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PICTURE TUBE SAL E "

YOU DID IT !
Yes, it was you, the Service Dealers of America, who made Dumont A.B.D. Picture
Tubes one of the four largest selling major brands in the nation . . . and, Dumont
A.B.D. is growing at a faster rate than our nearest competitor. Our sincerest thanks
to you all.

WHY YOU DID IT ...
MORE ADVANTAGES THAN ANY OTHER TUBE
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AS A BONUS FEATURE ALL TUBES COME PACKAGED IN THE NEW EASY TO HANDLE ''TUBE TOTER" CARTON.

A brand that means quality to every American,
and for the dealer, the Profit Line for the "Sixtys" OUMONT

TELEVISION PICTURE TUBES
RECEIVING TUBES
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REDUCE INVENTORY! INCREASE SALES!

5 ADMIRAL

ENSIGNS REPLACE

43 TUBE TYPES

You save space, save dollars-
make more dollar profit per sale!

..with the Admiral ENSIGN "Big 5" as
your basic tube inventory. Less stock, more
sales-and you make more profit! That's
sweet music! Every Admiral ENSIGN tube
is of fine/precision quality manufacture. All
materials and parts used in the manufacture
of these tubes are newexcept for the envelopes,
which prior to reuse, have been inspected and
tested to the same standard as new envelopes.

Call your ADMIRAL DISTRIBUTOR tomor-
row...start cutting inventory cost, pock-
eting new profits right away !

BE WISE... STANDARDIZE ON

ADMIRAL
ENSIGN

REPLACEMENT PICTURE TUBES-ALWAYS FINE/PRECISION QUALITY
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ENSIGN

17BJ P4
REPLACES

17CLP4
17ATP4 17AVP4A

. 17ATP4A 17BUP4
17AVP4 17CBP4

ENSIGN

21AMP4A
REPLACES

21ACP4 21AQP4
21ACP4A 21AQP4A
21AMP4 21CUP4

21BSP4

ENSIGN

21CBP4A
REPLACES

21FLP4 21ATP4
21ALP4 21ATP4A
21ALP4A 21ATP4B
21ALP4B 21BAP4
21ANP4 21BNP4
21ANP4A 21BTP4

21CBP4B
21CMP4
21CVP4
21CWP4
21DNP4
21CBP4

ENSIGN

24CP4A
REPLACES

(
24ADP4 24ATP4
24CP4 24AVP4
24QP4 24AVP4A

24XP4

ENSIGN

24AEP4
REPLACES

24DP4A 24ANP4
24YP4 24ZP4
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DESIGNED FOR COLOR T

WINEGARD
COLORTRON ANTENNAS
4 gold anodized models from $2495

*Pat. Nos. U.S. 2,700,105; 2,955,289  Canada 511,984  Others Pending.

AVAILABLE WITH REVOLUTIONARY*
NUVISTOR COLORTRON AMPLIFIER...

Now, through continuous Winegard research, a new, im-
proved Electro-Lens yagi has been developed-the NEW

WINEGARD COLORTRON-PERFECT ANTENNA FOR COLOR TV!
Colortrons have a flat frequency response (plus or minus

ih DB across any 6 MC channel), no "suck -outs" or "roll -off"
on end of bands . . . accurate 300 ohm match (VSWR 1.5 to
1 or better) . . . unilobe directivity for maximum ghost and
interference rejection. They deliver today's finest color recep-
tion, give a new picture quality to black and white. Colortrons
are the only outside antennas that carry a WRITTEN FACTORY

GUARANTEE OF PERFORMANCE.

And Colortrons are built to last. High tensile aluminum
tubing for rigidity and stability, insulators with triple mois-
ture barrier, GOLD ANODIZED for complete corrosion -proofing.

There are 4 Colortron models to cover every reception need,
from suburbs to distant fringe areas . . . $24.95 to $64.95 list.

New Winegard Colortron twin-nuvistor amplifier perfectly
matches Colortron antennas. Gives added gain and sensitivity
on both color and black and white. Ultra -low noise, high

World's most powerful TV antenna

MODEL C-44

GOLD ANODIZED $64.95

NUVISTOR
AMPLIFIER

$3995

eain Colortron Nuistor Amplifier can easily drive 6 or more
TV sets.

With revolutionary twin-nuvistor circuit, Colortron ampli-
fiers can handle up to 400,000 micro -volts of signal without
overloading. This is 20 times better than any single transistor
amplifier. The Colortron Amplifier will bring the weakest
signals up out of the snow, yet strong local TV & FM signals
will not overload it. A special life saver circuit gives the two
nuvistors a life of 5 to 8 years.

This amplifier is completely trouble free and the finest
performing antenna amplifier you can own.

Completely weather sealed, nothing is exposed to corrode
and cause trouble . . . has all AC power supply with 2 set
coupler. (Model No. AP -220N, $39.95 list). Twin transistor
model also available up to 80,000 micro -volts input. New type
circuit protects transistor from static electricity built up in
lightning .flashes. (Model No. AP -220T, $39.95 list).

Colortron Amplifier can be added to any good TV antenna
for sharper, clearer TV reception.

Ask your distributor or write for technical bulletin.

MODEL C-43

GOLD ANODIZED $51.90

MODEL C-42

GOLD ANODIZED $34.95

MODEL C-41

GOLD ANODIZED $24.95

There's an extra b
ANTENNA SYSTEM

uality and performance in every Winegard product.
3024 Kirkwood Burlington, Iowa
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LETTERS TO
THE EDITOR :

Edit°, s Note:
The following is a letter from CSEA Execu-

tive Secretary Kieth Kirstein to Mrs. Helen
Nelson of the State's Consumer Counsel. Since
it is so important for every Service Dealer to
know the CSEA stand we have reprinted this
letter for your information in place of our
regular "letters" feature.

Mrs. Helen Ewing Nelson
Consumer Counsel
State Capitol
Sacramento, California

Dear Mrs. Nelson:

We appreciate the time you spent the
other day in discussing CSEA with me,
particularly your comments on the radio
program of August 30th from San Fran-
cisco at which time you informed the
people of what CSEA is and what we
are attempting to do. We appreciate
this positive approach to the problem of
television servicing and servicing ap-
pliances in the home, rather than the
usual unfavorable comments. TV service
dealers in the whole of northern Cali-
fornia were tuned in to your program.
We are sure it did a great deal to lift
their morale.

In our discussion it was suggested
that we list a few things which you could
use in future programs or meetings. As
you know, CSEA is a statewide organi-
zation of TV service dealers from Red-
ding to San Diego and the Mother Lode
to San Francisco. There are some 32
local associations, and many individual
members from areas that have no local
association. The main purpose for our
existence is to improve the general wel-
fare of our members, to create high
standards of professional service and
business ethics, and to promote good
fellowship and understanding of our pro-
fession. We are listing ten items we feel
the public would be interested in.

1. CSEA has a very rigid Code of
Standards that all members must
subscribe to. These are on display
at every member shop.

2. CSEA holds many training ses-
sions throughout the state for
their members on the latest tech-
nical advances.

3. CSEA local associations will
gladly accept any complaints by
customers, will investigate and
advise, and if possible, will bring
to justice.

4. CSEA has an Apprenticeship Pro-

gram in force with the State of
California Apprenticeship Pro-
gram to train new technicians.

5. CSEA is constantly fighting "bait"

advertising which tends to mis-
lead the public into believing they

are getting something for nothing,
etc.

6. CSEA advises customers to check
with the Better Business Bureau
in their city to determine how to
select a reputable dealer. If there
is no Better Business Bureau, the
local CSEA will be glad to help
them select a dealer.

7. CSEA is constantly seeking ways
to eliminate fraudulent "gyp" art-
ists in the TV service business.

8. CSEA keeps a constant vigilence
at the State Capitol to protect the
service dealer and public from
undesirable legislation.

9. CSEA advises the public to deal
only with reputable, established
service organizations. Know your
service man.

10. By patronizing the TV service
shops that display the CSEA em-
blem you can be assured of a
reliable, depenable service organ-
ization.

CSEA is very grateful for your inter-
est in our problems. We are sure that
with all interested parties working to-
gether, we can come up with a solution
in protecting the public from unscrupu-
lous dealers.

Sincerely,
Calif. State Electronics Assn.

JERROLD
DISTRIBUTORS

ANDREWS ELECTRONICS
1500 W. Burbank Blvd., Burbank

TH 5-3536

CAPITOL
17724

ELECTRONICS SUPPLY
Van Owen, Reseda
ST 6-5870

COOK ELECTRONICS
210 E. Hardy St., Inglewood

OR 8-7644

ELECTRONIC SUPPLY INC.
2486 Third St., Riverside

OV 3-8110
BRANCH

323 W. Seventh St., San Bernardino
TU 4-4791

FIGARTS RADIO SUPPLY
6320 Commodore Sloat Dr.,

Los Angeles
WE 6-6218

HURLEY ELECTRONICS
1429 So. Sycamore Ave., Santa Ana

KI 3-9236
1501 Magnolia Ave., Long Beach

HE 6-8268
1023 So, Cleveland, Oceanside

SA 2-7694
222 W. "B'' St., Ontario

YU 6-6638
501 E. Date St., Oxnard

HU 3-0133
390 S. Mt. Vernon, San Bernardino

TU 8-0721

KIESUB CORP.
311 W. Pacific Coast Hwy.

HE 6-9697
BRANCHES

2615 F Street, Bakersfield
FA 7-5533

1162 Industrial Ave Oxnard
HU 3-9541

910 W. 11th St., San Bernardino
TU 8-6807

14511 Delano St., Van Nuys
ST 1-3930

NYSTROM BROTHERS
2426 Fourth Avenue, San Diego

BE 4-7231

SOUTHLAND ELECTRONIC SUPPLY
3610 University St.
San Diego, Calif.

AT 3-3941

WHOLESALE ELECTRONIC SUPPLY
265 So. Laurel, Ventura

MI 8-3163
BRANCHES

209 W. Cannon Perdido, Santa Barbara
WO 5-5238

311 No. McLelland St., Santa Maria
WA 5-7213
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"OVER $12,000 WORTH OF
POWERMATES SOLD...AND
IT'S JUST THE BEGINNING !"
GEORGE MARKMILLER
TV Sales and Service, 165 Ulster Avenue,
Saugerties, New York

\ L.

POWERMATE sells itself
George Markmiller's customers "were from Missouri"
where TV reception was concerned. The products they
had tried, in spite of high claims, had not produced
snow -free TV from the distant New York stations.
With the help of his Jerrold distributor, George used
the potent promotional kit to tell his customers the
POWERMATE performance story. Newspaper ads,
truck banners, stuffers and store displays presold

H1111011)

TRANSISTOR

POWERMATE
ANTENNA AMPLIFIER

$3995
LIST

JERROLD ELECTRONICS CORPORATION
A subsidiary of THE JERROLD CORPORATION

Philadelphia 32, Pa.

through its performance
POWERMATE because the promotion was custom -
designed for his area.

The real clincher came after the demonstration
when one customer began to tell the other about
POWERMATE's amazing reception. The Saugerties
area had never seen such clarity in black and white
and in color. As George says, "The performance of
this unit has been the best advertising that has
helped to sell it."

Jerrold's ready to set up a POWERMATE promotion
designed for your local area. You can repeat George
Markmiller's success story as hundreds are doing-
all over the country. Write for the name of your
nearest Jerrold distributor.

r Jerrold Electronics Corporation
Distributor Sales Division, Dept. IDS -265
Philadelphia 32, Pa.

I want Jerrold to promote the POWER MATE in my LOCAL
area. Send me the name of my nearest distributor.

Name

Address

City

L
Zone State

J

OCTOBER, 1 96 2 7



ANATOMY CLASS FOR DOCTORS OF RADIO AND TV SERVICE

HIGH GAIN AND LOW CAPACITANCE OF FRONT END TRIODES
EXPLAIN ABSENCE OF SNOW ON PICTURE TUBES

SNOWY or hazy pictures are symptomatic of tv front ends
that transmit input noise infections to the video stages. The

wideband RF amplifier triodes manufactured by Tung -Sol for
tv tuner service are immunized against this disease by abnorm-
ally close spacing of grids and cathodes, boosting power gain
and allowing transconductance to increase faster than input
capacitance. Isolation of tube elements is maintained by three-
part formula: clear mica spacers and rigidized construction to
prevent thermal warping and microphonics; high -purity ma-
terials prevent gas generation and the formation of leakage
paths; extreme cleanliness during every step of manufacture
avoids contaminants. Shot noise caused by uneven cathode
emission is prevented by using finely dispersed cathode materials.

PRESCRIPTION FOR PROFIT

Customers appreciate fair weather tv pictures.
To keep customers and their sets sunny,
specify Tung -Sol front end tubes.

TUNGSOL
RF AMPLIFIER TUBES

TUNG-SOL ELECTRIC INC., NEWARK 4, N. J.

$ MODERN ELECTRONIC SERVICE DEALER



CSEA business wire
dates zone reports chapter news

Two New Zone

Councils Being

Formed
President Claire Lanam along with

Lou Hall and Phil Fisher of Zone B
recently completed a trip to Stockton
that may culminate in the setting up
of new zone councils in Zone A and C.

The meeting was held in the shop of
Ken Preston with Board of Directors
member Darrell Petzwall presiding. Petz-
wall outlined zone organization, me-
chanics, and responsibilities. Ken Pres-
ton then explained the costs with Claire
Lanam discussing the need for the Board
of Delegates to help the Directors to
administer CSEA affairs and, locally,
in building up public faith in our pro-
fession.

Zone A, when formed, includes those
chapters within the 20 counties located
from the California -Oregon border
through Sacramento and El Dorado
Counties. Zone C includles 12 counties
south of Zone A, largely in the San
Joaquin Valley and mountain area, south
to and including the counties of Fresno
and Kings.

BOARD OF DELEGATES GIVEN SPITE

REPORT BY CHANGED
The CSEA Board of Delegates meet-

ing in Fresno last month were presented
with an outstanding report from State
Executive Secretary Kieth Kirstein.

Mr. Kirstein's report brought all of
the delegates up-to-date in regards to
the State's activities with the Attorney
General's office, Better Business Bureaus
throughout the State, the Public Utilities
Commission, our Insurance program.
and many many other areas of activity.

This report was followed by a report
from President Claire Lanam who again
pointed out the need for unity and
strength in creating a better consumer
image of the TV Service Dealer.

Don Reed, chairman of the By -Laws
committee, made a report to the dele-
gates that would consolidate and re-
define certain provisions in the By -Laws.
These were discussed and passed by the
delegates as part of their business meet-
ing. The controversial resolution pre-
sented by delegate Hugh Wilkins of Los
Angeles at the last Board of Delegates

CSEA MEMBERS IN SO. CALIF.

CO-OP TV WEEKLY AD PROGRAM
-some 55 CSEA member shops in Southern California have banded together in

a 12 week full page advertising program in the TV Weekly section of the Los
Angeles Herald Examiner.

The ad, chairmaned by Virgil Gaither
of Television Central, has a headline of
TV TROUBLES? followed by the CSEA
bug. The copy reads "Choosing a reli-
able television service shop can be a
serious problem. The following inde-
pendent shop owners are members of
the California State Electronics Associ-
ation. CSEA is a non-profit organization
dedicated, to improving the practices
that exist within the Television service
industry-CSEA members have signed
and endorsed the code of ethics as out-

lined by the Los Angeles Better Busi-
ness Bureau. Call the independently
owned shop nearest you.

This is followed by a listing of the
shops participating and is signed by the
Southern California Office of CSEA,
1817 W. Verdugo Road, Burbank,
VIctory 9-5423.

The ad itself was a co-op program
with Sylvania Picture tubes with them
paying half the cost of the ad. Each
shop paid $50 for the twelve weeks of
advertising.

Meeting was discussed at length and
then returned to committee to be brought
up as the first course of business at the
next Delegates meeting. This resolution
would, if adopted, revise some of the
duties of the delegates and call for an
annual convention.

For those readers who are not mem-
bers of CSEA a simple explanation of
the basic structure of CSEA is as fol-
lows. At the present time there are 32
paid up chapters of CSEA throughout
the State. Each chapter works independ-
ently, have their own programs, discuss
local problems, etc. Each chapter then
elects one member to be a delegate to the
State organization and he becomes a
member of the Board of Delegates.

once a month
in Zone meetings ranging from all parts
of the State. For example: Zone A is in
the Northern tip of the State and Zone
G is in San Diego with other Zones in
between. At these Zone meetings, de-
pending upon membership, Board of
Director members are elected. All Zones
have one member on the Board with
the exception of Zone B and F that have
three each. The Board of Directors then
elects their own chairman and officers
who automatically become State Officers.
The Board meets on a quarterly basis
and the Delegates every three months
... usually at the same time in separate
meeting rooms.

This is, of course, a simple explana-
tion of the Association but will give you
a real good look at the fine organiza-
tional plan that makes up this Associa-
tion. There is representation of all chap-
ters and all problems whether local or
State wide can be presented. Also, with
this type of organization, there is a con-
stant change over of representatives and
new ideas are constantly in motion. The
life blood of any Association is new
people with new ideas and this type of
organization insures the best possible
results.

OCTOBER, 1962 9
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SACRAMENTO PUBLIC RELATIONS

CONTINUES TO BUILD GOOD WILL
The Sacramento Chapter of CSEA

has, for the past few months, been work-
ing with a public relations firm in build-
ing a better image to the public. This
program has been very successful to
date and even greater things are being
planned in the future.

In a recent newsletter they pointed out
a new program that will take all second
hand sets, that are working but bring
in little revenue, be given to worthy peo-
ple in the community. The idea, fos-

tered by Ed Nelson or Ed's Reliable TV,
has been placed into action with a com-
mittee to investigate local charitable
organizations for the distribution of the
sets.

Another "news getter" is the chapters
Miss Perfect Picture. The latest gimmick
is to get her to pose for pictures on top
of the tower at Walnut Grove. A pretty
girl, in this case Miss Wendy Douglas,

and a great
deal of chapter publicity and be attrib-
uted to her talents.

Further success of the program can
be attributed to the recent five-minute
interview with Bill Fritz, Sacramento
Better Business Bureau, over "People In
The News" on Channel 3, KRCA-TV.
Bill's topic was a familiar one on TV
gyps and what his office and the District
Attorney have been doing about them.
Fritz pluged the local CSEA chapter in
this interview and there are more to
come.

CSEA Board To
Meet November 11th
In Los Angeles

The next Board of Directors meeting
will be held Sunday November 11th in
Los Angeles it has been announced by
Claire Lanam President of the Associa-
tion. The site has not as yet been deter-
mined but will be announced in next
month's issue of MESD. Any member
who wishes to attend these meetings
may do so.

Pictured here is Mr. Stan Auerbach addressing
the Los Angeles Chapter of CSEA. This out-

standing color class was so succesful that other
chapters in the Southern California are continu-
ing the program in their own area.

Two CSEA Chapters
To Sponsor Color
School Program

The San Fernando Valley Chapter
and the Glendale Burbank Chapter are
co -sponsoring a CSEA Color School
similar to that presented by Los Angeles
last spring. The school will be held
every Tuesday night starting at 8:00
p.m. now through November 27th at
the North Hollywood Woman's Club,
5629 Vineland Avenue in North Holly-
wood. The first class was held on Sep-
tember 11th with 42 students. The in-
structor is Mr. Stan Auerbach and fur-
ther information can be obtained from
President Al Aird at ST 8-1794.

WHITTIER CHAPTER HOLDS
BREAKFAST MEETING

A number of CSEA Chapters have
expressed problems in keeping their
membership attendance high for month-
ly meetings but this is not the case for
the Whittier Chapter of CSEA.

This chapter holds all of its meetings
as Breakfast gatherings and the pro-
gram is limited to one and one half
hours. The meeting gets underway
promptly at 7:30 a.m. and adjourns at
exactly 9:00 a.m.

The programs themselves are limited
to area problems. With most of the mem-
bers being competitors they are able to
discuss mutual problems concerning
certain customers, the over-all economic
outlook in their area, a co-operative
advertising program, Industry problems
and Association work, etc. Guest speak-
ers are invited from time to time but
not regularly.

The most striking aspect of the pro-
gram has been a 100% attendance by
the membership month after month. It
would seem to me that this idea could
be used by other chapters throughout
the State that may be having problems
along these lines.

ACTRA DINNER DANCE
HELD SEPTEMBER 22ND

The ACTRA Chapter of CSEA held
another of their successful dinner dances
last month at Renard's of Alameda Res-
taurant.

The affair was open to everyone with
all ACTRA members, their guests, Tech-
nicians, etc., with their wives and sweet-
hearts enjoying an evening of fun and
relaxation.

A "Happy Hour" Cocktail Party pre-
ceeded the Buffet and dancing. Guest of
honor was Mr. Claire Lanam, ACTRA
member and President of the Statewide
Association.

THE ZONE'S IN ACTION . . . Each month delegates from the different chapters meet to go over
statewide problems. Pictured on the left are the delegates from Zone B as they met in Walnut
Creek a few months ago. On the right are delegates in Zone F as they met in Los Angeles.

10 MODERN ELECTRONIC SERVICE DEALER



CAMPAIGN STARTED TO
COMBAT PRODUCT THIEVES

In recent months the increase of bur-
glaries has risen alarmingly and a cam-
paign is presently underway to stop as
much of it as possible.

The Appliancer News, in a recent
article, publicized this wave of burgla-
ries and has asked that every dealer co-
operate with them in listing all stolen
merchandise by product, make and se-
rial number. This material will then
he published in an effort to provide
dealers with up to date information. It
has been found, that some dealers are
buying stolen merchandise believing
that it is close-out or bankrupt merchan-
dise. Needless to say, merchandise that
is purchased under these circumstances
should be checked into thoroughly be-
fore final purchase is made Police and
other local law enforcement agencies are
actually taking back stolen merchandise
right out of customer's homes.

The Appliance Profession has con-
tacted our office in an attempt to extend
their efforts into the Television industry.
We have decided to work with them
and will re -produce the name, make and
serial numbers of all stolen merchandise
reported to us from our readers. In turn,
this material will be turned over to them

re -printing and any material they
have will be re -printed in MESD. We
have also asked the cooperation of local
law enforcement agencies to provide ad-
ditional information for publication as
it becomes available. Anyone that has
had products stolen in the last few
weeks are asked to send this informa-
tion to us. We will then publish it and
send it on to the Appliancer News.

Stolen Merchandise
From: Chet Noyer, 10015 W. McKin-
ley, Fresno 5, California.

Make

RCA Victor
Model No.

171A052 -U
192A064 -U

Serial No.

% 1127314
%6359117

ZONE "F" OFFICE
OPENED IN BURBANK

Mr. Buz Bezzel, newly apointed Ex-
ecutive Director of Zone "F," has estab-
lished his office at 1817 West Verdugo
in Burbank. Anyone wishing to contact
the zone office may do so by contacting
Mr. Besse' at that address.

The next Zone "F" meeting will be
held on Monday Evening October 15th
at Kelley's Restaurant, Atlantic and
Washington Fllvds., Los Angeles.

MODERN

PRESIDENT'S MESSAGE

The unsung heroes of all eternity, our
female counterparts, who go through
many tiring, frustrating, painful days
and months, with a stoic determination,
overwhelms all obstacles until the arri-
val of our loved one.

Can we, as men, do nearly as well in
in this work that, from your own view-
point, is extremely vital to the welfare
of your own loved ones?

How does a person succeed? Sweat?
Tears? And our education? We are
taught about the technicalities of our
business, both in engineering and eco-
nomically. A vital factor in economics
is the ability to work with other people
as a group, and develop the fundamen-
tal instincts of fair play and compassion
to all people.

When we can dedicate ourselves to
others, when we can give of time and
money to better the positions of others,
then we are on the road to success.

Then is when we can automatically,
with no effort on our part reap the
benefits of the largesse we have sown
with such an enthusiastic and willing
hand.

Know Your Board

Claire U. . Lanant

Do unto others as you would have
them do unto you.

Let us practice this, and all ideals,
that no finger may be pointed at us. Let
us tackle the problem of chaos, uncer-
tainty and distrust of our profession,
and make the trust in our profession a
miracle byword in the intelligence of
the public mind.

There are many men with us who
are capable of creating this true and
proper image. We might have differ-
ences, we will all make mistakes, but it
is up to us to recognize this situation
and profit by our own and others mis-
takes. Judgment by men experienced in
association work is very valuable and
we should do our utmost to get a good
consensus of opinion by knowing these
people.

I, as well as anyone else, cannot know
men such as we have in our Association,
without being greatly enriched. None of
us can ever repay the good we will gain
by this association of men.

My thanks to all who have contri-
buted so generously to our Association.

. No 3

ED FORT, JR.

A NEW FEATURE

OF MESD

Our new CSEA Treasurer has been
in the TV Service business since 1953
having gained his experience as an elec-
tronic technician in the Navy. In 1951
he acquired his first dependent, his wife
Hazel, and since that time has been
adding quite regularly to that list. The
present count -down includes Robin
Dale, Steven Micheal, Jacalyn Leslie
and James Edward . . . all Fort's. In
the early days he was a member of the
old R.T.A. and then, in turn, a member
of CSEA. He is a past president of the
San Diego Chapter 13 and a State Di-
rector for the past two years. He was
recently elected, by the Board, as the
new State Association Treasurer.
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NEXT MEETING

TO BE

ANNOUNCED

Editor: ED FORT, JR.

CSEA San Diego
Activities Summed Up

The advantages of being a member of
CSEA are many. Obviously, not all
activities are being pursued at once,
and not all goals are achieved immedi-
ately.

Efforts are constantly being made on
a state-wide basis to achieve long-range
goals. In addition to this, each local
chapter has its own activities. We
thought it worthwhile to sit down and
compile a list of items our local chapter
has done for its members during the
last 9 months.
Advertising

1. Trademark heading in the yellow
section of the San Diego Telephone
Di rectories.

2. Interview on KOGO Channel 10
"Ask your TV Serviceman" on
February 28.

3. Spot radio announcements on
KOGO Radio 600 from February
19 through March 30.

Training and Informative General Meet-
ings

4. 18 -hour training course in servic-
ing color television

5. 8 -hour training course in stereo
multiplexing

Social Get-Togethers, Exchange of Ideas
and Methods among Members

6. Installation Banquet at Vacation
Village Hotel

Organized Effort to Upgrade Industry
7. After adverse newspaper publicity

in Chula Vista, charges against
members were investigated, and,
when found baseless, corrective ac-
tion was taken.

CUSTOMERS "LOAN GAME" CAUTIONED
BY SAN DIEGO GROUP

A new gimmick seems to have caught
on recently among some of our erst-
while customers. It may pay you to be
on the alert for it.

When the call first comes in the
customer tells you the set will probably
require shop work and they would like
to know if you will leave a loaner. If
you do accept the call and go out to
service it you will probably find an
extremely old piece of junk that ob-
viously needs more work than the set
is worth. But still they want it repaired,
and cost is apparently no factor. This
is the tipoff. They don't care about the
cost because they never plan on getting
the set back. Your loaner will stay in
their home for as long as they can talk
you into leaving it. They will even agree
to pay rent on the loaner and you can
add it to their bill. This will continue
as long as you allow it, or until they
move, taking your loaner with them. If
you should be foolish enough to extend
credit you can just kiss it goodbye. To
the best of my knowledge this started
about nine months ago. Recently, how-
ever it seems to have become more
popular. The best way I've found to nip
this quickly is to explain to them when
they first call that you can leave the
loaner there only until their set is re-
paired and then you will have to pick it
up. They'll probably tell you to forget
it, hang up, and try to find some other

pidgeon who might be a little hungrier.

133%

ISO%

313%

310%

104%

3NR lertrag

'3%

90%

113%

1961 AVERAGE SALES

1962 AVERAGE SALES

EDITOR'S NOTE: Many queries have been received
by our chapter office from our members regarding
the B.B.B. Code of Ethics. The following is a copy
of the letter sent by the San Diego chapter of
CSEA to the San Diego BBB.

Gentlemen:
Our members have reported to us that

they have received your circular and
Code of Ethics together with a pledge
card. We feel sure that all of our mem-
bers will sign and return the pledge
card to you and cooperate with you in
your effort toward improving consumer
confidence in the television service in-
dustry.

As you know, all of our members, at
the time of their application for mem-
bership in our Association, have to sign
a pledge to abide by our own Code of
Standards. The Code of Ethics which
you have set up follows basically our
own Code of Standards. There are sev-
eral points, however, in the code as set
up by you which are impractical. We
believe, our former President, Mr. Eu-
gene O'Brien, pointed them out to you
at the time you invited him to a meet-
ing and showed him the completed code.
We regret that his suggestions were not
followed.

Nevertheless, we want you to know
that we approve of your Code of Ethics
in principle and will give it our full
support as far as our membership is
concerned.

If there is anything that we can do
to be of help in your eqffort to have the
pledge cards signed and returned to
you, please let us know.

North County General Meeting
Features Sam's Cost Study

Chapter 18, North County, had an
excellent program at their last general
meeting. It was held at Hurley's in
Oceanside. The program was entitled
"Pricing your services for a profit."
The presentation was supplied through
Howard W. Sam's & Co. and is an
extremely comprehensive study of costs
vs. charges. I hope Chapter 13 gets on
the ball pretty soon and orders this
lecture from Sams. It might open a few
eyes.
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Look for these signs at your participating Distributor
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Get in on

Sylvania's big, new Service 'n Save Stamp Plan
S&H Green Stamps add up in a hurry when you buy Sylvania
tubes. So does customer gocd will when you stay with
Sylvania quality.
That's why we say you can profit and save at the same time
through the many Sylvania dist-ibutors offering S&H Green
Stamps with Sylvan a Receiving Tubes.
Select gifts from a big, new 144 -page S&H Catalogue. Ask
your Distributor for a copy.

SYIATi\NIA
GENERAL TEL a ELECTRON/CS
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From the

Legal Side . . .

by ANTONY ANASTASI
CSEA Legal Council

False And Misleading Advertising
Every businessman should be con-

cerned with and aware of the law re-
garding false or misleading advertising
inasmuch as advertising is an ever -
increasingly used tool of those seeking
to promote their goods and broaden
their markets.

In California, the law pertaining to
this topic is found in the Business and
Professions Code. Section 17500 of that
Code states that it is unlawful for one
with intent to dispose of property or
to perform services or to induce the
public to enter into any obligation re-
lating thereto, to make or disseminate
any statement concerning the property
or services which is untrue or mislead-
ing, and which is known, or which
should have reasonably been known, to
be untrue or misleading.

An examination of that provision re-
veals that it is broadly drawn so as to
cover the sales of all property, real and
personal, and the performance of all
services, professional and otherwise.
Also, it covers statements made or dis-
seminated in any manner, so as to in-
clude all the advertising media. Im-
portantly, the law proscribes not only
statements which are false and untrue,
but those which are merely misleading

or deceptive. Finally, it should be ob-
served that one violates this law not
just when he knows that what is said
is untrue or misleading but also in
situations when he acts innocently but,
by the exercise of reasonable care,
should have known the statements were
false or misleading. Hence, the law
places a reasonable burden on the ad-
vertiser to determine whether the state-
ments made are false or misleading.

Since laws to be enforceable require
sanctions of some kind, section 17531
of the Business and Professions Code
provides that a violation of any of the
sections relating to false or misleading
advertising constitutes a misdemeanor.
Additionally, section 17535 permits a
violator or proposed violator of the
chapter to be enjoined, that is, to be
restrained by a court from so acting.
The action for injunction may be pros-
ecuted not only by the Attorney General
or a district attorney but by an in-
dividual acting on his own behalf or
that of the general public.

Another specific section of the chap-
ter relating to advertising that is worth
mentioning is 1701 which says that no
price shall be advertised as a former
price of an article unless the purported

former price actually was the market
price within three months just prior to
the advertisement or unli, the date
when the purported former price did
prevail is clearly stated. This provision,
of course, is intended to prevent any
ballooning of former prices to indicate
a current drastically -reduced price.

Under California law, untrue or mis-
leading advertising may also constitute
unfair competition and as such be en -
joinable; and where fraud or the intent
to deceive is shown, civil liability for
money damages may exist.

A recent case decided that the essence
of unfair competition rests in simulating
and imitating the goods of a competitor
with the purpose of deceiving the public
into buying the imitation under the
impression that it is purchasing the
goods of the competitor.

The Federal Trade Commission Act
is also designed to prohibit unfair meth-
ods of competition and unfair or de-
ceptive acts or practices. It makes un-
lawful false or deceptive representations
made by means of brands, labels, ad-
vertisements or otherwise. In order for
the Act to come into operation, the
matter must be one affecting interstate
or foreign commerce.

1962 REPLACEMENT TUBE CODE-EXPIRATION DATES FOR 1962

Expires Standards R.C.A. Raytheon Sylvania Tung -Sol

SEPT. 30 61-39 M K 1-8 H K M W

OCT. 31 61-43 M L 1-6 H L M I
NOV. 30 61-48 M M 1-4 HM NA
DEC. 31 61-52 MN 1-2 JA NB

*STANDARD-The EIA standard four digit code number system is used by many brands. The first two
digits indicate the year. The remaining two digits identify the month by referring to a
week of the year included in that month. Brands using this system include: C.B.S., G.E.,
Philco, Westinghouse, Zenith.
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THESE EXCITING GIFTS AREYOURS
FREE

. . . with Philco Receiving Tube
and Philco Starbright2/20CR Tube
Purchases until Dec. 10th, 1962

EXECUTIVE ATTACHE CASE!
Great for work or

school. Brown, simulated
leather -plastic finish

with smartly stitched
side panels.

YOURS FREE WHEN
YOU BUY ONLY 85
PHILCO RECEIVING

TUBES-OR 3
PHILCO TV PICTURE

TUBES AND 10
RECEIVING TUBES!

A D-4056

BONANZA!
6 -PIECE PEN, PENCIL

& FLASHLIGHT SET
In an attractive plastic case-two ballpoint

pens, two ballpoint pencils, one fountain pen
and one pen -sized flashlight. Useful in

office, school or home.

YOURS FREE WHEN YOU BUY ONLY 25
AD -4057 PHILCO RECEIVING TUBES-OR 1 PHILCO TV TUBE!

HE)

DE

AD -4069

FC

SF

LE

A
P

Your cho
grey -heat
medium,
front. Ne
reinforce,

AD -4073

YOURS FREE WHEN YOU BUY
RECEIVING TUBES-OR 2 PHIL

SELECT THE

Vtit S etAlla Deido-b CR TUBES A

DISTRi III'TED BY:
SAN FRANCISCO

PHILCO CORP., 25 I ITH ST.
MA 6-1717

FRESNO
DEVLIN- DR I.W, 165 BROADWAY

AD 3-8811



LIGHTWEIGHT
RUN -ABOUT COAT
Styled by famous
NARRAGANSETT OF
WOONSOCKET. A rich deep
olive tone. 100% nylon
fabric bonded to
polyurethane foam. Two-tone
lining is 100% rayon-
interlining is 70% wool,
30% other fibers. Heavy-duty
zipper. Smartly knit collar
with button-down tabs. Entire
coat weighs only 2 lbs. 2 ozs.
Sizes: 34 through 46. Sold
at better stores.

YOURS FREE WHEN YOU
BUY ONLY 300 PHILCO
RECEIVING TUBES-OR 12
PHILCO TV PICTURE TUBES!

YOUR

!T AND
JRE WEAR

!ILAN: KNIT
0 SHIRT
)f blue, red,
or block. Sizes: small,

New nylon -zipper
day -fresh collar with
)5.

Y 50 PHILCO
IV PICTURE TUBES!

SUBURBAN
SPORTS JACKET
GENUINE LEATHER
HAND CRAFTED IN FASHION -WHITE
FOR THE LADY IN YOUR LIFE!

Luxurious satin lining, leather
covered buttons.
Sizes: 8 through 18.
Sold at better stores.
YOURS FREE WHEN YOU BUY ONLY
450 PHILCO RECEIVING TUBES
OR 18 PHILCO TV PICTURE TUBES!

AD -4068

FASHION SETTING

SWEATER SET
100% HI -BULK ORLON

White, short -sleeved slip -over
sweater with matching white,

long-sleeved cardigan.
Full -fashion look. She'll love them!

Sizes : 34 through 40.
BOTH FREE WHEN YOU BUY
ONLY 100 PHILCO RECEIVING

TUBES-OR 4 PHILCO
TV PICTURE TUBES!

AD -4072

NEW HANDSOME WRIST WATCHES

MEN'S CALENDAR
WRIST WATCH!

BY HARVESTER

YOU'LL SAY "TERRIFIC"!

AD -4071

Diamond -tooled yellow and
white metal case. Anti -magnetic.
Sweep second hand. Gives
you the time-and the date!
Moravian black leather strap
and matching metal clasp.
Swiss made.

YOURS FREE WHEN YOU
BUY ONLY 125 PHILCO
RECEIVING TUBES-OR 5
PHILCO TV PICTURE TUBES!

AD -4070

FOR HER A CHARMING

CHARLO
WRIST WATCH!

ANTI -MAGNETIC

In a modern, circular yellow
metal case - distinctive dial
with raised numerals and
markers under sparkling clear
crystal. Soft black leather band
with matching clasp. Swiss
made.

YOURS FREE WHEN YOU BUY
ONLY 125 PHILCO RECEIVING
TUBES-OR 5 PHILCO TV PIC-
TURE TUBES!

YOUR CHOICE! YOU MAY MIX PURCHASES OF RECEIVING AND

YOU WANT. ONE CR TUBE EQUALS 25 RECEIVING TUBES.

LOS ANGELES
PHILCO CORP., 6393 E. NN ASIIINGTON

RA 3-0315

SAN DIEGO
l'111LCO 01111'., 1407 COLUMBIA ST.

BE 9-2201



How To Build Your

Personal Prestige in

Your Community

A statue of oneself in the city park or the mantle at home
loaded with commendations and awards are symbols of
recognition as a leading citizen and pillar of one's com-
munity.. Many service shop owners possess them . . . hun-
dreds more could do so.

Often in our younger days we looked on such prestige
as being reserved for "stuffed shirts," which may have been
true in the past but is as outmoded today as a crystal radio
set. As one observer put it not long ago . . . "have you ever
noticed how the shop owner who is such a leading citizen
is also a successful business man?"

"The young shop owner is deluged with business help to-
day," one such elder statesman told this writer recently,
"but no one seems to want to tell him how to build his per-
sonal prestige in his community. The steps that he will take
to accomplish that end will be automatic business building
strides as well. You don't become an outstanding citizen of
your community overnight any more than your shop be-
comes a success on a single idea."

We asked this shop owner what those steps were in his
own case. His answer was of such interest that we sought
out others and asked them the same question. The results
provide a series of stepping stones that lead not only to
business achievement but that extra possession of personal
prestige which becomes of such great additional value later
on in life.

"Learn pride in your business and respect for it will be
recognized by others." - The man who looks on the field in
which he hopes to attain a successful life as a means of mak-
ing money only acquires little respect for his business from
others. The shop owner has everything on his side in build-
ing personal prestige for he is in a field universally respected
by everyone.

"Take an active interest in the other fellow, always."
- Many a time it looks as though such a reaction will be
wasted effort but it always pays off in the long run. People
become interested in us when we are interested in them.
An extra five minutes spent in showing honest interest in
the other man and his personal problems pays off in his
willingness to help us later when we need the same favor in
return.

"Acquire the art of demonstrating authority in speech."
-Many great business executives and statesmen were able

BY H. B. NELSON

General Electric Co.

to grasp their first big chance when it came along because
they had the ability to impress with what they said and how
they said it. Attending a speech class at some school may
seem like a waste of time but it has seldom turned out that
way.

"Promises are made to be kept." - Nothing will damage
a person's prestige more than failure to live up to a promise
he has made whether it be trivial or important. Before
we make a promise to do anything, business or otherwise,
make certain that we can and will fulfill the obligation, suc-
cessful men tell us.

"Pick a favorite activity and give it all you have." - This
may be the Red Cross, Cancer Drive, a local boys' club
or one of the many score of others available everywhere.
Too many shop owners try to be a part of all such projects
and thus are able to do so little in any one that their con-
tribution is either not worthwhile or goes completely un-
recognized.

"Strive for recognition in your own field." - The shop
owner whose whole hearted contributions to his trade asso-
ciation activities wins him recognition therein attains a pres-
tige within his own community that no amount of money
can buy. People look for leadership at the community level
from men who have demonstrated their leadership and pres-
tige within their own fields.

"Keep your firm looking successful." - Everytime an
individual walks into one's shop the impression it makes
upon him is also the impression he has of its owner. It's
neatness, it's fixtures and equipment, the air of success it
presents gives him pride in choosing it as his personal busi-
ness and respect for the person of the man who owns it.

"Personal appearance spells a difference." - Can a shop
owner who dresses in a sloppy manner or meets the people
who come into his business with a soggy cigar draped from
the corner of his mouth expect the person he meets to re-
spect him? Dressing like a fashion plate is hardly a require-
ment but we can always remember that we ourselves have
a little more respect for the fellow who dresses neater, acts
with dignity and consideration than we do ourselves. It has
been said that all of us need some one to look down upon
and to look up to . . . it's much better to be the latter in
the eyes of the other fellow.

18 MODERN ELECTRONIC SERVICE DEALER



"Blow your top only in the privacy of the washroom."
-We all have to let off steam from time to time. The place
to do it is never out in public. If a hidden photographer
could shoot some movies of an individual doing just that
we can be sure he would never do it again in public once
they were shown to him.

"When help is needed locally, be there." - Without a
doubt there's more pleasure to be arrived at in the latest
TV thriller than attending that town hall meeting but the
greater reward will come from the latter. Once a shop
owner has tried participation in such activities he will find
that they have a way of rewarding him not only in personal
satisfaction but in prestige among his fellowmen as well.
Particiption in the really important things is a must, in the
frivolous ones it can become a burden.

"Put ethics before the dollars always." - In these rather
cynical times it has become the fashion to think first, last
and always of the profit to be made. Success can come only
from the profits we make in our business but success AND
precedent can come just as easily by adherence to ethics,
both written and implied, as well. A big bank account can
mean very little in our later years if we have less respect
of our fellow man than we had the day we first opened up
for business. Many shop owners who have attained both
business success and community prestige tell us this is not
"preaching" . . . just plain business sense.

"We always carry a small part of the reputation of our
friends"-It may be an unfair thing to do hut nevertheless
we tend to judge those we know by the people with whom
they associate. Practice of this maxim too literally can make
a snob out of the best intentioned individual. Giving it too
little attention can put an unneeded weight on our shoulders
we'll find hard to carry.

"Start with the employees in the shop"-A shop owner
can adhere to every rule in the book but if the people who
work in his business have no respect or admiration for him,
all else will avail him little. It's a tough policy to follow
in these days of difficult employee problems but it's one
well never forgotten.

"Wear that success well"-None of us begrudge a mans'
success until he starts flaunting it in our face. The already
successful men discount their established good opinions of
him from that time on . . . those less successful take his
actions as a personal affront. More men are broken by their
inability to handle their first success than by most other
factors business historians tell us. Some times it's a good
idea to put the Buick before the Cadillac even though we're
ready for the latter financially.

"Be a prestige sponge"-Look to the men who are leaders
in the community today . . . study them and find out how
they attained leadership and prestige and absorb every part
that adapts itself to our own personality. Some times such
men are willing to discuss what they have done with fellow
business men younger than themselves. We may get tired
of hearing old axioms like "hard work and save your
money, son" but there's usually something new and very
good in the other comments that go along with this.

Sorry if we seemed to do a little preaching . . . the men
who gave us these ideas all emphasized they had no such
purposes in mind. Building prestige is as difficult as building
a success of our business for the two go hand in hand. Ideas
pay off. They pay off in building business and personal
prestige as well.

"Some I learned in my twenties, but most of them were
acquired in my late thirties and early forties after I had
sense enough to learn how important they were," one retired
shop owner told us, "and some I'm still learning today in
my Fixties."

NOW ABOUT

THAT BIG

"SIXTY-SIX"

Because of the superior engineering staff of
Electronics Inc., they are the Nations first independ-
ent to offer you the New Universal Straight Gun
Replacement Program. And how about that ... only
66 types directly replace over 200 commonly used
types. The advent of the straight gun has been one
of the industries greatest advancements. The "SG"
types do not use ion traps, they offer superior focus
over bent gun types, they eliminate replacement
confusion while they tend to increase replacement
availability.

AS A BONUS FEATURE ALL CALVIDEO TUBES COME PACKAGED

IN THE NEW EASY TO HANDLE "TUBE TOTER" CARTON.

AND, DON'T FORGET . . . That Calvideo is the
only independent supplying the replacement market
who utilizes 100% NEW phosphor screens, new
aluminization, new internal conductive coatings and
new precision electron guns offering noticeably
better focus. Just compare with any other brand and
see how Calvideo quality stands out.

TELEVISION PICTURE TUBES

QUALITY ECONOMY PROFIT

OCTOBER, 1962 19
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Appliance and radio -TV service shops
have always been extremely attractive
to the burglar profession but it is being
realized more and more each day as the
program has been stepped up by those
in the fraternity.

Why are they so attractive? Most ob-
vious is the fact that they house valuable
merchandise that can be moved easily
and disposed of for a good price. In
California, and I'm sure in other border
states, Mexico has been the recipient of
some of the better class of stolen mer-
chandise and the sales are easily made.
In recent weeks a multi -million dollar
ring was smashed because a local shop
owner spotted one of the trucks leaving
his shop and he marked it with a series
of bullet holes. These holes were then
traced and the truck was located at the
Mexican border.

TV sets, Radios and Record Changers
have long been popular targets for this
type of specialist and the advent of tape
recorders, hi-fi and stereo equipment
has made us even that more attractive.

Equally important is that service shops
are usually located in poorly populated
areas and there is less chance of being
caught. Hence, the perfect location pic-
ture: valuable and attractive merchan-
dise and easily accessible with a small
chance of being caught.

The dealer himself does his part in
promoting these thefts. First of all, few
of them bother with expensive alarms
and the locks are uniformly cheap. Many
shops can be entered with nothing more
elaborate than a screwdriver.
SIMPLE RULES FOR
PROTECTING YOUR SHOP

1. First of all, most thefts can be pre-
vented by nothing more than a good set
of locks and a little protection on the
windows.

2. The best lock you can buy is never
too expensive. Investigate a good dead-
locking mechanism that can't be opened
easily with a strip of celluloid. Make
sure you only have a few keys and that

you know where these are at all times.
Many burglaries are so-called "inside
jobs" because a key had been picked
up during the normal business hours by
the thief. This, of course, is really mak-
ing it easy for him.

3. The back door should be well pro-
tected. In fact, if at all possible, an iron
bar should be placed across this door for
added protection.

4. Check your skylights and make
sure that they are protected by steel
bars also. This is one of the best ways
to discourage entry and to prevent fu-
ture problems. Once the word gets
around the prevention of the first one
may eliminate those in the future. The
shop that has been robbed once is sure
to have it happen again.

5. Lights are your best defense, so
use them wherever possible. Make sure
they are well placed and that the local
police department is aware of their
location. It will go a long way towards
eliminating the probability of being
robbed. The most obvious spots for
lights are over the doors, the safe and
cash registers.

6. Don't wave temptation in the face
of a possible burglar. I'm sure most of
you are aware of the local jeweler who
cleans his window every night. Every-
one knows that he has valuable mer-
chandise in the store and that a burglary
would net something worth while but
he eliminates as much temptation as
possible. A hint to the service and ap-
pliance store . . . make a practice of
cleaning your windows, if at all possi-
ble. Some dealers have had whole win-
dows wiped out in a matter of minutes.
One brick through the window, a wait-
ing truck and two minutes later nothing.

To be on the safe side . . . take in-
ventory of your shop right now. Make
sure that IT IS NOT the most inviting
in the neighborhood by checking this
list. The shop that looks as if it is the
softest touch is the one that should look
out for trouble.

WAYS TO PROTECT
YOUR SHOP FROM THEFT
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SENCORE PS120
PROFESSIONAL
WIDE BAND
OSCILLOSCOPE

3.58
COLOR BURST

Lowest priced
Wide Band 3 inch Scope
anywhere. All hand wired.

Here it is, the scope that technicians, engineers and service-
men from coast to coast have been demanding. A portable
wide band scope that can be used on the job anywhere, yet
has the highest laboratory specifications for shop or lab.
Cumbersome color TV sets, remote audio and organ install-
ations and computers are just a few of the jobs that make
owning a scope of this type so essential. Why consider a
narrow band scope, when for only a few dollars more, this
professional wide band sensitive scope equips you for any job.
 The PS120 provides features never before offered. Only
two major controls make the PS120 as easy to use as a volt-
meter. Even its smart good looks were designed for functional
efficiency. New forward thrust design, creating its own
shadow mask, and full width calibrated graph increase
sharpness of wave form patterns. A permanent chromed
steel carrying handle instead of untidy leather strap and a
concealed compartment under panel for leads, jacks and AC

SPECIFI
WIDE FREQUENCY RESPONSE:

HIGH DEFLECTION SENSITIVITY:
Vertical Amplifier-Vert. input cable

Aux. vert. jack
Through to -Cap probe

Horizontal Amplifier-

RMS P/P
.035V/IN. 0.1V/IN.
.035V/IN. 0.1V/IN.
.35V/IN. 1.0V/IN.
.51V/IN. 1.44V/IN.

HIGH INPUT RESISTANCE AND LOW CAPACITY:

The PS120 is a must for color TV
servicing. For example, with its ex-
tended vertical amplifier frequency
response, 3.58 MC signals can be
seen individually.

Only 1245° net

line cord make the PS120 the first truly portable scope com-
bining neatness with top efficiency.
 Electrical specifications and operational ease will surpass
your fondest expectations. Imagine a wide band scope that
accurately reproduces any waveform from 20 cycles to 12
megacycles. And the PS120 is as sensitive as narrow band
scope ... all the way. Vertical amplifier sensitivity is .035
volts RMS. The PS120 has no narrow band positions which
cause other scopes to register erroneous waveforms unexpect-
edly. Another Sencore first is the Automatic Range Indi-
cation on Vertical Input Control which enables the direct
reading of peak -to -peak voltages. Simply adjust to one inch
height and read P -to -P volts present. Standby position
on power switch, another first, adds hours of life to CRT
and other tubes. A sensitive wide band oscilloscope like the
PS120 has become an absolute necessity for trouble shooting
Color TV and other modern circuits and no other scope is as
fast or easy to use.

CATIONS
HORIZONTAL SWEEP OSCILLATOR:
Frequency range- 4 ranges, 15 cycles -150 KC
Sync Range- 15 cycles to 8 MC -usable to 12 MC

MAXIMUM AC INPUT VOLTAGE:
Vertical input cable-
Aux. vert. jack- 1000 VPP (in presence of 600 VDC)
Lo -Cap probe-
Horiz. input jack- approx. 15 VPP (in presence of 400 VDC)

POWER REQUIREMENTS:
Voltage-
Power consumption -

105 -125 volts, 50-60 cycle
On pos. 82 watts
Stby. pos. 10 watts

SIZE: 7" wide x 9" high x 111/4" deep-weight 12 lbs.

SENCORE
ADDISON 2, ILLINOIS

Distributed By
AMERTON CHANNEL RADIO SUPPLY CO. DUNLAP ELECTRONICS GROSSMAN & REYNOLDS

567 S. Fairfax Ave., Los Angeles 18 E. Ortega, Santa Barbara P.O. Box 1970, Stockton 1900 W. Valley Blvd., Alhambra

NE 6.9314 WO 5-8551 HO 6-3373 CU 3-4706
STYLES A ENGELMAN SOUTHLAND ELECTRONICS INC. SOUTHLAND ELECTRONICS, INC.

2255 Bancroft Ave., San Leandro 555 El Cajon Blvd., El Cajon 3610 University Ave., San Diego
357-9431 HI 2.9638 AT 3-3941



Hints . . . for the

CARE OF

SMALL

TOOLS . . .

It is always profitable to control re-
placement costs by judicious and careful
use and repair of one's equipment, and
this applies to the small tools, as well
as major test equipment units in any
service shop. In addition, the ever pres-
ent possibility of an immediate replace-
ment not being available on some such
small tool or piece of equipment, re-
quires more exercise of care in their
use.

The following pointers should lengthen
the life of your tools:

Guard against "mushroom" heads
on tools. In the case of tools with iron
or steel handles, such as hammers and
chisels, the condition can be remedied
by grinding off the "mushroom" part
of the head before it is bad enough to
cause the handle to split or chip.

A "mushroomed" wood handle will
split and chip easily so must be repaired
quickly. An iron or steel band should
be driven over the top of the handle
to keep it from spreading.

A clean, perfect tool will go far to

maintain efficiency and will have a
longer useful life.

Never use a large heavy hammer
on a tool that is small or frail. Be sure
that every tool is being used correctly.

Never use a small tool for a large
job, except when absolutely unavoidable.
. . . Whenever possible, use only a rub-
ber or wood hammer on wood handle
tools.

Varnish all tool
it keeps out grease
weaken any handle.

Tape all tool
possible to do so;
from wear of all kin

handles regularly;
and dirt that will

handles wherever
that protects them
ds.

Too much pressure should not be
exerted on any tool or small machine
carrying a motor . . . this loosens
bearings and causes overheating.

All such motors should be oiled
frequently, with an oil that will not
become sticky or gummy.

Always keep all tools clean and
in a dry and dustproof place when not
being used.

COMPREHENSIVE
INSURANCE
PROGRAM

FULL TIME
STATE OFFICE

BETTER BUSINESS
SUPPLIES & AIDS

YOU TOO!

. . . CAN AID YOUR INDUSTRY

Application For Membership
CALIFORNIA STATE ELECTRONICS ASSOCIATION

3300 Watt Avenue Telephone 482-0706

Sacramento 21, California

Owners Name

State Resale Permit No

Business Name

Business Address

Tel. No City

CLIP OUT - MAIL IT TODAY - WE WILL CONTACT YOU
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Going over plans for a fall Channel Master program
are (left to right) Mr. Lee Naylor, West Coast Repre-
sentative for Channel Master, and Mr. Dick Weston -
berg, President of the Kiesub Corporation.

KIESUB MOVES -
EXPANDS MAIN OFFICE
-OPENS NEW
BRANCHES

The Kiesub Corporation, with Whole-
sale Electronics Stores throughout South-
ern California, have recently moved
their Long Beach store to 311 West
Pacific Coast Highway. The new loca-
tion was necessary, according to Presi-
dent Dick Wesenberg, "in order to have
larger quarters and to centralize our
complete office facilities." In the past
the Long Beach Store served the dealers
but the main office was in a different
location.

In keeping with this expansion pro-
gram, Kiesub recently opened a new
store in Anaheim at 725 North Los
Angeles Street and expanded their
Bakersfield operation at a new location
on 21st street.

Large circle signs that display the many product lines
handled by Kiesub add a great deal of attractiveness
to the new Long Beach Store. Easy to reach displays
also provide convenience for dealer "shelf shoppers"
as well as providing easy access to order Biller,.

INDUSTRY NOTES

Sencore Sets Series of California

Color TV Servicing
Sencore Inc., Illinois manufacturer of

Dealer Test Equipment, has announced
the scheduling of a series of Color TV
Servicing Dealer Seminars in California.

Mr. Wayne Lemons, Sencore Factory
Representative and recipient of the
EIA's "Serviceman of the Year" award,
will present this series of meetings de-
voted to Color TV Servicing. Mr. Lem-
ons is recognized as an authority in
this field.

Many dealers will be interested in
hearing Mr. Lemons since he was the
author of an article that appeared in
the Steptember Issue of MESD titled
"SHORTCUTS TO COLOR TV SERV-
ICING?' Many Dealers took issue with
the author's remarks that tended to
minimize the real ability necessary for
quality color TV servicing and, we are
sure, they will be ready for the question
and answer period that usually follows
such seminars.

The following is a schedule of these
meetings. We urge all dealers to make
arrangements to attend the seminar
being held nearest you.

CALIFORNIA SCHEDULE

SACRAMENTO, OCTOBER 23
Sponsor: Dunlap Electronics
Place: 7:30 p.m., SMUD Bldg., Sacra-

mento

STOCKTON, OCTOBER 24
Sponsor: Dunlap Electronics
Place: 7:30 p.m., Garden Room,

Stockton, Hotel, Stockton

OAKLAND, OCTOBER 25
Sponsor: Styles & Engelman
Place: 8:00 p.m., Edgewater Inn,

Oakland

FRESNO, OCTOBER 25
Sponsor: Dunlap Electronics
Place: Murietta Room, Hacienda Mo-

tel, Fresno

VAN NUYS, CALIF, OCTOBER 29TH
Sponsor: Capitol Electronic Supply,

Reseda
Place: 7:30 p.m., Sky Trails Restau-

raunt, 16435 Sherman Way, Van
Nuys

Dealer Seminars

Tube Sales Take
Midsummer Drop

Factory sales of receiving tubes and
television picture tubes showed a mid-
summer drop in July, both to the lowest
monthly total of this year, according to
figures released today by the Electronic
nldustries Association.

TV picture tubes dropped to 565,022
units worth $11,064,357 in July from
June total of 740,788 worth $14,252,-
844. July sales or receiving tubes to-
taled 24,122,000 valued at $19,612,000,
against 29,648,000 worth $24,587,000
the month before.

Cumulative totals for this year were
5,121,165 picture tubes worth $98,397,-
051 and 207,625,000 receiving tubes val-
ued at $173,952,000. Last year through
July there were 5,032,378 picture tubes
sold valued at $100,335,883 and 206,-
320,000 receiving tubes worth $171,-
479,000.

OF SENCORE MEETINGS

PASADENA, CALIF., OCTOBER 30T11
Sponsor: Grossman & Reynolds Dist.,

Co., Inc.
Place: 8:00 p.m., Vasa Temple, 2031

East Villa, Pasadena

SAN DIEGO, CALIF., OCTOBER 31ST
Sponsor: Southland Electronic Supply

(San Diego & El Cajon)
Place: 7:30 p.m., King's Inn (Hwy.

80, Hotel Circle, Mission Valley,
San Diego

LOS ANGELES, CALIF., NOVEMBER
1ST

Sponsor: Ametron
Place: 7:30 p.m., Sinai Temple Re-

creation Bldg., 10400 Wilshire
Blvd., Los Angeles

SANTA BARBARA, CALIF., NOVEM-
BER 2ND

Sponsor: Channel Radio Supply Co.
Place: 7:30 p.m., 18 East Ortega St.,

Santa Barbara
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CSEA Chapter News Roundup

ACTRA

Mrs. Lou Hall
The' 1963 Westinghouse "Color Coded"

Chassis was presented to the ACTRA mem-
bers at their September 4th meeting at the
Driftwood Restaurant in Alameda.

Making the presentation was Mr. Don
Johnson, District Service Supervisor for West-
inghouse who stated that this year's theme
for Wetsinghouse was "This is the year to
buy TV from the Back . . . A Service man's
dream."

Everyone who attended were presented with
a free copy of the 1963 Manual and a copy
of the new Westinghouse "Pocket Data Book."

RIVERSIDE

The Riverside Chapter of CSEA has been
actively working with the Better Business
Bureau of Inland Cities, Inc. to provide a
new "Handbook of Electronic Service Stand-
ards and Code of Ethics." The booklet has
now been published and includes: 1. The
purpose, Identification, Authorized Service.

Announcing Another First From

P C0 wands RT S
The First Independent Picture Tube

Manufacturer to Rebuild . . .

ovi
PICTURE TUBES

We have always used the finest in equipment and

materials in the production of all of our TV picture tubes.

We have adapted this same method to produce rebuilt

color picture tubes-at an attractive price!

CONTACT ANY PICO STORE FOR COMPLETE PRICE LIST

 Wholesale To 1 Full Year

Dealers Only

 Immediate Supply

LOS ANGELES
3660 W Pico Blvd

RE 1 -2177

Guarantee

 Highest Quality

LYNWOOD
10906 Atlantic

NE 9-6248

EAST LOS ANGELES
5916 Whittier Blvd.

PA 1 -2907

Availability of Service, Price Advertising,
Picture Tube Advertising, Exaggerated Claims,
Home Repairs, Guarantees and Warranties,
Work Orders or invoices, Credit Terms, Esti-
mates and a Code of Ethics. Under each of
these headings the booklet defines and clari-
fies each category of consumer misunderstand-
inging and fraud. It has been very well re-
ceived by everyone in our area and is a big
step forward in helping to clean up our in-
dustry in this area.

SAN FERNANDO

Pres. Al Aird
Last month the San Fernando Chapter

members were pleased to have as their guest
speaker Mr. Walt Hueman of Andrews Elec-
tronics. Mr. Hueman presented a great deal
of information in regards to the new UHF
Station Channel 34 along with a demonstra-
tion of the converters and antennas. Pre-
ceding this presentatin our members discussed
such items as a cooperative advertising pro-
gram, unethical practices in the area and
general business condition,.

LOS CERRITOS

l'res. Harold Huff
With the advent of Channel 34 we had as

our guest Mr. Wedge Weber the area repre-
sentative for Blonder -Tongue. Mr. Weber gave
us a great deal of information concerning the
new station, its promotin plans, and present
schedule of air time. We also received addi-
tional information on TEVCO and Clearbeam
antennas and their place in the UHF market.

PASADENA

Pres. Dave NN y man
The Pasadena Chapter last month made a

special tour of the Calvideo Plant in Comp-
ton, California. Members were very much im-
pressed by the methods of quality control
and production volume that is being pro-
duced in this modern tube plant. Under the
direction of Sales Promotion Manager Mel
Benjamin, members were taken on a step by
step tour that showed the duds coming in
one door, the different processes they are put
through, and the finished rebuilt tube that
was then ready for distribution. He also gave
a fine presentation of Association work and its
funrtions in producing a clean industry.

BURBANK-GLENDALE

At the la -1 meeting of the Glendale -Bur-
bank Chapter. \Ir. Wedge Weber, representing
Blonder -Tongue Corporation, held an attentive
audience in his discussion of the future of
UHF stations. He also described various
antenna's, and converters.

Members in the chapter reported on the
excellent color school which had just started
in conjunction with the new San Fernando
Valley Chapter.

The Consumers Council headed by Mrs.
Nelson and CSEA's Executive Secretary, Keith
Kirstein will meet in the near future in hopes
of obtaining help from publishers in curtail-
ing bait advertising.

24 MODERN ELECTRONIC SERVICE DEALER



THE "GO -PETS"

1963

TEAM IN ACTION

Pictured above is part of the "TEAM" of Distributors - Reps - and Officials who are responsible
for putting together the multitude of details for WESTERN ELECTRONIC WEEK PACIFIC ELECTRONIC
TRADE SHOW scheduled for the week of February 4 through 10, 1963 at the Shrine Exposition
Hall, Los Angeles.

Reading from left to right, standing: Ralph Johonnot, Chairman Dealer Service Workshops, and
California State Electronic Assoc.; Jeff Louis, special representative for Ed Altshuler organization;
Bert Moore; John Gregory, Public Relations; Ellard Strassner, Chairman Distributor Div., Southern
California Chapter ERA (Reps) and Chairman of Distributor "Booth Conferences"; Don Martin,
Promotions Chairman; Tom Lynch, Chairman of Committee for Distributor Booth Conference; Andy
Futchik, Chairman Dealer Liaison Committee; Ed Altshuler, President Ascon Management Corp. and
Educational Director for PET Show.

Seated, left to right: A Byron Perkins, Business and Show Manager; Frank Eckert, past President
of PETShow and Honorary Chairman Overall Western Electronic Week; Cap Kierulff. President 1963
WEW PETShow; Norb Dean, 2nd Vice President PETShow and Chairman of all Manufacturers
Distributors Visitation Day activities; and Chas. Silvey. Executive Vice Pres., WEW/PETShow, 1963.
A few of PETShow Executive Committee could not be present when this picture was taken, but they,
along with all those pictured above, are striving to make the 1963 WEW/PETShow an oLststanding
event-knowing always that our motivation is Service to our Trade, our Suppliers and our Principals.

el ELECTRONICS

Partners in Progress
Ever think of the items in a product line that aren't really
products at all? Take the G -E line, for example. It only begins
with the electronic components you need. It also encompasses
our genuine interest in making your job easier, more profitable,
more satisfying-a partnership with you in furthering the prog-
ress of the independent service dealer. Here are a few examples:

LYNCH ELECTRONICS TO
DISTRIBUTE DAYSTROM

Appointment of Lynch Electronics,
Inc.(1818 Myrtle Ave. Monrovia, Cal.)
as a new Southern California distributor
is announced by the Potentiometer Divi-
sion of Daystrom, Incorporated. The
announcement was made by Robert E.
Wolin, manager of Daystrom's Arch-
bald, Pa., potentiometer facility. Day-
strom is the originator of the tiny
Squaretrim® potentiometer used for the
delicate matching, balancing, and ad-
justing of variables in all types of pre-
cision control, computing, missile, tele-
metering, and other critical military
and industrial circuits.

MALLORY DISTRIBUTOR
DIVISION MOVES THREE

P. R. Mallory & Co. Inc. has an-
nounced three changes in the sales staff
of its Distributor Division. General Sales
Manager F. P. Vendely said that his
division's moves resulted from the open-
ing of a new Mallory sales office in
Burlingame, California, to increase serv-
ice in the San Francisco Bay region.

Named to handle distributor sales in
that office is J. P. Siffin, who has held
a similar post in the Mallory office in
Teaneck, New Jersey.

WORLD SERIES TV TUNE-UP
This preventive maintenan,..
campaign brought measurabl.
results last fall for more th,o,
6,000 dealers.

111:1111111

PROFITABLE SERVICE
MANAGEMENT COURSE

A complete business manage-
ment and development pro-
gram. Course includes 2 vol-
umes, plus phonograph record
and workbook.

ALL-AMERICAN
AWARDS

This nationwide pro-
gram of public serv-
ice awards brings
national recognition
to television service
technicians who per-
form outstanding
community service.

...04 A

*

TECHNI-TALK
This bi-monthly publicatio,.
contains information, shoit
cuts and service helps; keep
you abreast of latest develop
ments.

ORIGINAL G -E
SERVICE AIDS

A complete line of tools and other
items specially designed to help
the technician in his daily work.
New Service Aids are constantly
being developed and tested.

'PROGRESS IN SERVICE -DESIGNED PRODUCTS

Corn pactrons "SG" Picture Tubes° Capacitors

Li

Entertainment
Semiconductors

General Electric's demonstrated leadership in research, analysis and product Innovation
provides you with the finest electronic components-has pioneered the Service -Designed
"universal" replacement concept which simplifies your purchasing, inventory and service
requirements.

*All new parts in a reused envelope

Avgress /s Our Most important 13orluct

GENERAL ELECTRIC
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CURRENT LITERATURE AVAILABLE

JFD
1962 EXACT

REPLACEMENT

ANTENNA GUIDE

luau., own/ crivft. rat.lot

FROM JFD . . .

Cross-referenced to set manufacturer's
set number, OEM part number and JFD
universal replacement number, a unique
wall chart in condensed form is avail-
able to TV Dealers through authorized
JFD Distributors.

Illustrations of 80 JFD Exact Replace-
ment designs provide the visual help in
determining the correct antenna. List-
ings by manufacturers are on individual
sheets, again cross-referenced to manu-
facturer part number and set-chasis
numbers.

JFD Distributors will make these flip -
charts available to their Dealers on a
registration basis under which revisions
and changes are mailed periodically to
registered Dealers as new set models and
antenna designs are introduced.

FROM CALIFORNIA
RESISTOR . . .

Availability of a 16 -page catalog de-
scribing its standard line of precision
power resistors is announced by Califor-
nia Resistor Corporation (CAL -R), 1631
Colorado Ave.. Santa Monica, Calif.

The fully -illustrated brochure con-
tains specifications and standard ranges -
tolerances -resistances on its silicone
coated resistors (including non -induc-
tive) for power requirements in ad-
vanced electronic circuitry; its metal
clad resistors (inductive and non -induc-
tive) for high power heat sink applica-
tions; and its high temperature 350°
silicone coated resistors (including non -
inductive) for high temperature power
applications.

A recap of CAL -R's production and
quality control methods is also included.

FROM BLONDER -TONGUE
A compact master TV reference manu-

al, designed to guide technicians and TV
countermen in the selection of proper
systems and equipment, has just been
published by Blonder -Tongue.

The booklet covers smaller systems
only, featuring clear diagrams and de-
scriptions of typical installations that
can be placed effectively in TV show-
rooms and service shops, apartment
houses, as well as hotels, motels and
other institutions. A section is also de-
voted to home systems, enabling tech-
nicians to meet the growing demands
of multi -set owners for reception outlets
throughout the home.

The Quick Reference Manual of Mas-
ter TV systems is available without
charge from Blonder -Tongue Labs, 9
Ailing Street, Newark 2, N.J.

ADD MORN: VOICE PUNCH
TO YOUR CR RIG...

hm, ft -y and
fto,re

201.401 IMPROVEMENT MICROPHONES

6

FROM SHURE . . .

An attention -getting, four-color coun-
ter display card featuring the new Shure
Model 201/401 CB improvement micro-
phone is being offered distributors by
Shure Brothers, Inc., Evanston, Illinois.

Features of the card are a mounted
dummy 201 microphones and a supply
of specially printed CB Signal Cards
listing the most popular and useful "10"
codes used by citizens band operators.
The signal cards are contained in a
"take -one -free" box mounted on the
display.

The card is designed as a self -stand-
ing display and measures 20 inches high
by 15 inches wide.

The display card, one dummy 201
microphone and a supply of 50 CB
Signal Cards are available free to dis-

tributors ordering 12 Shure 201 or 101
microphones or any mix of the two
models. Additional CB Signal Cards are
available.

Additional information is available
from Sales Dept., Shure Brothers. Inc.,
222 Hartrey Avenue, Evanston. Illinois.

65°

el

ELECTRONICS-'
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CATALOG 630
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IIIIIIALLIEb ELECTRONICS

MAW) 111010

1963

Industry

IMO* ri 04

FROM ALLIED
ELECTRONICS

The just -announced 1963 Catalog of
Allied Electronics, now available
through Allied Radio of Calif., the
company's West Coast branch, reflects
new listing of space-age electronic com-
ponents. Allied Electronics is the in-
dustrial subsidiary of Allied Radio Corp.,
Chicago, world's largest electronics parts
distributor.

Largest and most complete buying
guide in history, the 672 -page "Allied
Electronics for Industry" includes more
than 70,000 types of components, parts
and products regularly stocked by Allied.

Additions to the 1963 catalog include
hundreds of newly developed devices
such as laser crystalls, fiber optics, elec-
troluminescence, integrated microcircui-
try and reed relays. Others are military
components, tantatum capacitors, circuit -
building components and potentiometers.
Expanded sections cover semiconductors,
relays and other electronic and related
equipment.

The new 1963 catalog, largest in the
industry, is available free on request
from Allied Radio of California offices
in: Pasadena (2085 E. Foothill Blvd.),
Palo Alto (2439 Birch St.) or from
Allied Electronics Corp., 100 N. Western
Ave., Chicago 80, Illinois.
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A TRANSISTORIZED . . .

electronic FM antenna to its "Stereo -
cone" line. has been announced by JFD
Electronics Corporation. Developing 34-
DB gain, the rated operating range has
been reliably reported as up to 200
miles.

The new FM Transis-tenna, model
TNTFM350G-AC, features a built-in
Transistorized Amplifier for Increased
signal-to-noise ratio in the fringe on all
FM frequencies 88 to 108 mc. The com-
pact amplifier is integrated into the
Twin -Driven dipoles of the antenna
where it amplifies FM Monophonic and
Stereo signals at point of interception.

The Twin -Driven dipoles employ satel-
lite sleeve design and provide the sensiti-
vity and gain required to compensate
for the power loss of the Stereo carrier
and subcarrier. Six wide -spaced elements
are individually tuned and phased to
pinpoint distant FM stations, eliminate
interference and provide full limiter
action.

The TNTFM350G-AC works as a
powerful high gain amplifying system,
for one or two FM Hi-Fi sets. The FM
Transis-tenna is also available without
the transistorized amplifier system as
model AFM350. Both models are con-
structed of iridescent gold alodized alu-
minum for lasting beauty and consistent
performance.

'ciongio'04.1113r

CENTRALAB . . .

The Electronics Division of Globe -Union
Inc., has developed a completely new
replacement control system that provides
exact replacements for 15/16" controls.

A Round -up Of Products We Feel Will Be Of Interest And
Benefit To The Electronic Service Dealer n The West

The system covers all dual concentric
types, as well as single and dual controls.

With the new system, known as Fas-
tatch II, any control can be assembled
in seconds and the resulting product is
indistinguishable from a factory assem-
bled unit. The components are designed
to plug-in and snap -together, and a per-
manent locking construction guarantees
that the shaft won't loosen or pull out.
Exact replacement shafts are available
for every application, regardless of the
length or termination. The units have
universal terminals which replace wire -
wrap, hole type and all three types of
printed circuit terminals.

Additional information about Fastatch
II write Centralab, The Electronics Divi-
sion of Globe -Union Inc.. 900 East Keefe
Avenue, Milwaukee 1, Wisconsin.

A NEW BROADCAST
COUPLER . . .

that permits a citizens band antenna to
be used simultaneously with a citizens
band transceiver and with a standard
AM automobile radio has been intro-
duced by B & K Division, Dynascan
Corporation.

Designated the CBS -1, the new coupler
has a net price of $8.95, Citizens Band
net.

The coupler has extremely low in-
sertion loss. Tests have shown maximum
loss to be less than 0.3 decibels between
transceiver and antenna. The CBC-1 is
recommended for use with Mark Heli-
whip® citizens band antennas, as well as
any other mobile CB antenna.

The antenna cable is connected to a
SO.239 input plug that is completely
potted for long life. A lead with a PL -
259 plug is connected to the CB trans-
ceiver. A conventional AM radio jack -
plug connects the other lead to the
standard broadcast receiver.

Further information may be obtained
by writing B & K Division, Dynascan
Corporation, 1801 West Belle Plaine
Ave., Chicago 13. Ill.

A NEW DESIGNING
for color TV servicing is now available
from Stancor Electronics, Inc. George
Mena, Stancor's Distributor Sales Man-
ager, describes it as a ruggedly built
unit designed for maximum convenience
and ease of use.

The coil, which is Stancor's Model
DGC-100, features a 10 foot line cord
with a line switch at the coil end. This
eliminates the need for repeatedly plug-
ging and unplugging it from the AC
line.

The degaussing coil is now available
from all Stancor distributors. It is priced
at $12.75.

-OA4-4 s
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THE HICKOK
ELECTRICAL . . .

Instrument Company, Cleveland manu-
facturer of electronic test instrument,
panel meters and control instruments has
just introduced a new universal tube
tester adapter for testing of Compactrons,
Novars, 5 and 7 pin Nuvistors and 10
pin tubes of older manual tube testers.

The new CA -4 Universal Adapter has
sockets for all of the new tubes together
with eight 14 -position selector switches
enabling proper set-up for the new tubes.
Because no elements are paralleled, all
tests can be made to handbook specifica-
tions.

The CA -4 Adapter connects to the
octal socket of any manual type tube
tester.

The Hickok CA -4 Universal Adapter
is priced at $49.50 and is available from
stock of franchised Hickok distributors.
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NEW PRODUCTS
continued

A NEW CABLE
STRIPPER . . .

Model SS 40, that instantaneously
severs and fuses the ends of braided
wire shielding on coaxial cable is now
available from Carpenter Manufacturing
Company, Highbridge Road, DeWitt 14,
New York. Designed to remove shield.
ing from cable containing a heat -resist-
ant inner insulation such as asbestos or
Teflon, the bench -mounted Model SS 40
can also fuse a ground wire or terminal
to the shielding during the severing
operation. Where cable contains a heat -
sensitive inner insulation, a protective
tube is slipped between the shielding and
the inner insulation before the severing
operation. The Model SS 40 will cut and
end -fuse shielding up to a total cross-
sectional area of the shileding wires
equal to 15 ga copper wire or 12 ga
stainless steel wire. Average production
rate is from 400 to 1000 pieces per hour
depending on the skill of the operator
and the type of cable being stripped.
Base price for the Model SS 40 is $485.

Operation of the Model SS 40 re-
quires that any outer insulation over the
shielding first be removed. The cable
is then placed between a pair of holding
jaws which act as electrodes. A set of
jaws, which is replacable, is notched to
customer specifications to hold three
sizes of cable; other sizes are accom-
modated by other sets of jaws. When a
lever or optional foot pedal is depressed,
an AC current passes through the jaws
and instantaneously melts the shielding
while fusing the severed strands to elimi-
neta fraying. The severed section of
shileding is removed manually.

Prices and specifications are available
from Carpenter Manufacturing Com-
pany, P. 0. Box 217, Highbridge Road,
DeWitt 14, New York (446-0670, Area
Code 315). Samples of coaxial cable for
stripping should be sent to the above
address.

"CLEAN TIPS" . . .

a new product which solves the problem
of cleaning and oiling normally inac-
cessible areas in electronic and mechan-
ical equipment is offered by Robins In-
dustries Corp., Flushing 56, N.Y. Priced
at $ .75 for a package of 100 swabs,
Robins' new item can also be used in
workshops and will be of special interest
to hobbyists and amateur craftsmen.

Consisting of slender wooden shafts
tipped with cotton, "Clean Tips" pre-
mits access to places the hand cannot
reach. The cotton tip is ideal for remov-
ing dust and dirt from delicate parts. Its
absorbent qualities allow "Clean Tips"
to be used as applicators for oil, grease
or cleaning liquids.

The manufacturer suggests a use that
employs the product for cleaning tape
recorder heads. The swab, after being
dipped in cleaning solution, may be
inserted through the narrow tape slot
wtihout removing the protective head
cover.

A NEW MODEL . . .

of the Hallett Message Master, an elec-
tronic device for counteracting noise in
mobile communication equiment, has
been introduced by Hallett Manufactur-
ing Co. of Los Angeles. This component,
now completely encased, is available in
two types for either inboard or outboard
mounting on the radio chassis. Hookup
is simple; power requirements are ex-
tremely small; and the unit does not
interfere with radio sensitivity.

The Message Master improves recep-
tion where interference is greatest, such
as in heavy traffic, and near power lines
and power stations. Adaptable to most
FM tube -type sets, the unit converts
noise into gating pulses which are in-
jected into the receiver to coincide with
the passage of potential noise voltage.
So equipped, budget -priced receivers
perform to the standards expected of
more complex sets.

Descriptive literature may be ob-
tained from Hallett Manufacturing Co.,
5910 Bowcroft, Los Angeles 16, Cali-
fornia.

OFTEN REFERRED TO . . .

as the most revolutionary soldering iron
ever invented, Ungar Electric Tools'
IMPERIAL graphically demonstrates its
interchangeability.

Designed to fill most soldering needs
in the electronic, missile and spcae in-
dustries, a complete line of IMPERIAL
parts includes Perma-Cool handles avail-
able in three select pastel colors (tur-
quoise, beige and ivory), standard or
grounded 2 -wire or 3 -wire cord sets,
25-30-40 watt longlife heat cartridges.
and a current selection of 14 thread -on
soldering tips.

Contact your local Electronic Parts
Distributors for further information.

A COMBINED TV
ANTENNA . . .

and lamp that provide the right type
of light for TV viewing at the same time
it is giving the clearest possible picture
reception, has been introduced by
Snyder Manufacturing Company, Phila-
delphia.

Called the Tenna-Lite (Model PT -L)
the unit features Snyder's powerful Di-
rectronic indoor television antenna sys-
tem with 12 -position beam selector. This
exclusive Snyder system gives the sharp-
est picture possible indoor antenna
methods, employing individual selection
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for each station. It gives good reception
with black -and -white, or color receivers,
with either the VHF of UHF systems.
The Tenna-Lite's inverted lamp, at-
tached to the base, beams the light
upward. The lamp shade is made of
opaque plastic, equipped with a web-
like glare diffuser at the top opening.
Enough light is provided to illuminate
the room, but it is soft and subdued
making TV watching easier on the eyes.

Tenna-Lite comes in cafe and brass
combinations.

The antenna portion of the Tenna-Lite
includes two 3 -section staffs, Twin -X
cable and slugs, heavy duty iron base
that won't toppel off the TV receiver.
even though the staffs may not be in
perfectly -balanced position. The staffs
and coils are brass -plated.

Suggested retail price of the Tenna-
Lite is $9.95.

THAT OLD MOTHER GOOSE
RHYME . . .

about the woman with rings on her
fingers and bells on her toes, might

have been a prophecy concerning the
modern ATR Inverter, which makes it
possible for anyone, anywhere, whether
in remote woods or mountain cabin, or
lake or river. at a picnic or beach party,
to use such amusement devices as porta-
ble record player, TV, tape recorder or
radio, as well as other small electronic
or electrical devices.

The secret? The ATR Inverter simply
changes the 6 or 12 volt direct current
as produced by the ordinary storage
battery in the automobile, into regular
house -power 110 volt A.C. It's easy,
too. Just plug one end of the ATR In-
verter connection into the automobile
cigarette lighter receptable, connect the

other end to TV. radio or record player,
and-music, news, sports events, can be
yours wherever you go.

A NEW PRODUCT . . .

that removes rust and tarnish from iron,
steel, aluminum, copper, brass and por-
celain has been introduced by Devcon
Corporation, Danvers, Mass., manufac-
turers of Plastic Steel and other Devcon
products.

Called "Devcon Rust Remover." the
material is virtually a universal cleaner
and polish. and also helps prevent further
oxidation of these metals. Devcon offi-
cials report.

PICTURE TUBE SAVINGS

P C0 loctreelt PAR T S
WHOLESALE ONLY!

DIRECT MANUFACTURER TO
THE DEALER ON

TOP QUALITY
FIRST LINE RE -BUILT TUBES

ALL SIZES - ONE YEAR GUARANTEE
LOS ANGELES

3600 W Pico Blvd
RE 1 7177

LYNWOOD
10906 Atlantic

NE 9-6248

EAST LOS ANGELES
5916 Whittier Blvd.

PA 1-2907

T. V. -RECORDS

SALES AND SERVICE
COMPLETELY EQUIPPED

IN FAST GROWING
COMMUNITY OF 20.000

San Bernardino County
570,000 Gross-

ESTAB. 8 YEARS
$6000. Equi pment and fixtures

plus inventory.
Write Box 15Z995, 4041 Marlton
Ave.. Los Angeles 8, Calif.

WESTERN T. V.

TUNERS
. HF Rebuilt $9.95
JHF Combo $17.50

Broken or mutilated MAJOR
parts are extra at net price.
Most tuners shipped same day
4130 El Cajon Blvd.

San Diego 5, Calif.
AT 4-2733

FOR SALE EQUIPMENT

TV TUNERS
Rebuilt or Exchanged

$9.95 Low Net
For Major Broken Part..

FAST GUARANTEED SERVICE
MOST TUNERS SHIPPED

SAME DAY RECEIVED
Send Tuners with all parts to:

VALLEY TV TUNER
SERVICE

18530 Parthenia St.
Northridge, Calif.

Mailing-PO Box 67S
Phone 349-5091

L

USE

YOUR

CLASSIFIED

ADS

POSITIONS OFFERED

USED-TV'S
As IS

WHOLESALE TO
DEALERS

100'. OF SETS TO CHOOSE
FROM

LOW SHIPPING COSTS
ANYWHERE

TV BROKERS
4920 W. PICO, LA. 19, Calif.

WE 1-6622

BUSINESS OPPORTUNITIES 

ELECTRONICS SALES & Service Stal-

1
nets desiring to sell for net inventory

. - We have other interests. Good

location, excellent recreational and

educational surrounds. Ideal for ski,

fishing or hunting enthusiasts. Blue

skies, clear air! Immediate answer re-

quested. ESCO, Box 588, Mt. Shasta,

Calif

HOW TO USE WANT AD PAGE
TO PLACE AN AD

BY PHONE: in Los Angeles call AXminster 2-0287. (This is the number
of the Classified Dept. only) ask for GRAYCE KENNEDY.
IN PERSON: Come to 4041 Marlton Ave. in the Crenshaw Shopping Center,
next to Barker's. (This Address is for the Classified Dept. only.)
BY MAIL: Send your ad to QUINN'S Classified Dept., 4041 Marlton Ave.,
Los Angeles 8, Calif.

RATES
9Se PER LINE, one time. MINIMUM' 5 lines.
BOX NO., Add 500 service charge, and allow 2 lines for reply address.
111 -RUNS: 2nd and 3rd times, less 10% each, 4th and thereafter less

15% each. Same copy.
HEADLINES, ETC.: Large headlines, box borders and 2 -col. ads available
at modest charge.
"POSITION WANTED": Less 15%, payable in advance.
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EDITORIALLY SPEAKING

RECENT RULINGS ON "LIST PRICES"
It looks as if the U.S. Government, through the Federal

Trade Commission, is getting ready to crack down on our
old friend the "List Price." Needless to say, the merchan-
dising aspect of list prices has been shot full of holes and
the advent of the discount house was certainly the last
straw. In a recent statement, Paul Rand Dixon, Chairman
of the Federal Trade Commission stated that the Commission
considers it a matter of settled law that "The representation
of Manufacturer's List or Suggested List Price creates the
impression that there is a usual and customary retail price
for the product in the trade area, and, that price is the
specified Manufacturer's List Price." Emphasis was given
to Chairman Dixon's view by the United States Supreme
Court on April 23rd, 1962 when it declined to review a
United States Court of Appeals ruling affirming an FTC
order barring fictitious pricing through preticketing. The
lesson was very clear ... fictitious pricing in any form is
unlawful.

Following much of this were statements from leading
manufacturers that their 1963 lines would not carry list
prices or would there be a suggested list price printed.
Retailers are being asked to eliminate the use of the words
"list price" or "suggested retail price" from the advertising.

All of this may or may not be good depending upon each
individual opinion. The thing that bothers me is that there
seems to be a lack of definition as to WHAT THE GOING
PRICE IS. From what I can gather, the going price is the

price being advertised in a given market by some
retailer. Whether or not there is any consideration of vol-
ume buying I do not know, but the way it looks from here
... the so -called -discount house is going to have to set the
retail price of any particular product and the rest of us can
take it from there.

Actually ... it may save some firms who we see advertis-
ing "lower than discount," but it wasn't too long ago that
a product was manufactured and sold to a disributor who
marked it up 20% and sold it to a retailer who marked it
up 40% and sold it to the consumer. Nobody was confused
and everyone made a profit. Today the word profit is very
un-popular and we have all but eliminated the distributor's
20%. From now on, the manufacturer will build a product
and, if possible, make a profit. This product is then turned
loose on the dealer to sell it for what ever you can get.
God love the small businessman ... he isn't long for this
world.

WEW /PETS OF 63 . . . AN IMPORTANT
OPEN LETTER TO DEALERS

This is kind of an open letter to the Service Dealers in
California. In the last two years you have had an oppor-
tunity of viewing the Pacific Electronic Trade Show. The
first year, you turned out in record numbers and last year,
I'm sure, it would have been the same except the rains that
came. This note is to let you know that many of the national
manufacturers whose products you are buying are not really
interested in talking with you or showing you what's new.
At this date ... many of these national accounts have not
acknowledged their responsibility, and it IS THAT, to pro-
vide this personal opportunity to answer direct questions.
I don't know whether it will do much good but in the future
issues of MESD we WILL LIST ALL FIRMS THAT HAVE
AGREED TO EXHIBIT ... and, even if it hurts us, take
issue with those who have not. This year the GO PETS

Caravan should swell dealer attendance and with a special
section devoted exclusively to dealer products we can not
see how any manufacturer can over -look PETS 63. Some of
those that are already in include: RCA, Tung-sol, Jerrold
Electronics, Sprague, JFD, Calvideo, Du Mont, Westing-
house, General Electric, to name only a few. In the Novem-
ber Issue we will list all of those that are in at that time.
I should think that it would be a terrific idea if every
COLOR TV Manufacturer would be present with their serv-
ice manager to answer specific questions about these sets.

ACTIVITY THROUGHOUT THE STATE
Whatever you may think of the California State Elec-

tronics Association you have to admit it is an active one.
Sitting here in the middle you can see this activity being
molded into an overpowering drive to advance an industry
that began as a highly respected technical one to that of a
screw driver tinkerer and now back the other way. When
you think about it ... the TV itself has gone through this
same type of evolution and, with the advent of color on a
large scale, it too is returning to the scene of something more
than a machine you plug into the wall in the public's eye.

A few weekends ago the Board of Delegates of CSEA met
in Fresno. This group, made up of individuals representing
different chapters from throughout the State, didn't make
earth shattering progress but progress was evident. Combine
this with the activity of the Board of Directors and add:
1. Fifty some new members joining the Fresno Chapter in
a body, 2. The Sacramento Chapters outstanding Public
Relations program, 3. The Co-op Advertising Campaign in
the Los Angeles Area, 4. The San Diego members fight for
the integrity of the individual dealer ... whether a member
of CSEA or not, 5. The work of our State office with the
Consumer Council, 6. The tremendous planned programs of
the ACTRA group, 7. The work of the Zone's in their meet-
ings, etc., etc., just to name a few activities reported in
THIS ISSUE OF MESD. This is just for one month. What
about the rest of the year?

Needless to say, CSEA is mustering its forces for the new
session of the State Legislature. Whether our direction is for
licensing or certification is still to be determined. Whatever
happens you can count on an all out effort from now until
next June when the session adjourns.

This is not the fight of only 500 or 600 dealers that are
presently members of CSEA. It is not a fight of personalities,
pettiness or indecision but a coordinated combined effort of
an industry that is going to be heard.

Even though this publication is the official organ of
CSEA it is independently owned and operated. In over 17
months, since the first issue hit the streets, the officers and
members of CSEA have never exerted any editorial policy.
Instead, they have offered us complete cooperation and
understanding of occasional mistakes. They have made
suggestions of what they would like to read and we have
tried to obtain this information and present it to the best
of our ability. Judging from the terrific amount of letters
and cards that we receive . . . MESD is achieving this goal.

Our publication, I believe, can not be compared with any
other "Association Publication". Its unique arrangement
with CSEA enables us to act as an official voice for all
independent service dealers throughout the State of Cali-
fornia and not just those of the Association. Every honest
dealer should be interested in the work of this organization
and should try to become an active member.
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with colorful service signs from RCA

RCA signs for service technicians:

 Identify your business

 Call attention to your services

 Dress up your shop or truck

 Associate you with the prestige and
customer acceptance of RCA-the most
trusted name in electronics

Another Way RCA Helps You in Your Business
RCA ELECTRON TUBE DIVISION, HARRISON. N.J.

RADIO TV HI-FI

SERVICE
with RCA tubes(eft

Metal Outdoor Hanging Sign -double-faced with
hanging bracket, 40" x 29". (1412751

RADIO SERVICE
®withRCA tubes '

it'

All -Purpose Panel Sign Kit for wall, truce,
anyplace. Contains two 40" x 14" signs
(1A1278)

RADIO Tv HI-FI

SERVICE,
with RCA tubes ZVOL.

Metal Wall Sign big 40"x 28" s,re. A127b

RADIO Ei3
SERVICE
with RCA tubes

Metal Flange Sign -18" x
12" -for outdoorindoor
display. (1A1277)

'WE SELL
RCA TUBES

ra

RAM ocia
Decal -12'/2" x
for wall, window, door,
or truck. (141279)

All available from your Authorized RCA Tube Distributor. See him this week.

The Most Trusted Name in Electronics

AUTHORIZED RCA DISTRIBUTORS

WESTERN RADIO & TELEVISION SUPPLY CO. INC.ANDREWS ELECTRONICS
1500 W. Burbank Blvd., Burbank

TH 5-3536
1 4 ' 5 India Street, Son Diego

BE 9-0361



on't

Compromise

INSTALL THE

BEST!

INSIST ON

THE JFD

THE ONLY "ADD  ON" TY/FM ANTENNA AMPLIFIER THAT MOUNTS AT THE RIGHT PLACE

-DIRECTLY ON ANTENNA TERMINALS-THE POINT OF HIGHEST SIGNAL-TO-NOISE RATIO.

 PADT transistor circuitry provides superior gain, higher saturation level,
and larger cross -modulation index characteristics-up to 18 db. gain on
low band and 15 db. on high band -13 db. (TNT106FM 25 db. gain or FM ).
 Interference -proof circuit design rejects spurious signals from amateur,
citizen's band, fire, police, aircraft and other commercial services. Or ly the
pure amplified video signal gets through to the set.
 Converts any antenna -type into a truly electronic antenna system.
Weather-proof solid aluminum busbars connect directly on to the terminals
of any antenna. No makeshift straps, clamps or brackets. Another ex-
clusive JFD feature.
... PLUS 11 OTHER OUTSTANDING PERFORMANCE AND CONSTRUCTION FEATURES THAT DELIVER

MAXIMUM GAIN AND HIGHEST SIGNAL TO -NOISE RATIO-IN BLACK AND WHITE OR COLOR!

TRANSISTORIZED AMPLIFIER

MOUNTS ON ANY

ANTENNA

%Mb
transis- tenna

° 33341 &eat

POWER
SUPPLY

Drives

up to
4 sets!

NO

TNT103 ACpow

DIf.CRIPTION

eied TV/FM Tranus-tenna $36.95

INT100 Battery -powered TV/FM Tranus.tenn, 34.95

TNT105 -A11.1n.One" Home TV/FM Transisirma 29.95

TNT106FM ACpoweed FM Tranus tenaa 36.95

See your JFD distributor or write for brochure 250 and get the facts.

JFD ELECTRONICS CORPORATION
6101 Sixteenth Avenue, Brooklyn 4 N.Y.

From the Antenna Research
Laboratory .of a Leading University

a mathematical dream becomes
an engineering reality

LOG.pE.RioDic

Lbn

The space age antenna of tomorrow
and only has it

U.S: .PATENT NUMBERS: 2,958,081-2,985,879-3,011,188 °TAR PATENTS PENDING

ANDREWS ELECTEONICS FRANK QUMENT, INC.
Burbank, Cal if. San lose

RADIO TELEVISION SUPPLY CO. WRESCO INC.
Los Angeles - Harbor City San Francisco - Sar Carlos

DUNLAP ELECTRONICS
Stockton Sacramento - Marysville

Chico  Merced - Modesto
Pittsburg  Walnut Creek - Fresno

RADIO PRODUCTS SALES CO.
Los Angeles

WHOLESALE ELECTRONICS SUPPLY CO.
Ventura - Santa Barbara

WESTERN RADIO & TV SUPPLY, INC.
San Diego




