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A PERSONAL MESSAGE
\'ou ha,r'e probabll' ttoticecl the I'apitl

trend irr the ladio busitres-s-the rveedittg-ottt
procoss-the rapitl tlropping ortt of fly-bf'-
night, ineffieient rurtl ruu'eliable mattrtfat'-
turers-t,he genet'al stallilizrltion of the radio
industrv.

This meatrs that the teliable, <lt:llt,tttlable,
alert manufacturer-the one u'itlt firnt antl
just dealer attd cotrsutnet' policies-n'ill nrttr-e

rrhead rvith grerit stritlcs 1'ear lftt't' 1'ear.
.\nd it also mealrs tlurt the t'aditl tleiller u'hrr

identifies his stole firlrll' ttttd surell' u'ith a

stable ancl aggressir-e matntfactttt't'r is going
to find the retail ratlio busirless rr, nright.i'
desirable arrd mightr' yrtofitable lrttsiness trr
be in.

The a,tttottrobiltr soltl(t .\-ears ago ptrssetl

through thc same pl'oces-s ttl rleveloptuettt
that radio h:rs just passecl thrortgh. 'lhtrt'e

\\'as a tinre rvltett the artt<xrobiltr dealer
handled first one car and thett anotlter -
often losing mone)' atrtl seldom tnakittg ttttl'

-ahvays contending u'ith ot'erstock tltttl ob-
solete models. NIan5' a dealer gave up thc
business in disgust. X{any dealers, of coulse,
stuck to it through thick a,nd thin, and then
as the business becarne stabilizcd, those
dealers u'ho pieked the right manufactttt'er
to string alottg s-ith soon ftlund themselves
in a most profitable business-plot'ittg aga,in

that one of thc big seerets of successful retail
selling lies in picking the right line.

The radio tlealer has just goue thlough
the same experience, buf ing one tnake of
radio after another - ahvays overstoeked rvith
a variety of competiug nrakes-alrvays find-
ing himsclf rvith obsolete models on hand

and hence no proJits. A certain ferv radio
manufacturel's are naturalll' going to dorn-
inate in the radio intlustrv ancl the dealer
rvho chooses ONF- line, aud chooses u'ell,
and then concentrates tltr that line is the
dealer rvho rvill sut't'it'e atrd leap the big
profits that are sut'e to c,orne-&rtd THFIY
REGIN THIS SEASON.

You are llo\\' rrn lruthorizetl. registeretl
Phileo dealer', autl 1'ott l'ill find 16i" plilcrr
franehise of coustantll' grou'ing value to .r'rlrr
as the rnonths pass. \'rrluable to .vou because
Ithik,o has cleterrnirretl t,o build rrothing but
rlualit-v radio-to brriltl it ns the ptrblic tr-unts

it built-in the varietl, it shoulcl be built -at
prices that are anra,zingly rlttractirr: -backerl
rrll b.r' continttorts ttrnrertrlous advertisitrg -
delivtrries rvhen delivelies shoultl be nratle,
lnd u'ith none of that over'-plotluctiorr that
has been so unsettling to the intlu-stn'.

'\ncl therr, most important of all, gir-irrg

the tlealer the right territorial pt'otectiott s,,

that the Philco ft'unchisc rvill aln'a1's bt' r
possession of value to thostt llartieulat' se-

lectetl Philco l)ealels.
'l'his means that ttou' the bfg profits lie

itt cttrtcentrating t-trt Philco. Nou- is the tinre
abor-e all tirnes for Srou to beeome kttou'tt lrs

the PHILCO DE'\LER both to the publit'
as l'ell as to the factory-just as the Fortl
dealer is knorvn and iclentified as the Ford
dealer; likewise the ('her.rolet dealtr' -cott-
centrated, u,n didtle d, ever-grorvittg profi t allle
business.

Philco gives you ever5.'thing you neetl a-.

a rarlio dealer-a conrplete line-a qualitl'
line-an eye-value line-priced to sell-tre-
rnentlous ailvertising and territorial protee-
tion. I)o not make the mistake of losirrg

this Philco franchise! We ivelcome )'otl rts

lun authorized Philco dealer', and rve are g{)-

ing to make Philco clealers the most ottt-
standing, the rnost l)rosperous in the larlir,r

business.
T)o trot make the rnistake of stockirrg u1r

rvith a r-ariety of different makes of ladio.
l)on't throu' au'a;' tlte generous ltrofits that
1'ou grr,ther selling Philco tr'-ving to tlispose

of a r.at'iety of slo'rv-moving, obsolete mer-
chandise. Philco is bound to be the big

seller of 1929. You kttorv that or you u'ould
not rrort' be an authot'ized Philco dealer.
It)21) is the Philco 1'ear'. ,-\nd we &r'e goittg to
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make that true every year heleafter by keep-
ing one jump ahead of all competition.

The Philco faetorl' plans are to keep in
the closest touch with all Philco dealers -
helping them rvorli out their merchandising
problems in detail. We are going to see that
the Philco dealer gets er-ery possible radio
sale in his eommunity rvith the most eon-
stant ancl the most elaborate rlealer selling
helps ever created.

-\nd norv a l'old :rbout this l)ea,lel Salcs
llanual -one of the l]rall\' clealer helps
Philco is fulnishing this seasor). Bclor,r' l'e
ru'e listing the contents of this nurnual. Rcacl
it from eover to co\-el'. l-se it ! It l-ili urole
than treble )'oul sales antl pr'ofits. \\te ale
sencling 1'ou this onc cop\'. You should un-
rloubteclly have rnole copies-oue fol eaeh
of voul salesntt rr. Il vou neecl tri'o or three
aclclitional copies, l-ritc fol theru toda.\'.

-l'his ])ealcl Sales lfarmal eo\-els in tle-
tail the follou'ing subiects:

1. The Philco Line of Radios from a lfer-
chandising Standpoint.

2.
t,).

4.

5.

(i.

7.

8.
9.

t0.
11.

Discount Policy.
Furniture Poliey.
Territorial Policy.
Advertising Program -Nlagazines -
Nel'spapers - Broadeasting.
National'\dvertising l'eatures.
Dealer Sales ancl '\clvertising Helps.
Large Philco Dealer Neon Sign.
Store and \Yintlorv -\r'rangement.
Irlool Displa-n-.

Outside Selling.
(a) Securing Salesmerr
(b) Sales Olganization
(c) Demonstration
(tl) Standalcl Selling Talk
(.e) Cllosing Sales'I'alk
( letting (.'ustomer Plospeets.
('a) Neu'spaper' -\rlvertising
(b) (litculalizing b1' llail
(c) Hanrlbill Plarr
(rl) Telephoue I'lan
(c) I)oor-to-Door Plarr

12.
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LET US BRIEFLY ANALYZ,E'
THE GOMPLETE PHILCO LINE

\\ e at the Philco factory decided thnt
the prosperity and suceess of our dealels
this season, and therefore our success, de-
pended first and foremost upon the merchan-
dise rve built. We knew that it was uitally
necessary to build eractly whnt the pu,bltc
utanted and, at a price the public wanted, to pay.

Easy, fast-selling merchandise! That is
the primar'1- secret of big sales. And then
s'hen you add to that sound aggressive mer-
chandising plans and advertising-business
cannot help but be tremendous.

Here is s'hat we decided the public
u-onld denrand this year-first, and ulu'a1's.
cpalitl' pelformance -superb tone, splitJurir
selectivitl-, and vast distance range; second.
furniture, superbly beautiful furniture; thild.
a geurtitre ELtrCTRO-Dynarnic Sperker;
fourth. a r-aliety of nrodels from u'hich to
choose -nll the rvay from the attractive table
nodel, the beautiful open-fuce console, tnd
the exquisite highboy rvith doors to the
nrlgnificent De Luxe Highboy.

These are exactly the features thrrt, the
public denrands this year PLUS -and most
important of all-PLUS LOW PRICIES,
I'es, prices that have never been approrrched
before in cprnlity radio. You knou' that to
be a, fact.

And linally, you can nou-give the public
its choice in any furniture rnodel of either'
the greatly improved and already famous
Neutrodl'ne-Plus chassis or the nerv Screerr
Grid Chassis-each and every receiver bal-
anced to use two of. the rvonderful nen- 245

Polver Tubes.

Where is there one person living thnt the
Philco line cannot meet his or her rvants
legardless of performance, regardless of
beauty and regardless of pocketbook? The
radio rvorld knorvs today that Philco has
NIET PUBLIC DEN{AND, and thtr,t 1929
is the big 1'ear for all Philco dealers.

Now, then, this means far rnore to )'ou
as a Philco dealer than simply the possession
of a fast-moving line of merehandise. IT
NIEANS THAT NOW YOU CAN CON-
C]ENTRATE ON ONE I,INE OF RADIO
-THE PHILCO.

Regurdless of the customer, you have a
model to fit his desire. No more overstocking
u'ith a variety of makes-talking this and
talking that. No more scattering of your in-
vestment, and hence u.orking on a short dis-
count and lvorrying ebont u'hat is becoming
obsolete.

The Philco dealel olganization -rvith pro-
tected territory and close factorl' co-opera-
tion -is becoming the most po*'erful radio
orglnization in the rvorld. Your Philco
franehise is beeorning rnore valuable to 1-or.r

every da,y, and s-e u'ant you to keep it-to
glorv and prosper rvith us, and to ahvays be
in a position to cash in on the Philco develop-
nrent and Philco progress in radio.

Belorv we are listing the Philco rnodels,
rnd you knorv that each one of these models
is a, seller. Therefore \ye know it is good
business for you to stock the entire line.
You cannot afford to be n'ithout any one of
these models belou'. Ilead descript,ions crre-
fully.

The Lowboy. This model is an unusualll'
attractive open-face cabinet rvith Orienttl
rvalnut raised side panels and set-back
bird's-eye maple center panel. Beautiful
ne\v and smaller bezel plate. Philco
matched, BIG SIZE, genuine Eleetro-
Dynamic Speaker and Philco Aeoustic
Equalizers built in.

With Philco Neutrodyne-Plus Chassis or
rvith Philco Screen Grid Chassis. And
either ehassis balanced to use tu,o 215
Porver Tubes in push-pull.
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The Lowboy The Highboy

i n,;gge,* * =u. *,rt
Table Model

\4'ith matched Philco Elecfro-Dynamic
Speaker, extra l:rrp,e to insure ftrll, round

I ()ne.

The Highbol' De Luxe
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'fhe flighboy.'fhis rlist,inguishetl crrbirret
is rrlso furnisherl u'ith rr rnatched BI(i
SIZE, genuirre Phileo Electro-D),nllrrir,
Sperrker rrrrtl Phileo Acoust,ic llqualizers
lrrrilt irr. Hrrlf rloor.s, u-hir:h rrrrr.r. be closetl
u'hen the set is rrot itr use. \,Ilrtcherl
()r'ierrtrrl t'tlnut orr <kxrr.s. Fleatrtifrrl butt
u-rtlrnrt sitle prrrrels. IJelrut.iful tlrpestr.l.
irrstelrtl of or'<lirurlv gr.ill over the slle:rker.,
rrrrrl irrsitle plrnel of extluisite birtl's-e1.e
rnlrple. Ilven the brrcks of' the tlools ru.e
finishetl in exrlrrisilr'h. rrurt<,herl Or.ierrt:rl
n'lrltrut.
\\Iitll I'>hilco \errt rrrrl.\'rre-l)ltrs ('hrrssis or.
u,ith Philco Sereerr (llirl ('hrrssis. .\rrtl
eit,hel ehassis b:rlrrrreetl to rrse lurt 21it
I'os-er''l'rrlres irr prrsh-prrll.

The Highboy De Luxe. .\ rnoLe expensive
r.tltirret. Slitling tloors orr metal nlnr)ers
rvhich rlisa,ltpear.into recesses at the sides.
l)hilco rnatr:hetl, RICi SIZE, genuine Elec-
t,ro-l)r'rranrir, Spe:rker. antl,\eoustir.
l,)rlrralizers.'lhe crrllirret is exrluisitel.r.
finishcrl itr llrtt 'u.:rlrnrt, rvith arbor vita,
lrrrrl overlay a,rrtl Orierrtal u,alnut flarning.
\\'ith l)hilco Ncut,rrxl.r.rre-Plus (.,ha,ssis or.
u il lr l,hikro Sclccn ( llirl Chassis. Anrl
cit.lrt'r' chilssis lla,larrce<l to use ttut 24it
l)ou'r'r''l\rbes irr Jlrslr-1lrrll.

'l'he Table NIodel. 'l'he Phil<.o Srrrq,rr (iri<l
is llso rrvrrilalrle irr :r.rr lrttr.active table
rrrrrrlel, lllrllurcctl to rrst, luvt 245 Polr.eL
'l'rrlles itrrtl cornltlete u'ith rnatcherl I)hilr.o
gorrrr irrr' l,llect r.o- I )r' rrr,rrr ic Speaker'.

TREMENIDOUS AD\ZERTISING CAMPAIGN
PrIILCO'S

l,'ilst, the light rner.r.hirrr<lis<' rur<l the light
plicrcs. \\-e'r'e got. t'xtr.t11' that: antl thcrr
('orncs the ncxt inrllor.tarrt step-telling tht,
vast ,\rnelicttr lruling prrblir. lrll ul-lorrt these
rnllrvelou-s Philco rnotlels - tclling tlrout thenr
timc and agairr in big srnrrshirrg rrlr-cr.tist,-
rrrents-lrtlr-ertisetrrctrts thlt clrllturr. atterr-
tion-t,rtlrtc intertst-therr rlesirc untl therr
.\('TION -Ilt-\'lN(l ,\("1'lON -thlt is al-
Itrttll' blinging t flootl ol sirlt's to l)lril<,o
rk'alt'r's tlrr'oughout the t'rrtirr. rultion.

Nevt'r' befor,e hlrs Phik.o lnurrche<l srrr.h :r
gigrrntic, srreh u I'rx'<,r'frrl lurrl 1iurel.t- rr<lvt,r.tis-
irtg t'ltnrlltrign. Ovcr onc rnilli<lrr rLillars u.ill
lrt. spr.nt lry lthileo this scrrsorr to tell tlre
stor'.r- ol' the I)hilc<l lltlio rrnrl l lrt' I)hilr.o
rlealer to thc .\rrreli<,lrrr lleoplc.

Throughout the Entire Summer
Philr.o's big arlvo'tising r.lnrptign strrr.tcrl

irt,lune rr'ith t big l)O{rIll,E-P-\GI.l
SPIiI,l,\I) IN'l'hc Sqlttrrloy Ilrening l)ttxt.
Yotr hlrve 1lr'oballl.1' alreutl.r- soelr it - t lre
oJlerring gurr ol' I)hil<,o's r.rrnnirrg firr. of nrirl-
sull)rner lrrlr-eltising. ..\ llou'er.l'ul aclver.tisr-
ttrt:trt thirt goes sinrrrltarrt'orrslt- to rnorr: thlur

trvo rrrilliorr scverr lrrrrrrllcrl lrrrl fiftv thorrslrrr<l
f'uttr ilies.

.\ rr<l t lrcrr. \\'Flli Ii -\ l"l'llR \\rIrllI{
tlrr'orrghorrt the t:rrtire slllnnt(rt., Phileo's great
lrrlvcrtisirrgl lrornlxlrrlrrrcnt corrtinrres u.ithorrt
:r lel -rrp. \\'eck lr,ftcr. u'et'k in tlris sltrne greirt
rr:rtiorurl rrulgtrzirrr'-going to nellrll. threr:
trtillior l'lrlnilics - l'hileo r.lllrs il, lrig strles-
gc'ttirrg lrrlvn'tisr.nrerrt. - rrotlrirrg lcss tlr:rn lr
f'rrll ;xrgr'.

.\rrrl r)()\\'sl)llx'r' rr<lr-r'r'tising-lrig, rlorn-
irrrrtirrg lrrlvt'r't,ising stlrr.t,irrg in .Iunc anrl go-
rrrg light orr tlrlorrglr t,lrc t'trtirt sun)mor-onc
rle\\'sl)ill)()l' st lr.r't irrg llftt'r. l rrotlrel urrt,il rrrort,
th:rrr 2(X) big nretropolitrrlr rllrilies rr,ill har-e
clrlrit'rl l)lrilco's ln('ssag('.

Yorr lirrou u'hlrt this signifies. \'orr krrou'
tlrc irrovit:rbk' r'rrsrrlt-tlrat I)hilco salcs bv
l)hilt'o <lelk,r's rlrrlirrg this slllnnler u'ill
llRt,l.\Ii .\LL NII)-Strltllttlt R,\l)Io
ll Fl('OIl l)S. .\rrrl it also rneans that the
l'hilr.r, rlealt'r' rvith tlrt'sc rlotrtler.ful lle\\-
I'hilco rrrotlels rr.ill lrrrve the jrrrnp on all
corrrpetitior) nlrerr thc lrig flll lxrving starts
tlre l:r.st o[' .,\rrgrrst.
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Think of the tremendous momentum that
is gained by this big mid-summer advertis-
ing. Long before Labor Day these new Philco
models at these surprisingly low prices rvill
be knorrn to the public everywhere. A
running start that competition cannot pos-
sibl-t' overtake.

And now about the fall and winter adver-
tising! As the height of the season approaches
the advertising becomes greater and greater.
n'Iore national magazines with tremendous
circulation are added -Collier's, Liberty, Lije,
The Ladies' Home Journal, Cosmopol,itan,

True Storg, McCall's, American Magazine and
also Time. We are going to advertise in these
big publications again and again - continu-
ously each and every month.

These national magazines blanket the
entire United States. Every single Philco
dealer will feel the effects of this gigantic
advertising. There is not a community so
small or so far away but u'hat the circula-
tion of these magazines seeps in to a surpris-
ing degree to create Philco good will, Philco
prestige and bttying act'ion. All Philco dealers
benefit by this kind of advertising.

GIGANTIG BROAIDGASTING GAMPAIGN
POPULAR IIIZEEI(LY PHILCO HOUR

llach and every rveek throughout the
entire summer and on through the fall and
u'inter months a ne\ri, original and delightful
Philco hour rvill entertain millions of listeners

-from coast to eoast-through the Blue
Net \4'ork. This gigantic hook-up of domi-
nating broadcasting stations earries this
unique Philco Hour ever)r Friday night
at 9.30 o'clock, Eastern Daylight Saving
Time (9.30 Standartl 'fime in the fall and
rvinter).

And at the beginrring and at the end of
every Philco program the vast audience
everyu'here rvill be briefly but foleibly told
of the outstanding superiority of Philco
Balanced tlnit Radio, and the fact that you
and every other authorized Philco dealer are
ready to prove this superiority bv free home
demonstration.

Think of the millions of people who are
listening-in on the Philco Hour with old-
fashioned, obsolete sets-sets that don't per-

form, either in tone, distance or selectivity!
And nearly all of these people are prospects,
and live prospects, too. And rvhen they hear
the Philco name mentioned a dozen times
in a single hour, when they hear about the
marvelous qualities of the Balanced Unit
Radio, you may feel sure that they rvill
remember Philco, and they'll be more than
ready to respond to all advertising and sales
work that Philco is doing in magazines and
newspapers and the selling you do in your
o\\:n community.

This, together with the intensive maga-
zine and newspaper advertising, gives you
some idea of rvhat the season holds for you
as a registered Philco dealer.

Combine these strong sales features and
you get a definite picture of the porverful
merchandising co-operation backing you up.
We are going to give you and er.ery other.
Philco dealer full co-operation in er-ery sense
of the x'ord !
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HERE IS THE STORY THAT PHILCO
AIDVERTISING WILL TELL THIS YEAR

Philco is sparing no expense in the prepa-
ration of its big natiotral magazine antl nervs-
prq)cl' advet'tisemettts-expert uriters of ad-
vertising copy rvorking rvith rvell-ktrorvtt
artists have prepared a series of beautifully
illustrated advertisements that portray the
porverful Philco story vividly and ivith tre-
mendous force.

Each ancl evel'y advertisement is boutrd
to ereate INTEREST and DESIRE in the
heart of the prospective purchaser-and
better still, BUYING ACTION. Our adver-
tising is rvritten to produee actual retail
sales for the dealer IN{MEDIATELY-nol
at some indefinite time in the future but
nou'-TODAY! When a big Philco adver-
tisement appears in the magazines or news-
papers you can expect sales that very day,
the next day and the days thereafter.

fn our advertising rve first unfailingly
convince the reader of the superb quality
and the outstanding performance of the
Philco Radio. We create the desire to orvn
a Philco but rve do not stop there. Philco
advertising goes further. It tells the pros-
pect HOW he can OWN a Philco-just horv
to go about it. It drives him into action.

We make the public a definite, attractive,
understandable proposition. We make a

specific offer, aud then eonclude by urging
one and all to visit the Philco dealer u'ithout
delay.

The folloling points are emphasizecl in
every Philco advertisement:

1. The Fact of Balanced Unit Radio-
the one outstanding feature that makes Philco
the finest of all radio reeeivers. Never before
in radio manufaeture has the balancing of
electrical units been accomplished rvith such
exaetness and perfection.

As you probably knol', in the laboratolies
of great faetories sample models of ladio
sets-carefully checked, balanced antl as-

semblecl by expelt eugineels-are tratrtt'ally
flarvlesslv perfeet. Eaeh unit is balaneed
rvith .screrrf lfic eractne.ss rvith all other units
by the skillful ttse of rvavemetet', galvlttrom-
eter, milli-ametet, antl other delicate nlorts-
uling instruments.

And today Philco Balartcetl Llnit Radio
means simply this-that our protluetiotr ett-
gineers have suceessfully brought into faetory
volume production this same accut'ate and
exact laboratorv method of balancing units
u.ith such marvelous precision antl pelfec-
tion. It is this exaet scientific balancing of
electrical units that gives the Philco such
overrvhelming superiority - truer, riehet',
elearer tone; rare selectivity and vast dis-
tance range. So the one point we feature in
our advertising above all others-the one
big fact that we keep driving home to the
public -is this fact of PHILCO BALANCIED
UNIT RADIO.

2. Performance Backed by Testimo-
nial Evidence-First, as \ve have just ex-
plained, u'e tell the public all about the fact
of Balanced Unit Radio to shorv clearly horv
Philco design, construction and scientific
rvorkmanship create performance nevel' before
equalled in radio;and then \r'e prove by testi-
monial evidenee - selected from thousands of
letters from satisfied users over the flnited
States-evidence that Phileo's amaziug per-
formance is not merely a claim bttt au estab-
lished, recognized faet, that Philco o\\'ners
er.eryu,here rvill enthusiastically back up and
voueh for.

3. Free Trial in the Home-A ua,tiotral
Philco sales policy-offering the plospeetive
purchasers the opportunity of proving Philco
performance in his home otr free trial. This
policy pays. It brings the Philco dealer
many, many retail sales he u.ould otherrvise
not get. This policy creates public cotrfidence
in the Philco Radio antl in the Philco clealer.
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So lr.e tell the ltublic in our advert'ising
that any Philco dealer rvill gladl,l' allou. hirn
to test this nerv Philco Balanced Unit Radio
in his orvn honte on free trial and u'ithotrt
obligation. Later on in this book \\'e go
thoroughly into the propel maluler for the
tlealet'to handle this offer of Free Home Trial.

4. Easy Payments-ln our atlvertising
u'e tell the bu1-ing public that the Philco
dealer in their neighborho<xl n'ill gladlv let

them purchase the Philco on Easy Payments.
,\s you knor\., the public in vast numbers
expeets and desires to buy on easy payments,
aud rve greatly inelease dealer sales by men-
tioning the fact in our advertising that Philco
can be bought on payment terms. (Philco
has rvorked out a most liberal plan for the
handling of your time payment paper. You
can now do a volume of business on eas)-
pa;'ments and Philco's plan gets y6y 11t"
Inorle)' at once.)

IIDENTIFY YOUR STORE \lyITH THIS
HUGE NATIONAL AIDVERTISING CAMPAIGN
Huge sums of mone1' a,l'e being spent

u'eekly for the benefit of Philco dealers -
thousands of dollars goirrg into Jrou'erful,
result-getting adr-ertising covering the entile
nation. This nroney is being invested in the
greatest radio advertising earnpaign n'e have
er-er put on, so that 1'ou, lls u'ell irs oursel\.es,
may l'eap a halvest of ltusiness that u'ill
nlean monef in the bank for tll of rrs ut the
end of the seasorr.

No mattel l-here )'or.l al'e ckring lltrsiness.
tltotrsands of lleoltle in \'our community u'ill
kuotl the Phileo rrarne and rvill be familiar'
rvith Philco Baluneetl flnit Radio. It u-ill be
important to vou, therefore, thtrt.r'ou be
ktrou'n in youl neighborhood as the legistered
Phileo dealer. Inrltortant, first, beeause of
the sales that .r'ou leal; flern the tlementlous
Philco adr.ertisirrg atrcl selling eanrpaign: antl
seeottd, because of the prestige thrrt u'ill be
atlded to 1'1rnt' stule u'hen yor.r rrr] krrorvn lls
the oflicial Philco tlealel in .\'our territor.r-.

Not everl'rlealer u-ho alrplie<l fol a Philc<r
flanehise u'as foltunate enough to get it.

Clome to our office and u'e u'ill slrou' .\'orr
applieations fronr lmutlretls ol tlealels, and
Ina,ny excellent tlealers among them, to n'hom
\\-e were foreetl to sa.y " N() " rrhen the.r-
rvanted a franehise. Why ? Not beeause u'e
failed to appreciate the stantling of these
rlren, but lleenrse u'e realizetl tlurt feu'el

dealers meant safer, bigger profits for those
u'ho enjoy the Philco franchise -if thev
CIONtIENTR,\'I'E on Philco rvith everJ'
ourlce of energy and take advantage of this
n.ouderful business opportunity.

You u'ere seleeted as the Philco dealer
because we want only lir.e, active, go-getting
business men, antl u'e believe y<lu ale the
t.vpe u-e rvant.

The Philco franchise u'ill be valuable t<r

1'ou because, after having chosen the ltest
clealer in any community, ute protect that
rlealer in /ris territory. So the profits and
prestige that follou- the acquisition of the
Philco franchise in 1'our neighborhoocl ma1-
be reaped by you.

Because l'e have been so careful irr seleet-
ittg our dealers, u-e naturalll' feel that s-e are
justified in going to great expense in supplS'-
ing them rvith dealer helps of outstanding
merit-to help them sell the Philco Radio.

\\'hen \\'e say that it rvill pay you to use
these sales aids, rve mean just that. \Ye rvant
).ou to use them, for rve knorv that thev
bring in the business. So u.e say-IDEN-
TII'Y YOUR stole as the Philco store of your
community. Tie up rvith our advertising.
Cash in on this big national campaign. And
Iater on in this butl; u:e tell you ,iust hou .t1ott
ctn do this.
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BIG PAGKAGE OF DEALER HELPS \llIITH
BEAUTIFUL VARIETY OF STORE IDISPLAYS

Worth $15-
Cost to Dealer Only $7.50

Philco dealets this seasott u'ill shou' the
most attractive rvinclou' displays in the radio
industrr'. \\'e are positive of that, attd u'e

have matle a special, determined and success-

ful effort to create for our dealers this seasott

srtperlatively attractive tt'irtdott' and slore drs-
pluy naterial.

'Ihe best a,rtists obtaina,ble u'orking u'ith
expert eolor artists, ellgravel's aud litho-
graphers have created these beautiful u'indou-
and stole displays for tlie rtse of the Philr:o
tlealer. And by pla,cing a ltig order for eaeh

one of these items the Philco factnrv htr.
been able to secure the ENTIRtr COII-
BINATION for onl-v $1.5-t surprisingll-
lou' cost. HOWEVER -

You a-s a t'egisteled lthilco clealer eatt

secure this entire assortment of rr'ittdou' :lItd
store rlisplays in ONE BICi I'ACKAGFI
through I'our I'hilco jobber '\T '\ TOTAL
COST TO YOU OF ONLY $7.50-fal less

than the aetual ot'iginal cost itr qttatttit5' ltro-
duet,ion. ,\sk yortr jobber alrottt this rvith-
out fail.

Here are.the items, fully described,
that you get in the big package of dealer
helps:

l. Nlaster Window Display - cotrsist-
ing ol lr sttlret'bl1' big be:rtrtifttl cettter shou'

card in a brilliant r-arietl' of colot's atttl ac-
companietl by tl-o ltttt'rnotrirttts utttl t'et'r' ttt-
tlactive side pancls.

This superb certtet' clisplal' clta,ttges tltt'ee
times through the coming raclio seasott, each
nerv tlisplal' featuring the outstanding cttr-
lent event - music - f ootball - boxing, atttl
so forth. Your jobber l'ill see to it that your
tlisplal changes leach you l'ithout delay.

2. Illuminated Sign-tlte most attrae-
tir-e electlica,ll.r' lightetl sigtr for *'itrtlotr'

tlecolation that rve have et-er seett. It is

untrsually attractive attd a sut'e attetrtion
getter. 'l'his cololful illuminatetl sign carries
the u'ords:

PHILCO
BALANCED-UNIT

RADIO

You must see it to appleciate it. ,ltt.t
the right size fot'1'ottr l'indon'-the finishing
touch as an attetrtiott-getter'. It rvill attract
urtl hold the passer'-b1'. It \YILL SFILL
Philco for you l'itlt a eertaitrt.r..

3. Elegant Counter or Cabinet llodel
Cards-eaeh one a most attractir-e carcl de-

scribing eaeh Philco Furtritttle Jlotlel - ir,

card of elegance in keeping u'ith the sullerlr
beauty of Philco furniture. 'fhc'se cabittet
motlel cards can be used either olt vottL stote
cotruters or, better still, it catr be lllacetl
rrllon the furniture tnodel it tlesct'ibes.

'\nd togethel u'ith tltese lrctltttifrtl clrrls
\\-E ,\LSO FT]IINISH .\ ('O\tPI,E'I'F]
\-,\ltIETY OI.' NE.\T I']RI('Iri ('AItDS.
'f hese price cat'<ls - ollo f tlt' eileh t1'pe of
Philco Iladio-at'e tlesigttetl to fit pelfeetlr-
on the cornel of each dest'riptive eallinet
t'urtl -a most prttcticitl trt'rtl r-ltlrralllt' <lis-

phr'.

4. Window 'Iransfer-'l'ltis is tt vt't'r-

rvell tlcsignetl tt'attsfer that puts ovet' tlte
nlrne "Philco" plomittentlr'. It is <listirletivtr
in appetr,rance antl catt be lllaetttl tltr the gltrss

of eithel yortt' tklol' or \'oul' u'itttlltr-. It is

not large enough t<t ct'ou'd the glass, lrtrt it
stands out and hellls glc'atly to identi{'t' .t'ottr
establishment as Philco hetr,drltartel's.

5. Liberal Quantity of Descriptive
F-olders -This foltler deseribes the entile
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The Master Window DisPlaY

;* Philco rrbincts comc in.a'*'i.le 
.l.lll{. 

,,t' |rice. .trr<i snlcs

i,#,* ffiJ [Mi L,!'

Eight-Page DescriPtive Folder

\\e n ill strr! r,x ,ro

sR[['TRlAl-

'Piittso
Rrli.cd ('nit Rrdx, i

' ::1ila"i::_:j-''""

"':,..,.', '".' "'"'

Front and Back of EnveloPe Stufier

\Vindow Transfer

I

_l

The BiA Announccment Banner

Brilliant Illuminated Sign Counter and Price Cards for ll,ach Philco Model
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Philco line. I(eep them on hand, on
counter or on a Special Table, u'here
ested prospeets may readily take one.
are also ver.\' desirable for direct
purposes.

6. Envelope Stuffers - An attraetir-e
cilcular that you can enelose u'ith your state-
ments and rvith your regular corresporldenee.
It offers the buying public a definite, attrae-
tive proposition that you ean rvell afford to
make. It will bring you prospects and henee
sales.

7. Huge Announcement Banner -Yes,
a big, attention-getting banner that vou ean
use either across the front of your store ol'
along the inside 'rvall. This banner com-
mancls attention. It proclaims you as the
Philco dealer. It announces the arrir-al of the
marvelous nel'Philco Balanced tlnit Radio.
The tvords on this banner read as follon-s:

NOW HERE !

PHILCO
BALANCED-UNIT RADIO

"Neutrodyne-Plus" and ..Screen Grid"
ELECTRO-

Come In ! DYNAMIC
SPEAKER

Hear It !

All of the Above -Huge Announce-
ment Banner - Envelope Stuffers - Illus-
trated Folders-Descriptive Counter ('ards

-Price Cards -Illuminated Sign -\Iaster
Windorv Display - rvith subsequent changes
follorving in order-all of this included in
the one big paekage that you can secul'e
from your jobber. Actually rvorth $15 -YOUR COST C]ONTPI,ETE ONLY $7.50.
Get in toueh rvith your jobber at once or
the Philco braneh offiee, and you l-ill be
taken care of.

)'oul'
inter-
'fhe.v
mail

BIG, BLAZ,INq ALL,ELECTRIG NEON SIGN
EXTRA SPECIAL OFFER TO ALL PHILCO DEALERS

Here is the greatest thing, the biggest
thing, that l'e have ever been able to offer
to Philco dealers everyn'here-a speeial offer
on a brilliant, blazing, NEON electric sign
for the front of your store-a sign that can
be seen bloeks a\\-a.v.

You rvill agree that the greatest, the most
effective, the most attention-getting and
sales-produeing advertising that any radio
dealer or &ny other kind of dealer can possiblv
proeru'e is to have-blazing out above the
front of his store-a brilliant electric sign-a
NEON sign-telling all passers-by, either on
foot or in automobiles, the kind and char'-
acter of his business.

You knol'hou'manv times a prospectir.e
customer either for a raclio set or tubes or
an1' other radio merchanclise has clrir-eu his
automoltile up the street looking fol a latli<r
-store. It is a fact that the 1l'ospectir-e cus-
tomer lle\-et' reallv sltots a rtttlio store until
he is rt least a half squale past it. \\'h.r.?
IJecottse lltt'rc is nothing ttn llte .l'ront o.[ it lo

indicate at a glance that it is a retail radio
establishment.

It is different, of eourse, rvhen the prospec-
tive customer is *-alking up the street. \\rhen
on foot, the n'indorv display may immedi-
ately call his attention to the establishment.

Hol'er-er', e\-ery radio dealer knou-s that
today potential buyels by the thousand in
each cit-v are in automobiles. Then the
merchandise or displa}, in the rvindon- is not
conspieuous enough to attraet their atten-
tion. Something more is necessar.r. - ^\
BRII,I,IANT, II,LUtrIIN.\TED SI(;N.

You can readily see u-hat a n-onderful
thing it u-ill be for you to har-e this big
NEON all-electrie sign blazing for.th bril-
liantll' over the front of your store. It eln
be seen fr<lm far :.r\\'a)'. It u'ill communrl
attention frorn lteople in cr-erv tlilectiou. It
n'ill rivet I'or.rr establishmeut as rrrtlio heatl-
cSrartcrs in the ltublic mitrcl. It is the great-
est, must ltrocluctive :rrlr-eltising from et-err-
statrtlltoint thltt r-ou can ltossiltl.t- rLr.
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Another important thing! Philco's tre-
mendous national advertising campaign

s'hich is norr under rvay 'rvill make a tre-
mendous impression on the public over the

entire trnited States, including the people

of I'oul eommunity. You are experienced

enough to knorv that x'hen people begin

thinking about Philco Balanced Unit Radio,

the first important step is to let them knot'
rvhere they can inspect and buy the set. It
is most important that you identify yourself

as the Philco dealer in your neighborhood.

You rvant the public to come into your

store confidently and rvithout hesitation,

knorving rvithout questiou that you can shorv

them the neu' Philco Balanced Unit Radio.

When they hunt in vain for a Philco sigu

and finally u'ander into the lirst radio shop

they eome to, you are the loser.

Therefore, this big, brilliant all-electlic
NEON sign rvill do more to identify you as

the authorized Philco Balanced Unit Radio

tlealer than any other one thing. It rvill not

only ad'i,ertise your establishment generalll',

6r,.1 11 utill defi'nitely connect you and your store

rtith this big Philco Radio proposition of 1929'

Here is Our Ofrer !

l'irst. let us tell you that this sign is

2)/z feet deep and 6 feet rvide-a big, pre-

tlominating sign that can be seen many

blocks a\vay. The lettering on this sign

blazes forth in a brilliant red glorv as onll'

a NEON sign can blaze. 'lhe u'olding is
as follorvs:

PHILCO
BALANCED-UNIT

RADIO

The above are the rvords that stand out

in fiery red abot'e the front of your stot'e'

identifying your establishment u'ith the great

national advertising eampaign on Philco Bal-
aneed Unit Radio.

This splendid NEON sign u'ould cost a

rlealer several hundred dollals if he rvere to

try to purchase one of them from any man-

ufacturer of NEON signs. But, beeause of

special big quantity arrangements that we

sueceeded in making rvith a big manufacturer
of these popular signs, you can secure this
splendid, big size NEON sign for only $90'75
through your jobber.

The actual cost of this big NEON sign

is $181.50 in big quantities but your Philco
jobber has in turn made arrangements where-

by you can get it for ONE-HALF of that
amount-your price is onlY $90.75.

Don't neglect this rvonderful opportunity
to display your store so brilliantly. Get in
touch rvith your jobber without delay or

the Philco braneh offiee, and you will get

the full details.

I
I

Look for the illustrations of the lar€,e

and small Neon Si€,ns on PaBe 4 of the

Advertisin€, Portfolio

t2
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Nou'is the tirne-errrlr,- in the season-for
you to st:rge a rrrdio shor.v right in your o\ylr
store-a Philco Balanced Unit Radio Shou-,
displaying each one of these rvonderful nen'
Philco Models.

Quite likely by this tinre 1'ou huve plaeed
in stock the Philco Table N{odel u.ith sep-
arate Electro-Dynamic Speuker, the Philco
Lor,vboy, the Philco Highboy and the berurti-
ful Deluxe Highboy Model. Ntrturally you
u'ill rvant to stock the eornplete Philco line
at onee because each and e\:ery model is a
live seller; each and every model fits or
rneets public demand at the RIGHT
PRICES. You have undoubtedly deter-
rnined by this time to concentrate your sell-
ing efforts on Phileo, to beconre identified in
_vour eornmunity as the Authorized Philco
Deirler', and therefore, by all nrelns do not
hurnper yourself by not having on htrnd orre
of each of these splendid fast-selling rnodels.

Also by this tinre you have probably re-
ceived frorn your Jobber the big Philco pack-
rtge of Dealer Helps-the \Iaster \\rindorv

Displal'-the Illurninated Sign -the De-
scriptive Lit,erature -and the attractive
Countel anrl Price Cards. \Ve also hope that
you have secured either olle or. both of the
brilliant, blazing, nttention-getting Neon
signs.

Hetrce .vott al'e lead)' to stage your. o\\'n
Itadio Shorv in your o\yn store. It is not at
rll difficult to put on:l one-\\-eek Radio Shou'.
You rnerelv keep 1'our stor.e open evenings
lnd arlange an attractir-e display on your
floor of eaeh one of the l,hilco Balaneed
Unit Radio Nlodels.

Your store rvinrlow shoultl be attractivelv
tlecorated bv the use of oul llaster Windos'
Displiy, und shou'ing at least one of the
Philco Xfoclels, preferabll' the Deluxe High-
bo1'.

You rvill :rlso be able to trse rr few inex-
pensir.e potted plants, sueh lrs ferns, rvith a
bright touch of color to create rtrnosphere.
This rvill add nmeh to the lrttraetiveness of
the shorv and ereitte the buying moocl. If
you are loe:rterl u'here there is a broadcasting

STAGE YOUR OWN RAIDIO SHOIIIZ

AIYID ALSO A SMALL SI'ZE NEON SIGN
BRILLIA TT PHILCO VYINIX)Vy IDISPLAY

Yes, 1'ou can also get for your rvindorv
display a smallel size Neon sign 2 feet s'irle
arrrl 12 inches deep -iuxl at a bargatn prirc.

You ean thank your Philco jobber fol
this great opportunitv. Here is the message
rve received in Nlarch from Philco jobber.s
over the United States " Our dealers l-ant
Neon signs-one large one for the stor.e
front -a smaller one for u'indory displav.
Please nrake the best an'angement rvith big
sign manufacturers that 1'ou can, and u'e
rvill co-operate with our dealels in getting
the signs at a real bargain priee."

We followed the rerluest of the Philco
jobbers. We have done exactly that -one
big, brilliant blazing sign for over the front

of your stole atrtl ALSO a most attractivelv
red lighted Neon sign for vour. rvindon'. The
u-ording is:

PHILCO
BALANCED RADIO

Rv sllecial itrl'allgemelits u-ith the mantr-
facturer of these u'indorv Neon signs tre
finally seeurerl a price of only $S0, BUT
YOU AS A PHILC]O DE.\LER PAY ONLY
$25. You aetuall-'r, get for $25 a sign rvorth
sel.eral times that amount, through the
eo-operation of r'our jobber. So u,e urge

-vou to get in touch rvith your Philco jobber
or the Philco braneh offiee at once. Your
jobber rvill give you the full details.
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station, lr'e suggest thtt you get a mernber
of the station's broadcusting talent to appear
at tr stated time. The r:-rdio fans flock to see

the broadeasting star, Ioelrl or otherrvise, and
it rvill be a great drun ing e:rrd for you.

It is also a good plan to have a goodly
supply of prospect cards together with all
descriptive literature handy on a table.
Contract forms should also be n'rrilable.
You should insist on your salesmen getting
names and addresses, together u'ith all pos-
sible data on prospeetive customers.

The more people to lvhom you shorv
Philco and demonstrate it, the rnore srles
you u,ill rnake. If you shovr them all the
Highboy Deluxe you u'ill sell rnore of them
and the greater will be your profit. Note
the illustration of the Radio Show advertise-
ment on page 14 of the Dealet''s Advertising
I'ortfolio. It will bring people to your store.
As you knou', the public does like to attend
a Radio Shorv no matter u,here it may be
loeated. The public :tppreeiltes the oppor-
tunitl'of visiting a deller's store as a Radio
Shou' guest to look over and inspect nerv

nrodels. He feels that he can attend rvithout
being uncler the least obligation to buy and

All dealers knorv the value of an attrac-
tive floor display, and the first important
thing is to have the cabinets unpacked care-
fulll' to avoid mttrrittg or scratching the fine

finish of the rvoodrvork. Use a soft cloth and

rvipe off the dust carefully; then bring out
the excluisite finish of the Philco furniture b1-

rubbing it up rvith.Iohnson Furniture Polish.
I,laeh Philco model is a live seller-hence

I'ou get rapid tunx)\'er', and therefore it is

good juclgment to have the entire line in
stock. It does not represent a big itlvest-
ment, luicl the full line gives you the oppot-
tunitl' of mrtkiug a fiue floor clispltrl"

Re sure to lutve tu-o ot' three cotttfortltllle
eh:rils in 1-ottt' sttlt'e st'l tltltt 1'or'tr cttstotners,
plrrticulrtlll' the u'otrtetl, ltlllv lle selttetl lest-

without being unduly solicited to buy. He
comes readily.

Important! Merely send in your re-
quest for the mats of this Radio Show ad-
vertisement. Order by number from
Dealer's Advertising Portfolio. We u-ill
send you the complete adveltisement in mrt
form ready for your ne\\'spaper.

Additional Suf,pestions
l. Be sure that proper crre is exercised

in uncrating the Philco furniture rnodels
u'hen they arrive so that they rvill not be-
come marred or seratched.

2. Be sure that your Philco furniture
models are earefully rviped off and rubbed
up rvith Johnson Furniture Wax before be-
ing put on display. Appearances mean a \-er]-
great deal. Particularly to the woman.

3. Be sure tha,t all radio tubes :rre func-
tioning properly before dernonstr:rting an1'
model to a prospect in the store. Also be
sure that the connections are correctly macle.
Remember that the best dernonstration is
the one that makes the sale.

4. Have a number of eomfortuble chlirs
in your store. Make your customers collr-
fortable rvhile demonstnting rnd selling.

fully rvhile you ale shon'ing, demonstrating
and selling the particulal Philco that vour
eustomer may fa,ney.

As eustomers cone in youl store give
them prornpt and polite attention. If you
al'e concentrating on Philco and if you ale
knou,n as the Philco delrler, your conversa-
tion u'ill quite likely proceed as follou's:

S-c.LnsxreN: Gooil afternoon. Can I be o,f

seruice to yott'l
CusroupR: Yes, I n-ould like to see the

nen' model Philco Rndio.
SrrnstrlN: I rcill be gllad to sltou' yott

these neut nndel Pltilcos. Please step riglt
this uay.

(\\-e u'ill rssuure thut 1-ou hnve 1'our Philecr
tnotlels at'ranged oll \'our flool so thlrt 1'ou elrrr

FL(X)R IDISPLAY ANID SELLING
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RAIDIO
All this lveeL, (in sert d,utes here)

Special showing of oII neu) models

BALANCED. UI\IT RADIO

\ZOU are invited to attend a special display at
I our store all this week of the complete range

of the new and superbly beautiful Philco Bal-
anced-Unit Radio Models. Store open evenings.

Here is your opportunity to inspect the very
latest developments in quality radio, to see and
hear the sensational new Philco that you have

heard so much about and have recently seen an-

nounced in the great national magazines. Hand-
some furniture models designed by well-known
artists, finished in costly imported woods.

We want you to attend this special showing
whether or not you are thinking of buying a radio.

Ffowever, after you have examined these various
Philco models, if you wish, we will deliver any
one of them to your home on free home demon-
stration. And then, if you decide to buy, we will
extend to you very easy payment terms if you
so desire.

?o

PHTLCO LOIrI/BOY
Finished in bird's-eye maple and matched
Oriental walnut. Balanced-Unit Neutro-
dyne-Plus circuit, built-in matched Elecbo-
Dynamic Speaker and Acoustic Equalizers.
Push-pull amplification for two of the new
245 power tubes.

Price on\r

sl2950
Screen Grid $ll9.5O

(Tubes Exrra)
Complete range of models, Neutrodyne-
Plus or Screen Grful circuit" priced from

$67.00 to $2O5.OO.

D D AL,E B'S NAlVI D

BE SUNE TO HEAR TEE NEW PITIT,CO BEFORE YOU BUY ANY RADIO

See Page 14 of the Advertising Portfolio for additional Radio Show Ads
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point each one out to the customer without
u'andering from one end of the store to the
other. Do not have them crowded together
but so arranged that your customer need
take only a step or two to look at each
model. Then you will find it good salesman-
ship to point out each model in turn slorvly,
calling it by name and giving the price.
Begin with the Philco Lowboy and ending
rvith the Philco Highboy Deluxe. It is good,
practice to quote only the price of each
eabinet model with Neutrodyne-Plus chassis.
First, be_cause at this point you do not want
to create a price confusion in the customer's
rnind; second, you also rvant to sell the
Neutrodyne-Plus because of its marvelous
performance and for added profit. You carr
give prices with Screen Grid Chassis later on
if it seems desirable. Also as you knorv
Screen Grid prices are less, and it is easier to
qttote lower ppiBes later rather than higher
prices.)

Also quote each rnodel eomplete with
tubes. Your presentutiou u'ill be approx-
imately as follows:

Ser,nsueu: M31 nunrc is Mr. Marshall,
attd yows, please?

Cusroupn: lVlrs. Smith.
Ser,nslr.q.N: This part'icular model, Mrs.

Sntith, is known as the Philco Lowboy Model,
an.d it sells for 8149.00. That price includes
ercrything -tubes - genuine Electro-Dgnamic
STteaker - euerything - all reudy to operate.

And this nert ntodel,, Mrs. Smith, is the

Philco Hi.ghboy Model, and it sells for 8169.00.
That Ttrice also includ,es euerAthing-tubes-
genuine Electro-Dynami,c S.peaher -all ready
to operate.

And this nert mod,el i,s the Pluilco DeLure
Highboy, which sells for 8224.50, including
tubes - genuine Electro-Dynamic Speaker -
euerytfuing ready to operate.

Notp: If you are located West of
Rockies quote prices accordingly. Watch
your prospective customer during this re-
cital and you will find that their glance will
rest longer on the particular model that
appeals to them. 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. Follow
their glance carefully. It rvill return several
times to the model they prefer. THEN
CONCENTRATE YOUR SELLING ON
THAT PARTICULAR X{ODEL.

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

Important! On Pages 38 to 52 of 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.
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ATTRACTING ANID SELLING STORE PROSPECTS
Value of Window Display

Quite likely the rnost valuable space in
your retail store is your rvindorv display
space. This space not only is eonstantly
advertising your store but it very forcibly
advertises the particular merchandise that
you display each week, creating interest and
bringing customers into the store. Therefore
you can well afford to give plenty of time,
and thought in the preparation of your
u'indow display.

Quite likely your jobber's salesman has
already made arrangements to deliver the
big Philco package of Dealer Helps to you,
rvhich includes the superb Philco Master
Window Display material. Your jobber un-
doubtedly will be glad to have his repre-
sentative assist you in making your rvindou'
display from time to time, giving you the
benefit of attractive and practical ideas
gathered from many sources.

You will find the follorving suggestions
of value:

1. Your rvindow display should be simple.
The simplicity will be a big factor in its
effectiveness. Do not crowd the rvindow
u'ith rnerchandise and do not put a varied
assortment of merchandise in your lvindorv
at any time.

2. The lights in )'our rvindow should
shine alu'ays on the nrerchrrndise and not in
the faces of the passels-by. As you kuou'
many rnore people see your shou'rvindorvs at
night than in dny time, so this matter of
lighting is impoltant. 'l'he people rvho look
at your shorv rvindou' tt night are relaxed
and free from their busittess rvorries and
therefore open to suggestion. Good rvindorv
displays do lots of selling. particularly at
night.

The Nrtionrl Electlic Light Associatiotr
reeently had the follos'ing rdvice to offer on

rvindou- display lighting. We ure reprinting
it herervith:

" Coneeal all light sources to avoid glare
and resultant distraction and annoyance. In
general, the only lamps that should be visible
are those of very lorv brilliancy used for
decorative purposes.

" Fit all lamps rvith efficient reflectors to
get the maximum light on the goods for the
minimum expenditure of porver. Choose re-
flectors which distribute the Iight in such a

manner as to illuminate the display uni-
formly. A high, shallow window obviously
requires a different type of reflector from I
lorv, deep one. A rvindo*. likely to have a

high dress should be lighted differently from
one in which the material is ahvays close to
the floor.

"All mechanism of lighting should be
hidden from the observer by sorne sort of
screening device.

"IJse a background of dull finish to pre-
vent reflections of light sources.

"A light-colored backing makes a windorv
appear brighter with less illumination than
s.hen a mahogany, rvalnut or similar backing
is used. Warm gray, neutral buff, cream ol'

ivory have been very effective for this
purpose.

"The show windolv is a miniature stage,

and similar methods of lighting apply. Make
use of the same color effects as the theatre
uses, and give every layout special at-
tention."

Lighting authorities have proven by test
that color lighting commands more attention
than the rvhite light. You rvill find it of value
to do color lighting from time to titne, and
rvhen you wish to give particular promineuce
to a certain piece of merehrrudise have a spot
light playing on it.



IXDUBLE -TREBLE -YOUR BUSINESS
BY AIDOPTING OUTSIIDE SELLING

The following nages are vitally important
to you as a registered Philco dealer. The
most important that you have ever read.
They explain in detail ho*' 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 greatest retail successes in this
country-in fact, thousands of outstanding
retail suecesses-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 housewife seldom visits a retail
store seeking to purehase an electric eleaner
or an electric washing machine. The man of
the house seldom looks up the oil burner
agency to purchase an oil burner.

And yet the volume of business done
yearly on electrie washing machines, electric
vacuum eleaners, electric serving maehines,
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 would be very mueh 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 beeause 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 rvould get only one sale if he
waited for the customer to come to the store.
The selling at retail of electric washing
machines, electric cleaners, electric sewing
machines and so forth is not considered easy
merchandising, but yet it is meeting rvith big
success everywhere 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 rapidl5r and easily over the
counter-in other words when 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 who is selling
electric washing machines, sewing machines,
electric eleaners and so forth. And the reason
that you have a distinct advantage over the
electrical dealer, for instanee, is because the
Philco Balanced Unit Radio has aII of. the
good features of a commodity and all of the
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.
It has public acceptance. It is in keen
demand. It sells " over the counter " to buyers
who call.

Now then, as you may knolv, 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 or more. This
means dollar volume. It is not easy to
market a specialty that retails for less than
$50, and the greater the retail price the more
desirable it is as a specialty. Then, too,
specialties permit of a good margin of profit.
Ordinarily commodities sell at a close profit.
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They sell easily but the profit is slight, but
when a dealer sells a specialty he makes real
rnonea,

Now, 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
words, the dealer in Philco Balanced Unit
can carry on outside selling and do it most
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 receiving
sets over the counter because of superior
Philco performance and Philco prestige, but
if you rvill adopt outside selling-which you
can easily do -you rvill 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 always 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 assistanee because we surely do
know that particular line of selling.

When Philco brought its all-electric AC
radio set upon the market, a tremendous
boost was 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 work.
The Philco is perfectly adapted to outside
selling.

A retail salesman can put a Philco Table
Model and Speaker in his car, drive out to
the prospective customer's'home and carry
it in the house easily and quickly. Two men
can easily deliver any Philco furniture model.

In almost an instant the salesman has the
Philco hooked up and where the surroundings
are attractive and eongenial. He can give
the demonstration smoothly and with 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, we want 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 otherwise
get. It secures you repeat tube business and
other business in other merchandise.

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. Increased volume
means greater 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 Trial
in the home. The consumer 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 orvn

home. Outside selling gives you the oppor-
tunity of meeting this demand for trial in
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 you sa/e for extra profits.
Read carefully the Philco plan for "free
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trials in the home " and do not shut vour
eyes to this nero opportunit.y.

You Can Make This Plan
a Success

We naturally do not knorv rvhether a big
dealer or s,hether a small dealer is reading
this book. lVe do not knou' horv lar.ge or
horv small your store may be or the size of
J/our community. But please bear in mind
that l'e do knou. from expelienee that you
have all of the necessary ability and that
you have all the necessary merchandising
experience to make a success of outside
selling.

If you are a large dealer and have already
built up a big business, then there is no
doubt in the 'n orld 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 organization. You can operate on
just as large a scale as you desire.

And if Aou, are a small dealer tltere is
absolutely no reason why you should renr,ain
a small dealer. Your chances of earrying out
this plan suceessfully are .just as good as
anybody's. Our Sales Promotion Depart-
rnent in Philadelphia is r,villing to gir-e you
any advice or suggestions at any time. You
can wlite a personal letter and address it to
the Sales Promotion Department, and you
rvill get an ans\yer by return mail fully and
completely.

Remember', also, that you lvill not only
sell Philco Sets on Free Trial, but in order
to do the maximum volume of business, you
rvill also sell on the easy-payment plan. That
is the reason rvhy n e are supplying all Philco
dealers rvith the most atttactive financing
plan that *'e have ever heard of. You har.e
probably already received from us the de-
scriptive eireular telling all about this special
financing plan for Philco dealers. If you
have not received this information from us,
do not hesitate to rvrite us for it immedi-
ately.

Certain Necessary policies
As rve have explained before, it is neces-

sary noll'adays to offer Free Trial. However,
this does not mean that you are to leave
radio sets in prospeetive eustomers' homes
indef,nitely on Free Trial.

You must regulate this just as Aou would,
any other policy. fn otr opini,on two or three
hours is Free Trial; certainly one entire night
is sufi,cient Free Trial.

Be sure to instruct your salesman that if
the prospective customer, after he has re-
ceived a good selling talk, shou,s absolutely
no interest, no intention of buying, then the
radio set should be taken out and not left
longer on Free Trial.

If the man of the house gives every indi-
cation of being an unpl'omising prospect, but
yet requests that the radio set be left for a
day or trvo days longer on Free l'rial, then
rve suggest that your salesman use the fol-
lorving eonversation to make sure that he is
not rvasting his time or leat'ing the set u'ith-
out any ehance of selling it.

Mn. Slrrrn: Well, 1'ou might leave the set
a couple of days and I'll see horv u,ell I like it.

Ser,nsnaeN: Mr. Smith, we haue n0 per-
ticular objection to doing that. Howeuer, you
must remember that the demand.for Philco sets
is uery great. We always haue difi.culty getting
as rnanA of them as we wanL They are not
only scarce i,n this community, bu,t th"ey are
scarce euerAwhere itr, th,e United States because
of th,e big demand. I uill be glad to leaue it
with you a day or two longer, but I want to
tranklg ash you this one question. If gott fi.nd,
tltat the Philco set is euerything you rlesire and
euerything I say it is, will you buy it?

Mn. SnarrH: Well, yes. If I find that it
gets the distance the rvay I expeet, and if I
find it pleases me in every other respect,
and you give me the light trade-in allol'ance
for the set that I have here, the chances are
that I'll do business rvith you.

Ser,psr,rex:'I'hat is perfectly satisfactory
and I will drop back to see Aou tomorrow
euening.
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Mn. Snarru: All right, I'll be here.

On the other hand, if Mr. Smith declares

positively and absolutely that he will not
even considel buying a radio set at this time,
then the thing fol the salesman to do is to
take the set rvith him, and tell Mr. Smith
that he may call back to see him in about a

month and give him a free trial at that
time.

It is also necessary that you be prepared

to extend Easy Payment terms to prospective
customers as \\'e have explained before. Ten
months to pay is attractive and earries ferver

collection problems than shorter terms u'ith
higher payments.

Do not \\'orry about payments all being

made before the summer months' There
was some sense to that policy before the
days of ehain broadcasting, but today the
experience of the largest easy-payment oper-
ators is greatly in favor of ten months. Again
we repeat, if you have not received our eir-
cular that fully describes the financial plan
that rve have for Philco dealers, be sure to
n'rite for it at once. Address the Sales Pro-
motion Department at Philadelphia and

merely say: " Send me the details of the
finarreing plan for dealers."

Trade-In Allowance on Old Sets,

Power and Speakers
Another important thing is the fact that

the AC sets have made nearly 6,000,000
radio sets obsolete. It is an actual fact that
close to 6,000,000 radio sets in operation
today are not all-electrie, and hundreds of
thousands of owners are good prospects to-
day for the Philco electric set. This is a tre-
mendous opportunity for the retail dealer
and for everybody in the radio business. It
means, horvever, that every retail dealer
should be ready to offer a trade-in allou'ance
for old radio sets.

Our recommendation is that you decide

just how much trade-in allowance you rvant

to offer for each type and make of old radio
set; also how much allowance for the power'

equipment that operates the old radio set;

also horv much allowance you wish to offel
for old speakers. You first determine just
exactly how much trade-in allowance you
wish to offer on these various types and
makes of radio sets, porver equipment and

speakers, and then you inform your sales-

men that those amounts are exactly *'hat
you will allow and no:more.

Whenever one of your retail salesmett

meets with an old radio set which he thinks
is worth considerably more than the fixed

allowanee you have made, let him take the
matter up with you, and then you personally
decide whether you rvish to increase your
allou'ance in that or any other particular'
case. Do not let the trade-in apply as the
first payment or any part of the first payment.
X{erely deduct the trade-in allowance from
the total retail cost, and divide the balanee
into easy payments.

Be firm on trade-ins! Don't let the
prospect "bluff" you. Don't be afraid of
the other Philco dealer. There are not too
many of them around, thanks to our policy
of restriction -and don't be afraid at all
of the bigger trade-in allorvance some seller
of anothel radio may have offered. He hasn't
a Philco.

When talking to a prospective buyet',
don't quote youl' trade-in allowanee untt'l
after you have sold him the Philco so that
he is just itching to get it. Then look at his
old set, while giving him a brief talk about
the "bunk" on trade-ins and then quote him
a fair allou'anee, trot too little-be liberal,
Ln;l., stand pat on a price for trade-ins which
leplesents the lesale value of the old set

nnd no more. You rvill thus always leave

1'ourself a net plofit at u'hieh you can rvell
afford to operate.
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IMPORTANT !
Good Merchandise and Good Profit Absolutely vital !

Avoid Cheaply Built Sets on This Plan

The facts on this page are vitally important to you. Read them over carefully -not
once but twice-and then think them over in the light of the Philco Franchise and
any other radio franchise you might secure.

Philco's Furniture Policy and
How This Policy Protects Your Profits

We have pointed out to you why you should by all means sell Philco Radio Sets
on Free Trial and the Easy Payment Plan, also offering a Trade-In Allowance on the
old set. We have also explained to you the necessity of selling a radio set of unques-
tionedquality-asetthat will satisfy the most exacting radio user in performance and
appearance. And it is therefore most apparent that you cannot afford to sell cheaply
constructed, bargain-priced radio receiving sets on such a plan.

And remember this: It is necessary for you to have sufficient
dollar margin of profit. This means not only a liberal discount such
as Philco gives, but actual dollar margin-sufficient profit in actual
dollars to pay expenses and leave you a real net profit.

Fully important from the dealer's point of view is Philco's iron-clad furniture
policy. Philco Balu,nced Unit Radio will be sold only in Philco Cabinets!

Philco Cabinets have been carefully designed for the Philco Set, and only in Philco
Cabinets will the Philco Balanced Unit Radio give that complete, perfect satisfaction
for which it is so famous. We are not interested in having Philco offered by some big
dealers in inferior cabinets at bargain prices, so that other dealers cannot compete
fairly. The dealer is entitled to his legitimate profit.

This means that the Philco chassis u'ill not be placed in a wide variety of cheap
and unsatisfactory cabinets, and that your chances of getting the business will be just
as good as anybody's, for you are fully protected.

Every Philco Radio and every Philco Cabinet will carry a serial number.
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The Philco Will Carry the Factory Guarantee'Only When
Contained In Its Original Cabinet

Then, bear in mind that the per cent oJ iliscount is no more important than the number

of good,, hard, d,ollars that d,iscount represents. And on both these counts Philco is ex-

tremely liberal.

The dealer who does a big volume of radio set business today is the dealer who

offers the public Free Trial in the home, Easy Payments and a Trade-In Allowanee

for old sets. This means that radio sets must often be delivered to the home, that
they must be demonstrated in the home and that the sale must frequently be con-

summated in the home. It also means that many times radio sets must be returned

to the store after Free Trial.

Incidentally, when the dealer gives a Trade-In Allowance for the old radio set, the

value of that set must be appraised in the home. Then it must be taken from the

home to the store. Contracts of sale must be made out for the Easy Payment plan.

In other lyord.s, this plan means that the dealer must employ outside retail salesmen

to deliver, demonst.ate and sell radio sets and to trade-in the old set. The dealer

can, of course, do this work himself on a small scale, but the dealer's time is worth

money, and he may not want to be constantly away from his store.

While this selling policy of free trial, etc., is by far the best, it does incur some

expense. That is whyit isimportant for you to retail a radio set that is far superior

to other sets on the market in construction and performance' and a set that gives you

a sufficient dollar margin at retail prices that are so attractive that selling is made

doubly €asy.

Your d,ollar margin of profi.t is intportanf if you expect a sufficient net profit left

after you have borne the expense that goes with selling.

In bringing out the Philco Balanced Unit Radio we have been particularly careful

to protect Vo" i" this respect. The Philco positively outperforms any set on the market

at anywhe." rr"u, the price! There is absolutely nothing finer on the market! AND-
we have placed surprisingly low retail prices on this splendid Phileo line of receivers -
Prices that giue the d,ealir fult and, sufi,cient d,ollar margin on uhich to do a profi'table

business! With the philco line you need have no fear that you will lack sufficient dollar

margin to carry out the necessary selling policy of Free Trial, Easy Payment and Trade-

In Allou,ance. In Philco you have raclio of recognized and admitted quality at prices

never before equalled in the industrS'.

You can be certain that the selling policy so carefully explained in this Sales Manual

can be carried out profitably and successfully with Philco, but do not attempt such a

progressive plan with cheap merchandise-merchandise that does not allow you a
sufficient dollar margin of profit! Remember, it isn't the per cent of profit you are

interested in so much as the actual number of good, bankable dollars you will get

on every sale.



HOvy TO CARR'Y ON OUTSIIDE SELLING
Getting the Retail Salesmen

You can proceed rvith the plan of outside
selling on most any scale you desire-large
or small. The only mistake you are apt to
make is operating on too small a scale. We
admit that it is better to earry on outside
selling on a small scale than not to do it at
all, but there is no reason why you should
not build up a good sized organization for
this work, and get the volume of business
that your opportunities hold out to you.

Possibly you have a salesman or trvo
connected with your store at present. There
is no reason why one of these men cannot
Lleeome your first outside salesman because
it presents to the man & real money-making
opportunity. And be liberal in paying him
,extra bonuses or commissions when he is
naking profits for you.

If you are now doing business on a small
screle there is no reason why you, yourself,
cennot spend an hour or two each day and
another hour or two each night in outside
selling. Horvever, the thing you should
strive for is to build up a real go-getting
organization of at least five or six men to
ce,rry on this work day in and day out.
There are many radio dealers who last year
eonducted comparatively small businesses
lrut now have out organizations of twelve to
tn'erity men bringing them in sales in aston-
ishingly trig volume.

Frankly, it is almost as easy to oper':rte
l'ith an organization of fir.e or six men under
a'eompetent supervisor as it is to operate orr
n small seale. A large organization does.
Itowever, require more system, and we ex-
plain to you latel in the book just horv to
handle such an olganization. You will find
fhis explanation or instruction under the
hedding "Horv to Hanclle Otrtside Salesmen."

We desire to make olle more comparison
u'ith the electlie cleaner and electric rvashing
machine business. It is much more difiicult
to build up retail selling organizations on

those products beeause of the fact that the
cleaner and washer salesmen must canvass
from door to door to seek prospective buyers.
This is tedious r,vork-door-to-door canvass-
ing-and it takes a real go-getting specialty
salesman to make good at it because of the
fact that electric cleaners and electric l,ashers
are slow-moving specialties.

The reason that door-to-door canvassing
is necessary on those partieular products is
because the public demand and the public
desire is not keen enough to secure sufficient
inquiries and live leads from any kind of
advertising. Hence since sufficient live pros-
pects and good inquiries cannot be secured
from advertising, it is neeessary to canvass
from door to door to get the business.

On the other hand, your problem of
building a retail selling organization is eom-
paratively simple. Advertising does pull
and pull briskly on Philco Radio. public
interest in radio is so keen that neu,spaper
advertising, rvhen properly prepared, brings
inquiries and brings them in good volume.
The same is true of the handbill plan l,hich
rve explain to you in this book, and it is also
true of the telephone solicitation plan u'hich
rve outline to you in lhe follorving pa,ges.

The big point is that the salesman you
employ will work only on leads-bona fide
inquiries. You r.cceive these inquir.ies over
the telephone and hy mail from ne.u-spapel
aclvertising and also by personal call. you
receive incluilies from the handbill plan and
you get live leads or.er the telephone. Arr
outside salesman finds it much more pleasant
and much more profitable to call on actually
interersted parties rvho have inquilerl, r.ather
than to do rvhat is knotvn as a " cold c&nvass.',

Advertising for Salesmen
'I'o assist you in building a sales or'gan-

ization rve sugge-st that you run one or more
of the follorving advertisements in the classi-
fied section of the ne\rspapers under Male
Help Wanted:

COA:T'IDl':I{7'IAL SELI. ING PLANS FOR PIIILCO DEALERS
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I x rn want live salesmen with clean records
VV to iell amazinglyfast-selling artiele- Not

clectric cleaners nor- electric wasllers, but a
inan with such experience is the man u'e wartt'
T;;;;;;;iy make over $60 weeklY' You call
;;i;-;; lcad," r"eei'ted from newspaper.and
dircct-mail advertising. Automobile lt'rlttiretl'
No ctnvassing lleecssary. Call at '

CALESMAN catt make more than $60
D'*u.ftu r.tlinq Phileo Balanced Unit Radi<-''

ff'e' fur"i*tt-vou" with genuirrc-leads arrd in-
quirics froln-newspapers and direct-ttlntl, tttl-
rlcrtisinu. No eanvassing nccessary. but- \re

".'il *'in*n with automoLrile who h:rs had

"ii,.ii.tt"" 
selling such articles as cleaners

nud rvlslters. Cnll at.

C\ALI]SNIAN rvith autornobile for rvonderful
D'ltrii.t-t,rliirrg r'llporttrrrity' Not elcctrie
cleaners nor electric rvashers, llttt rr'e rvlnt a

man rvith such experience' No clnva'ssll)g
."".tt".V. Genuine leads from advertising'
iou .o" -oke ovcr $60 weekly' Call at" ' ' '

DIIILCO rccluires at $60 and up rvc9.kl1'
f .cvct'al s:rleirnerr rvith cars to sc'll ort Frt'e
f.iul tti" wonderful nerv Phileo Balanced Unit
lladio. Genuile leads furnished' No cattt'ass-

ine. Il.npid aclvancement. Call nt'

It is not difficult to pror-e to a man that he

can make $60 a s'eek selling Philco Radio'

He rvould need average ollly a set every other

day to make that money' and when you

furnish him rvith leads it can be done'

If you wish, you can specify in the classi-

fied advertisement the particular hours at

rvhich you \\'ish these applicants to call' Do

not put your telephone number irr the adver-

tisement, because you \\'ill be annoyetl b1'

too many telephone calls and it is not satis-

factory to talk to an applicant oYer the

phone. In ease you do get teleplione calls

from your advertisement invite them to your

store antl explain the selling plans in full'
Always intervierv each man privately' He

rvill express himself mole freely under those

circumstances and l'ou c&Ir size him up bettet"

We suggest that you lequire the man to
give references as pertain to his chat'aeter

and honesty. Whenever possible, we suggest

that you employ men rvho have had expe-

.ience in house-to-house rvork selling electric

vacuum cleaners, eleetric \Yasherst selving

machines and brushes of various kinds' Such

a man rvill have the advantage of a great

deal of valuable exPerience.

You should not have any difficulty get-

ting good salesmen to accept the positions

you offer them because of the fact that you

are goi.tg to furnish leads, and particularly

because of the fact that the most attractive

thing to sell today is radio sets' The public

demand for radio sets is very keen and it is far

easier to sell than any other electrical device'

You can briefly tell the applicant about

the Philco-rvhat an outstanding radio set

it is-the fact that you rvill put it out on

Free Trial and sell it on very easy payment

terms and make a liberal trade-in allorvance

for old radio sets. Any salesman can at onee

see \vhat a big opporturlity such an offer

gives him to make real moneY.

Inasmuch as you are furnishing leads

rvhich you secure from telephone solicita-

tion, handbill plan and nervspaper advertis-

ing, you should have no trouble getting men

to rvork on a commission of 10 per cent'

Some of our dealers pay only 8 per cent

eornmission but most of them pay 10 per

ceut. It is all a matter of leads'

By that \Ye mean if you are iu a position

to furnish youl salesmen rvith a goodly

number of leacls or inquiries they rvill be

very glad to rvork at 10 per cent commission'

You can reaclily see that if a letail salesrnan

sells only four Philco Radio Sets per rveek

he ean make over $60 rveeklY.

Do not be sulplised if some of youl' sales-

men sell eight or ten sets in a I'eek's time

and make as high as $200 or mol'e rveekly'

Sellirig radio sets in the home is oue of the

biggeti selling opportunities in the rvorld

tJay, aucl vou rvill have some salesmen rvho

rvill bling yott in a mighty big volume of

business. ,\nd, of coul'se' the more busitress

they bring in to yott, and the bigger the

commission cltecks Aou paA out eaclt' week,

the more nxoneA you utill be rnakirt'g'
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HOvy TO GET LEADS FOR SALESMEN
Newspaper Advertising

In this Sales Manual we are giving you
several methods for getting good, lir.e leads
for your outside retail salesmen - (l) the tele-
phone plan - (2) the handbill plan - (3) the
direct mail plan - (4) the customer plan, and
(5) newspaper advertising. On this page we
rvill discuss your newspaper advertising, and
rvhy your newspaper advertising of Philco
Balanced Unit Radio will pay you big profits
this year.

Trvo things are necessary to make neu's-
paper advertising pay, and when your ad-
vertising possesses those two features then
newspaper adr.ertising does beeome mighty
profitable. Those two neeessary things are:
first, a story to tell that the public ,is really
interested, in hearing -that demands attention;
second, the way that story is told or written.

Nor,v, then, you know the public is keenly
interested in radio, and can you imagine a
greater advertising story than Philco Bal-
anced Unit Radio-marvelous performance

-Neutrodyne-Plus or Screen Grid-two 245
power tubes -extra big, genuine Electro-
Dynamic Speaker-superbly beautiful furni-
ture-free trial-easy payments-trade-in
allowance-and finally amazingly LOW
PRICES? That's a story, isn't it? IN
FACT, IT'S EVERYTHING!

And now, the other thing that is neces-
sary to make newspaper advertising pay-
THE WAY THAT STORY IS WRITTEN
OR TOLD. The best, the most expert, ad-
vertising men obtainable have been secured
by us to write the newspeper advertisements
for our dealers-advertisements large and
small and in a wide variety. The Philco
storyis porverfullypresented in each and every
Philco advertisement for Philco dealer use.

We are furnishing you, together rvith this

Sales Manual, a big proof sheet of a variety
of newspaper advertisements. We will fur-
nish you electros and mats of these particular
advertisements FREE. Select the ones you
are interested in-the ones that seem to fit
your particular need, and order them from
us by number and we rvill send the mats and
electros to you without delay.

As we have told you often before, Philco
advertising is written to bring the business
and bring it immediately. These particular
newspaper advertisements have been tried
and tested, and we know that they will bring
you actual business a,s soon as they appear
in the newspapers.

This advertising is u'ritten not merely
l-ith the idea of educating the public and
ereating prestige, but it has been rvritten to
bring leads and inquiries and aetual sales at
once. It is known as "pulling eopy." You
rvill note that we make the public a proposi-
tion in our advertising. We tell the eustomer
how he can get a Philco Balanced Unit Radio
on Free Trial-on Easy Payments, and horv
)rou, as the dealer, will give him a liberal
trade-in allorvance for his old radio set. We
urge him to send the eoupon, or to telephone
you or to write in or to visit your store.

In other rvords, this advertising copy that
rve ask you to run over your name in your
community is advertising copy that will
bring you results and help you furnish leads
and inquiries to your salesmen.

Look over the advertising proof sheet and
older from us the mats and electros you
n'ant. If you do not have one of these proof
sheets of dealer advertisements, ask your
jobber or write us for it at once, address the
Sales Promotion Department at Philadelphia,
and merely say: "Please send me dealer
proof sheet of advertisements."

!
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THE TELEPHONE PROSPECT PLAN
Instructions for Usin$ the Telephone
to Get Splendid Sales Prospects for

Outside SellinP
You can secure dozens, yes even hun-

dreds, of Iive prospects by the use of the
telephone. A great many businesses have
been built up to big proportions by telephone
solicitation from prospeets. You ean do the
same thing and do it easily in your com-
munity.

Remember this, that although the tele-
phone has been used successfully in getting
prospects for the sale of such merchandise as

electric cleaners, electric washers and electric
refrigerators, it is far more effective, far more
successful, in radio than in any other line of
business. This is an actual fact, and we

assume that it is true because of the wide-
spread and keen interest in radio.

Some Philco dealers have as many as ten
people using the telephone constantly secur-
ing prospects for home demonstration. Quite
possibly your community and your store
rvould not justify your using more than one

or two persons for such telephone work. Read
the following instructions and then by all
means test out this telephone plan. Try it
out for at least an hour or two to prove to
yourself how splendidly it really works out.

Take the telephone yourself and call up
ten or twelve houservives, one after the other,
using the telephone conversation that we

outline in these pages, then note the results
you receive in the way of real live leads -
good salable prospects.

As you probably already knorv, the
woman of the house is a big factor today in
the buying of radio reeeiving sets. There
was a time when the man was almost the
sole purchaser, but today very ferv radio
sets are sold to the home rvithout consulta-
tion between man and wife.

Then, too, Philco furniture models are
so superbly beautiful and attractive that
they rvill have an instant appeal to the

\\ oman of the house. Henee this telephone
solicitation can very profitably be tried out
during the day by telephoning the housewife
for an appointment to call. Our advice is to
start with the houservife. You rvill also find
it profitable to use this telephone solicitation
in calling up the men folks at their office or
rvhen they are at home at night.

As we said before, many retailers employ
a number of bright young women to do this
telephoning to secure leads for salesmen. On
the other hand, many stores give the sales-
men the use of the telephone and the sales-
men secure their own leads.

The follorving rules apply to all telephone
solicitation:

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 have to ask you to repeat, who
you are and whom you represent. You gain
her confidence by your directness.

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
directness you will gain her confidence and
if she is interested, she will see you; other-
wise don't waste your time or hers-call an-
other number at once.

We suggest that your conversation go

along the following lines:
Mrs. Smith answers the telephone.
Ser,nsuex: Is this Ontario 2675?
NIns. Smrrn: Yes.
Srr,psuex: Is this Mrs. Smith spealti,ng?
Mns. Slrrrn: Yes, it is.
Ser,psuaN: Mrs. Smith, nxA na?ne is Mr.

Marshall. I am in charge of the Radio De-
partment of the Whiteside Radio Cornpany.
I called up to aslc gou what hind, what 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
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say "Yes" whether she has one or not. If
you ask her what kind, what make, of radio
she has, while she may not recall the name
of it, you will at least get the correct answer
as to whether or not she owns one. This
point is more important than you may
think.)

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

Ser,nsuex: Let me ask, Mrs. Smith, is
your radio set operated, bg batteries or does it
operate from the electric light socket?

Mns. Snarrn: Well, really, I don't know.
SAr,nsM.c.w: Does gour husband, haue to

bug batteries for it?
Mns. Surrn: Oh, yes, I remember no\y,

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

Ser,psueN: That is wlr,at I uanted to
know, Mrs. Sm.ith. Noto let me tell gou why
I calledAouup. Our Company -TheWh,iteside
Radio Company -has secured the dealer fran-
chise for the Philco All-Electri,c Balanced Unit
Rad,to. It is that maruelous new 1930 model
that is creating such a sensation. It lt"as the
most maruelous purity of tone Aou euer listened
to. It can reach out and, bring in stations,
ma,nA, manA stations, from far-away places-
stations that I don't think you haue euer euen
heard of before.

I can truly say that tlr,is Philco Radio Set
'is built in the most beautiful furniture that I
haue euer seen.

This Philco Set is strictlg All-Electric-
operating directly from the light socket just
er,actly in the same manner that one of your
table lamps is connected, to the light socket.
The Pluilco is entirely dry. No batteries, no
acids, notlting of that kinil, wh,atsoeuer. It
certainly i,s a trtil,y rnaruelons radio. Howeuer,
what I really started to tell gou,, Mrs. Sm,ith,
is that the Philco factory at Phi,ladelpltia haue
inJ'ornted trs that u)e c&n Ttlace a limited, number
of these neu, model Philco Radios on absolute
Free Trial i,n a certain selected list of homes.

Mr. Whiteside made out a list of ladies
this rnorning for me to call u,p to inform th,at
they could, haue a Free Trial of this Philco
Set in their homes without the slightest obliga-
tion to them whatsoeuer.

You are one of these lad,ies and I want uery
much to bring this Philco Radio Set out to
your home.

I want Mr. Smith, and yourself to try out
this Philco-to listen to its wonderful tone,
and its maruelous reproductiorT. You haue
neuer h"eard, anything to equal\,t, and, Mr.
Whiteside and, myself want you to test out its
uast distance range and, its hair-line selectiutty.
We particularly want you, Mrs. Smith, to see

its rich beautg as a piece of furniture. It is
superbly riclr, and, attractiue in appeara,nce, anil
we would certainly like to haue you see how
beautifully it will look in your liuing room.
You probablg know right now the eract spot
in which it ought to be placed.

lVe want you to feel perfectly free to accept
this Free Trial Offer. There are no strings to
it whatsoeaer and it does not place you under
the least obligation. (Be cordial and confident.
Talk clearly and easily.)

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

Mrs. Smith,. You will not be imposing upon
us in the least in accepting this Free Trial
Ofer. It just happens that I will be in your
neighborhood tomorrow afternoon. I am hauing
a Philco deliuered on Free Trial only a block
or two from your home, and at the sarne tim,e
I can easily bring out to you one of the beau,ti-

ful Highboy Models for you to try out. Re-
mem,ber the trial is free, and it does not obligate
you in anA manner.

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

Ser,nsuaN: Mrs. Smith, I want to assure
you again that th,is Free Trial does not obligate
you to buy. lVe are uery anrious to haue
Mr. Smitlt. and yoursel.f hear th'[s new model
Philco, I ltnow that gou both will ad,mit as
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soon 08 Aou hear it that Aou neuer dreamed

that railio reception could be so true, so clear

and so amazinglg li'felike. We are glad to giue

gou tfuis Free Trial Offer from the standpoint
of aduertising alone.

Howeuer, if gou and Mr. Smith should

decide thnt you would, lilrc to keep this Philco
Radio, bear in mind tlt'at we will make you a
uery just trade-in allowance.for your old radio
set, and, furthermore, if you like, you can pur-
ch,ase th,e Philco on uerA easy monthlA poa-

ments.

What t;ime will gou be home tomorrow

afternoon, Mrs. Smith? Will 2-50 or 3'00
o'clock be a conuenient time for me to call?

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

Sar,nsnem: I u'nderstand that perfectly,

Mrs. Smith. I feel sure, howeuer, th,at once

gou and, Mr. Smith haue seen this beautiful
rad.io and haue tried i't out for distance and

purity of tone, tlr'at you will'insist on keeping

it and trading 'in your old set, but I thoroughly

und,erstand that you are under no obligation to

d,o so. And whether you buy a Philco Radio or

none, u)e are anrious to haue you take aduantage

of this Free Trial offer.

So I witt be there between 2.30 and 3.00

o'clock and wilt not take up uerA much, of
your time. WiIl that be aII right?

N{ns. Srtrtn: Yes.

S,tr,nsnaahl: Thanh You. GoodbYe.

Variations of Conversation
If you ask NIrs. Smith the kind or make

of her radio, and she replies that she does

not orvn a radio of any kind, then your con-

versation should proeeed as follorvs:

S,upsueN: Inasmuclt as Aou do not own

a rad,io, Mrs. Smith, I KIVOTY that you will
be uery much' interested in what I am going to

tell you.

NIns. Surrs: Well, rve are not thinking
of buying a radio norv. \Ye might some time
later, but not now.

Ser,nsM.lN: That is perfectly all right,

Mrs. Smith, but f'rst let me tnll you why I
telephoned gou. It will take me only a minute.
or two and this'is not in anA uaA a selling talk.

Our C ompany - The Whitesiile Radio C om-

pany -has secured the dealer Jranch'ise for the

Phitco Alt-Electric Balanced Unit Radio. It
is that maraelous new 1930 model that is
creating such, a sensation. It has the most

maruelous purity of tone that you euer listened

to. It can reach out anil bring in stations;

rnanA, nxany stations from far-awag places-
stat'ions that many of us neuer euen heard of
before.

And besides that, this Philco Radio Sel is
buitt in the most beautiful furniture models

that I haue euer seen.

The Phitco Sel fs strictly All-Electric-
operating directly from the electric light socket

just eractly in the lanle nlanner that one of
gour table lamps is connected to the light
socket. (Continue your conversation with
Mrs. Smith just as previously instrueted
from this point on.)

Another Possible Variation
If Mrs. Smith replies that she owns an

All-Electric Radio, when you ask her what
kind or make she possesses, you start your
conversation as follows:

Sar,nsulr.l: Does your Electrad Radio
satisfy gou completely, Mrs. Snxith? Doesn't

it euer giue you ang trouble?

Mns. SurrH: No, I don't believe it gives

us much trouble. We enjoy radio very much.

Ser,nsu,q.n: There ltaae been such big

'improuements made during the last year in
All-Etectri.c Rad'ios, Mrs. Smith, and particu'
larly su,ch maruelous improuements this season,

that many people are becoming dissatisfi,ed

with, their old sets' You probably would like to
get betl,er, clearer, rnore perfect radio reception

yourself , Mrs. Smith.

Mns. Surrn: Well, we enjoy our radio

l'ery much and I am sure that lve are not
interested in buying a new one.

29
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Sar,nsuaN: That is perfectly all right,
Mrs. Smith. But f arn uery anrious to tell
you why I called Aou on the telephone. It wilt
interest Aou uerA much I a,rn slr,re, and, I am
not going to make Aou anA selling talk of any
kind in anA way. (Proceed rvith conversation
as previously instlucted.)

Try Out This Telephone plan
By all means, Mr. Dealer, do not neglect

to use this telephone plan. you rvill be
amazed. at how many very good prospects
you can get over the telephone. Try it out
yourself. Give it a good test.

Do not be satisfied with merely calling up
two or three ladies, but spend at least two
hours at the telephone. In other words,
whoever starts at the telephone have them
put in two or three hours, and when they are
through you will be amazed at the amount of
business you will have in sight.

Study the dialogue in the telephone con_
versation we have given you here. Have the
telephone operator or whoever is going to use
the plan read this telephone conversation
over several times. Have them recite it to
you. You will find that it is a big assistance
to you or any of your sales persons in mould-
ing their own conversation. The rvords will
very quickly come easily and smoothly.

All that is necessary is to talk easily,
nonchalantly and in a friendly tone of voice.
Don't hurry your conversation. Don't give
the impression from the way you talk that
you are afraid you will not be listened to.

Many housewives will have no objection
whatsoever to hearing your story. The plan
is being used with big sueeess over the entire
United St6fes, and there is no reason why it
cannot be used just as sueeessfully in your
store.

Checking Back prospects
If it happens that you employ one or two

or more bright young women to use this
telephone plan for your business to get you
prospeets, remember that it is a good plan
to have the salemsen call up the prospect
again before going out to keep the appoint_
ment. Therefore the thing to do is to instruct
the young women to make no appointments
for the day on which they telephone but to
make appointments for the follorving day or
later days.

The salesman rvho expects to make the
call should telephone the prospect before
going out with the radio set to make sure
that the lady of the house has not fogrotten
her appointment. The lady of the house does
sometimes forget that she made the ap_
pointment.

Furthermore, it is so easy to secure a
goodly number of prospects by this telephone
plan that a salesman may easily have eight
or ten appointments for a single day. There_
fore, it is well for him to get them all on the
telephone before making the call in order to
sort out the best of these prospects for his
attention, and particularly to make sure that
the lady will be home.
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THE LEAID,GETTING HANIDBILL PLAN USEID

vyITH BIG SUGGESS EYERYVyHERE
Costs But Little-Easy to CarrY Out

Here is an advertising plan to get live
leads and also store sales that you can carry
out at any time with big success-very big
success.

IT WILL COST YOU $49.50_AND NO
MORE-TO CARRY THIS PLAN OUT
IN EVERY DBTAIL. Very little trouble!
Very little time necessary ! And you should

sell, rvithout question, 10 to 15 or more Philco
Radio Sets and Speakers. Why? Because it
rvill bring you plenty of live prospects for
your retail salesmen-and actual sales in
your store-every time you try it.

Figure it out for yourself. If this plan
requires very little time, very little effort,
and is simple to handle, and you can sell even
10 Philco Radios at a total cost to you of
only $49.50, then you will admit that the
plan is just the thing you want. Ten Philco
sales at a total cost of $49.50 means that you
are paying only about $5 advertising cost
per sale. A mighty profitable venture isn't
it? It means that your profit will be about

$500 or even more, depending upon the
models you sell.

And You Can Do This At Least
Once EverY Month

If you ean spend $49.50 and make $500
and even more because of the live prospects

or leads you will get, then you certainly do
want to do it. That's a fact, isn't it?

We realize that it would be a big mistake
on our part to advise any dealer to do a
single thing in the rvay of spending money
that did not pay him liberally. We rvould
not for a moment tell you to carry out this
plan or any other plan if rve did not know
that it rvould pay you and pay you well in-
deed. It certainly is *'orth your rvhile to try
this plan ONcn to prove to yourself rvhether

or not it really lt'otks as \Ye say it does. Then
repeat it time and again.

Now Here Is the Plan
First, read the copy of the handbill repro-

duced in the Dealer's Advertising Portfolio.
The handbill is, of course, larger than this
illustration. Its actual size is 9 inches by 12

inches. You will notice that it is an inexpensive

handbill. It costs you only $3.50 per thousand.

We 'ivant you to order from us 5000 of
these handbills. This means that the entire
5000 handbills will cost you only $17.50,

AND WE WILL 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 rvord of it-and you will see that it is

a very strong and powerful piece of advertis-
ing copy. We happen to knorv for a fact that
it is a very strong piece of advertising because

we have tested it out and it has produced

the business.
Your name and your address and Your

telephone number will appear on each of
the 5000 handbills that we 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 circulars have been shipped, or
when you receive the circulars, ask four boys
in your neighborhood, tvho you knorv are

honest and reliable, to report to your store

at 8.30 o'cloek on a certain Monday morning.
In the meantime, find out whether or not it
is necessary to secure a permit for these boys

to distlibute the handbills. In some cities
local ordinances require a small 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.
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Read Our Special Ofrer on tlre

BALAN.ED,TINTT RAIDIO
VEs, this is a most remarkable offeE
I made to a selected list of persons. Come in! See and

hear the marvelous new Philco Balanced-Unit Radio that
you have heard so much about-the same radio that ybu
have seen announced in all the leading magazines. Then
select the one you want for a-

Free lDemonstration
We will install the model you selcct, right in your

own homc, on frec demorstration. Therc you can judge
for youraelf its rarc, marvelous purity of tone-itsha;-
line sclcctivity and its vast distance range-all made
pocsible by Balanced Units, a remarkable technical
advancc. And there too you can judge the marvelous
value reprcsentcd by cxquisite cabinets, finishcd in burted
walnut, bird's-eyc maple, and other costty woods.

Easy Payments
- Y,cs, easy paJments, if you decide to buy after thc
free home demonstration. You merely maie a small
paymc{rt to begin vdth and pay tl|e balance monthly.

SEE AND HEAR TIIE NEYy PHTLCO BEFORE YOU DEGIDE ON ANY RAI,IO

Neu,

Calt at Our Store
or Telephone Today

As you probably already know the demand. for this
marvelous new Philco is tremendous. Hence we can
place only a limited number on free home demonstration.
So call at our store or telephone before this special offer
ends. No obligation.

IDealer's Na,me

Egtboy Dctrurc
Rch md msFificat. Di.-
aptsdng d6n. Elec,to.Dw-
nmic SFrkd sd &oudic
Equtl;r, built iD.
Natrodyne-Plus, JaIDJ

SqeenCrid,St9S

The Etghboy
Erqui!it.ly dcsian.d. fl..aro-DFmicSpcal.r and &ou3ric
Equrliz<rs buitt in-

Neutrodyne - Plus
3149.50

Screen Gtid, $l39.SO

ScreenGid. . Cl'r9.g6

Aad hcrctr whrt yott gctr
I Supcrbly beautiful cabinct-

walnut sd bifd'srrre maDtc.

! Gcnuine Elcctro-Dynamic
Dpeater.

J Provision for two i45 IDrcr
tubes, push-pull.

4[ Rict, full, clcar tone of rcvolu_
tionary fidelity.

$ Split-hair setectivity_now
sharfEr thm *6-

6 Astonishing distancc range.

Ptllo
Cpeeher

GGnuinc.Sl.caro-
DFmic balmccd
tsddly $th tablc

e3a50

Philco table Dtodel
Screen Grr:d,967.OO

eleetrie

HANDBILLS-For Distribution in your Locality
Actual size 9 x 12 inches
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Now Then-the Third SteP

You will find that these boys ean deliver

these handbills to the homes in all of the

blocks surrounding your store at the rate of

400 to 450 daily for each boy. In other

u'ortls, each boy can slip this handbill under

the door or into the mail box of over 400

houses each daY.
This means that if vou have four boys

working for you, beginning at 8.30 Monday
morning, they will deliver 1600 handbills for
you every day. At the end of four days ar
THE Mosr every one of these 5000 handbills
rvill have been slipped under the doors or

into the mail boxes of 5000 homes in your

vieinity.
Before these boys show up at your store

to go to work delivering these handbills, you

should get the territory laid out. You can

easily decide which streets each boy is going

to work so that there rvill 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 ean throw the

rest arvay, and collect the money from you

anyway. This is a trouble that is easily

prevented. You simply give each boy a part

oi tti. circulars and start them all out' Tell
them what streets to rvork on and what

direction to go. Tell them that somebody

rvill meet them rvith your automobile several

times during the day, and will give them

more handbills and further instruet them

u,here to go. Then all you need do is to
take your car and check them up once or

trvice every day. Drive up to them suddenly

and ask them horv er''erything is going' Then

they u'ill realize that you are on the job and

ivaicliing them, and yort rvill find that the

boys rvill then very thoroughly deliver each

one of your handbills.

And Then What HaPPens?

The thing that then happens is that you
begin immediately to get telephone calls,

coupons, personal calls. In fact, you get

live prospects for your retail salesmen out-
side. Mosf important, gou get people into your
store interested, in buying the Philco Balanced
Unit Radio.

Remember! Whether Aou haue outside

salesmen or not, by all nleans use the handbi'll
plan,, the telephone plan and our newspaper

aduertising because they bring you the business

in the store as well as inquiries.
FURTHERMORE, YOU CAN CARRY

OUT THIS PLAN ON A LARGER SCAI,E
THAN 5OOO HANDBILLS. MANY DEAL-
ERS DISTRIBUTE AT LEAST lO,OOt)

EACH MONTH. THE MORE DISTRIB-
UTED THE BIGGER THE VOLUME OF
BUSINESS.

Actual Cost Fi$ures to
Operate This Plan

5000 Handbills delivered (with
your imprint) $17.50

Cost to you of four boys for deliver-
ing over period of four daYs.

Torer, Cosr
32.00

$49.50

Norn: It may not cost you $32.00 to get

the handbills delivered. You may get the boys

for $1.50 per day instead of $2.00, and fur-
thermore, they may make the entire delivery
in three days instead of four daYs.

Your profit on this operation should easily

be $500, because you should most certainly
sell 10 Philco Radios, if the handbills are

carefully distributed. We have given you a

conservative estimate of sales because rve

do not want to exaggerate in the least' but
rve knorv dealers rvho have sold 25 and 30

Philcos by simply distributing the 5000

handbills.
Furthermore, the distribution of these

handbills rvill give your business a great deal

of general advertising in youl location, and

it will also result in the immediate sale of

other merchandise. This is the simplest and
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most profitable advertising plan that we

have ever discovered for the retail dealer.
If you decide that you rvant to distribute

10,000 handbills or more, rve v-ill be very
glad to furnish them to you for only $3.50
per thousand with your imprint. Wn wrr,r,
PAY THE TRANSPORTATION CHARGES TO YOU.

Prepare Your Window
Be sure to have a good u'indorv display

all ready before starting the boys out dis-
tributing the handbills. It is a simple matter
for you to decorate your rvindorv with Philco
Radio.

An illustration of this handbill is also

shown on the Dealer Advertising Proof Sheet.

Send your order for handbills right an'ay.
When ordering handbills, rvrite your

name and address clearly; also your tele-

phone number, so that we rvill be sure to
imprint your handbills exactly the way you
want them. AIso enclose your check to
cover the cost of the handbills at the rate of
$3.50 per thousand.

Just as soon as we get your order, we will
at once go to press with your handbills and
send them on to you in 4 or 5 days, trans-
portation prepaid.

We repeat below the details that must
be given rvhen you order handbills under
our plan:
l. Name of business (for imprint purposes).
2. Address, including city and state.
3. Telephone number.
4. Number of handbills required.
5. Check for handbills should accompany

order.

I
IDIREGT MAIL-ANOTHER SURE WAY TO

GET GOOID PROSPECTS

Yes, the use of direct mail is another very
profitable form of advertising. It will bring
you the leads, the prospects and pay you
well. Many dealers find that direct mail
advertising pays them even better than news-
paper advertising, and this season the Philco
line is so exceedingly attractive in quality
and price that newspaper advertisements are
bringing business to the dealer in big volume.

Naturally the smart merchant uses every
plan, every profitable method for getting the
business. He does not overlook a single bet,
so we urge you to try out the telephone plan,

, the handbill plan, the nervspaper advertising
that we recornmend and this plan of direct
mail letters. They all pay and pay mighty
rvell -it's the \\ray to double, Yes, even

treble your volume of busineSs-and at a

big pro.fit.
First, note the illustration of the Philco

dealer letterhead and letter shorvn on page 36.

The illustration does not do this beautiful
letterhead justice. It is a most attractive

letterhead. It has character. It has force,
display value and color.

We have prepared this letterhead for
direct mail purposes for our Philco dealers.
It shows the entire line of Philco Radio -each
big Philco value from the attractive Table
Model with separate Electro-Dynamic
Speaker to the superbly beautiful Highboy
DeLuxe.

And you rvill note that liberal space is
provided at the top for the name of your
store -your business name, address and
telephone number. We rvill furnish you with
these letterheads for only $10.00 per thou-
sand and you can use them for your corre-
spondence or for any special letter you may
rvant to send out.

Next, turn to the illustration again a,nd

read the letter that is on this letterhead.
Read it carefully, because it is a letter so
prepared, so rvorded, as to bring response-
plenty of replies from interested people. This
letter has been tried out, $,e kno\\' that it



CONFIDENTIAL SELLING PLANS FON PHILCO DEALERS

I
I

is good-THAT IT BRINGS THE BUSI-
NESS. Now here is the plan.

First, we will print for you as many of
these letterheads -together with the form
letter-as you may want for only $11.25 per
thousand. For instance, if you want 3000
of them, the total cost to you is only $33.75;
postage on the package prepaid by us.

And remember, that this includes the
printing of your business name, address and
telephone at the top of the letterhead. It
also includes the letter itself -multigraphed
in imitation typeu'riting-on each and every
letterhead. They arrive ready for you to sign
and put in your own envelopes for mailing.

How to Order Letterheads
When ordering these letterheads-either'

complete with multigraphed letter or in
blank, and rvith your own name imprinted -
be sure to write your business name and
address and telephone number plainly just
as you want it to appear at the top of the
letterhead. State the number you want and
enclose your check or money order. Remem-
ber, the cost of the letterhead with your name
and address is $10.00 per thousand; with form
letter the cost is $11.25 per thousand.

Just as soon as we get your order we will
at once go to press with your letterheads, and
will send them on to you, prepaid, within
four or five days.

Preparing, for Mailing
While you are waiting the few days to

receive the finished letterheads complete
with form letter, 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 what names to
seleet. You know your own city.

While the telephone directory or the tax
assessor's list will give you a good mailing
list, probably the very best list is that of the
electric light users in your community. Those
are all prospects. Quite likely your eleetrie
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
thousand if you can get that many names,
and within a day or two you will be getting
telephone calls and personal calls from live pros-
pects for Philco Radio. It will pay you well.

Getting Leads from Customers
The satisfied customer is the best adver-

tisement any merchandise could have. This
fact should enable a shrewd salesman to un-
cover many good leads himself in addition
to the leads you furnish him.

Ordinarily, however, it is not a good plan
to begin asking your customers for leads the
moment they have signed the contraet and
have made you the first payment for their
Philco. Let them own the set for a day or
two and show it to their friends before you
begin to ask them for leads.

At this point we might suggest that after
you have sold the Philco radio to Mr. and
Mrs. Smith, after the contraet is signed and
payment made, do not be in too much of a
hurry to leave. While it is not wise to remain
at any considerable time ehatting, neverthe-
less do not leave so quickly as to give the
impression that the only thing you were
after was their money and that you do not
really have their interest at heart.

We suggest the following dialogue after
you have closed the sale:

Ser,pslrex: If you don't mind, Mr.
Sm'ith, I am going to call Aou or Mrs. Smith
on the telephone ,in a day or two to hear about
the stations you haue brought in on the Philco.
Frankly, I use a great mang of my customers
as reference, and we always like to hear of the
splendid perlormance of each Philco. It giaes

us lots of satisJaction. I presume gou don't
mind, if I call Aou up shortly?

rt
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(.tn < is the priccof the HighboyYL\JJ de Luxe,with Neutrodyne-
Plus chassis, genuine Electro-
Dynmic speaker and Acoustic
Equalizers, cabinet of burled walout
overlaid with c6tly imported woods.
Price, with Screcn Grid chassis, $195

$ 1 4 9 5 o $i,i"J,l'f; " *'.1T.**:
Plus chassis, genuine Electro-Dy-
oamic speaker, and Acoustic
Equalizers, cabinet of matched
Oriental and butt walnut. with bird's-
eye maple panel. Price, with Screen
Grid chassis, $139.50.

Dealef's Name

Address Here

SPECIAL PHILCO
RADIO OFFER:

The wonderful new Phllco Balanced Unit
beautiful furniture--has just arrived at our
this first allotnent is gone, we want you to
ON FREE TRIAL.

Radio--in superbly
store and, before
have one in your home

$ I 2 g 50 1"";:"Jlii'f:"'*:&"":.
Plus chassis, genuinc Electro-Dy-
namic speaker, and Acoustic
Equalizers,cabinet of Oriental walnut
and bird's-eye naple, open face style.
Price, with Screen Grid chassis,
$ 1 r9.50.

*Zt is the pricc of the tablc modelYV f Philco Scrcen Grid receivcr.
Balanced Philco Elcctro-Dynanic
speaker, $32.50. This is without
quGtion thc fincst radio combination
cver priced under $100.

By special arrangenents with the Factory, we are able to
nake this special Free Trial Offer to a Limited number of persons,
including yourself. This offer does not place you under the least
obligation. You can feel perfectly free to ask for it.

We want you and your fanily and your friends to hear the
truly narvelous tone of this splendid instrument; to note the ex-
quisite design and the rich appearance of the furniture; to try
out its hair-Iine selectivity and vast distance range. You should
certainly SEE and HEAR the Philco before you even think of buying
any radio. And now you can do this on Free Trial.

And then, if you are convinced that it is everything that
you desire in radio, you may keep it and pay for it in very easy
monthly paynents. And remember this, while the Philco Looks
expensive and performs phenomenally, it actually costs surpris-
ingly littIe.

Our first shipment arrived yesterday and we are nailing 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 fur-
ther details over the phone.

Better still, call at our store at your first opportunity--
the sooner the better. Then you can see all of these beautiful
Philco nodels on display and pick the one you want for Free Trial.
Awaiting your early telephone or personal call, we remain,

Very truly yours,

See pa!,es 34 and 35 about this two-color letterhead. Price per thousand, with your name and
address, $10.00; with name, address and letter, $f 1.25.

R EGISTERED DEALER FOR

ALL- ELECTRIC BALANCED-UNIT RADIO

ffi
@
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Mn. Surrn: No indeed. In fact, I will
be glad to hear from you.

Sar,nsueN: I{ow, if there is anything that
you do not understand thoroughly at any time,
Mr. Smith, do not hesttate to call me up and
I will attend to the matter without delay.
Here's my card. It has mA narne and, telephone
number and I want you to feel at liberty to call
me at ang time.

NIn. All right.

Thank you. Good night.Ser,psnrex:

Norv going back to the question of getting
leads from customers, u,e suggest that you
rvait about two days after the sale. Then
make it a point to call on Mrs. Smith in the
afternoon to inquire horv the Philco is oper-
ating. Tell her you just happened to be in
the neighborhood and dropped in for a
moment to make sure that it rvas giving its
usual great satisfaction.

Merely ask Mrs. Srnith if any of her
friends or neighbors have been in to hear the
Philco. She will undoubtedly reply that they
have. Then you ean ask her if she will
kindly give you the names of some of her
friends or neighbors u'ho might be interested
in getting a Free Trial on the Philco.

Mrs. Smith rvill probably reply: "Why,
].es. I'he Whites, right aeross the street,
have an old radio that is not very satisfactory.
They might be interested -I am not certain."
And then the salesman has another lead.

At this point you can tell Mrs. Smith
that you will be very glad to pay her the
sum of $2 or $3 for every lead that she gives

1-ou that develops into a sale. You lvill be
surprised how this offer will spur Mrs. Smith
on to get you a number of leads. She will
invite her neighbors and friends in to hear the
Philco. She rvill become a great Philco
booster, and then if you telephone her every
few days, you will find that she rvill always
have two or three leads ready for you.

And then, just as soon as you sell one of
these leads, be r.ery prompt in paying Mrs.

Smith her $3. The salesman will then gain
an enthusiastic friend and booster. Good
leads will flow in from his customers.

Assuming that Mrs. Smith gave you the
name of a Mrs. White, when calling upon
Mrs. White, it is well to casually mention
the fact that the Smith's have just bought a
new Philco Balanced Unit Radio and are
mighty well pleased with it. Right then
Mrs. White rvill show a degree of interest
that will surprise you, for she and her
neighbors, too, are eager to keep up with
the Smiths.

Properly handled, a lead like this can
easily be developed into another sale. A
good salesman can work up an endless chain
of new prospects-friends of his customers-
the best prospects he could possibly have to
work on.

Letter of Thanks
The Philco dealer should write a letter of

thanks to the new customer rvithin 24 hours
after the sale is made. A courteous letter of
this kind from the owner of the store to the
Philco eustomer builds up a strong good will
and means more future sales. A letter similar
to this:

Mrs. John Smith,
268 East 8th Street,
Holland, Mich.

Dear Mrs. Smith:
Our Mr. Marshall has just called my

attention to the fact that you have pur-
chased from us a new model Philco HiShboy
All-Electric Radio. I know that you will
be immensely pleased with this marvelous
balanced unit radio, and I wish to express
to you rny appreciation of your business

We want you to feel at perfect liberty ai
any time to telephone or to write for any
little service that we may be able to render
you.

Thanking you again, I remain,

Very truly yours,
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THE RETAIL S^{T.LES TALK
In the following pages in complete dia-

logue form is the actual selling talk that the
retail salesman should use when he calls on
the prospect. We have assumed that the
prospect is one with whom a telephone ap-
pointment has been made. The prospect
may have been secured by means of news-
paper advertising, the handbill plan, the
telephone plan or direct mail. We are as-
suming, however, that an appointment to
call has been made by the salesman and the
eonversation is carried out accordingly.

First, we reeommend that a Philco
Neutrodyne-Plus furniture model be de-
livered on Free Trial. We make this recom-
mendation not only because the new Philco
Neutrodyne-Plus is the greatest radio ever
built, but also because a splendid demonstra-
tion ean be made without an aerial. And
frequently you rvill not find an aerial in the
home.

We understand, of course, that the Philco
Table N{odel in combination rvith the Philco
Electro-Dynamie Speaker is going to be a
very big seller-because of its splendid per-
formanee and very attractive price-and it
also can easily be delivered by one man-the
salesman -in his automobile. When you
know that the prospect has an aerial in the
home, and you knorv positively the Table
Model is the only one they are interested in
because of price, then it is probably best to
take out the Table Model.

But remember this, the public trend is
strongly toward furniture. A great many
people who might first seem to be table
model prospects bee:ruse of price will switch
to the Philco furniture models lghen they see
them and learn how very little they cost.
Also it is good salesmanship to sell the higher
price merchandise. It means bigger com-
missions for the salesman and bigger profits
for the dealer.

So again, we say deliver a Philco Neutro-
dyne-Plus furniture model. You then require
no aerial for a splendid demonstration, and

YOU ARE MEETING THE PUBLIC
TREND.

Finally we advise-strongly advise-you
to take out the HIGHBOY NEUTRO-
DYNE-PLUS MODEL. We reeommend the
Highboy model because no one objects to
doors and thousands of housewives INSIST
on doors. The Highboy Model is not the
lowest priced Philco furniture model, but it
is so reasonably priced that it is well within
the reach of the a\rerage pocketbook.

Remember, that it is easier to start rvith
the Highboy model and come dorvn if neces-
sary to the Lowboy model than to start rvith
the lorv-priced Lor,r'boy and work up. The
middle ground is the best, so we say take
out the Philco Highboy Neutrodyne-Plus.
In this connection, horvever, it is only fair
for us to tell you that many salesmen rvill
take out the Philco Neutrodyne-Plus High-
boy Deluxe Model and invariably sell it.
All Philco models are priced so attractively
this season that it is easy to sell the Highboy
Deluxe to most good prospects.

Be Ready Before Calling
Two men-the salesman and a helper or

junior salesman -can easily deliver the Philco
Highboy Model, but before starting out be
sure that you have tested the tubes and be
sure all necessary connections have been
properly made. Have the radio in perfect
shape for immediate light soeket connection.

And another thing-do not call on the
prospective customer except during "live"
radio hours. Don't fi,nd yourself ready to
demonstrate the Philco only to f,nd, nothing on
the air. When you confirm by telephone your
appointment with the prospect, see to it that
some good radio music is on the air at that
hour. The public wants music -not speeches.
And also make sure to knorv at just exactly
what point on the dial you can get the
musical program that you want. Don't
'(fish" while trying to sell.

:18
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Pointers for Dealers' Salesmen
Learning from Experience

Your present salesmen may not need

these rvords of advice-these follorving ten
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 nou' and then -to search for selling
faults and correct them. Be sure to have
your men read and think about these ten
points; then have them read, study and
practice the dialogue selling talk that follows:

1. Be sure that you know the prospect's
name, how it is pronounced and how it is
spelled. Merely ask the prospect. They will
not refuse to tell you. In fact, they rvill
appreciate your interest.

2. Always be on time for appointments.
People appreciate promptness, and then, too,
you do not want to give a prospect your
tardiness as an excuse for not listening to
your story.

3. Do not be in a hurry. Take plenty of
time and cover each sales point thoroughly
as you go along.

4. Smile! Be courteous! Never argue
with a prospect and never become irritated.
Talk in a pleasant, agreeable conversational
manner.

5. Give the prospect a chanee to talk.
A salesman is supposed to sell and in order
to sell he must, of eourse, do some talking,
but do not try to do all of it.

Very often the only way to judge the
progress you are making is to allow the pros-
pect to make comments. Frequently the
prospect sells himself. Let the prospect talk
because he may be n'anting to sell himself,
and all that may be necessary for you to do
is to be ready u'ith the eontract form and
the pencil.

It is also a fact that if you let the prospect
talk he or she is very apt to indicate to you
what it is they do like in particular about
the Philco. They may show you the way
to sell them.

6. Do not let the prospect rvander too
far from the subject-tactfully bring them
back to it.

7. It is a very good plan to deal with
every objection as soon as it is brought up.
And again we say do not let these objections
annoy you.

8. If a competing make of radio is men-
tioned by the prospect, tell them briefly,
clearly and frankly why 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 neeessary or wise to dodge such
an issue.

9. Give polite consideration to the pros-
pect's own view. Do not for a moment say
anything to belittle their judgment.

10. Alu'ays assume that the prospect rvill
certainly buy. Have no doubt about the
matter. Be confident on that score and it
will go far in helping you make the sale.

Sales Experts Know the Value of a
Standardized Sales Talk

The many outstanding features of the
Philco and the amount of interesting infor-
mation that is available about this Balanced
Unit Radio is so great that it cannot be
learned in a short period of time. Naturally
all of the reasons why a person should own
the Philco Balanced Unit Radio cannot
be given to any one prospective customer.
Furthermore, it is not necessary ever to
attempt to do so.

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

Many salesmen are under the impression
that they can get along very successfully
without any organized plan of selling; that
they can rise on the spur of the moment to
any emergency in selling. However, it is
generally admitted by the most successful
salesmen and expert sales organizers that a
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thoroughly planned and well-organized sell-
ing talk or presentation will sell the prospect
in less time and with less effort than rvill
any hit-or-miss message.

We understand, of course, that the sales-
man u'ill more or less modify a standardized
selling talk as conditions may require, put-
ting into it his o\vn personality, his orvn
experience, observation and enthusiasm. He
will talk easily and naturally.

Now for the Actual Selling
The deliver')' truck parks before the house.

The helper or junior salesman remains on
the truck. The salesman rvalks to the door
briskly and confidently. Why not? He has
an appointment and Mrs. Smith-keenly in-
terested in radio -has undoubtedly been
rvaiting for him.

He rings the bell and then steps back
from the door, fully at ease, and *'aits for
her to ans\yer. The door opens. N{rs. Smith
looks pleasant ancl agreeable.

SelnsueN: Good alternoon, Mrs. Smtth.
I presume lhis rs Mrs. Snith?

NIns. Sltrrn: Yes, it is.
Ser,psueN: I arn Mr. Marshall, of the

Whiteside Radio Company. You probably re-
member my ntal;in,g this appointment witlt you
this afternoon for your Free Trial of the Phi,lco
Balanced Unit Rodio.

Mns. Surrn: Yes, I lemember. \\ron't
you eome in?

S,q.r,nsuex : I'll be glad to. I h,aue ,your

Philco right here and I utill bri,ng it in. I uas
able to get a Philco Highbog Model for you.
It is a big seller and in big demand, and it
looked J'or a while as tltough, I cottld not get
you this Highboy. Eueryone seemed to utant
one. I'll bring it right in. It won't take a
moment.

Mns. Snrrn: But you understand we
have not been thinking of buying a radio.

Ser,rsueN: I u,nderstand tlmt perfectly.
This is a Free Trial, O{fer th,at ue are ntaking
you, and Aou are not under the least obligation,
but I thinlt when Mr. Smith sees it and tries
it out, he uill not part uith it. In any euent

we uant you to haue this Free Trial. We u'an[,
you to know how the Philco performs.

Ser,nsueN (Continuing): While we ore
bringing 'in the Philco, Mrs. Smith, will you,
please decide just where in, gour liuing roortr.
you would like to haue it placed? You knou
where it will show up to tlze best aduantage.

(This point is important. Let Mrs. Smith
pick the spot for the Philco. She takes pride
in arranging her home. She rvill rvant to
keep the Philco rvhere she places it-rvhere
it adds to the beauty of the room. It is a
good plan to have an extension eord rvith you
so that you do not need to change the posi-
tion of the Philco beeause of the location of
the electric light socket.)

Mns. Surrn: Yes, I r-ill.
The salesman and his helper then bring

in the beautiful Philco Highboy Model, car-
rying it carefully so as not to bump or rnal'
or seratch the radio or the tyalls or the
furniture.

Before proceeding l.ith this dialogue sell-
ing talk a pointer or trvo are in order at this
stage of the proceedings.

Immediately upon placing the Philco in
the spot selected by NIrs. Smith, put her trt
ease, let her relax and be comfortable by
offering her a seat rvhere she can watch r.ou
make your demonstration.

Place the Philco carefully and correctl5'
just as she rvould like a piece of her furniture
placed. Using a soft cloth rvipe the cabinet
off thoroughly but tluicklv so that it shol-s
up to the best advantage.

This selling talk to \Irs. Smith will be
leasonably brief beeause after all your big
job u'ill probably be selling NIr. Smitli u'hen
you return in the et'ening. 'l'here are certlirr
fea,tures of the Philco that Mrs. Smith must
be sure to remember s'hen her husbnnd comes
home. Therefore, the salesman should not
talk at too great length on technicalities nol
explain minor featules at too great length.

If the Smith home has an aerial by all
lneans take advantage of it. Although you
n'ill not try for distance in the afternoorr,
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nevertheless, an aerial helps you make a
better demonstration. You will also want the
aerial conneeted for the benefit of Mr. Smith
when he comes home in the evening.

We said this selling talk to Mrs. Smith
rvould be reasonably brief because it is quite
likely it will be necessary to sell Mr. Smith.
However, if you find you can close the sale
with Mrs. Smith by all means do so, ne\:er
putting off getting a contract signed and
first payment when it is possible to make it.

So Now Let Us Proceed
Ser,nsuex: Isn't it a beautg, Mrs. Smith'?

(Stepping back and looking at the Highboy
proudly.)

Mns. Surrn: Yes, it is-very attractive.
S.c.LnsN{eN: You haue picked eractly the

right place Jorit, Mrs. Smith. You haae this
room uery well arranged, and this beautiful
Hi,ghboy giues it just the right balance-the

finishing touch. EuerU proportion-the height,

width and, depth is just right, 'isn't it?
Mns. Srurrn: I think it looks fine.

Ser,nsueN: I want you to notice th'ese

artistic half doors, Mrs. Smith. (Have the
doors closed.) When closed like this you get

the beautiful efect of this fi,ne Oriental Walnut
sntoothly and, superbly ftn'islrcd and, blending
perfectly with these erqui,site butt walnut
panels. Albert Carl Mowitz designed this
cabinet, Mrs. Smith, and he is one of the most

famous furniture designers in America. He
gaue it these graceful lines, and the perfect

match'ing of the fi,nished woods.

But it is the erpert craftsmanship in fi.nish''
ing, Mrs. Smith, that giues it that rich and
h,andsome appearance. Cabinet making is
reallg an art. It is a craft that is handed down

from father to son, and, in the Philco furniture
Jactory man?l of the uery best cabinet makers
in America are doing the fi,nish,ing work on
these Philco cabinets. Just Ttass gour hand
ouer tlds surface. You can tell by the feel th'at

this is f,ne workmanship.
Mns. Surrn: I like it very much.
Ser,nsueN: And, now, Mrs. Smith, Iook

at it uith the doors open. (Opens the doors.)
You understand you keep the doors open when
the set is in operation. I particularly want you

to note how attractiue it is with the doors open.

That is important because your Philco will be

in use a great deal of time. Many radio
manufacturers seen't, to haue ouerlooked that fact,
and their cabinets are not attract'iue u;h,en th'e

doors are open.

You will not;ice u)e use these sh,opely haIJ

doors instead of full doors; not only because

they are much neater in appearance, but be-

cause they fold back gracefully against tlte

ualnut panels instead of sticking out on the

sides of the cabinet. You may haue noticed that
open full doors on cabinets sticl; ou,t like
elephant ears.

NIns. Smrtu (smiling): Yes, I can see

rvhere the half doors are much better.

S,tr,rsiuerv: And ouer the speaker opening
you haue this beautiful tapestry -the uerA latest
in the tiner grades of radio cabinets. You
uould" be surprised to know, Mrs. Sm,ith, th'at

some radio manufacturers merely put a plain
uooden grill ouer the speaker opening. We use

only artistically designed tapestry. And this
inside panel is f,ne b'ird's-eye maple. So Eour
Philco rad'io not only looks beautiful uhen the

doors are closed, but just as handsome when the

doors are open. It looks greut either way,
doesn't it?

Mns. Surrn: Yes, it does.

S,rr,nsM,lN: And now, Mrs. Stnith, yott'

utill be glad to know th,at the Philco is all-electric

-strictly all-electric. That means no batteries

-no acids-no liquids-nothing of th'at kind
u,ho.tsoeuer. It operates directly from gou,r

electric light soclcet just as simply as a .fl'oor

lamp or table lamp.

S.rr,nsueN: (Continuing and urtrvinding
the cord.) This is all there is to it. Merelg
plug it in the light socket like th'is and Jorget it.
Any time you want to you can lnoue'it to any
other light socltet just as you wou,ld m,oue a

lamp. S'imple, isn't'it?
Mns. Surrn: It certainly is.

L
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Ser,nsuex: And the Philco is just as easA
to operate. Just nothing to it at all. If you
will please step ouer here, Mrs. Smith, I will
shou you how to turn.it on. (Salesman pushes
the switch. Philco lights up.) You see you
merely press this switch and the dial lights up.
You press the other uag to turn it ofr and the
l'ight goes out. Try it! (Salesman has Mrs.
Smith turn the Philco on and off trvo or
three times.) Simple, isn't it?

Mns. SrvrrrH: Very simple.
Ser,nsuex: And now we will haue some

music. I don't know what is on tlrc a,ir, Mrs.
Smith, but I would like to bring in some in-
strumental rnusic so that Aou can hear the
maruelous tone range of the Philco -the
splendid way in which i,t brings in alt the hi,gh
notes and all the low notes in perfect balance
and proportion. Euen our competitors admit
that Philco has the fi.nest, Tturest tone.

I see that gou hate a piano and euidently
know something about music. You will under-
stand and appreciate Philco performance.
First you push the switch to htrn the Philco on,
and then. you merely turn this one dial slowly
until you get the broadcasting station that you
want. (Salesman turns dial confidently to
the station he has planned to get. Make sure
beforehand that the station is on the air.
Don't "fish.")

Ser,nsueN: There we haue it-good music,
too. When you bring in a station like this,
Mrs. Smith, you get just the uolume gou want
by turning th'is uolume control. You wi,ll notice
when you turn it to the right the aolume in-
creases. You can get a tremendous uolume i,f
you want it. (Salesman turns volume up for
an instant.) And then, Mrs. Smith, by merely
turning the control to the left the aolume is cut
down to just the right degree. I guess we haue
it about right now for this room. (Salesman
now has Mrs. Smith sit down to enjov the
music.)

Sar,nsuew: Isn't that simplicity of opera-
tion, Mrs. Smi,th? (When the salesman makes
a comment rvith set in operation, he should
reduce volume while talking. Do not mix
talk and music.)

Mns. SurrH: I never had any idea a
radio could be operated so easily.

Ser,psnreN (Now seating himself): Whi.Ie
this orchestra is playing, Mrs. Smith, I want
to po'int out just one or two Philco tone features.
I am not going to intercupt this music uerA
much because it'is 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,nsna;.N : We will listerr, for the low notes
of the bass uiol and the drums. Some radios do
not bring them in at all-others greatly ouer-
emphasize them so that it sounds like shouting
in a rain, barrel. Those radios do not oet the
high notes of the fl.u,te at all. Philco brinos in
euery note in perfect balance. Just listen.

As the musicians play and the bass drum
notes sound, the salesman, raising a finger
says, Hear the d,rums? ,\nd rvhen high flute
notes float in he merely says, Listen to those
high notes-the flutes. Perfect reception, that.
The salesman quietly calls the prospect's at-
tention to the high and low notes several
times.

Ser,nslraN: The announcer will mahe his
annou,ncenr,ent i,n a moment, Mrs. Smith. Then
you will hear how clearly euery syllable floats
through the Philco. You can almost hear him
breathe. Listen - clear as a bell, isn' t it?

Mns. Surru: Wonderful!
Now the salesman turns off the radio.

One selection is generally enough to prove
the superiority of Philco reception. Do not
let matters drag at this point, do not try for
distance during the afternoon.

Se.r,psntax (Continuing): As you know,
Mrs. Smith, the station we haue just listened
to 'is a nearby station, but you are goi,ng to be

amazed at the distance range of your Philco.
Ni,ght after night Aou are going to bring in
stations thousands of miles awaA. I can show
gou hundreds of letters from Philco owners in
the Uni,ted States, who haue brought in stations
in Cuba, Canada, Merico, Hawaii, Japan and,

12
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Australia. Many Philco owners haue actually
logged, more than 300 stations. Philco is

famous the worlil ouer for its selectiuity, dis-
tance range, and, superb purity and clarity of
tone. Didn't gou think it was wonderful?

Mns. Surtn: I eertainly did.
Ser,osuew: Now I want to tell you in just

a few words wlry the Philco has this remarkablg
pure and balanced tone. Naturally you want
to ltnow. First I'il ailmit that this particular
set is maruelously well sgnchronized,. It's like
buying an automobile. Euery now and then

sonxe person happens to get a perfect car, one

tlnt neuer needs euen the slightest adjustment.
This i,s that kinil of a radio, but there is a

reason why euery Philco made has rare puri'tg
and balance of tone.

The reason is this-At the Philco factory
euery unit, euery part in the instrument, is
scienti,fi.cally balanced and synchronized before

it leaues the plant-one part with another with
an exactness neuer before possible in manu-

facture. That is why Philco is known euerA-

where as the Balanced Unit Radio-that is
what giues it such perfection of tone.

Mns. Surrn: I see.

Ser,nsnax: Yes, that is tlte secret plus one

thing more-the genuine Electro'Dynamic
Speaker. This Philco, Mrs. Smith, contuins
the big size genuine Electro-Dynamic Spealter.
You will notice that the back of the Philco is
Ieft open to insure absolute claritg of tone-to
giue full, clear, unsmothered range to tlvis mar-
uelous speaker. That is also the reason for
these attractiue acoust;i'c equalizers on the sides

of the Philco. They are not only ornamentatiue

but preuent the slightest st;ifing or smothering

of sound. The Pltilco engineers perfected the

DEnamic Speaker, and each and euery Pluilco

Electro-Dynamic Speaker is balanced and
matched perfectly witlt' euery set in each and
euery cabinet. That is whE all th,e sparkle and,

brilliance of the original music or h'uman uoice

are reproduced in your h'ome so perfectly.

And Now -Closing the Sale
Getting the name on the dotted line is

the important thing. There are many sales-

men who can deliver a good selling talk but
seem to lack the ability to close the sale.
They lack that extra initiative the good
salesman displays when he hands the pencil
to the prospects and shows them where to
sign.

Customers expect to be sold. They expect
at the right moment to be asked to buy, but
there are salesmen who give a good selling
talk and then actually wait for the customer
to say "I'll take it."

The prospective customers expect the
salesman to handle the sale-not themselves.
Even though they decide to purchase, they
want to be asked to buy-and even urged.

Therefore, remember this: After Mrs.
Smith has received a complete and thorough
selling talk, and after she has listened at-
tentively and with interest, then proceed to
close the sale.

Here is where the average man falls down
as a salesman. Teach every man to close.
Be sure he rehearses the following out loud
before he starts out.

We suggest the following as a typical
closing talk.

Sar,nsuen: Now, Mrs, Smith, frankly,
did you euer hear or see a fi,ner radio set?

Mns. Surrn: It certainly is a very fine
radio.

Ser,rsuaN: You cannot be blamed in the

least if the Pluilco malces you dissatisfi'ed' with
Aour present radio. Tens of thousands of
people are d;iscarding their old railio set in order
to get this Aig Philco improuement in radio.

Mns. Surru: I can imagine that you are

selling a lot of them.

Ser,nsnex: And, Mrs. Smith, aou can

buy this splendid Philco Rad,io at a price no
greater than the cost of an ordinary radio. This
beautiful furniture moilel which loohs so at-
tractiue in th.is room costs only 8169.00. And
remember tlr,at this is the complete cost. It
includes the Speaker, the tubes, euerything. And
only 8169.00-just as ltou see it!

Mns. Sntrtrr: I hardly think that we can

afford to-
43
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SelpsueN: I am also going to make you a
liberal alloutance for your old rad'io set, Mrs.
Smith. I am not only going to mahe Uou a
trade-in allowance for th,e set 'itself , but I anr
also going to make Aou a'n allowance for the
batteries and also for your old speaker. Of
coltrse, there'ts not much of a market nowadays

for these obsolete radio sets, but the Philco
Jactory established, a national policy to gire
owners of old radio sets just as l'iberal an allou,-
ance a,s could possibly be aforded.

Mns. SnrrH: Of course, if rve bought the
Philco set s'e would not have any use for.
this one.

SAr,psM-q.r,r: Certainlg yolt won't, and we

will allou you ,815 for this old radio set and
the batteries, plus an additional S5 for your
old speaker. This means that we uill allou
Aou a total oJ ,820. Subtracting 820 from
8169.00, Aour new Philco Radio complete in
euerA waA, will cost you only 8149.00. And
Jurtherrrbre, Aou can buy it on uery easA pay-
ment terms at hardly any additional cost.

Norn: The salesman rvill have a contraet
of sale rvith him. This contract is to be signed
by N{rs. Smith and also by the salesman as
representing the store. iVlrs. Smith will re-
tain a copy, and the sa,lesman rvill take the
other copies back to the store with him. WE
WILL NOW EXPLAIN HOW A SIIC'-
CESSFUL SALESN{AN USES HIS CON-
TRACT TO HEI,P HIM CLOSE SALES.

Signing the Contract
The next step is for the salesman to trlke

the pad of contracts in his hand, and u'ith :r

pencil he should start filling in the contract
as though he rssurnes that the sale is m:rde.
As he fills in the contract he should keep up
a running ditlogue rvith N4rs. Smith, asking
her questions that inevitably bring the nn-
swel' ('Yes."

For instance, in the average retail corr-
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 allorvance, the dou'n payment, and
the amount to be paid etrch month. You ean

see that while the salesman is filling in these
facts he has an opportunity to ask a number
of questions to maintain interest. We will
now proceed with an example of this dialogue.

Ser,nsueN: (As he fills in the date and the
name of the store.) The Philco is surely a
beautiful set to look at, don't you think so,
Mrs. Smith?

Mns. Surrn: Yes, it is a very pretty radio.
Ser,nsuau: And don't you think that the

tone is wonderful, Mrs. Smith? (Filling in the
type and model of set.)

-NIns. Snarrn: Yes, it has a very beautiful
tone.

S,rlnsueN: (As he fills in the trade-in
allowance and the retail price.) And you fi.nd
it uery easy to operate don't you, Mrs. Smith!

Mns. Surrn: Yes, I do.
Ser,nsnrex: Do you want to pay cash, Mrs.

Smith, or would you like to buy the Philco on
the Easy Payment plan?

Mns. Surrrr: Why, I think I u'ould rather
purchase on the Easy Payment Plan.

S,l.r,nsnaeN: How much do yott want to pay
down, Mrs. Smith? About $40 or ,850?

N{ns. Snarrn: Well, I hardly think -
Ser,osrrr,rlv : Just how trtuch do you thinl;

yotr, would lilce to pay down, Mrs. Smithl
NIns. Surrn: Well, I might pay-
S,rr,osuax: 825? That's perfectly all

right, Mrs. Smith. (Filling in the dorvn pay-
ment and the amount to be paid each month
thereafter.)

The salesman then signs his name to the
contract and hands the Sales Contract to
NIrs. Smith, with the pencil, saying: This
is your receipt for the Jirst pagment, Mrs.
Sntitlt,. Simply sign your name here.

The sale can norv be consider.ed closecl
and by this time Mrs. Smith has quite likell'
made her first payment to the salesman.

Again \ve say that very frequently you
u'ill find that the houservife does not have
the authority to purchase items such as radio
sets and so forth; therefore the salesman must
intervierv the husband befole he cen hope
to rnake the sale.
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Preparing for Return in the Evenin$

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 lVlrs. Smith how
easily she can operate it, then the conversa-
tion should proceed about as follows:

Ser,nsueu: Mrs. Smith, I want to ask you

haue you euer seen a more attractiue radio set

from the standpoirtt of cabinet des'ign and
superb fi.nislt?

Mns. Surrn: I don't believe I ever have.

Ser,nsueN: It surely looks mighty well in
your home. It looks as though it had been

built for this parttcular room. And don't you

thinlt that the tone is beautiful?

Mns. Surru: Yes, it certainly has a
fine tone.

Ser,nslreN: And don't you Jind it uerY

easy to operate and tune in?

N{ns. Surrn: Yes. I did not have the
least trouble with it.

Se.r,nsnaeN: Iv-ou', u,hen Mr. Smith co?nes

home you tell htrn that I will be back this
eren'ivrO to talk to him about the set, and tell
him, about the trade-in allowance I will giue

hirn for his old set; a'nd h,ow he can purchase

a Philco on uerA easy terrns if he desires. You
tell him to go right ahead u,s'tng the Philco
beJore I get here because he cannot possibly do

it any harm.

You can shou hirn iu,st how to start the set

and how to tune it tn because Aou u,nderstand
perfectly just how to operate 'it. Be sure to
show lr,im just how this rclutne control operates.

If you will please get nte a piece oJ paper,
I uill write out the particular things that I
u:ant to call to Mrs. Snith's atten,tion. I would
like to haue hirn looA: the Philco ouer und trA
it out before I get here.

Important !

The salesman should then tvrite a short
uote to NIr. Smith telling him rvhy he finds
this superb Philco Highboy in the living

room upon his return home' In the note the

salesman should tell NIr. Smith that the
Philco is all ready to operate. He should

urge him to tune in the Philco, try it out in
every way and see for himself how selective

it is, how easily it brings in the distance, and

what 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

write this note for her to give Mr. Smith,
regarding the oustanding features of the set,

and telling Mr. Smith that he will recognize

these just as soon as he tries the set out.

Be sure to urge Mr. 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 similal to the

following be left for Mr. Smith:

Dear Mr. Smith:
By special arrangernents with the Philco

factory, we are putting a few Phllco Radio
Sets on Free Trial in a selected list of homes.
That is the reason why you find this marvel-
ous new Philco Radio Set all connected up
in your home tonight. We are very anrious
for you to try the set out' and this trial does

not place you under the slightest obligation'

I have explained the operation of the set
to Mrs. Smith and she can operate it per-
fectly. I know you will understand the
operation instantly. I would very much
appreciate your looking the set over care-
fully before I return this evenin!,; I would
also like to have you tune it in and test it
out thorou$hly. Try it out as soon as you
have finished dinner or durin!' dinner if
you like.

Please notice the attractive design'
beautiful appearance and finished work-
rnanship; also its marvelous selectivity and
vast distance range; also its superb tonal
qualities.

We want you to feel perfectly free to try
it out because we want You to see how
splendidly it performs.

VerY trulY Yours'
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Then, too, very frequently a man is not
mueh impressed with his wife's reeommenda-
tions on merchandise. He is often of the
opinion that she is too easily sold, and op-
poses the purchase for fear of eneouraging
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.

Notp: Mr. Smith will undoubtedly try
the Philco not only because of your invita-
tion, but because of his own curiosity. And
if he does, it will be a mighty big help to
you. He rvill compare it with his orvn set.
Nothing could suit you better. He will see
if the Philco can do certain things his own
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 elose a sale. However, be
sure to make your demonstration effective
but brief, as we have explained before. You
will frequently find that Mr. Smith has al-
ready made his own demonstration by the
time you get there, and he is not only thor-
oughly satisfied rvith the Philco but im-
mensely delighted with it. When you find
upon arriving that Mr. Smith has already
diseovered 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 want to know, and you can then
proceed to close the sale.

Important! When demonstrating the
Philco set to a prospect, always seek stations
with the volume control turned down. 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.
Henee, 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 rvith the
volume control turned down, and rvhen 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. Many a sale will be very easy.
For instance, it is often mere routine to sell
prospects who have telephoned your store
or written you asking for information. You
will get such inquiries from us from your
newspaper advertising, your direct mail and
also handbill distribution. It would do you
no good for us to outline to you an easy sale;
what you want to know is how to close
difficult ones.

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.
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THE SELLING TALK TO MR. SMITH
In t'eturning to sell Mr. Smith stand at

the door just a moment to hear if the Philco
is in operation. The chances are you will
find it tuned in on some program' If it is,

then introduce yourself briefly, as previously
explained, walk directly to the Philco, and
stooping do$'n, look at the dial.

Srlosnren: I see Aou are tuned 'itt orr

statton, " LXt'," Mr. Smith. (With this re-
mark make any slight adjustment of control
knob or dial to secure better reception if
neeessar5'.) It's certainly coming 'tn nicely,
isn't itJ

nln. Surrs: Yes, it is.

Norr: If the station being brought in is
a distant statiotr, then proceed as follorvs:

S.rr,BsnraN: That's pretty fair distance,

Mr. Smtth, but nothing com,pared to the dis-
tance that you're going to bring in dttring the

nights to corne. I can safely sag that you will
get pleasant surprises on d'istan'ce euery night
in the year. There neuer has been a radio,
built, XIr. Smith, u:ith lzr.ch maruelous selec-

tiuity and uast distance range as the Philco
Neutrodyne-Plus. (Then casually.) EuerA-

bodg admits it has the finest tone.

If you haue the ttnrc, Mr. Smith, start a

log of the stations you bring 'in. Merely pttt
down the call letters and the dial number. If
you, don't, your friends won't belieue your
stories abou,t distance and selectiuity.

Norn: At this point be ready to tell Mr.
Smith briefly several local cases of Philco's
marvelous performauce. What distance this
or that person got; horv many stations this
or that person brought in. And end by say-
ing that practicalll' all Philco orvners get

these lemarkable resrtlts. You rvill not be

exaggerating.
If llr. Smith happens to have a loeal

program eoming through proceed as follorvs:
S-rr,nsu,tN: Apparerttly you like a good

rnusical program, XIr. Srnith; Aou u'ill' get

plenty o.l' thetn .from ttotr: ott, because broad-

casttnu is derelopirtg trentendottsly. XIany nezLt

and tt'ondcr.[ul proqronls /tat'e been schedulecl

for this sea,son,t and euery night there will be a

number of rare treats on the air such as (recite
a number of outstanding programs). You

did not haue the least trouble tun'i'ng in the

Philco, did you, Mr. Smith?
NIn. Surrn: No. It seemed very simple.
Ser,nsuerv: It IS rcrA simple. It cannot

be much simpler than th,is. Press the button
and the Philco is on. Tu,rn the dial and in
come Aol-tr stations. Then you, easily regulate

the rolume to suit your taste bg simply turning
this uolu,me control knob. Don't you think the

Philco has a u,onderful tone, Mr. Smith?
Mn. Surrs: Yes, I do. It certainly is a

good set.
Ser,nsu,q.N: Do yott uant to buy the Philco

for cash, Mr. Smith, or wou,ld you. prefer to
haue it on olff uerA easA payment plan?

(The point here is that you should not
put off closing a sale any longer than neces-

sary. 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 alrvays neeessary.)

In this dialogue talk, of course, \ve are
going to assume that such a long talk is
necessary.

Our advice is to qualify Mr. Smith early
by asking him hoiv he rvants to buy. He
may buy right then; at least his ansu'er rvill
give you a direct line on his thoughts in the
matter. Finally, if Mr. Smith at this point,
and in anslver to the above question, indi-
eates he will buy, then close him in the same
manner as indicated in our selling talk to
Mrs. Smith.

Mn. SurrH: (Ansrvering your question
as to horv he prefers to buy-cash or easy
pal.ments) If I bought this Philco, I rvould
probably buy it on the payment plan, but I
don't think I'll buy one no\\'-perhaps later.
I have a pretty good set nou-, attd I think I
n'ill stick with it a ferv months longer.

Srlnsrrex: (Turning off radio or eutting
volume u'ay dol'u.) It nruy not h,at'e occurred
Io yott to buy e net radio set rtght not, )Ir.



Smith, but I harc a special proposition, that I
u'ant to make gou, th'is euening, and I thinl;
that after you, haue heard this partiatlar ofer
llou, nxaA change your rnind. I am not going
to take up mu,ch of your tirne, but there are a
feu facts about the Philco Radio that you, ought
to know; then you, also ought to knou how
easily Aou can oun one on the ofer I am going
to m,ake you,. l'otr, don't ob.iect to gtuirtg rne
just a .feu minutes of yottr time do you, Mr.
Smith?

l,In. Surrn: \\'hy no, [To ahead.
Ser,nslrau: I ont not going to giue 'gou a

long, drau,n-out talk, Mr. Smith. I utill be

brief , but I fi,rst u,ant to tell you that the Philco
Balanced Unit Radto is rnade by the Phi,la-
rlelphta Storage Battery Cornpany, as !/o,u, ?na,,y

already know. In other uords, it is a Philco
product, and Philco has been ltnoun. all ouer
the world, Jor tuenty-fi,ue Aears Jor the ercellent
quality of its m,erchandise. l'ou probably oJ'ten.

heard of the Philco's Diamond Grid batteries

J'or automobiles.
lln. Surur: Yes, I'r'e heard of Philco

often before.
Sernsu,lN: And Philco, for many Aearsj

has been one of th.e wofld's largest producers of
pouer for radio; also power batteries for mine
locomotiaes and pouer batteries for teleph,one
erchange equipment. During these twenty-Jirc
years Philco has built up a prestige and, a
reputation that is uorld-toid,e, and the Philco
erecutiues would n.euer drea,m of producing a
piece of merchandise unless it was the uery

.frnest-the last utord-tn its particular class.
They haue spent too rntr,ch rnoney, too mttch
effort, ouer a period of rnan.y years to build up
their wide reputation to euer run the slightest
risk of losing any purt of this prestige.

Philco i,s always dependable, and ou,r Corn-
pan,y -the store f represent-considers itselJ'
mighty Jortunate lo haue been able to secure a
Philco franchise. This Philco reputation Jor
aluays doing thtngs right is clso Aour guur-
ontee of lasting satisJ'actiort uthen Aou buy a
Philco product.

Ercn, our compelilors urlmit that Philco is

high,est qualtty radio, but th.ey neuer dreamed
that production methods u,oulcl be discoaered
thot could produce such maruelotts radio re-
ceiuers at prices so amaztngly loro as Philco
prices this season.

You uill be interested in knotuing that ouer

J'our years ago the Philco staff o.f engineers
began, to experiment with radto. Philco pu,r-
chased euerlt radio set on the market. Their
engineers sfudied the uteaA:ness as well as the
good points of each and euerA one of those sets.

They erperimented uith. pra,ctically euery
known circuit and hook-up because Philco had
decided that uhat the public uanted was not only
a rad,io set with the uery finest of tone quality,
but that the public also wanted that set to haae
suffi.ctent eilra power to bring in far-distant
stations at proper uolum,e; also that the public
utanted a set that uas uerA selectiue-easy to
operate and htne 'in-so thot the radio user
uould not need, to grope around blindly trying
to bring in stations.

The present Philco set ?los Jinally per-
tected and already Philco is one of the uery
leaders in the industry. It is an actual fact,
Mr. Smith, that the radio fan does not get true
radio perforrnance today in the fiillest sense
unless he uses a Philco. T'hat is a strong
statement, but it is absolu,tely correct.

After the Philco engineers had, perfected
this maruelous Philco set, they still were not
content. They had, absolute instructions not
to o'mit one stngle feature that would place
Philco in, a class by itself. ThereJore, Philco
proceeded to seare a license u,nd,er practically
euery important patent that has erer been issued
by the L'lnited States Gouernment couering radto
recctuers-

Phi.lco today is licensed unrler the patents
o.f the Radio Corporation oJ' America, The
General Electric Company, The Westinghouse
Electric & Manufacturing Company, The
American, Telephone & Telegraph Company,
Latour Corporation, Lowell and Du,nrnore,
Hogan and the Hazeltine Corporation.

Philco picked the cream of all radio scien-
tific achieuements in building the Philc.o Radio

\,
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Set arul then' to att of this they added the d'is-

coueries o.f Philco's own en'gineers. There are

m,anA improuements in the Philco set that are

nof possesseit by ang other radio set on the

m.arket.

Ser,nsu,r,N: (Continuing.) As a m'atter of

fact, Mr. Smith, when our Philco engineers

reuealed' to certain other well-known engi'neers

the type and character of radio set that Philco

intended to produce, those other engineers said:

"If yott produce a radio set as good as that it
will cost Aou so much to make it that you will
be obliged' to retail it for fiue or sir hund'red

tlollars." It did look that way, bu't Philco had

planned on quantity production of this quality

rad,io set, and, when the manufacturing plans

uere finallg d'etermined on, tt was tound that

we could, buitd this quality radio set in quantity

at no greater cost than any ordinary radio set'

Ser,nsueN: (Continuing.) l'ou haue prob-

ablg noticed, Mr. Smith, that Philco is alutays

referred, to as the Balanced (lnit Radio.

Mn. Snrrn: Yes, I'r'e noticed that'
Ser,nsueN: Well, that is eractly what it

is-balanced unit radio, and that'is the secret

of Philco's maruelous, superior performance'

You und,oubted,Iy know, Mr. Smith, that i'n the

research, laboratorins of great radio factories
sample models of newly deueloped radio sets -
carefully checked, balanced and assembled by

erpert engineers - are naturally flawlessly per-

fect. Each unit is balanced uitlt' scientifi'c er-

actness with atl other units by the sltillftil use

uaue-meter, galuanometer or milli-meter'

Anit toilay Philco Balanced Unit Radio

means simply this-that our production en-

gineers haue successfully brought into factory
uolume production this same acanrate and

eract laboratory method of balancing units

uith such maruelous precision and perJection'

It is this eract scientif'c balancing of electrical

trnits that giues the Phitco such ouerwhelming

ntperiority -lruer, richer, clearer tone; rare

selectiuity and uast distance ronge. So euery-

one has come to know of Philco as the Balanced
(init Raihio. Just step ouer here, Mr' Smith,

and. let me show gou, this chassis. You can

euen tell by lootcing at it that th'e fi'n'est kind of

materials and workmanship uent into its con'-

stntcti,on.
Mn. Surrn: I'd like to look at it.
Ser,psuer.r: (Bringing chassis into vierv.)

Isrlt that a fine pi'ece of workmanship?

NIn. Surrn: Yes, it looks it.
S,rr,nsueN: The uerg fi'nest materials ob-

tainable-the most erpensiue-went into thts

cha,ssis, plus precision workmanship, each part
balanced with the other with scientif"c eractness.

Notice the shielding of the parts. Complnte

and care.fu,l shielding is one oJ the most im-
portant things in radio construction and it is
uery often neglected. The obiect of com,plete

and careful shielding oJ the parts is to lrcep

the electric ar'rrent in absolute control; in other

u,ords, to keep it in i'ts def'nite, designed path-
to keep it from spreading-to preuent one cir-
cuit lrom interfering with another. That pre-

uents oscillation. Anil' you kn'ou what oscilla'

tion. d,oes to radio recePtion-

Mn. Surrn: Sure.

Ser,osueN.' And, here ue haue TWO 245

Pou;er Tu.bes. Here is a neu tube that IS a

maruelous radio deuelopment. Mang sets carry

only one of these 2[5 power tttbes. Your Philco

has two of them.

Mn. Surru: Just why are they supposed

to be so good?

Ser,nsueN: Because they possess a re'mark-

able reserue of power. These tubes are not only

a big factor in getting distance lor you but theg

are a mightA bW factor in giuing Aou pure,

clear-toneil reception. Preuious to this, Mr'
Smith, the different power tubes in use did not

possess this necessarA reserue of power- Con-

sequently in the course of radio reception, euen

at ordinarg uolume, when loud' notes came in'

those power tubes did not possess the necessarg

power reserue to carry them successfullg. The

result would be a clacking sound-a rattle-
but today in this new Philco, with its 245

pouer tu,bes, the loud' notes, at euen uery loud

uolume, are carried through to gott sharply and

clearly with complete purity of tone.

It's just like an autontobile, Mr. Smith'
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Some engines start knocking going up hill.
Others with a reserue of power go up smoothly
and easily.

Mn. SurrH: I see. \,'ery interesting. But
what about the screen grid tubes? Isn't
this Philco a screen grid radio?

Ser,nslrex: No sir! It is not. This is the
P hilco N eutr ody ne-P lus R ad'io - the uery fi.nest
thing you can possibly buy in radio.

Mn. Surrn: I've been told that the latest
and best thing in radio is the screen grid.
That's what I rvould rvant.

Sar,nsualr: Well, then, Aou can certainly
haue it, Mr. Smith. Philco builds a screen
grid chassis and it is a splendid job. Almost
eterA radio manufacturer bu'ilds a sueen grid
c/zassrs. There is nothing erclusiue or sensa-
tional about it. And I know there is not a
screen grid radio built at ang price that equals
Philco screen grid, in performance. And you,

can get it i,n this sarne sl-tperb furn'i,ture cabinet.
The screen grid, as you know, Mr. Smith, is a
new tube. It's a little early yet to say just
hota it uill stand up in comparison with, other
types of h+bes, but Aou can depend upon it
that the Philco Screen Grid Radio chassis has
been properly designed and built to carry the
screen grid tube successfully. Ir{ow, it is up to
the factories that build these tubes. Further-
more, the Philco uery carefullg selects the screen
grid tubes that go out with Philco radio.

You understand, of course, Mr. Smith, that
there is not a screen grid chassis built of any
make that could, possiblg approach Philco
Neutrodyne-Plus. The Philco sueen grid job
comes the nearest to it. It actually equals it in
tone but nothing can quite equal the selectiutty
and distance range of this l{eutrodgne-Plu,s.
That is why I brozrgh,t it out to yott,. And this
P hilco Neu tr o dg n e - P lu s c o sts but little m or e than
the Philco Screen Grid model. The Sueen Gritl
Highboy, complete with euerytlting, is 8159.00,
and this l{eutrodyne-Plus Highboy is only

"9169.00. Just $10 more. I'ou rnight ;just as
u,ell get the best for only that difi'erence.

XIn. Slrrrrr: Does the Philco have urr
Eleetro-Dynamie Speaker?

Sar,psuew: Positiuely yes-and a genuine,
big size Electro-Dynamic Speaker. And you
know, Mr. Smith, that th,ere are radio sets
built equipped with what are really magnetic
type speakers but masquerading under the name
dynamic. I want you to know and know posi-
tiuely that the Philco Electro-Dynamic Speaker
is a genuine Electro-Dgnamic and itis a trernen-
dously big factor in creating the maruelous tone
that the Philco possess€s.

Philco has also applied to this Electro-
Dynamic Speaker the scientifi.c balancing of all
ttnits-in d,esign, in construction, and in pro-
duction at the factory.

You will be interested in knouing that to
get marimum spealter results the cone of the
speaker must be made as large as possible
without giuing it too mu,ch weight. The cone
must also haue eractly the right degree of fl,eri-
bility. It must be fl,enible but not flimsy. The
object is to get the largest sound area possible
utithout creating the fault of too much weight
or the fault of too much lightness or thickness
of cone material.

Philco's engineers made the most erltau,sttrc
tests and comparisons to determine the proper
compromise between sound areo,, cone ueight
and, cone fleribility. So in Philco gou haue an
Electro-Dynamic Speaker of ertra size and oJ
perfect cone design. You haue a speaker qf
true sens'itiuity with a liberal area prouided for
sound waues and, uolume of air -with fleribility
that giues perfect sound reception. The perfect
balancing of the Philco Electro-Dynamic
Speaker with the Philco radio shows in the
erquisite clear tone you get, don't yon thtnk so,
Mr. Smith?

Mn. Surrn: Yes, it's rvell built-no
question about that.

Norr: The salesman then proceeds to
demonstrate the Philco set. This demonstla-
tion should not be long and drarvn-out. The
shorter a dernonstration is made the better.
First tune in on a good program to shorv the
tonal qualities. Bring out the fact that
drttms ean be heard; that the lol- notes as
n'ell as the high notes ean be heart'I. It is

\,.
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very easy to put over clearly the superiority
of Philco tone quality. Note demonstration
to l\{rs. Smith given on previous pages.

Then shorv selectivity. Demonstrate once

or trvice horv you can have one station on
one point of the dial and then merely by a
hair''s-breadth turn bring in another station.
Shon' this trvo or three times. Horvever, do
not keep it up, because no matter horv suc-
eessful you may be, constant switching from
one station to another is irritating to the
radio fan.

Nlerely demonstrate this selectivity trvo
or three times to prove the point, and then
be done with it. Then, inasmuch as it is in
the evening and weather conditions rvill prob-
ably be reasonably favorable, bring in some
distant station. If conditions are unusually
favorable, bring in quite a number of distant
stations. Horvever, as stated above, too much
slitching from one station to the other is
irritating unless the customer himself is do-
ing the tuning and the "fishing." It makes
a lot of difference rvho is operating the set -
the prospeet or the salesman. Let the pros-
pect handle the dial a bit.

After you have successfully and quickly
demonstrated the Philco's ability to get dis-
tance, then switch back to the matter of tone.
Ahvays s'ind up your demonstration with a

good program on the air and shorv him the
tonal qualities of the set. Do not do a great
deal of talking rvhile you are demonstrating
the set. You will not be heard as rvell, and
people do not enjoy listening to talk at the
same time that they are listening to a pro-
gram. When you get ready to continue your
selling talk shut off the radio.

S,lLps[4eN: Just consider, Mr. Smith,
uhat you are getting for only 8169.00-the
Ph,ilco Neutrodyne-Plus Balanced Unit Radio

-8 tubes 'including TWO 245 power tubes

uith push-pull-genuine Electro-Dynamic
Speaker with Philco acoust'i,c equalizers on each

side-and all of this in a szr.perblg beautifu,l
piece of furniture. Euerything-complete and
operating-for only 8169.00. It's certainly
a bargain, istt't tt?

XIn. Sltrrn: Oh, it's a good value, all
light.

Ser,psu,rN: And you can buy it ort our
club plan. Almost euerybody takes aduantage

of thts club plan. There's no reason uh,11

gou, shouldn't. How much do you constder
is the conuenient down, payment for you to
make?

Norp: Mr. Smith may reply that he is
rvilling to pay $25 or $30 dorvn. If so,

proceed to close the sale and get the contract
signed as outlined previously in the selling
talk to Mrs. Smith. Horvever, Mr. Smii,h
may reply as follorvs:

Mn. Surtn: The Philco is a mighty gootl

set all right, but I think I will look at art

Electrad Radio Set before I decide.

Ser,nslreN: Just what, Mr. Smith, do yott

think you could possiblg get i'n the way of
performance in another radio that Philco
could not giue you better?

Mn. Surtn: Oh, I don't know.
Ser,nsnnex: Certainly you cannot bnagin'e

a radio set more beautiful to look at.

Mn. Surtu: Well, I guess that's right.
Ser,nsntex: And you, will agree that Philco

has a maraelous selectiui,ty. You proued that
to yourself , didn't you?

Mn. Srrtrtn: Yes, I did.
Ser,nsu.tN: And you'll admit that Philco

has a wonderful distance range. We et'en

proued that by merely fooling around with' it
a bit tonight, didn't we?

Mn. Srrlrrn: You're right about that.
S-c.LnsMA.N: And let me tell Eou, Mr.

Smith, no radio set built possesses that ptt'rity
and that clarity of tone. It's perfect, isn't it?

Mn. SuIrn: The tone is mighty good.

S,q.r,nsueN: You'ue got this Philco here

now. It i.s in perfect condition. It's our biggest

selling rnodel and always scarce. We're always
ntnning out of these models. You can enioy
it tonight, tomorrow night and all the nights
to come.

Mn. SuIrn: There are so many new
developments in radio I had better rvait to
see rvhat changes are going to be made.

irl
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Ser,nsueN: If gott, do that, Mr. Sntith,
you will neuer out?1 a radio. You and f cannot
imag'tne angthtng rnore perfect than this Philco
reception, but radio i,s like the au,tomobile.

Undoubtedly it wiII continue to be irnproaed

for years to come. Automobiles are intproued
a little here and a little there year after year,

but millions of thent, are sold and haue been

for ouer tuenty Aears.

Wha? Becartse you would not, and otlrcr
people would not, spend gear after year walk-
ing instead of riding just becau,se the automo-
bile might be irnproaed.

Anil listen; you're not going to nttss al,l the

wonderful progruns night after night and year
after year because radio might be improued.
Am I right?

Mn. Surrn: Yes, that's right, but l'hat am
I going to do rvith this old radio I norv have?

Ser,nsueN Why, Mr. Smith, I ant, going
to make Aou, a liberal allowance for this old
set of yours. I am also going to make Aort att.

allouance for the batter'ies and also for your
old speaher. As gou hnow there is not much of
a market nowadays for these obsolete sets, but
we are going to make it as conaenient as possiblc

for you to own this new Philco Highboy.
We will allow you 815 for the old radio set

and, batteries, plus an additional $5 .for uour
old speaker. In other words we will make
you a total allowance of 820.

l{ow, then, subtracting 820 from 8169.00,
this new Philco Highboy Model, complete in
euerA way, will cost you only 8149.00. And as

I said before, you need pag only 825 to begin,

with and the balance monthly, and only a

slight extra charge for the club paym,ent plan.
Norn: The salesman rvill have his eon-

tract of sale in his hand and will have his
pencil handy. He proceeds to fill out the
contract form, asking NIr. Smith his eorreet
initials and eorreet address. He rvill have
Mr. Smith sign the eontract and give it to
him as his receipt in exchange for the first
payment.

I
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HOIllZ TO GET ANID LOOK AFTER A
SELLING CRE\llZ OF SIX MEN

Your retail establishrtrent is undoubtedh'
big enough, anrl it is also plobabll' located
in a large enough cornrnunitl' to l'arrant
) oul' having (i outside salesrnerr selling
Philco Radio Sets and Speakers under a Sales
Supen'isor. It is quite possible that vour
locality er-en makes a cre\\' of l0 or 12 men
practical.

You nrust lenrenrber that mant' a retail
dealer located in a city of not more tharr
;15,000 people operates an outside selling
crerv of 6 or rnole rnen. This does not require
a large store; neither does it require a dorvn-
torvn location. l'rankl.v, all that it does re-
quire to operate o crew of 6 men is the
determination to do so-the rvill to get a
big and profitable volume of business, antl
a sufficient stock of merehandise irt order to
take eare of the busirress.

Again rve reyteat that 1.ou have a goltlert
opportunitl' to tler-elop this plan of outsicle
selling because \-ou al'e a registered Philco
dealer. The Philco Balanced Unit is per-
fectly adaptetl to outside selling. It possesses

er-er1'thing that coultl be desired for that
particular plan of rnerehandising, and the
rnost important thing is that there is a
big public dt-'rnautl. Ttris mearrs that l'our'
salesmeu u'ill nrake nrollev. Arrd u'heu sales-
rneu make nx)nev it is a sirnple nrattel to
buikl up :rn organization and keep it.

If you har-t :rrr orgilnization <lf onll' tu-o
or three nlell ol' et'ett fottl or five nlen, \'ou
can probabl.r' Lxrk aftel thenr vel')' s'ell
1'ortrself. Hrlu'evt.r', u-hen voul orglrnizatiou

gro\\s to 6 men ol' I lnen, then 1'ou should
har.e a Sales Supervisol to carry on the sales
managing for you. Also, beal in mind that
you can just as easill,' stalt rvith an ol'ga,n-
ization of 6 men under a Sales Supen-isor
as you can rvith an olganization of onlv trvo
or three under yourself.

As u'e said before it does r.equire more
s1'stem to handle an organization of d men.
It is nothing at all elaborate and nothing at
all difficult, but in the next ferv pages lr-e
rvill give you informati<ln rvhich 1'ou u-ill
find very valuable.

Your fir'st move in starting out rvith an
olganization of 6 ol' mol'e men is to employ
a competent Sales Supervisor-a man rvho
has had charge of salesmen of this kind
before in the electric s-ashing machine, the
electric eleaner or electric serving machine
business. To this man you can give a reasor)-
able dral'ing account and a conutrission of
l3 per cent on the total r-olume of business
that he gets from these salesmen each rveek.

Before youl Sales Supen.isor employs his
selling foree he should har-e ever.ything ple-
paled -qo that he can stalt his men out
immediately on plocluctir-e l'ork after gir-ing
thern the necessal'y training. The necessar.r-
training should not take ovel. a da;r or tu-o.
It rnust be lemembelecl that nothing so elt-
eourages and stlengthens a ne\\' salesman rr.s

lrr order on his fir'st tlav out. 'lherefor.e, the
Sales Supelvisol should be r.eaclv to gir-e hinr
trvo or thlee gootl leads the ver.r' first rlar-
tlutt the lte\\- llllll grles otrt.

?
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A FE\llZ POINTERS ON HIRING SALESMEN
This is the most important element of a

Sales Supervisor's job, and it is mostly com-
posed of "don'ts." A ferv of the most
important are:

Don't employ " doln and outs " or
floaters. The same factors that caused a
man to fail in his previous job still obtain
and you have not the time to eorrect them.

Don't employ men rvho are financially
irresponsible. A good salesman is ner.er
broke.

Don't employ a man rvhose appearance
is not exceptionally good. You are entitled
to good men and rvith the Philco proposition
you ean get them. It may take a little more
time to select the proper kind of men but
don't handicap yourself with poor material.
Remember, it is not neeessary that a man
be a radio expert to be a successful salesman.
As a matter of fact, the expert is generally
not a good salesman. You want men rvho
can get the name on the dotted line-not
engineers to discuss radio.

Don't hire men without cars, even on the
promise that they will get one. Their handi-
cap of transportation is so great that they
probably won't buy one. They will be a
"drag" on your organization from the start.

Be ' 'tight, " very tight, on giving advances
to men unless you know they will produce.

There is one principal thing you must do
in justice to yourself. Make this a positive
rule; do not vary from it; do not permit
yourself ever to be sold on any other prin-
ciple, and youl suecess is assured. Your
rvork rvill be infinitely easier - Hire the man
uho loues to sell. You rvill recognize him
after a very short intet'vierv. If you keep
the above pointers in mind and he sells you

thoroughly and enthusiastically, he rvill sell
youl' prospective eustomers. He is easy to
handle, always on the job, ahvays producing,
and is a constant inspiration to the other
salesmen.

Training the Salesman
The tlaining of the nervly hired salesman

should not require more than one da1'. The
training coutse should be carefulll. planned
so that there is no hesitancy on the part of
the Sales Supervisor. By that rve mean that
the Sales Supervisor should ahval's appear
to thoroughly know his business in handling
men. The men should be employed rvith the
understanding that they rvill spend one day
in training. And thereafter, they should
spend 30 minutes or one hour in a revierv
of their training and in discussion of nerv
ideas.

The course in training should eonsist of
explaining each model Philco Balanced Unit
Radio to the men. They should be versed
thoroughly on the retail prices, eithel for
cash or on the time-payment plan. They
should be carefully coached in making out
the contraets of sale. They should be
trained in telephone solicitation; also in
follorving up the telephone solieitation, and
finally of eourse in selling the Philco-horv
to close the sale.

After the salesrnan has been made thor'-
oughly familiar rvith the Philco -the different
models-the retail prices-filling out of the
contract and has been coached in the selling
talk as outlined in this booklet, then the
Sales Supervisor should arrange to go'out
with him the next day to give training in the
lield in making aetual sales.
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THE MORNING MEETING
Suggestions for Sales Supervisor
With the salesmen properly prepared, the

morning meeting is the most effective method
of getting them on the job. Meetings should
be held at 9.00 o'clock sharp every morning.
Do not get into the habit of starting meetings
late. Train your men to be punctual. Penal-
ize them for being late. A successful penalty
is to rule that no salesman appearing after
the start of the meeting will be entitled to
any leads or to use the telephone on that
day. While this rule may seem harsh, it is
necessary to be firm. The morning meetings
are necessary to the conduct of a successful
campaign, and unless you are firm about the
starting hour your meetings will be broken
up by those men rvho are not punctual at
the expense of those rvho are.

These meetings should be dignified and
orderly. Do not permit random talking,
but maintain full charge yourself. Have an
interesting message each morning, something
that rvill instill enthusiasm into the entire
sales foree. Prepare this message in advanee
and be sure it is interesting.

Leads should be distributed and in a
manner rvhich will be obviously fair. It is
aln'ays a temptation to give the best man
the most leads, but this does not build up
the rveaker men-it discourages them. Dis-
tribute the leads equally; then spend the
necessary time on the u'eaker men.

A short time should be devoted to an
open discussion of matters of interest. Do
not permit long arguments. Make these
diseussions constructive and enthusiastic and
keep the meeting rvell in hand.

Sone men are chronic kickers. Watch
them. Don't permit them to expose their
grievanees at the meetings. Discuss their
troubles privately rvith them. If you find
them breaking down other men, warn them;
if they persist, remove them. Keep your
force rvorking on enthusiasm and don't per-
mit a "grouch" to destroy this enthusiasm.

No matter how good a salesman he may be,
he can do more harm than good if he is not
a co-operator. Usually a friendly, private
talk will serve to show him the harm he is
doing, but if it does not, remove him.

Above all, keep the enthusiasm of the
force at the highest point at all times.

Quotas
A quota board should be in every meet-

ing room and every man should have a
weekly quota.

There are three important elements in
almost every man's make-up, and by a care-
ful analysis of these the operation of a
quota board may be made one of the most
important factors in the successful direction
of a sales foree.

These elements, in the order of their
importance, are:

l. Interest of the salesman in his income.
2. His ambition.
3. His pride.
His interest in his income often needs

stimulating. Give him a fair but difficult
quota to reach, show him what his income
will be and how to leach it, talk it over with
him at eaeh meeting and show him how
many sales per day he must make to reach
it. He may not have enough leads-your
prospect file will so indicate. If he is short
on leads show him how to fill up his prospect
file by telephone canvass, by getting the
names of interested prospects from customers,
friends, etc. Keep his work balanced-never
too ferv or too many prospeets. Perhaps he
secures plenty of leads but is not a successful
eloser. You can correct that. Finally,
through his interest in his income, you can
analyze his work for him and develop his
weak points, usually if he has the desire to
work, producing a good salesman.

His ambition can be aroused to a point
where it will overcome many of his weak
points. His quota, showing the earning

t
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possibilities of his job, is a successful stimu-
lant, then arouse him further b5r shorving
his future possibilities rvith your Company
if he is a successful salesman. Most men are
susceptible to this kinrl of treatment and
]'ou can develop man]' good men b1' stimu-
lating their ambition.

The element of pride ma1' beeome a yel')'
helpful factor in the operation of a quota
board. This is best developed by ranking
each man according to his results. Rank
vour men on the board each day aecording
to business seculerl. You ean then, eaeh day
tluring the meeting, point out the suece-ssful
men, discuss their methods, the ineome re-
sulting, ete. 'fhen privately you ean point
ottt to the rveakel men the reasons fol their'
failure and methods of improvement. tlsually
the failure of outsicle men is due largely to
lack of hat'd rvork. Fen' men rvill stand the
pl'essure of ahvays being lorv in rank. They
rvill either adopt your suggestions for theil
improvement ol leave. Either aetion on theil
part should be made compulsory. ,.\fter a
t'trason:rble time, the nt:r,n rvho tloes not make
an aver?gc reasonable quota should be re-
movetl. He is either incompetent or lazl'.
You eannot correet eithel and a failure is a,

poor influence on the othel mernbers of I'clur
sales force. A sample of a simple rluota
troarrl follou's:

MONTH_---- DATE

:::ll_l '+h:: L""s+,I' ] *o"*'o

I,i]
i-

I

I

I

I

I

Prospect Filing System
A plospeet filing systern strictll' up-to-

tlate at all times is essential. Its plineipal
fitnetions are:

(n) To insure that all prospeets from
u'hatevet source are pr'omptlS' followed up.

(b) To insure that all prospects are in
the files of the ()ompany. No matter horv
secured, all prospects ale the propel'ty of
the Company and all salesmen should undet'-
stand this.

(c) To knou- a,t all tirnes horv nran)'
prospects are oll hand. 'fhe total should
&verage betrveen 20 antl 130 per salesman.
If the a\:el'age is belou' these figures, youl'
men should at once devote theil time to
securing prospects; if ovel these figures, they
should start closing. You rvill find a verl'
rlefinite relation betu'een 1'our sales and the
number of prospeets oIr hand. Keep the
pr'oper nurnber on hanrl antl sa,les rvill follou'.

(d) 1'o prrrteet eiu:h salestnan against the
prosperrt purchasing from some othel sales-

man. 'l'his protection has the atlditional
advant,age that it rentlels it neeessat'y for
eaeh man to file all his pluspects if he is to
be sure that all his sales are tt'edited to him.
The operation of this systern is very simple.
Provide a ca,binet 5 inehes b). 8 inches rvith
ealenclar intlex 1 to 31. Provide a supply of
prospect t:at'ds. speeimetrs attaeltetl, in dupli-
cate, t,he original on light-rveight stock fol
the salesman to carr'\. as his record and the
rluplicate on ea,t'tlboaltl st<x'k for the offict-
lecortl.

'l'he office (fop)' is filerl in the c:llentlat'
inrler. giving the salesmatt t,ht'ee tlays tcr

leport. -.\t the expilation of three days, if
prospect is soltl, malk eat'tl "Sold," u'itlt
tlate of sale, and place itt a " Sold " file,
tu,r'rrangetl alphabetically'.'l'his lrro'r,ides a

eomplete ettstomers' reeot'd atrtl should be

kept intact for reference put'poses.
If pr'ospect is not sold, the time ma-v be

extendetl, at the discretion of the X'Ianager.
for an adclitional three days, or ma5' be

t,urued over to another salesman. After six
rlays, except for a partieularlv good t'eason,
plospeet should be arbitralilv given to an-
other salesman. Pt'ospects are ahvays best
rvhen neu. and this plan stimulates the sales-

man to follol them up promptll'.

I
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These files should be in charge of a clerk
and should be up-to-date at all times. Access

to the files should be had only through this
elerk, and no one else.

On these pages you will find illustrated
first an inquiry record form, which you will
find most convenient. It is not necessary for
you to have these printed.

You can take a ruler and a pencil or pen

and ink and make up 12 or 15 of these in-
quiry record sheets.

This sheet will contain the name of the
prospect, the address, the telephone num-
ber, just what Philco merchandise they are

interested in, from rvhat source the inquiry
came, the salesman you tunt the inquiry or-er

to and the date -vott gir-e it to him. Then

there is also a space to show the result
whether sold or not sold.

You rvill also see illustrated here a card
that you can file in an index file. This card,
as you will see, contains a space for the
name, address and phone number of the
prospect. It also has a spaee for the day and
time of appointment to call. Also to what
salesmen the prospect was assigned and the
type of set that the prospect is interested in.
You can also indicate whether the prospect

eame from the telephone, store, direct-mail,
newspaper or from the Philco factory. We
cannot impress upon you too strongly the
importance of keeping close track of your
inquiries, and it does not take much time and
certainly it is an easl' thing to clo.
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IMPORTANT NOTIGE!
Below you will find complete instructions for
ordering Philco dealer material and sales helps:

1 Big Package of Dealer Helps. This splendid assortmcnt-fully
I clescribed on pages 9, 10 and 11-consists of attratcive l'indorv clislrla5',
illumintrted sign, counter and cabinet model cards, descriptive folders,
envelopcr stuffers, u-indolv transfer, and big announeement bannet'. Ilntire
packagc eosts 1'on onl-1,- $7.50-actually u'orth $15.00. Order it from
your jobber or from the nearest Philco branch office.

a Splendid Big Neon Sign. Tliis magnificcnt, big, blazing Neon Sign
L is full.r'rltseribccl orl plgcs 11 and 12. Be sure to rcad about it.
Actrurlly costs !t,181.50 in big'qturntites, but cost to you is only $90.75.
Your jobber u'ill co-opcnrtc rvith 1'ou in getting onc of thcse big Neon Sigrrs
for tlie flont of vour stole. Ask your jobber or nearest Philco branch
office about it at once.

1 Powerful Small Neon Sign for Window. Thi-s sign is full5, clcscribed
J on pagc 13. Just the thiilg for'1'our n,indorv. Aciullll'c'osts $50.00
in lrig tltrnntitics but the cost to you is only 825.00. Ask your
jobber or nearest Philco branch office about sXtecial ofrer to
dealers on this sign.

A Handbills for Circularizin!. This great plan for getting busincss

= is fullv cxplained on pages :JI,32,33,34. Dotr't missit! Read all about,
it rr<rrr.! Order the handbills either direct from Philco at
Philadelphia or San Francisco or from the nearest Philco
branch. Haue check accomXtany your order.

J citlicl in blank or s'ith effcctive form letter multigraphed tliereon.
Read abotrt this plan on pagcs 34, 35, 36. Order these letterheads
either in blank or otherwise direct from Philco at Philadel-
phia or from San Francisco. Enclose check with your order.

f Envelope Stuffers. A rnost attractive folder to enclose lvith all your
O corresp6ndence and to use in direct matl. Order these direct fi'om
your jobber or Philco branch office.
tr Philco Sales Manual-Philco Service Manual-Dealer Adver-
I tising Portfolio. These three important items are furnished to all
Plrilco dealers. If you desire additional copies rvritc eithcr to your jobber
or Philco branch office.

O Advertising Mats-Advertisin$ Cuts. Surell' 1'ou u'ill n'ant mats
O of our attractive, business-gctting dealer advertising; also cuts for
sueh advertising. Select the ones you rvant fronr the Advertising Portfolio,
lnd then order by number from your jobber or nearest Philco
branch office.

See next page Jor list oJ Philco Branches and Addresses.
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Philadelphia Storage Battery Gompany
MAIN OFFIGE

Ontario and G Streets
Philadelphia

PAGIFIC GOAST OFFIGE
zLA Fremont Street
San Francisco, Galif.

Btanch OJfices
.\'rt,.r.x't',t, (i'r.., (i(i5 (lkrtrtr St., S. \\'.

I'hone - \\ est 2(i(iti

l3ostox, M,Lss., I l2iJ (lrrrrrrrottrvt'irlth .\vt'.
I'hone - Ilrighton 5741

Iltrr,',tlo, N.Y., 1609 \[lin S1 .

Phone - lrillmore 77!til

(lurce<lo, h,1., i3i3il5-{5 \\-. -l7th St.

I'hone - \'iil.ginia 1{0()

(rrNr'rxx-l'rr, Ouro, ?12 l'1. t{th St.

I'hone-(lanal 9OO2

(-'L r,;r'uL,q.N D, ( ) t r Io, 2:J()9 ('ltr'-stct' -\r'r'.
Phone- I'rospet:t l()0()

I ).lr,r,.rs,'l' rix.l,s

Shantton Iluiltling. 2+O:J S. I{lrl'oorl St.

I'hone - 4-(i70:ji

I)r'r-r:t'rt, \{rxx., :J09-+9 S. 5th ^\r'e., \\i'st
I'hone - \Ielrose 1 l()(l

K-{rs,c.s (,'r'r'r, \Io., ?X)8-10 flt'( i<'t' St.

I'hone - C'l lland 01)-17

Los Axtirr,ts, (l.lltr'.. I I I'r WrLll St.

Phone - Wllsturore 7 llf{

\[tsxt';.lpor,rs, lIrss.. 2l(i ;ttI Ar-r'.. \.
I'hone - ]lain ;i7{)0

\urv Yonri, \. I., 17 ('lrristolrlrt'r' Sl.
Phone-SPring {i.h{5

Prru,^ltruLplrr,L, P-.r,., Orrlrrrio lrrrtl (' Sls.
I)hrrne - \l!lJraska 5l0l)

Pt'r't'st.lt:ttcrt, I).t., 2lS Purk Iluiltlirrg. (lorrurr

Avr'. unrl Srrrithlir,kl St.
Phone -,\'l'larrtic {()7i.1

Ponll-r-ro, Onr., i-l \. l()th S( .

l)ltone - lllloadrval' Sl)2{i

S-Ls l"n-llcrts<-'o, ('-rlr r'., 2 1,3 ]f rcrrrorrl St.
l)hone - I)avenJxrrt 31.10--tl-12

S r:.r'l'r'r, ri, \\:rs rr., 202+-2(;'l'lr i rrl ^-\ r-r'.

Phone - \lain :lllir{

Sr'. Louts, IIo., ;l:3 l:l \\'rrshingtorr I3lvrl.
I'hone - (lhestnut 9():J'l

StR-rcL-su, N.Y., 202 O. ('. S. llarrk llrril,lirrg
I'lrone - Svracuse J2ltiir
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