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Stocking only 49 ECG semiconductors
is like having thousands
of audio transistors on hand.

Manufacturersof TV,
radio and stereo systems have
audio transistor replacements
listed under thousands of
different part numbers.

But, thanks to the
Sylvania ECG semiconductor
replacement guide, you can
replace practically all of them
with just 49 different
transistors.

And that can save a lot of
hunting and stocking,
especially when you're a busy
service dealer.

For example, if you need
a low-noise, high-gain NPN-
silicon transistor for an audio
preamp, check out our ECG-
199. It fits a lot of sockets.

And if import parts are
bugging you, our ECG-158,
176,226 and 226MP are direct
replacements for parts like
the 25B405, 25B474 and
25B492 plus a lot of others
you'll find in our guide.

But, our cross-reference
guide (ECG-212E) lists a lot
more than just audio
transistors. It lists over 75,000
parts that can be replaced
with a minimum number of lj’)\
Sy-vania ECG parts. ‘

For you, it means one
source for practically all your
replacement needs, including
industrial components.

What more could anyone
ask for?

SYLVANIA

GTE Sylvania Electron < Compon




This 10 MHz Triggered Scope
is 1/3 the size

of comparably
performing scopes.

VARUBLE V. INPIT
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It's a lightweight 13 pounds in your hand and a heavyweigh o
performance wideband scope wrth a 35 nanosecond rise time on Tu .'.'L'
your bench or jobsite. Whether you're servicing or designing ol o

industrial equipment cr TV, there’s the right sweep speed and Shown wath optiona
sync for easiest operation. If you know our Model 146C, the | g e rouch

leader in wideband 5 CRT scoges, you know our new 3"’
Model 1431 which gives you the same high performance in
one third the size. (Only 4% 'Hx7%""Wx12%’ L)

Servicing, production, inspection, quality con rol and lab
applications are all easier with tris versatile al solid-state
instrument. Triggering is accomplished with only 0.5V
peak-to-peak. Ten mil ivolts per division sensi-ivity, 0.5
usec/cm to 0.5 sec/cm automatic and trigger=d sweep in
19 calibrated ranges, and external trigger input are just a

few of the reasons you'll like it. 2 C

If you have been waiting to buy a portable sccpe untit vou could get all the
teatures you'il ever ne=d at a price you want td pay, you've been weit ng for
Model 1431. Contact your distributor or write Dynascan Corocratior.

PRODUCTS OF
(B [ DYNASCAN

Cticago, IL 60613 » (312} 327-2270

.. . for more details circle 102 on Reader Service Card
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PTSTELECTRONIC:

IS

Precision Tuner Service

KANSAS:
PTS ELECTRONICS. INC.
3116 MERRIAM LANE

OREGON:
PTS ELECTRONICS, INC TEL 913,831-1222
5220 N.E. SANDY BLVD

PORTLAND. OREGON 97213

TEL. 503, 2829636

COLORADD:

P1S ELECTRONIZS. INC.
4958 ALLISON ST
ARVADA, COLO. 80001
T=L. 303. 423-7C80

CALIFORNIA—NORTH:

PTS ELECTRONICS. INC.
4611 AUBUFN BLVD
SACRAMENTO, CALIF. 95841
TEL. 916, 482-6220

CALIFORNIA—SOUTH:
PTS ELECTRONICS. INC.
5111-LNIVERSITY AVE.
SANDIEGO. CALIF. 92105
TEL. 714, 2807070

OKLAHOMA: TEXAS—NORTH:

PTS ELECTRONICS, INC. PTS ELECTRONICS. INC.
3007 N. MAY MOPAC LANE
OKLAHOMA CITY_ OKLA. 77106 LONGVIEW, TEX. 75601
TEL. 405, 947-2013 TEL. 214, 7534334

TEXAS—EAST:

PTS ELECTRONICS, INC
4324.26 TELEPHONE RO.
HOUSTON. TEX. 77032
TEL. 713. 644.6793

8hr

Service

B

»
~ i

9% ........VHF-UHF-FM
16%........UuV-COMB.

PTS will repair any tuner-—no
matter how old or new—black
& white or color—transistor or
tubes—varactor or detent UHF
—_8 hour service is a must!

KANSAS CITY, KANSAS 66100

MINNESOTA:

PTS ELECTRONICS. INC

815 W. LAKE ST

MINNEAPOLIS. MINN. 55408 S

TEL 612,8242333 PTS EL ECTONICS. INC
5682 STATE RD.
CLEVELAND, OHIO 44 34
TEL. 216, 8154280

LOUISIANA: INDBANA:

PTS ZLECTRONICS, INC PTS ELECTRONICS. INC.
2314 WY TCHWOOO DRIVE 5238 S. HWY 37

W ETAIRIE, LOUISIANA 70033 BLCOMINGTON, IND. 47401
TEL. 504, 8852349 TEL 812, 8249301

NEW YORK:

PTS ELECTRONICS. INC
993 SYCAMORE S1
BUFFALO.N.Y. 14212
TEL.716.891-4935

MASSACHUSETTS:

PTS ELECTRONICS. IN-

191 CHESTNUT ST.
SPRINGFIELD. MASS. OO 03
TEL.4:3,734.2737

NEW YORK CITY_NBA JERSLY:
PTS ELECTRONICS. MC.

158 VARKET ST.
E.PATERSON, N.J. 0" 207

TEL. 201, 7916380

PENNSYLVANIA_EAST:
PTS ELECTRONICS. NC.
1921 5. 70TH ST
PHILAOELPHIA PA. 19142
TEL. 215.724.0999

MARYLAND:

PTS ELECTRONICS. INC.
1105 SPRING ST

SILVER SPRING , MO. 20910
TEL. 301, 565-002¢

PENNSYLVANIA—WES™:
PTS ELECTRONICS, INZ.
257 RIVERVIEW AVE. W
PITTSBURGH. PA. 15202
TEL. 412, 761-7648

FLORIDA:

PTS ELECTRONICS. INC
1918 BLANDING BLVO.
JACKSONVILLE. FLA. 32210
TEL. 904, 389-9952

Service

1 YEAR WARRANTY

PARTS

PTS is the only tuner service
to publish an 80-page Tuner
Replacement Guide and Parts
catalog—and sell you any or all
parts {3rd edition of top infor-
mation available for one dollar)

1250.....1F-SUBCHASSIS

PTS was 1st to repair IF mo-
dules and make a success of it.
We do it right the 1st time.
(All prices are dealer net! Ma-
jor parts, tubes and trensistors
charged at net cost)

PTS-NVMBER ONE
AND STILL TRYING HARDER!

{(NOT A FRANCHISE COMPANY)

.. for more details circle 119 on Reader Service Card
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We're making it our business to make your business easier

General Electric’s STC program.
It takes the ‘Tough’out of
‘Tough Dog'service.

S. stands for our new
Symptom Repair Manual. It was
created for you by GE to deal with
the most common faults. It lists a
variety of symptoms. And then tells
you what to check and in what order.

T. stands for our Trouble-
shooting Flow Charts. If a particular problem was not found by
using the Symptom Repair Manual, these charts wil] take you
through a logical sequence of checks to locate the faults,

C. stands for time-consuming Circuit Analysis. If you follow
the ‘S"and T} in most cases you will never have to get to ‘C!
With these two service aids you can quickly diagnose 95% of all
General Electric TV service problems. Using them will save you
time, money and aggravation. And needless to say, they’ll help
you generate a lot of good will and build your reputation for fast,
reliable service. _ :

The Symptom Repair -
Manual is available for a $1.00
handling charge. To receive your
copy or details of GE service
subscription plans, write “Dutch”
Meyer, GE Television Receiver
Products Department, Portsmouth, SR
Va. 23705; or call collect s
(804) 484-3521. STC. A service technicians
best friend.

GENERAL &B ELECTRIC

+ . » for more details circle 112 on Reader Service Card
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We Can't Do It All!

This year marks
the end of the 20th
year that this
magazine has been
published—it
having been
founded in 1953.
And interestingly
enough, we are
| still occasionally
contacted by

" readers that have
maintained their subscriptions continually
since that very first year!

Although color television and
transistors were introduced to the public
prior to the founding of our publication,
a great deal has happened to our
industry during the past 20 years. And
we hope that ELECTRONIC TECHNICIAN/
DEALER has helped many readers become
successful in our industry.

Beginning on page 40, this month’s
annual index lists the many technical
and business-type articles that have been
printed during the past year, plus listing
the tips for more effective color-TV set
servicing that have been printed in our
Colorfax section and the other servicing
tips printed monthly in our Technical
Digest section. A second annual index,
printed in the Tekfax section, provides
a handy reference to all such schematics
that have been printed in ELECTRONIC
TECHNICIAN/DEALER during the past
10 years.

We make no claims of being perfect,
but have tried hard to serve you, so
that you can be truly successful in your
profession. However, our efforts alone
are not enough! No monthly publication—
whether it contains less than a hundred
pages or many times that number—
can possibly provide all the assistance
required to succeed with the problems
facing today’s electronic technicians
and service dealers. It is necessary

to rely on other resources as well.

Every electronic technician and service
dealer should have access to a technical
library—either in his home, or preferably
in his place of employment. (Employers
must begin to realize that a little
time spent by employees reading during
working hours will save more money
in increased efficiency than it will cost
in “idle” time.) There is much that the
fibrary should contain in addition to
notebooks for each 12 months of indexed
ELECTRONIC TECHNICIAN/DEALER and
separate bound volumes of our Tekfax
schematics. It should also contain the
following: Service information received
either free 6r by paid subscription from
the manufacturers of products serviced;
service information provided by fellow
technicians, plus local, state and
national trade associations; and such
information as is found in TV TECH AID
and other such publications. There
should also be books, including those
published by various manufacturers,

Tab Books, Howard W. Sams, McGraw-Hill,
Prentice-Hall, and others. (Some of these
books may be selected as a result of
recommendations in our Book Review
column, others on the basis of books
found in the public or university library,
and still others upon the recommendation
of your local book store. Too frequently
we fail to remember that most local
book stores purchase for their own

use master listings by both title and
subject area virtually all books on the
market that deal directly or indirectly
with electronic sales and servicing.)

Whether it be a rump session in your
shop, a formal or informal activity
scheduled by your local distributor, or
some program sponsored by a local,
state or national trade association;
there is nothing like getting together
with others of similar background and
exchanging service tips, discussing

EDITORIAL

those “tough dogs,” or dealing with
some other phase of your business
activity. You can also collectively view
instructional slides or movies, such as
the film that RCA just gave NESDA
(please note the news item on page 14).

There was once a time when a formal
education was unnecessary for effective
sales and servicing—life then was
relatively simple. But things have
changed. Government involvement now
requires some understanding of law
(by everyone for their own protection),
keener competition requires a better
knowledge of consumer psychology,
and new solid-state circuitry requires
a better understanding of fundamental
electronics. Thus independent reading
and attending group functions is not
always enough. It is becoming
increasingly urgent that everyone in our
profession receive some form of
formal training—whether it be at a local
business college, a local vocational
school or university, at schools
sponsored locally by national
associations, or through correspondence
courses. Any combination of these
formal training programs can do much
in determining whether one makes it
or not as conditions in our profession
continue to get more difficult.

Although we cannot possibly do the
job alone, all of these other activities
can prove more effective if they are
supplemented, balanced and brought
up to date with the material presented
in ELECTRONIC TECHNICIAN/DEALER.
We appreciate your loyalty and promise
to continue to work hard at this
task of serving you.
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LETTERS
e

Reader comments concerning past
feature articles, Editor’'s Memos, previous
reader responses or other subjects of
interest to the industry.

He Would Do Far Better
If He Became a Plumber

A letter in the October issue raises
the question of the wages paid in this
industry. The RETA of Ontario [Ra-
dio Electronic Technicians Associa-
tion of Ontario] has recently sent out
a questionnaire to all its members in
order to find out the charges made
for TV repairs and also to get some
idea of the wage rates in Ontario.
While all the answers are not yet in,
a quick scan through them shows that
they vary from $3.25 per hour to $5,
with the great majority earning $4.50
to $5.00 per hour.

If your correspondent wishes to plan
a well-paid future, he would be far
better off as a plumber, an electrician,
or in a factory, and about as well off
as a garbage collector. I cannot call
to mind at the moment any trade
which calls for the use of so much
equipment or for so much knowledge
that must be up-dated continually.
The red queen must have been talk-
ing about TV repair when she said
that it takes all the running you can
do to stay in the same place, because
things sure change fast. No sooner
does one get use to transistors than
they are on the way out and “IC” s
the magic word.

What can be done? The essential
thing is to clear up the chaos in the
industry, which can only be done by
supporting your electronic associa-
tions. Next get the repair rates in
line, so that both the employer and
the employee can carn a fair return
for their work. Looking through the
replies from the RETA members, |
note that one shop, with a location,
charges $5.50 10 do minor repairs on
a carry-in color-TV set and $3.50 for
B/W-TV sets; while another charges
a flat $5.00 per hour. At those prices,
they could have all my work but I
don’t suppose that they will be in
business long. But the main reason
for joining an association is to fight
the constant attacks on the service in-
dustry by get-popular-quick politicians
and others and to get the public to
realize that we are not all gougers but
solid, honest technicians, who take a
pride in their work, and give the pub-
lic far better value for the money than
they realize.

P. M. LEYDEN
ProvinciaL SEcrETARY, RETA

Electronic Technicians
Can Make Good Money

In response to the article, “What
Future Salary Might One Expect?”—
Go west young man, go west.

1 have been a subscriber to your
magazine for many years and think it
is number one. I am definitely not new
to the radio and television business. 1
started with crystal sets 50 years ago.
At the present time 1 operate a retail
store with a service department on a
main street in a large city. At my age
it would certainly be nice if I could
work fewer hours and take more va-
cations. My big problem is getting
good technicians.

We work from 9:00 to 5:30 six
days a week and are closed nights and
Sundays. Our technicians earn over
$6.00 per hour and work a 40-hour
week. They make over $1,000 per
month. We still can’t find enough com-
petent help. Our employees also re-
ceive the following benefits: Health
and welfare, paid vacations, and paid
holidays. Enclosed is a copy of a pay
record for one week of one of our
technicians.

Many shops in California are look-
ing for good help. We no longer in-
stall car radios or antennas as this has
become a more specialized field. We
only service major brands. Every day
we turn down fixing off-brands, and
we still have more work than we can
handle. Large shops in San Francisco
are Union, while the smaller shops are
not. Union scale is now $6.30 per
hour minimum for Journeyman, plus
benefits.

STANLEY MICHELSEN

Small Shops Should Combine
Efforts for Greater Efficiency

It isn’t often that I find time to
write in response to what I've read in
the many magazines (some 30 a
month) which | read to try and keep
up with the changing technical ad-
vances of our times,

I've had a service shop since 1966,
and while I have never attempted to
apply for a CET, I have held a First
Class Radio Telephone License for as
long as I've been in business. In addi-
tion, 've worked at commercial radjo
and TV stations doing everything from
Chief Engineer on down.

I feel that the days of the small ser-
vice shop are numbered. We've never
been a large shop and have never em-
ployed more than three people at any
one time, but we've always enjoyed a
substantial income. Lately, with the
emphasis on modularized TV’s and
the incredible prices charged for
equipment  (extremely low, ie, a
transistor radio tor $2.98) we find it
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more and more difficult to maintain a
good profit margin in consumer elec-
tronics. Most transistor radios and
most portable TV sets are priced to be
thrown away if they break after a ser-
vice period of a few years. The junk
on the market today compared to the
equipment of a few years ago is sick-
ening. We've just recently discontin-
ued all TV service, all radio service,
and are maintaining only our com-
mercial, ham, CB, video tape and
closed circuit sales and service.

With the disposable electronic com-
ponents on the market today it is no
longer feasible to charge $25 to re-
pair a TV set that only cost $69 new.
If you don’t charge a reasonable
amount, your profit level is so low as
to barely make overhead.

1 would like to propose that several
service shops combine to form assem-
bly line repair service for those items
worth repairing. This collective ser-
vice center could have departments
specializing in each brand, all drawing
from a central supply for parts, and
provide streamlined and eflicient ser-
vice. Typically, a day laborer could
be employed to dismantle each set,
clean out the ton of dirt, check the
tubes, and list the symptoms. A
trained technician would then diag-
nose the set for the specific problem,
and return it to a semi-qualified per-
son to do the actual repair work. The
sct would then be reassembled by the
laborer and delivered to the customer.
To make this a reality and a good
profitable venture would take a huge
service volume, but one such shop in
each locality serving an area of 100,
000 pcople should be practical. What
do you think?

HENRrY B. Run

Comments Concerning
Home MATV Article

1 was extremely interested in your
article in the September issue of
ELECTRONIC TECHNICIAN/ DEALER en-
titled, “Updating One’s Home.” 1 did
about the sume thing about two years
ago.

I'installed a very high-gain antenna
1o pick up the three local VHF and
one local UHF station. 1 chose an an-
tenna that used the log-periodic con-
figuration for VHF and reflector log
for UHF. Log-periodic antennas have
a wide pickup area and are Very use-
ful if most signals are contained in a
30° angle. 1 chose cnax also, and I
routed it through a vent in the roof to
a splitter. From the splitter I routed
the coax out under the roof through
vents and down the outside and back
into selected rooms under windows.

Now I, and 1 guess you, forgot one
thing. That is grounding to protect the



two TV sets and one FM radio con-
nected to the antenna system. Here in
Florida there are an average of 90
thunder showers a year. How many
lightning storms are there usu-
ally in Duluth? I understand that there
are quite a few. What lightning-strike
protection are you installing? 1 would
suggest a heavy wire connected from
the antenna mast to a good ground
connection.

There might be in-line lightning
arrestors, but I do not think that Jer-
rold makes any of these devices for
use on coax. I found that you can pur-
chase cable similar to CAC-6 from
Belden as their No. 8228.

I would appreciate seeing how you
would go about protecting our goodies
from fire, damage, etc.

RicHARD MCCLEARY

Your concern regarding an adequate
ground is certainly justified. We in Du-
luth do also have many thunder
storms.

On page 37 of the article, mention
was made to the fact that the antenna
was mounted on a mast that came
with the house. What I failed to state
was that this mast was already well
grounded with a ground wire connect-
ed between the antenna mast and a
large metal stake previously driven in-
to the ground. Please also note the
cover illustration which shows the sys-
tem grounded. Ed.

Business Forms Don’t Permit
Comments Concerning Service

Concerning the article in the Octo-
ber issue, “A Little Psychology Goes a
Long Way”: 1 quite agree that a com-
plete description of the labor is good
psychology. However, have you been
looking at the recent service forms
and the gradual reduction of the space
devoted to labor?

For example: The Oelrich Form
125 devotes a space 3%a by 1%a in.
New England Business Service Form
317 devotes 358 by 1%a in. These are
typical of others we have seen. Some
devote less space for labor, or service
as you wish to call it. We use these
two examples because they have a
third copy which we file.

In the future our service jobs are
going to contain more and more of
service and less and less of parts. The
trend has already set in.

STANLEY J. PEPERA

Business form companies take note!
One alternative would be to have a
form designed for either just your own
shop or the shops in your area and
printed by «a local job printer—with
the two carbons desired. There are
many printers that could handle such
an order. Ed.

continued on page 10

These new IR devices
make replacing Zenith
Semiconductors a
. local buy...

-

Now you can buy International Rectifier’'s “Guaran-
teed” replacements for the most popular Zenith semi-
conductors right at your local IR distributor. Besides
cutting days from the usual ordering-shipping cycle,
they’'re priced locally too —more than competitive with
the Zenith pricing structure.

Like everyone, we recognize Zenith’s equipment is
top quality, and we're not about to compromise their
name, or ours. We analyzed circuits and devices for
five months before we guaranteed that IR’s devices
will match,and meet or exceed Zenith’s electrical and
physical parameters in all applications.

Right now you can pick up a kit* of 23 IR semicon-
ductors, and save an additional 10%.

Add it all up: Local availabwlity. Local price. Guar-
anteed IR replacements for Zenith semiconductors.
You can’t lose.

*13-Transistors; 5-1Cs; 3-Rectifiers; 1-Diode; 1-Crystal.

INTERNATIONAL RECTIFIER | J€3R

Semiconductor Division
233 Kansas Street, E} Segundo, California 90245 Phone (213) 678-6281
for more-details circl2 113 on Reader Service Card
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DIAL ~
& CODER

Deita’s Instant
Emergency
Telephone
Warning System.

Dial & Coder guards you around-
the-clock, signaling alarm for any emer-
gency condition where a simple contact
closure activates the system.Completely
solid state, Dial & Coder utilizes the
fatest in discrete and integrated circuit
technology to provide immediate remote
signaling between any two telephones.

CHECK THESE FEATURES!

 Dial any phone number up to eight
digits.

« Change numbers in ten seconds.

* Over 100 different code combinations

allow multi-phone connections.

Works with any direct contact switch.

Unlimited applications. Use with in-

trusion detectors, fire & smoke detec-

tors or a simple button control. Allows

children, clerks, or physically handi-

capped to call for help.

« Automatic redialer when busy signal
received.

* Microphone can be added for audio
surveillance.

* Self-contained power supply. Once
tripped, unit cannot be stopped.

This one’s really priced right!

Made in U.S.A.
Write or Cali today for free sales details!

DELTA PRODUCTS, INC.

P.O.Box 1147, Grand Junction, Colo. 81501,
Dept. ETD, (303) 242-9000

Superior Products At Sensible Prices

- - . for more details circle 107 on Reader Service Card
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What You Said Sounds Good
But Doesn’t Seem to Work

I have just read your latest editorial
and have been following your editori-
als about getting into the field and be-
coming a TV technician. What you
have said sounds good, but I'm afraid
it doesn’t seem to work.

As your editorial states [page 7,
September 1973 issue], “Some never
do get a chance to enter our profes-
sion.” 1 think you failed to mention
that one of the reasons is that there
are few jobs for the beginner—but
many for the experienced. No one
wants to hire the beginner wnless he
has to!

I have been reading ELECTRONIC
TECHNICIAN/DEALER since | was in
RCA Institute a year ago, and 1 have
been trying with little success to get a
job as a TV technician. (After leaving
RCA and not getting a job, I took a
position with a firm manufacturing
electronics equipment as a trouble-
shooter.)

I have gone to many interviews and
filled out still more applications, but
have always gotten the same answer.
They say I have good technical knowl-
edge and would make a good techni-
cian—but, I had no experience or cus-
tomer contact, or they had a few more
applications to check out. When I
called back, they picked someone else
who had more experience or someone
who had applied sooner. (I feel that
maybe being a TV technician is like
being a member of the Motion Picture
Union, you have to be born into it.)

The people who interview me are
honest and tell me about how hard it
is to train people and about the oper-
ating problems with a beginner. But
that does not change the situation that
the beginner must face.

You cannot blame a young person
entering the field of electronics for
taking the offers from manufacturers,
whether or not it is “attractive with
immediate financial returns.” It is
there that one can get the experience
for getting ahead without knocking
your head against the wall,

Young people, especially married
men with a family, cannot be expected
to travel great distances and work
long hours for low pay, unless they
really like the work. But when you
add to this the hard time at getting
even the low beginners salary, many
simply give up, taking the factory job.

I 'am still trying to become a TV
technician, but the longer I cannot get
a job, the more training | lose—even
though I try to do work on the side in
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my apartment.

I feel that the profession as a whole
should get together and try to promote
the hiring of young new beginners as
a natural thing and not as something
you do when “you have to” or the
profession is going to end up with
many retired experienced techs or
many unqualified relatives.

I am writing this letter because 1
have received some more, “things are
slow,” rejects and cannot continue to
take off too many more days or make
many more long distant phone calls
fruitlessly.

Maybe I'm doing something wrong,
but everyone keeps telling me that's
the only way and to keep trying. 1
have talked with other young people
trying to get into the field, and they
say the same thing.

I hope that something can be done
to help the beginner before the begin-
ner—like the TV sets—will have to be
imported from Japan.

[We have withheld his name but
are prepared to forward any
correspondence directed 10 the
writer of this letter.)

An Open Letter to the
Hi-Fi Component Industry

Just a few weeks ago a major tape-
recorder manufacturer more than
doubled its warranty protection period.
Recently I received the announcement
of a major advertising campaign being
launched by this same company. It’s
really wonderful—better equipment,
purchasers protected by longer war-
ranties, more advertising to sell more
components. What is good for the
high-fidelity industry is good for East-
ern Stereo Servicenter . . . or, at least,
that used to be our attitude,

But, what about service for these
growing quantities of all this wonder-
ful new equipment? Equipment is be-
coming more complex with every new
mode! introduced. First, a channel
was added to make stereo; now the in-
dustry is in the process of doubling
the number of channels again, more
than doubling our job of servicing.
And with more complex technology
involved—Dolby or other noise reduc-
tion systems, matrix or discrete de-
modulators—the investment in test in-
struments and people to use it is cost-
ly. We independent service organiza-
tions are being expected to keep pace
with changing technology and extend-
ed warranty periods without any
increase in compensation. Getting
good service on a piece of Hi-Fi gear
is a problem tha