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Dear Mr. Smith:

I am now employed by the FCC and have
worked up to the position of a Monitoring
Officer. Without the benefits of your.
Course it would have been tough going, and

to this day the lessons and textbooks are
proving their worth. Having had the

opportunity to look over other Courses
before and after graduating, my advice and
recommendations are, and always will be,
to any person interested in Radio = the

NRI.
CeJeGe, Rhode Island

COPYRIGHT 1947 BY

NATIONAL RADIO INSTITUTE
WASHINGTON, D. C.

FM20M348 1948 Edition Printed in US.A,.

ETTING a fair price for your work is a problem you
will meet as soon as you start to service. receivers.
Determining a fair price is not hard, yet surprisingly
few servicemen seem to know how to do it properly.
As a result, many a technically competent radio man
has not been successful, because he made his prices
either too high or too low.

When the price charged is too low, the serviceman
gets a reputation for cut prices that attracts a lot of
business. However, he will soon give up the business if
the return per job is not sufficient to pay the expenses.
On the other hand, if the serviceman charges too much,
he will drive away business. It is important, therefore,
for the serviceman to charge just the right prices—high
enough to keep the business prosperous, yet low enough
so that his customers are satisfied that his charges are
honestly arrived at and reasonable.

There is nothing mysterious about determining what
such a fair charge should be, once you know your ex-
penses. Naturally, at the beginning, you ecan’t know just
what your expenses will be. Therefore, until such time
as.you do know your costs, you will be wise to follow a
flat-rate schedule like the one described later in this
RSM Booklet. In fact, you may find that the flat-rate
schedule meets all your business requirements, particu-
larly if you intend to operate a small spare-time busi-
ness. Once you have established a flat-rate schedule, you
should review it from time to time to be sure that it is
providing the necessary income. Before you can do this,
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you must know how to determine what your charges
should be.
» This RSM Booklet is intended to show you how to
charge correctly for your work. It contains a flat-rate
charge schedule that should come reasonably close to
the charges you should make in the average case. In ad-
dition, it shows you how to calculate an hourly rate that
will let you work at a fair profit. Beforg we go into either
of these, let’s learn a few facts about what determines
the cost of staying in business.

WHAT IS PROFIT?

For a business to expand and grow, it must make
money over and above the cost of doing business. This
extra earning is called a profit. .

Perhaps one of the greatest mistakes of a beginner

in a radio-servicing business is to consider all the money

over and above the cost of a part as profit. Nothing could
be further from the truth. For example, suppose that
you replace a by-pass condenser and charge $2 for the
job. If the condenser costs you twenty-five cents, you
may think that you have a profit of $1.75. Actually you
have no such thing—the cost of the part may be only a
small fraction of the expenses of doing this job. Let’s
suppose that you spent an hour, and that your salary is
$1 an hour. This $1 labor charge added to the twenty-
five cent cost of the part leaves only seventy-five cents
of the $2. Furthermore, even this seventy-five cents is
not all profit. Your business has operating expenses—
things like rent, electricity, heat, insurance, car ex-
penses, and supplies such as stationery. A proportionate

share of all these costs must be paid for out of the

seventy-five cents. What remains will then be profit.
Notice—as we pointed out in an earlier RSM Booklet,
your salary is not a part of the profit of your business:
On the contrary, it is an expense—part of the cost of
doing business. For the purposes of finding out whether
or not your business makes a profit, you must consider
yourself to be an employee. As such, you are entitled to
a salary for your services. Your business makes a profit

only when it earns more than enough to pay your salary
and all other expenses. 5
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High prices mean a large profit per customer, but very few cus-

tomers; low prices attract many customers, but the over-all profit

is too small. To be successful, a radio serviceman must charge

prices that give him a good profit but appear reasonable to his
customers.

As a beginner, working in your own home, you may
feel that you don’t have any operating expenses worth
mentioning. This is true while you are doing only one .
or two service jobs a week. However, if you intend to
go after a considerable volume of spare-time business,
or intend eventually to operate a full-time business, then
you should start right from the heginning to keep track
of all expenses. That is the only way for you to get on a
firm business basis.

For example, you should charge the business a rent
even if you are operating from a room in your hquse.
If you use one room of a five-room house, the business
should pay one-fifth the house rent (or, if you own the
house, one-fifth the rent you would have to pay for a°
similar house). By watching your electric bills and com-
paring them with the bills before you started your serv-
ice work, you can see how much the electricity used by
your business costs. Similarly, by keeping a record of
mileage or of car operating expenses, you can determine
what proportion of the operating cost of your car can
he charged to the business.

» After you have deducted all operating expenses, you
still have business costs such as taxes, licenses, and de-
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preciation to compute. Your test equipment is a good
example of the need for making a depreciation charge.
Let us suppose, for simplicity, that you have spent $100
for test equipment. The average life of this kind of
equipment is about four years. In other words, you will
want to replace the equipment in four years because it
will be obsolete (or, even if it is still usable, will prob-
ably be so battered or out-of-date in appearance that it
does not make a favorable impression on customers).
Therefore, each year you should set aside 25% of the
cost of replacing the equipment. Then, in four years,
the business will have the necessary money to buy new
equipment.

Similarly, you should set aside money to pay for lost
or broken tools. And, since your business mileage is
hastening the end of the life of your car, the business
should pay a fair share of the cost of replacing the car.
» Anything that is left over after all expenses have
been paid may be considered as profit. This is the
“salary” earned by the business itself—money that you
can use to buy new equipment (not just replacements
for present equipment) and to expand your business.
When the profit is more than enough to take care of such
needs, you can draw some of it out—pay yourself a divi-
dend, in other words. However, unless you are excep-
tionally fortunate, you will probably be “plowing back”
the profit into your business for some time.

DETERMINING AN HOURLY RATE

As we have already said, you can charge for your
work by following the flat-rate schedule that we give
later in this Booklet. However, you will want to be sure
that the flat-rate schedule fits your needs—you may have
to adjust some of the charges up or down to meet your
own local conditions. Then, you may find other jobs you
would like to add to the flat-rate schedule, or you may
decide to work more on an hourly rate basis.

To do any of these things, you must work out the
actual per-hour cost of doing business. This means you
must estimate your expenses for a certain period (a
month, three months, or a year), and also the amount
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SERVICE GUARANTEE

Your ............ receiver, Model ............ , is un-
conditionally guaranteed to operate satisfactorily for
three months from the above date PROVIDED no change
or adjustment is made on the receiver by anyone other
than the undersigned during the period of the guarantee.
This guarantee covers tubes only to the extent of the
manufacturer’s guarantee.

If the receiver does not operate satisfactorily during the
guarantee period, it will be repaired FREE OF CHARGE

by us.
.......................... (Signed)
Fairhaven, Virginia DON’S RADIO SERVICE

Many experi d servi find it good business to give am

unconditional guarantee like this to their customers. However,

until you have acquired sufficient experi » you should guar-

antee only your own work, not the whole set (see FIG. 1,
page 15).

of time you will spend on service work in that period.
These figures will let you determine the hourly rate
charge that will pay expenses and give your business a
fair profit.

Of course, you realize that this hourly rate pays all

your expenses, including your salary—it is not your
salary alone. In other words, if you charge an hourly
rate of $2, perhaps only $1 of this amount will go to
you as salary. )
» To show how to determine the hourly rate, suppose
we examine the operating expenses of a full-time radio
service shop. (Whether you work full-time or spare-time,
you can follow the same general procedure in determin-
ing your own costs) . Table 1 lists the operating expenses
of a typical one-man radio service business. Many of the
items are self-explanatory, but the following notes will
help you to see how some of the figures are determined.
Let’s assume that you are working out a table similar
to this, and go over the points as we come to them.

To get your figure for fixture depreciation, estimate
what your lights, parts cabinets, workbench, etc., were
worth (what they would have brought if sold) at the
beginning of the year. Estimate their value at the end
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of the year. The difference between the two figures is
the depreciation.

Since the average piece of test equipment has a useful
life of four years, depreciation of service equipment can
be figured at 25 % of cost per year.

In this case, the owner estimates his salary on a basis
of $35 per week (with pay for vacation weeks). The
yearly income he desires, then, for direct repair work is
52 x $35, or $1820.

Something should be paid to the person taking your
phone calls, even if it is your wife, your mother, or an-

“other close relative. A modest $70 per year is allotted
by Mr. Jones for this purpose.

Zeros are shown for heat, window decoration, and
newspaper advertising because Mr. Jones spent nothing
for these items. If you have such expenses, enter the
amounts paid for each in the proper places.

Item No. 6 in Table 1 lists a total of zero because in
a one-man business you do not have to pay these taxes.
However, if there are taxes for business licenses in your
community, they should be placed in this column.

The Jones financial investment built up over a period
of years is, let us say, $1600. The owner thinks he is en-
titled to a ten per cent return on that investment, or
$160. (At the beginning, when your investment is small,
you can choose an arbitrary figure as the desired profit
—say $25 or $50).

» Adding together these items, we ﬁnd that the Jones
Radio Service must yield $3445 to meet its operating
expenses and pay a profit.

The owner puts in 50 hours per week, but he estimates.
that only about 35 hours will be directly paid for by the
customers or will be actually spent on radio repairs. The
rest of his time is non-productive—spent in ordering
parts, or in building racks and doing other shop tasks, or
just plain wasted when there is nothing to do. A total of
85 hours per week productively used in repair work for
50 weeks (two weeks vacatlon and holiday time) comes
to 1750 hours per year.

The owner subtracts from this figure the total number
of hours spent on “call-backs”’—say about 2 hours per

week, or roughly 100 hours per year. This brings the

6

4

Service Equipment

New instruments ......... $ 50.00
'Instrument repairs ........ 20.00

Instrument depreciation
(25% of COSt) vevevnnnn 75.00
OIS ..i..ieiiiinnennains 10.00
Serwce books and manuals . 15.00
Solder, wire, tape, etc. ...... 5.00
Item No. 4 ........ $175.00

i
Table 1
YEARLY OPERATING EXPENSE, JONES RADIO
SERVICE
Shop- Expenses Wages
Rent o.vveeininvensnanns $600.00 Help for handling phone ... $ 70.00
New shop ﬁx(ures ........ 02000 Salary .................. 1820.00
. Fixture depreciation ....... 25.00
' Redecoration, Item No. 5 ........ $1890.00
shop improvement ...... 20.00
BlectriCity . .cocoevrevnnns 60.00
Heat ....ccvvevnneinnnnn 0.00 Taxes
Sign. painting, lettering . 5.00 (Except income tax)
Window decoration ....... 000  \Workmen's compensation .. $ 0.00
‘ %zuogery supplies ........ }Sg-gg Social Security ........... 0.00
ONE .ovearerrnnnns 1 U
Fxrecp and theft insurance . ... 10.00 nemployment Insurance 0.00
IemNo.1....:... $810.00 Toort N 6w s 00 $ 000
Losses
] Advertising Expenses Bad Debts ......covununn. $ 10.00
- Stickers $ 200 Damage to parts and chassis
Calling cards -11000 0000 200 thicugly aselemnca « s 1500
. Newspaper Advertising . X
T Trioks 2K x sz 12 55 mmes 2;.88 Iem No. 7 ........ $ 25.00
Circulars .....covveeennns 3
Parts Replaced Free
Penny post card ads ....... 13.00 Usdet Guarantee
Item No. 2 ........ $ 4500 Ppares (net Cb!t) .......... $ 55.00
Item No. 8 ........ $ 55.00
. Car Expenses
GAarage ...cvveninnianans $§ 60.00 PROFIT (% of investment) $160.00
GAS 15 o s s s 5 5 8 wps wie 5 s g o 55.80
| e 20.00 Item No. 9 ........ $160.00
' %cpairs and service ........ gggg . :
 TIEES v vvveenrerinnenaann X
Auto license ............. 10.00 Sum Total of Yearly Expenses
Auto insurance ........... 25.00 (edd items 1,2, 3,4, 5,
Depreciation «............ 60.00 6,7,8a0d9)
Item No. 10 ....... $3445.00
ItemNo. 3 ........ $285.00
Time Input

Total number of hours worked by
owner per week .....000000. 30
Number of hours spent by owner
on actual service work ........ 35
Vacations and holidays
Hours spent on “ca.ll back” service
work per year
Total number of Paid-For Hours
spent on Service Work Per Year
35 x 50 == 1750 — 100 hours oa
call backs = 1650 ... (Item No. 11)



Courtesy Sylvania Electric Products, Tae.

'I;his book gives you a handy, easy way to keep complete busi-
ness records for one year.

estimated total of paid, productive hours down to 1650
hours per year. »

Dividing the required total income by the paid pro-
ductive hours gives the hourly rate that must be charged
to yield this total income. When we divide 3445 by 1650,
we get approximately $2.10 as the hourly service rate.
» It should be clear that this is the minimum hourly
rate at which the proprietor of the Jones Radio Service
can operate profitably on his estimated number of paid
hours of operation. If business is poor, so that he doesn’t
get paid for 1650 hours, he can lose money at this rate.
To be safe, he will probably charge $2.25 per hour.

Of course, if the volume of business is considerably
smaller than estimated, Mr. Jones will soon find he can-
not increase the hourly rate enough, since there is a
limit to the amount that customers will pay. Now, to
break even, Mr. Jones must go out after more business
or must reduce his expenses. On the other hand, if he is
swamped with work, he may have to hire an assistant.
This may allow him to reduce his rate, or may force him
to increase it, depending on how efficient the assistant
is and how much business the shop has.

Guarantees. Mr. Jones’ losses on call-backs are
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worth some attention. Many service shops make no un-
conditional guarantees of set operation on repaired
radios, limiting themselves to guarantees of the specific
parts replaced and adjustments performed. However,
Mr. Jones unconditionally guarantees repaired sets for
three months. He estimates the losses resulting from
this policy to amount to $55 in parts and tubes supplied
free, and to 100 hours of unpaid service.

Let’s see how much of the hourly rate is caused by
these losses. In other words, how much less could be
charged if he didn’t offer an unconditional guarantee
policy ? One hundred additional hours of paid-for service
time would be available per year, making a total of 1750
hours, instead of the previous total of 1650 hours. A
reduction of $55 in the operating costs would bring down
the total income necessary from $3445 to $3390. The
hourly rate, then, would be 3390/1750 or about $1.94.

Comparing this with the original rate of $2.10, we can
see that for a difference of only 16 cents in his hourly
rate, Mr. Jones can offer his customers an unconditional
3-month guarantee on all repaired sets no matter what
type of trouble may develop. Naturally, an uncondi-
tional guarantee is a real selling feature—unquestion-
ably worth the small difference it causes in the rate.

Customer’s Bills. You may have noticed that Table 1
does not list any costs for the radio parts and tubes used
in repairing sets. This expense is paid as each part is
used, because Mr. Jones follows the system we recom-
mend of charging separately for parts. In other words,
the customer gets a bill for parts and for professional
services. The parts are billed at the regular list prices
established by the manufacturer. The bill for services
is figured out either from the flat-rate schedule (given
farther on) or by multiplying the hourly rate by the
time consumed on the job. Later in this Booklet we will
give some billing examples.

Record Keeping. Mr. Jones can find out whether he
is making money, by keeping an accurate but simple
record of his expenses and his income. Such simple list-
ings give all the information needed to fix charges and

" to figure taxes. Special record books, containing com-

plete directions for use, are available for the small busi-
9



FLAT-RATE SCHEDULE

All charges in this chart are for professional
SERVICES only. Radio parts should be
billed at list prices.

Each bill should include one of the three fol-
lowing charges, to cover testing of tubes,
check-up of set, and tests needed to determine
the nature and extent of the trouble.

I Check-up and test at customer’s
home

This covers up to' 1 hour of time in-
cluding trip to and from home;
charge for extra time at Hourly Rate
specified in schedule.

II Check-up and test at shop, including
pick-up and delivery of set ......... 3.50

This includes time and transportation
expense for two round trips to a cus-
tomer located up to 2 miles away
from shop; charge for greater dis-
tance at Mileage Rate specified in
schedule of charges.

III Check-up and test at shop, when cus-
tomer brings set in and takes it away 1.50

Alphabetical Schedule of Charges

NOTE: The word “install” rather than “replace” is

\uod in describing certain service jobs in which a defec-

gart is replaced, to emphasize that parts are NOT
lnclu in the charges.

AERIAL, built-in loop—install

........ $3.75

—repair broken wire ................ 1.00

AERIAL, auto—install complete unit .. 2.25

-—-mstall new lead-in wire ............ 1.50
AERIAL, home—-sxmple outdoor instal-

lation not tequmng ladder or poles ... 5.00

—job requiring installation of poles .. 6.50

—difficult installation: at Hourly Rate,10

with minimumof ............... ...
ALIGNMENT, trf.set ............... 1.00
ALIGNMENT, superheterodyne set:
1-Band: s o s sim s s 5 476 0 070 owiw @ 0m v ione 0 mines 2,00
additional bands, per band—add ...... .50
High-fidelity i.f. amplifier—add ....... 1.50
Complete fm. set .............. .00 4.50

aerial, with reasonab
ference elimination

—remove set from ka .,and re-install
after bench work {s @me ..........
(Check-up and ;re extra)

—interference elimi ¢
at Hourly Rate, fhinimum of 3.00
AUTOMATIC RECORDEEHANGER
—clean and oil onlyf o & .« --c-.c000n 1.00
—adjust or replacq.)p@t; at Hourly
Rate, with minimgn¥ 8. ........... 3.00
COIL installation: * i‘lﬁ .
Osc. or rf—l-bandf ~ . %............. 3.25
—2-band: .. 8% ............ 3.50
: —multi-pang..,.......... 4,00
RF.choke ....... k.. & coeeeenenns 2.25
AF.choke ....... ;.. & v evnnts 2.75
Filter choke ..... 5 .. &............. 2.75
CONDENSER installati
Single paper by-pas;
Each additional paper c
Trimmer or padder. et
Gang tuning unit . R 4.00‘
Single electrolytic . o2 s sl b i & w8 s 2.50
Dual electrolytic . .‘. M AT 3.00
Multi-section electdoly®k¢ . ........... 4.00
Filter block ..... ‘ ............... 4,00
DIAL DRIVE cable or @a#it—install
(easy job) ....... foo AT 1.50
—install (normal) ... &............. 2.50
—install’ (special J{bs ng over 114
hours) ........ j RN 4.50

DIAL DRIVE—repaj f
DIAL pointer or scalp

ment ........... D | CEREERRERRRER
HOURLY RATE .. L &Foociieveennt 2.50
INTERFERENCE, &

power line filter .. {.\ .} 1.50

—install and adrust 'wagh trap ........ 1.50

at Hourly Rate

INTERMITTENT
your estimate on
observed symptom e guarantee
the job, be sure tof mjie charge high
enough to cover at Yea| one call-back.

LINE CORD, plain 2 ife—:

LINE CORD RESISTOR (Cordohm)

—install ...l e
LOUDSPEAKER—mstall aade & G § 608 ... 2.00
—recenter voice coil....c....ceiiienns 2.00
—replace cone, small ................ 2.50
—replace cone, over 6” .......c00000nt 3.50
—replace field coil ............. ..., 3.50
MILEAGE RATE, per extra mile-....... .10
PHONO MOTOR—clean and lubricate . 1.00
—replace ......iiiiiiiiiiiiiiiennas » 3.00
PHONO PICK-UP—replace ........... 2.50

PUSH-BUTTONS, automatic tumng,
reset:
Simple mechanical type, per station .. .20

Telephone dial type, per station ...... .40
Electrical (trimmer) type, per station . .25
Motor-operated type, per station ..... 40
RESISTOR installation:
Single resigtor .. ... viiineieiiianan 3.00
Each additional small remstor or
paper by-pass condenser .......... 1.50
Voltage divider or bleeder .......... 3.50
SWITCH—install simple on-off type ... 1.50
-—band changing, per section or deck .. 2.00
—push-button tuner, install .......... 3.00
—push-button tuner, minor repairs ... 1.50
TONE CONTROL—install ............ 3.00
TRANSFORMER installation:
A.F, transformer .........q0000ceenn. 3.00
Antenna coupling transformer
—ataerial ........iiiiiiiieiiiieaa 3.50
At Ot s s sons v s i W S W S Wi A A 1.00
Antenna coil—same as r.f. coil
I.F. transformer .................... 3.25
Oscillator coil—same as r.f. coil
Output transformer ................. 3.00
Power transformer—mounting charge . 3.00
—connection charge, per lead or
termuinal w.: oo v v s mm s e s s s 5 e 25
R.F. coil (tran.sformer)—l-band ...... 3.25
—2-band .....ciiiiiiiiiiii e 3.50
—multi-band .............c00i000e0n 4.00

TUBE SOCKET—mounting charge .... 2.7§

TUBE TESTS—included in shop or
home check-up and test.

VIBRATOR—test .......covvivnennnn. .50

—install non-plug-in type ............ 3.00

VOLUME CONTROL—install ........ 3.00
11



nessman. Some of these books are obtainable from sta-
tionery stores, others from radio supply houses.

BEGINNER’S RATES

Many beginners make the mistake of charging too lit-
tle because they feel they are “learning” or are “taking
too much time” on each job. This is a wrong attitude;
any repair you make is worth as much as if it were done
by an expert. That is, if an expert would charge $5,
and you do the same job, then you have done $5 worth of
work. True, the expert may have taken only half as long
as you did, but this merely means that he has earned
more per hour than you. Your total price for the job
should be the same as his. (How will you know this total
price? The flat-rate schedule in this RSM Booklet can
again be used as a guide.)

In other words, you should adjust your per-hour
salary to your ability. When you are starting out, figure
your salary rate fairly low to compensate for the length
of time it takes you to make repairs. When you have
learned enough to work faster, increase your salary rate
in proportion; this will keep your total price for any
particular job the same at all times. This is fair both to
your customers and to yourself.

Understand—when we say that you as a beginner
should get the same pay as an expert for a repair job,
‘we are assuming that you will do as good work as the
expert. The only difference between your work and his
should be that yours took longer—your finished repair
should be just as good as his. There is no place for a
botched, half-done job in radio repairing. If you can’t
make the repair perfectly, either return the set without
charge, or have an expert do the work for you.

A good business and a good reputation can be built
only upon a policy of honesty and fairness. Your charges
must be honest ones for services rendered, and your
charges must be fair both to yourself and to your cus-
tomers. When people bring their radio sets to you and
say “Fix it up; I'll be back day after tomorrow” without
even asking how much the charge will be, then you’ll
know you have the right kind of reputation.

12

HOW TO USE THE FLAT-RATE SCHEDULE

The schedule shown in Table 2, (pages 10 and 11) is
based on an hourly rate of $2.50. This may seem high
at first thought, but remember that the hourly rate in-
cludes all expenses (except the cost of parts), so your
actual per-hour earnings may be only about $1 per hour.

The table makes allowances for the following factors:

1. The amount of skill and knowledge required to
locate the trouble and figure out the remedy. Thus, auto-
matic-record-changer repairs are higher than other
equivalent mechanical repairs.

The hourly rate will pay the expert $1 per hour or
more. As a beginner, you will take longer, so your hourly
earnings will be somewhat less. However, the flat-rate
price is about right for the job, regardless of the hourly
salary earned by the serviceman.

2. The average time a competent, fully equipped
Radiotrician would need to complete the job. The check-
up and test charges cover only the time required to de-
termine enough about the trouble to give an estimate.
On jobs usually requiring additional time to isolate the
exact trouble, the price takes this into account.

\ \
\
|

]

e

Courtesy éylvanin Eleotrie Products, Ine.

These are back and front views of two kinds of record cards

that Sylvania furnishes at low cost. The card on the left gives

you a job record and an addressed reminder postcard, as well

as a bill and guarantee for your customer. The longer card on

the right gives you a job record, a bill and guarantee, and a
receipt for the set.
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On jobs that require exact duplicate replacement
parts, the extra time that may be required to secure the
correct part is likewise considered. You are not taking
a pleasure trip when you drive from one radio jobber to
another in search of a part.

8. The possibility of complications that might be en~
countered on the particular job. Some troubles, particu-
larly squealing, distortion, or too-frequent burn-out of
tubes or some other part, require actual changes in cir-
cuit designs, and consequently take longer than normal
to repair. This possibility was considered in setting the
charges for such jobs. Hum is another example of a com-
plaint that may become complicated to fix. Many a cus-
tomer who complains of hum becomes so hum-conscious
that he expects the Radiotrician to eliminate hum that
was never noticed when the set was new. Of course, you
should charge more than the fixed rates for this or for
any other jobs if the customer is unreasonably finicky
about the results he wants. In such a case, you should
discuss the matter of charges thoroughly with the cus-
tomer before you get too involved, and make sure he is
willing to pay for what he wants.

» The possibility of call-backs has been considered in
practically every charge. Rare indeed are the jobs where
you can collect extra when the set fails within your
guarantee period, and still keep the good will of your
customer. The charges in this schedule allow you to
handle most call-backs cheerfully without asking for
more money, regardless of the reason for the call-back.

Any system of professional charges is based on aver-
age conditions. It is intended that you adapt the rates
and billing method to special cases whenever necessary,
as illustrated by the examples at the end of this Booklet.

All special jobs that do not come up often enough to
justify listing in this schedule should be charged at
hourly rates, or the rate should be used as a guide for
estimating the charge.

Material Prices. All radio parts and materials are
to be billed at regular list prices as estabhshed by the
manufacturer.

» When no list price is known, the easiest way to figure
it for billing purposes is to divide your cost price by .6;
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Unless otherwise indicated, all repairs and materials
listed above are guaranteed for 90 days, just as for a new
radio set. Work and materials covered by the guarantee
will be replaced without charge within this time lithit if
defective.

Guarantee sStart8 ON: .........cociveveiienenceiasnons

. YOUR FIRM NAME PRINTED HERE
L

FIG. 1. This is an example of a guarantee of work and materialsa

You should offer a guarantee of this sort when you do not feel

you are experienced enough to guarantee a whole set, or when

a customer will not allow you to replace parts that you believe

will eventually become defective. However, it is preferable to

offer an unconditional guarantee whenever possible. An example
of an unconditional guarantee is shown on page 5.

this .is equivalent to the customary 40% discount you
get if there is an established list price. If the result is
an odd value, make it come to the nearest 5 cents.

When the list price of a part is 50¢ or less, and you
are making a separate installation charge for that part,
it is usually better business just to list the part without
a charge. Thus, you would usually make no charge for
small resistors or condensers. This emphasizes the value
of your knowledge and skill. On small parts like pilot
lamps or replacement control knobs, which have no in-
stallation charge, use your own judgment in each case.

Billing parts at list prices will usually take care of
the cost of the small parts for which you make no charge,
and will pay for the time spent getting parts. There may
even be a small amount of extra profit from the parts
you sell, over and above your profit on professional serv-
ice charges.

Guarantees. A suggested guarantee to be printed on
your statement.of charges is shown in Fig. 1.

Credit. Here’s a factor that has ruined many a serv-
jceman. All radio service work should be on a cash basis,
collected at the time you deliver the set, unless you know
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Uncalled-for radio sets are subject to a storage charge
of 25¢ each per week, starting one month (30 days) after
receipt of the set. Storage charges for your set will be-

4
Radio sets left here over two months after the date
storage charges start will be disposed of. Failure to call

for your set on or before .......... e etestesatiiaanan.
will constitute permission to sell or junk this set without
recourse to its owner.

Type of receiver .....oiiiiiiiennnniinennennnnenns
We are not responsible for sets left over 30 days.

B s eosesims v s siwie 158 5755 55515 51405 one. e ave o iin

FIG. 2. A notice of overdue charges like this one is sufficient

legal notice in many states, but not in all. Be sure that the form

you use complies with your state laws—otherwise you may be
liable for damages if you sell the set.

definitely that the person has a reputation for paying
his bills promptly. It is a sad but true fact that whenever
debtors are hard-pressed, bills for radio servicing are
usually the last to be paid. You’ll be a lot better off to
turn down a job politely and let your competitor risk
the loss, rather than to do the job on eredit and then
perhaps make an enemy through attempts to collect for
the work.

Storage Charges. When a set is left at your shop be-
yond a reasonable length of time, you can collect storage
charges or dispose of the set, provided you notify the
customer in the manner required by the laws in your
state. One form of notification used by a large firm is a
posteard that reads as in Fig. 2.

EXAMPLES OF BILLS

Case No. 1.Five-tube table-model t.r.f. in walnut
cabinet, brought to shop by customer. Put in new dual
electrolytic filter condenser, type 6F6 tube, and pilot
lamp. Realign set. Brush out set thoroughly and polish
cabinet. ‘

As an example, suppose the 20-20 mfd. filter con-
denser costs you 91¢. Dividing 91¢ by .6 gives $1.51, so
-you set its list price at $1.50 as in Fig. 3. Always bill
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BILL

Check-up and test at shop......$1.50
Install dual electrolytic

filter condenser............ 3.00
20-20 mfd. electrolytic

filter condenser............ 1.50
Type 6F6 tub€.ceeerennnnn. PP 1.05
Pilot lamPeecesoswnsssnsanassos .15

Total.eevvvvenen...$7.20

FIG. 3

tubes at list prices. If the pilot lamp costs you 10¢, set
its list price at 15¢. No charge is made for cleaning the
chassis and polishing the cabinet, or for aligning the
set, because all this work should easily be done within
the one-hour time allowed for check-up and test.

Case No. 2. Go to nearby home, remove chassis and
speaker of 7-tube, 1-band superhet from console cabinet,
bring to shop and replace volume control, realign com-
pletely and recenter voice coil, return to home and re-
install in cabinet, polish cabinet, and replace antenna
lead-in window strip.

The flexibility of this rate schedule is clearly evident
in the bill in Fig. 4. The total charge of $11.50 is fully
justified on the average job, where the customer wastes
a lot of your time in conversation on each call, or you
have to make an extra trip because the customer wasn’t
home when she promised to be (“just dashed over to the
store—never thought you’d come when you said you
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BILL

Check-up and test at shop,

including pick-up and

delivery of set........ oo 3.50
Install volume control........ 3.00
Realign l-band superhet....... 2.00
Recenter voice coil....... eeee  2.00
One exact replacement

volume control unit........ 1.00

FIG. 4

s ARG

would,” explains the lady!). If things go fine and the
job takes considerably less time than usual, however,
you could justifiably omit the voice coil recentering
charge.

Case No. 3. Go to nearby home, install new 35Z5 rec-
tifier and new pilot lamp (which you happen to have
with you), and readjust 6-station mechanical push-but-
ton system. The bill is shown in Fig.5. .

Repairs are possible in the home on the first trip
only when you have the required repair parts with you,
and only when the repair is simple. If the customer re-
fuses to let you take the set to your shop, and you have
to make an extra trip to get parts, use the two-trip rate
of $3.50 for check-up and test. Whether to do the job in
the home or at your shop is a debatable question. Experi-
ence will tell you which is best. In the beginning you can
work far more efficiently in your shop because you have
all data, materials, and test equipment at hand, and a

18
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BILL
" Check-up and test at home...... $2.50
Rea&just push buttons....... ... 1.20
New 35Z5 tube.....c.ccvuvnienn.n. .80
New pilot lamp.....ovvvuuennnn, .15
Totaleeveeerennannn $4.65

FIG. 5

bench to work on, with no one to upset you, if you
run into a “stickler.”

Tubes. Tube sales are an important source of in-
come when a radio shop has store traffic, because cus-
tomers will bring in tubes to have them tested. In this
case the tube tester is a merchandising device and the
“good-bad”’ meter allows the customer to see for himself
which tubes should probably be replaced. When you
work spare-time, however, customers will seldom if ever
visit your shop to have tubes tested or to buy tubes. Any.
tubes you sell will be in conjunction with your set-servic-
ing jobs and will be added to your total bill.

Incidentally, when you service a low-cost set, the need
for new tubes can cut into your profits or even cause
you to lose the repair job. Let’s take an example. Sup-
pose you have an a.c.-d.c. receiver for repair that orig-
inally cost the customer $10.95. You find that three
electrolytic condensers must be replaced and that the,
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BILL
Check-up and test at shop......$1.50
Install multi-section
electrolytic filter unit.... 4.00
30-30-50 mfd. electrolytic

filter condenser.......... .. 2.10
Type 3525 tube........... Foewws w80
Totaleeeeseanocnans $8.40

FIG. 6

. defective electrolytics have ruined the rectifier tube,
making its replacement necessary. After installing the
condenser and new rectifier, you find that the receiver
performs satisfactorily on local stations but that distant
reception is poor because of loss in emission of the other
tubes. Your bill would be as in Fig. 6.

The customer may consider this charge pretty
“healthy,” taking into account the original cost of the
receiver, but a little “salesmanship” will usually make
the average customer realize the fairness of the charge.
Point out, for example, the high quality of the electro-
lytics you installed. The manufacturer of course had to
gkimp to make the receiver for $10.95, and the cost of
the new electrolytics can be considered a good invest-
ment against a quick repetition of the trouble.

However, replacing the remaining tubes would add
about $4 to the bill, making the total charge approxi-
mately $12.50-—more than the price of the set. Naturally,
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if you quote such a price, the customer will usually
prefer to buy a new set rather than have you make any
repairs. On the other hand, if you install the tubes and
cut your labor charge to bring the price down to, say,
$9.50, you may lose money on the job.

In such a case, the best thing to do is to make the
other repairs and put a sticker marked WEAK on each
of the low-emission tubes. Point them out to the cus-
tomer, telling him that he will probably get many
months of good local-station reception, but will eventu-
ally have to replace these tubes.

»

THE N.R.1. COURSE PREPARES YOU TO BECOME A
RADIOTRICIAN & TELETRICIAN
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