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CONFIDENTIAL SELLING PLANS AND METHODS FON PHILCO DEALENS

YOUR FUTURE IN RAIDIO
In our Sales Manual of last year-the

1929 Edition-we called your attention to the
fast 'rveeding-out process underrvay in the
radio business, the dropping out of fly-by-
night, unreliable manufacturers, and the
swift trend toivard stabilization in the in-
dustry.

This movement toward stabilization is
gaining surprising headway, progressing more
rapidly each day. The manufacturing of
radio receivers is steadily passing into
stronger hands-groups that can finance,

operate and manage it properly and in-
telligently. The manufacturing concern that
maintains leadership today must be alert and
progressive, efficiently organized and con-
trolled both in merchandise and production.
Its market must be keenly analyzed and
accurately gauged, and then developed by
aggressive, sound merchandising and ad-
vertising policies.

And another important development is
the fact that there is going to be fewer but
better, far more prosperous dealers in the
radio business in the future-the near future.
Hit and miss methods of radio merchandising
are fast being eliminated. Dealers are being
more carefully selected, will be given proper
territorial and franchise protection, and by
adopting efficient merchandising and ac'
counting methods, they will find themselves
in a mighty profitable bmsiness with a limit-
less future.

Proper manufacturing control is steadily
eliminating "distress" mgrchandise. The
day is not far distant 'when distress mer-
chandise of any value will be a rare article,
and then the dealer who depends upon that
type of merchandise and its advertising
value for his business and his profits must
adopt other methods,-stable and enduring
methods, -in order to survive. Already the
radio dealer who has been concentrating on

one line of radio, intensively and intelligently,
selling it rvith a personal service and in
constant personal touch with his customers,

is fast forging into the lead.

The radio business is taking the same
trend taken some years ago by the auto-
mobile business. This motor car business is
truly analogous. You can probably remember
when the automobile dealer handled four or
five makes of cars. You can remember the
many "over night" manufacturers. You can
recall the "distress" and "orphaned" mer-
chandise.

You can also remember when this auto-
mobile business began to be stabilized, when
it gradually passed into stronger hands, when
the manufacturing and the merchandising
of automobiles became more and more
efficient.

And today the automobile franchise is
worth a lot of money, and the dealer who in
the early days selected his manufacturer with
care, stuck to the business, standardized his
methods, merchandised efficiently and fol-
lowed good advice, today.owns and operates
a mighty prosperous business that even
business depressions cannot slow up for long.

The automobile business grew to tre-
mendous size and became stabilized because
it was worth stabilizing. The radio business
will have limitless growth and complete stab-
ilization because it also is worth stabilizing.
And a big factor, a mighty co-operating force,
is the fact that in radio as in motor cars,
brands, narnes, prestige rnean sornething, a
fact which is not characteristic of all mer-
chandise. Ask a man to buy an unknown car
and he refuses. Ask a man today to buy an
unknown radio, and he refuses.

The wide public acceptance of radio, the
keen public interest, the tremendous pleasure,
joy and happiness that it provides, convinces
us that the future of this business from the
retail standpoint-hence the manufacturing
standpoint-possesses possibilities far greater
than can be comprehended. There are more
profitable developments possible in this
business than in most any other industrl'
ever started by man.

In other words, during these days you
may put on your books, one hundred, fir'e
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hundred or one thousand retail customers for
radio, and wake up most any day to find that
you have something else, a new development,
mighty desirable, to sell to those one hundred
or one thousand customers of yours. You
have picked the greatest of all enterprises
today in which to engage.

Naturally it is your desire to become one
of the selected, establisheil radio dealers in
the near future-this very year-when radio
franchises 'in themselues will represent real
value-even more value than those of the
popular motor car brands. And the mere
fact that you possess this booklet proves that
you can be one of those dealers, if you con-
centrate on one line of radio, do it justice,
identify yourself inseparably with it, and
work closely with the manufacturer.

Concentrate on one line-avoid overstock-
ing-avoid obsolete, slow-moving merchan-
dise; adopt efficient merchandising methods;
and you will be one of those particular, pro-
tected, selected dealers getting more profits,
more benefits and more factory co-operation
than ever.

You Are An Authofized
Registered Philco Dealer

And developments have proven that your
selection was wise. Philco stands at the top
of the radio industry today-that fact is
generally admitted. When Philco entered
the business of manufacturing Radio Re-
ceivers, it announced that Philco was de-
termined to build nothing but quality radio-
to build it as the public wanted it built-in
the variety it should be built-at prices that
would always represent big values-backed
up by continuous, tremendous advertising-
deliveries when deliveries should be made,
and with none of that over-production that
had been so unsettling to the industry.
Philco rigidly adhered to that policy and
today Philco Balanced-Unit Radio possesses

a prestige and a public acceptance that are
without equal.

The year of 1929 is history-big history
for Philco. In 1929 Philco offered the public
a complete line of Balanced-Unit Radio,

marvelous in performance and housed in
handsome furniture at a price range that
astounded the industry. And you know that
Philco radio sold -and sold, to the ultimate
consunxer in amazing uolume-no over-stock-
ing, no obsolete models, no Philco price-
cutting, no forcing of merchandise at any
time.

Philco Line for 1930
You have probably already seen the

marvelous Philco Balanced-Unit Radio line
for 1930-four magnificent models, housed in
handsome furniture and in addition a com-
pact, eonvenient Table model, each model
giving a quality of performance that will
more than satisfy the most finicky radio fan.
Bear in mind that all Philco models are
equipped with the new radio discovery -
Philco Tone Control, the device that actually
enables you to modulate the tone of the
broadcasting station to suit your personal
taste. Let us consider these big values
separately for a moment.

Philco 77 Console
Here is certainly a, "lea,der', -quality radio

for the moderate purse and for those who
require the smaller size cabinet because of
lack of room. This attractive 77 Console
model possesses the new Tonc Control,. the
new Electro-Dynamic Speaker; Balanced-
Unit construction for unilistorted, tone ; double-
tuned input circuit; linear detector action,
doubling amplification ; super-selectivity; vast
distance renge; and the new, exclusive, clear-
vision station register and dial which simpli-
fies tuning. And housed in an exquisite butt
walnut and bird's-eye maple cabinet. A
splendid radio and selling for oNr,y $95.00,
\fITIIOUT TUBES.

Philco 77 Lowboy
Here we have the same remarkable per-

forming 77 chassis, with Tone Control,
housed in the popular Lowboy cabinet. This
cabinet design was the most popular seller
last year in the entire radio industry, and
for 1930 it has the V-matched, figured
Oriental wood with the top and side panels
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Philco's New Radio Line

Radio-Phonolraph HiEhboy

Table Model and Speaker

Lowboy
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in American black walnut. No question
whatever about its immense popularity!
And actually selling for oNr,y $110.00, wrrH-
OUT Tf]BES.

Philco 96 Highboy
Admitted everyrvhere to be the greatest

radio chassis in the world. This Philco 96
Screen Grid Plus chassis out-performs any
radio receiver on the market today-the
last word in radio reception. Here is super-
power for distant stations; multiplex detector
circuit; built-in aerial; Philco Automatic
Volume Control; also the new Philco radio
diseovery -Tone Control; new Electro-Dy-
namic Speaker; Balanced-Unit construction
for undistorted, tone; double-tuned input
circuit; also the new, exelusive, clear-vision
station register and dial. Housed in a mag-
nificent piece of furniture, and selling for
oNLY $145.00, wrrsour ruBES.

philco
Combination Radio-Phonograph
It eontains the famous Philco 96 radio

chassis with Tone Control and in combination
with a phonograph equipment that has never
been equalled. The Philco phonograph pick-
up is a nerv development in phonograph re-
production-Philco's orvn exelusive design,
giving a quality of tonal reproduction that is
nothing less than marvelous.

And the cabinet is superb rvith its ex-
quisite pilasters, and its record compartment
door of highly figured, matched walnut. The
instrument panel is of the matched, figured
Oriental rvood. The overlays are of fancy
burl and top and side panels of American
rvalnut. This splendid model contains every
famous Philco feature in radio chassis and
phonograph cronstruction. And it sells for
oNLY $198.00. lnss ruBES.

The Philco 77 Table Model
Here is a great value for those rvho like

an attlactive, ineonspictious table model rvith
separate Electro-Dynamie Speaker. It con-
tains the ;!Philco 77 Balanced-Unit radio
chassis, ttettt Tone Control , Selectivity, \rast

Distance Range and other Philco features.
This attractive Table Model sells for $55.00,
less tubes. This model also can be had rvith
the famous 9-tube Screen Grid Plus Chassis
for $85.00. And the genuine Philco Electro-
Dynamic Speaker separate for only $25.00.

Direct Current Radio
And, as you already know, in addition to

the above splendid line of Philco models,
Philco builds a 6-tube Direct Cunent Screen
Grid radio for those dealers rvho require it,
as weII as a Philco battery set in which philco
has put all of its knowledge, and, experience
and craftsmanship.

Meets Public Demand
Now here, you will admit, is easy, fast-

selling merchandise ! It has everything !

And you know that today the public ab-
solutely demands euerything th,at quality radio
should possess-perfect, rare purity of tone,
split-hair selectivity, vast distance range,
magnificent furniture, and genuine Electro-
Dynamic Speaker; and then if there is any-
thing nervly perfected, a truly outstanding
feature, the public demands that also. And
finally, in order to do the maximum volume
of profitable business, such complete quality
radios must be offered at attractive priees -
low prices.

That was the secret of Philco's popularity
last year-giving the public the finest in
radio performance at most attractive prices.
And this year-this present season-Phitco
offers fi,ner radio perfornzance than euer uitlt
an added feature-the new radio discouery,
Philco Tone Control. This device has already
become a sensation in the radio industry.

In other rvords, Philco makes it possible
for you to concentrate on, one line of radio, and
meet any price division of public demand.
Regardless of the customer, you have a
model to fit his desire, a model-to suit his
pocketbook. And n'hen you are merchan-
dising Philco. you can feel entirely confident
in the faee of all competition, because you
knorv that you will positively outstrip all
competing makes.

t-
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Gigantic Advertising Program

The Philco line this year is so "hot" that
it actually ought to sell in tremendous volume
without national advertising, but these splen-
did Philco models, this year of 1930, will be
backed up by the most tremendous advertis-
ing campaign in all Philco history.

Beginning at once, right today and week
after week, smashing, big Philco advertise-
ments 'in color will appear in the leading
national magazines such as The Saturday
Euening Post, Collier's and Lad,'ies Harne
Journal-a total circulation of over 125,000,-
000.

The vast American buying public through-
out the entire United States, in every city,
village and hamlet, will be told about these
new Philco models-not once, but time after
time in splendid, big, national magazine ad-
vertisements. Philco's new radio discovery -
the Tone Control-will be featured in all of
these magazine advertisements, and each
handsome Philco furniture model will be
displayed and advertised in rotation.

In addition, Philco's own big symphony
orchestra, with special vocal talent and under
the leadership of Howard Barlow, will broad-
cast every two weeks over the Columbia
network. The Philco hour this year rvill
certainly become more popular than ever

because Philco rvill have on the air one of the
finest symphony orchestras ever organized.

And more important still, the big broad-
casting feature of the year, the Philadelphia
Orchestra, under the leadership of the celebrated
Leopold Stokowsk'i, rvill give four eoncerts dur-
ing the season under the sponsorship of
Philco. The Philadelphia Orchestra, with
Leopold Stokowski leading, is radio's great-
est broadcasting feature.

Read This Sales Manual
And norv a rvord about this Dealer's

Sales Manual-one of the many dealer helps
Philco is furnishing this season. In this Sales

Manual rve have covered comprehensively
the business of selling at retail, the plans and
methods that are practical, rvorkable and
have been proven suecessful. We urge you to
read the Sales Manual from eover to cover,
and give particular attention to the pages

devoted to " outside " selling.
You have received one copy of this Sales

Manual in your Philco Dealer's Kit. You
should undoubtedly have more copies-one
for each of your salesmen. If you need

additional copies write for them today. Your
distributor rvill gladly supply them or you
can secure additional copies direct from the
nearest Philco Branch or the Philco factory
in Philadelphia.



FL(XDR DISPLAY-FLOOR SELLING
All dealers know the value of an attractive

floor display, and the first important thing
is to have the cabinets unpacked carefully to
avoid marring or scratching the fine finish of
the woodwork. Use a soft cloth and wipe off
the dust carefully; then bring out the ex-
quisite finish of the Philco furniture by
rubbing it up rvith Johnson's furniture
polish.

Each Philco model is a fast seller-hence
you get lots of turn-over and therefore it is
good judgment to have the entire line of
models in stock. It does not represent a big
investment, and the full line gives you the
opportunities of making a fine floor display.

Be sure to have two or three comfortable
chairs in your store so that your customers,
particularly the women, D&y be seated rest-
fully while you are showing, demonstrating
and selling the particular Philco that your
customer may fancy.

As customers come in your store give them
prompt and polite attention. Your conversa-
tion will quite likely proceed as follows:

Sar,nsueN: Good afternoon. Can I be of
serutce to you?

Cusrolrnn: Yes, I would like to see the
new model Philco Balanced-Unit radio-the
one with the Tone Control.

Ser,usuer'r: I will be glad to show you
these new Philco models. Please step right this
waa.

We will assume that you have your Philco
models arranged on your floor so that you
ean point each one out to the customer rvith-
out wandering from one end of the store to
the other.

Do not have them crowded together, but
so arranged that your customer need take
only one step or two to look at each model.
Then you rvill find it good salesmanship to
point out each model in turn slorvly, calling
it by name and giving the price complete
rvith tubes.

Begin with the Philco Console Model;
then turn to the Philco Lorvboy, then the
Philco Highboy and finally to the Philco

CONFIDENTIAL SELLING PLANS AND METHODS FOR PHILCO DEALENS

Radio-Phonograph combination model. In
other words, even though you intend to con-
eentrate your selling on the Philco Highboy
96 model or the Philco Radio-Phonograph
combination model, it is a good plan to
establish quickly in the customer's mind the
fact that there are five models, including
Table model, and no more. Do not force the
customer to inquire if there are other models.

Your presentation will quite likely be
similar to the following:

Ser,nsuen: My narne is Mr. Butler,
and yours, please?

Cusrouon: Mrs. Smith.
Sar,nsrvreN: Philco makes fi,ue d,ifrerent

mod,els in all-electric Radio Receiuers, Mrs.
Smith, and no more. We haae each of these new
models in stoclt; in fact they haue just arrit'vd

from the factory.
This particular model, Mrs. Smith, fs

known as the Philco Console model and il sells

for 8119.50.
That price includes euerything-tubes-

genuine Electro-Dynamic Speaker - T one C on-
trol- euerything-all read,y to operate. It is
a aery popular model, particularly uith people

who desire a small size radio because of lack
of room.

And, this next model, Mrs. Srnith, is the
popular Philco Lowboy model. It sells for
8134.50. That price also includes euerything-
tubes - genuine Electro-Dgnamic Speaker -
Tone Control-all ready to operate. Don't
you think that this is a handsome piece of

furniture?
Mns. Surtu: Yes, I like it very mueh.
Ser,nsueN: And this nert rnodel is the

Philco Highboy Sueen Grid-Plus radio. It
sells for 8174.50, including tubes-genuine
Electro-Dynamic Speaker -euerything ready to
operate. This is the Jinest ra.dio receiuer that
Philco makes. There is absolutelE nothing on
the market that equals this Philco Screen Grid-
Plus. This is the Philco, Mrs. Smith, with the

Automatic Volume Control and also the wonder-

tul new radio discouery-Philco Tone Control.
The Automattc Volunte Control does autaA
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u,ith bacA'grourtd rtoi.ces and reduces slolrc. It
not only brirrgs tn rlistortt slaltoris but it. holds

them at un, enjoyable rclume, and keeps those

rlistant slaltons .from J'orling.
This I'hilco Highboy nrctlel absoltdely git'cs

you ererylhing that is desirable ttt, radio recep-

liort-pure, flauless, natu'ral tone; sharp selec-

tiuitA, u.nd uast distance range. This is the

Phtlco that I con certoirtly recommend to yotr,

and it utill ottt-perform any other make by a
surprising rnargin. Don't you think that this
ts a magniJicen,t furnittte cabi,net?

NIns. SurrH: Yes, it certainly is an at-
traetive cabinet.

S,c.LpsMaN: Tlrc price that I harc quoled

Aolt on, this Philco Highboy ntodel, Mrs. Snith,
inchrdes et'erything. You ttot onlg get the

uonderfu,l, rare purity of Philco tone,balanced-
unit construction, uonderful selectit'ity and re-

markable distance ranget but thi,s instnmrcnt
has the Automatic Volume Control and that

neu) radio discouery - Philco Tone Control,-

This Tone Control is the sensation of the year.

You, haue probably heard about'it, hauen't yott',

Mrs. Smith?
Mns. Surrn: Wh1', yes, I hat'e seen it

advertised.
Ser,nsuex: Ir's a nrcst retnarkable im-

prouenrent, Mrs. Smith. With tlt'is Philco Tone

Control AoLL can actu,ally modttlate the tone oJ'

the broadcastin,g statton' to sttit Eour particular
taste. This Tone Control combined with the

Philco Automatic \rolunrc Control gtues yott'

a qu,ality of radio reception, that yott neuer

dreamed possible. And the total cost to yotr' is

onlA 8174.50.
N{ns. Slltrn: I really had not thought of

paying -
S.lLnsM,lN: Let nrc rnake yott, tlt'i,s sugges-

tion, Mrs. 9nti,th,, do not hesttate to pay a li,ttle
rnore rnoneA lor the best there is 'tn, radio. It
certainly pays 'tn the long nm. Here is a

tnaruelous radi.o ualue. ){othing approachtng
it ltas et'er been btilt before, and ue uill be

pleased lo tnoke arran.genrctfls whereby lJott' can

purch,ase thts Philco for o reasonable amount to

begin with; th,en yott' can palJ the balance itt
rnonthly installments.

\Ins. SuIrs: Tell me sornething about

this model (indicating the Radio-Phonograph
combination).

Ser,nsueN : This rnodel, I[rs. Sm'itlt, is the

Pltilco Radto-Phonograph contbinatiort model.

Isn't that a hanclsornely designed ptece of

Jurn,iture?
N{ns. Sutrn: It certainly is.

S,q.r,nsn,lN : Th'is model includes the u;onder'

!u) Philco Screen Grid-Phrc Radio Receiuer

ui,tlr Au.tomatic Volume Control and with, the

neu Philco Tone Control. It also includes the

latest design in phonograph equipment. This
lnea?Ls th.at you, haue euerything that you want
in the way of a perfect radkt receiuer plus a
splendid electric phonograph. You can get

euerything thot tlrcre i,s on the air at any time
and in addition, if you pre[er, aou can play the

latest phonograph records uttlt' a reproduction
that is simply marttelous.

The phonograph pich-up in, this instru-
ntent, Mrs. Smith, is an entirely new design-
erclusiuelg Philco. It giues a reprodttction of
phonograph, records that has neuer been ap-
proached bqfore.

And you must remember, tlrut in tlt'is re-

production o.f phonograph records yotr' get the

sa?ne rare quality of Philco tone made possible

by Balanced-Unit radio construction. You

haue th,e same famous Philco Electro-Dynamic
Speaker. It is unquestionably the ftnest Radio-
Phonograph 'instrument on tlte market today.

Mns. SuIrn: What does it sell for?
SerrsueN: This Radio-Phonograph com-

bination model, complete utith euerAthing includ'
ing tubes and speal;er, sells.for only 8227.50.

If this reasonable price appeals to NIrs.

Smith, then proeeed to give her a demonstra-
tion of the Radio-Phonograph combination
model. Select records that u'ill give Mrs.
Smith a chance to hear horv perfectly high
notes as rvell as lorv notes are brought out.
This demonstration u'ill also absolutely pro\ze

to Mrs. Smith the remarkably pure tonal
qualities of Philco radio. If Mrs. Smith
evidenees a preference for this Radio-Phono-
graph combination model, you ean undoubt-
edly make the sale by explaining to her

during your sales talk horv she ean purehase

it on the Easy Payment plan.
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As you shorv the prospective customer the
different Philco models, you will find that
their glance will rest longer on the particular
model that appeals to them.

You ean also in a large measure direct
their interest to the Philco Highboy 96
Screen Grid-Plus or the Radio-Phonograph
combination model.

Inasmuch as they knorv the prices, their
preference for a particular model will show
quickly, not only because of the appeal of its
appearance but also because the price suits
their liking. Follorv the glance of the pros-
pect carefully. It 'n-ill return several times to

the model they prefer. THEN CONCEI\I-
TRATE YOUR SELLING ON THAT
PARTICULAR MODEL.

Draw a comfortable chair in proper posi-
tion before that particular model and invite
your customer to be seated. Begin your
selling talk by stating that this particular
model is very popular and is a very big seller.

Important! Elsewhere in this book you
will find a very comprehensive selling talk
in complete dialogue form. Be sure to read
it carefully-several times-because it will
be of much help to you in your floor selling.

STAGE YOUR OvyN RAIDIO SHOW
Nolv is the time-early in the season-

for you to stage a radio show right in your
o\\'n store -a Philco Balanced-Unit radio
shorv, displaying eaeh one of these ivonderful
nerv Philco models.

Quite likely by this time you have placed
in stock the convenient Table NIodel, the
Philco 77 Console Nlodel, the Philco 77
Lowboy Model, the Philco 96 Highboy and
the beautiful Philco Radio-Phonograph com-
bination model. Naturally you rvill u.ant
to stock the eomplete Philco line at once
because each and every rnodel is a fast seller;
each and every model fits or meets public
demand at the right prices. You have un-
doubtedly determined by this time to eon-
centrate your selling efforts on Philco, to
become identified in your community as the
authorized Philco dealer, and therefore, by
all means do not hamper yourself by not
having on hand a full and complete line of
these splendid fast-selliug receir.et's.

Also by this time you have probably re-
eeived from y<,rur clistributor the big and
eomplete Philco kit, including \\rindou' Trim,
Windon' Clartls, blazing Neon Sign, 'I'one

Control Cut-Out, 'fone C'ontrol Card, Win-
dorv Transfer', Hottse l,'klg, Coutrter C)ards,

Sales Manual, Selvice llanual, Fina,nce Plarr
book, Ath'ertising Poltfolio, Ilnlalgement of
National '\tlr-ertisiug, NIovie Stal Photo-

graphs, Windou' Trim \ralance and Windorv
Trim Insturctions.

Hence you a,re ready to stage your o\\'ll
radio shou. in your orvn store. It is not at all
difficult to put on a one-week radio shou'.
You merely keep your store open evenings
and arrange an attractive display on your
floor of each one of the Philco Balanced-Unit
models.

Your store rvindorv should be attractivell-
deeorated by the use of the ne'rv Philco l'in-
dorv display, and shorving at least one of the
Philco models, preferably the Phileo 96
Highboy.

You u'ill also be able to use a feu' inex-
pensive potted plants, such as ferns, u'ith a
bright touch of color to create atmosphele.
'fhis rvill add much to the attractir.eness of
the shorv and create the buying mood. If I'ou
are located rvhere there is a broadeasting
station, consult rvith your distributor about
an inexpensive local broadcasting progran.
Also endeavor to get rnembers of the local
broadcasting talent to appear in vour store
at a stated time. 'I'he radio fans rvill floek
to see the broadcasting star, local ur other'-
l'ise, and it rvill be u great clrau'ing eald
for you.

It is also a good plan to have a goodll'
numbet' of prospect cards together u'ith all
rlescriptive literature hancll' orl a taltle.

1()
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Contract or lease forms should also be avail-
able. You should insist on your salesmen
getting n&mes and addresses, together rvith
all possible data on prospective customers.

The more people to whom you show the
Philco and demonstrate it, the more sales you
u'ill make. If you show them all the Philco
Highboy Screen Grid-Plus and the Philco
Radio-Phonograph model, you will sell more
of those particular models, and the greater
s'ill be your profit.

Note the illustration of the Radio Show
Advertisement on this page. It will bring
people to your store.

As you knorv, the public does like to
attend a radio shorv, no matter where it may
be located. The public appreciates the op-
portunity of visiting a dealer's store as a
radio show guest to look over and inspect
new models. The prospect feels that he can

attend without being under the least obliga-
tion to buy and without being unduly
solicited to buy. He comes readily.

Important! Merelg send, in Eour request

for the mat of this radio show aduertisement.

Order bg number from the dealer's aduert;ising

portfolio. We will send gou the complete

aduertisement in mat form ready for your
newspaper.

Additional Suggestions
1. Be sure that proper care is exercised

in uncrating the Philco furniture models
when they arrive so that they will not be-
come marred or scratched.

2. Be sure that your Philco furniture
models are earefully wiped off and rubbed up
with Johnson's furniture polish before put-
ting them on display. Appearances mean a

very great deal-particularly to rvomen.
3. Be sure that all radio tubes &re

functioning properly before demonstrating
any model to a prospect in the store. IJse the
Philco Phonograph-Radio model to demon-
strate the marvelous Philco tonal qualities.
Remember, that the best demonstration is
the one that makes the sale.

4. Have a number of eomfortable chairs
in your store. Make your guest comfortable
while demonstrating and selling.

5. Again rve suggest that you turn to the
pages in this book on which rve give a com-
plete selling talk in dialogue form. You should
read this sales talk carefully several times
because it contains many good suggestions.

RADIO SrrOW
ALL THIS WEEK

(Have your newspaper insert dates here)

You are invited to attend a special showing, every day
and evening this week, of the

Neou PHILCO Balanced.Unit RADIO
models equipped with the new Radio

Discovery-ToNE CONTROL

These are the same superb models that you have seen
advertised recently in the great national magazines.

DEALER'S NAME

Suggested Ad for Local Radio Show
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IIDENTIFY YOUR STORE WITH THIS
HUGE NATIONAL AIDVERTISING GAMPAIGN
Huge sums of money are being spent

weekly for the benefit of Philco dealers -
thousands of dollars going into porverful,
result-getting advertising covering the entire
nation. . This money is being invested in the
greatest radio advertising campaign we have
ever put on, so that you, as well as ourselves,
may reap a harvest of business that will
mean money in the bank for all of us at the
end of the season.

No matter where you are doing business,
thousands of people in your community rvill
know the Philco name and will be familiar
with Philco Balanced-Unit Radio. It will be
important to you, therefore, that you be
known in your neighborhood as the legistered
Philco dealer. Important, first, because of
the sales that you reap from the tremendous
Philco advertising and selling campaign; and
second, because of the prestige that will be
added to your store when you are known as
the official Philco dealer in your territory.

Not every dealer rvho applied for a Philco
franchise rvas fortunate enough to get it.

Come to our office and we will show you
applications from hundreds of dealers, and
many excellent dealers among them, to
whom we were forced to say 'rNo" when they
wanted a franchise. Why? Not because we
failed to appreciate the standing of these
men, but because rve realized that fewer
dealers meant safer, bigger profits for those
who enjoy the Philco franchise-if they
CONCENTRATE on Philco with every
ounce of energy and take advantage of this
rvonderful business opportunity.

You rvere selected as the Philco dealer
because rve rvant only live, active, go-getting
business men, and rve believe you are the
type rve want.

The Philco franchise rvill be valuable to
you because, after having chosen the best
dealer in any eommunity, we protect that
dealer in his territory. So the profits and

prestige that follou' the acquisition of the
Philco franchise in your neighborhood may
be reaped by you.

Because we have been so careful in
selecting our dealers, we naturally feel that
we are justified in going to great expense in
supplying them with dealer helps of out-
standing merit-to help them sell the Philco
Radio.

When we say that it will pay you to use
these sales aids, rve mean just that. We want
you to use them, for we know that they
bring in the business. So rve say-IDEN-
TIFY YOUR store as the Philco store of
your community. Tie up with our adver-
tising. Cash in on this big national campaign.

Here is how you tie up-identify your
store as the Philco store of your community:

1. Make full use of the attractive Philco
rvindow trims. You have undoubtedly re-
ceived the first of these windorv trims from
your jobber in the Philco kit. The first trim
features the Philco Symphony Orchestra. It
can be built around any Philco model. Do
not delay in putting this in your window
according to the instructions.

2. Make use of the blazing Neon sign for
your window. This sign is included in the
Philco kit which you have undoubtedly al-
ready purchased from your distributor.

3. You have already received in the
Philco kit the first two of eight very attrac-
tive display cards for your window. These
display cards are very valuable and attrac-
tive in setting up a good rvindow. Also make
immediate use of the Philco Tone Control
cut-out and the Philco Tone Control card.

4. And the house flag! This flag is
designed to lend a gala appearance to your
establishment. Use it as a banner on a pole
jutting out from the store front. Also make
use of the window transfer u'hich is included
in the Philco kit.

5. And norv we come to the huge double-
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faced blazing Neon sign for outdoor display.
This splendid Neon sign can be seen for blocks
in either direetion, and can easily be installed
on the front of any building. If you tried
to buy a similar sign-one at a time-in
any city, it rvould cost you hundreds of
dollars, but Philco buys them for only
$95.00 each because Philco buys in great

quantities. Refer to Page 11 in ,\dvertising
Portfolio.

Norv then, your cost for one of these
splendid, big, outdoor Neon signs is only
$47.50, because your distributor pays one-
half of the original cost of $95.00. Order
direct from youl distributor or your Philco
branch.

DOUBLE YOUR RAIDIO BUSINESS
BY s3OUTSIIDE'' SELLING METI|OIDS

The follorving pages are vitally important
to you as a registered Philco dealer. The
most important that you have ever read.
They explain in detail horv you can build
your radio set business to great volume,
surely and successfully. It is the complete
story of outside selling, and remember, that
some of the gleatest retail successes in this
country-in fact, thousands of outstanding
retail successes-have been made by this
method of outside selling.

Just consider for a moment the electric
cleaner business, the electric washing machine
business, oil burners and so on. It is a fact
that the houservife seldom visits a retail
store seeking to purchase an electric cleaner
or an electric x'ashing machine. The man of
the house selciom looks up the oil burner
agency to purchase an oil burner.

And yet the volume of business done
yearly on electric u'ashing machines, electric
vacuum cleaners, electric serving machines,
oil burners and the like is tremendous. We
admit that it is not as great as the business

done as a rvhole in radio, but nevertheless
you lvould be very much surprised at the
volume of business hundreds of retail dealers
do secure in such electrical appliances.

The reason this big volume of retail
business is done throughout the United
States on these various electrical appliances
is because of OUTSIDE SELLING. The
dealer does not wait for the customer to come
in. He goes to the customer, and such a

method of selling means that he gets ten
sales where he u'ould get only one sale if he

waited for the customer to come to the store.
The selling at retail of electric washing
maehines, electric cleaners, electric sewing
machines and so forth is not considered easy
merchandising, but yet it is meeting rvith big
success everylvhere because of these outside
selling methods.

Such electrical appliances are called spe-
cialties. They are thus distinguished from
commodities. It is generally understood that
a specialty is an article for which there is not
very much "over-the-counter" demand and
which is sold mostly by direct outside solici-
tation. Merchandise is called a commodity
when it is sold rapidly and easily over the
counter-in other words rvhen the general
public demand is so great that buyers call at
the retail store and buy.

The Advantages that You Possess
as a Registered Philco Dealer

You are exceedingly fortunate to be in
the radio business. You have a tremendous
advantage over the man rvho is selling
electric rvashing machines, se'n'ing machines,
electric cleaners and so forth. And the reason
that you have a distinct advantage over the
electrical dealer, for instance, is because the
Philco Balanced Unit Radio has all of the
good features of a commodity and all of. ttre
good features of a specialty. It is a fact, as

you know, that people in tremendous num-
bers throughout the United States do go into
the radio stores and do purchase radio sets
over the counter. This means that the Philco
has the one best feature of a commodity.
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It has public acceptance. It is in keen
demand. It sells " over the counter " to buyers
who call.

Nou'then, as you may knol', even though
most of the larger specialties do not sell
readily over the counter they do have certain
marked advantages. Such a specialty gen-
erally retails at a price of $50 ol more. This
means dollar I'olume. It is not easy to
malket a specialty that retails for less than
$50, and the greater the retail price up to a
reasonable point, the more desirable it is as
a specialty. Then, too, specialties permit of
a good margin of profit. Ordinarily com-
modities sell at a close profit. They sell
easily but the profit is slight, but rvhen a
dealer sells a specialty he makes real money.

$es,, conSider the radio set. It sells at a
good retail price. It gives the dealer the
same good margin of profit that he would
get on a hard-selling specialty. In other
u'ords, the dealer in Philco Balanced-Unit
Radio can carry on outside selling and do it
successfully. Furthermore there is a big
public demand for radio. The public is
mightily interested in radio. Hence it is far
easier to sell a Philco than it is to sell any
other electrical appliance that we have ever
heard of.

Furthermore, there is a good " over the
counter" demand. You will not only do a
healthy retail business in Philco Radio over
the counter because of superior Philco per-
formance, prestige and those marvelous
Philco features-Tone Control and Auto-
matic Volume Control, but, if you will adopt
outside selling-which you can easily do-
you will build up a retail business that will
be the envy of dealers in other lines.

You must also remember that there is a
marked trend toward outside selling in the
radio field. It is ahvays advisable for any
dealer in any line of business to follow the
trend. Do not buck the tide when that tide
means bigger and greater profits to you. You
can depend upon Philco to give you every
possible assistance because we surely do
knorv that particular line of selling.

When Philco brought its all-electric AC

radio set upon the market, a tremendous
boost rvas given to outside selling. You
surely realize how very simple it is to deliver
a Philco to a prospective customer's home;
how easy it is to connect it to the light
socket and give a demonstration. No elab-
orate and complicated installation u'ork is
required. The Philco is perfectly adapted
to outside selling.

In almost an instant the salesman has the
Philco hooked up and where the surroundings
are attractive and congenial. He ean give
the demonstration smoothly and rvith pleas-
ure. You surely are in a business that gives
you a splendid opportunity to develop this
profitable outside selling.

And Still Other Benefits
Before we go further, rve rvant to call

your attention to a number of other benefits
to be derived from outside selling.

1. Outside selling extends your opera-
tions beyond your own locality. It gives
your business a chance to grow into a very
big business. It spreads the contact of your
store to customers you would not otherrvise
get. It secures you repeat tube business.

2. Tens of thousands of people are, of
course, daily thinking of buying radio sets,
but they keep putting it off. They never get
around to the point of actually going down
to the retail store, walking in and making
the purchase. Outside selling will get you
that business, and it is nearly all ertra
business over and above your regular store
business.

3. You thus greatly increase your volume
without appreciably increasing your fixed
expense. This is important. It makes it
additionally attractive. fncreased volume
means greatel buying power for you, greater
prestige, and of course, greater net profits.

4. The trend in the radio business, as we
may have said before, is toward Free Demon-
stration in the home. The eonsumer today
realizes that he does not knorv with certainty
that he wants a particular radio set until he
hears that particular radio set perform in his
own home. Outside selling gives you the op-
portunity of meeting this demand for trial in

L4
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the home before purchase. Not the hap-
hazard careless free trial methods that have
been a nuisance in the past, but instead a

practical, fixed policy -explained further
below that makes yot safe for extra profits.

You Can Make This Plan
a Success

\Ve naturally do not knorv rvhether a big
dealer or rT'hether a small dealer is reading
this book. We do not knorv horv large or
horv small your store may be or the size of
youl' community. But please bear in mind
that l-e do knorv ft'om expet'ience that you
have all of the necessary ability and that
you have all tlie necessary merchandising
experienee to make a success of outside
selling.

If you at'e a large dealer and have ah'eady
built up a big business, then there is no
doubt in the world but rvhat you should at
once develop this outside department. No
matter horv large your present business may
be, you can more than double it with an

outside olganization. You ean operate on
just as large a scale as you desire.

And, i,f Aou are a small dealer th'ere is
absolutely no rea,son why you should remain
a small dealer. Your chances of carrying out
this plan successfully are just as good as

anybody's.
Remember, also, that you rvill not only

sell Philco Sets on Free Home Demonstra-
tion, but in order to do the maximum volume
of business, you will also sell on the easy-
payment plan. That is the reason why we

are supplying all Philco dealers with the most
attractive financing plan that we have ever
heard of. You have probably already re-
ceived from us the descriptive circular telling
all about this special financing plan for
Philco dealers. If you have not received this
information from us, do not hesitate to ask
your distributor or nearest Philco branch
for it immediately.

Certain Necessary Policies
As rr'e have explained before, it is neces-

sary norvadays to offer Free Home Demon-

stration. Horvever, this does not mean that
you are to leave radio sets in prospective
customers' homes indef,nitely on Free Trial.

You, must regulate this just as Aou would
any other policy. In otLr opin'ion two or three

hours is Free Trial; certainly one entire ni,ght

is sufi.cient Free Trial. Three days should be

the limit.
Be sure to instruct yottt' salesman that if

the prospeetive customer, after he has re-
eeived a good selling talk, shorvs absolutely
no interest, no intention of bufing, then the
radio set should be taken out.

If the man of the house gir-es evely indi-
cation of being an unpromising prospect, but
yet requests that the radio set be left for a
day or trvo days longer, then rve suggest that
your salesman use the follol'ing conversation
to make sure that he is not rvasting his time
or leaving the set lvithout any chance of
selling it.

Mn. Surtn: Well, vou might leave the set

a eouple of days and I'll see holv well I like it.
Ser,nsuex: Mr, Smi'th, ue haue no par-

ticttla,r objection to doing that. Howeuer, gou

must remember tltat the demand Jor Philco sets

is aery great. We always haue dfficulty getting
as nxanA of them as we want. They are not
only scarce in thi,s commu,nity, but th,ey are

scarce euerywhere in the United States because

of the big demand. I will be glad to leaue it
with you a day or two longer, but I want to
franhly ask gou this one question. If gou fi'nd
that the Philco set is euergthing you desire and
eueryth,ing I say it 'is, will you buy it?

Mn. Surrn: Well, yes. If I find that it
pleases me in every respect, the chances are
that I'll do business with you.

Sar,nsueN: That i,s perfectly satisf actory
and I will drop back to see Aou tomorrow
euening.

Mn. Surrn: AII right, I'll be here.

On the other hand, if Mr. Smith declares
positively and absolutely that he will not
even consider buying a radio set at this time,
then the thing to do is "pull" the receiver,
using tact and judgment so that Mr. Smith's
attitude remains friendly.

It is also necessary that you be prepared
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to extend Easy Pa1'ment terms to prospective
customers as we have explained before. Ten
months to pay is attractive and car.ries ferver
collection problems than shorter terms rvith
higher payments.

Do not lvorry about payments all being
made before the summer months. There
was some sense to that policy before the

We particularly urge you to consider the
following policy in connection u'ith trade-in.
It has proven very successful in reducing the
cost of trade-ins.

The first principle of the recommended
trade-in policy is that the dealer should not
allorv for an old set more than 10 per eent of
the retail price of the radio u'hich he is
offering for sale. In other words, if the retail
salesman is selling a Philco Radio having a
retail price of $175, the maximum trade-in
allowance should be no more than 10 per
cent or $17.50. There should be no excep-
tions to this rule. And now rve rvill proceed
to the most important feature of this recom-
mended trade-in policy.

We realize that there is nothing new in
the recommendation that the radio dealer
always limit his trade-in allowance to l0 per
cent of the retail price of the radio he is
selling. Our recommendation goes beyond
that because we know that in spite of the
above policy many radio dealers have found
that trade-ins have constituted from 4 per
cent to 5 per cent of their cost of doing
business.

The number of sets that have been traded
in has been surprisingly large and the quality
of these sets has been almost invariably poor.
In other rvords, regardless of the fact that
you may limit your trade-in allowance, the
retail salesman has proceeded, in scores of
cases, to make the trade-in allorvanee rvhen
it rvas not necessary.

Now, in addition to limiting the trade-in
allowance to 10 per cent of the retail price of

days of chain broadcasting, but toda1, the
experience of the largest eas)'-payment oper-
ators is greatly in fal'or of ten months. Again
\\'e l'epeat, if you have not received our. cir-
cular that fully describes the financial plan
that u'e have for Philco dealers, be sule to
ask your jobber or the Philco branch for full
details at once.

the set being sold, \ve recommend the follorv-
ing plan because, after investigation, \rre are
eonvineed that this plan rvill cut dorvn the
cost of trade-in as much as one half.

One very suecessful retail dealer rvith a
large outside selling organization is using this
plan consistently and we have the aecurate
figures from him. Therefore, rve pass it
along to you x'ith confidence. Here is the
plan:

First, in figuring the commission of the
retail salesman this dealer deducts 10 per
cent of the retail price of the merchandise.
If the retail price of the Philco is $175, for
instance, the dealer rvould first subtract
$17.50 and the retail salesman understands
that he will get a commission of l0 per cent
on $157.50, the amount of the commission
being $15.75.

Therefore, the dealer on eaeh sale has
always set aside 10 per cent as a trade_in
allowanee and the salesman receives in ad_
dition to his $15.7b one-half of rvhatever
amount he saves of this l0 per cent trade_in
allorvance.

For instance, if the salesman allou.s the
entire amount of $17.b0 to the customer as a
trade-in allorvance, he has not earned himself
one single penny in addition to the $15.25 he
receives for making the sale. If he allorvs the
customer $10 of the $17.50 trade-in allow_
ance, then the store makes $8.25 and the
salesman makes $3.7S. If the salesman
allows only g5 as a trade-in allowance, then
he and the dealer divide the remaining
$12.50. And in cases rvhere there is no trade_

FIRM TRAIDE,IN POLICY
Read This Suggested Sales Policy on Trade-In Allowances
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in allorvance rvhatsoever, the salesman re-
ceives $8.75 in addition to his eommission of
$15.75 and the store receives an additional
$8.75 because of no trade-in allorvance.

In other rvords, it has rvorked out that
rvhen the retail salesman is given the privi-
lege of earning one-half of any portion of the
10 per eent allorvance that he saves, it has

beeome a real ineetrtive to him to do arvay

You can proceecl u ith the outside selling
plan on either a lalge or small scale. If you
start in a small rvay, build your outside
organization as rapidly as possible.

Procuring " outside " salesmen and then
getting results from them may, or may not,
be a difficult job. It depends upon your
frame of mind. Approach your opportunity
of building an outside organization u'ith the
knowledge that you can do it because it is

being done suceessfully every day, every
year.

Possibly you have a salesman or trvo
eonnected with your store. There is no
reason why one of them cannot become your
first outside salesman. It presents to the man
a real money-making opportunity. Be liberal
in paying extra bonuses or commissions rvhen

he is making profits for you.
If you are doing business on a moderate

scale there is no reason rvhy you, yourself,
cannot spend an hour or two each day and
another hour or so each evening in outside
selling. What you should strive for, however,
is a real go-getting organization of four or five
men to carry on this rvork day in and day
out. Many radio dealers rvho previously did
only a small business now have outside
selling organizations of eight or ten men
bringing in the business in big volume'

It is as easy to operate rvith an outside
force of four or fir'e men under competent
supervision as it is to operate rvith but one or
trvo men. A large olganization does require
more system, but this is not difficult. We

explain to you elservhere herein just horv to
handle such an organization.

rvith trade-ins altogether. And you s,ill be
surprised how that policy l.ill cut don'n your
trade-ins. The salesman rvill sell the cus-
tomer the idea of keeping the old set, giving
it to a friend or relative, or giving it to some
charitable institution. ]Vote on the following
pages in this bool; in otr selling tall; to Mr.
Smith, the husband, how thc nmtter oJ trade-in,
allowance is handled.

A radio organization on outside selling can
be built up much more easily than one, for
example, in the electric cleaner or u'ashing
machine business. Public acceptance of
radio is far greater and, consequently, there
is a far greater demand. Salesmen are ac-
corded better reception rvhen canvassing and
their earnings are higher. Many very success-

ful salesmen in other specialties have deserted
those lines in favor of the greater opportunity
in radio. And in Philco you have the greatest
proposition of all.

Advertise for men in your local neu-spaper
that carries the most classified advertising.
A large general circulation is rvhat you want.
You will probably mn both "blind" and

"open" advertisements. Determine which is
the most productive by experience and then
run the majority of that kind. As a general
rule, we are inclined toward "open" ad-
vertisements, those giving your address.

Do not run the same advertisement for
more than three eonsecutive days. Write
your copy clearly and make it attractive.
Small advertisements run frequently are
often more effective than a large advertise-
ment. Run your advertisements under the
headings of "Male Help Wanted" or "Men
Wanted" as well as "Salesmen Wanted."
The follo'vving advertisements may be used:

TxTIl want livc snlcstncn with clcan records to scil
VV amazinclv f:rst-spllirrg arli,lr'. \ot eloctri,'

clcrners tror cloctric uashcrs, but a trran uith suclr
expcrience isthe mon $'c E&nt. You can casily ntakc
ovcr $50 u'cekly. Autontobilc re<1uired. Call at.. ..

Q ALIIStIAN ean mrko moro lhan $50 uockly soll-
D irrs l'hilco Ilalatrcetl-Unit Rudio. the fattlorls
radio q'ith Tone Control. A rcnl opportunity for
man *'ith autontoltilc u'ho has had experience sellittg
such articles as cleancrs and washcrs. Call at......

HO\v TO GET AND PAY MEN

t7
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qAl,f:S-\1.\\ rvitlr automobilc for rrrrndcrful
\J rnoneJ'-rrrrkirrr{ opportllnity. Not eleetric cl:an-
r.rs nor electric rvashers, but s'e warrt a men with
:uch cxperience. You can m&ke over $1'O u'eekly.(-rll at..

DHILCO rertuires at $50 arrd up ueekly severalI salesrrron l itlr eurs to scll on Free Honre Denrorr-
stration thc q'orrdcrful nerv Philcro lJllanced-Unit
Illclio u'ith the rcrrrarkable Tone Control. Call st. . . ,

\ f liN - Ts o clean-cut, arrrlritious men u'antcd for
IYI sales positioD. $5O rud rnore u'eel<ly; cxcellcnt
upportunit]'. PerDrarrcut. I\lamied rnen, 25-40, prc-
itrred. Cur lr flssct l,ut not csseutiul. Sct. 1lr.

i j:ll'fll, 
w'hitcsi<le Radio Co.. l4ir Secorrtl St..

Intervieu'the ripplicants singly. Put them
at ease and erx:ourage them to talk. Hire the
man uho loves to sell. I)o not take a man
l'ho is "doln and out." The same factors
that caused him to fail before still prer.ail
and you do not have time to correet thern.

Do not employ men \vho are financially
irresponsible -a good salesman is never
broke. Employ only those men whose ap-
pearance is good. You ale entitled to good
men arld you can get them rvith the Philco
proposition. Hire the clean-cut, ambitious
man \yho has had successful outside sellirrg
experience. Hire a man with a car in prefer-
ence to one without a car.

Your intervieu' with the prospective
salesman should be full enough to completely
" sell " him the position. You rvant his whole-
hearted acceptance -his full understanding.
You do not want the man who merely says
"Well, I'll try it"-and fears that he won't
make a "go" of it.

Cover the follorving subjects in your in-
terviel-: Make it clear that the job is on
commission and point out the advantages of
comnission. Tell about the radio industry -
that it is only about eight years old-that in
1921 the total radio business in the United
States amounted to only 60,000 receivers,
and in 1929 the radio business in this country
amounted to more than $800,000,000-and
that the surface has barely been scratched.

Tell about Philco-that it is the greatest
performing set ever built-that at the end
of 1930 Philco rvill be in first place in the
radio industry-that Philco has been known
to the \r'orld for tu,enty-five years -that
Philco has branches and depots over the
entire LTnited States-that u'e have what is
knorvn as a ((hot" line-that great sums are

corrtinttally being spent on national adver-
tising, billboards, Philco Hour, Philco-Para-
nrount tie-up, etc.

flake sure that you get complete in-
{'onnation as to the name, address, telephone
nurnber', etc., of all men rvhom you accept.
You rvill also rvish referellces, no doubt.
Juclge for yourself rvhether you rvish to use
zrn application form and, if so, \\'hat questions
you rvish to ask. You can have a few ap-
plication forms rnimeographed at srnall eost.

Nou' you comc to the matter of com-
missions-rvhat the rnan gets and rvhen he
gets it. You should pay your outside sales-
nren 10 per cent cornmission on all sales. The
cornmission is payable on the list price.of the
set that is sold, subject to any alrangements
that you may make on trade-ins. You rvill
have a definite trade-in policy u-hich will
determine rvhether or not a trade-in allou'-
&llce is deducted before commissions are
ligured.

The men should be paid u'eekly, pref-
erably on Saturday. Trvo days or so should
elapse betn'een the time that their sales for
the iveek are closed and pay-day. It is a
good idea to pay on Saturday for all sales
made before the close of business on Wednes-
day. This gives you an opportunity to verify
sales, determine credit, etc. Make sure that
the salesmen understand this. Do not give
advances against eommissions.

illaintain a reserve fund for each sales-
man. You ean deduct l0 per cent of his com-
missions in favor of this fund until 9200 is
reached. This fund. is used for reverts. When
a revert occurs, charge the commission paid
to the salesman on account of the "sale" to
his reserve fund and then deduct 10 per cent
of his commissions again until $200 is shown.

Explain this thoroughly to the salesman
when he is employed and get him to sign an
authorization for you to deduct a percentage
of his commissions for the purpose. Also, you
may l'ish to deduct the salesman's auto-
mobile insurance from his reserve fund. The
authorization form rvhich he rvill sign can be
very simple - drau' one up yourself or consult
your jobber. Pay the amou.nt in his reserve

1S
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fund to a salestnatr ninetl' titrl's after he

leaves your emplol'-ttot before.
Ask you.r distrtbutor for help in organtztng

your ou,ktde selling. All Philco dtslribtrlor.*
u'e ztell posted on alL operating metlrcds. He

ts equiTtped and glad to be of nssislartce.

METHOIDS OF OBTAINING PROSPEGTS
On the follorving pages we are outlirting to

)'ou a. number of unique nrethods by rvhich
prospects for I'hilco Radio cau be obtained;
also a. number of rnethods that the soliciting
outside salesman ean use itt rnaking his

approaeh to the houservife or the horne

o\vner. Horvet'et', as regat'ds methods for
obtaining prospeets, all'ays bear in mind that
the tu'o sure-fire, economical, efficient atrcl

lrroductive methods are: (.1) house-to-hotLse

t:antwssitrgl b'y salevnen autl (2) "leads .l'rttnt
(ttstonrcrs."

You l'ill find that the smart, productir-e,
monel'-m:rkiug salesman invariably is the one

l ho pieks or is given r definite territory, and
n'ho then by hinrself atrtl for himself, alert
and full of confideuce, makes a persistent
house-to-ht)use canv&ss for prospects. Short
euts are seldorn profitable, zr,nd probably the
re{rsol} u'hy hottse-to-house canvassing in
radio is so profitable and so intelligent a

procedttre is beeause of the keen public in-
terest in radio and its ri'itle public acceptance.

\\:e ask you to stop to think horv man\r
thousands of outside salesmen are making a

suceess of the electric cleaner, electric rvash-

ing machine, anci electric refrigeration busi-

ness by house-to-hollse eanvassing methods'
We admit that those are great businesses

rvith a good public demaud, but there llever
\\'irs arl article of merchandise built in, u:hiclt

tlrc public is so l;eenly interested as radio-
You knon' hou' easy it is to strike u1l e

r'<.rnversation any tirne rvith anybocly on the
subject of t'adio, a discussion of torle, selec-

tivitv or distanee I'ange. 'I'o put it briefl1',

radio is the ideal merehattdise for house-to-

house canvassing beeause the salesmatl has

at his tongue's end so many interesting
things to say about ladio to people who are

enthused over it ancl rvho at'e reatly to talk
about it.

Later on in these pages \\'e &I'e going to
outline in dialogue form the hotrse-to-house

method of canvassing, and we are going to
deal completely rvith the subject of " getting
leads from customers." Hotl'ever, for the

next trvo or three pages rve rvill outline to 1''ou

some other methods for obtaining leads ancl

prospeets. We give you these unique ideas

because rvithout question they have 'worked

out profitably in many localities. You ma1'

judge their merits, and adopt those that
appear most suitable to your localitv.

GETIING PROSPEGTS BY TELEPHONE
I'he telepholte call be used to big advatr-

tage in securing live leads for outside sales-

men to follou' up. We are outlining here a

practical telephone solicitation that s'ill
bring yott profitable results.

The telephone has been used successfulll'

in getting prospects for the sale of sueh

merehanclise as electric cleaners, electric
u'ashers and electric refrigerators, and it is

far more effective, far more productive in
radio than in an1'other line of business' This

is probably true because of the ividespread,

keen interest in radio, and the readiness rvith
rvhich people beeome interested in discuss-

ing it.
Some Philco dealers have as many as five

or six people using the telephone constantll'
to secure prospects for home demonstratiotr'

Quite possibly your community and 1'our'

store rvill not justif5' your using more thau
one or two persons for such telephone u'ork'
Read the follon'ing instruetions and then b1'
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all means test out this telephone plan. T.y
it out for at least two or three hours to prove
to yourself its effectiveness and productive_
NESS.

Take the telephone yourself and call up
ten or twelve houservives, one after the other,
using the telephone conversation that u,e
outline in these pages; then note the results
that you receive in the u,ay of live prospects.

The u'oman of the house is a big factor
today in the buying of radio receiving sets.
As you knorv there lvas a time lvhen the man
rvas almost the sole purchaser, but today very
few radio sets are sold to the home without
consultation betrveen man and wife.

Then, too, Philco furniture models are so
superbly beautiful and attractive that they
have an instant appeal to the woman of the
home. Hence this telephone solicitation can
very profitably be tried out during the day
by telephoning the housewife for an appoint-
ment to call. You will also find it profitable
to use this telephone solicitation in calling up
the men at their offices or when they are at
home at night.

Many Philco dealers employ a number of
bright young women to do this telephoning
to secure leads for the outside salesman. On
the other hand, many stores get the salesmen
to use the telephone and the salesmen secure
their own leads. The following rules apply to
all telephone solicitations:

1. When the lady of the house answers
the telephone, tell her in a deliberate, well-
modulated voice, and very distinctly, so that
she will not need to ask you to repeat, who
you are and whom you represent. you gain
her confidence by your direetness.

2. Do not prolong your telephone con_
versation unless she wishes to do so. Two or
three minutes is enough.

3. Do not use any trickery to get into
her home. She will resent it. By your direct-
ness you will gain her confidence and if she
is interested, she will see you; otherwise
don't waste your time on her-call another
number at once.

We suggest that your eonversation go
along the following lines:

NIrs. Smith ans\\-ers the telephone.
Sar,nsuex: Is this Ontario 96T5?
Mns. Surrn: Yes.
Ser,nsnreN: Is this Mrs. Smith speaking?
Mns. Surru: Yes, it is.
Sar,pslrau: Mrs. Smith, mlJ ?rame is Mr.

Butler. I am in charge of the Rad,io Depart-
ment at the Whiteside Radio Company. I
called, up to ask you what kind, uhat make, of
radio set you haue.

(Do not merely ask the lady if she has a
radio, because if you do, she is very apt to
say "yes" whether she has one or not.

(If you ask her rvhat kind, rvhat make, of
radio she has, while she may not recall the
name of it, you will at least get the correct
answer as to rvhether or not she owns one.
This point is more important than you may
think.)

Mns. Surrn: Why, we have a Meadow-
lark radio. (She may not recall the name of
her set but merely state that she has one. ft
makes no difference in the conversation.)

Ser,nsnnen: Let me ask, Mrs. Smith, i,s
your radio set operated by batteri.es or d,oes it
operate Jrom the electric light socket?

Mns. Surrn: Well really, f don't know.
Ser,nsuew: Does your husband, haae to

buy batteri,es Jor it?
Mns. Surrn: Oh yes, I remember now,

Mr. Smith does buy batteries for it and he
has to have them fixed up or charged.

Sar,oslran: That is what I wanted, to know,
Mrs. Smith. Now let me tell gou why I called,
Aou up. Our Company-The Whitesid,e Radtio
Company -has secured the dealer franchise for
the Philco All-Electric Balanced,-Unit radio.
It is that wonderful, new 1gS0 mod,el, equipped,
with that new radio discouery-THE ?HILCO
TONE CONTROL. You haae probably heard,
of it. h is creating such a big sensation.

Mns. Snrrru: Why yes, I believe I have
heard of it.

Ser,nsuaw: I thought quite likely you had,
heard, of it Mrs. Smith, because this wond,erful
new Tone Control feature is being ad.aerti,sed,
in all the leading magaz'ines. Miltions of
people hear about it ouer the air d.uring the
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Philco Hour, and it seems that almost eL'erA-

body is talking about it.
As gou probably know, I[rs. Smith, the

Philco is strictly an All-Electric Radio -
operating directly from the light socket eractly
in the same rna,nner as one of your table lam,ps

is connected to the light socket.

The Philco'is entirely dry. l{o batteries, no
acids-nothing of that kind whatsoeuer. How-
euer, what I really started to tell gou, Mrs.
Smith, is that the Philco factory in Philadelphia
haue intormed us that ue can place a limited
number of these new Philco Radios on absolutely
Free Demonstration in a certain selected list of
homes. In other words, ue can giue an ab-
solutely Free Home Demonstration of the

splendid new Philco Highboy model, the in-
strument with the Automatic Volume Control
and with that wonderful new radio featu.re -
the Philco Tone Control.

You certa'inl'y should hear the maruelous
efect produced by the operation oJ this Tone
Control, Mrs. Smith. It actuallg enables you to
modulate the tone of the broadcasting station to
suit gour particular personal taste.

Then, too, I want yott to see the superb,
handsome piece oJ' furniture that h,ouses this
wonderfiil Philco radio. I feel sure th,at when

Aou see it you utill admtt that Philco ts tlrc
ftnest radio recetuer euer btt'tlt.

Mr. Whiteside m,ade out a list of ladies
th'is mornin,g for me to call ttp to inform that
they could haue a Free Demonstration of this
new rnodel in thetr lrctnes wtthout the slightest
obligation on their part u:lmtsoeuer.

You are one of these ladies, and I want rcry
much, to bring this Philco radio set ou,t to yottr
home.

I want X[r. Srntth and yoursel.f to try it otLt

-to l'isten to its uonderfitl 'purity of tone, and
its maruelous reprodttctiort. I-ou h,aue neuer

heartl anytlting to eqttal 'it f arn ntre, and ilIr.
IThitestde and ntysel.l' utan,t yott to test out its
rast d'istance range and its h,air-line selecttttity.

Il'e particttlarly utant you, tr[rs. Smith, to

see its rtch beaut'y as a 'ptece of Jturn'i,ture. Il'e
want gorr to see hout attractire tt uill lool; in
your l'irtng roont. I.ou probably knou: r[ght

now the enact spot in, which you would like to
place it.

We want yozt to feel perfectly free to accept

this Free Demonstration olfer. There are no
strings to 'it whatsoeuer, and it does not place
you under the least obligation. (Be cordial
and confident. Talk clearly and easily.)

Mns. SurrH: Well I hardly think-
Ser,nsueu: We are only too glad to do this,

Mrs. Smith. You will not be imposing upon
us in the least in accepting this Free Demonstra-
tion ofer. It just happens that I will be in your
neighborhood tomorrow afternoon. I am hauing
a Philco deliuered on Free Demonstration only' 
a block or two from your home, and at the same

t'ime I can easily bring ont to you one of the

beautiful Philco Highboy Models with the new
Tone Control for you to try out.

Remember this Trial Demonstrat'ion is free,
and it does not obligate you in anq nxanner.

Mns. Surrn: Well, your offer sounds very
fair, but really rve have not been thinking of
buying another radio set. I don't believe
that rve can afford it.

Ser,nsueN: .,Izsl let rne ask yott thts, Mrs.
Smith. After you and Mr. Smith haue an op-
portunity to try out and test out this brand new

Philco, and you fi,nd that its performance in
euerA respect, Tone, Selectiuttg, Distance Range
and other features, is .far more maruelous than
anything you had euer heard of or imagined; and
if yott, also Jind that the pri,ce is right and the

terrns of payment entirelg satisfactory, don't yott
th'tnk that Mr. S'mith uould want to keep it?

N[ns. SurrH: Well, I suppose if my hus-
band rvanted it he l'ould bu5r it.

Ser,osulN: All we want to do, LIrs. Smith,
is to giue ?Jou a Free Honte Dennnstrat'ion of
th,is wonderftr,l rece'tuer. IYe ar-e rery anriotts
right at this ti'me, just as these neu models haue

an'iued in the ctty, to giue a few selected dem-
ottstratiotts in certain honrcs such as lJours.
You, are not obligated in the least, beca'use ute

ure anrious to hare you and Mr. Smith, hear
tlis wonderJrLl neu instrunr.eti. 11:e knottt that
yott to'ill both admtt os soon as lJolr heur it that

llou neuer dreanted th,at rariio receptton could be

so tnrc, so clear and so arnazirtgly lifeJilte.



ll:hnt time ut'ill !/ott, be h,ome tontorrow
aJternoon, Mrs. Srnith? Il-ill 2.30 or 3.00
o'clock be a comenient tim.e for nte to call?

Mns. Surur: Yes, that rvill be all right;
but you understand that rve are not under
obligation to buy a radio set.

SernsueN: I ttnderstand that pet'fectly,
Jlrs. Smith. I feel stre, holoeuer, th,at once llou
anrl Mr. Smith haue seen this beautiftrl ruclio
antl h,aue tried it ottt thoroughly for distance,
purity o.f tone and selecttuity, that you uill insist
on keeping i.t. But I u:ant you to know that I
thoroughly understand that you are not under
lhe least obligatiort. And whether Aou hty a
Philco radio or n,ot, u:e rtre an,rious to h,are you,

toke aduantage o.l'thts Free Dernonstration o,ffer.

So I uill be tlrcre bettt,een, 2.30 and 3.00
o'clocA:, arrd. utill not. take up tery much of your
tine . ll-ill that be all right?

l,Ins. Slrrru: Yes.
S.qLnsrrex: 'lhatrk 5'ou. ( loodbl'e.

Variations of Conversation
If you ask IIrs. Smith the kind or rnake

of her radio, and she replies that she does not
o\\'n a ratlio of any kind, then vour conversA-
tion shoukl proceed as follorvs:

Ser,nsnteu: Inqsmucll as Aorl do rtot otl,n. a
rudio, Mrs. Snilh, 1 Ii^\-OII' th,at'yott uill be

rcr31 much interested. in u,hat f am ooina to
tell ytrtr.

I{ns. Srrrrn: \\-ell, r'r-c ure not
bu.r'ing a latlio rrol'. \\'e might
later', but not norv.

bhinking of
some' timc

S-tr,nstt-r.x : Tltal is pcr,l'ectly oll, rigltl, 'lI t's.

Srnilh, but .tirst lcl ntr: teli yotr dry I leleflnned
ttot(. Jt u:'ill tul;e rrtc rtrtly o mintLkt ot' ltto rtrtrl
1/zrs i.s rrol. itt an!/ ttett u sdlinu talA'.

Note: ('ontiuur' \'olll' convrlrsaticlrr ivit]r
]Ils. Smith from this point on iust lts pr.e-
r-ir rrrslv irrst nrcterl.

Another Possible Variation
II' fIrs. Smith repiies that shc o\\'ns rur

-{1.I,-Electric Iladio. u'hen lou ruli ircr u'htrt
kintl or make she possr.sses, \'()u start .r'orrr
cotrversation as follor-s :

S.c.LEslr.4,x: I)oe-s l|our . . . .rudio sutis.l y

yott, com,pletell1, LIrs. Smith? Doesn't ,it ewr
Eliue yott. any trouble?

l'Ins. Surrs: No, I don't believe it gives
us much trouble. \Ye enjoy the radio verr-
mueh.

Ser,rsnr,c.x: How long haue Aou lrud ,your

raclio, Mrs. Smith?
Mns. Surru: Well, I guess \ye have had

it for trvo or three years.
Ser,pslreN: IJ' g1ott, harc hud your pt'esent

ratlio set for ttto or three yeurs Mrs. Srnith, yotr
utill certainly be 'interested in uhat I am goirtg
to lell you.

You don't mind, tulA-irtg1 lo me J'or .jttst a
ntoment or tuto?

)Ins. Srurrn: \\Ihy l)0, go ahearl.
Note: Continue your eonversation lvith

f{rs. Smith from this point on just as pler-i-
ouslf instructed.

Try Out This Telephone Plan
By all means, N,h'. Dealer, do not neglect

to use this telephone plan. You rvill be
gratified rvith the good prospects that I'ou
cran get. Tn'it out vourself. (iir-e it u gootl
test.

I)o not be satisficd l'ith mcrell- calling up
tu-o or three ladies, but spend at lerrst tl.o
honrs at the telephone. In other l'or.ds.
u'hoever start,s at the telephone har-e them
pr.rt irr trvo ol three hotrls, and u-lteu thel- ale
through .vou u'ill lle surprised at the rrurount
of business y'ou har.'e in sight.

Sturlv the dialogue in thcr telephorre cotr-
versu,tion u-r: hitve given lou here. Ilrr-e t.he
telephone operatol or n'hoever is going to use
the 1llau, r'ead this telelthone eunr-elsa,tiorr
over se\-el'al times. You l-ill find that it
is a big assist:urcc to vou or' :rnv of voru' stles
persorls in rnoulding theil o\\'n eon\-er.srttion.
'l'he u'orrls u'ill ver'1- rltrieklr- r,orne eusil.r,- lrnrl
snroothl.\'.

.\ll tliat is necessar'.\' is to talk easilr'. uon-
chalarttlr', nrrtl in a friendlr. tone of voirre.
I)oIt't hrtn'1' lroul conyelsatirrtr. l)'''t git'c
the imllression from the l'a1' vou talk that
\'ou iu'e afrairl vou l'ill not lte listerred to.
^\Iany housel.ivcs n'ill irnve no ob.jer.titin
u'hatsoevet' to helu'ing \'()llt' stor'.r'.



Checking Back Prospects
If it happens that you employ one ot't'wo

or more blight )'oung \\'omen to use this
telephone plan for yout' business to get you
prospects, remember that it is a gooil itlea
to have the salesman call up the prospect
again before going out to keep the appoint-
ment. 'Iherefole, the thing to do is to instruct
t,he young \yomalr to make no appointmetrts
for the clal' on r-liich thel' telephone but to
make appoitrtments for the follorving da1' or
later clal's.

'fhe salesmau rvho expects to ttrake t,he

call should telephorre the prospect befole
going out rvith the Philco to make sure that
the larl1. of the house has not forgotterr hel

appointmetrt. 'fhc ladl' of the house doe.s

sometimes forget t,hat she matle the allpoiut-
ment.

Ftrrthermole, it is not tttrusual to secru'e

for a, salesman four ot' five appointmetrts in a
single day. 'Iherefore, it is rvell for him to get
them all on the telephone befot'e making calls
in order to sort otrt thc best of these yrt'os-

pects for his attention; also palticulallr- to
rnake sure that the ladl' tlill be home.

If your delivery departmertt makes <leliv-
ery of the I'hilco radio, 1'ou have an ad-
ditional reason for making sure th:lt the
appointrnent is satisfaetor'-v ttnd that the
party l'ill be hotnc so that the trip n'ill trot
be l'a,sted.

t

a TIIE LEAD,GETTING HANIDBILL PLAN USED
vyITH BIG SUGCESS EVERYWHERE

Costs Btrt Little-Easy to Carry Out
Here is an aclvelti-qing plan to get lile

Ieatls and also store sa,les t,hat you can can'y
out at an1' time u-itli big sueccss-r'elv big
success.

IT \\ I LL ( IOS'I' YOtr $.19.50 - AN I) No
I,IORE-TO (',\RR\' ']'FIIS PLIN ()trT
IN EVERY DE'I'III,. \-er1' Iittlc tlorible!
\rerv little time nccesslrl'! ,\ntl 5,otr should
sell. rvithout question, 10 to 1l-r or nlol'c I'hilco
Ralanced-Ilnit Ilrrrlios. Wh.v? Becattsc it
u-ill bring 1'ori plentl' ol live pt'ospccts 1or

votrr reta,il salcsmen -lurl actttrrl s:rles itt
lorrL store-cvel']'tirne 1'ou tr'f it.

Ifigure it out I'or 1'ourself. If this plan
re<luires velr- little tinc. r-cr'.\' littltr cffort,
rrntl is simple to ltuntlle, unrl vutt c-'iitr scll evcir
l0 l'}hilco Ilarlios et rr totltl cost to r-ort ol
orrlr' $4{}.;-r0, tlrtn yort rvi}l rrrhnit thtt tlrtr
plan is just thc thing lorr u'ilnt. 'l'en I'hilco
saies at a total cost of $-1{).irO rnc[uis tlrat 1'otr
a,rc paying orrlv alrout lrir :rdver'tising cost
per sale. -\ miglrtr- yrrolita,ble r'cutux., isn't
it? It mearrs tlial, r'our plofit u'ill bc abortt
$500 ol'eren ttt(r')'('. rlr'pt,ntlitrg ul)on the
nrodels vorr sell.

And You Can Do This At Least
Once Every Month

If you ciltr spetrd $49.50 ancl rnake $ir00
ttntl euen, more beaaltse of tht' live ptospects
or Ieads you s'ill get, l,hetr vritt certainlv tlo
u'ant to do it. 'l'hat's a l'act, isn't itl'

We realize that it u'ottlrl be :r, big ttristake
or-l ollr p:lrt to advise arrr- tlenler to clo I
singie thing in the wav of syrenclittg nlone\:
tha,t dirl not pnv hinr libeltll.r'. We u'ottltl
not for a rnotnetrt l.ell votr to eart'1' ont, this
plan or unv other lllan il rr'c tiitl trot krton'
that it rvoultl pa,y r'ou :rtrtl p:tv r'or-t l'ell in-
decrl. It certainlf is loi'th 1-our rvltilc to tn'
this phn Oxc'u to pl'<lvc 1o t'otn'st:lf rt'lrctlter'
or not it reall1'rvoll<s 'rs \rc s:l]- it tl,les. 'l'lren

repelt it tinre rrrrtl agirirt.

Norv Here Is the Plan
lfilst, r'eati tltc copl- of thc ]rtnclbill l'{rl)l o-

rlrrt'etl in t,he I)ealet''s .\<1r'c'rtising Portfoiio.
'fhe hlntlbill is, of cor.llsc. Lu'gel tirltr thi-q

ilhrstlation. lts tc'tr.ull sizc is 1) inc]res b5' 12

inehes. lbtr rvill notiee that it is tn inerpertsir-e
handbill. It cost,s yori onh' $i3.50 per thouslnd.

\\'e l'ant lott to ot'tler ft om us 5000 of



these handbills. This means that the entire
5000 handbills will cost you only $17.50,
AND WE 'W'ILL PAY THE TRANSPORTATION

cHARGES. This $17.50 for handbills is the
first item of the total cost to you of $49.50.

Read this handbill thoroughly-read
every word of it-and you will see that it is
a very strong and porverful piece of advertis-
ing copy. We knorv for a fact that it is a
very strong piece of advertising because rve
have tested it out and it has produeed the
business.

Your name and your address and your
telephone number rvill appear on each of
the 5000 handbills that rve ship to you. They
will be printed for your own particular business.

Now Then-the Next Step
Just as soon as these handbills reach you,

you are to hire four boys-school boys. You
pay them only $1.50 per day, or at the very
most $2.00 per day.

Such boys come into your store every day
and you know them. When you hear from
us that your eirculars have been shipped, or
when you reeeive the circulars, ask four boys
in your neighborhood, who you know are
honest and reliable, to leport to your store
at 8.30 o'eloek on a eertain Monday morning.
In the meantime, find out whether or not it
is neeessary to secure a permit for these boys
to distribute the handbills. In some cities
local ordinances require a srnall fee of 50
cents or a dollar. Just phone the City Hall
for this information. Probably such a permit
is not needed in your community.

Now Then-the Third Step
You rvill finrl that these boys can delir.er

these handbills to the homes in all of the
blocks sun'ounding )-olu' stole at the rate of
400 to 450 daih' fol each boy. In other
u'olds, eaeh bov can slip this hanclbill under
the dool ot' into thc rna,il box of over 400
houses eacir clal'.

This mcans that if vou have foul bo3's
u'orking for' 1'ou, beginning at E.30 llondal'
molning. thel' r'ill cleliver' 1600 handbills fol
you ever'1' dal-. -\t the end of four tlal's ar

THE Mosr every one of these 5000 handbills
will have been slipped under the doors or
into the mail boxes of 5000 homes in your
vicinity.

Before these boys show up at your store
to go to work delivering these handbills, you
should get the territory laid out. You ean
easily decide rvhich streets each boy is going
to work so that there will be no duplication.

Another Important Feature
Boys are all more or less alike. You know

and we know that they do not take business
seriously, and therefore they will bear watch-
ing while they are delivering these handbills
for you.

A boy may start out for you and deliver
very conscientiously 100 handbills and then
suddenly get the idea that he can throw the
rest away, and collect the money from you
anyway. This is a trouble that is easily
prevented. You simply give each boy a part
of his circulars and start them all out. Tell
them what streets to rvork on and rvhat
direction to go. Tell them that somebody
u'ill meet them with your automobile several
times during the day, and will give them
more handbills and further instruct them
where to go. Then all you need do is to
take your car and check them up once or
twice every day. Drive up to them suddenly
and ask them how everything is going. Then
they will realize that you are on the job and
rvatching them, and you will find that the
boys will then very thoroughly deliver each
one of your handbills.

And Then What Happens?
'Ihe thing that then happens is that yotr

begin immediatell- to get telephone call-* and
personal calls. hr faet, you get live plospects
fot' 1.spt retail salesrneu outside. Ifost irtt-
porlartt, yotr 91ct peopl.e Into your store interested
'in buying the Philr:o Bulartcecl-(:ntt Redio.

Remernbel t ltr'hetlrcr l|ou lLar.,e outside
sctlesnten. or rLot, by all nrcans 'use tlrc lmrdbill
plon, the telephone plan and our neu)spaper
utluerttsing because th,ey bring you the brrsirress
in the slore as u'ell as itrquiries.
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LOOK/oetu/
The NEw

Balanced-(Jnit Radio
with TONE CONTROL

Yer, jurt crrived from the lactory, thc comPlete linc of
hrndrome new Philco modclr-equipped with thet new radio
dircovcry-Philco Tonc Control, thc dcvice thct actually
cnrbler you to control thc tonc ol the brordcrrting rtation to
ruit your penonal trtc-thc renralion o[ the radio world.
Notc the rcmarkrbly low pricer of thc Philco modeb and thc
crquirile derign ol thc hrndsome furniturc cabineb.

Read this Special OlJer !
Select rny Philco model you choore, and we will delivcr

it to your homs on rbsolutcly FREE Trial Dcmon:trution. We
wlnt you to rce its beruty, to hear thc matchles qurlity ol
lone, lert ib relcctivity and vest dirtrncc nngc. And by all
nc.nr we want you to get the thrill of operrting thc Tonc
Control-Philco" ncry radio dircovery. Thir Frcc Trial Dem-
gnrtrction doer not place you under thc leatt obligotion.

Easy Payments
Yer, and then i[ you decide to purchue the new-Philco,

ygu c!r1 have lt lor yout own on Erry Terms. Mcrcly mrkc a

inrll payment to bcain wiih and pcy thc brlancc monthly.

Call at Our Store
or Tclephone Today

Ar you probrbly ahoady know, the demand lor thir
nervelour new Philco, with the Tone Conhol, it trcnendour.
Hcnce, wc crn phce only a limitcd numbcr on Frcc Home
Demonrtration. So call ct our dorc or telephono belorc thir
rpecirl oller cn&.

HIGHEOY
Pfillco gr..n G.id nd Hirt'.

tor rili hllco lo.. (dbl sd
A4.rd. V6hi. C6.bl. Nit
teb.,-th. .o{ lirhlv rLcdr
Ft on i.*d. H.ndril. ..blml.

rl 45 r..,"u.,

Each
Philco Model
is equipped

with thc NEW
Radio Miraclc-

Philco
Tone Control

ffi
PHONOGRAPH

Pill.o R.elo+trono!.plt. CoF
Llnln. *. l.no{i SG'..n (ild Pls
Ldlo tlh Pftlho Td. (sd.
h coibr.dld ilrl ?fillco'r n.rlt
d..tFd tldor..rf EqdF f
edc.4u.lt a{*Kt6. M.}
rlf,..t ..bldl-

. tl98 r.or,ro

Pfiilco Sqeen Grid Lowboy wilh Philco Tonc €onbol. A
tulv bcrulilul rct. Elecbo-Dynroic Spcrlcr, Brlraced-Unil
conttuction, crclurivc Clerr-Virion St tion Rcairter rnd Dirl.

CONSOLE
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FURTHERNIORE, YOU CAN CARRY
OUT THIS PLAN ON A LARGER SCALE
THAN sOOO HANDBILLS. MANY DEAL-
ERS DISTRIBUTE A1' LEAST IO,OOO

EACH X{ONTI{. THE MORE DISTRIB.
UTED THE BIGGER THE VOI,UME OI.'
BUSINESS.

Actual Cost Fipures to
Operate This Plan

5000 Ilandbills delivered (n-ith
voru'imprint) $17.50

Cost to you of foul boys fol deliver-
ing over yreriod of fotrr days. 32.00

ll'oral Cos.r $49.50

Norn: It ma1- not cost you $32.00 to get
the handbills delivered. You may get the boy-*
for $1.50 per day instead of $2.00, and fur'-
tltemrore, they may make the entire deliver.\'
in three davs instead of four days.

Youl profit on this operation should easily
be $500, because you should most certainly
sell l0 Philco Iladios, if the handbills are
carefully distributed. We have given you a
conservative estimate of sales because lve
do not ryant to exaggerate in the least, but
rve knorv dealers rvho have sold 25 and 30
Philcos by simpll' distributing the 5000
handbills.

Furthermore, the distributiorr of these
handbills u'ill give 1'our business a gleat deal
of genelal adr-ertising in lroul loealitv, and

'fhe taking of the tlnitetl States (:ensus

lly the Fedelal (lovernment affords a favor'-
:r,ble oyrportunity f ol putt,ing into ltracticc ther
Rodio ('ensrrs I'lutr I'ar cenvilssing selected
neighbollroocls to obtain accttote, detailed in-
.formalion u,hiclt trill su.ppllJ salesrnerr u.ttth, er
cellent prospeclx. ,\t this time the lesistance
and prejudiee to unsn'ering questions at the
cloor has been definitel.r' lon-ert'cl; for assist-
ance in census-takirrg has been set lorth as a
public duty in u'hich evely good eitizen
shonki eo-operute, :rnd the householder' prolr-

it rvill also result in the immediate sale of
other merchandise. 'Ihis is the simplest and
most profitable advertising plan that we
have ever discovered for the retail dealer.

If you decide that you n'ant to distribute
10,000 handbills or more, rve rvill be very
glad to furnish them to you for only $3.50
per thousand rvith your imprint. Wn wrr,l
PAY THE TRANSPORTATION CHARGES TO YOU.

An illustration of this handbill is also
shorvn on the Dealer Advertising Proof Sheet.
Send your order for handbills right arvay.

When ordering handbills, l.rite your
name and address clearly; also your tele-
phone number, so that u'e rvill be sure to
imprint your handbills exactly the way you
u'ant them. Also enclose your eheck to
cover the eost of the handbills at the r.ate of
$3.50 per thous:ind.

.Iust as soon &s u'e get your order, rve will
at once go to press rvith your handbills and
send them on to you in 4 or 5 days, trans-
portation prepaid.

We repeat belou' the details that must
be given rvhen you ortler handbills under
our plan:

1. Name of business (for imprint purposes)
2. Address, including city and state.
3.'Ielephone nurnber'.

4. Number of handbills lequited.
5. Check for handbills should &ccompa,rry

order'.

rbl.r' iras undergorre this solt of erperieuce
rvith the flovell]nlental ennrnerators.

I,'irst, r'e shall ilescribe this Itadio C.leusus

I'lan in full detail aecording to the preferred
rnethod, and then discrrss tu'o possible modi-
fieations rvhich, lllthough possibll' less e{Tec-
tir-e than the folnrel rnethotl, l'ill give
satisfactoly results.

li'irst, a,rrangernents ure mude u'ith il
I'ropular local bloarlcasting station to take
r lldio eensus. 'fhe PHILCO distributor or
tle:rlel rvho rntkt's these Illangements merel_v

TI|E RADIO CENSUS PLAN
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agrees to ask a ferv questions (such as are

indicated later) for the benefit of the station,
informing them in addition that he intends
to make a eomplete radio survey of the to$'n,
rvith att,ractive young women as census

takers, and that he is rvilling to confine his
efforts to this particular station. The census

eosts the Broadcasting Station nothing. It
brings the station valuable information.
Naturalll' they agree to the plan readily.

It is aclvisable for other Philco dealers in
the loealitl' to put this same proposition to
other loeal stations in order to prevent com-
petition from outside sources. Such arrange-
ments ma)' or may not be necessat'1'depentl-
ing on local conditions.

The preferred plan is to hire a uumber of
attra,etir.e young women at a salar5,' of $14
n'eekl1' ol'on a combination salary and com-
rnission basis, the latter depending either on
the number of properly filled-in prospect
eards that at'e turned in or on the llrospects
that result in actual sales.

-lhese \\'omen are sent out ott a cloor-to-
clool eanvass, ancl are provided tvith cards or
printetl sheets headed "SPECIAL STATION
XYZ R-\DIO CFINSUS." First on this card
are the general questions concertring rvhich
the station u'ants information; for instance,
" I)o vort get clear reception from XYZ in

1'our neighborhood? What hours do yort
prefer? \\:hat sort of programs do you lilie? "
-\ur- srteh questions as the station rvishes,

BL T DO NOT AGRE!] TO TOO N{,\NY.
'lhen follorv the questions in rvhich

YOt. are interested: "What make of radicr

clo 1'ort have? What type? Hou' old is it?
I)oes its totte satisfy you? Selectivitl'?
Il.a,ngel' Are you thinking of getting a ne\\'

one? \fhich one? "
YotI rrrut easily realize hotv valualllc this

inlorrnutirur is to the salesmatt rvho follos's
up these eu'ded prospects a, da-v ot' trvo iater.
Hc l;rrorrs the nanres o.f the resid.enls in eadt'

home. unrl e:ructly Llrcir sihtatiort, their iltihule
and lheir plons on radio.

'llhe ease rvith u'hich this inforuratiott cau

be obtained is rather surprising. 'l'hc young
\\-onran approa,ehes rvith the exllltrtra,titltr that

the householder is one of 100 persons selected

from the neighborhood to give their opinions
regalding station XYZ's broadcasting. It is

alrvays pleasing to have some one ask ."*our
advice on any subject rvhatsoever, and for
this reason very full and preeise information
maJ'be gathered. It is readily seen that the
householder will talk frankly and fully' to
the young lady representing the broadcasting
station.

The value of this plan lies in that the
\\'omen turn in 100 or 1000 cards all from tr,

certain neighborhood or section and the ereu-

managel can easily distribute these among
the retail salesmetr to follorv up. 'Ihe rvealth
of detailed information tlhich is obtainerl
makes for easy sales.

The selectiou and tlaining of the )'oul)g
\romerl requires sorne consideraticln.'l'he1-
should be attractive, presentable and thor-
oughll, instructed hou'to approach the house-
holdel as explained above and to seeure

ans\\'els to all of the questions. ()ards that
are illegible or improperly filled out should be

rejected or the taker penalized in some wa]'.
'l'he importance of eottscientious lvork atrd
regular houl's should lte impressed upon them.

'I'he foregoing plan can be modified to
ar-oid the expense of hiring the rvomeu lll'
allou'ing salesmen to take the eensus, eaeh

salesrnan taking a 1;articulat' neighborhood
as a census taker, artd at the end of the tlal-
the metr trade carcls u'ith .each othel aud

l'esurlle the part of salesmen to {ollorv up the
prospects.

The census also t:lttr be taken lll'telephone'
making use of the street addless telephone
directorf in tvhich the streets. trot srtb-

seribels, are listed alphalteticalll'. Salesmetr

or \\-omen can make the -sut'vet- over the
phone, asking the questiolls 2ls rellresettttt-
tives of the broadcasting statiorr.

Shop Foremen as Sub-A$ents
L-ndet'this plan the Philco salesuratr gcts

in touch rvith shop-fot'emetr, time-keellers,
vard tletectives, pa1'-masters or atrl' other
relrresentatir.e l'orkers iti large nuttrufaetur-
ing estriblishmetrts tlhet'e I lllrge ttttntber oi
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persons are employed. The Philco salesman
makes this representative a sub-agent.

The shop foreman, time keeper or r,ho-
ever may be made sub-agent, proceeds to
canvass the employees at odd moments to
secure prospects for a home demonstration
of the Philco Balanced-tlnit Radio. And for
each sale that results from a prospect
turned in by the sub-agent, this sub-agent is
paid a commission of $2.50 or $3.00 im-
mediately.

The proper procedure is to get from the
timekeeper, or the paymaster, or some other
source the names and home addresses of the
shop foremen and similar rvorkers. Then the
salesman should call on this man at his home
in the evening or any other convenient time
and make him the proposition of becoming
a sub-agent. He should supply this sub-agent
rvith cards that he can fill in and mail to the
Philco salesman at any time that he locates
a good prospect.

The Address Telephone Directory
The street address telephone directory has

been discussed elsewhere in connection with
various selling plans; in this plan we want to
point out some other ways in which this con-
venient method of classifying telephone sub-
scribers can be utilized in the present outside
selling campaign.

This directory is obtainable from the
telephone companies in the larger cities.
Telephones are listed, not by subseribers'
names, but alphabetically according to streets.
After the street, the house number, the name,
and the telephone number of the subscriber
are given. These directories are designed
specifically for use in the compiling of mail-
ing lists and for house-to-house eanvassing
enterprises.

It is lvorth while to point out that this
directory is useful in a rapid canvass of sueh

sections of a city tvhich are knorvn from past
experience to be particularly unfruitful in
sales prospects. If it is not deemed practical
to canvass such a section on the door-to-door
basis, some indication of the circumstances of
an individual living in that neighborhood may
be determined from the fact that he is listed
in the directory. That person is at least a
telephone subscriber, and that implies an
understanding that there are certain con-
veniences in life. Hence a better type of
PHILCO prospect.

For general canvassing, hon'ever, a crew
rnanager can make out a list of some 30 to 50
names of subscribers from a certain street or
neighborhood and hand these to the in-
dividual salesmen to "cover." Even if that
area is to be covered on a striet door-to-door
canvass, and only a small pereentage of the
individuals approached have telephones, these
lists are still important because the salesman
'rvill then know the householder's name, pos-
sibly something of his business, and that he
is a telephone subscriber.

Salesmen themselves rvill find the direc-
tory extremely useful as a time-saver. Often
it will be necessary to get in touch im-
mediately with a prospective buyer rvho
does not happen to have a telephone. By
consulting the directory he can loeate the
nearest telephone quickly. This is sometimes
more advantageous than calling the informa-
tion operator who is often not so very in-
formative. Such advantages need not be
elaborated.

The Philco dealer rvill also find this
directory provides the essential information
for a telephone canvass of the torvn. Names
may also be taken from the directory to pro-
vide mailing lists for sending out circular
letters and advertising literature, concen-
trating the effort in the various parts of the
city rvhich seem the most desirable.
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I

TIE,UP vyITIl PARAMOUNT THEATRE

Good prospects may often be obtained in
plaees where employees of various companies

gather, such as street car barns, electric rail-
."uy terminals, motor bus garages, taxi
garages, company cafeterias, railroad stations,

company recreation centers and so forth.
Permission should be obtained from a re-

sponsible official to install a Philco several

days before the regular pay day. One or two

salesmen should be on hand to demonstrate

the set at such times as the various shifts

report for, and return from, duty and at any

other time that they congregate. In many
instances the men rvork at odd hours and

depend to a large degree upon radio as a
means of entertainment and relaxation'

These should be given to prospects as they
stop to vierv the sets. These eards require no

return postage, and they may be distributed
freely because no charge is made against the
dealer's post office permit until these cards

are actually placed in the mails.

(Succnstno Posrceno Conr )

GeNrr,nunx: 
" "'----193'---

-.-iiuu*" 
send me illustrated descriptive literature on the

full-Iine of phil"o Ilalanced-Unit llailios and frrll details of
your Free Home Demonstration Offer and your Easy
Payment Plan.

Name --.-,-.,----..

Street and Number---..-.-.--
City.........--..---.. Phone---.----.--.----

fl Check here if vou wish a free autographecl photograph" of Nancy Carroll, star in "Paramount on Parade."

Note: You ean, of course, offer the photo-
graph of any motion picture star you choose,

and print your posteard accordingly.
The other side of this postcard will con-

tain dealer's return address and post office

permit.

Employees rvho become interested in the

Philco will gladly give their n&mes and ad-

dresses so that you may demonstrate the set

in their own homes. These should be care-

fully recorded on prospect cards and folloived

up. Sales have sometimes resulted im-
mediately on the strength of the demonstra-

tion in the employee headquarters, rvithout
a home demonstration being required.

When it is not worth while to have a

salesman present at employees' headquarters

all of the time, some arrangement can be

made to have the Philco put in a safe plaee

or under the eye of a responsible person'

Every possible tie-up rvith local Para-
rnount theatres should be effected by dis-

tributors and Philco dealers in each territory.
Attractive displays of the various PHILCO

models should be placed in the lobby of the
theatre. One set should be in operation,
either picking up local radio broadcasts or
playing phonograph records, preferably in-
cluding the song hits from the current Para-

mount motion picture attraction then shorv-

ing on the screen.
Salesmen should be on hand at all times

to demonstrate the sets and to obtain pros-
pects. They should have on hand a quantity
of Business Reply Postcards rvith copy as

illustrated on this page. To make the offer
somervhat more attractive, a postscript can

be added belorv the space for the signature
and address reading: "I would also be very
glad to receive an autographed photograph
of (for example) Dennis King, Paramount
star, in the '\ragabond King."'

EMPLOYEES' HEAIDQUARTERS
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TI|E SER\/ICE MAN AS A SALES FAGTOR
Should the service man also be a salesman?

At sales conferences everyrvhere lve have
heard this question ansrvered -sometimes
with a vely positi\-e ((Yes" and again rvith
an equally positive "No." Let us examine
the pros and cons of such arguments beforc
rve present our conclusions regarding thc use
of the dealer's PHILCO service men as arl
effective sales force.

\Ye must first lemember that each of 1-our
service men is employed in the capacity of a
technician rvho has an aptitude for repairing
radio leceivers. His qualifications as a sales-
man are unknotvn; that he should possess the
lequisite qualities for selling has not been
asked of him over and above the ability to
demonstlate that he is a thoroughly com-
petent service man.

On the other hand, every member of the
dealer PHILCO organization is a potential
sales factor. Every man from executive to
office boy is a contributor rvith x'hich one
may reckon, if only indirectly and to a
minor degree, in the production of sales. It
is true that much of this force is diffused
and rvasted, for it is difficult to coneentrate
and to make it effective.

As a PHILCO representative, the service
man is particularly rvell placed to have an
influence on the quantity of sales, and the
alert and enthusiastic repairman can be of
material assistance to the sales foree.

Consider a typical case. A sale has been
closed and the interested salesman already
has paid the usual return visit to inquire
rvhether the purchaser is enjoying all the ad-
vantages and pleasures that PHILCO brings
and to obtain such prospects as a satisfied
customer may suggest among friends and
neighbors rvho have heard the nerv set in
operation.

Several rveeks later, rve shall assume, some
difficulty arises that requires the attention of
a service man. The purchaser rvhom \ve are
considering is merely one " call,, on the
service man's daily schedule, and his f.rst
cluty to PHILCO and, to himself is to permit

nothing to interJere utitlt the prompt and e.[-

fr,cient discharge of all of the calls listed lor
that dag.

Yet, rvhile making the necessarv repairs
and adjustments, he almost invariably finds
that he has an interested audience-usualll-
the houservife, but often fliends, relatir.es and
neighbors.

IN THIS GROUP THEItb] II.\Y BE .\
PROSPtrCT. FROX,I THIS AUDIENC-F]
A LIVE PROSPECT MAY Btr GLEANED.

The rvay of taking advantage of this op-
portunity is cluite apparent to a salesman or
to any one u'ho has some neasure of sales
instinct. Assuming that the service man has
this instinct, and that he kno*'s he u'ill
receive a cash commission of $2.00 or $3.00
on any sales made by salesmen to prospeets
he has discovered, he might proceed in tlie
following manner:

He rvill first pursue his usual coulse of
quickly locating and correcting the trouble in
the set. In the meantime, there will be
moments rvhen his mind is free to study his
audience. He may have been introduced to
them, or their eonversation may indicate the
nature of their interest. In all events, he
should divide his attention betu'een the pur-
chaser and any other person rvho seems to be
a likely prospect or a source of prospects.
Finally, he will turn on the set to note the
results of his adjustments, and the conversa-
tion then may run something like this:

Snnvrco Merv: (turning to the housewife)
" I th'inlt that performance ,is just about perfect
now, don't you, Mrs. Smith? The phitco is
the greatest radio I lmue euer had the pleasure of
working on. It seldom gets out of order and
when it does, it's always so simple to .fir.
Doesn't that reception sound great now?

Mns. Strrrn: "It certainly didn't take
you long, and it does sound fine now."

Spnvrcp Meu: (turning to Mrs. Jones, a
neighbor) Don't you like the tone quality of the
PHILCO, Mrs. Jones?"

Mns. JoNps: (laughing) ,,I certainly
rvhy not? f have a PHILCO, too.',

I
t
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Spnvrcn NIaN: " Oh, is th,at so? This seerns

to be quite a PHILCO neighborlt'ood. Do nt'anA

of gou,r friends haue PHII'COS?"
Mns. JoNns: "Yes, several of them do,

a,nd I knorv olle or trvo people rvho have
become interested in them after hearing my
set and Mrs. Smith's."

Mns. Snrrrn: "That's so. I'Irs. Williams
stopped in yesterday on the ivay to the
movies and she said that our PHILCOS are
positively the best sets on the street."

I\{ns. Jotrns: "I'll tell you a gootl oue.

X{rs. Brorvn, next door to us, made her
husband turn off their battery set last night
so she eould hear our PHILCO rvhile u'e had
the rvindorvs open."

Snnvrcp NLq.N: " I should thinl; that fuIrs.

Willi,ams and Mrs. Brown would, be glad to

haue nte mail th,em th,e nezt,,'illustrated literalntre
on the Philco. Of course, I am not a salesmant,,

but I like to tell people all about Ph,ilco BaI-
anced-unit rad'io. If gou will giue me Mrs.
Williams' and, Mrs. Brown's lull names and

addresses, I will see tltat complete informatiott
of the Philco line is mailed to them as soon, as

I get back to the store.

The service man should fill out the regular
prospect cards rvith rvhich he has been sup-
plied, including in addition to this informa-
tion all of the facts he can obtain about the
type of set the prospects norv have, whether
they are thinking of buying, and whether
they are considering a PHILCO. Perhaps
Mrs. Smith or Mrs. Jones will request that
their names be not mentioned in calling on the
prospects, but in any case, their names should

be placed on the card as the source of in-
formation.

It is now necessary to make some remarks
about the foregoing practice among service

men. The service man, of course, is not selling

but he is doing extremely important pre-
paratory sales rvork in gathering prospects.

He is often in a position to assume this
duty long after the regular salesman has lost
contact rvith the purchaser as a source of in-

formation for leads. The ou'nel has had the
chance to become an enthusiastic "booster"
of PHILCO and a n'ider circle of friends and
acquaintanees has heard it. The ease rvith
lvhich the service man call reap these pt'os-
pects has been demonstratecl above.

On the other hand, the sen'ice mall's op-
poltunities as an actual salesman are usually
limited. He only serrsices PHILCOS, and
he cannot create a PHILCO "\rant" in
the ease of a nerv PHILCO buyer. If l'e re-
turrr to our illustration ancl assulne that I'Irs.
Jones, the neighbor rvho \\'as present, tt'as
not a PHILCO owner, someone might sug-
gest forthrvith that the service man should
enter into an exteuded sales talk and rnake
every endeavot'to close the sale.

In this he may sueceed or he may fail. lt
is reasonable to assume that his pereentage
of failures would be much larger than that of
a trained salesman.

Furthermore, assuming that he has the
qualities both of the service man and of the
salesman, is he still justified in stepping out
of his former role to assume the latter? Itr our
opinion, he is not; his service rvork rvill
assuredly suffer in proportion to the time he

devotes to actual selling. His efficiency rvill
be lorvered and his rvork will pile up on him.
If this became a general practice, it seems
quite likely that the whole tone of a service
department might be considerably impaired
rvhen selling became the more serious pre-
occupation of the repair force.

We have indicated in detail, horvever,
how the service man may be a useful adjunct
to the sales department by merely being
alert to the opportunities rvhich he meets in
the course of his routine duties. The time
consumed in this pursuit is negligible; the
profit to himself makes it worth while, and
the benefit he can confer upon the sales de-
partment as a final "contact" man is quite
important; but none of this must be allorved
to interfere rvith his most valuable forte as

the PHILCO SERVICE MAN.
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IDIREGT MAIL GETS GOOD PROSPEGTS
Yes, the use of clireet mail is another very

profitable form of advertising. It rvill bring
1'ou leads, the prospects and pay you rvell.
Many dealers find that direct mail adver-
tising pays them as l'ell as newspaper ad-
vertising, and this season the Philco line of
Balanced-Unit Radio rvith the neu' r.adio
discovery-Philco Tone Control-combined
rvith such attractit'e retail prices, makes
newspaper advertising and direct mail ad-
vertising more profitable than ever.

The smart merchant uses every plan,
every productive method for getting the busi-
ness. He does not overlook a single bet, so
we urge you to try out the telephone plan, the
handbill plan, nervspaper advertising and also
the plan of direct mail postcards and letters.

The Philco dealer letterhead and letter are
shorvn on Page 8 of the Livingston Novelty
Catalog and it is a most impressive letterhead.
It has character. It has force, display value
and sales value.

You rvill find the prices to you on these
letterheads in quantity given in the Livings-
ton Novelty Catalog, u'hich is included in
your Nlerchandising Kit. Or get in touch with
your jobber at onee and he rvill supply you
rvith the catalog in rvhich you rvill find prices
quoted to you on these letterheads in any
quantity; also priees on the envelope stuffers,
and the variety of postcards. By all means
make use of these attractive postcards in
your direct mail.

You rvill note that liberal space is pro-
vided at the top of the letterhead for the
name of your store-your business name,
address and telephone number. This is your
opportunity to get a quantity of mighty at-
tractive letterheads at most reasonable prices,
and you can use them for your correspond-
ence or for any special letter you may rn'ant
to send out at any time.

Now, note the letter reproduced on next,
page rvhich you can use for dilect mail.
Read it carefully, because it is a letter so
prepared, so norded, as to bring response-

plentl' of replies f rorn interested people.
This letter has been tried out, n'e knorv that
it is good-that it brings the business. Norv
here is the plan:

First, take )'out Livingston Novelty
Catalog and order as rnany letterheads and
also as many envelope stuffers and post eards
as you feel that you require for your first
direct mail efforts. Then, u'hen these letter-
heads arrive you can have the letter shorvn
on this illustration, either mimeogr.aphed or
multigraphed on the letterhead. You rvill
receive the letterheads rvithin five or six days
after you place your order.

Preparing for Mailing
While you are rvaiting a few days to re-

ceive the finished letterheads, accumulate or
secure a good mailing list. This is not at all
difficult.

Many of our dealers take the telephone
book and prepare a mailing list from that,
selecting the residential names and addresses
on the various streets. Do not make the
mistake of thinking that your mailing list
must cover only the very best residential
districts, for in reality, the biggest buying
public are in the middle classes. you can
easily determine yourself just n'hat names to
select. You know your orvn city.

While the telephone directory or the tax
assessor's list rvill give you a very good
mailing list, probably the best list is that of
the electric light users in your community.
Those are all prospects for All-Electric radio.
Quite likely your electric lighting company
will be glad to furnish you with this list if
you explain your purpose.

Address the envelopes and be sure to sign
each letter. Drop them in the mail-several
thousarrd if you can get that many names -
and within a day or two you rvill be getting
telephone calls and personal calls from live
prospects for Philco radio. It will pay you
well.

I
I

I

I

I
I
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Dear Friend:
Be sure to read every word of this letter. It contains a

special Philco Radio offer to you personally. And it will inter-
est you immensely.

First, we want to tell you that the narvelous new Philco
Balanoed-Unit Radio--the instrument that contains that renarkable
new radio discovery--Philco Tone Control--has just arrived at our
store fron the factory. And before this first allotment is gone,
we want you to have one in your home 0N ABSOLUTELY FREE TRIAL
DEMONSTRATION.

fire are able to make this special trial demonstration offer
to a limited nunber of persons, including yourself, by special
arrangements with the factory. This offer does not place you
under the least obligation.

This is your opportunity for your family and your friends
to hear the narvelous, rare purity of Philco tone, and to see,
hear and enjoy the renarkable new Philco Tone Control. You have
probably heard of the Philco Tone Control by this tine. It is the
sensation of the radio world today, and is talked about every-
where. It actually enables you to modulate the tone of the broad-
casting station to suit your own partioular taste!

We are glad to give you this opportunity of testing the
remarkable performance of Philco Balanced-Unit Radio in your own
home--the superb tone, hair-1ine selectivity and the vast distance
range. By aII means see and hear the Philco before you even think
of buying any radio. And now you can do this on absolutely Free
Hone Denonstration. Easy paynents, if you decide to buy--and at
renarkably low prices

Our first shipment arrived yesterday and we are mailing
you this letter at once. As soon as you receive it, telephone us.
Merely say you received this letter and we will give you any
further details over the telephone.

Better still, call at our store at your first opportunity,
the sooner the better. Then you can see all of the beautiful new
Philco nodels on display and pick the one you want for Free Hone
Denonstration.

Awaiting your early telephone or personal call, we renain,
Very truly yours,

I
I

POINTERS FOR SALESMEN
You may not need these rvords of advice

-these follorving tips on selling-but no
matter how successful a salesman may be

or how sure of getting sales, it pays him to
take stock of himself every now and then -
in an effort to search for selling faults and
correct them.

1. Be sure you know the prospective cus-

tomer's name, horv it is pronounced and horv
it is spelled. If you have not learned the
name before calling for an intervierv, then
politely ask their name. They will not refuse
to tell you. fn fact, they rvill appreciate
your interest. However, a heady salesman
knows the prospectir.e customer's name be-
fore he calls.

'J
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2. Always be on time for appointments.
People appreciate promptness, and then, too,
you do not rvant to give a prospect -vottr
tardiness as an excuse fol not listening to
yonr stot'y.

3. Do not be in a hun'1'. 'Iake plentl'of
time and cover eaeh sales point thoroughly
as you go along.

4. Smile! Be courteous! Never al'gue
u'ith a prospeetive customer antl never be-
come irritated. 'l'alk in a pleasant, agreeable
eonversational manner.

5. Give the prospect a ehance to talk. A
salesman is supposed to sell and in ot'det' to
sell he must, of eortt'se, do sorne talking, but
do not try to do all of it.

6. Very often the onll' u'ay to judge the
progress you are making is to allorv the pros-
pect to make comments. Frequently the
eustomer sells himself. Let the prospect talk
beeause he may be rvanting to sell himself,
and all that is necessar)- for you to do is to
be ready rvith the contraet form and the
pencil.

7. It is also a lact that if you let the
prospective customer talk he or she is I'ery
apt to indicate to you the particular features
they like in the Philco. They may un-
conseiously shorv you the rvay to sell them.

8. Do not let your prospective buyers
rvander too far from the subject-tactfully
bring them back to it.

9. It is a very good plan to deal rvith
every objection as soon as it is brought up-
frankly and seriously. And again rve say, do
not let these objections anuoy you.

10. If a eompeting make of radio is
mentioned by the customer', tell them briefly,
clearl}' and frankly rvhy the Philco is superior.
Do not overdo it. Do not knock or belittle
the other make of radio. It is not necessary

Neither is it nece-.sary or: rvise to dodge such

an issue.

11. Give polite eonsideration to the
prospect's own view. Do not for a moment
say anything to belittle their judgment.

12. Ahvays get affirmative decisions -
"Yes"-from the customer on minor points'

Then you rvill find it easier to get them to sa'i'

"Yes" on the major points.

13. Remember that in selling men, per'-
suasion and argument are the biggest sales
forces. In selling to u'omen, suggestion is
often more pou'erful than reason or argument.

14. r\s you talk n'ith the feminine pros-
pect, rvatch the expression on her face.
Notice rvhat it is that interests her. Then
stop at that point, build it up, and close thi'
sale right then and there if possible.

15. Alu'ays &ssume that the custornel
l.ill buy. Have no doubt about the rnatter.
Be conlident on that score ancl it rvill go fal
in helping you make the sale.

Sales Experts Know the Value of a
Standardized Sales Talk

Tlie many outstanding features of the
Philco, and the amount of interesting in-
formation that is available about this Bal-
anced-Unit Radio is so great that it eannot
be learned in a short period of time. Naturall;'
all of the reasons u'hy a person should ov'n
the Philco Balanced-Unit Radio cannot be
given to any one prospective customer.
l-urthermore, it is not neeessary ever to at-
tempt to do so.

In the following pages we are outlining to
you in detail a method and a manner of pre-
senting the outstanding Philco features and
sales arguments. It is a standardized selling
talk, and rvell worth plenty of close study.

Many salesmen are under the impression
that they can get along very successfully rvith-
out an organized plan of selling; that thel-
can rise on the spur of the moment to any
emergency in selling. Hou'ever, it is generally
admitted by the most successful salesmen
and expert sales organizers that a thoroughly
planned and rvell-organized selling talk will
sell any product in less time and with less

effort than rvill any hit-or-miss message.
We understand, of eourse, that the sales-

man rvill more or less modify a standardized
selling talk as conditions may require, put-
ting into his own personality, his own ex-
perience, observation and enthusiasm. He
rvill talk easily and naturallS'.

I

I
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HOvy TO CANVASS FOR PROSPECTS
There al'e many novel rnethods and plans

for getting plospects, a number of rvhich are
outlined in this Sales llanual. We refer to
such plans as radio sur\-evs, telephone solici-
tations, ne\\'spaper advertising, direct mail
offers, group demonstrations and so on.

Hon'ever', \ye are quite eonvincecl that the
trvo most ploductive, most dependable and
most practical methocls ale, first, /ioase-lo-
house canuasseng, and seeoncl , using tlr,e ouner
or getting leads from atstonters. Therefole, l'e
rvill norv outline to you a practical method of
house-to-house canvassing. Later on u'e rr ill
outline to 1'ou methocls for getting leads from
your customers.

First, select the telritorl- in rvhich you ale
going to carry on your house-to-house carlyass-
ing, and then decide fir'mlv that it is just as
good a terlitory as anv other, quite likely
better. Do not get the impression that
"distant pastures are t,he greenest." \\-ork
your territory intensir-elv and carefully. Do
not skip a single house ol lesidence, and keep
an aecurate record of each call-results and
facts -for future referenee.

Take a street and stick to it, taking one
home after the other. It is a mighty good
plan to get the name of each resident for
several blocks along the street. In other
u'ords rvhen you start out to spend trvo ol
three hours any morning canvassing, if pos-
sible knorv the names of the people living in
the houses you expect to visit on that par-
ticular morning.

In some communities the city directorf is
so arranged that the names can be seeured
according to street number. In many eom-
munities the telephone company publishes
a street address telephone book, which rvill
give you these names in the order you rvant
them.

If there is no convenient method by rvhich
you can secure the names according to street
address, then rve suggest that, as you leave
each house, you inquire of the houservife the
name of the lady living next door. If this
method sometimes fails 5'ou, then the thing

to do is prornptlr. ask the ladl- of the house
her name, and continue to arldress her bv her
name cluring the intervien-.

Qualify Your Demonstration
Bear in mind that your object is to secule

the privilege of demonstrating the Philco in
the liome. Ilemember, that there is evely
l'eason in the rvorld lvhy tlie prospeet should
allorv I'ou to give this demonstration. It u'ill
entertain her. It rvill sho.w' her possibilities
in radio reception of rvhich she nel'er clreamed.
She will enjoy it, and it does not eost her one
llenny. It does not put her under the least
obligation.

You rvill find that it is a comparatively
easY matter to secure demonstrations. Hon'-
ever, you are seeking those partieular demon-
strations that are most likely to result in
sales. Therefore, rvhile you expect to solicit
the privilege of demonstrating, )'ou rvill
avoid putting in your time making a demon-
stration rvhere there is no possibility of
selling. In other rvords, you ar.e going to
qualify your demonstrations so that you can
be certain of selling at least one out of every
three prospectivs customers rr'ho listen to
your sales presentation!

You are starting out equipped rvith the
Pocket Sales Album. '\t the proper moment
you rvill take the Sales Album from your
pocket to shorv the attractive illustrations of
the famous Philco models. The artistic il-
lustrations rvill arouse interest and the de-
sire to orvn, and you u.ill concentrate the
interest of the prospect on the particular
model that you rvish to demonstrate. Natur-
ally you rvill rvant to sell the splendid
Philco Model 96 Highboy-the Ace of the
great Philco line; therefore, direct the pros-
pect's attention tactfully to the illustration
of the Model 96 Highboy so that you can
get her permission to demonstrate it.

The Approach and Solicitation
From time to time you will hear of

various methods of approaeh. Sometimes
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salesmen represent themselves as serr.ice men,
merely stating they happened to be in the
neighborhood, and offering a free inspection
and adjustment of the prospect's present
radio. Then having gained entrance into the
home, they endeavor to render some little
service and then gradually switch to the
matter of demonstrating the Philco.

Others gain access to the home by
offering a radio log, a photograph or some
other inexpensive article as a present. Others
gain entrance to the home on the basis of
making a radio survey. There are many
plans and methods that you will hear about,
but rve recommend the most open, the most
frank and direct method. fn other rvords,
without subterfuge, without evasion, state
frankly that you are offering, as a salesman,
a Free Demonstration of the rvonderful new
Philco Balanced-Unit Radio.

We suggest the follorving dialogue as

typical:
The salesman, keen and alert and brimful

of confidence, approaches the door. He rings
the bell firmly but not too long. He stands
with his back to the door, and when it is
opened, he turns around, takes off his hat,
and bowing courteously, says:

"Good morn'ing, Mrs. Smith; my name is
Mr. Butler. I am representing Philco, the

famous Balanced-Urvit Radio. The reason I
happened to call on Aou th'is morning is, I haae
just been giring a demonstrat'ion of the new
Philco Balanced-Unit Radio in the neighbor-
hood, and knowing of gou, I decided to call and,

ash i,f yott would not be glad to hear a demon-
stration of the new Philco tomorrow afternoon.

Mns. Surrn: Why, I don't believe-
Sar,psnrex: (Continuing) Possfbly I should

erplain this a little more fullg, Mrs. Smith. In
the f.rst place this demonstration of the Philco
will not cost you one pennA and it wi,ll not put
you under the least obligation. Furthermore, it
will not put me to any 'inconuenience, and our
Company is anrious to haue you see this
superblg beautiful rad'io and particularlg to

listen to the maruelous operat'ion of the new
radio d'iscouery-the Plvilco Tone Control.

Sar,nsuaN: (Continuing and taking the
Pocket Sales Alburn from his pocket)

Just let me show ?!ou one or two p,ictures
of th,is new Philco model, Mrs. Smith. May I
come'in?

Mns. Surru: Why, yes, come in.
Ser,psuaw: Do you happen to hatte a radio

set at present, Mrs. Smith?
Mns. Slrrru: No, rve do not.
Ser,nsnrew: You rnust haae been waiting

for this maruelous new Philco Balanced-tJnit
Radio with the Tone Control, Mrs. Smith, and,
in a way Aou are to be congratulated, because you
should neuer oun any other. Neuertheless during
the last few months Aou haue missed some
wonderful radio programs.

Mns. SurrH: Yes, f presume we have.
Ser,nsueN: The facts are, Mrs. Smith,

that mg Company is allowing me to arrange
Free Home Demonstrations'for a limited num-
ber of people. I can use mg own judgment as to
the homes I select to gi,ue th'is Free Demonstra-
tion, and, naturally I am selecting those homes
that are the most representatiue in the com-
munity; the people who haae some.influence and
whose decisions are respected, by the neighbor-
hood. That, franklg, is the rea,son I am calling
on aou.

The ofer is simply this, Mrs. Smith:
Without putting you under the least obliga-

tion, I will haue a brand new, latest model
Phi,lco Balanced-Unit Radio del,iuered to your
home tomorcow afternoon and, connected, so that
i,t will operate perfectlg. I will then giue Aou a
complete demonstration showing gou the mar-
aelous new Tone Control and other wonderful
Phi,Ico features.

We want you to see for gourself the maruel-
ous Selectiuity and, Vast Di,stance Range, and
particularly to h,ear tlr,at rare, pure, clear,
flawless Tone that the Balanced-Uni,t construc-
tion of Philco makes possible. You would, be

glad to see and hear these new Philco features,
wouldn't you, Mrs. Smith?

Mns. Surrn: Well, rve have not been
thinking of buying.

Ser,nsnew: Possibly not, Mrs. Smith, and,
to be uery frank with you I AM hoping to sell
Aou one of these new Philco Balanced-Unit
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radios. Howeuer, I uant you, to lmow that this
Free Demonstration does not put you under the

least obligation. I ant, glad to giue gou the

demonstration and it naturally ruill not cost Eou
a cent.

Howeuer, if the Philco proues to be eractly
what gott, uant itt, a radio set, with the h.and-
sonxe appearance AoLL erpect, the perfect per-

formance and pure, natural balanced tone, I
presunxe you would be interested in buying it,
if I made Aou an attractiue otfer.

And if your husband found that the Philco
was just the rad'io set he had always wanted
and the pr'ice was eractly right and the terms
entirely suitable, he would probably be inter-
ested, in buying it, uouldn't he, Mrs. SmithZ

Mns. Sltrrn: Well, I really don't knorv,
but I presume that if he liked it well enough,
he would buy it.

Ser,nsueN: (opening the Pocket Sales
Album) I want gou to look at these pltotographs
oJ tlte Philco, Mrs. Smith. Aren't they mighty
attractiue radios to look at!

Mns. Srurrn: Yes, they are certainly very
attractive.

Ser,nsuaN: I want to particularly call gour
attenti,on to this Model 96 Highboy-without
question the f,nest radio euer designed. You
can see that it is a handsome, superb cabinet of
Oriental walnut and American butt walnut.
The proporti,ons and paneling are in perfect
harmong, and you utill be delighted with the
smooth, ueluet fi.nish. This model 96 Lowboy
would look magnifi,cent in this room.

All I want is your permission to d,eliuer this
radio to your home tomonow afternoon and,

haue one of ou,r erperts hook it ttp. Then I will
come out and show you uthy Philco has such
a world-uide reputation for performance. You
will be truly amazed and delighted. I par-
ticularly want to shott gou the new radio
miracle-Philco Tone Control. It actually
enables yott, to create the eract tone modulation
tltat pleases gour particular taste. It is a most
remarkable thing.

Will you be home tontorrow afternoon, about
tuo o'clock, Mrs. Smith?

Mns. Surrn: Why, yes, I expect to be
home tomorrow afternoon.

S-c.r,BsMeN: Then I will lmue our deliuery
departmettt brtng this beautiful model Philco
Highboy to your home sometime in, the m.orning
and connect i,t. I will be here about 2 o'clock to
giue gou the demonstration, and I feel sure that
after you h,ear the Philco, and see its wonderful
feattr,res -the Automatic Volutne Control and,

the neto Philco Tone Control, that you will not
want to be without it. Howeuer, remember that
this demonstratiott, does n,ot place gou u,nder the

least obligation.
I uant to thank you, Mrs. Srnith, for the

time gou haue giuen me, and I uill see that the
Philco 'is here on time. I look foruard to seeing
you tomorrow afternoon. Goodbye.

Mns. Surrn: Goodbye.
Now we will assume that Mrs. Smith

does own a radio set, and that she tells the
salesman so when he makes the inquiry. The
dialogue will then proeeed about as follows:

Ser,nsuax: Do gou happen to own a radio
set, Mrs. Smith?

Mns. Srurru: Why, yes, \Ye have an old
set that we have had two or three years.

Ser,nsuaN: May I step in to see it, Mrs.
Smith? Possibly I might be able to malce a
slight adjustment on it that wou,ld improue the
reception. At least I would, like to look at it.

Mns. Surrn: Why yes, come in.
Ser,nsnreN: (stepping over to the old

radio set) Your set'is obsolete, of course, Mrs.
Smith, but I can imagine it giues you quite a bit
of pleasure. I see rnany sets much older than
this. What lcind, of reception does this radio set
giue you, Mrs. Smith?

Mns. Surrn: We like it quite rvell,
although I presume that the radio sets that
are being built today are far better.

Srr,nsuex: You are certai,nly right, Mrs.
Smith. You haue no'idea what maruelous im-
prouements haue been made in radio, and the

Philco Balanced-Unit Radio is without ques-

tion the fi.nest euer built. \'ou h,aue probably
heard, of the Phi.lco Balanced-Uni,t Radio-
with Tone Control, hauen't you, Mrs. Smi,th?

Mns. SnartH: Oh yes, I have heard of the
Philco.

Sar,nsueN: It 'ts Balanced-Unit construc-
tion, the perfect balancing of each, and euery
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Lrnitin the Philco Radi,o that has oiL,en, ,tt su,ch

a marrelou,s repu,tation for perforrnance. I
really cannot descrtbe to you the wonderfttl
clarity and Tnttty of Philco tone, its sharp
selectiuity and ,tts ability to reach ou,t oter uast
distances a,nd bring in statiorts at enjoyable
uolume.

And then, too, trIrs. Srnith, gou, certatnly
should see and hear the operation of the Auto-
matic Volume Control on the Ph'ilco, an er-
chtsir'e featzte, and, more important still, tlte
netu Philco dtscouery -Tone Control.

It is an actual .fact, Mrs. Smtth, tlrut u:ttlr,

the Philco Aou can now select just the tone
t1ott, uant. I truly ntean just that. I-ou can
actuallg modu,late the tone the way you like it,
Brtght, Brill.iant, Mellow or Deep. The control
is right at your Jinger ttps and it is the improre-
ment that the radio u,orld has been auaiting for
seueral Aears,

As explained befole, the salesman then
takes the Pocket Sales llbum from his pocket
and assists Mrs. Smith in selecting the Model
9ti Highboy for demonstration. He rnakes the
appointment, and then bids her a pleasant
goodbye.

INSTALLATION ANID TESTING
FOR PIIILGO SALES DEMONSTRATION

Philco Radio Reeeivers delir-ered to homes
on Free Demonstr.ation rvill be installed either
by the retail salesnran himself or b1' a deliver'.r.
man x'ho ivill har-e been trained to properlf in-
stall ancl prepilre the Philco fol denronstra-
tion.

If the salesman is to make the installa-
tion after deliverl' of the radio, it is I'italll'
important that he be schoolecl and tlainecl to
do it rieht Correct installation means ir,

satisfaetory tlernonstlation, therefore, a prol;-
able sale. Nlany a sale is lost bectruse of
careless, incornplete installation.

You are a,ltout to demonstrate the Philco
Balanced-Unit Radio, rvithout question the
finest reeeivel' €rvel' built, a radio thtrt rvili
easil_'- ont-perl'orm all competition ; therefore,
do not handicalt this splendid instrurneut br-
ca,reless, faulty or iueomplete installation.

'I'he follorviug instructions should be
carefulll' lealnerl lnd carried out. \\:e rvill
first cover the irrstallation a,ncl testing of the
Model 77 because. I'ith the exception of
demonstrating the Philcro ,\utomatic \.olume
Control on the Jlork l 1)6, thcse instnretir.urs
&ppl]' to both nrodels.

The Necessary Tools
'l'he follorving tools or equipment shotrkl

be carried ltv the man rvho rnakes the in-
stallation:

1. Small sct'e\\: rh'iver'-this screll- drir-er
is to be used in lemor-ing the tulte shield at
the baek of the ehassis as rvill be explained
later'.

2. Clround clamp u'ith 20 feet of u-ire.
:1. 100 feet of l'ile suitable for temporar.r.

aerial.
^\t this point a feu- l-ords of explanation

legarding the neeessar'.v aerial are in order.
Filst, regarding the use of a deviee

similar to the Ducon plug, in the ar.erage
loeation such a device quite satisfaetoril.r,
lrerfrtrnrs the service of an aerial on the
llodel 77 much in the same manner as the
loeal post perfor.rns that serviee on the
]Iodel 96.

In other rvords, arrl- standarcl device of
that liind does :r satisfactory job, but it
must be remembereri that sornetimes you
l'ill rneet rvith a noisv location and under
such circumstances the rvire aer.ial is to be
preferred.'\nd incitlentally, l'hen install-
irig tlre NIodel 96, bear in mind that the local
post connection J'or aertol pulposes rs rrol a,s

destrable as a uytre aertul.
It is also important to lementl)el' tlut

u-hen a sales demonstration is rnade u-ith the
Dueon plug or similar device on the \Iodel
77, the prospeetir-e customer must l:e ac-
quainted rvith the fact that this plug costs
extrn. Do not elose v,.xrr sale onlv to suddenlv
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realize that )'oul' customer considers the
aerial plug a part of the receiver. This rvill
save embarrassing and irritating explana-
tions.

Installin$ TemporarY
Wire Aerial

lf a.n outside aerial exists on the pt'os-

pective customer"s home, by all neans take
advantage of it. lt saves you the trouble of
installing the temltorary aerial.

In rnaking the temporary aerial installa-
tion. it is important to make it as high and a-s

long :rs possible. First, connect the l'ire to
the aerial post atrd then take it upstairs to
the second floor or to the third flool if one

exists, and then drop it out a'ivindorv if a yard
is alailable. 'lhen picking up the loose eud
in the 1'ard, attach it to the top of atty eon-

venient pole as high as possible.

lf the residenee does not possess an opell

1-trd. then after taking the rvire to the seeond
ol to the third floor, stretch it out thc length
of the house fastening the encl to a cloor
hinge or -something similar.

llhis temporarl' rvire aerial is desirable to
r.rse in clemonstrating eitlter the model 77 or
the rnodel 96, but often you ma5' {ind that a

rlevice similar to a Ducon plug n-orks verl-
u-ell on the model 77. and in most locations
the " LOC " post on t'he model 96, l'ith con-
riection made, sel'\'es perfectly- [ts ttl] lerial.

Checking and Testin$
the Receiver

First, a fe*' rt'ot'ds at this point legarding
tleliverr'. 'l'he salesmau shoulcl alu'a1-s deter-
rnine the fut'tritule rnodel desired b1'the pros-
pective custorner so that this llarticulilr
nrotlr'l rvill be tlte otte deliverecl. Elservhele
in otrl instmctions rve tell the sale'stnarl ju-st

hou' to go about cotrcetttrating the custolner's
tlesire oll a,n)' cet't:titt fulniture rnodel. illhat
nrorlel shouid be tlelivered perfectlf in evet'1'

\r&\- so that aftel dernonstration it u'ill be

the one -*old antl tlte one that reuraitt-c itt the
honre.

'l'his nvoids cxchanges, artd exchauges at'e

exlrensir-e. Furthertnore, a custornet' aln'a1 s

has a tentlener- to think that the t'eeeiver

deruonstrated is better than the one later
sent out to take its place. Another thing, all
Philco Receivers should be taken out of the
packing ease before delivery. Do not go to
the trouble and muss of delivering sets in the
original packing cases. First, remove the
Philco from the packing case at the store'
and then deliver it well protected rvith heavl-.
padded covers.

If the dealer expet'iences any difficulty in
purchasing the proper kind of padded co\-el's

in his locality, then all he need do is to com-
rnunicate rvith the Philco factory in Phila-
delphia, and s'e rvill arrange to have such

co\-ers shipped to him in the quantities de-

sirecl from Philadelphia and at very reason-
able cost. Philco has an'anged u'ith a Phila-
de\lhia coneeln to tnalie specially designed,
padded covers fol Philco Receivers, eovers

that ale drtrable, easily handled and give full.
-qatisfactory protection to the leceiver.

\\'hen makirrg deliverl'of Philco Balanced-
Unit Receivers, the tubes should be put in
the leceiver at the clealer's store.

Placing the Receiver

Nori' on the uratter of checking attd
testing the Philco in the home plior to the
sales demonstratiou, renrember that in plac-
ing the receiver in the l'oom, the electric
culrent cotrnectiott cable rvith its attachmerlt
plug must reuch to li lloot' r'eceptaele; also

that the ground tvit'e rnttst reach to a n'atet'
pipe ot'radiator. I)o not conneet tlie attach-
rnent plug to a rvall ll'acket as the u-eight of
the cord or ealtle l'ill sometirnes turtr the
bracket. Use r floot' reeelttacle for this llttl'-
pos('.

It niay oecut' to 1-ou that elselherc itt our
instnrctions rve tell 1'ou of the sales advan-
tage in letting the ltouservife picli tlie exact
spot iu the rootn fol the Philco. This is goocl

salt's psychologl-, but alrval's look tlte t'ootn
or-et' first before letting her pick the location
because you rvutt to l;e sut'e that a fltlrlr
leeelrtaele ancl a rvlter' pipe or radiator lre
retl,sonably available. \\rires stle'wn :llotttrtl
thc floor rvill not nrake rt favorable itnpressi'rtt.
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Checking the Tubes
After placing the receir.er about ivhere it

is u'anted, examine it earefully to see that the
speaker plug is in place. ,\nd then, making
use of the srrrerv driver, take off the tube
shield at the back and push dox'n on each
one of the tubes to make sure that they are
tight in t,heir sockets. Then place the tube
shield back over the tubes at the back of the
reeeirrer and tighten the scrervs holding it in
plaee. This is important.

The installation man, salesman or other-
rvise, should bv all means test each tube
carefully before delir,ering the set to the
home. It ereates a most unfavorable im-
pression on the customer for the salesman to
apologize for tube trouble rvith the resulting
poor performanee.

,\fter all tubes ancl connections are right,
push the receiver back until it is six inehes
from the rvall, never against it. Make your test
rvith the reeeiver placed arvay from the rvall.

A Word of Caution
Before continuing the instruetions on

testing, r'e have a ferv rvords of caution for
the installation man if he is preparing the
receiver for the salesman rvho will follou':
After the receiver is tested and ready, be sure
to leave it disconnected so that the pros-
pective customer rvill not be trying it out
before the arrival of the salesman.

The prospeetive customer, not being
familiar with the Phileo, may possibly make
just enough mistakes in operating it to cause
a poor or at least an ordinary performance.
Therefore, diseonnect the electric attach-
ment plug and plaee the cord back in the
chassis. Installation men have sometimes re-
moved a tube to prevent the customel
operating the machine before the salesman
arrives, the salesman replacing it. Hower-er,
we feel that such aetion may offend the
prospective customer', rvhereas disconnecting
the set seems a natural thing to do.

By no means should the installation man
leave an instruction book. The book is an
invitation to the prospeet to start experi-
menting rvith the receiver. Furthermore, the

salesman should arrive as soon after the in-
stallation is made as possible. We suggest
that the installation man make the follorving
remark after disconnecting the receiver and
just as he leaves the house:

"I have just tested ancl prepaled your
Philco for demonstration, I{rs. Smith, and
it is a particularly fine instrument. It tests
beautifully. It is all ready for our Mr.
Butler to give you a complete demonstra-
tion and full operating instructions. He will
be here at 3 o'clock today. Good afternoon,
Mrs. Smith."

Important! If you have used a permanent
outside aerial in making your test, having
diseonnected it from the present set in the
home, be sure to reconneet this aerial to the
family radio, so that they can enjoy re-
ception in the meantime. You can imagine
rvhat ehanee the salesman l'ould have if the
family missed their favorite program because
their aerial rvas disconnected from their set.

We will now eontinue rvith the instructions
on testing the Philco.

The Actual Testing
All preparations having been made, turn

on the receiver but be sure to have the
Volume Control entirely off so that not a
sound will be heard. The object is to avoid
having a variety of noise usher in your
reception rvhile turning the dial to the
station you intend to bring in first.

Tune in your desired station correctly on
the dial with the Volume Control off. You
'rvill knoll', of course, at rvhat number on the
dial to find this station, and then with the
Volume Control entirely off, s'ait for the
tubes to heat up.

It requires fully trvo minutes for the tubes
to heat sufficiently, and rvhile rvaiting, take a
soft cloth and carefully rvipe off the cabinet.
This rvill occupy the ts-o minutes so that it
rvill not be necessary for the installation man
to explain the delay, and in any event it is a
good plan to rvipe the cabinet off carefully
so that it appears to the best advantage.

As soon as the installation man has made
a very brief reception test of the Philco, he

\_
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should disconnect the receiver and make his
departure rvith the feu' remarks to the
prospective eustomer mentioned above.

Now then, in outlining to you these in-
structions on the installation, preparation
and testing of the Philco, u'e have gone on the
assumption that a regular installation man
and not the salesman performs this installa-
tion and testing u'ork, preparing the receiver
for the sales demonstration to be given by
the salesman.

Now for the

Proper control of stock in an operation of
any size makes aetual delivery of the Philco
by the salesman impractical. However, in
order that our sales instructions may be as
complete as possible, rve have assumed here
that salesman is making delivery. In cases

where the Philco has been delivered to the
prospect's home prior to the arrival of the
salesman, the re'i'isions in the follorving open-
ing dialogue are obvious.

We are also assuming that the salesman,
rvhen he canvassed the prospect for a demon-
stration, surely concentrated his ol' her
seleetion of model on the 96 Screen Grid
Plus. ^\ live salesman alrvays, 'rvhen possible,
demonstrates the model 96 because it repre-
sents a bigger unit of sale; hence more com-
mis-"ion; also because of its convenient
built-in aerial, and finally beeause it is rvith-
out doubt the greatest radio ever built, out-
performing all competition, and at a most
attraetive priee.

The light deliver;'truck parks before the
house. The helper, possibly a junior sales-

lnan, l'em&ins on the truck. The salesman
rvalks to the door briskly and con{idently.
Wh-v not? He has an appointment, and NIrs.
Smith-keenlf interesterl in ratlio-has un-
doubtedly been l-aiting for him.

He rings the bell and then steps back, fully
at ease, ancl 'rvaits fot' her to ansrver'. The door
opens. NIrs. Smith looks agreeable.

On the other hand, the retail salesman
himself may make the installation and do
the testing. Therefore, in the following in-
structions, covering the actual selling of the
Philco, we are going to assume that the
salesman is making the installation. This
does not mean that we are going to repeat
the installation instructions already covered,
but it does mean that you should keep them
in mind and n'e will refer to them at frequent
intervals.

Actual Selling

Ser,rsIvreN: Good afternoon, Mrs. Smith.
Mns. Surrn: Good afternoon.
Ser,nsuers: You recall my making this

appointment with gou for this afternoon for
your free demonstration of the Philco Balanced-
Unit radio.

Mns. Surrn: Yes, I remember. Won't
you come in?

Sar,nsnnew: I'll be glad to. I haue Aour new
Philco right here and I will bring it in. I was
able to get you the splendid new Philco Sueen
Grid Plus Highboy -the one that you selected

It loolted for a uhile as though I would not be

able to get one of these models becattse ue are
constantlg runni'ng out of them. Eueryone
seems to want this Sa'een Grid Plus Highboy.
I will bring it right in. f t won't take any longer
thatt a moment.

Mns. Surrn: But you understand, u-e

have not yet decided to buy a radio.
Ser,psueN: I u,nderstand that perfectlg,

Mrs. Smith, and we do not erpect you to heep

the Philco unless'it pleases you and Mr. Srnith
in euerg way. ?/rr.s rs a free de'monstration
ofer that we are making you, and you, are not
under any obligutton. HolDeuer, I feel sure
that when Aol,t, harc heard this u,ortderJul
Philco and when Mr. Smith sees if und tries
i,t otr,t, he uill not part uith'it.

Ser,psu,tN: (continuing) lYhile ue are
bringing 'in the Philco, llrs. Srntth, w'ill you.

please decide .just uthere tn your ltring room

{l
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llou uould like to hate it placed! \'ou knott best
u,here it utill sh,ow ttp to the most aduanlagle.

(This point is important. Let I,Irs. Smith
pick the spot for the Philco. She takes pride
in arlanging her home. She rvill u-ant to keep
the Philco n'here she places it-rvhere it
aclds to the beauty of the room. It is good
sales psychology.

(Horvever, bear in mind our pler.ious in-
sttttctions in this respect. Before inviting
llrs. Smith to pick the spot for the Philco,
glanee about the room to assure yourself
that regardless of the spot she ma5, select

1.ou rvill har-e a floor receptacle and the
proper ground eonueetion reasonablv avail-
able.)

llns. SulrH (ansu-eling): Yes, I u'ill.
'I'he salesman arrd his helper then bling

in the beautiful Philco Sereen Grid Plus
Highboy. carr5'ing it earefully so as not to
bump or lnarl' or selatch the ladio, tvalls or
f ulniture.

Immediately upon placing the Philco in
the spot selectetl bv }ft's. Smith or the place
t,hat you seleet, put \Irs. Srnitl'r at ease, let
her rc.lax ancl be eornfortable by offering her.
a seat u'here she can l-atch vou make r-our
dernonstration.

'Ihen,,l'ollouring our pret,iou,s irrslrurt:lioris,
the salesman shoukl pror,eed to rnake the
neeessal'\' installation of the Philco anrl test
it previous to rlernonstrntion. This means
tcsting the tubes, connccting the grorrutls,
lrlacing the ternporarv aeria,l if you hapyrerr
to be demorr-qtlating the model 77, and
turning on the receiver fol a brief test u-ith
the \:olnrue Coulrul full off.

,\s rve slitl before, uso a soft qloth to r ipe
off the e:rbinet thor'oughlv so that it shou-s
up to the best :ldvautage.

Itemernlter, l'ith the volume coutlol
entirelx- off, votr fir'st trrrn the dial of the le-
ceir-er to the numbel of the station that lorr
tlesire to bring jn. You clo this n'liile the tubes
are heatiug up so that l'herr lou are leatlr- to
m:lke youl clcnronstlatior.r t'cru can stalxl nl)
naturallr', ere('t, nnrl u'ith the Volunre ('on-
trol bring in the leeeptiorr lrt :r, nornral pleas-
ing volume.

Before proceeding rvith the sales dialogue'
a pointer ol tn'o are in orrler at this stage of
the proceedings.

'fhis selling talk to i\Irs. Smith rvill be
reasonabl5' brief, beeause, after all, 1-our big
job rvill probably be selling IIr. Smith u-hen
you return in the evening. There are eertain
features of the Philco that NIrs. Smith rnust
be sure to remember rvhen her husband eomes
home. Therefore, the salesman should not
talk at too great length on technicalities nol
explain minor features too extensir-el1-.

\Ye have said that this selling talk to Ifrs.
Srnith should be reasonably,. brief beeause it
is quite likely it u,ill be necessary to sell l{r'.
Smith. However, if you find you ean elose
the sale rvith Mrs. Smith bv all rneans do so.
Ne'r'er put off getting a contraet signed and
the first pavment rvhen it is po-ssible to get it.

Creating Desire to Own
S,c.l,nsr'Irt x:

(stepping back
proudly).

Isn't, it a beauty, Mrs. Smttli
ancl looking at the Highbov

]'Ins. Srrrru: Yes, it is-r'ery attlactive.
S-c.r,nsl'raN: All Philco rnodels are hanrl-

sornc, IIrs. Srnith, htt this is the tnost beautil'ul.
th,e ntost rnod,ern, cabinet Philco ftrr.,- (,rer

desig ncrl.
Anrl you. seent to lruue picked eracllu the

riglht place .l'or it. As a malter of .fact, JIr::.
Sntllt., you, h,aue llris roont uer11 altractit,elg
urranged, ortd this beauti,hrL Highbory lires it
.just lhe riuht balance -the .lin,ishino totrcli.
Etet'lJ proport'tort-thc hcieht, thc u.i,lth anrl
rlepth,, 2s .irrsl right, 'isrt't it?

\Ins. Surrn: Yes, I thinli it lool,s firre.

S.llsslr-r.x: One o.f tlrc nost ,l'ttnuttr;
rlesi.gners in, Amerim, ci'aalcd 1l is su7ra.b
uiltirtet, lIrs. Smith,. He y1ut,c il tlrcsc qrocel'ul
lines, und lltts pertect nmtchirrg. blendinu tll'tlrc
f;nishcd u'ood. He spact'Jicd tlte.finest o.l' stieclerl
u'oorls tlrroughout.

I turnl you to trolirr: lhe beutrti.l'ul, rtotrrrol
,ligu.ri rro ancl cureJtil rttcrlcltittEl o.l' llu: 'l rttct'itrtrr
Butt ll-ulrttrt on, th.e piltstars arud ytnelr;, lhe
c.r'qrrisilc orerlous urtd llrc curel'ul blendirrrl o,l'

lltc Orieutal ll-alnut orr 1li rs puneL boaxl. - l rrd
ttrcr llie slterrl;er opotirtg. yott vill ttotirc lhat

I
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Philco uses th,is rtch, artistically designed
tapestry. lVe haue receiued rnanA com,pliments

lrom furnitu,re designers on this artistic grill
arrangement.

You can see for yourself , fulrs. Smith,, the

stnooth, superb fi,nish of the entire cab'inet-
a mi4hty rich, piece of .furniture. It is enpert
cra{tsmanship in fi,n'ishing th,at giues it that

fLnal, rich, h.andsome appearance. Such cabi-
net work is really an art. It is a craft th,at

is handed down from father to son, and in the

Philco furniture factory, manA of the best

cabinet makers in Amertca are doi.ng the

Jinishing work on these Philco cabinets. Just
pass Aour hand ouer th,ts sur.fuce. You. ccrrt tell
by th,e .feel that this is f.ne, poinstak'ina tt'or/,'-

man,ship.
\{ns. Surru: I like it verl. much.
S-l.r,nslweN: And, Mrs. Sntith, gotr. u,ill be

gla,J to knout that the Philco is All-Electric-
strictly All-Electric. That ?neans no batteries -
no actds-no liquids-nothing of that l;ind
uthalsoeuer. It operates directly .from, ELnu'
electric light socliet .iasl ns sintply es 11 .floor
Iontp or a tabl,e lamp.

Ser,nslr,lN: lcontiru.ring and unu-intlitrg
the cord) This i,s all there is 1o r.l. Merel.tl pltrg
it in the light socket IiA'e this urnl .l'orqet it. An11

time 11ott urislt ryou cun ntot\c it lo any otlter
light socket just as uur. rrould ntoue e lemp.

-\intplc, tsn't it?
]Ins. Sutrs: It ccltuinll- is.

S,c.LnslreN'. And the Philco r.s .i us1 c.s c(r,\'y

lo olterate. Just uothtrto lo il ut all. If you rL,tll

pleose step orer here. )[rs. Smith,, I u,ill sltotu

uuu lrcttt to turn, it on. (Stlesrnan turtts the
srvitch. Philco lights rrp.) l-urr see you nterely
pres.s lirs srr:ilcli rttrd llrc dial ltohts up. )iru
turn thc olher u::a!J kt lurtt il o.{f ttnd lhc li91ln

gloes otLt. Tru it! (Srlesrttau has llrs. Snrilh
turn the Philco on atttl ofl'tu'o or three tirnt's.)
Simple, istt,'t it.)

lItts. Sltrrn: \'t t'.r- sirrrpic.

S-c.LEslrrx: Attd trttrc I rtant lo short' r1,,rr,

-l,lls. tiriz'l/i, /iou' euily lltt Philco cliul ntrrl;cx

it.[or you to tu.ne itr rrrttl sltrtiort ut atrry titttt.
l'orr rt'i/l rrctice that lhis luning scrr,le is urli-
brated or ru'ratt.rlecl dtrectly in dturt.n.el nuntbers.
By that I rnean lhut i.l' u xlatittrt brortdcu-*ts rtrt

uh,at is called a frequency oJ 930 ldlocgcles,

Aou, uerA quicklg tun,e it 'in on, the Philco re-
ceit,er. by turning the d,ial to 93.

You knou that i,n radio logs and neus-
papers, when a list of broadcaslirtg stations is
giuen, the kilocycle number of the station is
also I'isted, su,ch, as 640, 730, 1100 or wh'ateuer

it may be. You merelg drop the cipher from
that number, a,nd you haue the eract number
on tlrc Philco scale, such as 93 for th,e station

that ts broadcasting on a .frequency of 930
kilocycles. No trothle at all to th,at is there,

Mrs. Smith,?
llns. Snrrs: It is certainly very simple.
At this poittt rve rvill make the follorving

suggestion.
In making )'our demoustratiott of the

Philco Balanced-Unit radio, 1ou should par-
ticularll,' demonstrate and stress the natural-
ness, the rare puritl' :lttd clarity of Philco
tone. Remember, that the '\neriean public
is rapidly beeoming highh' tone eonseious
and capable of acute aurl intelligent dis-
elimination in tone qualitl-.

Quite possibl5' the greatest of Philco's
rnany outstanding features is the superl-t

quality of its tone, and this one featut'e alone
is -selling tens of thousands of Philcos.

\\'e do not need to tell 1'ou that the dis-
tturce latrge of the Philco 9(i rno<lcl is rvithout
:ur etlrtal. 'l'he perfolmallce of the Phileo 9(i

in everl' piu'ticular is t'emat'kalrle. lt out-
ciasses :r,ll competition.

Hon'et'eL, u-e tlo not think it, ndvisable for

J'oIr ttl stress anil or-et'-ettrphasize voul'
tleruonstratiotr on distance rallge autl seler'-

tit'it.v. lfor the l'eason t,hat n-rost of the ltcttel
sl ancl:lrtl blan<ls of t'atiio 1 o<la1' lx)ssess
sufficierrt tlist:rnce rl.Luge to r'ot'eL thq llnited
StlLtes unde'r' flvot'able cotttlition-". llany-
tiures the orrlr- l-a1r t,het 1'ott can leadill'pr'o\-e
the l'aet ol IJhilco sttpet'iot'itr- in tlistance
lurrge is to bling itr fa,r-ari'av statiotts at
certaiu horu's not possiblc u'ith other scts.

Yott cu,tt pr'ove that I'liilco brittgs itr statiotrs
nrore clear'11-, tntet' antl nrot't' enjovaltll'.

Locnlities differ, u'eathel conditiotts diffet'
arrtl 1'ol that leasotr 1'ott might rtttder certaitr
cilcrrmstances make il tlisttrltce tlernotrstra-



tion not entirely satisfactory to yourself. On
the other hand you can always depend upon
a splendid performance when it comes to
tone quality and selectivity, almost regardless
of weather conditions and regardless of
locality. For that reason rve suggest that you
stress Philco tone in your demonstration.

You recall that on a previous page we
told you to have the Volume Control turned
off when tuning in your first station. Before
you make your demonstration be posted on
rvhat programs are on the air and what
stations you intend to bring in. Then,
having tuned in your first station with the
Volume Control off, you can stand ereet, in
easy, natural fashion and turning the volume
eontrol up gradually, bring in the program
at exactly the proper volume.

The type of program that you rvill tune
in for demonstration will vary aecording to
the programs that are available. Where you
can use a number of stations, the ideal
demonstration is one that will consume not
more than five or six minutes. There may be
enough programs available at the time to
allorv you quite a variety. You can use the
first minute and a half reeeiving a good dance
orchestra, if in your judgment the prospect
enjoys that type of musie. A good vocal pro-
gram consisting of a quartet or a larger gl'oup
of singers is generally pleasing.

The next minute or trvo ean be used to
demonstrate the speaking voice, and then a
large symphony orehestra, if there happens
to be one on the air.

At the eonelusion of your demonstration
ahvays allorv the orchestra to conclude the
number that they happen to be playing. You
can tell that the customer is interested and
enjoying it, and you must lemember that
even though they knon'it is a demonstration,
it sometimes irt'itates the prospect to have
the selection eut off abruptlv.

When making a demonstration ahvays
point out the distinctness u'ith rvhich the
variotts musical instruments c&n be heard,
the high notes and the lorv notes, and the
remarkable clarity of speech. We l'ill nou-
proeeed rvith the tlialogue:

Ser,nsnrew: I see that you haue a piano
and eaidently hnow sometlt'ing about music.
You will understand and appreciate Philco
performance. Now we merely turn this one
dial slowlg until ue get to the broadcasting
station that we want. (Salesman turns dial
confidently to the station he has planned to
get. Always be sure beforehand that the
station you rvant is on the air. Don't "fish.")

Ser,nslreN: There we haue it-and good,

music, too. When you bring in a station lilte
this, Mrs. Smith, you get just the uolume you
wantby turning this Volume Control. You will
notice that when gou turn it to the right the
uolume increases, You can get a tremendous
uolume if you want it. (Salesman turns the
Volume Control up for just an instant to
illustrate possible volume.) And then, Mrs.
Smith, by merely turning the control to the left,
the uolume is cut down to just the right degree.

I guess we haue 'tt about right now for this
roonl. (Salesman now has Mrs. Smith take
a comfortable seat to enjoy the music. Do
not seat the prospect too near the receiver.
Have Mrs. Smith sit down across the room.)

Ser,nsuers: Isn't that simplicity of opera-
t'ion, Mrs. Smith? (When the salesman makes
a comment rvith set in operation, he should
reduee the volume rvhile talking. Do not
mix talk and music.)

Mns. Surrn: I ner-er had any idea a
radio eould be operated so easily.

S,q.r,psueN: (Nou. seating himself.) trVh'ile

this orchestra is playing, Mrs. Smith, I want
to potnt out just one or two Philco tone features.
I am not going to interrupt this mttsic uerA

much because it'i,s too good. (Salesman should
attempt to point out only the remarkable
tonal range and tonal balance of the Philco
rvhile the prospect is listening to the music.
He should do this briefly and quietly, but
forcefully.)

S.q.r,nsu.q.N: I\te will listen f or tlrc low notes

of the bass uiol and the dnrms. Some rad'ios do
not bring them irt, at all - oth,ers greatly ouer-
entphasize them so that it soll,nds lihe shouting
'tn a rai,n barrel. Those radios do n,ot get the

Itiglr, notes of the flute at. all. Philco brings 'in
ercrlJ note in perfect balance. Just listen.
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(As the musicians play and the bass drum
notes sound, the salesman, raising a finger,
says, "Hear the drums?" And, when high
flute notes float in he merely says, ,,Listen to
those high notes-the flutes. Perfect re-
ception, that." The salesman quietly calls
the prospect's attention to the high and lorv
notes several times.)

Ser,nsuex: The announcer will mahe l.l,s
announcement in a moment, Mrs. Smi,th.
Then you utill hear how clearly euery syllable
floats through the Philco. You can almost hear
him breathe. Listen-clear as a bell, ,isn,t it?

Mns. Surrn: Wonderful!
(The salesman is norv ready to explain

and demonstrate Philco's marvelous new
radio improvement, the TONE CONTROL.
The salesman now turns off the Volume
Control so that he ean be clearly heard, and
have the full attention of the prospect.)

Ser,nsuew: (continuing) Ir{ow, Mrs.
Smith, I am going to show gou that splend,id,
new Philco feature-the Philco Tone Control.
You haue probably heard about this great, new
radio d,iscouery. It has been aduertised, and,
tallud about ouer the entire country.

Mns. Surru: Yes, I have heard about it.
Ser,psuen: (touching the Tone Control

knob) This is it, Mrs. Smith. This small,
conuenient knob, which turns at the touch of
your fi,nger tips, is the Tone Control, the deuice
that performs such wonders.

It giues Eou actual control of the broad,-
casting station tone. Think of what that
means! It means that you can actually brirlg in
the music of the broadcasting station just the
uay Aou lihe it. It makes no diference whether
it is the music of a brass band,, a sgmphong
orchestra or bright, snappA popular dance
tunes. You haue just the tone you want at any
time-brilliant, bright, mellow or deep.

You can see that the four setti,ngs of the
Tone Control are clearlg marked on the card,
which can be remoued after becoming familiar
with the operation: 1, Brilliant; P, Bright;5,
Mellow; d, Deep.

A great rnanA people prefer tlte Tone Control
placed at 2 or Brigltt, uhich happens to be

where I placed ,it when we were demonstrating

a few minutes ago. Others prefer the Brilliant,
and, still others prefer the Number S setting or
Mellow. Many people like the Deep tone re-
production of the Number .l settin,g.

Tone taste differs greatly, Mrs. Smith, and.
th'is maruelou,s new Tone Control discouery of
Phi,lco is the one b'ig 'improuement the rad,io
world has awaited. That is why phi.lco is in,
such tremendous demand.

In using your Philco, Mrs. Snith, gou
might remember that the Number 1 or Brilliant
setting of the Tone Control reproduces speech,
Iectures and talks, witlt a most remarhable true-
ness. The I{umber 2 setting and also the
Number 3 setting are 'ideal in my op,inion for
music. Of course, you know, tone taste d,ifers
greatly. The Number d or Deep setting giues
you the deep, low-toned character or reproduc-
t'ion. In other words you get just what you want
in tone at any time. Select the tone you want
accordting to your mood.

Isn't that a wonderfulJeature, Mrs. Smi,th?
Mns. Surru: It most certainly is.
Ser,psnrew: Now I am going to giue Aou a

brief demonstration ol the Phi.lco Tone Control.
f won't prolong this because I don,t want to
t:ire gou out.

(The salesman then proceeds to show Mrs.
Smith exactly how the Control is used. Use
the Number 1 or Brilliant setting to demon-
strate the remarkable clarity of speech if
there happens to be a talk or lecture of any
kind on the air. Then make a very brief
demonstration of the Number 2 Bright set-
ting and Number 3 Mellow setting to demon-
strate the pleasing reception of music. Also
make a very brief demonstration of the
Number 4 or Deep setting. Permit Mrs.
Smith to try it for just a moment or two.)

Ser,nslrarv: (continuing) So Aou see,
Mrs. Smith, how easily Aou can select just the
tone that pleases you most or the tone that
pleases your guests or the Jamity. Can gou
'imagine anAone buging a railio set that is not
equ'i,pped with this remarkable phitco Tone
Control?

Mns. StrnH: No, I can,t. I certainly
like it.

Ser,nsueN: And didn,t gou, notice, Mrs.
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Smith, that tltrorryhout tlrc demonstratiotl no
matter what type of ntusic uas otl the air lrcu
'perfectly balanced tlrc tone uas aluays?

Mns. SurrH: Yes, I noticed that.
Sar,nsuex: I want to tell you, in, just a

.lbu utords, uhy the Philco has th,is rernarkably
'pure and balanced to'ne. Nat'urally qou will
uant to know. F'trst, I wi.ll admit that tluis
particular set is maruelottsly well sy'ncltronized,
It's lilte buyirtg an au,tomobile. Euery nou
and th.en sonrc person h,appens to get a perfect
co,?', one that tteuer needs euen the sl'ightest
ad.iustnrent. I'lris zs that kind of a radto, but
there is a reason. why euery Phtlco made has a
rare purity and perfect balancing of tone.

The reason is thi,s-at the Philco factonl
euery unit, erery part in the 'instru,nrcnt, is
scientifically balanced and sgnchronized beJ'ore

it leaues the plant-one part u'ith another uith
an etactness neuer before possible i'n, manufac-
tu,re. That is uhy Ph'ilco is tr;nown eueryu:lwe
os the Balanced-Unit radio -tlmt 'rs uthat
giues it such, perfection of tone.

Mns. Surrn: I see.

Ser,Esm,c.x'. Yes, those are the tuo btg
secrets, Balanced-Untt Radio and Phi,lco Tone
Control, and I nr,ust not Jorget one 'nlot'e th,tng,
Mrs. Smith-tlr,at is the genuine Philco Electro-
Dynami,c Speaker.

The Philco conta'ins the big size, genuine
Electro-Dynamic Speuker. Yott w'ill not'ice
that the baclt oJ' the Philco is left open to insure.
absohtte clarity of tone-to giue full, clear, u,n-
smothered range to th'is maruelous speaker'.
That is also the reason for these attractiue
Acottstic Equalizers on the sides of the Philco.
They are not only ornam,entatiue but preuen,t

the slightest stifling or smothering of sound.

The Philco engineers perJected, this Electro-
Dyna,rnic Speaker, and each speaker is bal-
anced and matched carefully with, the set, i'n
each, and euery cabinet. That is why all the

sparlde and brilliance of the original nrusic
or hutnan uoice are reproduced in you' home

so perfectly. It i,s a satisfaction to know that
the reception Aou, are getting is pure, undis-
torted. and absolutely true, isn't it, Mrs. Sm,ith?

NIns. Surrrr: Yes. I l'ouldn't rvant anv
other kind.

S.r.r,nsueN: As you, know, JVIrs. Smith, the
stcrtions we haue jttst ltstened to haue been nearby
stations, but you are going to be amazed, at the
distance range and selectiuity of your Phitco.
Ntght after night Ao1.t are going to bring in
statiorts thousands oJ' mtles awau.

f can shou you, letters from Philco owners
in the U nited States uho hauebroughtin, stations
in Cuba, Canada, Mer.tco, Hawait, JaTtan and
Australia. Many Philco owners haue actually
logged more than 300 stations. Philco is Jamous
the uorld ouer, not only Jor its superb purtty and
clarity of tone but also for its selectiuity and
aast &istance range. You know that at ti.mes
ue all like to reach out and bring in far-away
stations. f presu,nrc the members of your family
enjoy doing that nou: attd th,en, don,t thc,y,
Mrs. Smith?

\Ins. Snarrs: Yes, my husband doe-s iu
particular.

Ser,usueN: And now, Mrs. Smi.th, I want
to tell you about anotlter erclusiue feature, and
tlr,at is the Automatic Volume Control. philcu
Iras so rnanA erclusiue features that it really
takes ti,me to tell about them no matter hotr
brteJ one is.

I'his Autontatic Volu.me Control wiII not
onlg bri,ng in for you broadcasting stations front
500 to 1,000 and marl'll more miles away but it
will, bring them in just as clearly as ,it does
local stations.

Ser,nsuaN: (continuing) And yozt kno,u
there'is not much satisfaction in gett:ing a J'ar-
away station urtless yotr, hear it clearly and
enjoyablg.

This Automatic Volume Control also elimi_
nates a great many background noises that haue
been, so bothersome to all radio reception in the
past, and another thing, Mrs. Smith, the Auto-
mati.c Volume Control preuents fading. yott
probablE Imow what I mean uhen I refer tn a
station fad,ing, the reception fi.rst coming in wittt
good, uolume and then di,mi,nishing ttntil it cqrr
hardly be heard. Tltis Automatic Volume
Control preuents that.

The salesman should not spend over three
or four minutes demonstrating the philco
Automatic Volume Control. It is not neces-
sary to spend any longer time than that.
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I)rrring the first rninutes, plovicled l'eather.
tnd time conditions are satisfactory, y<_ru

uright shorv that the Automatic Volume Con-
trol rvill bring in a station 500 or more miles
au'av just as clearly as it brings in a loeal
station. Then, of course, erplain the marked
rudvantage of this.

I)uring the second minute shorv ltorv the

'\utomatir. Volume Control cuts out a great
deal of noise. Tliis is done by first detuning
the stations to call attention to any existing
baekgrountl noises, and then let the prosltect
trotiee hon' these noises deerease as thc
stat,ion is tuned in.

frse the third minute to demonstr.ate the
grc-.at pou'er of the Philco l,Iodel 96 by first
tuning in lt, nearbv station at norrnal volurne,
and then, rvithout touching the Volume
('ontrol, shorv hou'many distant stations can
be brought in at the proper volurne. The
1'ourth minute can be utilized in demon-
strating hou'the Automatic Volume Control
prevents fading, if there is some nearby sta-
tion that continuallyfades. Inmost sections of
the countly there is at least one broadcasting
station that has a reputation for fatling.

And Now- Closing the Sale
(ietting the name on the " dotted line " is

the important thing. There are many sales-
men rvho can deliver a good selling talk but
seem to lack the knack or ability to close the
sale. 'I'hey become nervous and uncertain
of themselves rvhen the time comes to get the
first payment. 'Ihey lack that necessary
initiative and confidence a good salesman
displays n'hen he hands the pencil to the
prospect and shol'her or.him u'here to sign.

'\nd rve'want to assul'e you right here and
nol', that " closing the sale " does not require
a l'are ancl unusual abilitl'. Any man can
learn ancl quickll. master the methods of
getting the signed contract-the completed
sale. All it requires is a little study, thought,
determination, eonfidence and self-assurance.

So b5' all means do not get the impression
that 1'ou're not "eut out" to be a salesman
because it is a man's orvn impression of him-
self that is the differenee betrveen suceess and

failule. 'l'he good salesmen arrive at that
point by simply deciding they can and rvill
sell-not a thought to the contlary, and then
the.y back up that determination rvith a little
study and rvith plenty of actual practiee.

Customers expect to be sold. They expect
at the right monrent to be asked to buy. It
isn't going to sur.prise them rvhen yon merl-
tion it. They knorv u-hy you are there, and
they knorv rvhy you are demonstrating.'Holever', 

don't expect your. customer to
sly " I rvill take it " rvithout a rvord or a bit
of direction from you. 'fhe customer expeets
the salesman to handle the sale-not them-
selves. Even though they intend to buy, theS-
rvant to be asked to buy-and even urged.

Have confidence! And rvhy shouldn't 1-ou
have confidence? You are selling the finest
performing radio ever built, and you are
offering it at a priee never before approached
in merchandise of such quality. You knou-
that if you yourself rvere the customer', you
rvould buy it. As a smart buyer, you could
not afford to buy anything but Phileo. It is
a great thing to be selling the best.

Nou' then, all through your demonstla-
tion bear in mind this thought: " Certainll-
she is going to rvant the Philco, and f am
celtainly doing this family a favor in coming
to this house and giving thern a chance to get
for themselves this rvonderful enjoyment-
an opportunity that they might neglect to
take advantage of , if left to their orl-n
initiative." Keep that thought in mind
because it is a true one and it rvill make
" closing " the sale easy.

When you refer to the Philco that is giving
such a splendid demonstration, call it ,,your.

Philco." Give the customer a sense of orvner'-
ship immediately.

Every salesman should be taught to close.
Every salesman should practiee at closing.

He should rehearse at every opportunitl-.
We suggest the follol-ing as a typical closing
talk:

Ser,nsnreN: lr.ow, Mrs. Smith,, I uanl to
ash you franltly, did you, ercr lrcar or see a
more wonderfitl radio?

n{ns. Srr.rrrn: It is certainly a splendid set.
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Ser,psuaN: You are absolutely right, Mrs.
Smith. Philco performance has neuer been

equalled. Tens of thousands of people are
either giuing awaA their old radio sets or are
moutng th,em upsta'irs 'in order to get the

splendid radio reception of the Philco.
A family today makes a big mistake to

haue anything but the best in radio. W'i,th gour
Philco ri,gh,t here in yotr liuing room, you will
know that Aou are getting perfect, balanced
reception of all the splend:id programs that are
on the air today. You will know that Aou are
not missing angthing -that gou're getting all the
color of musical tone, all ouer-tones, all in-
flections of speech-perfect, complete radio re-
ception. You can separate and clearly separate
the broadcasting stations. You can reach out
and bring in far awaA, distant stations and
enjoy it.

And bear in mind, that your radio 'is

" Balanced-Unit" construction. It has got the
Automat'ic Volume Control, and that latest
Philco discouery-Tone Control. In the Philco
gou haue the last word, in radio. There's lots of
satisfact'ion in knowing that gou'ue got the best,

isn't there Mrs. Smith?
Mns. Surrn: Yes there is, if you can

afford it.
Ser,nsuerv: You're right, Mrs. Smith, anil

that is the bi,g point. Philco does not cost a
penny more than an ordinary radio. (Note:
Always quote time payment price at first.)
This beautiful model with euery feature, tubes
and all included,, euerything complete-just as

Aou see it-is onlg 8188./16. Isn't that a
bargain?

Mns. Surrrl: "I-"
Ser,nsueN: It surprises euerybody, Mrs.

Smith-the low, attractiue pri,ce of the Phi.Ico.

By comparison with other radio performance,
my customers erpect to pay about 850 or 875
nxore. And furthernl,ore, Aou can pay for your
Philco on aery Easg Terms-a little each

month-at hardly any additional cost.

Note: The salesman will have the contract
of sale-the lease with him. This contract is
to be signed by Mrs. Smith and also by the
salesman as representing the store. Mrs.
Smith 'rvill retain a copy, and the salesman

rvill take the other copies back to the store
with him. We rvill norv explain hou' a
successful salesman uses his eontract or lease
to help him close sales.

Signing the Contract
The next step is for the salesman to take

the pad of eontraets in his hand, and rvith a
pencil he should start filling in the contraet
as though he assumes that the sale is made.
As he fills in the contract he should keep up
a running dialogue rvith Mrs. Smith, asking
her questions that inevitably bring the
answer t'Yes."

For instance, in the ar.erage retail con-
tract of sale, the name of the customer is
filled in, the number, kind and character of
model, the date, the total retail price, the
trade-in allowance, the down payment, and
the amount to be paid each month.

You can see that while the salesman is
filling in these facts he has an opportunity to
ask a number of questions to maintain in-
terest. He should avoid the prolonged silence
at this point. The running dialogue will
keep up the desire to own on the part of the
eustomer. We will now proceed rvith an
example of this dialogue.

Ser,nsuerv: (As he fills in the date and
the name of the customer.) This Philco is
surelg a handsome piece of furniture, don't
gou think so, Mrs. Smith?

Mns. Srrrrrn: Yes, it is very attractive.
Ser,nsueN: And, don't you think that the

tone is maraelously clear and pure, Mrs. Smith?
(fiUing in the type and model of the set).

Mns. Surrn: Yes, it has a very beautiful
tone.

Ser,nsuaN: The seuet of that maruelous
tone is Balanced,-Unit construction. And you
can erpluin to gour friends just how easilg you
can modulate this perfect tone to gour personal
taste. This Philco Tone Control will giue gour
guests quite a thrill, don't you imagine so,
Mrs. Smith? (filling in the trade-in allorvance
if any and the retail price).

Mns. Slrrru: It is certainly a wonderful
thing.

Ser,rsM,c.N: And don't orcrlook the Auto-
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matic I'olttme Control. You understand just
ruh,at this Automattc ltolume Control does for
you, don,'t you, X[rs. Stni,th? (filling out the
contract furtlier as required).

N,Ins. SurrH: Oh, yes, I understand.
Ser,nsM.lN: Do yott, want to pay cash,, Mrs.

Smith, or would 11ou like to buy the Philco on
the easy payrnent plan?

Mns. Surrn: Why, I think I rvould rather
purehase on the Easy Payment Plan.

S,tr,nsiueN: How much do you want to pay
down, Mrs. Smith,? About 850 or 860? (this
makes $35.00, if that figure is necessary,
sound easier later on).

Mns. Surru: Well, I hardly think-
S.q.r,nsueN: ilust how muclt, do gou think

gott, ttlould ltke to pay down, Mrs. Sm,ith?

Mns. Surtrr: Well, I might pay-
Ser,n srreN : I 3 5 .00 ? T h at' s p erf ectly all right,

Mrs. Smith (filling in the down payment and
the amount to be paid each month thereafter).

The salesman then signs his name to the
contract, and handing it to Mrs. Smith, rvith
the pencil, says: "This is your receipt for
your first payment, Mrs. Smith. Simply
sign your name right here."

The sale can no\v be considered closed,
and by this time Mrs. Smith has quite likely
started to get the first payment for the sales-
man. If she hesitates as though rvondering
rvhat to do next, the salesman merely says:

"And norv, Mrs. Smith, you can give me
the first payment either by check or currency,
as you ptefer."

We wish to repeat at this point that very
frequently you rvill find that the houservife
does not have the authority to purchase
items such as radio reeeivers, and therefore,
the salesman must intervierv the husband
before he can hope to make the sale.

Preparing to Sell the Husband
Hence, after the salesman has connected

the Philco, and has explained very briefly its
most important and most attractive features,
and after he has shorvn Mrs. Smith horv easily
she can operate it, then the conversation
should proceed about as follorvs:

Ser,nsueN: Mrs. Smith, f want to ask you

h,aue you euer seen. a ?nore attractirc rad[o set

from the standpotnt of cabtnet desigrt and
superb Jinish?

Mns. Snrrmr: I tlon't believe I ever har-e.

Ser,psuex: It surely looks mtglfiy well in
gour home. It looks as though it ltad been built
for this particular room. And don't you think
that the tone is beautiful?

I{ns. Surrn: Yes, it certainly has a fine
tone.

Ser,nsuex: And dort't you, Jind tt t'ery easy
to operate and tune in?

Mns. Surmr: Yes, I did not have the
least trouble with it.

Ser,nsuex: IVow, when Mr. Smtth, comes

home you tell hint. that I will be back this
euening to talk to hi,m about the Philco; explaht.
to hi,m that he can purchase the Philco on uerA

easy terms if he desires. You tell him to go

right ah,ead, using the Ph,ilco before I get here

because he cannot possibly do it any harm.
You, show him how to start the set, h,ow to

tune it and .just hou to set the Tone Control
because you understand perfectly just how to
operate it. Be sure to show him the maruels of
Philco Automatic Volume Control.

If you will please get me a piece of paper,
I will write out the part'icular th'ings that I
want to call to Mr. Srnith's attention. I would
like to haue him loolt the Philco ouer and trA it
out before I get here.

Important!
The salesman should then u'rite a short

note to Mr. Smith telling him rvhy he finds
this superb Philco in the living room upon
his return home. In the note the salesman
should tell Mr. Smith that the Philco is all
ready to operate. He should urge him to
tune in the Philco, try it out in every \1'ay

and see for himself hoiv selective it is, horv
easily it brings in the distanee, and rvhat
beautiful tonal qualities it possesses.

It is very important that the salesman
have Mrs. Smith thoroughly sold before he
leaves, but it is equally important that he
rvrite this note for her to give NIr. Smith,
regarding the outstanding features of the set,
and telling Mr. Smith that he rvill reeognize
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these just as soon as he tries the set out. Be
sure to urge 1\4r. Smith to try the set without
rvaiting until your return. The Philco set
will very frequently sell itself. At least it
breaks the ice for you.

We suggest that a letter similar to the
following be left for Mr. Smith:

Dear Mr. Smith:
By special arrangements with

the Philco factory, we are put-
ting a few Philco Radio Sets on
Free Demonstration in a selected]ist of homes. That is the rea-
son why you find this marvel_ous
new Philco Radio Set all_ con-
nected in your home tonight.

I have explained the opera-tion of the set to Mrs. Smith
and she can operate it per-
fectly. I know you will under-
stand the operation instantly.
f would very nuch appreciate
your looking the set over care-
fu1ly before I return this even-irg; f would also like to have
you tune it in and test it out
thoroughly. BE SURE T0 OPERATE
THE MARVELOUS PHILCO TONE
CONTROL.

We want you to feel per-
fectly free to try the Phitco
because we want you to see how
splendidly it perforns.

Very truly yours,

Then, too, very frequently a man is not
much impressed with his wife's recommenda-
tions on merchandise. He is often of the
opinion that she is too easily sold, and op-
poses the purchase for fear of encouraging
her. That is the reason why this note to Mr.
Smith is important. It shows that the sales-
man is giving him full consideration as head
of the house-as final purchasing agent. And
then, if Mr. Smith tries the set out before
the salesman returns, his antagonism will
have vanished if it ever did exist.

Norn: Mr. Smith will undoubtedly try
the Philco not only because of your invita-
tion, but because of his orvn curiosity. And
if he does, it will be a mighty big help to
you. He will compare it with his own set.

Nothing could suit you better. He will see
if the Philco can do certain things his orvn
set cannot do. And the Philco will. Mr.
Smith is the best salesman to sell himself.
And remember, a man operating a set is
never annoying to himself.

We realize that it is generally necessary
for you personally to demonstrate the Philco
set before you can close a sale. However, be
sure to make your demonstration effective
but brief, as rve have explained before.

You rvill frequently fincl that l\,Ir. Smith
has already made his orvn demonstration by
the time you get there, and he is not only
thoroughly satisfied ivith the Philco but im-
mensely delighted with it. When you find
upon arriving that Mr. Smith has already
discovered the remarkable selectivity of the
Philco, its distance range and superb tonal
qualities, then by all means do not go to the
trouble of making a demonstration.

A further demonstration may easily irri-
tate Mr. Smith, because he may consider
himself a radio expert. If he is satisfied that
is all you u'ant to know, and you can then
proceed to close the sale.

fmportant! When demonstrating the
Philco set to a prospect, always seek stations
with the Volume Control turned dorvn. First,
get the station and then turn up the Volume
Control if you desire more volume. Philco is
a radio set with super-power-extra power.
Hence, if you have the volume control at
full volume as you turn the dial, local sta-
tions and even distant stations will come in
with terrific volume. This is not pleasant
to hear. Hence seek the stations with the
volume control turned down, and when you
get the station, turn it up as much as you like.

Selling the Husband
The salesman now returns to the home

in the evening to close the sale with Mr.
Smith. You understand that in this dialogue
we are outlining what may be considered a
difficult sale. Nfany a sale will be very easy.

When the salesman enters the home in
the evening he should introduce himself to
the man of the house, because Mrs. Smith
might just neglect to give this introduction.

t
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THE SELLING TALK TO MR. SMITH
In returning to sell Mr. Smith, stand at

the door just a moment to hear if the Philco
is in operation. The chances are you rvill
find it tuned in on some program. If it is,

then introduce yourself briefly, as previously
explained, rvalk directly to the Philco, and
stooping dorvn look at the dial.

Ser,nsuex: I see gou, are tuned, 'irt' on

station "LXY" Iltr. Smith. (With this re-
mark make any slight adjustment of control
knob or dial to secure better reception if
necessary.) It certainly is corning in ni,cely,

isn't it?
Mn. Surrn: Yes, it is.

Note: If it happens that the station being
brought in is a distant station, then proceed
as follows:

Ser,nsuers: That's pretty Ja'ir distance, Mr.
Smith, but nothing compared to the distance
that gou are going to bring in duri,ng the ni,gh'ts

to come. You uill get many mighty pleasant

surprises on Distance Range euery night in, the

Aear. There has neuer been a rad'io built, Mr.
Smith, wi,th such maruelous select:iuity and such

uast distance range as this splendid Pltilco 96
Highboy. (Then casually) Euergbody admits
it has the fi,nest tone.

If you h,aue the time, Mr. Smith, start a log
of the stations Aou bring in. Merely put down

the call letters and the dial number. If you
don't, your lriends won't bel'ieue aour stories
about distance and selectiuitg.

Note: The reason that you are talking
for a time on this matter of distance is be-
cause you have noted that Mr. Smith has a
distant station tuned in. Evidently he enjoys
bringing in distant stations. At this point
be ready to tell Mr. Smith briefly a number
of outstanding local cases of Philco's mar-
velous performance. You will have plenty of
very strong testimonials on that score. By
that we mean u'hat distance this or that
person got; hol' many stations this or that
person brought in. And end by saying that
practically all Philco o\vners get these re-
markable results. You rvill not be exagger-

ating.

If Mr. Smith happens to have a local
program coming through proceed as follows:

Ser,nsueN: Apparently gou, like a good

musical progranx, Mr. Smith. You will get

plentg of them, Jrom now on, because broad-
casting is deuelopi,ng so tremendously. Many
new and outstanding progra?ns of all kinds are

shed,uled, for this coming season. Euery ni,ght

tlrcre will be a nu,mber of rare treats on the air
such as (cite a number of outstanding pro-
grams).

You did not haue the least trouble tuning in
on the Philco did gozr, Mr. Smith?

Mn. Surrs: No. It seems very simple.

Ser,nsueN: It is aerg simple. It cannot be

much s'impler th,an this. Merely turn the button
and the Philco 'is on. Turn the dial and 'in
conles your station. Then gou easily regulate

the uolume to suit your taste by simply turning
this Volu,me Control knob. Don't you thinlt
tltat the Philco has a martelous tone, Mr.
Smith?

Mn. Surrn: Yes, I do. It certainly is a
good set.

Ser,nsuerv: I presume Mrs. Smith told you
about Philco's nelu discouery -the Tone Control?

Mn. Sntrrn: Yes, she did mention it.
Sar,nsneN: It is one of the greatest dis-

coaeries in radio, Mr. Smith. Remember, you
not onlg always get this maruelous clear, pure
Philco tone, but Aou can modulate it at ang
time enactly to suit your taste. You see the four
positions in which Aou can set the Tone Control
knob; Brilli.ant, Bright, Mellow or Deep. This
actually rneans Mr. Sruith, that you control the

Tone of the broad,casting station to suit gour
own particular taste at any t:ime. Isn't that a

remarkable improuement in rad'io, Mr. Smith?
Mn. Slrrrn: It's a mighty big feature all

right.
Ser,nsueN: And the Automatic Volume

Control. I presume that Mrs. Smith called
your attention to that?

Mn. Snrrrrr: Why yes, she told me some-
thing about it.

Ser,nslrex: It's another big erclusiue
Philco feature, Mr. Smith. This Automatic



CONFIDETTIAL SELLING PLANS AND LTETHODS FON PHILCO DEALERS

Volurne Control brings in your distant stations
at a uolume that you can enjoy. It also does
away witlr, a lot of background noises, and it
keeps distant stations J'rom fading. Thi,s Auto-
matic Volume Control alone h,as sold thou,sands
of Philco Radios.

(At this point you might give Mr. Smith
a very brief demonstration of the Automatic
Volume Control.)

Isn't tlmt a wonderful thi.ng, Mr. Smith?
Mn. Surrrr. Yes, it certainly seems to be

a very complete radio set.
Ser,nsueN: Do you want to purchase the

Philco for cash, Mr. Smith, or would gou
prefer to haue 'it on our aery Easy Payment
plan?

(l'he point n'e rvish to make here is that
you should not put off closing a sale any
longer than necessary. Mr. Smith might be
ready to buy right at this point. If so, then
proceed to close the sale. Do not be under
the impression that a long sales talk is always
necessary.)

In this dialogue talk, of course, we are
going to assume that a lengthy sales talk is
necess&ry. Our advice is to qualify Mr.
Smith early by asking him how he wants to
buy. He may buy right then; at least his
answer will give you a direct line on his
thoughts in the matter. Finally, if Mr.
Smith at this point, and in answer to the
above question, indicates he will buy, then
close him in the same manner as indicated
in our selling talk to Mrs. Smith.

Mn. Surrn: (Answering your question as
to horv he prefers to buy-cash or easy pay-
ments.) If I bought this Philco, I would
probably buy it on the payment plan, but
I don't think I'll buy one norv-perhaps later.
I have a pretty good set now, and I think I
rvill stick rvith it a ferv months longer.

Ser,nsuew: (Turning off the radio or
cutting the Volume way dorvn.) It may not
haue occurred to you to bug & nelr radio set
right now, Mr. Smi,th, but I haue a special
proposition that I uant to make you this
euen'ing, and I thinlt after you h,aue h,earcl this
parti,cular ofer you may change your mind. I
am not going to take up much of your time, but

tltere are a few facts about the Phi,lco Radio
that gou ought to know: Then gou also ought to
hnow how easily Aou can own one on the offer
I am, going to make you. You don't object to
giuing me just a few minutes of your time, do
gou, Mr. Smith?

Mn. Surrn: Why no, go ahead.
Sar,nslreN: I am not going to giue gou a

long, drawn-out talk, Mr. Smith. I wi.lt be
brief, but I first want to tell you that Phitco
has been known all ouer the world, Jor twenty-fi.ue
years for the ercellent quality of ,its merchandise.
You haae probably often heard of Phitco
products.

Mn. Snrrrn: Oh yes, I've heard of philco
before.

Ser,nsuex: During these twenty-Jiue years
fuIr. Smith, Philco has built up a prestige and,
reputation that is worth millions of dollars,
and the Philco enecutiues would neuer dream of
producing a piece of merchandise unless it was
the uery f,nest-the last word,-in its particular
class. They spent too much moneA, too much
efort, ouer a period of many gears to build up
this splendid, reputation to euer run the slightest
risk of losing it.

This Philco reputation for always doing
th,ings right is also your guarantee of lasting
satisfaction when you buy a Philco Balanced-
Uni,t Radio.

You will be interested in knowing that oaer
seuen Aears ago the Philco staff of engineers
began to erperiment with radio. Philco
purchased, euery radio set on the market. Their
engineers studied the weaknesses os well as the
good po'ints of each and euery one of those scts.

They erperimented, w,ith practically euery
knoun circuit and, hook-up because Philco hait
decided that uhat the publi,c wanted was not
only a radio of remarkable selectiuity-uast
distance range-a set easy to operate and tune

-but also a radi,o with match,less purity of
natural tone.

After the Philco engineers had perfected,
this maruelous Philco Balanced-[Jnit radio,
they sti,ll were not content. They had absolute
instruct'ions not to om,it one s,ingle feature that
would place Philco ,in a class by itself . There-
fore, Philco proceeded, to secure a license under

L
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practicallA euerA importan.t patent tho,t h,as eter
been 'issued by the United States Gouernment

couering radio receiters.

Philco today is licensed uncler the patents of
the General Electric Compang, The Westing-
house Electric and Mamtfactu,ring Company,
The Radio Corporation of America, The
American Telephone and Telegraph Company,
Latour Corporation, Lowell and Dunmore,
Hogan and the Hazeltine Corporation.

Philco picked the creanl, of all radio
scientifi,c achieuements in bu,ilding the Philco
Balanced-Unit Rece'iuer, and then to all of this,
they added the discoueries of Philco's own
engineers. There are nTanA splendid features
in the Philco radio that are not possessed by
any other set on the market, Mr. Smith,.

Ser,nsnrew: (continuing) I don't need to
teII you, Mr. Smith, what it nteans to a factory
to build the best in merchandise,-to make just
eractly what the public wants. Just let me tell
you what this policy has done for Philco.

During the uery first year that the Philco
Balanced-Unit Radio uas on the market,
Philco actually reached twelfth place in the
industry in uolumn of production, and AT THE
END OF THE SECOND YEAR, Philco had
reached the uery top of the industry in reputa-
tion, public-acceptance and sales to the con-
sumer. Nothing but the splendid, performance
of Pfuilco Balanced-Unit Radio with its er-
clusiue Philco features could make such amazing
progress possible.

Y ou haue probablg often rioticed, M r. Smith,
that Philco is always referced to as the Balanced-
Unit radio. You see it in our national magazine
aduertising, on the Philco billboards, and you
haae undoubtedly heard it on the air.

Mn. Surrn: Yes, I have heard of Bal-
anced-Unit Radio.

Ser,nsuaN : lVell, that is eractly what it i.s -
balanced-unit construction,, and that is the

secret of Phtlco's maruelous, superior per-

formance. You, u,ndoubtedly know, Mr. Smith.,
that in the research laboratories of great radio
factories the first sample models of newlg
deueloped radio sets-carefu,lly checked, bal-
anced and, assembled by erpert engineers-are
naturallg flawlesslg perfect. Each unit is

balanced uith, scienl,iJtc eractness utith, all other
u,nits by the skillful use of u)ere n'teter, galua-
nometer or millimeter.

And todag, Philco Ba.lanced-(inlt Radio
means simplg this-that our production, en-
gineers haue successJully brottght into .factory
uolume production th,is same accurate and
eract laboratory method of balancing u"nits with
such maruelous precision and perfection. It is
this eract scientifi.c balancing of electrical units
that giues the Philco such, ouerwh,elntingly
superiority -truer, richer, clearer tone; rare
selectiaity and uast distance range. So eueryone
has come to know of Philco as the Balanced-
Unit Radio. Just step ouer here, Mr. Smith,,
and let me show you this chassfs. You can tell
by looking at it that the fi.nest kind of materials
and, workmanshi,p went'into its construction.

Mn. Surrn: I'd like to look at it.
Ser,nsnreN: (Bringing chassis into vies-.)

Isn't that a f,ne piece of workm,anship?

Mn. Surrn: Yes, it looks rvell made.
Ser,nsuex: The uery fi,nest materials

obtainable -the most erpensiue -went into th,is

chassis, plus precision worhm,anship, each
part balanced with the other usith scientifi,c
eractness. Notice the shielding of the parts.
Complete and, careful shielding is one of the

most important things in radio construction
and it 'is uery otten neglected. The object of
complete and, careful shielding of the parts is
to lrcep the electric current'in absolute control;
in other words, to keep it in. its defi,nite, desig-
nated path-to keep it from spreading-to
preuent one circuit front, interfering with an-
other. That preuents oscillation. And gou

knou what oscillation does to radio reception.

Mn. Surur: Sure.

Ser,psuex: While we are right here, trfr.
Smith, let me call your attention to the fact that
this Philco Highboy i,s a nine-tube sel -possess-
'ing maruelous selectiuitg and, super-power. It
carries three of the wonderful screen grid tubes,
the tubes that bring in the stations and the dis-
tance. It also carr'ies three of the Tgpe 27 tubes,
two of which act as detectors, and then that mar-
uelous Philco super-poweris made possi,ble by
the circuit arrangement for the two Type d5 tubes
backed by one of the powerfu,l Type 80 tubes.
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Practically all other radio receiuers haue

only one tube acting as a detector tube. That is
the common thing, but Phi,lco in this maruelous
receiuer uses two tubes in the detector circuit. IT
IS NOW KNOWTV IN THE RADIOITORLD
AS THE MULTI-PLEX DETECTOR CIR-
CUIT, carrying a double power that ELIMI-
NATES DISTORTION. It is one of the bis

factors 'in creating that maruelous purity of
Philco tone. Brieflg, Philco posses the electric
current through tuo tubes instead of ouerloading
one tube.

Ser,psiuex: (continuing) And, another

thing, Mr. Smith, th'is Philco Model 96 has a
double-tuned input cirar,'it leading into the set.

This means th.at this Philco h,as two tuning
stages ahead of the fi.rst tube and this AB-
SOLUTEL'' ELIMINATES CROSS-
TALK. llrhen you get a station on the Philco
you get it clearly -sharp, sure separation. You,

can see the importance of that.

Mn. Surrrr: Yes, I can see that. Now let
me ask, does the Philco har-e an Electro-
Dynamic Speaker?

Ser,nsrreN: Positiuely, yes-and a gen-

u'ine, big size Electro-DEnamic Speaker. I
want you to hnow and know positiuely that tlrc
Philco Electro-Dynamic Speaker is a genuine

Electro-Dynatnic and it is a tremendously big

factorin creat[ng the maruelous tone that the

Philco possesses.

Philco has a,lso upplied to this Electro-
Dynami,c Speaker th,e same scientiJic balanced-
u,nit constrttctton in design and in factory Ttro-
duction.

You will be interested in, knowtng that to
get marimttnt, speaker resu,lts the cone of the

speaker must be as large as possible utithout
giuing it too ntuch, ueight. The cone ntust also
haue eractlg the righ,t degree of fleribility. It
must be flerible but not flimsy. The object is
to get the largest sound area possible without
creating the fault of too much uteight or the fault
of too much lightness or thicl;ness of cone

matert)al.

Philco's engineers made tlte ntost eiltaustiue
tests and contparisons to determine the proper
compromise between sound area, cone weiglft
ond cone fleribilitA. So in Philco you hare an

Electro-Dgnamic Speaker of ertra size and, of
perfect cone design. You haue a speaker of true
sensitiuity with a liberal area proutded for
sound waues and uolume of air, -with, fleribili.tE
that giaes perfect sound reception. The perfect

balancing of th,e Philco Electro-Dynamic
Speaker uith the Philco radio shows in the er-
quisite clear tone you get, do'n't Eou think so,

lVIr. Smith?
NIn. Surrn: Yes, it's rvell built-no

question about that.
Note: The salesman now proeeeds to

demonstrate the Philco -particularly em-
phasizing Philco's new radio discovery-
the Tone Control, and also the other great
Philco feature-the Automatic Volume Con-
trol. These are particularly pou'erful sales
features.

Please refer to our instructions, given on
previous pages, in demonstrating and ex-
plaining these features to Mr. Smith.

The demonstration to N{r. Smith should
be brief. The shorter a demonstration is
made the better. First tune in on a good
program to show the tonal qualities. Bring
out the fact that the drums ean be heard;
that the low notes as rvell as the high notes
ean be heard. It is easy to show clearly the
vast superiority of Philco tone quality.

Then shorv selectivity. Demonstrate onee
or twice how you can have one station on one
point of the dial and then merely by a hair's-
breadth turn bring in another station. Shorv
this two or three times. Horvever, do not
keep it up, because no matter how successful
you may be, constant switching from one
station to another is irritating to the radio fan.

N{erely demonstrate this selectivity tn'o
or three times to prove the point, and then
be done rvith it. And inasmuch as it is in the
evening, and rveather conditions rvill probabl5r
be reasonabll' favorable, bring in some dis-
tant station. If conditions al'e unusually
favorable, bring in quite a number of distant
stations.

However, &s stated above, too much
sn'itching frorn one station to the other is
irritating unless the eustomer himself is
tloing the tuning and the " fi,shing." It rnakes



a lot of difference u'ho is operating the set -
the prospect or the salesman. Let the
prospect handle the dial a bit.

After you have successfully and quickly
demonstrated the Philco's ability to get
distance, then switch back to the matter of
tone. Always wind up your demonstration
with a good program on the air and show him
the tonal qualities of the set. Do not do a
great deal of talking rvhile you are demon-
strating the set. You will not be heard as
well, and people do not enjoy listening to
talk at the same time that they are listening
to a program. When you get ready to eon-
tinue your selling talk shut off the radio.

Again we refer you to instructions couering
the demonstration uith Mrs. Smith.

Ser,nsuew: (continuing) The Philco
Model 96, Mr. Smith, represents without
question more radio ualue by far than any
radio receiuer euer built. It has eL,erAthing,
and a fami,ly today -with. the wonderful pro-
granxs that are on the air-simply cannot
afford to h,aue anything but the best in radio
reception. There ,ts no reason whry you or Aour
familgl should rniss a single thing -perfect
speech, popular music, sgmpho,ny orchestras,
plays and uocal ntusic, all brought i,n fault-
lesslg and perfectly .front. local stations or dis-
tant stations.

IVhen ?Jo1r oultt a Philco, Mr. Smtth, you
know that gou haue got the best-a superblg
beautiful cabinet of Oriental walnut and,
American butt u:alnut, a handsome piece of
furniture; also the tnatcltless tone th,at goes with
Balanced-Ltntt radlo: also Automatic Volume
Control tlr,at reduces static and does away uith
the annoging background noises; and fi,nally,
the new radto dtscotterA -Ph,ilco Tone Control-
that enables ?Jou to ntodttlate and control the
radio tone to suit l1ottr persottal taste.

And the best part of all lliis is that tlzts
splendi.d Philco Hiolfioy achnlly costs you, no
more tlmn'yott would pay J'or tlrc ordinary radto
receiuer. I'ou' Philco, e.tactl,y as 11ou see it
here, htbes, Electro-D,ynamic Spealter and
eteruthing inchrded, ts prtced at only ,5188./+6.
(Ahr-ays quote tirne payment pr.ice first.)
Th,at is certainly a bargain, isn't it, IIr. Srnith?

Mn. Snarru: Oh, it is a good value, all
right.

Ser,nsueN: And you can make the purchase
on the monthly payment plan if you prefer, Mr.
Smith. Almost euerybody talrcs aduantage of
this plan, and there is no reason why Eou
shouldn't. You merely malrc a f,rst pagment
of forty or fi.fty dollars, and, then Aou can peA
the balance a little each month. How much
would you like to deTtostt as fi,rst pagment Mr.
Smith?

Note: Mr. Smith may reply that he is
willing to pay $35.00 or $40.00-down. If so,
proceed to close the sale and get the contract
signed as outlined previously in the selling
talk to Mrs. Smith. However, Mr. Smith
may reply as follorvs:

Mn. Snrrrrr: The Philco is a mighty good
set all right, but I think I will look at a

.... radio set before I deeide.
Sar,rsnraN: Just wh,at, Mr. Smitlt, do you

think yott, could possibly get in the way of per-
formance in another radio that Philco cou,ld
not giue Aou nxore perfectly?

Mn. Surrrl: Oh, I don't knou-.
Ser,psnteN: Certainly you cannot irnagtne

a radio set more beautiful to look at.
Mn. Surtu: Well, I guess that's right.
Ser,nslreN: And you will agree that Philco

has a maruelous selecttuity. |'ou, proued, th,at to
yourself , didn't you?

lVIn. Snrrrrr: Yes, I did.
Ser,nsnex: And gou'll admit that Philco

has a uonderful distance rarlge. IVe euen
proued that by nr,erely fooling around uvith it a
bit tonight, &idn't we?

Mn. Suinr: You'r'e right about tliat.
Ser,nsnreN: And let me tell you, X,Ir. Smith,

no radio set built possess€s that purity and that
clarity of tone. It's perfect, is.n't it?

NIn. Surmr: The tone is mighty good.
Ser,osueN: And remember, lllr. Srnith,, tlr,e

Automatic Volume Control and tlrc Philco
Tone Control. \'ou, utould, neuer be satisfted
I{Otr' with a radio tlr,at did not possess those

feattr,res -euen if .it sold f or less money. You'ue
got this Ph'ilco here nou. It is in perfect
cortdit'ton,. I h,ate neuer detnonstrated one ?nore
perfectlg adjustetl. I'ou can enjo11 it tonight,
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tornorrout night and all the ntglr,ts to come. \-ou
can giue me Aoltr check for the Jirst payment or
currencAl just as gou, like.

NIn. SrvrlrH: There are so many new
developments in radio I had better u'ait to
see rvhat ehanges are going to be made.

Ser,nsueN: If gott do tlmt, Mr. Smi,th, gou

will neuer ol-Dn, a radio, You and I cannot im-
agine angthbtg more perfect that this Philco
reception, but radio is li,ke the automobile. Un-
doubtedly it will continue to be improued for
years to come, Automobiles are improued, a
Iittle here and a little there year after year, but
millions of them are sold ond haue been for ouer

twenty Aears.
Why? Because you would not, and other

people would not, spend gear a,fter year walking
instead of rid:ing just because the automobiles
might be improued.

And listen; Eou're not going to miss all tlrc
uonderful programs night after night and year
after year because radio mightbe improued. Am
I right?

Mn. Srrarrn: Well, I guess you are right
about that. But I don't rvant to buy this
radio on the time payment plan. What is
your price for cash?

Ser,osueN: You saue exactly 813.96 by
paying in fitll for the Philco, Mr. Smith. In
other words, the cash, price on. this Philco
Highboy Model 96, euerything included, just
as tt stands, is only 8174.50. It won't be

necessary now for me to make out this lease or
contract at all. AII gou need do is giae me Aour
check for 8174.50, and I will giue Aou a receipt
showin,g that gott, haue made the payment infull.

Note: The salesman should now proceed
to make out the receipt for Mr. Smith cover-
ing payment in full for the Philco Model 96.
Hand the receipt to NIr. Smith explaining
that it covers the payment in full, and after
receiving his check or the money, remain long
enough to explain to I\,Ir. Smith that he is en-
titled to certain free serr.ice and inspection.

Then bid him good-night, and assure
him that you rvill call at the home every
norv and then to see that everything is
entirely satisfactory. Tell him to feel free
to phone you at any time.

Norv then, many times before you eall
close the sale u'ith X'Ir. Smith you must
consider that possibly he has an old radio set
on hand. He u'i[ naturally rvondet' n'hat he
is going to do with the old set. He will qLrite

likely rvant to trade it in on the nerv set. The
dialogue may proceed somervhat as follorvs.in
that case.

N[n. Snurn: What sort of a proposition
are you going to make me fol this old radio
that I now have?

Ser,nsnex: . First, X[r. Smtth, I uant to

tell gou franklE that obsolete radio sets are
worth practically noth,ing. I dislike to tell you.

this because it is naturally dtsappointing to

o,ngone. I will admit that there are many old
radio sets in homes today that are worse than

Eours by far, but on the other lmnd gou would
be surprised to see some of the large, 'im,posing

looking radios that are discarded by people

euery day in order that they m,ay get the new
Philco with the Automatic Volume Control and
the Tone Control.

It is possible for me to gitte Aou o, 10 per
cent allowance for your old set complete. In
other words, I can allou Eort, 817.50, but it
seems to me that it would be far more prof.table

for you to moue this old radio set upstairs. The
chances are that Aou can use two radio sets tterA

nicely, this brand new Philco Highboy in tlte
liuing room, and your old set upstairs so that

Aou can tune in when you feel like lying down,
or so Mrs. Smith can tune it in when she is
upstairs lor ang considerable time for any
purpose. Don't you think th,e idea of haaing two
rad,ios in the home, one upstairs and one down,

is a good one Mr. Smith,?

Mn. Surrs: Well, it might be. I had not
thought of that, but I am not sure that we
need two radio sets.

Ser,nslrer.r: I tell you uh,at I suggest gott,

do, Mr. Smith. Keep this oldradio set andmoue
'it upstairs. And then at the end o.f a few ueeks,
if gotr, f,nd that you do not u,se it as much, as

11ou expected, whry not giue it to a friend or
relatiue?

You quite likely haue so?ne relatirc or
mem,ber of the family uho uould, enjog tre-
mendously hauing a radio set. They migltt find
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'it inconuen'innt to buy one right at this time,
and would appreciate'immensely receiring one

from.gou as a present. In their eyes it would be

a real present. A great mang people giue their
old sels auaA to chartiies -hospitals and
orphanages.

Mg suggestion is that you l;eep it for a while
in the home upstairs or anywhere else that you
think d,esirable. Then if you f,nil you do not
use it enough to keep it, you can giue it away
where it will count the most, or Aou can run a,

classifi.ed aduertisement in the newspaper and,

undoubtedly sell it for more rnoneA than I
could possibly allow gou for it. If gou like at
that time, we will place it on the floor of our
store and trg to sell it for you. I think gou
ought to keep it.

Mn. Surrn: Well I guess you are right.
At this point, you should promptly com-

plete the sale with Mr. Smith either for cash
or on the time payment plan in the manner
we outlined previously. If Mr. Smith buys
on the time payment plan, filI out the lease
or eontract carefully, accurately and in a
natural, matter-of-fact manner. While filling
in the various blank spaces, continue in a
pleasant voice to ask Mr. Smith questions
that alu'ays bring the answer "yer." We
again refer you to the Closing Sales TaIk
given Mrs. Smith.

At this point u-e might suggest that after
you have sold the Philco radio to Mr. and

Mrs. Smith, after the eontract is signed and
payment made, do not be in too much of a
hurry to leave. While it is not rvise to remain
at any considerable time chatting, neverthe-
less do not leave so quickly as to give the im-
pression that the only thing you were after
was their money and that you do not really
have their interest at heart.

We suggest the follorving dialogue after
you have closed the sale:

Ser,nsuax: If you don't mind, Mr. Smith,
I a.m going to call Aou or Mrs. Smith on the
telephone in a day or two to hear about the
stations gou haue brought in on the Philco, and
the comments of your friends on the Philco
Tone Control and other features.

Frankly, I use a great rnany of my cus-
tomers as reterence, and, we always lihe to hear
of the splendid performance of each Philco. It
giues us lots of satisfaction. I prew,me Aou
don't mind if I call Aou up shortly?

Mn. Surrrr: No indeed. In fact, I will be
glad to hear from you.

Ser,nsuaw: Now, if there is anyth'ing that
you do not understand thoroughly at ang time,
Mr. Smith, do not hesitate to call me up and
I will attend to the matter without delay. Here's
my card. It has mA narne and tnlephone
rrumber and, I want you to feel at liberty to
call me at any time.

Mn. Surrn: All right.
Sar,nsuaN: Thank you. Good night.
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USING THE PIIILGO OWNER
The satis{ied customer is the best ad-

rrert,isement any merchandise ean have. As
a smart Philco dealer, you rvill take pains to
see that your customers are satisfied. There-
fore, establish and maintain a prompt and
efficient sen'ice department. Your distrib-
utor u'ill give you all the help you need in
establishing good serviee. Accept his sug-
gestions. Read the Serviee Manual. The
good rvill created by your service department
will be a sales asset. It rvill help collections
and build prestige.

Satisfied Philco o\rners al'e a most pro-
ductive source of prospects. They have
neighbors, friends or relatives u'ho are think-
ing about buying a new radio. And you ean
make these people customers. Philco owners
rvill be glad to give you names and addresses
of people rvhom they believe interested. But
by all means have a, definite, organized
system for follorving up the Philco o\vners.
You cannot merely say to a salesman "Jones,
follorv up Mrs. Smith for prospects" and
expect it to be done efficiently.

A suecessful system of " Using the Orvner"
is outlined here. It requires three principal
steps. They are:

1. Make out Owner's Card for file.
2. Send Letter of Thanks.
3. Have salesman make several ttownert'

ealls, and have him trained on what to say
to get live prospects from the Philco o$-ner.

Card File Record of Philco Owners
Your first move is to make out an Otvner's

Card for each eustomer as soon as sold and
credit verified. We illustrate herewith a
sample card rvhich you have printed or
typed. 'Ihese eards should be placed in a file
expressly providecl for the purpose. This
should be a date file rvith indices from I to 3l
so that the carcls may ahlays be filecl or
mor.ed up to the date on I'hich calls should
be macle.

Thus, \:ou can leadill' cletelmine just
l'hat "Orvner"' calls are to be made by each
salesman on each clal' of tlie rnonth. -\s a

call is made, proper notation is made on the
card and it is filed under the date on which
the next call is to be made.

Do not permit these cards to leave the
office-they are for your own use or that of
your sales manager. The salesman can refer
to the cards when they rvish, make what
notes they desire, and then report results to
the office, which results will be noted on the
cards for future reference. Then, as each
" Owner " call is made, the date for the next
call should be entered -depending upon what
transpires-and card filed under next date.

If a salesman leaves your employ and has
some "Owner" calls which should be made,
divide his cards among the other men.

Letter of Thanks
Do not fail to mail a letter thanking the

customer for her purchase s'ithin tu'enty-four
hours after the purchase has been made.
Make sure, however, that the customer's
credit is satisfactory and that you are ac-
cepting the sale before you send the letter.
The follorving letter may be used:

(Dealer's Letterhead )

llay 5, 1950

Mrs. John Q. Snith
268 East 8th Stieet
Holland, Mich.

Dear Urs. Snith:

our Mr. Butler has just called ny
attention to the fact that you have purchased
fron us a new Model No. 96 Phi]co Balanced-Unit
Radj.o, equipped with the new Philco Tone Control
and Autonatic Volune Control.

This is the finest instrunent ever
produced by the Philco factory. I know that you
will be immensely pl.eased {ith this naryelous
receiver and f wish to express to you ny appre-
ciation of your business.

yle want you to feel at perfect lj-berty
at any time to telephone or write us for any
little service that we nay be able to render you.

Thanking you again, I an

Very truly yours,
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Reward to Owner for Prospects
Give the Philco owner a reward of $2 or

$3 or the equivalent in merchandise for every
prospect that results in a sale. Most salesmen
find that the cash reward-money-makes
the greatest appeal to the owner. Others
make gifts of hosiery, candy or some small
popular feminine novelty. IJse your own
judgment, but by all means give the owner
some tangible recognition of your apprecia-
tion of prospeets that result in sales. When
you sell sueh a prospect see to it that the
Philco owner rvho gave you the lead gets his
or her reward promptly. Don't let your
salesmen neglect this. It is vital.

We will now assume that the letter of
thanks has been sent and that two or three
days have elapsed. The salesm&n now makes
his first call. The conversation may proeeed
as follows:

Ser,nsueN: "Good morning, Mrs. Smith.
You remember me, no iloubt-I,m Mr. Butler,
of the Whiteside Radio Co., who sold you your
Philco."

Mns. Surtrr: "Yes, indeed I do. Won't
you come in?"

Sar,nslraN: "Thanl; you,, I will. I think
I haue some pleasant news Jor you. By the way,
how do you like gour Philco by this time?,,

Mns. Surrn: "It's performing splendidly;
rve really keep it going all the time."

Ser,nsuer: " That's f,ne. I knew you,d be
immensely pleased. Now, I want to giue you
the bit oJ news I haue. I know that you must
haae plenty of uisitors,friends andrelatiues, and,
when they hear gour new Philco they are
probablg mighty pleased and surprtsed at its re-
markable performance. They will get to talking
about radio, ask the price of Aours, and often
mention that they are thinking of buying one.

" All I want you to do is to remember the
nanxes of any triends or relatiues who seem
interested or might be ,interested. Then I uiu
see Aou euery week or so and you giue me those
names. I will call on them, try to interest them,
without mentioning Aour nanxe, and for EACH
Philco I sell to Aour prospects I will giue you ES.
Some of my customers make tG and Eg some

weeks in this way. There is no reason wh.y you
shouldn't, is there, Mrs. Smith?"

Mns. Surrn: "Oh, I'm sure f can think
of some. I don't know of any just this mo-
ment, but I'll certainly keep it in mind and
will write the names down for you.', (Quite
likely the salesman will get one or two names
on his first call.)

Ser,psuex: " Alright, Mrs. Smith, thank
you. I.'II be back to see you in a few days.,,

Other "Owner" Calls
Do not have your salesmen call on owners

once or twice and then forget them. Make
frequent calls upon every Philco owner.
These calls are excellent builders of good-will
and other prospects &re sure to develop. Do
not be discouraged if two or three calls upon
an owner fail to produce names -keep calling
on her.

Do not stop calling on Philco owners,
whether or not you get prospects. Of course
you will call diligently on the owner who
constantly gives you good leads because such
owners are working steadily and constantly
for prospects that may me&n commission for
them. And remember this, radio receivers do
finally become obsolete and finally wear out
and you should keep in touch with your
customers to get repeat business.

There are many good "approaches', that
ean be used by your salesmen for making
"Owner" calls. Some of them follow:

1. The salesman can call to present the
Philco owner with a photograph of a para-
mount motion picture star-the leading lady
or leading man of Paramount's latest screen
hit. The Philco-Paramount tie-up makes
this possible, and the dealer can get these
photographs at only a ferv cents cost each
through the distributor.

2. Another reason that the salesman ean
use for calling on the owner is the Philco
Hour. He can state that the dealer has been
requested by the factory to obtain the
comments of representative citizens of the
city in regard to the program. Also, he
should keep posted on coming broadcasts
and can call the owner's attention (for

L
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example) to the faet that Leopold Stokowski
will broadcast for Philco on a certain date.

3. A radio log ean be presented to the

We discussed under the heading "Horv
to Get and Pay Men" the steps which you
should take in procuring salesmen, and how
you should pay them. When a man enters
your employ as a salesman he should be
bonded. The reasons are apparent-he will
likely have sets in his possession at various
times, he rvill enter other people's homes as
your representative, he will take payments
for you, and he may have ready access to
your store and office.

The amount of each salesman's bond
should be $500. Consult a bonding company
and they will take care of the business for
you. They will give you the ferv instructions
and forms that are necessary. Your dis-
tributor will be glad to refer you to a bond-
ing company if you do not know of one,
or you can ask your bank.

Have your salesmen report promptly at
8.30 or I o'clock each morning. Do not per-
mit tardiness. Diseuss with the men their
plans for the day and help them wherever
possible. Have a cheery greeting for them
each morning and keep them enthused. Be
a friend to each salesman and not just his
employer.

Weekly Sales Meetings
Once a week, preferably Saturday morn-

ing, have a short sales meeting. Regardless

Philco owner by the salesman. A radio log ean
be obtained at little expense by the dealer and
serves as a continual advertisement.

of the number of salesmen you have, hold
this meeting. Discuss there the progress that
has been made during the rveek and eom-
mend the men for their successes. Never
point out a salesman's faults to him during a
meeting or in front of other men.

Manage the rveekly meeting yourself. If
a salesman has had an unusual experience
during the week-an interesting condition
with which he has dealt suceessfully-have
him tell about it at the meeting.

Do not permit long arguments. Make
the discussions constructive and enthusiastie
and keep the meeting rvell in hand.

Where four or more salesmen are em-
ployed, have a board in the room in which
the meeting is held on which you place eaeh
man's name and the amount of business he
has done for the week.

Encourage the men to get their names in
first place. For instance, give the high man a
cash bonus of $5 eaeh week. Remember,
however, the high man is the man who gets
the highest commission check and not neces-
sarily the man who has made the greatest
number of sales. The man with the greatest
number of sales may have allowed many
trade-ins and a man with a smaller number
of sales may have allowed no trade-ins and
therefore be the best salesman of the
week.

HANDLING SALEISMEN
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OPERATING METHOIDS ANID FORMS
BY ALL MEANS CONSULT YOUR

DISTRIBUTOR IN REGARD TO N,IETH-
ODS OF STORE OPIJR.\TION AND THE
FORNIS WHICH THESE T\TETHODS RE-
QUIRE. HE IS READY AND PRE-
PARED TO HELP YOU. HE HAS RE-
CEIVED FULL INFORN,IATION FROM
THE PHILCO FACTORY AND AWAITS
THE OPPORTUNITY TO BE OF SERV-
ICE. We present a brief outline of certain
practical methods and forms here-but ask
your distributor for details.

Have Prospect Record eards for your
salesmen. These should be in triplicate -
one for the salesman to keep, one for filing
by date for follow-up purposes and the other
for filing alphabetically for record purposes.
Make sure that a Prospect Record card is
filled out completelg for euerg prospect. Your
distributor or the Philco branch can suggest
the proper form.

\l'hen a salesman arranges for a free
home demonstration, have him make out a
Demonstration Request form. This u'ill
contain the name and address of the pros-
pect and the model which is to be delivered.
The salesman is to turn this Demonstration
Request over to you personally or to whatever
person handles credits. A Delivery Order is
made out and the prospect signs a receipt.

Investigate Credit Before
Demonstrating Set

Then is the time to investigate a pros-
pect's credit-before the set is delivered for
demonstration. Remember that the sole
purpose of the demonstration is to make a
sale. If the sale is to be rejected on account
of credit, then the time and money spent in
making the demonstration have been rvasted.
Call your local credit men's association for
information concerning the prospect or at
least see if the prospect is on the "black
list " rvhich is usually supplied by such
associations.

Have a time limit on sets that go out for
home demonstration. This should be two, or

at the most three days. Enforce this limit -
never extend it except in the case of a uerA
good reason by the salesman. In order that all
sets rvill be returned to your store promptly,
use an Order to Pull form. This is made
out by the person rvho authorized the home
demonstration and given to the delivery man
on the day that the time limit expires.

You rvill, of course, have Stock Record
eards. A card is made out for every set that
you receive from your distributor and filed
by the serial number of the set. When the
set goes out on demonstration, proper nota-
tion is made on the card and it is moved to
the " Out " or " Demonstration " seetion of
youl Stock Record File.

When the set comes back, notation is
made on the card and the card is returned to
its original place. If the set is sold, the card
is stamped accordingly and placed in the
"Sold" section of the file to be destroyed
eventually.

In the event of a prospect changing her
mind about the model which she has had on
demonstration and wishes another, the sales-
man makes out another Demonstration Re-
quest, across the face of which is stamped the
rvord "Exchange."

Verify All Sales
Now, a word as to verifying sales. Every

time a sale is made, call on the customer
yourself or send some person other than the
salesman to make sure that the customer
thoroughly understands terms and conditions.
Also send a letter thanking the customer, in
rvhich the terms and conditions are repeated.
This will assist in making collections, as the
excuse, "Oh, I didn't understand that', can-
not be given.

Five days before each payment on a set
is due send a Reminder to the customer.
This should be very brief notice, and should
clearly state that it is a reminder-so that
the customer rvill appreciate your thought-
fulness and not take offense.

If the payment is not received within

I
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five days after the due date, rvrite the
customer a eourteous letter calling the
matter to his or her attention. At the
expiration of another five days rvrite again
if the payment has not come in. Then,
if the customer still delays, call personally
or send a competent person to inquire as to
the cause for delay. Be friendly to the
customer. If, however, it appears that you
will not reeeive the payment at all, you
should send a third letter stating that the set
will be repossessed on a certain date (three
days after date of letter) unless the install-
ment is paid.

You will also need Receipt forms for cash

payments at your store and other incidental
forms that rvill occur to you as you proceed.

Sample Forms from Distributor
YOUR DISTRIBUTOR CAN GIVE

YOU SAMPLES OF THESE VARIOUS
FORMS MENTIONED, AND THE COST
OF PRINTING WILL BE SMALL. YOUR
DISTRIBUTOR OR THE PHILCO
BRANCH HAS FULL AND COMPLETE
INFORMATION ON THESE METHODS
OF STORE OPERATION AND HE WILL
BE GLAD TO ASSIST YOU IN THIS
RESPECT.
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