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Thous service men from coast to
coast h ready found for themselves the
time sav i: . . . profit building possibilities
of these Mallory Condensers.

Once again@Wallory’s policy of unstinting

For example
choose from . .. wi
cathode and sepXWte sections too . . .
Mallory Tubular C ensers fill your every
need and give the firf\satisfactory answer
to the problem of rep ment for inexpen-
sive compact receivers. ognizing the uni-
versality of multiple sepgtate section units

ith over 50 ratings to
.ommon anode, common

f
A —VUnits of larger diameter i
supplied with self-contained
feature for universal mounting
.. . tither vertical or horizontal.
All leads at one end.

Use

MALLORY

MALLORY

Replacement Condensers
Have Captured the Country ...

B—Supph’ed with simple ad-
justable strap for horizontal
mounting. Insulated leads at
both ends.

investment in development work has been
justified. Every condenser replacement need
1s adequately covered because the line has
been built around an exhaustive study of
millions of condensers now in use as
original equipment.

No Condenser Line gives you wider
replacement possibilities

. they have been included in the line
wherever size permits. Each condenser is at-
tractive, neat, permanently marked and defi-
nitely sealed against humidity and moisture.
Flexible six inch leads and exclusive mount-
ing features make installation simple. Your
Mallory-Yaxley distributor will give you
immediate service. Put yourself in line for
bigger profits. Order NOW!

Use

c—’l‘hcse are provided with
bare wire leads a€ both ende.
Because of their small size, no
mounting feature is required.

AxLEY

REPLACEMENT
VOLUME CONTROLS

REPLACEMENT
CONDENSERS... VIBRATORS




In the QUALITY Tradition . . .
as IDEAL GIFTS

®

merso
Radio ami
Television

... presents Two New
Groups of Sensational Sets

O enrich a line that is already supreme in

Style, Tone, Engineering, Performance
and Value . . . to give an extra Holiday
Merchandising impetus to the dealer busi-
ness . . . EMERSON has just pro-
duced TWO new groups of ultra-
QUALITY sets—a selection of
Table Models in Ingraham cabi-
nets and an entirely NEW series
of “3-WAY” receivers with EX-
CLUSIVE innovations in design,
color, performance and price.
Ask for large color broadside de-
scribing these new models.

MODEL CS-320—With “MIRACLE TONE CHA‘\IBER” Designed for Television—
8 Tubes and Ballast. AC-DC Superheterodyne. American, Foreign and Police—
Short Wave Band, 16 to 54 Meters (5.6 to 13. me. DE! Standard Broadcasts &

Police, 173 to 555 "Meters (540 to 1,730 kc.). 63" Electro Dy-
namic Speaker, Exquisite cabinetry of selected butt and striped $ 95
walnut in “Staybent” Construction. Hand-rubbed finish.......

Innovation . . . the

An i}:;_tirely New Design in
'"Re-Flex

Miracle Tone _”3'WAY" RADIO
Chamber”’ Choice of Colors . . . Complete

Acoustically per- $z4951 anm !

fect —an entirely MODEL DJ-310—With “MIRACLE TONE
1 1 CHAMBER.” Plays on House Current—AC
new StY e or DC—=Als0 Plays on Batteries. Completely

automatic error-proof power change-over
~—batteries canmnot be accidentally dis-
charged. 6-Tube Superheterodyne. Stan-
I(\i{[a.rd AtmlgricaniBrsoadcl?.sts.AS’t’ Pertrpa%erllt
MODEL DB-313~—5-Tube AC-DC Superheterodyne. Standard American Bruad- agne Yuar e p-ea. ST LI A LG W0 e
casts. 5” Electro Dynamic Speaker. Automatic Volume Control. Inner-Ceptor unﬁecgno;;lthjlg;l I;‘I’,‘gaﬁ?,‘,’f°§h1r‘g“,’ph“'},tsee““f,"f
Loop Antenna. Cabinet of selected matched butt walnut. Curved $1995 g

ends carried out by Emerson’s “Staybent’ construction. Has new “Mini-Max" battery. Compact and

" - attractive. Available in Blue with Ivory;
telescoping carrying handle. Hand-rubbed finish.............. Ivory with Brown; or Pigskin.

Ask your Emerson distributor for details of the Emerson 1940 Line—63 Great Mcdels from $7.95 to $99.95
EMERSON RADIO AND PHONOGRAPH CORPORATION e NEW YORK, N. Y.

World’s Largest Maker of Small Radios
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copy, 15c. Reentered as sccond class matter Apnl 29, 1939, at the post office at New York, N. Y., under the act of March 3, 1879, Originally
entered as second class July 24, 1936. Printed in U. S.A. Member of A, B. C. Copyright 1939 by Caldwell-Clements, Inc.
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The national announcement of the
Farnsworth line is the biggest news in radio for
many years. Plan now to tie-up with this public
announcement by making the week of October 23rd
“Farnsworth Week” in your store!

“THE GREATEST NAME IN TELEVISION IS THE
NEWEST NAME IN RADIO”

Millions of families will be reading this message in
The Saturday Evening Post . . . the thrilling story
of America’s television genius, Philo T. Farnsworth.
They will see sales-arousing pictures of beautiful Farns-
worth consoles, combinations, table models, portables

. . created by Farnsworth television engineers . . .
every model a really competitive value.

FARNSWORTH PUTS REAL PROFIT INTO THE
RADIO BUSINESS

Thousands of orders are pouring in to the Farnsworth
factories, because progressive dealers know a good
deal and a good buy when they see one.

Low list prices meet all competition . . . yet are
carefully figured to give YOU a longer margin of
profit.

FARNSWORTH TELEVISION & RADIO CORPORATION, FORT WAYNE AND MARION, INDIA®

It is a complete non-conflicting line . . . evjl§
type of set for every type of customer. And ev
model has a “buy me” price tag on it.

HOW TO CASH IN—Here’s the way
get every dollar of profit out of that sensatir
public announcement in the October 28th issuef
The Saturday Evening Post. :

1 See your Farnsworth distributor, get proofs of The Satw I
Evening Post ad to put-up in your windows on Monday m
ing, October 23rd—break the news in your neighborhood bejfe
the magazine reaches the stands. Let people know your stoi
headquarters for the great new Farnsworth Radio.

2 Display several proofs of the ad—they will help you sell.

3 Be sure your salesmen have plenty of Farnsworth liter
to help them close more sales.

4 A representative line of Farnsworth Radios in your win
will be a real traffic stopper. And aispecial Farnsworth sectio
your floor will attract crowds to your radio department.

5 Increase the effectiveness of your own newspaper advert
by featuring the Farnsworth Radio during this week of p
point interest.

6 See your Farnsworth distributor now. Let your “Farnsw«
Week’ make more money for you.

RADIO TOD4
1




Capitalize on this smashing

double-page announcement
« in The Saturday Evening Post

oo

Here’s the knock-out, big-demand item of the sea-

son—radio-phonograph combination (AK-59), Note
the richly grained woods in the beautifully proportioned
cabinet. 7 tubes, 2 wave bands, automatic volume con-
trol, Bilt-In-Tenna, 5-station push-button tuning, 12-
inch electro-dynamic speaker, Phonograph with Cape-
hart automatic record changer. Television-sound con-
nection. Your customers will sell themselves when
they hear it and learn its unbelievably low price.

Just look at this super-value console (AC-70) illus-
trated here. Note the superbly figured, classically
designed cabinet. 8 tubes, 3 wave bands, Flo-Lite dial,
6-station push-button tuning, built-in, rotatable loop
antenna, automatic volume control, 12-inch electro-
dynamic speaker, phonograph and television-sound
connection. An outstanding Farnsworth value . . . at
a list prire that will ‘‘go to town”’ for you, and with a
profit margin that really rings the cash register,

)CTOBER, 1939 5
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Thc national announcement of the
Farnsworth line is the biggest news in radio for
many years. Plan now to tie-up with this public
announcement by making the week of October 23rd
“Farnsworth Week” in your store!

“THE GREATEST NAME IN TELEVISION IS THE
NEWEST NAME IN RADIO”

Millions of families will be reading this message in
The Saturday Evening Post . . . the thrilling story
of America’s television genius, Philo T. Farnsworth.
They will see sal ing pictures of Farns-
worth consoles, combinations, table models, portables
. . . created by Farnsworth television engineers . . .
every model a really competitive value,

FARNSWORTH PUTS REAL PROFIT INTO THE
RADIO BUSINESS

Thousands of orders are pouring in to the Farnsworth
factories, because progressive dealers know a good
deal and a good buy when they see one,

Low list prices meet all competition . . . yet are
carefully figured to give YOU a longer margin of
profit.

FARNSWORTH TELEVISION & RADIO CORPORATIO

It is a complete non-conflicting line . . . evey
type of set for every type of customer. And ‘ew
model has a “buy me” price tag on it.

HOW TO CASH IN—Here’s the way to
get every dollar of profit out of that sensational
public announcement in the October 28th issue of
The Saturday Evening Post.

1 Sce your Famsworth distributor, get proofs of The Saturday
Evening Post ad to put-up in your windows on Monday mofm:
ing, October 23rd—break the ncws in your neighborhood before
the magazine reaches the stands. Let people know your stare s
headquarters for the great new Farnsworth Radio.

2 Display several proofs of the ad—they will help you sell

3 Be sure your salesmen have plenty of Famsworth literatfe
to help them close more sales.

4 A sepresentative line of Farnsworth Radios in your winds
will be a real traffic stopper. And a special Famsworth secuonon
your floor will attract crowds to your radio department.

5 Increase the effectivencss of your own newspaper advertisie
by featuring the Famsworth Radio during this week of peaks
point interest.

6 Sce your Famsworth distributor now. Let your “Farnsworfh
Week™ make more money for you.
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As Advertised in
Saturday Evening Post, Oct. 28, 1939
Collier's, Nov. 11, 1939 .

LOW PRICE OF NEW
1940 .

o

AMERICAN and F

RECEPTION!. ..
With All These Features

—gets all standard
d amateur broadcastst

e TWO Wave-b.andsl
U.S., foreign, shipsan

® Plays on AC or DC. '

® Smart new styling; walnut or ivory plastic
cabinet.

® AutomaticVolume Control ar.d Tone Control.

\ ® A price that's lower than many sets that get

Ametican broadcasts onlyl

6

The Hottest 2-Wave-Band Set In The Industry ...
Backed By Smashing National Advertising!

Here’s just another example of why the experienced, shrewd merchan-
disers are saying: “Majestic’s the line to ride hard!’ Here’s a set with
flawless plastic design—exceptional tone—two wave bands covering
standard U.S,, foreign, ships, amateur—a price that astounds customers!
There’s a real profit in it for you—and Majestic is selling this set for you
and selling it hard! Week after week Majestic ads in the Post, Life, Col-
lier’s and others are featuring hot numbers you can move, at a profit!
Order 2-wave-band item (model 2D60) and other hot numbers now!

PLASTIC BEAUTY WINNER
—A little beauty; in wal-
nutorivory,available with

Miniature Broadcasting Automatic Record-Chang-
Station—Plays records lIl;lg 6-Tube Combination—
a

through radio or own ys 10-inch and 12-inch

or without pushbutton
tuning. 6-tube (including
ballast) superheterodyne.
No aerial; no ground;
538-1720 kc. Models
2501, 250W, 250MI and
250MW.

4-tube phonograph oscil-
lator amplifier: 4-inch
electro-dynamic speaker,
constant speed synchro-
nous motor. No wires.
Model 4PWO,

Majestic Radio & Television Corp.,
2602 W, 50th St., Chicogo, Winois.

records inter-mixed; auto-
matic start and stop. 2
bands: 538-1720 kec. and
6.8, 18.6 mc. No aerial,
no ground; many other
Majestic advancements.
Model 2CGOP.

Cable Address: ""Majestico, Chicogo.”

8 MILLION SATISFIED OWNERS OF OLD q/‘wﬂ‘“’ ARE RED-HOT PROSPECTS FOR NEW MAJESTICS

RADIO TODAY




Transmitters, Equipped
ubes, Play an Important
tof the MacGregor Arxctic

bthat has since been indicated on’
er Land.

world is changed~with the
AYTHEON tubes. For Capt.

ly cgntact between a:rplane and base
2 LS. Weather Bureau in Washington,

D.C., were all equipped with dependable RAYTHEONS!
Where lives are at stake and cost is no factor you will

invariably ind RAYTHEONS!

And yet, you can give this same dependable service

our Customers-—wﬂbatd a penny more cost than the

RAYTHEON price policy takes the sales
of the tube replacement business and
our turnover without sacrificing the
S are entitled.

ON Jobber TODAY!

LY

WAALYUD AAI MOVARATR A
WML

WL spiuwt weamte

NEWTON, MASS. « NEW YORK o CHICAGO ¢ SAN FRANCISCO o ATLANTA

““WORLD’S LARGEST EXCLUSIVE RADIO TUBE MANUFACTURERS"
OCTOBER, 1939 7



7 TUBE SUPERHET 719A
Illuminated slide rule type dial, new
improved pusb buttons, unmatched
at $19.99. Foreign wave band added
at slightly bigher price. Other deluxe
table models $24.95 and $20.058.

12-tb. PORTABLE B-549A
Operated with AC-DC current or bat-
teries. Automatic switch, cbanges over.
Light weight, carr{_ it anywhere.
$24.95 WITH BATTERIES GOOD
FOR 200 hours or better.

CROSLEY 599A
Operates AC-DC current. No ground-
Carry itanywbere.Etched dial. Unusu~
ally clear tone. Brown bakelite case
$7.99. Colored cabinets slightly higher.
Other table models $9.99 to $29.05.

CONSOLE 7739M
7 tube Superhet with
NEW CURVE-
FLECTOR tone diffuser
and improved push but-
ton tuning. Domestic
broadcast and short-
wave for foreign recep-
tion. Cabinet imparts
rich quality from finely
selected woods.

A real value at $49.5°
Otber consoles also
outstanding values at

MEET THE DEMAND

Crosley presents smart developments of built-in aerials — television out-
lets — simplified push button tuning — features that the public is
promised this season!

OFFER MORE INNOVATIONS

with exclusive Crosley Curveflector Tone Diffuser in consoles . . . ad-
vanced Crosley automatic switch from batteries to AC-DC current in
portable radio . . . Capehart record changer in combination 639M.

GIVE MOST FOR THE MONEY

Every practical radio improvement plus
many clever Crosley developments—some
solely Crosley—some great advancements
on existing features—all backed by 18
years of radio experience and discovery.
This is pioneer radio—still out in front
with all the advantages that accrue to
those who MAKE history.

COMBINATION
PHONOGRAPH
AND RADIO 639M
Latest type crystal pick=
up, heavy motor, effi-
cient radio and fine
electro dynamic speaker
create quality instru-
ment, high fidelity as-
sured, Capehart record
changer, new Curve-

flector tone diffuser.

MODEL SHOWN $114,
Other combinations at
$69.05 and $49.95.

Prices slightly higher
in South and West.

CONSOLE 319M
Massive cabinet, 8
tubes, heavy duty
speaker assembled on
NEW tone diffusion
baffle — the exclusive
Crosley CURVE-
FLECTOR. Far and
away the biggest radio
package on the market
at the price, Biggest
selling single radio item
in Crosley’s 18 years.
$69.95,

THE CROSLEY CORPORATION

POWEL CROSLEY, Jr., President Home of ““the Nation's Staflon""—WLW—T70 an your dial CINCINNATI

RADIO TODAY




RCAVICTOR SALES are
WAY AHEAD IN 1939!

Increase in Distributors’ Sales to
Dealers for First 8 Months

O/ Increase in Distributors’ Sales to

5 o Dealers in First Two Weeks Sept.

STRONG PROOF OF

1. The High Standards of Quality of RCA Victor Products
2. Tremendous Consumer Acceptance and Demand

: 3. Strong Dealer Cooperation
4. The Success of RCA Victor’'s New Merchandising Policy

IT PAYS TO GO

“RCA ALL THE WAY”

RCA MANUFACTURING CO.,

INC., CAMDEN, N. J.
A SERVICE OF THE RADIO
CORPORATION OF AMERICA

FOR FINER RADIO PERFORMANCE — RCA VICTOR RADIO TUBES'

I
| OCTOBER, 1939




You Need PROFIT DEPENDABILITY

You get it with Sylvania Radio
Tubes because Sylvania prices
assure you maximum profit on
every sale. Check around the
trade. See for yourself how profit-
minded retailers have stepped up
their businesses by featuring these
world-famous tubes.

A complete staff of Sylvania en-
gineers keep Sylvania Tubes at
the top of the list—in quality, in
proved up-to-the-minute devel-

opments, in styling, in depend-
ability! And Sylvania backs you
up by guaranteeing every tube
you sell—in writing!

Sylvania’s 37 years’ experience,
its modern plants capable of pro-
ducing 120,000 tubes a day and
its sales in 124 countries of the
world prove Sylvania's depend-
ability. (Pictured is the Sylvania
radio tube plant at Salem, Mass.
Other plants are at Emporium
and St. Marys, Pa.)

Thousands of successful dealers all over the them *all three”’—company dependab?l?ty,

country are featuring Sylvanias because product dependability, profit dependability.

the Hygrade Sylvania Corporation gives Sylvania’s proposition is worth looking into.
Hygrade Sylvania Corp., Emporium, Pa. Also makers of Hygrade Lamp Bulbs

SELL SYLVANIA

SET-TESTED RADIO TUBES

10 RADIO TODAY
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MODEL 802 * 24 2557

MODEL 7 0? $ 2495

LIST

MODEL 502 ()95

LIST

AODEL 402A 36 95

LIST

MODEL 602A $7895 '

LIST

-

W
37485 ) Fo o 2 57723

MODEL 610




THE Aew WILCOX-GAY RECORDIS -
.S'E/VSAIYOA/A[ LEADER OF A GREAT
“"Rapio LINE FOR l940

"BEST LINE THIS YEAR? .

..with the RECORDIO that - - -

® Has everything in radio and phonograph
plus automatic recording.

o Gives breath - taking demonstrations —
makes buyers out of lookers.

@ Makes prospects out of every home re-
gardless of their present radio.

@ Creates interest in your store—advertises
itself and brings in customers.

® Raises unit sale price and makes steady
repeat business in records.

Recordio sales create demand for the other 20

Wilcox-Gay models

WILCOX - GAY CORPORATION

CHARLOTTE MICHIGAN
EXPORT DEPT., 100 VARICK STREET, NEW YORK CITY,U.S. A

72 RADIO TODAY
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BusyDaysMHmM!

From all across the country come reports of
radio sales curves, already pointing upward, reach-
ing for still higher levels.

Console sales are better.
Combination sales are rising.
Compact sales are growing.

And the average unit sale is increasing, too.

And what are the factors responsible for this
broad advance, which RADIO TODAY predicted

many months ago?

1. The war, and the way radio measured up to
new opportunities for rendering a public service
has again captured the public’s interest, and fancy.

2. Better business has brought a new found
enthusiasm to dealers, and that is being conveyed
to more prospects, creating a stronger urge to buy.

3. Television has come, been seen, and not
bought, and this has released a long pent up buying
desire on the part of thousands of listeners who
were “'waiting for television."

4. The 1940 radios have by far greater dollar
value, stronger buying appeal, than radio has ever
presented before.

5. The built-in antenna, makes it easy to dem-
onstrate in the home, that these 1940 sets are far
and away, better than the ones prospects are now
listening to.

Conditions radio men have long hoped for are
here.

Dealers who are enthusiastically telling more
prospects about the new sets—and the new pro-
grams—and asking them to buy more often—are
getting the biggest sales gains.

People aren't rushing to stores to take sets away
from you—but they can be sold.

Sales gains aren’t just happening—but they are
being made by consistent effort.

Manufacturers have done their part.
Broadcasters are doing theirs.

Dealers who are selling—enthusiastically and
consistently—are reaping their harvest.

The opportunity for new found sales and profit
levels is with us—but it must be recognized—and
welcomed.

Busy days are here again.

EDITUR, O, H. Caldwell; PUBLISHER, M. Clemcnts; MERCHANDISING EDITOR, H. L. M. Capron; STAFF, Darrel Bartee, K. G. Bromage,
N. McAllister, G. H. Mayorga, W, E, Moulic, M. H. Newton, R. A. Neubauer, B. V. Spinetta; SALES MANAGER, M. E. Herring, R. Y. Fitz-
patrick, 201 N, Wells St.,, Chicago, Ill.; CALDWELL-CLEMENTS, INC. 480 Lexington Ave, NEW YORK, N. Y. Telephone PLaza 3-1340.

Copyright 1929. Member Audit Bureau Circulations » -
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War Stimulates Short-wave Interest

Hearing London, Paris, Berlin, Moscow
direct, again intrigues American listener

With European war news being so
frequently interjected into our regu-
lar broadecasts, a new interest in the
source of the news has grown in many
peoples’ minds.

Short-wave reception, which had
lost much of its fascination after the
first flush of its novelty thrill wore
off, has now taken a new lease on life.

With American news analysts or
commentators ordered to keep drama
out of their broadecasts, more and
more people are turning to short-
wave sets to get their news and prop-
aganda direct from the belligerent
capitals.

This means business for the radio
trade. New short-wave receiver sales
are boosting sales figures. And tun-
ing up the short-wave bands on the
old consoles is keeping the serviceman
stepping too.

Short wave reception has again
come forward as a real selling tool—
and may this time do a job that will
be long remembered.

Records of European
Broadcasts

Our front-cover shows three out-
standing broadcasts by European
leaders, as recorded on the Esterline
curve-drawing meters in the main
NBC studios in Kadio City, New
York.

All programs going out over the
NBC Red and Blue networks are con-

tinuously recorded day and night on
these instruments in order to afford
testimony that the telephone com-
pany’s volume-level restrictions have
not been exceeded at any time. The
charts shown are made from photo-
graphs of these volume-level records,
and reveal the difference in pace,
phrasing and emphasis of the three
European leaders.

Tube Situation Clearing.
New List Prices and
Discounts

At last 1t seems that the receiving-
tube situation is clearing up. Man-
ufacturers have announced reductions
in list prices—meanwhile increasing
prices to the jobbers in some cases,
but with weighted average costs re-
maining about the same.

The new price changes will greatly
reduce the margins that the jobber,
dealer, and serviceman now get. This
means that servicemen will have to
charge more for their labor, instead
of obtaining wide margins from tube
sales. Standard discount will be
about 50 per cent, instead of the pre-
vious 60 per cent to 80 per cent.

Naturally these prices will prevent
large dealers from offering 40 per cent
discount to the public, which has been
so troublesome to small dealers and
servicemen.

The new list prices (weighted) av-
erage about 95 cents—in contrast

Major Armstrong explains frequency modulation to Editor and Mrs. Caldwell of

Radio Today, while in the foreground Dr. W. R, G. Baker, big boss of GE radio,

demonstrates a new GE FM set to Prof. Doolittle of WDRC, Hartford, which is

putting in a FM transmitter. Photo snapped during FM showing at Lederer’s,
Bridgeport, Conn.

14

David Sarnoff, president of RCA, who

contributes a foreword to the new book

on television which L. R, Lohr, NBC’s
president has just written.

with the previous average which was
over $1.25.

Result of the new schedules will
give consumers a break. “It will no
longer cost as much for five tubes as
to buy a new set!” commented one
tube man.

Here are some of the new prices,
which are typical of the changes:

New dealer
Type New list 01d list net cost
28A ......iiieiienn $.80 $1.25 $.40
B0 ......iiiieinnn .60 .80 .30
6K76 ............. .80 1.25 .40

From the dealer’'s angle, the new
schedule should facilitate selling com-
plete sets of tubes for the older sets.
No longer will eight tubes cost $10
list, but approximately $6.50.

Teeth in Fair Tradé Laws

That the Fair Trade laws do have
teeth, and can be made effective when
there is the desire and the will to do
80, is the opinion of the San Fran-
cisco Superior Court.

Judge F. H. Griffin decreed, in a
sweeping judgment, that the resale
prices of Zenith radio must be main-
tained, and thus brought to a con-
clusion more than 5 months of court
proceedings, instituted by the H. R.
Basford Company, San Francisco,
northern California Zenith distribu-
tors.

Thus in the opinion of students of
trade legislation, the failure of the
fair trade laws to provide relief to
the dealers from predatory price cut-
ting was more the result of lack of
dealer, distributor, manufacturer w:ll
to maintain price, than any debilitat-
ing weakness in the laws themaselves.

RADIO TODAY
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“MAGIC WAVES”

New Things in Radio. Présent and
Future Uses of Radio Tubes.

Weekly Broadcasts by
Dr. O. H. Caldwell
Editor of Radio Today

NBC Red Network, Friday Evenings
7:45 pm E.S.T. 6:45 pm CS.T.

“The mysterious origin and fasci-
nating behavior of electrons, those in-
finitesimal particles which make radio
and television possible, will be dis-
cussed and dramatized in an exciting
new series entitled Magic Waves to be
presented weekly over the NBC-Red
Network Friday evenings at 7:45 p.m.,
EST,” announces the National Broad-
casting Company.

“Orestes H. Caldwell, editor of Rapro
TopAY, will cooperate with Gerald Hol-
land, new and talented member of the
NBC writing staff, and with the tech-
nicians of the NBC family, in making
these programs$ an authentic adventure
for lay listeners who want to know
more about the magic of radio and of
modern communication.

“In each broadcast the editor, who is
well known as an interpreter of scien-
tific wonders for the lay mind, will
take up some fascinating phenomenon
of radio, using the term in its widest
sense. His comments will be illustrated
and amplified by a dramatic scene
written by Holland,” concludes the
NBC official communiqué.

Kendall Clough, chief engineer and

president of Clough-Brengle Co. now

assumes personal direction of C-B. in-
strument sales.
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Philco Day at the N. Y, World’s Fair brought 7,500 employees and execs to cele-
brate. Officials shown at the Ford Exposition building include, 1. to r.: James T.
Buckley, John Ballantyne, Nelson Miller (Ford), Harold Butler, E. S. Peyton and

Geo.

Dozen Broadcasters to
Have Frequency
Modulation

By the first of the year it is expect-
ed that a dozen broadeasting stations
in the East and Middle West will be
transmitting frequency - modulated
programs, using the Armstrong meth-
od. Schenectady, Boston, Hartford,
Alpine, N. J.,, WQXR (New York
City), Pittsburgh, Milwaukee, Du-
luth, are among the cities which will
have FM.

Official approval by the Federal
Communications Commission has
given Station WOR a full go-ahead
in its plans to construct a new fre-
quency-modulated broadeasting sta-
tion to service the metropolitan area,
according to an announcement made
September 29 by J. R. Poppele, chief
engineer of WOR.

The new station will operate with
a power of 1,000 watts on an ultra-
high frequenecy channel of 43.3 mega-
cycles under the call letters W2XW1.

Employing the Armstrong system
of frequency modulation the new sta-
tion’s site is to be selected by WOR
engineers within the next few weeks
at the conclusion of extensive field
tests.

STROMBERG TOO

Also interested in frequency mod-
ulation is Stromberg-Carlson Co., and
plans are under way for construction
of a transmitting station according to
E. A. Hanover, v.p. A license has
been granted by the FCC to operate
experimentally on 1 kw. of power.
Upon completion, programs originat-
ing from the Stromberg-Carlson
owned station, WHAM, will be broad-
cast on the frequency modulation
band.

E. Deming.

IRE Rochester Fall Meeting

The Rochester Fall Meeting of the
Institute of Radio Engineers and the
RMA Engineering department, will
be held November 13, 14 and 15 at
the Sagamore Hotel, Rochester, N. Y.
The fall meeting is the annual con-
vention for receiver and tube design
engineers. Technical sessions will in-
clude papers on television, frequency
modulation, new circuit developments
and other subjects of importance to
the radio engineer.

Powel Crosley, Jr., who suffered three

broken vertebrae in fall from his

horse, during the same week his Cin-

cinnati Reds won the National League

Pennant, and he was subject of feature
article in Satevepost.
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“A radio for every room” is the slogan to move small sets

w1thout hurting console sales.

mezzo”

More new features this year.
tennas, as in the new Philco above, is a big talking point for
the “better-half.”

16

United Artist film “Inter-
shows this little girl entertained by her own radio.

Convenience of built-in an-

To increase their sales in
radio’s best selling season.|

Here are their methods—

Start a direct mail campaign giving spec
reasons for buying a new model.

2. Adovertise in newspapers with séries of chat
teristic ads.

3. Distribute circulars showing variety of
suggestions.

4. Telephone all last year's customers; their
need service now.

5. Send personal Christmas greeting cards B
customers—without advertising.

6. Put the spirit of Christmas into your wind
display; offer gift suggestions from childr
albums—to the automatic combination.

Sell ‘em, Service ’

ﬂms;;f’ih" NI
Whose sets are out of date? Does John Customer need §

vice on that set he bought seven months ago? Keep a recd
then call ’em up regularly.

RADIO TODAY




"Radio Today questioned

+hundreds of dealers to find : "
i : W A year musd pgs: o

“what is actually being done. W%WTJM :du.
" i g wold - G Modann, Dpdiy

. Colorful, neat, gift-suggesting Aoor displays.
Talk good service, trade-ins, new features of

"package" selection of records tagged “To the

Neat, colorful displays in the window and in the store, will do
1940 models. much to scatter Christmas spirit. Tags reading “To Dad”
Sell up to the |arger units of sale. “To Sister,” etc., will personalize the appeal.
Push short-wave in new sets to capitalize on
war-news interest,
I Tie in records with combinations. Suggest a
:

jitterbug,” “'For the music lover," etc.

3
i Sell sound for church gatherings, store sales

' promotions, etc.
3. Arrange stock to give traffic space.
Show a complete line of wanted merchandise.

atisfy ‘em, Sell ‘em again!

'8 a grand chance to leave literature and talk about your Combinations and records help each other, The Crane Twirgs
‘ew consoles when returning the serviced set—which can of Hellzapoppin—a good pair too—are quite happy over their |
be used for an extra radio. Emerson radio-phono.
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“A radio for every room” is the slogan to move small sets

To increase their sales i
radio’s best selling season,l
Here are their methods—

Start a direct mail campaign giving sp
teasons for buying & new model.

Radio Today questioned
hundreds of dealérs to find
what is actually being done.

7. Colotful, neat, gift-suggesting Aoor displays.
8. Talk good service, trade-ins, new features of

without hurting console sales. United Artist film “Inter- 2. Adv'ellise in newspapers with series ofechan 1940 models. :rclh ﬁZ“’ﬁ'ﬂ.ﬁ“’c'Eyn’s‘i"mﬁ“.?,'f"md,”r‘-"‘: ‘?ea‘filien;‘?"r;’bwg:d?’
mezzo™ shows this little girl entertained by her own radio. teristic ads. 9. Sell up to the larger it of sefe o e e pmom“g“ Teriacal!
3 D'sml’:‘.h circalars showifiy vaiely of g 10. Push short-wave in new sets to capitalize on
e B war-news interest,
4 Teledphonf alt last year's customers; theity 11. Tie in records with combinations. Suggest a
gec service v election of records tagged “'To the
5. Send personal Christmas greeting caith “For the music lover," etc.
customers—without advertising. 12. Sell sound for church gatherifigs, store sales
o + . 3 omotions, etc.
6. Put the spirit of Christmas into your windo Promet A

display; offer gift suggestions from childenl
1b to the i binati

Sell “em, Service 'en,

13. Arrange stock to give traffic space.

14. Show & complete line of wanted merchandise.

Sotisfy ‘em, Sell ‘em again!

inations and records help each other, The Crane Twins
S(o nl-‘IZ‘l‘l‘zaapoppin—a good pair too—are quite happy over their
Emerson radio-phono.

More new features this year.
tennas, as in the new Philco above,
the “better-half.

Convenience of built-in an.

s a grand chance to leave literature and talk about your
Dew consoles when returning the serviced set—which ean
be used for an extra radio.

enien " i Whose sets are out of date? Di hn Customer ned <
3,2 big talldng point for vice on that set he bought oven o ago? Keep dfe€

then call em up regularly.

RADIO TODAY
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sing- “Telbom Lo Sebbiom”

If you don't advertise the merchandise you sell,

be prepared to advertise your business for sale.

No business which is going any-
where, except out, can afford not to
advertise.

Just what is this thing that is so
vital to business, that we cover so
lightly by the word “advertising”?

Advertising is telling your custom-
ers, and those you wish to be custom-
ers, that you have what they need,
and want, when they want it, at the
price they can afford to pay, sold in
the way they like to be served, and
asking them to “comme and get it.”

There are many media of advertis-
ing any one, or all, of which will
carry your message to a certain num-
ber of people.

WHAT ADVERTISING MUST DO

All advertising must do at least
two of the following three things, and
preferably all three.

1. Bring customers ¢n to your store.

2. Move merchandise out of your

store.

3. Increase your good will.

Do not expect any single advertis-
ing effort to produce an avalanche of
business; it doesn’t work that way,
unless you are selling something at a
ridiculous price.

Repetition still builds reputation.
And so, too—consistent, continuous,
honest, advertising builds good will
and. sales month by month and year
by year—slowly, yet surely.

When general business is bad, ad-
vertise to make yours better. And
when business is good, advertise to
make yours best. Continuity of effort
is very important in telling your
prospective customers about your
store, your merchandise, and your

18

Humor brings returns in direct mail.
National Union orovides these for
servicemen.

8y (,EOQGEI,THE
RA00 DOESN'T sounD

- €S T
“A JuST QIGHT{?D?O S

IT ISN'T EVEN TURNED ON !
ANYWAY 1T WAS SOUNDED LIKE A
CAT FIGHT FOR TWO MONTHS & wHY
DTONT YOU CALL IN A

SERVICE MAN 27 ;7
< P

&ND OUR DHONE NUMBER,FOLKS, 1S RIGHT ON THE OTHER Sipe!'—

friendly service. It’s the long haul
that really counts.

No business is too small to adver-
ise, and none so large that it can
stop advertising, profitably.

Advertising should be planned, its
message sound and consistent, and
aimed directly at the people you want
to serve. It’s confusing to empha-

- rsize “high quality” and “fine service”

one day, and feature “lowest prices”

§27 MARKET 8T,
PHILADELPHIA

the next. High quality and low
prices are like oil and water, they
just don’t mix.

WHAT ADVERTISING COSTS

A radio dealer should spend 5 to 7
per cent of his sales’ dollar for adver-
tising ; less will not provide advertis-
ing in keeping with his business, more
will not produce results commen-
surate with the expenditure.

In starting a long-time advertising
campaign, you may find it desirable
to spend 20 per cent the first siz
months—15 per cent the first year—
10 per cent the second year—and then
as sales increase, settle down to 5 per
cent a year, so that over a period of
5 years the total will be around 7 per
cent. It may be a little faster that
way—but a straight 5-to-7 per cent
budget is safer.

Newspaper space in very small
towns, where rates are low, and direct
mail for suburban and neighborhood
dealers have been found to be the
most effective and economical adver-
tising media for radio dealers.

A tie-in with mir’s billboards builds

prestige, makes dealer known. Jobbers
will help with these.

RADIO TODAY




Six Ways to Advertise
1. DIRECT MAIL—

Letters — post-cards — circulars
— folders — leaflets — house
organs.

2. NEWSPAPERS—
Display — institutional — classi-
fied.

3. RADIO—
Local stations — transcriptions
— spot announcements.

4. OUTDOOR—
Billboards — store signs — truck
signs — bus cards.

5. PROGRAMS—
Church — club — musicales —
amateur drama — ete.

6. STORE FRONT—
Window displays — interior dis-
play.

PERSONALIZE YOUR ADVERTISING

Since both frequency and continu-
ity are important, over any extended
period of time a daily, or semi-weekly
small ad will produce better results
than the same amount of space used
in half page or page units.

It is desirable to establish some
characteristic border, layout, or typo-
graphy which will quickly identify
your ad, and keep your copy alive,
informative, interesting.

The ad below appeals to pride of owner-
ship checks results and plugs radio
sales—without mentioning price

- GUSTOM-NADE

s e

n noew kind ot phonograch anda
radioc Plays complete sympuountes s
and othes recordings antomstically i
=—beeutiful tone. Mahogeny or |
welnut with tooled leather top.
Catalogue on Raguest h

LIBERTY MUSIC SHOPS
| 450 Madison Avenue st 50th Street
795 Maduson Avenue st 671h Siree:
8 East 59th Streat— Ssvoy Plazs

254 Worth Avenue, Palm Beach Fla. |

. _ — — —
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People buy radios
to hear entertain-
ment—remind
them that new sets
get it best.

The reverse of the card below is a radio
log. Keep your name near the radio.

RADIO REPAIRS!

Call us for expert, Quaranteed,
service on any radio—any make, 7
any model. any yearl Latest test mmm
ing equipment, rapld service and
reasonable rates. ‘We are members
of Radio Manufacturers Service!

NEwtown 9-6050

] ONG ISLAND RADIO SHOPQ

RADIO  eeees  SERVICE
PUBLIC ADDRESS SYSTEMS RENTED

108-01 37th Avenue
Corona, Long lslend
ovea.

In general, these simple rules are
fine guides.
1. Take only one big idea for each
ad.

2. Use only one thought in each
sentence.

3. Never use a large word when a
small word will do.

4. Say what you mean—and mean
what you say.

5. Be brief—logical-—enthusiastic—
sincere.

6. Avoid superlatives—they lead to
exaggeration.

7. Use pictures and illustrations
freely.

8. Support your advertising 100 per
cent.

9. Make every ad sell your store, or -

sell your merchandise.
10. Be yourself.

The same principles apply of course
to direct mail. In addition, in direct
mail you must also select the specific
people who are to receive your adver-
tising. Your mailing list is a vital
factor in the effectiveness of direct
mail advertising.

It is not hard to build a good mail-
ing list, though it is a work which
is never done. New names are con-

stantly added, addresses are changed,
those who move to other cities, or die,
are removed.

To build a mailing list, the finest
starting point is a list of your own
customers.

To this you can add the names of
telephone subscribers, automobile reg-
istrations, voters, tax payers, lodge
members, industrial employees, public
utility customers, names from the city
directory, names appearing in the
newspapers, engagements, weddings,
births, contest entrants, etc.

All new names must be carefully
checked to avoid duplication, initials
must be correct, the prefix Miss, Mr.,
Mrs., Dr., etc., indicated, and the ad-
dress kept accurate.

ADVERTISING IDEAS

Ideas for your advertising copy can
be found by studying the ads of na-
tiona! advertisers in magazines, on
billboards, in your papers, as well as
the great mail order catalogs, though
you should never copy another. Re-
member that your ads are your am-
bassador, and must represent you.

(Continued on page 33)
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No television bugaboo this Christmas, so sell up with
models such as this Continental with automatic record
changer. Contact Father to sell these.

Displayed in same sec-
tion radio-phonos and
records help each other.
Keep customers coming
to YOUR store by good
stock of both. This
Stewart-Warner uses
built-in line antenna.

20

Dealers report increasing sales

in $100 class. Stress pride of

ownership and more features

for little extra money. Con-

sole combination is Emerson’s
$99.95 model.

Record deals start custom-
ers on way to music li-
braries; make profit in two
lines. Here’s RCA table
Victrola — list includes
$2.25 worth of records.

There’s one eye-filling combination in every
1940 line. Better pick-ups and larger speakers ar
featured. Westinghouse model has 2 wave bands

RADIO TODAY




Why Lhe Customer Wabked Out!

A survey of thousands of customers discloses a
cross section of our merchandising faults. Common
sense, honesty, courtesy, cost little, mean much.

As insurance against decay, every
business needs new customers, but the
“old customers” are a mighty impor-
tant factor in business success, too.

Keeping old customers has an im-
portant bearing on retail profits.

First, because it costs much less to
sell an old customer than it does to
locate a new one, and take the new
one away from her habitual retailer.

Second, because the old customer
who is satisfied, will give you word-of-
mouth recommendation which would
be hard for you to duplicate at any
price, and—

Third, because old customers are
your friends, are glad to do business
with you, and overlook many of those
errors which can be guarded against
but never entirely eliminated.

STUDY THE FIGURES

To provide factual information as
to why customers are lost, a survey
of many thousands of consumers was

Reasons Why Customers Are

made, and the results are presented
in the tabulation on this page.

Study those figures. They show a
costly condition almost entirely with-
in the control of each dealer, and re-
member that they represent the opin-
ions of all classes of customers of
many different kinds of retailers.
Check your own policies and see how
they stack up.

Note that the first 7 reasons are
personal failures, Of all customers
who were lost to some retailer, 63
per cent were lost because some per-
son failed to treat the customer as
they would like to be treated them-
selves. No magic, no special skill or
experience, nothing unusual is in-
volved. Just that age-old, ever pres-
ent matter of human relations.

Common sense, honesty, and cour-
tesy were the factors that were lack-
ing. Things which cost nothing, yet
mean so much.

The last four reasons, accounting
for 37 per cent of lost customers, per-

Lost

15%
119,
7%
6%
10%
9%
5%
. 109,
8%
9%
109

1. Poor Service - - -
2. Unfriendly Store Policy
3. Unreliable—Promises Broken - - -
4. Unfriendly Salespeople -
5. Uninterested Salespeople - - - - -
6. Ignorant or Discourteous Salespeople
7. High Pressure Salespeople - - - -
8. Prices Too High -
9. Poor Assortment -
10. Poor Quality of Merchandise
11. Unpleasant Store or Methods
Common sense, honesty, courtesy,

cost little, mean much
e — e S Sy S
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tain directly to the store and the own-
er’s policy.

BECAUSE OF POOR SERVICE!

Only 10 per cent of the customers
were lost because prices were high,
but 15 per cent were lost because ser-
vice in the store and after the sale
was made, was poor. Service is a
matter of owner policy, but bear in
mind that you are paying for the
service, in dollars or in lost customers,
whether you give it or not.

Only 8 per cent of customers were
lost because of poor assortment of
merchandise. but 11 per cent were lost
by unfriendly store policies or meth-
ods, and 7 per cent because promises
were broken. Such indeed are inex-
cusable faults which probably no store
owner would condone, yet which go
on right under his nose.

Unfriendly, uninterested and dis-
courteous salespeople send 25 per cent
of lost customers to a more friendly
competitor, and these probably are the
same salespeople who are grumbling
because they do not earn more. As
a matter of simple fact, such sales-
people are a liability at any price,
and do not belong in any selling or-
ganization.

THE HUMAN SIDE

Personnel, and human relations,
play a vital factor in the life of any
business, because they daily involve
the good will, the greatest asset, of
your business.

Too little importance is given by
most dealers, as this survey shows, to
the selection, and the training, of
people to please customers.

No better guide to what customers
expect can be found than what you
expect from others. We all react very
much alike to similar treatment,
though some a little quicker, or a lit-
tle more violently, than others.

But we can be sure that we buy
from a person or a store we do not
lillze only until we can find one we do
like.

And therein lies the story of the
quick success of one store, and the
slow death of another.

It’s just another example of the
vital importance of man-power in the
safe conduct of ‘our business.
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Profits in
Fuwskituse Radio!
Sell style, color, finish, and quality of
radio. Price of secondary importance.

By H. L. M. Capron

Former manager of radio
departments of Macy’s and
Bamberger’s, and pioneer
in the development and
sale of “furniture radio”
models.

The women of our country, God bless ’em, are directly
associated with nearly 90 per cent of all consumers’ pur-
chases.

The great women’s magazines over a period of years,
have been a tremendously important factor in moulding
women’s opinions, influencing their thoughts, and their
buying habits. One of the direct results has been to
make all of us more style conscious than ever before,
more receptive to products styled in good taste.

Cabinet styling has now become at least as 1mportant a
factor in influencing a radio sale as performance, and in
many cases, more important.

No one will ever know how many radio console sales
have been lost because console styling was not in harmony
with the homemaker’s desires—but tens of thousands are
conservative, and millions may be much closer to the
truth. The lesser conspicuousness of the compact has been
responsible in no small degree for its continued preference
by so many people.

Current console styling is closer to the desires of the
majority of people, but still falls far short of satisfying
those of discriminating taste.

SELL STYLE, LINES, COLOR, WOODS

Many manufacturers now produce radios contained in
cabinets true to the style traditions which have come down
through the ages, as well as cabinets which faithfully re-
produce pieces of furniture, traditional and contemporary.

No line of customers will form in front of your door to
take these furniture radios away from you, but they can be
sold, and at a nice profit, too.

Brunswick’s authentic

Adam design Panatrope

with auto-record changer
tunes three bands.

The technique of selling furniture radios must nat-
urally be somewhat different than selling conventional
radio consoles. The methods, however, are simple, the
results ample.

First, everyone selling furniture radios must be thor-
oughly informed on style, line, wood; color and construe-
tion of their furniture models, and on the characteristics
of the traditional “periods” as well. Must be at least as
well informed as their customers and preferably much
better informed. It is the furniture you sell, and it must
be in harmony with the room in which it is to be used,
as to style, color, and finish.

Care must be used that you do not try to sell a maple
hutch to be used in an 18th century mahogany living room,
or a mahogany Hepplewhite piece to go in an Early Amer-
ican walnut or maple room.

PROMOTION SHOULD REACH WOMEN

An important factor in formulating the women’s deci-
sion to buy is the fact that though the radio is listened
to only some four hours a day, the cabinet is looked at
for 16 hours.

The furniture-radio must rather precisely “fit” the cus-
tomer’s decorative scheme, and when it does, price be-
comes entirely secondary in importance to “pride of
ownership.”

Because this is so, you cannot sucecessfully sell
furniture-radios if your assortment consists of only one
or two styles. You must have large pieces and small, in
maple, mahogany and walnut, Colonial, Federal, 18th
Century, English and French, and modern.

Furniture stores can perhaps best display furniture
radios in appropriate “rooms.” But an equally effective
display is to arrange furniture-radios to alternate with
conventional consoles, with chairs, and tables of the same
period, and with appropriate accessories, such as pictures,
wallpaper background, vases, lamps, ete.

In this manner all customers must see the furniture-
radio, and they should always be demonstrated too.

CONTINUED ADVERTISING BRINGS RESULTS

Furniture-radio requires sales promotion. Window dis-
plays, direct mail, newspapers, and model homes, are the
mediums for consistent promotions. Tie in such con-
sistent publicity with the interior decorating articles of
the women’s magazines, even to reproducing their illus-
trations in your direct mail, windows and newspapers.
Thus you can reflect the authority and long-time pres-
tige of such publications as McCall’s, Red Book, House
and Garden, House Beautiful, Good Housekeeping, Ladies
Home Journal, and Women’s Home Companion, to your
store, your merchandise, and your sales promotion. Copies
of these magazines, too, can well be used in your window,
as back-ground blow-ups, or accessories, and should cer-
tainly be on tables in your store for customer reference
and direet-selling tools.

(Continued on page 24)

Sets in furniture
style like the
Farnsworth Adam
Panamuse are pe-
riod fitting in de-
sign, ultra mod-
ern in radio fea-
tures Most carry
equlpped for tel-
evision” tags.
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MAKE POSS'BLE A RECORD LIKE THIS

Already Stromberg-Carlson bhoasts half
again as many more dealers as last year!
When a line attracts the trade to that ex-
tent, you can be sure it offers sensational
profit possibilities. The answer is values!
Yalues that create volume sales—in big
units—at a real profit!

Just look at three of them: The full-featured
No. 430-M Labyrinth radio with the pat-
ented Carpinchoe Leather Speaker for only
$99.95*! The gorgeous Stromberg-Carlson
No. 420-PL automatic radio-phonograph for
only $139.50*! The big No. 420-L console
with a chassis that’s tops in performance

for only $75.00*—the lowest priced comnsole
ever to bear the Stromberg-Carlson name!
If you haven’t already switched to radio’s
hottest line, send for full information

today! g‘ $
*All prices f.o.b. Rochester, N. Y, o

Subject to change without notice.
[ 4 o (4
Yere £ nothing finer than o

 dtromberg-Carlson

Stromberg-Carlson Telephone Mfg. Co. $
250 Carlson Road, Rochester, N, Y. s W % Wln

OCTOBER, 1939
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Furniture radios appeal to the woman’s

pride of ownership. Note how the

little lady flaunts her Zenith radio and
record player tables

No one ad, or direct-mail piece, can be expected to pro-
duce an immediate avalanche of business, but consistently
carried out, supported by attractive windows, the effects
are cumulative, and soon reach mighty gratifying pro-
portions.

OBSOLESCENCE AND CUT-PRICE MINIMIZED

Competition is far less keen in this type of merchan-
dise, and in the long run profits are much better than
with conventional cabinetry. Obsolescence is a much

Stromberg.Carlson’s Modell410. T lisia less important factor, with furniture-radios, because styles

reproduction of an original Duncan which have been good enough to come down through the '

Phyfe sewing table. Cabinet is ages cannot pass out of popular approval by the calendar.
maghogany. All of which means that your consistent sales promo-

tional efforts and expense is amply justified by the profits,
that the business you build on this basis will not flit
away to some price-thirsty competitor, and that your in-
vestment in stock is much safer from the ravages of
obsolescence.

Reputation, too, thrives with such merchandise as 1is
not hawked by every store in town, and this, too, pays
dividends.

Almost every furniture radio you sell becomes the ve-
hicle for moving others, and your whole radio operation
takes on a dignity, a reputation, far more in keeping
with the great business it should be, than the racket so
many try to make it.

——
& i !
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The Magnavox Belve-
dere sports two 12 inch
double cone speakers;
comes in mahogany or
American walnut.

While not period in style, RCA’s Little
Nipper bookcase is indicative of the

trend of buying for rad'o plus use-
fulness.
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KAY KYSER
Columbia Popular

b
il

EDDY DUCHIN
Columbia Popular

RAY NOBLE
Cotumbia Popular

DUKE ELLINGTON
Columbia Popular

o

JACK TEAGARDEN
* Cotumbia Popular

RAYMOND SCOTT
Cotumbia Popular

MARTHA RAYE
Cotumbia Popular

THE LATEST. ..

OCTOBER,

Record Buyers...
Record Dealers

HAIL COLUMBIA!

Tremendous response

to New QUALITY

Popular Record at 50¢

Day after day, the praise poursin! Day
after day, dealers report ever-increas-
ing demands ! Because Columbia’s new
Popular Records fill a long-felt need
—a quality record at a popular price.

Instant Success with Customers!

People tried these records eagerly —
bought them enthusiastically — and
spread the good news around. For here
was the latest music—played by their
favorite artists —recorded smoothly,
delightfully, realistically —at a price
they were more than willing topay! And
when people find that these recordings

TRADE-MARK

RECORDS

FINEST RECORDINGS OF POPULAR HITS
BEST ARTISTS

al¢

stay clear and true through countless
playings, they order again and again!

Dealers’ Profits Soar!

As sales volume piles up, profits pile
up, too. And dealers everywhere an-
nounce that sales volumes are even
exceeding expectations. It’s natural !
People are quick to recognize such
amazing value, and satisfied customers
make for faster and greater turnover.
Shrewd, progressive dealers are stock-
ing more and more Columbia Popular
Records. Join them — push these rec-
ords —cash in with Columbia !

ever-mounting sales to dealers !

Acclaim from lovers of the finest in music!
The new COLUMBIA BLUE LABEL RECORDS, heartily endorsed
by master musicians, are winning swift and wide recognition by the
most critical music lovers. World renowned artists, plus the most mod-
ern recording methods, bring ever-increasing pleasure to buyers —and

COLUMBIA RECORDING CORPORATION
Manufacturers of Columbia, Brunswick and Vocalion Records
Bridgeport, Connecticut—Hollywood, California

AT

1939

ITS BEST THROUGH COUNTLESS PLAYINGS

BENNY GOODMAN
Columbia Popular

COLUMBIA

#

HORACE HEIDT
Columbia Popular

()
= - fege

1

A im

MATTY MALNECK
Columbia Popular

-
»

b

GENE KRUPA
Columbia Popular

€

HARRY JAMES
Columbia Popular

- R
i 2

AN

TEDOY WILSON
Columbia Popular

2

ELLA LOGAN
Columbia Popular
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Stanting Right it

Model stocks and fixtures necessary for the radio
dealer to start or expand his record department.

As the popular demand for records
continues to grow, more and more
radio dealers are giving serious
thought to “taking on records.”

The model stocks and fixtures here
presented, are a sound, practical
starting point for any dealer going
into the business, and offers too, the
means of natural expansion at a mini-
mum of expense.

Since expansion is much easier
than contraction, 'and safer, ‘it is
suggested that dealers start with plan
No. 1 or No. 2, and expand as busi-
ness indicates.

MASTER ENVELOPES AID
STOCK CONTROL

To control stock and assortment
the following simple plan has been
found to work excellently:

1. Stock records in stock bins in
numerical order.

2. Use a master index envelope in
which to put the last record of that
number, and to serve as the filing
guide in the stock fixture.

3. When the record comes into stock,
record the date—and the quantity
received on these master envelopes.

4. When the last record has been
sold—enter the date on the envel-
ope, place it in the “to order” hin
—and order from your distributor.

Soon the information on each en-
velope will tell you how many of this
record you sell each week, and how
long you are out of stock. From this
information you will know how many
to order, how many to hold in reserve
so your re-order will be in stock be-
fore your last one is sold, if it is
moving fast.

5. Take an order for any record
you do not have in stock, and make
out an envelope. Enter the special
order date on it, and place it in your
stock bin, empty. If you get another
order for this record in less than 2
months, order 2—one for the cus-
tomer, one for stoek.

6. As you go over your stock en-
velopes in the “to order” bin, look
at the reeord of sales shown thereon.
Try to keep about 2 weeks’ stock on
hand.

STOCK ONLY FAST MOVERS

Order every week. On fast moving
popular records you may have to fill
in during the week. That’s fine. When
a master envelope comes up for order
and shows sales of less than 1 in 2
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of Victor Records.

[~

H. C. Block, Indianapolis, put his favorite hobby to work, in devising this display

Autographed platters of band leaders and vocalists tie-in

with their pictures and new releases.

months, don’t order, place it on the
“special order” basis, and then go
ahead as stated in No. 5.

In this way you will keep stock
well balanced, turnover under con-
trol, and will have a minimum of slow
moviag records.

This, or a similar method is neces-
sary to reach the profit, turnover, and
annual sales figures above, and your
worthwhile profits lie in the high re-
turn on your invested capital which
you can obtain, if you do follow such
a method.

The equipment illustrated on these
pages is planned, as are the suggested
record stocks, for a minimum expendi-
ture with which to start or grow as
the business increases. Many radio
men will find themselves able to in-
vest a great deal more money in rec-
ord equipment than is here suggested.
The general ideas remain the same,
however, and it may be readily seen
that more racks, more counters and
chairs, and extra listening booths are
easily fitted in when space and money
are available,

Average Cost and Profit for Model Stocks

Sales, Cost, Tuins, Profit Plan 1 | Plan 2 | Plan 3 | Plan 4
Possible Annual Sales.. ........ $5000 | $11,000 | $17,000 | $25,000
Stock Cost (approximate). ...... $261 $517 $775 $1095
Riztail Pricies s bias b sl sd«x s gy $390 $750 | $1080 | $1495
Gross Profit per turn. .. .. ..... $199 $933 $305 $400
Annual Stock turns. .. ..., .. .. 13 15 16 17
Annual Gross Profit. . ......... $1677 $3495 $4880 | %6800

Stock Assortment
10" 35¢ Popular........... 100 150 200 300
10" 50c Popular... ....... 30 45 60 75
10”  75c Popular........... 30 45 60 75
10”  75c Standard.......... 30 45 60 90
10" $1.00 Classical.. ... .... 10 20 30 30
19”7 1.95 Standard.......... 5 15 95 95
10” 1.50 Classical.......... 10 20 45 45
19" 1.50 Classical.......... 5 10 95 95
19”7 2.00 Classical.......... 15 40 75 75
10” Album sets.. . ..... 0 9 4 5
19" Album sets.. . ..... 30 60 75 75
10" Children’s sets. . . .. 9 5 10 15

RADIO TODAY




Inexpensive Ear-Phone Listening Stations

L H e e ey e o
110 VOLT LINE WITH PLUGS FOR MOTORS

Diagram above shows rear view of counter-mounted listening sta-
tions. Use these for jitterbugs after booths are installed. Further
details on page 60.

Suggested Equipment

Shown at right are fixtures for stock
cost Plans: 1, at upper left; 2, lower
left ; 3, upper rlght and 4, lower right.
Each record rack costs $44 holds 10
and 12-inch records and album sets.
Display rack for new releases costs
$6.25. Needle manufacturers will sup-
ply merchandisers for needles and ac-
cessories at little or no cost. Counters
run from $38 to $85 or your own can
be used when starting.

Two ear-phone listening stations for
Plan 1 will cost $48 at most. Another
pair should be added for the other
plans to bring the total cost of these
handy stations to under $90. Listening
booths are added as stocks and classi-
cal record sales increase. Cost of each
booth is about $200.

Fquipment prices are figured on
cabinet work with good wood.
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The three basic units for building a
record department; a record-rack,
counter and a listening booth. Each fix.
ture measures six feet long so they are
easily rearranged as department grows
or if store is remodeled. Equipment
here is made by A. Bitter Equipment
Construction Co.

Multi Record-Sellers

To offer the newcomer in records
every possible facility for selling, a
solution to the listening-booth prob-
lem has been worked out by Rapio
Tobay.

In the adjacent drawing, the rear
elevation view of a typical counter is
shown fitted with four phonograph
turntables, individual amplifiers, and
a common power supply. The ampli-
fied recording is reproduced in a high
quality crystal headphone, thus per-
mitting four people at one time to
listen to their favorite records.

STANDARD EQUIPMENT USED

The equipment used in the ampli-
fiers, power supply, the turntables,
and headphones are all standard. The
list cost of good quality parts for 4
complete units, power supply and wir-
ing will be approximately $90. Since
the dealers will have most of the parts
on hand for the amplifiers and power
supply, the cost will be a great deal
less than $90. The turntables are of
good quality and run at 78 RPM only.
The pickup and headphones are of the
crystal type for the best quality and
service. Good parts should be used
throughout to give the maximum in
quality and service life.

For technical details on the ampli-
fiers and power supply, see complete
description on page 60.




Garod phono-combination

* Type P-43 is available in
either 9 or 12-tube chassis for
either AC-DC or AC operation.
Available for 3-band operation, 13
to 550 meters and 4-band 13 to 2150
meters. All models equipped with
buiit-in antenna, crystal pick-up,
and 12-inch electro dynamic speak-
er. Automatic record changer on
request. Garod Radio Corp., 115
4th Ave.,, New York, N. Y.—Rapio
TODAY.

Kenyon cathode transformers

* New line of modulation trans-
formers for use in cathode circuit of
rf stage, permit modulation of 1 kw
with approximately 30 watts audio.
Transformers list from $2.40 to
$3.60 and secondary current capac-
ity runs from 200 ma to 450 ma.
Kenyon Transformer Co., Inc., 840
Barry St.,, New York, N. Y.—RaADIO
TODAY.

ABC auto radio converter

% Model 510 high-frequency con-
verter tunes 5 and 10-meter bands
delivers 600 kc IF to standard auto
radio. Uses 1852 first detector and
6J5 oscillator. List price $24.98.
ABC Radio Labs., 3334 N. New
Jersey St., Indianapolis, Ind.—Ra-
pro Topay.

Philco table model

* New Transitone model comes
in 55 different color schemes for
schools and colleges throughout the
country. Five tube superhet fea-
tures loktal tubes, AVC, and high-
power speaker. List price $14.95.
Philco Radio and Television Corp.,
Tioga and C Sts., Philadelphia, Pa.
—RADIO TODAY,

Sentinel portable

% A new 4-tube ultra-thin por-
table weighs only 123 1lbs. Tunes
540 to 1600 kc and gives 300 hours
service from set of batteries. 4-
inch PM speaker and loop aerial
with external antenna and ground
connection. Model 205-BL. Sentinel
Radio Corp., Evanston, Ill.—Rapro
ToDAY.

Hytronic filament-tetrode

% An instant heating beam pow-
er tetrode for use in audio ampli-
fiers and transmitters is tagged
HY69. Will deliver 7.5 watts audio
with 350 plate-volts. Hytronic
Labs., 76 Lafayette St., Salem, Mass.
—RaADIO ToODAY.

Lullaby bed lamp radio

* Five tube AC-DC superhet is
combined with tubular bed lamp in
new product listing at $19.95. The
radio has electro-dynamnic speaker,
beam-power output, and built-in an-
tenna. The tubular lamp provides
glareless light in reading plane.
Lamp and radio may be operated
together or separately. Ivory or
walnut finish plastic. Mitchell Mfg.
Co., 1550 Dayton St., Chicago—
RADIO TODAY. ‘

RCA toy phonograph

Pictured on the left is the new unit in|
the RCA line of practical toys for chil-
dren. Constructed of sturdy plastic, this
little clectrically driven phono offers
instruction and entertainment through!
the many children’s records now avail-
able. List price of the complete unit
is $4.95.

RADIO TODAY
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From zero to 44 million

in 20 years!

in two decades research in RCA Laboratories has
played a big part in making radio set ownership exceed
the figures for any other electrical device

People want radio sets more than they
want anything else in the line of elec-
trical equipment.This is proved by the
fact that there are in the United States
more radio sets than electric irons, or
toasters, or washing machines, or vacuum |
cleaners, or anv other electrical device.
Even the 44 million radios in this coun-
try are not enough. Millions of homes

ey s
o

want more radios, and want to replace
old models with new.

RCA takes pride in the fact that the
intense public interest in radio, and the
ever-growing market for radio sets,
both rest in no small degree on re-
search in RCA Laboratories. From
these studies there have come many
of the important advances constantly
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made in set design and performance.
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But RCA does more. Through the
National Broadcasting Company it ren-
ders a fundamental service that contrib-
utes to the life-blood of the radio busi-
ness. .. broadcasting. Forinterestin buy-
ing radio sets depends on a continuous
offering of good programs, and constant
advance in theart of broadcasting. NBC
discovered or developed many of the
basic principles of radio entertainment,
and is responsible for a large proportion
of the advances that have been made in
the technical aspects of broadcasting.

This month RCA celebrates its twen-
tieth anniversary, confident that it
has rendered in two decades a pio-
neering service of the utmost impor-
tance to a great American industry
as well as to the American public.

,,,,,,

‘RADIO CORPORATION
OF AMERICA

RADIO CITY, N.Y.

RCA Manufacturing Co., Inc.
R.C.A. Communications, Inc.

1939

RCA Laboratories
National Broadcasting Company

Radiomarine Corporation of America

RCA Institutes, Inc.
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New Radic Wodels

Westinghouse 3-power
portable

* This 5-tube AC-DC, battery
power portable has AVC, 5-inch PM
speaker, and battery economizer
switch. 6-to-1 ratio vernier dial.
Third knob is power selector switch.
Hinged door in bottom gives access
to cord and aerial terminals. Model
WR-676. Westinghouse Electric Sup-
ply Co., 150 Varick St., New York,
N. Y.—RADp10 ToDAY.

Ansley period console

% Combination 8-tube radio tun-
ing two bands and phonograph
(Model D-29 and Model D-30) fea-
tures an automatic record changer.
No aerial or ground are required,
and a television sound jack is pro-
vided. Dover Dynaphone Model
D-29 lists at $99.50 and model D-30
lists at $129.50. Ansley Radio Corp.,
4377 Bronx Blvd.,, New York, N. Y.
—RapI10 TopAaY.

Motorola console

* “Prize Package” model 72C is
a T-tube AC super het with a 10-
inch speaker, 6 push buttons, tuning
540 to 18,000 ke. The built-in loop
antenna gives reception on short-
wave and broadcast statlons. List,
$59.95. Other models include 518,
a 5-tube AC/DC table model, T1A is
a T7-tube super in walnut console,
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Latest Additions to the 1940 Lines

and model 52D is a 3-power portable
finished in simulated Levant grain
leather. Galvin Mfg. Corp., 4545
Augusta Blvd., Chicago.—RADIO To-
DAY,

Majestic table model

* No. 1A50A is a new 5-tube set
in the 1940 line. The super-het
circuit operates on the 540 to 1720
k¢ band. Designed for 60 cycle AC
operation. Walnut cabinet trimmed
in maple. Majestic Radio & Televi-
sion Corp., 2600 W. 50th St., Chi-
cago.—RADIO Tobay.

Arvin portable

* AC/DC, battery powered port-
able receiver uses 5 tubes in super-
het circuit. Tuning range is 540
to 1,750 ke. Airplane cloth cover-
ing on three-ply case. Model 802
lists at $24.95. Noblitt-Sparks In-
dustries, Columbus, Ind.—Rapio To-
DAY.

Stromberg frequency mod
receiver

* Model 425-H is an 8-tube set
housed in walnut cabinet designed
to receive programs on the fre-
quency modulation band. The high
fidelity of the frequency modulation
may be further realized by connect-
ing the output of 425-H to the phon-
ograph jack of any Labyrinth con-
sole. Stromberg-Carison Mfg. Co.,
100 Carlson Rd., Rochester, N. Y.—
Rap1o TopAY.

RCA farm receiver

* Model BK-42 is a 4-tube re-
ceiver housed in a walnut veneer
console. The economy blinker neon
light is used to indicate when the
set is in operation. Using 14-volt
tubes, the set is convertible to AC
house current operation with the
use of converter unit. RCA Mfg.
Co., Camden, N. J.—Rab1o TopAY.

Lafayette console

% Combination radio-phono fea-
tures built-in loop aerials for short-
wave and broadcast reception, 6-
station push-button tuning, and au-
tomatic record player for 10 and 12-
inch records. Eight-tube chassis
tunes 530 kc to 22 mec in 3 bands.
Model BB-7. Radio Wire Television,
100 6th Ave., New York, N. Y.—
RaApio TopAY.
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Emerson 3-power portable

* Model DJ-310 is a 6-tube port-
able designed to operate on AC/DC
or battery power. Using a PM
speaker, the set is designed for use
with mini-max batteries. Available
in pigskin fabrikoid, blue and ivory
trim, and in ivory and brown trim.
List price, $24.95. Emerson Radio
Corp., 111 8th Ave., New York, N. Y.
—RAp10 ToDAY.

RADIO TODAY
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Every dealer wants to run a profitable
tube business FREE from cut price com-
petition and merchandising schemes which push him around.

YOU CAN IF:

¢ You have a record as an established dealer maintain-
ing standard prices for you own welfare.

¢ You can move an adequate tube stock three or four
times a year.

¢ You know how to use sales helps and attractive dis-
plays to ‘‘step-up’’ sales.

e You are in a neighborhood free from interference
with already established Tung-Sol Dealers.

If you fill the bill you qualify for the Tung-Sol plan of protected profit—
the plan which puts you in the driver’s seat. AND ... you secure an
adequate supply of Tung-Sol Tubes without investment. Write today.

TUNG-SOL

Huz%ﬁ’;f

-

TUNG-SOL LAMP WORKS INC.

Dept. € Radio Tube Division New York
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Bew Sewwice Products

Manufacturers' Equipment to Make the Serviceman's Job Easier

Sprague interference locator

% A noise locator consisting of
a battery operated super-sensitive
rf amplifier and audio amplifier
with a combination loop and fish-
pole antenna tracks down interfer-
ence. A built in loud speaker or
head-phones may be used while
tracing noise. Battery life of 150
hours. Average sensitivity is 40
micro-volts. Tunes bc band. List
$69.50. Sprague Products Co., North
Adams, Mass.—RAD1o ToODAY.
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Philco capacitor tester

% A service instrument for
checking all capacities from 250
mmfd. to 32 mfd. Designed for 115-
volt operation, 60 cycles. Requires
10-volt AC meter. Model 010. Philco
Radio & Television Corp., Tioga and
C Sts., Philadelphia.—RADIO TODAY.

Million vacuum tube v.m.

% Wide range vacuum tube volt
meter has ranges from 3 volts to
3,000 volts in 9 scales. Push button
selection. Measures AF, RF, and
IF voltages without disturbing cir-
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cuit. For operation on 115 volts 60
cycles. Million Radio and Televi-
sion, 685 W. Ohio St., Chicago.—
RAD1IO TODAY.
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Hickok tube tester
% Dynamic mutual conductance
tube tester with three ranges of mi-
cromhos, 0-3,000-6,000-15,000. No. 530
tests all tubes, octal, loktal, ballast
up to 117-volt filament, and gas
tubes such as OZ4. Available in
both counter and portable type.
Hickok Electrical Instrument Co.,
10514 Dupont Ave., Cleveland, Ohio.
—RADp10 TODAY.

GE battery tester

% Voltmeter and resistance test
prod are combined to test storage
batteries at normal starting load.
Prod will fit any battery cell. Two
per cent accuracy on voltage read-
ings. General Electric Co., Schen-
ectady, N. Y.—RapI1o TopAY.
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Clough Brengle multi-meter

% Model 220 tester is designed
for safety in measuring voltages to
10,000 volts DC and 7,500 volts AC.
Test prod has finger guard to pre-
vent contact with point. Sensitiv-
ity on DC is 20,000 ohms per volt.
AC ranges are temperature compen-
sated. Reads db level from —16 to
+42. Resistance range from %
ohm to 30 megohms. Clough
Brengle Co., 5501 Broadway, Chi-
cago.--Rapio TopAy.

Radio City sig generator

% Model 702 provides funda-
mental frequencies from 96 to 25
mec and harmonic range to 100 mec.
Attenuator and rf circuits double
shielded. Sine-wave, 400-cycle mod-
ulation provided with built-in oscil-
lator. RF attenuator graduated in |
microvolts over range of 1 micro-
volt to 1%-volt. Radio City Prod-
ucts Co., 88 Park Place, New York,
N. Y.—RADIO ToDAY.

”

Weston tube-battery tester

4 Model 777 tester applies the
correct load to 1.5, 6, 45, and 90-
volt batteries used in portable re-
ceivers, and checks the batteries |
under actual load conditions. Bal-
last tubes, gas rectifiers, loktal
tubes of all types, as well as con- |
ventional types are tested, with fila-
ment voltages to 117 volts. Avalil-
able in portable and counter types.
Weston Electrical Instrument Corp.,
Newark, N. J.—RaADp1o ToODAY.

Na-Ald grid cap

4 New grid cap for metal tubes.
has insulated fibre insert to prevent
shorting of grid lead. Bushing ac-
tion prevents the cap from cutting
out grid lead if accidently turned
against wire. Alden Products Co,
715 Center St., Brockton, Mass.

Consolidated volume control

% Smaller diameter and thinner
controls for use in midget sets—
have 3-inch shafts grooved at %4-
inch intervals for cutting to length.
Resistance ranges from 1,000 to 2
megs. Consolidated Wire & Assoc.
Corps., 516 S. Peoria St., Chicago.

RADIO TODAY




TELL 'EM TO SELL 'EM
(Continued from page 19)

Your store is different.

You will have lots of thoughts of
your own.

If you will cultivate the habit of
writing them down when they occur
to you, and filing them in one place,
you will always have some ready when
you need them.

MAIL REGULARLY

With a mailing list which is accu-
rate, merchandise which is wanted,
and selling ideas which are sound,
it only remains to take your message
home.

Mailings should be made at least
once a month, every two weeks is
better, but weekly is probably too fre-
quent to be sustained for any long
period.

At least one mailing every two
months to your entire list should be
about you, your store, your policies.

Many dealers have been very suc-
cessful in post-card direct mail, in
promoting a new model, by putting
just one selling point on a weekly
post-card, until the whole selling story
has been told.

Calling attention to outstanding
broadcasts and relating them to new
radios, or servicing the old also is
productive of business.

SPRAGUE KooLonm Resistors

The Biggest Improvement in Wire Wounds in 20 Years

Note the ahove exclusive features of Sprague

Koolohm Resistors—and they’re not all! The

9 points of outstanding Koolohm superiority also include:

@® Larger wire size for every value.

@® Every hit of wire insulated BEFORE wind-
ing with a new resistance coating—further
protected by a dark bhrown ceramic outer
shell. The only truly insulated wire
wounds on the market.

No cements or brittle enamels on Koolohms!

@ Non-inductive resistors—zero inductance
at 50 mc. and distrihuted capacity of only
2 mmfd.

@ Resistance value remains constant whether
exposed to moisture or heat. No “swim-
ming” of turns—no shorted resistance
values.

Koolohm wire insulation allows units fo be

layer wonnd with larger wiré. Valnes are guaranteed accurate to 5¢% or hetter, and remain
constant. Now available in 5-watt fixed types; 10-watt fixed: 10-watt non-inductive and
10-watt adjustable. Sold at ordinary resistor prices. The greatest resistor buys on the

market. Your johher has them!

A series of connected mailings is N
ually more productive than a simi- IN ON IN

;;sr ;]\fmber o? uireﬁtedﬂ:nailings{m CASH TER FE R EN CE ELIM IN AT‘ ON

‘

Your own post-cards or letters, type- R ; f
. . o ow—it is made easy for you
written, mimeographed, multigraphed, IS o i o i AR 4

printed, or made on a card-vertiser, on ing, nox;—competltive field! = For

o years prague engineers have
will be far better than the booklets, R Ty L e e cthads
folders, or leaflets prepared by the == _—=—2 for eliminating man-made radio

noise from every type of electrical

manufaCturer’ In most cases, because appliance. The Sprague Manual of Radio interference

on the latter your name and your
store has to be subordinated to a prod-
uct name which too often is deseribed
in superlative terms or is too blatant.

ADVERTISING THE TOOL
TO BUILD SALES

When using both newspapers and
direct mail, it is always psychologi-
cally good to let your own customers
in on your sales or new product an-
nouncements a few days before your
window or nmewspaper ads break, and
tell them of this preview preference.

With policies that are sound, mer-
chandise that is good, and consistent
advertising which is always honest,
good will and sales must become big-
ger and better year by year—though
don’t think that any amount of adver-
tising can make up for policies, me-
thods, or merchandise which does not
satisfy your customers.

Advertising is the fool for telling
people why your customers are safis-
fied and like to buy from you. You
must provide the material for this
tool to work with.

OCTOBER, 1939

just off the press is the result. Tells you what to do
and exactly how to do it. Easy to understand—indis-
pensahle in your work. 24 pages—fully illustrated—

more than 50 diagrams. Only 25¢ net from
jobhers or direct from us.

@ Shown here are the new Sprague Master Radio Inter-
ference Analyzer( iabove) and the new Sprague Inter-

ference Locator (below). Low in price—easy

Sully practical. Write for details on the complete Sprague

Interference Elimination Plan.

Sprague

fo use—

MIGHTIEST
MIDGETS
OF AlL

SAV E TIME, MONEY

AND SPACE....

It’s not only Scotch money-saving in-
stinct—it's good husiness that leads more
servicemen to use more Sprague Atoms
than any other midget dry electrolytics
on the market today. Atoms are smaller
—more dependahle—made in more single
and dual capacities—have lower leakage
—withstand higher surges—are abso-
lutely protected against hlow-ups. Use
’em anywhere. Atoms stand the gaff!

SPRAGUE PRODUCTS COMPANY
North Adams, Mass.

33




od
eeorved reputntion aend uninterrupt:

well-d

its
nilco beet becauss ot
e THE BUESCEFR'S CO.,

a, Onio.
consumer advertising. Cleveland,

We give Philco eets the utmost salee effort becauee Philco backe us up with
continuous year-round edvertieing to the consumer.

HAUSCHILD MUSIC CO., Viotoria, Texas.

The Philco line i3 50 well kmown and highly advertleed that the publle

demands it.
MARCONI BROS. INC., New York, N. Y.

Dealers everywhere, in every type of marke
list Philco’s powerful, year-round adverti
ing as one of the 14 reasons for Philco}
sales leadership. In an impartial natios
wide survey, one after another speaks ¢
Philco’s commanding advertising suppor
the greatest in the industry, as one of t
most powerful of the factors that mak§
Philco the most salable, most profitah
line in the radio field.

Yes, throughout its 10 years of leadershi
Philco has recognized its obligation to promog
business for Philco dealers. The job has nev§
been left to you alone. . . . Philco has always do
its part in national advertising, local advertisir§
and hard-hitting promotions to sell radio ar
to drive customers into the dealer’s store. TIE
current, highly successful “Philco Anniversal
Specials” promotion is an example of Philco
continuous promotional activity in behalf :

Philco dealers.
And so in every other factor that goes to mak
up a complete, profitable merchandise and sald

The all-year consumer edvertising of Philco makes it profitable end preferable
for us to push this 1ine,
NOESKE RADIO & APPLIANCE CO., Freeport, Ill.

We prefer to eell Phileo because they n

radice becked by good y ave built preatige by building good

eer-round advertising.,

T+ R. BANKS RADIO SERVICE, Cherlotte, N. c.

We regard Philco for 1940 and Philco's great edvertisi
ng campai to th. n-
eumer ae the main eesentiele of a profiteble dealer businesspins:adic. e

PARK SLOPE TALKING MACHINE SHOP, INC., Brooklyn, N, Y.

Philco'e continuous advertieing to the coneumer is one of the main reesone
why we @lwaye pueh Philco eete.

CANDIOTO PIANO CO., Lexington, Kentucky.

picture. Read the list made up from the co

ments of America’s radio dealers, large an
small. If you want the answer to Philco leade
ship, there it is . . . broken down into its 14 bas| |
points!

For 1940, again, your No. 1 profit oppo
tunity lies with Philco. The hottest line in 1§
history . . . new, exclusive inventions . . . keye
to public demand in design, performance an
price. And a complete line, from table models t
radio-phonographs that gives you the sell-uf
opportunity you need to make money in radio.
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'ell Up! Today, more than ever, Philco Sell-Up models
‘give

you your best opportunity to Boost Your Profits
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PHILCO 508 Radio-Phonograph

"PHILCO 195XX One of a great variéty
“of lovely console models styled to suit
Levery purse and preference. 10 tubes,
" Built-in Super Aerial System, American
nd Foreign reception, Electric Push-But-
on Tuning. Every feature the gquality
‘buyer wants!

PHILCO 215RX with Wireless Re-
mote Control The perfect “sell-up”
model in the higheér price brackets. 12
tubes, American and Foreign reception,
Built-in Super Aerial System —plus Wire-
less Remote Control of favorite stations
...all at 2 new low price!

One of a complete selection of beautiful,
super - performing radio - phonographs.
Automatic Record Changer for 12
records. Doubled sound output for finer
recorded tone. American and Foreign
radio reception, Electric Push-Button
Tuning, Built-in Super Aerial System.
Another Philco profit-maker.

‘Every 1940 Philco Is Built to Receive TELEVISION SOUND . . . the Wireless Way!

. ONLY PHILCO gives you ALL 3

ilco Built-in Super Aerial System, found only in the I “PLUG IN AND PLAY"” CONVENIENCE
©

il 2hilco, is more than a mere built-in aerial. It is a combi- No aerial or ground wires to install. Plug in anywhere and play.

¥ of 5 important features: 1, a specially shielded, direc-

i NEW PURITY OF TONE Greater freedom from

@ Pbower line noises and man-made static. More enjoyable reception,
even in noisy locations.

Op Antenna; 2, the Costly R. F. Stage; 3, Newly Invented
l l Tubes. And, in foreign reception models; 4, a second

il‘ .
" 1 Short-Wave Antenna; 5, the tnple-power No. 1232 3 SUPER-POWER Even gets foreign reception without an
7’\ on Tube. Together, this complete system gives you: @ outside aerial. Amazing performance!
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Dealers everywhere, in every type of market,

list Philco’s powerful, year-round adveris.
ing as one of the 14 reasons for Philco's
sales leadership. In an jmpartial nation-
wide survey, one after another speaks of
Philco’s commanding advertising suppor,
the greatest in the industry, as one of the
most powerful of the factors that make
Philco the most salable, most Pprofitable
line in the radio field.

Yes, throughout its 10 years of leadership,
Philco has recogaized its obligation to promote
business for Philco dealers. The job has never
been left to you alone . . . Philco has always done
its part in national advertising, local advertising
and hard-hitting promotions to sell radio and
to drive customers into the dealer’s store. The
current, highly successful “Philco Anniversary
Specials” promotion is an example of Philco's
continuous promotional activity in behalf of
Philco dealers.

And 5o in every other factor that goes to make
up a complete, profitable merchandise and sales
picture. Read the list made up from the com:
ments of America's radio dealers, large and
small. If you want the answer to Philco leades
ship, there it is . . . broken down into its 1.4 basic
points!

For 1940, again, your No. i profit oppor-
tunity lies with Philco. The hottest line in its
history . . . new, exclusive inventions . . . keyed
to public demand in design, performance and
Price. And a complete line, from table models t0
radio-phonographs that gives you the sell-up
opportwnity you need to make money in radio.

For turnover, for volume, for
Profit . .. concentrate on Philcol

PHILCO 195X X One ofa great varicty
of lovely console models styled (o suit
every purse and preference. 10 ftubes,
Built-in Super Aerial System, American
and Forciga reception, Eleciric Push-But-
ton Tuning. Every feature the gualily
buyer waats!

PHILCO 215RX with Wireless Re-
mote Control The perfect "scll-up”
model in the higher price brackers. 12
(ubes, American and Foreign reception,
Built-in Super Aerial System — plus Wire.
less Remote Control of favorite stations.
... alt at a new low price!

4 Every 1940 Philco Is Built to Receive TELEVISION SOUND . . . the Wireless Way!

Sell Up! Today, more than ever, Philco Sell-Up models
give you your best opportunity to Boost Your Profits

PHILCO 308 Radio-Phonograph
One of a complete selection of beauriful.
super. performing _radio- phonographs.

Automatic Record Chaager for t2
records. Doubled sound output for finer
recorded toav. American and Forcigo
radio reception, Elearic Push.Bution
Tuning, Builtin Super Acrial Syisem.
Another Philco profit-maker.

{The Philco Builtin Super Aerial System, found only in the
1940 Philco, is more thao a mere built-in aerial. It is a combi-
nation of important features: 1, a specially shielded, direc-
[ion Loop Antenna; 2, the Costly R. E. Stage; 3, Newly Invented
Loktal Tubes. And, in foreign reception models; 4, a second
builtin Short-Wave Anteooa; 5, the triple-power No. 1232

HTelevision Tube. Together, this complete system gives you:

ONLY PHILCO gives you ALL 3

“PLUG IN AND PLAY" CONVENIENCE

o Noaerial or ground wires 0 install. Plug in snywhere and play.

NEW PURITY OF TONE G:cater frecdom from
o Power line noises snd man.made sturic. More enfoyable receprion,
evenin noisy locations.

SUPER-POWER Fucn gets foreign reception without an

o ousideactial. Amazig performance!




A New Low-priced
SOUND RECORDER
with 5 EXCLUSIVE
SELLING POINTS

1. Duol speed operation 78 and 33% r.p.m.
The only two-speed machine in its price
class.

2. Sensitive microphone and full size
adjustable floor stand.

3. Rubber-rimmed turntable driven directly
by motor pulley. Uses no idler wheels or
rubber pulleys. Nothingto wear out.

4, Operates as public address system. You
can hear your program before you
record.

5. Safety cam lever lowers cutting head
gently. Prevents breaking costly sapphire
cutting needles.

MODEL 12J) RECORDER

Price Complete

$184.50*

*$194.50 Denver and West

Write for Literature

HOW DEALERS SELL THE PRESTO RECORDER
—This new booklet tells you who your
prospects are, how to reach them, why
they buy recording equipment. Illus-
trates form letters, direct mail pieces,
newspaper mats, window and counter
display material. Describes numerous
promotional stunts that dealers have
used successfully to sell recorders and
personal recordings. A complete mer-
chandising manual that will boost
recorder sales for you.

Your Copy is Waiting  Write for Booklet Todoy

PRESTO corroranion

242 West 55th Streef, New York, N. Y.
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Andrea "universal' portable
% AC-DC-battery operated port-
able has power output of 260 milli-
watts. Battery -life approximately
300 hours. Dust proof speaker,
large size chassis. Model 21-F-5
(illustrated) in airplane luggage
cloth and 21A-F-5 in alligator fabri-
coid. List $29.95. Andrea Radio
Corp., 4820-48th Ave., Woodside.
N. Y.—RaApio TODAY.

Solar set checker

* New Exam-eter contains peak
voltmeter, RF alignment indicator,
output meter, capacitance and re-
sistance bridge, power factor indi-
cator, and leakage and continuity
checker. Inclined panel mounting
for easy readings and detachable
case lid. Solar Mfg. Corp., Bayonne,
N. J—RAD10 TODAY.

Eicor motor-generator

* 450-watt AC alternator driven
by an air-cooled gasoline engine de-
livers current at 110 volts and 60
cycles. Electric push-button start-
ing is built-in and remote control
is available for the AC units. Meas-
ures 17x 15 x 17 inches. Weight,
90 1bs. Eicor, Inc., 515 S. Laflin
St., Chicago, 111.—RaADI0 TODAY.

Sprague interference analyzer

* Modernized analyzer makes a
total of sixty different filter com-
binations possible for eliminating
interference. Rotating switches
connect different filter circuits into
disturbing equipment circuit. List
price $39.90. Chokes will carry 20
amps. Sprague Products Co., N.
Adams, Mass.—RADIO ToDAY.

Pioneer motor generator

* Five kw power plant is com-
pletely enclosed in a sheet metal
housing. 60-cycle, 1800 RPM gen-
erator runs in grease-sealed ball-
bearings. Rheostat, voltmeter and
switchbox are standard equipment.
Filter and shielding available. Pi-
oneer Gen-E-Motor Corp., 466 W.
Superior St., Chicago, Il1l.—RapIo
Tonay.
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Cornell-Dubilier capacitors

% Small tubular by-pass and
filter condensers with mounting
strap are convenient to mount. Ca-
pacitors come in dual units with
common negative lead in voltage
ratings of 25 to 450 volts, and ca-
pacity ratings from 8-8 to 20-20 mfd.
Cornell-Dubilier Electric Corp., S.
Plainfield, N. J.—Rapio TopA¥y.

General power pack

* Replacing batteries in the 2-
volt farm radios, Model L power
supply delivers 2 volts A, up to 135
volts B, and variable C voltage to
2215 volts. Basily installed by ser-

viceman. Unit operates from 115-
volt, 60-cycle power. List wprice
$9.95. General Transformer Corp.,
1250 W. Van Buren St., Chicago,
I11—RApI0 TODAY.

Na-Ald power socket

% Sub panel mounted AC outlet
for use in radio chassis to permit
quick connection of phonograph mo-
tors, dial lights, etc. Bakelite body,
metal mounting plate, and lug ter-
minals. Alden Products Co., 715
Center St., Brockton, Mass.—RADIO
TODAY.

RADIO TODAY
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Universal carbon mike

% Small size carbon mike of
high sensitivity for use in inter-
office communicators, detecto-phones,
ete. Spot center diaphragm, output,
—38 db. Model W. Universal Mi-
crophone Co., Inglewood, Calif.—
RaDIO ToODAY.

ATA oscillator

* Wide range signal generator
covering 100 ke, to 63 me. with error
of less than %5 of 1% on the broad-
cast and IF bands and 2% on short-
wave bands. Pure sine wave modu-
lated RF is attenuated with non-
inductive pads. Separate jacks make
audio and RF available. Model 900
for 115 volts AC/DC and 900A for
220 volts AC/DC. Price $17.95. Ap-
proved Technical Apparatus Co.,
57% Dey St.,, New York, N. Y.—
RADIO ToODAY.

Simpson set tester

* Model 320 features a 9-inch
meter with fifty ranges. Nine volt.
age ranges from 0 to 3,000 volts
both AC and DC at 1,000 ohms per
volt. Six current scales from 0 to
750 ma and 0 to 15 amps. Meter is
illuminated by two 6-volt bulbs. Re-
sistance may be measured to 50
megs and four ranges of capacity
and seven ranges for decibels are
included. Simpson Electric Co.,
5216 Kinzie St., Chicago—RapIo
TODAY.

Arvin midget model

* Tiny model 402 uses three
tubes and comes in either ivory or
walnut finished unbreakable cab-
inet. Four-inch dynamic speaker de-
livers 2 watts. No filament drop-
ping resistor used; Underwriters’
approved. List, $6.95. Noblitt-
Sparks Industries, Columbus, Ind.
—RaADpI10 TODAY.
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Scve Time and Mm
wilfy THE MEISSNER ANALYST

Note Ease ol Reading
Channel by Channel

AUDIO

50-50,000
CYCLES
VOLTMETER
5, 15, 50, 150,
500 'VOLTS

OSCILLATOR

0.6 to 15.0 MC.

SERVICES
ANY TYPE OF
RECEIVER

60 ~er

The Meissner ANALYST is not only highly efficient——covering every conceiv-
able phase of signal testing—but it is surprisingly easy to read and operate.
This up-to-the-minute instrument will work wonders in raising the standard
of service in your shop. It will take the kinks out of your toughest servicing
problems . . . step up your efficiency . . . save valuable time . . . increase
your profits.

RF-IF

95 to 1700 KC.

LINE CURRENT

0.1 to 3.0 AMP.

It accurately measures both control and operating voltages without affecting
the operation of the set. Channels can be tested individually or simultane-
ously. Reading is greatly simplified. There’s an individual panel for
each channel.

And best of all, you buy the ANALYST in KIT FORM . .. Save nearly HALF
the cost of a factory-wired sct of comparable quality and efficiency. And at the
same time acquire a fundamental knowledge of this instrument and what it
will do for you that could not otherwise be obtained by weeks of study
and experiment.

Get the facts on this revolutionary TIME and TROUBLE SAVER . . . See
the Meissner ANALYST at your Parts Jobber’s—or mail coupon below for
FREE FOLDER . . . It tells the whole story!

E NEW fMPROVED MEISSNER

MER New Time-Payment Plan

You can now buy the ANALYST and
other Meissner Products on TIME.
Ask your Parts Jobber or write us
for details.

1. F{TRANSF

Molded t:";:“;‘:?:: For superior performance in any type
plastic ant of receiver—try this remarkable mid-
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RCA Record-Radio
"Package"

A combination ‘“package” including
a group of records, a rack and a table
radio-phonograph has been announced
by Irving Sarnoff, of the Bruno-New
York Co., RCA Victor distributors in
New York City. The Victrola plays
both 10 and 12 inch records with the
top cover down.

‘“Sponsored. by the wurld’s largest
manufacturer of radio and phonograph
instruments, the combination plan pre-
sents a total of $45.70 worth of mer-
chandise including, in addition to the
Victrola, a quantity of records, a rec-
ord storage rack, and a subscription to
a famous music magazine, all at the
special price of $29.95,” Sarnoff said.
“The arrangement places the enjoy-
ment of recorded music within the
reach of every purse.”

The Victrola is equipped with a
streamlined tone arm and crystal pick-
up. The radio tunes domestic broad-
cast and police bands. List price of the
instrument separately is given as
$39.95.

The records included in the “pack-
age” have been selected as among
those which should be in every Amer-
ican home. Together with the record
storage rack, they have a value of
$5.25. In addition, the combination in-
cludes a three-months’ subscription to
the Victor Record Review.

Farnsworth Steps Up
Production

Production of radio receivers and
combination of radio-phonographs in
the Marion, Ind. plant of Farnsworth
Television & Radio Corporation, which
had been moving along at an average
rate of 900 sets a day, has been stepped
up to more than 1,000 with the addi
tion of a fourth assembly line, which
is turning out 10-tube chassis. Of the
three other lines, one is making 7-
tube sets and two are producing 10-
tube receivers.

Addition of the new assembly line
raised the number of office and factory
workers at the Marion plant approxi-
mately to 700 persons and greatly ac-
celerated the flow of Farnsworth radios
from the factory to distributors and
dealers throughout the country. At the
same time, the number of persons on
the company’s payroll at the Fort
‘Wayne plant was 181.

Dealer showings held during the last
half of September included those by
Farrar-Brown Company, Inc., Portland,
Me.; Crest, Inc., St. Louis; R. D. K.
Distribution Company, Louisville;
Straus-Bodenheimer Company, Hous-
ton, and Smith and Hirschmann, Ro-
chester, N. Y.

Among the recently appointed Farns-
worth distributors are Texas Norge
Sales, Dallas; South Texas Appliance
Corp., San Antonio; Jensen-Byrd Co.,
Spokane, and Valier Sales Co., La-
Crosse, Wis.

Appointments of distributors are
pending at New Orleans, Memphis,
Omaha, Minneapolis, Salt Lake City,
Los Angeles, Seattle and Atlanta.

Philco Models Adopt
Furniture Style

A new type of radio furniture, de-
signed to meet the demands of those
who favor flowing lines, has been
adopted for many of the new Philco
radio models, according to Sayre M.
Ramsdell, vicepresident of Philco.

“This innovation in radio styling,”
said Ramsdell, “has been appropriately
named the Cascade type, because the
rounded undulating lines continue
their graceful flow and are not inter-
rupted by sharp angles.

“In addition to the great service the
radio performs,” said Mr. Ramsdell, “it
probably is the most universal piece
of furniture in the American home
today. Because of this, it has become
a responsibility of the radio industry
to see that radio design takes this
fact into consideration.”

“The final result of continuous sur-

This display of Majestic radios advertised with a quarter page ad. in the Chicago
Tribune boosted radio sales to a three year high for Chicago’s Boston Store,
reports Bill Meutsch, radio buyer.
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veys,”” concluded Ramsdell, “proves
that the public no longer favors awk-
ward, almost formless lines, and that,
in designing the new Cascade type,
Philco has skillfully blended a radio
cabinet that is tailored to the general
public’s expressed preference.”

Rawhide for Radio
Cabinets

L S

Gutmann rawhide on Churchill

cabinet.

Beauty, distinction and craftsman-
ship rarely are combined so interest-
ingly as they are in this radio cabinet
covered with ‘“Genuine Rawhide by
Gutmann.” This rawhide is made
from the hides of carefully selected
cattle, specially processed to make it
practical for covering radio cabinets.
To the radio setmaker who wishes to
offer his trade something really indi-
vidual, eye catching and handsome be-
yond the usual, rawhide in the ‘“nat-
ural” or in colors offers interesting op-
portunities. The cabinet is a product
of the Churchill Cabinet Company, Chi-
cago ... and the rawhide was supplied
by Gutmann & Company, Inc., Chicago.
Write either or both for details.

Leon Adelman on "grand
tour" for Cornell-Dubilier

No press agent for Ringling ever
took to the road with a busier sched-
ule than Leon L. Adelman this Fall.
The genial Leon, who heads up 'sales
and advertising for Cornell-Dubilier,
was off in September on a whirlwind
tour that will take him, before January
2, into practically every state east of
the Rockies, with important stop-
overs in each. There is even a Dpro-
vision in this streamlined sales pro-
motion for a Christmas holiday in
Miami. Fla.

‘“We like to think of Mr. Adelman
setting out on this tour de force of his.
weighted down somewhat more than
usual with skiis and swimming tube, a
good warm overcoat and a couple of
summer tropicals,” writes B. M. Reiss.
‘“We like to think of him back at his
desk, day after New Year’s, brown as a
berry, except for those two telltale
patches of white around the Jobes
where his ear-muffs were. We don’t
envy Leon his travels. We prefer
working here at home where you suf-
focate and freeze pretty much on
schedule. But then, we haven’t the
enrgy, aggressiveness and zest for sales
promotion of Cornell-Dubilier’s No. 1
Salesman. Few men have.”

RADIO TODAY



8 Watt Amplifier

% Incorporates selection of output im-
pedances; field supply independent of filter
circuit; individual control of microphone
and phono for complete mixing; high gain for
high impedance crystal, dynamic and veloc-
ity mikes, $39.50 list—Thordarson.

20 Watt Amplifier

% Powerful. Compact. Four-stage cir-
cuit incorporates inverse feedback Mixing of
microphone and phono channels is free from
cross-talk or interaction. Separate bass and
treble tone controls. Available in 2-speaker
carrying case. $735.00 list— Thordarson.

LU —— —

45 Watt Amplifier

% Two double range tone controls enable
the operator to increase or decrease the low
frequencies as well as independently increase
or decrease high frequencies at the same
time. Many other unusual features. $140.00
list—Thordarson.

Thordarson Leads

Forty-four years building the
finest transformers in the world,
has given Thordarson the technical
background necessary, for the pro-
duction of quality Sound Equip-
ment. These Thordarson Amplifiers
are truly Sound Leaders of Today.

28 Watt Mobile

% Compact “Universal” portable oper-
ates from 115v AC or 6v storage battery.
Standby switch leaves filaments connected—
eliminates warm up period. Three input cir-
cuits with separate gain controls. Built in
phono-motor and pickup. $180.00 list—
Thordarson.

75 Watt Amplifier

% Three high-impedance, high-gain
microphone channels are separately con-
trolled—may be mixed together or with the
high-impedance phono channels. Two phono
inputs. Two separate channels incorporate
compressor and expander circuits. $180.00
list—Thordarson,

14 Watt Amplifier

% Low frequency booster circuit which
accentuates tones in the vicinity of 40 to 50
c.p.s. Reproduces with true fidelity, Except
for the bass boost the frequency response
varies less than + 1 db from 30 to 15,000

.p.s. $57.50 list—Thordarson,

[
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30 Watt Amplifier

% In handsome walnut cabinet, Four-
stage circuit with inverse feedback insures
“distortionless” operation at full output.
Output impedances match almost any
speaker combination. $110.00 list—Thor-
darson.

- - e ————— e

20 Watt Amplifier

% Deluxe equipment. Four-stage ampli-
fier circuit featuring a unique mixer circuit
and doubly effective inverse feedback. Inde-
pendent mike and phono controls mix with-
out interacting. Booster circuit emphasizes
frequencies below 100 cycles. $79.50 list—
Thordarson.

For complete technical description of these amplifiers, ask your distributor for Catalog 600-D published by Thordarson Electric Mfg. Co




Sebling Sound

Many uses for sound systems offer op-
portunity to serviceman and dealer.
How to get started in this profit-field.

Sound installations and the renting
of equipment have become important
parts of the radio-man’s business.

Modern sound reinforcing equipment
so improves the ability to hear, under-
stand, and enjoy group entertainment
that it has become a very necessary
part of public gatherings.

Any good radio-serviceman with a
knowledge of acoustics can step into
the lucrative sound field. Hundreds of
applications present themselves, and
even in small towns the radio-service-
sound man has opportunities offered in
few other occupations.

PROFIT WITH SMALL JOBS

On other pages of Rapio TopAY are
typical installations that provide the
profit gravy, but the bread and butter
money is to be found in the everyday
applications which the sound man can
promote with a little effort.

Pictured on this page are three of
the many different uses for sound
equipment.

School functions require sound rein-
forcement for ample coverage. Chan-
delier type speakers cover this gym.

Schools and colleges are perfect pros-
pects for sound equipment from both
the renting and buying standpoint.

With the football season here and
basket-ball a few months away, school
athletic fields, and gymnasiums need
amplifying equipment. The gym pic-
tured here is sound-covered by chande-
lier-type Atlas speakers. School dra-
matics are greatly aided with a P.A.
system that can offer realism 1o ama-
teur plays with sound-effects. Class
rooms, lecture hallg, and cafeterias are
more efficient with a radio-sound sys-
tem.

Mol_)ile sound systems are money mak-
ers in elections, advertising campaigns,
and safety drives.

40

The method to use in tackliug a
school job is to analyze the require-
ments of the installation, draw up a
set of plans for the type and amount
of equipment necessary, and present a
concrete layout for the job. Mere
approach with the idea that ‘the
school could use a sound system” is
doomed to failure.

DOUBLE-DUTY EQUIPMENT ‘

The serviceman or dealer can select
one of the many good sound systems
on the market and develop the public-
address possibilities in his area.

Several manufacturers are offering
systems that operate from 6-volt DC
sources and 110-volt AC current. Such
an amplifier will serve double-duty as
a mobile and fixed system.

In larger centers, several P.A. sys-
tems can be rented to churches,
schools, lodge-clubs, and many other
organizations. For smaller towns, ong
system may be sufficient for the re-
quirements.
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Outdoor concerts are better with a

good sound system. Here, Rubinoff

uses Kontak mike to entertain crowd
at Moline, Il

Renting of P.A. equipment can be
as profitable as sound installations.
Where several systems are being rent-
ed, a group of young men can be
trained as operators. By using trained
men, the system will perform better,
and bring in new business.

Survey the prospects for “better
sound,” select a good P.A. system that
is applicable to your needs, and thus
develop your profits.

MANY OUTDOOR JOBS

The outdoor jobs for sound equip-
ment are manifold. Fall festivals, po-
litical meetings, musical concerts, and
auctions are but a few of the possi-
bilities.

The picture of Rubinoff playing his
violin for the Mississippi Valley Music
Festival is typical of this popular field
for sound equipment. Protected from
the rain by an umbrella, Rubinoff used
an Amperite XKontak mike through a
sound system installed by E. H. Gor-
don of Moline, Ill.

(Continued on page 50)




Thordarson asst
sales mgr.

J. R. Beebe,

Beebe to Thordarson Post

Thordarson Electric Mfg. Co., has
announced the appointment of J. R.
Beebe as assistant sales manager.
Beebe has been representing Thordar-
son in the middle western states since
1934.

Wilcox-Gay Jobbers

Distributor appointments for exclu-
sive territories announced by Wilcox-
Gay Corp. this month include: York
Supply Co., 517 W. Third St., Cin-
cinnati, O.; Appliances, Inc.,, 238 N.
Third St., Columbus, O.; Ohio Valley
Sound Service Co., 2024 Pennsylvania
St., Evansville, Ind.; National Mill
Supply Co., Fort Wayne, Ind.; and the
Geo. D. Barbey Co., 434 Walnut St.,
Reading, Pa.

Ulrich Heads Hytron
Renewal-Tube Sales

Vinton K. Ulrich, sales manager of
the Hytronic Laboratories Division,
has been appointed renewal-tube sales
manager of the Hytron Corporation,
Salem, Mass.

As sales manager, Mr. Ulrich will
work with Hytron jobbers in setting
up a more stabilized condition in the
replacement tube field. As of October
2, the Hytron Corporation announced
a schedule of new low list prices set
up to make the sale of tubes profitable
to everyone concerned, thus giving the
public more value for their money.

Furthermore, the Hytron Corpora-
tion is advocating that service charges
and labor be charged for as such., To
turther help the serviceman, the Hy-
tron Bantam *“GT’ series tubes are
now coming equipped with metal
shields so as to make these tubes in-
terchangeable with metal types as well
as the regular “G” series tubes. In
this way it is possible to use one tube
to replace what formerly required
three tubes.

“The reduction in inventory, made
possible by using the Hytron Bantam
tubes,” Mr. Ulrich points out, “results
in additional profit for the distributors,
dealers and servicemen alike, since
by reducing tlhe stock, turnover is
greatly speeded up.”

OCTOBER, 1939
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CINAUDAGRAPH
SPEAKERS

| it’s what you DON'T SEE
that counts most!

If you’re any judge of materials and workmanship,
you can recognize quality in the Cinaudagraph speaker.

But there’s more to Cinaudagraph’s success than what
you see on the surface. Actually, it’s what stands. behind
this complete line of permanent magnet and electro-
dynamic speakers that counts most. It’s the years of
research and experiment, of design and assembly and
rigid laboratory testing—all performed under one roof
by trained engineers expertly supervised every step of
the way. That’s why today, Cinaudagraph is the world’s
outstanding speakér line.

Proﬁts come biggest where volume sales come quick-
est. The turnover is rapid on Cinaudagraph speakers
because every sale means a 1009, satisfied customer.
And you know what they say about satisfied customers’

—your hest advertisement”.

There is a Cinaudagraph speaker for every indoor and outdoor
job, in both electro-dynamics and permanent magnets from 5" to

| 277, Send for new catalog today.

CINAUDAGRAPH CORPORATION

S'I'AMFORD CONNECTICUT
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Hotel dining and dancing spots need high-quality sound systems.
give wide-angle sound coverage. Velocity mike used for vocal pick-up.

Here, flat-baffled speakers on either side of the band stand
“V” concentration of sound covers sides and rear.

Iypical Sownd Justablations

2. Night Clubs and Restaurants

Equipment and methods to use in these profitable jobs

The increasing popularity of night-
clubs, road-side restaurants, and simi-
lar entertainment - with - your - meal
spots, makes the use of good sound sys-
tems a necessity.

Dinner music, vocal entertainment,
and announcements are more enjoy-
able when they can be heard without
effort. Good sound coverage puts the
entire room on a parity witih the best
“ring-side” seat. No longer need cer-
tain parts of the room be shunned be-
cause of poor acoustics, for well
planped sound systems can overcome
these defects.

Lodge clubs are excellent prospects
for sound systems because of the wide-
spread activity they embrace. Dances,
plays, and initiations, are but a few ot
the things that can be more successful
with sound equipment.

Skating rinks require PA systems
just as much as they need skates.
The extremely high noise level makes
it necessary to use moderate to high
power equipment with diversified
sound outlets.

MANY NEEDS FOR SOUND

Night-clubs, restaurants, and lodge-
clubs need good sound re-inforcing sys-
tems for one or more of the following
reasons.

1. Modernistic room-layouts and dec-
orative materials are “acoustic haz-
ards.” Low ceilings, hard finished
floors, etc., all affect natural sound
coverage.

2. Usual noise-level is too high for
un-aided voices, small orchestras, and
solo instruments.

3. The dance floor being near the
orchestra dais, places the audience so
far back that much of the aural enter-
tainment is lost.

4. The tonal quality, strength and
versatility of a PA system fills a def-
inite need in this field of public enter-
tainment.

5. A good sound system attracts cus-
tomers because hearing is a pleasure
and not a task.

CONSIDER TYPE OF SERVICE

The type of service into which a
sound reinforcing system is going and
the type of people who are going to
operate it, are very important points
to consider when selecting and install-
ing this equipment. .

Equipnient used in night-club type of
service is generally handled by un-
trained personnel. The system is
turned on early in the evening and op-
erated continuously into the small
hours of the morning. These facts call
for well designed amplifiers, speakers,
and microphones. The factor of safety
for such material should be high to
give long-range satisfaction.

Restaurant service is similar to the
night-club operation in the continuous
hours of service demanded of the
equipment, and in the general type of
personnel handling the system.

Lodge clubs are less strenuous on
the equipment since they usually have

Wall serves as flat-baffle for speakers

used in this lodge-club dining room.

Velocity mikes used in band-shell om
left and speakers’ table on right.

RADIO TODAY
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Concealed horn-type speakers direct
sound over definite area in long,

narrow rooms. Amplifier installed
near stage for convenience.

a handy-man or electrician who takes
care of the PA system.

The types of equipment that are
needed for mnight-clubs, restaurants,
lodge halls, and skaiing rinks, are all
similar and vary only in small details.

BASIC EQUIPMENT NEEDED

For the average night club, the fol-

lowing equipment is essential.

1. Amplifier of proper power rating.
(See chart on page 36 of RaAbIo
Topay for August 1939.) The
amplifier should have at. least a
4-channel input.

2. A sufficient number of speakers to
handle the amplifier power, and
to distribute the sound uniformly.

3. One non-directional mike for or-
chestral pickup. The frequency
response of this microphone
should be broad and as “flat” as
possible.

4. One directional mike of good
quality for pickup of singers and

general vocal sounds. The very
high and very low frequency re-
sponse of this mike is not partic-
ularly important since voices do
not extend into those regions.

5. One contact mike for pickup on
guitars, and other solo instru-
ments.

Additional equipment that will prove
extremely useful and af tne same tine
make the system more versatile, in-
cludes:

1. Lapel mikes for singers, actors,

and announcers.

2. Phono turntable useful in inter-
missions, etc.

3. Spare mike of a universal char-
acter permitting its use as a di-
rectional or non-direc{ional pick-
up.

The equipment needed by a res-
taurant depends upon the type of en-
tertainment to be given. If an or-
chestra is used, the equipment will re-
main the same as the night club. Since

TYPICAL NIGHT-CLUB SOUN IN

Good sound coverage is product of careful planning.

Very small night-club sound-served
with single infinite-baffle speaker.
Vanes direct sound over velocity mike.

vocal entertainment is not used as
much in restaurants as in night clubs,
a directional mike for vocal pickup
may not be necessary. The lapel and
spare mike may also be eliminated.

If the musical entertainment is to
be furnished by recordings, two turn-
tables are advisable. By using two
turntables and channel mixing, the
musical program may be continuous,
just as two projector movies are con-
tinuous.

Lodge clubs will need the same
equipment listed for the night club.
The phono turntable is most useful to
this type of installation. Sound effects
for stage productions and initiations
are big selling points for PA systems
in this type of service.

Skating rinks will require the ampli-
fier, speakers, and turntable. A good
microphone for announcements is also
required.

(Continued on page 50)

w!
AMPLIFIER

‘ORCHESTRA
MIKE

Typical layout with box-baffled speakers focused on point five-feet

above center of rear wall. Keeping sound from reflecting off dance floor reduces possibility of feedback. Three high-gain
input channels necessary for ample pick-up on band-shell.
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VOLTAGE AND POWER LOSS

MIS-MATCHED IMPEDANCES;

RATIO OF Z (LOAD) TO Z (OUTPUT)

EXAMPLE.
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LINE TO 8/ SPEAKER |
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Voltage and Power Loss in
Mis-Matched Impedances

Probably no subject in radio has
been more discussed than matched or
mis-matched impedances. The sound
man has been told that it is a cardinai
sin to have the speakers of one imped-
ance and the line feeding them of an-
other value.

The full page graph in this issue
shows just what effect various ratios
of load to output impedance have on
the power transferred and the voltage
appearing across the load impedance.

Since power can only be dissipated
in a circuit containing resistance, the
impedances to be matched must be
similar in character tuv comply with
this graph. By similar, it is meant
that the impedances must contain the
saine ratios or reactance to resistance.
The similar impedances must further
be dqualified by having the reactance
of both either capacitive or inductive.
While this covers the technical aspect
of the graph, it is not a problem for
the sound man to worry about. The
majority of impedances used by the
sound man are nearly pure resistances
and will therefore apply.

DIVIDING AMPLIFIER OUTPUT

The advantage of using this graph
lies in the dividing of audio power
among several speakers. The total
output of an amplifier may be divided
into any number of unequal parts by
selecting the proper ratio of speaker
to line impedance.

For example, if it is desired to con-
nect a 6-watt speaker to an amplifier

delivering 40 watts into a line, the*

6-watt speaker may be made to take its
load and no more by a correct ratio
of impedances. Thirty watts corres-
ponds to a power ratio of 10 Log
30/ 006 or 37 db, and 6 watts corres-
ponds to 30 db. The loss in power
will be 7 db. Using the graph, it is
seen that an impedance ratio of 16.5
will give the loss of 7 dh. The speaker
impedance should be 16.5 times the
line impedance.

The curve for voltage loss is useful
in matching microphones to amplifier
inputs. It is apparent that the larger
the load impedance is with respect te
the microphone iimpedance, the greater
will be the voltage across the load
Since a mike does not furnish power
but mierely swings the grid voltage, it
is important to have a high load to
output impedance ratio.

For quick estimation remember that
a loss of 3 db in power is a loss of
50 per cent, and a loss of 6 db in
voltage is also a loss of 50 per cent.

Other uses for the chart will present
themselves as it is used.

New Uses for Chattabox
Communiceators

By ‘including a station - selector
switch on the Crosley “chattabox” in-
ter-communicators, the units are now
universal in application as a wireless
or wired unit. Each unit is a master
station with a possible selection of 15
other stations. As a wired system,
a single insulated lead is all that is
required fromm one station to another.

OCTOBER, 1939

Individual gain control is possible with
these units acting as master stations
on the wired system.

A brand new use for these communi-
cators is a department store or factory
signal call system. A distinctive os-
cillating tone may be used, when the
gain controls are advanced to maxi-
mum position, to signal departments
or persons in a manner similar to the
bell systems now used. Being wireless
in operation, the system fits well into
old buildings not wired for such ser-
vice,

The improvements in the ‘“chatta-
box’” have been made by the sole dis-
tributors, Amplifiers Distributors
Corp., Chrysler Bldg., New York, N. Y.

Designing Degenerative
Amplifiers

The effect on gain of an inverse-feed-
back amplifier may now be quickly
calculated with the aid of the graph
prepared by the Hygrade Sylvania
Corp.

The chart is plotted for normal am-
plifier gain vs. degenerated amplifier
gain for different ratios of feedback
voltage varying from 0.02 to 0.95. In-
cluded with explanatory text, this ma.
terial should be useful to the sound
man in designing or revising ampli-
fiers to give the higher quality possible
with inverse-feedback.

and wonder at the
marvelous convenience

of the full length mi-

at the astonishing flex-

SOUND
BUYERS—

crophone stand, made
in three sections to
pack neatly under the
false bottom in Web-
ster-Chicago portable
sound systems. Imag-
ine the sales appeal
you've got in that point
alone, for band lead-
ers. funeral directors,
and every other user of
portable systems!

If you haven't seen the new,
complete “"Sound of Tomor-
row” Catalog No. 139, send in
the coupon now. The Web-
ster Company, 5622 Bloom-

ingdale Ave., Chicago.

ibility of the new
Webstér-Chicago AM-
PLICALL intercommu-
nicating and paging
systems. Master sta-
tions may call any oth-
ers up to 40, by the
touch of a button: even
remote stations can call
any of THREE masters.
Every industrial plant
striving for speedier
production is an AM-
PLICALL prospectl

o

f : ¥

to the big news in
Mobile Sound — the
Webster-Chicago Mas-
ter Systems. From any
position in the audience
you can mix two micro-
phone inputs, and con-
trol tone. Turning off
a remote microphone
automatically shuts off
plate supply, to save
battery current. They're
ideal for rentals!

The Webster Company. Sec. 0-9
5622 Bloomingdale Ave., Chicago

Send the new No. 132 Souad Catalog
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Hew Sound Products

Erwood amplifier

% Model 2418-A is an 18-watt
amplifier adapted for general PA
work. Input channels for two
mikes or one mike and one phono.
Circuit with 7 tubes is housed in
steel case. Flame resisting wiring
used. Erwood Sound Equipment
Co., 224 W. Huron St., Chicago.—
RADIO ToDAY.

Webster Electric PA system

* Versatile sound system with
removable amplifier for permanent
location. Speakers and amplifier
are entirely separate independant
units for use alone or together.
Power output is 13 watts, and fea-
tures include AVC, dual tone con-
trol, power gain of 129 DB for
mikes and 79 DB for phono. Fre-
quency range is within 3 DB from
45 to 10,000 cps. Webster Electric
Co., Racine, Wis.—RADI0 TODAY.

Astatic crystal pickup

% Tru-tangent phono-pickup fea-
turing spring-axle cushioning uses
type B ebonite coated crystal. Single
hole mounting and die-cast arm.
Frequency response may bhe varied
with E4P tone equalized. List price,
$10. Model AB-8. Astatic Micro-
phone Lab., Inc., 830 Market St.,
Youngstown, Ohio—Rap1o TobAY.
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New Equipment for Every Sound Job

Fairchild portable recorder

% Dynamically balanced, 16 Ib.
turntable is gear driven from a syn-
chronous motor for 78 or 331/3
RPM. Crystal cutter head and crys-
tal pickup are operated by a high
fidelity amplifier. Adjustable pitch
of 98 to 161 lines per inch. Model
F-26-2 Fairchild Aerial Camera
Corp., 88-06 Van Wyck Blvd., Ja-
maica, L. I., N. Y.—RADpI0 TODAY.

Transducer mike
* High-sensitivity dynamic mi-
crophone with directional pickup
characteristic has alnico magnet,
black bakelite case, chromium-plated
swivel yoke, and 25-foot cable.
Average output, —49 db. May be
used as speaker. Available in 200,
50M ohm impedances and 50 and
500M ohms on special order. Trans-
ducer Corp., 42 W. 48th St.,, New

York, N. Y.—Rabpio TopAy.

Atlas mike plug-connector

% New microphone cable ter-
minal is a combination plug or
screw-cap connector. Removable
male plug is of riveted construction
and cable connection is made to
screw-cap unit. Adjustable grip
spring extension makes positive
ground connection to cable shield.
Amplifier input terminals are of
the shorting and open circuit types.
Atlas Sound Corp., 1447-51 39th
St., Brooklyn, N. Y.—Rap1ro Tobay.

Universal recorder

% Direct vertical shaft driven
turntable operated from synchron-
ous motor. High quality cutting
head driven by 5-watt 120 db gain
amplifier. Cuts up to 12-inch rec
ords at 78 RPM and permits moni-
toring of recording by headphones.
Crystal. or dynamic mike. Uni-Cord
No. 5160. Universal Microphone
Co., Inglewood, Calif.—Rap1o To-
DAY.

Operadio portable PA system

* Model 425-GG is a 30-watt
portable system with mike floor
stand, two 12-inch pm speakers, and
infinite baffle cases. Controls are
set in illuminated recess. Mike and
cable supplied. Floor stand carried
inside case. Operadio Mfg. Co, St.
Charles, I11.—RADIO TODAY.

Thordarson amplifier

% Featuring handsome steel cab-
inet, this 14-watt amplifier has mul-
tiple stage inverse feedback and
low frequency booster. Linear re-
sponse to 15,000 cps. High-fidelity
amplifier lists at $57.50. Thordar-
son Electric Co., 500 W. Huron St.,
Chicago, Ill. —RA])IO TopaY.

RADIO TODAY




Burlingame Appointed
by IRC

Bruce Burlingame, well-known man-
ufacturers’ representative with head-
quarters at 69 Murray Street, New
York City, has been appointed by the
International Resistance Company,
401 North Broad Street, Philadelphia,
to handle IRC fixed and variable re-
sistance products to the jobber and
industrial trade. His territory will
comprise parts of Eastern Pennsyl-
vania, Maryland, Delaware, New Jer-
sey and the District of Columbia.

Meissner Develops New
Vibrator

G. V. Rockey, v.p. and gemneral sales
manager Meissner Mfg. Co., has an-
nounced that his company has devel-
oped “an entirely new vibrator which
life tests prove to be of exceptional
value.” Shipments on the new product
were started September 8th and pre-
liminary reports from the field are
most satisfactory, said Rockey.

Meissner statements reveal that at
the end of the fiscal year, September
30, their jobbing division showed an
increase of 72 per cent over a similar
period a year ago and the month of
September was the largest in the his-
tory of the jobber division.

GE. to Manufacture Radio
Equipment and Accessories

With the revision of its radio patent
agreement, General Electric has an-
nounced that it is now licensed to man-
ufacture and sell, and will immediately
offer television and frequency modula-
tion transmitters including G-E tubes
as standard equipment. Also available
will be complete studio and control
room equipment—Ilights, cameras, con-
trols, monitors, and antennas. The li-
cense also covers transmitters and re-
ceivers for purposes other than tele-
vision and frequency modulation.
Transmitting tubes for replacement in
G-E apparatus and for certain spe-
cialized applications are available at
present, and after January 1, 1940,
they will be on sale for nearly every
purpose.

New Radio Parts
Supply in Roanoke

The H. C. Baker Sales Co., 19 Frank-
lin, Roanoke, has recently opened a
wholesale radio parts department, with
supplies for radio dealers, servicemen,
experimenters, and amateurs in south-
west Virginia. A complete stock of
replacement parts is carried for all
makes of radio receivers, radio trans-
mitting equipment and sound systems.
The officers of the new company are:
Alfred B. Geer, president, and James
H. Davie, secretary-treasurer.

* ¥ %

Booklet of amplifiers and transmit-
ters may be obtained from Stancor job-
bers.
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Engineering board of Transformer Corp of America makes plans at the October

meeting. L. to r., standing: W. W,

A. G. Merlin, J. R. Schoenbaum, L. W. Marko.

Whiteside, G. J. Sandberg, Julien Berger,
L. to r., seated: H. W. Wells,

Roy Neusch, H. W. Paro, H. L. Shortt, g«‘ X. Dostal, N. F. Manicardi, Herman
Tauber.

How to stop feedback

in Po A.

sef-ups?

A Cardicid Microphane installation shawing mini-
mum feedback. Dofted area indicates dead zane.

639A MIKE
TOUGHEST

With the 3-in-1 Cardioid Directional

Mike you have "pick-up control

formerly impossible.

It provides new flexibility—gives
you a ribbon mike or a dynamic
mike or both, matched and equal-

Wesrern Elecrric

CARDIOID
DIRECTIONAL MIKE

SOLVES YOUR
PROBLEMS!

ized to offer a new high in clarity
and fidelity. It has alarge dead zone,
minimizing feedback. It’s ideal for
any and all Public Address set-ups,
as well as for broadcasting. Get full
details. Send the coupon today.

GRAYBAR ELECTRIC CO., Graybar Bldg., New York.
Please send baoklet describing Western Electric’s
New 639A Mike. R1-1u-39

NAME

ADDRESS

CITY
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Specially Designed
For High Grade
INSIDE
Sound Work

e oy e

A R Speaker Enclosure

You can not use aspeaker with a
very large fat baffle for the aver-
age indoor installation because of
its excessive size. The
Speaker Enclosure gives you the
high grade sound of a speaker
using a large flat baffle, but has
been made compact and attractive
for inside sound work.

The beautiful two-tone grey finish
blendswithany decorative scheme.

For complete details

address Dept. RT10

oPLRADIC

MANUFACTURING COMPANY
Dept. RT 10 - - ST. CHARLES, ILLINOIS
Export Division: 145 W. 45th St., New York

All Operadio Amplifiers and Inter-

communicating Systems are Licensed
by Electrical Research Products, Inc.,
under U. S. patents of American
Telephone and  Telegraph Company

and Western Electric Company, In-

corporated.

More Sound Products

Amperite streamline mike

* New line of streamline micro-
phones feature station-type plug de-
signed to eliminate breaking of the
cable at the plug. Increased damp-
ing mounting reduces shock noise.
Amperite Co., 561 Broadway, N, Y.
—RaADp10 ToODAY.

Wilcox-Gay recorders

* Model A-T1 illustrated comes
in suede covered portable . case.
Controls mounted on panel at front
of case with amplifier and speaker
immediately below. Automatic cut-
ter head and crystal pickup. List
price $67.50. Model A-70 is a com-
bination recorder , phono-radio
mounted in console cabinet. List,
$129.95. Wilcox-Gay Corp., Char-
lotte, Mich.—RaADIo ToDAY.

WHEN QUALITY COUNTS

THE CARRIER DYNAMIC MODEL 702-D
For Broadcasting, Recording, Reinforcing

Here is an instrument of striking professional appearance
and outstanding performance. It features the new ‘‘Acoustic
Equalizer”—an exclusive Carrier development—which makes
possible a response curve whose linearity surpasses that of

other types. Ot_her features include: Wide range perform-
ance, Hepco locking type cable connector, magnetic shielding,
sealed construction.

Response 214 db. 30 to 10,000 cycles.
Output level—60 db.
List Price: 30 ohms. .$60.00; 200 to 500 ohms. .$68.50
Free catalog 0B fully describes this and other Carrier microphones

CARRIER MICROPHONE CO

439 So. LaBrea Ave.
* INGLEWOOD, CAL.

15 EAST 26th STREET, NEW YORK, N. Y.

48

University dual speaker

* Model WCC hf and If speaker
uses separate driving units and
electrical filter networks. Non-res-
onant rubber tired rims. 60 to 10,000
cycle range over wide angle. Highs
through cellular bell and lows
through trumpet. University Labs.,
195 Chrystie St., New York, N. Y.—
RADIO ToDAY.

Ward S;und system

* Special microphone, amplifier
and speaker mounted in a single
case make compact unit for public
speakers. Illuminated manuscript
stand built into top of case. Crystal
mike. Amplifier provides 15 to 18
watts power. Eight inch P.M. speak-
er. Phono input jacks and extra
speaker sockets provided. Montgom-
ery Ward Co., W. Chicago and N,
Larr Sts., Chicago.—RaDpI0 ToDAY.

RCA auto-record changer

% Automatic record changing
mechanism has top loading crystal
pickup, and plays 7 twelve-inch rec-
ords or 8 ten-inch records. Plays
any size records manually. May be
attached to any model radio-phone
with sufficiently large cabinet. Mo-
torboard dimensions, 143% x 11%.
No. 9865 lists $44.95. RCA Mfg. Co.,
Camden, N. J.—RaApIo TopAY.

RADIO TODAY
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e Leading The Parade
of New Sound Products

. .
=
c.1 S=2 3 cs-1
Atlas ‘’Hold-Tite’” Connectors
They're the handiest . . . speediest . . . easiest

to use shielded connectors yet designed for the
man who is selling sound. The new Atlas line
features the multi-purpose ‘‘Duo-Plug” Conneclor
(P-1 and F-1) which is the ONLY telephone type
plug offering a reliable means of attaching the
shield of single conductor cable. The ‘‘Duo-Plug”
permits conhection to amplifier chassis screw con-
nectors . . . male line connectors . . . and as a
complete unit for jack type inpufs, Why not make
better sound connections by using Atlas ‘'Hold-
Tite”” Connectors?

® Send For FREE Fall Catalog

Jobbers . . . P. A, Men! Write for your copy
of the new Atlas Fall Catalog describing ‘‘Hold-
Tite'” Connectors and a complete line of sound
equipment and accessories.

ATLAS SOUND

CORPORATION
1453-A 39th Street Brooklyn, N. Y,

an, Vo
dany

yS

1o fating
sufacturet ‘51:1 gu
0\ 10

QUAM-NICHOLS CO.

3rd Place & Cottage Grove 1674 Broadway
NEW YORK
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Clarion sound system

* Complete system rated at 16
watts uses beam power tubes in
push-pull for total gain of 113 db
in mike channel. Frequency re-
sponse from 40 to 9500 cycles and
output impedances from 2 to 500
ohms. Two 10-inch PM speakers
and a choice of one of five modern
mikes are included with the floor
stand, and wall bafies. Model C-418.
Transformer Corp. of America, 69
Wooster St, New York, N. Y—
Rap10 ToODAY. :

Shure uniphase mike

% Uni-directional crystal or dy-
namic microphones with cardioid
pickup pattern are useful in sound
installations troubled with feed-
back. Available in Model 730A uni-
plex crystal type and series 55 uni-
dyne, dynamic type. Shure Bros.,
225 W. Huron St., Chicago.—Rapro
TopaY,

Webster Electric crystal
pickup

* X-79A series crystal phono-
graph pickups have frequency re-
sponse from 50 to 8500 cps and oper-
ate with 2.5 ounce needle pressure.
Arm assembly is rubber cushioned
to prevent ‘“mechanical reproduc-
tion.” Single hole mounting. Web-
ster Electric Co., Racine, Wis.—
Rap10 Tobay.

for P.A. and
Recording

DYNAMIC
MICROPHONE

Modern in its functional de-
sign, tiltable for directional or
non - directional pick-up, this
new ‘630 is suitable for all
modern amplifiers . . . readily
adaptable to high fidelity mu-
sic and speech pick-up.

Rugged in construction . . . made en-
tirely of metal and bakelite, it is im-
pervious to heat, temperature
changes, rough handling and salt air
+ + « a “natural” for service in tropical
climates.

* FREQUENCY RESPONSE: 40 - 9000
c.p.s. with rising characteristic on
upper end of curve.

* OUTPUT: —56 db. (open line).
Standard output impedances include
Hi-Z, direct-to-grid.

* VOICE COIL: Hand drawn aluminum
wire for lightness, insulated with
Polystyrene.

* MAGNETIC CIRCUIT: Large alnico
magnet with Armeo magnetic iron
pole pieces.

* DIAPHRAGM: Heat treated Durev.

* TRANSFORMER: Built-in in all mod-
els except 50 ohm. Core material
has extremely high permeability.

Available in both chromium and light
gunmetal finishes. Full equipment
includes a three contact locking con-
nector, 20 ft. low capacity cable, on-
off switch and tilting stand mounting.

630-GM (gunmetal) list price $25.00
630-C (chromium) list price 27.50
h 4

See this new “630” at your local
radio parts distributor. Write
for complete details.

ELECTRO-VOICE MFG. CO., Inc.

1239 SOUTH BEND AVE.
SOUTH BEND, INDIANA
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«> Convert Your Public Address
Amplifier Into a Recorder and Get
Into a Sure-Fire New Field o> «o»

REE from bum, vibration and bumps, tbis basic

recording mechanism is the ideal central unit for a
high quality professional-type recording system. The
quality of the recording depends only on the quality
of the amplifier and disc used witb it.

A heavy-duty, constant speed General Electrie
motor mounted on a solid vibration-proof aluminum
casting Is used to rim-drive tbe turntable. Machined
from a one-piece aluminum casting, the turntable is
absolutely flat and wobble-free. The recording arm
is instantly adjustable for use with acetate, alu-
minum or pre-grooved discs. Impedance of the cut-
ter is 15 obms.

The complete unit can be mounted on a mounting
board 15 x 15 x 5/16”. Full instruc-

tions and templates are furnished $56 75
witb eacb unit. DEALER NET PRICE. .

We carry a complete line of recording cutting heads,
recording amplifiers, crystal pickups, turntables, etc.

Write or consult our Mr. Austin on any of
your recording problems.

SPEAK-0-PHONE
RECORDING & EQUIPMENT CO.

19 WEST 60th STREET, NEW YORK, N. Y.

SETIN THIS PICTURE

oday, owners of stadiums, ballcooms, churches,
department stores, offices, garages are sold on the
importance of Sound. New outlets for P.A. sales
develop every dayl You can sell these—and profit
more—with the Lafayette line for 1940,
f;:,;_lys'vs GOT THE SYSTEM

for every purse and purpose. Allied, too, Lafayette
offers three lines—a DeLuxe, Standard and
Economy to help you quickly turn prospects into
customers, stock into cash profit. For there’s eye
appeal in Lafayette's packaged P.A.—and per.
formance that can’t be matched even at twice the
Jow Lafayette price.

I “HERE'S aLL YOU DO

Tear out coupon and mail for FREE catalog. See
the world’s most complete line of sound systems.
Compare Lafayette feature for feature, dollar for
dollar with any other P.A. Then, go to town with
Lafayette — the money-making line in the low
price field.

NTA GA.
G Wi e :;L':ACH“E& ST,
. 4. s JAMAICA, L. 1.

CA
N.Y. .%luvlv' JACKSON Bt
.Y, « NEWARK

Rush FREE 1940 Radio Cotalog No. 78, I

1 |
INamc ...................................................... I
|

IAddnu .................................................... I
I (o3 28555 600000 00360008E AOHP OB no oo oL (- SIale. ..iiiiiirenann. o I
) Hadio Wire Tolevision Inc. fermerly WHOLEALE RADIO SERVICE 1

J_Dept. 12K9 100 Sixth Ave., New York, N. Y.
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SOUND IN NIGHT CLUBS
(Continued from page 43)

Amplifiers for night clubs, restau-
rants, and lodge clubs should have
good frequency response from approxi-
mately 50 cycles to 10,000 cycles. Bass
and treble “boost” controls are handy
and will find a lot of use. In skating
rink service, the wide range of fre-
quencies is not quite as important, but
the amplifier should be able to cover
the range of the usual record, 100 to
8,000 cycles.

Four channels are necessary in the
amplifiers used at night clubs, lodge
clubs, and restaurants. Two channels
are usually sufficient for the skating
rink amplifier; one for a mike and the
phono into the other. It is a good idea
to count on future expansion of the
system and allow an extra channel.
Pre-amplifiers may always be added,
however, with the additional mixing
channels.

Speakers for restaurants, night clubs
and lodge halls should not be objec-
tionable from a decorative standpoint.
Flat and box baffled speakers blend in
with artistic surroundings most easily.

The choice between electrodynamic
and permanent magnetic units is a
matter of personal preference. The
better grades of both types will give
excellent results. Where the speakers
are located at some distance from the
amplifier, the permanent magnetic
type may be more desirable because of
the simplified wiring.

USE LARGE SPEAKERS

The sum of the speaker power rat-
ings should total to 1.5 or 2 times the
average power to be used in the in-
stallation. By using speakers of larger
power capacity, the quality of repro-
duction is better since the speaker is
not overloaded on high-volume levels.

The subject of what type of micro-
phone to use is more detailed than
this article permits. All of the better
grades of mikes are quite applicable to
this type of installation. Certain type
of microphones are more rugged me-
chanically, and these should be used
where rough service is likely.

Turntables vary a good deal in qual-
ity. For continuous use, as in res-
taurants, a heavy, well-balanced table
either rim or gear driven in will give
the most trouble-free service. The
most common speed is, of course, 78
RPM; 33 1/3 RPM records are rarely
used. Check to see if a dual speed
table will be needed.

Exposed connecting cables for mikes,
speakers, pre-amps, and turntables
should have a good quality connector.
A locking variety is to be preferred,
since it gives better service and pre-
vents emergency breakdown from
cables being pulled apart, or discon-
nected from the units.

FLOOR REFLECTS SOUND

Sound installations in night clubs
require careful consideration because
of the large area of hard finished dance
floor.

If the speakers are mounted above
the dance floor and the sound is di-
rected down by baffles, reflection of the

sound will occur, and feed back, or
“dead” areas will result.

In the diagram of a typical night
club, the speakers are mounted on
either side of the dance floor and di-
rected down at a small angle of 7 de-
grees. By keeping the angle between
the horizontal and the axis of the
speaker small, direct sound reflection
is eliminated. To make this angle cor-
rect, 10 degrees or so, the speakers
may have to be positioned quite near
the orchestra stand, for short, high-
ceiling rooms. Where it is necessary
to mount speakers near the mikes, a
deflecting baffle may be attached to the
sides of the speaker baffles nearest the
microphone. Horn type baffles give
less trouble from feed back when close
to a mike because of their directive
effect.

For the best sound coverage, the
speakers should be “focused” on a
point in the center of the rear wall and
about ‘“ear high.”

In this typical layout, the normal
audio power used will be about 10
watts. The speakers, and amplifier
are therefore operating at half-rated
capacity for best quality and ample
reserve.

HANDY LAYOUT CLICKS

Looking at the job from the tech-
nical, artistic, and operating stand-
points is necessary for a well balanced,
and satisfactory system.

When installing the turntables and
amplifier for a restaurant job, consider
the set-up from the operating stand-
point. Since records are to be “faded”
in from one table to another, the mixer
controls on the amplifier should be
convenient to anyone running. the
tables.

In the small night-club illustrated,
a single 12-inch dynamic speaker is
used. This speaker is housed in an
infinite baffle chamber, and good sound
coverage is obtained with deflecting
vanes. Feed-back does not occur be-
cause the “beam” of sound is directed
beyond the field of pickup for the
mike.

A 15-watt, 2-channel amplifier is
used with inputs from a ribbon mike
and a contact mike.

The speaker and infinite baffle in the
night club layout were supplied by
Atlas Sound Corp., Brooklyn, New
York. The other installations pic-
tured here were made by Commercial
Radio and Sound Corp., New York,
N. Y.

SELLING SOUND

(Continued from page 40)

Sound trucks are very versatile Gnd
are profit makers for the owners. Po-
litical campaigns, police safety cam-
paigns, motion picture, and merchan-
dise advertising keep P.A. trucks busy.

The neat job pictured is owned by
John A. Barnett, Niagara Sound Sys-
tems, Niagara Falls, Ont. A 40-watt
Operadio amplifier drives the two Uni-
versity speakers mounted on the roof.
The speakers are mounted in such a
manner that they may be ‘““aimed” in
any direction. A 300-watt AC MG set
is used in a sound-proof compartment
to supply the power.

RADIO TODAY
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BEST BUY in Wireless

INTERCOMMUNICATING

Systems

&
"SR P
CROSLEY CHATTABOX
per palr, consisting of

$ -50 TWO COMPLETE
F.O.B.N. Y, MASTER STATIONS.
Complete two-way wireless loud speaking sys-
tem. Perfect performance. Plug into any 110
volt socket, AC or DC. Equipped with CALL-

LISTEN-TALK switch and volume control,
Write for information or catalogue.

SOLD ON 10-DAY TRIAL WITH MONEY-
BACK GUARANTEE. ORDER TODAY.

JOBBERS, DEALERS AND DISTRIBUTORS
WRITE FOR SPECIAL QUANTITY
DISCOUNTS.

AMPLIFIERS - DISTRIBUTORS CORP.
DEPT. R. T:, CHRYSLER BLDG., NEW YORK
Sole Distributors of the

CROSLEY CHATTABOX

AAAAAAAAAAAAAAAAAAALAALAAAAAAN

UNIVERSITY “NON RESONANT"” LOUDSPEAKERS
will help you

Round out your sound picture

Our biggest Selling feature is

“NON RESONANT"’

Exclusive with University

But don’t forget . . . .

Only University has ALL the following features:

® Absolutely Non Resonant under all con-
ditions

® Efficient enough to cut amplifier cost in
half

® 25 watts power rating cuts down number
of speakers

® High acoustic output overcomes worst
hackground noise
® Totally waterproof under all climatic con-
ditions
frequency response
“Microphonics”

® Unbreakable diaphragm increases life of
installation

Razor sharp clarity on voice reproduction

UNIVERSITY LABORATORIES
195 CHRYSTIE STREET, NEW YORK CITY

® Uniform eliminates
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Majestic Volume Expander
and Bass Compensator

The circuit diagram shown is the
new expander-compensator invented
by C. J. Hirsch, Chief Engineer for
Majestic Radio and Television Corp.
The ecircuit is being incorporated in
the 1940 Majestic radios.

Automatic volume expansion is ob-
tained by controlled degeneration
through the 6U7 tube. A portion of
the voltage appearing across the
speaker voice coil is fed to the grid of
the 6U7 and the bias and gain of this
tube is controlled by the rectified sig-
nal voltage furnished by the 6Q7.
When the input audio signal across the
volume control is small, the bias on
the 6U7 is small, the amplification of
this tube is high and degeneration re-

VOICE

hccn(]

YOLUME &
ZONTROL

MAJESTIC AUTOMATIC VOLUME
EXPANDER AND BASS COMPgNSATOR

duces the speaker output. Small audio
signals are therefore reduced to a
greater extent than large signals. C_,
Cs and Cy4 regulate the bass response
of the amplifier. Frequencies below
the resonant period of the speaker are
amplified more at low levels than at
high volume giving bass compensation.

* w *

German Electrical
Exports Shown

A detailed tabulation of exports of
electrical equipment from Germany for
the year 1938 which were valued at
about $134,395,000 has just been pre-
pared and made available by John H.
Payne, chief, electrical equipment divi-
sion, Department of Commerce. Two
tables are included, one showing total
German electrical equipment exports to
all countries of the world and the
second showing a detailed breakdown
by commodities and countries.

The information is designed to in-
form American manufacturers and ex-
porters of electrical equipment of those
countries which may seek new sources
of supply should the present European
conflict continue to restrict exports
from Germany.

* * *

New recording products are illus-
trated and described in catalog No.
7-B. Mike, amplifier, motor, remote
speaker, and crystal play-back arm for
use with the basic Speak-O-Phone re-
corder mechanism. Speak-O-Phone, 23
W. 60th St., New York, N. Y.

IS IN “SOUND "
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READ ABOUT THIS FOOL-
PROOF SALES PLAN THAT
HANDS THE SOUND BUSINESS
— AND THE PROFIT — BACK
TO THE SOUND DISTRIBUTOR
LOCK, STOCK AND BARREL!

THE men making the Big Money in
Public Address today are members of
the nation-wide, fast growing Clarion
Institute of Sound Engineers. For
C.I.S.E. represents an air-tight mer-
chandising plan that assures profits to
Sound distributors who qualify.

Y o can guady

as a member of C.LS.E., you enjoy
factory purchasing power; exclusive
territory; free P.A. engineering and
consultation service; prepared national
advertising and local sales promotion;
furnished leads—a complete merchan-
dising set-up, making the sale of
“Sound” practically a profession, and
you the authorized C.I.S.E. represen-
tative in your area.

2Nes3' % ao

Mail the coupon today. It is your appli-
cation for membership in the C.I.S.E.
It will bring you full details of this sen-
sational BIG profit-opportunity that
costs you nothing. Does it work? Last
year C.I.S.E. members increased Sound
sales 500 per cent! Act at once~remem-
ber, only one C.I.S.E. representative to
a territory. Send this coupon today!

. Clarion Institute of Sound Engineers I
69 Wooster St., New York City RT-1039 l
Please send us i diately pl inf -
tion concerning the C.I.S.E. money-making
plan, together with my application form. I
understand that this obligates us in no way
whatever. ’

Name..cooinirnsniiinnnes A l
CERETR acoaomaonmmo ™ i co oo 000000000 l
[ 13 OO State. .oooieiimisione l
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The amount of RF gain that a re-
ceiver can offer to the minute signals
picked up by the antenna, largely de-
termines the efficiency of reception.
The RF stage improves the selectivity
of any receiver and serves as the most
efficient protection against “image” re-
ception in superheterodynes. As ex-
plained in “Image Interference in Su-
perhets” (September, Rapio Topay),
the RF stage(s) keeps unwanted sig-
nals from beating with the local set-
oscillator by attenuating, or reducing,
the strength of all signals not ‘“tuned-
in” by the stage.

TEST HIGH MU TUBES DYNAMICALLY

A typical tuned RF stage is shown
in Fig. 1.

The tubes used for RF amplifiers are
of the high transconductance type, such
as the 6D6, 6K7, 78, and 1852. Trans-
conductance or mutual conductance is
a measure of a tube’s controlling abil-
ity, i.e., the ratio of a small change in
plate current to the change in the grid
voltage causing it; all other things re-
maining constant. The small changes
effected in the grid voltage by the sig-
nal, therefore, create quite large vari-
ations in the plate current. The mu-
tualconductance of the typical RF
amplifier tube is in the order of 1,000
to 1,500 micromhos and may be calcu-
lated from the plate resistance and the

IST DET
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amplification factor for the particular
operating point for the tube;
®
gm — —
Rp
Expressing this formula in words: Mu-
Amplification factor
tual conductance=

Plate Resistance

Another characteristic feature of RF
amplifier tubes (the pentodes in the
more recent sets) is remote cut-off.
Remote cut-off refers to the amount of
negative grid bias required to reduce
the plate current to zero and in the
case of these super-control tubes, the
cut-off bias is 15 to 20 times the nor-
mal operating bias. The advantage of
this remote cut-off feature is that the
gain of the stage may be varied over
wide limits by changing the grid bias,
and that large signals will not make
the grid so negative that cut-off occurs
with consequent distortion. The “bend”
in the characteristic curve is not seri-
ous as a factor of distortion, since the
small signal voltages usually handled
do not swing the grid over a very
large portion of the curve.

In testing high gain tubes such as
those used in RF stages, a dynamic
mutual-conductance test is the most
conclusive. An emission test ‘will
prove little in determining the fitness
of a high gain tube for RF amplifica-

Fig. 1—Typical tuned RF stage as
used in Zen!th Model 825. Common
screen grid voltage supply obtained
from divider.

Servicing

n

Common sources of trouble.
Antenna coupling systems in
the new models.

tion. A straight mutual conductance
test is better than an emission test but
the AC voltage impressed on the grid
during a dynamic conductance test
more closely simulates actual operat-
ing conditions.

BY-PASSES GIVE MOST TROUBLE

The most common dificulty with RF
stages is by-pass condenser failure in
the screen grid circuit. The effect of
the shorted condenser is to kill the
stage although the set may be deliver-
ing a signal at the speaker, since
enough signal energy is fed through
the capacity of the tube to the next
stage to operate the set. Where sev-
eral tubes get their screen grid volt-
age supply from a common divider net-
work as shown in the Fig. 1, by-pass
condenser failure will reduce all screen
voltages to zero and at the same time
lowers all other plate and screen volt-
ages, because of the greater current
drain through the choke, speaker field,
series dropping resistor, etc. Shorting
of the cathode by-pass condenser will
increase the volume of the signal, but
the distortion will be very great. The
reason being that the pentode tube
must be operated at a certain mini-
mum negative bias, :and shorting the
bias resistor out puts the grid at zero
potential (in non-AVC sets).

In many of the older sets, the volume

Fig. 2—Basic types of RF control circuits used for control of volume or sensitivity. Left diagram shows the series bias control.
Plate current through variable resistor develops the voltage to make cathode positive. Right circuit shows bleeder system to
apply positive voltage to cathode.
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Fig. 3—Circuit of equivalent RF stage containing the active conponents for radio frequency currents. Alternator represents
the s’gnal voltage multiplied by the amplification factor of the tube.

control is a grid-bias control in the
first RF stage, and in other models it
is called a sensitivity control, when
the regular volume control operates in
the audio circuit. In this type of con-
trol circuit, a certain fixed resistance
must be in the cathode circuit to put
the proper minimum bias on the tube
when the variable resistor is set as
maximum volume or maximum gain.
The size of this resistor may easily be
determined from the minimum nega-
tive grid voltage recommended for the
tube and the cathode current. For ex-
ample, a 6K7 tube should not be op-
erated as an RF amplifier with less
than —3 volts on the control grid. The
cathode current for this tube will be

EMERSON CU-265

RF
12K76T

Fig. 4—Untuned RF stage isolates re-
ce.ver from antenna and acts as gain
confrol.

the sum of the plate and screen cur-
rents, or 8.7 ma. for 250 volt operation
(100 volts on the screen). The proper
bias resistor is therefore: 3 volts/0.0087
amp. or 345 ohms (350 ohms is the
nearest commercial size).

METER LOADS CIRCUITS

The typcal bias controlled RF stage
is shown in Fig. 2. Because of the
remote cut-off characteristic, a high
negative bias must be applied to the
grid in order to reduce the gain of the
stage to zero, and this voltage is not
attainable with the simple series re-
sistance in the cathode circuit. The
voltage divider circuit shown in the
right hand portion of Fig. 2 is used to
provide the necessary cut-off voltage.
In replacing -the variable control in
such a cireuit, check the wattage that
must be handled by the resistor. Sev-
eral milliamps flow through the bleeder
and may be too much for some of the
carbon element units.

In measuring the voltages at the
socket, it is important to consider the

OCTOBER, 1939

load imposed by the test instrument.

The screen grid current for the usual
RF tube is quite small, being in the
order of 1.5 ma., while the drain of a
1,000-ohm per volt meter is 1 ma. at
full scale deflection or 66.6 per cent
of the screen current! The usual series
dropping-resistor in the S-G circuit is
about 100,000 ohms, and the 1 ma.
drain of the 1,000-ohm per volt meter
would alone cause a 100 volt drop
across this resistor. With the screen
current added in, the voltage that
would be indicated by the meter as
being present on the screen grid, would
be approximately 50 volts, assuming a
250 volt supply. This reduction in
voltage is enough to kill the stage.

When making measurements with a
low resistance meter, use the highest
range on the instrument that will give
a practical deflection. The error in
reading the meter at the low end of
the scale will be far less than the error
resulting from loading the series drop-
ping-resistor with the meter current
requirement at full scale deflection.

The voltage-divider system used in
many receivers is less affected by the
meter load since the current through
the resistors is large in comparison to
the meter current.

MEASURE GRID VOLTAGE
IN CATHODE CIRCUIT

Plate voltage measurement is less
subject to the errors of the screen cir-
cuit, since the plate voltage 1s usually
obtained direct from the power supply.
The DC drop across the primary of the
RF coupling transformer should be in
the order of a few volts. The magni-
tude of the plate voltage is less im-
portant in the pentode RF amplifier
than is the screen voltage, since it is
the screen potential that is the greatest
factor in determining the mutual-con-
ductance value.

The control-grid voltage is most accu-
rately measured by putting the meter
leads across the cathode resistor in-
cluding the variable control if one is
used in the circuit. This reading gives
the equivalent of the negative grid
voltage since the cathode is equally
positive with respect to their comimon
circuit; the chassis of the set in most
cases. If it is attempted to measure
the voltage at the grid of the tube
with a 1,000 or 2,000 ohm per volt
meter, the voltage drop in the high re-
sistance AVC circuit, through which

Fig. 5—Loop antenna replaces RF coil
in this set. Bias for RF and modulator
tubes obtained across 180-ohm resistor.

the grid is grounded, will make the
readings inaccurate. In sets where
AVC is not used, it will, of course, be
just as accurate to check the grid volt-
age at the grid terminal as at the
cathode.

Automatic volume control voltages
must be measured with extremely high
resistance instruments to give any de-
gree of accuracy. Moving coil instru-
ments of at least 20,000 ohms per volt
sensitivity or a vacuum tube voltmeter
are the most suitable. The magnitude
of the AVC voltage varies with the
signal, making the grids more negative
with respect to the cathode on the
stronger signals. The AVC voltage on
the grids must not be mistaken for the
fixed bias necessary to keep the tubes
in the proper operating range. By
checking the cathode voltage as well as
the grid voltage, the presence of both
may be assured.

VOLTAGE GAIN CHECKS STAGE

The grid voltage (measured as its
counterpart, the cathode voltage)
should be checked with any variable
control set in the maximum volume or
maximum gain pdsition. The voltage
read will be the least negative voltage
to appear on the grid and its value
should be that given for the particular
tube. In the case of a 6K7, this mini-
mum grid voltage is —3 volts.

The actual gain in voltage from the
grid of the RF stage to the grid of the
succeeding stage is the measure of
worth of the amplifier. The ratio of
the AC grid voltage on the second
stage to the AC grid voltage on the
first stage is the voltage amplification
of the combination of the tube and
coupling unit.

To measure these voltages, the in-
strument must not draw current from
the high resistance grid circuits. The

(Continred on page 56)
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Selling Sorvice

Keeping the cash coming in with new ideas,
methods, and progressiveness

Building Better Service

1. Give your old customers first con-
sideration in busy seasons.

2. Tell customers and prospects about
all of your services.

3. Sell trouble prevention service.
4. Keep a neat, orderly service shop:

5. Advertise wisely and consistently.

The Fall of nineteen thirty-nine will
long be remembered by the servicing
fraternity for more than just the
events in Europe.

The overnight jump in listening
hours per set owner, drove home to
listeners everywhere those slightly an-
noying clicks, buzzes, and “what have
you,” that previously “weren’t worth
bothering about.”

Everybody’s desire to get the latest
war news Kkept the greater part of the
44,000,000 radios in the United States
running from early one morning till
early the next, and many set-owners
quickly found that their sets were not
“delivering the goods.”

None too good on even U, S. broad-
cast quality, the shortwave re-broad-
casts from Europe were hopelessly lost.

Others remembered that the set they
owned had something about a short-
wave “band” on it. By turning the
various knobs, one produced a dis-
heartening duet between the spark
plugs on the autos in the street and
some foreign news-caster speaking Ox-
ford-English that had been censored to
the point of extinction.

Of course the anienna running

around the picture moldin_g, or the
bedspring aerial, had nothing to do
with it.

SERVICEMAN SENT FOR

After trying vainly for a day or two,
the family held a caucus and the idea
was advanced that perhaps something
was wrong with the radio! A service-
man was called in and he prescribed
and administered the remedy—about
three days later.

Being swamped with similar time-
worn receivers, the average serviceman
created some ill-will because he could
not handle each job with his usual
speed. In the hope of getting new
customers, the serviceman stalled off
some of the older clients. Unable to
do a good, fast job for even the new-
comers, his older ‘patients” looked
elsewhere.

Distinctive cards and tags such

as this one keep your name be-

fore the public. Identify your
jobs with such a tag.

Neat, professional appearing service

benches attract and hold customers.

This one is owned by J. F. Waldron,
Norwood, Mass.

The interesting fact about the repair
jobs that were promipted by war, is
that the service was bought, not sold.

The sudden rush of business came
because the owner found that his set
needed repairing. The owner was not,
in most cases, informed of the advan-
tages of keeping his set in tip-top
shape by periodic inspection. He was
not told that “prevention” is cheaper
and more effective than the “cure” in
radio as well as health, He was not
told that it had been 6 or 8 months
since the tubes in his set had been
tested, that his 3-year old aerial was
less than half as efficient as when new,
that the noisy volume control he had
decided to get along with was due to
fail in the middle of an interesting,
program.

A radio service shop designed for
speed and convenience. Twenty indi-
vidual repair benches and small trucks
for handling large consoles, speed jobs.
This new shop in Madison, Wis., is
owned by Harold and Milton Kidder.

RADIO TODAY




The sudden peak-influx of business
should have been leveled out over the
preceding “low” months by good ad-
vertising. Service, like any other com-
modity should be sold. But, you say,
“why sell service when people are go-
ing to buy it?”’ The reason is simple,
and sound.

ADVERTISING LEVELS-OUT PEAKS

The people who are in the market
for radio repairs are non-technical and
are not familiar with what is essential
to the best radio reception. Their radio
and antenna depreciate (physically
and electrically) so uniformly that it
is not noticed until good reception is
greatly impaired or complete failure
occurs.

A lay public must decide upon the
condition of their radios and the de-
cision must necessarily be made from
things they understand; seriously im-
paired reception and no reception at
all.

The lay public is not equipped to
recognize the minor, and less noticed
defects that will eventually cause a
major failure.

It should be the serviceman who an-
alyzes the condition of the set and an-
tenna at periodic intervals. The sér-
viceman should make a conclusive re-
port to the owner on the exact con-
dition of the receiving equipment. The
serviceman is the logical person to
pass judgment on the quality of recep-
tion. He is the one who is equipped
to make accurate measurements and
has the knowledge and ability to draw
correct conclusions from his observa-
tions.

SELL TUNE-UPS, REPAIR, EXTRA NEEDS

These are the things a serviceman
should sell:

1. Keeping a radio and accessories
in perfect condition at all times;
not just repairing a radio when
it is totally inoperative!

2. New equipment to make the radio
more valuable to its owner; such
as phonograph attachments, extra
speakers, headphone connections
to make “after hours” list-
ening un-objectionable, “tuning
eyes,” and AVC on older-sets.

New types of service must be sold
to the public for they, not being tech-
nically minded, are unaware of what
the serviceman can offer beside the
ability to repair a set.

Use consistent advertising to bring
to the listening public your ‘‘extra”
services.

Direct mail is the most effective
method of advertising, but to be effec-
tive it must be continuous and not
sporadic. Calendars and blotters will
keep your name in a home, but a leaf-
let, folder or card should be used reg-
ularly to deseribe your ‘“noise-reducing
antenna installation,” the extra ser-
vices mentioned before, and all the
other things there are to make money
with in the service game.

5 * *

Robert W, Bennelt—Anyone who
knows the present address of Robert
W. Bennett formerly in the -radio in-
dustry in St. Louis and Dayton, will
confer a favor on his brother by send-
ing it to Ell C. Bennett, 1836 Iuclid
Ave., Cleveland, O.
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PORTABLE
llln B.u

MODEL 1181-B
with
REDDOT

Lifetime Guarantee

Many servicemen prefer the ex-
t{reme compactness of the Model
1181-B Portable Laboratory, which
was first offered a few years ago,
and which like other Triplett in-
struments, has been kept up-to-
date in engineering features.

This portable laboratory includes
Models 1125-A Volt-Ohm-Milliam-
meter—AC and DC Volts 0-15-75-

150-750 at 1,000 ohms per volt; DC
Ma. 1.5-15-150; AC Ma. 15-150;
0-1,500 Ohms; 1.5 and 3 Megohms
. .. 1151 Signal Generator (110 Kec.
to 18 Mc., 400 cycle audio note from
jacks) ... and 1166-B Free Point
Tester with sockets on the panel for
all the latest tubes. Volt-Ohm-Mil-
liammeter has 3” Triplett indicat-
ing instrument with RED ¢ DOT
Lifetime Guarantee.

Dealer Price .............. $41.84 Net.

" THE TRIPLETT ELECTRICAL INSTRUMENT CO.
Bluffton, Ohio
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EQUIPMENT
JYOU NEED

The ARCTURLIS

EQUIPMENT DEAL

Puts It Into Your Shop
at Almost No COST!

No matter what units you need to modernize
your store and shop tfacilities, chances are

you can obtain them easily and quickly

merely by selling high-quality Arcturus Tubes!
The Arcturus Equipment Deal, with Lower
Down Payments and Lower Tube Require-
ments than ever offered before, was devised

by Arcturus to help you do more business at

a greater profit. It enables you to offer your
customers Radio’s finest Tubes . . . it gives
you your regular tube profit . . . and, best of
all, it gives you an EXTRA PROFIT in the
form of modern store and
shop equipment! Tube
prices remain Standard
—lessstandarddiscounts
Mail the coupon today. Let us
show you how you can in-
crease your business, speed

up service—make more
money from now onl

ARCIURUS RADIO TUBE €O., Nework. N. ). T4
Without cost or obligation, send my copy of the
ARCTURUS DEALER HELPS Folder and details
of the ARCTURUS EQUIPMENT DEAL.

Name

Street
City State .
(1) am a dealer (] | am a serviceman. My

jobber is
Far yow convenlence Ihis coupen can be pasted oo 3 jenny posteard

Servicing RF Stages

(Continued from page 53)

device to do the job is, therefore, the
vacuum tube voltmeter.

The mere presence of the signal in
and beyond a given stage does not give
proof that the stage is doing its job
to the best of its ability.

Measure the AC grid voltage of a
stage with the VIVM and then the AC
voltage across the load resistance or
impedance in the plate circuit of the
same stage and divide the latter read-
ing by the former. The gquotient is the
voltage amplification of the stage.

The voltage amplification of a tube
is a function of the amplification fac-
tor of the tube, the AC plate resistance,
and the load resistance or impedance
in the plate circuit.

nZL

“ TV (Rp+ RL)2 + (XL)2

In this formula for voltage gain, p is
the amplification factor of the tube, ZL
is the load impedance, RL is the re-
sistance portion of the load, and XL
is the inductive reactance portion of
the load.

The distributed capacity in the coils
of an RF transformer makes it im-
possible to use the theoretical value
of inductance for maximum gain, since
resonance would occur at a low fre-
quency and the stage would be worth-
less beyond this point.

TUBE GAIN LESS THAN MU

The voltage gain, , cannot exceed
the amplification factor for the tube.
The closer the voltage gain approaches
the p of the tube, the more efficient
the tube is as an RF amplifier.

The total voltage gain of a stage,
measured from the grid of one tube to
the grid of the succeeding stage, in-
volves the efficiency of the coupling
device as well as the p of the preceding
tube. (See formula in Fig. 3). The
most common coupler in RF stages is
the transformer with a tuned secon-
dary.

The voltage gain of the entire stage
is a complex function of the inductance
of the transformer primary and secon-
dary, its distributed capacity, the mu-
tual inductance between the primary
and secondary, and the input impe-
dance of the grid of the driven stage.

In the equivalent RF stage circuit
of Fig. 3, the —pEg is the voltage
appearing in the plate circuit of the
first tube due to the grid voltage and
amplification factor of the tube. The
negative sign indicates that the am-
plified grid voltage has been reversed
in phase. It is impossible to measure
this voltage since a portion of it is
lost in the internal plate resistance of
the tube. Rp, is the plate resistance
of the first tube; L, is the self in-
ductance of the primary of the trans-
former; R, is the AC resistance of the
secondary coil and condenser; Ct is the
tuning capacity; Rg, is the input re-
sistance of the grid of the second tube;
and Cg, is the shunt capacity from grid
to cathode in the second tube. M is
the mutual inductance between the pri-
mary and secondary and it is a func-
tion of the inductance of each of the
two coils, and their physical relation
to each other.

This equivalent circuit shows only

the path of the AC currents. Obviously
for power reasons, the AC currents
must flow through blocking condensers
in order to isolate DC circuits. These
blocking condensers are the plate,
screen, and cathode by-pass condensers
in the actual circuit. Their reactance
(opposition to flow of current) is neg-
ligible at radio frequencies and they do
not enter into the equivalent circuit.

RF stage servicing may be simplified
by first establishing the proper power
relations with static voltage and cur-
rent measurements and then analyzing
the signal portion of the stage in an
equivalent circuit. It is seen that the
grid of the second tube must be op-
erated with a negative bias to keep Rg,
high. At ordinary frequencies, the
shunt effect of Cg, is negligible. With
the resistance Rg, high and the react-
ance of Cg, high, their load current
drawn through R, will be a minimum
and the maximum of voltage will be
available on the grid of the tube.

LOOPS REPLACE RF COILS

The current new models are featur-
ing simplified installation in the home
through the use of loop antennas.
These loops have been built into the
set, and made a part of the antenna
transformer by designing the coil to
have the proper inductance, necessary
to cover the band with the regular
gang condensers.

Fig. 5 shows the new Philco model
40-120, 40-125 schematic for the RF
stage. The set uses six push buttons
to select five stations and switch to
manual tuning. The push buttons
select stations by paralleling fixed ca-
pacitors across the coils. Two-band
reception is obtained with tapped coils.

The fixed grid bias for this RF stage
is developed across the 180 ohm resis-
tor which also furnishes the bias for
the 7A8 oscillator-modulator. An in-
teresting feature is the suppressor-
grid connection. By keeping the sup-
pressor-grid at the same potential as
the control grid (always negative),
the high ratio of screen to plate volt-
age may be used without difficulty
from secondary emission from the
plate. High RF gain is realized from
this stage.

An un-tuned RF stage is shown in
the right hand porticn of Fig. 4. The
Emerson CU-265 is a 5-tube AC/DC
TRF set with the 12J5GT functioning
as an un-tuned stage of RF amplifica-
tion, and also serving to isolate the set
from the antenna. The volume control
does double duty by varying the bias
on the tube, and the amount of the
antenna signal to be supplied to the
grid of the tube. This type of circuit
is sharper in action than the simple
series cathode control. A stop on the
control leaves 200 ohms in addition to
the 1,000-ohm fixed resistor in the
cathode circuit. The small tickler coil
in the tuned RF stage puts the cathode
above ground for RF currents and
gives a slight amount of regeneration.

Price Change in N. U. Tubes

A general revision in the net price
structure of National Union radio
tubes has been announced. New list
prices will be issued to conform with
industry standards.
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Sexvice Hotes

Improving Reception with
Built-in Antennas

Both loop and line antennas will
usually provide excellent reception
under average conditions in the home.
Unfortunately, conditions in a distribu-
tor’s or dealer’s demonstration room
aré far from average, and usually are
such as to provide very poor reception.
Thus, receivers with built-in antennas
show up to decided disadvantage. To
provide better set-demonstrations in
such locations, the service department
of Stewart-Warner suggests the follow
ing remedies.

Practically all AC-DC sets on the
market use a buffer by-pass condenser
across the power line. This condenser
will also by-pass any radio signal in
the line, so that the line antenna of
any set that may be plugged into the
same supply will get no radio signal
to speak of.

Loop antenna sets operate under
severe handicaps in buildings of steel
construction since the steel framework
acts as a shield and permits very little
radio signal to pass thru. To demon-
strate loop antenna sets under such
conditions, an outside aerial may be
connected to any large metallic object
in the demonstration room near the
loop sets. If a more finished installa-
tion is desired, the outside aerial may
be connected to a large plate of metal
or a copper screen fastened underneath
the table on which the loop sets rest.
The outside aerial serves to bring the
radio signal into the building so that
the loop antenna can pick it up.

Rider Lecturesin N. Y.

Speaking before a group of New
York and New Jersey servicemen, John
Rider discussed the business problems
of the servicing field. This first lec-
ture of Mr. Rider’s was held at the
Manhattan Center on September 21,
and is one of a group of forty to be
given in cities throughout the country
by the RCA parts distributors and
RCA Victor.

Auto Radio Installation
Tips

The use of rubber for mounting pur-
poses and mechanical insulation in the
new car8 introduces a serious electri-
cal problem when auto radios are in-
stalled. Unbonded parts of the car
pick-up and re-radiate ignition noise
to the radio. A quick way of checking
for this type of interference is to use
a large file as a connector between the
suspected part and the frame or block
of the car. Once located, the fender,
or other part should be securely
bonded with flexible braid to the frame
or motor.

Loose mounting nuts holding dash
instruments in place will often cause
interference when instruments are not
grounded. All gauges operating from
the battery should be checked for loose
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parts and should be well grounded.
Where grounding would cause a short
circuit through the instrument, use a
by-pass condenser in the order of 1
mfd.

Bad cases of tire static have been
traced to canine indiscretion and a
good scrubbing of the tire is the cure.

Ghirardi to Survey
Technical Books

Alfred A. Ghirardi, well-known radio
writer and consultant, has been en-
gaged by the newly-formed United
Technical Publishers Company to make
a detailed survey of the text books

now offered by American publishers for
home study of various branches of
radio, television, electricity, sound,
aviation, and in fact all other techni-
cal subjects, and to select for each sub-
ject the best text-books published.

Mr. Ghirardi invites radio students,
servicemen, and any others interested,
to assist him in the survey by sending
him lists of technical subjects in which
they are in need of good instrue-
tion, and for which they would like
to obtain the “best” book for home
study. Requests and suggestions should
be addressed to Mr. Alfred A. Ghirardi,
care of United Technical Publishers
Company, (Room 587) 45 Astor Place,
Dept. 30, New York, N. Y.

UTAH-GARTER

VITREOUS ENAMEL RESISTORS

Development Engineering and Precision Manufacturing

You get the benefit, with the Utah wire
wound resistors, of more than a decade
of experience in the development of re-
sistance units—starting with the first 10
and 20-Watt types made by the Carter
Radio Company and followed by years of
competent engineering which has kept
abreast of all industry developments.

Double protection is provided by the
two, separately fired coats of porcelain
enamel applied by the wet process. The
hard, glassy enamel adheres perma-
nently to the porcelain tube core, re-
sistance wire and terminals. Dangers
of corrosion from salt spray, moisture,
acids and alkalis are avoided. The add-
ed strength eliminates the possibility
of sharp tools piercing the coating.
Utah terminals cannot tear loose, bend-
ing of soldering lugs will not break

the wire. The junction of wire and
terminal is silver-soldered for perfect
conductivity.

Utah-Carter Vitreous Enamel Resistors
are available in a full range of sizes
and types, from 5 watts to 200 watts.
The adjustable types have dependable
accuracy of Utah fixed resistors. In the
exposed area the wire is protected and
securely anchored by the enamel which
lies between the turns. The cadmium-
plated steel adjustable terminal can be
set at any desired value along the re-
sistor and clamped in place. The watt-
age which may be safely dissipated at
fractional settings is proportional to
the effective length of the section being
used. Complete information is contained
in the new 32-page Utah catalog. Write
for your free copy today.

YOU CAN DEPEND ON THESE HIGH-VALUE UTAH-CARTER PARTS
VOLUME CONTROLS—Wire-wound type, Improved Carbon Type - POTENTIOMETERS - RHEOSTATS - PLUGS -
ST and *L” PADS - LONG AND SHORT JACKS - IMPJACKS - JACK-SWITCHES - PUSH-BUTTON SWITCHES -

D. C. RELAYS

| e 4

UTAH RADIO PRODUCTS CO.
814 ORLEANS ST.,, CHICAGO, ILL,
CANADIAN SALES OFFICE:

414 BAY ST, TORONTU, CANADA

—
W Cabfe Address: UTARADIO CHICAGO
LTS T bt
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® Short wave reception
really means something
these days . . . and when
it is a bit “frazzly” on the
higher frequencies the
Radio Serviceman comes
into his own. The wise

brothers carry Centralab

“gpares” for satisfactory re-
placement service, and

please the most critical

cash customers. So, if you

would glean the golden har-
vest these days , . . see your
jobber for sufficient Cen-
tralab replacement parts.

CERAMIC
CAPACITORS
Where permanence of tem-
perature compensation in-
sure and retain stability
of frequency in oscillator

circuits.

VOLUME
CONTROLS

In standard or midget
« o+ o a low noise level
and smooth attenuation
insure reception of faint
signals.

WAVE CHANGE
SWITCHES

Multi-paint switching for
wave change or tone con-
trol . . . with positive
low resistance contact.

TOGGLE
SWITCHES

RSA News

Among interesting speakers contrib-
uting to successful RSA meetings last
month were: John Rider at Boston,
New York, and Chicago, discussing
RCA test equipment; Major Edwin
Armstrong at New York City with a
demonstration of frequency modula-
tion; Robert Thompson of Meissner,
at Chicago demonstrating and explain-
ing the television kit; L. F. Worden,
of G. E., in Pittsburgh discussing
‘“Electronic Tubes in Industry”; Frank
Cook, NRI, Washington, D. C., as m.c.
at a “Know your own test equipment”
discussion. Bruce Burlingame will
speak in Newark on October 24th.

Several chapters are preparing ma-
terial for the NAB-RSA “Curtain
Raiser” cooperation. With the aid of
Joe Marty, RSA executive secretary,
a complete operating unit has been set
up in Cleveland. Washington, D. C.,
and St. Paul, Minn., chapters are also
at work on the plan.

A record of poor credit and unde-
sirable customers will be compiled and
local newspaper advertising increased
by Lansing, Mich., members.

Ray Rogers has resigned from the
Southern New Hampshire chapter hav-
ing been transferred by his firm to
Portland, Me. Walter Bennert suc-
ceeds him as secretary.

The Lehigh Valley Chapter in Allen-
town, Pa., and the Ohio Valley chapter
have enrolled in the RSA television
course.

New officers of the Jersey City chap-
ter are: William Fuller, chairman; L.
Coon, vice chairman; Frank Johnson,
secretary; George Kuhn, Sr., treasur-
er; William Iannuzzi, sergeant-at-arms,

Soundview Marine Moves

The general offices and display rooms
of the Soundview Marine Co. have
been removed to the General Motors
Building, 1775 Broadway, New York
City. The company recently an-
nounced a new line of marine radio
receivers. Models in the line include
a 5 band set with separate speaker:
a 7 tube, 3 band receiver with 6 inch
p.m. speaker, and a battery-portable
type five-tube superhet. All models
are specially designed for marine use.

ALL YOUR ,
RADIO NEEDS

Bohlke to New RCA Post

‘W. H. Bohlke of the RCA service
division has been appointed director of
test equipment and service merchan-
dising, announced L. W. Teegarden,
manager of the RCA radio tube and
parts division.

In his new duties Bill Bohlke will
concern himself with the problems of
servicemen in the field. He has had
a great deal of experience as author
and lecturer in the service field and
has pioneered in radio and television
research. During 1935 and 1936 he
was in charge of all publications of
the RCA service division dnd prepared
the service lectures on antennas and
receivers which were used that year
in a series of meetings conducted by
RCA throughout the country. More re-
cently he has served as television en-
gineer and editor of the text, “Practical
Television by RCA.”

Clough to Direct C-B Sales

Kendall Clough, chief engineer and
president of the Clough-Brengle Co., is
assuming personal direction of C-B
instrument sales, it has been an-
nounced by the company.

Fred Wellman, active sales head dur-
ing the past two years, continues as
vice-president and advertising counsel.

BOOK REVIEWS

Manual of Radio Interference Elimina-
tion, Sprague Products Co., N. Adams,
Mass.

One of the greatest menaces to per-
fect radio reception is man-made static,
or interference. Motors, diathermy
equipment, electrical heaters, power
transformers, and a multitude of other
noise-makers are all discussed in this
new manual.

The subject of noise-reducing anten-
nas, and antenna locations is reviewed
with definite suggestions toward inter-
ference elimination.

Constructive ideas on locating the
sources of interference and tabulation
of characteristic noises simplifies the
problem of tracing out noise-makers.

A group of elimination procedure
charts tells and shows how to combat
the noise once it is located. Wiring
diagrams explain the connections of
the recommended filters. Noise mak-
ing equipment is classified for quick
reference and sure cure. The price of
this useful book is twenty-five cents.

Here in this one big book you will find everything
you need in radio including radio sets, parts and
supplies . . . newest public address systems . . .
latest amateur equipment . . . testers and kits . . .
your nationally known favorites at lowest possi-
ble prices. Best of all. our service is better than
ever. Most orders are shipped the same day they
are received. Be sure to write today for your
copy of this big FREE CATALOG and save
money. Not only do you save money but you
also save valuable time by sending in one order
for your entire needs selected from this big val-
uable catalog of the radio industry. Join the
thousands of others who now buy their entire
needs from B. A.

In communication receiv-
ers . , . with erystal
filters and wherever deli.
cate supplemental tuning
is invalved,

Centralab

DIVISION OF GLOBE-UNION, INC. Prompt Service |
Milwaukee, Wis.

APPLEBEE CU 1012-14 McGEE STREET
— - » KANSAS CITY, MISSOURI .
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Get This BIG

You'll Like Our ]
FREE CATALOG




RCA-Farnsworth Conclude
Patent Agreements

Radio Corporation of America and
Farnsworth Television and Radio
Corporation announce that they have
entered into patent license agree-
ments, whereby each party has ac-
quired the right to use the inventions
of the other in the field of television
and in other fields of their respective
businesses.

RCA acquired a non-exclusive li-
cense under the patent of the Farns-
worth Corp. for television receivers,
for television transmitters and other
radio and sound recording and repro-
ducing apparatus.

Farnsworth acquired a standard-
non-exclusive license for broadeast and
television receivers and electrical
phonographs under the patents of
RCA and also other non-exclusive li-
censes for television and broadecast
transmitters and for its other fields
of business.

Neither corporation acquired any
right to grant sub-licenses to third
parties under the patents of the other
corporation.

Commenting on the agreements, E.
A. Nicholas, Farnsworth president,
said,

“T believe the signing of the agree-
ments constitutes an ethical milestone
in the development of the electronic
arts in this country. Not only will
the television and radio industries be
stimulated to further developments
and refinements, but the ultimate re-
sult will be marked improvement of
these great services for the American
public.”

Dealers Solve
Trade-In Problem!

San Diego County, California
dealers have worked out a plan
through their Bureau of Radio and
Electric Appliances whereby they re-
condition free of charge an old radio
on the purchase of any console type
radio or combination. They suggest
to prospects that the old radio can be
used in the children’s room, the kitch-
en, workshop, etc. “Two radios for
the price of one” is the theme used in
large newspaper ads selling the need
for two or more radios in the home.

The plan, writes J. Clark Chamber-
lain, is already accomplishing three
things: encouraging the purchase of
better radio sets; cutting down
troublesome trade-ins: and helping
convince people that more than one
set i3 necessary.

Those already cashiug in on the
plan say it takes the pressure off the
salesmen by permitting him to sug-
gest reconditioning the old set, in-
stead of having to jockey with the
prospect as to allowance. They also
report that it is saving them money
since 10 per cent would usually be al-
lowed for the useless radio on pur-
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chase of a console, whereas the aver-
age cost of reconditioning and rein-
stalling the old set in the home is
rarely more than $5.

When the dealers find the old set
will cost too much money to repatr,
the Bureau’s answer is a classic. “I’'m
sorry, madam,” say they, “but this old
set 1s beyond repair; however, to
carry out the spirit of the campaign,
T’ll be glad to take one of my own
used radios on hand, recondition it,
and give you two radios for the price
of one.”

Window cards, newpaper ads and
radio-log booklets are distributed by
the bureau as aids in contacting cus-
tomers and advertising the campaign.

"Treasure Hunt" for
Hidden Transmitter

Nearly one hundred ardent radio
fans took to the field last month, with
loop receivers in an attempt to locate
a transmitter hidden within a 35-mile
radius of Owensboro, Ky. The first
car arrived at the transmitter in less
than one and one-half hours after
driving 32 miles. For those unable to
locate the transmitter by radio means,
the location was aired later in the day
by the local broadcasting station.
Amusements and refreshments were
then served the treasure hunters. Oc-
casion was the Eighth Annual Ken-
Rad Treasure Hunt, September 10th.

CRYSTAL CONTROLLED
MICROVOLTER, NO. 19X

Over 250 crystal controlled output from
100 KC to 150 megacycles, modulated and un-
modulated, with accuracy hetter than .01%.
Calihrated output in microvolts (0.5 to 100,-
000) from 100 KC to 30 megacycles. Self-
contained vacuum tuhe voltmeter, power level
meter and cryst-l. Power level meter has three
declbel ranges from —6 to 438 db. Gain per
stage, selectivity and sensitivity. Calihrated

A_F. output 5. microvolts to 1 volt.

SERVICE MEN

UP-TO-DATE DEPENDABLE

ACCURATE RADIO & TELEVISION
TEST EQUIPMENT SELECT. . .

HICKOK

1&-
i_ NG 2

Size 11”x 13" x15”
OTHER HICKOK INSTRUMENTS

BRAND NEW VACUUM TUBE VOLT-
METER, Test Speakers, Set Testers, Zero
Current Voltmeters, Crystal Controlled
Signal Generators, Tube Testers, Crystal
Controlled Multivibrators, Appliance
Testers.

ADDRESS ALL INQUIRIES TO
THE HicKoK ELECTRICAL INSTRUMENT CO.

S——— OSCILLOGRPAH

For Complete Visual and Sound Signal
Tracing in both RF and IF Stages—Single
or consecutive stage by stage trouble
shooting from the antenna post to the
speaker.

These 16 Outstanding Features Give Full

2 2

m “ s 4 Use of Cathode Ray Tube
- , !
b o - Video Amplifiers Vacuum Tube Voltmeter
1 & o e @ Demodulator Signal Tracer

‘ | = l 2.0 Frequency Modulated Oscil-  Variable Width Sweep

> S i lator Calibrated Sweep Frequency
el Dual Frequency Sweep Complete Horizantal Sweep

Return Eliminator
External Oscillator Circuit Dynamic Audio Output
Universal Locking
Calibrated Screen

Model RFO-4

Selection

HiGain Vertical Amplifiers
Pilot Light

MAIL THIS COUPON

THE HICKOK ELECTRICAL INST. CO. RT |
10514 Dupont Ave., Cleveland Ohio ]
Gentlemen: Please send information about: :
:
]
[}
1
]
1

] RFO0-4 019-x [J New Catalog




WHO WERE LICKED
BEFORE THEY STARTED

Seven blind fakirs tried to describe an
elephant. One grabbed the tail and said:

“It's like a snake.”’—Another felt an ear and
said: ‘'It's like a plant.”"—Another threw his
arm around a leg and said: '‘It's like a tree.”’
So-—unable to see the whole big picture at one
time they were licked before they started.
Today, there are servicemen equally blind,
who think their business is the repairing of
radios only. There are others who. think that
work on P. A. systems will offset the losses due
to cheap receivers. There are others who think
that television will be their salvation. The truth
is that individually they are wrong—yet col-
lectively they are right. The successtul” service
business of tomorrow will do all those things—
and more.—And, the serviceman who doesn't
broaden himself to match the expansion of his
industry will be licked by his own *'blindness’’.
Be ready—know the fundamentals of your
business—study up on the developments of to-
morrow. Check the books listed below and order
those you need TODAY!

‘‘SERVICING by SIGNAL TRACING’
ew by.hxm £ Ir:idc!; .

Use the system of servicing which is fastest—
most modern—the system you can apply to all
receivers regardless of age, type or make—inde-
pendent of the kind of circuit or tubes used—
independent of every limiting factor heretofore
encountered. In this new book you learn what
happens to the signal currents—tg'e development
of control voltages—and how all receivers are
brought to a common servicing level. There is
one thing that is common to every radio set—
the signal. Read this book and you will be able
to service the most complicated set with greater
speed and less effort.

360 pages. .. ............ ..$2.00
THE CATHODE-RAY TUBE AT WORK

This book has established itself as a standard
work. It is the most complete and practical book
ever written on the subject. If you want to be
ready for television you must have the facts
contained in this—the only book on the subject
written especially for servicemen. Get it today!

6 pages—Over 450 illustrations..... $2.50

“AN HOUR A DAY WITH RIDER’ BOOKS
ON AUTOMATIC VOLUME CONTROL. Will speed
up your AVC work. 96 pages, 65 illustrations,
hardcover.............. ..l i, 60c
ON RESONANCE AND ALIGNMENT. You need
this book. Thousands sold! 96 pp., 48 illus...60c¢
ON D-C VOLTAGE DISTRIBUTION IN RADIO RE-
CEIVERS. How d-c voltages are led to tube ele-
ments, etc. Full of facts you need. 96 pp., 69
{11USE7h Gt COVE Ty i o e Wt e N e PR .60¢c
ON ALTERNATING CURRENTS IN RADIO RE-
CEIVERS. With drawings and diagrams. ....60¢

—AND REMEMBER...
You Need All 10 Rider Manuals
for Profitable Servicing

404 FOURTH AVE.
NEW YORK CITY
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LET'S LOOK AT

HIGH
| IMPEDANCE
HEADPHONE

“Recor1 listening-station” amplifier fits on shelf in counter. Clerk changes records
and adjusts volume.

Record Listening Stations

On other pages of this issue of Raplo
TopAY, an inexpensive method of
demonstrating records is shown. The
wiring diagrams for the amplifiers and
power supply used are shown on this
page.

The turntable motor-board is de-
signed to slide on rails and provide
the maximum ease and speed to the
clerk changing records. The vertical
bulk-heads are spaced on 18-inch cen-
ters, and the number of tables per
counter will depend upon the business
transacted.

A high-gain triode is used as the
amplifier tube to deliver a satisfactory
signal to the crystal, or other high-
impedance headphones. The large by-
pass condenser in the cathode circuit

improves the quality of reproduction.
The headphones are isolated from the
DC plate voltage for user-protection.
The grid lead from the pickup is
shielded to keep motor disturbances
out of the amplifier.

The power connections to the am-
plifiers are made with 4-prong plugs.
The filament leads in the power cable
should be twisted together. The plug
on the end of the cable connects to the
socket in the power supply ' chassis.
The power supply is straight-forward
and designed for quiet operation by
using sufficient filter components. The
tubes used are not the latest types but
it is felt that the dealer is more apt to
have these on hand. The transformer
should deliver 300 volts DC at 40 ma.,
and 6.3 volts at 1.2 amps., in addition
to rectifier-tube filament supply.

Common power supply for the amplifiers uses large filter to give hum-free
reproduction.

RADIO TODAY
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Wax Worth Watching

JELLY ROLL MORTON and the New Orleans Jazz-
men playing Winin® Boy Blues and Oh, Didn't He
Ramble—Bluebird B10429.

JAN SAVITT and his orchestra playing The Paper
Picker and It's a Hundred To One, both with VC
by Bon Bon—Decca 2738.

EDDY DUCHIN and his orcbestra playing 1 Must
Have One More Kiss Kiss Kiss, with VC by Durelle,
Johnny and trio, and What Is This Thing Called Love
—Columbia 35204.

BEN BERNIE and his orchestra playing No Mama
No and I'm Takin® My Time With You, both with VC
by Bailey Sisters—Vacalion 5087.

SAMKY KAYEZ and his Swing and Sway orchestra
playing My Prayer witb VR by Clyde Burke, and If |
Knew Then witb VR by Tommy Ryan—Victor 26369.

HORACE HEIDT and bis Musical Knights playing
Start the Day Right witb VC by Larry Cotton, Heidt-
lites and Enemble, and Stranger Things Have Hap-
pened, with VC by Larry Cotton—Columbia 35217.

CHICK BULLOCK and his Levee Loungers playing
I Can’t Tell Why | Love You But | Do and Sunbonnet
Sue, both with VC by Mr. Bullock—Vocalion 5098.

MAXINE SULLIVAN with orchestra singing Sing
Something Simple and Jackie Boy—Victor 26372.

BENNY GOODMAN and his orcheftra playing |
Didn't Know What Time It Was and Love Never Went
to College, botb witb VC by Louise Tebin—Columbia
35230.

THE SMOOTHIES with orchesta singing It’s Funny
to Everyone But Me and Myrtle—Bluebird R10422.

ETHEL WATERS witb Ed Mallery and his orchestra
singing Push-Out and ‘Bredd and Gravy—Bluebird
B10415.

Serious

TRISTAN UND ISOLDE—Tsoldes Liebestod—parts
1 and 2, Wagner—Kirsten Flagstad. Victor 8859.

BIZET—Carmen Suite—Sir Thomas Beecbam and
London Philharmonic Orchestra. Columbia Set X-144.

PETER AND THE WOLF—Prokofieff Op. 67—Kousse-
vitsky and Boston Symphony Orcbestra. Vietor M-566.

HANDEL—Concerto Grosso No. 5 in D Major—Felix
Weingartner and London Philharmonic Orchestra. Co-
lumbia Set X-142.

STRAWINSKY—Petrouchka—Leopold Stokowski and
Philadelphia Orchestra. Victor M574.

THE DONKEY SERENADE—Giannina Mia—Harbach
—Friml. Allan Jones. Victor 4380.

ALBUM OF VICTOR HERBERT MELODIES—Victor
Salen Group and orchestra.. Vietor 12589-12593.

4’@36 GIFT MERCHANDISE

o2 SHOP EQUIPMENT

A AN
RICH WARM 100% WOOL BLANKETS

@ Tbese warm, long
wear blankets are
first quality 100%
virgin wool, beauti-
fully bound with
satin. Available in a
variety o f modern
colors. Size 72” x 84”.
Dealer Deposit $4.00
Retail Value $12

FAMOUS MARLIN SHOTGUNS

Retail Value $39.90

® Marlin's great Over & Under Sbotgun available in
12-16-20 gauges and 410 bore. A perfectly balanced,
easy bandling gun, strongly built. Positive automatic
safety. . . . Approximate weigbt, 12-gauge, 7% lbs,,
16 and 20-gauge, 6 lbs., .410 bore, 53%; lbs. Dealer
Deposit ...t ittt i i e e, $22.50

ELGIN
WATCHES R

Retail Value, $37.50

@ Ladies ELGIN DE LUXE wristwalcb, semi-baguette,
17 jewels, 10K gold filled case. Or man’s CRUSADER
8/0 size, 17 jewels, 10K natural gold filled case. Dealer
DepositilE . o % - T = fh o @i iu b Baas e i a8 o108 $11.00

ROGERS
SILVERWARE

Retail Value, $60.00

@ 87-piece service for
8 persons in Good
Housekeeping ap-
proved tarnisb proof,
fine wood cbest. En-
core design. Made and
guaranteed by Simeon
L. & Geo. H. Rogers
Co., famous Oneida sil-
versmitbs. Dealer De-
posit ......... $12.00

IT PAYS TO HANDLE
NATIONAL UNION

Radio Tubes
and
Condensers

SERVICE DEALERS!

Do you want to increase your volume,
give better satisfaction to your cus-
tomers, protect yourself from cut price
competition . . . THEN WHY NOT
WORK WITH N.U.. .. All our policies
and sales promotions are aimed to
build up you and your business.
National Union offers a complete line
of all (320) types of tubes. Quality is
the finest tbat researcb skill and engi-
neering can produce; backed by the
most liberal replacement policy in the
industry. Tbe cboice of leading service
engineers everywhere . . . they've got
to be good!

CERAMITE COHDENSERS

Thbe only midget
electrolyhc en-
cased in ceramic 3
ins u lation ©
Can’t sbort
whben jammed in tigbt places. Com-
petitively priced. Available in all popu-
lar capacities and voltages.

NOTICE!

There is no truth to the rumor that National
Union is going to discontinue premiums.
movement is on foot to try to persuade your
jobber to discontinue piving You equipment
with your tube purchases. National Union's
plan is henefiting thousands of service dealers.
Tell your distributor—*‘We want National
Union offers continued!"

RT-1039

Ask Your Jobber or Write NATIONAL UNION RADIO CORP.
% 57 State Street, Newark, N. J.

Brings You a Blgger NET from Record Sales

MERCHANDISER No. 2S—>
For display or storage. Sets on
counter or hangs from wall, Sheet

T T E R

Standardized, economical equip-
ment for ureater efficiency in sell-
ing records, albums, etc. Write

steel, sprayed Duce finish walnut
color. Holds 140 10” records.
21" flong, 37” high, 9” deep.
Price $6.25 Boxed F.0.B. Factory.
< CABINET No. 100
May be used independently or as
2 unit of a larpe record depart-
ment. Outside facings of birch
finished in walnut. Recessed ebon.
ized maple base. Dustproof con-
struction. Holds 500 10” and
500 12” records and 75 aibum
sets. 2’ 1014” long, 7’ 2” high,
1414” deep. Price $44. Un-
crated F.0.B. Factory.

A. BITTER CONST. CO., 2701 Bridge Plaza North, Long Island City, N. Y,

for free folder showing full line.

RECORD BOOTH B-1 -»

Standard Construction.
Built of completely standardized
sectional units which can be read-
ily rearranged or added to as the
need arises, Made of kiln oried
birch.  Finished in walnut ma-
hogany or a painted finish. Can
be readily converted into dark
room for use in demonstrating
television sets.

OCTOBER,
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@eﬁm&/ on
Climnile
Resistows

Co. as exclusive distributors of Ma- Presents—
Ohmit jectic radios in Wichita, Kan.; Kansas , |
mite . City, Mo., and Akron, Toledo, and 3 ‘
City, Mo., and Akron, Toledo, Cleve- A comp’efe New L'ne Of
Brown land, Ohio, and Oklahoma City. ALLIGATOR CLIPS i
Devils ]

Popular, time-proved, extra-sturdy
wire-wound resistors for voltage
dropping, bias units, bleeders, etc.
Built right and permanently pro-

tected by Ohmite Vitreous Enamel. | an appendicitis operation. He was

10 and 20 watt sizes; 1 to twenty-one years old. \

100,000 ohms. The young Mr. Erskine attended 7 New
Pettie Prep School in Pennsylvania Teeth thot Screw

I viceman,
| thinks Golenpaul.

War Creates Boost in
Parts Trade

That the war will be responsible for
a big boost in the radio parts trade is
the opinion of Charley Golenpaul, job-
ber sales head for Aerovox Corp.

“In addition to the accepted use of
radioc as home entertainment, the
average set is now operating many
extra hours a week for news bulletins,”
says Charley. “As a result we have
been receiving a greater volume of
jobber orders this past couple of weeks.
Increased radio listening time is cer-
tain to call for more replacements,
with a nice business increase for ser-
jobber and manufacturer”

- Graybar Now Jobbers
| for Majestic Territories
|

Majestic Radio and Television Corp.
have appointed the Graybar Electric

Harry J. Erskine Dies
After Appendectomy

Henry J. Erskine, son of B. G. Er-

| skine, president of Hygrade Sylvania

Corp., died Saturday, October Tth after

and was, at the time of his death, pre-
paring to return to his studies at Cor-
nell University.

served with a buffet lunch and refresh-
ments. J. E. McNaughton, sales pro-
motion manager, reports considerable
volume of business realized by L, D.
Morgridge, appliance sales department
manager, and his men.

Fry & Roberts Now
Triumph Reps

Triumph Mfg. Co., manufacturers of
commercial radio testing apparatus
have announced the appointment of
Fry & Roberts, 2412 W. Seventh St.,
Los Angeles, as west coast representa-
tives in the states of California, Ariz-
ona, Nevada and Utah. Plans have
been completed for opening a San
Francisco office November 1st.

MUELLER

IMPROVEMENTS!
)

reolly mesh Connection

2

6 — NEW CLIPS —6

Ohmite : |
Adjustable G.E. Ra"y in Milwaukee All Popular Types, Insulated ,.
Dividohms A meeting of over 400 radio dealers or Uninsulated, and a

Mighty handy for quick replace-
ment or change of resistance
value. Easily adjusted to exact
resistance—or tapped where need-
ed. Ideal voltage dividers. Ratings
from 10 to 200 watts. Resistances
up to 100,000 ohms.

Get Ohmite Parts from Your Jobber
Send now for free Ohmite Catalog 17

(II-I.-I-IIIIIIIIIIIIIIIII-IIIIII..’
OHMITE MANUFACTURING CO.

4873 Flournoy Street, Chicago, I,
U. S. A

from all parts of Wisconsin attended
a General Electric radio dealers rally
in Milwaukee last month to present the
new line and discuss the advertising
and promotion plans for 1940. The
complete new line of G. E. sets was
presented by George Devine, factory
representative, features were compared
with other lines by T. F. Hall, G. E.
merchandising department, and factory
rep Ray Cochran gave the sales pro-
motion and advertising story. After
the meeting the entire group was

UNIQUE, SOLID COPPER
R.F. ALLIGATOR!
°

SEND FOR FREE SAMPLES
AND SHEET 702

Voo Cle

1573 E. 31st St. Cleveland, Ohio

PAR-METAL PRESENTS

RACKS o CHASSIS o PANELS

Send FREE CATALOG 17.

IN A GREAT NEW 1940 CATALOG

When you build your next transmitter, amplifier, public address system, exciter kit, fre-
ouencv meter .

. or any other Job, be sure you use Racks, Panels and Chassis by

INamMe) ool oot e rers o e e - 7 7 2 S PARMETAL. It's the most widely publicized line and is specified in con-
structional articles more frequently than any other line. The Reason: Highest

Address quality, beautiful streamlined desiun and popular price.
. S OUR NEW CATALOG is now cahinets, several new types of rack
City ............... Rofarees ready. It describes the most complete  panels, speaker cahinets and new
line in the Industry. Two hig sec- models of amplifier foundation chassis.
Occupation - ......c..coooooooo s PR tions: Amateur and Commercial—de- Many new De Luxe chromium trimmed,

| voted to relay racks, enclosed racks, streamlined models in both black or

transmitter racks, all purpose metal grey ripple finish are included.
@ H M" T E ' PAR-METAL PRODUCTS CORP. oy 7 AAST STREET,
|
R LETTER BRINGS IT FREE

RADIO TODAY

RHEOSTATS RESISTORS TAP SWITCHES




News of "The
Representatives"

At the September 12 meeting, “The
Representatives of Radio Parts Man-
ufacturers” elected an out-of-town pres-
ident, S. K. MacDonald of Philadel-
phia. One of the features of the 1939-
40 program will be to foster greater
activity among members of the or-
ganization outside of New York City.
Other officers elected at the meeting
were: Pres. S. K. MacDonald, 1343
Arch Street, Philadelphia, Pa.; Vice-
Pres. Martin Camber, 30 Dongan Place,
N. Y. G.; Sec’y-Treas. David Sonkin,
220 East 23rd Street, N. Y .C. (re-
elected).

Plans were discussed for the year’s
activities and given over to the newly
formed committees for individual ae-
tion.

The newly-appointed Board of Gov-
ernors: Dan R. Bittan, chairman, 53
Park Place, N. Y. C.; Perry Saftler, 53
Park Place, N. Y. C.; Adolph Fried-
man, 220 East 23rd Street, N. Y. C.;
Leo Freed, 1150 Broadway, N. Y. C.; 1.
Golden, 453 Broome Street, N. Y. C.

Membership committee: Irvin Nev-
ins, chairman, 53 Park Place, N. Y. C.;
Ben Joseph, 1440 Broadway, N. Y. C.;
Adolph Friedman, 220 East 23rd
Street, N. Y. C.; Leroy Schenk, 57
State Street, Newark, N. J.; Hy Stein-
berg, 423 Broome Street, N. Y. C.

Entertainment committee: Marty
Camber, chairman, 30 Dongan Place,
N. Y. C.; Jules Sussman, 220 East 23rd
Street, N. Y. C.; Jack Sharf, 152 West
42nd Street, N. Y. C.

Publicity: C. B. Cooper of Cooper-
DiBlasi, 91 Seventh Avenue, N. Y. C.

New members elected include: Sig-
mund H. Cohn, 2523 South Hill Street,
Los Angeles, Calif.; Wm. E. McFadden,
915 Montrose Avenue, Columbus, Ohio;
Bruce L. MacPherson, 1919 Wells
Street, Fort Wayne, Ind.; Milton
Shapp, 4036 Walnut Street, Philadel-
phia, Pa.; Henry W. Burwell, 415
Peachtree Street, N. E., Atlanta, Ga.;
James Millar, P. O. Box 116, Station C,
Atlanta, Ga.; Edwin Guiness, 373
Washington Street, Boston, Mass.

New Jobbers for
Stewart-Warner

Recent additional radio distributor-
ships announced by L. L. Kelsey, radio
sales manager for the Stewart-Warner
Corporation are: H. J. Sackett Elec-
tric Company, Buffalo, N. Y.; C. T.
Berner Distributors, Dayton, O.; Fal-
heim Lumber Company, Erie, Pa.; The
Hibbs Hardware Company, Ports-
mouth, O.

The distribution territory of Brown-
Dorrance Electric Company, Stewart-
Warner radio distributors in the Pitts-
burgh area, has been expanded to in-
clude Wheeling, West Virginia, and vi-
cinity, Kelsey announced.

Ansley Record Cabinets

Two record cabinets, the ‘“Modern”
and the “Kent” have bheen presented by
the Ansley Radio Corp. The “Modern”,
built of real walnut and designed to
hold a small combination with ree-
ords below, lists at $19.50. The “Kent”,
model is made in 18fh Century period
design in garnet mahogany. List price
is $29.50.

OCTOBER, 1939

WA
/ 7({‘% NOT LEFTOVERS

Profit is made on turnover—not leftovers. And what’s the secret
of turnover . . . fast turnover? A product with a following . . .
proved in reliability. And behind the product, a reliable com-
pany . . . wise in experience. Cornell-Dubilier capacitors sell
faster because they are backed by a company 29 years “at
it” and recognized for Consistent Dependability the world over.
You can profit by standardizing on the complete line of Cornell-
Dubilier Capacitors, Capacitor Test Instruments and Quietone
Interference Filters. Available at all leading distributors.

Catalog No. 175A free on request.

Product of the world’s oldest and largest manufacturer of capacitors.

CORNELL-DU
ELECTRIC CORPORATION

1019 Hamilton Boulevard, South Plainfield, New Jersey
Cable Address: CORDU

LONG WAY

The good name of Ken-Rad Radio Tubes
is due to the highest standards of
quality in manufacture and performance.
KEN-RAD TUBE & LAMP CORP.
OWENSBORD, KY.
Export Dept.
116 Broad St.,, New York, U.S.A.
Cable Address: Minthorn, New York

RADIO TUBES

DEPENDABLE
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THE MARK OF AN ETHICAL
MERCHANDISER OF ADVERTISED
RADIO BRANDS

Here is a symbol which bears watching. It is your safequard
against practices which have tended, in the past, toward taking

away profits which are legitimately yours.

Dealers and Servicemen who have had to contend with
destructive practices in the past, will welcome the opportunity
which is now afforded them to help eliminate these practices.
NRPDA Jobbers are merchandisers of nationally advertised
radio brands. They are jobbers who are interested in Industry
problems which affect your business. In short, NEPDA members

recognize their responsibility to you.

That is why we urge you to deal with jobbers who display
the NRPDA symbol. There’'s an NRPDA Member in your terri-

tory Address the Executive Secretary for his name.

NATIONAL RADIO PARTS DISTRIBUTORS ASSN.

TEMPORARY OFFICE OF THE EXECUTIVE SECRETARY
5 WEST 86th STREET NEW YORK, N. Y.

RADIO TODAY




BRACH -AUTO
AER IALS

Radio’s Smartest Auto Aerials
Are Made by Brach

New streamline design; smooth, noiseless;
anti-rattle construction. Made of chrome-
plated Admiralty brass. Approved and reec-
ommended by leading auto manufacturers.

See our new 92-inch Cowl Aerial with
concealed mounting insulators.

Send for Latest Catalog
Covering Complete 1940 Line

L.S. BRACH

MANUFACTURING CORPORATION

World’s Largest Makers of Antenna Systems
55-67 DICKERSON STREET NEWARK, N. J.

IT is an unusual new type of Parts
Catalog. Imagine being able 1o
compare side-by-side all the impor-
tant Signal Generators on the market
without thumbing through a dozen
pages or catalogs! This practical new
way of presenting test equipment is
only onefeature of this NEW com plete
catalog. It contains Sound Equipment
for every purpose. From the new one-
piece “Orator” to the largest 100-
watt sound system for stadiums.
We have a copy for every Service-
maninthebusiness. Ifyou have not re-
ceived your copy mail coupon today.

COMPLETE STOCK
One of the largest
in existence.

SAME DAY SERVICE
Your order goes
through immédiately.
MONEY BACK GUARANTEE You take no chance when

you buy from Wards.

EASY PAYMENTS ON EVERYTHING
MONTGOMERY WARD

9 Great Mail Order Houses
More Than 6oo Retail Stores

Montgomery Ward & Co.
Dept. RT-31, Chicago, IlI.
Please RUSH me your FREE
Radio Equipment Catalog.

OCTOBER, 1939

use tnese LIGHT .
“X"S
PHONOGRAPH MOTORS

In Low-Cost Installations

DEVELOPED by General Industries Co. for maximum
strength consistent with new lighter weight, constant
speed and silent operation. Low in cost, ideal for use in
popular-priced portable phonographs, table models and
radio-phonograph combinations. Order motors to test,

stating voltage and frequency of current you use and
size turntable wanted.

MODEL CX

—

Model CX—Direct drive, self-
starting induction type motor.
Fan-cooled. Fully enclosed,
with silent helical-cut gears
running in oil bath in sealed
housing. Double-insulated drive
sleeve. Delivered ready to in-
stall. Choice. of 87, 97, 107,

or 12” turntable.

Model KX— Similar to CX,
but lighter, smaller and lower
in price. Comes complete with
mounting plate and turntable,
ready to install.

MODEL RX

Model RX—Rim-drive unit with self-starting induction-
type motor, rubber insulated. Quiet in operation. Driv-
ing pulley, idler and turntable positively aligned in one
plane, assuring efficient, trouble-free performance. 8%, 97,
or 10” turntable included. Shipped ready to install.

Get Our New Catalog!

For latest catalog of all types of General Industries elec-
tric and spring-wound phonograph motors and automatic
record changers, address

7(ENERAL INDUSTRIES CO.

3938 Taylor St., Elyria, Ohio
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CRESCENT

-

SMALL SPEAKER
SPECIALISTS

Crescent Speakers are now avail-
able for jobbers and servicemen
as well as manufacturers of radio
receivers and intercommunicating
systems.

Permanent Magnet and Electro
Dynamic featured in three sizes—
35, 4 and 5 ins.

Constructed of the finest materials
available. Outstanding in quality,
performance and dependability.

PRICED TO MOVE
TERRITORIES AVAILABLE FOR JOBBERS

Write now to

CRESCENT TOOL & DIE CO.

Hew Bocklets

“Radio Capacitors for all Require-
ments” is title of new 16-page catalog
issued by Cornell-Dubilier Electric
Corp., South Plainfield, N. J.

Two new bulletins illustrate and
describe new L-C checker, and capacity-
resistance bridge. Both bulletins ob-
tainable from Aerovox Corporation,
New Bedford, Mass.

New leaflet describing battery cables
for emergency car starting service.
Mueller Electric Co., 1583 E. 31st St.,
Cleveland, Ohio.

Catalog of new products of Radio
Mfg. Engineers, Inc,, 111 Harrison St.,
Peoria, Ill.

Characteristics of 584 tubes are in-
cluded in new handbook available from
National Union Radio Tube Corp., dis-
tributors.

Test and service equipment catalog
shows the complete 1940 line of Earl
Webber Co., 1313 W. Randolph St.,
Chicago.

Technical manual of 264 pages gives
complete characteristics of 344 tubes.
Hygrade-Sylvania Corp., 500 5th Ave.,
New York, N. Y.

Catalog of 1939-40 test equipment
gives instrument specifications and

% Insist on “Greenohm?”

* Heat any power resistor red hot by
several hundred per cent overload.
Plunge into cold water. Repeat sev-
eral times. Then examine coating for
cracks, flaking, peeling. Compare
with CLAROSTAT “Greenohm?’ ce-
ment-coated power resistor undergo-
ing same heat-shock test. It’s just one
of several ways of getting to know
how tough modern resistors can be.

CLAROSTAT
power resistors for a trial at least. 10
to 200 watts, 1 to 150,000 ohms, fixed
or adjustable.

CLAROSTAT MFG. CO., INC.

285-7 N. Sixth St. Brooklyn, N. Y.

uses. Copy of No. 121 may be obtained
on request from Radio City Products
Co., 88 Park Place, New York, N. Y.

4140 BELMONT AVE. e CHICAGO

D UEEEE—
M. S)e)wiceman:

“[Se First

HISTORY MAKING FIRSTS

FIRST and only national service organization to
bave sponsorsbip of RMA, Sales Man-
agers Club, and all radio trade journals.

FIRST national service organization to have
bonded employees and officers — with a
democratic setup run entirely by service-
men elected by and from tbe membersbip.

FIRST service organization to bave a cooperative
agreement witb broadcasters to sell RSA
5 to the American public and to put into
Ll h 9 effect plans for making tbe service in-
Let S G'YOW Oget e')" 1’)’1 1939! dustry a profitable, year-round business.
FIRST and only service organization to provide
a Guaranteed Service Plan for protection
of its members and their customers.

= == == s MAIL THIS COUPON NOW!: == = -

RADIO SERICEMEN OF AMERICA, Inc.

1 304 S. o0 i . ML !

G i B 1 RADIO SERVICEMEN

| i

I z(':\i:ressstt ................. I OF AMERIOA, Inc.
..................................... Y (P

I I am interested in RSA membership, Tell me about it......... O I JOE MARTY, JR., EXECUTIVE SECRETARY

I I am enclosing $4.00 for National dues and initiation.......... O 304 S. DEARBORN STREET, CHICAGO, U.S.A.

(Does not include Local Chapter dues where Local Chapters are
' organized.) RT-1039
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PHILCO RADIO & TELEV. CORP....... 34, 35
PRESTO RECORDING CORP. ........... .. 36
QUAM-NICHOLS €0. ....eovvnernnnnnnn. 49
RADIO CORP. OF AMERICA.............. 29
RADIO SERVICEMEN OF AMERICA........ 66
RADIO WIRE TELEVISION, INC. ........ 50
RAYTHEON PRODUCTION CORP. ........ 7
RCA MANUFACTURING C€O., INC......... 9
RIDER, JOHN F. ..evvveeveenneennnnn.. 60
SPEAK-0-PHONE REC. & EQUIPT. CO..... 50
SPRAGUE PRODUCTS CO.,

STEWART-WARNER CORP. ............. 2, 3
STROMBERG CARLSON TELE. MFG. CO.... 23
SUNDT ENGINEERING €O. .....ovvvennn. 68
THORDARSON ELEC. MFG. CO. .......... 39
TRIPLETT ELEC. INSTRUMENT Co. ...... 55
TUNG-SOL LAMP WORKS, INC. ......... . 31
UNIVERSITY LABORATORIES ............ 51
UTAH RADIO PRODUCTS CO. ............ 57
WEBSTER COMPANY .......... 1 O . 45
WESTERN ELECTRIC (GRAYBAR) ........ 47

WILCOX-GAY CORP. ...........ce.0n... 12

While every precaution is taken to insure
accuracy, we cannot guarantee against the
Possibility of an occasional change or
omission in the preparation of this index.
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US Record Issues
New Releases

Hits from two shows and a movie
are included in a group of popular,
standard, foreign and Christmas rec-
ords available after October 12 from
United States Record Corp. Promin-
ent in the popular and standard lists
are: “Music in My Heart,” played by
Johnny Green and orchestra; ‘“Ah!
Sweet Mystery of Life,” featured in
the new picture “Gay Days of Victor
Herbert” and played by Richard Him-
ber’s orchestra; and “Lilacs in the
Rain” with “Table in the Corner” on
the reverse, orchestrated by Johnny
Messner.

Hillbilly and special operators rec-
ords are also listed.

Small Combinations Help
Console Sales

The return of recorded music to al-
most universal popularity can im-
mensely increase the sale of radio-
phonographs, not only as the chief
source of radio and recorded enter-
tainment in the home but as an auxili-
ary, states John F. Gilligan, manager
of Philco’s specialty division.

“A large market, beginning to open
up, has previously been overlooked,”
commented Gilligan. “The table-type
of radio-phonograph is ideal as the
second set in the home. Much has
been said about the desirability of
having a radio in the average home’s
bedroom. To most people interested in
recorded musie, it would be more de-
sirable to have a small radio-phono-
graph in the den or other rooms.

“There would then be no need to
restrict record-playing to the living-
room. In fact. there is no reason why
record-enthusiasts should not want to
listen to records in comfort and in
various parts of the house as much as
they want to listen to radio.

“The answer,” said Gilligan, “is the
small radio-phonograph. It not only
fills a need and stimulates its own
sales, but it stimulates the sale of
larger combinations to those who do
not already have them. If they buy a
table model radio-phonograph for aux-
iliary use, it is almost certain they will
soon want a larger more fully-toned
model for use in the living-room.”

N. U. Foto Log

Third edition of National Union’s
“Radio Foto Log” was made available
this month to retail service dealers.
A radio map shows locations of prin-
cipal broadcastine stations in Europe
and a list provides information for
short wave listeners and names of
news commentators in U. S. and Eu-
rope.

The book includes photographs of
more than 300 radio performers, sta-
tion listings in U. S. and a list of
television stations. The Foto Logs are
available through N. U. distributors
at $2.90 per hundred with slight addi-
tional charges for imprinting in vari-
ous quantities.

A football scoreboard sign in black,
green and white on 28 guage steel.
20x 28 inches may be obtained from
jobbers at $.50 each.

Test them
/

L-C
CHECKER

® Just imagine testing condensers right
in their own circuit—no disconnecting,
no unsoldering. A truly radio j test,
which checks for capacity, opens,
shorts, intermittents.

The L-C Checker does a score of things.
Checks inductances and circuits, aids
align r.f. and i.f. stages; tunes traps;
checks chokes, natural period of anten-
na and transmission lines, etc., etc. Yet
it costs only $29.50 net.

Ask to See It...

® Your local AEROVOX jobber will
gladly show you the Li-C Checker. Ask
for data—or write us direct.

CORPORATION
DFORD, MASS.

IN CANADA: AEROVOX CANADA. Limited Hamilion.




CONSOLIDATED
CONDENSERS

Insist on them for

QUALITY at
LOW PRICE

Dry-Electrolytic
By-Pass
Special

Assortments
Shown at Left

Inverted Type Dry-Elec-

trolytic in Metal Con-

tainer with Lock - Nut
Mounting

There is a Consolidated Condenser
for your every need—or a special
assortment of these condensers to
take care of your most frequent re-
Juirements. Save money with these
top quality condensers at low
prices.

See Them at Your Parts Jobber's

Today!

ONSOLIPATED

w
ASSOCIATED

ORPORATIONS

816 S. Peoria St. Chicago, 1.

1940 RADIO
(ATALOG

* 204 PAGES
* 5 SECTIONS
* 15,000 ITEMS

1. NEW SETS

60 Sensational, new sets, 4
to 12 tubes, all types, lat-
est portables, phonographs,
record players, phono-radios
—ultra modern styling.

2. NEW P.A.

3 completely new lines—14
new systems 6 to 70 watts,
new styling and perform-
ance—new accessories, lat-
est recording equipment.
New Time Payment Plan!

3. NEW HAM GEAR
Newest receivers, Skyrider
“‘Defiant,”’ Television. Rotary
Beam Equipment, etc. All
leading standard lines. Most
complete section in Radio.

4. PARTS SECTION
15,000 Radio parts for every
requirement, Everything new
in accessoris—hooks, tools,
tubes, kits, and a complete
line of Test Equipment—
all at Lowest Prices!

5. BARGAINS! 8 Pages P S0 LL

e R R e SEND -

| 833'W. vackeon Bd..  COUPON |
V Chicago, Ill., Dept. 15-K-0 '
: Send your new FREE 1940 Catolog. :
1 )
: Name [
Y Address . ¢

| Majestic Promotes Byrne;
Appoints Van Horn

Lo

H. T. Byrne, Asst. Gen. Mgr,,
Majestic.

Harry T. Byrne has been advanced
to the position of assistant general
sales manager of Majestic Radio and
Television Corp., and will work closely
with W. B. E. Norins, general sales
manager, in the expansive sales sched-
ule now in operation. Byrne is a
veteran in radio experience and for the
past several years has handled execu-
tive posilions in merchandising, sales
promotion and sales management.

J. P. vanHorn has been appointed
advertising manager in another move
of Majestic re-organization plans. Van
Horn has had wide experience with
distributor-dealer organizations, having
been engaged in sales promotional and
advertising activities for national
manufacturers. He is a former news-
paper advertising man and advertising
agency executive.

Lewis to U. S. Record

United States Record Corp., manu-
facturers of Varsity and Royale rec-
ords, recently announced the appoint-
ment of William R. Lewis as regional
| sales manager. Lewis takes over the

middle western territory making his

headquarters in Chicago. For many
| years he has been in close touch with

| the record and radio industries as |

sales executive for Victor Talking

Machine Co., Southern Wholesalers,

Washington, D. C, and G.E. Supply
I Corp., Baltimore.

Stromberg Adds
More Dealers

Since introduction of the 1940 line
of Stromberg-Carlson radios last May,
half again as many dealers as in 1938
have been signed, according to Lee
McCanne, Stromberg-Carlson radio
sales manager. Commenting on the in-
crease McCanne said, “The 49 per cent
increase in dealers may be attributed
to the opening of distributorships in
territories not previously represented
by Stromberg-Carlson, and to the in-
creased acceptance of the line because
of greater values.”

SPRAGUE

ATOMS
M, 'Aot[eiit- /[z'/fet! of -Q// ”

YOU SAVE 2 WAYS!

Sprague ATOMS (Midget
Etched Foil Dry Electrolytic
Condensers), save you a whale
of a lot of money—and they
save space, too! You'll find them
far better than most of the big
old-style electrolytics for which
they are used as universal re-
placements. Not a “blow-out” in
a carload. TUnquestionably the
highest quality midgets — the
smallest midgets —and the )
only midgets made in a
full line of dual -capacity
combinations with common
negative leads. Write for

catalog. See your jobber to-
day!

HOW’'S THIS
FOR VALUE?

This dual 8-8 mfd.
450 V. ATOM is
only 1”7 x 25" and
lists at only $1.00.
A single 8 mfd.
ATOM 1ists at 60c.

T SPRAGUE
PRODUCTS CO.

North Adams, Mass.

MUSICAL TOWERS

More business . .,. Handsome Profits

If you speclalize In sound instal-
lations . . . can handle a new idea
in a virgin and unworked fleld
you’ll click with the SUNCO MUSI-
CAL TOWERS. Get
the facts on how to
sell and service this
complete amplifying
system for tower and
belfry chime installa-
tions.

The Sunco “MASTER™ Is a cus-
tom - built, quality instrument!!
Broadcasts clhimes, organ record-
mngs. Powered up to 12-mile di-
ameter coverage. Also used as a
P.A. unit. Automatic record changer.
Plays 10” or 12” records mixed.
We furnish everything — spenkers,
accessories, installation and service
directions. Sales Helps! New low-
noise acetate discs for church ser-
vices. Protected territory for those
that qualify. This is a maney-
making OPPORTUNITY. Write or
wire today.

SUMDT ENGINEERING COMPANY

4763 Ravenswood Ave., Chicago, lllinois

See your parts jobber or write
today for new Littelfuse catalog.
Complete line of Littelfuses for
radio, instruments, meters, trans-
mitters, rectiflers, ete. All kinds
of FUSE MOUNTINGS. Littelfuses
are your best bet. Write today.

LITTELFUSE

[
4763 RAVENSWOOD AVE. CHICAGO. ILL.

RADIO TODAY




7we.4 you THE ACOUSTI‘*C ' NELN,

UN!-DIRECTIONAL
'COMPENSATOR upP

Bi- DIRECTIONAL
OMPENSATOR DOWN

GREAT VALUE at $22.00
Model RAH (or RAL)

Excellent for both
speech and music . . .
Reduces Feedback . . .
Gives flat response
without undesirable
peaks ... Amazingly
rugged. Frequency
range 60 to 7500 CPS.
Output, —68 db.

MODEL BAH (hi-imp)
with 12’ of cable: MODEL
RAL (200 ohms) with 8’
of cable . .. LIST $22.00

AU TLATURES

(1) It's a VELOCITY . .. (2) It's a DYNAMIC . . .
(3) It’s UNI-DIRECTIONAL ... (4) It’s NON-
DIRECTIONAL. .. (5) Gives HIGH OR LOW PITCH.

These EXTRA features are made possible by

PINCREASE the patented Acoustic Compensator. By moving
PUSH DOWN it UP, you change the Amperite Velocity to a

| T cret DYNAMIC microphone without peaks. At the
same time you reduce the back pickup, making
the microphone practically UNI-DIRECTIONAL.

With the Compensator DOWN, the microphone
is BI-DIRECTIONAL: Contrary to popular concep-

\ tion, it has a wider pickup angle without fre-
quency discrimination than any other type miczro-
phone . .. Turning the microphone parallel to the
ceiling makes it NON-DIRECTIONAL.

THE ACOUSTIC COMPENSATOR is standard on
these models: RBHk (hi-imp); RBMk (200 ohms),
with Cable Connector and Switch . . . Chrome
or gunmetal, LIST $42.00

RSHk (hi-imp), RBSk (200 ohms) with Cable Con-
nector and Switch . v . Chrome or gunmetal,
LIST $32.00

AMPERITE KONTAK MIKE
Puts Musical Instru-
ments Across with

Sensational Effect!

So bequtiful is the tone pro-

duced with the aid of the Kontak

Mike. that it was used in the

Philadelphia Symphony to am-

plity a mandolin solo.

MODEL SKH (hi-imp): SKL (200 )

ohms) LIST $12.00: plug extra. EXCELLENT WITH RADIOS

List $1.50. MODEL KKH has ¥Vifh ;he Ampane }l:oc;]stinq

HAND VOLUME CONTROL ... ransformer and the high out.

LIST$18.00: plug extra, List$1.50. BB, "l_of‘gl‘z“gm"’"“ {Model

FOOT PEDAL for making bequ- [ oo %00 ' YO8 ean

3 plity any stringed instrument

fiful crescendos, LIST $12.00. at home, through the radio or
record player. Simple instal-
lation. BOOSTING TRANS-
FORMER. Model BT, LIST $3.

(1) FREE Window Decal advertising your Sound Service. Size 5% x 9%, finished in 4
colors. (2) FREE Window Display, 11 x 17. (3) Special Sound Equipment Letterheads.

Samples and prices on request. (4) FREE use of cut for printing business cards, etc.

CABLE ADDRESS
AMPERITE @ s61 BROADWAY. N. Y.. U. 5. A. SABLE ADDRESS

A
ZAMPERITES

0
g mat




;
-pRILE PRIRAGE. ove N5

11\\BE5 ~ 3 BANDS » PUSH-Puu « § PusH-BUT

FOREIGN NEWS DIRELT

The demand for better radios has been tremen- = 33 e "_
dously stepped-up by the public’s thirst for “®5E 2 |

NEWS. This 3 Band Motorola is your best bet to , | XIDDS Ermr \l
capture this newer, bigger market that NEWS : e |
has created. Model 72C Walnut Finish Console

has 7 tubes: Push-Pull: 10” PM Speaker: Tunes W, |

American and European Short Wave, Aircraft, T |
Amateur and Police bands from 540 to 18,000 -
kc.: 6-Station Push Button Tuning. At a NEW

LOW PRICE that people will go for!

Y I
fl”tsr RAD’O

Moforola

Hhuericat T .
I IM

Making o =imell |
ast Sules — RS | e | |
for SRS = |
|
Dealers =t/ |
e iy,
| VOU'LL SELL At ROOII RADIOS
_‘ W This handsome H-133 “Sales-Maker’’ Is selling plenty
3 WEMCA'S ilEsT RAD of Motorolas for dealers who are up on thelr toes reach-
; = " ing out for plus business. See Your Motorola Distribu-
tor. .. he'll show you how to get this Display FREE!
Nl

IGAIVIN MFG. CORPORATION « CHICAGDH



