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MEETING NOTICE

Wednesday, April 20, 2011
Waltham Elks
101 School Street

(Corner of Lexington St.)
Waltham, MA

7:00 P. M. Registration & Conver-
sation;
7:30'P."M."Program; About LCD
Television led by Mike Gautheir
As usual we will have doughnuts, coffee
and soda as arranged by our refreshment chair-
man, Lou LaBonte

Date:
Place:

Time:

DOG SHOW

5,

Again this month our meeting will have as a
regular feature a DOG SHOW. This will be an
opportunity for one or two members to bring in
TOUGH DOGS for the members to diagnose and
hopefully fix. If you are interested in bringing a
set, call Pres. Dave Litle to reserve a time.

Members who bring sets will also be ex-

pected to bring necessary tools and equipment
and, if possible, parts that may be needed.

What Are You Doing to Survive?
NESDA members Answer

Many NESDA members are doing different
things and looking at new directions and service
opportunities to make up for the lost revenue
caused by the economy, downward pressure on
rates by TPA’s and OEM’s, and the ever present
price erosion of the products we are currently ser-
vicing. As part of the Diversification Committee’s
duties, I want to know what YOU are doing to
survive in this turbulent business climate? I
would like to hear from as many members as pos-
sible on the positive things they are doing to make
up for the lost revenue. I am TIRED of having to
cut things to make ends meet. I know I am not the -
only one feeling this pressure.

I am branching out into appliance repair and
(Surviving Continued on page 4)

This month's meeting

For April one of our own members,
Mike Gauthier, has agreed to present a pro-
gram on one of the hottest areas of current
television, LCD TV.

Over he years we have found that some
of the best programs have been presented
by our own supertech members. Even if
they are not always privy to the inside in-
formation that factory trainers may offer,
they have working hands-on experience
with the sets. We can learn by their experi-
ences.
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This could save some repairs!

Don't know if you all are aware of this or not, but
Visa & Amex double the warranty on all purchases
made with their Cards; i.e. if a Customer purchased a
TV with a one year Warranty, the Manufacturer covers
the first year Visa or Amex cover the second. Cus-
tomer needs to contact the Credit Card Company to
open a case.

All these repairs are handled as COD repairs. Af-
ter the service call is completed, (which the Customer
pays up for) we fax to the Credit Card Company the
Diagnosis and Repair Estimate. Usually they contact
the Customer directly with their descision. If the repair
is approved, Customer gives us the go ahead and we
proceed with the repair.

Knowing this can make a big difference to your
bottom line.

Alexandra Harris, HI-TEC TV, Inc
Palm Desert CA

It sounds good but I'd only go along with it under
the condition the customer pays us every step of the
way...for the diagnosis and for the completed repair if
approved.

~ TI'll be glad to provide them with the necessary
paperwork so long as their CC company doesn't expect
us to start jumping through hoops involving numerous
phone calls, hold times, and reams of forms to be filled
out and faxed.

After our obligations have been met and we have
been paid for the repair then it's entirely up to the cus-
tomer to get their money back from the CC company.

Yes....it could possibly be a good thing.

Mark Wentowski MST
Perry Hill Electronics Service LLC, Montgomery, AL

Yes the Customer pays us every step of the way.
It is exactly like the way you described it. Customer
gets their money back from the CC Company. We
have nothing to do with that.

Higher grade cards i.e. Gold & Platinum have this
option, and many regular Cards have too. Just have the
Customer call their CC Company and confirm cover-
age. If they are covered you got a win win situation. I
promise.

Alexandra Harris, HI-TEC TV, Inc

We have done the same. I even ask how they

paid for the unit if it's less than 2 years old and tell

them to check into the 2 yr w/their CC company.
They come back and thank you for the tip.

Louise Ashby, Community Sound & Video, Inc.
Springfield, MO
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ETG Meeting, March 16,201 |

ETG meeting held March 16, 2011 7:30 PM

A nice gathering of members showed up this
night for what was to be a presentation by Sony
field service trainer Dave Junkins. About 4:00 PM
I got a call from member Steve Thomas saying
that he got an email from Dave stating that there
was a family issue and he would not be able to put
on the seminar.

That left us pretty much in the dark seeing
that it was so late in the day with little time to
gather up ideas and present a different forum for
the members.

After a brief bull session, Dave Litle got talk-
ing about home and commercial networking and
the different hardware and tools needed to do this
kind of work.

Dave showed the members present how to
make up network cables using the newest tools in

the business. He also demonstrated various pieces
of test equipment he uses when doing these jobs.

It wasn't a Sony meeting but as usual we took
something home that we didn't know before we
came.

We all enjoyed coffee and had a chance to
catch up with friends tonight. This usually doesn't
happen when trying to cram lots of information
into a few hours during a normal meeting.

Hopefully our luck will go better next month,
it has to as I'm writing this it's St. Patricks Day.
What is it they say about the "luck of the
Irish" 227

See you all next month.

Hank Hamelin Clerk




4 APRIL 2011

E T G STATE NEWS

(Surviving Continued ﬁo;n page 1)

finding it a little different, but it has really helped
our bottom line. Is anyone else interested in appli-
ance repair or are you already doing this?

What are you doing or are you going to do?
All responses are welcome!

John E. Wilkins, Jr.

Air Ways & Home TV Service, Inc., Salt Lake City, Ut.

“TI just completed a contract to be a Direct TV

seller. Not installer. Others will get the pitiful in-

stallation fees. I will get the commission and re-
siduals, if it works out. We will see.

I too am looking for other ways. The installa-
tion market here is pretty saturated as is the appli-
ance repair. [ am going to have to go out of the
box it appears.

There is plenty of TV work for us but rates
are so low now that we have hit the efficiency
ceiling so more labor intensive work is not what
we need.

Jerrell Helms, CSM, MST, CSR
Helms Radio & TV, Dothan, AL

“ DirecTV is good, but watch your discon-
nects & churn; chargebacks are a pita!! Try to
sell to non-fee customers, and be sure to explain
everything fully. Let me know if you have any
questions.

David, Northway TV & Satellite Inc.

“I can only speak for my 1 man in-home ser-
vice operation. My hopes was to offer not only in-
home service but in-home TV sales while I was
there on a service call. If the TV was not eco-
nomical to repair I could offer them a sale of a set
that was right outside in the driveway. The first
question a lot of customers ask when there older
sets are too expensive to repair is, where should I
get another one?

I wanted to have TVs of different sizes
stacked in my vehicle like books on a shelf. Either
way when I left that home the customer was
watching TV. The problem I discovered is that
since | am a very small business I couldn't pur-
chase these new sets at a price to make it worth

(Surviving Continued on page 6)
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@ Encompass

Parts Distribution

Focus on what you do best, and let

Encompass focus on your parts distribution.
The result: increased profits and greater productivity.

The Encompass Consumer Referral Program is a value-added service that
allows you to private label your parts distribution with the nation’s leading
CE parts distributor. Encompass takes care of all of the details, from customized call
center services to same day shipping. Now you can focus on your core business, while
being assured that your customers are receiving superior service.

Simply direct customers looking for parts to us using a dedicated toll-free
number or link from your website. We take it from there and you benefit by:
— Earning 10% commission paid quarterly on all parts sales
~ Knowing your customers are handled professionally
—~ Enabling your techs and other staff to focus on repairs
— Partnering with the nation'’s largest provider of top quality parts

We will do what we do best:
- Provide custornized call center services
- Provide real-time pricing and availability
~ Process consumer requests quickly and efficiently
~ Provide a direct parts link from your website
- Process and absorb credit card fees
~ Pick, pack and ship the same day

We stock and ship parts from our warehouses providing you and your
customers:

- Same-day shipping

- Parts identification

~ Call center support

~ Parts and product sourcing for all brands

- Returns and core management

- Real-time ETAs when needed

- Access to over 8,000,000 parts

- Superior service from the most experienced CE parts distributor with the deepest

inventory in the industry

For more information on how we can help improve your bottom line,
please call Encompass Parts Distribution at 866.779.6826.
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(Surviving Continued from page 4)

while. If I can't make 100.00 on a set after install-
ing it and educating the customer, it is just not
worth it. I really think this type of business model
would really be profitable. Maybe if being part of
a a large group like NESDA could allow us to
purchase these sets at a price where there could be
enough profit to make it worth while.

Maybe NESDA could make deal with a
manufacturer to do this and be another avenue to
sell there sets. Thanks,

Oray Rogers, Affordable In-Home TV Service,

Baton Rouge,La

“You don’t think you can get them at a good

price, but you actually can! Below is a link to one
of those such outlets.

http://www.dbldistributing.com/

Three weeks ago they had Samsung
UN46C6300 LED's on sale...dealer cost $763.
This is a very HOT piece. Best Buy sale price
$1299. This past Sunday Best Buy put them on
sale for $999. so you do have to learn a retail
"angle" and work it.

[ try to stock a replacement, or have a quick
replacement to pitch and available to order, for
anything someone can bring me for service. I
treat in home the same way and do have replace-
ments available in the truck.

Just last week, I met with a company that
may be able to help NESDA members obtain a
group discount for consumer electronics pur-
chases. They may even have some service oppor-
tunities supporting their existing dealer network
for NESDA members. I expect to find out more in
the coming weeks. I am hoping that they will take
a booth at the trade show during NPSC.

Ben Fowler, CSM, MST, A+, President, NESDA
ABC Electronics Service Corp., East Rochester NY 14445

“This is a great idea. I wish we had had a
DVD player on the truck today. Could have sold
it. So, say I buy a Samsung TV from DBL to keep
in my service van. What about the warranty? I'm
not an authorized dealer. Doesn't that mean the
warranty starts the day I buy it, not when I sell it
to the customer?

Jim, Jim's Electronics
Eugene, OR

“Simular deals at ADI, M Rothman, DSI,
Petra and others. These are great replacements for
52-65 projection TVs if you can’t get one fixed or
approved.

Kevin

“Generally it [the warranty] is from the day
you register the product with the manufacturer

I used to always carry 2-3 sets in the box
truck, but stopped when my finance company
came in for a floor check one day and those three
weren't onsite. Had to pay them with 90% of the
time left on the floorplan. After that we just feel
them out whether they may be interested in a new
one and bring it if needed.

Frederic "Rick" Paradis CSM/MST
Elite Media Solutions, LLC, Wellesley Hills, MA.

“I think some of the people are too afraid to
change. I have not needed to diversify yet, but 1
think for those who has had business slow down,
they need to find a way to cut over-head.

The buying group through NESDA is one
place to start. They offer discounts from shipping,
to office supplies, payroll, etc. When I have slow
times, I look for cheaper insurance, utilities;
check out my phone bills for cheaper plans, etc.
Every hundred dollars I save a month is an extra
hundred dollars in my pocket. For those paying
rent, I have heard other shop owners negotiating
their rent down a little.

Jeff Dougherty, MST/CSR
Intrepid TV Repair, Inc.., Steelton, PA

[There were more replies to this question
posted on NESDAnet. We'll try to print them next
month.— Editor]

Improved Lamp

I just purchased and recommend a new bench
lamp from Office Depot. It is called "Realspace
Task Lamp". This puppy contains 90 LEDs and
your basic 3X diopter [lens]. Power consumption
is a measly 6 watts and the lighting is brilliant!
This replaces my older 60 watter which I have
used for years. Gotta prepare yourself for
Obama's ban on incandescents starting in 2014.

Herman Ackerman, Reynolds TV & Video Svc
San Diego, CA
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Goodbye, Howard

Here's a revolting development:

I've got a small subscription for the
downloadable Sams folders and if I haven't used
up my 5 downloads by the end of the month, I've
normally gone into their index and brought down
folders that are newer than ones that I have, but
that I couldn't get through the NESDA links
(Sharp for example).

In January, I couldn't find any new folders, so
I emailed them with no response. Same thing last
month, and now at the end of March. 1 emailed
once again and got the following response: How-
ard must be spinning in his urn.

Sadly, November 2011 Sams stopped pro-
ducing new Photofact and Quickfact. The
cost of producing them and the number of
customers did not make the company a
profit. We are working very hard to pro-
vide OEM manuals for our customers. If
you need a manual and it is not listed in
our online index you can send us a request
form telling us what manual you are need-
ing and we will do our best to find and up-
load that manual. All of your manuals are
available for our subscribers. If we have a
manual that you cannot find logged in as a
subscriber and find it logged out not as a
scriber, let us know and we will change its
status to make it available to you as a sub-
scriber.
Customer Service, SAMS Technical Publishing
Indianapolis, Indiana
Phone: 1-800-428-7267; Fax: 1-800-552-3910
E-mail: customercare@samswebsite.com
Website: www.samswebsite.com

Arthur Bevilacqua, Essex Radio & TV
Essex, MA 01929

| started my business in 1961. About 1970 I
answered an ad and bought Sams #1 to #200 in a
wood filing cabinet. Can't remember the price but
thought it was a good deal even considering that I
would seldom need the old stuff. Later sold the
wood cabinet for as much as I paid for the lot.

New Panasonic Benefit

Panasonic is pleased to announce that effec-
tive April 1, 2011, servicers who are non-ASCs
may now call direct into Panasonic’s technical
hotline for troubleshooting assistance and board
authorizations.

Thank you, Jeff Dooley and Panasonic team!
Sheila Fredrickson, NESDA/ISCET, Fort Worth,

I have already expressed my gratitude to the
management team at Panasonic for providing this
benefit to NON ASCs. I know that this program
will cost Panasonic a significant amount of money
and resources (which is very hard to come by
these days). I want to encourage our members to
take advantage of this valuable resource. In addi-
tion, I would like to remind those of us that do use
the Panasonic support line to be prepared, so one
does not waste the support person's time.

Once again, I applaud Panasonic for going
above and beyond the call, to support independent
service!

Ben Fowler, CSM, MST, A+
President, NESDA

Since I did old radios along with TVs, etc., I used
some of those old Photofacts.

Photofact set #1 was dated in 1946. It was
mostly radios. Maybe 1 TV in the set; maybe not
even that. And I subscribed to Photofacts for quite
a number of years after that. While 1 was missing
some in the #320 to #700 range, I had most up to
about #3400. Downloaded eFact manuals as
needed after that.

I would have those yet except I got burned
out in 2003. I fully retired that day at age 74. 1
haven't regretted it especially now when I see how
the business is going.

Goodbye, Howard. You have been of great
service to our industry as a source of service
manuals and books. Your new Photofacts will
surely be missed.

John, editor
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Support those
who support
ENTERPRISES NESDA!

MAIN & LIBERTY ST  POBOX 460  RUSSELL. PA 16345

FACTORY AUTHORIZED SEMICONDUCTOR & CAPACITOR DISTRIBUTION FCR:

SANYO SanKen Shindengen SanRexs

CORPORATE MEMBER
AN Industry Angel sponsor
% »[2002 2003, 2004, 2005, 2006, 2007, 2008
M E SDA
S ' PARTner in Excellence Award winner
- EWM \H [ 2004, 2005, 2006, 2007

BN

5% discount to NESDA members on all
orders of $25 or more |

Visit our web site at

www.bdent.com

Sccure server Online ordering All major credit cards accepted
Spec sheet data base Manufacturers’ catalogs & links

ORDER TOLL FREE!
800-458-6033

Tech Support 814-757-8300 Fax 814-757-5400
Business hours 8:00am - 6:00pm EST
Orders sent same day till 4:30pm EST

Minimum order only $15













