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Dear M. Smith:

About six months after 1 enrcllsed I started

making monsy in Radic. Now I am doing
part-time Radio work - I am farming, and
Just work on Radios evenings and shormy
days.

your school when I did, and only regret

I am very thankful T emrolled with

that I didn't do it several years before.
By taking jyour Course in Radio I have
made myself a very profitable spare time

business.

COPYRIGHT 1947 BY

NATIONAL RADIO INSTITUTE
WASHINGTON, D. C.

FM20Me48 1948 Edition Printed iflLS.A.



THIS Booklet is intended for the man who wants to
start a real business in spare-time servicing. If you
look on radio more or less as a hobby, perhaps intending
to service a few sets when you feel like it, but with no-
intention of carrying your servicing any further than
that, you need no business information. But if you in-
tend to make spare-time work a steady source of income
—with an eye, perhaps, to an eventual full-time servie-
ing job—you must learn g few simple business facts.
- This Booklet gives you some of the information you
need. It shows you what you need in the way of train-
ing and equipment to get started, how to get business,
and how to handle it. Later Booklets will.complete the
plcture of the business side of servicing. -

ARE YOU READY?

Before you even consider starting a service business,
you should ask yourself one question—“Do I have
enough technical knowledge to be a serviceman?” .

The radio training you have received so far makes
you the equivalent of a good radio mechanie. That is,
you know how to test parts and replace defective ones.
You can, therefore, repair any radio that has a part
defect, although it may take you quite a while to locate _
the defective part unless you are lucky. You have not
yet learned, however, how to align (adjust) a receiver
to correct the defects that are caused by improper ad-
Jjustment of the tuned circuits, nor have you learned the

quick, professional procedures for locating defects.
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e -":ibe m tom allowances for the fact that you have - :

‘righ'tmw Slmethqyknowyou,theymll

~ not yet completed your training. Then, if you find the
“job is more than you can handle, your servicing reputa-

- tion-will not be harmed; your friends will realize that
. you will be able to do the job later on when you have -
~ progressed further in your studies.

: Remmber though, that you can’t expeet a stranger

: tobeasnndemtandmg That’s why you should do your
 first work for people who know you. Be sure you can
~ handle every job you do accept, and do as good work as

" you ‘can on each one. In that way, you'll get off on the

e .-nghtfoat,andenm}'agmdreputat}onmynur.

' GETHNG anm
Bdmyoumadvamemuehfurtheruamce—

~ Ty :must have some practical experience to round
_"'?':-mmmm&my Wuamm

| mmMMWMWMWadefect
al sp "%@Mdoneltseveral times

Gaewayyuumlmgetthenmmyexpermnce..
d:-be to take any servicing job you could get—do
you could on it—and depend on some friendly

' .and enced serviceman to rescue you if the job

m @‘ish Thlﬂlsamlhleway but not a good - §
. For one thing, few servicemen are willing to help a
mipetitor. ‘And for another, the practice you

2.




ing Plan will give you pmctlml ervicing experierice on’ ;
an actual receiver. You'll mmmmmm ¥,
fessional tésts to track down all kinds of s

you'll learn them by doing themwithyourown handﬂan* %

" areal set. This Plan will be. weamlamed wsmu m
. RSM Booklets you wiﬁmesmn S 2

| '“.‘Wedonot ithatyoutryhm
'b)*ﬁtartlngworkmaomemﬁio%um :

This is not a good idea for two reason
apttole&m much; and (2) the sta;
steall. If you enter a shop when mmmﬂmﬂyyaﬂ--:-
way through your NRI training, you wﬂl ummzy
be expected to follow the service ds used by the

st (1) sreummt‘"?-"j £
-mwﬁlbovm_; ‘

shop owner. Inmahycmthmwﬂindthenﬁﬂya"- '

aﬁdasthemethodsyouwxﬂlesmmmrm%ﬁm_.';- i
In fact, a student very often retards his progress rather
than advances it if he attempts to get experience’ina
shop. Even if the shop owneruhm&mpntene, k&-




‘éwill se!domhavetlmetoteachmmuch remember,
heis vimkmgforaﬁvmg,anﬂhisﬁmemsmmeyw
~him. He will expect you to assist him, to change parts,
and in general to do the “dirty work” of servicing. You
will be‘far-better off to get your technical knowledge
- from your Course and gain experience from the NRI

Practieal Training Plan. Also, you will probably make

.far more in your own spare-time business than you could
get working as an apprentice for someone else.

Of course, these words of caution about starting a
servieing business apply to you only in your present -
state of training. If you study your Course and these
Booklets carefully, it will not be long before you’ll be
able to service almost any job you may happen to get.

- When you have progressed that far, there will be no
reason for you to lack confidence in your ability as a
serviceman.

Whether you want to start your business at once or
" wait until you have had more training, now is the time
to begin planning your spare-time business. This RSM
Booklet will show you how to get started the right way.
Other Booklets will give you details on how to charge
for your work, how to plan a professional shop, and how
to go into full-time servicing—all of them subjects that
require too much description to be included here.

WHAT EQUIPMENT YOU NEED

. When you go into spare-time servicing as a business,

youwﬂineedashoporplaeemwhxchtowork,right
from the start. You will soon reeceive another RSM
Booklet that will tell you how to set up a shop and equip
it with the necessary workbench, storage shelves, and
stock eabinet.

You will also need tools and test equipment before
you ean do much servicing. You will find a list of all the
-necessary tools in one of your earlier RSM Booklets ; buy
: thoaedeambedasbasmtoolswhenmamreadyto
start, and add others as you make enough %ﬁt out of
* your servicing to pay for them, Always buy the best
tools you can aﬂ’ord——&iup tools are no economy.

- The basic servicing instruments you need at the start
are amultimeteramda ‘gignal generator. Ifyoucanaf-
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- ford it, a tube tester will prove - w;_ andy
ﬁmybapoasxblefermtowmﬂ@* """Zt&mxtom
to have themtestedﬂmdomwmhhminamba
tester at once. The tester you built in your second Ex-
perimental Kit will be an adequate, serviceable test in-
strument for your bench work at first. However, since
it is not easily carried, you will probably want to buy a
commercial instrument in a carrying case before very
long.
Thﬂsemstmmentsareauyouactual]yneedwimnyou '
start servicing. However, you should get a signal tracer
&8 s0on as your servicing profits will pay for it, because .
atracqrmﬂspeedupmrwozkmﬂdmb!y _
Basic Stock. You should have a certain amount oct‘
-mplacementstockmycurshap 1t is, of eourse, possible
to service on a “hand-to-mouth” basis, buying partsonly
when you need them; however, you can complete repairs
faster if you have a few of the most frequently used
- parts in your shop and replace them as you use them up.
(Plan to invest the profit of your first jobs in equipment
and supplies, and you will be enabled to earn greater
profits on later jobs.) Table 1 shows a good basic stock.-
. Besgides theseparts,yuu will need a fair assortment
of tubes. The kind and quantity for you to get will de-
pend to some extent__-upon your location. That is, if a.c.-

Table 1
BASIC STOCK OF RADIO SUPPLIES

Paper Condensers—usix each of §00-volt condensers in these
capacities: wl, .002, .005, .01, .02, 05, .10, .25, .50
(all capacities in mfd.).

Tubular Electrolytics—two 20-20. mfd., 150-volt with
separate leads; one 10 to 100 mfd,, 25-“!!: two each of
mﬁwh condensers in these eapudtmu ‘8, 20, and 40
m

Resistors—one kit each of 1-watt and I-watt carbon re-
sistors (these kits contain the sizes used most often). :

" Volume Ceontrols—one kit of assorted controls. :
Output’ Transfermers—one universal, one a.c.-d.c. (de- |
ugnodtomtehmontmttﬂntoﬁ-ohm:poah).
-1 Tubes—See text.
Miscellaneous—roll of rosin core solder, roll of f‘fiﬂiﬂn
' tape, asseriment of spaghetti (varnished cambric in-
sulating tubing), tube of sp.d!mr cement, can uf cement
. solvent, pniol lamps.




& good mmememmmmhuu-
- perience with other servicemen. If not, you will learn
~ rather soon what kinds of tubes you need most. If there

- i8'no wholesaler near you, write to a mail-order whole-

'-%M&Mﬂyhat&emﬁm%ﬁ

- what tubes are recommended for your locality.

-:D-’&em&mtin’hb]aiwﬂlgweyouﬂaebummp— '
-plies you need to start a part-time business. Get other
; mm:mnrthorthemﬂm
_'smlyhmqlﬂy’asyou‘nudﬂmm donotstocko&er
_:maugh to mstify it Re-order stock items frequently
enoiigh so that you are never completely out of any one
'O}M{w,mthsmofom-of-&kindm:sm

i &..yaﬁmﬂmon‘emhare)

"If you are quite a distance from a wholesaler;. or in-
_ __mmbtwmclwvdy from mail-order houses, we sug-
' wmmthisbmcmckby@tﬁngahwand
mmnﬁﬂatoekoia!ammeoonmandl&-m

.y menurmsfmmm with s.swolt filament windmgs. Get
- mwi:hha‘i'mmutnﬁwfors-oﬂ-tubem:md
one with a 90-ma. rating for 8- or 9-tube sets. (These

| .-mferenmmcrmoniy you should use an exact

: memmtmapwertmnsformwhen
* you mm» you might stock two 456-ke. standard
. ; i.f. transformers. Get an input and an out-
ﬁramirofselmal purposetran&

c i*_f‘mtenalaonlmmmuy
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Courtesy Syivanis Eieptrie I"oduou. Im:
Tube companies will supply you with stationery imprinted with
your name and address at prices far less than what a local printer
would charge you. The illustration above shows twe kinds of
stationery supplied by Sylvania.

Where To Bay. 1t is no longer necessary for the serv-
iceman to deal directly with numerous radio manufac-
turers to get a supply of parts. Today, you can deal with
the local wholesale supply houses or with distribotors
that cover your area, or:you can order from the mail-
order supply houses. The names and addresses of whole-
sale supply houses and of parts distributors in your
locality can be found in your local telephohe beok. Look
in the classified section.

» If you do not know the names and addresses of the
large mail-order supply houses, we will be glad to send
you a list of them.

By dealing with a loeal whalesaler or with a mail-
order house, you will automatically get a trade discount.

Business Supplies. A neat, well printed business let-
terhead is one of the first things you should get when
you start a business, At the beginning, you won't need
many—250 will last you a long time unless you use them
also for submitting bills to your eustomers. A loeal job
printer can make up your letterheads, or you can buy
them by mail from one of the firms that advertise in
mechanical magazines or from mail-order stores like

v Sears Roebuck and Montgomery Ward. Tube companies

often offer, at very reasonsble rates, business stahonery

~“imprinted with your nameand the;r ad.
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; ':'_.Mnmwmnumummﬁcmd

m_m mn m YOUK Mﬁf m

or -4 Himited ﬂmmmﬁr&gt&uw&mmhﬂn
-_,.-wmumhunhtwmﬂtum
_';wmum«nm

| Though your set is in perfect order it should be checked periodically
© =—just to make sure. P mmhaﬁom people keep Ht—and
. redios are like that, seo.

-.."mmkw#moﬂmw&mmm

 your set.
_. Jwtuﬂhh-hvu?-ﬂﬂ.@hguwbnmmmuﬁ.
| Fairhaven, Virginia _ DON’S RADIO SERVICE

8 KEEP THIS CARD! IT WILL SAVE YOU MONEY

FIG. 1. umof'mnudem have found that a fneol-rli. .
ihuungoo‘myof‘uumgmbum

Yoﬁ can also get other business supphes from tube
companies. These include business cards, billheads,
_stickers to put on tubes you have tested, price cards,
repair tickets, prospect cards, service order pads, and
record books, These are usually of good quality and very
inexpensive. Of course, all carry an ad for the company
that supplies them to you, so it is best for you to get such
supplies from the company whose tubes you use.

Your wholesaler probably has a catalog of the sales
aids available from different tube manufacturers, or you
can secure such catalogs by writing direetly to the man-
-ufacturers. We suggest you get one or more of these
right away to see what is available. Remember, how-
ever, that you do not need everything shown. In fact,

~ printed stationery and bushemurds, and perhaps bill-

heads, are about all you need at the start. Later, you may
'_ﬁndsomeofthe other material useful.

Transportation. You should have a car or truck, or
the use of one, to pick up and deliver sets. Sometimes
it is possible to walk or use public transportation to
make your service calls, but usually you have to carry

" too much equipment to make this practical. If you do

‘not now have a car, plan to get one as soon as possible.

In the meantime, see if you ean arrange with someone

wﬁohasacartotakeyoutomdfromyourmﬂs.
‘Telephone. You must have telephone service in your
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- shop. Most m@hmmmmmm"wuhama
bmneaaphonewhenyouma :

than a private phone, but you get the advantag
~ ing listed in the classified seetlonofthephonehonk.

HOW TO GET BUSINESS

One of the first things you should do is to give your
busmess a name. Naturally, the name should identify
your business as a radio repair shop, for this reason,
we suggest you keep away from such names as “Elec-
tronics laboratory”w-partieulaﬂy since you are not
starting a large, elaborate shop, but only a spare-time
business. Keep the name simple. You might use some-
- thing like : “Bluffton Radio Repair Shop” ; “Jones Radio
Fix-It Shop”; “Uptown Radio Service Shop”; “Sam the -
Radio Man”; or some other name that shows what your
business is.

Should You Advertise? Generally Bp&ﬂklng, your

| best single ad is a satisfied customer. A man for whom

you have done a good job is very apt to recommend you
to his friends. A personal recommendation of that kind
is almost sure to get you business.

» Since you will have a business phone, you will, as we
said, automatically be listed in the classified section of
your telephone book as a radio serviceman. This classi-
fied section is a real business-getter for servicemen, be-
cause it is the first place most people turn to when they
want service. Just being listed there is helpful, but you
will probably get considerably more business if you take
at least a small display ad in that section. (The tele-
phone company will be glad to help you write it.) ;
» Other forms of advertising are something you should
‘consider only after you have made a fairly good start.
You might experiment with circulars and direct mail
~ advertising to find out whether they are profitable for
you. When you are just starting out, or when you are
entering a new territory, you may find that a free-in-
spectmnoﬂ’eralongthehneaoftheone&hmmlﬁg 1
- will bring results. These offers can be printed on post
- cards and mailed to the people near your shop, or ean

- be distributed from door to door.. (Ifyaudistﬂhutead- :




-Wm&wmaﬂm, mtmduee,ywmalf say
_ that you are starting a radio servieing business in the
vieinity, and ask that you be allowed to fix the radio

- when it goes out of order. Be sure to leave a business

_eard asa reminder of your name and address, since you
'mmwbummatthemmntyoueﬂl,lfﬂm
mmpactwﬂlpermtmtodoao,plaeewururdmmde
-,_-ﬁmmotmesetwhmhemﬁnd:twmmm
_\':dun’teﬂlamandmw!ﬁm,oraﬁmyﬁmethztﬂm
- --._mpectmmstohavemmy '

ﬁmmn&tﬁmmlmtypeandﬁndm&p—door
_ 5 assing difficult, don’t attempt it. A poor impression
¥ _.eamed‘hyﬁﬁtumbﬁntaalesmkcmdoymmhm

+ 6 sy, wavin Tt rewen wes A




"-"_or not yeu tme door-todmr a

\'._i_-.-_;tyourownvaluatwn look and:
. ‘mechanic, and ﬂaatiwm 6y W3

- shop. To protect your clothes, weara émpmt nrjai:'het‘
“. when you are at the bench.

_'dms, however Wear a plainbusinew suit

~~ # Good manners are just as important as a gwﬁ #p-

 always; never attempt to be

= -do-well not to be too much of a mey

_-pau‘anee Ifyonfeelﬂl-tmp&%dandmtofmhﬁ

- never argue with one. It is w ]
ment if it loses you a customer. mwmmm

- people resent that just as much as they resent:

- ®The appearance of your shop is’ ‘also: some i

- serviee business. One is to have the customer deliver the:
.~ get to your shop and pmkltupwhm it is finished. This

-~ tomers to-do xtexeeptonmrééetargom

. make him congider youa real pmfmonal

~ consider. Some, at least, of your custi
.from time to time, and you should

’ ;'masgoodmndmonaspoaslble.Amt,ordeﬁyﬂwg

~ does much to prejudice a customer in your fam\-mzd

=, Howrowm
mmtwogemmmwgfhamﬁmgamﬁm

- is an ideal system, but you won’ Woﬁma’ﬂtm

* More usually, you will pick up the set at the home:
:thecusﬁomer take it to your shop, repair it andm

~return it to the customer. Whmfhempairt@

' replwemen’e of‘s«t‘tﬁ:a@rr
, B =

. %owinanam:- L



mrwyoumdotha work in the customer’s home.
But if the job requires much work, by all means take the
set to your shop unless the distance between the shop
and the location of the receiver is too great. It is difficult
to make any major repairs in the customer’s home, as -
youcan well imagine.

If you are servwmg at night aftaer spending a day -
tma) regular job, you will have to budget your time care-
fully to get much done. When you have several jobs to
do at a time, try to arrange things so that you pick up
sets one night, repair them the next, and return them
the third. This will enable you to do a much greater
volume of business than you can handle if you bring
each set back to the shop, repair it, and return it before
~ you goon to another one.

» You should have someone (a relative, perhaps) in
your shop to take calls for you while you are out pick-
ing up and delivering sets. Whoever does this for you
should be courteous—remember, most of your custom-
. ers will make their first contact with your business over
the telephone. If the impression made is unfavorable,
very likely the prospect will call someone else. The per-
son answering the phone should find out where the set
-is, the nature of the complaint, the make, the model num-
ber (if the customer knows it—most do net), and when
it will be econvenient for you to check the set. If possible,
a definite appointment should be made, or at least a time
-should be set when you can eall back to make the ap-
pointment yourself.

‘When you are out piekms'up or delivering sets, call

your shop from time to time to see if any service calls

- have come in during your absence. Use a public phone
to do so—not a customer’s. Although most customers

- will allow you to use the phone if you ask, many of them
do not like it. Better use a nickel and save a customer.

" Of course, what we said about courtesy in answering
- phone calls applies to you as well as to anyone who may
_ answer your phone in your absence. You will do well

‘to develop a good “telephone voice.” Have two or three -

- friends criticize the way you speak over the phone, and -

- eorrect the faults they agree on. Be sure your voice is

‘clear and distinct; if people often ask you to repeat
12
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mﬂnngyeuhmiustm&%th&' h
- m’tftospaakmmdéaﬂy :

-

cumnrmmc mun WORK
Servicemen differ in the guarantees they give thmr

 customers. A few don’t guarantee anything unless the
- customer insists on it. Most voluntarily guarantee their

own work (but not the whole set) for a short period—

* usually ninety days. Others guarantee the whole setfor_

thirty, sixty, or ninety days.
- Legally, you are not forced to mske any g’ua.ranbee,

~but making one is often a good sales feature. Many cus-
‘tomers have had unhappy experiences with sets that

. Were repaired one day and broke down the next. The
faet that you guarantee your work helps give such cus-
: tomers more faith in you. o

-~ What you do about a guarantee will depend at first

on how much you have learned about fixing radios. It b

would be foolish for you to guarantee the whole radio -

- until you have learned how to spot parts that are apt'
to become defective soon. Once you have learned to do

s0—in other words, when you have become a profes-

- sional serviceman—you would do well to glmrantee the

Tl:m printed postcards are examples of advertising literature

furmhad by tube manufacturers. Advertising folders and mats
for newspaper ads are also available. -

Courtesy Svlvania Fleetric Produsts, Ine.
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Courteay ::lxiv.ania Electrie Products, Ine.

This is a weatherproof banner for display use. Other display

items, such as window transparencies, dummy cartons, etc., are
also offered by tube manufacturers.

whole set rather than just the part you work on.

= There are several reasons for giving a complete guar-
antee instead of just a partial one. For one thing, a cus-
tomer almost invariably assumes that any defect that
oeeurs in a radio after yon have serviced it is your fault.
I the defect is not your fault, and you refuse to repair
it free, you will probably lose a customer, On the other
" hand, if you say the defect is not your fault and repair
it anyway, the customer will believe that you must have
been wrong or you would not have repaired it. You can’t
win ineither case.

However, if ‘you guarantee the whole receiver, the
customer usually doesn’t care whether the defeet'is your
fault or not. He knows that you will repair it anyway,
and, as long as you do so promptly, he will have no hard
feelings toward you. However, you should always be
careful to point out that the defect was not caused by
your work, but by some part that proved defective with-
_out any previousindication that it was going te.

You should make such an over-all guarantee only if

- the’customer allows you to make all necessary repairs
to the set. Thismeans: (1) that he lets you replace any
part that seems to be liable to break down within the
guarantee period, and (2) that no other serviceman is
allowed to work onthe set during the guarantee period.

14



Vi céd, all you camaffonitodo ;
_¥ou have done. Never guarantee the w
acase—you will very often lose money by doing
the most unreasonable customer would expett yo
guarantee a whole set without checkingit.
» You will soon get an RSM Bookletthatwﬂl,glww__:]_
h __.toﬁ.g'ure out whattochazgeacustomer That Book- -
et ¥ o v much a full m -
ntee costs you—that i m hawm ) :Will be obllxeé
__._mmfmaermemmmr teed.

’h_wn how well you do the job i the ﬂm& phne,;m
should not give any guarantee exeept on your own work
until you have had enough training and eamenmcq tobg
“an accomplished serviceman.

% When you do guarantee a set, make zt ckm' to the
customer that your guarantee does not include tubes. -
¥ There is no way for you to know how long a tube will
_.laat.soyonwﬂl:usthelbsmgmoneylfmdﬂw
- antee them. However, you can point ont to the cusbtmet
_.:_-‘__'thatnewmbesthemselvescarrya uarantee—
’forninety days.

e . xmmuam {
There are threehndsofreoozﬂsmmmksepag
‘& spare-time business man. You should have a record

' your income and expenses, a record of the work you
ve dom, andameor&of yourcummw

- Financial Records.. Yon ﬁe&da m&mﬁmwf,. e




of your business—its income an&-_ its expenses—both so

that you can make your income tax reports properly and

- sothat you can know how much money you are making

from your business. Right now, when you are just start-
ing a servicing business, this record can be very simple.
You can keep it in any notebook you happen to have, or

* you can buy a journal-ruled account or “cash” book in

- any five and ten cent store. Head one page “Income,”

head another “Expenses,” and make suitable entries on
the pages each time you receive income or incur ex-

- penses. For example, each time you are paid for repair-

ing a set, enter the amount you receive for the job on
the page headed “Income.” At the same time, enter any
amount you pay for parts on the page marked “Ex- .
penses.” Of course, you should date each entry and make
some note of what it is for—“Parts,” “Rent,” “Re-
ceived from Mr. Jones,” ete. Just be sure you enter all
income and all expenses connected with this business
on these pages, and you will have an adequate record
as faras your income taxes are concerned.

A simple bookkeeping system of this kind is good

. enough at the start. Later you will probably want to

keep more detailed records that will show you the same
facts, but present them in a form that is more con-

~ venient when you want to analyze the operation of your

business. You will learn more about these other forms
in later Booklets and Lessons. .
Job Records. You will want to keep a record of each
job you do. The easiest way to do this is to make a carbon
copy of each bill you submit to a customer. Present the
original to the customer, and retain the carbon for your
file. On the back of the copy you keep, note the cost to
you of the parts used and the number of hours you
worked. Do not put this information on the customer’s
bill, however. Keep all carbon copies in some convenient
place where you can get at them when you want them.
We will not go into the subject of bills any further
here. A later Booklet will tell you how to make charges.
Customer Records. Finally, you should keep a record
of your customers. A convenient form for doing this

“ig shown in Fig. 2. The regular 3" by 5” file card, sold by
‘all stationers and five and ten cent stores, is fine for

. 16




FIG. 2. You can have cards printsd up in this form for your
customer file, or you can type the headings yourself. Use the
blank space for recording service calls. LR

making such a record. List on the card the name and
address of the customer, his phone number, the date of
your first call, the make and model number of his

- set, the type of set (a.c., a.c.-d.c., d.c., battery, portable,

auto), and the tubes used in it. If you have 2 diagram
and other service information for this particular re-
ceiver, it will be unnecessary for you to list tubes; in -
this case, note on the card that you have the diagram.

~ Make up a card like this for each of your customers;
if 2 customer has more than one set, make up a eard for

- each set. This file will prove valuable to you in several

ways. For one thing, such a record of your customers
will be handy if you decide to use mail advertising. Fur-
thermore, when you receive a repeat call from a custom-

* er, you will be able to find out from your records what

set he has, what tubes are in it, and what previous de-
fects it has had. You will then be better prepared to
service the set when you arrive at the customer’s home,
or at least better equipped to estimate what is the mat-

ter with it.

YOUR PAY AND PROFITS ,
There is one rule you must always follow if your busi-

" nessis to grow. You must keep your business finances
> separate from your personal finances, If you simply

-
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Courtesy Syivenis Elestric Products, Ine.

Many servicemen fasten a service sticker like this to the back of
each chassis they repair, Tube manufacturers furnishéithem at
low cost in rolls of one or two thousand.

pocket everything you receive in payment for your
services, you will have g souvee of i lncome, but you will
not have a business.

The right way to treat a business is to c0n31der that
you are working for it, just as if it were owned by 'some-
one else. This means that your sdlary mustbe listed as a
business expense like rent replacement ‘of test equip-
ment, upkeep of your car, etc. However, to get your
business off to-a good start, you should charge only a
very small sslary for yourself at the beginning. In fact,
you will do well not to draw any salary at all for a while.
Instead, leave the money inh the business until a reason-
able cash reserveis built up.

“Such a cash reserve is absolutely necessary to a busi-
néss. It represents money that can be used to meet un-
expacted expenses and to buy parts-and equipment you
will need for expansion. The more money you allow the
cash reserve to accumulate, the better the ﬁnanclal’
héalth of your business will be.

““When the reserve is large enough to take care of any-
thmg you are apt to use it for, draw a reasonable salary
from the business each month. Make sure you do not
draw '§6 much that the business loses money in any
‘month. This will allow the cash reserve to keep growing.
From time to time--say every three months—you can
withdraw from this reserve any amount in excess of
whiat you Teel the réserve should be. This you can ¢on-
siderto be your profit on'the business. (We will say move
about pmﬁt and your salaryinglater Booklet.)
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a record (by way of your chegk stubs) on the a

‘fourself by check from thebank Lecou: =
: Yourbusmessmaybetoomﬂatmst&‘thjﬂm_,
. checking account at a bank. If so, you can achieve the
. same effect by depositing all income in a m'onx-boxor
other secure place and treating it just as if it were 2.

posited, but do not allow yourself to draw on it for per-
sonal expensea Evmtpb&lm when you have built up a.

- MM i;ou h,wa mw'humdtbam_

stepsﬁotakeinsemngnpazpar&tmehuﬁimm_.
youwﬂlgetRSMBmkletsﬂiatwﬂlgivemmomof&e _
o Thuutholhwofumm'h.h@pm

man. A future RSM Bocklet will lho'mllwwhblﬂd lM._. .'
: profuuoni-louhu bench mﬂiﬁg his one. i :

g
it

 bank. Pay bills and your salary from the money de-
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give you the details of how to charge for your work,
how to plan a professional workshop, how to service

various kinds of defective receivers, and how to get

. servicing experience in your own home.

As we said in the beginning of this Booklet, you are

E now able to do a certain number of servicing jobs. Fur-

ther training will increase your ability until you will be

able to service any receiver for any defect.
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