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fo our ever increasing number 

of customers for their hearty acceptance 

of the many specialties we make 

for the electrical industry 

Texas, Louisiana, Oklahoma, N. Mexico SS ep Eastern Pennsylvania, Delaware 
M. C. HUIE COMPANY 7 ir & Southern New Jersey 

2810 Canton Street, Dallas, Texas ; - CARL E. LUDOVIC! 
32 431 Owen Road, Wynnewood, Po. 

Virginia 4 : =s— 
R. W. FISHBURNE — : : Florida, Central Georgia 

17 East Cary Street, Richmond, Virginia = ; ——- & Southern Alabama 
~<* — CARLL W. STRONG 

Maryland & District of Columbia 915 Ellwood St., Orlando, Flo. 
| } 

4301 Wentworth Rd., Baltimore, Maryland Cuban Territories 
N. A. HOLM & CO 

Illinois, Wisconsin, Northern Indiana Havana, Cuba 
2 teens a os McINTOSH OTHER TERRITORIES 

‘acker Drive, Chicago, Illinois Georgia, Alabama and CE: , ‘ CONTACT OFFICE DIRECT Eastern ~ sarcoma 
est Virginia, Western Pennsylvania WALT M. HINSON 

M. B. SQUIRES COMPANY an ee Set OW. 1160 Johnson Ferry Road, N.E. 
1301 Clark Building, Pittsburgh 22, Pa. Atlanta, Georgia Atlanta, Georgia 
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sxecutive and Editorial Offices: 806 Peachtree St., N.E., Atlanta 5, Ga. Entered as second-class matter at the Post Oites, Fiuleasionie. Pa. Subscription Rates: United States and 

Possessions, $1.00 per year; Canada and Foreign Countries, $10.00 per year. 
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CROUSE-HINDS Haigh Efficiency 

LIGHTING EQUIPMENT... 

Type EVF Explosion-Proof and Dust-Tight Fluorescent Lighting Fixtures 
Slimline and Bi-Pin 1, 2, 3, or 4-Lamp 

. . » for Hazardous Locations 

Crouse-Hinds explosion-proof lighting fixtures exceed the 
requirements for service in highly explosive atmospheres. They 
are designed to operate at a temperature below the ignition 
temperature of the gas-air or vapor-air mixture. They are so 
strong that they will resist internal explosions without damage 
and so tight that they will prevent the escape of flames or 
burning gases which, might ignite the surrounding atmosphere. 

DL Series Dust-Tight 
and Raintight 

Lighting Fixtures 

EV Series Explosion-Proof Crouse-Hinds dust-tight lighting fixtures assure safety in Py 
and Raintight locations that are hazardous because of the presence of com- 

Wr itiny Marist bustible dust. 

Crouse-Hinds vaportight lighting fixtures are ideal for use 
in boiler rooms, powerhouses, shower rooms, tunnels, loading ¥veenba s 

J docks, building entrances, and all indoor and outdoor locations ere Sepersient 

if ... for Wet and 

7 | G Corrosive Locations 

where exposed to moisture and rain, non-explosive vapors and : ho 
gases, or non-combustible dusts. Lighting Fixtures & 

Type MOB-14 Floodlight Hundreds of industrial lighting fixtures are listed in Crouse- 
Hinds Condulet Catalog. 

... for Protection 
Sabotage thrives in darkness. The most reliable and cheapest 

form of protection against night prowlers is LIGHT! Crouse- 
Hinds floodlights project powerful beams of light that bathe all 
approaches to your property with glaring radiance, killing dark- 
ness and shadows and compelling everyone to be more visible 
at night than in broad daylight. 

The protective power of light should be used in all important 
municipal and industrial locations. The floodlighting of in- 
dustrial plants serves a double purpose. It helps to boost 
production in addition to the security it provides. 

Send for your copy of Bulletin 2565, “LIGHT! Protect Your 
Property.” 

Type ADE-14 
Heavy Duty Floodlight 

ctismasdiie CROUSE-HINDS COMPANY 
Distribution Syracuse 1, N.Y. 

Through Electrical ; 
Wholesalers eect! ‘ 

St. Louis — 
Type DCX Searchlight 

FLOODLIGHTS : AIRPORT LIGHTING - TRAFFIC SIGNALS : CONDULETS 
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SERVING THE 18 SOUTHERN _: SOUTHWESTERN STATES 

October, 1952 Vol. 32—No. 10 

CARL W. EVANS, Editor 
FRANCES W. BRYAN, Assistant Editor 
BARON CREAGER, Southwestern Editor 
(1305 National City Bidg., Dallas, Tex.) 

T. W. MeALLISTER, Vice-Pres., Editorial Director In This Issue 
FRANK P. BELL, Business Manager 

RUFUS G. PRICE, Asst. Business Manager 
Announcement of a series of special articles 

J. A. MOODY, Preduction Manager 
Lighting’s place in modernization 

Editorial and Business Offices 

806 Peachtree Street, N. E., 
Atlanta 5, Georgia 

Fluorescent maintenance pays off 

Fine points of home lighting 

Merchandising Christmas lighting equipment 

Office lighting for today and tomorrow 

NB P) Lighting progress in the South 

ANNUAL Sossceriprion—$1.00 
Forsiexn—$10.00 

Economic comments 
e News of the industry 

Sst n, . Dates ahead Repr 
Cart A. ZEHNER, No. Michigan Ave., Chicago 1, I Names in the news 

Tel. Central 6-6064 
L. B. Cuarrs.., 6399 Wilshire Bivd., Los Angeles 48 

Calif Tel. Webster 3-9241 
Gerany Taaspsare, 78 Manhattan Ave., New York 25, 

N. Y. Tel. University 4-2087 
W. C. RoTianp, Post Office Box 102, Gastonia, N. C 

Tel. 7995 
G. Supenan, 2516 Gasser Blvd Rocky River 

Station, Cleveland 16, Ohio. Tel. Edison 1-0856 

New product news 

APPLIANCE SECTION 

* Page 125) 

Published Monthly by 
W. R. C. SMITIT PUBLISHING COMPANY diicane, Ge., enh Candies, Ga. Service can mean success to TV retailer 

New wrinkle in selling home freezers 

Traffic builders sell washers and dryers 

Boosting housewares sales 

W. J. Rooxe, President ; Sell small appliances first 
Ricnwarp P. Situ, Executive Vice-President ; : 4 
T. W. McAusisten, First Vice-President ; No-down-payment selling challenged 
E. W. O'Buaien, Vice-President ; - n " 
A. B. C. Smirn, Vice-President ; Major appliances sold through blind ads 
< s Ess rer; . ‘ Rv: RL ene er a Inexpensive promotions increase range sales A. F. Ronerts, Secretary ; 
Sepa J. Jones, Asst. Secretary and Treasurer 

* On the appliance front 
Product parade 

Publishers Also of 
TEXTILE INDUSTRIES 

SOUTHERN AUTOMOTIVE JOURNAL 
SovuTHERN BuiLoinGc SUpPLips 

SouTHERN Power & INDUsTRY 
SocuTHERN Haroware 

News from Narda 

Names and faces 

Copyright 1952, W. R. C. Gmtth Publishing Co., Atianta, Georgie 

ELECTRICAL SOUTH for OCTOBER, 1952 



yol
uti

ona
rys

 

Re 

NEW CuhecZer'DAY-FLO UPLITER 

INDUSTRIAL FIXTURE LINE 

H ADVANTAGES 

QUALITY DISTRIBUTION — Approximately 28° of 
total fixture distribution is UPWARD, and 72° is DOWN- 
WARD, thus providing greater seeing comfort, better 
brightness ratios, and higher quality illumination. 

BETTER SHIELDING — 35° crosswise shielding of both 
lamps reduces direct glare to a minimum. 

LAMPHOLDERS — For Single-Pin Slimline Fixtures, 
lampholders are depressible type for push-pull lamp in- 
sertion. For Bi-Pin Pre-heat Fixtures, lampholders are ro- 
tary lock type with FS-4 starters and receptacles mounted 
in top of wiring channel. 

AIR-ACTION CLEANING — Unique design permits 
a constant flow of air to circulate through fixture thereby 
reducing dust accumulation. 

EASILY JOINED — By -. bolting End Plates to- 
gether Continuous Rows of fixtures are quickly as- 
sembled. No couplings necessary. 

REMOVABLE REFLECTORS — All reflecting surfaces 
can be quickly detached without the aid of tools. 

? MATERIALS AND FINISH 

ONE-PIECE TOP CHANNELS — Constructed 
of 20-gauge steel, provided with adequate K.O.'s 

for mounting and finished in baked synthetic "LustRwhite" 
enamel. 

FOR SEVERE SERVICE CONDITIONS — Fixtures are 
obtainable with 20-gauge Top Channels, finished in 
fused vitreous porcelain enamel. Suitable plated and 
gasketed mounting flanges will te factory mounted 
to such porcelain enameled channels when ordered 
and specified. 

REFLECTORS — Are constructed of 20-gauge steel 
and completely covered by fused white vitreous porce- 
lain enamel. Reflection factor of reflecting surface not 
less than 82°/,. 

Baked Synthetic Enameled Reflectors are also available 
and are finished inside and outside "LustRwhite”. 

ciate 

KINGLE LENGTH UNITS — For Two 40-Watt Bi- 
Pin Lamps and Two 48” or 96” T-12 Single Pin Lamps 
Operating at 430 MA. All for 110-125 Volt Circuits. 
DOUBLE LENGTH UNITS — For Four 40-Watt Bi- 
Pin Lamps and Four 48" T-12 Single Pin Lamps. 

3 TOP CHANNELS — Specially grooved and pro- 
vided with means for all conventional methods of 

mounting: — conduit stem — chain — stem hangers — 
or sliding clamp hanger. 

EASILY MOUNTED AND MAINTAINED 

REFLECTORS — are quickly and easily demountable. 

SIMPLE TO ORDER AND INSTALL 

4 All ''Day-Flo Upliter" fixtures are complete and 
ready for either Individual or Continuous 

Mounting. 

Continuous rows are made to any desired multiple 
of available fixture lengths. 

All types of mounting and mounting accessories avail- 
able. Channels have adequate K.O.'s for conduit stem 
suspension. Channel End Plates provide for Chain Hang- 
ing. Grooved top channel permits installation of Slide 
Hangers — minimum number of hangers per row always 
ONE MORE than actual number of fixture rteageoeer 

LABELS 

5 Fixtures bear the Underwriters’ Laboratories, Inc., 
and A. F. of L., |.B.E.W. labels. 

Distributed Exclusively Through Electrical Wholesalers 
WHEELER REFLECTOR COMPANY 
275 Congress Street Boston 10, Massachusetts 
REPRESENTATIVES IN PRINCIPAL CITIES 



A Notable Series of Articles 

Starting in December Issue 

'TH.HIS NATION faces its most critical period in 
the years immediately ahead. To quote the 

American Economic Foundation: “The freedom ot 
the American citizen has never been in graver 
danger than it is today; we are threatened by the 
3ig Enemy from without and by Big Government 
from within.” 

These threats to our freedom will remain, re- 
gardless of what political party is in contro] in 
Washington. For there will be the continuing 
necessity for heavy military spending and burden- 
some taxes, along with pressure for new or re- 
newed government controls over prices, wages, 
rents, materials, interest rates. And when the 
defense program tapers off, there will be insistent 
demands that government “take up the slack” with 
public works expenditures, larger farm subsidies, 
and other new spending programs. 

The illusion that prosperity may be maintained 
by government controls and deficit spending will 
continue to threaten our personal freedoms. 

The pressure to expand government payrolls 
may be intensified. And since, already, one dollar 
out of every six paid out in wages and salaries in 
the United States goes to a government worker, 
what chance have we to avoid the disastrous ex- 
perience of England, Australia and New Zealand 
in traveling on down the road to a completely 
socialistic state? 

We have one chance. That is through a better 
general understanding of the basic principles of 
economics—such things, for instance, as the fact 
that a higher standard of living can result only 
from increased production, not from increased 
money supply. 

LAURENCE F. LEE 

So it becomes our responsibility—yours and ours 
alike—to help spread a better understanding of 
fundamental economic facts among our associates, 
our employees, and among all those with whom 
we come in contact. That’s why we’re starting, in 
our December issue, what we feel will be the most 
important series of articles ever published in any 
business or industrial magazine. It will be a series 
of articles on the economic “facts of life” by 
Americans of such prominence that each one will 
be recognized as perhaps the outstanding national 
authority on the subject he will discuss. 

These articles are being written especially for 
the W. R. C Smith publications. They will start 
with our December issue and will continue through 
all or the greater part of the coming year. Some 
of the authors: 

Harry F. Byrd, United States Senator 
Laurence F. Lee, President, Chamber of Com- 

merce of the United States 
H. Greenewalt, President, E. I. du Pont de 
Nemours & Company 

A. L. M. Wiggins, Chairman of the Atlantic 
Coast Line Railroad 

John W. Hanes, Chairman of the Tax Foundation 
George A. Smathers, United States Senator 
Frank Wilkes, President, Southwestern Gas & 

Electric Company 
E. V. Rickenbacker, President, Eastern Air 

Lines 
Others of equal prominence will be added as the 

schedule for this notable series is completed. 
It is expected that reprints of each article will be 

made available, at cost, for any who may wish to 
help distribute these vitally important messages 

JOHN W. HANES 
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Smithenaft AREA ILLUMINATION — 

CHALLENGE 

TO THE LIGHTING INDUSTRY 

A challenge to sell and install the most beautiful lighting 
joks you've ever seen .. . an invitation to excellent new 
profits because Smithcraft Area Illumination is without 
equal for ease and economy of installation. 

Once the hangers are in position on the 
ceiling, all you need is a level and a 
screwdriver. Everything falls in place 

quickly and easily with no careful dimensioning or critical 
locating of parts. Even the hangers are positioned almost 
haphazardly with an adjustment of 2" built right into 
the hangers. There's plenty of margin for error or for 
ceilings and walls that are not absolutely 
true. & 

There's a real satisfaction in installing = 
a Smithcraft Area Illumination system . . 
the way the job goes together . . . satisfaction in the 
finished appearance . . . and satisfaction in substantial 
profits for an outstanding lighting job well done. One 

good installation leads to another . . 
= and to more and more sales. Smithcraft 

Area Illumination is that good, both in 
its clean, trim, modern appearance and 

in its superlative glare-free, low-bright illumination. 

. satisfaction in 

If you don't know about Smithcraft Area Illumination, 
investigate now. We'll be glad to send you further infor- 
mation and any of the Smithcraft representatives 
throughout the country will be glad to tell you more 
about it. 

Unerica’s Lion MeUucas finest Hucrercutt zialiures 

D.C. Stafford of the Stafford 
Electric Company, Sanford, 
Florida writes: “Il have just 
recently had the pleasure of 
installing Smithcraft Area II- 
lumination in the Florida 
Power and Light Company's 
office in Sanford, Florida... 
not only one of the most 
beautiful lighting jobs | have 
ever seen, but the easiest 
to install. | do not beliew 
it would be possible to in- 
stall it wrong." 

ARCHITECT: Elton J. Moughton, Sanford, Florida. 
ELECTRICAL CONTRACTOR: D. C. Stafford, Stafford Electric Co., 

Sanford, Florida. 
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Ecouomie Comment 

HOW CURRENT EVENTS WILL AFFECT BUSINESS TRENDS 

@ CAUTIOUS BUYING by consumers 
appears to have worried many mer- 
chants, particularly in reference to 
the inventory question for the holi- 
day season just ahead. True, most 
large outlets have had their sup- 
plies on order for the past ten 
months or so. But many smaller 
outlets, without storage space or 
sufficient strength for bargaining 
with wholesalers or suppliers, now 
must scurry around for sufficient 
merchandise to care for the demand 
expected this Christmas. 

There has been no real reversal 
of the trend in careful buying 
among consumers, but it may hap- 
pen in the near future. There is 
a feeling in the air that this may 
be the last great prosperity year, 
for the time being at least. This 
does not mean that a depression or 
recession is in the offing. Rather 
1953 should be a good year, but per- 
haps on a somewhat lower economic 
level than the present one. 

With the above thinking in evi- 
dence, it is quite easy to surmise 
why some dealers are now over- 
stocking holiday goods. They have 
weighed carefully the possibility of 
a loss due to excess inventories 
against the danger of a profit loss 
from a shortage of merchandise to 
satisfy expected consumer demand. 

The simple fact that they have 
chosen the path of heavier buying 
indicates very clearly that mer- 
chants as a group believe that our 
economy is still strong. Further, 
with the possibility of economic de- 
cline not too far away, the extrac- 
tion of the last ounce of profit 
seems to appeal. 

South moves forward 
Economists continue to concen- 

trate attention upon two important 
points, price fluctuations and the 
possible reversal of present busi- 
ness movement. It is certainly true 
that these factors bear heavily upon 
the economic future and stability of 

Dr. Bunting, well-known southern 
economist, is executive vice-president 
of Oglethorpe University. 

by J. Whitney Bunting, Ph.D 

the nation. However, too little at- 
tention is being directed toward the 
regionalization of business activity 
and the impact of this trend upon 
national affairs. 

The southern states continue to 
move forward, according to all late 
figures, at a rate of growth greater 
than for any other area in the na- 
tion. Indices of employment, in- 
dustrial activity, farm production, 
and power output are continuing to 
grow alongside the sweeping indus- 
trialization that is taking place 
south of the Mason-Dixon line. 

Part of this condition is due to 
the planned governmental program 
of industrial dispersion that was so 
important a year or so ago. Many 
of the industrial building permits 
issued then went to the south in 
order to break up the concentration 
of heavy industry in the New Eng- 
land, Middle Atlantic and Great 
Lakes regions. As a result, these 
new plants are constantly coming 
into operation and will continue to 
do so for at least a year longer. 

Coupled with the dispersion pro- 
gram are a host of other factors 
that make the South a good area 
for new industrial development. But 
over and above these primary fac- 
tors lies an even more important 
condition that should keep the 
momentum going for some time to 
come. 

Expanding markets 
This condition is the expansion 

of consumer markets in the south- 
ern states. Each time that a new 
factory or plant opens in the South, 
markets for all types of goods and 
materials are increased by three 
major forces. Each industry at- 
tracts new workers to the area thus 
increasing the number of persons 
available to buy merchandise in the 
market. 

Second, old residents who have 
been existing on low or unsteady 
incomes take jobs or positions with 
new industrial plants. A result is 
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more income (plus increased regu- 
larity of income) and thereupon 
the purchasing power in the mar- 
ket, even among old community 
residents, is increased. 

The third force is the inflationary 
factor that frequently follows the 
development of industry in an area 
that previously was essentially 
rural or agricultural. As inflation 
tends to set in, the market appears 
to be more favorable to the distrib- 
utor of merchandise because of the 
greater prospects for achieving a 
profit. Thus, he becomes extremely 
interested in offering goods for sale 
within the area. 

All three of these forces are at 
work in most southern states at the 
present time. Like the rolling 
snowball, they tend to pick up mo- 
mentum and weight as time goes 
by. The South can look to these 
forces for the answer to its hope 
of becoming a strong economic area 
on a parity with the historically 
important economic regions of the 
Northeast and the Mid-west. South- 
ern economists will do well to watch 
these forces and to report on their 
progress as a public service to the 
southern area. 

Defense program contusion 
Recent word from Washington, 

particularly from the President’s 
Council of Economic Advisers, that 
the national defense program is 
ahead of schedule and might be re- 
duced during 1953 seems to be a 
precautionary statement rather 
than a plain fact. 

It also savours of the political, 
although this is conjecture. But it 
would be good for a political ad- 
ministration to be able to say that 
a break in prosperity might come if 
they were not on hand to control 
the economic picture. 

The best word available, how- 
ever, is still that this nation is a 
long way from economic self-suf- 
ficiency and the condition of our 
allies is still worse. The same can 
be said of military self-sufficiency. 
Defense wheels will roll for quite 
a few months to come. 



NOTICE THE FLEXIBILITY of this No. 4, 
5,000 volt AMercLapD Cable. It con- 
tains a special crepe paper slipper 
applied over the conductors to per- 
mit easy bending. 

HERE ARE the drills that punch out thou- 
sands of feet of holes every day. Notice 
how easily the cable can be coiled 
around the take-up reels. 

AMERICAN 
ELECTRICAL WIRE 

THIS AMERCLAD WELDING CABLE is used at the maintenance shop. The 2/0 375 amp. 
cable is made up of 3,325 individual wires to provide super-flexible operation and 
ease the strain on the operator’s wrists. 

Al STANDARD Coble for every 

> paper & varnished cambric cables 

> asbestos cords and cables 

> aerial, underground & submarine cables 

> shovel & dredge cables 

U-S*S AMERICAN ELECTRICAL 

Md TR 
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SPECIAL Joh! 

get so hot you can’t touch them 

but Amerclad 

withstands the heat 

NE of the nation’s leading coal producers is stripping 
O an area that is honeycombed with old mines. 
Many of these mines are burning, some for as long as 
20 years. The rocks get so hot that you cannot walk 
on them or touch them, but miles of U‘S°S AMERCLAD 
lie on the blistering rock without damage. Naturally, 
the mine operators try to protect the cable, but a lot 
of it has to lie on the ground. 

This mine uses about 11 miles of AMERCLAD heavy- 
duty portable cable for power shovels and drills. The 
cable is unavoidably pulled over razor-sharp rock, 
soaked in acid water and exposed to the direct rays 
of the sun. In addition, thousands of yards of dirt and 
rock are blasted every day, and a lot of it comes down 
hard on the cable. 

--- Ce 

THESE ARE TYPICAL switch 
houses and purtable substa- 
tion at the mine. Average 
length of cable used is 2,500 
feet. The company has been 
using the original AMERCLAD 

Despite all this, the AMERCLAD Cable is turning in 
a fine record of service. Jt has to, because, as the Chief 
Engineer puts it, ““Every time a shovel is idle, there 
is a loss of production that is never made up.” 

If you have an extremely abusive use for portable 
cable or cord, let us show you just what AMERCLAD 
can do. There is a standard AMERCLAD Cable or Cord 
for every special application—whether it’s a hand- 
operated drill, or a river dredge. Just send the coupon. 

AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 

GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 

TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 

aera —~ SEND THE COUPON 
American Steel & Wire Division 
Room BE-102, Rockefeller Building, Cleveland 13, Ohio 

> oilproof portable cords 
0 Please give me more information on U-S'S Amercian. 
0 Have representative call 

> plastic machine tool & building wire res 

> special purpose cords & cables Title 

Address 

om 4A YY §-B o. FAs oe 
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For Tee or Parallel Taps! 

EO. Z. eivtine voes tHe work or EZR 

One typical XTP connector replaces up to 32 different 
parallel or tee connectors because each XTP accommodates a 
wide range of wire sizes. All told, the XTP line of but 
25 connectors will receive over 400 wire-size combinations! 

For either tee or parallel taps, just snap special hinged 
clamp over main and tighten—the connector is permanently 
in place, positive contact assured. When you're ready to con- 
nect the tap, simply insert wire in tap end of connector. A 
wrench-turn or two and the job’s done! 

25 CONNECTOR SIZES do practically all tap jobs. 
@ Accommodate over 400 combinations of wire sizes 
© Fit wire from #8 to 1,000,000 CM 

HINGED CONSTRUCTION fer quick installation. 

SPRING STEEL LOCKWASHERS (tin plated) maintain pressure. 
@ Hold resiliency—assure permanent connection 

PRESSURE PLATES designed for maximum contact and grip. 
@ Serrated for firm grip 
e Can not rotate during insiallation 

HIGH STRENGTH, HIGH CONDUCTIVITY. 
© High conductivity copper alloy for body 
e Extra strength copper alloy for pressure plates and 

hinged parts 

Get these combination fittings from your whole- 
saler now ...and put an end to bulky assortments of 
tap connectors, 

CONDUIT FITTINGS * CABLE TERMINATORS 
CAST IRON BOXES + SOLDERLESS CONNECTORS 
GROUNDING DEVICES > POWER CONNECTORS 

10 

connector sizes 

needed on this job! 

plenty with this 

XTP! 

XTP as a porallel tap 

They're O.K. if They're 0. Z. 
@ 8&1 

ELECTRICAL 

MANUFACTURING 

COMPANY 

BROOKLYN 2,N. Y. 262 BOND STREET 
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HO GHEE 

WN vod etl (toi t- Paolo) olive (elles a-MeseleMeltttlel-se-Metg-) 

now utilizing ELECTRO SILV-A-KING 

foto) ol Me) ME tel -)t ambos los-) MB beeh ele) aletel MB ole t-) (0 

sources for every lighting fixture need. 
A complete range of 

models in all sizes Regular, Rapid Start and Slimline. Illustrated is the SKY VER y : ‘ . 
Water ane tite ‘plastic sehden Uneeas der I The combined, comprehensive facilities of this 
won't warp, crack, chip, or discolor one . . . 
of the famous ‘Basic Unit’’ series offering new fo) do fesebbJeorste) el with over 50 years of exper- 
complete interchangeability of seven 
different louvers on the same | ience...and an extensive, nation-wide network 
— ae of sales offices staffed by experienced lighting 

engineers—offers new, important assistance in 
planning and supply for every type of job. 

. Two strategically located manufacturing plants 
qconatialiy exiced units for every pur insure rapid, economical delivery throughout 
pose designed to achieve greater effi | 
ciency and incorporating many ad et) country. 
vanced engineering features for easier 
installation and maintenance. Avail . i 
able in a complete we j Plan now for easier, better lighting installa- 
lin of Regular, > 

d Start and / tions! Contact your local ELECTRO SILV-A- 
line 

KING sales office or write direct to... 

ae 7 

nN 4 | Corporation 
an I @ Factories and Main Sales Offices 

toes aa Willser yas tor inert 2000 WEST FULTON ST. CHICAGO 12, ILLINOIS 

eT, tedliadies open ome FAIRFIELD & STATE STS. BRIDGEPORT 5, CONN. 
closed units, flood, spot and port os he 
able lights...and a complete line Offices in all Principal Cities 
of accessories 

SOUTHERN SALES OFFICES 
ATLANTA, GA., L. Morris Landers Co., 624 Spring St. N.W. © GREENSBORO, N. C., L. W. Roberts Co., 908 Guilford Bk. Bldg. © RICHMOND, VA. L. W 
Roberts Co., 9 E. Cary St. © BALTIMORE, MD., Dunlop & Dunlop, SI0! Brook Green Rd. ® HOUSTON TEX., William E. Brice Co., 1512 Pease Ave. @ 

WASHINGTON, D. C., Akse!l Knudstrup, 930 F St.. N. W. Rm. 410 



Each component in every 

Advance Ballast is tested 

separately before use 

to insure its faultless 

functional 

Advance Ballasts are under 

constant surveillance 

during their construc- 

tion guaranteeing re- 

liable performance 

under the most 

rigid scrutiny. 

Chen... 

Doubly Protected 

by our own “Vacuum Impregnation” 
Aovance 9 una mine <a vibration, 

TRANSFORMER aiahiensinimeaies 

ADDRESS: 

oo. he OBalleuy eae RDTRANS 

1122 W. CATALPA AVE., CHICAGO 40, ILL., U.S.A. 
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A COMPLETE SELECTION OF LIGHTING EQUIPMENT — Just office you can conveniently order equipment for these or any 
consider the many different installations shown in this other lighting applications. See for yourself — you’ll save 
typical plant lighting system. Yet, from your local Graybar time and paper work when you call Graybar first. 

Everything you need for LIGHTING JOBS 

When your customer’s employees see better, they also work 
better. And, when you base your fixture recommendations on 
individual area needs, you make an important contribution 
toward more efficient and more profitable plant operation. And, 
you'll help build the kind of confidence in your work that means 
more jobs in the future. 

As distributor of the nation’s most complete selection of lamps 
and lighting equipment, Graybar can therefore offer you and 
your customers comprehens help in these vital planning and 
purchasing stages. 

By calling a Graybar Lighting Specialist, you can get abso- 
lutely impartial advice on the fluorescent, incandescent, or 

y vapor system best-suited to any particular lighting 
requirement. You can be sure that the finished installation has 
been selected with consideration of both initial and operating 
costs...that it has been properly applied...and that it pro- 
vides adequate over-all lighting intensity. 

Graybar also distributes more than 100,000 other electrical 
items for wiring, power, ventilation, as well as lighting 

10,000 LAMPS. Gr: aybar distributes every type and ' Make it a point to call Graybar for everything electrical 
size of lamp you might require. They all G-E, it’s the easy way to coordinate both purchasing and job-site 
so your customers get the best in quality and long delivery. Graybar Electric Co., Inc. Executive Offices: Graybar 
service. Building, New York 17, N.Y. 280-710 

Call Graybar tist ror... 



Only lighting units that can 

meet of exceed approved — 

“Standards of quality bear this 

~ RLM LABEL 

...and here are these STANDARD SPECIFICATIONS 

in the up-to-date, enlarged edition of the 

NEW RLM SPECIFICATIONS BOOK 

This new, greatly-enlarged rim Specifi- 
cations Book contains complete RLM 
Spectheation data on a total of 68 types 
and sizes of fluorescent, incandescent and 
mercury industrial lighting units One or 
more of these units— contorming to RLM 
quality speerheations and certified to bear 
the rim Label—is offered by each of 
26 manufacturers 

The rtm Label affixed to a lighting unit 
is a Certificate of Assurance. It assures 
the buver that the equipme nt meets or 
exceeds certain quality standards estab- 
lished by the RLM Standards Institute 
and published in its 48-page Specifications 

Book. Further, it provides a Warranty of 
Uniform Quality ...a guarantee that 
every RLM-Labeled Unit off each manu- 
facturer’s 
constantly and continuously —will never 

assembly line will conform 

waver below these standards 

You can rely on this Warranty. It is up- 
held by the extensive RLM Inspection 
and Certification Program—the real back- 
bone of the RLM Label 
in the RLM Specifications Book, periodic 

As fully explained 

inspections are made by an independent 
testing laboratory. Lighting units are 
checked for conformance to RLM stand- 
ards as they come off assembly lines, as 
well as at all levels of distribution. 

A Site BS a 
Be SPECIE ICA Tigys For | :: 

NOUS TRI, LGHTing Wns | 

Zan 

Send for your COMPLIMENTARY copy of 
the RLM Specifications Book. Long recog- 
nized as an authoritative aid to everyone 

s or fnstalls indus- who buys, sells, specihe 
tnal lighting equipment, this enlarged 
1952 edition includes coethcient of utiliza- 
tion tables and light distribution curves 
to make it even more helpful. It puts 
the whole story on the 68 different RLM 
Lighting Units right at your fngertips. 
Your copy 
heations Book 1s available without cost 

of the new edition, RLM Spect- 

or obligation. Address your request to: 
RLM STANDARDS INSTITUTE, Suite 31, 
326 W. Madison St , Chicago 6, Illinois. 
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a for better sight, and far better light 

| _.. LEVER HOUSE uses * 

SERIES 25 troffer 

Highly efficient 2 and 3 lamp fluorescent and slimline 
_ units are expertly engineered for fast installation and easy 

maintenance. Available with flat or curved Holophane 

; 

P ; 

/ Controlens “, flat or curved Alba glass, metal or plastic 
i 4 > louvers, and Plexiglas shields as individual units 

gq. Fiat 
, 

" or for continuous row installations. 
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setting NEW high standards in...... 

facts ABOUT THE NEW A & 

B-9000 SERIES, 4 & 8 FOOT “McKINLEY” 

FLUORESCENT LUMINAIRES 

THE McKINLEY is available in 4 or 8 foot 
units using two lamp bi-pin fluorescent 
lamps. In slimline lamps, it is available in 
4 and 8 foot, two and four lamp units. 

THE McKINLEY is pendant mounted indi- 
vidually or in continuous rows using time- 
saving Pitsburgh “H”’ series hangers. 

THE McKINLEY has a rugged chassis. 8-foot 
units need hangers only at the ends. On 
all units, hangers may be installed at any 
point along the raceway to avoid pipes, 
beams and other obstructions. 

WRITE for DATA SHEET 
Bulletin B-9 contains complete 
information and dimensions on 
the new “McKinley.” Write for 
your copy today. 
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“—newest addition to 
the famous Pittsburgh 

Presidential Series of Fluorescent Luminaires—is setting 
new high standards for /aminous-indirect luminaires. Beau- 
tiful, modern styling plus high overall efficiencies make it 
truly a creative example of sound illuminating engineering. 

The luminous panels of white, ribbed polystyrene give 
“The McKinley” high reflectivity with low surface bright- 
ness and produce a luxurious quality of illumination. When 
lighted, the luminaire blends into the ceiling since its bright- 
ness and that of the ceiling are almost equal. 
“The McKinley” more than meets the brightness spe- 

cification of the Illuminating Engineering Society, the 
American Institute of Architects and the American Standards 
Association. 

PUPTSBUR GH 

REFLECTOR COMPANY 

405 OLIVER BUILDING + PITTSBURGH 22, PENNSYLVANIA 
Manufacturers of Fluorescent and Incandescent Lighting Equipment 

“She - McKinley Y. 



Fight decades ago 70% of all gainful workers 
inthe U.S. A. toiled in agriculture. Today farms 
and factories, put together, account for less 
than 40%. 
Where do the rest serve? Chiefly in distribu- 

tion, which includes the physical movement of 
products to buyers, and all forms of selling, 
advertising and sales promotion at the manu- 
facturing, wholesale and retail levels, as well as 
the widely varied services related to the main- 
tenance and use of American products. 

oda Fm 
With over 60% of our total labor force fall- 

ing outside of farm and factory employment, 
obviously salesmen on the front line of selling 
contribute greatly to the productivity, prosperity 
and the world’s highest standard of living en- 
joyed by the U.S. A. 
Without sales a business fails and jobs vanish. 

No matter how good a product may be, it must 
be sold in competition with other goods. A 
salesman sometimes finds his products not truly 
competitive. He then exercises tremendous pres- 
sures on his employer for better products, lower 
prices, or both. Thus, competitive selling greatly 
influences the progress of American prosperity. 

' 

a, 

Countries where selling is inefficient, re- 
stricted or eliminated generate far less wealth, 
happiness and security. 

Competition, especially competitive selling, 
is a great American Freedom. Let us preserve it 
to assure Progress For All Our People. 

This report on PROGRESS-FOR-PEOPLE is published by this 
magazine in cooperation with National Business Publica- 
tions, Inc., as a public service. This material, including 
illustration, may be used, with or without credit, in plant 
city advertisements, employee publications, house organs, 
speeches, or in any other manner. 

THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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Side view showing lay of strand 
Hubeye. Fully rounded bear 

ng area is provided 

Typical Hubbard Guying Items 

From arm to anchor, Hubbard has a complete 

line of guying accessories that are ‘“‘good for 

the life of the pole.” There’s a variety of an- 

chors to meet every soil condition, to carry any 

- load . . . guy protectors that are designed for 

eae maximum strength and visibility . . . Servi- 

erviSlees Sleevs for the best looking serve in five sec- 

onds flat . . . Hubeye anchor rods and bolts 

with strand protection... clamps that grip the 
> No. 7577 

strand and won’t let go... strain plates . 

storm guy hooks . . . hundreds of items that 

Ne re 5 make it easier for the lineman to service the 

“best guys in the world.” 

HUBBARDaxn» COMPANY 
ESTAB HE 843 

> PITTSBURGH © CHICAGO + OAKLAND, CALIFORNIA 

‘Vaseg the load on fhuidbbard phardware! 
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The Leader line of fine lighting fixtures is constantly being 
expanded to meet new needs in industry, business and a 
wide variety of other fields. Leader fixtures . . . whether 
they are long-established favorites or sparkling newcomers 

offer the latest in styling, precision engineering, and 
finest quality construction, together with outstanding ease 
of installation and servicing. Electrical contractors every- 
where know they can depend on Leader to furnish the right 
light for every need. 

Leader's STRATOLINER offers everything desired 
in a heavy-duty, all-steel industrial fluorescent fix- 
ture. Durable, strongly built, neat in appearance, 
easily serviced. Models for 2, 3 or 4 40-watt lamps 

or 2 85-watt,lamps; in open or closed 
end styles. Choice of high-gloss baked 
enamel or porcelain enamel reflectors 

Leader’s new DIFFUSER unit has the same sturdy 
construction as the “Stratoliner,” except that the 
DIFFUSER provides a 7% indirect lighting com- 
ponent. This is desirable in many industrial instal- 
lations, to modify the contrast between brightly 
lighted work areas and dark upper areas. Available 
for 2 or 3 40-watt lamps in open end style. Reflector 
in choice of high-gloss baked enamel or porcelain (RLM approved.) enamel 

A wide variety of other industrial fluorescent fixtures are available, including Slimline models for 2, 3 or 4 lamps in 72” or 96” length. 

c
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Type 1SD—Stondard Dome Type 1ISA—Symmetrical Angle 

A
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Type 10B—Deep Bowl 

an
 

oo
 

Type IHB—High Bay Unit 
Type 1GS—Glass-Steel Diffuser 

_ Lhe 

Type 1EA—Elliptical Angle 

LEADER INCANDESCENT UNITS 

New Leader incandescent units are available in a 
number of styles, for use with 150 to 500 watt 
lamps.. 
Type 1SD—Ssandard Dome—best for general lighting 
where both horizontal and vertical surfaces are to be 
lighted, such as workbenches, assembly lines, etc 
Type IDB — Deep Bow! — ideal for machine shops, 
shipping or receiving departments, assembly lines 
print shops 
Type IGS — Glass-Steel Diffuser — for use wherever 
softer light without sharp reflections is desired. Globe 
of smooth finish, high grade opal glass 
Type ISA—Symmetrical Angle—to supplement gen 
eral lighting or for extra illumination on vertical 
surfaces, 
Type 1&A—El/:ptical Angle—for wide angle horizon- 
tal and vertical illumination. 
Type IMB — High Bay Unit —for higher mounting 
heights, such as in warehouse aisles, foundries, etc 

# 

“i ae 

} 
" MULTIPLE FLOODLIGHTS 

CL-700 ASSEMBLY 
For service station and parking lot 
lighting, outdoor displays, indus- 
trial protective floodlighting, 
home sports area lighting, etc., 
Leader multiple floodlights are 
efficient and flexible. 2 to 5 flood- 
lights fic cast aluminum junction 
box, mounted on pole fitter. Spe- 
cial silicone gasket for long life 
and dependable all-weather per- 
formance. For 300 or 500 watt 
lamps. 

be used with 
staTION MASTER, at right. 

hina Nol Lighting Equipment Manufaciue 



SED TROFFERLITES 

Leader TROFFERLITES furnish an exceptionally fine 
system of fluorescent lighting, whether used singly or in 
continuous rows. Available in louvered, open, baffled 
or glass enclosed styles (or with various types of spe- 
cialized lenses including Leader's new plastic lens*, flat 
or curved Holophane Controlenst, etc.) Complete 
range of lengths, from 24” to 96”, in 12” or 24” width, 
in regular (75”) or shallow (6”) depth, for from 1 
to 8 lamps. 

*Pat. Pend. tCopr. The Holophane Co. 

America’s finest fluorescent fixture! Leader's OFFICE! 
provides distinctive lighting for offices, stores, banks 
schools, libraries. Steel channel, deep drawn end caps 
side panels in choice of steel or translucent plastic. Plas 
tic louver** in choice of 45° or 31° shielding angle 
Swings down from left or right for maximum ease o/ 
servicing. Available for 2, 3 or 4 lamps, either 40-wat 
or Slimline in 48”, 72” or 96” length. May be mountec 
singly or in continuous rows, either direct to ceiling 
or suspended. 

**Made under Pat. No. 2566817 

Leader's new SKYLIGHTER is the answer to the de- 
mand for more light and better light. These distinctive 
new surface mounted fixtures provide floods of glareless 
light. May be used singly, or mounted end to end or 
side’by side, to form a variety of striking illumination 
patterns, or to provide a complete ceiling of light. 40° 
x 40° plastic louver** or choice of various types of 
plastic diffusion inserts. Available in sizes from 2’ x 2’ 
to 4’ x 8’. 

**Made under Pat. No. 2566817 

é Po. wi 
A PTE Series 

Outstanding for store lighting! Leader's PTE Series has 
been expressly designed to provide economical and efh 
cient store lighting. Installation of these fixtures en 
hances the appearance of displays and counters and 
makes store interiors more inviting and attractive 
customers. Side panels in choice of ribbed Albalite glass 
or translucent plastic; bottom panel in choice of flat 
Albalite glass, plastic lens*, or plastic louver** with 40° 
x 40° shielding. For 2, 3 or 4 lamps, either 40-wat: or 
Slimline in 48”, 72” or 96” length. 

*Pat. Pend **Made under Pat. No. 2566817 

The STATION MASTER 

Leader's STATION MASTER, for service station 
island lighting, delivers high intensity of light without 
glare. Puts light where it is needed — where the sale is 
made and service rendered. Rugged weather-proof con- 
struction throughout. Available in lengths from 4 ft 
to 20 ft., with continuous one-piece channel. Sliding 
pole fitter adjustable to any pole spacing. 

Provision for floodlight mounting 4" from each end and im 
center of fixture. Use multiple lights, shown at left, or single 
floodlight. 

Sold and installed by the better electrical wholesalers and contractors 

LEADER ELECTRIC COMPANY 

3500 North Kedzie Avenue + Chicago 18, Illinois 

Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Coampbell-Leader, Ltd.: Brantford, Ontorio, Canada 
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A Program for 30 million new Americans 

ISTEN to the voices of 30 million new Americans. 
>» They are answering the pessimists who say we 

are threatened with depression because we 
can’t keep our farms and factories busy. 

Let these pessimists read the future in the census 
returns. There is a tremendous upsurge in our popu- 
lation. Last year nearly 4 million babies were born. 
By 1960 we shall total 170 million people--30 mil- 
lion more than when war ended in 1945. This adds 
to our domestic market more people than there are 
in Canada and Australia combined. 
Providing for these 30 million new Americans can 

keep our production machinery going at capacity. 
They call for new hospitals, schools and churches. 
Larger families need bigger houses to replace post- 
war houses that are too small now. More and bigger 

families need improved home equipment and more 
new automobiles. In short, to maintain and improve 
living standards for our children, we must work 
harder than ever before. To supply the needs of our 
1960 population, including adequate national de- 
fense, it is estimated that the productivity of the in- 
dividual worker must increase at least 30%, with 
additional investment of over 200 billion dollars in 
capital facilities. 
There should be no room in this picture for de- 

pression. But we must have economy in government, 
elimination of waste and extravagance and a reduc- 
tion of taxes and public debt. If we encourage pri- 
vate incentive, thrift and investment, we can bring 
about the greatest advance in health, wealth and 
happiness that America has ever known, 

The Youngstown Sheet and Tube Company 

General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 

MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 

RAILROAD TRACK SPIKES - CONDUIT - HOT AND COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RODS - SHEETS - PLATES.. 
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BOSCH BREWING COMPANY REP
ORTS : 

No outages...no maintenance... 

"We FORGOT WE HAD Transformers" 

“The trouble-free service we received from 
Westinghouse Dry-Type Transformers actually 
caused us to forget they had been installed,” says 
the General Manager, Bosch Brewing Company, 
Houghton, Michigan. 

“We solved a tough installation problem by 
fitting them into a crowded wall space where 
neither a larger transformer or a disconnect switch 
could have been located,” says the contractor, 
Coon’s Electric Shop, Hancock, Michigan. 

For five years, two 10-kva Westinghouse Dry- 
Type Transformers operated with no outages, no 
maintenance . . . decreased a critical heavy load 
on 3-phase power circuits caused by expanding 
plant facilities . . . eliminated the need for a 
separate lighting service. 

You can meet the demands of changing elec- 

ELECTRICAL SOUTH for OCTOBER, 1952 

trical loads most economically with Westinghouse 
Dry-Type Transformers. Easily mounted wher- 
ever power is needed, their small size and light 
weight make them easy to install. Mounted close 
to load centers, they cost less to operate, reduce 
power losses. Available with or without built-in 
breakers. Get a more complete story from your 
local Westinghouse representative. Or write to 
Westinghouse Electric Corporation, Transformer 
Division, Sharon, Pennsylvania. J-70624 

' DRY-TYPE 

TRANSFORMERS 
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WALKER 

POWER AND DISTRIBUTION PANELS 

For prompt and easy installations, buy Walker 

VACU-BREAK DISTRIBUTION PANELS CONVERTI-FUSE PANELS 

* Using Vacu-Break are control switches 

* Quick-Make and Quick-Break Switching 

® Horse-Power rated able sections and fuse clips 

* Door over each circuit with externally operated * Compact design 
handles 

* Compact Unit type construction poles; 600 Volts and less 

* Pull-out type units 

¢ Maximum convertibility through interchange- 

* Branches 30 to 400 Amp; one, two or three 

CONVERTIBLE CIRCUIT BREAKER 

For further information, contact your local PANELS 

Walker BullDog Sales Engineer ¢ AB type Units, Thermal Magnetic Trip 

® Quick-Make, Quick-Break, trip free handle 

¢ Fully convertible 

| WEMLIKER SLECTRICAL CO,, ING, WECO 70 Bennett Street, N.W. P. O. Box 8 a Station D 
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a completely new, precedent-shattering concept of 
unit design! The new Benjamin “Task-Master” is 
dern solution to the brightness ratio problem. By 
ig greater upward flow of light with a new high of 

lamp shielding, “’Task-Master” doubles, even triples, 
psent standards for industrial seeing comfort. In addition 

to sensationally -increased Upwarp light and lamp shielding. 
“Task-Master” features revolutionary new, easier methods 
of installation and maintenance, such as those illustrated 
below. Send. for Free “Task-Master” Bulletin, giving 
further details. Write for Bulletin AD 5906. Benjamin 
Electric Mfg, Co., Dept. Z-1, Des Plaines, Hlinois. 

BEN7ZAMINIask 
Sold exclusively through Fle-trical Distri 

' 

DETACHABLE REFLECTORS 
are hinged to moke possible 

with sliding hangers, as shown. 

“LIFE-TIME” PORCELAIN ENAMEL. 
Reflectors and shield are covered with 
genuine Porcelain Enamel, which is 

unsurpassed os a reflect- 
ing surface becouse it 
cannot wear, scratch or 
become dull. 

> 4 
a\ 2 . “SPRINGLOX" LAMPHOLDERS are 
a” 5 standard equipment. These rugged, all- 

e metol, lifetime lampholders facilitate 
35 lamping and relomping through pot- 

ented spring design. 

LONGITUDINAL SHIELD. Unique combina- 
tion spine-support and lomp shield provides 
shielding angle of 35°. Result: great reduc- 
tion of direct glare with consequent increase 
in seeing comfort. 

PRE-WIRED—NO WIRE SPLICING. Delivered 
with all connections made up to terminal 
block. Branch-circuit wire comes already run 
through spine support, entire length of unit. 

SPECIAL “HOOK-UP” DESIGN 
mokes it possible for the installer 
to temporarily hang one unit on 
another while connecting the jumper 
wires to opposite terminal blocks. 



ARCHITECTS 
i Eggers and Higgins 

Irwin Clavan 
CONSULTING ENGINEERS 
a a ea 

BUILDERS 
Starrett Bros. and Eiken 

ELECTRICAL CONTRACTORS 
Lord Electric Co 
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There are 100,000 electrical convenience outlets in the first three units of 
Pittsburgh’s multi-million dollar Gateway Center, thanks to Nepcoduct! 
Nearly 38 miles of Nationa! Electric’s all-steel underfloor electrical raceway 
supply power for lighting, business machines, telephone, buzzer and signal 
systems in these ultra-modern office buildings. 
Nepcoduct provides the ultimate in electrical convenience—outlets any- 

where they are needed. No matter how often office layouts and movable 
wall partitions are changed, Gateway tenants have easy access to power 
and communication at the floor surface. Outlets are already threaded, ready 
to use, just below the floor cover. 
Nepcoduct fits any type of floor construction—ideal for new construction 

or wiring modernization of OFFICES, FACTORIES and COMMERCIAL 
BUILDINGS. 
Nepcoduct is a permanent wiring system. Yet it provides all the flexibility 

and convenience of temporary wiring for all time—at a fraction of the cost 
required for extension, expansion and relocation of ordinary wiring systems. 

Easy to lay out . . . easy to order . . . easy to maintain. Steel for permanence 
. .. grounded for safety! Listed by Underwriters’ Laboratories, Inc. Write 
for catalog and complete details. 

National Electric Products Corp. 
1307 Chamber of Commerce Bidg. 
Pittsburgh 19, Pennsylvania 

EVERYTHING IN WIRING POINTS TO. Goa Please send me the illustrated Nepcoduct 
—> lee : ye catalog. 

Name_ 

Title aaa! 

Company. 

National Electric Products | ““""- 

3 Plants « 6 Warehouses * 42 Sales Offices 
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Your logical 

SOURCE 

—for all tape 

requirements! 

Good workmanship 
in wiring calls for 
good materials. Make 
certain of tape qual- 
ity by using the tape 
that’s made with 30 
years experience be- 
hind it! 

ACCURATE 

Plastic Tape 
ACCURATE 

Qaichrs 

\k-reducing 
— of thin 

d mechan- 
dielectric 

Offers 9 » 
combinatlo 
caliper, 9°° 

for use * 
tic tape 'S 

ACCURATE RUBBER TAPE 
Features tigh elasticity, excellent cohe- 
sion, high dielectric and super aging 
qualities. Available in Standard and 
A.S.T.M.-A.A.R. grades. 

ACCURATE FRICTION TAPE 
High grade rubber carefully compounded with 
finest cotton base provides maximum mechan- 
ical protection for every wrap. Made in Stand- 
ard and A.S.T.M. grades. 

--.no finer tapes at any price! 

For big wiring jobs or small, Accurate is the choice for positive 
tape protection. Both friction and rubber are strong, pliable, easy 
to apply. Accurate tapes make accurate wraps — pull tight and 
clean over irregular surfaces. When you order tape, mention 
Accurate by name. It’s the one sure way to complete tape satis- 
faction. For a complete guide to tape selection and tape buying, 
ask for the new Accurate Data Folder. Accurate Mfg. Company, 
Garfield, New Jersey — address inquiries to Dept. AA. 
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“ALL- SQUARE”... for recessing. One-piece 
die-cast frame. Light-leakproof. Wides Seanead 
or concentrating lens... sizes 644” sq. — 
& 12” sq. PRE-WIRED. --waetce Phy top, 
drop hinge bottom 4 Septem from above 
or below. Catalog 49. 

a “ALL- SQUARE” 

SEELUX ... totally indirect 
open bottom Luminaire for 
for Silver Bow].Lamps, with 
modern ALZAK 
concentric louvres; 
for stem suspension ._— 
or close mounting. a GUTHLITE : Bulletin 864 the revolution- 

‘ ary “Jacknife” 
Hinge Lumin- 

a SEELUX® aire that swings 
down for easy 
relamping or - WYTE-LINER ... white inside and outside 
cleaning right , (takes gloom off ceiling). AIRFLOW chan- 
from the floor! nel for longer ballast life. Reflectors 300° 
For 2 40- or 2 85- Permalux or Pore elain Enamel. Made in 
watt or 2 4-ft. SLIMLINE E lamps; ceiling 2 and 3 40-watt, 2 85-watt, and 4- and 8-ft. 
or suspension, unit or continuous mount- SLIMLINE lamps. Easy to install and 
ing. Simplest fixture to install. Bulletin clean. Catalog 48. 
845. 

ARISTOLITE ...hinged glass panels swing 
open for easy cleaning from floor with handy cn 
servicing tool. Also with center, Eggcrate 
louvres. For 2, 3 or 4 40-watt or 2 or 4 4-ft. 
SLIMLINE lamps; ceiling or suspension, 
unit or continuous mounting. Write for 
Bulletins 812 and 820, 

GUTHLITE® a WYTE-LINER 

4. ARISTOLITE® 

“LITE-BLOX” RECESSED FROPTERS . os 
for 1, 2, 3 or 4 lamps: 20-, 40-, 

\ 
HY-LITERS ...recessed and surface +n., 6-ft. or ft. SLIMLINE end KO's provide exact 48. > : 5° 4 : . - types for PAR 3 - ijustable 45° from design for unlimited patterns. Wide variety vertical in all directions. Can be used as i . iadtietteel senis ajenction with of shielding and diffusing glass panels avail- ‘ individual units, or in conjunctio / able: also ALZAK Mectors if desired. 

NEW FUTURLITER ...with GUTH our fluorescent types. Bulletin 834. Bulletin ‘869. — jesires 
GRATELITE* the 48” long plastic louvre 
with 45 x 45 cut off for efficient vertical il- 4 
lumination and low brightness diffusion at a HY-LITERS 
angles above 45°. GRATELITE is made in 
sizes up to 48” long. Easy to install on single 
fixtures or complete ceilings. Available in GUTH 4-FT. SLIMLINE available 
opaque or transparent densities. Send for 
information. *Patent Pending in every GUTH fluorescent fixture 

4 “LITE-BLOX” RECESSED TROFFERS 

4 NEW FUTURLITER® @ no starters or starter troubles! 

@ easy to handle Single-Pin lamps! 

e light in two steps almost instantly! 

. as 

TRUCOLITE ... versatile, highly efficient, 
semi-direct type ; can be used open, with Eg 
crate louvres or diffusing glass bottom. For 

. 3 and 4 40-watt lamps...also 2 and 4 4ft. 
or 8-ft. SLIMLINE lamps. Ceiling or sus- 
ret unit or continuous mounting. Bul- 

mem THE EDWIN F. GUTH CO. / ST. LOUIS 3, MO. 

| a TRUCOLITE® 



You will always win by using TIREX portable cords and cables. When 

you “write in” TIREX on your requisitions for portable cords and cables you 

vote for top-quality, long-life, and trouble-free service. 

Those who buy and use TIREX tell us they like the tough TIREX 

neoprene armor. It provides the kind of wearability and snagproof service their 

operations demand. They are more than satisfied too with the smooth, dense 

jacket that is a product of the cured-in-lead process used on all TIREX cords 

and cables. 

Since TIREX() is oil, acid, alkali and flame resistant, it will help to cur- 

tail your maintenance costs and will postpone the day of your portable cord 

or cable replacement. Whenever you purchase a portable cord or cable be sure 

to specify and get Simplex-TIREX for economy, quality, and satisfaction. They 

are always marked for your protection. 

TIREX is made in a wide range of sizes and types from a single- 

conductor +18 cord for 300 V.W.P. all the way up to 3-conductor Type SH-D 

cable for voltages in excess of 10,000 V.W.P. 

JIMPLEX IIREX 

SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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“PRINCESS | sens 

LUMINOUS INDIRECT FLUORESCENT LUMINAIRES 

© APPROPRIATE BRIGHTNESS CONTROL 

. . . quality lighting with comfortable brightness ratios 
providing .. . : 

e® EYE COMFORT 

. in seeing by scientific shielding, diffusing and distri- 
bution of the lamp light through .. . 

© LOW BRIGHTNESS 

. illumination that gives you lighting comparable to 
diffused daylight. 

e@ The new Curtis “Princess” luminous indirect 5000 Series luminaires have 
Curtis quality construction and workmanshi throughout . . . with wire chan- 
nel constructed of heavy gauge steel finished baked white “Fluracite” enamel. 
Side panels are fine ribbed durable polystyrene plastic to softly diffuse the 
light and provide low-brightness ratios between the ceiling and luminaire. 
Curtis 5000 Series luminaires are available to accommodate all 4’, 5’ and 8’ 
fluorescent lamps. Send coupon for complete descriptive information. 

CURTIS LIGHTING, INC. 
Dept. J 15-20, 6135 West 65th Street 
Chicago 38, Illinois 

Name ae 

Company- 

Address- 



hgh on 
of 

PRODUCTS 

ACSR CONDUCTORS 

ALL ALUMINUM 
WIRE AND CABLE 

BARE COPPER 
WIRE AND CABLE 

NEOPRENE-COVERED 
COPPER WIRE 

NEOPRENE-COVERED 
ALUMINUM WIRE 

NEOPRENE-COVERED 
BUILDING WIRE 

GALVANIZED 
STEEL STRAND 

CABLE ACCESSORIES 

COPPERWELD 
COMPOSITE 
CONDUCTOR 

Utilities, REA’s, contractors and whole- 

salers are finding out from first-hand experience 

that the name SOUTHWIRE means something to 

them — in terms of quality products and de- 

pendable service. 

Now from one centrally-located Southern 

source you can obtain a complete variety of wire 

products and accessories for all your transmission 

and distribution needs. 

Let us tell you about our facilities and 

service — show you how we are cutting costs 

for others and making deliveries that are often 

almost too good to be true! 

Write, wire or telephone 

im “ 

Sa culling 5 A 

CARROLLTON, GEORGIA 



FINEST DISTRIBUTION PINTYPES EVER MADE 

THANKS TO YicToR 

DURIFIED PORCELAIN / 

There are many reasons why power men are partial to Victor Pintype insulators ... 

but the biggest is that they're made of VICTOR PURIFIED PORCELAIN— 

finest insulator porcelain ever made! PURIFIED PORCELAIN gives these pintypes a strength 

and resistance to impact that are unequalled. Puncture values are higher. Uniformity, 

hardness, density and durability are greater than ever before! 

AND, remember, every Victor Pintype is electrically tested before shipment. 

The result—dependability under all service conditions! 

VICTOR INSULATORS, INC., VICTOR, N. Y. 

ADVANCE DESIGN FOR 
ALUMINUM CONDUCTORS 

For the larger aluminum conductors 
being used today, Victor has increased 
wire groove sizes on distribution pin- 
types. For complete engineering data, 
write today for Bulletin No. 4. 

VICTOR NO. 5 
DISTRIBUTION PINTYPE 
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Ce te a ee eS "= 5 ~6 CONTEMPORARY 

LIGHTING ae 
US Pat. No. 2561986 

“ . US Pat. No. 2593513 
ae 1. other patents pending 

FOR 
3 removable access 

Gpiates make wiring 
= - @asy under all 

INSTALLATION : “— * Gonditions 
, ’ BP ry-out knock-outs 

No. CFT-45-3 : ’ No. 1313—6630 (300W §)60° wired unit 
Dexciusive 

Swing-way hinge 

“er 

——_— 

No. AL-1 (25W Aisle Light) 

No. R-50 (2-25W) 
ppd Aart 

' ad \ilustrated are but a few 
of the many — 

‘ contemporary fixtures— 
iF IT’S - available in your choice 

’ — bi of three metal finishes 
and eight decorator colors 

Write now for complete 
catalogs: 

| pS... 
EGS» A-1 Architectura 

No. BK-11 =i R-7 Recessed 
$-2 Swivel 

No. 60 (60W) 

PRES C@ 8a 1 € 
2229 FOURTH STREET 
BERKELEY 2, CALIFORNIA 

AVAILABLE NATIONALLY 
Warehouse stocks at ngineer 
Philadelphia, Los Angeles cna camel 
and Berkeley. re-shipping without 

opening and provides 
complete parts protection 

from factory-to-job. 

SALES REPRESENTATIVES: ATLANTA, GA.—Charles L. Woodyard, 1181 Stewart Ave., S. W. - BALTIMORE, MD.—T. H. Bailey, Jr., 609 Garrett Bidg. 
BOSTON 10, MASS.—John W. Fay, 176 Federal St. - CEDAR GROVE, N. J.—P. M. Sales Co., 118 Sunrise Terrace - CHICAGO, ILLINOIS—Rudolph H. Soukop, 1585 
Merchandise Mart - CLEVELAND, OH10—Cam Norton Company, 2725 Contenive Rd. + DALLAS, TEXAS—The John Hancock Company, 2921 pony - DA 
on! Roof, 221 Stockton . DENVER, COLO.—Kenneth Schumann, 814 Twelfth St. - DES MOINES, 1OWA—J.H. Hull, 1300 -47th St. - DETROIT, MICH.—L.H 
Beck, ge Sales Co., 141 W. Parkhurst = ERIE, PA.—D. S. Pollock Co., 622 W. 9th St. KANSAS CITY, MO.—Cari W. Thorsell, 119 E. 77th St. 
KNOXVILLE, TENN. —Pitner's Mfg. Rep., P. 0. Box 693 . LOS ANGELES, CALIF. —De Ramus, Barney & Assoc., 125 S. Santa Fe. MILWAUKEE, WISC.—Willis H. Murphy, 
4520 N. Woodruff St. NEW ORL EANS, LA.—E. J. Hagan, 3820 Louisiana Avenue - OKLAHOMA CITY, OKLA.—The Tom Fielder Company, 313 N. W. 4th St. 
OMAHA, NEBR.—Geo. C. Mittnauer & hanes. 1112%% Farnam St. - PHILADELPHIA, PA. —Bond & Kyack, 1817 Callowhill St. - RICHMOND, VA.—W. H. Lassiter, Jr., 
Crenshaw Bidg., 300 E. Main - SAN DIEGO, CALIF.—Calif.-Ariz. Sales Agency, 301 West “G" St. - - LAKE CITY, UTAH—J. R. Christenson, 247 E. Sth South 
SEATTLE, WASH.—Gleasons, 901 E. 45th St. ~. ST. 1S, MO.—J. A. Noser, 3204 Bailey St. - PAUL, MINN.—Charles L. Schwab, 345 N. Wheeler St. Lou 
ST. PETERSBURG, FLA.—Frank Laisa, 6417 - 7th Ave., North . SYRACUSE, N. ¥_—Fay Sullivan, = 1117 Cumberiand Avenue .- ‘VANCOUVER, a e— 
4. S. Edwards, 1206 Hamilton St. 
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(Additional items will be found on pages 37, 131 and 133) 

1008—Electrical Equipment. The latest edition of the 
Federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 

1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 

1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new- Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 

1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 

1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St.. Cleveland 15, Ohio. 

1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 

1068—Wire and Cable. Rome Cable Corporation, Rome 
N. Y., has just published a new “Bare and Weatherproof 
Wire and Cable” catalog, No. 22. By word and picture 
the story of Rome wire and cable including specifications 
and a technical section. is brought to the reader. 

1076—Modular Lighting. A 20-page booklet containing 

interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
cago 14, Ill. 

1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. This 
covers full engineering data and full engineering informa- 
tion and layout help for architects and engineers. 
1086—Connectors and Couplings. Tomic Sales and En- 

gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con- 
nectors. 

1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 

1090—Midget-Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, available from Frank Adam Electric Co., 
3650 Windsor PIl., St. Louis 13, Mo. 

1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 

1094—Photoelectric Controls for Street Lighting. A 
four-page catalog sheet. Bulletin 63300B, gives full infor- 
mation on photo-electric controls available from Fisher- 
Pierce Co., Inc., 59 Pearl St., So. Braintree, Miss. 

1110—Flexible Cords and Portable Cables. Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa. 

1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of condnit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10. Mass. 

1134—Portable Cables For Low Voltage. A well illus- 
trated 24-page catalog. Describes and illustrates the wide 
variety of single and multi-conductor cables for this volt- 
age. Complete splicing instructions included. Copies may 
be obtained from Simplex Wire & Cable Co., 79 Sidney 
Street, Cambridge 39, Mass. 

ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 

Gentlemen: 
Please send me the bulletins and catalogs indicated. 

(Print Plainly) 

Name 

Company 

Address 

City & State 

October, 1952 
Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 
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For Greater Safety 

= Greater Convenience 

ARTE" Switch Unilet 

Explosion-Proof and Dust-Tight immu 

EFU" Fluorescent 
Lighting Fixture 

JUNCTION BOX COMPLETE 3” CONDUIT HUB 
WITH TERMINAL BLOCK 
FOR FIELD WIRING sis seein anit ? 

APPLETON “ECB’ \ J . 
BREATHER VALVE . » 1” CONDUIT HUB AA-51" Vented 

Lighting Fixture 
@eeeeeoeaeaee@ 

2 mae ESS 
~ \ \ BRANCH CONNECTION © \ 3 

BLOCK FACTORY WIRED bag 
\— 
lea 

Dead End Receptacle 

< 
Hospital Pilot Light 
and Switch Unilet 

Hospital Dead End 
Receptacle 

@eeeeeeeaeeeee@ @eeeeoeeeaees SS n~ 
CIRCUIT BREAKERS 

SPACE FOR a y : . } « 
ciRCcuIT ; .. y ap 
IDENTIFICATION ‘ 

OS 
Interlocking Type 
Safety Switch and 
Plug Receptacle 

eeecee eeeee 

Current'Tap with 
Feed-in Plug 
e@eee eee 

Patent applied for 

Simplified wiring . .. easy access for inspection or maintenance... 
solderless terminals . . . new locking switch handles . . . instant 
circuit identification—these are a few of many safety and conven- 
ience features in newly designed Appleton ‘“ELP” Explosion-Proof 
and Dust-Tight Panelboards. 

Unexcelled as safe, convenient control and distribution centers : APPLETON 
for lighting circuits or single phase motor circuits, Appleton Type i 
“ELP” Panelboards are available in 4 to 16 circuit models—10, 20 be Explosion-Proof 
or 30 ampere ratings. Write for complete catalog information. I Fittings 

for Every 

APPLETON ine 

Electric Products 

Sold Through Electrical Wholesalers "“VSU" Visible 

APPLETON ELECTRIC COMPANY ee 
1754 Wellington Avenue ¢ Chicago 13, Illinois = 

Sales Eng : NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 Euclid Ave. 
SAN FRANCISCO, 655 Minna St. ¢ ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 100 N. Santo Fe Ave. 
ATLANTA, 724 Boulevard, N.E. * BIRMINGHAM, 809 Brown-Marx Bidg. * MINNEAPOLIS, 305 Fifth Street, Ss. 
PITTSBURGH, 412 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St. * BOSTON, 10 High St. * DENVER, 
1921 Bloke Street * PHILADELPHIA, 231 South 20th © CINCINNATI, 608 American Bldg. * HOUSTON, 
717 M. & M.Bidg. * HAVANA, Cuba, Malecon No.9 *¢ BINGHAMTON * DALLAS ¢ INDIANAPOUS 
KANSAS CITY © ORLANDO © MILWAUKEE © NEW ORLEANS © SEATTLE © PORTLAND, ORE. 

Export Rep ives: ki ional Standard Electric Corp., 50 Church St., New York 7, N. Y. 

“EFSC” Switch 

t 

“MSSS" Motor Senrry 

GRU" Junction Hospito!l Receptacle 
Box Fitting ond Plug 
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1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp., Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 

1140—Pole Line Hardware. Catalog No. 50 has just been 
announced by Hubbard and Co. Hundreds of new products 
in the pole line hardware and accessories line are included 
in this new edition which is bound in burgundy fabricoid, 
embossed, and printed in two colors throughout. 

1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 
has just been issued by Lithonia Lighting Products Co., 
Lithonia, Georgia. It contains descriptive material and 
specifications on a wide range of fluorescent equipment 
suitable for residential, commercial, industrial and other 
applications. 
1146—Ceil Heat Electric Radiant Heating Cables. New 

illustrated folders, fully describing Ceil Heat invisible 
Electric Radiant Heating Cables, have just been issued by 
the Ceil Heat Division of Homes, Inc., 5212 Homberg Dr., 
Knoxville, Tenn. Consumer explanation of radiant ceiling 
heat as well as technical installation instructions are in- 
cluded in the literature. 

1150—Fluorescent Fixtures. Colorful, 20-page catalog. 
Front cover shows interesting illustration of “Light 
through the Ages.” Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by 
Light & Power Utilities Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn. 

1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE 
industrial and residential wall and ceiling fans. Write to 
Perfect-Line Manufacturing Corp., Old Country Road and 
Railroad Avenue, Hicksville, L. I., N. Y. for a copy. 

1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial; industrial floodlighting equipment manufactured 
by the Jones Metal Products, Inc. of West Lafayette, Ohio. 
Several new sections have been added and all major light- 
ing units have revised illustrations, cutaway views, di- 
mentional drawings, plus typical installation diagrams and 
photos. 

1166—Electrical Fittings. 40-page illustrated catalog 
and price list and wide Gedney line. Shown and listed are 
conduit, threaded entrance, SEC, EMT and ground fittings, 
and box connectors for both armored and. non-metallic 
cable. Most of the line is made of tough malleable iron and 
hot dip galvanized. Desired copies available from Gedney 
Electric Co., RKO Bldg., Radio City, New York 20, N. Y. 

1172—Bus Duct Manual. A new 68-page manual describ- 
ing types of bus duct and accessories available, and pre- 
senting application and test data, specifications, informa- 
tion on pricing a typical bus duct installation, and a typi- 
cal bill of materials, is available from Westinghouse Elec- 
tric Corporation, Box 2099, Pittsburgh, Pa. The manual 
is designated as Bulletin No. B-4272A. 

1178—Remote-Control Wiring System. Bulletin 16-200 
is a 36-page manual describing layout and installation of 
remote-control wiring, and is available from General Elec- 
tric Co., Construction Materials Dept., Bridgeport 2, Conn. 
Advantages and explanation of the system are followed by 
illustrated installation procedure. System components, cir- 
cuit diagrams, and a typical home layout round out this 
completely descriptive manual. 

1180—Fluorescent Lighting. 24-page catalog describing 
complete line of commercial, industrial strip and kitchen 
lighting units, shielded and open, showing installation and 
maintenance data and price lists. Available from Louisville 
Lamp Co. Louisville, Ky. 
1182—Switch and Bus Insulators. A new bulletin giving 

specifications engineering data, contours, dimensions, etc. 
on its full line of Swit-h and Bus Insulators has been re- 
cently published by Victor Insulators, Inc. of Victor, N. Y. 
Write for Bulletin No. 5 or use reply coupon below. 
1184—Underground Cables. Complete 16-page catalog. 

Describes construction and illustrates uses for Simplex- 
ANHYDREX Cables. Catalog contains cable weights and 
diameters, as well as complete splicing instructions. Copies 
may be obtained from Simplex Wire & Cable Co., 79 Sid- 
ney Street, Cambridge 39, Mass. 
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1186—Industrial and Domestic Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, is 
currently offering an Industrial and a Domestic Catalog. 
The Industrial Catalog (EC-62R) gives complete descrip- 
tions, specifications and illustrations of Electromode Sus- 
pension- Type, Combination Portable and Suspension, and 
Explosion-Proof Heaters, and includes data on control 
equipment, mounting and wiring diagrams, illustrations of 
typical installations. Also information on how to figure 
heat loss. The Domestic Catalog (EC-63R) is full of typical 
installatio: : for wall-type, portable, automatic and non- 
automatic Klectromode Heaters, with complete specifica- 
tions and suggested uses; also includes instructions for 
installation of wall model heaters. 
1188—CSP Distribution Transformers. A 32-page, three- 

color catalog, “Transformers That Cut Distribution Costs,” 
is now available from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. The “how” and “why” of these 
transformers is presented in four divisions: performance, 
evidence, construction, and the products. 

1190—Electrical Fittings and Fixtures. Blackhawk In- 
dustries, Dubuque, lowa offer a new 2-color bulletin describ- 
ing and illustrating B-I Electrical Fittings and Fixtures. 
Included are conduit and cable fittings, conduit and cable 
straps, staples, box supports, sill plates, locknuts and 
bushings, wire holders and yard lights. 

1192—Wire Pulling Lubricant. Illustrated six page 
folder showing the advantages of an improved Y-Er Eas 
wire pulling lubricant is available from Electro Compound 
Company, 3812 West 150th Street, Cleveland 11, Ohio. 
1198—TOOLS AND WIRING MATERIAL. A new 

eight page folder showing the new JIFFY SAW ATTACH- 
MENTS and other hole cutting tools, as well as SNAP-IN 
BLANKS, BOX SUPPORTS, NO-KINK FISH TAPE, and 
other wiring specialties, has just been issued by CLYDE 
W. LINT CO. 

1200—Fluorescent Fixtures. Complete information on 
fluorescent lighting for offices, commercial interiors of all 
types, industrial plants, school, libraries, etc., available 
from Leader Electric Company, 3500 N. Kedzie Avenue, 
Chicago 18, Illinois. 
1202—Hazardous-Location Equipment. Bulletin 2631 

contains up-to-date information (following 1951 Code re- 
vision) on why equipment for hazardous locations is de- 
signed and built as it is, and is available from Crouse- 
Hinds Co., Wolf & 7th, No., Syracuse 1, N. Y. A detailed 
treatment of Article 500 of the 1951 Code is found in 
Bulletin 2627, also available from Crouse-Hinds. 

1204—Electrical Conduit Fittings, Conduit Nipples, 
Couplings, Elbows. Illustrated Catalog availuble upon 
request to Electrical Fittings Corp., Woodside, N. Y., or 
our nearest warehouse in your locality. 

1206—Electrical Tape. Available in catalog sheet form 
are Haartz-Mason specifications for Param unt Friction 
Tape, Stronghold Rubber Tape, and the new Paraplastic 
Plastic Tape which effectively does the work uf both rubber 
and friction tapes for faster and neater taping. Haartz- 
Mason, Inc., Watertown 72, Mass. 
1208—Contemporary Lighting Fixtures. New catalogs 

are available from Pressteel Company, 800 Bancroft Way, 
Berkeley 2, California. Profusely illustrated, the catalogs 
feature their Recessed, Swivel-Lite and Architectural 
Series, and include prices, framing-in-dimensions and 
candle-power distribution curves. The Swivel-Lite and 
Architectural Series are available ix a wide range of 
decorator colors. 

1210—Exterior Lighting. Catalog No. 90 illustrates 
Pemco Street and Highway, Gasoline Service Station and 
Floodlighting manufactured by Phila. Electrical & Mfg. 
Co., 1200-36 N. 31st St., Philadelphia 21, Pa. I, addition 
to detained dimensioned illustrations this catalog contains 
many engineering helps. 

1212—Commercial and Inu: strial Fixtures. A new 32- 
page catalog is rolling off the } ress for Catho Lite Com- 
pany, Inc., Baltimore 15, Maryland. Commercial and 
industrial! fixtures, in fluoresce’:t and slimline, are offered 
to meet the modern lighting needs of stores, offices, fac- 
tories, schools, etc. new recessed line is featured among 
many new units shown for the first time. Jobber inquiries 
invited. 
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The latest word in business housing has 
recently been completed in the new 
general office building occupied by 
Tennessee Coal and Iron Division, 
United States Steel Company, at Fair- 
field, Alabama. 

This building is approximately a city 
block and a half long, with four 120’ 
wings extending off the back, and is 
four stories high, surmounted with a 
cafeteria. 

Illustration shows 
planned lighting and 
comfortable interior 
of cafeteria. 

SOUTHERN LIGHTING 
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The artificial illumination is provided 
by 5536 Southern Lighting Mfg. Co. 
troffer luminaires. These luminaires 
each utilize two five foot 40 watt low 
brightness fluorescent lamps, and are 
equipped with louvers. 

Luxury at its best 
uith good lighting 
as shown in this ex- 
ecutive office. 

MEG. Co. ORLANDO, FLORIDA 
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For use at: 

© Residences 

Loading Platforms 

Factories 

Schools 

Warehouses 

Parking Lots 

Hospitals 

Shopping Centers 

Plant Roadways 

Public Buildings 

Housing Areas 

Railroad Stations 

Utility Areas 

Service Stations 

Holophane No. 420 

A-WAY Does the Job... 

Better, more Economically 

Efficient - +. Controlled asymmetric distribu- 
tion of light sends more illumination over a wider 
area than any other outdoor unit with the same 
(200 W) lamp wattage. Mounted on the exterior 
of any building, this unit with cast hood and 
double thick prismatic refractor provides con- 
sistently effective service. 

Economical - «+» No. 420 is easy to install, gives 
durable service and requires no maintenance ex- 
cept bulb replacement. Here is a trouble-free unit, 
ruggedly constructed, that won’t rust out and 
does not collect dirt on outer surface—rain does 
the cleaning job. 

Modern .+. Simple, functional lines and bal- 
anced proportions of hood and refractor give it 
a streamlined, distinctive look. 

Moderately priced . . . 
Direct inquiries for fur- 
ther data to Holophane or 
your electrical distributor. 

3 
HOLOPHANE COMPANY, 

a B 

Inc. 
Lighting Authorities Since 1898 *°342 MADISON AVENUE, NEW YORK 17.N.Y 

THE HOLOPHANE COMPANY, LTD., THE QUEENSWAY, TORONTO 14. ONTARIO 
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“Go Unde” with CRESCENT 

: IMPERVEX TRENCHWIRE 

For Lowest Cost, Permanent Installation 

— Designed for Direct Burial in the 

Ground Without Additional Protection 

You can recommend it and use it for services from power line to meter, 

for connecting several buildings from the same service, as on FARMS, 

ESTATES, INSTITUTIONS and for STREET, BALL-PARK, DRIVE-IN THEATRE 

and other outdoor lighting and power circuits. 

It is ‘approved for AIRPORT LIGHTING as Type “A” under CCA 

Specification L-824 for 600 volts. 

Tens of millions of feet have been installed over the last twelve 

years under widely varying conditions — with an outstanding record 

of dependability. 

Send Now For Bulletin No. 491 

It Gives Complete Information 

2 CRESCENT © 

= WIRE & CABLE 

| CRESCENT INSULATED WIRE & CABLE CO. 

| a TRENTON, NEW JERSEY 
rm 
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IT’S ON THE WAY... 

I 

EFECTRICAL SOUTH'S ANNUAL 

S.E.W.A. INDUSTRY DAY ISSUE! 

December’s the month to schedule that extra space in ELECTRICAL 
SOUTH—because that’s the big “Industry Day Issue”! In this issue 
ELECTRICAL SOUTH will set the stage for the important Industry 
Day Meeting of the Southeastern Electrical Wholesalers Association. 
The added reader interest in this issue will mean a bigger and better 
audience for your advertisements! 

ELECTRICAL SOUTH will provide background for the Industry 
Day meeting with its outstanding features and articles by leaders 
in the electrical industry of the South .. . so here is your opportunity 
to reach deep into the fast-growing Southern electrical market. Let 
the S.E.W.A. Industry Day Issue carry your advertising far and wide 
among wholesalers, distributors, dealers, contractors, contractor- 
dealers, utilities, and REA Co-ops, throughout the South! 

: e 
} 
i j 

' 
: THE S.E.W.A... 

The Southeastern Electrical Whole- 
salers Association is an organization 
composed of the principal electrical 
wholesale distributing firms in the 
Southeast. It was organized three , 
years ago to help bring the industry 
together and to be of general benefit 
to it. With its membership limited 
to the Southeastern States, the Asso- 
ciation is able to devote special at- 
tention to the problems of the re- 
gion. The letter at the left gives some 
idea as to the part ELECTRICAL 
SOUTH has played in cooperation 
with it. 

Don’t fail to take full advantage of ELECTRICAL SOUTH’S widely read Industry Day Issue . . . 
schedule extra space to give you dominant coverage of the strategic electrical market “down South”. 

ELECTRICAL SOUTH 

806 PEACHTREE ST., N.E. ATLANTA, GA. 
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BIG, FULL-SIZE BREAKER 
There’s no skimping in size! Stab-lok is a big, husky, 
full-size breaker. It uses metal where it counts, carrying 
current ...it has fewer and more rugged parts. This has 
been proved beyond question by independent labora- 
tory tests. 

MILLIONS TESTED 
Stab-lok is the only popular-priced breaker whose 
dependability has been demonstrated under every serv- 
ice condition. Millions of Stab-loks have been perform- 
ance-proven. Stab-lok’s the one popular breaker in 
which you can place complete confidence. 

COMPLETE RANGE 
Only Stab-lok system gives a complete range of enclo- 
sures. Besides nine basic devices, others are available 
for special applications. 3MBA, for one example, enables 
you to convert a multibreaker into a Stab-lok, easily and 
at low expense. 

LOWEST INSTALLED COST 
Stab-lok is the easiest, most economical breaker device 
to install. Stab-lok enclosures provide ample wiring 
space ... the backplate is easily removed for wire pull- 
ing . . . all components are readily accessible . . . design 
features bring quick alignment in flush mounting. 

4-WAY STABS 
The stabs are an exclusive Federal Noark development 
and provide the safest, easiest method ever devised for 
inserting breakers. The 4-way stabs make instant, posi- 
tive contact with specially designed main busses a 
instantly locked into place. 

COMBINATION FLUSH-SURFACE ENCLOSURES 
Most enclosures for the Stab-lok Circuit Breaker System 
are of the famous Noark combination type for either 
flush or surface mounting. This practically cuts in half 
the stock of enclosures necessary to meetall requirements. 

“a 

Write for full information... and order 
Stab-lok from your distributor 

FEDERAL ELECTRIC PRODUCTS COMPANY 
50 Paris Street, Newark 5, N. J. 
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IF YOU SELL 

FLUORESCENT LIGHTING... 

Lithonia Lighting Products 

OFFERS YOU: 

. Exclusive Distribution 

. Southern Mill Priced Steel 

. Die Making and Foundry Facilities 

. Manufacturing to Blue Print Specifications 

_ Top Quality — acceptable to the largest and 

most critical users in America 

. A Fixture for every Commercial and 

Industrial Use 

IF YOU ARE A DISTRIBUTOR OR JOBBER 

of Fluorescent Lighting Fixtures, your area may be 

available. WRITE OR WIRE TODAY. 

itthenia Lighting Products Co. ~~ Lithonia, Georgia 
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\ + @ minute was lost! 

y ik You may not lose a Kingdom but 

“your electrician'’s time is valuable 

oP STEEL CITY BOXES AND COVERS 

ARE MADE TO PREVENT LOSS OF INSTALLATION MINUTES 

Knockouts and priouts are quickly Clamps with ample opening and which hold 
and easily removed without damaging cable insulation 

Clamp screws in place ready for tightening and 
staked to prevent falling out in transit 

Cable entrance through side or bottom of Holes for lath nails and straight-through nailing 
combination boxes without reversing clamp without interfering with cable or device 

. are some of the features that make Steel City 

A QUALITY LINE THAT SAVES YOU TIME 

... and in this line there is a box for every purpose 

TIARA Veo Biliaiiionses 

OUTLET BOXES AND COVERS SWITCH AND FLOOR BOXES 
JUNCTION BOXES, CONDUIT FITTINGS AND KINDORF DEVICES 

PITTSBURGH 33, PA 

ELECTRICAL SOUTH for OCTOBER, 1952 



Machines may be installed or moved without rewiring or 

Tap live power anywhere 

along BUStribution DUCT. 

1. Choose location in duet. 
Duct has regularly spaced, crescent- 
shaped openings on both sides, on average 
10” centers. This permits spacing of plugs 
close to machine locations; gives better 
current density distribution on bus bars; 
obtains uniform and better heat dissipa- 
tion between bus bars and casing. Plug-In 
openings are covered by embossed plates 
swiveled to casing on rivets which permit 
covers to be rotated through 180 degrees 

2. Connect machine and engage Bus Plug. 
Crescent shape of Plug-In openings as- 
sures proper polarization of the Plug-In 
devices. Plug contact fingers are staggered 
so that plug may be inserted in openings 
in only one way. The steel side channels 
of the plug provide a means of grounding 
for greater safety, and supply support 

power shut- until plugs are bolted to duct. Bus bars 
down. Machine is simply positioned, then tapped into live power by and plugs’ current-carrying 
inserting protective plug into convenient opening in BUStribution DUCT. 

parts are 
silvered, assuring perfect connections 

Cut customers’ down-time with BullDog Plug-in BUStribution! 

Here is an electrical distribution system that is simple 
to lay out and estimate, easy and economical to install. 

Plug-in BUStribution DUCT parts are factory-built, 
flexible, easy-to-handle units that are delivered ready 
to assemble. No cutting, threading, bending of material 
is necessary on the job. Long, heavy cable and conduit 
home runs are eliminated, along with time-consuming 
fishing and pulling-in of bulky cables 

ULLDOG 

Plug-in Duct has plenty of advantages for your 
customers, too. Once in place, it keeps production roll- 
ing while they install or relocate machines. Connec- 
tions between machines and duct runs can be made 
easily, rapidly. No temporary wiring. No current out- 
age. No disruption of production schedules. 

Everybody profits when you install BullDog Plug- 
in BUStribution systems. See your BullDog supplier 
for details, or write direct for Bulletin BD-755. 

BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN e¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 

IN CANADA; BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 

1902-1952 ... SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 

Walker Electrical Company, lec. 
70 Bennett St. N.W. - P.0. Box 8, Section 2930 Commerce Street 

Atlente, Georgia Houston, Texas 

48 

CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES 

Wilson Electrical Equipment & C Standard Electric Mfg. Co. 
2401 Federal Street 

Dallas 1, Texas 
101 E. Maple Street 

Sen Antonio, Texas 
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It Shouldn't Happen to a Dawg 

GWEATING OUT THE 

WARPED CEILING 

(F THIS HAMMERIN' 

DON'T LINE ‘Em UP 2 

(LL TRY DYNAMITE / 

NOTA 
PIPE FITTER 

Y 

BILL CRAMER 

GET A LOAD OF 
THE BOSS, 1S 

HE BURNED UP/ a) 

Vay 

YEAH, AND WHILE 
WE'RE WASTIN 

TIME MANICURIN’ 
THESE HANGERS 

WE COULD HAVE 
HAD THE JOB 

IN RIGHT WITH 

ey * F 

) LOOKS LIKE A 
(\\S BAD CASE OF 

‘HANGER-ITIS 

N oF THE PROFITS’ 

bd . 

Use Day-Brite
 A.J? Hangers

 

... and this will never happen to you 

Avoia needless installation troubles and save money 
on installation time. Do it with Day-Brite “A. J.” 
adjustable hangers. 

Tough ceilings are far easier to handle with “A. J.’s” 
—the hangers that give you more than one inch of 
vertical adjustment with a few simple twists of hand- 
operated fittings. You can actually lay in your run 
of fixtures, then go back and line ’em up later. . . 
AND QUICK! 

“A. J.” adjustable hangers have swivel fittings, come 
in 8” and 24” lengths, and are beautifully finished 
in Hot-Bonded lustre aluminum enamel. It will pay 
you in reduced installation time and trimmer-look- 
ing work to use “A. J.'s” exclusively on suspension 
mounted jobs. 

Day-Brite Lighting, Inc. 5435 Bulwer Ave., St. Louis 
7, Missouri. In Canada: Amalgamated Electric Corp., 
Ltd., Toronto 6, Ontario. 

“DECIDEDLY BETTER'' In the Famous Day-Brite Line ¢ the Viz-Aid* © the Plexoline* © the 
Lenox*® @ the Luvex* © the Ranger* © the PBM ® the Day-Line® © the 
Tur-A-Top* © the Duo-Frame ® a complete line of troffers © exit signs 
© wallcase, showcase and fitting room fixtures @ light strip* DAY-BRITE 

*O 
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Lighting s place 

Lighting gives maximum results in improvement 

per dollar expended in modernization programs 

@ MODERNIZATION of interiors is a 
recurrent necessity for institutions 
or individuals who are meeting the 
demands of progress. Fortunately, 
for everyone there is one element 
of modernization that is relatively 
easy to install and, perhaps, the 
most economical to apply. That 
element is lighting. 

Certainly, in most instances 
where budgets are limited, lighting 
can be counted on to produce larger 
results in improvement than any 
single modernization factor. Al- 
though good lighting can do much 
for a room unaided, this is not to 
say that lighting alone is always a 
complete answer. It simply empha- 

sizes a fact, often overlooked, that 
lighting improvement judiciously 
related to repainting and refur- 
nishing, assures a much heightened 
effect in appearance. 

Conversely, where lighting is neg- 
lected, and other modernization is 
provided, the results in comfort 
and appearance will likely be less 
effective. Certainly they will not 
be up to expectations with refer- 
ence to cost 

For a number of years modern- 
ization has been trending towards 
effects in line with contemporary 
architecture. In this trend, the ef- 
fort to get organic unity has been 
greatly facilitated by lighting. 

Since architects are often commis- 
sioned to remodel older interiors 
to get the efficiency and open styl- 
ing of contemporary structures, 
lighting has offered a key to these 
objectives. 

Utilized with appreciation for its 
flow characteristics, interiors have 
been given a new youthful look 
Walls and ceilings with new illu- 
mination techniques contribute a 
sense of openness to the interiors 
they enclose. Windows are more 
often treated as elements for look- 
ing out than instruments expressly 
for admitting daylight. All these 
aspects of today’s trends in mod- 
ernization add up to a demand for 
more lighting, skillfully applied. 

It does take skill, after the imag- 
ination has set out to create a func- 
tional, contemporary interior, to 

(Left) This waiting room speaks for the up-to-dateness of a de- 
partment store beauty shop. Structural harmonies of line and form 
crowned by the cove lighted circular coffer invest this space with a 
character becoming to its business. (Right) Simple design elements 
give this waiting room space distinction. Luminous glass sets off 

the reception desk from adjoining offices. 

ELECTRICAL SOUTH for OCTOBER, 1952 



in modernization 

{pplication Engineering, Lamp Division 
General Electric Company 

Cleveland, Ohio 
apply lighting appropriately fo 
the basic environmental factor. 
Lighting is not just a result of 
equipment added. It is an integral 
feature of the space and its fur- 
nishings. Room proportions, sur 
faces (horizontal and vertical), tex- 
tures and finishes, and the location 
of counters, desks, and 
chairs must be considered in work- 
ing out a lighting-seeing effect that 
unifies all facilities. The ultimate 
combination of all elements cannot 
achieve its best result if the plan- 

tables, 

by J. L. Tugman 

varying degrees of 
where lighting has keyed the gen 
eral modernization plan. In each 

integratio! 

case, the end result produces a type 
of improvement’ which 
strates lighting used not as some- 
thing merely added, but as an in 

demon 

tegrating factor. 
If we consider for a moment such 

a simple type of enclosure as a cor- 

either exposed, or enclosed in dim 
glass globes, and spaced about 15 
or 20 feet apart, often pass for cor 
ridor lighting. 

It is argued that corridors are 
non-productive and the lighting of 
them need only serve elementary 
circulation demand. In a loft or 
warehouse, the furtive character of 
such spotty, glaring light may not 
seem lacking in refinement. But in 
an office building or a hotel or hos 

ning has been done piecemeal. ridor, we may wonder why most of 
The illustrations, shown here- 

with, bring together a variety of 
modernization references. Some 
show methods for handling a single 
objective like corridor lighting or course, some much more recent 
clothes stand lighting. Others show the corridors usually have been 
treatments for whole rooms with Small filament 

them we have seen look so dingy 
and unattractive. Usually the rea pital, it may convey a sense of shab 
son is poor lighting. In most build- 
ings 20 years old or older (and, of 

biness out of keeping with the repu- 
tation of the institution. Corridors 
can be attractively lighted, as the 
pictures demonstrate, and the small 
difference in cost is negligible neglected. lamps, 

(Left) Consultation area in bank wins customer confidence with 
its attractive, streamlined appointments. Handsome louverall ceil- 
ing supplies superior illumination. (Right) Few lobbies have such 
effective lighting combinations. The indirectly lighted ceiling panel 
adjoins areas served by recessed downlights. Table lamp provides 

local conveninece for visitors. 
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against the incident good opinion 
it creates. (In a warehouse, it may 
be the satisfactory character of the 
lighting that saves accident ex- 
pense and reduces thefts.) 

Another detail commonly over- 
looked is the facility for seeing in 
serve-yourself places for hangin: 
coats and hats. In the nearly dark 
corners or cupboards where racks 
are provided, it is often a tedious 
job to locate vour particular brown 
gabardine topcoat and pair of rub- 
bers. Simple lighting equipment 
can make a difference that dispels 
confusion. It can save the embar- 
rassment that follows when some- 
one walks off with another fellow’s 
clothing. 

Really significant advantages fol- 
low where modernized lighting is 
applied to commonly neglected 

areas with a sense of its unifying 
possibilities. When the larger prob- 
lems of wkole rooms, often big 
areas of office or store space, are 
submitted to modern lighting prac- 
tice, the solutions can transmute 
environments from minus to plus 
efficiency. Merchants, as a class, 
seem to be more aware of this than 
the managers of other types of 
business or professional interiors. 

In today’s markets, merchants 
often have to have more than price 
appeal to attract customers. Price 
appeal may be so restricted by fair 
trading requirements, a merchant’s 
competition must turn on other tac- 
tics. Store interiors, therefore, 
must be so attractive people enjoy 
shopping in them. 

Between two stores on opposite 
street corners selling the same 

a a ea 

(Left) Overhead equipment supplies 
50 footcandles general lighting with 
standard cool lamps, except for n 
where deluxe cool are used. Peri 
lighting helps direct traffic and quicken 
the shopper's buying impulse. (Right) 
Detail of perimeter lighting showing 
how much emphasis it gives to veg- 

etable and fruit displays. 

(Above) Apparel store with general 
system of louvered fluorescent equip- 
ment supplemented with adjustable 
filament spotlightx. More personal at- 
tention must be given customers than 
in a super market but lighting def- 
initely spurs the buver’s chwire. (Left) 
Apparel store with carefully attuned 
lighting appeal. Built in troffers 
trol overhead brightne+< app-opriately 
for low ceiling areas, Perimeter builds 
up attention for faster selling special- 
ties, while troffers plus spots over main 
aisles assist the customer and sales. 
man make considered selections 
Change of pace for different selling 
functions creates interest, avoids 

monotony. 



Convenience can be provided easily 
where inconvenience is usually the 
rule. A pair of louvered fluorescent 
lamps helps you here to help yourself 

without embarrassment. 

brand of merchandise, customers 
will more frequently choose the one 
with the more attractive interior. 
That is to say, the one which cre- 
ates confidence, through the ap- 
pearance of things inside, that its 
stocks of merchandise are fresher 
and more select. It is a matter of 
what gets the eye and how fast 
that determines impulse buying. 
That’s an effect of lighting when it 
is most successful. 

Merchants in various fields of re- 
tailing know there are techniques 

Corridors lighted with recessed fluorescent troffers, or with a continuous 
row of ceiling-mounted louvered units, or with parallel wall rows of fluores- 
cent lamps shielded with perforated metal strips look definitely up-to-date. 

in the lighting man’s repertory that 
are best suited to his business. 
There are particular adaptations of 
these techniques best suited to his 
individual store whether its objec- 
tive is class or mass patronage. 

Super markets, usually with 
large areas of selling space under 
high ceilings, have a several-sided 
selling job to do with lighting. The 
interiors must look bright to peo- 
ple outside. They need this attrac- 
tion power to bring in customers. 

Once inside customers must be 

This pair of views shows an architect's office which was developed 
from storage space. Left, shows work area with general lighting 
from overhead unit and localized lighting from shielded sources 
under wall shelf. Right, shows entrance and consultation space. 
General and specialized lighting are provided here in similar 

manner. 

assisted by lighting in choosing 
what they buy. That means local- 
ized lighting at various counters 
must be so executed as to attract 
and direct traffic and help custom- 
ers on the spot to pick the package 
they want. Important perishables 
like meat and fresh vegetables must 
be so lighted that the color quality 
of the food appears with its high- 
est sales appeal. Lighting special- 
ists know which lamps to recom- 
mend for proper color rendition. 

A different, but analogous group 
of problems must be met by the ap- 
parel merchant. His lighting mod- 



ernization establish a_ selling 
element attuned to either a quality 

can 

shop with leisurely individualized 
customer attention or brisk volume 
type trading. The mood of the shop 

pretty definitely keyed by 
the style of the lighting design 

subtleties in lighting 

can be 

There are 
that correspond to the subtleties of 
customer to merchandiz- 
ing art. 

Hotels 
cently been investigating the part 
lighting plays in making improve- 
ment budgets accomplish larger re- 
sults. Both fields number 
of things in common, the chief be- 

response 

and hospitals have re- 

have a 

Guest rooms in hotels, to take an 
example, are frequently described 
in that industry as the “home away 
from home.” 

Nevertheless, 
spent much time traveling knows 
that hotel rooms usually lack some 
of the simple conveniences of home. 
Lighting is the one thing that is 
almost inadequate. There 
may be three or four portable lamps 
in a guest room, but normally none 

anyone who has 

always 

of these do much of a job to aid 
ordinary seeing tasks. 

Take the lamp on the telephone 
stand, Can a man with bifocals (or 
without) get enough light to read 

ing their many specialized areas the directory easily? Does he usu- 

(Left) Glass cover plates diffuse the light from the rows of recessed 
fluorescent troffers in this laboratory. (Right) ‘The hospital lighting 
shown here provides comfortable lighting for the patients. It elim- 

inates the use of disagreeable central overhead ceiling fixtures. 

(Above) Home can be keyed to easy see- 
ing at every chair or table when the light- 
ing provision is tastefully supplied. (Left) 
The hotel “home away from home” often 
misses the mark of distinction as far as 
this contrast picture of the home above. 
Choice of the efficient as well as decora- 
tive equipment can supply top quality 
lighting when needed at about cost of 

the less suitable. 

ally have to seek the aid of the cen- 
ter ceiling fixture to find his num- 
ber? Does the little portable lamp 
on the writing desk provide enough 
light for the letter writer to see 
what he is doing, free from any 
shadows? Does the dressing table 
mirror reveal enough to a lady, put- 
ting on her makeup, to allow her 
to leave the room confident she 
looks her best? How much better 
can she tell if she trys the bath- 
room mirror lighting? 

Hotels must make a serious ef- 
fort to try modern home lighting 
techniques if they wish to please 
The expense involved in buying in- 

(Please turn to page 120) 



by Ross Holman 

Owner Sadler explains merits of a fluorescent contract to a druggist. 

Fluorescent maintenance pays off 

@ IN THREE YEARS the Sadler Elec- 
tric Company, at Nashville, has 
sold enough maintenance contracts 
on fluorescent lights to keep two 
full-time employees busy servicing 
them and a full-time salesman sell- 
ing more contracts for them to ser- 
vice. These three men don’t sell or 
maintain anything but fluorescent 
installations. 

Sadler Electric is a large con- 
tracting firm which does electrical 
construction work in all types of 
residential, commercial, and indus- 
trial buildings. The company did 
the wiring for the handsome $2, 
800,000 Nashville Electric Service 
Building mentioned in the July is- 
sue of ELECTRICAL SOUTH. Nash- 
ville Electric Service is the power- 
supplying agency for the Nashville 
area. 

While maintenance 
contracts are only a sideline, Sad- 

fluorescent 
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ler has built up a fine source of 
income from this activity. It has 
contracts with every type of com- 
mercial from the small 
hole-in-the-wall merchant to the 
large downtown store. No estab- 
lishment is too imposing or too in- 
significant for the 
tackle. 

For example, the company has 

business 

salesman te 

on its list a drug store whose lights 
are serviced under its contract for 
$2.90 a month, while on the other 
extreme is a large downtown store 
that pays $150 a month. Most of 
the maintenance jobs run between 
these two figures and the customer 
is charged according to size and 
number of bulbs to be cleaned and 
serviced, their accessibility and the 
difficulty of working them. 

calls on a 
small merchant or the key man of 
a large establishment checks all the 

The salesman who 
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lights to be serviced, make his es- 
timate of monthly 
draws up the contract on a printed 

charges and 

form Sadler keeps for the purpose 
The company agrees to have its 
service man inspect the fluorescent 
fixtures every three months, clean 
the bulbs, 
lamps and starters, and repair or 

replace all defective 

replace all defective transformers 
rr other parts within the fixtures 
The maintenance service man 

calls regularly at the three-months 
or other stated period to check the 
fixtures, whether summoned or not 
He is subject to call on any be 
tween-time occasion, when any 
thing covered by the contract goe 
wrong, without extra cost to the 
customer. If the lighting situatior 
yoes haywire because of a defective 
wiring in the building not directly 
onnected with the lamps them 

selves, the maintenance man _ will 
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Maintenance men load a truck with fluorescent equipment 
getting ready to make their rounds, 

fix it at the usual job charge. 
The two maintenance men keep 

busy eight hours a day, driving 
from one service location to an- 
other in a small pick-up truck con- 
taining the tools, replacement 
lamps, cleaning apparatus and other 
equipment likely to be needed. 

The salesman who solicits the 
maintenance contract offers the 
prospect, in addition to other in- 
ducements, two distinct advantages 
in signing up for Sadler services. 
(1) He has figures to show that 
such a contract saves the average 
customer 25 per cent over what it 
will cost him to maintain his ser- 
vice if he waits until trouble de- 
velops before calling in a trouble- 
shooter. (2) The customer not 
only saves an average 25 per cent 
over single-shot emergency services 
but saves the additional cost of get- 
ting his bulbs cleaned three or four 
times a year. 

In some of the stores, the sales- 
man, when soliciting a maintenance 
contract, works out the estimate of 
monthly costs and closes the deal 
on the spot. In others where the 
problem of servicing poses unex- 
pected difficulties, he submits the 
situation to the bosses and _ to- 
gether they arrive at an estimate. 

Generally speaking, each main- 
tenance contract is made for a year, 
although it can be made for a longer 
or shorter period if demanded. It 
is part of the salesman’s job to con- 
tact each customer just before his 
contract expires and get his re- 
newal if possible. 
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The maintenance service men 
make their rounds on the basis of 
a date book which keeps the main- 
tenance listing in date order. Each 
day’s roster shows the names due 
to be serviced that day. 

While the salesman calls on any 
industrial or commercial establish- 
ment using fluorescent lights, he 
finds most of his buying customers 
among the retail stores. Sadler 
can’t explain why this preponder- 
ance of demand comes from such a 
source but the firm is glad to get it 
because it is good business. The 
company also gets quite a few con- 
tracts from offices. 

Although the salesman will go 
out and solicit contracts from store 
to store if necessary, Sadler greases 
the track for him by a regular mail 
promotion. From the classified sec- 
tion of the telephone book, a list of 

These 
names are sent to the factory head- 
prospects is worked up. 

quarters and from there a letter so- 
liciting a maintenance contract is 
mailed on Sadler stationery to each 
name. From these mailings enough 
inquiries come in to keep the sales- 
man busy most cf the time. 

Leads to construction prospects 

Sadler finds maintenance service 
a fine lever to get new construction 
business. It maintains a continu- 
ous contact with an imposing list 
of customers who become perma- 
nent construction prospects. “If 
such a customer ever needs any spe- 
cial wiring installation, new fix- 
tures, or other work in our line,” 

Under Sadler’s contract plan, these men make regular 
calls to inspect and care for fixtures. 

explained William Sadler, “we al- 
ready have our foot in the door and 
this gives us first chance at the 
new business” 

By the same token, new mainte- 
nance prospects are added from 
those clients for whom the firm does 
construction work, especially those 
for whom it makes the original in- 
stallation of fluorescent fixtures. 

One especially good field of pro- 
motion among retailers are the 
chain stores. When one store in a 
group buys a maintenance contract 
and likes it, the contracts stand a 
good chance of snowballing all the 
way down the chain. Sadler doesn’t 
have any large chains on his list 
but it does have some smaller ones. 
For example, it has the local Tic Toc 
string of restaurants. 

A few individual stores on the 
list are Russell Stover Candy Co., 
Meadors Shoe Store, Singer Sewing 
Machine headquarters, and others. 

Sadler Electric Company is 
owned and operated by two partner 
brothers, Joe W. Sadler and Wil- 
liam E. Sadler. The partners them- 
selves are out in the field most of 
the time promoting new construc- 
tion deals or overseeing current 
construction jobs. Mrs. Joe Sadler, 
wife of one of the partners, is gen- 
eral manager. She stays in the 
office, directs the office force, and 
takes care of all business brought 
into headquarters, when the part- 
ners are out. 

“We began feeling out this main- 
tenance work three years ago as a 

(Please turn to page 120) 
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by Jan Reynolds 

Home Lighting Consultant 
Sylvania Electric Products, Inc. 

Concealed fluorescent lamps above the fluted glass fan-shaped ceiling provides 
an outdoor atmosphere in this solarium during the evening hours. The large 
thermopane window (not shown at right and behind the camera) are concealed 
with light colored draperies which are open during the day to reveal an informal 
garden. Cool white fluorescent lamps are used to enhance the blues of the 

walls, floor, and chair coverings. 

Fine points in home lighting 

@THE FAMILY living pattern has 
changed considerably in the past 
few years. This change is due, in 
part, to the fact that actual space 
in average homes has decreased. 

Twenty years ago, for example, 
$10,000 would buy about 2,000 
square feet whereas today it buys 
less than 900. These smaller homes, 
however, are compact, neat and 
clean cut in design. Their lines 
are pure and straight—with no 
“gingerbread” decorative treat- 
ment. 

They are streamlined, easily 
maintained and highly efficient like 
modern automobile design. Ceilings 

are lower, window areas larger, and 
living have become areas 
where many and varied activities 

rooms 

take place. Living, as a whole, is 
more informal now than it was ten 
or fifteen years ago. 

With this present trend, today’s 
home must be comfortable, attrac- 
tive, secure and functional, if the 
family is to develop into a happy, 
healthy group. The personalities, 
desires, and requirements of each 
individual must be considered. 

With simplified architecture, fur- 
nishings and accessories may be 
plain and functional, but they are 
not necessarily severe. The average 
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homemaker thinks of her family as 
weil as herself, and how best to 
live and entertain simply, and yet 
graciously, usually without the aid 
of domestic help. Each piece of fur- 
niture must be comfortable, attrac- 
tive, easy to move and easy to main- 
tain—and serve its own particular 
purpose. Plastics are used in dra- 
peries; wallpapers, paints and up- 
holstery materials play an impor- 
tant role 
attractive and easy to maintain. 

Dark, somber, heavily paneled 
walls and ceilings are usually ab- 
sent from today’s homes. Massive 
furniture, drab colors and heavy 
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Here is a room given as an example of the proper 
lighting treatment to be used where 
viewed. 

room for other purposes. 

draperies have disappeared today. 
Chairs and lamps are “light” in 

weight and appearance. Large wall 
and partition areas of glass create 

‘the illusion of greater space in 
* small homes, whereas dark wood 
> paneling and wall finishes define the 
* enclosure. 

With informality a keynote, the 
outdoors is, in effect, being brought 
inside by the use of these larger 
window areas and glass partitions. 
While it is relatively simple to 

’bring the outdoors in during the 
daytime, it is not always easy to 
obtain this effect at night. As a 
matter of fact, large window areas 
can, unless properly equipped with 
draperies, blinds or shades, become 
large, black “holes” during the eve- 
ning hours, when the home is most 
frequently used for entertaining. 
Consequently, when we deprive a 
room of the natural daylight for 
which it was originally designed, 
we must in some way “lighten up” 
these dark 
areas. 

window and partition 

If lighting is applied correctly to 
these window and glass partition 
areas, much of the apparent spa- 
ciousness of the room may be re- 
tained. These areas become washed 
with light, the dark “holes” dis- 
appear and a soft, intimate atmos- 
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television is 
With such lighting, some members of the 

household can watch television while others use the 

The lighted niches, built of combed wood, serve as convenient and 
decorative storage spaces for favorite toys and treasured collections, 
and also provide attractive lighting for this child’s room. The desk 
lamp utilizes a 150-watt bolite bulb providing both indirect and 

direct lighting for studying. 

phere is created for evening enter- 
tainment. An effect such as this is 
excellent, for example, as a back- 
ground for television viewing. 

Where. it is impractical or un- 
desirable to use window or wall 
illumination in a linear form, port- 
able lighting equipment may be 
used if the luminaires are advan- 

tageously placed throughout the 
room. 

Portable lamps play an impor- 
tant role in lighting today’s homes 
The homemaker appreciates the 
value of having the right lamps in 
the right places. She selects them 
with care—for their style and de- 
sign, for their appropriateness in 

Good switching is essential to good lighting. This switch arrangement has been 
designed for maximum control, flexibility and lighting use. 
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One type of adjustable wall unit is il- 
lustrated here. Arm can be extended 
to bring light away from the wall and 
also raised and lowered. (Photo, cour- 

tesy Lightolier.) 

the particular decor of the room, 
and for their over-all efficiency. 

Often a lamp will have to serve 
two purposes—decorative and utili- 
tarian. It may be used to lighten up 
a dark corner or wall, end at the 
same time provide specific illumina- 
tion for such eritical visual tasks 
as studying, sewing or reading. 
Better proportioned, tall table lamps 
are available which are de- 
signed for the new semi-indirect 
bolite bulb. These provide the nec- 
essary quantity and quality of light 
—both upwards and downwards. 

Or, lamps using bulbs of the more 
standard with a 

now 

shape, glass or 
plastic diffusing bow] will also sup- 
ply the necessary up and down com- 
ponents of light. 

Floor lamps have become more 
flexible in design and are often 
used where architectural treatment 
and furniture arrangement of an 
interior permits. Adjustable units, 
either ceiling or wall-mounted, 
which may be raised or lowered as 
desired, afford greater usefulness 
over desks, tables, or in similar 
locations. 

There are many simple and easy 
methods of “converting” out-moded 
lighting equipment into more effi- 
cient units. Try this: remove the 
narrow metal harp of a table lamp, 
replace it with a wider one, screw 
in the 150-watt bolite bulb and add 
a new tapering shade. Result: a 
much more efficient and effective 
lamp, for small cost. If you have an 
old bridge lamp—one with an ad- 
justable bridge—lower this bridge, 
invert the lamp bulb socket, insert 
an 8” reflector bowl, screw in a 100 
or 150-watt bulb, put on a new 
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This standard adjustable bridge lamp has been “mod- 
lowering the bridge, and inverting the 

lamp bulb socket. Right shows use of an 8” reflector 
A 150-watt bolite 

bulb with harp would give same effect. 

ernized”™ by 

bowl and 150-watt standard lamp. 

An example of the 
mushroom - shaped 
lamp as 
single 

used in a 
ceiling  sur- 

face - mounted unit. 

Above is shown the use of decorative fluorescent lighting in the china cabinet, 
niches, and bookcases of this modern living room. General lighting is provided 

by a ceiling cove, and portable lamps are for close visual work. 

Result: a 
with upward 

white-lined shade. 
modern lamp 
downward light. 

Unfortunately, there are still lo- 
cations in many 

more 
and 

homes where the 
family tolerates the brightness and 
glare of bare lamps. These include 
hallways and even some bedrooms 
and dining rooms. 

A relatively new lamp, ivory- 
coated and shaped like an inverted 
mushroom, may be such 
locations where the fixture design 
permits. This lamp should be burned 

used in 

base-up. The bottom portion is quite 
heavily coated, while the upper part 
and neck are inside frosted. This 
allows a generous amount of light 

1952 

upward toward the ceiling. These 
bulbs.come in 50, 100 and 150-watt 
sizes, and good com- 
promise between the very low cost 

represent a 

of a simple bare lamp fixture and 
the low-brightness comfort of the 
more expensive, better types of fix- 
tures. The 50-watt size may be suc- 
cessfully used in a cluster ceiling 
fixture or a single bulb outlet. Also, 
the 100 or 150-watt may be used in 
a single bulb outlet as might be 
found in a small hallway or kitchen 

the 
lighted valances along side walls 

Because of lower ceilings, 

across one end of a room or over 
windows are becoming quite widely 

(Please turn to page 119 
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Volume sale of Christmas lighting 

requires 

© SANTA likes a suntan and folks in 
the South sure seem to like Santa. 
Ever-mounting sales seem to indi- 
cate that they also like Christmas 
lighting. Last year one out of every 
three incandescent lamps sold was 
a Christmas tree lamp. 
ness in millions! 

The rapid expansion of industry 
in the South and the accompanying 
building hoom have created a vast 
new market for Christmas lights 
and illuminated holiday decorations. 

Community lighting programs 
are growing by leaps and bounds. 
Town after town is lighting-up in 
proud allegiance to the _ holiday 
spirit. Promoting good cheer is the 
best possible way of all to promote 
good business. In even the smallest 
communities groups of merchants 
and other interested parties are 
banding together to light up the 
town during the holiday period. 

The local electrical dealer is in an 
enviable position to get the lion’s 
share of this business and the re- 
sulting profit. A gaily-lighted town 

It’s a busi- 

These two views illustrate how Christmas lighting and 
decorations can be displayed best when they are massed in 
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CHRISTMAS 

special merchandising plans 

seems to influence home owners in 
the surrounding residential areas to 
light up their homes as well. This 
means extra sales over the retail 
counter. 

One of the best things about mer- 
chandising Christmas tree lights 
and illuminated decorations is that 
the lights do most of the work 
themselves. Nothing attracts quite 
so much attention as a gay, lighted 
display of Christmas decorations. 
The very lights that are being sold 
over your counter are the best in- 
store and outside-of-store decora- 
tions a dealer can use. Christmas 
lights can very often attract atten- 
tion to dead merchandising areas 
inside the store and help sell other 
types of products. 

Merchandising “know-how” is a 
“must”! Christmast lights should 
not be sold the same as day-in-and- 
day-out items. It calls for a spe- 
cial merchandising job that is easy 
to do yet shows amazing results 
when properly followed through. 

First, the dealer should plan to 

DE 

a specific section of the store. 
choose those items which best suit his taste. 

set up a mass, single unit display 
of lighting sets and illuminated 
decorations. When placing his order 
with his supplier he should bear in 
mind that experience has 
proved that it is better to stock a 
wide variety of items in lesser 
amounts than it is to stock a larger 
amount of just a few items. Indi- 
vidual tastes vary and customers 
like a selection to choose from. 

sales 

The leading lamp manufacturers 
make available valuable merchandis- 
ing aids, such as colorful displays, 
which are help the 
dealer increase sales. The dealer 
should insist that his distributor 
supply him with these aids and that 
they are effectively put to use. 

In setting up the display, it is 
important that as many items as 
possible be shown lighted. Good 
traffic location is equally important. 
Most customers are familiar with 
the store’s year-’round stock. It 
will not be detrimental to regular 
sales if sufficient numbers of these 
items are placed in the background 

designed to 

Here the customer can 
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by Joseph H. Ward 
Executive Vice-President 

Noma Electric Corp. 

so Christmas lights can really have 
the “spotlight.” 

When placing his 
Christmas lights, the 
warned not to buy on price alone. 
Things have changed. The average 
consumer has come to. regard 
Christmas lights with a more criti- 
cal eye than ever before. Numerous 
messages in the press, magazines, 
on the radio, and on television have 
pointed-up the hazards inherent in 
inferior quality lighting sets and 
illuminated decorations. 

The warning is being heeded. 
Most people are willing to pay the 
extra few pennies necessary to 
guarantee safety. It is practically 
mandatory that the dealer not stock 
any Christmas lighting product that 
is not listed with the Underwriters’ 
Laboratories. Their label packs a 
powerful sales-punch at the counter. 

Since the actual selling season is 
of short duration, the dealer should 
choose a distributor who can offer 

order for 
dealer is Dealers can sell more holiday lighting by helping customers plan out-door displays. 

the fastest possible delivery on re- 
Many offer 

one-day service. 
Christmas 

flyers should be distributed by mes- 
senger or by mail. 

orders. distributors 

sales announcement 

Large window 
signs should be set up well in ad- 
vance of the holiday season. If 
there is a local paper, advertising 
space should be taken to announce 
the store as “Christmas Lighting 
Headquarters.” 

The dealer should also remember 
that lay-away plans are made to 
order for Christmas lighting sales, 
especially for higher-priced spe- 
cialty items. A lay-away plan 
makes it possible for the dealer to 
display single samples of more ex- 
pensive items without too great an 

This station “lights up” to promote good business by promoting good cheer. 
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investment. Customers can place 
their orders for delivery well in 
time for Christmas. 

With the development of new and 
inexpensive plastic materials, il- 
luminated specialty items are really 
coming into their own. Large il- 
luminated Santa figures, snowmen, 
and other designs are now available 
at moderate cost. There is a real 
demand for these items. The mar- 
gin of profit per unit sale is larger, 
too! 

The widespread interest in out- 
door lighting programs can be a 
real “bonanza” for the dealer, espe- 
cially in communities where most 
people own their own homes. With 
the rapid growth in new home own- 
ership, there is hardly a section of 
the land where real sizable profits 
do not await the local dealer. 

The dealer should be in a position 
to offer suggestions for lighting the 
outside of his customers’ homes. 
Highly lucrative sales go hand-in- 
hand with good outdoor home light- 
ing ideas. The leading lamp manu- 
facturers are happy to supply the 
dealer with literature which ex- 
plains and illustrates many colorful 
ways to light the outside of the 
home. The dealer's customers will 
welcome the information. 

No matter what the size of the 
store, the average dealer can make 
an extra worthwhile 
Christmas lights and illuminated 
holiday decorations, providing he is 
willing to make the small effort 
necessary to do a proper merchan- 
dising job. The profits involved 
make it more than worthwhile. 

profit on 
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(Above) This illustration is typical of current office lighting practice. Rows of 
troffers for two 40-watt lamps are spaced nine feet apart. The ceiling is 10 feet 
and illumination in-service 50 footeandles. (Right) Troffers are supported by 

troffer flange which snaps into ceiling T-bars. 

Oitice lighting 

-for today and tomorrow 

@ A SUGGESTION has been made that 
post-war office buildings are merely 
air conditioned and fluorescent 
lighted throw-backs to the 1920's. 
And, to the contrary, casual ob- 
servation of recent new landmarks 
like the United Nations Secretariat 
with 5400 windows would indicate 
that today’s architects have little 
faith in the survival of artificial 
lighting. Is either the case? 

Curiosity prompted a little scrut- 
iny of office buildings constructed 
since the war. These are the find- 
ings. ab ag 

To discuss the lighting system, it 
is first necessary to study the archi- 
tectural factors affecting it. 

In the past, plans providing max- 
imum office space within 25 or 30 
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feet of the windows have been ad- 
vantageous. Many architects now 
agree, however, that this advantage 
has been minimized by air condi- 
tioning and adequate artificial ligh*- 
ing. 

The most useful plan will allow 
maximum flexibility of office ar- 
rangement which has led to the use 
of dimension modules. The module 
may establish the fenestration pat- 
tern, column spacing, and layout of 
air conditioning outlets and light- 
ing. Modules of 4 to 10 feet have 
been used but it seems the 4 to 5 
foot modules are preferred. The 4 
foot fluorescent lamps can be readily 
adapted to these shorter modules. 

Columns have always been a nec- 
essary evil because they restrict 

by William H. Kahler 

Westinghouse Electric Corporation, 
Cleveland, Ohio 

office furniture arrangement, light- 
ing layouts, and partition locations. 
Architects are using various means 
of minimizing columns. 

At a new building in Los Angeles, 
one-third of the columns were elim- 
inated by going to a 25x30 foot 
spacing. Another building in New 
York conceals slender columns in 
the face of the building and thus 
eliminates projecting columns on 
the inside and outside of the wall. 
Skidmore, Owings and Merri! have 
devised a new framing method that 
makes columns and pipe combina- 
tions more compact. 

New tenants required to pay 5 to 
8 dollars per square foot have a 
counter-attack on high costs by 
planning the utilization of floor 
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space more carefully. Office plan- 
ning consultants are being retained 
by some tenants to make specific 
studies of departmental and indi- 
vidual office requirements. Also new 
designs of office furniture such as 
the conference type desk, shown in 
the accompanying illustration, make 
more efficient use of space. 

Movable partitions are being 
used often to meet the flexibility 
requirement. The manufacturers of 
the movable partitions now make a 
variety of good looking types in 
both metal and wood and in a va- 
riety of finishes. 

There is a trend to lower ceiling 
heights in the post-war building, 
partially as a cost reduction factor 
but mainly because ceilings are 
furred down to conceal the air con- 
ditioning ducts. Our survey indi- 
cates floor to floor heights of about 
12 feet and ceiling heights of 9 to 
10 feet. 

The great areas of glass used in 
modern architecture certainly indi- 
cate that daylight has been given 
high priority. The strip windows 
typifying new office buildings are 
largely influenced by a desire to ex- 
press a certain style, to provide day- 
light illumination, and to give a 
view. 

Uncontrolled daylight may cause 
unbearable glare and architects also 
realize the inherent problems that 
accompany walls-of-glass construc- 
tion. Even with double glazing 
which controls conducted heat, ra- 
diant heat, and sun glare, there are 
fundamental problems that must be 

As a direct opposite to troffers, semi-direct lighting is gain- 
ing in acceptance for better quality of illumination without 
reflected glare. There are many large installations of 2- 

The use of module units is becoming more widespread. Troffers can be placed 
anywhere in the acoustic ceiling. 

controlled by some form of shad- 
ing. Internal shades like venetian 
blinds or draperies are frequently 
used. 

These are the architectural fac- 
tors which affect the lighting of of- 
fices today. Their trends will, of 
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course, regulate, to some degree, 
the trends in lighting. 

Lighting, like decorating and fur- 
niture, is an environmental factor 
which influences the health, com- 
fort, efficiency, and attitude of oc- 
cupants of any building. 

ee 

lamp, 40-watt, semi-direct luminaires in continuous rows 
on 10 foot centers that have been found to maintain 40 foot 
candles illumination after four years. 
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Every building in our study was 
found to be air conditioned and to 
include acoustic 
indications 

ceilings. These are 
of the importance of 

controlled environment. 
Lighting in all of the new office 

buildings has been coordinated with 
the interior decoration schemes. In- 
sipid tan walls and dark green desks 
have given way to an array of ex- 
hilarating color combinations and 
light furniture. There is more use 
of high chroma paints. Harmonious 
contrasting colors give interest and 
variation to office areas that would 
otherwise be monotonous with a 
one-color scheme. Decorative wall 
papers in combination with painted 
walls are also used to give added 
interest and atmosphere. 

Ceiling color is also claiming at- 
tention, particularly where direct 
recessed lighting is employed. The 
ceilings of Lever House in New 
York are beige acoustic tile. While 
white ceilings have been generally 
recommended for maximum reflec- 

} tion, there is no reason why light 
' colors with a reflection factor in the 
order of 60 per cent would not be 
satisfactory for direct lighting sys- 

Furniture considerations 
+ Higher reflectance finishes for 
‘office furniture has been recom- 
mended for many years to provide 
more comfortable seeing conditions. 
Now light colored furnishings are 
available in several colors with re- 
flection factors in the order of 35 
per cent. The _ recently-completed 
Lever House is equipped with all 
new furniture of a warm beige 
color, linoleum desk tops and enam- 
eled metal desks and file cabinets. 

Lighting in most of our newest 
office buildings shows evidence of 
sareful planning on the basis of : 

1. Quantity of Light 
Brichtness Control 
Architectural Fitness 
Overall Economy of Operation 

It is important to note that prac- 
tically all layouts have been planned 
for 30 to 50 footcandles. 

Of equal importance is the defi- 
nite trend better quality 
lighting. Advances have been made 
in the limiting of luminaire bright- 
ress and the control of brightness 
ratios. Lighting methods have been 
as varied as architectural treat- 
ment and one cannot state that a 

toward 

44 

certain method is best for all offices. 
Today, there are installations of 

troffers, direct-indirect luminaires, 
and semi-indirect equipment that 
are all acceptable from the stand- 
point of lighting quality and archi- 
tectural fitness. The luminaires and 
louverall ceiling applications today 
are confined to private offices and 
special areas rather than to general 
office buildings. 

The ceilings have led to a 
predominance of recessed troffers 
and direct shallow lumi- 
naires. But many of the previous 
shortcomings of direct lighting for 
offices have been minimized by bet- 
ter luminaire brightness control 
and by the use of light colored dec- 
orations and furnishings. Troffer 

has reduced by 
deeper louvers, aluminum reflectors 
or suitable lens panels. 

Ceiling heights of 9 to 
however, 
out 
problem 

low 

surface 

brightness been 

10 feet, 
have by no means ruled 

suspension luminaires. The 
with suspension equip- 

ment is to select the correct propor- 
tions of mounting height to ceiling 
height. Good appearance for sus- 
pended luminaires is not only de- 
pendent upon ceiling height but 
also upon room size. 

In large rooms higher mounting 
heights look better, while in small 
rooms lower mounting is architec- 
turally acceptable. At a small office 
building in Des Moines, the ceiling 
height is only 9 feet and direct- 

indirect luminaires 
on short stems. 

are suspended 
This job has a neat 

and is producing 
ceptable lighting qualities. 

The trend for better quality has 
led to the use of semi-indirect flu- 
orescent equipment in several large 
buildings. A_ typical 
such a trend 
cently in a 

appearance ac- 

example of 
evidenced re- 

building in Los 
was 

new 
Angeles. This lighting problem was 
very carefully studied. Long before 

the 
up large 

semi-direct, and 
semi-indirect lighting at their head- 
quarters offices. 

the building was constructed, 
company’s engineers 

direct, 
set 

areas of 

A careful analysis 
was made of illumination quality, 
economics, and worker acceptance. 

Semi-indirect favored 
The final semi- 

indirect fluorescent system selected 
primarily | 
best 
lar, 

choice was a 

ecause it produced the 
lighting quality. In particu- 
annoying reflected glare from 

glossy record cards was j;:revented. 
This system has been so successful 
that the company selected the same 
type of lighting for their Houston 
Building, now being completed. 

Planning for 
has 

worker 
importart in 
the planning 

environments for 
employee welfare and comfort, as 
well as for efficiency. Architect 
Owings expressed it well when he 

(Please turn to page 118) 

maximum 
been 
Now 

toward 

efficiency 
recent 
trend is 

years. 

Planned environment is the keynote to the enthusiastic employee acceptance 
of this window-less office. 
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... for service, quality, 

true economy, 

always specify. me 

LEVITON 

devices 

. acomplete line offering long-life, 

trouble-free performance, and price 

ranges to fit every job requirement. 

Leviton’s vast selection makes 

standardization simple, too. 

For residential, commercial, 

or farm installations 

Snenng aaceah ane for residential use 
contractors specify 

combination devices of T-rated switches and 
receptacles .. . T-rated flush toggle switches . 
ceiling receptacles, porcelain or plastic, with 
or without outlets... 

Leviton “tested” devices. 

for industrial and commercial use 

T-slotted, double contact, 2 and 3 wire 
receptacles, flush or mounted on covers... 
brass shell, plastic or porcelain pendant sockets 
and switches ...cartridge and plug fuse 
cutouts... entrance switches 
Lev-o-let surface installation 
devices for farm, factory, 
camp and cellar... 
flush and butt mounted 
flourescent, slimline, 
and circline devices . 

Send today for the new Leviton catalog — 96 pages of valuable wiring 

information and full descriptions on more than a thousand Leviton devices. 

LEVITON MANUFACTURING COMPANY 

main office: Brooklyn 22, New York *« warehouses in: Chicago and Los Angeles 

plants in: Brooklyn, New York © Hillsgrove, Rhode Island * Pawtucket, Rhode Island 
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HOW G-E FLUORESCENT ADVANCES 

This is good... 

NEW RAPID START LAMP NEEDS 

NO STARTER, CUTS MAINTENANCE 

Latest development of General Electric lamp research is 
the revolutionary new G-E 40-watt Rapid Start fiuores- 
cent lamp. Combined with General Electric’s new Rapid 
Start ballast, it eliminates the starter required in standard 

This is better... 

| lamps to preheat the cathode. This gives almost instant 
starting, makes for smooth, simple operation. Maintenance 
is easier, more economical. And the cost of light is as low 
as standard preheat lamps. 

General Electric Rapid Start lamps are rapidly becoming 
available. Many leading fluorescent lighting fixture 
manufacturers are incorporating the new lamps and 
ballasts in their latest equipment. 

Water Too Pure To Drink 

Helps Give You More Light 

G-E uses special water to make phosphors, 

wash lamp tubes 

Drop a chemical reagent in the water on the left and it 
clouds up from mineral impurities. It’s ordinary tap 
water, safe enough for drinking—but not for G-E fluo- 
rescent lamps. These impurities would cut light output if 
they got into the phosphor coating, would 
streaked look on the glass tube 

The water on the right is what General Electric uses 
in making their phosphors and to wash their lamp tubes. 
It’s so pure it’s tasteless because it’s specially demineral- 
ized—twice as free of minerals as distilled water. It’s a 
small precaution but it helps give you more light and 
better looking lamps. 

create a 
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GIVE YOU THE BEST LAMP VALUE 

New Bases Help Insure Full Lamp Life New Improvements 

| Give You More For 

Your Lighting Dollar 

General Electric’s new aluminum | 
bases eliminate one reason why fluo- 
rescent lamps sometimes fail before 
they should. Aluminum won’t crack 
from rough handling. The bases can 
be heated hot enough to make a 
tighter seal with the tube. Yet cold 
can’t shrink them enough to make 
them crack the tube. 

It took five years of General Electric 
lamp research to find a way to adapt 
aluminum for this use. It’s one of 
many basic differences you get with 
General Electric fluorescent lamps. 

Aluminum bases are now used on 
both single and bi-pin General Electru 

fluorescent lamps 

General Electric triple coil tungsten cathode is one reason G-k lamps last longer. 

Extra Coil: Gives Extra Light 

from G-E Slimline Lamps 

In most fluorescent lamps, the starting 
chemical is deposited ona tungsten wire 
that’s twisted into adouble coil to hold 
as much of the chemical as possible as 
long as possible. This chemical helps 
start the flow of electrons that brings 
you light. When the chemical is finally 
exhausted, the lamp goes out. 

A new General Electric technique 
coils the coil again—to make a triple 
coil. This triple coil holds more of the 
starting chemical, holds it more secure- 
ly. It’s now used in G-E slimline and 
other General Electric instant-start 
lamps. You get extra light for your 
money because your lamps last longer. 

When you use General Electric fluo- 
rescent lamps in your commercial and 
industrial installations, you can be 
sure you re getting the best lamp value. 

| You get all the benefits of General 
| Electric’s famous lamp research and 
| you get them first—gains in light out- 
put, longer-lasting lamps and new 
types of lamps. 

A few of these General Electric 
fluorescent lamp developments are 
shown at left — the revolutionary 
General Electric Rapid Start lamp, 
use of specially demineralized \vater, 
the aluminum base and the triple 
coil cathode. 

Other recent achievements include: 
an improved ““T”’’ phosphor with bet- 
ter light-giving properties, improved 
phosphor manufacturing methods and 
uniform end-to-end control for an 
even phosphor coating to give maxi- 
|mum efficiency. 

Proof that these research advances 
pay off is the fact that light output 

|of General Electric fluorescent lamps 
| has climbed 17°, since 1945! Under 
| average conditions, current and main- 
a account for about 90°; of 
your lighting cost, the fluorescent lamp 
itself accounts for only 10°;,. That 
| means General Electric’s gain in light 
| output is worth more to you than if 
| you got your lamps free! 

Be sure you and your customers 
| get the best value in lamps. . . always 
specify General Electric! 

GET MORE COMPLETE 

INFORMATION TODAY 

To learn more about General Elec 
tric’s recent fluorescent developments 
call your nearest General Electric lamp 
supplier. He’ll be glad to help you solve 
your lighting problems, too! Or writ 
General Electric, Div. 166-ES-10C 
Nela Park, Cleveland 12, Ohio. 

GENERAL @@ ELECTRIC 
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Lighting progress in the South 

Pictorial review showing special features of a variety 

of outstanding lighting installations completed recently 

This excellent example of the lighting 
of a men’s clothing establishment is 
the J. W. Losse Tailoring Co., St. Louis, 
Mo. Twenty-four recessed incandes- 
cent units, equipped with control lens, 
and lamped with 300-watt units, pro- 
vide the general illumination. Con- 
cealed fluorescent channel strips are 
used for perimeter and case lighting. 
Average intensity is 50 footcandles up 
to 125 footcandles in spotlighted area. 
Submitted by Roger W. Renkel, indus- 
trial lighting engineer, Union Electric 

Company of Missouri, St. Louis. 

This illuminated ceiling provides 100 
footeandles in the » ain office of Flor- 
ida Power and Light Co., Sanford, Fla. 
In the manager's alcove office in the 
background, a smaller section of il- 
luminated ceiling provides 60 foot- 
candles. Spacing between lamps is 18 
inches in this installation, which in- 
cludes white metal louvers with 45 de- 
gree shelding in both directions. Staf- 
ford Electric Co., of Sanford, made 
the installstion. Submitted bv Ken 
Hill, Smitheraft Livhtine Division, 

A. L. Smith Iron Co. 
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TYPICAL PERFECLITE INSTALLATION 

Birmingham Veterans Hospital 

Attention: 

Architects—Engineers 

Perfeclite’s new 1952 catalog 

PERFECLITE SALES OFFICES 

R. G. Titherington & Co. | W. J. Milner & Co 
705 Camp St. 148 Walker St., S.W. 
New Orleans, La. Atlanta, Ga 

Walter J. Huemmer S. T. Schoolar & Co 
Dallas Transfer & 5 Shockoe Slip 

Terminal Warehouse Richmond, Va. 
Dallas, Tex. 

THE PERFECLITE CO. 1457 E. 40th St., CLEVELAND 3, - 
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Square recessed units, each having ten 
10-watt fluorescent lamps provide 52 
footeandles in the high-ceilinged, main 
lobby space of the Orange National 
Bank, Orange, Texas. The wall mural 
is illuminated by five double control 
lens units, each lamped with two 150- 
watt lawps. Submitted by C. B. Bar- 
ron, Gulf States Utilities Co., Beau- 

mont, Texas. 

Effective lighting for this cafeteria 
food counter, located in the Depart- 
ment of Commerce Building, Washing- 
ton, D. C., is obtained from open lou- 
ver bottom fixture having plastic side 
panels. The fixtures are mounted 
slightly to the rear of the counter. 40- 
watt deluxe white lamps give good ap- 
pearance to the food. Interesting side- 
light on maintenance: louvers will be 
removed from the fixtures and run 
through a conveyor-type dishwashing 
machine and air dried at 90-day inter- 
vals. Average illumination along coun- 
ter is 30 footeandles. Submitted by H. 
Grattan, Jr., illuminating engineer, 
Potomac Electric Co., Washington. 

D.C. 

. 

e ; 
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Specify Pemco 

For the newest and finest in modern design, for superior workmanship, for 

practical application and satisfactory service, always specify Pemco. 

at sues 

NEW LIGHT-SIGN! Pemco's exclusive new 
instant-start fluorescent Ad-Lite features inter- 
changeable sign in which any messoge can 
be inserted. A brand new idea for semice 
stations, car lots, drive-in theatres, golf ranges! 

Patent Avplied For 

* 
FINEST FLOODLIGHTING 
AVAILABLE ANYWHERE! 
Latest Pemco designs offer Q 
now efficiency end now dure- PEMCO PIONEERED STREET LIGHTING ond these modern 
bility. They're weatherproof, luminaires are the result of long experience in the field 
bug proof, give lasting service Hood shown can be fitted with either luminaire thus can be 

changed cat minimum cost to meet changing requirements 
Al! Pemco street lighting equipment stresses interchangeability 

4 
NEW ISLAND LIGHT presents 
smoother, more modern ap- 
pearance. Populcr style takes o 
from Gne to five PAR food PEMCO PROTECTIVE LIGHTING is practical, efficient, dura- 
lights. Designed and made ble. The bracket illustrated here can be used with either 

uminaire shown, may be adjusted either horizontally or to Pemco quality standards 
’ vertically. They're made right, will serve right! 

4 A COMPLETE LINE OF STREET LIGHTING STANDARDS built 
to last. Pemco recommends and se'ls Union Metal ond 
American Concrete standards. Pemco experts can help 
you with that street tighting problem 

FREE CATALOG— Send the coupon for Pemco's General Catalog No 
90, which describes the complete iine of Pemco equipment available 

PHILADELPHIA ELECTRICAL & MFG. CO Dept. ES 
PHILADELPHIA 1200 N. 31st St., Phila. 21, Po. 

Please send me o copy of Catalog No. 90 1 am peorticularly 
interested in (check, please) 

E L —E cT R Ic A L & Street Lighting Service Station Lighting Floodlighting 
NAME TITLE 

Merc. co. COMPANY 

1200 N. 31st Street, Phila. 21, Po. ADDRESS 
Offices in Principal Cities cary 
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This is the advertising make-up department of the Rich- 
mond Newspapers, .» Richmond, Va, 150 footeandles of 

ed by the troffer-type fixtures having 
enclosures mounted three feet, two inches 

ter of the table. The type rack, mounted on in- 
verted V-shaped stands, each have ingle eight-foot, two 
40-watt troffer mounted under the inverted V-shaped stand 
to remove the shadow resulting from the rack. Submitted 
by J. A. Jordan, lighting specialist, General Electric Supply 

Co., Richmond, Va. 

i== — 2 -—— =o 

The remodeled Service Department of the Knoxville Utili- 
ties Board, Knoxville, Tenn., is lighted to a level of 135 
footcandles by means of the surface-mounted luminaires, 
each equipped with lens and three 96-inch slimline lamps. 
Note the continuous rows of luminaires near walls in order 
to reduce the usual drop in intensity at this point. Lighting 
intensity near walls averages 125 footeandles. Lighting de- 
sign by Leslie B. Pierson, of Knox 

ELECTRICAL SOUTH for OCTOBER, 1952 



/ 

sna poe too tt? 

A lamp bulb yields a definite amount of light, according to 

its design characteristics. It can't be made to give more light 

without shortening its life, or incurring some other loss. 

W 

The important thing is to direct and control light properly, 

thus minimizing waste. This may be accomplished by scientific 

engineering, which is the basis of lighting progress. 

In order to improve their products, and thus to promote 

sales, manufacturers of lighting equipment designed to direct 

and control light must depend upon reliable tests. ETL tests 

provide the means of determining the needed facts in an inde- 

pendent, well equipped laboratory. 

ETL has no opinions or preferences. It employs competent 

engineers and technicians to conduct tests and renders impar- 

tial reports of the results in the lighting field. Its clients, since 

1896 include manufacturers of light sources, lighting fixtures, 

auxiliary equipment, portables and the like. Testing may be 

undertaken for individual manufacturers or groups. 

ETL certification is the cornerstone of such group activities 

of national scope as “R.L.M."’, ‘“Fleur-O-Lier", ‘Certified Lamp”, 

“Certified Ballast’’ and “Certified Starter’ Standards. 

Of course ETL tests embrace many related fields — electri- 

cal, photometric, physical and chemical. 

Kory, z- ELECTRICAL TESTING 

LABORATORIES, INC. 

2 EAST END AVENUE at 79th STREET 

NEW YORK 21, N. Y. 
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Chis photograph shows the effective 
use made of the new 750-watt R-52 re- 
flector lamps in an industrial appli- 
cation. This steel fabrication shop of 
the John McKenzie Co., Baltimore, 
Md., has an area of 54 by 128 feet 
with a height of 22 feet to the steel 
roof trusses. The reflector lamps are 
spaced on 16 by 27 foot centers, 

unted 22 feet above the floor, and 
vers 30 footeandles uniformly over 

Submitted by H. M. White, 
Lighting Service Department, Consoli- 
dated Gas, Electric Light and Power 

Company of Baltimore. 

Maas Brothers, of Tampa, Florida, re- 
cently improved the selling atmosphere 
of their main floor by installing an 
illuminated « ng. The fluorescent 
fixtures are mounted 15 
the patterned diffusers. 
area now has an illuminati 
of 25 footeandles at 
compared with approx ‘ly 8 foot- 
candles before the i was 

made. 
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“In the design of modern houses, we 
find that a concealed heating system 
such os Ceil Heat, electric radiant 
ceiling cable, affords us the oppor- 
tunity of unlimited design freedom, 
resulting in greater utility, comfort 
and beauty in space arrangements.’ 

Bianculli, Palm & Purnell, Chattanooga 
Architects for the Model House. 

Now everyone can enjoy better living through Ceil 
Heat, the revolutionary electrical ceiling cables that pro- 
vide invisible radiant heat—like the healthful rays of the sun. 
Yes, Ceil Heat, the new standard for cleaner, more com- 
fortable heat—is economical for homes in all price ranges! 

THOUSANDS OF USERS - in Tennessee and adjoining 
states—homes of varying sizes—all say they “wouldn’t 
swap Ceil Heat for any other comfort in the home!” 
Compared to conventional heating systems, the combined 
installation and operation of Ceil Heat actually costs 
less in the low-power-rate areas—costs very little more 
in most of the high-power-rate areas! There’s no wasted 
heat—each room is individually controlled. Ceil Heat is 
the fastest, cheapest and simplest way you can build a 
modern heating plant into a house. 

NEW FREEDOM OF DESIGN -Ceil Heat makes it 
easier for architects to design more beautiful, more effi- 
cient homes by utilizing space formerly needed for regis- 
ters, radiators, pipes, furnace, fuel storage, and cellar. 

Selected for Model House |” ; 

OF CHATTANOOGA ASSOCIATION 

OF HOME BUILDERS 

EASY TO ESTIMATE * EASY TO INSTALL- 
Just staple the cable to ceiling base and cover with plaster 
or wall board. Quickly installed by a local electrical con- 
tractor. Easy-to-follow instruction manuals furnished— 
contain simple tables for all climatic conditions to calcu- 
late heat losses and cable required. Ceil Heat is truly easy 
to specify, easy to estimate and easy to install! 

TROUBLE-FREE -Ceil Heat is waterproof and non- 
corrosive—won’t blister paint or paper, or crack plaster. 
Nothing to get out of order—no repairs needed if installed 
according to simple directions. Five-year guarantee on 
cable. Acceptable for FHA mortgage financing. 

CEIL HEAT IS THE STANDARD ~ in radiant ceiling 
heat... perfected solely by Ceil Heat Division of Homes, 
Inc. Sold only through electrical 
distributors to approved licensed 
electrical installers. Write today for 
literature, fully illustrated, also 
showing other uses for Ceil Heat. 

CLIP AND MAIL TODAY! 

@: se um 
CEIL HEAT Division, Homes, Inc., Dept. E.S. 10 
P. O. Box 10066, Knoxville, Tennessee. 

HEATS 
LIKE 

ELECTRIC RADIANT CEILING CABLES 
“INVISIBLE RAYS THAT HEAT LIKE THE SUN” 

Cable thermostats, staples and ali materials for above installations 
furnished by following distributors:—Harris-Patrick Electric Suprly 
Co., Nashville, Tennessee; Roden Electrical Supply Co., Knoxville 
Tennessee; Hajoca Corp., Chattarooga, Tennessee: Frazier Machin 
ery and Supply Co., Decatur, Alabama; Southern Suprly Co., Jack- 
son, Tennessee: Kirgsyort Electric Co., Kingsport, Tennessee 
Limited FRANCHISE areas available. Write today 
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—complete literature on Ceil Heat 
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FIRM 
ADDRESS 
CITY 



Public use of the Carnegie Library, 
Rome, Georgia, has increased consider- 
ably since remodeling, which included 
a new lighting installation. The area 
shown in the photograph is illuminated 
to a level of 40 footcandles by continu- 
ous rows of two-lamp slimline troffers 
on eight-foot centers. Charlie Minors, 
lighting engineer for Georgia Power 
Co., designed the installation, wh'ch 
was installed by Central Electric Co. 

A remodeled lighting installation for 
the J. J. Newberry Store, Tampa, Fla., 
has increased Ughting levels to an 
average of 30 footcandles. With only 
a small increase in wattage, the over- 
all footcandle level was tripled by the 
use of the new eight-foot slimline unit. 
The fluorescent fixtures are four-lamp 
40-watt units. The 300-watt incan- 
descent downlight units, which were 
formerly used all the time, are now 
used only on special occasions. This 
gives the store a very flexible lighting 
system. The management reports that 
impulse buying has shown a remark- 
able increase since re-lightine. Sub- 
mitted by James A. Banton, illuminat- 
ing engineer, Tampa Electric Co., 

Tampa, Fla. 
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Your Dollars Buy More with 

“N ATURLITE” FLUORESCENT 

REG. U. S. PAT. OFF. FIXTURES 

When you buy fluorescent fixtures . . . 

Compare Quality before Comparing Price! 

Before You Buy Fixtures! 

Get our Catalog 

and prices on 

all types of 

fluorescents 

Be SURE... Don't Compromise on Quality... 

Buy “NATURLITE” for EFFICIENCY - SERVICE - ECONOMY 

“Naturlite" Fixtures Are Distributed By Electrical Wholesalers Only 

LIGHT AND POWER UTILITIES CORPORATION 

1035 Firestone Blvd., Memphis, Tenn. 

667 Madison Ave., New York 21, N. Y. 
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Seventy-five footcandles of well-diffused, glare-free work- 
ing light are provided in the officers’ area of the Merchants’ 
National Bank, Port Arthur, Texas, by this attractive illu- 
minated ceiling which consists of egg-crate grids and corru- 
gated translucent plastic panels. Above the grids and panels 
are 32 96-inch T-12 CW lamps mounted 24 inches above 

the panels and spaced 26 inches apart. 

In the main banking area of the Merchants’ National Bank, 
Port Arthur, Texas, a plexiglas ceiling provides main- 
tained illumination of 72 footcandles. Above the plexiglas 
ceiling are 74 96-inch T-12 lamps operated at 430 m.a. The 
lamps are spaced 24 inches apart, 20 inches above the 
plexiglas ceiling. Submitted by Richard A, Landry, Jr., 
lighting engineer. Gulf States Utilities Company, Port 

Arthur, Texas. 
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Bell System communications save you 

maintenance 

When you lease our services, at a regular monthly 
charge, we assume full responsibility for the plan- 
ning, engineering, installation and maintenance of 
your communications system. 

This Bell 
are economical because you do not need to invest 

means that System communications 

your capital in communications equipment . . . set 
up reserves for maintenance or obsolescence 
and you do not need manpower for maintenance. 

With more than 75 years of experience in the 

AA SS 

i 

PRIVATE-LINE TELEPHONE TELETYPEWRITER MOBILE TELEPHONE 

manpower 

communications business. Bell System “*know how’”’ 
can meet all vour needs economically with the fin- 
est and most dependable communications. We pro- 
vide—by radio, wire or cable—a wide variety of 
services. They include private-line telephone, mo- 
bile telephone, and teletypewriter services, and 
channels for remote metering, supervisory control] 
and facsimile. 

Your Bell Telephone Company will be glad to study your 
communications problems and needs without charge. 

METERING CHANNELS 
BELL TELEPHONE 

SYSTEM 



The Lighting Service Bureau of the 
Potomac Electric Power Company as- 
sisted Marion E. West in lighting his 
all-electric home in Silver ili, Md. 
Two 2-lamp 40-watt recessed fluores- 
cent troffers illuminate the flower 
boxes which separate the dining room 
from the living room. A 2-lamp fluo- 
rescent troffer near the window in the 
dining room supplies light for Mrs. 
West’s what-not shelf. A recessed in- 
candescent fixture provides light for 
the dining area. Note the electrical 
panel heating in the ceiling. Submitted 
by E. F. Bailer, lighting engineer, 
Potomac Electric Power Co., Washing- 

ton 4, D. C. 

In keeping with the architecture of 
the Owen Meredith and Sons’ office, 
the lighting is of the most modern 
design.’ The open glass front serves 
as a back drop for a three-foot foyer 
above which are seven recessed units 
with 150-watt clear lamps. The light- 
ing in the general and private offices 
is supplied by sixteen troffers in eight 
rows, two to a row, which provide even 
distribution of 45 footcandles of light 
throughout the offices. The illumina- 
tion in the lobby is provided by a cove 
in which are four 2-40-watt lighting 
strips which accent the hospitable at- 
moxphere of the office. Colors of high 
reflection factors are used to decorate 
the entire office. The ceil'ng is white 
acoustical tile, and the walls pastel 
green with licht grav a<phalt tle floor- 
ing. All gravy furnishings lend to this 
setting. Fred H. Britton. Jr.. Alabama 
Power Co., was the lighting encineer; 
Barnes Electric Co., the electrical con- 

tractor. 
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ALL-STEEL EQUIPMENT Inc.—soo Kensington Ave., Aurora, Illinois 

""A BOX FOR EVERY NEED** 
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To provide adequate illumination for 
the display and sale of bakery prod- 
ucts, and to incorporate the lighting 
design with the display case arrange- 
ment, a continuous “L’”’ shaped ar- 
rangement of ceiling-mounted, dif- 
fused-sides, louvered-bottom, 4-lamp, 
cool-white fluorescent fixtures were 
installed in the McKenzie Bakery, New 
Orleans, La., giving an average in- 
tensity of 47 footcandles over the 
entire store area. Submitted by J. L. 
Campbell, commercial sales manager, 
New Orleans Public Service, Inc., New 

Orleans 9, La. 

To provide adequate illumination in 
the Nora-Day Shop, Jackson, Miss., 
continuous rows of 40-watt single lane 
channels were run the complete length 
of the store, spaced approximately two 
feet, three inches apart. For punch 
lighting on the counters and displays, 
14 300-watt R-40 lamps were mounted 
above the louvers. The installation 
was engineered by W. R. Crockett, 
engineer, Power Electric Co., and A. H. 
Walters, commercial sales engineer, 
Mississippi Power and Light Co., both 

of Jackson, ¥ 
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HAVEN’T YOU BEEN LOOKING FOR 

A CLASSROOM LIGHTING SYSTEM 

WHICH PROVIDES A HIGH LEVEL OF VISUAL COMFORT? J 

| Bt 0 on 

° 

Drawing on 108 years’ experience in manufacturing 
oped, and proudly presents, the LEXINGTON 
SPECIFICALLY ENGINEERED — to meet your need for evenly-distributed 
ciency, and with extremely low brightness. Not only is first 

— Low Overall Cost 

top quality lighting equipment, the Miller Company has devel- 

softly-diffused classroom lighting of high effi 
ost low, but so is its overall cost — the very important 

consideration 

NOTE THESE FACTS ABOUT L.O.C 

INSTALLATION COST: LOW — simplified sliding clamp hanger mounting 
MAINTENANCE COST: LOW — on 
LONG, USEFUL LIFE: assured by 
strong louver assembly, with cr 

y one ladder position needed for relamping — only ETL Certified ballasts used 
sturdy Miller QUALITY nstruction 

oss baffles and side rails of on 
FINISH — 89% reflection factor. Hot 
process 

rigid ‘'T" cross-section channel — extremely 
piece steel, interlocked with center baffle and end plates 

sprayed high-bake white enamel over steel rust-protected by 5-stage Bonderite 

DEAL at L.O.C lighting 

WRITE FOR FULL DETAILS ABOUT ILLER LEXINGTON 
It is the newest addition to Miller's complete line of luminaires - 
Fiuorescent, Incandescent, and Mercury—which cover a wide range 
oR ncttnta wae ene | THE mt Re COMPANY 

Miller field engineers and distributors are 
conveniently located for nation-wide service 

Field Sales Engineers: i. Connell, 132 Heatherdown Rd., Decatur, Ga. © C. #. Phillips, 212 West Newlyn 3t., Greensboro, N.C. © J. W. Fowler, 2709 Live Oak Drive, 
Nashville, Tenn. © C. Maddox, 2700 Connecticut Ave., W.W., Washington, D. C 
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he returned to Mr. Couch’s ctfice as 
assistant to the president. He kept 
that title, and was named Little 

IND TRY TR y eA LPY Rock Division manager also. Later, 

Timely items relating to contractors, light 

and power companies, electrical wholesalers, 

he was elected a vice-president. 
Mr. Ritchie was relieved of the 

division manager’s job in 1946 by 
R. Bly Wagner, and was elected 
to the senior vice-presidency in 
1949 upon the retirement of Execu- 
tive Vice-President Cecil S. Lynch. 

Mr. Teed is a veteran of more 
° an 30 years i blic ilities. 

electrical manufacturers and their agents. than 30 years in public utilitie 

R. E. Ritchie to head 

Arkansas Power and Light 

ROBERT ESTES RITCHIE, who be- 
gan 29 years ago as a clerk in the 
Arkansas Power and Light Com- 
pany president’s cffice, has been 
elected to that office himself 

Mr. Ritchie succeeds C. Hamil 
ton Moses, president since 1941, and 
becomes the third president of the 
company founded in 1913 by the 
late Harvey C. Couch. Mr. Moses, 
by request of the board of directors, 
will continue as chairmar of the 
board devoting his full time to the 
affairs of the company. 

AP and L directors at their an- 
nual election of officers also pro- 
moted Ralph H. Teed, who was 
elevated from Western Division 
manager to vice-president in charge 
of operations. They promoted C. 
Allon Clift, division operations man- 
ager since 1950, to vice-president in 
charge of division operations. 

Re-elected were: H. Fletcher Min- 
nis, vice-president in charge of en- 
gineering and construction; W. M. 
Sheperd, vice-president in charge 
of sales and development; James L. 
Bodie, treasurer; L. E. Leas, secre- 
tary; and W. M. Harrell, assistant 
treasurer. 

’ The power company’s new presi- 
dent has been associated with its 
top management since he was em 
ployed by Mr. Couch in 1923. When 
AP and L was organized through 
the merger of several smaller utili- 
ties in 1926, Mr. Ritchie became as 
sistant to Frank M. Wilkes, the 
general manager, and now preside1.t 
of Southwestern Gas and Electric 
Co., Shreveport, La. A year iater, 

84 

He worked as construction engineer 
on Federal Light and Traction 
Company properties in Colorado 

Robert E. Ritchie Ralph H. Teed Cc. Allen Clift 

Arkansas Power and Light Company's new six-story general office building at 
Sixth and Pine Streets is one of the finest of its kind in the South. Built to 
raeet the need to consolidate its scattered employees and departments in Pine 
luff under one roof in order to render more efficient service, the structure was 
completed recently after years of careful planning and study. The building 
contains a gross area of 74,270 square feet. It provides headquarters for 

approximately 300 employees. 
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with the 

KEARNEY 

Secondary — 

Fuse
 Cuto

ut 
= 

Here is the most efficient inexpensive way 

possible to protect expensive transformers 

and other equipment from secondary faults. 

Sturdily constructed of non-metallic material 

this cutout transfers current from the second- 

ary to the tap directly through the link itself 

with no intermediate connection or transfers, 

Designed without nuts or bolts to tighten — 

refusing and installing is a matter of seconds. 

Write for more detailed information. 

JAMES R. KEARNEY “ser One rer 100 

CORPORATION STEP ONE: Drop the fave lnk in the top opering of the cutout. 

4224-42 Clayton Ave., St. Lovis 10, Missouri Tins Senne ee eee tee ot eet Or tap ve ho 
hole provided in the link. 

settee. STEP TWO: Compress top shell and twist to the right or left 
so that it stays in the open position. 

STEP THREE: Hang the cutout on the secondary, release top shell 
by twisting to make the final pressure contact with the secondary. 

BETTER CONSTRUCTION fol0274 MAINTENANCE 
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Rare gases boost light 

of new Westinghouse 

A Westinghouse Research Engineer is shown operating the rare 
gas apparatus in which krypton ana argon were deve ioped. The new 
Westinghouse 90-watt fluorescent uses krypton-argon as a gas fill 

you CAN BE SURE...IF ITS 
ne 

Westinghouse 
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and efficiency 

90 watt lam 

The light and efficiency booster in the new Wes- 

tinghouse 90-watt fluorescent lamp is krypton- 

argon. This gas fill, exclusive with Westinghouse, 
takes only 2% more current to jump light output 

6%. And after 7500 hours, this new lamp will still 

outshine every other lamp in its class. 

The new 90-watt will fit your present 85-watt 

or 100-watt fixtures. It will hold the level of light 

above your minimum foot candle value longer. 

It’ll reduce your yearly cost of light. 

It has many other advantages. For one thing, 

with the new 90-watt, the ballasts run cooler be- 

cause of lower wattage loss. But why not write us 

for more information. Just mail the coupon, or 

call your nearest Westinghouse Lamp Sales Office. 

WESTINGHOUSE LAMP DIVISION, BLOOMFIELD, NEW JERSEY 

TUNE IN ON HISTORY! Only Westinghouse brings 
you complete coverage of four-month political cam- 
paign over’CBS television and radio. 

NEWS FROM 

WESTINGHOUSE, THE 

FASTEST-GROWING 

LAMP MANUFACTURER 
by Sam Hibben 

BD) 

STILL ROOM FOR ADVANCEMENT: 
Science has made vast strides in light- 
ing efficiency, (measured by lumen 
output per watt of power input 
Lamps today are up to 15 times more 
efficient than the old carbon filament 
incandescent lamp, with fluorescent 
lamps giving 60 lumens per watt 
Near-perfect efficiency would be ap- 
proximately 620 lumens per watt, 
and about the closest thing to that 
today is the common firefly —he pro 
duces 500 lumens per watt! That still 
leaves science something to shoot at. 

SUCCESS STORY: ’Way last Decem 
ber, a picture was taken in Florida 
A photographer set up two lamp 
bulbs 15 feet apart; one was a stand- 
ard incandescent, one a Westing- 
house Bug-A-Way light bulb. There 
were plenty of insects about, and the 
test showed amazing results—the 
standard bulb attracted hordes of 
bugs, while only a few were near the 
Bug-A-Way bulb. Moths and many 
other insects don’t fancy yellow light! 

IMAGINE: If you think local traffic 
is bad, put yourself in the position 
of an insect who often flies through 
hedges and trees at speeds above 60 
m.p.h. And he never hits a branch, 
even without traffic lights. Of course, 
he also has some 600 lenses in each 
eye against only one in yours. Oh 
well, we'll just have to hobble along. 

Vore next Month. 
> sfttnw~ 

= Sigg weal IP 
“_ 

SS ANN NNN NNN NY SY ee 
WESTINGHOUSE LAMP DIVISION Dept. 739 
Bloomfieiu, New Jersey 

90-watt fluorescent lamp. 

COMPANY 

| Please send me more information about the new Westinghouse 

ADDRESS 

| crry STATE 

7 

| 

| 

NAME Sait : ecngicaeatn | 

Sah ! 

l 

l 
a fe eee cee eee cee cee ee ee eee ee ee ee ee oe oe 

ELECTRICAL SOUTH for OCTOBER, 1952 

BUY NOW AND SAVE! 

WESTINGHOUSE 

FLUORESCENT LAMPS 

STILL COST YOU LESS 

THAN THEY DID 

IN 1940, YET BURN 

SEVEN TIMES LONGER! 



valier... 

FULL LINE OF ELECTRIC HEATERS. 

HEAVY DUTY, FULLY AUTOMATIC. 

Easiest to clean. Designed so the entire heater is 

easily cleaned inside and out in five minutes or less. 

Accurate automatic heat control built in. Protected from 

element heat by exclusive double baffle, for greater accuracy. 

Radiates and circulates ABUNDANT HEAT. 

SURFACE MOUNTED 
1,1%, 2,3, and 4 KW 

" 

at 

SAIL 

fl kt VAM ILY j 
ih — —— = = —— 

XJ = = = = — = = 3 
= 

= 
= 
= = 
= = 4 WAIL INSERT 

1,1%, 2,3,and 4 KW 

Also 
Available: 

BATHROOM 
HEATER 

(NON AUTOMATIC) 
@ PORTABLE 1250W, 115/120V 

2,3, and 4 KW 

QUALITY PRODUCTS SINCE 1865 

CAVALIER CORPORATION, Electric Heater Division 
CHATTANOOGA 2, TENNESSEE 

MANUFACTURERS CAVALIER CEDAR CHESTS AND CAVALIER BEDROOM FURNITURE 
COOLERS FOR COCA-COLA (AUTOMATIC VENDING AND OTHER TYPES) 

and New Mexico before becoming 
president in 1928 of Citizens Elec- 
tric Co., at Hot Springs. When AP 
and L assumed operations of the 
Hot Springs utility in 1946, Mr. 
Teed stayed on as Western Division 
manager. He was elected vice-presi- 
dent in 1951, and moved to Little 
Rock. 

Mr. Clift started his utility 
career as a storeroom clerk for AP 
and L at Stuttgart, in 1926. In two 
years, he was advanced to manager 
at Benton, and served later as man- 
ager at England and Camden. He 
was promoted to Southwest Divi- 
sion manager in El Dorado in 1948, 
and in 1950 moved to Little Rock 
as division operations manager. 

Fringe benefits 
fifth of payrolls 

@ A CROSS-SECTION of American in- 
dustry surveyed by the Chamber of 
Commerce of the United States paid 
an average of almost one-fifth of its 
payroll costs in fringe benefits last 
year. 

Such fringe benefits average 31.5 
cents per payroll hour and $644 per 
employee per year, according to the 
survey which covered 736 com- 
panies. Not only are these fringe- 
benefit costs at an all-time high, 
but they are mounting steadily, the 
survey shows. 

For 138 of the companies which 
had taken part in two previous sur- 
veys, these payments had jumped 
66 per cent in four years—from 
$410 to $681 per employee. 

“In spite of this heavy increase, 
and in spite of the impact of these 
fringe benefits on the national econ- 
omy, the bulk of hidden payroll 

are not reported by the 
Bureau of Labor Statistics, which 
is the federal government’s pri- 
mary source of such information,” 
Dr. Emerson P. Schmidt, the Cham- 
ber’s director of economic research, 
asserted. 

Dr. Schmidt noted that the 
United States Treasury now is 
studying fringe benefits as a pos- 
sible new source of income tax. 

Fringe payments during 1951 in- 
cluded: Legally required payments 
(employer’s share only), 3.5 per 
cent of payroll costs; pension and 
other agreed-upon payments (em- 
ployer’s share only), 5.4 per cent; 
paid rest periods, lunch periods, 

costs 
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with re-designed 

high efficiency 

feeder busduct 

IT’S THE LAST WORD in efficient, 
flexible and economical power distribu- 
tion from service entrance to distribution 
center, from generator to switchboard 
and from switchboard to distribution 
center. 

Re-designed, inside and out, to assure 
maximum efficiency, @ High Efficiency 
Feeder Busduct has proven, in actual 
tests, that it will -reduce voltage loss to 
less than 2 volts per 100 feet at 80 percent 
power factor. 

Made for either indoor or outdoor in- 
stallation, this new, more efficient method 
of power transmission has smaller size 
enclosures, less weight, and perforated 
sectional covers — top and bottom — for 
maximum heat dissipation. 
Conductors are insulated with var- 

nished cambric tape and plastic type 
tape for maximum protection. Joints are 
electrosilver plated (by immersion) for 

better low resistance contact and secured 
by either two or four brass jam bolts that 
fit into elongated fastening holes to allow 
for expansion, and phosphor bronze- 
cupped washers to maintain pressure. 

The fact that sections can be run either 
vertically or horizontally, up and around 
pipes and other difficult angles and 
through walls, floors and ceilings, makes 
this type @ Feeder Busduct even more 
desirable. 
@ High Efficiency Feeder Busduct is 

available in capacities, from 600 to 4,000 
amps., 600 volts single phase for welder 
service, three phase for power, three- 
phase, four wire service for light and 
power. 

For additional details, consult your 
nearest @ representative listed in Sweets. 
He'll gladly tell you more about this 
modern, more efficient system of power 
and light distribution. 

Srank e€dam Electric Co. 

P. oo. BOX 357 ST. LOUIS 
ELLE CI TIO 
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AMPROBE “600” 
0-15/30/60/150/300/600 amps A-C¢ 
0-150/300/600 volts A-C 
$59.50 complete with cowhide case ad 

AMPROBE ‘'1200" 
to 1200 amps A-C 
$67.50 

AMPROBE "300" 
to 300 omps A-C 
$49.50 

PYRAMID INSTRUMENT CORP., LYNBROOK, N. ¥. 
(Export Div : 458 Broodwoy, N.Y.C.) 

AMPROBE® 

the only 
pocket-size 

snap-around 
volt-ammeter 

Conductor doesn’t have to be centered for 
accuracy, (toroidal wound transformer) 

Pocket-size, belt-mounting 

Covers 9 ranges 

Probe jaws completely insulated 

Test lead plug insulates itself when removed 
from meter 

No-rim window floods scale with light 

has these 

Measures current instantly 
without interrupting service 

WRITE TODAY: 

PYRASAID INSTRUMENT CORP., 
Dep ES 102, Lynbrook, New York 

Send Bulletins describing 

( Amprobe Models 600 & 1200 

(0 Amprobe Model 300 

Name ——e 

Company 

Address = 

City Zone. Stote 

features ! 

etc., 1.9 per cent; payments for 
time not worked, 6 per cent, and 
profit-sharing payments, bonuses, 
etc., 1.9 per cent. 

Not included in the fringe bene- 
fits are extra pay for night shift 
and Sunday work or straight pro- 
duction bonuses, all of which are 
considered part of the regular pay- 
roll. 

There were wide variations in 
fringe benefit payments from in- 
dustry to industry. Typical of 
these extremes were a warehouse 
and a cotton mill, each paying less 
than 5 per cent of payroll for 
fringes covering only social security 
and vacation payments, and a 
petroleum refining company with 
fringe benefit payments over 50 per 
cent of payroll. 

Public utility companies’ fringe 
payments in per cent of payroll 
were among the highest. The total 
of all fringe payments of this group 
were 20.6 per cent of payroll as 
compared with 18.7 for all indus- 
tries. The payments which com- 
prised this 20.6 per cent included 
3.5 per cent for legally required 
payments (employers’ share only) 
such as social security; 7.7 per cent 
for pensions; 1.2 per cent for paid 
rest periods, lunch periods, etc.; 
8.2 per cent payments for time not 
worked; 0.4 per cent for profit shar- 
ing payments, bonuses, etc. 

How utilities 

promote lighting 

TO ASSIST and encourage electric 
company executives in taking ad- 
vantage of opportunities afforded 
in the home lighting market, “The 
Home Lighting Story of Company 
X,” a case study of a typical elec- 
tric company’s residential lighting 
promotion, based on the actual ex- 
periences of eighteen small and 
large utilities, has been released by 
the Edison Electric Institute. 

Prepared as a report by the EEI 
Residential Lighting Committee, 
“The Home Lighting Story of Com- 
pany X,” illustrates the operations 
and practices now in use by electric 
utilities in developing home light- 
ing, and also how the different pro- 
motional methods described could 
be adapted to any particular com- 
pany. The areas served by the 
eighteen companies, whose experi- 
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MODERN MIRACLE OF LUMILINE LIGHTING 2 

by Pogues 

12° (40W lamp) © 18° (60W lomp) 

STYLES... 
Clip-on © Pin-up * Adjustable 

FINISHES. . 
Polished Chromium * White * Bank Bronze 

SLIM...SLEEK...SMART! 
- “Wonder-Bar’ is the most compact lumiline unit ever 
produced — Constructed of heavy-gauge metal in 
your choice .of three attractive finishes: Polished 
Chromium, White or Bank Bronze—be sure to specify 
finish. when ordering. Wired with 6’ cord ond plug — NEW COUNTER DISPLAY 
ready to plug in. : Te ; Ns ay Compact 3-color “’TEK WOOD" dispioy ; 

: # re ye and labelled < by “A 2 i eee eee Wonder -Bar vering me . Sizes and 3 finish , 2 id shes — plus REE Oo EE LR Fok Oe f jenerous y of full : LLETIN Ne 4 olders. Measures 26°’ : 4 rr 2 Faber sy tte te — ees ober . x Pig So. SSR lee; 

s co 

MANUFACTURING CO., INC. 
CASTOR AVENUE AND TULIP STREET PHILADELPHIA 34 



The F-P Series 63300B Control is the latest unit in a proven line of 
photoelectric controls for street lighting that have been operat- 
ing successfully on lighting circuits for over seven years. Today 
there are more than 35,000 F-P Controls in use by over 700 utilities. 

Fisher-Pierce has maintained leadership in photoelectric street 
lighting control through: 

PERFORMANCE — F-P Controls provide street lighting safety 
because lights are on when needed, regardless of time of day. Be- 
cause the control is photoelectric, it depends only on natural light 
values for operation. There is no mechanical device to get out of 
phase with actual daylight conditions. 

ENGINEERING — The F-P Series 63300B circuit and technical 
operating features are the result of years of field experience. The 
development work and testing was performed in conjunction with 
utility engineers. The Fisher-Pierce organization is in a position to 
help utilities in planning, installing and maintaining control systems. 

ECONOMY — F-P Controls provide true economy: purchase price 
and cost of installation are low. Maintenance is practically negligi- 
ble as compared to other control methods. To give you a picture of 
this F-P economy, we will be glad to refer you to some of our cus- 
tomers who have had extensive field experience with these controls. 

Write for Bulletin 63300B. 

The FISHER-PIERCE CO., Inc. 

ences have been drawn upon to 
make up this composite “Company 
X,” are widely scattered through- 
out the United States. 

Divided under six general head- 
ings, Training, Educational Activi- 
ties, Sales Promotional Activities, 
Special Campaigns, Results, and 
Conclusions, the new booklet gives 
a concise step-by-step description of 
the problems that were encountered 
and their solutions. 

Attractively printed in two colors 
and profusely illustrated, the 
twenty-eight page “Home Lighting 
Story of Company X,” is primarily 
designed for utility executives, and 
is expected to prove a valuable tool 
to others interested in home light- 
ing promotion. 

Dates Ahead 

Southeastern Electric Ex- 
change, Accounting Confer- 
ence, Jung Hotel, New Or- 
leans, La., Oct. 16-17, 1952. 

National Farm FElectrifica- 
tion Conference, Statler Ho- 
tel, Detroit, Mich.. October 
20-21, 1952. 

Edison Electric Institute, 
Transmission and Distribu- 
tion Committee, Hotel Adol- 
phus, Dallas, lexas, Oct. 23- 
24, 1952. 

Southeastern Electric Ex- 
change, Employee and Public 
Information Section, Thomas 
Jefferson Hotel, Birmingham, 
Ala., Oct. 29, 1952. 

Southeastern Eiectric Ex- 
change, General Sales Con- 
ference, Thomas Jefferson 
Hotel, Birmingham, Ala., Oct. 
29-30-31, 1952. 

Nationa! Electrical Manu- 
facturers Association, Had- 
don Hall Hotel, Atlantic City, 
N. J., November 10-13, 1952. 

Southeastern Electrical 
Wholesalers Association, “In- 
dustry Day” Meeting, At- 
lanta Biltmore Hotel, At- 
lanta, Ga., Jan. 15-16, 1953. 
M. L. Tice, managing direc- 
tor, 421 Rhodes Building, At- 
lanta 3, Ga. 

American Institute of Elec- 
trical Engineers, Winter Gen- 
eral Meeting. Hotel Statler, 

59 Pearl St., So. Braintree, Boston 85, Mass. New York City, N. Y., Jan. 
PHILIPS EXPORT CORP. 

EXPORT:1100 E. 42nd STREET 
NEW YORK 17, N.Y. 

19-23, 1953. IN CANADA: 
NORTHERN ELECTRIC CO., itd. 
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Fluorescent Service Co. 

finds CERTIFIED BALLASTS best 

WILLIAM H. STERN, President 
Fluorescent Service Company 

Fluorescent Service Company, outstanding Washington, D. C., firm specializing in maintenance of 
fluorescent lighting installations, reports CERTIFIED BALLASTS give the best lighting results. 

Mr. William H. Stern, president, says, “I find far fewer ballast troubles and better lighting 
performance when Certified Ballasts are used and I con- 
sider it good practice to install Certified Ballasts whenever aS 

a ws replacements are necessary.” 

Experience is proving it pays to insist on CERTIFIED a 
BALLASTS because they assure — 

Full Lamp Life Rated Light Output Long Ballast Life 

CERTIFIED BALLASTS are made by 10 leading manufacturers to 
precise specifications, then tested by Electrical Testing Laboratories, 
Inc., which certifies they conform to these high standards. 

Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 

wy 3 Participation in the CERTIFIED BALLAST program is open to any 
manufacturer who complies with the requirements of CERTIFIED 

ey CERTIFIED BALLAST MANUFACTURERS. 

by 

‘ERTIFIED BALLAST MANUFACTURERS 

Makers of Certified Ballasts for Fluorescent Lighting 

2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Louisiana contractors 

BUY TODAY ° HEAT TOMORROW ” elect new officers 

aba’ THE SOUTH Louisiana chapter of 
the National Electrical Contractors 

El é C TR 0 | 0 1) é Association recently elected Robert 
° C. Pflueger, Jr., New Orleans, as 

its president for the coming ad- 
ministrative year. 

Other officers elected were: Am- 
brose G. Siegel, vice-president; 
Walter J. Barnes, treasurer, and 
Rudolph Viener Jr., secretary- 
manager. 

FOR THOSE Mr. Pflueger, who has been a 
member of the electrical industry 

HARD-TO-H EAT since July, 1925, has come up 
through the ranks. He served his 

AREAS term as an apprentice and advanced 
to journeyman electrician. He later 
served as foreman and general 
foreman on some of the larger 

Model 14-10 Suspension type 10,000 projects in the New Orleans area. 

watts. 230/240 vein. Several years ago he became as- 
sociated with his father and the 

Do you have a heating problem in your plant or office . . . any Pflueger Electric Company, where 
hard-to-heat area? Electromode heaters are your logical answer. he is now operating manager in 
Here's why .. . Electromode heaters are available in all sizes and charge of the firm’s construction 
capacities from 1500 to 45,000 watts to fit any heating problem. work. 
They can be located anywhere that electrical wiring can be strung. 
Equipped with automatic temperature controls and built-in safety 
switch, means economy of operation and absolute safety from 
fire, shock, or burn. The exclusive patented cast-aluminum heating property in Miami 
elements will not rust or corrode. Electromodes provide an abund- 
ance of fan-circulated heat when ond where it is needed. Ap- 
proved by Underwriters’ Laboratories and thousands of commer- . eae: 
cial and industrial plants throughout the country. Electric Supplies, Inc., of Tampa, 

Miami, Jacksonville, St. Petersburg, 

EXPLOSION- PROOF HEATERS | ior. aint ges purchase of additional property in 
for HAZARDOUS LOCATIONS Miami, which will be used to in- 

- crease the capacity and facilities of 
the Miami branch. Warehouse and 

Raybro purchases 

M. O. HOLLIS, secretary-treasurer 
and general manager of Raybro 

So ea 

The only Electric Explosion-Proof Heater of 
its kind approved by Underwriters’ Labora- 
tories. Features Electromode patented cast- 
aluminum heating element. Specially de- 
signed for installation in hazardous areas Raybro has just recently enlarged 
where heat is required and danger of ex- and remodeled the display room and 
plosion exists. Available in 2000, 4000, F Z ' lobby in the Miami branch, 745 
6000 watt capacities. For full particulars . = N. W. First Ave., and increased the 
mail coupon below. city counter facilities to take care 

Model CX-2 Convection type 2000 watts 240/480 volts. of the ever-increasing counter busi- 

customer parking space will be 
added. 

ness. C. V. Brown is manager of 
ELECTROMODE HEATERS [| ELECTROMODE CORPORATION the iaml Reaneh, and W. 5. Beown 

ARE USED IN THESE ppb Dept. ES102, 45 CROUCH STREET is his assistant. HARD-TO-HEAT AREAS Y 
WaT HEATERS ROCHESTER 3, N.Y. 

Pog Consult your electrical wholesaler or .ontractor for 
hholated Bidg oe nei marescne te nallnmeaegtama Texas chapter of NECA Pump Houses We are interested in [_] Electromode Industrial Heaters ac Pp sNews 
Meter Houses C) Electromode Office Heaters nlgqge , Ly Ly Watchman Houses 7 teacinetaaiin Seiten Peand tectum elects new president 

arehouses . = Factory Offices WILLIAM F. ABRIGHT recently Lobbies NAME _ , - Storage Rooms was elected president of the North- Scale Houses 
Gorages TITle ; ; : “ east Texas Chapter (Dallas) of the 

. . and hundreds 
of other locations. National Electrical Contractors As- 

ADDRESS —_ sociation at its annual election. He 
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uni-flow fluorescent troffers 

NOW you can specify recessed lighting that’s years ahead 
of anything in the field. It’s MITCHELL UNI-FLOW . . . completely new .. . 

dramatically different . . . easier to specify, easier to install, far superior 
in lighting efficiency. Architects, contractors, utility men and wholesalers 

say unanimously: ‘‘This is what we’ve wanted in recessed lighting!” 

HERE’S EVERYTHING YOU NEED 
FOR SIMPLIFIED RECESSED LIGHTING EXCLUSIVE uni-hanger 

(ge ~~ CUTS INSTALLATION TIME Here is a complete family 
of matching troffers in ev- 

i eq al A L F : ery useful ienath.. Units 
are available in 2-foot, 4- 
foot, 5-foot, 6-foot, 8-foot 
or 10-foot lengths, in deep 
(10°’) or shallow (7"') types 

gust 4 EASY STEPS TO A 

PERFECT uni-flow ONE MAN INSTALLATION Here is the widest selection 
of shielding equipment 
choice of Metal Louver, 
Plastic Louver, Alba-Lite, 
Prismatic Glass, Unilens, 
Twinlens, Curved Lens, 
Fota-lite, Longitudinal 
Shields and Crosswise 
Baffles 

1 Uni-Hangers are roughly located 
in ceiling opening (no critical meas- 
uring required). Takes just min- 
utes, regardless of ceiling construc- 
tion. Saves hours of time on any 
job—cuts installation costs sharply. 

3 Reflector- ballast -lampholder 
plate (the bulk of the total troffer 
weight) is attached to troffer shell 
by means of jack chains. Thus, 
there is no weight on the installer’s 
hands when wiring. 

2 Troffer shell (less ballasts, lamp- 
holders or reflectors) clamps to 
Uni-Hangers by means of special 
Uni-Liner clips (an easy one-man 
job). Simple screwdriver adjust- 
ment levels troffer properly. 

4 with wiring completed, reflector- 
ballast-lampholder assembly at- 
taches to troffer shell by means of 
exclusive ‘‘Perma-Latch”’ (no tools 
or extra loose parts required). Job 
is now ready for easy lamping 

UNI-FLOW troffers offer a 
choice of 40-watt T-12 stan 
dard or instant-start bi-pin 
lamps, 38-watt Slimline, 
54-watt Slimline, 75-watt 
Slimline, 40-watt T-17 low 
brightness, 85-watt Kryp 
ton, 20-watt T-12 lamps 

Troffers are available with 
1, 2 or 3 lamps (except 5-ft 
and 10-ft. units with 1 or 2 
lamps only). One-lamp 
units are available in choice 
of Alzak or baked white 
enamel reflector; two and 
three lamp units with baked 
white enamel reflector 

-_ 
Only MITCHELL UNI-FLOW has these time-saving, cost-cutting features 

he 
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MITCHELL MANUFACTURING COMPANY 
2525 N. Ciybourn Ave., Chicago /4, Ill. 

Write, phone or wire today 
for the complete facts about MITCHELL UNI-FLOW 

Address Dept. 8-K In Canoda. Mitchel! Mfg. Co, Utd, 14 Waterman Ave., Toronte 



Mr. Albright received an Electri- 
cal Engineering Degree from 
Southern Methodist University in 
1943, after which he was employed 
by the Dow Chemical Co. as an 
electrical design engineer. He be- 
came a member of the A-Bright 
Electric Co. of Dallas in January 
1948. Mr. Abright previously served 
as a director and vice-president of 
the Chapter 

Practical system for 

dimming fluorescents 

A PRACTICAL SYSTEM for dimming 
fluorescent lamps smoothly and effi- 

Officers and directors of the Texas Chapter, NECA, left to right, are Tom Cox, ciently—something the lighting in- 
director; L. G. White, Jr., vice-president; L. E. Chick, director and immediate 
past president; Wm. F. Abright, president; Lawrence Martin, secretary and 
manager; Ernest Butcher, treasurer; Robert Roy, board of governors member; aad ‘ead a boned * . ° . e . -Was i "ed é 4 mnstrate and Jim L. McClure, director. Henry Gable, not shown, is also a director. Photo was announced a - aem« gi Fare’ 

shows the redecorated conference room at the Chapter office. at the annual technical conference 

dustry has been striving for since 
the inception of fluorescent lighting 

of the Illuminating Engineering 
Society, held in Chicago recently. 

succeeds L. E. Chick who became a Hold over officers and directors in- 3y means of the new light con- 
member of the Board of Directors. clude Ernest Butcher, treasurer: trol 
L. G. White, Jr., was named vice- Tom Cox and Jim McClure, di- Electric lighting engineers at Nela 
president and Henry Gable was rectors; and Robert Roy, Board of Park, in Cleveland, the 
added to the Board of Directors. Goverr »rs member. 

system, developed by General 

brightness 
of fluorescent lamps now can be con- 

& Koliday Berorating 

or " aa 
: < Se 

SOCKETS 

IN MUNICIPAL AND HOME LIGHTING EFFECTS 

When the HOLIDAY SEASON nears 
electrical contractors throughout the 
country naturally think of UNION’S PIN 
TYPE SOCKETS and STREAMERS. For 
twenty-five years contractors have turned 
to UNION for decorative street lighting 
because of UNION’S high quality and 
service, i.e.; theve are more UNION PIN 
TYPE SOCKETS sold than all other makes 
combined 

No. 44408 
No. 11108 
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Modern Lighting Units—In Colors—fer Modern Interiors — 

UNIVERSALLY ADJUSTABLE 

swivelier 

FOR DIRECT AND INDIRECT LIGHTING 

The Eyes have it! One look at 
these handsome new SWIVELIER Vogue-Lites 
and you'll see SALES... BIG SALES 
. « « PROFITABLE SALES. 

Stunning, sales-making Vogue-Lite 
displays are going up all over the South 
+. have you got yours? If not, 
see your Electrical Wholesaler today. 

Vogue-Lites are made in 26 exciting models, 
each available in 6 glamorous colors, 
and feature the new Cosmopolitan Shade. of Whose pubentod SWIVELS Sookie tiation 
They combine the latest in modern “functional”. design ‘ Swivels: - 
with famous dependable SWIVELIER Quality Construction. 

FEATURING SWIVELIER’S NEW, REVOLUTIONARY 

‘““SHUR-MOUNT”’ 

A Simple and Positive Method of Wall Attachment 
included with all cord-and-plug Vogve-Lite units used for Wall Mounting. nee Verti ae 

® Assures a more Positive and Secure Attachment of Fixture. 350° Horizontal adjustments. 
© Prevents Chipping or Cracking Plaster. 
® Three Quick, Easy Steps for Attachment. 

THE ANSWER TO ONE OF LIGHTING'S OLDEST PROBLEMS! 
3 “SWIVOMATIC" JOINT 

2 AF a oe 
For full details, write for Bulletin #137. a Gaanane unis. 

Look For The Swivelier Trademark On Every Swivelier Product! (ee 
. i ¥ Pat. Pending Xx 

SWIVELIER COMPANY, Inc., 30 Irving Place, New York ‘ N. Y., U.S. A. 
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100 KVA Type F Transformer 
2400/ 120/240 

450 KVA, Type F Unit Substation, 
4160 V. Delta, 60 Cycles, 3 O— 
120/208Y, 4 wire. 

fone OF THE WORLD'S tarcest ) 
MANUFACTURERS OF DRY TYPE 
TRANSFORMERS EXCLUSIVELY 

1 to 2,000 KVA up to 
15,000 Volts to meet 
Individual Requirements 

@ DISTRIBUTION 
@ GENERAL PURPOSE 
@ UNIT SUBSTATION 
@ PHASE CHANGING 
@ ELECTRIC FURNACE 
@ RECTIFIER 
@ WELDING 
@ MOTOR STARTING 
@ SPECIAL 

=a LA q 

Made by a pioneer in the dry type, air- 

cooled transformer field. Eliminate 

need for liquid filled units. No hazard- 

ous, inflammable oil or toxic liquid to 

fuss with. Maintenance of oil level, 

foreign matter, sludge accumulation, 

and subsequent filtering are relegated 

to the “horse and buggy days”. 

MARCUS DRY TYPE, 
AIR-COOLED TRANSFORMERS 

ARE SAFE —No explosion or fire 
hazards. No fire proof vaults. Class 
B and C heat proof insulations. 

ARE ECONOMICAL — Lower cost 
installation and operation, negligible 
maintenance. 

For the transformer that’s second to 
none, specify MARCUS. 

TRANSFORMER CO. 
INC. 

38 MONTGOMERY STREET 
HILLSIDE 5, NEW JERSEY 

PIONEERS IN THE FIELO OF AIR-COOLED TRANSFORMERS 

trolled merely with the turn of a 
knob, just as smoothly and easily as 
incandescent lamps have been dim- 
med or brightened in the past. 

The new system greatly increases 
the flexibility of fluorescent lamps 
and the range of uses to which they 
can be put, according to G-E engi- 
neers John H. Campbell and Harry 
E. Schultz, who designed the circuit 
making the control system possible. 

The engineers expect the dim- 
ming feature to find favor in such a 
variety of places as theaters, audi- 
toriums, schools, display rooms, 
stores, hotels, night clubs, restau- 
rants, television studios, show win- 
dows, signs, and in many other ap- 
plications. 

This system consists of a dim- 
ming control unit and especially de- 
signed matching ballast. Although 
the equipment is still in the design 
stage, early release for production 
is anticipated. It will be available 
for use with either the conventional 
40-watt pre-heat type of lamp, or 
with the new 40-watt “Rapid Start” 
fluorescent lamps. Two sizes of 
controls will be made, one operat- 
ing up to eight lamps, and the other 
up to 35 lamps. 

By means of a circuit which 
maintains the starting voltage but 
changes the current to affect the 
light output, fluorescent lamps can 
be turned on instantly at any point 
in the dimming range. By twisting 
a knob the lamps may be dimmed 
from maximum brightness until 
they produce practically no light at 
all, and then may be brightened in 
the same manner. 

New building houses 
Dallas GE Lamp Division 

GENERAL ELECTRIC Lamp Divi- 
sion is now conducting its business 
from new headquarters located at 
6500 Cedar Springs in the Airlawn 
Industrial District of Dallas, Texas. 

The modern, one story brick 
building provides 45,000 square 
feet of space with 8,000 square feet 
devoted to offices for the Sales and 
Service Districts. The remainder is 
warehouse space sufficient to han- 
dle millions of incandescent, fluo- 
rescent, mercury, and other types 
of lamps. 

These new facilities, in addition 
to the regional warehouse recently 
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3 out oF 4 

CLASS"“A” WINNERS 

OF GOLD SEAL AWARDS 

seo UNISTRUT 

CHANNEL, HANGERS AND FITTINGS 

All photographs by permission of Metals & Controls Corporation Entry No. 284 
Over toolmaker’s benches continuous rows of louvered, double 40-watt 
fixtures are supported by UNnistrutT channel at a height of 86". Over 
machines (in other photo) the same type UNistruT supported units 
are installed on 8’ centers in rows 7’ apart. 

Entry No. 287 
In the finished 
rolling mill of 
this plant, con- 
tinuous rows of 
fixtures are sup- 
ported by Unr- 
STRUT channel 

Entry No. 290 
In this high bay 
area the lighting 
units are sup- 
ported in 3 con- 
tinuous rows by 
UnistrRUT chan- 
nel at a height of 
21’ to avoid a 
traveling crane. 

a 
UE La NS Dishibvors end War Stocks in Principal Cities. 

Consult your Telephone 
Other Patents Pending Directories 

Write today for your FREE copy of New 
78-page Catalog No. 700! Includes above 
drawings and countless other examples of how 

. to mount, rack, frame, suspend and support 
The World’s Most Flexible all kinds of electrical and mechanical 
All-Purpose Metal Framing equipment. 

Unique metal framing system contributes 

perfect fixture alignment, added 

safety and better appearance to winning 

industrial lighting installations. 

In the Merit Award Competition sponsored by the Fourth 
International Lighting Exposition (Cleveland, May 6-9, 
1952), Gold Seal Awards were made for three outstanding 
industrial lighting jobs* using the UNistTruT system of 
fluorescent fixture supports. 

The advantages of using the UNISTRUT method as shown 
in the accompanying photos are obvious. It permits faster, 
easier, more accurate installation—requires fewer hanger 
stems and canopies. Cleaning and servicing cannot disturb 
fixture alignment. Lowers wiring and rewiring costs. UNI- 
STRUT channel is approved as wireway in Chicago and 
more than 20 other major cities—additional proof of its 
versatility and usefulness. Try it on your next lighting job! 

*Plonned and executed by G. E. Pieper, Materials Engineer, Spencer 
Thermostat Division, Metals & Controls Corporation, Attleboro, Mass. 

UNISTRUT P-1000 or P-2000 Channel 

Snap-in 
Closer Strip 

— cr g ae ‘ ‘ Hanger 7 Fitting sam § ome: P-2335 
End View of Fixture Mounted on 
UNISTRUT Channel 

UNISTRUT PRODUCTS COMPANY 
SOUTHEASTERN DISTRICT 

1321 Spring St., N.W., Atlanta, Georgia 

Please send without obligation the items checked below 
Catalog No. 700 UNiIsTRUT Sample 

Name___ 

Company_— 

Address__ 

City 
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Above are three views of the new GE building recently opened in Dallas. At 
the top is shown an exterior view of the building which is the home of GE’s 
Lamp Division. In the center is pictured the general office of the Service District. 
The office is lighted by Miller single lamp troffers on four foot centers. The 
last photo is of the office of R. A. Nungesser, Southwestern Sales District 
manager, which is lighted by Wakefield luminous ceiling, 125 footcandles. 

established in Houston, will pro- 
vide improved service for custom- 
ers in Texas, and parts of New 
Mexico, Oklahoma, and Louisiana. 
The Service District operations are 
under the direction of H. E. Lind- 
berg, district service manager. 

Headquarters for the Southwest- 
ern Sales District, headed by R. A. 
Nungesser, district sales manager, 
are also located in the new building. 

One of the interesting features 
of the building is the wide. variety 
of lighting applications. Each of- 
fice, or area, is lighted to demon- 
strate the. various techniques in 
lighting practice. Electrical con- 
tractors and others are invited to 
use the building as a demonstra- 
tion center to show various types 
of design and equipment to clients. 

Among the fixtures used are: Co- 
lumbia, Curtis, Daybrite, Electro, 
General, Globe, Holophane, Louver- 
all, Miller, Silvray, Overbagh and 
Ayres, Prylite, Revere, Sechrist, 
Sunbeam, and Wakefield. Also in- 
cluded are Ozone units for upper 
air irradiation. 

The following changes in personnel 
have been announced by the Virginia 
Public Service Company: 

J. B. Hawkins, formerly manager 
of the Blue Ridge district in Char- 
lottesville, has been named assistant 
vice-president of the Eastern division. 

Forrest U. Ross, former assistant 
vice-president of the Eastern division 
in Norfolk, has been appointed to fill 
the newly-created position of mana- 
ger of the Richmond area. 

Mr. Hawkins was employed by Vir- 
ginia Public Service Co. following his 
graduation from V.P.I. in 1926. He 
served in various engineering capa- 
cities until 1940 when he was made 
superintendent of operations for the 
company in Alexandria, the position 
he held until being transferred to 
Charlottesville in 1943. 

A native of Connecticut, Mr. Ross 
received his degree in electrical en- 
gineering from the Tri-State College 
of Engineering in Angola, Ind. He 
spent several years with various lamp 
manufacturers prior to joining Vepco 
in 1925 as an illuminating engineer. 
He subsequently served in various 
capacities with Vepco. He became 
manager of Portsmouth in 1938 and 
was located there until his appoint- 
ment as assistant vice-president of 
the Eastern division in 1946. 
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LAMPS FOR TEXAS—Over 600 lamp 
types and between seven and eight million 
lamp units can be stocked in the new 
warehouse opened by the Lamp Division, 
Westinghouse Electric Corp., in Dallas, 
Texas, recently. The new headquarters 
has 35,000 square feet to accommodate 
the warehouse and offices. The modern 
building was established for quicker and 
better customer services, and will serve 
Texas, New Mexico, and part of Arizona. 
It houses headquarters of Texas sales 

division. 

Mel Knox has joined Leader Elec- 
tric Company, manufacturer of flu- 
orescent lighting fixtures for business 
and industry, as a direct factory rep- 
resentative for the Washington area. 
His offices will be at 229 Bond Bldg., 
Washington, D. C. 

The Wagner Electric Corp., of St. 
Louis, Mo., recently announced the ap- 
pointinent of A. Callaway Allen as 
sales manager of the Electrical Divi- 
sion to succeed H. A. Hudson, who has 
a new position as sales anaiyst for the 
company. 

Mr. Allen began his career with the 
Wagner company in 1930, and has 
been manager of the Wagner electrical 
sales branch at Memphis since 1935. 

KULKA GREA TIONS Lead the Industry 

“Multi- Scopic a Supplying the Trade for a quarter century with soundly- 
a one dander ae She engineered, urgently needed, NEW, electrical wiring 
ampholder with the Kulka Telescopic” . H iri teri ination. feature built-in (No. 575). Readily devices for simpler wiring and better illumination 

TAKES ALL SIZE LAMPS from T-6 
to T-17. Made of white Urea plastic 
and mounts with a single screw. Has 
powerful coil spring (No. 575) to assure 
positive contact and firmness, yet 
allows for slight variation in lamp 
lengths. 

“TELESCOPIC”* 
The smallest, most versatile Slimline 

lampholder. TAKES ALL SIZE 
*PATENTED LAMPS from T-6 to the newest T-17. 

| USA and CANADA se with cadmium steel 
pleted brackets and adapter for 

etc varied mountings. Made of white 
Urea plastic. Wire leads as required. 

NOW AVAILABLE for 

Cold Cathode lamps 

KULKA ELECTRIC COMPAN Yursswssrss: 
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Raymond M. Waggoner has been 
transferred to Oakland, Calif., as vice- 
president in charge of Pacific Coast 
Sales for Hubbard and Co. Mr. Wag- 
goner has been vice-president for sales 
with headquarters in Pittsburgh. 
Previous to that he served as sales 
manager of the Midwest territory in 
Chicago. 

Hubbard and Company has also an- 
nounced that Marshall Lasher has 
been elected vice-president of Hub- 
bard and Company, California, and a 
director of the parent company. Previ- 
ous to his new appointment, Mr. 
Lasher was assistant to the late W. W. 
Glosser. He joined Hubbard and Com- 
pany in 1922 and has served since 
then in numerous capacities. 

Vernon B. Bail, manager of Monon- 
gahela Power Company’s Fairmont 
Division, has been named manager of 
the Panhandle Division, succeeding 
Robert H. Pell. W. Carlisle Wade, 
commercial promotion manager, suc- 
ceeds Mr. Bail. 

With the company since 1931, Mr 
Bail was assigned to the Fairmont 
post in 1951. Mr. Wade, who joined 
Monongahela Power in 1930, has been 
serving as commercial promotion man- 
ager since 1947, 

we 

B. W. Johnson, general manager of 
sales, Pole Line Hardware Division 
of Oliver Iron and Steel Corp., has 
announced the following changes in 
his organization effective September 1. 

C. R. Dudley, former Southeastern 
District representative of Atlanta, 
Ga., has been transferred to Dallas, 
Texas, to assume the duties of South- 
western District representative. His 
headquarters will be 150 Howell 
Street, the corporation’s office and 
warehouse. 

Mr. Dudley will be succeeded in At- 
lanta by Arthur P. Stanton. 

Arthur P. Stanton 

MITCHELL HEADS GEORGIA IES—T. Taylor Peake, right, hands gavel to 
J. D. Mitchell, district engineer for the Southeast Lamp Division of Westing- 
house, at IES meeting held recently in Atlanta. Other officers installed were: 
H. R. Chappell, vice-ch 
T. Taylor Peake, J. 

airman; J. E. McComack, secretary; board of managers— 
*. Sweatte, Judd Lough, and R. H. Hiller. Mr. Peake, of 

Georgia Power Company, was presented an inscribed gavel and framed certifi- 
cate of appreciation for a most successful year as chairman of the Georgia section, 

Edward S. Norwood has been ap- 
pointed South Atlantic District repre- 
sentative for Oliver, and will make 
his headquarters in Raleigh, N. C. 

Activities of these representatives 
will be supervised by G. M. Daly, 
Southern sales manager oi the Pole 
Line Hardware Division in Birming- 
ham, Ala. 

Les M. Taylor, vice-president and 
general sales manager, Mississippi 
Power and Light Co., in addition to 

Cc. R. Dudley 

his present duties, has assumed the 
responsibility of directing expansion 
of the company’s Agricultural and In- 
dustrial Department and a _ newly 
created Public Information and Ad- 
vertising Department. 

L. O. Bradshaw has been named 
manager of the development depart- 
ment, and Herbert Shaddix, manager 
of the new advertising department. 

& 
L. M. Smith, president of Alabama 

Power Company, today announced the 
following changes in personnel in the 
company’s general office, at Birming- 
ham. H. N. Henry, who has been vice- 
president and assistant to the general 
manager, will become vice-president 
in charge of employee relations. 

J. O. Henkel, Jr., who has been vice- 
president in charge of personnel and 
safety, will become vice-president and 
executive assistant. 

D. D. Wendel, who has been mana- 
ger of the company’s Western Divi- 
sion with headquarters in Birming- 
ham, has been named manager of 
transmission and distribution. 

C. T. Hunter, who has been vice- 
president in charge of the company’s 
Southeast Division with headquarters 
at Eufaula, has been named vice-pres- 
ident and division manager at Bir- 
mingham. 

W. M. Wade, district manager at 
Gadsden, has been elected division 
vice-president and succeeds Mr. 
Hunter at Eufaula. 

“It is a source of very great satis- 
faction,” Mr. Smith stated, “that these 
men, who have advanced with the 
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company over the years and are now 
holding responsible positions, had 
been preparing themselves for still 
greater responsibilities and were 
ready and qualified when the oppor- 
tunity came. It is our policy to pro- 
vide opportunities for advancement 
and to promote from within the ranks, 
wherever possible.” 

Announcement has been made by 
Lewis Detch, sales manager, of the 
appointment of Chester R. Lloyd as 
sales representative of the Louisiana, 

Chester R. Lloyd 

Mississippi, and Memphis territory of 
Great Western Fuse Division, Tite- 
flex, Inc. Mr. Lloyd will handle a 
ecmplete line of Great Western lag 
renewable fuses, lag renewal links and 
fuse plugs 

* 

H. A. “Moon” Mullin has been 
named advertising manager of the 
Electrical Supply Co., in New Or- 
leans, according to an announcement 
by Jimmy N. Roos, vice-president and 
general sales manager. 

Mr. Mullin formerly was with the 
sales promotion division of New Or- 
leans Public Service, Inc. 

He takes over the post vacated by 
James Kalshoven, who left for an as- 
seciate professorship in journalism at 
the University of Tennessee. 

The Hub Electric Co., of Chicago, 
Ill., recently announced the appoint- 
ment of Theodore Fuchs as consultant 
to the company on lighting and con- 
trol equipment. Mr. Fuchs is nation- 
ally recognized as an author, lecturer, 
and authority in the field of stage and 
auditorium lighting. 

Kenneth C. Lasseter, general super- 
intendent of Savannah Electric and 
Power Co., has been elected vice- 
president in charge of operations. 

Except for the years between 1930 
and 1937 when he was associated with 
the Western Public Service Company 
in Nebraska, Mr. Lasseter has been 
with the Savannah company since 
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FREE FILE 

Icandex 
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| GROUP REPLAC 
j 

| 

*Pinee, 
Amece 

teal Wataty 4 OmPi er rae OF foe aPrurmet oT mG MG bar 

Pern, 

It gives you the last word on group re- 

placement 

In simple, practical terms it tells you 

how to determine your most 

profitable cleaning cycle 

how to eliminate 83% of your 

lamp burnouts 

how to cut lamp replacement 

to a sixth of its former cost 

ION LAMP WORKS 
LYNN, MASSACHUSETTS 

Please mail your Free File Folder ES on planned cleaning 
and group replacement, at no cost or obligation to: 

Name Position 

Company 

Street 

City State 
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1923. Starting as a junior engineer, 
he was advanced to superintendent of 
transmission and distribution and to 
general superintendent in 1950. 

Max D. Gruber, formerly of Gruber 
Bros., Inc., has established himself as 
a manufacturers representative with 
headquarters at 235 West 58th St., 
New York 19, N. Y 

In the metropolitan area of New 
York, Mr. Gruber will represent 

For Home and Community 

Outdoor Holiday Lighting 

e Flexible aluminum strips completely 
wired . . . ready to interlock into 
prize-winning designs. 

e Makes complicated outdoor lighting 
displays child’s play. Won't rust. 
Neat. Use year after year. 

eo 
e Helpful “how-to-make” design bro- 

chure in each Strip-O-Light package. soto 

Write For Additional Information 

} 

ELECTRIC CO. Max D. Gruber 

ml 

Crystal Mart, Inc., and Wilson Luve- 
Pawtucket, R.1. Tile, illuminated ceiling. In addition, 

he will represent Lithonia Lighting 
Products Co., of Lithonia, Ga., in the 
entire Northeastern area from Wash- 
ington to Maine. 

MOST POPULAR with the Mr. Gruber is no longer associated 
Ii Line MAN ON THE JOB — in any way with Gruber Bros., Inc., 

or with his brother Harry Gruber. 
Always Dependable Quality 

SAVES TIME-- TROUBLE AND MONEY e 
Established 1915 

id by leading E. H. Powell has been appointed 
assistant manager of General Elec- 

a * tric’s Richmond, Va., apparatus sales 
’ ‘ office, a regional sales office with 

BORING en CERAMIC branches in Norfolk and Charlottes- 
ATTACHMENT - WIRE HOLDER ville, Va., and Williamstown, N. C. 
For 2" Electric Drill wees : Since 1949, Powell has managed 
Bores holes in high, fe BRACKETS prose. *~alaeaain N. J., sales 
low and hard-to- =e , apparatus omice. 
reach: places. ; By : e 
Available also com- gcotige e ‘ 
plete with drill. 

EEN NIPET 1 pan anomenciemnameateinal 

George T. Morse, Jr., president and 
: ¢ : Ss general manager of Peden Iron and 

eT * ‘ * : Steel Co., Houston, Tex., wholesalers, 
announces the appointment of J. D. 
Bryan, Jr., as sales promotion man- 
ager. Mr. Bryan has been with the 
Peden company for a number of years 
Beginning in the warehouse, he has 

: in more recent years been in the sales 
} and purchasing divisions. 

Rageoagenyy ol ) "There are SIXTEEN “Jiffy” Sd 
HS Electric Drill. TIME and MONEY 
Cuts wood, plas- Bulldog Electric Products Co., De- 
ter, metal, pipe, SAVING Products. troit, has recently added Kirtlin L. 
etc. Sturdy, de- How Many Do YOU Use? Kelly to its staff of field representa- 
pendable. tives. Leo H. Lipscomb, sales man- 

New "Jiffy" Folder ES just off the press. Write for it! ager, has announced that Kelly will 
cover the Huntington, W. Va., terri- 
tory. 

Before joining Bulldog, Kelly was 
with the Kentucky and West Va. 

1144 WEST WASHINGTON BOULEVARD 
CHICAGO 7, ILLINOIS 
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Power Co., and was a commercial en- 
gineer for the past four years with 
Appalachian Electric Power Co., of 
Huntington. 

e 

Eric E. DeMarsh, sales manager of 
Burndy Engineering Co., Inc., Nor- 
walk, Conn., has just been elected vice- 
president in charge of sales. Mr. 
DeMarsh, a member of the board of 

Eric E. DeMarsh 

directors since 1948, has been as- 
sociated with Burndy for sixteen 
years, the past four as sales manager, 
succeeding F. E. L. Whitesell upon the 
latter’s retirement. 

NEW PRODUCT NEWS 

“The McKinley” luminaire 
A PENDANT-MOUNTED, luminous-indi- 

rect luminaire has been introduced by 
the Pittsburgh Reflector Co., of Pitts- 
burgh, Pa. The new unit, “The Mc- 
Kinley,” is a 4-foot, slimline luminaire 
that is particularly adapted for use in 
schools, office buildings, drafting 
rooms, and other applications requir- 
ing a unit of low surface brightness. 

The McKinley scores high in lumen 
output with an over-all efficiency of 
76.5 per cent and exceeds the rigid 
low surface brightness specification of 
0.5 foot-candles per square inch below 
90 degrees. 

In appearance, the unit is wide and 
shallow. The combined side and bot- 
tom panels of white, ribbed polysty- 
rene, reinforced by a narrow longi- 
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switchgear 
(drawout or stationary) 

“Concentrol’’ motor 

control centers 

panelboards 

feeder & plug-in 

bus duct 

unit substations 

instrument panels 

*““Weather-Loc’’ 

enclosures 

theater switchboards 

wireway 

i> 

DATA ON INSTALLATION PICTURED 
High voltage sections: Load Break Air In- 
terrupter Switches. 
Transformers: Askarel Immersed, 1500 KVA, 
3-Phase, 12,000-480 V. 
Switchgear: 600 V., Drawout Type Air Cir- 
cuit Breckers. 
Bus Duct: Continental Low Impedance Feeder 
Bus Duct. 

Before you decide on 
any Electrical Distribution 
Equipment, be sure you have 
Continental's engineered pro- 
posals and delivery schedules! 
Your inquiries will be given 
prompt attention .. . and Con- 
tinental's standardized equip- 
ment will get you into action 
... fast! 

@ @ @ the modern, low-cost 

“packaged” method of supplying 

power. This Continental installa- 

tion is a 3000 KVA Double Ended 

Unit. With Continental equipment, 

you can coordinate your complete 

electrical distribution system. And, 

Continental craftsmanship gives 

you top performance and appear- 
ance value. 

ELECTRIC EQUIPMENT CO. 

BOX 1055-S, CINCINNATI 1, OHIO 

- manufacturers of 
one of the most complete lines of 
Electrical Distribution Equipment 

Send for 
literature and standards 

Specify Continental . . . with Confidence? 
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Horizontal Hanger lies 
across channels — slide the 
Box into position and lock it 
with a turn of the screw- 
driver — anchor firmly by 
wrapping endstraps around 
channels. 

Ask about 
lok's other 
saving supports for 
Outlet Boxes and 
Conduits in steel 
and wood-frame 
buildings. Get 
Catalog 52-3 

Install Outlet Boxes in Hung Ceilings and 

Steel Framework FASTER, SAFER, CHEAPER 

with... HAST-JOK, 

ADJUSTABLE OUTLET-BOX HANGERS 

No fussing, disassembly, or fancy tying. Fit 

any size and spacing of beams or channels. 

THE Fast-[oxK MANUFACTURING CO. 
Ash Street at Bedford 

Snap the Box on the 
exclusive Fast-lok 
Button or threaded 
Fixture Stud 

ihe. "4 OO \ 

Upright Support — single- 
arm type, ideal where chan- 
nel spacing exceeds 24”. Just 
slip hooked endplate over 
one lip of channel, slide 
clamp over the other — lock 
it with a turn of the screw- 
driver. Slide the Box to posi- 
tion and fix it permanent'y 

by tightening the But 
ton Screw. 

* Bridgeport 5, Conn. 

DUST-TIGHT 

LIGHTING 

FIXTURES 

... for hazardous locations where 

R&S Type DL Lighting Fixtures contribute outstand- 
ing advances in fixture construction and installation 
simplicity! They operate very cool —'way below al- 
lowable temperatures for this type of installation. 

Two exclusive design features, in addition to basic 
advantages common to other well-constructed dust- 
tight fixtures, assure faster, easier installation, cleaning 
and relamping. They're made of cast aluminum alloy 
— designed with streamlined simplicity — and shaped 
to prevent dangerous accumulation of dust particles. 

1151—11 Write for Information Data Sheet No. 
Pendent and Junction Box bases 

flammable or explosive dusts are 
present. Class II, Groups E, F, G 
and Class Ill. 

ign Foaines 
1 Lampholders are located 
within the conduit box as- 
sembly of both pendent and 
junction box types, permit- 
ting installation and wiring 
without regard to size or 
style of fixture. 

Ww 

._¢ 

2 All fixture — globe — Re- 
flector assemblies fit either 
base and are easily attached 
or interchanged by means of 
a simple bayonet slot and 
screw arrangement, without 
disturbing electrical connec- 
tions. 

standard to all fixtures. They ac 
commodate any fixture — globe — re . 
flector assembly in 100 or 200 wat e 
sizes. 

RUSSELL & STOLL COMPANY, INC. + 125 BARCLAY STREET, NEW YORK 7, N.Y F-1 

R
U
S
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tudinal strip, give high reflectivity 
and low surface brightness. As & 
result, the luminaire blends with the 
ceiling when lighted since its bright- 
ness and the ceiling’s are almost 
equal. 

The McKinley is available in 4-foot 
units, 16-5/16 inches wide and 4 inches 
deep. The units are pendant mounted 
with Pittsburgh “H” series hangers. 
Hangers grip the unit at any point 
along the raceway, allowing flexibility 
of installation to avoid beams and 
pipes. 

® 

Louvered fixtures 

THE EASTERN Fixture Co., 170 
Vernon St., Boston 20, Mass., has 
introduced their N series of louvered 
fixtures. The designed for 

offices, and public buildings, 
series, 

schools, 

features a 4-inch and 8-inch unit with 
either plastic or metal sides, and the 
“Pinch ’N Drop” louver construction 
for one man louver installation. East- 
ern’s Vibra-Lok end section keeps 
lamp sockets firmly in position and 
eliminates lamp vibration. 

High-bay reflector lamp 

HIGH INITIAL efficiency and a high 
continued output are among the fea- 
tures found in the new high-bay re- 
flector lamp recently announced by 
Sylvania Electric Products, _ Ince., 
Salem, Mass. 

The lamp, designated the R-52, has 
a rated average life of 2,000 hours. 
It has a mogul base and was designed 
for base-up burning positions, or 
within 25 degrees of vertically base 
up. The new unit has a C-7A fila- 
ment construction with a collector 
grid and a maximum over-all length 
of 11% inches. It operates at 115, 
120, and 125 volts. 

The new unit has a high initial 
efficiency and a high continued out- 
put because of the protection of the 
reflecting surface from dust and oily 
deposits. Original efficiency is re 
stored without cleaning when lamps 
are replaced. 

Christmas lamp sales helps 
A GAYLY-COLORED merchandiser will 

decorate the counter and promote the 
sale of Christmas lights in many a 
Westinghouse dealer’s store this Yule- 
tide. 

The merchandiser, a sturdy cor- 
rugated exhibit 16 inches deep, 10 
inches wide and 24 inches high, is fac- 
tory-packed and contains an assort- 
ment of 250 small lamps for holiday 

ELECTRICAL SOUTH for OCTOBER, 1952 



tree and house decorations. The dis- 
play features the new, nationally-ad- 
vertised Permacote lamp whose color- 
ing won’t chip or peel because it is 
fused to the lamp bulb itself. 

The counter display, known as the 
Westinghouse No. 250 Christmas Tree 
Bulb Merchandising Assortment, con- 
tains 150 of the C-7% Permacotes; 
60 of the C-6 lamps for the series- 
burning Christmas tree strings, and 
40 C-9 \4s, the internally-colored lamps 
for which there is a large demand for 
outdoor lighting and decorating. All 
three types are available in red, blue, 
green, orange and white. 

The Westinghouse Lamp Division 
has just published a 20-page booklet 
crammed with new large-scale light- 
ing for the forthcoming holi- 
days. The booklet, the work of several 
Westinghouse engineers, is called “63 
Brilliant Ideas for Christmas Light- 
ing.” 

Keyed to the slogan, “There’s a 
Westinghouse bulb for every lighting 
purpose,” the booklet, through the 
medium of line drawings, describes 
showcase lamps, spot and floodlamps 
for indoor and outdoor use, Christmas 
tree lamps and a variety of other 
lighting equipment designed for large- 
scale decorative display. 

Copies of the booklet are available 
without charge from Westinghouse 
Lighting Dept., P. O. Box 430, Bloom- 
fieid, N. J. 

ideas 

Outdoor lighting unit 
A RUGGED, outdoor lighting unit de- 

signed for wall mounting has been de- 
veloped by Holophane Company, Inc., 
342 Madison Ave., New York 17, 
N. Y. The new unit carries the regis- 
tered trademark No. 420 A-Way. The 
prismatic construction directs the light 
which would normally fall on the wall 
into useful zones, providing highest 
levels of illumination where most 
needed. Ten feet above ground with 
200 watt lamp, a semi circle of 35 feet 
radius resultine in an average of 0.5 
footcandle is illuminated. 

Trouble-free and ruggedly  con- 
structed, the No. 420 unit lends itself 
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For Automatic Control 
of Lighting in: 

PARKING LOTS 
SHIPPING AREAS 
FACTORY YARDS 
STORAGE AREAS 

OUTDOOR PRODUCTION LINES 
PROTECTIVE LIGHTING SYSTEMS 

For Aircratt Obstruction 
Light Control 

SMOKE STACKS 
RADIO TOWERS 

HIGH BUILDINGS 
BRIDGES 

ELEVATED TANKS 

1952 

eo |The FISHER- 
A pn © © |} 

for OUTDOOR LIGHTING 

when you need it 

FISHER-PIERCE 

PHOTOELECTRIC 

CONTROL 

Fisher-Pierce Controls provide lighting safety and 
economy because lights are on when and only when 
needed, regardless of time of day or weather condi- 
tions. Because the control is photoelectric, it de- 
pends only on natural light values for operation. 
There is no mechanical device to get out of phase 
with actual daylight conditions. 

LOW COST F-P Controls provide true econ- 
omy. Purchase price is low — installation and 
maintenance negligible. 

EASY TO INSTALL complete installation can 
be made rapidly by your own plant electrician. 

PROVEN — The control is a modification of the 
well-known Fisher-Pierce Photoelectric Control for 
Street Lighting. There are now more than 35,000 
of these controls in use by over 700 utility com- 
panies. 

Write for detailed information. 

| PIERCE CO., Inc. 

59 Pearl St., So. Braintree, Boston 85, Mass. 
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MONITOR 

Quality 

THROUGH 

RESEARCH 
FOR MORE THAN 

64 YEARS 

W 

MOTOR CONTROLS 

SPECIAL CONTROL CUBICLE TO CONTROL HYDRAU- 
LIC AND PNEUMATIC OPERATION OF FREIGHT 
ELEVATOR PUMPS. 

@ The long and dependable ser- 
vice which MONITOR controls 
have rendered in countless in- 
dustrial installations all over the 
globe is the true yardstick of 
MONITOR’S unchallenged su- 
periority in this field. On your 
next job, take advantage of this 
leadership — be sure to specify 
MONITOR controls! 

The 

MONITOR 

CONTROLLER CO. 
Braintree 84, Mass. 

REPRESENTED BY 
ELECTRICAL CONTROL COMPANY 

525 North Kentucky 
Oklahoma City 7, Oklahoma 

B. S. WOODMAN 
1570 Northside Ave 
Atlanta, Georgia 

L. L. ROUSSEL LYNN ELLIOTT CO. 
312 E. Livingston PI 322 M & M Building 
New Orleans, La. Houston 2, Texas 

ato Piola 

\ z= 
* Seua* 

THIS little symbol that has 
appeared on our contents page 
over a period of many years 
stands for Audit Bureau of Cir- 
culation. It indicates that this 
publication, along with many 
others that are members of 
“ABC,” has its circulation rec- 
ords audited periodically to as- 
sure advertisers, advertising 
agencies, and others interested, 
that ELECTRICAL SOUTH’s cir- 
culation is exactly what the pub- 
lishers claim it to be. 

Before 1914, there was no 
generally accepted means of 
measuring a_ publication’s cir- 
culation. There were no stand- 
ards of circulation values. If a 
publisher honestly claimed a cir- 
culation of 15,000, he might find 
himself bucking a competitor’s 
claim of 25,000, which by actual 
count might have been consider- 
ably lower. Likewise, advertisers 
were placed in the predicament 
of not knowing who read a spe- 
cific publication. 

A group of publishers and ad- 
vertising men, seeing this mu- 
tual need for dependable facts 
and figures on circulation, 
formed a co-operative associa- 
tion which they called the Audit 
3ureau of Circulation. Today, 

there are some 370 business pub- 
lication members of ABC who 
have indicated through their 
membership that they realize 
the value of throwing out cir- 
culation guesswork. If the bene- 
fit of ABC to the reader is not 
as obvious as the benefit to the 
advertiser, it is nevertheless 
equally substantial. The estab- 
lishment of circulation standards 
has had far-reaching effects on 
the advertising business as a 
whole. By enabling investment 
in advertising on the basis of 
facts, ABC has contributed to 
greater advertising effectiveness. 

hoe Reader and advertiser 

¢ have a stake in this symbol 

In turn this has helped product 
sales, increased production, and 
given rise to employment, while 
lowering unit cost—all contribu- 
tory factors to a growing econo- 
my that benefits all. 

Editorial content is the back- 
bone of a publication. If there 
is meat in the editorial pages, 
you read the magazine. It’s 
good business. It helps you do 
your job quicker, more efficient- 
ly, and with greater promptness. 

ABC standardization of cir- 
culation technique is the behind- 
the-scenes force that makes for 
editorial quality. You, the read- 
er, show your approval by pay- 
ing to read what our writers 
have to say. The ABC audit of 
our circulation shows us that 
this is true, and it will just as 
quickly show us our short-com- 
ings when we cease to serve you 
effectively. This constant check 
of your interests keeps us on 
our editorial toes; keeps us striv- 
ing to furnish you the news and 
information that will make you 
more successful in your business 
operations. 

One of the most remarkable 
things about ABC, in this pe- 
riod, is that it is a creation of 
independent businessmen, not a 
governmental agency. In an era 
when the government operates 
controlling agencies in such 
fields as security sales, foods 
and drugs, life insurance, and 
banking, ABC is unique. Here 
is self-regulation in a highly de- 
veloped and successful form. 
Because we have this free asso- 
ciation of people in advertising 
and selling, because we have 
banded together to protect our- 
selves and the reader, there has 
never been a need for a Federal 
bureau of circulation audit. 

—The Editors 
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“SUPERSPOT” 

100,000 CANDLEPOWER 
FOR ONLY 300 WATTS 

Brilliant illumination for 
outdoor service. Single spots 
or clusters—with inter- 
changeable mounting acces- 
sories for wall, pipe or 42” 
conduit. Cast aluminum 
throughout. UL. approved. 

| “CUSHION SEAL” 

LAMP HOLDER 

For extra lamp life with any 
lamp in any weather. Pro- 
vides maximum lamp cooling 
and perfect weathersealing of 
all lamps—long or short— 
PAR-38 or R-40. Cast alu- 
minum throughout. 

ROLLA-TRAY 

LIGHT 

A **peite 
around” util- 
ity light with 
carry-all tool 
tray for gen- 
eral car shop 
use — indoor 
or outdoor. 
Glazed heat- 
proof porce- 
lain socket 
for reflector 
floods or heat 
lamps. Cable 
included. 

ISLAND-AREA 

LIGHT 

Porcelain- 
enamel steel 
with built-in 
cast alumi- 
num bonnet 
for 1 to § 
lamp holders 
.. . Exclusive 
design saves 
an hour's wir- 
ing time per 
unit. Avail- 
able in red, 
blue, cream, 
white, light 
and dark 
green. 

@ Write today for catalog and 
illuminating data, Stonco Electric 
Products Company, 323 Monroe 
Avenue, Kenilworth, N. J. 

equally well for industrial and resi- 
dential locations. A few typical ap- 
plications: warehouses, gates, fences, 
platforms, entrances, garage doors, 
housing developments, service  sta- 
tions. 

No maintenance is required except 
bulb replacement. There is no collec- 
tion of dirt on outer surfaces—rain 
does the cleaning job. Perfectly pro- 
portioned, the hood and refractor pre- 
sent simple, functional lines, with a 
streamlined distinctive look. 

Recessed downlights 
A NEW DEPARTURE in design, appear- 

ance, and ease of installation in the 
form of a new series of square re- 
cessed downlights is announced by the 
Pittsburgh Reflector Co., 405 Oliver 
Bldg., Pittsburgh 22, Pa. 

The three units of the optical train 
—Square Permafiector, lamp, and lens 

— have been combined to produce 
maximum brightness with controlled 
brightness and versatility of applica- 
tions. 

Design of the unit features clean, 
modern lines, and they are shipped 
completely packaged, wired, and 
ready for installation. 

Pittsburgh Reflector’s data sheet, 
DL-300, describes the product com- 
pletely. 

e 

Fiuorescent mercury lamp 

A 1,000-waTr mercury lamp that 
produces white light has been de- 
veloped by the Westinghouse Lamp 
Division, Bloomfield, N. J. The new 
lamp preserves the long life and effi- 
ciency features of the 400-watt fluo- 
rescent J-Hl bulb, and _ provides 
greater light output, 50,000 lumens. 
It is designed for lighting large in- 
dustrial areas and for floodlighting. 

The golden white light is created 
by blending red with the familiar 
blue-green-yellow hues of the earlier 
mercury light, already used by indus- 
trial, street, and floodlighting engi- 
neers because its long’ life eliminates 
the need for frequent replacements. 
This lamp also eliminates the need 
for incandescent lamps, usually used 
in conjunction with mercuries to add 
missing red tones. The reduced glare 
of this light is a result of the fluores- 
cent coating in this two-in-one lamp. 
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tele} Tey ites 

FLOODLIGHTING 

STONCO 

ISLAND-AREA LIGHT 

Use with or without cluster lights 
—add lights at any time. No 
splice box or other accessories 
needed. Cluster lights screw into 
pre-tapped, built-in cast alumi- 
num bonnet. 
You save at least an hour's wir- 
ing time when you install or add 
cluster lights. Removable front 
cover makes wiring and splicing 
easier and speeds up entire job. 
All wiring fully enclosed. 

20” heavy gauge steel reflector 
finished in vitreous porcelain 
enamel inside and out—available 
in red, white, blue, cream, light 
green and dark green. 

* STOP EARLY 

BURNOUTS! 

Cooler lamps have longer life 
Stonco “Cushion-Seal” lamp 
holder assures maximum lamp 
cooling by completely exposing 
the hot-spot filament area to open 
air circulation. Makes a perfect 
weather-tight seal on all lamps— 
long or short—PAR-38 or R-40, 
medium or mogul. Write Stonco 
Electric Products Co., 325 Mtou 
roe Ave., Kenilworth, N. J 



Leader electric catalog er’s Industrial Diffuser Unit, for use A copy of this new two-color cata- 
JUST OFF the press is the new in locations where it is desirable to log is available by writing to Leader 

Leader Electric Company catalog, modify the contrast between brightly Electric Co., 3500 N. Kedzie Ave., Chi- 
showing the complete Leader fluores- lighted work areas and dark upper cago 18, IIl. 
cent fixture line. Among the units areas. A 7 per cent upward lighting e 
featured in the catalog is the “sky- component is provided to meet this 

- : all Cork adapter lamp kit liner,” a powerful, surface-mounted need, incorporated in a rugged 
fixture available in sizes up to 4 feet steel fixture. This unit is available THE NEW CORK adapter, a practical, 
by 8 feet, with a choice of injection- for two or three lamps, in open or inexpensive method of converting 
molded plastic louver or various types closed end models. bottles, jugs, and vases into electric 
of plastic diffusion inserts. This unit Leader’s overhead fluorescent unit lamps, is now available, according to 
is ideal for department stores and for gas station illumination is also W. N. de Sherbinin Products Co., 
other high-ceilinged interiors where described in detail in the catalog. The Brookfield, Conn. 
the need is for very large amounts of “Station Master” speeds up station 
light. service by providing plentiful, glare 

Another new unit described is Lead less light. 

THERE IS NO SUBSTITUTE 

FOR QUALITY! 

There is no finer starter than a «HUB” 

COMPLETE LINE A 7 The cork ar ore in sizes to fit any 
opening up to 2% inches, and for any 

H U e & u & c T R | Cc 54 variation in the size of the opening 
}__ MANUFACTURING CO. enough cork is peeled off to give a 

snug fit. A side cord outlet eliminates 
523 MEDFORD STREET ° y drilling or the need for tools in mak- 
CHARLESTOWN 29, MASS ing up a lamp with this kit. The de 

, ad . Sherbinin’s adapters are designed to 
Represented by: Russ-Don Sales Co., 3105 Rockwell Rd., N. E., Atlanta 5, Ga., Georgia, be used with three-way light bulbs. Alabama, Florida; Allen G. Gill. Box 5642, Raleigh, N. C.. N. C..-8. C.. Va.; Lewis V. Watis, They are listed with Underwriters’ 
6742 Montgomery Rd., Cincinnati 13, Ohio, Southern Ohio, West Virginia, Kentucky, Ten- . . messee; Milner Mfg. Co., 3131 Oak Lane, Dallas, Texas; R. J. Laubersheimer, dn, P. & Laboratories. Rox 1072. New Orleans. La., Texas. Oklahoma, Ark., La., Miss. = 

Wall lamp catalog 
BULLETIN » ¥ A COLORFUL Wallamp catalog has 

just been published by La Salle Prod- 
* ucts, Ine., 145 Seneca St., Buffalo, 

VOURS FOR AOAETEE N. Y., showing 38 striking Wallamps, 
THE ASKING ARE NOT THE ONLY 11 of which are new creations. The 

STAR PERFORMERS pong ne a modern, tra- 
itional, and colonia esigns. 

IN THE GYMNASIUM The catalog discusses La Salle’s 
AND SWIMMING lamps for every type room in the 

POOL house, all of which are equipped with 
indirect plastic diffusing bowls and 
the La Salle patented “Stay-Straight” 
hanger. 

Also included in the book is the 
new swing-arm study lamp. In addi- 
tion to its six-inch by 14-inch parch- 
ment shade, and six-inch plastic indi- 
rect bowl, this lamp’s adjustable 
swing-arm sheds light over the work 

LIGHTING FIXTURES 
ARE STAR PERFORMERS ALSO 
They are mode to exacting 
specifications, easy to install and 
maintain. give lasting lighting 
efficiency and satistoction 
EACH OF THESE UNITS IS BACKED BY MULT) ELECTRICAL MEG MANY TEARS OF EXPERIENCE IN THE MANUFACTURE OF 

ARTICIPATING MEMBER IN 

Bulletin S 
: MULT ELECTRICAL MFG. c 0. 

d ing “Cgutp 
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area, with no from 
lighting. 

Initial production has begun coin- 
cident with the issuance of the new 
catalog, so that the new items in the 
line can be shipped shortly after re 
ceipt of orders. 

glare angle 

* 
Lightolier fixtures 

CEILING AND WALL fixtures to fit 
many style and price ranges have been 
introduced by Lightolier, Inc. These 
new fixtures range in design from 
Early American to crisp contem- 
porary. 

Included in the collections are new 
outdoor “Americana” fixtures which 
are suited to frame a front door, or 
light a corridor or porch. This group 
also includes a style which is particu- 

room, foyer, or enclosed porch. 
The suspended Pacemaker style 

mounts one foot from the ceiling on 
three gleaming shafts, and directs an 
accent of glare-free light downward. 
The contemporary Lytecasters come 
in one style to accent a focal point in 
a large room, and a second which gives 
a soft light, particularly suitable for 
a dinette table or hall, entrance-way, 
bedroom, or porch. 

e 
S & M Flood-lites 

A SERIES of new Flood-lites in the 
750-1500 watt range with daylight 
focusing and other new features has 
been announced by the S & M Lamp 
Co., Los Angeles. 

Three types are available: No. 952 
wide beam 90 degrees; No. 1052 me- 

beam 15 degrees. 
wiring 

1072 narrow 
els for closed 

Mod- 
are open or 

larly suited to a dinette, hall, bed- dium beam 70 degrees; and the No offered in all three types. 

NITETIMER 

FOR ATTIC FAN OPERATION OR 

ANY INTERVAL TIMING USE 
A precision clock movement, the NITETIMER is particularly 
adapted to attic fan use. Replacing an ordinary wall switch, 
the timer is used to manually start the fan. At the same time 
you select an operating time period. Day or night, the timer 
will automatically turn off the fan when the selected length of 
time has elapsed. It is seldom necessary for a fan to run all 
night as the early morning operation of a fan may often cause 
chilly discomfort. Thus a NITETIMER quickly earns its cost by 
turning off current to the fan, saving power and avoiding the 
annoyance of being awakened 
There are many other uses for this sturdy interval timer. sucti 
as—store window lighting control; refrigeration coil defrost 
day and night temperature timing contro! (when used 
ordinary thermostats) 
of pumps, machines and other devices. 

Unusual Features: 
npact; same size as standard switch plate 

TIME SWITCH 
= 

neutral gray baked enomel finish—blends with sur 
unding finishes, will not wear or tarnish. 

construction—not necessary to take apart to install 
precision clock, movement—time proven in 400,000 

One piece 
sive 

Under r's approved “Micro-Switch.” 
As quickly and easily installed as an ordinary wall switch 

REPRESENTATIVES 
J. P. Ashcraft Co.—Texas & Louisiana 
5643 Dyer St 
Dallas, Texas 
Chas. Woodyard—Alabama—Georgia 
2334 Westminister Way N.E. 
Atlanta. Georgia ACTUAL SIZE 

USE THE BEST 

PRECISION PRODUCTS INC. 
530 S. QUAKER AVE. 
TULSA 10, OKLAHOMA 

Paul Lumpkin—N. Carolina, S. Carolina, Virginia 
222 Builders Bldg. 
Charlotte 1, N. C. 
Wahlman Associates—Michigan, Indiana, Ohio, Kentucky 
1620 Central Ave 21 
Indianapolis 2, Ind. 
Wait Mfg. Co.—Oklahoma, Kansas, 
415 N.Elwood West half Arkansas 
Tulsa, Okla. West half Missouri 

SOME GOOD TERRITORY OPEN FOR MANUFACTURERS REPRESENTATIVES 
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THERE’S 

SAFETY IN 

NUMBERS 

And you'll be in good company 
when you join the long list of 
satisfied Kayline customers. For 
over 55 years Kayline has been a 
leader in the lighting fixtures field. 
Our new catalogue No. 52 is filled 
with illustrations, charts and sug- 
gestions for installation of fluo- 
rescent, incandescent and slimline 
fixtures. You'll want it as a handy 
guide in specifying lighting fix- 
tures for commercial, industrial 
and residential uses. Mail coupon 
for your copy today. 
See Sweet's Architectural 
File—Section 31A-12 
A recent Kayline installation is in 
Army Depot 
Memphis, Tennessee 

LINE COMPANY KAY = STREET 2480 EAST 22nd 
CLEVELAND 15, OHO > 

e #52. 
end me Kayline’s Catalogu Please $ 

* 

Heads have totally enclosed, one- 
piece cast aluminum construction. 
Vertical and horizontal quadrants, 
and front and back aiming sights 
make daylight focusing easier than 
ever before. The front sight is de- 
signed so that it can, also be used as 
a handle during servicing. Reflectors 
are 17% inches in diameter, and are 
Alzak processed. 

A wide variety of mounting brack- 
ets solve most installation problems. 
Single and duplex slin-fitters may be 
used on either 1% or 2 inch pipe. 

* 

Low-brighitness unit 

A LOW-BRIGHTNESS unit which offers 
glare-free light has been perfected 
by Leader Electric Co., 3500 N. Ked- 
zie Ave., Chicago, Ill. This new unit 
is made of diffused Alzak aluminum 
with true parabolic side and center 
reflectors. It uses two T-17 tubes. 

Leader’s units are ideal for use in 
libraries, drafting rooms, and other 
situations where light for close seeing 
is a constant requirement. They may 
be used as individual fixtures, or in 
continuous rows, either ceiling mount- 
ed or suspended. 

Silvray data sheets 

FIVE ADDITIONAL data sheets in a 
series being published on its complete 
line of lighting fixtures and equip- 
ment are now available from Silvray 
Lighting Inc., 100 W. Main St., Bound 
Brook, N. J. The new literature de- 
scribes concentric ring lum‘naires for 
use with silvered bowl incandescent 
lamps, in the Super 500 and Super 
1500 lines. 

The data sheets are printed on 8% 
by 11-inch paper, punched for stand- 
ard three-ring binders. They contain 
full descriptions and illustrations of 
the units, accurate specifications, con- 
struction details, photo-metric dia- 
grams, and other information. 

* 

Lightolier lamp catalog 

A HANDSOME new two-color, 16- 
page lamp catalog has just been re- 
leased to lighting distributors by 
Lightolier, Inc., reviewing high spots 
of the company’s floor and table lamp 
collections. 

Designed principally as a reorder 
guide, the catalog is themed to the 

which is the 
advertising 

“new way of living,” 
basis of the company’s 
campaign this year. 

Copies of the catalog are being dis- 
tributed to all Lightouer outlets. r ree 
sample copies may be secured by writ- 
ing to Lightolier, Inc., 346 Claremont 
Ave., Jersey City, N. J. Larger quan- 
tities are sold at a nominal sum. 

The catalog shows, in room settings 
or in still-life photography, nearly 
100 lamps in the traditional, provin- 
cial, transitional, or contemporary 
moods. Technical information, and 
descriptions of the uses of the various 
lamps are also contained. 

Mercury vapor luminaire 
THE GREAT NORTHERN Manufac- 

turing Corp., Chicago, has developed 
and added to its line a new mercury 
vapor unit, featuring highly advanced 
engineered design, with wide applica- 
bility in commercial and industrial 
use. 

The new unit, designated MV-100, 
is designed especially for commercial 
buildings, service stations, parking 

areas, car lots, and any commercial or 
industrial installations where crystal- 
clear sheets of warm, bright light are 
necessary. 

Starter and socket 
A NEW AUTOMATIC reset fluorescent 

lamp starter, the FS6-NA, and a new 
mogul separate starter socket, S-377, 
have been announced by the Lighting 
Division of Sylvania Electric Prod- 
ucts, Inc., 1740 Broadway, New York 
19, N. Y., and are available immedi- 
ately. 

The new FS6-NA is a_ two-pin 
starter for use with 85, 90, and 100 
watt lamps. It automatically cuts out 
a blinking and flashing lamp which has 
reached the end of life and automati- 
cally resets the cutout to provide nor- 
mal operation when the new lamp is 
installed. It also protects ballasts 
from overheating as a result of con- 
tinuing starting attempts. 

Desiened for use with glow-switch 
type starters is the new mogul sepa- 
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rate starter socket. The new socket 
will accommodate both two-pin and 
four-pin glow-switch starters, used 
almost exclusively for starting 85, 90, 
and 100 watt lamps. 

New incandescent unit 
ONE OF A NEW series of incandes- 

cent units for the bath and kitchen is 
now available from the Ace Lighting 
and Products Co., 914 Piedmont Ave., 
Atlanta, Ga., manufacturers and de- 
signers of lighting fixtures. 

The unit is equipped with a pris- 
matic crystal bottom. The holder is of 

highly polished chrome, and_ uses 
porcelain sockets. The fixture is suit- 
able for use in the bathroom, kitchen, 
and some commercial installations. It 
comes in six-inch, eight-inch, and ten- 
inch sizes. 

Dust-tight fixture 
Crouse-HINps Company has devel- 

oped a new 300/500-watt dust-tight 
lighting fixture approved by Under- 
writers’ Laboratories for use in Class 
II, Groups E, F, G, hazardous loca- 
tions. These locations are those which 
are made hazardous by the presence 
of metal dusts, carbon black, coal or 
coke dusts, and grain dusts. 

The fixture consists of a stream- 
lined cast aluminum canopy contain- 
ing the Mogul lamp socket and inner 
auxiliary reflector and an 18-inch di- 
ameter Alzak finished aluminum main 
reflector which is threaded into the 
canopy. The fixture uses no globe. 
Instead, a tempered flat glass lens is 
spun into the edge of the reflector, 
making a dust-tight and vapor-tight 
joint. The lens is highly impact and 
heat resistant. 

e 

New indastrial lamps 

Two LAMPS, one designed for diffi- 
cult industrial lighting and the other 
for outdoor lighting, the De Luxe Hi- 
Bay and the Little Giant All Weather 
Hi-Lite, have just been announced by 
the Duro-Test Corp, North Bergen, 
N. J. 

The De Luxe Hi-Bay is made in an 
R-57 bulb. In the 500-watt size, it 
provides 8,000 beam candlepower, 
while the 800-watt unit produces 
14,000 beam candlepower. These mod- 

For FIXTURES DESIGNED 

FOR PERSONALITY, PURPOSE AND POCKETBOOK 

Let our salesmen show you these 

outstanding lines— 

A Wide Range of Beautiful Fixtures for Residences 
(Personality . . . Plus) 

JERYL LIGHTING PRODUCTS CO. 
42 W. Cermak Road Chicago, Ill. 
MANUFACTURERS OF JER-O-LIERS 

To be low profitably on your 
project bids we offer Incandes- 
cent and Circline Fixtures. Ask 
tor our catalog. 

SUNBEAM ELEC. MFG. CO. 
706 S. 3rd S#., Phila., Pa. 

% ig 

Display Lamps 
Colorbeam Lamps 

Accent Lighting 
Hi-Hat Fixtures 

AMPLEX CORP. 
111 Water St., Brooklyn, N. Y. 

of Newark, N. J. 

Dura Starters are 
thoroughly tested 
and proven. More 
DURA _ STARTERS 
are ETL approved 
than any other line. 

STARRING AND CO. 
1600 Seaview Ave., Bridgeport, Conn. 

offers a complete line of fine fluo- 
rescent and Slimline Ballasts with 
many advantages. Insist on STAR- 
RING BALLASTS in original fixtures 
and for replacements. 

For STAR-A ELECTRIC MFG. CO., INC. 
Purpose 

AFCO- 

LITE 

CORP. 

Open and Enclosed Floodlights 
Floodlamp Holders 

Cast Outdoor Holders 
Yardlights 

WIRING 
DEVICES 

CORD SETS 
SPECIALTIES 

269 Meserole St 

JULES J. DREYFUSS’ SONS 
MEMBER 

ELECTRICAL FACTORY AGENTS oar, 
. > FS | TS 1361 N. W, 23rd STREET =| J 

nc 7 
“ene 324 PETERS ST., S.W PLEASE ADDRESS MAIL TO 
\‘D ATLANTA 3, GEORGIA P.O. BOX 187, ALLAP. STA “ MIAMI, 42, FLORIDA \7 MAIN 6886 PHONE 2-6736 

WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 

ELECTRICAL SOUTH for OCTOBER, 1952 



els are designed to provide high in- is removed and the hanger is bolted lamp in a tight seal that is reported 

tensity lighting for industrial use in to the frame using the multi-punched to withstand the highest heat to which 

working areas where the mounting holes already in the plaster fram the lamp could be subjected and the 

height is 20, 30, or 40 feet. Dust ac- member. In plaster and lath ceilings, most adverse weather conditions 1 

cumulation does not affect light out- the hanger is simply screwed into the outdoor service. 
put since light is emitted from the wood ground. The rubber cu nm grip, in which 

bottom of the bulb where dirt does * the lamp is cradled, de — tk 

rollect. The rate fe otect the lamp agains affic vi- not cutlect. The “nee hour rated life Caibeeet tame tetter * ‘tect the lamp against tra 
reduces relamping costs. 

The Little Giant is a newly de- A WEATHERPROOF lamp holder d parr sth contributing to early lamp 
signed 500-watt Durex All-Weather signed to prolong lamp life and end failure. 
R-40 created to provide high light common lamp troubles in outdo Designed for use in cluster instal 

output for general outdoor use. Its lighting has just been announced by lation for floodlighting service sta 
hard Durex glass resists sudden tem- Stonco Electric Products Co., Kenil tions, plant areas, yard and loading 

perature changes, moisture, flying 1n- worth, N. J., and is identified as the platforms, the holders may also be 
sects, and vibrations due to wind and Stonco Cushion-Seal Holder. used for areas where pilfering, sabo- 
weather. It also is a 4,000 hour lamp The new type holder makes use of a tage, and trespassing are best dis 
designed for such applications as gas- high temperature, silicon rubber eush couraged by illumination 
oline stations, outdoor flood-lighting, ion-seal that hugs the neck of the 
used car lots, and yard lighting. 

New troffer hanger 

ations, pole sway, shock, and other 

* 
Wilson Luve-Tile 

AN ATTRACTIVE, comprehensive 
: ; ; booklet has been published by J. A. 

A NEW HANGER designed to cut - ’ Vilson Lighting and Display Inc., 995 
troffer installation time by 50 per cent s Main St., Buffalo 3, N. Y., describing 
was revealed by Bernard A Mitchell, ihe : a new lighting material recently in 
president of Mitchell Manufacturing . ; troduced to the market by the com- 
Co., Chicago, when he recently ar : z pany. 
nounced the new troffer line. ¢ The new material is called Luve 

Called the Uni-Hanger, it is a uni : Tile, and is depicted in the catalog as 
versal clamping arrangement that offering unlimited ceiling patterns, 
makes it possible to clip the troffe1 ‘ ' and ideal ceiling lighting for a vari 
directly to either tee-bar or steel ae ety of purposes 
purling ceiling members. For use >) The booklet, which may be secured 
with metal plaster frames, a clamp “ >. a a7 from the Wilson Co., also contains di- 

agrams, pictures, and discussion of 
possible uses, basic elements, and in 
stallation of the new product. 

The fact that Luve-Tile may be used 
in homes and other small areas is 

FOR THE BEST APPROVED srmenad and & ena af tht Seochere 

FLUORESCENT LIGHTING | ©" 

WHETHER IT'S Fixture sitet alae 

COMMERCIAL AAGSRE Tame cling, tran for single stem lighting installations 

INDUSTRIAL an 
OR a new strap conte He mounted with 

either one or two toggle bolts, and has 
g im adjustmer of two shes 

SCHOOL TYPE rsapere of ] aa ees toro . It ng 

es 

FOR YOUR EVERY LIGHTING 
NEED WE HAVE THE 

RIGHT FIXTURE 

QUICK DELIVERY 
PROMPT SERVICE 

WRITE FOR OUR 
CATALOG AND PRICE LIST é ly, rust p oof zin age Pom 

LOUISVILLE LAMP CO. eve how stud or eter pres 
724 W. Breckenridge St. Louisville 3, Kentucky —- ir gre oo hook-on principle for fast mounting 

with all accepted mountings, without 

pm apie ane 

| 

| 

ne a RIT EAE 
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adapters. It is equally adaptable for 
tluorescent or incandescent single 
hangers. 

field single stem hangers. 

Home lighting booklet 

A NEW BOOKLET 
wife determine the lighting 
ments 
kinds of electric light bulbs that will 
fill her needs most efficiently has just 

Lamp Division, 
stem 

design in 
booklet 
those 

The installation is shown here with 
canopy now standard on Wake best 

foor and wall 
e minaire = is 

electric 
“Better 

suited 
cinds of fixtures, 

Bloomfield, N. J. 
In addition to reviewing the newest 

light 
-Ability,” 

to se 

lamps. 
llustrated 

drawing for easy comparisor 

brackets, 
Each 

housewife’s equipment. Si 
to help the house illustrate 

and 
available 

ings 
descent 

the b 
require 

in her home ilbs 
home fixtures. 

Other 

and select 

published by the Westinghouse 
portions 

Myrtle Fahsbender, Westinghouse 

variety 

ot 

fluorescent e 
the 

Ww 

divers 

: ail 
home lighting director, give detatis ¢ 
ight bulb bases witl 

picture a variety of availat 
details reflector bulbs, tell 
dox of lamp cords and plugs 

helpful hints for householde 
and bul 

ulbs, the trations, 
how to take cat 

eral 
and table, on lan 

type care 
th a line ° 

with the 
“ar seat Explosion-proof hanger ‘ incan 

light \ 
ity of 

ectric NEW explosion-proof  fixtul 
has been developed by 

EFH¢ 
hanger Croust 
Hinds Co. The new type expk 

booklet by sion-proof hanger is 
fitting, the top two through-fee 

essentially a “T 

mn 
full-size illus 

ie 

and supply 

« 

) 

| 

FOR CASTINGS e FABRICATED PARTS 

PIPE e BARS e STRIPS e TANKS 

Up to 24x3x3 feet * 

YOuR parts or products can have the same high- 
quality, hot-dip galvanizing used on our own DrxI- 
STEEL products. Small, tight spangles . . . smooth, 
uniformly-heavy coats of zinc . .. no fins. A tough, 
rust-proof finish that withstands severe bends without 
cracking or flaking. 

Write today for quotations on this 
superior service. Give full details of 
materials, including dimensions. 

*Single dip size. Larger sizes by double-dipping 

If it’s exposed to corrosion...Galvanize it! 

Atla 

ATLANTA, GEORGIA 

*The 
of modern 

table 
send facts and litera 
ture 

You'll find a 

JACKSON 

AGENT 

in the following 

8972. 8974-8976 Porcelain Enameled Yardlights 

locations 
JACKSON 

Porcelain Enameled 
YARDLIGHTS 

Represented by A. M 
Orlick, 822 Perdido St 
New Orleans 12, La 

Virginia 
North Carolina 
South Carolina 
Georgia 

@ Manufacturers of Reflec- tors, Yardlights, Vapor- proot Units Weather- proof Sockets 
@ Sold only thru Distribu 

Florida 
Texas 
Oklahoma 
Arkansas 

Small Adjustable 
FLOODLIGHT 
Resident * « 

Represented by Chas. K 
Romond, 301 Bellaire St 
Now Orleans 20, Le 

Louisiana 
Mississipp 
Alabama 

7107-7110 

JACKSON lin 
lighting 

is @ good re 
line — let us 

ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Ill Seu seeeeee ae aw 

TRIN 

BRUSHES ¢* (© 

ee ap IMPROVED MOTOR PERFO
RMANCE 

$ 
FEWER, FASTER BRUSH CHANGE 

ed LESS MOTOR “DOWN” TIME 
L cet, . 

HELWIG CO. ( WR 

2536 N. 30th St., Milw. 10, Wis. 

a le 

CARBON 
PRODUCTS 

CONTINENTAL 

ELECTRIC GLASSHEAT 

PANELS— 

for home, office, 
or motel 

For contractor or deal- 
er information write: 

Dixie Radiant 
Glassheat Co. 

72 11 St, NE 
Atlanta, Ga. 

Surface Panel 
(Simply serewed to wall) 
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FASTER 

10 

INSTALL 

PLUGMOLD 

2000 SNAPICOIL 

by WiremMoLD 

COVER 
receptacles snap into cover... 
cover snaps into base 

SNAPICOIL 
pre-wired in 50-foot Snapicoils 

Installing multiple conven- 
ience outlets is a real “snap” 
with Plugmold 2000 and 
Snapicoil! You snap the re- 
ceptacles into the cover and 
snap the cover into the base— 
a few simple snap-over fittings 
complete the job! Takes min- 
utes instead of hours. 

Write today for new, free 
Plugmold 2000 book! 

PLUGMOLD 2000 

WIREMOLD’S Hew | 

multi-outlet system 

THE WIREMOLD COMPANY 
_Hartford 10, Connecticut 

hubs for the lighting circuit conduit, 
and the bottom hub for the fixture 
stem. A threaded cover is provided at 
the side of the hanger so that it di- 
rectly faces the installing electrician. 
The fixture, with stem and connecting 
wires, can be assembled on the bench. 
The fixture stem may be threaded 
into the bottom hub of the hanger 
without the risk of twisting the con- 
necting wires before connection is 
made to the circuit wires. 

Type EFHC fixture hanger is avail 
able with either plain hub or union 
hub for the fixture stem. Both types 
of hubs are provided with set screws 
to prevent the fixture stem loosening 
from vibration. 

* 

New Odoroat lamp fixture 

THE Mipwest Fixture Co., 9217 
Seneca St., St. Louis, Mo., is now 
manufacturing a fixture which util- 
izes the new Westinghouse Odorout 
lamp, developed by Westinghouse 
Electric Corp. 

Double unit and single unit fixtures 
may be obtained from the Midwest 
Co., complete with lamp, ready to op- 
erate. The single unit set is designed 
for spaces up to 1,000 cu. ft., and the 
double unit is best suited to spaces of 
2,000 cu. ft. or less. Both have at- 
tractive gray and brown hammered 
finishes. 

@ 

Wire and cable catalog 
THE ELECTRICAL WIRE and cable de- 

partment, United States Rubber Com- 
pany, has published a new, 186-page 
general catalog of its line of more 
than 500 different types of wires and 
cables. 

The catalog contains comprehensive 
data on construction and operating 
characteristics for such products as 
control and signal cables, railroad 
wire and cables, wire and cables for 
the building industry, telephone wire 
and cables, mine cables, and portable 
cords. A detailed technical engineer- 
ing data section is also included. 

Copies of the catalog may be ob- 
tained from R. H.- Turner, United 
States Rubber Co., Rockefeller Center, 
New York City, N. Y. 

EASIER 

10 

INSTALL 

PLUGMOLD 

2000 SWAPICOIL 

by WirEmoLD 

No “pre-engineering” 
when you install Plug- 
mold 2000 multiple 
convenience outlets... 

zevery step you take 
gets the job done!... 
Plenty of knockouts 
for feeding and mount- 
ing in Plugmold 2000 
base—no drilling! ... 
You can feed in at any 
convenient point—no 
special fittings re- 
quired! . . . Elbow fit- 

. ting covers snap on 
and overlap—no preci- 
sion cutting required! 

Write today for new, 
free Plugmold 2000 
book! 

PLUGMOLD 2000 

SU 

WIREMOLD’S Vee 

multi-outlet system 

THE WIREMOLD COMPANY 
Hartford 10, Connecticut 
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Set Screw wire connector 
A SET SCREW type wire connector 

said to incorporate improvements in 
design and having broad Underwrit- 
ers’ listing is announced by Holub 
Industries, Inc., Sycamore, Ill. 

The “Hi” connector consists of a 
solid brass sleeve and set screw and 
a Bakelite shell. To splice two or 
more wires together, the stripped 
wires are inserted into the sleeve, the 
set screw is tightened with an ordinary 

screw driver; then the Bakelite shell 
is placed over the entire joint and 
screwed on. 

Both parts are of heavy proportions 
and precision made to permit the 
screw to turn easily and to screw up 
tight without stripping the threads. 
The high dielectric shell has a long 
skirt that completely covers the wire 
insulation and prevents the possibil- 
ity of a short circuit. Its smaller size 
permits use in close quarters. 

Underwriters’ Laboratories’ listing 
includes both solid and stranded wire 
and combinations of both. The small 
size MA-1 is approved for 2 No. 18 up 
to 1 No. 14 with No. 2, No. 16 and 1 
No. 18 wires, and the large size MA-2 
for 2.No. 10 up to 3 No. 12 with 1 or 2 
No. 16 wires. 

The wire splice may be inspected at 
any time by simply unscrewing the 
protecting shell, and in the event of a 
change in wiring, the connector may 
be removed and used for making the 
new splice 

Electrical tapes 
A NEW and complete line of elec- 

trical tapes has been introduced by 
Ideal Industries, Inc., 1017 Park Ave., 
Sycamore, II]. These include a four- 
coated, ravel-free friction tape; a 
quick - fusing, high - dielectric rubber 
tape; and a two-in-one plastic tape. 

The new Ideal plastic electrical 
tape provides both insulation and pro- 
tection against weather and mechan- 
ical abuse. The strong vinyl plastic 
body has a dielectric strength of over 
8,000 volts. It is highly resistant to 
acids, alkalies, corrosive salts, water, 
oils, greases, and alcohols. It is prac- 
tically impervious to weather and re- 
tains its tackiness well at low tem- 
peratures. 

This new plastic tape makes an ex- 
cellent insulating medium for elec- 
trical equipment. The minimum thick- 

ness (.007) of this tape plus its two- 
way stretch lets it fit snugly to irregu- 
lar shapes and surfaces. A few layers 
provide perfect insulation without 
bulk. Both tape and adhesive are free 
of corrosive substances 

Plugmold 2000 raceway 
A MULTI-OUTLET system that pro- 

vides convenience outlets every 30 
inches in a continuous run. has been 
announced by the Wiremold Company, 
of Hartford, Conn. This single race- 
way has been designed to accept all 
three wiring services. Plugmold 2000 
is easy to install for a few simple fit- 
tings complete the job. 

No special fittings are needed to 
feed Plugmold 2000. Knockouts for 
feed-in are provided every 7% inches 
along the base. Knockouts for wood 
screws are provided every 1%4 inches 
so that attachment is easy to standard 
stud-spacing or any irregularities in 
studs. 

Only one size raceway need be taken 
on the job since one size Plugmold 
2000 raceway accepts Snapicoil wired 
for any the three services. Fitting 
covers overlap, and this eliminates spe- 
cial precision cutting and fitting. 

With Plugmold 2000, multiple out- 
lets can readily be provided in any 
new building, or in the modernization 
of existing buildings, without tearing 
out walls, partitions, or floors. It is 
designed to blend readily into the wall 
surface on which it is mounted, and 
becomes a part of the baseboard and 
trim. 

Non-metallic box hanger 
THE ADDITION of a new model of the 

Fast-Lok adjustable hanger has been 
announced by the Fast-Lok Mfg. Co., 
of Bridgeport, Conn. The new easy- 
to-install hanger is designed expressly 
for thicker-walled, non-metallic boxes. 

The outlet-box hangers consist of 
two telescoping channel-sections, car- 
rying a fixture stud or button to grip 
the box through a knock-out hole. Two 
sizes of hangers cover the full range 
of 11 inches to 24 inches between the 
centers of joists, studs, beams, or raf- 
ters. The button, for attaching a box 
only, or the stud, which is threaded 
to accept a standard %-inch fixture- 
extension nipple, rides in a slot so 
that it can be positioned anywhere be- 
tween structural members and locked 
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CHEAPER 

10 

INSTALL 

PLUGMOLD 

2000 suiricon 

WireEmMoLD 

For the first time, ONE 
raceway that’s designed 
to take all 3 wiring serv- 
ices — NEMA grounded, 

2-wire Duplex “hot”, and 
3-wire Duplex recepta- 
cles, one side switched, 
one side “hot”... cheap- 
er, because only 1 race- 
way needs to be taken to 
the job! 

... cheaper, too, because 
the pre-wired Snapicoil 
receptacles are readily in- 
termixed or replaced by 
the skilled electrician . . . 
cheaper because cutting 
and fitting are reduced to 
a minimum. 

Write today for the new, free 
Plugmold 2000 book! 

PLUGMOLD 
a = 

WIREMOLD’S Vee 

multi-outlet system 

THE WIREMOLD COMPANY 
Hartford 10, Connecticut 



make 

better 

connections! 

with 

the better-fitting, longer 
lasting, iron conduit bodies. 

@ Cleaner, carefully 
gauged threads 

@ Maximum room for wire 
pulling and splicing 

@ Rounded and bushed 
openings 

@ Larger radii to protect 
conductor insulation 

@ Threaded straight for 
perfect conduit align- 

better 

connections 

through EFCOR's wide 
and complete distribution 

@ Most complete line 
available to you 

@ All electrical fittings for 
all installations 

@ Warehouses in all prin- 
cipal cities 

For FREE illustrated literature 
and price lists, contact your 
neorest wholesaler. 

Look for the at- 
qrcctive red and 

black carton. 

firmly with the turn of a screw. The 
new hanger includes, additionally, a 
thin metal washer to fit standard 
knock-out holes, which protects the 
plastic material. 

There are two main types of Fast- 
Lok outlet-box hangers. One is for 
wood-frame buildings, and the other is 
for use in steel-frame buildings and 
on the supporting channels of hung 
ceilings. Both types are available with 
buttons or fixture studs for either 
metallic or non-metallic boxes. Each 
outlet-box hanger is delivered com- 
pletely assembled and ready for instal- 
lation. 

s 

Interlock receptacle 

AN INTERLOCKING receptacle which 
permits use of cord. sets for locations 
which are hazardous has been placed 
on the market by Tigerman Engineer- 
ing Co., 4332 N. Western Ave., Chi- 
cago, Ill. The new receptacle incor- 
porates a mercury switch 
which de-energizes each socket before 

sealed 

a plug may be inserted or removed. 
This eliminates danger of sparking 

The mercury switch works on a 
cam lever which locks cord set caps 
in position after they are inserted. 
In the locked position the mercury 
switch completes the circuit. A sim- 
ple flip upward of the cam lever tilts 
the switch, breaks the circuit, and 
allows the cord caps to be pulled out 
safely. The new device incorporates 
standard, single, or duplex recep- 
tacles to fit any conventional cord set. 
Ratings of either 115 volts, 20 amp. 
or 250 volts, 10 amp., are available. 

PM bar hanger 
A BAR HANGER that can be installed 

in 20 seconds has been introduced by 
the PM Electrical Products Co., of 
Chicago, Ill. The new PM-1000, all- 
purpose, adjustable hanger eliminates 
all joists or stud notching and nailing. 
A marked guide leg on both ends elim- 
inates guesswork in lining up boxes 
for plaster line finish. 

The hanger is easily adjusted for 
installation between 12-inch, 16-inch, 

. 

or 18-inch centers by a series of 
marked slots through which a hanger 
flange is inserted while the hanger is 
broken open. It is then snapped shut 
by hand pressure at the center. This 
action locks the hanger rigidly and 
forces the sharp pointed end prongs 
into wood joists or studs, installing 
the hanger solidly in place. 

Office lighting 

(Continued from page 64) 
said, “This environment should 
satisfy the animal comforts, for 
the eye, the ear, the body, and, we 
hope, the spirit.” 

This planning for human com- 
forts is bringing architect, engi- 
neer, and decorator closer together 

UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 

Approved by Engineers and 
Contractors doing R E A work 

Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be 
from 8-A copperweld to .595” A.C.S.R. 
armour rods, 

ADAPTABLE TO A WIDE RANGE OF USES 

KRUEGER & HUDEPOHL 
Solderless Terminal Lugs and oe 1 

VINE AT THIRO-ES © CINCINNATI 2, OHIO 
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in their design ideas. 
More architects are now placing 

lighting as a foremost building 
component. Many lighting engi- 
neers are giving color and decora- 
tion a place in illumination design 
along with footcandles and foot- 
lamberts. Decorators and office lay- 
out specialists are gaining a greater 
appreciation of brightness control 
for creating a pleasant and com- 
fortable 
operative thinking should bring to 
realization “planned visual environ- 
ments.” 

Today we are in the 30 to 50 
footcandle era but in 196X we will 
find 100 footcandles in demand for 
new office buildings. 

However, 100 footcandle instal- 
lations must be accompanied by bet- 
ter comfort and lower cost per 
footcandle. We have found “‘fix- 
tures” very practical for the 30 to 
50 footcandle era but it just takes 
too many fixtures to obtain 100 
footcandles. Therefore, it appears 
that the 100 footcandle lighting 
will be done with large area lumi- 
naires in the form of luminous 
elements or completely luminous 
ceilings. 

But, equipment designers will be 
ealled upon to give even greater 
attention to control of brightness 
to prevent discomfort glare. Also, 
they must find ways of simplifying 
maintenance on large area lumi- 
naires. 

In the future several factors 
should reduce cost per footcandle. 

1. Efficiency — We may have 
more efficient fluorescent lamps 
and better lumen maintenance. 
Lighting elements such as lumi- 
nous ceilings may be more effi- 
cient than present day luminaires 
which necessitate a sacrifice in 
efficiency to obtain good bright- 
ness control. 

2. Maintenance — Now that air 
conditioning is a part of modern 
office buildings, we can e« pect bet- 
ter maintained lighting efficiency 
because there will be less dirt in 
the atmosphere. Outside dirt will 
be excluded because windows will 
not be opened. Also we can ex- 
pect improvement in air cleaning 
methods. 

3. Power Supply — As lighting 
loads increase, there is more justi- 
fication for using higher utiliza- 
tion voltage for lighting which re- 

environment. This co- 

duces wiring cost. We can expect 
higher utilization 
lighting in the larger office build- 
ings, a factor that will further the 
reduction in lighting cost per foot- 
candle. 

With higher illumination prac- 
tical, we can expect less emphasis 
on the need for large window 
areas. An out-of-door view will 
continue to be important for most 
office buildings but 
can be designed for view and sun 
contro] rather than for illumina- 

voltages for 

fenestration 

tion. 
Sun shading and heat control 

can be simplified and can be more 
economical. The architects’ prob- 
lem will be to develop building 
features that have a pleasing style 
without great areas of clear glass 

Where the out-of-door view is 
unattractive, windows in 
areas may be completely omitted 
This would reduce air condition- 
ing 15 to 30 per cent. It would per- 
mit greater flexibility in office 
plans because window glare would 

work 

no longer limit furriture  place- 
ment. It has been found that in 
teresting decorative treatments, 
comfortable lighting, and air con- 
ditioning can create a working en- 
vironment completely acceptable 
to office workers in buildings with- 
out windows. 

Therefore, the big problem of 
today and tomorrow is to coordi- 
nate planned environment with 
good appearance. This coordina- 
tion must begin when the struc- 
ture is conceived. All of the en- 
trails including lighting must be 
integrated as functional parts of 
the whole body of the building. 
Architect and engineer coopera- 
tion is an absolute “must” to de- 
velop designs to meet human and 
economic requirements for office 
buildings. 

Lighting the home 
(Continued from page 59) 

used. This method of lighting is 
replacing the conventional wall and 
ceiling luminaire, and the atmos- 
phere created is far more pleasing 
and informal. 

Glowing sheets of yglass—area 
illumination—may soon mean softly 
lighted walls or ceilings. While this 
source is low in light output (and 
brightness) it lends itself to cer- 
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YOUR CUSTOMERS 

THE 

THEY EXPECT... 

OA 

EQUIPMENT 

Wide choice of Units for 
STREET © AIRPORT © SPORTS 
SERVICE STATION © INDUSTRIAL 
and OUTDOOR THEATER LIGHTING 

a rs 
< y 
RIGID AND HINGED POLES 
FOR STREET LIGHTING 
WITH A FULL LINE OF 

LUMINAIRES 

THINK OF IT! A 
A POLE THAT 

PERMITS 
SERVICING 
AT GROUND 

LEVEL 
NO 

CLIMBING 

\ 

EXPENSIVE 
MAINTENANCE 
EQUIPMENT 
ELIMINATED 

~ a 
_ a ENCLOSED 

FLOODS— 
GREATEST 75 to LINE OF 5000 WATTS 
AREA AND f 
CLUSTER {} =f 
LIGHTS 

Write 
us for DETAILS OPEN FLOODS 

300 to 1500 
WATTS SEARCH 

LIGHTS 

RIC MFG. CO. 

6017 Broadway ° Chicago 40, Ill. 
Indoor and Outdoor Lighting Equipment for 

Every Need 
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tain applications in some homes. 
When used as background treat- 
ment, such lighting can provide a 
quiet, subdued environment. This 
“area” light source may also be 
used where a low level of light is 
maintained all night in hallways or 
at stairs, or in a child’s room where 
a night light is almost essential. 

Thus, with the various light 
sources—globular, linear and area 
-the designer, decorator and home- 

owner has at her disposal the means 
of creating almost any atmosphere 
or effect she wants in her home. We 
have come to appreciate and accept 
the fact that fluorescent lamps may 
be used in locations other than the 
kitchen, laundry and bathroom. We 
have learned that they are the ideal 
sources for use in valances, coves 
and other forms of built-in equip- 
ment. 

The combination of this linear 
source with concentrated incandes- 
cent lighting can increase the charm 
and attractiveness of a home, when 
correctly applied, and the wide 
range of fluorescent “white” colors 

seven) makes it possible to create 
a cool or warm effect, whichever is 
desired. The newer deluxe fluores- 
cent colors which have a slight 
additional amount of red in their 
make-up improve the appearance of 
most foods and people look better 
under them, too. 

Assuming that these sources have 
been correctly applied and installed 
in a home, their real benefit cannot 
be realized unless they are properly 
controlled. Electricity is, after all, 
the most important element in the 
present pattern of domestic life, 
and we are inclined to take its in- 
stantaneous service for granted 
Modern homes should have an abun- 
dance of convenience outlets, plug- 
in strip should be provided where 
several appliances are used, and the 
switch control must be carefully 
planned. 

When planning is done, 
switch and outlet locations will not 
be within reach of the wash basin 
or sink where chance of shock is 
increased as it becomes possible to 

such 

place a wet hand on a faucet or in 

2998 Franklin 

Send for NEW CATALOG 
e 

DONGAN ELECTRIC MFG. COMPANY 
Detroit 7, Mich. 

Southern Representative: 
George R. Koein 

144 Walker St., S.W. 
Atlanta 3, Ga. 

he Desgue Line 
Since Nineteen-Nine 

water and the other on the switch 
Also, a wall switch should be pro- 
vided to control one or more con- 
venience outlets (into which port- 
able luminaires have been plugged), 
when there is no overhead ceiling 
fixture to be turned on at the room 
entrance. 

For the most effective and flex- 
ible use of lighting, two or more 
control locations are often neces- 
sary. Although three-way switches 
are commonly used, there are still 
many places in the average home 
where their use would provide addi- 
tional convenience and safety. 

Architectural or portable lighting 
equipment loses much of its true 
value unless its control is installed 
for maximum convenience. Time 
and money will be saved if the wir- 
ing system is carefully thought out 
when the building or remodeling of 
a home is in the planning stage. 

Fluorescent maintenance 
(Continued from page 56) 

possible additional source of in- 
explained Mrs. Sadler, “and 

it worked out so well it wasn’t long 
before we put on a special sales- 
man to promote it. Sometimes a 
salesman leaves our service but or- 
ders keep coming in while we are 
looking around for another one.” 

Servicing fluorescent lights, so 
far, is the only maintenance work 
that Sadler is carrying on. Other 
maintenance lines look attractive 

” come, 

but the firm is now “fluorescing” 
so many customers it hasn’t had 
time to consider any new activities 
in this field. 

Lighting modernization 
(Continued from page 54) 

adequate equipment is not much 
different from well-designed units. 
The results, however, are vastly 
more comfortable with good light- 
ing and its added benefits of im- 
proved appearance. Hotels can 
achieve a more home-like atmos- 
phere if they try the tested meth- 
ods now in use in many homes. 

Hospitals, too, have a problem, 
in making the seeing facilities for 
patients agreeable. They have a 

difficult situation to meet 
since their guests must be in bed. 
A center ceiling fixture is often an 
annoying glare source to a patient. 
The photographs show two tech- 

more 
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choice of materials 

underwriters acceptance 

dependable service 

design and workmanship 

*For McGill guards the handles, sockets, cages and 
miscellaneous parts are carefully selected for their re- 
sistance to the wear and abuse of rugged usage and their 
ability to stand up longer under the most exacting con- 
ditions. Important among the new McGill materials is 
impact resisting molded phenolic for handles — the 
same material as used in your telephone. Be sure to 
specify McGill guards for your safety and convenience 

because McGill is always first 
with portable lighting improve- 
ments. 

Available from your electrical wholesaler 

No, 7000SR has rubber handle with 
strain relief and cord seal, Levolier 
switch. Electrically welded heavy 
steel wire cages, zinc plated 100 watt 
cage. Open end cage 7001SR. Hard- 
wood handle 8000SR. Write for 
Catalog No. 49. 

orm 

No. 5000 SRG 
Grounded 

é 
No. 7000 SR ’ 4 No. 157-C 
Reflector and Switch Lomp 

Changer 

No. 5025 SLR 
With End L 

seis No. 3006 

American Blower Model A Ventura Fan. Built in 12 
sizes, capacities from 1000 to 9700 cfm, free delivery 

BEAUTY SELLS 

A beautiful, well-balanced design is just one of many 
attractive features that keeps this American Blower 
Ventura Fan in strong demand. 

Add to this beauty—quality construction, reasonable 
price, easy installation and Certified Ratings—and you 
have the characteristics which satisfy a customer and 
build a good reputation for you. 

You can profit most in the rapidly expanding market 
for ventilating equipment by selling time-honored, top 
quality American Blower products. Phone the nearest 
American Blower Branch Office for data. 

AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 

Division of Ammmcan Ravtaroe & Standard Savitary conrosanow 

Sell quality! 

AMERICAN ‘> BLOWER 

Air Handling Equipment 

i 

Vaporproof Model C Ventura 
Attic Fons—Built in 
capacities up to 
21,500 cfm for either 
vertical or horizon- 
tal operation. Low 
power consumption, 
quiet-operating. 

Utility Sets—Fine as 
supply or exhaust 
fans in stores, schools, 
etc. Have Aileron 
Control for regula 
tion of air flow. Ca- 
pacities from 517 to 
17,925 cfm at 4” SP 

Aeropel Kitchen Foa 
—Exhausts kitchen 
heat, smoke and 
smell. Keeps kitchens 
fresh. Winner of two 
Fine Arts Awards for 
beauty and utility in 
the home. 

awk _ as. 
McGill Manufacturing Co., Inc., 650 N. Campbell St., Valparaiso, Ind. 
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friction 

tapes 

rubber 

“ OKONITE 

makes pette! tapes 

ask for them by name 
SOLD ONLY THROUGH 

RECOGNIZED WHOLESALERS 

REGISTER TO-DAY 

FOR 

NOVEMBER ELECTION 

7901 
Non Metallic 
Connector 

£523 
Entrance Cap 

ATLANTIC CONDUIT 

FITTINGS CO. 
BOSTON, MASS. 

niques for comfortable lighting for 
bed patients in a ward and in a 
semi-private room. 

Reception areas in hospitals are 
often not very satisfactory places 
for visitors to wait. While they 
need not have built-in lighting t 
be attractive in the manner of some 
of the examples shown herewith, 
they can achieve a desirable effec- 
tiveness by simpler design. Hospi 
tals and hotels have an obligation 
to appear up-to-date if they are to 
continue to deserve the support the 
community wants to give them. 

Modern office management, like 
modern factory management, has 
to persuade employees that the boss 
is not indifferent to working con- 
ditions. With all types of employ- 
ment drawing record wages, some- 
thing besides income makes the dif- 
ference in disposing people to do 
their best, and choosing to stay 
with an employer. 

Recently, a large insurance com- 
pany built a completely air condi- 
tioned office building for its south- 
ern headquarters staff. A swim 
ming pool and .exceNent lighting are 
among the facilities which keep 
capable people choosing to work for 
this company. Now this organiza- 
tion has overcome a previously dif 
ficult situation in employment turn- 
over. Their employees love their 
work and prize their jobs becauss 
the company makes conditions so 
attractive. Comfortable seeing i- 
important to office and plant 
morale. 

This is an opulent country. Il 
spite of war, and alarms of more 
war, we continue to advance ou) 
living and working standards. 
Many people are convinced that 
since taxes are so high, it is much 
more desirable to have a good place 
to work than to shop around foi 
larger income. Modernization, the 
method of progress, is not just 
keeping up with the Joneses; it is 
a necessity for survival. Right now 
it may be a way of coping with the 
problem of wages and inflation. 

SALESMAN WANTED 

Headquartering in Atlanta, Ga. 
iexcellent opportunit for salesman 
with knowledge of electrical business 
ind not over 35 years of age Head- 
quarters to be Atlanta, Georgia and 
territor onsisting of Georgia, Florida 
nd part of North and South Carolina 

Rer neratic will be n the form of 
based 

eachtree 

SALES REPRESENTATIVE 
Wanted by leading manufacturer 
located in Texas of popular priced 
fluorescent fixtures. The following 
territory is available: Arkansas, 
Colorado, Mississippi, New Mexico, 
Oklahoma and Texas. Must be es- 
tablished, progressive and indus- 
trious; able to cooperate construc- 
tively with factory in further 
development of line to increase 
service to jobbers. No objection to 
other lines, if non-conflicting and 
not excessive in number. Write full 
information and experience to Box 
677, Electrical South, 806 Peach- 
tree St., N. E., Atlanta, Ga. 

Quality Residential 
Lighting Fixtures 
The Packaged Line 
Ace Lighting Products Co 
914 Piedmont Ave., N.E. 

Atlanta, Georgia 

STA-BRITE SETS THE PACE 
* IN THE SOUTH * 

If it’s fluorescent 
MAKE IT SLIMLINE 

STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fila 

SALESMAN 
rhree young en—ages approximately 25 to 

> years—-for States of Georgia, South Caro 
lina and Tennessee ectrical experience or 
education preferred. Old established electrical 
wire and cable Manufacturer. Salary, ex- 
penses and mpany car furnished. Give de- 
tails and references. Confidential Box 675, 
Electrical South, 806 Peachtree St., N. E., 
Atlanta, Ga 

WANTED 
Experienced electrical Supply Salesman 
by southern independent wholesaler 
Pleasant working conditions and car fur 
nished Liberal dr ng account and 
bonus arrangement. G omplete infor 
mation in first letter in own hand writ 
ing Box 678, ELECTRICAL SOUTH 
806 Peachtree St., N.E., Atlanta. Georgia 

DISTRIBUTION 

ENGINEER 
If you are a distribution engineer or a 
distribution superintendent with 10 to 
15 years of electric utility experience 
and can meet our requirements, and if 
you are willing to live in a foreign 
country for three years we can make 
you a very attractive offer. Ability to 
get along with people, operate a power 
system and supervise contractors build- 
ing a power system are prime require- 
ments. Submit resume of experience, 
education, availability, etc., to Box 674, 
Electrical South, 806 Peachtree St., 

E., Atlanta 5, Ga 
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FARADAY 

WHETHER the “fire” problem is 
minor or major, your primary concern 
is to make sure the system is “‘fool- 
proof”. Faraday stations, control pan- 
els, complete systems are known 
throughout the industry for their de- 
pendability. Protect with the best— 
Faraday. 

The “electrical nerve network” that keeps big 
or little plants going must be better than 
average. Years of experience, design, know- 
how have made Faraday visual and audible 
signaling devices the outstanding brand. IIl- 
ustrated Model ATL-700 Vibrating Bell is 
one of the many in-plant units planned for 
better department coordination. Buy Fara- 
day—they’re dependable. 

THE EMBLEM 

OF SIGNAL SERVICE SINCE 1875 

FARADAY SIGNALS AND SIGNALING 

SYSTEMS ARE ENGINEERED AND BUILT 

FOR THE HIGHEST STANDARDS IN 

PERFORMANCE AND DEPENDABILITY. 

FLUORESCENT 

AND 

SLIMLINE 

LIGHTING 

FIXTURES 

) HOLTZER-CABOT PARADAY Stancey & PATTERSON 
Tr 
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How to be Sure 

You don't eet 

“SHORT-CHANGED” 

- « « NEXT TIME YOU BUY TAPE. 

While minimum length can be depended on to be 
accurate in any roll of tape, it’s the weight of the 
roll that you must watch. It is important for you to 
know: Does the No. 4 Roll actually weigh 4 ounces, 
as it should; and the No. 8 Roll 8 ounces? 

For weight reveals whether tape is full strength 
in substance, or whether its protective and ad- 
hesive properties have been weakened due to 
skimpy materials. Underweight tape means you 
must use more of it, and take the extra time to roll 
more on, when a job requires maximum tape pro- 
tection. 

You can always weigh every roll you buy, of 
course, but why bother when HAARTZ-MASON 
publicly makes you a DUAL GUARANTEE —a 
guarantee covering both weight and length, and 
prints this information boldly on every roll and 
container. 

So get full measure the next time you buy tape 
by accepting none but the DUAL GUARANTEED 
HAARTZ-MASON brands: 

Haartz-Mason, Inc. 

WATERTOWN 72, MASS. 

PARAPLASTIC Tape 
does the work of 
both friction and 
rubber 

CHESTE 

platlicord-alaslicol 

WIRES «i CABLES 

PHONE WIRES 

™w BUIL 

oR 

AT CABLES THERMOST 

orice & ® 

S—___ 

TELE 

=———————— 

WEATHERPROOF WIRES 

att WIRES 

exiBLe CORP 
ARM RGLAR AL a SIGNAL WIRES 

GN NEON S! oll \GNIT 10) 

JAN-C-76 
APPROVED WIRES 

80-90-105°C 
HOOK-UP WIRE 
SHIELDED WIRE 

AND CABLE 
FLEXIBLE CORDS 
COAXIAL CABLE 
TELEVISION 

LEAD IN CABLE 
GAS TUBE HIGH 
TENSION CABLE 

OiL BURNER 
IGNITION CABLE 
BLASTING WIRE 

TELEPHONE WIRE 
THERMOSTAT CABLE 

BELL AND 
OFFICE WIRE 

TW BUILDING AND 
FIXTURE WIRE 

HEATER CORO 
NC ABLE 

All Chester wire and cable features the 
extra dependability, long service life 
and easier working qualities of plastic 
insulation. Their tough, impervious plas- 
tic coats provide maximum immunity 
to abrasion, weather, oil and most 
chemicals. They are smooth, pull 
through conduit with minimum effort 
and present a fine appearance in ex- 
posed locations. 

There’s a Chester single or multi-con- 
ductor wire or cable for practically 
every indoor or outdoor requirement 
including many special constructions 
for the electrical, electronic, TV, radio, 
telephone and other industries. Why 
not write today for full information? 

CHESTER cas.e corp \¢ 
Note: Weight and length information are CRB t® NEW YORK 
printed boldly on every roll and container. iati “TURERS ~OF 
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ELECTR 

"My Atlanta distributors and 

dealers say they’ve really 

hit the jackpot with our 

new iking 

one-man ATTIC FAN!’’ 

—says MAYNARD FORD 
of H. K. DEWEES CO., Atlanta, Ga., 
personable Viking Representative 

Installing the NEW Viking One | LOOK HERE AT WHAT ATLANTA PEOPLE SAY! 
Man Attic Fan is Simple, FAST! 

WILLIAM H. MARTIN, Appliances, Inc., i 
hol iV ——_—__ , 4 oe een, | 501 Stewart Ave., Atlanta, Ga. 

| halves up 
place over 
hole and join 
together. 

“I can put two Viking #636 Attic Fans in the warehouse space 
that one ordinary fan takes. Add that kind of warehouse 
economy to its one-man installation feature, and no wonder 
my dealers and electrical contractors find the #636 easy to 
handle.” 

Wingnuts re- 
lease motor 
from frame, JAMES MAULDIN, John Mauldin, Inc., “My men like this quality 
so both pieces 1257 Glenwood Ave., SE., fan as much as | do. It's 
are easy to Atlanta, Ga. been engineered with a 
carry. Note lot of ‘know-how’. Why, 
blades still “When does '2 plus '2 add up to 2? it's up to 50% lighter 
nested. ; When you're handling the big new than other attic units 

36" Viking attic fan. It takes only ome — There's. no hauling and 
man just half the usual time to install lifting problem when 4 

Set fan bridge one of these terrific fans. So that just 
in place with about doubles your profits 
rubber cush- 4. H. CAWTHON, 
ions in cups on Cawthon & Hollums Elec. Appl. Co., 
cone, unfold 225 W. Washington Ave., Atlanta, Ga 
blades and 
bolt together. 

‘i
ki
ng
 | 

W AIR CONDITIONING CORP. 

5601 Walworth, Cleveland 2, O. 

you're installing one 

p PACKAGE 
BLOWER WHEELS BLOWERS 



Steak Grill 

Automatic Waffler 

Double Griddle 

It’s like selling 4 appliances for the price of ONE 

No wonder it’s a Number One Christmas favorite in so many busy appli- 
ance sections! Gleaming glamor, cooking convenience, ample capacity 
for a crowd or a twosome. Sandwiches, steaks, pancakes, hamburgers— 
there’s no end to Lectric Cook’s versatility. Converts in a jiffy to a fully 
automatic waffler with heat control and signal light. Sell it—and profit. — grids 

Arvin Electric Housewares are loaded with gift appeal! 

Beg Housewares 

-—- 

Arvin Automatic Arvin Automatic Arvin Electric Irons Arvin Electric Heaters 
Coffee-Perk, $29.95 Toaster, $22.95 $9.95 to $12.95 $11.40 to $34.95 

Electric Housewares Division 

ARVIN INDUSTRIES, INC., COLUMBUS, INDIANA 
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FEATURE 

750 SAMPLER” 

ln You She 

sy ™ ee eee 

your saling ee $i 4.79 | 

_ YOUR ‘on t82 ) 

People prefer Noma Lights 25 to 1 over all other brands. In retail 
54” high, 19%” wide, and 12” deep stores where Noma Lights have been displayed, results have been 

astounding! 
And why not? Christmas lights go with Christmas trees, Christmas 
foods and everything else you sell. Customers will buy their 
Christmas lights from you along with other Christmas purchases 
when you display Noma’s great new +750 “Sampler’’! 

9 No. 3010SF Noma 7 light multiple indoor sets 
pat 3 No. 3005SF Noma 7 light multiple outdoor sets 

ii 3 No. 110 Noma 8 light series indoor sets 

“NOMA, e LECTRIC. CORPORATION — 

50 No. C-6 15V series type, miniature base, 

FACTORY PACKED “ail sty age 

* ALL IN ONE PACKAGE t 20 oe Gass daa ra ag 
* READY FOR IMMEDIATE SALES base, assorted colored lamps. 2 boxes of 10 

sé DISPLAY CAN BE LIGHTED Plan Now fo feature Noma’s “Sampler” display of 
Christmas Lights in your store this coming Christmas. 

NOMA ELECTRIC CORPORATION, 55 West 13th St., New York, N.Y. 

[ATLANTA WAREHOUSE 164 ALABAMA ST., S. W., ATLANTA, crorcia | 
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“The REAL McKOY” 

or 

Salesman T. E. McKoy y FA LF R é 
*Barefoots & Jackson, Inc., Wilmington, N. C. 

Most Powerful 

Sales Clincher Yet! 

GUARANTEE 

covering parts and labor! c 
Thor is the only manufacturer in the 
industry that offers a 5-Year Sealed 
Mechanism Guarantee that covers 
both parts and labor! It’s made pos- 
sible by famous Thor quality and 
long-lived performance that’s built 
into every Thor Spinner and Thor 
Automatic Washer! 
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In all newspaper ads, T. E. McKoy’s pic- 
ture appeared, billed as a specially trained 
expert. He conducted all Thor demonstra- 
tions. As suggested by Carolina Sales Cor- 
poration’s (Thor Distributor) Salesman 
J. M. Alexander, new Thor Automatic 
was big feature of promotion 

Washer demonstrations were put on in 
an attractive modern kitchen recently in- 
stalled in quiet spot on second floor of 
store. Only 25 women at a time were per- 
mitted to watch demonstration of the new 
Thor Automatic. Better Widividual atten- 
tion could thus be given each housewife. 

At the conclusion of each demonstration 
McKoy answered all queries from the 
women, gave each a full-size package of 
Lilt Home Permanent as a reward for 
watching the demonstration. Each visitor 
was asked to fill out a card, giving her 
name and address, for later follow-up ‘ 

biz A 

ee 

Bx 

ny en 

Some idea of the throngs that responded 
to this stunt may be gained from the fact 
that there were as many as two extra sec- 
tions of women waiting their turn to see 
demonstrations. Making good use of this 
“captive audience,” salesmen handed 
Thor sales literature to waiting women. 

When the special promotion event was 
over, more than 600 women had witnessed 
demonstrations of the new Thor Auto- 
matic. Then came the follow-up. A force 
of five salesmen went hot on the trail of 
all 600 leads—in person and over the tele- 
phone. 

‘25” REWARD 

for your successful Thor selling story! 

Thor Franchise Dealers, 
Attention! Thor Corporation 
will pay $25 each month, un- 
til further notice, for the most 
interesting and unusual sto- 
ries of success in selling Thor 

ed, 

Washers. If you have a story, 
we'd like to feature you. Just 
give the story to your Thor 
Distributor’s Salesman—he’'ll 
handle the details from there 
on in. 

CORPORATION, Chicago 50, Illinois 

Automatic, Spinner & Wringer Washers « Dryers 
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The payoff? Within a few weeks, Bare 
foots & Jackson's delivery truck was kept 
busy delivering a record number of Thor 
Washers — Automatic as well as Spinner 
and Wringer models. 68 within a few 
short weeks! Yes, it pays to tie in with 
Thor Promotions! 

P. S$. Here is Southern Division sales man- 
ager Frank Simpson handing Barefoots & 
Jackson a crisp $25.00 for a Thor selling 
job well done. Thor would like to do the 
same for YOU. Send us your story soon! 



Mr. Dealer: 

Chromalox = 

gives you all the 

Selling features 

of modern electric 

surface cooking 

UNIFORM OVERALL HEAT 
that goes evenly into the 
largest utensils for maximum 
cooking speed. 

OUTER COIL HEAT that 
allows uniform, economical 
cooking in large utensils and 
frying pans, small pans. 

ia 
EASIEST CLEANING—Only one part to 
remove! Unit lifts up, pan comes out for 
thorough dishpan washing. Adaptor Rings 
wipe clean with a damp cloth. 

LONG, EFFICIENT LIFE—Tests by Elec- 
trical Testing Laboratories prove that 
Chromalox Units maintain their efficiency, 
even after years of heavy use. 

INNER COIL HEAT thot saves 
up to 45% of the electricity 
used in coffee percolators and 

Are You Making Use 

of Our 

Reader Service? 

The editorial and business 
staff of ELECTRICAL SOUTH 

One 
way in which we can help you 
is eager to serve you. 

is to make it easy for you to 
draw upon the wealth of tech- 

promotional ma- nical and 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 

applica- of useful catalogs, 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
the 
you 

lications available, circle 
of the 
mail 

numbers ones 
need, and the coupon 
to us with your name, title, 
company and address plainly 

We tell 
manufacturer to send directly 

the 

written. will each 

to you information you 
want. 

The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 

technical and you on both 
business problems. ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 

Range Unit Division, Edwin L. Wiegand Co. 
7600 Thomas Bivd., Pittsburgh 8, Pa. 
Please send me “The Switch is on”. 
Nome 

this book 
t's loaded with valu- 
able information that 
will help sell more 
electric ranges. 

Company 
Stree: 
City Zone 

 CHROMALOX 

Chottiic at dl Bese” 
1000 Peachtree St Ward ¢ 

Texas; 1814 Texas Ave eae ” WR « 

Stote 

N. E., Atlanta 5, 
Houston 3, Texas; 
Phillips, Route 3 

Cc. B. Rogers Dallas 1, Ga.; L. R 1519 Sc 
Raleigh, N 

711 Comr 1er 
Ave Tulsa is. 
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layouts, applications of the 
National Electric Code, or 
equipment application, it will 
receive careful attention. 

Address your requests to: 

Reader Service 

ELECTRICAL SOUTH 

806 Peachtree St., NE 

Atlanta 5, Ga. 
St ce 

Okla. ; 
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CATALOGS and BULLETINS 

Available Free to Readers of 

Electrical South upon Request 

(Additional items will be found on pages 35, 37 and 133) 

2010—Water Heaters. An illustrated folder describing 
Bell Water Heaters and the ten-year guarantee and war- 
ranty is available from Adacar Mfg. Co., Napier Field, 
Dothan, Ala. 
2012—Domestic and Industrial Heaters. Electromode 

Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion-Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, Illus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and suggested uses; also includes 
instructions for installation of wall model heaters. 
2014—Hot Water Heaters. Informative and well-illus- 

trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 
2022—Night-Air Cooling Window Fan. A two-page cat- 

alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. ‘ 

2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 
2030—Electric Fans & Drills. Signal’s complete line is 

shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills. telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, : Mich. 

2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 
ow Heater Company, 6110 Case Ave., Detroit 2, 

ich. 
2038—Murray Ventilating Fans. A set of specification 

sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 

2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder. 

2056— Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 
2058—Exhaust Fans. A new Emerson-Electric Exhaust 

Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 

2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 

2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 

ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 

Gentlemen: 

Please send me the bulletins and catalogs indicated. 

(Print Plainly) 

Name Title 

Company 

Address 

City & State 

October, 1952 
Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 

2010 2012 2014 2018 

2024 2030 2034 2038 

2056 2058 2064 2066 

2072 2078 2090 2092 

2112 +2114 2116 2118 

2124 2136 2140 2142 

2150 2152 2154 2156 

2160 2162 2164 2166 
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automatic - electric 

FLOOR FURNACES 

BETTER SALES FOR 

YOU... BETTER 

HEATING FOR YOUR 

CUSTOMERS! 

Now—a new dependable electric floor heater 
to solve your aaa problems. Just cut Model Number FF-333 FF-335 FF-338 
the hole in the floor, insert the furnace, wire it Kilowatts 3 5 8 
up and turn it on. This simple procedure will Floor Opening | 141/4"x241/," | 141/4"x30!/," | 201/,' x30//4" 
save you time and money whether you build Overall Grille | = 16"x26" 16"x32" 22''x32" 
one or one hundred houses. Depth 20 20 20 

Soles Representatives roa ery cy | 10,002 16,670 26,672 
311 Chichomause pga — —_ Georgia Ampere Rating 12.6 | 21.7 34.7 

J. LLOYD, Factory Sales — : 
375 Whitehall Street. 5. W. Attente. Georgio Approximate 

EXCELL ENGINEERING & supPLy, IN Shipping Wt. | 35 Ibs. | 50 lbs. 100 Ibs. 
P. ©. Box 5083 we Indiano 230 Volts A.C. Only 

W. L. JACKSON MANUFACTURING COMPANY 

1222 East 40th Street 

CHATTANOOGA, TENNESSEE 
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2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 
2072—Window and Attic Pans. Two new 1952 bulletins 

on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 

2078—-Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 

2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 
2092—Air Circulators and Window Fans. The Complete 

Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
roduct and sales information is available for use by 
ealers handling Kisco Products. Kisco Company, Inc., 

2400 Dekalb St., St. Louis, Mo. 
2108—Household Refrigerators, Farm and Home 

Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 

2112—Oil Heaters. Colorful 4 page catalog, entitled 
“Nescontro] Heating” describing and illustrating the com- 
plete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the Nesco, Inc., 201 North Michigan 
Ave., Chicago 1, IIl. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 
2116—Replacement Heating Units—For electric water 

heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
oe Manual No. 5 from Tuttle & Kift, Inc., 1825 

. Monitor Ave., Chicago 39, Illinois. 
2118—Electric Fans. Robbins & Myers, Inc., Fan Divi- 

sion, 387 So. Front St., Memphis, Tenn., offers an attractive, 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952. 
2122—Surface Heating Units—For electric ranges. 

Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by renuesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 
2124—Evaporative Air Coolers. Essick Manufacturing 

Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali- 
fornia. offers a greatly enlarged line of Air Coolers for 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of cool] air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements. 
New this vear also is a line of five “Down Discharge” 
models for easier roof installations. The eomplete line 
includes 25 models. ranging from 1500 CFM fan-tyne 
coolers to 12.500 CFM industrial sizes, inelndine 11 win- 
dow-mounting units. Write for further information. 
2126—HANDHOT CONSUMER MAILFR—“HOME IS 

A PLEASURE”—9-pnage catalog of annliances and fans 
giving “tins” for using in conv. (Makes an effective 
dealer mailing pierce. The “kiddies” enjov the carton 
tvpe drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St., Chicago 38, Il. 

ELECTRICAL SOUTH for OCTOBER, 1952 

2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 

2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 

2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 

2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 

2152—Shutters and Dampers. Air Conditioning Prod- 
ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 11l-page illustrated catalog No. 44 
describing their line of shutters and dampers. 

2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional drawings and specifications. 
2156—Combination Portable Window Fans. Three sizes 

of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 availab'e from The Lau Blower Co., Davton 7, 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model] 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 
2158—Long-Range Radio & Television. Write: Michae) 

Kelly, sales manager for key dealership franchises; and 
full technical data on Hallicrafters’ world-famed precision 
radios and television. Hallicrafters now GUARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN- 
TEES WORLD-WIDE RADIO RECEPTION. These exciu- 
sive products may now be available for your territory, so 
write today. The Hallicrafters Company, Chicago 24, 
Illinois. 

2160—Electric Hot Water Heaters. A new catalog de- 
scribing Rex Electric Water Heaters is available from 
THE CLEVELAND HEATER CO., 2310 Superior Ave- 
nue, Cleveland 14, Ohio. It illustrates both the conven- 
tional round and the “Table High” models. 

2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co:, Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 
2164—"“TOWERS & MASTS FOR TELEVISION & 

RADIO. By writing to the Jontz Mfg. Co., 1101 E. Me- 
Kinley, Mishawaka. Indiana interested persons may nrocure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings. Roof Mounts, and steel tubing. All materials are 
heavily zine-plated & chromate dipped for great rust-re- 
sistance.” 

2166—Radiant Glass Panels. Snecifications and appli- 
cation data on electric radiant Glassheat nanels is now 
available from the Continental Radiart Glass Heating 
Corp.. 1 Fast 35th St., New 16, N. Y. The new bulletins 
describe both the flush mounted and surface mounted type 
of panels. 
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Lota Chill Chest Distnbutor Salesman 

Tell 
You 

About 
i¢ 

- get the inside facts about this out- 
standing line of 8, 15 and 23 Cu. Ft. 
DeLuxe Chill Chest Freezers. Find out 
about the Fast-Freezing feature and the 
new Miniature Demo-Kit that gives a 
complete Prospect-Selling Story ... It 
tells, sells, convinces! Join the fast grow- 
ing family of Chill Chest Dealers who are 
breaking freezer sales records in their 
areas. Write, wire or phone us today! 

15" Cae 
Deluxe 

oJ 

Deluxe “8” 

\- 
Deluxe “23” 

X 

Notionally Advertised Approved by Good 
Housekeeping — The Chill Chest Freezer Line 
and Selling Plan is the profit-moking plan. 

~ FOOD FREEZ =~ 



ZENITH is bringing you just what you want 

for CHRISTMAS 

A big “Christmas Window” display pack- 
age that will pull more of those holiday 
shoppers into your store! 

Your Zenith Christmas Package Features: All- 
new 1953 Zenith Radio and TV, the sets with the 
quality that sells. 

Your Package Includes: Everything you need to 
turn window shoppers into Zenith customers 

¢ &-foot cardboard Christmas tree and background e 
Individual product displays ¢ Product story imprints ¢ 
Plenty of Red and Green crepe paper ribbon ¢ Decora- 
tive Box Wraps ¢ Icicle trim ¢ Red satin ribbon ¢ Christ 
mas Bells ¢ Metallic snowflakes 

Your Total Investment Is: One window. Your 
Zenith distributor salesman will show you how you 
can adapt all the materials in the package to fit your 
particular window. 

It’s truer than ever at holiday time... 

FOR SELLING QUALITY, FEATURE ZENITH 

sions oistance RADIO 

and TELEVISION 

{ © 1952, ZENITH RADIO CORPORATION, CHICAGO 39, ILLINOIS 
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The day you get on the gravy train... 

There won't be any bands or flag-waving that day. 
Just an ordinary day. And maybe you won’t even 
know you're getting aboard. 

It’ll be the day your favorite distributor salesman 
comes in. You'll talk about how hot it is—or how 
cold it is—and he’ll give you a pitch . . . about 
Toastmaster Water Heaters. Then he’ll ring a bell 
—about the Life-Belt* Element, maybe, or the 
Toastmaster 10-Year Service Warranty. You'll 

already know, of course, that over two million 
American families will buy new automatic water 
heaters this year. All of a sudden you'll decide that 
the Toastmaster Water Heater would be good 
business for you . . . and from then on, you’re on 
the gravy train! 

Your Toastmaster* Water Heater distributor can 
make your reservations—any time! 

TDASTINASTER 

AUTOMATIC ELECTRIC AND GAS WATER HEATERS 

McGRAW ELECTRIC COMPANY © Clark Division * 5201 W. 65TH ST., CHICAGO 38, ILL. 

#@ Toastmaster, Life-Belt 4nd jonodic are trademarks of McGraw Electric Co. makers of Toastmaster Water Heaters, Toastmaster toasters and other Toastmaster products. Copyright 1952, by McGraw Electric Co, Chicago 
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You don't have to be a 

MAGICIAN 

% 

into big ( with MOE LIGHTS. All you have to 

profits! 

Nationally Advertised 

Millions of homemakers 
develop a preference for 
MOE LIGHTS by reading 

about them in The 
Saturday Evening Post, 

American Home, Sunset, 
and similar publications. 

This pre-selling paves the 
way for more sales for you! 

L/ ssl, \\ 

It’s easy to work SALES MAGIC 

do is display this beautiful 

Moe Light line... point out the 

quality features...and announce 

the unusually low prices. Presto! Sales! 

Turn Deals into Dollars 

MOE LIGHT “Home Lighting Center’’ displays are 

designed to catch the eye and make them buy. Each 

display features a stunning variety of Moe Lights 

in a dramatic grouping. They are practically 

“Self-Service”, since they sell on sight. MOE LIGHT 

Display Deals offer you an immediate opportunity 

to convert the big demand for Moe Lights into big 

profits for you. Write today for complete particulars 

about the fastest-moving home lighting line in America. 

MOEG«: fe MOE LIGHT INC. « Fort Atkinson, Wisconsin 

Tani 
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Factories in Fort Atkinson ® Princeton, Kentucky ® Los Angeles, California 
World's Largest Manufacturer of Home Lighting 
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(INDUSTRY NEWS BRIEFS GOVERNMENT REGULATIONS 

Some price ccilings 

suspended by OPS 

SOME EXPECTED suspension of 
price ceilings occurred during the 
past month. OPS has suspended 
all price ceilings for radio and tele- 
vision sets, among other things, but 
did not suspend retail price ceil- 
ings for radio and TV set war- 
ranties, repairs, or rentals. The 
ceilings for these services are un- 
der CPR 34, which is still in effect. 
Retail ceilings have also been sus- 
pended for-phonographs and record 
player attachments, but ceiling 
prices still apply to phonograph 
records. 

The Electric Institute of Wash- 
ington has directed the attention of 
its members especially to the fact 
that OPS record-keeping responsi- 
bilities continue even if the price 
ceilings have been suspended. 

Although Amendment I to revise 
GOR 5 did suspend ceilings for 
radios, TV sets, radio-phonograph 
combinations; parts including radio 
cabinets and cabinet parts; tele- 
vision antenna, boosters and acces- 
sories; parts including television 
cabinets and cabinet parts; phono- 
graphs, record player attachments, 
tape and wire magnetic recorders 
with the exception of office equip- 
ment for recording correspondence, 
tape and wire for magnetic record- 
ers and parts, which are priced un- 
der CPR 7, that suspension order 
did not end CPR record-keeping re- 
sponsibilities for those items. 

There is a difference 
record-keeping and 

between 
reporting re- 

quirements which can be clearly 
distinguished by reading a text of 
CPR 7. It is anticipated that OPS 
will issue an interpretation soon in- 
dicating exactly he dealer’s record- 
keeping respons, vilities. 

Although OPS plans to suspend 
ceilings for a number of consumer 
items, ceilings on major appliances 
will be retained for the time being, 
OPS sources report. The agency 
wants to see the effect of the recent 
steel, copper, and aluminum price 
boosts and further effects of the 
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complete pass-through of these 
higher costs to metal fabricators. 

Since ceiling prices went off of 
radio and TV, one or two manufac- 
turers have announced increased 
prices averaging about five per cent. 
However, it is not yet apparent 
whether this represents a trend or 
a few isolated cases. 

Experimental TV 

eolor broadeasts 

A GOOD MANY YEARS may elapse 
before television will achieve the 
stabilized situation enjoyed by 
radio. The TV industry has still to 
settle the color controversy, and a 
considerable portion of the industry 
is not satisfied with the FCC-ap- 
proved CBS system. 

The entire industry has been try- 
ing to develop another color system 
which won’t interfere with black 
and white broadcasts. When a satis- 
factory system is achieved, it is 
entirely possible that the industry 
can obtain FCC approval, and color 
television may become a reality. 

A series of color broadcasts were 
initiated in September by RCA. The 
color broadcasts were authorized by 
FCC for 15 minutes daily Monday 
through Friday, between 9 a. m. 
and noon. The company announced 
that it planned to re-apply to the 
FCC for approval of its electronic- 
type color system. 

Another controversy is appearing 
on the horizon, however, in the form 
of three-dimensional TV. Recently, 
a major TV set manufacturer re- 
ported that this type of TV will be 
on the market in 1953. The report 
was promptly answered by another 
TV set manufacturer who main- 
tains that such TV is not practical. 

Cleaner and washer 

sales show increase 

FACTORY SALES of standard-size 
August to- 

taled 254,537 units, compared to 
207,593 in July, an increase of 22.6 

household washers in 

per cent, according to figures for 
the organization’s membership an- 
nounced here today by the Ameri- 

TITANIC — 
MFG 

—— 

ae 
KEATE \| I 

“| realize you're proud of your first promotion 
in twelve years, Dismukes, but I’d rather you didn’t 

take that door home to show your wife!” 
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THE INCOMPARABLE NEW 

Cupele 

Your prospects know what it takes to make a leader. 
In television it’s a brilliant Crystal-Clear picture...a 
miracle chassis with “Reserve Supply Video Power that 
captures images from near and far with amazing perfec- The CAPEHART “‘Montice!lo.’’ Mag- 
tion of clarity and detail... cabinetry that is authentic ree smartly-styled Capehart — with ; : lifelike 21-inch Crystal-Clear Picture, 
in styling and superb in workmanship. exclusive Symphonic-Tone System and 

. — : ’ new Extra Power Margin ** 
These are the qualities that are the key to Capehart’s me $34995 chassis. Only : 

prestige leadership. These are the reasons why, when your 
prospects want the finest, they say, “I want a Capehart!” 

You, too, can’t go wrong following Capehart prestige 
leadership to more business and bigger profits. A valu- 
able Capehart franchise may be available in your terri- 
tory. See the Capehart distributor for your territory or 
write Fort Wayne today. 

. The CAPEHART “Charlestown.” For 
The CAPEHART 5-Way Radio those who must economize in space : : | i (Model 15). A portable and a table 2 1] but demand finest quality. Brilliant 21 
radio in one attractive package The CAPEHART Clock Radio (Model inch Crystal-Clear Picture. Unequelled 
Plays on battery or AC or DC cur- TC-20). The fastest selling clock radio = = I Symphonic-Tone System. Exclusive Re 
rent. Perfect choice for extra radio on the market—the most wanted, the fin, serve Supply Video Power for clearer 
everyone needs. A real $ 95°" smartest styled. Plastic $ 95°° picture. Authentic sty! $ 95" 
booster for radio sales. cabinet in choice colors ing in mahogany. Only 9 
te 6 es + Guly. . . ; 

CAPEHART-FARNSWORTH CORPORATION, Fort Wayne 1, Indiana 
An Associate of International Telephone and Telegraph Corporation **Zone | price 
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Se ee eee 

aa see 

can Home Launary Manutacturers’ 
Association. The August total com- 
pares to an industry-wide total of 
239,081 sold in August, 1951, or a 
gain of 6.5 per cent. 

Automatic tumbler dryers sold 
in August aggregated 53,376 units, 
compared to 33,858 in July, an ad- 
vance of 57.6 per cent, and were 
32.8 per cent more than 40,191 in 
the comparison month last year. 

Factory sales of household iron- 
ers in August were 16,477 units, 
up 9.7 per cent from 15,025 sold in 
July, and were down 4.2 per cent 
from 17,200 sold in August a year 
ago. 

Factory sales of standard-size 
household vacuum cleaners in Au- 
gust totaled 222,413 units, com- 
pared to 188,715 in July, an in- 
crease of 17.9 per cent, according to 
industry-wide figures announced 
by C. G. Frantz, secretary-trea- 
surer of the Vacuum Cleaner Man- 
ufacturers’ Association. 

August sales compared to 191,299 
in August, 1951, an increase of 16.3 
per cent. 

SEE general sales 

conference this month 

THE GENERAL Sales Conference 
of the Southeastern Electric Ex- 
change will be held at the Thomas 
Jefferson Hotel, Birmingham, Ala., 
on October 29-31, 1952, reports E. 
C. Easter, chairman of the Sales 
Section. 

The first day of the gathering 
will be devoted entirely to commit- 
tee meetings with separate sessions 
being held by the Residential and 
Rural Sales Committee, Commercial 
Sales Committee, Industrial Power 
Sales Committee, Agricultural De- 
velopment Committee, and the Pub- 
lic and Employee Information Sec- 
tion. 

On Thursday and Friday, Octo- 
ber 30-31, the conference will con- 
vene in general sessions. Among 
those scheduled to address the gen- 
eral conference on Thursday are J. 
C. Sharpe, president, Hotpoint, Inc., 
Chicago, who will talk on “New 
Horizons”; B. K. Wickstrum, sales 
vice-president, Sylvania Electric 
Products, Inc., New York City, on 
“How to Get Salesmen Back to Sell- 
ing’; and C. W. Cheatham, residen- 
tial heating and air conditioning 
engineer for the Alabama Power 
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CROSLEY OSCAR AWARD-~J. B. Crawford, right, branch manager in Atlanta, 
received the first Oscar-type award which the Crosley Distributing Corp. now 
presents to its branch managers for leadership in sales. W. C. Conley, Jr., left, 
vice-president in charge of branches, made the presentation. The award will be 
transferred each month to the branch manager leading in sales, but permanent 

possession may be achieved by winning for a given number of months. 

Company, Birmingham, who will 
discuss trends in residential heat- 
ing and air conditioning. 

Other speakers appearing on the 
Thursday program will be Dr. Ken- 
neth McFarland, John T. Kimball, 
P. O. Davis, and Paul L. Penfield. 

At the Thursday luncheon meet- 
ing, the conference will hear an ad- 
dress by H. C. Leonard, president 
of the Southeastern Electric Ex- 
change. L. M. Smith, president of 
Alabama Power Company, will ad- 
dress a dinner meeting Thursday 
evening. 

NEMA’s sales planner 

for electric housewares 

THE FALL-CHRISTMAS phase of 
the continuing Electric Housewares 
Industry Gift Campaign will begin 
officially in October with the distri- 
bution of an industry prepared re- 
tail tie-in kit, it was announced by 
the Electric Housewares Section of 
the National Electrical Manufac- 
turers Association. 

The kit will consist of an attrac- 
tive six-page promotional sales 
planner illustrating specific sugges- 
tions for dealer tie-ins; two attrac- 
tive three-color six-inch by 22-inch 
streamers and a three-color 16-inch 
by 22-inch poster reflecting the 

basic year-’round theme, “Give 
Electric Housewares—First Choice 
For Every Gift Occasion.” Distri- 
bution will be made through local 
area committees and electric leagues 
who in turn will channel the kits 
through distributors to dealers. 

Highlight of the sales planner, di- 
rected toward helping the retailer 
attain maximum Christmas gift 
sales, is the “Coordinated Plan of 
Action Theme—October Plan, No- 
vember Promote, December Profit.” 
A check list for carrying out the 
plan is incorporated in the sales 
planner along with definite ideas 
and aids with which the local mer- 
chant can work. 

Suggestions for displays, both in- 
terior and window, are given in lay- 
out form with specific selling points 
listed under “Turn Interest Into 
Sales” with “Selling Signs.” 

Ideas for special events which 
will attract customers into the store 
as well as stimulate their interest 
in electric housewares while they 
are there, is another feature of the 
sales planner. With all such sug- 
gestions, the aim has been to keep 
the cost at a minimum while pro- 
viding maximum results. Gift wrap- 
ping is again suggested and gift 
certificates are stressed which may 

(Please turn to page 154) 
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ADEQUATE FLOOR STOCK NECESSARY FOR SPECIAL PROMOTIONS The Commercial 
Crepit PLAN gives you everything vou need in the wav of financing from whole- 
sale financing of floor and warehouse stocks down to the last detail of retail financing 
credit investigation, collection and prospect follow up It's the modern, easy way to 
do a volume business without tving up needed capital 

Rs > Soe 

COMMERCIAL CREDIT RESPONSIBLE 

FOR DEALERS’ SUCCESS — wr. Stantey . ‘ oi " 
Glaser, President of Sea Coast Appliance Distribu- Cc °o mmercia | Cc red it fi nancin g 
tors, Inc., Miami, Florida, says, “We feel that 
ComMERCIAL Crepit services have been responsible ~ 
to a great extent for our dealers’ success. This plan than any other national plan 
helps dealers store ke. display and merc handise many 

* 

More appliance dealers use 

products without need for tying up their own working 
capital.” Mr. Glaser especially likes the personal 
service his dealers get... also the aid Commercial 
Crepit offers in special sales campaigns. 

COMMERCIAL CREDIT DOES ITS LEVEL BEST TO COMMERCIAL 
HELP DEALERS — The many advantages of the 
CommerciaL Crepir Pian are praised by 
dealers as being the key to more profitable CREDIT 
operation. COMMERCIAL CREDIT is always INFORMATIVE LEAFLET WILL BE SENT YOU — 

sady to help yo d F ce . from There is no obligation. Simply ask your ready t elp you In any way it in ron eT i n igatior on \ CORPORATION 
aiding in special promotions . . . to holding distributor for a copy of and Sell with 
meetings with your sales force. Customers, Sound Financing,” or contact your nearest 
too, prefer ComMeRcIAL CrepIT financing . . . Commerciat Crepit office. Do it nou to 

A subsidiary of Commercial Credit Company, Baltimore 
«++ Capital and Surplus over $125,000,000 . . . offices 
in principal cities of the United States and Canada. 

because of its nationwide service, fast credit get all the details on how this plan can help 
approval and insurance protection. your business grou 



Using a variation of the food-freezer plan 

a young appliance firm discovers that— 

A new wrinkle in Independence 

is selling home freezers 

@ A FOOD PLAN, with “customized” 
appeal to the suburban market, 
yielded sales of forty-seven freezers 
in a recent two-month interlude for 
the Lyon & Rooney Appliance Cen- 
ter, Independence, Mo. 

Injecting a new wrinkle into the 
freezer-food promotion has given 
this lusty young concern, which 
opened in February, 1952, an edge 
on the competition in bidding for 
the freezer business in a trade ter- 
ritory which borders the metropolis 
of Kansas City, with a population 
of 100,000 persons. 

The twist used by owners Larry 
Rooney and T. C. Lyon is summed 
up in Point E, of a 5-point food- 
freezer plan recently outlined in a 
full-page newspaper advertisement, 
spotlighting the firm’s special set- 
up. Point E reads: “If any month 
you fail to save enough to make the 
payment, Lyon and Rooney will pay 
the difference between what you 
have saved and what your payment 
is. 

“That idea might not click for a 
Kansas City dealer,” says Rooney, 
“but it has gone over smasho with 
us because our trade territory is 
ringed with five and 10-acre plots 
of land, owned by part-time farm- 
ers who raise a few fruits and vege- 
tables, have a flock of chickens, per- 
haps a cow, and at least a couple of 
kids. They represent a major source 
of business for freezers. 

“They operate on slim budgets,” 
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he added, “and have a typical Mis- 
souri show-me attitude about food 
plans. Our sporting offer serves to 
remove doubt in their minds and 
inspires confidence. 

“We demonstrate to freezer pros- 
pects that the average small family 
dishes out $80 monthly for food, ex- 
cluding staples. We say they can 
save 25° on the bill with a food 
plan, more than enough to make the 
monthly payments. We back up the 
argument with a promise to make 
up the difference on the payments. 

A connected 16-foot freezer 
contains a_ representative 
stock of meats allowing 
salesmen to demonstrate 
quality of the meat prod- 
ucts as well as the capacity 
and working features of 
the unit. Larry 
left, is a co-owner in the 

business. 

Rooney. 

So far, we haven’t had to make good 
on the offer because, if followed 
properly, it works. Of course, we 
tell "em they can’t have steaks for 
breakfast and do it.” 

Small-acreage farmers buy 
To date, 35% of the total freezer 

trade stems from small - acreage 
farmers, a majority of whom select 
the 16-foot size, which will accom- 
modate sides and hind quarters of 
beel 

The firm has an arrangement 
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with a packing house to sell quar- 
ters of beef at 67 cents a pound, and 
sides for 60 cents, which is con 
siderably under retail grocery 
prices. There is also an agreement 
with a wholesale house on canned 
goods. Each person buying a freezer 
is given an identification card which 
introduces him to personnel at the 
packing house and wholesale food 
firm. 

“All meat is choice grade,” says 
Larry Rooney, “and we play that 
up. We also stress that having a 
freezer filled with food is like hav- 
ing a miniature grocery store in 
the home. When a husband sur- 
prises with a visitor for dinner, the 
housewife is prepared. r : 7 en Nieaevecvee 

REEZER “Locker plants constitute a sales = * 
deterrent,” he said, “but we show 

tn 
a 

prospects who rent lockers how in- 
convenient it is to travel across 
town for food when they can have 
ready access to it in their own ; i= —, BETIER MEALS 
homes. We're selling freezers to peo- 2 aeee ee 

Appliance Center ple with lockers by demonstrating 
that they can butcher a whole cow 
or hog, have it quick-frozen at the i ee, i greepremanane 
locker, then bring it home as re- 
quired to their freezers.” Plenty of advertising is used to put over the firm’s special plan. T. C. Lyon 

The Lyon & Rooney plan deviates shows the full-page layout which appeared in an issue of one of the local dailies 
from the usual food plan in another and centered on an open letter outlining the plan. 

respect no hard-and-fast rule is 
made that freezer purchasers must 
take a certain amount of food with 
the freezers. This factor is a vital 
point with the after-hours farmers, 
a majority of whom can a lot of 
their own fruits and vegetables. and 
have no need for large quantities 
of these items. They may buy a 
crate of orange juice, or two dozen 
cans, or none at all, when they get 
their freezer. To get the economy 
price on meat, however, they must 
buy at least a side or quarter. 

“Most food plans feature a six- 
month’s supply of food as a package 
deal with the freezer,” Rooney 
points out. “By keeping our deal 
flexible, and allowing them to buy 
foodstuffs in the quantities desired, 
we’re making sales to people who 
dislike the idea of investing in six 
month’s supply of food. 

“Our average freezer customer 
buys $65 worth of meat and $20 to 
$25 worth of frozen food when he 
gets his freezer. Then, he returns 
one month later to make arrange- ied 
ments for $10 to $15 more of frozen 

Freezer radio copy is a joint effort of the radio announcer and store owner. The 
firm uses fifty radio “spot” announcements weekly plus a weekly show featur- 

ing country-type music which is popular in Independence. 

food. The net result of this plan 
is that it brings the customer back 
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APPLIANCE CENTE! 

Business climbed from $10,000 to $30,000 per month at Lyon and Rooney and 
freezer sales represent a substantial portion of the total volume. 

to our store oftener and provides 
an opportunity to sell him a range, 
television set, and so on.” 

Ready for demonstrations 
Including two leading brands, the 

freezer line-up in the spacious 65 x 
125-foot store, located only a few 
blocks from the square in Inde- 
pendence, hometown of President 
Truman, includes a couple of 11- 
foot models and one 16-footer. The 
16-foot freezer is hooked up and 
contains a representative stock of 
meat, wrapped in Cellophane so 
prospects may note the quality of 
the meat and the capacity of the 
unit. 

Growing by leaps and bounds, 
this firm clicked into high gear dur- 
ing the summer when the gross 
monthly volume jumped from $10,- 
000 to $30,000. Lyon and Rooney 
consider heavy advertising one of 
the strong points that has made 
their selling attack so successful. 
They particularly regard consistent 
newspaper advertising as a funda- 
mental point in freezer selling. 

The twin-boomed advertising pro- 
gram covers three full-page layouts 
every week in two daily papers, 
fifty radio “spot” announcements, 
and a half-hour radio show which 
is “taped” every Saturday in front 
of the store. A goodly amount of 
this advertising centers on the 
freezer food plan. 

Featuring a local musical aggre- 
gation, specializing in country mu- 
sic, the radio program is tran- 
scribed from the show staged from 
3:00 to 3:30 P. M. Saturday after- 
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noons, then broadcast at 5:00 P. M. 
“Every four weeks,” Rooney de- 

clared, “radio program commercials 
focus attention on freezers. It’s a 
‘natural’ 
the rural trade because of the popu- 
larity of this type of music. Freezer 
copy is the joint effort of store 
owners and the announcer. We fur- 
nish him plenty of tips on the dol- 
lar-and-cents economy angle on 

business - builder among 

freezers so he knows what he is 
talking about. 

“Crowds of fifty to one hundred 
persons swarm around the store on 
Saturdays,” he says, “to watch the 
performance. We realize at least a 
sale or two from the audience.” 

“Selling copy,” which features 
lots of white space, large black type, 
and layouts designed to captivate 
the readers’ interest with one or 
two spectacular ‘lead-ons’ which en- 
courage him to read the rest of the 
copy—that’s the successful format 
utilized in newspaper advertising. 

Make ads worthwhile 
“When we open our mouths in 

newspaper ads, we try to say some- 
thing,” young Rooney explains. 
“Copy is keyed to the special in- 
terests of our market. We believe 
newspaper layouts should include an 
appealing illustration of the article 
featured. We also believe that the 
layout should allow the reader to 
get the entire story in one swift 
glance. Copy is accurate and spe- 
cific, written in the language of the 
reader; the reader is made to feel 
he has gained some useful informa- 
tion from ads. 

“Our full-page August advertise- 
ment on freezers is a good example 
of the technique,” he pointed out. 
“This ad centered attention on the 
Open Letter outlining our particu- 
lar food plan. It included a coupon 
for convenience of readers inter- 
ested in the plan. The letter is in 
the center of the ad, photographs 
of the owners of the business flank 
the sides of the ad, give it a special 
flavor, and has the effect of making 
it seem we are talking to the 
reader.” 

Excerpts of copy in this freezer 
ad read: “Enjoy summer’s abun- 
dance all year ’round—buy and fill 
the freezer at height-of-season low 
prices for fruits and vegetables. 
Meats, too, cost less when bought 
in quantity.” “Now 
meats, fruits, vegetables, 

freeze 
other 

foods, buy in quantity.” a: ae 
can freeze cakes, pies, breads, com- 

ready to heat and 
. “Preserve seasonal foods 

at low prices, the easy freezer way.” 
' “Better 
Less Work.” 

plete meals 
serve. 

meals, Lower Cost, 

Ads tailored to our needs 
“We never use mats as they come 

from the manufacturers,” says co- 
partner Lyon. “We cut ’em up and 
tailor to our tastes, which serves 
to ‘individualize’ our illustrative 
technique. We, perhaps, give more 
consideration to headlines than any- 
thing else about our ads. Our 
freezer ad, for example, has ‘Lyon 
& Rooney Make This Amazing Of- 
fer!’ headlined across the top of the 
ad, but the real ‘stopper’ is the 
black, black arrow, with large white 
lettering, which says simply, ‘Read 
This Quick!’ ‘Read what quick?’ 
the reader asks himself. With his 
curiosity aroused, he goes on. 

“Price is never used in freezer 
ads,” he added, pointedly. “We con- 
centrate on selling an idea 
price.” 

— not 

An example of how a smaller city 
relationship brings in sales is cited 
by Lyon, who comments that twen- 
ty-five per cent of the freezer vol- 
ume comes from people who were 
sent by satisfied customers. 

Larry Rooney summed up: “We 
go all-out for freezer sales for three 
big reasons: no trade-in problems, 
no service headaches, low satura- 
tion.” 
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Service can mean success 

to television retailer 

Dealer discusses operation of efficient service department 

@ DESPITE fierce price competition 
on all sides, there is still plenty of 
opportunity left in the television 
field for the average southern ap- 
pliance retailer. However, I be- 
lieve it to be an absolute “must” 
that he operate a fully-equipped, 
efficient service department as soon 
as he sells the first video set. With- 
out service as a corollary to sales, 
television merchandising will bring 
nothing but trouble and ill-will. 

When you go out of the servicing 
business, you are automatically out 
of the selling business. Your ser- 
viceman is the silent salesman in 
the consumer’s home at all times, 
because when a set is operating as 
it should, the customer is satisfied 
with his purchase. He will return 
and will refer other people to your 
store. 

But, just like you wouldn’t de- 
pend on an outside independent 
sales organization to do your work, 
neither would you depend on an out- 
side service concern to follow 
through. How can you keep con- 
trol over your own operation if, 
when a service call is received, you 
refer that customer to an outside 
service shop? Or, even if you as- 
sume the responsibility of servicing 
for your client, how can you be as- 
sured that your request to your 
servicing contractor will be given 
immediate attention? 
We have discovered—by trial and 

error—that you must maintain your 
own servicing on a 24-hour-per-day 
basis. 

To assure a profitable return on 
your investment, efficiency is neces- 

by I. O. Runnels 
Manager 

DeGolyer’s Inwood Music Co. 
Dallas, Texas 

sary in your service operation. Cur- 
rently, our servicing volume runs 
about 10 per cent of sales volume of 
the firm. We do about $5,000 ser- 
vice volume monthly. This includes 
installation, extras selling and war- 
ranty servicing. 

Work routes are established for 
the six outside servicemen, delivery 
men, and installation crew a day in 
advance by the dispatcher whose 
duty it is to see that time is not 
wasted by any phase of the depart- 
ment. Between 18 and 25 calls can 
be handled by each man in this way. 
If a servicing job takes more than 
20 minutes in the home, the set is 
picked up and brought into the shop 
for thorough investigation and de- 
livered to the home within 24 hours 
maximum. 

In addition to a shop foreman 
and 6 outside service men, we have 
on our staff one full-time inside 
serviceman. 

When the serviceman calls at a 
client’s home, he has a work order 
in hand, which must have the cus- 
tomer’s signature before he leaves. 
This eliminates arguments that the 
set was not in working condition at 
the time of the service call. 

If the service call develops into 
what is termed a “dry run,” the 
dispatcher is notified and the ser- 
viceman receives further orders to 
proceed to another address with 
less loss of time. By having a dis- 
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patcher in constant contact with the 
service personnel, a store’s servic- 
ing can be more effective, efficient 
and profitable. 

All servicemen at DeGolyer’s are 
salaried employees, preventing the 
tendency on the part of commis- 
sioned servicemen to turn out so 
many jobs daily, regardless of qual- 
ity and effectiveness. Once you 
place service personnel on commis- 
sion, you revert back to problems 
prevalent in the contract operation. 
Servicemen are more tempted to in- 
sert unnecessary tubes, for ex- 
ample, when they get paid on a vol- 
ume basis. 

Bonus system adds incentive 

To supplement the serviceman’s 
salary, a bonus system has been de- 
vised as an incentive plan. Any 
sales lead which is consummated is 
credited to his account. In this way, 
he doubles in a selling capacity in 
established customers’ homes when 
he suggests new television sets. 

Only two service calls are made 
on 90 per cent of sets sold and in- 
stalled during the first 90 days, cov- 
ered by the warranty agreement 
The first call usually entails rein- 
struction on use and operation; the 
second call is the replacement of a 
miniature tube. 
ages, this being the case, makes for 
a profitable operation of a store- 
owned-and-operated service depart- 
ment. 

We can be more lenient with 
others who have several deficiencies 
with their sets. 

The law of aver- 

In many cases we 
(Please turn to page 166) 
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(Right) Miss Carrier shows the bas- 
sinets she made for a washer-dryer 
promotion. (Below) One of Kauf- 
man’s best traffic-pullers is the elec- 
tric eye that rings each time a cus- 

tomer enters the store. 

@ “SOMETHING every day to make 
them come in” is the operation slo- 
gan of the Kaufman Electric Co., 
of Hot Springs, Ark. “Make them 
stop, look, and listen.” Every day 
this is being done to attract pros- 

4 a pects for washers and dryers into 
the store where these units are 

/OW! A DOUBLE © hooked up for immediate demon- 
SPEED- ELECTRIC Rs Wes stration. 
nee est An electric eye that sounds a 

musical chime when the customer 
enters; radio promotions that tell 
a compact story ten times a day; 
and manufacturers’ promotions 
dolled up with original touches for 
localized interest, all play a profit- 
able part in selling more washers 
and dryers. 

Sel] washers and dryers When this was written, Ben and 
Joe Kaufman were making the most 
of a manufacturers’ twin promo- 

e . tion of the washer and dryer. Miss 
throucsh traffie builders Ruby Carrier, who has charge of 

eo, all appliance demonstrations, fash- 
ioned two pink bassinets from 
boxes and cloth, doing the work in 
the store where customers could 
see her in action. By the time the 
two bassinets were ready to show 
on top of the washer and dryer in 
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the store, and, later, in the window, 
scores of people were interested in 
the promction. Although the manu- 
facturer who sponsored the promo- 
tion supplied twin bassinets, Ben 
Kaufman wanted the promotion lo- 
calized. Furthermore, the bas- 
sinets that Miss Carrier made were 
much less expensive and more at- 
tractive. 

Miss 
novel salt and 

In each bassinet Carrier 
cisplayed pepper 
shakers that are given to custom- 
ers. Other shakers were also dis- 
payed in attractive piles. Although 
the shakers were not given indis- 
cr.minately, they were passed out 
to people who came in and asked for 
them and to prospects. 

“If a passerby is attracted into 
the store,”’ said Kaufman, “we feel 
that she deserves to have the 
novelty that we have picked for 
prospects. It pays to attract peo- 
ple even if they do not buy.” 

He pointed to the electric eve on 
the wall, which sounds a musical 
chime each time a person entering 
breaks the beam. 

“That electric eye is one of our 
best salesmen,” he said. “The young 
folks never grow tired of making 
the chime ring. After school every 
day, a number of boys and girls 
step through the door, just to make 
the chime ring 

“Wasted traffic? Oh, no! Time 
and again, when the kids are pass- 
ing with their parents, they make 
the older people come in. I've seen 
this happen many times. And no 
one comes in here without being 
srreeted and made to fee! welcome. 

“A woman brought into the store 
by a kid who wants her to see the 
electric eve in action has a family 
which uses plenty of clothes. We ask 
her about her home washing facili- 
ties, and invite her to bring her 
laundry down and have an active 
demonstration.’ Those active wash- 
ing and drying demonstrations go 
on every day. Even when a special 
washer-dryer promotion is not be- 
ing staged, five or six demonstra- 
tions are given each week. 

Miss Carrier says that a woman 
who sees her entire laundry washed 
and dried while she watches wants 
a home laundry of her own. 

Appliances near Kaufman's door at- 
tract the attention of passersby and 

cause many to enter. 

“The dryer is still new enough to 
require plenty of promotion,” the 
attractive young lady said. ‘Here 
in the South, where people feel 
they have an abundance of sun- 
shine, we have to. remind women of 
the many cold, 
drying clothes is a problem 

rainy days when 

“People who own their own 
back 

yard, unmarred by lines 
filled with More 
and more, those home-owners are 

prospect list for 

attractive 
clothes 

flapping wash. 

homes want an 

going on our 
dryers. 

“We don't feel that 
be sold without a good demonstra- 

a dryer can 

tion. And I seldom give a demon- 
stration to a woman without other 
women seeing it. Demonstrations 
fill our prospect files and turn pros- 
pects into buyers.” 

Although 
currently on washers and dryers, 

attention is focused 

Miss Carrier increases the power of 
daily demonstrations by letting 

While she 
is keeping the home-laundry pros- 
other appliances profit. 

pects interested, a refrigerator pie, 
made entirely without heat, stands 
in a refrigerator. Before the home- 
laundry customer leaves the store, 
she is given a peep at the luscious 
pie and the recipe. 

While the washer-drye) 
tion is being staged, radio works 

promo- 

overtime to bring people into the 
store The fifty-word announce- 
ment that is broadcast ordinarily 
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at least once daily now comes on ten 
times a day. Prospects are urged 
to come in and see the amazing 
dryer at work. Many do come it 
without washing to be done. They 
stand around and watch demon- 
strations that utilize other house 
wives’ laundry 

Another traffic 
Kaufman values greatly is the spot- 

store that 
The spotlight beams 

stimulator that 

light in the stays on 
until sunrise 
on the washer-dryer display long 
after the window lights go off 

Several times a year new impetus 
is given to store demonstrations of 
dryers and washers by inviting 
church classes to witness demon 
strations and receive fifty cents for 

When a 
unit is sold to anyone who has 
each person who attends 

witnessed the demonstration, an ad 
ditional $5 is given the class. This 
plan is not new, and has been used 
many times by other dealers, but 
Kaufman individualized it by giv 
ing fifty cents per member instead 
of the ten cents or twenty-five cents 
usually offered, and the additional 
$5 for a sale 

Kaufman sells dryers regularly t 
individuals and apartment houses 
When a new apartment is unde 
construction in this popular resort 
town, he tries to interest the owne) 
or builder in installing one or more 
complete home-laundry units for 
the use of tenants. It has always 

Please turn to page 165 
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These attractive compartments display one sample of every housewares item carried by Madison Electric Company. 

Boosting housewares sales 

® WHILE the appliance dealer may 
be discouraged by cut-price com- 
petition, the presence of many 
“fringe retailers” in the small ap- 
pliance market, he can count on one 
unusual form of display to boost his 
electrical housewares sales, accord- 
ing to three leading southern appli- 
ance retailers. 

Though none of these stores is 
related in any way, each has co- 
incidentally same 
form of display program, and found 
small appliance sales increased any- 
where from 20 per cent in Palm 

developed the 

‘Beach, Fla., to better than 50 per 
cent in Memphis, Tenn. Each has 
discovered for itself that because 
small electrical housewares are car- 
vied by many competing types of 
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Three southern appliance dealers 

recommend pigeonhole display 

outlets, it will always be the store 
which produces the most impres- 
sive, eye-appealing display, backed 
up with a good service program, 
which will get sales. 

The method is simply to isolate 
each electrical housewares item into 
a separate bin in a “pigeonhole dis- 
play” such as that pictured on this 
page. Individual compartments 
have the effect of narrowing the 
prospect's interest down to a par- 
ticular small appliance, insuring 
that he will notice details which 
might be lost in over-all mass dis- 
play, and consequently enlarging 
upon the individual, intrinsic ap- 
peal factor. 

“The use of a pigeonhole type of 
display has meant a lot to us,” a 

By Robert Latimer 

spokesman for A to Z Appliance 
Company of Miami, Fla., indicated. 
“Before we took a flyer into this 
form of presentation, we showed 
our electrical housewares stocked on 
block tables, or on pyramid fixtures 
out on the sales floor. 

“The policy was to show a great 
number of identical small appli- 
ances, on the theory that the cus- 
tomer would be impressed with our 
large inventory. That, we have dis- 
covered since, was a mistake. Show- 
ing every appliance in its own in- 
dividual cubbyhole, with plenty of 
space separating it from its neigh- 
bor, works out with far greater ad- 
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vantage to both the customer and 
the store.” 

A to Z Appliance Company made 
an unusual application of the “pig- 
eonhole” display theory. Lacking 
sufficient wall space to set up a 36- 
compartmented unit as desired, the 
number was cut to 24, and sliding 
doors, one on either side of the 
showroom at the rear, were con- 
verted into small appliance displays 

As shown, these doors separate 
the showroom from the warehouse 
and service shop in the rear, and 
are large enough to permit a pickup 
truck to be driven directly into the 
showroom to pick up heavy appli- 

Now, with the 
24 compartmented bins built on the 
front, the 

ances for delivery. 

doors still function 
exactly as they did, with the dif- 
ference that they are paying their 
way as effective sales fixtures. 

From the outset, A to Z Appli- 
ance Company noted that prospects 
shopping in the showroom spent 
around three times as long looking 
over small appliances in their iso- 
lated, individual compartments, as 
they had when the appliances were 
merely spaced on tables. The sight 
of the entire display fixture, mov- 
ing on an overhead rail when it was 

Ted Zent built his own display shelves 
and equipped each with an outlet so 
that each can be demonstrated in its 

own pigeonhole. 

necessary to open the doors, caused 
Total sales 

increase, during the first six months 
that the 48 compartments repre- 

a lot of curiosity, too 

sented by the two doors were used, 
was 52 per cent. 

“People simply noticed small ap- 
pliances which they had overlooked 
before, became interested enough 
to ask details on price, manufac- 
ture, ete., and wound up making a 
purchase after a demonstration,” it 
was indicated. “In all cases, it was 

) 
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Ato Z Appliance Company has noted 
that customers spent three times as 
long looking at appliances after they 

were placed in this display. 

merely the change in display which 
stopped them in the first place.” 

Less spectacular, but certainly 
impressive results, were likewise 
obtained by Madison Electric Com 

Mem 
Here, John Boedeker 

pany, appliance retailers of 
phis, Tenn 
head of the firm, decided upon the 
“compartmented” display theory 
when it was decided to enclose a 
stairway leading into a basement 
storeroom 

As shown, a graceful curving en 
closure finished in flat white was 
built 
22 x 18 inch compartments 

Around it are two rows of 
These 

are 16 inches deep, and there are 
16 of them, brilliantly illuminated 
by concealed fluorescent lamps. I: 
this way, the stairway space has 
been converted into effective dis 
play, and some 18 varieties of ap 
pliances are given the benefit of 
brilliant lighting, guaranteed atten 
tion from every visitor in the store, 
and a much higher sales volume 

One sample of every type of elec 
trical housewares item carried by 
the store is displayed, ranging 
from electric blankets through waf- 
fleirons, portable radios, up to bis 
cuit warmers, electric ice cream 
makers, roasters, and electric ice 

(Please turn to page 165) 
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Phillip’s windows illustrate that the store stresses small appliances. 

Sell small appliances first 

by Beatrice Miller 

© FROM A STORE doing a very minor 
business in small electric household 
appliances a year ago to one of the 
leaders in tne area Phillin’s Inc., 
of Washington, D. C., today does a 
$350,000 annual volume in this 
group of merchandise alone. A pro- 
gram of promotion, sales and ser- 
vice built around smal! appliances 
and introduced by Dorrel Goldman 
buyer of housewares and radios, 
revolutionized the department. 

‘There is no question in our 
minds that three out of four people 
walking in here want small items,” 
stated Goldman whose five years of 
experience with appliances at 
Hecht’s department store and an- 
other five years at Lacy’s Appli- 
ances have made him a keen stvu- 
dent of the market. “Once you have 
opened an account for a customer, 
you will find that the small appli- 
ance sale leads to sales in major 
appliances.’ 

Goldman spoke of seven features, 
one by one, that would help any 
dealer put across small appliances 
successfully 

“First, have salespeople who spe 

Bargain-priced household items give appeal to this Phillip’s cialize in small appliances and noth- 
full-page Christmas advertisement. ing but small appliances,” he em- 
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phasized, pointing out 
Phillip’s salesmen of 

that at 
small appli- 

ances are not permitted to sell tele- 
vision, refrigerators or any major 
appliance. “In any store where a 
salesperson is permitted to sell 
everything, customers for traffic ap- 
pliances get kicked around and are 
told to shift for themselves. Clerks 
lack enthusiasm for small 

them too small to 
with, and thus 

tomers are mishandled 

these 
items, finding 
bother good cus- 

because 
clerks are on the lookout for bigger- 
commission-yielding items.” 

At Phillip’s the sales staff works 
for salary and commission, averag- 
ing $100 a week. They are well- 
trained in household appliance sell- 
ing. 

“Second, I recommend carrying 
all items across the board, not only 
the 3 or 4 that get biggest demand,” 
went on that 
Phillip’s carried electric massagers, 

Goldman indicating 

hair dryers, heating pads, electric 
lankets, deodorizers, hair clippers, 

“These are 
that bring 

Many dealers spurn elec- 

infra-red broilers, ete. 
the traffic 
them in. 
tric clocks 
sell more electric clocks than any 

appliances 

In number of units we 

other item.” 

Good displays helptal 

Goldman next 
displays and 

emphasized good 
promotion of these 

eye-catching traffic items. 
One of the first things Goldman 

did was to place a glass showcase 
20 feet long, two feet high and 
two feet wide right outside the 
store’s entrance. Set up like a show- 
case to be found in any store in- 
terior, the glass display case is 
filled with current specials and some 
staples. Catching the eye of the 
shoppers on busy F Street, the case 
has proven to be one of the biggest 
traffic-getters in the store’s experi- 

Its striking appearance and 
with 

ence. 
assortment of items 
marked 

clearly 
price tags stops every 

passer. 
Goldman illustrated with results: 

an electric refrigerator defroster 
was put on display here and pro- 
moted. Some 1400 defrosters have 
been sold over a three-month period. 

A two-cup electric percolator was 
displayed in the outside showcase 
and given the usual newspaper pro- 
motion. Clearly marked as a spe- 
cial that regularly sold for $4.50, 

sold. The 
$2.99 special price carried a 33 1-3 
over 1000 of these were 

per cent markup, Goldman pointed 
out. 

Goldman noted Phillip’s policy of 
carrying standard brands and sec- 
ondary brands, but promoting only 

the latter. Specials comprise close- 
outs and discontinued models, also 
distress merchandise from distrib- 
utors. Phillip’s specials are never 
off-price standard models. Three or 
four weekly svecials which are pro 

(Please turn to page 164) 

Appliance dealer challenges 

“no down-payment” selling 

@ SOLID GOOD WILL from the public, 
and literally hundreds of apprecia- 
tive calls were the results of a 
unique newspaper ad which G. E 
Maxwell, head of Maxwell 
appliance dealers of Albemarle, 
North 
newspaper recently 

Mr. Maxwell shares 
other 
“dim 

Bros., 

Carolina, ran in a leading 

with many 
well-established retailers a 
view” of no down-payment 

selling, coupled with inflation, 
which he feels can lead to extreme 
hardship, 
credit eligibility, and other draw- 
backs in the future. 

Steadfastly refusing to swell his 
own sales volume by such “extreme 
unction” in newspaper advertising, 
the North Carolina appliance dealer 
has assiduously attempted to edu- 
cate his customers against it. 

The ad is “No 
Down” in large, black letters. Be- 

headed Money 

low is a sketch of a hand extending 
a dollar bill. In a subsequent head- 

Maxwell asks Is this 
... We do not 

Listed below this are 

line, Bros 
policy best for you? 
believe so.” 

reasons which he believes 
public 

1. No down-payment means more 

several 
worthy of close scrutiny. 

rigid investigation of your credit. 
2. No down-payment means larger 

payments. 
3. No down-payment means long- 

er indebtedness. 
4. No down-payment means in- 

creased interest. 
5. No down-payment encourages 

excessive buying. 
In place of this over-optimistic 

type of buying, Maxwell Bros. pre- 
“We Offer 
Policy. We 

suggestion 
Fair 

sented the 
The Following 
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repossession, loss of 

have an established credit policy 
That 
credit terms to deserving patrons 

policy is to extend liberal 

You can buy what you need with a 
reasonable down-payment to show 
your sincerity and make an agree 
ment to make regular payments. If 
your credit is established, you are 
allowed to buy merchandise, paying 
for it within 30 to 80 days without 
down-payment .if your purchase 
is not excessive. 

“If you so desire, you may select 
merchandise and we will hold it for 
you until down-payment has been 
made. We believe our credit terms 
are fair to our patrons and fair to 
us. We believe that they will leave 
our patrons in better financial con- 
dition than in cases where no down- 
payment is required. ... Your credit 
is good... we cordially invite you 
to use it.’ 

Public 
immediate and 
Maxwell 

reaction to the ad was 
gratifying, Mr 

First, his 
thinking was borne out by the fact 
that there was no tremendous rash 

down-payment buying in 

has indicated. 

of no 
Albemarle retail stores in general, 
and second, by the fact that many 
prominent personages in the com- 
munity telephoned to give their ap- 
proval to his stand. 

The North 
dealer is cognizant of Mark Twain's 

Carolina appliance 

famous quip, “Installment buying 
is a means of buying things you 
don’t 
have,” 

want with money you don’t 
and he points out that there 

strong analogy between 
sage’s thinking 

and the “no money required” sell- 
ing which is rampant everywhere 
today. 

is a very 
the Mississippi 
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‘Bargain appeal’... 

Selling major appliances 

through blind ads 

© IN THE DOMINANT newspaper in 
a southern metropolis there ap- 
peared day after day throughout 
the months of last summer, certain 
modest classified advertisements. 
By simply and briefly stating a few 
facts, without any sales effort what- 
soever, they sold thousands of dol- 
lars worth of room air conditioners. 
Yet they never occupied more than 
two type lines of space; never used 
as many as ten words. 

With substitution of fictitious 
proper names and telephone num- 
bers, the ads would read like these: 

Four Il-ton Iceberg units 
Fred Smith, Phone 2591 

Two 1952 Iceberg ton air conditioners 
with thermostat, Phone 1987 

These classified advertisements, 
written and paid for by selected 
salesmen and approved by manage- 
ment in the biggest independent re- 
tail appliance dealership in the 
metropolis, produced literally hun- 
dreds of leads on prospects for room 
air conditioners. And, ultimately, 
these ads produced for the parti- 
cipating salesmen, approximately 
50 per cent of their room condi- 
tioner sales. 

The salesman, the dealership, the 
metropolis and related facts must 
remain anonymous, but the idea is 
made available on that basis for 
other salesmen and dealers who 
might want to test it. Its effective- 
ness is not restricted to room air 
conditioners which are used merely 
for illustration, for the same type 
of classified ad is used throughout 
the year on other merchandise in 
season. 

The blind feature of the ad lies 
in the fact that it does not connect 
the offer of merchandise with the 
dealership. In each case the sales- 
man lists his home telephone num- 
ber. Since he is not home during 
the day when most telephone in- 
quiries are normally made, his wife 
answers the telephone and takes the 
caller’s number. This she relays to 
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her husband at the dealership and 
he returns the call. 

In one case the salesman was ap- 
parently doing so well that a colored 
maid had been carefully trained to 
proceed in the absence of his wife. 
Her telephone manners made it ob- 
vious that the number given in the 
ad was that of a residence. 

The residential atmosphere that 
is established when a prospect dials 
the number given is evidently re- 
sponsible to a great extent for the 
tremendous pulling power of this 
type of advertisement. The dealer 
strictly forbids any of his salesmen 
to use the word “bargain” in any 
of their ads. Yet he concedes that 
the implication of 
there. 

“This is quite a wholesale town,” 
he commented. “By that I mean 
that a great many people work hard 
at the business of circumventing 
the retailer to buy their merchan- 
dise wholesale. In that respect, I 
suppose our town actually differs 
very little from any other com- 
munity of size. 

“bargain” is 

No misrepresentation 

“Anyhow, the individuals who 
answer those advertisements defi- 
nitely get the idea that here is the 
possibility of a bargain. The con- 
clusion is that since this recognized 
quality merchandise is advertised 
for sale by an individual, it is not 
list price merchandise. The ads do 
not specify ‘new,’ neither do they 
specify ‘used.’ So they draw calls 
from those who scan the classified 
section for bargains in that type 
of used merchandise. 

“Whatever they think, the idea of 
getting around the retailer has a 
fascination. Although we use dis- 
play advertising regularly, many of 
the same people would not call our 
store and make the same inquiries 
about the same merchandise.” 

This dealer had his fingers 

by Baron Creager 

crossed when he first permitted use 
of the blind classified advertise- 
ment. He was apprehensive that 
there would be resentment against 
his institution as those who re- 
sponded to the blind ads found out 
the connection between the adver- 
tiser and the dealership. But ma- 
jor appliances have been sold in this 
manner to a large number of house- 
holders, and none has ever resented 
the classified advertising device that 
spurred him on in search of bar- 
gain or discount. 

“Many who don’t buy find out the 
salesman is our salesman, but they 
don’t seem to resent it,” the dealer 
continued. “Perhaps it is because 
some people don’t like the idea of 
walking into a store and subjecting 
themselves to sales effort. Then 
there is the point that individuals 
responding to such ads need not ex- 
pose their identity. But a smart 
salesman will often get the name. 

“Our salesmen are not evasive 
their connection with the 
They are quite frank about 

it, if questioned. The fact comes 
out anyhow before the transaction 
is concluded, but that is an ad- 
vantage to both salesmen and cus- 
tomers, for we have a good, solid, 
widely-recognized reputation. And 
after the transaction is concluded 
the customer has satisfied himself 
to a degree. He hasn’t dealt di- 
rectly with a retail store. 

about 
store. 

“In effect, too, our salesmen were 
able to offer something in the way 
of a bargain. We had a price for 
one unit, a price for two, three and 
so on. It was more to the custom- 
er’s advantage to buy three or four, 
for either number of units cen- 
tralized our installation and service 
problems.” 

Only smart and experienced sales- 
men can successfully do business 
with those who respond to such 
blind ads, the dealer points out. An 

(Please turn to page 164) 

ELECTRICAL SOUTH for OCTOBER, 1952 



When customers go to the cashier's window at Haun’s, they 
see an electric range in the aisleway, Interest in ranges 
is stimulated and often they ask questions. E. E. Best fur- 
tners a customer's interest in ranges by answering queries. 

After examining a spot display of an electric range, the 
customer often wants to see more ranges in the appliance 
department, J. D. Lea is shown in the appliance department 
explaining points of a range which appeal to a housewife. 

Inexpensive promotion 

imereases range sales 

® A SIMPLE, inexpensive idea has 
doubled sales of electric ranges at 
Haun and Co., Knoxville, Tenn. The 
idea is to have ranges at spots 
where the customers can’t help see- 
ing them. 

During promotion of ranges, 
there is one just inside the entrance 
to the main floor. It is the first 
thing a customer sees upon enter- 
ing the store. 

Or, if the customer goes back to 
the cashier’s window to pay a bill, 
he sees a range near it. One is kept 
there the year around. 

Going up on the elevator to any 
one of the five floors, the customer 
will see several ranges. They are 
placed so that they will be sure to 
be noticed from the elevator. 

Then there are displays of ranges 
in the appliance department, so that 
the customer can make a selection. 

“T would say that this promotion 
plan has at least doubled our range 

by Warner Ogden 

sales,” says Lester Watts, 
manager. 

“We have demonstrations, too. 
We are now arranging one at which 
we will serve hot food and drinks to 
those people who attend. 

“We try to keep a range before 
the customer’s eyes by 

store 

spotting 
them at different places in the store. 
Customers often stop and ask ques- 
tions about the one near the cash- 
ier’s window. These questions are 
the beginning of a sale. Before, 
when we did not have a range out 
for a spot display that way, the 
customer might not think of it. Or 
if she did, then we would take her 
all the way to the appliance depart- 
ment. Now we can show her a range 
right where she is and answer her 
questions about it. If she has come 
in to pay a bill and is in a hurry 
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to leave, she does not lose any time 
Mr. Watts explained further that 

when window displays are used at 
Haun’s, they try to make them as 
homelike as possible. Instead of just 
showing the range alone, kitchen 

When a 
range is shown, the storage com 
utensils are placed on it 

partment, baking, and cooking 
And when 

a cake is baked, the customer may 
spaces are pointed out 

always sample it, and hears an ex- 
planation of the way the cake was 
made. 

Mr. Watts believes that Haun’s 
has gotten sales with spot displays 
that would never have been gotten 
otherwise. Calls are mostly for me- 
dium-priced ranges. 
ing at high prices. The custome: 
finds that the medium-priced range 
today is of the same quality as the 
one for a higher price. The differ 
ence is mainly that the higher 

Fewer are sell- 

(Please turn to page 164) 
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On the appliance front 
(Continued from page 140) 

be printed locally or obtained from 
the Electric Housewares Section, 
National Electrical Manufacturers 
Association, 155 East 44th St., New 
York 17, N. Y., at $10.00 per hun- 
dred. 

New matted ad with 
Christmas messages are available 
through the 825 daily newspapers 
who participated last spring when 
the newspaper ad phase was insti- 
tuted. At that time these newspa- 
pers were given a free kit which 
included newspaper ad layouts in 
miniature as well as matted ad 
headings and product illustrations 
of uniform character and quality. 
The Christmas message ad headings 
will supplement what the newspa- 
pers already have. 

headings 

This sales planner is one more 
step in the long-range gift program 
designed to help all retailers sell 
electric housewares as gifts, on a 
steady day to day basis throughout 
the year. The gift market is a 
multibillion dollar one and the gift 
campaign concentrates on this lu- 
crative potential. During the past 
three years retailers have found it 
profitable to tie-in with the gift 
theme using the display material, 
advertising suggestions and other 
merchandising aids offered by 
NEMA. 

Coolerator will enter 

two new appliance fields 

THE COOLERATOR Company will 
enter the upright freezer and room 
conditioner business in October, G. 
L. Rees, president of the Coolerator 
Co., disclosed recently. 

More than 300 distributor prin- 
cipals and sales executives will be 
on hand in Duluth, Minn., for the 
two-day annual Coolerator conven- 
tion to see Coolerator’s complete 
new line of upright freezers and 
room conditioners as well as the 
1953 lines of refrigerators, electric 
ranges and chest type freezers. 

New Lewyt advertising 

breaks company record 

MORE THAN A MILLION dollars 
will be spent on national advertis- 
ing within a four-month period this 
fall by the Lewyt Corp., Vacuum 
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PRINTED RADIO CIRCUITS—William J. Halligan. right, president of the 
Hallicrafters Company, explains the working of his organization’s new “Power 
Print” radio circuit which will for te first time make radio a truly mass produc- 
tion item, to Ray B. Cox, president of Horn & Cox, one of Hallicrafters’ large 
distributors, In the Power Print, the circuit is photographed on a copper plate. 
Acids then eat away the unwanted copper; tubes and other components are in- 
serted ; the chassis is then dipped in a pot of solder for two or three seconds and 

the radio is completed. 

Cleaner Division, it was announced 
by Alex M. Lewyt, president, at a 
series of regional Lewyt distribu- 
tors meetings held recently. 

In announcing this figure, which 
is the largest in the firm’s history, 
Mr. Lewyt declared that a survey 

LEWry, 
No Dust Bag to Empry , 

2.) 

Pictured here is an illustration of a 
floor demonstration which will be 
one part of the million-dollar fall 
advertising campaign recently an- 
nounced by the Vacuum Cleaner Di- 
vision of the Lewyt Corporation. 

conducted by the company has 
proven that 43 per cent of all Lewyt 
cleaner sales are attributed directly 
to national advertising. “The logi- 
cal step, therefore,” he said, “and 
the one we are taking, is to increase 
our advertising budget in line with 
our ever increasing sales potential.” 

Introduced at the meetings as a 
basic part of the Lewyt sales pro- 
gram, is a “dolly and wall rack,” 
designed for use with the cleaner 
as a time and labor-saving device. 
The aluminum dolly is mounted on 
four rubber wheels, and attacn- 
ments are placed around the rear 

as to be easily accessible. The 
wall rack is used to hold the hose 
und wands for the cleaner. The de- 
vive has undergone field tests for 
the past twelve months. 

Walter J. Daily, 
and manager of the 

vice-president 
Vacuum 

Cleaner Division, told the assembled 
distributors, “We confidently expect 

1 90 per cent increase in our busi- 
laying 

plans now to accomplish this.” 
ness this fall, and we are 

Mr. Daily added that greater em- 
phasis than ever will be placed on 
Lewyt’s “18-Way Powerhouse.” the 
firm’s merchandising program. This 
campaign consists of national mag- 
azine advertising, local radio and 
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TV spots, co-operative newspaper 
campaigns, outdoor 
posters, proven dealer promotions, 
low cost direct mail, floor and win- 
dow displays, $1,000 itinerate dis- 
plays, publicity, telephone book ads, 
network radio and TV commercials, 
shows, fairs and exhibits; a full- 
color Junior Demo training film, 
the Lewyt Market Place demonstra- 
tion center and a 15-minute full- 
color movie for TV and club show- 
ings. 

coast-to-coast 

Major Appliances, Inc. 

occupies new structure 

COMPLETION OF the new structure 
which now houses the general head- 
quarters, including offices and ware- 
house of Major Appliances, Inc., 
Miami, marked the accomplishment 
of a goal which was formulated six- 
teen years ago by the founder, 
Walter D. Rowlands, who is now 
president and general manager of 
the firm. 

Since its original charter was 
granted in 1936, the firm has ac- 
quired branches in Tampa and Jack- 
sonville. In 1946, buildings were 
erected for these two branches. 

For many years plans have been 
made and a more suitable location 

This architect’s drawing of the new home of Major Appliances, Inc., Miami, 
evidences the fact that the air-conditioned building is modern in every detail. 

A large parking lot adjoins the building. 

has been sought for the building in 
Miami. During the latter part of 
1951, land was purchased at 2201 
N. W. 17th Ave., and the building 
will be formally opened this month. 

The building is constructed of 
steel and concrete, including pre- 
cast roof units. It is complete with 
an automatic sprinkler system, and 
railroad sidings, and has a large 
air-cooled display room which can 
be converted to an auditorium for 
meetings. It has 4,000 square feet 
of parts and service department 
area, over 12,000 square feet of 

FOOD FREEZING DEMONSTRATION—Marlin Associates and Shult Motor and 
Appliance Co., played host to over 100 families in the community of Rosenberg, 
Texas, recently at a food-freezing demonstration. Houston Light and Power Co. 
furnished home service advisors who put on the actual food preparation dem- 
onstrations. In the photo are (left to right): M. P. Jolly and Joseph Margolin, 
Marlin Associates distributors for Reveo Chill Chest Freezers; Mrs. Rhodes of 
Shult Motors, Chill Chest dealer; W. A. Rogers, vice-president and general man- 
ager, Marlin Associates; Mrs. Fay Faust and Mrs. Laura Foster, Houston Light 
and Power, home service advisors; Mac E. Vaunatta, Joe Sumner, and C, A. 

Metzger, Marlin Associates. 
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4,200 
square feet of modern, air-condi- 
warehousing space, and 

tioned offices located on the second 
floor. Adjoining there is a large 
parking area 

TV self-service shop 

opens in Jacksonville 

THE FIRST 
vision shop in the Jacksonville area, 
the Arcade TV and Appliance Shop, 
has been opened at 34 West Adams 
St. by William A. Snyder 

“self-service”  tele- 

Mr. Snyder, before coming to 
Jacksonville recently, was for six 
and one-half years buyer of tele- 
vision, radios, and records for 
Hearn Department Stores, Inc., 
New York. Prior to that time, he 
was radio buyer for Gimbel Broth- 
ers, New York, for eight years. 

“I’ve long had the idea that the 
average TV customer resents ef- 
forts to high-pressure him into buy- 
ing a particular set,” Mr. Snyder 
said, “so in our shop, the customer 
will be invited to try every set to 
his heart’s content without annoy- 
ance from a salesman. There will 
be ample literature on hand to de- 
scribe each make and model. When 
the patron has made up his or her 

follow 
through on the selling process.” 
mind on a _ set, we will 

Distributors to see 

New GE line for °53 

NEW GENERAL ELECTRIC major 
appliances, to be marketed early 
next year, will be shown to the 
company’s distributors at a pre- 
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view in Louisville, Ky., on October 
28 and 29. 

Attending will be distributor 
principals atid their sales, promo- 
tion, and operations managers, to- 
gether with division district and 
product service representatives. 
Sales and advertising programs 
planned in connection with promo- 
tion of the 1953 line will be out- 
lined. 

A tour of Appliance Park, the 
new multi-million dollar manufac- 
turing center under construction 
for the production of major appli- 
ances, also is on the program. 

A second advance showing of the 
new line will be held here October 
31 and November 1 for distributor 
salesmen and other members of dis- 
tributors’ organizations. 

The new appliances then will be 
taken on the road for advance show- 
ing at key distributor 
throughout the country. 

points 

Manufacturers name 

southern distributors 

Fourteen leading appliance dis- 
tributors have obtained Eureka dis- 
tributing franchises since August 
1, it was announced by A. L. Me- 
Carthy, executive vice-president of 
the Eureka Division of Eureka Wil- 
liams Corp., Bloomington, III. 

Orders already received for the 
company’s new “Roto-matic” vac- 
uum cleaner total almost as many 
as the current year’s total produc- 
tion of other models, and current 
indications point to a record-break- 
ing output, Mr. McCarthy said. The 
new product is believed to have at- 
tracted the new franchise applica- 
tions. 
Among the newly-appointed dis- 

tributors are: Mid-Atlantic Appli- 
ance Distributors, Washington, 
D. C.; Duval Distributing Co., Rich- 
mond, Va.; Sun Electric Co., Abi- 
lene, Tex.; Bomar Appliance Co., 
Inc., Knoxville, Tenn.; and the San 
Antonio, Oklahoma City, Houston, 
and Dallas branches of 
Gaulbert Corp. 

* - a 

Peaslee- 

The appointment of Graybar 
Electric Company, Inc., 709 First 
Ave., North, Birmingham, Ala., as 
distributor of CBS-Columbia tele- 
vision receivers was announced 
Sept. 25, by David H. Cogan, presi- 
dent of CBS-Columbia, manufac- 
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turing subsidiary of the Columbia 
Broadcasting System. 

Graybar Electric will cover the 
state of Alabama, with the excep- 
tion of a few counties in the ex- 
treme northeast and southwest, and 
will also include western Florida in 
their area. Mr. E. G. Walker is 
appliance manager of the Birming- 
ham firm, and will be responsible 
for the sale of the CBS-Columbia 
television line. 

* 7. 7. 

Appointment of Dixie Distribu- 
tors, Inc., 831 North 19th Street, 
Birmingham, Ala., as exclusive dis- 
tributor for Norge appliances in 
that area was announced in Septem- 
ber by H. L. (Red) Clary, vice- 
president in charge of sales of the 
Norge division, Borg-Warner Corp. 

Murray C. White, Jr., is presi- 
dent of Dixie Distributors. Other 
officers are Ashley Chambers, vice- 
president and general manager; 
John L. Casey, Jr., secretary; 
Frank S. White, Jr., treasurer; and 
Herbert Davey, general sales man- 
ager. 

Norge manufactures washing ma- 
chines, electric water heaters, re- 
frigerators, freezers, and gas and 
electric ranges. 

Automatic washer owners 

buy more dishwashers 

THE BEST SALES prospects for 
automatic dishwashers are the own- 
ers of automatic clothes washers, 
according to a made by 
Youngstown Kitchens. 

Reporting on the survey to the 
firm’s 68 wholesale distributors, 
Marshall Adams, advertising and 
sales promotion manager, revealed 
that of 198 people who bought Jet- 
Tower dishwashers, 178 already 
owned automatic washing machines. 
Further, 88 owned home freezers 
and 83 owned clothes dryers. 

Ninety of the 198 also owned food 
waste disposers, indicating that the 
disposer was sold as part of an elec- 
tric sink sale in many instances. 

“It’s apparent,” commented 
Adams, “that people accustomed to 
using automatic 
more quickly see the advantages of 
automatic dishwashing. Therefore, 
it would appear that dealers’ out- 
side selling activity could well con- 
centrate on those who already own 
these other appliances.” 

survey 

home equipment 

**Roto-matic™ cleaner 

A FULL-SIZE, full-powered canister- 
type vacuum cleaner, has been put on 
the market by Eureka Division of 
Eureka Williams Corp., Bloomington, 
Ill. The cleaner, to be known as the 
Eureka “Roto-Matic,” offers a num- 
ber of important new features includ- 
ing attachable tools that fit snugly 
onto the cleaner, permitting easy use 
and storage. 

Striking in appearance, the Roto- 
Matic has a die-cast, polished alumi- 

num swivel top which permits the 
cleaning of an average-size room area 
without turning or moving the cleaner 
from one position. The new cleaner, 
which weighs only 1442 pounds, has a 
% horsepower motor, a triple filter 
with no dust bag to empty, a cord 
clamp that locks the cord to the side 
of the cleaner when it is not in use, 
and a new No. 60 rug nozzle. 

e 

Two new Stiglitz dryers 

Two NEW clothes dryers, the Sun- 
Aire automatic gas clother dryer 
and the Sun-Aire automatic electric 
clothes dryer, will soon be on the mar- 
ket, the Stiglitz Corp., Louisville, Ky., 
announced recently. 

Both dryers are completely auto- 
matic, and have such added features 
as a top line trap, turbo-vent, built 
in sunshine, and automatic cooling. 
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Small capacity freezer 

THE LATEST addition to the General 
Electric Company’s major appliance 
line is an 8-cubie foot freezer. The 
new freezer, designated NA-8J, pos- 
sesses all the features of the larger 
GE model, with the only basic differ- 
ence, aside from its smaller capacity, 
being an aluminum inner liner rather 
than one of porcelain-enamelled steel. 

The new freezer possesses such fea- 
tures as a temperature indicating 
light, counterbalanced hinges, auto- 
matic interior light, and an exterior 
finish of two coats of white, baked 
enamel. The inner liner is formed of 
one-piece anodized aluminum with 
rounded corners for easy cleaning. 

This new model was added to the 
GE line to meet the present demand 
for a small-family freezer. 

Model NA-8J is covered by a five- 
year protection plan on the syaled-in 
refrigerating system, and a one-year 
warranty on the compiete freezer. 

Compact electric range 

KELVINATOR has begun volume ship- 
ments to dealers of a new 30 inch 
electric range. This new model ER- 
352 offers the homemaker automatic 
cooking and extra-large oven ca- 
pacity in a deluxe range priced as low 

as stripped models of conventional 
design. It requires a floor space of 
only 30 inches by 24% inches, saving 
kitchen area for other uses. The oven 
is a whole roast wider than most con- 
ventional ovens, and its automatic 
clock and control are built in. 

The Kelvinator electric range has 
seven exact, measured heating speeds, 
and the oven is designed to provide 
more than 5,800 watts, for fast pre- 
heating to 350 degrees in less than 
five minutes. There is an automatic 
pre-heat cutoff control. Other fea- 
tures include an electrical appliance 
outlet in the control panel, built-in 

top floodlight, and full-width sliding 
utensil drawer. The front, top, and 
sides are finished in acid-and-chip-re- 
sistant titanium porcelain enamel. 

a 

Steam or dry iron 

A NEW ELECTRIC steam-or-dry iron 
has been announced by the Hoover 
Co., of North Canton, Ohio. This new 
Hoover product features the “flash 
steam” principle, which eliminates all 
danger from steam pressure. Another 
feature is the automatic shutting off 
of steam when the iron is placed on 
its heel to rest. 

The degree of heat can be changed 
by simply turning the big safety-set 
dial with the fingertip or thumb with- 

out removing the hand from the 
handle. 

This steam or dry iron has a large 
filler spout just below the steam 
switch in the front of the handle for 
convenient filling and easy emptying. 
No safety valve is necessary because 
the water chamber is always open, so 
there is no possibility of building up 
steam pressure in the reservoir. 

The reservoir holds seven ounces of 
water. The steam valve switch can be 
controlled by one finger thus going 
instantly from steam to dry ironing, 
as desired, 

e 

Door chimes 

A NEW LINE of residential door 
chimes has been introduced by Nu- 
Tone, Inc., of Cincinnati, Ohio. These 
include door chimes ranging from 
smaller 2-note chimes to larger models 
which sound eight Westminster chime 
tones. All electric models can be wired 
to two doors. Some can be used with 
three doors. 

One of the new designs, the “Ha- 
cienda,” is particularly suitable for 
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ranch-type homes. It has an unusual 
metallic treatment for the cover and 
tubes. The cover has copper rivets 
around the border and a hammered 
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* 

Room air conditioner 

A 1/3 horsepower “install it your- 
self’ room air conditioner, complete 
with accessory installation kit, has 
been introduced by the Quiet Kool 
room air conditioner division of the 
Quiet Heet Mfg. Co., of Newark, N. J 
The new design in the manufacture of 

the air conditioner resulted in the bal- 
ancing of the main weight of the unit 
on the window sill proper. This com- 
pact and streamlined air conditioner 
projects only nine inches into the 
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room, and does not extend outside the 
normal building line. 

The Quiet Kool room air condition 
er can be installed by practically any- 
one in about 30 minutes; and because 
of its uniquely designed window siil 
clips, the entire unit can be readily 
removed. The unit operates on the 
regular 115 volts, a-c line. 

& 

Unique TV series 

A DISTINCTIVE new line of television 
receivers was introduced by CBS- 
Columbia, Inc. recently. This new 
“Decorator” group includes three 
types of sets: (1) a 20-inch chassis 
without cabinet for home decorators 
who want to build a chassis into a 
wall or into their own cabinet; (2) a 
20-inch model in an unfinished cabinet 
for customers who wish to paint, stain, 
or antique their TV set to harmonize 
with the color scheme of the room; 

ELECTRICAL SOUTH for OCTOBER, 1952 



and (3) table models in any of seven 
colors, for those who prefer prefin- 
ished sets. 

The chassis without its cabinet is 
completely assembled with a 20-inch 
cathode ray tube and is packed with 
all accessories including mask and 
mounting hardware. 

The unfinished cabinet table model 
receiver comes completely sanded 
ready to be painted or stained. 

All of the models feature tilted re- 
movable safety glass, cylindrical anti- 
glare cathode ray tubes, and long dis- 
tance switches. 

2 

Upright freezer 

QUICK CONTACT freezing is possible 
in the “Kitcheneered” freezer intro- 
duced by Revco, Inc., of Deerfield, 
Mich. This quick contact freezing has 
been made possible because the top 
plate of the cabinet and the three 
shelves are fully refrigerated, the lat- 
ter maintaining zero cold or lower on 
both sides. The shelves are the new 

open-grid type with Serpentine freeze- 
coil construction which provides for 
complete circulation throughout the 
interior. 

The Revco upright model UF-113 
holds 385 pounds of food in its more 
than 11 cubic foot interior. There are 
three permanent, well-spaced shelves; 
two sliding baskets, each having a ca- 
pacity of 24 pounds, equipped with 
rollers for easy pull-out; and one re- 
movable, adjustable shelf which pro- 
vides for efficient and convenient 
storage. 

* 

Washing machine timer 

A TIMER to make plain washing ma- 
chines automatic has been developed 
by the Tork Clock Company, Inc., of 
Mount Vernon, N. Y. This is a plug-in 
portable model with a decorative dial 
which will automatically shut off the 
washing machine at the end of any 
pre-selected time set, depending upon 
the kind of materials put in the ma- 
chine. The dial is clearly marked for 
various types of clothing or other 
goods. 

The timer may stand or hang from 
the wall, and has a Telechron motor, 
and an aluminum case with baked 
white enamel finish. There is a con- 
venient outlet at the side where the 
washing machine is plugged in for 
operation. 

& 

“Giant output” heater 

A NEW “giant output” room heater, 
combining fan-forced and radiant heat 
»f 1650 watts capacity, has been an- 
nounced by Arvin Industries, Inc. 
Model 5600 is a completely new addi- 
tion to the Arvin line and is a thermo- 
statically-controlled, automatic heater 
designed to provide “full room” heat 
at either 1650 or 1320 watts. 

Strikingly designed and finished in 
bronze enamel with ivory plastic ap- 
pointments, the Arvin 5600 is the larg- 
est capacity heater the company has 
marketed. This mode] delivers 5600 
Btus per hour at 1650 watts and 4500 
Btus per hour at 1320 watts. 

A furnace-type thermostat control 
accurately indicates room tempera- 
ture and the heater responds auto- 
matically to a pre-determined setting. 
It incorporates range-type rod heat 
ing units and a “red-glow” signal 
light indicates that current is flowing. 
The Arvin “Safeguard” safety switch, 
which cuts the current automatically 
if the heater is upset, is a standard 
feature of this model. The fan motor 
is of the induction type that does not 
create radio or television interference. 

This model circulates 80 cubic feet 
of warm air per minute. It is 17 
inches high and weighs 14% pounds. 

& 

Home laundry booklet 
THE MODERN HOME laundry, where 

to locate it and how to plan it, is the 
subject of the new 16-page booklet 
now available to General Electric 
lealers for distribution to their cus- 
tomers and prospective buyers. 

The booklet, entitled “A Sketch 
Book for a Modern Home Laundry,” 
covers in detail the planning, build- 
ing, arrangement, and selection of 
equipment for the up-to-date home 
laundry. Blueprints, supplemented by 
sketches, graphically point up the ad 
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vantages of careful planning and 
modern equipment. It offers the home- 
maker many ideas and suggestions on 
decoration and architectural treat- 
ment of the laundry area, including 
window framing, cabinet placement, 
lighting, and partitioning. 

e 

Burpee deep fryer 

THE BURPEE COMPANY, Barrington 
Ill., is producing an automatic elec- 
tric deep fryer and utility cooker de- 
signed exclusively for house-to-house 
sales organizations. 

The new fryer, called the “Aristo,” 

includes temperature controls rang- 
ing from 175° to 375° to permit gen- 
eral utility use as well as deep frying. 
The Burpee Company points out that 
the automatic thermostatic control 
enables the housewife to use the fryer 
as an electric automatic saucepan, 
casserole, and roaster, as well as a 
deep-fryer. 

The Aristo includes special, self- 
draining basket with mesh fine enough 
to permit popping corn. 

* 

TV trade-in guide 

PUBLICATION of the first television 
set trade-in guide, the 1953 NARDA 
TV Blue Book, has been announced 
by the National Appliance Guide Com- 
pany, 2132 Fordem Avenue, Madison 
1, aa 

The manual, scheduled for mid- 
November distribution, will provide 
authentic, detailed, up-to-the-minute 
information about all popular TV 
sets of over 30 leading manufacturers, 
covering models produced from 1947 
through 1952. The annual guide will 
tell the dealer how to evaluate trade- 
ins, how to service them, and how to 
re-sell them to his and the customer’s 
mutual satisfaction. 

Mews from Nanda 

News for this department is furnished by the 

National Appliance-Radio-TV Dealers Association 

Loose franchising 

jeopardizes trade 

PROMISCUOUS granting of television 
receiver retailing franchises in new 
markets threatens to undermine pub- 
lie confidence in television and to cre- 
ate unhealthy conditions in the indus- 
try, Mort Farr, president of the 
National Appliance & Radio-TV Deal- 
ers Association, warned in a state- 
ment issued recently. 

“A few manufacturers are author- 
izing the most unlikely of retail es- 
tablishments to handle their lines of 
television receivers,” he said. “Paint 
shops, drug stores, antique shops, and 
others, many of which are buying only 
samples and practically none of which 
are properly equipped to inspect, in- 
stall or service the sets, are selling 
television. In one southwestern city, 
there are more than 500 dealers, ap- 
proximately one for every 650 popula- 
tion. 

“While a few of the larger and bet- 

ter known manufacturers are being 
careful in choosing the nature and 
number of their retailers, some of the 
others have embarked cn a conscience- 
less program of blanketing the city 
regardless of its effect on the public, 
the retailers and the industry.” 

He urged dealers to examine the 
franchising practices of the manufac- 
turers’ local distributors carefully be- 
fore agreeing to handle any line of 
television. 

He also urged the public to pur- 
chase only from those firms in whose 
reputation it had confidence and who 
they would be reasonably sure would 
be in the television business and will- 
ing to back up the merchandise they 
sold after the first flush of television 
had passed. 

“As an industry with a primary 
obligation of service to the public, it 
is imperative that we exert every ef- 
fort we may legally employ to prevent 
what has happened, and is rapidly 
growing worse in some markets, from 
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being repeated in the many new mar- 
kets for television which will be de- 
veloped during the coming year,” he 
said. “The standings of an industry, 
many of its brand names, and its 
dealers are at stake.” 

Larger markups and 

shorter lines predicted 

“TELEVISION DISCOUNTS are going to 
get larger,” Albert Allen, regional 
manager, Allen B. DuMont Labora- 
tories Receiver Division, toid a group 
of appliance and television dealers re- 
cently. “They have to in response to 
basic economic laws. Also, manufac- 
turers’ lines are becoming shorter and, 
I am confident, will soon be brought 
out but once a year.” 

This, he said, is indicative of the 
way manufacturers are proving their 
belief that “our industry wil] grow in 
strength and stature in proportion to 
the degree dealers and makers of sets 
learn that they are in business to- 
gether.” 

He termed television the “largest 
dollar-volume producer in the appli- 
ance field,” and warned the dealers 
against being fooled or discouraged by 
the term “saturated market.” “As 
long as there are improvements in 
television, major changes in screen 
size and types of television service 
(ie. uhf), the term ‘saturated’ will 
have a widely flexible meaning,” he 
said. 

A principal advantage of selling in 
the more established television mar- 
ket, he said, is that it is a “mature 
market from which the worst retailing 
element has been eliminated and where 
only the healthier dealerships remain.” 

He told the dealers that there was 
money to be made from television in 

every market in the country if the 
dealer fulfils basic sales requirements 
including: 

1. The dealer salesman must know 
the product he is selling and the dis- 
tributor salesman should not let the 
product go onto the dealer’s floor un- 
til he is sure the dealers’ salesmen are 
well trained. 

2. When a customer comes into a 
store for other services or merchan- 
dise, find some device to show the tele- 
vision receivers in stock. Take full ad- 
vantage of all traffic the store pos- 
sesses. 

3. Sets should be well displayed, 
polished, and in good working order. 
“It’s your money,” Allen told the 
dealer. “If the set isn’t performing 
well in your store, you’re slowing 
down the speed and amount of your 
profit.” 

4. The dealer should recognize the 
advantages of having good television 
service of his own or through a well 
qualified agency. 

5. Dealers will have to go into the 
trade-in market more extensively and 
realistically. It’s a part of the indus- 
try now. Rent sets. Sell used ones as 
second sets for the home. A dealer can 
sell nine out of ten sets put out on 
rental and charges build up to help the 
dealer compete against price cutters. 

6. Dealers must participate in a mu- 
tual program of a limited number of 
dealers per brand and a limited num- 
ber of brands per dealer. “Beware of 
those special deals. Your competitors 
have them too. Be particularly care- 
ful if they’re long-term commitments. 
If you are offered multiple price sheets, 
you never know if you’re getting the 
best deal the salesman can swing for 
you. Be cautious about dealing with 
firms that have more than one list of 
prices.” 
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Louisville dealers 

hold sales clinie 

“Let’s SELL and Make Money” is 
the theme of a one-day sales clinic 
jointly sponsored by the Kentucky 
Radio-Appliance Dealers Association 
and the Wholesale Appliance Associa- 
tion and scheduled to be held at the 
Brown Hotel, October 12. At least 400 
retailers are expected to attend the 
session, according to Joseph Fleisch- 
aker, president of the dealer asso- 
ciation. 

Speaker at the banquet that eve- 
ning will be Joseph B. Elliott, vice- 
president in charge of consumer prod- 
ucts, for RCA Victor. Luncheon 
speaker will be J. B. Kip Anger, na- 
tional sales training manager for 
Motorola. Verne Martin, sales man- 
ager for Maytag, will be one of the 
principal afternoon speakers. Other 
afternoon speakers will be Harry J. 
Klein, president of the Reyal Bank 
and past president of the American 
Industrial Bankers Association, and 
30b Wilson, vice-president of Ken- 
tucky Utilities. 

Wind-up speaker for the afternoon 
will be Mort Farr, president of the 
National Appliance & Radio-TV Deal- 
ers Association, who will outline the 
program of action taken by organized 
dealers during the past year and a 
half and describe future activities the 
dealers plan to undertake. 

Karl Daubert is chairman of the 
Reception Committee; E. J. Lawson, 
chairman of the Finance Committee; 
Raymond Sales, Clinic Secretary; and 
Claude Lussky, chairman of the Ar- 
rangements Committee, which includes 
O. E. “Doc” Kelsall and Ed Good, of 
the Louisville Gas & Electric Co 
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J. W. Alsdorf, president of Cory 
Corporation, Chicago, has just an- 
nounced the advancement of E. W. 
Gutgsell to the post of sales manager, 
Southwest Division. 

Mr. Gutgsell formerly operated as 
assistant sales manager of the 
Fresh’nd-Aire Company, a product 
division of Cory Corporation. In his 
new responsibility he will supervise 
and coordinate the activity of the 
Cory national sales organization lo- 
cated in the territories of St. Louis, 
Kansas City, Oklahoma City, Dallas, 
Houston, Memphis, and New Orleans. 

E. W. Guitzell 

In his new post Mr. Guitgsell will 
manage Southwest Division sales of 
all Fresh’nd-Aire air treatment prod- 
ucts as well as the complete line of 
products presently comprising the 
Cory and Nicro lines of home ap- 
pliances. 

e 

The appointment of Joseph A. Arm- 
strong as sales manager of the re- 
frigeration section of the Crosley 
Division of Avco Manufacturing Corp., 
Cincinnati, Ohio, was announced re- 

J. A. Armstrong 

cently by F. F. Duggan, general sales 
manager for appliances. 

The newly-appointed refrigeration 
sales manager has been with Crosley 
for more than one year as manager 
of the air conditioning sales section. 
Prior to his connection with the Cros- 
ley Division, Mr. Armstrong was vice- 
president in charge of sales of Cros- 
ley Motors. 

e 
Seymour Mintz, advertising director 

of Admiral Corporation, has been 
elected vice-president in charge of 
advertising, Ross D. Siragusa, presi- 
dent, has announced. 

Mr. Mintz became advertising direc- 
tor of Admiral in 1944 and has since 
directed the expenditure of over $50,- 
000,000 for advertising the company’s 
TV and radio receivers, refrigerators, 
ranges and radio-phonographs in na- 
tional magazines, newspapers, and 
over television and radio. 

Jules E. Alexandre, sales manager 
of Duchess Appliance Mfg. Co., of 
Alliance, Ohio, has been elected vice- 

Jules E. Alexandre 

president in charge of saies, R. F. 
Doyle, executive vice-president and 
general manager, recently announced. 

e 
Neil T. Regan, Chicago public rela- 

tions man, has been appointed public 
relations counsel for the Hallicrafters 
Cumpany, radio and television manu- 
facturers, William J. Halligan, presi- 
dent, announced today. 

Prior to opening his own business 
here last September, Regan had been 
affiliated with Steve Hannagan, New 
York public relations firm, since 1939 
As an account executive of that or- 
ganization, he had been director of 
public relations for Admiral Corpo- 
ration, Chicago; Willys-Overland Mo- 
tors, Toledo; the City of Las Vegas, 
Nev.; Sun Valley, Idaho; and Miami 
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Beacn, Fla. He also served as ac- 
count executive on the Union Pacific 
Railroad and Electric Auto-Lite ac- 
counts. 

The appointment of Fred W. Rex- 
ford as an executive on the national 
sales staff of Thor Corp., home laun- 
dry appliance manufacturer, was an- 
nounced recently by president John R. 
Hurley. Mr. Rexford has been with 
Toastmaster Products Division of the 
McGraw Electric Co., for the past 
seven years. For the past several 
months he has been their Central 
Division sales manager. 

The appointment of P. Bernard 
Fleming as public relations manager 
of the Westinghouse Electric Appli- 
ance Division, Mansfield, Ohio, was 
announced recently by J. H. Ash- 
baugh, vice-president. 

Mr. Fleming was publicity represen- 

P. Bernard Fleming 

tative for the division since 1945. In 
his new post, he will continue to di- 
rect the publicity program for the di- 
vision. 

The appointment of H. C. Erhard 
as sales manager of the contract sales 
department, was recently announced 
by the Perfection Stove Co., of Cleve- 
land, Ohio. The assistant sales man- 
ager of the same department will be 
H. E. Thomas. 

Mr. Erhard came with Perfection in 
1949; he had previously been associ- 
ated with Standard Gas Equipment 
Co., of Baltimore, for 33 years. Mr. 
Thomas has been with Perfection for 
38 years, and most recently has been 
a salesman and sales engineer in the 
contract department. 

Frank T. Grimes has been appointed 
director of sales training for Whirl- 
pool Corporation, of St. Joseph, Mich., 
it was announced recently by John M. 
Crouse, sales manager. Grimes re- 
cently returned from his position as 
sales manager at the La Porte, Ind., 
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Frank T. Grimes 

Aircraft Division plant of Whirlpool. 
In his newly created position Grimes 

will work with distributor salesmen 
and dealers directing sales training on 
a screduled program basis throughout 
the entire national distributor-dealer 
organization. 

John F. Conger has resigned as 
manager of the Capehart-Farnsworth 
Corporation’s Southwest sales region, 
it was announced recently. He plans 
to join a western distributing firm. 

Mr. Conger, who has been with 
Capehart since 1948, became manager 
of the Southwest region, which has its 
headquarters in Dallas, Texas, early 
this year. Previously he had been lo- 
cated in the Pacific Northwest. 

The appointment of Edwin A. Ha- 
mala as director of sales and adver- 
tising was announced recently by the 

Edwin A. Hamala 

Royal Vacuum Cleaner Co., of Cleve- 
land, Ohio. Prior to his new position, 
Mr. Hamala was sales manager for 
Royal. 

The appointment of Robert A. Houtz 
as merchandise manager for the apart- 
ment house and builder sales depart- 
ment of the Westinghouse Electric 
Appliance Division, of Mansfield, Ohio, 
was announced recently by W. E. Sla- 
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SELL 
HEALTH and COMFORT 

NEW 

Wesix-Ionix Wiredheat means 
better profits for you this 
heating season. 

Wesix-lonix Wiredheat destroys air- 
borne bacteria, incinerates dust and 
pollen particles...actually freshens stale 
air by absorbing the positive charges 
common in urban air. Wesix-lonix 
brings to the home balanced “lon 
Rectified” air like that found in famous 
resorts, better health for the whole 
family. 

Available built-in to both Wesix Wall! 
Furnaces and automatic portable heat 
ers, the new, patented Ionix feature 
costs nothing extra to operate, needs 
No Maintenance or adjustment 

Esix: 
Write your nearest 
Wesix office for 
complete information 
and promotional 
material. 

WESIX ELECTRIC HEATER CO. 
ROOM #1 

390 FIRST ST » SAN FRANCISCO, CALIF 
LOS ANGELES + PORTLAND 
SEATTLE + HUNTSVILLE, ALA 



TITAN 

PORTABLE HEATER 

THE
RM-

O-D
IAL

 

Features thermostatic con- 
trol . . . turns heater on or off auto- 
matically! Just set it . . . then forget 
it. A BIG heater, with plenty of power. 
Priced unusually low F $19.95 for volume sales 

Without Therm-O-Dial control, $14.95 

NOW! MAKE ANY ELECTRIC 

HEATER FULLY AUTOMATIC! 

NEW! PLUG-IN 

THERM-0-DIAL 

Just plug any electric 
heater into Therm-O- 
Dial unit, set the dial 

and enjoy automatic comfort control at 
its best! Every heater customer will 
want this handy unit $6.95 
at 

WRITE DIRECT OR ASK YOUR JOBBER 

Titan () 

MANUFACTURING CO., INC. 

701 Seneca St. © Buffalo 10, N. Y. 
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baugh, Jr., department manager. 
Mr. Houtz was formerly with West- 

inghouse Electric Supply Co., in Bal- 
timore, Maryland, where he handled 
apartment house and builder negotia- 
tions. In his new position, he will be 
responsible for coordinating and de- 
veloping apartment house and builder 
activity with specialized distributors. 

Promoting range sales 
(Continued from page 153) 

priced range has extra features or 
“is more dolled up.” 

Few requests to take an old stove 
on a trade-in are received now. The 
average customer, Mr. Watts finds, 
has learned that she can usually se]l 
a used stove for a higher price her- 
self than she would get if she 
traded it in to the dealer. 

Today, the customer thinks of 
service that may be needed, too. In 
that, Haun and Company has a plan 
which benefits both customer and 
dealer. The company lets the Knox- 
ville Utilities Board service depart- 
ment do any servicing and then 
bills the store for all service ren- 
dered during the guarantee period. 
KUB is equipped and has men 
trained for good service. The cus- 
tomer knows it. There have been 
fewer callbacks on KUB service 
than if he had to depend on others, 
Mr. Watts believes. As Mr. Watts 
commented, “They know how to fix 
it right and don’t have to experi- 
ment.” 

“If servicing is done after the 
guarantee has expired,” Mr. Watts 
explained further, “then KUB bills 
the customer instead of the store. 
Customers know KUB gives mighty 
good service and are pleased with 
the arrangement.” 

Blind advertising 
(Continued from page 152) 

inexperienced man would bungle 
the call and fail to get the name. 
For that matter, an inexperienced 
salesman would bungle the same 
deal on the floor. So the dealer has 
permitted only a few selected sales- 
men to make use of the blind clas- 
sified ad. 

In the blind ad there are several 
advantages for the store. It brings 
within the dealer’s scope of sales in- 
fluence, numbers of people who 
would not personally present them- 
selves on the sales floor. In addi- 

tion to insuring anonymity for the 
prospect if he desires, it still makes 
it convenient for the prospect to ex- 
pose himself. 

By advertising recognized quality 
merchandise by brand name, it sets 
up a preferred list by singling out 
those who recognize quality and are 
definitely interested in that brand. 
Finally, and perhaps of most ad- 
vantage, it exposes the prospect in 
an unguarded moment. From the 
refuge of his anonymity, the pros- 
pect is less restrained. Not sus- 
pecting he has responded to the ad 
of a trained salesman, he willingly 
exposes himself to additional prod- 
uct information about an appliance 
for which he has already mani- 
fested a desire. 

“These blind ads, handled by 
smart salesmen, have been highly 
effective sales tools for us,” the 
dealer said. “Through them we 
have gotten business that would 
have otherwise escaped us.” 

Sell small appliances 
(Continued from page 151) 

moted by newspaper, radio and tele- 
vision are from 25 per cent to 50 
per cent off but still carry a good 
markup. 

“IT cannot emphasize strongly 
enough that the advertising of spe- 
cials must be absolutely truthful. 
If an item is marked down from 
$8.95, make sure it is precisely 
that,” he advised. “It may be of 
advantage to use an advertising 
agency to write lively copy for you. 
We find it so.” 

Buying in very large quantities, 
frequently at pre-season prices, 
makes possible many of these spe- 
cials. Goldman’s years of experi- 
ence buying appliances have gained 
him a wide extent of contacts and 
resources all over the country and 
contribute to the successful buys 
often made 
sible maintaining stock when short- 
ages in the market occur. 

This also makes pos- 

Charge accounts necessary 

Goldman cited charge accounts 
as another must for any appliance 
dealer. 

“No dealer can hope for big busi- 
ness in appliances if he has only 
cash and carry and cannot offer 
terms,” underlined Goldman. “Your 
customer for major appliances de- 
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velops out of the customer who may 
have opened a charge account on a 
toaster. She will come back time 
and again when she needs other ap- 
pliances.” 

Goldman also listed faulty mer- 
chandise arrangement as one of the 
causes of low volume. 

“Some dealers make the mistake 
of putting all the products of one 
manufacturer together,” said Gold- 
man. “This is a mistake. We ar- 
range by item—all our 12 different 
brand toasters are together, all mix- 
ers are together, our 15 regular 
irons and six steam irons together, 
and so on. That arrangement seems 
most reasonable to me. If a cus- 
tomer comes in looking for a toaster 
she wants to see all the models in 
order to compare and choose. She 
doesn’t want to have to move: to 
half a dozen places along the coun- 
ter, and carry items back and forth 
for comparison.” 

A delivery service was named as 
another essential to a successful 
appliance volume. Competition with 
the department stores and specialty 
shops also compels a dealer to have 
a gift-wrapping service. 

“Gift wrapping is a service no ap- 
pliance dealer can afford to neglect,” 
concluded Goldman. ‘‘Customers ex- 
pect it, your competitor down the 
street offers it and you will have 
to provide gift wrapping, too. 
Since small appliances are frequent- 
ly gifts, it seems a reasonable re- 
quest of customers.” 

Boosting housewares 
(Continued from page 149) 

crushers. Located in a _ deluxe 
shopping district, Madison Electric 
Company has been able to give far 
more luster to its small appliance 
display and thus attract many more 
customers. 

Down in Palm Beach, Fla., Ted 
Zent, of Zent Electric Company, has 
profited greatly from a hardwood 
“pigeonhole fixture” which he built 
himself, and which has been con- 
sistently used to move electrical 
housewares at an advanced rate 
ever since. As shown, this unit is 
wedge-shaped, sloping back gently 
from floor to top, 3 tiers high, and 
contains 18 sections. 

Each of the compartments is, in 
effect, a miniature “stage” with 
plenty of space for large portable 

radios, mixers, roasters, popcorn 
poppers, coffeemakers and other 
larger electrical housewares items. 
Mr. Zent built the fixture of hard- 
wood, and then lent an unusual 
“blaze of color’ atmosphere by 
painting the interior of each com- 
partment a different pastel shade. 

Thus, a brown radio will appear 
against a green background, a 
chrome-finished coffeemaker against 
a dark gray, an all-white popcorn 
popper against a maroon back- 
ground, ete. Under brilliant light 
provided by two ceiling spotlights, 
this fixture is colorful indeed, and 
has caused at least half of all ap- 
pliance prospects entering the store, 
to walk over and look over the small 
appliance display. 

Every electrical housewares item 
from radios up to the most expen- 
sive mixer has sold at a faster rate 
since this fixture was first used. 
Incidentally, one of the most clever 
appeals of Mr. Zent’s “pigeonhole” 
unit is the fact that tiny concealed 
electrical outlets are supplied at the 
back of each compartment, so that 
portable radios, mixers, fans, 
juicers, etc., can be demonstrated 
in actual operation right in the 
compartment in which they are 
shown. This has giyen a lot of 
“life” to the display. 

Each of the three dealers has 
agreed that individualized display 
in this way has the all-important 
factor of lending prestige and “buy- 
appeal” to electrical housewares. As 
one pointed out, every item is in- 
vested with a museum-like appeal 
which encourages shopping house- 
wives to look at each carefully and 
separately, before moving to the 
next—and the impressions gained 
in the process will make a lot of ad- 
ditional future sales. 

Traffic builders 
(Continued from page 147) 

been easy to sell washers, he points 
out. Now some extra salesmanship 
is selling dryers, too. 

And how is selling dryers to 
apartments connected with traffic- 
builders for the store? 

“Everytime we induce a passerby 
to turn into our front door we 
know we have another opportunity 
to win a friend for the washer and 
dryer that we keep hooked up, ready 
for immediate demonstration.” 
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STEEL TOWERS and MASTS 

Tubing - Roof Mounts - Guy Rings 
PRODUCTS 

for T-¥ and ELECTROMES 
ae * } 

Model 115 — 
Krank Up Mast 
27’ telescoping crank up most 
complete with all hordwore 
Cranks to ony positive position 
from 10° to 27". Made of sturdy 
2”, 1%" and 1%" tubing. Easily 
installed 

Model 125 — 
Krank Up Mast 
47’ telescoping crank up most 
complete with all hordwore 
Same os Mode! 115 in construc 
tion. Will telescope to any pos 
tive position from 20’ to 47 
Weight 45 Ibs 
A locking device on both of the 
above models removes all the 
strain from the cable 

Models 120 to 150 
Kwick-Up Telescoping Mast — 
Thousands ore using this sturdy, 
well built, and excellent oppeor- 
ing most 
This quick-moving economical 
most is available in 20, 30, 40 
and 50 foot lengths, which tokes 
core of most installation prob- 
lems. 
Mast is constructed of the finest 
1015 and 1020 carbon cold rolled 
electric welded steel tubing. This 
heavy weight tubing is of the 
furniture grade quality. Mast is 
zine ploted with an extra chrom- 
ate coating. This process will give 
SIX TIMES the rust resistance of 
ordinary zinc plating, os proved 
in salt spray tests! 
Masts ore equipped with oll 
hardwore ond ore shipped in 
cartons to keep them in go more 
salable condition. 

* 
ROOF MOUNTS 

A sturdily constructed Roof Mount with 
4-way swivel. Fully adoptable to any 
type of mounting. Will toke up to 2% 
inch tubing 

ALSO 
MODEL §S, Rotary 4-way T-V mast bose mount 
MODEL P, 2-way swivel T-V mast base mount 
RUGGEDLY CONSTRUCTED MOUNTS - LOW PRICED 

* 
JOBBERS and DISTRIBUTORS 
WRITE FOR PRICES AND LITERATURE 

JONTZ MANUFACTURING CO. 
1101 E. McKINLEY AVE. 

MISHAWAKA, INDIANA 

SOUTHEASTERN REP.: A. H. PATTON, 
710 WALTON BLDG., ATLANTA, GA 
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This ad is one of a series telling indus- 
trial and commercial management the 
story of Coolair Breeze Conditioning. 

ps Production | 

Take a Drop? 

Here’s the Low-Cost Way 

to Cool Plants & Offices! 
It’s the breeze that cools you and your 
car after you’ve been parked in the hot 
summer sun. With Coolair Breeze Con- 
ditioning Fans you can introduce cool- 
ing, healthful breezes into plants and 
offices at low cost, without major in- 
stallation expense and at a minimum 
outlay for operation and upkeep. No 
water required! Result—more comfort, 
better summertime production. 

Coolair Breeze Conditioning can 
solve your cooling problem! The 
Coolair line ranges all the way from 
window fans up to 9’ industrial giants. 
Remember, it takes a real breeze to keep 
you cool. And your Coolair representa- 
tive will be glad to plan the installation 
with the capacity to provide you with 
cooling breezes all summer long. 

Low-Cost Cooling? You'll be sur- 
prised how little Coolair Breeze Con- 
ditioning costs! Write TODAY for com- 
plete information and the name of your 
local Coolair representative. American 
Coolair Corp., Jacksonville 3, Florida. 

The complete line of Coolair \ 
Breeze Conditioning Fans includes 
mouse-quiet, spring-mounted mod- | 
els for cooling apartments, homes, & 
offices, schools, churches, etc. 
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Television service 
(Continued from page 145) 

do not charge for service calls four 
to six months after the purchase 
Our theory about this is that a 
satisfied customer is an asset to the 
store—a dissatisfied customer will 
put you out of business. 

Servicing at DeGolyer’s is unad- 
vertised, but we often receive re- 
quests for specific servicemen by 
satisfied customers. This, we feel, 
is the criterion of a good, efficient, 
effective service operation. 

Independent service operators 
never give the same degree of ser- 
vice offered within your own firm. 
They look at all accounts without 
discrimination. The wheel that 
squeaks the ioudest usually gets the 
grease. The only way to be as- 
sured of a competent servicing job 
is to have full control of it per 
sonally. 

Take service all the way 

What has an appliance firm to of- 
fer except quality servicing? A 
customer can buy the same prod- 
ucts from several different sources 
in a city as large as Dallas. But 
unless a firm is willing to go all 
the way, it’s wiser to stay out of 
the servicing field, because a piece- 
meal operation does little more than 
create dissension among customers. 
The difference between the red and 
black brackets is thorough, complete 
and controlled servicing. 

To operate a servicing depart- 
ment profitably, the dealer should 
give it adequate expenditure and 
credit servicemen for trade-ins. You 
certainly cannot make a profit on 
warranty servicing alone, but if the 
service department is allowed to 
take in extra work, including jobs 
where warranty has expired, it can 
go beyond the break-even point and 
operate in the black. 

The _ sales department should 
credit service for trade-ins, and 
specific rebate percentage should be 
designated to them. This applies to 
sets taken in at $24, for example, 
where $50 worth of work is put 
into them, and they are resold at a 
regular, normal set mark-up. Usu- 
ally, the profit is credited to the 
sales department—an unfair prac- 
tice as far as servicing is concerned. 

For every new set sold, the ser- 

vice department should be credited 
with $10 operating expenditure, re- 
gardless of the number of service 
calls made. The law of averages 
will protect the service division in 
this way. Some sets will require no 
servicing during the 90-day war- 
ranty; others will necessitate sev- 
eral. In turn, the service depart- 
ment should be equipped to take 
care of extra service, extra calls, to 
solicit new business. 

Television servicing can be a big 
headache when a firm depends on an 
outside contract servicing organiza- 
tion. It can also be a bigger head- 
ache. unless you have qualified ser- 
vicemen and a qualified service man- 
ager. Each has to be productive to 
make it profitable. 

Commissioned servicemen make 
for the plus or minus in operation 
For there has to be a premium or 
bonus agreement, outside of war- 
ranty, if business.is to be gained 

It’s hard to tell where sales end 
and service begins. 

“WRIST ACTION" CORD SET 
Wireless swivel plug 
turns, bends, swings, 
spins — eliminates all 
cord wear, 
eof all 
troubles. 
sive, patented de- 

A proven 
Attractive 

display card free. 

Finest quality cord and recepta- 
cles, including new flush range 
receptacle. Underwriter’'s Ap- 
proved. 220 volt, 50 amperes. 
Eliminates costly electrical work 
in connecting ranges. 

your jobber or write direct 
for full details and prices. 

DAVIS Mfg. Company 
PLANO |, ILLINOIS 

Southeast Rep Rg Rep 
H Dewees Co C. Huie Co 

Walton Bidg.,Atlanta,Ga nena Bidg., Datlas, Tex 
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White —_ how you can fill every 

auxiliary heating need of ever 

QUALITY BUILDER, CONTRACTOR ‘ad 
produces 

: HOME OWNER! 

PROFITS! | 

“A) | ; - bss 

6.9% MORE HOT WATER 
than most utility requirements, 
in electric models, because 
W hite’s exclusive W ater-Hotter 
baffle diffuses and tempers 
incoming cold water. 

Series 230 HEETAIRES _ : 1250 to 3000 watts 

HEETAIRES . . . are manufactured in a 
complete range of type and sizes for every 
purpose... 

. ‘ . HEETAIRES . . . range in wattage from to install any White ; i cam 1,000 to 5,000 (120 and 240 volts), produce porcelain table top model | . - | from 3,402 to 20,472 BTUs per hour 
Series 200 HEETAIRES for light, intermediate and heavy duty 

Just slide 1000 te 2000 watts 
it into eon a ALL HEETAIRES available with 

' AUTOMATIC THERMOSTATIC 
Hook 7 HEAT CONTROLS 

All HEETAIRES can produce and maintain 
~itetine ros ; any desired temperature between 40° and 
The job's 80° F. (with only 2° differential at all 
desie! 1) fh times). This insures correct healthful com 

s fort — uninterruptedly — quickly wherever 
Somehow, a man gets his biggest profits from products ae wanted. 
. : : ver ice? Series 240 H in which he takes the most pride. Ever notice? 4 = ; , 

I 1008 to 1508 watts HEETAIRES are available in wall inserts 
and wall attachables— both with either 
built-in or external thermostatic controls. 

With White, you have no reservations. From the most 
obvious, quickest order-closing features such as 6.9% 
more hot water to hidden details, your White is right. 

For the full Proved Profit Story, write White today! | HEETAIRES are available in three heat 
types—radiant heat, heated air, fan-forced 

WHITE PRODUCTS CORPORATION a , 
Water Heating Specialists Since 1930 

Dept. $-10, MIDDLEVILLE, MICHIGAN i FAN-FLO HEETAIRES—Series 230 pro 
duce both kinds of heat—infra-red rays plus 
fan-forced heated air. ELECTRIC — Round or ™ GAS — Round A *@ 

table top models models only Series 250 ype ge or o acew 1500 to 3000 watts HEETAIRES Series 200 and Series 240 pro- 
Aan a — duce infra-red rays (radiant heat). 

*" Guaranteed by ™ Good H ke a i ,o — Tey ta” \E ‘ : | HEETAIRES Series 250, Series 210, pro 
duce fan-forced heated air 

oe 1 whe . ees ee ; ‘4 | " 1 Write for the copyrighted 
: AB ioe ; ot. : 111444 FREE * “A GUIDE TO QUICK HEATING” 

Tested and listed under reexamination service by 
Underwriters’ Laboratories, Inc 

— Thermostatic or Manval Control... Rodiont Heat, 
Series 210 HEETAIRES L Heated Air and Fan-Forced Radiant Heat Woll 

3000 to 5000 watts Inserts and Wall Attochables 

2 HOTTER |: MARKEL | LASALLE 
wie eee ELECTRIC PRODUCTS, INC. PRODUCTS, INC. 

White Products Corporatién, Middleville, Michigan 139 SENECA ST. BUFFALO 3, N. Y. 
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You can check the Value of a 

ae 

Attic Fan Installation 

€ Road, White Oaks “room bung repainted. 
struction h, Plastered y 

alow re. 
Solid ey. 
Screened 

d Walls, dou- floor furnace, 

press ce 

R eed attic fans not only have original pur- 
chaser preference, but enhancement value as well. 
A check of the classified ads shows Reeds specified 
by name, in descriptions of homes for sale or rent, 
clear indication of their quality, preference and 
long-life. 

Reed RVU 
Attic Fans 

RVU-24 5,300 CFM 
RVU-30 6,900 CFM 
RVU-36 9,750 CFM 
RVU-42 11,700 CFM 

R eed “packaged” 
vertical discharge attic 
fans require a minimum 
of attic space, are simple 
and easy fo install. Their 
certified air delivery is 
quiet and powerful. 
Four stock sizes for any 
size attic ventilation 
requirement. 

Dealerships Open in Some Localities 
WRITE FOR INFORMATION 

| REED UNIT-FANS, Inc. 
1 1001 St. Cherles Ave., Dept. E 
1 New Orleans, Lea. 
' Gentlemen 
- Please send me further information about 
1 Reed Attic Fans 
' 
' 
! 
' 
' 
' 

Nome 
UNIT-FANS, INC. 
1001 St. Charles Ave. 
New Orleans, La. 

Address 



SCRUBS FLOORS 

-»- WITH BEAL SPEED POLISHER 

ee New Beal Speed Polisher completes a 
Vacuum Cleaner. Operates on air 
power generated by cleaner. Complete 
with Tampico bristle brush for scrub- 
bing and special lambs wool pad for 
polishing floors, furniture or automo- 
biles. 

Dealers throughout the country say 
that one demonstration sells a Beal 
Speed Polisher and Vacuum Cleaner. 
Beal Speed Polisher is the most natural 
promotion for increasing Vacuum POLISHES FURNITURE 
Cleaner sales. 

Check the plus-values of the Beal 
Speed Polisher. No other waxer or 
polisher offers so many uses at so low 
a price. 

PRECISION MADE AND 

FULLY GUARANTEED 

Beal Speed Polisher Inc. 

4707 S. E. 17th + PORTLAND, OREGON 
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best bet 

for increased 

range sales 

The NATURAL HEAT Unit for 

Best bet for “business at a profit’, as dealers 
everywhere are realizing, is to offer customers 
“something extra” in performance or conven- 
ience. You can offer both with TK Monotubes*. 
That’s why, today, you find Monotubes used as 
standard equipment on most new electric ranges 

. and why dealers use Monotubes more and 
more for replacement sales. Monotubes bring 
users “simplified cooking”. 

HERE’S HOW! 
Monotubes are single-coil surface units. Regard- 
less of how much or how little heat is needed, 
the homemaker gets instant, a//-over heat at 
every cooking speed, for any size utensil she wants 
to use. No “inner coil” or “outer coil” cold spots 
to worry about. And... she has faster, more 
economical heat, also, because the broad, flat 

% 

LERNO 
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better cooking... NATURALLY! 

coil provides up to 32.8% greater direct- 
heating surface (i.e., contact with the 
cooking utensil). 

That’s not all! The “swivel action” that makes 
Monotube “‘stand alone’”’ permits easy cleaning of 
entire range. Spilled foods can be mopped up 
easily, kept from baking on the drip pan. 

You have a decided sales advantage when you 
sell “simplified cooking” (even heat; economical 
operation; easy cleaning) as offered only by 
Monotubes. These are features women know and 
want, potent sales-clinchers for profitable selling. 
So... take full advantage of the “simplified 

cooking” story in the ranges you sell, and 
to boost your service and replacement business. 
Women buy cooking performance, not just 
surface units. Remember this in your selling! 

*Trademark Reg. U. S. Pat. Of 

TUTTLE and KIFT, INC. 



Westinghouse Retailers 

AGAIN ROLL UP MAJORITY OF SALES 

AS THEY HELP ALL AMERICA TO 

Just look at the wealth of 

timely Election-Flavored, 

Point-of-Sale Display Material 

As the presidential campaign heads into 
the homestretch, Westinghouse advertis- 
ing and promotion also swings into 
high gear. 

Once again, Betty Furness, America’s 
champion saleswoman is carrying the 
banner in the great series of “Pick the 
Winner” political debates that Westing- 
house is sponsoring on TV and radio. 

Backing up this powerful promotion 
is the full kit of timely point-of-sale 
material shown above. As you can see, 
it all blends into a selling center that is 

Westinghouse Sales Gal, Betty Furness Says: ——- eit ed ree fie tee estinghouse retailers. 
“Ill help carry the women’s 
ateren...cdete WESTINGHOUSE ELECTRIC CORPORATION 

| i i ivisi ° f i i of the men’s, too.” Electric Appliance Division Mansfield, Ohio 

you CAN BE SURE...1F ITS Westinghouse 

VA DOGO GOS] 

frost-free * Dishwosher + Wovte-Awey - Bes aids ie ccna oe SAMAR aes sao" Saas tn en Shaan ree a 
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General 
Electric’

s new sm
aller-di

ameter 

BX ARMORE
D 

CABLE 

is lighter... and stronger 

EASIER TO INSTALL; 

CARRIES U.L. LISTING 

General Electric engineering and research 

have taken advantage of the characteristics of 

glass braid and developed a new, smaller- 

diameter BX cable which is listed by Under- 

writers’ Laboratories, Inc. Now BX armored 

cable, a General Electric product that has 

become almost a byword in the industry, is 

even easier to install, will give better service 

than ever before. 

EASIER INSTALLATION 

Smaller-diameter BX cable is easier to 

pull through drill holes—has greater resist- 

ance to impact and crushing. The smaller 

diameter also reduces the weight of the cable, 

making it lighter and easier to carry. 

BETTER SERVICE 

Glass braid is impervious to rot and flame 

—it stands up under the most severe condi- 

tions. Of course, the new BX armored cable 

will fit all standard fittings. 

Ask for the new smaller-diameter BX 

cable on your next order. Construction Ma- 

terials Division, General Electric Company, 

Bridgeport 2, Connecticut. 
e stered Tvade-mark General I t 

Go Can pul pow confidence mn 

GENERAL ELECTRIC 
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