














“"Having been 2 member of Phiteo
Factory Supervised Service since its
heginning. the only comment I ¢an
give is chac its standards of qualif-
cation have been reduced to the puiat
where anyone with $4.50 can become
a member. Therefore, to me it 1s be-
ginning o lose s prestige.”

Yirn La PLANTL.
Chairman
Elecrronic Technicians
Assaciatton of Toledo

Editor's Nuote:

Philea must rely an its Distributors
1o screen applicants for PSS nieniber-
ship. Each applicant must bave the
nevessary technival background for ef-
Jicient servicing of Philco preducts be
[ure he can qualify for menbership, If
we, at Philco Service Headgquariers,
receive numerans camplaisnts Jront con-
stprers in regard by the .g(:mhﬁfaﬁom
of any one particular individual, we
discuss the case with the Distributor
Aervice Manager concerned and decide
tehether ar not his membership shauld
be discontinued.

Our stasdards of acceptance today
are even miore siringent than they were
i the 305 1with aur RMS (Radio
Manufacturers Service) organization
and the 405 with nur PHIL( () SFR1 -
ICE organization.

incidentally. the $4.50 fee has linsle
tn do with the accepilance of menmbers
becanse Phifco does not solicit members
Jor monetary gaim, Actually $4.50 is
only a token fee since we supply pro-
motional material and service training
and information worth well orver four
times that anmount to each member
each year.

As a point in view. our color tele-
1isian teathook, 1o be isswed to all 1956
electronse members. costs $5.00 afone.
In addition to this the §0-bour Color
Television School program te be con-
ducted by each of our Distributors
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during 1956 could not be obtained
anywhere fur less than severafl hundred
dollars. These are only tien instances
where the technician gains by bis PFSS
membenbr}b. As you can easily see, the
$4.50 membership fee cannot hegin to
cover the cost uf the many benefits vou
receite.

"No moee harr’ advertsing or
‘price ads’ can be used by TV repair
shops who employ the vellow pages
of the classified relepbone direcrorics
throughout the Los Angeles arca.

“Servicing well over one million
subscribers. the Pacific Telephone
Co. and the General Telephone Co.
cooperated with the R.T A, t Radio
Television Technicians’ Association)
and the Los Angeles Berter Business
Bureau in ‘cleaning up’ this impor-
rant media of TY service adver
using.’”

Herp SuikiN,

Secretary, Bay Area Chaprer
Rapio Trisvision
THHNIOIANS ANOCIATION

To All TV Servicemen,
Sclf-Emploved or Otherwise:

"As time passes, more and more
complaints from customers concern-
ing sales and service are coming to
light for which we are all directly
or tndirectly responsible. | will enum-
erate a few so that you can sece the
foolhardiness of maintatning such
poor public relations.

“"Servicemen who knock other
technicians in the hope of boostung
their own egos are very much mis.
taken. The customers gencrally take
such statements to hearr and lose con-
fidence in all TV technicians. Such a
condirion exists today due to the dis-
honest newspaper publicity and ad-
vertsing of a few gyps and swindlers.
The public will begin to feel thar all
servicemen fall into this cut-throae

category. Rather than condemn a fel-
low rechnician, isa’t it berter to say
lictle ur nothing, eflect repairs o the
best of your ability and show what
you can do? A few words can soothe
an irate televiewer by explaining that
breakdowns can happen ar any dme
and that the vompany who serviced
the set. or appliance. did not pue-
posely fix t¢ so 1t would last only a
few days.

“Then there is the fellow who
thinks A.B.C. sces are no good: only
the TV ser or appliance of which he
1s fond, will sausfy the cusiomer.
Many tumes my customers tell me
that someone told them cthat a par-
ticular maanufactnrer’s products are no
good! We know thar all products are
good, but no herrer than rhe service
behind them after the sale has been
made. Perhaps we do have favorites,
We can't help it, we're human. Den't
scll any product on the basis that
other products are no good. Sell them
on their features. their qualicy 2nd
performance. I yvou do sell them on
that basis. vour customers will be
happy and so will you.

"It has been said chat servicemen
are not pood salesmen and vice versa.
That may be true. If so, it’s ame that
we, as technicians, should begin us-
g our heads for more than hatracks
and become adulrs, instead of adoles-
cears, in handling customer relations.

"1 have bten 3 member of PFSS
for several years now and it's worth
many. many amds the cost. The tech-
nical information is priceless. How-
ever, 1 feel that a column should be
m(:()rpﬂrattd showing all servicemen
that they must be businessmen in
order to survive, and that they are
entitfed ro the livelihood they e-
serve, from this, 2 leading skilled
trade.”

F. E. SILVERMAN
Hartford, Conn.

"1 have greatly enjoyed reading
your magazine for many years and
have found each issue intcresting as
well as informative. Your service bul-
letins present clear, derailed informa-
tion and are a grear 3id 10 solving
technical problems. I keep all your
data on file for future reference and
at times review it o refresh my
knowledge. 1 hope vou will always
continue with this line of instruction
and good. clear-cur information.”

EriC DECORDOV A
Poughkeepsie. N, Y,









