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THIS TV SET

HAS EVERYTHING
INCLUDING A

VALUE-PACKED
VOLUME-GETTING
LOW PRICE

v/ SOFT-LITE FULL-VIEW

16 REC'I'AIIGIII.A F 1995

v/ TUNE WITH ONE KNOB
v/ NEW SUPER-POWER CHASSIS
V BEAUTIFUL COMPACT CABINET

e 4 NATIONAL DISPLAY
1454 Merchandise Mart,
Chicago

[ ]
AIR KING PRODUGTS CO., INC, - 170-53rd St., Brooklyn 32, N.Y. has everythlng !

Price slightly higher
West of the Rockies

www americanradiohistorv com
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WITH EXCLUSIVE
THERMO-CHEF. ..

the amazing, versatile
"'second oven’’!

PUSH-BUTTON
PRE-HEAT. ..

40% faster, fully auto-
matic. Foolproof!

SUPER-HEAT

© MONOTUBE UNITS...

fastest, most efficient
unit made Worp-proof!

7-HEAT SWITCHES...

not 3 or 5, but 7 degrees
of heat, simmer to boill

NEW LOW PRICES...

““WAFFLE’”” CHROME TRIM

...FRONT SERVICE...

PORCELAIN DRIP PANS!

Q/Mé 7 2

RADIO & TELEVISION

wWWW.americanradiohistorv.com

RS

NEW EASY-CONNECTING
TABEE TOP MODEL...

Saves 50% in time and labor cos!s
:n installation through *'stand up”’

cennecting al top. New savings

. «. bettegt ©nnectionst

RETAILING ¢ October, 1950
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LINE

SUPER-HEAT IMMERSION UNITS...

for faster, mere eccnomical heat!

INVERTED WATER BAFFLE.,.

te minimize colc water mixing!

EXCLUSIVE TEMP-O-STAT...
greater salety and protaction

ANODIC RCD.

eompletely e inna-e: ‘red water’ !

RADIO & TELEVISION RETAILING e October, 1950

WITH MORE THAN 25
ARRANGEMENTS. ..
from just 3 basic units!
"CONVENIENCE-LEVEL"’
NO-STOOP OVENS...
adjustable height!

RIGHT OR LEFT HAND
AUTOMATIC OVENS...

as your customer prefers!

BUDGET OR DELUXE
ARRANGEMENTS . ..

to fit every prospect’s purse!

NEW BUILDING OR
MODERNIZATION . ..

means more sales for you!

LOW INVENTORY—
HIGH TURNOVER...
triples your profit potentiall

THE MOST PUBLICIZED RANGE IN AMERICA,..
AND IT'S EXCLUSIVELY UNIVERSAL!

UNIVERSAL (

wwWwW.americanradiohistornv..com.

LANDERS, FRARY & CLARK, NEW BRITAIN, CONN.
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Webster-Chicago has always endeavored to
protect its authorized dealers from the
damaging competition of cataloging sales. We
recognize that in the field of radio and elec-
tronics, amateurs, experimenters and others
have enjoyed preferential price discounts. In
some cases, these discounts have been given to
consumers who ordinarily would buy from

an authorized dealer at full reza:sl price.

To eliminate the loss of this legitimate dealer
business, Webster-Chicago has informed

its distributors that all catalogs, advertisements
and other announcements directed to the

general public must carry full retail prices.

For specialized buyers—experimenters,
engineers, industrial users and others—

a preferential price, considerably above the
dealer price, is recommended. This preferential
consideration should apply to component

parts only and not to any Webster-Chicago
finished line consumer products.

To assist the distributor and dealer
organizations, Webster-Chicago will continue
the policy of approving advance proofs of
catalogs and other written announcements
before publication. This is being done to aid
distributors to do their part in protecting the
price structure of Webster-Chicago products.

(This pricing policy is not intended to
conflict in any way with federal
or state laws governing resale prices.)

We at Webster-Chicago feel confident that
this policy will enable our distributors and
dealers to enjoy increased business in the many
new markets constantly opening for

our diversified product line.

5o\

W. S. Hartford,
Vice-President in charge of Sales

%
RADIO & TELEVISION RETAILING ¢ October, 1950

www americanradiohistorv com


www.americanradiohistory.com

" s —
Philco creative engineering leads the way in
bringing you sweeping advances such as the
Balanced Beam picture, the exclusive new
Custom-Duplex Chassis. the Electronic Built-
In Aerial, and many other Philco “firsts .

—e

Quality and super-efficiency is the keynote
at Philco’s huge, ultra-modern tube plant
in Lansdale, Pa. Here, for example, is a
secuon of a huge overhead conveyor thut
carries 1,700 Philco TV picture tubes at once.

Sub-Boses for Philco television sets, afrer
zinc-plating, are checked for finish, thick-
ness, and appearance. This is tvpical of the
extra care that makes Philco Firit i Quality!

RADIO & TELEVISION RETAILING » October, 1950

It’s the m in Every Step of the

: Design, Engineering and Production of

~ PHILCO

> Balanced Beam Television

Yes, Philco for 1951 continues 1its QUALITY CRUSADE!
In its vast far-flung factories ... in a myriad of electronic
laboratories . . . in every step of design, engineering and pro-
duction, everything is pointed towards higher quality and more
ethcient production, guided by infinite care and painstaking
attention to detail. Pictured here are a few of the intricate
processes that go into the making of the finest television sets
ever built—First in Qualiry, First in Performance, Fivst in Value!

In manufacturing tuner coils, asshownabove, Some 525 operations are required to make

much of the work is done by hand due to a Philco cabinet. While some are machine-
the fine and delicate parts assembled. Yet at processes, most of the workmanship that
Philco’s plant at Croydon, Pa., coils are makes up the beauty of the finished cabinet

turned out at the rate of 150,000 a week. is the handiwork of a skilled craftsman.

“—

(£

\'//PHI'LCO\\

V G \

V), QUALITY \

Ny /
engineers, reproduces all TV frequencies \\ /’

Miniature TV Station, developed by Philco

and varying signal strengths. Thus sets can
be tested under typical fiel conditions.

wwwwamericanradiohistorv. com
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@ Super-Sensitive FM-AM Radio

S

with Performance Superiority that makes Sales!

Again Zenith lengthens its lead over the
FM-AM field—with new and better ver-
sions of the Zeniths that were already
the industry’s two best sellers. With
Zenith’s unrivaled Super-Sensitive FM,

they bring in a wealth of entertainment,

New Super-Medallion

Genuine Super-Sensitive Zenith-Armstrong
FM plus Zenith Long Distance AM —auto-
matic volume control— built-in Wavemag-
net* and Light-Line Antenna—cabinet of
beautiful maroon plastic with Roman Gold
mesh grille and tuning indicator.

Zenith is

Mol Pr 51

ZENITH RADIO CORPORATION, CHICAGO 39, ILLINOIS
Over 30 Years of “Know-How" in Radionics Exclusively
ALSO MAKERS OF AMERICA'S FINEST HEARING AIDS

static-free and real as only genuine FM
can be. Their newly designed cabinets are
the style highlights of the radio year. Of
course, both have Zenith’s famous Long

Distance AM, big Zenith-built Alnico

speakers and other Zenith advantages.

New Super=-Triumph

The same Super-Sensitive FM and Long Dis-
tance AM as the Super-Medallion, plus new
broad-range tone control —jewel-like on/off
indicator —maroon plastic cabinet with
“Flexo-Grip” carrying handle—Roman Gold
embossed dial.

®
won; ostnse RADIO
and TELEVISION

RADIO G TELEVISION RETAILING » October, 1950
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THERES MAGIE IV A MAME

My G-£ tube sales
prove it!”

* Q [lEVISlON

TV PICTURE TUBES
METAL TUBES
GLASS TYPES
MINIATURES

—also GERMANIUM DIODES
and SELENIUM RECTIFIERS.
Stock G-E 100-percent, to sim-
plify ordering—benefit from
bulk deliveries—profit from
General Electric tube quality
and popularity.

RADIO & TELEVISION RETAILING ¢ October, 1950

ss AL MAKES

«T DUYERS realize they're getting top quality with

GENERAL ¢

I ) General Electric. That's why I sell more G-E tubes
faster. 1t’s mighty profitable business for me!” Thou-
sands of radio-TV servicemen agree. Their casn regis-
ters have rung up the gratifying figures. . . . Want to
share in this bonus of extra tube sales, extra profits?
See your G-E tube distributor! He’ll be glad to explain
how General Electric—not content with supplying a
first-grade product and setting the pace in new tube
design-—-helps you harvest sales by vigorous promo-
tions, arresting displays, colorful signs that guide steps
to your door. The illuminated G-E window sign above
is an example. Your G-E tube distributor supplies
these. Write us and let us put you in touch with him.
Address Section 181, Electronics Department, General
Electric Company, Schenectady 5, New York.

ﬁ{/ (47444 ///// /('//‘Z [’(‘/////'éil(‘(’ 222 .

www.americanradiohistorv.com
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- Arvin

@ Velvet Voice Radio

You can hear the difference!

s

ARVIN MODEL 450-T —The outstanding 5-tube val-
ue of all time! Eye-calching beauty, ear-thrilling
Velvet Voice tone! AC /DC superhet, 5 tubes includ-
ing rectifier, Alnico speaker. Underwriters’ listed.

(Ivory finish, $24.95)
: 2 (Walnut)

MODEL 451-T —Szme chassis, with edge-lighted lu-
cite dial, lucite knobs, finish-o-gold ap-
pointments, in Willow Green, Ivory, Eb- 32795
ony, or Sandalwood, illustrated . . .

w
< This Christmas . . . feature the 4 g
most Beautiful and Complete Radio Line

Seven great national magazines are telling mil- these beautiful Arvin Radios into your own news-
lions of readers about the high styling, the breath- paper advertising—into your windows—into your
taking beauty and prime performance of Arvin store displays! Cash in on the universal Christmas-
Velvet Voice Radio this fall. And in every ad, shopping desire for top quality at a big-value
Arvin value is stressed again and again. price! Use Arvin’s pawerful displays and free mats

Make the most of this terrific selling help! Get to clinch attention—and build sales and profits!

A COMPLETE LINE OF 37 SETS FROM $13.95 TO $179.95

ARVIN MODEL 481-TFM—Queen of all table
model FM /AM receivers, brilliantly styled, with
8 tubes including rectifier. Straight AC circuit,
4-gang variable condenser. I'M tunes easily as
AM. Heavy duty magnetic speaker. Built-in AM
loop antenna; 'M antenna.

4 ’ (Mahogany
Plastic)

MODEL 480-TFM—1In choice of 4 colors: 55 495
Rosewood,Willow Green,Sandalwood,
Ivory—

Write, wire, or phone for distributor’s name

ARVIN INDUSTRIES, Inc.

Columbus, Indiana

(Al prices subject to
change without notice) (Formerly Noblitt-Sparks Industries, Inc.)

8 RADIO & TELEVISION RETAILING ¢ October, 1950
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Delicately decorated, hand-wrought iron keys produced
in Germany in the 18th Century. Produced by some
of the greatest of all great German iron workers,

Today, as in the eighteenth century, highly skilled
men in highly specialized fields labor diligently
to produce extra-fine quality goods for the
honest benefit of their fellow men.

In cathode ray tubes, the distinction of producing
the world's finest television picture tube has heen
gained and maintained by the men who work

at Tel-0-Tube....men who are, in every
respect, Masters of their Craft....

The Greatest Names in
Protect Their Names with

(& o .
elevision

el-O-Tube

Tel-O-Tube Dealers Everywhere.

Write for the one nearest you.

TEL-O-TUBE Corporation of Amerit
~EAST PATERSON, NEW JERSEY N

THE ¥OMLD'S FINEST
TELEVISION PICTURE FUBE

- Courtesy of the stetropolitan Museum. of Art ‘J

E; :-“;.;_, * il

Dept. TR-9

RADIO & TELEVISION RETAILING e October, 1950

wwWw.americanradiohistorv. com
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Sales: Office: TEL-O-TUBE Sales Corporation, 580 Fifth Ave., New York 19, N. Y.
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BLALK-DAYUITE TELEVISION

17CI01. 17" rectanguar black
tubz. Genuvine mahcgany or
blond veneered cab net with
fine y figured doors aid swivel
ccsters—easy to turn,
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NOW’S THE T
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GENERAL 43 ELECTRIC

RADIO & TELEVISION RETAILING o October, 1950 n

PUBLIC acceptance is the root and trunk of the most valuable
asset any business can have—customer goodwill.

Year after year, the most eminent market researchers in
America find that no name anywhere enjoys greater public
acceptance than General Electric.

Today, this public acceptance is reflected in overwhelming
demand for G-E Black-Daylite Television. Featuring new
big-as-life, true-to-life pictures, lastingly beautiful furniture,
advanced G-E rectangular black tubes, G-E Automatic
Sound, powerful G-E built-in antennas—here’s quality
the public wants, backed by a name your store and your
customers can always believe in.

Today, dependable performance is more important
than ever before. You can look to General Electric for
television quality that protects your most priceless asset.
General Electric Company, Receiver Division, Syracuse, New York.

16K2. Same beautiful TV-rcdio-
phonograph combination as 16Kl1,
shown at right, but veneered o
handsome blond wood.

16Y5. 16" rectangular black
tube. Compact cabinet—gen-
vine mohogany veneered.

16C113. 16" rectangular
black tube. Genuine ma-
hogany veneered cabinet.

16C103. 16" rectangular
black tube. Mahogany or
blond veneered cabinet.

16K1. 16" rectangular alu-
minized black tube. 3-speed
avtomatic phonograph. FM-
AM radio. Genuine mahogany
veneered console with full-
length doors.

MOLCEL 16KI

_________www americanradiohistons.com. s R
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Model 423.CVM—Mahogany. Alse
colorfast Blond—Model 423-CVB, below

Sentinel TV

Snubs
Service |
Calls!

SENTINEL RADIO CORPORATION o

it speaks your language...

JUICK PROFIT!!

You know where the dollars are: they’re in the
fast moving models! Sentinel gives you a com-
plete line — all fast moving, all quick profit
models for you — but these two beauties beat
out even Sentinel’s own lower priced numbers!
And what they do to competition is plain
m-u-r-d-e-r. Luxuriously rich Mahogany or
genuine colorfast Blond Korina wood — giant
16" Eye-Resting picture tube—and all the other
sales-building features that make Sentinel
America’s fastest growing line. 'Phone, wire or
write your Sentinel distributor —or Sentinel
direct - IMMEDIATELY.

 aentinel

Jelovigion

EVANSTON, ILLINOIS

RADIO & TELEVISION RETAILING s October, 1950
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Set a new

mark

in TV Set
Service

S e
R 7

ELECTRIC &

1
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. . .with this
new

g SYLVANIA
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FREQUENCY
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FOR THE BEST IN TEST EQUIPMENT IT’S here at last! The new Sylvania TV Marker
Generator we promised you.
...SEE SYLVANIA

Now you can offer better TV service than ever
before. This new Sylvania instrument provides

L3 . - -
sylval‘"q TV two scparate signals for marking an oscilloscope
0 ." trace of response curves, accurate adjustment of
scl oscope traps, frequency spotting, measuring hand width,
(Type 400) and correct adjustment of the popular 4.5 me.
J pop
intercarrier sound circuits.
This new, high-gain, wide-
band instrument accu- Single switch provides continuously variable
rately displays any TV d tal trolled si 1 tel imul
S e - and crystal-controlled signals separately or simul-
nal. Sensitivity: 0.01 taneously, or standby operation. VFO covers 15
volts/inch. Band width to 240 mc. range. Second oscillator furnishes
useful to 4.0 mec. Fre- 1 Hed sienal ith . ]
quency compensated at- crystal-controlled signals wit ‘out tuning, when
tenuator, standard makes of crystals are inserted in a panel
socket.

Mail the coupon for full information or see
your Sylvania distributor today!

Sylvania TV Sweep

Signal Generator
(Type 500)

Sylvania Eleetrie Products Ine.

Department R-1410

Emporium, Pa.

Please send me illustrated folders describing the full
line of Sylvania Test Equipment.

l |
i |
' |
|

| Neme |
l |
I i
l l
] ]

A compact, efficient instru-
ment equipped with electron-
ically controlled sweep cir-
cuits to eliminate the com-
plexities found in mechanical
sweeps. Ideal companion in-
strument for Type 501 Marker
Generator. S

SYLVANIASY ELECTRIC

RADID TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TEST EQUIPMENT; FLUGRESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT BULBS; PHOTOLAMPS; TELEVISION SETS

Company.

Street —

RADIO & TELEVISION RETAILING e October, 1950 13
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® Model 510—-G-E “Wake-up-to-music” ® Model 522 —Deluxe bleached mahogany

@® Model 515—Rich Congo brown. Also in

alabaster ivory {Model 514), Persian Red Clock-Radio ir rich Congo brown. Also avail- and gold plastic cabinet. Also available in
{Model 517) or porcelain white plastic (Modet able in alabaster ivory plastic cabiner (Mode! dark mahogany and gold {(Mode! 521). Both
518). All at ane fow price. $34.95* 511), Same low price. $29.95* at the same low price, $39.95*

seerre  GENERAL

RADIO & TELEYISION RETAILING ¢ October, 1950

www americanradiohistorv com


www.americanradiohistory.com

CASH IN ON TODAY’S

A Todh

THE NEW

&3 (L0CK-RADID

The world’s most useful radio

For five straight years people have hought more
G-E Clock-Radios than all other makes com-
bined! Today, sales are clicking off the second
million. “A sale an hour!” one dealer reported.

Recognized as America’s bedside favorite, the
new General Electric Clock-Radio is also the
world’s most useful radio. The one radio that’s
ideal for bedroom, kitchen, living room, den or

In the Bedroom—It's delightfull Lulls you to sleep
to music . . . then turns itself off! Next morning it
wakes you on time, to sweet music— auvtomotically!
Tells time, even in the dark.

e

SEN

RADIO & TELEVISION RETAILING e October, 1950

_www.americanradiohistorv.com.. . -

office. The one radio more people want because
it does more than other radios.

And today, backed by dominant G-E promo-
tion, sales are easier than ever! All colors in each
model sell for the same price! Dealers everywhere
say that’s the best sales-clincher they ever had.

To cash in on today’s greatest radio success,
see your G-E radio distributor today or write
General Electric Company, Receiver Division, Elec-
tronics Park, Syracuse, New York.

*prices slightly higher West and South,
subject to change without notice.

In Every Room—Smartest table radic ever! Beau-
tiful tane. Starts a favorite radio program outo-
matically. G-E electric clock. ldeal for living room,
den, guest room, any room or office!

¥ '{ : X 9
+ ) y
o A

apm— 4..

e /
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19-inch Picture,
Deluxe Mahog-
any Consaoale.
Model 669.
Emerson’s “mil-
lionaire” televi-
sion priced for the
millions.

¥

iy
A

'

N1
v
v
-
P
-

b
-

-inch Rectangular Screen.
Model 662. Most compact set
made. Long Distance Circuit per.
forms where others fail!

16-inch Rectangular Screen.
Model 663. Magnificently styled,

deluxe mahogany cabinet. 1951
Value Leader!

]6-inch, FM-AM Phonoradio. Model
666. Complete home entertainment
at an unbeatable price.

Sensational New 1951 Emerson
Values Selling Like Wildfire! Unrivaled
Emerson Performance Keeps Customers Sold,
Multiplies loyal Followings for Dealers.

3-Way Portable. Model
646. America’s fastest-sell-
ing set. Maroon, Green, Sad-
dle Tan, Ivory.

Superb, Super-Powered
Compact. Model 641.
Sealed Unit Alnico 5
Speaker. Supersensitive,
Long Distance reception.

r Television or
Every 5 Seconds Someone Buys an

Radio Receiver
@/eﬂ// Cometiand Boatt By !/
‘D_glrswz, ¢ /

Emerson Radio & Phonograph Corporation * 111 Eighth Avenue, New York 11,N Y

Automatic Clock Radio.
Model 671. The finest

money can buy at an amaz-
ing volume price!

RADIO & TELEVISION RETAILING « October, 1950
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0\0‘{&& G-610
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LOUDSPEAKER SYSTEM

Never Before Reproduction Like This!
The G-610 brings a totally new meaning to high fidelity

sound reproduction. Not only does this new 3-channel system

MIGH FREQUENCY CONTROL

r/
—® .,..1,.

EXT

RESPONSE

reproduce the widest frequency range ever attained by a

loudspeaker, but it also sets new high standards with its
incomparably smooth response characteristic and very low

distortion. The result is clear, clean, life-like quality, with

ROOM SIZE end
SRIGHTNESS

-

- }
F uin
n
uvel
N controL
—16 OHms oy
cohe 7N

1
( opTIONAL
! THANSFORMER

thrilling transport to the original such as you have never

heard before. The G-610, complete with Speaker Unit and

Crossover and Control network is priced at $365.00 list.
Ask for Data Sheet 160.

enﬁen Manufacturing Company

Division of the Muter Company

RAIPONSE

ALIPONSE

Combined Tonat

é SCHEMATIC of 3-WAY CROSSOVER
(LI and CONTROL “YSTEM
MODEL G-61C TRIAXIAL

6625 SOUTH LARAMIE AVENUE, CHICAGO 38, ILLINOIS

RADIO & TELEVISION RETAILING » October, 1950 17
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DISCOVERED YEARS AGO IT WAS A
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for YEAR 'BROUND Profits!
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Like a lot of other good stores,
Kaufmann’s—Pittsburgh—finds that
Hotpoint’s year 'round sales program has
helped balance its electric appliance
sales for greater monthly profit!

i Tas The Ths Tas Tas )

=

ITHTRiT

S Tans Gue fan Ta

ns
fl

/l"'

KAUFMANN'S is Greater Pittsburgh’s largest store. Their
electric appliance department is the largest and finest in

w rr 2
the Pittsburgh area. Constant, steady, profitable turnover * No More “'Letdowns’’ Following

is mandatory with Kaufmann's and that's why they enjoy top Hot Selling Seasons
position in their field. Hotpoint's full line of Electric Home

Appliances was selected by Kaufmann's long ago because % No More “\Doldrums’’

Hotpoint's year 'round sales program fits perfectly into Kauf- That Eat Away Profits

mann’s sound merchandising plan.
% No More ““\Valleys’’

Kaufmann's "Switch to Hotpoint” is only one example of 3
how thousands of the country's leading home appliance mer- That Reduce Profit Peaks

chants have learned the value of the Hotpoint Full-Line .
Franchise. Follow the pattern being set by the leaders. - - But a Full Line of Products

Make it a point to see your Hotpoint distributor soon. that Insures a Full Year of Profits

Suitet % Hsgpoiit/

for YEAR 'ROUND Profits!

RANGES « REFRIGERATORS « DISHWASHERS * DISPOSALLS® » WATER HEATERS « FOOD FREEZERS {A General Electric Affiliate)
AUTOMATIC WASHERS » CLOTHES DRYERS « ROTARY IRONERS » CABINETS 5600 West Taylor Street, Chicago 44, lflinois
18 RADIO & TELEVISION RETAILING ¢ October, 1950
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NOW MIGHTIER THAN EVER

16 sieim )swer

WIDE-ANGLE BLACK TUBE

e Piano-Finished Mahogany
Console with Doors

e Exclusive “’Eagle-Eye’’* Tuning

o Built=in “/Channelized’’ Antenna

According to a recent survey made by the National Retail Dry Good Association,
high returns of television receivers marked the 1949 season. As anybody knows,
you can’t make money when merchandise comes back. MAJESTIC television fe-
ceivers have been upsetting sales records all over the country. Moreover, they stay
sold 97.6%, of the time which, in itself, is an enviable record. And MAJESTIC
receivers stay sold because we build them for the long run not the short pull...
build them to give the best in sight and sound and value!

Every time an item is returned, you lose money and a customer
may be lost. Every time you make an additional service call
you lose money. Build your volume on the line that stays sold
... MAJESTIC.,

®T, M. Reg.

RADIO & TELEVISION RETAILING e October, 1950 19
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RECORDETTE 3

Recordette, Sr. stole the show! Now it's

Recordette 3, Wilcox-Gay's sensational

3-way, 3-speed recorder-radio-phono-

graph combination — and it's portablel

with the fastest selling
over-the-counter portables

on the market!

MATCH THESE AGAINST THE FIELD!

TAPE RECORDIO

Another

Wilcox-Gay engineering

umphl  Combines operating

with remarkable fidelity, Two hours of

recording on one five-inch reel of tape.

simplicity

TAPE DISC RECORDIO

An instrument of the finest quality and

tri-

utmost versatility. Transfers recordings
from tape to disc or disc to tape. Exact-

ing performance at o competitive price.

and plenty of promotional power to get:

more TRAFFIC

1
“THREE RING” PROMOTION
Put your best foot forward
with this power packed trof-
fic promotion. Hard hittingl
Colorfull Excitingl

more SALES

2
“PLUS 5'' PROMOTION
This carefully planned pro-
motion will "“pick-up" your
mid-fall sales and bring new
off-season troffic.

more PROFITS

3
“HOLIDAY"" PROMOTION
Get set for a new high in
holiday profits with the most
exciting gift promotion of
the yeor!

Write or wire Wilcox-Gay for the sixteen-page promotional tabloid describing the

greatest selling program in Wilcox-Gay history.

Wilcox-Gay dealers from coast-to-coast are tieing in with this terrific

publicity scoopl Becouse

Wilcox-Gay Recordette is featured

RECORDETTE IS IN THE MOVIES!

in Worner Bros. latest release

"Kiss Tomorrow Goodbye"” with Jaomes Cogney, Steve Brady and

Barbara Peyton,
picture for the

Recordette plays an important role in this moving
recording of

police conversations by gangsters.

WILCOX-GAY CORPORATION « CHARLOTTE, MICHIGAN

RADIO & TELEVISION RETAILING e October, 1950
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1. One Knob Picture Control
with Channel-Eye Tuning

9. Built-In Aerial System

% \\>

10. Styled by World-Famous
7. "Concert Grand" Tone Furniture Stylist

k<

2. Amazing Dyna-Power “ 147,16" and 12
li

Models in table

and consoles.

Chassis

ROYAL DELUXE 16 (Model 91208)

5. "Gated" Automatic
Gain Control

f‘ S.I.E w n R n R n[R St gour Stivatl-Warwe Disticbulzn Today |

STEWART-WARNER ELECTRIC Division of Stewart-Warner Corp.
1826 Diversey Parkway e Chicago 14, lllinois

8. Rectangular "“Black”
Tube |

e hictorvy com e ———
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Get set for a big harvest of sales
with Columbia’s bumper crop of

The Story Of
The Nativity
Gere Autry
with supporting
cas1 78 rpm
Set MJV-82

Columbia’s children’s sets and

records mean fast turnover for

you this coming Holiday Season!

3 Just display ’em and watch 'em

E‘ -}% ﬁli sell themselves. Better stock up
ANIMAL FaIR

10NGS 11 Dmpesn

-
BURL IVES ;7

COLUMBIA RECORDS 25

now for your share of these big

»ou

Holiday profits!

LY

Animal Fair

Burl Ives with Instrumental Trio Champion . .

78 rpm Set MJV-59 or Gene Autry with Supporting Cast
LP Record JL 8013 7:Drpm Set MJV-62 or

(with Tubby The Tuba) L? Record JL 8012

TUuBRY

‘FUBA
. Rudolph, The Red-Nosed Reindeer
If It Doesn’t Snow On Christmas
Gene Autry and The Pinafores

78 rpm record 38610 or 7-inch 3314 LP 1-375
78 rpm Set MJV-56 or 7-inch 3314 LP 4-724

Tubby The fuba
Victor lory

78 rpm Set MJV-69 or
LP Record J_ 8013
(with Anima Fair) Frosty The Snow Man

When Santa Claus Gets Your Letter
Gene Autry

78 rpm record 38907 or 7-inch 3315 LP 1-742
78 rpm Set MJV-75 or 7-inct 3314 LP 4-750

Little Johnny Pilgrim

Guffy The Gootfy Gobbler

Gene Autry with Carl Cotncr Orch.

78 rpm Set MJV-83 or 7-inch 3314 LP 4-768

Punky Punkin
The Wobblin' Goblin

Rosemary Clooney with voca. trio
78 rpm Set MJV-86 or 7-inch 3314 LP 4-801

The Teddy
Bears’ Picnic
Parad= Of The
Wooden Soldiers
Harry Eabbitt

78 rpm Sel MJV-54

or 7-inc 3314 3
LP Record 4-723 ;;& %‘3;,.

COLUMBIA @ RECORDS

Originator of 33"3 LP Records—One Speed Is All You Need

“Calumbia," “Masterworks” @) and @ Trade Marks Reg. U. S. Pat. Off. Marcas Regist-adas

AKAELE

3

NONEEK

n RADIO & TELEVISION RETAILING e« October, 1950
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ARVIN MODEL 2121TM—You can talk “best
value in town’’ and know this deluxe quality
1214” table model will back up every word
| you say! Finest Mahogany finish; easy-view
black tube; straight AC operation; simplest
two-knob tuning; highest immunity from
interference. Phono-jack and built-in an-
tenna.

(Table to match

$ II 8 9 95 at slight extra cost.)

ARVIN MODEL 2160CM
—Superbly styled ma-
hogany console with
16-inch rectangular
black tube; lucite and
finish-0-gold appoint-
ments. Phono-jack and
built-in antenna.
Straight AC operation
for longest tube life;
super-powered for
sharp pictures every-
where!

$26995

(Model2160CB, Blond
finish, $279.95)

Arvin TV

VISIBLE VALUE

You can see the difference!

HE word has spread. The demand

for Arvin is growing. Arvin’s high-
powered TV advertising in leading maga-
zines is being read by millions—and Arvin
dealers are harvesting the profits. They
know Arvin excels in clarity of picture,
fine tone, beauty of cabinet, and service-
free performance. There is still time for
you to cash in on Arvin quality and

ARVIN MODEL 2162CCM
—Absolute tops in 16”
TV-radio-phono com-
bination value! Rec-
tangular black tube
for sunlight-sharp pic-
tures. AM radio, 6
tubes including recti-
fier. 3-speed record

value—Arvin’s great national advertis-
ing campaign and Arvin’s displays and

free newspaper mats. But time is getting
away fast. There isn’t a moment to lose.
Phone, wire or write for your distribu-
tor’s name—NOW!

T e TN e
ARVIN INDUSTRIES, Inc.

Columbus, Indiana
(Formerly Noblitt-Sparks Industries, Inc.)

RADIO & TELEVISION RETAILING e October, 1950
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changer plays 33, 45,
78 rpm, intermixes,
shuts itself off. Plenty
of surplus power for
finest performance
everywhere.

I $9795

23
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% Records on tape

%k Plays back both
tape and disecs

s Plays any 78
R.P.M. Record

GENERAL INDUSTRIES MODEL 250

TAPE-DISC RECORDER

* wh ted with : . . . .
T e Sensational, indeed . . . at a cost which enables it to be in-
corporated in moderately-priced radio and TV combina-

tions . . . the first complete home recording and play-back

assembly for both tape and disc use.

The Model 250 Tape-Disc Recording Assembly is General
Industries’ newest development in the sound reproduction
A very complete service manual field. Already thoroughly tried and tested in actual use, it
is included with each unis. It contains many new design innovations, including fool-

also contains a suggested ampli- .
fierreircaitras we”gis 2 comp‘;)ete proof operating features that anyone can understand.

amplifier pars list. A new catalog sheet, describing all of the recording and
play-back features of the GI Model 250, will be sent upon
request. Write, wire or phone for your copy today.

The GENERAL INDUSTRIES

DEPARTMENT | e ELYRIA, OHIO

24 RADIO & TELEVISION RETAILING ¢ October, 1950
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All Picture!

NOW! BIG PICTURE TELEVISION IN THE MOST COMPACT CABINET EVER BUILT!
COMPLETE WITH BUILT-IN DIRECTIONAL ROTO-SCOPE ANTENNA

A sales-maker, prospect-getter
and traffic-builder in every way!
In the store because cf its out-
standing beauty and perform-
ancz, B-I-G 16” glare free “Fil-
teray” tube, compact size, and
sensational price. A ‘natural”
for home demonstrations because
it measures only 18” sjuare and
is as easy as a 1212” to carry.
Comes complete wita built-in
antenna...the exclusive Admiral
directional Roto-Scope...an
imoortant sales feature that many
table models in metal cabinets
lack entirely. Quantit.es will be
limited. So contact your Admiral
distributor at once.

Cgusnust !

rouinz @

O TV 229

ON TV—"Stop the Music,”” ABC, Thursdays, B PM, EST. "Lights Out,”" NBC, Mondays, 9 PM, EST. Price subject to change witnout notice.

RADIO & TELEVISION RETAILING ¢ October, 1950 25
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QUALITY at a competitive price is still the
combination for volume sales.

And for those critical buyers who insist on
the finest television available for their money,
the Sparton line, highlighted by these models,
is the pre-eminent choice.

With good reason, too, for quality workman-
ship and superb performance have been the
Sparton hall mark since the first radio
was introduced.

TODAY, THIS SPARTON demand is met by a
group of selected dealers . . . dealers recog-
nized as being among the finest in the
television retailing trade.

Their business relationship with Sparton is
one characterized by its fairness, liberalness
and mutual desirability.

For Sparton’s original Cooperative Merchan-
dising Plan, with price protection and selected
dealerships, makes it profitable and enjoy-
able to handle the Sparton line.

THE HOME PLAYORAMA ...
complete home entertainment, as well
as commanding furniture. Sparton’s

YOU ARE INVITED to inquire about the availa-
bility of a selected Sparton dealership in
your community today.

master radio-phonograph-television
console, the NASSAU, with 16” rec-
tangular black picture tube, 3-speed
record reproduction and AM/FM
reception. Built for gracious entertain-

ment in the most gracious of $45995

homes. Price:. . . ... ..

ADIO *TELEVISION
DIVISION OF

SPARTON'’S bid for style supremacy ia lar ze-screer telesision ccn- THE SPARKS-WITHINGTON CO.. JACKSON, MICH.

soles. The CARNEGIE, with 19” black tube, c e luxe intercamrier so 1nd
circuit and improved DRIFT-LOCK picture stabilizer. A 542’35
pace-gseiter in performance as well as ippeirance. Price:

26 RADIO & TELEVISION RETAILING ¢ October, 1950
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PENS RICH *50,000,000" MARKET!

! Haven't Seen
Anything Catch On So
Fast Since Television
First Came In!

1007 USES

for homes, offices, factories,
schools, churches, institutions

RECORDS BABY'S VOICE

Babies’ voices canbe pre-
served on tape fotrevert;
older children can be
helped with language
and music lessons

through recording on
the amazing Ampro.

MAKES DICTATION EASY

Businessmen find the
Ampro-Tape Recorder
invaluablefordictationat
homeoroffice; forrecord-
ing important confer-
ences, for special record-
ings to usc at sales meet-
ings, etc.

Anyone Can Operate It! Anyone Can Afford It!

000° WORTH OF FEATURES FOR
*10929

track, recording twice as much ma-
terial as conventional recorders. On
each reel upkeep is negligible. The
same tape can be used over and over
again. The Ampro is easily portable—

Szlls ltself in One Demonstration to
Parents, Businessmen, Students, Musicians,
Teachers, Ministers, Many Others!

® Records 2 Full Hours on 7" Tape
® Cannot Erase Accidentally

® Motor Rewind and Fast Forward
® Tone Control

@ Instant Stop Switch (Foot pedal
attachment available)

® Portable—Weighs only 17 Pounds

Your prospects for this completely new
Ampro-Tape Recorder are limited
only by the number of families and
businesses in your town! One cus-
tomer brings in ten more; every ma-

® Large 5" x 7 Speaker

@ High Fidelity—Wide Frequency
Range

@ External Speaker
Qutlet

RADIO G TELEVISION RETAILING e Octcber, 1950

chine you sell be-
- comes a “‘demon-
strator’’ that
brings in more
sales!
The Ampro
records at a slow
speed on a dual

waany americancadiohistorns.com

AMPRO CORPORATION
2835 N. Western Ave., Chicago 18, lllinois

Iam interested in complete information on a franchise for
the new AMPRO-TAPE RECORDER. 1 am a [ Dealer
O Distributor.

weighs only 17 pounds.

And remember, the Ampro-Tape
Recorder is a quality machine, made
by a company which has been a leader
in the field of precision manufacturing
for over 20 years!

Write today for full details on this
astonishing new profit-builder!

AMPRO CORPORATION - CHICAGO

*Trade Mark Reg.
U. S. Pat. Off.

AMPRO)

A General Precision Products Corporation Subsidiary

Don’t Delay...Write Today!

RTR-10-50



www.americanradiohistory.com

28

CROSLEY sevs THE STAGE WITH . . . THRILLING

Crosley 19-inca Round Picture Tube
Mahagany Consele Model 11-454 MU.
Here's a pace-setting pleasure package.
A magnificent compact Crosley Cen-
sole designed with the new look .in
television. Big, clear pictures — with a
brilliant 19-inch Round Picture Tube and
plus powerto back it up.

frem a wider

/
/ \\

N
N

]9 INCH A magrificentiy designed

console beautifidly styled in Hon-
duras Mahogany \ienzer providing big,
clear pictures on a brght 19” round pic-
ture tube. Model 11-443

RADIO

www americanradiohistorv com

Crosley “or '51—clear, big pictures

viewing angle.

ORDINARY
VIEWING ANGLE

CROSLEY ’

/ \\wswmc ANGLE

-
td \\
i 2N
” ~

- ~

THE PACE-SETTING

~

Ib INCH A beautiful compact con-

sole designed to meet the de-
mand far Big Picture TV at an attractive
price. With a big rectangular 16-Inch
picture tube. Model 11-44

G TELEVISION RETAILING e October, 1950
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NEW BEAUTY... PERFORMANCE THAT SELLS!

FULL ROOM VISIO

Full Room Vision is the most exciting de-

Built-in Automatic Dual Anfenna is patented

velopment in TV today! Your customers ... and exclusivel It’s a high and low
can see for themselves how Crosley’s exclu- ol e e s i G e
. . . two antennas in one. No manual adjust-
sive Family Theatre Screen gives them TV ment is ever necessary. We believe it the

most efficient and sensitive built-in an-

the whole family can enjoy. Clearer, bright- renna available.

er, big pictures from the widest viewing angle.
The full line includes 24 models with beau-

tiful and distinctive Stylil’lg designed For full details about the new Crosley 1951 TV line, write us for
K T =i the name of your nearest Crosley Distributor:
and pI'lCCd for every purpose . .. precision Crosley Division
. . A Manufacturing Corporati
engineered to deliver the finest perform- 1325 Arlington Strest oo dVCO

ance in Big Picture TV. Cincinnati 25, Ohio

Check these features

o Exclusive Big Picture Family Theatre
Screen*

e Magnificently beautiful cabinets
o New Big Picture Super-Powered Circuit
e Exclusive Patented Built-in Dual Antenna

e Keyed-Automatic Gain Control

*Patent Pending

Sl g
INCH A compact table model, INCH An Ail-Entertainment Con- INCH A beautifully designed open- i i
7 available in striped mahogany ve- 7 sole with fine radio and three-speed 17 faced console available in striped 16 liwcnl;l.hf:arg;ou:en%?rlo%rﬂ:'l::;
DN AblR 1-106h recianQulr DEIMEWDE.  veower o1 ond wotd SrManLITonch PRtV on s -k rectanewir pie oods, Ooen-face style that harmo.
= ul veneer or bland wood. Brilliant 17-inc| icture TV on a 17-inch rectangular pic- i i
Model 11-442 rectangular picture tube, Mode! 11-444 ture tube. Model 11-453 . nlz.os wiasfonst infhriors, HEES
RADIO & TELEVISION RETAILING ¢ October, 1950 29
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A new advance in popularly priced
high-fidelity speaker design—The RCA 51552

RCA speakers are enginecred for dependable per-
formance . . . popularly priced for replacement needs
...and designed to meet the majority of your re-
quirements for home and auto radios, television re-
ceivers, as well as public address and high-fidelity
systems.

From the miniature 2”x3” to the superb new 15”
duo-cone—cach RCA speaker is skillfully designed,
fabricated from the finest materials, and mass-pro-
duced under rigid quality-control methods.

The new RCA-51552 incorporates the duo-cone priciple de-
veloped by Dr. H. F. Olson, world-famed acous-ical author-
ity ... has a useful response from 40 to 12,000 :ps...25

watts power handling capability . . .

12 PM

wide-angl2 radiation.

There’s an RCA quality speaker for virtually every replacement requirement

RCA speakers offer you a better selling potential,
because they're backed by the greatest name in radio
—a name that insures unqualified customer zaccept-

ance.
4 14 4

Look to RCA—and your RCA Distributor—as the
dependable source for «/! your replacement speaker
requirements. For full details on the complete line,
ask your RCA Distributor for the new RCA Speaker
Bulletin 3FG629.

RADIO CORPORATION of AMERICA

ELECTRONIC COMPONENTS

HARRISON, N. J.

4.I-lx 6“ PM

P

FADIO & TELEVISION RETAILING ¢ October, 1950
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RAYTHEON Y=

TELEVISION

SACRIFICE QUAmY OR DEALER PRO#ITS
TO ACHIEVE BARGAIN PRICES

Our quality is your guarantee of customer satisfaction. That is why
folks who buy Raytheon television sets are satisfied customers. And
no wonder! Every Raytheon set is precision engineered . . . made

of fine parts and materials. .. to give outstanding performance.

Raytheon uses no short cuts . . . leaves out no parts. .. in order
to cut prices. You can sell Raytheon with confidence because of
its quality and dependability.

Find out about the substantial profir opportunities that can be

yours with the new 1951 Raytheon line. Contact your Raytheon

distributor or write us today for complete information.

List prices range from $189,95 to $625,00

RAYTHEON GIVES YOU THIS
PROOF OF DEPENDABILITY!

*uu Dﬁkﬂfﬂmn oy
Gunmmeed by
Good Housekeeping

)
oy 45 apveanisio TS

B RA ey

PROOF! Raytheon PROOF! Backed PROOF! Backed PROOF! Made

levisionisbacked b liberal . by the Under- by a leader in
Leye‘tlfxlgntlsa x:Co S s yza? VlVaerl;-zn?;e writeres' Labo- electronics for MD{)F]:F C-lﬂ&
Good Housckeep- ratories Seal! 25 years.
ing Cuansapyiseal. BELMONT RADIO CORPORATION
. - . P [{
Dependably Built for Dependable Performance | 5921 W °""‘es::s:,;‘:y'o‘f""°9° 39, .
As Advertised in Life, Good Housekeeping, Saturday Evening Post RAYTHEON MFG. €O.
RADIO & TELEVISION RETAILING o October, 1950 31
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[ntroducing

oty el Je
STROMBERG-CARLSON

e typervidd

—Big-as-Life picture with 17-inch rectangular
“black” tube. True-to-Life tone with unsurpassed
audio system. Exclusive long-life tuner. Circuits

engineered to eliminate interference. Built-in an-

tennas. Phono jack. Cabinet in genuine mahogany

veneers, completely hand-rubbed. Dimensions:
38” high, 2634” wide, 22%i¢” deep. $319.95*

I7Z-inch console with 12-inch speaker

It°s compact. beautiful—at a new low price for a
Stromberg-Carlson “*Big-as-Life*’ television console.
And remember: Now there are 19 Stromberg-Carlson receivers,
all 16 inches or larger—a wide range of cabinets in America’s

most beautiful television line.

“There is nothing finer than a STROD@BERG['CARLS()IV® ”

*Plus tax. Slightly higher in South and West. Stromberg-Carlson Company, Rochester 3, N. Y.—In Canada, Stromberg-Carlson Co., Lid., Toronto

32 RADIO & TELEVISION RETAILING e« October, 1950
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“RADIO & TELEVISION TODAY,”

~ * including “RADIO & TELEVISION,” W | 02w
ond “ELECTRICAL RETAILING" £Y

T S R AR WETRPROM s &= <5 e~ e At

G. H. CALDWELL, Editorial Director

NEW REGULATION W CREDIT CONTRCL went
into effect Sept. 18. On radio, TV, phonograghs, re-
frigerators, ranges, food freezers, washers, ircners, vac-
num cleaners, sewing machines, dishwashers, clothes
dryers and air conditioners, dealers must callect a 15
per cent down payment; can extend a maximum of 18
months to pay. The restrictions do nct apply to charge
accounts. There are stiff peralties for willful violation,
such as revocation of dealer’s license or up to a year in
jail and a $5000 fine.

NEW CREDIT CONTROLS HIGHLY 4CCEPT-
AELE to most dealers in this field. Ever. sowe of the
establishiments wao've been selling on practicaily noth-
ing but ultra-easy terms say they're pleased. In one
large city, for instance, where easy-term selling has run
hog-wild, some dealers have been competing not with
products or price but pu~ely on the basis of who could
drzam up the easiest tisme-payment plan. In that city,
nuinbers of products have been sold without purchasers
even bothering to ask the cast price.

“GET - UNDER - THE - WIRE” ADVERTISING
ANGLE used by many dealers in urging ccnsumers to
buy before the new credit terms went into effect was
responsible for a new surge of business via time-pay-
ment plans. Terms of new Regulation W liberal
enough to assure continued healthy volume of credit
buying.

SOME DEALERS ARE CAREYING OVER
STOCKS of air condiiioners which didn’t sell too well
in some areas where a viove or less nuald swmner pre-
vailed. However, this merchandise should represent a
sound investinent since it isn't at all hkely to drop in
price or become obsolete.

DEALERS PLEASED WITH PERFORMANCE of
the new three-speed changers. Many servicers claim
they give less trouble than the old one-speed auto-
matics. Though plenty of people were pessimistic
when the new discs came out, the indusiry met the
challenge quickiy in bringing out equipment to play
‘em all.

DEALERS WHO THOROUGHLY TEST every
product before delivery to the home have been able te
cut down the number of nuisance calls, parficularly on
TV sets, which are quste likely tc be damaged or put
out of operaticn in shipping.

RADIO & TELEVISION RETAILING s Cctober, 1950
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M. CLEMENTS, Publisher

INVENTORIES OF ELECTRIC HOUSEWARES
FAIRLY LARGE, though some makes and models are
scarce. Smalil appliances will be eagerly sought after
as gifts this Christmas season, and will solve many
what-to-give problems for many a dealer’s customers.

GOOD VOLUME IN PORTABLES DONE THIS
YEAR, with stocks quite low. New models, in short
supply, will be one of the outstanding Christmas gift
items this year. '51 lines outstanding in styling and
performance; have scads of sales appeal.

MANUFACTURERS OF PUBLIC ADDRESS
EQUIPMENT ready to meet the accelerated demand
for PA systems and parts for defense and military
needs. Meanwhile, good business is being done in
sound work at the retail level, with political cam-
paigners using more PA, plus upped demands ic
sports, indoor entertainment and education projects.

INABILITY TO ACCUMULATE sufficiently lerge
stockpiles of finished refrigerators responsible for pres-
ent shortages at manufacturing levels. One large makar
has never had more than a three-day inventory on hand
at any time during the past 12 months.

“THINGS YOU SHOULD KNOW About the Pur-
chase and Servicing of Television Sets,” a booklet
prepared by the Better Business Bureau of New York,
is designed for dealers to give their castomers. Copies
sell to merchants at 5 cents each for more than a
thousand; 7 cents for less than a thousand. Dealers
should contact lacal BBB offices for further icforma-
tion. Accompanying illustration appears on the cover
of the becklet.

33
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What's Ahead!—in Radio,

MOST MERCHANDISE STILL HAS TO BE SOLD.
Consumers are not going through stores grabbing
anything and everything they can lay their hands on.
Many merchants who are experiencing high walk-out-
without-buying rates are tightening up on their sell-
ing techniques, being genuinely concerned over fairly
large inventories of some products.

WHEN AN ABNORMAL DEMAND FOR wmer-
chandise struck, one Midwestern distributor just quit
making any deliveries until a fair method of allocation
could be worked out. This allocation plan was based on
records of previous quantities ordered by dealers. Re-
sult: Merchants in area reported to be entirely pleased
with no complaints alleging ““favoritisn.”

MANUFACTURING EXECUTIVES, FROM THE
TOP DOWN, acting as volunteer purchasing agents
and procuremen in the search for scarce components,
new sources of raw materials.

LARGE RETAIL TV DEALER n the East spent
$250,000 in sales promotion and advertising; rang up a
gross volume of about two million dollars in 12 months.

CONSIDERABLE EXPENSE INVOLVED in han-
dling service complaints customers mail directly to
manufacturers. According to some, the volume of such
beefs has increased sharply during the past two years.

“OVER-ORDERING NOT ONLY PRODUCES
TEMPORARY shortage conditions at the manufactur-
ing level, but ultimately results in unbalanced inven-
tories at both the retailer and distributor levels.”—J. W.
Alsdorf, president Cory Corporation, and president of
the National Housewares Association.

NI I I I I I N MNPV

Get-Ready-For-Christmas-Checklist:

Try to get your fair share of scarce merchandise

Plan active promotion of products in good supply now
Start Christmas advertising, displays right after Nov. 25
Plan Christmas show-windows to please and attract
Re-arrange storage space to take care of extra stock
Line up extra help for the Christmas rush. Interview now.
Anticipate selling “gift certificates” on scarce products
Plan to re-arrange your evening stay-open hours

Plan for adequate wrapping facilities; gift backaging

e e P P P R P e A A P P R P S PR P R R P P P P

RETURN OF THE VACATIONERS ADDED TO
THE RETURN of the big-time video shows has con-
tributed greatly to the already huge demand for TV
sets throughout the country. The TV “color” con-
troversy doesn't seem to have affected the retail mar-
ket to any degree.

CONTINUING HEAVY DEMAND FOR RA-
DIO in the big TV centers, with not enough sets to go
around. Radios, especially console combos, short in
non-TV areas, too.

CURTAILED PRODUCTION OF TV SETS being
gobbled up but fast! Distributors besieged with pleas
to expedite orders. “When?” and “how many?” are
the questions of the day.

NEW NAMM SELLING KIT.
A sound, slhide film in full color is
aimed at raising the level of sales-
manship in stores of all sizes. Kit
contains one copy of the film, “Sell-
ing Music”, 50 copies of a film-in-
print booklet, and a sales manager’'s
guide.  Purchase price s $15.
NAMM mewmbers may rent film at
a charge of $5.00 per month. Ac-
companying this item is an tllustration of the associa-
tion's new insignia. It's available to members, ready
for the printer, in three sizes.

MEMBER OF

NATIONAL
ASSOCIATION
OF MUSIC

MERCHANTS

THE POORESF
THILD 15 RICH
WITH MUSICAL
TRAINING

CONSUMERS ARE CERTAINLY CONSCIOUS
OF PRICE RISES in the radio-TV-appliance field,
report dealers, who find, however, that there’s little
griping, and not too much actual sales resistance at
this time. Many customers who buy now believe that
prices will continue to climb, with but few expressing
the belief that any substantial price rollbacks are
likely to be put into effect in the near fuure.

“THERE IS NO JUSTIFICATION for any dealer
building up an exvcessive inventory beyond his regular
requirements. We urge all dealers to continue with
effective advertising, display and good selling practices.
We caution you not to ease up on your efforts to pro-
mote business if you hope to maintain your position as
a leader in the appliance business.”—From letter to
dealers served by The Roycraft Co., Minneapolis dis-
tributors.

BIG INCREASE IN INVESTMENT in service de-
partments. It is estimated that dealers have spent three
times as much money in the 10 months of 1950 for test
equipment, tools, parts, tubes and rolling stock as they
spent in the entire year of 1949. Also, they are em-
ploying more than three times.as many technicians.
TV, of course, is the main factor responsible for this
significant expansion.
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Appliances, Records and Television

REPORTED WITHOUT COMMENT. Numbers
of consumers in some of the large TV cities are find-
ing it increasingly difficult to get that one-time widely
prevalent 20 per cent off on popular television re-
ceivers,

TELEVISION SETS IN USE as of October 1
number 7,800,000, and are expected to reach 10,000,000
by the end of this year. There are 107 TV stations on
the air, and this number is not lLikely to increase further
during 1950. Hearing conducted this Fall by the FCC
on the subjects of color, the allocation of new frequen-
cies, and the lifting of the “freeze” are not expected to
have any effect on the merchandising of present type
TV receivers during the balance of this year, and
probably not at least until the middle of 1951, if not
later.

MANY A DISTRIBUTOR’S SALESMAN SHIV-
ERS THESE DAYS when the telephone rings. More
than likely it’s a dealer all hot and bothered about
not having received a shipment, or perhaps a mer-
chant who has some unkind things to say about al-
leged “favoritism.” These are trying times at all levels
of the industry.

INCREASES IN FEDERAL INCOME TAXES
may stem the postwar trend toward heavier state tax-
ation of individual and corporate income, with resultant
added pressure for new and higher state gemeral and
selective sales taxes where new revenues are needed.
Howewver, there will be a flood of proposals for new or
increased levies against individual or corporate income,
or both, with the possibility of such woves already in-
dicated in Connecticut, Florida, Illinois, Maine, Michi-
gan, New Hampshire, New Jersey and South Carolina.

LONG-AWAITED FCC DECISION ON COLOR
TV, announced in September, did not clear the air but
added new confusion. No color system was definitely
selected, color TV was not given the “green light,”
(may not be as long as the Korean war lasts), no de-
cision about the allocation of new channels for TV
resulted and no “time-table” for the lifting of the
freeze was or can yet be estimated. FCC report favored
the CBS system, but left the door open for further
improvements and possibly still unheard-from systems,
if set manufacturers will cooperate in the interim by
making sets which will, at the flip of a switch, re-
ceive either present black-white or CBS color broad-
casts (in black-white). Such modification of sets

would be expected to add $10 to $50 to selling price. In
addition to the switch, of course, to see color pictures,
receivers would need the revolving color wheel and
electric motor to drive it, which are commonly associ-
ated with the CBS field-sequential system. It is the
opinion of the editors of Radio & Television Retailing
that any color-TV receiver which is not entirely elec-
tronic (that is, non-mechanical) is at best a temporary
expedient, and that it would be a grave error on the
part of the FCC to make a “final” decision requiring
such operation.

USING TV TO SELL TV, a bumper crop of tele-
vision set manufacturers are on the air this fall with
big budget programs. Not only will these shows help
dealers sell sets, they will help sell TV through good
programming. Among the set wmakers who are also
sponsors are: Adwmiral (Lights Out, Stop the Music
and the Los Angeles Rams football games), Crosley
(Show of Shows, with Sid Ceasar), Dumont (Morey
Amsterdam show), Emerson (The Clock), GE (Fred
Waring show), Hoffman (Hoffman Hayride), Magna-
vox (the Magnavox Theatre), North American Philips
(News Prograwms), Philco (Philco Playhouse, Don
McNeill TV Club), RCA Victor (Kukla, Fran and
Ollie), Sylvania (Beat the Clock), and Westinghouse
(Studio One). Most of these shows are networked and
will be seen all over the country.

SOME OF THE VERY LARGE RETAIL OUT-
LETS are hotbeds of feuds between salesmen who
fight for scarce merchandise to be sold to “pet” cus-
tomers.

GRAY MARKETEERS PARTICULARLY AC-
TIVE in steel claim harassed manufacturers who haven’t
been able to get emough raw wmaterials from regular
suppliers. Awmong electrical appliance makers, supplies
are getting very low, inventories of finished products
are measured in terms of days.

WITH MEMORIES OF THE LAST SELLER’S
MARKET still green, smart merchants are determined
not to permit their salesmanship set-ups to deteriorate
in the face of today’s heavy demand buying. One
way some dealers keep salesmen in the groove is to
insist that a certain number of outside calls be made
every day. Others have jacked up commission rates
on slow-moving merchandise; cut it down on the
products in short supply.

FUTURE EVENTS OF

OCT. 2-6: National Hardware Show,
Grand Central Palace, New York.

OCT. 11-14: 15th Annual Conference of

the North Central Electrical Indus-
tries, Copley Plaza Hotel, Boston.

RADIO & TELEVISION RETAILING * October, 1950

INTEREST TO

OCT. 23-28: National Business Show,
Grand Central Palace, New York.
OCT. 26-28: Second Audio Fair, Hotel

New Yorker, New York.
OCT. 30-Nov. 1:
Hotel Syracuse, Syracuse, N. Y,

READERS

FEB. 5-8: AAMA Exposition, Grand Cen-
tral Palace, New York.

FEB. 5-9: Western Winter Market, West-
ern Merchandise Mart, San Francisco,

Radio Fall Meeting, Calif
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Bigder Frofits ahead!...
from RCA

WORLD LEADER

RCA VICTOR 9X571—

TABLE RADIO WITH 8-INCH SPEAKER

It’s RCA Victor’s outstanding table radio
. . . designed and engineered to sell! Cus-
tomers get unbelievable performance with
large 8-inch speaker, ““Golden Throat” tone
system, built-in Magic Loop antenna, plng-
in phono-jack. Completely modern styling.
Available in rich striped mahogany on
maroon finish (9X571) or modern blond
mahogany on beige (9X572).

oo FIRST IN

“VICTROLA 45 PERSONAL"—NEW *45” PHONOGRAPH
For the first time—a portable RCA Victor 45" phonograph.
Plays on 60 cycle AC current. It’s the “Victrola 45 Personal,”
newest member of the famous 45" family, packed with eye-
appeal and “ear”-appeal. Feature this handsome maroon plas-
tic case with collapsible carrying handle . . . and offer cus-
tomers the same RCA Victor distortion-free reproduction that
has won the hearts of music lovers everywhere. Plays a whole
stack of seven-inch records at one loading.

RCA VICTOR “FAIRFIELD " (6T71)—
16-INCH TELEVISION CONSOLE

Here’s the RCA Victor console that has everything—clear,
steady pictures with the world’s finest 16-inch screen, artistic
cabinetry designed to blend with Traditional or Modern decora-
tion, brilliant “Golden Throat” tone system, and phono-jack to
plug in record changers such as the RCA Victor “45.” It’s a
favorite in the great new RCA Victor line that’s bringing
#“Million Proof” satisfaction to over a million families,

v wasTEr VoK
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Only RCA Victor Makes'the “Victrola”  ““Victrola—T.M. Reg. U. S. Pat. OF. DIVISION OF RADIO CORPORATION OF AMERICA
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IN RAD/O

RCA VICTOR X551—
VERSATILE TABLE RADIO

The perfect ““extra’ radio,
smartly styled for the bedroom,
kitchen or den. Has “Golden
Throat” tone system. Standard
plug-in phono-jack takes RCA
Victor 457 and other record
players. Available in deep ma-
roon (X551) or antique ivory
finished plastic (X552).

RECORDED MUS/C

RCA VICTOR 45W9—CHANGER WITH

The world’s finest musical entertainment, engineered to delight even
the most demanding musician’s ear! Large 12-inch speaker plus
. Extended Tone Range for truer,
more realistic listening. Roll-out changer unit plays a whole stack of
45" records at one loading. Handsome Traditional cabinet holds a
complete library of 400 seven-inch records—or 60 albums,

““Golden Throat” tone system . .

TELEVIS/ION

RCA VICTOR BX6—
NEW “GLOBE TROTTER” PORTABLE
Now, the newest version of the world’s most wanted
portable—the famous “Globe Trotter” by RCA Victor.
Fashionable case is made of lightweight aluminum . ..
has brown plastic ends and simulated leather trim. Big
sales features include built-in Magic Loop antenna,
automatic “On-Off” lid switch, and tuned RF stage to
bring in distant stations. Plays indoors on AC-DC,
outdoors on battery. Less batteries.

e

AM-FM RADIO

RCA VICTOR 6T86—COMPLETE HOME ENTERTAINMENT

“The Rutland,” in a beautiful 18th Century cabinet, combines
5 matchless home entertainment units to attract every pros-
pect:—world’s clearest and steadiest 16-inch television . . .
powerful AM-FM radio . .. and two record changers—one for
RCA Victor 45" records, one to hold twelve 78 or 333 rpm
records. It’s the leader in a great new “sell up” television line
bringing “Million Proof” satisfaction to over a million homes.

ONLY RCA VICTOR MAKES
THE “GOLDEN THROAT”

RCAVICTOR-—World Leader in Radio. .. First in Recorded Music . .. First in Television

RADIO & TELEVISION RETAILING = October, 1950
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It's Good Business Today to

Dealers Who Give All Attention to the Lines of Least

® There’s an acute shortage of some
products in this confused market, and
many a dealer who is running himself
ragged trying to get his hands on scarce
items is neglecting inventories of other
products which still require selling.
Such “other products”—and there are
slews of them on hand—have cost the
dealer money, and he can help beat
the shortage problem, prevent unbal-
anced inventories, and keep his sales
volume at a high level if he will mer-
chandise them actively.

Of course, it's only natural for the
merchant to do his utmost to get a
fair share of the lines-of-least-resist-
ance products, and such effort does
take time. But the dealer who spends
most of his time pressuring his sup-
pliers, and who stays awake nights
worrying about what he hasn’t got, for-
getting all about the good money he
has tied up in stocks on hand, may end
up with a run-down-at-the-heels busi-
ness.

The Supply Situation

Just how many of the red-hot prod-
ucts will be in the hands of dealers
between now and Christmas is any-
body’s guess. Though production is
fairly heavy, the greatly accelerated

demand has created a merchandising
bottomless pit.

Plagued by shortages of raw materials
and finished components, manufactur-
ers are rolling out products on a hand
to mouth basis, and few are willing to
make any long-range predictions. Dis-
tributors are operating in madhouses
so far as the red-hot products are
concerned, and are, according to num-
bers of dealers, doing a good job in
allocating.

It is significant to note that in most
localities, the crying demand for mer-
chandise by dealers and distributors is
not being matched by consumers whose
buying spree was short-lived. Though
forthright scare-buying at the retail
level has about disappeared, this does
not mean that there is a sales slump
of any kind. On the contrary, the mar-
ket is extremely healthy, Sales are
not hard to make, price-cutting is on
the wane, employment is away up, and
while consumers are giving out with
lots of lip-service against rising prices,
they're forking over scads of money to
get what they want. In a market like
this where the people have plenty of
morney, hiked prices often serve to ac-
celerate sales since many buy now be-
cause they believe prices may spiral

Try not to lose a sale because you are out of a certain model or
make. Offer a comparable substitute to your customer.
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Resistance May End Up With Unbalanced Inventories

still higher.

Since, under present conditions the
dealer has no way to figure out what'’s
going to take place, even in the imme-
diate future, the best thing he can do
today is to keep his selling hand in by
merchandising what he has in stock.
Such effort will keep customers on
his active list, and provide many other
benefits.

In a market like this, sales effort will
pay off heavily. It will make the cus-
tomer feel that his patronage is ap-

Nowadays, Genuine Sales Effort

Will keep all your products moving
Will keep your salesforce on its toes
Will keep your customers satisfied

preciated. It will create an atmosphere
free from tension. Good salesmanship
will help move those shelf-warmers
that so many people want and need
but which have been shoved aside in
the fever of making wrap-up sales.
Since most of the neglected products
are high-profit items, the dealer who
merchandises them actively will make
more money to help him meet his share
of the extra expenses he’s faced with
these days.

High Walk-Out Rate

Recent shopping tours reveal that a
high walk-out rate exists in some re-
tail establishments. People are going
from store to store asking for certain
TV sets, refrigerators and other prod-
ucts, and in all too many instances, are
being given what might almost be de-
scribed as brush-offs by salesmen.
Such negative treatment injures the
reputation of any dealership, and, in
addition, helps make consumers short-
age-minded.

Some retailers visited in the tour
previously mentioned are doing good
jobs in substitute selling. They are
merchandising products they’ve had on
hand for some time—good products
that haven’t moved heretofore because
no genuine sales effort had been put
behind them. In one store, the dealer
gave his salesmen a thorough briefing
on all the lines carried, and reports
that some of his men were amazed to
find themselves thoroughly “sold” on
features of products they’d formerly
thought of as anything but salable, and
hence, had neglected.

It doesn’t pay to assume that any

RADIO & TELEVISION RETAILING ¢ October, ;950
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Sell What

store visitor asking for a specific brand
or model cannot be sold a substitute
which will be thoroughly acceptable.
In our field there is very little shoddy
merchandise. We have products for
every room in the house, and a little
suggestive selling will go a long way
toward increasing volume.

Timely Dealer Methods

Some dealers visited are holding
large numbers of future-delivery orders
from their customers, with the latter
putting pressure on the merchants. One
dealer told us that he didn’t want to
lose such sales, and in accepting orders,
was merely trying to nail down the
business. He said, however, that he
believed some people were placing
duplicate orders, a technique widely
employed during the previous era of
shortages. This dealer has been success-
ful in selling substitute models or
makes, he reports, and always tries to
offer immediate delivery of what'’s in
stock before resorting to the future-
delivery idea.

“I'm buying what’s available,” one
retailer said. “I’ve quit haunting the
distributors. If they fill my orders for
the hard-to-get stuff, all well and good.
If not, I've still got plenty to sell, and
T'll sell everything I can get between
now and Christmas. In my store, there

Service Yolume Is Increasing

Are your facilities adequate?
Is your service prompt and efficient?

Are you operating the service depart-
ment profitably?

will be no let-up in selling activity
nor in advertising. A salesman who
can’t sell a big volume in what’s avail-
able today just doesn’t belong in my
store.”

Price-Cutting Slow-Down

In almost all sections of the country
price-cutting is on the wane as are
other forms of inducement selling, and
this condition will, to a great measure
help to make up to dealers for the
shortages of some products, and will
provide a better opportunity to sell
what’s on hand.

Stocks of out-and-out distressed mer-
chandise are quite low at this time,
and some experts believe that ads of-
fering such products will have disap-
peared from the scene before Christ-
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mas. In some cities, dealers say that
it's almost impossible for consumers
to buy any standard products at cut-
prices in even the hungriest of discount
houses.

Gear Up Service

Such trend away from the getting-it-
wholesale selling method will be most
helpful to the market in general, and
to those dealers who aim to do a big
job in selling what’s available. They
can realize full profits on all transac-
tions, and keep their customers happy
in providing them with products and
makes which, even though sold in lieu
of specifically asked for items, will,
nonetheless prove entirely adequate to
the customer’s needs.

In addition to placing true sales ef-
fort behind the products he has, and
those he can get, the dealer needs to
take a new look at the servicing end
of his business. Volume of service work
has risen steadily during the past few
months, and all indications point to-
ward a continued climb. If shortages
persist, dealers will once again be hard
put to keep the various products work-
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Many products for every room in your custom.
er's home are available in good supply. Sell-
ing whet you have—what you caon get—is
smart merchondising.

ing in the homes of their customers.
From here on, a diversified business is
the order of the day. There are prod-
ucts galore, and buyers who want them.

Though he’ll face many problems, the
alert merchant can perform a real
service to his customers in doing busi-
ness as usual, rendering the best in
service, and refusing to permit anyone
in his organization to use Korea or
any other grave situation which may
arise as an excuse for not maintaining
anything but top-flight public relation-
ships with those customers who keep
him in business.

What toe Do Now

Beat the shortages, please the people
and keep your business on a profitable
level by refusing to indulge in scare-
buying yourself, or encouraging it in
your customers. Sell what you have—
any of those products you are willing
to stand behind, make a reasonable ef-
fort to get your share of the scarce
ones, and keep your salesmanship up
to par. In this way, you can guide your
business successfully through these
troubled times.
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Advance Planning Will Result in Economies.
Should Be Weighed by the Profit-Mind

® The chances are reasonably good
that you can reduce your tax liability
through careful planning,

The day to day conduct of your
business offers you frequent opportu-
nities to save money on taxes, That is
why radio-TV-appliances retailers—
along with business men everywhere—
are now treating income tax as they
would treat any other cost. They are
studying the tax results of all their
business transactions before going ahead
with them.

There are countless instances where
a bit of timely knowledge can save
hundreds of tax dollars. Frequently a
transaction in one form will be taxed
higher than a transaction which
achieves the same results in a slightly
different way. Good management re-
quires that you choose the most advan-
tageous tax form for all your business
deals.

The government does not want you
to pay more taxes than you should.
But knowing the right amount to pay
often depends on good accounting.

The best accounting assistance avail-
able to you is that of the certified
public accountant. He has passed dif-
ficult state tests in accounting, and has
satisfied state officials that he has the
experience, education and skill neces-
sary to help you with your accounting
problems.

Cultivate the good habit of asking
him to help you. When legal problems
are involved, you will, of course, need
the advice of a lawyer. Getting the
best income tax advice in time always
pays.

The following cases show how ad-
vance planning can save you tax money.
Don’t attempt to base your own pro-
gram of tax economy on these ex-
amples, however, without also consult-
ing experts. Slight variations might
exist in your transactions which, while
seemingly unimportant to the layman,
might completely alter your tax status.

Trading In a Truck

Even so routine a matter as buying
a new truck presents opportunities for
tax savings.

A radio-television retailer in Ohio
was about to trade in his delivery
truck on a new one. He had taken
annual depreciation on his truck, and
the book value of it was now $900. The
car dealer would allow him only $600
for it.

He was about to trade in the truck,
but as so many business men are doing,

40

Study Your Tax

Read How Ydur Tax Structure
Is Affected—

If you have a fire
When buying a new truck
When hiring dependents

When making repairs and
improvements

In computing inventary
and depreciation

he stopped to consider the tax results
of the deal.

He found that it would be to his
advantage not to trade in the truck,
Instead, he made two separate trans-
actions of the deal. He sold the old
truck to the auto company for $600.
Then he bought the new truck.

By selling the old truck for less than
its depreciated value, he suffered a loss
of $300. He was able to deduct the $300
from his taxable income.

If he had traded in hig truck, even
though he suffered the same loss, he
would not have been able to deduct it.
The reason: no gain or loss is deemed
to have resulted from a trade-in.

Of course, had the car dealer offered
$300 more than the depreciated value
of the truck, the retailer might have
been wiser to trade in the truck since
his $300 profit would not be taxable.

What Are Repairs?

Always plan repairs and improve-
ments with tax economy in mind.

Williams, a retailer in this field, de-
cided to use some of his profits to fix
up his store.

He called in a contractor and asked
for an estimate on the following work:
repair bad spots on roof, replace coal
furnace with oil, relocate steam pipes,
install modern electrical wiring system,
mend broken plaster, paint walls and
ceilings, build new shelves and remec '
offices. The contractor gave him a.
estimate of $10,000 for the entire job,
all of which Williams believed he
could deduct on his income tax return
under the heading of “repairs”.

Before acting, Williams checked up
on the facts. He was well rewarded.
If he had gone ahead as planned, he
would have lost a deduction of $4,000
for repairs!

He would have lost the deduction
because while repairs are deductible
improvements are not. When repairs
are done as part of a general improve-
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Every Transaction
ed Merchant

ment plan or when separate records
of them are kept, they are considered
to be improvements and thus are mot
deductible.

Williams’ first task was to determine
which were improvements and which
were .repairs. From a tax standpoint.
repairs are considered to be steps
necessary to keep property in reason-
able repair, but which do not add
appreciably to its value. The Treasury
would consider as repairs: fixing bad
spots on the roof, relocating steam pipes.
mending the broken plaster and paint-
ing the walls and ceiling. All the other
items would be considered improve-
ments.

Williams had two separate contracts
drawn up: one for repairs and one for
Improvements. The repairs amounted to
$4,000. Thanks to his alertness, he was
able to deduct that $4,000 from his
taxable income.

If that $4,000 worth of repairs had
been done along with the improvements
and separate records not kept, the re-
pairs would have been considered im-
provements and therefore depreciable
but not deductible.

Dependent Helps in Store

If any of your dependents—wife,
ciiildren, parents—work part-time in
your store, plan their compensation
with tax savings in mind.

The 16 year-old son of a New York
retailer worked as a clerk in his
father’s store Saturdays and vacations
Before setting his son’s wages, his
father made this plan:

He paid the son approximately the
wages he would have paid any othe:
clerk, but he was careful to keep the
annual total of the wages under $500
The father withheld income tax on
those wages, and the son had to file a
tax return to recover the payments
However, since the son’s total income
was under $600, his wages were not
taxable.

The father deducted the son’s wages
as part of his business expense on his
income tax return. Then, since he had
paid the boy less than $500, he was
able to list him as a dependent and
deduct $600 for him as a dependent.

If You Have a Fire

If you ever have a fire or any other
casualty loss (flood, storm, automobile,
etc.) be sure you check up on the tax
status of the insurance proceeds, It may
save you thousands of dollars in taxes.

A radio-television store in Illinois
burned to the ground. It was insurea
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for $40,000. Rebuilding would cost about
$50,000. Instead, the retailer decided to
buy another building on the same
block. The price was $40,000.

The payment of the insurance was
held up due to some technicality, but
the retailer decided to purchase the
new building out of his capital withcout
waiting to get the insurance money. ke
stopped just in time to save himself
several thousand dollars in taxes.

His tax liability would have resulted
from a little known fact. For tax pur-
poses, he had been depreciating his
building every year, until at the time
of the fire, its depreciated value was
only $20,000. Since he was to receive
$40,000, he would have a gain of $20,000
over the depreciated value.

If he had bought his new building
hefore receiving his insurance proceeds,
that $20,000 would have been con-
sidered a taxable gain!

To avoid a taxable gain on insurance
proceeds, you must buy and pay for
a replacement after—never before—you
receive the insurance. It is usually a
good idea to put the insurance money
in a separate bank account so that you
can definitely trace all the proceeds of
the awards into the payments for the
oroperty purchased.

The same rule applies to all casu-
alty loss proceeds. Be sure you consult
competent authority if you suffer such
a loss.

These examples show instances of

This article has been pre-
pared with the cooperation of
the American Institute of Ac-
countants, the national profes-
sional society of certified public
accountants.

how advanced planning can result in
important tax savings. You should also
watch these items:

Inventory: The Treasury allows you
several a'ternatives in computing your
inventory. Proper computation can save
you unnecessary taxes. However, in-
ventory is a complicated subject, un-
derstood only by thoroughly trained
experts. Any attempt to explain inven-
tory here might be misleading. Be sure
your accounting system handles your
inventory in the most economical
manner.

Depreciation: When you buy assets
which do not wear out within a year,
you are allowed to recover part of the
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cost by deducting a portion of the cost

from income each year over what is
considered the life of the asset. The
allocation of cost over the estimated
useful life is known as depreciation.
Depreciation, like inventory, is a com-
plicated subject. For instance, the first
step in determining depreciation is to
fix the cost of the asset. But is the
cost of the asset what you paid for it?
Not necessarily. It may be the cost,
plus freight, plus installation, plus im-
provements, plus carrying charges, plus
whatever other costs are allowed.
Getting maximum credit for depre-
ciation depends upon having the right
records. On large items such as trucks,
counters, cash registers it is often well
to keep separate records of each item.

High Tax Year Operation

When your taxes are likely to be
high, you may be able to reduce them
by doing some of these things:

If you're planning to open a new
department, open it now, and take the
losses which may occur in the first few
months in your high tax year.

Try to settle bad debts this year. If
only part of a debt is bad, you can
settle the bad part this year. Be sure
you know, however, what constitutes
a bad debt. It isn't as simple as you
may think.

During your high tax year, it is
sometimes well to spend money on in-
stalling a new accounting system,
moderate advertising, training new
salesmen or anything which will help
next year’s business, but be deductible
this year.

waany americanradiohistory. com.

If you are opening a new store, the
opportunities for tax savings are so
great that you seriously handicap your
chances for success if you overlook
them. You will be well repaid if you

consult your accountant and your
attorney.

You can’t have tax economy without
proper records. In fact, you can’t oper-
ate your business efficiently at all with-
out proper records.

Without records, you are risking high
tax assements. The Treasury has court
precedent to “bear down heavily on
those whose inexactitude (failure to
prove exact costs) is of their own
making.”

Television Guarantees

The great problem in television re-
tailing today is, of course, the handling
of television service guarantees. This
is the type of knotty problem with
which a certified public accountant can
help you. Your accountant will show
you the correct way of reporting these
receipts.

Tax economy—like any other econ-
omy—is in the public interest. It is
important to this country that your
business continue to function at a profit.
It is important because the survival
of free enterprise is important. Help
to insure your survival and your growth
by avoiding unnecessary payments.
Sound accounting will help you achieve
not only tax economy, but a more
profitable operation of all phases of
your business.

£
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e Their six-point merchandising pro-
gram has built an annual gross sales
volume of $200,000 for Burns and Car-
michael, radio, television and apgliance
dealers of 3030 E 45 St., Seattle, Wash.
Partners Arthur Burns and Thamas
Carmichael opened for business in
March of 1946. Burns had previously
operated a successful, though smaller
appliance store for 15 years in another
section of Seattle. Aggressive promo-
tional policies inaugurated by the two
partners brought a first-year’s sales
volume of $80800 which has since

Qutside of Burns & Cormichael, showing attention-
getting signs, and low sill. Backless dispfay
windows put entire inside of stare
on display.

climbed steadily to its present level.

The store has also expanded steadily
in size of personnel and plant, Dperation
began with the two owners and one
employe, a service man. Now, three
salesmen in addition to the owners, and
five service men are required to meet
the demands of the business. One sales—
woman takes charge of the store’s ex-
ceptionally complete record shop. The
store’s sales area has been expand=d
by 50 per cent and a warehouse has
beer. added in the rear of the original
building.

Diversification Builds

$200,000 Yearly Business Grows From Six-Point Program.

Pays Off for Seattle Firm

The six-point program responsible
for this healthy growth, is summarized
by the owmers as follows: (1) an un-
usually favorable drive-in location; (2)
an attractive store front and interior
display area; (3) diversification of stock
including a number of good traffic lines;
(4) an aggressive program of news-
paper and radio advertising; (5) a
complete record department; and (6)
a reliable radio and television service
department.

Location of the store was carefully se-
lected with several points in mind. The
owners decided first, to choose a drive-
in location in an outlying district with
foot traffic a negative consideration. This
would take them out of the high rent
downtown district, yet would enable
them to draw from a wide area of the
city. They would therefore be able to
advertise in the downtown newspapers
and on the radio, and expect a reason-
able return on their advertising dollars.
The location selected placed them on a
heavily travelled arterial highway just
before it branches into several well pop-
ulated districts. The owners estimate
that they tap at least six large and
medium size residential sections con-
sistently, and draw occasionally from a
number of other districts as well.

The store was placed back far enough

Right side of main display room, showing open
wall shelving with small radios and appliances,
display islands, and entrance to record and tele-
vision room.
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Big Sales Volume

from the highway so that cars may
drive in and back out without backing
into the stream of traffic. It has the
visual type of front which places the
entire interior on display from the
street. The firm’s name is clearly iden-
tified by a sign across the front, while
a large triangular “Radio and Tele-
vision” sign has been erected on the
roof. The $2,000 cost of the latter has
been repaid in the floor traffic which
the sign has attracted, the owners state.

The store’s interior is brilliantly il-
luminated with fluorescent tube light-
ing. Refrigerators, ranges, and washers
are displayed in the left-hand side of
the store with a model kitchen at the
rear. Several live appliance hook-ups
show the prospective buyer how the
appliances perform in action. Electric
housewares are displayed on small dis-
play islands in the middle of the floor.
Table model radios and more traffic
appliances are placed on open wall
shelving at the other side of the room.
Television sets, radios, and records are
found in the room at the right of the
main display room.

Diversification of stock has been an
important factor in building sales and
stabilizing them at a consistently high
level. The firm’s wide variety in all
categories of major appliances has meant
added sales in many good profit lines
as well as a greater flow of floor traffic.
Sale of a television set may lead to the
sale of a refrigerator to the same cus-
tomer later, and vice versa.

An aggressive program of newspaper
and radio advertising has stimulated
both foot traffic and sales at Burns &

Leﬂ' side of main display room, showing line of
refrigerators, and display islands of electric house-
wares. Model kitchen at rear.

i

Co-owner Arthur Burns, right, shuws aufomatic washer to prospective buyer.

Carmichael. The firm spends roughly
three per cent of its gross on adver-
tising, and occasionally exceeds this
figure for brief periods. Radio adver-
tising has taken the form of 15 minute
and half-hour programs, and spot an-
nouncements. During basehall season,
they sponsor a recorded program be-
tween games of all double-headers.
Convenience of the drive-in locaticn,
their service facilities, the record shop,
and name brand merchandise have all
been featured in advertising. Newspaper
advertising consists largely of cooper-
ative advertising, which the gwners be-
lieve gives them the best return for
their advertising dollars.

The record department is probably
the best traffic building department in
the store. Burns and Carmichael carries

WRs. L
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a complete assortment of records, in-
cluding all speeds and brands, both
classical music and popular. Their in-
vestment in records alone totals $10,000.
Such an investment is needed to be
able 1o carry the wide assortment which
is required to attract customers in suf-
ficient number tc make the venture
worthrwhile. Records are arranged so
that customers can look over the stock
and make selections at their leisure.

sound-proof booth is provided for
playing the selections. The job of main-
taining stock and waiting on customers
is turned over to a f{ull-time woman
employe.

A good, reliable service department
is an absolute must in selling in the
comparatively new field of television

(Continued on page 112)
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New Merchandise

This and following pages describing manufacturers’ new merchandise are compiled by our editors. This infor-
mation is presented as a news service to our readers entirely without any advertising consideration whatsoever.

Gotham "‘VISIONAIRE"

Three AC-DC models make up this new
TV lne. They are the #1261, table model
in mahogany, listing at $239.95; a tradi-
tional mahogany console, the #1263, at
$269.95; and the Georgian mahogany con-

sole shown here, the model #1265, fea-
turing swivel casters and safety key-lock,
at $349.95. All models have a 1214” screen.
Gotham-Visionaire, 287 Fourth Ave., New
York 16, N. Y.—RADIO & TELEVISION RE-
TAILING.

Setchell ANTENNA; SET

An accessory recently announced is the
Drape Antenna shown here. It is designed
to be hung behind drapes or curtains or in
a closet. Also announced is a new receiver,

model 2500, 17-inch rectangular TV set
with AM radio, features the ''Unitized"”
chassis. It is available with or without
3-speed record changer. Setchell-Carlson
Inc., New Brighton, Minn—RADIO & TELE-
VISION RETAILING.

14

Bell TAPE RECORDER

A new, portable Re-Cord-O-fone tape
recorder, model RT-85, has been an-
nounced. The complete unit is 842" high,
15” wide, and 16” deep. Uses 5 or 7 inch
reels. Unit is supplied with crystal mike,
B-ft. cable, one 5” reel of plastic tape, one
empty 5” reel, and instruction meanual.
List price is $169.50. Bell Sound Systems,
Inc., Columbus, Ohio.—-RADIO & TELE-
VISION RETAILING.

Rek-O-Kut TURNTABLE

A continuously variable-speed phono-
graph turntable has been announced. Plays
at any speed from 20 to 100 RPM on 50 or
60 cycles. Available in two models: CVS-12,
including chassis, motor and turntable,
$84.95; CVS-12P, mounted in portable case
with 16” pickup arm, $124.95. Rek-O-Kut
Company, Inc., 38-01 Queens Blvd., Long
Island City, N. Y..—RADIO & TELEVISION
RETAILING.

Micro FM RADIO

A personal FM radio has been an-
nounced, model RD-02. Telescoping built-in
antenna extends to 14 inches. Receives

88-108 MC. Uses one 1¥2 volt and one 45
volt battery. List price is $37.50. Micro-Elec-
ironics, Peru, Ind—RADIO & TELEVISION
RETAILING.

Newcomb PORTABLE

Model B-100 portable AM radio features
a jack for connection of additional amplifi-
cation to cover larger areas. Jack may also
be used for headphones. Operates on AC
only. Builtin loop antenna. Newcomb
Audio Products Co., 6824 Lexington Ave.,
Hollywood, Calif—RADIO & TELEVISION
RETAILING.

Heart PHONO NEEDLES

A new line of phono needles has been
introduced. The line includes three models,
the Black Nylon, listing at $2.50, the
White Nylon, listing at $3.50, and the Red
Sapphire, at $1.25. Packaged in a plastic
container which can later be used as a
small picture frame. New line is called
the Sweetheart line. Heart Products Co.,
P.O. Box 6267, Phila. 36, Pa—RADIO &
TELEVISION RETAILING.
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Wilcox-Gay DISC KIT

The disc kit shown here contains an as-
sortment of Recordio discs. Includes 18 fiber
base and 6 aluminum base discs, two large

WL G
RS RECORMND BISE
ASSORTMERNT BIT

size aluminum base discs, and 4 cutting
needles. List price for the kit is $4.98.
Wilcox-Gay Corp., Charlotte, Mich.—RADIO
& TELEVISION RETAILING.

Scott RADIO-PHONO

A new radio-phono has been introduced
with the 2-6 and 6-18 MC. international
short-wave bands. Cabinet is similar to
the Cressy Add-A-Vision set. List price is
$465. Scott Radio Laboratories, Inc., 4541
Ravenswood Ave., Chicago 40, IIL.—RADIO
& TELEVISION RETAILING.

Crescent WIRE RECORDERS

New additions to the line include the
Steno, designed for dictation and transcrip-
tion, listing at $199.50; and the "Profes-
sional Type,” designed for general use,
listing at $149.50. Crescent Industries, Inc.,
4142 W. Belmont Ave., Chicago 41, Ill.—
RADIO & TELEVISION RETAILING.

Magnavox TV SETS

Two new models have been announced.
The Biltmore, 16-inch rectangular conso-
lette in mahogany cabinet, lists for $259.50;
the Cosmopolitan, 16-inch round console
with doors, available in mahogany for
$339.50 and in white oak or blond finish
at $349.50. Magnavox Co., Beuter Rd., Fort
Wayne 4, Ind—RADIO & TELEVISION RE-
TAILING.

Sightmaster "CHAMPION"

The "Champion”, 19-inch table model
TV set has been announced. Cabinet is
mahogany. Includes a Sightmirror and re-
mote control unit, with 25 feet of cable.
List price is $525.00. Sightmaster Corp.,
111 Cedar St., New Rochelle, N. Y.—
RADIO & TELEVISION RETAILING.
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$44-95 List Price.

Expensive high
towers—still unsat-

BE SURE YOU KNOW
ALL THESE FACTS

isfactoryreception. \

Only ANCHOR can provide your cus- §
tomers with ALL of the most Ultra- Hazardous instal-
Modern advantages for consistent, lations subject to SAME
top-notch, long-range TV reception. damageand repair. L
Here's why! ' f\) < ONE SALE
@ ANCHOR has the highest gain of any . i M

TWO-STAGE BOOSTER. Ma.ny trips ‘to re ONE UNIT

pair or maintain

@® ANCHOR has the highest Signal to Noise faulty installati

Ratio. aulty installation. ONE CALL

©® ANCHOR is the only non-regenerative unit

ONE satisfied

NG
i IR \ customer.
1S

available. The unit that is.not returned. Dissatisfied cus-

® ANCHOR'S Single Knob Construction is so tomer complaints

convenient for Booster is turned on and can

be switched and tuned all on the same knob. COSﬂy. .

® ANCHOR'S New and Revolutianary method
of construction of the RF Stage (Pat. Pend.) If you are a dealer and have your own service men who make the installations
is the only real engineering cdvance in on the TV sets you sell, it stands to reason that an installation of one of the many

Boosters in recent years.

® ANCHOR'S TWO-STAGE BOOSTER is mad-
ernly styled with streamlined plastic escutch-

fine simple-to-install antennas, plus an ANCHOR BOOSTER will make a faster and
more profitable installation for you, or your service agency, as well as a completely

i aahi s Hognbifaatharstth Baish, satisfied customer. REMEMBER, return calls due to dissatistaction cost you money.
@ IMPORTANT ANCHOR'S TWO-STAGE SERVICE MEN: take an ANCHOR BOOSTER with you on every installation.

BOOSTER is often the answer o instaliation ORDER FROM YOUR JOBBER TODAY

difficulties well within the normal TV .areas

where their New Single Stage Model fails — ANCHOR RADIO CORP.

16.give camplpnt i aEhon- 2215 SOUTH ST. LOUIS AVENUE ¢ CHICAGO 23, ILLINOIS
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New Radios and Recorders

Compiled by Our Editors as a News Service to Our Readers

Shurack PHONOS

Model 300-C is a three speed console
children’s phonograph. Constructed of
wood, it features a balanced lid designed
to protect children's fingers. List price is
$39.95. Also available is the model 100-C,
similar model for 78 RPM records only,
$34.95. Irving B. Shurack, Inc., 1133 Broad-
way, New York 10, N. Y.—RADIO & TELE-
VISION RETAILING.

REL REMO RADIOS

The new model 720 series Remo receiv-
ers for FM music piped to restaurants,
stores, terminals, etc., has been announced.
Receives the 88-108 MC. band. User can
control the information broadcast to the lis-
tener. Special sales flashes, etc., may be
broadcast. Radio Engineering Lab’s, Inc.,
35-54 -36th St., Long Island City, N. Y.—
RADIO & TELEVISION RETAILING.

Newcomb PHONOS

Newest addition to the line is the model
RC-12, 3-speed portable phono shown here.
Plywood case covered with washable fabri-

coid material. Five watt output; 6 x 9
speaker. Newcomb Audio Products Co.,
6824 Lexington Ave., Hollywood 38, Calif.—
RADIO & TELEVISION RETAILING.

Crosley RADIOS

Two new radio-phono consoles and five
series of small radios have been added to
the line. The top console has AM radio
and 3-speed phono; lists for $249.95 in
mahogany and $259.95 in blond. The other
console is available in a two-section cabi-
net which forms a console or a pair of end
tables. Also available in blond or ma-
hogany.

The clock-radio, available in six colors,
lists for $49.95. Has an outlet for use in
turning appliances on or off. The Decorator
series, available in four colors, lists for
$39.95.

The FM-AM table radio, available in a
choice of four different two-color combina-
tions, lists for $59.95. Four different colored
models of the Riviera portable series list
for $44.95.

The coloradio series, originally available
in white only, is now available in five
additional colors. This table-top kitchen
radio lists for $42.95. The Dynamic series,
available in six colors, in small plastic
cabinet, lists for $24.95. Crosley Division,
Avco Mig. Corp., Cincinnati, Ohio..—RADIO
& TELEVISION RETAILING.

46

Pentron RECORDER

A dual speed tape recorder, operating at
3%” per second or 7%2" per second, has
price

been announced. List is $159.50,

which includes crystal mike, plastic takeup
reel and plastic reel of 600 feet of record-
ing tape. Pentron Corp., 221 East Cullerton
St., Chicago 16, IIL—RADIO & TELEVISION
RETAILING.

Hoffman RADIO

New radio models added to the line in-
clude the Decorator series, models 533 and
534, radio-phono consoles with FM-AM ra-
dio; the Heirloom series, models 537 and
538, also radio-phono consoles; and table
model radios model 204, AC-DC set in
ivory plastic case, model 205, similar model
in brown plastic; model 310, AC set in oak
cabinet, and model 311, same set in wal-
nut cabinet. Hoffman Radio Corp., 3761 So.
Hill St., Los Angeles, Calif—RADIO &
TELEVISION RETAILING.

Abner-Hull TV TABLE

A new adjustable TV table has been in-
troduced. Available in mahogany or blond
finish. Adjustable from 16%” x 16%” to
262" x 26V2". Table is 27" high, legs are
adjustable to fit uneven floors. Abner-Hull
Mfg. Co., 143 Newbury St., Boston, Mass.—
RADIO & TELEVISION RETAILING.

Meissner RECORDER

Latest model announced is the 4DR disc
recorder. Will record discs up to and in-
cluding 10 inches, at 334 or 78 RPM. Can
be converted to 45 RPM. Uses twin needle
playback cartridge; magnetic, 10 ohm, re-
cording head. Records 160 line to the inch.
Equipped with crystal mike. In red alligator
synthetic leather covered carrying case.
Meissner Mig. Division of Maguire Indus-
tries, Mt. Carmel, [IL—RADIO & TELE-
VISION RETAILING.

Standard CABINET

Recently announced is the Series 503
Modern Score television consolette cabinet.
Designed for either 16 or 19-inch tubes, it
is available in walnut, mahogany or bland.
Also available with metal grille. Doors
open flush with the sides. 40” high, 24"
wide, 24” deep. Standard Wood Products
Corp., 43-02 38th St, Long Island City 4,
N.Y~—RADIO & TELEVISION RETAILING.
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Wilcox-Gay RECORDETTE

Model 1J11, shown here, records and
plays discs in all 3 speeds from self-con-
tained radio or from microphone. List price
is $99.95. Also offered are the Recordio

model 1B10, tape recorder; Recordette, Sr.,
model 1]10, radio-phono-recorder; and the

tape-disc Recordio, model 1C10. Wilcox-
Gay Corp., Charlotte, Mich.—RADIO &
TELEVISION RETAILING.

Woodcraft CABINETS

A complete new line of Unimode cabi-
nets has been announced. These sectional
cabinets are available in a variety of sizes
and shapes, designed to fit together to form
many varied combinations. Available un-
finished or in a choice of eight different
finishes. Grand Rapids Woodcraft Corp.,
1400 Front, N.-W., Grand Rapids 4, Mich.—
RADIO & TELEVISION RETAILING.

Lincoln CHANGER

Advertised as the "World’s Most Versa-
tile Record Changer,” the unit automatically
plays one or both sides of records as de-
sired, all speeds and all sizes intermixed
in any sequence of the same speed. Full
loading of 22 L.P. records provides up to
21 hours of continuous playing. Changer
stops automatically when last record is
played. Only one record at a time is on the
turntable. Records may be added or re-
moved at any time with the machine in
motion, Available in two models: the Stan-
dard for custom installation, and the Cape-
hart Replacement Model. List price of the
changer is $250.00. Lincoln Engineering
Co., Record Changer Division, 5701 Natural
Bridge Ave., St. Louis 20, Mo.—RADIO &
TELEVISION RETAILING.

Audio-Master PHONO

The Audio-Master, Jr. is a 3-speed port-
able electric phono. Has variable tone and
volume controls and single needle for all
speeds. List price is $24.95. Audio-Master
Co., 23 West 45th St., New York 19, N. Y.
—RADIO & TELEVISION RETAILING.

Ellar CABINETS

A complete line of television cabinets in-
clude a table model, two consoles without
doors, and two consoles with doors. All
are available for either 16- or 19-inch sets
in mahogany, blond or walnut. Ellar Wood-
craft Corp., 421 W. 28th St., New York 1,
N.Y.—RADIO & TELEVISION RETAILING.
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CONTEMPORARY AM -FM sadio, 3-speed reccrd :hargz, $27956

Magnavox Positive Price Proteciion
Saf 2g sard; Against Ur fair Profit Cutting

EALERS enjoy television’s brigh-est profit picture witk Magravaz

Fax rigid enforcemren: of Magnvox orices, fair traded wherz pe--

mitted by law, assures rightful markaps. Magnavox selects acly a bew

dealers in each marke:, znd they cell Magnavox telev sizn-1adie-
phonogriphs on a cirect-f-cm-factory basis.

The M agaavax Company, Fort Wayne 4, Indiama
P'rice suigect30 tharg= wil-out 0~ice

I
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Well Planned Store Makes

Ample Display Space and Good Listening Facilities

e
Ll
Wl

Well organized rocks behimd the counter ot Barrow “Music Shop in Great Neck, N. Y., help

Ed Myerson (bechind counter, left) and his sales staff.

e Owner Ed Myerson and his sales staff
combine their pleasant personalities and
knowledge of records with a well laid
out store to make record buying both
easy and pleasant at the Barrow Music
Shop in Great Neck, N. Y.

Located in the main shopping section
of this high-income town on Long
Island, the store is designed to please
the discerning, wunhurried customer.
Neat, attractive display racks opposite
the main counter are set wide apart to
provide easy access to the latest albums
displayed there. Behind the counter are
well organized stock racks where
records can be found quickly. With
microgroove records playing an ever
more important role in his stock, Myer-

Booths are equipped ta play all 3-speeds; can be controlled directly

or remotely from behind the counter.

son has removed many of the storage
racks previously used for shellac discs.
This has given him more space for dis-
play racks and has generally improved
the appearance of the store. Modern de-
signed decorative brackets and live ivy
plants now decorate the sides of the
store where formerly there were innu-
merable “pigeon holes” filled with shel-
lac discs. Almost the entire main floor
of the store is devoted to records, which
constitute about 40% of Barrow Music
Shop’s total business.

One sales-building feature of this
spotlessly clean store is the dual-con-
trol setup en the listening booths. There
are six closed booths, equipped to play
all sizes in all speeds. Each booth may

Numbered listening booths are well-lighted and
comfortable.

be controlled from within the booth
itself or from turntables located behind
the counter. “In this way,” says Myer-
son, “a responsikle adult is permitted to
play records himself, but for a group of
youngsters, we play the records behind
the counter, and also control the volume
from there, while they listen in one of
the booths. Much less breakage that
way.” A bulletin board, mounted on the
wall in each listening booth, is used for
posting literature on the latest record
releases, an ideal place to “plug” latest
records, rather than having the custo-
mer see only the hlank walls,

A complete line of records is stocked,
and Myerson and his staff know their
line well. Most of his customers come
in to browse and ask information before
buying, rather than with a definite
recording in mind. A good working
knowledge of records is invaluable in
such cases not only for finding some-

Attractive disploy racks provide easy accessibility for “browsers’’;
suggest add-on sales to counter traffic.
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Record Buying Easy

Designed For Customer Convenience and Inereased Sales

Small side room downstairs is used odvantageously
to display portables and table models.

thing to please the customer’s taste but
in being able to suggest similar types
of records for add-on sales.

Demonstration Room

Phonos, radios and TV sets are dis-
played on the lower floor of the store.
Pine paneled walls, soft carpeting, com-
fortable chairs and well-placed floor
lamps lend a comfortable, homey at-
mosphere to the room. They also make
for more effective demonstrations. One
out of four sets sold here is a radio-
phono, which indicates a group of cus-
tomers who show more than average
interest in reproductive qualities. In this
room these customers can be given the
careful and complete demonstrations
they desire.

In the past Myerson has employed
promotional activities such as a daily
one hour disc-jockey radio show which
was broadcast right from the store over
a local station. All phoned-in requests
were played, a stunt designed to famil-
iarize people with the store and its
phone number.

Last Easter, sales skyrocketed when
Myerson displayed a 3 by 4% foot
Easter egg containing live rabbits in his
front window. He planned the display
to plug a recording of “Peter Cotton-
tail.” It attracted wide attention and
comment, and his sales went up on all
kiddie records.

He also takes advantage of manufac-
turers’ cooperative advertising, running
weekly ads in a local newspaper.

RADIO & TELEVISION RETAILING e October, 1950
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Pine-paneled walls, soft lights and carpeting lend a “homey’’ atmosphere to demonstrations in

this comfortable room.

36 —
Marked Upswing in Record Sales
After declining siowly for almost two years, record sales
suddenly started climbing this summer, during a period when 32
they are usually at their lowest ebb. As can be seen by the
accompanying graph, the upturn started in June, registerin
@ 239, increase over June ‘49. In Julr, sales skyrocketed,
showing an INCREASE of 1399, over July ‘49 and 80% over
 the previous month (June ‘50). As can also be seen, the 28
July sales figure almost doubled the average monthly sales
in the fiscal years of 1949 and 1950. With sales holding up
during August aond September, and with the usually higher
late Fall and Christmas sales in prospect, it is expected
thot volume this year will exceed either of the last two %)
years, and will approach the peak year of 1947. 24 oy
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"Show-Case” TV Store

New Stevens store just opened at Steinway St. and Broad-
way, Astoria, N. Y., is located in the heart of a thickly
populated residential area. The owner, Stephen Sipos, has
several other stores in Queens county. This modern TV store
wos designed by Morris Lapidus, an architect with wide
experience in the retail field. During World War 2, Mr.
Lapidus was design consultant for the Radio Corp. of America
on retail stores and retoil units. The Stevens storefront is
actually a huge show-case. The feeling of show-windows,
bulkheads, entrances, etc., is almost non-existent. Instead,
there is the feeling of great openness and expansiveness of
glass. Interior displays pierce the glass to tie in with the
storefront. There is no demarkation between interior and ex-
terior other than the necessary sheets of glass to protect
the selling areas from the elements.

- -

Merchandise for sale in this new store includes television sets, radios, _record players
| 7 and major appliances. In the unique layout of the new Stevens store, the dispiay of major
.// appliances has been worked out so as not to interfere with the large exhibit-like display
// of TV sets and radios. Set against one wall, they form a completely independent department,
< > and act as a foil or background for the display of TV. According to the designer, one of
[ // the most perplexing problems in the s;l('a‘ of TV has bee:nh the .setgrefga.tlon gtfhsets hsc; t’l:at
FLOO a large number of people may see an ear receivers without interfering with each other.
i ST R 4 “In the past,” says Mr. Lapidus, ‘’to achieve a certain amount of privacy, listening booths
, or separate rooms were built, This certainly did not heip the retailer because it held up
% sales, and put customers in various rooms where sales personnel had difficulty in keeping
" up with the people whom they were trying to sell. In order to acc.om.pl_|sh segregation of
4 various groups of sets and to be able to concentrate attention on individual receivers, an
X unusual arrangement hos been worked out with walls, ceilings, baffles, etc., but at the
B same time avoiding the use of dividing walls or partitions.”
— 1
|
' DISPLAY PLATFORM :
e — TV.DEPLAY |
. sHow wiNDow-{ [
— |
|
) |
= ‘ VY ¢ ® v, |
o & A ] ]
4 1
J b
I 1
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\ L
' & SALES AREA i :
) L
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L= i 1
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orrice nolll ofFiceno?2 i :
I — oy
SEEH 23 ol
)
SHOW WINDOW-7 || SW. & SHOW WIND -5 ﬁ SHOW WINDCOW - 4 - i SHOW WINDOW: 3 ' :
r {r} —p P L
e e e e S,
g "3 = The lighting as designed by Mr. Lapidus, is an

unusual feature in this store. Fully cognizant of
the fact that brilliont lighting is on essential for
any show-case arrangement such as this is for
a storefront, the architect was also conscious of
the fact that brilliont lighting is not ideal for
the viewing of television. By massing the light
ot the windows and ot the entrance, the entire
store will seem to be one glowing unit. Actually,
in the display areas indirect cold cothode light-
ing, together with fluorescent and incandescent
light, are combined to produce o level of illumino-
tion in keeping with the best lighting for TV.
It has been found by the lighting experts that by
equaling the level of illuminotion on the walls
with the level of illumination in the television
tube, eye strain is avoided and perfect visibility
is afforded.

Unusual displays, attractive decor, brilliant
lighting and aon interesting pottern for the cir-
culation of customers have all been combined to
moke the new Stevens television store a unit in
keeping with the modern, exciting need of the
newest form of entertainment.

\ www.a;%oanradiohist
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Greatest Profit Opportunity of the Year!

CX-33 CHASSIS

Easy f

Accessibility
Simplifies
Servicing!

CUTS
COSTS!

OUTSTANDING FEATURES!

High voltage supply unit—located for easy servicing and
complete safety. Fuse protected.

Picture centering system—for easy adjustment.
Hinged safety door—for casy servicing.

Locking device for centering control—preventstampering.

The new CX-33 chassis is super-powered...revo-
lutionary! This 23-tube chassis features incom-
parable long-distance reception—extends the
operating range of the transmitter—opens up new
markets for you. Gives interference-free opera-
tion, increased sensitivity on all 12 channels, and Service control panel with removable plate — for easy
positive control of all functions. Sound is auto- front-end adjustment.

. . L . Picture tube and safety glass — removable from front
matlcally synchromzed with picture. without removing chassis. Easy to clean —casy to service.

Horizontal hold, linearity and drive controls — positive
and fast-acting.

Polatenna phasing switch — convenient adjustment for
best reception.

standard tuner—ecngineered to Capehart specifications.

Control knob—casily removed for access to oscillator ad-
justments.

O ON 00 AWN o

it
o

"\
g \

:‘ss‘:‘—i""“ \ CAPEHART-FARNSWORTH CORPORATION, Fort Wayne 1, Indiana

An Associate of International Telephone and Telegraph Corporation
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New Electrical Appliances

Universal IRONER

The automatic single speed ironer shown
here has been added to the line. It fea-
tures a hinged cover, adjustable thermo-

stat, 1200 watt heating element, and ad-
justable pressure. Landers, Frary & Clark,
New Britain, Conn.—RADIO & TELEVISION
RETAILING.

Markel HEET AIRE

A new model of the Fan-Glo Hesetaire
features a built-in thermostat. Designed to
produce any temperature between 40° F.
and 85° F. Available in two models, 195T,
1320 watts, and 196T, 1650 watts. Markel
Electric Products, Inc., Buffalo 3, N. Y.—
RADIO & TELEVISION RETAILING.

Proctor IRONS

Three new electric irons have been in-
troduced. A conventional iron, the Cham-

pion, lists at $9.95. The Never-Lift iron °

shown here, as a dry iron only, lists for
$12.95. It is also available as a combina-
tion, to be used either as a steam or dry

iron. The plastic water reservoir (shown in
photo) attached to back of iron, and steam
or dry use is controlled by a knob on the
reservoir. The combination iron only, lists
for $13.95, the reservoir lists for $5.95. Proc-
tor Electric Co., Philadelphia, Pa.—RADIO
& TELEVISION RETAILING.

Emerson HEATER

A portable radiant heater has been add-
ed to the line. Operates on 115 volis AC
or DC. Available in bronze or ivory enamel
finish. List price is $15.95, which includes
excise tax and S-year factory guarantee.
The Emerson Electric Mfg., Co., St. Louis
21, Mo.—RADIO & TELEVISION RETAIL-
ING.
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Crosley NEW LINE

The eleven new models of the Shelvador
refrigerator line range from 7 to 10.5 cu. ft.
All have white plastic shelves recessed
within the interior of the door. Five models
feature automatic defrosting. The “Butter
Safe,” which keeps butter at desired
spreading consistency, is provided in 9
and 11 cu. ft. models. Nine of the models
feature horizontal frozen food compart-
ments,

Ten electric range models include both
cluster and divided top models. The top
model of the line, the double-oven SCOD-I,
has features which include seven-heat
speeds, two appliance outlets, and double-
duty deepwell cooker.

The eight new {reezers are chest-type
in sizes of 4.1, 8.2, 12.6, 16 and 20 cu. ft.

#. " cavibty Sxee

Highlighting the line is the 'Storador”
model, shown here. White plastic shelves
recessed in the underside of the lid of the
Storador model provide space for 15 stand-
ard packages of frozen food. Also featured
in the 8 cu. ft. Storador model, as well as
in 12, 16 and 20 cu. ft. models, is an auto-
matic ice cream freezer, with paddle-type
mixer. A half gallon of ice cream may be
made in this unit. Crosley Div., Avco Corp.,
1329 Arlington, Cincinnati, Ohio—RADIO &
TELEVISION RETAILING.

GE DISHW ASHER

A new automatic electric dishwasher
that will wash and dry up to 100 pieces
in less than 30 minutes has been intro-
duced. Major improvements include the
addition of a wash-action regulator to per-
mit uniform washing of full and part loads
of dishes. Also, an electric heating element
has been built into the bottom of the tube
to maintain the water temperature. This
new model is top opening, fully automatic:
rinses, washes and doublerinses the
dishes, opens the lid and dries the dishes.
Available in four models: free-standing
cabinet model, BE-100, lists at $279.95;
combination dishwasher-sink model, SE-
100, lists for $369.95; and two chassis
models for counter installation, AE-100,
with porcelain enamel cover, $234.95, and
the AN-100, with stainless steel cover,
$249.95.

Also announced is a new deluxe up-
right vacuum, model AVF-807, featuring an
automatic nozzle which adjusts to the
height of the rug nap. It lists at $84.95.
General Electric Co., Bridgeport 2, Conn.—
RADIO & TELEVISION RETAILING.

www._americanradiohistorv com

Telechron CLOCKS

Seven new models, five of them alarms,
include the "Everset,” qutomatic resetting
alarm at $8.95; the '‘Tel-A-Glow,” lumi
nous, at $6.95; the ""“Mentor,” modern de

sign, $8.95; the "“Yachtsman,”” shown here,
$7.95; and the “Tribute,” $9.95. The two
convenience models are the “‘Suave,”
$19.95; and the ““Somerset,” $22.50. Tele-
chron Corp., Ashland, Mass.—RADIO §
TELEVISION RETAILING.

Whirlpool WASHERS

Recently introduced models include an
automatic washer, $279.95; gas dryer,
$249.95, and electric dryer, $199.95. These
are companjon pieces, open front models.
Also announced is another washer, priced

at $199.95, shown here. Optional equip
ment on either washer is the ‘'Suds-Miser”,
$20 additional. Whirlpool Division of 1900
Corp., St. Joseph, Mich.—RADIO & TELE
VISION RETAILING.

Session CLOCKS

Three models are included in the new
line of switch clock movements. Mode)
W-31, with the Sleep-Selector, to turn any
electric appliance on for a given period of
time up to 90 minutes; model W-26, with
just an “on" switch; and model W-33, with
Sleep-Selector and controls for setting
mounted at the back. All clocks are
equipped with 15 ampere switch. The Ses
sions Clock Co., Timer Division, Forestville
Conn.—RADIO & TELEVISION RETAILING

RADIO & TELEVISION RETAILING e October, 1950
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YES, Single Dial Control leads the
feature parade, adding a dramatic
touch to the new Westinghouse line
that’s “smart enough to sell on

style alone.” Its impact on the trade ,!
has already becn felt despite an
unusual seller’s market. So, if you
are fortunate enough to have the
Westinghouse line, know it better.

If you don’t have it, Westinghouse is

the line to watch as it moves to

. . 3
a dominant position in the industry.

THE COPLEIGH

Model 638K20

20" rectangular tube in console
with doors of matched-grain
select mahogany veneer.
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" WHO HAS THE
HOTTEST DEAL

OF THE DECADE?

\/ICTOR

g s
TO SELL

THE BONUS DEAL gives your customers top
value for their money—gives you extra oppor-
tunities to sell records and instruments. Bonus
Book given with each 45] brings customer
back to your store every month for five months
to select his bonus “45” record for that month.
It gives you five extra chances to sell the same
customer.

BOTH FOR
12°

54 RADIO & TELEVISION RETAILING e October, 1950

**HIS MASTER'S VOICE™
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Beginning September 10th,
America’s best-loved Quiz
Show goes to bat for YOU
and RCA Victor Products!

Now RCA Victor adds to its line-up
of top advertising power the extra
smash of the radio show that’s be-
come part of America’s language—the
famous, the one-and-only “$64 Ques-
tion” (Take It Or Leave It). A top
deal and a top show—equal top profits
for YOU!

VVVVVAA
GET IN ON/M/L
THE BONANZA!

Ask NOW for Special Tie-In <
Merchandising Material to Link '<'
Your Store With the Power of -\\
""The $64 Question’’!

\\
A/W\/\J\‘\

AND—ON TV—"Kukla, Fran & Ollie’” Mon. and Fri., NBC-TV Stations
P/llS special LIFE Magazine campaign and local newspaper support

RADIO & TELEVISION RETAILING o October, 1950

PLUS THIS
TO SELL IT!
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?5 Z of ““Rentals”
SW by Dealer!

Plan Pays Cost of Home Demonstrations; Provides Hot Leads for New Colorado Store

Night view of the brightly lit store-front at

® An alert radio appliance dealer who
has proven that there is always plenty
of room in the retail industry for an
enterprising new firm is E. H. “Steve”
Stephenson, head of Steve’s Appliances,
in Englewood, Colorado.

Stephenson was formerly a salesman
for Appliance Distributors, Inc., Denver
wholesale firm, and after years of call-
ing on dealers through his territory,
reversed the usual process, and became
a retailer himself. A life-time resident
of Englewood, a populous suburb a
few miles south of Denver, he elected
to open up his new store there—where
he was more than reasonably well ac-
quainted with the community’s resi-
dents, where rapidly developing resi-
dential districts insured a plentiful
supply of prospects.

Franchised with a number of leading
lines, Stephenson surprised the local
public by building one of the biggest
appliance stores in the Englewood
area, with a 60-foot frontage, and more
than 6,000 square feet of floor space
devoted to various appliance depart-
ments, repair shops, operating model
kitchen, etc. At the same time, he set

Steve’s, Colorado radio-appliance dealer.

up an equally large sales crew, with
4 outside men, a salesmanager, home
economist department, and 3-man crew
of repair mechanics. With all of these
basic selling elements on hand, the
new Colorado dealer then began study-
ing promotional methods. He realized
that “mere friendship” and contacts
in the Englewood area would sell a lot
of appliances for him, but that it would
be foolish to depend on this rather
limited market for continued success.
Therefore, he studied methods which
were making sales for dealers all over
the Rocky Mountain Empire, selected
a few for closer examination, and
eventually settled upon “the rental
plan” as most consistently effective.

“I at that time found that although
sales in some parts of the country were
on the down-grade, a few dealers had
been able to increase their volume
through renting out of new appliances,”
Stephenson indicated. “And, in fact I
was struck with the similarity of ex-
periences of dealers who had used the
rental plan in the Middlewest, out on
the West Coast, etc. We look upon the
rental plan as a highly-practical method

Close-up view through front window shows attractive floor layout.

This Merchant

Rents appliances, and makes sales to the
renters

Has 4 outside men working under attractive
compensation plan

Hires home economist who helps close sales,
writes for local papers

Serves refreshments to customers in the big
model electric kitchen

Makes model kitchen available to local groups
and associations

of getting the prospect to try out any
new appliance in his own home—in-
stead of an actual rental transaction.
By playing up this idea in all adver-
tising and promotion, we think we
have tapped our most logical source
of prospects.”

Since opening day, merely by use
of a series of classified ads every day
in the Denver Post and in the Engle-
wood Herald, and other community
papers, Stephenson has rented and
later sold so many appliances that
long-established Denver dealers found
it difficult to believe. During January,
for example, Steve's Appliances, as
Stephenson simply titled his firm, de-
livered 150 new refrigerators, 87 new
washing machines, and a commensurate
volume of every other appliance car-
ried in the store.

{deal Prospects

The entire secret, says the Colorado
retailer, is a one-two punch, consisting
of first, liberal rental policies, followed
up by skilful salesmanship on the
part of his 4-man outside crew. “Every
day in the week we run a column of
classified ads, with plenty of white
space, which we find get more atten-
tion than any other form of listing,”
he said. “This may run anywhere
from 3 to 7 ads. Each one offers rental
service on a particular appliance. We
rent new refrigerators at $3 a month,
washing machines at 50¢ a week, and
similar charges for other leading major
appliances. The sole purpose of these
rental ads is to appeal to the prospect
who does not already have the appliance
concerned—and thus, although we have
sold 95% of the appliances we have
rented out in this way, we have had

(Continued on page 65)
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First in

How the Sensituner® helps you
tune 1in TV sales

a series of Du Mont

product

information

THE SENSITUNER, above—just one example of
the extra television values that make the
DuMont franchise so satisfying. An improve-
ment on the famous DuMont Imputuner,* the
Sensituner has added a fourth tuned circuit
which gives greatly increased gain and selec-
tivity. This extra circuit uses every bit of the
signal and greatly improves the signal-to-noise
ratio—an important feature particularly valu-
able in weak signal areas.

The Sensituner provides continuous tuning,
not only over the entire TV range but also
covering all FM broadecast frequencies. It has
a speed-up mechanism which allows rapid tun-

YOU,“ dO beﬂer Wil'h uu M“NI Television’s most coveted franchise
S Wil G i it

4

Tue Du MoNnT HANOVER

one of a complete line of new
Du Mont television receivers,

ing over less frequently used portions of the
dial, yet provides precise tuning to desired sta-
tions. Like the entire DuMont Teleset, it rep-
resents the finest performance obtainable.

Every DuMont contains the most advanced
circuitry, oversize parts, extra tubes, better
shielding, wider component separation. Every
DuMont is subjected to the most rigid quality
control in the entire television industry.

That is why DuMont — first in television,
only in television — means more prestige for
your store. For thesc extra television values

are the hallmarks of DuMont.
* Trade Mark

. Jerdions

messages

Copyright 1950, Allen B, Du Mont Laboratories, Inc. Television Receiver Division, East Paterson, N. J., and the Du Mont Television Network, 515 Madison Ave., N.Y,.22,N.Y,

RADIO & TELEVISION RETAILING ¢ October, 1950 59
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RTISING
Aimed at Selling

Your Messages to Customers Can Sell

Every dealer can capitalize on the
consumer desire to own the best, most
modern home entertainment equipment.
In the 3-speed phono, the dealer has
something he can sell everybody. He
can stress the extra value of a combi-
nation, or he can sell plug-in players,
or he can interest many people in mod-
ernization and replacement.

Previous articles in this magazine
have dealt with methods to use in up-
ping sales of 3-speed playing equipment,
and technical conversion information.
In this issue we bring you a number
of ad copy suggestions, along with some
ready-made radio and TV spot an-
nouncements.

Radio or TV Spot

Announcements

(With TV, the dealer can use stock

slides, illustrations of instruments; car-
toons, ete.)

Announcement No. 1 (20 seconds)

Want to modernize that radio or tele-
vision combination? Well, then, listen
to this: Jones Radio & Television Com-
pany experts can convert your phono-
graph to play all of the new records,
and your old ones as well. How much?
You'll really be surprised to learn how
little! Call the Jones Company, XO
7-6987 now for a free estimate.

Announcement No. 2 (20 seconds)

Don’t buy just a television set or a
radio set. Buy a complete home enter-
tainment set such as the Ultrapix. It
has a big 16-inch TV screen, AM and
FM radio, and, listen to this—it plays all
the new records, and your old ones too,
and plays them automatically! Call
Jones Radio & Television Company
right now at XO 7-6987 for a free dem-
onstration right in your own home.

60

Announcement No. 3 (20 seconds)

Save space, get greater enjoyment
and be modern. Let Jones Radio &
Television Company modernize that old
phonograph in your combination instru-
ment. Then you can get all the best
there is in all of the new records, and
play your old ones as well. Call the
Jones Company now at XO 7-6987 for
a free estimate. The low price will sur-
prise you but agreeably!

Announcement No. 4 (one minute)

Hello everybody living in and around
Hometown. This is your friendly dealer,
Ed. Jones of the Jones Radio & Tele-
vision Company, 54 Main Street. My
voice is coming to you over a recording,
and I think you'll agree that I'm no
professional announcer. Not by any
means. But I do want to tell each and
every one how easy it is to own equip-
ment to play all the new phonograph
records. Here’s all there is to it. Give
me a ring at XO 7-6987 and I’ll send an
expert to your home to give you a free
estimate on modernizing your old
phonograph in any combination radio
or television set. You’ll be agreeably
surprised at the low cost, I'm sure, so
won’t you call me right now? The
number is XO 7-6987. Play all 3 rec-

ords, including you old ones. It’s easy.

through our efficient and economical
modernization plan.

Announcement No. 5 (132 minutes)

The few bars of music you just heard
are from Mozart’s Magic Flute. Notice
how your ear picks out each separate
instrument—hears each one with fidel-
ity of reproduction you never dreamed
possible. And imagine this! The phono-
graph record playing the haunting Mo-
zart melody is but seven inches in
diameter, taking up hardly any space,
and it is unbreakable. Here’s the great
something new you've been waiting for,
but have you the equipment to play
these new 7-inch records? To play the
new larger size 3315 records that give
you up to 45 minutes of play—a com-
plete symphony on two sides? Well, if
you have an old-fashioned phonograph
it’s time to do something about it. Jones
Radio & Television Company, 54 Main
Street, can modernize or replace your

www.americanradiohistorv. com

old phonograph, and at a very low cost
to you. Then you can play all records
automatically, including the ones you
now own. Call the Jones store right
now. Here’s the number—XO 7-6987
To repeat, the number is XO 7-6987
Jones Radio & Television Company wil
give you an estimate on modernizing or
replacing your own phonograph, in any
instrument, without charge — without
obligation. You're missing plenty if you
can't play the new, higher-fidelity.
space-saving new records. (Close with
few bars of music.)

Announcement No. 6 (2 minutes)

Friends of the radio audience, I have
been asked to give you a very special
message from your friendly dealer Ed
Jones, of the Jones Radio & Television
Company, 54 Main Street. He wants to
make it easy for you to play all the new
phono records in your home. The new
records, he points out, bring you better
tone quality, and require much less
storage space. They are as modern as
television itself. Here are three plans
offered by Mr. Jones. One, he offers you
the superb new Ultrapix combination
set. It has a 16-inch picture tube thats
brighter and better; it has AM and FM,
and it has three-speed automatic record
playing equipment. Truly, a complete
home entertainment center, it offers the
best there is for the low price of $

Plan Number Two offered by Jones
Radio & Television Company is the sug-
gestion that you modernize or replace
that old phonograph you now own
Make it up to date. Get all the good
things available in the new higher-
fidelity, storage-saving phono records
There’s no obligation to buy if you cali
XO 7-6987 for an estimate. Protect your
investment in that fine set you now own
by bringing it up to the minute.

Plan Number Three, suggested by the
Jones Radio & Television Company is to
buy a 3-speed phono record player at
the remarkably low price of $— —.
It plays all records, including your old
ones.

Won’t you please write down this
number now, and call the Jones store?
Here's the number—XO 7-6987. Re-
member, there’s no obligation, but you
do owe it to yourself and family to get
all and the best there is in record-play-
ing today.

RADIO & TELEVISION RETAILING » October, 1950
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Combos, 3-Speed Playe

Conversion Jobs, New Equipment and More Discs

DEALER AD COPY IDEAS

It’s All Settled—

There Will Be No More New Phono
Record Speeds.

$O, naturally, it's smart to INVEST
NOW in MODERN PHONOGRAPH REC-
ORD EQUIPMENT to play those brilliant,
high-fidelity new discs that take wup so
little space—and you can play your old
records, too—all automatically.

LET us demonstrate the superb new
ULTRA PIX TELEVISION SET with built-
in, 3-speed phono unit—and FM, and regular
broadcast band. Come to our store and see it,
or call us NOW for a FREE HOME TRIAL.

AND do you realize that we are equipped
to MODERNIZE or REPLACE your OLD
phonograph player? Call us for an estimate.
You'll be surprised at the low cost.

JONES RADIO & TELEVISION CO.
“Where Every Sale Makes a Friend”
54 Main Street Hometown, U.S.A.
Open Every Evening

WANTED

Modern Phono Equipment.

No Longer will you be

MISSING

the Extras in Music if you

REWARD

Yourself and family with our
LOW-COST conversion of YOUR
OLD PHONOGRAPH. Call XO 7-
6987 RIGHT NOW FOR A FREE
ESTIMATE.

Jones Radio & Television Co.
$4 Main St. Hometown, U.S.A.

RADIO & TELEVISION RETAILING e October, 1950

A Personal Message to

Music Lovers

Living in and around Hometown

Hints on Advertising

Here are Four Easy Ways you can
play All Three Phono Records in your
own home: (78 RPM, older type;
33-14 and 45 RPM’S the newest ones.)

THIS—I. Buy a TV-phono combina-
tion, or a radio-phono set at our
modern store. (Phono XO 7-6987 for
a free home demonstration.)

Run ads in local newspapers,
classified directories, etc.

Advertising departments have
skilled personnel who'll be glad
to help you prepare copy.

Newspapers have hundreds of
small cuts you can use without
cost as spot illustrations.

Order reprints directly from
ads to be used as circulars or as

direct-mail pieces.

Mount ads on cards and
display in the store and in the
show-window.

OR—2. Buy an automatic phono to
Attach and play through any radio
or television set you now own. (We'll
install it for you.)

OR—3. Buy a plug-in, automatic phono
player with its own speaker, at the
amazingly low price of $..... (Phone
XO 7-6987 now, and we’ll deliver it
right away.)

JONES RADIO & TV CO.
“Where Service is More Than a Slogan”
54 Main Street Hometown, U.S.A.

FIND OUT FOR FREE
HOW TO PLAY ALL “THREE””

*(78, 33-14 and 45 RPM Phono Records)
Clip this Coupon NOW:
Jones Radio & Television Co.,
54 Main St., Hometown, U.S.A.
Phone: XO 7-6987 (Open Every Evening Till 9)

Quote me prices on an ULTRAPIX Television Combination,
with AM-FM and 3-speed automatic phono record player

Send the ULTRAPIX combination to my home
for a free demonstration

Send one of your technical experts to show me how | can modernize
my old phonograph to play all records

Name

Address

61
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THE FACTS

about )31 IEFariiars

-
TELEVISION’S CLEAREST PICTURE!

Located at the beginning of TV chassis where signals are the weakest, the
dynamic tuner uses the photographic accuracy of the precision printed
circuit: TO AMPLIFY WEAK SIGNALS MORE EFFECTIVELY; TO
REJECT STATIC OR OTHER INTERFERING SIGNALS.

dynamic ' tuner

ANTENNA

STAGES

PICTURE
) G
=" AMPUFICATION aﬂq

SPEAKER

ACTUAL PROOF OF SUPERIORITY!

HALLICRAFTERS . . . BEST of five leading sets tested! Two to four
times greater sensitivity than the best of the other leading TV chassis tested,
and on al{ 12 TV channels!

T T —T ——
RELATIVE SENSITIVITY* I

- =
| 4 4t

]

| B U _
|

2 3 4 5 6 7 8 % 10 1t 12 3
TV CHANNELS' *Converted from microvolts of signal strength

“FRINGE AREAS’ MOVE TO TOWN!

Hallicrafters longer-distance reception means that you, the dealer, have a greater sales
territory! It’s yours to capture, now! You can guarantee ‘“‘city-clear” reception in many
former “‘fringe area’’ locations.

SUPER-SENSITIVE CHASSIS

Every chassis coming off the line is “hot” in sensitivity; variations in tuning align-
ment are practically eliminated!”Neither climatic changes nor motion in shipment
alter the precision-fixed position of the flat, photo-etched coils.

EXCLUSIVE: “SILVER VORTEX ANTENNA”

Hallicrafters’ second major development in antennas, the Silver Vortex Antenna
is a triumph of Precision engineering. It is “‘omnidirectional,”’ actually draws in
signals like a magnet through a precision-printed, circular pattern of metallic
silver ribbons.

I I. f
WORLD'S LEADING MANUFACTURER OF PRECISION RADIO & TELEVISION a Icra fe rs
CHICAGO 24, ILLINOIS FIRST in Precision TV!
A ———
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Sylvania Dealers Ready to Score

BIG TV SALES WITH
RADIO FOOTBALL

Neighborhood dealers to

nsor SYLVANIA’S

EK'' broadcast

al cut-in

cO-Spo
«GAME OF THE WE

over the ABC network...spect

t!
announcements to fit each local marke

RADIO TO SELL TV. Join your sales effort to a big-time radio network.
Famous ""Game of the Week’” program is tailor-made to attract the buying
crowd in primary TV markets and “fringe” areas, wherever a TV signal exists.
Using AM radio to sell television is Sylvania’s newest sales tool to help you
get more 1951 Sylvania “demonstrator” sets in your neighborhood homes.

LOCAL TIE-IN FOR YOUR STORE! 8 one-minute spot announcements
are available every broadcast! These spots are /n addition to hard-hitting
national commercials. With them you take full advantage of your local
reputation, prices, credit terms and your address and telephone number.
Use these spot announcements to make the “Game of the Week” sell
Sylvania TV sets for you.

GET ON THE AIR WITH SYLVANIA'’S “GAME OF THE WEEK.”
Contact your local Sylvania distributor! He will make your tie-in arrange-
ments with the local radio station. This puts your store in big time radio
that’s flexible to meet local conditions. Send for the newspaper ads and
counter and window displays that will identify your store as local Sylvania
headquarters during the “Game of the Week’ promotion.

=

TELEVISION.

HARRY WISMER, ace spomscaster and ABC sports
director, will announce the “Game of the Week” for
your store every week! He’s -he favorite of millions of
sports fans throughout the nation.

*TRADEMARK 5YLVANIA
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TELE KING MODEL 916CAF
6-Way 16 Period Combination
America’s greatest value in com-
plete home entertainment. Life-
size 16" television, AM-FM radio,
3-speed automatic phonograph.
Magnificently styled period con-
sole of rich mahogany veneers with
full closing doors.

64

up...un..UP;,,/up

Go Tele King Sales!

Tele King's rapid risc to its present prominence pays ample
tribute to the policies, products and values which made this
possible. In less than four years since its organization, Tele King
has become one of America’s largest producers of television
receivers and rapidly approaching the position of unchallenged
leadership. Each year more and morc leading storces, coast to
coast, are featuring Tele King Perfected Television with pride
and selling it with confidence. Plan now to add your name to
the distinguished list of authorized Tele King dealers. . . the

surest road to greater sales and profits during 1951.

TELE KING CORPORATION

601 West 26th Street, New York 1, N. Y,

TELE KING MODEL 117LO
17" Console Television
America’s most beautiful open
console. 17”7 black rectangular no-
glare tube, super powered chassis,
directional built-in antenna, large
Alnico PM speaker. Cabinet of
glistening limed oak for homes of

modern decor.

RADIO & TELEVISION RETAILING ¢ October, 1950
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Successful Rental Plan
Brings High Sales Rate

Pays Cost of Home Demonstrations; Provides Hot Leads for New Colorado Store

(Continued from page 58)

an absolute minimum of trade-in offers.

“We feel that prospects who respond
to the rental offer are invariably newly-
weds starting out, low-income couples,
newcomers to the Denver area, or
young couples moving away from the
family home, to start out on their own.
In each case, the prospect who comes
in to look into rental service is a
bonafide prospect, owning no appli-
ances, and the most likely person to
buy. As a result, it is not unusual for
us to rent a new refrigerator on Mon-
day, and close up the sale the fol-
lowing Friday.”

Special Promotions

Along with the rental offer, Steve’s
Appliances, of course, has offered a
variety of specialty promotions, such
as offering a supply of food from a co-
operating supermarket, to move some
slow-moving items left in stock. Over
the long run, however, it has been
found that the classified advertising,
offering $3 per month rental service
on refrigerators, has been ample to pro-
vide all the prospects the firm can
handle. “We average from 20 to 30
calls per day on our rental promotion,”
the Colorado dealer said, “which, split
up among 4 salesmen, gives us plenty
to occupy the efforts of each man. Later
on, we expect that the satisfaction of
sold customers with their appliances
will lead to bird-dogging, and tips on
other prospects. But, for the time
being, however, we have been able to
develop all the prospects we need en-
tirely from classified advertising.”

A veteran salesman himself, Stephen-
son realized from the outset that his
most difficult problem would be keeping
up a staff of satisfied, well-paid out-
side salesmen. Therefore, he picked
young men, most of them fresh out of
college, and set up a compensation plan
which he believes is “fool-proof” so far
as compensation satisfaction goes. Each
new man for the first three months
receives a $50 a week drawing account,
plus 7% commission. Then, after having
“gotten rolling,” he switches over to a
straight 10% on all sales. Above a set
quota for each man, depending upon the
length of the time he has spent with
the firm, he is paid a 2% commission on
all gross sales. At the end of the year,
under a plan whereby a percentage of
profits accrued through energetic out-
side selling is split among the 4 sales-
men, each will receive a Christmas
bonus.

Part of the opening night crowd at Steve’s Appliances.

The big model kitchen at the back
of the left showroom of the Steve's
Appliances’ building helps to make life
pleasant for the salesmen and pros-
pects alike. Here, with a college-
graduate, trained home economist on
the job, Steve’s Appliances keeps a
home freezer full of food, a 24-cup,
stainless steel unit full of hot coffee,
plenty of cookies, hot rolls, sandwich
meats, etc., always on hand. When a
prospect comes in to inquire about the
rental service, or to purchase a new
appliance, the salesman steers him
straight back to the kitchen, where de-
tails are discussed over a cup of coffee

and a sandwich, doughnuts, etc.

“We get the prospect relaxed, com-
fortable and pleased, as rapidly as
possible,” Stephenson said. “We've
found that we're actually selling more
appliances from a comfortable chair
with a cup of coffee in the model
kitehen, than we do from the salesfloor
itself. Most of our prospects, at-
tracted by rental advertising, know
pretty much what they want, and it is
merely a matter of discussing the de-
tails, pointing out that rental payments
apply on the purchase, etc, in the
kitchen, which clinches the sale.”

(Continued on page 112)

This kitchen is in almost continuous use under the direction of Miss Pat Murphy, home economist.
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Trends in the New TV Receivers

Breakdown of Specifications Shows Average Prices and

Features of 700 Current Models Made by 71 Manufacturers

® The following analysis of the TV
specifications appearing in the Sep-
tember issue of Radio & Television Re-
tailing, worked out percentage-wise,
presents a complete picture of the new
television receivers for 1951 which are
currently coming off the production
lines of about 71 manufacturers, and
include more than 700 models:
Sixty-two per cent of the available
models are consoles, 23% are table
models and 10% are consolettes.

In 1949, when 526 models were listed
in the Radio & Television Retailing
specifications, 37%% were table models,
389 were consoles and 14% were con-
solettes. A definite trend away from
table sets can be seen in the 1950 figures.

Of the table types, 55% use 16 in.
picture tubes, 20% use 12 in., 16% use
14 in., and 7% use tubes larger than

In 1949, combining all types, 29%
used 16 inch tubes, 2% larger than
16 inch, 7% were 15 inch, 30% were
12 inch, 22%% were 10 inch, and 3%%
were 7 inch. As can be seen above,
the 7 and 10 inch sets have all but
disappeared in 1950 and the predom-
inant quantities are 16 inch and larger.

In addition to television, 13% of the
models offer AM and FM, 6% offer
AM only, 4% offer FM only, and ap-
proximately 1% offer AM, FM and
short-wave, with another 1% offering
FM and short-wave only.

The number of sets with radios has
decreased since 1949, when 22% of the
models included FM-AM, 10% included
FM, and 2%% included FM-AM-SW.

The table below shows average prices
for table, console and consolette types
by picture tube sizes.

In 1949 the average price of models
according to picture tube sizes were:
7" - §170; 10" - $255; 12" - $325; 15" -
$495; and 16" - $435

Eighty-two per cent of the models
had built-in antennas and of these
30% were tunable by the customer.

Eighteen per cent of the models
contain 3-speed automatic record
changers, (and these 18% are almost all
consoles), while an additional 8% have
provision for a phonograph attachment.

The average television receiver has
21 tubes plus 3 power rectifiers.

Seventy per cent of the receivers now
being marketed use intercarrier IF sys-
tems, and of these 18% have interme-
diate frequencies above 30 MC.

16 i SOOI The average receiver provides an
in. ) Tube (In.) Model Consolette Console . i d
Of the console types 52% are 16 in. 12 180.92 902,80 24939 audic power output of 3.5 watts, an
picture tubes, 25% are 19 in., 11% are 14 195'95 227'85 283.39 909% of the receivers use PM speakers.
17 in., 5% are 12 in., and 3% are 20 16 245'25 311'53 365.14 7% of the speakers employed are oval,
in. or larger. 17 239 95 254 95 394.61 39% of which are of the 6 x 9 size and
Of the consolette types 59% have 19 342.98 405.25 473.78 33% are 4 x 6 size. Of_ the round type
16 in. picture tubes, 21% have 19 in, 20 562.84 speakers 42% are 12 in., 28% are _10
10% have 12 in.,, and 7% have 14 in. 21 R -—_ 795.00 in., 13% are 6 in., and 10% are 5 in.
.
Latest TV-Set Price Changes CLIP these latest
prices and paste over
The following are the latest television-set prices of those manufacturers the appropriate
. » . . . H ”
who made price changes after the “1950-51 Television Receiver Specifi- spaces in the "1950-
cations” (which appeared in the September issue) had gone to press. 51. Telews:or! .Re'
Only the model numbers and latest list prices are given. PSR Spgc: ti ca-
| tions” published in
- Jonith Fadio G I " . - alieraftors G Th | the September issue,
Tele-Tone Radio Corp., enith Radio Corp., agnavox Corp.. allicrafters Co., The, . .
540 W, 56th St., 8001 Dickens St., Bueter Rd., ’ 4401 W. Fifth Ave., to bring the list up-
Now York 19, N. Y. Chicago 39, . | Ft. Wayne 4, ind. ] Chicago 24, 1. to-date.
Model List Price Model List Prico Mode! List Price | Model List Price 3
TV322 169.95 |  H2227R 189.95 HAMPSHIRE 198.50 815 259.95
TV323 179.95 Hzsere 199.95 BILTMORE 279.50 l 811 279.95 Mars Television, nc
TV318 189095 |  H222R 209.95 METROPOLITAN 269.50 | 822 319.95 112.33 Colonlal Ave..
TV324 199.95 H2250R 249.95 PLAYHOUSE 329.50 818 339.95 Corona. L L. N.Y."
TV336 239.95 H2255E 269.95 SHOREHAM 329.50 853 ... LU
TV325 259.95 H2329R 249.95 COSMOPOLITAN 359.50 878 319.95 Model List Price
TV325R 309.95 H2328R 259.95 SHOREHAM 395.00 871 339.95 =
TV326 299.95 H2328E ... CONTEMPORARY 459.50 820 359.95 VERSAILLES 534.95
TV326R 349.95 H2352R 318.85 WEDGEWO00D 495.00 821 389.95 HA’QR}RE 534.95
TV327 399.95 H2353E 329.85 PROVINCIAL 495.00 860 459.50 LR e
TV329 349.95 H2438R 319.95 AMERICAN MODERN  595.00 861 499.50 34 A |TK 569.95
TV328 369.95 H2449E 339.95 FRENCH PROVINCIAL 595.00 880 , 339.95 ettty 569.85
TV336 219.95 H2430R 359.95 EMBASSY 775.00 890 595.00 RMOUTH  1195.00
TV314 199.95 HE 378.95 PLAZA 239.50 894 595.00
TV330 249.95 nggng 399.95 nggﬁkmyvrrz gn.sg ggg 595.00
TV3168 299,95 | H3267 .. 7950 | 809 0 ......
V310 349.95 H3267R 48995 | AMER, TRADITIONAL 535.00 | 810 539.95 w515 heretn Bive
TV331 369.95 H3475R 549.95 WINDSOR IMPERIAL 1390.00 805 289.95 Chicaso 51, 1L, |
TV332 369.95 H3469E 599.95 808 299.9 90 51, ML
TV333 369.95 | H2u7R 429.95 Model List Price
T3 Soa.9s |  H244R 479.95
: H3477R 695.00 S 142 ;sg.ss
il 750.00 Arvin Industries, Inc., };Ts 215933
Sentinel Radio Corp., | - Columbus, Ind. Olympic Radio & Television, Inc. m 259.95
2100 Dempster St., Trav-Ler Radio Corp., 34-01—38th Ave., 1772 259.95
Evanston, lll. : 571 w'i Jacksonl "Blvd., Mod;lM LzsstgP;I:e Long Isfand City, N. Y. };&; §8ng"§
B 2 . . .
Model List Price Ghicago 6 P153TM 169.95 Model List Price 17K3 359.95
420-TVM 259.95 Model List Price 2120CM 219.95 DIPLOMAT 389.95 17K4 269.95
420-TVB ... 62R50 179.95 2126CM 199.95 CHALLENGER  219.95 17F1 449.95
423-CVM 299.95 63R50 199.95 2124CCM 299.95 RIVIERA 239.95 17F2 479.95
423-CVB 309.95 84R50 229.95 |  4080T 129.95 SHANGRI-LA  569.95 17F38 499.95
424-CVM 349.95 65G50 22995 |  2161T™M 239.95 BROADMOOR  329.95 17F4 499.95
424-CVB 369.95 16R50 249.95 2160CM 269.95 CATALINA 449.95 17F5 429.95
428-CVM 379.95 16G50 279.95 2164CM 299.95 MONTE CARLO 293.95 19K2 369.95
428-CVB 399.95 16R60 299.95 2162CCM 379.95 PRESIDENT 399.95 19K3 429.95
425-CVM 449.95 19A50 299.95 4162CM 349.95 GOVERNOR 179.95 19K4 449.95
425-CVB 469.95 16R70 329.95 416208 369.95 ELDORADO 499.95 20F1 625.00
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hat are making TV sales history!

FADA

TV of to-morrow . .. TO-DAY !

There’s a wealth of new revolutionary engineering
details embodied in the 1951 TV Fada line that
puts Fada TV in a class by itself. Fada’s improved
Automatic Brilliance Control, Fada’s Improved
focus stability with variations in picture brightness,
Fada’s improved picture stability for weak or noisy
areas. These and many more bring you the TV
line that is making sales records througout the
country. Fada’s incomparable custom-built cabin-
etry too is being heralded as the tops in the

MODEL S6CS5

2 Door industry. »
Maho;!Ca:nysoReLuxe ik See your nearest Fada Jobber for details of
ook the hottest TV line that’s making television
Rectangular .
Black Tube sales history.

Model S4C20 . . . 14 Inch Rec-

tangular Black 'Tube DeLuxe
Model S4T15 . . . 14 Inch Reéc- Console of Luxurious Mahogany Model S4C40 . . . 14 Inch Rec-
tangular Tube Table Model . . . Veneer. tangular  Black Tube DeLuxe

matching table avalable. Mahogany Veneer Console.
: “Pioneers in Radio & Electronics Sinee 1920

FADA RADIO & ELECTRIC CO., INC., BELLEVILLE, NEW JERSEY

RADIC & TELEVISION RETAILING e October, 1950 67
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M Chances are that more than half your higher priced appliance
sales are made to customers who buy on time.

And their purchases naturally account for more than half your
merchandise profit.

How much of those potential profits you will actually pocket
depends largely on the kind of service you get from your financing
connection.

With Commercial Credit financing you can be sure of this:
1. No good sales will be lost through superficial credit rejections.
2. No bad sales will be made through careless credit investigation.

You don’t have to tie -up your capital—our money will carry
these customers for you, at no cost to you.

At minimum cost to you, our money will keep your showroom
well filled with the appliances you want to sell . . . and to sell
them, you have to show them.

Commercial Credit service will ensure the greatest number of
sound and profitable sales and protect to the fullest degree the
profit you make on these sales.

Consult your distributor about this. He will steer you right.

Helps Dealers Make
More SALES - More PROFITS
More SATISFIED CUSTOMERS

Commerciai CrepiT CoORPORATION
A Subsidiary of
Commercial Credit Company Baltimore  Capital and Surplus Over $100,000,000

MORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA

‘a8
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THE Riviera

Deluxe table-top rodel
with 16" rectangalar
black sicture tuoe

> says Torchy, Olympic’s Star Salesman . . .. ..

Yes, you’ll be seeing double this fall and winter . . . double your
Olympic TV sales . . . double your turnover . . . double your profits.
® Orne person tells another, and another and another . . . and the repu-

tation of Olympic television has grown by leaps and bounds. With

m l c large ads in color appearing in the nation’s leading consumer mag-
azines — LIFE, Saturday Evening Post, Better Homes and Gardens —

; there’s a double reason for extra Olympic business this season. Here’s

] Q compelling evidence that . . .
e Olympic f\eans Business!
TELEVUISION

4
L4 @ e
THE 153 Catalina
Challenger Broadmoor

Three-way conscle com.

Budget-priced muhog- Magnificent televi- bination with 16" rec-

any toble model with
16" rectangulor black
picture tube.

OLYMPIC RADIO AND TELEVISION, INC., LONG ISLAND CITY 1, NEW YORK

RADIO & TELEVISION RETAILING e October, 1950

sion console with
matched doors. 167 rec-
tangular picture tube.

\ANANNL gmnricanrad@mem

tangular picture TV,
FM-AM radio and auto-
matic phono.
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A Plan for Service
in These Tense Times

How to Carry on a Successful Business in the Present With an Eye to the Future

e With the experiences and lessons of
World War II still fresh in their minds,
a sizable segment of the public reacted
irrationally to the first news from Ko-
rea in a mad scramble not to get caught
up the creek without a paddle. But in
the three months that have passed
since the beginning of what we have
come to refer to as “the Korean situa-
tion” we have learned that there is
time for a careful evaluation of the
situation, and, indeed, a great necessity
for such evaluation.

This is especially true of business-
men; and we must consider service
dealers and dealers who handle serv-
ice primarily as businessmen.

In examining the nature and pros-
pects of the business of radio-TV serv-
ice, two facts are evident. First, the
true nature of “service” encompasses
not only repair, but also maintenance.
Second, the importance of repair and
maintenance will increase should the
situation worsen.

Looking Ahead

Before going into the implications of
these facts for the service profession,
we might well take a look into the
crystal ball and see what is likely to
occur in the near future. The prospect
for the immediate future (5 to 6
months) is that the situation will be
“normal” except for certain pre-Korea
shortages which are due to the fact that
manufacturers were unable to produce
sufficient quantities to satisfy the ab-
normal démands of television. For in-
stance, receiving tubes and resistors
would have been in short supply with-
out Korea. These shortages may have
been aggravated by scare-buying but
were not in any way directly affected
by the outbreak of hostilities.

From a longer range viewpoint (6
months to a year), we can expect a

RADIO & TELEVISION RETAILING ¢ October, 1950

more pronounced effect on the elec-
tronics industry, regardless of how the
war goes, due to the fact that the
government is committed to a tremen-
dous armament program, This program
will probably get rolling by Spring
or Summer of 1951. The demands of
the government under this program,
however, will not mean a cessation of
civilian production, but rather the ab-
sorption of about 25% of industry’s
output.

If the war should suddenly end in
the Far East, this program would not
be curtailed in any way, but would
continue as planned. If, however, the
war should spread and become a real
“all-out” war, we could expect an im-
mediate order to stop production of
non-essential goods. Whether this will
happen, and if so, when, is purely con-
jectural.

At any rate, it is apparent that the
days of a completely free peacetime
“business as usual” economy have come
to an end. The prospect for the future
is relatively simple to outline: less
merchandise as factories produce more
for the government, higher taxes as
the government attempts to pay its
way, and a growing labor shortage as
the armed forces are enlarged. The only
thing open to conjecture is the timing:
whether this program will slowly and
gradually build up over two or three
years according to present plans, or
whether it will be suddenly accelerated
due to the war taking a turn for the
worse.

No Scare Buying

The implications for the business man
are much the same in either case. He
must plan his future activities for a
war-type economy and put the plan
in effect right now. This doesn’t mean
a hysterical rush to buy up things that

W americanradiohistorv. com

you figure will be in scarce supply.

In the first place,as we have discovered
since June 24, this can cause an arti-
ficial shortage even where no real one
exists; it can force merchandise back
under the counter where it was all
during the war and up to the end of
the OPA; it can push prices up; and
it can hasten the return of controls,
which the President has assured us will
be put into effect as quickly as things
get out of hand.

In the second place, to be realistic,
it is hardly conceivable that any radio-
TV service dealer could stockpile
enough components to last through
this situation (remember, the armament
program will continue regardless of
what happens in Korea). How many
6SN7’s, 6AU6’s, etc., can you buy?

Since, therefore, scare-buying can do
a lot of harm, as pointed out above,
and since it cannot do any good from
the long range point of view, this is
obviously one thing that should not
be included in the service dealer’s
program,

The Course to Follow

Where a shortage of components is
possible, conservation and efficiency are
mandatory. This is particularly ap-
plicable in the case of receiving tubes
for TV sets, to name a “for instance.”
Many a tube which won’t perform
satisfactorily in its present position
would work somewhere else. Whereas
servicers had been in the habit of
throwing these tubes away, they must
now make a more careful examination:
a 6J6 which won’t work as an oscillator
might be OK as an RF amplifier or con-
verter; a 6SN7 which won’t work as
horizontal oscillator might be fine as
sync amplifier; a vertical amplifier tube
which won’t fill the raster might be an

(Continued on page 114)
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CBS Color TV

COLOR DISC
IMAGE ORTH,

7

COLOR DISC

I 1
J S|

STUDIO

R G D:}_‘ EQUIPMENT

&
TRANSMITTER

RECEIVER

B SYNCHRONOUS
MOTOR

SYNCHRONOUS
MOTOR

Figure 1: A simplified block diagram showing method of broadcasting and receiving
color TV by the CBS field sequential method utilizing o revolving transparent

plastic color disc.

o The recent (September 1) decision of
the FCC regarding color television has
more than academic interest for the ser-
vice profession who have collectively
installed and cared for all the present
monochrome (black-white) receivers in
use. Every one of these sets (almost
8 million while you are reading this
issue, expected to reach 10 million by
the end of the year) may be a cus-
tomer for “conversion”. Such conver-
sion can involve one or both of two
separate operations: 1) Installation of
a switch and associated circuits which
will permit the set owner either to re-
ceive present monochrome programs as
is, or to receive CBS-type color broad-
casts in black and white. Such an
adaptation would be necessary so that
such color broadcasts would not repre-
sent a total loss to the televiewer. 2)
Installation of the transparent color
wheel and the motor required to turn
it, in order that the broadcasts seen in
black and white as a result of adapta-
tion #1 can now be seen in color.
The field sequential system is briefly
explained as follows: The making of a
color picture involves the combination
of the three primary colors (red, blue
and green) in varying amounts to pro-
duce the several tints, hues and shades
of color as seen in nature, including

Fig. 2: Verticle (left) and horizontal (right)
oscillators in a 630 receiver, showing frequency-
determining components.

white and black. If the three colors
were transmitted (in a broadcasting
system) all at the same time, it would
be a “simultaneous” system. No such
system has been perfected, however.
If, on the other hand, the three colors
are transmitted one at a time, or in
other words, in a sequence, then we
have a “sequential” system.

The colors are switched at the end of
every field in the field sequential sys-
tem.

We already know that it takes two
fields (an odd-line field and an even-
line field) to make a complete picture:
now it will take two fields for each
color, or 6 fields, to make a single full-
color frame. There will be 24 (rather
than the present 30) frames per second,
so the field rate will be 6 times 24 or
144 rather than the present 60. Instead
of the present 525 lines, there will be
now only 405, and the horizontal fre-
quency will be 405 times 24 (frames)
times 3 (because there will be a com-
plete picture in each of the three pri-
mary colors) or 29,160.*

* The constants of 24 frames, 405 lines and
144 fields are not mathematically obvious results
of a field sequential system, but rather are con-
stants more or less arbitrarily selected by CBS
as part of the system which ultimately received
the FCC approval.

A receiver operating on the old
standards would not be able to sync
up on a CBS color broadcast, since the
“hold” controls do not have that much
range. A very stable receiver (such as
a 630) would stop motion with about
4 pictures on the screen. Many service-
men saw such a pattern during CBS
experimental broadcasts.

A switch could be presumably wired
into a receiver which would throw an
extra resistor or capacitor into each of
the oscillator circuits (horizontal and
vertical) to change them from 15,750
and 60 to 29,160 and 144. The hold con-
trols would, as at present, provide a
fine frequency adjustment after the
switch was thrown.

As an example, figure 2 shows the
vertical and horizontal oscillator sec-
tions of a 630. CI54 and the combina-
tion of R171 and R172 (vertical hold)
determine the proper operating fre-
quency of the vertical oscillator. C172
and the combination of R196 and R168
(horiz, hold) perform a similar func-
tion for the horizontal oscillator.

It should be borne in mind that
circuit components such as the vertical
and horizontal output transformers are
designed to operate efficiently at one
particular frequency. It is also worth
more than passing note that most re-
ceivers have a flyback high voltage
power supply which operates at the
horizontal frequency. It is recommend-
ed that manufacturers’ instructions for
adaptation (which should certainly be
forthcoming soon) be followed.

Once the receiver has been “adapted”
in such a way that it will show a CBS
color broadcast in black and white (or
in other words, when it has been ad-
justed so that it will sync on a 405
line, 24 frame picture), then all that
remains is to run a transparent color
disc in front of the screen and the
picture will be seen in color.**

** The color disc rotates in front of the re-
ceiver tube at the rate of 1440 RPM. When six
color filters are employed, it means that two sets
of red, blue and green filters are employed. In
addition to the tube size, the shape of the filters
(these are not pie-shaped, as you might expect)
determines the size of the color disc. When re-
ceiving color TV signals from a camera whose
power supply is locked to the 60-cycle supply
of the receiver location, a synchronous motor
will give satisfactory disc synchronization.
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A Novel Antenna for TV

High Front-to-Back Ratio Aimed at Reducing

The “Channel Buster” antenna is so
named because it is capable of separat-
ing two TV stations operating on the
same channel. Most of these stations on
the same channel are located, in most
cases, 150 to 200 miles apart, but still
overlap an area in between. One ex-
ample of this is the area located be-
tween WOC, Iowa, and WNBQ in Chi-
cago. Interference between these sta-
tions was so bad that it rendered Chan-
nel 5 useless until one of the stations
went off the air.

The picture was completely distorted.
The synchronizing signal from one sta-
tion would prevent the other from lock-
ing the picture in the frame, and, as a
result, the picture was never still un-
less both sync pulses were in phase.
Even then, each frame had two pic-
tures, one imposed on the other.

The engineering department of the
Barb City Industries, Inc., of DeKalb,
Illinois, who are located in one of the
troubled areas, has met the problem by
designing an antenna with a front to

FULL WAVE LENGTH
l Channel 7 - 174 MC.

TRANSMISSION
LINE

Fig. 2. Schematic appearance of the basic antenna
(known as the “’Fly Swatter’’), Without reflector,
this antenna is bidirectional.

back ratio of 30 to 1 on any desired
frequency on the television bank. This
is accomplished by means of a tuned
reflector, used in conjunction with the
Barb City Antenna, and is tunable to
any desired television channel.

An All-Channel Antenna

The Barb City Antenna, commonly
called the “Fly Swatter Antenna”
is cut to 174 MC full wave length
and schematically appears in Fig. 2. It
can be considered a high band array.
In Fig. 3, the voltage curves are shown
as they are on a full wave antenna. The
null point or the zero voltage point,
where the curves cross the elements,
occurs one half way between the ends
and the center on each element. Since
this point is of zero voltage potential,

* By lLeonard J. Lynch, chief engineer, Barb
City Industries, De Kalb, I1l. ’

RADIO & TELEVISION RETAILING e October, 1950

Co-Channel Interference in Fringe Areas*

Fig. 1. The completed antenna. The tuned reflector
is placed 17 inches behind the antenna. In the
drawing, the antenna is shown in blacker lines thon
the reflector.

all these points can be tied together as
in Fig. 4 with the vertical elements.
These vertical elements then have
formed an antenna, resonant at Chan-
nel 3 without disturbing the high band
array, as in Fig. 4. The vertical mem-
bers have formed four loops to receive
the low band.

The Tuned Reflectior

To understand the theory used to de-
sign the reflector, note Fig. 5, in which
a very simple experiment is explained.
A signal generator is connected across
a coil “A”. The second coil “B” has
several taps to short out sections of this
coil to bring it’s resonance to equal
that of the signal generator. Coil “C”
is also in the same plane and will re-

Fig. 3. Voltage distribution on the full-wave di-
poles. Null points are indicated by arrows.

ceive a minimum amount of energy be-
cause coil “B” will act in the form of a
wave trap and absorb most of the ener-
gy radiated in that plane from coil
“A”, Now, let us suppose, Coil “A” is
the television transmitter, Coil “B” is
the tuned reflector, and Coil “C”, the
receiving element of the antenna. The
receiving part of the antenna will re-
ceive only a small percentage of the
transmitted energy because the tuned
reflector, or Coil “B” is in the same
plane and is tuned to resonance, and is
absorbing most of the energy from Coil
“A” or the transmitter.

An antenna designed to meet the
needs of all areas would require a re-
flector that would tune to any of the

Fig. 4. Null points connected together by vertical
elements. The heavy lines indicate how this for-
mation produces loops to receive the fow band.
This is resonant on channel 3

12 channels. To set about this task a
set of 10 shorted loops were set up be-
hind the Barb City Antenna in such a
manner that part of each loop could
become part of another by means of
shorting strips. This, essentially, would
parallel two inductances and as a re-
sult would tune the reflector to the de-
sired frequency. The placement of the
loops are shown in Fig. 6. The shorting
strips placed across the portions of the
ten loops are adjustable to tune any of

waany americanradiohistonscom.

XMITTER REFLECTOR ANTENNA
A B

Fig. 5. Equivalent representation of an antenna
with tuned reflector, which can act as a wave tﬂ.

the desired channels. Some channels
require 4 shorting strips, as for example
channel 5, shown in Fig. 6. Others like
channel 9 require only 2 shorting
strips, with connections across reflector
elements number 3 & 5. The spacing
between reflector and antenna was
(Continued on page 116)
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nd RADIART

TR

HEAVY DUTY MODELS

Tested...proven...and accepted as

the outstanding rotator. . . this heavy
duty TELE-ROTOR has no match!
Powerful beyond any normal require-

ment. . .sturdy enough to hold and
turn any TV antenna array under any
weather conditions. Servicemen and

dealers everywhere are recommend-
ing the heavy duty TELE-ROTOR with
assurance of dependable TROUBLE-
FREE performance! Complete with
handsome control cabinet that indi- &
cates antenna position instantly. &Q (

PATS PEND

Model TR-2 . . . . rotator with "Compass Control” cabinet having
illuminated "perfect pattern” dial . .. .. (Uses

8wirecable) . ..... .. ... .. ... . $44.95
Model TR-1. . . . rotator and control cabinet with end of rotation
..... (Uses 4 wire cable) . .. ..

- PRE-SOLD TO YOUR CUSTOMERS
Through A National TV Spot Campaign
| In Major TV Markets
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Here is the new standard TELE-ROTOR for all average installations! g
Featuring the ALL IN LINE design ... with true in-line thrust between %I’Q.

antenna and mast — the %" STEEL shaft rotates on a case hardened i

steel ball. In-line reamed oiless bearings keep the shaft in perfect

alignment and offer smooth trouble-free rotation and performance.

NOW — Powered by the same husky
motor that has proven its superiority
in the heavy duty TELE-ROTOR.. . . You
can depend on this easily installed unit

to perform accurately and dependably.

Model 501-A rotator with control cabinet
having end of rotation light.
Light flashes every 7.2°
showing antenna is turning.

(Uses 5 wire cable) $34.95

Model 502-A rotator with control cabinet
having indicating meter for

“hairline” tuning (Uses 5

wire cable) ... .. $44 95

CORNELL-DUBILIER SOUTH PLAINFIELD. N. J.

THE RADIART CORPORATION CLEVELAND 2, OHIO
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New Audio Equipment

Shure TAPE HEAD

The TRS tape recording head has a
unique design that insures production con-
trol of gap dimension ond alignment.
Another special feature of the Shure tape
head is the fact that it employs an effec-
tive deep-drawn,

Mu-Metal shield for

optimum hum reduction. Specific technical
data: Record and playback coil impedance
—1650 ohms at 1000 CPS., erase coil
fmpedance—1000 ohms at 40 KC., output
level—5DB above 1 millivolt at 1000 CPS.
(at tape speed of 3.75" per second), overall
dimensions—.685” maximum H. x 1.240
W. x 1.031 D. Shure Brothers, Inc., 225
W. Huron St., Chicago, IL—RADIO & TELE-
VISION RETAILING.

Electro-Voice LOUDSPEAKERS

New Radax principle of high-fidelity
sound reproduction developed by E-V
research-engineers has led to the creation
of new-type coaxial 2-way high-fidelity
loudspeakers. The high-frequency cone or
propogator (the "Whizzer”) is coupled
solidly and the bass cone compliantly to
a single voice coil. Lower frequencies are
produced by the bass diaphragm which is
specifically designed for optimum repro-
duction throughout the range assigned to it.

Upper octaves are radiated solely from
the high-frequency propogator, because the
low-frequency cone is completely decoupled
from the voice coil at these frequencies
by a mechanical crossover. The necessity
for expensive electrical crossover networks
is eliminated. Electro-Voice Radax speakers
are available in the model SP8-B Super-
Eight (8-inch) at $34.00 list; the model
SP12-B (12-inch) at $36.50 list; the model
SB12 Super-Twelve (12-inch) at $75.00 list;
and the SP15 Super-Fifteen (15-inch) at
$95.00 list. Electro-Voice, Inc., Buchanan,
Mich.—RADIO & TELEVISION RETAILING.
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Racon DRIVER UNIT

Specifically designed as an all-purpose
driver unit for speech and music, the new
model PM-708TR, features a built-in 25-
watt vacuum impregnated line matching
transformer in addition to the other ex-
v:':lusive Racon characteristics. Available
impedances: 15, 500, 1000, 1500, 2000
ohms. In the manufacture of this driver
unit only Alnico V magnets and Armco
magnetic iron are used. To prevent corro-
sion, all soft steel parts are doubly plated.
An automatic electromagnetic switch em-
ployed in the magnetizing process insures
maximum flux density in the gap and a
high degree of uniformity. Other features
of the PM-708TR are: 18-month guarantee;
75-100% overload capacity; completely
waterproof and  tropicalized; combined
solder lug and binding post terminals; list
price $37.50. Racon Electric Co., Inc., 52 E.
19th St., New York 3, N. Y.—RADIO &
TELEVISION RETAILING.

Astatic MICROPHONE

The Synabar, model DR-10 microphone
is a unidirectional cardioid crystal type,
utilizing a special sintered metal to can-
cel out 15 db front to back. This feature
is a notable achievement for effectiveness
in making a new microphone dead to
sound from rear, it is claimed. The clear-
toned performance perfection of the Synabar
does not diminish through long service
life, thanks to added ruggedness of the
advanced construction, the manufacturer

i

declares. Excellent frequency range, from
50 to 10,000 cycles per second, is further
enhanced by a response selector switch,
which provides choice of ideal pick-up
characteristics for either crisp voice or
general voice and music. A high imped-
ance microphone, the Synabar has an
output level of -54 db. Its crystal element
has a special metalseal protection against
moisture or dryness. Available in models
with or without off-on switch. Astatic Corp.,
Conneaut, Ohio—RADIO & TELEVISION
RETAILING.

Goldring
ACOUSTIC TONE ARMS

A complete line of tone arms and re-
producers for acoustical phonographs (kid-
die, portable, etc.) is available, in addition
to the regular line of high fidelity electric
pickups and cartridges. For catalog, write
Samco Products Co., 1 Spruce Street, New
York 7, NY.~RADIO & TELEVISION RE-
TAILING.
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Rola TV SPEAKER

This new speaker has a magnetically
enclosed motor structure, permitting mount-
ing in close proximity to the picture tube.
Uses Alnico V in a high efficiency mag-
netic structure which results in all-over
reduction in the cost of the magnet,
Speakers are made in sizes ranging from
5 inches to 12 inches. Rola Co., Cleveland,
Ohio—RADIO & TELEVISION RETAILING.

Rauland-Borg AMPLIFIER

First of a new series of PA amplifiers,
known as the “Green Gem" line. The initial
amplifier is the Rauland model 1916, rated
16 watts at 5% or less harmonic distortion
(measured at 100, 400 and 5000 cycles);
20 watts peak output. The model 1916 pro-
vides: 2 microphone inputs (either con-
vertible for use with a low-impedance mike
by means of a plug-in transformer); 1 phono
input; true electronic mixing and fading

on all 3 inputs; tone control. Frequency
response is plus or minus ldb, 40 to
20,000CPS. Output impedances are 4, 8,
16, 250, 333 (70 volts), 500 ohms. Gain
characteristics are: Mike—130 db (2 meg);
117db (100,000 ohms); 117 db (150 ohms).
Phono—85 db (¥2 meqg). Voltage required
.0015; low impedance—.0001; phono—.1
volts. Rauland-Borg., 3523 Addison St.,
Chicago 18, Il.—RADIO & TELEVISION
RETAILING.

University LOUDSPEAKER

New 12" wide-range cone speaker in-
tended to fill the need for a top quality
but popularly priced unit for TV replace-
ment work, high fidelity enthusiasts, and
PA and auditorium work. The model 6200,
capable of a frequency response to over
10,000 cps and 30 watts continuous power,
incorporates an exclusive W shaped 1V2
pound Alnico V magnet in a "rim-centered’’
type of assembly which permits the cone
and voice coil assembly to be replaced
out in the field in. a matter of minutes.
Other features are: 3” duraluminum high
frequency and cone stabilizing dome at
the apex of the specially shaped one-piece
moulded cone, dural voice coil suspension
for permanent concentricity and greater ef-
ficiency, filtered back-pressure air condition-
ing of the voice coil for superior heat dis-
sipation, and cone edge damping which
make the cone virtually “‘break-up” proof.
University Loudspeakers, Inc., 80 South
Kenisco Ave., White Plains, N. Y.—RADIO
& TELEVISION RETAILING.
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Right in your neighborhood there are probably plenty of
folks who could easily become steady customers for your
radio and television business. But first you’ve got to tell
them how you can serve them .. .as well as where you’'re
located.

One sure way to call their attention to your store is
through the familiar ‘vellow pages’of the telephone direc-
tory. Remember, 9 out of 10 shoppers look in the ‘yellow
pages’ when they’re ready to buy. .

The ‘yellow pages’ put your name, address and telephone
number and sales messages, right in the homes of prospec-
tive customers in your neighberhood. You'll find them an
effective and profitable way to“reach out” for more business.

Call your local telephone business office for further informaticn.

RADIO & TELEVISION RETAILING « October, 1950
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New Opportumhes fo Sell

e There has always been a market for
the custom installation, but an unique
combination of circumstances has re-
cently enlarged this potential source of
dealer profits to a position of consider-
able importance. And yet surveys by
the editors of this magazine have shown
that relatively few dealers are taking
advantage of the situation.

Here are some of the reasons why this
business is easier to get today than ever
before: We have had a number of de-
velopments since the war which have
served, first of all, to stimulate public
interest in home entertainment instru-
ments, and second of all, to make exist-
ing home instruments more or less “ob-
solete.”. These developments include
television, FM, wire and tape recorders,
two new phonograph record speeds,
high fidelity sound reproduction, and a
trend toward modern (and especially
sectional) furniture, and built-in units.

All of these developments were pro-
moted by the manufacturers with con-
siderable advertising and publicity (and
still are) so that practically all con-
sumers are aware of the shortcomings
of their present equipment.

Many have made purchases only to
find that there is something new which
their equipment does not include, and
even greater numbers have hesitated to
buy because of the fear that there will
be early obsolescence due to new rec-
ord speeds, color TV, etc. Still others
have held off because they could not
find the equipment they desired in a
piece of furniture suitable to them; or
they felt that available cabinets were

78

OM INSTALLATIONS

Give Your Customers Exactly What They Want
And Nemwme Your Own Price for Doing It

too bulky; or they felt that the desir-
able combination was too expensive.

All these facts play right into the
hands of the dealer who is set up to
handle custom installations. He can
promote these installations as the ulti-
mate in home entertainment for com-
plete customer satisfaction because: 1)
Custom installations, being assembled
of separate wunits, are a guarantee
against obsolescence since any single
unit may be replaced, and a new unit
can always be added; 2) Custom instal-
lations are flexible physically, and can be
adapted to special cabinets, existing fur~
niture, sectional units, or built-in units;
3) Custom installations can be “tailor-
made” to satisfy the varied require-
ments and desires of any customer. No
“mass production” limitations; 4) There
are an infinite variety of chassis and
components available to satisfy even the
most discriminating ear for high fidelity
sound; and 5) Custom installations can
be designed to meet the customer’s
pocket-book, and also permit the addi-
tion of new or better component units
in the future, if the buyer should wish
to build a system “in easy stages.”

Sell Technical Excellence

In selling the idea of a custom instal-
lation, additional facts may be brought
to bear. For instance, it can be pointed
out that a custom installation is often
more reasonable than a commercial in-
strument, since the few sets available
which encompass all functions and use
all top-notch components are very ex-
pensive; and that in any case, the cus-
tom installation will probably offer a
better value because the price does not
include the cost of national distribution
and national advertising.

wwWwW_americanradiohistorv. com

In selling the features of the equip-
ment offered, the dealer might observe
(in non-technical language) that most
popular priced radios (even in combin-
ations) do not have an RF stage, and
do not have very high sensitivity or
selectivity. For this reason, such radios
do not usually perform very well in the
country, and even in the city have diffi-
culty distinguishing between the small
independent stations (especially at the
high end). On the other hand, there
are good tuners and radio chassis avail-
able which are very superior in these
respects. While selling the “radio” part
of a custom installation, the dealer
should be sure to sell the features of
FM. With a custom job, it is possible to
assemble a system which is really ca-
pable of reproducing the full (audio)
range of FM, coupled with a tuner with
adequate sensitivity, easy tuning, and
adequate noise limiting for proper en-
joyment of this medium. In selling the
record changer, it should be emphasized
that the record situation is completely
stabilized, and that it is now possible to
get changers which will properly ac-
commodate all the sizes and speeds
available.

Long Profits Possible

When it comes to high fidelity, there
are unlimited sell-ups available in
speakers, amplifiers, pickups, noise sup-
pressors, equalizers, baffles, ete. In this
connection, it may be pointed out that
the average radio, table or console, can-
not provide proper baffling for the
speaker, due to space limitations The
importance of proper baffling to any
speaker selected can be demonstrated.

Don’t fail to mention the possibility of
installing extra speakers in remote lo-
cations, as well as the possible inclusion
of intercom facilities, remote control
units, and automatic clock timers.

Many customers can be interested in
recorders when the many uses of these
devices are pointed out. The versatility
of the custom installation can be
greatly extended by the addition of such
a unit.

And finally (last but not least) there
is TV. There are many chassis avail-
able, permitting the dealer as much lat-
itude of selection in this type of mer-
chandise as any of the others. In addi-

(Continued on page 112)
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IT'S HERE!

ﬂwNaw HIR

nce
] /cj’e\i‘»izs@

Just set the pointer and Forget it!
Works in any weather
Guaranteed for one year

HHnd Remembern—

Only Alliance delivers a

national TV campaign t>

five million viewers around
60 stations.

It pays to stock aad sell

Alliance Tenna-Rofor!
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a fully automatic

ANTENNA

ROTQTOR

ALLIANCE

with the most
accurate indicator
on the market!

AUTOMATIC—the new deluxe model HIR Alliance Tenna-

Rotor is fully auvtomatic. Turn the indicator knob and the

antenna turns to any setting on the dial and stops.

FASTER INSTALLATION —the only direction-indicating

rotator where no orientation of antenna is required. Uses
special "Zip” feature —4-conductor cable.

NEVER OUT OF DATE —mark the best antenna position

for each station right on the dial with removable stickers.
New channels can be added at any time by customer. No
expensive callbacks necessary.

MYSTIC LIGHT — light moves along the dial, shows posi-
tion while antenna turns. Pointer indicates antenna position
at all times.

TENNA - ROTOR

(TV ANTENNA ROTATOR)
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Admiral Gets Award

Admiral Corp. has received the merit
award of the American Society of In-
dustrial Engineers, Detroit, for leader-
ship in research, engineering, design
and manufacture in the radio and tele-
vision fields, Richard A. Graver, vice-
president in charge of Admiral’s elec-
tronics division, has announced.

New Scott Dealers

Five firms have been named as fran-
chised dealers for the new line of
Scott radio-phonos and TV sets, it
has been announced by John S. Meck,
president. They are: Meier & Frank &
Co., 621 S. W. Fifth St., Portland, Ore.;
‘Iri-State Music Co., 220 N. Stanton
St., El Paso, Texas; Aeolian Co. of
Missouri, 1004 Olive St., St. Louis, Mo.;
Jordan Piano Co., 1013 7th St.,, NW,,
Wash., D. C., and Levy-Page Co., 107
E. City Hall Ave., Norfolk, Va.

Acquires Cabinet Plant

Radio-Matic of America, Inc., has
announced the acquisition of plant fa-
cilities for the production of radio and
television cabinets at 760 Ramsey Ave.,
Hillside, N. J. The plant has been com-
pletely equipped with new machinery,
according to J. A. Silva, vice-president
and general manager.

Packard-Bell Eleets
Executive Vice-President

Robert S. Bell, formerly vice-presi-
dent and assistant general manager of
Packard-Bell Co., Los Angeles TV and
radio manufacturer, was advanced to
the position of executive vice-president
at a meeting of the company’s board
of directors. Other officers, all re-
elected, are H. A. Bell, president; Joe
S. Spain, vice-president in charge of
sales; Lowell Day, secretary and treas-
urer.

Miss Tele-tone

Chicago beauty Shirley Schumacher, who was se-

lected as ‘“Miss Tele-tone’’ at the recent show-
ings in thot city, poses pertly atop one of Tele-
tone’s new TV combination console models de-
signed for the company’s “Imperial Line.”
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Industry News

O’Brien Heads Crosley
Distributing, New York

William J. O’Brien has been named
general manager of the Crosley Dis-
tributing Corp. in New York, it was
announced by William A. Blees, vice
president and general sales manager of
the Crosley Division of Avco. Crosley
Distributing is the sales organization
for Crosley products in metropolitan
New York, including Nassau and West-
chester counties.

NEDA Eleets Officers

At the annual meeting of the board
of directors of NEDA which preceded
the NEDA national convention and ex-
hibition held in Cleveland, the follow-
ing national officers were elected: Presi-
dent Arthur C. Stallman of Ithaca,
N. Y.; 1st vice-president Dahl W. Mack
of Scranton, Pa.; 2nd vice-president
A. W. Greeson, Jr. of Greensboro, N. C.;
secretary Hoyt C. Crabtree of Dallas,
Tex.; and treasurer Max I. Epstein of
New York, N. Y. The executive com-
mittee of the association is headed by
W. D. Jenkins of Norfolk, Va. Other
members of this committee are: John
G. Bowman, Chicago, R. C. Hall, Hous-
ton, Crandall Lassaux, Des Moines,
Aaron Lippman, Newark, Arthur W.
Mayer, Boston, William A. Wilson, Co-
lumbus, Ohio, and V. N. Zachariah,
San Francisco. The board of directors
approved creation of an advisory coun-
cil, the present members of which are
Louis W. Hatry, retiring president,
Aaron Lippman, previous past presi-
dent, and W. D. Jenkins, board chair-
man.

Pentron Expands Faeilities

Pentron Corp., manufacturers of the
new SonoGraph, recently acquired all
the assets and facilities of Sound, Inc.,
of 221 E. Cullerton St., also in Chicago.
Sound, Inc., is also engaged in the
manufacture of magnetic recorders, as
well as a complete line of sound equip-
ment. The acquisition gives Pentron
an additional 40,000 square feet of fac-
tory space, plus additional machinery,
tools and dies. The management of the
newly acquired concern is now taken
over by the Pentron officers.

D. W. May Heads Sales

D. W. May, who retired earlier this
year after 30 years of successful oper-
ations as a distributor of electrical
appliances, radio and television sets
both in New York City and northern
New Jersey, recently announced his
return from retirement. ‘May has as-
sumed direction of national distribu-
tion, sales and advertising for the
Fleck Broiler Co., Inc., of New York
City, makers of Fleck Infra-Red Ray
broilers.
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Crosley Ad Program

Crosley television receivers and ap-
pliances will be promoted with a $10,~
000,000 advertising campaign during the
next year, V. C. Havens, assistant gen-
eral sales manager in charge of adver-
tising and public relations has an-
nounced. A total of $3,500,000 in ad-
vertising activities are scheduled for
the next three months to back up the
company’s newly-introduced 1951 lines
of 24 television sets, 11 Shelvador re-
frigerators, 10 electric ranges, 10 series
of radio models, eight home and farm
freezers and improved all-steel kitchen
cabinets and sinks, Havens added.

A highlight of the program is the
Crosley sponsorship of the 10 to 10:30
PM segment of the NBC-TV Saturday
night “Show of Shows.”

RCA Contest Winners

The fifty winners in RCA’s $10,000,
nation-wide “Get the Facts” contest
for radio battery dealers and distribu-
tor salesmen, have been announced by
the RCA Tube Department. More than
20,000 entry coupons were submitted
in this contest, which was designed to
acquaint retail battery dealers and dis-
tributor personnel with the features of
the RCA radio battery line.

Stromberg Ad Campaign

Stromberg-Carlson has started a
newspaper campaign in key markets
throughout the country featuring the
company’s newest television models.
According to Stanley H. Manson, man-
ager of advertising and public rela-
tions, this will be the heaviest cam-
paign ever scheduled by Stromberg-
Carlson. Theme of the campaign is the
company’s 23-year old slogan, “There
is Nothing Finer than a Stromberg-
Carlson,”

Raytheon TV Price Change

The Raytheon “Mozart,” 17-inch
console TV set which was listed in the
Rapio & TEeLEvisioNn RETAILING TV set
specifications in September as being
priced at $329.95 has been raised in
price to $339.95, it was announced.

To Distribute Steelman

& Radio Co.,
York, appoints Wood & Cies Distributing Co.,
Inc., Los Angeles, Calif., as exclusive Steelman
distributor in California and sales representative
for 11 Western states and Hawaii. Shown during
the signing of the contract are, left to right:
Eoland Kalb, Steelman vice-president; Zermond

Steelman Phonograph Inc,, New

dent and sales director of

d . _vice-p
Wood & Cies; W. Lowell Wood; Jerry Herold,
Steelman treasurer, and William H. Cies, president
of Wood & Cies.

RADIO & TELEVISION RETAILING e October, 1950
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0U GET THE' FEEL'OF UIFE

WITH THE
NEW, SENSATIONAL 19AP4D

VIIHIRON Pictunaluse

SHELDON presents, for the first time, a revolutionary advancement in television picture viewing

with pictures so real . . . they’re the nearest thing to a “live” performance. . . . Pictures where BLACK
is BLACK. WHITE is WHITE, and between them all the natural intermediate shadings.

Sheldon “Telegenic” VITATRONS have beautiful contrast and depth. Their specially-developed Frosted
Face reduces Glare and Reflections to a minimum . . . with no appreciable light transmission loss.

These strikingly different picture tubes are available®* in the
19AP4D, a 19" glass-metal tube. Write for detailed specifications
on the New, 19AP4D .Sheldon VITATRON.

SHELDON ELECTRIC CO.

Division of Allied Electric Products Inc.
68-98 Coit Street, Irvington 11, N. J.
Branch Offices & Warehouses: CHICAGO 7, ILL., 426 S. Clinton St.  LOS ANGELES 26, CAL., 1755 Glendale Bivd.

NATURAL IMAGE 4

* TRADEMARK
&/

** Delivery of 19AP4D is dependent on face plate delivery. Sheldon VITATRONS
will be available in ali-glass tubes if, as and when glass blanks become available.
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New Service Tools & Parts

Jackson OSCILLOSCOPE

Model CRO-2 is a S-inch scope featuring
vertical amplifier response from 20 cps to
4.5 MC, sensitivity. .018 RMS volts/inch
with response uniform to 100 KC. Voltage

calibration permits peak-peak voltage meas-
urement. Sweep range from 20 cps to
50 KC. Net price of the CRO-2 is $197.50.
Jackson Electrical Instrument Co. 18 5.
Patterson Blvd., Dayton 1. Ohio.—RADIO
& TELEVISION RETAILING.

Simpson CAPACITY BRIDGE

Model 381 capacity bridge measures
3% x 52 x 2% inches and weighs
1% lbs. Three capacity ranges are pro-
vided in the compact instrument: 20 to
500 mmid., .005 to 2 mfd, and 1 to 500 mid.
No multiplying factors or calculations are
required when using the instrument, the
maker states. Retail price is under $30.00.
Simpson Electric Co., 5208 W. Kinzie,
Chicago 44, IL—RADIO & TELEVISION
RETAILING.

Stancor TRANSFORMERS

Two new outdoor type, line to wvoice
coil output transformers have been an-
nounced, the number A-333 (14 watts)
and A-34 (25 watts). Primary impedances
are 3000/2000/1500/1000 and 500 ohms,
secondaries 16,8 and 4 ohms. Both units
were designed to fit the most needed
outdoor applications. Standard Transformer
Corp., 3580 N. Elston Ave. Chicago 18,
ll.--RADIO & TELEVISION RETAILING.

Ohmite POTENTIOMETER

Type AB locking shaft potentiometer is
a Z-watt molded composition pot with
linear taper, available either with a 2-inch
shaft or a short screwdriver shaft and
locking nut. The latter permits locking he
adjustment, once made. The pot is avail-
able in 16 resistance ranges from 50 ohms
to 5 megohms. A switch may be attachad
to the back of the control. Ohmite Mig.
Co., 4835 Flournoy St., Chicago 44, Ill.-—
RADIO & TELEVISION RETAILING.

Chicago YTYM

The Electronic Multitester is a VIVM
with 7 ranges of AC and DC volis to 5000:
0 to a billion ohms in 6 ranges; a capa-
citance scale from 50 mmid to 5000 mfd.;
and 0 to 500 ma. in 4 ranges. Meter is
5VY2-inch, and case is slanted to provide
good visibility. Price is $39.00. Chicago
Industrial Instrument Co., 536 W. Elm St.,
Chicago 10, IIL.-——RADIO & TELEVISION
RETAILING.
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Speedway SPEED-DRILL

The type 400 portable eleciric Vz-inch
hand-drill weighs 8%lbs., and is said to
deliver a half horsepower at the drill
point under normal load. The drill is con-
structed of aluminum die castings for
best combination of strength and light
weight. The motor is a series wound uni-
versal which the company claims makes
it possible to deliver more power per
pound. The tool is equipped with a Jacobs
geared chuck and heavy 3-wire cord
with ground jack, and is priced at $34.95.
Speedway Mig. Co., Cicero, I11.—RADIO
& TELEVISION RETAILING.

Weller SOLDER GUN

The new model WDI35 light duty solder-
ing gun features dual spotlights to elim-
inate shadows, and over/under terminals
to brace tip and improve visibility. The

new gqun is considerably smaller and
lighter than previous 135 watt guns. Dual
heat control (100/135 watts) is provided,
with  5-second heating. Weller Electric
Corp., Easton, Pa.—RADIO & TELEVISION
RETAILING.

TVD SELENIUM RECTIFIERS

"Plasticel” selenium rectifiers are sealed
in a plastic tube, resemble an electrolytic
condenser in size and shape, and are
mounted with pigtail leads. They are
guaranteed for 1000 hours, and are said
to be moisture-proof, short-proof, shock-
proof and leak-proof. Models are avail-
able in 40, 65 and 100 ma. sizes, with
others up to 500 ma. to be available
shortly. T. V. Development Corp., 2505
Surf Ave., Brooklyn 24, N. Y. _RADIO
& TELEVISION RETAILING.

Spot TV ALIGNMENT TOOL

The illuminated alignment tool has un
aluminum barrel containing two batteries,
a bulb, reflector, and shock-resistant spring
which protects the bulb should the tool
be dropped. The lucite tip will accommo-
date interchangeable alignment tips of fwo
diameters. Spot Tools, Inc., Morris Plains,
N. ].-RADIO & TELEVISION RETAILING.

JFD TV BALLAST TUBES

Seventeen different models of air-cooled
ballast tubes are available for replace-
ment in many types of Emerson, Motorola,
Teletone, Belmont, Stewart-Warner, Pilot
and Electromatic TV receivers. Heavy re-
sistance elements and large insulating
surfaces are designed to insure safety
and efficiency. For information and litera-
ture, write JFD Mig. Co., Inc., 6101 Six-
teenth Ave., Brooklyn 4, N. Y.—RADIO
& TELEVISION RETAILING.
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Kedman SCREWDRIVER

"Quick-Wedge'' is a screwdriver with
a double spring blade that holds, starts
and drives the screw. Simplifies starting
or removing screws in hard-to-get-at places,
and eliminates dropping screws. Available
in 12 sizes, the screwdriver is equipped
with a plastic handle. Kedman Co., 233
South 5th West, Salt Lake City 1, Utah.—
RADIO & TELEVISION RETAILING.

Palmer SOLDERING TOOL

"Solderweld” is an instant heating
soldering device utilizing 6 volts which
can be obtained from a battery or from
a transformer. It requires no ‘“trigger” to
put in operation, and incorporates a car-
bon tip which needs no tinning or filing,
and which does not oxidize. Light weight
and quick heating are featured. Price is
$3.00 without transformer and $7.00 with
transformer, Palmer Mig. Co., Inc., 57-16
37th Ave., Woodside, N. Y.--RADIO &
TELEVISION RETAILING.

Magnecessories VISI-MAG

Visi-Mag is a solution of iron powder
which is designed to facilitate servicing
of magnetic tape recorders. Since a simple
dipping of the tape in this solution makes
visible what is recorded, an analysis of
many recorder troubles can be made. It
is especially valuable for the alignment
of heads on dual track recorders. Net
price of 7 ounce bottle of Visi-Mag is $1.00.
Magnecessories, Box 6960, Washington
20, D. C.—RADIO & TELEVISION RETAIL-
ING.

Eico BATTERY ELIMINATOR

Model 1040-K battery eliminator, booster
and charger kit is designed for trouble
shooting and demonstration of all auto
radios. Full-wave bridge «circuit utilizing
dry rectifiers provides variable output from

zero to 15 volts. Meter measures both cur-
rent and voltage output. Rating is 10 amps
continuous at 5-8 volts, 20 amperes inter-
mittent. Electronic Instrument Co., Inc., 276
Newport St., Brooklyn 12, N. Y...RADIO
& TELEVISION RETAILING.

Caliri SOLDER TIPS

Three new tips have been announced
for the Cal "'88" single pole soldering
gun. All guns will be equipped -with
standard chisel tips of silver. Two extra
tips, interchangeable with the chisel tip,
are the pencil point tip and the four-prong
tip. The latter is designed for prying
wires out of inaccessible places. All three
tips are of silver and are interchangeaple
without plyers. Caliri Mig. Co., Inc., 45
Washington St.,, West Orange, N. J.-—
RADIO & TELEVISION RETAILING.
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THE TOP Tower OFFERs THE BOTTOM PRICE!
NEW TELETOWER PRICES ARE 25% TO 60% LOWER.

FREE BULLETIN WITH NEW RETAILER PRICE LIST.

MAIL COUPON FOR

NOW — Penn applies mass production technique to TV
tower manufacture ! Results? (1} Prices even lower than
a former low that set a record. (2) A new, improved
tower design. (3) Eight big construction advantages
not combined on any other tower at any price.

Penn’s low prices — which include prepaid freight
east of the Rockics and special shipping cartons that
protect finish — are NOT “deals.” They arc natural
. results of lower manufacturing costs made possible by
the facilities of a factory that was originally established
in 1932 and has been growing ever since.

It pavs to learn why Teletower sales “tower” above
all competition. Paste the coupon to a penny postcard

and mail it today — before you forget!
ASSEMBLY GUIDE! 2 4

Fitting just one leg
into pilot hole auto-
matically aligns both
sections.

NO WEIGHT ON MOTDR

MOUNT! Mount takes all lcad
, . permits “free’ swivel ng
in any direction.

FITS ANY SURFACE! Hinged
base plate permits safe, easy
erection on sloping surfoces.

LIGHTWEIGHT! Eight year old
boy lifts 1C-foot section which
weighs less than two pounds

per foot. ) o
B mumm----------ﬁ

Penn Boiler & Burner Mfg. Corp.
Dept. R1, Lancaster, Pa.

Please send me a copy of yvour Teletower Bulletin
complete with new retailer price list.

INATNES <08 530 570 B 0 aierrmiss e o @ sl S G S9S0E P opeisife + 9 @

COMPANY oottt e e ie e

AdAress) Fafes snvasSaniis ofF SEEwadd v § § baEErsenn « o

Canadiar |

J. R. McVITY & COMPANY

53 Dalewood Roadl. Toronto, Onsario, Canada

PENN TELETOWERS . . . THRIFTOWERS

PENN BOILER & BURNER MFG. CORP. — LANCASTER, PA.
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New Service Aids

National AUTO ANTENNA

The "Mini-Con Booster” is an attachment
for any auto aerial. It resembles a conical
TV antenna and is easily attached to
the existing whip. The Mini-Con is said

to Increase signal pick-up as well as add
a distinctive note to the appearance of
the automobile. List price is $1.95. National
Electronics Mfg. Corp., 35-05 36th Street,
Long Island City, N. Y.—RADIO & TELE.
VISION RETAILING.

Precision PANEL MOUNTING
COMBINATION

Moderately-priced matched panel mount.
Ing combination, available complete, or
by separate units for those who wish to
round out their existing set-ups. This new
combination includes the series E-200C-PM
signal and marker generator, the series
10-12-PM Electronamic Tube Master and
battery tester, series E-400-PM sweep sig-
nal generator—all three mounted in
standard matching panels. Also included
in this set are the new Precision EV-20
Zero Center vacuum tube voltmeter and
Multi-Range test set, and the series ES-500,
5" wide range, high sensitivity oscilloscope.
The VIVM and the Oscilloscope are port-
able, in keeping with the diverse applica-
tions required for such instruments. The
complete combination, including the TV-3
Super high voltage safety test probe,
costs $526.35. Individual instrument prices
are as follows: Signal marker generator.
$69.70; tube tester. $99.40; sweep signal
generator. $127.55; VTVM. $64.75; oscillo-
scope. $149.50; high voltage test probe.
$15.45. Precision Apparatus Co.r Inc., 92-27
Horace Harding Blvd.. Elmhurst, N, Y.—
RADIO & TELEVISION RETAILING.

Pfanstiehl PHONO PICKUP

The Pfanstiehl “Strain Sensitive Pickup’
{s an amplitude transducer said to have
constant resistance of about 250,000 ohms
and to provide signal output of 10 to 15
millivolts at a practically constant imped-
ance level. Response is stated to be flat
(1 DB) to 10 KC followed by a clean taver
to 15 KC. A special preamplifier is neces-
sary, since the pickup must be energized
by about 50 volits DC. Both standard and
microgroove models are available. Pian-
stiehl Chemical Co., 104 Lake View Ave.,
Waukegan, IIL.—RADIO & TELEVISION
RETAILING.
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Audak PHONO CARTRIDGE

The Audax L-6 Polyphase reproducer
provides one single magnetic unit playing
any and all lateral (78-45-33) records,
available with a special connector for
plugging into a Webster-Chicago tone arm,
requires no further changing for different

types. Point pressure for all types is 8
grams, output 20 millivolts, response said
to be 20 cps to over 10 KC. Equipped
with replaceable sapphire or diamond
stylus. Audak Co., 500 Fifth Ave., New
York 18, N. Y.—RADIO & TELEVISION
RETAILING.

South River TV BRACKETS

Models WBA-18 and WB3-18A are ad-
justable wall brackets for mounting TV
antenna masts on sloped roofs or gable
ends. Brackets are sturdily constructed of
aluminum, and feature light weight and
ease of installation. Masts up to 1VY-inch
can be accommodated in the U-bolt clamp.
WB-3-18A consists of a short and a long
bracket for use on gable and eave, WBA-18
consists of two long (adjustable) brackets
for use on sloped roof. South River Metal
Products Co., Inc.,, South River, N. J.—
RADIO & TELEVISION RETAILING.

Pickering PREAMP

Model 230H is a new, small-size pre-
amplifier to equalize low frequencies and
provide necessary gain for magnetic pick-
ups. The unit is self-powered and will
operate with any high quality, high input
impedance amplifier. Frequency response
fs said to be excellent, and distortion very
low. Pickering & Co., Oceanside, New
York.—RADIO & TELEVISION RETAILING.

Aircraft-Marine WALL CHART

A colorful industrial wall chart (18" x
25") simplifies selection of solderless ter-
minal types by presenting all pertinent
information in quick, easy-to-read form.
profusely illustrated, the chart includes
application and cost factors, uses, appear-
ance of the terminal on wire, and lists
of numerous special construction features.
Additional sections are devoted to tooling,
splices and connectors, automatic machines,
and special construction features. Addi-
tional sections are devoted to tooling
splices and connectors, qutomatic machines,
and special AMP processes. Copies are
available upon request. Aircraft-Marine
Products, Inc., 1337 N, 4th St., Harrisburg,
Pa.—RADIO & TELEVISION RETAILING.
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Channel Master TV MOUNT

The All-Angle Peak Mount is designed
to solve all roof mounting problems for TV
antenna installers. It will fasten on flat
roofs (level or sloping) and peaked reoofs
of any angle or pitch. Masts from 1 to 2
inches O.D. are secured in a U-bolt clamp.
This clamp is designated model 9015.
Channel Master Corp., Napanoch Road,
Ellenville, N. Y.—RADIO & TELEVISION
RETAILING.

Vee-D-X UHF TV ANTENNA

Model X-UHF is a miniature version of
the RD-13A four-bay stacked array, and
is designed for fringe reception of UHF TV
signals. Tests have been made on the

antenna with signals from the NBC ex-
perimental  station KC2XAK (Stratford,
Conn.) which operates on 525-525 MC,
with reception up to 48 miles claimed. The
X-UHF is available on special order for
experimental work. La Pointe Plascomold
Corp., Unionville, Conn.—RADIO & TELE-
VISION RETAILING.

Insuline AUTO
RADIO ANTENNA

A lucite-enclosed auto radio antenna
that lights up along its bottom section is
now being marketed under the name
"Tenna-Beam.” The illumination is fur-
nished by a six-volt bulb in the casting
that forms the base of the aerial, under
the cowl. The light is conducted upward
by a two-foot length of plastic tubing, in
which the fixed part of the antenna rests.
An additional pull-out section gives the
aerial a total length of four feet. The bulb
produces no radio interference whatsoever.
In addition to its novelty appeal, the
"Tenna-Beam” is usefu] also as an efficient
parking light that draws a minimum of
current from the car's battery. Insuline
Corporation of America, 3602 35th Ave,
Long Island City 1, N. Y.—~RADIO & TELE-
VISION RETAILING.
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THE DB 400

eﬁ‘%% LisT $3250
IN 3LONDE FINISH AT $37.50
IS THE LARGEST SELLING
' ‘v SIGNAL BOOSTER!
[
B E C A U S E e o o Regency wins all performance tests in nationally-krown
laboratories . . . Regency is the lowest priced QUALITY Television Signal Boostar

.. . Regency offers such features as simplified tuning control; easy installation; full

coverage on all 12 channels . . . and Regency is UNDERWRITERS' @L‘ APPROVED

REGENCY Division, I.D.E.A. INC. « 55 New Jersey Street, Indianapolis 4, Indiana
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WORKSHOP

A
| PATENT
PENDING

DUBL-

TV ANTENNA

Single . . . Double-Stacked
plus Matching Bars

Now thoroughly proven in
over 40,000 installations,‘ the
double-stack DUBL-VEE's new
low price: and outstanding
gll-channel reception is a
combination you cannot match
at any price. In addition,
newly designed truss-angled
matching bars provide extra
strength and even better
performance.

Werite for Bulletin ‘B

Clearer Pictures—higher gain brings
in stronger signal — especially on
higher channels

Clearer Pictures — narrow beam
cuts down multi-path ghosts

Clearer Pictures—better impedance
match on all channels maintains high
signal strength

Clearer Pictures — irue horizontal
polarization—no out-of-phase ghosts

Clearer Pictures — no parasitic ele-
ments — all driven

Clearer Pictures—designed by the
pioneers in the antenna industry

For the new low prices on

MODEL 2VV — Double Stack
MODEL VV — Single Bay
MODEL SK-2VV — Stacking Bars

THE WORKSHOP

call your distributor

ASSOCIATES, INC.

135 CRESCENT ROAD, NEEDHAM 94, MASS.
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Alliance ANTENNA ROTATOR

Latest model Tenna-Rotor is a fully auto-
matic rotator. The viewer simply sets the
pointer to any desired point on the dial
The antenna then rotates automatically to
that point and stops. The model continues

to incorporate the special 4-conductor cable
with  "Zip" feature. The indicator dial
may be optionally marked for new
channels at any time—hence is never
out-of-date. A moving light along the
dial shows the antenna position while
rotaling. The pointer always indicates the
final antenna direction at all times. Due
to a printing error, the above product was
shown last month with an incorrect illustra-
tion. Alliance Mig. Co., Alliance, Ohio.-
RADIO & TELEVISION RETAILING.

Littelfuse FUSE KIT

To accommodate the growing tendency
of TV manufacturers to incorporate fuses
in sets, Littelfuse now packs 10 fuses in
a small kit, which includes the eight basic

A X
ad N iy,
® L‘“ d Q;«
&, LY l’" Y
% < - 8‘p K
- ) - 06'!
D %
"

types needed most frequently. Two of the
eight are duplicated, giving more adequate
coverage on more popular types. Both
pigtail and clip types are included. Littel-
tuse, Inc., 4757 Ravenswood Ave., Chicago
40, NI.—RADIO & TELEVISION RETAILING.

Good TVI TRAPS

This firm has announced production of
5 new TV products: a “Telepass,” (TV
high pass filter), variable “Teletraps,’
(one for 88-110 MC, one for 26-32 MC),
and 2 variable TVI Traps (one high and
one low band). The latter are for use

il DonGbod |
L‘ﬂl &PASS_:".TEE 1

Doveen. Foon,
‘S Poadms o

on amateur Xmitters for harmonic sup-
pression. The “Teletraps” are band elimi-
nation filters. "Telepass” is pretuned at
the factory and requires no adjusiments.
For more information on these products,
write Don Good, Inc.,, South Pasadeng,
Calif. —RADIO & TELEVISION RETAILING.
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>kfor
edge to edge
sharpness...

l I niform sharpness of trace to the very edges of the
screen distinguishes the new Du Mont Bent-Gun.

A higher degree of pre-focusing passes a smaller-
diameter beam through the deflection field. Spot dis-
tortion is reduced and a uniform overall focus results.
Other design changes are: Improved bulb spacer insures
proper anode contact and electron gun centering;
rounded corners on pertinent gun parts eliminates
stray emission at higher anode voltages; new grid-
cathode assembly allows a longer G-2 (second grid)
without increasing overall length.

This new Du Mont Bent-Gun is now being incorpo-
rated in ALL Du Mont Teletrons. Therefore, whether
‘planning a new TV receiver or modifying an old one,
be sure to include the Du Mont Teletron for the best
in TV pictures. Simply specify DU MONT.

RADIO & TELEVISION RETAILING e October, 1950
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NEVER BEFORE such quality
features in a low-priced booster.
Choice of conventional styling in «a
metal cabinet with rich mahogany
woodgrain finish or modern design in
dark brown plastic. Simplified controls
—single tuning knob with continuous
tuning through both TV and FM bands.

- ASTATIC LEADS

~ THETV ANDFM
BOOSTER FIELD
INTHESE THREE
IMPORTANT WAYS

1

COMPLETE LINE—TFour models
from which to choose, with va-
riety of handsome cabinet styling.

ASTATIC BOOSTER

MODEL BT-1
LIST PRICE $29.95

ASTATIC BOOSTER

MODEL BT-2
LIST PRICE $32.50

ASTATIC BOOSTER

MODEL AT-1
LIST PRICE $49.50

ASTATIC four-tube deluxe 2
models—no other booster can do so

much in improving TV picture contrast

UNEQUALLED PERFORMANCE

and clanity. in improving sound, in —Astatic engineering leadership

eliminating interference. Feature ex- assures superior booster perform-

ance...unequalled improvement
of TV and FM reception.

3

WIDEST PRICE RANGE—A price
to fit every purse, assuring top
volume sales.

clusive variable gain control and dual-
funing. Model AT-1 in fine furniture
finish mahogany, model ATIB in
blond wood cabinet.

Write for New, Full-Color
Folder giving Complete Details
on Astatic Boosters

THE /] o
ORPORATION
CONNEAUT, OHIO
IN CANADA: CANADIAN ASTATIC LTD, TORONTO, ONTARIO

ASTATIC BOOSTER

MODEL AT-1B
LIST PRICE $51.50
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Teleplate OUTLET COVER

Teleplate is a plastic cover plate for
use with twin lead or coaxial cable. The
lead-in can enter the back of the plate
from any of the four edges. The front of
the plate gives a neat finishing touch
to the installation where the customer

sees it. Teleplate can be used on floor,
wall, baseboard, window sill, etc. For
bulk users, name, address, phone or ad-
vertising can be printed on Teleplate.
Teleplate Sales Co., 510 Cuyahoga Sav-
ings Bldg., Cleveland 15, Ohio.—RADIO
& TELEVISION RETAILING.

Oak Ridge TV TEST UNIT

A “miniature test laboratory” combines
the model 101 substitution tester, 102 high
voltage meter, 103 signal generator, and
104 syncro-sweep generator in one con-
venient carrying case. Model X-100 has

all 4 units permanently attached inside
the case, while in model A-100, the units
have individual cabinets and are held
in a larger carrying case. Qak Ridge
Products, 239 East 127 St., New York 35,
N. Y.—RADIO & TELEVISION RETAILING.

TEC OSCILLOSCOPE

Model T-801-A is a high gain, wide
band ’scope with 17 tubes including 5-inch
CRT. Maker claims 10 millivolt sensitivity,
and 12 MC bandwidth. Features include
built-in variable calibrator, input atten-
uator, sweep range from 10 cps to 100
KC. Television Equipment Corp., 238 Wil-
liam St, New York 7, N. Y.—RADIO &
TELEVISION RETAILING.

Prager REMOTE TV TUNER

Remote turner is designed to accommo-
date all makes of TV sets, and to operate
up to 100 feet from the set. Station selection,
fine tuning, volume and contrast controls
are provided. Unit incorporates a Standard
Coil tuner. Available in kit form or com-
pletely wired. Prager’s Remote Tuner,
3515 S. Bronson Ave., Los Angeles 16,
Calif.—RADIO & TELEVISION RETAILING.
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Let your customers hear Revere and compare the amazing high fidelity

tone reproduction! Unequalled for recording home talent and children’s voices
. .. for adding sound accompaniment to home movies . . .

for musicians, students, and speakers.

sells on

Your customers will find the eye-appealing Revere a handsome
asset to their homes as well as a source of unlimited
recreation. Compact . . . easily portable . . . magnificently
finished in rich shades of brown and burnished gold.

sells on

Leads the field in value! Point out io your customers that besides
being lower priced than other comparable reeorders, Revere also saves expenses
by giving a full hour’s recording on each reel of re-usable tape.

sells on

evere
//W Jete

RECORDERS

By The Makers of World-Famous Revere Home Movie Equipment

REVERE RECORDER-RADID COM-
BINATION-Tape recorder plus a
glorious-toned radio. Programs can
be recorded from radio by mere
turn of a switch—no cords to con-
nect. Powerful eircuit. Built-in an-

tenna.  pmodel TR-200 19950

complete

NO OTHER RECORDER —TAFE, WIRE, OR DISC—OFFERS SO MUCH FOR SO LITTLE COST

Extremely simple cantrols
for easy operation.
L]

Recordings may be kept
permanently, or autemati-
cally erased as new re-
cordings are made.

L ]

No tape ever wasted —
may be cut with scissors,
spliced with Scotch Tape.

[ 4

Easy to carry—complete

in smart luggage style case,

MODLL 7-100

COMPLETE

REVERE
CAMERA COMPANY
CHICAGO 16
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FOR AL POPULAR
FARM RADIOS
with 4.Hofe Socket

77 TR PN
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»
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BURGESS GIANT

CHECK THESE
ADVANTAGES: Exclusive Construction
Doubles Battery Life!!

Increase your farm pack profits with

P

* IT'S BIG...12 x 8% x 7” the all-new, giant-sized Burgess
Econopak! The only battery of its
* IT'S HEAVY ... 34 pounds. kind in America gives you seven
tremendous sales advantages!
* IT'S POWERFUL ... due to highest The Burgess Giant Econopak can
quolity raw materials, be used in place of any fcur-hole |
“1%5A and 90B” pack—and its ex-
* IT'S CHROME PROTECTED . . . for clusive new Chrome Protected con-
reliable, longer life. struction assures double life for
steady, repeat sales. I
Y IT'S QUALITY CONSTRUCTED . .. Check—compare—and you’ll
husky carton, carefully soldered con- know why the Burgess Giant Econ- ‘
nections, and only high test cells are opak is the undisputed leader in ‘
used. farm pack batteries! ‘

IT'S LONG LASTING. .. twice the
life of ordinary batteries. ORDER FROM YOUR .
|

*

IT'S GUARANTEED . . . for complete BURGESS DISTRIBUTOR

satisfaction,

BURGESS BATTERIES

%

Alliance TV BOOSTER
"Tenna-Scepe” is a new TV booster with
a single tuning control covering all chan-
nels. Automatic on-off switch turns the
booster an when the set is turned on. Unit

is designed for high-gain, wide-band opera-
tion with low noise factor. The Tenna-
Booster utilizes a 6]6 and a selenium recti-
fier. Also anncunced is a new model HIR
Tenna-Rotor featuring a direction-indicating
dial which shows to which point of the com-
pass the antenna is pointing. Alliance Man-
ufacturing Co., Alliance, Chio.—RADIO &
TELEVISION RETAILING.

Arbor SERVICE RACK

“Roto-Rak” is specially designed to
facilitate servicing of TV chassis of any
size or make. The serviceman can sit in
a comfortable position and rotate the
chassis to any desired angle. Roto-Rak

s

#
iy

is equipped with casters for best position-
ing near the service bench. It can also be
adapted for record changer repairs. Arbor
Mig. Co., Depew, New York.—RADIO &
TELEVISION RETAILING.

Scotch ELECTRICAL TAPE

“"Scotch” brand No. 33 electrical taps,
available in 20 and 66 foot rolls in the
% inch width, is recommended for many
uses by TV servirers, such as: wrapping
TV antenna leads to keep out moisture
and prevent ‘‘snow,” wrapping a high
voltage harness to prevent shorting, and
taping the "eye’" of a standoff for TV
lead-in. Properties of the tape include
7000 volts dielectric strength, 7-mil thick-
ness, and excellent resistance to sunlight,
aging, water, salt water, acids and alka-
lies. Minnesota Mining & Manufacturing
Co., 900 Faugquier St., St. Paul 6, Minn.—
RADIO & TELEVISION RETAILING.
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in all G-E Variable Rgluﬂunce_:t:n_r_tridges

An Exciting
New Discovery in
High Fidelity Reproduction!

HERE'S terrific sales appeal —as well as lis-
Ttening pleasure—in this revolutionary
General Electric Stylus! Like a baton in the
hands of a skilled symphony conductor, it brings
out the full tonal quality of recorded music as
you've never heard it before!

. HOW COMPLIANT

e
e

.at no extra cost!

Its feather-light tip, on the end of a dual-twist
cantilever arm, follows every curve and dip of
the record groove with a compliance so delicate
it picks up frequencies through 10,000 cycles
per second! The blasting, buzz, and hum so
annoying in most record reproduction are virtu-
ally wiped out. Above all — the tone fidelity of
the Baton Stylus is unsurpassed by any other
commercially available unit! Equipped with
diamond or sapphire tip, it fits any G-E replace-
able stylus cartridge.

Dealers and Servicemen!

There's a big market for the Baton Stylus
among present users of General Electric car-
tridges. Hi-fi fans and record enthusiasts
everywhere will want this sensational new
model in their phonograph tone arms. Be

o s T
3
e BATCN
SINGLE-TWIST STYLUS
STYLUS

Until the development of the
Baton Stylus, this model afforded
unsurpassed fidelity. The single-
twist arm and single damping
block were designed for a track-
ing pressure of 21 grams. It
was recognized, however, that
lighter pressure would lengthen
both record life and stylus life.

mm/zz/

E

o

Bending and twisting to every
undulation of the record groove,
this stylus reproduces each tone
value with amazing clarity.
Tracks at 6 grams—thus provid-
ing the moximum degree of
compliance that may be used
successfully with commercially
available tone arms. Double
damping blocks filter out super-
fluous vibrations,

%

1e confidbrce 7

sure you get your share of this business ...
the coupon below can open the door to new
customers, new sales, new profits. i
e
G b
I,-.,.:;zﬁ ;7-;:-'.;’.,
I|' Cdlr.,‘;‘;‘;’ln:

1

General Electric Company, Section 26100
Electronics Park, Syracuse, New York

Send me FREE folder on the new Baton Stylus.

NAME . o o I

ADDRESS_ I

ary._.__ — STATE

.
Il
L-------—J

GENERAL @D ELECTRIC
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Hotpoint Contest Winners

Frankel’s Appliances, Huntington,
W. Va, and Floridan Appliance Co.,
Tampa, Fla. (see “Retail Advertising
and Selling Activities” in this issue),
have been named first and second place
winners, respectively, in a national dis-
play and merchandising contest spon-
sored by Hotpoint, Inc. More than
13,000 Hotpoint dealers throughout the
nation were eligible to enter the con-
test, according to Fred J. Walters, vice-
president of marketing, who made the
announcement. First prize was a Hot-
point all-electric kitchen to be installed
in the dealer’s home, or $1,500 worth

of merchandise prizes. Second prize
was an all-electric laundry, or $800
worth of prizes.

20-Inch TV Tube

Samuel Kagan, president of Tel-O-
Tube Corp. of America, East Paterson,
N. J, manufacturers of cathode ray
tubes, has announced that production
has begun on the company’s new 20-
inch rectangular all glass TV picture
tube, the type 20DP4. The company be-
lieves that the new tube is the largest
all-glass rectangular tube currently
being mass produced.

% BRAND NEW—AND CRAMMED
E FULL OF THE VERY LATEST
E RADIO AND TV TUBE SPECS.

TABLE OF

Page Nos.
Tube Types by Classification . 2-7
Characteristics . LY 8-59
Use of lon-Trap Magnet . . . . , 60
Cathode Ray Tube Characteristics . 61-66
Cathode Ray Tube Dimensions . 67-72
Key Drawings . . . . . . . .73
Bases and Contacts. . . . . . .74

g s

electron tubes

CONTENTS

Electron Tube Base Diagrams . -
Electron Tube Bulb Outline Drawings .

Interpretation of Tube Ratings. i
Diollamps . . . . . . . . .92
Color Codes for Resistors and Condenserss 93
Color Codes for Transformers . -
Numbering Codes for Ballast Tubes .

Here is the 15th edition of the popular TUNG-SOL Electron Tube

Tele King Ad Manager

Edwin Weisl, Jr., has been appointed
advertising manager of Tele King Corp.,
television manufacturers, Harvey L.
Pokrass, president of the company, has
announced. He will be in charge of

s | l‘,‘

Edwin Weisl, Jr.

national advertising, dealer cooperative
advertising and sales promotion.
Weisl has been district manager of
Rapro & TELEVISION RETAILING from 1946
to the present. He was graduated from
Lafayette College in 1939 and subse-
quently, until he went into the U. S.
Army in 1940, he was district mer-
chandise manager for Philip Morris.

New Capehart Movies

Two new Hollywood-type movies,
one on TV salesmanship, the other on
TV installation, were given their world
premiere by the sponsor, the Capehart-
Farnsworth Corp. According to Stan-
ley A. Morrow, director of advertising,
the two pictures, produced primarily
for use by Capehart distributors and
dealers, are designed to stimulate sales
and service practices throughout the
industry. Both pictures are available
on a loan basis without charge from
Capehart-Farnsworth Corp., Ft. Wayne,
Ind., or any Capehart regional man-
ager or distributor.

“Park Avenue Hillbillie”

Characrteristics Manual. Just look at the table of contents and you will see
how much valuable data and other helpful information for the serviceman
the manual contains. This TUNG-SOL Characteristics Manual is the

most up-to-the-minute receiving tube data book in circulation.

Dorothy Shay, glamorous ‘‘Park Avenue Hill-
billie,”” demonstrates how a choice of the right
furniture con complement the personality of its

Sales Offices: Atlanta

Newark

TUNG-SOL LAMP WORKS INC., Newark 4, N. J. -

Detroit °* Los Angeles ~» owner. Her new Magnavox Contemporary TV-
radio-phono sets off the charm and beauty of

this star.

Chicago * Dallas < Denver -
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TELEVISION AND RADIO SERVICE

bj / a
Identification as a RAYTHEON Boxnded ELECTRONIC TECH-
NICIAN means money in the bank for you! It means better bus-
iness and more of it for you because set owners know they can
trust Service Dealers displaying the Raytheon Bonded Certificate,

backed by a guarantee bond of the hundred million dollar Amer-
ican Mutual Liability Insurance Co.

This valuable Raytheon Bonded Service Guarantee is yours a# 70
cost, if you qualify. We foot the bill because the Bond is Raytheon’s
Investment in Your Future!

Ask your Raytheon Distributor ta show you how you can profit
from becoming a RAYTHEON Bonded Electronic Technician.

ASK YOUR RAYTHEON DISTRIBUTOR
ABOUT THIS WONDERFUL NEW
ILLUMINATED TEST PATTERN CLOCK!
It’s a beauty. Big, 15" face . .. Tele-

chron motored . . . red metal sweep
second hand . . . lamp illuminzted
dial . . . a constant reminder to your

customers of your expert Radio and
Television Service and of the kigh
quality of

RAYTHEON RADIO AND
TELEVISION TUBES

RAYTHEON MANUFACTURING COMPANY

RADIO & TELEVISION RETAILING e October, 1950
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Forecast for 1955

An enormous upsurge of the market
served by the electronics parts distrib-
utor to a total value of one billion dol-
lars by 1955, barring the possibility of
a shift to wartime economy, was fore-
cast by H. F. Bersche, renewal sales
manager of the RCA Tube Dept., at
the convention of the National Elec-
tronic  Distributors  Association in
Cleveland.

He based his remarks on statistics
representing the past and present

growth of the electronics renewal mar-
ket and the opinions of government
and industry leaders. To meet the needs
of this vastly expanded electronics re~

STANCOR

PRODUCTS

A comprehensive line of 35 part num-
bers designed for replacement and
new construction. Wide range of ap- [ ]
plications based on a thorough study

STANCOR

TRANSFORMERS

Using Stancor replacement transformers
for your radio, TV and sound service jobs
is the sure way to fatten your bank account.
Here’s why —

newal market, he estimated, approxi-
mately 2600 electronics distributors, in-
cluding branches, will be in business
in 1955.

Altee’s “‘Lucky 13th*

A sales drive embracing the services
and products of the Altec Companies
began on Sept. 13th. Known as the
Lucky 13th Sales Drive, it will run
for a 13-week period ending on De-
cember 13th, 1950, according to H. M.
Bessey, executive vice-president. Cash
prizes and extra vacations are the
added incentive for salesmen, field
managers and inspectors.

Quality comes first with Stancor. Ability to “‘take

of today’'s power transformer needs.
Mast ratings available in o choice of

vertical or horizontal mountings. ®
OUTDOOR LINE
TO VOICE
con °

Two new units designed to fit most
needed outdoor applications. Primary
impedances of 3,000/2,000/1,500/-
1,000/500 ohms; secondary imped-
ances of 16/8/4 ohms. Part Number
A.3333 rated aof 14 watts. A-3334
roted at 25 watts.

Most Complete Line in the Ludustry
STANDARD TRANSFORMER CORPORATION s3ses evston ave, chicaco 1, L.

it"” cuts down call-backs—keeps your customers
happy with a good job.

Stancor has the largest line in the industry. A
choice of 450 part numbers, in some 30 mount-
ing and terminal styles, enables you to get ex-
actly the right unit for almost any application.

Easy -to-read instruction sheets and clearly
marked terminals make your job quicker and
easier. Saves valuable shop time.

New Stancor units are coming out
all the time. Keep posted. Ask
your Stancor distributor for our
latest catalogs,

www.americanradiohistorv. com

Christmas Displays
k # "&

£
t

Two individual displays, a 64" Santa Claus and
a merchandiser sleigh 42’ high, which can be
used as a single unit or split up, as preferred
by the dealer, are offered to dealers by Landers,
Frary & Clark, New Britain, Conn.

Fresh’nd-Aire Promotion

Fresh’'nd-Aire Company, division of
Cory Corp., Chicago, has announced a
new “Get Acquainted Deal,” designed
to familiarize retailers with the year
‘round use of the new Fresh’'nd-Aire
Heaterette, a combination heater-fan,
and to get retailers to display and pro-
mote the Heaterette as a dual purpose
unit.

Simpson Department Head

Mel Beuhring, sales manager for the
Simpson Electric Co., of Chicago, mak-
ers of electronic equipment and testing
devices, has announced the appointment
of John Gray to head the industrial
sales correspondence department.

Tel-0-Tube Names Albano

Anthony J. Albano, chief engineer of
the Tel-O-Tube Corp. of America, East
Paterson, N. J., has been elected sec-
retary of the corporation, it was an-
nounced by Samuel Kagan, head of
the company. Albano replaces Irving
Kagan, who resigned from Tel-O-Tube.

Joins Tele King

Scott W. Donaldson,

Deputy Assistant Secretary
for the U, S, Air Force, has been appointed vice-

president of Tele King Corp., Louis [. Pokrass,
Tele King chairman of the board, has announced.

RADIO & TELEVISION RETAILING ¢ October, 1950
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FOR BRILLIANT A"'ChananERFUMABE

VEE-D-X, builders of the world’s most powerful
antennas announce another great all-channel

PREASSEMBLED FOR QUICK,

performer. EASY INSTALLATION
VEE-D-X engineers have developed 1!1is new No fuss, no bother, just
Colinear Array to meet high gain, multi-channel swing up the elements,
requirements, yet have been able to include the "93"’35 'he" wing "nu's.
all-important pre-assembly features so popular in S N:‘S:Pm:f;
the JC series. Add to this the amazingly low price bolts or screws . . .
and you can see why the Colinear Array is a a real time-saver for
great advancement in the antenna field. installation men. Right
above: Elements being
Here are the sensational features that VEE-D-X has IR D2 L RO D
. . . . tion. Middle: Elements
engineered into this great NEW Colinear Array — secured firmly by wing
nuts, Bottom: Folded com-
® Pre-assembled for fast, easy installation pactly for easy handling.
® Llowest price ever for a 4 bay array
® Highest gain all channel antenna ever built at this price :
® Ideal for multichannel areas —— e T — N/
® Sharp horizontal directivity — minimizes interference =7 I =4
® Super strength all aluminum construction assures pers
manency — eliminates wind noises

LA POINTE — PLASCOMOLD CORPORATION., UNIONVILLE, CONNECTICUT

TECVEEDX T L

EC SERIES CONICAL JC SERIES RLY SERIES COLINEAR ARRAY MODEL RD-13A

BUILDERS OF THE WORLD'S MOST POWERFUL ANTENNAS

RADIO & TELEVISION RETAILING e October, 1950 95
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New Sightmaster Plant

Sightmaster Corp. has moved its New
York office and showroom to its new
plant, 111 Cedar St., New Rochelle,
N. Y. The new factory site will also
be the headquarters for Sightmirror
Television Corp.

New Jensen Chart

Jensen Industries, Inc., of Chicago,
needle manufacturer, has announced
the publication of the latest edition of
their replacement needle wall chart
(No. J-24). The chart contains all per-
tinent information on 89 needles, with

includes every needle on the market
today. Copies of the chart, suitable for
hanging on the shop wall, may be ob-
tained without cost from jobbers or
by writing direct to Jensen Industries,
Inc, 329 S. Wood St., Chicago 12, Il

Lewyt Price Reduction

The new Lewyt “101” combination
vacuum cleaner-carpet sweeper rug
nozzle as optional equipment in place
of the standard No. 80 rug nozzle will
cost $4.95 extra with the model No. 55
vacuum cleaner, instead of $9.95 extra,
as announced at the national sales con-

Foothall Package

vention.

actual size silhouette illustrations, and

S
LEGE AnD
PROrIIRIONAL
OO TRAL;
SCHsouLRs

The receiver sales division, Allen B. DuMont Lab-
oratories, Inc., is making available to dealers
copies of the 1950 football guide, as o sales pro-
motion aid. According to Calvin Affleck, sales
promotion manager, the guides ore one part of

a “football’” pockoge which includes a silk
i [ screen window streomer and the counter dis-

| penser shown above for dealers’ use.

A YAGI WITH HIGH GAIN |
ON e CHANNELS!

Muter Appoints Engineer

The Muter Company, of Chicago, tele-
vision components manufacturers and
parent company for both the Rola Co.
and Jensen Manufacturing Co., re-
cently appointed Roy W. Augustine to

/

C A\

) yp“ A | their staff of engineers. Augustine will
TRIO — always First in TV Antenna development an- N ‘if . work on a special new product devel-
nounces with pride a completely new and revolutionary ’N \ v opment program for the Muter Com-
Yagi that Actually provides FULL 10 DB on EACH of ; I i pany.
Two Channels. Available for channels 4 and 5, in the |
low band, and channels 7 and 9 in the high band; this : : ' RCA Victor Bonus Plan
amazing antenna design also maintains better than 20
DB front-to-back ratio over the entire frequency range 3 —__- .} RCA Victor has announced that, ef-

fective immediately, the purchaser of
any of the company’s console radio or
TV sets containing a 45-RPM turntable
will be entitled to receive as a bonus,
| included in the price of the instrument,
: 6 RCA Victor 45-RPM records, to be
selected on a one-a-month basis. The
offer represents an extension of a bonus
program initiated last month to pro-
mote the company’s automatic 45-RPM
‘ record-player attachment (model 45-J),
according to Allan B. Mills, general
sales manager of the RCA Victor home
instrument department.

of the two channels for which each antenna is designed. ‘

The Advantages of a New TRIO 2-Channel Antenna;

@ Provides gain on both channel 4 and 5 (or 7 and 9)
Equal to Any Two conventional 4-element yagis!

® One bay replaces bulky stacked array!

® One lead replaces old-style 2-lead systems!

® Less weight-per-gain than any other TV antenna!

® Greatly reduced installation costs for complete TV

coverage!
How It Works

Antenna consists of 4 elements whose functioning is
different on the two channels. For example; in Model
445, the elements, on channel 4, act as reflector, dipole,
director, director, in that order; while on channel 5,
the same elements act as reflector, reflector, dipole and
director. Careful design ensures proper impedance
match with standard 300 ohm lead. -

Eliminates Co-Channel Interference when used

in “Controlled Pattern” system.
The new TRIO 2-Channel Yagi is available in single
bay, conventionally stacked 2 bay array for additional
gain and as the famous “Controlled Pattern’ system
utilizing 2 bays, off:set stacked and tuned with the
remarkable TRIO “‘Phasitron’’ that completely eliminates
Venetian-Blind Effect when caused by co-channel
interference!

Model 445 — Single bay Yagi for Channels 4 and 5.

Model 445-2 — Conventional 2 bay stacked array for |
Channels 4 and 5.

Model 479 — Single bay Yagi for Channels 7 and 9.

Model 479-2 — Conventional 2 bay stacked array for
Channels 7 and 9. i

Model 645 — “'Controlled Pattern System for Channels . I
4 and 5. - Y

Single 4 -element yagi
with dual purpose ele-
ments.

Scott Sales Manager

Two 'of the new TRIO
yagis may be stacked to
get up to 17 DB forword
gain,

The "Conﬁ'blledli’a.ttartn” ‘
System -— eliminates
"%::etian-Blind Effect’”

L. M. Sandwick has been elected vice-president
and general sales manager of Scott Radio Lab-

‘ > L 4
 hanico v CO- : oratories, it has been announced by John S.
RHO Jﬂw‘ i ill Ilinoi I '::Ieﬁnf;?:fgngycfo'Cban | Meck, president. Sandwick has been merchandise
Gl’lggSVI e inois W B e L ] manager of Scott and for many years has been
L i §“ i STl an executive in the electronics industry.
96 RADIO & TELEVISION RETAILING e October, 1950
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Rauland announces the newest advancement in
Electron Gun design — the fifth Rauland develop-
ment in a year to benefit both set makers and serv-
ice men. Effective at once, Rauland is incorporating
in all its picture tubes a new “Tilted Offset” Elec-
tron Gun which requires only a single ion trap
magnet (although a double magnet can be used)
— and bends the electron beam only once—and
gives the sharpest possible beam focus.

At the same time, Rauland is incorporating in
all electron guns the Indicator Ion Trap feature
which has proved so popular since its introduction
in the Rauland 12LP4A. This Indicator Ion Trap
eliminates mirrors and guesswork—provides a posi-

THE RAULAND

-1*:"‘: \

RADIO & TELEVISION RETAILING e October, 1950

4245 N. KNOX AVENUE * CHICAGO 41, ILLINOIS

tive means for correct ion trap magnet adjustment.

The same superior quality and performance that
has characterized Rauland television picture tubes
will be maintained in tubes embodying the new
gun construction.

Superiority of the Rauland electron gun has heen
widely recognized throughout the industry. The
reason is found in Rauland’s greater precision in
gun manufacture, standards being far within the
tolerance limits usually allowed. By taking extra
time and care to mafch parts accurately, Rauland
is enabled to “balance cut” minor variations in the
size of parts during assembly, and thus hold critical
tolerances to practically plus-or-minus zero.

CORPORATION
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66QOnly three minutes on the jo.b and this
Amphenol INLINE Antenna 1S fully as-
sembled and going up the Iadder:' ‘
I save hours of installation time with
Amphenol Quick-up antennas, and even
more important, because of the sturdy,
durable construction of AMPHENOL
antennas, I know I won't be called back
repairs.
tofr'zijuici, easy handling——and_ above
all, durability, there’s nothing like the
AMPHENOL INLINE Antenna.’’

QUICK-UP ANTENNAS

u. S. PAT. NO. 2,474,480

D FOR THIS BOOK!...
cere, informotive discussion of TV
nas which will prove useful to every-
n the field — particularly instollers
ervicemen who must know conditions
ing antenna -performance as well
> proper antenna for any location.
free on request.

AMERICAN PHENOLIC CORPORAT
830 SO. 54TH AVENUE  CHICAGO 50, |LL|L%|§

SINCE 1924

MERIT TV
«REPL” GUIDE

MAY 1950 ISSUE

63 MANUFACTURERS—
575 MODELS — MoOST

COMPLETE, UP-TO-DATE
LISTING

Get this easy-to-use, time-saving

guide to correct replacements for all
pf)pular television receivers. Simpli-
fles'servicing, cuts repair-bench time
Write us today for your free copy. '
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USE MERIT TV!

‘ ) ONE SOURCE FOR WATCH FOR
Merit's future
issues of the

TV Tape-Morked Components:
Powers. Blocking Oascillators.
Vertical Outputs. Focus Codls.

’ Deflectian Yokes, Fiybocks.

TAP
10 KEL

ng
Merit Transformer Shows

permammt tookup a
for auick ¥
Qriginated by

~ 4419 NORTH CLARK ST., CHICAGO 40, ILL.
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New Zenith Speaker

Zenith Radio Corp. has announced
its new “1213” Alnico 5 speaker which
is being used in the company’s 1951
console combo models. Magnetic power
of the speaker has been increased by
increasing the weight of the magnet
from 4.6 ounces to 13.2 ounces.

Subsecribes to Sams Service

The Electrovox Company, East Or-
ange, N. J., manufacturers of phono-
graph needles, has become a participant
in the engineering services of Howard
W. Sams & Co., Inc., research labora-
tories and technical publishers, it was
announced recently.

Reecord Capehart Sale

Orders for more than 5 million dol-
lars for the 1951 line of Capehart TV
and radio receivers were booked at
the recent two-day dealer showing
staged by Jacobs & Rogovin, Inc., 601
W. 26th St., New York, distributing
organization, at the Park Sheraton Ho-
tel, New York, it was revealed by Rene
M. Jacobs and Sidney H. Rogovin,
heads of the company. They said this
was an all-time record for Capehart
orders in the metropolitan New York
area.

Eurcka to Make Only
Rectangular TV Tubes

Due to recently pronounced shortage
of round glass envelopes for TV tubes
and the concentration of available fa-
cilities on production of the newer rec-
tangular sizes, Eureka Television &
Tube Corp., Hawthorne, N. J., has an-
nounced that it will restrict its tube
production to 14", 16”, 17" and 20"
rectangulars for initial equipment only.

Starrett TV Line
Shown in Philadelphia

Hundreds of appliance and television
dealers from Philadelphia and vicinity
attended the recent three-day showing
of the Starrett 1951 TV line at Adolph
Fruchter & Sons showrooms, 48 North
Second St., Philadelphia.

Durable Admiral

)

Tumbling unseen from a delivery truck in a
summer downpour, this Admiral television com-
binotion rolled down a steep paved hill, lay in
the rain a couple of hours and, when unpacked
by Dr. W. Kenneth Riland, of High Point Road,
Scarsdale, New York, worked perfectly. The set
came through its ordea! unscathed.
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Blackstone Distributors

Blackstone Corp., Jamestown, N. Y.,
manufacturers of household washers,
dryers, and ironers, has announced the
appointment of the following distrib-
utors: The Robert F. Clark Co., 3062
Blake St., Denver, Colo.; Roberts Dis-
tributing Co., 2301 Dumble St., Hous-
ton, Texas; Thomson-Diggs Co., Inc,
1355 Market St., San Francisco, Calif,;
The Eastern Co., 229 Georgia Ave,
Providence, Rhode Island; Brown-
Camp Hdwe Co., First & Elm Sts., Des
Moines, Iowa, and The Cavanaugh Co.,
322 W. Federal St., Youngstown, Ohio.

CAsH IN ZnrON
RECOTON’S

CAMPAIGN

Dealers all over lhe couniry are foking
sdvanloge of RECOTON's .sensational
SILVER CELEBRATIOM. If's a tarrific appor-
tunily ta moke big money — lo enjoy mors
sales, higher profits, extra-dividend silver
dollars! And te boost saoles even more
RECOTOM is backing the campoign with
exciling new pockoging ond o fremendous
barrage of sales-maoking prometional mao-
teriol ond decler aids. 5o place your order
" now — and remember — with every carton
you order of Superosmivm $1 needles,
Mylon $1.50 needles, Osmium Tipped 30%
neadles, Superior 25¢ needles, Primus
Sapphire $2,50 needles or Replocement
Meadle Kit Mo. 250, RECOTOM will im-
mediotely give you o FREE gifi certificate
redeamable for one shiny silver dollort

Write todoy for complete information.

RECOTON CORPORATION

251 Fourth Avenue MNew York 10, N. Y.
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Webster-Chicago Urges
Real Selling Effort

Real selling effort is just as impor-
tant now, despite the present military
situation, as in normal times, more
than 100 representatives and distribu-
tors of Webster-Chicago Corp. were ad-
vised at the company’s annual sales
meeting. “Until we know definitely that
our consumer production schedule will
have to be markedly curtailed, we must
use every selling technique to keep the
market as lively as it has been up to
now,” said W. S. Hartford, vice-presi-
dent in charge of sales.

. REPLACEMENT NEEDLES

ot Al

POPULAR CARTRIDGES

ORecalon gives ’\l

you 35 Replacement > ﬁ
Needles —a complete
assortment to fit more
than 100 different pho-
nographs.

e Recoton Replace-

ment Needles are in-
dividually packed in
sealed envelopes —
numbered for quick
identification.

e Recoton’s FREE

Display card helps
sell Recoton Replace-
ment Needles.

QRecolon's con-

venient cabinet holds
all 35 Replacement
Needles — your com-
plete stock filed for
easy reference and
profitable merchan-
dising.

eRecolon's Wall

Chart simplifies selec-
tion of needles —
shows you at a glance
the right replacement
needle for your cus-.
tomer's record player.

Wrile foday for tompr;ﬂe infarmalion.

RECOTON CORPORATION

251 Fourth Avenue Mew York 10, N. ¥.
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News of the Reps

Los Angeles chapter of The Reps, of
Radio Parts Manufacturers, Inc., held
a get-together recently at the Mayfair
Hotel, Los Angeles. Attendance of 160
guests were jobbers and their key per-
sonnel.

Dean Lewis Associates have moved
to a new location at The Western Mer-
chandise Mart, 1355 Market St., San
Francisco 3, California. The move was
made to provide more adequate office
and other facilities.

ILD.E.A. of Indianapolis has appointed
Arthur E. Akeroyd to represent the Re-
gency booster in the six New England
States of Maine, Vermont, New Hamp-

JUST OFF THE PRESS:

== | Your Guide to
aonlk - |
l “')n/) Better TV
s, Installations
) > |
TV and FM I
ANTENNAS

TV and FM Antenna Catalog
Write for FREE Copy Today

Remember—every TV installation is a loca-
tion problem~it varies with every set, every
street, every home or building and in fact
every room. But WARD makes every type
of antenna to cover and cure any condition

or situation that may arise.

For that reason customer's satisfaction and
service engineers’ profit depend upon
ability 1o supply a style or type of antenna
to fully meet every local need. That's why
it pays to standardize on WARD, with a
complete line, the last word in engineering
and construction, and a written guarantee

that means everything it says.

THE WARD PRODUCTS CORP.

1523 EAST 45¢h STREET * CLEVELAND 3, OHIO

ol WARD-+

TV-FM-AUTOMOTIVE-A M-SPP

ANTENNAS
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shire, Massachusetts, Rhode Island and
Connecticut. Akeroyd has recently
moved his offices to the John Hancock
Building in Boston.

DuMont Ad Campaign

Full page newspaper ads in every
major television market in the country
were launched Sept. 7 to introduce the
new fall line of Du Mont television re-
ceivers, Henry R. Geyelin, advertising
manager of the televisicn receiver sales
division, Allen B. Du Mont Labora-
tories, Inc., has announced. The news-
paper ad drive is the biggest in the
company’s history.

www_americanradiohistorv com

Name Contest Winners

Milton Rabovsky, president of the
Television Company of Maryland, Balti-
more, is the winner of the 1950 Cadillac
sedan, first prize in the nation-wide
TV dealer promotional contest on the
19-inch Hanover receiver sponsored by
the receiver sales division, Allen B.
Du Mont Laboratories, Inc., Walter I..
Stickel, national sales manager, has an-
nounced. The contest offered sixty-
three prizes valued at more than
$12,500.

The second prize, a 1950 Plymouth
convertible, went to Howard S. Merrill,
of Television Theatres, Inc., 8825 Long
Beach Blvd., Long Beach, Cal, and a
$500 savings bond went to Byron Shaw,
Brookfield Radio and Appliance Serv-
ice, 8863 Ogden Ave. Brookfield, 1.
Sixty winners of solid gold wrist
watches and 1950 portable typewriters
were also announced by Stickel.

Telechron Time Table

“Time Table” displays for the ex-
panded electric clock line are being
made available to dealers, through Tele-
chron distributors, by Telechron, Inec.
Each of the two revolving time tables
can’ show 16 clocks. One is for kitchen
clocks; the other for alarm and “con-
venience” clocks.

New Raybro Branch

Raybro Electric Supplies, Inc., Tampa,
Jacksonville, Miami, St. Petersburg,
has announced the opening of its Or-
lando branch, located at 639 West Cen-
tral Ave., in a new building recently
completed for the company. W. W.
Faulkner, who has been in the sales
department of the Tampa office for
several years, has been appointed Or-
lando branch manager.

Bulb Salesman

By arranging light bulbs in a basket pyramid,
this Westinghouse merchandiser manages to dis-
play 795 light bulbs in a floor space only two
feet square. Four baskets, complete with their
own legs and made of heavy steel wire, fit into
each other for the basic structure. Four more
baskets are attached to the sides as shown.
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FRE . ALL NEW REPLACEMENT
o WALL CHART

FREE:

|
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1001 1IQUELLL)) ) ) 2

Shows 89 different needles

Jensen—the oldest name in sound engineering
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WAAAL-aeticantadiohistern/~—com

213€1 NEEDLES

FOR THE WORLD'S FINEST Mus.c //

#n makes a needle /i ’ to fit any Record Player

ATTRACTIVE COUNTER DISPLAY
SELLS MORE NEEDLES

Eye-catching, three-color
counter display gets atten-
tion, assures additional sales
to record customers. Place in
listening booths, alongside
cash register . . . watch needle
sales climb!

Mail the Coupon today!

See how Jensen’s complete merchandising program increases your
sales . . .

increases your profits, Do it today!

JENSEN INDUSTRIES, INC.

329 South Wood Street, Chicago 12, lllinois
Please send us.

[] Wall Chart. Quantity

] Counter Display. Quantity .. ..

[] Available Literature

Company Name

Address.

- ——— - -]

City
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Eico Distributors

Electronic Instrument Co., Inc., 276
Newport St., Brooklyn 12, N. Y., has
announced the appointment of the fol-
lowing distributors: D&R Radio Sup-
ply, 156 So. 3rd St., Steubenville, Ohio;
Radio Supply Co., 1125 E. Douglas,
Wichita, Kansas; Offenhauer Co., 227
W. Washtenaw St., Lansing, Mich,;
The Question Shop, 82 S. Spring St.,
P. O. Box 549, Concord, N. C.; Scooter’s
Radio Supply, 509-11 Commerce St.,
Fort Worth, Tex.; Burroughs Radio

Company, 711 2nd St, N.W., Canton
Ohio; Dunlap Whls. Radio Co., 20th &
O St., Sacramento, Calif.; General Elec-
tronic Dist.,, 26 10th St., Wheeling, W.

Va.; Hughes-Peters, Inc., 300 W. 5th
at Perry, Dayton, Ohio; Waitkus Sup-
ply Co., 110 Grand Ave., Bellingham,
Washington.

Westinghouse Sales Aids

To help sell Westinghouse water
heaters, a new four-page folder di-
rected to Laundromat owners is now
being made available to its dealers
by Westinghouse Electric Appliance
Division. A four-page selling helps
booklet is also being issued to help
vacuum cleaner dealers plan aggressive
fall advertising and promotion pro-
grams.

040"16( aﬂbpa’w:The Antenna that

created New Horizons in Television

CONICAL-V-BEAMS
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Reception

THE S«itt
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THE FACILITIES
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COMPARISON
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Quam-=Nichols President

vy

Matthias Little has been elected president of the
Quam-Nichols Company, Chicago, speaker and
electronics components manufacturers, it has
been announced by James P. Quam, who now
becomes chairman of the board.

AR
NS o

NAMM Committees

President Ray S. FErlandson, of the
NAMM, recently announced committee
appointments to serve for the 1950-51
period. The committees with their
chairmen are as follows: Legislative:
Earl Campbell, president, Campbell
Music Co., Wash., D. C.; Membership:
S. H. Galperin, president, Galperin
Music Co., Charleston, W. Va.; Trade
Practice: Emert S. Rice, president, W. S.
Rice & Son Music House, Columbia.
S. C.; Golden Anniversary: Hugh W.
Randall, president, J. B. Bradford Co.,
Milwaukee, Wisc. Committees which
have not yet received chairman ap-
pointments are the Sales Training and
Advertising committees.

The Executive committee of the As-
sociation appointed by President Er-

| landson includes Hugh W. Randall, of

Milwaukee, chairman of the NAMM
Board of Directors; Paul E. Murphy
treas., M. Steinert & Sons, Boston; Otto
B. Heaton, president, Heaton Music Co.,
Columbus, O.; William Howard Beasley,
president, Whittle Music Co., Dallas,
Texas, and President Erlandson as
chairman of the Executive committee.

Admiral Sign

* W

Iic.ﬁ:xlrul

Walloce €. Johnson, vice-president in charge of
sales for Admiral Corp., pressing the button that
officially turned on the Admiral Corp.’s new elec-
tric spectacular display located along Chicago’s
Gay White Way. Left to right: U. H. Burke,
regional director, General Outdoor Adv. Co.;
Clarence Tay, president, Admiral foctory branches;
Wallace C. Johnson; B. L. Robbins, executive
vice-president, General Outdoor Adv. Co.; L. H. D.
Baker, vice-president, applionce division, Admiral
Corp.; Seymour Mintz, advertising director, Ad-
miral Corp.
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Capehart Appeointees

E. Patrick Toal, director of sales for
the Capehart-Farnsworth Corp., has
announced the appointment of Lewis
W. Reynolds as manager of the com-
pany’s Atlanta region, and J. William
Costello as sales promotion manager.

Ideal Buys Pyramid

Ideal Industries, Inc., 4039 Park Ave.,
Sycamore, 111, has announced the pur-
chase of Pyramid Products Co., Chi-
cago, manufacturers of wire stripping
equipment. All manufacturing and sales
activity will be moved to Ideal’s Syca-
more plant.

Seven New Packard-Bell
Distributers Named

Appointment of seven new distribu-
tors was recently announced by Robert
S. Bell, vice-president of Packard-Bell
Co. They are: George C. Mills, 1115 S.
Hope St., Los Angeles, Cal.; Jim Mad-
den, 164021, S. Vermont Ave., Gardena,
Cal.; A. R. Bell, 1009 Cypress St., Oak-~
land, Cal.; Oliver Haack, 44 34th Ave,,
Spokane, Wash.; Appliance Distribu-
tors, Inc., 211 Wazzee Market, Denver,
Colo.; John E. Amberg, 1157 Post St.,
San Francisco, Cal.,, and L. H. Lewis
Co., 8640 State St., South Gate, Cal.

New Graybar Building

Approximately six hundred local cus-
tomers were guests of the Graybar
Electric Company when it opened its
modern new office, warehouse and dis-
play room at 1702 Cullen Blvd., Hous-
ton, Texas, recently. Acting as com-
bined hostess and guest of honor for
the three day open house celebration
was Mrs. Barbara Gray King, great-
granddaughter of one of the company’s
co-founders, Elisha Gray.

Meck Urges Educational
TV Shows fer Scheeols

John S. Meck, president of John
Meck Industries and of Scott Radio
Laboratories, recently urged TV broad-
casters to build programs of an edu-
cational nature for classroom purposes.
“This can readily be recognized as a
profitable course for the broadcasters,”
said Meck. “Children have always been
the best salesmen of television. Expos-
ing all children in their broadcast area
to regular TV shows is the surest way
to have them convince parents that
they must have a set in their home,
thereby increasing the audience. And
the criticism of television that is al-
ready resounding in the councils of
educational groups would be eliminated
if its tremendous influence could be
partially turned toward the advance-
ment of education.”
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Starrett Distributor

Billy Rose Distributors, Inc.,, 584
Commonwealth Ave., Boston, Mass., has
been appointed exclusive distributor for
Starrett Television Corp., New York,
according to a recent announcement
made by the sales department.

Bendix TV Distribution

The television and broadcast receiver
division, Bendix Aviation Corp., has
released plans designed to control the
distribution of television and radio re-
ceiver production. R. W. Fordyce, gen-
eral sales manager, said the plans were

IMPROVE YOUR DEMONSTRATIONS
AND MAKE MORE TV SALES

o, A
e DL
=

THE TVD-8 DISTRIBUTION UNIT

Clear-picture, high-quality demonstrations sell television sets.
The prospect in your showroom is 909, sold #f the picture he
sees 1s sharp, free from distortion. And fuzzy, jittery, irregular

gictures just as quickly unsell
im! Make sure that you con-
sistently chalk up those addi-
tional sales by installing this
Television Distribution System
in your showroom. It operates
from one to eight television sets
on one antenna, withont inter-
set interference and it has less
attenuation than commonly
used resistive distribution sys-
tems. Its use results in clearer
pictures, more demonstrations,
better demonstrations, more
sales and profits.

892

Net to deadlers,
including tubes

ELECTRO ENGINEERING AND
MANUFACTURING COMPANY
627 W. Alexandrine, Detroit 1, Mich.

wanaL americanradiohistornv. com.

"= from one antenna
et

expressly designed to insure an equi-
table allocation and to protect both
the dealer and Bendix against scare
buying. Based on previous sales activ-
ity, the plan allows a proportionate
share of current production to be
shipped to each warehouse center for
distribution to the dealer.

New Thor Sales Office

Thor Corporation, manufacturer of
home laundry appliances, has an-
nounced the opening of a factory
branch sales office at 2801 Eighth St.,
N.E., Wash., D. C., and the appointment
of Andy S. Hines, Sr., as its manager.

Now you can
demonstrate
up to 8 TV Sets

with no inter-set
interference
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You Can't Afford to
be Without It!

TV and OTHER
RECEIVING ANTENNAS

(Theory and Practice)
by Arnold B. Bailey

No other book discusses antennas-—
theory and practical aspects—so fully. It
is a book which will teach; a book which
every person interested in antennas, espe-
cially TV antennas, will use every day
because of the facts and figures it con-
tains, All men whose livelihood depends
on getting the most out of antenna systems
cannot afford to be without this unique
text. Well planned and precisely written.
it is practical in every sense of the word.
Mathematics is made easy to understand
through the use of graphs, charts and
tables. The radio and television industry
—electronics schools—antenna design engi-
neers—all personnel interested in antennas
will agree this is the most helpful source
book of its kind ever projected. It em-
braces world knowledge concerning an-
tennas.

12 Chapters, 480 Pages, including

Bibliography and Index $6.00

Shows you how to
get the MOST out of

your oscilloscope . . .

Encyclopedia On Cathode-
Ray Oscilloscopes and

Their Uses
by Rider and Uslan

This is a_book of a thousand-and-one
uses. It teaches you how to use an .05(.:11-
loscope properly. It tells what is inside
the ’scope and how to get the most out
of it. The book shows what can and can-
not be done with an oscilloscope. When
planning to buy equipment, this text helps
you avoid costly mistakes in selecting the
type of instrument best suited to your
needs. The book begins with basic theory
of cathode-ray tube operation, and then
proceeds through application in ’scopes and
TV receivers. There are full and clear
explanations for uses in every field and
research activity which employs a cathode-
ray oscilloscope. All ’scopes produced dur-
ing the past 10 years, more than 70 dif-
ferent models, are described—with schemat-
ic wiring diagrams, Almost 500,000 words
and about 3,000 illustrations are incorpo-
rated in the 992 pages. Invaluable for
engineers, servicemen, teachers, students,
Armed Forces, radio amateurs, research
laboratories, etc. There is no other hook
like it!

992 Pages, 22 Chapters, 814” x 11”7 $9.00

10-DAY FREE TRIAL

Order these books today. Keep them for (0 days
. . o if you are not completely satisfied, return
them to us and your money will be refunded.

RUSH THIS COUPON TODAY
JOHN F. RIDER PUBLISHER, Inc.
480 Canal Street, New York 13, N. Y.
Please send me the following books on your
10-Day Money-Back Offer.
TV AND OTHER RECEIVING AN-
TENNAS (Theory and Practice) $.......
ENCYCLOPEDIA ON CATHODE-
RAY OSCILLOSCOPES
THEIR USES

NAME
ADDRESS
CITY ..cvevevnn-. ZONE....STATE......

Check for $...... Money-Order for $......
Enclosed

j—————————— e
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New Pl'OdUCtS

"“Hi"” TV MOUNT KIT

Handy package of equipment for TV
installation includes 330 plastic expanding
screw anchors, 180 ethyl cellulose in-
sulators and clamps for flat 300-chm iine
and 50 for coax, and 4 carbide tipped
drills for masonry drilling. The items are
enclosed in a compartmentalized plastic
case which is designed to last long after
the contents are used up. Holub Industries,
Inc., Sycamore, [Il.—RADIO & TELEVISION
RETAILING.

RCA TV CALIBRATOR

The TV calibrator WR-39B combines in
one instrument the following services:
crystal controlled marker generator, bar-
pattern generator for linearity adjustments,
miniature re-broadcast transmitter for check-
ing on all 12 TV channels, a heterodyne
freq meter including amplifier and speaker,
a signal generator operating on fund-

L

amentals on all TV bands, and a dual
crystal standard with three crystals sup-
plied. An internal 4.5 MC oscillator modu-
lates the output of the VFO to put dual
markers on TV sweep-alignment response
curves, and may also be used by itself
for intercarrier sets. Tube Dept., RCA,
Harrison, N. J.—RADIO & TELEVISION
RETAILING.

Crown ANTENNA ROTATOR

Input power 30 watts AC., Clockwise
and counter-clockwise rotation. Instantly
reversible motor, immediate stop-—no coast
ing, one revolution in approx. 60 seconds
lifetime lubricated at the factory. Maximurm

weight capacity—175 lbs. Fits most antenna
masts or center posts—maximum O.D. 1%4”
Approximate shipping weight 12 lbs. Due
to a printing error, the above product was
shown last month with an incorrect illustra-
tion. Crown Controls Co., Inc., New Bremen,
Ohio—RADIO & TELEVISION RETAILING.
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Astatic BOOSTERS

Models BT-1 and BT-2 bring to a total
of four the number of TV and FM boosters
being produced by this firm, with prices
ranging from $29.95 to $51.50. The AT-1
and AT-1B are 4-tube boosters character-
nzed by variable gain control and dual
tuning The BT-1

and BT-2 employ the

1

Mallory Inductuner for continous variable
tuning by a single knob through the TV
and FM bands. Uniform high gain and
wide band width over the entire range of
channels is claimed. BT-1 is in a metal
case and BT-2, with pilot light, is in a
plastic cabinet. Astatic Corp., Conneaut,
Ohio.—RADIO & TELEVISION RETAILING.

Ward TV ANTENNA

Model TV-72, the "Flying Arrow,” is
designed for areas where reception on
high band stations is difficult. The unit
also is said to perform well on the low
band. The antenna consists of sharply

V-ed dipole and reflector of %" aluminum
tubing. Model TVS-75 is a stacked array
consisting of two Flying Arrows for higher
gain in fringe areas. The Ward Products

Corp., 1523 E. 45th St., Cleveland 3,
Ohio.—RADIO & TELEVISION RETAILING.

Du Mont REPLACEMENT TUNER

The new Du Mont Series T3A Inputuner
is designed mechanically and electrically
for ready replacement of swiich type
tuners in receivers with separate sound
IF. It is available with variations in the
mixer plate network which make it adapt-
able without alteration to various types
of separate sound IF sets. The Inputuner
is of the continuous type, and provides
reception of FM as well as TV channels.
It comes complete with tubes (6BC5 and
6]6), TV-FM dial scales and mixer plate
network. It is said to be low-priced and
designed for the replacement market. Allen
B. Du Mont Labs., Inc., 35 Market St.,
East Paterson, N. J—RADIO & TELE-
VISION RETAILING.
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Brach TV ANTENNA

No. 452, the "Bow Tie V" Antenna, is
a closed circuit V antenna in which three
rods of the same electrical length emanate
from each side of an insulator and are
joined at the ends by means of shorting
bars. The absence of free-vibrating ele-

ments is designed to withstand high winds
and ice loading. Rapid assembly is also
a feature of the antenna. As a stacked
array, the Bow-Tie V will bear the No.
453. Brach Mfig. Corp., 200 Central Ave.,
Newark, N.
RETAILING.

BT TV BOOSTER

The '‘Antensifier” is a fixed tuned TV
booster which is said to provide above
25 DB gain on all channels (including FM)
with high signal/noise ratio and negli-

gible insertion loss when booster is turned
off. Input and output impedances are 300
ohms. Booster power can be controlled by
TV set on/off switch. List price of the
model HA-1-L. is $49.50. Blonder-Tongue
Laboratories, 20 Gunther Ave., Yonkers,
N. Y—RADIO & TELEVISION RETAILING.

Amphenol TY ROTATOR

The “Auto Dial” rotator features a dial
on the remote control unit which is grad-
uated into 60 antenna positions, with the
directions of N, E, S, W indicated. Positive
action without backlash or coasting is
claimed. In-line mast mounting is provided,
accommodating masts from %" to 27 dia.
Rotator weighs 6 lbs. American Phenolic
Corp., 1830 S. 54th Ave., Chicago 50,
I.—RADIO & TELEVISION RETAILING.

Haydu TV ROTATOR

This rotator operates from chairside
through a remote-control connected to the
motor unit by a 3-conductor cable. Rota-
tion is accomplished by pressing either
of two buttons, for right and left. Releasing
the button instantly stops rotation without
coasting and locks the unit in that position.

1
]—RADIO & TELEVISION'
|
{

|
|

An end-of-revolution light is included. The

rotator unit is designed to withstand |
antenna weight up to 150 lbs., and is [
guaranteed for one year against defects.

Haydu Brothers, Plainfield, N. ].—RADIO

& TELEVISION RETAILING.
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NOW, More Than Ever, Every Serviceman
Needs A Complete Library of

RIDER MANUALS

AM - FM

TV

With production problems arising daily, present radio and TV receivers
will remain in use longer than normally expected. And it is up to you, the
Servicemen, to keep those sets going. RIDER MANUALS—AM-FM-TV-PA
—cover every receiver made from 1925 up to 1950. All servicing informa-

tion in these Manuals is accurate, authentic, reliable . . .

compiled from

engineering data supplied to us by the manufacturers themselves. If your
Library of RIDER MANUALS is complete, you can service any make and
model of receiver brought into your shop. Now, more than ever, the Serv-
iceman is an important factor in his community. Make sure that your
Service is the best, and you’ll make sure that you get your share of the
Servicing Business. Complete your Library of RIDER MANUALS now.

OCTOBER DELIVERY

>
X (VOLS.1.2,3,485)

S —

RIDER TV
MANUAL Vol. 5

Your biggest dollar's worth in the field of
TV servicing! It will save you time! It will
save you money! It will help you build @
more profitable business!

Accurate, authentic, reliahle servicing in-
formation direct from 74 TV manufactur-
ers. Complete coverage of all TV receivers
manufactured up to July, 1950. Larger
page size, 12”7 x 15”, with all pages filed
in proper place. Giant pages are retained,
but now have only one fold. Equivalent
of 2320 Pages (875” x 117) Plus Cumu-
lative Index Volumes 1, 2, 3, 4 and 5.

$21.00

RIDER . . . and only RIDER . . . gives
ou such a treasure house of servicing
information at such a low price. PLA!
YOUR ORDER NOW.

RIDER TV
MANUAL Vol. 4

Products of 73 manufacturers. More ma-
terial than in previous volumes at no in-
ctease in price. Equivalent of 2296 pages
(815 x 11) plus Cumulative Index Vol-
umes 1, 2, 3, 4, Plus “"HOW IT WORKS”

VOLUME XX

Complete coveraj up to November,
1949. AM-FM-Ra uto Receivers, Rec=
ord Changers. Produgts of 74 manufac-
turers. All pages an ouble spreads filed
in proper positiop. 1776 Pages Plus Sep-
arate *How It Works” Book, and Cumu-
lative Index Volumes XVI through XX.

Only $18.00
NOTE: Are You Receiving your copy of
#successful Servicing”? it’s a RIDER publica-
tion of intense interest to every Serviceman.

WRITE FOR IT!

RIDER MANUALS

Television Manual Volume 5 (Plus Index) $21.00
Television Manual Volume 4 (Plus ““How
It Works'® Book and Index) .. .$21.00
Television Manual Volume 8 ow
It Works’’ Book and Index) cegese
Telovision Manual Volume 2-2in new,
Ilarger page size, 12 x 15%. (FPlus

* Book and Index) . &

21H]

.
Volume XIX o8
Volume XVill LK
Volume XVIi .58
Volume XVI .44
Volume XV .................. 9.80
Volume XIV to VIl (each vol.) 8.50
veolume VI _....... ... ... .0 g&t]l

Abridged Manuals | te V (one volum
M:ste;vlndex, Covering Manuals, Vols,
YR At ab Ao Ban ot ae 600
PA _Equipment Manual, Vol
NOTE: The Maliory TV Servi
TV Editlon, makes reference to oniy one source
of TV recelver schematics—Rider TV Manuals.
NOTE: The Mallory Radlo Service Eneyeloucdl:i
6th Editien. makes reference to only one source
radlo receiver schematics—Rider Manuals.
NOTE: The C.D Capacltor Manual for Radle
Servicing, 1948 Edition No. 4, makes referenes
te anly one source of receiver schematics—Rider

Book .. ... $21.00 mManuats,

JOHN F. RIDER PUBLISHER, Inc., 480 Canal Street, New York 13, N. Y.
Export Agents: Rocke laternational Corp., '3 E. 40th St.,, N, Y. C. Cable ARLAB.

RIDER MANUALS mequ
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© MEISSNER takes great pride in announcing their new 9A AM-EM

/ chassis complete with Audio. The 9A brings real 'Custom” quality recep-

_ tion into the low price field! @ A complete AM-FM unit — tie 9A is a
/ tuner, amplifier and power supply — everything you need for a deluxe
cﬂstom installation cr for converting older radios. ( Nine tubes, including
rectifier, give the 9A ample power while a high degree of stebnhty and
selectivity is attained through superior MEISSNER circuit design and the

E use of high quality components. {{ MEISSNER engineers stress that only a
high quality speaker s capable of reproducing the wide range fidelity and
tonal richness inherent in the 9A. ([ See this fine instrument at ycur dealers

" now. Examine the wotkmanship — hear the glorious richness of its
. tone! Corppare the MEZISSNER 9A with units selling for twice its price. You Here's the outstanding QA — complete with
\i" will agree, it's ME'SSNER = FOI Magniﬁcent Recep(iv)n! tubes power supply, buﬂt n antenna escut-

cheon knobs, etc.

Je m J— features that place the 9A in a class by itself
6.5 SR
\??Q " o High Sefectivity and Sensitivity o Built-In High “Q" Die Stamped Loop
. _g o Full Audio Fidelity Antenna )
' 9 3 *Full 4 Watts Output ® Full Range Tone Control
4 ﬁ ,L':ﬁa‘i ® FM Ciscuit Temperature Comoensated ® Complete Provision For Phono Input
B : ﬁ ® Air Wound FM Coils ® All Controls On Front Panel
/(, ®Separate AM and FM Condenser Sections ® Power Outlet For Phono Motor

‘ S M E l S S N E R FOR MAGNIFICENT RECEPTION

> MEISSNER MFG. DIVISION, MAGUIRE INDUSTRIES, Inc., MT. CARMEL, ILLINOIS

SE_EAVIQRAABW%SD HAVE YOU A JOB FOR A
the finest Standard of the Industry! T RAI N E D T E c H N Ic I A N ?

for Manufacturers, Jobbers and Dealers ’ We have a number of alert young men who have completed
Immediate Delivery from Stock for 16 and 19-inch Tubes. intensive training in Radio and Television Repairing. They
l learned their trades thoroughly by working on actual equip-
J ment under personal expert supervision. If you need a trained

man, we invite you to write for an outline of our course, and
| for a prospectus of the graduates. No fees, of course. Address:
l

Placement Manager, Dept. P110-10

COMMERCIAL TRADES INSTITUTE
1400 Greenieaf Chicago 26

CLOSING DATES FOR

RADIO TELEVISION

RETAILING

Only STANDARD—no other—gives you the oquthentic custom hand-rubbed si,h of preceding month for all ads requiring proofs, composition
lifetime finish—unmatchad for eyecompeiling beauty in the whole TV industry! foundry work, key changes, etc.

Traditional, Modern or Custom Styling—STANDARD offers you a complete line

—in mahogany, walnut or blonde. And the price is right! | 10th of preceding month for complete plates only—no setting
Visit our ‘Showroom, or write NOW for Catalog RR. lS'l' of month—Publication Date
STANDARD WOOD PRODUCTS CORP. Cancellations not accepted after Sth of preceding month.
43-02 38th Street, L. 1. C. 4, N. Y. RA 9-6010 480 LEXINGTON AVENUE
SHOWROOM: 120 Wall St., N.Y.C. DI 4-8675 Caldwell-Clements, Inc. NEW YORK 17
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Daniels and Fein Launch
New Commander TV Line

Commander Television Corp., 280
Ninth Ave., New York, is now shipping
its new TV sets and radio-phono com-
binations. The new firm is headed by
Murray Daniels, formerly president of
Starrett Television Corp. Mitchell Fein,
former Starrett vice-president, is vice-
president of Commander. M. F. Jaffa is
secretary~treasurer,

The line includes a 17-inch rectangu-
lar-tube console, a 19-inch round-tube
console, both open-faced, and 2 twenty-
inch consoles with doors. Commander
is also making a lowboy radio-phono
combination, equipped with a 3-speed
changer. The firm has scheduled a
weekly production of 250 TV sets and
300 radio-phono combinations.

Radiart Names Lavin

Henry Lavin, Meriden, Connecticut,
has been appointed manufacturer’s rep-
resentative for all Radiart Products,
according to a recent announcement by
the Radiart Corporation.

Littelfuse Display

Designed to suggest Snap-On TV
Fuse Holders to every service man and
to remind him when his supply is run-
ning low, is a counter display card of
Littelfuse, Chicago. The display, which
contains 24 fuse hloders, may be placed
on counter, hung on wall.

Purchase U. S. Devices

Cornell-Dubilier Electric Corp. and
Radiart Corp. have purchased the as-
sets of the U. S. Devices Corp., S. Plain-
field, N. J., manufacturers of TV an-
tenna rotators. Their products will be
distributed through the existing sales
organizations of Cornell-Dubilier and
Radiart.

New Federated Store

Federated Purchaser, Inc., distribu-
tors in New York, Newark, New Jersey,
and Allentown, Pa., recently opened
another outlet in Easton, Pa., located
at 701 Northampton St.

Silent Salesman
- — .

e

Emerson -

Newly designed Emerson ‘“Silent Salesman’’ dis-
plays are the features of a varied grouping of
dealer point-of-sale material now being furnished
Emerson dealers, announced Hal Dietz, sales pro-
motion manager of Emerson Radio & Phonograph
Corp.,, N. Y.

FE AL
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Aim Industries Catalog

George H. Fass, sales manager of
Aim Industries, New York, has an-
nounced that the company’s new 24
page catalog and latest price list show-
ing new increased costs has been mailed
to customers. All new orders, especially
on phonographs, will require 2 to 5
weeks delivery. Smaller items are
available for immediate to 10 day de-
livery.

New Acme Electrie Plant

Construction has begun on a new
25,000 square foot building at Alle-
gany, N. Y., according to Charles H.
Bunch, president of Acme Electric

Corp. Production equipment to be in-
stalled in this plant will allow for
manufacturing military electronic trans-
formers, military communication trans-
formers, as well as television, oil burner
ignition and neon sign transformers.

GE Appointments

L. E. Record and G. F. Callahan have
been appointed to supervisory positions
in General Electric’s cathode ray tube
division, according to an announcement
by K. C. DeWalt, manager of the divi-
sion. Record has been named division
engineer and Callahan will be staff as-
sistant to DeWalt.

LONG LIFE PHONOGRAPH NEEDLES
PERMO, Incovfrorated

CHICAGO 26,

FROM 50cto $5.00

WaAMALamericantadichistons.com.
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To add timely Sell B e :
to your Clock Radios... ' G(Nagj&w |

REPLACEMENT

SN
CROCK MovRacay

"'.--.
Sleep

ol TN

THE COMPLETE
NEEDLE INVENTORY
IN ONE HANDY

e SAgl.o n S LUCITE CASE — — makes needle replacements
“L':::'l':: (')‘:8 BIG BUSINESS
SQUARE BEZEL YR Easy to Stock, Easy to Sell!

" TIMER FOR EVERY NEED The only replacement kit on the
market, today, with handsome

lucite, compartmented and labeled

case that makes it possible to select

One after another, smart manufacturers are BI.;EGREPSR(T)?’ET a r:’eec}isle hfor mlrery reglacgmexlit
. . : : : 1 : need. Each needle is individually
adopting the Sessions Switch Timer with the new : DEAL R S TR M, e
square bezel . . . to give added appearance and : — easier to identify, easier to in-
performance to newer clock radios WITH FREE stall. Promote needle replacement!
K : JUCITE CASE Remember, the better the records
The new bezel gives the all-important clock ele- ) sound, the more records your cus-

g P REFAIL i ! Y i
ment an ultra-modern look, with square polished price $25900 :ﬁ:‘i’:w“;‘ilpel;‘_‘:;'zeslga:zt:::’vkivt’“t:
brass, and color inlaid, square etched numerals. BEaiins complete visible needle stock that

A . .

i i L £ 00 makes a beautiful counter display
The famous Se§§1ons Clock moyement gives ab | price 129 for extra meedle sales and profity
solute dependability and ultra-quiet operation. BEITE Order from your regular jobber or
Sessions Switch Timers feature full radio switch case 0000 write us direct for complete infor-

mation, today!

control and 90 minute ‘“Sleep-Slector’” on some
models (either front-set or invisible back-set) on an |
easy-to-read dial without confusing center disc. Look

for Sessions Switch Timers . . . sell their fea- O T L, T e

tures . . . and you’ll sell more clock radios! l - o for, Phone “\“\*
E edles, Recording ; :

YOUR
ALL OR WR R
rorr $13000 CALL ITE FOR FREE WALL CHART

Ductene Replacement Guide simplifies needle
selection for all model record players.

Nuedles,. Discs, ‘and

. THE SESSIONS CLOCK B, (Ao dound A S VWY ANY AL
WnOT EVEN 4 f’up-R =0 COMPANY ’ e ¢ri s — ‘_Key‘?_rOT.NfW Jers.ey. o8 -
) I'd TIMER DIVISION Conadian Representative: CHARLES W. POINTON, TORONTO, CANADA ‘
B A FORESTVILLE, CONNECTICUT - " Expert Division: AD. AURIEMA, INC, NEW YORK CITY, N. Y.
. i
108 RADIO & TELEVISION RETAILING o October, 1950

www.americanradiohistorv.com


www.americanradiohistory.com

Arvin “Salesmaker”’

A complete new series of promotional pieces and
point-of-sale aids by Arvin [ndustries, Inc., in-
cludes the No. 2000, shown above, a shelf and
background piece for mass-displaying the com-
plete line, a variety of window streamers, win-
dow or counter cards, silk banners, itluminated
and fluorescent identification signs, a continued
motion, full-color rainbow radio display aond o
special folding chair for TV demonstrations,

To Promote Sylvania

With the franchising of Sylvania tele~
vision dealers in the Chicago area about
completed, Remco, Inc., Chicago whole-
sale distributor, will launch an ex-
tensive advertising campaign to pro-
mote the 1951 Sylvania line, it was an-
nounced by R. E. McGreevy, president
of Remco, and J. D. Cathcart, midwest-
ern sales manager for Sylvania.

New JFD Display

Newly designed 3-color counter dis~
plays intended to step up dealer and
distributor sales of JFD Television
Lightning Arresters have been an-
nounced by the company. The display
shows a wall installation of an actual
JFD arrester. Also displayed are the
three types of twin lead transmission
lines accommodated by JFD lightning
arresters: regular, oval jumbo and
tubular.

Miss Lewyt Vacuum

Alex M. Lewyt, president of Lewyt Corp., crowns
Jini Lee '"'Miss Lewyt Vacuum Cleaner.” Miss
Lee won the title because she demonstrated to
Lewyt judges that beauty ond ingenuity go to-
gether. She showed them how she used her Lewyt
vacuum cleaner to groom a poodle, blow up party
balloons, spray insecticides on shrubs and plants,
and to dry her own hair.

RADIO & TELEVISION RETAILING ¢ October, 1950

Hart Names Ayers

Raymond W. Ayers has been elected
vice-president of Frederick Hart & Co,,
Inc., Poughkeepsie, N. Y., manufacturer
of electronic sound recorders and pre-
cision mechanisms. Hart is a subsidiary
firm of ATF, Inc., Elizabeth, N. J.,
parent company of five concerns en-
gaged in diverse manufacturing activ-
ities.

Weston Names Barnes

Earl Mellen, president of the Weston
Electrical Instrument Corp., Newark,
N. J., has announced the appointment
of Philip Barnes as general sales man-~

ager. Barnes has been associated with
the Weston organization for 16 years.

Cogan Forecasts Tight
Alloeation of TV Sets

D. H. Cogan, president of Air King
Products Co., Inc., Brooklyn, N. Y, has
announced that with production at the
highest peak in the history of Air King
Products, it has become necessary to
allocate television receivers and radio.
Distributor showings across the coun-
try have sold the expanded capacity of
Air King Products for the balance of
the year.

for...

§ITY and DURABILITY

You can play up the lasting
brilliance of a Eureka pic-
ture tube.

Write, phone, wire us for
data sheets and full infor-
mation on 14", 16”, 17" and
20" rectangular tubes.

\WWWLamericantadiohistorv.com

Eureka Standards are the highest.

No “Rush” production schedules have been permit-
ted to change our standards of work.

That is why rejects of Eureka cathode ray picture
tubes run to less than one-half of one percent.

That is why you can trust Eureka to ship you the best
in kinescopes every time.

;/'21'~; %
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SINCE 1916

...the name to remember

NP S

PHONOLA
MODEL
TK-146

Phonola’s new-
est 3 speod
model. Plays
records to {2
inches. U, L.
approved, Tra.
ditional Pho- |
hola quality at
a price to meet
competition,

Write for folder on complete line

Rt

lectronic and Acoustic =~
-4 i N & .
odels. 3 Speed :ond

o i s
i va-_\&s‘m_gc;d» »&» O
BE =0 Laaei 1D 3 AL
g o e s W

o

T s

FOZYD
The antenna that winds don't
break; the antenna that the
birds don’t bend; the antenna
that STANDS UP against stress
and strain — that's the soundly
engineered PHOENIX Line! It
takes just as much gas and al-
most as much time to service a
broken antenna as it does to
service a set — and you prob-
ably have to replace it, too! Save
mileage and labor time by
installing a PHOENIX An-
tenna thefirsi time. Properly
mounted, it's there for good.
Your customers will love
the rugged PHOENIX rig
— and so will you!

FIVE PHOENIX FEATURES

Super Galn

« 1 Call Installation

« 30 Second Assembly

< The Rig That's Rugged.

« The Quality Line That's
PRICED RIGHT.

wute
FOR lFOlI)EIl C
contalning com-

piete line of tele-
vision accossories.

VOUN.-I

All types — oll sizes, com-
plete with oll hardware —
less mast.

AT LEADING
JOBBERS

\R’HOEN]X

I, L AWRENCE, MA S S .
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Wins VoltOhmyst

RCA’s new Senior VoltOhmyst, WV-97A, is pre-
sented to David Kusner (left), second prize win-
ner in the National Science Fair, by J. B. Cole-
man, assistant director of engineering, RCA Victor
A nation-wide science competition open to teen-
agers, the National Science Fair is sponsored bv
the Science Clubs of America.

New Sonocraft Quarters

Herbert Borchardt, president of Sono-
craft Corp., has announced simultane-
ously the removal of the firm’s offices
and showrooms to larger quarters at
115 W. 45th St., New York, N. Y, and
Sonocraft’s appointment as distributor
of Webster Electric’s Ekotape Playmate

New ‘“‘Audio-Torium*’

Acoustically-treated ceiling, indirect
fluorescent lighting, and blond oak-
paneled walls are among the features
of the “Audio-Torium,” Harvey Radio
Company’s new sound department
which was opened recently at the flrm’s
Forty-third Street home in New York.
All equipment on display is perma-
nently connected to a central control
panel which permits fingertip selection
of any among thousands of possible
audio component combinations.

Majestic Vice-President

Sol Predeger has been appointed vice-president

of Majestic Radio & Television, Inc., Brooklyn,
N. Y., according to an announcement from Leon-
ard Ashbach, president., Predeger is director of
purchases for Mojestic and also for Garod Radio
Corp.
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Amphenol Antenna Book

“The TV Antenna Story” is the name
of an antenna booklet issued recently
by the American Phenolic Corp., Chi-
cago. It is a discussion of television
antennas based on actual field tests,
dealing with the characteristics of the
various types of antennas and the con-
ditions which affect their performance.

General Mills Display

A new General Mills home appliance
display unit that accommodates three
appliances: iron, steam ironing attach-
ment and automatic toaster; and that
displays these appliances under a full
color portrait of Betty Crocker, who
personifies General Mills service to
homemakers, is being offered to re-
tailers handling General Mills appli-
ances.

Tele King Named Shafran

Announcement of the appointment of
Jack Shafran as sales manager for Tele
King Corp. of New Jersey has been
made by Harvey L. Pokrass, president
of the company.

Krich-Radisco Appointee

Fred M. Comins has been appointed
assistant sales manager of the RCA
Victor home instrument department, it
was announced by William W. Cone,
vice-president, RCA Victor Division,
Krich-Radisco, Inc., exclusive RCA
Victor distributor in the northern New
Jersey area.

Radio Fall Meeting

Latest technical developments of
radio and television equipment and
components will be discussed by the
country’s leading electronic engineers
at a three-day gathering during the
annual Radio Fall Meeting, Oct. 30-
Nov. 1. The annual meeting of radio
engineers is sponsored jointly by the
Institute of Radio Engineers and the
Radio-Television Manufacturers Asso-
ciation’s Engineering Department. This
year’s meeting will be held at the Ho-
tel Syracuse, Syracuse, N. Y.

New Distributer

It has been announced that Danny
R. Marshall and Darrell R. Peron, for-
merly associated with Sues, Young and
Brown, have formed a new distributing
organization which will be known as
Marshall and Peron Company, located
at 1813 S. Figueroa St., Los Angeles,
Calif.

Cornish Wire Sales Rep

Cornish Wire Company, Inc., 15 Park
Row, New York, has appointed Herman
C. Gerdts, 415 Lexington Ave., New
York, to handle jobber sales of fixture
wires, flexible cords and cord sets, also
bell, office and thermostat wires, in the
New York metropolitan area.

RADIO & TELEVISION RETAILING e October, 1950

Bright Star Sales
Promotion Card

A sales promotion piece in the form
of a counter card has been announced
by Bright Star Battery Co., Clifton,
N. J. The card shows four different
sizes of portable radio batteries and
features an enlarged copy of the Bright
Star Guarantee. The card is available
to dealers.

Capehart Distributor

The Commercial Electric Co., of To-
ledo, Ohio, has been appointed distribu-
tor for the Capehart line for north-
western Ohio and northeastern Indiana,
E. Patrick Toal, director of sales of the
Capehart-Farnsworth Corp., has an-
nounced.

Coolerator Postpones
Introducing New Line

In view of the unsettled Korean situ-
ation and current market conditions.
the Coolerator Co. has postponed in-
troduction of 1951 models this fall and
has begun allocations of merchandise
to distributors, according to W. C. Con-
ley, Jr., Coolerator general sales man-
ager.

Reeves Names Weston

Reeves Soundcraft Corp., of Long
Island City, N. Y., has announced the
appointment of Harry P. Weston as
executive vice-president. Weston was
formerly vice-president treasurer of
the Graham-Paige Corp.

automatic

The tri-o-matic avail-
able as a replacement
changer, a plug in
changer, a Portable
amplified Phonograph,
an amplified phono-
graph unit.

B

waww americanradiohistorv.com

automatic

positive

easy

V-M model 950 tri-o-
matic found in the na-
tion's leading Radio-
Phono and TV-Phono
consoles. A demonstra-
tion will show you why.

record selection
shut-off

record protection

to npcrufe
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Help end

NTERFERENC
AUTO-LITE

SPARK PLUGS

THE NEW Auto-Lite Resistor Spark
Plugs reduce spark plug interfer-
ence with radio and television recep-
tion and in addition offer car owners
smoother idling, better engine per-
formance on leaner
gas mixtures and
longer electrode
life. Gain friends
by recommending
them to your cus-
tomers with TV
sets, car radios and
radio telephone
installations.

FREE PROMOTION MATERIAL

8]
i

|

i

Does It

Helpful instructive
folder, TV brings
change in car igni-
tion behavior.” i

p—
Lok

i B |
.

Big, colorful reprint
of Auto-lite’s Satur-
day Evening Post
television ad
your window.

A highly informative
folder showing con-
struction features of
Auto-lite Resistor
Spark Plugs. .

F'An attractive counter
d card featuring ‘’Sus-
pense’’ on radia and
TV. Creates interest in
television and set pur-
chases.

AN

| The Electric Auto-Lite Company, Toledo 1, Ohio |
Please send me FREE promotion material on |
suppression of spark plug interference with
radio and TV through use of Auto-litel

Resistor Spark Plugs. |

Address

|
|
|
l Name___
|
|
| city & Stata____

Tune in “Suspense’” . . . CBS Radio Thursdays . .
CBS Television Tuesdays

12

Custom Installation

(Continued from page 78)

tion, he can emphasize the availability
of high fidelity sound reproduction,
often not included in commercial sets.
He can also suggest “special” installa-
tions such as “Movie Size” pictures (see
article in May 1949 issue Radio & Tele-
vision Retailing “Makes Money on Big
Picture Installations.”)

All the foregoing information has
been concerned with how the dealer
may sell custom installations. The
“why” is even more important; this is,
naturally, to make more money. You
can enjoy your full mark-up on custom
components, and at the same time sell
your services,
You can sell up to an even higher sale
than you might have had on a commer-
cial instrument, and not worry about
price-cutters. Start now to cash in on
the profit potential of custom instal-
lations.

Diversified Store

(Continued from page 43)
vetailing, Burns and Carmichael believe.
Good service creates invaluable word-
of-mouth advertising which leads to
additional sales. There are inevitably
more service calls from radio and tele-
vision buyers than from appliance cus-
tomers, and the dealer must be able to
furnish the service promptly.

The firm tries to sell every purchaser
of a television set a service policy
similiar to that initiated by Mast’s, Inec.,
which was described in a previous issue.
While they don’t make any money on
the policy, it does cut down on a lot
of “nuisance” calls, eliminates loss to
the dealer, and helps maintain customer
good-will.

95% Sold

(Continued from page 65)

The model kitchen, presided over by
Miss Pat Murphy, a graduate of Den-
ver University’s dietetic school, is
actually the “heart” of the Steve’s
Appliances organization. Here located
are home freezer, refrigerator, double
sink, garbage disposal equipment, all
small appliances, automatic washer, 4-
burner range, overhead cabinets, and a
sample of each other appliance carried
by the store. Not only is the kitchen
in continuous use throughout the day
in pleasing prospects, but it is also
made available by Steve's Appliances
to local groups and associations, such
as women’s clubs, churches, sororities,
women’s auxiliaries of men’s business
associations, etc. “All that is necessary
for any such group to use our kitchen
is to telephone in and make an appoint-
ment,” Stephenson said.

Most of the women who have re-
sponded to the “kitchen center offer”

| naturally go on tour of the store. In

addition to the handsome showroom
(Continued on page 113)
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know-how and labor. |

VIBRATORS

bave Ceramic Stack Spacers

A COMPLETE LINE OF VIBRATORS . . .
Designed for Use in Standard Vibrator-Operated Auto

Radio Receivers. Built with Precision Construction, fea-
turing Ceramic Stack Spacers for Longer Lasting Life.

Backed by more than 19 years of experience in

Vibrator Design, Development, and Manufacturing.
ATR PIONEERED IN THE
VIBRATOR FiELD.

YNEW DESIGNS
YNEw mopELS o NS LITERATURE

“A” Battery Eliminator, DC-AC Inverters
Auto Radio Vibrators

gocr Jobber or anite factomny ?

e R S

Awmeeican Tewevision & Raoio Co.

P , =
Chesdety Duacluets Simer T30
SATNT PAUL 1, MINNESOTA=W. 5. A
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959% Sold

(Continued from page 112)

e Mecaoner 3-1191-C M-TH7ancer

NS
on the left, they find one of the Colo- E |DE A 1|0
rado retail appliance industry’s best- A TH STO
equipped repair shops on the right. ¥ 3 fFOR cu

With veteran mechanics on the staff,
Steve’s Appliances will repair and
maintain every appliance it sells, with
such unique equipment as a large
lathe in the shop, which makes it
possible to turn out parts for “orphan”
appliances, or to save a long wait when
some special item must be ordered
from a manufacturer. The repair divi-
sion, on the right, inasmuch as the
Steve’s Appliances showroom is divided
into two parts by a central partition,
is “all service.” There is a separate
shop for radios, another for small appli-
ances, and a third for large, major
appliances. Also located here is a small
“telephone salesroom” which will
eventually be used for person-to-person
direct telephone calls, in later soliciting.

COMBINES FIDELITY WITH STABILITY

Servicemen and others interested in custom installations will be quick to
appreciate the many top features of the MEISSNER 9-1091-C AM-FM Tuner.

Here is real quality — precision workmanship — outstanding design, all com-
bined to give you the very highest fidelity reception and at remarkably low price.

Frequency response — sensitivity both are phenomenal! Compare the specifica-
tions below and your choice will be the MEISSNER 2-1091-C Tuner.

MEISSNER is designing o high fidelity amplifier for this tuner, Watch for the
release announcement.

See The 9-1091.C Tuner At Your Jobber
Or Write Fer New Meissner Catalog

Features
@ Sensitivity less than 10 microvolts

@ “'Broad” or “sharp” selectivity for AM
@ Hum level 60 db below full output

@ Frequency Response flat with plus or
minus 2 db 30 to 15,000 cycles
@ Bass Control provides 10 db boost at

His _extremely personable home 40 cycles @ Output 11 volts high imp. terminals,
economist has proven a c’onstant. mer- @ Treble suppression of 12 db at 8,000 2 volts on 500 chm terminals
chandising asset for Steve’s Appliances. cycles @ 300 ohm FM antenna input. FM an-

Not only is she on call to demonstrate
various types of cooking and appliance
use in high-school home economist
classes, but she personally follows up
on home demonstration of each appli-
ance sold or rented by the store. Thus,
if a young newly-wed couple rents a
new 8 cu. ft. refrigerator, within 48
hours after its installation, Miss Murphy
arrives with full instructions on oper-
ating the controls, getting maximum
storage capacity out of the box, etc.
Her “pointers” in many cases, have led
to the sale of the refrigerator, before
the first rental payment had been made,
according to Stephenson.

“One of the salesmen rented 4 re-
frigerators and a sit-down ironer on the
same day,” he indicated, “and the
home economist went out and demon-
strated each, two days later. On the
third day, all five of the rental cus-
tomers telephoned in, and told us to go
ahead and make up contracts for the
sale of the appliance. That’s how
quick the rental system works in many
instances—instead of being merely a
means of paying the cost of home dem-
onstration, it has become the ground-
work for at least 85% of our sales.”

Lastly, upon finding that his home
economist had had journalistic training
along with home economics, Stephenson
helped to set up a plan whereby Miss
Murphy writes a weekly column in
the Englewood Herald, devoted to food
preparation, conducting of parties, sea-
sonal foods, etc. With the newspaper
offering the space in return for expert
knowledge, the column has shown a
high degree of readership, and, of
course, “plugs” Steve’s Appliances con-
tinuously. With such success from the
rental ads, it is scarcely surprising
that within 6 weeks after opening the
store with a fleet of two trucks,
Stephenson had to order another,
larger delivery unit!

MEISSNER

tenna and line act as efficient AM
antenna

@ Input Jack for Crystal or high level
magnetic type phono pickup

MEISSNER MANUFACTURING DIVISION
Maguire Industries, Inc., Mt Carmel, {linois

renew

wit LU,

premium quality tubes

B RADIO and TELEVISION
RECEIVING TUBES

B VIDEOTRON TELEVISION
PICTURE TUBES

Bl PANEL LAMPS

Bl TRANSMITTING and
SPECIAL PURPOSE TUBES

NATIONAL UNION RADIO CORP.

Main Office: ORANGE, N.).—Plants: NEWARK, N.J.; HATBORO, PA.
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GOODBYE TO
FRINGE AREA
TV TROUBLES

":5 Get the TV antenna

i e up 1n the air in fringe

7 G areas—and watch 9 out

of 10 reception trou-
bles disappear!

The famous Trylon
TV Mastis dependable,
safe, —AND PROFIT-
ABLE! It takes less time
to install than a make-
shift pipe, weighs only
2 Ibs. per foot, mounts
a handy working plat-
form and can be
climbed. Made of gal-
vanized, double-welded
steel rods—NOT flat
aluminum —for less
wind resistance with an
absolute minimum of
download on the roof.
Write today for details.

B/ TRYLON

TELEVISION

¢Supp|ied in 10 foot

sections for heights of
10, 20, 30, 40, 50 or
60 feet.

VMounts easily on

peaked roofs or flat
surfaces,

4 VHandy mounting

hardware packaged in-
4 dividually.

WIND TURBINE CO.

246 E. Market Street
West Chester, Pa.

14

Servicing

(Continued from page 71) ‘

1
l

| OK audio tube, etc. And if not in the
| same receiver, then possibly in another
one.

The tube checker, which lost a lot of

| ground to tube substitution in the past

couple of years of TV service, will come
Iback into its own. Most likely only
I tubes with definite opens and shorts
| will be discarded. Tubes whose onlyI
fault is low emission will get a new
lease on life.

Coils and transformers which had
been lately discarded because of opens
and shorts will be more closely ex-
amined in the future. It often happens

| that unwrapping a little of the cover-
|ing reveals the open or short right
under the surface, where the leads
enter the case. It very seldom happens
that these faults are in the middle of
a winding.

Replacing loud speaker cones is an-
other old custom which will get re-
newed emphasis now. For the benefit of
our readers, Rapio & TELEVIsION RETAIL-
ING will present a graphic explanation |
Iof this technique in a future issue. |

But all these techniques are old stuff |
to the radio dealers who went through
it once before, and are presented here
just to convey the idea, and to suggest |
that the “conservation” and “efficiency” |
programs be immediately dusted off and
put into operation, if they haven’t been |
already. ‘

In other words, these and all the

| other techniques and expedients we
used 6-7 years ago should be revived: ‘
but carefully, quietly, calmly, and with-~ |
out fanfare, Be as sensible as you would |
if there were a war on, but don’t tell
| your customers that because nobody
;likes to hear about it. Do your best |
without being obtrusive, without con-
| veying any hysteria to the public. It
| might possibly be, that if we are all
| sensible about it, we can get through
this whole “situation” without any
severe dislocation or hardship.
| And one final word: the writer is
| carrying a small cannon concealed on
his person with which he intends to
blow off the head of the first dealer
who says, “Don’t you know there’s a
war on!’ So be careful—it might be
1 you. }

Bendix Merchandisers

R. W. Fordyce, general sales man-
| ager, Bendix television and broadcast
receiver division, has announced the |
| appointment of Ed Nisberg as a Bendix
radio and television district merchan-I
diser. Nisberg will operate as Lake
Shore Sales from 30 W. Washington
St., Chicago 2, and will cover northern
TOlinois. Also announced was the ap-
| pointment of the Campbell-Stenson Co.,
I 2441 University Ave., St. Paul, Wiscon- {
sin, also as a district merchandiser,

WWW.americanradiohistorv.com

Simplify Your Cartridge Stock

ey, minaly
mmwﬂ@¢+

MAKE THIS

Featheride

Replace-All Cartridge

MODEL WS
SUBSTITUTE FOR MORE THAN
50 CURRENT MODELS

Just one cartridge to carry in your kit for
replacement of more than 50 current mod-
els. It will reduce your cash outlay and
make replacements a simple matter. The
Featheride Replace-All cartridge comes
in a Dri-Pak container that protects it
—note the features listed below and ask
your jobber for Bulletin RC162, then
order a supply today.

FEATURES

® The one coartridge develops either 1% volts or
4 volts at % ounce tracking pressure.

® Crystal is Dri-Seal coated to protect it against
moisture and humidity.

® Rest button and terminal clips furnished clong
with instructions for installing.

® Factory-tested, osmium-tipped removable needle
for 78 r.p.m. records furnished. Replacement
needles available.

® Packed individually in attractive Dri-Pack Con-
tainers.

® Featheride cartridges are maode by Webster
Electric Company, Racine, Wisconsin. Established
1909.

WEBSTER ELECTRIC

RACINE o WISCONSIN
“"Where Quality is a Responsibility and Fair Dealing an Obligation®
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®
: NEWCOMB SOUND \S BETTER o

Manufacturers of public address, mobile,
phonograph, musical instrument and wired
music amplifiers * Portable systems ¢ Port-
able phonographs and radios ¢ Transcription
players ¢ Rack and panel equipment.

Write today! Circle items of interest and
indicate whether you are a Dealer, Parts
Jobber or Sound Specialist.

NEWCOMB AUDIO PRODUCTS CO.
DEPT. A, 6824 LEXINGTON AVE.
HOLLYWOOD 38, CALIFORNIA

!_'I'lll]lluullII.Illllllll.ll]llllllll.ll.llJlIIl.llllllllllllllllllll.llllllllll.l.llll.ll]llllllllll]lllllllllllllllllllllll[lﬂuﬂllll\:lE

YOU NEED THIS
NEW “W-J" CATALOG

Thousands of Television,
Radio and Electronic Items
at Your Finger-Tips!

Fast, Easy
Selection

.
Saves Time
.
Saves Trouble
.
Simplifies
Parts
Procurement

Complete buying gulde for servicemen, dealers.
New TV accessories, TV installation equipment,
TV test instruments, tubes, radio accessories
and other electronic supplies, Thousands of re-
pair parts cross-indexed for quick, easy selec-
tion, Standard brands. Exact duplicate replace-
ments. Fast, same-day shipment. Profit Guide
gent only to those entitled to wholesale prices.

Send Coupon for Your Free Copy Now

1400 AL O LT T TSRO T ST TRV L LR T LT PR T4 VR YO T TP TRET Ty T TP P R T [y ey

|
| 311 8. Western Ave,, Chleage 12, Hlinois |
| O Please Send Your Free 1950 Profit Guide. |
| Name I
| Company
Address
City
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Alliance Mfg. Co. ... ... .......... .19
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American Telephone & Telegraph Co. 77
American Television & Radio Co. ...... .. 12
Ampre Corp. . ... 7
Anchor Radia Corp. ..................... 5

Arvin  Industries, Inc.
Sparks Industries, Inc.
Astatic Corp.
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OP LOSING MONEY
ON SLIGHTLY
DAMAGED CABINETS

New FINISH-FIX makes costly scratches van-

ish in seconds . . . Developed by professional
re-finishers, this handy, complete FiNISH-
FIX kit contains all you need to get pro-
fessional results. Thousands in daily use by
antique dealers, movers, furniture dealers,
home owners, warehouses, hotels, restau-
rants, radio stores and upholsterers.
% EASY TO USE . . . touch it on; it's done.
Brush in cap . . . no mixing. Compact,
handy.
% PROFESSIONAL FINISH . . . permanent
transparent color and finish at one time.
Doesn’t harm otd finish. Six basic colors.
% QUICK . . . dries in minutes. Nothing
to clean.
KIT CONTAINS: six natural wood colors—
Blonde, Brown Mahogany, Walnut, Deep Red
Mahogany, Maple, and Cherry Mahogany;
simple instructions, chip matching panel.
Jobber Inquiries Invited
Write Dept. R-1
SENIOR CHEMICAL COMPANY
WHITE PLAINS, N. Y.

Burgess Batteries .............. .. ... . 90
Caldwell Clements, Inc. ................... 106
Capehart-Farnsworth Corp. . ............... 51
Clippard Instrument Lab., Inc. ........... 116
Columbia Records . ...................... 22
Commercial Credit Corp. ................. 68
Commercial Trades Institute .............. 106
Crosley Div., Avco Mfg. Corp. ........ 28, 29
DuMont Labs., Inc., Allen B. ............ 59, 87
Duotone Co., Inc. .. ..... ... ... ... 108
Electric Auto-Lite Co. ... .............. 12
Electro Engineering & Mfg. Co. ........... 103
Emerson Rodio & Phonograph Corp. ....... 16
Eureka Television & Tube Corp. ... ..... 109
Fada Radio & Electric Co., Inc. ............ 67
General Die & Stamping Co. ........ .... 116
General Electric Co. .. ...... 7,10, 11,14, 15, 9
General Industries Co. .................. 24
Hallicrafters Co. ........................ 62
Hotpoint, Inc. ........................... 18
Hytron Radio & Electronics Corp. ......... 70
Jensen Industries, Inc. .................. 101
Jensen Mfg. Co. ........... .. ... 17
JFD Mfg. Co., Inc. ... ... ... 115
Landers, Frary & Clark ................... 2, 3
LaPointe-Plascomold Corp. ............ 95, 116
Maegnavox €o. ... 47
Mgajestic Radio & Television ............. 19
Meissner Mfg. Div., Maguire Industries,

IC. s 106, 113
Merit Transformer Corp. ................ 98
Motorola, Inc. ... ... ... Cover 3
National Union Radio Corp. ............... 113
Newcomb Audio Products Co. ..... ....... 15
Olympic Radio & Television, Inc. .. ....... 69
Penn Boiler & Burner Mfg. Corp. ........ 83
Permo, Inc. .......... .. ... ... .ol 107
Philco Corp, ......... ... ... ool 5
Phoenix Electronics, Inc. ................. 110
Radiart Corp. . ... .................... 74, 75
Radio Corp. of America

30, 36, 37, 54, 55, Cover 4

Rauland Corp. .......................... 97
Raytheon Mfg. Co. ...................... 93
Raytheon Television ...................... 3
Recoton Corp. .......................... 99
Regency Div., LD.EA, Inc. .............. 85
Revere Camera Co. .. ... ............... . 89
Rider Publisher, Inc., John F. ... ... ..... 104, 105
Senior Chemical Co. .................... 115
Sentinel Radio Corp. 12
Sessions Clock Co. 108
Sheldon Electric Co. ... 81
Sparks-Withington Co. .. 26
Standard Transformer Corp. . 94
Standard Wood Products Corp 106
Stewart-Warner Corp. ... 21
Stromberg-Carlson Co. ...... 32
Sylvania Electric Products, Inc. ... ... .. 13, 63
Tele King Corp. ............... ... ...... 64
Tel-O-Tube Corp. ......... .. ............. 9
Telrex, Inc. ......... ... ... .. ... ... ... 102
Trio Mfg. Co. ... .. .................... 96
Tung-Sol Lamp Works, Inc. .............. 92
V-M Corp. ... .. m
Walker-Jimieson, Inc. 115
Ward Products Corp. ..................... 100
Waters Conley Co. ...................... 10 |
Webster-Chicage . ....................... 4
Webster Electric Co. .. .................. 114
Westinghouse Electric Corp. .............. 53
Wilcox-Gay Corp. .............. ..ot 20
Wind Turbine Co. ... ................... 114
Workshop Associates, Inc. ............... 86
Zenith Radio Corp. ..................... 6

= FINISH-FIX

LI
A

U, 5. Potent
Mo. D-d664

\
S Ompletely ¥

APPROVED for OUTDOOR-INDOOR Use § 25
Protects Television Sets
Against Lightning and Static

Charges Twin Lead

o sare || /cuarp

Simple to install everywhere and anywhere
...no stripping, cutting ot spreading of
wires. More than 300,000 in use today!

SEE YOUR JOBBER OR WRITE TO

MANUFACTURING CO., Inc.
6127 16th Avenue, Brooklyn 4, N.Y.
First in Television Antennas & Accessories

s
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The Wonld's Peneat
LIGHTNING

ARRESTERS

|

The first and only
lightning  arrester

For TV

(Continued from page 73)

!
Novel Antenna ,
|
|

ELEMENT NO.1
SHORTING BAR — ’
|
|

i

that will 5-
date 4-wire line for
antenna rotator in-
stallation as well
as regular 2-wire
transmission line.

only $1.50 vist 7 ";Qx"

tecsccscccsscsseneal ’ﬂ

MODEL RW-300 == |

For use with 2-wire
standard  antenna
ribbon type trans-
mission line for TV
or FM. An air gap
plus resistors pro-
vide double pro-
tection.

Only $2.00 List

VEEDX

LaPointe-Plascomold Corp., Unionville, Conn.

FREE! sexo ror i1 now!

ALLIED’S

212 PAGES—
EVERYTHING IN
RADIO, TV AND
ELECTRONICS

Radio’s Leoding
Buying Guide

Service Technicians and i
Engineers: ALLIED’S complete 1951 =+ |
Catalog brings you all the latest

equipment and money-saving values—
from the world’s largest stocks of test
instruments, amplifiers, P.A. systems
and equipment, tubes, parts, tools,
books and accessories—ready for in-
stant expert shipment. Send today for
your FREE 212-page ALLIED Catalog.

| 495

ALLIED RADIOJR

ALLIED RADIO CORP., Dept. 25-K-O
833 W. Jockson Blvd., Chicogo 7, lll.

[ Send FREE Catalog

Address. cvvieeeriiiiiireiennocnnnes

: i
[ 1
1 ]
' ’
: Name...ooiiiieriseeinsscecascosne :
1 1
1 .
1 1
i J

Cityevaeneinroneeveeee . State.eun....

ELEMENT NO. 2, :J

ELEMENT NO.3 ~

ELEMENT NO 4 N i .
| b
| l
L ELEMENT NO. S o

Fig. 6

|

SHORTING BAR

|
|

—

1T 1T

SHORTING HAR

placed as close as possible to prevent
interference from entering the side, and
yet allow maximum gain on the high
band, channel 7 through 13, where most
losses occur.

It was noted in the laboratory tests
that 75 feet of 300 ohm shielded line
gave very little loss and prevented 50%
less electrical interference from hand
drills used in the factory.

Field strength measurements. gave
25% more signal on the low band and
35% more on the high band, as com-
pared to a single Barb City Antenna,
due to the reflector action. At 160
degrees, the front to back ratio is
at a minimum of 15 to 1. If the station
causing interference is nearly 180 de-
grees from the desired station, the best
results will not be when the antenna
is pointing at the desired station, but
when the reflector is pointing at the
interference. This may not be possible
in all cases, but will result in an addi-
tional 15 to 1 ratio if the forward signal
can be sacrificed for less interference.

Steber Bulletin

The Steber Manufacturing Co. has
issued a new catalog bulletin illustrat-
ing and describing its new “Series 4000”
Sportsliters for modern lighting of all
sports areas. A series of layouts with
bill of material for each is included.
Layouts include baseball, softball, foot-
ball, race track and other sports areas.
This bulletin (No. 127-50) may be had
by writing Steber Manufacturing Co.,
Broadview, Illinois.

Frebel Joins Majestie

Warren Frebel has joined Majestic
Radio & Television, Inc., Brooklyn,
N. Y., as purchasing agent according
to an announcement from Leonard

Ashbach, president. Frebel was for-
merly purchasing director for five years
at Meck Industries, Inc.

www.americanradiohistorv.com

SHOOTS TROUBLE FASTER!

MAKES MORE MONEY FOR YOU
ON JOB OR AT SERVICE BENCH!

PRICE
$9.95

I
ab distributor |-
or postpaid, S
direct. No
COD’s please
Obsoans add

AS? gnaletf
e Iy, -I—'_H—-—‘_—e—
MULTI-FREQUENCY GENERATOR
In radio service work, time 5
Locate trouble faster, haul:llfca ma m:n‘:xcc'h
greater volume of work with the SIGNAL-
ETTE. As a wouble shooting wol, SIG-
NALETTE has no equal. Merely plug in
any 110V.AC-DC line, start at spesker
end of circuit and trace back, stage by
stage, listening in set’s speaker. Generares
RF, IF and AUDIO Frequencies, 2500
gcclc“k o 20 sMeg.a.cy.clu. GAho used for
ecks on_ Sensitivity, ain, Peaking,
Shielding, Tube testing. Wt 13 oz. ll’uifs
et or tool kit. Sacisfaction, or money

ack! See ac your dist. or order direct.

Clippard sz

Laboratery,
inc.

Dept. G, 1125 Bank St., Cincinnati 14
Qualified Jobbers write, wire for detsils.

Enjoy the ADDED Beauty
of Your Lighted Tree
in MOTION . . .

KASSON ELECTRIC
CHRISTMAS TREE TURNER

Revolves Adjustable
3 times te most
a Minute Tree Sizes!

Ideal for holiday windows and for Christmas dis-
plays throughout the store.
A.C. motor.

Modern Merchandise Displays
Need LIGHTED MOTION!

“Rotosho

Sturdy, dependable
Will last for years.

New Model 712 r
volves 3 RP
while permltting
novel, self-contaln-
ed lighting effects,
or operation of
electrical  devices.
200 Ibs. capacity.
18” dia. turntable.
wili  revolutionize
your window trim!

ELECTRIC TURNTABLES

® Write for complete turntoble catalog!
GENERAL DIE AND STAMPING CO.
v ZlglzteﬂritySSin;e 19Y19k P
Dept. 0 tt St., New 12, N. Y.
\_ p \ o ew Yor J
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because your | and because your
customers want | yapytation demands
uninterrupted .
TV enjoyment ... | trouble-free operation...

Every Motorola set you sell is "per-
formance tested”” by experienced en-
gineers who take nothing for granted.
Take the “LIVE POWER" TEST . . .
for example. Each TV chassis is sub-
jected to repeated power surges of
130 volts (on for ten minutes, off for
two—on for ten, off for two, again and
again) — this voltage is over 10%
more than the maximum required for
home operation. In this way, short-
life parts are immediately exposed

» o "Shake Ta-
ble* Test.. This

elactric “‘shake’ table i
rakes certain that top quality and peak performance —

and replaced. Other rigid tests insure

canmections Aregpetiy one more reason why Motorola TV is
anent . . . abl2 to

witnstand all jars, all sure to be the BIG PROFIT LEADER

weather conditions.

1
BEST BY TEST is a of the year!
saentific fact with Mo-
torola TV!

Check this performance at Your Motorola Distributor's TODAY!
Motorola Inc. |«
® Chicago, 51, Illinois

. wwWwW.americanradiohistornv.com L —
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NOW ... a toy Circus Truck

to give away with the
popular RCA VS022 Farm Pack

. it's another
. . an entirely new

Here's good news . .
RCA Battery first .
shipping container that any child can
easily assemble into an exciting and
realistic Circus Truck!

This children’s premium will influ-
ence family purchases of RCA Farm
Packs even more than RCA’s first bat-

tery sales premium—the Toy Truck!
Here’s added value, without extra cost,
onRCA’s VS022 “bigred battery” — the
long-lasting, popular-type farm pack.

“or more repeat sales and satisfied
customers, sell the battery line that’s
“quality-marked”” with the greatest
name in radio and television—RCA!

ALSO! There are circus
wagon containers for these
fast-moving RCA portable

‘“A-B*’ battery packs:

e
r/-cn\-
[ nsma veroem

G

‘ ;.:/f/::““ﬁw«i:o-rd\
"rh!ih_‘!
ACEand SN,

2

EBATTERY t=aaON

« “ n':i\::l

and VS047

See your RCA Battery Distributor for fast, reliable service.

RADIO CORPORATION of AMERICA

RADIO BATTERIES HARRISON. N, J.
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