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“ONE CALL— ONE HOUR" SERVICE
... coming your way SOON!
(see page 4)

A 543,000 GROSS IN FIRST YEAR
FOR TOLEDO'S "HONEST TV SERVICE"

Starting in the sales and service
business from scratch, with but
little experience, is a risky business
at best. A great percentage of this
type of operation close their doors
during the first year, unable to
create the necessary momentum to
carry them through in the black.

But, when you conclude first year
operations (without the heavy ex-
perience usually called for) with
a sales gross of over $200,000, and
a service gross of $43,000, it's not
only unusual—it's phenomenal!

This is the record of Cliff Clark,
owner of Clark’s Home Appliances,
Toledo, Ohio .. . a young man with
big ideas. While short on experi-
ence, he’s long on ambition, im-
agination and common sense.

A scant 18 months ago Cliff Clark
went into business for himself,
probably on the same day that hun-
dreds of others did all over the
country. (And you readers know
just how tough thar first year is.)
So, it would be interesting to know,
in the year and a half passed, how
many are still in business, and just
how few would come anywhere
near Clark’s impressive yearly gross.

To give you an indication of
what he's done in so short a time,
here’s a brief rundown of Clark’s
18-month tally since he started
from "“nowhere.” Personnel em-
ployed totals eleven; including six
service technicians, three salesmen
and two office girls. Clark sponsors
a TV wrestling show beamed out
of Tolede every week. His sales
record, stock and service equipment
have made him what is reported
to be the biggest servicing dealer
in the arca covered by his Philco
Distributor, Benarr Distributing
Company of Toledo. A Philco Serv-

ice Achievement Award is display-
ed in the store prominently for
his customers’ attention. His pro-
motional efforts, using give-away
drawings and contests have drawn
an estimated 25,000 to 30,000 en-
tries. In an economic period of
slight levelling off, his business con-
tinues to climb to new heights. All
this and more in 18 months!
While Cliff Clark admits that he
uses standard business procedures
and forms, operates his service de-

partment in a conventional manner,
and makes no claim to “'secret”
methods, there are a number of
reasons for his unprecedented suc-
cess. And the way he tells it, serv-
ice is the key factor!

Basically Cliff Clark is a sales-
man, although he sells no particular
product. He sells himself—his hon-
esty, his sincerity and his ability.
With supreme confidence he has
managed to communicate his en-

(Continued on page 2)

Doorway to success! Clark’s Home Appliances, a beebive of activity for big sales and
quality service in Toledo, Objo.




TOLEDO'S “HONEST TV SERVICE"

(Continued from page 1)

Men and motors! The Clrk serice cres e o right, Cal Besmets Gene Supini

Dull™“Tex" Crider, Dick Wikowski, Bob
Lark, and Joe

thusiasm to a long and growing
string of satisfed customers.
ow is it done? CIff says it is
casy. Al you bave to do i put in
ive with your work.
and yout m.u, keep close tabs on
competition, watch the market, buy
wisely, sell smartly and do che right
thing at the right time, every time!
Sccioualy, e bas enjoyed building
e success of this operation and it
shows best in some of his adver-
tising to customers, a parc of which
we'd like to repeat bcﬂuse it suc-
Cestully mirrors how
dealer should feel nbc\u hns blu

copy s on 2 i
sse Some Had Faith” by Cliff

Phileo Test Equipment speeds up ben

ch servicing ensbli

Driver, Philco SDR, Cli] ("bimsel]")

Stadier
Clarks and vas widely disibuced
hroughout Toledo. Tl

L e

the great majority of buyers want-
ed 10 hear, right down to the last
“Yes, some Appliance
a0 Teleioon deaos e 120 hoe
u, the general public, wanted a
dealer where you could buy with
confidence and a service department
0 serve you honestly and depend-
ably, in what s todsy the geeatest
means of encertainment e

now
“Shordy_you will hear more
about the Toledo Appliance Retail
ealers Association, a group of
reputble dealers who believe in

ing seruice technicians (Ieft to

7ighs) Gene Supks, Col Bennett and Dick Wit hori 0 bandle 4 memied sors of

appliances every

square shoodng wih you both in
sales and_ service. you
2z mised by b  dea or disconats
o buying oftbrand or obsite
merchindi. Dot ke chances!
T it s o
service department before you buy,
and does not farm his service out
<o any Tom, Dick or Harry. For
further information and your own
your Beter Bush

Whatever in geneal o particu-
lar he is promoting in appliance or
electronic products, CHiff Clark
aluways stresses service, In his ads,
Tis printed matecial, Ny
el s “Honest

e b believes,
bore s i people main-
ly wane. Clark's is stictly a list
price store, No deals, no discounts

flered. You cn't get one no
macter how hard you try. But it
hasn’c hurt him, nor has he losc
business because of chis policy. On
CIff feels that the
list price store with service pays
off hundreds of times greater than
cutting price or making deals.

Clark's service people have been
hired on the basis of above-average
ability and are particularly quali-
fied for TV service. OF course, all
are signed up as PSS members and

ave evolved a close working re-
Iationship with Ed Knipper, Benarr
Service Manager. You can see from

only half of the Clark story. The
teed “Efficient

Clark's touch of genius shows it.
self in his store promotions design.
od to draw i Highly succes.

espect

mers.
Clark's “Holiday in Miami Beach,”
also illustrated, that is, ac chis
writing, still in effect and which
is creating a tremendous interese
in Philco’s new Two Way Door
Refrigerator.

The amazing aspect of Clark's
raff type of promotion is the non-
aggressive manner in which it is
run. There's nothing 1 buy as a
condition for entering the contest,
The customer does not have 10 sign
his name. He isn'c even requircd
10 enter the store! The
here is © make
cusomer o paricipa
wying o persuade h
sme-hmg This “gentle” method
of promoting has drawn more peo-

(Continued on pase 8)

im ©



The long and efficient "
arm” of ). George Fischer &
Sons (Philco Distributor, Saginaw,

“waining

Michigan) ed out into the
hinterlands recently and brought
service mining 1o 8
group who, because of distances
involved were un:hle to auend

their Service
"The progesm, maseerminded by
John Loucks, Fischer Service Man-
ager, and Bob Driver, Philco SDR,
consisted of concentrated Philco
service training o the interest-
ed members in and around Hough-
ton Lake, over 100 miles from Sagi-
naw  Headquarters. Loucks and
Driver

equipment to Houghton Lake and
set up the sch
‘The training class was comj

for the most part, of radio techni
cians who had never serviced tele-
vision. The school ran for six con-
secutive days and nights, with
members of the evening group
driving_an average of 50 miles
every night to atten

h time stricey limited, both
instructors and students dug in and
really cammed. At week's end,
every man was qualificd to com!
pletely align and troubleshoot tele-
vision receivers. As a final exam,

STILL MORE RADIO

TECHNICIANS

JOIN TV SERVICE RANKS

on the last night of the course, Bob
Driver deliberately “fixed” the sets
with every conceivable bug that
a serviceman would be likely o
encounter. Then he turned the boys
loose on them. Each set was di-

rectly and  repaired
without difficulty! It was TV serv-

These new, topnotch service technicians, ready for
Lake TV S
- Warren, Roscommor
ax Corsaa, Clare; Brayton Fisher,
,.,4 m "Drver, Philés SDR.
Comers, Proot; Paul Holman,
J. George Fischer.
Herman, Rose City; Cifford Robers, Honghton Lake,

wwere members of e Houghion

righi: drcbie C
Eoucks, Seceice Monct

icing under the worst conditions
imaginable for newly trained men,
but they came through with colors
flying.

If you are not in television serv-
icing yet, don't it off any

longer. As qualified radio techni-
cians your background, plus the
famous Philco concentrated TV
training course, can transform you
into an efficient television techni-
cian in o time at all. Is wise, it’s
smart, it's cimely, and chese Michi-
gan radio boys found it to be easy!

sy challenge in TV servicing,
ervice School,

Bl e et Brench;
er, Hrrison; E. E. Aam

Harrison; Jobn
Dick Roesle, West Branchs Pete
igan.

Get on down 1o your local Philco
Distributor’s and make arrange-
ments to ake TV wraining now!
Don't forget—color is coming—you
want to be well versed in basic TV
before you tackle color!

an(lc'z-Sugurvise\d\

LIMITED TIME ONLY!

THESE ALL DAY, ALL NIGHT PFsS
DISPLAY DIAMONDS
ONE 7" SCOTCHLITE

< PFSS DECALS

ALL THREE FOR ONLY $1.00

PR2672 Scotchlite Decal
PR-1938 Standard PFSS Decals

ASK YOUR LOCAL PHILCO DISTRIBUTOR
ABOUT THIS EXCLUSIVE $1.00 DECAL PACKAGE!




PFSS MEMBERS ALREADY IN TRAINING ON . ..

scenes you see illustrated
here, the first contingent of Philco

service history

You have by now received,
through the mail, advance infor-
mation of how rudiclly this "One
Cal Hour” Service is going
1o affect yo\u stacus and earning
power in appliance servicing. Very
shortly the entire complement of
Philco Distributor Service Man-

That means cach and evey one of
you will have at your disposal a
Philco_Distril " 0

gty sl e insn,
One H

tion on

tions and printed m:
together by your Distibutor Serv-
ice Manager—the most sdranced
culy profesion sp-
pliance servx:mg ever o
the independent service e
of
‘The obvious advanmges accruing
10 you from "One Call—One Hour”
Service, aside from the overwhelm-

Fa mry-swzomsn




are your
Diibuto Serie Menegers it "0
Cull—Ome Hour" Service. In urn, bis
o
Lel 1o righ: Alex Taguon,
Hanctor vty e RTINS
Tos Suporsiory Stom Patron Moty
Suder, Supervisor; Esrl Jefies, Product
Mansger, Refrigeration Servic; Alex
Haukin, Soprior; and i Blch
Pro ager,  ir Condiioner
Service,

Bubl & Sows, Inc., Detro

e o

Discbutr Sercce Maages sraduted Jrom Phia's "One Cal—One i
. Beck rou, Ly

rmssm/y, Tulys, Merle Durick,

ichinton, e Dty e
Hartley, West Texas Applia

i Inc, Denter, Colo. Jin

e o3
N el B, Chesper £ ok B Eiisi Chatiton
Net shoren i this petre ae Jim Asch ond Gene Kowhbl ditpbons orpy

Delgeio, Bust & Sony, In

Lo, Vermom Afpitnce, Barinsions et o

rent, San Antonio, Texs
Dutroi ey
o rtsbanet;
rpbree,

nee Co., Fort Worth; Y ally Schmidy
cford, PhilcoLos dngels Wayne drond,

rkansas Radio & Appli-
ArkLiTes Fioinsors, e

. Lo, Mo and Jim I,

SEE THESE MEN SOON! THEY HAVE IMPORTANT INFORMATION TO PASS ON TO YOU!

ing ease of operation, are important
enough for every refrigeration serv-
ice member to make this program
a “must” on_his schedule—and as
soon as anhlc'

of the wasted service
call which wil,in taro, easbie you
o practially 'double your work
load and earning power, are enough
inceative fof anyane to attend these
special  Distributor _schools  for
"One Call — One Hour" Service.
Bur, above and beyond even this,

] /' Y, V74
CALL-ONE

©
sis and increase of pr
csch s yery G of Foa'casihe

the wsed cie 1 » profesionl
bas stige

Philco Service Headquarters is
urging all service members of ever

appliance category (refrigerator,
air conditioner, and freezer) to
participate in_tra ; g fnr “One
Call — One Service. It is
going to eveianans m[r|gemrxnn

HOUR" SERVICE!

d make PESS members
e of i
in this day and age you've got =
haye the jump on competition.
“One Call—One Hour" service can
give you that jump.

Please contact your Distributor
Service Manager at once and have
him siga you up for 60 hours of
simplified  instruction that will
change your future t0 a brighter
hue than it has ever been.




oA

1 am working for Sears in the
daytime but 1 do some service work

cwo years. I atended classes run by
Mr. Palmer in Fort

Could you tell me where to get
e e Ees Bl oy feop
formation in? I think

Gty are biue ad 1 conld use about
w0 of them. I have scen them used

in some service shops.
CHARLES B, MCFATRIDGE,

Lubbock, Texas

Binders,

vital

The Philco Service

il
able from your local Philco Dis-

sributor. Ask for them by Part
Number PR-2157.
e
In regard to Bill Dennison’s let-
ter in the February SERVICEMAN

the xubjccx Ic
sight @ gripe bou pics bt the
fect on me is negligible. To the
Iady yho says tht o crtain o
any has a cheapes
e
that compaay bectuse 1 repted my
work and services as being on
b ey phnc han thes, The
same reply goes for labor charges
e customnes who refoses 6 lchis
set go out of

home when it is
amctary s told that 4 be doubes
my honesty, integrity, or_abili
it would have been better for him
to call another company in the first
place. These ideas have been used

bly handle and have to refer cus-
tomers 10 other companies at times,
I feel tha 1 have no
from the pricecute o the “seer-
driver” mechani

“Take heart Bill, the public will
always recogaize and be willing t©
pay for sacisfactory service. 1f on
che other hand, the public reaches
a stage where price is the only ol
oo, thea i will be for us
10 find new fields for our talents.

At any ate, T will s be badgered
or brow beaten into price cutting.
il ey only for
price needs only one experience
with the xn!ﬁcmm “screwdriver”
‘mechanic to realize where the best
bargain can be obta
S0 hold the line and keep yor
prices (as well as your mthex) \lp.
any zhlnks o the PESS plan, i
has been
hie secvcemaa. o date
ARRY C. HOLMES
Holmes Radio & TV Service
College Park, Maryland

1 would like to hear what other
TV servicemen :hmk about snrvic-
ing after store hous
I e chis peoblem: My sere hous
are from 8 o0 6,

Lo out evnlogs aly on extreme

S hvother poicy I pacie s ater
20 minutes in a he
e e gm over
this nmc 1 will ke the set into
the

Eaa int thuc helps me. T
carryasmall magngt from a speker
in m
drop a screw i
putting a screwdrive
magnet hole I can pick up almost
any meal object.

ave been ng
television for 29 years. 1
years of age. Now my ambition is
0 become a “ham

Hamy C. Wenzet,

.
ideas on a solution, and the sooner
the better!

SERVICE
DIPLOMACY

Diplomacy is the tactful manage-
ment io mecting sinuations without
arousing hostil e been
R e
aroused only because service diplo-
macy has not been used. There are
times when a service complaint is
received and after the call is made,
it is found that the trouble is not

be-
ing too familiar with the operation
of the merchandise.

Much hostility has been aroused
berween the customer and the

serviceman by the simple develop-
ment of an atitude that the cus-
tomer does not know
about.

The  diplomatic

now-icall.” Always
allow the customers to recain the
lief chat they w00 know some-
thing about the merchandise they
have purchased. If the serviceman
develops a good listening 'uumsle,
e will gain the customer’s con-
#deace, snd will more radily b
able to satisfy the customer's com-

phain.

The serviceman's atitude  to-
wards the customer is of ultimate
importance. The old adage that
the customer is always right” may
not hold true in every instance;
however, the customer must be rc.

serviceman who is not afraid t be
amiable and who offers only that
information and_satisfactory serv-
ccessary is the one who is in-
suring his future.
Diplomacy is an important factor
in service work and will assist in
decreasing customer complains.

)




Sunay Calt it yoorawerds
e to
R Grifth; Chorlo. Bur
Bob Shanholizer; Frank

i W. Mac
Jones; Kenneth Long; Bob Myers,

neral  Service Manager,
Philco-Los Angeles; Ivan Hoff-
man; and George Martin.

igh
fon;
Mali

Califerions repsat with sec-
ond year plagues for their Philco
ievement  Awards.
Left fo right: Bob Myers, General
Service  Manager, Philco-Los
Angeles; Jim Brower; Ralph Ten-
ney; Amold J. Meyers; Forrest

ers; and George Thornton.

AWARDS

Upstate New York Awards,

hamton, N. Y.; Julio Martell,
Broome Service Manager_for
Electronics, Appliances, Parts
‘ond Accessoris; Si Pinizzafto,
the Philco Product Performance
Group o Sandusky, Ohio; Lovis
Marsh and John Talkiewiecz,
N.

rmon Alderman, Peris Bros,
!mghcmlan, N Y.

C. & B. Electric, Walton, N. Y.;
ond Ted Gibson, Philco SOR.




Congratulations to Howard Keil-

holez of Baltimore, Maryland who
is this month's winner of the lucky
$10.00 Idea jackpot! That check
is on its way to you Howard, and
we're printing your lewter_below
10 help other servicemen as it help-
ed you:

“1 am not the inventor of this
idea, nor bave I read it in_your

columas. However, I submit it be-
cause it is one where the user can
purchase the gadget on the market
slseady manfacrured or build it
s

PLUG-IN
CIOAR LIGHTER

“The problem: Mr. Serviceman
bes 50 suto sudio 1o fnsuall, bis
test set-up is on one side of the

shop, not pombxc. the car sits on
the opposite side of the shop and
perhaps other cars are in the way.

chassis.
metal table
with an a

aptor plug which

Question
1 recendly compleced an instal-
Iation of tun

prer on
tomer's receiver and noticed
a peculiarity of the unit with re-
gards o sound. When operating on
UHF, the loudest audio is obraincd
when the fine tuning control is
turned into picrure smear. This

effect is not produced when oper.
acing on VHE. What causes this
splic?

J. A. Obpiir,
Trenton, N. J.

Answer

This effect is produced when he

scillator setting of the

fused 50 thac the oseillator fre:

all car cigar lighters gives him a
source from the car he is working
on, and lo and behold, he tests @
new radio before_installation or
makes a quick estimate test on a
sick one. This saves time when

“Someone will ask about the an-
tenna.” For convenience how about
ounting one on the metal roller
table as I did. I use this system in

CONNECT TO RADIO UNDER TEST

one of the largest Auto Radio drive-

ins in Baltimore wh| is cele-
its 30th

“HONEST TV SERVICE"

(Continued from page 2)

CUFF CLARK'S
Holiday
in Miami Beach

cable mentioned can be
dispensed with cxcepe if adapter
line is overloaded. This cable can
help carry part of load by connect-
ing to radio chassis from car chas-
is.”

Hae you sen your $10.00 duard
Idea in yet It can be worth bard
cars if publabed n the idea lard
column. Why not jot it down and
send it in now?

queacy Is above that of th désired

UHF channel. This

Due 1o the double conyersion from
a UHF channel © o VHF channel

guency below the frequency of the
UHF channel being

enerect sesting; of the sscilasor 1s
made with the crimmer all the way
in, then turn the trimmer out until
the first signal is obained. The
second signal, obtained by turning
the trimmer further out, should be
avoided. The correct setting of the
oscillacor can be checked by the
action of che fine tuning.

nm are emmplrx of Clif Clark's
native of promotions  that
reee helped make b1 shove o bossebold
word around Toledo.

ple into the store of their own
accord than could ever be expected
fr

a steady upward curve. Along serv-
ice lines, Clack is nnklng a stren-
uous effort to continue gaining in
Siesion s et s 9 8 g oF
100,000 from service in 1954! This
may sound ambitious beyond ex-
pectation, but on the basis of a
firse year $43,000 wke and steadily
increasing ac n all service
line

CIiff Clack is sure it can be

really_good!

Cliff Clark has created a com-
panion motto for his “Honest TV
Ve think it needs no
Expl.\nahun and covers a lot of un-
necessary words about what Toledo
people think of Clark's. It is . . .
“THE STORE WHERE CUSTO-
MERS SEND THEIR FRIEND!




