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UNTER, who has made fans and 

ventilators exclusively during 55 

| 52-In Hotel Type years, is now operating under War 

Production Board restrictions. ® No 

more fans will be made except for the Army, Navy and Maritime Commission. 

HUNTER unfilled orders now on hand represent contracts with Government 

Agencies. ® Certain sizes of belted exhaust types can be made available for 

Government hospitals and other war industries, subject to limited material 

inventories now on hand. 

HUNTER FAN & VENTILATING COMPANY, INC. 

Factory: FULTON, N. Y. 
General Sales Offices : Memphis, Sterick Bldg. Eastern Sale# Office : New York, 92 Warren Street Western Scles Office : St. Louis. 1706 Oli se Street 

Sales Offices: ; Laon Og ” pats . Sales Offices: 

ATLANTA ; ; wi BOSTON 

CHICAGO pf - » : CLEVELAND 

DALLAS ev DETROIT 

HOUSTON i y \ ‘ KANSAS CITY 

LOS ANGELES F ) j NEW ORLEANS 

PHILADELPHIA , PITTSBURGH 

Zephaur Comfort 

Cooling and 
Commercial Ventilators 



No. 4 in a series 

published by SYLVANIA 

for all users of 

fluorescent lighting 

BALLASTS 

The ballast is a current-limiting device essential to the oper- 
ation of fluorescent lamps. Without a ballast, the current 
would rise instantly to a value that would destroy the fluo- 
rescent lamp, which is an electrical arc-discharge source. 

The ballast consists of an iron-core choke coil and con- 

denser elements embedded in insulating compound. Only 

the wires necessary for connections with the external circuit 

are visible. The diagram below shows the internal elements 

of a ballast and the hook-up in a typical two-lamp circuit. 

Ballasts also provide for power-factor correction. A high 
power factor is essential to lighting efficiency. The table 
below shows the wattage consumed by both the single and 
two-lamp types of ballasts. 

Line Approximate Wattage Loss 

Volts Two-Lamp* 
Type 

Single 
Lamp Type 

110-125 2 

110-125 2.8 

110-125 4% 

110-125 4% 
110-125 10 
199-216 9 
220-250 9 

110-125 13 
199-216 12 
220-250 13 
110-325 12 
110-125 24 
199-216 24 
220-250 24 

* Wattage loss is for both lamps. 

65 
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“Fluorescent at its Finest’’ 

FLUORESCENT LAMPS, FIXTURES AND ACCESSORIES, INCANDESCENT LAMPS, RADIO TUBES, CATHODE RAY TUBES, ELECTRONIC DEVICES 

Wy SYLVANIA ELECTRIC PRODUCTS INC. 

Operating hints 

BALLAST SERVICING 

Properly designed and installed ballasts last indefinitely 
under favorable conditions. That is why the ballast is the 
last thing to check when lamps fail to light. When you are 
sure that starter and lamp are not at fault, test the ballast by 
hooking up a bell ringer in series with the coils. If bell fails 
to ring, you know that ballast is defective. 

Don’t Try to Repair a Bad Ballast. Replace it with a new 
one. Then there will be no risk to your investment in fluo- 

rescent equipment. 

A hum that grows in severity is a sure sign of impending 

ballast trouble. 

Improper ballast equipment can cause lamps to blink with 
a definite “on” and “off” period and thereby shorten lamp 
life. Be sure to use the right ballast replacement, as specified ; 
by the manufacturer of your particular fixtures. } 

THE BALLASTS ARE RIGHT 

IN SYLVANIA “PACKAGES OF LIGHT” 

Sylvania sells industrial and commercial fix- 
tures complete with lamps, ballasts, sockets, 
starters — wired and ready for immediate in- 
stallation. The ballasts in every Sylvania fix- 
ture are made to the same high quality stand- 
ards as Sylvania lamps, starters, reflectors 
and sockets, 

timely wartime tips on” 
FLUORESCENT 

For Additional 
Maintenance Information 

Send For This Free Booklet 

SALEM, MASSACHUSETTS 

—- 
: ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Marietta, Ga., and Atlanta, Ga., U. S. A. 
Subscription rates, United States and Possessions, $1.00 for one year: Canada, $1.50 per year; Foreign Countries, $2.00 per year. 

Entered as second class matter at the postoffice, Marietta, Ga., under Act of March 3, 1879. 
Volume 24 Number 12 



Litely 
s the 
ul are 
st by 
fails 

new 
fluo- 

ding 

with 
amp 
ified 

Sold through recognized 

independent wholesalers 

HAZARD INSULATED WIRE WORKS 

Division of The Okonite Company 

Wilkes-Barre, Pennsylvania 
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CHANGING 

=the PLANT L \YOUT? 

T distribution for light and power is already installed, it will be a simple 

matter to adjust it to new requirements. It is practically100% recoverable. 

@ PLUGIN DEVICES 
The @ Plugin Devices can be arranged to go on 
either or both sides of the Plugin (@ Busduct, and 
each Plugin device is supported by independent 
fastenings. All @M Plugin Devices are equipped 
with proper capacity of rugged compression type 
bus bar connectors. They are made in three 
types. See illustrations below: 

ay p 4 At left: @® Cir- 
cuit Breaker 
Type. 

Below: @® 
Klampswitchfuz 
(hinged type 
pull-out) Safety 
Type Fuse Dis- 
connect. 

£ 

Above: Shut!- 
brak i o. 
Switch) with 
Kamklamp Fuse 
Holders. 

Or, consider the conveniences and 

economies of this modern system in new 

planning... Feeder @ Busduct is ideal 

for large capacity connections between 

generators (or transformer station) and 

main switchboard, and between the 

latter and the feeder distribution sys- 

tem to the various parts of the building 

...Plugin @ Busduct affords great flexi- 

bility for machine layout. The plugin 

outlets spaced on 12-inch centers, make 

it possible to locate machines at any 

desired position, and to plug in quickly 

at the most convenient outlet —with 

minimum loss of production hours... 

Both Feeder and Plugin types are made 

in standard 10-foot sections. Suitable 

elbows, tees, cross connections, inter- 

mediate feed-in and feed-out boxes, end 

closures with surge discharge protec- 

tors, and reducing capacity sections, 

make it possible to fit @ Busduct to any 

desired arrangement. It is adaptable 

to any required position or location. .. 

Extensions may be made readily to 

existing systems, without disturbing 

them, and at minimum labor cost... 

Installation of @ Busduct is economical 

for small plants, as well as large. 

Designed for 2, 3 and 4-wire feeder 

systems; 250 volt DC, 575 volt AC, 

maximum. Capacities in accordance 

with Limitation Order L-273. 
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TO INSTALL, CLEAN and SERVICE NEW 

SIMPLE COUPLING 
FOR CONTINUOUS ROW LIGHTING 

; ; . EASY-FIT ACCESSORIES 
Mitchell design makes the difference! Ina few seconds, FOR MOUNTING OR HANGING 

you can attach or release the reflector ... without use of 7 

tools. A quarter turn of Mitchell’s new aircraft-type 

“Instant-Latch” does the trick. 

Simplified channel design and easy-fit accessories 

provide for every method of mounting or hanging. New 

couplers quickly connect units in continuous rows. All 

removable parts of the fixture may readily be detached 

for service or replacement. 

All this makes the new MITCHELITE All-Steel Indus- 

trial Fluorescent Fixtures today’s outstanding value! 

cae Red £8) ete ee Nee Pere dn ido eae 

Open-End type, with choice of Baked Enamel or Porcelain One-Piece Closed-End type, with choice of Baked Enamel 
Enamel, in 2-40, 3-40 and 100-watt models. (‘‘Instant- or Porcelain Enamel, in 2-40, 3-40 and 100-watt models. 
Start” available on 2-40 watt units. ) (“Instant-Start” available on 2-40 watt units.) 

Get full details from your MITCHELL DISTRIBUTOR 
or write for Catalog No. 281. 

MITCHELL Wanafacturing Cs. 

2525 Clybourn Avenue * Chicago 14, Illinois 

West Coast Factory & Sales Office: 1019 N. Madison Ave., Los Angeles 27, Cal. 
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Because of the basic importance of adequate wiring to the entire electrical industry, 
Anaconda is presenting messages like this in a wide list of national publications. 

4OW ABour rye 
SCRAMBLE Fop 

POSTWAR MARKETS) 

BE SAFE -— BE CERTAIN 

If the facts below make sense, check up on your wiring plans now! 

FUTURE MARKETS 

Foresighted market surveys won’t mean much if 

plant wiring and service equipment capacity don’t 

back up potential volume. 

NEW DEVICES 

Do your plans anticipate the huge increase in the 

sise of electricity—the power demands of new, com- 

plex electrical machines? 

COSTLY TEAR-DOWNS 

Figure the expense of possible downtime and labor 

costs for emergency wiring and equipment. 

“i 

2 aa >, Pa aa) fo 
SA - ft Ppt ate Ct, Ft 

— : ‘ons 
POWER LI “FHKE 

OBSOLESCENCE 

What about your banker? He’ll want to be sure 

that electrical efficiency is adequate to keep your 

plant a prime commercial risk. 

POSTWAR EMPLOYMENT 

You'll want to help assure places for the horde of 

returning men. Don’t let inadequate wiring cramp 

your personnel. 

Obviously unwired planning will cost a lot more 

than planned wiring. Wire Ahead! Have a talk 

with your electrical contractor, power engineer or 
utility power engineer. — 

ANACONDA WIRE & CABLE COMPANY 

25 Broadway, New York 4... 

cm 
c > CLEZ Als 2 OL 

Sales Offices in Principal Cities 

Te SS: 

hire Alheead 
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it’s IMPORTANT 

That You Take Orders NOW ! 

EXHAUST FANS 

and BLOWERS 

Wise dealers are continuously on the job every 

day soliciting orders — and selling orders for 

COOLAIR Fans and Blowers! We are in the 

position to handle your orders on an “order 

first — shipment first” basis, so it is impor- 

tant that you help your customers anticipate 

their needs early — and order early! 

CONTACT ALL PROSPECTS NOW 

| e because—CMP Regulations permit almost any 
type of business, able to certify that the 
equipment they order is necessary to the suc- 
cessful operation of their business, to assign 
their own preference ratings on purchases up 
to $500. Form WPB 541 (Formerly PD-1A) 

| can be filed for orders in excess of $500. 

— — — ae 

@ because—many Government orders are still 
available to wide-awake dealers who keep in 
touch with these prospects. 

@ because—by selling your customer on an “order 
i first—shipment first” basis, he will be assured 

of as prompt delivery as possible. 

DON'T DELAY START TODAY 

contacting every likely prospect. We will be 
glad to help you with any priority problems 
that may arise. Send for a supply of the latest 
Coolair literature and the 1944 price list. 

AMERICAN COOLAIR 

CORPORATION... .manutacturers 
3604 MAYFLOWER STREET 

JACKSONVILLE 3, FLORIDA 
ECR RTS LS Bare TINTS SEI EES 50 TTS 
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GROUND RODS ANS ‘CLAMPS 

sper 

«— Grounding Wire 

DESIGNATES 

Safety Screw LENGTH OF ROD 

No. 9492 Clamp 

Five safely screw 
wrenches are 

furnished ®ith every 
100 clamps 

P , " 

Square Head ' ee | 
i 

CROSS-SECTION OF A HUBBARD- 

COPPERWELD GROUND ROD " Diam. 
liber ~\ SHOWING APPROXIMATE 

hss Ground Rod No. een Clamp PROPORTION OF COPPER AND 
STEEL WHICH IS MAINTAINED 

NO. 9440 56" x 10 FT. * IN ALL DIAMETERS OF ROD. 

RODS— DIAMETERS FROM %" TO 1"—LENGTHS FROM 5 FT. TO 40 FT. 

CLAMPS—TWO STYLES, SAFETY SET SCREW AND SQUARE HEAD BOLT— 

FOR ALL DIAMETERS OF RODS. 

A 

HUBBARD ann COMPANY 

EXCLUSIVE NATIONAL SALES AGENT FOR 
COPPERWELD GROUND RODS AND CLAMPS 

PITTSBURGH ° CHICAGO *y OAKLAND, CALIFORNIA 

ELECTRICAL SOUTH for DECEMBER, 1944 
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Postwar Rural Electrification 

Holds Promise for South 

FIVE-year rural electrifica- 
tion program that would 

create a $5,546,283,000 outlet for 
goods and services and provide elec- 
tric service to 3,655,000 rural homes 
was declared possible in a prelim- 
inary report submitted recently by 
the Rural Electrification Adminis- 
tration Postwar Committee to the 
United States Department of Ag- 
riculture Inter-Bureau Committee 
on Postwar Programs. 

The REA Postwar Planning 
Committee, using a conversion 
factor of $2,000 of expenditure per 
man-year, believes that the five- 
year program wil] involve two and 
three-fourths million man-years of 
labor. This program, the commit- 
tee believes, goes far toward attain- 
ing the objectives which Secretary 
of Agriculture Claude R. Wickard 
has stated as follows: 

1. Rural homes need electricity 
as much—if not more—than city 
homes. We can’t have a decent 
standard of rural living without 
the things that electricity provides 
for the farm homes. In addition, 

ELECTRICAL SOUTH for DECEMBER, 1944 

electricity increases the efficiency 
of farm production. 

2. We must look upon the fur- 
nishing of electricity to farmers as 
an opportunity for service to ag- 

riculture rather than a means for 
making a profit. 

The report states: “This is a 
preliminary report of the national 
job still to be done in rural elec- 

More emphasis is to be placed in the 
future on the sale of productive ap- 
pliances: to rural homes such as pig 
brooders, chicken lights, dairy and 
refrigeration equipment, and pumps. 

trification. While it is subject to 
revision after consideration by the 
Department’s Inter-Bureau Com- 
mittee, it is the result of long and 
careful research and study by 
specialists in the field, and it sets: 
forth fundamental principles 
which must govern rural electrifi- 
cation in the future.” 

The report is based on data from 
the 1940 Census, from reports of 
REA-financed cooperatives 
throughout the country, from ac- 
tual unelectrified-farm surveys of 
600 counties, and on the findings 
and reports of the various State 
postwar planning committees, 



With electricity increasing the productivity and profits of the farm as a 
business, there will be a better opportunity to sell “electrical living” for 

the farm home. 

The report states that more than 
6,344,000 occupied rural dwellings 
do not now have central station 
electric service. Some of them are 
located close to larger-cities and 
probably can best be served by ex- 
tensions from urban power systems; 
others are located in areas of 
sparse population or cut off from 
normal development by physical 
barriers and probably cannot be 
reached within the five-year pe- 
riod. But 3,655,000 rural estab- 
lishments can be reached within 
five years, the report declares, by 
extensions from existing rural 
power systems—defined as those 
whose primary interest is service 
to farms—or from a few new ones 
created by local interests wherev- 
er such new enterprises may be 
necessary. 

These new lines would be con- 
structed by both public and pri- 
vate financing; and while the re- 
port states the REA committee 
conclusion that cooperatives will 
provide the principal means of 
carrying out this program, private 
power companies are expected to 
have an important part. 

Construction of the lines in the 
five-year program is estimated to 
cost $1,020,000,000. This estimate 
is computed on a State basis, using 
the pre-war cost of line per con- 
sumer as a factor. Based on an 
estimate of one man-year of labor 
for each $2,000 of expenditure, 
this line construction would pro- 
vide 510,000 man-years of labor. 
Most REA-financed construction 
and much of that carried on by 

8 

power companies before the war 

was performed under contract 
with outside firms. 

Expenditures for wiring, appli- 
ances, and plumbing to be install- 
ed by the newly connected rural 
power consumers have been esti- 
mated on the basis of pre-war ex- 
perience modified by technological 
improvements during the war. 

-The computations are on a nation- 
al basis. 

It is estimated each connected 
farm on the average will spend 
$145 for wiring and $400 for ap- 
pliances and equipment, the pre- 
liminary report indicates, and in 
addition 35 per cent of them will 
install pressure water systems and 
plumbing at a cost of $225. Other 
rural establishments — non-farm 
residences and the like, making up 
25 per cent of the total—will 
spend $90 each for wiring and 
$200 each for appliances, and 25 
per cent of them will install 
plumbing averaging $225. 

The expenditures for these pur- 
poses will reach an estimated to- 
tal of $2,026,241,000 and require 
1,013, 120 man-years of labor. Wir- 
ing accounts for $479,723,000 and 
239,861 man-years of this estimate, 
appliances and equipment for 
$1,279,240,000 and 639,620 man- 
years, and plumbing for $267}- 
278,000 and 133,639 man-years. 

The report also includes an es- 
timate of the amount of new busi- 
ness due to additional electrical 
installations by rural consumers 
already receiving service. The 
total amount of this new market is 
estimated to be even greater than 
that afforded by similar installa- 
tions by newly served consumers, 

(Continued on page 68) 

Proposed Three-Year REA Program for Postwar 

Rural Electrification* 

Rural Consumers ___ 
To Receive 

Investment Required 
for Program 

State Service 
Alabama 42,700 
Arkansas 47,000 
Delaware 3,000 
Florida 10,100 
Georgia 89,500 

Kentucky 46,600 
Louisiana 37,500 
Maryland 6,900 
Mississippi 53,300 
North Carolina 71,200 

Oklahoma 77,700 
South Carolina 34,000 
Tennessee 57,900 
Texas 157,200 
Virginia 26,200 
West Virginia 3,200 

Total in South 764,400 

United States Total 1,326,800 

Distribution Related 
Lines Facilities 

10,000,000 2,000,000 
1,000,000 250,000 

15,000,000 5,100,000 
3,000,000 1,750,000 

20,000,000 5,600,000 

12,000,000 3,500,000 
10,000,000 6,100,000 
2,500,000 800,000 

12,000,000 3,500,000 
18,000,000 10,000,000 

25,000,000 13,000,000 
7,500,000 3,550,000 

12,000,000 4,600,000 
50,000,000 16,000,000 
8,500,000 6,700,000 
1,000,000 350,000 

$207,500,000 $ 83,600,000 

$403,150,000 $174,905,000 

*The three-year period after materials and manpower become available 
in quantities sufficient to permit general resumption of primary line con- 
struction. Construction costs are based on REA pre-war experience. 
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APPLIANCE DEALER MUST PLAN NOW | 

It’s not too early to be lining up franchises and dealer- 

ships, making market surveys, begin training of key men, 

and preparing general promotion plans for ‘postwar selling. 

HILE SOME electrical ap- 
pliance dealers have closed 

up shop and others are twiddling 
their thumbs, wishing for the war 
to end and longing for big stocks 
of merchandise, the newly organ- 
ized Southern Electric Appliance 
Corporation, New Orleans, La., is 
making definite plans and laying 
the foundation for a real postwar 
gales program. 

The expression “Nothing to sell” 
is almost in as bad repute as 
“Don’t you know there’s a war 
on?” While Southern Electric 
Appliance Corporation does not 
have any more to sell than any 
other dealer or distributor they 
are doing a fine business in what 
there is to sell and they have 
mapped out a complete plan for 
postwar business. 
There may not be merchandise 

to sell, according to B. F. Trin- 
chard, sales manager, but this is 
the ideal time to select the manu- 
facturers with whom you want to 

ELECTRICAL SOUTH for DECEMBER, 1944 

do business. A reliable company 
with sufficient resources and with 
promise of an aggressive selling 
organization can now obtain 
brands, franchises and dealerships 
that would be impossible in norm- 
al times. This is due, of course, 
to the general upheaval in the 
electric appliance business be- 
cause of shortage of merchandise 
and because many dealers have 
dropped out for the duration. 

Head of Southern Electric Ap- 
pliance is T. F. Campbell, who 
is president, a veteran refrigera- 
tion engineer of 25 years experi- 
ence. The company was organ- 
ized in March, 1944. C. M. Main- 
egra is secretary and treasurer. 

Mr. Campbell recently spent 
more than thirty days visiting fac- 
tories in the north and east where 
electric appliances from washing 
machines to electric stoves were 
manufactured and when he re- 
turned to New Orleans he was 
distributor for some lines. 

Left, Tom F. Camp- 
bell, president of 
Southern Electric 
Appliance Co., of 
New Orleans. Below, 
some of the signs 
used in the windows 
and on the sales 
floor to acquaint 
customers with the 
products to come. 

They are either dealers or dis- 
tributors for nationally advertised 
lines of refrigerators, electric 
stoves, complete electric kitchens 
with electric sinks including dish 
washer and electric garbage dis- 
posal unit; commercial refrigera- 
tion units in cases and for install- 
ing in customers’ boxes; commer- 
cial display cases; milk coolers, 
hermetically sealed refrigeration 
units and belt driven units; room 
coolers and air conditioning 
equipment; fans, exhaust fans and 
attic ventilators; fruit and vege- 
table display cases; a room and 
factory heater using gas and elec- 
tricity; an automatic washing ma- 
chine, frozen locker equipment 
from plans to complete installa- 
tions. 

Such of this merchandise that. 
can ‘be sold to firms under gov- 
ernment priority is being delivered 
with fair promptness. In fact, 
they have encouraged this busi- 
ness and in the short time since 
March have boosted it up into 
good volume. They have sold'‘a 
number of automatic refrigerated 
blood banks to hospitals—the unit 
they sell has a bell alarm which 
rings when the temperature gets 
to the danger point—allowing at- 
tendants to make a quick check 
on the machine. This unit has 
been in popular demand. 

AFTERVICTORY 7 
Beg OR PUTS at he mae 
Thy WURES PREST REFRIGERATORS 
RADIOS WASHING MACHINES © 

KITCHEN EQUIPMENT 7. 
ELECTRIC APPLIANCES 
Wa 3 Bea a ie an 
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 FQUPMENT AVAILABLE NOW 
_ AIR CONDITIONING 4 HOSPITAL 
’ wow! ESSENTIAL INDUSTRIAL RIAL- PROCESSING 
REFRIGERATION 1. FOOD PROCESSING PRES 247} 0N INDUSTRIAL sy PROCESS. WATER COO! Ne 
FREER FOOD LOCER STORAGE Lan (os; 
VENTILATION on/ HEAT |) 

» Cont Dor £5 3 if, > , Depp 

These large window signs remind customers of equipment that is available 
“now.” They have proved valuable because many prospects have taken 

it for granted that all equipment was out for the duration. 

A 900-locker plant has just been 
opened in Jackson, Miss., cos#- 
ing $30,000 which was handled by 
this firm from plans on the draft- 
ing board to completion. 

In connection with locker plants 
they have all the parts for sale 
including a stock of steel lockers. 
Sale of this material is regulated 
by special rules of the govern- 
ment. 

They stock and sell through 
dealers and through an aggress- 
ive sales campaign to grocery 
stores and butcher shops, a paper 
box container to be used for stor- 
ing frozen foods, fruits, meats or 
vegetables. The box comes in pint 
and quart sizes, the food is put 
into special cellophane bag lin- 
ings with an inexpensive and pat- 
ented filler. The tops of the bags 
are tied with a string and in a 
freezer compartment the _ food 
package will keep indefinitely, re- 
main clean and cannot be contam- 
inated by odors from other foods. 
This is an inexpensive item sell- 
ing for a few cents a dozen which 
is being pushed throughout their 
trading territory to obtain a large 
volume. Demand for it grows 
daily. They are using classified 
advertising in the daily newspa- 
pers to attract the attention of 
dealers who could sell the item 
to their customers. 

No one will deny that one of 
the most important programs after 
the war will be construction. They 
say that it will take ten years 
after the war to catch up with 
the demand for new residences. 

10 

These new home owners will want 
all the good modern conveniences 
that the market affords. 

In this connection the Southern 
Electric Appliance Corporation 
has applied for a patent on a 
home refrigerator of its own con- 
struction. Under the rule allow- 
ing one of a product to be manu- 
factured, one is being construct- 
ed now in the shops of this com- 
pany. 

Walk-in Home Refrigerator 

Not just another refrigerator— 
this unit has flexibility—it may 
be purchased as a complete “reach 
in,’ “walk-in” unit, measuring 
about seven ‘by seven by five feet, 
or it can be drawn into the 
plans when the architect lays 
out the house. It uses a hermetical- 
ly sealed, refrigeration unit. 

This refrigerator uses cork in- 
sulation, has a_ stainless. steel 
front as regular equipment, or 
white enamel on order. Besides the 
“walk-in” and “reach-in” features, 
it has a freezer compartment in 
which the temperature ranges 
from zero to about ten above, and 
a feature which will attract many 
—a cold storage vault for fur 
coats—and when you think of it 
with modern refrigeration there 
is really no good reason why the 
lady’s furs should not be kept in 
her own cold storage vault. The 
monthly rental saved would at 
least pay the current bill for the 
year. 

Orders have been taken for this 
unit, subject to release of ma- 
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terials by government agencies. 
And speaking of orders, this 

company has another novel solu- 
tion to the order and priority 
problem. While orders on units 
which cannot be delivered are not 
encouraged, where they are ac- 
cepted they require a down pay- 
ment of one-third of the purchase 
price and agree delivery on a first 
come first served basis. Natural- 
ly they will call these customers 
or make delivery at the earliest 
moment. 

The reason for the down pay- 
ment is simple. If orders were to 
ibe taken for electric refrigerators, 
one salesman could probably get 
a thousand in a day—just signed 
orders agreeing to accept delivery 
if no down payment is required. 
It is the theory of Southern Elec- 
tric Appliance Corporation that 
these people intend to accept de- 
livery but when the appliance is 
released, since they have no mon- 
ey up, they will buy it where they 
can, rather than wait their turn 
in any priority arrangment engi- 
neered by the store. The man with 
a sales slip numbered 645, know- 
ing that he has to wait until 644 
other people get a refrigerator 
will likely spend his time trying 
to find another dealer where he 
can get better priority. For that 
reason Southern Electric does not 
issue any kind of priorities but 
will accept orders on some appli- 
ances with a down payment of 
one-third. 

Southern Appliance is training 
its salesmen now for the postwar 
period. In their opinion it will 
(be more than two years after the 
war ‘before they will need the 
pavement-pounding, doorbell-ring- 
ing salesman. 

The kind they will need for the 
postwar period are salesmen who 
can handle customers quickly and 
these salesmen are being trained 
to carry the sale through to clos- 
ing. They will ask the questions, 
establish the credit, fill out the 
credit blank and get the signature. 
With every salesman closing and 
completing the sale a larger num- 
ber can be handled in a day. 

This company has already com- 
pleted its financial arrangements 
for time payments with a simple 
contract. The safety factor is 
largely in the amount of down pay- 
ment required. They do not in- 
tend to sell much under one-third 
down. Competition will not re- 
quire the old 10 per cent or no 
down payment, and if the customer 
is not prepared to pay one-third 



down, the one standing behind him 
will. That much down payment 
insures sound deals at all times. 
Surveys are now being made by 

this company as to the number 
of different appliances their deal- 
ers, their retail customers and 
their territory will absorb. So far 
the numbers are running into stag- 
gering amounts making the poten- 
tial sales of the various items 
loom like last year’s war debt. 

For instance, they have discov- 
ered that in the city of New Or- 
leans alone, there is a shortage 
of six thousand floor furnaces 
and that means six thousand po- 
tential sales for the floor furnace 
they sell. 

Even though customers may be 
waiting in line for two years after 
the war, Southern Electric Appli- 
ance Corporation intends to adver- 
tise their merchandise. While 
newspapers will be used some, 
they have decided that spot an- 
nouncements on the radio will be 
the means they will use to ac- 
quaint the customers with their 
stocks. It will likely take the 
form of a news bulletin announce- 
ment, something like this: “South- 
ern Electric Appliance Corpora- 
tion have received six hundred 
electric stoves. First come, first 
served. Reasonable terms, im- 
mediate deliveries, no store or gov- 
ernment priorities.” 

Service Facilities Increased 

The service angle has not been 
overlooked and a large section of 
their floor has been allotted to 
parts bins and a service depart- 
ment. Four servicemen are now 
being kept busy, mostly with re- 
frigerator repairs. 

They will stock all the parts 
for all the lines for which they 
are distributors and many of the 
parts of the lines for which they 
are dealers. The service bench 
has been made large enough for 
about eight servicemen to work. 

Service will be provided for mo- 
tors, radios, washers, ironers, re- 
frigerators and air conditioning 
and heating units. 

The firm occupies large floor 
space and now has arranged sam- 
ples of the units they have in 
stock around the large windows 
on two streets. Back of the units 
are large signs telling the public 
what they may buy now without 
priority — what may be purchased 
with priority and then a list of 
the appliances which may be ob- 
tained there, to use the words on 
their signs, “After Victory.” 

It appears that progressive and 
- efficient firms always think of 
everything. Did you think there 
was a shortage of cork? 

They are distributors for their 
own cork for insulation purposes 
and have a warehouse stacked 
high with this product in suitable 
bales. They have it for their 
own insulation in the refrigera- 
tion units they build — for the 
repair of others and for sale to 
their own dealers and the general 
trade. 

They have arranged for a post- 
war line of package kitchens for 
apartments, which include stoves, 
sinks, wal] and floor cabinets, re- 
frigerators, bread boxes and cup 
hooks. 

Their deals for electric water 
heaters have already been made 
with the manufacturers and they 
will promote electric water heat- 
ing units in about three sizes. 

With their present set-up they 

can accept a contract to equip a 
new large and modern drug store 
with all the electrical equipment 
it needs from hot plates to soda 
fountain, refrigeration complete 
with chromium-trimmed back-bar. 

They can accept a contract from 
a home builder for complete elec- 
tric kitchen; electric laundry; 
electric air conditioning and heat- 
ing; electric hot water with auto- 
matic control; even to attic venti- 
lators, new FM radio and auto- 
matic record players. 

Mr. Campbell said the postwar 
buyer is going to have enough 
money to get what he wants and 
he will appreciate the store that 
can supply all his wants — give 
him a guarantee on all of it with 
a service department to back it up. 

“It may seem like we have a 
lot of lines,” Mr. Campbell said, 
“but you’ll notice they are all re- 
lated — all of them go in. one 

(Continued on page 68) 

In making postwar plans, the Southern Electric Appliance Company has 
not overlooked the service angle. Most dealers expect that greater emphasis 
will be placed on service in the postwar period because customers will 
remember the service disappointments they have experienced during the 
wartime period. A large section of their floor space is being allotted 

to service facilities. 
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Careful Estimating Essential 

On Airport Lighting Jobs 

By Baron Creager 

FTER the war there will be 
huhdreds of small towns want- 

ing airports and these specialists in 
airport lighting—N. E. Busby and 
E. L. Porter, of Dallas, Texas—will 
be out after all of that business 
they can handle, for it will be prof- 
itable. 

But under war conditions there 
is nothing available but govern- 
ment contract. U. S. Engineers 
figure these jobs too close for the 
contractor’s comfort and unexpect- 
ed costs — job expenses, they are 
called — constitute too miich of a 
hazard. 

“So,” says E. L. Porter of Busby 
& Porter, Inc., “we merely take 
enough airport lighting jobs to 
barely make a living. Although 
we've been in this business for many 
years, we know we can’t make 
money now, so we just keep a fing- 
er in now and then to keep the wolf 
from the door. 

“Right now we are especially con- 
servative. We think conditions are 
se uncertain that anything can hap- 
pen overnight. We don’t want any 
more business until the situation 
clears up. There is too much risk 
involved right now.” 

The average airport lighting job, 
as Mr. Porter points out, consists 
principally of ditching, as far as 

visible labor costs are concerned. 
Tn the average airport job in this 
firm’s experience, the specifications 
call for about six miles of ditch, 
generally 20 inches wide and from 
six inches to two feet in depth. 
Into this ditch goes the cable. 
Sometimes the job calls for conduit, 
but generally it is just cable. 

This cable is for boundary lights, 
which encircle every airport, and 
for the “contact” lights, recessed 
installations that outline each run- 
way and that are wired so the con- 
trol tower can throw a switch and 
outline the runway a pilot should 
use according to wind direction. 
Since there are seldom any flood 
light installations called for in 
modern airports, it would seem that 
except for ditching, the rest is more 
or less routine work for an elec- 
trical contractor. But— 

“The hidden costs—job expenses, 
we call them—can keep you from 
sleeping at night,” comments Por- 
ter. ‘Most people think our work 
is simply a matter of labor and ma- 
terials, but it isn’t. 

“In the first place, we have to 
have ditching equipment, hack-fill- 
ing machinery, air hammers to yet 
through the rock we didn’t figure 
in the bid. We have to use com- 
mon labor, carpenters, painters, in 

Below, typical ditches required in airport lighting jobs. At right, from top 
to bottom: A boundary light installation showing posts for protective 
fencing and some of the boulders that increased costs considerably above 
those estimated. Cold weather on a Montana job upset estimates by requir- 
ing portable heated shelters for electricians. Heavy duty tractors and ditch- 

ing equipment is required for this type of installation work. 
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fuct some representatives of prac- 
tically every craft on nearly every 
job. 

“But what nearly everyone luses 
sight of is the fact that practically 
all of our work is out in the weath- 
er. We have to contend with the 
elements and that is what keeps 
you awake at night and runs up 
job costs. 

“In the case of most of the jobs 
available now, they want them fin- 
ished before you really get started. 
Generally, you get sixty days. And 
suppose you run into a week or two 
weeks of unseasonable rain. Then 
where are you?” 

To those who may be interested 
in airport lighting as a field of 
electrical contracting, Mr. Porter 
offers this advice: At the outset, 
be sure you get enough money for 
the job, or don’t undertake it. Find 
out what the labor scale is in the 
locality of the job, otherwise you 
might find you have made a had 
bid. Find out, if you can, about 
the terrain on the airport site es- 
pecially if there is any buried rock 
you must ditch through. Don’t bid 
on a job that is too far from home. 
It costs too much to move equip- 
ment and you encounter conditions 
you didn’t know about and perhaps 
couldn’t find out about. 

(Continued on page 67) 



NEW line of four extremely 
“thin” fluorescent lamps— 

the longest unit measuring only one 
inch in diameter and nearly eight 
feet in length—was announced rec- 
ently by General Electric Lamp 
Department and Westinghouse 
Lamp Division. 

Also included in the new line, 
called the “Slimline” fluorescent 
lamps, are two 3/4-inch-in-diam- 
eter sizes — one approximately 
344-feet long, the other slightly 
more than 5-feet in length — and 
another 1-inch-in-diameter lamp ap- 
proximately 6 feet long. 

Addition of this Slimline to the 
present line of F-lamps will, it is 
believed, provide commerce, indus- 
try, lighting equipment manufac- 
turers, and architects with the tools 
necessary to satisfy almost every 
lighting need in these two fields. 

Diameters of the two longest 
lamps in the new Slimline are each 
approximately one half those of the 
popular 40-watt and 5-foot 100- 
watt sizes, respectively, in the 
present F-lamp line. 

Progress in development of the 
new Slimline has been made under 
the limitations of manpower and 
materials necessary to the contin- 
ued war effort. “While our war 
participation continues,” lamp de- 
partment officials point out, “we 
are announcing preliminary infor- 
mation on the new F-lamp line at 
this time to help lighting equip- 
ment manufacturers in panning 
for the time when priority lim- 
itations are lifted.” 

All four lamps in the Slimline 
will be of the instant starting type, 
none of which will require starters. 
An outstanding feature of the new 
lamps is that, for the first time, 
hot cathode fluorescent lamps are 
recommended for operation at more 
than one wattage and current value. 
Approximate lumens applying for 
the range of these current values 
are listed in the technical data 
which follow. 

Each of the new lamps will have 
a single pin base, will be of hot 
cathode design, and (to begin with) 
will be furnished in white color 
only. At their present stage of de- 
velopment, the new slim lamps have 
an estimated life rating, at 200 
milliamperes operation, equal to 
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that of the 40-watt F lamp, namely, 
from 2500 to 6000 hours, depending 
on frequency of starting. 

Initial efficiency of the new 
Slimline F lamps averages approx- 
imately 60 lumens per watt. This 
light output is considerably more 
than that of the standard F-lamp. 
The “slimlines’” are suitable for 
operation either singly or in multi- 
ple with ballast, or in series circuits 
with a high-voltage transformer. 
The following technical data apply 
to either method of burning with 
the exception that the nominal 

SIAMEINE LAMPS BROADEN FLUORESCENT LINE 

length will be greater in the case 
of series circuits because an 
adapter must be added to the lamp 
base for insertion in the series 
socket to provide greater safety. 

A limited number of samples of 
42T6 and 64T6 lamps for design 
purposes will be available to light- 
ing equipment makers about Dec- 
ember 1. Samples of 72T8 and 
of 96T8 lamps will be provided as 
soon as manufacturing conditions 
permit. Announcement as to when 
the new lamps will go into produc- 
tion will be made later. 

Technical Data on Slimline F Lamps 

Max. Over-all 
Nominal Length 

Lamp Length* of Lamp 

42T6 42” 40” 

“64T6 64” 62” 

72T8 i 70” 

96T8 96” 94” 

Current Lamens 
Bulb** (Milliamperes) (Approx.) 

T6 100 900 
200 1400 

T6 100 1400 
200 2200 

T8 100 1500 
200 2300 

T8 100 1900 
200 3000 

*Nominal length includes one lamp plus two multiple sockets. When series sockets are 
available, the increase in over-all length will be announced. 

**T.6 is 34” outside diameter (approx.). T-8 is 1” ide di ter (approx.) 

Although the lamps will not be available to the public for sometime, a 
limited number of samples are being made available to lighting equipment 
manufacturers for design purposes, This table will give lighting engineers 
and salesmen some idea of the characteristics of the new lamps. Below, 

four slim misses hold samples of the new line. 

| 
! 
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NEW fractional horsepowe1 
department, added by Ten- 

nessee Armature & Electric Co., 
Knoxville, to meet wartime needs, 
has been so successful that its 
postwar place is assured. 

The company has specialized on 
industrial plant electrical mainte- 
nance and the new department 
was found to fit into the program. 

Before starting the department, 
Gardner Hoffman, president, and 
others visited other towns to see 
what was being done along that 
line. They gathered ideas which 
went into the new shop. 
They found that many larger 

shops which had not before done 
any fractional work were estab- 
lishing .such departments because 
of wartime needs. They learned 
of more in the South than in the 
North. 

The problem of most electrical 

maintenance companies is space 
for such a shop. Tennessee Ar- 
mature & Electric Co. was fortu- 
nate in having available 5,000 
square feet on the second floor of 
of its building. The company, ex- 
panding a few years ago, had 
bought and remodeled a building 
at 312 West Jackson Avenue. It 
has three stories and a basement, 
with 830,000 square feet of floor 
space. 
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By Warner Ogden 

Getting equipment was the big- 
gest problem. That was a slow 
process. Mr. Hoffman started or- 
dering equipment in 1943, but it 
took about a year to get the new 
department set up. The War Pro- 
duction Board granted priorities 
and full cooperation. 

The new department now uses 
factory methods of repairing and 
complete rebuilding of motors. 

“In the beginning of 1943, the 
extreme shortage of fractional 
horsepower mbdtors amounted to 
practically a catastrophe over the 
entire country,” said Mr. Hoff- 
man, interviewed at his office. 

“This shortage was mainly 
caused by the drain of fractional 
horsepower motors for the air 
forces. It tis understood that 
some bombers use approximately 
60 fractional horsepower motors 
per plane. 

“Delivery began to slow down 
so that by the beginning of 1944, 
it would take approximately a 
year to secure any motors placed 
by the factory. The War Produc- 
tion Board then consulted the 
National Industrial -Service As- 

Fractional Horsepower Motor Shop 

Meets Wartime Repair Needs 

sociation to see if anything could 
be done throughout the member- 
ship to relieve the situation. 

“Previous to this shortage, in 
many cases burned out or dam- 
aged fractional horsepower mo- 
tors were replaced by new ones. 
When this became impossible, it 
was suggested by the NISA and 
WPB in Washington that various 
members having operated repair 
shops for integral horsepower mo- 
tors, set themselves up factory 
methods for the repair of fraction- 
al horsepower motors, so that ev- 
ery motor which could be repair- 
ed would be taken care of. 

“We feel that our new shop has 
been of real service. We have 
benefitted our old customers and 
new customers. We feel that we 
have made some headway our- 
selves so far.” 

Nine full time employees are in 
the department. Three are wo- 
men, who are found to be very 
satisfactory on stator rewinding. 

All the motors repaired in that 
department are one horsepower 
and under, the kind estimated to 
compose nearly 80 per cent of all 
motors manufactured. 

They are no more difficult to 
service than larger motors, but 

Precision testing equipment will justify its cost to the motor rewinding 
shop. The dynamometer shown at the left has been especially valuable 
to Tennesee Armature & Electric’s new fractional horsepower department. 

Below. stock bins for parts—a feature that speeds up repair service. 
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the difficulty is in getting proper 
equipment and tools with which to 
operate. 

Special equipment was neces- 
sary, such as coil winding head, 
a dynamic balancer, a dynamom- 
eter, a cleaning tank, infrared 
baking equipment, a knockdown 
and assemble press, bench lathe, 
and others. 

Service is given to industries, 
to farmers, and on domestic stok- 
ers and refrigeration. Several 
hundred units a month are turned 
out. 

With special equipment, the 
work is done quicker. Keeping a 
stock of a varied line of replace- 
ment parts for all popular manu- 
facturers’ motors is a big help. 

Emergency Service Rendered 

Motors take their turns, except 
in an emergency. A motor can 
be rebuilt in a day “if you really 
go to work on it,” says Mr. Hoff- 
man. 

If the refrigeration motor of a 
meat dealer breaks down and the 
meat would spoil, Tennessee Ar- 
mature & Electric Co. would loan 
the dealer a motor until his motor 
could be repaired. With a loan in 
such an emergency, it would not 
be necessary to hurry work on his 
motor. 

The loan of a motor would have 
to be an emergency, like that, be- 
cause the company would not 
have enough extra motors ‘o go 
around on all orders. 

The department is not just 
something for wartime. 

‘Tt is here to stay,” said Mr. 
Hoffman. “We made a mistake in 
not getting into it sooner. Big in- 
dustries have taken on fractional 
horsepower motors. 

“T look for more use of fraction- 
al motors in postwar days. There 
will be more new equipment using 
them. 

“Domestic refrigerators will 
probably have a larger motor on 
them, if compartments are pro- 
vided for quick freezing and stor- 
age of frozen foods. That will 
take a good many.” 

The industrial department, en- 
tirely separate, was also establish- 
ed after inspection of various 
shops throughout the country. 
Ideas were introduced there too. 
For instance, it was found that by 
giving each winder a _ separate 
bench, test board and equipment. 
work could be done better than 
by a long general workbench. The 
industrial department has a mono- 

(Continued on page 66) 
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Girls wind the stators in fractional horsepower motor department. 

All workers are provided with roomy workbench especially equipped. 

Jars. with tops fastened above workbenches, keep small parts handy. 
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Maintaining Industrial 

Electrical Equipment 

N AIR CIRCUIT breaker is a 
sturdy device, but like any 

other machine it performs best 
and lasts longer when given a 
reasonable amount of care and 
lubrication and kept free from 
overheating and neglect. 

Just how often circuit breakers 
should be given a thorough in- 
gpection depends on local condi- 
tions, ‘but in ordinary service it 
should be done about once every 
six months. A special] inspection 
should be made as soon as pos- 

Fig. 1. Thermometer arranged to 
measure temperature of circuit 

breaker main contacts. 

sible after a breaker has inter- 
rupted a severe short circuit. 

Avoid Overloading 

Care should be taken to see that 
circuit breakers are not overload- 
ed, especially if additional trans- 
formers or generators have been 
added to the system since the 
breakers were installed. Breakers 
are overloaded when carrying cur- 
rent higher than their rating. Un- 

*This article is adapted from infor- 
mation prepared by engineers of the 
I-T-E Circuit Breaker Co. 
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like motors and transformers, they 
have no short-time overload rat- 
ings, a fact that may be over- 
looked. 
Another form of overloading is 

exposing circuit breakers to short- 
circuit currents above their inter- 
rupting capacity. The manufac- 
turer should be consulted before 
connecting additional capacity, 
such as another transformer or 
generator, to the system. 

Overvoltage is still another 
form of overload. A 250 volt 
breaker may have sufficient insu- 
lation for 500 volt service, but the 
break distance and contact struc- 
ture may ‘be inadequate for the 
higher voltage. 
Some circuit breakers have 

nameplates indicating that they 
may be used on either alternating 
or direct current circuits. If they 
do not, always consult the manu- 

Fig. 2. Voltage drop across con- 
tacts can be measured with a milli- 

voltmeter as shown. 

facturer before using a-c breakers 
on d-c circuits, or d-c breakers on 
a-c circuits. The characteristics 
of d-c and a-c trip coils of all 
kinds are usually quite different. 
D-c produces long, continuous ares 
that are harder to extinguish than 
a-c ares of corresponding power. 
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Part 3 — Air Circuit Breaker Care* 

Highly inductive d-c circuits pre- 
sent special difficulties. On the 
other hand, a d-c breaker used 
on a-c may overheat because of 
“skin effect,” a tendency of a-c 
to crowd to the outside of a con- 
ductor. 

An inspection naturally starts 
with a general examination. All 
bolts and screws should be tested 
for tightness, especially the con- 
nections to the bus and outgoing 
cables, which should always be 
drawn up tight. When tightening 
bolts ‘be careful not to pull them 
so that they are stretched beyond 
their elastic limit. Check to see 
that no nuts or cotter pins are 
missing. This examination and 
tightening up are especially ad- 
visable when circuit breakers are 
subject to vibration. Electrically 
operated breakers should be op- 
erated ‘by hand a few times to be 
sure that there is no binding in 
the mechanism. Check the plung- 
ers and be sure that they slide 
freely in the closing coils. It 

should always be possible to close 
an electrically operated breaker 
with the hand operating lever. 

When inspecting the operating 
mechanism of a circuit breaker it 
is safe to assume that a little 

Fig. 3. Moving contacts from top 
to bottom are designated as arc- 

ing, secondary and main. 
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lubrication is good but a lot of 
lubrication is bad. A drop of good 
machine oil should be used on 
each pin or bearing, but oil should 
not be allowed to drip on other 
parts of the breaker, particularly 
not on insulated coils. Light 
grease may be used instead of oil 
if bearings are badly worn. 
Graphite conducts electricity and 
should not be used, since it is 
likely to get on the surfaces of 
insulating parts. If the pins or 
bearings are gummy or dirty, they 
should be cleaned with benzine, 
alcohol, or carbon tetrachloride, 
the last being preferred because 
it will not burn. 

The standardization rules for 
circuit breakers provide for a tem- 
perature rise at the terminals of 
54 °F. (30° C.) above an ambient 
or room temperature of 104° F. 
(40° C.). Thus, a circuit breaker 
is not overheating unless these 
parts exceed 158° F. (70° C.). 
Overheating is often caused by a 
loose connection between the cir- 
cuit breaker and the bus, or a 
loose bolted or soldered joint at 
a cable terminal. It is important 
not to let loose joints feed heat 
into a breaker. 

If overheating is suspected, the 
temperature of the part thought 
to be running hot may be meas- 
ured with a thermometer, as 
shown in Fig. 1. The bulb of 
the thermometer should touch the 
metal surface and be covered with 
putty. No part except the bulb 
should touch metal. A reading 
may be taken as soon as the ther- 
mometer stops going up. 

Another way to detect a pos- 
sible source of overheating is to 
take the millivolt drop between 
the two parts of a joint, or be- 
tween contacts, as in Fig. 2. Point- 
ed terminals carrying a low volt- 
age direct current are applied on 
each side of the joint and the 
drap in thousands of a volt is read 
on a millivoltmeter. This drop 
should not be more than ten milli- 
volts. If a joint is oxidized, it 
should be cleaned as described 
under “Main Contacts.” 

Arcing Contacts 

A small pocket mirror or a 
dentist’s mirror with a handle is 
usually helpful in examining the 
bridge or moving contacts on a 
circuit breaker. With a mirror 
and a flashlight a good deal of 
time can be saved in this partic- 
ular part of the inspection routine. 

The parts of a breaker that 
usually “wear out” fastest are the 

‘broken or burned parts. 

Fig. 4. Laminated bridges are usually made so that they “wipe” when the 
breaker is closed. The laminations spread and slide across the face of the 
stationary contact. In the photo at left, the breaker is closed to the point 
where the contacts just touch. At the right, the breaker is fully closed and 

the laminations have separated and spread. 

arcing contacts. Modern circuit 
breakers are generally provid 
with metallic alloy arcing con- 
tacts enclosed in are chutes, but 
older types often have arcing con- 
tacts in the form of carbon blocks 
which are out in the open. 

Arcing contacts should always 
open last and close first when the 
breaker is opened or closed. If 
they open before the secondary or 
main contacts, they are probably 
either badly burned away, or the 
arcing contact holders are bent. 
This will result in arcing on the 
main contacts. In addition to 
opening last, the arcing contacts 
on all poles of the breaker should 
open at about the same instant. 

If the breaker has arc chutes it 
will usually be necessary to re- 
move them to reach the arcing 
contacts. It is seldom advisable 
to file or otherwise smooth down 
arcing contacts. A moderate 
amount of burning is to be ex- 
pected, and does not interfere with 
proper performance. Contacts 
which are very badly burned 
should be replaced. 

Before putting back the are 
chutes, inspect tnem for any loose, 

Liners 
and side plates burn away in se- 
vere service, particularly on d-c 
circuits, and may need replacing. 
When the arc chutes are installed 
be sure that they are firmly at- 
tached to the circuit breaker or 
the supporting panel. 
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Not all circuit breakers are pro- 
vided with secondary contacts. 
Those that are have them as ad- 
ditional assurance that no arcing 
will take place on the main con- 
tacts. Secondary contacts should 
always open after the main con- 
tacts, but before the arcing con- 
tacts. Slight burning of the sec- 
ondary contacts is not harmful, 
but if they are badly burned thev 
are probably opening after 
arcing contacts, or the arcing con- 
tacts are so badly burned as to be 
practically useless. If the sec- 
ondary contacts are badly burned 
they should be replaced. Sligh 
burns may be removed by carefi:! 
use of a fine file. 

Fine-Filing of Contacts 

When fine-filing secondary con- 
tacts, their overlap must be main- 
tained, that'is, they must still open 
well after and close before the 
main contacts. If not, their use- 
fulness is lost. Be careful not to 
let any filings get into the bear- 
ings or other parts of the breaker. 
Place a piece of cloth under the 
contacts and catch the filings in 
this cloth. If possible, blow out 
the breaker with an air hose 
after the work is done. 

Main contacts should not show 
any serious burning and if they 
do the arcing and secondary con- 
tacts are probably in bad condi- 
tion, or the circuit breaker is 

(Continued on page 64) 
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Southeastern Sales Executives 

Survey Postwar Markets 

OSTWAR problems of the 
Southeast in general and the 

electric utility companies in par- 
ticular were discussed in consid- 
erable detail at the recent meeting 
of the Sales Section, Southeastern 
Electric Exchange, held in Atlan- 
ta, and attended by top sales exec- 
utives of some thirty or more op- 
erating companies. 

Roscoe Arant, regional business 
consultant of the Department of 
Commerce, presented a thorough 
analysis of the economic condi- 
tions of the Southeast in compari- 
son with other parts of the coun- 
try. Both C. A. Collier, vice pres- 
ident of the Georgia Power Co., 
and S. P. Vecker, vice president of 
the Carolina Power & Light Co., 
described programs sponsored /by 
their companies, having the ob- 
jective of improving economic con- 
ditions in the territory they serve. 

J. H. Ashbaugh, vice president 
of the Westinghouse Electric & 
Manufacturing Co., told the group 
that from 8 to 9 months would he 
required for the large appliance 
manufacturers to reach peak pro- 

Left to right: (1) Hugh G. Isley, Carolina Power and 
Light, Raleigh, general chairman of the meeting, and 
Roscoe Arant, U. S. Dept. of Commerce, Atlanta, who 
addressed the dinner meeting. (2) W. E. Mitchell, Geor- 
gia Power, Atlanta, and H. E. Cox, Birmingham Electric, 
Birmingham. (3) Cecil Prashaw, Edison General Electric 
Appliance, Dallas; R. C. Pasley, Louisiana Power and 
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duction after they are given the 
go-ahead signal by the War Pro- 
duction Board. He said that at 
least three months would be re- 
quired to obtain materials in form 
needed, that a month would be re- 
quired to make parts in sufficient 
quantity, and that another 3 or 4 
months would be required to train 
the organization on the production 
of the new items. 

The sale and disposal of surplus 
war materials and equipment was 
discussed by M. E. Everett, man- 
ager of the Reconstruction Fi- 
nance Corporation’s Atlanta of- 
fice. He urged the utility men to 
view this huge surplus not as a 
“white elephant” but as a real op- 
portunity, a ‘business surplus 
which can lbe utilized to rebuild 
and reconvert from wartime to 
peacetime production. 

Trends in quick frozen foods af- 
fecting the utility industry was 
the subject of a talk by Clarence 
Birdseye, of the Birdseye Frosted 
Food Co., of New York City. Mr. 
Birdseye estimated that Ameri- 
cans will have purchased 15 bil- 

Power and Light, 

Electric Appliance, Chicago. 
lina Power and Li 
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lion dollars worth of frozen foods 
at the end of this year as compar- 
ed with 8 billions in 1932. In his 
opinion, there is no limit to the ex- 
pansion of this food industry. 

Others who addressed the gen- 
eral conference were Wells M. 
Stanley, vice president, Alabama 
Power Company, Birmingham, 
whose subject was “Utility Ap- 
proach to the Rural Market of To- 
morrow”; C. A. B. Halvorson, con- 
sulting engineer, Lighting Divi- 
sion, General Electric Co., who 
discussed “Modernization of Street 
Lighting’; and R. B. Roberts, Jr., 
general sales manager, Florida 
Power & Light Co., who talked on 
“Postwar Competition.” 

The second day of the confer- 
ence included separate meetings 
for committee. These and their 
chairman included: Residential 
and Commercial, J. S. Sutherland, 
Alabama Power; Industrial, C. E. 
Anderson, Virginia Electric and 
Power; Agricultural Development, 
D. E. Stewart, Carolina Power & 
Light; and Advertising, E. K. 
Hartzell, East Tenn. Lt. & Power. 

Light, New Orleans; and Ward R. Schafer, Edison General 
(4) S. Paul Vecker, Caro- 

t, Raleigh; D. E. Stewart, Carolina 
leigh; and Dr. David Weaver, N. C. 

State College, Raleigh. (5) R. S. Griffith and E. H. Ginn. 
both of General Electric, Atlanta. (6) A. D. Peabody, 
Westinghouse Electric & Mfg., Mansfield; and S. S. 
Bradford, Potomac Edison, Hagerstown, Md. 



More than 200 sales executives of southeastern electric 
utility companies and representatives of electrical man- 
ufacturing companies assembled in Atlanta early in Nov- 
ember for the annual meeting of the Sales Section of the 
Southeastern Electric Exchange. The first day of the 
two-day conference included a general meeting for all in 
attendance. The second day of the conference was de- 
voted to individual meetings of the committees on adver- 
tising, industrial power. and _ residential power sales. 
Left to right: (1) Fred Holz, Reddy Kilowatt, New York 
City; R. I. Seymour, Kansas City Power and Light, and 
president of the Public Utilities Advertising Association; 
and John R. Marsh, Georgia Power. (2) T. H. Peavey 
and F. M. Turner, both of Mississippi Power; and Clar- 
ence Kilian, Alabama Power. (3) Bob Cameron, C. A. 
Sneed, and Frank F. Taylor, all of Georgia Power, At- 
lanta, (4) J. G. Bariesas, Council of Electric Operating 
Companies, Washington, D. C.; and W. B. Shenk, Florida 
Power Corp. (5) Robert Giedd and W. B. Shenk, both 
of Florida Power Corp., St. Petersburg. (6) H. W. Cam- 
eron, H. W. Cameron, Inc., Chattanooga, Tenn.; and R. W. 
Keiser, Illumescent Co., Atlanta. (7) J. M. Guillory and 
E. N. Avegno, both of New Orleans Public Service. (8) 
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Julius Hall and L. L. Kuntz, both.of Appalachian Elec- 
tric Power, Bluefield, W. Va., and C. E. Anderson, Virginia 
Electric Power, Charlottsville, Va. (9) D. C. Richard, Birm- 
ingham Electric, Birmingham; C. H. Reker, Ebaseo Serv- 
ices, New York City; C. L. Osterberger, Louisiana Power & 
Light, New. Orleans; and J. H. Keele, Florida Power & 
Light, Miami. (10) Frank Keener and J. P. May, both 
of General Electric, Atlanta; and Frank P. Bell, Electrical 
South Magazine, Atlanta. (11) Roy Knox and Hugh 
Roberts, both of Birmingham Electric, Birmingham. (12) 
T. B. Willard, General Electric, Atlanta; and B. L. Me- 
Glamery, Nantahala Power and Light, Franklin, N. C. 
(13) A. H. Yeager, Edison General Electric Appliance, 
Chicago; and J. S. Sutherland, Alabama Power, Birming- 
ham. (14) C. J. Bryan, Kingsport Utilities, Kingsport, 
Tenn.; and John Nee, Edison General Electric Appliance, 
Atlanta. (15) J. E. French, Westinghouse Lamp Division, 
Charlotte; F. M. Turner, Mississippi Power, Gulfport; and 
J. H. Shelly, Westinghouse Lamp Division, Atlanta. (16) 
J. R. Chapman and W. H. Kickok, both of Girdler Corp., 
Louisville. (17) E. E. Mack, Georgia Power, Columbus; 
Chester Gause, Alabama Power, Birmingham; and R. L. 
Brooks, Georgia Power, Atlanta. 



| 

lighting Man's Problem —What Lamp to Use 

Looking to the increased activity in lighting sales that will 

| follow ‘the war, Mr. Palmer analyzes the probable appli- 

cations for incandescent, hot and cold cathode F lamps. 

UNGSTEN filament lamps 
generate light by virtue of 

heat. These lamps are often called 
incandescent lamps because, ac- 
cording to Webster, incandescence 
means “glowing due to heat.” We 
can compare these lamps to a 
stove poker which has been held 
in the fire until it is red hot. 
When withdrawn from the fire, it 
will give a dull red light in a 
darkened room. If the poker is 
again inserted into the fire and 
its temperature brought to a 
white heat, more light is obtained, 
and the iron is consumed more 
rapidly. 

The early incandescent lamp fil- 
ament was heated to a tempera- 
ture which permitted it to burn 
for a reasonable length of time. 
Being heated in a vacuum, there 
was no oxygen to consume the 
tungsten as in the case of the 

FIG. 

Fig. 1. 

By Roy A. Palmer™ 

heated poker. Research revealed 
that the introduction of an inert 
gas into the bulb reduced the 
sputtering off of particles of 
tungsten from the filament and 
permitted the filament to operate 
at a higher temperature and there- 
fore, like the white hot poker, 
produced more light. Coiling the 
filament increased the light still 
further. Other improvements per- 
mitted the operating temperature 
of the filament to be raised until 
it approaches the melting point of 
tungsten. 

It can be readily appreciated 
that the increase in efficiency of 
tungsten filament lamps may have 
reached its limit. The advent of 
the fluorescent lamp, with its init- 
ial efficiency considerably higher 
than that of the tungsten filament 

STARTER SWITCH 

Conventional circuit used with hot cathode fluorescent lamps. 
Fig. 2. Circuit arrangement for use with the new instant-starting lamps 

which eliminates the use of starters. 
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lamp, has opened up a new avenue 
in which research and develop- 
ment can continue its quest for 
more light per watt consumed. 
Since the fluorescent lamp was 
first introduced on the market, the 
efficiency has been increased con- 
siderably. There are still great 
fields to explore in the produc- 
tion of better phosphors, more ef- 
fective cathodes, ete. 

Incandescent Lamp Not Obsolete 

Don’t think that just because we 
have a new light source in the 
fluorescent lamp, we should rele- 
gate the incandescent filament 
lamp into the category of “old 
fashioned” or obsolete light 
sources. It still has a most im- 
portant part to play in the light- 
ing of the future. Notwithstand- 
ing the fact that the fluorescent 
lamp has grown more rapidly than 
any other illuminant in the few 
years of its existence, it still is 
in a minority in the number of 
lamps in production and use today. 

This is not said with any inten- 
tion to depreciate the value of the 
fluorescent lamp. As time goes on 
it will become more and more 
generally used. But the fact re- 
mains that there are a multitude 
of lighting applications where the 
filament lamp, with its low cost 
and simplicity, is more economical, 
feasible and effective than the 
fluorescent lamp. Therefore let 
us think of the fluorescent lamp 
as an added lighting tool to those 
we already had. 

In almost any field, the advent 
of a new product, progress or 
practice may indicate the total 
obliteration of former methods. 
But the telephone has not elim- 
inated the telegraph. Radio did 
not obliterate the legitimate stage 
show or the symphony orchestras 
in local communities. Newspa- 
pers still prosper despite news 
broadcasts. Chain stores did not 
replace locally-owned stores. Rail- 

*Mr. Palmer is advertising and mer- 
chandising manager for Duke Power 
Company. 
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roads have a valuable niche to fill 
in the transportation field despite 
the truck competition. The air- 
plane won’t displace the steam- 
ship. Television won’t replace the 
radio or the movie theater. Even 
though ocean cables were pioneers 
in world communications, subse- 
quent developments in wireless 
have not made them obsolete — 
new ocean cables are contemplat- 
ed as soon as hostilities cease. 
These examples illustrate that 
progress expands the scope and 
activity of any field. 

So, too, the fluorescent lamp 
adds greater opportunities for 
better lighting in all of its rami- 
fications. More light at lower 
cost for more people. Higher 
footeandles to save more eyes. A 
more beautiful world through 
more color and decorative light- 
ing. Healthier and more cheerful 
working conditions for those who 
labor in factories, mills and of- 
fices. The advantages could be 
expanded indefinitely. 

It is only natural that a new 
light source with the obvious ad- 
vantages possessed by the fluores- 
cent lamp should have some ad- 
vantages exaggerated or misin- 
terpreted. Many people think that 
the light from a fluorescent lamp 
possesses some magical features 
not possessed by any other light 
source. As far as the resulting 
illumination produced by a flu- 
orescent lamp is concerned, it is 
not any different than that pro- 
duced by any other light source. 
Light is light whether it is produc- 
ed by the sun, an electric arc, a 
gas or oil flame or a filament 
lamp. The light may be varied in 
intensity or in color, but if it is a 
continuous spectrum and provides 
a specific foot-candle value and 
brightness, there is no fundamen- 
tal difference in light from any 
of the familiar light sources. 

One of the questions which will 
trouble the mind cf purchaser3 of 
lighting equipment in the postwar 
period will be the choice of hot 
or cold cathode lighting. Back in 

the late twenties, a revolution ac- 
curred in sign lighting with the 
advent of the neon tule. Neoa gas 
becomes luminous when an elec- 
tric arc is passed through the 
tube. Since the glass tube could 
be bent in any shape and formed a 
continuous line of light, it was 
particularly adapted to signs. 
Neon produced an _ orange-red 
glow. The discharge of an are in 
mercury vapor, as is well known, 
produces a blue-green light. The 
light output of these tubes was 
relatively low which made them 
more. useful for signs than for il- 
lumination because, as someune 
has said, “They were good to look 
at but not to see by.” Those lamps 
were operated by a low amperage, 
high voltage system, which facili- 
tated both starting and operation 
in low temperatures. Such a sys- 
tem utilized cold cathodes. 

Then came fluorescent phos- 
phors which, when coated on the 
inside of the tubes and activated 
by invisible ultra violet from a 

EXTENDED WINDING AND CAPACITOR 

FIG.4 

mercury arc, bumped up the bril- 
liance of the tube and produced 
“light to see by.” Here was a 
light source which could be used 
for illuminating purposes. 
Lamp manufacturers, in the 

meantime had been developing a 
fluorescent tube, preferring to 
standardize on a low voltage oper- 
ation. Such a circuit required a 
hot cathode to vaporize the mer- 
cury and to facilitate the striking 
of the are. The cathodes were 
coated with an oxide which emits 
electrons and helps to maintain 
the arc. A starter is necessary 
which, at the proper interval, in- 
terrupts the circuit and provides 
an inductive surge to strike the 
are. 

These hot-cathode lamps had 
several advantages—low voltage, 
high efficiency, short tube lengths 
which facilitate handling and 
maintenance, and smaller bulk and 
weight in transformer. 

Fig. 1 illustrates the circuit 
used with hot cathode lamps. The 

2-7'-9" 25MM COLD CATHODE 
LAMPS~-450 VOLTS EACH 

12-40 WATT HOT 
CATHODE LAMPS-lO8V 

EACH 

Fig. 3. This circuit shows the use of cold cathode lamps on the same type 
of circuit illustrated in Fig. 2. 

Fig. 4. A series type circuit utilizing hot cathode lamps. This circuit 
is not generally used because proper sockets and other equipment have 

not been available. 
Fig. 5. A series circuit similar to that in Fig. 4 operating with cold cath- 
ode lamps. 

EXTENDED WINDING AND CAPACITOR 
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This is the type of circuit used in most cold cathode fluores- 
cent lamp installations. 



coated filament is heated, starting 
the emission of electrons and vap- 
orizing the mercury. The starter 
opens the circuit and the inductive 
surge starts the are. 

One of the disadvantages of this 
circuit is that a starter must be 
used. Another circuit, Fig. 2, used 
in this connection with the new 
instant-starting lamp eliminates 
the starter. The new lamp has 
more rugged cathodes to with- 
stand the 450-volt starting poten- 
tial. The cathodes are cold when 
started but reach full tempera- 
ture in a fraction of a second. In 
a very narrow sense then, this 
can be called a cold cathode lamp. 
A slightly larger ballast is requir- 
ed which means more material and 
higher cost. 

Cold cathode lamps on the same 
circuit as the instant-starting 
lamp are shown in Fig. 3. These 
lamps are longer and smaller in 
diameter, the voltage drop be- 
tween. cathodes is higher and the 
current capacity: is lower—all of 
which raises the open circuit 
voltage of the ballast to 750 volts. 

Series circuits have generally 
been used with cold cathode lamps. 
It is possible to operate hot cath- 
ode lamps in series also, although 
this has not been done, generally, 
because proper sockets and other 
equipment have not been avail- 
able. Fig. 4 and 5 illustrate these 
circuits. With these circuits, less 
wiring is necessary. The lamps, 
operating at high voltage, assures 
instant-starting under low tem- 
perature and high humidity condi- 
tions. The larger bulk and weight 
of the transformer may be a slight 
disadvantage. 
From the above discussion and 

illustrations it is quite obvious 
that both hot and cold cathode 
lamps have their advantages. Let’s 
consider further the operation of 
these lamps: 

Comparison of Characteristics 

The cathode is the negative 
electrode in the lamp. Electrons 
are extremely minute particles of 
electricity flowing from the nega- 
tive cathode to the positive anode 
and are necessary to produce a 
flow of current. When the cath- 
ode is cold a high voltage is neces- 
sary to drive off electrons. A 
heated cathode emits electrons 
more easily and therefore can uti- 
lize lower voltage. From these 
facts and from a study of the di- 
agrams, it is obvious that the des- 
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cathode, consisting of an oxide ignations of “hot” and “cold” cath- 
ode lamps is a matter of an elec- 
trical circuit and that both lamps 
from the layman’s point of view 
could better be called “fluores- 
cent” lamps. 

The normal temperature of the 
celd cathode in so-called cold cath- 
ode lamps is about 302°F. That’s 
pretty hot—isn’t boiling water 
(212°F.) hot? The cathode of a 
hot cathode lamp normally oper- 
ates about 1652°F. so by compari- 
son this lamp is referred to as 
“hot” cathode lamp. 

Electrically, the voltage drop of 
the cathodes in a cold cathode 
lamp is of the order of 100 volts. 
In a 40-watt hot cathode lamp the 
drop is only about 15 volts. With 
the current flow in the cold cath- 
ode lamp at 100 milliamperes (0.1 
amp) the wattage loss of the cath- 
odes is approximately 10 watts. In 
the hot cathode lamp, the current 
at 0.4 ampere results in a loss of 
about 6 watts. Figured in heat 
dissipation by watts, the cold 
cathode operates hotter than the 
hot cathode. Filament lamps op- 
erate at different temperatures yet 
we do not differentiate between 
them. All of which is to point 
out that as far as the customer is 
concerned, why should we _ talk 
about cathode temperatures? Both 
are fluorescent lamps being dif- 
ferent mainly in the electrical cir- 
cuit on which they are operated. 

Fluorescent lamps do not have 

the uniform life span of filament 
lamps. The characteristics of 
tungsten filaments are such that 
life, light output and other oper- 
ating features can be varied with 
uncanny accuracy, as for example, 
the photo flood lamp with 2 hours 
average life or the street series 
lamps having an average life of 
2,000 hours. The drying or heat 
lamp are further examples of long 
life—5,000 hours, although in this 
case light is not a factor. There 
are fluorescent lamps of the hot 
cathode type which have a record 
of 6,000 hours life and even more 
where they are not turned on and 
off frequently. The main claim 
of cold cathode advantage is 8,000 
to 10,000 hours life. In either 
case, one must always remember 
that the customer is not buying 
lamps alone—he is buying them 
for the illumination they produce. 
That being the case, if a lamp has 
a greatly reduced lumen output af- 
ter several thousand hours opera- 
tion, which is characteristic of all 
lamps, it is more economical to re- 
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place it with a new one even 
though it still burns. The mere 
fact that the lamp is still operat- 
ing is therefore not to its credit. 
When lamps last a long time, 

maintenance costs are reduced. 
But sometimes we overlook the 
fact that the lighting system needs 
occasional cleaning if we are to 
get our full value from the lighi- 
ing dollar. Too often cleaning of 
lamps and fixtures is left until 
burned-out lamps need to be re- 
placed. Dirt and dust can reduce 
light output of a system as much 
as 40 per cent. This, added to 
gradually lowered lumen output 
as lamps grow older, may result in 
reduced footcandles on the work 
to the point that the cost per foot- 
candle is far beyond what it 
should be. If the lamps are burn- 
ed 10 hours each day for 300 days 
the total is 3,000 hours. Certainly 
only once a year is too seldom to 
clean the lighting system. If foot- 
candles on the work are lower in 
cost when new lamps are installed 
on the average of once a year and 
the system cleaned twice a year, 
(which may still be too infrequent 
in dusty atmospheres) it certainly 
pays to do so. Long life of lamps, 
therefore, may not be so import- 
ant. 

Fluorescent Line Is Expanding 

The new long “slimline” lamps, 
just announced by lamp manufac- 
turers, expand the fluorescent line 
to application in broader fields. 
They provide higher efficiency, 
upwards of 60 lumens per watt, in 
long lengths that save wiring costs 
and are so thin that they can be 
hid by the edge of a shelf or easi- 
ly concealed in a shallow cove. 
They are ideal for showcases 
since they do not obstruct the 
view. They do not require start- 
ers and have long life—not gaug- 
ed by how long they will burn, 
but by the length of time they 
maintain an economically high 
light output. 

With these facts before us, what 
should be considered in buying 
fluorescent lamps? In the first 
place, a lamp should be standard- 
ized in lumen output. In other 
words, the light output of a lamp 
should be definite in order to de- 
sign the lighting system for a giv- 
en footcandle value. When a lamp 
is to be replaced by a new one, 
the new lamp should have the 
same light output (or greater from 
improved materials and manu- 
facturing methods) as the one 

(Continued on page 64) 
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ANOTHER PRODUCT OF GENERAL 

NEW G-B SLUMEINE 

UT of General Electric’s research laboratories now come four new fluorescent 

lamps —the G-E SLIMLINE—developed by the research organization that has 

originated so many other lighting firsts. @ These Jong, slim G-E Fluorescent Lamps— 

up to eight feet in length—will inspire a wealth of creative new lighting effects, especially 

in the commercial field, at a cost within the reach of an extensive lighting market. They 

will stimulate the trend to long slim lines of soft, diffused light . . . for general illumina- 

tion, cove lighting and showcases. They will expand the opportunities for combining 

attractive new decorative effects with substantially higher levels of illumination. @ Pro- 

duction of G-E SLIMLINE Mazda Fluorescent Lamps will proceed as fast as conditions 

permit. We will inform you as soon as they are available. 

— _G-E MAZDA LAMPS|I- 

ELECTRICAL SOUTH for DECEMBER, 1944 



ELECTRIC LAMP RESEARCH 

FLUORESCENT LAMPS! 

G-E SLIMLINE Mazda Fluorescent Lamps offer advantages never before combined 
in any fluorescent lamp: 

(1) slim lines of light for new effects (5) operation singly, in multiple or in series 

(2) higher efficiency —average of 60 (6) single pin base — makes possible a safe 
lumens per watt design of lamp and socket for multiple 
‘ . , or series operation 

(3) instant starting, without starters . 
(7) operation over a range of wattages and 

(4) long life current values—100 to 200 milliamperes. 

GENERAL ELECTRIC SLIMLINE MAZDA FLUORESCENT LAMPS =, ,4jurrent ——. 

f 100 900 
\ 200 1400 

100 1400 
200 2150 

100 1400 
200 2350 

Nominal Length *42” Outside Bulb Diameter 4” 

a { 
Nominal Length *64” Outside Bulb Diameter 34” 

Nominal Length *72” Outside Bulb Diameter 1” 
ef «100 1950 

Nominal Length *96” Outside Bulb Diameter 1” ' 200 3300 

| Standard 40-watt F lamp, shown for comparison 
*Nominal length includes one lamp plus two multiple sockets. When series sockets 
are available, the increase in overall length will be announced. 
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LEARNING FROM THE 
ROBIN 

It’s a good many months now be- 
fore robin time again, but maybe 
if I mention robins you will feel a 
nostalgia for Spring. That will be 
all right. But my purpose in in- 
troducing what Ernest Elmo Cal- 
kins, the advertising man, calls 
“that amiable bird,” is not nature 
study but salesmanship. 

This same Mr. Calkins described 
the robin as the “bird that isn’t 
afraid to dig in, no matter what 
else you may say about him,” and 
showed that the reason all the rob- 
ins you ever saw were sleek and 
well-fed is that they work early and 
late, and are always willing to dig 
for a worm. He takes it that this 
would be the best lesson any sales- 
man could learn—dig in. 

Now, most salesmen don’t. They 
skim. If a thing is easy, they do 
it. If it is hard they skip it. But 
now and then a man who is not 
afraid to dig comes along, and he 
really goes to town. 

There was a man who was dump- 
ed into the middle of a hard terri- 
tory, where his company had no 
business but much ill will. The 
products were just not acceptable 
at all. This man’s job was to find 
out why, and change conditions. 
And that is always a tough job. 

But he was a robin-like salesman. 
He dug. He didn’t make sales calls 
at all. He didn’t see his dealers. 
He went out among the customers, 
the housewives, and asked all sorts 

A DIGEST OF 

SUCCESSFUL 

SELLING IDEAS 

ELIAS 

(REGISTERED) 

BY CHARLES B. ROTH 

of questions. For several weeks he 
did this. Then he had a picture of 
what his job really was. So he got 
busy. Inside of three months his 
products were firmly established in 
that hard market. 

You get the point of this, of 
course. During this coming year 
any salesman who will dig more 
will sell more. 

GETTING IN TO SEE 
THE BIG BOYS 

It’s still one of the major prob- 
lems in the salesman’s life, how to 
get in to see people who do not want 
to see him. 
Many salesmen have worked out 

intricate and ingenious plans, but 
one of the most effective men at 
this job I ever knew believed in di- 
rectness and simplicity in getting 
in. And for him his method certain- 
ly did work. I think it would work 
for you, so I am going to give you 
one of his most effective approach- 
es. 

Whenever he ran into a man who 
was copiously protected by office 
boys, secretaries and assistants, he 
gave him what he called his courte- 
ous rush treatment. He’d bustle 
into the outer office and take the 
girl by surprise. Then very cour- 
teously but in a very businesslike 
way he would say: 

“Is Mr. Marvin busy? I wonder 
if you would take a message to him. 
I’m from New York City and I 
have an appointment in fifteen 
minutes in the First National Bank 
Building. It ought not to take 
more than three minutes to ask Mr. 
Marvin what I want. Will you ex- 
plain what I have just said to 
him?” 

That sort of thing usually took 
the girl off guard and she trotted 
in obsequiously to deliver the mes- 
sage that a big shot was outside 
and that Mr. Marvin had better see 
him. 

Once inside, the salesman usual- 
ly apologized for the rush act, but 
not always, because he used this in- 
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terview, which took no more than 
three minutes, to whet his man’s 
desire to see more of him later. He 
left with an appointment to return 
when he could spend more time in 
explaining his proposition. 

FIT TO WIN 

During these months of war, 
you’ve read a good deal about con- 
ditioning—fitness. And that these 
things are important to a soldier 
there is no doubt. But it’s just as 
important for a salesman in civil 
life to be fit, especially when fit- 
ness is such a simple matter; just 
following a few rules. 

As a matter of fact, three rules 
are all any man need observe in 
order to become and stay fit for 
the job day after day. 

i

t

 

may 

These are the rules, for your 
guidance during the coming year: 

Rule One—If you suspect there’s 
anything wrong with you, see a 
doctor, find out what it is, have 
it corrected. Most minor — and 
many major — disabilities can be 
overcome. 

Rule Two—Observe the practice 
of the “Four Enoughs,” as it is 
called; enough rest each night 
(most persons require 8 hours) ; 
enough protective foods to give 
vitamins (milk, eggs, fruit, fresh 
vegetables) ; enough exercise (two 
to four miles of walking a day are 
really a “must” in fitness); 
enough recreation, such as games, 
hobbies, enthusiasms, etc. 



It isn’t often that one wire gets a world-wide action test in a world-wide 

laboratory. But Laytex — the original light-weight, small diameter wire 

— has had just that, and has come through with flying colors. 

Laytex-insulated wire has followed our armed forces through arctic 

cold, tropic heat and moisture. It has defied insects and mold. It has 

been battle-tested under the most extreme conditions — and has stood 

up so well that it surprised even us! 

Laytex has a record of delivering more electricity, more dependably, 

in more different jobs than any other wire we know. 

Right now the entire output of Laytex Wires and Cables is going to 

the Armed Forces. But the day is steadily drawing nearer when manu- 

facture will be resumed for Buildings, Police and Fire Alarms, Communi- 

cations, Signalling, Power, Control, and other exacting services. 

SERVING THROUGH SCIENCE TO PIONEER A NEW ELECTRICAL ERA 
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Rule Three—Develop a_philoso- 
phy of life that won’t permit you 
to fret and stew and work yourself 
into nervous exhaustion over things 
you cannot help. 

MAKING THE MOST °45 

Like every other salesman, when 
the year comes to an end, you begin 
wondering what you can do to make 
next year a better year. That’s go- 
ing to be an especially important 
question when 1944 slides out, be- 
cause who can tell what 1945 will 
hold far any of us? 

The best any one can do at a 
time like this is to follow, if he 
can, a foolproof technique that 
guarantees success in everything a 
man tackles, regardless of condi- 
tions, regardless of postwar ad- 
justment, regardless of anything. 

And is there such a technique? 
There is. It is so simple that 

most men never give it a thought, 
much less learn it and put it into 
practice, but I know maybe half a 
dozen men who have made it their 
rule of life. These men have with- 
cut exception been very successful 
men, in*whatever they undertook. 

The first.man to mention the 
technique to me was a remarkable 
character who lived in Houlton, 
Maine. His name was Franklin 
W. Hall. When I met him he was 
past 80, bearded, busy, energetic, 
successful. He’d been out West as 
a boy, knew Wild Bill Hickok. Dur- 
ing his life he had been a newspaper 
man, salesman, real estate develop- 
er. And at 85 he had the energy 
and outlook of a young man. And 
was just as successful. 

It was he who let me in on a 
secret, if I may call it that. 

“Watch your fifteen minutes,’ 
was his rule of life. 

His explanation was: ‘Most of 
us fail in life because we don’t 
have time enough to do the things 
we want to do. That is all. And 
the only reason we do not have the 
time is that we fritter it away— 
uot by wasting days, hours, but in 
such little ways, by wasting five 
minutes today, ten tomorrow. 

“T saw this when I was just a 
kid; saw that if I could make every 
fifteen minutes of my day count, 
the day itself would come out all 
right. 

“So all my life, which has been 
jong and not without some honor 
and success, I have lived in units 
of fifteen minutes.” 

I still didn’t understand exactly 
what he was saying, so I asked 
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him: “But just how does it work?”’ 
“Well, I have a job to do, one 

that will take several hours. In 
place of putting off getting started, 
I start at once, because I know that 
each fifteen minutes will enable me 
tu get through just that much 
sooner,” he explained: 
When I had known him for sev- 

eral years and had watched him 
work, I saw that this indeed was 
the true reason for Mr. Hall’s ac- 
complishments. As soon as he fin- 

ished one job, he tackled another; 
never wasting a minute, cherishing 
those fifteen-minute periods as if 
they were gold. 
: Now, you and your selling in 
1945—what has this to do with 
you? You already know, don’t 
you? If you make sure each fif- 
teen minutes you live next year are 
lived fully, actively, you will not 
have to worry about the twelve 
months of 1945—they will take care 
of themselves. 

Surplus Electrical Equipment 

Diseussed by Code Authority 

The following letter received by 
the Editor from N. E. Cannady, 
State Electrical Engineer and In- 
spector for North Carolina’s Insur- 
ance Department, discusses a prob- 
lem of the greatest importance to 
the electrical industry: 

“T have learned that in the near 
future the Federal Government will 
eppoint a committee, or commis- 
sion, to dispose of surplus mate- 
rials manufactured for and pur- 
chased by the War Department to 
be used during the emergency. The 
materials referred to in this letter 
are electrical materials — some 
standard and some substandard. 

“There is little to be said about 
standard materials, as they will 
fit into any post war planning. The 
oaly concern is that they should 
be sold only to recognized electrical 
dealers, so as not to fall in the 
hands of unscrupulus and crooked 
speculators, who would use these 
standard materials as a build-up in 
order to dispose of a lot of substan- 
dard, second-hand materials to the 
innocent public, who knows very 
little about electrical materials and 
who cannot distinguish between the 
good and bad as they all look so 
much alike. 

“No doubt, you wonder why the 
Federal Government has so much 
of this substandard material on 
band. The reason is readily under- 
standable to those who are familiar 
with the war construction program. 
First, at the outbreak of the war, 
the Electrical Industry had in stock 
and was manufacturing only a nor- 
mal supply of electrical materials. 
Practically all the raw materials 
which go into the manufacture of 
electrical materials are critical ma- 
terials and were so designated even 
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before the war was actually de- 
clared. When the Electrical Indus- 
try was called upon to use substi- 
tutes for these critical materials, 
it did not have time to test them 
as in normal times. Many of these 
substitutes—good or bad—had to 
be used at once. Those using these 
substitute materials soon realized 
that many of them created such 
fire and personal hazards they 
would not have considered using 
them in normal times. Electrical 
materials were, however, essential 
if we were to win the war; so re- 
gardless of the additional hazards 
created, the Electrical Industry 
proceeded to manufacture many 
substitute materials, with the un- 
derstanding that they were to be 
used only for the duration. The 
Government specified how and 
where these materials should be 
used and drew up as many safe- 
guards as practicable around them, 
for example, ‘to be used only in 
emergency government work.’ 

“Up to now very few of these 
substandard materials have found 
their way into civilian use, as there 
has been little building and only 
such electrical work as was abso- 
lutely necessary. 

“These materials were never in- 
tended for use on or in construction 
that was supposed to be permanent, 
such as homes, commercial build- 
ings, etc. The conductivity of some 
of these materials is so high that 
the loss of current is so great that 
the cost of electric current would 
be much more than it should be to 
produce a given amount of service. 
In a few years, this additional cost 
for service not received would 
amount to more than an original 

(Continued on page 64) 



Alcoa Aluminum is Available 

— FOR BUS BARS AND FITTINGS 
} 

| ee! ce ) ae >. Now that the supply of aluminum exceeds the 
- oe * . Yemands for military uses, Alcoa Aluminum bus 

We bar shapes and fittings are again available. You 
re Me can. seed with the extension and modernization 

v0 eld up by previous restrictions. 
is required to install aluminum bus 

ater we eight makes handling and 
ports can be similarly lighter 
paced. Buses can, therefore, 

t expensive reinforcement 

ly help select con- 
us installations. 

AMERICA, 
nnsylvania. 

THIS “OLD” WAR WORKER SETS THE PACE 
FOR POSTWAR BUS BAR CONSTRUCTION 

be 

The idea of using structural shapes for electrical conductors was originated by 
Aluminum Company of America; better ventilation and higher efficiency, rigid- 
ity and strength of a girder. This first installation of channel bus bars, installed 
in 1928, has a run of 1,600’. Conductors are 5” Alcoa Aluminum channels. 
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Fluorescent lighting—one of today’s outstanding developments—must 

be properly served to deliver its bright, cool and glareless illumination. 

General Electric wiring materials and fluorescent accessories can be de- 

pended upon to bring the current needed without interruption. There are 

the right G-E materials for wiring systems in all types of buildings. 

G-E WIRING MATERIALS 

G-E wiring materials are high quality and give long, dependable service. 

The line includes conduit products, wires and cables and wiring devices 

—all materials needed to serve fluorescent lighting. 

G-E CONDUIT PRODUCTS 

Here are zinc-coated G-E White rigid con- 
duit, enamel-coated G-E Black rigid conduit, 
electrical metallic tubing and two standard 
cables, BraidX and BX. There are also many 
G-E boxes and fittings to use with conduit wiring 
and with the cables. These materials are care- 
fully made and will meet different wiring needs. 

G-E WIRES AND CABLES 

In this high quality line are thermo-plastic ee a 
insulated Flamenol building wires, Type SN for oi s—— 
dry locations and Type SNW for wet locations. 
These wires are small in diameter, resistant to 
oils, acids and alkalies and are flame retarding. 
Other wires in the line include Type R and Type 
RH. There are also a variety of portable cords. 

G-E WIRING DEVICES 

There are literally hundreds of G-E wiring de- 
vices—switches, branch-circuit circuit breakers, 
enclosed cartridge fuses, plug fuses, convenience 
outlets, plates and fluorescent accessories includ- 
ing starters, lampholders, etc. All of these devices 
are high quality. They are ideal for serving, con- 
trolling or protecting fluorescent lighting. 

Underfloor Electrical Distribution Systems 

G-E Fiberduct and G-E Q-Floor Wiring—two 
different systems for different floors—supplement 
modern lighting. They add complete electrical 
flexibility. Outlets can be opened at any time for 
office machines, appliances, telephone systems, 
Signal systems or desk, bench or counter lighting. 
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G-E FLUORESCENT ACCESSORIES 

General Electric manufactures a complete line of fluorescent accessories 

which consists of starters, lampholders and starter sockets. G-E Lamp- 

holders and Starters are available for all types of fluorescent lamps ranging 

from mogul to miniature sizes. 

G-E WATCH DOG STARTERS 

G-E Watch Dog Starters are gaining nation-wide 
popularity with lighting engineers and electrical 
maintenance men because they are helping to re- 
duce maintenance costs substantially. It isn’t 
necessary to make frequent starter replacements. 
Under specified test conditions the FS-30 and FS-40 
outlast ten 30- and 40-watt lamps respectively and 
the FS-100 outlasts eight 100-watt lamps. This 
exceeds the approximate life of five ordinary 
starters. 

The Watch Dog eliminates annoying blink and 
*) flicker of dying lamps, protects ballasts, saves cur- 

rent and prolongs starter life. 

wr 

» G-E ROTATING LOCK LAMPHOLDERS 

O 4y REPLACEMENTS ARE EASY 

ad 

G-E Rotating Lock Fluorescent Lampholders are made 
of rugged plastic and have heavy spring contacts. They 
are available in black and white Textolite that adds to 
the appearance of any lighting fixture. G-E Rotating 
Lampholders are designed to give better and more eco- 
nomical service. They reduce lighting maintenance costs 
by one-hand lamp insertions and removals. Their design 
has become the standard of the lighting industry. 

BUY WAR BONDS—AND KEEP THEM 

Hear the General Electric radio programs: ‘The 
G-E All Giri Orchestra’? Sunday 10 P.M. EWT, NBC. 
“The World Today” news every weekday 6:45 P.M. 
EWT, CBS. 

For additional information write to Section CDW- 
1247-11, Appliance and Merchandise Dept., General 
Electric Company, Bridgeport, Conn. 

GENERAL ELECTRIC 
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1. Watch DogStart- 
er immediately locks 
dead lamp out of cir- 
cuit. Stops blinking. 

2. The manual reset 
button jumps forward 
when the lamp fails. 

3. After dead lamp 
is removed, starter is 
reset by pushing in 
the colored button. 

4. New lamp is in- 
serted and begins to 
operate normally. 



Armature and Stator Coil 

Terms and Definitions 

By A. C. Roe 

N THE fabrication of armature 
and stator coils used in elec- 

trical apparatus there are a num- 
ber of terms used, that are not 
widely known and understood. In 
the interests of accuracy and cor- 
rect usage, the more important 
terms will be defined in this series 
of articles, which began in the 
November 1944 issue. 

Part 2 

Half-coil denotes an armature, 
stator, or rotor coil made in two 
parts, the top and bottom coil 
halves being connected together 
with a figure 8 clip and soldered. 
This makes it possible to remove 
a few coils without bending them 
out of shape. Fig. 12 shows two 
half-coils for a wave winding, and 
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Fig. 12 

Fig. 138 two half-coils for a lap 
winding. 

Involute coil is one whose ends 
lie parallel to the end plates of 
the core. It is so called from the 
shape of the curve which must be 
given the coil ends in order that 
they will not interfere with one 
another. 

Left-hand coil —.To determine 
whether a coil is left-hand, hold 
the coil with the leads toward 
you, in the position it would as- 
sume when in place in a rotor. If 
the top half of the coil is to the 
left, the coil is left-hand, Fig. 14. 

With left-hand coils, the winding 
progresses left to right, or clock- 
wise. By progress, we mean that 
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when facing the lead end, each 
succeeding coil is placed in the 
next adjacent slot to the right. 
Also, with direct-current arma- 
tures, left-hand coils require the 
commutator to be on the winder’s 
right-hand side if he pulls the 
top half of the coil to him. The 
commutator must be at his left, 
if the winder pushes the top part 
of the coil from him. 

Left-hand diamond coil is oné 
in which the leads will be on the 
left when the coil is held with 
the portion to be placed in the 

Air-Gap Side 

bottom of the slot toward the 
winder and with the air-gap side 
uppermost, as shown in Figs. 14 
and 15. A right-hand coil has the 
leads on the right when thus held. 

Left-hand phase coil is shown 
in Fig. 16, where section 1 has 
extra insulation. A right and left- 
hand phase coil must be used to- 

Fig. 16 Fig. 17 

gether and in such a way that 
one phase coil ends one pole-phase 
group, and the other phase coil 
starts the adjacent pole-phase 
group, as shown in Fig. 17. The 
right and left-hand phase coils are 
also used with two or more turn 
lap- winding coils, threaded-in 
type. Fig. 18 shows a right-hand 
phase coil and Fig. 19 a left-hand 
phase coil. Note that with multi- 
turn coils, the extra phase insula- 
tion extends under or past the 

starting lead, as indicated by the 
dark part of Figs. 18 and 19. 

Fig. 18 Fig. 19 

Magnet coil is a term used to 
denote the energizing coils used 
on control equipment, lifting mag- 
nets, or other forms of magnets. 

Mold wound indicates that the 
coils are wound to final shape 
on a special mold and the wire 
is unwound from the reels direct 
to the mold. The wire is cut when 
the coil is finished. 
Mush coil is one which is wound 

promiscuously and whose ends 
have no particular shape, being 
shaped by the winder as the coils 
are inserted in the machine. Such 
coils are sometimes used _ in 
“threaded-in” type windings. 

One-piece coil indicates a unit 
made complete without connec- 
tions or separate parts. 

Open coil (used principally with 

Fig. 20 fom if 

reference to field coils) is one in 
which the last turn is less than 
a full turn, relative to the position 
of the starting and finishing leads, 
as shown in Fig. 20. 

Phase coil is a coil that lies at 
the beginning and ending of each 
pole-phase group in alternating- 
current windings. These coils in 
some cases have extra insulation 
on the ends and are identified by 
marking the diamond point, or the 
leads are longer so that they can 
be used for group connections. 

Plain coils is the term applied 
to the coils in a pole-phase group 
that do not have special or addi- 
tional phase insulation. 

Pulled coil indicates a_ coil 
wound in a shuttle into a loop 
or skein and then pulled to final 
shape in an adjustable spreading 
machine. 

Right-hand coil—Hold the coil 
as for the previous test. If the 
top half is to the right, the coil 
is right-hand, and the winding 
progresses right to left or count- 
er-clockwise. With right or left- 
hand coils, pushing the coils from 

(Continued on page 62) 
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OPERATING GUIDE 
FOR FRIGIDAIRE 

SERVICING DEALERS SS eee oe ee al A 

Frigidaire announces great new helps for 

Frigidaire Servicing Dealers ...and their Servicemen! 

FOR FRIGIDAIRE DEALERS: 
A Brand-new Operating Guide covering all 
phases of Service Department Management 
is now available to Frigidaire Dealers. Pro- 
duced by a special staff of Service experts 
after months of research and field ‘checks, 
this Guide is a complete digest of proved 
operating practices. 

This Operating Guide is the combined 
result of 25 years’ experience by Frigidaire 
and thousands of successful Frigidaire Serv- 
icing Dealers. It gives authoritative answers 
to such important questions as: 

What shop equipment does a Servicing 
Dealer need? 
How do you determine the number of 
Servicemen required ? 
How can accessory sales be stimulated? 
How can Service records be used to bring 
extra profits ? 
What 21 things can Servicemen do to 
build goodwill ? 
How should Service charges be estab- 
lished ? 

These are only a few of hundreds of im- 
portant questions answered in this Operat- 
ing Guide which stands alone in the in- 
dustry for the help it gives Frigidaire Deal- 
ers in stepping up profits and building 
goodwill through better Service operations! 

Another Field-tested Preventive 
Service Program answering for 
Frigidaire Dealers that old 
problem: How to “spread the 
work” so a Service organiza- 

sa@ tion can be kept intact and 
busy the whole year ‘round. 

Frigidaire’s new Fall and Winter Service 
Program includes a proved plan for utilizing 
the “off-season” to provide service for 
essential refrigeration equipment and help 

b FRUGIDBIAE pau an WERTER 
geavict pngcnan 
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relieve hot weather “peaks”. . . contains 
valuable suggestions for improving Service 
operations through training aids. 

FOR FRIGIDAIRE SERVICEMEN: 

New Advanced Service 
Training for the hundreds 
of Servicemen who have 
supplemented Frigidaire’s 
Primary Service Training 
Course with on-the-job ex- 
perience, Five days of in- 

tensive instruction in all phases of Service 
work, Courses in all 45 Frigidaire districts, 
conducted by a staff of skilled instructors 
using methods developed by Frigidaire ex- 
perts in Service and Service-training. 

Unique “Viso-Trainer“! Based on a device 
used for years in Frigidaire factory Service- 
training, VISO-TRAINERS are on the job this 
winter in all Frigidaire districts, helping Serv- 
icemen pee in advanced training courses. 
As Service-trainees adjust the switches, set 
the controls, and read the gauges on this 
unusual mechanism, they actually see what 
happens inside its transparent glass cooling 
unit. With the vIsO-TRAINER, Service-trainees 
learn the technical aspects of 
refrigeration quickly, accurate- 
ly, and thoroughly. 

This Card is a Di- 
ploma, too: It as- 
sures Customers 
that che Service- 
man who carries 

it has finished Frigidaire’s Ad- 
vanced Training Course. Slips 
into pocket or billfold, bears 
the Serviceman’s picture—gives 
him added satisfaction in com- 
pletion of advanced training. 

Training for Beginners, and 
for Post-Graduates. Frigidaire’s 
Primary Training Course, for 
instruction of inexperienced 
Servicemen. Correspondence 

“post-graduate” courses for Servicemen who 
want a final polish to their knowledge. 

Many Other Training Helps. 9 
Se tested Training Films. 3 handy 
: nl Reference Guides: pocket-size, 

i illustrated, covering most- 
= = common Service problems. 

Service Manuals covering all 
Frigidaire products. Goodwill Talking Film, 
Service Call Clerk Manual, 

Help and guidance for Frigidaire Dealers in 
every phase of their Service operations... 
effective training for their Servicemen—these 
are just two of the important ways Frigidaire 
is helping Dealers build for—A bigger and 
brighter future with Frigidaire! 

Listen to the 
GENERAL MOTORS SYMPHONY OF THE AiR 

Every Sunday Afternoon, NBC Network 



NEWS of the INDUSTRY 

National and Southern 

NEMA MEMBERS PLAN 
EDUCATIONAL PROGRAM 

The greatest volunteer army of 
unofficial salesmen-educators in 
history will be organized to induce 
America to “think electrically” 
under a program launched at a re- 
cent session of the National Elec- 
trical Manufacturers Association 
convention in New Yory City. 

Several hundred thousand em- 
ployees in member company plants 
will be asked to take part in a na- 
tionwide campaign to stimulate in- 
terest in the benefits to be deriv- 
ed from electricity through use of 
electrical appliances and equip- 
ment. 

The program was inaugurated 
following the adoption of a “Dec- 
laration of Electrical Interdepend- 
ence” in which the association re- 
affirmed its obligation to the 
American public “to use the great 
power of electricity to make living 
and working conditions better, 
healthier and happier.” The 
NEMA members also pledged 
themselves to the industry-wide 
cooperative educational campaign. 

The salesmen-educators will be 
enlisted at member company 
plants through a drive to demon- 
strate: (1) that employee prosper- 
ity and plant prosperity are close- 
ly interlocked with the welfare of 
the entire industry; (2) that every 
employee can, by personal effort, 
increase public interest in the 
benefits to be obtained from elec- 
tricity through the use of the 
products and services of the in- 
dustry. 

N. J. MacDonald, vice president 
of Thomas and Betts, of Elizabeth, 
N. J., and chairman of the session 
at which the members endorsed 
the plan emphasized that employee 
participation would, be entirely 
voluntary. . 

“There is no better way to bring 

the myriads of healthful and help- 
ful uses of electricity to public at- 
tention than through personal 
contacts,” he asserted. “The em- 
ployees in our member plants to- 
gether with their families total a 
substantial percentage of the na} 
tion’s population. If all these 
preach electricity and set a per- 

Discussing convention activities of the National Electrical Manufacturers 
Association at its annual meeting at the Waldorf-Astoria were (left to 
right) Leonard Kebler, Mount Vernon, N. Y., chairman of the board of 
the Ward Leonard Electric Co., and retiring president of NEMA; A. B. 
Cooper, president of Ferranti, Ltd., of Canada, and president of the newly- 
formed Canadian Electrical Manufacturers Association; R. D. Kerby, gen- 
eral manager of the CEMA, and W. J. Donald, managing director of NEMA. 
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sonal example, the benefits to the 
industry would be tremendous.” 

The “Declaration of Electrical 
Interdependence” which the con- 
vention adopted stresses the need 
for active mutual support of each 
other by the several segments of 
the industry and emphasizes the 
electrical manufacturers’ obliga- 
tion “to make better products and 
more products for less money” for 
the public good. 

Leonard Kebler of Mount Ver- 
non, N. Y., president of NEMA 
and chairman of the Board of the 
Ward Leonard Company, affixed 
his signature to the document as- 
serting, “I believe that the adop- 
tion of this declaration is a long 
step toward fulfillment of our 
hopes for a truly electrical world.” 

Mr. Kebler also presented the 
“NEMA Certificate of Recogni- 
tion” to five industrialists who 
have completed 50 years in the 
electrical manufacturing field. 
They are: J. B. Wants, General 
Blectric X-Ray Co., Arnold H. 
Friend, M. B. Austin Co., and God- 
frey H. Atkin, Electric Storage 
Battery Co., all of Chicago; W. I. 
Patterson, Steel City Electric Co., 
of Pittsburgh; and E. H. Ham- 
mond, Kennecott Wire & Cable 
Co., Phillipsdale, R. I. 

Streamer Named President 

A. C. Streamer, Pittsburgh, Pa., 
vice president of Westinghouse 
Plectric & Manufacturing Co., was 
elected president of the associ- 
ation. 

“The National Electrical Man- 
ufacturers Association, with its 
444 member companies, represent- 
ing all phases of the wide flung 
activities of the electrical manu- 
facturing industry, still realizes 
that its number one task is meet- 
ing the demands of the armed 
services and dedicates itself to 
that purpose,” Mr. Streamer said 
in a statement issued after his 
election. 

“Undoubtedly, the demands of 
the armed services, even with the 
bright prospects in Europe, mean 



‘Where it’s HOT —or where corrosive vapors cia Velie the life 

span of ordinary insulation, Collyer Asbestos Wire eliminates annoy- 

ing failures of electrical circuits. This wire, covered by a seamless coat of 

asbestos felt, impregnated with a special insulating and moisture-resisting com- 

' pound, withstands conditions too severe for other types of insulation. Collyer ~~ 

Asbestos Wire is available .. NOW. . in many constructions for countless uses. 

America’s war needs still demand most of 

our production of other Collyer Wire but 

7 FOR TH AT the day draws nearer when Collyer's 

complete line of high quality wiring 

HOT PLACE will again be available. 

For further information about Asbestos or 

other types of Collyer Wire, contact your 

local Collyer representative or write us direct. 

COLLYER INSULATED WIRE CO., 271 ROOSEVELT AVE., PAWTUCKET, R. I. 

Southeastern Sales Representatives: Fulwiler & Chapman, Atlanta, Ga. 
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A. C. Streamer 

that for many months practically 
the full resources of the industry 
will be devoted to this purpose. 

“The past four days of the an- 
nual meeting of NEMA, however, 
have emphasized in a truly re- 
markable fashion the fact that as 
these demands taper off the indus- 
try has another obligation to the 
public, namely, toward contribut- 
ing to that high level of employ- 
ment necessary to maintain our 
economy.” 

UNIVERSAL POSTWAR 
SALES CONFERENCE 

Continuing its policy of keep- 
ing its sales personnel tuned to 
changing events Landers, Frary 
& Clark recently held a five day 
postwar sales conference at its 
New Britain plants for a review 
of the wartime period and a pre- 
view of postwar models, sales pro- 

SELLING : WAS BECOME 4 Commex PROCESS I a 

(Left) “Selling has become a complex process,” says 
W. J. Cashman, director of promotion and publicity in 

motion, advertising and general 
company policy. 

Declaring that aggressive sell- 
ing would be necessary to insure 
full employment postwar, A. E. 
Allen, chairman of the board op- 
ened the five day meeting. In a 
brief welcome address he pointed 
out how the company had learned 
new and better ways of manufac- 
turing quality products and that 
those methods would be incorpo- 
rated in postwar manufacturing. 

R. L. White, president of the 
concern spoke of the company’s 
general policies. He emphasized 
Universal’s reputation for quality 
products which he declared it 
would continue to maintain. He 
emphasized that the company was 
well prepared to face the future 
and that manufacturing ingenuity, 
better engineering and design, and 
aggressive merchandising is feat- 
uring Universal’s plans. In addi- 
tion, he asserted that clean distri- 
bution methods allowing fair prof- 
it margins and elimination of chis- 
eling methods would be maintain- 
ed by the company. 

B. C. Neece, vice president and 
general sales manager, who pre- 
sided at the meetings outlined the 
future aims and plans of the com- 
pany and presented each district 
manager with a copy of Univer- 
sal’s “Forward March to Market” 
a pictorial study of what Univer- 
sal has accomplished in rehabili- 
tating its engineering, manufac- 
turing, distributing and merchan- 
dising programs for the postwar 

W. J. Cashman, director of pro- 

motion and publicity at Universal, 

presented Universal’s marketing 
and advertising plans. He review- 
ed the impact of the “U” Plan for 
“Vv” Day during the year and 
pointed out that dealers and dis- 
tributors in the field felt that 
Universal was one of the few 
manufacturing concerns in the 
country which has constructively 
assisted the dealer and distributor 
to formulate concrete plans for 
future selling. In his talk he 
stressed the importance of con- 
tinued national and trade adver- 
tising and how to effectively 
bring the customer closer to the 
manufacturer through aggressive 
marketing. 

LOUISIANA SOCIETY 
HOLDS ANNUAL MEETING 

The annual meeting of the 
Louisiana Engineering Society 
will be held in New Orleans, La., 
at the St. Charles Hotel from 
January 11 through 13, 1945. 

The three-day program will in- 
clude a number of technical pa- 
pers to be delivered by engineers 
of nation-wide reputation. There 
will also be a number of interest- 
ing social activities. The full pro- 
gram for the meeting will be an- 
nounced at a later date. 

Stone Leake, of General Electric 
Company, will be the convention 
chairman and will be ably assist- 
ed by Charles Kerr, president of 
the Society. 

V. J. Girardin, Texas; L. L. Estes, Virginia; H. H. Knis- 
kern, Atlanta; and Byrd Burgamy, Mississippi. 
B. C. Neece, vice president and general sales manager 

(Right) 

Said his symposium on advertising and marketing, at a recent 
postwar sales conference of Landers, Frary & Clark, in 
New Britain. (Center) Wherever they went the sales force 
was reminded of “U” Plan for “V” Day. Here a group 
brushes up on the plan for future selling. Left to right: 
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outlines future aims of Landers, Frary & Clark. 
Mr. Neece: “We have spared no effort in securing new 
personnel and planning for new layouts and installations 
of new machinery so brains and equipment may combine 
to produce outstanding merchandise.” 
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k EARNEY’S 

TIME DELAY MECHANISM. The escape- 

ment type time delay is a special feature. Its 

functioning is entirely independent of temper- 

ature or oil viscosity. Its operaticn is as regular 

and certain as a high grade clock mechanism. 

A flexible choice of operations is available 

making possible a coordination with fuse links 

that is not readily obtainable with the usual 

OCB’s. Choice of 4 fast, 4 slow or any com- 

bination of fast and slow operations up to 4 

are factory set to meet the requirements of 

your system. 

TRIP-COIL RELAY. A new principle is em- 

ployed for the first time in pole mounted 

OCB’s for controlling the opening mechanism. 

A Trip-coil of 5, 10, 15, 25 or 50 amperes rating 

as selected, is the means cf eliminating pump- 

ing and accurately controlling the openizg of 

the breaker. The Trip-coil carries the line cur- 

rent until a fault currer.t causes its operation. 

At this time the full fault current is impressed 

on the actuating coil causing it to act instan- 

taneously and to positively open the circuit. 

Thus chattering, or pumping, is eliminated. 

Lower line losses result because the low imped- 

ence Trip-coil carries the line current instead 

of the usual method of carrying line currents 

through high impedance actuating coils. Fur- 

ther protection against lightning is provided by 

placing a gap across the terminals of the Trip- 

coil so that steep wave front lightning surges 

will be harmlessly discharged without damage 

to the Trip-coil. Hence, double protection 

against lightning damage is built into the 

Kearney OCB. 

LOAD BREAK DEVICE. Point pressure, 

double-break contacts of special alloy arc- 

inhibiting material are used to interrupt fault 

currents. The interrupting chamber is fibre 

enclosed (of itself an arc deionizer) and sub- 

merged in transil oil. Two vent holes in the 

fibre are arranged so that the arc-breaking 

operation of the contacts produces a pumping 

action to force fresh oil between the contacts. 

Ia this way oil-carbonization is held to a mini- 

mum, the arcs are more quickly extinguished, 

and the life of the contacts prolonged. 

Eliminates 

O:C:B 

Unnecessary Fuse 



> Perdis ricelileliit: 

perating Features = me 

The Kearney OCB is a single pole, steel case, two bushing breaker, arranged for four 

operations before lockout. Any or all of the operations may be had with or without 

time deiay. For instance two fast openings will usually afford sufficient protection for 

line equipment and the remaining two slow openings can be adapted to coordinatiozr - 

between branch line fuses and the breaker. 

VOLTAGE AND AMPERAGE RATING. For use in series on single phase lines of 

15,000 volts line to ground or lower . . . Trip-coils which govern the current carrying 

capacity are available in 5, 10, 15, 25 and 50 ampere ratings. The Trip-coil selected 

must correspond in rating to maximum continuous load current of the line. Example: 

For a line carrying a maximum of 10 amperes continuously a breaker having no 

smaller than a 10 ampere Trip-coil should be ordered. 

The Trip-coil relays to open its contacts at double its rated load causing the breaker 

to operate. Example: A 10 ampere Trip-coil relays at 20 amperes. Therefore, the 

minimum fault current at point of installation of the breaker must not be less than 

20 amperes. 

The Trip-coil has a maximum interrupting capacity of from 24 to 30 times its current 

rating. Therefore, the value of the fault current at the point of installation of the 

breaker must not be in excess of this value. Example: A 10 ampere Trip-coil has a 

maximum interrupting capacity of 250 amperes. This size of coil should be used onl; 

where the maximum fault line current is less than 250 amperes. 

MANUAL TRIP PULL RING. A convenient Pull 

ring, insulated from all live parts is located within 

the hood on the cover of the OCB. Operation of the 

Pull ring is independent of the internal mechanism 

and moves only when the breaker locks out. The 

Pull ring mechanism is arranged so that the breaker 

cannot be held closed on a fault. For manual open- 

ing the Pull ring is pulled down with a switch stick 

whereupon the main contacts are spring actuated 

into the open position for safer and greater speed 

of operation. A counter located under the hood 

records the number of operations. 

LIGHTNING ARRESTORS. Kearney OCB’S are 

fully protected from lightning by two standard 

Type PT arrestors mounted directly on the cover. 

These are the Kearney expulsion gap arrestors 

that have established notable records on rural lines 

throughout the country. As explained elsewhere 

separate protection is provided for the Trip-coil 

by means of an internal gap. Your OCB’s represent 

a sizable part of the line investment and upon their 

proper operation the continuity of service depends. 

That is why the Kearney OCB comes to you com- 

pletely equipped with full lightning protection. 

use Outages - Reduce Service Calls 

: 



ELECTRICAL and PHYSICAL DATA 

on 

OPENING TIME IN SECONDS 

CURRENT IN AMPERES 

FAST AND SLOW CHARACTERISTICS OF THE O.C.B. 

How to Order the O:C:B 

Please read the information under Voltage and 
Amperage Rating on the center pages of this 
circular. 

. Then select the proper Trip-coil rating for 
your system from the table below. 

. Specify the number of fast and slow reclo- 
sures desired. 

. Choose between pole and cross-arm mount- 
ing. Then write your order like the follow- 
ing example: 

25 No. 12800-15 Kearney OCB’s—15 
amperes, set for 2 fast and 2 slow 
operations. Cross arm mounting 

*“Trip-coils and fast or slow settings cannot be 
changed in the field. We suggest removal of the 
unit to storeroom where such changes can be 
made conveniently. Write for these instructions. 

CATALOG AND CIMENSIONAL DATA 

Trip-coil | 
| Amper- | Net Price 

age ating 

5 $85.00 each 
12800-10 10 15 KV | complete with 
12800-15; 165 or | oil F.O.B. any 
12800-25| 25 lower | domestic 
12800-50; 50 freight station 

JAMES 

the KEARNEY OIL CIRCUIT BREAKER 

ELECTRICAL DATA 

- Minimum Trip-coil operating current is 
double the rating of the Trip-coil. 

. Open circuit time interval between each 
reclosure is 2.5 seconds. 

. Time required to automatically reset after 
one or more operations where lock-out 
does not occur is about 5 seconds. 

. For various Trip-coils the maximum inter- 
rupting capacity is: 

5 ampere coil 
10 ampere coil... 
15 ampere coil 
25 ampere coil 
50 ampere coil 

PHYSICAL DATA 
Terminal Wire Size: No. 2 Stranded Copper. 
Mounting: Supplied with either lugs for di- 

rect pole mounting or standard cross-arm 
hanger. 

Shipping weight (with oil): 190 pounds. 
Oil: Capacity 8 gallons. Flash point, 132° C. 

Fire point, 148° C. Viscosity (Soybolt SSU), 
57 seconds at 40° C. Pour test, 40° C. 
Dielectric strength, 22 KV standard gap. 

Oil level gauge .. . is supplied as standard 
equipment. 

150 amperes 
.. 250 amperes 

375 amperes 
600 amperes 

1200 amperes 

| 
18° 

RELAY COIL 

COIL 
PROTECTING GAP 

Lag 

t 

SHUNT ewer 

WIRING DIAGRAM 

23710 7 PRRESTERS 

O PERAT | NG 
= OR. 

MAIN CONTACTS 

R. KEARNEY CORPORATION 

Manufacturers and Designers of Overhead and Underground Utility Equipment 

SAINT LOUIS (10), MISSOURI 4224-42 CLAYTON AVENUE 



NEWA TO UNDERTAKE 
DISTRIBUTION SURVEY 

Charles G. Pyle, 
director of National Electrical 
Wholesalers Association reports 
that the Warranties, Service and 
Repair Parts Committee of the 
Appliance Division of that asso- 
ciation has completed preparations 
for a national survey of the elec- 
trical appliance distributing in- 
dustry. 

The purpose of the survey is 
to determine what the chief prob- 
lems are now, as well as those 
likely to be most troublesome im- 
mediately postwar, in the servic- 
ing, repairing and guaranteeing 
of electrical appliances. A com- 
prehensive questionnaire is ready 
for wide distribution to the ap- 
pliance division membership of 
the association and to electrical 
appliance distributors not affili- 
ated with that division. 

Results of this survey, says Mr. 
Pyle, will supply this committee 
with first-hand information not 
previously available but vital to 
a proper and adequate under- 
standing of the operations of the 
industry and possible improve- 
ments which may be indicated. It 
is obvious also, he points out, that 
the entire industry will be keen 
to know about the facts this sur- 
vey will disclose. 

Mr. Pyle advises that the final 
report of the survey will be sup- 
plied to the press in order that 
the valuable data to be collected 

managing 

NELSON HEADS GEORGIA IES — 
Walter F. Nelson, southeastern dis- 
trict manager for Mitchell Manufac- 
turing Company, was recently elected 
chairman of the Georgia Chapter of 
the Illuminating Engineering Society. 
Other officers elected include A. E. 
Bruner, vice chairman, and Ruth 

Morris, secretary-treasurer. 

will be available to everyone con- 
cerned with the important sub- 
jects being covered. 

NORGE DISTRIBUTORS 
HEAR POSTWAR PLANS 

Estimating that its postwar vol- 
ume will exceed that of the best 
previous peacetime year by 50 per 
cent, the Norge division of Borg- 
Warner Corp. recently held a series 
of four meetings to outline to dis- 
tributors merchandising measures 
which will assure full distribution 

“I’m getting my boys back in shape for postwar selling!” 
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of this expanded production, it was 
announced by M. G. O’Hara, vice- 
president in charge of sales. 

First of these meetings was held 
in Detroit Oct. 12, 13, and 14. 
Others were scheduled for Oct. 18 
in Denver, Oct. 31 and Nov. 1 in 
New York, and Nov. 6 and 7 in 
Memphis. Upon conclusion of the 
Memphis meeting, every one of the 
firm’s distributors had had an op- 
portunity to learn of the company’s 
postwar distribution plans, accord- 
ing to Mr. O’Hara. 

The series follows closely upon 
the heels of a meeting in Detroit 
Sept. 20 and 21, at which time the 
future merchandising program was 
completed by sales and other offi- 
cials of the company. Contemplat- 
ed advertising, sales promotion, 
sales training and allied plans were 
outlined at this meeting and pre- 
sentation of final recommendations 
will make up the major portion of 
the distributor program. 
From the overall standpoint, 

Norge’s position as to personnel, 
manufacturing capacity, engineer- 
ing, public acceptance and good 
will, distributors, dealers and prod- 
ucts, was outlined by Mr. O’Hara 
and other officials. In this con- 
nection, Mr. O’Hara declared that 
the company is looking far beyond 
the immediate future. . 
“We must consider the first year 

as an investment for the future 
and are planning to act from the 
start as if we were in a highly 
competitive market,” he said. 

Besides outlining plans for the 
prewar line of refrigerators, gas 
and electric ranges, washing ma- 
chines and home heaters, new prod- 
ucts being developed were also ex- 
plained. A special session was de- 
voted to the presentation of newly- 
designed dealer aids such as out- 
door and indoor illuminated signs, 
display backgrounds ,and other pro- 
motional material. Emphasis was 
laid on sales training programs. 
A complete outline of past and pro- 
jected advertising, backing up. sales 
efforts, was also presented. 

NEWA CONVENTION 
SCHEDULED FOR APRIL 

Charles G. Pyle, managing di- 
rector of the National Electrical 
Wholesalers Association, 500 
Fifth Avenue, New York, announ- 
ces that the Thirty-seventh An- 
nual Convention of that Associa- 
tion will be held during the week 
of April 22, 1945, at The Stevens, 
Chicago, Illinois. 
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CONFERENCE ON 
FOOD FREEZING 

Members of the- press including 
magazine, radio and newspaper 
representatives. were guests of 
General Ele¢tric Consumers Insti- 
tute recently at a Home Food 
Freezing Conference at which 
time they witnessed the premier 

. showing of the 45-minute, 16mm., 
full-color, sound film “Frozen 
Foods” which has been produced 
by the Consumers Institute as the 
initial step in a nationw:de educa- 
tion plan designed to better ac- 
quaint consumers with the correct 
procedures for freezing foods. Dr. 
D. K. Tressier, manager of Con- 
sumers Institute, directed the 
day’s study. 

A wide range of interesting sub- 
jects were a'so discussed by staff 
members of Consumers Institute, 
officials of General Electric Co., 
and guests including Miss Kaih- 
erine Fisher, director, Good 
Housekeeping Institute, who ad- 
dressed the group on “Home Froz- 
en Foods In Future Homemaking,” 
and Miss Fern Snider, home serv- 
ice director, Georgia Power & 
Light Co., whose subject of dis- 
cussion was “How The Press Can 
Aid Utility Efforts In Promoting 
Food Freezing.” 

The future of home freezing of 
foods is closely allied to the re- 
frigeration industry and “in the 
laps of the engineers, the fac- 
tories, and the sales departments 
of all the manufacturers who were 
in this business before the war and 
those who may enter it in the post- 
war period,” said A. M. Sween- 
ey, sales manager of major appii- 
ances, General Electric Co., who 
opened up the conference talking 
about refrigeration in the postwar 
period. According to Mr. Sweeney, 
more goods, better goods for more 
and more people at constantly 
lower and lower prices has been 
more than a mere slogan in the 
mechanical household rfefrigera- 
tion industry. The industry has 
actually applied this formula year 
after year in the past. It can and 
should continue to apply it in the 
postwar period. With two-temp- 
erature refrigerators (having a 
frozen fcod storage zone) and 
home freezers coming very prom- 
inently into the picture immedi- 
ately after victory, the sales of re- 
frigerating services should in- 
crease tremendously. 

Boyd Bullock, advertising man- 
ager, Appliance & Merchandise 
Dept., General Electric Co., point- 
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A type of large size home freezer which farmers are likely to want after 
the war. Ranging in size from 24 to 50 cu. ft., this model has four com- 

partments, each covered by a separate insulated lid. 

ed out that in order to accomplish 
the goal of “more goods for more 
people at less cost,” much more ef- 
fort must be given to extending 
the market for consumer goods 
rather than merely fighting for 
shares of the consumer dollar. If 
we are to have an economy based 
on a 120 or 1380 billion dollar nat- 
ional income postwar, then in Mr. 
Bullock’s opinion manufacture of 
peacetime goods will not be the 
major problem. But, to maintain 
a national income of this gigantic 
proportion (twice that of prewar 
income) there is a great need for 
consumer education. It must be 
done by manufacturers, magazine 
and newspaper editors, radio pro- 
gram directors and field workers 
such as home service personnel of 
public utility companies. All 
these should strive to create de- 
sires and direct the buying power 
of the nation into sound, construc- 
tive channels. 

FIFTY YEARS SERVICE 
MEMBERS HONORED 

The Electrical Association of 
New Orleans, Inc., honored seven 
members of the electrical indus- 
try for fifty years service at a 
meeting early in November at the 
St. Charles Hotel. 

C. L. Osterberger, president, 
presided at the ceremonies and 
one of the principal speakers was 
Don P. Caverly, Sylvania Electric 
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Products Co., who spoke on “Elec- 
tronics in the Lighting Industry.” 
Cathode ray demonstrations were 
a feature of the talk. 

Those receiving fifty-vear serv- 
ice certificates were: S. J. Stewart, 
J. W. A. Richardson, John J. 
Engert, William J. Allen, Jacob 
Hussey, Adam B. Kuehne and Wil- 
liam E. Clement. 

AERO GRANTED CHARTER 

The Aero Appliance Company, 
Inc., Alexandria, Va., has been 
granted a charter by the State 
Corporation Commission to deal in 
electrical appliances. Maximum 
capital of the firm is $25,000 and 
William G. Hlch is president. 

REPRESENTATIVES CLUB 
ELECTS NEW OFFICERS 

Officers of the Southeastern 
Electrical Manufacturers Repre- 
senitatives Club for the new ad- 
ministrative year, 1945, were elect- 
ed ait the regular December meet- 
ing held Friday evening, Novem- 
ber 24, in Attlanta. Robert J. Grif- 
fin was elected president. Other 
officers elected included George 
R. Koeln, vice-president, and L. 
Morris Landers, secretary and 
treasurer. The Board of Directors 
will include W. H. Berry, Jr., past 
president, C. C. Schoen, C. A. 
Housman, and J. A. Ingman, in 
addition to Messrs. Grififiin, Koeln 
and Landers. 
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This FORGED Burndy service connec- 

tor can be used over and over again! 

é 

“We use the SERVIT because it has far higher salvage 

value,” recently stated a prominent utility EE in discussing 

service connectors. 

This advantage of high reuseability can only be obtained 

from a connector which possesses unusually high strength 

..and the SERVIT has that in abundance. Skillfully forged, 

from special high-strength alloys, it permits high compres- 

sion between conductors, yet, withstands wrench torque, 

without distortion, time and again! 

To be sure of obtaining the high salvage value, /ower 

costs, which this forged Burndy connector provides, be sure 

to specify SERVIT for all service connections. Literature on 

these, and other Burndy connectors, gladly sent on request. 

Burndy Engineering Co., 107 Bruckner Boulevard, New 

York 54, N. Y. 

IN CANADA: Canadian Line Materials, Limited, Toronto 13 



oo. i 

NIMBLE FINGERS Experienced Sangamo operators develop 
such a pronounced sense of touch that their handling of MICA in its 
initial state of preparation—that of splitting—is accomplished with 
the greatest dexterity and finesse. “Nimble fingers” inaugurate a 
quality control through ability that is maintained through each 
process of CAPACITOR production, Thus, faithful performance of 
the smallest to the largest unit has its beginning in the intricate 
art of MICA SPLITTING. 

SANGAMO ELECTRIC 

LISHED 1898 --- MICA CAPACITORS «+s i ie 
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Modern lightin Mica, ; - eS a ee Ree ; 
oF production, t Only the finest obtainable electrical MICA is 

used for the dielectric of Sangamo MICA 

CAPACITORS. The largest quantities of high 

grade block Mica (so called because it is still 

intact as a block and not split into individual 

laminations) come from India, although some 

Brazilian, Argentine, and domestic Micas are 

equally satisfactory. 

For the manufacture of Capacitors, block 

Mica must be split into uniform, thin lamina- 

tions. The voltage breakdown depends upon 

the thickness and quality of the Mica lamina 

tions, while the uniformity of the finished ca- 

pacitors depends, in large measure, upon the 

uniformity of the thickness. of laminations. - 

Even in these days of mass production and 

automatic processing machinery, Mica Splitting 

is still necessarily a hand operation, for no 

machines have been developed to split Mica 

satisfactorily. Deft fingers can usually split Mica 

into laminations to within 0.0005 inch of the 

required thickness. 

There are many methods of splitting Mica. 

Some operators prefer to split Mica using a flat 

knife—others use a needle. In some cases the 

Mica is laid on a glass, plastic, or wooden plate 

and laminations are split from a flat surface— 

other operators hold the Mica in the air while 

splitting. But no matter which method is used, 

it is imperative that injuries, such as scratching 

of the surface, or fracturing of the edges, be 

avoided during the splitting operation. 

es WATT SHON 
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STREET LIGHTING 
PLAN BOOK READY 

As part of the street and subur- 
ban lighting industry promotion 
campaign for the remainder of 
1944, the Street Lighting Section 
of National Electrical Manufactur- 
ers Association has begun the dis- 
tribution of a “Suggested Street 
Lighting Plan Book for Utilities.” 

In sending the plan book to util- 
ity executives, street lighting ex- 
perts and other specialists, V. J. 
Lajeunesse, chairman of the Sec- 
tion, called their attention to the 
broad aspects of the program to be 
carried on in the seemingly short 
period still remaining of “postwar 
planning.” He stated it would con- 
tain many individual helps both for 
uti:ity men and city officials. 

“There has been much talk of 
utilities preparing street lighting 
manuals” he said, “as one of the 
means of bringing in business to 
use excess power after the war. 
Street lighting in normal times 
uses only about two per cent of the 

. generated kilowatt hours but this 
would be quadrupled if every street 
were lighted to the standards set by 
the Illuminating Engineering So- 
ciety. Well lighted streets will also 
bring about large increases in the 
lighting of show windows, signs, 
stores and even homes.” 

According to Mr. Lajeunesse 
there are few other forms of utility 
service which so influence and ef- 
fect the life and safety of every 
member of the community. 

“But” he said, “it must be plan- 
ned well in advance. Municipal 
postwar plans are being made now. 
And if street lighting is not in- 
cluded in such plans, an opportun- 
ity of a generation will be missed.” 

A. F. Dickerson, chairman of the 
Street and Traffic Safety Lighting 
Bureau, sponsors of the distribu- 
tion, pointed out that many utili- 
ties already have manuals of pro- 
cedure in getting this extra busi- 
ness and one had been selected for 
reproduction because “it was the 
most representative of utility think- 
ing in the recognition of the good- 
will and public relations appeal to 
city officials and citizens, through 
the elimination of property damage, 
decrease in traffic accidents and 
curbing of crime through adequate 
lighting.” 

Timed to individual street and 
suburban lighting promotional 
plans of the individual manufactur- 
ers, the suggestion was made by 
members of the section that mate- 
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Intended as a stimulus in develop- 
ing street lighting plans and individ- 
ual manuals for utilities, this 56- 
page book is now being distributed 
to utility execut'ves and lighting 
specialists. The plan book is pro- 
fusely illustrated with pictures, dia- 
grams and the new type of interpre- 

tative “pictograms.” 

rial reproduced from the manual 
of this eastern states utility might 
be adapted to the individual pur- 
poses of the utility to whom sent. 
The plan urges that the same or 
another, with this plan book as a 
possible guide, could be issued by 
the utility under its own sponsor- 
ship to operating branches, empha- 
sizing public relations value in re- 
production of the new plan book. 

NEW WHOLESALE COMPANY 
FOR SOUTH CAROLINA 

A new state-wide electric appli- 
ance service, with headquarters at 
Charleston, South Carolina, has 
been organized by Norman L. 
Cannon, formerly representative 
in South Carolina for Graybar 
Electric Company, and F. F. Dug- 
gan, formerly refrigerator sai. 
division manager, Edison General 
Electric Appliance Company, Chi- 
cago. 

Mr. Cannon is widely known in 
the Southeast area as a wholesa’. 
representative for Graybar and 
previously was in the sales de- 
partment of the South Carolina 
Power Company. 

Mr. Duggan received his early 
sales experience traveling South 
Carolina territories for Hotpoin 
before he became refrigeration 
manager for the Southeastern reg- 
ion. He will be responsible for the 
active direction of the new enter- 
prise. He announced that the new 
company will distribute a line of 

nationally advertised electric ap- 
pliances, including Gibson refrig- 
erators and ranges, and ABC home 
laundry equipment. Duggan said 
that the company plans to round 
out its line with all types of qual- 
ity electric appliances. 

NEW WHOLESALE FIRM 
TO SERVE FLORIDA 

The Florida Radio & Appliance 
Corporation is now actively en- 
gaged in the wholesale distrib- 
uting business, handling gas and 
electric appliances of all types. 
They have a very aggressive mer- 
chandising program under way. 
Its president, John V. D’Albora, 
of Cocoa, is a well known Flor:da 
business executive. He has built 
extensive enterprises that extend 
to many of the nation’s leading 
cities from his large citrus groves 
in the state’s celebrated Indian 
River district. 

Geo. B. Gray, who will direct 
the merchandising and sales for 
the company, has been sales man- 
ager of Major Appliances, Inc., of 
Florida. for more than seven 
years. Previous to that time he 
was with Nash Kelvinator as dis- 
trict manager. 

Hal E. Enyeart, prior to Pear! 
Harbor, was successfully engaged 
in the wholesale supply business 
in Florida and now is head of the 
Miami office of WPB. 

L. R. Bickley, lieutenant (s.g.) 
in the Coast Guard, set a very en- 
viable record in merchandising in 
Florida. He was active with Major 
Appliances, Inc., in both the Mi- 
ami and Jacksonville territories. 

Full scale operations will be 
carried on in Jacksonville, Tampa 
and Miami, where the main office 
will be located. 

COPPERWELD REPORTS 
HIGH PRODUCTION 

Production and shipment of 
Copperweld wire reached the high- 
est level in the history of the com- 
pany during the month of August, 
William J. MclIlvane, executive 
vice president of the Copperweld 
Steel Company, of Glassport, Pa., 
announced recently. 

Since practically all of the wire 
manufactured by Copperweld went 
to the U. S. Army Signal Corps for 
communication lines at the vari- 
ous battle fronts, production fig- 
ures cannot be given, Mr. Mcll- 
vane pointed out. 
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SAFETY SWITCHES WITH ““CLAMPMATIC” CONTACTS 
Yoon Breet 

combine modern beauty with extra utility. There are many valuable plus features in 
BullDog Safety Switches, but none of them 
increases the price you pay. 

There is the exclusive Vacu-Break prin- 
ciple of arc suffocation . . . the Clampmatic 
feature which assures “on” contacts as 

and the 

Such advantages, backed by the .Bull- 
Dog reputation for invariably fine work- - 
manship, account for the fact that a 
majority of buyers who insist on the best. 
are among BullDog’s customers. 

Capacities from 30 Amp. to 1200 Amp., tight as a bolted connection .. . 
distinguished style of cabinets 

—
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ELECTRIC PR 

BOX 177, R. PK. ANNEX, DETROIT 32, MICHIGAN 
in Canada: BullDog Electric Products, Ltd., Toronto 

Field Engineering Offices in All Principal Cities 

which 2, 3 and 4 Poles, 575 Volts and less. 

Buy More War Bonds 

MPANY Also Manufacturers of 
SaftoFuse Panelboards — Switchboards — Circuit 
Master Breakers—BUStribution Duct, for “plug-in” 
power—Universal Trol-E-Duct, for flexible lighting 
— Industrial Trol-E-Dutt, for movable “loads.” 
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EUREKA VACUUM CLEANER 
PRODUCTION RESUMED 

Eureka Vacuum Cleaner Com- 
pany, Detroit, has been granted 
permission by WPB to start the 
production of vacuum cleaners, it 
was announced recently by H. W. 
Burritt, president. 

“Production will depend on 
availability of material,” Mr. Bur- 
ritt said, “and we expect to make 
initia] deliveries during the first 
part of 1945. 

“The new cleaners will be re- 
styled,” Mr. Burritt continued, 
“and our wartime experience in 
making high precision material 
will enable us to produce better 
vacuum cleaners than it was pos- 
sible to produce before the war.” 

The company ceased production 
of vacuum cleaners early in 1942 
to expand its war production be- 
gun in the previous year. It has 
been 100 per cent engaged in the 
manufacture of small, high-pre- 
cision elettric- motors for bomb- 
ers and fighter planes, gas masks, 
signal dischargers, and other ma- 
terial for the armed forces. 

DISTRIBUTORS APPOINTED 

The Louisville, Kentucky, dis- 
trict office of the Graybar Elec- 
tric Company was recently named 
area distributor of the Stromberg- 
Carlson postwar radio, FM and 
television lines. - 

Clifford J. Hunt, manager of 
radio sales for the Rochester com- 
munications firm, said that the 
area to be embraced by Graybar’s 
Louisville office included the 
greater part of Kentucky and the 
Evansville, Indiana, trading zone. 
Announcement has been made 

that the Alabama-Florida Distrib- 
uting Company of Birmingham, 
Alabama, have been appointed 
Dexter distributors for the states 
of Alabama and Northwestern 
Florida. 

* * * 

Appointment of the Woodward, 
Wight & Co. Ltd. as distributor of 
The Crosley Corporation in south- 
em Louisiana, southern Missis- 
sippi, southwestern Alabama and 
northwestern Florida, has been 
announced. 

The Woodward, Wight & Co. 
Ltd. was organized in 1867 and 
since that time has progressed 
successfully and rapidly to the 
large and well-established firm 
which it now is. The slogan “Ask 
Woodward, Wight” is a familiar 
one throughout the south due to 

48 

the fact that the firm can supbly E. H. Barrios, vice president, 20 
almost any kind of merchandise, 
material, or equipment. 

I. C. Deckbar, president, 
ibeen with the company 30 vears: 

years; W. L. Peters, vice presi- 
dent, 45 years; R. U. Lea, vice 

has president, 19 years; M. F. Hilbert, 
secretary, 31 years. 

Government News and Views 

For the Electrical Industry 

SERIOUS SHORTAGE IN 
RADIO TUBE PRODUCTION 

The production of 9,100,000 
miniature receiving tubes for the 
Army, Navy and Lend-Lease in the 
first quarter of 1945 will be neces- 
sary if present requirements are 
to be met, officials of the Radio 
and Radar Division, War Produc- 
tion Board announced recently. 

Current production of miniature 
radio receiving tubes, at approxi- 
mately 2,600,000 tubes per month, 
indicates a serious shortage of 
this type of tube used extensively 
by both the Army“ahd Navy, mem- 
bers of the Radio Receiver 
Vacuum Tube Industry Advisory 
Committee were told. The total 
shortage was placed at 250,000 
tubes per month, while monthly 
production of battery type minia- 
ture tubes were said ito be 200,000 
a month short of essential require- 
ments, Radio and Radar officials 
reported. . 
Demands for these tubes have 

increased instead of fallen off, 
largely as a result of battle losses 
and the development of new elec- 
tronic equipment for use in the 
war effort. 
When war demands for minia- 

ture receiving tubes are material- 
ly reduced, WPB will authorize 
their manufacture for civilian use, 
WPB officials said, emphasizing 
the belief that there is little hope 
for such action in the near future 
in view of new requirements and 
continued demands for established 
standard tubes used by the Army, 
Navy and for Lend-Lease. 

* * & 

Restrictions on purchases 
power, gas and water utilities of 
surplus war materials, contained 
in Utilities Order U-1, have been 
lifted in order to facilitate the re- 
distribution of these materials +o 
ultimate users, the War Produc- 
tion Board reported in November. . 

In addition, Utilities Orders 

by . 

U-l-d and U-l-f and the Housing 
Utilities Standards appended to 
the latter order have been amend- 
ed to permit a more general use of 
copper tubing for underground 
water and gas service lines. Re- 
strictions on the length of exten- 
sions of gas, water and central 
steam heating service also have 
been removed. These actions have 
been taken in view of improve- 
ment in supplies of copper, steel 
and cast iron pipe, the Office of 
War Utilities of WPB said. In ad- 
dition, the use of copper pipe in- 
stead of substitute materials facil- 
itates installation under paved 
streets with resultant saving in 
manpower, OWU pointed out. 

* * 

Production of approximately 
8,000 refrigerated display cases 
for replacement purposes during | 
the 12-month period commencing 
October 1, 1944, has been autthor- 
ized under Direction III to Limita- 
tion Order L-38 (industrial and 
commercial refrigerating and air 
conditioning machinery and equip- 
ment), the War Production Board 
announced recently. Production 
of refrigerated display cases had 
been prohibited by L-38 since Sep- 
tember 26, 1942. 

* «+ * 

The War Production Board has 
revoked Order L-225 which con- 
trolled the manufacture and sale 
of electrical conduit, electrical 
metallic tubing and raceways. The 
type of steel used in the manufac- 
ture of this equipment, chiefly 
small sizes of Bessemer tubular 
steel, is no longer in short supply 
and further control is unneces- 
sary, WPB said. 
Manufacturers and distributors, 

formerly permitted to sell conduit 
tubing and raceways only on pref- 
erence ratings of AA-5 or better, 
may now make unrestricted sales 
as a result of the revocation of 
L-225. Production is expected to 
increase somewhat. 
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Don’t be surprised if the Federal 

controls you buy for one ma- 

chine outlasts two, three or even 

four others. For—Federal builds 

‘em for long life. Designs them 

to withstand the rigors of hard 

usage. To take in stride shocks 

... Vibrations — or what have 

you. Expect to find, too, ample 

wiring space... easily remov- 

able contacts . . . efficient oper- 

ation... ease and economy in 

maintenance. For safe and 

dependable control of motor- 

driven machinery depend on - 
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Federal. Hae i 
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FEDERAL ELECTRIC PRODUCTS COMPANY 

Plants at: 1429 Park Stre 
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... FOR STORES, SHOWCASES, 

ARCHITECTURAL AND 

DECORATIVE EFFECTS... 

New “Slimline” lamps—long, 

slender and fluorescent—are be- 

ing made by the Westinghouse 

Lamp Division. Samples will be available 

shortly to fixture designers and others 

interested in the development. These 

tubes will be 42 and 64 inches long re- 

spectively, and have a diameter of only 

34 of an inch. Later, when manufacturing 

conditions permit, samples of lamps 

measuring 72 and 96 inches long witha 

thickness of one inch will be available. 

All these lamps will be hot cathode of the 

instant starting type which do not require 

starters. They may be operated singly or 

in multiple with a ballast, or on series 

circuits with a high voltage transformer, 

They will be available in the standard 

white color and will have a new type of 

single pin base. The life rating 200 mil- 

liampere operation will be of the 

same order as the standard 40 watt 

fluorescent lamps. 

Ma
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e 
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They will present long ribbons of soft, cool 

light which will be very effective in places 

where decorative yet highly efficient light- 

ing is required, and where reflector space 

is limited. 

Once again the pioneering spirit of West- 

inghouse shows the way to better See- 

Ability with better lamps. Westinghouse 

Electric & Manufacturing Co., Lamp Divi- 

sion, Bloomfield, N. J. 

EFFECTIVE IMMEDIATELY, THE FOLLOWING 
LIFE RATINGS APPLY ON 

40 AND 100 wart WHITE AND DAYLIGHT 
WESTINGHOUSE FLUORESCENT LAMPS 

d % of Initial 
Burning Hours Rate Ameen Lumens per Watt 

per Start Life at 70% of Rated 
(Hours) Life** 

40 100 40 100 
Watt Watt Watt Watt 

3 2500 3000 84 78 

6 4000 4500 76 72 

12 6000; 6500 70 69 

*Life under specified test conditions. This includes such factors as opera- 
tion on AC circuits at rated voltage, the use of starters and ballasts or 
transformers of proper design. 

** All fluorescent lamps depreciate in light output continuously thruout 
life. Ordinarily the use of fluorescent lamps beyond 6500 hours cannot be 
economically justified. 
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PERSONAL NOTES 

About Men You Know 

SE eR ee ER Ry 

J. F. Bailey, president, Georgia 
Power and Light Company, has 
been transferred to St. Petersburg 
as an official of Florida Power 
Corporation. He holds the tem- 
porary title of assistant to the 
president, in eharge of division 
and local managers. As the activ- 
ities of the new business depart- 
ment are so closely identified with 
the local offices this department 
will also be under the direct sup- 
ervision of Mr. Bailey. 

* &+ * 

S. C. McMeekin, a native of 
Fairfield county, a graduate of 
Clemson and formerly an official 
for the Broad River Power Com- 
pany, has returned to Columbia as 
executive vice president of the 
South Carolina Electric and Gas 
Co., it was announced recently by 
N. H. Coit, president of the com- 
pany. 

Mr. McMeekin comes to his new 
duties from Rolla, Mo., headquar- 
ters from which in the last nine 
years he has operated five power 
companies, subsidiaries of the As- 
sociated Gas and Electric Com- 
pany. These properties were lo- 
cated in Missouri, Oklahoma, New 
Mexico and Arizona. 

* % 

Charkes H. Kinzel, Jr., has been 
appointed sales promotion man- 
ager of the John C. Dolph Com- 
pany, Newark, New Jersey. He 
was formerly associated with the 
advertising department of the 
Eclipse-Pioneer Division, Bendix 
Aviation Corporation, Teterboro, 
New Jersey. 

* + * 

Melvin C. Wilt, released from 
active duty as a Lieutenant-Com- 
mander in the Supply Corps, 
US.N.R., has returned to carry on 
his previous duties as executive 
vice-president and general man- 
ager of Curtis Lighting, Inc., and 
president of Curtis Lighting of 
Canada, Ltd. 
Lieutenant-Commander Wilt 

started with Curtis in 1928, as a 
sales representative for Cleve- 

territory, and later land, Ohio, 
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moved to Toronto, Canada, to set 
up and organize Curtis Lighting 
of Canada, Ltd. After serving as 
managing director of the Canad- 
ian company for ten years, he re- 
turned to the United States com- 
pany as vice-president and gen- 
eral manager, in 1940. 

* * 

The appointment of J. R. Bost- 
wick to the position of manager of 
the Southwestern district stores, 
with headquarters in Dallas, Tex- 
as has been announced by C. H. 
Mackey, Southwestern district 
manager of Westinghouse Electric 
Supply Company. He was former- 
ly operating manager of the com- 
pany in San Antonio. 

* + 

The W. R. C. Smith Publishing 
Company, publishers of ELECTRI- 
CAL SOUTH, Southern Automotive 
Journal, Southern Hardware, Cot- 
ton, and Southern Power & Indus- 
try, has announced the appoint- 
ment of Frank P. Bell as business 
manager of ELECTRICAL SOUTH. 

Mr. Bell first became associated 
with the Smith company in 1941 
when he served as advertising 
representative in New York State 
territory. In the latter part of 
1943 he was transferred back to 
Atlanta to serve as sales promo- 
tion manager for the company. 

Before becoming associated with 

R. M. Oliver, recently elected vice 
president in charge of sales for 
the Proctor Electric Company. 
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Frank P. Bell 

the W. R. C. Smith Publishing 
Company, Mr. Bell had 15 years 
advertising agency experience 
with Harvey-Massengale Company, 
and Charles A. Rawson & Asso- 
ciates, both of Atlanta. 

* & & 

Georges Faurie, formerly with 
the Delco Appliance Division of 
General Motors, has been named 
manager advertising and sales 
promotion for the newly created 
Radio Receiver Division of the 
Westinghouse Electric and Manu- 
facturing Company, according to 
announcement by Harold B. Don- 
ley, manager of the division. 

Georges Faurie 

Mr. Faurie has been in the radio 
and appliance merchandising 
fields for more than 17 years. Lo- 
cated most recently in Rochester, 
he has headquartered in New 
York, Detroit, Chicago, St. Louis 
and Dayton. 

* * * 

S. E. Waddill has been appoint- 
ed supply sales manager of the 
Richmond Distriet, replacing R. 
W. Fishburne, who resigned to en- 
ter the manufacturers’ agency 
business. Mr. Waddill will make 
his headquarters in Richmond. 
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@ What's going to happen to the first 
vacuum cleaners to be manufactured as 
soon as the “green light” is given? 

The answer is of paramount importance, 
since it is obvious to everyone that the 
number of cleaners produced in the 
early stages of reconversion will fall far 
short of the pent-up demand. 

Premier’s distributors have established 
a policy—with which Premier is in com- 
plete agreement—of delivering, wherever 
possible, one cleaner to every dealer, 
before any dealer gets more than one. 
This means that at the start every 
franchised dealer will have a sample 
Premier Vacuum Cleaner to display and 

C qe Nee Nea Maer Loni 
GUARANTEED |3) 
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Dealer 

Before Any One Gets Two 

demonstrate to all his customers. With 
this sample he can accept orders for de- 
livery as soon as Premier Cleaners can be 
turned out in greater volume. Allocation 
of Premier Cleaners thereafter will be 
made as equitably as is humanly possible. 

Dealers will recognize this plan to be in 
keeping with Premier’s past promises 
of assistance in the welfare of all dealers 
who have maintained Premier Service 
for Premier customers. And it is further 
evidence on the part of Premier and 
its distributors, of a sincere desire to 
protect the future interests of Premier 
dealers, whether small or large, in 
every way possible. 

Hl Ce 46> SERVICE 
Fer Vecuum Cleaners 4 4 E. 
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ELECTRIC VACUUM CLEANER CO., INC. 

CLEVELAND 10, OHIO 

DIVISION 



George T. Marchmont, southern 
district manager of Graybar Elec- 
tric Company, of Atlanta, was re- 
cently transferred to Dallas, Tex- 
as, where he will serve as south- 
western district manager for the 
same company. Mr. Marchmont 
is a senior member of the board 
of directors of the Graybar Elec- 
tric Company with which he has 

Geo. Marchmont A. D. Hammond 

been associated for 36 years. He 
is a graduate of Georgia Tech 
and a past president of the Tech 
Alumni Association. 

A. D. Hammord has been named 
southern district manager to suc- 
ceed Mr. Marchmont. Mr. Ham- 
mond first became associated with 
the company at Nashville, his 
birthplace, and was transferred 
to Atlanta six years later, in 1912. 
In 1925, when the Miami branch 
was opened, he left Atlanta to 
‘become sales manager of this new 
branch. He returned to Atlania 
in 1928 as merchandising manager 
and later was made branch man- 
ager at Birmingham, Ala. In 
1943, he was appointed Ohio Val- 
ley district manager. 

* * 

John F. Gilligan has been ap- 
pointed advertising manager of 
Philco Corporation, it was an- 
nounced recently by James H. 
Carmine, vice president in charge 
of merchandising. Mr. Gilligan 
joined Philco in 1922 and has serv- 
ed in important positions in the 
sales, advertising and order de- 
partments. 

In 1931, he became assistant to 
Larry E. Gubb, then general sales 
manager, and now chairman of 
the board of directors, of the Com- 
pany. In 1936, he was named 
manager of the Specialty Division 
and for the following five years 
was in charge of sales of Philco 
radio-phonographs and farm radio 
receivers. During the war emer- 
gency, he has been serving as 
manager of the Priorities Divis- 
ion. 
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Appointment of F. L. Gemmer 
as advertising and sales promo- 
tion manager and Eric E. DeMarsh 
as chief field engineer of the 
Burndy Enginecring Co., Ine., of 
New York, has en announced 
by F. E. L. Whitesell, director of 
sales. 

Mr. Gemmer, a_ graduate of 
Massach ts Institute of Tech- 
no'ogy, w n ociated 
with the Alu in ‘omnanv of 
A r i f ? A i Ve ars. 
M~. DeMa iS ited 
With Burndy En: g Co., 
Ir f Y He 
is a graduate of the Rensselaer 
Polytechnical Institute. 

¥ % * 

Sylvania Electric Products Ine., 
announces the appointment of R. 
G. Slauer as manager of the Ap- 
plications Laboratory with head- 
quarters in Salem, Massachusetts. 
A veteran of over 18 years experi- 
ence in the lighting industry, Mr. 
Slauer is widely known for his ed- 
ucational activities having con- 

R. G. Slauer 

ducted at one time a special cor- 
respondence course for the West- 
inghouse Company, with whom he 
was associated for fourteen years 
prior to his Sylvania appointment. 
He is the author of the Handbook 
of Interior Wiring Design. 

x * 

David M. Salsbury has been 
elected vice president and gen- 
eral manager of the Westinghouse 
Electric Supply Company, accord- 
ing to an announcement by B. W. 
Clark, president of Westinghouse 
Electric Supply Company and vice- 
president of the parent company, 
Westinghouse Electric and Manu- 
facturing Company. In his new 
position, Mr. Salsbury will head 
the company’s operations, report- 
ing to the president. 
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Royal Vilas, former official of 
the War Production Board, has 
been appointed Southeastern dis- 
trict manager, with headquarters 
in Atlanta, for the Radio Division 
of Bendix Aviation Corp., accord- 
ing to recent announcement by W. 
P. Hilliard, general manager of 
the Radio Division. 

Vilas Royal 

Mr. Vilas will direct introduc- 
tion of the company’s home radio 
line in the southeastern district 
including Georgia, Florida, North 
Carolina, South Carolina, Tennes- 
see and parts of Mississippi, Ala- 
bama and Arkansas. 

x * 

An announcement from Genera] 
Electric states that W. H. Dennler 
is now assistant to the general 
sales manager of the company’s 
appliance and merchandise de- 
partment. 

During the war Dennler has 
been supervisor of personnel 
placement. He joined General 
Electric in 1983 when he entered 
G-E’s business training course in 
Schenectady, and was transferred 
to Bridgeport in 1936 from the 
traveling auditor’s staff. 

His experience since then is 
particularly adaptable to his new 
position. Following his transfer 
from Schenectady he supervised 
the clerical service bureaus of the 
department, spent a year in the 
field studying appliance dealer op- 
erations, and was on the auditor’s 
staff assigned to work with inde- 
pendent distributors when war cut 
short civilian goods production. 

x * 

After a 2% year leave of ab- 
sence to serve in the U. S. Army, 
Clyde C. Sowards is back with the 
Copperweld Steel Company, Glass- 
port, Pa. Captain Sowards has 
been relieved of active duty and 
reverted to an inactive status. He 
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. Today, our electrical equipment encircles the globe; some serving at 
od Greenland’s ice cap or in Kiska’s fogs .. . others stewing in the swamps 
in of a Pacific atoll. 

>d With the destinations of war-products totally unknown, manufac- 
1e turers logically have preferred “building-in” WESTONS on their con- 
} trol panels. They know that a WEsTON will perform dependably 

1s anywhere ... that there is sound reason behind WESTONS acceptance 
w as the international standard. 
4 And tomorrow, with equipment reaching known markets, instrument 

preferences will remain unchanged. For while human life no longer will 
be at stake, reputations will. So manufacturers will continue to “build- 
in” the instruments which consistently tell-the-truth ... to build broader 

; market acceptance and customer good-will, and assure highest 
2 efficiency from the machines which bear their name. 

| Weston 

@ Laboratory Standards 

@ Precision DC and AC Portables 

@ Instrument Transformers 

@ Sensitive Relays 

@ DC, AC, and Thermo Switchboard 

and Panel Instruments 

@ Specialized Test Equipment 

@ Light Measurement 

and Control Devices 

@ Exposure Meters 

@ Aircratt Instruments 

@ Electric Tachometers 

@ Dial Thermometers 

- WESTON ELECTRICAL INSTRUMENT CORPORATION 

686 FRELINGHUYSEN AVENUE, NEWARK 5, NEW JERSEY 

FOR OVER 55 YEARS LEADERS IN ELECTRICAL MEASURING EQUIPMENT @ 
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If you sold PROCTOR 

DUAL AUTOMATIC TOASTERS 

eee YOur sales talk MADE NEWS 

with these PROCTOR “‘firsts‘’: 

oe (1929) First silent automatic toaster 

@ (1940) First thermostatically controlled 

pop-up toaster 

ay (1941) First dual-automatic toaster — 

with the crisper] 

70 MORROW os 

.». You'll make toaster news again 

with the still finer Proctor Dual- 

Automatic—coming—after Victory. 

Meanwhile Iet’s all “Back the 
Attack” with War Bonds. 

ROCTOR 

NEWSMAKER IN APPLIANCE MERCHANDISING 

PROCTOR ELECTRIC COMPANY—DIVISION, PROCTOR & SCHWARTZ, INC. 
PHILADELPHIA 40, PENNSYLVANIA. 
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will report to Copperweld’s New 
York office and will cover the 
northern portion of the South At- 
lantic states—the territory he con- 
tacted prior to his enlistment. 

* * * 

The appointment of William B. 
Meek as manager of a new branch 
office of the Westinghouse Elec- 
tric Supply Company, in New Or- 
leans, La., has been announced by 
D. M. Salsbury, general manager 
of the Company. 

William B. Meek 

The territory was formerly 
served by the Monroe Hardware 
Company, a Westinghouse agent- 
jobber, located at Monroe, La., 
and New Orleans. The new of- 
fice has been established at 420 
South Peters Street. 

Mr. Meek joined the Monroe 
Hardware Company in 1933. Ear- 
ly in 1984 he moved to New Or- 
leans as manager of the newly op- 
ened Monroe Branch in that city. 

Two years later Mr. Meek was 
made manager of both the New 
Orleans and the Monroe branches 
of the Hardware Company and 
was also elected vice president. 

* * * 

J. C. Hunt, associated with the 
activities of General Electric’s 
vacuum cleaner division for nine 
years prior to the war, has beex 
appointed sales manager of the 
division. 
From 1933 to 1939, Hunt was in 

the vacuum cleaner sales section 
with headquarters in Bridgeport. 
The next three years he worked 
in the Philadelphia area as field 
representative of the division. 
When America entered the war he 
was transferred to Bridgeport 
where he became assistant to the 
manager of the pioneer products 
section. 



The Bryant “No-Blink” starter is com- 

pletely automatic . . . saves your lighting dollars. 

It gives you longer lamp life because of 

positive, automatic starts. 

The starter itself lasts longer. It does not 

burn out in repeated attempts to start a 

de-activated lamp. 

When burned out lamps are replaced, the 

starter automatically goes to work. 

For fluorescent installations specify Bryant “No- 

Blink” starters. Available for 40-watt and 100- 

watt lamps. 

Specify Bryant Devices from your Electrical 

Wholesaler 

THE BRYANT ELECTRIC CO. 

WIRING DEVICES BRIDGEPORT 2, CONNECTICUT 

NEW YORK SAN FRANCISCO CHICAGO LOS ANGELES | 

SUPERIOR 

bee 
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NEW EQUIPMENT 

and MATERIALS 

WIRING BULLETIN 

Two new bulletins describing 
wiring devices have been issued 
iby the Frank Adam Electric Com- 
pany, St. Louis, Mo. Bulletin No. 
71, on Frank Adam wire and cable 
duct, gives descriptive informa- 
tion and specifications on this 
modern type of distributon system 
for light and power. 

Bulletin No. 72, on Frank Adam 
hanger outlets and floor boxes, in- 
cludes specifications on a number 
of items in this field. The hang- 
er outlet was designed primarily 
for fan service but is now used 
widely with electric heaters, show 
window spotlights, radio and pub- 
lic address outlets, etc. Copies of 
the new bulletins may be obtained 
by writing Frank Adam Electric 
Company, P. O. Box 357, St. Louis 
3, Mo. 

BURNDY CLASP 

A new self-locking quick-discon- 
nect type of electrical connector, 
known as the Burdy Clasp, design- 
ed especially for small wires and 
approved by the U. S. Army Air 
Forces, is now available from 
Burndy Engineering Co., Inc., 107 
Bruckner Blvd., New York 54, N. Y. 

Composed of two_ identical 
halves, this new quick-disconnect 
slides together in jack-knife fash- 
jon and locks in a positive posi- 
tion with a slight pull. This ex- 
clusive locking feature prevents 
loosening oer pulling-apart in serv- 
ice, even though someone should 
inadvertently pull or jerk on the 
cables. 

Ample pressure between the two 
halves creates good electrical con- 
tact. Made of copper and heavily 
silver-plated, the Burndy Clasp 
has high electrical efficiency and 
excellent resistance to corrosion. 

In addition to the self-locking 
feature, this connector utilizes the 
Burndy Hydent principle for grip- 
ping the cable ends. By indenting 
the Clasp socket to the cable 
strands, a permanently tight and 
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shock-proof connection is obtain- 
ed. The same Burndy Hytool, 
used for other types of Burndy 
Hydent connectors, is used for in- 
denting the Clasp. 

NEW CONDUIT FITTING 

The Killark Electric Manufac- 
turing Co., Vandeventer and Eas- 
ton Aves., St. Louis 13, Mo., has 
announced its Two-Ring thinwall 
conduit body, a new labor-and- 
time-saving advancement in elec- 
tric conduit which provides per- 
manent locking and sealing of un- 
threaded conduit connections. 

The fitting unit consists of two 
rings: The “engagement ring” so 
called because it is first in posi- 
tion on the conduit end and its in- 
side bevel engages the concave 
second ring which is called the 
“wedding ring’? because, as it is 
wedged in by the inside bevel of 
the threaded nipple, it weds the 
unthreaded thinwall conduit per- 
manently to the junction box hub. 
When the threaded nipple is 

screwed tight into the terminal 
box threaded hub, the two cad- 
mium plated rings are so snugily 
bedded around the unthreaded 
conduit end, the connection is se- 
cured against water and other 
fluids as well as dust and grease. 

The labor-and-time saving feat- 
ure of the Killark Two-Ring fit- 
ting is important. The need for 
threading conduit is eliminated. 
Thinwall conduit is simply cut to 
length and the end inserted into 

tubes ; 

the hub with the two rings in front 
of the threaded hexagon nipple. 
The nipple is easily drawn tight 
with a wrench and the doubly-se- 
¢ure connection is automatically 
and quickly completed. 

ELECTRONICS BULLETIN 

Nine types of electronic tubes 
for specialized applications are de- 
scribed in a new 24-page bulletin 
published by Sylvania Electric 
Products, Inc. Products describ- 
ed include strobotrons for the study 
of reciprocating and rotating mo- 
tion; Pirani and thermocouple 
tubes for measuring vacuum; volt- 
age regulator tubes; facsimile 

germicidal tubes; black 
light and near ultraviolet lamps. 

Technical sections of the bulle- 
tin give specifications, basic cir- 
cuit diagrams and suggested ap- 
plications for products and acces- 
sories. Fluorescent lamp charac- 
teristics are given in tabuiar form 
and curves. ‘Copies of Bulletin 
202 are available on request to Syl- 
vania Electric Products, Inc., 
Special Products Division, 60 Bos- 
ton Street, Salem, Mass. 

CABLE TERMINATOR 

This indoor cable terminator 
with its housing (cover removed) 
is for use in making cable con- 
nections to high voltage, large ca- 
pacity, three-phase motors. The 
sealed top terminator has a stuff- 
ing box entrance for three single 
conductor cables. The motor can 
be disconnected by loosening 
three stud connectors. 

Disconnecting type aerial lugs 
absorb vibrations from motor 
leads to the terminator bushings 
and allow for alignment varia- 
tions. For further information 
write to Delta-Star Electric Com- 
pany, Chicago 12, Illinois. 
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A BASIC POST-WAR PLAN 

ENTERS ITS SECOND YEAR OF OPERATION 

Over a year ago, Universal predicted that post-war 
selling would be no push over—that advance prepa- 
ration by dealers was needed to capitalize on future 
opportunities. The now famous “U” Plan for “V” 
Day was developed as a practical, down-to-earth 
approach to this problem. Its chief aim was to help 
dealers get ready for the post-war period. It has 
already established many new Universal “firsts”. 

1. FIRST WITH A BASIC PLAN FOR POST- 
WAR SELLING — Over sixteen thousand 
dealers are now making use of the 
“U” Plan to bring about millions of 
customer contacts. 

FIRST WITH POWERFUL NATIONAL AD- 
VERTISING SUPPORT —Over forty mil- 
lion consumer messages explaining the 
“U” Plan and creating a national con- 
sciousness for Universal have appeared 
in 14 national publications during 
1944, 

FIRST WITH COMPREHENSIVE POINT- 
OF-SALE HELP —Over sixteen thousand 
dealers have received the free identi- 
fication kit to help them tie in with 
national advertising. Monthly, they re- 
ceive the “Dealer’s Digest”—a guide to 

post-war thinking. They are profiting from the “100 
Letter Plan” —a ready-to-mail service for increasing 
dealer-consumer contacts. 

4. FIRST WITH A PRACTICAL STORE AND 
PERSONNEL CONDITIONING PROGRAM 
— Geared to dealers’ needs, Store Plan- 

Bey ning, Sales Training and Planned Sell- 
£24 ing services are being released to “U” 

Plan dealers at a time to help them most. 

The "U” Plan is available free to all dealers. Contact 
your Universal Distributor or write the factory for 
“U” Plan information. Also ask for a presentation of 
“Forward March to Market”—the fascinating story of 
Universal’s preparation for post-war appliance selling. 
Find out how you can secure the valuable Universal 
franchise in your community. 

Universal Electrical Appliances dis- 
tributed in Canada exclusively by 
Northern Electric Company, Ltd. 

UN
IV
ER
: 

LANDERS, FRARY & CLARK © NEW BRITAIN, CONN 

ELECTRICAL SOUTH for DECEMBER, 1944 



CIRCUIT BREAKER 

The Heinemann Circuit Breaker 
Company, 120 Plum Street, Tren- 
ton, N. J., has now in production a 
new and improved single pole cir- 
cuit breaker for 240 volt A.C. and 

125 D.C., 50 ampere maximum. It 
may be front connected or rear con- 
nected. This breaker has instanta- 
neous trip or a selection of three 
time delays. Overall dimensions 
are 514” long by 2-11/16” high, and 
114” wide. 

DAY-BRITE CORONADO 

Day-Brite Lighting, of St. Louis, 
Missouri has recently announced a 
new four-light 40-watt commercial 
unit of the shielded type for sur- 
face and suspension mounting. This 
fixture, the “Coronado”, consists of 
« basic chassis finished in baked 
“Super-White” enamel and design- 
ed to provide the necessary arrange- 
ments for either surface or sus- 
pension mounting. 

The enclosure, consisting of a 
welded steel frame finished in 
baked lustre aluminum enamel with 
ribbed glass side panels, is attached 
to the chassis by means of two 
spring tension clips. A pair of 
service chains is provided for at- 
tachment to the chassis so that the 
enclosure can be lowered and is 
supported for servicing opera- 
tions. 

This enclosure can be swung 
on these service chains to provide 
easy access to the interior and the 

lamps and chassis. Removing and 
installing the enclosure takes but 
a few seconds—a permanent time- 
saver in cleaning and relamping. 

Suspension type fixtures in- 
clude hanger assembly consisting 
of all necessary parts for com- 
plete installation. Finished in 
baked lustre aluminum enamel. 
Surface type fixtures are in- 
stalled through a_ self-aligning 
ceiling plate provided in the chas- 
sis. Complete data on the new 
“Coronado” along with the open 
type “Parkway” is given in Bulle- 
tin F-80. 

TAB WIRE MARKERS 

The tab-type wire marker is an- 
other of the new Vinylite plastic 
applications that will help to sim- 
plify the electrician’s task in the 
tracing of specific wires. This new 
wire marker consists of a sleeve, or 
tube, which fits around the wire 
itself; and an apron, or tab, on 
which is printed whatever designa- 
tion the wire is to carry. Vinylite 
resins were chosen for this appli- 
cation particularly for their excel- 
lent properties of insulation, their 
leng life, distinctive colors, and the 
ease with which they take printing. 
And, printing on this type of ma- 

terial is permanent; it won’t rub 
off nor fade.. A product of the 
William Brand Company, 276 
Fourth Ave., New York City 10, N. 
Y., molded for them by the Insula- 
tion Products Company, these 
handy name carriers can be cut off 
to any desired length. (Photo 
courtesy Bakelite Corp.) 

WESTINGHOUSE FOLDER 

A full line folder in four colors 
showing one model each of the 22 
types of pre-war Westinghouse 
electric appliances is being pack- 
aged with each of the new irons 
Westinghouse is now manufactur- 
ing, to pre-sell consumers now on 
the company’s post-war appliances 
and currently is also available to 
Westinghouse appliance retailers 
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through the company’s distribu- 

tors and the Westinghouse Dlec- 

tric Supply Company. 

Folding to fit into a No. 10 busi- 

ness envelope, the cover of the 

folder carries the title, “For Bet- 

ter Living in the American Way— 

Special Exhibit Inside.” It is de- 

signed for direct mail promotion 

or pass-out distribution to tie in 
with the current Westinghouse ad- 
vertising campaign theme that, 
“30 Million Pre-War Westinghouse 
Electric Home Appliances Are 
Your Postwar Promise of Still 
Finer Ones to Come.” 

RETRACT-O-REEL 

The Appleton Electric Company, 
1701-41 Wellington Avenue, Chica- 
go—13, Illinois, manufacturers of 
-Appleton Unilets, Appleton Reelites 
and other electrical products, an- 
nounce the Appleton Retract-c-Reel, 
as illustrated, which is a light- 
weight all cast balancing reel used 
for supporting portable tools, as 
well as air and electrical devices 
weighing up to 10 pounds. Reels 
support light-weight drills, screw- 
dvivers, assembly tools, etc., direct- 
Jy over production line while oper- 
ator is otherwise engaged. When 
operator has finished using a tool, 
the Retract-o-Ree] lifts tool up over 

work and out of the way. Reels 
have adjustable cable clamps which 
hold tool in exact position for easy 
reach and access. The Retract-o- 
Reel eliminates lost motion and af- 
fords highest efficiency on produc- 
tion lines. 

TI 



The Wakefield BEACON 

is built to standards you’d 

expect from Wakefield; 

offers top efficiency, along 

with lower cost. 

A Certified Fleur-O-Lier, the BEACON is 

designed to combine high quality fluorescent 

lighting with simple, modern appearance. It’s 

a “honey” for essential office or drafing room. 

Maintenance is especially easy. There are no 

horizontal surfaces on which dust can collect. 

New rigid louvers are hinged to make lamp 

replacement easy. Has_ twist-type sockets 

mounted with slot up, so lamps cannot fall out. 

Etched, ribbed glass on the side panels gives 

smooth, diffused light. All-steel construction, 

finished in infrared bake, cream enamel, with 

white enamel reflecting surfaces. Pierced 

metal end caps are backed up with translu- 

And you can get this 4-lamp cent plastic. 

fluorescent unit in stem suspension as _ pic- 

with close-up mounting for low- tured, or 
>, . 
ceiling areas. 

Help your customers handle more paperwork 

in less time and with less eyestrain. The 

Wekefield BEACON shows the way. Ask your 

Graybar house for details or write us. 

COekefile 

THE F. W. WAKEFIELD BRASS COMPANY VERMILION, OHIO 

ELECTRICAL SOUTH for DECEMBER, 1944 61 



aesured with Paragon 

PRESET TIMERS 

Paragon improved manually pre- 
set timers can be preset to perform 
a great variety of operations. . 
to allow a given operation to con- 
tinue for almost any pre-deter- 
mined time limit . . . to close or 
open a circuit at the end of the 
preset time. Synchronous motor 
operated. Assures absolute accu- 
racy of the timing cycle. Not 
affected by vibration or changes 
in ambient temperature. Supplied 
as standard with single pole, 
double throw switches and choice 
of 10 time ranges and 3 types of 
mounting . . . 2400 series for flush 
mounting, 2500 for surface mount- 
ing, 2900 for wall mounting. 

2509 for surface 
mounting. 

713 OLD COLONY BUILDING 

CHICAGO 5, ILLINOIS 

Mr. Tops, the Paragon symbol! 
of top quality. ‘ 

ECONOMASTER HEATERS 

One of the first WPB releases 
under the Spot Authorization Pro- 
gram in the Nashville District went 
to Economaster Products Company, 
who have already resumed produc- 
tion. Model D, portable 1300 watt 
heater, identical with pre-war pro- 
duction, began coming off the lines 
in October . 

Initial token shipments of twen- 
ty-four heaters will be made first 
to all former Economaster distribu- 
ters against their orders. There- 
after a quota program which may 
include new wholesalers in territor- 
ies where present authorized dis- 
tribution is considered inadequate, 
will be followed. 

List price of Model D is $9.95, 
with regular discount to retailers 
and wholesalers. Other models 
available shortly, including built- 
in, heavy duty, thermostatically 
controlled models up to 5000 watts. 

VOLTAGE TESTERS 

Knopp Voltage Testers are han- 
dy instruments for measuring cir- 
cuit voltages and for determining 
whether they carry a-c, pure d-c, 
or rectifier d-c current. They op- 
erate on the solenoid principle, 
and indicate the nominal a-c cir- 
cuit voltages of 110, 220, 330, 
440, and 550, and the nominal d-c 
circuit voltages of 115, 230, and 
600. 
A neon-light polarity indicator 

in the base of the Knopp SDP-2 
Voltage Tester is a new exclusive 
feature which not only shows the 
polarity of a d-c circuit under test, 
but which also enables one to dif- 
ferentiate between a-c and d-c. 

Complete information is avail- 
able from the manufacturer, Elec- 
trical Facilities, Inc., 4234 Holden 
St., Oakland 8, Calif. 

Armature and Stator 

Coil Winding Terms 
(Continued from page 32) 

the winder is the quickest method 
of winding wave-wound, direct- 
current armatures, as the winder 
is in the proper position to put 
down the bottom leads without 
moving out of place. 
Right-hand phase coil is the 

term used for coils made in sec- 
tions, where each section is in- 
sulated separately, and only the 
outside section needs extra phase 
insulation, as in Fig. 21. A two- 

LZ 

Fig. 21 

\ 

section coil is shown. The right- 
hand section, 2, has extra insula- 
tion. 

Rotor coil denotes coils used for 
the rotor of alternating-current 
motors or for wound rotors. 

WE SHALL ASSURE 

A LASTING PEACE 
1944 has been a year of uncer- 
tainty. Our Army and Navy 
were facing the crucial Euro- 
pean Saale, And they came through 

So, at this Christmas season if we cannot 
yet rejoice, we can see victory looming ever- 
larger in the future. O Z. joins its voice in 
praise of our gallant fighting men, and 
expresses the hope that another year will 
see the world restored to peace and industry 
once again devoting its major efforts to 
serving civilian needs. 

Seasons Greetings From 

0.2: 262 BOND STREET - BROOKLYN,2 NY 
Pet retsentatives GN rerncipat cores 

Represented by: M. L. Whitman, 313 Bona 
Allen Blidg., Atlanta 3, Ga.; W. J. Keller, 
304 Natchez Bldg., New Orleans 12, La; 
F. B. Ostermueller, 6935 Meadow Lake Ave., 
Dallas 14, Texas. 
67285 
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Single coil is the unit that forms 
the electrical circuit between any 
two commutator bars. Fig. 22 
shows one single coil. Two single 
coils are shown in Fig. 23. 

Fig. 22 Fig. 23 

Start on left indicates that the 
coil winder starts the coil by 
fastening the starting lead on the 
left-hand side of the mold, with 
the operator facing the winding 
machine. 

Start on right indicates that the 
starting lead is fastened on the 
right-hand side of the mold, with 
the operator facing the machine. 

Stator coil denotes coils used 
for the stator or stationary part 
of alternatins-current motors or 
generators. 

Straight up indicates that a coil 
is to be wound in layers, to a pre- 
determined formation. See Fig. 5 
Throw of a coil is the relation 

between the straight parts of a 
coil in terms of slots or commu- 
tator bars. This is expressed as 
in Fig. 24 except for inside coils 

Throw of Coil- 
In Slots 1 and 10 

In Com.Bars 1 and 63 

p 
Fig. 24 

in a concentric group, which are 
designated as shown in Fig. 10. 
Top of coil is that part nearest 

the air gap. In any two-layer wind- 
ing, each coil has a top half, as 
O, Fig. 5, and a bottom half, D; 
then the term top of coil indicates 
that portion of each coil half that 
is nearest the air gap as indicated 
by the lines E. 
Wound in a shell is the term 

used to indicate a field coil that 
is wound into a prepared bobbin 
or shell composed of two end wash- 
ers and a paper tube or center 
piece. 
Wound in sections indicates that 

the coil in question is wound in 
two or more separate sections that 
must be connected or bound to- 
gether later. 
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OPERATING LEVER 

PIPE TO BE BENT 
\ _ 

Le < a 

aaa SHOE 

ONE MAN can bend pipe fast with a 

GREENLEE Hydraulic Pipe Bender. 

It takes but a few minutes to get 

smooth, precise, uniform bends — 

simply and easily. 

For example, as illustrated, one 

stroke of quick-positioning lever 

brings shoe snug against pipe, ready 

for application of bending pressure. 

Tedious hand-pumping for shoe po- 

sitioning is eliminated with this 

GREENLEE-engineered 

You’re now ready to transfer handle 

to operating lever and apply power- 

ful hydraulic pressure for the exact 

“short cut”’. 

bend you want—immediately! 

OTHER GREENLEE TIME-SAVING 
TOOLS FOR ELECTRICAL WORK: 

CABLE PULLERS 

JOIST BORERS 

HAND BENDERS 

RADIO CHASSIS PUNCHFS 

PIPE PUSHERS 

, 

>. 
" 

GRADUATED RAM N 

QUICK-POSITIONING LEVER 

a4 
= 

ott =. val 

z 

One stroke brings shoe into position 

Whether you’re bending pipe, 

rigid and thin-wall conduit, bus 

bars, tubing—from 34" to 4144"— 

you'll find it simple as A. B. C. 

a GREENLEE. This means important 

labor and material savings on every 

with 

bending job—large or small. 

Get the entire story on GREENLEE 

Benders and other time-saving tools 

for electrical workers. Write for 
Catalog 33E — free — 

Greenlee Tool Co., 

Division of Greenlee 

Bros. & Co., 1772 

Columbia Ave., Rock- 

ford, Illinois. 

Gua Keay wit Z- peerclee / 

REGISTERED TOOLS 

GREENLEE 



A SNAP 

TO INSTALL 

They make any outlet into an “In- 
sulated Bushing”, preventing cable 
insulation abrasion and _ resulting 
shorts. 

Easy does it! Simply squeeze the 
two ends together and snap the In- 
suliner into place. You can install 
it before fishing, after fishing, or 
right over the wires in old work. 
T&B “Insuliner” sleeves come in a 
full range of sizes, 1” to 6”, conduit 
or EMT. Patented. Approved by 
Underwriters Laboratories. 

Sold only through the service or- 
ganizations of T&B Electrical 
Wholesalers. 

Get in touch with them or any 
of our convenient offices today 
for “Insuliner” Bulletin s-5. 

The Thomas & Betts Co., 
Incorporated 
Room 423 

Citizens & Southern Bldg. 
Atlanta 3, Ga. 

Incorporated Incorporated 
P. O. Box 2372 

Charlotte, North Carolina 

Vee | 

THE THOMAS « BETTS CO. 
INCORPORATED 

New Orleans 12, La. 

manufacturers of electrical fittings since 1899 
ELIZABETH, 1, NEW JERSEY 

The Thomas & Betts Co., The Thomas & Betts Co., 

518 Masonic Temple Bldg. 

Disposal of Surplus 

Electrical Equipment 
(Continued from page 28) 

installation of standard materials. 
This loss would continue, and in 
most cases, the percentage would 
increase as long as these materials 
were in use. 

“All conductors are supposed to 
have sufficient insulation to con- 
fine electrical current to the con- 
ductors. In most wiring installa- 
tions the conductors are concealed 
in walls and partitions of build- 
ings, and the only warning of any 
trouble in the insulation is when a 
fire or other trouble occurs. Many 
substitute insulations have been 
used for rubber, which was gener- 
ally used before the war and which 
has always been considered the 
safest and most economical insu- 
lation for conductors. Some of the 
substitute insulations have been 
found not to have sufficient insu- 
lating qualities to afford the nec- 
essary protection. In some in- 
stances, bare conductors are used 
with only an outer braid that af- 
fords no insulating protection at 
all. 

“These substandard electrical 
materials have served their pur- 
pose. No one now is greatly con- 
cerned about their past uses or cost. 
The greatest service, as well as sav- 
ings in dollars and cents, the Gov- 
ernment could render the citizens 
of this country toward the protec- 
tion of life and property would be 
tc dispose of these materials as 
junk and to take such steps as to 
be sure that none of it could ever 
find its way into the homes and 
places of business of the people of 
these United States. 

“Those of us who can remember 
the conditions after the last war 
are hoping that the experience 
gained then will keep a reoccur- 
rence from happening. This time 
1t would mean a great deal more, 
as the use of electricity is many 
times greater.” 

Lighting Problem— 

What Lamp to Use 

(Continued from page 22) 

which it replaced. This means ex- 
perienced, reputable manufactur- 
ing. 

In the next place, will the same 
type lamp be available at some 
later date and readily purchased 
from any nearby dealer? As to 
whether or not the cathode is hot 
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or cold should not be of concern 
to the purchaser as long as the 
lamp has these other qualities 
such as high efficiency, uniform- 
ity in lumen output (standardized 
rating) and is readily available. 
The temperature of the cathode is 
an electrical circuit feature and is 
of minor importance if any, to the 
purchaser. The maintenance of 
footeandles and ease of replace- 
ment is of greater concern. Cost is, 
of course, an item and it is usually 
true that the standard lamps pro- 
duced in volume are lowes? in cost. 

The most important thing of all 
to remember is that anyone buy- 
ing lighting fixtures, lamps and 
the current to operate them, is 
buying them for the express pur- 
pose of providing illumination. 
The system which provides the 
highest footcandle with lowest 
brightness, at the lowest cost is 
that which in the long run will be 
the most satisfactory. The archi- 
tect, contractor or illuminating 
engineer, who gives his customer 
that kind of a deal will find that 
excessively long-lived lamps, cath- 
ode temperatures or similar items 
will not be of much importance. 

Maintaining Industrial 

Electrical Equipment 

(Continued from page 17) 

opening currents beyond its inter- 
rupting capacity. A very slight 
burning or “spitting” does no 
harm. 

Main contacts are, in general, 
of two types; one in which the 
bridge or moving member is a 
solid piece of copper, and the other 
in which the bridge is formed of 
a number of thin copper lamina- 
tions assembled in the form of a 
leaf spring, as in Fig. 3. 

Until recent years main contacts 
were not silver-surfaced. If a 
breaker has any tendency to over- 
heat, a film of copper oxide may 
form on the contact surfaces. 
This oxide is a poor conductor 
and its formation leads to more 
overheating and more oxide for- 
mation. When breakers have cop- 
per main contacts, they should be 
inspected for the black copper 
oxide film and it should be cleaned 
off with No. 00 sandpaper. Do 
not use emery cloth which will 
cause trouble if emery gets into 
bearings. Just as in the case of 
filing, the grains of grit which 
come loose from the sandpaper 
should be caught in a cloth, and 
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the breaker should be blown out 
when the work is finished. 

The introduction of silver sur- 
facing of main contacts greatly re- 
duced oxidation trouble because 
any silver compounds likely to 
form are good conductors and pro- 
gressive overheating and deterior- 
ation do not occur. The dark 
brown tarnish that often appears 
is silver sulphide, caused by coal 
smoke or gas in the air. 

In many breakers, particularly 
those with laminated bridges, the 
silver is an electroplated surface 
a few thousandths of an inch 
thick. No sandpaper or other 
abrasives should be used on it. 
Silver polish may be used if the 
surface is very dirty. In breakers 
with solid bridges, the silver is 
frequently in the form of thin 
welded inserts. Here again, filing 
or the use of sandpaper is not 
recommended. 

Portable devices for electropla‘- 
ing contacts in position are on 
the market, and favorable results 
have been reported. They consist 
of a ‘brush or pad charged with a 
silver solution, with wires which 
are connected to a source of d-c 
power, such as a storage battery. 

Laminated bridges are usually 
made so that they “wipe” when 
the breaker is closed, that is, the 
laminations spread and slide 
across the face of the stationary 
contact. This cleans the contact 
surfaces and assures a good tight 
contact. This wipe is shown in 
Fig. 4. In the left-hand picture 
the breaker is closed to the point 
where the contacts just touch; in 
the right-hand picture the breaker 
is fully closed and the laminations 
have separated and spread. 

Contact Impression 

In both laminated and solid type 
contacts there should be a good 
“contact impression” when the 
breaker is closed. To make a 
contact impression, wipe the face 
of the moving contact with a 
slightly oily (not oil-soaked!) rag, 
hold a piece of tissue paper 
against the contact block and 
close the breaker. When the 
breaker is opened a contact im- 
pression will be found on the 
paper. 

If the contact is the solid type 
there should be a heavy black 
bar for all or most of the width 
of the contact. In the case of 
laminated contacts, each lamina- 
tion should make a visible im- 
pression. It is not necessary that 

"
T
e
 
Pr
ot
ec
t 

th
e 

Performan
ce of Your 

Electrical Equ
ipment— 

USE 

INSULATING VARNISHES 

It’s especially important to select the 
right electrical insulating varnish be- 
cause it provides the protection that 
will add extra life to your electrical product. Good varnishes 
protect the quality of the parts they cover. Whether yours is a 
problem of water proofing, resistance to abrasion, oils, acids, 
alkalies, greater flexibility, or greater penetration, there is a 
Pedigree insulating varnish with qualities correctly balanced to 
give you the results you want. 

wae P. D. GEORGE CO. 

5200 North Second Street, St. Louis, Missouri 

«ee 0) Call In the Pedigree Varnish Man Nearest Yor al 
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“EFFICIENCY” DEVICES FOR CONDUIT AND CABLE SUSPENSION | 
i 
i F 
f 
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°°° 4 COMPLETE line of 

SUSPENSION 

DEVICES! 
@ For safer, more ec pension 
of electrical installations specify EFFICIENCY 
Devices! Designed to fill a long recognized 
need, EFFICIENCY Suspension Devices are 
available for attaching wires, cables, conduit, 
and pipe to all construction forms and 
surfaces; structural steel, concrete, brick, 
hollow tile, or wood . . . without drilling 
holes! This important advantage makes pos- 
sible savings not only in time and labor 
but also in cost of electrical installations. 

The illustration at the right shows a num- 
ber of EFFICIENCY Devices mounted as 
they would be in actual installations. Note 
that these fittings clamp solidly to columns, 
girders, angles, pipe or messengers, safely 
and securely. 

Write today for your copy of EFFICIENCY 
Catalog 38B . . . contains complete con- 
struction and application data on all EF- 
FICIENCY Devices. 



“McGRAW ELECTRIC COM 

CLARK WATER HEATER DIVISI 

$201 West 65th Street, Chieage, 1 
- ee +: raig 2. 

A TOASTMASTER 

Electric 
WATER HEATERS 
PRODUCT 

the impression be perfect, but a 
good impression should be at least 
80% of the length of each bar 
or lamination. 

If there is insufficient contact 
pressure, the laminations nearest 
the center of the bridge, that is, 
the lower laminations on the upper 
contact and the upper laminations 
on the lower contact, will not 
make an impression. Similarly, 
if there is too much contact pres- 
sure, the outer laminations may 
not make an impression. If a cir- 
cuit breaker has been overheat- 
ing, the laminations may have 
been annealed and have lost their 
spring tension. If this has hap- 
pened, the contact impression may 
resemble that for too much con- 
tact pressure. 

Another way to make a contact 
impression is to smear a light coat 
of Prussian blue on the moving 
contacts and then close the break- 
er. When the breaker is opened 
blue marks will be found on the 
stationary contact block. This 
method makes paper unnecessary, 
but the contact impression may 
not be as easy to see. Always 
clean off all the Prussian blue be- 
fore returning the breaker to 
service. 
Many circuit breakers are pro- 

vided with flexible copper leads 
as part of the circuit. These leads 
should be inspected to see that 
they are not breaking or being 
pinched. There should be no 
kinks in them and bends should 
not be sharp. 

Methods of adjusting the con- 
tacts on a circuit breaker are 
usually apparent or may be found 
in the instruction book. If not, 
advice should be obtained from 
the manufacturer. 

Small Motor Shop 

Meets Wartime Needs 

(Continued from page 15) 

rail system, with various switches 
to the key location, for handling 
heavy equipment. 

The monorail system extends 
from the loading dock throughout 
the entire length of the building 
and out through the rear to a con- 
crete platform, where an indus- 
trial motor is stripped clean or 
blown off, thus eliminating the 
usual dirt which comes from an 
industrial motor deposited in the 
shop. It was found that a 100 
horsepower motor could be moved 
to a test ‘board or assembly table 
in less than one minute under the 

system arranged. Electric baking 
ovens were installed, made up of 
cinder block, lined with asbestos 
cement, with breather openings 
and exhaust pipes. All stock or 
spare motors and equipment were 
kept away from the working area, 
giving clearer space in which to 
work and avoiding confusion in 
motors. 

In the new fractional motors de- 
partment upstairs, the same idea 
of keeping working space clear is 
used. One of the conveniences 
introduced for that department is 
a row of jars over the top of the 
workbench in which small parts 
are kept handy.’ That keeps each 
item in place and saves time. 
There is also a labeled stock bin 
for various parts. 

The shop is large enough so that 
workers have enough space for 
each operation, without confusio.. 

Mr. Hoffman is widely known 
among electrical men. He is on 
the Board of Governors of the 
National Electrical Contractors 
Association and is vice president 
of the Tennessee Chapter of the 
National Industrial Service Asso- 
ciation. 

Vibration proof solderless connections are 
made in panel boxes where space allotment 
is constricted and neatness essential. 

KRUEGER & HUDEPOHL 
Solderless Terminal Lugs and Connectors 

VINE AT THIRD-ES * CINCINNATI 2, OHIO 
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Estimating Airport 

Lighting Jobs 

(Continued from page 12) 

The Busby Company follows this 
advice as far as possible, especially 
as it concerns operating territory. 
In the Busby office is a large-scale 
map of the United States. On the 
map is a circle with a diameter 
of 400 miles and the hub of the 
circle is Dallas. It is and will be 
the policy of the company to con- 
fine its operations, as much as pos- 
sible, to this territory. 

But sometimes the best laid pians 
of men go haywire, as on the occa- 
sion when the Busby firm bid on 
a group of three government jobs, 
two of them in Oklahoma and 
Texas and the third in Montana. 

“We wanted the Oklahoma and 
Texas jobs, but definitely didn’t 
want the Montana project,” says 
Porter, “but we had to bid on 
all or none. We thought we’d 
get the jobs we wanted and didn’t 
make much effort to get the Mon- 
tana job. And what happened? 
Why, we lost the jobs we wanted, 
which went to a company in Iowa, 
and we got the Montana job. 

“It had a lot of hidden costs— 
job expenses. Rock we had to drill 
through. And it was so cold we 
had to build a portable house, 
with heat, to move around for the 
electricians who hooked up the 
lights. 

“That’s what I mean by the haz- 
ardous job expenses in this busi- 
ness and there are others. Your 
job is generally in an isolated spot 
and you have to move labor to 
and from the job, or no labor. As 
a rule, planes are operating from 
the field and you have to take pre- 
cautions to see that no one gets 
hurt. You move a group of work- 
men from one side of the field to 
the other and back again and it’s 
so far you have a couple of hours 
of lost time. Another hazard is 
the kind of government inspector 
you get. If he knows his business 
thoroughly it is considerably 
easier to get the job done.” 

Another policy of the Busby 
Company is to avoid undertaking 
airport lighting jobs in extreme 
seasons, that is, when winter fast- 
ens on its grip and in the sizzling 
heat of Southwestern summer. 
Those are the seasons, winter and 
summer, in which bids are made 
and the work is planned, so that 
it will be finished before these 
seasons bring an increase in haz- 
ards. 

Mr. Porter’s comments on the 

Cross section Show- 
ing indentations. 

Two Squeezes 

E-M-T- UP THE QUICK WAY 

and its Set 

TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 
tomers—more profits from each job! 
(All B-M Fittings carry the Underwriters 

Seal of Approval) 

DISTRIBUTED BY 
The M. B. Austin Co., Chicago, 11 
Clayton Mark & Co., Evanston, lil. 
Clifton Conduit Co., Jersey Cy., N. J. 
Gen, Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, (Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co., 

{ 
Triangle Conduit & Cable Co 

Ne w Brunswick, N. J. 

Prompt Deliveries on Properly Rated Orders 
tity 

TY) BRIEGEL METHOD TOOL CO. « Galva, Ill gsi 
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[HROMALOX 

HEATFLO 

the replacement fa 

range unit 

Five minutes with screw 

any range, any type of 
opening. When a customer 
reports a sick unit, send 
a man with a Heatflo. 
One short call does it — 
brings pleasure to the cus- 

Chromalox Super Speed Range Units and Parts 
driver and pliers puts a availabe without priority under WPB Order L-65. 
new Heatflo unit to work. ATLANTA, GA. DALLAS, TEXAS 

= i i C. B. Rogers L. R. Ward 
Snap on adaptor rings fit 1000 Peachtree St..N-E. 403 Southland Bldg. Annex 

RALEIGH, N. C. 
W. R. Phillips 

EDWIN L. WIEGAND CO. 

7600 Thomas Boulevard 

tomer, profit to you. Write. Pittsburgh 8, Penn. 



"it sure is 

HANDY-| 

to have ALL kinds 

in One Catalog!” 

For any good Straight 

or Parallel Connector, 

see the COMPLETE line 

These illustrations can only suggest 
the wide variety in the Penn-Union 
Catalog ... a complete line of 
Bolted Straight Connectors and 
Reducers ... Screw type... Split 
Sleeve type ... Shrink fit... 
Universal Parallel Clamps... E-Z 
Connectors that take a wide range 
of conductor sizes, 

¢ 

Also . . . the most complete line of 
Service Connectors, Tee Connectors, 
Cable Taps . . . Elbow and Cross Con- 
nectors . . . Bus Supports, Clamps, 
Spacers . . . Grounding Clamps, Ter- 
minal Lugs. : 

Penn-Union connectors are the first Waaso 
choice of leading utilities, industrials, 
electrical manufacturers and contrac- 24 
tors because they have found that ay 
“Penn-Union” on a fittina is their 
best guarantee of Dependability. . 

L. MORRIS LANDERS 
309 Walton Building 

ATLANTA, GA. 
WALTER J. HUEMMER 

Dallas Transfer & Terminal 
Warehouse Bldg. 
DALLAS, TEXAS 

PENN-UNION ELECTRIC CORPORATION 
RIE, PA. 

Conductor Fittings 

hazards of airport lighting jobs 
might leave the impression that 
he and Mr. Busby are discouraged 
with the prospects in their chosen 
field, but that is not the case. 

“We have made money and we 
expect to make more,” says Porter. 

“Our big advantage is that we 
know this business and we know 
practically nothing else about the 
contracting business. We have the 
equipment and we like it. We are 
specializing in airport lighting 
jobs and we think if every con- 
tractor would pick a field, special- 
ize in it and not try to take every 
type of job that comes along, the 
contracting business would be 
much better off. 

“Did I say business? This isn’t 
a business. It’s a gamble. It’s like 
poker. It’s like having a wildcat 
by the tail; you’re all right as 
long as you keep him swinging, 
but you can’t put him down. But, 
all in all, we’re safest in this field 
because that’s what we know 
best.” 

The Busby Company branched 
into airport lighting in the begin- 
ning from general underground 
contracting. Originally, this firm 
did underground work in many 
parts of the United States. When 
the firm was offered an airport 
job, it found it had the necessary 
equipment, did several airports, 
liked the work and then dropped 
everything else. 

Appliance Dealer 

Must Plan Now 

(Continued from page 11) 

house. When we decided to go 
into commercial refrigeration, 
handling a box that sold to many 
small meat markets and grocery 
stores having markets, we took 
on the dealership for a bandsaw 
used to cut meat. This is a very 
fine power saw that saves a lot 
of labor in a butcher shop. We 
sell a saw almost every time we 
sell a refrigerator case. Our pol- 
icy will be to always sell associ- 
ated merchandise. 

“Customers like that kind of 
service,” he continued. “It’s not 
economically sound merchandising 
to require a customer to go one 
place to buy an electric iron, an- 
other for a washer, and still an- 
other for a radio, and so on down 
the line.” 

“After Victory” Southern Elec- 
tric Appliance Corporation will 
not only be a very busy place, but 
it will find that one of the best 

things they did was to set the 
stage for postwar selling by mak- 
ing arrangements and obtaining 
territory for the appliances they 
want to sell. 

Postwar Rural 

Electrification 

(Continued from page 8) 

aggregating $2,500,042,000 and 
providing 1,250,000 man-years of 
labor. This is made up as follows: 
The 2,557,000 presently electrified 
farms will spend an average of $40 
for additional wiring and $300 for 
new electrical equipment, and half 
of them will average $225 each 
for plumbing. The 6,800,000 non- 
farm rural establishments now 
getting service will average $25 
each for additional wiring and 
$150 for electrical appliances, and 
10 per cent will install plumbing. 

The estimated totals for these 
additional expenditures by al- 
ready electrified rural places are: 
Wiring, $272,280,000 providing 
136,000 man-years of work; appli- 
ances and equipment, $1,787,100,- 
000 and 893,000 man-years; and 

He needs your help 
YoMo lo Malrm-lirelolt-r) 

BUY BONDS 

‘if 

to support their bravery and 
skill that will win the Peace. 

Hotel 

“Maufair 
SAItN T tovis 
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Reduces Breakdowns Due to Grounds 

write for the 

INSULATION AND WIRES 

1, W. 1. BL
UE cATA

LoG! 

Distributed by 

103) INSULATION & WIRES, Inc. 
2127 Pine St., St. Louis 3, Missouri 

E 289 Simpson St., N. W., Atlanta 3, Georgia 
SERVICE 3930 Coleridge, Houston 5, Texas 

%& Varslot Slot Insulation is a combination of 
100% rag paper and black varnished cam- 

bric, cemented together. Varslot provides great 
mechanical strength as well as high dielectric 
strength. Varslot protects motors against break- 
downs due to grounds, and is your customer's 
DEFENSE against machinery breakdown. 

VARTEX VARNISHED CAMBRIC INSULA- 
TION provides unexcelled electrical protection 
against oils, moisture, acids, and alkalies. Mul- 
tiple coats of insulating varnish baked on supe- 
rior grades of fabrics produce high dielectric 
strength. Vartex Cambric Insulation also pro- 
vides defense against motor breakdowns. 

provides fully the comfort 

and ventilation so essential 

in army barracks, mess halls, 

hospitals, headquarters, 

theaters and other military 

buildings. Its fine design and 

sound construction meet the 

specifications drawn for 

army fans and it is particu- 

found in army buildings. 

lishments. 

tHe y2eek- be MAKER’ 

larly adaptable to the various types of installations 

HY-DUTY BLOWERS 

Single Inlet-—Double Inlet. 400 

CFM to 12,500 CFM. 

Single Inlet Biower illus- 

trated at left is particularly 

adapted for ventilation of 

mess halls in military estab- 

BLOWER DIVISION 

SCHWITZER-CUMMINS COMPANY 

1145 EAST 22ND STREET INDIANAPOLIS, U. 
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The Starter That 

Clicked With the Trade! 

In the New 

RED PLASTIC 

Tomorrow's Starter Today! 

New! Distinctive! 

Listed and Approved by Underwriters’ 
Laboratories, Inc. 

Submitted to Electrical 
Inc., for certification. 

Testing Lab., 

PAT. NOS. 2200443 - 2228210 

Locks Out---Resets Automatically 

Positively cuts out deactivated, flickering, blinle 
ing lamps. 
When trouble is detected the starter automat- 
ically cuts off current to the ballast and lamp. 
Gives long life to ballast because defective lamp 
is locked out. Prevents overheating. 

4 ‘When Lioyd AUTOMATIC locks out defective 
lamp—Turn off the current—Remove defective 
lamp—Put in a new lamp. 
Allow at least one minute to make the above 
change of lamps. Turn on the current. The 
starter automatically lights the new lamp. 
NO NEED TO DO ANYTHING TO STARTER. - 
Lloyd NEW PLASTIC CAN has higher dielectric 
strength, is stronger, lighter, distinctive. 
Knurled rim on plastic can insures positive grip 
for insertion and removal of starter. 
Plastic can is sealed. No projecting lugs to 
cause trouble. 
The life of the AUTOMATIC starter is many 
times greater than that of the average lamp. 
It saves maintenance costs and power con- 
sumption, protects and insures longer life to 
the ballast and lamp. 

1 Tested in production and prior to shipment 
to insure perfect performance. 

LLOYD PRODUCTS COMPANY 
Dept. ES-12 Providence 5, R. I. 

Representatives in 23 Leading Cities. 
Export Office 18 E. 40th St., N. Y. C 



MAKE WIRE JOINTS 

fl 

Way 

IDEAL hx0Yiuuitd 
Solderless, Tapeless Wire Connectors 

Screw a 

Simply a Eos 
Strip 

Et Wires 

IMMEDIATELY AVAILABLE 

For better lower cost Wire Joints in 
electrical wiring or re-wiring of fac- 
tories, public buildings, homes, ete., 
millions of IDEAL “Wire-Nuts” are 
doing a job that is safer, neater, better 
electrically — stronger mechanically. 
Approved by Underwriters’ Labora- 
tories, Inc. FREE SAMPLES. 

| Dp EAL ® Syca — 

1017 Park Ave., Sycamore, III. 
Sales Offices in All Principal Cities 

pea 
————— _ Carbon Products 

Malte Brushes 

Better Commutation 
Longer Life 
Less Commutator Wear 
That Extra Demand Required 
Better All Around Performance 

BUY BONDS—and speed the day 
of Unconditional Surrender. 

Oe ma 

HELWIG COMPANY 
2544 NORTH 30th ST., MILWAUKEE 10, WIS. 

Southern Offices: . 
724 North Hudson, Oklahoma City, Oklahoma 

Telephone: 3-3409 
2005 McKinney Avenue, Houston 3, Texas 

Telephone: Preston 1610 

Fy 

plumbing, $440,662,000 and 220,- 
000-man-years. 

The report refers to but does 
not estimate the volume of general 
building renovation and purchases 
of new non-electrical home furn- 
ishings that have accompanied ru- 
ral electrification in the past. 

The report sets as postwar ob- 
jectives (1) electric service to all 
rural people, (2) full use of elec- 
tricity on the farmstead, (8) its 
full use for rural community wel- 
fare, and (4) its use in developing 
local rural industries. 

Discussing the five-year pro- 
gram, the report says: “Such a 
program will be a _ tremendous 
stimulus to private employment. 
Since it is projected as a self- 
liquidating program, it means no 
burden to the taxpayers and will 
correspondingly reduce the need 
for tax-supported public works 
programs during the reconversion 
and re-adjustment period. It will 
bring rural electrification § in 
America on a par with other coun- 
tries, will help to make farm life 
more pleasant and more attractive, 
farming easier and more profit- 
able, and will create a better so- 
cial, economic and cultural envir- 
onment for our rural population 
generally. 

“But the job can be done only 
if the principle of area coverage is 
carried out in this program. Other- 
wise there will remain many un- 
served and unservable pockets 
because the cost of bringing elec- 
tricity to these sparsely settled 
communities separately would be 
prohibitive.” 

The last part of the report em- 
phasizes the need of cooperation 
by various groups and agencies, 
and particularly by the rural peo- 
ple themselves, if the job is to be 
done quickly and effectively. 

The report does not attempt to 
break down the five-year figures 
between private financing and 
public funds. It does, however, 
cite a possible three-year program 
of REA loans for construction of 
distribution lines and for other 
purposes, such as rehabilitation of 
existing facilities, establishment 
of additional generation and trans- 
mission facilities, and financing 
installations of plumbing and ap- 
pliances and other equipment 
using electricity. The loan funds 
required for this purpose would 
total $579,000,000. 

This. sum represents new in- 
vestment; REA officials pointed 
out that about $113,000,000 of REA 
loans that have already been ap- 

proved. have not yet been ad: 
vanced to. borrowers, largely~ be- 
cause of wartime restrictions on 
construction, and can be used for 
construction almost immediately 
upon the lifting of. restrictions. 
REA has applications on hand for 
additional loans totaling almost 
$110,000,000; any approved appli- 
cations from this group would, of 
course, constitute part of the 
three-year program if it is ‘auth- 
orized. 

Libor 

ANTI-CORROSIVE PAINTS 

favored for 

TRANSMISSION 
and 

DISTRIBUTION DEPARTMENTS 

MAINTENANCE 

Kibo Inc. 
NORTH ARLINGTON, N. Jj 

SALES ENGINEERS 

WANTED 

ca 

Experienced electrical men, 
familiar with low voltage dis- 
tribution systems to act as sales 
specialists in important District 
Offices on following: Panel- 
boards, safety switches, en- 
closed circuit breakers, bus 
duct and load centers. Men 
accepted to receive full train- 
ing at factory at company’s 
expense before assignment. 
Write to Supervisor, Technical 
Employment, 306 Fourth Ave- 
nue, Pittsburgh, Pennsylvania, 
for application form. 

S 

WESTINGHOUSE ELECTRIC 

& MANUFACTURING CO. 

TOOLS 
Channelock Pliers, Crescent Wrenches, Vise- 
gripe, Open- Box Sockets, Needle Nose, Pipe 

Screw Extractors, 
} ec Pullers. Prompt Shipment. 
Order today. C.0.D. Catalog Free. Dealers 
Tool Supply, Dept. E.S., 1527 Grand, Kan- 
sas City, Missouri. 
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3 No. 27 

BLACK 

INSULATOR 

This fast air drying varnish provides 
a tough, glossy film that is oilproof, 
possessing a higher degree of water- 
proofness than most spirit varnishes. 

Dolph’s No. 27 Black Insulator Protects: 
Field Coils Bus Bars 
Motor Frames Collector Rings 
commutator Ends Controller Shafts 
Di! Reservoir Interiors Finger Blocks 
Switch Bases Fuse Tubes 
Solenoid Coils Soldered Joints 
‘oa 
() . JOHN C. DOLPH COMPANY 

Insulating Varnish Specialists 
Rw 156 Emmet Street, Newark, New Jersey 

tind 

ONE THAT YOU NEED 

Send for free catalogs
: 

ICES Co. In. 

RELIANCE cm 3, N. Y- 

rving Place: 30 | 
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Electrical Specialties 

of Every Type 

Tucluding MARINE WORK 

Bee 

WORK 
TEST PANEL 
—built to customers’ specifications 
and Navy standards. 

oO 
MOTOR-GENERATOR and 
SELECTOR CONTROL PANEL 
—built to customers’ specifications 
for any number of circuits. 

LL types of electrical specialties, 
boxes, cabinets, control panels, 

duct-work, etc., manufactured by an 
organization accustomed to meeting 
exacting Army, Navy and Commercial 
specifications. Full engineering person- 
nel and equipment for manufacture of 
special electrical items to customers’ 
needs in addition to all standard arti- 
cles. Let us quote you on your require- 
ments. Write for illustrated catalog. 

JACKSONVILLE 

METAL MANUFACTURING CO. 

247 RIVERSIDE AVE., JACKSONVILLE, FLORIDA 



JUST THE RELAY 

YOU WANT 

When you can select the relay that exactly 

meets your requirements from a regular 

line, you have saved manpower, time and 

money. WARD LEONARD RELAYS include 

types and sizes for every application. They 

all have crisp action, are dependable and 

durable yet consume but little current. Why 

have a “special” designed when there is an 

existing WARD LEONARD RELAY that will 

serve your purpose? 

@) Relay Bulletins 

Bulletins are available describing light, in- 

termediate and heavy-duty relays in various 

contact combinations, high voltage relays, 

metal and molded base midgets, aircraft 

power relays, transfer relays, sensitive re- 

lays, thermal and motor- 

driven time delay relays, 

latch-in relays, and various 

types of radio relays. Send 

for the data bulletins of 

interest to you. 
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AUTOMATIC 

ELECTRIC HEATER 

We are now prepared to accept orders for 

RELAYS RESISTORS ¢ RHEOSTATS 

Electric control (WL) devices since 1892. - 

Automatic Electric Heater Co., Ine. 
WARD LEONARD ELECTRIC COMPANY Pottstown, Montgomery County, Pennsylvania 

37 SOUTH STREET, MOUNT VERNON, N. Y. 

the well known Sepco Automatic Electric 

Water Heater. 

INQUIRIES GLADLY RECEIVED ... 

72 ELECTRICAL SOUTH for DECEMBER, 1944 




