mmp-o:u.ch

And that’s no idle boast— for it’s being
done! We believe in giving them what they
want at a reasonable price. Instal-
lation of set and speaker can be made in a
few minutes. And the prices they
are unequalled anywhere in this country.

ANl Cabinets packed in plywood cases suspended so that no
finished surfaces touch the case.

Write for special Watsontown proposition.

Watsontown

Table & Furniture Company
Watsontown, Pa.

The HANDY

Automatic
CHARGER

This Fall you will find your customers asking for a dependable
charger that is simple to operate—one that has no switches
to throw or connections to change—one that can be hooked
up and forgotten—a charger that operates automatically.
Sell them a Handy. The new Handy “A™ Type Charger
is what they want. It is permanently hooked up to the
set. When the set is turned on the Handy is off. When
the set is off the Handy replenishes the “A™ battery
strength at a 2 to 2} ampere rate, turning itself off
automatically when the full ““A™ battery strength
is reached. In the same manner the “B” power
supply is controlled from the radio filament
switch by means of a series automatic relay
which isa part of the Handy “A™ TypeCharg-
er. Raytheon or Tungar type rectifiers are
employed. In its new green Krakle case, the

Handy is an accessory whose beauty is
only equalled by its ability tofurnish dependable,
automatic charging service. Write for literature.

COMPLETE

Handy\ Full Automatic Switch

For those who have a charger, battery, “B”

power unitand set, this separate Potentialand
Series Relay gives complete automatic control.
Automatically connects charger to battery and
shuts off charger
when full “A” bat-
tery strength is reach-
ed. Also automatically
turns “B* power unit on or
off as the set is turned on or
off. A big seller to nearly all
set owners. Ask jobber or
write now for literature,7 7 7 7 ~

INTERSTATE ELECTRIC COMPANY
4351 Duncan Ave. St. Louis, Mo.
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Sell the Chassis

BECAUSE IT IS THE CHASSIS THAT
DETERMINES POPULAR APPROVAL

OU can be positive of the Audiola

chassis. We were positive of its design,
performance, and super-sturdy mechanical
construction before we announced this new
single dial radio.
When you sell an Audiola Radio, (cabinet,
console, or Baby Grand) you sell exterior
beauty and interior (chassis) perfection.
The new 1928 Audiolas, both 6 and 8 tubes,
are very attractive and the Audiola chassis
will sell radio sets for you in profitable
numbers.

Stage shielding is used—each tuned circuit including the
tube is individually shielded. Two knob control, the
Steering Wheel to select the station, the Throttle to_con-
trol the volume. Audiola has made a distinct gain in
selectivity and distance obtainable.

Qur complete line is
distributed thru
recognized jobbers.

6T—Six Table Model $75.00
8T—Eight Table Model $125.00

6 Spl. C.—Six Special Console
$110.00

6C—Six Std. Console $175.00

8C—Eight Std. Con-
sole $225.00

6B—Six Baby Grand
$225.00

8B — Eight Baby

Grand $275.00

Complete sales co-
operation thru our
advertising program.

Get details now.

AUDIOLA RADIO CO.

430 S. Green Street
CHICAGO

1435 Hamilton Avenue

NOW

We are giving the Trade this Fall the most complete
Profit Making Proposition we have ever offered.

Acme Sales tripled this year—3 times the volume of a
year ago.

Why not cash in on this popular line?

Put in Acme Power Equipment and grow with us.

Acme Power Units mean real profits
for you. And they are easy to sell!

Consider these Facts!

1. There will be more Acme advertising in Magazines
and Newspapers than ever before.

2. You are invited to share in the sales which this
immense nation wide campaign will produce.

3. You will be supported by Window Trims—Folders—
Direct Mail Literature and similar helps.

4. Back of this there is an attractive trade discount await-
ing you.

Our Factory is already working over-
time on Dealers’ and Jobbers’ orders

This is why!
Acme Power Equipment is designed by pioneer engineers
in the Radio Field. Men who know how to build Power
Equipment that gives universal satisfaction.
This is known by every dealer now handling Acme Power
Equipment.
Acme Radio Products are sold at popular prices and are
fully guaranteed.
Each Acme Unit is compact and attractive.
It gives surprising power and maintains its ability to do so.
Acme Power Equipment Line includes

Acme “A” Power Unit

Acme “A & B” Socket Power Units

Acme Automatic Control Switch

Acme Two-Rate Trickle Charger

Acme Universal “B” Supply Units

Acme Trickle Charger with Automatic Relay

Acme Universal Charger
The need for this equipment exists with every set owner.
You have but to cash in on it.
Leading Jobbers everywhere sell the Acme Line. If
your Jobber cannot give you immediate service, write us.

ORDER EARLY—send for our new
Sales Plan TODAY

Factory Representatives in Boston, New York City, Philadel-
phtg, Cleveland, Chicago, Milwaukee, St. Louis, Atlanta, Des
Moines, San Francisco, Los Angeles, Fort Worth; Toronto,
Canada.

See our advertisement in Radio Retailing June issue,
page 179, July issue, page 169, for further information on
Acme Equipment.

.....

Est. since 1917
10 years’ successful

THE ACME ELECTRIC and

MANUFACTURING COMPANY.

manufacturing experience.
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IS DOING

Cleveland, Ohio
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Webster “Bone-Dri” A, B & C
socket-power units make standard tubes
the standard for quality and economical
radio reception. The 3,500,000 radio re-
ceivers with 4 tubes or more at present
in use in homes electric-lighted, can now
be provided with all the economies and

Radio Retailing, A McGraw-Hill Publication

Webster “Bone-Dri” “A,” “B” and “C” Socket-Power Units—Raytheon Equipped. As Dry as the Hot Sands of the
Desert—Perpetual Current as Silent as the Sphinx

the B batteries—the parts that give
the most trouble and expense—and put
in a “Bone-Dri” A-B unit.

Buyers of new sets can avoid costly
expenments with so-called “revolution-
ary” equipment—not yet time-tried—by
selecting standard equipment which has
proven eflicient and dependable and
equip it with “Bone-Dri” socket-power
and have the most up-to-the-minute re-
ceiver.

To the Dealer

To get your share of the tremendous

vear-round demand from now on for
battery eliminators, you'll need “Bone-
Dri” socket-power units in your stock.
They are quick sellers at a sure profit
and every user is a satisfied booster.

If your jobber can not supply them,
it will pay you to wait and write or
wire us for the name of the nearest
distributor and free booklet, “How to
Eliminate the Batteries.”

THE WEBSTER COMPANY
848 Blackhawk St. Chicago
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These radio
record

and better
exhibitions foreshadow a
breaking 1927-28 radio season. All
representative manufacturers of
radio receivers, parts and acces-
sories will display their new lines.
In addition, there will be special
business sessions for the trade,
affording dealers, jobbers and dis-
tributors an ideal opportunity to
familiarize themselves with the
latest developments in the industry.
Every progressive radio merchant
should attend one of these shows.

National Radio Day
September 21
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TIP TABLE Cone SPEAKER Model 70

zs Furniture as well

ODEL 70 shown at right, is the new
m Teletone Tip Table Cone Speaker.

It stands out not only as a new Teletone,
but as an astonishing advance in cone
speaker designing and reproduction. As
shown in the illustration, it is a speaker
which can be sold as furniture as well.
Its highly finished two-tone mahogany
case is especially rich. The mahogany table
top on which the speaker is mounted is

18 inches in diameter, thus permitting its
use as a decorative end or lamp table. Bridge
with music beneath the finger tips is one of

List Price, $40.00

Tip Table Cone Speaker Model 70, packed in
individual corrugated containers, net weight

9% pounds, shipping weight 20 pounds

the many powerful selling features that vou
YP g y each, Equipped with a twenty foot cord,

can develop for this speaker. The cone is
so mounted as to use the entire wooden
casing and table top as a sounding board.

TELETONE CORPORATION OF AMERICA
Third St. & Van Alst Ave., LONG ISLAND CITY,N.Y.

EARCHLIGHT SECTION

SURPLUS STOCKS—BUSINESS OPPORTUNITIES

UNDISPLAYED—RATE PER WORD': INFORMATION: DISPLAYED—RATE PER INCH:

Popitions Wanted, 6 cents a word, minimum Bog Numbers in care of any of our offices 3 inches $6.65 an inch
8.20 an inch

. ny
1.25 an insertion, payable in advance. count 10 words additional in undisplayed ads. to 14 inches
Pogitions Vacant and all other classifications, Discount of 10% 1f one ];
payment is made in Rates for larger spgces, or yearly rates, on request,
10 cents a word, minimum charge §$2.00. advance for four consecutive insertions of An advertising inch i3 measured vertically on
Proposals, 40 cents a line an insertion. undisplayed ads (not including proposals). one column, 3 columns—30 Inches—to a page.

Radio Retailing
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POSITIONS WANTED

Technical Service (Agency)

RADIO t, 6 s di i ’
rﬁct:i\;{i;gfp:;}tls andytéigigr;?négoﬁi:pﬁgﬁggfe 217 Broadway, New York F REE RADIO
of ta ory ;
?ggts rlé?%gcnc%:;g%rs; lsc;lq(;lzigr:‘. aNg:‘%haJs, RADIO PERSONNEL EMPLOYMENT
L neoln Bty Chicago. EXECUTIVE — ENGINEERING — SERVICE

RADIO manager and buyer. 37 vears of PRODUCTION AND SALES
age. Five years’ experience in buying
and selling. At present manager of b
;adxo d%pax;tment ]for ]arges S}; Louis P should call on our Free Radio Em-

ouse. refer to locate in St. Louis or We want your 1 S i h dditi 1

s . q plovment bService when additiona
ihe L}g“}{il% }Veﬁt. Pglv&w' Sf:adﬂg Bet&“' SURPLUS RADIO STOCK employees are needed. Thoroughly
ng, Be €‘ephone &, St uis, Mo. A A trained, experienced men supplied any-
N N Send us your list and lowest where in the U. S. or Canada on 48

EXPER}IENCE% men in lthe radio field, cash price stouss‘ notice. é‘lot fjhargt; for servflce.
can ocate etter employment oppor- end post car oday for our free

tunities thru the positiorPs v{anted corljllx)mn EMPIRE RADIO CO. monthly bulletin, Address National Radio

in_the Searchlight Section of Radio Re- 216 Washington St., Institute. Dept. R.R., Washington, D. C.

tailing, Boston, Mass.

: b

If you want to buy or sell surplus
Radio Stocks—

Employers in any line of the Radio
industry (or in allied industries)

make it known to others in the field through an advertisement in the
be glad to dispose of. Your advertisement in the SEARCHLIGHT
SEARCHLIGHT SECTION. Somewhere there is someone that has
surplus stocks that you want or wants surplus stocks that you would
SECTION will reach the greatest number of men in the radio field, at
minimum cost. See heading for advertising rates.
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VICTOREEN

Research”
] /
Mns/lgazn

ROM the Victoreen Laboratories now comes a

greatly improved method of audio amplification.
The goal of engineers for years has been attained—
perfect reproduction throughout the entire musical
scale. :

From the low bass notes of the organ, bass viol or
tuba to the high harmonics of the violin—all are
brought out with a fidelity which makes it impossible
for even a highly trained musical ear to detect the
difference between the reproduction and the original.

Into one compact unit are combined two audio
stages. Two “112” tubes are used, with plate voltages
up to g00. Having only the one unit for the two
tubes, installation is greatly simplified, assembly is
more compact and neat, and results are infinitely better.
Until you have heard the new

VICTOREEN 112
Audio Tfansformer Unit
you have not heard the best.

Opens a New Field for Sales

This new transformer unit can be incorporated in practically
any radio set, new or old, with vastlr improved results.
There is a sale for hundreds in every locality. The retail
price of the complete uni!: is only §ZZ.00. apd there's a
splendid profit for you. Write for full information.

(. SUPER QUALITY ]
% RADIO PARTS i

The George W. Walker Co.

Merchandisers of Victoreen Radio Products

6528 Carnegie Ave., Cleveland, Ohio

Makers also of the famous Victoreen Long Wave Super Coils, Master
Control Units, Rheostats and Audio Control Units.

Radio Retailing, A McGraw-Hill Publication
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WE GUARANTEE
that this

Sylvania Super - Sensitive “Detector Tube

TYPE S$X-200-A, Serial No.

laced in the detector socket of any radio receiving set
and given 45 volts of “B” battery, will give the set greater
distance receiving range and more volume in the reception
of weak signals, than any other tube.

If the purchaser does not obtain these results, the dealer
is authorized to prove this guarantee to the purchaser’s
satisfaction or return the tube for full credit.

SYLVANIA PRODUCTS COMPANY

Emporium, Pennsylvania

\ND you don’t have to try, for we stand

~\ directly behind the dealer who promises
his customers that Sylvania Tubes will give
greater distance and more volume than any
other tube on the market.

We can afford to, because Sylvania Tubes of
every type are so carefully made and tested that
returns are mighty few and far between.

(Date of Sale)

Back of this guarantee is an independent organ-
ization admirably situated to put forth its best
efforts in the making of intricate apparatus. No
congested markets, no competitive labor, no
“whistle-jumping "’ mechanics; but a contented
community of unhurried, conscientious workers
of exceptionally high calibre.

Such advantages show up in the product.




The Radiotron
is the standard vacuum tube
for laboratory tests through-
out the radio mdustry

{ B

R I LAST AUDIO STak
-..--’,

Large sales volume
Low stock irvestment
Advanced mgz"rzeef' g
High margin of profit
Steady rate of turnover
Assured  consumer demand
Complete line for every prrpose
Greatest national advertising campaign

'."n-r.’

Radiotron
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