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SPEAKER

change of design. It represents the out-

NEW_—in the Farrand
lexicon — is something
more than outward
growth of constant research and experiment.
It signifies marked tonal improvements—in
quality, in range, in volume-acceptance.

The Farrand Concert Speaker is NEW in

all these virtues. Its advent marks an even

L%

further success in cap-
turing the wanted BASS
tones —richer, fuller,
clearer—with all the pleasing treble retained.
Designed in the manuer of a fine portrait
frame —richly finished walnut, 22 inches
in height — its eye-value, likewise, sets it
above and apart from other speakers.
Your Farrand distributor will supply you.
-— W —

& —_— T =S
FARRAND MFG. CO.. INC..
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2,500 Miles to Ask a Question

THE other day a young man walked into Radio
Retailing’s editorial rooms and asked to see the
technical editor.

“] am so-and-so,” he said, “and I've just come
in from Mexico. We have a serious interference
problem in " (mentioning the name of a mining
town in the north of Mexico) “ and I'd like to
ask his advice.”

The story is just this—the young man was a min-
ing engineer connected with a company operating
large mines in Mexico. The mines generated their
own electric current to run their machinery, and the
generators were creating so much interference with a
broadcasting station nearby that the station’s pro-
grams were being seriously impaired; to such an
extent, in fact, that it was practically impossible for
the station to send out an unimpaired signal.

All knowledge and means at. their disposal had
been used to remedy the situation, but without avail.
The next step occurred when the mining engineer
arrived at Radio Retailing’s New York office.

He was journeying to New York on other business,
but one of the first things he did upon arriving was
to seek the advice of this publication concerning his
interference problems.

Inthe Editor's Mail

I want to write and congratulate you on your splendid
editorial that appeared in your December issue entitled “Keep
Your Shirt On!”

I read this article many times, and think it most timely
and sensible. We need more straight thinking like this in
the radio business. HaroLp J. WRAPE,

St. Louis, Mo. President, Benwood-Linze Co.

* * *

Just a line to congratulate you on “Keep Your Shirt On.”
It certainly was to the point and as far as the writer is con-
cerned, expressed his own thoughts exactly.

There is nothing to be gained by going into the dumps
over slumps. We are out after every nickel’s worth of
business that we can see on the surface and believe we are
getting our share of it. ARTHUR Moss,
New York City Treasurer, Electrad, Inc.

* * *

I have read and re-read “Keep Your Shirt On,” and I,
want to tell you how close this comes to a “Bull’s-eye.”

I am calling this article to the attention of all our dis-
tributors and if they have read it I want them to re-read it.

W. H. HETZNECKER,
Emporium, Pa. Sales Manager, Sylvania Products Co.
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tromberg-Carlson

The Distinguirhed Service Medal of
the United States. Awarded to those
who have distinguished themselves
by deeds of valor on the field.

Broadcasting that
helps the dealer

Stromberg-Carlson broadcasting every
Tuesday night at 8 o’clock over Stations
of the Blue Network is definitely de-
signed 0 aid the dealer in selling
Stromberg-Carlson Receivers.

/One Qua/iz‘y Sells it e

The broadest appeal to the radio buyer and one to which most people
respond, is the Quality of Tone which the receiver possesses.

As broadcast programs grow in splendor, Tone becomes more and more
important. For true fidelity of tone only, can faithfully interpret these
programs so that they may be fully appreciated to their fullest extent.

This is the reason why many buyers who want finer radio reception
select the Stromberg-Carlson, and the growing demand among people of
musical discrimination for these receivers is indisputable evidence of the
tone quality every Stromberg-Carlson possesses.

A. C. Stromberg-Carlsons range in price: East of Rockies, Radio Sets,
equipped with phonograph input jack, $295 to §755; Radio and Phonograph
Combined §1245; Rockies and West §315 to $1299; Canada $390 to S1650.

STrROMBERG-CARLsON TeLEPHONE Mrc. Co., RocuesTER, N. Y.

Makers of voice transmission and woice reception apparatus for more than 30 years

[ ESe ML A
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The illusion
of actual pres-
ence is created
when you listen
throucrh —not to—the
new UTAH"N-).X”SPEAKER
Its qualities of reproduc-
tion are expressed in the
mystic spell of pleasure
which they weave for you.
UTAH RADIO PRODUCTS CO. ey
1615 S. Michigan Ave., CHICAGO "

The only complete line— hall
ranging from $10 to $100 l
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Federal Ortho-sonic line length-
ened, strengthened and made
more attractive than ever

Prices $75% 4, ¥1250%

Federal Announces

—in effect at once, a longer price range—prices
from $75 to $1250 (higher in Canada)—instead of
$100 to $1250 as heretofore.

—a sharp price-reduction on the D-10 and D-40
sets as here illustrated and priced.

Here is fresh incentive for the designated Federal
retailer to renew his efforts — and for the retailers not

D40 . . . $175.00 handling Federal to investigate the line.
g‘_:g:gg ;gg:gg A sales potential that has been greatly increased.

A product that is exclusive—the only Ortho-sonic
radio. A quality of radio performance that is abso-
lutely non-competitive—with a price for every purse
and satisfaction for every purchaser. The foundation
for a flourishing retail trade and a permanently
successful business. . . . All this is offered—

But get the whole story. Find out about the good
profit margin, the protection, the freedom from red
tape, the many other features going with the Federal
designation. You’ll say there’s nothing in the in-
dustry like it—that it’s just what you want. Get
details at once from your wholesaler. If you don’t
know him, write us.

FEDERAL RADIO CORPORATION, Buffalo, N. Y.

(Division of the Federal Telzphone Manufacturing Corp.)
Operating Broadcast Station WGR at Buffalo

Federal Ortho-sonic Radio, Ltd., Bridgeburg, Ont.

( Federal §

Radio
D-10 . . . § 75.00 St R
D-10-60 . . 160.00 Retailer
D-10-25 . . 160.00
D-5 Console .  30.00 The sign of the

Designated Federal Retailer

FEDERAL ORTHO-SONIC

Reg. U. S. Pat. Of.
Licensed under patents owned lnd/m controlled by Radio Corporation of America, and in Canada by Canadian, Radio Patents, Ltd.

RADIO

BUILT T O E X C E ED Y O U R E X PECTATTION
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Jéw Grebe

Six-Point
S[be&zker

as ~

six points
that make
sales

1. Appearancethat attracts and pleases 4. Size— A small speaker that is par-
— a cone with a delicately toned blue ticularly attractive. 17 inches in
background that blends with, yet off-  diameter and light in weight. Can be
sets the-gold bronze design, surmounting  hung on the wall.

a graceful base finished in metallic blue.

P Toreds Rt bl Tht puntyhand S. $17. 50—a Price that means quantity

naturalness, faithfully reproducing sales.. It enable‘s you to offer high

fhe tonelofihe sak quality reception at a figure far
below that which it has hereto-

3. Construction—The new Grebe mo-  fore cost.

tor construction enables this small

cone to handle efficiently high and 6. Grebe-Built—a guaranty of long

low notes without distortion. life and square dealing.

Send for Booklet RR

A. H. Grebe ® Company, Inc., 109 West 57th Street, New York City

Factory: Richmond Hill, N. Y.
Western Brancke 448 So. San Pedro St., Los Angeles, Calif,

Grebe Natural

Speaker . . . 335 _

Grebe Synchrophase _['KEB\ «AD)

Seven . . 5135 c t \ »" l
Grebe Synchro- I a

phase Five . . $9 5 Makers of quality

§ AR radio sice 1909

% W
Copr. A, H. Grebe & Co.. Inc, . 192¢
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Registered
Trade-Mark,
symbolic of
the sturdy de-
pendability of
Gold Seal
Radio Tubes

Gold Seal

Radio Tubes

The Great Line for 192

More and more jobbers and dealers are Policy that builds success on giving satis-

finding that the.Gold Seal proposition in- faction in all dealings (C) The largest
lc)ludes everything to assure a profitable factory in America making tubes exclu-
usiness—

sively (D) Most complete selling helps
(A) Highest quality tubes in a full range for dealers and jobbers (E) Effective ad-
of types to meet all requirements. (B) A vertising—national and local.

GSY 226 GSX 227
For amplification and For detection and amplifier
Audio Frequency heater type
List Price $3.00 List Price $6.00

Ha.lf?’vsazr(e f{?eitiﬁer A ll Standard TyZ)eS Full ?vsaz,(e ZRSeoctiﬁer

List Price $7.50 List Price $5.00

Write today for full information

Gold Seal Electrical Co., Inc.

250 Park Avenue, New York

L ]
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Showing how Powerizer
supplies powerized am-
plification direct to
speaker, as well as power
for A.C. tubes in set.
Note harness with adap-
tors holding A.C. tubes.
These adaptors fit into
sockets of sets—eliminat-
ing rewiring. Note A.F.2

goes to super power tube
UX210 in Powerizer.

OWERIZER

does more than make every set

an A. C. Electric

it makes it a power amplified

Del.uxe A C receiver

WITH the Powerizer you do
far more than make every
radio just an A. C. electric—you
make it a power amplified De Luxe
A. C. receiver—a set that gives the
finest tone quality in radio.
Powerizer is the same tone and
power plant that is used in the $800
and $1,000 De Luxe radios and
phonographs. Only through pow-
erized amplification—the use of
the UX-210 tone quality A. C.
radiotron—can the finest tone qual-
ity be realized. Only with power-
ized amplification can you get those
rich deep tones.

POWERIZER is a proven permanent
source of power! At the
RMA convention of June, 1927
Powerizer showed the first bat-
tery set with A. C. operation.

Now PowERIZER is supplying A. C.
operation with A. C. radiotrons on
thousands of sets throughout the
country.

PowgRrizeRr is licensed under United
States patents: Radio Corporation,
General Electric Co., Westing-
house Electric and Manufacturing
Co., American Telephone and
Telegraph and patent applications
pending.

There is a Powerizer for every
make of set from a tuned radio fre-
quency to a super-hetrodyne.
General model for all standard sets,
with harness—$60.00, for Radiola
“20"—$59.00, special Powerizer
and power pack designed exclu-
sively for Radiola 25" and ““28”
—$84.00.

RADIO RECEPTOR CO., 106 7th Avenue, New York City
SETS POWERIZED IN 24 HOURS

—_thousands will be looking for the dealers who display this sign in their
windows. Bulletin RR-1018 gives latest details on Powerization. Send for it.

— ——
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FRESHMAN EZELIRIE RADIOS

Endorsed and Recommended by .
Outstanding Music Dealers!

Therstie Pronteg, TNE_MINYTATOLIN_INTRYAL Jernass & 178 ot hee

Today We're
Unveiling—

I/
~ :Aéé —A New Radio

) i That Plays Your
Gfeat . ?,4 \\\ Phonograph Records!

And 10w vou \iow what the "phanograph® af e fur
will be ke, i 2 "

—A Revolutionary
New “Twin” Instrument

N
Batteries

o *A8 ekt
o srtachmant,

Play Yoar Phanograph RECORDS
Through Your RADIO

Musle From the ATR
Through Your RADIO

At a Cost of HALF What You Might Think

No Batteries
No Liquids
No Trouble

No Excuses

Licensed under patents
RCA, General Electric
Co., Westinghouse Elec.
& Mfg. Co., and Amer.
Tel. & Tel. Co.

For the Most Beautiful Line of Console.Radios Ever Presented to the Public
At the Radio Show=—DBoaths 116, 118, 120

The entire line of Freshman Eleciric Radios complete with
new AC Tubes and built-in cone speaker, ranging in price
from #1539 to #5009 complete, are sold only to authorized
Freshman Dealers. Battery operated receivers from $54.50 up.

Complete Information on request

CHAS. FRESHMAN Co., INc.
Freshman Building, New York . 2626 W. Washington Blvd., Chicago
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Your CUSTOMERS
are waiting

"AC!

Sell it to them—

EASILY—
PROFITABLY—
with the NEW

KARAS ACFORMER

in conjunction with the CARTER, EBY, ENTERPRISE
and other makes of CABLE HARNESS

SELL CONVERSION —
and WATCH Sales Boom!

™HE big news of the day is conversion of battery sete to AC operation' You can
sell the sensational new Karas A-C-Former, together with cable harness and tubes
to every man to whom you have ever sold a batt?ry set-and many more besu}es} Thou-
sands upon thousands of consumer inquiries which have been fiiling our mail since t:_he
announcement of this new product, give an indication of the strong influence which
this amazing development will have on the radio business throughc;l}t the year. T}}e
Karas A-C-Former will be backed by a strong consistent advertising campaign in
magazines and newspapers which will bring you quick, profitable sales!

—

! Quality FEATURES:
{

[ "THEnewKaras A-C-Former delivers the

correct voltage for the new standard
AC Tubes, types X-226 or CX-326 and
Y-227 and CX-327. It does not permit
the excessive voltage and current fluctua-
tions which are ruinous to AC tubes,
which is vitally important because the
slightest variation in building or wiring, or
!l any appreciable surge or overload in the
Il AC supply line will cause trouble. The

Karas A-C-Former protects AC tubes and

insures long life—and there is not a hum
| in a trainioad.

The A-C-Former needs no separate device
for center tap. It has a convenient extra
loop of wire for connection to the panel
controlled switch. It is designed for
|| mounting all connections beneath sub-
panel or may be mounted on separable
feet as shown above. It is sturdy, com-
|l pact, powerful, silent, never heats up and
always delivers an unvarying absolutely
‘ correct filament voltage. It has plug-in

connection for “B’’ eliminator.

TYPES 12 and 13

TYPE 12 supplies filament potential for
12 tubes, as follows: 8—14 volt, Type 226
or 326 tubes, 2—24 volt, type 227 or 327
tubes, and 2-5-volt Type 171 tubes.
TYPE 13 supplies filament potential for
10 tubes as follows: 8Type 227 or 327, 2—
4-volt tubes, and 2 Type- 171 5-volt
tubes, or 2 Type 210 tubes.

| LIST
PRICE $8-75
h This new low price is warranted by the

tremendous volume of orders reaching us
| since we announced the A-C-Former indicat-
ing that conversion has achieved immediate
consumer acceptance.

-

Good Business All Spring and Summer!

A new source of business! No slump this summer for wide awake dealers who will
carry a stock of Karas A-C-Formers to meet the tremendous Qemandl Don’t delay
another moment! Get in touch with your jobber at once, and write us today, using the

coupon below to obtain further details.

KARAS ELECTRIC CO.
4040-A N. Rockwell St.
Chicago, Ill.

Convert Your Battery Sets,
Too!

"I“HERE is no longer any reason to carry
a dead stock of batteryoperated receiv-
ers when you can quickly convert them to
AC operation with the Karas A-C-Former
filament supply and a converting cable
harness! Then watch them sell-—and
watch the profits roll int No re-wiring, so
simple, a boy can make the change. Write
for a list of 30 receivers for which we have
developed harness connections. Just tell us
the name, model and number of tubes in
your sets and we will send you complete
details.

Mail the Coupon!

KARAS ELECTRIC COMPANY
4040-A N. Rockwell St., Chicago, Illinois

Send me complete detalls and further Information regarding the
conversion of my customers' battery sets to AC operation with
KARAS A-C-FORMER.

My Name...........

Address

Jobber's Name. .....ccvieiierrvininanecancesinanns
All orders will be shipped through your jobber.
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A. C.
Special
Using latest type A. C. Tubes

6 tubes. 3 radio frequency stages.
Detector. 2 audio amplification
stages. Shielded. Equalized ampli-
fication. Mahogany cabinet.

160

Tubes Extra

A. C.
Seven Table

Using latest type A. C. Tubes

7 tubes. 4 radio frequency stages.
Detector. 2 audio amplification
stages. Individual stage shielding.
Disappearing loop antenna. Equal-
ized amplification. Walnut cabinet.

3250

Tubes Extra

A. C.

Seven Console
Using latest type A. C. Tubes

7 tubes. 4 radio frequency stages.
2 audio amplification stages. Indi-
vidual stage shielding. Equalized
amplification. p or antenna
operation. Movable loop on swing-
ingbracket. Matched walnut panels.

350

Tubes Extra

Fada
Cone Speakers
17" Table or Wall Type... $25
22" Table or Wall Type. .. 35
22" Pedestal Type......... 50

Frec-floating cone. Permanent
Parkerized magnet. Antiquebronze-
finished trifoot or pedestal.

New

AL

Llectric Receiverrs
Added to
present Fada line

N announcing the New A. C. Special, the New A. C.

Seven Table and the New A. C. Seven Console, we

fulfill a definite promise to the trade. We said all along

that we would never offer an A. C. receiver until we

KNEW it paralleled in radio quality and minimum servicing
the record set by all Fada receivers.

Now Fada engineers, after two years of costly experiments
and “life tests,” have overcome every drawback which
characterized so many of the prematurc types of A. C.
receivers. They were rigidly held to the requirements that
““there must be no sacrifice of Harmonated Reception tone
for A. C. operation, in order to satisfy a popular demand.”

They have added to the superiority of Fada radio perform-
ance the convenience and economy of 100% house current
operation.

In this, as in all other cases, the Fada product has been
proved right before being offered to you and to the public.
The new additions to the Harmonated Reception family
are unsurpassed in tone, selectivity and general dependa-
bility by any type of receiver at any price.

The present line of Fada receivers remains unchanged as
to price, design and construction. And with the new A. C.
Electric Receivers the Fada dealer offers a complete line of
high class receivers for every possible home condition.

Licensed under Hazeltine, Latour, R. C. A., Gen, Flec. Co., Westinghouse Elec. &
Mfg. Co., Amer. Tel. & Tel. Co. patents only for Radio Amateur,
Experimental and Broadcast Reception.

F. A. D. ANDREA, Inc.
Jackson Avenue, Orchard & Queens Street
Long Island City, New York




"NEW!

LICENSED

and Associated Companies

for amateur, experimental and broadcasting use

EXCLUSIVE

Built-in radio frequency filter,
doing away with oscillation.
Automatic control insurescor-
rect “C” voltage at all times.

by the Radio Corporation of America

(41l
1
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COMPACT
Converter is only
334" wide, 5"
high, 614" long. Has
attractive black,

semi-gloss elastic
finish.

COMPLETE

Harness with adap-
ters and built - in
volume control
comes with con-
verter. Norewiring
necessary.

“ Enterprise” A-C Converter Unit
makes any battery set an A-C set

NOW you can turn battery-oper-
ated receivers into sets using
the new alternating current tubes—
UX226, CX326, UY227, CY327,
UX171, or CX371.

The “Enterprise” A-C Converter
Unit does it all, in a moment—no
rewiring necessary. Take out the
tubes, insert the adapters, already
hooked up to the Converter, put
in the new A-C tubes and the set
is ready for the house current!

The new “Enterprise” unit auto-
matically eliminates ‘A’ and *‘C”
batteries, chargers, etc., and supplies
“C” power to old sets without “C”

The Plant Behind the Produet

“Enterprise’’ Specialties are sold the world over.
Sixty years’ reputation for quality.

connections. It brings old sets up to
date, makes late sets better than ever.

The built-in radio frequency filter,
exclusive with ‘“‘Enterprise”, does
away with all tendency toward
oscillation. The “Enterprise” Con-
verter Unit can be used in the most
critically balanced R. F. receiver.

LIST PRICE

$ 50 complete:
converter

unit, harness, built-

in volume control.

Converter harness sold $1250

separately if desired ...

Another exclusive “Enterprise’’
feature is correct “‘C” voltage, pro-
vided automatically regardless of
variations in house current, taking

A-C Converter Units.

care of sets without terminals for
“C” batteries.

Perfect volume control is given
by a permanent unit, built into the
harness—a real advantage.

The “Enterprise” A-C Converter
Unit is the complete unit that you
need to modernize your own D-C
receivers, and to give lasting satis-
faction to your customers, who
want A-C operation. It enables
you to move your stock of battery-
operated sets and “B” eliminators
and tubes.

Jobbers, wire your orders. Re-
tailers, write or use the coupon to
get full information.

The ENTERPRISE MFG. CO.of Pa.
Philadelphia

The Enterprise Mfg. Co. of Pa., Philadelphia

We're interested in making money by turning battery-operated receivers into
the modern A-C sets. Send us full information and prices on “Enterprise”
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Every morning’s mail contains evidence that Kolster demand

is growing stronger and stronger.

In the big cities the growth of Kolster popularity is

unprecedented.

Reports from jobbers’ salesmen indicate that authorized
% J

Kolster dealers are finding their protected Kolster franchises

more valuable than ever before.

The evident fact is that the army of families who prefer
Kolster performance to that of all other radios have

started talking . . . .

the KOLSTER FAMOUS COMPOSERS HOUR
nation-wide Columbia Broadcasting System.
Wednesday 9 to 10 P. M. Eastern Time
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. . and the sounds they are
making mean faster turnover
for every dealer authorized to
display the symbol of prosperity

on the right!

Use the coupon.

FEDE RAL- B RA N DES : In C. Please let me know if there is room for another Kolster dealer in my locality.
200 MT. PLEASANT AVENUE :

NEWARK, N. J. Street
© 1928, Federal-Brandes, Inc.
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Retailers demanded it!
-here 1t 1s

LITTLE over two years ago one of the best
known merchants in the retail field made an
Interesting statement.

“Shortly after I went into business for myself 1
took your Modern Business Course and Service,”
he said. “It gave me a knowledge of business fun-
damentals that I could not have gained any other
way. Probably no other single factor has helped as
many men to success in business as your Course
and Service.

A stirring challenge

“Why don’t you do the same thing for retailers?” he

went on. “With your standing among business
mer: you could undoubtedly get the best merchants
in retailing today to contribute their knowledge.

“With a similar Course devoted exclusively to
merchandising, retailers would benefit as they
have never benefited before. Modern methods
would take the place of guesses.”

We received many such letters from retailers all
over the country, and as a result of this demand we
prepared the Modern Merchandising Course and

Service.

7/%e Modern Merchandising Course

and Service

EVER before have outstanding
men in ail fields of retailing
come forward so wholeheartedly in
the interest of better merchandising
methods.

Now, for the first time in the his-
tory of American business, the price-
less experience and intensely prac-
tical methods of such experts as J.
C. Penney, Frederick D. Corley,Ed-
gar J. Kaufmann, Clayton Potter,
W.T. Grant and the late Col. David
May are placed at the disposal of

retailers all over the country.

These men, and many others
equally well known, have given their
unstinting cooperation in making
the Modern Merchandising Course
and Service the most practical profit
producer ever offered retailers. For

John B. Garver, The
Garver Bros. Co., Strasburg, Ohio

example:

(a store doing a volume of over three-
quarters of a million per year in a

town of goo), discusses the problem
of building a big business in a small
city; Joseph M. Meyers, in charge of
Store Systems, Kaufmann’s, Pitts-
burgh, tells what years of experience
have taught him about hiring, train-
ing and paying extra sales help.

Every problem answered
Every phase of retailing is discussed
by an equally capable authority.
Problems are answered, suggestions
made. Space will not allow us to tell

the whole story here, but we have
written a book that does. It is called
“Progress and Profits.” Tt tells ex-
actly how over 50 retail experts have
combined their knowledge and ex-
perience with the enormous re-
sources of the Alexander Hamilton
Institute, to pour a wealth of profit-
producing ideas onto the desk of any
retailer who will simply grasp the
opportunity they offer. Mail the

coupon now for your copy.

ALEXANDER HAMILTON INSTITUTE

F________'"__——_—_________l

ALExanpEr Hamirton INSTITUTE, 169 AsTor Prace, NEw York City

Please mail me a copy of “Progress and Profits,” which I may keep with-

out charge.

{ Name...............o...... ...
|

————e e ]

In Canada, address the Alexander Hamilton Institute, Ltd., C. P. R. Bldg., Toronto
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WIRE OR MAIL YOUR ORDER TODAY
LO] A. C. CONNECTORALDS

Be the first to get started to move inventory

of battery sets electrified with genuine
RCA or Cunningham A.C. tubes.

NA-ALD Adapters and CONNECTORALDS are used ex-
clusively by the leading manufacturers of tube testing
equipment because they are mechanically and elec-
trically correct. NA-ALD A. C. CONNECTORALDS
are being adapted universally by the leading B Elim-
inator manufacturers to make complete power
units for conversion of battery sets to electrically
operated receivers. NA-ALD A. C. CONNEC-
TORALDS with any good filament transfor-
mer and B Eliminator will completely elec-
trify any battery operated sets. No batteries
of any kind are needed—not even C Bat-
teries on the power tubes. No center
taps on transformers are needed.
NA-ALD A.C. CONNECTORALDS &
with their automatic oscillation ¥
controls give the fullest effi- &%
ciency of the New A. C. Tubes.
NA-ALD production will

y J
¢

care for your needs on VAN

time. Order now or *’ o& NA-ALD
write for complete (9) A.C. CON.-
story. We are v NE'C'TOR-
making large ALDS are

daily ship-

in ki
ments. packed in kit

form for easy or-
=) é Q_V' dering and selling.
R o n@‘ They will fit all bat-
Q? & @o tery sets. They are
< &\ compact, neat and sim-
Q" ple. NA-ALD CONNEC-

S @0‘ TORALDS will go into com-
pletely shielded sets. The

Q'} adapters—Y Tap resistors— by-
QQ‘ pass condensers — harness and
jumpers are included. A few extra
No. 926 and No. 926GT Adapters on
hand will help you convert any battery set.
\'of Sterling, White, Fansteel, Compo, King-
o Q»'Q‘ ston Silver Marshall, Triple A Eliminators.
7&“0 Dongan, White, Silver Marshal, Acme, Thor-
darson Filament Transformers. RCA, Cunning-

ham, Ceco, Sylvania, Sonatron, and Armor Tubes
have all been approved. Thereis a NA-ALD CON-
NECTORALD Socket Adapter for every purpose.

Pin this coupon to your letterhead.

It guarantees special 5% Cash Discount.

Write fOT the StOTy on : Ship me No. 905 A.C. Kfts for 5 tube sets. $£9.00
. No. 906 A.C. Kits for 6 tube sets. 10.00

New NA-ALD Pat- No. 907 A.C. Kits for 7 tube sets.. 11.00

ented A. C. Sockets. NA-ALD Volume Controls . 3.0
f  And NA-ALD A.C. Booklet. Discount 35 %.
é My jobber is.

: ]
ALDEN MANUFACTURING CO., Dept. R.R.2, Springfield, Mass.
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Here’s the Simplest Way

To Change DC Receiversto AC

Absolutely no Rewiring Necessary on Standard Sets

The Eby AC Adaptor Harness can be used in practically any standard five or six
tube set equipped with separate B battery and C bias feeders for the last AF stage
without changing the wiring in any way.

EBY AC Adaptor Harness Cable has only Eight Leads

And six of them go to the transformer. It is as easy to hook-up the Eby AC
Adaptor Harness as it is to connect the set cable. The whole installation can be
made in less than ten minutes.

Made in two Universal Models—Only two stocks to carry

The Eby AC Adaptor Harness is made in one universal five and one universal six
tube model. The five tube model lists for nine dollars and the six tube model for
ten dollars.

Designed for use with Standard Tubes and Transtormers

The Eby Harness is designed for use with R. C. A. Radiotrons UX 226, UY 227,
UX 171 and UX 112-A or with tubes having the same characteristics. Standard
filament supply transformers made by Acme, Bremer-Tully, Jefferson, Karas,
Silver-Marshall, Thordarson, and other manufacturers can be used with the harness.

Improves Reception without changing characteristics of Set

The harness automatically rewires the set for AC tubes without changing its char-
acteristics in any way. The new tubes improve reception.

Complete, Simple Instructions packed with each Harness

Our instruction booklet gives complete directions and tells the whole story. Write

for it.
ﬁ'/ul‘ . The H. H. EBY MFG. CO., Inc.
%ﬁ 4710 Stenton Ave., Philadelphia

ta) Makers of EBY Binding Posts and Sockets




AC TUIE
SITUATION

4 by converting D C Sets to use A C Tubes.

2 by adding “A” and “C” to “B”
Powered Sets — for AC Tubes.

3 by providing Testing Equip-
ment for A C Tubes.

4 by providing AC Power
for Radiolas and other
4 volt receivers.

- The Big Mid-Season Sales Booster]

THE STERLING MFG. CO.
CLEVELAND, OHIO




?O
Add “A” and “C”’ to
“B” Powered Sets

and use AC Tubes
Convert DC ( O owner of Sterling “B” Power, or any other

( good “B” supply, need regret not 1aving waited

Sets tO use I for an AC tube set. His present 115-volt “B” elimi-

nator plus this Sterling R-850 Transformer and a set

of AC tubes gives him a true A C tube receiver.
AC Tubes! [ E

! A feature of the Sterling A C Transformer is

RIGHT NOW, A C tubes are the biggest thing in its provision for “C” bias, which is fixed,

radio. Your present and future customers—all 9 and automatic. Requires no wiring con-
are talking A C tubes. Whether the tide will turn back LIST PRICE nections. Like the Sterling Tri-
to DC makes a lively topic for conversation, but including cableand Power, this ACTubzTransformer
the fact remains- that DC sets must be sold NOW. adapters without supplies exactly the right fila-
Here Sterling can help you. tube ment voltage to types 226,
This new and remarkable Sterling Tri-Power sup- $ 3 8 00 o 227 ACard 112 ar 171
plies “A,” “B” and “C” voltages for AC tubes to % power tube.

i . Raytheon BH Tube $4.50
Radiola 16, Crosley Bandbox, Freed-Eisemann, e uEEt

Kolster, Fada, Stewart-Warner, Bosch, Sonora and o - 7 \'\
almost any other 5 to 8 tube DC set. : ;

In fifteen minutes your service man at the store, or
customer in his home, can convert a DC receiver
into a full-fledged AC tube outfit. Without re-
wiring or extra batteries, without makeshift, guess-
work or after grief!

The Tri-Power is performance proved, rugged and
reliable. Sterling engineers (backed by our 21-year-
old reputation for knowing how, electrically) have
checked it for tone quality, for convenience and for
perfect application to the various sets.

Seems too good to be true, but there’s no catch in
it. Ask your jobber, or use coupon on back of this insert.

TRIPGWER Pl

) LEADERSHIP

4

4




Universal Tube Testers
for AC Tubes and Service

YOU must now be prepared to test AC tubes. To meet this
necessity Sterling has come forward with two new AC tube
testers — one for store use, and another far outside service
men. Filament emission and grid performance of all styles of
AC amplifier and detector tubes are quickly classified as
good, fair or poor.
Both testers also test filament rectifier tubes used in
Power Units and AC Power Packs, making them the
} complete servicing units for AC sets at a low
o price. Compact, rugged. portable. New
problems that come with AC Tubes
Q can’t be solved by guess-work.
& You must have reliable AC
testing equipment to

Any "B” € avoid loss and keep
Power Supply o customers’
plugs into the o good will.
end of the A C Tube

Transformer, and all 'h
control is through the single

pendant switch. To save time
and expense of rewiring D C re-
ceivers, we supply standard cable and
adapters for A C tubes.

New Sales to Old Customers

This Sterling Transformer puts every old customer who

already has a “B” eliminator on your new prospect list. It

brings his set up to date with A C tubes, and rids him entirely of //
battery cares. Hundreds of such set owners in your locality are ready
to equip their DC sets with AC tubes. Show them how easily this is
being done and how economically—with the Sterling R-850 AC Tube
Transformer. And don’t forget, you'll sell them A C tubes also.

Here 1s a real
Sales Opportunity—
backed by Sterling

e

Model R-850

from 115 volt A C. Price

$17-50

Model R-810
AC Tri-Power

Operates from 115 volt AC.
Size: 7V x 4% x 5 Y% inches.

AC Tube Transformer

Size: 3 x 3 x 6 inches. Operates

For Counter
Testing

the R-509 enables
you to check your AC
tubes as they come in
from the jobber, pro-
tecting yourself agairst losses due to defective stock. When
selling, you likewise show the customer the exact coadition
of the tube before it leaves your store, preventing unjust

comebacks. Operates from 115 Volt, 50-60 $ 3 5 00
.

cycle, AC. List price, R-509

For Complete
Set Testing

the R-512 is small,
compact, handy for
store or home service.
It is furnished with

two adapters, plugs into any tube socket of the set and tests
all types of AC tubes. More than that, it tests “A” and "B”
circuits, locates faults in sockets, wiring, open transformers.
In short, tells your service man everything he wants to know in
AC service. Saves his time and your
expense.

-$35.00

List price, R-512

O¢

S¢
r
O",NER
S

Cable with A C Tube Adap-
ters for instant installation on
sets not wired for A C Tubes.
For 5 to 8 tube sets, Price

$6.00 to $8.00

AC TUBE

ANSFORM

TRANsForMER

CHANGES DC WORRIES to AC SALES.
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AC Power
for RADIOLAS

STERLING was first to replace batteries in
Radiolas with permanent power from the
AC light line. Trickle charged wet batteries,
unscientific substitutes have come and gone,
but at #o time has Sterling Power Team leader-
ship been doubted.

Hundreds of Radiola dealers recommend
Sterling as the ideal power supply for trouble-
free AC operation for Radiolas 20-25-28,
Victor and Brunswick combinations, Best
supers and other 4-volt sets.

The Sterling Power Team consists of an “A”
and a “B” power supply which plug together
and operate as a single unit, controlled from
the single filament switch. The units may be
purchased separately if desired, and with
connector cable, or without.

Turn Service worries

into SALES PROFITS

Now is the time of year when batteries in
Radiolas are playing out. Every service call is
an opportunity to sell this never ending power
supply — power from the light socket — AC
operation. Every owner is your prospect.
Every set you Sterling equip will net you a
handsome profit, and earn the gratitude of a
delighted customer.

Mail this coupon to us TODAY!

THE STERLING MFG. CO.
2831-53 Prospect Ave., Cleveland, O.

Send immediately full details on:

- “A-B-C” Tri-Power

for use with N B
{Name and Model Receiver)
- .. AC Tube Transformer
-.-Radiela AC Power Team

-Tube Testers for AC Tubes
Name. ... LA
Seeeec SRR e B VIR -

My Jobber's Name. .

\Y/ Ry,
6 lEADERSHIPAGAIN DEMONST RATED

- AT

i T -

RULLLIS

Built to meet R.C. A. Standards

—for power regulation that is exactly suited to
fine Radiola tone quality.

—for convenient single switch A C operation.
—for absence of service “grief.”
—for 1009, consumer satisfaction.

LIST PRICES

R-94 4 volt “A” without bulb $28.00

0.6 Tungar Bulb. . . 8 e ! 4.00

R-41 “B” withoutbulb . . . . . . 22.00

UX 213 tube (UX-280 tube may be used) . . . 5.00
or R-94 with

R-81 “B” without tube . . . . . . 24.00

Raytheon B. H. Tube ‘o Apmn. 4.50

Special Connector Cables (for 25 or 28.as ordered) . 2.50

ln;_é

PowerteaM
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Great Things are
on the Road for SONORA
and SONORA Dealers

EWS about Sonora is the high-spot of
interest in every gathering of music
merchants in the land.

The developments, it 1s true, arc far
reaching in their scope—they are funda-
mental—as to policies, as to product, as
to people.

It is true that Sonora has a new product
to. be offered early in the Spring—far ex-
ceeding in performance any known record-
ing device, either phonograph or radio.

It is true that Sonora has gathered new
and most modern plants for the economical
production of its new products.

It is true that Sonora’s beautiful new
building—in the heart of New York’s famous
musical center—is indicative of the proper
place which Sonora will take in the industry.

It is true that new policies and new dis-
counts made possible by new money and
resources are planned to bring more profits
to every Sonora dealer.

It is true that 2 wonderful new record is
soon to be offered.

It is true that a2 wonderful aggregation of
the most capable men in the industry will
direct the destinies of Sonora, and they will
be backed by ample capital, by new re-
search-and production brains, and by a
wholly new selling policy.

UT it is also true that Sonora’s present

radios—7 great models—all modern

A. C. products—give the dealer the great-

est line of high grade radios offered to
the market today.

It is also true that Sonora’s line of
Tonalic Phonographs gives him the high-
est grade of present day phonographs, set
in the most beautiful cases ever offered.

The new plans . . . the new products ... .
the new policies have fired the imagina-
tion of the music trades.

The new Sonora will most profoundly
affect the business and the financial suc-
cess of every dealer in the land. Your
business will be affected. You cannot
help that—neither can we.

b4 b4 1 4

To all prospective Sonora dealers, we have
at the moment, only one thing to say. Our
old dealers will get every possible advan-
tage when the revolutionary new products
are ready for delivery.

To be on the preferred list of dealers and
to get the new products when ready early

this Spring, get aboard right now. Learn °

our methods. See how our new organization
works together. Enjoy our new discounts.
Get yourself ready for the greatest forward
step ever made 1n the reproduction and
merchandising of music.

onNor

CLEAR AS A BELL
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ENGLISH DE LUXE
ALL ELECTRIC
10 TUBES

MODEL 16-E

e robes ENITH All-Electric Radio enjoyed a
Z spectacular success during the past
year. The reason for this is plain—Zenith
wasready for the sudden,overwhelming de-
mand for All-Electric radio. Three years of

steady development and research resulted
Three different cir- . . . .
cuits—6, 8 and 10 1N the mosthighly perfected line of electric
tubes — battery or
electric—some with
antenna—some with
loop —others with-
outloop orantenna  history—and Zenith will maintain theleader-

—16 models. . .

shipit has won in thefield of high graderadio.

*100 10°2500

ZENITH RADIO CORPORATION

instruments yet offered to the public. 1928

finds Zenith in the strongest position in its

Licensed only for Radio amateur, experimental and broadcast reception
Western United States prices slightly higher.

y 2

)
; ‘v}oﬁ ",9.& G ,
=ongesnce-RAD 1O

3620 IRON STREET, CHICAGO
WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO
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February 18th, 1928

T . .
his ad appears in the SATURDAY EVENING PO
ST!

THE SATURDAY EVENING POST

SONATRON tubes i Yl -
aremanifactured by : oy | ,’)t e, - Esery SQNA:l'RON
anation-wideorgan — L - Ty 2 A - i Radio Tube s guar:
ration—a buge fac: Q !'" = s 4 LY anteed ro delirer
rory supplying Jour 5 -" . i '1‘\ L b e oy " ) 5 l.;loﬂ Im,nrt 4 ;rlv;
stralegic distribut- B "-‘ a1y ™ A 4 - (Y eice—the worids

ing centers .“Tr k'\ b i\ N ay N Ay l it broadest guarsnfce

Ay D i " ) ;
B

Co}nmandzng o Worlds Atlention

ONATRON. resolving to bringa better ;ube

army of buyers has stamped with fes approval.

33
7 DISTINCT O service t the world of radio, pledged weelf Srandard quality and long life make possible the
TYPES toa policy of Progress which it has never relaxed.  remarkable SONATRON guarantee. Superlative
Today SONATRON, manufacturing 33 distinct methods of manufacture insure better-than-ordic
ume, in distance’

the world's attentiont ~ nary radio results —in tone. invol
getting ability. Since tubes are the heart of your

radio set, consider the importance of these things.

backed bya great orgnnimtion,lmvc timcand again SONATRON Radio Tubes are sold by thou

pionecn:d important tubes, often bringinyg them sands of dealers, distributed by hundreds of job
to the public months before other manufacturers! bers, and endorsed by many radio manufacturers
who use them as standard equipment! See your

The SONATRON radin tube
Line coverd ety O in modern
radio, including, the latest tubes
for AC clectrioal operation

cecclvers. We list below seversl

types of tubes, commands
as the World's Largest Radio Tube Line!

SONATRON engineers, altert, resourceful,

BEE——

|
\ AC TUBES e
14 a6, v2m, ond 19A w0 rerdice Bvery need in modern radio has been anticipd
23AC and prompely met Through a vastarmy of dealers,  SON ATRON dealer for the latest information
1 tubes- -and mail the coupon below.

SONATRON offers a tube service which a great

POWER TUBES
xu71. X112, XiTt A XH2A,
X210, 200A

—one
SONATRON TUBE COMPANY

108 W. Lake Strect. Chicago

of a RECTIFIERS ,
. X280, X281, 21 and the g 16 Hudson Streel, New Yaurk City
series \ filled SHES 48 Eighth Ave. Newark. N. J. 320 Lafayeue Btdg.. Detroit
DRY CELL TUBES ) — - ol
Of \ 199, X199, 1A Dealers! Jobbers' i soxaTRON TUBE COMPANY. (Addrest asarest offiee) F KE%'_,{,’_;.E"”"
POSt l y i 2 Munufacturerst Geattemen: Piee send o the ﬂl!lhul"ﬂuwmnkau-{r_'um‘fuk\' ;;” Tory of 'I’:":
<3 —and man Write for the famou s e Eeaa ey o T . HY
Ad S other 2 y SONATRON e oot K sl ! . FREE BOOK:
s to o hers ation? Ak s about Sorier Addresa v 5525 % wHou-totake care
/ CEMATRON'S & cpaus. e Radi
& . BONATROLY | Coufpet pose miit o e P TR
appear ", “Ie bihitier! 3 _'__:‘__‘ AEab i e i R Tubes."
this
spring!

i uildi
und of consumer good oAl lh . Bm]ldmg\ a great
that will mean even greater profit

for S
e onatron dealers—write foF the Sonafc
SONATRON TUBE COMPANY on proposition:

] 3 1 . y
16 Hudson Street, NEW YORK CITY; 108 W. Lake Street, CHICAGO

9 88 Eighth Ave.,, NEWARK, N. J.; 3. 2
) 20 Lafayette Bl DETROIT
9’ J.s dg.,
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Standards of Practice

1. To consider, first, the interests of
the subscriber ;

2. To subscribe to and work for truth
and honesty in all departments;

3. To eliminate, in so far as possible,
his personal opinions from his news col-
umns, but to be a leader of thought in
his editorial columns, and to make his
criticisms constructive;

4. To refuse to publish “puffs,” free
reading notices or paid ‘“write-ups’’; to
keep his reading columns independent
of advertising considerations, and to
measure all news by this standard: “Is
it real news?”

5. To decline any advertisement which
has a tendency to mislead or which does
not conform to business integrity;

6. To solicit subscriptions and adver-
tising solely upon the merits of the
publication ;

7. To supply advertisers with full
information regarding character and
extent of circulation, including detailed
circulation statements, subject to proper
and authentic verification;

8. To co-operate with all organizations
and individuals engaged in creative
advertising work ;

9. To avoid unfair competition;

10. To determine what is the highest
and largest function of the field which
he serves, and then to strive in every
legitimate way to promote that function.

Radio Retailing welcomed

into the Associated Business Papers

il

HE Associated Business Papers, Inc., is an organization

numbering among its members 122 trade, industrial and
vocational publications—all leading magazines in their respective
fields. All A. B. P. member-publications have pledged themselves
to observe its rigid standards of practice shown above.

Radio Retailing has been invited by the Associated Business Papers
to join its roster. Now this magazine is 2 member of both the
Audit Bureau of Circulation and the Associated Business Papers.

Strict adherence to the highest standards of editorial, circulation
and advertising practices has won for Radio Retailing not only
membership in these two organizations but also

—the largest number of paid subscribers of any radio
trade publication, and

—the largest gross advertising revenue of any radio
trade publication.

Radio Retailing truly merits the description—'"The Business
Magazine of the Radio Industry.”

Radio Retailing
A McGraw-Hill Publication
Tenth Avenue at 36th Street, New York City
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REFINEMENT

HE far-sizhted dealers who joined Sparzon in pioneering
the field of all-electric radio now reap their reward. As
the entire industry swings to AC recept on, Sparton’s*richest
of radio voices” sets the Sparton dealers &n positions that
are envied by the entire trade. There is st/ room for
others who can meet reasonable requirements. Write.

THE SPARKS-WITHINGTON CO., JACKSON, MICH.
Pioncers of Elestric Radio without batter‘es of any kind

SPARTON RA

“The Pathfinder of the Air"

/e

IO
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An Amazing Record

of “A” Power Reliability

THE original Gould Unipower was the first com-
plete radio “A” power unit in the market. Early
experience proved to Gould engineers that no
ordinary flat plate battery element could ever stand
up under trickle charge conditions and the stren-
uous power demands of the modern set.

A New Invention

To meet these conditions, a new type of battery
construction, first developed for submarines, was
built into Unipower—the Gould Kathanode battery
assembly (patented). In the Kathanode assembly the
positive plate is protected by patented glass mats
which preserve platesunder trickle charge operation.
With the Gould Kathanode Unipower, care is re-
duced to a minimum. Service expense has been prac-
tically eliminated. The record is amazing.

Out of the first 4000 Gould Kathanode Unipowers

The new
KATHANODE

placed in service only 4 have ever required attention—
and these 4 cases were due to minor mechanical defects.

Your Protection

The new Gould Kathanode Unipower pays you a
clean profit, safe from later service expense. Dealers
everywhere say that it is the first real solution of the
vexing “A” power problem. It will pay you too to
investigate. Write direct today or get in touch with
your nearest Gould jobber. Gould Storage Battery
Co., Inc., Depew, N. Y.

14 14 14 14

IMPORTANT NOTE: Authorized Gould Uni-
power Service Stations located at strategic points
are now equipped to repair the old type Gould Uni-
power with the new Kathanode elements at special
reduced prices. Full details on request.

OwWEer

®
nI
A GOULD PRODUCT
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Dubilier
SOCKET POWER
Condensers

When the possibilities of light socket radio power first engaged the attention of leading
electrical engineers, Dubilier’s research laboratories were already at work on condensers
suitable for experimental units. The development in power-supply devices during the past
five years has borne marvelous results— for today the electrically operated receiver is a
reality, and its popularity is constantly on the increase.

Dubilier is proud of its part in the success of more than one manufacturer’s power unit,
and of the confidence shown by amateur experimenters everywhere.

The now complete line of Dubilier power pack condensers meets every requirement in the
building of sturdy, compact eliminators for any purpose. Dubilier’s recognized high factor
of safety insures a life far longer than that of the average condenser and safeguards both
receiver and power unit.

Write for our special Socket Power Condenser Bulletin

Dubilier Light Socket Aerial provides the last link in com-
plete light socket operation. Nationally advertised—ade-
quately displayed—and sold for $1.50 on a money-back
guarantee to work satisfactorily.

DUBILIER CONDENSER CORP.
4377 Bronx Blvd., New York City

Dubilier

LIGHT-SOCKET AERIAL

.
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150,

IN A HUDDLE?

But it’s not a football signal.
They’re trying to get a close
look at the new

WESTON TRIPLE-RANGE
A. C. VOLTMETER.

HEY are all A.C. radio fans gathered

before their favorite dealer’s window. In

the morning they will all go in and stampede
his shop. And each one will secure a Weston
Model 528 Portable Voltmeter—one of the new
triple-ranges. They have all eagerly awaited its
arrival ever since their new A. C. receivers were
installed, and the necessary Weston voltmeter
to go with it, was ordered.

And now here are the precious new instruments!
They can see them snuggled there on the velvet
trimming in the front of the window—trust the
dealer to give them full prominence! How
tantalizingly their silver, etched scales gleam in the
reflected light from the street lamp! Never was

there such strong temptation to rush the line—
just like football players. Only the most fragile of
glass barriers! But they must wait ’til morning—
and make a proper aerial attack through the
doorway.

Such is the urgent, pressing need for an A.C. portable
instrument, to measure the A. C. supply and tube voltages,
when you own an A. C. receiver. And, of course, there has
been nothing like a Weston, the peer of all instruments, since
Weston established the world’s standard of accuracy—back
in "88.

From all over the country the requests have poured in—
pleading for this very instrument. And now here itis. Write
to us without delay and let us send you full particulars. Act
now. Be the first to supply the demand for this eagerly
awaited instrument in your community.

WESTON ELECTRICAL INSTRUMENT CORPORATION
25 Frelinghuysen Ave., Newark, N. J.

D. C. Model 489 Battery Eliminator
Voltmeter — with self-contained
resistance of 1000 ohms per volt—
for testing the output of B-Elim-  overlook your own require-
inators. Also furnished with  ments! Inaddition to the three-
lower resistance for general range instrument, double

D. C. testing requirements. range combinations are fur-

»Very popular models, and  nished up to 6oo volts. Also
they are moderately priced. ~ ammeters—1 to 30 amps.

WESTON

RADIO
INSTRUMENTS

Here is the new A. C. Model 528
—small, compact, portable — for
the A. C. set owners. And don’t
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Quality reception of Splitdort Receivers

is protected by Bakelite insulation

ORE than fifteen parts of the

new Splitdorf Receiver are
made of, or insulated with, Bakelite
Materials. Radio Receiver design
advances rapidly, but the superiority
of Bakelite Materials for radio insula-
tion continues unchallenged.

Sustained quality reception in both
volume and tone is dependent upon
unimpaired insulation. The per-
manence of Bakelite Materials and
their high insulation value have
brought about their adoption by
practically all set manufacturers. In
the Splitdorf Receiver Bakelite

Materials are used for more than
fifteen parts, including those listed

below:

Sockets—Terminal Strips—Terminal Strips
for Power Pack—Coil Forms—V ariomieter
Forms — Transformer Terminal Strip—
Volume Control Form— Potentiometer
Form Shield — Insulating Washers and
Bushings—Deck Insulator Washers—Dial
Light Socket— Coil Adjusting Strips —
Fixed Condenser Strips — Audio Trans-
former Strips—Power Transformer In-
sulating Shield.

By making sure that the Receivers
and Parts which you sell are insu-
lated with Bakelite Materials, you
go a long way toward assuring cus-
tomer satisfaction.

Write for Booklet 39, “Bakelite in Radio.”

BAKELITE CORPORATION

247 Park Avenue, New York, N. Y,

Chicago Office: 635 West 22nd Street

BAKELITE CORP. OF CANADA, LTD,, 163 Dufferin Street, Toronto, Ontario, Canada

BAK

REGISTERED

LIT

4, 8. PAT. OFF. \

*The registered Trade Mark and Symbol shown above may be used only on products made from materials
f ed clite Co i Under the capital “B" is the numerical sign for infinity, or unlimited
quentity It symbolizes the infinite number of present and future uses of Bakelite Corporation’s products.™

A THOUSAND USES
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{_RADIO /TUB

ES

New Cunningham

- AC Tubes CX326 and C327

are especially designed for use in the
modern AC house-current radio sets.

Stock these two types and sell them,
confident that they will improve recep-
tion with any type AC set.

E. T. CUNNINGHAM, INC.
New York Chicago San Francisco

- - T—




A Complete Line

A.C. Electric or D.C. operation
as preferred

Odell, Texas.
Boys, I am proud of my
B-T Counterphase dealer
sign! No one has ever
beaten me in a demon-
stration yet and I go
up against all of them,
M. Radio Shop.

Indiana Harbor, Ind.
The B-T 6-36 Counter-
phase certainly can't be
beat for anywhere near
the price. Last Sunday
night in one hour, we
logged ten stations out-
side of Chicago, including
KOA Denver, while Chi-
cago stations were on.

M. K.

Columbia. Pa.

With the Counterphase-

Eight I put up in my

store, I have had no

trouble in tuning in any
station I tried for.

0. H. 8.

! ' Radio Retailing, February, 1928 ~ -

remer- llll
COUNTERPHASE RADIO

Designed to give the greatest
satisfaction over the longest
period, Bremer-Tully Radio
offers greater economy than
any lower priced set.

Once sold it stays sold—it in-
sures the purchaser lasting sat-
isfaction and the dealer perma-
nent profit.

Every Bremer-Tully product
has been eminently successful—

Built

for
Enduring Service

has proved a good-will and
profit builder. No name in
radio stands higher.

Prove it to your own satisfac-
tion as others have by securing
the franchise for your com-
munity.

Letters from a few, representa-
tive of many more in our files,
are reproduced herewith.

The Bremer-Tully dealer franchise is a valuable asset.
Write for details.

Bremer-Tully Mfg. Company

520-532 So. Canal St.

Chicago, Il1.

A radio program sponsored by Bremer-Tully
is broadcast by WGN each Tuesday at 7:30 p. m.

/

ya
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A Protected
Dealer Franchise

Insures profit, prestige
and protection

Atlanta, Ga.
Distant reception in this

territory is almost un-
heard of. Therefore, we
considered it very won-
derful when a Counter-
phase-Eight installed for
Mr. J. H. Branch turned
on at 12 o'clock noun
immediately picked up
Memphis so that the
music could be heard out
in the yard.

Immediately afterwards
W B O B Chattanooga.
WAPI Ayburn, WIR De-
troit, and three other dis-
tant stations were heard.

A. 8. Co.

Mishawaka, Ind.
Have sold three Counter-
phase 8-17 consoles—
they sure are a knock-
out and will out-perform
anything I ever have had
my hands on. Tone and
volume on distant sta-
tions is unbelievable.
Every B-T I have sold,
6's and 8's have received
Pacific Coast stations,
B. M.
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Is there Really a difference in

radio B’ batteries?

THAT there is a difference, a very
marked difference in “B”’ bat-
teries, would be instantly apparent to
you were you to remove the outer case
of a Ray-O-Vac “B’” and compare
Ray-O-Vac construction with the
construction of any other radio “B”’
battery.

In the Ray-O-Vac, you would see
the individual battery cells neatly
placed in separate pockets, while in
others you would find the cells encas-
ed in a solid block of hardened pitch.

But what effect on performance has
thisdifference indesign?. . . Just this:
Thelife ora battery isdirectlyaffected
by temperature. Youwould not think,
for example, of placing a batteryon a
hotstove.Theheatincreasesthe chem-
ical action in the cells, wastes electrical
energy and reduces the battery’s life.

RADIO

That hardened pitch you see in
most ‘B’ batteries was poured around
the cells a seething, molten mass, re-
quiring hours to cool. Unavoidably,
this hot pitch steals a share of the bat-
tery’s useful life!

Ray-O-Vac accomplished an un-
precedented forward stride in “B”’
battery design when it perfected the
patented Ray-O-Vac Cell-Pocket
construction, eliminating the objec-
tionable feature of a pitch covering!

Here,indeed, is a distinctly different
and really better ‘B’ battery to offer
your customers. Thousands of dealers
throughout the country are capitaliz-
ing on the Ray-O-Vac exclusive cell-
pocket feature, building up a profit-
able repeat battery business through
the better reception and longer serv-

ice that come with Ray-QO-Vac con-
struction.

Ray-O-Vac“B’ batteries are backed
by a strong national advertising cam-
paign. Full pages in color in The
Saturday Evening Post and Country
Gentleman and extensive newspaper
advertising are building up strong de-
mand for Ray-O-Vac. Order from
your jobber.

FRENCH BATTERY COMPANY
Madison, Wisconsin

Branches:
Minneapolis, Kansas City, Atlanta,
Dallas, Chicago, New York, Detroit,
Pittsburgh, Denver, Boston, Los Angeles

Also makers of Ray-O-Vac*“A” and **C” Radio
Batteries, Ray-O-Vac Flashlights and Bat-
teries and Ray-O-Vac Ignition Batteries

IS BETTER WITH BATTERY POWER



things

to Successful Radlo
Merchandls1ng L)
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IK A==€ Radio
has them all!

It stays sold and sells others'\§

Increased produc f 1928 en bl offer real profit oppor
tunities to dist b and dealer: ew terrltories.

‘\ppl ons are now being considered.

KELLOGG SWITCHBOARD & SUPPLY CO.
Dept. 54-72, Chicago
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Your radio profit

for the rest of the season
must come from
this accessory

. te A %% Contains no bat-
Balklte tery. The same as
Balkite *AB” but for the “"A” circuit only,
Not a battery and charger but a perfected
light socket*“A” power supply. One of the
most remarkable developments in the en-
tire radio field. Price $35.

140 R ?? One of the longest
Balklte B lived devices in
radio. The accepted, tried and proved light
socket “B” power supply. The first Balkite
“B,” after Ege years is still rendering satis-
factory service. Over 300,000 in use. Three
models: “B”-W, 67-90 volts, $22.50; “B”-
135,% 135 volts, §35; “B”-180, 180 volts,

42.50. Balkite now costs no more than
the ordinary “B” eliminator.

Balkite Chargers
Standard for “A” batteries. Noiseless. Can
be used during reception. Prices drastic-
ally reduced. Modelp“_],"* rates 2.5 and
.5 amperes, for both rapid and trickle
charging, $17.50. Model “N”* Trickle

arger, rate .5 and .8 amperes, $9.50.
Model “K” Trickle Charger, $7.50.

*Special models for 25-40 cycles at
slightly higher prices
Prices are higher West of the

Rockies and in Canada

Q

[
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After the first of the year the best
sellers in radio are accessories.
Particularly radio power units.

This year, however, the mar-
ket for radio power units has
been greatly changed by the
demand for AC sets. This de-
mand has made most radio power
units obsolete.

Most, but not all. The excep-
tion is Balkite Electric “*AB.” Con-
taining no battery in any form,
Balkite Electric “AB” converts any
receiver into an AC set, with.
out chargers, without *A” bat-
teries, without
“B” batteries,
and operating
only during
reception.
Instead of
having been
made obso-
lete by the
demand for
AC sets, it

has been

d under A

kite Electric “AB” that you must
look for your sales volume
and profit for the rest of the
season.

The demand for AC recep-
tion is so enormous that the
volume of business Balkite
Electric “AB” will bring you is
entirely a question of how thor-
oughly you go after the market.
Every owner of a good battery
set is a prospect. Get before him
the story that Balkite Electric
“AB” will make his set amodern,
up-to-date AC receiver, equal
in perform-
ance toanyre-
ceiver on the
market. Work
out a system-
atic method
of getting in
touch with
set owners,
and put it
into effect at
once. It will

patent

made more B
popular than
ever before.

It is there-
fore to Bal-

alkite“AB ”Contains no battery

A complete unit, replacingboth “*A” and “B” batteries
and supplying radio current directly from the light
socket. Contains no battery in any form. Operates only
while the set is in use. Two models: “AB” 6-135,* 135
volts “B”current, §64.50; “AB” 6-180, 180 voits, §74.50.

produce sales
and profits
for you.
Ask your
jobber.

FANSTEEL PRODUCTS COMPANY, INC., NORTH CHICAGO, ILLINOIS

FANSTEEL

Balkite

—Radio Power Units—=

¢
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- Get the Business

The new Exide “AB” Power Unit—
with socket power operation. ‘B’
The new Exide "B voltage up to 180.
Power Unit—ready
to supply vigorous,
sustained “B” pow-
er to awny size sel.

Exide" A’ Power
Unit — in G-volt
and g-volt sizes.

Read why the “Exide AB’’ Power Unit

appeals to your quality customers

YOUR best business is with the real radio fans.
They want the finest and are always willing to
pay for it.

These are the people who will be instantly inter-
ested when you demonstrate the Exide super “AB”
Power Unit. Exide has outdone itself in this re-
markable achievement in socket power. This unit
has plenty of power for any size set—three tubes or
ten tubes. For really fine reception, there’s nothing
equal to it.

Standard Exide 6- ) The Exide “AB’” Unit is built on advanced stor-
3752 iﬁ 45.;;:"3;: age battery principles—th: latest development in
R"ggot"fl/e;’i:g’f in x I e Radio Power engineering—the product of Exide’s
. : ' forty years of experience in making dependable
RADIOD batteries. This simple, rugged and beautiful unit
BATTERIES surges with steady, automatic power.

Our advertising has been pounding home these
points. It has also told people about the rest of
the profitable Exide line—the Exide “A” Power
Unit, the Exide “B” Power Unit, the Exide “B”
Battery, the Exide “A” Battery. Be sure your stock

Exide 48-volt "B" 3 -
Battery with glass is ready when people come looking for the best.
cells. Gooo milliam-
pere-hour capacity.

Also in 24-volt size. THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia

Exide Ba'teries of Canada, Limited, Toronto
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HE Stewart Electric “AB” gives a de-
pendable and reliable D. C. current with-
out batterles, acids, liquids, or special
A. C. tubes in the set—an all dry unit. It
operates standard tubes, inexpensive to re-
place, now used in sets most efficiently. It
supplies an even, constant, hum-free power
when you want it as long as you want it.
Operates on and off from the radio set switch.

Sets equipped with Stewart Electric “AB”
will prove by all tests to be the most satis-
factory and quiet method of ALL-Electric
Radio Operation.

Install Stewart Electric “AB’s”
in battery-operated sets of your
old customers, thus converting
them into ALL-ELECTRIC sets.
No re-wiring or changes of tubes
necessary for the installation of
the Stewart Electric All-Dry

unit.

[

g

tewart Clectric/B

on the Stewart Electric “AB.”
Name .................iiiiiivan-n
Stewart Electric B Stewart Electric A
Address .. ....... ... ...,
STEWART COMPAN CHY oo
125 North Peoria Street Jobber (1. .......... Dealer

Radio Retailing, A McGraw-Hill Publication
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and sell your Customers
GUARANTEED
ALL-ELECTRIC
OPERATION

The Stewart Electric “AB” is fully guaranteed in
writing—it will give you all you can possibly demand
in permanent Electric operation—with standard time-

ﬂ{[pw/

a battery
_ an eliminator
_a socket power

AC tube

/,,

//a ////////// ///

// //

V%/////

/ 4
v/////////

////,,

\
\

\

z

1O

////

oy,
/////
/Wan

Al

=

/
%
|
7

\

-

STEWART COMPANY
125 North Peoria Street
Chicago, Illinois

T

)

Gentlemen:

Please send me, without obliga-
tion on my part, completc literature

CHICAGO
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HERE is no selling argument
in your salesman’s vocabulary
stronger than—"‘Cabinet Work
by ADLER-ROYAL.”

This “Jewel Casket™ cabinet, fashioned from the choicest burl walnut, and
exquisitely finished has proven the season’s popular choice. The front door
panel opens down to form an attractive desk, and a lift top makes the chassis
conveniently accessible. Height 393 inches, width 303 inches, depth 143 inches.

Special Adler-Royal Console
for RADIOLA 17
for ATWATER KENT 37

Designed by Adler-Royal craftsmen especially for A.C. Sets. The
leaders say Adler-Royal cabinets contribute a noticeable sales advantage
to the sets which they enclose. Give your dealers this sales help.

DLER

Manu/acturing Co.

Incorporated

ADLER-ROYAL

RADIO
CABINETS

LouisviLe

KENTUCKY

1 e

Your nmearest
R.C.A.or Atwater
Kent Distributor
can supply vyou,
or write to us.




38

Making history

HE smashing radio hit of the year—
the new Atwater Kent A. C. Sets.

People who went without radio until A. C.
operation could be perfected are flocking in
to buy the new Atwater Kent.

People who tired of caring for batteries
are buying it to replace their old sets.

Sell them a second set

People who wanted a second set, for another

Model E
Radio Speaker

$24

Radio’s truest voice.
All parts protected
against moisture.
Comes in a variety of
beautiful color com-
binations.

Radio Retailing, 4 McGraw-Hill Publication

Model 37 The astonishing price

of the new, six-tube.
FuLL-visionN Dial, self-contained A. C. set ,s
includes everything except tubes and a
speaker. No power accessories required
—no batteries, no charger. For use only
with 110-115 volt, 60-cycle, Alternating
Current. Uses six A. C. tubes, and one
reetifying tube.

swithout tubes

part of the house, so that different family
groups could listen to different programs,
are finding the new set exactly what they
hoped for.

Here’s a new market—the second set idea!
It will pay Atwater Kent dealers everywhere
to exploit it.

The price is so low that your customers
can have two sets for what they may have
expected to pay for one.

Atwater Kent Radio Hour every Sunday night
Jrom 23 Associated Stations

OnE Dial Receivers listed under U. S. Paient 1,014,002
Prices slightly higher West of the Rockies

ATWATER KENT MFG. COMPANY

A. Anwater Kent, President
4733 Wissabickon Ave. Philadelphia, Pa.
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Dangerous Competition?

O LONGER can the radio industry “laugh
Noﬁ” the approach of so-called “wired wireless,”

meaning the transmission of entertainment into
the home over the electric light or telephone wires.
Heralded and discussed for several years, this new de-
velopment is now rapidly taking practical form. So far
it has heen conversation. In a short time, it will become
actuality.

When it does become a widespread reality, it is going
to hurt radio sales. It is definitely competitive to radio.
So the radio industry, in self defense., must plan to
meet it.

Radio men have been sitting back in their easy chairs,
confident and complacent that no one else could bring
the same service of entertainment into the home. But
that situation is now definitely changed.

The telephone companies up to now have not been con-
cerned with radio. The electric power companies are
keenly interested because both A.C. sets and chargers
bring them added load and revenue. But “‘wired wire-
less” purposes to bring both of these public utilities into
the field of entertainment as competitors with radio.

LREADY certain prominent operating companies are

perfecting plans to offer to the communities they
serve an entertainment program parallel to that which
radio now brings. But it must be remembered that. so
far as the electric power companies are concerned,
alternating current space radio receivers are a definite
and important source of revenue. Whether many of
these companies will be willing, generally speaking, to
discard that revenue and embark upon the untried ven-
ture of “wired wireless,” remains to be seen. Un-
doubtedly, some companies will believe it more profitable
to take up “wired wireless,” while others will prefer to
promote their A.C. revenue.

In any case. whether 1t be taken up by the telephone
companies or the power companies in any given com-
munity, the service will be practically parallel to that
offered by radio. Dut in one vitally important factor it
will not be parallel.  Such a service will be a complete
monopoly. For the power company or the telephone
company, as the case may be, will rent the receiving
equipment to its customers. This will result in a radical
curtailment of radio sales in those communities where
“wired wireless” 1s put into practice.

Reports from several towns in the West and Middle

Radio Retailing, February, 1928

West where “wired wireless” has been tried out are
not encouraging for radio. Radio sales have suffered,
and suffered sharply, in those communities. What is
happening there may be indicative of what may happen
universally if the radio industry permits itself to be
supplanted in the public interest.

UNLESS—the radio industry pulls itself together and
mobilizes its forces to meet this real and apparently im-
minent competition.

QELEVERAL things should_he done to p‘rbteét';t,he radio
industry in this situation: ‘

- First—Space_ broadcasting must be made so,appeal-

ing and so essential to the American people. that. no

. eompetitive service can compare with it. To further that

purpose, every manufacturer and association deriving
sustenance from the sale of radio apparatus should con-

. tribute in some way to broadcasting, for a great part of

radio’s leadership will depend upon the unexcelled quality

. of its broadcast programs.

Second—The superiority of radio’s service must be
thoroughly impressed upon the public mind. Popular
advertising by every radio manufacturer and trade associ-
ation must be inaugurated and maintained. The Ameri-
can public must be told about the desirability ¢f radio
over every other means of home entertainment. Quality
of programs, variety of choice, strength of signals,
clarity of reception, the thrill of distance, ease of opera-
tion, diversification of service—music, news, sports, in-
formation, education, national events, politics—all must
he mterpreted as available through radio, and radio alone.

Third—A continuous supply of information—news,
NOT publicity—must be directed to the newspapers of
the nation, supplementing the advertising service.

Fourth—"Wired wireless” should become the subject
of intensive study on the part of the radio industry. Let
us see where and how it may be utilized to advantage
and profit by those already engaged in the manufacture
and sale of radio apparatus. Perhaps this new service
can be developed into an expansion of the radio industry,
as a supplementary service. For, after all, the hasis
of the radio industry is entertainment, and equipment
evolves with progress.

Radio created and brought into the world a great scrv-
ice of home entertainment.  The radio -industry st
maintain its leadership in this expanding field.
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three R's of education by the introduction of radio

into the public schools. And this fourth R is
proving to be an adjunct in every sense of the word to
the already-existing methods of modern education.

Lectures in English, drama, art, debating, history and
the sciences are being broadcast specially for the schools
as a daily part of the class-room work while talks and
recitals are serving both as inspirational and cultural
supplements to these programs.

[n Chicago, special courses are being taught in the city
schools through station WMAQ. Music and penman-
ship have been taught in the schools of Oakland, Calif.,
from station KGO, and similar use of radio is being
made in Los Angeles. In many other schiools throughout
the United States radio is used for musical entertainment
purposes alone.

But perhaps the most outstanding instance of the intro-
duction of radio into the public school educational system
is the recent equipping of each of the 72 public schools
in Atlanta, Ga., with a radio set and amplifiers. With
this equipment 50,000 grammar and high-school students
are thereby enabled to listen in daily to educational and
cultural programs broadcast by their instructors and fel-
low students from the Atlanta Journal station, WSB.
Furthermore each of the schools is allotted a certain
number of days during the year to provide the program,
thus offering the opportunity for all of the students, as
well as the instructors, to participate in appearing before
- -the microphone as well as listening in to the others. And
the value:of radio as a means of lending new interest in
instruction, developing self-assertion on the part of stu-
dents and stimulating healthful competition among the
various school units has already proved itself to the
Atlanta school authorities.

Here is an opportunity for accomplishing, at once, a
public seryice and a tremendous advertising and wmer-

THE fourth R has been added to the time-honored

40
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chandising project. An opportunity which, regrettable
as it is, lies dormant today in many cities and towns
throughout the countrv.

HAT was accomplished in Atlanta, Ga., can be

carried out in any city or town in which there are
public schools, nearby broadcasting stations—and a live-
wire radio merchant wlo sees the usefulness and service
of radio 1n a broad way and who can set himself up as
the contact man between the local Board of Education
and the nearest broadcaster.

Radio Retailing, A McGraw-Hill Publication
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Take, for example, the system that has been worked
out in the Atlanta schools. There are 51 elementary
schools and 21 junior and senior high schools in the
public school system of the city. This means that each
elementary school can take one radio program a year and
each high school two, each program heing worked out
for one week by the supervisor of radio work, the prin-
cipal of the school, the teachers and the students at the
different schools in question.

To still further preserve a proper balance in the work,
the elementary school handles the program for three

Radio Retathng, Februarv, 1928
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Atlanta, Ga., 1s one of the
first cittes to equip its
public schools with radio

days during the week and the high school for two, ele-
mentary schools handling the programs on Mondays,

41



Wednesdays and Fridays, and high schools on Tuesdays
and Thursdays.

At the beginning of the school year, the supervisor of
radio for the elementary schools and the supervisor of
radio for the high schools outline the work for the year.,
giving each school a place on the radio program and
notifying each principal far enough in advance so that
he can have the details arranged in plenty of time. Then
the details of the week’s pro-
gram are left largely up to the
school authorities, subject tc
the approval of the radir
supervisor and the superin-
tendent of schools.

FOR the elementary school,
the week’s program is di-
vided into three parts. On
Monday, its program is for
the fifth and sixth grades; on
Wednesday for the third and
fourth, and on Friday for the
kindergarten department, the
first and the second grades.
This calls for careful selection
of the topics to be delivered.\

For the fifth and sixth
grades, the programs are
largely musical, consisting of
piano, violin and other in-
strumental solos, songs, and
selections by groups of stu-
dents from the school present-
ing the program. Bird songs
were the “hit” of one such program, while a talk by a
sixth grade student on a trip to Europe and an essay
by another on “What the Fifth and Sixth Grades Can
Do to Help Their School” illustrate the sort of material
that is used for this part of the radio programs.

The program for the third and fourth grades is com-
posed of s\mp}e stories, .such’ias “Blue Beads,” “The
Dustman,” and .the-“House That Children Built,” as
well as songs I)y individuals and groups, such 'as the

“Cradle Song,” “Indian Lullaby" and the “March of the
Wooden Soldiers.” While the Friday programs for the
kindergarten, first and second grades are given over
almost entirely to suitable songs and stories. The stu-
dents themselves take the leading part in the programs
and the schools vie with each other to see who can turn
out the best program for the year.

Naturally, the high schools are allowed more freedom
of expression. The students are older and are capable
of presenting a more varied and a more mterestmg pro-
gram.
to a short talk by the supervisor of radio for the high
schools, on the general Sll])JeLt of “High School Work.”
A “Constitution Program” was arranged and presented
by the students of the William Bass Junior High School,
with talks l)y students on “The Constitution of the
United States,” *“The Constitution of Georgia” and *"The
Constitution of Our High School.” While a "Citizen-
ship Program,” arranged by the Technological High
School broadcast addresses on “Who Is a Citizen of the
United States—Georgia—Atlanta?,” “The Privileges and
Responsibilities of Citizenship and “The Americaniza-
tion of the Foreigner in Our Midst "—the latter by one
of the leading social service workers in the city.

Some of the programs are arranged for special classes

4.

It Can Be Done

HAT has been

done in Atlanta,
Ga., can be done 1n any
city in which there are
public schools, a nearby
broadcasting station and
a live radio merchant
who foresees the useful-
ness and service of radio
in educational work.

For example, one radio program was given over’

in the high schools, such as the health science classes, the
home economics classes and the history classes.

Some music is included in every program to give vari-
ety and stimulate an interest in and a liking for music
on the part of the students. But the effort\of the dire¢-
tors of radio work is to present each time a well-balanced
program—one that will give some real educational mate-
rial, provide a reasonable amount of entertaimment, and,
above all, permit the students
to express themselves over the
radio.

All of the programs are “put
on the air” from the studio of
WSB at the Atlanta-Biltmore
Hotel.  Aund the programs
are put on at the same time
—10:30 a.m.—each day of
school. At 10 o'clock the
teachers and students taking
part in the radio program are
excused from regular class
duty, and go to the .\tlanta-
Biltmore Hotel ready to pre-
sent their numbers.
minutes hefore the appointed
hour, radios are placed in the
proper classrooms at each
elementary or high school, as
the case may be. Every room
in each school 1s wired to re-
cetve the radio set. Thus it is
a simple matter to suspend
classes for the thirty-minute
broadcast in the rooms of the
classes for which the program is intended.

The use of the radio has been worked out to a fine
point in the Atlanta public school systemn, and those in
charge believe that it has great possibilities, not only
for direct instruction, but for the development of latent
faculties in the children. If a student has any talent
as a speaker, dramatist, musician or essayist, performing
before the microphone brings out the best of that talent
that is in him..

Not many students are taken from their work—usually
only five or six—to present a radio program. The period

. is only 30 minutes, and does not interfere with the reg-

ular work. On the other hand, this work has resulted
in the development of a fine “esprit de corps” in the
case of the individual schools as well as an equally fine
spirit of competition between the. various schools.

Thus the use of radio programs has acted as a stim-
ulant to the teacher, the student and the entire school
alike. And, while those in charge of the work realize
that only a start has been made, they are certain that
the experiment has been a success.

HIS important advancement in modern education has

been due to the vision and foresight of the Atlanta
Board of Education and the Atlanta Journal broadcasting
station. The opportunity to introduce this step into other
schools, on the strength of what has been done in Atlanta
and other cities, belongs to the radio merchant. [t is
another chance to further intrench radio as a nécessity in
contemporary life and it is the privilege of every radio
retailer in the country to bring to the attention of local
educational authorities the desirability, if not the actual
necessity, of radio equipment as part of modern school
facilities.
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1 he F o—u_r_WOLV ES of Business Expeme

Sales, Service, Occupancy and Administration

OR the past three years

this publication has re-
peatedly stressed the neces-
sity of controlling your
costs if you want to preserve your profits.
A few. have heeded, many have not, a
great many w:/l not.

1928 promises to be a year of extreme
competition. The race maynotalwaysbe
to the swift, nor the battle to the strong,
but it is a “cinch” that economical man-
agement gives you the “edge” over your
competitor, especially in an era of strong
competition.

According to R. G. Dun & Company,
there were 23,146 commercial failures in
the United States in 1927 as against

An Editorial by
S.J.RvaN

21,773 in 1926, 21,214 in
1925, 20,615 in 1924, and
18,718 in the boom year of
1923. 1927, therefore, had
the largest number 1n five years.

By far the greatest percentage of these
failures was due to poor management or
lack of capital—and as every merchant
knows, good management never lacks
capital. A great business economist bas
said that 1928 will be a year distinguished
by the successful progress of the busi-
nesses which learn to control their costs
and the failure of those that do not.

Watch out for the four wolves of busi-
ness expense—Sales, Service, Occupancy
and Administration.

Control T/zem 0r Face Fazlure

Radio Retailing, February, 1928
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By C. L. DENNIs

Formerly Manager, Merchandising Service Department,
Music Industries Chamber of Commerce

T 1S unfortunate that the increasing importance of

radio in the retail music trade has not reflected either

its increase or its importance on the profit side of
the music dealer’s ledger. The music dealer has not made
money out of radio, if we are to accept such evidence as
is available.

In my humble opinion, this lack of profit is due to two
important factors which affect the music merchant more
than they do others who handle radio. These factors
are:

1. Service expense.

2. Too many lines.

Of course, these same factors eat up profits for all
who handle radio. just as other factors which subtract
radio profits throughout all channels, also affect the music
trade to a greater or lesser degree. It is the purpose of
this article to set forth the reasons why service expense
and the scatterfire of mixed lines appear to have de-
creased the profits of the music merchant to a greater
extent than they have the profits of the electric shop or
the radio store.

These reasons have become more and more evident
during the years of development of radio as a factor in

4

music merchandising, during which years the writer has
had an opportunity to observe the manner of handling
radio in the music store, from a national viewpoint. Un-
doubtedly the time has come for the music dealer to face
his radio problems squarely and find out how to make
radio show black instead of red on his books at the end
of the year. Few dealers who have segregated their
costs and know the facts relative to their radio depart-
ments are able to show real profits, and altogether too
many of them show losses.

In order to explain why this is so, we must consider
the attitude of the music dealer toward radio, and his
reluctance to approach the solution of its problems. Few
other dealers are better equipped by experience and en-
vironment to handle the purely selling problems. The
merchant who has sold pianos and phonographs knows
the appeal of home entertainment ; his store provides the
proper atmosphere for demonstrations; he knows the
problems of instalment selling. He has not prepared
himself, however, to meet the service problems as well
as he could, and he has not yet brought to bear his
fullest ability upon the choice of merchandise and the
concentration of merchandising effort that would make
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| Trade Make Mméy
Out of Rﬂa’io.?

Lack of service knowledge and spreading of lines two factors which
have held back profits—avhat music merchant must do to make radio pay

his radio sales pay better than they have in the past.
This is due almost entirely to the reluctance on his part
to accept radio as a major factor in his business.

For the most part, the music trade regarded radio as
a baby laid upon its doorstep. In the beginning the older
members of the trade looked upon it with varied feelings
of distrust and repugnance. The younger members
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