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OUR distributor wouldn’t have the That’s why your Mallory distributor is a

Mallory franchise if he were merely
a distributor of Mallory parts. He was
selected because he has a thorough knowl-
edge of the business . . . because he has

good man to know and do business with.
Call on him for any help within his prov-
ince—from problems of procurement to
problems of management—and you’ll find

the ability to be of real help . . . because him glad to respond. He’s the right man,
there is no question about his willingness in the right place, with the right kind of
to give it. service to save you time and money.

Here’s What Your MALLORY
Distributor Will DO For You:

Technical service helps . . . bulletins, bookles,
catalogs, letters with complele data on what to
use and where to use it . . . special publications
on radio fundamentals and new developments.

A complete line of Mallory replacement parts . . .
many of them first developed by Mallory research
- . . ALL of them guaranteed against premature
failure by years of service in the field.

A program of standardization that meets the maxi-
mum number of application needs with the mini-
mum number of parts . . . reduces investment,
simplifies replacement, speeds up delivery.

A background of personal experience . . . ac-

quired through years of service in radio .

helpful in solving difficult or unusual problems
. . effective in training dealer personnel.

Efficient service . . . backed by detailed informa-
Lion on prices. parts, catalog numbers . . . promptly
applied whether orders are large or small . . .
especially effective in meeting emergencies.

Commercial “know how” . . . implemented by
sound methods of keeping your business “on the
beam™ . . . with special attention to promotion
devices that help sell your story to the public.

P. R. MALLORY & CO., Inc., INDIANAPOLIS 6, INDIANA
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more efficient
...1n minliature

1L

-

Flickering firebrands of burning fagots, smoking
pine knots and pitch soaked moss lacked the con-
venience and effectiveness of the modern flash light.
It took the same type of imagination, backed by
science, to develop eflicient miniature mobhile light-
ing as it did to develop miniature Flectron Tubes.

Due to their inherent improved characleristics,
TUNG-SOL Miniatures are found in high frequency
circuits in which the use of the larger type tubes
would be impractical. In other circuits TUNG-SOL
Miniatures are also more satisfactory. They are
more rugged and more resistant to vibration. Be-
cause they are smaller, and lighter, TUNG-SOL

Miniatures make possible the pro-
duction of smaller and lighter equip-
ment. This is the trend of today.
The many new sets on the market
that are equipped with TUNG-SOL
Tubes make it essential to have
these tubes available for service.
TUNG-SOL Jobbers and Dealers are in position to
offer Miniatures as well as G-Gt’s-metal and large
glass tubes for servicing every type of equipment.

TUNG-SOL

velaliarn -fesled
ELECTRONIC TUBES

ACTUAL SIZE

TUNG-SOL LAMP WORKS, INC., NEWARK 4, NEW JERSEY

Sales Offices: Atlanta - Chicago + Dallas + Denver » Detroit » Los Angeles * New York
Also Manufacturers of Miniature Incandescent Lamps, All-Glass Sealed Beam Headlight Lamps and Current Intermittors
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The One and Only

SENSATIONAL NEW WAY TO PLAY RECORDS

= COBRA rowe arm

WITH THE

The 30th Anniversary Zenith Radios have given Zenith dealers
plenty to talk about. The line is complete —cabinets are beau-
tiful — every model is braad new, clear through, with new circuits
and features that make these Zeniths better, more saleable than ever.
But the real sensation 1s Zenith's New Way To Play Records.
Zenith has gone far beyond just a2 new tone arm or new changer.
Zenith has done much more than merely add a record-playing unit
to a radio. Zenith has developed an entirely new method of record
reproduction, based on new principles, to give you radio-
phonographs engineered and built as complete musical instruments.
Real Radionic record reproduction, with the COBRA Tone Arm,
actually brings you all the musical beauty captured in the record
grooves—reproduces every glorious note, free from annoying

The Most Amazing, Exciting,
Convincing Demonstration Feature
In Any Post-War Radio

needle notse or scracch. Here 1s 2 tone arm so damage-proof it
can be dropped on a record without harm —so gentle in pressure
that records played with it sound like new 1000% longer. The
Zenith-designed and built Silent-Speed record changer is amazingly
casy to load and operate —it changes records so quickly, so quietly
that there is virtually an unbroken flow of music.

Yes, Zenith dealers and their competitors are well aware that the
Sensational New Way To Play Records, with the COBRA Tone Arm
and the Silent-Speed Record Changer, is the greatest, most
amazing, most convincing demonstration feature 1n the industry —
and ONLY ZENITH HAS THIS!

ZENITH RADIO CORPORATION
6001 WEST DICKENS AVENUE, CHICAGO 39, ILLINOIS

Backed by 30 Years of Know-How In Radionics Exclusively

RADIO & Television RETAILING @ June, 1946




1 Statement from the
| Publishers on the RBig

Four in Merchandising

In a recent analysis of some of
our thousands of new and renewal
subscribers, we had reaffirmed for
us a trend that has been increas-
ingly evident in our editorial pages

[ and in reports from our field cor-
respondents. More and more inde-
pendent merchants, who are really
preparing for big-time selling, are
departmentalizing their store op-
erations.

Each year brings fewer exclusive
radio dealers. To really serve their
trade, to widen their contact with

the home and to have stronger pil-
I lars on which to build, our dealers

are using modern merchandising
methods to establish a four-phase
retailing business which is becom-
ing known widely as the Big Four.

As a result consumers are finding
| departments for radios, for appli-

ances, for records, phonographs and

accessories, and for complete serv-
icing—often including sound.

These four are the natural com-
bination in radio-appliance inde-

| pendent retailing. It was inevitable
that radio and appliance sales
should be handled by the same
types of retailers. Servicing the
products sold has always been a
function of the independent mer-
chant; today it is more than ever
a necessary part of merchandising.
And the sale of records, phono-
graphs and accessories, which
helped so many retailers stay in
business during the war shortages,
is another fast growing activity
showing the increasing importance
of the Big Four.

Parallel with this trend has been

A k i § | the editorial function of our own
6‘ jor Our publishing company. Not only is
= ; Caldwell-Clements’ Rapio & Tele-

A e w L vision RETAILING serving the com-

| plete needs of independent retailers

for their departmentalized store
operation, but circulation premiums

‘ like the 1946 PROFIT MANUAL have
served to implement this service.
You cannot very well operate a 1946
store without knowing the informa-
tion contained in both. That so
many thousands of subscribers are

‘ using both, augurs well for the
health of the trade. In inexorable

| competition, retailers of all types
MERIT CO". & TRANSFORMER CORP who are unwilling or unable to fol-

low these methods may soon find
TELEPHONE [ themselves on the outside looking in.

4427 North Clark St. Long Beach 631t CHICAGO 40, ILL. The Publishers
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WHEN YOU HEAR

TEMPLE MODEL E-5)1
Radio-Phonograph Combination.
In wa_nut or mahogany veneers.

TEMPLETONE RADIO MFG. CORP

Executive Offices — 220 East 42n

RADIO & Television RETAILING @ June, 1946 1



CHICAGO

KEY MARKET

THE CHICAGO AREA . ..
ining more busi
than 13 states combined.

Pilorne Ontés-

If you want to get double duly out of your first year's factory output, then
you will want to start now to build your operation in the rich Chicago market.
Well defined by consumer habits and merchandising practice, it offers enough
business to take the entire output of many manufacturers. Here, using your
percent of industry as the basis of your planning, Yov can enjoy immediate
volume sales and at the same time get set solidly for o continving, profitable
operationwhenthe first easy selling conditions pass and the competition getstough.

Lovick Dostethecttn.

No matter whether your production is large or small, the $4,496,734,000
Chicago market assures enough business to absorb all or the major part of
your output. It is easily accessible to factory shipments and salesmen alike.
Sales potentials for autos, washing machines, radios, home heating units, re-
frigerators and *big unit” products generally are tremendous. This market
has repeatedly broken factory and branch sales records.

Fodicctese @a&zaf

You can get started fast in this major market with a single powerful adver-
fising medium—the Chicago Tribune. One out of every three families in 756
cities and towns of 1,000 or more populatian in the Chicago area reads the
Tribune on weekdays, On Sundays it is practically every other family. Only

the Tribune gives you a choice of monoroto, coloroto, comicolor, newsprint
color or black and white printing at milline rates among the lowestinthe country,

@ & * o ¢ ¢ * ° o ° & o 6 ¢ o o s o e @ L]

IN WHICH YOU CAN GEAR

e ——
ADVERTISING WITH SELLING
S ——

WITH

A single MEDIUM

Available for your study and use is a specific Tribune sales program
based on the findings of an auto and household appliance investigation
among dealers and consumers. To get these pertinent facts, address:
C. S. Benham, Manager, National Advertising, Chicago Tribune, Tribune
Tower, Chicago 11, lllinois.

CHICAGO TRIBUNE
%Zﬂamﬂﬁ-@%ﬁ‘%ﬁeyﬁ/

April average net paid total circulation: Daily, over 1,045,000; Sunday, over 1,450,000,

RADIO & Television RETAILING e June, 1946
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KEN-RAD

Well Plague

Adtnorized Ceoles

Dezalcamania

SR ¥l e
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KEN-RAD /{
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Promotion Aids Like These,
Spell P-R-O-F-1-T-S for You
as a Ken-Rad Tube Dealer

Ken-Rad doesn't expect you to “‘go it alone.” Ken-Rad kelps pasts o e
you help yoursel[—to a generous slice of the local market for
radio tubes! For the asking, you can have colorful Ken-Rad
display material that will stop tube buyers in stride, causing
them to enter your store 10 buy. The large window-card and
other pieces at the right are typical of the wide display selec-
tion. . . . Ken-Rad also makes it possible for you to keep in
touch by mail with the hundreds of radio owners in your
neighborhood who buy tubes. Imprinted blotters, letter-
head and envelopes, other postage-borne items with your
name, address, and message on them—these will work for
vou as canvassers who are never rebuffed. . .. The Ken-Rad
franchise is powered for volume sales, to a market which
Ken-Rad guides straight to your door. Increase your profits
the easy way by handling Ken-Rad radio tubes!

178-E3-8830

For pictures and descrip-
" tions of the Ken-Rad com-
~ plete group of dealer aids,
write for "Sales Helps"
" Folder ETR-4. It's free!

Tube Charactaristics book

All of the pseces shown above are

in gleasing, effective colors. There
* alse are numerous other Ken-Raod

display ard promction ifems.

DivisioN o, GENERAL ELECTRIC COMPANY
OWENSBORO, KENTUCKY

J

-
"
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mpeadamt

All products of the Thordarson and Meissner

Divisions of Maguire Industries, Inc., and the

Radiart Corporation are sold from a single

source by a single sales force. Located strate-

gically throughout the country, these men are

trained to give competent sales-engineering

advice and to render reliable, speedy service.

For complete information, write to the address

below . .. today.

THORDARSON

TRANSFORMERS
TRU-FIDELITY AMPLIFIERS

Thordarson Trans-
formers are pre-
cision-built for all
requirements . . .
replacement, com-

munications, sound

amplifier, industrial,
THORDARSON

experimental and
TRU-FIDELITY AMPLIFIERS

amateur.
Thordarson Tru-Fidelity Amplifiers feature advanced
tone compensation, conservative ratings, ample ventila-
tion, low hum level, multiple input channels and maxi-

mum flexibility of controls,

RADIO & Television RETAILING @ June, 1946



MEISSNER

COMPONENTS
SERVICE INSTRUMENTS

Meissner Components, all high
quality, include antenna, R. F.
and oscillator coils; standard,
plastic and Ferrocart transform-

ers; windings, coils, chokes and

: accessories. Meissner Service
MEISSNER ANALYST

Instruments include the famous
Meissner Analyst, a complete servicing instrument and the

Meissner Signal Calibrator. . .a portable, self-contained

unit for accurate and instant checking.

RADIART

VIBRATORS
VIBRATOR POWER PACKS
RUST-PROOF AERIALS

Radiart Vikrators are indi-
vidually engineered, exact
duplicate vibrators. Design-
ed for long life, minimum
R. F. interference, low noise
level and proper starting.

RADIART VIBRATORS Radiart Power Packs are de-

signed to provide efficient,

economical and dependable plate power for operating

cl! types of portable equipment where AC power is una-

vailable. Radiart Rust-Proof Aerials are newly designed

to fit all cars; cowl, hood and under hood types. Made of
finest materials with many exclusive features.

RADIO & Television RETAILING o June, 1946



HAT is your idea of Boston? A city of

tradition? A town of famous names like
Beacon Street, Brookline, Symphony Hall? Of
historic places like Bunker Hill, Faneuil Hall,
Old South Church?

Or do you know Boston as it really is today—
the earning, spending, consuming
hub of New England? Here in a
tightly packed mosaic of com-
munities live nearly three million
people constituting the richest
market for its size in America—
a profit region for those whc
understand its people and its
potential.

CALL THE

It’s in situations like this that the
Hearst Advertising Service can

H-A-S MAN

Just drop us a note
saying, “'I'm inter-
ested in your market
™. information on (name
V' your typeof product).”’

be of most help to sales and advertising
executives. For the H-A-S man is primarily a
newspaperman with a knowledge of local habits
and local thinking that only a newspaperman
can have.

Behind him is a vast storchouse of marketing
information constantly being
added to by “reporters with a
nose for sales”—men whose meat
and drink are the facts underlying
buying power—the habitsand reac-
tions of a greatand teeming market
—the intimate, local angles so
hard to dig out, but so very impor-
tant in effective sales planning.

Why not call in the H-A-S man
now ?

HEARST ADVERTISING SERVICE

HERBERT W. BEYEA, General Manager
959—8th Ave., New York 19, N. Y. —Offices in principal cities
Representing:

New York Journal-Americen o
Baltimore News-Post-American o
San Francisco Examiner o

Pittsburgh Sun-Telegraph o
Boston Record-American-Advertiser o
Los Angeles Examiner o

Chicago Herald-American
Detroit Times ¢ Albany Times-Union
Seattle Post-Intelligencer

RADIO & Television RETAILING e
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PRECISION DESIGN % RUGGED CONSTRUCTION = DEPENDABILITY

THE /laguine. ARCIA

RECORD CHANGER

Here is a changer that is precision designed for long,
trouble-free performance. Simply operated, one con-
trol governs both manual and automatic play. Four
second change cycle during which changer may be

stopped at any point without damage. Plays 12 ten-.

inch or 10 twelve-inch records automatically. Auto-
matic shut-off functions on both manual and automa-
tic play. Patented velocity trip. One ounce feather-
weight needle pressure cannot damage records or
pick-up. Changer constructed of fiat steel stampings
and shock-mounted to minimize acoustical feedback,
etc. Removable cover plates permit easy access to
all parts of interior from top. Your distributor can
make immediate delivery.

Foatiwnitf—

Four Second Change Cycle
Single Knob Control

Avutomatic Shut-off

© ® 00

1 oz. Needle Pressure

No Pre-Tripping

SPECIFICATIONS

MOTOR

Power input « 110 volts, 60 cycle AC
Lead length « 12 inches

PICK-UP

Type * Astatic MLP-1 Permanent Point,
high impedance crystal.

Lead length < 16 inches

TURNTABLE

Size + 9% inches

Drive + Rim driven

Speed - 78 RPM

CAPACITY - 12 ten-inch or 10 twelve-
inch records.

CHANGE CYCLE . Approximately four

seconds

LUBRICATION - Permanently lubricated
at factory

FINISH

Cover plates - Baked brown Hammertone

Tone arm + Baked brown enamel

Turntable « Heavy brawn flocking

Cover plate screws + Chromium

Reject knob - Chromium

DIMENSIONS - 16%“x13" (3" below
plate, 5 5/16” above plate)

MAGUIRE INDUSTRIES, INCORPORATED

936 NORTH MICHIGAN AVENUE, CHICAGO 11, ITLLINOIS

12 RADIO & Television RETAILING e June, 1946



The

RADIO

f
TO-MORROW
Mother and Dad remember FADA from the very TO-DAY!

early days—from the very beginning of radio broad-
casting. For more than a generation, the ncme FADA

has stood for the finest in radio reception

And — brother and sister know the name. too. We
don't let them forget. No matter where they go or
where they live, every family sees the FADA name
again and again and ogain in magazires, news-
papers, billboards . . . even in the heart of Times
Square. That's why you can always place your faith
in FADA. That's why you will find FADA radio re-
ceivers one of your fastest selling lines for this year,

next yedr and many years to come.

<AD4

{ ”eﬁle\
PLACE YOUR FAITH IN THE \)ﬂu" /
<A TN i

4 b FADA 6 tube models are
equipped with the new
FADA “Sensive-Tone"

® A
... assuring greater sen-
R a dLO sitivity and clearer re- MODEL 1001 — 6 TUBES

ception.

Damous Scuce Broadcasting Gegan!

FADA RADIO AND ELECTRIC COMPANY, INC., LONG ISLAND CITY,N. Y.

RADIO & Television RETAILING @ June, 1946 13




Farnsworth EK-140. This brilliant example of popular cabinet
design opens from the front, leaving the solid top for orna-
ments, Trouble-free record changer —no pull-out—is placed
in brightly lighted, readily-accessible compartment. 14-tube
lincluding rectifier), AM-FM chassis with all the true tonal
qualities of FM reflected in the phonograph circuit.

FarnsworthEK-142, Distinctively moderncabinet with par-
tial lid opening. Same 14-tube AM-FM chassis and auto-
matic record changer as EK-140 at left. Another example
of Farnsworth’s originality in designing for every class
of customer,

They’ll Stop! They’ll Look! They'll Listen!

. « . to Farnsworth’s NEW FM Combinations!

® Farnsworth Beauty will stop them! Farnsworth Quality will scll them!

® Beauty of Cabinet . . . cach design a masterpicce of its type . . . made to endure. . . by skilled craftsmen
.. . to Farnsworth’s rigid quality requirements!

® Beauly of Tone . . . created through a totally new tonal system capable of interpreting the best in AM . . .
the full clarity and fidelity of FM, in both radio and phonograph reproduction.

® Quality of Manufacture . . . nincteen years of pioncering clectronic research, plus Farnsworth's complete
and modern engineering and productive facilities result in quality standards that have been . . . and will
conlinue to be . . . maintained at the highest level.

® Quality and Beauty . . . that's why the public will Stop, Look and Listen . .. will want a new Farnsworth.
® That’s why Farnsworth dealers so highly valuc the Selected Dealer Franchise.

Farnsworth Television & Radio Corporation, Fort Wayne 1, Indiana

PHONOGRAPH-RADIO

Farnsworth Radio and Television Receivers and Transmitters ® Aircraft Radio Equipment * Farnsworth Television Tubes ® Halstead Mobile Com-

-

munications and Traffic Control Systems for Rail and Highway ® The Farnsworth Phonograph-Radio ® The Copehart ® The Panamuse by Capehart

14 RADIO & Television RETAILING e June, 1946



WILCOX-GAY CORPORATION
Charlotte, Michigan

When a quality-conscious public knows
the line you carry is top-notch, you're
busy from dawn to dusk...and that’s
what a RECORDIO franchise means.
It’s a proven, sound investment in fun,
in excellence of performance, in sim-
plicity of operat:on. Anyone, six-year-
olds or great grandma, can operate
the recorder-radio-phonograph in all
its magnificently performed functions.
Sell all-family fun and you sell a winner.

The new aluminum base RECORDIO
DISCS, your customers will recognize
instantly as finer, and RECORDIO-
POINTS, both cutting and playback,

they’ll ask for time and again... for
DEALERS —MAIL THIS TODAY! / such is RECORDIO quality.

l |
! |
: Gentlemen: Tell me if a RECORDIO opportunity I ‘ \‘J" ! . [ (@) .
s sull open in my territory | ) v“;‘ = N \
l Store Name } ' “A\:‘\\\ @ @@ ) I )
| o : RECORDING INSTRUMENTS FOR HOME,
| & Bcee B o COMMERCIAL AND PROFESSIONAL USE
Il._"’*li-éié ____________ - A’*I/WH(OX-GAY CORPORATION ¢ CHARLOTTE, MICH.

RADIO & Television

139-25

RETAILING e June, 1946 15



EASILY INSTALLED — HIGHLY EFFECTIVE

The most serious radio interference from fluo-
rescent lamps is that which is conducted down
the power line to receivers at remote points.
Such interference cannot be avoided merely by
Placing the lamp at a safe distance from the radio
antenna circuit. Nor can it be avoided by using
shielded lead-in wire, as in cases where inter-
ference is caused, either by direct radiation from
the lamp bulb itself or by radiation to the radio
antenna circuit from the electric supply lines.

Yetinterference conducted down the power line
to remote receivers should, and CAN, be reduced.

The really effective method is to connect
Sprague IF-37 Filters directly to each fixture as
indicated in the above diagram. These filters are

PR\ WRITE

for your copy of the new Sprague
Catalog No. C-306. It's the first
Sprague Catalog in five years de-
voted to civilian radio service. In
it you'll find new capacitor types
and outstanding resistor improve-
‘ments. Write for your new catalog
today!

specifically designed for fluorescent lamp inter-
ference suppression. They are recommended for
single lamp fixtures, connected as shown in figure
“A”. One filter is required for each auxiliary.

Type IF-37 Filters are EASY to install. Inex-
pensive, too—only $1.11 each, net.

YOUR OWN

SPRAGU

. Ao for
Jobbing Distributing Organization

RADIO & Television RETAILING o
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Starts and stops automatically

27> HINGED

. — TONE AEM
\i“" REJECTS recorp
IF DESIRED

]

— REPEATS WHOLE OR PART
1 ‘lf OF RECORD

S p
RECORD CHANGER | = AUSES BeTWEEN RECORDS IF DESIRED

cp40 -
PLAYS 10" and 12* RECORDS MIXED

PLAYS MIXED 10 OR 12 IN. RECORDS in ony order (8 records vibration, or with radio reception. Crystol pick-up.15” x 12",
continuously). REIECTS any record if desired, ond goes on to Height 5°°. Tane-arm is hinged for greatest convenience in
next. REPEATS PARYT OR WHOLE RECORD AT ANY DESIRED POINT. chonging needles. AC motors 100 7o 250 volts, 50 to 60 cycles.
PAUSES BETWEEN RECORDS IF DESIRED. No interference from Also will be avoilable with motor for both AC ond DC.

-

REXON, INC., GENERAL DISTRIBUTORS, 295 FIFTH AVENUE, NEW YORK 16, N. Y.
SERVICE DEPARTMENT AND WAREHOUSE, REXON, INC,, 122 FIFTH AVENUE, NEW YORK 11 N.Y.

PATENTS APPLIED FOR IN ALL PRINCIPAL COUNTRIES £

RADIO & Television REITAILING @ June, 1946 17
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RECORps “3 4 RADIO-PHONOGRAPHS

Masrsye Baoig 4 lzllv:slnu tnl'nl‘llnu. Tiory, ""Lingy,
440" BP0t 130

MONARC

NG fbi0 o gy

Further Froof 1har...

fit!
Majestic Means Business -and lots o
aj
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The most significant postwar loud speaker devalopment yet announeed
is the new Jensen family of Type H Articulafed Coaxial Speakers. The
latest member is Model HNP-51, an all 40 f design — in which' lew
frequency and high-frequency speakers are enployed coaxially in an
articulated assembly. The 1S5-inch If cone acts as an extension of “he
h4{ speaker horn. The two loud speakers are electrically and acoustically
coordinated into a system achieving brilliant and natural response through
the entire useful frequency range (l-{ performmnce depends upon he
batile or enclosure used). Frequency-dividing network Las variable control

TYPE H SPECIFICATIONS

MODEL HNP-5V {85-inch) with ALRZV5 in beth |-f

and h-f units. Power rating, 25 watts maxireem in

in range above 4,000 cycles.

HNP-51 is recommended for FM receivers, Ligh -jquality phonogrcph
reproduction, television, review rooms, monitoriig and home and pablic
entertainment generally.

Coaxial Models HNP-50 and HNF-50 (for manmufacwurers) and HNF-51
(for general use), are now nearing quantity procuction. All Type ] Jensen
Coaxials (3 models) are now in production. Write for ccmplete information. MODEL HNF-39 115-inchl AMWCO S design h-£ unit,
field: coil, in #f unit; otherwise same as HNP-51. List
price appidkimataly $115.

speech ond music systems. Input jmpadance, S00ohms.
List price ‘approxinitely $125

COMPLETE‘REPRDDUCERS. Model HNP-51 Specker is
offered in 2 cabiirer models to ferm camplete rep-oduc-

ers. Model “CR® Raproducer employs keautiful .ensen
Imperial Walnu$ gebinet. Model ‘RA" Repreducer

employs - atfractively gnj hed gemeral utility ccbinet.
SPEAKERS

WITH

.\Alﬂlﬂa 5 cecsenereey G

i
i

JENSEN RADIO MANUFACTURING CO., 6625 §. Laramie Ave, Chicago 38, IR,
In Canoda: Copper Wire Products, Lte., 137 Oxford Street, Guelph, Ontarlo

.?/ma'a/(bfd s Destign and . //Ium%lr&l e 0/’ Feree Acowslic tg’q«l'/unen./
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‘ Philco? i !
\ Emerson? | | !
-i RCA-Victor? | i a
1 General Electric? o |
. ' Stromberg-(:arlson" o
Zenith? i
Capehart? |
Pilor? -
Du Mont?
Magnavox?
Stewart-Warner?
Admiral?
Motorola?
Majestic?
Fada?
Westinghouse?
Ansley?
Farnsworth?
Olympic?

Lear?

e

~Alerald Tribune Families

194 Are most radio buying plans dream puffs which won't stand

MODEL

%';l families

who will buy®

FAMILIES WANTING®®

SPECIAL FEATURES

9% of fomilies
who will buy’

FAMILIES WANTING**

the winds of reality 2 You need solid background facts to judge.
We have them for the New York Herald Tribune part of the
market packed into the Continuing Home Study. Our readers’

:ICB::.SEOE;DELS. ' ' ' ;:‘5% ::'E‘COID. 'W”. '. '. 755"7% earning, spending, working and living habits, possessions and
o PONTABLES o » o+ . 1.8 o TELEVISION 300 plans are all here. So accurately that for years, advertising

allocations by New York's top retailers have been based
MAKES PREFERRED on them.

CONSO: ¢ ok TABLE MODEL' . PORTABLE ¢ ok In the fourth edition, 60% of our families intend to buy one or
S e ek et i (ECHS S ORI GG LTI S s
LPHLO . . . 190% 1.PHILCO . . . 27.0% 1 PHILO . . . 304% thirds of them consoles. We know that's no dream because
2.RCAVICTOR , , 188 2 EMERSON . . . 177 2 EMERSON . . . 27.4 nearly every family in our readership owns at least one radio

3. STR.-CARLSON . 16.6
4. GEN. ELECIRIC . 9.7
S. CAPEHARY . . . 6.7
6 IENITH . . . 45

3. RCA-VICTOR . . 164
4. GEN. ELECTMIC . 1.6
5. STR.-CARLSON ., 4.8
6 IENITH . . . "48

3. RaA-vICTOR . . 120
4. GEN. ELECIRIC . 8.9
S.IENTH . . . 89
6. hor . ... 32

and 40% have 3 or more for an average of 2.5 sets per
family. What's more, one-third have radios in bad condition
calling for replacement.

OTHERS . . . 247 OTHERS . . 177 OTHERS , . 89 You see, there is not much question that Herold Tribune fam-
100.0 100.0 100.0 ilies will buy radios according to plan. The question is which

*59.5% of Herald Tribune fomilies ore planning to buy radios in the first yeor of

normol production.

®® Models ond speciol feotures wanted totol more thon 100% os some fomilies

indicoted more than one.

makes will they buy # You can plan your influence on the answer
by studying the

CONTINUING HOME STUDY

RADIO & Television RETAILING ® June, 1946




Youre talking prospects’ language
when you Talk ...

“What will | do with
all my records?”

hﬁl(! Even the SPACE-SAVER
CONSOLETTE nolds over 100 records

Storage space for more than 10
solid hours of record entertain-
ment! Full automatic changer
and Bendix Aviation Quality
Chassis. There's an easy to sell,
ready-made market for Con-
solettes.

“I'd give plenty for a
practical chair - side
radio”

LOOK Here's the perfect answer
the INVISIBLE RADIO with the
WO WL

M=

Radio's most talked-of single
feature turns demonstrations
into sales in a mere matter of
seconds —a complete demonstra-
tion at the flick-of-a-switch! A
beautiful drop leal Sheraton end
table conceals this magic radio.

(BENDX RADIO) Bendix Aviation Quality Chassis in cabinets of

— utility, compactness and beauty . . . demon-
strable features that sell prospects . . . superlative performance from
radio or records . . . backed by big time advertising . . . it all adds up—

that for preslige, profil and permanence you Build Best With Bendiz!
Bendix Radio Division o Bendix Aviation Corporation s Baltimore 4, Md.

“Why doesn’t some one
build a really portable
table radio?”

=

}MK! Here's the handiest
Table Model ever built

A companion for
any roort of the
house—built-in
conceale Thandle i i
mihes it a truly L_.!--- o
room-to-room portable. Al round
one-piece plastic cabinet. A Ben-
dixn beauty that makes over-the-
counter selling easy!

b 5
18

PRODUCT COF

AVIATION CORPORATION

Be sure to visit the new Bendix Radio Exhibit during th2 Summer Market—5th fioor American Furniture Mart, Chicago

RADIO & Television RETAILING @ June, 1946
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fople who Lk ahbead sead lottion)

Besides being the world’s smartest and most progressive home purchasing agents,
the husbands and wives of America know their magazines. They like the way Collier’s
editors handle domestic problems that have real news interest. They like Collier’s
modern, never-dull fiction . . . and they like, too, the way it’s balanced with serious,
informative articles on world affairs by noted authorities. No wonder, then, that these
forward-looking folks turn to the advertising pages of Collier’s for buying ideas,
whether they’re thinking of clothes, cosmetics or cars. That dream home they’re
going to have some day may be an ivy-bordered cottage in the suburbs, or a house
by the sea. The fact remains that new and better things—new furniture and rugs,
new kitchenware and work-saving appliances, new and finer possessions of every kind,
are all a part of the picture.




Dpestviess chbo Lok atbead wie ottiess

Through the regular use of Collier’s, many advertisers automatically direct their sales
messages to a selected market, reaching with a minimum of waste circulation the

modern, progressive men and women who represent the thinking millions of America . . .
whose tastes and habits influence the rest of the buying public as a whole. Collier’s
readers are definitely at the “‘age of acquirement” —intelligent, prosperous, substantial
families who know what they want and have the money to pay their way. Yesterday
is a dead issue with them—they are thinking of the good things of the future, and the
advertiser whe uses Collier’s to think ahead with them will find one of the world’s
richest markets!
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It will be ready for your summer business!

Very soon, now, Stromberg-Carlson dealers will
be able to offer their most particular customers the
sort of portable they’'ve always wanted. A portable
that in tone, sensitivity and appearance fully meets
the most exacting standards.

When you hear and see this newest Stromberg-
Carlson, “The Vagabond,” you'll agree that it asks
no favors—that, even when subjected to searching
and critical analysis, it is true Stromberg-Carlson
quality through and through.

Six tubes, including rectifier, three-gang
tuned radio frequency, a built-in loop an-
tenna, a powerful Alnico 5 permanent-mag-

MODEL NO. 1105—THE VAGABOND

~= announces the Vagabond!

net speaker, and acoustically correct cabinet design
all join to assure excellent tone and ample volume.

Light, compact, and operating anywhere on AC,
DC, or battery, this new Stromberg-Carlson porta-
ble is an instrument you can—and will—feature
with the same pride you have always taken in the
rest of the Stromberg-Carlson line.

STROMBERG-CARLSON

ROCHESTER 3, NEW YORK

Radios, Radio-Phonographs, Television « Sound Equipment
and Industriol Systems « Telephones, Switchboards, and
Intercommunication Systems

T oatftir -

e i o
N
\\\\.&
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Established in 1922 os ELECTRICAL RETAILING
7— . ¢

Including Radio and Television Today

Hold Your Customers or You'll Be
Holding the Bag!

Now is the time for all good retailers to come to the aid of their
business!

Now is the time to hold customer good-will and to convert “pros-
pects” and “suspects” into regular patrons. Because competiticn is right
around the corner, waiting to re-enter the retail selling field.

To “sell” himself on the necessity for such business conduct, the mer-
chant should think of today’s actions in terms of yesterday and tomorrow.
Thoughts along such lines will help to reveal the correct strategy to employ
in dealing with the public today.

Yesterday’s market saw plenty of radios and appliances, plenty of
competition but »ot enongh money and customers to “go around”

In yesterday’s market, no dealer laughed at a customer’s request for a
delivery date. A person with money to spend was a much sought-after
individual; not a bore to be alibied out of the store. Every inducement
and every tool of salesmanship was used in an effort to convert a shopper
into a buyer. Remarks such as, ““When will you get the refrigerator, Lady?
Don’t make me laugh”, would have been extremely disastrous.

Tomorrow’s market; now almost at hand, will be somewhat different
in its early stages. There will be slews of things to sell and there will be
newer and stiffer competition. While it is true that there will be more
money and more customers, it is equally true that there will be more sales
outlets bidding for the business. Once full-scale production gets under
way, customers will again become shoppers—able to pick and choose at will.

The would-be customer who today submits to condescending and
indifferent treatment feels the way a certain GI did about doing kitchen
police work. “They can make me do it”, he said, “but they can’c make me
like it!”

Just as the potato-peeling soldier looks forward to the day when he’ll
be out of the army, so does the customer look to the period when merchants
will be bidding for his patronage—when selection of goods and the selec-
tion of stores to buy from will be in his hands.

Let's get back in that genuine selling groove and stay in there, pitching!
It’s profitable to hold the customer!
It’s fatal to hold the bag.
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RADIQ, Electrical Appliances,

SET PRICES UP—Some relief felt by radio, when OPA
announced 89, price increases for manufacturers and
4 to 5%, boost at consumer levels. Dealers and dis-
tributors got the general go-ahead to pass dollar
increases on to buyers, but approximate dealer dis-
counts moved from 34 to 387, down to 31 to 36%,.

MORE SPEED AHEAD—Now that 115 days of walk-
out are finished at Westinghouse, production at this
critical spot spins back into gear. Full-scale resumption
takes time; traffic appliances first.

LOOK FOR “DOGS” TO BE DUMPED at cut prices
as soon as known-brand radios and appliances hit
market in sufficient quantities. Warning—don’t over-
stock.

“SAMPLE” DISPLAYS OF FAMOUS MAKES,
shown alongside wunfamiliar brands offered for “im-
mediate delivery,” serving to put customers in “I'll
wait” attitudes. Fact that many of the unknowns are
priced higher than comparable models by well-known
makers, plus remembrances of the “$9.95 days”, also
help folk make up their minds to hold off buying until
they can get the “best” for their money.

WATCH VACUUM CLEANERS GO TO TOWN!
Once they start rolling into retail stores, tank types,
revolving brush models and hand cleaners will dish
up some real profits to dealers. The new buying trend
will be the purchase of more than one cleaner by
many a houseﬂolder, sold on the respective features of
each type—and, with money to buy them in the hands
of the customers.

SMART NEW-COMERS MAKING NAMES
KNOWN through advertising directed toward con-
sumers and retailers. Merchants advise that prospective
buyers are willing to accept new brands whose names
have been intelligently and consistently publicized.

BUYING PLANS—Free and frank survey among 1,200
returning vets asked them about plans for buying
home furnishings. They said, in effect, that “We'll
spend from $800 to $940 on them, and 40, of us
will pay cash in full.” Sampling was sponsored by
National Retail Furniture Assn. and included major
appliances.

MORE ABSORPTION BY DEALERS AND JOB-
BERS is provided by OPA directive increasing radio
tube prices. Of the dollars-and-cents tube price in-
creases, dealers are required to absorb about four-fifths
and distributors, about one-fifth. Each new absorption
decree raises the question: how much can the radio and
appliance dealer absorb without blotting up all his legit-
imate profits?

26

SHORT-WAVE BAND HOME SETS may or may not
be big sellers. Manufacturers are frankly puzzled over
the sales possibilities. Official of one of the largest
manufacturers of home sets says that he believes that
our country’s “nearness” to foreign affairs, together
with the interest in doings abroad on the part of re-
turned service people will assure a great and con-
tinuing demand for multi-band receivers.

A TREND TOWARD COMPLETE MANUFAC-
TURING rather than assembling has been observed
by RTR in several appliance factories. New machinery
is being installed which will largely eliminate the need
for sub-contracting. The result will be larger produc-
tion than before the war.

PRICE CEILINGS INCHED UP on several types of
electrical products. For example, manufacturers re-
ceived an 89, increase on refrigerators, 6.897, raise
on washing and ironing machines and 139, on elec-
tric conduit. Other increases are in the making. Even
where the retailer is not required to abosorb part
of the dollars-and-cents increase, each fresh increase
is a reduction in bis percentage of gross margin.

AN AID IN SELECTING NEW STORE LOCA-
TIONS is offered free by the Office of Small Business
of the Department of Commerce. It is a manual,
“Metropolitan District Data Sheets” which lists for
the 87 areas of more than 100,000 population such basic
data as population, housing, manufacturing, agricultural
and trade factors.

NEW LINE—Lewyt Corp., 60 Broadway, Brooklyn 11,
N. Y., the outfit which previously made only private
brand sets and phonographs, will shortly” hit the
market with a full line of sets and phonographs under
the Lewyt name. Table models, consoles and combina-
tions will be followed by FM and television. Lewyt’s
“hat box” phono will be among the first to debut.

THE STORY OF RADIO from its pioneer beginnings
to its glittering climax today, will be told in a new
musical movie now being produced in Hollywood.
Among other things, it ought to be a dramatic and
popular explanation of how U. 8. retailers of radio
happened to end up with the world’s most miraculous
merchandise on their floors. The picture is titled
“Magic in the Air” and head man in the filming is
Jerrold Brandt. The names of the key men who con-
ducted the industry through its astonishing progress
will be spotlighted in the production. Not all of them
can be wcluded; a poll of radio editors will decide
which ones. Research experts of the networks are co-
operating and every effort is being made to make the
show accurate and authentic.

“PLENTY OF PARKING SPACE” is theme featured
in group advertising by a dozen side-stréet dealers in
Morristown, N. J. They pooled their ads in the local
newspaper to build up their district as a shopping
center.
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FIRST POSTWAR SUPPLIES OF MAHOGANY
LOGS will probably start moving into the country
from the Philippines sometime this summer, if pres-
ent plans materialize. It will then take a few weeks

to process any substantial quantities into mahogany
plywood for console and table radio cabinets.

THE FOUR HORSEMEN OF NON-PRODUC-
TION continue to ride throughout the electrical ap-
pliance industry. They are strikes, pricing problems,
lack of component parts and shortages of raw materials.
Ravages are greatest among the producers of electric
motors, non-ferrous metals and iron and steel castings,
but the result is to slow down the factory shipments of
fiinished appliances.

UNABLE TO START STORE MODERNIZATION
PLANNED, many unhappy radio and electrical ap-
pliance dealers have added this to the things for
which they are waiting. Government officials have
promised that the CPA limitation order restricting
renovations to $1,000 per job in stores, will be lifted
“2s materials become availabe.” This is not likely for
many months.

NEW APPLIANCE ENAMEL announced by Nauga-
tuck Chemical div. of U. 8. Rubber, said to be non-
chipping and non-yellowing. The finish is made of
synthetic resin, and is said to be ideal for appliances
subjected to severe heat as well as for refrigerators

SAYS CBS—“Of the 36,780,000 familics in the United
States, about 33,100,000 own a total of some 59,000,-
000 radio sets. The average family uses its radio(s)
upwards of four hours per day. Serving these fami-
lies are more than 900 independent radio stations.
Of these stations, more than 700 draw upon one orf
another of the nation-wide networks for a part of
their daily program offerings. On a typical CBS
affiliated station, about half of the day’s programs is
originated by the network; the other half originates
in the individual station. In a typical week, more
than 1300 different individual network programs are
broadcast.”

DE-ICER FOR STOCK TROUGHS contains electric
heater in sealed can. This floats at top of trough, keep-
ing clear space of ice-free water even in temperatures
of 22 deg. below zero. Thermostat inside float turns
on electric heat only as needed.

4,000-MC COLOR TELE—Some television researchers
who are looking far ahead in color video, see color
eventually (if not soon) going not to the 500 mc band,
but on up to the 4,000-mc region where plenty of
lebensraum is to be found for video. Conclusions
regarding television merits of this region are based
on special radar experience during war.

Records, and Television, TODAY

HERE IT COMES—Telephone companies again make

radio news with their motorist-to-home-or-office com-
munications services. In San Francisco, seven relay
stations are going up, and there are extensive experi-
ments in St. Louis and in Detroit. These are initial
steps toward the much-heralded postwar develop-
ments in mobile radio communications.

WHERE TO GET CREDIT is described in a booklet

isssued by the U. S. Dept. of Commerce, entitled
“Credit Sources for Small Business.” It is for sale by
the Supt. of Documents, U. §. Gout. Printing Office,
W ashington 15, D. C., at a price of 15¢C.

KANSAS MARKET—Picked up from radio dealers in

Topeka, Wichita, Hutchinson and other towns in the
Jayhawk state is a slight million-dollar trend having
to do with phono records on RFD. The younger farm
folk are yelling for combos and discs. Behind the
demand are several factors: many youths remember
their war-plant work and the swing shift dances;
meanwhile there’s a new juke box in the local drug
store. Besides, there’s more folding money among
farmers and general agricultural modernization afoot.
Also a movie house, showing a lot of musicals, in
even the smallest town.

TELE ON WHEELS—Dr. T. T. Goldsmith of Allen

B. DuMont Laboratories, Passaic, N. J., has equipped
his s-passenger sedan with a television set mounted in
the rear seat, affording interesting data on interference,
standing waves, and other 50-90 mc phenomena as he
spins around Jersey. If he travels radially from the
New York transmitters, the picture brightens and van-
ishes at fixed wavelength intervals; when moving
tangentially this phenomenon disappears. Tele-set on
wheels has also revealed critical nature of antenna lo-
cation,; moving car a few inches or feet gives surprising
difference between excellent and poor picture reception.

THOUSANDS OF TRAILERS—The makers of those

freshly designed trailer coaches are equipped to build
100,000 of them, they say, to help solve the veterans’
housing problems. New models have wall plug-ins
for radios, lamps, clocks, and other eclectrical appli-
ances; fluorescent lighting and automatic oil heat are
also among the features.

In This Issue— THREE MAGAZINES IN ONE

Latest Radio Merchandise, pages 36 to 41

, covering RADIO; ELECTRICAL APPLIANCES; SERVICE

New Things for Service and Sound, page 82

Newest Electrical Appliances, pages 58 to 64
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Know Your Own Cosis

and Ty to Reduce Them

Budget Your Operations to Insure Future Profits in Spite of
Smaller Trade Discounts on Radios and Electrical Appliances

® Dealer margins are lower. This
iIs the one great, stark fact which
confronts radio and electrical appli-
ance dealers today.

Profit is shorter than ever before
in this field. Trade discounts have
been reduced to approximately 35%.

Margins have shrunk more on
some products than on others. Per-
haps the margin is not even 35%
for the typical store as a whole.

Margins Lower

Ordinarily the key radio dealer
makes his profit partly on his abil-
ity to buy radios and electrical ap-
pliances in quantity. Today he
must buy nearly everything on a
single-unit price basis.

Nor is it clear that greater vol-
ume can compensate for these lower
discounts. During the first few
months of 1946, dealers have not
received major merchandise fast
enough to absorb operating costs.
Most dealers report they have done
little more than break even.

The period of “waiting” was a
costly one to many retailers who
were geared up for large-scale sell-
ing in the postwar market.

Budget Costs

Today you may be receiving mer-
chandise in somewhat greater quan-
tities. But this does not change
the basic facts.

You face actual or potential com-
petition from other dealers in your
area. You no doubt have discov-
ered that the people on your wait-

28

ing lists are on other dealers’ lists
as well.

This, then, is the situation you
face. Your margin has shrunk.
Your backlog is evaporating.

If you are to end this year, and
next year as well, with a substan-

tial profit, your expenses must be
reduced. The shift that has taken
blace in your level of operations
has changed all the rules of the
game.

Think of your gross margin as a
melon. It is a smaller one than

U ——

HOW EXPENSES MIGHT VARY

Owner's Vsalary
Employes' wages

Occup_ancy-

Adverfisiné & promotion
Bad debts & interest
All other expenses

Net profit

Gross margin

Main Street Side Street
Location Location
10% 10%
5 10
_ 5_ . -

4

'|” '|_ —
_5- 5.
5 5
135% 35%

What your expenses should be depend on many factors.
One of these is the location of your store. Another is the
types of merchandise you handle. The figures presented
here are not intended to be considered “typical” figures.
Instead, they merely illustrate that no matter what kind of
retail business you operate, you should develop your own
cost ratios and budget your expenditures accordingly so as
to be sure of having a net profit left for yourself.

——’
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before the war.

That melon represents the amount
you can spend. You cut off a slice
of it for each type of expense. If
any part is left, that represents
your profit.

Expenses Vary

There is only one way to insure
that there will be a slice left for
yourself. That is to budget every
cost of operation in your store.

You may need to take several
steps to achieve this end. First you
will need to install a completely
new set of books if you have not
already done this.

In this period of shifting volume
and costs, it is vital to have a
monthly profit-and-loss statement.
With this, you know where you
stand every month.

Reduce your expenses in this op-
erating statement to terms of per
cent of your net sales. These are
known as your cost ratios.

With these figures at hand, you
are ready to set up a budget for the
coming months ahead. For each

RADIO & Television RETAILING o

June, 1946

month, estimate your dollar volume
of expected sales. Then apply
against this figure the percentages
which you can afford to spend for
each kind of cost in your store.

These ratios will vary according
to the type of store you operate.
On Main Street, for example, you
must pay more for rent and adver-
tising. On a side street your selling
cost will be higher.

Cost Ratios

If you sell only electrical appli-
ances in addition to radios, you will
have a different cost pattern than
as if you handle such other lines as

e R T AN PR ML I AT

NET PROFIT

Or take service costs. As mer-
chandise becomes available, your
volume of repairs may fall off. Your
service expense will depend partly
upon the policy of your store.

Use Your Experience

The ratio you can allow for each
expense, therefore, is a matter of
using your judgment. As dealers
report their costs to central agen-
cies for tabulation, postwar “com-
mon figures” of cost ratios will be-
come available. But in the mean-
time the only guide is common
sense.

You know that you must some-

Here is your share of the radio and electrical appliance melon. This
melon is considerably smaller than before the war, At the same time,
the cost to run your business terds to be larger. This makes the task
of slicing up the melon a more difficult one than ever before.

musical instruments or furniture.
Your delivery costs, for example,

may be higher if you handle a large

proportion of electrical appliances.

A Different Story

It takes two men to deliver any
major piece of equipment. And
when you operate a truck today,
your costs are much greater than
before the war.

how budget your costs so that each
percentage ratio, plus the percent
of profit you expect, cannot exceed
your new lower gross margin.
And when you have set up such
a budget of costs, your final move
will be to take positive steps to
reduce expenditures to conform to
your budget. In this way, month
by month, you can attain more
efficient operation, and prepare for
continued profits in the future.
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Uppes left, five fomg tiers of albums at
th2 Gardner store form “the heart of its
sezerc business”. Upper right, Bart Gardner
scts A] advice fwm jobber salesman, Art
Cdvile, on store plans. Directly above,
a carzful countes mspection of all discs
before they go ost. At right, the store’s
eye-seizing window display which tied in
with local movie of “Gay Nineties” type.

Squared Off for

KADIO & Television RETAILING @ June, 1946

More Profits



Common Sense and Personal Resourcefulness Add Up

to a Real Success for This Pennsylvania Retailer

® “This is a little business, but I'm
going to run it like a big business—
with sales quotas, bonuses, con-
tests, and all the trimmings!”

These were the words of Bart
Gardner, when he opened his phon-
ograph record store at 636 Wash-
ington Road in Mt. Lebanon, Pa., a
prosperous suburb of Pittsburgh.
And from that day on, the profits
at Gardner’s have been piling up
at a steady clip.

After finding a suitable location
Mr. Gardner leased a building and
bought supplies of lumber, ply-
wood, paint and nails. The fact
that his capital wasn't too plentiful
didn’t worry him, for he’s a hobby-
ist—and carpentry is his main
hobby!

Checked With Jobber

So he started building listening
booths, album display racks, coun-
ters and cases. He worked at it in
his spare time, and saved money.
His distributors were helpful in ad-
vising him on the layout and de-
sign of the store and fixtures. From
the plans, after weeks of diligent
work, emerged a smart modern
store, employing the best in self-
selection technique.

He is full of praise for the help
his distributors gave him, because
he believes that he sought advice
from those best qualified to render
it. “If a distributor’s representa-
tive sees all the modern showrooms
in the territory, it just stands to
reason that he’s the fellow to ask
when you want to know what's
right in store design.”

Album display—and more album
display—is the feature of his store
layout because: ‘“Albums are the
heart of the record business, for
you can trade up a 53¢ customer
to $2.63 or more by simple sug-
gestive selling.”

Records Must Be Played

He depends on what he calls
“exposure” to interest his customers
in albums. But it’s demonstration
that sells. “I figure it's like selling
vacuum cleaners”, says Mr. Gard-
ner, “And the more albums we
demonstrate, the more we're going
to sell. You can’'t turn over mer-
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chandise if you keep it in a glass
case.”

When a customer inquires for a
single record, the sale is made and
in addition, similar discs contained
in albums are recommended. If the
customer shows interest, he is of-
fered the albums and directed to
a listening booth. Mr. Gardner’s
slogan: “Self-Service Supplemented
by Selective Suggestive Selling.”

Accessory sales are an important
part of the business. “I figure that

maintain the store tratfic necessary
to volume. His total breakage is
less than %%.

Stress is laid on window display.
Believing that windows are the eyes
of any store, he makes them as
attractive as possible, and changes
them frequently to interest and in-
vite new customers.

He also attaches great importance
to restful lighting effects, and ad-
vertizes that customers can relar
in his record department. This is
a proven sales stimulant because
weary shoppers become more re-
ceptive in a relaxed, restful atmos-
phere, and are more easily traded
up to higher unit sales.

Grey and blue are the predomi-
nant colors in his store, and in-
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ELEMENTS OF A GOING CONCERN v

® DEMONSTRATIONS—Chances for sales increase at a brisk clip be-

cause everybody in the store believes that a record is really music

rather than a few dull ounces of wox.

b DISPLAY—The space in the window is actually small, but these few

sjuare feet are dynamite because they get to be o pleasant habit

to the folks on the street.

® ACCESSORIES—The full list of the things that go with the use and

the care of records turned out to have some profit possibilities and

popular interest that cannot be overlooked.

accessories should bring in that top
10% that means the difference be-
tween just getting by and really
making a success in business,” says
Mr. Gardner, “so our salespeople
always suggest needles, record
racks, record brushes and the like.”
He gives bonuses to his employes
who successfully merchandise the
most profitable accessories.

He believes in a liberal policy on
breakage. “If you have business—
you have breakage,” he maintains,
“So let your customers handle the
merchandise. If it gets broken re-
place it with a smile—you’ll get
dividends in good-will.”

He cites the experience of chain
grocery supermarkets to support
his breakage policy. A community
store, he thinks, is particularly de-
pendent on customer good-will to

direct flourescent lighting serves to
carry out the quiet tone he likes to
maintain. He believes that this re-
sults in better business with a min-
imum of sales effort.

“I'm going to re-invest 5% of my
gross in advertising my business,”
says Mr. Gardner, “because experi-
ence has proved that all successful
enterprises must depend on new
customers, to expand.

“Every month our customers will
receive a new bulletin describing
the most recent record releases, and
every time they come into the store
they’ll see something different dis-
played.”

His plan is successful because

‘each month has ended with larger

totals rung up in his cash register,
and, as he says, “It's only the be-
ginning!”
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Here’'s the unusually colorful main sales rcom of Emerson Piano House, with a string of 8 demon-

stration rooms at right. Columns are covered with green marble-design paper of pattern shown in
cirzular inset at left. Top inset is another marble design, used in black on salesmen’s table-tops.

The Old Establishment Is Covered with Glory — A Dealer Uses Plenty of

Color and Originality in «a Remodeling Job of His @wn Design

® Dealers from several states have
been visiting the Emerson Piano
House, Decatur, Ill., for a look at a
$21,500 remodeling job which “shoots
the works”. They got plenty of
ideas, too, because the Emerson
store is a striking disvlay of color
combinations, new finishes and
ideas in merchandising design.
The concern has been in its pres-
ent quarters for 30 years. When the
store was remodeled this year, W.
Curtis Busher, the present owner,
drew the entire store plan himself,
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and placed the merchandise on it
in a miniature scale. Emerson’s sell
radios, records, refrigerators, wash-
ers, ranges and pianos, and have a
big service department.

Tranformed by Color

The main floor is now an unusual
blend of color and design. The once
“too-high” ceiling has been elimi-
nated by dark teale blue color and
special newest type fluorescent light
fixtures have been installed, with
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diffusing glass bottom shading tubes
to cast all reflection down rather
than toward the ceiling, properly
centering attention on the mer-
chandise. Eight hooded ceiling spot
lights are also used to spotlight the
merchandise. Several spotlights are
connected with the window lighting
to illuminate srvecial displays in the
interior of the store, after the store
is closed for the night. The aksence
of any backing to the windows
makes it easier to see the attrac-
tively displayed merchandise, and
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This is a washable wallpaper, in wood-pattern
ot bleached walnut. It is used in a modern
grey for the walls of Emerson’s main floor.

to feel an invitation to come inside
the store. The ever ungainly col-
lumns extending down the center
of the store have become an asset
by the simple expedient of striking
green ‘“Marbalia” covering.

The walls of the main floor are
of photographic DiLon modern grey
bleached walnut wallpaper. The im-
pression of real wood is thereby
created and the grey color har-
monizes perfectly with musical in-
struments and appliances. It may

be cleaned with soap and water, and
will last for vears. It adds warmth
and feeling to the display room.
The Marbalia used on the central
colummns and cylindrical side-light
fixtures is a marble pattern in the
modern manner and is made en-
tirely by hand processing.

Complete Vew Dress

A green and white scenic niural is
used across the front of the main
floor, up over the top of the window
as vou look towards the front of the
store. It is a panel 7 feet wide by
40 feet long. The flooring of the
window beneath it is covered with
sea-foam gieen sculptured carpet.

The display center on the left
side of the front of the store is
covered with provincial design wall-
paper. There are four centers or
“stations” with this background,
which are separated by modernistic
walls with circular motif in Swedish
Red. This paper gives a colorful
kitchen wall paper background for
refrigerators, ranges, and washing
machines, where only one model of
each product will be shown. On
showing interest in any one pro-

At the left are two of the store repairmen, in uniforms with the badge ““Emerson Piano House.”
the sclf-designed record cabinet which offers scif-service from cight bins,
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in Store Modernization

duct, the customer is taken to a
large display, where sales help is
availanle,

To the right of this display the
salesmen of the organization have
been given especial consideration.
Sales desks, made on the job, with
a 19” opening underneath, and with
three small drawers, adjoin one an-
other in a series. By the use of
these desks valuable space is con-
served and the salesmen are in no
way handicapped.

Spacious Sales Rooms

On the right-hand side of the store
is another display of pianos and
radios. with grey bleached walnut
DiLon as a background, where again
one of each of the products is
shown. If interest is shown, the
prospect is faken back to an indi-
vidual sales room, spacious in size,
where a complete line is on display
of the particular make in which
the customer is interested.

The names of various products
sold by the Emerson Piano House
are silhouetted in cut-out modern
wooden letters. painted white,

(Continued on page 350)

At the righ#, owner W. Curtis Busher demonstrates
Each bin has ten sections, and titles listed by number on head-board.
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GE PORTABLES

Model 260, the "De Luxe” shown here
i8 a 6-tube self-charging portable with
push button band tuning, 5 short wave
bands in addition to standard. Disc-type

- -

charger plugs into ac, charging wet-
design battery. Circuit designed with-
out rectifier. Three-gang condenser and
3-way tone control. Long-range built-in
antenna, plus a removable loop for con-
venience in some locations. One-piece
chassis design for special rugged con-
struction. Speaker is 5!;”, of Alnico S.
Metal cabinet available in several col-
ors, scratch-resistant, 14%"” wide, 107"
high, 5-13/16” deep. Weighs 201/, lbs.
Priced at $118.50.

Model 250, a S-tube portable, same as
260 minus push buttons, short wave and
extra loop. Weighs 193 1bs. Priced at
$86.60. General Electric Co., Bridgeport,
Conn.—RADIO & Television RETAILING

Brunswick COMBO

Model BJ-6836 is the “Tuscany” cus-
tom designed Sheraton chairside radio-
phonograph. One band—AM, 8 tubes.

ac, 14 w undistorted output. Auto-
matic volume expansion. separate bass
and treble controls. Three-gang con-

3

denser. Automatic Panatrope record
changer. permanent sapphire crystal
cartridge, automatic stop. Genuine Old
World brown mahogany. hand-rubbed.
with crotch door fronts and marquetry
inlays. Radio behind two top doors:
record changer under lid that slides
forward; speaker behind lower front
louvres. Hand tooled leather top. Meas-
ures 17 wide, 29” high, 29” deep.
Brunswick Radio Division, Radio & Tele-
vision., Inc.. 244 Madison Ave. New
York, N. Y.—RADIO & Television RE-
TAILING

Premier RADIO

Model 15 is a 5-tube superhet, ac-dc
with Alnico S PM dynamic speaker.
Edge-lighted, three-dimensional inclined

dial. Solid hardwood cabinet, walnut
finish. Premier Crystal Laboratories,
Inc., 87 Park Row, New York 7, N. Y.—
RADIO & Television RETAILING

Mason RADIO

Model 45-4, a B-tube superhet with
$” speaker. Walnut finish cabinet. $27.50

in Zone 1. Mason Radio Sales Corp..
$0 E. 42nd St.. New York City—RADIO
& Television RETAILING
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Farnsworth RADIO

Model ET-85. one-band ac-dc super-
het, with 6 tubes, built-in loop antenna.
Cabinet of
grille

electro-dynamic speaker.

ivory plasticc modern weave

cloth, with metal emblem. Top mounted
logging scale dial; with translucent
plastic pointer. Price $23.75. Farns-
worth Television & Radio Corp.. Ft.
Wayne, Ind.—RADIO & Television RE-
TAILING

Hoffman RADIO
"Catalina” Model A 302, a S-tube

ac-dc unit, automatic volume control,
5” PM dynamic speaker, self-contained

loop antenna.
dial. Comes in mahogany. walnut or

Large slide rule type

blonde. Overall dimensions are 121"
wide. 612" deep. 7” high. Price $29.95.
Hoffman Radio Corp.. 3430 S. Hill St.,
Los Angeles, Calit.—RADIO & Tele-
vision RETAILING

Bendix RADIO

Model 616-A, with 6-tube ac superhet
circuit using two double purpose tubes.
Tunes 528 to 1725 kc standard broad-
cast, plus 5.7 to 12.5 mc for short wave
with band spread tuning. Three-gang
condenser, tuned r-f amplifier, three-
section electrolytic ac hum filter. Auto-
matic volume control, beam power out-
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put, Alnico core oval speaker, built-in
antenna. Finished in walnut solids and
veneers, 143" wide, 9" high, 914"
deep. Bendix Radio Division, Bendix
Aviation Corp.. Baltimore 4, Md.—
RADIO & Television RETAILING

Clarion RADIO

Model C-106, “The Clipper’, is a
6-tube console, ac superhet tuning 540
to 1725 kc. Three-gang condenser,
tuned r-f, 8” electro-dynamic speaker,

§
::
4
k
5
bt
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7 tuned circuits. Loop antenna, 4 con-
trols. Cabinet has end and front pan-
els of matched, sliced American Wal-
nut; Oriental Walnut decorative bands:
351" high, 311" wide, 14" deep. War-
wick Mifg. Corp.. 4640 W. Harrison St.,
Chicago, NII.—RADIO & Television RE-
TAILING

Recordio RADIO-RECORDER

Model 6B30B table model home re-
corder, record player and 7-tube radio.
Oval speaker. crystal microphone, crys-
tal cutting head. electron eye for tun-
ing or recording level indicator. Rec-
ords from radio or mike. Crystal play-
back with permanent needle. 1} oz.
needle pressure. Separate recording
channel, adjustable shavings collector.
All trimmers accessible from chassis

RADIO & Television RETAILING o
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top. Plexiglas dial, cabinet in Holly-
wood Modem style. Wilcox-Gay Corp..
Charlotte, Mich.—RADIO & Television
RETAILING

Minerva RADIO

Model W 710, 6 tube, ac-dc receiver
with full range tone compensator, gyro
drive tuning control. Heavy duty choke
input filter circuit. Hand-rubbed wood
cabinet. $41.95. Minerva Corp. of
America, 238 William St., New York 7.
N. Y.—RADIO & Television RETAILING

20th Century RADIO

Model 101. a 2-band ac-dc unit with
6 tubes and Alnico 5§ speaker. Hand-

rubbed cabinet. Electronic Devices
Co., 601 W. 26th St., New York, N. Y.—
RADIO & Television RETAILING

Philco RADIO

Model 452 is a 7-tube receiver with
new FM band, standard and short wave.
Pentode audio system, push button tun-
ing 6” electro-dynamic speaker. Bass

-
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compensation and treble control. Wal-
nut cabinet. Philco Corp. Tioga & C
Streets, Philadelphia, Pa.—RADIO &
Television RETAILING

Meissner COMBO

“The Regency” is one of 6 cabinet
styles for the Meissner AM-FM radio-
phonograph. Face veneers of striped

mahogany full length of cabinet. Clas-
sical design molding for panels in lower

doors. Designed to blend with tradi-
tional furniture pieces of 18th or 19th
century. Meissner Mig. Div., Maguire
Industries, Mt. Carmel, Nl.—RADIO &
Television RETAILING

(Continued on page 38)
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More New Lines for

Howard COMBO

Model 909-R radio-phonograph com-
bination is the 9-tube “"Regency”, with
two bands. “Acousticolor” tone control,
for 5 wvariations of tonal regulation.

Dual action elliptical dynamic speaker,
7 w undistorted output. Push-pull out-
put with bass boost amplification, one
stage of r-f amplification. Automatic rec-
ord changer with permanent needle on
light-weight pick-up. Design provides
for roomy record storage space, roll-
away drawers for record changer and
dial controls. Authentic English Re-
gency cabinet of veneer. solid and
crotch mahogany. Howard Radio Co.,
1735 Belmont Ave., Chicago 13, Ill.—
RADIO & Television RETAILING

Rembrandt PHONOGRAPH

Model 706 portable phonograph., with
3-tube amplifier, 5 speaker, volume
and tone controls. Operates on 115 v.,

60 cycles, ac only.
compartment for 10” discs.

Record-carrying
OPA price
$48.90. Remington Radio Corp.. 175
Main St. White Plains, N. Y.—RADIO
& Television RETAILING

Thorens RECORD CHANGER

Model CD 40 automatic changer of
Swiss manufacture. will repeat or re-
ject any record, or play back any por-
tion of a disc without removing other
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records. Playing can be delayed for a
few minutes without turning machine
off. Plays both 10" and 12" discs mixed
in any order. automatic stop. Spring
mounted. Crystal pick-up. hinged tone
arm. AC motor, 100 to 250 v, available
later in ac-dc. Rexon., Inc.. 295 Fifth
Ave., New York City—RADIO & Tele-
vision RETAILING

Soundview MARINE RADIO

"Sea Mate” model portable marine
receiver, tuning 550 to 1700 k¢ and 2000
to 6600 kc. with § lock-in type multiple
purpose tubes, powered by two Eve-

ready 762 or equivalent and 8 regular
flashlight batteries. Removable corro-
sion-proof telescopic antenna. (10” to
40") PM dynamic speaker. Full vision
glide rule dial. Drip-proof construction.
leather handle, all metal cabinet cad-
mium plated. Navy gray crackle finish
with blue escutcheon and knobs. Meas-
ures 115" long. 7 high, 81" deep.
Soundview Radio & Television Corp..
86 Hugh St. Bronx. N. Y.—RADIO &
Television RETAILING

Usalite FLASHLIGHTS

Industrial model flashlight with shat-
ter-proof plastic lens and heavy-walled
plastic case and head. Fixed-focused
lamp. 3-point switch with flasher but:on.
Heavy ribbing on sides, for firm grip.
Model IND-22, two-cell size lists at
$1.45 for case and lamp; IND-32 is 3-cell
size, $1.90. United States Electric Mig.
Corp., 222 W. 14th St. New York City.
—RADIO & Television RETAILING
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Fada RADIO

Model 1002, tunes 528 to 1680 kc. An
ac-dc superhet with 6 tubes, 6 tuned
circuits, noise-reducing r-f stage. Au-
tomatic volume control, beam power
output, 5" Alnico speaker. Loop an-
tenna, “Golden-Glo” dial. Cabinet

11"
Weighs 63/ 1bs.
Electric Co.. Inc., Long Island City, L. I..
N. Y.—RADIO & Television RETAILING

wide, 615" high, 5%“ deep.

$29.95. Fada Radio &

Dearborn RADIO CABINETS

Blank radio cabinets available in
three finishes—walnut, mahogany and
blonde-wheat. Hardwood veneers, re-
inforced. Three sizes, 9” wide, 615"
high, 54" deep—10“ by 7" by 53%,"—
or 14” by 8" by 64", Other sizes to
specifications. Dearborn Industries, 122
W. Hubbard St. Chicago 10, Il.—
RADIO & Television RETAILING

Lincoln RECORD PLAYER

“"Vagabond” Model 311-D. a portable
record player with 3 tubes, tone and
volume controls, Alnico 5 PM speaker.
Light weight crystal pick-up. plays 10"
or 12" discs with cover closed. Cab-
inet of 3-ply veneer. heavy leatherette
covering, leather handle and brass fit-

tings. Measures 143,;" wide. 16" deep.
814” high. Price including tax, $38.95.
Lincoln Electronics Corp.. 653 Eleventh
Ave., New York 19, N. Y.—RADIO &
Television RETAILING
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Hammarlund
COMMUNICATIONS RECEIVER

Model SP-400-X Super-Pro. a 5-band
set tuning up to 30 mc. Continuous
coverage band spread. Low impedance
antenna input, app. 100 ochms. Three-

stage i-f amplifier, using variable band
width transformers. Six position crystal
tilter—three for phone reception and
two for code reception, plus “off” posi-
tion. Automatic volume control operates
on two r-f and two i-f stages. Im-
proved noise limiter.

Separate heavy

duty power supply unit, designed to
supply heater, plate and bias voltages
for hum free reception. The Hammar-
lund Mig. Co., 460 W. 34th St.. New
York 1, N. Y.—RADIO & Television
RETAILING

Trela RECORD PLAYER

Model RC-100 wired automatic record
changer for hook-up to any radio set.
Plays twelve 10” records or ten 12”

discs. $28.95 including tax. Sonata
Electronics Corp., 624 S. Michigan Ave.,
Chicage 5, IIL.—RADIO & Television
RETAILING

Filmgraph
RECORDER-REPRODUCER

Model HM is sound-on-film recorder-
reproducer for office dictating and
transcribing. Equipped with electro-
magnetic head which both records and
plays back with a diamond pointed
stylus. Recording is done longitudinally
on film, with 100 sound tracks indented
across its width. Automatic numbered
dial locates recording and counter in-
dicates footage. Voice relay starts and

RADIO & Television RETAILING e
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stops machine. Amplifier has sufficient
power for play-back through loud-
speakers. Instrument can be used as
public address system. Cost of record-
ing rated at 5¢ per hour. Cabinet 133"
deep, 143" wide, 10” high. Miles Re-
producer Co., Inc., 812 Broadway. New
York 3, N. Y.—RADIO & Television RE-
TAILING

Phonola PHONOGRAPH

Model S$-30. a hand-wound portable
record player with disc-carrying com-
partment. All wood lock-corner case
construction, 167%” by 13” by 7”. Ship-
ping weight, 15 lbs. Waters Conley Co.,
Rochester, Minn.—RADIO & Television
RETAILING

Snyder AUTO ANTENNAS

“Cosmopolitan” model designed for
fender or top cowl with concealed in-
stallation; a 4-section aerial 8” high
when closed extending to 55”. Self-
aligning, with 33’ angle adjustment for
all body and fender contours. List,
$6.50.

“Hemisphere” model has de luxe an-
gle design, for any fender or cowl con-
tour. A four-section antenna, extending
to 66” and closing down to 22”. Insula-
tor of stainless steel-capped bakelite
all-way corstruction. List, $4.95. Snyder
Mig. Co., 22nd and Ontario Streets,
Philadelphia, Pa.—RADIO & Television
RETAILING

Radio Merchandisers

Lewyt PHONOGRAPH

“Hat 3ox” model phonogragh, a 3-
tube unit. with high-luster black plastic

a

patent cover. Genuine leather trim: sad-
dle stitched. Red morocco lined. Lewyt
Corp., 67 Broadway, Brooklyn 11, N. Y.—
RADIO & Television RETAILING

Decca RECORD BRUSH

Improved type record brush for reg-
ular and thorough cleaning of discs.
Pictures of leading Decca artists re-
produced in coler design on back: Bing
Crosby starts the series. Decca Records,
Inc., 50 W. 57th St., New York 19, N. Y.
RADIO &Television RETAILING

Zenith COMBO

Model 12H092R is a radio-phono-
graph combination with standard, short
wave, and FM reception (on both 45
and 100 mc bands). Tuned r-f, 14"
speakei, three-gang condenser, rotor
Wavemagnet and built-in FM antenna.
Nine radio tubes, plus power rectifier,
plus 3-purpose phono tube, glus tuning
indicator. Cobra tone arm, “Intermix”
record changer. Cabinet is authentic
18th Century style, mahogany veneers

Zenith Radioc Corp.,

and swirl front.
€001 W. Dickens Ave., Chicago 39, Il
—RADIO & Television RETAILING

(Continued on page %)
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Emerson RADIO

Model 504, a 5-tube ac-dc superhet
with 5” PM speaker. Striped walnut
veneer cabinet, waterfall construction,

clear plastic grille. Available in ma-
hogany. $34. Emerson Radio & Phono-
graph Corp.. 111 Eighth Ave., New York
11, N. Y.~RADIO & Television RETAIL-
ING

Ray-Dyne RECORD PLAYER

Model ARC-100., a wired automatic
record changer. for playing through
any radio. Uses a Maguire disc changer,
with “Featherlight” tone arm, 10.000-
play needle. Two-post changer, single
lever control, automatic shut-off. Hand-
rubbed hard-wood base, 1714” long.
14” wide, 8” high. Retail price, includ-
ing tax, $35.95. Ray-Dyne Mig. Corp..
141 W, 24th St., New York 11. N. Y.—
RADIO & Television RETAILING

Duosonic RECORD PLAYERS

Model DA-32, a 3-tube player with §”

40

New Products fo:

speaker and 1!/, w output. Tone con-
trol. Price app. $46,95. Model DA-33 is
identical except for 4 w output and
price of app. $53.69. Duosonic Radio
Corp., 414 E. Tremont Ave. New York
City—RADIO & Television RETAILING

Webster RECORD CHANGER

Model 70, improved design automatic
record changer, to play a 14” stack of
10” or 12” discs, intermixed. Automatic
“disengage” device while not in use, to
save rubber drive wheel. Velocity trip.

automatic stop, improved rim drive.
Stainless steel spindle has spring cush-
ion mounting to protect center hole of
records. Operating mechanism covered,
as per design for use on fine furniture
combinations. Webster Chicago Corp..
5610 Bloomingdale Ave., Chicago 39, Ill.
—RADIO & Television RETAILING

Burkaw PHONOGRAPHS

Model JE1 (shown) “Just-for-Kids'* ac
phonograph. playing 6” to 12“ records.
Enclosed “dynabox”, eclectric start-stop

control. UL approved. Blue & red trim
cabinet, available in two styles. $16.50.

Model JM1 is hand-wound. same gen-
eral construction as JE1, $16.50, Burkaw
Electric Co., 105 E. 29th St.. New York
16, N. Y.—RADIO & Television RE-
TAILING

Rad-Ei-Co AUTO AERIAL

Model CO-3 "Roto-Lok” auto antenna,
universal type for mounting in top
cowl or top fender. Special design per-
mits mast swing of 25° in any direction.
retaining rigid lock-in in alignment.
Top section of spring temper stainless
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steel. Tube sections of Admirality brass
construction. Polyethylene used as tub-
ing over annealed copper wire in inner
cable. and in outer cover. Aircraft type
lead connector. Three section unit, 23"
to 57”. Comes complete with 48” radar
lead cable and bayonet adapter. List,
$5.95. Rad-El-Co Mig. Co.. 6300 Euclid
Ave., Cleveland 3, Ohio—RADIO &
Television RETAILING

Ampliphone RECORD PLAYER

Model 10 is a 3-tube portable, with
6” electro-dynamic speaker. One-ounce
needle pressure, 1.5 v crystal pick-up.
Fan-cooled motor., Cabinet of air-craft
plywood. covered with brown leather-
base.

ette, double flannel Measures

21Y4” by 14” by 73%“. Eastern Elec-
tronics Corp., 41 Chestnut St.. New
Haven, Conn.—RADIO & Television
RETAILING

G| PHONOGRAPH MOTOR

Model MX, rim drive, se’f-starting, in-
duction type phonograph motor. 78
RPM, furnished for all commercial ac
voltages. Insulation used around motor
to cut vibration. Idler device for quiet
operation. Turntable shaft revolves with
turntable. Available with 9” turntable:
automatic stop optional. Dimensions be-
low mounting plate., 3%” long, 2V,”
wide, 21;,” deep. General Industries Co.,
Elyria. Ohio—RADIO & Television RE-
TAILING

Electro BATTERY ELIMINATOR

Model P is a compact battery elim-
inator. to convert portable and farm
radios to ac receiver, in homes, hotels,
camps, etc. Operates any l.4-volt four,
five or six tube battery set, from 110
v, 60 ¢ source. Fits the battery com-
partment of most radios; measures 233"
by 3%,” by 63;“. Universal plugs and
sockets to accommodate any receiver.
Finished in blue crystallac. Packed
weight, 315, 1bs. Electro Products Lab-
oratories, 549 W. Randolph St.. Chicago
6. I''.'—RADIO & Tel!evision RETAILING
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Model WR7 is an automatic wireless
record player, playing ten 10” or eight
12” discs. Cabinet is walnut veneer,
16” by 8Y%,” by 14” deep. Galvin Mig.
Corp.. 4515 Augusta Blvd., Chicago, Ill.
—RADIO & Television RETAILING

Micro-Sonic
RECORD CHANGERS

British-built units play intermixed 10”
and 12" records, selections made by
two separate mechanisms. Repeat, re-
ject. start and stop incorporated into
single control. Heavy-duty, high-torque
motor, governor-regulated. Heavy 12”
turntable. Straight spindle, without
bends: records remain parallel to turn-
table at all times. Tone arm goes into
place mechanically, cannot be dam-
aged by restraint. Micro-Sonic Corp.,
44 W. 18th St., New York City—RADIO
& Television RETAILING

Airtec RECORD PLAYER

Model RPC 243, single record manual
player, with 3-tube amplifier, tone con-
trol, 5" PM speaker. AC motor, 78
RPM, two special vents. Crystal pick-up.
Covered with simulated alligator leath-
erette, grille cloth of silk, brass plated
hardware. leather handle. Cabinet size

147" by 18” by 7”. Price $37.95 includ-
ing tax. Pro-Electronics Corp., 16 W.
36th St. New York, N. Y.RADIO &
Television RETAILING

Wabash Repeating
ELECTROFLASH

Produces a minimum of 10,000 photo
flashes with a single repeating flash-
bulb. First model is an AC unit in-
cluding power pack, gun, reflector, re-
peater bulb, and 11-ft. flash cable. De-
signed for general indoor photography.
studio or banquet use. Bulb has effec-
tive duration cf 1/5000 second, and re-
charges itself in 7 seconds. Gun fits
any standard synchronizer bracket.
Cost rated by manufacturer at less than

3/10c per vash. Plugs into any 115-v
source. Weighs 21 lbs. List $160. Pho-
tolamp Division, Wabash Corp.. 345
Carroll St., Brooklyn 31, New York—
RADIO & Television RETAILING

Easy-Built RADIO KIT

Construction Kit No. 1, for beginners
in the age group 9 to 12 years. Con-
tains all necessary parts and fittings,
including earphone and headband. to
complete a crystal radio receiver.
Marked diagrams and full instructions
included. Da-Myco Products Co., 72-76
Cortlandt St., New York 6, N. Y.—
RADIO & Television RETAILING

Amphenol TWIN LEAD-IN

Twin lead transmission line, for use
between antennas and FM or televi-
sion receivers. Lines are held in solid
parallel lines by extruded polyethylene
insulation. Comes in 300, 150 and 75
ohm sizes. Not affected by acids, alka-
lies or oils: water-repellent. Can be
tacked to walls or wood trim or run
under windows without special insula-
tion provisions. American Phenolic
Corp.. Chicago 50, II.—RADIO & Televi-
sion RETAILING

Your Summer Business

Motorola RECORD PLAYER

Nelgctone PHONOGRAPH

Mode!l BJ]7, a 3-tube portable ac pho-
nograph with 5” speaker. Controls for
tone, volume and start-stop. Available
in blue, red, brown and alligator leath-
erette. Measures 19” by 73%” by 15”.
Nelge Electric Co., Ltd.. 35 Montgomery
St., Jersey City, N. —RADIO & Televi-
sion RETAILING

Zenith PROGRAM TIME
SWITCH

Type PR-24 program time switch for
simplified automatic control of radio
and recorded programs; suggested for
schools, factories, homes. etc. Selects
periods as close as 5 minutes, through-
out the 24 hours, will repeat daily un-
til re-set. Designed for ease, speed and
simplicity in setting. Comes in compact
steel case, 8” wide, 12” high and 4”
deep. Special relays for accuracy with-
in 2 seconds. Zenith Electric Co., 152
W. Walton St., Chicago 10, Ill. RADIO
& Television RETAILING

Belmont RADIO

Model 5P19 is a deluxe portable.
Fabric covered. Operates on ac-dc bat-

tery. 814" high, 13”7 wide, 6” deep.
Shipping weight, 17 pounds. Raytheon
Mig. Co.. Inc.. 60 East 42nd St., New
York 17. N. Y.—RADIO & Television
RETAILING

FOR LATEST ELECTRICAL APPLIANCES SEE PP. 58, 59, 60, 62, 63, 64
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How Servicing Points to

Blodgett and Stilgenbauer of Missouri Are Two Radio Men

Who Share the Idea That Repairing Is Important Business

® The name of “Blodgett and Stil-
genbauer” is perhaps not the easiest
one to say, but the proprietors of
the concern believe that it is a
name to remember, and for 8 years
they have been making it a familiar
phrase to anyone in St. Joseph, Mo.
who needs an electrical repair job
done.

At first, radio maintenance was
not one of the “long suits” of the es-
tablishment. Itis with considerable
astonishment that the two partners
in the repair enterprise in the Mis-
souri town contemplate the propor-
tions to which the shop’s radio re-
pair trade has soared.

Radio Mal:es Its Way

Refrigeration repair constitutes
the chief craft of the two owners of
the St. Joe shop, Cleo Blodgett and
John Stilgenbauer, but because Mr.
Blodgett has a thorough grounding
in radio receiver design and opera-
tion the architects who designed the
shop were directed to include in
their plans a radio repair laboratory
adjacent to the refrigeration repair
division. Inclusion of a radio repair
unit in the design for the building
came almost as an afterthought to
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the men. Radio repair will be a
sideline, concluded the two men
when the shop was first laid out.
“It is difficult”, concedes Mr.
Blodgett today, “to consider a re-
pair division that now has a month-
ly intake of around $1,000 as a side-
line”. A $1,000 per month from a
sideline, as any repair shop owner
will acknowledge, isn’t hay! It isn’t

RADIO & Television RETAILING e

hay to Stilgenbauer and Blodgett
either, and they soon granted radio
repair equal privileges with re-

frigeration repair in the advertis-
ing budget, the allotments for the
purchase of shop equipment, and
in the brand of service offered.
This fast-moving outfit has a
separate section for the wholesaling
of radio and refrigeration parts. It

Lower left, Gene Grace is phown doing business
in the parts section of ffhe B & S concern.
Above, the fully cquipped radio shop—Mr.
Blodgett (right) and Mrf Whitaker on the job.

inventories over $5,000 and is super-
vised by Gene Grace, whose cus-
tomers are small maintenance shops
in the area.

Throughout all their dealings
with the public, the firm has made
a special point of “the excellence
of our repair equipment”. One of
the earliest policies in both radio
and refrigeration divisions was that
a good share of the profits was to
be returned to the business in the
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Profit

the store front of the Missouri firm
which is\ proud of the fact that the two part-
ners are \long-time specialists in service. They
leave fhe\mulﬁple problems of sales to other
merchants, and give the St. Joseph folks a
good buy :\1 repairing.

More often than not, there e two dozen
\ refrigerators in the ‘‘waiting’§ line In this
busy repair shop. John Stilgerfauer is shown

trying to catch up with intenance jobs.

form of new and improved servicing
and test equipment.

They've adhered steadfastly to
this resolution and today can boast
of one of the fanciest layouts of re-
frigeration and radio tools as can
be found in this city of 85,000.
__Complete and improved testing
equipment, coupled with all of the
other modern gear that will aid in
the accurate and time-saving re-
pair of sets crowds the benches in
the B & S radio laboratory, E. O.
Whitaker, a radio repair veteran,
assists Cleo Blodgett in repairing
radios.

It is the practice in this shop to
keep the test equipment in tip-top

RADIO & Television RETAILING @ June, 1946

BLODGETT & STILGENBAUER

SERVICE

RAGCIO “~ REFRIEZFATION

condition and to go a step or two
further. Mr. Blodgett believes that
it is not enough, simply to keep his
test units in first-class shape. and
to replace them when they need it
with the same old types,oi labora-
tory instruments. He likes to keep
the service department strictly up
to date; he stays abreast of the en-
gineering improvements made in
the test models, and he can’t be
fooled on the question of whether
he’s using the latest and Dbest
methods in repairing receivers.

Makes It Count

Mr. Blodgett regards his shop
equipment as a “plant” which turns
out his product in the same way
that a manufacturing concern uses
its machinery to produce an item
for sale to the public. Much de-
pends on the quality of the machin-
ery and the minute it “slips” the
results are reflected immediately in
what the customers get.

BLODGETT & STILGENBALUE
s SERVICE ¢ -

RADIC — REVFRIGENATIDN

John Stilgenbauer is charged with
tae supervision of refrigeration re-
pair and he has gone into every
aspect of the business that will im-
prove the standards of his jobs. At
least 20 refrigeration units are con-
stantly lined up for repair by the
refrigeration repair staff,

Diversified Repair

Sales of self-contained air con-
ditioning units are another phase of
the extensive operations of this
firm, and for the first time in the
shop’s history it will soon stock
commercial refrigeration units for
the re:ail trade. The shop is an au-
thorized General Electric agency.

Demonstrating the refrigeration
repair reputation of Mr. Stilgen-
bauer is the fact that officials at
nearby Rosecrans Field, a training
center for fliers of transport planes,
selected him as the repairman for
the big refrigeration unit which
serves the Army Airfield’s commis-
sary, a distinction of which Mr.
Stilgenbauer is properly proud.

Branching Out

It is noted in the total business
of the shop that the volume of
radio repair has a definite tendency
to “catch up” with other repair ac-
tivities of Blodgett and Stilgen-
bauer. The firm may some day be
able 0 report that radio made its
way “from side line to main line”.
The volume of refrigeration repair
business still has the edge, however.

“It is possible that radio can take
the lead, though”, says Cleo Blod-
gett, as he and Mr. Stilgenbauer
wage a friendly battle for top re-
pair honors in their respective di-
visions.
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One of the advertised features of the Quincy Musie Shop is the size of its record stock. Miss Hilda M. Lain does not like to milss a disc sale.

Improved Merchandising

Thest’ R(’t“i'el‘\' Learned Walter Schmidt (left) and John Hammers demonstrate the eye-level usefulness of new album display.

the Word “Forward” in the
War and That’s the Way
They’re Going in a Re-
modeled Shop in Quincey,
Massachusetts.

® Two ex-service men, John Ham-
mers and Walter Schmidt, have re-
turned to their record and radio
business full of ideas and energy
for a bigger and better retailing
operation. In short order, the
Quincy Music Shop at 8 Granite St.,
Quincy, Mass.,, will be making a
brand new name for itself as a
musical go-getter.

Sowme Changes Made

Not in the least timid about tak-
ing some big steps in the (some-
what different?) postwar world of
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QUINCY MUSIC SHOP

F

selling, the two partners promptly
(1) made a number of changes in
their store layout, (2) streamlined
their local advertising appeal, and
(3) made enough of a merchandis-
ing analysis to find out what was
selling in the way of record-playing
equipment.

More Albums Up Front

They wanted some more space in
the main sales floor of the Quincy
shop, so they tore out a rear parti-
tion and gained an area 10 x 12 ft.
This extra space was used for two
new record-listening booths, and
it was found that they were able to
display some 500 more albums up
front. As the firm makes a big
point out of the size of its record
stocks and likes to keep at least
2,000 albums on hand, the change
turned out to be a valuable one.

In this connection the Quincy
shop plans to put a new emphasis

RADIO & Television RETAILING e
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Planned for these windows is a series of thoughtful displays to promote classical records.

of Records

on the promotion of classical al-
bums. Neither one of the partners
has any doubts about their ability
to handle the popular discs in an
aggressive and “knowing” way, be-
cause it happens that both retailers
Hammers and Schmidt are saxo-
phone artists and have their own
band. They understand the lan-
guage of professional musicians and
they keep up with what cooks in
the popular field. Their talents in
this regard are greater than those
of the average retailer, and for that
reason they realize that a new ac-
cent of classical albums will be
appropriate. They are determined
to eliminate all the weak spots.

Promotion ldeas

To do this, they are enlarging
their window displays on the classi-
cal items, and are using monthly
mailing lists to keep their prospects
informed and interested in new

releases of the ‘“serious” type.

General advertising for the
Quincy store will appear in news-
papers and in spot announcements
on local stations. This, in addition
to the special window displays and
mailing lists, will provide a 4-way
promotion plan which will keep
Quincy “covered”. It is a town of
76,000 population.

Wall of Records

One of the physical improvements
in the store is an unusual rack for
albums which the partners designed
themselves. It is fastened flush to
the wall, and has an exceptional
appearance because it does not ex-
tend to the floor, but ends at waist
level. This is a space-saving device,
as well as an eye-catcher, for cabi-
net model radios can be displayed
next to the wall under the albums.
The total effect is one which classi-
fies radios and combinations as
musical merchandise, and the blend
of records-and-radios looks like an
unusually good one.

The Store Looks Belter

Radio displays often need some
color to bring them to life, as every
set retailer knows, and the multi-
colored covers of the albums pro-
vide a snappy trim for Quincy’s
row of receivers. The whole display
is eflectively lighted by a series of
fluorescent units.

Dealers Hammers and Schmidt
have unlimited faith in the future
of the record business because they
found a rising interest among set
buyers in phono-radio combina-
tions. It is one of the postwar
trends which they were quick to
note. Although there are enough
record players of one model or an-
other already in use to provide a
good market for discs, the increased
sale of the units only makes a
bright picture look brighter.

Attract Attention

The radio and record buyers of
this Massachusetts town are not
getting the idea that the two men
have returned to their midst with
nothing but pre-war ideas. Instead,
these buyers are hearing new spot
announcements on the air, watch-
ing new ads in the newspapers and
reading new direct mail pieces, all
of which indicate that considerable
pep and resourcefulness is being
exhibited by the folks who came
back to the Quincy Music Shop.
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A Capitol Records’ song-writing president
Johnny Mercer, and a scene from the hit mu- e . a . i . . "
sical, now on New York’s Broadway, for which Infinite Variety tor All Types of Customers Offered to
he wrote the lyrics: *“St. Louis Woman®’. Capitol 2 by o .

b5o. oo oo fhows e shop seheduid tov PDealers—Populars, Novelties, Show Music. and Library
June release.

Collectors’ Recordings
9 Increased production facilities bum of Bach’s Brandenburg Con
are bringing more and more discs certos 3 and 4, played by the Bos-
to alert retailers to sell. ton Symphony, Koussevitzky con
Plenty of variety is promised ducting; a deluxe album on plastic
throughout the summer season, discs featuring Stokowski and the
with a good backlog in classical Hollywood Bowl Symphony in
pressings now being built up by Brahms’ Symphony No. 1 in C

manufacturers to supply the holi- Minor. Singles include the duet in
day buying period 2nd Act of La Traviata, sung by
Victor’s June list includes an al- Licia Albanese and Robert Merrill

¥ Benny Goodman autographing rccords at Newman’s Record Shop in Philadelphia. One
<€ Musicraft's Kitty Kallen of his latest successes for Columbia: “Goodman Sextet Session” (Set €C=113) which in-
Her initial recording for this cludes some unforgettable old-timers such as "“Tiger Rag”’, I Got Rhythm®, **China Boy*’
company: ‘Just the Other and "“Shine”.

Day” and “*Should | Tell You
I Love You”. Sonny Burke
and his orchestra accompany
Kitty on this record. Kitty is
also known for her appear-
ances on the Nash-Kelvina.
tor radio show over CBS
¥ Wednesday evenings,

RADIO & Television RETAILING o June, 1946



More Music on Discs
for Alert Record

Merchandisers

June Life ads by Victor will high-
light artists Thomas L. Thomas,
Primrose, Allan Jones and Richard
Crooks.

Columbia will headline in June
a2 new recording of important
music from “Show Boat”, by the
current Broadway cast. Other June
highlights are an album of Spirit-
uals by Paul Robeson, Mozart Vio-
lin Concerto No. 5; Escales suite of
Jacques Ibert by the New York
Philharmonic; “Exotic Music” fea-
turing Andre Kostelanetz; and a
new Lily Pons “Waltz Album”.

Promotional and sales aids in-
clude a window cut-out poster fea-
turing the “Show Boat” album, a

v

¥ Tex Bencke, leader of the Glenn Miller Band is given his latest recording *Strange Love”, when

he and the Missus visit the RCA Victor record plant,
the Palace Theatre in Akron, Ohio, June 20th and in Columbus the 24th to 26th.

Raymond Scott directs the recording of »
“Lute Song” album for Decca, teaturing Mary
Martin. An innovation in entertainmeat, New
York‘'s Broadway has given this classic Chinese
dramatic musical a great reception. Raywond
Scott composed the music.

special coun-
ter poster de-
voted to the
Spirituals.
Columbia has just
released a book-
let by Paul Af-
felder of their
Masterworks
department.
Called“Your
RecordLi-
brary’’, the
book recom-
mendsrecord
selections ior
New artist for Signature is Hazel Scott.

for this recording comgany is a four-g
piano solos. Combines the popular®

(Cont.on
page 48)

Tex, now om tour in midwest, will open ot

RADIO & Television RETAILING ® June, 1946
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(Continued from page 47)
library collecting. It also suggests
complete libraries, starting from
around $50 and ranging up to two
and three hundred dollar collec-
tions. For distribution to your cus-
tomers.

Decca readied for June release
three outstanding albums: Raph-
maninoff music played by piano
soloist Engene List; hit tunes from
the new Broadway successes, “Call
Me Mister” and “Annie Get Your
Gun”—in each case recordings are
made by the original cast.

A four—color advertisement to na-
tional readers of Life and Saturday

48

<€ Sonora’s Moore Sisters (left to
right: Viola, Bella and Yvonne).
Their pop recording for Sonora re-
leased June 1, features ‘I Want To
Be A Cowboy’'s Sweetheart” and
“Ridin’ Down the Old Texas Trail”.
Of USO Circuit fame, they’re now
playing in theatres, clubs and over
WOR and the Mutual Network.

Swect-singer Jack Powers, A
recently returned from over-
scas where he served in
Uncle Sam’s army, is back
with Louis Prima‘’s band
a9ain, and making with
the vocals for Majestic.

<€ Composer Serge Prokofief, well-
known for his ““Peter and the Wolf”
music has recorded his ‘“Romeo and
Juliet” suite for Disc Co. of America.
Among the most brilliant of living
composers, his recordings have real
value for collectors. To retail at
$15.00.

New MGM starlet appearing in ““No »
Leave No Love’ with Van Johnson,
Pat Kirkwood has recorded an album
of four songs from the picture for
Cosmo Records.

RADIO & Television RETAILING o

Evening Post sells “Americana” as
recorded by Decca. Reprints are
suitable for store use.

New releases by Majestic include
No. 7187 “My Fickle Eye” featuring
the Demarco Sisters; 7188 “Cyn-
thia’s in Love”, Eddy Howard and
his orchestra; 7190 Ray McKinley
uses picked group of 7 (his Soda
Fountain Boys) to play “I'm a Big
Girl Now”, two sides—part 1 and 2.
Majestic also releases four tunes
sung by Morton Downey. Packaged
as its “junior” album, the 2 discs
retail at the usual cost, album free.

Crown Records, New York, spe-
cializing in albums of standard mu-
sic to retail from $3.50 to $4.50 has
put out a series of money-making
possibilities, 7 in all at this writing.
These are: Rumba with Monchito;
Mildred Bailey singing old pop fa-
vorites; and a new collection
of John Kirby music; Morey
Amsterdam “Party Album”;
Russian Hit Parade—current
popular Russian songs sung in
English, to music by Harry
Horlick and his 28-piece or-
chestra; Ted Straeter Pent-
house Serenade Album; and the
George Hicks D-Day Album.
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Philco for 1945 s naw, all the wey through ... new developments in tove and
performance, new beauty in cabiret design mew joys from radio and recorded:

music. See and hedr the sensaticnal new mocels, now <t your Philco dealer.
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Emerson

(Continued from page 35)

against a grey background in a
border arrangement, with opening
of 85” in length and 10%” high,
which carries around the main floor
over all the demonstration rooms,
with eight-foot fAuorescent lights
behind each. This display was also
designed by Mr. Busher, to give pro-
per shading effects, so they could
be read clearly from any angle. It
is a striking way of advertising your
products; the letters being mounted
on special strips can be changed, if
desired.

Huminated Greenery

Opening off the main room are
eight individual display and demon-
stration rooms. The first display
room has an open window with g
window box of live plants, which is
illuminated from an 8 foot strip of
fluorescent tubing between the front
and rear rows of the plants. This
room is lighted by overhead fluores-
cents and spotlights on the partic-
ular merchandise displayed. (This
window box is clearly visible from
the street and at night is an eye-
catcher.) The room has modernistic
wall treatment, with two walls in
Swedish Red and the others in Steel
Grey. The second and third rooms,
with air conditioning, have the
same contrasting color treatment.
The rooms are equipped with hid-
den spotlights, which pick out the
merchandise in bold relief.

The radio-phonograph combina-
tion demonstration rooms are also
given an individual treatment, con-
trasting wallpaper being used in
each case. The first room, especially
designed for RCA-Victor, is the
Quill design, with floral modern
yellow extravaganza being used on
the contrasting walls. Both papers
are of the modern theme and add
life to the room. Small wooden
tables are covered in imitation mar-
ble DiLon for folders and records.

Classical Decor

The next room, the Capehart and
Panamuse Salon, is in oriental grass
cloth (photographic reproduction)
with the Zebra motif, which is be-
ing used for the first time. This is
the original color, and was designed
for this color scheme, Torchiers are
also used for lighting the two radio-
phonograph rooms.

The main floor and three Frigi-
daire demonstrating rooms are cov-
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ered with Kennedy asphalt tile,
with a black background flecked in
green and white. Special caster cups
have been made, to avoid heavy
merchandise indenting floors.

Repair Section Brightened

The service department at the
back of the store has been bright-
ened by blue grey walls, mahogany
service desk and counters, and the
most modern equipment. It is pur-
posely made neat and attractive, as
GOOD SERVICE is one of the most
important things to be sold in a
specialty store. (The appearance of
a service shop is very important.)
All service men are furnished with
special uniforms, with the store
name on each hat and blouse. “We
service our sales” is a store slogan.

The record department space had
always been very limited on the
main floor. As there was no upper
floor, it was decided to move the

“I'd like to see some of those acoustics l've
heard so much about.”

record department to the basement.
The business in records has been’
doubled since making the change,
and the anticipation of an ever-
growing and steadily increasing re-
turn from the record department
has been the answer to the ques-
tion, “Will the customer go down-
stairs to buy records and appli-
ances?”

Downstairs are 8 sound-procf 4’ x
6’ listening rooms, equipped with a
special switch on each door, so
when the door is closed both light
and phonograph are automatically
turned on. Likewise, when the door
is opened the light and phonograph
are turned off. This eliminates cus-
tomers playing records without
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light, or leaving a booth with
phonograph in operation. The
booths are sound-proofed with celo-
tex mounted on 1 x 2s. They are
lined on each side with Celotex,
with rock wool in between. A ven-
tilator is installed in each ceiling,
connected to a large 17” fan at the
back of the store. The walls of the
listening rooms are painted cocoa
brown to eliminate the possibility
of the younger trade writing on the
walls. Painting the walls destroys
some of the soundproofing qualities
but makes for a better appearance.
Three rooms are reserved for play-
ing of classical recordings with keys
for these rooms obtainable at the
desk. Especially good machines are
installed in these rooms.

Discs Are Honored

In the center of the floor are in-
stalled two very unique record racks
for individual records, with 80 bins,
each holding 20 records, making a
total of 1,600 records on display.
Storage space below holds a like
number. The title board, with 10
numbers and titles is at the back
extending up 14%” above rack,
which is 3%’ tall at back, and &
long.

Below the bins are numbered
from 1 to 10, corresponding to the
title strips above. This arrange-
ment saves the time of a record
girl, and especially the young folks
like to look over the titles and make
their selection. It not only sells new
records but the older records also
move out. The record department
also has a double classical rack,
with 50 bins on each side for 12”
and 10” records, with 15 each rec-
ord capacity, designed along the
same line. It is 63” long by 35%"
wide. These self-service single rec-
ord racks, designed by Mr. Busher,
have had sensational customer ac-
ceptance.

Parade of Albums

Album racks of 5 shelves each are
along the entire 37" east wall, mak-
ing striking display. Three double
4 shelve album racks are adjoining
the self-service single record racks.
Title strips above racks describe the
type of albums below, Victor, Co-
lumbia, Decca and Capitol are sil-
houetted in wooden cut-out letters
above the 8 record listening rooms.

Besides Mr. Busher and sales
manager, Leighton Homebrook, the
Emerson staff has a total of 18 men
and women.
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ELECTRICAL _
APPLIANCES

Are YOU
in This

Picture?

" Plon NOW to-Get YOUR SHARE
of the New-Home Appliance Market.




STILL RANGE FEATURE ”0.

ON ES
GAS ond COMBINATION RANG!

COAL-WOOD, ELECTRIC,

... COAL-WOOD

The winter appliance shows are
over. Post-war range models have
made their debut. All the dealer
opinions we have gathered empha-
size the fact that the industry’s No. 1
electric range is slill the Monarch
Roaster Range. Consumer inquiries,
orders and general sales outlook all
combine to confirm this top rating.
Join in celebrating MONARCH'S
Golden Jubilee during 1946.

MALLEABLE IRON
RANGE CO.
5566 Lake Street, Beaver Dam, Wis.
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The C’ominq Battie for —

NEW HOUSE BUSINESS

“Package” Homes — “Complete’> Homes on the Way!

® A home building boom, promis-
ing to be bigger than any other in
the history of the country, is on
the way.

These new homes will be more
completely equipped with work-
saving devices than ever before.

It is entirely reasonable to as-
sume that the sales of appliances
going into new homes for the first
full home-building year will far
exceed the total of all equipment
sales to new residences for even
our best pre-war year.

How much of this business will
the independent radio - appliance
dealer get? That is the question
dealers are asking today—dealers
who realize from past experience
that selling to builders and archi-
tects is hard-to-get business.

Problems Facing Dealers

It may well be that selling to
architects and builders in the fu-
ture will be a tougher proposition
than ever. “Package” homes and
“complete” homes are terms worry-
ing the independent retailer. He
sees himself by-passed in too many
instances because of two factors:
1. Ability of architects and builders
to buy direct from certain manu-
facturers and jobbers. 2. Low price
and/or “concessions” he, the dealer,
cannot cope with.

Of course, as many dealers point
out, they can get a share of this
new home business IF—

....The manufacturer or jobber re-
fuses to sell to architects and
builders.

....The dealer is given “protected”
and carefully policed territory.
....The dealer can “sell” the
builder or architect on the quality
angle, stressing the fact that qual-
ity appliances will make the home
sell more readily.

It would be futile and wishful
thinking on the part of any dealer
to believe that home-building plan-
ners and others interested are con-
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How Does Independent Retailer Fit in Sales Picture?

cerned with the retailer’s problem
or that such retailer will get a
share of this business without any
effort on his part. What portion of
the new home business the inde-
pendent dealer will get in the fu-
ture market will depend upcn his
own initiative—upon his own ac-
tion and work. Many dealers have
been successful in selling appli-
ances to architects, builders and

WHO'LL GET THE
BUSINESS ?

The independent retailer of elec-
trical home appliances knows that
"development” sales are hard to
get; hard to handle and are often
profitiess.

The more the independent merchant
hears about 'complete’” and
"package’ homes, the more he
worries about the prospects of
getting a share of this business—
even at reduced profits to him.

Utility companies, insurance organ-
izations, ship-builders and old-line
real estate developers are prom-
ising big things in the postwar
home-building field.

Laying plans now for lining up
some of this business through con-
tacting builders, architects, real
estate agents seems to be the
best plan for the enterprising re-
tailer to pursue.

real estate developers. Such deal-
ers have worked the “friendship”
angle to its fullest extent, sold the
appliances on the strength of su-
perior installation and mainte-
nance, with the promise that any
“headaches”’, such as poor perform-
ance of the products, etc., will be
assumed by them, the dealers
Every appliance seller knows what
the term “builder’s discount’” means
to him. It means that the builder
or developer insists upon a price
concession which will come out of
the dealer’s pocket. Whether or
not the builder is entitled to such

discount is a many-sided question,
and, since the retailer is not con-
cerned with the ethical phase of
this question, he usually considers
accepting or rejecting the sale
upon said sale’s financial aspect.

Where an architect has the say—
and he often has—concerning the
choice of equipment brands, the
situation is often a “touchy” one.
Despite the fact that a number of
architects will accept ‘“commis-
sions”, there are many who refuse
to do so upon ethical grounds. Ex-
actly the same situation exists
among real estate agents. The ap-
pliance dealer must make his own
decisions when it comes to a ques-
tion of whether he is willing to pay
“commissions” and to give dis-
counts to those on the “inside” in
building developments —and when
and to whom to offer such ‘“com-
missions” and discounts.

Sell Direct to Consumer

Retailers have been highly suc-
cessful in bypassing architect-
builder-real estate agent appliance
choosers and purchasers by going
to the person for whom a certain
home is being built and selling such
prospective owner on the merits of
his, the dealer’s, make appliances.
Such technique results in the
home-owner-to-be insisting upon
certain makes the dealer handles.

Every retailer today owes it to
himself to battle strenuously for
business in the coming new homes.
He should leave no stone unturned
in his efforts. He should contact
all people connected with building
enterprises. He should give more
careful consideration to his fran-
chises, and he should find out just
what his manufacturers and whole-
salers are going to do for him now
that we are on the threshold of a
home-building boom —a gigantic
program of new houses, most of
which will be equipped with labor-
saving devices.
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program need not be a formal pro-
cedure. You can train your staff
individually and constantly.

They learn every time they watch
you close a sale, or you watch them.
They learn when you hand them
sales talks, product folders, adver-
tisements and specifications.

When your organization is small,
you have a great advantage. You
can train each employe personally,
and give him the help he needs. By
doing so, you can bring your staff
along faster than in a large group
where everyone receives the same
impersonal, dull instruction.

You can and should give sales
training to every employe in your
store. They are all sales people in
a sense.

Train your executives, if you have
a large organization, to sell as well
as tell their subordinates. Train
your service department employes
in methods of avoiding unnecessary
disputes.

Train your delivery men, tele-
phone girl, and cashier in methods
of handling people. Otherwise they
may tear down the good-will which
vour salesmen and your advertising
have built up.

Of course you will give these em-
ployes somewhat less sales training
than your regular sales force. But
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you should give them enough so
they can all get the “plus” sales of
merchandise which in hard times
may spell the difference between
profit and loss for your store.

When any employe first begins
to work for you, he needs to be
“broken in”. In a strange environ-
ment, most people feel at a loss.

1f you will take the time to show
him every possible detail about his
job, it will pay you many times
over because he will produce that
much better and faster for you. Do
this by easy stages, to avoid strain.

“Breaking In>* Salesmen

“Breaking in” is especially im-
portant for new salesmen, because
more than any other type of retail
employe the salesman is likely to
be paralyzed by fear. When you
teach him how to greet the cus-
tomer and how to awaken interest
and desire, you substitute hope for
fear. And when you enable him to
achieve successes through practice,
you help him become self-confident
and self-reliant that much faster.

In selling, practice never makes
perfect. You must train your sales-
men permanently.

Your sales training should be on
a day-to-day basis. Periodic sales

meetings cannot compensate for
close personal supervision.

Many successful radio and elec-
trical appliance dealers make it a
practice to hold weekly sales meet-
ings. They present and discuss new
sales aids received from manufac-
turers. They look at the record o:
each salesman and correct weak-
nesses in his selling methods.

Outside Sales Courses

From time to time, it is a good
idea to use slide films, sales courses
and other material supplied by
manufacturers or trade associa-
tions. You may even tie in with
sales courses offered by private
schools or through the department
of eduvcation in your state.

You should, however, use these
only as tools to accomplish your
own training objectives. If possible,
present any such material yourself.

Remember that your salesmen
have finished school. Do not make
them feel they are being sent back.

Sales training is no different from
sales effort itself. You reap rewards
in direct proportion to the intelli-
gent effort you put in.

And if you expect to reap sales
tomorrow, you must sow the seeds
of training today.
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Sales Training NOW foz

® “Sales training? For my staff?
Why should I train people to sell
while products sell themselves?”
This is a fair enough guestion to-
day. It deserves a fair answer.
On the calendar of competition,
it is later than you think. In a few
months, the other radio and elec-
trical appliance stores you see
ingi all 1 ] will

.IA N SE RY 'CE
L Browalwaar

Vi LECTRIC SUPPLY CO.
TRoNA ELETB

® Many radio dealers now have
added a full line of electrical appli-
ances. Some are finding it difficult
to find room for both businesses
under one roof.

C. C. Brown, of Alexandria, Vir-
ginia, has solved this problem in
store arrangement. And in doing so,
he has created a dominant radio

SAL
ES TRAINING Pay
S

other is that as a radio and elec-
trical appliance dealer you typically
deal with a small number of men,
where the “law of averages” does
not work.

Fortunately, sales training has
been tried out on large groups of
men in big corporations. They have
found that it pays. The Army and
Navy. too. have vroved the value

Merging Radios

~TEACHER™

which actually helps your employes
do a better job.

As a successful dealer in radios
and electrical appliances, you should
handle the work of training your
staff. Through experience you have
become a better salesman than any
professional training “expert”.

Keep yourself up to date on sell-

ing mathndec anAd nraduaste Nhéain

Dealer Uses Principles of Sound Business Man-

agement to Produce Efficient Retail Operation

and electrical appliance business in
his city.

In merging these two types of
retail business, Brown was guided
solely by the principles of sound
business operation, which he has
learned during a distinguished ca-
reer as a banker. For in addition to
being the owner of the Virginia
Electric Supply Company, Brown is
also a vice-president and director
of the Citizens’ National Bank of
Alexandria.

Modernized and Moved

During the war, C. C. Brown
bought and supervised the opera-
tion of the Alexandria Radio Serv-
ice Company. In 1945, he bought
the building at 917 King Street, the
main thoroughfare of the city. He
also purchased the business of the
electrical appliance and service
dealer in the first floor of this
building.

As a first step, Brown modernized

all four stories of this building, at
a cost of more than $25,000. He
then moved his radio service opera-
tion, which had been situated across
the street, into the second floor.

Handling Table Radios

It is there that all radio and small
appliances are repaired. Major ap-
pliances are serviced by the sup-
pliers on contract.

The only service feature retained
on the first floor is the service
counter at the rear. To transport
products to and from the repair
shop, a modern elevator has been
installed.

Even with the elevator, there was
danger that efforts would be wasted
in moving products upstairs and
back again. Brown has eliminated
this through the purchase of equip-
ment to aid the moving task.

“For table radios and small ap-
pliances,” he explained, “we have
two ordinary metal tool carts. Each
one is about three feet high, three

The asphalt tile floor, pale green walls and modern store fixtures combine to attract the customer and invite closer inspection of the merchandise.
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feet long and two feet wide, and
has two trays.

“We keep one of them standing
behind the service counter. As
small radios and appliances come
in for repair, they are recorded,
tagged and placed on the cart.
When it is full, it is rolled onto the
elevator and taken up to the repair
shop.

“Meanwhile, as soon as each small
radio and appliance was repaired,
it has been placed on the other
tool cart. This is brought down on
the return trip, the products are
placed on shelves for delivery, and
the cart is ready for another load.

PDollies Lighten Task

“To move large radios and electri-
cal appliances anywhere in the
store,’” Brown explained, “we use a
lot of dollies that we made our-
selves. For each one, we used two
pieces of 34-inch plywood, about 20
inches wide and 42 inches long. We
joined these together by nailing a
strip along the bottom on each
side. Then we affixed a set of four
three-inch rubber dolly wheels.

“We keep every large radio on
one of these dollies while it is be-
ing repaired. Thus on the entire
trip to and from the repair depart-
ment upstairs, we need to lift it
only about four inches.”

In revamping the main floor,
Brown has also sought to make
possible efficient operating meth-
ods. He has stressed eye appeal so
as to reduce the need for sales
effort.

Efficient Store Layout

The new glass front attracts
pedestrians by disclosing the entire
interior. The color scheme features
pale green walls that are restful to
the eyes, and a dark asphalt tile
floor.

In the front of the floor, which
measures 25 by 100 feet, Brown has
placed major electrical appliances
and floor radio-phonographs. These
are back to back, and along both
walls, creating two wide aisles.

In the center of the store is a
doughnut case that contains some
of the smaller and more valuable
items. This is flanked on each side
by open wall-cases which hold
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and Appliances

table radios and appliances.

The rear of the store holds the
service counter. Behind this section
is an office where sales of major
products can be closed and credit
information obtained.

Using Upper Floors

The space on the upper floors not
devoted to service is largely taken
up by the storage of small items.
There is also a large room upstairs
which will be used as a sales con-
ference room.

C. C. Brown feels that in re-
modeling the building he has mere-
ly set the stage for his service and
sales personnel. He now has a staff
of five people.

As soon as the situation warrants
it, Brown plans to organize a sales
force of five or six young, capable
salesmen, who will operate under

(Continued on page 131

SALES & SERVICE COUNTER

KITCHEN

CABINETS
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FLOOR
CLEANERS

1) DISPLAY
COUNTERS

LIGHTING DEPT.
LAMP SHADES
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ISLAND
DISPLAY
for
SMALL
APPLIANCES
and
ACCESSORIES

and RANGES
RANGES-REFRIGERATORS -IRONERS WASHERS

REFRIGERATORS

OPEN FRONT DISPLAY WINDOW

Service and demand depts. are placed in rear of store to expose customers to major products A
¥ C. C. Brown will augment the present major appliance section with a complete modern kitchen.
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Admiral RANGE

Model R-2 electric range. Widely
spaced surface units., raised on range
surface; switches have flexible heat

controls; units include one 2100 watt
unit, two 1250 watt units, and one 1200
watt deep-well cooker with 7 qt. ca-
Automatic timer with selector
large

pacity.

switch; warmer oven; regular

oven with removable racks, and auto.
matic  oven light. Dimensions: 40
inches wide, 49 inches high, 25,
inches deep: cooking surface height,
36 inches. Admiral Corp., 444 Lake
Shore Dr.. Chicago, [I.-—RADIO & Tele.
vision RETAILING

Miracle ROASTER

Automatic electric roaster, rectangu-
lar style, 22-quart capacity. Thermo-
statically controlled “tel-tale” light in-
dicates when unit is on or off: equip-

ment includes aluminum pans with lids,
which permit cooking entire meal at
one time. Broiler attachment. matching
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cabinet available. Size: 24 inches x 15
inches x 16 inches. Weighs 18 lbs.
Miracle Electric Co., Chicago 3, Ill.—
RADIO & Television RETAILING

Maytag HOME FREEZER

Model BTD features 6 cu. ft. locker
storage space, capacity of 300 |lbs.
meat, or 240 lbs. mixed packages.
When closed provides porcelain en-
ameled utility tabel top with drop-leaf

W

for dinette. Heat from compressor is
conducted to a defrosting tray to speed
thawing-out of food. Freezer cabinet is
47Y; inches long., 29 inches wide, 32
inches tall. Maytag Co., Newton, lIowa
—RADIO & Television RETAILING

Tutt IRONER

Avtomatic electric ironer, portable;
Has light as

20 inch roll; 1000 watts.

showa. The Tutt Co., 4107 Willys Park-
way, Toledo. O.—RADIO & Televisior
RETAILING
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Whirlpool WASHER

Model 30", conventional washer:
self-cleansing 3-vane reciprocating agi-
tator provides washing action. 15-gal-
lon tub accommodates 8 Ibs. of dry
clothes. Y4 h.p. motor is rubber
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mounted. Heavy duty wringer adapt-
able to different fabrics. Self-adjusting
casters keep machine level, and pre-
vent washer from sliding while in op-

eration. Nineteen Hundred Corp.. St.
Joseph, Mich.—RADIO & Television
RETAILING

Royal CLEANER

Model 210, “cylinder” type cleaner.
with new style swivel floor nozzle.
% h.p. air-cooled Universal motor. Two.
section wand., curved to go under fur-
niture; storage and carrying kit for
tools and accessories: sprayer and crys-
tal vaporizer for moth-proofing. Size:
24 inches long. 7 inches wide, 81,
inches high. P. A. Geier Co., 540 E.
105 St., Cleveland 8, O.—RADIO &
Television RETAILING

Hamilton Beach VACUUM
CLEANER

Model 14, deluxe vacuum cleaner
with motor-driven brush. 7-piece outfit
consisting of metal hose connector
midget nozzle, radiator tool, metal tube
metal capsule, expello, crystals, and a
slip-on brush. Five-position toe adjust-

June, 1946



ment;: light for cleaning in dark cor-
ners; weighs 13 lbs., 15 oz. Hamilton

Beach Co. Div. of Scovill Mifg. Co.
Racine, Wis.—RADIO & Television RE-
TAILING

Vornadofan AIR CIRCULATOR

Features: cushioned motor mount to
absorb noises: blades enclosed by air
injector cones, directing air stream:

cones formed of interlocking spun
metal strips: plastic blades. O. A.
Sutton Corp.. Wichita, Kan.—RADIO &
Television RETAILING
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Sunbeam COFFEEMASTER

Coftee maker, chrome-plated inside
and outside. 1000 watt heating ele-
ment sealed between heat conducting
copper plates. After coffee is brewed

automatic thermostat maintains tem-
perature at correct drinking level. Sun-
beam Corp.. 5600 Roosevelt Rd., Chi-
cago 50, Il.—RADIO & Television RE-
TAILING

Samson FAN

Model 1042-N, 10 inch oscillating fan:
soft rubber blades. Silent operation.
Light tan hard-baked enamel. matching
mottled tan rubber blades. Reversible

wall plate mounts fan securely to wall.
Height fo top of blades 13! inches.
Samson United Corp., Rochester, N. Y.—
RADIO & Television RETAILING
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Astor BROILER

Model 100. 1000 watt element on
high, 400 watt on low. Smooth rounded
body: beaded ridge on bottom: nickel
plated wire grill: heavy handle; mir-

rored polished aluminum. 141/, inches
diameter; 83, inches high. Union Prod-
ucts Mig. Co.. 35 Park Pl., New York 7.
N. Y.—RADIO & Television RETAILING

Orley FREEZER J

Five cu. ft. capacity. “Handeez-tray”
swings into position as lid is raigsed.
“Speed-flo” coolant action for “sharp
freezing”. No defrosting necessary. In-

=
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terior is constructed of aluminum and
plastic. Table-top height, rounded cor-
ners. Orley Bros., Detroit. Mich.—
RADIO & Television RETAILING

(Continued on page 60}
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Manufacturers Present

Automatic WASHER

Model 451AP washer with drain
pump. operated by 1; h.p. motor.
“"Push pull” pump control empties tub.
White seamless porcelain tub, rubber

rim on lid, streamlined wringer. 3-vane
aluminum agitator. Chassis of welded
steel. Automatic Washer Co., Newton,
lowa—RADIO & Television RETAILING

Evans WATER HEATER

Oil-burning water heater: automatic
fuel controls: natural draft oil-burner,
with low pilot and automatic thermo-
static temperature control. Rock wool

and dead air space used as insulation.
Available in 20, 30, and 40 gallon mod-
els. Evans Products Co., 15310 Fuller-
ton Ave., Detroit 27, Mich.—RADIO &
Television RETAILING
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Gilbert WHIRLBEATER

Portable electric mixer, B-155. Size:
21/ inches deep. 5 inches long. 8 ft.

extension cord for easy carrying: finger-
tip control: lightweight. A. C. Gilbert
Co., New Haven, Conn.—RADIO &
Television RETAILING

Arvin LAUNDRY TUBS

Model 4500. No seams or corners in
tubs, sturdy, tubular frame. Moves
easily on casters: mounts a wringer.
Gravity drain tubs, no valves, for

Complete with tub
lids for use as table surface when
closed. Noblitt-Sparks Industries, Inc.,
Columbus, Ind.—RADIO & Television
RETAILING

speedy draining.

Eaton HOME FREEZER

Cabinet constructed of heavy wood
frame and grooved flooring. Exterior
covered with 22 gauge rolled steel; in-
terior galvanized steel tanks. 5 inch
insulated walls. Eaton Mfg. Co. Car-
bondale, IlIlL.—RADIO & Television RE-
TAILING

RADIO & Television RETAILING e

National SEWING MACHINE

Model 1518 Chippendale kneehole
desk .sewing machine; constructed of
walnut. Has eight drawers. Top pieces
dovetailed together: sides open out for

larger sewing surface. Available with
rotary reverse, or rotary sewing
heads. National Sewing Machine Co.,
Belvidere, IIL.—RADIO & Television RE-
TAILING

Luminite SAFETY PILOT PLUG

"Triple-duty” plug: may be used
alone as plug cap for electric cords, or
with plug for attaching other electrical
appliance cords. or alone as an incon-
spicuous night light. Plug has low-
wattage neon glow lamp which burns
continuously. List price, 59¢, Associated
Projects Co.. 80 E. Long St.. Columbus
15, O.—RADIO & Television RETAILING

Volcano COOKER

Combination electric cooker with
3-heat positions. Grill 41 inches in di-

Weighs 21/ lbs.
neering Co., 429 W. Superior St.. Chi-
cago 10, IIl.—~RADIO & Television RE-
TAILING

ameter. Hilco Engi-

American FREEZER

Model AR-15 home and farm freezer
designed for dual purpose freezing. 21/,
cu. ft. in quick freeze storage compart-
ment. 1213 cu. ft. for storing foods pre-

(Continued on page 62)

June, 1946



T
o 7?'9-3&?‘\'."'."1_._;

s priaty e~ L

)
GTavbhaR
A . ~. NiICOLL ELECTRIC COMPANY. IN

LALTTET T GRAYBAR BUI].DI.\’G

420 LEXINQTON AVENUE
NEW YORK 1%, N. Y.

TO EVERY ELFCTRICAL DEALER:

You are going to witness the results of major developments in Graybar's
Merchandising Department. These developments are pert of a broad ex-
pansion program which is bagsed upon Graybar's deternination to become
the leading distributor of appliances and radios. Our plans — elready
in action —- cover every phase of your interests:

1. MERCHANDISE -- For yesrs, Graybar has distributed the leading lines
of trafffe appliances and will continue to do so. Additional franchises
of major appliances have rounded out our cepacity to provide to dealers
a wide choice of popular lines. In home radio, perticularly, we have
made big strides in many territories; we have more lines, rapidly ex-
panding fecilities, and additional specialized manpower to help Graybar
dealers dc more business in radio sets as well sa 1n appliances.

2. BUSINESS-BUILDING HELP -- The corps of Graybar Merchandising Special-
ists has expanded greatly. These carefully selectsd men have had many
years' experience in selling appliances and radios; they can give you
real help in every phase of retail merchendising and store operation.
Throughout the nation, Graybar—sponsored dealer meetings end intensified
sales traiaing programs are in sction. Greybar Product Service Super-
visors — technical épecialists -- are on the Job to facilitate the
servicing of customers' merchandise. Additional Graybar offices and
warehouses are being opened to provide closer service to dealers in Bany
areas,

F 3 3. POLICY -- We will continue our practice of selecting merchandiae,

- franchising dealers, and rendering service with the specific aim of

j building profitable, long range business —— for dealer, ranufacturer, and
4 diatributor elike. Craybar is proud of its high reputation among dealers.
Knowing that our future and theirs are interdependeat, we shall continue
‘to devote our interests and resources to their welfare.

This ie a big progrem, and we are carrying it out — now. More than ever,
3 therefore, you can count on Graybar for the best in appliances end
7N radios, together with vhat it takes to move the goods on to the consumer.

Sincerely,

-

Rz,

4 o
A. E. Mcoll
President
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-
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9;’ TRAFFIC APPLIANCES
MAJOR APPLIANCES
HOME RADIO
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viously frozen. Either compartment can
be used for freezing or storage. Ap-
proximately 500 to 600 1lbs. capacity.
Made in 8, 22 and 30 cu. ft. sizes. Baked

- -
) "»\‘ --_":“:‘“\..———'-_
RIS

Larbiant

white enamel finish. American Refrig-
erator & Machine Inc., 2836 Colfax Ave.
So., Minneapolis, Minn.—RADIO & Tele-
vision RETAILING

St. Charles SLIDING SHELF

Sliding shelf can be installed near
the range, making heavy pots, pans,

crockery easily accessible. St. Charles
Mfg. Co., St. Charles, Il.—RADIO &
Television RETAILING

Beauty-Lite BED LAMP

Fluorescent bed lamp features: self-
contained plastic unit: plug-in trans-
former: instant starting: adjustable
hangers: highly polished chrome ends
and strips. Associated Industries. Long
Island City 1, N. Y.—RADIO & Tele-
vision RETAILING
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Bersted HEATER

Model 706, “focalipse” heater: 600
watts. Diameter of bowl 12 inches,
overall height, 16 inches. Finished in

hammered gray opalescent enamel,

chrome-plated reflector, wire chrome
plated guard. List price, $6.20. Bersted
Mig. Co., Fostoria, O.—RADIO & Tele-
vision RETAILING

Winslow ELECTRIC CLOCK

Direct reading electric clock; self-
starting, synchronous type motor. Mod-
ern case, 8 inches x 5 inches x 25,
inches, is of molded Catalin, with
choice of three colors—ivory, walnut

and mottled burgundy. Black numerals
on silver background. framed in nickel
chrome opening. Winslow Mig. Co.,
Stamford, Conn.—RADIO & Television
RETAILING

Hydro-Aire HEATER

Electric wall heater. enclosed in
heavy steel casing, fits flush with wall.
Nichrome wire twin heating elements:
highly polished reflector. Dimensions:
12 inches x 18 inches x 4 inches. Price
approximately $14.95. Hydro-Aire, Inc.,
Home Appliance Div., 626 N. Robertson
Blvd., Los Angeles 46, Cal.—RADIO &
Television RETAILING

Dominion TOASTER

No. 1101, chromium plated and black
enamel toaster; walnut finish handles:

Newest Appliénces

insulated concealed feet.
$4.10.

Retail price,
Dominion Electrical Mig. Inc.,

Mansfield,
RETAILING

O.—RADIO & Television

Dutch COFFEE FILTER

Clothless coffee filter for glass coffee
makers: snaps into lower bowl. Made

of china. Fits all standard makes. List
price, 50 cents. Hill-Shaw Co., Chicago
6. IIl.—RADIO & Television RETAILING

Munro-Matlack SNAK PAN

All-electric snak-pan of lightweight
cast aluminum with built-in heating ele-
ment. Pan fitted to glass wool insulated
cast aluminum base, will not burn or
scorch. Plugs into any outlet on any
standard cord plug. Wooden handle
with finger grips. 8” pan is $7.95. 10”
pan is $8.95. Munro-Matlack Co., Euclid
Seventy First Bldg.. Cleveland 3, Ohio
—RADIO & Television RETAILING

Carrier FOOD FREEZER

30 cu. ft. food freezer for fast freez-
ing and storing. Stores 1000 to 1200
Ibs. of food. Hermetically sealed. all-
steel construction, baked enamel finish,
6 inch insulation. Carrier Corp.. 300 S.
Geddes St., Syracuse, N. Y.—RADIO &
Television RETAILING
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Rittenhouse
CLOCK & DOOR CHIME

“The Kitchenette” model No. 510,
combination clock and door chime, de-
signed for kitchen installation. Chime
sounds two notes for front door and a
single note for rear door. Clock plugs
into a circuit; chimes operate on 10-
volt bell-ringing transformer. Finished
in white or ivory enamel. Size: 712"
wide x 97" high. A. E. Rittenhouse
Co., Honeoye Falls, N. Y.—RADIO &
Television RETAILING

Cribben & Sexton GAS RANGE

Manhattan Universal model. (Avail-
able in standard and deluxe models.)
Four top burners:; for use with natural
or bottled gas. White porcelain. Right
hand oven only. Lamp, minute minder,

and folding lift-up cover available as
extra equipment. Overall dimensions:
24Y,” deep., 36" wide:; 16" oven: 36" gas
range. Cribben & Sexton Co., 700 N.
Sacramento Blvd., Chicago, II.—RADIO
& Television RETAILING

Davis CORD SET

“Wrist action” cord set, spins and
turns around:; patented swivel plug
swings in any direction. Molded of
Bakelite. Deluxe cord set, with “time
saver” attachment (a coiled spring and
stand to keep cord clear of ironing
board), also available. Davis Mig. Co..
Plano. Il.—RADIO & Television RE-
TAILING

Guth DIFFUSER

Four ft. plastic diffuser for reducing
fluorescent light glare. Made of white
spring-like plastic for 40 watt (T-12)
fluorescent lamps; snaps on. List price.
$3.75. Edwin F. Guth Co., 2615 Wash-
ington Ave.. St. Louis. Mo.—RADIO &
Television RETAILING

Are on the Way

Ben Bar FOOD FREEZER

Horizontal food freezer with 4” fiber-
glass insulation. Door with double gas-
kets, heavy hinges and lock: compres-
sor Y4 h.p. mounted on freezer: ad-
justable temperature control. Model
FH-14 has a capacity of 500 to 700 lbs.:

=~ el

14.1 cu. ft. Model FH-18 has a capacity
of 700 to 900 lbs.: 18.7 cu, ft. capacity.
Ben Bar Sales, Inc.. 1025 N. Third St.,
Milwaukee 2, Wis.—RADIO & Televi-
sion RETAILING

Silver Seal IRONING
BOARD COVER

Glass cloth cover for ironing board.
will not burn, char or discolor. Smooth,
firm surface for easy gliding of iron.
Sheet of Fiberglass mat, 14“ x 8" at-

tached to wide end of each cover for
resting iron in normal position. Spols
removable by using damp cloth. Sun-
lite Mig. Co.. 3724 W. Wisconsin Ave.,
Milwaukee 8. Wis.—RADIO & Televi-
sion RETAILING

Gem Dandy ELECTRIC CHURN

Postwar de luxe model, with specially
designed 1-20 H.P., 110 volt, ac motor.
Mounted on sanitary aluminum base,
with four neoprene covered supports.
Detachable aluminum shaft, with ad-
justable dasher; 6 ft. neoprene cord
with plug. List price, $17.32. Alabama
Mig. Co., 1801 First Ave. North Birming-
ham. Ala.—RADIO & Television RE-
TAILING
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Rogers FREEZER

Farm and home freezer. model AR-15.
15 cu ft. capacity. Fully insulated with
5" approved insulation. Doors with
molded rubber gasket and snap lock

with padlock hole for protection. Mod-
em Appliance Co.. 111 South Ellsworth
Ave.. San Mateo, Cal.—RADIO & Tele-
vision RETAILING

Dixie Maid ELECTRIC CHURN

Electric churn features: sturdy carry-
ing handle: special design to avoid
vibration: adjustable support to fit 3
to 5 gallon containers: heavy-duty
rubber cord and enclosed switch: slow
speed motor: splash-proof plate with
recessed supporting arms: improved
rust-proof dasher stirs milk: easily
cleaned. Southern Electric Products, 645
North Fant St, Anderson, South
Carolina—RADIO & Television RETAIL-
ING

Tanglefoot DIFUSOLIER

Portable insect-killing appliance. Di-
fuso insecticide and water creates a
steam which is emitted through nozzle
to penetrate all portions of room, and

kili insects. Strain-resistant cord: time
switch. Can be used as a humidifier
when run with water only. The Tangle-
foct Co.. Grand Rapids 4, Mich.—RADIO
& Television RETAILING

tContinued on page 64)
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Electrical Appliances

Reco Radi-Aire CIRCULATOR

Bench style air circulator; propellers
blow air upwards at high velocity. 20"
diameter propeller; overall diameter
22Y,"; height 29”; base diameter 10”.

——— a.‘-‘-—'
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Three speeds of 1653, 1350 and 850
RPM. Operates oa ac current. Finished
in blue crazk’c ename! or chrome
plated. Reyno!ds Eiectric Co.. 2657 W.
Cougress St., Chicago 12, l.—RADIO &
Television RETAILING

Magic Flo COFFEE BREWER

“Lyric” model, 8-cup size. Wide neck:
black plastic cover »f upper bow! may
be used to measure colfee: palladium
trim. Filter made of glass and s‘alite
ceramic. Priced at $3.95. Genera! Con-

ern. Ave. Chicago 25, I'lL—RADIDO &
Television RETAILING

Industrial Too! & Dic
ELECTRIC CLOCK

Model MC-509-1 electric wall clock
cabinet o! heavy gauge meta', iac-
quered in ivory. Black hands and num-
erals. 6’ ivory matching cord. Self-s‘art-
ing synchronizing motor; adjustment at
bottom. Crystal of heavy unbreakab'e
p’astic material. Dim~nsions: 914" x 9” x
2);". Approved retail price, 5$8.95. In-
dustrial Tool & Di» Works, Inc., 2824
University Ave., Minneapolis 14, Minn.
—RADIO & Television RETAILING

Personalite BEDLIGHT

Powerful lens concentrates light
where desired. Attaches to bed by
felt-lined aluminum clamp; adjustable.
Finished in wrinkled brown baked-on
enamel. Main Electric Co.. Rochester
2, N. Y.—RADIO & Television RETAIL-
ING

Holland-Rieger WASHER

Mode! 60: chassis and wringer fin-
ished in white enamel. 23” diameter
dome shaped tub: wringer gear case
shielded and fitted to wringer. Porcelain
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tub supported on heavy steel base,
with reinforced bearing points. 1
H.P. motor, with direct connection to

Esquire ELECTRIC RAZOR

Deluxe electric safety razor; wet type

L
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operating gears. 21 gallon water capac-
ity. Ho'land-Rieger, Sandusky, Ohio—
RADIO & Television RETAILING

Emerson WINDOW FAN

E'cctric window-type cooler fan; 207
fan, modern, finished in ivory enamel
to harmonizz with home turnishings.
Capacitor motor for quiet operation.
Cabinet dimensions: 24 inches wide, 9
inches deep. 24 inches high. Emerson
Electric Mifg. Co., St. Louis. Mo.—
RADIO & Television RETAILING

Seth Thomas CLOCK

Kitchen clock in ivery molded case.
Bright metal rim; black hands and nu-
merals. Height 614 inches. width 8%4
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inches, depth 21 inches. Seth Thomas
Clocks. div. of General Time Instru-
ments Corp., Thomaston, Conn.—RADIO
& Television RETAILING

RADIO & Television RETAILING o

shaver. Guarded oscillating blade: mas-
sages as it shaves. 6 ft. cord; ac cur-

rent. Retails for $5.00. Racine Unijversal
Motor Co.. 1637 Goold St.. Racine, Wis.
—RADIO & Television RETAILING

Steadi-Glo ELECTRIC STOVE

Model Bl., single burner stove and
cofice brewer; utilizes 9” table space.
Heat proof enamel finish; ac or dec. OPA
ceiling price, $3.75. Appliance Indus-
tries of America, 666 Lake Shore Drive,
Chicago 11, IIL—RADIO & Television
RETAILING

Koldmaster HOME FREEZER

Low temperature storage cabinet
283" wide. 25" deep, 29%" high at
back, 37" high at front. Heavy steel
outer shell: enamel inner tank of heavy

galvanized steel. Freon gas refrigerant,
thermostatically controlled. Finished in
white. Constant cold maintained: top-
opening. Ice Cooling Appliance Corp..
33 S. Clark St., Chicago 3, II.—RADIO &
Television RETAILING
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UNIVERSAL

NIVERSAL'S Clean-Air Cleaner is America’s lead-
U ing Tank Type Vacuum Cleaner and it’s backed
by large scale national advertising. Built for three
dimensional cleaning with 13 attachments — Clean-
Air is the dealers’ first choice for sales appeal. For
beauty of design and perfection of performance, it’s
Clean-Air— the Universal Vacuum Cleaner with the
“Tattle-Tale” Light—sells on sight.

[ cuEam-asR CLEANER

FIVE FAMOUS FEATURES!
EXCLUSIVE ""TATTLE-TALE’” LIGHT—Red light flashes when
dirt bag needs emptying.

EXCLUSIVE THREAD-PICKEING NOZZLE —Designed to permit
use of much more powerful suction—cannot drag or seal.
GERM TRAP FILTER—Thoroughly cleans and purifies the air.

HANDY TOE SWITCH—Motor responds to gentle touch of
toe on switch —eliminates stooping.

13 ATTACHMENTS & STORAGE KIT—New kit hangs or
stands in closet.

LANDERS,

B UNIVERSAL ¢

Universal Electrical Appliances distributed in Canada exclusively by Northern Electric Compony, d.
FRARY & CLARK -

U

__';-—d-—

NEW BRITAIN, CONN

2_ LEADERSHIP THAT BUILDS YOUR DEALERSHIP!

RADIO & Television RETAILING @ June, 1946
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Custom built blond plywood fixtures circle th

e floor pillars of this model Minneapolis store.
the curved side outward, to vary floor layout when desired.

LU
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Units can also be placed flat against the wall, with

Floor Plan for Profits

Appliance Dealer Completes Modernization

Program to Bring in Greater Returns

® Liberal display of all merchan-
dise is the goa! Norman Grossman,
owner of the Norman Appliance
Co., Minneapolis, Minn., aimed for
and achieved by careful planning
in remodeling his new store build-
ing at 1204 E. Lake St.

Situated in the midst of a busy
traffic center, Grossman wanted to
attract “window-shoppers” into his
store.

Changes to “*Beautify”’

Exterior face-lifting consisted of
setting the entrance back approxi-
mately three feet and installing
double doors. The front of the
building was raised, and a curved
granite base put in for the glass
windows; these encircle the build-
ing and permit a clear view of the
interior. A’large, lighted sign, with
the one word “Appliances” on it,
flanks the front.

The interior féatures a soft color
scheme—green and white walls
form an attractive background for

66-

the merchandise, and the large
showroom floor, 60 feet by 55 feet,
is tiled in red asphalt.

A gleaming model kitchen is stra-
tegically placed up front on an
angled wall, where every passerby
can see it.

Visibility Important

Grossman is convinced that “good
lighting draws customers”, and util-
izes his unique fluorescent fixture
installations to the utmost. He
placed forty lights together, massed
in rows of ten. Each row runs on
an alternating section, so that the
intensity of light may be varied.
Spotlights are also usad for the
various displays.

Blower type steam heaters sus-
pended from the ceiling is another
Grossman innovation® which makes
for more floor space. Plumbing in-
stalled on two sides of the show-
room floor facilitates efficient dem-
onstration of washing machines.
Other appliances can be easily ex-

RADIO & Television RETAILING o

hibited because of the numerous
electrical outlets which are placed
in convenient locations.

“Our leading lines”, says owner
Grossman, “will include complete
kitchens, laundry equipment, water
systems, refrigeration units, radios,
and ranges”. Sewing machines will
be featured, and a special depart-
ment will house items such as
ultra-violet ray lamps, walkie-
talkies, fluorescent fixtures, and
light bulbs.

Other Items Sold

Grossman feels that household
items are an important supplemen-
tary line, and he will carry this
merchandise as an extra profit
maker and to increase store traffic,
as well as for the customer’s con-
venience.

Service is an integral part of this
store’s business, with washer and
radio repairs accounting for the
bulk of work at present. ‘““Until

(Continued on page 134)
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“UNMATCHABLE”

Eleven years of continuous service
to this leading southarn distributor

witk satisfaction on both sides

0 . o

Your new financing plan is
by far the most attractive we have been privileged
to operate under. We commend it to all dealers

handling retail paper.

“It has certainly been a pleasure, and very profit-
able to us to have had Commercidl Credit Corpora-
tion as our commercial bankers for the past eleven
years. We have at all times found your personnel
courteous and willing. We sincerely appreciate

your fine banking service and UNMATCHABLE

co-operation.”

/W

Passman Equipment Company
Monroe, Louisiana 1

Commercial & Domestic Refrigerators
and Household Appliances

- ComMERCIAL CREDIT COMPANY

BALTIMORE 2, MARYLAND

Capital and Surplus more than $80,000,000

RADIO & Television RETAILING @ June, 1546
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PORTABLES!'

Here’s What's New in Qutdoor Radio, for America's F

® The vacation season is here. Re-
tailers know that a lot of folks
will be buying portable radios to
take along for the time-off period,
or the week-end in the country.

It is a fact that in the early
summer days many dealers were
“cold” on the prospects for selling
the small carry-about sets. There
were very few of the little receiv-
ers to be had, in the first place,
and some retailers said that the
public wasn’t giving them much
attention.

Holiday ‘‘Musts**

But the outdoor market picked
up. Shipments of the portable jobs
are beginning to come through,
and the variety of the improved
postwar units began to attract wide
attention. Dealers began to take
more interest because they know
that the demand for these radios
runs well into the Fall, and the in-
creasing interest will be matched
by a pick-up in available merchan-
dise.

RapIO & Television RETAILING has
made an analysis of the number of
portable sets available. It was found
that since Oct. 1, 1945, there have
been price approvals_issued for ex-
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—for Summertime

actly 24 of the receivers, manufac-
tured by 17 different manufactur-
ers. Preliminary announcements
have been made by numerous other
companies; the industry has ap-
proximately three dozen firms who
will eventually have this type of
unit on the market. This includes
the “camera” type radio, but does
not include the great numbers of
portable phonos without radios.

Among the prices which have al-
ready been set, the figures range
from $17.50 to $149.50. The average
price is $41.58, but this figure is in-
creased considerably by the pres-
ence of four units which include a
record player, one of which also
has recording facilities. The com-
plete line-up is this: 16 of them
are straight portables; three of
them are combinations; four of
them are the “camera” type; one
of them is a radio-phonograph-
recorder.

Variety of Prices

The average price among the 16
models of straight radios is $35.43
and the range in prices for this
group is $17.50 to $45.95. There are
only five of these sets which list
below $30.

irst Peacetime Summenr

Among the camera receivers, the
average price is $26.38. This is only
an indication as to how these tiny
sets will be priced; certainly not
all of the models which will even-
tually be offered are to be found
on the price-approved lists at the
moment.

Tube complements in the whole
group run from three to ten, but
most of the sets are 5-tube jobs.
Half of the units are 3-way radios
—the battery-ac-dc sets.

Quality Plus “Looks"

The new sets range in size from
the miniature “cigarette” job to the
jumbo 20” unit, and there are new
features which will make the cus-
tomers take notice. Circuits are
better; there’s a self-charging fea-
ture to think about, and the ap-
pearance of the sets will please the
eye of the most exacting prospect.
Most of them are leatherette-cov-
ered, but there are new plastics in
eye-taking designs, metal cases
that do a fine job, and wood cab-
inets that look just about right.

Only about half of the manufac-
turers involved in this picture are
familiar old-line radio names; the
rest are postwar newcomers.

RADIO & Television RETAILING ® June, 1946



N \ 7
BYQUIST GARRETT SHAFFER GALLAGHER KEARNEY MARTIN ALLEN
(Konsas City) (Chicogo) inginnalila i N iClewdlond)-. - . ijmcuse)

/ (Boston)

DITTMAN

SIMON ;
{(New York City)

(San Francisco)

WILLIAMS
{Lancaster)

BERSCHE
(Los Angeles)

SPECIALISTS

(Memphis) (Charlotte)

all pulling for you

QD

WRIGHT You profit directly from expert counsel sHaNAFeLl

(Dallas)

that keeps your RCA tube distributor in the lead

OUR RCA Tube Distributor is the best informed and
THE FOUNTAINHEAD OF most progressive man in the business, because 15
MODERN TUBE DEVELOPMENT RCA Field Representatives, operating as a team, keep
1 R(A him up to date on business management, market trends,
merchandising methods, and technical information. And
supporting these Field Representatives are top-flight
technical and merchandising consultants, ready to lend
their services toward the solution of marketing and dis-
tribution problems in the field.

Your RCA Tube Distributor makes it his business to
make business for you. That's why you profit directly by
RCA’s nation-wide merchandising and technical counsel
—that’s why you are kept in the lead, too.

To prove it—push RCA Electron Tubes and watch your
business grow! ... And look to your RCA Tube Distrib-
utor for Batteries, Tubes, Parts and Test Equipment.

Listen to ““THE RCA SHOW," Sundays, 4:30 P.M., EDT, NBC Network.

TUBE DEPARTMENT

RADIO CORPORATION of AMERICA

HARRISON., N. J.

RADIO & Television RETAILING e June, 1946 &9



"HIS MASTERS VOICE"..

1 “His Master’s Voice” 2 “Hello! Lots of people don’t know it but my
name is NIPPER. I was a real dog who really
recognized ‘His Master’s Voice’ back in 1898.”

T. M. Reg. U. S. Pat. Off.

5 *Then they took Mr. Barraud’s painting of me 6 *‘Next, another kind of ‘music box’ came along—a
and ran it as a Victrola* advertisement . . . I was radio made by RCA. Then when RCA merged
started on my career to world fame!” with Victor—in 1929, I became even more famous!”

ONLY RCA VICTOR MAKES THE VICTROLA®

*“Vietrola"'—T.M. Reg. U.S. Put, Of.

RADIO & Television RETAILING @ June, 1946



the history of a famous Trade Mark

- — . . e e ———

3 “But what made me immortal, was that my 4“And then I had to do the hardest work of my
master (a painter fellow named Francis Barraud) life—posing! If there’s one thing [ don't like to
caught sight of me listening one day . .. ™ do, it’s to sit still . . . But I did it for hours!”

“There are four table radios—
including a set with short wave
that can “pull in’ stations 12,000
miles away! And a battery radio
you can plug in and run on AC if
you want to. MY fuvorite is the
‘Personal’—it's the tiniest, neatest
portahle RCA Victor ever made!
“Then, there's an automatic radio-
phonograph thar’s nearly '3 smatler
than the prewar table model. And,
two console radios that make
‘His Master's Voice' more real
than ever!”

7 “So today you have something that never was | 8 “Don’t take my word forit—hear the‘GoldenThroat’
dreamed of! You have the real-life TONE of the ! for yourself. Let your customers hear it! Every
new RCA Victor ‘Golden Throat.” ” RCA Victor instrument has the ‘Golden Throat’!”

| @@ zrca [rcror

L RAD1IO CORPORATION OF AMERICA

RADIO & Television RLTAILING ® June, 1946
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It's a Split Decision!

If ou think the vow to “love, honor and cherish”
y
Excludes different viewpoints, then let the thought perish!

The thing that makes her think your product is great

May not be the feature that interests her mate.
To all staunch defenders of free enterprise,
Here’s free advice that will make your sales rise:
L% 7

It pays to tell both of the sexes your story,
Ask Presteline and you’ll be hunky-dory.

The American Magazine double-exposes l

Their ads to both sexes, it’s under hoth noses. I DOUBLE-EXPOSES
- - - ELECTRICAL ADS
ouble exposure, the singu ar uy, /'\ TO BOTH SEXES
Makes certain both sexes will give you the @ —

THE CROWELL-COLLIER PUBLISHING COMPANY, 250 PARK AVENUE, NEW YORK 17, N. Y.
PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER'S, WOMAN'S HOME COMPANION

72 RADIO & Television RETAILING o June, 1946
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Position of small store’s “display’’ service bench
attracts trade, gets buyer confidence.

Give Your Repair

® That cute children’s room libra-
rian will agree with the local news-
paper’s science editor in this: to
hold an intelligent conversation
with another American today, you
have to be technically-minded. The
new FM lines, the use of synthetic
bass and compensating circuits, bet-
ter speakers and other parts .
these show that manufacturers are
also aware that people today under-
stand what they want in their
radios. And what they want is good
tone and real reliability.

Radios happen not to be just
pieces of furniture. The customer,
awakening to his own shortcomings
in an increasingly technical mar-
ket, looks to the radioman for guid-
ance. Trust in the dealer’s honesty
as an advisor, however, is no more
important than faith in his ability
to evaluate one radio full of cir-
cuits and parts from another, com-
peting radio. The operation of a
professional-appearing service
pench strongly supports that faith.

Ask Yourself this Question

“Will my service bench help me
to sell more goods . . . or will it, in-
stead, harm?” is the question asked
by hard-headed dealers, who fore-
see an ultimately greater-than-pre-
war standard of competition. Ironi-
cally, exactly that buying interest
aroused by the radio industry’s
glamor advertising and prestige
publicity, will react against the
dealer who displays to his customers
a service bench unpainted, dusty,
unimpressive . . . or even simply in-
artistic!

The uneasy eye of the technic-
ally-minded buyer peers for neat
and shining arrays of instruments
seen in pictures of laboratories and
factories. From this viewpoint, to
dump old radios awaiting repair in

RADIO & Television RETAILING © June, 1946

SERVICE SAVVY
BECOMES ACE
SALES HELP

the front of the store, or to hide a
furtive test bench in a remote cor-
ner, is the reverse of good business
promotion. Better solutions are
either to completely separate the
service shop from the salesroom,
which many stores with more than
one floor do, or to turn the service
bench into a sales help.

How Your Service Bench Sells

In designing a service bench for
sales appeal, the first consideration
is location. Two stores whose lay-
outs stress technical radio knowl-
edge are illustrated. At upper left,
the test position is located close
enough to the window to draw the
attention of passers-by. In this
store, while-you-wait checkups on
midgets and tubes, and full repairs
on eye-catching radios such as all-
wave receivers and television sets,
are made at the “display” service
bench. Other repairs, however, are
handled in the storage workroom,
where incoming chassis are dusted
before reaching the service bench.

Below, a larger store is illustrated.

Bench an Important Spot—It Can Pay Off Big!

The entire service department of
this store is “on display”, and only
chassis-cleaning is done in the
storeroom. Efforts to speed up the
work with original ideas are also ef-
fective in creating more eye appeal.
Test panels are spotlighted, with
the immediate surroundings some-
what subdued. Bright pilot lights
are associated with each test in-
strument, in addition to individ -
ually-lighted meters and dials. The
long, glass-covered accessory dis-
play counter has an enclosed lower
section with sufficient shelf space
for temporary storage of cleaned
sets awaiting repairs, Thick lino-
leum, trimmed with contrasting
color, gives the bench a clean, pro-
fessional appearance.

The experience of dealers who for
long have used their service bench
as a confidence-builder is that the
prospect senses in a trim-looking
display of intricate test apparatus
definite evidence of technical re-
liability. And when a prospective
buyer feels himself in reliable hands,
he inevitably will be a customer.

The impressive service bench of this store will help clinch sales of items in a somewhat restricted
line of radios, by stressing the technical background of the dealer.
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Practical Tips

® Opportunities for making money
on noise-elimination jobs have worn
their knuckles to the tone on many
a radioman’s dcor, Sometimes
these servicers tend to shun work
involving interference - elimination
because of unfamiliarity with the
methods involved. At other times,
an alleged need for proper instru-
ments is the deterrent. But most
often, the trouble is simply a lack
of understanding of the profitable
nature of the opportunity.

Man-made static, most prevalent
in urban centers, is no stranger in
small towns and suburbs. In fact,
many a worthwhile job consists of
clearing up radio noises originating
in or around a single isolated resi-
dence. Here is the advice of one
radioman, who turns a well-known
radio headache into a source of
profit:

ON NOISE.-ELIMINATION

CALLS, TAKE:

1—A capacity line filter

2—An inductance-capacity
line filter

3—100 ft. of shielded lead-in
wire

4100 ft. of antenna wire

5—A large roll of £18 bell wire

6—A ground clamp and some
lead-in and antenna in-
sulators

74

| Finds Good

Following easy rules in choosing filters, install-
ing antennas and checking appliances, this
noiseproofing procedure results in fast profits.
The servicer is shown attending to the first
requisite of an interference-free installation

. a good aerial and ground system.

for Radiomen Who Want to Get Started in Interference-
Elimination Work. Here’s How to Make It Pan Qut Profitably

In most cases, receiver noise is
an installation fault. Check first
the most important requirement for
noise-free reception: a good an-
tenna. It should be as high as pos-
sible, strung away from large metal
objects and at right angles to other
antennas. Use a shielded lead-in,
on AM sets.

Twe Important Steps

Next in importance is a good
ground connection, best made to a
cold water pipe. If a steam-heating
pipe is used, be sure the silver paint
is thoroughly scraped away. For the
connection, a C-clamp having a
sharp edged screw is preferred. If a
copper strip is used, a very tight

Trailing edge of brush from noisy motor is
shaved with knife,

-

:
.

F
‘BEVELED

o
(TRAILING EDGE

RADIO & Television RETAILING o

contact to the pipe must be made.
When the ground seems to pick up,
rather than reduce noise, leave it
off until other means have been
found to reduce the noise. Before
the job is considered done, try the
ground once again.

Should the noise persist, try to
discover its source. Often the
character of the noise or the time
of its appearance will make identi-
fication quite obvious. If the source
is discovered to be in the home, the
electrical apparatus at fault should
be serviced. All such devices fall
into one of three categories.

Motor-driven apparatus, such as
vacuum cleaners, electric fans,
washing machines and refrigerators
should be inspected for erratic
sparks or flashes in a darkened
room. If present, the motor needs
servicing or repair. Most motors
should be serviced every 6 or 12
months.

How to Service Motors

Slip rings or commutators should
be cleaned with fine sandpaper or
crocus cloth while the motor is run-
ning. Never use emery cloth or
steel wool. The trailing edges of
carbon brushes should be shaved or
beveled, as illustrated. The final
step is to install a filter.

Apparatus which propogate radio

June, 1946



interferenece even when in good
working order, such as diathermy
machines, electric shavers, massag-
ing vibrators and oil burners can
be quieted only by careful filtering.
When at all possible, the metal
cases of these devices should be
grounded.

Appliances without moving parts,
such as toasters, irons, stoves and
heaters may cause interference as
a result of arcing connections and
leaking cords and plugs. In most
cases, these are very quickly and
easily repaired. No filters are re-
quired.

Choosing the Filter

Noise filters are marketed by
many capacitor and parts manu-
facturers. They are made in four
general types. Two utilize only ca-
pacitors, and two employ induct-
ances as well.

Of the former, one consists sim-
ply of a capacitor wired across the
line, while the other is comprised
of two capacitors in series across
the line, with the center tap con-
nected to the case of the appliance
and to ground. Filters which elimi-
nate the center tap lead to ground
for the sake of freedom of move-
ment, are not shock-proof.

The inductance-capacity combi-
nations are simply the capacity
types already mentioned, with the
addition of an r-f choke in each leg
of the line. Most ready-made filters
are equipped with line plugs and
receptacles, while some have sockets
to match certain electric shavers.

The distance between the source
of the noise and the filter should
be Kept as small as possible. On the

Here are two types of inductance-capacity filters.

motor of a stationary appliance, for
example, a .01 mf mica or .1 mf
paper capacitor should be connected
from each brush or commutator
connection to the metal case, which
should then be grounded tc a cold
water pipe. On the motors of port-
able appliances, such as vacuum
cleaners, a grcund connection is
not feasible. A single capacitor
wired across the brushes will gen-
erally be sufficient, as well as shock-
proof.

If large mica or paper capacitors
will not fit within the available
space, small micas of about .002 mf
should be squeezed in, and larger
capacitors installed at the nearest
point where space is availakle. Do
not install capacitors where the
temperatures are apt to rise too
high. The d-¢ working voltages
should be at least 400 volts.

Where Noise Comes From

When the equipment causing the
interference is outside the home, or
cannot be located, the ncise will
have to be treated at the radio set.
Noise can reach the radic set in
three ways . . . by pickup from the
antenna, by way of the power line,
and through induction into the
chassis itself.

A proper antenna and shielded
lead-in installation will eliminate
the first path, as a rule. The sec-
ond path is closed by the use of a
line filter. The simple capacity
types should be used only for midget
sets, else the cost of the filter may
be equal to that of the entire set.
With larger models, however, the
more efficient inductance-capacity

The one at the left is used whern a ground

connection is unfeasible, while the right-hand filter is preferable when a ground is possible.
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GROUND, OR
CASE OF

Money Hunting Noise

These four basic circuits for straight capacity
filters apply equally to inductive types.

combination is more suitable. This
latter type is generally absolute in-
surance against noise pickup
through the line.

When the radio set treated as
above still persists in picking up
noise, the third path must be clesed.
This is done by enclosing the bot-
tom of the receiver, and shielding
any exposed grid leads by means
of oversized shield cans.

Not long ago, the writer was
called to investigate the high noise
level in an expensive set located in
a large apartment house. Installing
a long antenna with shielded lead-
in reduced the noise somewhat. At
the same time the remaining inter-
ference became easier to identify
as acising from the house’s central
oil burner.

The servicer decided to try to
remedy the trouble at the radio it-
self, for during those hard-working
war years, time spent arguing with
the landlord could hardly be af-
forded.

Tre lack of time also motivated
him to construct his own noise filter
for the radio, rather than order a
ready-made unit. Two 50-turn coils
of £18 wire wound on a piece of

(Continued on puge 86)
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SCHEMATIC DIAGRAM - RADIO RECEIVER - MODEL 4807 £ 4808

A MAJESTIC’S Models G1-426 and GI-426Y are
8-tube, 3-band, 3-way AM receivers. Tuning
slugs pad the oscillator coils on all bands. To
align, adjust the broadcast band through a 200
mmf dummy antenna, then the 3.6-8.5 mc band,
and finally the 8.5-19.0 mc band, using a 400
mmf dummy on both s-w bands. After peaking
the 455 kc i-f section, rock the tuning gang for
maximum signal at the I-f check point (600 ke,
4 mc, 9 mc). Next set the osc., r-f and ant.
trimmers at the h-f alignment point (1400 ke,
8 mc, 18 mc). Then repeat both I-f and h-f ad-
justments,

Resistance coupling is used between the 1st and
2nd i-f. For battery operation, the 3Q5 is in
series with the 1.4v tubes. On ac-dc operation, a
25L6 replaces the 3Q5, and all 1.4v filaments
are heated by the 25L6's plate current. The
2526 and 25L6 filaments are in series with the
220-ohm 30-watt resistor R23 across the line,

Circuit Poinis

Essential Alignment and Service Facts

CAPACITOW & 40-20M5D
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<€ GAROD'S Model 6AU-1 is a 6-tube ac-dc re-
ceiver using a radio ground. The single band
tunes from 540 ke to 1650 kc. The oscillator
section of the 12SA7 converter stage uses a
cathode feedback coil, and no d-c is in the grid
winding. To align, it is necessary to connect the
signal generator “cold” lead to a —B point
underneath the chassis, Such points are found
at the r-f amplifier and 2nd detector cathodes,
the common negative of the electrolytic ca-
pacitor, pin 3 of the i-f and r-f amplifier tubes,
and pin 8 of the 2nd detector tube.

The i-f is aligned with the signal generator con-
nected to pin 4 of the 6557 r-f amplifier, or to
the stator lug on the rear section of the variable
capacitor, For r-f alig t, | ly ple the
signal generator lead to the loop, and tune it to
1650 ke, With the variable capacitor set at the
extreme clockwise position, tune in the signal
by means of the front section trimmer on the
gang. Adjust the antenna trimmer for maximum
output at 1500 kc. The tube combination uses
6- and 12-volt .15-amp. filaments, in series. A
3-section resistance-capacity hum filter con-
tains a total of 140 mf capacity.
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EMER3ON Model 506 is a 6-tube combina- A
tion, d4sing an ac-dc radio chassis with an a-c
phono motor. A 2-gang capacitor tunes the
osc. and r-f, while the mixer grid has a wave
trap of 455 ke. To align, set the four i-f trim-
mers ‘or maximum gain at 455 ke. Next, feed-

F ing this signal to the antenna lead (in rear, near
the line cord), adjust the wave trap (C15) for
on e w a 1 os minimum response. The small indentations on
the lower front edge of the dial plate are mar-
kers for setting the dial pointer at 600 ke, 1425
ke, and 1600 ke.

Summarized for Quick Troubleshooting : To align the r-f stages, connect the signal gen-
eratos to a coil of 3 turns of wire wound in a 12”
circle, and place near the receiver's loop, Peak
the osc. and ant. trimmers at 1425 ke. Turning
to 600 ke, adjust the loose outside turn of the
loop for maximum response, by moving it to
either side of center. Fasten it in position. Re-
peat the adjustments at 1425 kc and 600 kc.

HOWARD’S Model 901 is a 5-tube ac-dc re- » ﬁ

ceiver for the broadcast band, tuning from 540 o oursce o HOWARD !
ke to 1600 kc. Each 455 ke i-f coil has an iron I s
core adjustment protruding from the top and I 12587 soveer [ .
bottom of the i-f can. Look beneath the chassis p_-Lﬁ . E(]
to reach the lower i-f adjustments. Repeat the ! Teoor 5 |

i-f alignment operation several times to insure 1
accuracy of adjustment. Betore beginning the
r-f alignment, tightly dress to the chassis the |
wire lead running from the loop, between the
i-f coils and the capacitor gang. Moving this

lead will affect the r-f adjustment. | ¢ L -J | S || |
| eyl
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To align, set the dial at 1400 kc and peak the osc 2 —

con =
oscillator trimmer (back section of variable), = q-—l s | _—ﬁ' (_{_
and then the antenna trimmer (front section of l T | Sl lue | | | l |
variable). No adjustment is provided at the low i | f el J o B j
frequency end of the band. The 5” speaker’s It Ll L [3szs et losizsy
field is used as a filter choke, with a hum-buck- i-‘.’;’.’.

12817 asQ? 50Lé COT

ing winding in series with the voice coil. The 4

electrolytic capacitor’s common negative is not | [\ (\ [/\ /\ A
? sl
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grounded to the chassis, since a radio ground is 2 3oz — = FYTES
used in this set. Adding or removing resistance [ HOwARD RADIO CO
. . . g ‘ sootL 81
to the cathode circuit ot the i-f amplifier, to | 2sar m_@:z:( ”t%ﬁ, LpootL e 1
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® Every servicer, at times, has con-
jured up his own little list of
“things that won’t be missed”. High
up on such a list will inevitably be
that well-known radioman'’s delight,
the “floating ground” or “radio
ground”.

Among other reasons for the
technician’s general dislike of the
radio ground circuit, is its tendency
to induce hum into the detector
circuit.

Hum from Floating Ground

Reference to the illustration will
demonstrate that in the radio
ground circuit, the chassis is not
directly connected to either the ac
line or the dc voltages of the set.
The chassis does, however, connect
through capacitors to both of these
circuits, and consequently is carry-
ing all sorts of ac frequencies.

More than a few cases have been
found, where an especially sensitive
lead such as the detector diode
nlate connection comes too close *~
the chassis or other grounded shield.
with the result that a bad hum is
picked up.

The Easy Way Out

Occasionally, a hum which is sus-
pected as arising from the use of a
radio ground cannot be traced to
its source. Some exasperated radio-
men find an easy way out of this
situation by shunting the line-iso-
lating capacitor C with a direct
connection from chassis to B minus
(line) .

In a case of this sort, the back
of the set would have to be com-
pletely enclosed, and the antenna,
ground, phono pickup and micro-
phone connections enter the re-
ceiver through blocking capacitors.
In addition, the control knob set
screws should be sunk well below
the surface of the knobs, and the
escutcheon and other metal parts
mounted on the cabinet insulated
from the chassis.

Unless this is done, touching a
grounded object to one of these
leads or the chassis will blow a fuse

78

Tracing Those

Second Part — Explains Persistent Tunable

whenever the line plug is inserted
in such a way as to connect the
chassis to the “hot” or ungrounded
side of the power line. Besides, the
set user is in danger of being sub-
jected to a severe shock. These are
some of the considerations that
cause the radio ground to be used
by the manufacturer, and they
should not lightly be eliminated by
the servicer.

Some radiomen are confused by
the presence of static discharge re-
sistors such as the one labeled R in
the illustration. This high value
resistance has no effect on hum
troubles, serving simply to prevent
static electricity from collecting on
the chassis.

Four Main Hum Sources

The article on hum which ap-
peared in the preceding issue of
Rabp1o & Television RETAILING, as well
as the first part of this article, have
discussed problems which are fairly
familiar to all seasoned repairmen,
and the solutions advanced are
generally used in the trade.

However, the next classification
of hum, namely the tunable hum or
modulation hum seems to impress
many radiomen as being difficult
and tricky. This reputation for dif-
ficulty is not quite warranted, and
occurs niainly because some tech-
nicians are not aware of the various
faults which cause tunable hums.

Presuming that the tubes, which
are the most frequent causes of
tunable hum, have been checked
by substitution, there remamn four
major sources of hum which can be
“tuned” in or out:

Checek AC Wiring

1. A frequent source of tunable
hum is found in the placement of
filament wiring. Leads which come
too close to r-f and i-f grid and
plate leads, ungrounded filament
leads, and, in ac-dc receivers, the
incorrect sequence of tube filaments
in series, all cause hum. When
tubes are connected in series across
the a-c line, the second detector
should be connected closest to the
chassis or the side of the line to
which the B minus is connected.
Next comes the mixer, and then the
other audio tube or tubes.

Filter Oscillator Ripple

2. Another source of tunable hum
can be traced right back to the
power supply. Sometimes a hum or
ripple voltage too small to show up
in the audio system, is great enough
to cause trouble in the r-f end of
the set. This is particularly true of
the local or r-f oscillator. With
certain oscillators, a slight plate
voltage ripple can have a definite
effect on frequency or amplitude of
output. Since the local oscillator
modulates the r-f signal passing

The radio ground is used to isolate the a-c line from an ac-de chassis. No d-c circuit connects to
the chassis, except through static discharge resistor R, 100M ohms or more. Capacitor C provides
the r-f connection from B minus to the chassis, which is the r-f ground,

RECTIFIER

R “RADIO GROUND

— CHASSIS GROUND
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through the mixer, this 60- or 120-
cycle variation will be imposed on
the resulting i-f signal.

A quick solution for most cases of
this type is the addition of an audio
frequency filter in the B plus line
feeding the portions of the set be-
fore the audio amplifier. The loca-
tion is not critical, and the decision
of where to insert the filter can
depend partly on the available

> 1-F

> R-F
2% A-F

MIXER

2 M0 DET.
| ST A-F

FILANENTS

A-C POWER TRANSFORMER CIRCUIT

Series filaments follow a set sequence. In a-c

power supplies, ground the center tap.

space and accessibility of the leads.
Some of the usual locations, of
which one or more may be used, are
illustrated.

Preventing Pickup

3. Power lines have a greater
field of radiation than is generally
supposed, and presents a third
source of tunable hum. When an
antenna is allowed to pass within
such a field, the resulting hum volt-
age induced may arrive at the first
r-f tube in such intensity as to
modulate the r-f station signals
being received. This effect is sim-
ilar to that which causes crosstalk.

In the case of midgets with self-
contained loops, the r-f stages and
tubes are biased for extreme sensi-
tivity. Since relatively intense 60-
cycle fields are scattered about and
within the modern home, it often
becomes difficult to find a location
for the set sufficiently free from

RADIO & Television RETAILING o
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Pesky HUM-bugs

Ripples, Outlines Effects of Radio Ground

60-cycle radiation to clear up a
tunable hum. Occasionally, chang-
ing r-f or i-f tubes will help.

Trouble is to be expected, when
an additional length of indoor an-
tenna is strung around the room
and connected to the loop. Some
more of this tunable hum enters by
way of signals picked up by the line
cord. It's always a good trick to try
a .05 mf to .25 mf paper capacitor
from either side of the line to
ground, or across the line. If there
is one installed already, try a larger
one. Of course, electrolytics cannot
be used.

Common Hum Causes

4. Grouped into the last category
of tunable hum sources, are some
which occur surprisingly often, but
are not otherwise related to each
other. For example, wafer tube
sockets sometimes become leaky,
and a hum develops from the high
resistance coupling between fila-
ments and cathode or grid. Pilot
light sockets persist in shorting to
the chassis. This can cause a steady
hum as well as a tunable hum.

Along with blocking, choking and
distortion, open r-f and i-f grid re-
turns will generally produce hum,
especially in the case of unshielded
tubes. Occasionally, open r-f and
i-f by-pass capacitors will do as
much. while open a-f by-pass ca-
pacitors will cause a steady type of
hum.

Don’t Pass Up Ground

Missing ground connections, from
plumbing to radio, can let a hum
appear. On the other hand, adding
such connections can also cause
hums. This peculiarity is an ex-
ample of the somewhat strange
things which may be found to cause
both steady and tunable hum.

In actual fact, there is always a
limit to which rules-of-thumb for
troubleshooters can go. The pur-
pose of check lists and guides is to
speed service, but not to take the
place of practical and theoretical
understanding of the function of
radioc circuits. Nevertheless, the line
of attack presented in this and the
preceding article should prove of
benefit to many, many repairmen.

A-f filter for tunable hum. Usually R1-Cl is used alone. If easier to get at, try R2-C2 or R3-C3.
C1, €2 and €3 should have high capacities, up to 16 mf. R1=20M ohms, R2=20M ohms,
R3=.2 megohm. Existing filters R4-C4, R5-C5 and R6-C6 should not be disturbed.
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Heal Prospects for

Milton Raymow of Benray Sound, Brooklyn, N. Y., originates a call from
an Atlas HU-15, used as a remote station on the Bogen 4A intercom at
Mansfield Mill & Lumber Co. in New York City. At right, Atlas paging
speakers use 25-watt PD-5 driver units mounted on DR-42 re-entrant
projectors. Indoor speakers are 6~ SM6 parabolic baffles.

Yards with High Noise Levels Are

Combined

Paging and Call-Back Systems

OUTDOOR INTERCOMS
OPEN BIG PA FIELD

® Around the country, wherever
there are stockyards, open plants,
and widely - dispersed processing
setups, PA men are enjoying a
boom in outdoor intercommunica-
tor business. For long, sound deal-
ers have been trying to awaken
interest in this field, for which an
apparent need has always existed.
Manpower shortages, and a conse-
quent need to streamline communi-
cations within industrial firms, led
finally to the opening of this big
market . . . and now it is quite
“the thing” for industrial outfits to
have an outdoor intercom and pag-
ing system installed.

From the PA man’s viewpoint,
this is a good field for specializa-
tion, for the sale of an outdoor
intercom generally results in the
tie-in sale of a powerful paging
system, and often an indoor inter-
office communicator as well.

Must Have Paging Method

Pictured above is part of the in-
stallation at a small lumber mill.
It is typical of many such jobs.
Anyone who has been around lum-
ber machinery knows what an in-
fernal racket attends the operation
of ripsaws, band resaws, molding,
planing and matching machines.
To contact foremen, or call key
personnel to the telephone, for-
merly required jangling gongs and
bicycle messengers. By themselves,
intercoms proved not to have

enough “sock” to reach people
some distance away. It took a di-
rectional reproducer to put over the
message. Now the paging system
calls the wanted party to the inter-
com, which at the range of a foot
or two is excellent for conversa-
tions.

How to Plan System

Diagrammed below is the com-
plete installation. Miniature re-
entrant projectors are used as in-
tercom talk-back stations, and
placed at three convenient spots.
One is completely outdoor, and two
are in semi-open positions. For the
paging system, three 25-watt driver
units with weatherproof re-entrant
projectors are mounted in exposed
locations, while two 6” PM speakers
in parabolic baffles are mounted in
semi-open sheds. At the production
manager’s desk is a switchbox, by
means of which all of the units
may be used for a general an-
nouncement, or one particular area
“spotted” without disturbing other
parts of the plant. Small electrical
outlet boxes provide mountings for
the press-to-talk switches used in
originating a call at the remote
station. Conduit pipes and fittings
protect the wiring from injury by
passing loads of lumber.

The paging system puts in double
duty, by serving for traffic move-
ment. Instructions are given to
drivers of the lumber carriers with-

out the need to chase after them
or stop operations. A fire, not long
ago, caused a great deal of damage
to this plant, and the system is en-
visioned as being used to direct fire
control in an emergency, should
the catastrophe recur.

Many are the types of businesses,
operating outdoor yards and work
positions, especially those having
high noise levels, that are becom-

(Continued on page 86)

Output of 30-watt Bogen E-30 amplifier at A
is switched to speakers B or F, or outdoor pe-
entrant projectors C, D or E, or to all five
simultaneously,
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“4-Point Quality

Beller1-STYLE 2-TONE 3-PERFORMANCE 4VALUE
BY THE Speccalis? IN SMALL RADIO

Model 505 — AC-

DC three-way Port-

able, 3 times the
T e : power of pre-war

A M A PR radio.
-------------- .
. .
..........
..........

THE NEW 1946

‘Fmerson
Radio

will spread the facts of Emerson Radio

*THEME of an Ever
Widening Development

This is the quality distinction of Emcrson
Radio — the keynote of its exploitation:
“engineered products of SPECIALISTS
in Small Radio.”

Every new 1946 model — Compact,

Portable, Phonoradio, Pocket Receiver—
testifies to the value of that specialization,
with BETTER Style, Tone, Per-

formance, Value.

As production increases, so will

superiority.

T'his is but another reason why Emerson
Radioisthe ' INDISPENSABLE

LINE™ in any retail operation.

‘Emerson,

Rudio and
Television

e

EMERSON RADIO AND PHONOGRAPH CORPORATION, NEW YORK 11, N.Y.
World’s Largest Maker of Small Radio

that reputation widen. Millions of
old and millions of new owners

Ask your Emerson Radio
distributor
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Triplett GENERATOR

Model 2432 Signal Generator is an-
other unit of Triplett's “"Square Line".
The range of 75 kc to 50 mc is covered

in 6 overlapping bands, without using
harmonics. 30% modulation at 400 cy-
cles is provided. Stability is increased
by the use of air trimmers and a volti-
age regulated a-c supply. Triplett Elec-
trical Instrument Co., Bluffton, Ohio—
RADIO & Television RETAILING

Atlas NOISE FILTER

The noise filter is a two-capacitor
type with center tap grounded to the
case. Designed for fluorescent lights.
the suppressor can also be used for
any electrical appliance, or at the radio
set. Atlas Condenser Products Co., 548
Westchester Ave., New York 55, N. Y.—
RADIO & Television RETAILING

Star PIN STRAIGHTENER

The bent pins of miniature tubes may
be straightened without danger of
cracking the glass seal. by means of
the Type JE-12 or JE-13 Pin Straightener.
The zinc base casting positions the

tube, while the counterbored steel in-
sert aligns the pins. Made by Star
Expansion Products Co.. 147 Cedar St..
New York 6, N. Y.—RADIO & Television
RETAILING

New Service Aids

Jackson TUBE TESTER

Model 636 is a “dynamic” type that
{ests all of the popular receiving tubes
and television amplifiers, including ban-
tams, loctals, single-ended, high voltage
filament types, and miniatures. Roll
chart tube index simplifies correct set-
tings. Full range filament selection is
provided, marked directly in volts, Jack-
son Electrical Instrument Co., Dayton,
Ohio—RADIO & Television RETAILING

Clippard DECADE
VOLTAGE SUPPLY

A-c potentials from zero to 111 volts
in 1/10-volt steps are supplied by the
Type D.S.111 Decade Voltage Supply.
Up to 30 volt-amperes ol power at volt-
age accuracies of better than 19, can
be handled, drawing power from the
60-cycle line through a fused cord. Other

frequencies, up to 10,000 cycles. may be
used in this instrument, which incorpo-
rates a transformer having a tapped
primary and secondary. A Weston Model
476 meter is placed in the secondary
circuit. with a single red line to indicate

proper primary voltage adjustment.
Clippard Instrument Laboratory, 1440
Chase Ave. Cincinnati 23, Ohio.—
RADIO & Television RETAILING

Hexacon 32V IRON

Farm and home generating systems
with 32 volts can use this new solder-
ing iron. The elements and tips are
replaceable, while the hexagonal bar-
rels may be clamped in a vise for easy
tip removal. The 6-foot cord terminates
in a live rubber plug. Coming with
either plug type or screw type tips,
the models range from 90 to 550 watts.
Hexacon Electric Co.. 195 W. Clay Ave.,
Roselle Park, N. .—RADIO & Television
RETAILING

Waterman POCKETSCOPE

Here is a 5!, lb oscilloscope. meas-
uring 33" x 63" x 10", and using a 1”
cathode ray tube. Model S-10-A, called
the Pocketscope, has vertical and hori-
zontal amplifiers, synchronization. and
uses a multivibrator circuit to secure
a sweep covering from 10 cycles to 50

kc. The c-r tube is magnetically
shielded. A telescoping light shield
which facilitates work during daytime,
surrounds the screen. Miniature tubes
are used. Waterman Products Co., Inc..
2445—63 Emerald St., Philadelphia 25,
Pa.—RADIO & Television RETAILING

RCP "BILLIONAIRE"

Radio City Products have titled their
Model 665A tester the "Billionaire” in
recognition of the resistance ranges
which cover from .I ohm to 10 billion
ohms. The 8” indicating meter is also
used in a vivm circuit to measure up

to 6.000 volts a-c or d-c. The input re-
sistance is 16-160 megohms, and the
input capacity is 50 mmif. Capacities
from 2.5 mmt to 2,000 mf may be meas-
ured in 8 ranges. Radio City Products
Co., 127 W. 26th St., New York, N. Y.—
RADIO & Television RETAILING

NEW RADIO SETS ON PP. 36 TO 41; NEW ELECTRICAL APPLIANCES ON PP. 58 TO 4.
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RCA Radio Batteries Are Radio-Engineered

TRA L/p
‘:L‘\““‘"“I”“/"I;

wh

To Give Your Customers
Extra Listening Hours

RCA Preferred-Type Radio Batteriesdo have longer
than average life—because they’re radio-engineered
for extra listening bours. Your customers getmore for
their money—you reap the reward of repeat sales.

That'’s one of the reasons why dealers and cus-
tomers alike show preference for RCA Preferred-
Type Radio Batteries. But there are other reasons,
too:

RCA has concentrated production on types that
will service over 90% of most battery-operated
receivers. That means fewer types to stock.

What’s more, people naturally turn to RCA for
the best in radio. The RCA name, vividly displayed
on batteries and tubes, brings more customers to
your store.

For a fast-moving line packed with profits, hitch

TUBE DEPARTMENT

HARRISON. N. J.

RADIO & Television RETAILING ® June, 1946

on to RCA Preferred-Type Radio Batteries. Get
the complete details by filling in the coupon and
mailing it to your RCA Tube Distributor today.

Listen to “THE RCA SHOW”
Sundays, 4:30 P.M.,, EDT, NBC Netuork

¢y WATCH THIS FAMILY GROW

l----------1

Mr. RCA Tube Distributor:

1 want to know more about the line of RCA
Preferred-Type Radio Batteries.

Name

Company.
Address

L------------------J

RADIO CORPORATION of AMERICA
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MAINTENANCE TIPS

Volume Control Repair

Volume controls frequently be-
come noisy or operate intermittent-
ly. It is usual to ascribe this trouble
to a worn resistant element, and to
assume that the only remedy is re-
placement. This is not, however, al-
ways the case. The explanatory
notes below, and accompanying
sketch, describe a volume control
defect that is repairable. Since parts
shortages are still with us, this ser-
vice note may prove useful.

Spring Contacet Loosens

Most potentiometers are con-
structed with a compression-type
spring-brush, insulated from the
shaft, forming the connection be-
tween the rotating element-brush
and the center soldering terminal.
‘The entire electrical assembly is
above ground.

In time, the connecting. spring-
brush loses tension. The element-
brush still fully contacts the re-
sistive element, but an open cir-
cuit now exists between the spring-
brush and the slip-ring associated
with it, leaving the center solder-
ing terminal out of the potentiom-
eter circuit.

Pulling the shaft forward presses
the spring-brush to the slip-ring,
renewing continuity between the re-
sistance and the soldering terminal.
The gap formed when the shaft is
pulled forward should be bushed
out with a washer cut to fit as
shown in the diagram below.

Noisy Auto Radios

A vibrating noise in a car set is
often caused by the vibrator can
striking the radio chassis or some
metal part. This occurs because the
sponge rubber pad used to hold the
vibrator in place deteriorates or

| e

Join wedge to pad with rubber cement.

shrinks, so that it no longer exerts
pressure on the vibrator container.
To remedy this condition, wedge a
piece of heavy cardboard between
pad and vibrator can, as illustrated.

Pick-Up Adjustments

On the Philco 42-1012 and some
other Philco models, the mechanical
movements of the pick-up'are con-
verted into electrical variations by
the action of a light beam on a light-
sensitive cell. Weak or distorted
phono reproduction may be due to

To effect a permanent repair in very noisy or intermittent volume controls, insert 3 home-made
bushing washer in the gap formed at the retaining ring, when the control shaft is pulled forward.
An alternate but generally unhandy method is to pry off the control's back case and adjust the

spring-brush tension by bending.

COMPRESSION SPRING BRUSH CONTACT

GAP FORMED WHEN SHAFT IS [BETWEEN SLIP-RING OF BRUSH AND
PULLED FORWARD TO

COMPRESS SPR{NG.W

| SOLDERING TERMINAL.

O

<BUSHING WASHER

CONTACT

LRESISTIVE
ELEMENT

84

CENTER SOLDERING OF
POTENTIOMETER.

RADIO & Television RETAILING e

the improper setting of this beam.
When the light beam is completely
on or off the cell, no phono recep-
tion at all may occur.

The light beam is adjustable in
width, position and intensity. To ad-
just the width, the lamp socket as-
sembly should be pushed back into
its holder. Stop when a clear image
of the lamp filament is visible on the
light cell, then push the socket in
slightly beyond this point, until the
width of the rectangular spot of
light becomes 5/32-in. Next, rotate
the socket assembly to make the
light spot vertical.

Half of Beam Not Used

The light beam’s position may be
changed by turning the adjusting
screw at the lower left side of the
reproducer. The correct position will
be obtained when the spot is half on
the cell, and half on the cell’s metal
frame. ,

The intensity of the lamp is set at
the factory, and generally needs no
adjustments. When phono reception
is distorted or low, however, and no
other causes can be found, the com-
pensator located beside the antenna
post may be improperly set.

To correct, play a record with the
volume control on full. Turn the
compensator in either direction
while the record is playing. The
correct airection will be the one that
gives increased pick-up output with~
out distortion. Stop when maximum
distortionless volume is obtained.

Intensity adjustment is necessary
when a new lamp is installed. Two
positions for the new lamp are pos-
sible, as will be evident when the
socket is examined. Either of them
may ordinarily be used. When the
lamp filament, however, is off-cen-
ter, only the position that gives the
best centering of the spot light on
the vibrating mirror will be satis-
factory.

Battery Replacements

A new complete guide for the re-
placement of all radio batteries has
been issued by Burgess Battery Co.,
Freeport, Ill. Correct replacements
for portable and farm radio batteries
are listed. Private brand portables
are included. The number of sets
covered exceeds 1,000. Free copies of
the guide are available on request.

June, 1946



IT'S THE

THass Market

TABLE COMBINATION
IN BIG DEMAND

@ When they see it—hear it and compare it—a big percentage of your
prospects will say '‘Here’s the buy for us.” Why? Because it's a fine-
performing tadle combination, priced for the modest budget. Plays
10 or 12" records beautifully. Superheterodyne radio (5 tubes includ-
ing rectifier) with slide rule tuning, h=avy duty speaker and many other
top flight quality features—in attractive cabinet. Arvin Model 558.

@ Arvin is the line that fits your radio sales set-up like Arvin values fit the family
budget. You need this big-demand line to take full advantage of your radio sales
opportunity. Yes . . . you need the Arvin line for its mass-sales-appeal . . . for its de-
pendatle, top-flight quality at low prices everyone can afford. Model 558 table
combination ... shown above. .. is a typical “mass market attraction” in the expand-

ing Arvia big-demand line.

ARVIN <o 2he mase market nadée line <o BIG DEMAND!

RADIO & Television RETAILING @ Jure, 1946 85



1l

3 HI Ll R s
e ——

‘IR‘: - }n!ll =
— s’ ' e
P v,

Mack’s radio shop makes a show out of its repair facilities. See Col. 3.

Interference

(Continued from page 75)

thin iron pipe, plus two 1.0 mf ca-
pacitors were assembled in a metal
container.

The capacitors’ center tap was
connected to a terminal post and
grounded to both the metal con-
tainer and the nearest plumbing,
as illustrated. After mounting the
filter unit inside the cabinet, the
furniture was rearranged slightly
with the owner’s permission, to re-
duce the ground lead almost 75%.
The radio’s line cord was shortened
and plugged into the receptacle
sub-mounted on one side of the
filter box, and the new line cord
coming out of the other end was re-
connected to the wall socket.

Although the filter did not com-
pletely eliminate the noise, that
which remained was tolerable to
the customer. A charge of $20 was
made, and seemed quite acceptable.

Within a few weeks, several simi-
lar jobs were done for other resi-
dents of the same apartment house.
To date, over 50 filters of one sort
or another have been installed in
the immediate area. The servicer
has built up a stock of standard
brands, and finds them fully effec-
tive. In the case of low-priced sets,
where the value of the radio might
otherwise be lower than that of the
service job, the simple capacity fil-
ters are used.

Infercoms

(Continued from page 80)

ing heavy users of this type of
system. Coal yards and scrap
metal plants are leaders, in some
sections of the country. In others,
the concentration is in stockyards

. large auto service lots and
garages . . . unloading piers . . .
depots and warehouses . . . airport
repair shops . . . foundries . . .

small boat construction yards . . .
and the list is longer yet, say sound
dealers.

Selling outdoor intercoms is a
good point of departure for the PA
man who intends to concentrate
on industrial users. Once in the
plants, an alert installer will find
many applications for sound and
electronic devices which he can sell.

Kansas Repairman Parades
Service Equipment

Here’s one service shop which is
determined to use its radio service
bench and equipment as a striking
display for the customers to ad-
mire. Mack’s Radio Service, 152 N.
Main St., Wichita, Kansas, has
made the whole works visible from
the sales floor, through an eye-
catching aperture. W. E. McRevey,
proprietor, spent a lot of time and
money on the instrument bench,
and has found that it makes an in-
teresting impression on his cus-
tomers.

The bench is 18 ft. long with two
instrument panels built in, so that
two servicemen work at once.
Around the panels is an elaborate
system of shelves, all of them
painted white and kept clean. A
series of open bins in the center
help to provide finger-tip accessi-
bility of parts and supplies. The
closed bins underneath the bench
are “catch-all” space, and that’s
where the battery charger is, too.

As receivers come in for repair,
they are handed through the aper-
ture and placed in order on the
“feeder” bench. This counter runs
down the center of the department
and is convenient to either one of
Mack’s maintenance men,

It’s the Eleventh Annual Dinner Party for the New York Radio “Reps”’

Some 200 radio men of the New York area got together at the Hotel New Yorker when the local chapter of “The Representatives” staged their
Chapter president Leo Freed presided at the big party.

annual dinner event for the 11th successive year.
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At the Crossroads—

Turn Right!

Get Ready to Meet Competition

In the following exclusive inter-
view, Lou Silver, sales manager
Garod Electronics Corp., Brooklyn,
N. Y, tells retailers they face a
turning point in business — urges
customer-attracting sales promotion
Jor coming “Buyer’s Market.”

® In a period when production,
distribution, and merchandising are
in a state of flux many a dealer is
confronted with a very distorted
and vague outlook on his future
well being.

The best a dealer can hope for
is a suitable answer to the ques-
tion: “Was I Smart Back in 19462”

Any student of modern business
whether he be a tycoon, economics
professor, or radio dealer, will see
the need for a return to normal
business practices, time-honored
and tested procedures to insure
long time endurance and natural
expansion. Most businesses because
of wartime pressure and instability
have veered from the “book”. The
time has come for an about-face.

If you want to see yourself in a
pbroper perspective . . . just look at
yourself in the midst of a cross-
roads. Production is on the up-
grade, and it is expected that deal-
ers will soon receive sufficient mer-
chandise.

You now face a turning point.
The Seller’s Market will become a
Buyer’s Market. Are you prepared
to rise to the task? Are you will-
ing to accept the change?

“Cat and Dog” Lines

At the beginning of reconversion
many new name brands made their
appearance. As expected, in a sell-
er's market, quality and sound en-
gineering was lacking in the prod-
ucts of many whose sole purpose
was to make radios for fast sales.

These inferior lines are begin-
ning to age on the shelves. The
temporary success of attic manu-
facturers has ended. The public is
demanding honest merchandise,
manufactured by responsible firms
who have been, still are, and will
remain in business long after the
“cat and dog” lines are forgotten.

It is unfortunate that in some
cases retail shops have cropped up
that are not equipped to take care
of this type of consumer demand.
They are not equipped to fill a cus-
tomer’s needs, to sell and merchan-
dise properly. Such retailers will
not qualify for franchises on stand-
ard brands. The alternative for
these marginal dealers is to take on
“cat and dog” lines.

Sub-standard dealers will be able
to get inferior brands, nothing
more. The public will not buy . . .
and the store will perish, along
with the “cat and dog” lines.

Opportunity is abundant for
dealers who are in business to stay
—to start promoting, building, not
to wait when the market is glutted

. . when merchandise is promoted
for price only. Now is the time to
act, now with an ability to take
care of customers and service them.

Manufacturers Back You

What is your next step? The an-
swer is with the manufacturers
who are willing to back vou up
with national magazine, radio, and
newspaper advertising. More di-
rectly, they are again releasing
point-of-sale material, displays, lit-
erature and signs.

Your distributor is devoted to the
task of gettine you manufacturer
cooperation. By working closely
with him you can best take advan-
tage of the facilities at your dis-
posal. Newspaper mats, cuts, pho-
tographs. and suggested radio
scripts are available.

It is your business to set up an
advertising and promotion budget.
By a planned promotion of specific
products, you can win a place in
yonr community.

Often times upon receiving a fair
shipment of some new product, fig-
ure out what a newsvaper or mail
promotion will cost yon to promote
its sale. Consider what profit a
particular promotion will bring you,
as compared to watchful waiting
and slow turnover.

Take a lead from some of the
larger retailers around you. Note
promotions by chain radio stores,

RADIO & Television RETAILING o

Lou Silver

department stores, and other lead-
ing mass sales groups. You will no-
tice they are promoting NOW-—re-
building their popularity—winning
new customers.

Big time retail outlets don’t wait
for customers to come in—they use
every means to bring in prospective
buyers. New product fanfares . . .

sales . . . what have you . . . they
always have a story to tell.
Newspaper advertising, for ex-

ample, is one of the quickest means
used for getting new customers. Yet
some retailers frown on newspa-
pers—without trying them, consist-
ently. “Too expensive” is a fre-
quent alibi—yet ‘“how expensive”
renmains a mystery.

Newspapers represent only one
means of reaching customers.
There are many other mediums
available. The trade papers are
filled with suggestions for promo-
tion, merchandising, and customer
service. It is but for you to read,
to acquaint yourself with the ex-
periences of others—and to act.

Rich Market Qutlook

Much of the foregoing may seem
like paternalistic patter. Well, if it
does—do this: Sit back and reflect
on the number of new outlets that
have sprung up—plus Johnny-
Come-Latelys who have never han-
dled radio before. And to this add
the normally aggressive competi-
tion of large chains, department
stores. Things pile up—don't they?

Answer the '46 Question yourself
then. Don't be forced into an
unfavorable competitive position.
Strike now—take a stab at the
richest consumer market of all
time—and hit hard. It will be well
worth your while. The day you
have long awaited is here.

June, 1946
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Federal’s New mmanre Selenium Rectifier

Assures...

REDUCED COSTS
SPACE SAVINGS
INSTANT STARTING
LESS HEATING

Reduced costs, because this rectifier unit not only costs
less than the parts it replaces, but permits valuable sav-
ings in assembly time and expense. Only two soldered
connections for complete installation—minimum mounting
hardware required.

g

11, x 114 x 11/16”, can be used in place of a rectifier tube, -
tube socket, and associated components. Leaves more f =
room in chassis and permits reduction in receiver size.

Space savings, because this single compact unit, only S.

Instant starting, because power supply operates instan- % _
taneously with selenium rectifier. Eliminates the usual ) J %
warm-up time required with a vacuum-tube rectifier.

Less heating, because heat-producing filament of rectifier ~
tube is eliminated. Gives substantially longer battery life. l ’

This compact 5-plate unit embodies all the refine- *
ments of design and sturdy mechanical construction j
which have made Federal selenium rectifiers the s0n 4c
standard of quality throughout the industry. Of all g

metal construction throughout, with no fragile parts—

it will last many times longer than the average tube. .

Ty

Now in full-scale production . . . orders can be
filled almost immediately. Write for details. )

Ratings: Federal S-plate Rectifier-type 403D-2625
Peak inverse voltage 380 volts Circuit diagram of power supply for AC—DC—Bottery

Current carrying capacity. .. .... ..100ma DC portable rodio receiver, using a 5-plote Federal rectifier
unit in ploce of the conventiondl tube circuit.

Fede‘ra/ Yé/ep/mﬂe and Kadlio ( orporalion
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RCA Package Sound Line

Beﬂer Busmes '”

A k@mm PP e

-4 A quality line of PM Speakers RCA Accordion Cone Speaker RCA Sloping Front Housings.

£ 01 with the new Alnico-V magnet for Mechanism MI-6234. The latest de- Finished in walnut, for 8" and 12" §° l
b compactness and increased sensi- sign. Better bass repraduction — speakers, ideal for aotels, offices, il
o tivity. 6!2", 8", and 12%4" sizes. smoother over-all response. 7" dia. restaurants, stores, eti:, ¥

N -~

RCA 3'2 Ft. Re-entrant Baffle RCA Wide Angle Baffles. Excellent RCA Narrow Beam Paging Baf-
—MI-6302. For speech reproduc- baffles for sound truck »r general out- fles—MI-6311. For high level out-
tion over large areas with excel- door use. For use witt any 8" or 12" dcor and indocr paging and speech
lent directional characteristics. cone speakers. reproduction over large areas.

P

VO P lin e

ey
L

RCA 16" Turntable in Carrying
Case—MI-12847. Dynami:ally
balanced—turntable for standarc or
transcription records at 78 RPM,
3313 RPM, or variable speed. ‘‘Feath-
er-touch” tone arm. For use with
any RCA amplifier with high inged-
ance input. In handsome black
leatherette.

RCA 15-Watt Portable "
Public Address System. »
For audiences up to 2000. |
Lightweight—includes 15- :
Wartt Amplifier, Junior Veloc- &0 F
ity Microphoie and Stand,
two 8" speak=rs, 85 feet of
cable.

RCA 25-Watt Portable
Public Address System.
RCA 25-Wartt Amplifer, Junior Ve-
locity Microphone aid Stand, two |
12 4" speakers, and 85 feet of cable.

RCA Automatic Record Changer, in
Carrying Case—MI-12848.VWill play
and change ten twelve-inch or twelve
ten-inch records at one loading. Carry-
ing case finished in beautiful gray fab-
rikoid. For operation with any RCA
amplifier of high impedance input.

Get the story on the new RCA Package  Equipment Section, 68-F, Engineering
Sound Line foday—see your RCA Dis-  Products Department, Radio Corpora-
tributor, or write direct to Sound 1ion of America, Camden, N. J.

SOUND EQUIPMENT

RADIO CORPORATION of AMERICA

ENGINEERING PRODUCTS DEPARTMENT, CAMDEN. N.J.

RADIO & Television RETAILING @ June, 1946
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Recordings Used in
Novel Promotion Stunt

In Washington, D. C., some weeks ago,
some 500 top business executives received
through the mail at their homes and
offices, an innocent looking package bear-
ing the legend, “A record that speaks for
itself!”

Inside, they found a 6%4-inch recording
with nothing to identify the sender or to
give an inkling of its message save a
'phone number, and the initials I. T. C.
Their curiosity piqued, many of them
played the record on the nearest avail-
able phonograph.

What they heard was the voice of
Russ Hodges, nationally known sports-
caster, announcing what was probably the
first spoken commercial ever written by
an advertising agency about itself. I. T.
Cohen, an executive at the agency, was
out of the Army and chose this means of
saying that he was back to work.

The incident was reported by Audio
Devices, Inc., makers of Audiodisc re-
cording blanks.

Demand for Thorens
Record Changer

In a statement on the sales of the new
CD 40 Thorens record changer, Jacques
Schwalbe, president of Rexon, Inc., 293
Fifth Ave., New York City, reported that
the product is being widely welcomed by
dealers of the U. S. The new changer is
manufactured in Switzerland by the Thor-

priced” laboratory models.

FREQUENCY COVERAGE-—-Continuous and overlapping 75 KC to
§0 MC. Six bands. All fundamentals. TURRETTYPE COIL ASSEM.
BLY-—Six-position turret type coil switching with complete shielding.
Coil assembly rotates inside a copper-plated steel shield. ATTENU-
ATION—Individually shielded and adjustaple, by fine and coarse
controls, to zero for all practical purposes. STABILITY—Greatly in-
creased by use of air trimmer capacitors, electron coupled oscillator
circuit and permeability adjusted coils. INTERNAL MODULATION—
Approximately 30% at 400 cycles. POWER SUPPLY~115 volts, 50-60
cycles A.C. Voltage regulated for increased oscillator stability.

CASE—Heavy metal with tan and brown hammered enamel finish.

There are many other features in this beautiful model of equal
interest to the man who takes pride in his work.

E ® o o

N

For the Men Who Takes Pride in His Work

MODEL 2432 SIGNAL GENERATOR

Another member of the Triplett Square Line of matched units, this
signal generator embodies features normally found only in “custom

Jacques Schwalbe

ens Co. and is distributed here by Rexon.

[t is pointed out that music lovers, as
well as students of language or music,
often wish to replay all or part of a rec-
ord; the CD 40 will repeat any disc or
play back any part of a record without
removing other records. Also, a disc can
be delayed or rejected before it playvs, and
can be rejected during play. It will kan-
dle 8 records of intermixed 10” and 12”
and stops automatically.

The CD jo is pictured in the “New
Lines"” section of this magazine.

Bumby Re-clected

H. A. Bumby was re-elected president
of Barlow & Seelig Mfg. Co., Ripon, Wis.,

at the annual meeting of the board of
directors. Mr. Bumby was also re-
elected president of the American Ironing
Machine Co., Algonquin, IlL., at its di-
rectors’ meeting.

W.Va. Dealers Protest
OPA Tube Price Policy

The Monongahela Radio Association,
Inc, a West Virginia organization of
radio service retailers, has sent a vigor-
ous letter of protest to the appropriate
U.S. senator, denouncing the OPA policy
of requiring the 20% increase in tube
prices to be absorbed by the dealer.

The letter savs that this OPA policy
will cause an unfortunate decrease in the
dealers’ income because “OPA price pol-
icy slowness has kept radio service ma-
terial from the market . . . overhead has
continually increased . . . his major com-
modities time and labor are frozen.”

The protest pointed out that “already
much needed and hard to get radio tubes
have been stored in distributors’ ware-
houses to be held until the price situation
has been cleared . . . these tubes in pack-
ing cases will not operate radios! . . .
inoperative radios retard the very large
business of radio broadcasting!”

The letter was signed by Drexal Me-
Cabe, chairman of the association's legis-
lative committee. The group represents
the majority of dealers in the Morgan-
town, Fairmont and Clarksburg areas,
and also collected the signatures of 32
additional unaffiliated retailers for this
protest to Washington,

e Triplett

ELECTRICAL INSTRUMENT CO. srurrron, onro
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Save Up to 50% in Servicing Time!

4

V Schematic diagram.

From 2 to 12 clear photos of
the chassis, identifying each
component part for imme-
diate checking or replace-
ment.

Complete specifications on
each component, including
manufacturer's part num-
ber, available replacement
type or types and valuable
installation notes.

A keyed reference align-
ment procedure for the
individual set, with adjust-
ment frequencies and
recommended standard
connections.

Complete voltage analysis
of receiver.

Complete resistance analy-
sis of receiver

Complete stage gain meas-
urement data.

If you think it’s going to be easy to service
the 1,000 or more radio sets soon to come
off production lines, read no further! The
Howard W. Sams PhotoFact Service is
designed for men who know there’s a
tough time ahead—who need and want
better service information.

The Sams PhotoFact Service provides
such information in the form of reliable,
fact-filled, illustrated folders that can save
as much as 509, of your servicing time.
Every post-war radio is visualized in photo-
graphs . . . every part listed and numbered

. every servicing shortcut and installa-
tion fact fully set down! No matter how
complicated the set, or how new the com-
ponents, you have the whole story right in
front of you.

You get from 30 to 50 such PhotoFact
Folders at a time. The Folders come to

Cut This Oat and Mail It to Your Distributor! If you do rot know his name and address, send
it directly to Howard W. Sams & Co., Inc. 2924 East Washington Street, Indianapolis 6,
Indiana, and we will see that your nearest distributor gets it.

you in hendy folios at a cost of only $1.50
for each group! They cover all new sets
as they reach the market.

Think of it! An absolutely fool-proof
visual method of giving you the exact in-
formation you want, where you want it,
when you want it, for as litule as three
cents per new radio model! And every bit
of information is compiled by experts
from an examination of the actual re-
ceiver itself —not from standard service
data! Tnae Howard W. Sams PhotoFact
Service starts June 15. Reserve your Photo-
Fact service now!

oo, MHembenakiit in
HOWARD W. SAMS INSTITUTE

Answers to hard service problems! Economical shop
practices! How to get more customers! These and
many other subjects covered by 30 top notch spe-
cialists! Complete facts with PhotoFact Folio No.1.

CHECK ONE SQUARE

PLEASE PRINT

for me.

lication date, June 15, 1946)

City— S

Company Name

My Distributor’s Name__
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Yes, by all means reserve every issue of the Howard W. Sams PhotoFact Folio Service

Send complete information and reservation card.

My (check) (money order) (cash) for $1.50 is enclosed for PhotoFact Folio No. 1. (Pub-

Zone S

Radio PhotoFact Service

Address____

o
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FCC Warning on
Use of Transmitters

Now that some radio retailers have
stocked some surplus Army radio equip-
ment (such as Walkie-Talkies), the FCC
has issued a warning that the unlicensed
use of transmission facilities is illegal.
Maximum penalty is a $10.000 fine, im
prisonment, or both. It is pointed out
that serious interference could result to
aviation, narine, fire, police, and other
vital communications services.

Licenses for the operation of such
equipment will not be available until the
Citizens Rfliocommunication Scrvice is
under way, and an official set of rules is
forthcoming. ‘The CRS band is the 360-
470 mc one, and the FCC observed that

Here is something that is Big NEWS in
. . that will boost

the phonograph field

so far it had seen no surplus equipment
built to operate on that band.

Retailers planning to sell the trans-
mitting equipment are urged by FCC to
attach warning tags to the units. These
tags are available from IF'CC, at Wash-
ington 25, D, (.

Telechron Ine. New Name

The corporate name of the Warren
Telechron Co., manufacturer of electric
clocks and other timing devices, has been
changed to Telechron Inc, 1. W, Kokins,
president, has announced. ‘T'he purpose
of the change, he said, was to relate the
name Telechron more closely to the com-
pany’s products.

9%

your phonograph business. Two separate
amplifiers in every STEELMAN Phono-
rraph, skillfully blended by Electronic
Tone Control! One amplifier for bigh fre-
quencies . . . one for low frequencies. Thus
the listener can now enjoy true record re-
production . . . can hear every note in the
musical scale exactly as played by the orch-
estra. Be the first dealer in your neighbor-
hood to feature STEELMAN Phonographs
with DUAL CHANNEL INPUT.

STEELMAN quality is still highest quality.
Despite today's great demands for mer-
chandise we are not lowering STEELMAN
standards, but are continuing to make
STEELMAN Phonographs the instruments
your customers will want to own today—
and tomorrou.

These STEELMAN Phonographs feature:

* 64" ALNICO SPEAKER

* DUAL CHANNEL INPUT

* ELECTRONIC TONE CONTROL
° MINIMUM A.C., HUM

* 5 WATT OUTPUT

* 3 TUBES

* POWER TRANSFORMER

Write us today for the name of your nearest
distributor,

STEELMAN RADIO CORP.

BRONX 57, NEW YORK

742 E. TREMONT AVENUE .

MODEL 351
$51.95

MODEL 350
$47.85

inc. ex. tax

Federal Produets Manager

S. K. Wolf has been appointed manager of the
new consumer products division of Federal
Telephone & Radio Corp. He's a well known
radio figure, formerly WPB Radio & Radar dep-
uty director, and for the past 3 years, technical
advisor to Gen. George C. Kenney, Far Eastern
Air Forces chief.

Pennsylvania Firm
Takes On Plicote

Union Supply Co., 1509 Muriel St.,
Pittsburgh, Pa.,, has heen appointed dis-
tributor for the complete line of Plicote
finishes made by Plicote, Inc. Union is
a division of U. S. Steel Co., and op-
erates 102 stores,

I'he Pittsburgh jobber plans aggressive
sales campaigns on all Plicote products.
These include the non-slip “Safetv Tred”
finish, the new “I'ransparent” protective
finish, the quick-dry Plicote interior color
finish (18 colors), and a non-skid floor
finish (12 colors).

General sales office of Plicote, Inc., are
at 664 N. Michigan Ave., Chicago.

DeLuxe Appoints Reps

Del.uxe Records, Linden, N. J., has ap-
pointed Smith-Benny Sales Co., New York
City, its national sales representatives.
The sales company under the direction
of Ben Ginsherg and Iorace Bloom
will appoint distributors throughout the
country, expanding the present Del.uxe
setup from 14 to approximately 4o dis-
tributors.

Del.uxe’s present production is reported
at 350,000 discs monthly; and, according
to owners Jules and David Braun, a new
plant now being built will greatly in-
crease the total Del.uxe monthly produc-
tion.

Contaets Garod Dealers

Milt Marcus has been added to the
sales staff of Belle Electronics Corp., New
York, exclusive metropolitan area distribu-
tors for Garod radio. Mr. Marcus had
previously served with the sales promotion
department of the Garod Electronics Corp.,
and will now contact dealers and depart-
ment stores.
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HYTRON KNOW-HOW
Is MODERN....

UPPOSE you were given the job of making

certain that micas for Hytron tubes were
punched exactly to specifications. How would you
go about it? You might use a gage or a precise
rule. For a modern, faster, more accurate method,
however, you would p-obably choose the illus-
trated J & L comparator.

The light beam of the comparator would project
optically the magnified image of the mica. By
adjusting precision controls, you could then compare
visually to .0001 inch the dimensions and orien-
tations of the mica’s holes with allowable tolerances
in the factory specification book.

That is the way this Hytron inspector is doing the job.
Note the tiny mica just below the circular screen. Ob-
serve the image magnified 20 times. Many other
Hytron tube parts are checked in this manner: plates,
shields, leads, cathode sleeves, radiators, grids, cer-
amic insulators, filament springs.

The comparator is only one of numerous modern in-
spection tools employed by Hytron’s Materials In-

SPECIALISTS IN RADIO RECEIVING TUBES SINCE 1921

spection Department. For example, a Scott wire tester

records graphically elongation, yield point, and break-
ing load of heater, filament, and grid wire. An amazing
variety of precision balances, gages, and micrometers
checks parts to .01 milligram or .0001 inch. Qualitative
and quantitative chemical and metallurgical analyses
assure adherence to specifications of coatings and
alloys.

Every modern method is used to maintain exacting
control over every part that goes into every Hytron
tube you buy. If there is a newer way to do the job
better — easier — Hytron is alert to expand the know-
how which means the best in tubes for you.

MAIN OFFICE: SALEIM,
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Picture Receivers
to New Peak

Television receivers from five different
manufacturers are due this month. The
Viewtone sets ($100 up) were scheduled
for May release, and the receivers from
the U. S. Television Corp. ($250 up)
were due in June. The others, from
RCA ($150 to $200), GE ($300), and
DuMont had been scheduled for “early
summer.” All" this production of course
depends upon how many manufacturing
difficulties are encountered, as per the
problems in component supplies and
strikes.

The FCC, in its survey of television
manufacturers, had indicated that a
total of 85 producers of the recejvers
would have 114,312 sets on the market
by the end of the year. A total of 44,706
of the sets will be equipped for tele on
13 channels, and 54,606 designed for 13
video channels plus AM and FM bands,

The Commission has granted two con-
struction permits for commercial tele sta-
tions in Detroit—to the Evening News
Association and to the King Trendle
Broadcasting Co. This adds another city
to the list of television broadcasting cen-
ters, and Ft. Wayne, Ind., was also added
when it was announced by Farnsworth
Television & Radio Corp. that its station
there was to go on the air experimentally.

New Show on
GE Station WRGR

Television had one of its first tryouts
under industrial sponsorship in an ex-
perimental half-hour broadcast last month
from WRGB, the General Electric station
at Schenectady, N. Y. Allegheny Ludlum
Steel Corp. presented a light drama en-
titled “I'll. Buy That Dream,” which
tells the story of a returning G.I. and his
family furnishing their dreamn house. A
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Designs in television
studios took another
jump forward when the
DuMont station opened
its huge program center
at John Wanamaker’s
store in Ney York City.

feature of the show was its continuous
action without interruption for ‘“com-
mercials.”

Only 189, Have Ever
Seen Television

Fortune Magazine has just completed
an economic study of the general U.S.
1946-47 outlook for new lines, in the
course of which questions were asked
concerning home television. This survey
indicates that 28% of the American people
expect to own a television set in three
years. In detail here are questions asked
and replies obtained:

Q. Do you think the chances are that
you will own a television set?

Within a year or so...... 3-4%
In two or three vears.... 2.6
Longer than that ....... 36.0
Probably never ......... 25.2
Don’t know ............ 10.8

Only 18.6% of the total have ever seen
a television set in operation. In the top
economic group a plurality of 43.5% ex-
pects to own a set within three vears;
the upper middle economic group is not
far behind.

WCBW Back on the Air
With Live Studio Programs

CBS Television Station WCBW-N.Y.
has returned to the air on its new band
width (Channel 2; s3-60 megacycles),
with a s-day basic schedule. The station
had signed off to adjust its frequency in
accordance with the FCC reallocation
ruling,

“Live” studio programs will be broadcast
over WCBW on Saturdays, Sundays, and
Thursdays, beginning at 8.15 each eve-
ning. Films and “remotes” are planned
for Wednesday and Fridays.

TELEVISION
VIEWS

Stations Inerease
Aectual Video Coverage

Television Station W6XYZ, Hollywood,
Calif., has begun using its new trans-
mitter atop Mt. Wilson, which has a
reception range of 100 miles and thus
greatly enlarges the area in which tele-
vision programs are available. Programs
originate in the Paramount Studios, some
18 airline miles from the new transmitter.

W6XYZ had previously telecast direct
from Paramount. The new transmitter,
at a record altitude of 6,000 ft., is hailed
as the means to place television on a new
entertainmnent medium for the entire
Southern California area.

Meanwhile in New York, the DuMont
WABD opened new studios at the John
Wanamaker store and inaugurated the
first permanent commercial tele network
link, between New York and Washing-
ton. This hook-up was the beginning of a
five-way network linking Cleveland, Cin-
cinnati and Pittsburgh with New York
and Washington, and thereby offering
the new program service to a potential
audience of 20,000,000.

No Need to Wait for
Color Tele, Says Royal

“Far from ready for public acceptance
at this time”, is the way John F. Royal,
NBC vice-president in charge of televi-
sion, described color television, in an ad-
dress in Cleveland.

“There are some who—crying in the
wilderness—are suggesting that television
should wait for color”, Mr. Royal said.
“I feel that to be an absurd statement.
Our country, was not made great by wait-
ing. Progress never waits. Television re-
quires on the part of its producers a broad
vision of aur time and its needs, a sensi-
tive taste, a lively imagination and a
courageous pioneering spirit.”
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THF. new postwar CLARION RADIOS are living up
to every promise. The following is a typical Clarion Dis-
tributor’s letter:

“Here's an orchid to all of you at Clarion. The C-100 met
with the most enthusiastic response that we have seen in
any radio. Dealers who got on the Clarion bandwagon
are happy and many who did not are. now clamoring to
be franchised. Obviously the thing that makes CLARION
RADIO ‘hot’ is the price, the appearance and the per-
formance.”

HERE ARE THE FEATURES OF THE
NEW CLARI-TONE CHASSIS

@ A full AC receiver with power transformer.

@ Three-gang condenser, tuned RF.stage, giving
much greater selectivity, sensitivity, and better
signal-to-noise ratio.

e High permeability core RF transformer for greater
selectivity.

The CLARION Waverly
(C-104)—The Radio with
the famous CLARI-TONE
chassis. Super sensitive.
Super powerful. Super
selective.

e High Q, highly selective, Litz insuring long life.
wire-wound I-F transformers. ¢ Iso-tron coils; safely protected

Wi

| : @ 6'%-inch high flux density elec- from deterioration caused by
' ﬁ tro-dynamic speaker forbetter air and moisture.
tcne quality. eLarge low-impedance super-
@ Seven tuned circuits, as against interceptor loop antenna, of
S in most sets, for beiter selec- high quality and efhciency,
tivity and performance. giving high selectivity with
@ Inverse feed-back, less distor- low noise level.

tion, better tone quality. @ Separate, Iron-Core, High Q,

@ Dielectric Isolators, prevent High Gain Antenna Coil.
failure caused by electrolysis,

Clation
wemess roer [ D1Q

Warwick Manufacturing Corporation
4640 West Harrison St. Chicago 44, ll.

YEARS OF PROVED PERFORMANCE

% | TAL
o

£

W

The FLEETWOGD (C-107)—A big,
impressive radio-phonograph con-
sole, popularly priced.

The SARATOGA (C-101) — A com-

pact radio-phonograph table com-

bination. Plays 12 ten inch records ’

or 10 twelve ianch records. Fully
automatic.
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® The outstanding performance

of Webster Electric Tone Arms and

Cartridges is one of the many reasons be-
hind their wide sale.

Scientifically designed and carefully tested, each item is an
example of perfected, skilled workmanship before being re-
leased to the trade. As a result these Webster Eleetric prod-
ucts have met with trade acceptance and are the source of
profitable repeat business. Dealers sell or use them with
complete confidence of true tone reproduction.

Chart RC-147 shows the correct tone arm or cartridge for
replacement use. A copy, along with full information, is
yours by writing to Webster Electric Company, Racine, Wis.

(Licensed under patents of the Brush
Deielopment Company)

WEBSTER Wﬁ ELECTRIC

RACINE LECTRic] WISCONSIN

Established 1909

Export Dept. 13 E. 40th Sireet, New York (16), N. Y. Cable Address "ARLAB" New York City

“Where Quality is o Responsibility and Fair Dealing an Obligation™
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Sylvania Eleetrie
Elects Mitehell, Poor
Don G. Mitchell, foriner executive vice-

president of Sylvania Electric Products,
' Inc, has been elected president of the

Don G. Mitchell

company. Walter E. Poor, who has been
president of Sylvania Electric since 1943,
was elevated to the chairmanship of the
board of directors.

Mr. Mitchell at the age of 41, thus
becomes one of the country's youngest
presidents of a major corporation.

Fhe new Chairman of the Board, Mr.
Poor, has been associated with Sylvania
since 1911. lle is a brother of Frank A.
Poor, founder of the company.

Armstrong FM Licenses
for Westinghouse

| A licensing agreement under which all
frequency modulation patents held by
Major Edwin II. Armstrong become
available to Westinghouse for use in FM
receivers, has been announced by Harold
B. Donley, manager of the home radio
division.

Armstrong patents will be incorporated
in the full Westinghouse FM line led by
the Syvmphonic 14, a 14-tube AM-FM-
shortwave phonograph combination just
price-approved by OPA at $299.95. Other
sets affected by the agreement are: The
Musicale, another 14-tube AM-FM-short-
wave phonograph combination selling for
$249.95; and the Century, a straight FM
l receiver priced at $59.95.

’ Magnavox Distriet
Men in Meeting

* A three day meeting of the Magnavox
district sales managers has been wound
up at the company’s plant in Ft. Wayne,
Ind.

The meeting included previews, review
classes and tickets to an evening concert
by the Ft. Wayne Philharmonic. - Mag-
navox now has 9 combinations in produc-
| tion and also makes Illustravox repro-
| ducers, capacitors, speakers and solenoids.
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PHONOGRAPHS
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When you listen to the new Howards with
Agousticolor Tone, you'll realize that here is
A selling feature with definite appeal to every
radio-phonograph prospect.

You'll realize, too, that this exclusive How-
ard electronic development, which makes it
possible to recreate the tonal balance, bril-
liance and beauty of the finest music, can be
demonstrated on your own sales floor. Es-
pecially designed with many other advanced
engineering features—the new Howards have
everything for greater listening pleasure.

The artistry of Howard cabinets—chosen
from the richest works of famous period de-
signers and modern free-styled contempo-
raries—will bring added beauty to any sur-
roundings.

You can count on Howard to continue
bringing you merchandise with extra selling
features and solid profits.

HOWARD RADIO (OMPANY

CHICAGO 13, ILLINOIS

Pioneers in FM Radio

“Reps” Chapters
Expand Aectivities

E. C. Edwards, secretary of the Buck-
eve Chapter of The Representatives of
Radio Parts Manufacturers, Inc., has an-
nounced the addition of two new mem-
bers to this group. They are John P.
Ludgate, 345 Fourth Ave., Pittsburgh 22,
Pa, and P. A. Bovd, 333 Biddle Ave,
Pittsburgh 21,

In Indiana, Reps member Charles D.
Southern, who operates as the Southern
Sales Co., announced a new address:
1135 Lincoln Tower, Ft. Wayne 2.

The Wolverine Chapter of The Reps
have elected officers for the vear. I, E.
Walton is president; J. P. Davenport is
vice-president; and R. C. Nordstrom is
secretary-treasurer. Mr. Walton and Mr.
Davenport went to the national conven-
tion in Chicago last month as delegates;
Mr. Nordstrom and William Lee acted
as alternates.

In Los Angeles, the local chapter sent
Norman B. Neely, J. T. Hill, Herb
Becker, Emmett M. Hughes and Harryv
A. Lazure to the national meeting. Five
other Los Angeles Reps acted as alter-
nates: Carl A. Stone, W. Bert Knight,
Milt D. Ealv, George S. Tivy and Frank
Barstow.

Sunbeam Plans Expansion

B. A. Graham, president, Sunbeam
Corp., Chicago, announced the purchase
by his firm of §3.7 acres of land on
which the new Sunbeam factory will be
buile. This will provide a production ca-
pacity several times the volume of the
present plant.

Looking to the future, Mr. Graham as-
serts that labor saving kitchen equipment
will be sold not only to those in the better
income brackets—but to the masses. “Re-
lieving in this outlook”, Graham says,
“Sunheam has entered 1946 . . . with
plans that we believe will build the busi-
ness of our dealers and distributors more
materially than ever in the past”.

Promoted by Solar

Sidney L. Chertok has been appointed adver-
tising manager for Solar Mfg. Corp. He was
formerly manager of Solar’s technical service
bureau, and in the new job will eise be ad
manager for the Solar Capacitor Sales Corp.,
a subsidiary,
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Ceramic Trimmers

Division of GiOBE-UNION INC.. Milwaukee Bulletin 695

A
78 e
Variable Resistors ! 2
PRODUCERS OF Bulletin 697 Tubular C.eromm Selector Switches
Capacitors Bulletin 722

Eulleting 630 and 586

Ceramic High Voltage Cepacitors
Bulletin 814
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Distributor Activities

Famous Jobber
Shows New Lines

Dealers from western Montana, northern
Idaho, and eastern Washington attended
the 1936 Zenith line presentation held at
Spokane, Wash., by the Columbia Electri-
cal & Mfg. Co., distributors.

Eric Johnston of U. S. Chamber of
Comimerce fame, and still head of the
Motion Picture Producers and Distributors
of America, Inc., is president of the Co-
lumbia firm, which has been a Zenith dis-
tributor for more than 12 vears. Maage
E. LeCounte, general manager of the com-
pany, assisted in presenting the 3oth Annj-
versary Line.

Sound Sales Meeting
in St. Louis

More than 5o store managers and coun-
termen of distributor organizations in the
St. Louis area attended a sales-manual
presentation given by Jack A. Berman,
sales manager of Shure Bros,, and Joe
Morin, jobber contact man.

The use of illustrations, graphs, car-
toons and special sales techniques was an
innovation for the audience of St. Loujs
sound men. Loren Wood, of Wood & An-
derson, was host.

Fraining Film
for Salesmen

Early parts of the 1946 Philco retail
sales training program have been started
with a pre-showing of a two-hour motion
picture featuring Philco products to over
70 retail salesmen at Philco Distributors
Inc,, Philadelphia. Retail salestnen and
distributors from the larger eastern cities
were shown the entire radio, radio-phono-
graph, freezer and refrigeration line,
analyzed by top Philco executives.

In California News

Back from the Southwest Pacific with a Presi-
dential Citation, Fred C. Feiten has been
named field representative tor J. N. Ceazan
Co., Los Angeles jobbers. The firm’s expan-
sion also includes appointment of Carl K.
Nickell as sales manager of Ceazan’s new
block-square location in San Diego.

Gross Names
Merchandising Manager

George F. Bart is the new merchandis-
ing manager of Gross Distributors, Inc.,
well-known New York metropolitan area
distributing firm. T'he announcement was
made by Benjamin Gross, president.

Mr. Bart will be general assistant to
Mr. Gross, directing merchandising, ad-
vertising, sales promotion in New York
City. Northern New Jersey and Connecti-
cut. The firm is wholesale distributor for
such lines as Stromberg-Carlson radios,
Blackstone automatic washers, Schaefer

Florida Distributor Opens Sunny New Quarters

Brand new headquarters for Florida Radio & Appliance Corp. in Tampa, Fla., is this modern build-
ing on Platt St. at Florida Ave. Marshall L. Foreman heads the operation, which will cover Central
Florida and the peninsula west coast. This firm also has locations in Jacksonville and Miami, the

latter being executive offices.
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Pak-A-Way Food Freezers, L. & 11 electric
ranges and water heaters, I’remier vacuum
cleaners and others. During the past 10
vears, Mr. Bart directed the local sales
promotional and advertising activities for
General Electric radio, vacuum cleaners,
kitchen and other appliances.

Also announced by Mr. Gross was the
appointment of Arthur B. Cole as sales
manager of the commercial division for
Schaefer food freezer cabinets. All units
of the “Clearview” display type will be
handled by Mr. Cole through the commer-
cial division, while the home and farm
units remain in the appliance department.

Federal Covers Calif.
for Aviola

Aviola Radio Corp., Phoenix, Arizona,
has announced the appointment of its
northern California distributors, Federal
Appliance Distributors, Inc., as exclusive
Aviola distributors for the entire state of
California. The big distributing concern
has purchased the former Aviola plant at
703 West Ivy, Glendale, and will maintain
its distribution and warehousing headquar-
ters for Southern California at that ad-
dress. A branch at 545 E. r1oth St., Oak-
land, will continue as the northern Calj-
fornia headquarters for the distributing
concern. J. M. Stewart is vice-president
and general manager of Federal.

W. Keene Jackson, Aviola general sales
manager, stated that Federal will be the
exclusive California distributors for the
entire line—radio receivers, record chang-
ers, phonographs and phono-combinations.

Fischer Named GE
Electronic Jobber

Fischer Distributing Co., 222 Fulton St.,
New York 7, N. Y., is_now the distributor
in the Greater New York area for General
Electric’s line of electronic equipment, ac-
cording to word from Milton Fischer. The
firm will now handle GE receiving tubes,
a complete line of radio and electronic test
equipment, PA' systemns, speakers, trans-
formers, etc. Mr. Fischer says that his
company is now looking for larger quar-
ters “to handle our greatly expanded post-
war business.”

Yonits Co. Expansion

J. W. Yonts, Jr., president, Yonts Radio
& Appliance Co., Inc., announced that his
firm has taken larger quarters at 535 E.
Third St, Dayton 2, Ohio. Mr. Yonts ex-
plained that constantly increasing business,
coupled with the promising outlook for
the appliance industry induced the firm
to expand its facilities to permit better
service to the trade. The Yonts Co. dis-
tributes L& I1 electric rangers and water
heaters, Philco products, Easy washers and
ironers, FEureka vacuum cleaners, and
Proctor appliances.
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A background of 30 years’ experience

building portable phonographs exclusively

puts PHONOLA

'way out front today!

Building only poriable phonographs has
enabled us to concentrate on building bester

portable phonographs . . . and today’s Phonolas
reflect, from every angle, our years

‘of specialized experience in the field. Phonola’s
fame is now world-wide . . . so is Phonola’s
distribution. For your distributor

contact our nearest Sales Ofhce.

ACOUSTIC AND ELECTRONIC
PHONOGRAPHS

Eastern and Export Sales Office
17 €. 42nd St. * New York 17, VA, 6-2079

Midwestern and Western Sales Office
224 S. Michigan Ave. * Chicago 4, HAR. 1880

Factory and Engineering Laboratory

Rochester, Minn.

A WATERS CONLEY

COMPANY

ROCHESTER, MINNESOTA
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Special Labs for
Audiodises

New research laboratories devoted ex-
clusively to sound recording and research
and designed so that product develop-
ments may be placed immediately in pilot
production, then within a matter of a few
hours subjected to rigorous performance
tests, have been opened by Audio Devices,
Inc. The firm manufactures Audiodiscs—
instantaneous recording blanks used for
radio program transcriptions and master
recordings from which phonograph rec-
ords are made.

The new laboratories, located at Stam-
ford, Conn., are in charge of Ernest W.
Franck, research director. According to
President William C. Speed, the labs are
equipped with every known modern piece
of electrical, electronic and other scien-
tific apparatus as well as numerous spe-
cially designed instruments for the study
of recordings. T'he equipment permits
measurements of tone distortion, record
surface noise, wearing qualities and other
features “with a precision never hefore
attempted”,

ECA Moves to
New Plant

All sales and manufacturing operations
of the Electronic Corp. of America have
been moved to the new ECA plant at 170
s3rd St., Brooklyn, N. Y. The new quar-
ters are described by ECA sales manager
Jack Geartner as “the last word in an
electronic manufacturing set-up.”

All Models Have FM
in New Freed Line

I'he new line of eight Freed-Eisemann
radio-phonographs, all of them with FM,
were introduced to dealers by the Freed
Radio Corp., 200 Hudson St., New York

The New World Sheraton in mahogany, Model
30 of the new Freed-Eisemann line of AM-FM
combos,

13, N. Y, just as this issue of Rabio &
Television RETAILING went to press. All
of these quality-type combinations are
consoles, housed in period and contem-
porary cabinets, and were presented by
Arthur Freed, vice-president and general
manager of the company, as “the first line
in which every nodel features an FM
band covering the new FCC-approved

range ot from 88 to 108 me.” Deliveries
were expected during the first week in
June.

Fhe line consists of Models 30, 32, 34,
35 37, 39, 46, and 48, which are, respec-
tivelv, the New World Sheraton, New
World Hlepplewhite, Chippendale, Chair-
side, Hepplewhite, Modern, Sheraton and
Regency. The Chairside, Sheraton and
Regency are 20-tube units; the others have
21 tubes. All have two short wave bands
and all have autommatic record changers;
the 21-tube units have Garrard changers.

Chambers Appointed
by Insulice Caorp.

Insuline Corporation of America, maker
of radio-electronic components, has an-
nounced the appointinent of Alfred S.
Chambers to the post of advertising man-
ager, following his release from the
Army, where he served for almoest four
vears, thirtv-two months of which were
overseas in the North African and Eurn-
pean thearres.

Mr. Chambers was previously connect-
ed with RCA, and prior to that, he was
assistant advertising and sales promotien
manager of Schick Electric Shaver.

Eureka Names Connolly

James . Connolly has been named
as New England regional manager of the
Eureka Williams Corp., in charge of the
company’s new sales office in Boston, it
was annaunced by George Wilkens, sales
manager of Fureka's eastern division.

for continuous, worthwhile profits, selling “the big three"” in
the mike field . .. for fun and education. These mikes may be
attached to any radio for making funny announcements, for
practicing voice and dramatics, etc. Dealers: ask your nearest
jobber. JOBBERS: WIRE OR WRITE FOR SELLING DATA.

/

"TRELA"

Wired automatic
record changer is
setting new sales
records everywhere!

MIKE JR.

A little beauty complete with
on-off push button switch and
cord. Size 41, x 31, overall, wt
approx. !, Ib., packed in standard

HANDI-MIKE

Neat, sturdy handle for porta-
bility. Has push button switch
and cord. Size 8" x 32" overall,

MIKE SR.

carton of 50, $y00 wt. approx. !: lb. Standard
Retails at , Deluxe type, all- metal spring sus- carton, 50. slso
\ / pension for quality transmission Retails at . . .. .. .
~ O\ 1\ On-off switch and cord Size 7'? 4
Oy~ 51" overall, wt. approx. 3, Ib.,
o acked 25 to carton [+
o, e \ A / Relails at A 320 \ / o\
B .{:L \ /f/ | / ‘ / \_\D,
Sturdily constructed, hand- \ Iah) PR (N —
some in appearance Plays B — . -

twelve10”,orten12'records.
Retail Price

(tax included) . .32895

SONATA ELECTRONICS CORP. 5245 MICHIGAN AVE.

FORMERLY SONATA PRODUCTS CORP, CHicAGO 5, ILLINOIS
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Yes, it’s EASY SELLING with ELECTRO-
TONE — the S-M-0-O-T-H line of TRUE-
TONE, TWO-TONE superb Phonographs!

Quality Electro-Tone construction through-
out means magnificent concert TRUE-
TONE—easy on the ears! Masterfully de-
signed cabinets come ALIVE in knockout
TWO-TONE* color contrasts—easy on the
eves!

Model 444

$69.95 wLisT (zone 1 |

$73.30 LIST (Zone 2)
OPA Order L-334

®2 Post Secburg Automatic
® Record Changer
.Mafchcd PM Spcaker
Plays Ten 12~ Records or
.Twelve 10” Records
4 Tube Amplitier Using
’Finesf Approved Circuit
Each Unit Individually
Packed In Well-Cushioned

Yes, ELECTRO-TONE s
mighty EASY TO SELL!

Feature the complete ELEC-
TRO-TONE line—from Man-
ual and Automatic Changer
Portables to Table Model Com-
binations! The line that’s
“hringing in the bacon” for
wile-awake, alert dealers from
coast to coast! And you can
almways rely on PROMPT DE-
LIVERIES from ELECTRO-
TONE!

.Expon Carton
110 Volt AC 60 Cycles

Model 212

$47.69 usT (Zone 1

$49.95 LIST (Zone 2)
OPA Order L-5

:4 Tube Amplified Player

.2.0 Watt Output
Extra Long Cord
Balanced PM Speaker
Featherweight Crystal

° Pickup
Tone Control

bt Needle Cup

o 110 Volt AC 60 Cycles
Plays 10” or 12” Records

‘Cream & Royal Blue, Navy & Grev,
Brown & Tan Simulated Alligator
ar Oatrich, and many oiliers.

Immediate Delivery on Both Models
Write, Wire or Phone

National Distributors

MONARCH SALES CO.
13 East 16th St., New York 3, N. Y.
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The abore photograph was used 3
by WOR ot the Munal Broad-
casting Syaem in oa recent ad-

vesting campaign, The Medco

Mig. Co. 1 proud of Mutual's

chorce 1 selecting 4 MEDCO

radio as representative of the

radios in midlions of liveners

/]0”/(,\',

I |
4

ice of the discriminate.

__\_\0 Mae,

MEDCO Model 1635

Six tube superheterodyne (including rectifier).
5" Alnico speaker, built-in ontenno. Cobinet of
hordwood in blonde Swedish modern, solid
mople, honey-mople ond '"Old World"
mohogony.

) B

The MEDCO line will be com-

RCA Buys $1,000,000
Electron Tube Plant

One of the most modern electron and
television tube manufacturing plants in
the world, located at Lancaster, Pa., has
been purchased for $4,362,500 from the
Navy by the RCA Victor Division of the
Radio Corp. of America. The action was
announced by Frank M. Folsom, RCA
executive vice-president in charge of the
division, which built and operated the
plant for the Navy during the war.

Television for the public will be speed-
ed by RCA Victor's acquisition of the
plant, Mr. Folsom stated. The plant is
equipped for the manufacture of cathode-
ray picture tubes used in television re-
ceivers and television camera pick-up
tubes, he pointed out. These tubes will
be available to other television home in-
strument and broadcast equipment manu-
facturers, in addition to RCA.

DuMont Shows New
Line of Telesets

Seven new models of AM-FM-Short
Wave television receivers have been
shown publicly in New York City by
Allen B. DuMont Laboratories, Inc., 515
Madison Ave.,, New York 22, N. Y, rang-
ing in price from approximately $600 to
$2,400.  All the DuMont teleset units are
direct-view receivers, all featuring the
“Inductuner,” with screens ranging from
18” by 13" to pictures 1014” by 734",

Quality designed cabinets in mahogany,
walnut, rock maple limed oak and knotty
pine, styled by Herbert Rosengren, desig-
nate the models as the Westminster,
Hampshire, Revere, Plymouth, Sherwood,
Devonshire and Hollywood. The first
two have 18” pictures; all the others are
13" except the Ilollywood, which is

104", All are consoles and all but the

Six Tube AC-DC
SUPERHETERODYNES
Bulilt-in Loop Antennas

Nec. 1636 ~ Standard

latter set are complete combinations with
autematic record changers.

plete soon . . . watch for the
onnouncement of Television,
F.M.Phonograph-Combinations
and Consoles.

MEDCO
MHanufacturing (s.

S West 45th Street
New York 19, N. Y.

Other fea-

No. 1637-Two Bands
Solid maple, blonde
Swedish modern
honey-maple and"
"'Old World'* mahog-
any,

No. 1642 — Standard
No. 1643—-Two Bands
Plastic - black, ivory and walnut

IMMEDIATE DELIVERY!
DIRECT FROM STOCK

 9A4G TUBES

[
[ ]
[ J
[ ]
o
[
o
[
®
also types 2050, 2051, 866-A, 884 :
o
[
[
o
[
o
[

DuMont’s new Hollywood model television re-
ceiver, with 104~ picture, $600.

tures in these j3-tube units are the pro-
scenium-framed  pictures, disappearing
screens, and extra large speakers.

In its local advertising of the public
showing, DuMont listed a number of
dealers and department stores as fran
chised outlets in the merropolitan area.

and other popular types

CHATHAM ELECTRONICS

473 Washington St., Newark 2, N. J.

Telephone MArket 2-1892 Deliveries are scheduled for ‘earlyv
0000000000000 00000COGOEOSS summer.
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Luzerne RSA Advertises

An aggressive local advertising cam-
paign has been mapped out by the newl
elected othcials of the Radio Servicemen’s
Assn. of lLuzerne Countv (Pa.). 'T'he
campaign will focus attention upon the
35 active members banded together in
the interests of the progressive and re-
liable radiomen of the locality.

At a recent meeting, Havden White
was clected president; Max Friedrich,
independent servicer, became vice presi-
dent: Edward Buckman of Radio Engi-
necring Service, a past president, took the
secretarv’s chair; C. F. Bogdan ot C. F.
Bogdan Radio Service, also a past presi
dent, continues as corresponding secre-
tarv; while Ben Gerstein, of General
Radio & Electronic Co., will assume the
post of treasurer. All are of Wilkes-
Barre, Pa.

\lso named as directors were Roy
Strol, of Strol’s Repair Shop, W. Piutston,
Pa.; Edmund Nowicki, of Voss Sales Co,,
Nanticoke, Pa.; Joseph Sincavage, inde-
pendent radioman of Wilkes-Barre; and
Milan Krupa, WBAX station engineer,
of Wilkes-Barre.

Luzerne's RSA meetings are popular in
the locality, and before them have ap-
peared most of the regional wholesalers
to discuss their products, sales policies
and technical features.

Higher-Priced Radio
Sales Jump

E. J. Halter, vice-president of the Scott
Radio Laboratories, Inc., Chicago, has re-
vealed that, “in spite of lagging schedules
in most radio production, the Scott com-
pany has since February sold more sets
than ever before sold by the company in
any previous 18 months in its history
the demand has been three tirnes what we
anticipated but we have been able to meet
these demands with an exceedingly favor-
able production record”.

The Scott 23-tube AM-FM radio-phono-
graph is now available in a medium
priced set, the series retailing in Zone 1
for $937.50 and $984.35 in Zone 2.

MeAllister Looks Forward
to Volume Production

The Franklin-McAllister Corp., manu-
facturer of the MecAllister Bagless va
cuum cleaner, has been utilizing the
period of material shortages, according to
H. ]. McAllister, vice-president, to set
the stage for volume production once ma-
terials are again available. At a distribu-
tor meeting in Chicago, McAllister said,
“We are looking forward to greatly in-
creased manufacturing facilities which
will assure our distributors full quotas of
McAllister bagless vacuum cleaners.”

Ohio Jobber
Back to Radio

Lawrence Golden, back from Okinawa
after 42 months in the armed forces, has
rejoined the Golden Appliance Co,
Cleveland, Ohio, as general manager.
The Golden organization covers the
north central Ohio territory as exclusive
distributors for Garodgradio.

RADIO & Television RETAILING o June, 1946

According 10 M. A. Golden, senior Perrv Saftler, 53 Park Place, N. Y. C.
member of the company, an entirely new well known in the radio field, will
dealer service programn is under way, represent Alliance in the metropolitan New
headed by the younger Golden. York and northern New Jersev territories.

Frank Russell, 1200-01 Stock Exchange

. Bldg., Philadelphia 2, Pa, will cover
: i and Russell . R
Saftle d > eastern Pennsvlvania, Virginia, Marvland,

for Altiamnee Delaware and southern New Jersey.

R. F. Dovle, general manager and treas-
i

urer of the Alliance Mig. Co., and John Ten-Storv “llilllillg

Bentia, sales manager ot the manufactur- 5 = 2
o TeLnimIag : for Distributor
ing division, have announced the appoini

ment of 1wo new representatives who will A. Irving Wiz, head of Emerson Radio
do both sales and engineering consulting of Pennsvlvania has announced the com-
for the company. Both will handle the pany’s purchase of a 10-story building at
jobber’s line of Alliance phonomotors and 219 N. Broad St, Philadelphia. ‘The new
also the new lines of Powr-Pakt motors site will serve as a showroom, stockroom,
which are used to actuate radio and and warehouse for the firm, and extra
electronic controls. space will be rented to others,

Gmple ot

PICKUP ARM MAY BE MOVED IN CHANGE CYCLE

WEBSTER

MODEL

56

Another “extra” on the Webster W
Model 56 is a protection against Larned
thoughtless handling of the record ~

chenger. The pickup arm can be

. R .. ® Shuts itself off — aiter the last

moved while the machine is in record has played. @ Velocity trip
s ithout damage. —changes more types of standard

Ch(_:ng_e cycle Lk g records than the usual changer.
This is one more reason WhY @ Protects finest records but will
: N change many old. badly worn —

Webster chcmgers gives such long yet cherished—records. @ Feather-
lived and outstanding performance touch pickup. ® Fast change cycle.

The Choice of Music Lovers Everywhere

WEBSTER .CHICAGO

S610 Bloomingdale Avenue, CHICAGO 39, ILLINOIS

32 years of Continuous Successful Manufacturing
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Premier Sales Manager

The appointinent of Paul \W. Conrad
as sales manager of the Premier Vacuum
Cleaner Div. of the General Electric Co.,
was announced by . B. Buckley, manager
ot the division. Mr. Conrad succeeds
C. A, Thompson, resigned.

New Retailer

Nat Melizer, formerly sales manager
for Heins & Bolet, New York, radio and
camera dealers, is president of the newly
tormed N. H. Nelson Inc, dealing in
radios, appliances, and photographic
equipment at 113 Pearl St, New York
Citv.  With him are Jach Klein and
N. lackson.

DUOTONE OFFERS A NEW

&, gatinal PROFIT MAKER!

Hart Co. to Make Home
Filmm Recorders

rederick Hart & Co, Inc, of New
York, manufacturers of film recorders,
are developing maodels of home recorders
and playback units; alse audio-visual aids
for education. ‘T'hev contemplate having
thein available through distributors on
an exclusive territorial basis.

In the home, fitm recorders will make
possible the recording from a radio of
an entire opera, free of commercials, at
a cost of ¥1.50 on one so-toot roll which
records an hour and thirtv-five minutes.
No processing of film is necessarv as the
sound is cmbossed in parallel tracks the
length of the filn which has been spliced
to form one continuous loop.

]

F

BRILLIANT ACHIEVEMENT OF

THE MASTER JEWELER'S ART!

Vs
The Duotone Ruby tops everything else in the same price Nl
range—a blood-red, jewel-tipped needle that heips you o = 3
fo a generous slice of the permanent needle market and
ot a handsome profit, too!

The Duotone Ruby is new, different, a worthy addition
to our line of quality record accessories. Compare the
Duotone Ruby foature by features. Check its lifelike ro-
production, the almost complete absence of surface
noise, its long life and kindness to cherished records.
And the Duotone Ruby is guaranteed for 5,000 plays!

Attractively packaged for point-of-sale appeal, the
Duotone Ruby will sell fost and make the cash register

sing a mighty pleasant tune.

Regular Duotone discounts apply to the Duotone Ruby.
An omple profit with every sale. Quantities are limited.

Write now for details and prices.

THE FAMOUS FIVE DDLLAR
OUOTONE FAMILY OF QUALITY TESTED PHONOGRAPH NEEDLES

DPUOTONE COMPANY
799 Broadway, New York 3, N. Y.

“STAR” SAPPHIRE LEADS THE

108

RADIO & Television RETAILING e

Dr. Oscar Lange, Polish ambassador to U. §.
and UN delegate, sees film recording made
of his address to the Council. Remarks of
all Council members, in all languages, are
made on Hart recorders.

According ro othcials of the company,
the quality of these recordings is of ex-
tremely good fidelity so that it is antici-
pated thar music and hooks will be ob-
tainable on these film rolls in the not-too-
distant future.

Kellogg Buys
Seleet-0-Phone

KeHogg Switchboard & Supply Co., Chi-
cago, has announced the purchase of the
Sclect-O-Phone Co. of Providence, R. I,
manufacturers of private, commercial and
industrial  automatic telephone svstems.
Select-O-Phone is one of the pioneer dial
type intercommunicating svstems, and has
been located in Providence for the past 30
vears.

Production of Select-O-Phone has been
transterred trom Providence to Kellogg
Switehboard & Supply Co.

Repairs Flexible Cables

This Remote-0-Cable Replacer is designed for
servicing the flexible cables of auto-radio in-
stallations. It cufs, swages and replaces the
shafting. JFD Mfg., Co., 4117 Ft. Hamilton
Pkwy., Brooklyln, N. Y.
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6RT41 Radio-Phonograph

Foaturing new “‘childproof”” record
changer . . . plays up to 12 records
antomatically . . . featherlight tone-
a-m assures longer record life . . .
m.ay be maved at any time without
damage to mechanism . . . improved
multi-tube superhet circuit with
b2am power output, bass compensa-
tion, and automatic volume control,
gives outstanding performance . . .
easy-to-tune colorful plastic dial . . .
FM dynamic speaker with AlnicoNo.5
metal assures superb tone quality.

RADIO & Television RETAILING o
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Yes, they’re the biggest one-piece molded
plastic cabinets ever made in radio. And
they’re beautiful! Satin-smooth mahogany
f in color with plenty of eye-appeal. Here’s
convincing proof of Admiral leadership in
producing the merchandise America wants.

Look at the features!
Compare the prices...from

f
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6RPA8 Electric Phonograph

Featuring new “‘childproof” record changer (see
6RT41) ... 3-tube amplif er with beam power output
produces sufficient volume for use in schools, club-
rooms, etc. . . . PM dynamic speaker with new Alnico
No. 5 metal assures supe-b tone quality.
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New Chicago Store
for Concord

Next month, the Concerd Radio Corp.
(formerly ILafayette Radio Corp.) will
move into one section of the remodeled
building at the company's new location,
227 W. Madison St., Chicago.

The new and modern store will carry
the complete Concord line of radio sets,
phono-radio combinations, amplifiers, and
record players as well as complete stocks
of radio and electronic parts, and ham
equipment. A feature of the new store
will be an up-to-the-minute record de-
partment. The company’s plans also in-
clude a complete department for cameras
and photographic supplies, and another
featuring electrical appliances and ac-
cessories.

Concord’s Chicago headquarters will be
retained in the present quarters at gor
W. Jackson Blvd., Chicago. The firm

Built to MASCO'S

High standards of Per. also maintains a store and warehouse at
? 265 Peachtree St., Atlanta, Ga.
FEATURES formance and Appearance
® Plays 10 twelve-inch rec- Ga“'ll‘l"K“““P 0]’0“5
ords or 12 ten-inch records. We're proud to present this handsome, as Factory Reps
® 2-Post Record Changer... sturdy, luggage-type model. Compact
unfailing action...freedom ; . . Iarry Gawler and Walt Knoop have
from record spoilage. and acoustically built, it is destined for formed the firm of Gawler-Knoop, Inc,,
® 2-tone luggage-type carry- big sales on its eye appeal and splendid 1060 Broad St., Newark, N. J. The com-
ing case. 1 1 i
) erformance: pany offers a sales engineering service
® low needle pressure pick P . . throughout the Middle Atlantic States.
up. - Note the many outstanding listed fea- Iarry Gawler has been in radio since
:g;‘:’bve ?";p'"'"'o tures. 1904, with National Electric Signaling,
. f’" Qwer utput. In line with MASCO policy thi it will RCA, General Radio, Wireless Specialty
e Five-inch Alnico 5 P. M. policy this unit wi

Apparatus, DeForest Radio, Clarostat and

. ssfe:::"e- tone and volume be priced competitively. DuMont. Walt Knoop was formerly with
co:"c's the Whitestone Mountain Observatory,
’ p | Central Hudson Gas & Electric, Detroj
e 115-Volt 60-cycle operation. EARLY DELIVERY Edison, and tnore ’:escently if':slc,m;:;rg(::
- - ! ¢
Price Pending OPA Approval of technical sales at the Allen B. DuMont
Write Dept.D Labs.

The firm is handling laboratory and
production test equipment, transmitting

MARK SIMPSON MANUF“CTURING co' Inc. tubes, cathode-ray tubes, and specialty

32-28 49th Street, Long Island City 3, N.Y.

resistors.

Heads Pyramid Sales

~

RAvenswood 8-5810-1-2-3-4

a
. petter radios

+ beacon 1
ett

Sylvan A. Wolin, an executive with Solar for
many years, is now sales and advertising man-
ager of Pyramid Electric Co., 415 Tonnele Ave.,
Jersey City, N. J. Pyramid makes electrolytic

capacitors and noise suppressors.

you

T
®
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-
Q
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MODEL RBU-207 ...
s.-tube AC-DC table
model. Walnut cabinet,
smart inlaid striping.
Slide-rule dial attop, tilted
for greater visibility.
Automatic volume con-
trol. Beauty—plus!

MODEL RDU-209 ...
This deluxe 6-tube AC-
DC table model sounds
like a console! And it's a
beauty—in walnut or
blond pruma vera.

t

i
|
>

N

The question is asked by Sonora
Dealer Ed Spilker, Reno Radio,
Detrost, Michigan.

Answered by
Joe Gerl, President of Sovora

The recent order issued by the CPA
(Civilian Production Administration)
limiting building construction and re-
modecling will prevent the establishment
of new FM radio stations. This factor,
coupled with the limited FM broadcast-
ing facilities now availabic, will prob-
ably restrict the market possibilitics of
EM scts unul well into 1947,

wetth Sonors o ploces !

SONORA

W 4AS MORE THAN FAMOUS

Clearasa Cel

R ;
5

MODEL RBU-176...
s tube AC-DC Plastic
superhet table model.
Gleaming ivory plastic
abinct, the last syllable
in modern design !

It takes only a glance to appreciate the striking
beauty of Sonora’s distinctive bent wood cab-
inets. Produced now in greater numbers through
war-improved processing techniques, Sonora’s
smartly-styled bent wood cabinets combine
the richness, the superior tone of wood with
the graceful, flowing lines of plastic—mark
Sonora bent wood cabinets rops for eye appeal.
Yes, Sonora radios are styled to sell!

But it takes more than eye-catching beauty to
make the sale. It's tone—superior tone—your
cuszomers are looking for. And only Sonora
has the outstanding tone that's "Clear as a Bell.”
Sonora—radio’s eye-filling earful—not only
builds sales ard prestige for you, but store
wraffic, too. Powerful advertising challenges
your customers to compare . . . to hear Sonora’s
""Clear as a Bell"" tone before they buy. When
they see and hear Sonora—they all want Sonora.

onor

ClearasaBell 7

|

HOME ENTERTAINMENT AT ITS BEST

SONORA RADIO & TELEVISION CORP.
325 North Hoyne Avenue, Chicago 12, Illinots

RaDIOS « FM COMBINATIONS - TELEVISION SETS + RECORDS + PHONOGRAPHS RECORDERS
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BUILD
YOUR LINE
AROUND .

For quick starting, uniform

speed and quietness, equip
your new phonographs and
record-changers with Smooth
Power motors. From the wide
and modern GI line, accu-
rately and carefully built, you

can select exactly the right
motors for your needs.

Then you'll be sure of
giving your customers that
smooth, all 'round perform-
ance that builds good will . ..
and sales. For motors you can
always depend upon, stand-

ardize on Smooth Power.

we GENERAL

INDUSTRIES co.
DEPT. MV U

ELYRIA, OHIO

112

Servicing and Parts Data
Presented with Pictures

“Photofact” folder is the name of a
new service aid which will be distrib-
uted nationally starting June 15 by the
Howard W. Sams Radio Encyclopedia
Service. The purpose of the folders, it
is claimed, will be to give more complete
servicing information than has heretofore
been generally available to radiomen.

“Photofact” folders for each receiver
are 4 to 12 page letter size booklets.
They will be distributed in groups of 30
to 5o folders, selling at $1.50 per group,
to cover the 30 to 50 newest sets. Accord-
ing to Sams, each folder will be in the
hands of the servicer within 9o days after
the commencement of sales of any set.
Those sets placed on the market since
January 1, 1946, will be covered in the
first groups distributed.

As illustrated, the folders for each re-
ceiver will contain 2 to 12 photographs
of the chassis taken from various angles,
so that every component is clearly rec-
ognizable and identified in the accom-
panying parts list. The list of parts will
give specifications for each component,
the manufacturer’s part number, and
numbers by which a correct replacement
can be ordered from other manufacturers.

Diagrams with Values

Voltage-to-ground and resistance-to-
ground values will be listed at each
sockets pin on a tube-layout diagram. All
measurements included in the folders will
be made by the Sams organization on a
normally-functioning set taken directly
off the production line. Alignment pro-
cedure, stage gain measurements and a
complete schematic diagram will complete
the folders.

In addition, subscribers become mem-
bers of the Howard W. Sams Institute,
consisting of a board of some 30 experts
who are available for consultation on
servicing problems, shop operation, ac-

counting and general business adminis-
tration.

The folders will be produced by How-
ard W. Sams & Co., 2924 E. Washington
St., Indianapolis, Ind., and sold by radio
parts distributors.

Hamilton Plans for
2000 Sets Daily

Five of the twenty designed models of
the Hamilton Radio Corp., 510 Ave. of
the Americas, New York City, are being
shipped in steadily increasing numbers,
according to Adolphe A. Juviler, presi-
dent.

“By midsummer, when we hope, pro-
vided the prevailing tube bottleneck ends,
to attain out capacity rate of 2,000 sets
daily,” Mr. Juviler declared, “we pro-
pose to have at least 12 Olympic table
models in production for our 75 distribu-
tors, serving approximately 9,000 retail
dealers, and to our numerous export out-
lets.”

Crowds Attend Showing
of New Radios

More than 15,000 people crowded the
opening half day of the 1936 Zenith pub-
lic showing of its new sets at the Com-
monwealth Edison building in Chicago.
It was estimated that over 250,000 saw
the display within the first week.

Zenith officials report that the chief
interest of the visitors was the radio-
phonegraph combinations; the interest in
the new portable sets ranks next.

Resigns Position

Richard H. Wann, Director of Pur-
chases of the International Detrola Corp.,
Detroit, has resigned. He is now lined
up with a new corporation for the manu-
facture of specialized products in the field
of heat-transfer and thermo-electric de-
vices.

Using a number system on clear pictures, Photofact folders give position and value of parts,
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For seventeen years Premier has been a leader in the

eng rering and production of electronic equipment requiring

utmast precision and painstaking craftsmanship. This same leader-
ship .\ 4 this same 2ngineering. .. this same craftsmanship have
gone ffito the new Premier radio.

=
\ And Premier promises continuous improvements. Even
now, Premier is preparing to put out the first of a series of

crystal comtrolled radios. You can count on getting ahead—and

keeping ahead—with Premier!

[cnséi( THESE FEATURES:
- - e e — - — - — — v
v
1 ... Genuine I){oli‘d hardwood cabinet—Ilustrous walnut finish

2... Three~dim‘_'sioml inclined dial, with edge lighting.
3 . . . Five-tube ac-dc superheterodyne circuit.

4 . .. Ingenuity iﬁ.
sensitivity an [

ircuit layout provides sharper tuning with outstanding
‘(stledivily.

8...Ample venrv'i, wer—gives finer fone at high volume levels.

y extra power ... Alnico #5 p.m. dyramic speaker ...,
et.

8 . . . Tone enhanc
heavy, rigid ca

7 + « o Lasting custom tisfaction assured by rugged, quality cnstruction,

A top-quality radio to appeal to g
the discrimirating buyer in the
mass marke-. Here's why:

Beauty:

Superb styling—neither dull nor gaudy, but
in good taste fo- the discrimirating cus-
tomer. Fits into any home.

Performance:

Ingenuity of design, adherence to high
standards and skill in craftsmanship give
the Premier radic greater selectivity, wider
range, better tone.

eNe
Dependability:
®
Lasting customer satisfaction is assured by
rugged construction. .. quality compo-
nents...careful workmanship...thorough
inspection.

The Premier line will help you build for
a lasting, profimble future. Premier sup-
plies arresting window displays and coun-
ter cards—in compelling color—to help you
display the Premier radio to best advan-
tage. Dealers and distributors are now be-
ing selected. W-ite on your letterhead for
details.

First in the Premier line Is the Model 15—
beaut fully s-yled to appeal to the discrimin-
ating buyer of quality radics—the buyer with
Future buying power as well as Present! Filled
with features — packed with plus values.
Watch for later models!

67 PARK ROW (PULITZER BLDG.) « NEW YORK 7, N. Y.

PREMIER CRYSTAL LABORATORIES, INC.
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Can you just “zo out and sell”
sound installations ? Of course,
you can! Show any business
man facts and figures on in-
creased output per employee,
and you have clipped his sales
resistance at the root. But
when you have sold the idea
that music car help inerease
production, be sure you pro-
mote the Altec Lansing Loud-
speaker System. For only then
can you promise him that this
new equipment will remain
“modern” for vears to come.
The Duplex will actually ap-
preciate in value as the new
sound refinements take effect.

THE ALTEC LANSING
DUPLEX
LOUDSPEAKER

Both high
and low fre-
quency units
are combined
in one horn, reproducing &0 to
15,000 cycles, without intermod-
alation effects or distortion

ALTEC

LANSING CORPORATION

1161 NORTFE -VINE ST.
HOLLYWOOD 38, CALIF

250 W. 57th ST., NEW YORK 19, N.Y.

114

Gihson Coast Serviee
School at Basford Co.

W. D. Krauter, national service man-
ager, Gibson Refrigerator Co., announces
the extension of refrigerator service
schools to the Pacific Coast. Educational
device employed by Gibson is the unit
demonstration board, which features
transparent refrigerant coils, with a series
of valves, which can be manipulated so
that any service ill can be simulated.

Pictured are the Gibson factory and
distributor sales and service representa-
tives, during opening sessions of the
school at the Il. R. Basford Co. in San
Francisco.

First row, left to right: Loyal S. Jones,
service department, Spokane Paper & Sta-
tionery Co., Spokane, Wash.; W. H. Wat-
son, service manager, Seattle IHardware
Co., Seattle, Wash.; V. C. Vissiere, sales
force, 1. R. Basford Co.; Preston Cherry,
sales force, H. R. Basford Co.; William
G. Pocock, advertising manager, 1. R.
Basford Co.

Second row, left to right: John II.
Stone, sales force, . R. Basford Co.,
standing; seated are: J. T. Templeton,
director of sales, H. R. Basford Co.; Ray-
mond Pyle, sales force, H. R. Basford
Co.; D. H. Capelli, district merchandising
manager, Graybar Electric Co., Los .\n-
geles; Kent Weaver, Jr., sales force,
H. R. Basford Co.; L. C. Meuter, plant
superintendent, H. R. Basford Co.

Third row, left to right: E. F. Edsall,
divisional sales manager, Gibson Refrig-
erator Co., standing; seated are F. E.
Basler, divisional sales manager, Gibson
Co.; M. L. Jones, service department,
Jaclson Distributing Co., Salt Lake City,
Utah; Frank Johnesse, service manager,
Electrical Distributing, Inc., Portland,
Ore.; Robert D. Harris, parts depart-
ment manager, H. R. Basford Co.;
Thomas Tuckett, sales department, Jack-
son Distributing Co., of the Boise, Idaho,
division,

Standing at rear of picture: Ray Clark,
school director, Gibson Refrigerator Co.,
and instructor during the course.

Sales Manager
for Jobher

Samuel Goldner, head of the Goldner
Distributing Co., has appointed W. C.
(Dutch) Rodgers as sales manager for
Motorola radios and the electrical appli-
ance division of the Goldner firm in the
Philadelphia area.

Gibson’s West Coast refrigerator service school opens in the sales rooms of San Francisco jobber.

Quality Portables
Shown by GE

Initial orders for 150,000 portable ra-
dios, from dealers and distributors all
over the U.S., greeted the introduction by
General Electric Co. of its two new self-
charging quality units. At a demonstra-
tion in New York, GE engineers and
sales executives emphasized the reception
qualities of the sets, their die-cast alu-
minum construction throughout, and the
generally rugged design of the receivers.

The sets are powered by a 2-volt leak-
proof storage battery of the plug-in type
which plays the portable at a rated cost
of 1c for 20 hours of operation. The

General Electric's new Model 250 portable.

battery, in a transparent lucite case, re-
charges when the set is played on ac or
it may be recharged without playing the
radio. It may also be recharged from a
6-volt auto battery.

In the design of the quality set, it was
explained by Paul L. Chamberlain that
“it incoporates ‘rugged’ electronic and
mechanical features which GE built into
military communications equipment for
tanks.”

The De Luxe Model 260 (shown in
the “New Radios” section of this issue)
is priced at $118.50. Model 250 (shown
herewith) has the same general features
and is tagged at $86.60.

Ralph Berson to DeLuxe

Ralph Berson, formerly public relations
director for Cosmo Records has left that
organization to take charge of all pub-
licity for DeLuxe Records, Linden, N. J.
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SUPREME

TESTING INSTRUMENTS

AFTER A GREAT
WAR RECORD

SUPREME
MODEL 504-
TUBE AND SET TESTER

SUPREME regrets that war
necessitated an interruption
of service to its customers
and friends. We are genu-
inely glad to get back into
peacetime production—pro-
duction for YOU.,

MANY SUPREME INSTRUMENTS
NOW AVAILABLE
—But not enough to take
care of all orders at one
time. Demand for accurate,
dependable SUPREME equip-
ment is such that we suggest
you make arrangements for
your needed new SUPREME
models without delay.

SEE YOUR NEAREST SUPREME
JOBBER NOW!

SUPREME

-SUPREME INSTRUMENTS CORP.

GREENWOOD, MISS,

's- ‘l

Export Department:

THE AMERICAN STEEL EXPORT CO., Inc.

374 Madison Ave., New York 17, N. Y.

J
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Mapping the Merchandising Plans for Sparton

They’re looking over new promotional plans for Sparton products—at a meeting of 3 district
merchandisers and Sparks-Withington executives at Jackson, Mich. L. to r., William J, Burkhardt,
dist. man for Mass,, Conn., and R. I.; N. H. Terwilliger, advertising and sales promotion man-
ager; E. C. Bonia, sales manager; J. B. Wheeler, Jr., New England zone manager; Frank An-
derson, dist. man for Maine, N. H., and Vt.; and Clarke C. Wilmot, from Sparton’s ad agency.

Informative Labelling

In line with the work being done on
informative labelling by the National
Consumer-Retailer Council, Inc., applica-
tions of the principle have been made in
radio. ‘

“It is no easy task to translate sensitiv-
ity, undistorted output, selectivity, etc.,
into layman’s language,” declares Jack
Geartner, sales manager Electronic Cor-
poration of America. “We consulted with
retailers and found they were anxious to
cooperate. They offered suggestions not
only as to the general content of an in-
formative label for radios, but as to
specific terminology. For example, in de-
fining the term ‘undistorted power output’
we said, ‘The key to clear tone, the abil-
ity to handle sustained sounds from a
whisper to a shout without distortion.’
But this still did not enable the consumer
to compare the undistorted output of
radio sets. So we added the phrase, ‘Com-
parable AC-DC sets usually produce ap-
proximately 6/10 watts of undistorted
sound output’ And for ready comparison
there is indicated the relatively higher
undistorted output of the specific model
on which the label is fastened.

“Based on the same formula, when we
rate our higher priced models, we will
establish a different basis of comparison,
perhaps 4 watts or more may be a fair
standard.

Preserve Confidence

“But perhaps the greatest problem of
all, is how to merchandise the informative
label in such a way as not to destroy
confidence in the lower-priced sets. For
example, it is extremely difficult to pro-
duce a low-priced AC-DC table model
with a good sensitivity rating. If a proper
standard of sensitivity rating is used,
most of the low priced AC-DC sets will
rate fair to poor. Some performance
standards could not be considered at all
on the low priced sets. Somehow the con-
sumer must be educated to recognize the
relationship of quality to price.

“Again we found the retailers ready
with valuable advice. We showed them

how the items of performance rating
would differ on the low and high priced
models. We pointed out that certain items
in performance rating were not as im-
portant on the low priced models as on
the high. We found the retailers were not
narrow in their attitude. They told us
we should state the facts honestly on the
labels, leaving out the data which should
not be expected on the lowest priced sets
and encourage the consumer to make his
own comparisons from the labels on the
various sets.”

New Tubular Capacitors

A thermo-plastic production technique
is used in a new line of molded tubular
capacitors announced by Nord Mfg. Co.,
Inc,, Bridgeport, Conn. The advantages
claimed include small size and resistance
to weather effects such as humidity. The
units are made in capacities from .oor
mf to .1t mf. Information and samples
available from the manufacturer.

Directs Sylvania Sales

/

The new director of sales for Sylvania Electric
Products, Inc., is Robert H. Bishop, whose su-
pervision will cover all divisions and subsidi-
aries including Colonial Radio Corp. and Wab-
ash Corp.
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< APPEAL
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One look at the new, 1946 Sentinel Radio sets is
enough to convince anyone of their eye appeal—
sleek new beauty of design and materials to har-
monize with any surroundings! And underneath the
outward beauty of these new Sentinel creations is
inside excellence—the kind of engineering and me-
ticulous workmanship that results in rare clarity
of tone; in performance-perfection that clinches
sales! Line yourself up for increasing profits—make
the Sentinel line your line! AM or FM, Electric

or Battery, a model for every room in every home!

fa@ Sloudco Toree e Wﬁ/mg/
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Higheot Luality.

RADIO &« ELECTRONIC
TESTING EQUIPMENT

IMMEDIATE DELIVERY
FROM STOCK
GUARANTEED

R.C.P. Model 448 Packet Multitester.. .. .. $24,01
R.C.P. Model 424A volt-Ohm Milliameter. . 28.91
R.C.P. Model 461A Sensitive Multitester.... 38.71
R.C.P. Model 664 Electronic Voltmeter 45.00
R.C.P. Madel 705 Signal Generator. . . 48.51
R.C.P. Model 802N Tube & Set Tester 58.31
R.C.P. Model 488 Multitester .. .. ... .... 70.07
R.C.P. 668 V.T. Volt-Ohm-Capacity Meter... 73.01
R.C.P. Model 805 Tube & Set Tester....... 87.71
R.C.P. Model 665A V.T. Volt Ohmeggor In-
sulation Tester .. ... ceeveia.. 92,61
Manitor Crystaliner Signal Generator. ....... 57.50

McMurdo Silver Madel 905 “SPARX' Dynamic

Signal Tracer ..................
McMurdo Silver Model 904 Capacitance Re-

sistance Bridge ................ 9.90
McMurdo Silver Model 900 “Vomex” .. ... 9.85
Reiner Model 530 Squarewave Generator. . .. . 95.00
Reiner Model 450 V.T. Volt-Ohm Milliameter .135.00
Superior Model CA-11 Signal Tracer....... 18.75
Superior Madel 1553 Volt Ohm Milliameter. . 24.75
Superior Model 680 Volt Ohm Milliameter. .. 27.65
Superior PB-100 Volt-Ohm Milliameter. . .. . 28.40
Superior Model 450 Tube Tester.. .. .. ..., . 39.50
Superior Model 650 Signal Generator. ... ... 48.75
Superior 720 Multi-Range AC Ammeter. .. .. 49.50
Superior Model 400 Electronic Multi-Meter.. 52.50
Superior Model 600 Tube and Set Tester.... 62.50
SHALLCROSS Decade Resistance Boxes..... 13.50
SHALLCROSS Portable Galvanometers... .. .. 27.50
SHALLCROSS Model 630 Wheatstone Bridge. 75.00

SHALLCROSS 637 Kelvin-Wheatstane Bridne:IO0.00
SHALLCROSS 638-2 Kelvin-Wheatstone

- 120.00
VM-Model 200-B Record Changer

List Price $37.50........ ..., net 22.50
Maguire ARC-1 Record Changer

List Price $47.41 ... . .net 24.50

Lots of 6 or more -(each) 22.75

The New REINER
Model 333
MASTER TESTER
Net Price $27.50

Lifetime guaranteed me-
ter is at the optium an-
ple for easy reading and
visual accuracy.

Meter is hermetically ’
sealed—positively dustproof and moisture-proof. In.
cludes 2 Meter fuses.

6 D.C. VOLTAGE MULTIPLIERS 19 ACCURACY:
0-5-10-25-100-250-300 Volts.

6 D.C. CURRENT SHUNTS: 0-5-10-25-100-250-500
milliamps.

Basic ranges of 0-120 millivolts and 0-1 milliampere.

The New REINER Model 334
MASTER TESTER

Identical to 333 but has in addition SIX AC Voit-
ape ranges. Each AC and DC range is at a sensi-
tivity of 1000 ohms per volt. AC measurements
free fram temperature and frequency errors through-
out a range of 25 cycles to 1

megacycles. New Germanium rec- Nef Price
tifier used. Basic motor semsitivity
400 microamperes full scale. .. 532-50

WRITE FOR OUR FREE
NEW POST-WAR CATALOG

MHetnotolitan

ELECTRONIC & INSTRUMENT (0.

Dept. 6 MURRAY STREET

NEW YORK 7, N. Y., U. S. A.
Phone: BArclay 7-5556

Cable AWdress: METRONICS
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NAMM Show Will Draw
Crowds to Chicago

Exhibit space for the annual trade con
vention of the National Association of
Music Merchants, to be held at Chicago's
Palmer House, July 15 to 18, is going fast,
and officials of the organization expect
this year’s show to be the most important
in the industry’s historv. The get-together
will also mark the first meeting of the
membership since NAMM embarked upon
its broadened program.

Highlights of the event will be the
“keynote” luncheon on Monday; merchan-
dising clinics Tuesday and Thursday, a
sales training forum on Wednesday and
the industry banquet on Thursday evening.

Radios, records, record players and rec-
ord accessories will be featured along
with a complete line of musical mer-
chandise.

The officers of the association are: E. R.
McDuff, president; Carl Wittich, L. G.
La Mair, Russell B. Wells and Paul E.
Murphy, vice-president; William R.
Steinway, treasurer.

William A. Mills, executive secretary
of NAMM, has called exhibitor’s atten-
tion to the Chicago building code which
restricts the use of crepe paper, corrugated
paper and cardboard for decorative pur-
poses. All cloth material must be flame-
proofed.

Astor Sales Campaign

The Union Products Mfg. Co., New |
York City, has announced an increased
advertising campaign for the promotion
of its Astor line of electrical appliances.
Dealers have received shipments of Astor
broilers, electric stoves and heaters. Ad
ditional items are toasters and irons.

Company officials include: Maurice D.
Astor, William Heller, and Samuel R. |
Horlick, and Jay M. Rieger. Jerome J.
Siegel is sales manager.

With Webster Electrie

After almost fours years’ service in the
Army Air Forces, L. H. Mingins has re-
joined the sales organization of the Web- |
ster Electric Co.,, Racine, Wis, as its
representative in the metropolitan New
York, New York state and New Jersev.

Air-Flo Heating Unit

Now in mass production is the new Air-Flo
fan-forced electric heater, by Acme Brands,
Inc., 644 Broadway, New York 12, N. Y. I¥'s
an ac portable unit, 120 v, 1320 w, with sheet
metal casing in wrinkled finish, chrome plated
grill and handie. Rated at 30 sec. heat-up time.

Aitenm ineered

MANUFACTURING CO
PHILADELPHIA 40, U.5. A

RADIO & Televislon RETAILING o Jung, 194€



:::::

RESISTANCE RANGES RIGHT AT YOUR FINGERTIPS
EASY TO TELL AT A GLANCE!

HERE'S SOMETHING NEW—The RESIST-O-GUIDE, a prac-
tical aid in resistor range identification for every Radio

NEW...
HANDY...
QUICK...
ACCURATE...

Serviceman, Ham, Electrical Designer and Electronic
Engineer.

To use the pocket size RESIST-O-GUIDE simply turn
its three wheels to correspond with the color code on any
composition-type resistor—the standard RMA range is
automatically and accurately indicated. Readings are
direct . . . no cumbersome calculations! Or, turn the
wheels to indicate any desired standard range, and you
are immediately shown the correct color coding.

The RESIST-O-GUIDE is convenient and accurate—and
varnished for durability. To get the RESIST-O-GUIDE
contact your IRC distributor —it’s not sold elsewhere.

c o 1O iy,
1,

Roaak-O-Guide
10¢ at all IRC Distributors

(s
~

AY
NG
a,
- “
“ &
7, b \S\\
2y

INTERNATIONAL RESISTANCE €O.

401 N. BROAD ST., PHILADELPHIA 8, PA.

9

Canadian Licensee: International Resistance Co., Ltd., Toronto
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Tele-tome in Mid-West

o<
o

mpLicass . K

. . action center of business

S
Rouland AMPLICALL Intercom., Paging and PA Systems v Planning more distribution on the mid-west
are sefving businesses across the notion today with a AMPLICALL AMPLICALL area for Tele-tone Radio Corp.—Seated, left,
dependable efficiency never before thought possible. Weatherproof Poging Cantrol | Martin Zatulove, mid-western sales manager;
Their multiple uses, flexible design and low cost opera- Speokes Unit right, John S. Mills, general sales manager; with
tion make AMPLICALL on outstanding favorite with Shawn ot top is the AMPLICALL Ed. Cavanagh, Mr. Mills’ assistant.
executives everywhere. There is a system of exact L";f;:::",::ﬁ:’y’iz’:“;':Ii:‘ic:v'?;l'; | ~ .
design and capacity to answer all needs perfectly, between multiple stations | New Reps in Kent“c‘()'

I New organization entering the field as
manufacturers’ representatives in Louis-
ville, Ky., is the Bullock-Cobb Co., at 233

Electroneering is our business

RADIO . RADAR COMMUNICATIONS | E. Market St. The principals are Thomas

W. Bullock and W. R. Cobb, Jr., both of

SOUND TELEVISION whom were formerly sales executives for
Ken-Rad.

THE RAULAND CORPORATION . CHICAGO 41, ILLINOIS Bullock-Cobb will cover the states of

Kentucky, Indiana and Tennessee. 1 hey
— | will contact electrical and radio parts
distributors, broadcasting stations, elec-
tronic manufacturers, and industrials

For IMMEDIATE DELIVERY | | »ns e smfain

to Dealers & Servicemen Guth DlsPlay “lly-l,lter”
The Edwin F. Guth Co., 2615 Washing-
GROSSMAN | ton Ave, St. Louis, Mo., announces its
new Guth “hy-liters”, for use by dealers
HEADS THE LIST in providing spot or flood lighting effects
with [ for displays and show windows. The 150

PHONOGRAPH MOTORS watt spot or flood type projector lamps

used, are shielded by concentric louvres

ro| PICK-UPS which appear almost translucent when

o COMPLETE NEW LINE { RECORD CHANGERS illuminated. The “hy-liters” are made for

“Way out front” with the i SPEAKERS surface or recessed mountings.
most outstanding line of anten- / RESISTORS - i

. Besides critical engineering, f Aluminum Roll-Up Awnin
Carico Antennas are aien ok CONDENSERS P g
to loc;)l; at” because they are TUBES

designed i -

e i VARIABLE CONDENSERS

An antenna for every type of CONTROLS
installation . . . and all have this with or without
in common—rattle proof, Admir- SWITCH

alty brass, rustproof, smart g

styling  and  handsomely ANTENNA LOOPS
packaged. | OSCILLATOR & IF COILS
Multi-colored dealer sales & TUBE CARTONS (3 sizes)

display helps sell Camco an-

tennas. Write for complete plus

line and prices. i MANY OTHER

HARD-TO-GET ITEMS
Write Aluminum Awning Co., div. of Orchard Bros.,

Inc., 398 Meadow Rd., Rutherford, N. J., an-

nounce the “alumaroll’”’ awning for stores, Made

GROSSMAN RADIO of 1009% non-corrosive aluminum, available in
CAM BURN, InC. | & ELECTRIC co. :'::g:;n:fo:(_ﬂo's' they roll up neatly at top of

32-40 57th St. Woodside, N. Y.

120 Cedar St., New York City
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Today, customers may take “‘anything”. But “anything”
isn’t good enough for ECA Radios. Whether it is for an
inexpensive table model or for a deluxe radio-phonograph
console, ECA Radio selects only first quality precision com-
ponents. For ECA Radios are designed to build a firm
foundation of consumer satisfaction—and a source of steady, .
profitable business for ECA Radio dealers. 5

ECA RADIO
MODEL 108

7 tubes,**
AC-DC,
Plastic cabinet.

Every ECA Radio carries a Warranty Tag of
Accurate Performance Rating. This informative
“label” estoblishes ECA Radio in the con-
sumer’s mind as the radio that gives them the
facts they nced to know before they buy. It ecnables them to
judge for themselves the quality of ECA Radios . . . and to

compare them with other radles in the same price range.

o Sold direct to a limited number of dealers.
Retail profits maintained, dealer profits protected.
® Freight paid to your city.

o A complete range of models in every style and price.
* Handsome cabinets of fine wood or modern plastic.
® Exclusive ECA Radio DI-FUSA-TONE* in every ECA Radio

. .. transmits to every part of the room, all the

bass and treble tones and overtones that give 3 -

music rich, thrilling beauty. g
AADO

.
4 2ap10 prrusa 1™

ECA RADIO-PHOND
Chairside, MODEL 121

7 tubes.** Automatic

A few franchises still open. Write for details today. A— veinel rectifors

El‘CTRO“'G cogp. o‘ ﬂminlcﬂ 170 53rd SI;EET e BROOKLYN 32, N. Y,

RADIOS + -RADIO PHONOGRAPHS ¢ PORTABLES * FM °* TELEVISION < RECORD PLAYERS
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Yor Economic Operalion

EVERY SERVICE DEPT. REQUIRES

RIDER MANUALS

7\ //

7
qjv/(’_ 2

Rider Manuals are musts for the
efficient operation of any radio and
phonograph service department. They
enable the serviceman to quickly lo-
cate the source of trouble in any ailing
receiver.The actual“repair”time spent
on a set is frequently a matter of
but the localizing of the
trouble is often a long and time-con-
suming operation. Rider Manuals, by
furnishing authentic servicing date and
circuit diagrams, simplify the tracing of
troubles and reduce the servicing time
per set. In use throughout the world,

minutes,

Rider Manuals Save Servicing Time

=Increase Production and Profits

Volumes XIV to VII (each volume)

Volume VI o a

Abridged Mahuals | to V (I volume)
Avutomatic Record Changers and Recorders .

FOR THE PAST 16 YEARS
7/ Standard Equipment in Successful
Service Shops Throughout the World!

these reference books are the recog-
nized standard of the trade—A sign of
the successfui repair shop. The reason:
They quickly pay for themselves in the
time they save—They pay continuing
dividends.

Sold by leading radio parts jobbers
throughout the world.

ORDER
ToDAY

$15.00
11.00
17.50
9.00

JOHN F RlDER PUBLISHER INC 404 Fourth Avenue, New York 16, N.Y.

Export Division- Rocke-International Electric Carp.

13 E. 40th Street

H MANUA

New York ( ty

ke complele

IN 14 VOLUMES

Coble ARLAB

They Provide Schematics and Essential Servicing Data
on American Made Radio Receivers.

122

Moox TO -

#

selling!

X g

When you sell XCELITE tools, you sell known,
proven quality!
(above} and the other XCELITE tools have out-

paced production , . .
on your shelves in quantity .

Sales of XCELITE nut drivers

but will soon be back
. for quantity

PARK METALWARE CO., INC.
Dept. M Orchard Park, New York

7504 PREFERRED BY EXPERTS

RADIO & Television RETAILING e

West Coast Rep

R. “Rudy” Ferda has resigned as sales manager
of Webster Electric Co.’s sound division, and
has become a manufacturer's agent with tem-
porary headquarters at 7422 Melrose Ave.,
Hollywood 46, Calif. He’ll handle radio and
electronic lines.

Speaker Firm
Moves West

Cinaudagraph Speakers, Inc., has been
transferred from Chicago to Slater, Mo.,
it has been announced by R. C. Walker,
president of the parent company, Alreon
Mfg. Co.,, Kansas City, Kan. Additional
manufacturing facilities will thus be pro-
vided.

The Aireon Speaker division, with
headquarters in Kansas City and headed
by Madison Jones, will have direct super-
vision of all Cinaudagraph Speaker ac-
tivities. National and international
speaker sales will be centered there.
Working under the supervision of Mr.
Jones will be M. 1. Olson, in charge of
manufacturing.

Chicago “Furniture”
Display

"BisdELL @ WEISE‘RT
PIANO & |

Window display of the well known Chicago store,
Bissell-Weisert, plays up the “furniture styling”

of new Motorola radios. Galvin Mfg. Corp. re-
ports that many other dealers are also featuring
this sales theme.
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Annual RMA Convention
in Chicago June 11-13

The Twenty-Second Annual Convention
of the Radio Manufacturers Association
will be held June 11-13 at the Stevens
Hotel in Chicago.

The program on Tuesday and Wednes-
day, June 11 and 12, will consist of com-
mittee meetings, with a luncheon confer-
ence on industry production scheduled for
Wednesday noon, RMA president R. C.
Cosgrove presiding. On Thursday morn-
ing various RMA divisions will hold their
meetings, followed by the annual RMA
membership luncheon meeting at 12:30.
The new RMA board of directors will
then meet at 2 p.m. for reorganization.

The Radio Industries Annual Golf
Tournament will be held on the following
day, June 14, at the Calumet Country
Club.

Krich-Radisco
Names Two

Fred Rosenstein has been appointed
manager of the electronic parts division of
Krich-Radisco, Inc., 422 Elizabeth Ave,
Newark, N. J.

Krich-Radisco has also announced the
appointment of Paul W. Grover as man-
ager of its advertising and sales promo-
tion department.

Small Appliance “Hike”

A price increase of 9.3% has been
granted by OPA to manufacturers of small
electrical appliances. This will result in
a retail price rise of between four and five
per cent.

Bendix Holds Elections

Judson S. Sayre sas re-elected presi-
dent of Bendix llome Appliances, Inc,
South Bend, Ind., at the annual stock-
holders’ meeting. H. J. Dowd, New York
City, was re-elected chairman of the
board. All directors and ofhcers were
re-elected as follows;

Mr. Sayre, Mr. Dowd, E. R. Farny
and Oliver T. Cowan, New York City,
and E. \W. Ross, Detroit, directors; W. F.
Oliver, A. R. Constantine, H. L. Spencer,
vice-presidents; W. J. Reuscher, vice-
president and treasurer; Mr. Cowan, as-
sistant secretary.

Joseph D). Sharpe, chief accountant,
was elected secretary to assume duties
previously held by Mr. Reuscher.

Parts Show Sets
New Attendancee Record

Attendance at the Radio Parts & Equip-
ment Show set a new record this year,
when 7,652 radio men registered for the
event held at the Stevens lotel in Chi-
cago May 13-16. 1. W. Clough, the
Show president, announced the attend-
ance figures, with the comment that about
5,000 had been expected when the con-
ference opened.

Mr. Clough reported that many veter-
ans, interested in entering the radio busi-
ness, were among the guests. Radio men
from 1o foreign countries were also on
hand.
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RUGGED AS
oLD B/G BEN®

TURNER MODEL 99
DYNAMIC
Engineered for discriminating
users who want utmost efficiency
and dependability, the Turmer
Model 99 Dynamic is the most
rugged microphone in the entire
Turner line. lts precision-built
dynamic circuit withstands the
extremes of climate and tempera-
ture to reproduce sharp and clear
under difficult operating condi- :
tions. Large city police departments, commercial broadcast
studios, and leading manufacturers of communications equipment
deperd on Turner 99 for unfailing performance. Professional case
is finished in rich gun metal and equipped with adjustable saddle
for semi- or non-directional operation. Range 40-9,000 cycles.
Level — 52DB. Available in all standard iripedances and com-
plete with 20 ft. removable cable set.

TURNER MODEL 999 BALANCED LINE DYNAMIC

The same professional appearance and rugged construction as Model 99
with voice coil and transformer leads insulated from ground and microphone
case. Line is balanced to the ground. Especially recommended for critical
applications. Range 40-9,000 cycles. Level — 52DB. In all standard imped-
ances with removable 20 ft. balanced line, low capacity cable set.

Ask your dealer or write for full specifications
*The famous clock of London

The TURNER Company

TURNER — Pioneers in the Communications Field
903 17th Stieet N.E., Cedar Rapids, lowa

_ TURNER
A 99 and 999

Licensed Unde- U. S. Patents of the American Telephone and
Telegraph Company, and Western Electric Compeny,
Incorporated.
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BURGESS |

Rlashlight
BATTERI ES

Ready-packed
for ready
profit in

smart new
displays

NEW ONE-DOZEN DISPLAY
OF SIZE 1 BATTERIES
No. 11V
Here’s a handy carton for rapid codnter
sales! To fit baby-size cases.
Dealer cost 78¢  Retail value $1.20

NEW ONE-DOZEN
DISPLAY OF SIZE 2 BATTERIES
No. 12V

You’ll get regular turnover with this
counter salesman! Takes small space.

Dealer cost 78c  Retail value $1.20

HANDY-PACK OF PENLIGHT CELLS
No. 12Z

A little carton with big turnover for

busy counters! For penlights and

pocketlights.

EYE-CATCHING DISPLAY CARTON
SELLS FOUR-DOZEN SIZE 2 BATTERIES

No. 48V |
Colorful, sales-compelling carton gives
you steady profits. Put it to work soon!
Dealer cost $3.12 Retail value $4.80

ORDER FROM YOUR
DISTRIBUTOR

TODAY!

| BURGESS
| Blashlight
| BATTERIES

I BURGESS BATTERY COMPANY
Freeport, Illinois

s — — — — T —— — — — —— —

—————e—
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Change Frigidaire |
Regional Set-Up

P. M. Bratten, general sales manager,
the Frigidaire Division, General Motors
Corp., announced the increase of Frigid-
aire’s regional sales territories from four
to five, with headquarters in the respec-
tive areas. Formerly, all but two of the
regional headquarters were located at
the factory.

The southwest region, the new territory
established under this reorganization, will
be headed by W. G. Jennings. The tem-
porary headquarters for this region will
be at 1100 Cadiz St., Dallas, Texas. H.
T. Matten will continue as central re-
gional manager, with headquarters at the
factory in Dayton. Headquarters of the
eastern region will be located in New
York City, with R. H. Huston as man-
ager, H. M. Cline as appliance sales
manager, and W. F. Laver as commercial
sales manager.

F. M. Davison will head the southeast-
ern region with headquarters at 1175
Peachtree, N. E., in Atlanta, Ga. R. G.
Hutchison will continue as Pacific Coast
regional manager with new offices located
in the Western Merchandise Mart, San
Francisco.

Will Make
Air Conditioners

The Electric Boat Co., 40 Wall St.,
New York City, makers of the Elco pleas-
ure boats and other products, have an-
nounced that they will produce air con-
ditioning equipment. The move is part
of a big-scale diversification program |
undertaken by the firm.

Eagle Glass Fuse Plug

The Eagle Electric Mfg, Co., Inc., Long |
Island City, N. Y., has released a new
glass fuse plug, featuring the Eagle “OK”
indicating feature, which tells when the

fuse blows, or is dead short or over-
loaded.

Ingersoll Prefab Unit

Adaptability of standard household appliances
to new prefabricated home utility unit produced |
by Ingersoll Steel & Disc division of Borg-
Warner Corp., is demonstrated by installation
of Norge refrigerator in designated space in
section.

SERVICE-

MEN'S
0 nNE SPECIALS

#1—Speaker Re-
pair; contains 12 ssstd. paper rings, 8 apiders,
4 strips feit (ea. for 127 spkr.), kit of 16
shims, 12 chsmois segments for free edge

cones plus tube cement.................... 2.25
#2—8peaker Cones: 12 popular sizes, 4” to
12”, moulded snd free edge. less voice coil.. 2.00
#3—S8peaker Centering Shims; kit of 186, four
thicknesses, in durable leather case........ .29
#4—Filter Condenser Blocks; 8 asstd. high
voltage, multi-section, paper wound for gen'l
replacement or new set building.. 2.49
#5- Mics C ;50 ‘ssstd.
cspacities and voltages..............iveeuen 2.95

#6—Tubular By-Pass Condensers; 50 asstd,

.001 to .25 mfd, 200V-600V, clearly marked 2.49
#7—D1{al Scalea; 25 asstd. sirplane & slide
rule (acetate & glass included).......... 2.98
#8—Escutcheon Plates; 25 asstd. nlrpllne
slide rule & full vhlon types
#9—Replacement  Electrolytics;
standard multi-section & can types.
#10—Replacement Voltage Dividers
multi-tapped, high wattage

RADIOMEN'S HARDWARE: Approx. 1000 asstd.
screws, nuts, washers, etc. in handy metal box.. .4
Standard switch mounting nuts, hex. brass, 100 for 1.25
Grid cap tube shields with bases, 1% ”x4%4”, 18 for 1.00
Standard Dhone tips..... 100 for .98
AUTO REMOTE CABL 150 gauge. swedlcd

(less sheath); .08 per ft.; 100 ft. for....... . 8.45

ALNICO
MAGNETS

ALNICO MAGNETS: #1—Bar. 8%":" "x%" .39
Bar in shorter lengths, per inch..... A2
#2—Polished, %”xQ/lG”x%" high. .35
#3—Face %”x%”x%"” high..... .39
#4—Face 1%4”x1%”x%” high......... .. .98
#5—1Heavy duty bar. 2%":1%":5/16" ...... 1.29

TUBES: Perfect condition,. but not in sealed car-
tons. Guaranteed for 90 days, #28, 27, 41, 46, 56
& 6F6 .20; #6K7, 6V6 & 6L8 .39; #42, 77 &
6A8 49 l50 120 & BAS8.............0.0nn

ORIGINAL REPLACEMENT PARTS: Cmsley
pinfon gears for dial drive; for moda. #20-22,

26, 708, 318, TOB €tC.....ccvrvrnnennnsraiianss .59
Victor power transformer, For models R-32, 45,

52 & 75 (unshielded).. 5.95
Fada drum dial & scale, #851MP

Specify zero top or bot. of scale, 1.50
Colonfal push-pull output transformer coil for
models 31, 32, 34 & 85..... .. 000iiiiiiiiials 1.25
BAKELITE PANELS: %" xlosty bmwn 77x10” .59
7"x14%, .. ... 89; 77x18”...... ”x157..... .85
SPEAKER AccESSORIES Grulo cloth, deco-
rative gold weave; per 3q. ft.............o.... .15

14”314x%" Celotex blfﬂu Specify size of

speaker opening ......iv.eeiiiaaenans

Plastic sq. louvre grilles for 5" spuker
#42 enamelled on spools of
POWER RHEOSTATS, IR c WIRE WOUND

all with pointer knobs & hardware:

25 watt—25, 100, 200, 375, 1250 or 4000 ohms.., .89
50 “llll—4 15, 40. 75, 250 or 550 ohms......... .98
LR.C. 1% Drecision Shunts—Multipliers:

1. 1.02. 65, 90, 425, 1264, 2500, 3300, 3400, 4K.
5200, 8.8K. 9. RK 15K, 35.8K or 47K ohms. .35
20 mfd-200V tubular electrolytics, 8 for....... T 1.00

Write for better prices on above items
purchased in quantity
Prompt service on all speaker & phono plck-up repalrs
MINIMUM ORDER $2.00
20% deposit required on all orders.
Please add sufficient postage.

MAKERS OF CONES AND FIELD COILS
65.67 DEY STREET, NEW YORK 7, N.Y.
WORTH 2-0284.5

12000 SQ FT OF RADIO PAR
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New Distributors
for Stewart-Warner

Stewart-Warner Corp., through its
radio division manager Flovd Masters,
has announced new appointments and ex-
tensions of territory:

The Treasure State Gas & Electric
Co., Metals Bank Building, Butte, Mont,,
has been appointed radio distributer for
the Butte, Great Falls and Billings terri-
tory.

I'he San Francisco distributor, Edward
F. Hale Co. 925 Harrison St. is expand-
ing into Reno, Nev., where it will repre-
sent Stewart-\Warner. Ed Hale is owner
and T. N. Biglieri is sales manager of the
H1ale company.

Appliance Distributors, Inc., 51 Law-

i ton St., New Rochelle, N. Y., has been
:{| appointed distributor for Rockland and
M Westchester counties.  Harry Goldman
b will manage sales.

Ziffrin Distributing Co., Dave Ziffrin
proprietor, 121 E. Main St, Fort Wayne,
and 301 Columbia St,, South Bend, has
been appointed Stewart-Warner radio dis-
tributor for northern Indiana.

"...and put Raytheon tubes in . . 3

my sct please.” That’s the cus- Gimmicks Got to Go!
tomer specifying “Raytheon —a Those elusive components known to the
MANUFACTURING COMPANY name he knows to be synonymous. | radio servicer as “gimmicks” are on the
with quality and dependabilits. way out, according to Stackpole Carbon
Stock Raytheon tubes to keep Co.,, St. Marys, Pa. A gimmick is sim
- 3 your customers happy; to keep ly two insulated wires twisted together,
Cacollence in Electionics your business growing. \[z)sid generally to couple an r-f oscillator
i RADIO RECEIVING TUBE DIVISION to a mixer, or to add capacity coupling
[ NEWTON, MASSACHUSETTS CHICAGO ‘ between the primary and secondary of

an antenna or r-f coil.

Gimmicks often unwind, causing a loss
of gain dithcult to trace. Also, the in-
ductance of the twisted wires is bad on
the high frequency bands. To eliminate
these faults, Stackpole has introduced a
new line of capacitors having extremely
low wvalues. A bulletin of circuit dia
grams, showing where to replace gim-
micks with the new midget capacitors,
is available from Stackpole’s electronic
components division.

N ..
N ewcomb now offers the Fele-tone Executive

Yirst truly post-war amplifiers...the
result of advanced electronic engineer-
ing, backed by experience and a strict

insisterice upon perfection. Delure K Serces
e DELUXE K-SERIES: designed to fill a growing demand
-, ‘_‘_;;_-‘_,_,rj-_;_} e for the finest possible amplification equipment. The superb
= operation of K-Series amplifiers signals an outstanding

s achievement of modern clectronic research. . .. STAND-

- |

5y = < ARD H-SERIES: offers characteristic Newcomb quality for

,’ﬁ applications in which cconomy must be considered, but de-

M pendability and performance cannot be sacrificed . . . Both
series feature the exclusive hum-free, plug-in transformer for

S: land g( Se'zéed instant conversion from high to low impedance . . . both offer

quality heretofore not available 1o the public address field.

“NOT MERELY AS GOOD AS THE OTHERS ... BUT BETTER THAN ALL OTHERS.”

AUDIO PRODUCTS CO.

A fACT i i i i
MANU WS RIERES The new director of industrial relations for

DEPT. A,2815 S. HILL STREET, LOS ANGELES 7, CALIFORNIA Tele-tone Radio Corp. is Irving Brudner, who
\

was formerly a Signal Corps captain,
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THIS THRILLING ALL-NEW TONE SAYS:

Strobo-3 onic%:e

You can _hgﬂ- the difference!

Understand each word—distinguish
every instrument—hear music in its
true dimensions, picture-clear! Ex-
clusively Stewart-Warner!

Stewarl-Warner's amazing new Strobo-Sonic
Tone captures the enthusiasm of listeners every-
where!

Listeners sense at once the new brilliance of the
full chromatic range. They exclaim over the
sensitive tone depth. (No more mere surface
“skimming™!) They like the sparkling tone that’s
picture-clear.

Hundreds more in your community want to listen
to a Stewart-Warner. Now's the time to make
sure—when customers stand in line—that they
stand in your line!

IN “THE POST” FOR OUR 39TH STRAIGHT YEAR

Stewart-Warner stands in the fop 10¢h out of 349
big advertisers in The Saturday Evening Post—38
years of leadership! Watch for full-color Stewart-
Warner pages this year in The Post and other
magazines.

ol § 4 410 4 10

NEW TABLE RADIO-PHONOGRAPH

Undistorted volume for dancing.
Finger-tip changer plays up to 12
records. Performance you’d expect
only in a big console! And 4 screw-
in-type legs quickly make this model
into the smart Consolette!

RADIO & Television RETAILING @ June, 1946

NEW CONSOLE RADIO-PHONOGRAPH

All the features everyone wants, with no-lift top,
lots of room for records, finger-tip changer,
beautiful Sheraton styling. Listen to it!

[islern/
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SALES
| HELPS

Pardon Us for Pointing, But . . . Nine-Piece
| Promotional Set

¢ Stewart-\Warner Corp. has released a
“‘ nine-piece counter and window display
In Yet Anther Survey set for distributors and dealers to use

on the new line of SW postwar models.
Key figure in the display is a life-like

o o | full size cut-out in several colors of a
RADIO & Television RETAILING |

(Ponitinaes WAY OUT IN FRONT!

Manufacturers are conducting many surveys now, to
check on their distribution plans, their advertising,
the magazine their distributors and dealers find most
useful to them in their trade. One of the largest
radio manufacturers in the country—ranking among
the big five—has just released the results of a sur-
vey among its dealers, asking them ‘‘Which radio
trade paper do you find most useful?'’ Here are the

Shown with the new 9-piece promotional kit
results: and the Stewart Warner set with the detach-

Per C f Fi able legs, are SW radio division executives,
er Cent of First I. to r., Floyd D. Masters, manager; L. B.

Publication Place Votes Pambrun, advertising manager; and John Bran-
RADIO & Television RETAILING  45°% denburg, assistant manager.
A Radio f’ubllcuhc.m . 12 young woman sitting on an ottolnan—
An Electrical Publication 11 “listening” to an actual Stewart-Warner
A Radio Publication 10 22nd anniversary model radio.
. . . The anniversary idea is carried out
A Rud!o PUbl!COf!On 9 on a series of cards featuring a birthday
A Radio Publication 4 cake with 22 candles. One of these cards
All other radio and record s.ummari'zes the four features of the new
bli . 8.7 line which Stewart-Warner is empha-
publications . sizing.
RADIO & Television RETAILING has more first place Dealers Like the
. . G : ’9
votes than all other radio trade magazines com- Michael Girls
bined, and almost four times as many as the runner- Reports from the Sparks-Withington
. . . . Co. are that dealers and servicemen are
up paper. Chief reason is that it has more pcud writing an unexpected number of requests
circulation than any other radio trade magazine— to the company as a result of the Sparton
. . ad series in national magazines. The
because you dealers have made it so. In every radio radio men want color reproductions of
h o I‘ H th Ut 3y =
trade survey conducted over the past twenty-one ;o:ef'” LG (0 L R T
years, RADIO & Television RETAILING has finished N. H. Terwilliger, the Sparton sales
FIRST promotion manager, says the ad series

has been very successful in its use of
large direct color photos of the girls and
the radios.

480 Lexington Ave. . .
M.W' 7”6‘ NPT o N Eureka Offering Dealers

Sales and Training Kit
Publishers also of ELECTRONIC INDUSTRIES As part of its current national mer-

chandising program, for its new com-
plete home cleaning system, the Eureka
Williams Corp., Detroit, is supplying vis-
ual sales training kits to branch offices
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and distributors for use in instructing
dealer sales personnel in the ost effec-
tive methods and techniques for selling
vacuum cleaner equipment, it was an-
nounced by George T. Stevens, vice-
president and manager of the Eureka
division.

“The kit represents a concrete guide
for training retail sales personnel in pre
senting our new vacuum cleaner home
cleaning system to the public. Used to
full advantage it should prove an invalu-
able aid in building strong and progres-
sive dealer organizations,” Stevens de-
clared.

The kit contains two slide film pres-
entations with sound recordings, a meet-
ing guide, a sales portfolio, reprints of
national advertising, brochures, and a re-
tail sales album for use in “on the floor”
selling.

In addition, the guide gives pointers
on proper store display of the system, use
of national advertising reprints, banners,
and literature, and how to take full ad-
vantage of the sales manual and album.

Flasher Display
Makes Coffee

Animated and illuminated, a new
514 x 514 ft. display with a giant 375 ft.
cut-out of the Universal Coffeematic, has
been issued bv Landers, Frary & Clark,

{UNIVERSAL}

Display "makes’’ coffce—and cxtra sales.

New Britain, Conn. Attention is drawn
to the automatic dial feature of the coffee-
maker accompanied by the glow of the
Red-I-Lite which indicates that coffee is
done and ready for serving.

Universal uses three portraits to dram-
atize medium, mild, and strong coffee,
all of which can be secured in the Coffee-
matic. Flasher lighting of the display
lettering gives added life to the colorful
3-dimensional displav.

Great Lakes Rep

Homer A. Pritchard has been appointed
Great Lakes district representative for
General Electric automatic blankets and
vacuum cleaners, R. A. Buescher, district
manager, has announced.

RADIO & Television RETAILING @ June, 1946
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MANUFACTURERS OF RADIO, ELECTRICAL
AND ELECTRONIC COMPONENTS

%@7/@0@0/{'0%

7300 HURON RIVER DRIVE . DEXTER, MICHIGAN

~ THE BEST
RADIO DEAL

IN 3 YEARS

’ / Olson Radio Warehouse will soon

announce a most unusual plan to
give the radio service-man more for his money and
something besides. Details will be sent FREE to all
radio men on our mailing list. Don't miss out! If you
are interested in making more money, clip the coupon
and mail it to us right away.

[ U P i G e T T R R I I g

(///5— :/,’ ’Z
v .
=

-
e 73 E. MILL ST., Dept. 29, AKRON, OHIO

OK, put us on your mailing list, (No obligation.)

IAME 8 @ ® e © & 8 & °* e 8 6 e ° o 5 o 5 5 P S 6 ° o o .

RDDRESS . . . . . . . . . . .0 o e e e e e e e e
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STuboTupe

aes\smi\s
g AWM r\

It's easy—and profitable too—to serv-

ice those wornout resistor tubes in
AC-DC radios. Just use Clarostat replace-
ments. Remember, Clarostat developed and
pioneered the tube-type resistor. Claro-
stat is notably superior to others. And Clar-
ostat maintains the outstanding line of
Standard and Universal types for your
convenience.

STANDARD TYPES

Several dozen types listed in latest catalog
take care of standard radio set needs, with
exact-duplicate replacements of the same
numbers.

UNIVERSAL TYPES

Ten carefully selected types take care of
most standard radio sets, A handy Clarostat
chart indicates the Universal type for any
previous initial equipment. A minimum stock
takes care of maximum needs.

Ask Your Jobber...

Ask for copy of the Clarostat postwar catalog
listing both Standard and Universal Resistor
Tubes. Your Clarostat jobber carries a stock
for your convenience.
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Parnell Appointed
to GE Radio Post

Fred A. Parnell has been named ad-
vertising and sales promotion manager
for the General Electric Company's re-
ceiver division in Bridgeport, Conn. The
announcement was made by Paul L.
Chamberlain, manager of sales for the
division,

As an account manager at Maxon, Inc,
in New York, Mr. Parnell for the past
vear has supervised the GE Receiver
Division’s advertising and sales promo-
tion handled by the agency. He had been
in the agency field since 1941 after more
than 12 years in advertising and sales
work with GE.

Cornell-Dubilier Buys
New Plant

Cornell-Dubilier Electric Corp. has pur-
chased an &-storv building in Worcester,
Mass., 3 floors of which it had leased
for the duration to produce the condensers
required for the proximity fuse. The com-
pany will also purchase the plant's ma-
chinery and equipment.

Octave Blake, C-D president, pointed
out that current demand for capacitors,
while not quite as high as during the war,
was several times as great as in 1941. He
said that many new applications had been
found for capacitors in the rapidly grow-
ing field of electronics.

Aerovox Official

The appointment of Harold Montgom-
ery, ex-Captain in the Infantry, as credit
manager and assistant treasurer of the
company, has been announced by Aerovox
Corp., New Bedford, Mass.

Kits Flown to Jobbers

First shipments of ‘‘Crystal Kits’’ go out via
the fastest route, to distributors from the manu-

facturcr, Crystal Research Laboratories, Inc.,
27 Allyn St.,, Hartford, Conn. These kits con-
tain materials for hams to finish their own
crystals, L. to r.,, helping airmen to load the
cartons, Francis R. Cowles, Development Divi-
sion; Jean Castonguay, Sales Dept.; Rita Hen-
nessy, Production Dept.; and S. |, Ward, presi-
dent and general manager.
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Better
ATLAS SOUND

TLqS
&
Equipment

Zeady for YOU

DOUBLE REENTRANT
PROJECTOR
Many sizes. From 15 in.
air column to 6 foot air

column.

360 RADIAL,
CHANDELIER

. PROJECTORS

! Double Reentrant. For
} ; driver units. 3 and 4
¢ ! foot air column lengths.
1

i

DRIVER UNITS
Various Power Handling
Capacities. Newest types
of Indestructible Phenolic
Diaphragms.

MINIATURE TYPE
REENTRANT
PROJECTORS—
BOOSTER SPEAKERS
High-eficiency,Weather-
proof. Complete with
Driver Unit and Univer-

sal Bracket.

CONE TYPE
PARABOLICS and
CHANDELIER BAFFLES

for all size cone speak-
ers. Wooden and Metal
ConeSpeakerEnclosures,
Bafles, Carrying Cases,
Loud Speaker Support
Stands and Brackets.

MICROPHONE
SUPPORT STANDS

! 20 types and sizes. All

|
@
l

Fittings, Adaptors and
Accessories. Floor
Stands, Desk Stands,
Banquet Stands, Boom

i ' Stands.

! —

g i

: X Write for New lllustrated
Catalog Sheets. .

H

\ ATLAS SOUND

CORPORATION
1451 39th St., Brooklyn 18, N. Y,
”
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On Sales Tour

eI —F

-

Floyd Bittaker, national sales manager for
Capitol Records, takes off from Hollywood,
Calif., for tour of the firm’s 21 branches
throughout the U. S. Paul Weston, Capitol’s
musical director, gives him the handshake.

Lewyt Appoints Benjamin

James 1. Benjamin is the new manager
of the radio and electronic division,
Lewvt Corp., Brooklyn, N. Y. He has
been in radio since the early '20's and
was formerly general manager of Pilot
Radio Corp.

Hotpoint Sales Training

A nation-wide dealers’ salesmen’s train-
ing prograin has been inaugurated by
Edison General Electric (Hotpoint) Ap-
pliance Co.

Asserting that a series of mail surveys
conducted during the war vears disclosed
dealers’ postwar thinking, John Fellmann,
manager, kitchen sales, said that the in-
formation developed became the com-
pany’s merchandising basis. While a few
kitchen “packages” were sold before the
war, the pattern for postwar sales with
complete kitchen displays on a nation-
wide basis had to be newly developed,
ke said.

Haines Leaves Raytheon

E. Ralph llaines, assistant manager of
distributor sales for the Raytheon Mfg.
Co., Newton, Mass., has resigned his po-
sition. e has been with Raytheon for
11 vears and during the war he handled
contact on bids, contracts and negotiations
with the Army and Navy. Tle also rep-
resented the firm on the radio tube ad-
visory cominittce of the War Production
Board.

Mr. Haines expects to make an an-
nouncement soon as to his future plans.

Bendix Exeecutives

Paul J. Reed has now heen promoted
to the position of assistant to general
sales manager L. C. Truesdell of the
Bendix Radio Div., Bendix Aviation
Corp., Baltimore.

At the same time the appointment of
Joseph L. J. O'Connor as sales promo-
tion manager was announced by Earl L.
ladleyv, radio and television advertising
manager.
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PHONOMOTORS... POWR-PAKT MOTORS

The Model 80 Phoncmotor with Turntable for 110
_ vclt, 60 cycle, 7€ R.P.M. operation.

Alliance Powr-Pakt Motors in shaded pole induc-
tion, and split-phase reversible geared types rated
from less than 1-400th h.p. up to 1-20th h.p, will power
all kinds of devices and controls.

Manufacturers—Jobbers—Retailers! Just check a few features of the Alliance
Model 80 Phonomotor. Smooth, dependable and quiet, it has all the advantages of
rubber-tired rim-type drive! Extra-large self-aligning bearings with big oil reser-
voirs insure long life. Shock mounting motor and idler plate on rubber cushions
minimizes vibration. A slip-type cooling fan ventilates — assures cool running.

WHEN YOU DESIGN ... KEEP

MOTORS IN MIND

ALLIANCE MANUFACTURING COMPANY =+ ALLIANCE, OHIO
Alliance Tool and Motor Lid., Toronto 14, Canada

Transformer Type SPEED IRON™

Short pistol length and slender
loop type tip permits working in .
close quarters and around sharp LOW VOLTAGE ® RUTTT T
corners. Tip easily formed by 1 ‘
hand to fit the job. HIGH CURRENT & [

+BUILT-IN TRANSFORMER PRINCIPLE FOR
FAST SOLDERING HEAT .
*115 VOLT ~ 60 CYCLE~100 WATTS " k=~ 4 SPEEDS UP
- ALWAYS READY TO USE s WORK
+STAYS TINNED — NO TIP BURNING -
+ INEXPENSIVE TIPS EASY TO REPLACE __ g
+IMPACT RESISTING CASE S—_—
PERFECTLY BALANCED 7.\ \
WELLER MFG CO EASY TO HANDLE (
516 NORTHAMPTON ST. » EASTON, PA. >

¥TRADE MARK REG U. S. PAT. OFF.
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* SAVES TIPS
* SAVES TIME

* SAVES EFFORT
* SAVES WEIGHT
* SAVES CURRENT
* SAVES THE IRON

'"HOT IN 90 SECONDS
READY FOR USE..!

Kwikheat's built-ln thermostat main-
tains proper, even heat for most offi-
clent, economical operation. Can't
overheat . . . savestips . . . requlres
Powerful, 225 watts,
yot light weight (14 ox.), well-bal-
anced with cool, protecting handle.

With choice of any one tip - $11.00

6 TIP STYLES

Interchangeable

[113g0

2 3 a4 s

less retinning.

. ASK YOUR JOBBER’
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Named as
Tube Manager

John L. Brown is the new sales man-
ager of the replacement tube department,
Raytheon Mfg. Co., Newton, Mass.,, ac-
cording to an announcement by L. R.
O'Brien, general sales manager of the
radio receiving tube division. During the
past 3 years, Mr. Brown served as a
Lieutenant Commander in the U. S. Navv
as an electronic engineer and previousl:
he was with Zeunith.

Also, Mr. Brown was formerly with
RCA, in charge of replacement tube divi
sion sales to distributors; commercial
manager in the home radio set division
and field representative on merchandising
and sales promoiional activities.

Shalle¢ross Takes Over
Attennator Production

Shallcross Mfg. Co., Collingdale, Pa.,
has acquired the rnanufacturing rights
and licenses to produce Variaten attenua-
tors, gain sets, and other resistance de-
vices made by the Cinema Engineering
Co., Burbank, Calif. The announcement

D. F. Shallcross, general manager of
the Shallcross firm, states that production
has already begun at the Collingdale
plant.

Cinema will serve as field engineers
for Shallcross for the combined lines, in
the Southwestern states.

California Site
for Columbia Records

According to Edward Wallerstein, pres-
ident of Columbia Recording Corp,,
Bridgeport, Conn., arrangements have
been completed for the erection of new
othces, studios and factory building on
three acres of property recently acquired
at Beverly and Robertson Boulevards in
Los Angeles. Construction will start scon,
under the direct supervision of Andrew
Schrade, vice-president in charge of CRC
Pacific Coast operations.

Glorifying Radio

o S e s

R e .57 VO 9 202 Sy et
o R 7 romt et vy eae

How radio devices can guide planes through
skyscrapers and mountalns, is shown in this
radar display on Michigan Ave., Chicago. The
window, by the Hallicratters Co., has caught
the eye of hundreds of pedestrians.

Order from LAKE!
You'll Make No Mistake!

CABINETS &
PARTS

RADI

Now Available!

Postwar
2 Post
RECORD-
CHANGER

With luxurious
brown leath-
erette porta-
| ble casg,
15”"Lx15"W
x10”D. Lat-
est electron-
ic  develop-
ments make
this modern
record-changer the finest on the market todayl
List price—$49.95 Dealer's net—$%$29.97

DE LUXE RECORD-CHANGER AND
AMPLIFIER CASE
De luxe changer case with ample room for ampli-
fier. Overall dimensions: 20”L x 16”W x 10”H.
Sturdily built of 55” piywood, deluxe brass hard-
ware throughout. Inside dimensions: 15(4”L x
1434"W x 9" H. Net price... .............512.95

De Luxe

PHONO
CABIRET

Covered In luxurlous,
genuine brown fleath-

erette, has deluxe
brass hardware throughout, made completely of
plywoad with brown plastic handie, has padded top
and bottom. Motor board 14* x 14'4”. Overall
dimensions 16” L x 15” W x 8” H.

Your special net price .

Paortable Pho-
nograph case
in brown leath-
erette covering.
Inside dimen-
stons 17'{ "
tong, 13~ wide,
TV2" high. Has
biank motor
board and
opening for
speaker. As [k
fustrate d
at left, special-
ly priced at..

$7.95

Also blank table cabinets of walnut
veneer In the following sizes, with
speaker opening on- left front side:
(*Note: *7 has center speaker grille)

ll—sF:'I.xS “Hx 4~ Dzlﬂs

2 — "Lx633" Hx 57 Pp$LIS5
E] —Ig.?~Lx14:"nx 64" D $3.25
§7e—1084"Lx7° Hx 5147 D$2.50

*Speaker Opening in center of front side.

All types of radio cablnets and parts are

availlable at Lake's Lower
Frlce;. A large stock Is listed
n our catalog.

SERVICEMEN—RETAILERS
{ Join our customer list
today.

Dept. B

Order Our New Catalog Today!
Get on our mailing list!

RADIO & Television RETAILING e

Lake Radio Sales Co.

615 W. Randolph Street
Chicago 6, Il
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20 Yoars Ago ”‘,S NEW oo

From the June, 1926, lssue send for your copy of catalog D2
of Radio Retailing

THERE 1S NO SLUMP—Dealer ex-
periences prove that radio sets
can be sold in the Summer—at
mid-Winter speed.

GYP METHODS—Why one dealer
refuses to fall for the price-cutter
approach.

RADIO FOR EVERY ROOM
Dealers may sell a radio outlet
and specker for every room in the
house.

DANGER LINE IN RETAIL COSTS
—Presenting the maximum figures
for each division of sales expenses.

TONE QUALITY—How it depends
on the audio transformer.

WHAT THE INDUSTRY NEEDS RESISTORS - RELAYS = RHEOSTATS  Erectric Control Devices Since 1892

Dealers and manufacturers alike
state that less frequent models WARD LEONARD ELECTRIC COMPANY
would solve many industry prob- Radio and Electronic Distributor Division

lems. 53H WEST JACKSON BLVD., CHICAGO, ILL.

WHAT'S NEW — Portable 4-tube
receiver by Crosley Radio Corp.

for $33; Receivers operating on B 0 I L Dow N YOU R S,ALE S
house current by Garod Radio

Corp. for $115 to $400; Short wave T LK To T__W__Q WOR D S °
receiver by A. H. Grebe for $100; =
Resistance-Coupled amplifier by
Delur Products Co. for $10; Wir-
ing connection harness by Belden
Mfg. Co.; Five-tube receiver with
built-in speaker by Machine Spe-
cialty Co. for $88.

Save your breath, broaden your field of contacts,
do more business with inter-communication that
“Has Everything.’

Famous Estate Now
an Applianee Lab

If it's superb beauty of design and finish that’s wanted

The historic mansion home of Anthony .. . if it's convenience . . . if it's efficient carefree
Campagna, noted philanthropist  and operation . . . if it's sound economy . .. if it's anything
builder, has been purchased by the Mon- in highly modernized inter-communication . . . Talk-A-
itor Equipment Corp. of New York, who Phone has it . . . yes, Talk-A-Phone “Has Everything.”

will use the house as a research center
for testing and developing home appli-
ances. The mansion at Riverdale, N. Y.,
is now the “Maonitor House” and model
kitchens and model laundries are being
installed.

Inter-comm business is heading for
a iremendous boom. Demand will
be gigantic. Now is the time to get
in on the ground floor . . . with
inter-comm that “"Has Everything.”
Send for details foday. Address

Duno-Therm Names
Anderson

Dept. RT.
Duo-Therm Division of Motor Wheel
Corp., Lansing, Mich, has announced

=\
Talk-A-Phone Co.
the appointment of Donald H. Anderson

to the position of assistant advertising 1512 S- Pulaski ROﬂ.d Cl‘liCng 23, I].l-

manager.
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R-L5ano WARD

AUTO RADIO ANTENNAS

 § SIDE COWL MOUNT

5675 (as illustrated)—3 sec-
tion 66”. 2 stanchion mount-
ing, rust-proof finish with 36”
moisture-proof lead-in. Ship-
ping Wt. 2 lbs.

UNIVERSAL
FENDER MOUNT

5681—3 section 56”. Single
stanchion mount. Fits all cars.
With 48”7 HI-Q low loss de-
tachable lead. Shp, Wt. 3 Ibs.

UNIVERSAL FENDER
or COWL MOUNT

5684—3 section 68”. Fits all cars, Ship-
ping Wt, 2 ibs.
NET ... $3.20

731 West Washington Boulevard
Dept. R CHICAGO &, ILLINOIS

lMMEDlATE DELIVERY
New SUPERIOR
Model CA-11

SIGNAL TRACER

rrice 918.75

Only one connecting cable . . .

no tuning controls,

Highly sensitive . . . uses an

improved vacuum tube voltme-

ter cirenit,

Signal intensity readings are indicated directly on meter.

Provision is made for insettion of phones.

Tube :und resistor capacity network are huilt into

the Deteetin Tube

Portable. Measures only 5 X 6 x 7. Weighs only 5 lbs.

New SUPERIOR
Model 400

ELECTRONIC

MULTI-METER

Only—$52.50
RANGES:

DC V.T.V.M. Voits:
0 to 3/15/30/
75/ 150/ 300/
750/ 1500/ 3000
volts.

DC Volts: (at 1000
ohms per  volt)
010 3/15/30/75/150/300/750/1500/3000 volts,

AC Volts: (at 1000 ohms per volt) 0 to 3/15/30/
75/150/300/750/1500/3000 volts

l)L Current: 0 to 3/15/30/75/150/300/750 Ma

0 to 3/1t5 am

Resistance: 0 to 1,000/10.000/100,000 ohms. 0 to
1/10/1,000 megs,

Capacity: .0005-2 05-20 G200 mfd.

Reactance: 10 to 5M obhms 100- .)O\l ohms .01-5 megs.

Inductance: .35-1400 35-14.000 henrjes.

Decibels

035-14

10t 418 +10 to 438 +30 to 4 58.

-{. -.

S50UnND EQUIP. CO., Dept,
911-913 JEFFERSON AVE., TOLEDO 2, OHIO
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BROWN'S

(Continued from page 57)

the direction of Neil H.Knipe, sales
manager. These salesmen will have
complete facilities, including a new
electric kitchen, for the demonstra-
tion of major electrical appliances.
The lines of electrical appliances
handled by Virginia Electric Sup-
ply Company include GE, Kelvi-
nator, Crosley, Admiral, Philco re-
frigerators, Bendix home laundry,
and Motor Products Corp. Deep-
freeze. Radio franchises include
RCA, Philco, GE, Zenith, Strom-
berg-Carlson, Sonora, Wilcox-Gay,
Farnsworth and Bendix.

Profits in Appliances
In his work of directing the sales
effort of this store, Knipe expects
keen competition, This is because
Alexandria is so close to Washing-
ton, D. C.
He has, however, successfully sold
major appliances for the predeces-
sor company at the same location,

| and for other specialty sales organi-

zations since 1934, and says that
Alexandria dealers have always
been able to make a good living in
the appliance business.

Watch Trading Area

To insure profitable operation,
policies of the store have been
geared carefully to the trading area.
Alexandria has grown rapidly dur-
ing the past few years, and its
trading area now exceeds 175,000
population. Much of this, however,
is made up of two tremendous hous-
ing projects, Park Fairfax and Fair-
lington.

Since major appliances are in-
stalled and maintained by the
landlords, tenants in these projects
are not prospects for large-appli-
ance sales or service. It is this fact
which helps account for the decis-
ion to have suppliers handle major
appliance repairs.

FLOOR PLAN

(Continued from page 66)

merchandise arrives in quantity, we
are pushing service”, Grossman ex-
plains. “In this way, we establish
ourselves, and make many contacts
for future sales.”

Grossman considers the service
department an extremely important
asset to his firm, and will continue
to play up that angle of his busi-
ness operations in the future. He
eventually plans to have all lines
serviced by specialists in each field.

RADIO & Television RETAILING o

IMMEDIATE DELIVERY!

2-Post Record Changer

Automatically Intermixes

Record changer completely assembled—
with amplifier ready to play. Dimensions
8” H. x 151,” x 15Y,” D. Grilled speaker
front, acoustic chamber 157 W, x 47 D,
with rear louvre for eliminating cabinet
resonance. Genuine walnut cabinet with
decal trim, nickel plated mounting hard-
ware, tone and volume control mounted
on changer 6” heavy duty dynamic
speaker. AC amplifier with power trans-
former, AC power cord and plug. 3 tubes
1-6V6, 1-6C5 and 1-5Y3. $44.50 Net

Cabinet less changer and amplifier.$9.50
Net

Accommodates Webster and V-M Changers

20% Deposit required on all orders

UNION Radio Corporation

328 S. Pavlina Chicagoe 12, 1II.

ﬂbggaﬂmw

EEDLES

FAMOUS SINCE 1892
for Better Record Performanece

100 PLACENT '

5%

TRANSCRIPTION NEEDLES

FOR PRAOFESSIONAL RECORDINGS

Above is illustrated the na-
tionally identified envelope
containing the shadowgraphed
playback needle preferred by
professionals. Just one of a
most _complete line, for cut-
ting and playback . . , each
stylus purposefully built to
vindicate the fine old BAG-
SHAW slogan:—

After all . . . you can’t beat
the BEST!

H. W. ACTON (0., iNc.

SOLE BISTHIPUTON
370 SEVENTH AVENUE NEW YORK I, N. Y,
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Demonstrator’s Uniform

Mrs, Laura A. Harley, a Bendix Home Service
Director, shown in grey pin check dress which
Bendix has recommended as a uniform for home
service directors and field personnel who dem-
onstrate Bendix laundry equipment,

Ebco Distriet Manager

Lee Love, general sales manager, The
Ebco Mfg. Co., Columbus 8, Ohio, an-

Rainbault as district manager, Oasis
Cooler division, with headquarters in San
Francisco, and of Ronald D). Grey as dis-
trict manager, with headquarters at Jack-
sonville Beach, Fla.

Binghamton Jobher
Expands Quarters

The Northrup Supply Corp., of Bing-
hamton, N. Y., has completed the re-
modeling of its new headquarters at 168
Water St.  The building is a s-story

structure with approximately 30,000 sq.
ft. of floor space.
Fxtensive improvements have bheen

made throughout the entire building and
a new glass frent added. On the first
floor is a showroom and shipping depart-
ment. Offices are located on the second
floor, with the remaining 3 floors devoted
to warehouse needs. There is a sepa-
rate display room for the appliance di-
vision, recently added.

Officers of the corporation are:
Northrup, president; II. J. Teetsel, vice-
president; and C. II. Starr, secretary.

I'he appliance division is headed by
C. E. Gulbran. Appliance lines distrib-
uted include: Stewart-Warper radio;
Jacobs “Launderall”; Acme Steel cah-
inets; Parsons ‘‘Pureaire” kitchens; Co-
roaire heaters; Rheem water heaters;
“Polar-Freez" ‘reezers; Samson United
appliances; Sessions clocks; Rittenhouse
chimes; and many other leading lines.
Northrup operates two branches, at Ilion

H. J.

New Homes with
“Electronic Heart”’

In a statement on the arrival of “the
electronic age” in the building of new
homes, William J. Halligan, president of
the Hallicrafters Co., Chicago, said that
“the house of tomorrow, built to take ad-
vantage of the war-developed electronic
wonders, will have ‘an electronic heart’
wherein will be contained a modern ra-
dio, an intercommunications system, a
record changer, a home recording system,
and a television receiver.”

Mr. Halligan pointed out that “the
modern radio will have all the required
facilities for amateur broadcasting, stand-
ard reception and FM, and wiil have
connections leading to every room in the
house, with remote control units within
easv reach so that any desired program
can be tuned in at any time.” The sug-
gestion of the Ilallicrafters executive is
that provision should be made for all
these things at the time the house is built.

Retailer Honored

Robert E. L.
counsel for the Good
stores in Philadelphia, has received a
citation from James Forrestal, Secretary
of the Navy, for “outstanding service
while attached to the Ammunition Sec-
tion, Bureau of Ordnance, from June 16,
1942, to September 18, 1945.” Mr. John-
sont is now supervising the opening of

Johnson, merchandise
Ilouse chain of

nounces the appointments of John P. and at Onconta, N. Y. new stores in the Good House chain.

NEED WIRE NOW?
00|llmbia Has It for Radio, Electrical

and Communication Applications

Per 1000 Ft.
#%3 CONDUCTOR EXTRA FLEXIBLE WITH TOUGH
RUBBER JACKET........25,000 ft. or over....
under 25,000 ft..

$15.90
19.50

A Great New TIMESAVER

2Extra flexible antenna wire for AC-DC sets

13,000/ #f. spools )iz . 2585, For Radio Servicemen!

FOUR Basic Radio Service
Kits in ONE Package

22 Conductor 19 Ga. Solid T C Rubber Covered,
Twisted Pair

%2 Conductor Geon Plastic jacket; flame, oil and
water-resistant, 20 Ga. Solid Copper—
25,000 #t. or over.

under 25,000 #. “BASIC-KIT"

%2 Conductor, twisted wi.h tough rubber jacket,
small OD suitable for intercom, etc.—
25,000 ft. or over
under 25,000 ft.

2R RITE FOR SAMPLES of Columbia’s Newest Plastic Hook

up Wire, available in stranded and solid, 12 colors,
economically priced.

SERVICEMEN'S
COST

| o B25A Belt Kit. Auor'morw 0725 Dnal . 5C25 Dial Cable & Cord Rack.

| Belts in Metal C tains 5 Metal Spools of fast-
NOTICE: Our new address. | FREE &4-poge JFD Servicemer's Man- movmq dial cables and cords.
We have just moved into our own new, larger quarters

I, listing belts f than 1500 .
to better serve the undus'rr Come in and see our HCL Ein Selstion imonsiiRan BP-100-MC Plug Assortment. 100
in

set models. : ) 4
let %k of elect tat i d radio battery plugs, in 25 different
camplte sioch o e ol tgice’ Gndl <o [ o 770 BaMast Kit. Contains five JFO popular types. Sturdy Metal Contain.

COLUMBIA WIRE & SUPPLY (CO.

able Bollosts. Suitable for more than with technical data and schematic
5740 ELSTON AVE., CHICAGO 30, ILLINOIS

95% of all ballast tube replocements. diagrams of all plug types.
COMBINATION List Price Value, $33.35
J.F.D. MANUFACTURING CO.

4109-4123 FT. HAMILTON PARKWAY, BROOKLYN 19, N. Y.
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NEW BOOKLETS

A new rectifier replacement guide,
which lists the correct type and size rec-
tifier for a wide variety of test equip-
ment, is offered free by Conant Electrical
Lahoratories, 6500 O St., Lincoln 5, Neb.
Over 90% of all rectifier requirements
are served by the 12 units of Conant's
line. A second book, “Instrument Recti-
fiers and Rectifier Type Instruments,”’ by
I1. B. Conant, is offered for 23c.

Stewart-Warner Corp., 1826-1852 Di-
versey Parkway, Chicago 14, has issued
a new j-color brochure on the firm's new
line of radios and combinations. It de-
scribes and illustrates the company's 22
continuous years of radio production, and
deals with cabinetry, engineering, televi-
sion and FM.

©

A new booklet for dealers on what to
look for and what to aveid in planning
fluorescent lighting installations has been
issued by the Day-Brite Lighting, Inc.,
5411 Bulwer Ave., St. Louis 7, Mo. It is
titled, “How to Get the Most from Fluor-
escent Lighting,” and is available free on
request.

[ J

The first new 112-page postwar cata-
logue of the Concord Radio Corp. is now
ready. The elaborate publication shows
the firm’s new line of sets and combina-
tions, and also features the exclusive line
of Multiamp Add-A-Unit amplifiers. The

Canada . .

tion is desired.

for public address system.

136

“"AMPLIPHONE"

Portable Record
Player

MODEL 10

THE FINEST PLAYER on the market today . . .
Sold by better dealers in United States and
. Ideally suvited for home use or
for any occasion where really fine reproduc-

Full transformer operated, it delivers 5.5 watts
of undisturbed power to the speaker. May be
used with microphone and external speakers

Write for information today

41 CHESTNUT STREET, NEW HAVEN, CONNECTICUT, U.S.A.

catalogue explains how the Add-A-Unit
teature of the latter line “eliminates the
need of adding costly cabinets and other
equipment and enables a sound man to
operate with two to four less amplifiers
to cover the 30-90 w range.” Included
in the book are standard lines and parts,
test equipment, tools, amateur supplies,
etc. T'he catalogue is free to those writ-
ing Concord Radio Corp., go1 W. Jack-
son Blvd,, Chicago 7, 11l

Garod Radio Corp., 70 Washington
St., Brooklyn 1, N. Y., has just released
a new illustrated consumer folder cover-
ing table models, console combinations,
farm radios, and portables in their new
1936 line. Copies are available from
Garod or from the local distributor.

A 16-page booklet on all types of test-
ing equipment has just been published by
the Metropolitan Electronic & Instrument
Co.,, 6 Murray St., New York City. It
contains descriptions and prices on such
units as signal generators, tube testers,
multimeters, etc., and is free to radio
men upon request.

Two new catalogues have been pub-
lished by Insuline. Antennas for FM,
television and auto radios are covered in
one booklet. Five different types of auto-
radio antennas are described, each to

That's

NO TEDIOUS HAND TURNING!

List Price $39.50 F.0.B New York
GENERAL DIE & STAMPING CO., 263 Mott St., New York 12, N. Y,

meet special conditions, and adapted to
Motorola and Delco receptacles. The
other catalogue lists -a wide variety of
metal cases, insulators, test equipment ac-
cessories, plugs, and many other parts
frequently used by servicers and PA
dealers. Both catalogues are available
on request from Insuline Corporation of
America, 36-02 35th Ave., Long Island
City 1, N. Y.
[ J

The first issue of “The Solar System”
has been released by the Solar Mfg.
Corp., 285 Madison Ave.,, New York 17,
N. Y. The company plans to issue this
illustrated technical booklet six times a
vear, offering material of interest to elec-
tronic servicemen and engineers, rgdio
amateurs, laboratory technicians and
students.

[ J

A complete listing of all battery plugs
used in portable receivers and test equip-
ment, including schematic diagrams and
sketches, is included in the new jobber's
bulletin published by J.F.D. Mfg. Co,
4111 Ft. Hamilton Pkwy., Brooklyn, N. Y.
Standard jobber's assortments and serv-
icers’ kits are listed. The catalogue is
available on request.

[ J

The essential characteristics and ratings
of General Electric and Ken-Rad receiv-
ing tubes are given in two new go-page
brochures ETR-15 and ETR-16, published
by the tube division, Electronics Depart-
ment, General Electric Co., Schenectady,
N. Y. Copies available on request 16 GE.

NEW ELECTRIC Meat Turner revolves three times a minute without drudgery
of hand turning. Meats barbecued evenly, effortlessly. Equipped with 50 feet

of cord, ELECTRIC BAR-8-Q
is sturdy, all-metal—won't tip
,  over. Operates en house current
% (110 Volts AC). Helght and
Y\ width adjustable. Ext-a, short
set of wprights included for
use In Indoor fireplaces. Hold-
|/ ers for drip pan permit bast-
J ing with natural julces.
Distributors, Dealers: Write or
wire for IMerature and dis-
counts on this tested, fast-sell-
ing product. ImmediateDelivery.

BOOKKEEPING SYSTEM

Especially Designed For
RADIO & APPLIANCE RETAILERS

A direct, easy-to-understand system, devised by experienced
men in your line of business.
leading retailers throughout the country. .

This system provides for: Cash Receipts; Cash Disb ts;
Purchases; Sales Register; Genera! Journal; General Ledger Control
Accounts; Daily Cash Sheet; Stock Record; Customer’'s Ledger Rec-
ord; Analysis Sheets; Rebuilding Cost Cards; and Individual Em-
ployee’s Earning Record with Binders and Indexes for all forms.

Write today for price quotations

HOFFMAN SYSTEMS

2653 NO. MILWAUKEE AVE.

It is in practical use by many

CHICAGO
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June, 1946



Mt. Vernon Retailer
Opens Showplace

Now being opened at 161 Gramatan
Ave., Mt. Vernon, N. Y., are the newly
modernized quarters of County Hardware
Corp., one of the largest retailers of
radios, records, appliances, housewares
and hardware in the area. The firm was
located at 61 Gramatan Ave. for 15 years.

The $50,000 modernization at the new
site gives the company over 10,000 sq. ft.
of display area, and provides “the last
word in modern lighting, acoustics and
display technique.”  Jack Klarman is
president and other oflicials are A. L.
Levitt, general manager; Saul Hollander,
in charge of appliances; and Bert Stein-
metz, industrial supplies manager.

Columbia Wire Expands
to New Building

Columbia Wire & Supply Co. of Chi-
cago 30, Ill, manufacturers and distrib-
utors of insulated electrical wire, cord
sets, cables and other products, has occu-
pied its recently purchased building at
5734 Elston Ave. The firm takes over the
entire building, increasing production fa-
cilities and personnel.

Colwinbia is announcing aerial kits and
antennas for standard broadcast and FM,
Geon plastic wire in 12 different colors
for approved radio set wiring, packaged
ac cord and plug sets and ac-dc cord sets,
in addition to other products.

Premier Manager

J. B. Buckley has been named manager of the
Premier Vacuwm Cleaner Division, General
Electric Co., Cleveland, Ohio.

Talking Display
Now Ready

A new “electronic merchandiser,” which
is designed o deliver an audible sales
message from a small speaker when it is
approached by a customer, has been in-
troduced by Electronic Advertising, Inc.,
237 Park Ave.,, New York 17, N. Y. The
display has shelves and panels made of
panel board in various colors with alu-
minum facing; it comes in several sizes,
all with built-in fluorescent light units.

One of these electronic units is com-

A Complete Line for Every Requirement!

MODEL “'P*

pletely portable and is activated when a
customer steps on a rubber mat placed
nearby. OQOthers use an electric eve relay.
T'he manufacturers says “the most amaz-
ing feature of this display is its dynamic
delivery of a suggestive sales message
whenever the customner reaches for one
of the products.”

Speaks for
Service Group

“Carbon Volume Controls”, a talk and
demonstration by George Mucher, vice-
president and chief engineer of Clarostat
Mfg. Co., Inc., was on the program at
the latest meeting of the Rochester (N.Y.)
Technicians Guild. Sponsored by several
Rochester parts jobbers and arranged by
Electronic Associates, Clarostat’s reps in
New York State, the meeting was attended
by over t50 radio dealers.

Other Clarostat ofhicials there were Jimn
Youngblood, industrial sales manager;
Fran Chamberlain, jobber sales manager,
and Ray Levitre of the sales department.

Merit Offers Compact Line

Embracing a wide range of audio and
power transformers and filter chokes,
Merit's new line has been designed to
cover 907 of the jobber’s demands with
a minimuin of stock inventory. The sim-
plified transformer line is packaged in
printed and varnished cartons. Descrip-
tive catalogs are available from Merit
Coil & Transformer Corp., 3327 N. Clark
St., Chicago 3o, Il

Models to convert dry battery radios to efficient AC receivers
Other models to convert dry battery radio for use only with €
volt storage battery.

Cost but a few cents per hundred hours of operation. Complesely

filtered—h Jre silent and efficient. Sturdily constructed—no

liquids or moving parta——operate in any position,

MODEL “Q—Operates any 1.4 volt 4, 5 or 6 tube radio from
6 volt storage or dry battery, or Wincharger. Ideal for farms,
camps, autos, boats, etc.

MODEL “R’’—Operates 2 volt 4, 5, 6 or 7 tube radio from 6 volt
storage or dry battery, or Wincharger. (5 Amp. filament max.)

MODEL "P’"—Operates any 1.4 volt 4, 5 or 6 tube radio from
110 volt 60 cy. source. Cuts down current use and saves bat-
teries for portable use.

MODEL “F’—Operates any 2 volt 4, 5, 6 or 7 tube radio fiom
110 volt, 60 cy. source. (5 Amp. filament max.)

Canadian representative, ATLAS RADIO CORP., Toronto, Canada

ELECTRO PRODUCTS LABORATORIES

Pioneer Manufacturers of Battery Eliminators

547 WEST RANDOLPH STREET CHICAGO 6, ILL.

RADIO & Television RETAILING @ June, 1946

- ¥ every production line need . . . for fac-
tory maintenance . . . to speed repairs . . . fo satisfy
every employee requirement in a host of industries . . .
there’s a

VA CO shock-Proof, Break-Proof

AMBERYL HANDLE SCREW DRIVER. 173 TYPES.

PRODUCTS CO.

317E. ONTARIO ST. « CHICAGO II, ILL.
Conadion Warehouse: 560 XING STREET, WEST . TORONTO 2, ONTARIO
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Forthcoming Convention,
Show Dates to Remember

June 11-13; Radio Manufacturers Ass'n.
22nd Annual Convention, Stevens Hotel,
Chicago.

June 16: Father's Day

June 16-21: California Gift and Art Show,
at manufacturer’s display rooms, Los
Angeles

June 18-June 23: Midwest Toy and
Housewares T'rade Show, Convention
Hall, Detroit

July 8-20: Furniture Show, Summer Mar-
ket, American Furniture Mart, Chicago

July 15-18: National Ass'n of Music Mer-
chants (NAMM), Trade Show, Palmer
House, Chicago

July 21-25: Southwest Gift Show, Munici-
pal Auditorium, Kansas City, Mo.

July 22-26: New York Lamp Show, Hotel
New Yorker, N. Y.

July 29-Aug. 31: Summer Furniture Mar-
ket, Los Angeles Furniture Mart, Los
Angeles, Cal.

Aug. 4-8: Western Gift, Toy, Housewares
Show, Civic Auditorium, San Fran-
cisco (Aug. 11-14: Portland, Ore; Aug.
18-22: Seattle, Wash.)

Aug. 19-21: Appliance and Housewares
Mart, William Penn Hotel, Pittsburgh

Aug. 26-30: New York Gift Show, Hotels
Pennsylvania-New Yorker, New York
City

Oct. 3-5: National Electronics Conference,
Edgewater Beach Hotel, Chicago

Oct. 10-11: Television Broadcasters Assn.
(TBA), Postwar Television Confer-
ence, Waldorf-Astoria, New York City

Oct. 28-Nov. 1: Refrigeration Equipment |

Mfrs. Assn, Fourth All-Industry Re-
frigeration & Air Conditioning Exposi-
tion, Public Auditorium, Cleveland

Two Added by
Farnsworth

Philips B. Patton, formerly associated
with the FCC and Western Union has
joined the mohile communications staff of

| Farnsworth Television & Radio Corp., it |
has been announced by John A. Curtis, |

division manager.

Another expert announced by Mr.
Curtis for his mobile staff is C. Murray
Leeds, who was previously with Thomas
A. Edison, Inc, and the Wright Aero-
nautical Corp.

JFD Makes
Shipping Offer

In an announcement to distributors, the
J.E.D. Mfg. Co., 4111 Ft. 1lamilton Park-
way, Brooklyn 19, N. Y., has made a
special freight-saving offer: “On all orders
of $50 or more net, covering dial belts,
belt kits, dial cable and cord, also cable
and cord displays—shipments will be made
freight prepaid — these items should be

written up on separate orders—a saving of |

| 5% to 15% will be affected.”

NOW READY
The
ELECTRONIC
ENGINEERING
HANDBOOK

The Handbook is o working tool for every en-
gineer interested in electronic developments
ond opplications in the industrial or communi-
cotion fields. It is edited by Rolph R. Botcher,
E. E., ond William Moulic, wha were oided by
some of the foremost men in their fields. Orig-
inal, authoritalive, comprehensive, the Hand-
book con be followed with ease by any
engineer with o basic knowledge of electrical
principles ond simple circuits. Examine the
Electronic Engineering Handbook in your own
home or office.

PARTIAL CONTENTS

VACUUM TUBE FUNDAMENTALS: Elecironlc
Principles. Principles of Diodes. Multi-Element
Tubes. Photo-Electric Tubes. Cathode Ray.
Special Purpose Tubes. Materials in Tube Con-
struction. Vacuum Tubes as Circuit Elements.

ELECTRONIC CIRCUIT FUNDAMENTALS: Prin-
ciples of Rectificotion. Amplification. Low Fre-
quency. High Frequency Amplifiers. Principles
of Oscillators. Modulation, Detection. Cathode
Ray Oscillographs. Relaxation Oscillators. Pho-
to-Electric Circuits. Electron Tube Circuit Ap-
plication.

ELECTRONIC APPLICATIONS: High Frequency
Heating. Industrial Sound Systems. VACUUM
TUBE DATA: Electonic Tube Data and Tables:

456 Pages cover every importamt
circuit and essential application,

“‘COMPLETE . . . OUTSTANDING
. « . AMAZED AT AMOUNT OF
MATERIAL”’

Engineers ore enthusiostic obout the Handbook
as it onswers current questions about elec-
tronic applicalions. "Deserves to be clossed
with the best texts on the subject,” “Industrial
and communications applications are unusually
well balanced,” “Extremely well prepared,”
are typical comments. Beginning with funda-
mentals, the Handbook proceeds to detailed
discussions. More than 450 charts, diagrams,
drawings and photographs. Only the book
itself can prove its doy-to-doy worth to you.
We invite you to study it for five days and if
you do not find it worth the modest price of
$4.50, you moy return it without further obli-
gotion. Fill in and return coupon belcw NOW.

CALDWELL-CLEMENTS, INC.
480 Lexington Ave., New York 17, N. Y.

B MAIL COUPON NOW @

CALDWELL-CLEMENTS, INC.
480 Lexington Ave., New York 17, N. Y.
Send me The ELECTRONIC ENGINEERING HAND-

BOOK. After 5 days, t will either return it to
you, or remit $4.50 in full payment.

[ Payment enclesed {same money back
guarantee).

Name & Peosition.. .. .. .. .. . . ...
Company ...
Address S —

City .. Zone. State. 5
E1546
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QUAM

the speaker that’s
2 STEPS AHEAD

with

Adjus?
and Alnico 3

You can always
. Hepead on Quam
for the most advanced
speaker design.
The new Quam
Speakers are not
one, but -
m steps ahead.
Flm all Quam P. M. Speakers
.~ use Alnico 5, the magic

mngut meftal, thot provides

befter performance with mlly
- reduced welyhi and size.

i " Second, there's the new
e = . Adjust-A-Cone

A% - sp-elur cansfruction, a
revolutionary new develcoment
that permits pudn centering

L]

of | lﬁo voice coil on every Quam

~ Speaker before it leaves the
bdery ‘and assures frouble
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Just another of the

quality controls that

put the tinal OK on AEROVOX

“CAPACITOR CRAFTSMAN SHIP

@ ''Leakers’ are few and -ar between in means muca to the oil capacitor user. The
Aerovox oil capacitors. Ard here’'s why: life of such capacitors is dependent upon
Each and every oilfilled capacitor is  pertect hermetic sealing. This prevenis
examined under ultra-vio.et or so-called  the entry of moisture. Also, even @ slight
“plack” light. The slightest trace of im- oil Jeak might damage or interfere with
pregnating oil seeping th-ough seams OF the operation of associated equipment.

cracks in confainers. showsupasa bright Outstanding quality control — from in-
fluorescent spot as the operator peers coming 1aw materials through each step

through the cabinet window. A “leaker” in production and on to final inspection—

just cannol get by. is the finel endorsement of Aerovox Ca-

Such typical Aerovox quality inspection pacitor Craftsmanship-
® See extemsive listings of Aerovox oil capacitors in our post-
war catalog. Ask your jobber for copy—oF write us direct.

ER@VW FOR RADIO-ELECTRONIC AND

: INDUSTRIAL
' i : , APPLI
capacnnrs AEROVOX CORPORATION, NEW ssorucn?.r‘lons
: , MASS., U.S.A77

I o ‘,N"URK'S,N. Y.
ALL | L p
SASES OFFICES IN LL PRINCIPA Cinies Export: 13 E 40th ST, E
.

Cabl L ROVOX CANADA TD., Haw TON NT
.
ble ARLAB L4 IllCiIllada.AE 0

L ’ (18 0
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- Simple —Dependable — Trouble-Free!

Seeburg Record Changer

The name Seeburg on record changers has
always stood for the finest in mechanisms.

Now the new line of Seeburg Record Changers
Wire Recorder

Sound on a wire as thin as a
hair! The new Seeburg Wire
Recorder permits perfect home
recording of speeches, plays,
music—it takes radio programs
off the air. One simple control
knob makes anyone a skilled
sound technician. A new de-
velopment everyone will want
in tomorrow’s phonograph.

brings improvements in engineering that mean
longer life — quieter, simpler operation — plus
constant speed that assures better playing
qualities. Phonograph owners appreciate the
gentle handling of precious records — the sim-

plicity that characterizes the new Seeburg line.

It Will Be Necessary
for radio manufacturers to make
provision in their circuits to ac-
commodate the Seeburg Wire Re-
corder. We invite inquiries from
radio manufacturers.

J. P. SEEBURG CORPORATION
500 N. DAYTON ST. « CHICAGO 22

MINIMUM FRICTION ¢ SILENT ¢ LONG LIFE « CONSTANT SPEED ¢ TROUBLE FREE OPERATION



EVERY CAR OWNER
IS YOUR CUSTOMER

Motorola Fits and Martches all cars—every
make, every model. The control panel and
dashboard speaker are individually designed
to harmonize with each particular car. More—
the Motorola may be transferred from car to
car quickly and easily.

A HOST OF
OUTSTANDING FEATURES

You've got plenty of selling features to talk
about with Motorola: Easily set push buttons,
3-gang permeability tuning, 3-dimension
VITATONE—and prices to allow you worth-
while profits. Motorola is acknowledged the
standard for comparison in auto radio!

Motlovota S Radio @

EASONS WHY IT PAYS YOU TO FEATURE

THE TONE ALONE
DOES YOUR SELLING JOB

Just flick the switch and let the rich, radiant tone
of the Motorola sing its way into your cus-
tomer’s heart. Never before has an auto radio
offered such extreme sensitivity, razor-sharp
selectivity and liviug-room quality tone!

l ;‘ll](‘l ’f-’iﬂ

100 A

POWERFUL NATIONAL
ADVERTISING SUPPORT

When you feature Motorola you are backed by
the largest outdoor sign program in radio his-
tory. National ads in leading magazines reach
millions of consumers with each insertion.
From every angle, Motorola is the auto radio
that makes your cash register sing!

(/
GAI-VI N MFG. CORPORATION « CHICAGO 51 + ORIGINATORS OF THE FAMOUS “’HANDIE TALKIE"



