- RADIO
"Electric Appliances

THE
BRUNSWICK

“STEP-LADDER
SALES PLAN"

WILL STEP-UP
YOUR PROHITS

Brunswick has a new retail sales plan, created to
help you raise the unit sale price. It's called the
“Step-Ladder Scles Plan”, because it will step-up
ycur profit on each sale . . .

You'll hear all the details very soon . .. It isn't tricky,
and doesn't require high-pressure salesmanship.
It's simple and constructive . . . you can operate it
very easily in your store.

The only profitoble customer is the satisfied customer

BRUNSWICK RADIO CORPORATION—MNEW YORK
MANUFACTURERS OF RADIC,

PANATROPE AND

who stays satisfied . . . who is proud to own the prod-
gct you sell him. Brunswick knows and you know
that your customer will not be satisfied with on

inferior radio, whatever its price may be . . . and there
is a difference in the musical quality of Radio.

Therefore, you can sell and your customer can buy a
Brunswick with complete confidence, because Bruns-
wick instruments are built to ¢ rigid standard of
musical performance.

CHICAGO—TORONTO — Subsidiary of WARNER BROS. PICTURES, INC.

THE WORLD -FAMOUS BRUNSWICK RECORDS
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Surging Power . . . that’s what Pentodes give to radio reception,
Your Pentode means even more power when it’s a Champion.

Recognized as a supreme radio achievement of Champion en-
gineering the Power Pentode is adapted to your particular Radio
set,

Try everywhere — you will only get  added amplification,
seleetivity and the most harmonious radio reception through the
use of Champion.

Make your own comparisons—search where you will—only in
Champions will you get outstanding radio perfection.

CHAMPION RADIO WORKS

DanVexs, Mass.

(hampion

POWER PENTODE TUB

mentioned in your reply gives yvou a quicker answet,
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BAGAIN LYRIC

—sets the pace 17 VALUE

s ALL MODELS SUPER-HETERODYNE .
e ALL MODELS WITH PENTODE AND VARIABLE MU TUBES e

THE minuze you see the new LYRICS you'll be
won by their beauty of design. When you hear them, you'll
find a real thrill from their glorious tone. Solid months of in-
tensive laboratory work have brought forth a super-heterodyne
that sets entirely new standards of clarity, hair-line tuning,
selectivity and pure undistorted reception.

gy ' i

Here is a radio that meets every popular demand in perform-
ance; all models are Super-heterodyne with Pentode and
Variable-Mu tubes. Tone control, four gang condenser and
Lyric spot light tuning on all models except the smallest. Push
pull amplification in model S-8 for the first time in Super-
heterodyne circunr. Nothing better than the S-9 with automatic
volume control.

Here is a radio in a complete range of models, popularly
priced for everyone . . . a radio that welcomes comparison
on any and every point of construction and performance.

Today's buying public demands an exceptional radio at a
very reasanable price. Lyric 1932 models will set the pace in
value and Lyric dealers will set the pace in sales.

Sell the liné that sells itself.

All-American Mohawk Corporation
North Tonawanda, N. Y.

Model $.7 $69.5(r  Mudel 5-3 $99.50
complete with complete with
7 tubes: Bruhes:

2.224 Modulator 1-224 Modulator

and Detector and Detector

Tubes Tube
1.227 Oscillatoe  3.227 Osciliator
Tube Tube
2-551 Vaciable Mu 2.551 Variable Mu COMPLETE
Tubes Tubes
1-247 Pentode 2-247 Pentodes W|TH TU BES
1-280 Power 1-280 Power

Also S.:6—u 6 tube Super-heterodyne at
$49.50 complete with tubes, andS-9 — a
9 tube Supev-heterodyne with awtomatic
volume control-

RADIO

PRODUCT OF WURLITZER

To secure the best service to your reply, be sure to meutionm l
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No. 19 Superheterodyne
Receiver, 60 crele. Price,
complete with tuben, East

of fforkien -+ %195

No. 20 Superheterodyne
Receiver, 60 ¢vele. Price,
complete with tuben, kast

f Rockics . -« .
SR L8225
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No. 22 Superheterodvne
Receiver, 60 evele, Price,
complrie with tubes, bast

of Rorkies . . Q';"()
e e e W

IVERSITY of
the Stromberq-

Superheterodyne chassis used in the finest Stromberg-
Carlson models of this cireuit.

CIRCUITS: Tuned Radio Frequency and Non-Radiating

Superheterodyne.

MODELS: A.C. and D.C.

CABINETS: Simple and more decorative—Mahogany and
Walnut —with doors and without doors.

TYPES: Radio alone— Antomatic Record Changing Com-
bination — Radio Convertible into Radio-Phonograph.

PRICES: Ranging from $195 to $615.
“There is nothing finer than a Stromberg - Carlson”

The new and revolutionary merchandising plan behind the new
Stromberg-Carlson franchise offers features never before ap-
plied to radio merchandising. Yon will want to know the novel
details of this original plan. Write for them.

Listen to the Stromberg - Carlson Houn Monday Ecenings in a Coasteto.Coast Broudeast
of the Rochester Civic Orchestra over the N I8 € Blue Network and Associated Stations.

MAKERS OF VOICE TRANSMISSION AND VOICE RECEPTION APPARATUS FOR MORE THAN THIRTY-FIVE YEARS

mentioned in your reply gives you a quicker answer.
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CHOICE Marks

Carlson [fine..

T. R. F. chassis used in the finest Stromberg-Carlson
models of this circuit.

AVING what the public wants, presents no problems to Stromberg-Carlson
dealers. 11 some households prefer the pinnacle of attainment in radio tone
quality, with easy tuning in of the best stations and the finest programs—Strom-
herg-Carlzon T. R. F. Receivers give it.
[ others prefer the finest tone compatible with the utmost selectivity and skilled
tuning in of remote stations close together on the dial yet miles apart geograph-
ically—Stromberg-Carlson Telephone - Built Superheterodynes, completely free
of radiatien—give it.
If some want A. C. operation, some D. C. operation, some convertible models,
others again automatic phonograph comhinations — they need look no farther
than Stromberg-Carlson. Preferences in simple or more decorative cabinets, in
either walnut or mahogany —every Stromberg-Carlson dealer can meet.

If some desire to pay, for the finest make of radio, as little as $195 and others,
for radio’s most luxurious model, over $600 — either can choose a price within
the Stromberg-Carlzon line.

Possessing such variety of circuits, models, types and priees, Stromberg-Carlson
dealers do not have all their eggs in one basket—a fact more vital in 1931 than
in any other vear in radio. In our judgment, no radical changesin the radio art
threatens the owner of one of these Stromberg-Carlsons. Nowhere in radio are
the fundamentials so perfected as in this Stromberg-Carlson stabilized line of
7. R. F. and Non-Radiating Superheterodyne radios.

STROMBERG-CARLSON TELEPHONE MFCG. CO.,, ROCHESTER, N. Y.

'wl o ;i <
4

No. 10 T. R. F. Reeviver,

60 evele. Price $259.00

Tubes .. . 12,33

Towd . . . 827135
(Also mude for D.C. Areas)

A 4

| e |
o |
"'-r ‘Li !

No. 11 T.R. F. Receiver,
60 cvele. Price 32“5.0(‘
Tubes . . . 1235
*Total . . . $297.35
(Also made for D. C. Areas)

No. 12 T.R. F. Receiver,
60 cvcle, Prico $355.00

Tubes . . . 15.65
*Towl . . . $370.65
"

No. 1+ T. R. F. Multi-

Record Receiver, 60 eycle.

Price. . . . $015.00
Tubes . . . 15.65
*Towl . . . $060.65

* Prices quoted are East of Kockies.

* MAKERS OF VOICE TRANSMISSION AND VOICE RECEPTION APPARATUS FOR MORE THAN THIR!!—FI\'IE YEARS

B Stromberd-Carls

To secure the hest service to your reply, be sure to mention

The Tatking M achine
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Ken-Rad

x x o« »  This 1s the Acremeter —
the tube merchandiser, the dramatic tube
tell-tale that sees all, tells all and sells a/l.

TheTalking Machin- mentioned in your reply gives you a quicker answer.
RADO JOURNAL dind PLy gives y =
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ANNOUNCES THE |

Crenmerer

The first really

successful plan to get the tube business . ..

4 Notan c-xpcrimcnt—and not a

thcury—but a provcd SUCCESS . . .
4 Morce than 400 Acremeters 1n
usc—backed by a sales p];m that

rcu]l)' sclls tubes ...

# Increases tube sales tor dcalers

200 to 1500 pereent ...
+* Positivcly the biggest merchan-
dising dcvclopmcnt mn the history

of the tube business. ..

Acremeter is avalable only through Ken-Rad. See it at the R. M. A. Show—
Ken-Rad Space No. co and 51, Hotel Stevens. If you can’t get to the show,

wire or write us for the fuli story. It’s too big and too important to miss.

Tui Kin-Rap Corvorarion, fucorporated, Owixssoro, KENTUCKY

Licensed Radio Tubes and Incandescent Lanips

Ken-Rad Fine Radio Tubes

To ~ecure the hest service to your reply. be sure 1o un'n!iunm

*
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AMERICAN BOSCH

RADIO

of radio

checks with it

THE B EST

The features offered in American Bosch
Radio this year are worth thinking about
— worth knowing about — and worth
writing-in about. Six models range in price
from $13.50 10 $139.50 inecluding tubes—
with engineering features that incorporate
every worthwhile improvement in radio.
And with a selling name that is a buying
guide everywhere—American Bosch Radio

b Dl

RADIO

gives you, under one name, a profitable
line of merchandize that will appeal to
the broadest market in your territory.

Until you have had the whole story on
American Bosch Radio for this year, you
won’t be able to really appreciate its full
selling and profit-making possibilities.
Write for this information to the nearest
branch today.

R

PERSONAL RADIO

535’

MODEL 5C

969% |

UNITED AMERICAN

SPRINGFIELD, MASS.

A mentioned in vour reply give- you a quicker auswer.
4 RADIO JOURTAL
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' PENTODE TUBES

v SUPER HETERODYNE
MODELS ~

v FIVE TUBE MODELS
v EIGHT TUBE MODELS

v AMAZING SELECTIVITY

931

v VARIABLE MU TUBES

v TUNED RADIO
FREQUENCY MODELS

v PRICED COMPLETE
WITH TUBES

v PERSONAL RADIO
MODEL

v'SURPRISING
SENSITIVITY

v'SIX MODELS - RANGING IN PRICE FROM
#4350 to ¥1395C — COMPLETE WITH TUBES

5B

([ MODEL _7|& _ 5A - _s¢ | 20J 0K | 201, B
CIRCUIT Tuned Radi» Tuned Radio Tuned Radio Super- Super- Super-
- | Frequency Frequency Frequency J Heterpdyne | 7l£eterodyn(- Heterodyne
L NO. TURES [ 5 [ 5 5 e . s . 8 B
| | P Yo 217 | le 247 i Pentode 247 3 2 Pentcdes 217 [ 2 Pentodes 247 | 2 Pentodes 247
TYPE 2 I Dentode A | 5 Rbentode 247, 12 Vasiable MU 51| 3 Variable MUS551 |3 Variable MU551 |3 Variable MU 551
TUBLES & Screen-Grid 22413 Screer-Grid 22117y o0y Netector | 2.027 2.237 { 2297

| 1-280 Rectifier

|
|
L"' CABINET
|

|
|
T . l
Height 8" 01 67 874 39 11
Widin 14" D I B i ek ! 21" 251
__Depth 677z " 10" 23, 1 131, " 14 114
T PRICE || - - - ! - — — | — -
| COMPLETE || 2 = - 9= 99 =
| COMPLETE | 84350 233.50 269.50 | $89.30 $99.50 $139.50
[}

BEST IN

1-280 P‘(‘C"jﬁ(jr l 1-280 Rectifier |

RADEO S

1-280 R:L(‘(iﬁor 1-280 Rectifier [ 1280 Rectifier

—————— Ametican Bosch Radio i« licensed under pacent« and applications of R. C. A, Weatern prices eligbtly higher,

MODEL 20K

P 1995 |

-1

BOSCH CORPORATION

CHICAGO .

DETROIT . SAN FRANCISCO

i . Th Tatkang Miachiy
To secure the best service to your reply, be sure to mention B3 JOURNAL




8 THE Talking Machine & RADIO JOU RNAL for June. 1931

rmanent magnet
dynamie

Jensen rescarch scores again! The new Jensen
PM-1 marks the most important advance in
the radio industry since the introduction of
the Jensen Electro-Dynamie. Its tone quality
is electro-dynamic, vet it requires no field coil
separale power supply. It is particularly
ioned for nse with battery operated sets
r hotel room and apartment installations.

1zually compact and light in weight.

BIG in performance —compact in size.
Jensen Model J-1. Concert Jr. Electro
Speaker, with 6-inch diameter (overally c8
designed 1o meet the latest requirements i
design. Its appearance is an absolute Innovation
Flectro-Dynamic Speaker Design. All connections
completely enclozed. Actually hear this new
speaker to convince yourself of its superiority over
any other unit of comparable size. All of the
new Jensen Speakers will be on display and
demonstrated at the R. M. A. Trade Show, Stevens
Hotel, Chicago. Literature mailed on request,

JENSEN RADIO MANUFACTURING COMPANY
0601 S. Laramie Ave., Chicago. Illinois

A new eleectro=dy
[ )
B‘Q'::f}‘“"lgj’;m: mentioned in vanr reply gives vou a quicker answer.
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IF YOU SHIP IN ATLAS CASES.
IT COSTS DEALERS LESS
TO HANDLE YOUR LINE

22202

et s — o
o S LS 3 . 4
MRS 0 P 1, T 0R0P Y
' 4 ftJr"'O [ 288
2olg BV
G!?‘. ENTE oy

! {
G PARK SQU ARE BUILDING, BOST)N, MASSACHUSETTS \
i New York Office: 33 W. 12nd St.

Chicago Dffice 619 MoCormick Bldg.

Factories: Richford, V1.; Monigomery Center. V1.: Morrieville, Vi.: Greens ille, Me.; Stockbolm, Me,; Goldebora, N, C.; Watesloo, Quebec. Hramch fucrories in twelve cities,

9

To secure the best service to your reply be ure te menzion lhﬁw(‘;jéh’ém[
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No other single organization offers as complete
and diversified line of radio products as the
DeForest Radio Company.

Today the DeForest name is to be found on—

B Receiving Tubes
Transmitting Tubes
Special Purpose Tubes
Transmitters
Carrier-Current Equipment
Speech Amplifiers
Centralized Receiving Systems
Short-Wave Receivers
Facsimile Apparatus
Television Equipment from Home to Studio

DeForest does not rest on its laurels. Having
contributed the

[ | Audion or practical radio tube
Regenerative principle
Oscillating tube circuit
Audio amplifier
Practical radio telephone
Practical radio telegraph
Broadcasting of entertainment
Outstanding features of 1931 tubes

—the very foundations of our present radio in-
dustry, the DeForest organization looks ahead
rather than behind in serving you.

See our unique DeForest exhibit, during R.M.A. Trade Show, by visiting

Booths 92, 93, 96 and 97, facing main entrance, Hotel Stevens. Or if
you prefer, write for our Silver Anniversary Souvenir.

EW JERSEY

The lalins Machin-
«RADID JOURNAL

mentioned in your reply gives yvou a quicker answec.
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GENERAL ELECTRIC'S NEWEST!

SMALLER THAN THE JUNIOR—PENTODE TUBE

1. R 1 C
COMPLLIB wITH TUBES

e lFour tubcs—two 224 screen grid tubes; one 280; and a Pentode tube for
high output e Tuncd radio frequency set @ Unit chassis, including power
supply system —completely shiclded @ Dynamic speaker @ Attractive cabinet e
T'one quality above 1ts price class @ Dimensions: Height— 154" width—10 73"
depth—7" @ Matcrials, design and  workmanship up to General  Electrie
standards @ Put these all together—add the exceptionally low price o Result:
Sales — audd Profirs! @ Sec your G-1 Distributor or write to Scction R- 756.

Merchandise Department, General Electric Co., Bridgeport, Connecticut e

Jumor « Junior. Console . (I:..oowt\:::‘)‘ e
Highboy * Radlo-phonogmph :n
: ~ »and'this latest addmon

plete L‘ne
Sales

A Com
for Summerx

GENERAL @ ELECTRIC
FULL RANGE RADIO

Te secure the he-r service to your reply. be sure to mention
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Now YOU CAN GIVE

— D

FA DA announces

a new and revolutionary
line of
SUPERHETERODYNES

al new and revolutionury prices!

FAD:\, always a quality receiver, alw ays in demand,
captures a wider market than ever before with an
amazing superheterodyne line at new. low prices. Now, 4
with Fada. you have price as well as (quality
to capitalize on—an unbeatable com-

bination. Line up with Fada, the profit line!

MODEL 45

8-TUBE
SUPERHETERODYNE

WITH PUSH-PULL
PENTODES

SUPER-,F;Z::iODYNE ]l R (@ d l O

WITH POWER
PENTODE

The Talkang Machune . ul i - e Fermsy oo f A ke fTs
4 RADIO JOURMAL mentioned in your reply gives vou a quicker answer.
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"EM BOTH

MODEL 48

10-TUBE
SUPERHETERODYNE

IMPROVED SUPERUETERODYNE plus TUNED
RADIO FREQUENCY. All that's best in superheterodyne
combined with all that’s best in the tunederadio frequeney cireuit.
DOES NOT INTERFERE. The Fada Improved Super-
heterodyne absolutely does not interfere with other nearby
radio reecivers,

PENTODE TUBES IN PUSB-PPULL.
maximum undi-torted ~ound volume,
MULTI-MU TUBES. Banish all haow hi-s and other inter-
nal background noises,
SINELDING. 10877
re-radiation.

TONE QUALITY.
band is clear and sharp.
SELECTIVETY. When stationsare enly a whisher apart. yvou
get only the one you nant without even a v hisper of interference
from the other.

SENSITIVITY. Whether the station vou want i« right in your

et them all with

\ guarantee of

shiclded 1o eliminate absolutely any

livery note of every instrument in the

own haek vard or elear aeross the country, ven
these new and finer Fadas,

To ~ecure the hest service to your reply, be sure 10 mention

BARRELS

DELUXE

.
’
e b

thnet B o 4

MODEL 49

1O-TUBE
SUPER~-
HETERODYNE

= i e

v by

ALL PRICES
COMPLETE WITH TUBES
* * * * * * * * * *
QUIET OPERATION. Silencing forever the eternal hum

and hiss. the crackle and squeal and all the othee unwanted noises
that infest other sets.

*AUTOMATIC FLASHOGRAPH. An exclusive Fada
feature. A rising stab of light avtomatically tells you when you've
tumed-in precisely on the station you want.

FAVUTOMATIC VOLUME CONTROL. Fading and
blasting banished. Carefree reception achieved. Ne need to tune
up the weak stations or tune down the strong ones.

*TUNING SILENCER.
between desived stations.
*TONE FILTER AND NOISE SUPPRESSOR. Does
net impair tone felelity as ordinary tone controls do—suppresscs
noise in the high frequency sector,

Absolute silence as dial is turned

*eatures of Fada Deluxe Seta.

Maunufactured Ly

F. A Do ANDRIEAL Ine., Long Island City, New York

At the Chicago Show
Yon can hcar the new Fadain the demonstrating rooms at
the Hotel Stevens, Roons 60 £ 605, 0606, 6O7.

You can see the new model= on display incthe Hotel Stevens
Exhibition Hall, Booths 103, 104, 105, Ko,

The lalking Machine

4 RADIO JOURMAL
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NEW SPEED TUBES

VARI MUa"dPENTUDE

233—Pentode (2 volts) D.C.
235 —Vari-Mu Screen Grid
551—Vari-Mu Screen Grid
236—Screen Grid

{6 volts) for D. C. or auto sets.

237—Det.-Amp.

(6 volts) for D. C. or auto sets.

238 —Pentode

(6 volts) for D. C. or auto sets.

SPEED TYPE 551

SPEED TYPE 235

,‘f NEW!
PRODUCTS
| (OUOTATIONS

SALES PLAN
ADJUSTMENT POLICY

NEW!

FOTO-LECTRIC
TUBES

Gas-filled red sensitive
type.

Write for details or get
them at the Cable booth at
the RMA Trade Show.

Numerous tyvpes for all

standard equipment.

SPEED TYPE 247
RMA Trade Show Hotel Headquarters
Booths 72:73 CABLE RADIO TUBE CORP. 5 1°A-2113A 21204
allroom ) 84-90 NORTH 9TH STREET cvens Tote
Stevens Hotel, Chicago BROOKLYN, NEW YORK Chicago

=

: [N
[UBE CORPORATION

Tt Tatking M ae by . n A .
AV mentioned in your reply gives you a quicker answer,
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WA
SR
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AR N Mighty Monarch
SRS of the Air
R I h 74 . O
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~*  seasonal problem
e for MAJESTIC

The radio business has 4 big months—
I I I |
I | ealers
1iansl |

2 good months— 6 medium-to-fair ones.
JAN. FEB. MAR. AP2. MAY JUNE JULY AUE. SEP. GCT. NOV. DEC.

Just as the “natural” radio months end. refrigerator
sales begin. During those months when radio pros-

REFRIGERATOR pects are hard to find and difficult to sell, refrigera-

i | the radio calendar— .
Refrigerator sales reverse the radio calendar tor sales are at their peak. In the Fall, when the
give biggest profts when radio sales are lowest. . L . . ’ .
public loses some of its interest in the cooling of
= food. radio comes back into its own. Majestic Dealers

)

- have only to follow this eycle for year ‘round profits.

Two and one-half million Majestic Radio owners

LVR Y Al »E ‘.’ ol > o 4 K 3 . & » g -. .o .~
T are “leads” for the sale of Majestic Eefrigerators.
The public knows that Majestie builds a quality

RADIO and REFR|GERATOR product and, by highly developed mannfacturing

Now add them together| See whot methods, can set prices that mean Value. Majestic

yaur sales can easily be! disconnts are so arranged that a dealer can make a

worth-while profit on his investment and his work.
Majestic Distributors are experienced merchandisers
and work cith their dealers.

I I I I I l l I I If you do not hold a Majestic fran- ey

chise, call, write or wire the Majestic €3

Distributor at once.

JAN. FEB. MAR. APR. MAY JUME JULY AUG. SEP. OCT. WOY. DEC.

GRIGSBY-GRUNOW COMPANY
CHICAGO, ILL.

MIGHTY MONARCH
DOF THE ARCTIC

Makers of 0 0

RADIO and REFRIGERATOR

To secure the hest service to your reply, be sure to mention m
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AT BOOTHS 53 and 54
Ballroom of Stevens Hotel (R.M.A.Show)

AT ROOMS 556A and 557A

Stevens Hotel — For Demonstration

Eight solid acres of industrial strength and manufacturing efficiency.
Colonial’s huge plant in Buffalo is geared for volume production at mini-
mum cost — one of the strongest factors in the field.

100% Colonial Quality

Produced for VOLUME Sales
The Perfect Jobber and Dealer Combination

Higher than market quality —considerably lower in price.
Designed by Dr. Fulton Cutting for eye value above the or-
dinary—radio value beyond usual standards. Colonial presents
the finest, most flexible merchandising line in its long quality

MODEL 39
history. See —and compare — Colonial’s jobbing and retailing Five-tube set. Walnut finish.
advantages at the R. M. A. Show. $49-95

Compiete with tubes.

JOBBERS MODEL 48

. . . . . . Superheterodyne. 8-tube Highboy
Exclusive franchises now being considered in a few desirable including Mu and Pentode will be on

territories. Full details at R. M. A, Convention or by mail. display at the show.

COLONIAL RADIO CORPORATION

254 RANO STREET, BUFFALO, N.Y.

h Machine n . R . .
,IEA%,"(')")CUWL mentioned in your reply gives you a quicker auswer.
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Announcing the NEW

LONIAL

SUPERHETERODYNES

MODEL 41C
Six-tube set. Hammond
Electric Clock.

$99.50

Complete with Tubes.

New Developments ... Using
Pentode and Variable Mu Tubes
... New Furniture. .. Complete Line
of new Models Beginning at $49.95
Complete with Tubes.

Erngineered by Dr. Fulton Cutting. New

Design . . . Tone Control . . . Dynamic
Speaker ... Superb Cabinetry ... VALUE!

MODEL 44 MODEL 47
Superheterodyne. 6 tubes, including Superheterodyne Lowbey. Six tubes,
Mu and Pentode. including Pentode and M.

$59.95 $79.95

Complete with Tubes. Complete with Tubes.

LONIAL

Radro

‘““RADIO'S CLEAREST VOICE"’

To secure the best service to your reply, be sure t¢ mention

ThaTallang Machine
o RADIO JOURNAL
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VISIONOLA
A SWEEPING
SUCCESS |

WARNING!

Visionola Is Patented
Visianala is fully pratected by patents and patents pend-
ing, in the United States and all parts of the world.

Al infringements will be vigorously prosecuted.

nsentioned in your reply gives you a quicker answer

HOME TALKIES PROVE
A SALES SENSATION

Visionola is a proven success.

Although only recently put on the market, so great
is the demand that distributors have already been
appointed, territories allotted and dealers fran-
chised on the Pccific Coast as well as in Chicago,
New York, Washington, D. C., Detroit and Boston.

Proper merchandising is essential in marketing a
product such as this. For that reason, in handling
the flood of orders that have poured in, it has been
necessary to disappoint some dealers in territories
not yet fully opened.

However, we will welcome all inquiries from dealers
and distributors and assure you that new territo-
ries will be opened just as fast as sound merchan-
dising dictates.

VISIONOLA 1S THE FIRST IN THE FIELD
THE LEADER

It is the complete home entertainer, combining in
one compact, attractive cabinet

HOME TALKIES e RADIO
PHONOGRAPH
MOTION PICTURE PROJECTOR

It is so easy to operate that a child can run it. The
synchronous motor assures correct speed for talk-
ing pictures. The film lasts longer because of simple
projector design. The radio chassis is specially de-
signed. And—Visionola’s patented features make
possible perfect home recording.

If you're interested in Visionola,
don't wait. Write or wire today.
VISIONOLA MFG. CORPORATION,
60 East 42nd Street, New York City.

-

VISIONO
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ArwATER KENT
RADIO

The Chicago Show is a Buying Show
...but the big year-round show
on your own floor is a

SELLING SHOW

AS WEEKS, months and years roll by, the publie’s choice
in radio is Atwater Kent.

Radios come, radios go.
Atwater Kent Radio KEEPS ON.

Leader in pioneering—leader in progress—Ileader in
public demand—leader in consistent, satisfying net
profits for radic merchants who keep their mind on the
publie’s preference and their eye on the big turnover.

ATWATER KENT MANUFACTURING COMPANY

4700 Wissahickon Ave, A. Atwater Kent, Pres. Philadelphia. PPa.

See us at the R. M. A. Show

Atwater Kent Exhibit, Booths B 23-24-25-26, Grand Ballroom, Stevens
Hotel; Demonstration Rooms 700-701-701A. Also at the Music Indus-
tries Convention, Display Rooms 838-839-840, Palmer House. llear
Nanette Guilford. Atwater Kent artist and Metropolitan Opera star,
at the Music Merchants’ banquet, June 9.
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. new DEAL for the
RADIO MERCHANT

~

We'll Show
“Our hand”

at the
Cmcaco Snow
SPACES
109-110

loxhibition Hall Kennedy, “The Royalty of Radio”, announces a merchandising policy that
is a distinct innovation, a new line that is sensational in features and per-
formance, and low prices that set a new standard of value-giving for quality

Stevens Hotel merchandise.

A Kennedy Franchise means that “Profit is Trump” this year. We'll give
you plenty of reasons } /v if you see “Our Hand” at the show . . . or
\ write for full particulars.

COLIN B. KENNEDY CORPORATION, South Bend. Ind.

TJhe Royalty of Radio

mentioned in your reply gives vo 11

I Talana Machiw
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HARD TIMES COULDN’'T HOLD
BACK NATIONAL UNION!

You've meard how National Union sales were
booming. It's been the talk of the trade. But look!
Just look what the latest R. M. A. figures shew!
Here's proof that will make ycu rcil your eyes:
In July last year National Unicn was selling 6%
of all the tubes sold by all the campanies. In
Februcry the R. M. A. show: National Union
selling 17% of all the tubes

Ar amazing record for any new company in a
competitive field. But it is almost miraculous
when you realize it was made during the hard-
est year radio has faced!

We're proud of that record. And you'll be proud

To secure the hest seevice (o your reply. be sure 1o mention BIGHY]

to sell the tube that gave us this business. For
only a quality tube . .. precision made . . . per-
fect day after day .. . could roll up such an im-
pressive record in so shost 1 time aguainst tubes
long entrenched in the business.

Why has National Union prospered? Simply
because Natlonal Union tubes cre developed,
made and perfected on revoluficnary scientific
principles aad thus bring amazing improvement
tc any set!

Set manufacturers, dealers and set owners have
discovered this and the result is ike astounding
sales increase graphically shown above.

Write and let us tell you how you can capital-
ize on the rapid success of Nationa, Union Tubes
—the Starndard Tube for Standard Sets.

NATIONAL UNION RADIO CORPORATION e 400 MALISON AVENUE ¢ NEW YORK CITY

TheTallang Machine
URNAL
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AND

VEGA

FRETTED

ODELL

INSTRUMENTS

On Display
at the
Convention

Room 804
at the
Palmer House

Here’s a popular line of Guitars and Mandolins that will increase your sales of Fretted Instruments
tremendously. They range in price all the way from $15.00 to $220.00, giving you an opportunity
to sell Vega and Odell instruments to every prospect, whether beginner or high-salaried pro-
fessional. Vega Guitars and Mandolins are famous for their superior workmanship, greater tone
volume, and ease of performance. Be sure to see this complete line of Fretted Instruments at the
Convention,

The VEGA Co. BOSTON, MAS,

mentioned in your reply gives you a quicker answer.
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This questionnaire, reproduced from a recent issue
of "RADIO™, shows the opinions of 370 representative
radio dealers on various angles of selling midget
sets. Notice question No. 12, where these dealers list
the most important mechanical troubles of midgets.

Thousands of Dealers

Enow the way (o end the most common complaint in

Question No. 12-

*Use ARCTURUS Blue Tubes™

See our exhibit
at the R. M. A.
Trade Sho,
Booths 45-46,
Grand Ball Room,
Hotel Stevens

In uny setl. midget or standard size. nnder any con-
ditions. summer or winter, Arcturus Blue Tubes gire

the Lkind of reception thut means satisfied customers

Many radio dealers have a lot of tube trouble with midget sets. The
reason is obvious —midgets are often equipped at the factory with
low-cost inferior tubes. When the customer makes his legitimate
kick, the dealer has to make good.

But there’s a sure-fire way to avoid tube trouble in midget sets and
all other sets. See that they leave your store equipped with Arcturus
Blue Tubes. The quick action and life-like tone of Arcturus Tubes
insure the kind of set performance that satisfies your customers.
And thousands of dealers have found that Arceturus Tubes cut their
costly service calls 50% or more.

If you haven’t tried Arcturus Tubes, nse them in the next ten
midgets you sell and see how they cut tube trouble down to the
minimum. Ask your jobber.

ARCTURUS RADIO TUBE COMPANY . Newark, N. J.

ARCTURUS

| \ 7%e TUBE witt the LIFE-LIKE TONE”

To secure the best service to your reply, be sure to mention
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Better tubes

Bigger Sales

AND A
F A I R
SQUARE
POLICY

HE advent of the new Pentode and Variable-Mu tubes has
T brought about important changes in radio set design. At
the trade show you will find that most of the new sets on
display use one or both of these tubes.

For months Perryman production has been increased steadily
to keep pace with the new demand created by these new tubes.
Many leading receivers are being Perryman equipped this
year—a tribute to the inbuilt quality of Perryman products.

Jobbers and dealers can look forward confidently to a vastly
increased tube business. Low list prices, the elimination of
distress stock, the advent of the new tubes and the re-establish-
ment of fair trade practices will mean far greater profits than
ever before.

Several territories are now open for distributors interested in
handling the new Perryman tubes. Our dealer policy has
always been sound. It assures our distributors and jobbers
everywhere a fair deal—generous profit—sincere cooperation.
We will welcome the opportunity to explain special features to
distributors. Headquarters: Rooms 619 and 620, Hotel
Stevens. Booth 9, Exhibition Hall.

PERRYMAN ELECTRIC CO., Inc.
North Bergen, N. J.

PERRYMAN

% Raolo Tuses
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REMEMBER ... they ALL look nice and new
and resplendent and promise much .. . at the

beginning of the season N
REMEMBER, too, that ZENITH sets look

nice and new and resplendent and PROFIT

much .. . THROUGHOUT the season » »

(D NEW...1932

vonc pistance. AUTOMATIC RA DI 0

Super-HETERODYNE
Hyper-HETERODYNE

XHIBITING

June S8th to 12th

SUITES J-22-24, CONGRESS HOTEL, CHICAGO

To secure the best service to your reply. be sure to mention
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Just plug Cinderella in any
electric outlet and it does
the washing in a jiffy—
for only one cent an hour.

TS B§7
F{i
\ B *!‘
N

{

Cinderella is useful for the

week’s wash, an for
quickly needed things that

are washed every day.

Cinderella is a bhig seller
to small families—espe-
cially to families with
young babies.

Cinderella is safe for the
daintiest silks and laces; it
has no moving parts to in-
jure clothes.

o INDOW demonstration marvelous at-
traction. Sales increasing. Cinderella
Washers are washing away the bad times for
us.” That is what one dealer wrote about the
Cinderella Glass Demonstrator. And similar
enthusiastic letters are coming in every day.

Cinderella’s low price of $37.50 appeals to
thousands of women who couldn’t afford a
washer before. Cinderella’s amazing new
"Vacuum-Action” principle, which does away
with moving parts, appeals to thousands of

Cinderella is just right for
apartment dwellers. It can
be tucked away in small
space when not in use.

indevella

Portable Electric Clothes Washer

It Draws the Crowds!

Cinderella Glass Demonstrators

Prove Big Help in Making Sales

- e S —

&
X

35_9

women who have been unwilling to trust their
clothes to washers with agitators of one kind
or another that thrash about inside. Cinder-
ella’s handy size and light weight appeal to
thousands of women for whom a large, heavy
washer would be entirely impractical.

Don’t wait any longer. Mail the coupon for
full details of the profit-making Cinderella
Sales Plan. Cinderella is a product of The
Black & Decker Mfg. Co., World's Largest
Manufacturer of Portable Electric Tools. Mail
the coupon now,

Black & Decker Mfg. Co.
700 Pennsylvania Ave.
Towson, Md.

.

Name.....

This glass demonstrator Street No..

shows Cinderella’s **Vac-
uum-Action’ inaction,and

helps you make sales. |_ ______________________

R

BILACIK & DBCKER 7
1) £) () ¥ ¢
ot b

]
]
|
|
| Please send full details of the Cinderella sales plan to:
|
|
|
|
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STEVENS HOTEL
EXHIBITION HALL,
BOOTHS 40-41-42-43

DEMONSTRATION ROOMS
No. 1400-1401-1401-A

&

A
I @éz’cqyo

GENERAL MOTORS RADIO
will presesel..

THE IMPROVED SUPER-HETERODYNE
in an entively new series of
Radios and Radio-phonographs

< < <

GENERAL MOTORS RADIO CORPORATION
DAYTON, OHIO

To secure the hest serviee ta your reply. he sure to mention |EEEIEETS
WA KA
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Refuses more radio copy

than any other newspaper in New York

The News radio advertising regulations prohibit unfair comparative prices,
improper use of manufacturer’s name, indefinite texms of offer and payment,
misleading or ambiguous stalements; and in general provide the fullest

pussi];le protection for the prospeclive pur(-haser.

ill i¢ ecarries more!

In the first four months of 1931 and all throuch 1930, The News carried

s

more radio advertising than any other New York newspaper! News circulation
1.300.000 copies daily, 1,800.000 Sanday-—gives thorough coverage. The

small page affords mereased visibility, greater effectiveness. The low cost

makes sales at a profit. Investigate!

THE CNEWS, NEW YORK'S PICTURE NEWSPAPER

Tribune Tower, Chicago 4 Kohl Building, San Francisco 4 220 FAST 42nd STREET, NEW YORK
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Figures for 1021227 from New York Evenine Post, for 1920230 from Advertising Record Co.
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COLUMBIA RECORDS

are always short-time tenants!

Columbia’s popular dise releases never linger
long on vour shelves. The biggest reason for
their quick, profitable tnrnover is the ace staft
of customer-pulling stars that make Columbia
records.

They re all stars whose popular appeal has been
thoroughly proven on stage. screen and radio.
S0 thesre stars who are bound to sell records
for yom.

Here vou cuan see the faces and names of some

Columbia

famous Columbia recorders.  They're artists
whose performances are known and Joved from
coast to coast.  And theyre just a few of the
many great entertainment personalities who are
recording exclusevely for Colnmbia. Dot you
want a share of the bigger record business these
stars are bringing in?  Send for our latest re-
lease sheet and best-seller analvsis. The Colum-
bia Phonograph Co., Inc.. New York City. In
Canada: Columbia Phonograph Co.. Lid..
Toronto.

Records

Thz lalkeng Machine

To secure the best service 1o your reply, he sure 1o mention BRI
ADIO JCL
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NINE BOOKS
TO HELP YOU

INCREASE SALES

Learn the Secrets of Success

Used by Thousands of Retailers

[J TIPS FROM A THOUSAND SALESMEN—aA coliection
of 250 messages to salesmen. Includes useful anecdotes illustrating
tactics of successful salesmen and sales managers. 'These are excerpts
from bulletins, letters, speeches and news iteins used by well-known
sales managers, as well as selected messages. Filled with material for
sales bulletins; house organs; talks to salesinen, etc. 260 pages; beauti-
fully bound in Molloy covers—$3.75.

O MAIL ORDER SELLING—A practical handbook that will
help you to sell by mail. Written by Ralph K. Wadsworth, out of a
wide malil-order experience with Montgomery Ward & Company and
others. Numerous plans for those who wish to use the mails to supple-
ment the business of existing sales staff as well as those who sell en-
tirely by mail. In the uniform Molloy binding. 256 pages fully il-
lustrated—$8.75.

O PRACTICAL SALESMANSHIP—An ideal book to put in
the hands of older salesmen who have lost the house point of view, as
well as younger men taking up sales work. Written as a practical aid
to practical men by B. J. Williamns, sales director of the Parafine Com-
panies. Bound in Molloy covers. 265 pages—$3.75.

(] INTENSIVE SALES MANAGEMENT—A survey by J. C.
Aspley and staff among 2,560 concerns. Gives thelr experience with
better ways for paying salesmen; effective methods of speeding sales:
lmproved methods of salesmen’s time control: data useful in preparing
sales manuals; arranging territorles and setting sales tasks. In uniform
Molloy binding. 278 helpful pages—$3.75.

(0 TWO HUNDRED COLLECTING PLANS AND LET-

TERS Full-sized reproductions of letters and ideas which have brought
back the money for more than 3.500 merchants. A collection of data

These books in your home for your spare
minutes will give vou the benefits of collaborat-

ing 1cith theusands of suceessful retailers.

that will pay for itself over and over again. This material Is arranged
in loose-leaf bimders, under chssified index tabs—§$7.50

O COMPETITIVE TRADE PRACTICES—A loose-leat sur-
vey giving in concise form the practices and methods employed by lead-
ing concerns in meecting price cempetition. If you have a competitive
probletn you will find this data most helpful. Complete with binder—
$6.00.

| INDEPENDENT RETAILING—A typewritten report of a
survey made among a large group of retailers who have been successful
in meeting chain-store and priee competition. Includes a wealth of fact
material, which concerns, selling thrcugh retailers, will find useful im
dealer service work Invaluable to wholesalers and newspapers. 250
sheets, indexed and arranged under tabs in loose-leaf binder—$12.50.

[J ONE HUNDRED AND FIFTY SALES LETTERS

THAT PULLED-—Facsimile le‘ters and fact data relating to sales
letters selected trom several thousand letters. Letters that opened new
accounts; letters that closed biz deals; letters that increased sales to old
customers; letters that opened doors to salesmen, etc.. etc. Arranged
in loose-lea! binders. under reference tabs—$7.50.

[J HOW TO SELL QUALITY-—0One of the ten Dartnell “case”
books for salesmen. Written by J. C. Aspley, with the aid of the
Dartnell staff. Describes methods and tactics salesmen have found
effective in breaking down price resistance and getling a quality price
for a quality product. Bound in leatherette. 100 pages pocket size
—$1.68.

All prices are quoted on a cash-with-order basis

BOOK DEPARTMENT

The Talking Machine & RADIO Journal

5941 Grand Central Terminal, New York. N. Y.
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presents a Llow Priced

7-Tube Superheterodyne Penfode
(Pliodynatron) Radio Receiver

e New leeq

16 FEATURES

1. *New Crosley Superheterodyne Pentode
€ircuit
2. Seven Tubes (Six Sereen Grid)
3. Five-demnent Peatods Output Tube
4. Exponertial or Variable Mu Radio Fre
queney Tube
5. Expoucatial or Variable Mu lutermediate
Frequeney Tube
6. *Piceynatron Dseillator
7. Full Floating  Mocing  Coil Dy namic
Speaker
&, Continuous (Steples ) Static Contral
9. *1Luminated Angular Vidion Ribbon Dial
10, Vernier Drive
I, Cantinuous (Stepless) Variable Tone Con
trol
12, Combined Volume Control and Ou-Off
Switeh
13, *Croxley Fennaboar:|
T ¥ Beavtitul New One-piees Molded Cahinet
15. Perfest Tone and Powerful Undistorted
Outpat
16. Priced Complete with 7 Tubes at only
G500
Frelusie ROSFEY Featire

e Sk e
SUPER COMPLETE WITH]||  Wyoming,

Colorado, New
Mexico and
West, price
slightly higher.

TUBES AND
TENNABOARD

BUDDY BOY

VINCE its introduetion ondy « few weeks ago The New Crosley SUPER BUDDY
b BOY has enjoyed unprevedented suecess. The radio publie is ready. willing and
anxious to accept this radio sensation which can boast of so many outstanding features
five features exclusive with Crosley).

The SUPER BUDDY BOY incorporates the most recent of all radio devclopments
the Five-Blement Pentode Output Tube. Its use is equal to two stages of amplification.
The Variable Mu tubes impart a richness and fullness of tone to reception remarkably
free from the custonnry bachground neises. The use of a Sereen Grid tnbe as the Plio-
dynateon Oscillator — an exclusive Crosley feature —eliminates adjustments that are
necessary with the three-element escillator nsed in all other superheterodynes. In spite of
these astonishing features. The SUPER BUDDY BOY is small in size and can be casily
carried] from room to room in the home

Never has there been o radio receiver that hiolas the possibilities of big sales and profits as
The SUPER BUDDY BOY. Get in touch with your Crosley distributor today — see and
hear this marvelous new receiver.

THE CROSLEY RADIO CORPORATION

Home of “the Nation’s Station” — WLW
CINCINNATI
Also manufactarers of the CROSLEY Bailery Radio Receivers and the
F'ROSLEY ROAMIO Radio Receiving Set.

YOU'RE THERE WITH A CROSLEY

POWEL CROSLEY, ]Jr., President

To seeure the best service to your reply, be sure to mention _
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ANNOUNCING

[ Petide

APARTMENT
ELECTRIC
WASHER

Drastically different in principle—infinitely finer in performance—
light weight and quietly efficient—requiring no oiling—having fewer
working parts, La Petite electric washer is a *“natural” for this
season’s profits!

DEMONSTRATION
from June 8th. to June 12th.

Plan to visit the La Petite display during the Chicago Radio Trade
Show at Suite 1549, McCormick Building.

Judge its unique merchandising advantages—compare its exceptional
quality construction with an unusually low price that establishes a
record for economy. You too will want to share the profits that
La Petite makes possible.

Distributing Territories Open

ENPEECO APPLIANCE CORPORATION

332 South Michigan Ave.. Chicago, Hlinois
TELEPHONE - H ARRISON 1323

mentioned in your reply gives you a quicker auswer.




THE SILVER LINING FOR

THAT RADIO HEADACHE

“ »' HE business storm for radio distributors and dealers during

the past few years has been severe, Profits and values have
risen and fallen. Reputation and quality have bheen imaginary
and crude.

“QOut of it all comes one dominating lessor. An alliance with
quality merchandise is the safe and sure way to permanent and
expanding profits. Select only that product which has built inte
it the “Priceless Ingredient’—tle honor and integrity of those
who make it.

“When you distribute and sell CeCo Radie Tubes, you are as-
sured of the ‘Priceless Ingrediert.” Plus qumality only can bear the

CeCo name.
*The CeCo Radio Tuabes

vou reczive are irezsh tubes.

Witk €CeCo preduction bal-

anced sgainst current mar-

ket demands, you are

assured of the most recent

improveaments both in de-
' velopment and doslgn.

RADIO TUBES (//Mﬁ /QZ’”‘*

PRESIDENT
Licensed Under Poients of Radio Corp. of America

PIONEERS OF THE PENTODE




NEW
MERCHANDISING
IDEAS

are available to you
at the

CECO HEADQUARTERS
ROOM 2200
HOTEL STEVENS

RMA SHOW JUNE 8-12, 1931

PRICE CUTTING may stimulate sales ... at the expense of

proﬁts—but skillful merchandising will increase profits

with sales.

CeCo’s plan does not stop at making the finest radio tubes
...but furnishes a coéperative plan to develop the jobber and

dealer. Let’s plan together—in 193 1—for a profit-building year.

(&(®

RADIO TUBES
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51550

D.C. sets as wel

Write for

WHAT A VACATION SELLER!
1932 MODEL
THE RADIO REPORTER
USING THE NEW PENTODE TUBE

Weight ................ 121/ 1bs.

Height ................ 13 inches

NET Width ................ 12 inches

Complete with Depth ................ 8 inches

Champion Tubes Tubes ..........2:224, 1-280, and

I as 25 cycle. 1247 (Pentode)
Prices.

WOLPER & SEIDSCHER

| ROOM 1437, MERCHANDISE MART, 222 NO. BANK DRIVE, CHICAGO

During Radio Show in Chicago See Us at
Congress Hotel—Rooms 1206 and 1208

D. W. MAY, Inc.
EXCLUSIVE DISTRIBUTORS

SPRAGUE VISIVOX

H NEW YORK CITY

| Including Westchester,

Bronx

BROOKLYN

Including Queens, Nassau
and Suffolk Counties

besides Rockland.

Sullivan and Orange NEW JERSEY

Counties, also Staten Island

NEW YORK
| 34 W. Houston

Northern and Central

SEVERAL CHOICE DEALER FRANCHISES STILL AVAILABLE

o ; NEW JERSEY
Phone — Write — Wire
St. 343 New Street

New York, N. Y. D W M Y ] Newark, N. J.
[
SPring 70800 ‘ . 3 ° [ & 9 n CO MTIichell 2-7963
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AN NN\N 3 U0
NEW 19351 LINE

NATIONAL
ADVERTISING

LOW
PRICL

At prices so low that
everyone can afford them,
Sprague Visivox Home
Talking Movies present to
the radio and musical
dealer the opportunity of
a lifetime to get in on the
ground floor of a brand
new industry. Liberal dis-
counts mean continuous,
large, constantly. increas-
ing profits.

Three -forms of advertising
will help Sprague dealers in
their sales of Visivox ma-
chines. Schedules in colors
and in black-and-white will
run in many leading national
publications. Newspaper ad-
vertising will be used wher-
ever there is distribution. And
sales promotion material of a
particularly appealing char-
acter is now being produced
for the bencfit of Sprague
dealers. Sprague national ad-
vertising will reach ten mil-
lion families.

The upper illustration is Visivox Portable Model
“A' showing compactness when closed. Centre
illustration shows Model A open and ready for
projection. Lower photo Model B used with Model
A where no radio is available. List price model A —
$119. List price Model B—3$50. List price A and
B combined, complete portable outfit—$169.

Libraries of film and syachronized records are
available for Visivox dealers on either rental or
purchase basis. Permanent profits on customer
rentals add to the dealer’s profit.

"SPRAGUE
VISIVOX

mentioned in your reply gives yvou a quicker answer.
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S -
HAS EVERYTHING

The complete Visivax Talking Moving Picture
projectar in handsome walnut cabinet contains a
synchronized turn-table and projector with phono-
graph pick-up, including amplifier ard full tone
speaker. In the base are drawers for records and
films. Visivox opetates standard phonograph records
or 16’ theatre records, uses 16 m.m. ilms standard
for all Fome moving pictures.

Be sure and see the Visivox exhibit at the Chicago
Show. Far full information abaut territories, etc.
address

SPRAGUE SPECIALTIES COMPANY
QUINCY, MASS.

HOME

INSTANT
APPEAL

I WANT IT" is the reaction
of everyone who sces and
hears the Sprague Visivox
Home Talking Movies dem-
onstrafion. The realization
that in this compact machine
there s combined an excel-
lent phonograph, a first-class
moving picture projector for
16 m.m. films and the newest
perfected talking moving pic-
ture projector, brings instant
interest on the part of people
vho see and hear this ma-
chine. Advertising will do
much to intensify that interest,
and the low prices add to the
appetl. A demonskation is
conclusive.

SIMPLICITY

Even a child can operate
the Sprague Visivox suc-
cessfully. The utter sim-
plicity of all models and
the ease of operation con-
stitute & new marvel of
efficiency. Anyone who
has ever operated a moving
picture machine will ap-
preciate the absence of
feed and take-up sprock-
ets; the fast mechanical
re-wind; the simplicity of
threading.

LKING MOVIES

‘ . Tshing Migchin
To sectre the best service to vour reply, be sure 10 mention QEA“[;"‘,'{':‘,CU’;"'"'A"L
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Necepdod 15

The world knows Pilot, not only because Pilot

engineers have produced ontstanding broadcast
receivers. but also beeause Pilot short-wave re-
ceivers have become standard for world -wide
reception.

You find Pilot boosters wherever you go and
these Pilot boosters know radio because they
are licensed amateurs, custom set builders,
short-wave fans, ete.

And mow—Pilot brings dealers a new radio
market of unfathomed possibilities in sales
and profits from the great army of buyers
which is always looking for A NEW KICK
OUT OF RADIO™.

“ e 9 -
PiLoT “ALL WAVE’ RECEIVER
(for short and long waves with automatic coil changing)
GIVES THE ENTIRE WORLD OF RADIO ON A SINGLE KNOB

Here is the thrill thousands have been waiting for. The
set which gives world-wide reception on the short-
waves, in addition to broadcasting, with all its familiar
sltations and programs.

ALL METAL chassis . . Highly sensitive and selective ¢ir-
cuit .. Sereen Grid TRE amplifier PLUS Screen grid DE-
TECTOR . . 227 First Audio Stage . . two 213"s in push-
pull output stage..Stations
can be logged PERMANENT-
LY ONDIALS. .Regeneration
control does not alter tuning
.. Provision for PHONO-
GRAPH PICK-UP..Earphone
Jack on FRONT PANEL..

iluminated dial.

Console Model

The ANl-Wave Console model, for short and long wave s
reception. Beautiful two-tone, full size walnul cahinet,

Contains full-size dy numie speaker. Looks like any high

clans broadeast conrole, which it is—and more. LESS TUBES

The All - Wave Table model, Superb walnut cabinet.

Table Model $9950

Can be uned with separate speaker of dy namic or mag-

netic type. LESS TUBES

PILOT RADIO & TUBE CORP., Lawrence. Mass.

SEE PILOT EXHIBIT AT CHICAGO IR M. A.SHOW, BOOTIIS B-33 and B-17, HOTELSTEVENS BALLROOM

TheTaliing M - ) . . .
RADI JCUR mentioned in yonr weply gives yon a quicker auswer,
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Wordd Qver”

In 1931, radio jobbers and retailers know they must have

salability plus in every type of receiver. Up-to-the-
minute circuits expertly engineered . .. Every operating
convenience . .. Quality cabinets of great beaunty .. .
Pilot’s new lLine of superior Midgel. Consolette and
Console model super-heterodynes will not disappoint
them .. They have unbeatable appenl to both car and
eye and their list prices represent real value to the pur-
chaser and respectable profit to the merchant.

But — in 1931 jobbers and dealers need even more than
good lines: they need the confidence of the publicin the
maunufacturers of their lines: many radio reputations
are slipping — Pilot’s is growing continually.

1ere is profit and progress —in 19: ‘'or jobbers and
Tl profit 1 prog 1931 — for jobber 1
dealers  in Pilot’s products, prolective policies and

plans of sales promotion.Write for the PILOT 1931 PLAN,

PILOT SUPER-HETERODYNES

are worthy to carry on the uninterrupted and always inercasing
success of the Pilot Company — sinee 1908 a company of inter-
national renown.

NEW MIDGET SUPER -HBET

The Midget Super-ileterodyne 7 tubes: has automatie volume $ so
rontrol, elear vivion dial tone control and phonograph ¢
tion, Its rich  wa-tone walnut eabinet. its super - heterodyne

selectiviey and sensitivity, its splendid tor t thesuper-
ior of all Midgets, 1 nes thre 1 N, two 2277, LESS TUBES
one 217 pentode and one 280 rectifier,

CONSOLETTE 7 TUBE SUPER-DLET $745°

The Consolette Super - Heterodyne 7 tubes  huas the same
sterling chassin wn the Midget in a beautiful small console

cabinet. LESS TUBES

TANDARD 10 TUBE SUPER-HET

The Stundard Saper-lleterodyne (10 tubes) hus sutomatic vol- $
ume coatrol, vimiral tuning meter, push-publ audieo, cle vimi

LESS TUBES

20

mu tubes, three e, two 215%s and one 280,

DE LUXE 10 TUBE SUPER-HET

The De Luxe Super-Heterodyne lives up 1o its nanse, 1t uses $ 50 - w‘y"
11> . inoa traly e 3 /~\

inct with hinged doors,  Will
sutinfy the most fastidious tuste. LESS TUBES

Also special models for operation on batteries, direct eurren tyand 25 cyele 4. C.

Chicago: 231 S, Wells Sirect New York: 325 Broadway San Franciseo: 1278 Mission Street
OFFICES IN PRINCIPAL COUNTRIES OF THE WORLD

RATION AND RECEPTION ROOMS 5124 AND 5114

THE PILOT DEMONS

MOTEL STEVENS

To sceure the best service to your reply, be sure 1o mention
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Rapio HeaDQUARTERS

announces the

RCA VicTtor RADIOLETTE

$3750

... complete with

RCA RADIOTRONS

(including the new RCA Pentode)

ready to operate

Hereicis...a powerful radio set by RCA
Victor. .. only 15 inches high . . . weighing
only 16 pounds ... with four RCA Radio-
trons . . . including the new RCA Pentode
for only $37.50 COMPLETE . . . imagine it!
What a wonderful leader to get people into

your store . . . a wonderful lever for selling

customers your larger, more expensive sets!

The new RADIOLETTE and the SUPER- «—a& The Hit of the Season

ETTE open up a new market for you...the
EXTRA SET MARKET. These instruments
cost so little chat millions of families can
afford one or two or three of them in ad-
dition to their large radios!

Ask your RCA Victor distributor for com-
plete information. Call him up right away!

(At Iefty . . the Superette is leading the field in its
class. . .it’s the smallest BIG radio ever built ...
an 8-tube Super-Heterodyne for $69.50 complete.

RCA Victor Company, Inc.  « A Radio Corporation of America Subsidiary + Camden, N.].

- mentioned in your reply gives vou a quicker inswer.
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Doing business with a lot of ecrabbed
folks is no sinecure. But there do seem
to come times when everybeody gets
under the sign of the Cancer, and the
business man has to make the best of it.
About the most potent incantation to
break the .pell is a well-planied sales
campaign now.

~mpar SeaEr Wee A" V.
A W - am
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RIVATE BRAND RADIO SETS
have grown in sales approximately
double, this year, of 1930 volume. A
number of high class radio manufacturers
are planning a section of their business
devoted to the production and sale of
chassis, with or without tubes. with or with-

out cabinet designs, or with or without |

names. Some of these chassis will bear the
name of the manufacturer, which is
equivalent to a birth certificate: others will

be nameless, which means, of course, e

stencil radio sets.

HERE IS A GREAT DIFFERENCE

in social prestige of a private brand

radio set and a stenciled set.  The private

brand is a legitimate radio set; the stencil

is a set that is referred to by evervbody in
the nomenclature that begins with B.

UT WHETHER PRIVATE BRAND

or stenciled radio sets, the great

EEEESN

"
rt
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problem for the industry is that this
definite trend away from standard trade-
mark manufactnring and merchandising
of name-value-radio is distinctly a step
backward for the industry at large, even
though manufacturers may be making
money selling a chassis, or even if dealers
are making money selling it.  The prin-
ciple back of the entire work is wrong for
a new industry like radio.

HE GREAT ATTENTION PAID TO
steneil pianos by the piano industry
was a big factor in its downfall. The
pbonograph business started on its down-
ward path with the introduction of the $28
console, to department stores. There are
no automobile stencils nor private brands.
The reason for them in radio is an omt-
growth of the distress merchandise phase
of radio, the public responding prompily
to the Iure of “$175 Radio Sets at
$59.50.”" When the distress merchandise
was gomne, private brand, or stencil sets
came in, in order that the maintenance of
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the volume secured on distress merchan-
dise could he maintained by radio dealers.

I' PRIVATE BRAND. OR STENCIL
sets continue for the next vear, at the
same growth in sales of the past year, it
simply means for the manufacturer that
the most skillful concerns who can quote
the lowest prices will get the business, and
those factories concentrating on this work
will simply become what is known as shop-
order houses.  Thus a number of good
names will be sacrificed; instead of a con-
cern being a manufacturer, and directing
its own affairs, its soul will be at the mercy
of any other manufacturer who can quote
10 cents a set less. Good will is obsolete
with shop-order houses, and it will be
necessary for jobbers to secure their own
brands of sets in order to compete with the
selfsame price merchandise sold at the
same price that jobbers pay to the larger
operators. The business will thus get back
on a (uantity basis, and the smaller dealers
will be eliminated.

N THIS ERA OF SKILLFUL MARKET-
ing, with advertising playing such an
important part, our present private brand
caste is bewildering. Some conecerns are
planning to have two types of chassis; one
for the regular prestige name line, and the
other for bulk sales, but the wholesaler of
the name-line is finding that the big sales
are being secured direct with the manu-
facturer, with the second chassis. It might
be that eventually the manufacturer of a
special chassis, who sells over the head of
the wholesaler will reimburse 5% to the
wholesaler, which would be a legitimate
procedure, and the commission thus
secured could be used by the wholesaler to

promote the name line. But this is a mat-
ter of policy for factories, but if not done
it is liable to cause the wholesaler to revolt,
and makes his present none-too-happy

situation even more precarious than ever.

HE REAL DIFFERENCE OF RE-
tail price between private brand
radio and name value radio is not much,
and we are inclined to believe that the old
adage of quoting prices on chassis, which
now range from $12 to $20, is deter-
mined by eliminating marketling expense,
with the overhead incorrectly analyzed.
The unusual concession demand on every-
thing in the past, for advertising and mis-
cellaneous expenses, divided pro rata on
the number of sets purchased, does show
a huge figure, which is eliminated on the
chassis, both by the buyer and the seller.
If it can be eliminated on the chassis, why
can’t it be eliminated on the regular pro-
duction? And it can be except that these
retail buyers are regulating factory prices
and the manufacturer neglects to look out
for his own interest.

FEW MANUFACTURERS ARE

standing by their guns with name-
value prestige sets, and it is surprising how
few of them are left. If it is proper for the
benefit of the entire industry, to make and
sell private brand merchandise, The
JOURNAL is for it, but we can point to no
precedent in any industry that has shown
the wisdom of this method for very long.
Maybe radio will be the exception to the
rule; maybe radio isn’t purchased by the
public on a pride of ownership basis; per-
haps radio is a business in which all sets are
so good that the difference in playing
qualities is not visibly apparent. Perhaps
the urge for volume is such that private
brand radio is the correct thing to do, but
in any event the situation as it now exists,
puts radio squarely in the center of the
spot, with the probability of an impending
catastrophe for the radio industry, if radio
is to be sold as a commodity and not as a
specialty.

ERE WE HAVE A GREAT BUSI-

ness, doing approximately $800,-
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000,000 a year, faced with a marketing
problem that is taking the way of least re-
sistance, and a path that will make the big
retailers govern the manufacturers and
jobbers, leaving the latter with just a bare
manufaeturing profit.

WE BELIEVE THIS IS A TOPIC

for discussion at all Association
meetings; that is more fundamental 1o the
trade than style waves in radio sets, for
those who are in the chassis business will
have their problems, if all concerns pro-
duce chassis. and the great bulk of business
will simply go to the most efficient manu-
facturers. We bring this to the attention
of the Association for their June Conven-
tion, not with any malice towards anybody,
but with the idea that whatever is best for
the business should be done. This pre-
sentation of facts is from an entirely im-
personal basis to any manufacturer, and
is submitted for discussion for a possible
solution, one way or another.

OME RADIO DEALERS, NOW HAND-

ling washers, are a little puzzled over

the proper retail prices, but in many places,
washers are sold almost on an F.0.B.
factory list, with freight, etc., added to the
dealer’s spot. Dealers are selling the $79
washer for $99, and are having no trouble
doing it when they do sell a washer under
a hundred, but most of them put their time
on the $160 washer. If handling washers
on the foregoing basis does for radio deal-
ers only one thing—that of elevating their
thoughts to higher priced radio sales—
then, selling washers is not only profitable,
but certainly educational for radio selling.

RADIO DEALER RECEIVED A
stock certificate showing a nude
man as the illustration, and the picture
caused him to hesitate about putting the

certificate in the vault. He visualized him-
self as the man on the certificate, all ready
to be spanked. Next day he sold it and
saved himself about $4,000. The moral
to manufacturers is to select the proper
design for stock certificates, say a pretty
girl, a beautiful bird, but not an elephant
or a picture to “scare’ buyers.

A RADIO JOBBER CHANGING
lines found that he had over a ton
of metal electros, even after the wood was
cut off. These electros represented adver-
tisements sent out by the manufacturer—
too many for use by all the dealers put to-
gether, and shows the extravagance of ex-
cessive advertising ““co-operation.”

N EASTERN RADIO MANUFAC-

turer recently received an inquiry

from a coast jobber asking to handle that

line, and the manufacturer wrote back,

“You have been representing us for the
past 3 vears.”

SPECIAL REPRESENTATIVE OF

a radio plant just returned from
an April and May trip, and says he found
refrigerators selling like wildfire. He
gathered the impression that there is
nothing like the refrigerator business, but
he neglected to remember that about two-
thirds of the annual refrigerator produc-
tion is sold in 3 months. We hope to have
some refrigerator maker come into our
office next December and express astonish-
ment at the tremendous amount of radio
business being done in October, November
and December, when 609, of the year’s
radio retail sales are made.
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NAME

The reputation of the
by radio dealers as their

The 1931 radio
dealer tells what

he wants in prod-
ucts and in sales help

from his manufacturer

HIS greatest asset a radio dealer ean
have is the name of the manufac-
turer making the esuipment he sells.
Dealers themselves overwhelmingly
reported to The JOURNAL in our
recent survey that they considered
the manufacturer’s reputation their
greatest aid in selling =ets. Price,
design, tone, sensitivity and all other claims for any
make of radio cannot equal the value of the name
which has been established firmly by the manufacturer.

The reports were made voluntarily by thousands of
the readers of The JOURNAL, who mailed back to us
filled-in questionnaires that we have been publishing
for the last several months. As the oldest report is
dated the middle of January, 1931, the summary of
these questions gives the industry the very latest cross-
section of the dealers’ wishes.

What is the strongest sales appeal the dcaler can lay
before his prospects? The vote of JOURNAL readers
voes for the reputation of the manufacturer who made
the radio. 36 per cent of the dealers favored the mak-
er’s reputation over any other appeal. The second
strongest was price, with 23 per cent giving it prece-
dence, but over a third of the answers recognized that
price appeal was useless without name value. Easy
ternis secured 11 pereent of the votes, and both tone
and the manufacturer’s advertising were given 9 per
cent. Design. distance reception. and trade-in allow-

Vote Wel or Dev—but Now!
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ances got a -+ per cent vote each. It would seem that
both tone and easy terms are taken so much for granted
now that name value is the big seller of radio sets.

In spite of this emphasis on name value, the big ma-
jority of dealers believe in manufacturers advertising
the list price; 85 per cent favoring including it in all
advertizing. Many also mentioned the advisability of
including tubes in the advertised list price. )

Therc is nothing wrong with the profit possibilities
of radio, dealers say. 72 per cent of them reported
that their present profit margins were satisfactory, but
this is, of course, providing their other grievances were
heard. And although over 50 per cent of The JOUR-
NAL readers are selling other products than strictly ra-
dio, they split evenly on the question as to whether
their radio departments were as profitable as other
lines.

Cut prices, the cross of the radio industry since its
carliest days, is still the dealer’s bitterest ecnemy. Asked
what type of stores took away most of their sales, 45
per cent did not hesitate to answer, “Cut price stores.”
Department stores ran a poor second with 18 per cent,
and chains alniost equalled that with 16 per cent. Fur-
niture stores were adjudged the hardest competitors
by 6 per cent. and the remainder of JOURNAL readers
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scattered their votes over kind of an establish-
ment from a garage up.

The most salable price range for radio seems to rest
entirely with the individual dealer and lis location.
Although this report was furnished us when the midget
was at its peak, more dealers repocted the most salable
radio at a range from $100 to $140 than above and be-
low together. Only 5 per cent reported their best sell-
ers from S70 down. and 270, reported their best num-
ber over $160. Dividing the answers into ten dollar di-
visions, the biggest vote was for the set selling at $130
less tubes.

Newspaper advertising continues to be the big favor-
ite with dealers. 37 per cent of themn reported that they
preferred the manufacturer to spend his advertising
dollars in loeal newspaper advertising which they could
see in their own communities. The education of the
dealer is reflected in the fact that the sccond choiee. 35
per cent, very closely rivalling the first, was for direct
mail. It wonld seem that manufacturers who prepare
direct mail campaigns for their dealers are on the right
track, National magazines come in a poor third. with 13
per cent of the vote. Billboards received a 10 per cen!
attention. and radie. the substance the dealer is selling.

every

I\W,

worl

Price is not

the important factor
today, for dealers have
learned how to sell radio
on its own intrinsic merits

came last, with only 5 per cent of the dealers favoring
it.

Style waves for certain designs help determine which
s¢1s will be sold, according to the dealers. Although
practically all of those reporting sell midget sets, the
vote was very definitely in favor of the Gothic design
as compared with squarer sets. 85 percent of the deal-
ers said Gothic midgets sell best, only 15 percent choos-
ing other shapes.

The question of what to do when a line is dumped
secms to puzzle the dealers. 73 per cent of them re-
ported that when a radio line is dumped they diseon-
tinue selling it.  This statement, however, was so modi-
fiecd by marginal notes that it cannot be aceepted en-
tirely. Lines are not thrown out generally when dump-
ed if there has heen some attempt to forewarn the
dealer or to make restitution. Nevertheless, the deal-
ers expressed no more confidence in a manufacturer
once he unloaded.

It may surprise some to find the extent to which ex-
clusive franchises have been granted to dealers. 68 per
cent of those answering reported that they had the ex-
clusive franchise on their radio lines for their terri-
tories. 89 per cent said that they would like to have
exclusive lines, but the fact that sueh a large proportion
alrearly have them is an indication of the approaching
stability of the trade.

Thns we come to one group of answers which please

The JOURNAL. Asked what they would like to see

rld Radio Histor
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discussed in their magazine, dealers outlined exactly
those articles which we have been preparing for thenu
All of these problems have been cevered by our articles
in the past few months, and will be tackled again from
varyving angles. Dealers told us that they were inter-
ested to hear about electric appliances, public address
systems, refrigerators, income from service, television,
book-keeping for time sales, record changing mechan-
ism, time payment plans, and a scattering of subjects in
specialized fields.

“What is most necessary before you can make more
sales of radio?” we asked. “No dumping,” replied 22
per ceut without hesitation, and, ~Better general busi-
ness conditions,” replied another 17 per cent.  Consid-
ering the amazingly wide range of answers that were re-
ceived to this one question, these two replies stand out
supreme. We are listing only those which received 1
per cent or more of the total vote. “Fewer model
changes,” was stressed as the most important step to-
wards bigger sales by many. ‘These dealers apparently
didn’t mean that too many new models killed their
profits on their sales, but that the frequent hullabaloo
that attended thlie frequent announcenients kept many
people from buying because of the fear of more big
changes. A variation on these themes was the request
to stabilize propaganda on the immense amount of rev-
olutionary new designs in radio.

“Local interference™ received a surpricingly large
vote when the years that have been spent improving
man-made statie are considered. Almost as popular as
a panacea was the desire to eliminate many present ra-
dio tradesmen. Many dealers believe the business will

improve when there are fewer manunfacturers, jobbers,
and dealers.  Failing this, a strong request lor stand-
ardized practice by all dealers was made. Larger dis-
counts to cover trade-ins would do a lot to help, said
many.

Scattering votes were given for such cures as: Kill
the gyps, ~maller trade-ins, more high-power stations.
no sideline dealers, cheaper sets, better broadcast pro-
grams, more rigid franchise, equal discounts to all,
higher prices, exclusive franchises, more -ervice help,
no courtesy discounts, prices quoted complete. Away
down near the bottom of the list we find the suggestion,
“More hard selling work by dealers.”

The dealer, then, if he had what he wanted, would be
selling radio sets bearing a famous name, advertised in
the local newspapers by manufacturers quoting prices
complete with tubes. It would be a line that is not
dumped and that seldom had model changes. The
dealer wonld be working with other retailers in his
community to establish standard praetices. although he
would have an exelusive franchise for his line. Local
interference would be eleared up and more high pow-
ered stations would give good reception in his town.
Better programs, too, would increase interest in radio.
In other words, ideal conditions would prevail and the
dealer would make a fortune from radio.

The dealer knows very well what he wants, and in
many cases strong associations are working to secure
ideal conditions. Almost the same troubles prevail
throughout the country, with the exception of the pure-
ly local matters of interference and distance from broad-
cast statioms. ’

Sets with name value.

No dumping.
Exclusive franchises.

Fewer model changes.

Less trade-in allowances.

More service help.
No courtesy discounts.

No side-line dealers.

Mr. Radio Dealer Tells Us He Wants:

List prices in manufacturers’ advertising.
No price cutting by dealers.
Newspaper advertising support from manufacturers.

Direct mail advertising support.

Less “revolutionary” talk about circuits in the offing.
Elimination of local interference.

Standard practise by all dealers.

More high power stations.
Equal trade discounts to all dealers.

Prices quoted complete in advertising.




J. Clarke Coit

‘The JOURNAL presents
as prominent manufac-
turer of our industry for
June, 1931, J. Clarke Coit,
president U. S. Radio &
"Television Corp.

June, 1931
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What eleetrie
appliances
an vou sell?

Here is the way to profit
from each of the produects

By H. E. Speare

ADIO dealers are considered by dis-
tributors and manufacturers today
as the best class of merehants to ag-
gressively sell electrie appliances.
They are so considered, but thev
must remember that emphasis is
put on that word “aggressively.”
The reason for the success of many
selling electric appliances is the fact

radio dealers in
that they have worked intensively 1o sell them, while
many of the old electric dealers were merely “handling”

them. Perhaps the keynote to the successful selling of
appliances is that one word.

Beyond all doubt. radio dealers have adopted the
electric appliance field for their own. Generally speak-
ing, it has been found that the retailers have specialized
in the appliance field, possibly to avoid tying up too
much capital. Dealers have shown favor for certain
products and they have energetically put them over.
There follows a description of the methods used in sell-
ing a number of the outstanding appliances. This in-
formation is drawn from the firing line and represents
the 1931 pieture.

Pacuum Cleaners—Distributors who have told us
about their experiences with vacuum cleaners are very
much pleased with the additional volume which has
come without much extra ex-
pense. Whereas the greater
proportion of cleaner busi-
ness comes from canvassing.
vet dealers have had a sur-
prise from the amount of
floor sales which has been
developed by calling the at-
tention of all radio custom-
ers to the new “appliance de-
partinent,” when these cus-
tomers call at the store for
one reason or another.

We must remember that
over 1,000,000 ¢leaners are
sold vyearly, and the radio
dealer ean get a share of this
bhusiness if he does no more

The “New York Times”™ recognizes the importance of
the radio dealer in appliances.

than display them attractive-
ly and speak to ecvery one
who enters his store about
the “newest”™ cleaner which
he is now selling. Clean-
ers  with  sanitation  unils,
seven  in number.  noth
exterminator,  floor - waxer.
auto cleaner, 1nassage and
hair-dryer unit. drapery and
curtain cleaner. as well as
a vacuum cleaner, are going
at an astounding pace. For
use in the replacement market they are invaluable,

Sunshine Lamps - For the next three months sales
will be low, but now is the time to look into the situa-
tion, seleet vour line and be ready by September, be-
cause next fall. winter and spring. sunshine lamps are

going to sell in an astounding manner, This vear has
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n 29 and “30 a

was

proven it
great deal  of  money
spent in acipuainting the pub-
lie with its uses. valae and

health  giving  properties,
Sales  were  disappointing

prineipally because the price

was high.  This year lamps

from S53.93 to S37.50 have
cleaned up. Yon can sell
them over the counter or by
CANVUASSCTs, Any  salesman
who will realls  study the
sun lamp  and its selling

points should never lose a
sale 1o 2 mother with a
voungster or a bnsiness man
whose work keeps him in-
doors all day. We know that
it keeps colds and sore threats away in the winter
months, and it can be used for two purposes: to pep
vou up by driving ultra-violet rays into vour system
and lor aiding sore muscles,
nenriti-. or sciatica; in fact.
infra red rays are just what
the doctor gives yon al a eost
of frorm £2 to 55 per treat-
ment. One mamfacinrer who
started from serateh on Jan-
nars, 15th has soid up to May
I5th over 40.000 low-priced
sun lamps. and «hmost every
company we hnow about has
shown a good increase so far
this  vear.  Next fall =un
lamps will sell bigger than
ever hefore.

Washers, Large and Porta-
ble —Mans distributors tell us they have dene hetter
than expected with washers, and having scen the figures
of s<ome of them. we know this to he true. \ small num-
ber say just the opposite. and in checking the reason
we found that the mamutacturers sold them a good sized
stock, gave them a factory salesman for abont ten nrin-
utes. and said: “Thanks sce von in a1 couple of
months,  Jnst =end in vour orders and we will rush
machines 10 yon.”  There haven't been any veorders.
Dealers and distribntors mnst realize that selling wash-
evs is new to them, and when properly handled wash-
ers make money. but when left 11 the regnlar salesman
to sell on his daily calls—
well. 1w soap. net even a bub-
bl Dastributors in partien-
lar should take on lines of
washers whose exeentives nn-
derstand their problems and
have money cnongh to get
them o to the right kind of
a start.  Select washers of
reputation and vears of good
standing. then vou will pros-
per.  The wazher business is
standing np remarkably well
during thrse dayvs of possible
uncertainty. and any radio company which will ¢

=)

n

about it in the right manner can greatly inercase it
volume.  The big washing machine companies kunow
how: listen to thenn it will pay you. Portable washers
have been very snecessful with almest every distributor

that we know about. One manufactarer has a window
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display machine with a glass tub and colored lights
playing ou the agitated water. It is really very attrac-
tive and pulls them in from the sidewalk.

Refrigerators—Here is the bug-a-boo of the industry.
Just about the sweetest looking appliance we ever had.
Many distributors tell us they are very much pleased
with their new agency; a few others say they are dis-
appointed.  The same thing applies to dealers. We in-
vestigated the situation carefully and find that the sad
distributors and dealers took on a weak sister, in some
cases, an orphan. Why? Bigger discounts.  This sums
itself up to just one thing—don’t take on a refrigerator
until you have checked what it is doing elsewhere.
There are many fine, well-made boxes on the market.
However, there are others that are not ready, but they
are out because the mannfacturer wants to take advan-
tage of this spring’s business. The possibilities are
greal to make some money in refrigeration. You must
first have a good unit, be prepared to spend some mon-
ev to help create more of a demand for your particu-
lar box, have at least one experienced man at the head
of vour organization. The bigger von are the more
vou should have. Don’t depend on yonr untrained
salesmen 1o successfully sell against competitors’ ex-
perts —it can’t be done. Keep in mind that 24-hour
service is expected by vour customers.  Experience has
proved that a radio dealer shonld employ at least one
sulesman who has sold and knows refrigerators.

Electrie Clocks—Clocks can
be sold in volume. but they
must  have attention from
someone who can concentrate
on their sales. Inst placing
them on a counter will sell
some, but not in satisfactory
quantities. Here is a sugges-
tion which 1 know sells
elocks: In an Fastern city 1
have a kid cousin about 24
years old. e wanted 1o get
into the clectrical business,
so 1 had him call on Richard
Lineoln, snperintendent ol
sales of the Bosion Edison
Co. Mr. Lineoln thonght he
had the makings. and so the
next time | was in his town
we met. | asked him if he
had any money. le said:
“Yes, about 82507 ~Alright,
take vour car and go to the — — eciock factory
in the morning. 1 will phone them in advance, and
they will give you a good discount.  Buy all the clocks
vou can with vour 8250 and I'll meet you tomorrow
night.” That night we sat down with his and my par-
ents and wrote the name and address of every {riend
within a reasonable distance that we knew. 1 then got
his father to agree to finance his paper. <o he would
get all there was in it. He got an auto full of clocks
and | spent two hours witlt him the following morning.
\t the start 1 did all the talking. but the last few ealls
hie did the sclling. We made some actnal sales. got
some dandy prospects for Christinas—this was last No-
vember. At the end of his first week he had made $190
net. | hear from him monthly. and he is averaging
8115 to 8125 weekly. The best feature regarding clocks
is that after von sell a family one they are prospects
for others for different rooms. The names of {riends
can always be procured from customers.  One of his
clients has bought six clocks.

(Conrinued on page 66)

World Radio Histo
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Presents to Baltimore a '

TELEVISION

DEMONSTRATION

vveoAn Actual Exhibit of This Newest
Scientific Achievement As Developed for
1 Home U'se by the Jenkins Television Corp

‘ The MAY COMPANY

A\ DREAM fo ages.an exgeiment fr pesrs. tlviin i o o
movies aad pletures o all equipped to see them. Five more stations

are being bullt oe planned. Within 2 abort 1pan of years teletfrion
receivers wil probably be as common as radion are fodat.

Demonstrstion Monday Night
7 to 9 o'Clock, Radio Dept.

| 1t s with wt of pleasure that The Mav Compacy ine
' Vites 5ou to attend this interesting demonstration tomarrow ¢ ering

Statiow W3XK in Washington: will be on the mir from T 109 P. M

Synchronizing

|
‘ Radiovisor With Self.
|

Receiver

| The First Practical
| 4. C. Current Operated

Radio
opens its
es

means
cash

Home Telecision Set]

Seren Tuber .. 2 Sereen Gridn | C# Be Set Up in Frie Houn
Chwsasia Tote Shielded Requires Short-Wace Receicer

your television

HOW TO GET INTO TELEVISION

First: Install a television department, sell-

oty ing kits and sets. The JOURNAL will
| - be glad to tell you who is making tele-
. . vision today.
! ’ Short-Wave Chassis | Radiovisor Kit For ° X
i Knock-Down Kit Short-Wave Set sSecond: Add home talkies to your store.
[ ‘ Third: Give television and home talkie N
‘ [ shows. Advertise them and pass out ':___:E
£ - tickets. S

Fourth: Tell your prospects exactly what
sels
exaggerate or belittle. ay

N

will do. Dont

il

1
i

The JOURNAL has been telling its

trade show this year in the hopes of
finding television products which
they can sell. If they are not ex-
4[| pecting too much of this newest

child of radio, they will be reward-
] | ed, for there will undoubtedly be a
— | lot of television equipment sold dur-
ing the next twelve months. But if they expect to find
something they can demonstrate and scll like the mod-
crn radio set, they arc marked for disappointment.

There are complete television sets, encased in fine
cabinetry to look like large radio consoles, but the tech-
nical development of the science is not sulfliciently ad-
vanced to permit of the same kind of merchandising.

Where is television today? That question has been
answered by saying that it is in the same stage as radio
when crystal sets were the latest thing. Reception is
just as uncertain, varying with weather conditions, the
cquipment itself, and the skill of the operator. Marvel-
ous storics are told of life-like reproduction across hun-
dreds of miles, as we used to hear about radio. The
sets in operation today and the majority of those to be
sold this year are assembled in the home from parts
and kits, just as we remember the days when every boy
was making his own radio. The television customers of
this year are the “tinkers” who have the patience to
work for their results and the philosophy to accept as
“excellent” the most blurred image.

It took the radio tube and its utilization in a circuit
to lift radio from the headphone days of the crystal,
and television’s parallel with radio may be extended to
say that some one great invention is going to change the
whole television status.

In spite of this easy comparison with radio, television
is not today in the “crystal” stage. Its growth will be
different, and so fast. once it is started, that radio will

readers how to profit from television

seem like a slow moving business.

Television starts with these fans and with a number
of companies eager to supply them. Before television
is actually in the commercial stage, factories worth mil-
lions of dollars are seeking television products to make.
While radio was superbly served by the pioneer inven-
tors who were intercsted in the field, television is being
wooed by thousands of inventors and engineers in many
of the largest radio and electrical organizations in the
world. And there are twenty thousand dealers cager to
sell television.

What are you going to do about television? It is
coming as the greatest business builder the radio in-
dustry has seen since the AC receiver. There are
several things you can do to welcome it to yvour door.

First, and most obvious, iustall a department of tele-
vision parts and kits. There are excellent sales for this
equipment if you can reach the fans of your neighbor-
hood. In charge of this department, get an expert tech-
nical fan. Television kits are going to be sold to the
experimenter, and he wants to talk over his problems.

Second, add home talkies to your store. Not only are
you already in the home entertainment business and
deserving of the home talkie profit, but you must be-
come known for an expert on projected pictures. This
field is very unlike television, vet in the popular mind
there is a close relation. Further, many of your home
talkies prospects are going to buy the earliest complete
television sets you can offer.

Third, try to cloak your store in an atmosphere of
“free entertainment.” Give continuous moving picture
shows, especially in the evening. Have a television set
always in working order, and advertise free shows. Put
either or both of these instruments in your window aec-
tually operating. This is going to draw the curious and
afford vou thousands of dollars’ worth of advertising.
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“*Look Who's Here!™

The Radio Division of The Horticultural

Society, Perennial Species. presents its

Personality Flower Show in all the beauty

and splendor that come from homogeneity

of color and design. Leap, do not run. for

the nearest sun porch.

AFTH Annual Radio Trade show in
2 | Chicago finds the dealers on the
other side of the fence—buying in-
stead of selling. With an attend-
anee that is figured to run into the
tens of thousands and new models
announced by the majority  of
manfacturers.  this  year’s  show
promises to surpass in importance any of the previous
gatherings. With the degree of stability being veached
by the radio industry. the show assumes a greater
significance than ever before. Dealers are eager to find
companies 1o which they can tie up for the entire ycar.

Even more important than the new products you will
sce at the trade show in Chicago, or read about in the
eolumns of The JOURNAL for June, are the people

vou meet at the convention. Its the men with whom
you have dealings that determines in large part the
profi you will show at the end of the year. And it’s
the men from whom vou buy, whether manufacturer or
distributor, whe will give von merchandising help 1o
help move their products.

For the dealer who knows how to spend his conven-
tion time, the talks he has in rooms and corridors of
hotels, or scated in demonstration booths, mean as
much as or wore to him than the hours he inspects the
new models offered to him. Confidence in the men
with whom y~u work and a glimpse at their merchan-
dising plan as a whole will go a long way towards help.
ing vou shape your year’s activities regardless of the
trend of the merchandise yon sell.

Rond P. Geddes

<

B. C. Bowe

. D. Andrea

A. B. Avres

Morris Metcalf

M. F. Flanagan

¢.. C. Bohner Meade Brunet F. E. Basler




50 THE Talking Machine & RADIO JOURNAL for June, 1931

M. F. Burns

Arthur Freed

Harry Alter

E. T. Cunningleam Powel Crusley, Jr.

J. N. Blackman

R. M. Buck

Roy Burlew

Vernon W. Collumore

Herb Fink

H. A. Beach

H. E. Capehart

W. C. Fuhri

Ben Erskine

F. . Carson

J. D. R. Freed

E. R. Farny
H. H. Frost

Louis Buehn H. C. Cox Lambert Friedl J. E. Hahn Walter Ferry A. H. Grebe
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1. E. Grimm

Fd. H. McCarthy E. A. Nicholas
Atwater Kent

C. B. Kennedy

H. Linde R. B. Lacey G. C. Osborn

- ]

Qata

Xa

George Lewis

Ben Gross

R. O. Siragusa

Oscar Getz

L

W. R. McCanne

E. M. Kauer

Bernard Greenboum O. F. Jester Dave Kasson R. T. Pierson
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C. S. Tay

Rov Whipple

F. D. Pits David Sarnoff

Juck Steinharter

L. G. Pacent

R. E. Smiley

H. H. Steinle

. Wanamaker

Geo. K.
F. E. Stern Throckmorton

Oscar Ray T. A. White

H. G. Sparks

H. T. Roberts

A5

Robt. C. Sprague Herb Young

Len Welling M. C. Rypinski E. E. Shumaker H. C. Schultz Ernest H. Vogel W. J. Zucker
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“Personal Radio Receivers,”
Models 5A and 5B, are an-
nounced by the United Ameri-
can Bosch Corp. Compaciness
is the aim of these sets, and
they are shaped in the manner
of an oblong chest, their dl
mensions being 14% ins. x 7%
ins. x 6% ins. Made of solid
mahogany, with a decorative
border inlay, the ecabinet of
5A has a simple circular grille
opening for the self-contained
electrodynamic speaker. Ilu-
minated tuning dial & at the
right of the speaker, and vol-
ume control at the left; the
weight of the entire set is 18
lbs. According to the manu-
facturers, the set contains a
chassis that is a radically new
departure, and insuring maxi-
mum selectivity and tone qual-
itv. Complete with its 5 tubes
at $43.50.

Model 5B, containing the
same chassis as 5A, is centain-
ed in a piece of furniture offer-
ing general wutility as endta-
ble. smoking siand, or occa-
sional table. The top and face
of the cabinet sre of walnut
veneer, the Tacing being highly
figured matched butr walnut;
legs are of solid walnut, frame
and  ends  of gum; syroco
moulding in the apron and two
front corners and a decorative

panel is beneath the apron.
Measurements: 3% ins. x 17
ins. x 1014 ins. List price, com-
plete, $54.00.

The latest 3 Basch models
are 20J, 20K, and 20L, all con-
soles incorporating the power
pentode super-heterodyne chas-
sis and employing 2 pentodes
as power tubes, 3 variable-mu
51 screen grids in the radio
frequency stage. the first as ra-
dio frequency amplifier, second
as first detector, or mixing
tube, intermediate

third as

20J and 20K

frequency amplifier; 2 27s,
one as oscillator and the other
as second delector, which is
followed by 2 ’47 pentodes act-
ing as an audio power stage.
In this “double detection cir-
cuit,” first detectar changes de-
sired broadcast frequency to
fixed lower frequency, the 175
kilocycles providing more am-
plification and sensitivity.
20J, simple in appearance,
with striped walmut side panels
and decorative tuning panel
and grille offset by inlay
veneer frame in zebra wood.
Complete at $89.50. 20K, open
face model, has a center panel
boasting a rnarguetry pattern
of inlaid contrasting wouds.
Complete at $99.50. 20L has
tall sliding dooers, revealing or-

namental tuning panel and
speaker grille reproduced in
carved wood, while the cabinet
shows blended elm burl and
striped walnut veneers, cary-
ings and slightly bewed side
panels of quarter matched wal-
nut  veeners. Complete at

$139.50.

General Eleetric

The General Electric Co.’s
new midget receiver, incorpo-
razing the pentode tube, which
gives it high output, stands
15% ins. The cabinet, follow-
ing the cathedral :tyle, is of
brown walnut finish. Chassis,
including power wupply system,
is one complete unit, complete-
ly shielded,” and employs the
tuned radio frequency princi-
ple and two tuned circuits.

Fada

the new Fada
lineeup are Models 48 and
49, both 10-tube super-hetero-
dvnes, the former $147.50, the
latter $175.00. Sliding doors are
a feature of Model 48, a 4-
legged console piece, while

Included in

Fada 49

hinged doors feature Model 49
which stands on 6 legs. Both
cabinets are ornately decorated,
in control panel, grille, apron,
etc.




Fada 15

No. 45 (open faced Console
Lowboy) is the first model of
the new l'ada lime going into
production. It is said to boast
a full super-heterodyne design
that  eliminates interference
and renders full selectivity and
sensitivity. Two pentodes are
used in push-pull amplification.
The chassis measares 16Y% ins.
in width, 10 ins. in depth and
8% ins. in beight; its base is
finished in eadmium and the
overall shields covering con-
densers, coils and tubes, trans-
former and condenses have the
usual gold-finish that has char-
acterized the l'ada product.
The 1tubes are as follows: 2
multi-imu F-235’s—one used in
a stage of tuned »radio fre-
quency, the other for interme-
diate stage amplifier; 1 1-224
screen grid—used for first de-
tector; 2 heater tvpe F-227's
one as oscillator and the other
as second detector; 2 F-247
Pentodes—used in push-pull in
the audie output stage; 1 F.280
rectifier. Introduced alread of the
super circuit is a stage of fully
shielded tuned radio frequency,
thus eliminating any possibility
of re-radiation through the an-
tenna. The speaker, a special
design, is 11 ins. high and 1GY
ins. wide, with a large size
electro-magnet and 105 in.
cone. Output transformer and
choke coil are mounted on
brackets holding the speaker to
the cabinet floor., Tbhe circait
consists ¢f fully shielded tuned
radio frequency amplification
ahead of a post selector tuning
stage feeding into the first de-

tector with oscillator feeding
back into the first detecter,
thence into an intermediate

stage amplifier to a final de-
tector, and then into 2 push-
pull pentode audio stage. There
are 4 variable condensers each
shock-mounnted. The cabinet is
38 ins. by 23 ins. by 1334 ins.
Tuning panel above the grille
and top panels of the side pi-
lasters are of high quality
maple burl and the same type
carved ornamentation of last
year’s Fada models decorate
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Fada KU Chassis

the top and bottom. Mouldings
on the bottom of the side pan-
els give excellent proportion in
the base construction. Side pi-
lasters, the top and sides are of
polished selected grain walnut.

De Wald

De Wald Midget

Pierce-Airo, Inc., comes forth
with the DDe Wald pentode tube
super-heterodynes, Models A.C.
747 and 647 and D.C. 638, in
midge: size, 18 ins. by 14 ins.
by 10 ins. Front of the cabi-
net, the same type cabinet
housing each, is of selected
walnut. Chasses are of heavy,
rugged, welded steel and are
cadmium plated. 747 has 4
224’5, 1 227, 1 Pentode 247 and
1 280, full vision dial, tone con-

De Wald Midget

trol, screen grid detection,
phonograph pick-up jack, hum-
less filter circuit, high inter-
mediate frequency gain, anten-

New De Wald Chassis

na adjuster, electro-dynamic
speaker. 047, tubed with 4
224’s, 1 pentode 247 and 1 280,
has the same characteristics of
No. 747 as well as non-aqueous
filter condenser, high gain R.I.
amplification. Both 747 and 617
are available for 25 cycle cur-
rent operation.

638, employing all heater
type tubes providing for wide
variation and fluctuation of
line current, contains 3 230,
1 237 and 2 pentode 238’s; it
has  push-pull  amplification,
screen grid power detection,
phonograph pick-up jack, high
gain R.F. amplification and lew
current consumption.

Clarion

Clarion 81

The Clarion models, present-
ed by the Transformer Corp.

of America, are: 80— 7-tube
mantel set, $67.50; 81-—7-tube
console, $84.50; 90 — 8-tube
mantel set, $79.50; 91—8-tube

console, $99.50. All prices are
complete with tubes.

The chassis of these sets is of
the super-heterodyne type, us

Clarion 91

ing the pentode and multi-mu
tubes which eliminate back-
ground noises, hiss, cross-talk,
hum and tube distortion. Full
vision dial is provided and the
kilocycle reading of the station

Clarion 30

to which the selector is turned
is locared by a mechanism
which plays a beam of light on
the transparent dial. A satic
reducer is another provision.
The fading of distant stations
is offset by the employment of
automatic volume rcontrol, had
only in the 8-tube models. The
cabinets of the four new re-
ceivers present a high-lighted
two-tone effect. Construction
is said to be rigid and three
times the weight of the ma-
jority.

Hamilton-Lloyd

The Plaza Music Co. intro-
duces its Hamilton-Lloyd midg-
et receiver, 20 ins. by 15 ins.
by 95 ins., weight 27 pounds,
$69.50 complete. Utilizes the
pentode combination, 4 screen
grids: 4 224’5, 1 230 and the
pentode. Steel chassis is cad-
mium plated; electro dynamic
speaker especially designed for
use with the pentode;

-
-
.
-
-
-
3
.
.
-

Hamilton-Lloyd Midget
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A MODEL FOR EVERY CUSTOMER

cA complete price range . . . plus a retail sales

TUBES —The Brunswick 1932
Varuble Mu,
and Screen Grid Tubes. Subsequent

modcls use Pentode,

adverusements and  hiterature will

define their number and adaptagion.
COLOR TONEF CONTROL—The
Brunswick Color Tone Conirol visu-
alizes musical tone 1nactual color
on the tuning scale . .. Gold is the
normal setung. To accentuate the
treble, turn to blue . . . bass, turn
to red . .. You can SEE as well
as HEAR these

tonc  variafions.

Brunswick mstrumeatshave ALWAYS been famous f()rhlqhqlml
£

iy, mechameal excellence and exquisite cabinets . .

perfection as human skidim design and eraftsmanshipean aczain,

AND NOW |

scason the most complete hine of mstruments 1 1ts history
list prices $79.50 to $265.00, complete with Brunswick tubes
- plus a RETAIL SALES PLAN that will help you move these

L

MODEL 12

radio cabinctr- . Minature bigh-boy console.

A sevasionally new idea

Recessed panct of rare cratched walnut vencer,
gvng beautiful two-tone cffect. Hand-carved
golle. Superheterodyne 7 tubes. Color tone
control, Brunswich Uni Sclector, full range
volume control, dvnatron oscillator, turrct
type tumng condenser. 9™ dynamic speaker
and power detector. Dhmensions 437 gy
x 104", List price, complete with

$99-5¢

Brunswick tubes

MODEL

American Walnut, Superbcierodyne 7 tubes.

to—1 onlov console, fimished n
Color tone control, Brenswick Unmi-Sclector,
full range volume control, dyvnatron oscillator,
turret type tumng comdenser, 12" dynamic
speaker and  power  detector. Dimensions

385 a9y 14" List price, complete

$119.50
MODEL 4: — Aatomatn Panatrope-with-
Radio. Plays 2

tention. Alse plavs tw cveaunch records manu.

with Brunsw-ck tabes

ten IIlCh l'\'\'()l'\lb \\ll]\()ll( at-

Brunswick

§£:05.00

ally. Last price, complete with

tubes and 20 recoras o .

Brunswick offers you for the 1931-1932

. Aas acar customers . .

MODEL 11 — Tuble model or midget type,
walnut cabiney, carved grille Superheterodyne
7 tubes. Color tone control, Brunswick Uni-
Sclector, full range volume control, dynatron
oscillator, turrct Type tuning condenser, 9

d‘\ nanngc Sl‘k‘&k(l’. PU“ cr (lk‘ll'k'(()r. Dll\lk'l\\'i()lls

G

22

List price, complete

$79. 5

“ "
X 17 X1 24

with Brunswick tubes o o .

plan that works

MODEL 17—Lowboy walnut con-
sole of distinctive design. Super-
heterodvne, g tubes. Color tore con-
trod, Brunswick Umi-Selector, auto.
matic volume  control,  dynatron
oscillator, turret type ning con.
denser, 12" super-dynamic speaker,
two pentode tubes in output stage

and power detector.  Dimensions

"

10 high, 20 wide, and 131y,

deep. List price, complete  with

- $140.5

Brunswick tubes .

tnstruments ()“: y()ur ﬂ(mrs {lnd mto thc h()ll](‘ﬂ (){ 5<lll\ﬁl'll
. at a profit!

There 15 a difference i the musical guality of radio. Bruns-
wick will prove it o your satisfacuion, and you can (‘:lbl')
prove 1t to your customer's satisfaction through the new
Brunswick *Step-ladder Sales Plan’". Ask us about it. hs
simpliuty will surprise you .

. Its resules will amaze you!
(Vg

MODEL 2.4 —Graceful six-legged highboy cab”
inet with arched French doors, in matched rib-
bon walnut and high-lighlcd matched burled
walnut, hand carved and fluted legs. Superhet-
erodyne 9 tubes. Color tone control, Bruns.
wick Uni-Selector, automatic volume control,
dvnatron oscillator, turrct type tuming con-
denser, 12" super-dynamicspeaker, two pentode
tubes 1 output stage, powcer detector. Dimen-

. ' ‘
s1ons 45'/,' X o223 ‘x |()Z.“. List price, com-

plete with Brunswick tubes S ()9 5

MODEL 33 — Lowboy combination Radio-
with-Panatrope, finished in American walnut.
Cabinet hd with balanced stay arm. Panels of
matched ribbon walnut, turned and Huted legs.
Superheterodvne 7 tubes. Color tone control,
Brunswick  Uni-Selector,  full rangce volume
control, dynatron oscillator, turret type tuning
condenser, 127 dynamic speaker and power

' .
detector. 59%" x 1957 x 13% "

0 sl(x).;o

List price,

complete with Brunswick tubes

BRUNSWIC K R ADIO C ORPORATION, NIW YORK CHICAGO —TORONTO—Subsidiary of WARNER BROS. PICTURLES, INC.

To secure the best service to your reply. be sure to mention

o




Crosley

Songster and Musicale

The Crosley Radio Corp. has
8 new models, as follows: Show
Boy. $19.50; Sonneteer, $59.50:
Super Buddy Boy, $65.00; Song-
ster, $79.50: Musicale. $94.50:
Oracle, $99.50: Minstrel,
£129.50: Troubadour, $199.50.

The Show Boy, with 5-tube
T.R.F. chassiz, using I-47 pen-
tode output, 2-35 exponential or
variable-mus, 124 screen grid,
1-80 rectifier. equipped with 3-
gang condenser and full-floating
moving coil dynamie speaker,
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measures 14910 ins. x 111116
ins. » 9% ins. The Sonneteer
and the Oracle, both having

the characteristics of the Show
Boy (except that the Oracle
also eontains a Sangamo elec-
tric clock) are 35}y ins. x 233%
ins. x 12Y; ins. and 61'% ins. x
14 ins. x 93 ins., respectively.

The Super Buddy Boy, the
Songster, and the Musicale each
have 7 tubes (0 screen grid),
as follows: l.3-clement output
pentode 47, 2 exponential or
variable mu ’35°s, 3.21 screen
grids, 1.80 rectifier, and the
pliodsnatron oscillator circuit,
full-floating moving coil dynam.
ic speaker. continuous static and
variable tone controls, illuni-
nated angular vision dial, ver-
nier drive, and have the respec-
tive dimensions: 15 ins. x 151
ins. x 99-16 ins., 35 ius. x 204
ins. x 10% ins.. and 30% ins.
x 23V ins. x 13% ins.

The Minstrel and the Trou-
badonr. both 10-tube sets, em-
ploy 2-17 pentodes in push-pall,
2 expenential or variable mus,
2.24 screen grids, 3-27 amplifier
tubes, and 1.80 rectifier, and
are equipped with l-gang con-
denser, automatic volume con-
trol, continuous static and tone
control, local-distance switch,
and amditerium type, full-float-
ing moving coal dynamic speak.
er. The Troubadour, a radio-
phonograph  combination, is
125 ins. x 29 ins, x 104 ins.;
in addition 1o its super-hetero-
dyvne pliodynatron  chassis, it
has a self-starting electric pho-
nograph motor. The Minstrel
is 85 s x 253% ins. x 15316
ins.

The Wigit and Johnny Smok-
er are continued in the Crosley
line.

Lyric S8

New model: from the All
Amecrican Mohawk Corp. are
super-heterodynes 3.6, 5.7, S8
and 5-9. Each model uses mul-

ti-mu and pentode tubes.

S.6, a 6-tube midget, $49.50
complete. employs pentode and
multi-mn tubes in push pull:
2.24’s as modulator and detec-
tor, one 27 as oscillator, one

51 or "35 variable-mu. one 47
pentode. and one 80 power
tube; it has a 3-gang condenser.
Cabinet of Dbutt walnmt mod-
ern in design.

S-7. a midget slightly larger
than S.6, $69.50 complete, has
7 tubes: 2.2Ps, one 27, 2.51s
or "3%s. one '47. and one ’80;
nmidget super dynamic speaker.
Cabinet, in vogue design, is of
matched stumped walnut with
maple burl top and grained ef-
feets, moulded side pilasters.

S-8, full-size Heppelwhite con-
sole, $99.50 complete. has 8
tubes: one 24 2275, 2.51%s or
’35"s, 247+, and one 80. Cabi-
net, standing 39 ins. high, has a
reset center piece control pan-
el surmounted by a keystone
arch of inlay walnnt.

S9, also a console, has 9
tubes: one 224, two 227’s, three
551, or 235%, two 247’s, and
1-280. Available in two mod-
els, one with open conirol pan-
el and the other with sliding
desk type doors. S99 is exact
ly the same as 5-8. with the ex-
ception of the doors.

Stewart-Warner

Apartment and Console

The Silver Jubilee line of
the Stewart:Warner Corp. s
made up of 9 new type receiv-
ers and a low.wave converter,
the latter also built in in 1 of
the sets. They are: the Apart-
ment  Model, $52.95: console
models. 37 ins. and 38 ins. high,
respectivele. priced at $65.75
and $71.75, and available with
the low-wave converter built in
at $22 higher: Console De

Luxe, $82.75, and with the low-
wave converter built in and
equipped with television termi-
nals. $104.75; the Portable, fit
ted with 4 noiseless wheels,
§67.75, and equipped with the
television terminals and the
low-wave converter built in,
£€90.75; the low-wave converter
itself, complete with tubes, at
$23.95.

The Stewart-Warner sets em-
body super-heterodyne cireuits,
new pentode and variable-mu
tubes, tone control, electro dy-
namic reproducer, chassis com-
pletely shielded, full range se-
lectivity.

The Apartment Model. 6
tubes, is encased in an Ameri-
can walnut cabinet 18% in.. x
14 ins. x 11 ins. The Consoles
have enclosures of American
walnut in conservative design,
while the 1’ortable, a walnut
cabinet of end-table height. is
2914 ins. x 201 ins. x 11 oins,
The low-wave converter, 8%
ins. high and 111 ins. wide, is
designed for use with practical-
ly any standard A.C. set; it is
said to adapt set reception
down to approximately 20-me-
ter wave lengths.

Visivox

Model A open

Companion models to the
Sprague Visivox Model C (de-
scribed in the May JOURNAL)
are Models A and B. announced
by the Sprague Specialties Co.
“A” is a portable Visivox. lists
at $119, and ineludes in its
equipment  the phonograph-
synchronization apparatus, pick-
up, and projector; the operator
plugs a wire into his radio re-
ceiver, another into an electric
socket and the apparatus is
ready for operation. Where no
radio receiver is available, an-
other small portable, listing at
$50, is attached to Visivox B,
thus providing the audio and
loud speaker. This latter in-
strument is known as Model B.

Model A closed
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AmerTran Panel

Several types of sound trucks,
for rental where temparary
sound installations are required
and for selling equipment for
sound distribution in large
buildings aund public institu-
tions, are being equipped by
the American Transformer Co.
The truck consists of a stand-
ard Ford body on which have
been mounted amplifying, pow-

er-supply and control panels
for various sound installation
purposes. The cquipment in-

cludes loud speakers, a power
supply consisting of storage bat-
teries and a motor generator,
rectifier equipment for charg-
ing the batteries and other es-
sential aceessories.

A feature of the sound truck
is that it contains three sepa-
rate power amplifiers providing
undistorted outputs of 4.5. 12
and 50 watts respectively. The
switching system is such that
any input signal may be ampli-
fied by the combination of pan-
els providing the desired out-
put. Thus, the manufaeturers
point out, the equipment is
equally well suited for demon-
strations in a small schaol or
the largest amphitheatre. Input
cireunits, it is said, are just as
flexible as the output. The
master contzol panel is wo de-
signed that signals may be se-

Equipped truck

leeted from 1 sourees: radio
tuner, phonograph pick-up, 6-
circuit mixer panel and spare.
In addition. the mixer panel is
arranged so that signals may be
;«-lc(-te(l from 6 200-0hm, low-
evel

sources, any three of
which may be mixed at one
time. The control equipment

includes switches for changing
from an outside power source
to the truck’s generator and a
voltage regulator for adjusting
the input power to 110 volts.
Ohber comrol equipment in-
cludes a volume indicator for
measuring  the power output
and an output contrsl for com-
pensating impedanee of 6 dis-
tribution lines.

Measurements

indicate that

the truck’s equipment has a
maximum overall gain of 133
dB. and that the maximum devi-
ation  froin  normal  response
(1,000 cyeles) is less 1 dB
throughout the haml of 30 to
10,000 eveles. elaims the manu-
lacturer,

Colonial

Model 44

A4 and 41C

The Colonial Radio Corp. is
exhibiting six new super-hetero-
dyne models asing pentode and
multi-mu tubes, as follows: a 4-
tube T.R.F. wmidget, a 3-tube
T.R.F. midget, $49.95, a 6-tube
super midget, $59.95, a 6-tube
super cabinet madel, $79.95, an
8-tube super cubinet model,
$99.50. and a 6-tube clock mod-
el, §99.50, All prices complete
with tubes.

S .

Sentinel

Five new Seminel receivers
have been  developed by the

United Air Cleaaer Corp.—No.
109 Console. No. 106 Portola,
No. 108\ Con-ole, No. 108A
Table Model, No. 111 Midget.

109. 299.5¢ c¢omplete. has 8
tubes in its suaper-helerodyne
chassis: 2224 screen grids, 2.

Table and Portrola

235 or 551 variable-nms, 2-247
output pentodes, 1-227 oscilla-
tor, and 1-280 full-wave recti-
fier. HHoused in American black
walnut cabinet of Louis XVI
period. with maple inlays and
hand-earved deceorations.

106, %89.50 complete, super-
heterodyne, has 8 tobes: 3 224
sereen grids, 2 22% heaters, 2
245 power amplifiers, and 1 280

1084 and 109

rectifier. Equipped with flat
extension cord for plugging in-
to socket and providing anten-
na and ground.

108A, Console, $79.50 com-
plete, super-heterodyne, uses 2-
221 screen grids, 2-235 or 551
variable-mus, 1-247 power out-
put pentode, 1.227 oscillator
and 1-280 full-wave rectifier.

108A. Table Model, $69.50
complete, super-heterodyne with
T-tube chassis the same as 108A
Console. Cabinet of matched
walnut  with bird’s-eve maple
overlay; it is 18%. ips. x 14 ins,
x 11Y% ins.

111, $37.50 complete, employs
4 tubes: 1-221 sereen grid de-
tector, 1-235 or 551 wvariable-
mu in RF.A. stage, 1-247 pow-
er output pentode, and 1.280
full-wave rectifier. Cabinet of
selected  walnut with maple
overlays at sides: 141% ins. x
10 ins. x 84 ins.

Erla

Modei 21

The Erla miniature pentode
receiver, produced by the Eleec-
trical Research Laboratories,
Inc., is a compact affair. Its
cabinet measures 13 ins. in

D

height, 13 ins. in width. and
9 ins. in depth. Chaszsis. en-
gineered around the new pen-
tode and variable-mu, uses only
4 tubes: 235 R.J., 224 detector,
a 247 audio, and a 280 rectifier.

There are two A.C. models—
21P and 220°, $29.75 and $39.50.
prices including tubes. 22P
contains a self-starting, fromt
«et, electrically operating Tele-
chron clock.

Also available in a DC model,
same size as the A.C. chassis,
and also a 4 tube set; it uses
the new type D.C. tubes: 236s
and 238’s.

Jesse French

Tudette and Devon

The Devon variable-mu super-
heterodyne receiver, priced at
§76.50 complete, is a product of
The Jesse I'rench & Sons Piano
Co. Within a burl walnut cab-
inet on which dial, tone and
combination volume control
knobs and the on-ofl switch are
symmetrically arranged is the
T.R.F. chassis, precision Dbuilt,
cadmium plated, double stage
audio, R.C.A. licensed. Tnbes
are 2 5351 type variablemu
tubes, 2 24 screen grids, 1 °27,
1’80 rectifier and 1 I’Z pentode
amplifier; speaker is dynamic;
tone shading is a feature of the
set. 18 ins, high. 14 ins. wide
and 11% ins. deep: weight 40
pounds hoxed. Carries a 50 and
5 percent discount.

The Tudor Consolette, listing
at $89.50 and carrving a dis-
count of 30 and 10 percent, and
the Tudor combination, with
came chassis and cabinet equip-
ped  with  phonogz-aph  motor
and turutable, listing ar £129.50
complete and carrving a 50 and
10 percent discount. complete
the Jesse French modele.




Audiola

Audiola 10

Three cabinets and five
chasses make up the new line
of the Audiola Radio Co. The
cabinets are: No. 10 Junior,
walnut veneer with figured butt

Audiola 12

walnut panels; No. 12 Console,
a lowboy with figured butt wal-
nut panel and figured overlays,
391 ins. high by 23% ins.
wide; No. 14 Console, in butt
walnut panrel and figured over-
lay, 42'2 ins. high by 241% ins.
wide.

The new chasses are: Model
610, 6-tube junior receiver with
both variable-mn and pentode
tubes, tone control, full vision
dial, dynamic speaker, price

Audiola 14
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$48.00 less tubes; Model 612, 6-
tube, full-size receiver with
variable-mu and pentode, tone
control, full vision dial, dy-
namic speaker, price 360, less
tubes; Model 812, 8-tube, super-
heterodyne receiver with vari-
ablemu and pentode tubes,
tone control, full vision dial,
dynamic speaker, price $69.50,
less tubes; Model 814, 8-tube,
full-size super-heterodyne re-
ceiver with variableemu and
pentode tubes, 12 in. dynamiec
speaker, tone control, full vi-
sion dial, price §76.50, less
tubes.

Talkiola

A home talkie reproducing
machine, combining a talking
picture device using 16 m.m.
film together with a specially
designed radio and phono-
graph, has been brought out by
Talkiola Corp. The cabinet re-
sembles a secretary and, when
opened, can be used as a desk.
The manufacturers claim a
noiseless projector takes care
of the increased speed of talk-
ing films over the silent pic-
tures. Talkiola is also said to

have a radio perfectly matched
with its phonograph pickup
especially designed for it. The
operator can switch from radio
to phonegraph by a turn of the
dial. A lever changes the
speed of the turntable from 78
to 33 1.3 r.p.m., the latter the
speed used in talkies. Film
threading is easily accomplish-
ed, it is said, and the plate is
so marked that technical knowl-
edge or training is not essen-
tial to handle projection. The
radio can be run in connection
with a picture, or a 16 in,
33 1-3 dise, as well as the regu-
lar 78 record, can be run as

musical accompaniment to a si-
lent picture. There is an elec-
tric rewind for films and the
only installation is the inser-
tion of the plug into the elec-
tric light socket. Iire haszard
is eliminated as non-inflam-
mable film is used. “A library
of interesting and entertaining
talking pictures is available,”
states the company. Talkiola is
priced at $195.00,

Story and Clark

Miniature

Story & Clark Radio Corp.s
1931 presentation includes a
full line of super-heterodynes
as well as a new type battery
type set and a specialty furni-
ture line. Complete prices on
the super-heterodvne are as fol-
lows: No. 64 (Miniature)

Petite

$79.50; No. 63 {Console Petite)
$89.50; No. 68 (Console Com-
mode) 399.50; No. 69 {Console
Tudor) $117.50; No. 71 (Con-
sole Lowboy) $134.30; No., 73
(Console  Highboy) 8147.50;
these sets utilize 1 235%s, 1 247,
2 227 and 280: the super-
heterodyne chas:i-  will alse

Console Grande

have 4 gang condensers. There
is also a No. 351 (Console
Grande), with the firm’s large
T.R.F. chas-is using 8 tubes and
equipped with sntomatie vol-
ume control, complete at $245.

The battery set uses the new
National Carben Co. air-cell
battery; it will be housed in
the No. 71 (Censole Lowboy)
cabinet, will have 7 tubes, and
will list at $125.06. The Colon-
ial clock is an example of the
company’s spectalty furniture
line.

Peko

A combination 16 m.m. ralk-
ie, phonograph and radip unit
has been produred by Peko,
Ine. The speakcer is removable
from the back of the cabinet
and carries along behind the
screen with extra extension
cord for the proper sound ef-
fect. The radio is ejquipped
with 8 tubes and is a super-
heterodyne, allowing, it is said,
plenty of volume both in the
radio and tone arm when play-
ing discs. Mechamecal arrange-
ments are so arranged that the
projector is adjustable to suit
any fixed sereen.  Increased il
lumination, quiet and simplic-
ity in operation are other fea-
tures.

The P’eko unit. it is revealed,
will retail at 323000 list and
the company is planning other
models of the portable type
which will li-t at approximate-
ly $175, minus radio and
-peaker.
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Brunswick

Model 11

Seven super-heterodyne mod-
els—Nos. 11, 12, 16, 17, 24, 33
and 42-—compose the new line
of receivers with the trademark
of the Brunswick Radio Corp.

Models 11. 12, 16 and 33 use
3 24 screen grids, 2 ’531 vari-

Hodel 12

able-mus. one 47 pentode and
one 80 full-wave rectifier tube.
{There is an exception in the
case of No. 12 which omits the
80 rectifier). Additional fea-
tures of these models are the

Model 17

new color tone control, Bruns.
wich uniselector, full range
volume control, dynatron oscil-
lator, turret type tuning con-
denser; 9 in. dynamic speaker
and power detector carried by
Models 11 and 12; 12 in. dy-

namic speaker and power de-
tector carried by Models 16 and
33. Overall Jimensions and
prices (comple) of each set
are as follows: 11—22% ins.
high, 17% ins. wide, 104 ins.
deep, 379.50: 12—43 ins. high,
17%% ins. wide, 104 ins. deep,

Model 24

$99.50: 16—38% ins. high. 191%
ins. wide, }4% ins. deep,
§119.50: 33—39% ins. high,
19% ins. wide, 14% ins. deep,
$169.50.

Model 42

Model 11 is a table set, wal-
nut cabinet, top and side panels
of matched ribbon  walnut,
front panel of figured walnut,
framed with fluted and carved
corner posts, carved grille,
small carving in center of each
panel below grille. Model 12
is a miniature high-boy console,
in matehed ribbon walnut and
burl walmmt with small mould-
ing, recessed uni-selector panel
of crotched walnnt veneer in
two-tone  effect, hand-carved
grille, turned and fluted legs.
Model 16 is a lowbey console
finished in  American walnnt,
top and side panels of matched
ribbon  walnut  with  recessed
grille aud uni-selector panel,
sioping front side panels of butt
walnut  capped  with  carved
overlays harmonizing with re-
cessed carving above uni-select-
or panel, turned and fluted
legs. Model 33 is a lowboy
combination radiv - with - Pana.
trope finished in American wal-
nut, top und side panels of
matched ribbon walnut, deeply
recessed grille, uni-selector pan-
el of butt walnut, front side
panels capped with carved
overlays, carving wn either side
of apron direetly above turned
and fluted legs, cabinet lid pro-
vided with balanced stay arm.

Models 17 and 24 use 3 24
screen grids, one 27 automatic
volume control tube, 2 °51 vari-
able-mms, 2 47 pentodes and
one 80 fullwave rectifier. Ad-
ditional features of these mod-
els are the 2 pentodes in out-
put and power deteetor, deluxe
12 in. dynamic speaker. Over-
all dimensions and prices (com-
plete) are as follows: 17411,
ins. high, 21% ins. wide, 131,
ins. deep, 8149.50; 24—15": ins.
high, 22% ins. wide, 16% ins.
deep, $169.50. Model 17 is a
lowboy console, top and side
panels of matched ribbon wal-
nut, sloping fromt side panels,
recessed uni-selector panel of
high-lighted burled walout, bas-
ket-weave carving an front and
apron, overlay carvings near
front legs, floral carving above
hand-carved grille, carved and

fluted legs. Model 24 is a 6-
legged highboy with arched
French doors in matched rib-
bon walmt, high-lighted

matched burled walnut, carved
moulding at top and bottom of
cabinet harmonizing with hand-
carved and fluted legs, French
doors framed with moulding.

Model 12, listing at $265.00
(complete with tubes and com-
plement of 20 discs), is an Auto-
matic Panatrope-with-radio in
carved cabinet of butt walnnt,
playing 20 10 in. records with-
out attention and playing 12 in.
records mannallv,

One 10-tube ard two T7-tube
super-heterodynes make up the
Gulbransen Co.s 1931 line.

The 10-tube. variable-mu,
pentode set inclades 4 35 vari-
able-mus and 2 47 pentodes in
push-pull. Equipped with auto-
matic and manual volume con-

39

trols, tuning meter and power
switch.

A mantel receiver and a con-
sole job are the two 7-tube
super-hets. The first’s tubes in-
clude 2 °35 variable-mus, one
47 pentode and 2 screen-grids.
High sensitivity rating of 2-4
microvolts per meter is com-
bined with sharp 10 kilocycle
separation and elimination of
cross-talk and tube noises. At-
tains full 212 watt oatput of its
pentode tube without overload-
ing, it is said. Has the Gul-
bransen full-floating tuning con-
denser assembly, eliminating
vibration howl. The console
embodies the same super-hete-
rodyne chassis as the mantel
receiver; its meceasnrements are
40 ins. x 21% ins. by 14 ins.
Walnut  and tropical wood
veneers are used as well as
solid wood carvings.

Silver-Marshall

A new line of pentode vario-
mu super-heterodynes, ranging
from $59.50 to $§119.50, iz of.
fered by Silver-Marshall. The
super-heterodyne chasses are
seven, nine and ten tubes, the
last embodying, it is said, a
totally new dual tone governing
feature that gives control of the
full audio range.
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Stromberg-Carlson

M

Model 19
The stromberg-Garlson Tele-
phone Mfg. Co. offers two new
super-heterodynes: Nos. 19 and
20. The former, 42 ins. by 25
ins. Dy IS5 ins, 60 cycle, is
listed at $195.00, complete. The
latter, 48'% ins. by 26'% ins. by
17 ins, 60 cycle, is priced at
€225.00,

The cabinet of No. 19 is fully
batlled for fine tone with Pre-

Selective (T.R.IF.) tuning with
balanced  push-pull  amplifica.
tion and permament phono-

graph connection, while No. 20
offers all the circuit and tonal
advantages of No. 19 in a taller
cabinet design with doors and
gently curving front and 4.
piece diamond matched walnut
panels: it has one-kev escutch-
con instead of the customary
two-door knobs; its inverted

&

Model 20

trumpet shaped legs are se-
cured hy a stretcher. All oper-
ating equipment of the No. 20
model is ddentical with that of
No. 19,

Both models are  equipped
with a new automatic clarifier
to achieve the finest tone for
weiak slations, the device oper-
atinz  automatically  with  the
volume control and regulating
the andio characteristics so that
the maxinmm wseful band of
sonnd frequency is always re.
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ceived with any signal strength.
The tabes used in the two sets
are 1 235 super-control tubes,
2 22, triodes, 2 215 power out-
put tubes, and one 280 rectifier
tube—all the latest RCA ¢nick
heater type.

Kennedy

models—the Coro-
net ($4150), the Globe Trot-
ter, short wave adaptor
1542500, the Rovalette (362.50),
the lmperial (567500 and the
Sovereign  ($97.50) are the
new products from the Colin
3. Kennedy Corp.

The Coronet, using 1 24, 1
‘80, 2 31’s and 1’47, is a super-
heterodyne T.R.F. job with a
cabinet 17 ins. by 12 ins. by
10 ins. Speaker is the midget-
dynamic type. Chassis milizes
variableemu and pentode tubes.
Shipping weight of the midget

Five new

Royalette

is  approximately 18 pounds.
The Globe Trotter, short wave
super-heterodyne, has 1 224
and 1 227 and is housed in a
walnut cabinet: for use with
all conventional types of re-
ceivers; long wave-short wave
change-over  switch  incorpo-
rated, 2 dials; the Royalette, a
small lowboy cabinet incorpo-
rating the 5-tube chassis of the
Coronet is 38 ins. by 20 ins. by
14 ins.

The [mperial, with 7 tubes,
is another super-heterodyne,
has a walnut cabinet 20 ins.
by 14 ins. by 11 ins.: features
include Kennedy selectone tone
control: dynamic midget speak-
er; chassis utilizes variable-mu
and pentode; the tubes are:
1 24,2 7271 780, 2 *51%. 1 *47.

Coronet

The Sovereign. ¢ tubes.
heterodyne T.R.I.

super.
circuit,

equipped with walnut lowboy
cabinet 40 ins. by 21 ins. hy 16
ins.. offers tone control, a dy-
speaker of

namic the large

Imperial
concert type, hand carving
ornamentation and fluted turn-
ed legs: tubes are: 1 24, 2

°27°s, 1780, 2 °51%s and 1 47,

Pilot

Universal

Midget and consolette 7-tube
super-heterodynes, two full-size

console 10-tube  super-hetero-
dynes, and table and console
“Universal” all-wave sets—six

sets in all—are the new output

of the Pilot Radio & Tube
Corp.
Both  7-tube sets  (midget

§59.50, consolette $7150) have
auntomatic volume control, full
vision station selector, tone con-
trol, phonograph connection
tall duplicated in the 10-tube
sets}). leatures of the 7-tube
chassis also include electro-dy-
namic speaker, variable-mu and
power pentode tubes. Midget
and consoletie cabinets are of
2-tone walnut.

Unusual selectivity and sensi-
tivity are said to feature the
10-tube sets equipped with a
special 9 in. dynamic speaker
as well as a visual tuning indi-
cator. Both are made of solid
walnut, open front console be-
ing £116.00 while the console
with hinged doors is $139.00.

The *Universal.” combination

short wave and broadeast set,

tones from 15 to 630 meters
without use of plugin coils,

Kneb on the front panel does
all wave shifting. This model

De Luxe

is intended primarily for for-

eign reception. but it is de-
seribed as  being a  quality
broadcast receiver, as  well.

Table model, requiring separate
loud speaker, retails at $§99.50;
console, built-in speaker, retails
at $149.00.

All prices are less tubes. All
of the new DPilot sets are in-
tended for 110 volts, 50-60 ¢y
cles A.C.; special models avail-
able for 25 eyeles. D.C. and bat.
tery operation.

Insuline

The Insuline Corp. of Amer-
ica introduces the “1CA En-
voy,” an A.C. midget for 110-
125 volts, 50-60 cycles, and 220-
240 volts, 50-60 cycles, costing
$56.00 and $57.50, respectively.
Measuring 18 ins. x 15 ins. x
9 ins., with a net weight of
28 1bs. and a shipping weight
of 32 1bs., the Envoy utilizes 1
pentode power amplifier, 1
screen grid 224 power detector,
2 variable-m scveen grids, and
1 280 full-wave rectifier. Cabi-
net is finished in dark Ameri-
can  walnut, with high gloss
piang finish; phonograph jack
permanently installed: chassis
constrneted of heavy etal;
dynamic  speaker.  Tone con-
trol. freedom from distortion,
hum-proof and fool-proef con.
strnetion.
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ZENETTE MODEL AH—

(Table type)

$79.50 COMPLETE

withZenith QualityTubes.

ZENETTE MODEL CH—

(Lowboy console}

Extra large chassis, with
10-inch Dynamic Speak
er..$99.80 COMPLETE

with Zenith Quality Tubes.

ON EXHIBIT
CONGRESS HOTEL
SUITES J 22 and 24
JUNE 8th to 12th

THE ONLY RADIO
IN THE LOW-PRICE
FIELD that has ALL
these features . .

Super-Heterodyne

8 Tubes

*MA GNA VISION Dial

Automatic Volume Control

Pentode

Multi-Mu

Tone Contral -

Screen-Grid

PA‘I‘EN‘I‘W AND TRADEMARNID

An' amazing, revolutionary dial impnove-
ment...exclusive with Zenetfe...that obso-
ietes the ordinary type “full vision’" dial
on low-price sets tcday, Twice as easy
to see...twice as easy to tune. And a

great s‘ell'ing feature Nothing else like iit!

NEW Juper-HeTeROBYNE

MADE BY ZENITH RADIO CORP.

61

ZENETTE MODEL LP—
(Table type)

$49.95 COMPLETE
with Zenith Quality Tubes.

(Tuned Radio Frequency Circuit)}

ZENETTE MODEL RH—

(Highboy console)

Extra large chassis, with
10-inch Dynamic Speak-
er..$125 COMPLETE
with Zenith Quality Tubes.

ON EXHIBIT
CONGRESS HOTEL
SUITES J 22 and 24
JUNE 8th to 12th

To secure the best seivice to vour reply, be sure 1o mention  JIAEMEPINS
< RADIO JOURFAL
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Jack Helsper, new CeCo sales mana-
ger, plans to spend his Summer in

The Majestic girls of |Cleveland are city
Pullinans. !

business, this

f“ ﬁ:« Atwater Kent distributor, Broun
F rush shipniemts.

Electric Co., starts off with

vt l’ns fei nnmllld in

adr) lﬂﬁl{’;al. broadcasts.,

His Majestv. the ng“)f Siam
W estchester so that hp cou

Miss Ruth Nichols and Pawel Crosley, Jr., with the plane in which Ruth expects to make her World’s Famr radio chairman is none
solo Trans-Atlantic flight. other than Nick Carter.
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Rudy Vallee and William Fay who populurize the Stromberg.Carlson radio
hour over WHABM for Western New Yorkers.

Polly Willurd. W est Coast golf champ. spends his home
time enthnsing over Arcturns tnbes

Here's television going on the air. W2NCD of the De Forest Standard Stores of Boston sell Perryman tubes by the free test
studio in Passaic, N, ], method ingeniously bronght to the cnstomer’s attention,

Prize winners in the recent RCA Radiotran contest. Left to right they are: C. €. Stephens, Buffalo, First: W. W. Evans, Little Rock,
Second; D. D, Diefenderfer, Pittshurgh. Third; 1. ]. Free, St. Lanis, Fonrth: and 1. Kanfman, Baltimore, Fifth,

'World Radio Histo
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Balkite A-5 (table model).
Walnut cabinet by Berkey
& Gay. Complete but for
tabes and speaker, $230.

Balkite A-3 the same, in an
all metal case, $197.50.

The MARCO
DYNAMIC CHASSIS

The St. Charles

A beautiful cabinet model Dynamic Speaker
which will handle and give tremendous velume
with undistorted tone fidelity, Recommended
for sews employing power tubes or equipped
with e:parate mmplifiers using power tubes.

vl D. C. $70; 10vore A, C. $90

(A1l examples taken
at random)

For radio and phonograph in-

stallation; sold without case.
Type DU-110 (110 v-
60 cycles). List . | . | $50.

Type DU-90 (110 volt
D.C.). List . . . . . si0.

Above - What the public got for its radio money in "28 °29

HE first three illustrations show the
situation in the radio business less
than three vears ago—31 months. to
be exact. Look at the prices of radio
sets at that time, and see the tre-
mendous improvenent in manufac-
turing efficiency. which enables our
plants today to turn out radio at the
prices shown by the second gronp of three radio re-
ceivers.

In other words, during this shert space of time the
manufacturing ingenuity, ability and efficiency of radio
has practically been tripled, giving the public, today,
the greatest value for its money that it has ever sccured.
We took the second group of three products at random,
as being illustrative of the trend of the entire industry,
and it is astounding 10 see what has been accomplished
by radio engineers and factory executives.

The first group of three products were the style lead-
ers for the last 4 months of 1928, and during that time
the average selling price of radio sets was approximate-
ly $185 retail. 1ln 1929 the average retail price was
$140. In 1930 the average retail price was $82. In 1931
we predict that the average retail price will be $60.

During this short space of 31 months, with manufac-
turing skill increased threefold, it is evident from to-
day’s deplorable marketing situation that our selling
ability has practically stood still. Why have we devel-
oped so phenomenally on manufacturing, but have
shown such little progress in inarketing? Certainly we
have enough brains on the marketing side of radio. We
have a sufficient number of radio dealers, a huge num-
ber of radio wholesalers, and a few more manutacturers,

Below - What the public gets NOW

1
'
L4132
ti'
[ L4
I 1%

:‘

@ New 8.Tuse Museme Sursa,
METERODYUR cA3sns in a beauiyul
"wdor lowsoy. Panels of maiched bust
Jete only with

than the latter part of 1928. Who threw the moukey
wreneh into onr merchandising machinery, and how can
we take it out? Oil up the mechanism and start show-
ing the factory group that the merchandising of all
radio is capable of development. lere and there are
isolated examples of a tremendous force in selling in-
genuity, but the whole retail structure seems to have
been undermined by, perhaps it can be called, lack of
surcness in knowing what to do.

Probably no industry in the country has developed
its manufacturing ability three times in 31 months, with
a comparative standstill of its selling organization. We
are primazrily in the business of selling radio for the
profit that results, and vet no one seems to bclieve this.
We would take a quart of liquor to accelerate our men-
tal capacity in order to solve this problem, but the doc-
tor tells us that liquor is a depressant, and Bromo
Sehlizer is just a fizzle,

This problem of salesmanship requircs an inm.lediat.e
solution and everyone in the business should give his
aid. No doubt, the private brand development is due
to the increased skill of manufacturing, overflowing the
irade outlets with radio sets and giving the lowest prices
of all time in radio. What are we to do, us sales man-
agers, vice-presidents in charge of distribution, and fad-
vertising managers. to_ increase the trade’s mar!&elmg
cfficiency to stand side by side with today’s manufactur-
ing skill, and to sell radio sets AT A PROFIT.

What is your opinion, and yours, and yours, and
vours?

Grap. HENDERSON, Editor,
The JOURNAL

Ry €
LIST PRICE

$ .50

COMPLETE WITH TUBES
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The
Jos. M. Zamoiski Co.

First Again

Pioneering in business is hard werk, yet is worth all the effort it costs
because it ALWAYS resulis in a worthwhile contribution to the advance-
ment of the industry in whose interest it is done.

Zamoiski and pioneering are clezelv related in Radio—to our credit we
lay claim to the following Radio “‘firsi=”—

One of America’s First Broadcasting Stations.
The First Broadcasting Station in Baltimore.
One of the First Retail Radio Stores in America.
One of America’s First Radio Mail Order Houses.
One of America’s First Radio Distributors.

—AND NOW
ONE OF THE FIRST WHOLESALLE DISTRIBUTORS
OF GENERAL MOTORS RADIOS

Eack of our dealers — hack of every
General Motors Radio—stand bhoth General
Motors and Zameciski service to reinforce
that of our dealers. Our thought reflects
their thought: To have G. M. Radio owners
happy and contented with their purchase.

We've always figured that our interests,
the interests of our customers and of their
customers were nmutual. We knew that our

husiness would succeed in proportion as
we salisfied our customers, and from the
very beginning of our career we made it a
point never 1o sell anything we could not
bark with the broadest kind of guarantee.

That’s why we have agreed to become
distributors of General Motors Radio—it
measures up to our own ideals and stand-
ards, and rightfully has a place with us.

Jos. M. Zamoiski Co.

Exclusive General Motors Radio

Whelesale Distributors For This Territory

111 West Redwood Street

WASHINGTON

BALTIMORE

HARRISBURG
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sup'ple-men’ta-ry (sép/1é-m¥nftd-rY), a. [CL. F. supplé-
mentaire.] Added to supply what is wanted ; additional ;
serving as a supplement ; a8, a supplementary volume,

for Radio. Electric and Music Dealers and Wholesalers

Eleetrie Appliance SECTION of The JOURNAL

Edited by H. E. SPEARE

There is a waiting demand for over
1.250.000 cleaners this vear

Business in the clectrical household ap-
plianee industry stands on the threshold
of a new golden era.

The key necessary to uniock the por-
tals to unprecedented sales  volume and
profit  possibilities fies in  the hands  of
those responsible for retail selling of the
various majer household appliances.  Fn-
largement  of the market ultimately de-
pends upon  the satisfacetion cleetrie ap-
pliances  yvield to  their users and it is
therefore  obvious that those  responsible
tor retail distribution must be very cer-
tain that every customer becomes a sabis-
fied user.

Contrary to the opimion of many retail
vendors, the sales of electrie cleaners,
washers, ironers, radios, ranges and re-
frigerators, far from approaching a paind
of suturation, are actually just setthing
down to a normal staple business.  Most
of the present nugjor clectric appliances
have passed through what is commonl)
known as the “missionary or introductor}
stage” of marketing.  Many of the prod-
ucts have passed through the second mar
keting stage generally referred to as the
“demand period™.  All but those appli-
ances  that are  practically new to  the
market are now in that third marketing
stage where competition is keen among
the many retail sales outlets and where
it becomes neeessary to sell to the sophis-
ticated buyer on the actual merits of the
produet.  Keen competition is rather a
new experience to the electrical appliance
industry.  Sinee the advent of the elec-
trie cleaner, about twenty-two years ago,
the industry has seen an almost continu-
ous stream of new and novel produets do
absorb its marketing tseilities and ener-
gis.  As the demand ifor one household
applimnee began to slow up somewhat, it
was a comparatively casy matter for the
rctail  outlet to huamp to dinother
eicetrieal product.

Newer

There has been no particular necessity
tor the careful market analysis. intensive
merchandising and aggressive selling ace-
tivity which are required in almost every
other industry. It has been largdy a
case of skimming the cream with one ap-
pliance,  then dropping it in favor of a
newer article which promised. for a time
at least, less sales resistanee
profits,

and easier

By F. J. Gottron

President, P. 1. Geior Co.

The time has now come in the eleetrie
apphance industry for an intensive study
of market and selling activities and more
particularly an awakening in the cor
science of all retail selling outlets, a keen-
er sense of responsibility for delivering
real serviee to their customers.

This writer does not prafess to speak
with aathority concerning all produets in
the eleetrical appliance industry but it is
his firm eonvietion that at no time sinee
the introduction of the electrie  cleaner
has the opportunity for sales at a profit
heen more propitious than right now.

Let us take a brief glimpse of the pres-
ent market and sales possibilities in the
clectrie cleaner field,

According to  reliable statisties  there
were  approximately  twenty million, five
hundred thousand cleetrie wired homes 'n
the United States on January I, 1931 In
these homes there are not more than eight
mitlion electrie cleaners in operation to-
day. This indicates a saturation of only
about forty per cent,

On ihe basis of the average total sales
oi electrie cleaners for the past five vears,
there is  an established nmrket for ap-
proximately one million, two hundred and
fifty thousand new units per year. ‘The
normel  replacement  busmess  approxi-
mates somewhere between sixty and sixby-
five per cent of the total sales and this
pereentage is growing each year

This means that out of the twelve mil
lion wired homes which do not now have
cicetric cleaners, the industry s sclling
through all of its numerous retail outlets
enly about five hundred thousand units
per vear. The remaining seven hundred
and fifty  ihousand units being sold arc
replacement  sales going into the  homes
which  have previously used an eleetric
cleaner and will not do without one,

The average effeetive lite of an clee
trie  eleaner for home use is  generally
cemesded to be about seven yvears,  Going
back over the sales statisties for the past
sevent years, we tind that the industry has
averaged something over o million units
per year. This, then, indicates lhat there
are at the present time vo less than one
million new cleetric eleaners required cach
vear in the homes of the United States
to replace machines that have worn out
in service, As a matter of fact, different
wurveys  made among  users of - eleetric

cleaners  prove eonclusively that of the
cight million machines now being used in
homes throughout America, at least two
million are worn out obsolete types which
arc not doing satisfactory work and
which could be readily replaced by in-
telligent local selling aetivity.

One of the things that have militated
against a more rapid sale of electrie
cleaners through established retail outlets
is the failure of the retailer to keep him-
self well informed coneerning important
developments in the eleetric eleaner in-
dustry. Manufacturers of cleetrie clean-
ers have been keenly interested in the de-
velopment  of their products and  have
been so suceessful that a comrparison be-
tween a 1931 model cleetrie  eleaner
against a 1926 product of the same com-
pany will show vast improvement in
utility and efficiency. Electric cleaners
arc largely thought of as clectrified ear-
pet-sweepers.,  Most retailers, as well as
users of eleetric eleaners, are prone to
look upon them as labor-savers in remov-
ing dust and dirt from floor coverings.
The faet is that many important improve
ments in the past few years have greatly
broadened their utility and value to the
user.  The leading electrie eleaners have
greatly increased the rug cleaning effi-
cieney of carlier models; some may be
used  for effectively eleaning  hardwood
floors, tile Hoors, ecment floors and may
be quickly eonverted into convenient de-
vices for waxing and polishing hardwood
floors. In addition to these advantages,
most of the better cleaners are equipped
with cffective means for combating the
moth evil.  With the aid of their electrie
cleaners and by following the directions
of the better manufacturers, women can
now hope to materially reduce loss ocea-
sioned by moth infestation,

At least one prominent anufaeturer
of an cleetrie eleaner has cquipped  his
product with a chemical chamber, where-
by through the use of erystuils saturated
with formaldehyde, all germs sucked up
by the cleancr are automatically destroyved
by the formaldehyde fumes so that the
operator is immunized from possible germ
infeetion.

No means of

cleaning and  sanitizing

(Continued on next page)
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What Appliances Can You Sell?

tContinued from puge 17)

Dealers can work out something from the foregoing,
giving the boys a liberal commission and paying their
carfares or an auto allowance. Think what could be
sold by five or six voung chaps who took a liking to
clocks and worked on some such plan as referred to.
One thing in particular he emphasized, and that is:
when canvassing keep away from the poorer sections:
solicit the well-to-do families only.  You make a high-
er-priced sale, more clocks to a family, less chances for
repossessions, and more all-round  satisfaction.  Mr.
Dealer, how about vour son, or the son of one of your
salesmen, or some boy from a nice family. or friends
who don’t seem 1o be getting along very well? A con-

THE Talking Machine & RADIO JOURNAL for June, 1931

clectric clocks today. The value of a car is that you
can take the clocks themselves into the home and set
them up-—far move effective than selling from a catalog.

Small Socket 1ppliances—Toasters, percolators, hot
plates, grills, mixers, waflle irons, portable room heaters
and lamps sell at a surprisingly brisk rate. Most deal-
ers think the utilities have this business up their sleeves.
It is wrong to take it for granted. Of all the socket ap-
pliances sold in this country last year, the lighting com-
panies sold only 15 percent—think of it! 85 percent of
this tremendons field sold by dcalers of all kinds and
the department stores.  You shonld give this feature of
the appliance business serious thought. In this coun-
try today our manufacturers are building fool-proof,
economical, attractive, automatie, light-weight table ac-
cessories that just can’t be surpassed. Your service is
negligible.  Most sales are spot cash. They help dress
up your store.  You can buy in small lots and still get
a good disconnt, and the turnover is very high.

scientious lad can make some real commissions selling

(Continued from page 65)
upholstered  furniture has ever been as
cffective and convenient as the use of the
various attachments with electric cleaners,

Undoubtedly manufacturers  of  other
electrical appliances have been and are
still making the same rapid strides in
the improvement of their devices that the
manufacturers of electric cleaners as a
whole have made in their industry.

This progressive spirit on the part of
the manufacturcrs together with the prae-
tical merchandising assistance they are
ready to extend to the retail distributor
presents to the properly organized selling
outlet an opportunity for greatly expand-
ing their business and profits,

There is no secret formula to success
in the electric cleaner industry.,  All that

is required is  perseverance.

selection  of
good  lines,  agpressive  merchandising
plans and  conscientious  rendering  of
service,

If T were asked to write a formula for
the successtul handling of electrical ap-
pliances at retail, I would sct down the
following rules:

1. Exercise the utmost caution in the
selection of the lines vou are going to
handle.  Prove every claim made by the
manufacturer so that you feel absolutely
certain the appliances you are selling are
the best for the greatest number of vour
prospective customers. Bear in mind that
machines made to perform “cute tricks”
are usually not practical and serviceable
in the hands of the user.

2. Study all of the advantages and

features of the appliances you are selling
so that you can properly demonstrate to
your prospects all of the good features
that have been built into them.

3. Conduct a constant sales promotion
campaign among the prospective custom-
ers in your community so they will know
something of the outstanding features and
value of the products vou are handling.

4. Make definite provisions to be sure
that every product is thoroughly under-
stood by the user to the end that they de-
rive the utmost service out of all products
which they have purchased from you.

5. Make the rendering of service your
religion. Be prompt, courteous and as
reasonable in your charges as possible.
Remember good will among your cus-
tomers is your greatest business asset.

Little Giant No. 400

Never before a miniature
4 tube, I variable-mu,

set like this!

satinwood cabinet.

Hluminated seclor-vision dial.
121 ltbs. Dimensions:

wide, 7 ins. deep. Dynamic speaker.

ground needed.

$9500

Complete
with tabes

1 pentode, 1 screen
grid, 1 rectifier. enclosed in walnut-finish on

/

Now

High Frequency Laboratories, since
sultants to the radio industry at large. now present
for the first time. their own radio set production.

For more than eight vears pioneer con-
sultants in development of the SUPER- ’

1 ~ . .
HETERODYNE circuit.
Net weight
14 ins. high, 9% ins.
Coni-
bination volume control and on-and off-switch.

Essentially portable, uses short aerial. no

Assoctated Companies

HIGH FREQUENCY LABORATORIES

3900 North Claremont Avenue

The Premier Radio
Scientific Laboratories
Make Sets For You! |

Licensed by Radio Corporation of America and

1922 con-

Chicago, Hlinois
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WILLIAM C. GRUNOW AND ASSOCIATES

Confirming previous statements, it

is with pleasure that I announce
my resumpliion of active operations
with a complete line of NEW ART
RADIO — TELEVISION — AUTO-
MATIC PHONOGRAPH AND RADIO
— POPULAR PRICED ELECTRIC
REFRIGERATION.

Distributor appointments will be
announced shortly.

W. C. GRUNOW & ASSOCIATES
Suite 563, 221 North LaSalle Street
Chicago, Illinois
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LOOK at

these SENSATIONAL
FEATURES

Super-Heterodyne Circuit

New, powerful, keenly selective —a
champion performer.

New Pentode Tubes

For maximum power amplification
without distortion.

New Variable Mu Tubes

Ehmnm(e local station interference or
‘cross ralk.

Low Wave Converter

Permits reception of low-wave broad:
casts down as low as 20 _meters
Enables owners to bring in DIRECT,
day and nighe, stacions in all paris ot
4 the globe —from Siberie, Russia_and

Iraly. to Hollund, France. Englanc ana

South America; amareut broadeasts:
i police signils, etc. Opens up a new held
., of fascmation and interes:. No bather-
some interchange of coils required.Sold
as a separate unit. usable with most any
A.C.set—also a built-in feature on five
Stewart -Warner models.

Tone Control

Permits individual interpretatior: of
cven the litelike tone for which Stew-
art-Warner has always bean famous.

Television Terminals

Make set ready for Television equip-
ment.

Fuil Vision Dial

Assures quick, accurate station firding.

Electro Dynamic Reproducer

Affords maximum tonal range

Woalnut Cabinets

Of striking beauty in design, workman
ship, finish.

Models for All Current

Made for 25 to 60 cycle A C. Also for
C. operation.

STEWART-WARNER

ST

LS

h. ‘ 1 : \N_‘r-

Here's a Typical
Example of Stewcart-
Warner's Unbeatable

Values

NAATuLd mentioned in your reply gives you n quicker answer.
< RADIO, JOURNAL v v glves yom ® au
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Only Such Tremendous Production Facilities
as possessed by Stewart-Warner could
create such fine RADIO at prices so LOW!

Not until you have seen and heard
the new Stewarc-Waraer “Silver
Jubile:” Line, can you realize what
high grade radio sets arc today ob-
tainable atsensationalfy low prices.

From ihe beginning, Stewart-
Warner Radio has made money
for dealers. Always it has stood for
outstanding VALUES — for out-
standing performance. Demand
has increased steadily. Bur in this
new line, all previous efforts have
been completely over-shadowed.

Nine wonderful advanced models
in Console, Portuble and Apart-
ment Types! Sets of distinctive
beauty and artistry. Sets incor-
porating the very larest in chassis
design and equipment— ¢ven 10
attachments for Television—even
to Low-wave Converters which
open up not only all North and
South America but the entire world
in a new and fascinating field
of exploration! Sets buik not just
for today but anticipating needs far
into the future. And chink of it—
a price range from $104.75 all the

See the line at the june Radio Show, Hotel
Stevens, Chicago and at the June Furniture
Show, American Ffurniture Mart, Chicago

way dowr to $52.95! Every sec wirh
a smashing good profit for you,
and with a cempetition-smashing
price which only Stewart-Warner’s
great capacity makes possible.
With the line goes effective fac-
tory cooperation and sales helps.—
a powerful national advertising
campaign, and the fairest franchise
in the industry. And behind ail is
a great organization right now
with this Silver Jubilce Line cele-
brating its 25th Apniversary—and
definitely bere to :1ty! Get details
from your Stewart-Warner distrib-
utor or from the Stewart-Warner
Corporation, Chicago, U. S. A.

To s>cure the best service 1o your reply, be sure to mention

Apartment Model . . .
6-1ube Super-heterodyne with specifica- b <
tions as shown under

iliastratian below. Com- $5 295 <

ple-te with tubes, only

No. 1 Console . . . N
S ek 1 Ji it. .
A arero e St 565.715 A

trated on opposite pagze

Low Wave Converter . . .
An individual unit which adapts ptac- '(
tically anv A, C. set to fow wave receprion &
(down to sbout 20 meters). Brings in ota- 2
tions all aver the workd; umateur breald- ;

casts; patice signals, ete. .
Complete with tubes $2 395
and cabinet, only

-7
No. 2 Console . . . -
Sam: a2 No. 1 Console but with built- &
ir, Low Wave Converter v
Helght 83 inches. Com- $ 75 =
picte with tubes, only
MNec. 3 Console . . . T
Super - heterodyne Circuif. Variable Ma 1§

and PPentode Tubes. Electro Dvnamic |
Reprodurcer. Tone Control, Television Ter- i
o

minzls. Walnut Cabinet, §
Height 1% inchea. Com- $71 75 b .

plete with tubes, only

No. 4 Console . . .

Same as No. 3 Console, bet with buik-n,
Low Wave Converter. $ B
Complete with tubes, 9 3 75 )

only 7“
No. 1. Portable . . . 5
Mew, navel, convenient. Can be whe:ld, A&
plukged in, anywhere. Super-neterodyne }
Circnit. Variable Mu and Pentode Tubss,

Ton:+ Control. Electro Uynamic Hepro-

ducer. Walnut Cubinet, ; §
Heizht 29 irches. Com- $67 15 =]

plete with, tubes, only

No. 2 Portable . . .

Same a. No 1 Portable but with Tele-
vision Terminals and built-in Low Wave 4%

Converier. Height 29
inches. Complete with 59075

tubes, only 3
e
Console De LuxeNo. 1... 3
Super-hretercdyne Set. Variable Mu wnd ,-‘
Pentode Tubes. Tone Control, Electro L2,

Dynami~ Reproducer. Cubinet in banti-
fully matched Walnut, embellisked with g

hand carving. Height 3
41*x inches.Complete with 582.75 R

‘ubes, anly

Console De Luxe No. 2 . .. by

Same a1 Console De Luxe No. 1, but with =&
Television Terminals ami buiit-in Short :

Wave Co ter. Com- ; &
ple-eewtgvf';bggv only $1 0475 v
® :

&

TheTatlna M sehur
 RADD JCURNAL




Here is the radio and music trade’s arena of controversy,
shot at.

is the space

What is your “pet” aversion or your opinion on a trade topic? {
in which to discuss them. Editor—The Journal.
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where anything (nearly) can be said on any subject without even being
All dealers have a certain number of problems, and here

Sound-on-Film Talkies

Dear Glad:

The number of dealers through wham
the DeVRY Sound-on-Film Portable Mo-
tion Picture equipment will be sold is
comparatively limited; first, because of
the high unit of sale, ranging from $990.00
to $2,375.00, and secondly, because of the
selective type of selling required.

Portable 35 mm. motion picture equip-
ment will find its greatest application in
the industrial field, that is, on the pres-
entation of selling pictures to groups or

to buyers. The second largest field is
probably the educational field where
these machines are installed in school

auditoriums, colleges, hospitals, etc. There
is also the smaller exhibitor, that is the
motion picture theatre of a seating capac-
ity in the neighborhood of 500 to 1000.
These smaller theatres cannot afford or
do not feel justified in equipping their
theatres with the expensive type of the-
alre apparatus that has been offered here-
tofore and are splendid prospects for this
portable equipment which is ideal for
their requirements,

Obviously, therefore, the type of film
to be supplied narrows itself down to
first, the industrial film—sccondly, the
educational film and third the entertain.
ment  film.  The entertainment film, of
course, is supplied by the filn exchanges
of the Hollywood = studios. Industrial
films must be produced by laboratorics
who are in a position to take and syn-
chronize talking pictures. The education-
al field would probably resolve itself down
to the synchronization of lectures to ace-
company tilms that are already in the
ficld or new films to be brought out.

We are not in a position to take care
of this laboratory film work ourselves,
however, there are numerous excelleni
laboratories throughout the country in a
position to handle this and You can rest
assured that they will be very prompt
in doing so, as the trend becomes more
readily apparent.

It is extremely doubtful that 35 mm.
Sound-on-Iilm equipment will be used
for the home. The apparatus is, of course,
in a higher priced field, however, the
home size of film, as has generally been
accepted, is the 16 mm. amateur size. It
is impossible, or at least it has been im-
possible to develop a satisfactory means
of doing so, to place a sound track on
the 16 mm. film. The sound track re-
quires a width of 2% imillimeters. 'The
us¢ of a sound track on 16 mm. film
would reduce the frame size or actual
picture area objectionably and thus limit
the size of the projected picture.

It is possible, of course, that there will
be a number of Sound-on-Iilm outfits
sold for home use, however, as above out-
lined, you can readily understand that
the large distribution will not be obtained
in the home. As for the dealer, it is the
dealer who is in a position to contact
these industrial concerns and educational

able to derive
this

institutions, who will be
the most benefits from the sale of
equipment.
Yours very truly,
1. S. Feldman
QRS-DeVRY CORPORATION

Replacement Evil

Dear Glad:

Based upon the nunber of tubes pur-
chased last year, we estimate that mer-
chants lost a vast amount of profits by
reason of replacements which should not
have been made, and it is our opinion
that a large percentage of consumers
who received adjustments actually did not
expect such liberal treatment.

This evil can and must be cured, in
order that more tubes be sold and a legit-
imate return on the investments in radio
tubes be made by both distributors and
manufacturers.

Our survey in the past twelve months
discloses that the number of tubes re-
turned to us amounted to 587 percent of
our sales for the same period. The sal-
vage of perfeet tubes in ihe returns re-
duced the net percentage to .12 percent.
In addition thereto, there were a number
of tubes of very old manufacture, and

these should not have been subject to re-
placement,

The ruggedness and quality of our pres-
ent product, and the greater care cxer-
cised in selecting and testing the goods
should bring the returns down to 3 per-
cent maximum. It can be held down to
that figure, provided merchants desire to
make the profits that are due them in
this industry,

In view of our firm belief that 3 per-
cent will represent the maximum, effec-
tive May Ist, 1931, we instituted a NO
REPLACEMENT policy, and in its plaer
we allow, as a safety factor, 6 percent
of the net purchases, deducted from each
invoice, to cover possible defective goods.
We reserve the right, of course, to cut
this figure down to a smaller percentage
after the dealer has become convinced of
the fairness of a shorter percentage al-
lowanee.

By having a definite basis to work up-
on, greater caution will be exercised in
making replacements, and all of us will
reap the benefits of greater sales and a
decent profit.

Cordially yours,
Casry Raovro Tuse CorroratioN,

J. J. Steinharter,
President.

EXTRACTS FROM

.

Every wife thinks her own husband is
particularly difficult, whereas all other hus-
bands look easy to handle.

At a show, concert or lecture, if your
chair scems uncomfortable it’s a sign that
the entertainment is below standard.

A salesman who called to sell disability
insurance was surprised when I told him
[ could think of no way of spending my
time quite so pleasantly as in work.

“Why nobody would work unless he had
to,” the young man exclaimed,

He simply couldn’t see how utterly dull
life would be without work.

People talk about leisure. Leisure for
what?  Whoever was happy in idleness?
Perhaps leisure to write books, to com-
pose songs, to create? 'The labor involved
in wriling is slight, Neither time nor
physical exertion is a factor in creative
production. The output of a real poet need
not diminish because he drives a locomotive
cight hours a day.

I ean understand men wishing to
change jobs or their environment. But the
desire ‘o increase the loafing hours until
every day becomes a holiday is not under-
standable.

I can think of no thought so tortuous as
“What shall T do today?”

Some of the toughest and most pic-
turesque characters of the modern city are
found in newspaper circulation depart-
ments.

This is a hard-boiled business. The cir-
culation supervisors are usually graduate
newsboys who are accustomed to defending
their rights and monopolics with their fists.

Lacking extensive vocabularies they are
compelled to resort to metaphorical ex-
pression to order to give virility to their
ideas.

Hence we have the term “foul ball.”

Newspaper circulation departments are
afflicted with a few individuals who travel
high and fast and give promisc of two and
three-base hits. But they fall foul. They
sell few papers. A thousand words could
not express futility more adequately.

(Copyright 1928)
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THE ONLY
THING NEW

IN RADIO

| &
JILENT AUTOMATIC
TUNING. . . . . . . ..

VISUAL STATION &
TONE INDICATION

TUNE: ILIIT[E

7\_‘]’/ APP,FOR

Automatic volume control in radio sets is unquestionably a
distinct improvemeant, yet in many instances it has proved a
ltability because of a seeming loss of selectivity and the appar-
ently high noise level which it introduces.

L 4 [ ] [ ] ] 9

PATENT

A new type of gas filled tube developed by Duovac in conjunc-
tionwith a simple novel circuitdesigned by Professor Alexander
Senauke, eliminates these disadvantages and permits tull appre:
ciation of the real merits of automat:¢ volume control.

. ° .

Silent tuning is now possible. Fvery audible station on dial
can be brought in unerringly even though the volume control
is turned down to a poin: where rot a sound issues from the
speaker. Extraneous noises, static and other electric distur-
bances will not actcate the light columua.

[ ] L] [ ]

Circuit modificarions for adopting TUNE-A-LITE are slight.
The economies effected in power pack design through the
use of TUNE-A-LITE, more than make up the cost of the tube
and of additional equipment.

r the m IK A /;

H(I'/l: cltidved )

“The Precision Radio Tube

DUOVAC RADIO TUBE CORP.

360 FURMAN STREET. EROOKLYN, N.Y.

To secure the best service to your reply, be sure to mention

D UOVAC

A small column of
startling brilliance
appearsinthe TUNE-
A-LITE as a station
is approached.
This column of light
rises to its maximum
height as peak re-
sonance is reached,
then gradually di-
minishes as the sta-
tion is passed.

Working models of the
TUNE-A-LITE will be
exhibited at the Hotel
Sherman during the
I. R E. Convention.

Duovac representatives
will be at the Hotel
Stevens during the en-
tire week of the Radio

o s e

. TR

TUNE-A-LITE possesses
tremendous sales appeal,

71

compelling eye value and is
an absolute mecessity for

A. V. C. sets.

The laltang Machn-
PADIO JCURNMAL
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RIDE

THE WAVE

SUCCESS

U.S. ADEX

The PENTODE and
FULL RANGE MU TUBES

AUTOMATIC VOLUME CONTROL
METER TUNING

SUPERHETERODYNE

o Enginecered with precision. honsed in cabinets of
beauty and distinetion—and offered at prices which
make them the greatest dollar-for-dollar value on the
market ... there are the factors whieh aceount for the
outstanding suceess of these up-to-the-minute radios.

The sensational inerease in sales volume during
1930 and early 1931 has startled the industry. The
success of the U. S. Radiio Line has literally swept the
country—and is still gaining momentum! Really o
quality radio at a popular price. We offer full dealer
co-operation and complete promotional material,
Write or wire TODAY!

Model 19-B
10 Tabes
Superhetsrodyne
1 TBaned Virenits

LPentods and Fall
Range Mo Fubex

Avtamatie Volume
Conirot
Meter Tuaing

List
Price

39900

Complote uith Tubrs

Lint Price

$ 49‘95

Complete widk Tabes

Model 26-P

Five Tulros * Pealode Tabe
twninated Dial

Dyraeeniiv Spenkor

Model 3-8
Elght Tuhes
Superiacterodygne
Pentode omd Full
llu!gv Mis Tubes
Aafematic Valnme

" Control

Lise
Price

: $ 995

~ Complofr with Xubes

Table Madel Swmne
‘@ thore

: "- '“ 367:50 .

eith Tobea

United States Radio & Television Corp.
Marion. Indiana

TreTalkong Machine 3 » . .
ISR mentioned in your reply gives vou a quicher answer,

b o
,




Studebaker Enters Radio

Forms Studebaker Laboeratories, Patent
Company and De Pree Sales Organization

Clement Studebaker. IMI, grandson of
Clement Studebaker. famous wagorn: build-
er, and son of Clement Studebaker, Jr,,
former ‘ice-presidert and trcasurer of
the Studebaker Cerporation, has citered

Clement Stiedebaker

the radio field with an ambition to make
the famous family name as well and fa-
vorably known in radi as it has already
hecome in other branches ot industry.

Mr. Studebaker has comvleted compre-
hensive  designing, production, and sales
arrangements  which nclude  laboratories
in Chicago, manufacturing facilities in
South Bend, Indiana, and a sales organ-
ization national in its scope.

Last November he erganized the Stude-
Lbaker Laboratorics. of Chiesge, ‘aking
with him as his chief engineer R. .
Caldwell, former chief engineer of ken-
nedy Cerporation  To irsure adegmate
manufacturing faciliies, Mr. Studebaker

R. H. Caldwell Jim Pe

«id Mr Caldwell next formed the Patent
Development Company. located at South
Bend. Indiana.  This campany will manu-
factn=e all products designed and devel-
oped by the Stnachaker Laboratories. Mr.
Studcbaker is president, Mr. Taldwell,
general manager. and J. Howard Ialey,
tor some vears associated with the radio
industry in  South Bend. secrefary and
treasurer,  Aasociated with  these exeen-

Pree

tives are Linton H. Flochen and Warren
L. Knotts of Chicago, and wther experi-
enced radio production men, who are now
at work bringing throuzh the prntode and
supe-heterodyne sets which have been de-
veloped in the Studelbaker Laboratories.

Finally to round out a complele organ-
ization, sole selling rights for all products
of the laboratories have been granted to
the De Pree Sales Company. headed by
Jim De Pree. forwer gencral sales man-
ager of the Colin B. Kennedy Corpora-
tion. Mr, De Pree is well and favorably
known to the radin sales worid and has
had 25 vears expericnce as sales manager
for prominent manufacturers in  both
tadin and other lines. J. Howarda Haley
will be associated with Mr, D¢ Pree as
vice-president and secretary of the sales
company. Affilialed with this organization
are experienced rales represeniatives with
show rooms in the principal ecities of the
United States, who w'll make direct con-
tact with dealers. Mr. De Pree has also
perfected plans for bringing ‘nto the or-
wanization well known men whose train-
ing fits them io render a constructive
sales service to dealers.

Majestie Plans Convention
in July

B, 1. Grigsby announces that Grizsby-
Grunow Comparky will rot exhibit at the
Radio  Mannfacturers Assoeciation Show
in Chieago.

3Mr. Grigsby states:  “The  Grigshy-
Grunow Company will not exhibit at the
June show of the RMA. We appreciate
the great value and need for un active
astociation to protec: the interests of its
members,  We believe at this time there
is an cven greater wveed for active coop-
cration between radie sct and tube manu-
facturers.  Certain connter  causes of
compiaint by the RMA have been re-
moved, and whilkk we have been extended
a4 very cordial invitation by the cxecutive
oficers to join azair, we fed the leck of
a cohesive and  definitely directed effort
in the interest »f radio set and tube man-
utacturers.

“The  Grigsby-Grimow  Company  will
make no aftempl to capitalize on the fact
that the convention is being held in Chi-
cago during that week by a countcr-ex-
hibition, and will have its rcgular meet-
ing of its distributors eariy in Jnly, at
which time a showing of its line tor tle
fall and winter season will be made and
poiicies disensed.”

Walter L. Eekhart, wcho is known
nationaliy  throughout the tadio in-
dustry from his extensive experience in
the trade, has become associate with
BiH Grunocw and his organization. ac
cerding to a flash wire trem Herb
Young as we go to press.

This latest appointment rounds out
the organization which Bill has bevn
gathering lately in preparatien for an-
nouncing to the trade « line of radio
and allied products. Within the last
couple of months, distributors have
been appointed in nearly every part of
the country and evervthing seemns set
for the preliminary showing of the
new Grunow products.

J. D. R. Freed President
of Ferryman

Benjamin Katz, chairman of the hoard
of dircctors of the Perryman Flectric
Company, announced the appointent of
Lt-Commander Joseph D. 1. Freed,
USNR. noted radio pioncer. as presighent.

Mr. Freed has been recently assodated
with Warner Bros. Pictures, Inc, as ra-
dio executive being at the same time
identified as an official of the United Re-
search Corporation. He for many years
headed the Freed-Eisemann Radio Corp.

i, B. (Bob) Lacey, siles manager.
now makes his office at the Chicage branch
now located in the McCormick Building.

The Perryman mid-western and west-
erp business has bren growing so rapidly
tlat it has been decided that it would
be expedient to have Mr, Lacey work out
of the Chicago oftice.

Mr, Lacey was originally quartered in
the West where his close cooperation with
mamifacturers, jobbers and dealers, and
cales methods were so outstanding that
e was called to the headguarters’ office
to organize the eastern territory.

H. C. Schuliz General Sales

Manager Kennedy

Colin B. Kenuneay. president of Colin
B. Kennedy Cerporation, South Bend, In-
diana, annonnced the appointment of H.
. Schultz as general sales manager

Mr. Schultz has a national acguaint-
ince in the racio field due !5 his merchan-
dising and sales  cfforts vor  nationally
anown houses the past tweuty vears. The
“5ld timers” of phonograplt dayvs will re-
member “Heinde™ Schultz and his connee-
tion with Columbit and Senora.




B. C. Bowe

Two reasors why Full-Rarge radio
made suen rapid strides in trade favor
since its annomncement last year.

B. C. Bowe, radio sales manager of
the General Eiectric Co., has sucecessfully
guided the sules destinivs of Gen-ral Elec-

Tune-A-Light Gives New
Silent Tuning

An unuzually interesiing tube develop-
ment to be shown in Chicago by the Duo-
vac Radio Tube Corp. is the new 31
inch  gas-flled tube which glows with a
brilliant red light to indicate stations in
tuning. The new tube is offered as “Tane-
A-Lite,” and it is safl that all standard
circuits will aliow installation with com-
parative ease.

Tune-A-Lite  was developed by the
Duovac laboratories after a  circuit de-
signed by Professor Alexander Senauke.
With the volume on the set turned down
to a point where no sound issues irom the
speaker, every audible  station can be
tuned in with this deviee.  As the station
is approached, a smaf column of start-
lingly red brilliancy appears in the Tune
A-Light, reaching a maximum as the sta
tion is reached and fading as the station
is passed,

It is expeeted that this new tuning de
viee will shortly make irs appearance on
a number of radio sets.

Romig Leonard Assistant
Advertising Manager

A. M. Taylor, dircctor of advertising
and sales promotion of fhe Lconard le-

frigerator Company, anpounces fhe ap-
pointment of Max 11, RRomig as assistant
advertising manaeer.  Mr. Romizr will

work in Detroit office under Mr. Jaeger
and as assistant 10 Mr. Tayvlor, director
of advertising and sales promotion for
Leonard.,

THE Talking Machine &

Full-Range Merchandisers

R. Del Dunning

tric Fall Range radio in tiw one year of
its existence.

R. Del Dunning, radio advertising man-
ager of the General Electric Co., has in
one year indelibly imprinted the name
General Electric Full Range radio on the
public mind.

Freed Plans Television
and Radio Sets

Freed Television & Radio Corp. las
been organized to manafacture hoth radio
and teievision equipment.  Arthur PFreed
is president of the company bearing his
name.  Executive offices and factory have
becen established in Long Island City and
production is expected during Junc.

Television equipment will be the major
line of the new company, but long wave
reccivers will be offered as well as short
wave sets,  Console and midget models
of AC superheterodyne and DC sets arc
planned. Television equipment will be of-
fered in assembled form in addition to
the kit equipment which Mr. Freed ex-
peets to be most popular.

Fada Distributors 1o
Meet in Chicago

The  annual sales convention of Fada
wholesale  distributors  will convene in
Chicago during the radio show, is the an-
nouncement by I.. J, Chatten, vice-presi-
dent and general sales manager of the
Fada Radio Company with headquarters
in Long Islund City, New York.

As in the past years, a scries of inten-
sive business sessions wiil be followed by
unique and relaxing entertainment.

The new Fada models will be put
through their paces and a comprehensive
discussion of new merchandising prans
now being formulated, will be featured
at the business sessions.

RADIO JOURNAL for June, 1931

Radio Show Dates

The dates for the Fall public
radio shows in New York and
Chicago have been set by U. J.
Hermann and G. Clayton Irwin,
Jr., co-directors. New York will
open Madison Square Garden to
radio fans September 21st to
26th, and in Chicago the
Coliseum will be radio head-
quarters October 19th to 25th.

Sylvania and Hygrade
to Consolidate

Plans for a consolidation have bccn. ap-
proved by the boards of directors of the
Sylvania Products Company, and the ':\ll-
o Lamp Works, Inc, both of Emporium,
Pennsylvania, and the Hygrade Lamp
Company of Salem, Massachusetts, and
recommendations of these boards will be

put before the stockholders for official
ratification in the near future. )
Combined sales of these  companies

amounted to approximately $9,000,000 tor
the yvear 1930. The Emporium and Salem
units each manufacture incandescent lamp
bulbs and tubes. The electric lamp bulbs
arc manufactured and sold under a li-
cense agreement with the General Elec-
tric Co. The Sylvania Products Co. and
Nilco Lamp Works, Inc., together do
about the same volume of business as tl}c
Hygrade Lamp Co. Both the Sylvania
and llygradc brands are widely. known
and accepted in the fields in which they
operate,

Emerson Piano Latest
Refrigerator Convert

Another famous piano store has entered
the eleetric refrigerator retailing business,

following music to radio and thence t‘o
refrigerator.  The latest big entrant is
the Emerson Piano Ilouse of Decatur,

11l., one of the outstanding and most sue-
cessful dealers in the country. John Mec-
Dermott and W. (. Buscher are keeping
their store right up to the minute in the
matter of modern trends.

T'he Emerson House has started retail-
ing Majestic refrigerators, taking a ship-
ment of these machines a few weeks after
signing a Majestic refrigerator franchise.
The company is thoroughly conversant
with selling big units for the home and
the refrigerator seemed a most logical
product to merchandise along the same
lines that have proved so successful in
the past.

Chas. Strawn Heads New
Stewart-Warner Division

W. J. Zucker, vice-president and gen-
cral manager of the Stewart-Warner
Corp., Chicago, announces the formation
of a newly created wholesale radio divi-
sion of which Chas. Strawn has been ap-
pointed manager.

Mr, Strawn has been aetive in the radio
industry for many years. having just held
the position of director of sales promo-
tion, U. 8. Radio and Television Co., and
previous to that was division manager of
the radio department. Lyon & Healy, Chi-
cago.
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A New Era of Prosperity for the
Radio Dealer!

Buird Sets, completely wired or in easily assembled
kit form present SALES OPPORTUNITIES that
have never been daplicated in radio merchandising!
Perfected by Baird engincers after months of cease-
less study and experiment, they hring practical
TELEVISION within reach of the most modest in-
coma! You- PROFITS are limited only by your own
efforts. Nationally advertised, endorsed by nation:
ally -known authorities, yen can sell hundreds of thesc¢
Baird-built sets to experimenters and fans who have
been eagerly awaiting the perfection of a practical
short-ware and television receiver al a cost within
their means! And every sale carries a SUBSTAN-
TIAL PROFIT for YOU! Mail coupon helow for
details and descriptive matter—today.

Chicago—June 8th 12t

A complete displiy of Baird Shortwave and Tele- |
vision Sets and Kits will be on display at our Boath
No. 76—Exhibition Hall, Stevens Hotel.

Demons:rations of Shortwave and Television recep-
tion daily Room 1085a during the RMA_ Conven-
fion. Be sure to see both! It means DOLLARS to
vou!

SHORTWAVE & TELEVISION CORPORATION

=
o Dept. M Boston, Mass., U. 5. A.

vision soRpoRATIoN I 10 Brookline Ave.
XD v.1.a.
Owners ard Operators of Stations Wi1XAV and W1XAU at Bosion

———_—-——--—————————_—-—-—-—.,

sShortwave & Television Corp,
70 Brookline Ave., Boston, Mass.

Send me Price List and inforration on Baird-built Sets. Kits and parts.

{am a . ‘obber: . .. deealer.
Name
Address e
ill . e
I vill . attend the convention al Chicageo.

. . he Taking M
To secure the best service to your reply, be sure to mention L;Lﬁ‘f%o[ﬁm
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Acremeter Sells Radio Tubes

Test by Dealer Shows Average Sales
Nearly $6.00 to 509, of Mailing List

Announcement is made by Richard E.
Smiley, general sales manager of the Ken-
Rad  Corporation, of Owensboro, Ken-
tucky, that they have secured through an
arrangement  with  the  Acremeter Com-
pany, of Everett, Washington, the exclu-
sive national distributing rights for the
Acremeter and its copyrighted merchan-
dising plan. The Acremeter, which is a
registered trade mark, meaning an “Ac-
curate Recording Mcter,” is another de-
velopment eoming from the Pacific Coast,

merchandising plan, one prominent deal-
er in the West took from his paid-out
ledger 814 names of people who had pur-
chased radios from him in the past and
to whom he had sold no tubes. e put
them on a mailing list and mailed each
of them a card and told them that he
had at his store a visible tube analyzer.
Two cards followed at weekly suceession,
and at the end of 23 days this store had
brought in 284 of the original mailing list
and had sold $1,621 worth of radio tubes,

Dick Smiley shows his new Acremeter

designed by
musie

having been  conceived and
one  of the Northwest’s leading
stores, Kinney Brothers & Sipprell.
The record of the Aceremeter reads al
most like a fairy tale, and some of the
stories in regard to it sound almost fabu-
lous.  As an illustration of the remark
able sales building  possibilities  of  this

RADIO

F1.498 of which cash and $123 on
the books.

Over 400 snecessful
made, and
the Acremeter
excess of cight months to a vear are most

enthusiastic in their praise of it,

was

installations have

been dealers who have had

installed for periods in

Sales Representatives

An entirely new siles policy has been inaugurated by one of America’s oldest and
finest manufacturers of radio. upon which millions have been expended for adver-

tising.

The new plan embraces a complete new-feature line of five models, each a sensa-

tion in its class.

The line together with a high-protit basis and outstanding selling

features offer exceptional merchandising possibilities to leading merchants through-

out the country.

A rare noney-making opportunity is oficred several radio sales representatives of
proven ability whose contacts are with jire and capable merchandisers of radio in

the retail field.
such men. Choice territory is open.

The line and the plan is worthy of exelusive effort on the part of
Appointments are being made now for the

Chicago Show at which time interviews will be made and entire set up presented,
Write. giving complete details of your qualifications, territory and some larger

accounts sold,

Box No. 6. care of The Talking Muchine & RADIO JOURNAL
3941 Grand Central Terminal, New York City.

NN NSNS NSNS

RADIO

SALESMEN

Sees Sales Possibilities

in Television

That the television now being announced
to the trade offers dealers an immediate
opportunity of reviving popular interest in
their stores and of starting their cash
registers singing the
tunes of other years
is the opinion of
Stewart Caton, sales
manager of the
Shortwave & Tele-
vision (Corporation,
Mr. Caton points to
the products of his
own company in
proof of his state-
ment,

“Qur television re-
eciver is being sold
in either kit form or
in a complete unit,”
said Mr. Caton,  “As the latest advance
in  optically-amplified sc:lnncdnnovn-!amp
television, the attractive eabinet contains a
very compact scanning apparatus designed
by Hollis Baird. Once the picture has been
tuned in, it will not swing out of line. This
unit is plugged in like a loud spenkrr.oln
the output of the short wave receiver. This
receiver has single dial control and a
switeh whieh changes instantly from re-
generative  to  non-regenerative signals.
Plug-in coils permit a range from 16 to
520 meters, giving all short-wave, television
and long-wave broadeasts.

. Stewart Caton

Don Coots Séles Manager
High Frequency Labs.

E. Don Coots now heads the sales de-
partment  of  High Fregueney  Labora-
tories, Chicago. Mr. Coots brings to the
organization a wealth of experience, Late
Iy western sales manager for the Grigshy-
Grunow Co.,, being responsible for sales
from Cleveland to the Pacific Coast and
Canada, he came into radio, as so many
have, from the phonograph business in
which he was sales manager for the So-
nora Phonograph Co. and ficld sales man-
ager  for  the phonograph division of
Thomas A, Edison, Inc.  Now dirceting
radio szles, Mr, Coots will be found either
at the H. K. 1. factory, 3900 North Clare-

mont Avenue, Chicago, or at its display
room 106 of Field’s big Merchandise
Mart. —_—

Stromberg-Carlson 22

Lists at $375

Among the new models announeed for
the trace show by the Stromberg-Carlson
Telephone Mfg. Co., Model 22 superhete-
rodyne lists at $375, five dollars more
than appears in some of the early pub-
licity,

Large manufacturer, doing international business, is interested in com-

municating with radio salesmen experienced in selling to distributors.
ceptional opportunity for right men.

Ex-

Replies, which will be held con-

fidential, should give full details, including previous experience and ter-

ritory covered.

Grand Central Terminal, New York.

Box 77, care of Talking Machine & Radio Journal, 5941
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WHAT IS THIS THING CALLED
$” BROADCASTING
)

SINCE 1915

HERE is the complete story of radio
written by men who helped to make it.
Dr. Goldsmith 1s Vice-President and General
Engineer of the Radio Corporation of Ameri-
ca, while Mr. Lescarboura was formerly
managing editor of Scientific American.

Cunninghams
assure you a

“happy landing”
éii:,ek rapid and crowded with $3.50 sor

THIS THING CALLED
BROADCASTING 1931 Sales

By ALFRED N. GOLDSMITH
and AUSTIN C. LESCARBOURA

Price Quoted on a Cash-with-Order Basis Only.

HE book is a popularly written, non-
technical aceount of the rise of radio
from its experimental stage to its present
status as one of the country’s great indus-
tries, a development which has been ex-

ITH the largest line of

Book Department quality tubes in our
Talking Machine & RADIO JOURNAL )
590 Crand Gentral Terminal, New York. N. Y. history at the lowest

list price, we extend a cordial wel-

DEALERS come to inspect Cunningham
and Radio Tubes at the RM A Show.
o o ths i g SERVICEMEN You will fiind profitable our new

48 PAGES
OVER 2000 [TEMS

OF REPLACEMENT
PARTS FOR ALL w

L SRR SES ederated Purchaser and sales stimulants— ask about it.
e e ——— 24 E. MURRAY ST.

plan, full of merchandising ideas

NEW YORK , N.Y.

E. T. CUNNINGHAM, Ix~c.

(A subsidiary of Radio Curporation of America)
NEW YORK CHICAGO SAN FRANCISCO
ATLANTA DALLAS

CTUNE (O O - TUEN (U RPN OO T

VIR O 00 S O
E - @] One  Permo-Point
Phono Needle
makes  an  auto-
matic phonograph
—Automatic — for
more than 2000
X plays.

See Cunningham
EXHIBIT RMA SHOW

BOOTHS
63—64

This speeial phonograph needle is used and endorsed as
standard equipment by leading manufacturers of automatic
record-whanging phonographs, portables, and radio phono-
graph combinations,

= )

g gﬁﬂ '[
L = T Lok ,..-'2.]. ""&1

T

» » N . [P Al =l W RS RTIO
Permo Produets Corporation Chi 5
3623 Montrose Ave., Chicago, lIL T cago June 8-12 «
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Hotel Sievens
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-

!




THE Talking Machine & RADIO JOURNAL for June, 1931

/ dl:fiu dI
/” rcl'dl’f%r Bo io

A RADIO CHASSIS
FOR EVERY PURPOSE

NEW PENTODE RADIO TRIO

LICENSED UNDER R.C.A. PATENTS
1- PENTODE Super-Heterodyne
2- PEer‘O])E Super-Tuned Radio Frequency for A.C. Current

3 - PENTODE Super-Tuned Radio Frequency for D.C. Current
IN CABINET OR CHASSIS FORM
Write for full particulars and see the new De Wald Trio at

Chicago Radio Trade Show, Booth 101, Exhibition Hall.

PIERCE-AIRO, Inc. i’V i

MANUFACTURERS OF FINE RADIO SETS FOR TEN YEARS

rd

{lerander llotel
Areturus tubes
Atlas plyicood cuses
ttirater Kent radio

B
Briaswick Panatrope, radia o revords  Front Cover, 5

Cel'o tubes

Cliampion  tubes

Cinderella washing machines
Colnmbia phonograph
Colonial radio

Croxley radio

Cupningham tubes

D
Daily News
De Wald radio
De Forest tubes
Duorac tubes

E
Enpeeco washer

F
Fada radio
Federated supplies
Fluer motors

G
tieneral Electric radio
leneral Industries motors
teneral Motors radio
tirunow o Associates

H
IHigh Frequency Laboratories

J

J. K. cables .
Jensen speakers

£ -
."" Kew Rad tubes 4.3
P4 Kennedun  radio 20
19 L ;
Lurie radio 1
Majestie refrigerators and radio 15
Following page 42 Mau Radio Corp. . .o 33
Second Cover N
. 6 National Union tubes 21
20 P
16,17 Pacent home recorder T
3! Permo needles k)
s Perruman tubes 24
Pieree-Airo chassis 7
28 Pilot Radio & Mfg. Corp 36,37
%8 R
10 ey Victor radio ax
a Rautheon tubes . Back Corer
32 8
Shortwarve radio o television )
Sprague Visivor 34,45
12,13 Stewarl Warner radio 68, #9
77 Stromberg-Carlson radio 2.3
w9 T
Tung-Sol tuhes Third Corer
11 U
79 U. S, Radio & Telepision 72
27 United American Bosch radio 6.7
67 v
Vistovala home talkies 18
66 w
Welper o Seidscher 33 J
T4 7
R Zenith  radh 25,41
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KEleetrie

UALITY  Radio-Phonographs powered by Flyer
Electric Phonograph Motor, give: dependable turn.

table sati-faction.  The Green Flyer and the larger
Blue Flser. famous for balanced superiority.

T
I

' DRIVE DRUM CABLE & BELTS

Bands Self-stacting induction type.  Amply powerful, always
i Majestic morlel No. 70-71-72 dependable for aceurate speed and uninterrupted ser-
’ R. C. A. model No. 17. 13, 48 vice, Open construction with complete ventilation. No

Bosch molel No. 48a-58a

Cresley midel No. 408, 695, 301 heat or hum. Silent spiral-cut fiber gears and long

oversize bearings.  Made for all wvoltages and fre-

i EmnsonC:\IxJ)!;:l 8.2.f quencies.  Also the Green Flyer for direct current,
First National cither 110 or 220 volts. Complete with mounting plate,
Balkeit turntable and speed regulator. Automatic stop optional.
Freshman model 2
Belts

olonial mixle]l No. 31-32 (eomplete with spring screw and bolt).
Crosley model Nw. 601-662-704
Atwater-Kent model No. 35-47-10-41-12-43-44-51-32 53-34 (left & right),

Freed-Kisetnann N.R. 60,

All cables. bauds and belts are made ihe exact duplicate
of the orizinal supplied in the set even 1o the quality of the
wire eable or evelets,

Special prices for Jobbers, mail order houses und ser-
vice engincers, 1

Worite for prices and particubars No. J
' J. F. Distributing Co.  1003-51st St.
Brooklyn, N. Y. '
! Makers of the jamous (J. F. D.' products. |

EVERYTHING”

INTERNATIONALLY
S FAMOUS

Y HOTEL

:ALEXANDRIA

F O —— e [ TE S

The Alexanar.c Hotel 1s ar offiliated umit of | SINGLE WITH BATH
$3 1058

The Eppley Hotel (os 20 Flotels in the Middle West. .
Lowisviile. Kv cnd Pittsburgh. Po.and the | DOUBLE WITH BATH
Homifton Chain of Hatels in California s4‘ to SIO

ECEPPLEY CHARLES B. HAMILTON | *TRaE Ses

MONTHLY AND
President  Vice-President & Managing Director { RESIDENTIAL RATES

CHICAGO OFFICE 520 N Mchgan Ave.
Suite 422 Phone —Superior 4416

CORNER FIFTH &
SPRING STREETS

Iin ordering

zive :3:"'
voltage and ue
Flyer

Irequency.

3111 Taylor Street, Elyria, Ohio

000000000

HOME RECORDING

Means Mare Profits For You

LIST PRICE

$25.00

leas microphone

Microphane as illus.
trated, 810 additional

S()\lr,'””\(} thut every customer will want —'FHE PACENT RECORD.
OVON. Phonograph records made at home soth professional resulis and
without the necewsity for expensive apparatas. Tell sour costomer it will
provide a permanent albin of the voices of his family and friends or radio
programs he widien to preserve.

THE FACENT RECORDOVON assembly consis tx of the RECORDOVONX .
furaished with elips, 4 special adapter and the selectorswiteh illustrated abos e, to-
gether with the necersary connecting cords. Price $25.00. "The hand microphone
ilustratyd will be wipplied only when requested, at an exiza cost of 1000 lisg,

THE PACENT BECORDOVOX ixde
type of records which are available every where at a sm
produce. made by the mannfacturers of talking picture cqnipment now operat.
ing satisfactorily in over 2,000 theatres throughout the world.

P'ublic Address Svstem Manual con ing last minuse da
micropbones, lond speakern, together with useful information concerning the
planniog of sound svstemn will he sent free of charge upon request.

perate with the pre-groosed
cont. Fris a quality

rigned

a on amplifiers,

PACENT ELECTRIC CO., 91 Seventh Ave., New York, N. Y.

Pioneers in Kadio and Electric Reproduction for over 20 years.
sicenvee for Canada: White Radio, Ltd.. Hamilton, Ont.

PACENT
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ARTICLES, FEATURE

QUALITY

ADIO manufacturers have forcedsthe
industry to stage a partial saturation

a very important problem It 1s
mmpe-ative for the ndustry, now as-
sembled in convention, to thiesh ow
the matter and reach some sound  wolution.
When an industry (by virtue of absurdly
low priced wmits) brings abcut such a condi-
tion the alternstive path lett to follow 15—
to make pecple dissatisfied cwvith chat they
already possess. This create. new sales and
better sales.

We. in the =adio industry. who wish te Keep it
an industry can de this by comnvineing the public
that the true quality in receptior of any good pro-
aram ix attained only by the quality set. Hannmer
ine home this forcetul argument requires ihe keen-
est promotional co-operation Tatween nanufac
turers, jobbers, dealers. advertisers and broad
ca~ters.  To broadesters, in particutar, if they
want andiences harze enough to make it worth-
widle far i sponsor ta buy theis time, it would
mean extensive publicity for a special arrangee
ment with the quality broadeasting  stations,
tFrough ward of meuth propaganda, throughe ad
vertising and throngh all legitimate means where
by the public will realize that true quality is
of first importance in the radio set.

“he much-harassed dealer would heartily ap-
prove the advoeating of quality sets hecause it
would mean that he again could make  decent
profit, Twlar. people  hy  ond  large  are
deprecating what 1ley hear inwtead of praising
it therehy desdroving prospective business.  The
low unit of <a'e in sets is not the <pol wherc
profit can bhe mande either by the manatacturer

or the retailer.  “hos contention has been mine
for over three vears and it is just as true today
as ever before. There is a minimam cost of

handling o set rewardless of the size of  the
miwt and that minimum, it anvihing, is higher
today than it has bheen.

Tt ux theretore.  coordinuie  our  eftorts
along  the  right  lines et this Comential
anount  to something.
Let us help the dealer
wet his unit of <alc up
so that there is some-
thire over a dellar net
left on each site, et us
foreet  the ballvhoo  of
new  fangled gadets and
featnres. The qualite of
1wt is what connts and
o industry, i i oever

expect lo  «et back
where it was, cantob af
tor lo  foreet  this

fundamental fat

Eenjamin Gross
Fresident
Gros~-Brennan. Ine.
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TUNG-SOL ANSWERS THE
DEALER’S QUESTION

“How Can 1 Profit
On Tube Sales?”

*

VARIABLE MU Long before Tung-Sol Tubes appeared upon the market, every

is TS.235 angle of tube manufacture was experimented and researched

- ) by men who knew miniature lamps—precision manufacturers—
Tung-Sol Variable-

Mu tubes are de- the same men who for years have been the leading authorities on
signed to provide
maximuin sensitiv- i .
ity for handling When these engineers were satisfied—and not before—Tung-

automobile headlight bulbs.

weak signals, at the Sol announced itself as a maker of radio tubes.
same time reducing

modulation. distor-

tion,crosstalk.hum Tung-Sols have been accepted as quality tubes by radio engi-
and receiver hiss.

From that day to this. and with ever increasing volume,

neers and dealers. Firm foundation has enabled Tung-Sol Tubes
to withstand the tumultuous years of tube development. Never
varying uniformity has made them profit makers for dealers.

Dealers who sell Tung-Sol stick 1o Tung-Sol. They find
PENTODE Tung-Sol is always on the spot with the delivery of new tubes—

—_— such as Pentode and Variable Mu. They find Tung-Sol service-

: free, sure, heating in 6 seconds. They demonstrate Tung-Sol
Pentodes are ap- .
p::xir‘natcly fonln)r speed, not only to sell tubes, but to sell sets. They make bigger

times as sensitivel profits from the beneficial. exclusive Tung-Scl Franchize.
as type 215 power
tube. In additiond
they are capable o
handling a muel
higher power out
put without distor
tion,

This Franchise can make money for you as well. Write to our

nearest branch for full particulars.

TUNG-SOL

RADIO TUBES

One of the Famous Tung-Sol Products

Made by
TUNG-SOL RADIO TUBES INC., NEWARK, M. J.

Licensed under patents of the Radio torporation of America

Sales Divisions: Atanta Baltimore Bostom Chicage Clevelund Detroit Kansas Ciy Los Angeles New York St Paul

To secure the best service to your reply, be sure to mention _




EVEREADY RAYTHEON 4-PILLAR TUBES BRING
NEW CUSTOMERS TO ST. LOUIS DEALER

’
”
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Notice the four strong pillars,
solid faundation, the iuany fragile parts in

the tube can

making accuracy, and cannot move a hair's
breadth from their fixed position!

DEALERS all over the country have found Eveready
Raytheon Tubes a great sales-stimulant. By demon-
strating complete sets of 4-pillar tubes in the cus-
tomer’s own radio, at home, dealers are selling
these tubes in entire sets. With Eveready Raytheons,
customers can always hear the difference and see
the reason.

Many dealers have stepped up their sales of radio
sets, by equipping them with 4-pillar tubes, then
letting tone quality clinch the sale. They know that
4-pillar tubes will keep customers satisfied after the
sale — reducing the number of adjustments and
service calls as well.

Other dealers, like Kuhlmann & Kuhlmann, of
St. Louis, Mo., have made many new customers
through -pillar tubes. Here is what Mr, I, F. A,
Kuhlmann says:

“My experience with Eveready Raytheon Tubes
since I put them in has been most satisfactory. As
to the buying public who have purchased them from
me, [ can but say that their voice of approval has
brought me new customers. Tt gives me great satis-

NEW THE OLD

With this In ordinary tubes, the many delicate parts
have only a two.legged foundation. Two
be assembled with watch- supports instead of fowxr! Jolts, bumps,

vibration frum dynamic speakers — all can
impair their vital accuracy.

faction to place these tubes in any make of set. They
bring out true reproduction of any preogram such
as you claim in your advertising campaign.”

Evercady Raytheons come in all types, and fit
the sockets of every standard A.C. and battery-
operated radio in present use. They are famous
for their superior performance, and the illustra-
tion shows why. See your jobber, or write our
nearest branch.

* * *

Serrvice-men! Information and sales helps, designed for
service-men’s use, will gladly be sent free. Among them is
a blue-print giving complete engineering data on Eveready
Raythean 4-pillar Radio Tubes. Write our nearest branch.

NATIONAL CARBON COMPANY, INC.
General Offices: New York, N. Y,
Branches: Chicago —
Kansas City New York i
San Franciseo EV E REA DY

I'nit of Union Carbide

RAYTHEON

THADE - MAAXS

4-PILLAR TUBES

end Carbon Corporation






