A BUSINESS BUILT ON SERVICE!

When Mort Far opened his first
shop thirty years ago, his decision
1o offer “Service” became the basis
for one of the most brilliant success
dustey. That thirty
year old decision has never been
ed, nor once been

Today, Mort Farr runs a million-
dollar-a-year business in Upper
Darby, Pennsylvanis; he is the
President and a Director of
NARDA (National Applinnce &
RadioTV Dealers Association);
and is undoubredly the best known
appliance and television dealer in
the United States.
e “Service” that has become.

a familiar parc of the business
philosophy behind “Farr Better
Service” means more than courtesy
to the customer or the sale of qual-
ity merchandise. It is a firm belief
in the value of offering product
service with every sale. That is
why the Farr store displays a Philco
Dealer Plaque which offers the cus
tomers added protection through
Philco Factory-Supervised Service
for their quality Philco products.

Regarding service and the ideas
behind it, it makes a lot of sense o
quote Mort Farr's own words:

“...if you don't offer service o
your customers, all you can offer
them is terms and price, and if they
don’t come back—then what?”

“I want peaple to be
pay me full price for merchandise
. .- because then chey'll have con-
fidence in my service .

ing o

“The thousands of satisfied cus-
tomers who have signed service
policies with me year after year are
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my endorsement for offering service
as part of your business.”
Acceptance by More Farr of
Philco Service and now Philco Fac-
tory-Supervised Service has helped
him achieve the consumer recogni-
tion of high-quality service that
has made him one of its biggest

boosters.

The end result of his emphasis
on service as a dealer can be seen
today in Mort Farr's Upper Darby
Service Center, a $75,000 reminder
of what service has built for_this
enterprising  businessman.  Man-
aged by Roland “Tommy” Thomp-
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son, a man who has been with Farr
for 26 years, it is suaffed by 35
skilled technicians; every man qual-
ified by years of service experience,
Located half a mile from the Farr
store, these men use che most ad-
vanced techniques of appliance
servicing and dhe fnest test equip-

ment available o keep the Farr
e ior bcner service at con-
tandards,  Diligent
and mmlhg,em use of monchly
Phileo. Factory-Supervised Service
mailings have helped to make the
service people at More Farr's Sery-

(Continned o next. page)




A BUSINESS
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ice Center better technicians, able
t0 do a more efficient job for the
customer, whether in the shop or
in the home.

Business-wise, More Farr is con-
sundy experimentiog with new
ideas o keep himself abreast of the
trends and abead of competition.
For example, his cash-and-carry
plan, which features same day serv-
ice on appliance repairs if brought
by the customer to the Far Service
Ceater is an innovation that has
resulted in increased business. This
unique plan has proved quite popu-
lar, particularly to television cus-
tomers who are anxious to keep
their sets operating continuously.

Mort Farr has some thought-
provoking ideas regarding trade-
ins. He likens the situation faced
in the appliance industry today
with that of automobile deals in
the thirties. Most car dealers found
then that used car trade-ins were
essential to their business if they
were to survive. And, as you know,
used car trade-ins proved a life-
giving impetus to the automobile
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induscry. Fasr feels chat appliance
lealers can experience the same
stimulus to their business with
tradeins if the program is properly
carried out with adequate recondi-
coning fa for wening old
units into saleable merchandise,
His confidence in this type of oper-
ation is 5o pronounced that he has
a completely outftted shop and
spray room in the Service Center,
with one man employed exclusively
for reconditioning tradechin sets,
refrigerators, washers, and ranges.
Successful use of trade-ins has given
Mort Farr an ideal source of busi-
ness 10 take up both sales and serv-
ice slack during off months. Upper
Darby is a small suburb of Phila-
delphis, but through trade-ins and
service, Mort Farr draws from a
Iarge city and suburban area, with
some customers journeying from
the Jersey shore 60 to 70 miles away
10 get "Far More at Mort Farr's.”
Looking back on 30 years of
solid customer satisfaction, Mort
Fare is positive proof that service
pays off. It has been a brillianc
awareness of public demand, before
that demand has reached a peak,
thac has helped him compound a
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d on new service techniq
tieds, and test equipment through Philco Fottory-Supenvised Service o
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FARR BETTER SERVICE
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A front view of the Mort Farr Service
through prompt and_efficient work-
‘manship.

Insting success in rewil selling. The

7,000 service contract cards in his
files, many of them multiple re-
newals, attest (0 the wisdom of
square shooting in business.

 Philco Factory-Supervised Serv-
has conswantly foughe for the
idea of "no sales without Service’,
and has curred chis idea (0 the
dealers of America. It has encour-
aged chese dealers to adopt such a
policy for their customers as well as
themselves. In doing this Philco
Factory-Supervised Service is help-
ing the More Farrs all over the
country o success in sales, prestige
in cheir communities, and high
standing in the industry.

These things ic will continuc ©
strive for wherever dealers are us-
ing the Philco franchise as a sym.
bol of confidence .

Ic has been definitely proven thac
success can be gained through Serv-
ice, and Mort Farr is a perfect ex-
ample of what this philosophy
means,

You get no deals, no discounts, no
special terms at More Fare's. Buc
you do get “Farr Better
from che quality merchandise you
pay for, plus the added satisfaction
of reliable performance through
service, and confidence in the seller.

Apparently the people who buy
from Mort Farr think this is more
than enough—because they keep
coming back!




SELECTING A ROOM AIR CONDITIONER

Selsction of the propes Rhiles
ioner o comfortably

pace required is of
vial mpomm © o
th and

finie sade won e e
tomer.
Scientific selection of the ngllr

O
AIR CONDITIONER
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unit can easily
through use of the Philco Air Con-
ditioner Selector, a simple, pocket-
sized device which quicidy and
accurately determi
el
size room o of

The Philco  Air
Selector has been_carcfully calcu-
lated by Philco Fagineers and. it
the customer can supply the follow-
ing information, the selector can
quickly produce the desird unit to

be wsed, Fisst obmin che square
footage of the room in questi
Ask about the ceiling exposure as
indicated on the selector, and last
but not least, determine the sun
exposure on the outside walls. If
the unit is for bedroom use only,
be very sure you use the group on

Conditioner

:hc select led
On Walls " This may mean
rhe difference between comfortable
cooling and too much cooling.

In mulciple installations you may

culaced ac che
e et
erly used as stated in the detailed
instructions. However, in most

“No Sua Expos-

cases, dhe Selector will be re-
ferred
1f you don't alzeady own this in-
valuable Philco Air Conditioner
Selctor,arder one from your loal
Philco Distributor and ‘make
conditones uaic insallacons .
for_yourelf
iy e it
zhruugh haphazard selection pro-
Do it the right way . . .
frogpe it} way . . . predeter-
mined for you at the factory!

THE PHILCO ADVERTISING KIT For More Pre-Convention Service Business!

« monch the Republican and
Demotatic Con venions will be in

A oan ket
exciting phase of the hottest politi-
cal fight of the century will be seen
and heard blow-by-blow over tele-
vision and ra nd Philco, in
cooperation with NBC, will be
hnngnw it to Americal

Philco is pouring millions of
Sollo 1ty e broadcasting and
televising of these conventions. I
zim is 0 make the nacion P

conscious through the
Veresing of Phileo TV receiver,
And to parallel this_tremendous
effor, Philco Service Headquarters

has formed a campaign to make the
nation TV Service-conscious . - .
for you!

O e comisuno
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‘The Philco Adverdising Kit pre-
ared to do this job is based on an
idea sure to be popular with your

customers—the material in it pro-
motes a special and complete pre-

Tinion s &

perfectly timed to coincide
with your customer's desire to have
their sets in op shape for conven-
tion viewing.

Lecs check ‘em off one by one
and you'll realize what a tremend-
ous opportunity this s o expand
your operations.

The two colorful truck banners
i red, white and blue are a perfect
adonwheel—iels he wown rmm
e other abou

window secames inyout shop and
h conye

essional means
of xcm:ing more business. Aad
we've provided 500 in this kit

Handbills circulated in_stores,
homes, crs, etc, gec the story
S i
‘gather—ties you in personally with
Philco and NBC.

‘The ad layout sheet contains five
suggested _attention-getting ads
with_ample space for your own

Newspaper advertisiog
gives you full covrage and these
S5 are designed 1 do he icd

Use the Ldea Book in conjuncion
with the other pieces in
Adverdsing Kit—it has some e
shoughitul ways of capusing he
service business thats around.

7 s cime you Shouid have re-
hilco Advertis-

f the Conventions; perfect

timing, a compelling appeal, and

your own effcient service—an un-

beatable combination. See what it

il doforyou i incresedseviee
iness,



FOR THE LASTING ENJOYMENT OF YOUR BUSINESS!

FOR THELASTING ENJOYMENT OF YOUR PHILCO

PHILCO

Factory-Supervised

Service

YOUR PURCHASE OF A PHILCO PRODUCT INITHIS:STORE: = =
BRINGS YOU THE ADDED PROTECTION OF FAMOUS PHILCO} =&
Fattory-Supervised SERVICE. OUR INSTALLATIONS ANDi &
MAINTENANCE SERVICE ARE BY PHILCO FACTORY-TRAINED)
TECHNICIANS UNDER THE SUPERVISION OF PHILCO:
FACTORY. REPRESENTATIVES. PHILCO! Fattory-Supervised.
SERVICE IS YOUR BEST ASSURANCE OF CONTINUOUS
ENJOYMENT: OF THE SUPERIOR QUAUITY-AND OUTSTAND- -

ING PERFORMANCE BUILT INTO' ALL PHILCO PRODUGTS: -

PHILCO Tl Qloty st O .

RADIOS AND RADIO.PHONOGRAPHS

YELEVISION RECHIVIRS

AIR CONDITIONERS

REFRIGERATORS fﬂ(!l!ﬂS‘

ELECTRIC RANGES

e ol

HE Philco Dealer Plaque starts off with the words,
“FOR THE LASTING ENJOYMENT OF YOUR
PHILCO”. This is part of a statement that is in fact
a Philco creed which is the customer’s assurance of
guaranteed satisfaction.

To the dealer this plaque is of vital importance. It
serves him in the capacity of a silent salesman. Con-
tained on the plaque are the words that have carried
Philco’s philosophy to the far corners of the earth and
have created a host of loyal customers, the kind who
“always come back”.

The man who always comes back is the man who
has found something reassuring from his past experi-
ences. In many cases it is a combination of factors
that sells him over and over again—satisfactory per-
formance of the product, the dealer’s attitude, and
what he gets besides an exchange of money for mer-
chandise.

More than anything else, the customer demands
lasting enjoyment from his purchase. And through

the medium of Factory-Supervised Service, Philco has
guaranteed this for its customers. By using this firmly
established service organization, a dealer is f()llowim;'
a policy that insures him customers who will always
come back. '

Elsewhere in this issue you will read the Mort Farr
story—how this Upper Darby dealer created one of
the largest sales-service organizations in the country.
Mort Farr’s own words are, “I have built my business
on service and it has paid big dividends”. This is the
type of thinking that has made his name a houschold
word where he does business.

The Philco Dealer who hangs the Philco Dealer
Plaque, shown here in his store for everyone to sce, is
adding immeasurable prestige to his business. The
understanding generated to the customer from the
thoughts and deeds behind this plaque will be reflected
through the years by the inescapable fact that they
always come back when you offer them more than
just a fast sale.




