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Not everyone will want it...

WE don’t mean that the Story & Clark Radio is
beyond the means of the many—it isn’t. Or that it
is necessary to take an intelligence test before pur-
chasing one. But we don’t for a minute believe that
it will appeal to everybody. It is so good looking
that not everyone will realize how good looking it is,
so accurate in tone that not everyone will be able to
perceive the full difference. And so, not every dealer
will be invited to sell it—only those dealers whose
local standing makes it appropriate for them to sell
a radio built like a fine musical instrument. The
confidence of such dealers will be enlisted by the
financial security of the House of Story & Clark,

and by its freedom from indiscretions in the past.

THE

STORY & CLARK RADIO

( Built complete in the Story & Clark factories)

THE STORY & CLARK RADIO CORPORATION
173 North Michigan Avenue -  Chicago

Division of the House of
Story & Clark, makers of fine musical

instruments since 1857

BOOTHS B27-28, RRM.A. SHOW, ATLANTIC CITY
Suite 18 to 22 —Eleventh Floor, The Ritz-Carlton—Atlantic City
°

A complete line will be presented, at prices in accord with the unusual quality of the instruments.
Discounts are adapted to the needs of quality retail merchandising.

Licensed under R. C. A. and Affiliated Companies. Charter Member R. M. A.

———eser ST (O O S s e

“RADIO,” May, 1930. Vol. XII, No. 5. Published monthly by Pacific Radio Pub. Co., Pacific Bldg., San Francisco, Calif. $2.00 per year. 25 cents pet copy.
Entered as second-class matter at Post Office at San Francisco, Calif., under the Act of March 3, 1879.



Capehart Sweeps Away

Price Resistance ?
in the Automatic Phonograph Field e

PLAYS RECORDS

CONTINUOUSLY
On Both Sides Without Attention

Send Coupon or Wirel

Capehart has always sold exclusively through dealers. New
dealers wanted now to serve a greatly increased market.
Investigate—send coupon or wire for the Capehart dealer’s

“Give us an automatic phonograph to sell at an
attractive price and we’ll sweep the field” said
music dealers. Here it is, at last—the Amperion
by Capehart, a companion line te the Orches-
trope at NEW LOW PRICES! And models for

the home as well as business—radio in combin-
ation if desired

BIGGER PROFITS
THAN EVER

Capehart music is now easier than ever to sell. A big
money maker for business—a new source of joy in the
home. Capehart dealers have previously made $2,000 to
$11,000 @ month.
Now the market is
increased many
fold! Price resis-
tance has been
swept away. A
complete line for
every purse and
purpose. Big na-
tional advertising
and direct mail
campaigns to cre-
ate new prospecls

Orchestrope Park Model
and Double Unit
Speaker for outdoar use

Orchestrope Auditorium
Model for Large Hulls

everywhere.

COrchestrope for the
5 . . Orchest Home— a triumpl
portfolio telling full details of the valuable Capehart Tl Model b

Franchise and the opportunities for really big profits. -

Capehanrit

AMPERION—ORCHESTROPE

THE CAPEHART CORPORATION, FORT WAYNE, INDIANA

Tell them you saw it in Rs



U dO it

8 TUBES — 3 screen-grid— power detector, push-pull power amplification,
electro-dynamic speaker, fully shielded cadmium plated chassis, local and

long-distance switch, phonograph jack, swirl walnut and satinwood cabinet

—absolutely humless, sensitive, selective and tone-true, with theatre volume.

HOW can we do it? Every dealer and distributor
asks the question: “"How can you produce Clarion
Radio for $109.00 when others selling for twice the
price do not offer equal performance or eyc value.

Answer: TCA fabricates from the raw material and
assembles everything that goes into Clarion Radio at
one profit and one overhead. TCA has one of the
most modern and complete radio manufacturing
plants in the world—equipped with the finest and
most efficient machinery.

TCA is one of the two or three radio manufac-
turers who fabricate all of the intricate parts. For
example, TCA produces from the raw material:

Filter and by-pass condensers

4-Gang variable condensers

Electro-dynamic speaker—complete

Chokes and audios— power transformers —
super power pack — voltage regulators, etc.

TCA makes every stamping in its own plant. TCA
has installed at a cost of $40,000 the finest automatic
cadmium plating system in existence today.

These operations alone account for enormous sav-

ings in production costs—they account in large part
for the low price at which this quality radio is offered.

TCA is an organization of radio experts — headed
by one of America’s ablest production geniuses—
backed by years of experience in making essential
parts for many of the leading radio set manufacturers.

TCA has no tainted past to worry about—no old
sets to sell—no obsolete inventory to work off—no
poor performance of last season to explain away—
and no financial deficits to make up. Instead TCA
starts fresh—with a great value in radio that was
designed last May and tested, developed and perfected
throughout an entire season.

TCA offers in Clarion Radio, according to many of
the leading distributors, the greatest value on the
market—in appearance, workmanship and perform-
ance—and at a price that assures rapid turnover and
substantial profits to dealers.

The liberal TCA advertising plan will meet with
the approval of every radio merchant.

The TCA Commercial Credit Trust finance plan
assures dealers of the immediate and satisfactory
handling of customers’ paper at m‘nimum cost.

Distributors in unoccupied territory and dealers
are invited to write for details or inspect Clarion
Radio now on display at our factory.

TRANSFORMER CORPORATION OF AMERICA,2313 SO. KEELER AVENUE, CHICAGO

At the R. M. A. Show, Atlantic City, visii the Clarion Theatre, (Sound-proof Booth No. 32A) and Display Booth Sec. B-48-49
Headguarters and demonstrating rooms, Ritz-Carlton Hotel
Ticensed under R. C. A. and Associated Company Patents. Member R. M. A.

hem you saw it in RADIO



Model AC-55 Clarion Radio-Phono-
graph Combination (not illustrated)
will be available within thirty days.
Standard Clarion chassis complete with
electric pick-up and electric driven turn-
table, housed in an unusually beautiful

cabinet of matched woods. List price,
without tubes, #nder $200.00.

Model AC-53— De luxe cabinet of swirl walnut,
burl elm and sarinwood, 44 inches high, 28 inches
wide, 143 inches deep. One of the handsomest
cabinets that will be shown this season— standard
chassis, electro-dynamic speaker. List price with-
ont tubes—$129.00.

the Gobden Voice

I'ell them

Model AC-51-— an unusually atiractive cabinet of swirl wal-
nut and satinwood, 40 inches high, 26% inches wide, and
14Y% inches deep. A full sized cabinet, yet not too large for the
smaller rooms. Standard chassis, dectvo-dynamic speaker. List
price without tubes—$109.00.

Chassis. Tuned Radio frequency—three
screen-grid tubes as radio frequency amplifiers—
one '227 tube as power detector—one *227 tube
as first stage audio frequency feeding two 245
power tubes operating electro-
dynamic speaker—power sup-
plied by a *280 rectifier tube.
Line fluctuation automartically
controlled by voltage regula-
tor. Power pack entirely sepa-
rare and easily accessible.
Chassis, speaker, and power
pack weigh 65 lbs.

Put this in your pocket

Clarion Radio RMA Show, Aclantic City.
Booth 45-49, Section B.

Don't miss the Clarion Show ac Clarion
Theatre, Room 32A, Exhibition Bldg.

Put this in the mail box

Transformer Corporation of America,
2313 So. Keeler Ave.. Chicago.

P Send me full information regarding Clarion
Dealer [0 Distributor [ Propositon.
Name

Address

you saw it in RADIO



A SOUND IMPROVEMENT
NATIONALLY ADVERTISED «
BACKED BY A LEADER IN THE INDUSTRY

EVEREADY RAYTHEON
4-PILLAR TUBES

HERE’S something new to talk about, to bring you new customers
and bigger profit! Eveready Raytheon 4-Pillar Tubes . . . the first Jl 3.6 08

real tube improvement in modern radio. Let your customers hear the ! w4

difference in their own radios . . . an entirely new kind of reception,
breath-taking in its realism! B

Eveready Raytheons are a quality product, made from start to !
finish to give better reception. Built by a great company, long estab-
lished, with a wealth of radio experience concentrated in every tube.
Enormous laboratory resources are constantly engaged in Eveready :
Raytheon development, and each tube is tested to meet laboratory " 1y N OLE
standards of quality and performance. Y

You can HEAR the difference and SEE the reason

The Eveready Raytheon 4-Pillar construction is a SOUND improve-
ment! Look at the illustration. See how the elements are anchored R
at both sides, with four sturdy pillars . . . twice the number, giving

twice the rigidity of ordinary tube construction. Present-day radios,

with their powerful dynamic speakers, need 4-Pillar tubes, with their
elements protected against misalignment caused by jolts and vibration. This 4-Pillar construction is pat-
ented and exclusive with Eveready Raytheon . . . no other tube is permitted to use it.

No danger of “Frozen” stock

All Eveready Raytheons are licensed tubes. They come in all types and
fit the sockets of every A.C. and battery-operated receiver now in use.

Your customers are awake to their advantages, because they are adver-
tised, nationally and constantly! Tell every customer to put a new Ever-
eady Raytheon in each socket of his present receiver . .. then to note the
marvelous improvement. * * %

The Eveready Hour, radio’s oldest commercial feature, is broadcast every
Tuesday evening at nine (New York time) from WEATF over a nation-

wide N.B.C. network of 30 stations. //\

NATIONAL CARBON CO., INC.
General Offices: New York, N. Y.

Branches:
Chicago Kansas City New York San Francisco L
Unit of §YTO and Carbon T AT B
Union Carbide . Corporation Trade .23

Tell them you saw it in RADIO



RADIO BUSINESS
WILL BE GOOD

HE radio business has

been catching its breath
after the grueling contest that
culminated in the stock mar-
ket crash. It has now gained
its second wind and realizes
that it is entered, not in a
sprint, but in a marathon.
Some of the contestants drop-
ped out when the pace became
too heavy, but those that are
left are better able to run a
winning race.

The sales pace will be rela-
tively slow for a few months
during the hot weather, but
will be speeded up in the fall.
The actual number of sets
sold during the year will
probably be about the same
as last year, though the earn-
ings for the current half year
will be less than for the cor-
responding period of 1929.
Nine-tenths of the million-set
carryover have been absorbed
in the half-price ma-ket, ex-
cessive production capacity
has been reduced, and poor
distributing facilities have
been eliminated.

So conditions are propitious
for the re-establishment of
normal price schedules and
the creation c¢f a demand
which should result in greater
profits for the last six months
of this year than of last year.
Most of the various business
barometers show the people
will soon have money to buy
what they want, including
radio.

It is estimated that there
are less than ten million mod-
ern radio sets in use as com-
pared with twenty million
homes that have been wired
for electricity. So without re-
gard to the possibilities of two
sets in a home, less than one-
half the possible number of
sales have been made. By the
time that this cuota has been
reached, obsolescence of the
sets now in use will provide
another big field for sales
effort. The man who learned
and applies the lessons taught
last year can be assured of
a satisfactory income from
the radio business for years
to come.

Established 1917 Reg. U. S. Pat. Office

PUBLISHED ON THE FIRST OF EACH MONTH
AT 428-430 PACIFIC BLDG., SAN FRANCISCO, CALIF.

ArTHUR H. HALLORAN - - - - - - - Editor
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Asscciation News

A Suggestion to the Reader:

After reading this May number of Rapio give it to some one else in the trade
who might be interested in it. Even if he is your competitor, remember that the
safest competitor is an educated one. Rapio is teaching better sales and service
methods. But if you want to kzep this number yourself, send the name of the man
whom you think it would help and the publishers will send hirr. a free sample copy.
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The Road to Radio Profit

THIS year is full of golden opportunity for the distributor and
dealer who takes the Right Road to Radio Profit. Now is the
time for you to look over the Landmarks and determine if you are
on that Road.

The Distributor and Dealer of Today is interested in Stability,
Financial Resources, Engineering Ability, Manufacturing Capacity,
Sales and Merchandising Cooperation, and what the Manufacturer
will do for him. For that reason, you should give serious considera-
tion to Kennedy, not only for 1930, but for the ultimate security
of your business in the years to come.

Consider a product which, in design, performance and beauty,
has never been surpassed for quality, and is backed by a pioneer
manufacturer whose integrity of purpose and reserve resources are
unquestioned and unshakable.

Consider a program of cooperative merchandising and selling,
designed to crush sales resistance and build up a permanent volume
of profitable business, created by an organization of men who have
never known failure in their many years of business experience.

There are many other advantageous features offered by Kennedy
which afford the progressive distributor and dealer an opportunity
to travel greater distances along the Road to Radio Profit.

Colin B. Kennedy Corporation, South Bend, Indiana.

Investigate Kennedy! Get the facts! Get first hand
information on why the Kennedy Exclusive Sales
Franchise is so desirable! But do it Now! A letter,
wire or ’phone call puts you under no obligation.

Tell them you saw it in RADIO



OW MANY TUBE LINES HAVE YOU CARRIED

THE Perryman jobbers of 1925 are Perryman
jobbers of 1930.

No jobber has ever divorced us because of alleged
bad merchandise, unsatisfactory replacements, un-
fair trade practices, or lack of cooperation from our
Sales, Engineering, or Financial Departments.

Perryman has achieved this unusual and outstand-
ing position because our executive personnel has a
sympathetic and unselfish understanding of the job-
ber’s problem; because we help our jobbers solve
those problems.

Measure our desirability as your partner in the tube
business by the yardstick of our *“past performances.”
These *“‘past performances” are far more tangible,
far more definite than “promises” as a means for you
to judge the value of a Perryman franchise to ycu.

PERRYMAN ELECTRIC CO., Inc.

4901 Hudson Blvd. North Bergen, N. J.

RADIO ()] TUB!

Tell them you saw it in RADIO
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PAMS ARE-MADE ONLY BY SAMSON

REG. U.S. PAT. OFF.

ND

PAM Equipped F. A. Day Junior High School, Newtonville, Mass. F= e
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PAM, the new faculty member

With a PAM school amplifying system important lectures, talks, educational radio
programs or phonograph records can be reproduced for the pupils in any or all

rooms simultaneously.

This system is one which has been designed from infor-
mation as to educational needs supplied us in a national
survey by school boards, superintendents, principals and
teachers. It is not a system adapted from other systems to
partially fill the wants of the school.

The lecturer can be in the principal’s office, the school
auditorium or at any point properly connected with the
amplifier system, and his voice is instantly brought to the
pupils and teachers.

The distribution of reproduction in the PAM system is
at the finger tips of the operator. Volume of the programme
is both visual and aural, assuring the correct level in each
room. Whether one loud speaker or all are in service, no
variation in volume is experienced.

The PAM system is also a group address equipment for
the auditorium, allowing the weaker-voiced to be heard dis-
tinctly. It may serve as an accompaniment to motion pic-
tures or entertainments.

The PAM school amplifying system also distributes
music for setting-up exercises, luncheon, dancing, gym-
nastic instructions, and the school’s social functions.

The finest recordings on phonograph records of music,
drama, elocution and language are made available for any
or all classes by a PAM school amplifier system.

PAM equipment operates from the electric light socket,
entirely eliminating batteries and other attendant care. Itis
made in accordance with Underwriters’ requirements..

The PAM amplifier system is made by the manufacturer
of Samson fire alarm and telegraph systems, which have
been used in schools for the last thirtv-five or forty years.

Our 36-page bulletin, “PAM, The New Voice in Educa-
tion,” describes the position of radio programs in schools’
curricula and other uses of PAM school equipment and
installations. This bulletin should be of great value to the
electrical contractor or radio dealer interested in the sale
and installation of this type of equipment. Write on your
letterhead, enclosing 25 cents in stamps, and we will send
it promptly,

amon“:/éyﬂé’ @7
W"'

Manufacturers Since 1882

PACIFIC COAST OFFICES:

324 North San Pedro Street 2607-11 Second Avenue
LOS ANGELES, CALIF. SEATTLE, WASH.

Factories at Canton and
Watertown, Mass.

Main Office:
Canton, Mass.

637 East Broadway

221 S. W. Temple Street
PORTLAND, ORE.

327 Tilden Sales Bldg. S0 S
SALT LAKE CITY, A

SAN FRANCISCO, CALIF.

Tell them you saw it in RADIO




A New Source of Revenue for Radio Dealers

New uses for sound equipment are constantly being developed. Arenas, ball parks,
football fields, fair grounds, aviation fields, halls, schools, hotels and many other
amusement centers and gathering places are the livest of live prospects. Go after
this business and cash in on the demand by selling Wright-De Coster Reproducers
and horns.

Wright-DeCoster Reproducer

A sensational success wherever installed for either indoor or outdoor uses. There
is a size and type for every purpose and they make good—invariably—absolutely.

Satisfaction—Plus!

W.I.O.D.

Isle of Dreams Broadcasting Co.
Miami Beach, Florida

October 28, 1929.
WRIGHT-De COSTER, Inec.
St. Paul, Minnesota.

Gentlemen:

It might be of interest to you to know that the
Wright-De Coster horns, which we used in Royal
Palm Park in conjunction with the Miami Herald
Score Board, were most satisfactory, and the voice
of Graham MacNamee and the cheering of the
crowds could be distinctly understood all over the
Park.

We were very much pleased with the installation
and wish to thank you for yvour cobperation.

Yours very truly,
ISLE OF DREAMS BROADCASTING CO.
By: (Signed) Milton C. Scott, Jr.,
MCS:R Iingineer.

Twin Wright-De Coster Sound Egquipment used for outdoor
purposes at Miami Beach, Florida

WRIGHT-DECOSTER INC. 2217 University Avenue, Minneapolis, Minn.

Export Department: M. SIMONS & SON CO.
220 BROADWAY, NEW YORK CITY Cable Address: SIMONTRICE, NEW YORK

Write for Complete

Details and Address

of Nearest Sales
Office

The Speaker of the Year

Tell them vou saw it in RADIO 11



A SAFE

VER 300 broadcasting stations, lead-
ing radio telegraph systems, the

United States Army, Navy, Air Mail,
Coast Guard and Ice Patrol Services, ex-
plorers like Commander Byrd, and exact-

ing amateurs everywhere have utilized

. - PYREX Insulators in many spectacular
in the SeleCtlon achievements.
Of insulation for ‘ Regardless of whether you are sending
. egas or receiving—on land, sea or airplane—
Radlo Transmlttlng you should be thorovghly familiar with
o e the PYREX Antenna, Strain, Entering,
and Recel-VIng Sets/,/ Stand-off and Bus-bar Insulators that are
o helping these leaders to make radio his-

tory.

The new PYREX Radio Insulator book-
let lists all types and sizes with data that
you will want for ready reference.

Return the coupon for your copy, and
if you want further advice on any insula-
tion problem, our Technical Staff will
answer your questions promptly.

SEND
THE COUPON
FOR YOUR COPY

= ====s=sescecsamimcmenano

Corning Glass Works,
Corning, N. Y,
Gentlemen:

Please send me copy of your

new bulletin on Radio Insu-
lators.

NAME

ADDRESS

RAD. 5-30

LAY

Al Aokt

I'ell them vou saw it in RADIO



Two Factors that guarantee

Some high-spot
selling factors of
the 1931 Browning-
Drake—

1.

2.
3.

4.

oW

Automatic Call-Letter
Tuning—125 stations.
Remote Control.
Automatic Volume Con-
trol.

Equalized Band-Pass
Filter.

. Antennaless Reception,
. Nine tubes—4 screen.

grid.

. Power Detection.

the new 1931

REAL
PROFITS

for you this summer
and fall

F wrst: A set that is up-to-date in every way, performs well,
looks well and is so soundly built that it will require
little or no servicing.

Second: A manufacturer who, through careful financing,
management ability and conservative production, has
established a foundation cof stability on which you
can build a profitable business.

A careful examination of the New 1931 Browning-
Drake set will prove the absolute truth of both these
factors. We invite the most searching test.

Browning-Drake Corporation
222 Calvary Street Waltham, Mass.

and—

further Guaranty
of Protection

for you.

1. Prices will be main-
tained throughout the
year.

2. Protected discounts.

3. Conservative produc-
tion—no dumping.

4. No change in models.

5. Advertising concen-
trated in your local
territory.

Model 70

(Illustrated ), list price, less
tubes——

$159.50

Model 70-R

With Remote Control, list
price, less tubes—

$229.50

SCREEN-GRID

BROWNING-DRAKE. RADIO

A Pioneer Manufacturer of Quality Radio Apparatus

Over 1,500,000 people listen in on Browning-Drake sets

Tell them you saw it ic RADIO 13



The Concentrated Gem of Reception

Screen-Grid
New Circuit

Selectivity

Distance

Tone

Screen-Grid
245 Output
Volume

Beauty

Portable

Retailing

at

8 usC go%

S50

COMPLETE
WITH
TUBES

HERE ARE THE FEATURES

CIRCUIT—A product of the laboratories of
the Zaney-Gill Corporation—a new revolu-
tionary circuit, a sensation in simplicity and
efficiency—eliminating 40% of perishable
parts, and delivering the output of the ordi-
nary 8-tube set. Here you find Screen-Grid at
its greatest advantage—coupled with an ex-
clusive 245 amplification output that delivers
unbelievable volume. The other tubes are
227's and a 280 full-wave rectifier.
CHASSIS—Of die cast Duralium; thoroughly
shielded—easily accessible—extremely sturdy
—assembled by skilled radio technicians;
built for hard usage. All parts are oversized,
insuring long life.

SPEAKER—Specially designed and matched
to this circuit—Tone Quality never before
attained except in Super Dynamics. Sturdy,
to carry the tremendous 245 output.
TUBES—Only leading brands of licensed

tubes used with full replacement service.

THE CABINET—Of solid mahogany with
an inch front panel—perfect baffling—ex-
quisite tone. Size 14”x18”x8”. Extremely
sturdy, yet a very beautiful addition to any
room. Grill and escutcheon of bronze finish,
with a full vision dial reading.

DISTANCE—Limited only to the suitability
of your location. With a good aerial and
ground remarkable distance may be enjoyed.
In outlying sections we recommend an aerial
of 100 feet or more.

SELECTIVITY—Of unbelievable sharpness
from a multi-gang condenser—cutting and
separating the strongest stations. Enjoy your
favorite program without interference.
ACCESSIBILITY—Chassis may be removed
and replaced in five minutes. All parts are
accessible to outside adjustment,

THINK! Over 75% sold for cash in the West. Over 359, are sold to present Radio Owners.
Sel! Radios Cash and Carry over the counters. If you don’t grab this deal now, your
neighborhood dealer will and pick off your prospects. Sell the Public what they want.

Franchises Now Available v

HERE ARE THE FACTS
THE MUSIC BOX CLARION was designed

and engineered for a midget receiver. It does
NOT consist of a large chassis squeezed together,
with parts scattered throughout the cabinet. Study
the tubes we use—224, 245, 280, 227’s, This
line-up denotes 1930 design. It means you sell
modern merchandise—delivering modern per-
formance. It means long life and economic
operation. It means that your contracts are safe-
guarded. It means that every sale will result in
ten others. It means continued business through-
out the slump season. The low price of this

receiver, coupled with its quality and tone, make

it one of the greatest drawing cards of 1930.
Dealers with high priced sets on their floors find
these Midgets a remarkable prospect getter. In
other words we have stirred up a dormant field
of prospects never before touched. THE HOTEL
DWELLER, THE APARTMENT, THE SMALL
HOME, THE SERVANTS QUARTERS, THE
OFFICE, THE CABIN, EVERYWHERE.

Immediate deliveries to any part of the world.
Exclusive franchises being granted. 100% re-
placement on defective parts. Greatest drawing
card ever announced in radio. Just imagine—
Screen-Grid, 245 output—TONE—SELECTIV-
ITY—VOLUME—To SELL for $59.50.

Write, Wire, Phone for Immediate Delivery

ZANEY-GILL CORPORATION

PHONE PLEASANT 3147 v

5914-20 SO. WESTERN AVENUE
RADIOS AND EQUIPMENT SINCE 1915

LOS ANGELES, CALIFORNIA
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“Your Engineers Have Perfected

That’s what the U. S. Radio and

Television Corporation said, when
they selected the New National
Union Radio Tube as the exclusive
matched tube equipment for the
New APEX Unified Radio

THE United States Radio and
Television Corporation have
created a new standard of radio
value in the NEW APEX
' UNIFIED RADIO.

This new radio presents a highly developed
co-ordination of set and tubes. Through our
close co-operation, it has been made possible
to offer this screen-grid receiver, complete
with dynamic speaker, in a beautiful console
at the unchallenged price of $101, with tubes!

The.
NEW

A

RADIO TUBE

MIRACLE

. . . we want these
tubes for our set

199

Long and exhaustive tests in the research laboratories
of the United States Radio and Television Corporation
singled out the New National Union Radio Tube as a
worthy companion to the set. Closely matched to
the operation of the receiver, these tubes will make
possible a new, thrilling clarity of tone, and a new
sense of power.

The striking uniformity of characteristics, the superb
design and construction which the United States Radio
has found in National Union tubes, brought
forth the strongest of praise. United States
Radio engineers did not hesitate to call the
New National Union tube a radio tube miracle.
- In its rigid adherence to the highest quality
i standards in the industry, it is just that. In-
terested manufacturers are invited to write.
Dealers and jobbers are urged to ask for the
New National Union 1930 Proposition.

NatioNaL Union Rapio CoORPORATION
400 Madison Avenue
New York City

Tell them you saw it in RADIO
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COMING

NEXT MONTH

The June Trade Show Issue of
“RADIO”...Covering Both Trade
Shows . .. East and West ... With
the Largest Magazine Published by
Us in 14 Years.

It Will Be a Complete Encyclopedia
and Directory of the Radio Industry

. A Useful Guide for the Radio
Dealer, Jobber, Manufacturer and
Service Man.

In Distribution at Both Shows

Get Double Value for Your Money

ADVERTISE IN

i

i

—and cover BOTH Trade
Shows for the price of ONE

. SHOW ISSUE COPY CAN RMA SHOW
ALk e BE TAKEN AS LATE Atlantic (gty
TRADE SHOW June 2-
San Francisco AS MAY 15th
June 30, July 1, July 2
JUNE TRADE SHOW ISSUE OF “RADIO” . . . . . 50,000 COPIES

THE NATION'S LARGEST RADIO TRADE MAGAZINE CIRCULATION
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THE particular installation shown
in the photograph on the right will supply
a single channel on either Microphone, Au-
tomatic Phonograph or Radio to a 250 room
building at hotel room volume.

This installation is equipped with re-
mote control which has precedent over all
manual controls from the station where
either of the three input mediums may be
selected.

Every panel shown on this equipment
is an Operadio standard, but the complete
ensemble is exactly what was needed for the e
particular job in question. '

« 0

On the right hand panel at the top is the low S e A TSP P S L RS SRR R
stage amplifier, feeding into two high stages which o
are directly below it. Each one of these high stages ¢ s
handles 125 magnetic speakers at hotel room volume. -
Below the high stage panels is a special variable
impedance matching panel to take care of varying line loads peculiar to this particular installation.

On the left hand panel at the top is the standard Operadic Monitor. Below it a radio chassis, and
below this a control panel, controlling the output of the high stages as well as tone attenuators.

Operadio equipment is soundly engineered, well built, and beautiful in appearance. Operadio
offers the most comprehensive line of sound equipment in the country and at prices in reach of all.

Write for technical bulletins of complete apparatus
available for sound equipment.

OPERADIO MANUFACTURING CO.

ST. CHARLES — ILLINOIS
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To ®
Think of

TRANSFORMERS
Is to

Think of

THORDARSON

TRANSFORMER SPECIALISTS e Since 1895

Microphone Transformers ® Line to Tube, Tube
to Line, Line to Line & Mixing Transformers @
Coupling Reactors @ Filter Chokes & Audio
Transformers @ Impedance Matching Trans
formers @ Power Compacts @ Speaker Coupling

Transformers ® Complete Amplifiers .

THORDARSON ELECTRIC
MANUFACTURING CO.

Huron, Kingsbury and Larrabee Sts. ‘
Chicago, lllinois, U. S. A. . .
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“You can forget the condensers if they are Dubiliers”

Announcing The New Dubilier |

DURATRAN

(UNTUNED RADIO FREQUENCY TRANSFORMER)

Screen-Grid

PL-2000—The New Dubilier Screen-Grid Duratran

A new development in untuned radio-frequency trans- (4) Ampliﬁcatiolr'lﬁequivalent to that of a tuned radio-fre-
: : : quency amplifier system.
former construction, of particular interest to set (5) Costly shielding peoblems practically eliminated.
manufacturers. (6) Elimination of after-assembly service-charges that are
FEATURES: usually encountered with unbalanced tuned R-F stages.
(1) An untuned interstage radio-frequency transformer (7) Savings in balancing, testing and shielding, permit large
for use with screen-grid tubes—Types 222 and 224. manufacturing economies.
(2) Relatively high gain per stage. (8) For use in standard receiving sets for home, portable,
(3) Uniform amplification over broadcast waveband. automotive and marine use.

Technical data and samples will be gladly furnished to set manufacturers

|
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Curve of Amplification vs. Frequency

DUBILIER CONDENSER CORPORATION

342 MADISON AVENUE NEW YORK CITY
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FF TO ANOTHER
No Change in Design

concesvable
Makes every lest on any Radio Set-

Dealers’ Net Price, f.0.b., Greenwood,
> $139.50

Miss. Size 715x12x16V5.

It isn’t often that a thing is so good that it cannot be made
better, but the enthusiastic satisfaction with which the
Model 400B SUPREME DIAGNOMETER has been
greeted and the recognition that it has deservedly won in
the service field as being truly “Supreme” merits its con-
tinuance during the coming year without A SINGLE
CHANGE IN DESIGN!

Also available in smaller case for
radio-man who does not care to carry
spare parts, tubes, etc., in same unit.

¥ “SUPREME” |\

FEATURES

The SUPREME oscillation test glves the only, easlly
made, dependable test on tubes; tuhes tested under radio
frequency dynamic operating conditions.

Tests all types of tubes, including sereen-grid and
overhead heater types.

Affords a mutual conductance test of tubes.

Tests both plates of >80 type full-wave rectifier twbes.

Al tubes tested independent of radio.

Lecates unbalanced transformer secondaries.

Reads either positlve or negative cathode bias.

Furnishes modulated signal for testing, synchronizing,
neutralizing, ete.

Provides means for aligning of condensers by Thermo-
counle meter or A-C meter.

Neutralizing with tubes used in the set; only accurate
method.

Tests gain of audio amplifiers.

Provides D-C continuity tests without batterles.

Indicate resistances, without the use of batterles, In
four ranges. .1 to 25 ohms, 10 to 200 ohms, 150 to
30,000 ohms (calibration curve furnished), 5000 ohms
to 5 megohms.

High resistance continuity for ehecking voltage divid-
ers, insulation leakages, by-pass and filter econdenser
leakages, blas resistors, grid fleaks, ete.

Low resistance continuity for cheeking rosin Joints,
shorted variable condensers (without disconnecting R-F
Coil), center tapped filament resistors, ete.

Three preeision meters; one four-scale D-C voitmeter,
0/750/250/100/10 voits, resistance 1000 ohms per
volt. One four-scale A-C voltmeter 0/750/150/16/4
volts. One three-soale mil-ammeter 0/125/25 mils.
0/2-'% amps.

External connections to all apparatus.

Universal analyzer plug.

Screen-grid socket analysls.

Makes all analysis readings. Provides simultaneous
plate current and plate voltage readings and the cus-
tomary readings of A-C and D-C filament voltage, grid

Pictorial Diagrams

Consideration has been given to all recent developments
in radio; to probable changes in the future and Model
400B as it now stands MEETS EVERY SERVICING

NEED. As one eminent engineer expresses it,

“I HAVE SEARCHED VAINLY FOR IMPROVEMENTS,
BUT YOU HAVE APPARENTLY GONE THE LIMIT.”

so that during the coming radio year SUPREME DIAG-
NOMETER Model 400B will be continued UNCHANGED
and will remain far in the lead, UNCHALLENGED and
UNAPPROACHED in efficiency, range, elasticity, de-
pendability and multiplicity of functions.

Present owners of DIAGNOMETERS will continue as
leading servicing authorities in their communities—for the

DIAGNOMETER is built for permanency. Join the ranks
of these leaders—with a Model 400B SUPREME DIAG-

NOMETER!

Now Available

voltage, cathode blas, screen-grid voltage, line voitage, R
ele ! ¢ s Revised edition of the SUPREME

giea.sures capacity of condensers from .1 mfd. to 9, INSTRUCTION MANUAL includes
mfd. g - . .
‘Tes(s trickle charger by meter. Pictorial diagrams, reducing to the

extreme simplicity complete operation

Bridges open stages of audio for testing.
Contalns 500,000-ohm  variable resistor, 30-ohm of the DIAGNOMETER and insuring
utmost benefits from the Diagnometer

rheostat and .001 mfd., .002 mfd, and 1 mfd. con-
densers for testing. r i
The laboratory test panel is equipped with a variabie R i
condenser for controlling the frequency of the oseillator. for .'he mos'. ol St
N | Provides many other tests, readings and funetions. | % equipment with the DIAGNOMETER.
\ “Supreme BY COMPARISON.” | ¥ Sent free to all users, upon request.
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SEASON OF LEADERSHIP

Compares with Tube Ceckers

costing twice
its price

TESTS ALL TYPES OF TUBES
INCLUDING SCREEN-GRID

So extremely simple that any layman can readily under-
stand operation and test tubes with scientific accuracy.
All readings plainly shown on panel. Each type of tube
has its own socket, eliminating complication of switches.

Handsome hardwood case insures maximum protection Supreme Tube Checker

to mechanism, long life and utility.

Only tube checker selling at anywhere near its price,
constructed according to ac-
cepted electrical standards
and affording tests that are
truly indicative of tube
values. The equal in qual-
ity of tube testers selling
for double the price and
FAR MORE SIMPLE IN
OPERATION.

The greatest value that has
ever been offered in a tube

cnecker.
.
Testing Instruments
"SUPREME BY COMPARISON"
Other ‘‘Supreme” precision instruments include
SUPREME LABORATORY TEST PANEL - SUPREME OHMMETER
SUPREME TUBE TESTER MODEL 50 . SUPREME MEGOHMMETER

Model 17

F.gﬁleg:eg?ofgfcle\ﬁss. $ 2 1 . 7 5

Size 33/16 x 75/16 x 59/16
Shipping weight 4%, 1bs.
COMPLETE CATALOG NOW
READY FOR DISTRIBUTORS
AND USERS. SEND FOR IT.
FREE.

Send for New Catalogue

All leading distributors stock Supreme Instru-
ments. If yours canrot give full information,
mail coupon tc the right. No obligation. Be
sure to specify which Supreme Instrument
interested in.

Supreme Instruments Corp.

365 Supreme Bldg.,

Greenwood, Miss.

| Without obligation, please
send me information on

My distributor is..__.___________
Address

Supreme Instruments Corporation My address is ...

Greenwood, Miss.

Distributors in all principal cities

Service Depots in New York, Philadelphia, Pittsburgh, Chicago, Kansas City, Seattle, San Francisco, Toronto “

Tell them you saw it in RADIO
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RADIO... PANATROPE WITH RADIO...RECORDS & X
THE BRUNSWICK.BALKE-COLLENDER COMPANY — Chicago — New York — Toronto — Branches i All Peincipal Cities
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See Cunninghar-

Booth No. B17-18-19
RMA SHOW

Convention Hall
Atlantic City




<&

‘l': :"‘,'.‘ 'i -4.‘,. ' ;:'e’ b & "
i “g.- :.:‘..nf"‘.\”."lz:“' ”J .-.,..

Cunninghams Stand Out
In A Crowd!

MUCH has been said and written about
in-built quality and service. ({ Now we wel-
come the opportunity to demonstrate facts
on the trade’s own proving ground — the
RMA show. (¢(Convince yourself why Cun-
ningham Radio Tubes enjoy the confidence
of millions of users.




—and the Facts
are these—

Our advertising and merchandising plans for
Ilate summer and early fall surpass anything
we have done up to this time.

Be sure that your Cunningham stock is complete
on every type number of these popular tubes, so
that you may cash in on the increased consumer
demand created by this dynamic sales stimulant.

E. T. CUNNINGHAM, INc.

NEW YORK CHICAGO SAN FRANCISCO
ATLANTA DALLAS
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RADIO man was applying for a job as salesman.

He had all of the usual qualifications excepting
that he did not play golf, bowl, or shoot pool. He had
been raised on a farm. The only game he knew was
throwing dung at a mark on a barn. “Almost any-
body can do that,” he was told. “Yes, but I can make
it stick.” He got the job.

NY salesman who talks intelligently and persuas-

ively can sell a radio set to a person who wants
to buy. But every salesman can’t make the sale stick.
A sale which does not stick costs the dealer more than
a sale that is lost.

HAT makes a set stay where it is placed, ad-
W hering like a porous plaster on a lame back, if
it is not service? Who can tell the salesman and the
owner what are the reasonable expectations and limi-
tations of any set, if it is not the service man who
knows all about its design, construction and perform-
ance? Who else can remedy the little defects which
are occasionally found in the best regulated brands?
The service man clinches the sale by giving the satis-
factory installation and service which the salesman
promises.

HILE radios which are well made may be half

§ V sold, the ones which stay sold are these which
are well serviced. The most approved merchandising
methods, the finest collection and credit systems, are
as useless as a clock without hands if the sale does not
stick.

ONSEQUENTLY good judgment is necessary
C in selecting and training service men. This is the
reason why trade associations have established sys-
tems for examining, certifying and training them. This
is the reason why RADIO was a pioneer in recogniz-
ing the importance of the service specialist and in pub-

lishing information which will help him as well as the
salesman and owner.

EFORE a big store takes on a new line, the man-

ager gets the opinions of his service men as to its
merits. It is thumbs down if they say that there’s a
lot of grief in that particular line. From their knowl-
edge and experience they know whether the set will
stay sold.

HESE men are also the ones who are opening
Tthe successful new stores. In the beginning each
is his own service man. It is predicted that the 1930
census of the radio industry will show that seventy
per cent of the store owners do their own service work
and are consequently interested in knowing the how
and why of a receiver’s performance. It is upon such
men that the manufacturer and jobber depend to keep
their sets sold.

OOD service men in an organization mean less
G service work to be done. They are like a lawyer
who advises a client how to keep out of trouble rather
than how to get out of trouble. Educated service men
mean less service work to be done and more sets that
stay sold.

HE radio manufacturer or jobber is wise if he
Thas the vision to make his strongest sales appeal
to the service man who understands what is meant by
sensitivity, selectivity and tone quality, rather than to
the man who judges the value of a set merely by its
price, discount, and maker’s reputation. A low price
and a long discount will not make satisfied customers
if the product does not give good performance. Do
not be so console-minded, so influenced by surface
appearance, that you cannot be sold the real merit in
the chassis. Appearance may sell a set, but perform-
ance alone will keep it sold.

RADIO FOR MAY, 1930 23



The Microphone in the Auditorium

T Y vErRY school should be equipped
with a complete sound system,
comprising a radio receiver, one or
more microphones in various locations,
a phonograph pickup, and an amplifier
of sufficient power to carry the programs
to loudspeakers in all the classrooms,
auditoriums, gymnasiums, etc. This state-
ment is based on the fact that the day
for the general acceptance of radio as
a factor in school work is at hand, as
witness the widespread interest that is
being taken in it by the foremost educa-
tional authorities in the United States.
During the week of February 2, 1930,
twenty thousand schools were temporar-
ily equipped with radio so that the pupils
could listen to an educational broadcast
of national importance. This assuredly
marks the beginning of a new era in
education.

Obviously, radio can never supplant
the older educational ‘methods; it can
only supplement them. Nor does radio
add more subjects to a school curriculum,
sometimes thought to be already too full.
It rather serves to clarify the subjects
already being taught. It provides a
master teacher at the microphone who
helps the teacher in the classroom by
emphasizing the salient points, by dram-

[T

The Microphone on the Principal’s Desk
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‘I'he School in Your
Market tor 7:@51’2’0 and

atizing, by demonstrating, bv forming
a connecting link between the classroom
and the outside world.

T'hese facts should not be lost sight
of by the equipment salesman in present-
ing his arguments to the educational au-
thorities. Here is what some of these
authoritics themselves think of radio in-
stallations in schools.

Mr. Roy E. Robinson, Principal of
the Liberty School, Highland Park,
Michigan, says:

“First, sound equipment saves time. When
one person can talk to the whole school with-
out having the pupils move from their class-
room secats, time as well as energy is con-
served. The music teacher can conduct a
five-minute musical appreciation period once
daily and accomplish during the twenty-five
minutes of the week, as much as would take
ten to twenty times as long on regular sched
ule.

“Second, it will partially take the place of
an auditorium with which this school has
never been equipped. Drives for students to
enroll in the school orchestra are conducted
by giving talks with concerts from the music
room. The mouth-organ band entertains the
whole school via microphone.

“Third, it keeps the children in close touch
with the outside world. If a famous person-
age speaks over a national hook-up from
2:30 to 2:40 some day, and the teachers want
the sixth and seventh grades to hear him,
here’s what would happen: One room would
stop its reading lesson; the boys in the shop
would sit on the end of their manual train-
ing benches; the girls in the household arts
would sew quietly; geography, arithmetic,
English and penmanship would cease in other
rooms, while all listened for ten minutes to—
who knows?—maybe Hon. IHerbert Hoover
himself. No hustle to get to a seat in the
room, no putting away of books; but just a
stopping of work for a few minutes until,
when the program is finished, presto!—back
to work again.”

RADIO FOR MAY, 1930

By HENRY L.

Or let another educationist give you
your selling ammunition. Principal
Frank F. Carr of the F. A. Day Junior
High School, Newtonville, Mass. :

“The radio and public address system of
this school will be used in the following
manner, based upon our experience of the
past two or three years, in which we have
had the building partly equipped.

“1. The equipment will allow any class to
listen to any program being broadcast by any
of the local stations which may be of interest
to that particular class. The number of
things on the air which are of educational
interest is rather surprising when it is care-
fully scrutinized. Almost every hour there
is a request from one or more teachers for a
certain feature to be broadcast to their classes,

“2. The State Department of Education is,
of course, broadcasting certain courses, as it
has for some time past. One of these courses
comes at 12 o’clock noon and is usually given
over the loudspeaker in the teachers’ room,
because this particular course is for teachers
rather than pupils.

“3. Various classes want music records
given in their rooms for purposes of music
appreciation. Foreign language records are
given to the modern language classes for drill
in diction.

‘“4. The oflice microphone is used by the
principal and others for the purpose of
addressing some particular class or classes
wherever they may be in the building at that
particular period.

“The microphone, when placed on the audi-
torium stage, enables even the weakest-
voiced member of the school to be heard
without effort in all parts of the auditorium.
1t also enables the pupils who are not in the
auditorium when an address is being given,
to hear it in their rooms.”

The United States Bureau of Educa-
tion is now engaged in a comprehensive
studv of the subject of educational
broadcasting to determine whether the
school broadcasts should be nationalized

The Loudspeaker in the Classroom



Town an Undeveloped

Sound Equipment

WILLIAMS

and controlled from the oflice of the
Department of the Interior, or remain
local enterprises, controlled by each in-
dividual state or city school offcials.
Whatever decision is eventually made,
the surveys which have been undertaken
covering all phases of this subject have
brought together such an amazing
amount of testimony as to the value of
radio in education that all doubt has
been removed as to the practicability of
the movement.

Educational authorities, some collec-
tively in committees, others individually,
are engaged in preparing courses suitable
for radio teaching which will supplement
and lighten classroom work. Schools all
over the country are equipping or taking
the necessary steps to provide funds for
purchasing receiving and amplifying ap-
paratus. Financing arrangements and
methods are discussed later in this ar-
ticle.

A Typical School Sound System

HE illustrations show the equip-
ment necessary for the average
school. This provides for the picking up
of broadcast programs, for microphone
communication from various points to
any other, and for the cutting in of
the phonograph pickup to any selected
group of speakers. The Samson Elec-
tric Company stress the desirability of
the following features:
1. Complete a-c operation with no
batteries of any kind.
2. Systems built up from self-con-
tained units so that it is possible to add

to them without scrapping.anyv parts of
the original purchase.

3. Units built to underwriters’ stand-
ards, thus eliminating any question of in-
surance which might be brought up in
case systems of unapproved type were
installed.

4. A selective system of speaker con-
trol, allowing any program to be deliv-
ered to any given room or rooms with-
out cross-talk in the rooms that are not
supposed to be receiving the program,
and without variation in volume from
any given speaker, regardless of whether
only one speaker is operating in the sys-
tem or the maximum number.

5. They should be equipped with a
voltage regulating device and a-c volt-
meter, 50 that at all times it is within
the control of the operator who can see
that the correct voltage is supplied to
the primary of all the a-c operated units,
thus lengthening the life of all the tubes
and apparatus.

6. They should be equipped with a
visual monitor which meets the needs
where an accurate indication of volume
level is required and allows the operator
to keep the output at the desired level
by means of a predetermined setting.
This will be found far more practical
in general use than the usual monitor
speaker.

‘The radio receiver picks up a program
from an outside broadcasting statiofl and,
by means of the amplifier system dis-
tributes it, within the control of the
operator, to any or all of the class-
rooms. With the excellent facilities of

Loudspeakers in the School Cafeteria
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Combined Plonograph and Power
Amplifier

modern broadcasting, the personality of
the radio teacher becomes as vivid, and
holds the attention of the students as
effectively as the personality of the
teacher in the classroom. Naturally, the
latter does not ieave the room, but re-
mains ta supervise the class and perhaps
follow the broadcast with a pointer on
map and chart or notes on the black-
board. Lecture kroadcasts, supplemented
by printed suggestions for parallel
reading, have becn the means of spurring
pupils on to self-activity and original
thinking; while parents listening in
have developed a keener interest in the
work of the schools, and a more definite
idea of what thev themselves can do to
help the progress of their children.
Thougzh educational broadcasting is
still in its infancy, the problems entering
into its successful development are being
met so rapidly that they seem to be
actually established only to be immedi-
ately saolved. Broadcasting companies,
wherever approached, have invariably
signified their complete willingness to
supply the facilities of their stations
without charge for educational broad-
casts during school hours, and practically
every important station in the country,
(Continued on Page 32)

Loudspeakers in the CGymnasium
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$150,000

a Year

—cAnd Broke

By VOLNEY G. MATHISON

HIS brings us now to the second
Tcause of the crash of the Gray
Radio Company, and a second danger of
installment selling that is peculiar to
the radio business. This danger is that
of too much repossession.

The general public, and also, I have
found, some judges in our law courts,
have a ridiculous idea that a dealer
makes money when he seizes a radio
receiver from a deadbeat that won’t pay
for it. Instead, the dealer loses, and
loses heavily, nine times out of ten. The
average case of repossession goes soine-
thing like this:

Mr. Neverpay wants to buy a radio.
It costs $150 and the dealer wants $20
down. Mr. Neverpay offers $10 down
and a note to pay $10 more in two
weeks. The salesman on the job hands
his dealer a line of boloney about all the
money that Mr. Neverpay has just been
out for a sct of new false teeth for his
pet jackrabbit, and assures the poor
gullible dealer that Mr. Neverpay is a
live one and will be all caught up with
his account within a month. So the con-
tract is reluctantly accepted and about
thirty days later the dealer discovers that
Mr. Neverpay has not yet paid the
second half of his down payment. Out
rushes the dealer with angry eye only
to find that Neverpay has gone to the
beach at Wormy Cove for a week. After
three or four trips, he finds Neverpay
at home. Neverpay is astonished to
learn that he actually hasn’t paid that
ten dollars yet. He can’t understand
how he could have overlooked it. He
digs up ten dollars and promises to meet
the already due monthly installment
“soon.”

The dealer can get tough and stand
on his ear or his nose, but no matter,
Mr. Neverpay can't do anything until
the 21st. On the 21st, he stalls till the
30th. Three months drag by and the
dealer, in desperation, finally repossesses
the set—provided Mr. Neverpay is still
to be found. If he is lucky, he will get
it back without the cost of a legal
replevin. Tf Mr. Neverpay is nasty—
and most Neverpays are plenty nasty—

26
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Conclusion of article
started in April issue,
here discussing losses
from re-possessions and

delinquent accounts,

The first part of this story about
some of the dangers to be avoided
in selling radio on the installment
plan was concerned with the high
cost of doing business with finance
companies. Facts and figures were
given to illustrate results under both
the direct and indirect systems of
collection.

it will cost the dealer from fifteen to
eighteen dollars for a replevin-and-sheriff

action. Now the situation, in cold
figures, is something like this:
Retail list price of radio........ $150.00
Potential gross profit (not
[y e 60.00
Cost to dealer at 40 per cent
off .. $90.00
Cost of financing contract
(approximate) ... 10.00
Cost of demonstrations and
deliveries of two or three
sets to house ... 3.00
Cost of installing a free
aerial ... 3.00
Cost of three trips of service
MAN e 2.25
Cost of trying to collect:
Five personal trips at 75c
per trip for gasoline,
tires, time, and wear
and tear ... 3.75
Cost of refinishing set for
resale ... 3.00
L]
$115.00

The dealer has collected we will say
$25 altogether, which is about the maxi-
mum amount ever obtained from a pur-
chaser in such cases. This leaves him
out $90.00 to date and the profit is
written in nothing but ciphers. The'set
comes back with the tubes much dead-
ened. Probably there are bootleg whisky
stains on the cabinet, and almost always
cigarette burns have injured the polished
top. The insides are submerged in dust
and old newspapers and incipient mice
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“\ /'

nests. The corners of the cabinet are
sure to be damaged and often there are
deep scratches across beautiful burled
panels.

Since the time the dealer sold the
receiver, the manufacturer has brought
out a new model and cut the list on the
old model to $119.50 and the dealer’s
cost to $70.00. But that doesn’t help
the dealer any, because he has already
paid for the set. He must resell it, after
spending at least four or five dollars to
put it in good condition. He is lucky to
get $120 for it, or rather, a promise to
pay $120 for it from Mr. Maypay.
Supposing that Mr. Maypay does go
through with the deal. The dealer gets
$120 from Mr. Maypay; he got $25
fron1 Mr. Neverpay ; total $145. Against
this he was out $115 at the time he got
the set back from Neverpay. To this
he must add at least $5 for cost of
redemonstrating to Mr. Maypay and
probably $3 for further free service.
The dealer is now out $123. We have
not vet mentioned a salesman’s com-
mission, which will have to be placed at
not less than 10 per cent, or $12, and
many dealers are now paying more than
this amount. We will assume the dealer
had paid no commission on account of
the original Neverpay contract, although
in most cases the dealer is out some
commission on such a contract. We now
have raised the total outlay of the dealer
to $135. This leaves a remainder of
$15, out of which all the remaining
items of expense not mentioned above
must be taken. Some of these are costs
of collection and bookkeeping, adver-
tising, rent, telephone, light, and the
dealer’s own salary, if any.

This is not the worst of it. The
second customer got the first customer’s
radio, which cost the dealer $90. If Mr.
Neverpay had kept his set, then the set
that Mr., Maypay bought would have
been purchased at probably 40 per cent
off the }ist price of $120 that Mr. May-
pay signed up for, or $72 instead of $90.
Here is a loss of $18—money that the
dealer should be in that he is not in.

The above illustration is an average,



not an exaggerated case. Repossessions
vary widely in loss to the dealer. One
time in ten, he will lose nothing at all,
and another time in ten, Mr. Neverpay
will skip out with the set and the dealer
will lose the whole business. Skips are
sometimes never found, or at least they
are often not found for eight months or
a year. How much is the missing radio
worth to the dealer by that time?

THE Gray Radio Company operated
under the indirect system. The con-
cern started in a small way with a
capital of about $1000. Additional capi-
tal was added directly by the owner,
about $2000. In eighteen months, the
concern had done nearly $200,000 worth
of business. Its agreements with finance
companies called for the payment of
lump sums of cash amounting to ap-
proximately $14,000 a month. Its
theoretical collections from customers
amounted to almost $16,000 a month.
The collections absolutely could not be
held up to any such figure—they could
not be held up to the necessary $14,000
a month and overhead. At the time the
concern toppled, the gross amount of
delinquent accounts was about $10,000.

These delinquent accounts were not
all bad accounts. Lots of them were
good, but slow. A man would walk in
and say, frankly: “I owe you fifteen
dollars on my radio. I know my account
is overdue. I have been out of work.
Here is eight dollars. It’s the best I can
do. I'll try to catch up next month.”

Now what under creation is any
decent dealer going to do about a situa-
tion like this? The radio is probably
a third or half paid for. It is already
not the latest model and the dealcr does
not want it back. Besides the purchaser
is doing all he can and absolutely will
pay if given a little extra time. The
dealer knows from experience that such
purchasers often do pay. He accepts the
eight dollars and carries the account.

This does not look serious to the
dealer who has only a hundred ac-
counts altogether—he can carry four or
five or even a dozen slow ones. But
the Gray Company had three thousand
accounts and the gross amount of money
tied up in the slow ones was as stated
nearly $10,000. This was capital tied
up—mnot lost, but tied up or frozen.
This would not be so bad if it were
company capital; the company could
wait for the money, collect it slowly and
realize a profit—but—this was finance
company capital. It was costing 17 per
cent—more than the final net profit
obtainable from the business.

Still another serious angle gradually
developed. Finance company auditors
checking the Gray Radio Corporation’s
books found and red-penciled every one
of these slow accounts. They even red-

penciled accounts ten months old and
three-fourths paid up. They red-penciled
every account that showed any extension
of time, however small the extension
and amount involved might be. They
demanded $18,000 worth of new con-
tracts to replace the slow ones. They
rejected the slow ones and these came
back on the dealer’s hands. In the mean-
time they got their $18,000 worth of
new accounts—contracts that had cost
the Gray Company $13,000 worth of
radio sets, commissions, truck-delivery
and overhead to produce. Of course, the
dealer had the slow contracts back in his
own files. It was up to him to get every
slow customer to sign a brand new
“rewritten” contract which showed the
customer as being up to date in his pay-
ments. This rewritten contract could
then be reoffered to the finance com-
panies. But this rewriting procedure
cost about three dollars per contract for
an adjuster’s time, and it took a good
while to accomplish. In the meanwhile,
the Gray Company was out the cost of
the radios represented in those rejected
contracts. There were always a lot of
them on hand waiting for rewriting.
The company was out about $10,000 on
them. This, then, together with the de-
linquent accounts outlined above, made
a total of $20,000 in frozen capital
which the company had to carry. Here
was an absorption of $20,000 worth of
good capital all costing that 17 per cent
per annum.

If you think that the big dealer dis-
counts of radio retailing will cover any-
thing and everything, just borrow $20,-
000 at 17 per cent and put that $20,000
in a hole and bury it—and watch your
profits roll in—to the hole!

FROM a moderately inconvenient short-
age of sufficient funds to meet the
peak of monthly bills, the situation
gradually grew dangerous in aspect, and
every effort at speeding up collections
and the rewriting of slow accounts were
futile. The climax came with the abrupt
refusal of every one of the five finance
companies to accept any more contracts,
and with their seizing and applying for
replacement purposes contracts that had
been sent to them for cash discounting.

Here again is a peril that confronts
the dealer who monkeys with finance
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companies. They will circularize a
dealer, send an agent to offer him the
best finance service in the world, and
will buy and buy the dealer’s paper with-
out limit—then suddenly, and without
an instant’s warning they will refuse to
handle another dollar’s worth of his con-
tracts. The dealer may have a big
monthly volume of business flowing in—
it may be the middle of the holiday
season—but no matter, he must go else-
where for credit. If he can’t go else-
where, he is simply going to find him-
self up Stink Creek.

The Gray Radio Company foresaw
this danger right in the beginning and
so developed the strongest possible con-
nections with five large finance con-
cerns. It was only through this policy
that I was able to discount such a large
amount of contract paper in such a short
space of time.

Y THIS time, the principal and re-

markable cause of the sudden cap-
sizing of a large and busy radio concern
is probably apparent. That cause may
be expressed briefly as the use of too
much borrowed money at a too costly
interest rate—too much finance.

There is no question that this is so.
The Gray Radio Corporation, at the
time of the advent of electric radios, was
a two-man concern with a capital invest-
ment of a thousand dollars. The first
six months of electric radio business,
specializing in the two leading popular
makes, netted a profit to the operator of
around five hundred dollars a month.
The radios were delivered in an old
cheap car by the service man and the
owner. Finally a boy was hired at
twelve dollars a week to help in un-
crating sets, Contracts were discounted
at this time, and the ledger of the con-
cern always showed a good surplus of
cash, inasmuch as the owner had suf-
ficient funds to cover the slow accounts,
and these mostly paid out in time at a
profit. The swift increase in the volume
of business to fifteen, twenty and some-
times twenty-five thousand dollars a
month was accomplished by an expan-
sion into three finely situated stores ob-
tained at a total rental of $315 a month,
the use of large amounts of expertly
written and highly successful newspaper
advertising, and the encouragement of
outside salesmen. Every type of outside
salesman was profitably used, from the
full-time house-to-house canvasser to the
industrial employee of large concerns
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