
AURALINEAR
SPEAKERS

NEW
from CROWN

Introducing the first speakers worthy
of the Crown name - Auralinear Speaker
Systems. Four models of unique electro-
statics that are as far ahead of ordinary
speakers as the DC 300 was ahead of all
other amplifiers when it was introduced.

The electrostatic design has potential
for the finest response and lowest distor-
tion, but previous electrostatic speakers
suffered from three major weaknesses:
(1) inability to deliver realistic sound
pressure levels, especially at low fre-
quencies (2) fragile, unreliable elements
(3) poor dispersion.

All of these problems have now been
beautifully resolved in the Crown Aura -

I inear Speaker Systems, by uniting radically
new extended -range electrostatic radiators
with special acoustic suspension woofers.
One result is accurate reproduction of
clear, high frequencies with none of the
crackling, frying sounds that characterize
many of today's electrostatics. We call it
honest sound.

For the location of your local Auralinear
dealer, write Crown, Box 1000, Elkhart,
Indiana, 46514. model

ES -224

FOUR MODELS

ES 224 24 bidirectional
radiators

2-10" woofers
resp. 22-30,000Hz
crossover at 350Hz

ES212 12 bidirectional
radiators

2-10" woofers
resp. 22-30,000Hz
crossover at 375Hz

ES26. 6 radiators
2-10" woofers
resp. 25.30,000Hz
crossover at 1500Hz

ES 14 4 radiators
1-10" woofer
resp. 30-30,0007Hz
crossover at 150
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CLASSICS THAT SELL
"THE classical market is like a
funnel," Peter Munves, Director

of Classical Music for RCA, recently
announced. "The largest number of buy-
ers are at the mouth of the funnel, and
trickling through at the other end are the
connoisseurs and dedicated classical
buffs." It is not one of the more elegant
similes of our time. I, for one, keep
seeing connoisseurs and classical buffs
being squeezed unmercifully, like so
many grapes at the bottom of a barrel,
and falling through the narrow end of the
funnel to Heaven only knows what fate
below.

Munves' statement appears on a press
release from RCA headlined: "RCA's
Red Seal Label Introduces 'Music
America Loves Best' Series of Thirty
Albums by Greatest Artists," and that
rather put me into an image -evoking
mood. What came to my mind was some-
thing about the likelihood of a camel
(which, if you remember, is a horse de-
signed by a committee) passing through
the eye of a needle before a rich man
could enter the kingdom of heaven.

Peter Munves has always been less
concerned with literary images than he
has been with selling classical records.
His statement continues with, "Any
manufacturer who wants to stay in the
classical music business neglects the
beginning and occasional buyer of classi-
cal product at his own risk." And so, to
put all the images together, Peter, if he is
not a rich man himself, has certainly
been putting RCA Red Seal into the
black, which in the classical -music busi-
ness is tantamount to being admitted to
heaven. And this particular thirty -disc
camel may very well get pushed through
the eye of the needle (or is it the mouth
of the funnel?) which is represented in
the record business by the racks and
rack jobbers who normally stock only
hot pop items. At any rate, what it all
means is that RCA is intending to sell a
lot of classical records-and to those

people who don't ordinarily buy them.
Every record of the group has a nota-

tion on the jacket corner saying, "A
Basic Library of the Music America
Loves Best," and every one has in addi-
tion a title: "The World's Favorite
Showpieces," "The World's Favorite
Concertos," etc. You can perhaps guess
the repertoire, but, in case you need
some reminding, it includes Finlandia,
the Moldau, Bolero, Pictures at an Exhi-
bition (Showpieces); Beethoven's Fifth
and Ninth, Tchaikovsky's Sixth, Schu-
bert's Eighth (Symphonies); Colonel
Bogey, Radetzsky, March of the Toys
(Marches); and so on. So far as I can
tell, there are no new recordings in the
lot; it is, in short, a recoupling and re-
packaging project.

Now, I can well imagine your reaction
to all this: "Fehr, probably, or words to
that effect. And yet I must remind you
("you," of course, are the connoisseur
and dedicated classical buff) that what
RCA is doing here concerns you very
deeply. First of all, it shows that RCA
intends to remain in the classical -music
business, and that is to everybody's
advantage. Second, it shows RCA is
aware that there is another, larger, if
more irregular market for classical music
than the known one, and intends to sell
to it. Third, it shows that RCA has come
to the realization that it does not have to
spend a lot of money to make a new re-
cording of the Beethoven Fifth or Swan
Lake for this new market, but that a re-
packaged, previously issued one will
suffice. In other words, if one has the
backlog of material (and RCA certainly
does), it is possible to make a little mon-
ey in the classical -music business with-
out spending a great deal of it to do so.
This is important.

In years gone by record companies
commonly produced pop records for
profit and classical records for prestige.
To a great extent, the former paid for the
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