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Sell a sharper picture,
exactly as telecast, with
the new Soft-lite Full-view

4 16" Rectangular Tube
¢ beautiful compact cabinets
* new super-power chassis

(a cinch to service) o
$299%
°

Price slightly higher
West of the Rockies

e

MR KING PRODUETS GO.,INC. - 17'053_m Steat, Baokiyn 32,1.Y. 4 everythmg|

NATIONAL DISPLAY « 1454 Merchandise Mart, Chicago 54



RADIO - TELEVISION

RETAILING

oo TELEVISION RECEIVER SPECIFICATIONS

(See bottom of this chort for explanation of symbols)

MAKER'S NAME TUBE LIST AM-FM MAKER'S NAME | TUBE LIST Al-FM
AND MODEL NUMBER SIZE PRICE TYPE | CHANGER AND MODEL NUMBER SIZE PRICE TYPE CHANGFR
fnches) [Notinc, tax) {inches) [Not inc. tax)
Admiral Corp., 3800 Cortlandt St., 5018-C.. ... By . ceee.. 1180 299,95 | C.w At
Chicago 47,Dm. L Ny A veen. {180 359,98 | CW A
See Advt. PP. 74-75, Part 1. 5018-C.. . .. A iegnryen FIRR 459.95 | C-w AM
12X 12 S 12150 $179.95 T-P Baca Television Corp,, Green & Leuning
199.95 | C-P Sts., S. Hackensack, N. J.
249.95 | C-w 160 TM™. . 18-0 118.00 | T-w
259.95 | C-w is0C..... 16-0 365.00 | C-w
269.95 | C-w 18 RCH 16-0 495.00 | C-Ww
299.95 | C-w 16 RCC 18-0 590.50 | C-w
309.85 | C-W 190¢C. ... 190 488.00 | C-w
349.95 | C-w IBROH........ocicminen ol F1BE $99.50 | C-w
369.95 | C-w M9RCC, ... ... .. | 180 698.00 | C-w
388.95 | Cc-w Bell Telavision, Inc., 852 W, B3rd Si, 1
495.00 | C-w New York 19, N. Y. E
515.00 | C-W 18" Remote 1095.00 | T-af
535.00 | C-w 16* Remote B95.00 | T.Mi
299.95 | C-W AM-RC 18° Club. .. 895.00 | T-w
319.95 | C-w AM-RC 167 Club . | s |T.w
379.95 | C-w AM-FM-RC THESELL 399.95 | Y-w
399.95 | C-w AM-FM-RC T-19, . 499.95 | T.w
399.95 | C-w AM-FM-RC DD-18. 449.98 | C-A¥
419.95 | C-w AM-FM-RC DD-19 519,95 | C-w
499.95 | C-w AM-FM-RC TD-18 . 499.88 | C.W
519.85 | C-w AM-FM-RC ) O o P 5y ) 699.95 | C-w
639.85 | c-w AM-FM-RC Belmont Radio Corp.  (Raytheon),
695.00 | C-w AM-FM-RC 5921 W. Dickens Ave., Chicago, lil. ]
19-0 775.00 | C-W AM-FM-RC See Advt. P. 48, Part ). ) ‘
Air King Prodes. Co., Inc., 170 53rd St., M-1101. 12140 219,98 | T.w
Brooklyn 32, N. Y. M-1108. . 12140 199.95 | Y.p
See Advt. Inside Front Cover, Part 1. M-1107_ . 120-0 209.88 | Y-p |
A7 e At | 1240 179.95 | T-w c-1102. 12150 4998 | c-ow |
.............. .. | 12150 199.95 | T-w C-1401. . 16-R 299.98 | C-W
...... 16-R 299.95 | C-w V802, e ivinniennisnnnn,nnen 1 180 9.85 | c-W
........ 16-R 279.95 | T-w Bendix Radio Div. of Bandix Aviation
.......... 16-R 369.85 | C-w Corp., Baltimore 4, d. -
................ 12046R | 249,05 | G-w W28 e | 10098 | Tew
, 27-01 Bridge Plaza 3033, . 12040 | 23995 | C-w
No., Leng Island City 1, N. Y, IR vz & tevsrsinesacnsisen.s ] T80 299.95 | CWw
See Advt. P. 4, Part 1. Berger Communications, 10801 72nd |
SARATOGA.... ... ... . 12140 $349.95 | T-w AM-FM Rd.. Forest Mills, L. I., N Y,
SHARRON...... ... ..~ 12140 349.95 | T-w AM-FM PHY1000............ ... ...... .l 30 C-w AM-£34.RC
GRAMERCY.... . .. 12140 399.50 | C-w AM-FM 34X .
CARONIA.. ... .. ... 15-0 795.00 | C-w AM-FM-RC Brunewick Div.. Radio & Televion, Inc.,
NORMANDY.... ... . 19-0 649.50 | C-w AM-FM 244MadisonAve.,NewYork18, M.y,
Ansley Radio & Television, Inc., 41 BB = S P 58 G000 12840 7.9 | T-w
St. Joe's Ave., Trenton 9, N, J. 513. .. veo | 12008 189,95 T-W
CROYDEN....... .. ... . 16-0 445.00 | C-w 5125 . ... Lo 12140 219.95 | C.w
HAMPSHIRE. ... . . . = =~ 16-0 495.00 | C-w BINB Lyl iian byt Culiniogs P8 289.95 | C-W
HAMPSHIRE. ... .. . . . 19-0 565.00 C-w Capehm-meworthm.,mPunu;e
CAMBRIDGE . ... . ..~ ' 16-0 795.00 | C-w AM-FM-RC St; Fort Wayne 1, ind,
GAINSBOROUGH... .. .. . " 19-0 1195.00 | C-w AM-FM-RC Boe Advt P. 26, Part 1.
Atwater Television Co., 380 Furman St., 3001-M . . 12! 269 .80 T-w
Brooklyn, N. Y. 3001-B 12¢ .50 | T-W
381 1214 199.95 T-W FM 3002-M . 121 299.80 C-w
5135 F IR .| 18 349.95 | C-w M 3002-8. . 121 309.50 | C-W
B85, ... 19 469.95 | C-w FM 3004-M ., 12 489.50 | C-w AM-FM
183, 18 299.95 | C-w Fv 3006-M . 18 589.50 | C-w AM-FI
Automatic Radio Mfg. Co., Inc., 122 3007-M . . 186 199.80 Cc-w
Brookline Ave., Boston 15, Mass 3007-8, . . 16 409.50 | C-w
See Advt. P. 29, Part 1. 4001-M, . 1244 639,80 | C-w Adt-FIM-RC
709, -0 ns.95 | T.w AM 504P16.............. . .. eaf 18 798.00 | C-w AM-Fi-AC
77 7-0 129.95 | T-w AM Cascade Telovision Co.. 179-181 South
7 7-0 129.95 | T-w AM 8t Nowark, N. J.
70,0 7-0 149.95 | C-w AM Lome. ... . . 18-0 399.00 | C-w
702 7-0 159.98 | C-w AM LD1as .. . 180 355,00 T-w
Pago.. . .. . . | 70 138.95 | T-L AM Lone, ... ... .0 19-0 745.00 | GO
5000-X.... .. . . s et 12160 179.95 | T-w AM F3g4x3 . .. . 5-X 1695.00 | CO
5302-T.. ... . . | 120 189.95 | T.w AM Certifled Radio Labs., 5507 13th Ave.,
so12-c....... . . 12140 239.95 C-w AM Brookiyn 19, N. Y. [
5006-Ti . ol 16-0 269.85 | T-w AM sos8 ... ... seraneeiiiniigs] 81§ 59,801 Kt | [
(Continued an following page( i
AM—AM CO—Commercial K**—Kit, less tuboes 0—Round RC ~Changer X-—Projection
C—Console FM—FM L—L eathorette P-—Plastic T—Table ; " Anll-‘bu in blande Anish
CH—Chassis K—Kit M—M otal R-~Rectangular W-—Wood al siightly higher price.
Note: Basic list prices are shown. In some instances, prices are slightly higher in certain localitias. Note: Prices shown ars those roceived up to Fobruary 20, 1950

Copyright 1950 by Caldwell-Clements, Inc., 480 Lexington Ave,, New York, N. Y.
Publishers also of Tele-Tech
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RADIO:TELEVISION

RETAILING

anch 19°CTELEVISION

RECEIV

(See bottom of this chart

MAKER'S. NAME TUBE LIST AM-| FM MAKER'S NAME TUBE LIST AM-FM
AND MODEL NUMBER SIZE !;gg? {LYRE] \ CHANGER AND MODEL NUMBER SIZE PRICE TYPE CHANGER
(Inches) QM ing: tax) i (Inches) |(Not inc. tax)
( Contmued from preceding page)
VI oooomenna gt ixadatoodoaiig 10,1213, 73 TIPS PO S e 124 259.95 | C-W
16,19 84,50 | K** 740 AT W . ) P 1214 279.95 | C-W
120501 0 H ey e T r 0 129.50 | K Y23 a00 nooado oxrpeca-ann P 1214 289.95 | C-W
2050-12. . ... 1214 137.50 | K 1253, o d sooogaad i o R SaainE s 16 279.95 | T-W
2050=T6IH= =S S A = = 16 167.50 | K [ oo b Bockl LS ARt i 16 329.95 | C-W
2050=]1 9 SRS, SN TER KL 19 197.50 K Hdksoo b0 it ool S DO Tt 16 339.95 | C-W
2050-10C..........covviiniannn 10 149.50 | CH 760, ..o 16 359.95 | C-W
2050-12C. .. ..ot 12 157.50 |CH FAiR b o e Ty e ARl A RO 16 369.95 | C-W
2050-T16CATT AR ERR= - e 16 177.50 | CH Uik o o aiodoomdtiss o S el LT 16 399.95 | C-W
20505180 T 19 217.50 | CH Hoffman Radio Corp., 3761 S. Hill St.,
Conrac, 1nc., Glendora, Calif Los Angeles 7, Calif.
GRIDA b o 4 B Bl 1 il b T T 16-0 365.000 | G-W (30050058800 0 E AN AT RIS 1214 239.95 | T-W
2 (T T . e 12-0 290400 | C-W (72 00 0 bororpooonai R DO 1214 229.95 | T-W
Crosley Div., Avco Mfg. Corp., 1329 5 2.2 /N P S 124 299.95 T-W AM-FM
Arlington St., Cincinnati 25, Ohio (P23, oot s Hierd AR Al OO 1215 289.95 T-W AM-FM
K DVl oz o 6 s o et © Koo kb B 0% 10 169.95 | T (YN S 000 nonangt ba o S5 TR 1214 309.50 | C-W
10404MU. ..o 1214 23995 | T GEPA Whbia Aot BN 1214 299.50 | C-W
(10211 21V] U HES S e 1214 320.95 | C (LR oAb il dAcoot R REThEc 1214 309.50 | C-W
11024714 Uy e e o 16 499.95 | C (¥ o vt 0 0 pr oo BRSO D 16 379.50 | C-W
10416MU ... ... 16 379.95 | G L0 ooty o #0000 1 o B T BN S 16 369.50 | C-wW
11 01 8 IV U T 1214 289.95 | C [T B0 P oI e AR B T N 16 379.50 | C-W
DeWaldRadiqug.Corp.,35-15 37Ave., (LT soti 06 o oot e e et 16 450.00 C-W
Long Island City, N. Y, 86 18 450.00 | C-W
See Advt P 111, Part 1. 852 PN My, W Ty 16 450,00 C-wW
DRI 20N = mien v s 10-0 199.95 | T-W (Tl 6ob b 00 5 e chdo And DR Do’ JB 19 550.00 | C-W
DT-1 030 ....................... 10-0 209.95 | T-W BO70 e 19 550.00 | C-W
D[=12 2SR R (e 1214-0 239.95 | T-W [T S 0 ol ol 1 o s MR A 19 550.00 | C-W
DIT=162 AT R oy 16-0 299.95 I T-W EERILL, - ¢ oo 10 8 ol ittt 1214 459.50 | C-W AM-FM-RC
BAFAR)50 4 como 0046 o000 QEn E000 16-0 339.00 | C-W 931 . 1215 459.50 | C-W AM-FM-RC
DT-190. . ... ..ooiiiiniinannnn 19-0 399.95 | C-W GIZEME = S RS YL 1214 459.50 | C-W AM-FM-RC
Allen B. Du Mont Labs., Inc., 35 Mar- | LRI, oo i o & b BIBE Al B S 16 550.00 C-W AM-FM-RC
ket St., East Paterson, NI 937, 16 550.00 | C-W AM-FM-RC
See Advt. P. 49, Part 1. EEEL e oty 8 en e SRt SR sl e 16 550.00 | C-W AM-FM-RC
BRADFORD.................... 19-0 725.00* | C-W FM-RC International Television Corp., 238 Wil-
MANSFIELD .. ................. 19-0 645.00" | C-W FM - liam St., New York 7, N. Y.
WELLINGTON................. 15-0 645.00* | C-W AM-FM-RC D16, e 16-0 289.95 { C-W
WESTIW.0 QDS -ra 19-0 545.00* | C-W M T-16-019S. ... ................. 16-0 249.95 | T-W
(GALR B ELDUSSS SR SR s e 19-0 495.00* | C-W M iD16=019S N 16-0 279.95 | C-W
HAS NG S e 15-0 425.00* | 7-W Fy ] O=HI DISTRNE RS 19-0 499.95 | C-W
CANTERBURY................. 1214-0 379.50* | C-W F| 01 9: E DRy T 18-0 499.95 | C-W
RUMSON.............c.ocoounn 1214-0 329.50* | T-W FM REX-019FDB. . ................. 16-0 299.95 | C-W
Emerson Radio & Phonograph Corp., REX-019FDM .................. 16-0 299.95 C-W
111 8th Ave,, New York 11, N. Y DE{6HDIMSR N0 T 16-0 359.95 | C-W
See Advt P. 72 Part 1. 16 D e e e 16-0 359.95 | C-W
............................ 10-R 179.95 T-P Jackson Industries, Inc., 58 E. Cullerton
650 ............................ 1215-R 229.50 | T-W St., Chicago 16, 1Il.
Yl b o g ot s o S e s Rl B & 1215-R 249,50 C-W See Advt P. 106, Part 1,
[ ]o5daba3 438 o A b BadErabdos 16-R 289.50 | T-W YIF aggcn oo oo Sarootie TR 10-0 139.95 | T-W
(3 scagotre oo onm s e BT Q0 00 16-R 329.50 | C-W 2T e 12-0 159.95 | T-W
(T8 dostn 0 g0 0 codaoabadd og bad 235-X, 329.50 | C-W TG THE S M TNy g S 16-R 199.95 | T-W
Espey Mfg. Co., 528 E. 72nd St., New TGN o e T 12-0 199.95 | C-W
York 21, N. Y. ] 16-R 249.95 | C-W
VELS 06 om0 g ogr 2008 Aaoba il 3-0 69.50 K=T 31 2TF AR 1 PR e! LN 12-0 299,95 C-w AM-RC
Fada Radio & Electric Co., [nc., 525 Elhgsm =1 HE SR mEN mes 16-R 349.95 | C-W AM-RC
Main St., Belleville, New Jersey M2 12-0 349.95 | C-W AM-FM-RC
See Advt. PP. 26-27, Part 1. () oombiog o 5 B AT e e 16-R 399.95 | C-w AM-FM-RC
=1 (45 SRS TR PR = 12/- 269.95 | T-W P7AT ot Bocat o b hood B oo ko 12-0 219.95 | T-W
BB s heios an i o S OC00 16- 364.95 | C-W e O o T 16-R 269.95 | T-W
S-1015. .. ... 12/2- 199.95 | T-W 22 G EY N ST | WSy e 12-0 249,95 | C-W
S=10205 80 5 TIrNE T AN 1214-0 239.95 | C-W 260 TN L 16-R 299.95 | C-W
R-105 0 A e 5 6-0 329.95 | T-W T8 o0 0 0 g g BT daotntnD 3 ho s 19-0 399.95 | C-wW
=100 Ty N . v 1214-0 209.95 | T-W ] 2 A A e 12-0 449.95 | C-W AM-FM-RC
Federal Television Corp., 139 Duane AL o m RS GanE b 4 oA Ao 16-R 499.95 C-W AM-FM-RC
St., New York 13, N. Y Jamaica Television Mfg. Co., 95-26
OHAWK,......... .......... 16-0 $359.50 T-W { Sutphin Blvd., Jamaica, L. I., N. Y.
PACEMAKER.................. 16-0 399.50 | C-W IELC OGS e R o T, 1214-0 .169.60 | T
COMMODORE................. 16-0 499.59 | C-W AM-FM- LELCO e = ar 16-0 199.50 | T
1632 ........................... 16-0 499.50 | C-W MERLIN (@) ..o 16-R 189.50 | T
193 2 R L S SO 19-0 §99.50 | C-w MERLIN (D). ........cooovnnt 16-0 269.50 | C
FLEETWOOD .................. 16-0 796.00 | C-W AM-FM-RC MERLIN (100)................. 19-0 389.50 | C
WALDORF............ccooonnn 16-0 695.00 | C-W AM-FM-RC Magnavox Co., The, 2131 Bueter Rd.,
MAYFAIR.............ooooienn 16-0 649.00 | C-W AM-FM-RC Fort Wayne, Ind.
MANHATTAN.................. 16-0 379.00 | T-W FM ‘See Advt. P. 17, Part 1.
NEW YORKER................ 1214-0 299.00 | T-W FM. VL 1 A 1214-0 24950 | T
BARCLAY..........ccoovineen.t 1214-0 §95.00 | C-W AM-FM-RC MV27C. .. ..o 16-0 315.00 | T
Freed Radio Corp.,, 200 Hudson St., IVIVE22C RSt R R T 16-0 495.00 | C
New York 13, N. Y. MVJTICH M b, o= e 16-0 495,00 | C
(131 8582 0ty 00a b6.d 96 5 0 06Q8DE b . 16-0 429,50 1 C MVEB2C. ....................... 16-0 995.00 | C AM-FM-RC
BB, e 16-0 449.50 | C-W MV72A . ... . 1214-0 469.50 | C AM-FM-RC
T S B e e A 58 o Al T30 b 5 16-0 449.50 | C-W IMVE75C e 16-0 595.00 | C AM-FM-RC
(A oo T BRI Mot Y H 8 6 0 16-0 479.50: | C-W MV26C...............ovnn 16-0 339.50 | C
Garod Electronics Corp., 70 Washington [YIV23 ASSISE SR | == 1214-0 299.50 C
St., Brooklyn 1, N. Y. VIV G e el . - = 16-0 795.00 | C AM-FM-RC
16 71T e e S e = 16 279.96 | T-W MVB7C........................ 16-0 795.00 | C AM-FM-RC
11672, T e 16 339.95 | C-W VIVAZA = e R e 1214-0 439.50 | C AM-FM-RC
11673 . YOS A — 16 369.95 C-W Majestic Radio & Television Corp.,
[T A et o s 0BG S A 16 379.95 C-W 70 Washmgton St., Brooklyn 1, N. Y.
16751 s e 16 410.00 | C-W AR BasaoodBom dio R Ro0LEEE 1214 199.95 | T-W
18745 L e TR 19 489.95 | C-W 1204 ........................... 1214 249.95 | C-W
197551, ¢ . K e A 19 620.000 | C-W P20 droodidme Sills SO IR e 16 269.95 | T-W
General Electric Co., Electronics Park, T6T3. . 16 289.95 T-W
Syracuse, N. Y. [16CAREARFT NS pa pias, Fam. e 16 299,95 C-w
See Advt. P. 11, Part 1. i 1605 ARy 1 el T o - 16 325.00 | C-W
10T6 -0 179.95 ' T-P 19C6. .. .. ... 19 449.95 | C-W
1214-0 229.95 | T-W 9C7AWes Sl ey s o 19 479.95 | C-W
1214-0 239.95 T-W Marathon Sales Co., 466 W. 42nd St.,
1214-0 279.95 | C-W New York 18, N. Y.
1214-0 289.95 | C-W NEW YORKER................ 16-0 349.50 -W
1214-0 299.95 | C-W HOEIEY,W 00 DRSS === 16-0 395.00 | C-W
16-R 269.95 | T-W NASSAU RS AN 19-0 445.00 | C-W
16-R 279.95 | T-W CAMBRIDGE. ................. 19-0 495.00 | C-W
16-R 299.95 | C-W BRIGHTON.................... 16-0 495.00 | C-W
16-R 309.95 | C-W ARG E 19-0 565.00 | C-W
16-R 329.95 C-W Mars Television, Inc., 112-33 Colonial
19-0 §50.00 | C-W Ave., Corona, N. Y
1214-0 199.95 | T-wW AU ADE VY ¥af| e e s 16-0 399.00 | C-W
Grem Engineering Co., 206 8th Ave., LA S AL s g e 16-0 495.00 C-W
Brooklyn 15, N. Y. DARTMOUTH. ................ 16-0 1095.00 | C-W AM-FM-RC
256 Ly - ¥ IO TR 16-0 c AM XT00EFTREE s e el 19-0 495.00 | C-W
The Hallicrafters Co., 4401 W. 5th Ave., X107 I e A N o 19-0 §45.00 C-W
Chicago 24, I11. X1 02200 IR e 19-0 545.00 | C-W
See Advt P. 64, Part 1. Mattison Television & Radio Corp.,
12 $179.95 T-P 893 Broadway, New York 3, N. Y.
1214 249.95 | C-W CHALLENGER................. 16-0 299.95 | C




RADIO.TELEVISION

SPECIFICATIONS RETAILING

vation of symbols)

7 BE LIST AM-FM MAKER'S NAME TUBE LIST AM-FM
LIS WS 'E‘IJZE PRICE TYPE CHANGER AND MODEL NUMBER SIZE PRFE‘ : TYPE CHANGER
AND MODEL NUMBER 3 )
(Inches) |(Not inc. tax) n (Inches) [(Notinc:eax)
= = = A e
5 449.95 | C Peeriess Television & Radio Co., 6508
HALLENGERL' """ o 349.95. | IC Euclid Ave., Cleveland, Ohio )
LNEINENTA ; 612 124 275.00 |-
ONTINENTAL ggggg g S i st T 12% 3_25.00‘ o
GADRILLE |11 39500 |© ) phico S, Toga ard G i P
I [
m%vn. N (S %‘5323 g-w Re de1'310'33. 4 s s N 12140 199.95 | T-W
IPLOMAT ... ... oo ... - 289.50 | T-W 404 HEERE R SR 1240 229.95 | T-W
Industries, John, Inc., Plymouth, I ooq orapcos o op vasap 1 207000 12}4-0 %gggg E:w
d 24, Part 1. 279.95 C-W
v't.iP. " 4 ar ................. 10-0 139.90 T-W 299.95 C-W
NAWER S S e e 10-0 149.90 | T-W 399.95 | C-W AM=FM-RC
) o g A ¢ £ 1214- 179.90 | T-W 429.95 |C-w AM-FM-RC
OAMMAC RIS T feas A 12840 189.90 | T-W 479.95 | W AM.FM-RC
(05805 0 0. 0 b 0d 0 HOGITOGR TT g6 1214-0 219.90 T-W 299.95 T-W
() CRTU N - 1214-0 239.90 T-W AM 349.‘95 C-wW
ANy S TV 16-0 249.90 T-W 379.95 C-W
U115 3 B oht D OB I aRO0HEHa 16-0 269.90 T-W AM 369.95 C=W
TR om0 0.0 & 90 @00 B oo b 586D 0 o) 1214-0 259.90 C-W
G0 0 0l He o o o = 5 oo 3 1214-0 299.90 C-W AM-RC }
RP T o o oo e ] e o 1214-0 319.90 | C-W AM-RC 269.95 1"=-w FM
TN T e 40 000 0o 0 B R BLAG ol 16-0 299,90 C-W 279.95 T-W FM
[SP.S S (e SN 16-0 339.90 C-W AM-RC 12/6 0 239,50 T-W EM
AT B O D Dt 00 % 0 O B 16-0 359.90 C-W AM-RC 16-0 g]‘ggg ;-w Fm
, Inc., 4545 Augusta Blvd., . .50 ot
c‘:;o 51nc| 1. g RCA Victor Division, Radio Corporation
dvt PP. 18-19, Part 1. of America, Camden, N. J.
............................ 815-0 149.95 T-L See Advt P. 36 37, Part 1.
T1 ....................... 814-0 139.95 T-P 10-0 169.95 T-M
OT2. . - 169.95 | T-W 1214-0 229.95 | T-M
QT2 PR L 1214-0 189.95 T-W 1214-0 279.95* | C-W
P20 BAAE i BB s B - B B e 0 2 it B 1244-0 219.95 T-W 12:/5-0 279.95: C-wW
A0 pooegans cast nan oo s opd 1214-0 229.95 T-W 121/6-0 299.95* C-W
LN Lot 0 e 5.5 6 8 B et 2 6 6 o o' 16-R 269.95 T-W 1214-0 439.50‘ caw, AM-FM-RC.
61‘;113 ......................... }g;/gﬂ l %Zggg E-W ‘ }g‘/g-ﬁ‘ ;gggg*’ g-Vv\vl AM-FM-RC
2 TR PR S - X - H y £
2K BIE R RES S R C S 1214-0 259.95 C-W 16-0 349.50* | C-W
P[5 Ma6 g oo Jw 8 om0 086 00 0 1214-0 269.95 C-W 16-0 369.50*% ! C-W
2K2B. ... .. ... 121450 279.95 C-W 16-0 399..50: C-W
(] C i 3 s e R B A . 6-0 299.95 C-W 16-0 435..00 C=-W e
oK 0 1 o | &w oo | %0 |ew | Amrmi
O9K1... ... ... - - i - a - =F M=
[ 71 [l i v v PN e A 16-R 399.95 C-W AM-FM-RC Reeves Soundcraft COrp .35-54 36th St.;
BEIB SN L 16-R 419.95 C-W AM-FM-RC Long Island City, N. |
7)o 00 0 000 3 0000 @ g 6 9 386 G0 }g-g ggggg g-w :m-;m-gg AAE—;SO ........................ gx:-gxg;(( ﬁgggg gg
TP B, oo i oo B8 6 ok g ag - a = -FM- 2200 8 T o et x4-6x! 195.
ple Television Mfg. Co., 987 Regal Electronics, 603 W. 130th St.,
jenman Ave., Brookiyn 8, N. Y. X New York, N. Y.
: 160 30:30 | oW See Aoug, 1B Part I 120 | 19750 | T-w
16-0 395.00 g-w 1§l,ué-o %sggg g
19-0 445.00 -W 16- 0
19-0 495.00 C-W 1244-0 290.50 T
16-0 495.00 CcO 16=0 329.50 T
19-0 545.00 co 16-0 376.50 T AM-FVI
nal COmpanyI,v'Inc. 61 Sherman }g-g gfggg (l’.:‘. ARE
, Malden 48, Mass. H -F
R e A B 7-0 89.95 T-M Remington Radio Corp., 80 Main St.,
Wi e 7-0 99.95 | T-W White Plains, N. Y. (Rembrandl)
OW. .o 10-0 189.95 T-W 1606 1214 339.00 C-W FM
201Ae £ 70N W - K 1214-0 229.95 T-W 429.00 C-W FM
22601 [ e 1214-0 269.95 C-W 289,00 T-W FM
5 0] ST D, Y1 b e 16-R 289.95 T-W 329.00 T-W FM
P i Shaito o s %, B ol 4 b4 doB 16-R 339.95 C-w 429.00 C-wW FM
S N Yok, e %2 NIGHTWATGH 19°0 d900 | Gw Y
t., New Yor TG H P LT S 19- =
A A4 55 s odbbAds s m30bopotob i 5-0 1850.00 0 Scott Radio Laboratories, inc., 4541
24”x36”-X d ¢ Ravenswood Ave., Chicago, llI.
on  Television Corp., Norwalk, CID5 3 bbbzt dad 0 doa ada bl ahal 2V]0X 495.000 | T-W
n. 17x13
5 20 E 16-R 395.00 C Sentinel Radio Corp., Evanston, 1.
. 16-R 295.00 T-W See Advt. P 6, Part 1
12%4-0 239.00 T-W 1TV T e S - L) T L 1214-0 199.95 T-W
tt-Sparks Industries, Inc., Arvin A13TVML ... 1214-0 229.95 T-W
lio & Television Div., Columbus, 4150V NP R SN J 1214-0 239 95 C-W
5 A1I6CVM= R o 16-0 349.95 C-W
dvt. P. 20, Part 1. 420TVM . ... 16-R | 289.95 T-W
0T 129.50 T-M 419CY VIS ey 19-R 445.00 C-W
199.50 T-W Shevers, 1nc., Harold, 33 West 46th St.,
209.50 T-W New York, N
279.50 C-W BRYAN T S e o 19-0 359.00* | C-W
299.50 C-W BRYANT..  ............... 16-0 299.00* | C-W
229,50 T-W CLASSIC................. 19:0 465.00* | C-W
349.50 | C-W CLASSIC................. 16-0 399.00* | C-W
I;:u:AF!adEJ & 1"a|leV|s|8n, lnc 3401 REGENCY............... 19-0 465.00* | C-W
ve., Long Island City 1, N. Y. REGENCY .. ........... 16-0 399.00* | C-W
dvt. P. 62, Part 1. TRADITIONAL 19-0 465.00* | C-W
(L-210 179.95 T-W TRADITIONAL 16-0 399.00* | C-W
(L-211. .. 229.95 C-W Sightmaster Corp., 385 North Ave.,
(L-612. .. 249.95 T-W New Rochelle, N. Y.
(L-613. .. 279.95 C-W WESTCHESTER............... 19-0 465.00 C-W FM
)X-214 . . 209.95* | T-W RO C I E L L s 16-0 339.00 C-W FM
IX-215. . 289.95* | C-W EM B R E S R s 6-R 299..00 T-W
)X-950. 269.95* | T-W MANHATTAN 1214-0 249.50 T-W
;%-2123 ggggg: g-w 'REMOTE. . }6-0 350.00 | CO
-620. . . - REMOTE........ 9-0 550.00 co
)X-931. . 479.95* | C-W Snaider Television Corp.,
3X-621 499.50* | CxW AM-FM-RC Ave., Brookiyn, N. Y.
1(11'(1-LBeIIAClJ.,l 12634330\1\/': Olympc CRUSADER.................... 1214-0 199.50 C
d., Los Angeles 64, Calif. KNIGHT .. . 16-0-R 279.50 | C
001 1215-0 199.95 T- AUDITORIUM . 26x20X '995.00 (]0]
002. . . 1214~ 239.95 C-W Sonora Radio & TV Corp, 325 N.
297 . .. 1214- 299.95 | C- Hoyne Ave., Chicago 12, 1I. . )
1298, 1214~ 249.95 T-W 1214-0 199.50 T-W
601. . . 16-0 359.95 C- 1244-0 249.50 C-W
801 16-R 459.95 -W AM-FM-RC 16-R 299.50 Cc-w
AM—AM CO——Commerml K**—Kit, less tubes 0—Round RC—Changer X—Projection
C—Console_ FM—FM IL—L eatherette P—Plastic T—Table * Available in blonde finish
CH—Chassis K—Kit M—Metal R—Rectangular W—Wood at slightly higher price.
Note: Basic list prices are shown. In some instances, prices are slightly higher in certain localitles. Note: Prices shown are those received up to: February 20; 1950
it T T TV P T S T P O e e s




_ MAKER'S. NAME TUBE LIST AM-FM MAKER'S NAME TUBE LIST AM-FM
AND MODEL NUMBER SIZE PRICE. .| TYPE CHANGER AND MODEL NUMBER SIZE PRICE TYPE CHANGEF
(Inches) [(Notinc. tax) (Inches) [(Not inc. tax)
Sovereign Television: Co., 5508 N. £ I BN 5 o R bbb ot 8 5 10-0 169,95 T-P
) Utrecht Ave., Brookiyn 19, N. Y. KL e R R B = 1214-0 169.95 | T-w
4 5020 84.50 | K** 305M. ... . 12145-0 189.95 W
A 10-0 149.50 | CH 306 TN SV Syt Yy 16-R 249.95 | T-W
{ 12-0 157.50 {CH| 30TW.Lr s o) e (A 10 | 279.95 -W
: 16-0 177.50 [CH 307TM. ..o 16-0 299.95 | C-W
g 19- 219.50 |CH. Televista Corp., 1201 44th Ave., Long
: Island City, N. Y.
: EMPRESS ..................... 16-0 $299.95* | C=W
: ARISTA.. ...................... 16-0 279.95* | C-W
i 10- $199.95 | T-w DUCHESS...................... 16-R | 229.95* | T-W
o 10 204.95 | T-wW Trad Television Corp., Asbury Park,N. J. ]
Conr 1244 229.95 | T-W AL e it G, o 324X | $1495.00 | CO M
! 1214 234.95 | T-W [T o saalaalee AR Atk il 4x3X 1695.00 | CO EM
! 1244 299.95 | C-w | ) e P et s 19 495.00 | CO V]
Cros! 1214 304.95 |C-w Trans-Vus Corp., 1139 S. Wabash Ave.,
Ar 16 399.95 |C-W Chicago 5, [lI.
16 404.95 | C-W U e Fth s e Ao Ao e f A 1215-0 $269.95 | C
12% 329.95 | C-w ) 16-0 339.95 | ¢C
10 169.95 | T-W (0L, s ol Bl B o M R e 1214-0 219.95 | ¢C
10 174.95 [T-W GIONMAS P VR e 16-0 c
1214 189.95 | T-W T60L. e 16-0 399.95 | CO
1214 194.95 T-W Trav-Ler Radio Corp., 571 W. Jackson
DeW 1214 249.95 |C-w Bivd., Chicago, [ll.
Lo 5057 . 124 254.95 |C-W 2L50A 12145-0 $199.95 | C-w
See.  Starrett Telavision Gorp., 601 W. 26th 249.95 | C-w
St., New York City, N. Y. 299.95 C-W
See Advt. P. 8, Part 1. 399.95 C-W
NATHAN HALE................ 1214 $199.95 | T-w 299.95 | C-w AM-RC
SAM HOUSTON _ . . 1214 279.95 | T- 349.95 | C-W AM-RC
JEFFERSON DAVIS. . 1214 299.95 | C-
HENRY PARKS.... 16 369.95 1 C-W
Ailes ROBERT E. LEE... 16 399.95 1C-W 6R31 $319.00 | T-W
ke HENRY HUDSON. 16 299.95 | T-W i 16T31 16-R 319.00 | T-W
See . JAMES MONROE........ ... |18 479.95 | C-W AM-FM-RC 16-0 369.00 | C-wW
ALEXANDER HAMILTON .. 19 479.95 | C-w 16-0 399.00 | C-W
JOHN HANCOCK......... 16 795.00 | C-W AM-FM-RC 19-0 469.00 | T-W
CHINESE HANCOCK . . 16 895.000 | C-W AM-FM-RC 19-0 495.00 | C-w
CLEVELAND........... 16 895.000 | C-w AM-FM-RC 16-0 299.00 | C-W
GOTHAM. _. 16 1095.000 | C-W AM-FM-RC 5-0 o
LINCOLN. . .01 " 16 1095.00 | C-W AM-FM-RC 8x10X 1295.00 | C
COSMOPOLITAN . . 16 1295.000 | C-W AM-FM-RC | U. S, Television Mfg. Corp., 3 W.81st
WASHINGTON ... ............. 16 1295.00 { C-W AM-FM-RC St., New York, N. Y.
Eme Stewart-Warner Efectric Co., 1826 TP oo o0 00 6 b st o obe S600 10-0 $219.95 T
1 Diversey Parkway, Chicago 14, lII. T12925. ... 12-0 269.95 | T
See.  See Advt. PP. 22-23, Part 1. TFM 12925 12-0 279.95 | T FM
9104:C. LTty s e 1216-0 | °$299.95 | C-W AM-FM T15925. ... .. 15-0 369.95 | T
1214-0 269.95 | C-w N CFM15925. . . 15-0 449.95 | C FM -
230-X 795.00 | C-w AM-FM-RC KRV15932. .. 15-0 799.95 | © AM-FM-R
1214-0 349.95 | C-W AM-FM-RC T16030. ... 16-0 399.95 | T
14-R T-W T19031.. ... 19-0 499.95 | T )
16-R 279.95 | T-W CFM16031. . . 16-0 469.95 | C FM
Espe 16-R 349.95 | C-W AM-FM KFiM19032. . . 19-0 599.95 | C FM
Yi 14-R C-W i K-30936. ... ?oml/g-x 1795.00 | CO
1l : 14-R C-W AM-FM-RC K-25936. . .. . | 25x19-x| 1595.00 | CO
Fadi * stromberg-Carison Co., 100 ' Carlson KFM30836. 0x2215-X{ 1795.00 | CO FM
M Road, Rochester, N. Y. KFM25836. ... ... ... ... .. .. 25x19-X | 1595.00 | CO FM
S¢  See Advt. P. 32, Part 1. . Vidcraft Television Co., 780 E. 137th St.,
TCI9MEM ................... 19:0 $965.00 | c-w AM-FM-RC: New York 54, N. Y.
TCI1OLM3................ . .. 19-0 645.00 | C=W $169.95 | T
TCI19LM2. ... ... oo 19-0 539.50 | 'C-W 249.95 | C
6C......... 16-0 C-W 259.95 | C FM
ML Tt e o = £ A % s b 16-R T-W 349.95 | C AM:FM-R
TCAGIUAZ/ S Seiim Tl Mo B0 19-0 549.50 | C-W 349.95 | C
Fed: TC125LSM2. .................. 1214-0 349.95 | C-W
St TC 125 LA4. . 1214-0 319.95 | C-W
. TC 125 LM3;; 1215-0 299.95 | C-w $249.50 | T-w
Sylvania Television, Colonial Radio 259.50 T-W
Gorp., 1280 Main St., Buffafo 9, N. Y. 279.50 C-wW
See Advt. PP. 30-31, Part 1. . 299.50 C-W
UEa 1 221000000 ey £ hber 1604 6 000 10-0 $169.95 | T-w 299.50 | c-w
125 SRR AT cr e 1214-0: 199.95 | T-W 319.50 | c-w
210 a2 ST e 1214-0 209.95 T-W 439.50 C-W AM-FM-H
a6 ool B 1214-0 229.95 | T-W 466.50 | C-W AM-FM-R
M4, 1214-0 249.95 | C-W 399.00 | C-w
24554 ASaTCT CHESY S 1215-0 269.95 yo-w | @ ysagey, .l 19-0 434.00 | C-W
1978 s Ty 1214-0 299.95 | C-W Westinghouse Electric Corp., Home
Frei 247 16-0 349.95 | C-wW Radio Division, Sunbury, Pa.
N 090 RESF T+ E i, = S 4 16-0 379.95 | C-W o See Advt. PP. 14-15, Part 1.
LT i e 0 h e A o SR 1215-0 399.95 | C-w AM-FM-RC H-617T12 12-0 $229.95 | T-W
Taybern Equipment Co., 120 Greenwich H-610T12. . 12-0 249.95 T-W
St., New York, N. Y. . H-614T12. . 12-0 259,95 | T-W
............................... 16-0 c H-618T16. . 16-R 279.95 | T-wW
Gar T 19-0 c , H-613K16. . 16-0 375.00 | C-W
ST NIRRT 16-0 C AM-FM-RG H-611C12. . 12-0 419.95 | c-w AM:-FM-RI
............................... 19-0 C AM-FM-RC H-615C12 12-0 429.95 | c-w AM-FM-=RI
Tele King Corp., 601 W. 26th St., Wilcox-Gay Corp., Charlotte, Mich 1
“New York, N. Y. 450B. ... .. .......... 19-0 $725.00 | C-W AM-FM-RI
See Advt. P. 70, Part 1. 0-459M . 19-0 695.00 | C-W AM-FM-RI
Ty 6105 een Sy ot P, S 10-0 $159.95 ( T 0-439M 19-0 545.00 | C-W M
T8I2ZW. ... 1214-0 179.95 | T 0-446B 16-0 509.50 | C-W AM-FM-R
T8I2M. ... o 1214-0 189.95 | T 0-446M 16-0 499.50 | C-W AM-FM-R
Ger (e e Bk 23 o b 1214-0 239.95 [ ¢ 0-4268 16-0 339.50 | C-W
S T BB, 0000000000000+ bamesan s 16-R 259.95 E 0-426M 16-0 329.50 | C-w
See C7I6X. ... Ll 16-0 329.95 | 04028 12-0 249.50 | C-W
C: 91 9X{E s 2= SRS e Y 19-0 459.95 ! ¢ 0-402M 12-0 239.50 | C-W
CIATEC M e, , S0 16-0 499.95 | ¢ AM-FM-RC 0-302M_ .. ... .. 12-0 219.60 | T-W
Telequip Radio Co., 1901 S. Washtenaw Zenith Radio Corp., 600 !
Ave., Chicago 8, llI. Ave., Chicago 39, III.
TS:T2 kS BN o= ol 1214-0 $179.95 § T-W Sce Advt. PP. 2-3, Part 1.
TD-112. .. 1214-0 199.95 § T-w G2327. . ..... 12-0 $219.95 | T-L
G D221 21 R 125-0 229.95 | C-W G2350 12-0 269.95 | C-W
[CS=3120 M =2 e ety 1215-0 199.95 | c-w G2355E 12-0 289.95 | C-w
CS-16.. . .o 16-0 269.95 | C-w G2356R 12-0 309.95 | C-w
TD-116. .o 16-0 259,95 | T-W G2438 16-0 359.95 | C-w
CD:2160. 9. (1 5. iy s e 16-0 29995 | C-W G2439R 16-0 399.95 | C-w
TS-316.................. .. 16-0 239,95 | T-W G2437R 16-0 429.95 | CwW
TDA16. .. 16-R 259.95 | T-W G2437E 16-0 439.95 | C-W ,
G C D576 N S e e 18-R 299.95 | C-W G3173. 12-0 449.95 | C-w AM-FM-R
Tele-Tone Radio Corp., 540 W. 58th St., G3174R 12-0 489.95 | C-W AM-FM-R
. New York 19, N. Y. G3276 . 16-0 599.95 -W AM-FM-R
h 300 1A P e e 100 $120.95 | T-P G3275R.. .. ... 16-0 625.00 | C-W AM-FMER
Se:

For Explanation of Symbols, See Front Page and P}eceding Page
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Ze”/fﬁ '5 Amazing New Television

Values GUARANTEE You Maximum Television Volume in 1950

ceiver.

. AN | ,
N onlyZeni
| onlyZenith v
New “Super-Range”
Turret Tuning
Clearer, steadier pictures—with a fraction of

the signal strength formerly required! The
sturdiest, most expensive tuner in any TV re=

The Washington. Model
G327 5R. Superb radio-phono-
graph-television, with 165 sq.
inches of picture area. In genvine
Mahogany veneers.

$625.00*

The Jefferson. Model G3276.
De Luxe television-radio-phono-
graph. '“"Giant C" Giant Circle
Screen with *‘Black” Tube picture.
In genuine Walnut veneers.
$599,95*

The Madison. Model G3173R,
Handsome new combination tele-
vision-radio-phonograph with
“Big B" Giant Circle Screen. Cabi-
net of genuvine Mahogany or
Walnut. $449.95*

The Van Buren. Mode! G3174R.
New, improved Zenith combinas=
tion, with “Super-Range” chassis
and “Big B" Giant Circle Screen.

In genvine Mahogany veneers.

$489.95*

RADIO & TELEVISION RETATLING' « March, 1950



to Keepf‘You FIRST in TV Sales!
ZENITH’S NEW 1950 “PRESIDENTIAL” LINE OF
Black Magic Television

With the Great, New “Super-Range” Chassis!

The most terrific selling story in TV history—that’s
Zenith’s new 1950 line! With both Black Magic Tele-
vision and the years-ahead, super-powered “Super-Range”’
chassis, Zenith brings clearer, sharper television to areas
where many other sets can’t even hold an acceptable

Now you can back up your claims of Zenith superiority
with stronger-than-ever, customer-covineing proof—
proof that stamps Zenith as the far-and-away greatest
buy ever offered by any dealer, anywhere. This year, it’s
Zenith for popular prices .

. . better performance . . .

picture.

The Jackson. Model G2437R.
Beautiful new console in genvuine
Mahogany veneers. ‘'Giant C"
Giant Circle Screen plus all
Zenith's great chassis features.

$429.95*

The Harrison: Model G2356R.
New console brings the utmost in
picture quality in a "'Big B" Giant
Circle Screen. 18th Century cabi-
net of genvine Mahogany veneers.

$309.95*

The Fillmore. Model G2437E.
Stunning new style in |ustrous
blonde-finished cabinet. "“Giant

C” Giant Circle Screen— 165

5q. inches of picture area.

$439.95%

The Tyler. Model G2355E.
Greater distance, greater clarity
in this striking console with 105
sq. inches of picture area. In hand-
some blonde finish.

$289.95*

bigger profits!

The Monroe. Model G2439R-
New Zenith Console with Glare-
Ban "Black' Picture Tube—165
sq. inches of picture area. Gor-
geous cabinet of genuvine Ma-
hogany veneers. $399.95*

The Adams. Model G2350R.
Choice of genuine Walnut or Ma-
hogany veneersinnew Zenith Con-
sole. "'Big B’ Giant Circle Screen.
With:Blaxide ''Black" Picture Tube.

$269.95*

*Plus Federal Excise Tax. Prices subject to change without notice. West Coast and 'Far South prices slightly higher.

Look to Zenith 1o be
FIRST with the Finest

in Television!

RADIO & TELEVISION RETAILING * March, 1950

The Lincoln. Model G2438R.
Zenith's new “Super-Range* chas-
sis with Glare-Ban “'Black’’ Picture
Tube in handsome new cabinet of
genvine Mahogany or Walnut
veneers. 165 sq. inches of picture
drea. $359.95*

The Garfield. Model G2327.
Popular Table Model in smart,
long-wearing Walnut Brown
Pyroxylin. "Big B" Giant Circle
Screen plus new *‘Super-Range'
chassis. $219.95*




ooooo

“lt is fitting that on this,
my 30th Anniversary in
radio and television, the
ANDREA engineering organ-
ization should present such
new picture perfection utiliz-
ing the 19-inch “Filtered-
Light” tube.”

PIONEER FRANK ANDREA PROUDLY PRESENTS

the first of his s0# Annizerery models
..with the "TRUE-LIFE-SIZE” Picture

ONCE AGAIN ANDREA leads the way with the HAVE YOU SEEN THE ANDREA “PROFIT PLAN"?
custom-built Normanfly, incqrporating all the 1t’s simple. It’s sensible. You’d think a dealer
very latest advances in television . . . or distributor, himself, wrote it. It’s based on

206 sq. in. sharp-focus picture, as only t}}e_ four things you must have to make tele-
ANDREA can bring it out . . . Picture Lock, Y'Sion profits, steady profits.
Touchlzght Tuning, a complete 30-tube chass1s - OUTSTANDINGLY FINE MERCHANDISE
and the ANDREA Bullt In An-‘ . EXTRA LIBERAL DISCOUNT

. ABSOLUTE PRICE PROTECTION
tenna. .. FM radioand AM r adio, . POSITIVE FREEDOM. FROM EXCESSIVE SERVICE HEADACHES
both . .. with a handy record

o G R More and more alert dealers and distributors
D8 YEISR URIL are finding out it’s good to do business with
Everything about the new ANDREA ...and ANDREA stands for good

& WN -

ANDREA Normandy is“sell”...  business ... The ANDREA distributor fran-
from itsclassicmahogany cabinet  chise is available in a few selected territories.
to its competitive price tag. Wire or write for full details.

I Closed view of the
-» Normandy, showing

E A
graceful crotch-center doors. ) =

of matched mahogany veneers SHARP.-FOCUS TELEVISION

TR (oret? ranchore i Jebordiisn,

ANDREA RADIO CORPORATION + 27-01 BRIDGE PLAZA NORTH « LONG ISLAND CITY 1, N.Y.

4 RADIO G TELEVISION RETAILING s March, 1950



Greatest Combination
Refrigerator-Freezer
Valve on the:Market

With Giant 2 cu. ft. Freezer
at up to 100 less shan other
designs in the Industry!

Here it is . . . the new 1950 Philco 1104
. . . the value sensation of the industry in
a big-capacity, refrigerator-freezer com-
bination. Not a “10” but a full **11”°, with
a huge 2 cu. ft. built-in freezer that
delivers true zero-zone temperatures . . .
yes, every scientifically approved service
for long-time storage of up to 70 lbs. of
frozen foods. And besides, a big general
storage compartment that solves the
problem of excess motisture!

 All this behind ONE CONVENIENT
DOOR . . . at a saving of as much as $100
over other refrigerator-freezer designs!

It’s the industry’s biggest value. . . your
greatest opportunity for volumesalesin the
higher unit, bigger profit brackets. Get
the full story from your Philco distributor.

s

HILCO
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All-around smash hit.

Plug-in plus battery.
Price that closes! Model
335. Four sales com-
pelling colors,

REACH! Here's D-X and
clarity that are brand-new

L in a portable . . . plus

\ LOOKS, plus PRICE! Three
gang-R. F. in two beautiful
colors. Model 312.

S
r 50!

There’s a BIG season ahead in portables. And
NOW is the time to get ready—to get off to a
flying start—with these two new Sentinel honeys.
Outstanding in appearance, price and performance.

=R And these two beauties are far ahead of those
famous Sentinel sales Sensations of the past.

] lOOk tO Sentinel for | ) Get in touch now with your Sentinel Distrib-

. . utor! He has all the story for you on the Sentinel
Up'tO-thE m'nUte full line of Table Models and Television, too.
fast selling

| <
TELEVISION, EntlnEI

too RADIO AND TELEVISION

Evanston, lllinois
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~my BIG SALES ASSET!”

“WHAT helps me sell tubes,and the radio-TV service that goes.

with them, is buyers’ preference for the G-E brand.” You
hear this from Ppleased servicemen . . . everywhere'. . . who are ’
cashing in on thie strong trend to General Electric. Good tubes
and popular—available in all the types you need, including '
latest designs—backed by advertising and promotion aids that
really pull business your way . . . these form a bright sales picture
when you feature the G-E line. Build a fast:growing income on
your public’s faith in the General Electric monogram! Your G-E
tube distributor will be glad to help. Phone or write him today!
Electronics Department, General Electric Co., Schenectady 5, N. Y.

| S
GENERAL @) ELECTRIC

i N

a8i-JA3
TV PICTURE TUBES GLASS TYPES MINIATURES
s 4 —also GERMANIUM
N A . DIODES and SELENIUM
ONE SOURCE FOR . D SV RECTIFIERS. Stock G-E
. y 100-percent, to save time

AE YOUR TUBE A / ‘ and routine in ordering—

to have the benefit of bulk
deliveries from your dis-

REQUIREMENTS! |(PS. ‘o 3 Doy EE57  Coasrii

General Electric tube qual-

ity and product popularity.

RADIO & TELEVISION RETAKLING ' March, 1950




STARRETT “DOUBLE-FEATURE PROFIT DEAL!

larrell
';;tidear

TELEVISION

h scientifically FILM-FREED* picture

tube and built-in antenria.
PRICE, AND A PRICE
$199.95 to $1295.00

wit

QUALITY FEATURES AT EVERY
FOR EVERY PURSE—

THE NATHAN HALE .. ..
12Y;" tube Wainut Table Model.
$199.95

THE COSMOPOLITAN . . .
16” Tube Complete Combination

Breakfront, made of world's finest

woods. $1295.00

o America’s finest receiver housed in the

world’s finest cabinets.
anted by the only maker to user

e Warr
personal warranty in television. * Wiry S .
. ’ A AlR.c EXCLusivg DE‘ODOR[
o Sold only on aidirect fo selected franchise * BuiL ONDITIONE FEATUREs p o ZES
T-IN p or
E-Fum, HER
DORI ACHIEVE
! D!

dealer basis.

DISCOUNTS UP TO 40%

DEALER BONUS PLAN, big cooperative
s, and other profit extras!
Slightly higher in west

plus special
advertising allowance

“pals. pending

STARRETT TELEVISION CORP

601 WEST 26th STREET, NEW YORK 1, N.Y

RADIO
G TELEVISION RETAILING o March, 1950
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RECORDERS

W, tch

this new

1 ‘ bus:
1 , | - in 1QRNY ;‘2’0’0 & TELEVISION e
ecur ers WI I" JU L’NGP"‘-’diCts that40000(;
'-- - 4]

— SAY NATIONAL AUTHORITIES and tape

Yes, the clipping on the right {from ':’"C'Pa' markets
Radio & Television Retailing, January, COmmerC'.a’

1950} tells the story. Read it—and )
get ready to cash in!

| s
. il

: -

. e »
_— ' " i Iy - i

-
R
-
R

e
Y

T
*iﬁiiﬁ_(iaﬁf of the Rock
JQNWW a@_es” -
g
.

This new luggage case in
modern design, beautj-
fully complemented with
a rich maroon and gold
escutcheon, is without
parallel in the portable
recorder field. Crystal
microphone included.

RADIO & TELEVISION RETAILING « March, 1950

fecorders of 4y types, disc, w;
) » Wire

» Will be o4 in 1950
: ’now are: (1)
. ncluding
Casting, .(2) Home usi byr:):: .
Singers, music lovers
Peakers, authors and,

Slcians’
public S
hobbyists

11/ILCOX-/ ' AY

) | RECORDEITE /SR.

the Sensational new
recording radio-phonograph

@ Get your share of profitable home recording sales — with the most
amazing instrument in home recording history. It’s the handsome new
WILCOX-GAY Recordette, Sr. Easy to operate, easy to demonstrate—
—and so easy to SELL!

No bothersome needle changes! You make a record from microphone
or radio by rfaising the tone-arm. To play the record back, just lower
the tone-arm—and the play-back needle is automatically in place,

But that isn’t all. For only $59.95, WILCOX-GAY also includes a
powerful superheterodyne radio. And a phonograph that plays all 78-rpm
records up to 12 inches!

So get into the home recording business—FAST ! Ask your distributor
to show you the WILCOX-GAY Recordette, Sr.,...o0r write directly to

WILCOX-GAY CORPORATION o CHARLOTTE, MICHIGAN




ANOTHER HYTRON FIRS/T YOU'LL BE BUYING SOON

7/
/4

O Ideal Sweep Amplifier

O Higher-Perveance Twin Triode
O Designed for TV

O Permits Lower-Cost TV Sets

O Another Hytron TV First

: AND NOW THE HYTRON
&
;ijijfwxl’fl 16TP4 Another Hytron16-inch

e rectangular picture tube. Follows
: closely on heels of original Hytron
rectangular tube, the 16RP4.
Write for Bulletin E-150 for com-
plete data. Watch also for early
announcements of new Hytron
14-inch and 19-inch rectangular
tubes.

YTRO

RADIO TUBES

MAIN OFFICE: SALEM, MASSACHUSETTS

10

does more for less

Here’s another Hytron original you’ll be buying
soon. New 12BH7 twin triode is enthusiastically
hailed as tops for sweep circuits by leading makers
of TV sets. One half 12BH7 sweeps wide-angle 16-
inch picture tube at 14 kilovolts. One section alone
matches performance of: Paralleled 6SN7GT. Or
equivalent single triode. Or triode-connected beam
pentode. Other half of 12BH7. is free for other
uses—such as blocking oscillator.

How does Hytron so it? Higher perveance
(lower tube loss)? Yes. Also the Hytron 12BH7 is:
designed for TV. Rated for TV. ~Tested for TV.
Again a Hytron TV first. Again a Hytron contri-
bution to"lower-cost TV for the mass market.
Watch for the 12BH7. Write for Bulletin E-149.

MODERN LOW-COST 16-IN. DESIGN

A Hpytron contribution to lower TV costs. All-
Hytron: 1X2, 6BQ6GT, 6U4AGT, 12BH7, 16TP4 or
16RP4. For application and circuit details, write
for Bulletin E-151.

1 Vertica.

G | ulpyy;
amplifien |

16TP4
or

16RP4

Picture,
\ tube: l

RADIO G TELEVISION RETAILING e March, 1950



'ORDINARY TV—
Limited range
- of picture tones

l'

/
|
!
I

Model 12€109 —12!2" tube. Built-
in antenna. Automatic Sound — just
tune picture, sound'is right every time.
Genuine mahogany veneered console.
Smartly styled doors, swivel casters—
easy to turn. Approved by Under-

wsemes  Writérs’ Laboratories: $299.95*

Vernigh

THE INDUSTRY SALES SENSATION!

EALERS everywhere report sizzling sales of sensational
D new G-E Black-Daylight TV. In store after store
dramatic side-by-side comparisons are proving that these
‘G-E Black-Daylight TV models offer the finest picture to
sell because it’s finest to see! Blacker blacks, whiter whites,
sharper contrast, more detail . . . all made possible by
140% greater range of picture tones than ordinary TV—
proved in every test on these models. All this plus freedom
from annoying glare and reflection adds up to the greatest
eye comfort ever achieved in TV. Ask your General Elec-
tric TV distributor for the whole wonderful story or write

| -

Model 12T3—12)2" table
model of genvine, matched
mahogany veneers with gen-
vine inlaid trim found only iin
much more expensive cabinets!
Built-in antenna, Automatic
Sound. Underwriters' Labora-
tories approved. $229.95*

' TO SEE!
TO SELL!

G-E TV—

| Widest range of picture tones

Model 12€107 —12'42" tube.
Built-in antenno. Automatic
Sound. Stunning, full height
console, veneered in genuine
mahogany. Swivel casters. Ap-
proved by Underwriters’ Lab-
oratories. $279.95*

*In: Egst. Subject to change withoul notice, Plus tax, installation
and piclure tube protection plan.

ELECTRIC

General Electric Company, Syracuse, New York.

GENERAL &2

RADIO & TELEVISION RETAILING e March, 1950




-CHICAGO
DOES IT
GAIN!

A new, low price on one of the most
popular wire recorders on the market, the
famous Studio Model —used in thousands of
studios, classrooms, and homes. Available
immediately at this unbelievable low price!

< $99.75 west of the Rockies

® Be first with Webster-Chicago. Because of tremendous volume, Webster-Chicago
Here’s a chance to sell more and more Studio engineers have effected production' economies to
Model 181 wire recorders. There’s wonderful bring the price way down on this fast seller. Check

increased profit in each sale and you have one of your leads today—and tell them the Webster-
the most fertile markets for this favorite model  Chicago “Electronic Memory” Story. They will be

right now. amazed—and they will BUY/
® Can be carried from room to room. ® Record-O-Magic controls.
® Amazing high fidelity. ® 15-minute spool of pre-tested wire.
@ Instant playback. ® Automatic stops.
® Magic eye recording indicator. ® Elapsed time indicator.

“ELECTRON|C MEMORY" % . the uitimate in magnetic recording

Seoaiiil

WEBSTER-CHICAGO CORPORATION  +  CHICAGO 39, ILLINOIS

12 RADIO' & TELEVISION RETAILING o March, 1950



NEW 1950

E With Performance Proven
It is with pride that we present the new :
| 1950 line of Regal television receivers. ' : -
They have the styling. performance . | .

and value you can offer your most
discriminating customers because

Regal Builds the Best : GA N CONTROL |

Not ﬂ,e Most! For Béffer Reception Everywhere

-

w0 Ty
oo R

MODEL 19C36—Giant 19-inch : ._ N
console with AM-FMuradio, M:- MODEL 1207—The value and peiformance 'leader iin MODEL 1230—De Luxe 12)5-in.

hogany veneer cabinet. 36-tube 12V,-in. television. Mahogany veneer cabinet. 197.50 chassis, Mahogany veneef cabinet.
chassis, Voltage Doubler. 527.50

Available in Stroight TV, 497.50

THE REGAL FRANCHISE OFFERS GREATER PROFIT PROFECTION ;¢

tefevision., 30-tube
290.50

%3

PR el

MODEL CD36—Giant 16-in.  MODEL CD31—Giont 16-in. MODEL 1208 —Bjg 12%-in.  MODEL 16T31—De Luxe 16sin. television. 31-tube

television with complete AM- console. 31-tube chassis, Volt- console. 12-in. speaker. a= chassis, Volta Doubler. Mah i
FM radio. 36-tube chassis, age Doubler. .. 360,50 hogany veneer cabinet. A SHOOATVRREncEh ‘;'4’2"'9"2'5
Voltage Doubler. 415.50 ) 229.50 N

Regal Has the Feature Values and Performance for Bigger Profits. Get in Touch with
Your Regal Distributor or Write Direct to Factory.

REGAL ELECTRONICS CORPORATION . 603 WEST 130th STREEW, NEW YORK 27, N. Y.

RADIO & TELEVISION RETAILING s March, 1950 13
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The first honest-to-goodness

- PRICE-PROTECTION POLICY

offered to the trade

Sge your Westinghouse Distributor
WESTINGHOUSE ELECTRIC CORP. °




Now, brand new Westinghouse models that give
you more television per dollar . . . more features per set!

@8 Westinghouse 610T12—1214" BLACK
TUBE table set of unusual beauty and sim-
plicity . ... Exclusive ELECTRONIC MAG-
NIFIER with choice of full vision ot GIANT
CLOSE-UP . . . AGC. Built-In Antenna.

Westinghouse 619T42 125" BLACK #p
! = Syhchro<Runing . - . Built-In

powerful EM speaker.. ... Fast-

. .« modern mahogany cabinet.

b ' i ingh —New [I6" REC-
P I X oot s
e R G KU large picture in a much smaller cabinet . ..

has extrallarge 160 sq. in. screen, with clari - 5 . ad
g = i) o new tube gives complete picture transmitted

;nckdgtﬁx_uuon i l;’,’ rll)cl;/r[osl'\l'lur.ung\;. "Bull('l,t'i without waste . . . Synchro-Tuning . « .

In Antenna . .. 12" P.M. Alnico V speaker Built-In Antenna.

. . . mahogany cabinet with doors.

@8 Westinghouse 611C12—Complete home ‘ Ge | £
entertainment unit with.every dclug(efeature, et on t e

et so compact it takes Y3 less floor space . . . ]
yAM—FM . P 3-speed au{ométic rccggd play- BA N D WAGON .'
er.. .. 1215" BLACK GLASS tube . . . ; g j
Electronic Magnifier, Built-In Antenna. Feature for feature Westinghouse
J wins . .. even the name Westinghouse
tips the scale in many a sale; because °
2 out of 3 families in your area are
] ‘ satisfied users of Westinghouse prod-
. VI . . ' ucts.
HOME RADIO DIVISION °* SUNBURY, PA. | et
: vertising in the same newspapers you
use , ». plus a full arsenal of point-of-
sale and promotional aids.




RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES;

16

Sylvania’s NEW

Tube Testers

are one jump
ahead of
tomorrow!

nce again Sylvania has anticipated radio and
television developments. Sylvania’s new tube test-
ers, both counter and portable models, are not
only capable of testing every modern receiving
tube . . . they are calibrated to Sylvania’s latest
tube production standards.

Experts in tube-testing have built this new in-
strument . . . but you don’t have to be an expert to
operate it. Counter clerks, uninitiated in radio
technicalities, can use it after a few minutes’

MODEL 219

MODEL 220

instruction. For the benefit of the customer, the
illuminated meter reads “GOOD” or “REPLACE”
for all tubes, including diodes. Gas tests can be
made easily. It is the first tester with both circular
and linear subminiature sockets. The new fast,
smooth-running roll-chart is easily removable
from the front panel.

Modern styling of both models tells even the
layman that your up-to-the-minute service is one
Jump ahead of tomorrow!

A few more facts on what's NEW
In Tube Testers 219 (Counter) and 220 (Portable)

Novel voltage controls prevent tube damage
Switch-numbers correspond to tube pin-numbers
Switchihg arranged for easiest operation

Exclusive ohmmeter-type indicator for shorts and leakage
Sherted tube reads “REPLACE”—ngo neon lamp
Double-size power transformer

NOTE ON “KNOW-HOW*’

A comprehensive explanation of tube characteristics and tube
tester applications comes free in each Operating Manual,

FLUORESCENT LAMPS, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT BULBS; PHOTOLAMPS

RADIO & TELEVISION RETAILING ¢ March, 1950
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Magnavox Positive Price Protection
Safeguards Against Unfair Profit Cutting

EALERS enjoy television’s brightest profit
picture with Magnavox. For rigid enforce-
ment of Magnavox prices, fair traded where
permitted by law, assures rightful markups.
Magnavox selects only a few dealers in each
matket, and they sell Magnavox television-radio=
phonographs on a direct-from-factory basis.

The Magnavox Company
‘Fort Wayne 4, Indiana

RADIO & TELEVISION RETAILING ¢ March, 1950




Out of this overwhelming figure a gigantic
market is yours for the taking! One big-three
manufacturer reports that 759, of their lower
priced cars are shipped WITHOUT RADIOS.
By an average of the four post-war years for
all models of cars made by this manufacturer,
the number of cars shipped without radios totals
85%! This added to other production figures
from the auto industry represents a terrific mar-
ket for America’s favorite auto radio—Motorola,
of course!

40 willion families read about Wotorola

overy monkh !

And they’re buying families every one! They're
the people who read such powerful national
magazines as LIFE, THE SATURDAY EVE-
NING POST, COLLIER’S, TIME, NEWS-
WEEK, LOOK, NEW YORKER, NATIONAL
GEOGRAPHIC, SUNSET, COUNTRY GEN-
TLEMAN, FARM JOURNAL, SUCCESSFUL
FARMING and others—believed in by folks in
all walks of life. Tie-up with Motorola—a
product that’s believed in—backed by big-name
national publications!

or more sales, contactyour
Motorola distributor today !

5% million cars sold in’49!

the BEST (5 now BECTER than ever

Again this year Motorola development, design
and production of auto radios lives up to the
Motorola tradition of high quality. Again, tire-
less product research combined with mature
engineering techniques pay off for you—pay
off for your” customers! Unfailing power,
3-dimensional Golden Voice tone, and precision
construction that minimizes servicing are the
qualities your customers seek in auto radios.
Feature Motorola and you feature these profit-
producing qualities!

RADIO & TELEVISION RETAILING e. March, 1950
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B vew 1950 models
B ano tho bosCoter

. . . WITH SELLING FEATURES GALORE!
Motorola—with more “FIRSTS”
than any other, now presents a
brand new line for ’50! Always

the standard for the industry, the
new Motorola auto radios give
your customers an even greater
measure of value for their radio

: dollars . . . and promise you a

; year ’round source of easy sales
and trouble-free profits! Ac-
tion now will ring your

¢ register later!

RADIQ & TELEVISION RETAILING e March, 1950 .



i DeLuxe Model 3
Aru(l’g undistorted plctu_reMAGIC by loases
g}x.by D %ﬁzl{g‘roups of controls

o visi ok
TOl:l.nOinlgpfiged tuning—-e%sy as tuning
;I:l?iio. Supe_r-powered for s!

50"

Plus Federal
Tax $1.47

with Built-in Versi-Tenna

and phonogruph jack

_—_Full 92 sq.
= Ts]gcurely Jocked

arp reception,
eas. Beautifully styled

even in ‘mnge jshed in selected ma—‘
gagizgoggzgéﬁe:vﬁglfast-selling features!
0 ]
Arvin DeLuxe debs ”
is in beautifu 50
23:-51215;1 mahogany $279
console,

Model 3120CM—Same fine

Plus Federal Tax $1.69

If you measure TV in terms of VALUE |
ARVIN IS YOUR LINE! |

Arvin is not the lowest priced TV
line. Arvin is not the highest priced
TV line. But, set for set and dollar
for dollar, Arvin TV offers your
customers more for their money
than any other TV line. ARVIN IS
THE BIGGEST VALUE TV LINE!

Arvin Visible Value Television is
packed with quality features. It is
built to deliver dependable, service-
free performance. Even in fringe

areas, owners report amazingly
clear, steady reception. Arvin’s re-
fusal to compromise with quality
protects your profits, pays off in
customer satisfaction!

Sell ARVIN and you’re selling
sheer value and long-time satis-
faction — the purchase-pleasure
that makes one customer send in
more customers. Start selling
ARVIN now!

Arvin Radio & Television Division

NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana

~ Arvin Value Sensation! New 8}’ Screen Table Model

i

NEW NO-GLARE “SBLACK" TUBE

tic frequen Delyeiients
23;?:2? . Graceful modern cabine !

finish, weighs only

*Slightly higher in Zone 2

E he Low Cost TV
witl;rBIG SET features!

Arvin Model 4080T

* = -glare B_la'ck
| 50 TuI;I)((; %‘Sim?hffle%
Plus Federal tuning Sﬁ;‘éilge- :19;' 2
us A
Tax $1.26 electronsx’t%aight cir:

cuit e

tion for longer
(t)ggzali}e . Hor}zontgal
« Delayed automatic gamn

mahogany
’

cy control

35 lbs. Ideal as a «Second set.

RADIO & TELEVISION RETAILING * March, 1950
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IN INSTALLING TV & FM ANTENNAS . . .

Compare gﬁ ANTENNA MOUNTING ACCESSORIES

Our superior facilities and
mass production methods en-
Whether you keep your full profit or waste able us to offer high grade
most of it on the roof, depends upon the con- accessories at lower prices.
venience, speed and adaptability of the mount-
ings you use.

With C & G mounting equipment, you can I e TR ONT
speed up all chimney-mounted installations and T A
all wall-mounted installations, and, at the same mounting
time, give your customer a better job. Easy to install. Bracket

is made of non-corrosive

No fumbling. No call-backs. Make it a quick, steel, 1% in. wide. Two
one-man job nine times out of ten. e e

i i to each strap. Note the
All accessories complete with hardware. B comi ey

focking strap.

C&G-3 DELUXE Y-TYPE Detail. of CGG-2 ‘mounting— ___:——@;;_,- -
CHIMNEY MOUNT e PRING = =
Made of heavy gauge steel and el
weatherproof plating. Two 12-ft. gal- A S DI/ 5 N
vanized straps with eye-bolts attached e

to each strap.

C&G-5 WALL MAST BRACKET

Stands off 15 inches from
wall. For mounting TV mast
on side of building. Made of
11-gauge steel, 12 inches
wide, with Cadmium plat-
ing.

Detail of CGG-3
Y-TYPE MOUNT

C&G-4
WALL MOUNT
Rugged, weotherproof

brocket. Clearonce 4
inches.

C&G-1 DELUXE
WALL MOUNT

For wood or mason-
ry. Clearance, 715

inches.
I
C&G 4” U-BOLT & C&G GROUND ROD
JAW PLATE 4 ft., copper plated, 38” round rod. C&G GUY RING

Fits ‘mosfs digmeters up to de i
1% inches. DEALERS—Contact your nearest distributor. ::’fh;;:us S_l“’| 32'

! .
DISTRIBUTORS~—Write for prices and COMPARE. ]si?c 6dlo? ,&z.%Ou':;

THE [J{Y TOOL MANUFACTURERS, INC. 35 Main t. cost orange, n. 5.

Fabricators for leading TY set manufacturers
Builders of Magne-Rotor antenna rotator.

RADIO & TELEVISION RETAILING o March, 1950 21



A Complete New

A complete NEW line
featuring the
RECTANGULAR
“BLACK” TUBE...16”
Table, 16” Console FM-
AM Radio, 14" Table, 14"
Console with FM-AM
Radio, 14” Console TV
only, 14" Console with
FM-AM and new 3 Speed
Record Changer!

o

C

e
SR e

o

e e §$§%§§
i T, O e
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THESE STEWART-
WARNER
EXCLUSIVES...



him today!

STEWART-WARNER ELECTRIC

! Division of Stewart-Warner Corporation
1826 Diversey Parkway e Chicago 14, Iil.

Here's the hottest line-in the television busi-
ness! New models, new designs, revolution-
ary new features—all paced by the amazing
new Rectangular “‘Black™ Tube in giant-14”
and 16" picture sizes! And all priced to assure
you MAXIMUM TURNOVYER AND PROFIT IN
THE MOST COMPETITIVE MARKET! Your
| Stewart-Warner distributor has the facts!See

Line 14"and 16-

BUILT-IN
AERIAL

No costly installation.
Compactly located
inside cabinet.
Cannot be seen

from exterior.

UNI-PANEL CONTROL

All controls centered on
one easy-to-use panell
Quick, automatic, accurate!

——

MIRACLE
TURRET TUNER

Industry’s finest tuner!
Quick adjustment,

provides reception of ~ ‘
proposed U.H.F. channels.

) distance reception \ \ /

DYNA-POWER
CHASSIS

STEWART=WARNER
~ DISTRIBUTOR- W

Supersensitive
.assures greater

from built-in aerial. ”



Meck Mi“f’

TELEVISION plus RADIO Combinations

BIG PROFITS FOR DEALERS

TV=-AM and
PHONO COMBINATIONS, too

Lowest retail prices on proven tele-
vision . . . tops for dealer discounts,
these full-size mahogany consoles
offer 122" or 16” television, AM
radio in combination with automatic
phonograph. Includes built-in an-
tenna. Model XRPS, 12'42” TV Com-
bination, retail $299.90, i

Model XSPS

16" TV Combination, refai|$33ggn

24

If you know your merchandising you know this
is it ...big screen television with that extra

sensitivity for clear reception in fringe areas
and difficult locations AND AM radio. Beautiful
mahogany cabinet...built-in antenna...low price.
Model XQR

AL
.

Here’s the “sell-up” opportunity that
really has some “sell” to it. Your
customers want this sensible combination
of big screen television and AM radio.
This Meck “exclusive” can make you
some really big money...for it carries
the famous Meck big discount for dealers.

If you are getting that “tired feeling”
trading dollars on low discount
merchandise...give your profits a lift...
get on the Meck Profit Line...now,
today. Call, write or wire for your
confidential price sheet and complete
information.

For those who want giant screen television in a
tabletop model . . . here it is including that big
merchandising bonus... AM radio. Features huge
145 sq. inch screen, 16” tube, built-in antenna
and rich hand-rubbed mahogany cabinet.

Model XTR
Retail price only. . ... ..... ... 526990

vieck

ISO-RAMIC TELEVISION

JOHN MECK INDUSTRIES, INC.
Plymouth, Indiana
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Radion cuts that installation cost. ..
makes spot salesa cinch... gives you
that final punch to close the set sale
.+.and that’s where your profit lies.
Radion products are packaged . . .
anyone caninstall them...that’s why
Radion is the nationally recognized
leader. Spark your TV sales today.
Get Radion profit packages.

LINKED LEAD-IN
The TL-10, 69¢ List

Not once, not twice, but a hundred times
you’ve had it happen. Your customer needs
more lead-in . . . you've got seconds when
you need hours to make an installation. The
Linked-lead-in is your answer. A ten foot
package of lead-in stripped, split, with ter-
minals already on, complete witha combina-
tion standoff and insulator. If you need
twenty-feet, snap two lengths
together. A natural for counter
sales . . . a time and money saver
for service departments.

i i e e o ) i g

RADIO & TELEVISION RETAILING « March, 1950
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J 21/
22e294,
THE TOWN AND COUNTRY

...a packaged fringe-area

outdoor antenna . . . loaded
with never seen-before
features. Watch forif . . .'it

willlboost your TV sales even
higher.

THE SUBURBAN . . . Radian's
new TA-51...d packaged
conical . . . the anly one with
complete channel coverage
and fulkorientation. Com-
pletely weatherized ... fully
assembledi. .. packaged...
ready fo use. List, $9.95.

THE METROPOLITAN...
Radion's famed TA-49 . . .
recognizedtops far allindoor
installations . . . nearly a
million in use. Packaged
complete . . . List, $6.95.

] i | s T ) s ) o | (e e

THE RADION CORPORATION RTR3

1137 Milwaukee Ave., Chicago 22, llljnois
FOR DATA ON RADION PRODUCTS AND YOUR NEAREST
DJSTRIBUTOR CHECK HERE:

[[] Metropolitan No. TA-49. (] Suburbani No. TA-51.

(] Town & Country No. TA-53 Outdoor Mount. [] TL:10 Leadsin
Package.

‘Company s Bl 28 ccpe o S s R e
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Matching
tables for Models
S-1015 and S-1030
available

Model $-1020 - 12%, in. Console - List $239.95

[A :
Fada gives more for your customer’s dollar because of:

re are the new,

revolutionary TV sets that

Fodo has gone all out in presenting the most sensational TV

line in Television history. Table and console models featuring
revolutionary engineering trends that provide TV reception be-
yond compare. Every new 1950 model has the new glare-proof
glass screen kinescope tube. Every new 1950 Model has the
built-in “Fada-scope’” antenna requiring no outside aerial ex-
ceptin some difficult locations. Fada features simplified tuning-
picture and sound comes in automatically . . . no fussing with
fine tuning.

Models $-1 020,

Sl SV e You really haven't seen
NEW DAY television until

you've seen the new revo-

Model 5-1015 B

12V2 in. Table
Model

List $199.95

Model $-1030
12Y%, in. Table
Model
All Mahogany
Veneer Cabinet
List $209.95

FADA RADIO & ELECTRIC CO. INC.
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will make volume selling history in 1950

® Superior revolutionary performance st
® Beauty and quality custom-built cabinetry

® Low prices that will sell these sets on sight

Fodo's fevolu:tiondry AGC (amplified automatic gain control) makes for
amazingly smooth contrast control without distortion or pulling of pictures.

Advanced design Vertical and Horizontal, hold circuits, bring smooth, bril- :';fMatChing' e
liant stable pictures . . . yes, many more revolutionary ideas that make for + .. lecifgrs
: e 3y 1 , =h - tables for
the finest television reception ever. Here are sets that the service-man wille 0 0
bless for the real ease in which they can be serviced. Entire chassis is re-  _ VAC Rl
movable from cabinet with kinescope tube as a unit. Don’t wait another.day '~ R-1045 and
before getting details of the TV line that will make TV selling istory in- 1950, nR'—lOSO'dv'alilable'
Model R-1045 has . o e

lutionary Fada TV line for MadelRaians e

Models R-1050 and
R-1025 have 145

1950. Contact your Fada b S
Jobber for details NOW! o

i S

Model
Model R-1045
12% in. Table

~ Model R-1050
16 in. Table Model

\ Ace Fringe Area Performance
© Model 3 :
Finest Fringe List $329.95 .
Area _ e e
Reception _Modecl R-1025 - 16 in. Console

List $269.95 .~ The greatest of Fringe Area Receivers

BELLEVILLE, NEW JERSEY

RAD10' & TELEVISION, RETAILING » March, 1950 : 27



Not One—but

" RESEARCH
ORGANIZATIONS

(0

chait dealers the most in TELEVISION!

CAPEHART-FARNSWORTH and Inter- ufacturing,
national Telephone and Telegraph
Corporation—rwo great research, map-

They bring dealers these outst

and sales organizations—
combine to provide the most advanced
television receivers available today.

anding sales exclusives

1. Exclusive Capehart Tone in Sound . . . the Tone that Brings Tele-
vision to Lijfe!
2. Exclusive Capehart Tone in Pictures . .

. the Polatron* direct-view
television tube that makes pictures cle

arer and sharper.
3. Polatenna, Capehart’s famous built-in aerial.

4. Capehart’s new modest price range starting at $269.501+

These solid selling points are not only
helping Capehart dealers produce
profitable floor sales—but, advertised
*T. M. Reg. Available at slight additional cost

in national magazines, these exclusive
featuresarealso bringing Capehartcus-
tomers directly to dealer showrooms!

** Western prices slightly higher

The CAPEHART Nocturne —Big 16-

inch, needle-sharp television picture. CA P E H A R T ol FA R N s Wo R T H

Master-crafted cabinet. in mahogany

finish. With Polatenna, Capehart’s C O R P OR ATI O N

built-in aerial,

Fort Wayne, Indiang

RADIO & TELEVISION RETAILING o March, 1950
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CREATED A SENSATION

at the New York Show!

4 . \:
gm,mm‘/p =
~AUTO RADIOS /&

LOW PRICE
FIELD!!

Enthusiasm
‘and BUYING response
WAS TERRIFIC!

1949 and 1950 FORD AUTO RADIOS

Six-tube superheterodyne. Six volt storage
battery operation. Two dual purpose tubes.
Eight tube performance. Specifically de-
signed to fit all 1949 and 1950 Ford cars.
Features two unit conhstruction. No hole
drilling required for mounting. Installation
in a few minutes. Three-gang tuding con-
denser and tuned R. F. stage for ex-
treme sensitivity. Permanent magnet dy-
namic speaker with powerful Alnico #5
n'bmagnet. Low battery drain. Wieight 10
1bs.

UNIVERSAL MOUNT
AUTO RADIOS

d 1950 PLYMOUTH and DODGE AUTO RADIOS

Six-tube superhetefodyne. Six volt storage
battery’ operation: Two - dual purpose
tubes. Eight tube performance. Specific-
ally designed to fit 1949 and 1950 Ply-
mouth and Dodge cars. Single unit con=
struction.  Very simple instaliation. Three:
gang tuning condenser and tuned R. F.
stage for extreme sensitivity. Permanent
magnet dynamic speaker with powerful
Alnico #5 magnet. Low battery drain.
‘Weight 10 lbs.

Model X-50
LIST PRICE $29.95

s

Model M-90 ‘
LIST PRICE $36.95

1949 and 1950 CHEVROLET AUTO RADIOS

Six-tube superheterodyne. Six volt storage
battery operation, - Two dual purpose
tubes. Eight tube performance. Specific-
ally designed to fit 1949 and 1950 Chevro-
let cars. Features two unit construction..
No hole drilling required for mounting;
Installation in a few minutes. Three:gang
tuning condenser and tuned R. F. stage for
extreme sensitivity. Permanent magnet dy-
namic speaker with powerful Alnico #5
nbl’agnet. Low battery drain. Weight 10
Ibs.

Model M-92C
'with battery charger

LIST PRICE $45.95 “AUTOMATIC'" MEANS TOP PERFORMANCE

AUTOMATIC RADIO MFG. €O., INC.

Adfonatic 122 Brookline Ave.,

s BOSTON 16, MASS.

RADIO & TELEVISION RETAILING e March; 1950 29
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® Satisfying your every console need, the
finest TV line on the market is now com-
plete! Sylvania Movie-Clear Television
brings you 3 new consoles—in addition to
fast-selling, popular 090 model to provide
full coverage for every price and taste!

Yes! The word is going around — in
price and performance, Sylvania offers

oY LVANIA

MOVIE
GLEAR,

Your Television Console Line is Complete !

Movie-Clear Television that’s years in
advance of any other make. Dollar for
dollar, model for model, Sylvania- Movie-
Clear Television gives your customers the
finest TV performance available today!

Phone your Sylvania distributor!
Complete the one television line that
satisfies all your customers’ needs!

TELEVISION

*TRADEMARK

RADIO & TELEVISION RETAILING March, 1950
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You awe No- Clonept

liten

WHEN YOU SHOW A PROSPECT

| . .
“ﬁilﬁ. Om nese. jﬁ?& A

- '3'\[’“‘:’".. J

Le Luxe.

19-INCH TELEVISION-RADIO-PHONOGRAPH

There is just no match for this superb instrument. It offers the finest of
everything in a complete home entertainment unit —

* BIGGEST DIRECT-VIEW PICTURE—on a 19-inch tube — wonderful to
view in any size room, close up or at a distance.

¢ HIGH FIDELITY FM-AM RADIO — with the most sensitive chassis ever
built by Stromberg-Carlson.

* TRI-O-MATIC RECORD CHANGER for any type of record on the mar-
ket—33%5 rpm, 45 rpm; 78 rpm. Record storage compartment.

* DECORATOR-DESIGNED CABINET of classic beauty, in ribbon-striped
mahogany veneers, hand-rubbed to a satin finish, Also hand-deco-
rated cabinets available in red, green, ivory or ebony,

For a prospect who wants nothing but the finest, the Chinese Classic
De Luxe is the logical choice — the only choice! When you demonstrate
it to such a prospect — you sell it!

CHECK THESE FEATURES!

©® EXCLUSIVE STROMBERG-CARLSON
TUNER
~—super-sensitive—for maximum
picture clarity and stability, even
in “fringe” areas.

® TOP TUNING FOR TV
—controls concealed at top of
cabinet, no bending or crouching
to tune.

® AUTOMATIC GAIN CONTROL
minimizes picture adjustments.

® AUTOMATIC FREQUENCY LOCK
keeps picture steady.

® ROCKET TUNING
forradio and Chromatic Tone Con-
trol for radio and phonograph.

® BUILT-IN ANTENNA
for TV, FM and AM.

©® TRUE-TO-LIFE TONE
on all services, with balanced
audio system and 12-inch speaker.

®THERE IS NOTHING FINER THAN A

ey me P = o = > p

Stromberg-Carlson Company, Rochester, 3 'N. Y.
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tn Canada, Stromberg-Carlson Co., Ltd., Toronto
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" thus helping to speed sales and eliminate confusion.

0. H. CALDWELL, Editorial Director

e
S

nd breakmg

i

ahead of refrxgetators, washmg machmes, and | passenget‘ -
automobiles. Many revised productlon estimates on. TV
have come in from leaders in the mdustry all of such
ﬁgures rev1sed upwatd e . .

THE BIG 1950 PART DISTRIBUIQRS SHOW
is all set for Chicago’s Hotel Stevens, May 22-25. The
event is sponsored by the Radio M. anufacfurers As.m,
the National Electronic Distributors Assn., the Asso-
ciation of .Electronic Parts and Eqmpment Manufac-_
turers, the \Sales Managers, Eastern group, ‘and the
W est Coast Electronic Manufacturers Association, and
is operated by the Radio Parts and Electromc Eqmp—

ment Conference and S‘ho'ws, ne. =

MANY OF THE BIG STORES BEING SMAR'I' in

e L e e e
S e
sl

x&s&x&x«»&&%@&@ -
»sw»a%&\«xosaxax»xaxw»axaws .
SR

-
e o

i e G o

N -

w;sé, will sell,fz?*”dlstmbutor ) ;T:National Association of Electric Dis-
tributors is advocating prompt repeal of exmtmg excise

taxes on elec;t _1cal products

- aﬁd How to Sell Each Type,” is title of an interesting
~and informative booklet issued by the National Asso-

_ciated of Music Merchants. Available from the organi-

,‘ zation’s offices, 28 E. Jackson Blvd., Chxcago 4; costs
o 3Dcents. o

e

helping customers to readily identify floor salespeople, -

Such salesmen and women are provided with a variety
of “tags,” such as large buttons, ﬂowers«, specxal ]ackets, -
etc. . :

TREND TOWARD STORE “INTERIOR DEC-
ORATING” noted. Numbers of dealers have cooked

up ideas that have resulted in store and show window
improvement without drastzc rebuilding. Some are
covering walls with various permanent materials in

order to emhance appearance, while still others have
beauti ﬁed stairways that were once unsightly, and have
used various methods to 'merove (md utilize pzllars

CARRIER CORP. BRINGS 'OUT THREE NEW
room air conditioners, havmg six models in all in its
present line. For the first time, the units will be avall-

able in a wide range of colors. Windowsill types come
in 1/2, 34 and 1 HP; consoles, 1/3,, 1 and 11/2 HP.

A LOT OF PEOPLE ARE CORRECT IN saying

‘that TV has brought back vaudeville with its jugglers,
tumblers, traimed animals, and so forth, but wdeo has

also brought to the Amemcan public a number of shows
employing totally new and different techniques and
formats which wzll have a most significant effect upon
the millions of viewers. Such shows differ from any
ever seen either in movies or on the legztzmate stage.

RADIO G TELEVISION RETAILING » March, 1950 e

"';:'ANOTHER HEALTHY BUSINESS SIGN seen in

fact that dealer credit at this time is on a sound footing
in the over-all picture, according to wholesalers, banks
and financing compames.

A PERSONALIZED SELLING AID for TV has
been developed by Sylvania. The new merchandising
idea consists of a large map which gives the prospec-
tive set owner dall the information he wants on TV in
hzs area. Map shows exactly where each prospective
set owner lwes tn relation to awailable transmission.

- APPEARANCE ON TV OF SOME famous recording
stats responsxble for skyrocketing sales of current
discs they made in all areas covered by video. Watch
for TV to continue to be that something new that plat-

~ ters need.

Stal-us of TV

' The following stohons are expected to go on the
air this month: WHBF-TV, Rock Island, 1il.; WTAR-
TV, Morfolk, Va.; and WCON-TV, Atlanta, Ga. Sets
in use as of March 'Izcﬂ,\660,000’.
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What's Ahead!—in Radio,

MORE STRAIGHT-COMMISSION SALESMEN

now working for dealers, with TV the chief reason for
“the increase in the ranks. Smart salesmen know that
TV is the greatest seller ever to have hit the American
market, and they realize that in working on a straight-
commission basis, they can make more money.

MANUFACTURERS PLANNING BIGGEST
DRIVES EVER to up sales of dishwashers, disposal
units, clothes dryers and food freezers during 1950.

LOOK FOR NEW TYPE ELECTRIC fans to obtain
a large share of the air-circulating business this year,
with some manufacturers having no conventional mod-
~ elsatall in their lines.

AS IN PAST ISSUES, THE 1950 “World
Almanac” credits RADIO & TELEVISION RETAIL-
ING and TELE-TECH, published by Caldwell-Clem-
ents, Inc., as sources for information on the TV, radio
and electronic industry appearing in this widely-circu-
lated book of facts which has been published for 65
years.

“THE PRIME QUESTION FOR DEALERS and
distributors is not how many television and radio re-
ceivers will be sold by the industry in 1950, but the
share of that volume each distributor-and dealer will
be able to obtain for himself.”—John W. Craig, vice-
president Avco Mfg. Corp., and general manager of its
Crosley Division.

782 OF THE COUNTRY’S FARMS ARE now
electrified. Today there are 3,044,000 rural electricity
consumers under RE A, and over 934,000 miles of line.

AMANA REFRIGERATION, INC, HAS TAKEN
OVER the Refrigeration Division of Amana Society.
The new owners will continue to manufacture Amana
refrigerators and food freezers. Howard Hall, promi-
nent Cedar Rapids, Iowa, industrialist, heads the new
organization.

DEALERS PLANNING ACTIVE participation in
the 1950 Mother's Day observance, May 14. The na-
tional committee urges retailers to handle their promo-
tions with “dignity and restraint”’ This year, the of-
ficsal poster features a young mother.

IMPACT OF TV ON “OUTSIDE” entertainment
field dramatically emphasized by those advertisements
reading, “Wrestling—Not Televised.”

34

REPERCUSSIONS OF THE COAL STRIKE will
be felt this Spring by radio-TV-appliance retailers.
Slow-downs, and in some cases cessation of produc-
tion by manufacturers was necessitated by shortages
of fuel and steel. The way the picture shapes up at
the present time, it seems likely that many wanted
models will be in short supply. A halt in the down-
ward trend in list prices is also a possibility as a
result of the situation.

TANK TYPE VACUUM CLEANER SALES
continuing to run ahead of the uprights, the ianks
selling like hot-cakes to apartment and multi-dwelling
residents. Sales of cleaners in 50 should be ahead of
49 totals.

BUSINESS IS GOOD SIGN. Reports by veteran deal-
ers indicate that their open-account customer collec-
tions continue to be satisfactory; much better, in fact,
than any pre-war period.

TODAY, MORE THAN HALF OF THE DOL-
LAR wolume in clock sales in the United States is
produced by electric clocks, according to Telechron,
Inc., which recently produced its fifty-mallionth electric
fming unit,

PROBLEM OF TRYING TO ARRIVE AT THE
RIGHT list price said to be holding back the market
debut of a couple of new automatic washers.

RADIO SERVICE VOLUME continuing at high
rate wn almost all sections of the country, and really
pouring into those dealerships located in TV areas.

WHAT IS A CUSTOMER?

A CUSTOMER is the most important person ever in this store
. . . in person or by mail.

A CUSTOMER is not dependent on us .
on him.

A CUSTOMER is not an interruption of our work . . . he is the
purpose of it. We are not doing him a favor by
serving him . . . he is doing us o favor by giving
us the opportunity to do so.

A CUSTOMER is not an outsider to our business . .
part of it.

A CUSTOMER is not o cold ‘statistic . . . he is a flesh-and-
blood human being with feelings and emotions
like your own, and with bisses and prejudices.

A CUSTOMER is not someone to argue or match wits with. No-
body ever won an argument with a customer.

A CUSTOMER is a person who brings us his wants, It is our

job to handle them profitably to him and to
ourselves.

. we are dependent

. he is a

Author Unknown
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 SALES PEAKS OF MANY PRODUCTS in our field

- will continue to level off due to the demands of modern

American living, and as this trend continues it should

~ have a very good effect on the market, tending to re-
duce the number of depression periods, and, hence,
curtail dumping and price-cutting. Today, there are
very few “highly seasonal” products. The average con-
sumer will buy almost any item any time of the year.

P

PHONOGRAPH RECORD BUYING PUBLIC
now familiar with the 3-speed situation. At least, the
great majority of them are, dealers report, though they
still have to educate those customers who don’t own
players but want to. Dealers feel that '50 will be a
good year for platter and player sales, and, of course,
for TV combos.

STORES GEARED TO NEIGHBORHOODS doing
good jobs odd ways. In one small Midwestern city the
boss sports suspenders and shirt sleeves; serves sand-
wiches to his customers. A college town dealer did a
land-office business in placters by installing a free-play
jukebox, and passing out Cokes. Many stores adopt and
play up local historical themes, etc. Oddest report of
all comes from a large Latin-American city where the
radio-appliance stores have #o doors. Seems residents
won’t open them for fear they’ll be obligated to buy.
(At night, large metal folding barricades are dropped
down.)

SOME OF THE DEPARTMENT STORES using
a number of “expediters” (male) in effort to speed
up sales. Similar to floorwalkers, these “expediters”
approach browzers asking qualifying questions. If the
shopper says he's “just looking,” he’s left alone. If,
however, the customer expresses the desire to see
something specific, a salesperson is summoned.

IN THE APRIL ISSUE OF RADIO & TELE-
VISION RETAILING look for a great line-up of
worthwhile features, among them specificatioris of all
types of recorders, with current list prices; detailed
specifications, prices, etc., of all portable radios. Look,
too, for the article in May telling ti:e dealer how to
run a “Tune-Up, Tube-Up, Check-Up” canpaign in
his territory, to increase his service revenue.

VEST-POCKET PRICE LIST, itemizing products
it distributes, issued by The Harry Alter Co., Chi-
cago jobbers, well received by retail dealers and dealer
salesmen.

5 ¥ . % %
%@f’g/ 43\.\‘5‘1&/* *
2 AT TION 7 *

'

TRADE-INS REALLY ON THE INCREASE, partic-
ularly in the appliance field. TV trade-ins (small-screen
jobs for bigger ones) showing up in considerable
numbers. Funny thing how dealers view trade-ins.
There’s a definite pattern. Those who have a well-
defined fix-'em-up-for-resale plan just love to take in
the old stuff—those who don’t know what to do with
traded-in products hate ‘em like poison.

FUTURE

MAR. 6-9: IRE Show,
Palace, N. Y.

APR. 14-22: National Electric House-
wares Week.

Grand Central

MAY 7-14: National Music Week

MAY 22-26: Parts Distributors’ Confer-
- ence & Show, Hotel Stevens and Exhi-
bition Hall, Chicago.

JUNE 12-16: National Association

RADIO & TELEVISION RETAILING » March, 1950

EVENTS

OF

Electrical Distributors, Convention

Hall, Atlantic City, N. J.

JULY 16-19: National Assn. of Music
Merchants (NAMM), Music Industry
Trade Show & Convention, Palmer
House, Chicago.

AUG. 7-19: U. S. International Trade
Fair Chicago Coliseum, International
Amphitheater and Navy Pier, Chi-
cago.

INTEREST TO

READERS

AUG. 27-SEPT. 1: Radio Parts Distrib-
utors’ Convention (NEDA), Cleveland
Auditorium, Cleveland, O

SEPT. 29-OCT. 8: Third Annual Na-
tional Television & Electrical Living
Show, Chicago Coliseum, Chicago.

OCT. 11-OCT. 14: 15th Annual Con-
ference of the North Central Elec-
trical Industries, Coplcy Plazo Hotel,
Boston,

s
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new

TEL-ENSEMBLE
(model T120)

“The newesy /2% e,
Detfuge Jetevision!”

Customers everywhere are saying about
this sensational new RCA Victor Eye
Witness Television value: **What a set!”’

Merchandise the “Tel-Ensemble’ at
your store and you’ll cash in on its
tremendous sales-appeal to all the folks
who want 1214-inch RCA Victor
television. What’s more—you’ll find it
a money-making “‘sell-up” set that
helps you move easily to higher priced
sets when your prospect seems ready
for a jump.

Remember—like all RCA Victor
instruments, the “Tel-Ensemble” offers
your customers the performance
guarantee of RCA Victor’s exclusive
Factory-Service Contract. And that’s
further help in assuring you of faster
turnover . . . bigger profits.

|

e e

ONLY RCA VICYOR

HAS THE
“GOLDEN THROAT”
ONLY RCA VICTOR ﬂ Oﬁ : T
MAKES THE VICTROLA "Victrola"'—T M. Reg. U.S. Pat. Of. DIVISION OF RADIO CORPORATION OF AMERICA
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Hgher qualily and outsionding Selling points of”
_/;/_/ RCA VICT OR /zs7uments Kecp Tumnorer high A

/? % inek,
Felevision!
Yes—1214-inch Eye Witness Television. It’s the size

most people want. It’s the firnituremost people want.
It’s the television most people want—RCA Victor.

ﬁg Deture

Look a7 These Téatures of The value-packed JelLusemble!

Comes 33
500///5’7‘6
Frnitare!

The “Tel-Ensemble” is complete furniture. The
lovely matching support places the screen at the
exact height for best viewing. Has built-in antenna.

| Sreaay, Clear
] Lye-Hitess
|Fletares!

Explain to your prospects how RCA Victor’s new,
improved Eye Witness Picture Synchronizer “locks
pictures in tune” on the new “Tel-Ensemble.”

RCA VICTOR—World Leader in Radio

RADIO G TELEVISION RETAILING » March, 1950

And 1o onfy 22 more, Jour
cusTomer can have 7 .
Telerisionfhonggrah '
combinalion Wik,

ACA VICTOES %5 J

Show your ““Tel-
Ensemble” prospects the
phono-jack for RCA Victor’s
45" record changer. Let them hear “45’” amaz-
ing ““live talent” performance! Mgke a double-close!
P. S.—Other television sets—radios, too—have

phono-jacks for the 45].

.. . First in Recorded Music . . . First in Television

37



Stresses “WOMAN’'S ANGLE* to Push Freezers

THAT A COMMON SENSE AP-
PROACH to the merchandising prob-
lem, combined with a little dramatiza-
tion, will sell home freezers rapidly
has been thoroughy demonstrated by
Mrs. Nat Berman, head of Franklin
Radio & Appliance Company, in Wal-
nut Park, Missouri,

Despite thie fact that her store is a
typical small neighborhood dealership,
Mrs. Berman is doing a good job in
selling food freezers. The store is
completely modern, and is located in a
residential  district, composed almost
entirely of moderate-income working
people. Nevertheless, through simply

RTSE

Mrs. Berman keeps demonstration freezers stocked
with food for better sales approach.

making a study of the neighborhood,
and capitalizing upon the few natural
advantages, Mrs. Berman has  been
able to sell more home freezers_ than
some of the large dealerships in the
downtown district.

The whole secret, according to the
woman appliance retailer, lies in “sell-
ing what the home freezer can do for
the average family.? Mrs. Berman
started- out on a moderate basis, some
time ago, when she began keeping
large quantities of sharp-frozen foods
on hand in one of the displayed
freezers. This created so much interest
that she amplified the idea by stock-
ing more and more quantities of food,
until at present two home freezers are

38

completely filled. Ready for instant
display and demonstration to cus-
tomers are frozen chicken, rolls, corn,
a complete side of beef, soup, ice
crean), vegetables, fruits, and dozens
of prepared items. Actually, there are
several hundred pounds of foods always
kept on display in the freezers, ready
to be cooked up in the store’s model
kitchen and served to dubious pros-
pects if necessary.

“One of the most important sales
helps, we have found, is demonstrating
to economy-minded housewives that
it is possible to make large quantities
of soups, gravies, chicken-ala-king,
stew, etc, and to freeze what is left
over for later service. This point goes
a long way with women who dislike
planning and cooking a complete meal
when unexpected guests drop in, for
late-evening snacks, etc. Demon-
strating to them that there need be
nothing thrown away, and that sharp-
freezing will keep such food items
indefinitely, always scores heavily.”

Since her own home kitchen is lo-
cated next door, with a handsome
dinette, breakfast nook, etc., it isn’t
unusual for Mrs. Berman to take some
food item out of the home freezers and
“cook up a quick snack” to prove her

point. As a result, a lot of neighbor-
liood home owners are sold on the
idea that the freezer will not only pay
for itself in food savings, but that it
will also add a lot of pleasure to
family life, through providing “out of
season foods.”

Mrs. Berman sets up credit pay-
ment plans to suit the incomes of her
customers, and to date has sold every
home freezer at full list price, with no
markdowns whatsoever.,

Thus far there has been no outside
solicitation program in this St. Louis
store. Instead, Mrs. Berman keeps a
television set going every evening in
the window of the store. This invari-
ably brings a crowd of adults and
youngsters to the store front from the
residential area surrounding—who are
naturally “exposed” to displays of home
freezers, refrigerators, ranges, washing
machines, etc. “It takes a lot of
talking to sell a freezer,” says Mrs.
Berman, “But when the sales talks are
backed up with the tremendous amount
of food we keep constantly on display,
and the customer is shown figures
which she can readily understand, we
feel we get results. Eventually, we
believe, any prospect who goes far
enough to actually eat foods which
have been sharp-frozen in the freezer,
and cooked in our kitchen, will become
a customer.” !

To Save TIME |Is

naman i
 meTawEe
X i
-

calls for other than TV, and' secretarial work.

Walter Warmee, owner-manager, Elyria Electric, Elyrig, 0., expedites his dail
utilizing mail-boxes for communications and messages for employes.
and contains pertinent information and directions for individuals designated.

Jack Bishop checks his box, receives a note about a customer thot will call lat

for .salesmen, the local cartage -firm, store deliverymen, television installers

to Save MONEY

Y management problems by
Each box carries a label (or name)
In the photo, salesman
er. Included are boxes
, completed service calls,
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Selling TV DOOR-TO-DOOR Proves Profitable for Retailer

OUTSIDE SELLING SELLS TV.
Kem International, Inc., TV-appliance
dealer, located at 2454 East 75th St.,
Chicago, reports TV sales of over four
figures a day!

How “Les” Bautsch, vice-president,
and Lionel Ives, president of the firm,
built this dealership up through sound
merchandising policies, is an example.

Bautsch and Ives do not claim any-
thing spectacular about their success.
As a matter of fact, they are rather
reluctant to talk about the business,
saying it is just another case of hard
work paying off. Perhaps they are
right, but Kem International is a
“living monument” to hard work
aimed aggressively in the right direc-
tion.

Surrounding Markets

Kem International’s sales force is
the real secret of the store’s success.
The company’s officials early in the
game realized that the street on which
it is located would bring in very little
traffic. Nevertheless, they knew they
were in the midst of a good area.

East 75th Street cuts right through
the heart of the populous and pros-
perous South Shore Section on Chi-
cago’s south side. To the north are
the homes of the wealthy, abutting on
beautiful Jackson Park. To the south
are the sprawling installations of huge
steel mills, the financial lifeblood of
the south side. And in between are
houses and apartments sheltering a
highly concentrated middle class with
plenty of money to spend and good
living as its primary mission in life.

To tackle this lush market, Kem
International started to assemble a
sales force. Their task was to go from
house to house, selling television just
like the Fuller Brush man. “Doorbell
pushers,” they are, and proud of it.

There are now 25 Kem salesmen on
the outside. They drive their own cars,
carrying television sets right with them.
Usually they work in pairs. They
operate strictly on a commission basis,
without benefit of an expense account.

“We want our salesmen to build up
a route, too,” says Bautsch. “That
way, they can keep in touch with cus-
tomers and prospects, selling them lots
of things besides television sets.”

RADIO & TELEVISION' RETAILING ¢ March, 1950

The salesmen cover a large territory.
Fully half of them work in Indiana,
going all the way into Gary on their
calls. Working in the other direction,
they reach into Evanston and beyond
on the north, and into Joliet on the
west.

Today Kem has about three times
the space it started with, and there’s
still not enough room. Of the slightly
more than two thousand square feet of
selling space, roughly about one-fifth is
presently devoted to television. Meck,
Motorola, Crosley, Stromberg-Carlson,
Philco, and General Electric are some
of the TV lines carried.

The store is open every evening
except Sunday, throughout the year.
Company officials have found that
being open at night gets the husband
into the store, the lady of the house
and the young ones being won over
during the daytime.

“Make no mistake about it, the kids
are selling television for us,” Bautsch

says. “Once you get a set into the
home, the children will see that it
stays!”

The younger group, incidentally, is
responsible for the store’s increasing
business in selling a family its second

Kem International finds that evening

television set. For how else are you
going to be able to see a rip-snorting
western when the kids want “Howdy
Doody?” “Pretty soon we’ll be push-
ing ‘TV in every room’,” quips Bautsch.

Kem ‘maintains a fully equipped serv-
ice department, staffed with four ex-
perienced servicemer. who have to
hustle to keep up with the installation
business provided by the sales force.

What does Kem look for in a
potential television salesman? ‘“Previ-
ous TV or appliance experience is not
necessary,” says Les Bautsch. = ‘“We
think it is more important that a man
has some  background in door-to-door
selling, preferably with an established
territory.”

This store gives its salesmen all the

“help they need. The company has an

extensive advertising program, running
ads regularly in all the regional news-
papers. Thousands of mailbox stuffers
are printed each week for distribution
by the sales force. Noteworthy is the
fact that the leaflets and other mate-
rials carried by each salesman . give:
his own name, address and telephone
number. Good psychology there, as it
makes for a more personal service be-
tween the customer and salesman.

demonstrations bring big returns.
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Price-Cuiting Leads in

Dealers in Small Towns and Large Cities Alike Score
This ““Evil”’ Above All Others Encountered in Current Selling

® “What are the basic trade evils you
are encountering today?” was one of
the questions Caldwell-Clements, Inc.,
publishers of RADIO & TELEVISION
RETAILING, asked its dealer-readers
in the radio-TV-appliance field. 61.8%
of those answering named price-cutting
in some form, far and away the most
overwhelming vote “for” any evil.

Complaints about “short discounts”
came second with 10%, while all other
answers ran less than 10%,

The results show a marked change
from a similar survey made by this
magazine approximately one year ago,

-
:

““Back-Door'’ selling is on evil.

in which price cutting registered 47%
and short discounts 22%.

The numbers of ways in which to-
day’s customer can obtain merchandise
at less than list price are legion, ac-
cording to those responding to the
recent survey. Some dealers advertise
specific price cuts (in the newspapers
or in their windows), while others ad-
vertise a general cut-price policy.
Still others publish nothing but will
“haggle” with each individual customer.
High trade-ins conceal price-cuts, as
do give-away record players, TV fil-
ters, indoor antennas, etc. In the
“free” category also are such items as
free installation of 'TV. More subtle
reductions often include absorption of
the Federal excise tax.

The foregoing are mentioned as dealer
methods of price-cutting. Referred to
frequently in those categories are re-
tail outlets whose primary business
interest is other than radio, TV or
appliances, and who run this type of
merchandise as “loss leaders.”

Before coming to the non-retail type
of competition, we pass over the middle
ground of dealers who sell “whole-
sale” to employes of utility companies,
large factories in the vicinity, veterans’
organizations, school teacher groups,
employes of broadcasting companies,

40

etc. These so-called “discount clubs”
are accused of siphoning off the cream
of the retail trade in a community by
catering to what may be the largest
group or groups of wage-earners in
that community,

Certain non-retail type outlets are
considered part and parcel of the price-
cutting scene by those answering this
survey. This includes distributors who
sell at the established dealer net price
to a list of consumers who would or-
dinarily be retail customers, and in
many cases, indiscriminately to all
consumers. “Discount Houses,” operat-
ing as they often do with the blessing
of the distributors, are an offshoot of
this type of merchandising.

All these forms of price-cutting (and
many others not mentioned often
enough to classify) were cited b
the respondents, apparently, because
regardless of who cuts the price or how
he does it, he puts the squeeze on the
retailer trying to do a “legitimate” list
price business.

Actually, the “squeeze” comes from
more than this one “evil,” as a recita-
tion of the other evils cited shows.
Lower discounts (trade discounts) than
pre-war combined with an absence of
cash discounts, as well as very short
terms on such cash discounts as are
offered (many cite 2% 10 days from
delivery instead 10 days after the first
of the next month) are three instances
where the squeeze is put on the other
end—on the gross profit, even before
the price cut.

On top of that, many dealers cited
too much free service as an additional
cost, which they attributed to poor
quality control in the factories.

“Too many model changes” was men-
tioned by many of those writing in as
an additional squeeze on already con-

Price-cutting starts ‘'Price Fights*

stricted profits, since a mark-down had
to be taken without benefit of adjust-
ment from distributor or manufacturer.

The actual “hit parade” of price-
cutting evils, according to the exact
wording of the response on question-
naires was: ‘“Price Cutting”—33%, “Dis-

count Selling” and “Back-Door Sell-
ing”—16.6%, and “High Trade-Ins”—
7.9%, with the other 4.3% (of the 61.8%
mentioned in the first paragraph) dis-
tributed among many differently worded
complaints.

Territorial distribution of the “price-
cutting” answers was in every state of
the union, in all types and sizes of
towns and cities. In businesses, all
types were included: stores handling
TV, stores handling only radio and ap-
pliances, etc. Over a third of the re-
spondents also handle records. Price-
cutting in service was scored as well as
in sales.

Dealers had several suggestions as
to why price-cutting is so prevalent.
Most recurrent of these was “too many
dealers.” Distributors are blamed for
franchising indiscriminately and sell-
ing indiscriminately. Dealers find
themselves competing with what they
feel is an excessive number of radio-
TV-appliance dealers, plus jewelry,
auto accessory, furniture, utility, and
many other types of retail outlets, plus

Discount Clubs siphon off the cream.

discount houses, and certain distribu-
tors themselves (via backdoor selling),
and finally with mail order houses.

Most of the dealers feel that the
distributors (and indirectly the manu-
facturers, through their policies in con-
nection with distributors) could police
the price-cutting situation, as well as
limiting the extent of their distribution,
but that in many cases no effort is made
to stop it. As a matter of fact, many
of those dealers responding to the
questionnaire feel that distributors and
manufacturers give this practice a pat
on the back by selling to price-cutters,
by giving preferential discounts to
price-cutters, and by letting a large
segment of the public “get it whole-
sale.”

Since the practice is so widespread,
it might occur to some to say, “Is this
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Survey of Basic Trade Evils

an evil?” It can easily be seen from
an examination of the facts in the article
which appeared in the February- issue
of RADIO & TELEVISION RETAILING
entitled “Cost of Doing TV Business
—1950,” that the only way to operate
at a profit with the reduced gross
margin which results from price-cutting
and/or low trade discounts is by
increased volume and turnover. In-
creased volume does not result from
price-cutting alone, since when one
store cuts prices, others follow suit, and
no one has an advantage. o
Large volume -is generally associated
with larger markets and high traffic
locations. The logical inference is that,
by countenancing price-cutting, the

distributor is furthering -the interests "

of the big outlet in the big market
and furthering the decline of the small
store.

As a matter of fact, many of the
smaller stores complained that they
have difficulty getting franchises, that
they have difficulty getting prompt
delivery, difficulty getting sufficient
quantities, and difficulty getting wanted
merchandise. They are particularly
irked when they “shop” a big urban

I

1. PficelCutting

2. Back-door Selling

3. Short Discounts

4. High Trade-Ins

i 5. Too Many Dealers
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o 'Ho'\‘a‘r: Dealers Acr\éé;-:i'_"l.i;é_“'"_Co’i‘ui‘iorv". R
Ranked TRADE 'EV“.’S 3

outlet near them and find the mer-
chandise which they can’t even obtain
displayed in such- profusion that the
price is being cut.

This was particularly true last Christ-
mas with radios, especially consoles.
Non-urban (and especially non-TV)
retailers were almost unanimous in
crying for more good radio consoles,
which were practically unobtainable,
whereas in some large (especially TV)
cities, this merchandise was being of-
fered at a great reduction in order to
get rid of it. (This allegation is made
by readers who answered the survey.)

With several large stores around the
country giving up television and radio
departments because they feel it is not
profitable to carry this type of mer-
chandise in face of the situations out-
lined above, it is not improbable that
manufacturers, and their distributors

will give thought to a different ap-

proach to the problem of radio-TV-
appliance distribution. It seems obvi-
ous at this moment that a sudden re-

st

6. Terms Too Easy

7. Too Much Free Service
8. Misleading Advertising

. 9, Too Many Model Changes
~ 10. Poor Mfr., Distr. Service

turn to discounts of over 40%, as were

not uncommon before the war, would
serve ;rather to aggravate the present
situation than to solve it, since it would
give price-cutters a larget margin to
“play with.”

Although leading in mentions in the
survey of trade evils, price-cutting was
not the only subject. Among the others,
which will only be briefly touched on,
are: “terms too easy ... no down pay-
ment”’; “misleading advertising” and
fraudulent claims, on the part of manu-
facturers, distributors, dealers; “poor
service” and lack of cooperation on the
part of distributors in handling dam-
aged or defective merchandise and
replacement parts; “too many record
speeds”; “tie-in sales”; “dumping”;
“need more manufacturer promotions”;
“need more manufacturer coop ad mon-
ey”; “high handling cost of records.”

Although the percentage of returns
on these questions did not run as high
as on price-cutting, the numbers of
returns are , considerable enough to
mention. Already mentioned 'in the
discussion on price-ciitting, and there-
fore not included in the above list of
“other trade evils” are such things as
“too many dealers,” “too much free
service,” “too many model changes,”
“no price protection,” and “preferential
discounts.”
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Latest Television Models

Emerson PROJECTION SET

Model' 649 is a projection receiver with
a. 235 square inch picture, equivalent to o

20-inch direct-view tube picture. The price
is set at $329.50, about half the price of a
similar type projection Treceiver released
last year with o 192-square inch picture,
The 649 has 24 tubes plus 4 rectifiers.
Emerson Radio and Phonograph Corp., 11
Eighth Ave., New York 11, N. Y.._RADIO
& TELEVISION RETAILING.

Philco TV LINE

Five models complete the 1950 line,
Model 1633, one of two 16-inch consoles,

has 20 tubes and 5 rectifiers in a-Sheraton- -

style cabinet. Model 1632, console and
model 1600, table model, are also 16-inch
sets. Two combinations with FM-AM radio
and 3-speed changers are No. .1476-M, o
Hepplewhite mahogany cabinet and No.
1476-W, a modern walnut cabinet. Philco
Corp., C and Tioga Sts., Phila. 34, Pq—
RADIO & TELEVISION RETAILING.

Arvin TV LINE

Model 4080, shown, priced at $129.50, is
the lowest priced Arvin set yvet produced.
The set has. 16 tubes and two rectifiers
and is housed in a msetql cabinet. Other
new models are: No. 3100TM, 10-inch ma-

hogany table mode! at $199.50; No.
3100TB, blonde table model at $209.50; No.

3120CM, 12¥Y2-inch mahogany console, at
'$279.50; No. 3121TM, 12¥%a-inch mahogany

console, at $229.50; and No. 3160CM,
16-inch mahogany console, at $359.50.
Noblitt-Sparks Industries, Inc., Columbus,
Ind—RADIO & TELEVISION RETAILING.

{42

Magnavox TV LINE

Four console combinations and three
TV-only sets have been added to the line.
The “American Traditional,” shown here,
has 16-inch TV, FM-AM radio and 3-speed
changer. With TV the price is $595;

without, $325. The "French Provincial”
and “American Modern” are also combina-
tions and list for $795 with TV and $375

without. The other combination, “Em-
bassy,” also has 16-inch TV and lists for
$995. .The three TV-only sets :are “the
“'Shoreham 200.” q 19-inch set in mahog-
any or maple at $495 and the “Normandy"’
and “'Contemporary’’ at $495. Magnavox
Co., 2131 Beuter Rd., Fort Wayne 4, Ind—
RADIO & TELEVISION RETAILING.

Crosley TV SETS

Two additions to the “Family Theater
Series” are the model 10-412, 12¥2-inch

screen set with full length doors for $329.95
and the model 10-418 (shown), a 12V2-inch
open front set for $289.95. Crosley Div.,
Avco Mfg. Corp,, Cincinnati, Ohio.—RADIO
& TELEVISION RETAILING.

Brunswick TELEVISION

Model 512, a'12%-inch model, has been
announced. It has mahogany top and
sides. and silk screen glass front with
brass rails. List price is $179.95. Bruns-
wick Radio & Television, Div. of Radio &
Television, Inc., 244 Madison Ave., New
York 16, N. Y—RADIO & TELEVISION RE-
TAILING.

Hoffman SPRING MODELS

Includes three 19-inch TV consoles, nine
16-inch TV consoles, three of which are

FM-AM, 3-speed phono combinations, six
12¥%-inch consoles, also including three
combinations, and two 12Vs-inch TV table
models. Shown is model 847, 16-inch rec-
tangular screen model in blond oak. Also
introduced were two table and three con-
sole \FM-AM receivers, the first Hoffman
radio sets in over a year. Hoffman Radio
Corp., 3761 So. Hill St., Los Angeles, Calif.
—RADIO & TELEVISION RETAILING.

Pilot TV LINE

A new 12V-inch set has been an-
nounced, model TV-125. It includes FM
radic and phono-jack. List price is
$239.50. It is available in mahogany or
limed oak. -Pilot Radio Corp., 37-06 36th
St., Long Island City 1, N. Y—RADIO &
TELEVISION RETAILING.

Bendix TV LINE

One table model and two consoles have
been introduced. All sets use a l4-tube
plus two rectifier circuit. Model 2025,
shown here, is a 12V%-inch table model

listing at $199.95. Model 3033 is a 12s-
inch console listing at $239.95. Model 6002
is a 16-inch console. It lists for $299.95.
All sets are finished in mahogany veneer.
Bendix Radio Div., Bendix Aviation Corp.,
Baltimore 4, Md.—RADIO & TELEVISION
RETAILING, !
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ANCHOR’S NEW 2-STAGE BOOSTER NOW Enlarges Your TV Market
for Sales to Thousands of New Suburban and Fringe Area Residents

In 1949 the ANCHOR Single Stage BOOSTER improved television reception for 1 out of every 4 TV Set Owners.
Thousands of apartment dwellers, suburban and fringe area residents the nation over demonstrated their prefer-
ence by making ANCHOR the Number One BOOSTER in sets sold. ANCHOR developed this recognition only through
its own top-notch performance by being able to deliver sharp snow-free pictures in most difficult conditions. Now
ANCHOR has added the new Two Stage BOOSTER to their line to bring television, and the finest television re-
ception, to everyone. The New ANCHOR Pre-Amplifier Will Out-perform Any Two Stage BOOSTER on the market.

N : . L
PO E S TAGE TAV:S_.S,T_'TOGOE . Single Knob Construction allows switching
e ‘i}L‘__—“- ! and tuning with a flick of the wrist.
4

‘ Radically new switching of tube and circuit

it @ O

T components.
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‘ b—r = 6% ' Modernly styled with streamlined plastic es-

. ] =]
\45 cutcheon. Soft mahogany leatherette finish.

} —24
[ |. ‘2..T|3 e ' . Most stable non-regenerative unit available.

i PHANNEL NUMBER The unit that is not returned.

b

' ANCHOR

| ENGINEERING ANCHOR RADIO CORP.

ALWAYS A
i YEAR AHEAD'!

2215 SOUTH ST. LOUIS AVENUE CHICAGO 23, ILLINOIS



New TV and Radio Sets

RCA RADIO-PHONOGRAPHS

Two new consoles, Traditional (Model
A-78) and 18th Century (Mode] A-106), fea-
ture two record changers: one for 45 RPM
discs and a dual-speed for 334 and 78.
The A-78 is priced at $199.95 in mahogany

or walnut; $209.95 in limed oak. The
A-106, shown, is $269.50 in mahogany or
walnut; $285 in blond finish. A new selif-
contained 45 RPM phono (model 45-EY) at
$29.95, and « player-attachment for 45
RPM (model 45-]) at $12.95, have also been
added to the line. RCA Victor Division,
Camden, N. J.—RADIO & TELEVISION RE-
-TAILING.

Hallicrafters TV MODELS

Model 745, shown, is a 16-inch mahog-
any table model priced at $279.95. It ig
available with consolette base for $299.95.
Seven other models include a 12-inch plas-
tic table model (No. 715) at $179.95, two
12¥2-inch consoles, two 16-inch consoles, «a
18-inch console and a 16-inch radio-phono-
TV combination priced at $399.95 in mq-

hogany (No. 770) and $409.95 in limed
oak (No. 771). The Hallicrafters Co., 4401
W. 5th Ave,, Chicago, [i1~——RADIO & TELE.
VISION RETAILING.

Sonora TABLE RADIOS

One radio-phono and ‘five table radios
are offered. One table radic is FM-AM.
The radio-phono has a 3-speed automatic
changer. Also offered are two 3-way
portables, and a 12%-inch table model
TV set. Sonora Radio & Television Corp.,
325 N. Hoyne Ave., Chicago 12, Ill.—
RADIO & TELEVISION RETAILING.

44

Capehart “CONCERT GRAND"’

Model 4002, “Concert Grand,” is a 29-
tube, 16<inch TV console combination with

FM-AM radio and 3-speed changer. The
18th Century styled cabinet is mahogany
and contains a 12-inch speaker, builtin

antenna and single tone arm. It replaces
model S504P16, "'The Symphony.” List
price is $795. Capehart-Farnsworth Corp.,
Fort Wayne 1, Indiana—RADIO & TELE.
VISION RETAILING.

Lear "DYNATROPE"

A radio-phono combination with FM-AM
radio, single record disc turntable and
arm, and wire recorder, has been an-
nounced. Lear, Inc.,, 110 Ionia St, N. w.,
Grand Rapids 2, Mich—RADIO & TELE-
VISION RETAILING.

DeWald ’KING SIZE”

The 1%inch TV console, Model DT-190,
sells for $399.95. It has q 23-tube chassis
and 10-inch speaker. Cabinet is mahog-
any veneer. DeWald Radio Mfq. Corp.,
35-15 37th Ave, Long Island City 1,
N. Y—RADIO & TELEVISION RETAILING.

Vidcraft TELEVISION

New line features the 16-inch, 24-tube
set shown. Available in blond or ma-

hogany with FM for $259.95; TV only
for $249.95. A 19inch consolette with
FM radio is priced at $279.95 and a 125
inch table model at $189.95. These sets
have a jack for phono attachment, A
16-inch console combination with FM-AM
radio and 38-speed record changer lists for
$385.95. Vidcrait Television Corp., 780 E.
137th St., New York 54, N. Y—RADIO &
TELEVISION RETAILING.

Philco RADIO-PHONOGRAPHS

Two new AM radio and 3-speed changer
combinations have been introduced.
Model 1424, mahogany veneer table model
shown, sells for $109.95. Model 1718, ma-

hogany finished console, sells for $149.95,
Philco Corp.,, C .and Tioga Sts., Phila. 34,
Pa—RADIO & TELEVISION RETAILING.

Motorola AUTO RADIOS

Five miniature tube sets comprise the
new line. Two are dual-unit sets: model
800,-'7 tubes plus rectifier, at $79.95 oand
model 700, 5 tubes plus rectifier, at $69,95.
The three single unit sets are: model 400
for $39.95, model 500 for $49.95 and model
600 for $59.95, Motorola, Inc., 4545
Augusta Blvd., Chicago 51, Nl.—RADIO &
TELEVISION RETAILING.

Raytheon TV LINE

Prices on the eight new models range
from $199.95 for “The Rover,” model M-
1106 shown here, to $329.95 for the model

C-1602, 16-inch console.
one of five new 12¥-inch models, four of
them table models, one console. The
other three models are 16-inch consoles,
Raytheon Manufacturing Co., 60 E. 42nd
St, New York 17, N. Y—RADIO & TELE-
VISION RETAILING,

“The Rover”’ is

Mercury TV LINE

Model 9101, o 19inch consolette with
full-length doors and circular screen has
been added to the line. It is available in
walnut, mahogany and blonde and lists
for $399.95, Mercury Television & 'Radio
Corp., 861 N. Spring St., Los Angeles 12,
Calif —RADIO & TELEVISION RETAILING.
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Brlgl“‘est Sales Star in
Your TV Profit, Picinre!

N 2
ew 16-inch Redangular Tube

A Price and Picture to Please Everyone!

The Criterion. 16 inch
Super Circle Screen.
176 sq. in. Picture.

The Console.12Y; in.
Super Circle Screen,
Big 110 sq. in. Picture.

$329.95

The Suburban. 12'4
inch Super Circle
Screen. Big 110
square inch Picture.
The Rover. 12% inch
Super Circle Screen.
Big 110 sq. in. Picture.

RADIO & TELEVISION RETAILING ¢ March, 1950

rAYTHEON

TELEVISION

IN ¢

PRODUCT OF 25 YEARS OF LEADERSHIP
ELECTRONIC ENGINEERING

Brightest sales star in the ever brightening tele-
vision sales horizon is RAYTHEON. Raytheon
TV is built on one of the strongest and broadest
foundations in the entire radio and electronics
industry—with 25 years of invaluable experi-
ence in radar and high frequency communica-
tions. Watch Raytheon—the bright TV sales
star—the company best qualified to bring you
the consistent high quality and lowered costs
that will add up to more sales and profits for you.

SELL RAYTHEON ... ALL THESE NEW 1950
MODELS HAVE ALL THE SURE-SELLING,
CUSTOMER WINNING FEATURES YOU WANT

® GLARELESS GRAY TUBE
Holds eye-straining glare inside the tube.
clarity and contrast by 60%.

® SYNCHROMATIC STABILIZER {
Assures constant brilliance, minimizes fade, flutter, in-
terference from outside sources.

® PRE-FIXED FOCUS
Permanent magnet focalizer holds image in exact
center and in sharpest focus always.

® LONG-RANGE SENSITIVITY

Raytheon's electronic excellence develops circuits that
bring in wonderfully clear and steady pictures in outer
TV signal areas.

® ADJUSTABLE "RAY-TENNA'

Raytheon’s exclusively designed, built-in aerial elim-
inates expensive outside installations, most locations.

Increases

FOR FRANCHISE DETAILS WRITE, WIRE OR PHONE.

BELMONT RADIO CORPORATION

Subsidiary of Raytheon Manufacturing Company

5927 Dickens Ave., Chicago 39, Illinois
DESIRABLE DISTRIBUTION TERRITORY STILL AVAILABLE

| THE SUBURBAN
$219.95

Prices slightly higher in West and Sauth

THE ROVER
$199.95
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® To do a big job in selling refrig-
erators, the merchant should have a
well balanced program. First, he needs
to maintain an adequate number of live
prospects in his files, and second, he
must sell a satisfactorily high percent-
age of such prospects. by (a) stocking
makes that are popular in his com-
munity, and (b) by employing effective
sales techniques.

Since it is comparatively easy for any
good dealer to stock acceptable brands
of refrigerators, and because he must
employ efficient sales methods to stay
in business, the  problem of getting
enough live leads remains as one of
paramount importance.

Your Own Back Yard

Too many dealers who complain about
not having enough leads to more re-
frigerator sales go along year after year
ignoring the opportunity existing in
their own service departments, or in
the files of customers serviced by their
factory set-ups. Certainly, a home-
owner who spends good money main-
taining an old refrigerator is a prime
prospect for a replacement unit. Many
a dealer has had the sad experience of
keeping an old box operating through
sheer ‘ingenuity for a long time, only
to find out one day to his sorrow
that some other merchant has sold the
customer a new refrigerator.

The salesforce in every store should
use refrigerator service calls as leads,
and should be provided with data con-
cerning age and condition of the equip=
ment serviced. Armed with such in-
formation, the salesman can make a
personal or phone call in an endeavor
to get a replacement sale. Some cus-
tomers are so used to paying out good
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money to keep some old “dog” oper-
ating that they never give a thought to
buying a new refrigerator until some
clever salesman suggests it to them.
As a matter of fact, some consumers
may take it for granted that even new
refrigerators require frequent service,
basing such premise on the experience
they’ve had with some aged and failing
box.

In many instances, one major repair
job will cost a user as much as a third
of what it would cost to buy a new
refrigerator! In addition to the many
advantages, such as faster freezing, bet-
ter storage arrangement and appear-
ance, modern refrigerators cost less to
operate, smart salesmen are quick to
point out after stressing the money
saving on repairs.

A good rule to follow is to make it a
point to offer to trade in any out-of-
guarantee refrigerator you’re called on
to repair.

Get Leads From—

¢ Service department
Store visitors (follow them up!)
Just-sold customers
New residepts
Free-lance salespeople

_Advertising and canvassing

S R TU L el e e

Another angle to getting replace-
ment business is the size proposition.
Many refrigerators, even though in
good working condition, are too small
for present-day use, and many can be
replaced on this basis alone. Many of
such too-small refrigerators were pur-
chased because they fitted into some
particular space. Today’s trend toward

more interior storage space in a box of
smaller outside dimensions opens the
way to a great many sales for the dealer
who knows how to put such features
across to the prospective purchaser.

Prospect Sources

In addition to leads from the service
department there are numerous other
sources at the disposal of every dealer.

First, there are the “drop-ins”-—the
strangers who come in to look at the
dealer’s products. Today, many sales-
men wait on drop-in visitors in a
routine fashion, permitting such folk to
leave the store mameless and address-
less. The important thing to remember
is that most of the people who come
in to look around are first-class pros-
pects, since they have done just what
every merchant wants them to do—uisit
his store! No salesman, however astute,
can determine in a casual fashion
whether the “lookers” are prospects or
“suspects” until he has made a follow-
up call on them, or until they come in
again,

Another prime lead source is in the
home of the “just-sold’ customer. The
salesman who ecalls soon after the sale
to ask for the names of some likely
Prospects who are friends of the pur-
chaser, will seldom leave without a few
hot leads.

“Newly-come” residents usually need
numbers of new things, and refrig-
erators rank high among their wants.
Many do not move old refrigerators
with them, and those who do bring the
old box to the new location often find
that the size is not right, or that from
an appearance standpoint, a replace-
ment is something to be desired. Names
of newcomers can often be obtained
flt'om local utilities, real estate agents,
ete.

The multiple dwelling offers oppor-
tu_mties for new and replacement re-
frigerator business either from purchase
by the landlord or by the individual
tenant, Though many dealers cannot
get their hands on landlord business
In some of the very large apartment
houses, they can very often sell the
owner of a smaller multiple dwelling,
where, for instance, the landlord fur-

(Continued on page 105)
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Arvin SUPER-POWERED Portable
MODEL 350-P—in appealing Jade Green, favorite' Kingfisher
Blue, Sandalwood or rich Burgundy. Appeals to your customers
through its greater beauty, richness of tone and attractive
price. It’s smart to look at, sweet to listen to, and the greatest
i value on the market. Super-powered for super-results—but
| compact in size and light in weight. Whether on batteries,
! AC or DC, it performs rings around most portables. Build
! your portable display round this great Arvin NOW!
tt

J Other ARVIN Portables, $16.95 and,up

>ttt ardd

MODEL 480TFM—straight AC chassis for
greater power, sensitivity, distance—in an

sleek, modern styling! Choice of walnut
or ivory with satin finish gold color metal.
Big, beautiful, easier-tuning dial. Genuine
: Alnico V speaker; long-range built-in
in a smart new cabinet design!  antenna.

An engineering triumph

all-new plastic cabinet that’s a triumph of"

*Slightly higher in Zone 2

| Arvin Radio & Television Division
NOBLITT-SPARKS INDUSTRIES, INC, o .COLUMBU‘S, INDIANA
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How to Figure
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Flexible Formula Allows for Variables, Permits

Tailor - Made Policy to

® As saturation increases in estab-
lished TV market areas, the necessity
for accepting trade-ins on larger-screen
or improved models is fast growing.
Unlike many used small appliances
which are relatively worthless from a
resale point of view, and on which
trade-in allowances are given as a form
of discount, a used TV set at the right
price may find a ready sale to a “new”
TV family with limited funds, or to
others as a “second set.” It is often pos-
sible for such purchasers to get a
better or even bigger used set than the
new one which carries the same or sim-
iliar price.

A few dealers have already dis-
covered that the resale of TV trade-ins
can be carried on at a profit. At the
same time, a realistic trade-in offer
from such a dealer (who can afford to
make such an offer because he sincer-
ely intends to resell the receiver),
attracts many new sales from users
who are ready for a larger screen set

. . or one with more features, such
as a combination console.

The formula for figuring trade-in
allowances which is outlined below is
based on the premise that the trade-in
set will be resold. It bears no particular
relation to the price of the ‘new set
being bought at the time of the trade-
in, with this exception: that it is as=
sumed the new set will be at least
comparable in value with the old one:
We do not mean by this that it will be
as expensive as the old one, since the
prices have gone down. But comparable
value might be stated this way: the
same size or larger screen if the old
set was a straight TV set; and .if the
old set was a combination, then the
new one should be a combination with
the same size or larger screen, or a
straight TV set with at least the next
size larger screen.

Establish Selling Price

The first step in determining the
trade-in allowance on a used TV set
is to establish a “suggested retail
price” at which the set can be resold.
The following table has proved success-
ful in several areas. If, however, after
testing these percentages on paper with
several known models, the dealer feels
that the resultant prices are too high or
too low for his area, he may scale the
whole list up or down a few per cent
to arrive at a more suitable figure.

The following table for obtaining the
resale price shows the age of the trade-
in, followed by a percentage. To obtain

48

the sale price, take that percentage of
the most recent price of a comparable
receiver:

Table 1

Age—90 days to 1 year ..65%
to 2 years.......50%

2 to 3 years. . . 30%

3 to 4 years. . .....20%

4 to 5 years. ... ...10%

Over 5 years. . . . 5%

Let us cite an imaginary case to show
how this table works. As an example,
we shall take a 10-inch table model
TV-only receiver made by manufac-

“turer “X”. This receiver originally cost

$375. The set is between 2 and 3 years
old, so the percentage is 30%. The cur-
rent price for a 10-inch table model of
the same manufacturer is $169.50. The
resale price on the old set is therefore
30% of $169.50, or approximately $50.
This is not the trade-in allowance, but
the resale price. To take another exam-
ple, we have for trade a 2-year-old
12-in table model which cost $475. The
most recent price on a 12 (now 121%5)
inch table set of the same manufacturer
was $329.50. The resale price of the old
set is therefore 30% of $329.50, or $98.85
(which we might round off to $100.).

Reconditioning Costs

It can be seen that basing the resale
value .on the current or most recent
price of a receiver comparable to the
old one and made by the same manu-
facturer protects the dealer on lines
which have been greatly reduced. In
the two examples just cited, the 12-inch
receiver is now valued at 21% of its
original cost, whereas the 10-inch re-
ceiver is only 13% of its original price.
This might not have been true had
different hypothetical cases been cited
as examples, but serves to show how
the formula adjusts itself to take into
account these variables.

Now that we have established the re-
tail price for resale, we can determine
the trade-in allowance. The trade-in
allowance is equal to the resale price
less a percentage to cover the dealer’s
profit, and a percentage to cover recon-
ditioning for resale. .

Reconditioning the receiver must be
predicated on the original cost of the
set, since a “comparable” new one most
likely has fewer tubes and parts. In
several instances checked, 5% of the
original cost of the set was found suffi-
cient to cover reconditioning where this
does not include replacing the picture
tube. This percentage may ‘be adjusted
by the dealer if his experience or judg-

Fit Any Situation

ment prompts him, but we shall use it
for the sake of example. In the case of
the $375. set, the allowance for recon-
ditioning (at 5%) would, therefore, be
$18.75, and for the $475. set, $23.75. If
the dealer chooses to replace the picture
tube automatically in reconditioned
sets, 5% would not cover it. Although
prices on tubes are changing, and also
vary according to which brand the
dealer buys and what quantity he buys,
we might generalize by saying that a
10-inch tube costs him about $25., and a

" 12-inch about $35. To cover this sum,

the percentage for reconditioning would
have to be raised to about 12% of the
original cost of the receiver. In the case
of the 2-year-old 10-inch set cited
above as an example, it would not be
possible to give any trade-in allowance
at all on this basis." We believe that
with trade-in prices being closely
paced by the lowered cost of new sets,
the dealer will be forced to reject the
picture tube replacement idea, and in
addition, would give full trade-in al-
lowance only on sets that work.

The final item in determining the
trade-in allowance is profit. This is
strictly at the discretion of the mer-
chant and may vary from 0 (one dealer
we know of does not attempt to make a
profit on trade-ins, but only breaks
even) to 100%. In order to cite an ex-
ample, we will choose 10% profit as an
average figure for this type of sale (the
dealer will also make a profit on the
new item sold in place of the trade-in).
Ten per cent, then, of the resale value
of the receiver is profit. On our 10-inch,
2-year-old set, therefore, we find the fol-
lowing:

(A) Original Cost .. $375.
(B) Resale Value ..... 50
(C) Reconditioning cost. 18.75

(D) Profit (109% of $50.) 5.00

23.75
(E) Trade-ln Allowance 26.25

On the 12-inch, 2-year-old set;

(A) Original cost .. $475.
(B) Resale Value . .. 100.
(C) Reconditioning cost. 23.75
(D) Profit 10.00
3375

(E) Trade-In Allowance. ' 66.25
To review these procedures, we first
arrive at the resale value (B) by using
the percentage in table 1 (based on the
age of the set) and multiplying this
(Continued on page 105)
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DUMONT LEADS THE INDUSTRY...IN

OUMDN

sl wil e ﬁamz Tetovision,

Invite your prospects to see
the Morey Amsterdam show
over the DuMont television
network. Morey is a great
L solesman.

Copyright 1950, Allen B. Du Mont Loboratories, Inc.

RADIO & TELEVISION RETAILING ¢ March, 1950

Du Mont’s staff of 250 engineers is headsd by two of the
world’s leading electronic authorities=Dr, Allen B.
Du Mont, President. and Dr. Thomas T. Goldsmith, Jr..
Director of Research.

Much of the development in the field of television since
1931 has come out of the Du Mont Laboratories. And
this is only natural. For it was Du Mont’s development of
the cathode ray tube from a laboratory curiosily that made
electronic television commercially practical; and Du Mom
has pionecred every phase of television—broadcasting, and
transmitler as well as receiver manufacture,

Today, every Du Mont receiver is the direct result of this
vast background of technical experience. That's why we
say: “What no other receiver can give you, costs you
nothing in a Du Nont.”

First in Precisdon Electronles. Du Mont TI’ e;m
Laboratories are the world's foremost y = 7
makers of acientific instruments employing &
the cathode ray tube.

First in Rador. In 1933, Dr. Du Mont filed a
patent applicaiion which the Army asked
him to withdraw and develop the invention
in decpest secrecy. That was radar.

First In Broadcesting, Du Mont operates the e .
first television network, snd now has ‘ot
affiliated stations in almoat every
television city.

First in Station Equlpment. Many of the
television broadesasting stations now on the
air were planned by Du Mont engineers
and built with Du Mont brbadcasting
equipment.

First In Fine Receivers. Du Mont built the first 'ﬁ E; -
commercial home television reeelvers = ’f"’

LI

(1939) and was firnt oa the market with a 0

full line of postwar reccivers (1936). -"-rtr'.’. :

Allen B. DuMont Laboratories, Inc., Television Receiver Div., East Paterson, N. J. and the DuMont Television Net work,515 Madison Ave.. LY. 22, N.Y.
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Decca's ANTA “‘Album of Stars’ offers outstanding stage artists in
memorable scenes from Broadway productions in which they have ap-
peared. The tremendous oppéal of this collection to theatre-goers,
students, local groups, and collectors in general should

afford dealers a wide range of ipromotional' possibilities.

Cab Calloway, right, has
signed with London rec-
ords. Look for his first
releases to do well. Richard
Hayes, 4dower right, has
come up with another
successful discing for
Mercury, ““The Fly-

ing Dutchman.”

Cartoonn extreme left
depicts croone