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BIG TIME SALES THROUGH
BIG TIME SERVICE !
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At Washington, D. C,, the Eve-
ning Star on March 19 carried news
of a silver trophy award having
been given to Mr. George Wasser-
man at a testimonial dinner during
which the highlights of his success
story of 25 years was described. It
identified Mr. Wasserman as Presi-
dent of George's Radio and Tele-
vision, Inc., Washington, an appli-
ance company with eleven retail
stores in the Washington area,
which is expected to do a business
of $10,000,000 this year.

Mr. Wasserman deserves con-
gratulations on receiving this spe-
cial honor and his 25 years of out-
standing success. $10,000,000 is a
nice annual sales volume in any-
body’s language, and it's a notable
fact that much of the growth and
success of this fine retailing organi-
zation can be attributed to its serv-
ice policies.

In 1948 George Wasserman made
an important decision when he en-
gaged Andy Gill as General Service
Manager for George's Radio and
Television, Inc. Andy was given a
free hand and the fruits of his
imagination, his personal knowl-
edge of service techniques and his
executive ability have produced one
of the finest dealer service set-ups
in appliance retailing today.

Before we touch on some of the
highlights of the service system
that keeps fifty service technicians
busy every week, day in and day

From left to right, Jobn Kimball, General
Service Manager, Joseph M. Zamoiski Co.,
Jobn Bennet, Philco Service Promotion
Manager; and Andy Gill, General Service
Manager discuss progressive policies of
George’s Radio and Television Company.

out, and easily handles 15,000 tele-
vision service contracts and much
other business, let's record some
of the service wisdom that makes
AndyGill a top flight Dealer Service
Manager. This is the information he
gave us when we asked him how a
retailer should set up a successful
service operation.

“The retail service department
should be set up just like any other
department of the business—to op-
erate at a profit,” Andy Gill stated.

“We are set up at George's Radio
and TV to show a Service Depart-
ment profit of 25% to 30% on the
year's operation.

“The store must pay more than
lip service to its creed that the

FEATURE

See Page 4—a “Big Event”

That Can Mean More
Business for You!

‘customer is always right!” And a
customer is worth hanging onto
regardless of cost. A good service
department can be a big part of the
answer. Some stores spend a lot
advertising for customers and for-
get about spending to keep the
ones they have.

“A store must get its thinking
straight about service. Service will
always be an evil—never an asset—
if the store looks at service as a
‘necessary evil” At George's we
think of ‘service’ as an investment
not an expense. No store ever goes
any place without satisfied custom-
ers, and to keep customers satisfied
you've got to have an efficient, bona-
fide Service Department.

“And last but not least,” Andy
Gill concluded, “customer satisfac-
tion starts way back when the mer-
chandise first comes in your door.
Here at George's Radio and TV we
unpack every single piece of mer-
chandise at our warehouse and give
it performance tests before it is
sold or delivered to a customer’s
home. We catch a lot of little things

(Continued on page 3)

Part of the flect of cars and trucks used by George's outside service technicians
ready to start another service day. Three of the cars are radio-phone equipped
for direct in-transit contact with the service dispatcher’s desk.
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SELL YOUR SERVICE . . .
365 DAYS A YEAR!

5 3 But how you may well ask? Year

Six Beautifub Four-Colos “round adverdsing s cosly opera-

3 tion for even the largest of service
Whustrations To Chosse From!  “wnl,

g HERE'S YOUR ANSWE!

s, here's the answer to a 365-

day sdvertising campaign. that's

scady, ycappelin, and eco-

4

“Phileo Service Headquarters has
made arrangements with one of the
nation’s leading calendar manufac-
turers to put at your disposal @
trly fine selecion of clendas art
for use with your own per:
Lasiness Jmpriae, The ar¢ [
for use with these calendars has

the ny.. st calendar line you've ever

et e i diflren painings

lhreecalendm—mvelopnormml-
ing wbes, depending on the type
and size of calendars ordered are
also available.

This is a great chance for Yo 0
order early and insure prompt sum-
mer dc ivery on 1954 calendars for

ing your service. This type
nf pmmonon ‘material is hard to
getlater on in the year as the manu-
facurers will not accept orders be-
5nlnd carly summer for late 1953

Calendar advertising has long
been credited with macy, many ad-
vantages—and (o businessmen in
the service profession even more

so! There s really no more cffec:

b
| business, and your service s ey
e ATLNCENG into more homes and offices than

3 through attractive, uscful calendars.

3 R Takerizboa <2 | And_here's stilanother

A o Tl aa v ra o A You'd be surprised how many
g peopl fecl that the seceipe of 3

caifl calendar i in dhe nsture

(CHELTEN & CHEW AVES.  LADELVIA. PA.

!qﬁ

of a gift. There
calendar :ll\uusmg cn go 0
u. Tt

|
.y | work for you. Try ‘em!
“1’5"5 ! Since the illustration here cannot

dojustice to the gorgeous color re-

€ countless ways

beauty and business getting poten-
tial of these fine calendars!



BIG TIME SALES THROUGH
BIG TIME SERVICE!
(Continued from page 1)

this way. These are fixed, correc-
tions and adjustments made—then

ing the sale. Say it costs a dollar to
prestest an ftem that | hn ot
$60.00 0 purcha
net coast a5 being $61.00. This re
duces service calls and assures a
high rate of customer satisfaction.”
re are some of the hlghhghls
that may be found useful 0 other
Philco retailers or to -mem-
 Philco Factory.Supervised
Seovice,

Some of the 25% to 30% profit
on service at George's results from
the policy of selling service con-
tracts when they sell a television
receiver. On the sales floor a sales-

an's commission is increased if
he successfully signs the customer
10 2 90-day or a full year's TV serv-
ice contract. 1f he fails to sign a
customer for a service contract, his
commission s reduced in vuryiog
degrees depending on the
chandise.

All of the 15,000 television serv-
ice contract customers are carefully
sccorded on arevolving indes car
fle for ready reference
ice Departm
hold thousands of job. envelopes
fied alphabescally by customer

oth contract and non-con-

tomer.
rge’s Service Department has
itsountelephonewichboard with
sixteen special lines devoted to
en s Nie ot e lines
are for customer use and all must
be busy before an incoming caller
receives a busy signal. Other lines
—with some numbers unlisted—
are for special use of the 25 service
technicians who operate_outside
the store. The whole telephone se
up s designed for streamlined
effci
oman, service derks. ks Ia:
coming service calls. They have
beentaughttoanswer witha “smile”
and never to try an win an argu-
ment with a customer. At their
fingertps are four order boxes

and which are split up into four

Partof the TV and
“awaiting attentio

geographical sections for purposes

i chasi s s beles whre i o work
il e s S

i stored

of the work and che pertinen de-

e boxes
are also used for new calls being
taken over the phones and ready to
be checked for “service contracts™
against the index card wheel
Each ousside service technician
wens in a daily service sheet hat
provides a complete recort
service call and service
from the original ticket t0 the com-
pleiion ofwork. Dally specdomeres
mileage is recorded, na ad-
dress SF cach casomer, disposicion

Harold Simmons, Phono
w,m.,,u(a.uw..m,,m, s bench 1
i oot b

ecialit, has both hands Jree because

nils,
e i
Files of these daily service sheets
provide an invaluable record and
serves 1o e all jobs togedher for
reference purpose:

Bernard Jowett, Andg Gill's xhop
foreman, is res]
shop” work. Tt
are 25 inside service technicians
who have been selected to do top
quality service worl

(Continwed on page 8)
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Now comes another opportunity
for Television and Radio Service
Members of Philco Faciory Super-
vis ice to expand their serv-
ce activities and sencw their cof
tacts with old customers.

June 2, 1953 thousands of
Britishers will attend the Corona-
ibeth 11,

¢, while
millions of Americans wil follow
the Coronation, ceremonies with
the aid of radio and television.
Mass lisening and iewing o
historical events has become an
American habit. U. N. Meetings,
Crime Investigations, Po-
Conventions, Elections and
Inaugurations, and' Atomic explo-
sions have all—thanks to network
television and radio coverage—
gireathe Amecican public a appe
eing “there when it

ppens.

You can't be “there" with a tired
radio or a faulty TV receiver, and
this fact makes the month of May
an important month on the service
technician’s calendar. Because of
the color and pageantry of this
warming link with the past, the
spectacle of Her Majesty's Corona-

Coronation Broadeadt will

%wwme Your Business! ®

tion will grip the

2. Mike mechasicl check of ch

is compo-

all Americans young L M.,.

, newspapers, radio and tele-
vision will enlarge this interest in

ks prior (o the event; and
that is when you should cash i
whether you use the opportunity
to secure additional service busi-
ness orsimply totemind youe com-
munity of the services you offer to
assure reception.

There are several things you
could dos a posteard to your entire
customer Uit cordially_iaritng
them “to view the Coronation of
Her Majesty Hitabeds 11 maed
to reach your customers during the
thicd or Tourh wek of May, would

e 2 much appreciated remi
leuing then ion

HE S e
the spectacle in your area would
also be welcome

eck picre o susre maximum eight aod
ki o e

Furnsh winen repor
10 T Sy Sandhit o1

Servicing Dealers who have new
Philco merchandise to sell should
review their customer lsts and also

e this Coronation promotion (o
offer favorable terms of purchase,
with an_eye (o replacing small

Teceivers with new 21
Philco sets in time for Coronation
viewing,
As this is written, it looks like

A card of arger size,or a simple
folder, can be prepared o similarly
call attention to the historical event,
but with the addition of a ten point
tune-up offer at an attractive flac
price.

Tell your TV customers 10 “Get
your TV setn top shape or Coro-
nation viewiny

“Here's a money saving pre-
Coronation offer—a comph:mpmn
point twne-up for only . ... $0.00!

1. Mike physical check of aoenns. s
o ot o e L
Cordiia ind e eh

Sevcml hours of the Coronation re-

New York to provide several hours
of elecasingth dy ol

and aud;

TV AND Y0U!

ong before the FCC lified the
fum on the

vigor. Also, Headquarters has made

ion stations, the Philco mgv

reparing @ complete 80-Hour
ourse. Many man hours of prepa-
ration were taken in compiling the
material. Contacts were made from
engineering level all the way down
t0 find out the best method

of presenllng this material so that

Ui for those areas which now
or shorty will be

HE macker

s
in your area. Most distributors are
now seuing up service clinics which
will allow the secvice technician to

be fully qualified to service today's
television receivers. Through the
use of the 80- Course, Philco

has trained thousands of independ-
ent service technicians throughout
the nation. This program is sull
being carried on with renewed

4

obuin expert help from the cl
instructor. Regular service meet-
ings arealso being scheduled which
deal with the individual circuit
problems so that each serviceman
may have a betier understanding of
telesision problems from the theo-

el and practical suandp
It has been proven tim an
again that this method of technical
trlaing ost can' be beatl Aoy way
you look at i, TV and its sudy
resents many

$ise. Only xhinl\)n;,h the muhnd ui
having untrained peog

“learning by doing
alt mh,m be m.umu]

ou o check
your loca] Philco. Dmnbulor and
find out about his Service

schedule, Wit the type of informa.
tion and methods coming

these lincs, Philco is flly aware
tha the individua
nician will be
more useful posmon in the tele-
vision service industry and be an

community.




GRAND RAPIDS
PREPARES
FOR UHF!

The Philco UHF Training Fo-
rums presented inthe Grand Rapids,
Michigan territory mmny are

on-

PHILCO
MEMBERSHIP

RENEWALS GO

As we go to press with this issue,
the impressive total of 79% of
membeship has renewed or 1953
Philco Fa

P
Tl serien techaioaea prepits
themselves for one of the biggest
) o
introduction of television.
ver 75 members took p

the trainin e 3¢ Philco
Disribuor Radio Eqmpmm Com-

any, s, mith,
ervice Mmgu e Radin :qmp.
ment opened the meeting with 3
review of Philco Factory-Super-

his was followed by the UHF
Tuner Tnswllation film with a dis-
cussion and questions on tuners
and converter
e conclusion of this meeting

saw six Philco Factory-Supervised
Service Achievement Plaques
awarded to the following: B & J
Radio Center, Holland; Frank Cin-
ders, Grand Rapids; Lee Lasher,

Gedar Springs; Henry Faber, Grund
Rapids; Robert Wisse, Grand
and Heary Boozer, TR

Gli Michigany, A display of an-
sennas, ead in, et equipment and
F converters mounted on
breadbonsd wece inapecied by the

‘membership.

On the next evening a compara-
ble school was held at Muskegon,
Michigan, by Bob Smith, and 2
service plaque presente:
iobb, Madkesos Hetghs for his
all-around cooperation with Philco

ed Sersice and for

meeting c
fringe aeca which will so0n be
open for UHE.

All in all these three hectic days
saw practically all interested Philco
members brought up to date and
prepped on UHF practices. And all
agreed that 5 great dea had been

accomplished in readying them for
he beel activity that UHF
brings, Are you_ atiending_your

Distributor’s Service Clinic on
UHF? Better get on the ball and
make sure you don’t miss a thing!

beaches, Thisieighe Disrbirors
have reported over 100% of thei
1952 memberships renewed for

i just as was promised late
lastyeae 1953 malliogs e been
will continue to be chock-full

ether your
category is Television, Radio, Re-

ur

up!
.

frigeration, Air Conditioning, or
any. cnmbm:ﬂan of these!

u have friends who have
been” purting of theie renewsl
etter give ‘em a litle prod-
ding—we're all aiming for 100%
rencwal, which means that ev
Last Philco Factory-Supervised Serv-
ice technician wil stay on top of
the industry etter servicing
data as fast as it comes out.

Let's keep d:j? se Philco cust tom-
ers hay eyl keep cominy
T e Kich Socton

[QUESTION CORNER]

Is our face red! We promised to
send you answers to your questions
by return mail and now we've got
o pullin oue hnrm‘ It geems 0

remlly Comprehen volving all

s of related servicing theory

and practices. So—we'll sl do our

daradest to get your answers out

quickly, but f the quesion is an

olved one, we'll need a litdle
‘hanks!

more time. T}
Question

m barlog zouble wils “High
olmge ona T16

BT o dtaw L spnrk
from the 1X2 and the plates of the
GCD6 turn light red after set heats
or 4 minutes. 1 have checke
everything and voltages on tbes
seem most normal. substi-
tuted new tubes, have checked for
wbe _elements and anode with a
good oscilloscope and of no avail.
T do not have the circuit for the
code 121 set showing o using
2-1X2. The run I have is
and 1.1X2, The high voltage fly-
back transformer windings check
ilar ohms ss per diag
"LIEFORD D. LESSIG
litords New Jersey

Answer

From the indications you have
mentioned, you have insufficient
drive from your horizontal oscilla-
tor. Place an oscilloscope at the
input to the 6CD6 (grid). Compare

the amplitude and wave shape with
the waveform given in the service
manual. I the waveform is normal,
the trouble lies in the horizontal
output circuit; however, if the wave-

bnormal, the trouble lies
within the oscillator or associate
circuits.

In some circuits the B+ supply
for the horizontl oscillator is ob-
umcd [mm ll+ hoosn conse-

ly for ch

e %m ewillbe low if there

is any troul

sweep circuit. This necessitates the

applications of B+ fror

( the horizontal oscillator

plate load resistor, hence enabling

ihe osillaor o funcion normlly.

With the aid of the scope, check

the waveforms a¢ various points in

the oscillator circuit as given in the

service manual, paying close attea-

tion to the amplitude as well as the
shape of the waveforms.

Question
What is the cause and cure of a
mechanical buzz n an electric clock
s used in Model 537012
ms SAMBSON
Del.

Answer

‘This may be caused by a loose
fit becween the clock cover and the
front plate. To cure this condition,
remove the clock cover and spring
the rewining ears so 25 1o give
greater mounting tension against
the plate.




RIGHT: Seryjce Achievement Award
/ al Re-

beld at Cu«mpadrr Distributing
CGorp., Philco Distributors in Houston,
exas. e
rom Il toright
O Gt Eenera . anager of
PO i maknrg
the presentations; Dave Kunet
Moart Engrnesring. Compawys  Pat
ry—Pat Henry Rz/ngemtmn
Serodter. et Maspbras--Sersice
Supersisor, Crumpacker
L. Crumpack

er—President;
mm.n, Texas.

LEFT: At a recent UHF sersice meet-
el at the Flousebul plonce
Dulnhlor!, Mlaml, Florida, Warren
Rife, Dj r Service Manager
madclu'Strwndrblﬂmwmh{uard
Plaque pnmm:lmn:. Pictured are
(Ut 1o right):

Charles Russell, Phileo Sevice
District Representative; Josep)
Mablo, Miami; James . Madden,
Miami; and Warren Rie,

X

SECOND YEAR PLAQUE
AWARDS ON THEIR WAY'!

In a move to further expand the
service - sales dynamite_provided
you by Philco Service Achievement
Awards, Philco Factory-Supervised
Servics Headquartors bas an-
nounced a system ftisren plague
wianers ace now eligible for addi-
tional awnrds s every year!

The ar award will be
ichzd o Lhe original plaque and
become a permancat part of it A

ards are won, individual
plaxe: ill be added. The presence
a Philco Service Achievement

of yearly award plates on
mendous public. relations at the
very highest level. Your customers
can't ignore it—can't fail to be im-

6

pressed with your obvious techni-
el muperioriy

Philco Service Achievement
Awards have caprured the public's
imagination.
theye carned the support of the
industry through the lea
magazines as well as national mx

e feel that a recap of
the qualifications needed for suc-
cessful competidon in the award

in order at this time.
Am‘Flhcy are as follows:

1. Cooperation with Distributor
Service Manager.

. Auendance at Distributor's
Service Clinic.

3. Reputation among Phi
owaers, disclosed

vised s cspection clly

 Geaeral atcituds toward
Philco, the Factory, the Dis-
sribuor, aad all Phiko prod-

Cooperation with Philco Fa-
1oty-Sapervised Service pro
Tmotion program.

To every technician who takes
his service job seriously, who is
interested in service as @ lastin

Award offers him increased pres.
tige among his ncighbors, dhe .
speat llow workers, and
the m.,l,...h knowledge o a'sery
ice job well don




POST-WAR HOME
RADIO YEARBOOKS

‘This month we'd fike o call your
auention to the complete selection
of Philco Home Radio Yearbool
on sets produced affer the war and

as current as 1952
With Philco Home Radio Year-
bouks, as wuh other Philco Y(‘l('
s, you have the opportut
acquire specaly prepused data dm
Iessens the cl

youreceiveif used inonly onetough
fxy to advaniage, more dhan pays
for the minor cost of owning these
yearbool

ring yoursel up to date right
now fo complee Coveage of he
radio s mplete
otk of e Below Tl Philco
Home Radio Yearbooks are avail-
able and can be ordered by the
following part numbers.

and every month a $10.00
il bome s Philo Head:
quarters and speeds out to some
Thcky Phileo dealer oc sacvies techs
nician who rates it for a winniny
suggestionseatino he ldea Avwas
cont

The s:wbnck this month goes to

Frank T. Kurowski who is the
shop mansper °of Jewells Radio

., Utica, New York. Frank
e

10 DOLLAR AWARD !

tube or vibrator socket. You plug
the antenna pins into 2 and 3 sock-
ts and clip he clothes pin to the
bottom of the soc}

“A drawing to sesee sl s
below.”

“And tha is another service tech-
nician who is $10.00 richer because
he took a litcle time and wouble o
sendalong his suggesion onspecd:
ing up a service jol

Bron macy of 3 o have thought

“For y for the
scrvice w1ds saggestlon section of
the PHILCO SERVICEMAN, I am
submitting an idea that may be of
use to you.

“This idea is for beach work on
the later television sets that use the
pin on the antcans lead and leave
xhcu ((-nmnal strip on the
o7 shaps use the cloches
pin cips for the test atenna leads.
diffcult
phelidlein
strip. I have been using an old 80

trick or home-made tool that helps
you do a better job but just haven't
Bowen around 1o it? A loog letter
isn't necessary—jo it down o
postal card when you have the time,
and be sure o include your name
and address so we will know where
tosendthe prize if youwin! Get your
idea in the running—let’s hear from
you soon!

PHILCO IDEA AWARD

Post Office Box 6738

Phihdelphh 32, Pa.

TWIN LEADS o Eorochey
FROM ANT. USED AiﬂcoNNEcToRs
' [}
T 243
O O
e

PETERSON APPOINTED TO TOP
PHILCO APPLIANCE SERVICE POST

Philco Service Headquarters has
just announced the appmmmml of
Stanley Peerson as Manager, Ap-

pliance hileo faciory-
Supunnul Service

on takes over app

ance mm...g fresh from his former
position with Philco—Los Angeles,
the or in that area, and has
been associated with Philco Distri-
butorshipsin Californissince 1934
ith his own reail sales and
service business i relfigerstion
and air conditioning for many
years, Stan can be counted on o be
compleely avare of the needs snd
problems of appliance service tech-
micians in dh e, And his ong
experience at the dist
ice level (as General S
ager at Philco—Lo:

Sery
os Angeles)
rounds onacomplt sevie back:

ground that, lied o his
Sew duties wil beneksall members

tion, Freezer, and Air
of Philco Factory
vice.

When asked of his plans Stan had
this to say: “Philco Service mem-
bers have, the reputation of being
the best informed.technicians in
he industry. end 1o keep
that record armet with svecy meats
at our command.” And That, in a
nutshell, is what you can expect!




BIG TIME SALES THROUGH
816 TIME SERVICE!

(Contined from page 3)
The service shop area is par-
titioned into a series of work rooms

necessary distraction, Each room
presents a well hghud model serv-
tce setup. The inside tcchnicians
its and work, for the
SR
will go ail repair and adjustment
of one make of cceiver or
radio; to another team go the sets
of anor ‘manufacturer. Be-
e seryice repair on Philco is
comparatively light, as compared
ith other makes, only one man is
required to concentrate on Philco.
This method of specialization per-
mits the technicians to become
much mor familar wich one manu-
facturer’s circuitry and defection,
An caier, faster, bumr brand of
service worl
L
cians are well paid and on top of
their_regular compensation they
are given a bonus based on the
nu‘:nber of successfully completed
jobs.
Gill's key men include
Herb Soectes, Chitt Hopinecs, who
g the really tough ones among.
the inside jobs; and Claude Irving,
the outside Service Supervisor. Each
week Irving takes time off o per-

ited by an outside

service technician dhe weck before,
e man's personsl

et pead i

J all Qy merchane

" depariment make
ing minor. gt sy

T L el

the home, his work on the cus-
tomer’s ser, and generally adds to
the efficiency of the Department
and keeps che ouside safl on its

oes. You can ber that George's
Radio' sal Tclcvlsxon customers
g6t 3 goo done—with com-
plete. Eiftomer satistaction a5

customer desising a teley
ice estimate. twbes
e e i
them in by the bag-full)—for any
number over ten, a test charge is
made.

Al fifty of George's service tech-
nicians are registered members of
Philco Factory Supervised Seavice.

n serv-

tion has become well known in
Washington, George's Service De-
partment does a large over-the-
counter service trade. In these
cases, or where an outside customer

are given
azge and Fadio subes are

Four of Audy Gill's service clerks taking service
bandling service customer relations,

onders ocer the phone and

The entire orks
closely with Philco's Washington
Distributor, the Joseph M. Zamoiski
Company. Joha Kimball, General
Service Mmgu for Zamos has
been credit Andy Gill with a
i assst in helping (o get this pro-
gressive service program rolling,
and Joha Kimball is really en-
thusiastic_about the cooper.
George's has shown throughout all
Philco Factory-Supersised Service
effor

O the Service Depart-
meat of GLcrsL s Radio and Tele-
vision, Inc. one can see the beehive

whale of 3 Job of it without waste
motion. Back of it all one senses
the progressive aitude of George's
Service Management regarding
service. Here's a big tme siles
operation backed by a big time
service program . . . a service set
roud contributor (©
the fortunes of this selling organi-
zation. A full-fledged department of
the business chat is guaranteeiog
customer satisfaction . .
modity without whi¢h no retaler
can succeed for long.



