. SOME DISAPPOINTMENTS,

Radio traders, in many instances,. te-
port that business did not come quite
up to expectation during the Christ
mas period.
sence of a real rush of business to

~ the depressing effect of the “Summer- ]
. - time” Bill, which

has deducted an
hour from the evening darkness.
- WINTER BETTER THAN
SUMMER.

If dealers ate disappointed with the
‘volmmne of business. they did during
Chtistmas, they will gain some satis-

faction from the knowledge that, after|

all, the counter-attractions of the great
‘out-doors militate somewhat against
‘radio during summer-time in other
countries. The coming winter, how-
.ever, is bound to be a trecord radio
season in New Zealand.

RADIO “DOCTOR’S™ CHANCE.

- With the growing popularity of radio.
and the large number of listeners in
the cities, it i3 now up to some enter-
prising young radio dealers to organ-
ise a radio ‘‘doctor’s” service in each
of the four New Zealand centres, Many
well-to-do  broadcast listeners would
welcome a chance to be able to call
a radio ‘““doctor” by telephone -at
pight time to fix up their sets when
they unexpectedly develop some trou-
ble which incapacitates them.

. DON'T CLOSE AT MIDDAY.

Some of the smaller radio traders
close their shops during the lunch
hour, just when folk are able to get
out from their shops and offices to
‘make their purchases, ‘This is not
only evidence of lack of enterprise upon
‘the part of the trader, but it means a
Joss of business, and the man who does
keep open scores.

USE GOOD WINDOW CARDS.

" Window cards should be neat, but
ot too ornate. ‘Their function is to
convey information plainly and -direct-
ly to tlie prospective buyer. The cards
should not be too small, and the let-.
tering should not require feld-glasses
to decipher. There is a city radio
shop with most elegantly printed cards
and almost microscopic lettering upon
them. To make smatters worse, the
cards are placed right away from the
front of the window,

NEAT WINDOW DISPYAYS.

No wise radio trader will clutter his
window with a confusion of articles
carelessly thrown about. A lot of
anything looks cheap. Don’t confuse
the Luyer with competing lines. Don’t
disgust the onlooker by laving a dirty
window. A layer of dust on display-
ed goods is the worst thing possible
for business. A trader can always dis-
play his enterprise and attract busi-
sniess by having his windows frequent-

- 1y rearranged. If, on the other hand,
there is a lack of variety in the charac-
ter of the window display, thé impres-
sion is soon created that that particn-
lar window is always the same, and
warrants no attention. .

WINDOW DISPLAYS FEATURED.

Good, sound advice is given by the
president of a big American radio com-

Many aseribe the ab-}

| spring we suggest it as a much ap.

| a range of, say, from 500 to 1500 miles,

phny ot the subject of window dis-}

*plays.  He sdys:—“At present, aside
from the publicity given us by peoplei
who have purchased sets from us and
recommend them to their friends, our
most valuable -advertising medinm is
our show window. At the opening of
the fall. season we have a win-
dow featuring ibe joys of radio; prior
to the holidays another; and in the

preciated present for graduates and
| brides by m of an interesting dis-
play. Tour a year, toward ihe
close of each sof1, We. aguounice a
sale, at which timé we £ill the window
with radio equipment ‘specially pric.
ed. Tn this way we keep both gual-
ity and price constantly before the
public.”

COLOURS ATTRACT BUSINESS,

An American dealer advises fellow
radio traders as follows s~

“Taking a tip from the colour ad-
vertisements which stand ont from
those in black and white we make it a
point to use volour in all our window |
displays. %o achieve all possible colour
effects we take advantage of various
lithographed window cards supplied by
the manufacturers and use crepe paper
Iiberally. Colour thus obtained i1s in-
expensive, and has a sales punch that
{ moves merchandise fromt out shelves.
We find that it also pays to have all our
printing done on coloured paper, the
slightly increased cost for the latter be-
ing offset by the business it attracts.”

DON'T URGE DISTANCE NOW.

Although tone quality is important in
the minds of radio fans, the ability of
receiving sets to gef distance is always
a very great sales factor. With the
public still interested largely in distant
stations, many dealers exhibit a ten-
dency to overplay this particular feature,
Clear reception can be obtaiged within

but if this range is exceeded, alihough
the set may be capable of much greater
distance, matural noises are bound to
result, This in turn will make a dis-
satisfied customer. ‘Therefore, retain dis-
tance in’the sales talk, but don’t over
sell it. The Australian stations are not
heard to advantage before 11 p.m. dur-
ing midsaummer., When the autumn
sefs in, and “daylight sdving®’ goes out,
the position will be mmnch improved.

INSTRUCT YOUR CUSTOMERS.

A frequent cause of trouble is the
supplying of a special detector valve
(like the 200A type) without properly
instructing the customer as to its operat-
ing characteristics. After hearing a fine
demonstration in the store, the pur-
chaser has the receiver installed in his
home., ¥e wonders why he did not
notice the hissing noise when the set
was sold him, and is likely to conclude
that the demonsiration set is superior
to his own, Were customers propesly
instructed by the dealer as to e warn-
ing-up process and correct adjustment
‘of the filament rheostat, after warming
up jis over, the customer would: he
thankful for the thonghtfulness of the.
dealer in supplying him with this su-
perior detector valye, Instead, his first
evening of radio entertainment is one of
exasperation which ends in a service
call, costing thie dealer at least 10 shil-

fings in time,

95 WILLIS STREET,

.

THE FAMOUS “51” CROSLEY TWO-VALVE SET.
Complete with Valves, Batteries, *Phones and Loudspeaker.

£9/10/~
Guaranteed Australian Stations on 'Phone Strength.

ITAVE YOU HEARD OF CROSLEY'S LATEST ACHIEVEMIINT?
THE BAND BOX,

ASK FOR A DEAMONSTRATION FREB,

G. G. MACQUARRIE LTD.

‘Phone 456—863.
All Acrirl Equipment and Radieo Accessories in Stock,

WELLINGTON.

i &

' RADIO RECEIVERS
THEY ARE ALL-BRITISH -

It gives us great pleasure to present to the Radio World, s British Set
built by the largest Radio Manufacturers in the British Empire.

Raleigh employs the newest developments i Radio Design, and its
economy, and workmanship are truly wp to traditional British standard.

You Will be Greatly Impressed with the Raleigh
— Models now on View at the Raleigh Dealexrs —

THE L. H. WRIGHT CO.

Authorised Raleigh Dealers_

———

IGI

153 Willis St. [Opp. Y.M.C.A.]

Wellington, Phone 23-147 J
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."Getvt'ing.Toge.therTo Solve Radio Selling Problems

AVOID DISSATISFACTION.

o S T .

Tt pays to sell only good-guality radio
goods, ~ Ihe teceiying set, completely
mstalled, should he considered as a
onit, - The dealer sells the complete
package; a failure of apy part of if,
however, insignificant, means the failure
of the entire equipment. The sale of
tow-grade valves, accessories or power |
supply, in order to make 'a larger
profit on the set, is inviting a Jater
series of service calls which will eat
up that profit, A little less expemsive

current supply, and a speaker of good
quality, means a permanently satisfied
customer and a profit which wilt not be
constantly in jeopardy because of the
customer’s kicks.

TO0 DEMONSTRATE EFFECTIVELY.

A poor quality loudspeaker connected
with a poor quality receiving set can-
not be expected to give good tone. Us-

will fail to give pleasing tone. And a
poor Jloudspeaker operated by a good
set will have the same effect. A radio
dealer should not attempt to demon-
strate without laving the best guality
in both loudspeakers and set if he sells
high-priced eguipment. .

GOOD SERVICE IMPERATIVE.

New ¥York “Radio Retailing” says:
“The day is over when any ‘ham’ can
build as good a set as a factory-made
product, and with this comes the realisa.
tion that no longer ean any young
high school boy with a smattering of
amcteur radio he hired as an efficient
service man.” It is a plain truth that
there are some radio dealers in the
Deminion who are guite unable to pro-
vide any service for their customers, and
as a result there is much dissatisfaction
among “buyers. Small troubles which
should De easily rectified are neglected.

FREE ADVICE AIDS TRADE.

A San Prancisco radio trader has
built up a big business by inducing lis-
teners to come in and oblain free ad-
vice about their equipment  Printed
on all signs used, on all advertising,
and on every package which goes out
of his shop 1s the slogan, “We special-
ise in furnishing expert advice in your
own language, free from puzzling tecl:-
nical terms, and without having to buy
anything,” Yrom 8.30 a.m.., when lis
shop opeus, until 6 p.m., when it closes,
there 18 almost a continuous procession
of questioners, and his salesmen are
Lusy all the while,

A COMMENDABLE PRECAUTION.

An enterprising Indiana (U,8,A.)
tadio salesman always imakes a privale
preliminary test mnear the louse of a
prospective buyer with his portable set
to ascertain whether there are any dis-
couraging local moises that may mar
receplion, ‘Then when the salesman is
absent to give a demonstration for the
prospeetive Luyer he {rankly informs
the cnstomer if there are any eleetrical
leakages in the vicinity and endeavours
to have the cause corrected hefore giv-
ing the demonstration.

A CONE HINT,

A Connecticat (U.8.A.) radio com-
pany suspends large coue loudspeakers
horizomtally from its shiop ceiling fixed
up like an electric light fixture, As a
result the sound is mnore evenly dis-
tributed throughout the roomi, and the
reproduction is more faithful as there
is nmo gravity side pull of the vibrator

| pin against the armature.

SALES INTELLIGENCE.

It has been found that 15 per cent. of
radio service calls are due to the cus-
itk
struction of the customer Ly the dealer.

fect that the set squeals constantly,
while the only attention needed is to
have the rheostat turmed down, Or,
after a month or two, the storage hat-
tety gives out and the customer is sur-

| prised to learn that it requires charg-

ing, Just why the radio dealer should
uot lave displayed the ordivary sales
intelligence which each such case re-
presents is not clear, but this kind of
abuse is so widespread that it is the
cause of hundreds of otlherwise avoid-
able service calls,

MELBOURNE TRADERS' GOOD
WORK.

A Melbonrne writer  says:—*T'his
Christmnas very attractive window dis-
plays were observable in Melbonrne
at all the dealers, but the most notice-
able improvement over previous years
was the excellent hehaviour and™ ad-
tastment of the londspeakers. Most
dealers arrange to have a loudspeaker
over the doorway of the establisliment,
and too frequently in past yenrs these
have been_ the most deplorable expon-
ents of wircless incompetlency that it
wag possible to meet. It was only to
be expected that when such awful com-
binations of misplaced sound were
hurled at passers hy (hat they should
wag their heads disparaginglv and Te-
mark, ‘Olt! it’s only {he wireless!® and
pass by on the other side.

“Lo-day, however, all ihis is chang-

is merely proof of decadence in

the
tealer,

“fhe most reputable firms have
the voutlifnl en-]
thusiasm of inexpert salesmen, who in
days of yore conld not forbear from

e —

tinkering  with apparatns that they
knew notling about, 'L consequence

set, with high-grade valves, adequate |

ing a good Youdspeaker with a poor set|

A service complaint may be to the ef-|

ed, aud the noisiness of a Joudspeaker |

us

is that wireless has come more thor-
oughly into ifs own, even as a street
musician, ~ In one much frequented
Melbourne street there is a bevy of
wireless 'dealers well within coo-ee of
each othef, and you canuot get out
of hearing of ome before the others,
-too, take up the tale and can bhe
heard guite distinetly,. In past years
the Torrid resulf used to be an  ex-
coriation of the aural diaphragm. This
Christmas, liowever, there was actual
pleasture to be derived from taking np
8 strategic position, where all three
loudspeakers were to be heard- at
once, -and with egual volume, and . it
was guite a revelation in good musical
reproduction to notice how accurately
m unison and nniform in tone the trio
were, It was, in fact,  somewhat
weird when any speaker or singer was

identical woices came from . different
quarters simultaneously.”

RADIO AND GRAMOPHONES.

New Zealand radio traders should
note that therza is a lot of Dbusiness to
be dome with the electrical pick-up
used i1 connection with a gramophone,
a radio set, and a loudspeaker. 7The
advantages of 1lie electrical gramo-
phone’ are many., Apart from the
guestion of tone, fhe .volume obtain-
able is only limited by the power of
the amplifier and the ability of the
tondspeaker to handle it, yet volume
control is quite easily arranged. Tor
dancing and simgilay purposes this is a
great advantage., There is also the ad-
vantage that the gramoplione and
amplifier can be in one room and the
londspeaker in any other. “Those al-
ready in possession of a radio set with
good audio frequency stages can adapt
it so that Dy a simple switching de-
vice ecither gramophoue records or
broadeasting can be reproduced at
will,  Vinally, any old gramophosne
will do to operate the electrical por-
tion, providing it has a fairly good
motor.  Alternatively, if no gtamo-
phone is availuble, it is only necessary
to purchase a motor asidd tone-arm, )

The radio dealer will appreciate that
the troduction ot the electrical
gramophone orens up to him the possi-
hility of selling, not only the “pick-
up,” but amplifiers {or components to
build them), valves, hatteries, and loud-
speakers.

KILOCYCLES AND METRES

A SDMILIE BXPLANATION,

In reacranging the licenses of stations
lately, the United States llederal Radio
Commission, like all technical men,
has laid special emphasis on kilocycles,
rather than  on  wavelengths = {or
metres). Yet the pubiic has previously
failed to respond to efforls to impose
upon, ib this inore scientific metliod of
reckoning. ‘Ihere seems to he a popu-
lar feeling that a wave-Jength is some-
thing tangible, while a kilocycle is an
abstract idea.

Vet the matter shonid be gimple
enough. A cycle is a reversal from
positive to negative, and back again
from negative to positive, in the elec-
tricity in an alternating-current circuit,
or in the impulses creating the field of
a radio wave. “Cycles,” wsed as a
measure of the ryapidity of these
changes, implies always per second;
and ‘'kilocycle” is simply a short ex-
pression for thousands of cycles (per
second). A thousand kilocycles, there-
fore, means a million double changes
- per second in the polarity of the wave,
as measured at any point in its pro-
gress and, as the wave advances 300,-
000,000 melres (tnore accurately, 209,
820,000, more or less) per second, the
“‘peaks’ will be bighest at points 300
metres apatt, along the path of a 1000-
ke, wave. We have lere the idea of a
simple wave, corresponding to a wave
in water, with approximately equal
spaces hetween its highest crests. How-
ever, the water does not move steadily
forward—it rises and falls—and the
radio wave is not a flow of current;
it is a rise and fall of voltage.

ACCURATE MEASUREMENT.

The frequency of currents, alternat-
ing from thousands to millions of times
a secomdd, lias been very accurately
measured, the wavelength, with a les-
ser degree of accutacy, hy other com.-
plicated devices. Trom the standpoint
of classifving stations in a broadeast
tist, we might nse either kilocycles ot
metres readilv cnough, We may also
describe a distance as 66 feet, or as

under trapsmission, and the - three
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1-80 of 2 mvile,‘ with eqnal accuracy; it
is merely
reckoning,

But, in the technical problem of ar-
ranging stations so that they will not
interfere with each other, it is neces-
sary to calenlate in cycles; because
what is impressed on a radio carrier-
wave 1s not a wavelength. It is a fre.
guency. o

VIBRATIONS AND CYCLES,

A musical note is a vibration at the
rate, for instance, of 800 cycles a secs
ond, causing air waves about four feet
long. In an elettric speech amplifier
this would correspond to electric waves
abont six hundred miles long, hecause
of the great speed of electricity. But
we do not add a six-bundred-mile wave
to a thousand-foot wave; we impress a
frequency of 800 cycles (per second)
upon one' of a million (per second).
The result is a “modulated wave.”
The function of a radio detector is to
iron out, so to speak, the million-per-
second wave and leave the 300-per-
second wave, which enters the loud-
speaker and reproduces a 800-cycle
note, of sound in air,

Now, at the upper end of the broad-
cast band, a 800-cvcle change affects
the wavelength (measared in metres)
about ten times as much as it does at
the lower end of the Land, At 5200
mietres, the wavelength used for trans-
Atlantic radioplione work, one kilo-
cycle added to the frequency makes a
difference of about 100 metres in the
wavelength. At 52 metres, down near
the very short wavelengths at which
amateurs are now working, a kilocycle
makes a differenicz of onty ahont one
ten-thousandih part of a metre in the
wavelength. As a  mathematician
might pot it, the difference in the
length of a wave represented by a kilo-
cycle varies inversely as the square of
the freguency (approximately).

CONVERSJON TABLE.

The {following table, to the mnearest
tenths of metres, is iherefore publish-
ed for the information of our readers,
who may desire to convert kilocycles
into metres, or vice versa,

Dletres K.C, Metres K.C. Metres K.C.
545.1 550 3446 870 252.0 1190
535.4 560 840.7 880 249.9 1200
526.0 570 386.9 800 247.8 1210
516.9 580 833.% Q00 2458 1220
508.2 500 829.5 9010 243.8 1230
499.7 G600 325.9 020 241.8 1240
491.5 610 322.4 980 239.9 1250
483.6 620 319.0 940 238.0 1260
476.9 630 38156 050 236.% 1270
468.5 640 312.3 960 2349 12680
461.3 650 3091 070 2324 1290
454.3 660  305.9 980 230.6 1300
447.5 670 302.8 990 2289 1310
440.9 680  200.8 1008 227.1 1320
4345 « 600 2969 1010 225.4 1330
498.3 700 203.9 1020 293.7 13840
422.3 710 291.1 1030 222.1 1850
416.4 720 288.3 1040 220.4 1360
410.7 780 285.5 1050 218.8 1370,
405.2 740 282.8 1060 217,83 1380
399.8 750 280.2 1070 215.7 1880
24,8 760 277.6 1080 214.2 1400
389,4 770 2751 1090 212.6 1410
364.4 780 272.6 1100 2111 1420
379.5 790 270.1 1110 209.7 1430
374.8 800  267.7 1120 208.2 1440
370.2 810 265.3 1130 206.8 1450
365.6 820 268,00 1140 205.4 1460
361.2 830 260.7 1150 204,0 1470
356.9 840  258.5 1160 202.6 1480
5.7 850 256.3 1170 201.2 1490
348.6 2541 1180 1949 1500

860

If an’ outside aerial is used with a
superheterodyne receiver it should e
designed to work with 1ihe receiver.
Usually, fifty feet is long enoungl. [he
longer the ezerial the more it Lroadens
the tuning and decreases sclectivity.
Tor the super, the acrial does not need
to be as high as for less powerful sets.

It is generally concedecd that trans-
former-coupled amplification provides
the’ simplest and most stable means of
obtaining ample loud speaker volume,
While tlie bLetter makes of present-day
transformers provide good tone quality
in combination with a suitable loud
speaker, to those with a critical musi-
cal ear, however, somewhat Letter tone
quality, with less volume, may be ob-
tained with impedance and rcsistance-
coupled methods. However, ihe last
two methods, because of their inherent
characteristics, have often heen aban-
doned in favour of the  more stable
transformer-coupling systém, with its
greater volume for given “B” or plate
voliages, though at a slight sacrifice in
realistic rendition.

—

Arrange for a demonstration,
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—

THE INSTRUMENY OF QUALITY

RADIO RHUNOTrS

CLEAN AS A DEL

F.J. Pinny Ltd.

Ocean Deep Tone!

and marvel at the wonderful

depth of tone of the SONORA.
It will surprise you.

RADIO

58 Willis Street

WELLINGTON.
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