
Having to take the likes of vacuum
cleaners on in order to supplement
the workshop's income would cer-
tainly suggest this. I really think
that the death knell may well be
sounding over the trade as we know
it, and that to ignore this would be
to bury our heads in the sand.

Much as I don't really want to,
I'll be watching the signs, and my
income, very closely over the next
twelve months, with a view to a
possible substantial change of
direction in my life. I hope that I'm
wrong, and that it doesn't come to
this, but I'm going to try to be pre-
pared if it does.
Geoff R. Darby, Proprietor
Monitech,
Earls Barton, Northampton.

Cost of Spares
I am always surprised at the high
trade prices charged for so many
common spare parts. When you
consider that in most cases many
hundreds of thousands have been
and are still being made, the cost
price must be pennies. Another fac-
tor is that prices vary considerably
from one supplier to another for the
same item. Gone are the days when
you just picked up the phone and
ordered a part. It now makes sense
to get quotes from all your suppli-
ers first. I know that suppliers have
to make a profit, but so do service
engineers. With so many job esti-
mates being refused simply because
of the cost of a spare part, no one
wins. The repair trade doesn't get
the work, and the suppliers are
stuck with dead, over -priced stock.
I don't blame customers. They
know that a cheap, brand-new set
can be bought, often offering more
in terms of quality and features
than the set they would like to have
repaired, for only a little extra
money.

If the parts supply trade wants
the brown goods repair industry to
survive, it has got to rethink its
pricing policy across the board. For
our part, the typical hourly labour
charge or wage is already at a
ridiculously low level in compari-
son with all other technical profes-
sions, and there's no more room for
manoeuvre - except to quit the
trade and leave suppliers with all
that dead stock.

It's sad, but not surprising, that
amongst all the career opportunities
school leavers contemplate the
brown goods servicing industry is
not seen as a serious option. I car-
ried out my own survey of 24

teenagers, including two of my
own, who have recently left school
and are awaiting their exam results.
Their unanimous opinion was that
it's too technical, involves too
much studying and is too lowly
paid. Say no more!
John Edwards,
Welling, Kent.

Sales pitch for your service
It concerns me greatly that we, as
repairers, are being forced into a
corner by the customer. Can you
imagine walking into a barber's
shop and saying "I want a haircut,
but I don't want to pay more than
£1 because I can buy a wig for
£10"? Or to take your car to the
garage and say "I want it fixed, but
I don't want to pay more than £50
because I can get another second-
hand one for £89"? It doesn't hap-
pen. Have we lost the ability to
sell? Here are some very persuasive
points that might encourage cus-
tomers to keep their old units.

(1) Modern VCRs that cost less
than £200 are likely to last just long
enough for the 12 -month warranty
to expire. Reliability is poor, parts
are generally expensive or diffi-
cult/impossible to obtain, and the
repair cost will be high because the
machines are pigs to work on.
Should you let the customer go and
pay £120 for a unit that will last
one year, or persuade him to pay
£75 for a repair that will last two
years? Can you afford to give a
two-year warranty? Maybe you
should consider it, along with a
higher repair charge.

(2) Older VCRs are better made,
will last a long time with minimal
maintenance, and can often be used
to record piracy -protected videos.
I'm not advocating this, and I'm
not saying that they will. It's sim-
ply a point that many customers
might want to consider.

(3) New video recorders will shor-
tly use completely different tech-
nology. Designs using DVDs and
hard -disk drives will be with us
before long, possibly built into the
TV set. Neither of these systems
will lend themselves to permanent
off -air recordings. If the powers -
that -be have their way, you will
have to 'pay' for prerecorded mate-
rial.

(4) New TV sets and VCRs will
incorporate digital decoders to cope

with the new digital transmissions.
At present they are expensive, and
it's quite possible that they will be
incompatible with the proposed
standards by the time that analogue
TV is switched off. At best they
will lack certain features, and at
worst they might not work at all.
Far better to use an existing
TVNCR with a less expensive set -
top box that can be thrown away or
upgraded as the technology pro-
gresses.

(5) The new units are likely to be
much more difficult to repair than
existing designs. In fact repair
might simply not be viable. As an
example, look at SkyDigital
receivers. We, as independents, are
supposedly not permitted to have
the copyright diagnostic software,
so fault-finding becomes very diffi-
cult. Investment in new equipment
is required to be able to carry out
soldering/desoldering and fault-
finding, all of which is going to be
time consuming even if it's possi-
ble. Worst of all, the public per-
ceives the box as being free, so will
your £195 repair estimate be
accepted? No. Better to start plan-
ning for the return of units to the
manufacturer, but you'll still have
to quote at least £95 to the cus-
tomer. Remind him of that as he
marches out of your shop with the
comment "I'm gonna buy a digi-
tal".
Marin Pickering, B. Eng.,
Sandbach, Cheshire.

Two-way guarantee!
This must have been the best two-
way guarantee ever - can anyone
better it? Recently I sold my doctor
a widescreen TV set with which he
is well pleased. I myself, being 72
years old and fraying a bit at the
edges, have a regular medical
check. At the last one my doctor
joked, or at least I hope he did, that
"I've go to keep you alive or I'll
loose my TV guarantee!" Knowing
a good deal when I hear one, I
accepted it. The best part is that
neither of us had to pay for an
extended guarantee.

I'm still trading and still get a
great buzz when I do a deal.
Luxury hours now however, 11
a.m. to 4 p.m. six days a week -
and no loss of trade. Tea or coffee
and biscuits every hour. Don't
accept the doom and gloom. Best
of luck to you all!
E.R. Webb, KTV Electronics,
Camborne, Cornwall.
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