
FINANCIAL AND PRODUCTION NOTES 

CECo- Assets on Oct. 15, $2,500,000. 
Same date 1924, assets $24,000. Sales ten 
months ending October 31, $2,168,902. 
Same period 1928, sales $877,684. Earn- 
ings per share twelve months ending 
September 30, $6.37. 

PERRYMAN -Sales September $176,602, 
October $230,000. Sales October, 1928, 
$126,000. Production in October, 15,000 
per day. Production of screen -grid tubes in 
October, 5000 per day. 

DEFouEsT -Net profits six months 
ending September 30, $261,109. Estimated 
profits third quarter 1929, $900,000 to 
$1,000,000. 

Note: These data are taken from vari- 
ous sources, which we believe to be re- 
liable, but the Editors cannot be responsi- 
ble if errors occur. Unfortunately errors 
sometimes do occur. The most recent oc- 
currence did an unjustice to the CeCo 
Manufacturing Company. We are informed 
by Ernest Kauer, of CeCo, that at the end 
of July, 1929, business showed a 202 per 
cent. increase over the same period in 1928. 

DEFOREST GETS LARGE CONTRACT 

THE DEFOREST RADIO COMPANY has 
closed a contract with McKesson and 
Robbins, Inc., who control 17,000 retail 
drug stores in the United States, to sell 
DeForest tubes exclusively. An initial 
shipment of 100,000 tubes was made in 
October. 

IMMUNITY TO SURGES 

ONE OF ARCTURUS' talking points is 
"immunity to line surge." Not long ago a 
Fada receiver in Newark, 
N. J., was struck by light- 
ning. Five tubes were Arc- 
turus; three were not. After 
the fire department, etc., had 
done its work, it was found 
that the five Arcturus tubes 
were o.k. The others were 
burned out. Arcturus engi- 
neers feel that such a filament 
will take care of any normal 
line voltage surge. 

EXCLUSIVE TUBE JOBBERS 

ACCORDING TO Edward T. 
Maharin, CeCo, the volume 
of tube business is near the 
point where distributors will 
be justified in concentrating 
their entire efforts on this 
single item of radio merchan- 
dise. The volume of tube busi- 
ness approaches that done in 
complete sets, and, since 
there is no obsolescence in 
tubes, it begins to look as 
though a distributor could 
afford to handle no other 
item. 

The Serviceman's Job 
By F. D. WILLIAMS 

Radio Tube Division, National Carbon Company 

Mr. Clerk, Mr. Sales- 
man, a window display, 
the printed page - 
these are usually the 
first contacts between 
a radio manufacturer 
and a consumer. Once 
the sale is made and 
the receiving equip- 
ment has been initially 
installed all these con- 
tacts are broken and it 
is you, Mr. Serviceman, 

who carries on for us. 
It is you who answers the distress signal, 

S. O. S. (service on sets or supplies), and 
the good will of our customer depends a 
great deal on your ability and conscien- 
tiousness. You have it in your power to 
help or hinder the progress of a manufac- 
turer of sets or tubes. 

You are in a position, when in the nor- 
mal course of events a reliable make of 
tube needs replacing, to put in another 
tube of comparable value, and when you 
find a case in which a good set is handi- 
capped by a poor make of tube you can be 
of real service to your client and to the 
reputable manufacturer by advising a 
change to the right brand of tubes. 

Ever since our "BH" gaseous rectifying 
tube was developed we have found you 
rendering us loyal, intelligent support, 
and following the introduction of the com- 
plete Eveready Raytheon Radio Tube line 
reports from all sources indicate that you 
are again giving us the same consistent, 
valuable ooöperation. 

NEW DE FOREST TUBES 

THE DEFOREST RADIO COMPANY, of 
Jersey City, N. J., announces a compre- 
hensive line of transmitting tubes as 
follows: 

Type 510 1S -watt Oscillator Price $ 9.00 
503.t 50 -watt Oscillator 40.00 
511 50 -watt Modulator 40.00 
545 50 -watt Amplifier 40.00 
500 500 -watt Oscillator 130.00 
5205 5- kilowatt water -coded tube 250.00 

Other transmitting tubes are being 
placed in production, such as higher - 
power oscillators and mercury rectifiers, as 
well as various sizes of screen -grid, and gen- 
eral - purpose tubes. 

The DeForest transmitting tubes are 
sold by the factory to consumer direct, 
and at the above net prices. 

A NEW WORLD'S RECORD 

Tim SYLVANIA PRODUCTS COMPANY, 
are claiming a world's record for two 
Buffalo salesmen. O. J. Loersch, of the 
Buffalo Talking Machine Company, and 
Walter Dossert, of the Philco Buffalo 
Distributing Company, are the two men. 
They teamed together for a five -week 
drive and between them they sold 14,637 
Sylvania tubes. "This," says Fred Strayer, 
the Sylvania sales manager, " we claim as 
a new two -man world's record, and we will 
consider it so until proof is furnished that 
will testify that the new world's record has 
been broken." 

Two INTERESTING QUOTATIONS 

A quotation from the service depart- 
ment of one of the largest producers of 
radio receivers in the United States: "We 

know that the majority of 
service is caused by tubes 
and other accessories." 

Quoting again from a set 
manufacturer, this time from 
the sales manual, "There are 
a number of fast- heating 
equipotential cathode tubes 
on the market to -day, includ- 
ing both the '27 and '24 types. 
Under no circumstances 
should any of these tubes be 
used in any of our receivers, 
since they are extremely noisy. 
The quick- heating type has 
insulating washers of white 
material at either end of the 
cathode, and the heater return 
(which is outside the tube ele- 
ments since the heater itself 
is a spiral within the cathode) 
is covered with a glass tube 
between the mica support and 
the glass stem. A great deal 
of the hum in this tube is due 
to the magnetic fields from 
the multi -turn coil of the spiral 
heater and from the large sin- 
gle turn formed by the heater 
and its return." 

Ben Erskine, president, Sylvania Products Company, is of- 
ten seen in the laboratory checking with his engineers. 
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