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ELECTRONICS

COMPACTRON.* General Electric's
revolutionary new multi -function vacuum
device. It's here today-and you'll be see-
ing more-in entertainment equipment,
industrial control, instrumentation, commu-
nications. COMPACTRON. Here's what it
means to you in...

CIRCUITRY. COMPACTRON devices
package a combination of functions into
a single miniature envelope. The result:
fewer components, less space per function,
more compact circuitry than is possible
with miniature tubes-and higher power
output, greater sensitivity than transistors.

SERVICE. As more and more equipment
with COMPACTRON devices comes on
the market, you're the man who will need
the answers to your customers' service
and replacement needs. Equipment with
COMPACTRONS
miniaturization plus the advantages of
vacuum device reliability. Compatible
functions in one envelope mean fewer
components and plug-in replacement with
no time-consuming hand selection of
replacements.

SALES. You have a stake in COM-
PACTRON devices because your future
replacement sales will include these revo-
lutionary new multi -function devices. Six
COMPACTRON types are now in pro-
duction. Nine other types are committed
to production and approximately 40 more
are being developed now.
For more information about America's
newest electronic marvel, contact your
G -E tube distributor. Distributor Sales,
Electronic Components Division, General
Electric Company, Room 7240, Owens-
boro, Ky. *T. M. G000rol Elocoic Co,

Rvgress Is Our Mac/ important Product'

GENERAL ELECTRIC
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Average '2.85 more profit on every 21" tube

Turn the page to find out how ...

OCTOBER, 1961 3



Average '2.85 more profit on every 21" tube0
Sell the Admiral Ensign-the top-guality

picture tubes with the biggest profit margin

in the industry!
Now Admiral's vast purchasing

power and national distribution
give you the one picture tube line with
everything: Finest quality work-
manship and performance, backed by
a 1 -Year Guarantee ...famous brand -
name acceptance . . . list prices that
appeal to your most economy -minded

customers... peak dependability.
And you pocket an average of $2.85

more profit on a 21" Admiral Ensign
than on other brands. (Comparably
higher margin on all other tube sizes.)

Get the facts! Compare the Ensign
line with your present replacement
tubes. Compare quality, performance,
prices and profits! Discover for your-
self why dollar -wise servicemen are
switching to the Admiral Ensign.

Call your nearby Admiral Distributor! Start earning more now!
Arizona
Anions L;

P. 0. Box 2110
Phoenix. Arizona
ALpine 8-5331

Arkansas
Orgill Bros. Arkansas Co.
301 Rector Street
Little Rock. Arkansas
FRanklin 2-5292

California
Don Anderson, Inc.
2500 California
Fresno 21, Calif.
AM 6-0401

Admiral Sales Corporation
P. 0. Box 2092 Terminal Annex
Los Angeles 54. California
RAymond 3-6451

Admiral Sales Corporation
P. 0. Box 1270
San Diego. California
BElmont 9-0231

Admiral Sales Corporation
495 Beach Street
San Francisco 11. Calif.
TUxedo 5.6000

Colorado
Griffin Distributing Co.
1140 West 5th Avenue
Denver 4. Colorado
KEystone 4-6214

Louisiana
Urgill Brotlicrl, Louisiana
1511 Texas Avenue
Shreveport. Louisiana
Phone: 425-4271

Montana
The Treasure State Gas &

Electric Co.
827 South Montana Street
P. 0. Box 866
Butte, Montana
Phone: 2-2400

Nevada
Osborne & Dermody, Inc
500 Evans Avenue
Reno, Nevada
FAirview 2-6957

New Mexico
Cunningham Distributing, Inc.
615 Haines, N.W.
Albuquerque, New Mexico
Phone: 7-8838

Oklahoma
Appliance Distributors, Inc.
700 North Pennsylvania
Oklahoma City. Okla.
CEntral 6-8308

ADM

Oregon
Seaport Appliance. Inc
3055 N. W. Yeon Avenue
Portland 10. Oregon
CApital 6.6595

Texas
Price Supply Co.
P. 0. Box 86
Amarillo, Texas
DRake 2-6130

Lone Star Wholesalers
8000 Ambassador Row
Dallas, Texas
Fleetwood 7-1885

Cunningham Distributing. Inc
2225 Mills Street
El Paso, Texas
Phone: KE 2-6994

Covington Distributing Corp.
34 North Hamilton St.
Houston 2, Texas
CApital 2.037,

Price Supply Cornpan,
3104 Avenue A
P. 0. Box 1601
Lubbock, Texas
SHerwood 4-1431

Covington Distributing Corp
P. 0. Box 906
San Antonio 6, Texas
CApital 7.7541

Utah
Westward Distributors, Inc.
204 W. Fourth South
Salt Lake City. Utah
ELgin 5.7556

Washington
John E. Amberg Co.
157 Harrison Street
Seattle 9. Washington
MUtual 2-5566

John E. Amberg Co.
N. 210 Ralph Street
Spokane. Washington
KEystone 5 1794

NOTICE: All materials and parts used in the manufac-
turing of Admiral Ensign tubes are new, except for the
envelope, which prior to re -use, was carefully inspected
to meet the standards of the original new envelope.

ENS GN PictureTubes
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EDITORIALLY SPEAKING
DON MARTIN

CSEA Board Meeting

It was my pleasure to attend the CSEA Board Meeting held at the Thunderbird
Hotel in El Segundo. California recently and I never seem to leave any of these
meetings without being impressed by the dedication of the group. As you travel
throughout the country and talk with different Manufacturers and Distributors you
realize that they really don't know the Independent Service Dealer. Of course, they
think they know him and sometimes these thoughts are not the best. Here we have
a group of men, realizing different degrees of success but all working together in
an intelligent approach to the problems of the Industry.

I have heard people say that Licensing is nothing more then a program to es-
tablish a profitable rate for services rendered, and that it is not goin.r' to solve the
problems of the clip artist. etc. It is difficult to understand this form of rationaliza-
tion when reports clearly state that. for example. in the Los Angeles area there are
about 2.000 dealers. Of these 2.00(1 dealers 8 account for over 80% of all the BBB
complaints, 12 more account for another 10% with the balance of a miscellanious
nature. These figures show that 20 firms account for better then 90% of the com-
plaints or. in other words. about 1% of the total number of dealers operating in
Los Ai'eles.

Liccii.ing, would do one thing if nothing else ... put the fear of losing this license
in tho,c using unethical practices.

No matter who we are or what we are there will be a certain amount of com-
plaints. Whether these are based on fact or not is inmaterial but it is gratifying to
know that in an area as large as Los Angeles that less than I% of the total dealers
are working the "clip" game. Licensing may not he the whole answer but it will
go a long way in the right direction.

The Association may or may not ever gain licensing but I can assure you that

it will not be for lack of trying.

Other Notes of the Meeting

During the two days of meetings several other important things came up that
will be reported in other sections of this issue or next month. A new insurance plan.
a Civil Defense program. and many other important developments took place that
will aid the individual Service Dealer in the months to come.

Ken Preston New CSEA Secretary

Ken Preston. well known CSEA former Vice President. was named secretary by
the board of directors to replace Howard Bogue who resigned recently. Last month
we stated that Howard Singer had been named to replace Mr. Bogue and this he
did but not as secretary.

"World Series TV Tune Up"

As most of you know. General Electric's **World Series Week is TV Tune Up
Week" is slated for the first week of this month to coincide with the beginning of
the World Series on Oct. Ith. This promotion is by far one of the most important
business builders, for the independent Service Dealer, ever attemptd on a National
scale. With an expected 48' of the total population and 52% of the total homes
in the United States ready to view the Series the idea of a "Tune up- to avoid
missing a second of this outstanding sports event makes good logical sense and
GE is to be congratulated. In the November Issue of MESD we will make a spot
check of dealers throughout the area to evaluate the success of the promotion but
regardless of the outcome it was a step in the right dirction for the Independent
Service Dealer.

6 t7-$711 rEc*"n-r Pcs-R,cn DEALR



You're looking at the base of one of RCA's re-
markable new novar tubes ...the first in a new
family of tubes that will mean better business
for you through reduced call backs.

This new base-with 9 widely -spaced, heavy -
gauge pins-characterizes novar, RCA's line of
large all -glass integral base tubes designed to do
the work of conventional tubes with molded
bases. Because novars outperform these con-

ventional types, they are being selected for use
in more and more radio and TV receivers as well
as hi-fi equipment. From present indications,
novar should become the standard of the industry.

Look for novar, RCA's latest contribution to
electron tube design. Your Authorized RCA
Electron Tube Distributor now has RCA -7868
novar and will soon have many other types to
support your servicing business.

RCA ELECTRON TUBE DIVISION, HARRISON, N. J.

The Most Trusted Name in Electronics
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BONUS PARADE
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FREE OFFERS
We are celebrating 31 years of cooperation between Philco and the
Independent Service Dealer with even better FREE OFFERS than
ever before. Remember . . . Philco offers you these free gifts with your
total purchase . . Parts, and Accessories !

Once in a Lifetime Offer!
Imported White Cashmere Sweater
with Genuine MINK Shawl Collar
Extravagantly trimmed with wide
shawl collar of light Autumn Haze,
dark Autumn Haze or white Ranch
Mink! 100% full fashioned cashmere
cardigan. Rhinestone button on front,
cuffs. Sizes 34 to 40.

AD #3920

FREE
with your purchase of $1200 worth
of Philco Parts, Accessories

Men's Zipper Jacket
32" length, water re-
pellant, quilt lined.
Knit collar, cuffs,
pocket welts. "Nat-
ural" color, 34 to 46.

FREE
with purchase of $200
worth of Philco
Parts, Accessories

Men's
HELBROS

Calendar
Watch

with your purchase of $300
worth of Philco Parts,
Accessories

,E)

AD #3922

LOOK !
Sterling

Silver Base
TABLE LIGHTER

41IUFREE
with purchase of $60
worth of Philco
Parts, Accessories

5 GOOD UN DECEMBER 1

YOUR PHILCO DISTRIBUTOR
5 t h !
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CSEA NEWS WIRE
programs dealer news

CSEA PRESENTED
WITH CIVIL DEFENSE
PLAN

The CSEA Board of Directors was
presented with a plan by w hick our
Industry can become a Oal part of the
Civil Defense program.

Under the State of California. a pro-
gram of Relief Wagons is being de-
veloped. This corp. will be set up to go
into immediate action following any
atomic attack and will be equipped with
all types of medical supplies. The state
has assigned one full time paid attend-
ant and are in the process of assigning
volunteer Doctors to each Wagon. The
one link to this chain that has not been
resolved is the acquiring of qualified
electronic personal to use the electronic
equipment that will be a part of the
wagon.

Mr. Keith Kirstein. Executive Secre-
tary of CSEA has been contacted in an
effort to learn whether or not our
group or any other interested service
dealer or organization would be inter-
ested in aiding this program through
individual volunteers. Anyone inter-
ested in the program should contact
Mr. Kirstein at the Sacramento head-
quarter,: of (:SEA.

KIRSTEIN NAMED NEW CSEA
EXECUTIVE SECRETARY

Keith Kirstein has been selected a, I ecutive Secretary of the California State
Electronics Association. and CSEA headquarters have been transferred from Fresno
to 3300 Watt Avenue. Sacramento 21. Association bills will be paid out of the new
office and all dues and other money due the association should be sent there.

"I have been hired full time and will
devote all of my time to CSEA activities.
'-o don't hesitate to call on me if I can
lie of any help," Mr. Kirstein said. "1
have always had a great deal of faith
in the future of CSEA and I think this
latest move on my part proves it more
than anything else. Your cooperation will
be greatly appreciated in the many proj-
ects I have planned for the future."

"Mr. Kirstein has had extensive ex-
perienee in the practical management
aspects of electronic service. having run
his own business for years and his heroic
fight for the licensing bill AR 265 in
Sacramento won him the admiration of
the entire CSEA membership." "Presi-
dent Bob Whitmore commented on the
new appointment.

For the present. the insurance pro-
gram will continue to be handled in
Fresno, by Jim Wakefield, who resigned
the Executive Secretary post at the re-
cent Board meeting in San Francisco.
"Jim Wakefield should be commended
for the excellent job he has done in the
past couple of years," Mr. Kirstein said.
"He plans on developing his own elec-
tronic service business, and very definite-
ly plans to continue his interest and
backing of CSEA both in his own area
in Fresno and at the state level."

Los Angeles Times Refers TV

Dealer Ads To BBB For Screening
Los ANGELES Better Business Bureau clearance of all television and radio

service advertising that is to appear in the Los Angeles Times was requested in a
memorandum to the BBB from the Times dated August 22.

Effective date of the new requirement
was September 1. Robert Sample. vice
up the office through which all advertis-
president of the Los Angeles BBB. heads
ing must he cleared.

Service advertisers desiring to use the
Times are first directed to Mr. Sample.
who will investigate their practices and
claims. They may advertise only if the
investigation show their firms to be
reputable. Firms not meeting the Times

standards are ruled unacceptable and
their advertisements are rejected.

This edict stems from complaints by
many readers that advertisers of TV
service who had previously been permit-
ted to use the Times as an ad medium
included some who were dishonest.

The CSEA has worked for this type of
protection for some time and organiza-
tion executives hope that other news-
papers will adopt similar high standards.

POLICE WARN DEALERS
OF "CADDY" THIEVES

An outbreak of tube caddy thefts
which has victimized 26 Southern Cali-
fornia shops since late January of this
year has caused law enforcement offi-
cers to call on the entire service fra-
ternity in attempting to catch the
thieves.

The 26 shops robbed of tube caddies
are situated in Los Angeles. Riverside,
San Bernardino and Orange Counties.
Losses sustained by victims of the thefts
is approximately 815.000. according to
Harold R. Richardson. Chief of Police
of Orange. California.

Chief Richardson asks that members
of the trade be on the lookout for any-
one attempting to sell at a very reduced
price TV and radio tubes and other
equipment usually carried in the cad-
dies. He suggests you do the follow-
ing, if approached:

1. Obtain the name of the person if
at all possible.

2. Obtain a description of the person.

3. Obtain a description of the vehicle
used and the correct license number.

Should you have any suspicion, clues
or evidence, send it to Harold R. Rich-
ardson. Chief of Police, Orange, Cali-
fornia. through the mails or phone him
at KEllogg 8-3511, Exts. 21, 22 or 23.

STATE ASSOCIATION
TO EXPAND INSURANCE
PRI /GRAM

At the present time Mr. Keith Kir-
stein. Executive Secretary of CSEA has
been instructed to investigate the pos-
sibility of additional Insurance pro-
grams for members of the Association.

The additions being investigated are
1. Life Insurance on a individual basis
with a group cost benefit and 2. Loss
of Income Insurance on the same basis.

A report will be made to the member-
ship as soon as it is available.

OCTOBER, 1961



Federal Reserve Bank
COMPARATIVE SALES INDEX
of Department Store Volume

Percentages of changes in the value Demottnent More saies
for the periods slum n are comparisons with the corresponding
periods a year ago. Figures are taken from the weekly 'claws
of the Federal Reserve Bank . . Statistics being what they
are, we remind our readers that in interpreting these figures the
significance may sometimes be affected by an unusual situation
of one or two years preciously: by s2ecial holiday selling
periods uhich may not coincide one year with another: anti
other pitfalls to the analyv, 117th this caution in mind. this
monthly chart is an excellent tceather vane of the retail sales
trends.

THE PACIFIC AREA
112th district)

% CHANGE FROM
PERIOD LAST YEAR

SAME

Metropolitan Area. 4 weeks One week ,emulative
Center or FRB district ending ending from Jan. 7.

Sept. 9 Aug. 19 Sept. 9

LOS ANGELES -LONG BEACH AREA 4- 2 4

DOWNTOWN L.A. - 5 15 6

WESTSIDE L.A. + 4 0 0
SAN DIEGO AREA +19 +12 +10
SAN FRANCISCO -OAKLAND AREA + 3 + 7 + 3

SAN FRANCISCO + 1 + 7 + 1
OAKLAND + 4 + 4 ' 4

SACRAMENTO AREA +11 +21 - 7

SAN JOSE AREA + 1 + 3 / 4

PORTLAND AREA +14 -7 +1
SEATTLE AREA + 4 - 9 + 1
TACOMA AREA +13 - 1 0
SPOKANE AREA + 9 +14 + 4
SALT LAKE CITY AREA +10 + 3 + 4
TWELFTH DISTRICT + 4 0 + 1
UNITED STATES - 1 + 3 + 1

C S E A Members in . . .

SOUTHERN CALIFORNIA

GROUP LIFE INSURANCE

COMPREHENSIVE MAJOR MEDICAL

EXPENSE BENEFITS

E. E. Rash or John Smoot

5148 N. Palm Ave. - BAldwin 2-7247

Fresno, California

W00(111101 _VCILICIII

anti tile Comp.111V
Lincoln, Nebraska

41 The
Protecting
Hand

A MUTUAL LEGAL RESERVE COMP.,. ESTARLISME0 1.110

ls,201D.ECRIsT

elerronic
timeire denier

PRESIDENT'S MESSAGE

ROBERT WHITMORE

I have just taken a look at the new telephone directory
published hy General Telephone Company for 1961. This.
in my opinion. is without doubt the poorest screening of
advertising ever thrust upon the subscribers of this com-
pany in this area. It is literally filled with free, no fix no
pay. and all the other forms of bait advertising that it is
possibe to employ.

hope we. as a slate association, can bring it to the atten-
tion of Assemblymen. Senators and other top officials of
our state government in order to show them that as long
as this type advertising exists, complaints about the un-
ethical practices in our industry are just beginning.

In my opinion, the public has been mislead and misin-
formed as to the costs of television repairs. Many sales
organizations, fearful of losing a sale to a competitor, have
fostered the belief in the public's mind that their products
would require little or no service. They also imply. if trouble
does develop, it is probaby just a tube and can easily be
repaired by the do-it-yourselfer. This has played right into
the hands of the unethical and made bait advertising so
effective.

It is time that all segments of our industry, manufac-
turers, dealers, and servicemen make an active effort to
educate the public that electronic equipment needs periodic
service and by competent servicemen schooled in its com-
plexities. A television set, is without doubt. the most com-
plicated piece of equipment that goes into the average home.
A good technician has had many hours in school and a
great deal of time in apprenticeship to become proficient.
To keep up with the rapid changes in electronics he must
also continue to study and attend refresher courses year
after year. Should he be expected to get less money for
his time than a ditch digger or a grocery clerk? I think
not. However, a good many are working for far less.
Wages. almost without exception. in other fields have risen
substantially during the past ten years. The public at the
same time expects the television technician to perform his
service for less than ever. How can he when all his costs
have risen proportionately? Based on sound business prac-
tices it is impossible. He must. if he is to survive, charge
more.

I feel we have a big job in education when a public
utility, operating within the auspices of our state govern-
ment allows bait advertising in their publication. These
people surely should understand the cost of doing business
and shoud have some idea of the technical problems faced
by the service technician. It is sad to reflect that a company
protected by a people's gns ernment feels no moral obligation
to protect its subscribers.

10 MODERN ELECTRONIC SERVICE DEALER



CSEA Chapter News Roundup

SAN DIEGO

Last Tuesday of Each Month
Place to be Announced

Pres.: Eugene H. O'Brien
Sec.: G. S. Lowell

SAN DIEGO-An 18 -hour c piety course
on servicing color Tv is being conducted
jointly by CSEA Chapters 13 nod 18 starting
Tuesday. Sept. 26. at 8 p.m. This is the
first of a series of courses on new electronic
products and servicing techniques. The color
course will cover both theory and practical
applications.

Instructor will be Charles Parker of the
San Diego Unified School District and the
course will be given at Studio 2 of KOGO-
TV. Channel 10. Highway 91 and 47th Street.
It will be presented on the last Tuesday of
every month for nine months.

No charge will be made to members or
their employees for this course. Non-mem-
bers may participate for a fee of $2 per
evening. Upon the completion of the course,
letters certifying attendance will be issued
qualifying participants. Those wishing to en-
roll may do so by calling the chapter of -
fire, BRowning 8-1109. between 8 a.m. and
noon or by writing to CSEA Chapter 13 at
3614 \It. Alvarez Ave., San Diego II.

Eugene H. O'Brien is President of Chapter
13 and G. S. Lowell is Secretary.

-Harold Baldwin

SACRAMENTO

2nd Tuesday of Each Month
Pres.: Vic Manley

V. Pres.: John Crote
SACRAMENTO-Effect of the new 1,500 -

foot transmitting antenna tower, from which
three Sacramento -Stockton TV stations will
broadcast on local installations, was the
subject of the last meeting of Sacramento
Chapter No. I held at Dick & Eddy Res-
taurant.

Speakers included Herb Hartman of KCRA.
Channel 3: Don Ferguson of KXTV, Channel
10: T. Anderson of KVOR-TV. Channel 13.
and Jim McDonald of KSF\1 radio.

Better reception and expanded coverage
for the area will result from the new trans-
mitter site, but it will be necessary to re-
orient most of the antennas in the commu-
nities served, the speakers said. Another bene-
fit will be a reduction or the elimination of
ghost problems of double pictures caused by
reflection, they felt. The speakers reported
the cost and time invoked in the erection
of the tower and showed films and slides of
the tower which is being built :30 miles south-
west of Sacramento. Signals will therefore
come from the same direction as those of
the Bay City, an important consideration
since viewers like to get channels from the
Bay area.

Meetings of Sacramento Chapter No. I are
held on the second Tuesday of each month

at noon or 7:30 p.m.. the time being set at
each previous meeting. Vic Manley presided
at the meeting and John Grote served as
secretary.

- Joseph Rodriguez

LOS ANGELES

Third Thursday of Each Month
Rodger Young Auditorium

936 W. Washington Blvd., 8 p.m.
Pres.: Norman Shannon

Sec.: Abe Bowers
LOS ANGELES-Cooperation between the

CSEA and the Better Business Bureau to ac-
quaint the public with the unscrupulous
practices of dishonest shops in Southern Cali-
fornia was requested by Bob Mott. of the
Technical Trades Department of the BBB at
the Zone F Council meeting Aug. 21. The
speaker outlined a plan of action which the
Bureau expects to put into effect in the near
future. Mr. Mott reported that complaints
about television service were more numerous
than those about any other field at the BBB.

Howard Singer was elected to the Board
of Directors of CSEA to fill the unexpired
term of Dr. Howard Rogue, who resigned
from the Board. Mr. Singer promised the
Council a vigorous effort toward the fulfill-
ment of CSEA goals.

Reports were also heard from the chair-
men of the Membership. Advertising and
Publicity committees.

The meeting was held at Kelley's Restau-
rant at Atlantic and Washington Boulevards.
Los Angeles.

ACTRA

OAKLAND-A two-hour session on wha
service dealers must know about transistor
TV was held by Alameda County Television
& Radio Association, Inc.. at the Driftwood.
Alameda. on Tuesday, Sept. 12. at 9 p.m..
following an ti p.m. steak dinner. Speakers
were Tom Aaron, Service Manager of W. J.
Lancaster Co.. and Don Perry. Motorola Fac-
tory Service Representative. Their topic was
"Transistor Theory and Application of Trzln-
sistors to Television Circuitry."

Next meeting is slated for October 3 when
B. J. Giblin, Assistant Manager of Yellow
Page Advertising for Pacific Telephone and
Telegraph. will discuss his medium, legal re-
quirements. helpful hints on how to use the
pages, (-overage and other phases of the sub-
ject. He also will receive suggestions from
the service dealers on how the yellow page
service can be made more useful to the serv-
ice held.

ACTRA is planning soon to introduce a
new service for members to supplement the
present "Warn -A -Gram" phone sen ice cover-
ing the members to warn them when a rob-
bery. had check passing or other crime is
committed in the area so that every mem-
ber can be reached within a half hour. De-
tails of the new service were not available

at press time. but credit for it i, gken to
Forrest Schwabe of Idora Electronics.

SANTA CLARA

SAN JOSE-Yellow Page advertising in
classified telephone directories was the sub-
ject of the last meeting conducted by the
Santa Clara Valley and Santa Cruz. Couill
Chapter of CSEA Wednesday. Sept. 13. Guest
speaker was John Cole, District Manager of
the phone- operations here.

At the previous meeting the general mem-
bership participated in a discussion on an in-
stitutional ad program for independent serv-
ice dealers in Zone B.

M. 1.. Peterson is President of the Chap-
ter and Chet Spink is Secretary. The local
organization meets on the second Wednesday
of each month and Board meetings are held
on the first Wednesday. No permanent meet-ing place is used, but Chapter Headquarters
are at 467A Porter Building. San Jose 13.

PASADENA

2nd X lilt rd. of Each Month
Westward Do Restaurant

Pasadena
Pres.: Ken !Mender

Sec.: Dan Davin
PASADENA-This month our chapter wasvisited by Jim Wakefield, Bob Whitmore,italph Jolionott and Howard Singer of thestate office and they brought us up to date

concerning the present state problems, future
goals and explained more about operationTouchdown.

Our next meeting hill be- our annual outing
to Catalina Island. More about this, and somepictures I hope, next month.

Editor's Note: The Pasadena Chapter isdoing something that we believe all members
and chapters will be interested in readingabout. The chapter, in October of 1960. setup a service- program for charity organiza-
tions. At the present time they are servicing
La Casa de San Gabriel, Boys and Girls AidSociety and the Optomist Home for Boys.
Each chapter member is on a rotating basis
and as their name comes up they service
that particular call. To date, over $500 worth
of work has been done for these three homes
at no charge. This i the type of thing that
builds good will tovt rils our Industry.

POMONA

POMONA - A special meeting of the
Pomona Chapter of CSEA was held at 8:00
p.m. September 27 at the Orange Hotel inOntario. The program was presented by
President Felix Hunt, instructor in Electronics
at the California Institute for Men and con-cerned the high voltage troubles in TV.
Instructions were also given for using the newB and K Analyst.

(Continued Page 36)
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MODERN

elerronic_
malice dealer

FORUM

Phil Soto,

Lucky, TV,
La Puente

Ron M. Kealey,

Kealtl's Radio & TV,
Pasadena

Scarborough,

"earl orottgli TV,
(derail&

Hal young,
South Gate Radio & TV,

South Gate

The Question:

WHAT METHODS HAVE YOU FOUND MOST EFFECTIVE IN

CUTTING DOWN DELINQUENCIES IN CREDIT
SERVICE BUSINESS?

We minimize the granting of credit and keep it as much on a cash basis as we
can. If the customer insists on credit, we take a credit application and have the
customer sign a note. It is very carefully explained to the customer that if he de-
faults on this note we have the right to take his set. His awareness of this threat
helps reduce our losses. Most collections are little trouble.

We do have a follow-up procedure we use if an account is not paid in 30 days,
though. This consists of three form letters sent out a week apart, then we phone
"to make arrangements to pick up the set.- This usually at least brings them in
to rewrite the note. It's important to take these follow-up steps promptly and not
let the delinquency go.

We have a sign prominently displayed in the shop stating that ours is strictly a
cash business, and, as far as possible. we stick with this. Most customers who phone
in for service expect to pay cash or by check anyway. If it's a shop job. we hold
the merchandise until the customer is ready to pay for the service work. We phone
ahead before delivering it. asking if our delivery man should bring change or if
they will be paying by check. They usually get the message.

For difficult cases, who aren't established customers we know are prompt pay.
we have them fill out a credit form, use their Bankamerica Card or other credit
card. or they have us keep the merchandise until their check arrives at the shop.
Or. since we are members of the Pasadena Merchants' Credit Association. we can
call and check on the credit standing_ of the customer if. for example. the customer
isn't at home and only the maid is there to receive the set.

We're luckier than most service shops in that the poeple in our community are
generally good -paying, so we often extend credit unless we know we're dealing
with a had risk. We have very few credit losses. Helping keep them low is our
practice of billing customers promptly when the service is rendered. Some psycho-
logical measures help, too. For example. if the customer asks if it's alright to pay.
let's say. on the 10th of the month when he calls in for service. he's practically cer-
tain to do so.

We try to be human about it. If a customer works for a plant that is shut down
or had some other extenuating circumstances, we don't press him. just bill him and
wait. But when we have a customer we know should be paying and isn't. we don't
hesitate. after a reasonable wait. to take the case to Small Claims Court.

We explain to every cusotmer that we simply do not operate a credit business
and that our hooks are not set up to handle any sort of charge accounts. By stating
it positively and ignoring any threats to take their business elsewhere unless we
grant credit, we practically eliminate credit losses.

If, among those rare exceptions we make, there is a slow -paying customer, we
phone as soon as the payment is overdue so that the account doesn't have time to
age.A phone call is friendlier and more likely to get results than a letter. We do
have form printed material available to send any difficult accounts. though. should
the phone call not get immediate results.
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Hard At Work during the recent CSA Board
of Directors meeting held in Los Angeles are:
(standing left to right) Claire Lanam, Berkeley;
Ed Fort, San Diego; Ken Preston, Stockton;
Ralph Johonott, Burbank; Darrell Petzwall,
Sacramento, and Howard Singer, Los Angeles.
Seated in front are: (I. to r.) Bob Whitmore,
CSEA President, Bellflower, and Keith Kirstein
the new CSEA Executive Secretary
from Sacramento.

. . Pix
We Pick

Mr. Keith Kirstein, recently appointed Executive
Secretary of CSEA is shown going over some
last minute details before the afternoon ses
sion of the CSEA Board of Directors. With the
appointment of Mr. Kirstein, the Executive
Headquarters has been moved to Sacramento.

Mr. Mel Benjamin, Merchandising Director o' Calvideo Electronics, Inc., and DuMont ABD, is

%Flown here telling a group of over 200 dealers in San Francisco that the TV Picture Tube fraud is
a million dollar business in California and that the Federal Trade Commssion is beginning to
enforce the laws requirng the correc" labeing of CRT's.

1 he meetng, sponsored by Edisco's Bert Tappe and Fred Rorhig, was designed to inform and
guide dealers in the purchase and installation of picture tubes and their responsibilities to the
public.

Mr. Mel Benjamin is shown here making a
point by using the latest issue of MESD.
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WILL THE TRANSISTOR

REPLACE THE

RECEIVING TUBE?

IS THE TRANSISTOR ABOUT TO TORPEDO

THE TUBE?

HAVE NEW TUBE DEVELOPMENTS OPENED

NEW MARKETS FOR IT?

WHAT PATTERNS WILL THEIR USES TAKE

IN THE FUTURE?

The Electron Tube Information Council has done a man-
ful job of trying to be objective in its comparative study on
Tubes and Transistors. The result is a mass of information
which gives us even deeper respect for the technological
progress made by manufacturers in both fields.

The discussion is limited to high vacuum receiving tubes
and equivalent transistors. the type of merchandise the
service dealer is likely to be handling in home and industrial
work.

The glamor of miniaturization captured the industry's
imagination when, in 1948. the transistor was first intro-
duced. In fact, it proved difficult to separate the future of
solid state physics from its actual, on -hand attainments.
Electron tubes, meanwhile. were reduced in size, made more
reliable. lowered in price and given new performance capa-
bilities.

It's difficult to compare the reliability of the two devices
but we have enough field experience with both to know
that neither is impervious to breakdown in time, transistors
from changes in basic parameters and interelectrode leakage.
tubes from interelectrode leakage, changes in characteristics
and breakdown of the heater -cathode system. Yet each. prop-
erly manufactured and correctly applied in equipment, can
exhibit outstanding reliability.

There's no serious problem with either type of equipment
if the temperature stays within the range of human comfort.
but there's a big difference that shows up when temperature
is high or it varies suddenly. Here the electron tube has the
edge. glass ones operating with a high degree of predicta-
bility at 200°C and ceramic ones standing up well at more
than 400°C. Solid state devices, however, are limited by the

temperature of the junction. Most transistors have a 100°C
junction temperature as their highest for useful output and
even the best silicon transistors are disabled somewhat above
150°C. The result of this handicap is the need for additional
transistors and associated circuitry in design or the placing
of lessened demands on transistorized equipment. Tubes also
stand up well under prolonged storage that might cause
transistors to deteriorate.

Both stand up well under vibration. shock and spin but
gamma ray and neutron radiation exposure tends to throw
the solid state molecular structure out of order. This means
more shielding is necessary for transistors used near nuclear
engines or reactors. Tubes also seem able to recover more
fully from such exposure.

Because of the difficulty of holding a highly ordered
crystaline structure through manufacturing, transistors'
major electrical characteristics have wider tolerances than
do tubes' and are more difficult to interchange.

Again, in power -handling capabilities, tubes have the
edge. The tube is basically a voltage controlling device; the
transistor controls current. In high voltage applications.
particularly where high impedance is involved. tubes have
the edge. But for low -voltage inputs with low impedance.
transistors are generally superior.

Transistors' freedom from the need for heater power
makes them preferable for portable devices or where low
power requirements are important.

For amplifying voltage. tubes are normally superior. Less
driving power, freedom from the need for drift compensa-
tion, higher characteristic gain and more usable character -
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istics at higher frequencies account for this. Tubes are gen-
erally more linear over a wider range of signal power while
transistors are nonlinear. especially as temperature and load
impedance vary. Tubes also provide higher power and gain
at higher frequencies than do transistors.

The slower speed of movement of electrons through solids
than through vacuums affects noise but transistor circuits
with relatively lower noise levels can be designed if tran-
sistors are specially selected. They also perform well in
low-level preamp stages where hum and microphonics are
critical. Tubes are usually less noisy in the mid -frequency
range above audio and below around 500 kc. It leaves tubes
unchallenged in the uhf applications. and they generally
have the edge in low-level signal applications where a min-
imum noise level is desired.

Wherever miniaturization, size and weight are primary
considerations. transistors deserve first exploration. \lain
deterrents to their use are those instances where heat sensi-
tivity mint lie counteracted or equivalent electrical perform.
ance must be provided.

Tubes rate first call %%lien cost is a primary factor. their
cost being about half that of transistors. A specific example.
based on prices prevailing to manufacturers Sept. 3(1. 1959.
showed the following:

Transistor complement: 2N37I converter), 2N373 ( IF
amplifier), 2N406 (driver two 21408 (power output)
and 1N295 (rectifier I cost a total of $4.39.

Tube complement: ( converter I. 1213A6 (II: am-
plifier). 12AV6 tdetector amplifier AVC I, 5005 (power
output ) and 35\1 I I rectifier) cost a total of $2.31,

Tubes Are Available
The proponents of tubes really unload their big guns

when it comes to the matter of logistics. or availability of
equivalent equipment from a number of suppliers. both to
keep production lines moving and to have replacements
available for servicing. Here they say that almost all types of
tubes are available from two or more sources while less than
12 per cent of all types of transistors are available from
two or more suppliers.

Then they emphasize the interchangeability and uniform-
ity of tube specifications, most applications being stock items.
while effective standardization of transistors is still in an
early stage and interchangeability is limited because of di-
vergence in controlled parameters.

\laintenance of tube equipments is comparatively simple.
till manufacturers report. because tubes are generally re-
moved easily for testing and are not readily damaged from
inadvertent applications of external voltages or leakage cur-
rents, Transistors, on the other hand. cause servicing diffi-
culty because they are generally wired into compact circuits.
They are also prone to heat damage from soldering irons
and electrical damage from test equipment or leakage cur-
rents.

Even the most loyal stalwarts in the tube camp do not
contend. however. that these circumstances of today will
apply in the future to either tubes or transistors. They see
major changes for tomorrow.

They predict multi -function devices, new emitters, para-
metric amplifiers. micromodules and 'waterless designs for
the tubes of the future. And for transistors they anticipate
new materials. parametric amplifiers. micromodules and
negative resistance devices.

"Today, we know that neither tubes nor transistors will
take over the market this year, or even five years from
now," the publication reports. "Each has too many exclu-
sive advantages. But what about ten years from now? Or
even twenty-five?

"Progress usually moves in parallel paths. The develop.
ment of tubes and transistors is not likely to provide an
eception to that rule. New designs, new materials, new
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manufacturing techniques come forth with increasing fre-
quency: yet the ultimate development of these electronic de-
vices is dill far out of sight."

To validate this. they cite such tube developments as in-
creased circuit capabilities and increased environmental tol-
erance and reliability. Greater capabilities take such form
as exceptionally high frequencies. higher power efficiency,
notably higher transconductance. and smaller size.

New Design Advances

In the new tube designs able to withstand thermal stresses
far greater than the limits of safe operation just a couple of
years ago there are such advances as frame -grid construc-
tion. planar and cylindrical designs. ceramics -spaced struc-
tures. metal -to -glass seals and metal -to -ceramic seals. There
are the nuvistor and other new subminiature designs which
promise new levels of heater efficiency and unprecedentd
rsistance to shock, vibration and temperature extrems. Tub
ruggedizing and new manufacturing techniques. advances
in glass technology and new materials such as synthetic
micas. three- and five -layer composite anode metals. self -

lettering coatings and structural materials and ceramic
envelopes, all bode well for progress continuing in the tube
industry.

Similarly. transistor performance levels have been mark-
edly improved. thermal properties have been enhanced
and new heat sinks developed. diffused -base. high -frequency
transistors that operate at around 200 mea) Ncics and pros-
pects of the range going into UHF. silicon -carbide units
and such new materials as gallium arsenide may further
extend the temperature range of transistors. Better process-
ing techniques involving pure graphide parts. pressure braz-
ing, vacuum deposition. automatic testing and futher micro-
miniaturization all show that the transistor mannakturers
are working diligently to overcome the handicaps of
products.

It's still anybody's ball game. but one thing is certain:
the electronics world will show advancement and progress.
greater range and wider service to society due substantially
to the work being done to improve our tubes and transistors.

Comparative Tube and Transistor Costs in Typical Home Radio Receiver

Transistor Complement

POWER POWER
CONVERTER IF AMPLIFIER DRIVER OUTPUT OUTPUT RECTIFIER

25374 25373 25406 25408 25408 15295

TOTAL COMPLEMENT COST

$4.39 -

Tube Complement DETECTOR
AMPLIFIER

CONVERTER IF AMPLIFIER AVC

12BE6 12BA6

TOTAL COMPLEMENT COST

POWER

OUTPUT RECTIFIER

12AV6 5005 35W4

$2.31

'Based on Prices Prevailing September 30. 1959
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Here it is ... the EASY WAY
to Transistor Servicing!

FREE!
REPLACEMENT

GUIDE

WITH EVERY

ALL-AMERICAN 8

KIT

FEATURES OF THE RCA ALL-AMERICAN 8

 Direct replacement-no circuit changes-no guesswork-no additional
labor.

 Original equipment types-the same types used in the majority of
transistor radios.

 Covers over 80 brands of radios.
 Covers over 450 different radio models.
 Covers nearly 2,000 sockets.
 Low, low cost units.
 High quality units-same units as supplied to OEM users.
 Why substitute when you can get the original types at a low cost.
 Foreign and domestic.
 Free replacement guide with purchase of each kit.

AUTHORIZED RCA DISTRIBUTORS

ANDREWS ELECTRONICS DEAN'S ELECTRONICS
1500 W. Burbank Blvd., Burbank 2310 Long Beach Blvd., Lone Beach

VI 9-4740 NE 6-9314

DUNLAP
ELECTRONICS
Serving the "Heart"

of California

WESTERN ELECTRONIC
SUPPLY CORP.

229 S. Orange St., Glendale 5, Calif.
CH 5-4764

214407

LOW COST

20013
LOW COST

G. & M. WHOLESALE WESTERN RADIO
5651 N. Rosemead, Temple City

AT 7-9614

RADIO PRODUCTS
SALES INC.

1501 So. Hill St., Los Angeles, Calif.
RI B-1271

1415 India Street, San Diego
BE 9-0361

HURLEY ELECTRONICS
STORES IN: SANTA ANA, OXNARD. LONG EACH,

1501 Magnolia, Long each. Calif.
HE 6-112611- NE 0-3309

SAN BERNARDINO, ONTARIO, OCEANSIDE



Hon' To Take Advantage of

TRAINING
AIDS

Distributor -Manufacturer Seminars Can

Be Your Most Important Source Of
Profitable Ideas And Know How.

There are all kinds of ways to learn
new techniques, and to learn which tech-
niques to apply to new problems. In the
electronics service field, as in many
others. the best way to learn has been
to actually work at the problem under
the supervision of a man who knows his
onions.

This practice has become standard
with many manufacturers of tv sets and
electronic components. In order to as-
sure themselves that their service dealers
are fully familiar with the intricacies
and special problems of new models and
new pieces of equipment, they gave set
up service training meetings, usually in
their own plant or at their showrooms
in different parts of the country.

At these meetings, face-to-face discus-
sions are held dealing with service
problems the dealers will have to know
and contend with during the coming
seasons. No other means of communica-
tion has been found which can duplicate
the effect of these personalized meet-
ings under the leadership of cracka-
jack technicians supplied by the manu-
facturer.

The knowledge gained at these ses-
sions filters down through the attending
dealer to the various servicemen he has
under his direction. In this way, the
dealer does his best to make sure that
any service problems that come up will
be handled by his men competently and
with a sure knowledge of the subject
rather than guesswork and prayer.

Electronic Service Only
The industry's good experience with

this type of training meeting can be
adapted and adopted by the service man
who does not sell tv sets or other fully
assembled products but rather confines
himself to straight servicing of electronic
equipment.

If he is running a one-man shop, he

has no problem, other than that he ha:
to be sure to keep up with the latest
trends, techniques and products so that
he can handle any eventuality.

But if he runs an operation where he
has two or three or more men working
for him regularly and putting in a full
day's work-or part time, for that mat-
ter-making service calls, then he has
an instructional problem on his hands
He has to devise some system to keep
his men acquainted with the latest pro-
ducts, their idiosyncracies, and the par-
ticular types of equipment or servicing
techniques necessary to do a fast, thor-
ough and efficient job.

The service training meeting, orig-
inated by the manufacturers, can and
probably should be a "must.' for this
latter type of operator.

Staff Meetings
Some shrewd service dealers make it

a point to allocate one early morning
each week for a staff meeting. During
this get-together the dealer invites each
man to discuss some of the problems he
has come up with during the preceding
week and how he handled the situation

It's surprising how a discussion of
this sort can give rise to ingenious think-
ing on the part of the men; they usually
come with a number of different solu-
tions to a problem and may well arrive
at an ideal solution which each one of
them can use in a similar situation.

This sort of brainstorming is very
good in itself. It keeps all the men on
their toes and thinking constructively
about improving the brand of service
they have to offer.

But in addition. it provides the per-
fect opportunity for the dealer to bring
up the subject of new products on the
market (a subject on which he should
take care to be very well informed in-
deed) and to analyze with his employees

the possible implications of that product
to their daily operation.

It is a good idea to have charts and
diagrams available to illustrate the sub-
ject. but in most organizations, the per-
sonnel know each other well enough
so that they can communicate readily
in speech alone. Particularly, if they
know their onions to begin with-and
a meeting of this sort is one very good
way to determine if a man does know
his onions or not.

The dealer should have as many train-
ing aids as possible at the meeting. The
ideal thing would be to have an actual
model of the piece of equipment under
discussion. To tear it down and put it
together again will give the staff a
knowledge of the equipment which ne
amount of discussion can match.

But this is seldom possible, especially
on brand-new models of tv sets of a
brand not carried by the service dealer
In this case the dealer can often re-
quest and get from the manufacturer
charts, circuit demonstration panels, and
other visual aids.

One thing the service dealer can do
for his employees: see that they arc
supplied with all the free literature and
illustrative material the manufacturer
has to offer. Some of the stuff can be
pretty enlightening. A subscription to
the best trade publications in the field
should he a matter of course.

Training Meetings
Training meetings of the sort de-

scribed herein can serve many pur-
poses. They are a refresher course on
material every man should know. They
are a morale -booster which gives every
service man the feeling of being part
of a group dedicated to increased effi-
ciency and better relations with the pub-
lic. They are an eye-opener and a mind -

opener, leading to the development of
new and better techniques and methods
of handling specific problems.

They can serve as safety valves, allow-
ing each man to sound off on matters
of particular bother to him-and gett-
ing other opinions on it. And, of course.
they serve as a constant reminder that
in the electronics service profession, as
in most others, the process of learning
is a continuing thing, and that the com-
petent service man today may be out-
dated tomorrow unless he stays up with
the latest thinking and knowledge.

All too often, a service dealer runn-
ing a multi -employee shop will be in-
clined to relax so long as customers'
complaints aren't coming thick arid fast
A weekly meeting with his men is 0
good insurance policy to have against
any such unpleasant situation.
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NEW ANTENNA STANDS OVER 1500 FEET

New Sacramento Broadcast

Antenna Ready For Fall TV
Combined Network Project To

Be A Boo To Over .1.000,000
Viewer. In Sacramento Area

A platform the size of a city lot is being erected 229 feet
higher than a quarter -mile in the air to serve the television
industry around Sacramento. This will he the highest man-
made structure in the West. It will extend coverage of the
three Sacramento -Stockton television stations which will
share this facility to approximately 4,000,000 Californians!

The three stations - KRCA-TV, Channel 3 (NBC);
KXTV, Channel 10 (CBS), and KOVR, Channel 13 ( ABC)
-each will have a non -directional broadcast antenna at one
corner of the giant triangular platform which measures 105
feet from point to point.

The tops of their antennas will be 1,549 feet above the
delta lands of the Sacramento River.

Prime contractor for the $1.500.000 project is RCA.
Tower fabrication is by the Dresser IDECO Co. and the
erection is being done by the MACCO Corp. Ground was
broken in November of last year and the stations expect to
begin operation from the new site late this fall.

30

The location was chosen by finding the approximate geo-
metric center of the population of the large inland Valley.
Nearest community is the sleepy (no longer!) little river
town of Walnut Grove. resting against the levees of the
Sacramento River. The ground at the tower base is only
one foot above sea level, seemingly a very illogical place
from which to attempt to broadcast. It was because of the
necessity to locate at the center of the populated areas and
with no nearby hills available, that it was justifiable to
build this man-made mountain out of steel.

The tower and its associated attachments provide a for-
midable array of statistics. The shipping weight of the steel
is approximately 31/4 million pounds. The rated wind load
of the tower is 50 pounds per square foot of exposed area.
corresponding to approximately 136 mph wind velocity. The
maximum thrust against the center pier is 2.795.000 pounds
maximum, and is designed for a moment of 6,011,000
pounds.
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The outer piers are located 1.025 feet from the base and
it takes 81/a miles of bridge cable to guy the structure. the
longest of which is one-third of a mile in length. The total
weight of the guy wires is approximately 300.000 pounds
and the project takes up about 60 acres of land.

Maintenance technicians will have access to the platform
on top by means of a two man elevator which will travel
up the center of the tower. The elevator will he remote con-
trolled from the cab by radio. and is to be equipped with
all the safety features of a conventional office building
elevator. Also located on the platform will be some of the
microwave receiving dishes and equipment to relay pro-
grams from the downtown studios. Heavy electrical circuits
are carried to the top in large conduit to power sleet -melting
devices on the antennas, if necessary.

The tower is banded alternately aviation reel and white
in 10 foot stripes. and is illuminated at 11 different levels
with red flashing beacons or obstruction lights.

The transmitters will be located in a large building at
the tower base and the energy is sent up the tower to the
antennas through huge co -axial transmission lines 61/s inches
ill diameter.

Promote Antennas

Television Dealers and servicemen in the Sacramento -
Stockton Valley areas and surrounding communities beyond
are quite interested in the impact on their business. Of prin-
cipal importance is the effect on antenna installations. and
orientation problems. The station engineers feel most orien-
tation problems now existing will be licked due to the com-
mon location of all three stations, and few. if any. new
problems of this type are apt to appear. Equally strong is
their conviction that this project will not mean the death
knell of future antenna sales. On the contrary. it should
stimulate new sales and many customers can now be per-
suaded to put up an ultimate type of antenna on a modest
rooftop mast and forget their receiving problems.

With elimination of crossover networks and multiple feeds
and arrays, the customer can be assured of good reception
at a better signal to noise ratio than ever.

The tower is located equi-distance from Sacramento and
Stockton and all three stations will put city grade coverage
beyond both cities. With equivalent signal strength from
the three stations at all locations, no longer will it be neces-
sary to critically adjust receiver age systems to accommo-
date all channels. Frequently in the past. one signal would
overload the set at an adjustment that would permit suffi-
cient signal from other stations.

Dealers To Feel Impact

Although more people than ever will be in a "rabbit ear
range" of the stations, the broadcasting station enginees dis-
courage the use of rabbit ears, favoring even the most
simple outside type instead. Rotor sales should spurt in
areas that before have had reception possible only from the
Bay Area stations. Enterprising dealers should begin now
to see how they may profit through promotion of antenna
work in these areas.

Thousands upon thousands of rooftop masts are in dan-
gerous condition, having ridden out nearly a decade of
winter storms. and are due for failure in the first fall storm
this year. This would be an excellent time to convince the
customer of the advantages of reducing the height of the
mast, substituting a more modern antenna, possibly with
rotor, and a complete new feedline system and new guy
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Engineer Al Kivisto
mot;ons to the hoist
operator.

anchor fastenings. Many of these antennas are in imminent
danger of falling into power company high voltage primary
lines. A prompt service call prior to the fall storm season
may even save some customers' lives.

The stations are daily being questioned about the exact
date of the switchover to the "big stick". At present. the
date is indeterminant. but it is expected to be sometime
about the latter part of October. In any event. the stations
are doing everything possible to make the date as early as
possible and will attempt to keep the dealers informed of
progress.

The workers need
no tranquilizers to
ease tensions of
high living. Lots of
fresh air up here.
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ilow to

AVE MONEY
on Freight

Shop owners. unlike many business
executives who have a large accounting
staff to keep an eve on short cuts to
save money. must do the job themselves
and because they have so very many
things to attend to opportunities to effect
worthwhile savings mac often be over-
looked.

One source of savings can be in
freight costs. Here are some methods
to save money on those freight costs.

Know Rate Schedules-Each of the
mediums of freight transportation has
its own rate schedule which is compli-
cated. but in many cases shipments can
be made more economically by one
form of transportation than another.
Such rate schedule are generally filed
%%ith the state corporation commission
or its equivalent and are open for public
inspection. In almost every instance
company agents will volunteer them.
Where the shop owner buys regularly
from a fixed source it pats to look into
such rate savings possibilities.

keep Shipments Above the Minimum
-Every form of major transportation
of freight has a minimum charge. One
hundred pounds of shipment can be

secured for the same price that will be
charged for 50 pounds. Careful plan-
ning for purchase orders eliminates this
extra charge. Ordinarily high transpor-
tation costs are paid on small light-
weight shipments-it pays to consolidate
shipments whenever possible to do so.
Freight charges mount where orders are
delivered in a number of separate ship-
ments rather than in one.

Specify Freight Handlers-Different
companies deliver with varying degrees
of efficiency in every area. Any supplier
will ship whatever medium the shop
owner specifies. It pays in the long run
to give business to the line offering
greatest service. which delivers with
maximum safety and minimum damage.

Damages Are Never Profitable-No
shop owner suffers anything but a loss
when damaged goods are delivered and
claim settlement has to be made. Avoid
damages by avoiding "damage happy"
handlers. Een though 100(:c settlement
is received no claim can compensate the
loss through inconvenience caused by

the unavailability of the damaged items
for use in the business.

Fight for Freight Allowances - As
business becomes more competitive sup-
pliers will seek advantages in securing
business. Freight allowances offer one
such concession which is a positive say-
ing. Whenever such concessions are ob-
tained they should be stipulated on the
order so that they can be charged hack
against the vendor.

Don't Absorb Freight Charges --
Where charges are set in accordance
with cost of supplies, freight charges
should always be considered as part of
the costs involved not part of the profit
allowance.

Always Use Speediest. Safest. Most
Efficient Means - How can we do this
and still actually save money when rates
are the same or perhaps more favorable
via less desirable shipping channels?
We do not need to store and warehouse
in large quantities when we can be as-
sured that such goods may be obtained
in a minimum of time. Many a firm
through study of this problem. has re-
duced its storage from 30 to 15 dap
supply which means less strain on capi-
tal.

Use Parcel Post on Small Items -
Ordinarily suppliers will ship orders on
routine through customary channels.
Some small rush orders can be more
economically delivered by parcel post

Look For Short Cuts-For example
one shop owner made an out -of -routine
purchase at a distant point. He checked
locally to sec if any transfer companies
had shipments to that area and faced
return to his city -dead-head" or with-
out a payload. He found one and was
able to get a %cry reasonable rate.
Truckers generally are more than satis-
fied if they can make expenses on an
otherwise 'dead -head- trip.

Check Freight Invoices Carefully
Shipping clerks are not infallable and
mistakes are made in figuring class of
freight. in assigning rate and in multi-
plication of figures involved. If a shop
owner will check his freight hills he
will undoubtedly discover one or more
worthwhile savings he could have made
by discovering such errors in time.

WHY?
HAS

THIS CHALLENGE

NOT

BEEN MET

BY

ANY

INDEPENDENT

CRT

MANUFACTURER?

It is quite obvious
to the industry

that the reason
this challenge has not

been met is simply because
CALVIDEO ELECTRONICS,

INC. is the only Independent
firm that can back

these standards with the
facilities, engineers

and PRODUCT!!!
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WE CHALLENGE
ALL INDEPENDENT

REPLACEMENT PICTURE

TUBE MANUFACTURERS TO

PUBLICLY MATCH THESE STATEMENTS

I. Calvideo Electronics Inc. states that each and every tube leaving its plant con-
tains 100% NEW PHOSPHOR SCREENS, ALUM INIZATION, CONDUCTIVE COATING, AND

QUALITY (fine grid aperture) ELECTRON GUNS. The only re -used portion is the envelope
which is carefully inspected to meet the standards of the new envelope. In other words,
these are all new except for the glass envelope.

2. Calvideo Electronics Inc. is the largest independent picture tube manufacturer,
supplying the replacement field, in the world. In its 50,000 sq. ft. (soon to be expanded)
plant, Calvideo employs the most modern, automated equipment to manufacture enter-
tainment and industrial cathode ray tubes.

PUBLIC NOTICE!!
It is unfortunate that dealers, distributors and consumers are unaware of the difference in picture tubes. Many
assume that they are purchasing tubes with all new parts except for the glass envelope . . . BUT THEY ARE
NOT! They are paying close to Calvideo prices and many cases higher for almost a totally used piece of
merchandise.

CALVIDEO IS PLEASED TO SEE AN AGENCY OF THE FEDERAL GOVERNMENT BECOMING VERY ACTIVE IN THE

PICTURE TUBE INDUSTRY IN AN EFFORT TO PROTECT ALL SEGMENTS OF THE INDUSTRY AND THE CONSUMING

PUBLIC FROM FRAUDULENT MISREPRESENTATION. DEALER . . . ARE YOU IN VIOLATION ? ? ?

IQUALITY+ECONOMY= PROFIT Calvideo
TELEVISION

PICTURE TUBES
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Mr.
Management

Off The Cuff Suggestions

That May Help You In

Building A Better Business

34

That's you. The man who had the courage to venture
into electronic service with eves clear, head high. sanity
suspected only by the wife's relatives and finances at best
subject to intermittents.

In this new feature. Mr. Management, we want
mainly to talk to you, sometimes for you. Listen
to us! Here you will find ideas that will spark
ideas in you that may change the entire pattern
of your business future-maybe even make you
successful and rich!

For years garages would take in your car, send away for
a muffler. put it in. taking about three days. and charge you
a fairly stiff fee. Then along came the Midas Muffler idea.
You bring your car in. They have all sorts of mufflers
there. The% take one out of stock. put it right in your car
while you %%alt. charge you possibly less. certainly no more,
than you paid the less convenient garage mechanic. Get
the idea? Think of Rayco, too, with convertible tops and
seatcovers.

Picture the ad: "A good. reprocessed picture tube
put in your set while you wait. Flat fees are-"and
then the various picture tube sizes and their prices.
no extras but the sales tax. The customer brings
the set to the shop. Can you do anything with that
one. Mr. Management?

Tie -Ins

Tie-ins are good business. If you know a fellow repairing
electrical housewares or major appliances and not doing
electronic work. and if you don't repair their kinds of
items. why not make a deal with them? You can reciprocate
by either (I) taking in jobs for each other. 12) accepting
phone business, or at least 13) distribute each other's cards
-and both be the stronger for it.

If you have an exclusive arrangement to do service
for a non -servicing retailer, are you giving him
all the help you can? Is there a big poster with
pictures of your shop. your equipment looking
complicated and expensive, your parts inventory
big and rangy, your men neat, capable and pro-
fessional? The salesman can use your service as a
clincher of many an order if you'll help him in
this way . . . And when it costs more to repair
a set than it's worth, do you tip the retailer off on
that prospect? A commission for bird-dogging
business is in order here and it sure builds good
will between you.

A certain big department store chain doesn't sell used
goods very heavily, just as an accommodation or for
special sales. Nor does it do any servicing. Their deal
with their service firm: Pay for reconditioning is in other
sets needing reconditioning. Only stipulation: That the
service firm not sell its reconditioned sets in the area that
would make the reconditioner a competitor of the depart-
ment store.

Floor Care
Floors are easier to keep free of parts dropped if
they're covered wall-to-wall with vinyl tile or lino-
leum and if the front legs of the benches angle
back to the wall rather than go down to the floor
... Off-white or (..hell paint makes a place look
cheerier. brighter than battleship gray . . . An
airhose turned onto a chassis before it's brought
into the shop promotes cleanliness.

Are you keeping up with the full, diversified patterns the
electronics field is taking so that you're alert to phases of
the business you may fit into your operation? Might be
worth your while to subscribe to Electronics News. 7 East
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12th Street, New York 3; Western Electronic News, 10373
West Pico Boulevard. Los Angeles &I; Electronic Industries.
Chestnut and 56th Streets. Philadelphia 39; Electronics.
330 West 12nd Street. New York 36. or Electronic Design.
830 Third Avenue, New York 22.

Don't "Bally Sit" Your Shop
One of the most dangerous ailments that can affect
a service dealer is that of being shop -bound. Get
out and pay visits to the other fellow and bring
him ideas that you've tried in your shop that
worked-to get more business. to beef up produc-
tivity, to cut operating costs. to increase profits.
Look for ideas you can use along these lines.
You'll he impressed by the ingenuity of some of
the fellows. And while Nou're there. invite them
into CSEA if they're not already members. It may
cement a life-long friendship.

Premium Rates
Some fellows are proud of giving immediate service-that
same day. If you do this, though. have the courage to
charge a premium rate. You're operating far more efficiently
if you give next -day service instead. That way your men
can get their eight to ten calls organized for efficient
routing before the service truck leaves the shop and you
make more money . . . Msn schedule the first call early.
That pre -first -call coffee session is money out of your
pocket.

Don't let it be a source of pride for your men to
repair every set in the home, unless you have a
mobile shop that makes this make sense. If the
repair job is going to take more than. say. I5
minutes. instruct your men to make it a shop job.
Remember. the longer he hangs around the house
tinkering. the dumber he looks to the customer!

Far too mane sere ice dealers are awkward and self-conscious
when confronted with their business records. This can be
biggest mistake you, as a businessman. could make. Work
out arrangements to get a monthly financial statement. Ask
questions of your bookkeeper, your accountant or your wife
-whoever keeps the hooks-until you know just what this
means in terms of your operational efficiency. It may be
necessary to cut personnel, to expand your selling effort.
to raise your rates. Have the courage to make the changes
your hooks call for. Never budget in the red. Look on
your books as you would the scoreboard of an exciting
football game you're quarterbacking. And call the signals
with courage and authority.

How far would those big store executives have
gone if they still thought of themselves as the
humble stock boys they may have been when they
first started with the firm? How much of a business
executive can you be if you still think of yourself
as the kid you once were repairing the neighbors
radio and operating that hard -come -by ham set?
Recognition of new and larger responsibilities is
a mark of maturity to be proud of. Set goals for
yourself and your firm and then work to attain
them. You can be bigger and more successful!
All it takes is re -solve and belief in yourself.

Look To The Future
There are many thousands of new electronic home instru-
ments being sold every week. All this business of ours can
do is grow. Know that you are part of a great industry.
the key man on whom its continuing success rests. You
have the potential and the opportunity for greatness. Go
on, attain it. You CAN, Mr. Management!

0
ru

0%
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CSEA CHAPTER NEWS
(Continued hrum Page Ill

BURBANK-GLENDALE

1'.41. Box 4012, N. Glendale Sta.
Pres.: Everette Pershing

Sec.: Ralph Singleton
Chapter Meets 2nd Thursday

Gene's Rest. Burbank

Mr. Al Jones of the General Electric
Company offered our chapter a tremen-
dous technical contribution %% hen he en-
lightened us on Stereo. P.M. Multiflex-
ing. its installation and problems. Mr.
Jones always has a well prepared lec-
ture and keeps the eyes and ears at at-
tention. A big thanks to Al for his fine
presentation.

Membrrship. operation cleanup, and
the new CSEA office in Sacramento were
discussed by President Pershing. Bob
Young and Ralph Johonott.

Next month we will have an extra
special meeting. Mr. Charles Wack from
RCA has planned a very elaborate color
lecture and demonstration. His plans
call for a 6 hour preliminart set-up of
equipment so lets turn out in force Octo-
ber 12th.

Ralph Johonnot

RIVERSIDE

P.O. Box 7431
Pres.: Emmett Mefford

See. Al Barber
Chapter Meets 2nd and 4th

Thursdays at Coolers
Furniture, 9571 Magnolia,

Arlington, Calif.

This month the chapter members were
guests of P.V. Electronics of San Bernar-
dino who sponsored a field trip to the
Pioneer Electronics Picture Tube plant
in West Los Angeles. The group was
transported by lius. with refreshments
being served and then toured the plant.
A most informative and educational trip
was the general comment of those at-
tending. Next month's meeting will he
the continued program by Mr. Dinnis
Nagle of a course in "business practices
and procedures."

Jim Williamson

DIABLO VALLEY

Pres.: Wesley C. Keys
Chapter Meets: 1st Tues.

of every Month
Last month our chapter had as it's

guest speaker Mr. R. H. Rush from Re-
tailers Credit Assoc. who presented a
credit report plan to the group. Under
this plan all had risk" customers will be
- - -

KEN PRESTON NAMED
SECRETARY OF CSEA

During the executive session of the
California State Electronics Association
Board of Directors meeting held Sep-
tember 23rd Mr. Ken Preston of Stock-
ton. California was named secretary of
the Association filling the vacancy left
by the resignation of Howard Bogue.

Mr. Preston is now serving on the
Board of Directors of the Association
and assumed his new position as officer
following the election by the Board. He
is a past Vice President of the State -
Wide organization and past member of
the Board of Delegates.

Last month we reported that Howard
Singer had replaced Mr. Bogue on the
Board of Directors and this was true but
he did not assume the position of Secre-
tary.

TELEPHONE SALES TIPS
Jock !%rhyrarts. Author.

Ibosr to Get More Business by Telephone"
I believe a smiling voice, the right
mental attitude, the will to believe
in yourself are the necessary ingre-
dients in developing a pleasing tele-
phone sales approach.
Everything you say must portray to
the customer that the call was made
with his interests in mind.
Who is your first customer? Why
the first customer the salesman
meets everyday is himself. By the
time he steps out of the door into
his activity of the day he has sold
himself on the kind of day he is
going to have. There are days when
all of us wake up in a fog of indo-
lence and low energy. On such days
we have to take ourselves in hand
as deftly as a sailor takes a rudder
and turns a ship around, but we
can do it.

reported to a central location and this
information published and sent to every
shop that is participating. The cost of
this operation would be nothing for the
first two months and from then on 300
per report in any designated area. All
in all. the reaction was excellent and it
was referred to a committee for evalua-
tion and recommendation. Next month
our guest speaker will be Mr. Don John-
son. Service Manager of Westinghouse.

Wesley C. Keys

SOUTH BAY
Hermosa Beach

I'res.: Lloyd Brown
Sec.: Harry Kiyomura

2nd and .Ith Wed. 8:30 p.m.
Rayon Cafe, Redondo Beach

Last month we held a joint meeting
between South Bay. Long Beach. San
Antonie and Los Certios Chapters of
RTTA & CSEA. Our guest speaker for
the evening was Mr. Don Paulin. Field
Engineer for Emerson -Dumont who
gave a very enlightening presentation on
Multiplexing and Transistor Circuits.
We certainly want to thank Mr. Paulin
who taking the time to address our
group.

Next month we will again hold a joint
meeting this time sponsored by the Long
Beach chapter RTTA-CSEA. The meet-
ing will be held at Body's Restaurant in
Lakewood at 7:30 for Dinner and 8:30
for the meeting.

Willard E. Gravel

COMPLAINT
STATISTICS

It is interesting to note that re-
cent figures released by the BET-
TER BUSINESS BUREAU in Los
Angeles shows that:

80% of all complaints received
name only 8 firms.

10% of all complaints received
name only 12 additional
firms.

This clearly indicates that over
90% of all TV Service Complaints
registered in the Los Angeles are
by the Better Business Bureau can
he attributed to only 20 firms. Re-
cent figures also show that there
now exists close to 2,000 service
dealers in the area ...

1% of all the Service Dealers
in the Los Angeles area
account for over 90% of
all the complaints.

Editor's Note: We suggest that you
clip this and place it somewhere in
your shop so that the public can
see it. Another suggestion is that
it be reprinted on possibly busi-
ness card size paper and given
away freely to the general public.
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NEW PRODUCTS

SENCORE TRANSISTOR .

Model TR-110. This unit completely
tests all transistors and transistor cir-
cuits. It tests transistors both in -circuit
and out of circuit. Both design and
maintenance engineers will find the
TR-110 a valuable test instrument not
only for trouble shooting but design
work as well.

With the TR-110 you can:
1. Test all transistors in -circuit with

a new unique AC Gain check.
2. Test all transistors out of circuit

with the AC Gain check or with
a more accurate DC current gain
and leakage check.

3. Read current gain Ibetal direct
for experimental.
work or for matching transistors.

4. Check diodes simply and accu-
rately with a forward to backward
ratio check.

5. Signal traces from speaker to an-
tenna with a special low impe-
dance generator.

6. Check batteries under opt -rating
condition. I Special clip fits be-
tween batteries for current check. )

7. Monitor current drawn by the
entire transistor circuit by an in-
dividual stage plan with an 0 to
50 MA current scale.

8. Automatically determine NPN or
PNP.

The Transi-Master is housed in an
attractive steel cabinet. complete with
carrying handle. mirror in cover for
viewing underside of printed board and
special transi-probe for making_ in -cir-
cuit checks. Set up booklet also lists
Japanese equivalents.

The dealer net price of the TR-110
is $49.5() and is sold at all leading parts
distributors or by writing. factory client.
Sencore. Addison. Illinois.

AFTER EXTENSIVE
STUDY
and experimentation. JED engineers
have succeeded in developing and mak-
ing practical the production of a tran-
sistorized antenna -amplifier -distribution

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

system well within the budget of most
moderate income families.

WHAT IT DOES

By virtue of its high gain, the Tran-
sis-tenna drives up to 1 television and/or
FM receivers simultaneously. giving
stronger. clearer reception. It enables
the metropolitan and suburban TV
owner to install a second or third re-
ceiver, yet save the cost of an additional
antenna installation. The Transis-tenna
also allows for up to 4 different indoor
or outdoor locations in the home where
the TV owner can connect his TV or
FM receiver and enjoy superior recep-
tion.

The high sensitivity of the Transis-
tenna improves the signal-to-noise ratio.
resulting in noise -free color reception.
This assures the elimination of impure
hues and the reception of truly repro-
duced color pictures.

The transistorized amplifier is mount-
ed directly at the antenna terminals.
amplifying the signal before additional
noise. snow, or other unwanted signals
are picked up by the downlead. This
innovation also eliminates the loss of
signal that might result from accidental
inclusion of quarter wave lines between
amplifier and antenna. The amplifica-
tion is as effective on the F\1 hand as
on the video channels. ON ing louder.
drift -free reception of weak I:N1 stations.

TWO MODELS OF
SILICON . . .

rectifier voltage double stacks as exact
replacements in late model TV sets.

Pt. No. V-584 replaces the voltage
doubler stacks in Philco and Dumont
TV sets. This number corresponds to
Philco #31-8017-2 & EIA 1\584. Pt.
No. V-1016 replaces voltage doubler
stacks in G.E.. Hotpoint, and Sylvania
TV sets. This model also corresponds to
EIA IN1013 & IN1016.

Both models are indivdually packaged
in plastic see-thru boxes with full techni-
cal instruction and are packed twelve to
an attractive yellow and blue counter
display box. Vidaire Electronics.

A NEW ADAPTOR .

that accommodates three new tube bases
. . . the 9 -pin Novar . . . the 12 -pin
Compactron . . . and the new 10 -pin
tube base . . . is announced by Seco
Electronics Inc. of Minneapolis. Desig-
nated adaptor No. 1171. it is designed
for installation in Seco's Model 107 tube
tester.

The size of the adaptor is 31/, inches
long by 23.4 inches wide by 3/4 inch
high. It fits neatly into the cord com-
partment of the Model 107 tube tester.

Price of the 107 adaptor is $1.95
dealer net.

The 107 adaptor comes complete with
22 inch 12 -wire cable ready for simple
quick installation. Full instructions for
installation are provided. Set-up data on
new tubes is also included.

PIN STRAIGHTENER
for 12 pin miniature tubes, from Col-
man Electronic Products. Amarillo.
Texas, is manufactured from tough steel
stock and Cadmium plated. so that it
will last a lifetime.

The straightener is engineered to
accept badly bent pins and straighten
them to close tolerances.

(Continued Next Page)
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NEW PRODUCTS
(Continued from Page 25)

A NEW CONCEPT . . .

in a simplified direct -reading DYNA-
MATIC 375 VTVM automatic vacuum -
tube voltmeter that provides quick,
direct. error -free readings without mul-
tipl\ ing. is announced by R&K !Manu-
facturing Co.. Chicago.

This unique instrument makes it
easier, faster than ever to read the exact
answer accurately on the correct scale,
without any reading difficulty. calcula-
tion. or chance of error. Simplifies true
reading of peak -to -peak voltages of com-
plex wave forms in video. sync, and
deflection circuits, pulse circuits, radar
systems. etc. Includes DC current ranges.
too.

In the DYNAMATIC 375 there is an
individual wide -view scale for each
range. and all scales are direct reading.
Every scale is the same full size and
only one scale is visible at any one time.
Once you set the range switch properly.
it is impossible to read the wrong scale.

l'tilizes a single DC -AC ohms probe.
anti -parallax mirror, and other features.
Includes a swivel stand which permits
tilting the instrument to any desired
viewing angle. or swings up as a con-
venient carry -handle.
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2 MDELS 7 AND
9 HIGH
Tuner TV Test Socket Tube Adapters.
For use with tuners having captive or
telescoping tube shields.

1. Peco's New 7 and 9 -HIGH Test
Socket Adapters solve problems
created by captive or telescoping
tube shields interfering with vol-
tage or resistance testing at tuner
tube socket contacts.

2. The New 7 and 9 -HIGH adapter

rises above the shields and elimi-
nates removal of tube shields or
tuner covers while testing tube -
pins for voltages or resistance and
places testing in the open. The
TALL and SLIM features insure
an easy. sure fit in the tuner
socket. The test tabs of the adap-
ter clear the tops of captive or
telescoping tube shields.

3. All construction is the highest
quality. Interelement distributed
capacity is approximately 1.5
micro -micro fared. Voltage break-
down elements exceed 1800 volts
AC or DC. The insulation resis-
tance exceeds 5x105 megohms at
40% R. H. at 24° C.

I. Available through local Radio TV
Parts Distributors. or Contact
Sales Manager Carl Musarra. at
Pomona Factory. NAtional 9-9549.

A NEW LINE
of electronic chemicals and finishes in
16.4 oz. aerosol spray cans has been
introduced by The Sargent-Gerke Co.,
Indianapolis.

Known as the Sargent line, it fea-
tures a red insulator. tuner cleaner, and
gear and parts cleaner developed in co-
operation with leading electronics labor-
atories. In addition, the line includes
a degreaser. clear acrylic plastic. pene-
trating oil, squeak stopper, enamels,
lacquers. metallics. engine enamels,
stop rust and specialties. A removable
plastic extension tube is included with
each cleaner for pin -point applications.

All products are produced and pack-
aged by Sargent-Gerke. a pioneer in the
aerosol chemical field.

The line is sold through electronic
parts distributors.

FIVE F.M. STEREO
Multiplex Inductors are available by
the J. W. Miller Company, Los Angeles
3. California. These shielded inductors
with dimensions of 3/4" sq. x 1.7/32"
high are a series required to construct
a complete Multiplex unit.

Supplied with each inductor is litera-
ture that offers valuable information on
the theory of Stereo Multiplex includ-
ing a diagram with a parts list for easy
construction.

Literature is available by writing
J. W. Miller Company. 5917 South
Main Street. Los Angeles 3. California.

AN ELECTRIC CURRENT . . .

rectifying device. 50 per cent smaller
than its predecessor because of new
super thin cells stacked like pennies in
a paper bank wrapper, has been devel-
oped by General Electric and priced 15
per cent lower.

H. W. Gebhardt, western region man-
ager for the Company's rectifier com-
ponent products. said the miniature
selenium rectifier called Vac U Sel*,
basically an electronic device that
changes alternating to direct current,
will accommodate as much as 15,000
volts and block reverse voltage of 31,500
volts.

The smaller dimensions combined
with voltage capacity equal to that of
the previous line. according to Geb-
hardt. makes the new development par-
ticularly desirable for applications such
as motor controls. radar power supplies,
and (ion I generators where reliability
is also important.

A new paper -base. phenolic housing
for the thin cells has nearly twice the
dielectric strength of glass melamine
used before, the G -E manager said. The
new cells will operate at 130 degrees
C and have the ability to recover from
voltage transients. They are made of
.010 -inch thin aluminum stock.
*Registered trade -mark General Elec-
tric Co.

NEW POLE -LAMP TV
ANTENNA
by Snyder Manufacturing Company,
22nd and Ontario Street, Philadelphia
40, Pennsylvania. is newest indoor TV
antenna to be introduced since Snyder
introduced its patented "Directronic"
system of selection for each station.
The new antenna has at least four times
the gain of any other indoor antenna,
and includes the "Directronic" system
of selecting position for each channel.

The PoLampTenna stands firmly be-
tween floor and ceiling, and an exten-
sion is available for higher ceilings.
It also can he moved easily with a
portable set from room to room. Priced
to sell for $19.95.
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CURRENT LITERATURE AVAILABLE
FROM ROBINS
A new tape recording replacement head
guide listing replacement heads for tape
recorders made by 38 U.S. manufac-
turers. The guide makes available for
the first time a listing of replacement
heads for Revere and Wollensak re-
corders. It sells for 50c. The guide is free
to service -technicians and industrials.

The 16 -page refernce guide has three
sections:

A cross reference listing the new
Robins M/M replacement and conver-
sion heads for models of older Michigan
Magnetic heads and the heads of other
manufacturers.

FRoll I'RENTICE-HALL . .

Walter Burns, well known to R.T.A.
C.S.E.A. groups through his talks on
pricing during the past 10 years. has
just published a completely original book
on service selling. Prentice -Hall. Inc.. the
publisher. expects it to revolutionize sell-
ing concepts that have remained un-
challeneged for the past half century.

Burns has an unusually interesting
theme. He suggests that the same princi-
pals apply to 'WI.% ire selling as apply to
making love. Further he feels that most
salesmen zig where their competitors
zig-when they should really be zagging.

I How Six Selling Secrets Jumped Nlv
Income From $85 To 81100 A Week;
Prentice -Hall. Inc.. Englewood Cliffs.
New Jersey-- $5.95)

There are few men in electronic serv-
ice and sales who will not benefit from
this exciting book.

Burns is scheduled to address the As-
sociation of Electronic Distributors at
the Rodger Young Auditoriton. the eve-
ning of September 13 and the National
Electronic Representatives Association's
annual convention at Miami next Janu-
ary 24.

FROM LANSING 
comes a 30 -page pocket-size brochure on
its J131, loudspeakers and loudspeaker
systems. publication SC 509.

The first part is devoted to extend
ranger speakers, low frequency drivers.
high frequency drivers and horns and
dividing networks.

The second half of the catalog is given
over to JIL loudspeaker enclosures.
starting with the class featured Paragon
and Metregon stereo reproducers and
more than a dozen smaller sizes. each of
which is available with or without its
own complete sound system.
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FROM BETTER
PACKAGES
An "idea" booklet, geared to help man-
agement increase efficiency and cut costs
of its packing and shipping operations,
has been published.

"20 Tested Methods to Improve Pack-
ing and Shipping Operations- is a 16 -
page illustrated booklet containing tips.
ideas and suggestions for shippers. The
publication includes chapters on safety.
savings. product protection. proper
maintenance of equipment and lists. as
well. several new techniques in packing
and shipping developed by Better Pack-
ages. Inc.

The booklet has been developed and
made available to management as part
of Better Packtittes "Service to Indus-
try- program. It may be obtained on
written request to Better Packages. Inc..
Shelton. Conn. or obtained through the
company's Regional Distributors.

FROM HARMAN-KARDON
An illustrated catalog describing the new
COMMANDER SERIES of public ad-
dress amplifiers and systems is now
available.

The catalog details the features and
applications of 12. 35 and 101) watt
amplifiers: a phonograph top common
to all units: locking panel covers; and
a combination miser preamplifier. The
catalog also includes list price for each
unit.

Write to: Commercial Sound Division.
Harman -pardon. Inc.. Plainview. N.Y.

Catalogs will also be available et the
New York High Fidelity Music Show.
September 13. when the public address
units will be previewed by dealers and
distributors.

FROM SYLVANIA . . .

A new catalog which lists the mechanical
and electrical characteristics of a variety
of ferrite devices including a dc -block,
tee circulators and waveguide and co-
axial isolators. has been announced.

H. A. Stonesifer. product sales man-
ager of Sylvania's Microwave Device
Division, said the new catalog contains
the model numbers, frequencies, isola-
tion and insertion loss, VSWR. power
levels. dimensions and prices of more
than 51) ferrite units.

Included in the catalog is information
on devices that operate in the 1-Gc to
21-Gc frequency range. according to Mr.
Stonesifer. Isolation as high as 80 (lb,
and insertion loss as low as 0.2 db are
reported. he added.

Copies of the ferrite device catalog are
available from Sylvania Electric Prod-
ucts Inc.. 1100 Main Street. Buffalo 9,
N.Y.

FROM CENTRALAB . . .

Catalog 100. Centralab's latest catalog
of components for the service and distri-
butor markets. is now available.

The 16 -page illustrated booklet gives
detailed specifications and prices for
some 10 lines of Centralab's controls,
switches. ceramic capacitors, and PEC®
packaged circuits. Also included is a
full range of control. switch. capacitor,
and packaged circuit kits. All items are
indexed inside the front cover of the
catalog.

For quick reference. two control taper
charts are provided. one showing stand-
ard resistance curves. the other. standard
tapped resistance curves.

For copies of this new catalog. write
to Centralab. The Electronics Division of
Globe -Union Inc.

FROM EIA . . .
comes "A N --w World of Broadcast
Sound-The Facts about FM Stereo Re-
cention."

The booklet was prepared under the
sponsorship of the EIA Consumer Prod-
uct, Division as part of a program to

possil,le confusion about FM
stereo among dealers. broadcasters. and

nnoklets can be obtained from
VIA al 1721 De Sale: St.. N.W.. Wash-
inaJon D C.

"ROM rE 
Tubed and transistorized VHF two-way
radios in powers of 100 watts and less
are featured in a new publication.
ECR-901. available from Section P. Gen -
oral Electric Communication Products
Department. P.O. Box 1197. Lynchburg.
Va.
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Pictured here are ERA Palm Springs Conference
Committee Members. Standing, left to right are.
Wes Alderson, Rules & Regulatio Is; Bert Moore,
Room Assignments; Norm Marshank, Finance;
and R. L. Stone, Attendance. Sitting, left to
right: Jack Carter, Conference Chairman; Ellard
Strassner, Scheduling; and Mark Markman,
Facilities.

ERA CONFERENCE
RESERVATIONS EXCEED
EXPECTATIONS

The list of electronic manufacturers
who have already signed -up for the 2nd
Bi-Annual Palm Springs Conference
sponsored by the Southern California
Chapter of E.R.A. is considerably larger
than anticipated as of this date. accord-
ing to Jack Carter. chairman of the
event.

"If the present rate of sign-up con-
tinues.- said Carter. "there is little
question that total attendance will be in
the neighborhood of 500 manufactur-
ers. distributors. and representatives:*
Carter estimated that he expected ap-
proximately 100 manufacturers to par-
ticipate. and urged all manufacturers
who had not vet submitted their reser-
vations to do so not later than Sept. 25.
Invitations to Distributors will be mailed
approximately October 1.

The event. featuring business sessions
and a social program. will be held at
the Riviera Hotel in Palm Springs.
February 3-6. 1962. The conference
will kick off "Western Electronic Week"
and will be immediately followed by the
Pacific Electronic Trade Show in Los
Angeles. Manufacturers exhibiting at
the PETS Show will he invited to par-
ticipate in the conference as guests.

MESD TO PUBLISH
DIRECTORY OF
ASSOCIATION MEMBERS

Modern Electronic Service Dealer was
given the authority to publish the first
complete Directory of the membership
by the CSEA Board of Directors.

This Directory will be pocket size,
for ease in use, and will contain in-
formation concerning every chapter, its
officers and member shops. These Di-
rectorys will be distributed to every

INDUSTRY NOTES

TWO MORE STATES ENACT

TV TUBE LABELING LAW

Ohio and Pennsylvania have joined New York in
labeling of TV tubes and their cartons.

Following on the heels of New York's
owners against misrepresentation of TV
picture tubes, the Ohio and Pennsyl-
vania laws make essentially the same
requirements:

11.1 No tube other than one using all
new parts and new glass can be
represented directly or indirectly
as a "new" tube.

121 The picture tube and its carton
must be labeled to show the true
quality or condition of the tube.

131 The marking on the tube may
only be removed by the pur-
chaser after the tube has been
purchased.
Television servicemen must fur-
nish a written statement to tb.
customer stating the true quality
or condition of the tube furnished
to the customer. even though the
tube is marked as required by
law.

The three states represent 21 per cent
of the total S. population and pur-
chase 23 per cent of all the replacement
TV tubes in the nation.

"The new laws will be of benefit to
both the legitimate technician and the
consumer.- said Wayne Prather. presi-
dent. The Federation of Television
Radio Service Association of Pennsyl-
vania.

Vern La Plante, president of the Tele-
vision Electronic Service Associations
of Ohio. added. "This should definitely -
improve customer -serviceman relations
by giving the technician an easily iden-
tifiable source of creditability so his
customer can see he is getting exactly
what he is paying for."

In New York where the law has been
in effect for almost a year, Robert Lar-
sen. executive director of the Radio and
Television Guild of Long Island and
past president of the state organization
of TV technicians, commented. "A sur-

dealer in the state, whether they are
a member of CSEA or not, and will
act as a reference and referral guide
as well as a handy useful roster.

Complete information will be com-
piled over the next three months by
the Executive Secretary with the hook
being published right after the first of
the year.

enacting laws for the proper

enactment of a law which protects TV

prisingly large number of people are
aware of the law and are quick to recog-
nize that it is being adhered to by our
association members. -

11. B. Nelson. Manager. Trade
Relations. for G -E's Electronic
Components Division sent out a
set of promotional suggestions for
radio -TV service associations to
create service business and up-
grade the independent TV service-
man's image in the eyes of the
public. These are in conjunction
with the "Operation Test Pattern -
TV Tune -I. p !leek campaign G -E
is backing. .4mong his suggestions
for promotional activities which
could be programmed fur the first
week in October are:

I. Offer association assistance
to children's hospital. old
folks' homes. etc.. by provid-
ing free tune-up during Sep-
tember 30 to October 7. Hare
mayor or civic officials en-
dorse this activity.
In markets beset by foreign
competition have civic -mind-
ed association officials pro-
clain "Baseball Tune-up
If eek" as a true .4merican
activity.

3. Consider a baseball parade.
Independently or combined
with county lairs.

d. Enlist cooperation from TV
and radio stations in carry-
ing a message 01 free com-
munity service to churches.
hospitals and other non-profit
organizations.

5. Organize a municipal clinic
as central marshalling point
for collecting old radios and
TV's for people on relief.

6. Get an official front chil-
dren's hospital or old folks
home to state publicly his ap-
preciation for the associa-
tion's activity in repairing.
no -charge, sets for these in-
stitutions.
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A
Pictured here is an artists rendering of the new
JFD plant.

it'D OPENS NEW 1'LAN7'
IN OXFORD, N.C.

Albet Finkel. president of JFD Elec-
tronics Corporation. announced that his
company has completed plans for the
construction of an antenna manufactur-
ing plant in Oxford. county seat of
Granville County.

The 25.0(1(1 square foot office and
manufacturing plant will contain com-
plete engineering and production opera-
tions for the companys world-famous
line of indoor and exact replacement
portable television antennas. All manu-
facturing of these products. formerly
situated in Brooklyn. N.Y.. %%ill be con-
solidated in the new plant. The new
building will be located on a 10 acre
site in Oxford. Granville County. 17
miles northwest of Durham and 23 miles
north of Raleigh.

JFD-Southern. Inc.. is the first in a
series of nation-wide expansion moves
undertaken by the parent company. JFD
Electronics Corporation. to provide their
distributors and dealers with more effi-
cient service in today's increasingly com-
plex marketing operations. The adequate
availability and proximit% of necessary
manpower and moderate climate condi-
tions will insure high. uninterrupted
year 'round production. JFD manage-
ment officials stated.

(L to R) Harvey Finkel, vice-president, produc-
tion, JFD Electronics Corp.; Morris Goldberg,
plant manager, JFD-Southern, Inc.; Albert Fin-
kel, president, JFD; Edward Kinkel, vice-presi-
dent, sales, JFD; and Jerry Berger, manager,
contract division, JFD, reviews plans for JFD-
Southern, 25,000 square foot TV antenna plant
in Oxford, N.C.

RAYTHEON COMPLETES
PURCHASE OF CBS FACILITIES

LowELL. `.1Ass.-Raytheon and CBS Electronics have agreed on the essential
terms for the purchase by Raytheon of the real estate, physical facilities. and cer-
tain inventories here from CBS Electronics. it was jointly announced 1)% Richard
E. krafve. president of Raytheon Company and Clarence H. Hopper. president of
(:BS Electronics.

The agreement was reached following
CBS Electronics' decision to discontinue
its semiconductor operations.

CBS Electronics has established a

special personnel unit to assist its em-
ployees in finding new positions %%hen
manufacturing operations at the [Ansel!
plant are terminated within a few thus.
Raytheon also has agreed to assist CBS

Electronics' employees in findinig jobs
at existing nearby Raytheon plants.

\o date can be fixed for the start of
any Raytheon operations at the Lowell
facilities until after the purchase has
been consummated. This is not expected
until mid -October.

The modern 200.00 -square -foot plant
is located here on a 15 acre site.

for the
ELECTRONIC

TECHNICIAN

Now! The TV -Radio -Audio Replacement of the Future!

THE

MARK VII.

SILICON

RECTIFIER
replaces
all existing
types.

'type no. 5A4-95
750 mil minimum
50 arrp surge

ACTUAL SIZE ilf

NOW! FROM SPACE AGE TECHNOLOGY. An
important development brings you a single rec-
tifier that replaces all other rectifier types. This
development is as significant as the introduction
4 years ago of silicon rectifiers, which have come
to be almost universally used in TV -Radio -Audio
circuits.
NOW! HIGHER RATING-SMALLER SIZE. The
IR "Mark VII" is rated at 750 mil minimum and
has a surge capacity of 50 amps. Looks like and
is no larger than a half watt resistor. Insulated,
completely safe; can't short to chassis.
NOW! CARRY ONLY 1 RECTIFIER. For every
replacement, the Mark VII fits anywhere selenium
or silicon rectifiers were originally used. Long
lasting, easy to solder due to pure silver leads,
fully guaranteed. -Sets a new break -through in
reliability, and in price.

SPECIAL INTRODUCTORY

"MONEY BACK GUARANTEE!"

2 FREE
RECTIFIERS

with purchase

of 5 Pack

Buy 5 Mark VII Rec-
tifiers get 2 free!
Use the 2, and if they
do not meet all the
specifications that
we state, return the
5 and receive the
full purchase prce.

KANSAS STREET EL SEGUNDO, CALIFORNIA
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P C O I PA R T S
PICTURE TUBE SAVINGS

WHOLESALE ONLY!
DIRECT MANUFACTURER TO

THE DEALER ON
TOP QUALITY - FIRST LINE TUBES

ALL SIZES - ONE YEAR GUARANTEE
LOS ANGELES

3660 W. Pico Blvd.
RE 1-2177

LYNWOOD
10906 Atlantic

NE 9-6248

EAST LOS ANGELES
5916 Whittier Blvd.

PA 1-2907

BUSINESS OPPORTUNITIES "-IELP WANTED

RADIO & I \ SALES Sc SERVICE,
esrab. 7 scar.. Illness forces sale. 2
yr. lease. Invent. approx. $3,800.
Sac. $4,000 cash. (L.A. area). DI
0-3770.

RETIRING DUE TO 11 EAI:1 ti
Selling one 111311 .1. V business. Animal
$17,000 net. Crime -free 111r. in cool 11.1

area. Retiring in lune. 41;s. Abel Ave..
Palo Alto.

HOW TO USE

WANT AD PAGE
TO PLACE AN AD:

BY PHONE: In Los Angeles call
AXminster 2-0287. (This is the
number of the Classified Dept.
only) ask for NANCY BROOKS.

IN PERSON: Come to 4041
Marlton Ave. in the Crenshaw
Shopping Center, next to Bar-
ker's. (This Address is for the
Classified Dept. only.)

BY MAIL: Send your ad to
ELECTRONIC SERVICE DEALER

Classified Dept., 4041 Marlton
Ave., Los Angeles 8, Calif.

RATES

95c PER LINE, one time.
MINIMUM: 5 lines.
CONTRACTS: Apply for rates at
AXminster 2-0287.

BOX NO.: Add 50c service
charge; ard a! ow 2 lines for
reply add:ess.

RE -RUNS: 2nd and 3rd times.
less 10% erh, 4th and there-
after. less 15% each. Same
copy.

HEADLINES, ETC.: Large head-
lines, box borders and 2 -col.
ads available at modest charge.

"POSITIONS WANTED": Less
15%, payable in advance.

SALESMEN
,11 to major space age con-.panits

I .V. repair salesmen with proven
-ales ability have become successfu!
V.11,OR salesmen, selling advanced
It etronic products. Excellent futuri

m. d opportunities. Age about 30.

Fall burns at CR 4-6771
Valor Instruments Inc., Los Angeles.

POSITIONS OFFERED

V. TECIINICIAN
for leading U.V. mtgr. Require. strong
background in T. V. work or good
knass ledge of eireuitrs.
rc:cific Mercury Electronics

0345 Hayvenhurst
Oepulveda, Calif.

TELEPHONE SALES TIPS
Jnek Schwarts. Author.

"Bow to Cer More Business by Telephone"

Make your telephone presentation
your own.
In spite of the proved efficiency of
the standard presentation, it must
always he remembered that it is the
individual person who is to deliver
this presentation, not a mechanical
robot. There a little, but not radi-
cal alteration of the standard pre-
sentation to fit the salesman's per-
sonality, is the best advice.
It should easily he apparent that the
way trthur Godfrey would make a
presentation, should and would
genuinely differ from a presenta-
tion by !4pencer Tracy.

FOR SALE

* USED-TV'S *
WHOLESALE TO

DEALERS
tl SE FS Ili it ISE

I RI tkl
I IS

AN) \5 DERE
I V 151:DE It RS

41/211 'IV. 1'I ('I ), I...\.
 F. 1 e.622

SERVICES

TV TUNERS
REiwilx OR EXCHANGED

ALL MAKES - ALI. MODELS
$9.95

1...1. TUNER EXCIIANGE
4611 W. Jefferson

Los Angeles 16, California
RE 3-9169

BUSINESS OPPORTUNITIES 

MAJOR Electronics Co.,
mfg. Citizen's B a n d
radio, accepting applica
tions from established
communication Service
Centers for Sales
Franchise. F.C.C. Class 11
License & adequate test
equipment required. Ap-
ply in writing, stating
qualifications. Box 15 Q
19, 4041 Marlton Ave.,
L.A. 8, Calif.

WRITE YOUR OWN WANT AD

Blind Box No.? _Run for_ _

I low large do you want ad?

NAME

ADDRESS_

CITY

11:

ZONE STATE

Signature

Clip Out and Mail to NANCY BROOKS, 4041 Marlton Ave., L. A. 8, Calif.

HOW TO WRITE YOUR AD:
Figure approximately 6

words to the line.

RATES: $.95 Per Line. Minimum
Ilye lines.

DiSCOUNTS: Less 10% 2nd &
3rd times; less 15% there-
after.

BLIND BOX NO'S: Add 50c.

POSITIONS WANTED: Less
1 5 % ccoh with order.

NANCY BROOKS

Classified Ad Manager
Phone (Los Angeles)
AXminster 2-0287
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fro.
THE "FIRST IN QUALITY"
CLEARLY PRINTED ON ALL
RAYTHEON TUBES

GUARDS AGAINST CALL-
BACK LOSS...ASSURES
ALL YOUR CUSTOMERS OF
HIGHEST QUALITY SERVICE

RAYTHEON COMPANY
DISTRIBUTOR

Crest Electronics Suppliers
2001B -larboa Boulevard
Costa Mesa, California
Dow Radio Company
1759 last Colorado
Pasadena, California
Radio Farts Company
2060 India Street
San Dii go, California
Santa Om Electronics
832 4th Street
Santa Ana, California

U. R. E. Electronics
122 S.ith Pomona Avenue
Fullerton, California

Gook Electronics Company
210 E. Hardy Street
Inglewood, California

NORTHERN CALIFORNIII
486 El Camino Real. Redwood City

EM 9-51,66

Elliott Eiectronics
12189 Ficnt Street
Norwalk, Cal farma

Ford Electronics
8431 Cormonwealth
Buena Park, California

G S. M Wholesale Electronics
5651 N. Rosameac Blvd.
Temple City, California
The Henderson Company
628-30 M. Alvarado Street
Los Angeles, Ca!Horn a
Jan Electronics
803 E. Poseerans Boulevard
Compton California
Logan's Electronics
937 N. Pacif c Avenue
Glendale 2, California

PRODUCTS DIVISION
DISTRIBUTED BY

Mid -State Wholesale
Electronic Supply Company
467 Hill Street
San Luis Obispo, Calif.
Orvac Electronics
112-B East Orangethorpe
Anaheim, California
Sampson Electronic Services
843 Colton Avenue
San Bernardino, Calif.
Tag's Radio & Television Supply
14530 Calvert Street
Van Nuys, California
Valley Radio Supply
1134 33rd Street
Bakersfield, California

Video Suppliers
14526 Crenshaw Boulevard
Gardena, California

California Regional Offices
SOUTHERN CALIFORNIA

225 No. Van Ness Blvd., Hawthorne
PL 7-4186

West Covina Woolesale Electronics
610 South Sunset
West Covina, California
Wholesale Electronic Specialists
482 Broadway
P.O. Box DD
Cathedral City, California
Lee's Electronic Supply Co.
1111 E. Belmont Avenue
Fresno, Califorri 3
Military Electronics Supply
1988 Fremont Street
Seaside, California
Pennisula Electronic Supply
656 South First Street
San lose. California
UNITED RADIO & TV SUPPLY
1403 W. San Carlos Street
San lose, California

Radio Television Products Company
2012 19th Street
Sacramento 18, Calif.
Radio Television Products Company
W. 6th Street at Orange
Chico. California
Radio Television Products Company
3943 S. Market Street
Redding, California
Sacramento Electronic Supply
Company
1219 -5" Street
Sacramento 14, Calif.
Styles & Engleman
2255 Bancroft Avenue
San Leandro, California
Affiliated Electronics & TV Supply
1550 Howard Street
San Francisco, California
Dealers Electronic Supply
800 Broadway Street
Eureka. California



"STRIP"
and

"STRAP"
...your 2 key words to profit protection

"Strip" is the new BIKINI CATHODE
construction. "Strap" is the new
FRAME GRID design. Both ... devel-
oped by Sylvania . . . are creating new
excitement, bringing new performance
standards to TV sets.

BIKINI CATHODE a precast film -strip
of active materials is bonded, by a
special Sylvania technique, only to the
2 flat surfaces of the cathode sleeve.
Results: eliminates stray emission from
the sides of the cathode for improved
cutoff and noise characteristics, en-
hances tube -to -tube uniformity, mini-
mizes grid -to -cathode arcing.

STRAP FRAME GRID - grid lateral
wires are solidly supported by a sturdy,
ladderlike construction enabling use of
ultra -fine wire and tight spacing
between grid and cathode. Results:
reduces possibility of grid -cathode
shorts, decreases microphonism and
noise, provides unusually high Gm ...
higher performance than ever before
available in tubes for TV sets.
Sylvania 4EH7 and 4E17, 6EH7, 6EJ7
and 6ES8 now feature the advantages
offered by BIKINI "strip" CATHODES
and STRAP FRAME GRIDS. So,
when the time comes for replacement
of those tube types, protect your service
profits by installing SYLVANIA. At
your distributor's now!
Electronic Tubes Division, Sylvania
Electric Products Inc., 1740 Broadway,
New York 19, N. Y.
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