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Who IS This HUDDY Fellow? 
He Received His Amateur License at the Age of Ten 

and Has Been Doing Things in Radio 
Ever Since 

A Short Biographical Sketch of 

FRANKLIN SNOW HUDDY 
Assistant to Chief Engineer, CeCo Manufacturing Company 

FRANK HUDDY was born in Providence, R. I., 
some twenty-five years before he began his now - 
famous debate with Kendall 

Clough. It is doubtful if-back 
then in 1905-he ever dreamed 
that in June, 1930, his biography 
would appear in the "Men Who 
Have Made Radio" section of 
Radio Industries, but the idea must 
have surely taken root in his mind 
when, at the age of ten, he had a 
license to transmit and was operat- 
ing his own station. His transmit- 
ter was the first one in the state- 
and probably in New England- 
to communicate directly with 
Europe. At the age of sixteen, he 
was writing for technical maga- 
zines. 

In 1923, he designed WILMP, 
Bridgeport, Mass., one of the most 
famous amateur stations in the 
world, and the first amateur sta- 
tion on the East Coast of America 
to have been heard in Australia- 
half-way 'round the globe. 

of the most powerful and effective amateur transmitters 
in Great Britain. 

FRANK went to England in '24. Having heard that, in 
Europe, the reception of American signals was im- 

possible on the wave -lengths then employed, he took a 
comparatively crude set of his own design along and tried 
his luck. This set had only one tube; its coils were wound 
on a drinking tumbler and tied together with cotton 
thread. He went all over Europe listening far American 
signals, and-in spite of the fact that it was said to be 
impossible-picked up as many as fourteen American 
stations in one night from as far East as Florence, Italy. 

On his return to Providence, he founded the Associated 
Radio Amateurs of Southern New England-the second 
club in the United States to own its own building, its own 
land, and its own station. It was the first club in which 
the members built everything-including the clubhouse 
and radio equipment-by themselves. Frank designed and 
constructed the transmitter, which has since turned out to 
be among those giving the loudest and best signals in the 
East. 

In 1928, he graduated from a four year engineering 
course at Brown University, with the degree of B.Sc. 
Immediately following his Commencement, he went to 
England to study radio further, and while there built one 

THIS English trip had several 
interesting sidelights. When 

he started, he wanted to be in com- 
munication with his folks, so he 
put up a station in his home that 
he was sure would send signals 
wherever he might go. On a pre- 
liminary test, this station was re- 

ceived in New Zealand, which 
assured him that the signals would 
be heard in England without diffi- 

culty. His receiving -set was a two - 
tube, short-wave outfit of his own 
design. 

Since his mother, father and 
young lady friend were all oper- 
ators, a schedule was agreed upon 
whereby, every day, his mother 
was to send to him at 5:15 P.M. 
for fifteen minutes; his father, at 
7:15; and his young lady friend, 
at 10:30. He crossed on the Beren- 
garia, and every night, all the way 
over, he listened in and learned 

exactly what was going on at home. The messages were 
received perfectly during the entire trip, the signals act- 
ually getting louder as he approached England. 

Throughout the British Isles, no matter where he hap- 
pened to be located, he maintained these regular com- 
munications with his family. Oftentimes, when at a trans- 
mitting station, he was able to literally hold conversations 
with them. 

On his return ocean trip, friends in England sent to 
him from one side and his folks from the other side. 

IN America again, he went into the employ of the 
General Electric Company, where he worked on the 

testing of the largest transmitting tubes in the world, 
and designed the short-wave station W2XAF. 

Leaving the General Electric Company, he went with 
CeCo in June, 1929, and was given the post of Develop- 
ment Engineer, in which capacity he developed their 
pentode. Afterwards, he was made Assistant to the Chief 
Engineer. 

Frank Huddy is a profound student of Radio. Where 
most people find their recreation in games and sports, 
he is much happier when pondering over some new text 

(Please turn to page 143) 
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A NEW SALES APPEAL 
(Continued from page 102) 

regard to novel "sales appeal," these cabinets are, 

to say the least, extremely promising. During the past, 
hand -painted cabinets have been expensive, but this new 

process far surpasses the color and pattern effects attain- 

able on wood, and at the same time places the decorative 

cabinet in the popular price -range. Public favor, there- 
fore, should be attracted immediately. 

By virtue of all these points, it seems plausible to be- 

lieve that the cabinets described may play a big part in 

satisfying the three requisites necessary to future pros- 

perity within the industry. 

WHO IS THIS HUDDY FELLOW? 
(Continued from page 97) 

on vacuum tubes or when engaged in highly mathematical 
computations. 

His mind works quickly and logically. This has been 

amply illustrated during the last few months when he has 

been on the constant defensive. Bombarded daily with any 
number of inquiries, arguments and taunts relative to 

the pentode, his answers have been immediate, decisive 
and to the point. 

That's the kind of a fellow Frank Huddy is. 

SPECIALIZATION 
(Continued from page 103) 

Eighth: Advertising Is More Productive. There is 

splendid advertising copy possible with the dealer who 
operates exclusively. Such advertising is more produc- 
tive and cost of specialization more economical. 

Ninth: A Big Time Saver. When it becomes known 

that a retailer is concentrating on one line and handling 
nothing else, considerable "selling time" is saved as 

well as "buying time." Other wholesale salesmen leave 
him alone so that he has more hours to spend in sales 
work. The dealer who handles ten or fifteen lines must 
interview ten or fifteen salesmen representatives each 
week, and generally speaking, must have a pretty good 
alibi ready for each one as to why he has not done a 

better job. 
Tenth: Makes Outside Selling Possible. No canvass- 

ing or outside selling campaign is practical without spe- 

cialized efforts on one line. A canvasser or outside 
salesman must concentrate on one make of radio, and if 
that is the case, the store that he represents must do like- 

wise. 

The disadvantages of specializing are few and com- 

paratively unimportant. The advantages enumerated 
above far outweigh any disadvantages. 

Of course, a retailer in order to be at all successful. 
must first select a strong popular priced, well advertised, 
radio to concentrate on. If he loses a sale once in a 

while, which is to be expected, for a set that he does not 
handle, it should not worry him in the least. The dealer 
should remember that his goal is net profits and if he 

arrives at his goal by selling a few less radio sets, he is 

much better off, and is building a more permanent and 
more solid and substantial business. 

UNIVERSAL 
Automatic Coil 

Winding Machinery 
EESONA 

UNIVERSAL coil winders 
have been designed and 

developed by an organiza- 
tion specializing in wind- 
ing machinery since 1892. 
Six distinct types of mach- 
ines are available-to pro- 
duce any required type of 
coil, spool -wound or self- 
supporting, cotton or paper 
insulated. Entirely adjust- 
able for various sizes of 
coils, these machines never 
become obsolete. The 
many special features and 
automatic controls insure 
precision -wound coils at 

lowest possible cost. 

UNIVERSAL WINDING 
COMPANY 

BOSTON 
Manufacturers of coil winding equipment 

covering practically every phase 
of the radio industry 

HACEDOR ON 
TRANJ FORM ERJ 

At Your Service- 
The Halldorson Company offers you a 

dependable source of supply for: 

Audio Transformers 
Power Transformers 
Speaker Transformers 

Filter and Output Chokes 

The name Halldorson is widely 
known for the quality of the 
products with which it has 

been identified and the serv- 
ice for which it stands. 

Send us your specifica- 
tions for quotations and 

samples. 
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THE HALLDORSON CO. CHIOCOAGO,E"LNOOIS 

Say You Saw It in Radio Industries 


